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THE CAKADIAN JEWEUER

We truly thank you for the abundant patronage given us last year, and accept it as a testimonial that

our efforts to give satisfactory service are appreciated.

Considering the Jewelry Tax, the pric^ of exchange, the scarcity and high cost of materials, and the

other handicaps imposed on our trade, I thmk we all deserve credit for the advancement of business

in these arduous times of reconstruction.

We look t.. better things this year, but in any event we propose that, to the best of our ability, our

goods will be tne best of their kind.

The BEST Emblem Lines—Our own and imported

The BEST Maple Leaf Lines—Tinted, Sterling and R.P.

The BEST Tie Pin Guard—The Bull Dog ''

The BEST Studs—The Larter

The BEST Safety Pins—The Superior

Other good things, too

S/eo. -/i. M.ees,

Mita
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We have been Busy

But Tvhile We have been so bus]^ that Tve Were late

in filling some of our orders. We have kept our

designers wording on new ideas for 1920. You

will see the benefit of this when our travelers next

call on }^ou.

It has alwavs been our effort to show an almost

entirely) new line each year. 1920 will be no ex-

ception. New designs in Brooches, Necklets,

Lavallieres, Tie Pins, etc., will be m evidence—
also new lines in our well-known H. & A. S. goods.

C. W. Reid & Co., Ltd., Truro, N.S., are our

agents in the Maritime Provinces.

H. & A. Saunders, Limited
Makers of Jewelry that is Different

Toronto :: Ontario
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The House of Quality

1883 1919

I
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Makers of High Class

Platinum and Gold Jewelry

/ [TRAOC MARK

SAUNDERS, LORIE & Co.
_B.jg ..; LIMITED

TORONTO CANADA
/
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''Christmas'*

Money
Some people receive Christmas gifts in the

form of money. Such persons usually pur-

chase some wished-for article—very often

in cut glass.

To any such customers. Clover Leaf Cut

Glass will be specially acceptable.

The surprising brilliancy of its cutting; the

thoroughly distinctive designs and the strik-

mg evidence of skilled vs^orkmanship compel

attention and admiration.

A display of Clover Leaf Glassware will

prove irresistible to many a prospective

customer.

The Clover Leaf line includes vases, finger

bowls, salad bowls, mayonnaise bowls,

nappies, salt and pepper shakers, sugar and

cream sets, butter plates and tubs, flower

baskets.

The sign of

superior

qualil])

(Wfi'»'r^^

Toronto, Ontario



THE TRADER

W. A. Milligan Co., Limited

True happiness consists not

in the multitude of friends—
tut in their worth and choice.

G

A

ENUINELY appreciative of your
pleasant relationship in the past and
with all goodwill, our entire organi-

zation join in extending a store of

good wishes to you and yours for a

happy and bountiful Christmas.

LSO, the hope that each day, during

the New Year, be a better one than

the last—attended by harmony, pros-

perity and all the good things of life.

No hajDpier thought goes out to our

friends throughout Canada.
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a
The Spirit of Achievement'^

^^New Yearns Resolutions
>y

Whether one is in the habit of making New
Year's resolutions or not, it is well for us all

to consider this year the value of Time.

An appreciation of the value of Time and

the necessity of establishing a reputation for

being "Always on time" invites confidence,

breeds trust, registers accomplishment, and

brings success.

Let the Elgin be your guide to greater

achievements.

Canadian Elgin Watch Company
LIMITED

Toronto :

:

Ontario

as.

^̂
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PREPARE for PROFITS:

ARE YOU PREPARED FOR THE REPETITION
OF THE RUSH OF BUSINESS JUST PASSED ?

Foresight Speaks Now,
Regret Speaks Too Latel

1920 REQUIREMENTS

Oak,
Mahogany

and
Walnut
Cabinets

and Tables

Also

High-grade

Jewelry
Cases,

Velvet,

Leatherette,

and Fancy
Papers

The J. Coulter Co

(^

of Toronto, Limited

82 Chestnut Street
(Next the Armouries)

\3
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= This is a Case
^

= for a New Yearns Resolution 1

1
If you resolve to recommend to your customers throughout

this year that they have their new watch fitted with a
1

1 CASHIER QUALITY
"WINGED WHEEL" CASE

1

g you will never have cause to regret it.
8

1

Because your recommendation is backed by 35 years'

reputation for unvarying high quality, perfect workmanship

and beauty of design.
g

1 Because you will then have satisfied customers—your best 1
= asset. 1

= Cashier Quality means extra quality gold-filled. Coupled

with the "Winged Wheel" trade mark, it means perfection 1

1 in watch case making. 1

1

You can offer a solid gold case (18 kt. or 14 kt.) or a

standard quality gold filled ("Fortune") and still have

the "Winged Wheel" as an assurance of perfection.

g

g All sizes and styles are obtainable in these three grades. 1

1
The Trade Mark

of Quality
1

1 The American Watch Case Co.
=

^ of Toronto, Limited 1

ill

51 1 King Street West, TORONTO

milllllllllllllllllllllllllllllll!Illl!l!llillllllllllilllllillllilllUllllllllllllllllllllllU^
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French Ivory Toiletware
Made in Canada

WE are pleased to announce that we have
now estabHshed a factory of our own in

West Toronto for the manufacturing of a

complete line of French Ivory goods.

Four year's specializing in the handling
of French Ivory Toiletware has clearly de-

monstrated to us the necessity of linking up
the manufacturing end of our business with

that of the selling end.

For this reason, together with the diffi-

culty of securing enough merchandise to meet
the demands of the trade, we determined to

enter the field of the manufacturer.

We have been very successful in obtain-

ing the services of a most competent and
efficient foreman, and our future aim will be

to turn out the best of French Ivory, thus

insuring a dependable product and eliminat-

ing a certain percentage of the cost of

distribution.

We take this opportunity to thank our

many friends for their patronage durmg the

past year, and to wish them all a Happy and
Prosperous New Year.

CARL AUSTIN & CO.
Manufacturers of French Ivory

Office and Warehouse, Factory,

357 College Street, 54 Kenneth Avenue,

Toronto West Toronto
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Old
Colony
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Make her your customer

Her preference is for the better kind of silverware.

When she isn't buying silver, her interest turns to

high quality in other lines. She is a profitable

customer—and loyal, too.

The appeal of high quality is stronger now than

ever. Orders from our dealers prove this. Buyers

seem to know exactly what they want when they

ask for the 1847 Rogers Bros, brand.

There never was a better time to be identified

with this well-known brand of silverplate.

MERIDEN BRITANNIA COMPANY, Ltd.

Hamilton, Ontario

i847 ROGERS BROS
SILVERWARE

The Family Plate for Se'venty Years
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When you want Waltham Watches, send your orders to

CANADIAN BALL WATCH CO. Ltd.
Confederation Life Bldg., WINNIPEG, MAN.
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To our Friends:

With Cordial Greetings and a

Hearty New Year.
*

Health, Peace and Prosperity

be yours.

Sincerely,

The LEVY BROS. CO., Ltd.

tiiiiiimiiiiiiiiiiiiiiiiiiiii
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John Sweet & Co. Ltd.

Canada's most progressive Ring Mfgs.

HAMILTON, - CANADA

Since Introducing our high-class rings to the retail trade

we have met an ever-increasing demand for our lines,

as v^^e make it our policy to place the interest of our

customers first.

In order to increase capacities for manufacturing, we

have found it necessary, to remove, and will carry on our

business at

92 King Street West

HAMILTON

from January, 1920.

Bear in mind that our articles are unexcelled in material,

workmanship and finish, and that our prices are moderate.

Diamond, Onyx, Pearl, Cameo and

Fancy Rings. Emblems and Sig-

net Rings in 10k. and 1 4k. gold.
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1920
A Happy and Most Prosperous Year

is our most earnest and sincere wish for all our friends among the jewelry

trade.

We also desire to express our appreciation of the many courtesies and

consideration displayed by our customers during the past year. Despite

impending conditions then existing, we have enjoyed a year of greatly

increased business, and we realize that this has been contributed to by the

many kindnesses shown by our customers, whom, we trust, we have faithfully

served in the year past.

These facts make our wishes all the more sincere for a year governed by

PROSPERITY, and including the ensuing happiness and contentment

that accompanies the most encouraging asset of business
—

"Prosperity."

REMINDING YOU
the name TAVANNES on a watch is a symbol of integrity.

SCHWOB BROS.
701 McGill Building MONTREAL

General Agents, Tavannes Waich Company.
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Tools of Quality ^^'^^
''Lb'^non "n.h.^
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Combination Set of Balance Tools

No. 25A. Complete Set $3.45

Consists of one screwdriver for balance screws, one combination balance

screwdriver and holder, one balance screw miller with double end cutter for

cutting under the heads of screws.

A useful combination at less than the cost of the tools when purchased

separately.

Sold in Canada by

E. & A. GUNTHER COMPANY, Limited
310 SPADINA AVE. TORONTO

II

V. T. F.

WATCH GLASSES
IN A CLASS BY THEMSELVES
ORIGINAL AND UNIFORM QUALITY

ABSOLUTELY MAINTAINED

NO INNOVATIONS
IF YOU WANT THEM, YOU CAN GET THEM
TAKE NO EXCUSES
ACCEPT NO SUBSTITUTES

E. & A. GUNTHER CO., LIMITED
SPADINA AVE. TORONTO
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IRew 13car

(3reetings

At this time it is our privi-

lege to thank our many
friends for the courtesies

extended to us during the

past year, and to extend to

them our sincere wishes for

a Happy and Prosperous

New Year.

The NEW HAVEN CLOCK CO.
NEW HAVEN, CONN.

Canadian Distributors

E. & A. GUNTHER CO., LIMITED

^^
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IN CONVEYING TO YOU

Our Sincere ]^ishes that the Coming

Year will be one Overflowing

with Prosperity

We desire to express our feelings of appreciation for your patronage

during the past year. This, coupled with the large increase in busi-

ness transacted successfully, has made us look back at the year with

feelings of keen satisfaction. Anticipating the shortage of goods

on the market, we bought supplies ahead of our direct wants, there-

fore we are pleased to say that "We satisfied our customers by

FILLING ALL ORDERS placed with us."

R E S O L V E D

The same satisfactory conditions will prevail during the coming

year, added to by our intention to concentrate every effort toward

even surpassing the average of service already attained, if such be

possible.

^Myi-

M. MICHALSON & CO.
IMPORTER-^ () F

DIAMONDS, WATCHES AND JEWELLERY

Power Bldg., Craig St. West MONTREAL
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Roden Bros., Limited
Toronto - Ontario

Manufacturers

As everything points to as

wonderful a year this year as

the one just past, we strongly

advise our friends to place both

Spring and Fall orders early so

as to insure a stock that will

enable you to give your customers

SERVICE.

Ask to See the Following New Articles

STERLING SILVER

Tall Compotes

Photo Frames

Photo Frames with ball feet

Toilet Sets, plain, E. T, & Eng.

Butter Dishes

Belt Buckles and Belts

Candlesticks

Writing Sets

DUCHESS PLATE E.P.N.S.

Tall Compotes
Casseroles, ivory handle

Pie Plates, ivory handle

Butter Dishes

Butter Dishes with cover

Belt Buckles and Belts

Candlesticks

Trivets

Spoon Trays
Teapot Stands
Hot Plate Stands

Selling Agents

RICH CUT GLASS

Bon Bon Dishes

Syrup Jugs

Berry Bowls

Fancy Shaped Bowls

Preserve Dishes

Celery Trays

Butter Tubs with cover

Vases

Jug and Tumblers

The Goldsmith's Stock Co.
of Canada, Limited

Corner Yonge and Wellington Streets - TORONTO, ONTARIO
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We have recently made arrange-

ments with the manufacturers to

supply the jewelry trade with Kum-
a-Part Kuff Buttons.

The Kum-a-Part Button backed

by a tremendous advertizing cam-

paign will be a very large and pro-

fitable item to the jewelry trade.

We will carry a large stock of

pearl, enamel, sterling silver, gold

filled and 10k gold but-

tons so that all orders

will be promptly filled.

Write us for samples.

The Goldsmith Stock Co.
Sole Distributors to the Jewelry trade in Canada

TI\o Baor &WildG Company
ATT LEBORO 'lASSACMUSCTTS

^i0/<^^'^'

M. 15 Ilanilsomely en-
Kraved solid gold lop.

Biioased as illuatratcfl.

M. 16 Fiiu' quality gold
filled. New strai/ht line
engraving
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/^N this New Year we extend to our friends
^^^ and customers " The Season's Greetings,"

expressing the wish that they may be cheerful

without regret for the Past, with contennnent in

the Present, and with strong hope for the Future.

^^ OoLDSMmiS\(dMPANY'of(3AS^ADA

21

m

^
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AWAKE
To This New Opportunity

T) E quick to take advantage

of this new source of large

and easily made profits. Be

among the first dealers in

Canada to gather in the dollars

from the assured sales of WINLITE-RADIUMDIAL
Intermittent alarm. One
day movement, 6% inches
high.

T Night and Day
Radium Dial Clocks

RADIUM NINE.
RADIUM DIAL

Nine day clock with
automatic alarm, 7
inches high.

These are the radium clocks that "make night time plain as day"
—due to the exclusively Gilbert method of concentrating the radium

in small markmgs beside numerals, rather than thinly treating the

numerals all over.

Gilbert Radium Clocks, having fine appearance, artistic dials,

perfected radium treatment and inbuilt reliability, sell on sight.

Several handsome models.

Obtainable from Goldsmiths Stock Company of

Canada, Toronto, Ontario. Write promptly.

WILLIAM L. GILBERT CLOCK CO.
Dept. (-'..J. Makers of Good Clocks since 1807 at

WINSTED CONNECTICUT

TWILITE-RADIUM
DIAL

One day alarm clock.

6|/2 inches high.

M^lmort Crumb Sweeper
T^^ ILMORT success grows bigger

' ' and better. Jewelers find this

utility gift a year-round trade-maker

—

a steady standby, always welcomed in

up-to-date homes.

There are real reasons for Wilmort

popularity. Six handsome models give a

style-range and pnce-variety that multiply

your selling opportunities. Graceful de-

sign, substantial construction and perfect performance are other factors that make friends

for the Wilmort.

Whatever the gift occasion, whatever the style-preference of the buyer, you can offer

a Wilmort model that is sure to please.

Remember, the' Wilmort is THE gift for engagements, weddings, birthdays and

anniversaries. And now's the time to send in your order for Spring stock. Early

ordering means prompt delivery.

Get the Wilmort in your window. It will help sell itself.

For prices and full particulars, ivrite to Vour jobber or to us.

WoLDSMITHSi (dMPANY"f (sAWADA
TORONTO LlMITEii.
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Mechanical ''Stunts" for Christmas Windows
THERE are comparatively few jewelers who do not

appreciate to the full the achertising \alue of their

show window, and the large profits which accrue

from giving merited attention to the disijlays. At no

season of the year can there be any excuse for indiffer-

ence to the window, but at this time there is special reason

for a novel and impressive display. Holiday purchasing

has now been practically completed, and the first step is

to display these purchases to advantage in the store and

window. As a rule, it is a poor j^lan to crowd a window
display, better results being obtained from a neat trim

with a few articles, but this rule may well be broken at the

Christmas season, when it is important to impress on the

l)ublic the variety of gifts which the jeweler has placed

at their disposal.

To this end many devices can be used, a few of which

we will decribe in detail. One of the most serviceable of

these is the raised dais. Proceed in this way : Take half-

inch light lumber and build a platform about one-third

smaller than your window f^oor, using a three-inch stri])

on all four sides to-raise it from the floor. .\ similar plat-

form, .somewhat smaller than the first, and also three

inches high, should be placed' upon the first. Continue in

this 'manner, reducing the size of your platforms, until

the last one is just large enough to support a handsome

centrepiece, a vase, candelabrum, or some such displa^'

piece. Each platform should be covered with plush, velvet,

satin, or whatever material you choose, but in such man-

ner that they may be used independently or in different

combinations. There is a small revolving fixture with

glass shelves that makes a capital centrepiece.

Puff balls and cushions of various geometrical designs

are effective devices for displaying small articles of jew-

elry. The cushions may take the form of crescents, stars,

crosses, etc. These are made by cutting the form from

cardboard, puffing one side with excelsior, hair or cotton,

and neatly covering the back with some cheap material

harmonizing in color with the richer covering of the face.

Balls for showing hair ornaments, etc.. may be made by

forming a ball from tissue paper, covering it with cloth,

to hold it in shape, and then puffing prettily with surah

or taffeta silk. Suspend these in your windows by means

of gilt cord's.

We are so frequently asked as to colors in the cloth

used in window trims that we repeat that the colors best

adapted for jewelry and silverware are royal purple, dark

cardinal, light gray, beige and ivory white. Black, in

combination with white, is always effective, say a black

velvet or plush background, with edgings of white china

silk, puffed. Be careful not to have your background too

sombre in hue. Silver shows well on a ground of some

delicate tint, but best of all on creamy white. Cut glass

The Trader. ,
79

should always be shown on white or on mirror plateaux.

:\ small table, set with fine linen, shows cut glass effec-

tively.

Another useful display device for the window is the

revolving shelves shown in our illustration. One of our

sub.scribers constructed oiie of these as follows: "I nailed

a strong box to the floor under the show-window platform,

fastening thereto the works of an okl' eight-day clock,

removing all but the centre wheel, or as many as needful

considering how fasit we wish the fixture to revolve. I

next made a tin tube, about five or six feet in length, rivet-

mg a clock key to the larger or lower end, this to be put

through a hole about two inches in diameter in the window
platform, the key setting down over the centre post. I

then made three wheels about five feet, two and one-half

feeit, and one foot in diameter, with a hole in the centre

WINDOW FLOOR WINDOW ftOOB

BASEMENr

Revolving Christmas Tree.

of each for the tube to go through. These wheels can be

made of any light- material arid can be d'ecorated to please

oneself. These revolving wheels look very handsome
when they are neatly decorated with electric lights ami

goods displayed on them. Such a fixture in motion is

quite attractive and arrests the attention of all passers-by."

Another .seasonable display device is the illuminated

revolving Christmas tree which may be made thus; First,

secure a good-shaped tree, the size you wish to use, A.

Then trim off the limbs at the bottom ; cut a hole through

the floor in the centre of window
; put the bottom of tree

through this hole, resting the end upon a revolving counter

stool D. See that it is well oiled. If you have no stool,

use any suitable i)ivot. 'Smooth around the tree below
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The Exclusive

Piccadilly Mesh Bag

A SMART modish mesh bag with a convenient

vanity box containing a powder puff and mirror

cleverly concealed m the frame.

For motor or shopping trips, for afternoon or evening func-

tions the Piccadilly Mesh Bag is always good form.

Piccadilly Mesh Bags are exclusive in design and are made

with latest patterns of very thin model frames. They are

hght and convenient and can be carried with any costume.

Made in Silver Plate, Gold
Plate, Sterling Silver

and 14-Karat Gold

rllE patrntces, Henry Wiener &
Son, of 366 Fifth Avenue, New

i'ork, suggest that you ask your
jarorile shop for the Piccadilly
Mesh Rags. They will be glad to

show them to you.

PICCADILLY
MESH BAGS

Advertised in

Vogue
and other women interest magazines

It is YOUR advertising. We
pay for it. But it is YOURS.

YOURS to make larger,

steadier, easier and more profit-

able sales for YOU — at

YOUR counter—to YOUR
trade and to customers of other

jewelers where the Piccadilly

Mesh Bag IS not yet on sale.

Ask Your Wholesaler for

the Piccadilly Bag

If your wholesaler is not in po-

sition to supply you, please be

so good as to send us his name
and we will at once take steps

to make it easy for you to see

and order Piccadilly Mesh
Bags.

Piccadilly Mesh Bags are

made in Silver Plate, Gold
Plate, Sterling Silver and 14

karat gold.

Macic in Canada for us, by
Whiting & Davis, places Pic-

cadilly Mesh Bags before the.

wholesale and retail trade at

prices that prevail in the United

States.

We do not sell direct to the

retail trade. Ask your whole-

saler; if he cannot supply you,

write us and mention your

wholesaler's name.

Henry Wiener & Son
366 Fifth Ave. New York

This advertisement appears in Vogue and other well known magazines
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the limbs; put plenty of graphite on and nail a collar to

the window floor. This will make a good bearing. Next
get a split pulley, b, and fix around the tree. This con-

nects with motor. If you wish to reduce the speed, make
a reducer. Be careful to insulate well all connections.

C shows block of wood .with brushes attached. The strips

For 7 per cent., compute the result at 6 per cent, and

add 1/6 to the total.

For 11 per cent., compute the result at 10 per cent, and
add 1/10 to the total.

Revolving Shelves.

of copper nailed on pulley B show the contact and cut-oflf.

You cam use as many or as few lights as you wish. To
color the bulbs, use pikron for glass, which comes in all

colors.

—

The Keystone.

Simple Methods for Computing Interest

In figuring interest accurately, it is necessary to con-

sider 365 days a year, but the customary rule in banks is

to consider a year 360 days, and a month 30 days. A
note given at three imonths, however, is due upon the

corresponding day of the third month, while a note given

at ninety days is due ninety days after date. A note

dated June 10 at three months is due September 10, but

if the note is given for ninety days it is due September 8.

It would' not be possible to give a method of computing

interest that would be best in all cases, but for the business

man the banker's method is the rwost satisfactory and will

usually answer all' his requirements and save him consid-

erable time. This method is almost universally employed

in business transactions. It is applicable to almost all in-

terest transactions, and it is rapid and accurate. The rule

governing this method is as follows:

Moving the decimal point two places to the left in any
principal shows at once the interest on the principal sum:

For 120 days if the rate is 3 per cent.

For 90 days if the rate is 4 per cent.

For 72 days if the rate is 5 per cent.

For 60 days if the rate is 6 per cent.

For 45 days if the rate is 8 per cent.

For 40 days if the rate is 9 per cent.

For 36 days if the rate is 10 per cent.

For 30 days if the rate is 12 per cent.

ILLUSTRATION.

Interest on $190 for 180 days at 3 per cent.

:

Pointing off $1.90 equals int. for 120 days.

.95 equals int. for 60 days.

$2.85 equals int. for 180 days.

Interest on $190 for 60 days at 9 per cent.

:

Pointing off $1.90 equals int. for 40 days.

.95 equals int. for 20 days.

$2.85 equals int. for 60 days.

Interest on $190 for 80 days at 6 per cent.

:

Pointing off $1.90 equals int. for 72 days.

.21 equals int. for 8 days.

$2.11 equals int. for 80 d'avs.

8 is 1-9 of 72. Divide 1.90 by 9 equals .21.

Largest Jewel Being Cut
The world's largest jewel, a black opal found in Ne-

vada in i917, has been placed in the hands of a lapidary
to be cut and polished. Several tentative bds have been
made for it by millionaires. The highest so far it is said

was $250,000.

The opal, whose discovery was kept secret for two
years and was announced only last fall, weighs 18 6-10

ounces avoirdupois, or more than one pound. In gem
terminology, it weighs 2,566 carats.

The Cullinan diamond, discovered in the Premier mine
in South Africa in 1903, was heretofore the largest gem
ever found and is still the heaviest. It weighed in the
rough 3,025.>:; carats and measured 4 x 2>^ x II/2 inches.
The new opal measures 3 5-16 x 2% inches. These fig-

ures give the Cullinan diamond a bulk of 15 cubic inches
and the new opal 21.82 cubic inches. The Cullinan dia-

mond was about as large as a base ball. The opal is as
large as a quarter of a biick. If the Cullinan had been
an opal it would have weighed only 1,729 carats, because
the specific gravity of diamonds is 75 per cent, greater
than that of opals.

Discovery of this opal in America created a furor
among scientists because it was believed that ihe only place
where black opals existed was in the Lightning ridge dis-

trict of Australia, where the supply is said to be diminish-
ing. Should the Nevada deposits prove of large extent,
it will be of immense importance, as the opal in the last

few years has lost its place as a bad luck stone and has
steadily gained in popularity.

Spaces fo.r next year's British Industries Fair, which
is to be held at the White City, Shepherd's Bush, from
February 28th to March 14(th, are being fredy taken up
b> the jewelry and silver trades, and it promises to be an
even better .show than last. The charge has been raised
from 2s. 6d. to 3s. 6d. per square foot. Opinions are
divided as to whether the date fixed for the holding is the
most suitable; not a few are most in favor of a later
date, -arguing that February is too early in the year for
overseas buyers to come over, as- many would have to
leave before they had time to get over the year's stock-
taking.
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NCE AGAIN we arrive at

the close of another year,

filled with cheerful mem-
ories of the past and

strong in hopes for the

future.

With reconstruction progressing

favourably and the stability of

business more assured with in-

creased production, we hold the

brightest thoughts for the coming

year

Sincerely wishing to all our friends

and customers

CARON BROTHERS
Manufacturing Jewellers

Caron Building

233-239 Bleury Street Montreal
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Flaws in Opponent's Armour
Tiie Jeweler can Capitalize the Weak Points of the Mail Order Business and get for

Himself the Business that goes out of Town

By Ernest A. Dcnch.

I
WORKED in a iniail order house for nearly two years

and during that time had an excellent opportunity to

invcstiga'te their nictliods and find out just what the

advantages and disadventages of mail order buying were.

I must admit that there are many advantages, but there

are also many disadvantages. Xaturally the jeweler should

make every possible use of the failings of the mail order

house.

But does he ?

I have seldom seen a sign in a window explaining why
it would be better to buy in that particular store than to

send for jewelry by mail.

The mail order concerns do not hesitate to tell the

customer why it is better to buy by mail. Some of them
send out elaiborate literature calling attention to all their

good points and about the jeweler's ibad points. Wliy

doesn't the jeweler do the same? Why does he dwell

only on the one big fault of the mail order concern—that

of your having to buy goods without first seeing them

—

when there are a goodly number of smaller faults ?

It is the small item that irritates a customer. 1 have

seen letter after letter complair.ing of some of them.

VOUCHERS AND STAMPS.

When a customer sends in an order to a mail order

concern and the concern fails to send back the entire

order, then arises the problem of refunding money to the

customer. Shall it be stamps, a check or a voucher to be

used in a future order? Perhaps the firm sends a cheque.

The customer sends back the cheque because he has no way
of getting it cashed, since frequently he has no bank ac-

count. He requests the mail order concern to seixl stamps

or a money order instead of the check.

Now, no mail order clerk wants to count out, say, two

dollars worth of stamps, and money orders cost money
which the firm objects to paying; so I'ike as not the cus-

tomer, after a good deal of time is lost, receives a voucher

to be applied on the next order. In the meantime the cus-

tomer has grown very angry and vows never to buy from

that house again. So he sends back the voucher. Weeks
and may be months go by before he gets his money in the

form he wants it. He would be just ripe for an appro-

priate window card, something like the following:

"Why bother with a mail order house?

'"Although they faithfully refund money when
goods are out of stock, or returned, don't you al-

ways have trouble in getting your money in the

form you want? Don't you get a voucher when you

want a check ,or stamps when you want a money
order?

'"BUY HERE and save all that time and money

wasted in writing letters."

ARTICLES WANTEn IN A HURRY.

I have a vivid remembrance of a certain occasion. I

have planned' on giving my father a scarf i)in for his

birlhday. I had a ridiculous idea that by buying from a

mail order house I could get the pin cheaper. .As far as

actual dollars and cents go my pin was perhajis cheaper

than if I had gone to town and bought it. But the agon-

ies 1 suffered wondering whether the pin would please my

father and whether it would come in time, sjioilt all the

I)leasure of my father's birthday jiarty. In a way I al-

ways blamed my favorite jeweler for not having a card

similar to the following in his window.

"Why worry and fret for fear your jewelry will

arrive too late? We have all the latest styles, the

best merchandise, and a large stock to select from.

Why send for your jewelry from a mail order house

to save a possible nickel or two, and get gray hairs

because of worry? Is it worth it?"

I worked in the refund department and had occasion

to read many complaining letters. One letter in particu-

lar stands out in my mind. It was from a man who want-

ed some jade earrings for his wife. He waited and wait-

ed and wrote many a letter. We were short of clerks at

the time, so his letter had to wait. Finally he wrote in

disgust and said to send a black brooch instead of the

earrings, as a brooch would be much more suitable for

an elderly lady than jade earrings: insinuating, of course,

that his wife would 'be old and gray before his order was

attended to.

This man was from a small town. Why didn't he buy

the earrings from the local jeweler? Either he thought

it wonld cost more or he was afraid the quality would not

be as good. Now a window card, got out by the local

jeweler, could have put him right on both of his mistake ;.

"Don't go to the mail order concern for your

jewelry. You probably will have to wait for your

order. If you buy from us you leave the store with

the jewelry wrapped up in your pocket. We never

over-charge and we stand back of every purchase

made. Who could ask for more?"

You know and I know that there is nothing to be

gained by buying through mail order concerns. Why keep

the knowledge to yourself? Tell your customer every bal

trait of the mail order concern. Impress it upon his mind

that by buying from you he has not a single thing to lose,

as you stand back of every purchase ; while if he buys from

a mail order house he is talcing any numher of chances.

If you keep dinging this into the heads of your cus-

tomers, sooner or later it will sink in, and you will have

no further trouble with the mail order concern taking

half of vour rishtful business.

"We hear that business is better, but we are doing

worse," is the general comiplaint in England, according

to Alfred H, Strawison, In explanation of this contra-

dictory situation he gives the fact that a month or two ago.

with the advent of the quiet ^period in business, a large

number of the little cosimoipolitan dealers were panick\

,

and sold a quar.iity of their goods at considerably les>

than cost. The.se goods were readily taken up at the low

prices by financially sta'ble firms, and being very cheap,

were readily resold. .At present, the panicky feeling is

past and no cheap goods at all are heing offered, with the

result that no speculative business is being done, and only

-he actual legitimate demand is being supplied.
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APPRECIATION

ROY COMPANY, LIMITED, wishes to express its thanks and appre-

ciation to the Retail Jewelers of Canada for their business during 1920, as

represented by the very many orders given to our travelers and sent direct.

The increase in our sales has been very marked, and it is with heartfelt thanks

that Greetings are extended to the Trade, that you may have and enjoy a

busy and profitable December, a Merry Christmas and a Happy New Year.

AT THIS SEASON

Complete your lines for Christmas showing promptly. Send us a telegram

or special letter and we will rush an approval parcel of Jewelry or beautiful

SoHtaire and seven-stone Cluster Diamond's for your selection.

Roy Company, Limited
Roy Building, 21-23 River St.

TORONTO
ROSS ARCHER, T. BROADHURST, AIjBKRT MIRAGLIA, NELSON REYNOLDS,

VVostem Representative. Toronto Representative. Montreal Representative. Eastern Representative.

stiauis
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Insurance Cost a Profit, not an Expense
Insurance that does not Fully Protect is a Loss—How to Reduce Insurance Cost-

Read Your Inatrance Contract Carefully

By A. E. Edgar.

"Profit—everybody wants it."

What shall it profit a merchant if he save a few doUars
and lose his whole stock

Insurance, like many other items that accrue in man-
aging a retail business, is an investnnent rather than an
expense. It is rated an expense, and the cost must come
out of the profits, but it is a costly thing for the merchant
who skimps in his investment for insurance when a fire

occurs.

The retail merchant should see that his cost for in-

surance is not too high. He can reduce the cost of in-

surance in several ways. One is by installing fire fighting

apparatus. Another is by building fireproof buildings.

Still another, and one that concerns the greater number,
is to see that he gets exactly what he wants and thinks

he is paying for.

A reduction of costs for insurance can be made in the

following manner by every merchant, whether his business

is large or small.

How to Reduce Cost
1. By reducing his stock to a minimum. This neces-

sitates a larger number of stock-turns. It also affords the

merchant quicker cash returns in comparison to his in-

vestment in stock, affording him an opportunity to secure

more and larger cash discounts, etc. Hence the efficient

management of his business effects all phases of its pro-

fits and not only one. By reducing his stock to a minimum
he not only saves the cost of insurance but secures these

and other advantages as well.

2. By being sure that the premium paid really gives

the protection the merchant needs.

It is better far to pay enough to get insurance that is

necessary to protect against the loss by fire of the stock

and fixtures than to economize in that direction. A fire

insurance policy that almost covers a loss, that comes
within an ace of being the protection needed is absolutely

worthless and the worst kind of an expense.

Fire insurance policies thait almost protect are worth-

less. The premiums paid on them are wasted. These

costs are just a reduction of the profits, without any re-

turn to the merchant.

One writer gives the following advice

:

"The amount of insurance you should carry depends

to some extent upon how well able you are to take care

of the financial loss, or it may depend to some extent

upon the distribution of your stock. Some stores are so

built and some stocks so distributed that a total loss is

scarcely to be expected even in a severe fire. If you have

considerable outside resources, insurance to the amount

of 50 per cent, of the value of the stock may seem suffi-

cient. You may be willing to take the risk of a loss above

that sum. If all you have is invested in your stock and

fixtures, then you ought to carry insurance up to the limit,

to avoid the chance of being financially exterminated.''

The above is quoted far some of the ideas put forth.

Take the last phrase, "To avoid being financially exter-

minated." What profit a merchant if he save a few dollars

and lose his whole stock?

Fifty per cent, of the value of the stock is too little

for any merchant to insure. He should insure at least

80 per cent, and secure co-insurance policies at the re-

duced rates offered by insurance companies. But he should
know zvhat he is buying and ivhat his obligations are un-

der the terms of these policies.

Losses through the purchase of the wrong kind of in-

surance can be largely avoided by the merchant if he will

read his policies as carefully as he would any other legal

contract—for that is what the insurance policy is and noth-

ing more—simply a legal contract.

Insurance Policy as a Contract
There is no sentiment in an insurance policy. It is a

plainly worded contract which anyone may read. The
company is bound by its printed provisions, but there rs

no law that Will force a company to do what the contract

does not call for on its face. The law merely requires

the company to carry out its contract.

The payment of a premium to the insurance agent who
delivers a policy to the merchant who tucks it away safely

in a fireproof safe does not necessarily bind the insurance

company. The agent may make a dozen mistakes in pre-

jjaring the policy. The company grants the insurance on

the written application presented to their office. This

application binds the merchant.

A merchant must make proof of his loss when a fire

occurs. The company does not have to do that. This

iniakes it incumbent upon the merchant to have adequate

records upon which to figure the value of his stock at

the time of the fire. After that is done the loss is deter-

mined, not before.

Policies should not be left in the safe in the store in-

sured. It is not probable that if they were lost or de-

stroyed that the insurance company would repudiate them,

but they are almost a necessity if the mercharnt is to carry

out his part of the contract. Hence, they should be kept

apart from the stock insured so that they can be pro-

duced at any moment. If inadvertantly destroyed they

should be made in duplicate by the company.

All policies on the stock should read exactly alike.

Certain standard forms are used by insurance companies.

Compare these to see that they are alike.

The description of the stock should read exactly alike

in every "concurrent" policy or trouble is sure to arise.

Must Be Accurate in Detail

The description of the place where the stock is lo-

cated should be definitely stated. Merchandise insured

in the street floor is not protected in the basement, or in

the second storey. Merchandise insured in the store is

not protected in a lean-to addition unless especially speci-

fied.

If any mistakes have occurred in making out the poli-

cies they can be corrected at any time—before a fire,

never after.

Some of the conditions of the policies may be changed

after the policy is in force. The owner of the stock is

distinctly mentioned in the policy. If the stock changes

ownership the policy must be amended to show this change

or it is voidable by the company—after a fire. If a part-

ner is taken in the business this must be consented to by

the company in writing and attached to the insurance
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GIFTS THAT LAST

L'ORIENT PEARL NECKLETS
The ever-increasing popularity of these Pearls with the public and progressive

Jewelers is an assurance of their real beauty in color, quality and durabihty.

The most perfect cop}) of the Genuine.

MARS BRACELET WATCHES

Fine quality movements at moderate prices, fitted m beautiful patterns and

choice designs of cases in gold or filled, are important in the sales of these

watches. You are assured that the Mars is foremost in quality.

"FLAT WATCHES"
in fancy shapes of gold filled, fitted with

Elbico 15 and 1 7 jewelled, 12 size movements,

are attractive holiday gifts.

A general line of American and Canadian

gold and gold-filled Jewelry always on hand.

Hamilton and Waltham Watches.
A. W. C. Co, gold and gold-filled Cases.

Diamonds Loose and Mounted

We are in a position to meet all demands and orders will he filled promptlv.

The Levy Bros. Co., Limited
Hamilton Ontario

-SagT-
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policy and' become a part of it. A chattle mortgage must
be endorsed on a policy as that changes ownership in the
eyes of the law.

If additional insurance is taken out at any time the
consent of all the companies must be obtained in writ-
ing to the additional insurance. Usually this is granted
by a clause reading, "Further concurrent insurance per-
mitted," or "Further concurrent insurance permitted to the
amount of $

"

The way to be sure that yoti are not paying too much
for your insurance protection lies with yourself. You
should never accept an insurance policy from an agent
without reading it carefully, every word of it, every
printed clause as well as every written one. The smaller
the type the more carefuJly should the contract be read.

If there is one word or phrase that appears ambiguous or

unfavorable it should be taken to the agent and' an ex-
planation secured. If this is not satisfactory it should be
taken to the company in writing and a reply demanded in

writing. It will be forthcoming and should be attached
to the policy.

Verbal agreements with the agent are worthless—ab-

solutely worthless. The agent is your representative and
his mistakes are yours.

Co-Insurance
The higher the rate a merchant has to pay the more

important it is that he be properly protected in good sol-

vent companies. If one doubts the solvency of a com-
pany his trade paper will be glad to give an opinion.

We have advocated the 80 per cent, co-insurance form
of policy and should' make clear the benefits and disad-

vantages of these policies. The advantages lie in the

cheaper rates obtained, and in the cheaper rates obtained,

and in the fact that the insured must keep his stock in-

sured up to 80 per cent, of its value at all times.

The disadvantages of the co-insurance policies lies in

the fact that the obligation of the merchant is not al-

ways understood, and that he fails to increase his insur-

ance with the increase of the value of his stocks. Just

recently we have had an example of how this works out.

Merchandise has been increasing rapidly in value for the

past five years. The same amount of stock in the store is

double the value it was five years ago, if not more. Many
merchants having this form of policy have not increased

their protection. In case of fire in any of these cases the

merchant would receive only about half of the amount of

the loss he would suffer. It would be his own fault, not

that of the company. The value of the stock on hand is

the basis for figuring, not its cost price.

The co-insurance clause in a policy compels a merchant

to keep insurance up to a certain amount on his stock.

Policies for varying percentages of insurance can be se-

cured, the most common of all being the 80 per cent,

policy. ,

Short-Term Policies

If the merchant has a steady stock, that is a stock that

does not fluctuate very much with the seasons, he has

little to worry over, but the merchant who has a stock

that changes in amount from season to season should be

very careful to see that the additional insurance neces-

sary to keep the stock covered with 80 per cent, of insur-

ance is taken out. It is far better to have a little more

insurance than the contract calls for than to have a little

less. That is, if 80 per cent, policies are in force, carry

85 per cent, insurance most of the time. Short term poli-

cies should be taken out to cover increases in stock that

will soon be sold.

A true instance of the necessity that insurance should

be adequate to cover the whole loss in case of fire may

be deduced from the case of a merchant who had a fire

not long ago.

Five years ago, after a number of yea-rs as a salesman
in a grocery store, and having saved $500, a man of thirty

decided to go into business for himself. He was married
and had two little ones to lead through life.

By careful management he prospered, and in the fall

of 1919 his statement of financial resources was as follows:

Assets.

Merchandise .' $6,500

Good accounts 250
Fixitures and equipment 500

$7,250

LlABILTTIES.

Owed creditors for merchandise $2,800

Owed bank for loan 1,000

— $3,800

Assets over liabilities $3,450

Many a merchant has worked only half as hard and
made a better showing, but it is a fair average showing
from a start so humble. A few weeks after taking the

inventory the stock was entirely destroyed by fire. This
merchant always figured that he was secure until the fire

actually occurred, and then he knew he wasn't. He had
always thought that a fire would not coimpletely destroy

his stock, that there would be some salvage. There was
none.

He carried insurance to the value of $3,500 on his

stock and fixtures, which was promptly paid on proof of

loss. When he came to pay his bills he found that $3,500

would not pay debts amounting to $3,800, and that there

were others that arose out of the fire, also living expenses
during the period of adjustment when there was absolutely

not a penny coming in.

This" merchant had to compromise with his creditors

at a rate on the dollar, and start over with nothing, his

$500 savings gone up in smoke, his five years of close

application to his business gone with it.

The loss this merchant made would pay insurance at a

heavy rate for a hundred years. The premiums saved

were a loss to him instead of a gain.

Insurance premiums can be reduced by reducing the

fire hazard. The cost of fires each year is estimated to

be at least one-half of the cost of all new buildings erected

in a year. The annual per capita fire waste in .\merica is

around $2.50, while in Europe, before the war, it was
only about 33c.

If every Lman, woman and child was as careful as he

should' be the cost of insurance could be reduced at least

to half of its present amount.

If the merchant is to count on a profit at the end of

his business career, he must see that he is adequately pro-

tected during every period of that career. The merchant

mentioned above saw his assets increasing every year

with pride and glory. His saving of thirty or forty dollars

a year amounted at most to $200 in the five years he was
in business. His loss amounted to more than $3,500 inside

of five minutes.

Vast profits at one moment and vast losses wiping them
out at another is not as desirable as a steady profit every

year. This being true, the little profits made from saving

on the insurance premiums each year look good in the

annual asset account, but the risks taken to secure them

are away beyond their benefits.

Be adequately insured' and the cost of the premium is

a good investment, not a loss, even if they show up as an

expense on the balance sheet.
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Why be a imist

It IS true that readjustments have to be made in nearly

all Imes of business, but the jewelry Ime needs less than

almost any other, because there has been less inflation

in the prices of jewelry.

Get this fact firmly fixed in your own mind and then

pass it on to your customers, and you will find it helps

business.

Then, if you find clouds arising in your business, let us

apply a silver lining to them or a gold lining, or both.

You can do this by sending all your old gold, silver

and platinum wastes to us to refine. You may have the

gold and silver back in payment, or cash, just as you

prefer.

Send the wastes to us, get all that is coming to you, and

help to keep the precious metals in Canada.

CANADIAN SEAMLESS WIRE CO.
LIMITED

Refiners of

SILVER
198 Clinton Street

TORONTO, ONTARIO

PLATINUM
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The Other Man's Way
Coitdncted by Francis R. Bentley.

(You may have a better way of doing some of the jobs referred to here, or

a good way of doing something else. Then write it out in your own words
and send it along. The Editor will "lick it into shape " if necessary.)

When an enamel dial is cracked there is nothing that

can be done to remedy the crack. But it is possible, as a

rule, to make it less noticeable. Hold the dial between
thuimb and finger, press the crack open very gently, and
brush it out lengthwi.'ie with an old watch brush, soap and
warm water. Then rinse in alcohol and dry with a clean

soft cloth. The crack shows up as a black unsightly streak

only when dirt works in.

Shellac that is overheated, or "burned,"' has lost the

very quality for which we use it. It will no longer hold

properly. Bear this in mind when resetting pallet stones

or a roller jewel. Use no more shellac than is necessary

—

and no more heat than is required just to melt it.

Never unpin a Breguet spring at the stud either to take

it up or to let it out. Bring the watch to time by other

means. Move the "quarter" or "mean time screws" a

little if the balance is so equipped. If not, change a pair

of screws for others a trifle lighter or heavier; reduce the

weight of two opposite screws a little by underturning

their heads; or increase the weight by putting a properly

fitted washer upon each, as the case may require.
' The T-end mainspring attachment is not made that

way merely to afford a safe and simple hooking for the

spring. As the outer coils of the spring come into action

the pivots of the T-end should turn easily in the cover
and the bottom of the barrel. This aims to equalize the

pull of the spring in action. If the pivots of the T, when
too long for the barrel, are shortened in such a way as

to prevent their free imotion—either by driving them down
with a punch after the barrel is assembled or by filing

them down roughly when in position in such a way as to

throw up a burr—and usually mar the barrel—the pivots

will fail to turn, the equaHzing effect upon the pull of the

spring will be lost, and timekeeping will suffer. Take the

outside measurement of the barrel and' of the T-end before

inserting the spring, then file down the pivots, if neces-

sary and see that any burr is removed.

In these days, when jewels are jewels, a hole-jewel

from the plate or bridge of an old movement can often

be turned to good account. Here is a way to get it out

of its solid bezel in a moment. Take a short piece of peg-

wood, cut it flat on the end and trim it to the diameter of

the jewel to be removed. Place the inner side of the plate

or bridge over a hollow stake or bench block and tap the

jewel smartly on the upper side, using the pegwood as a

punch. Generally the jewel will be driven out unbroken,

and without even damaging the old setting.

Remember when overhauling a chronometer that the

teeth of the scape wheel do not require oil. The locking

jewel, the gold spring and the roller pallets a'lso should be

left unoiled.

A mainspring must have sufficient clearance to permit

perfect freedom for coiling and uncoiling in the barrel.

In other words, the width of the spring must be less than

the depth of the barrel by approximately one-tenth of a

millimeter. If the barrel cover is flat, as is most often the

case, the spring, therefore, when coiled in the barrel,

should not come within one-tenth of the cover seat. In

such Swiss watches as have the cover recessed instead

of flat, a spring of the right width will come level with the

cover seat, the recessing of the cover providing the neces-

sary freedom.

There is a reason why no cap-jewel should be so fitted

as to rest right down upon the hole-jewel it caps. In a

proper jeweled bearing the oil is retained where it is

wanted—just around the pivot—by virtue of capillary

attraction, and to secure the necessary capillary attraction

there must be a space of about two one-hundredths of a

millimeter between the surfaces of the two jewels. If

there is too much space between the jewels the oil will

spread and the bearing run dry.

The function of the guard-pin in a lever escapement

is to prevent the untimely unlocking of the escapement as

a result of jar or accident. See that it cannot be made
to pass the roller even by light pressure, that its freedom
is equal on both sides and a little less than that between
the fork and the face of the roller jewel. But kt the

freedom be no more than sufficient for perfect freedom
in all positions.

The proper fitting of the seconds-hand deserves more
attention than it sometimes receives. It must not be so

loose that its position may be accidentally changed, or to

permit of its working up or down; but it must not be

really tight. When a hand has been jammed on rather

than fitted, there is danger of bending or breaking the

pivot when it has to be removed, or possibly of cracking

the hole-jewel.
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Practical Correspondence
Solutions of Problems and Difficulties met with by our Readers

TO PRODUCE BRIGHT CUTTINC. ON AI.l'MIN'lM.

Question.—How is the "I)right cut" ciii;jravin.<; done on

aluminum? l^^ease expilain fully the kind of graver, pre-

paration of same, etc. Why do I sometimes have trouble

l)reaking off the point of my graver on watch case en-

graving? With most soft gold, etc.. T have no troul)l«*r

but on several of these fill'ed cases I have broken off the

poinit six and seven times on one large monogram. The
gravers are not too hard as I use three ditterent ones and

on such occasions they all break, and at other time-; none

break even on nickel cases. If I knew what the trouble

was I could remedy it, but 1 cannot imagine as I always

shar]>en my gravers the same and hold them Che same, etc.

Still some days I have no trouble at all, and then again I

break one after another. I have been engraving about one

year now. My employer gave me a start, but is not an

expert himsel'f.

Answer.—Aluminum, though a soft metal, and there-

fore easy to cut, has a texture that makes bright cutting

quite a I'ittle trick. Being a soft metal, have your graver

ground to a somewhat more acute angle than usual—that

is, to a somewhat longer point than for use on other

metals. Be sure that it Is keen and finish it edgewise on

a fine stone so that it has no ragged cutting edge. Tiien,

when bright cutting, di]) the, graver once in a while into

turpentine or alcohol.

As to the trouble you find in watch engraving, you
must remember, in the first ])lace, that cutting a good
grade of filled watch case is very dififerent from cutting

"most soft gold." Siuch cases are anything but soft. Then,

again, it is quite possi'ble to run across a case once in a

while that is unusually hard or of which the texture of

the metal, for some reason or other, makes cutting un-

usual'.y difficult, and broken gravers unusually common.
But you say: "The gravers are not too hard, as I use

three different ones and on such occasions they all break,

while at other times none break, even when working on

nickel cases. . . . Some days I have no trouble at all. and

then again I break one after another."

This statement woidd lead us to suppose that your

chief trouble is wihat scientists would call the "personal

ccjuation." You sharpen yOur gravers the same way and

hold them just the same—and yet some days everything

goes vvronig, while at other times you have no difficulty at

all. Such an experience is nothing uncommon. Men in

most lines, from using a graver to editing a journal, could

tell of just about t'he same kind of trouble. Ai>i)arently

conditions are the same as they were yesterday. .Ap-

parently you are just as "fit" to-day. your hand just as

steady, your eye ju.st as clear as when everything went

smoothly. But the work itself proves otherwise. You
recognize no difTerence. You think there is no difYerence.

The dififerent result under exactly similar conditions is the

best evidence that there is a difference—and that the

difference is in yourself. Longer experien'.-e and more
practice will do more than anything else to offset the per-

sona' equation.

SAKUTY I'IRST IN' ASSK.M 1U,I NC. IH'I.I, PLATE MOVE.MENTS.

Question.— In putting fuU^jlate movements together

1 find trouble in getting tlie lever fork in place without

bending the pivots. Is there any way to avoid this other

than long practice?

Ans'wer.—^There are a good many different methods of

getting over this little difficulty. Some workmen use a

little spring turned up from a piece of watch mainspring.

that liolds the upper pivot of the pallet arbor in place until

the i)late is put in position. We think the simplest and.

wlith a little practice, the most convenient method is to

put the lever and all train wheels in place upon the upper

plate, and then put on the lower. This method may be

followed with almost any movement excep! the English

fusee lever, and none is <|uicker or more satisfactor\-.

IS IT NECBSSARY TO TAKE OUT JEWELS FOR CLEANING.?

Question.—Will you kindly settle this question: We
both work at the hench, but my watchmaker, who has

worked at a hench ior 45 years, claims it is all uncalled

for to take out balance jewels when cleaning a watch
movement; that it's just as good to dij) the plate in gaso-

line and brusih it, then oil through hole-jewel. I claim

cai)-jewels should be removed, both cleaned, then oiled

and replaced. In your judgment, which way is right for

best results?

.\ns'wer.—'It is (luite impossiWe to clean watch jewels

properly without removing them from the bridge or watch

I)!atc. This practice is .still followed by some old-time

workmen and by others iwho have never been properly

taught how to clean and^overhaul a watch. P>ut work of

this kind would not pass muster in a good workshop any-

where. To i)rove that diijjjjing the plates in gasoline and
bru.sliing over the settings in the way you describe is not

sufficient to insure that the jewels are clean, it is only

necessary to take out the jewels from a few movements
that have been handled in this slipshod fashion. If the

watches so haixilled had been running for any length of

time, it will be found in almost every case, that thick dirty

oil is still caked on the cap-jew'el and on the inner sur-

face of the hole-jewel. To remove this it is often neces-

sary to take a pegwood and vigorously scrape it off. At

the same time there is no other part of a watch that needs

to be more .scrupulously clean than the capped jeweling of

the balance staff. If this is allowed to remain in a dirty

condition, fresh oil of the best quality may be applied, but

it will not be long before it will deteriorate; and as soon

as this happens the timekeeping of the watch will certain-

ly suffer. For oiWng capped hole-jewels two methods are

commonly follow^ed : Some workmen always put a touch

of oil on the cap-jewel before replacing it in the movement
and later oil the ho'e-jewel sparingly. Others first put

both jewels in position in the plate or bridg'C. apply a

little oil to the hole-jewel and then lead this through to

the cap by means of a pegwood carefully pointed. A
Httk more oil is then applied to insure an adequate sui)ply.

This method al'ows no possibility for the oil to spread, as

sometimes happens in the former case before the jewels

are safely in jiosition in the movement.

To etch a name or other mark upon hardened steel

tools, fir.st coat with a thin layer of beeswax, then sketch

the lettering or design with a sharpened pegwood or a

lead i)encil. In this way the wax is removed and the

metal beneath exposed. As the etching fluid, take three

parts nitric acid to one part muriatic acid, applying by

means of a pegwood or the dropper of the acid bottle. .\

few minutes should yield a deep enoug'h etching.
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Hunger Strikes and Hunger Strikers

This is not politics. It concerns business, present-day business and

business policies, and its purpose is to enquire whether the Jewelry trade

is now following a wise business policy or is attempting suicide.

New merchandise in the store is as vital to its life as is food to the life of

the human body, and when the merchant declines to secure new stock for his

store he is emulating the example of the political hunger striker.

The trade has now been on a hunger strike since last spring, in which it is

following in the footsteps of the general public, which, if not actually on a

hunger strike against high prices, has been practising abstinence to a marked

degree. And the trade has been much more thorough in its methods than

has the public; it has been a real hunger strike with the trade, whereas the

public has been willing to break its fast whenever any tempting delicacy was

offered it.

Well, what of it? Where and what is it all leadmg to? What is the

inevitable outcome of a hunger strike?

The political hunger striker stops eating in an attempt to force those in

authority to concede some point for which he is contending. If his constitu-

tion is stronger than the determination of the Government, he wins and recovers

his vigor under careful nursing. If the Government does not weaken and

he persists in his hunger strike, he dies and becomes either a martyr or a

suicide, according to the way you look at it. At any rate, he is dead, very,

very dead ; and it does not matter much to him what people think of his action.

There is also another possibihty. The striker or the Government may abandon

the fight when it is too late. The striker has become so emaciated that he

dies anyway.

The public's hunger strike against high prices can continue almost in-

definitely at its present force. It is not a real strike^just abstinence from

certain things which can be overcome by the retailer making some price con-

cessions. Often it is not necessary to do even this, if the retailer is not forced

to raise money immediately and does not become panicky; and if he puts up

convincing arguments as to why his merchandise is worth the price asked for

it, he is able to do a very fair business without any sacrifices.

The retailer's hunger strike is of a more dangerous nature. If the store

has been overnourished with stock, a period of fasting will do it good, but

when this excess stock has been assimilated, further fasting means under-

nourishment; and no business can withstand an extended period of this.

Hunger striking against high prices is all very well as long as the striker

knows when to stop. If he prolongs the strike too long, he defeats the object

of the strike. The time comes when he must feed his business with stock, and
so must all his fellow-merchants; and this demand for stock will cause prices

to stiffen again.

Price reductions caused by the retailers' non-buying are artificial. They
have been obtained by the wholesalers and manufacturers taking a loss, not

by any lowered cost of production. If purchases are delayed too long there

will be a rush on the part of retailers to obtain stock, and prices will bound
up again.

Don't take a chance on MacSwiney-ing your business.
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How Waltham National Advertising

Helps Increase Your Business

Every year, for many years past, Waltham watch advertising has been

a noticeable feature in the advertismg columns of Canadian newspapers,

magazines and farm publications.

But this is by no means all the advertising co-operation behind you when

you specialize on Walthams.

American magazines, having a circulation throughout Canada of hundreds

of thousands, also carry the Waltham message of quality.

And then, every Waltham watch in active service is, in itself, a splendid

advertisement. The good service it gives makes every Waltham owner

conscious of a justifiable pride in his timepiece. He talks about it and recom-

mends the make to his friends. Thus, in many ways, is the fact of Waltham
quality spread abroad among prospective watch buyers.

Why not concentrate on Walthams? Why not eliminate lesser known
makes? In the Waltham line there is a watch for every purpose. Every

demand that can arise can be filled with a Waltham. By concentration on

Waltham in this way, you reduce the amount of stock you carry and the

amount of investment involved, while practically eliminating all risk from

your watch department.

Waltham Watch Company, Limited

MONTREAL
Makers and Distributors of

Waltham Products in Canada

Factories: Montreal, Canada, and Waltham, U.S.A.
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MONTREAL.
The attitude of the Montreal jewel-

ers toward the tariff question, was
clearly and concisely put before the

Tariff Commission on November 19th,

by Mr. A. L. Caron, of Caron Bros.,

supported by iMr. Thos. L. Wright,

Ellis Bros'., Montreal representative,

and secretary of the Montreal Jewel-

ers' Association.

Mr. Caron's statement was as fol-

lows:

"The Montreal Jewelers' Associa-

tion includes manufacturers, wholesal-

ers and retailers engaged in the manu-
facture, distribution, and sale of

jewelry. Our Association has made
a careful survey of these combined
industries and the statistics which we
present, while they are not 'Govern-

ment statistics, represent, we think, a

conservative estimate. In the opinion

of the Montreal District Jewelers'

Association the total capital invested

in Canada in manufacturing, whole-

sale and retail jewelry establishments

is about $30,000,000; the number of

employees engaged is about 20,000,

and the total wages paid annually,

amount to about $30,000,000.

, "The Canadian manufacturers of

jewelry make practically all kinds of

jewelry, and have sufficient plant

equipment to supply the entire Can-
adian demand. They sell their pro-

ducts in Canada at prices which com-
pare favorably with, and in some cases

are less than, the prices of similar

articles offered for sale in the United

States, the design and quality being

taken into consideration. Our prices

are based on the cost of production.

.

"It is obvious that if the tariff on

products competing with ours, is re-

duced, the imports of such products

will increase and displace similar pro-

ducts produced by Canadian manu-
facturers of jewelry, thus reducing

their home market, and consequently

decreasing the output of Canadian
factories. The cost of manufacturing
per unit will therefore be increased

and some Canadian plants will find it

difficult to continue in operation. The
result will be unemployment and loss

of trade to Canadians.

"As the jewelry industry has al-

The Trader.

ready reached a creditable stage of

development, and is producing almost

all articles of jewelry of good quality

and design, we claim that it is import-

ant that this industry should be main-

tained and encouraged to develop still

further.

"If the present tariff rates are con-

tinued this development of our in-

dustry will also continue, to the bene-

fit, we think, not only of the manu-
facturers, wholesalers, retailers and
their workmen, directly engaged in

the industry, but also to the benefit of

this country as a whole."

In conclusion, Mr. Caron pointed

out that the jewelers had agreed to

defer discussion of the luxury tax,

until the committee sat in Toronto,

when they would be able to take the

question up in collaboration with

their Ontario colleagues, and there-

fore they would not raise that point

at the Montreal session.

Before leaving the jewelry ques-

tion. Sir Henry Drayton put several

questions, and showed a great deal

of interest in the amount of labor

employed in the jewelry trade and
the proportion of labor as compared
with raw material in the production

cost of jewelry. Mr. W. M. Birks,

was also present at the hearing, al-

though taking no part in the discus-

sion.

To leave one's watch at a jewelers

to be cleaned, to go away on a nine-

years' cruise of the worM, return, ask

for the timepiece and have it handed
out within five minutes of making that

request was the recent experience of

one of the patrons of Henry Birks

and Sons, Limited.

Nine years ago a sailor on one of

the ships, which then visited this

port, left his watch with that firm to

be cleaned. He went away with Ms
ship and forgot the timepiece. He
returned and inquired if by any
chance his watch had been kept. To
his surprise it was almost immediately

handed to him.

The manager of the watch depart-

ment states that persons leave their

watches, leave the. city, perhaps meet
with an accident or for some reason,
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forget all about their timepiece, but an
accurate record is kept of all watches
left for repairs, which goes back for

years.

Mr. Wm. Birks returned recently

from a business trip to (England. He
is now very actively engaged helping

in the great campaign for the McGill
centennial endowment. The Birks'

family are not confining their sup-

port of th'' campaign to organizing

efforts. Mr. Wm. Birks appears on
the subscription list with a sum of

$25,000 against his name, as does

also Col. Gerald Birks, Mr. Henry
Birks, subscribing $10,000. Messrs.

Mappin and Webb are also subscrib-

ers to the extent of $1,000.

Mr. A. E. Murray of Murray and
O'iShea, is equally busy in the cam-
paign for funds for the erection of a

Catholic High School, of which he is

campaign manager.

Business is reported somewhat
quiet amongst the jewelers of this

city, the Christmas rush not having
started at the time of writing.

The Montreal District Jewelers'

Association had a powerful brief

ready to lay before the Tariff Com-
mission regarding the luxury tax, but
on second thoughts it was decided to

keep it till later. Any undue publici-

ty on the question, it was thought,

was likely to prejudice sales, and it

was thought also that more weight
might be thrown into the argument by
getting representatives from the trade
in various parts of the Dominion to

unite in a deputation to Ottawa to

lay the evils of the luxury tax clearly

before the Minister of Finance.

Mr. and Mrs. J. A. Caron have re-

turned from their wedding trip. Mr.

J. A. Caron was to have submitted
the jewelers' case to the tariff Com-
mittee on Friday last, but was sudden-
ly called away to Washington on busi-

ness and Mr. L. A. Caron acted in his

stead.

Mr. George Wallace, secretary-

treasurer of Levi Bros., and Co., Ltd,,

Hamilton, was in town recently, over
the week-end.

J. C. Brouillette of Richmond, Que.,
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A POPULAR
CHRISTMAS GIFT SET

A Combination of a Silk Guard and

Watermari; buntainPen

in a Handsome Folding Case

WHILE the illustration shows the safety type of Waterman's

Ideal Fountain Pen, any type or style of short-length holder

can be used, and there is a variety of silk guards with either a silver

or gold mounting to complete the set.

The case is neat and substantial. It is covered in blue imitation

leather and lined with moire silk to harmonize.

The utility of the silk guard in connection with the pen makes the

set a practical and useful outfit.

L. E. Waterman Company, Limited
179 St. James St., MONTREAL

(Factory: St. Lambert, Que.)
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expected to be in occupation of his

new store about the time we are going

to press. The new premises are said

to compare favorably with the best

of the metropolitan stores, and Mr.

Brouillette is looking forward to a

rushing Christmas business.

The store of S. Weiner, jeweler,

489 St. Paul St., Montreal, was brok-

en into at an early hour on the morn-

ing of Oct. 30 and watches and jewel-

ry of considerable value stolen. Two
men were arrested by detectives and

found to be in possession of a suit

case containing 125 watches and some

jewelry, which were identified by Mr.

Weiner as his property.

ONTARIO

Ottawa jewejers arc getting down

to business with the very earnest de-

sire to cash in on Christmas gifts.

Business has not been any too brisk

since the luxury tax has hit themt and

the stocks are heavier than desired,

while buyers are not keen on goods

unless prices warrant purchases.

Among members of the trade who are

making an early start on Xmas selling

may be mentioned, Geo. H. Meredith,

1017 Wellington Street ; Rowan & Co.,

153 Bank Street; and C. G. Wainman,
674 Somerset Street, who all adver-

tise that a small deposit will hold a

present till Christmas. Bilsky, Limit-

ed, 20-24 Rideau Street, use the

slogan of "The Gift Shop," and pay

special attention to their splendid win-

dow space to keep the public acquaint-

ed with the values to be obtained in

the store.

J. P. Gratton, Jeweler, 331 Dal-

housie Street, Ottawa, kindly lent his

window for a display of prizes for a

euchre to be held at St. Anne's Hall,

near-by. These prizes included a

considerable number of $1.00, $2.00

and $5.00 bills and $5.00 gold coins.

Sad to say, the "Winner" is unknown,

as the said gentleman accepted the

cash by means of breaking the window
with a stone. Some consolation is

afforded by the fact that about $75

was not noticed, or else the visitor

was disturbed during the prize-taking.

Mr. Gratton was the first to discovei

his loss when he walked into the store

on the following morning.

The addition to the jewelry store

of Ellis Bros., Yonge Street, Toronto,

was completed during November, and

the formal opening was held on the

16th to 18th of the month. Thirteen

feet have been added to the frontage

on Yonge Street, giving additional

window space and making the store

the same width throughout. They
now occupy four thousand, six hund-

red and fifty square feet on the

ground floor, besides the space oc-

cupied by their factory and Mail

Order Department on the second

floor.

Forced at the revolver's point to

tell the combination of his safe,

Nathan Jacobs, jeweler, 3903^ Yonge
Street, was then robbed of $375 in

cash and jewelry valued at $1,700,

first having been gagged and bound

to his bed by three gunmen about

three o'clock, on the morning of

Nov. 12th. He was found by Louis

Winkler, his optician, the following

morning and released. No trace has

been found of the thieves. The same
store was despoiled to the extent of

$900 last summer.

J. N. Nixon, jeweler, of Didsbury,

Ont., has sold his business to W. H.
Bockus.

The Arthur Pequegnat Clock Co.,

have bought a phonograph plant in

Breslau, which they are using for the

manufacture of clock cases. Mr.

Pequegnat's optimism concerning the

future of the trade is well shown in

this extension of his business, at the

])resent time. His wisdom and fore-

sight in this instance will probably

lie apparent in the years to come.

A. M. Borland, Bloomfield, Ont.,

has sold his business to Harold

Cleave.

Patterson Bros., diamond mer-

chants, Sault iSte. Marie, Ont., re-

cently incorjjorated, will have a paid-

up capital of $150,000. All the stock

will be absorbed privately.

\drien T. Pommier has opened a

jewelry store in the new Empire
Theatre Building, with a^ full line of

watches, clocks and jewelry.

On information laid by John C.

Diggins, East King Street, Hamilton,

detectives trailed a party of alleged

jewelry thieves from store to store in

that city, and finally made the arrest

of the four, two men and two women.
In addition to Mr. Diggins, Gordon
MacLaren and A. G. Gaul also com-
plained that after the departure of the

accused from their shops, jewelry

had been missed. Although none of

the missing articles were foimd on

the accused, a considerable quantity

of other jewelry was, and the

magistrate considered the evidence

sufficient to send them up for trial.

Theft of a carload of Oneida Com-
munity silver from the Midland Cen-
tral Railway was the ambitious un-

dertaking of two Niagara Falls'

residents, with a Thorold man acting

as receiver. Clever work by an M. C.

R. detective, however, soon located

both the men and the booty, the latter

being found in the Thorold receiver's

pig pen—together with 120 bottles of

whiskey. The goods were recovered

and the men under arrest within a

week of the robbery.

Max A. Halter has opened a new
jewelry store in the Burk Block at

Port Arthur, which he hopes to make
one of the best in the Twin Cities.

N. F. Babb, jeweler, Stratford,

Ont., succeeded in winning The
Herald's window-dressing contest, to

the extent of drawing the largest

number of favorable letters from the

voting townspeople.' Third place also

went to a jeweler, Jas. Pequegnat &
Son. The real winners, however,

were the writers of the ten best

letters on this window dressing con-

test, the first of whom received $25
worth of merchandise from the win-

nine: store.

MANITOBA
The local jewelers have been vic-

tims of the generally quiet business

conditions which now prevail in the

West, although at this writing the

holiday trade is beginning to put in

its appearance, and bring about the

revival which is already over-due.

Ajiart from the lull which has been

experienced, however, trade has con-

tinued in normal lines. It is admitted
that a good Christmas season will go a

long way toward compensating the

Winnipeg establishments for the de-

pression of the past few months.

But while quiet 'business conditions

are general in their scope, the West
has suffered largely owing to the fact

that the farmers have shown a dis-

position to withhold their grain from
the market until more acceptable

prices were available. With almost
double the crop of last year, only

about an equal amount of grain has
been shipped to date, with the result

that vast stores of cereals remain in

the prairie provinces. Since naviga-
tion on the Great Lakes is due to close

soon, the bulk of this will consequent-
ly not be marketed until the spring.

The West, as a result, must wait be-

fore the proceeds of many million

bushels of grain are put into circula-

tion to revive business conditions gen-
erally.

Local committees are working en-

thusiastically in connection with the

Canadian National Jewelers Associa-
tion annual convention, which will be
held here in February. The dates
have been set as Feb. 22nd to 24th,

and so far as the local arrangements
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are concerned, complete plans will be

ready long before the visitors begin

to arrive.

Already a large delegation from

the West is assured, and the imtima-

tions received here are that the

eastern members of the craft will be

on hand in record numbers. February

is the month of the big Winnipeg

bonspiel and the period when a Iiost

of conventions of all characters are

held in this city. It is the liveliest

month of the winter, so far as enter-

tainment features are concerned, and

those of the visitors who make pro-

vision for a few extra days sojourn

will find plenty to amuse them.

One whole flat of the palatial T»ort

Garry Hotel has been engaged for

convention purposes. All of the ses-

sions will be held there, and adequate

accommodation will be available for

committees or special gatherings, and

The statement is illuminated by a

clever exposure of the manner in

which the public forces i)rices up at

cost to itself, which of course, is

worked into a telling ad for Mitchell

& Co.

Dingwall's have also come out with

an ingenious ad, at a timfe w'hen the

exchange situation is the subject of

universal interest, "under the heading,

'Perfect diamonds possesss ready ex-

change value,"

George Gebel ol-Virden, Man., has

moved into his new building which

he had specially erected to meet the

requirements of his business. The
structure and interior are admirably

adai)ted to the needs of a town jewel-

er. Few Manitoba towns, in fact,

can boast of as well appointed stores.

To enter into business for himself,

IIarr\- P. Nowlan, who for the past

The setting for the National Convention at Winnipeg, February 22nd to

24th. One entire floor of the magnificent Fort Garry Hotel (on the right),

has been secured for convention uses.

such entertainment features as will

be provided. Among the local jewel-

ers, enthusiasm is running high, and

no pains or efforts will be spared to

make the enterprise a success.

Some disappointment has been ex-

pressed however, over the decision of

the executive committee against the

proposal to permit as one of the con-

vention attractions, a display of

manufactured goods. It is contended

that such displays are a feature of

many big American conventions, and

could be introduced here with advant-

age to all concerned.

Over the signature of D. M. Copp,

Manager, Mitchell and Co. have

come out with a spectacular si.x

column ad. in the "Free Press," the

heading of which was displayed in

large type as follows :

"If the world only knew what made
high prices there wouldn't be any high

prices."

15 years has been with the D. R.

Dingwall Co., has left his position

with that firm and will establish as an

optometrist in premises rented from

the 'Liggett Co., in the new building,

at the corner of Portage Avenue and

Donald Street. On the occasion of

his leaving the Dingwall Co., Mr.

Nowlan was presented with a club bag

and a silk umbrella by his associates

in the store. D. W. Dingwall made
the presentation and expressed the

high esteem in which Mr. Nowlan

has been held, both by the employees

and the management. 'Mr. Nowlan

joined the firm in 1906, and was for

several years connected with the north

end branch of the company, after-

wards transferring to the Portage

Avenue store.

ALBERTA.
D. E. Block, Calgary, has returned

from a three weeks' trip in Easitern

Canada, visiting Toronto and Mont-
real.

Chas. Long, Druimiheller, Alberta,

reports business improving.

The signs, "Gifts that Last," are

being used extensively throughout Al-

benta, the first supply being used up,

and F. R. Holdsworth had to ordei

"e by wire.

Travellers calling on the Alberta

trade, recently, were James Walt,

Maurice Walsh aiid T. McG. Robert-

son.

Calgary now has four trade watch-

,

makers, the latest to open, being H.
Patterson, at 50 Union Bank Build-

ing.

BRITISH COLUMBIA NOTES.
In Vancouver Christmas shopping

got away to an early start this year.

The people of Vancouver did not wait

for the usual admonition, "Do your

Christmas shopping early !" Instead,

as early as the first week of Novem-
ber, shoppers began to cast their eyes

around in a selection of the custom-

ary gifts, and on the Saturday after-

noon, large crowds came down-town
and bought freely. Of course, all

this did not happen by mere chance

—

there was a reason for this early

activity in gift buying, and the pro-

digal advertising of the leading jew-

elry stores was largely responsible

for the satisfactory early opening of

the gift-buying season.

Robert McDonald, "the Diamond
(Man," has returned to Vancouver

after a most successful buying trip

to the 'Eastern centres. In the course

•of his search for the latest novelties,

Mr. McDonald visited Chicago, New
York, Montreal and other centres of

commerce, and bought very largely of

the more moderate priced goods for

the Christmas trade. That Mr. Mc-
Donald secured some magnificent

goods is evident by the lovely window
displays shown at his store on Hast-

ings Street, among which we particu-

larly note a choice showing of ladies'

dinner rings, set in platinum in a

variety of pretty and novel shapes.

Mr. Dowden of the A. Wittnauer

Co., was in town the latter part of

the month, and was busy calling on

the trade. Tom Brady, of Smith
Paterson Co., was also in town dur-

ing the month.

Jimmy Watts has at last hit the

outward trail after a prolonged stay

in the city.
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Messrs. Chant & Son, Main Street,

are evindently alive to the place

which the modern jewelry store

should occupy in the community.

Their store on this busy artery of

traffic, leading to all of South Van-
couver and situated in the very

centre of Mount Pleasant residential

district, is a real bright spot amid a

plelhora of ordinary-class stores

catering to the varied wants of the

thickly-settled district.

Mrs. Mary Lyons is asking for a

dissolution of partnership with John

L. Markwell, and for an accounting.

The business has been that of watch-

makers, carried on at 706 Hastings

Street, West, under the firm name of

Eugene Bramblett.

Community Week, November 6 to

13, was celebrated in Vancouver by a

number of pleasing window displays.

Bcyb Tod, of Tod & Manning, re-

turned from a trip to Cheakamus
River with a fish story that only

another Cheakamus fisherman would

be expected to believe. According to

Bob, the river was full of fish—cut-

throats, Dolly Vardens, and cohoes

of about \y2 pounds. The fishermen

have to stand behind a rock while

they rig their tackle, to keep it away
from the fish. Every pool was a good

ifishing spot, and it was the biggest

run in five years. Bob brought home
a number of fine samples to bear out

the truth of his story.

Messrs. Henry Birks & Sons' ad-

vertising campaign, by means of

handsome posters and in the columns

of the daily press, is atracting much
attention and cannot fail to be pro-

ductive of much real business. Their

slogan, "Always on Time," backed 'by

''Guaranteed, of course," means

whole volumes and is very aptly

chosen. The firm have opened a most

modern and fully-equipped electro-

plating department in Vancouver.

The plant is one of the best that

money could secure, and gold, silver,

nickel, copper and bross plating is

being done by a staff who thoroughly

understand their work. This new
addition to the local Birks factory is

already being well patronized.

At the largest nominating conven-

tion ever held in New Westminster,

Alderman W. Gifford was chosen as

standard-bearer for the Conservatives

in the coming provincial election.

Billy 'Gififord is one of the leading

jewelers of the Royal City, and a

whole host of friends wish him luck

in the campaign for provincial honors.

Mr. and Mrs. l3ob Manning and

Lome P. Mcintosh delighted a large

gathering at the Fourteenth Avenue

Methodist Church the other evening

with an exhibition of their musical

skill.

At the last regular meeting of the

British Columbia Jewelers' Associa-

tion, considerable routine business was
done. President O. B. Allan presided,

and there was a good attendance of

members. The president reported

that he and Mr. Tod had, as the result

of a memtbership campaign, signed up
fifteen applicants for membership in

the association ; this was considered
highly gratifying, especially as other

applicants are expected to be signed

up within the next few days. The ap-

MR. O. B. ALLAN.
Chairman of the British Columbia

Jewelers' Association, who has recently
been conducting a membership campaign,
with splendid results.

pointment of A. Eraser Reid as secre-

tary-treasurer of the association was
confirmed. Other matters discussed

were the desire for the return of the

Saturday half-holiday and the fact

that jewelers in Chinatown did a

large part of their business on Wed-
nesday afternoons and on Sundays, in

violation of the by-laws of the city.

The secretary was instructed to take

these matters up, the former with the

secretary of the Retail Clerks' Associ-
ation and the latter with the Chief
Constable of the city.

Another important matter brought
up was the revised scale of repair

work, which was submitted by Mr.
Carson. Several other changes were
suggested on the revised list, and the

matter was left in the hands of a
committee consisting of Walter M.
Gow. Thos. Lyttleton, and A. J.

Jacoby. A vote of thanks was ac-
corded to Mr. Jacoby for his work'as
secretary-treasurer of the association.

Mr. Horace Dorer has recently

been in Nelson B.C. for the purpose

of closing out one of the oldest estab-

lished jewelry businesses in the

Kootenay country, the business re-

ferred to being that lately conducted

by Mr. R. H. Ewert, probably the

best known jeweler in the interior.

At one time this jewelry business was
conducted and owned by Mr. J.

Dover, now located in Seattle. Mr.

Ewert made up his mind some time

ago to retire from business and move
to California. Mr. Horace Dorer
was entrusted with the management
of the sale and made a clean sweep in

less than three weeks, selling ever>

article in the store, even to the fix-

tures and materials.

GENERAL NOTES.
Another indication that business is

"picking up" and looking optimistic,

is the fact that David Belais, manu-
facturers of the famous 18K. white

gold, are planning building on new
property which will mean consider-

able expansion over their present

capacity. The factory will be equip-

ped with all modern appliances pos-

sible to buy in this particular line.

As an example of the rapid growth of

the white gold business, over 30,000

white-gold diamond-set rings were
sold by one of the accounts alone,

last year.

Messrs. Geo. H. Lees & Co., Ltd.,

the well-known Hamilton manufac-
turers, have asked us to call attention

to the fact that in keeping with their

usual custom, they have given up
their regular Old Gold advertising

space in this issue to their Jewelry
Manufacturing Department. All

parcels of Old Gold. Old Silver, or

any other Precious Metal Scrap sent

in, however, wi'll have their regular

promp and honest attention.

An unusually enjoyable evening
was spent by the staff of H. & A.
Saunders, Limited, Toronto, as

guests of the firm at a dinner and
dance on November 4th. One hun-
dred and twenty-five employees were
present, and it was a surprise to the

spectator to learn what a large pro-

portion of this staff have been with
the firm for periods of from five to

twenty years. The dinner was spread
at Hunt's Dining Rooms, on Yonge
Street, and on the floor above danc-
ing was held until midnight. Hunt's
orchestra officiated, not only for the

dancing, but throughout the dinner.

By way of avoiding the damper
which is to often put on social gath-
erings by lengthy speech-making,
talks were limited to two minutes
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each, and only four speakers per-

formed. A short programme of

music was given 'by Miss Ryan, Mr.

Bolt, Mr. Baker and Mr. Ne\vman,

(accompanist), all of the staff.

In our determination to have The
TradivR ]nihlished earlier this month,

we regret that Messrs. Geo. I [. Lee=;

& Go's front cover announcement

went to press without their O.K. The
trade appreciates thai this advertiser

always endeavors to design "copy
'

that will make TiiE Trader's cover

most attractive, but in our anxiety to

be mailed out Co the trade the first or

December, this particular cover is not

as striking as Mr. Lees intended it to

be.

On September 10th, Capt. "Marty''

Welch and the crew of the victorious

fishing schooner "Esperanto," were
given a dinner by the Gorton-Pew
Fisheries Company at Gloucester,

Mass. Among the surprises of the

evening, was the presentation by the

Gorton-Pew Fisheries Company of

Gloucester, Mass., (owners of the

Esperanto), to Capt. "Marty" iL.

Welch and to each of the members
of the crew, of a Waltham 14 karat,

16 size, 17 jeweled, open face, gold

watch. Each watch had the recipi-

ent's monogram on the outside, and

this inscription on the inside:

"Presented by the Gorton-Pew
Fisheries Company, Gloucester,

Mass., to (man's name), one of the

crew of the schooner I'lsperanto, win-

ner of the International championship
for fishing schooners, sailed off Hali-

fax, October 30th and November 1st,

1920."

The Waltham watches were furn-

i.shed by Mr. George H. Bibber,

Jeweler, of Gloucester, Mass.

x/'To manufacture a line of rings

somewhat different and to supply a

demand that has been evident for a

long time, but which no effort has

been made to meet, is the policy of the

newly-organized J. I. Shank Co., of

70 Lombard St., Toronto.^^his firm

manufactures a high-grade line of

settings and stone-set rings in green

and white gold and in platinum.

They sell only through jobbers and
manufacturing jewelers.

By means of new methods in toll-

work and the wonderful ability of

their jewelers, a type of ring has been

j)roduccd which promises to be a reve-

lation to the Canadian trade. The
firm is exclusively Canadian and will

do its utmo.st to cater to Canadian
trade in a manner that will evoke the

highest enthusiasm.

One of the Traders' staff saw a

beautiful line of silver-plated table-

ware the other day. This is Stanley

& .\ylwar-d's brand new Hne of hand

engraved sandwich trays, tea-sets,

'sugar dredges, etc. Their aspiration

to turn out the finest line of silver-

plated hollowware in the world, is

making itself shown in this truly

artistic new line of theirs. Their

policy is to sell to jewelers only and

maintain one price.

The Mappin & Webb catalogue, re-

cently issued, is arT unusually fine

jjiece of work, a tribute alike to the

arts of the jeweler and of the printer.

Over a hundred pages of illustrations

depict choice samples of the magnifi-

cent stock, and the whole is contained

in a cover of rich brown, gold, and

black, with a medallion in three ad-

ditional colors. The effect of the

whole is striking and forms a valuble

argument for gifts that last,

—

though that slogan is not mentioned

in its pages. An, exceptiontlly mter-

estiiig plate is the frontispice, which

.shows illustrations of ten of the

famous Mappin & Webb stores ; those

in London (two), Paris, Rome,
Biarritz, Monte Carlo, Sao Paulo,

Rio de Janeiro, Johannesburg and

Montreal.

A Uttle bird tells TiiE. Trader that

Mr. Wallace W. CBiH") Lees has

been blest with a bouncing baby boy.

The Trader is certainly glad to join

with vhe rest of the trade in offering

Mr. Lees the heartiset congratula-

tions, and in welcoming him as another

"Babe" Ruth in the jewelry industry,'

just like his Dad.

The series of lectures delivered at

the Sliort Course in Merchandising,

held in 1918, by the University of

Manitoba, has been compiled in the

shape of a book, published by the

Universitv.

Phonographs Best Department
{CoiitiiiKcd from page 70.)

"But," you ask, "how does it pay
for itself?"

It doesn't any more. It can't, be-

cause it has already done so. From
now on it's earnings are profits.

How? Mr. Jeanneret started renting

it out for dances. I presume that

after it had been running for awhile,

evenings and the like, it got to be the

only thing the townspeople could

hear. Mr. Jeanneret seems to have
them going and coming. He should

soon be able to do a good trade in

aurophones on the side.

.\s I started to tell you some time

back (in the wrong place), the phono-
graph business, far from interfering

with the jewelry business, is of actual

aid to it. At first people came to buy
jewelry and Mr. Jeanneret sold them
portable phonographs. Then, of

course, he had to sell them records.

Soon they started coming in purposely

for phonographs, records, needles,

etc. Xow, in addition to the usual run
of jewelry purchasers, he has a large

and steady clientele for phonographs
and supplies. A good proportion of

these have now become jewelry cus-

tomers as well.

This sort of thing has brought him
many new regular customers, and has

helped' up considerably his turnover in

jewelry, silverware, watches and
other goods.

When one recollects that all this

has been accomplished in the face of

competition from three music stores

and a local phonograph maker, a good
idea is obtained of the truth of what
The Trader has been emphasizing all

along

—

that the jeweler has advan-
tages in the phonograph game over

every other merchant, not excluding

the regular music dealer.

The real thing in pioneering—a new jewelry store on the outskirts of civiliza-
tion. A close study of the sign may reveal the words "N. R. Park, watchmaker,
jeweler and optician." "The Trader" wishes success to this Northern Albertan
jeweler. He has the courage and enterprise which merit it.
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Delivery Made Same Day

—

SOLID FRENCH IVORY LINES
We are fortunate in being able to offer a part of

a $65,000 factory stock order, which has just

come through and is now at our warehouse.

From this you can purchase what is required to

fill up your Hnes for the Christmas Season

—

Hair Brushes Military Brushes
Hat Brushes Combs
Mirrors Jewel Cases
Pufr Boxes and Hair Manicure Pieces
Receivers (to match) Complete sets in Cases

Cloth Brushes and many other articles

These goods are solid all the way through—there

are no seams to open up—will not split or break

—match in color and stamped "French Ivory."

Most dealers know our lines ; and let us say that

every article is unconditionally guaranteed.

Prices are low and based on first factory costs.

Order by mall or call.

-DOMINION IVORY CO., LIMITED—
52 Bay Street, Toronto

Telephone: Adelaide 1226.

Just Arrived
A Wonderful Shipment of

Imitation Precious Stone

NECKLACES
Acquamarine

Garnet
Lapiz
Ruby

Rosalin

Topaz
Crystal

Amethyst

Spar

Olivine

Emerald

Sapphire

Opal

Real

CORAL
Imitation

AMBER
Italian

JET

STERLING VANITIES

Appro, parcels upon request

Borrelli& Vitelli
36 Toronto St. - Toronto

M. Lewis Mittenthal
Loose Diamonds

LEAVING FOR EUROPE DECEMBER 11th,

RETURNING ABOUT FEBRUARY 1st.

286 St. James Street MONTREAL

''KINGS WAY PLATE''
(SucI(Ungs Limited, Birmingham, England)

Your volume of business is due to undergo a rapid increase during the next few weeks,

and incidentally your stock of Silverplate will be called upon to cater to this demand. There-

fore we would point out the advisability of see.ng that your stock embraces designs and articles

that will reflect nothing but high prestige on your store.

We are now in a position to accept orde s for import or from stock for Kingsway Plate.

W. T. EVANS
518 St. Catherine Street West, Montreal
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GIFTS THAT LAST

A MESH BAG
is at all times a rapid selling article, particu-

larly so should it happen to be a

Whiting & Davis Mesh Bag
Shoppers seeking a gift of refined appearance

are invariably attracted by their distinctiveness

and neat designs, while the slogan "Gifts that

Last" was never more appHcable, because

—

. They Do Last.

Your Jobber Will Gladly Supply You

WHITING & DAVIS COMPANY
Sherbrooke, Que.

Electric
A large packer once said he would give a million
dollars for a smile like Charles Schwab's.

YOU CAN HAVE IT FOR LESS
The extra sales you will get through having a nice
assortment of our chains will make you the proud
owner of that Million Dollar Smile.

It's one of the

"GIFTS THAT LAST"

ELECTRIC CHAIN CO. OF CANADA, LTD.
River Street - Toronto

Cliairi
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Send Us Your Rush Orders For

Solid Gold and Gold Filled Goods
We will gladly fill them
in time for Christmas selling.

We sincerely wish the entire

trade *'A Merry Christmas"

JAMES EASTWOOD
Wholesale and Manufacturing Jeweler

65 Provost Street - NEW GLASGOW, N.S.

Semi-Precious Stones

We are carrying a complete stock of

:::;;;!:;;=::;;;=:;=;::;;;:::::;;;::; OnyX and Shell CameOS "=:::":";:;::::::::;:::::

Bloodstones, Amethysts, Peridots, Topaz,

Half Pearls, Doublets, Rubies, Sapphires,

etc, etc.

GUISEPPE D'ELIA
D. SHAPIRO, Canadian Representative

New Birks Building, Montreal
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Pr^oduct of Canada
IS SOLD EXCLUSIVELY THROUGH JEWELERS

TORONTO MONTREAL
sia

$

ea o»'
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TJ ERE IS a mighty fine lay-out for a store front 25 feet

or more in width. We have a book of store front

designs and would be glad to send you a copy.

Plate Glass

Sheet

Art

Mirror

Figured

Prism

Zouri Metal

Store Front

Construction

Zoxiri Stocks
carried at:

Halifax

Montreal

Ottawa

Toronto

Windsor

Winnipeg

Regina

Edmonton

Vancouver

iiiiiiiiiniimiiuiiHHiiiiiii iMiiiiiiiinihiiiiii iiiiiiiiiiiiiiiiimiiiiiii iiimiiiiiui iiiiiiiiiiiiiiniiiiiiiii

VixQ C0^50LID/ITEP PMTE GM5^S COmMV
OF C/^N/IPiq LIMITED

TORONTO -MONTREAL-WINNIPEG
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ANNOUNCEMENT
We desire to inform the trade that, early in January, we will visit them with samples of

our various hnes of Silverware, Cutlery and Brassware.

While our facilities of production have greatly increased, we find the demand so great that

we earnestly advise the trade to place their orders in time to be assured of reasonable deliveries.

Added to our regular lines are several decidedly new features that possess powers of attrac-

tion that are sure to meet with universal approval. The complete range is one that exemplifies

designs of exclusive distinctiveness, coupled with a neatness that bespeaks a quiet, true dignity.

The super-quality so apparent in every article ends all doubtfulness.

As the time is rapidly approaching, we would like to take this opportunity of wishing THE,
COMPLIMENTS OF THE SEASON to the trade in general.

JOHN ROUND & SONS, Limited
51 St. Paul Street West, Montreal

Tudor Works, Sheffield, England

WE WILL DELIVER JEWELRY BOXES IN

TIME FOR CHRISTMAS TRADE
Boxes

Ring Boxes

Link

Earring

Brooch

Tie Pin "

Bracelet Watch Boxes

Detachable

Lavalliere Boxes

Universal

Rosary

Bar Pin

In Leatherette In Blue Velvet

$4.80

5.40

5.40

5.40

7.80

7.20

6.00

6.60

5.40

6.60

$ 6.00

7.80

7.80

7.20

12.00

11.40

9.60

8.40

We also carry a complete stock of Ivory Goods in many artistic

and distinctive designs.

EAVES BROS.
128 Bleury Street Montreal
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Horace Dorer
Jewellerv Sales Expert

For the Legitimate Trac>
Only. Sales CondUctea
Anywhere on the North
American Continent.

357 COLLEGE ST.,
Toronto, Ont.

604 CANADA BLDG.,
Winnipeg, Man.

669 GRANVILLE ST.,
Vancouver, B.C.

Telegraphic Address:
709 4th Avenue,

New Westminister, B.C.

WATCH REPAIRING
for the Trade Properly and Promptly attended to.

Former traveller

and Missionary
for the Elgin
Watch Co.

FRED. ARNOTT
67 Indian
Road

TORONTO

I CAN DO RKPAIRS FOR IjKSS. I GUARAN-
TKio alij Di:rvivERii:s within the week.

FIRST-CLASS WORKMANSHIP

E. CHARBONEAU
Watchmaker to the Trade

827 St. Catlu-riiic St. East
Phono East 7>^\'->. MONTRE.\Ij

W. CASPER, Limited
IMPORTER OF PRECIOUS STONES

Pearls and Half Pearls
Appro. Parcels sent on Request

1 10 Church St. ''''°474^"'" TORONTO

TRADE WATCH REPAIRING
Ai: kinds of high class watch repairing handled.

Efficient and capable worl<men.

Service and Satisfaction.

BARTLETT & WAKEFORD
45 Richmond St. E.

Phone Main 3470.
Toronto

YOU WANT
arcurate work and prompt return.s. We assure this

ill repairing chronographs, and all kinds of watches.

Give us a trial order and be convinced.

St. James Chambers,
79 Adelaide St. t. HARPER & CO.

TORONTO.
Tel. M. 6268

WATCH REPAIRS
Rt'ccivcd to-day—Kctnrncd the next day

".A trial iiicaii.s l)oc<nniiit; a regular ciistomef."

JOS. ST. JEAN
Watchmal<er to the trade.

y.T, Itcaiibion Street - - Montreal
Telephone Calumet 2150.

Whether you are In Missouri or not and want to carry
out the purpose for which you are in business to-day,
the world iiisi.'^ts on being shown.

The Watch Demonstrator highly
magnifies troubles in watches,
and is made to show them, this
eliminates arguments in ex-
plaining the work and logically
impels a prospect to pay for the
necessary repairs. It is also
used for selling better watches,
and is built with a safety pivot
straightener which takes but
one minute to perform a $3.00
job. The cleverest equipment
to make money to satisfy cus-
tomers, and to get rid of
troubles in the watch repair
trade.

Watchmakers Document, Inc.
North Platte,

Neb.

WATCHMAKERS AND REPAIRERS
EFFICIENT AND CAPABLE WORKMEN.
QUICK SERVICE AND SATISFACTION.

George D. Neima & Company
Clayden Bldg. - TRENTON, N.S.

Phone Uptown 6640. 511 St. Catherine St. West.

C. H. A. GRANT
Manufacturers' Agent

615 DRUMMOND BLDG., MONTREAL.
Specialties: Bracelet Watches, Military and others.

Tavannes Watches, Diamonds.

Toronto mnatcb Case TRcrair do.
40^ Colborne Street, Toronto

J. C. Fi.her. Phone: Main 2629 T. B. Hughes

English and Swiss Cases changed to take
American Movements

Wm. Campbell Engraver
Letter and Ornamental work to the trade

Quotations on application

Room 323 Lister Bldg.,

(King William & James Sts. Hamilton, Ont.

TRADE WATCH REPAIRING
We have increased our capacity and are now in a

position to look after a few new customers.

Parcels returned same week.

IDEAL WATCH REPAIR CO.
737 Bloor St. West, Toronto

WE IMPORT
WATCHMAKERS' TOOLS AND MATERIALS

JEWELLERS FINDINGS
IMITATION AND REAL STONES

Headquarters for Waltham Material for

. Marltims Provinces

ARTHUR W. THOMAS
188 ARGYLE STREET, HALIFAX, N.S.
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Double Protection
When you put away your stock at night in a

Taylor Jewellers' Safe, you can rest assured that

you are adequately protected against burglary as

well as fire.

If the safe which you have at present only gives

you protection against fire, you are taking un-
necessary chances.

Write for particulars of Taylor's Jewellers' Safe,

which is specially constructed to protect you from
Fire and Burglary.

Established 1855

J. & J. Taylor, Limited
Toronto Safe Works

« TORONTO, ONTARIO
Branches: Montreal, Winnipeg, Vancouver

ISRAEL MICHALSON

Diamonds

26 Holborn Viaduct

LONDON, E.G.
ENGLAND

Cable Address

Noslahcim
London

BAKER
SETTINGS FINDINGS

S-E-A-M-L-E-S-S

Wedding Ring Blanks

Suitable for engraving and stone setting

BEVELED

i
' 1

"y i#
HALF ROUND

FLAT

^ !7%.
'^

y y w
CHILDREN'S BEVELED

Made in PLATINUM

10 K. 14 K& 18 K, Yellow Gold

14 K & 18 K, Green Gold

14 K & 18 K, White Gold

Also in the new "Baker special,"

18 K, WHITE GOLD

BAKER&CO.,INC
Refiners and Workers of Platinum Gold and Silver \

O J -o

30 Church St.Ncw York MCWfiRK N I
5 S Wabash Ave Chicaga
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Public Clocks

Church Bells
Highly specialized skill is needed to make and
fix satisfactorily big public clocks and bells.

We have been Clockmakers since 1 844 and

Bellfounders since 1877, and our work
stands all over the world.

All our clocks, from small house to largest

Town Hall sizes, are made throughout in

our Croydon workshops, and are, therefore,

guaranteed in every respect.

We cast and fix bells anywhere, in any
weight, speciaHzing in complete peals scienti-

fically tuned and remarkably pure in tone.

Enquiries invited.

Suggestions and estimates supplied.

6fllett & Sobnston
iFoun&ers of mane famous belle

(trov&on
Etifllanfc

GET AFTER THE CLASS PIN TRADE
The demand for these pins is tremendous. Students of
your town are bound to be interested.

Our large assortment (Class, Club, College, School, or
FraternKy) offers a great variety of designs from which
suitable selections can be made.
Write for booklet and prices.

The Toronto Trophy Craft Company
1711-12 Royal Bank Building, Toronto

Telephone Adelaide 3393

The Imperial

Refining and Smelting Co.

of Canada

General Assayers and Refiners of

Platinum, Gold, Silver, Sweeps,

and all kinds of Precious

Metal Wastes, etc.

Exclusively a Canadian organization, hav-

ing the necessary experience to give you the

most efficient service in the refining of your

wastes.

We refer you to the trade.

32-38 Beverley Street

Toronto - Ontario

Don't lose the money that can be made
in repairs. If you cannot handle the

work, send it to us. We have the men
and material to do all your repairs and

give you service.

DON'T FORGET : Every material order
is filled by a watchmaker

KLEIN & BURROWS
40 Colborne Street - TORONTO

J. G. COFFEY
Wholesale Manufacturing Jeweler

Specializing in fine 119 ST. ALEXANDER STREET
10 and 14 Karat MONTREAL
COLD RINGS Phone Up. 6980

R. JACOBS & BRO.
DLMVIONDS EXCLUSIVELY
Send us your appro, ortierc. We aMure you of

prompt aerYice and Taluet •ccond to none.

15 Yong« Street Arcade - TORONTO
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JEWELERS' OPPORTUNITY EXCHANGE
"Situations Wanted" and "Situations Vacant," 25 words or less, 50c per

insertion or 3 insertions for $1.00. "Business Chances," "Articles for Sale,"

and "Wanted to Buy," 50 words or less, one insertion, $1.00; three insertions,

$2.00; five insertions, $3.00. Display announcements in black type, $1.50 per,

inch per insertion. Send copy by 20th of month. Remit by money order if

possible.

THE TRADER
REACHES ge^c
JEWELERS
OF THE

IN CANADA.

NO
1

ACCOUNTS 1

BOOKED FOR
"WANT ADS"
ON THIS PAGE

Busines* Chances

JEWELRY BUSINESS FOR SALE in one
of the best towns in Western Ontario,
established ten years; good repair trade.

Fine opening for practical man. No op-
position. Stock, fixtures, etc., $1,000

cash, balance on terms to suit. Address
Jeweler, 32 Senator Ave., Hamilton,
Ont.

FOR SALE—Jewelry and optical business
in New Waterford. N.S. One of the best
and richest coal mining towns in Nova
Scotia; population about 7,000. Prac-
tically no opposition. Big turnover; an

- e.\cellent repair trade. Can reduce
stock and fixtures to about $2,500, the
1st of January. Cash only considered.
Owner has other business interests.

G. T. Munn, Jeweler and Optician,
New Waterford, N.S.

JEWELRY AND MUSICAL BUSINESS
for sale in a good agricultural district

in Saskatchewan; about $3,500 stock of

all fresh goods; repair department.
Will pay for all expense; good oppor-
tunity for further development of busi-
ness. Low rent. No opposition. Will
consider cash only. Reply Box 663.

Trader.

FOR SALE—Watchmaking and jewelry
business in a live city in W^estern
Ontario. Good reasons given for selling.

Reply Box 661, Trader.

JEWELRY BUSINESS FOR SALE at a
rate on the dollar. About $4,000 stock,
consisting of all fresh goods, such as
watches, clocks, silverware, cut glass,
optical goods, phonograph, etc., and
fixtures, tools and materials. Low
rent. Population of town i.,..U0, a..d

large field to draw from in farm trade.
Reason for selling, ill health. Reply,
Box 656. Trader.

WANTED
For Toronto and Western Ontario,

special lines of high grade mer-
chandise for the trade in general,
on a commission basis. Goods will

be sold to responsible dealers only.
Advertiser will furnish highest ref-
erences from banks and manufac
turers if required. Reply, Box 658.
Trader.

Businesses Wanted
WANTED TO PURCHASE a jewelry
business in Toronto for cash. Apply
Box 659, Trader and Canadian Jeweler.

WANTED—To buy a jewelry business in

Saskatchewan, Alberta or British Col-
umbia, in a town of not less than 4,000.

What have you to offer? H. Haliday,
Box 14, Melfort, Sask.

WANTED—To purchase jewelry busi-
ness in good Ontario town or small city.

Give full particulars in first letter.
Possession arranged. All replies treated
confidentially. Box 649, Trader.

Situation* Vacant
CLOCK MAKER WANTED—Experienced

in general clock repairs including chime
movements, permanent position, good
wages. Henry Birks & Sons, Limited,

101 Sparks Street, Ottawa.

WANTED—At once good watchmaker,
who could help wait on trade during
Xmas season. State wages, and when
you can come in first letter. A. H.
Tobey, Sudbury, Ont.

EXPERIENCED JEWELRY SALESMAN
wanted for a store in Sudbury, Ontario.
One with fair knowledge of watch work
preferred. Permanent position; give
references, and salary expected in first

letter. Apply A. H. Beath, Sudbury,
Ont.

WANTED—Watchmaker, state what
salary wanted, and past experience.
Apply Mitchell & Duncan, Limited,
jewelers. Victoria, B.C.

AGENTS WANTED—Big proflt.s—Quick
returns — selling gramophones direct
from manufacturer. Attractive models,
prices, and excellent tonal quality.
Write for special agents proposition.
Voice-O-Phone Co., Factory Office No.
3, 1 Adelaide St. East, Toronto.

WANTED—First-class watch' repairer,
state wages and experience in first

letter, also references. E. P. Battley,
Sarnia, Ont.

Positions Wanted
YOUNG MAN with two years' experience

in jewelry store, short time at bench,
would like to finish apprenticeship,
willing to learn. Write P. J. Darou,
Box 157. Lanark, Ont.

CLOCK REPAIRER (Improver) requires
position from the 1st January. Box
662, Trader.

YOUNG MAN with twelve years' exper-*
ience as watchmaker and engraver, de-
sires position with part or whole time
waiting on trade in retail store. Cap-
abe of taking charge. Ontario preferred.
Reply Box 660, Trader.

WANTED—Position as jewelry salesman,
have had fifteen years experience in the
trade as front store salesman, window
dressing, stock keeping, also am prac-
tical watchmaker, would accept position
where most of my time would be in the
front store and spare time at the bench.
Have been five years in my present
position—Toronto preferred, can furnish
references if desired. Box 657, Trader.

POSITION WANTED—Watchmaker, 25
years at bench, desires position in Al-
berta or British Columbia; coast pre-
ferred. Thoroughly competent in all
branches of the trade. Staffs, cylinders,
pinions and every class of turning and
fitting. Jeweling, renewing and refin-
ishing, springing, timing and adjusting;
general run of wheel cutting and fitting.
Could take charge of worshop. State
salary in first letter. Box 652, Trader.

JEWELRY
BUSINESS
FOR SALE

In the City of Saskatoon, the

balance of stock and fixtures of A.
A. Syman is for sale. We believe

that this firm had the largest turn-
over in the City of Saskatoon. Mr.
Syman is quitting to go to a
warmer climate.

A big closing-out sale is being held
now, and will continue until Christ-

mas. Phone, telegraph, call or

write for particulars to SYMAN'S
FOR DIAMONDS, Saskatoon.

Terms can be arranged to a suit-

able party.

Phone

SACKVILLE 2179

Factory, Show Rooms and Offices

HALIFAX, N.S.

39 Duke Street, Opp. City Hall.

Canada

P.O. BOX »

H. R. BERGMANN & CO., LIMITED
WHOLESALE AND MANUFACTURING JEWELERS

Weddlnc BliUB

DUmond Rlno
Bracalct Watcbo
Waltbam WatchM
Taranne* Wktchei

J*w«lt7 of all deacrlpUon—

Qotd, Oold-mied and SUtct

ChlnM. Btrlklnc and Alarm Clocks

Sllnr PlaUd riat War* and Cut Olaaa

Wateb Casos. AmerleaB Watch Cass Os

Importers of

WATCHMAKERS' AND JEWELERS' SUPPLIES

Engravers, Gold and Sliver Platers to the Trade.

EVERYTHING FOR THE JEWELER

Jowslry Boxes

Clock Matsrlal

Watch Uatsrlal

Window Flztnrss

Tools and Hacblnery

Precious and Bsml-Prsdoua Btaoss

Electric Power sad Pollshln* Uotois

and Oeoeral Supplies of sll kladi tsr

WstctuBsken. Iswsisn sad KlB*sd tntm
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"Goods of Quality"

SELL THE BEST

The latest addition to

our factory is a special

department devoted to

the output of silver-

plated

Shaving Sets

of all kinds. This line

features Quality

coupled with low
prices.

Announcement

We also manufacture
a full line of medium
grade plateware, a t

very low prices, that

will be found very at-

tractive b y jobbers

and dealers.

"Place Your Sample Orders Norv"

J. D. CAMIRAND & COMPANY
Manufacturers

149 ST. PAUL STREET^WEST
MONTREAL

D
THE

A I L Y
EMAND

Is for Rings with a finish

and Jewelry made with

precision. We special-

ize in Platinum and Gold

Jewelry.

Original Designs.

ROUGHTON & SKELTON
^a^a^^mam LIMITED h^i^h^hm
32 McGiLL College Avenue

MONTREAL

GOLDSMITH BROS.

Smelting and Refining Co.

^Je'SS^ Limited

SWEEP SMELTERS
Refiners of

Gold, Silver and Platinum

ggMER^a^SJ^iZg
Accurate returns made on Scrap

same day shipment is received

Note New Address: I

1 21 DUNDAS ST. EAST 1
I Toronto Ont. 1

1 1

Wickett & Smith Co.

Gold Refiners

Sweeps Smelters

OLD GOLD, SILVER and
PLATINUM Bought

71 Lombard Street, Toronto

Kennedy & Williams
SUCCESSORS TO

W. R. Campbell Co.

RaflMt«r*d

P.O. Box 223

Wholesale and
Manufacturing Jewelers

WINNIPEG
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No. 5913-17, Hall Marked Sterling Silver Tea and Coffee Services.

Revival of English Silverware Trade
<( Quality:" the most important factor.

We are pleased to inform you that the Silverware Trade connections with

England have again been firmly established, with pleasing results.

Conditions are steadily improving, making it possible for us to accept

import orders.

As there is an extensive demand for this line, we advise the early placing of

your orders to avoid disappointment.

WE are specializing in a complete line of Sterling Silver Tea and Coffee

Services, Baskets, Dishes, Cigar and Cigarette Boxes, etc., in a diversity

of alluring designs.

ALSO a complete hne of Plated Tea and Coffee Services, Entree Dishes

and Flatware, etc. These are handsomely finished and very unique.

OUR showrooms contain an exhibition of Silverware that features

"Quality," the uppermost thought in the mind of the Silverware Shopper.

The definite quality so evident here will fill the requirements of the most

exacting purchaser.

A Reminder for 1920

Prosperity and Prestige are assured with a stock of our lines.

John Round & Son^ Limited

51 St. Paul Street West Montreal
TUDOR WORKS, SHEFFIELD ENGLAND.

Also Canadian Sales Agents for

The Middletown Silver Company, makers of

MID-SIL CRAFT Silverware.

./^



24 THE TRADER

Westclox are sale-makers
You've probably noticed how an alarm clock

display brings new customers into your store.

And usually an alarm clock customer buys some-

thing else, too, while he's there.

When you're selling Westclox alarms you're

always sure of the clock giving satisfaction and
bringing your customers back to do more busi-

ness with you.

Every Westclox dealer will tell you that all

Westclox are good clocks—and good business

builders.

Western Clock Co.—makers of Wfestclox
La Salle and Peru, 111., U. S. A.
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GREETINGS
for a Prosperous 1920

IN extending the New Year's greetings, we wish to mention the fact that

last year we had the tension of the Great War still upon us, and while

we were yet hopeful, there were some branches of our business in the initiative

or experimental stage as well as the principle of co-operation with our

employees.

^ After a very pleasant year in which, through the kind patronage of the

Jewelry and Kindred Trades of Canada, we have been able to extend our

business along good, substantial lines, and we are glad to be in a position to

state that a Co-partnership between all concerned has been established, which

consequently inspires greater effort on the part of every member, resulting

in a vast increase of the Amount of Production.

fl We further feel confident and are satisfied that a feeling of good-will is

existing in our System which will be to our customers' advantage.

With sincere good wishes

The Goldstein Jewelry Mfg. Co.
LIMITED

Manufacturers of High Class

Platinum and Cold JeTvelry

180 John St. TORONTO

3?
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ANNOUNCEMENT
We have pleasure in announcing that Major G. M.

Cooper has joined our staff, and also that ive have removed

to next) and more commodious Offices in the neiv MOLSONS
BANK CHAMBERS, 137 DUNDAS ST., London,

Ontario, Tvhere, ivith improved facilities, we hope to be better

enabled to meet the steadily increasing requirements of the

Trade.

As ive enjoy exclusive European cormections and are our

oJvn Banl^ers, xpe are enabled to give our Customers exceptional

VALUES and easy TERMS.

A. E. COOPER, Diamond Importer

Molsons Bank Chambers
2 Tulpstraat 137 Dundas Street

Amsterdam, Holland LONDON, CANADA

^̂ ^^^^^^^^^^^^n^^^^^^^^no^n^^^^^^^^^^^^^^n^^^^^n^^^^n^^^^^^^^n^n^^^^^wwww^n^^^^y

Decide for the

New Year toMAKE THIS MOVE
FOR MORE TRADE! ""'^Jr

By selling the EASTWOOD Line of Gold
and Gold Filled goods. Judge them from
every angle and they will be found a profitable

line to sell.

LINKS, LOCKETS, STICK PINS
TIE CLIPS, CHAINS, SOLID

GOLD AND FANCY RINGS, etc.

They are THE GOLD STANDARD OF VALUES

To our many friends and customers in the trade we extend our best wishes
for a Happy and Prosperous New Year.

JAMES EASTWOOD & CO.
Wholesale and Manufacturing Jeweler

65 PROVOST STREET - NEW GLASGOW, N.S.
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FERRERO
(Societe Anonyme)

Geneva, Switzerland

These latest importations in watches have just

arrived, and, we are pleased to say, they will be

shown to the trade this month. They come in

PLATINUM
GOLD AND SILVER

(Plain and Diamond Set)

and are a product of

FERRERO
one of Geneva's most reliable watch and case

makers, manufacturing only the most unique

cases and reliable movements, bearing the

Hall Mark of Geneva

Branches in Paris, London, Chicago, Brussels, Havana and Buenos Ayres.

5o/e Agent for Canada

D. SHAPIRO "•BuTili^t^ Montreal

V7^ /
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WALTHAM
Hall and Mantel Clocks

We are now prepared to supply you with a very fine line of Grand-

father Hall Clocks and Mantel Clocks on which we can assure you

-prompt shipment. These clocks are the Waltham standard of quality

ti every particular, and the case designs are of a quality, design and

finish to match the high-grade movements.

Waltham Chiming Hall Clocks are not only a highly profitable line

to sell, but also make a dignified display feature for your store. They
are extremely useful, too, as regulators, because they are as accurate

in time-keeping as the highest grade wall clocks.

These clocks are also a valuable aid in

developing business among the wealthier

people of your locality.

Ask for the special folder now in

preparation, showing the Waltham

line of Hall, Mantel and Desk flocks

L
LIMITED

MONTREAL

Maker* and Distributor*, of Waltham Product* in Canada

Factorie*: MONTREAL, CANADA WALTHAM, U.S.A.

/
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EVERY cup IS a winner in our new
Prize Trophy Catalogue. Upwards
of thirty Cups, Shields and Emblems

to select from.

It will be ready for mailing early in January,

and if you do not get yours, please write for it.

ROWLAND & CAMPBELL, Limited
Dept. 5, Canada Bldg., Winnipeg
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lOO per centValue

>'^

Extensive national advertising has done much to establish the name Par.
Plate in the mind of the housewife who is looking for silverware values.

In its own price range, the value of Par Plate is just as unmistakably fixed
as that of Community Plate.

Par Plate bears a good old-fashioned A I plate. It is the first silverware
in this grade ever backed by a definite quality guarantee.

Now is the time to display your line of Par Plate. The steady rush of
the after-Christmas bargain-seekers will enable you to realize frequent sales in

this line.

Its patterns were originated by the same artist who created the beautiful

Community Plate designs, and will make a particularly attractive window or

counter display.

ONEIDA COMMUNITY LIMITED
Niagara Falls, Ontario

mwimmmm.mmWos.
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Official Or6aii of the Canadian. tSeweiry Trade
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"Watch Your Step" in 1920

WITH the conclusion of probably the most success-

ful season ever enjoyed by the jewelers of Cana-

da, the thoughts of progressive men in 'the

trade will turn to the outlook for the New Year now be-

ginning its course. Prosperous as the jewelry business

has been in the past few years, there can be no guarantee

that such desirable conditions will continue indefinitely.

The whole world is in a condition of unrest so pronounced

as to render it impossible to give even a forecast of what

may eventuate. How a restoration to normal conditions

is to be effected is a question that has puzzled the most

acute political economists. Whether it will come through

a financial crisis or through a gradual process of settling

down and increasing production, none is brave enough to

predict. But it is unquestioned that at present we are in

the midst of a period of extreme inflation, a tremendous

boom unequalled in history. And like all other booms,

artificial and not based on substantial prosperity, it is

bound to collapse at some time or other and just as surely

it will carry down with it many who fail to recognize its

ephemeral character.

Canada is not in the position of some of the European

nations whose people are actually on the verge of starva-

tion. There is no question of the ability of this country

to overcome her present burden of debt and develop her

resources to an almost unlimited extent. Her citizens have

not known the fear of famine nor have they been de-

prived of the necessities or even the luxuries of life.

In fact the' only ailment affecting Canada at the present

time is the wild extravagance that has marked the period

since the signing of the armistice. All predictions as to

what really would happen when the war ceased went by

the board, and it is just as difficult to make a prognostica-

tion now as it was then. But the advice given at that time,

to make provision for any eventuality, to buy closely and

keep as nearly as possible on a cash basis, was good then

and it's good now. The jewelry trade should be in a

particularly fortunate position. The demand for goods

has been so strong as to eliminate old stocks almost en-

tirely, there has been no reason for granting credit and

when the books are balanced for the year's business, there

should be a general wiping-out of past obligations and a

renejA-al of business activities with a clean sheet.

V^ sign of the times may be found in the announcements
being sent out by large firms with regard to terms. The
jewelry trade of Canada is rapidly tending toward the

desirable point where the standard rate of discount will

be 2 per cent. 10 days, net 90 days, with interest after

that time. Short dating will very soon supersede the

present archaic system that has survived since the Ameri-

'ivil War i

•e. ^/^
and the whole trade will benefit bv thecan Ci

change.

Present conditions in the trade will serve to attach

peculiar importance to the National Convention of Jewel-

ers to be held in Montreal on February 17th next. There

was never a period when the possibility of relieving the

industry of all the abuses that have accumulated with

passing years was so assured, or when the prospect of

having all the branches of the trade united in a harmoni-

,

ous organization was so bright. The National Association

has more than justified its existence during its brief career,

but it is only at the beginning of its potential usefulness.

With all the provinces organized and controlled by men
of wide vision, there can be no limit to the powers of the

association and it will be essentially a retailers' organiza-

tion. It is therefore most important that the retail trade

be well represented at Montreal next month, so that the

policy of the C. N. J. A., may be well considered and
directed toward the best interest of the jewelry trade as

a whole.

This month a tour of the Western Provinces is being

undertaken by Mr. W. G. Young of London, Vice-Presi-

dent for Ontario, who will visit Winnipeg, Regina and
Calgary during the week of January 12th and Vancouver
and Victoria the following week. It is expected that

Provincial organizations will be formed in each of the

provinces and delegates appointed to the National Con-
vention.

With the west thus brought under the banner, there

will be no doubt of the stability of the C. N. J. A. or the

success of the convention. The assurance that repre-

sentative jewelers from coast to coast will sit together at

a round-table conference on matters afYecting the jewelry

industry is in itself evidence of an achievement that only

a year ago might have been characterized as a dream.

Mr. Arthur A. Everts, of Dallas, Texas, President of

the American National Retail Jewelers' Association, has

announced his intention of being present andl his inter-

national re])uitation as a speaker wilL ensure him a highlv

appreciative audience. The Montreal A.ssociation is mak-
ing arrangements for the convention at the Windsor Hotel
where a banquet will be tendered the visiting jewelers on
rhe evening of February 17th. The programme is now in

course of preparation and that it will be of interest to

every jeweler goes without saying.

The present offers a great opportunity to the trade to

place its affairs on a substantial and satisfactory basis,

with a .square deal assured to each branch and a court of

competent jurisdiction provided for the adjustment of all

inequalities.

3l
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Toronto Engravers New Scale
,^A new scale of prices has been fixed by the Toronto
Engravers Association and went into force last month.
As will be noted, it shows a marked increase in certain

particulars ibut it cannot be said to be unduly high. It

will undoubtedly serve to emphasize the fact that the da>
of free engraving has passed beyond recall, never to re-

turn.V The list will probably be revised shortly and
amended in some minor particulars. All of the Toronto
engravers are now members of the association of which
the officers are: J. H. Clarke, president: Jas. Ferguson,
vice-president: Wm. Herridge, 12 Adelaide St. West,
secretary-treasurer. The list is as follows:

Tn.script)on work, per letter 2c
Trophy Cups, per letter from 2V2C
Cuff Links, per pair.

Script Letter .20
Old English I.,etter 40
Script Mono ,50

Ribbon Mono 7r,

Art Mono
1 . 00

Block Mono
1 . 50

Signet Rings, per letter.

Script
Old English
Script Mono
Art or Block Mono

.10

.20

.25

. 50

WATCHES.
4 .sizes. No. 1, No. 2, No. 3, No. 4.

Size of 10c, 25c, 50c and 11.00 pieces.
Script Mono. 2 or more letters.

No. 1

No. 2

No. 3

No. 4

Ribbon Mono, 2 or 3 letters.

No. 1

.40

.75

.00

.25

No. 2.

No. 3.

No. 4.

Same price for Art or Block Mono as Ribbon.

L(X:KBTS—Sript Mono.

Small
Medium
Large

Ribbon Mono
Small
Medium
Large

PLATWORK—per doz.

Script, plated goods
Script, silver goods
< )ld English, plated
Old English, silver 1

Old Englisb, shaded 2

Crest on flatware .from
With Motto from
Ivor.v handled, allow 50 per cent, above list price.

.25

.40

.tiO

.25

.60

.75

60

75

85

25

2.00
3.50

4.50

HOLLOW WARE—Old English.

% in. size % .35

% in. size ^ 50

1 in. size 60
1 >/4 in. size 75

2 in. size 90

Script Mono.
% in. size 40

% in. size 75

1 in size 1 . 00

1 Vz in size 1.25

2 in. size 1.50

Separate Script.

V2 in. size 25

% in. size 30

1 in. size > 35

1 V4 in. size 40

2 in. size 50

IVORY AND SILVER TOILET GOODS.
3 sizes. No. 1, cuticle size.

No. 2, brush size.

No. 3, mirror size.

Script, per letter.

Size No. 1

" No. 2 ,

" No. 3

Old EJfiglish, per letter.

Size No. 1

" No. 2
" No. 3

SEALS.
t'rests from
With motto from
Script.per letter

(Jld English

OUTLINE AND CUT UP WORK.
Fancy Block Letters for Band Rings
Masonic Emblems, each
Oddfellows' Emblems, each
Block and Art Mono for iSignets, each
Block and Art Mono for Cuff Links, per pair

.10

.20

.30

.20

.30

.50

2.50
3.50

.20

.35

.15

.35

.35

.50

1.50

ORNAMENTAL WORK.
Shoulders of signets 50c up
Shoulders of claw rings 50c up
Laurel Wreath Wedding Rings $2.00
Scroll Wedding Rings 2 . 50

Bridal Wreath Wedding Rings 3 . 00

A minimum charge of 10 cents is made.

These prices are net and apply only to the city of Toronto.
a slight increase being made to cover cost of handling parcels

from outside points.

»

New Silver Area Developing
Considerable interest is being shown in the develop-

ment of the Gowganda and Elk Lake silver deposits. Ad-
vices from the north state that this new district promises

to replace Cobalt in the position of premier importance

in the production of silver. The output from Cobalt has

been slowly declining, measured by ounces, although the

increased price places the total value at far above normal.

In the newer districts, however, the real work of develop-

ment is only commencing, and great things are expected

for the future. The Gowganda and Elk Lake territories

are much larger than Cobalt, but the silver deposits are

v\idely distributed ; so that in.stead of one great mining

area it will more likely be a number of smaller areas at

l)oints where a concentration of values is foimd.

Remnant of Cullinan Found ?

A diamond of il,500 carats is reported to have lieen

found on the property of the Premier Diamond Mining
Co., near where the famous Cullinan, of 3,000 carats, was
found. Experts are of the opinion that it is the comple-
mentary portion of the Cullinan which at the time it was
found was recognized as being but two-thirds of what it

must have been originally. The new gem is stated to have
sustained injuries in the heavy crushers, but the extent of

these is not yet reported. It is described as flawless and
blue-white. Its value is estimated at between £100,0(K)

and £150,000, depending, of course, upon the extent of the

damage caused by the crushers.
»

Admission to the British ^Industries Fair, to be held

at London, Birmingham and Glasgow in February next,

is by invitation only. Canadian buyers who propose to

visit the Fair can obtain invitations from the British

Trade Commissioners in Canada at Montreal, Toronto
and Winnipeg, respectively.
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Tax Proposed on Manufactured Gold

A PROPOSAL to iplace a bonus of $10 per ounce on

the production of gold and to pay the cost of an

excise tax of a similar amount upon manufac-

tured gold has been put forward in the United States

and is discussed by H. N. Lavvrie, chief of the Precious

and Rare Metals Division of the American Mining

Congress in a recent issue of the "Analyist" of New
York.

The American Bankers' Association, at its .auiual

convention recently, unanimously adopted a resolution

calling attention to tlie fact that the gold production of

the United States was rapidly declining; emphasizing the

vital importance to the financial and commercial life of

the nation that the monetary gold reserve be protected

from depletion by other than monetary uses, and urging

upon the Government of the United States the desir-

ability of maintaining the domestic production of new
gold in sufficient volume to satisfy the present anticipated

requirements for gold in manufactures and the arts.

The .\merican Mining Congress then took cogniz-

ance of the situation and decided that in order to as-

sist the Government in formulating a constructive policy

for the relief of the gold mining industry, it would be

necessary to obtain the facts from the gold producers

and to ascertain what would be required to maintain the

production on a basis commensurate with the require-

ments for gold in use in manufactures and the arts.

As a consequence, the national gold conference was
held in St. Louis, and reported a resolution which was
adopted by the American Mining Congress.

The resolution recites the fact of gold production

being on the decline and the importance to the financial

and commercial life of the nation that the monetary re-

serve be protected; states that there is now being used

in the arts and manufactures of the United States more
gold than the annual domestic production ; that this is

obtained from the U.S. treasury for $20.67 an ounce,

whereas the cost for mining and producing gold far ex-

ceeds this figure; that many gold mines have ceased

operations and many others will be compelled to do so

unless relief is afforded; that no change should be made
in the present gold standard and unit of value, and in

conclusion, suggested that legislation should be enacted

to provide "that for a period of five years from and after

the passing of such legislation, there shall be paid to

every person producing gold from the mines within the

United States and its possessions, under such terms and
conditions as may properly ht provided, a premium of

ten ($10) dollars per fine ounce of such gold so here-

after produced; said payments to be made out of funds

to be provided by an excise of fifty (50c) cents per pen-

ny weig'ht (ten dollars—$10—per ounce) on the use.

manufacture or sale of gold in the United States for oth-

er than coinage or monetary purposes and from other

funds in the treasury of the United States, not required

for specific purposes."

Mr. Lawrie, discussing the subject further, says:

"Based on the estimated production of new gold and
the consumption of gold in the trades for 1919, the bonus
to be paid under this plan would be $27,500,000 and the

excise income $32,500,000, a balance in favor of income
of $5,000,000. Considerable foreign jewelry is sold here,

however, and the excise on this would further increase

the income so that a considerable expansion over esti-

mated production could occur without requiring the use
by the Government of other funds to pay the bonus.
Five years have been fixed as the duration of the bonus

and $10 as the amount per ounce, because producers feel

that this sum would be no more than sufficient to insure

the production of gold to satisfy anticipated trade re-

quirements under present economic conditions, and be-

cause a period of less than five years would not be a

satisfactory basis on which to invest large sums of money
in the development of new ore reserves.

MONETARY RESERVE PROTECTED

"The proposal provides the most certain and rapid

protection for the monetary reserve by increasing the

production of new gold to meet the anticipated trade re-

quirements. It removes the entire subject from mon-
etary entanglements and considerations since it deals di-

rectly with gold as a commodity. There should be no
objection by the consumer of gold, as consumers of all

other raw materials have had to pay increases, in many
cases, even greater than contemplated in this measure.
It treats domestic and foreign manufacturers alike and
is uniform in its ajpplication to big and little manufac-
turers. Furthermore, it makes no difference whence
the gold comes as a basis of manufacture. If the excise

were placed on bullion sold by the mint to the trades or a

certificate of sale issued to the buyers of gold at $10 an
ounce in addition to the monetary price, there would
spring up a speculative market in old gold, and coins

would be destroyed wholesale. Since the excise, how-
ever, is imposed only upon the manufactured product,

manufacturers will find no incentive to hoard the metal
in anticipation of the tax.

"It is important to note that, since the embargo on
the exportation of gold was removed, we shipped out of
the country, in July, August and September, $128,913,-

011. and imported only $5,808,612. recording a net loss

of gold held here of $123,104,399. of which $50,532,913
was sent to China, Hong Kong and British India. Ap-
proximately 40 per cent, of the entire gold exports in this

period was sent to countries from which the possibilitv

of its return is extremely doubtful.

"The gold production of the world reached its high
point in 1915 at $469,000,000, and, according to a very
recent estimate, production for 1918 amounted to $374,-
000,000, a decline of $95,000,000, or approximately 20
l)er cent. Reports for 1919 from South Africa and other
foreign gold producing countries indicate that the de-
cline for this year will be still more accelerated. In this

same period the mine production of gold in the United
States had declined from $98,000,000 in 1915 to $66,000.-
000 in round numbers in 1918, or some ZZ per cent. On
account of the continued increase in commodity prices,
the increased efficiency of labor in 1919 and the antici-

pated decline in the base metal output of by-product gold,
the mine production of gold for 1919 is estimated at
some $55,000,000.

INCREASED USE OK GOLD
It is evident that the conditions which produced the

economic pressure, which has forced and will continue
to force a decline in the gold output, will on the other
hand be in favor of an expansion in the jewelry trade
and the volume of gold consumed therein, and that the
consumption of gold in the arts probably will be more
rather than less than that of 1919. $65,000,000. It is

evident that there well be a shortage of newly ])roduced
gold to satisfy the manufacturing and trade requirements
of about $10,000,000 for 1919 and about $25,000,000 for
1920. If the same economic conditions prevail in 1921.
the margin of deficiency will be still greater. To this

(Continued on page 56.)
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Toronto Watch Repairers' Strike Fails

J
ILL^ advised and Ijadly led. the watch repairers ot

Toronto went out on strike on the 1st of last month
for a higher scale of wages, but after two weeks of

waiting for the retail jewelers to hold out inducements

to return to work they decided they had had enough and

the great majority are now back at their benches. The
strike was called by a Watchmakers' and Clockmakers'

Union, recently formed in affiliation with the International

Jewelry Workers of America, and it was, no doubt, the

easy manner in which the Toronto members of the latter

organization achieved their demands that led the watch-

makers to take up the strike weapon.

A very great suri)rise confronted them, however. The
men expected that the retail jewelers would yield at

once on account of the pressure of Christmas business,

but it worked out exactly the opposite as the large stores

were rather relieved at the prospect of not being bothered

with repairs during the holiday season.

Although the strike vote was rei)orted as being practi-

cally unanimous, there was a great difference of opinion

among the men as to the advisability of going out and
when the standpat attitude of the bosses became apparent,

dissension getierally followed in the union ranks. Strag-

glers began to inquire about getting their jobs back and
a number of the men had returned to work when the

union decided formally to declare the strike off. They
thereupon returned to work, except in a few instances

where men found they were no longer wanted at any
price, others were teinporarily employed for the holiday

season and a few of them have left the city.

The result may be taken as a triumph for the Toronto
Retail Jewelers' A.ssociation as its members stood firmly

together on their offer to the men. During the progress

of the strike, it was reported that a number of small

firms had capitulated, but where this occurred it was due
to special circumstances and done with the approval of

the commitee. The first official intimation of trouble was
given in the following letter, signed by the president and
secretary of the union

:

To Whom it may Concern :

The watchmakers and clockmakers of Toronto an;!

vicinity have formed themselves (after organization) into

a union, and affiliated with the International Jewelry
Workers of America. We have held several successful

meetings, and have decided on a policy for the near

future.

We consider that up to the jjresent we have been

considerably underpaid.

We therefore ask that beginning Dec. 1st. 1919, we re-

ceive an increase in wages, with a minimum of forty-five

dollars ($45.00) for a forty-four hour work week. This

to include payment of all public holidays, as is at prcseiil

in vogue.

All work over forty-four hours to ])C paid at the rate ot

time and a half over day pay.

These terms embrace only fully (|ualihe(l workmen.
Ai)prentices and so-called improvers arc excluded unless

having first served five years on actual repair work.
Apprentices to be graded according to .skill and length

of service, if over three years and under five, a minimum
of ($25.00) twenty-five dollars to be paid for the three-

year apprentice.

We a.sk your careful consideration of the above, and
ref|uest you send us a rejjly to reach us not later than
noon, 27th inst.

Should you consider that some points will have to be

discussed to arrive at a proper understanding, we will

appoint a committee to meet the retail jewelers to readjust

such matters, such meeting to take place not later than

20th inst.

Yours for the Union.

Inj:esponse to this letter, the association appointed a

committee to meet the men with a ])roposition that the

entire trade be placed on a piece-work basis, the work-

man to receive 45 per cent, of the retail price of hi.-

product. It was also agreed that the price list would be

revised so that the men would be able to earn mqre money

than if the present schedule were adhered to. It was also

agreed that a graded price for repairs on watches would

he established according to their quality, so that a man
repairing a cheap watch would not be receiving the same

return as one on an intricate job. Further it was agreed

to cut the guarantee on repair work down to three months

instead of a year, as the men claimed that they were re-

(|uired to spend time in fixing uj) "come-backs," which

had been turned out in perfect condition. The retail

trade would have discussed abolishing time guarantees

altogether but as the men suggested three months it was
allowed to stand.

Another complaint was to the effect that repairs were

sometimes estimated at too low a figure and the repair

man, in consequence, did not get full return for his work.

It was found, however, that the general practice was to

report back to the customer when it was found that the

amount of repairs needed was greater than had been

estimated, so that the complaint had no foundation.

The meeting between the employers and employees

was very cordial and hopes were entertained that a strike

would be avoided, as the men's committee certainly ap-

peared to be very well satisfied. On reporting back to

the union, however, the proposal of the employers was
rejected almost unanimously.

.\ meeting of the Jewelers' .\ssociation was then called

and it was decided that owing to the lateness of the sea-

son and the impossibility of getting the members together,

the offer to the men should be withdrawn, as it would be

impossible to carry on any further negotiations until the

new year. The union then ordered a strike.

A revision of the price list has been undertaken by a

committee of jewelers, and it is probable that it will be

put into effect early this year. Some readjustment of

salaries will also be made, but this will be done by the

various firms and individuals and not through the as-

sociation, as the un'on is understood to be defunct.

Thief Invents New Trick
A Regent street (London) jeweler tells a new one. A

woman drove up to his shop and asked to be shown some
"really nice rings," suitaible as a gift to her daughter on
the occasion of her 21st birthday. The saleswoman obliged

by ])ringing out several valuable rings, from which the

prospective customer chose one which she thought would
suit. She had taken off a cheap cluster ring which she

was wearing, to compare it with those shown ; and as she

turned to leave the shop "to bring her daughter," the clerk

noticed that she was wearing not her own comparatively
cheap ring, but one of the expensive ones which she had
been admiring. When her attention was drawn to the

oversight she became profusely apologetic, exchanged for

her own ring, and hurried out to her automobile. Needless
to .say she did not return and has not been seen since.



THE TRADER 35

THE TRADER
Official Publication of the

Canadian Jeweler & Optician
Entered as Second Class Matter In the Post Office at Toronto.

Enttrtd u Second Clus Matter, October 18th, Itlt. at the Fast Offlc* tX BuffeU,
N.T.. under the Act of March 3. 1879.

H. GAGNIER. LIMITED. PUBLISHERS
Richmond and Sheppard Streets.

Toronto. - Canada

BRANCH OFFICES:
NEW YORK—Room 403, 505-5th Ave.

L. M. Bradley, Reipresentatlve.
Phone Murray Hill 6421.

MONTREAL—171 St. James Street.
J. J. Butler, Repreaentatlve.

WINNIPEG-^35 Qu'Appelle Avenue.
F. C. PIckwell, Rapresentatlve.

Telepihone Garry 3226.

THE TRADER AND CANADIAN JEWELER is published on
the first of every month, and is the ofBcial publication of the
.Tewelry and Optical Trades of Canada. With it the following
publications are amalgamated: The Canadian Optician, To-
ronto. 1906: The Jewelers' Journal, Hamilton, 1905.

SUBSCRIPTIOiNS.—Canada and Great Britain, $3.00 per annum
in advance. United States, the Continent, and all Postal
Union countries, f4.<M) per annum, in advance.

)
6640

Private Branch Exchange connects i Main 6641
with all Departments.

j 66i2^A

v/^Gold Supply Again Suspended —

AN announcement from the authorities at Ottawa that

the supply of gold for manufacturing purposes was

again suspended was received by the leading firms

last month in the following terms

:

"Owing to the unsettled state of exchange, the

issuing of gold bars for manufacturing purposes

in Canada by the department, has been suspended

for the present."

This was signed by the Comptroller of the Currency

and immediately on its receipt, steps were taken by the

C. N. J. A., to have the suspension lifted.l^ communica-

tion was addressed to the Minister of Finance setting forth

the absurdity of jewelry manufacturers being compelled

to send to a foreign country for their supply of raw

material when Canada produced such a quantity of gold

and the possibility of serious consequences following the

curtailment of the supply. The matter was also taken

up with the Canadian Manufacturers' Association and a

satisfactory arrangement is anticipated.

Just as we were going to press, the following letter was-

received from the Deputy Minister of Finance

:

"The Department would be pleased if it could carry on

the arrangement under which we supply manufacturing

jewelers but the high rate of New York exchange pre-

vents are keeping our stocks supplied through the mines.

As gold, however, is procurable in the United States at

the same rates as you would have to pay the department

for it, it seems to, me the suspension of the arrangement

will produce no hardship to those concerned."

A Miscarriage of Justice

ADANGEROUS precedent was set by the magistrate

of the Toronto Police Court last month when he

dismissed a charge brought by the inspector under

the Gold and Silver Marking Act on the most serious con-

travention possible under the law. There was no question

as to the facts ; the defendant had exposed for sale a

wedding ring l)earing a 10 k. mark, which was shown In

the report of the Royal Mint at Ottawa to have assayed

at only 8.47 k. The reason for the decision was that the

retailer had been suspicious of the rings, but, on com-

plaint, had been given an assurance that they were up to

the quality stamped upon them.

Sympathy with the dealer was not misplaced but it

would be a very serious matter if every retailer could es-

cape responsibility 'by saying that he had accepted the

word of the manufacturer that the goods were all right.

The offence of carrying jewelry bearing a false stamp is

much more serious than such technical infractions as not

registering a trade mark, etc. The section covering this

point provides the only protection the public has against

imposition and deception and it cannot be too rigidly ap-

plied. There is nothing to prevent retailers from carrying

trade marked goods. If the manufacturer elects to leave

off his trade mark, he must have some reason for it, and
if the retailer wants to accept the responsibility of carry-

ing goods without a trade mark, he need not complain if

he is brought to account for misrepresentations as to

quality.

There should be no question about the necessity for

appealing this case and there should also be some repre-

sentation made with regard to having such cases tried be-

fore a magistrate with some legal experience.

Discouraging Dishonest Traders

AVERY creditable work is being carried on by the

Prosecution Committee of the Canadian Credit

Men's Associatio in the way of discouraging

traders who are inclined to be dishonest with their credit-

ors. Recently two convictions were secured which can
hardly fail to have a very salutary effect on those who
have an inclination to follow a similar course to those

convicted. One of these was the case of a dealer in To-
ronto who sold out his business, giving the purchaser a

statutory declaration that he had no creditors, ilt after-

wards developed that, at the time of sale, he owed ap-

proximately $1,800 to $2,000. A charge of perjury with
intent to defraud creditors was laid against him and he

was sent to the jail farm for three months.

Another case arose in Sault Ste. Marie, where a mer-
chant, after about nine onths in business, made an as-

signment. Upon a statement being made, there was found
a very large deficit. The case was followed up and, while

it was found impossible to secure direct evidence of fraud,

it was thought that perjury must have been committed in

examination for discovery. The dealer was arrested on
this charge and was also charged with failure to keep
proper books of account. He was acquitted on the per-

jury charge but convicted on the other and sentenced to

two months in jail and to pay a fine of $200 or an ad-

ditional two months in jail.

The Outlook for 1920

MR. M. C. ELLIS, President of the Canadian Na-
tional Jewelers' Association, in reply to a request
from a magazine in the United States for an

estimate of niineteen-twenty conditions in business, for-

warded the following reply: "Nineteen-nineteen proved
a record year of prosperity for the Canadian jewelry trade,

and the prospects for nineteen-twenty are good. The
world's unsettled condition demands continued watchful-
ness, the profits of prosperity conserved, liabilities reduced,
long credits abolished and short-date or cash buying
adopted. Organizations have given the jewelry trad-e a

better understanding of modern business methods, and
nineteen-itwenty should place it in a sounder condition and
upon a higher plane."
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Short Date Buying Encouraged

DISCOUNTS have now became a very live question

among wholesalers and manufacturers, and it is

probable that some action will be taken in the near

future looking toward a uniform rate in the jewelry trade.

The Waltham Watch Company and the American Watch
Case Company have put into effect the following terms

:

2 per cenit. cash ; net 60 days ; bills not paid to bear inter-

est at one-half of one per cent, per month. The Meriden-

Britannia Company and the Standard Silver Company
have fixed their rate at 2 per cent. 30 days ; net 90 days,

with interest on overdue accounts at 6 per cent. The E. &
A. Gunther Co. is also on a 2 per cent, basis on materials.

It is probable that other firms will take similar action, and

a long step will be taken toward standardizing the rate

all around.

At the present time, the wholesale houses have a most

unwarranited amount of detail work to do that should be

stopped as quickly as possible. Some houses have dis-

counts on different lines of 2 per cent., 3 per cent., 5 per

cent., and 6 per cent. Separate bills have to be imiade out

for each class of goods, and an unjustifiable expense is

added to the cost of doing business.

Difficulties, of course, lie in the way of adopting terms

that would be entire'ly satisfactory to all interests. It

should not be so difficult, however, to reach common
ground on the general question, as the present system is

admittedly expensive, unfair and illogical. It increases

the cost of goods and prejudices the man who is working

against handicaps. The sooner the trade reaches a uni-

form rate, in so far as it may be possible, the better it will

be for everyone concerned.

Excise Tax on Second-hand Rings

Ax enquiry was received from a manufacturer last

month as follows: "Please inform us if war-tax

has to be paid on second-hand diamond rings,

which we wish to sell."

The question was referred to the Assistant Deputy

Minister of Inland Revenue at Ottawa, who made the

following re[)ly

:

"The department cannot untlertake to issue a general

decision covering cases of this nature, consequently each

case must be dealt with on its merits.

"If the manufacturer receives so-called second-hand

diamond rings into stock, and it is claimed that the war-

excise tax has been paid thereon, in virtue of which ex-

emption from further payment of the tax is desired, it

will be necessary that he should conclusively establish

that said tax has already been paid in respect of such

rings, otherwise they will be regarded as newly manu-
factured stock and therefore liable to the tax."

Royalty a Blaze of Gems
.A magnificent display of diamonds was seen at a recent

ball at Buckingham Palace. The Shah of Persia was
present, wearing his famous diamond star, by which an

aigrette is fa.stened to the front of his fez. ' It is stated to

be a marvelous example of the art of the lapidary, and
scintillates with every (movement of his head, glowing and
flashing with all the colors of the rainbow. But the bril-

liance of this jewel, wonderful though it is, was dimmed
bv the blaze of diamonds worn by (Jueen Mary. The
Queen wore a diadem containing the "lesser stars of

.Africa.'' cut from the famous Cullinan diamond, while
luT throat was encircled by Ijrilliants of cxce])tionaI size

and color.

Canadian Jewelry Imports

Clocks, clock and watch Month of Seipt
keys, clock movements ]|>1S
and clock case.s

—

United Kingdom $ 360
United States 47.127
.Jaipan 675
Other countries

.

1019

657
6,600

Six Montlis
Ending Sept.
1918 1919

346

I 1.005
379,071

1.749
315

$ 5,235
361,632

70.5

1,498

Totals $4S,162
Watch*s

—

United Kimgdom % 509
Uiniited SUites 444
Switzerland 5,fl08

Ot1i«r coutries

$77,603 $382,140 $369,070

$ 1,055
1,406
4.925
951

7,106
6,590

15.834

2. 418
6,689

23.442
1.877

Totals $ 5.961
VVaitoh actions and Tnove-
ments and parts Iheieof.
flnisihed or umfinishetl,
including winding bar.';
and sleeves

—

Uniited Kingdoni
T'lmited States
France
.Switzerland
Other countries

$ 8,337 $ 29.530 % 34,426

% 179
69,366

46.352

$ 327
100,976

177
83.197

$ 8,110
459,905

1,002
256.280

447

$ 4.476
500,942

533
370.071

Totals $11l.').SS7 $184,677 $725,744 $876,022
^\ atch cases and parts

thereof, finished or un-
finished

—

Uniteri Kingdoni . . $ 415
62.421

$ 760
93,070TTnited Staltes $ 6.701 $17,053

.Switzerland 4.889 6.218 19,380 33,506
Otlipr countries ....

$1

310 240

Totals [I,,i90 $23,271 $ 82.526 $127,576
Gla.=:S halls. and cut.
pressed or m o u 1 d e d
crystail gla.ss tableware.
blown glass tab! eware,
and other cut gla.ss-
ware

—

TTn'iterl Kingdiom % 284 $ 818 $ 3,831
236,657

$ 6,066
269,602TTnitei States ...... ;9,026 36,089

.Japan 94 3 806 40'9

Other countries ....

$i

112 10

$36,920

445 1,565

Totals !9,516 $241,739 $277,642
Eledtiro-plated ware and

gilt ware, n.o.p.

—

Undted Kingdom .. $ l,20i3 $ 7.567 $ 8,846 $ 23,514
United States 4.531 27,455 62,960 118,460
France 1,211

62
875

Other coiUniti*ie.s ....

% $35,022

122

Totals 5 734 $ 73,079 $142 971
Sterling or other silver-
ware, n.o.p.

—

United Kingdoim . . $ 290 $ 5.152 $ 6,632 $ 23,819
Un.iited States 963 12,232 24,237 40,529

932Other countries ....

%

3

$17,384

27

Totals 1.256 $ 30,896 $ 65,280
Manufactures of gold and

silver, n.o.p.

—

TTnited Kingdom . . % 8 $ 553 $ 773 $ 1,825
United States 1,422 16,357 13,884 62.498
Other coiuniti'ies .... 45 20 1,043 587

Totalis

.Silver bullion in l>ars.
blocks, ingots, drops,
siheets or plates. un-
maniufactured

—

Uniited Kingdom
United States $164,470 $286,541
Other countries

$ 1,475 $16,930 $ ;15,700 $ 64,910

$819,955 $2,140,044

Totals $164,470 $286,541
Jewelerv, n.o.p.

—

TTnited Kingdom $1,371 $8,057
United States 39.107 118.332
France 919 1,542
.Tapan 465 1,508
Other countries 171 13

Totals $42,033 $129,452

Diamonds, unset

—

United Kingdoim $S2.U76 $388,062
United States
Netherlaindis 164,722
Other countries

$819,955 $2,140,044

% 7,776
378,575

4,137
3,350
433

$ 18.056
486,244
12,009
7,873
405

$394,271 $524,687

$486,119 $1,235,2.37
68,692

426,542
7,191

Totals

I'recio'us stopes and imi-
tations thereof, not
moiunted or set. and
pearls and imitations
thereof. pierced. siplit.

strung or not. but not
set or mounted

—

United Kingxlomi
United States $ 3,618
France 4,517
lta;ly 550
.Jaipaip . .1

'^)t'hf'r countries 147

$82,076 $552,784 $486,119 $1,737,662

$80,483 $ 14.303 $259,938
16,730 34,717 59.132
8,841 29,230 44.764
1,129 2,952 -' 2.70.6

46 1.316 6.084
8 449 7.517

Totals $ 8.832 $107,237 $ 82,967 $3811.141
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Credit, Competition, and the C.N.J.A.
B\ Julius Micklc.

SO much has been written on the subject of credits

that the topic has been worn almost threadbare.

There are, roughly, the two schools : those who ad-

vise practically cash transactions between the rvUailer

and the wholesaler, jobber, or manufacturer; and those

who advise the retailer to retain a line of credit even

though it may not be necessary. Very few students of the

subject, of course, go to extremes in either direction.

There is no hard and fast dividing line, and the more
moderate of the two schools come so nearly to mergence

in theif theories that it is difficult to decide just which

procedure they favor in general, their attitude appearing

to be that decisions must be made individually according

to individual circumstances.
* * *

In the first school must be included those who point to

the bank as the proper source of all credits, and advise

recourse to the bank in order that full advantage may be

taken of all cash discounts allowed on invoices; as well as

those who maintain that a business

should carry itself on its own ac-

crued capital ; and those who pre-

fer a combination of the two, in-

sisting upon sufficient business

capital to carry the average stock,

with only sufficient borrowing

from the bank to permit of neces-

sary increases of stock for, say,

the Christmas season. The prin-

cipal points adduced by the ex-

ponents of this form of business

are as follows

:

That if you normally pay your

bills within six months, and if you

can get a five per cent, discount

for paying within thirty days, you
will earn at the rate of twelve per

cent, per annum on your money in

discounts alone by paying within

thirty days instead of waiting six

months. This is worth earning

whether you do it on your own
capital or borrow from the bank
at from six to eight per cent. Either way your are in

pocket.

That the merchant who does business in this manner
is independent of the wholesaler, manufacturer, etc., can

buy in the best market, spread his purchases over as many
firms as he likes, and take advantage of every oppor-

tunity open to the cash buyer.

That he will receive first consideration from the whole-

saler or manufacturer who wishes to realize cash on some
of his stock, and is willing to dispose of it at a favorable

figure to retailers who pay promptly.

That by dispensing altogether with liabilities, or by
concentrating them in the bank instead of having them
sprinkled over a number of creditors, the merchant
knows better where he stands, and is less likely to allow

things to grow stagnant or start on the down grade.

That under these circumstances he is also more likelv

to hold down his personal income from the business to

the minimum in order that he may accumulate capital

and make the business carry itself to as great an extentt as

[lossible.

WHAT ITS ALL ABOUT
Prospective elimination of unre-

stricted credits need not ivorry the

retail jeiveler who has any business

ability.

He should anticipate the situation

and be prepared for it.

If he plays his cards ivell, he may
turn it to his oTvn advantage, both by

using it as a spur to himself and by

aiding it in the prevention of further

Wasteful competition.

The C.N. J.A. stands ready to his

hand as the organization in which the

retailer, wholesaler and manufacturer

may combine forces to the immense

benefit of those already in the trade.

volved. He is real

These are a few, and serve to give a general idea of

the contentions of the apostle of cash buying.
* * *

The exponents of buying on credit, on the other hand,

go on the theory that since you have to do business on

capital and since it must be the business from which you

obtain your business income, it does not much matter

whose capital it is so long as the business pays you well.

If you have capital, they insist, it will earn you money
whether in your own business or some other; and if you

have none, or not enough to finance your buying on a

cash basis, that is no reason why you should refrain from
doing a profitable business on someone else's capital.

Their principal arguments in favor of credit buying are

:

That if you have capital enough to finance your maxi-
mum business, a large part of this will be lying idle dur-

ing the part of the season when you are doing a minimum
business.

That if you rely on the bank to carry the difference

between your minimum and maxi-

mum business the bank is much
more likely to refuse you credit

when you need it than the whole-

saler would be in a similar junc-

ture.

That if you have not been re-

ceiving credit from the wholesaler

and find it necessary on occasion

to ask for an extension of time on
an invoice, he is naturally liable

to become suspicious that some-
thing is wrong.

That the wholesaler who gives

you a line of credit has a conse-

(|uent interest in your business,

due to the fact that his capital is

involved in it. and he will give you
every assistance and advice, will

not try to '"unload" on you, and in

his own protection will, if need be,

carry you through a time of strin-

gency which he would not do if

no money of his own were in-

in business with you, and his suc-

cess is to some extent dependent upon yours.

That if business is to be carried on on bank credits,

it is much more economically done by the wholesaler or

manufacturer on a large scale than by the individual re-

tailer on a small scale.

That if you have any creditors it is better that they
should be firms who have an interest in your future busi-

ness than banks whose only interest is the security of and
and assured income from money loaned. The bank cares
little what happens to your business so long as its monev
is amply secured.

* * *

It is not the purpose of the writer to give an opinion
as between the contentions of the rival schools. Success-
ful businesses have been buih up on either basis, and on
comibinations of the two, the degree of success depending
on the business ability of the individual retailer rather
than on the superior virtues of this system or that.

The point to be considered is rather that present ten-
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dencies are toward uniformity of cash discounts* and

less prodigal extension of credits. It cannot be said that

l)iisiness has yet gone any great distance along this road,

but at least a start has been made. Granting this ten-

dency, the questions of interest to the retailer are

:

1. How is this tendency likely to affect me?

2. How can T assist in making the situation react to

my benefit ?

* * *

To answer the first question it is necessary to get

l)ack to the probable reason for liberal cash discounts.

Naturally, they go hand in hand with long credits. If

the wholesaler or manufacturer is not in the habit of

granting long credits, he can have no particular object in

giving substantial discounts for cash. Liberal discounuts,

therefore, must infer that liberal credits are costly. And

they are. The dealer who gives most lil)eral credits is

naturally most frequently nipped by failure of his debtors.

If he continues to do a paying business it must be be-

cause his customers who do not fail are paying sufficient

to reimburse him for his losses on those who do fail. Con-

versely, if he is able, by reducing his credits, to reduce

his losses due to failures, he 'will then be able to sell at a

lower percentage of profit while leaving his own net

profit as great or even greater.

The ef¥ect of this on the individual retailer depends

upon the health of his particular business. If it is a

healthv business, one which either has no outstanding

liabilities or is moving in that direction, it will be bene-

fitted by anything which tends to reduce loss and expense

for the wholesale and manufacturing firms from whom it

buys. If it is an unhealthy business, one which is behind

with its payments or tending that way. it may find itself

nipped in the process of credit reductions. But even in

the case of such businesses the process may react to their

benefit by the spur it will provide. Retailers who are in

this situation will find themselves forced to do business

])rofitably and economically or go out of business alto-

gether. Many will comply with the first alternative; only

the hopeless ones Vvill go out of business. This will be

greatly to the benefit of the trade as a whole for this

reason: that if a retailer is losing money, and it is not his

own money, that loss must be made up in the prices the

wholesaler and manufacturer charge for their goods, and

is consequently borne by the trade as a whole: hence, if

the loss is eliminated, the entire trade must share the

benefit.

It is possible, too, that the retailer of the future will

he compelled by the more reliable wholesalers and manu-

facturers, as a condition to the extension of such credits

as may be allowed, to show not only that his business is

paying but that he has some proper system of accounting

which vvill tend to keep it in a healthy condition. This

question of proper accounting is one which will possess

increasing importance, and that jeweler will be well ad-

vised who does not wait for changing conditions to force

it upon him. Accounting, especially stock accounting, has

been practically unknown in the jewelry business in Can-

ada. Probably not half a dozen retailers in the entire

Dominion used such a system up to two years ago. Since

then two or three dozen small but wide-awake firms have

introduced it, with entirely happy results. Some have

been actually "pulled out of a hole" by it, according to

trade gossip.

In this connection there is one particularly cheering

reflection for the retail jeweler: that it will be increasing-

ly difficult for new competitors to get into business. If

* Several lar<^c sUz'crware concerns have already

adopted a uniform discniiiit of 2 per cent., thirty days, net

ninety days.

the credit man is to become inquisitive as to the manner
in which the already established merchant is conducting

his affairs, how much more inquisitive he is likely to be

concerning the ability and prospects of anyone attempting

to estal^lish a new concern !

* * *

This leads to the second question of the two previously

mentioned: "How can I assist in making the situation re-

act to my benefit ?

One reason why the retail merchant is not making
the money he should be making is because there are too

many retailers in the business. The blame is not to be

attached to this one or that, or even to the wholesalers

who may have encouraged this state of affairs. If there

is any blame it is rather due to the hap-hazard manner in

which not only the jewelry trade but practically all others

have been conducted. There are undoubtedly too many
retail merchants of all sorts in the Dominion. But the

situation is a fact and cannot be helped.

What can l)e done, however, is this: tTie merchants al-

ready established can see to it, if they so desire, that

when the population of Canada increases to such extent

as to correct the situation (which it is almost sure to do
within a very few years) the number of retail businesses

is not allowed to grow with it in a manner which will

maintain the situation in its present undesirable state.

The point was recently brought out in an address at

\ ancouver that if it was in the interests of the commun-
ity to examine a professional man as to his knowledge of

the profession before allowing him to practice, it was
surely (|uite as much in the community's interest that a

business man should be required to prove his business

al)ility and ])rospects l)efore being allowed to start in

liusiness.

The point is a good one. It may not be possible to

open a business college with parliamentary -sanction

limiting merchants to graduates of this college; but it is

cjuite possible for the retailers, wholesalers, and manu-
facturers to get together and agree among themselves

that in the interests of every individual in the trade it is

better that the whole trade be conducted on the most
economic lines possible.

This being granted, it must be conceded that econ-

omic conduct of the trade as a whole implies the smallest

l)ossible number of retailers consistent with facilitous dis-

tribution of jewelry over the entire country. If the busi-

ness does not prosper, those concerns which are weakest
will eliminate themselves. If the business does

prosper there will be no need to eliminate any who are al-

ready in business. But it should be seen to that no new
jewelers are allowed to start in business excepting where
a neii' or groii-'ing territory fully jtistifies another retail

sliop.

It is not necessary that any "combine" laws be in-

fringed in doing this. There need be no agreement, even

verbal, on the ])art of wholesalers to sell only to such re-

tailers as are authorized; nor on the part of retailers to

buy only from such wholesalers as restrict their sales in

this manner. All that is required is that the lesson be

pounded thoroughly home that it is distinctly in the in-

terest of the wholesaler to sell to established customers

and to refuse credit to new retailers whose enterprise is

not justified: that it is equally in the interest of the re-

tailer that he concentrate his buying on those wholesalers

who discourage new and unjustified retail competition;

and that it is still more in the interest of the community
of consumers that they should not be required to support

a needlessly large and expensive proportion of retailers.

The machinery through which the educational work
(Continued on page 56.)



m-^'

OFFICIAL PUBLICATION OF

1HE CANADIAN JEWELER

<^^:^^



THE TRADER

THE BEST SELLER
in the Jewelry Line To-day

is the

WALDEMAR CHAIN
Our 1920 line of Waldemars has been

much enlarged by the addition of many new

and original designs.

The H.& A.S. Gold-filled Waldemar

line has been warmly commended by all

who have seen it.

We also ma\e a large assortment in all

gold— 14k, ^^d platinum—also 141^ yellow

and white gold combinations.

A few patterns are also made with sliding

bars.

H. & A. Saunders, Limited
The Pioneer Jewellers of Canada

TORONTO - ONT.

G. W. REID & CO., Ltd., TRURO, N.S., are our Agents
for the Maritime Provinces



7 HE TRAD E R

The House of Quality

1883 1920

Makers of High Class

Platinum and Gold Jewelry

iTfUDC MARK

SAUNDERS, LORIE & Co.
LIMITED

TORONTO CANADA
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Creations
in shape, design and treatment

Clover-Leaf designers and

craftsmen have set a new standard

for the world in cut glass of a

liner quality.

Not only have we evolved

many refreshingly new shapes and

designs, but we have also achieved

remarkable new effects.

The new pieces we offer would

command attention merely for the

fact that they are beautifully

hand-carved from flawless Bel-

gian blanks.

But, in addition, they are

original, artistic creations—won-

derfully enriched by fine intaglio

cutting.

The butterflies in the wine set

shown above are brilliant, superb

specimens of this wonderful treat-

ment.

There's a novelty, exclusive-

ness and quality about these new

designs that will awaken im-

mediate interest among your cus-

tomers—especially gift purchasers.

Let us tell vou more about them.

^yCflmrsD

Albert Street TORONTO
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The piece of jewelry they wear,

however small or apparently insigni-

ficant, IS just another factor in the

complete "ensemble" which goes

toward the expression of their per-

sonality.

Individuality, then, is one of the

features of the Milligan line that so

appeals to your customer.

W. A. MILLIGAN & CO.
LIMITED

137 Jarvis St. l Toronto



THE TRADER

J. BOAS DIAMONDS J. BOAS DIAMONDS

03
Q
o

09
<o

03

o

03

o
pq

OQ

03

o

710 Lumsden Building

T'Ae Room and the Building

for visitors in Toronto,
when looking for

DIAMONDS

J. BOAS
Diamond Importers
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r^OULTER'S
Series I—No. 5

AGE
Being a page devoted to a
monthly buying, selling or

display suggestion to the

trade in general.

What About Selling Power?

We hear a great deal about buying power these days—the buying

power of the jeweler's patronage, for instance. No doubt, the jeweler

has a good many dollars walk into his store in the course of a month.

Selling power is the counter reserve that attracts those dollars and

keeps them in his store.

Selling power is accumulated through aggressive salesmanship, an

attractive store and thoughtfuU\)-planned quality display.

Every jeweler appreciates the value of display—does every jeweler

take full advantage of his opportunities for display?

Coulter Cabinets, JeXvelry and Ring Cases, etc., offer a wealth of

profitable opportunity.

Display with the aid of a "Coulter."

Our present stock comprises Oak, Mahogany and Walnut Cabinets,

and Tables (with hand-carved and straight legs), as follows:

—

.xo.

(10

oox

ox
1

2

3

4

.5

6

6Vi

Description Contents

One compartment only 36 pieces.
One compartment only 48 pieces.
Drawer and deck 43 to 60 pieces.
Drawer and deck 48 to 52 pieces.
Drawer and deck 72 to 78 pieces.
Drawer, deck and tray 102 to 108 pieces.
Drawer and deck 99 to 106 pieces.
Drawer, deck and tray 110 to 120 pieces.
Two drawers and deck 132 to 138 pieces.
Three drawers and deck 161 to 170 pieces.
Three drawers and deck, spaced for
waiter and tea set 167 to llh pieces.

Serpentine front, drawer deck and tray 102 to 106 pieces.
Serpentine front, two drawers and deck 132 to 138 pieces.
Serpentine front, three drawers and
deck 161 to 170 pieces.

Specify size, contents and color of lining.

The J. Coulter Company of Toronto, Ltd.
80-82-84 Chestnut Street, Toronto

(Next to Armouries)
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We would like to draw your attention to the fact that our travellers are now
preparing to leave on a visit to the trade with an excellent range of Samples

of Fall goods.

j»»»»»—#—#######^W#—»^

Ipearl Sttino Becklettes
are in great demand during the late season, and ive are carrying an extensive

range of Indestructible Pearl Strings of the very highest grade, all absolutely

fully guaranteed not to peel or deteriorate in color from body perspiration or

atmospheric conditions.

They are also showing samples of

—

CIGAR AND CIGARETTE CASES—METAL BOXES
GOLD AND GOLD-FILLED EARINGS

and a general line of High-grade Gold-filled and Solid Gold

JEWELLERY
in a full and excellent assortment of the latest novelties and designs.

In fact, in all, they are showing a range that any progressive dealer will

be glad to inspect, because they hold many possibilities that are even

OPPORTUNITIES.

J. L. SABBATH & COMPANY
5 Notre Dame St. West -

. Montreal
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Again -

The Newest Designs

9 R/CHW^^^

CHAINS-

Our new factory, equipped

with the most modern machin-

ery obtainable, combined with

a highly skilled organization

of capable workmen, will make

the "C a p p" line this year

second to none.

Eyeglass, Necklets, Walde-
mars, Dickens and Alberts.

BRACELETS Silver and Gold filled and B
Angle.

CASES—

BROOCHES-

RINGS-

Sterling Silver Cigarette and
Vanities.

Bar Pms and Tie Pins.

A most complete range of

diamond-set as well as signet

and fancy stones.

Out travellers will be ready to leave in a fetv days

rvith a truly representative line of well-made jewelry.

T. W. Capp Co., Limited

176-178 Richmond St. W., Toronto

Call and see us when in Toronto.
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Selling Satisfaction

Selling a watch is not enough. If you would secure the

goodwill of a customer, you must sell him satisfaction.

Have you considered how much complete satisfaction with

a watch depends upon its case?

A perfect case protects the movement, saves repairs,

prolongs the life of the movement. An inferior case is bound
to result in trouble sooner or later.

Persuade your customer to have his watch dressed in a

Winged Wheel, Cashier or Fortune Quality, Case. It will

go a long way towards securing his complete satisfaction with

the movement.

WINGED WHEEL

The Trade Mark
of Quality

The American Watch Case Company
of Toronto, Limited

511 King Street West, Toronto

m^ ^m
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THE TAVANNES WATCH COMPANY—Promoting Co-operation—No. 1

The building illustrated above was erected by the Tavannes Watch Company in 1916

expressly for the use of its employees.

The top stories are given over to bedrooms for the foremen of the plant who are

bachelors, the balance being devoted to dining-rooms, ballrooms, reading-rooms, recreational

halls, kitchens, etc., etc.

The Village of Tavannes, Switzerland, consisting of some 2,000 inhabitants, is

practically all employed by this Company. In addition to this, they employ another 1 ,500

persons who journey from outlying districts, and who greatly enjoy the conveniences

afforded them m this building.

For the benefit of the employees residing in the village, the Company have erected a

number of residences, with a strip of land adjoining each. These places are for the use of

the employees who are married. Each house of this kind is fitted with furnace, electric

light, bathroom, hot and cold water, and, in fact, quite a number of modern appliances.

The main hall (shown above) is beautifully finished in hard pine, with hot and cold

water, ladies' and gentlemen's quarters, electrically lighted, and, in all, representing a

building that many cities here would be proud to acclaim their cosiest hotel.

We will describe the interior still further in the next issue of "The
Trader and Canadian Jeweler."

The reason for the Tavannes Watch Company going to this tremendous outlay for

their employees is the fact that they believe "the spirit of co-operation will do more

toward perfecting a product than anything else ever devised." •

SCHWOB BROS., 701 McGill Building, MONTREAL
General Agents for the Tavannes Watch Company
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MADE IN CANADA d
H

CAMEOS
Full line in all sizes with beautiful range of colours.

The Anthony Brothers' trade mark is your assurance and your

customers' guarantee of perfect satisfaction.

Original and beautiful designs.

Our quality cannot be surpassed.

ANTHONY BROTHERS

The Cuff Link is one of the most essential

articles of jewelry.

You insist on the newest creations in enamel-

led and engine-turned links, and you will find

the

"ELLIOTT-BISHOP
V

production at the top.

SOLD BY

ANTHONY BROTHERS
/Iftahere of Ibtiib (3raC»c Jevveltw

24 Adelaide St. West :: Toronto, Ont.

Write for an Approval Selection

REGISTERED

TRADE MARK
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PEARLS

Our
Guarantee
The maker of this

famous pearl here-

by guarantees that

every pearl on this

strand is solid and

insoluble and will

not peel, discolor,

crack or break. Test

La Louise Pearls in

cold or hot water

and you will find

that they do not

soften or dissolve as

do many artificial

pearls, but will re-

tain their many fine

qualities.

After experimenting for many j'ears, we have suc-

ceeded in perfecting the manufacturing of the

PEARLS
Each strand of pearls carries our guarantee tag, which

puts the responsibility up to us and protects your sales.

The LA LOUISE PEARL is made in a variety of

delicate colorings of ORIENTAL, pink, cream and

white, and can be had with a green gold clasp. A
diamond clasp is also furnished if desired.

Every necklace is put up in a beautiful purple velvet

jewel case.

A letter will bring a sample line with complete in-

formation to you.

Established over a quai-ter of n century

Manhattan Bead Chain Co.
Importers of Bead Necklaces and Manufacturers of Pearls

39 West 36th Street - New York City
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Famous Hamilton Silver Sold

39

OLD silver belonging to the one-time famous col-

lection of Hamilton Palace was disposed of at

Christie's during November in 148 lots, real-

izing £32.277. The highest price paid was £4,360 for a

dinner service of 9,527 oz., by Paul Storr. 1806. It is

possibly of interest to note that the price paid for this lot

is considerably less than double the present value of the

silver as bullion. The greater part of the Hamilton col-

lection, including furniture, paintings, tapestries, etc., was

dissipated in a sale at Christie's in 1882, when ail the best

pieces were sold. The remnant of furniture and tapestries

as well as most of the silver, has now been disposed of.

The collection of silver was large in quantity, good in

quality and varied in purpose and origin, writes H. Avary

Tipping, in "Country Life." There is much of the Eng-

lish plate which the eighteenth century Dukes acquired

for use. There are other pieces, of foreign make, pur-

chased as works of art by William Beckford or by his son-

in-law, the tenth Duke. One object, however, does not

quite fall into either category. It is a work of art cer-

tainly and of foreign make, being a beautiful example of

French workmanship at the eve of the Renaissance. But

it has long been a possession of the Hamilton family, and

appears to have been acquired not as an object of art, but

of historical curiosity. It purports to be the casket in

which were kept the letters that passed between Queen
Mary and Bothwell. Ingenious theories as to how the

casket might have got to Hamilton Palace have been for-

mulated by Scotch historians. On the fall and execution

of the Regent Morton in 1582 it had passed to the Earl

of Gowrie, and on his execution two years later it must

have come into the possession of James Stewart, to whom
King James had given the Earldom of Arran and the es-

tates of the banished Hamiltonians. When the latter re-

turned to Scotland, seized James, and thus extorted par-

don and the return of the estates in 1585, they will have

found the casket at Hamilton Palace and retained it.

Such was Malcolm Laing's view in 1810. But with the

casket there has been kept a paper of considerable age

giving a totally different version. It had been "bough:

from a papist" by "my Lady Marquis of Douglas, mother

to William Duke of Hamilton," and had been sold with the

rest of her plate to a goldsmith from whom the Duchess

of Hamilton acquired it. That, of course, was Duchess

.\nne, whose husband, the younger son of the first Mar-

quis of Douglas, was made Duke of Hamilton for life by

Charles II. From the same source we learn that the cas-

ket had had the Queen's arms on it. that Lady Douglas

"put her own arms thereon," and that Duchess Anne "put

out my Lady Marquis' arms and put her own arms on the

same.'' There they certainly are, but what was there

previously we only know from the above. The casket is

of early 16th Century French origin, a crowned fleur-de-li>

surmounting a cross being the mark, and was the prop-

erty of the Duchess of Hamilton in Charles IPs time.

That may be accepted as certain. It is. moerover, very

likely to have belonged to Mary Queen of Scots. But that

it is the very one which she had given to Bothwell,' in

which he kept her letters and other incriminating docu-

ments, and which fell into her enemies' hands after his

flight from Carberw is not more than a conjecture, which

A COFFER WHICH PROBABLY ONCE BELONGED TO MARY. QUEEN OF SCOTS.
And in which Bothwell perhaps kept her letters. It is of French design 8 inches by 5' 2 and 4' 2 inches high.
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CUP AND COVER.
Of silver gilt Inset with Jewels.

Early seventeenth century.

is not strengthened by

the contemporary de-

scription of the true

casket. We are told

that it was "a small

gilt coffer, not fully a

foot long, being garn-

ished in sundry places

with the Roman letter

F, under a King's

crown." The Hamil-

ton casket is only 8

inches long, and there

is no sign of any F's.

• Of course, the size

given may merely

have been a loose

guess, and the F's may

have been where the

Hamilton arms now
are, so that the de-

scription cannot be

said either to shake or

strengthen the conjec-

ture. . It may quite

well be the casket of

the famous letters and

so its historical inter-

est is great, while its

own merit, as a very

rare and beautiful piece, is greater still. The form, most

unusual in silver, is that of the little iron treasure

coffers of the day, and, like them, it is so Gothic in fee-

ing that the F's, if ever there were any on it, may well

have referred to Francis 1. and not to his grandson. Queen

Mary's boy husband. The chased bordering of the Iock

plate has corner scrolls, behind which rise .«o/iA which

appear to be the tail of Francis I's salamander. The :ock

plate itself is surmounted with a crown

composed of fleurs de lis, and it is notice-

able that above the ducal coronet o": the

Hamilton arms on the side panel their rise

semi-erased marks which might be fleur de

lis tips. The to]) of the casket has twelve

panels of open scrollwork in gilt silver

upon a silver ground. The divisional band-

ing is enriched with cinquefoM, and is con-

tinued down the sides where the panels

have pricked decoration of birds and stag

and hounds amid foliage sprigs. It is long

since a piece of silversmith's work, com-

bining so much historical and art value, has

appeared in a sale room.

But it is accompanied by others which

run it close, for there are noteworthy six-

teenth century cups. One of these uses,

for the lower half of the bowl and for the

cover, an ostrich egg enamelled with gry-

phons in red and black, and bands of blue

and gold. The rest of the work is silver

gilt, exquisitely chased and engraved and,

moreover, enriched with red and green en-

amel. The forms and detail of the silver-

work are similar to those used in England

under Elizabeth for the mounting of maz-

ers, hardware jugs and cocoanut cups, as

well as of ostrich eggs.

Not without historic interest is another

standing cup and cover. Made in Nurem-

befg by Hans Petzolt, who was meister in 1578, it was giv-

en in 1626, seven years before Petzolt's death, to Andreas
Imhoft', a member of one of Nuremberg's most noted

families, whose crest of a wyvern, with its tail curling

over its head, forms the stem and surmounts the three-

tiered open scrolls of the cover, the panels of which are

emblematic of the seasons, while arts and industry are

pictured on the gowl, enclosed in strapwork borders. Of
the same period is another cup equally rich. On the knob
of the flat cover stands a classic warrior, and every por-

tion is chased and modelled with work of great excellence,

such as the figured in the cylindrical section of the bowl

and the female masks below. It is inset with fine jewels,

mainly rubies and emeralds, but these date from a century

or so ago, and probably were replacements of earlier ones

lost or not considered good enough by William Beckford

or the tenth Duke.
There is also a travelling service, very elaborate and

complete, that was made for Pauline Buonaparte. It is a

wonderful example of French craftmanship, not merely in

the excellence of every item, but in the packing and fitting

in of the profuse collection of objects for the service of

every meal, the needs of the most e^geante princess in

the matter of toilet, and her fancies in the way of needle-

work. Every piece shows the French Empire style at its

best. The forms are elegant and the ornament reserved

and delicate.

Australian Exchange Low
The Australian question of exchange with the United

States continues to be a serious barrier against the pur-

chase of American merchandise by Australian merchants.

At present the loss is equivalent to about 12 per cent.,

hence the exchange has the effect of adding this additional

amount to the tariff. Just now there is a formidable move-

ment to make Australia more of a manufacturing country,

also to substantially increase the tariff and the preferential

in favor of (ireat Britain.

TRAVELING CASE OF PAULINE BUONAPARTE.
Containing Innumerable articles for toilet table service in sliver gilt.
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New Monetary System Needed
By C. M. Pasmore.

THE weakness of our present monetary system has

been ruthlessly shown up of late, but so far there

are no indications of an impending change, al-

though the situation not only continues to show no im-

provement but is actually growing worse.

This weakness is due to the fact that our coinage is

given a fixed value in paper currency rather than in com-
mercial commodities. Of course the fairy-tale is that

paper values are based on gold, but the truth and' practice

are absolutely the reverse of this. There is a fixed price

for gold—which is paid in paper, or its equivalent, bank
credits. Consequently gold is not allowed to have a higher

value than paper currency. The result is that if the bulk

of paper currency in the world is doubled without a corres-

ponding increase in the bulk of commodities, and paper

currency consequently becomes worth half its former value,

gold also falls arbitrarily, not naturally, to half its former

value. As the monetary value of the coin remains the

same, its commercial value is therefore reduced to half.

As a result of this the situation becomes absurd whether

or not there is a fixed price attach-

ed to the metal going into the coin.

To illustrate this equal absurdity

in either case, we have the situa-

tion in gold and silver. On the

one the price is fixed; on the other

it is not fixed. But in both cases

the nominal value of the coin (in

terms of paper money) remains the

same. As a consequence, in the

case of gold the coin is not to be

obtained at all, while the silver

coins of several countries have

been shipped to other countries and

reduced to bullion.

Dealing first with gold, we find

the metal in great demand, but pro-

duction decreasing. This is due to

the fact that costs of production

(in terms of paper money) have
increased in approximately the same proportion as all other

costs of production, while the price paid for the product

(also in terms of paper money) has been arbitrarily held

at the same figure. Naturally, mines which formerly were

just able to make a profit cannot now be operated except-

ing at a loss. In consequence many of them' have closed

down, and gold production throughout the world is rapidly

declining.

True, the gold mines of Ontario are producing gold at

a record rate, but many of the gold mines of Ontario are

comparatively new, the metal is found in rich veins, and

it is no problem as yet for the mines to keep busy without

touching the low grade ores. But elsewhere in the world,

especially in older claims, the situation is different, and

production is steadily falling off as the mining of low-

grade ores is being discontinued as unprofitable. This is

also true of several Ontario mines which formerly had

been able to handle low-grade ores at a profit.

Such is the situation arising from the fixing of the

price of the metal in terms of paper or credit. When the

price of bullion is not fixed, but the nominal value of cur-

rency is fixed, as in the case of silver, the situation becomes

different but equally absurd. Instead of decreasing pro-

duction, which is an evil, it increases production and en-

courages the melting of coin into bullion—another evil

—

and has forced one or two governments to pay iniore for

the silver they put into coins than the coins are worth

when minted—also an evil.

What really started all the trouble in the case of silver

was the amount of purchasing by the Occident from the

Orient during the war. England and the Allies made huge

purchases of raw materials from the East, especially from
India and China. The oriental has an instinctive dislike

of any form of currency other than metal. India and

China also lack the machinery for the settlement of bal-

ances by bank credits or bond issues. Therefore the huge
settlements due from the Occident had to be made in metal,

and owing to the scarcity of gold and the acceptability of

si'Iver, silver was shipped to the East in immense quanti-

ties, and is .still being shipped. As this failed to stem the

tide, great ship.nents of gold were also- made, but the de-

mand for silver still became greater and greater, and, as

there was no restriction on price, the price naturally rose

by leaps and bounds

The result was that several

Monetary; systems, as such, are not "^.°"t^,s, ^^^ '^e Frenchman found

J- ;• • , . . .1 • I hmiself able to melt down a five
oj peculiar interest to the leweier more ,- u- ^u \ ^^ ^ \t
,

' -
1 T->

•
tranc piece, ship the bullion to New

than to ari]) other merchant. But since York, buy exchange on Paris, and
the existing system of currency and realize 8.13 francs from his orig-

inal five francs. The nation lost

what the individual gained.

A short time later Englishmen
found themselves able to indulge in

a somewhat similar operation^if
they dared.

One after another the various

Governments have taken steps to

forbid this practice with their own
coinage, either by special acts, or

under the section of the criminal

exchange has operated to interfere

seriously with the supply of trvo of the

principal materials in rvhich a jeweler

deals—gold and silver—he has to this

extent a peculiar interest in studying

the shortcomings of our present system,

their causes, and any proposed reme-

dies. The subject has already been

discussed from certain angles in ''The

Trader," and no further apology is code which prohibits the mutila

needed in introducing it again. t'on of coins. This, however, they

can do with regard only to their

own currency. Individuals of any nation may do as they
like with the coinage of another nation.

So far as Canada is concerned, this form of activity

is costing the taxpayers of the country a considerable sum.
Quantities of Canadian coins have been shipped across

the border—or in some manner have got across—are there
mieked down, and the bullion sold at a good profit. Ex-
change is then purchased on Canada at its present low
rate, netting those who operate on this plan another neat
profit. When silver is up around $1.35, as it was for some
time recently, this operation brings good money at a quick
turnover.

As a result of this form of activity, such inroads have
been made on Canadian currency that the mint at Ottawa
has been working almost at capacity output to make good
the deficiency. If, as has been predicted, the premium on
New York funds goes much above the 10 per cent, quota-
tion of the day of writing, these inroads on Canadian sil-

ver currency will probably continue and increase.

It is possible that a lower content of silver may be
used in Canadian coins in the future, but for the present
it must remain the same, according to despatches from
Ottawa. This, however, would be merely a palliative

measure at the best, and would affect onlv silver. To
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bring about the mining of gold in necessary quantities

other means must be adopted. Two have been proposed.

One of these is an increase in the price of gold; the other

is the payment, by the Government, of a royalty on the

mining of gold.

Dealing with the latter first, its objections become

readily apparent when subjected to close scrutity. The

original object in having a gold standard back of paper

currency was for the purposes of international exchange.

Those countries, therefore, which have greatest need of

cxi)orting gold to correct exchange would naturally pay

the highest royalties for its production. But since the ex-

ported gold would bring them credit abroad only to the

extent of the fixed value of the gold, the amount of pro-

duction royalties on all gold exported would be total loss

to those countries.

Hence a royalty on gold production would not be even

a palliative for the countries most interested.

The other suggestion is an increase in the fixed price.

This undoubtedly might cause more or less violent dis-

ruption of things in the financial world, but at the worst

would be only temporary. It surely becomes obvious, there-

fore, that our present monetary system has become as an-

tiquated and inefficient in this late day as was the ])rimitive

system of barter and trade at the time when gold first began

to be used as an international medium of exchange. The
reason, of course, is that nations have created paper

currency and credit in quantities bearing no constant re-

lationship either to stocks of gold in reserve or to com-

modities produced. While this is the case, there cannot

be any constant relationship of values. The only basis

for such a constant relationship is in terms of commodi-

ties themselves.

To achieve such a relationship. Professor .\dam Fisher

cf ^'ale has suggested a ])lan which has already been put

forward in The Tr.\der. This involves the revaluation

of gold (in terms of paper money) on the basis of the

value of a certain set list of commodities (in terms of

pajjer money) at frequent intervals. This would keep

gold more or less at its true value, thereby encouraging

production to an extent not now the case. But since the

value of gold in paper money would then vary in inverse

ratio to the value of paper money in terms of commodi-
ties, there could be no reintroduction of the gold coin

[)0ssessing intrinsic value e(jual to the face (or paper)

value. Gold coins, if used at all, would have 'but a low

content of gold, as was the case with silver coins until

silver rose to its present levels. For international ex-

change purposes, therefore, gold could be used only in

the shape of bullion, and in that shape would have a vary-

ing value according to the rise and fall of the commodi-
ties on which its value would- be set from time to time.

If this is to be the case, it is difficult to see what par-

ticular virtue there would be in fixing the price af gold

at ail, even at frequent intervals. By eliminating the fixed

j/rice of gold altogether, allowing its value to be set by

demand and supply, its value would rise and fall naturally

in inverse ratio to the rise and fall in value of paper

money—just as is the case with other commodities. It

would, in brief., become just such a commodity as soap,

or wheat, or cotton, or hides. It would return to the

])lace it naturally filled when its use in international ex-

cliange was begun, before i)aper money was thought of.

It would bear a more constant relationship of value to

the things which nations sell to one another, which is all

tliat really matters.

.\t once bankers will jirobably protest that gold is the

foundation of monetary values, and that if the foundation

is removed the whole structure will vanish. ."Xs a matter

of fact gold is not, and has not been for a long time.

the basis of monetary values. In theory it may be so, but

in actual practice the case is otherwise. The British

sovereign, if it existed to-day,* would buy you goods to

the value of just one pound sterling in London—value in

New York (at the time of writing) $3.78. The same
sovereign would bring you $4.86 in New \'ork. The
l)aper one-jwund note, on the other hand, which is sup-

posed to be equivalent in value to the sovereign, would
buy you the same £1 worth of goods in London, but brings

you only $3.78 in New York. So much for the so-called

'*^oId standard."

Present complications arise from the fact that we
have wandered too far from the elementary principle of

exchange, which is that goods obtained from another

country must eventually be paid for in goods returned or

services rendered to that country or to its creditors. To
begin with, there were no credits, and goods had to be

exchanged for goods. Gold, being a commodity highly

l)rized solely on account of its value for decorative pur-

poses, combined great value with small bulk, and hence

fell into general use as an exchange medium. Vendors,

who did not wish at the moment to receive other goods

in return for the goods they sold, accepted gold instead

because it was easy to handle, because its value in terms

of other commodities was fairly constant, and because,

by common consent of traders, it could readily be ex-

changed for such other goods as might be desired.

But as international trade increased there soon was
not enough gold to handle all transactions of this sort.

So credits were established. These were settled in leisurely

fashion by balancing ofif exports against imports. Should

a critical situation develop, due to too great excess of

imports over exports in any one country, the situation

could be remedied by recourse to gold, the nation so af-

fected sending more or less heavy shipments of the metal
' abroad to offset the excess shipments of other commodi-
ties it had received. Gold was used thus because it was
more readily accumulated and shipped in a short space of

time than other commodities which otherwise might have
served the purpose as well. Gold, too. was always accept-

able, while certain othei commodities might not be at the

moment.

Solely with a view to simplifying accounting in such

transactions, gold was later given a fixed international

value in terms of the paper money of the various nations

involved. So long as their paper money bore a constant

relationship to their production, the fallacy of this ar-

rangement did not become apparent. It has now been

evident for some time, however, and is becoming more
so every day.

One indication of the fallacy of this "fixed price"

l)rinciple is the fact that gold is now at a premium in

Canada, roughly equivalent to the premium on Xew York
funds.

Another illustration of its workings is found in the

fact that when it became necessary to make large ship-

ments of metal to the Orient to offset receipts of goods

from India or China, gold, because of underproduction re-

sulting from the fixed price, was not available; and silver,

a mucli more cumbersome metal, had to be used largely

in its place.

(Continued on page 56.)

*Tlie British sovereign is not to be restored to circula-

tion for sonic time, according to despatches from England.

A commission of bankers and financial men, after con-

sidering the question, recommended that for the present

at least gold be concentrated in one central reserve in the

Hank of England. Circulation of gold zvas termed by tlir

commission "neither necessary nor desirable."
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Diamond Market Cornered
By EDGAR MELS

Former Editor of the Johannesburg. Soutli Africa, "Daily Nczvs:

WHILE diamonds have not yet reached the relative

cost altitude of eggs and furs, there is every in-

dication that soon the precious stones will be

available only for those belonging to labor unions and

others in the income tax category. For a diamond trust

has been formed—reformed would be more appropriate

—

for, many years ago, Cecil Rhodes, Alfred Beit, Julius

Wernher and others established a community of interests

which controlled the supply of diamonds.

Beginning with the new year, a London syndicate will

be the sole channel through which the rich workman can

obtain his daily supply of diamonds. The amount for

sale will be determined on the actual sales of the last three

months. The famous De Beers mines will supply 51 per

cent. ; the P'remier, 18 per cent., and the mines of the

Southwest Protectorate, 21 per cent. The basic price for

stones is to be fixed every three months, which ,translated

into the vernacular, means that prices are likely to soar

beyond the present figure of $600 a carat (in the U. S.).

Early in 1867, when diamonds were discovered in

South Africa, a scene strange to civilized eyes was enact-

ed in Griqualand West. A fire of dried dung was illumin-

ating the veldt. Crouched around the blaze was a crew of

native Basutos. They chanted weird jazz ditties of their

own in pure Koranna Hottentot dialect. A witch doctor

emitted various sounds. In his hands he held a bright

pebble, which emitted sparks of light. Behind the outer

circle of blacks stood a white man.

When the ceremonial was over, the white offered $25
for the pebble. The witchman, although untutored in the

ways of the world, reasoned that if the white man offered

so absurdly high a price, the stone was worth much
more. After weeks of bartering the stone was sold to

the white man for $56,000. It afterward became the

famed Star of South Africa, weighing eighty-three carats.

In the same year, a Boer came across a farmhouse in

front of which Dopper children were playing with pebbles.

The Boer bought one of the stones for a trifle. Subse-
quently he sold it at Grahamstown for $2,500. dirt cheap
for a 21 carat stone.

It did not take long for the discovery to spread
throughout the world. From all corners, even^from New
York City, adventurers flocked to the Vaal River district.

Riches were accumulated literally over night. The Brit-

ish Government sent a Mr. Gregory to Africa to as-

certain the extent of the fields. In 1868 the Geological

Magazine printed his findings to the effect that the "whole
diamond discovery in South Africa is an imposture and
bubble scheme."

When the rush was at its height political squabbles
arose. Both banks of the Vaal and the contiguous terri-

tory were claimed by the Orange Free State and a Ba-
suto usurper. lAppeal to the courts resulted in a victory

for the Orange Free State. The miners felt the need of

a union and formed the Diggers Mutual Protective So-
ciety, naming a digger, Parker, as president of what was
really a republic. Under Parker things grew worse so

rapidly that in 1781 the Cape Colony annexed the dis-

puted district, naming it Griqualand West, and paving
$450,000 to the Free State.

But the river diggings had petered out and a few of
the wiser miners followed the drift and found the real

mines where Kimberley now stands. On the Bultfontein

and Dutoitspan farms they staked claims, 30 feet square,

paying 30 shillings monthly to the Boer owners. Next

the De Beers farm was included in the fields, and then

the famed Colesberg Kopje, where as much as $5,000

was paid for a claim 15 feet square. As few miners had

so much ready cash, these claims were divided into one-

eighth and even one-sixteenth sections.

The miners, having no scientific knowledge, dug huge

open holes. Only the De Beers Consolidated Company,
which owned most of the claims on Colesberg Kopje, used

better mining methods. The De Beers mine—in 1872

—

looked like twelve huge docks or piers, each about 900

feet long by 50 feet wide. The chasms between the piers

were from 50 to 90 feet deep. Hundreds of rope ladders

hung down into the depths where thousands of natives

were digging.

And every Monday there was a black burying party,

for the natives had Sunday in which to do nothing but

drink, and Monday morning would find a dozen dead in

the mine. Gambling grew apace—every vice known to

civilization flourished. Local history recounts a poker
game in which an English miner risked a plot of houses
against $100,000 in cash, belonging to an American
gambler. The Englishman won.

It was at this time that two men arrived in South
Africa who were to change the aspect of things materi-

ally. The one, a former acrobat who had earned pennies

on the streets of Whitechapel, London, named Barney
Isaacs, began consolidating various mining interests.

With prosperity came a desire for a more euphonious
name, and so Barney Barnato, alleged diamond king, was
born. The word "alleged"' is used advisedly, for the

late Sir Alfred Beit and his partner. Sir Julius Wernher,
were the real diamond kings.

Sir Alfred left a mere half billion on his death—wor-
ried into an early grave by thousands of match-making
mothers. So great did the pest become that Sir Alfred
made public announcement through his physician that he
was in no physical condition to marry. Then the afore-
mentioned ladies offered to nurse him, and then—he just

died.

With Barnato there came the son of an English
clergyman. The youth had weak lungs but a strong men-
tality. He became famous as Cecil Rhodes, the Empire
Builder. The writer knew both men. Barnato was a
shrewd person, of speculative proclivities. Rhodes was a
master of men, a tremendous personality, with an over-
powering ego, which he sought to impose upon all with
whom he came into contact.

Rhodes began to reform mining methods all around.
He instituted a system of checking I.D.B. (illicit diamond
buying) by making the theft of stones almost impossible.
Every worker had to sign up for six months, and agree
to live in the company's compound. Closest scrutiny was
kept on the blacks, who had more devious ways than the
famed Heathen Chinee of our own mining historv. The
blacks swallowed stones—they made deep invisions in
their flesh, inserting stones and allowing the wound to
heal, only to l)e opened when the black was free again.
One white man even went so far as to incase his back in

a plaster cast. He had himself carried aboard ship at
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Cape Town, and would have made his escape had not a

warrant on another charge being served upon him. When
the cast was smashed hundreds of stolen stones were re-

covered, and the man served twenty years at hard labor

on the breakwater at Cape Town.
Rhodes had obtained a complete mastery of the dia-

mond industry in 1888, when the writer went to South

Africa. He was a thick-set man, with florid features and

a bull neck. He stood in the door of the Kimberley Club

on Dutoitspan Road one evening, silhouetted against the

light. "Some day," he said, ''we will have a United States

of South Africa." And his prediction came to pass.

But Rhodes was not merely a prophet. He was -prac-

tical. Repeated cave-ins, due to primitive methods, were

wrecking the mines. Costs became prohibitive, and na-

tives would not work because of the danger. The first

view the writer had of the Central Mine in the heart of

Kimberley showed an open hole, 1,000 feet deep and half

a mile across.

Rhodes needed expert help, and he sent to America
for it in the person of John Hays Hammond, who revolu-

tionized diamond mining, and subsequently developed tlio

gold mines at Johannesburg.

During all these years Barnato and his nephews, the

Joels, had not been idle. Barnato formed and reformed

companies, and grew richer and richer. Once he played

the title role in "'Hamlet" in the Kimberley Town Hall.

How awful his performance was may be judged from the

fact that to this day little children are frightened into

goodness by the mere threat of being taken to a similar

performance.

New mines were discovered from time to time near

Jagersfontein (Hunter's Fountain) in the Orange Free

State, near Pretoria, where the Premier Mine yielded

great stones, and at Angra Pequana, which at that time

was in German West Africa. Wonderful stones were
found from time to time. There was the Cullinan, weigh-

ing 3,025 carats ; another stone of 973 carats, and still an-

other of 288y* carats.

In the meantime the controlling interests formed the

"trust" and, shutting down two of the mines, so decreased

the output that prices leaped skyward. From $100 a

carat, prices advanced steadily until now a perfect stone,

unset, fetches $600 a carat, wholesale .

But the young man whose fancy turns all too lightly

to love and matrimony may find solace in the knowledge
that right in the United States, there is an honest-to-

goodness diamond mine, worked for more than twenty
years. It has produced stones of weight as high as 9

carats. It is Murfreesboro, Ark., and is vouched for by
the Geological Survey of the United States Bureau of

Mines. For years its real ownership has been shrouded
in mystery, but common gossip has it that the real owners
are the members of a famous jewelry firm. vSurrounding
the mine is a high stockade.

There is yet one other ray of hope. Less than a

week ago there came the report of the finding of dia-

monds on the lower Rio Grande, near Zapata, Texas.
Whether the district is really diamondiferous, or whether
just a few stones were deposited there by glacial drift,

only development and careful research will reveal. But
;he writer is firmly convinced, after three years' South
African experience, that diamonds in paying quantities

do exist in this country. The real diamond deposits, if

ever found, are likely to be in volcanic areas, such as
the Yosemite Valley, Glacier Park or the Yellowstone.
For all diamonds are of volcanic origin. Anyone pos-
sessing a well-behaved, extinct crater, not wanted for
family use, would better investigate.—New York ''Times"
Magazine.

World Famine in Silver

BLAME for the present paralysis of the world's ex-

changes is placed on the demonetization of silver

by Moreton Frewer, a financial economist of Lon-

don, who has recently been visiting British Columbia, and

who is strongly insistent that the large and valuable silver

deposits in that province should be developed without de-

lay. "The ^financial world," he says, "is in the throes of

a veritable silver famine. If it be impossible to supply

fTfe white metal to pay Asiatic trade balances, and Asia's

demand is voracious, then Asia, and especially India, will

drain the western gold reserves to our utter undoing.

Since England tampered with the Indian silver standard

in 1893 and closed the mints against that metal, India

has in the 35 years deprived us and the world of trade

of over 250,000,000 sovereigns."

Mr. Frewen has framed a silver budget, from which

the following short table is given

:

.V thirty years' forecast for silver—Silver at $1.30 per

ounce.

New silver to liquidate India's annual balance of

trade ($350,000,000), or two rupees per head, 250,000,000

ounces.

New silver for the currency requirements of the Ni-

gcrias, West Africa, Germand and British East 'Africa,

100,000,000 ounces.

World's silversmiths' demand on the pre-war scale,

120,000,000 ounces.

For subsidiary currencies, Europe and America, 70,-

()(K).000 ounces.

For China, Hongkong, Malaysia and the Philippines,

50,000,000 ounces.

For the reimbursement of the "Bland" dollars (Pit-

man Act) for sav eight years, 30,000,000 ounces.

Total demand, 620,000,fX)0 ounces.

Present world-production from the mines—estimate

U. S. Director of Mint, 157,000,000 ounces.

World's annual silver deficit, 463,000,000 ounces.

German Diamond Interests Purchased

An Anglo-American company has purchased all Ger-

many's private and state interests in the diamond fields

of what was German Southwest Africa. The purchase

price was £3,750,000 ($18,750,000.)

The deal was concluded at the Hague on Nov. 4, by

H. C. Hull, former Minister of Finance of the Union
of South Africa.

Under the agreement which was signed the mining

properties and undertakings of these companies will be

transferred to a new company which is about to be reg-

istered at Cape Town under the title "Consolidated Dia-

mond Mines of South-west Africa Limited," with a share

capital of £17,550,000.

The effect of the agreement is that all chief diamond
interests are acquired and transferred to the South Afri-

con company, which will now own more than 90 per cent,

of the diamond output of Southwest lAfrica and for the

first time in the history of diamond mining producing

areas of the world will be held on controlled by British

subjects or their allies.

A few diamonds come from Brazil, British Guiana,

India, Borneo and the Congo, but not enough to affect

the market, owing to various causes, in which the policy

of restriction probably has a part.

The price paid for the German interests was $17,500,-

000, and the supporters of Mr. Hull are the Anglo-Ameri-
can Corporation of South Africa Limited, and financial

groups connected with that corporation.
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Will this be the Next Craze?
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SHOWN oil this page are some exainiples of an Eastern

art which as yet seems to have gained little appre-

ciation in the Western world, although it has been

practiced in the middle East for thousands of years.

In the November issue of The Trader was a picture

taken in Amara, Mesopotamia, by Mr. Lyman B. Jackes of

Toronto who was an officer serving with the British forces

in "Mess-Pot." This showed two survivors of the ancient

tribe of Sabeans whose forefathers have been silversmiths

through countless generations. Their specialty is the form

of work depicted herewith. The silver is engraved and

inlaid with a black paste. The whole piece is then baked

in a crude oven, the surplus paste rublied off, and the

article polished.

While the Sabeans claim that the composition of the

paste is a tribal secret, handed down from father to son

since the days wiien they kept silver stalls in the streets

of Babylon and Xinevah, a similar process is known,

though not widely used, in Europe.

According to descriptions found in exchanges, this is

known as "niello" work, and is produced in small quan-

tities in Germany and Switzerland, chiefly for export—or

was so produced prior to the war. This form of work is

practically unknown in Canada and the United States, ])ut

was bought from European makers in fairly extensive

quantities by Cuban jewelers.

The European product is descril)ed as being closely

akin to enamelling, but the process is strikingly similar to

that used by the Sabeans, and it not unlike damascene work
in steel, which, having its origin in the Orient, is probably

in turn related to the process used by the Sabeans on silver.

As produced in Europe, niello work need not be en-

graved. The designi may be stamped in low relief in the

silver. This is then inlaid with a composition of metallic

sulphides and baked in an oven.

Opinions differ both as to the practical)ility of thi^ work
for use on tableware and as to the probal)i!ity of it ever

becoming popular in this country.

As to the first, the chief problem to be solved is that of

durability. Will the inlay stand hot water, or whatever

slight bending might occur in the case of flatware? Will

the continual polishing necessary for silver have the effect

of wearing down the inlay? These are questions which
can be answered only by experiment, as tlie princi])a! uses

to which the work has been put, so far as is known, are

in other than table silver.

The question of popularity is even more of a gamble.

Mr. Jackes states, however, that some British officers in

Mesopotamia invested thousands of pounds in the work

of the Sabeans, and had no difficulty in disposing of the

trinkets in London at a stiff profit. This would make it

appear to be quite within the range of possibility that

Sabean inlay or niello work—whichever it may be called

—should become the next craze in silverware styles. A
glance at the illustration below should convince the most

skeptical that this is not unreasonable. While the repro-

ductions hardly do justice to the exquisite beauty of the

originals, they are sufficiently good to demonstrate the

highly aristocratic effect of black against silver. That in

the lower right-hand corner (a sheathed dagger) is especi-

ally delightful, and the siimple grace of the design gives a

better (idea than do the others of the rich effects that could

be attained on the handle of a fork or spoon. The central

figure (the head of a hat-pin) illustrates a wide range of

decorative possibilities. Quaint conventionalizations are

shown in the frog and the bird (both brooch pins).

Should London take kindly to the samples of Sabean
work lirought in by the returning troops, a fad for this

form of decorative trinkets might easily follow. The
extension of the fad into permanent recognition of its

attractions for the embellishment of table silver would
depend largely upon the ability of some manufacturer to

produce an inlay which would wear as well as the silver

itself—surely no great problem in these days. .\t first the

work might be sufficiently costly to confine its purchase

to the wealthy classes. But if ever it should gain this

much recognition other manufacturers would find a way
of producing it in quantities at the popular prices usual

for ornate plated ware.

Meantime the work itself and its possibiHties of future

development afford considerable interest both to the con-

noisseur and to the practical silversmith. We have gone
far in the production of exquisite silverware—as witness

almost any of the designs produced by the large manu-
facturers. But the last word has not by any means been
said, and it is to be hoped that manufacturers looking for

ideas, and purchasers looking for something new and
charming. w:!l not entirelv overlook Sabean or niello work.

Silver hat pin and brooch pins in Sabean work. The artici es are shown enlarged to one and a half times actual size.
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Garnets in British Columbia

AMOXG them any minerals that have served to build

up the mining industry of British Columbia, garnet

rock is not considered of special economic im-

portance, but it may easily prove a money maker for the

prospector who is fortunate enough to note occurrences of

the same, either as gem stones or as an abrasive material.

Garnet is commonly spoken of as if it were a distinct

mineral ; whereas it really comprises quite a varTed

family group of minerals, which have, however, as to

form, a strong family type, as will be explained later. The
chemical composition of the garnets is quite variable,

though all varieties consist essentially of combinations

of two or more of the following: silica, lime, iron, mag-
nesia and alumnia, with, in some cases, small amounts of

manganese or chromium.
The commoner kinds of garnet occurr mainly as mas-

sive or granular gangue rock in certain types of mineral-

bearing veins or lodes, usually at or near contact between
altered lime-stones and intrusions or masses of igneous

rocks.

Garnets are often found as grains, particles or water-

worn rounded crystals in the gravels or wash along
creeks, rivers, lake shores and sea beaches.

In some localities garnets are in mica-schists, gneisses

and other sheared or schistoze rocks, and one variety,

pyrope, of a deep quality, is found almost exclusively in

rocks of the peridotite family derived from the shearing
and chemical alteration of such basic rocks.

OF MANY COLORS.

The colors of the various garnets depend on their

chemical compositions, and they may be white, black,

yellowish, greenish to a deep emerald-green, deep-red to

reddish brown, or a cimmanon color. Common varieties

are usually of a dark red or reddish brown color and
nearly or entirely opaque. Occasionally, however, gar-
nets are found which are as transparent as glass, or
translucent so that light can be seen through them. The
gem varieties are usually a dee])-red color, but some are
emerald-green, or of a cinnamon color like the gem
known as the hyacinth.

Garnets of gem quality are sold under various names,
such as "Cape or Arizona rubies." "hyacinth,"' "Essonite,"'

or "Hes.sonite." When deep-red in color and cut in an
oval rounded form or "en caboshon," it is known as "car-
bunkle."

The hardness of garnets ranges from 6.5 to 7.5 (about
the hardness of quartz) and they are brittle with practi-

cally no definite cleavage planes.

The lustre is generally glassy, I)ut some of the reddish
garnets have a resinous lustre much like some kinds of
reddish zinc blande.

Although garnets vary greatly in composition, prac-
tically all varieties have the same forms as crystals; the
common forms being 12-sided figures known as rhombic
doderahedrons and tapezohedrons, or combinations of
these two forms, which make the crystals almost round in

appearance. The 12-sided crystal, with each side of a
diamond shape, is a very common form, and one easy to

recognize.

When panned or sluiced from placers garnets are
usually water-worn, and are nearly spherical in shape, or
may l)e found as broken irregular grains or pebbles.

VALUABLE AS ABRASIVE MATERIAL.
Nearly perfect garnet crystals are found embedded in

micaschists, in coarse-grained granite dikes (known as
j)crmalite< ), or in sheared and altered basic rocks of the

peridotite group. Good crystals are sometimes found i'.i

cavities in veins and lodes associated with other min-

erals.

Garnets of good color and quantity are of consider-

able value, but the massive garnet rock found in rocks, in

l)lace or in grains or crystals concentrated from placers

or from crushed schists or other rocks are of much more
economic importance than the comparatively rare gem
stones. Pulverized garnet-rock or garnets from placers

is used extensively for industrial purposes. Its chief use

being as an abrasive for making sandpaper or scouring

compounds in ])Iace of corundum, emerald and other ma-
terials.

.\ writer in "Western Canada Mining" reports that

many mines in the Kootenay-Roundary district contain

masses of garnctiferous rock, as gangue material in the

veins or lodes ; that the wash along numerous creeks,

rivers and lakes of the district contains loose garnets, and

that several areas of garnet-bearing rocks have been al-

ready noted ; therefore it is quite probable that economic
deposits may be found by persons really interested in the

search for garnets as gem stones or garnet-rock as an

abrasive material.

The Origin of Pearls

For many centuries, even until comparatively recent

times, it was the common belief that pearls were drops of

dew that gained entrance into the shell of an oyster and
were there transformed into lustrous gems. Arab and

Indian divers still believe that at certain seasons oysters

come to the suface and suck in the rain drops that later

become pearls. Science, however, has rudely shattered

this ])oetic fancy and discovered the real origin to be a

worm. Some interesting information in this relation ha-

been gathered by the United States Fisheries Commission.

According to an officer of the commission almost any
foreign body—a grain of sand, a bit of mud or shell, a

piece of seaweed or a small animal—may by its irritation

cause the oyster to cover it with nacre and make it the

nucleus of a pearl, but the largest part of the annual pearl

croj) of the world is due to parasites.

-Minute spherical larvae of marine worms, known as

cestodes. become imbedded in the soft tissues, as many
as forty having been found in one Ceylon oyster. As a

result of irritation the oyster forms a protecting sac about
the intruder, and then, if the larva dies, its body is gradu-
ally conveted into carbonate of lime and the pearly mass
])roceeds to grow with the shell.

If the larva lives it may pass into the body of the

sirong-jawed trigger fish, which prey upon the pearl

oysters, there undergoing further development. Ultimate-

1\ it reaches the body of the great rays, which in turn eat

the tigger fish. In the rays the worm attains full develop-

ment and produces larvae that are cast into the sea and
find lodgment in pearl oysters.

Eighteen years ago. while prospecting along the Moroni
river, that separates Dutch from French Guinea, Perry

Tiffany discovered a large deposit of gold. Recently Mr.
Tiffany, who is a member of the diamond merchant fam-
ily, left at the head of an exi)edition to obtain this wealth.

The deposit, which is belie\'ed to be worth many mnil-

lions, is about 200 miles inland. Because of the light depth

of the river, the ])anty will travel the last part of the di;

tance on a discarded submarine.
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Scvrral r-aniohs of adrertiyryncnts in Toronto
"Sdttirddt/ Mt/ht"—one each iceefc.

THF Silvcrplate of Wil-
liam Rogersand liis Son

is popular for its enduring
beauty and its unlimited

guarantee of quality.

Wise purchasers will insist

on comparing it with other

tableware, when buying, if

only for the satisfacil(»n

lhe\- derive in realizing it to

bc''Tl!c Best at the Price,"

The SUvcrplafc of

WilliamTlogers
and his Son
The Best at the Price"

WM ROGI'.RS MlG CO

One of a serits

of advcrtisemevf.'i

regularli/ appear-

ing in "Farmer',^
Magaziue."

A Consistent Canadian Campaign
for WM. ROGERS & SON SILVERPLATE

Mr. Dealer: The Wm. Rogers Mfg. Co., Ltd., is endeavoring,

by its extensive advertising campaign, to localize the silver-

plate sales in your vicinity into your store.

The advertisements on this page are but a few of the large

series which has been appearing recently, and will be continued

in 1920 with still larger space. '

We are planning as dealers' helps, beautiful window cards

which will be supplied you, and we are anxious to have you

let us know in what way we can be of greater value to YOU
—in increasing your sales.

With best wishes for a very prosperous New Year!

^le Siluerplate of

William Tlogers and his Son
"The Best at the Price"

Made and Guaranteed fcp

Wm. Rogers Mfg. Co., Ltd., Niagara Falls, Ont.
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No
Salesmanship

Required to Sell

The Best

It takes real salesmanship to sell an

inferior phonograph. Practically no

effort IS required to sell the "Highest

Class Talking Machine in the World"
—the "Sonora."

Sonora Dealers have had a wonderful Christmas
business. They have found that when competi-
tion was keenest they sold most "Sonoras," for

those customers who had heard other phono-
graphs first were the easiest of all to convince
when they heard the beautiful golden tone of

the "Sonora."

Does Not Require the Easy

Payment Plan

Comparatively little capital is required by
representatives of the "Sonora," as this phono-
graph appeals to the better class of buyers. Any
"Sonora" representative will tell you that he

has found it a very easy matter to sell practi-

cally all instruments for cash.

Wide Range in Styles

and Prices

The "Sonora" line consists of fourteen beautiful

models, many of them exhibiting the handsome
patent bulge effect in their cabinet construction.

The "Sonora" price range is so wide that the

dealer has no difficulty in supplying his custom-

ers with a "Sonora" at the price they are

prepared to pay—from $84.00 to $2,500.

We shall be pleased to hear from you, if you

are interested in a phonograph representation.

€L1AI^ AS A ©lElLIL

I. MONTAGNES & COMPANY
Sole Canadian Distributors of the Sonora Phonograph and Sonora Needles

Ryrie Building TORONTO
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Try it Out

MORE frequently than not you

will hear the remark made
concerning a strange "stunt"

that has been carried through in some

distant community, or a new idea

which has been suggested for trial in

your own : "Oh, that wouldn't go in

our town."

How do you know it wouldn't ?

Of course, every town has its pe-

culiarities, and it may be perfectly

true that some "'stunts" that will take

in one community will fail in others.

But surely not all of them. In fact,

experience has shown that almost

anything in the line of a new idea

—especially a new idea in advertising

or salesmanship—will catch on if its

sponsor has the nerve to push it

through with energy and assurance.

As instances of the sort of thing

referred to there come to mind two
successful "stunts" recently brough;

to light.

One is that of a phonograph dealer

in a small city no great listance from

Toronto. This dealer owns a motor

car. and not long ago he evolved the

idea of making the steed pay for its

own oats, so to speak.

So he tried an experiment.

He loaded a couple of phonographs

into the back seat and started out a-

calling. He stopped at a house and
carried in one of the machines and
some records, and gave the family a

short concert. He; then asked as a

favor that he be allowed to leave the

machine there for a few weeks, and
that the family keep the records free

from dust by playing them occasional-

ly. They consented.

The machine never came back to

his shop. And what's more to the

point—he got the money for it.

Naturally, he has tried this out

many times since then ; and he soberlv

affirms that in every case where the

family visited has allowed him to

leave the machine on trial it has even-

tually been bought.

Would that "go" in your town ?

In the line of advertising there is

the '"stunt" tried out by~a dealer in a

small New Jersey city. This pro-

gressive merchant undertakes noth-

ing less ambitious than an open-air

"band-concert"—all by himself, with

a ])honograph.

His advertisements in the newspap-
ers contain advance programmes of

the next concert, and on concert night

a handsome instrument is placed in

the band stand with a sounding board
behind it and a specially large horn at-

tached. The programme consists of

about fifteen suitable and well varied

selections. Invariably a large and in-

terested crowd is attracted, due in

part to the publication of the pro-

gramme. No attempt is made to do
business at the concert, but the mer-
chant has found that his increased

sales more than justify continuation

of his concerts throughout the sum-
mer season.

The Mail Order Problem

JT
is reported that the newspapers

of Louisville, Ky., have declined

to run full page advertisements

offered them by a large mail order

house. Their action was taken out of

deference to the interests of the deal-

ers in their own town.

While so far this problem of the

mail order business has not to any

great extent affected the phonograph

business in Canada, it is doing so

m the United States on a constantly

increasing scale. The inference is

that to some extent it may become

a problem on this side of the line, and

in view of this th action of the Louis-

ville papers is not only interesting

Ijut highly commendable. It is to be

hojied that the newsjiapers of Canada,

should the problem ever develop here,

will be sufficiently farsighted to take

similar action.

There is this one feature affecting

the situation, however: that in Canada
the local retail merchant has the op-

portunity to get into the field first,

and get into it so thoroughly that the

mail order house will be unable to

oust him from it. It is also the case

here that the retail trades are becom-

ing so wel lorganized as to make
possible concerted action in putting

it up to the newspapers that it will not

be entirely healthy for them to take

advertising of which the local mer-

chants do not approve.

The New Education

THERE has been considerable

discussion of one kind and

another concerning the use

of phonographs in schools. Most of

il, however, so far as the school au-

thorities themselves are concerned,

has had to do with the use of the

phonograph in the teaching of phon-

etics, in supplying music for use with

physical drills, and in various other

adaptations.

Far be it from us to discourage our

estimable friends the educationists in

their interesting experiments, but

—

why not use the phonograph to teach

music ?

The phonograph started life as a

talking-machine. Well and good. But

everyone can talk. There is no par-

ticular trick about that. Not everyone,

however, can sing, or play a piano or

violin—or, for that matter, make a

noise like an entire orchestra. We
have heard that last achievement at-

tempted by stage comedians, but their

efforts scarcely ranked as music.

Hence it was that the phonograph

soon left off being a talking-machine,

and became the most versatile of all

musical instruments.

Now a teacher can teach. At least

one presumes she can. She (of course

there are a few he's, too) is trained

as a specialist in that particular thing

—phonetics and counting time for

drill and all the rest of it. The phono-

graph may, indeed, do it better than

some teachers; and it is of course

])0ssible that ultimately a certain

amount of teaching may be done by

phonograph, with trained disciplin-

arians (not teachers) present in the

room only to preserve order.

But all this is a long way oft'.

Meantime there is a great and im-

mediate need of someone or some-

thing to teach children to love nmsic

—the right sort of music, the sort

they will grow to love most when they

learn to understand it. This is the

field that the teacher cannot fill satis-

factorily and which the phonograph
can fill—right now, without any ex-

periment or delay.
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Gerhard Heintzman

Phonographj

continues to {strengthen its grip

on the Music Loving

Public

HE three chief factors of phono-

graph character

—

BEA UTY, TONE
and DURABILITY

are deftly combined in the Gerhard

Heintzman. The carefully thought

out refinements add to its essential

character value. It is* the Phonograph

naturally expected of the builders of

Canada's greatest piano—of an organ-

ization with the spirit and principles

established through more than half a

century's successful piano making.

We advise prompt selection of an

ample assortment of Gerhard Heintz-

man phonographs ' for your New
Year's Trade.

Gerhard Heintzman, Limited

Sherbourne St. Toronto, Canada
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Know Your Machine
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I~>0'R
years there has been com-

* plaint that watch repair depart-

ments did not pay. But have

you noticed any jewelers arbitrarily

dispensing with this department?

Such a tendency has not been what
you would call universal. Scarcely.

The principal reason is that jewel-

ers want to continue to sell watches,

and people will not continue to buy

watches—certainly not expensive

watches—unless they have some rea-

sonable assurance that, having bought

them, they may be able to have them

repaired should anything go wrong

;

and cleaned occasionally "whether

they need it or not."

Let it not be thought by those who
have not yet started in phonographs

that a phonograph is as treacherous

as a watch. Their mechanism is fine

enough, but not so fragile. The re-

pair of phonographs is far from be-

ing the same sort of white elephant

as the repair of watches.

Still, repairs must on occasion be

made; and just as a jeweler should

know something of the mechanism of

a watch if he hopes to sell watches,

so he should know and if necessary

be prepared to repair phonographs if

he takes up this line.

* * *

Leaving aside consideration of the

repair department for the moment,

this knowledge is necessary if only

from the standpoint of making sales.

A phonograph will go a long way
toward selling itself. You know the

machine, and we will suppose the

customer likes it. You put on a rec-

ord, and we will suppose the customer

is pleased with the music. You name
the price, and once more we will pre-

sume that this, too, is satisfactory.

Then the customer asks what are

the particular advantages possessed

by this machine.

And if you don't know, he has you.

The fact that there are so many
different makes of machines to-day

is alone apt to increase this curiosity

on the part of the customer ; and it

also increases the amount of know-
ledge which a good salesman should

possess, not only of his own machine,

hut of its points of comparison with

other phonographs. To-day one

should know the variety of motor

that is installed, the length and num-
ber of the springs, the number of

records it will play at a winding, the

good points of the tone arm, what
universal sound box attachments, if

any, may be used with it, and a host

of similar matters.

After you have assimilated all you

can learn from the literature supplied

by the makers, it will do no harm to

take down and assemble a machine a

few times to make sure you know all

about it. During the war the efifort

was made to teach every soldier who
might be called upon to handle a

Lewis automatic rifle to take down and

assemble that machine gun blind-

folded. Those in regular machine

gun companie were expected to be

able to perform similarly with the

Vickers-Maxim. There is no neces-

sity, perhaps, of the dealer in phono-

graphs being able to do the trick

blindfolded, but if he wants to be

able to handle that machine like the

troops handled their Lewis automa-

tics he should at least go to the ex-

tent of knowing every part by its pet

name, and where it goes, and why,

and how to take it out and put it

back.

Most of all, he should be able to

give the cusomer full and lucid in-

structions as to the use and care of

the machine, what not to do to it,

when and where to oil it, how to

regulate the volume of tone, how to

manage speed and pitch, what needles

to use for various records and in va-

rious sized rooms—in short, every

item of knowledge necessary to en-

able the customer to get the very best

possible out of the machine.

* * *

But even when this is done, a pho-

nograph must at times go awry.

This means that repairs must be

made.

In undertaking to make repairs,

do not fall into the same error that

watchmalcers and automobile dealers

fell into in the beginning—that of

giving too much service free. In

both cases, to some extent, the "ser-

vice" bait was used to make sales.

But sales made on that principle

usually are better left unmade.

So when you give service give the

best service possible, and give what
advice is necessary to make further

of the sort unnecessary. But charge

a fair price. Do that to begin with.

and continue to do so. Impress upon
the customer when the sale is made
that the machine will give him sat-

isfaction and long life if he does the

things you tell him are necessary. If

this is made clear, he will not expect

free service.

A good many music dealers in the

United States are going out of their

way to force free service upon their

customers. .\n example of this re-

cently quoted is that of the manager

of the phonograph department in an

Illinois store, who card-indexes the

date of every sale and the address of

the customer. Six months later a rep-

resentative calls at the customer's

house to oil the motor and see that

the machine is in the best of running

order. Usually, it is stated, the ma-

chane is found to be so badly in need

of cleaning and oiling that the motor

has to be removed and taken back to

the store, where it is overhauled, and

later returned to the customer with

Naturally the customer is delight-

ed.

But just as naturally the customers

of that department manager are go-

ing to discover one of these days that

his "free service" is anything but

free—that somebody has to pay the

cost of it, and that in all likelihood it

will be the customer. He will also

discover that the customer who is

willing to look after his own machine

feels disinclined to pay, in the price

of the machine, for a "free" service

that he doesn't want. That sort of

customer will soon deal elsewhere.

It was much the same with watch-

es. It certainly was that way with

automobiles. What would the aver-

age car owner think to-day if the

dealer from who he bought sent

around a mechanic now and then to

give the car a "free" overhauling?

His 'first thought would be to wonder
how much too much he had paid for

the car. In many cases, too he would
not say "thank you" to have any part

of the beloved mechanism tampered
with by strange hands. Motorists

are taking an increasingly intelligent

interest in their own machines. Some
phonograph owners are showing the

same tendency It is nothing to re-

gret. So long as they are interested

in the machine they will buy records

for it. It will need an occasional

overhauling, perhaps, which the

dealer should be prepared to supply

—

at a price. Repairs may also be

needed, as the result of accidents.

But the ordinary oiling and superfi-

cial cleaning operations, together

with some adjustments, should be un-

dertaken by the owner- himself.

By knowing the machine thorough-
ly yourself you can help to educate

him in this. If you can educate the

owner to proper care of the machine,

you will have increased his interest

in its. If you increase this interest

you will pave the way for a continu-

ous flow of records, needles, oil, rec-

(CoHtimicd oil page 54.)
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Here's the 1920 Phonograph

Two exclusive features raise this FINAL Phonograph into a class by itself.

Tliese two features are the basis of the Brunswick method of reproduction.

They enable the Brunswick owner to play ANY make of record

EXACTLY AS IT SHOULD BE PLAYED. They are not merely

"talkmg points," but DEMONSTRABLE SELLING POINTS OF
CONVINCING VALUE.

The All-Record,

All-Needle

Ultona

carries the Diamond Point,

the Permanent Jewel Point,

and the steel needle holder

always in position, ready, at

the mere turn of a hand, to

play each make of record.

Then, in the tone arm is the

WEIGHT ADJUSTMENT
that gives the exact weight
for each make of record, and
prevents all possibility of

injury to any record. The
Ultona brings out true tone
values. Nothing to put on—

•

nothing to take off. It is

instantly adjusted to ANY
make of record. You can
point out to your customer
that with the Ultona he gets

absolutely unrestricted choice

of records. MADE IN CANADA

Retail Prices, $77 to $395

The All-Wood
Oval Horn

Every phonograph or talking

machine has a "horn," but

they call them "amplifiers."

They are really the mega-
phones of the machine. It

is their duty to round out

the tone and send it to the

listeners. The shape of the

horn and what it is made of

are points of supreme im-
portance. Sound waves travel

in circles or ovals, and are

purer when free from con-

tact with metal. One of the

secrets of the Brunswick's
wonderful tone on all records

is the exclusive patented oval

tone chamber and throat

—

built entirely of wood, like

a fine violin. This exclusive

Brunswick feature always
makes a profound impression
on the prospective purchaser.

JEWELERS! GET OUR PROPOSITION!

It is most attractive from the profit standpoint, and we back you up with

striking advertising. Make a New Year's resolution right now to send

TO-NIGHT for profitable sales plan.

It willl Increase your 1920 Profits

The Musical Merchandise Sales Company
Eastern Office

:

582 St. Catherine St. W.
MONTREAL

Sole Canadian Distributors

819 Yonge Street - TORONTO
H'esteni Offiee

:

143 Portage Avenue E.

WINNIPEG
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Off to a Good Start

THE first thing a normal mer-

chant does after Christmas is

—loaf. There is really an

excuse and even a necessity for it.

The man who does not know how to

loaf on occasion will pay for it even-

tually in a breakdown; and if a busy

Christmas season is not an excuse for

a rest, then there never is an excuse.

This, however, is purely by the

way.

By now the loafing period is over,

and the second period begins—that of

stocR-itaking, both in the technical

and in the psychological meaning of

the word. You take stock of your

goods, and you take stock of your

business, your staff and your pros-

pects.

Being live and energetic, you will

already have launched out on this.

The third period is that of plan-

ning and preparation for the future.

And it is in this that the enterprising

merchant gains his greatest advan-

tage over his unenterprising rival.

If you have accumulated new cap-

ital during the past year—and the

jeweler who has not done so during

1919 should sit down and have a ser-

ious heart-to-heart talk with himself

—one phase of your planning will

have to do with use to whihc you

should put that increment. End even

if you have not realized any such in-

crease the same problem is before you

in a slightly different aspect : namely,

what redistribution of your capital

you should make in order that there

may be an increase at the end of the

year just begun.

In brief, the question is: "What
shall I buy?"

It is being drummed into the retail-

er from every side these days that he

should not have money (in the shape

of goods) lying idle on his shelves.

His stock of any one article, he is told

with various degrees of emphasis,

should be just enough to take care

of all possible sales of that article be-

tweeri the time one invoice arrives and

the earliest moment at which he can

obtain a new invoice of goods. Any
saving in capital he is able to make in

this manner should be devoted to the

stocking of new and readily saleable

lines in quantities just sufficient to

carry prospective business in those

lines. This advice is based on the

well-proven theory that "Variety

makes sales."

So far so good.

The question now arises : "'What

Because:

other lines?" and the answer, for the

jeweler who has not as yet dipped

into this profitable field, is most em-

phatically, "Phonographs, records and

accessories."

There is no need to go into details

of profit, rate of turnover and other

agreeable features of handling phono-

graphs. A post card to any of the

manufacturers who sell to the jewelry

trade will bring you exact and detail-

ed information of the sort you de-

sire ; and you can also obtain from

the same source advice which will aid

you materially in determining the

stock necessary for a start.

The intention is rather to point out

a few of the reasons why it is par-

ticularly in the jeweler's interest to

go after the phonograph business and

go after it hard. Read over the four

phases of the situation, sift them
carefully and thoroughly, and then

start in to make enquiries about phon-

ographs, records, and sundries be-

fore you complete the appropriations

for your already existing depart-

ments.

The opportunity as outlined, beneath

applies to jewelers in small towns,

large towns, and in many cases to

those in cities ; and it is a real, money-
making, cost-cutting op]5ortunity

—

THE JEWKLER needs a better aU-

the-year-round line of nierchan-

dise to balance up his sales.

The jewelry business at present is

too much concentrated. In normal

times business just toddles nicely

along for ten out of twelve months,

and then whoops it up for a whirl-

wind finale due to the gift-giving hab-

its of Christendom. Efforts of vari-

ous sorts have been made to correct

this condition of affairs for the jewel-

er. To some extent the gift-giving

habit is being sprinkled more casual-

ly over the year than was formerly

the case : there are the June wed-

dings, and the fall weddings, and lat-

terly there has been an effort to ob-

tain recognition for Easter as a gen-

eral gift-giving season. But as the

others grow in strength, so also does

Christmas. Even the changing fa-

shions of the seasons, calling more

and more for changing styles in jew-

elry, fail to do much toward balancing

up the year's business.

The best that the jeweler can do

is to add to his stock saleable lines

which will sell at other seasons of the

year. Of course it is not to be sup-

]J0sed that phonographs fail to sell

heavily at Christmas. They are a

particularly acceptable gift, and you

can figure with safety on closing out

any stock of them you may be likely

to have at that season. But they also

sell well with growing constancy at

other seasons, and the use of a little

imagination in advertising and sales-

manship should enable you to keejo

your stock in a constant state of

turnover.

Beginning with this period of the

year, there is first the musical season.

Concerts and recitals follow one an-

other in rapid succession, both in cit-

ies and in smaller localities. Hence—

•

sell phonographs.

Next is the early spring, following

Easter. The end of Lent lifts the ban
(for many) on dancing—and even

aside from that, dancing is essentially

an expression of the spirit of spring,

wherefore people dance night after

night to orchestras, to pianos and to

phonographs. Hence—sell phono-
graphs.

Summertime brings holidays, with

long evenings on the water or around
the fire at some far-off woodland re-

sort. Music meets the crying need for

expression felt by every maid and
every man; but only the phonograph
is easily portable over hills and down
.streams and across lakes. Hence

—

sell phonographs.

With the fall come early shadows
and cool evenings. The grate fire is

lighted, the pipe filled, the paper falls

from idle hands. Music is wanted

—

dreamy, restful music. The piano re-

quires playing. The phonograph plays

itself. Hence—sell phonographs.

And after that the deluge—mean-
ing Christmas.

P HONOGKAPHS t ost less in over-
-*- head, proportloiially to sales, than
many other profitable Unes.

If your stock is properly assorted,

and chosen with a judicious eye to the

I)robable requirements of your dis-

trict, the turnover will be rapid.

The time occupied in making a sale

of a machine will be worth from $2.^
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to $250—or more—will frequently be

no more than that occupied in selling

an article of one-tenth the price.

Therefore, there is less proportionate

cost of wages to be charged against

this line.

The phonograph helps to sell itself,

to sell records, and (by bringing

people to your store) to sell jewelry.

It is therefore a buisiness asset, and

reduces your cost of doing business

proportionate to the business done.

It takes up comparatively little

room, but adds the attraction of its

own beauty to the space it occupies,

and lends tone (no pun intended) to

your establishment.

* * *

THE MANUFACTURER must find

some line of establislied mer-
<'hants williiiK to sell his goods.

In many towns there is not suffi-

cient business to justify t^he existence

of a music store. But even where

there are one, two, or more such

stores they rarely handle more than i

small proportion of all the various

lines of phonographs that are on the

market. For each manufacturer to

start agents for his own line all over

the country would be a form of busi-

ness prodigality that could not be jus-

tified. Business must be done econ-

omically or it will inevitably "come a

cropper.

'

Therefore a large proportion of the

manufacturers, instead of starting up

a new merchant in each locality to

struggle along and make ends meet as

best he can at the expense of the lo-

cality, are now encouraging already

established merchants to take on the

extra business and reap the extra

profit that goes with it.

This is true business economy.

And since the jeweler's business is

of the sort it is—a business which
calls to his shop those who love beau-

ty and who possess the money to in-

dulge in it—the manufacturers are

recognizing that the jeweler is their

natural and specially qualified agent

in the handling of phonographs.

It only remains for the jeweler to

recognize that the phonograph is a

natural and specially qualified line for

him to handle.

* * *

T> IIONOGRAPIIS arc bCKinninj^ to
-*- sweep the country as no one article

has ever done l)efore.

Many manufacturers are finding it

impossible at the present time to fill

all orders placed with them. The
phonograph business has grown even

beyond their sanguine expectations.

It is anticipated, however, that ma-
chines of every make will soon be

available in desired quantities, not be-

cause of any falling off in demand,
but because output is being increased

in a manner undreamed of until re-

cently. The manufacturers are ever

inclined to be conservative. They
must be. They satisfy themselves of

the demand to come before they pre-

pare to meet it. Anything else would
be suicidal.

The fact that they have prepared to

meet a constantly increasing demand
in therefore proof in itself that those

who are best in touch with the situa-

tion know positively that there will be

a sale for their goods beyond anything

yet experienced.

And the retailer who gets in on the

ground floor of this comparatively
new and rapidly growing business

will reap the lion's share of the har-

vest.

Know Your Machine
{Continued from page 51.)

ord albums, to say nothing of the in-

finite variety of accessories such as

tone arm attachments for the play-

ing of all sorts of records, repeat de-

vices, automatic record cleaners, etc.

By all means have a service de-

partment, and let it pay for itself,

with something extra for profit, and a

"pull" for future business.

Have You Read This?

If you are looking for a

"good seller" drop us a

card at once for prices and

terms regarding agency

for first-class, good-selling

talking machine.

The Address is :

Canadian Symphonola Co., Limited
31 BROCK AVENUE :: TORONTO
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"SPECIAL ANNOUNCEMENT"
To Jewelers Marketing " Phonograph Supplies

"

I am distributing or jobbing the following lines of first-class Phonograph
Accessories and Supplies:

—

Bemister's Semi-Permanent Stylus.

Record Albums.
"All-In-One" Columbia Attachment.
Steel Needles.

Kent Master Adaptor for Edison.

Ferro Automatic Stop.

Brilliantone Combination Needle.

"All-In-One" Victor Attachment.

Violaphone "Gold Point" Needles.

Diamond Points for Edison.

Jones-Motrola.

Bemister's Pathe Needle.

Brilliantone Steel Needles.

"AU-In-One" "Speed Indicator."

Record Cleaners.

Sapphires for Edison and Pathe.

Tone-Clear Record Polish.

Disc-Lites.

"A.R.L." Victor Attachment.

Petmecky Multi-Tone Self-Sharpening Needles.

Kent Attachment for Edison.

My latest catalogue and price list is now in the press. Write for a

copy. My lines will make "DOLLARS" for "DEALERS."

Yours faithfully,

H. A. BEMISTER
10 VICTORIA STREET, MONTREAL, QUE.

iiiiiimiiiiimiiiiiiiiiiiiiiu

911 KentBldg. TORONTOC. A. GRIFFIS
Phone Main 2220

Phonograph Accessories and Supplies

THE TRIANGLE REPRODUCER
Without Doubt—The King of 'em All

TRIANGLE TONE-ARMS
Made in sizes 854 and 9 in.

Demonstrating Superiority in Utility and Ability

Get a sample of these products and make your own demonstration.

MAGNEDO STEEL NEEDLES
GOLD FINISH

Each needle will play 10 records perfectly. They come 50 in a box—60 boxes to a carton. Costs

you $5.85 per carton. Makes you an excellent profit. Special prices in quantities.

SUPER-TONE STEEL NEEDLES
The finest American-made steel needles. Made in five tones. Supplied in packages of 100. Write

for quantity prices.

We are also Equipped to give Service in

Sapphires, Diamond Needles, Record Albums, Record Cleaners

Writt- or wire for anytliinji' rcqiiii-ed in Phonosi'iiph Acoosssories or .Supplies.

Write for a sample of our NEW ALBUM—IT'S A DANDY!
Canadian Uepi-esentative : PL.-XZA MU.SIC CO.

illllllilllltillillllliltlllli
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Cntario Horological School

The organization of the Ontario iHorological School.

IJmited, was completed last month and the company is

now duly organized under the laws of Ontario, with an

authorized capital stock of $10,000. Upwards of $6,000

of the stock has already been taken up and the balance

is now available for the retail jewelers of the Province

who wish to participate in the benefits of the organization.

The school is now prepared to accept repair work and

eoch shareholder is entitled to send in repairs to an amount

equal to four times the value of the stock he holds. In

addition he will have the opportunity of being able to

secure a competent man when the first class of students

is graduated from the school, as shareholders will be

given a preference in directing the men to positions.

The number of shares that may be taken by one firm

is 'limited to five and it is considered desirable that the

stock should be spread among as many retail jewelers as

l)ossible.

The officers elected are: Thomas Koden. honorary

president ; X. C. Maynard, Ryrie Bros., Ltd.. president

;

H. B. Kent, Kent's Ltd., vice-president; H. \V. Tisdall

and B. M. Chapman, directors; Percy Roden, secretary-

treasurer.

The following firm^ have already become stockholders:

]\vrie Bros. Ltd., .\. C. Stanners, .\mmon Davis, H. W.
Tisdall, F. C. Proctor, Ellis Bros. Ltd., Kent's Ltd.. Chap-
man Bros., T. Katon Co., Robt. Simpson Co., W. ].

Sheppard, G. W. Morley, Thos. Smallwood, A. Rosenthal,

J. D. Scott. E. A. 'Greenwood. Percy E. Housey, Gold-

smith's iStock Co., American Watch Case Co., P. W.
Ellis & Co., Roden Bros. Ltd.. J. M. Cockburn and the

Gruen Watch Co., all of Toronto; Levy Bros. Co., Ltd..

Geo. H. Lees & Co.. D. G. Harris, Thomas Lees. Connor
Bros.. Gordon McLaren. A. G. Gaul, Klein & Binkley and

John C. Diggins. of Hamilton; J. G. Collinson. Dundas

:

Alex. Gib.son. Peterboro
; J. S. Smith, St. Catharines.

• »

New Monetary System Needed
{Coiiliniu'd from page 42.)

It will be seen from this that not only is the fixed

I)rice quite unnecessary to the usefulness of gold as a

medium of international exchange, 'but it has actually

decreased its usfulness in that respect by making it prac-

tically unavailable when most needed. Freeing gold

would not limit its usefulness as an exchange medium an;,

more to-day than it did when gold was first used in this

manner. Its fluctuations in value would be more apparent

than real—they would represent the inverse of fluctua-

tions in the value of paper money, rather than an actual

ebb and flow in the purchasing power of gold.

For the ordinary uses of exchange the other half of

Professor Fisher's ])roposal might be adopted with cer-

tain modifications, i.e., that an internationad unit of ex-

change be established which will represent a fixed amount
(weight or measure) of each of a certain number of

commodities commonly exchanged between nations. In-

ternational credits could 'be made in terms of this unit.

All commodities, including gold, would be quoted in

terms of it, and it would in turn be quoted from day to

day in terms of the paper money of each of the various

nations concurring in the system. In this manner credits

once established would always retain the same real value,

whereas now they vary directly with the \ar\ ing value of

the currency in which they are established.

This however, is purely by the way. The phase of

the situation which has peculiar interest to the jewelry

trade is that which directly affects the supply of precious

metal. The most flourishing davs for iewelers werp

those in which gold was a free metal whose value was

set largely by the demand for it for ornamental purposes.

and in small past by its usefulness as an exchange medium.

There are probably other solutions of the present dif-

ficulty—international action limiting the paper issttps

and credits of the various concurring nations to a certain

fixed relationship to their production ; the elimination of

national and the creation of an international currency

;

the acceptance of a number of other valuable commodi-

res as co-standards with gold^—almost any of these would
!)'• highly satisfactory compared with the present archaic

system in which one i)recious metal is being gradually

(lueezed out of production by an arbitrary valuation at

much less than its real value, and another minted into

(• )!ns which, at times, are worth less than the metal which
:. oes inio them. There is hope that in time our financial

rulers will awaken to the fact that the highly complicated

system on which they pride themselves belongs to the age

of open gas burners, paddle-wheel steamers, balloon areo-

niiutics and tw^o-party ward ])olitics.

Proposed Tax on Gold
(Coiitiinied from page i2>.)

extent, therefore, we may anticipate that, without any

relief, the monetary reserve would be withdrawn for

manufacturing and industrial purposes in the above stat-

ed amounts. Should the sales to the trade be limited

to the production of new gold, as will certainly be made
effective urfess immediate and constructive relief is

provided to increase the production of gold, the trades

will be unable to satisfy their full ref|uirements for those

\ ears."

Credit, Competition and the C.N. J.A.
{Continued from page 38.)

may most easily be carried on, and this co-ordination of

interests effected, is already established in the shape of

the C.N.J.A. Fortunately the Canadian jewelry trade at

the outset decided to include in this association not only

retailers, but wholesalers, jobbers and manufacturers. The
false principle of conflicting interests within the trade is

therefore already laid aside in Canada, and the more
]jrofitable principle of community of interests is accepted

in its place. There should be little difficulty, then, in

a])])lying this latter principle to the question in hand

—

that of conducting the jewelry business in the most econ-

omic and profitable manner possible by continuing it to the

smallest necessary number of participants.

Xaturally, the stronger the C.N.J. .\. is in proportion to

the membership of the entire trade, the more effectively

can this ]jrincii)le be a[)i)lied ; and naturally the members
of the C.X\J..\. will be the most fully benefitted by an\

ajjplication of the "community-of-interests" idea.

Organization is being carried on in an encouraging

manner over a good part of the Dominion, but a certain

amount of lethargy is still shown in some localities, espe-

cially on the part of those who are also lethargic in the

conduct of their own businesses and who, consequently,

will be the last to benefit from the gradually changing
conditions, the first indications of which are already be-

ginning to make themselves felt.

Cobalt despatches take a much more serious \'iew of

the coinage situation than has been shown elsewhere.

One correspondent states: "Metal authorities and students

of finance fear that Canadians may be treated to the

spectacle of belated legislation only after a large part of

Canadian coinage has actually found its way to the melt-

ing ])0t."
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8th Annual (^ R p A HT *'^ ^nnuai

JANUARY SALE
Costs are still advancing but our

8th Annual January Sale prices are far

below to-day's market values. We have

been enabled to issue it by including—

1. All shipments received too late for

Christmas trade.

2. The few articles remaining in some
of our many lines.

3. Various goods which are not listed in

our catalogues.

4. Goods impossible to replace and which
we have therefore discontinued.

Your Great Opportunity

of once a year

If your copy does not arrive kindly so advise us.

P. W. ELLIS & CO., Limited
TORONTO - CANADA



58 THE TRADER

A Page of

illllllllllllMlltllllllllltlllllllllllllllllKlltll

WATERBURY CLOCKS
From our January Sale Catalogue

PRICES SUBJECT TO FLUCTUATIONS OF EXCHANGE

Waterbury

3-Pillar Mantle

CLOCK

ASSORTMENT

Enameled Wood. Dark Green Marbleized
Top and Base. Gilt Ornaments, Bases

and Caps
8 Day, Strike, Giiiif;. Half-hour on Cup Bell.

.514-inrh Dial. Convex (ilnss. Height, lOV^
inches. Width, !(>% inches.

Aineri(vni White r/iii!, Rnman Figure, Roco<o
S,lsll.

See Prices

in

January Sale

Catalogue

Enameled Wood. Gilt Ornaments, Bases
and Caps

8 Day, Strike, (iong. Half-hour on Cup Bell.

5%-inch DiaJ. Conic.x (Jla.'w. Height, l\V»
inches. Width, 17% JTiches.

American White Dial, Arabic Figures, Plain
Sash.

Enameled Wood. Gilt Ornaments, Bases
and Caps

S Day, Strike, (Jong, HaJf-hour on Cup Bell.
o%-inch Dial. Convex Gla-ss. Height, 11

inches. Width, 17V4 inches.
American White Dial, Roman Figures, Rik«co

Sa.-h.

THE FINEST

Mantle Clock

Assortment

Made
^'"' DULUTH

Dark Steel Marbleized
Enameled Wood. Gilt Feet, Bases and

Cap
8 Day, Strike. (!ong, Halfhoir on Cup Bell.

.)'/4-inch Dial. Ck>nvex Glass. Height, 11
inches. Width. 17 inches.

American White Dial, Arabic Figures, Plain
Sash.

DWIGHT
Enameled Wood. Gilt Ornaments, Bases

and Caps, Dark Green Columns "

8 Day, Strike. (Jotig, Halt lioui <in (up Hell.

r>V^-incli Dial, (onvcx Glass. Hciglit, 10%
inches. Width, lfi% inches.

American White Dial, Roman Figures, Rococo
Sash.

Black, Brown Marbleized Columns
Enameled Wood. Gilt Ornaments, Bases

and Caps
8 Day, Strike, Gong, Half-hour on Cup Bell.

rjVi-inch Dial. Convex Glass. Height, 10%
inches. Width, 1.^)^ inches.

American White Dial, Arabic Figines, Plain
Sasli.

Costs
same.

in Switzerland are still advancing and we are compelled to issue new Price I'sts to cover
They apply to the following lines : Omega Watches, Civic Watches, Patria Watches,

Champ Watches, Meric Watches, Watch Cases.

Send for New 1920 Price Cards

P. W. ELLIS & CO., LIMITED
Toronto, Canada
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The Old Order Changes

I~>

OR the better part of a year it has been apparent

^ that a change of condiitions is about to sweep over

the field of retail merchandising in Canada, and

generally speaking the change is for the better. In many
respects this is more noticeable in the jewelry business

than in others.

Trade organization is the first and one of the most im-

portant phases of this change. Others include better ac-

counting, shorter credits, standardization of cash dis-

counts, more rigorous enforcement of the law with re-

spect to the marking of gold and silver, and many others

of major or minor importance.

* * *

This being the case, it is only to be expected that the

nature of the business done may also undergo a meta-

morphosis—that storekeeping in the future imay be a some-

what dififerent matter from storekeeping in the past.

As all indications are of a change for the better in

other phases of the business, it is not too much to assume
that any change in the practice of storekeeping will also

be for the better. If this in turn is true, then by review-

ing its various shortcomings as at present practised we
may obtain a reasonably accurate estimate of what the

future holds in store—thereby anticipating the new order,

avoiding the inconveniences that result from being taken

unawares, and reaping the benefits of being farsighted

and forehanded.

To itemize a few of these

:

1. There has been too much dead stock on the shelves.

2. The average class of goods handled is far below
the standard to which it should attain.

3. Stocks in all but a few of the really large businesses

are not sufficiently assorted.

4. Turnover is far too slow.

5. Goods are in subnormal demand over ten months of

the year and in abnormal demand for the other two months.
6. Profits in percentage per annum are entirely too

varied on the different lines of goods.

7. Advertising is far from being what it should be.

8. Shops are not imiade sufficiently attractive.

9. Clerks are not sufficiently interested in their work
or in the welfare of the business.

10. The repair departments do not pay the profits they
should in view of the time, attention, and floor space they

demand.
* * *

These are by no means all, but they are enough to

consider for the present.

The last point may be eliminaited from the discussion,

since it is a problem which can be and is being solved

largely by organization. Uniformity of repair and engrav-
ing price lists is gradually sweeping over the country, and
this to a large extent will eliminate what up to the pres-

ent has been a troublesome problem.

The Trader.

The others may be dealt with in order. These all apply

to the average jewelry business in Canada. They are

shortcomings, and if there is to be a change for the better

in the realm of storekeeping means must be found of

eliminating these shortcomings.

It will be noticed that the first three are primarily buy-

ing problems, the next three have to do with buying and

selling, and the final trio (disregarding 10) have to do

l)urely with the selling end of the business.
* * *

BUYING PROBLEMS.
First as to dead stock. Most jewelers have succeeded,

during the past few months, in clearing out practically all

of this. With huge sighs of relief, they look over their

empty shelves and remark to themselves, "Well, thank

goodness, that's done with !" So it is^—for the present.

But it will be back again, the same old-man-of-the-sea,

unless the jeweler makes up his mind once and for all

time, and sticks to it, never again to be tempted by price

considerations into loading up with a quantity of a cer-

tain line of goods unless he knows definitely that he can

get rid of them within one year. Quantity purchasing is

always risky business for the small merchant, no matter

what price he pays.

This, then, is one fhing that must go by the board with

a bump.
Second: the standard of goods to be handled. A man

who may be classified as a "business doctor'' recently had
considerable work to do aimong members of the jewelry

trade. One of his chief criticisms of the stocks handled

was that they contained gross upon gross of cheap jew-

elry trinkets such as are handled normally by haberdash-

ers, "five-ten-fifteen cent stores," and even druggists.

As he saw it, many of these killed the sale of better

made and more expensive articles which the cu.stomer

would be quite ready and willing to purchase if the jew-

eler did not handle the cheaper line.

This, however, is not the only basis of criticism. It

musit surely be recognized by now by every jeweler in the

Dominion that a newer and better class of jewelry is in

demand'—-a class which takes some account of artistic

design, skilled workmanship, and individual distinctive-

ness. People have been satisfied too long with jewelry
of monotonous similarity : an engagement ring consisted

of a single diamond in an inconspicuous setting ; a wed-
ding ring of a plain gold band; a la valliere was this; a

cigarette case was that; a bracelet was the other thing.

The ornate and expensive were merely ornate and expen-
sive, to the point of ostentation. Too seldom were they

also beautiful.

But people are changing their ideas. An engagement
ring may be anything, now, so long as it is beautiful. A
wedding ring may be in platinum or in any one of several

shades of gold, with or without embellishment, and per-

59
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missibly with a crusting of gems around the entire circlet.

La valiieres are beginning to show a little imagination in

the handling. Cigarette cases are found with inlays of

platinum and different shades of gold, and some with the

most exquisite enamel work to replace engine turning.

Bracelets are becoming the gorgeous things they were
when the Orient knew the height of its glory.

And surely even the smallest jeweler can get out of

the rut to some extent in ordering his stock if he inter-

ests himself in the many lieautiful things that are to be

found for the seeking.

Third: the lack of variety. To some extent this is

related to the others. Concentration on a multitude of cheap

objects has made it diflcult for the stmall jeweler to handle

a stock of really catholic comprehensiveness. But by

buying more "from hand to mouth" in a good many lines

in which heavy stocking is not essential, he will have more
capital free for the handling of objects which pertain to

this, the aristocrat of retail trades. Much buying that is

done in the cities by small town cusitomers would be done

at home if the home jewelers in the future lay in their

stocks with a little more caution as to quantity and a little

more courage as to quality and variety.

* * *

BUYING AND SELLING PROBLEMS.
Fourth : turnover. The good or poor relationship be-

tween buying and selling is to be deduced from the rate

of turnover. Investigation into the accounts of one On-
tario jeweler recently showed that his rate of turnover

averaged approximately once in a year and a half. It

sounds ridiculous, but the fact is that despite this slow

turnover the merchant was "getting along very nicely,

thank you." It is equally a fact, however, that if he had

been able to bring his turnover up to once a year or once

in six months he would have been doing two or three times

as well.

Turnover is discovered by accounting. But it can be

speeded up only by a combination of good buying and

good selling.

Good buying, in this instance, consists of buying what
you have reasonable expectation of being able to sell

quickly, and in only such quantities as will be sure to last

you until you can place and receive another invoice. These

rules may be modified slightly according to circumstances,

but in the main they hold good as stated.

Good selling, as viewed from the standpoint of turn-

over, consists in keeping close track of your stock, watch-

ing the things which threaten to become wall-flowers, and

adopting some means of getting rid of them before they

have eaten up a year's interest on investment, loafing on

your shelves. Notice that word "before." Many mer-

chants wait two or three years, and then get rid of the

white elephant. They would do much better to take these

steps (whatever steps may be adopted for getting rid of

a thing) when the article first gives signs of becoming a

shelf-warmer.

Fifth : the ten months' quiet season. No force on earth,

of course, can prevent jewelry from being primarily a

gift

—

the gift of all earthly gifts. And consequently its

heaviest selling season is bound to be in the months imme-
diately preqieding Christmas.

While this cannot be prevented, it may to some extent

be modified by the application of a little thought to both

buying and selling.

In buying, turn your attention to your particular town.

What things are there that its citizens buy at other sea-

sons of the year than just prior to Christmas? What
things might they be persuaded to buy by the creation of

a demand ? These need not fall under the narrow classi-

fication of "jewelry." Objects of artistic and decorative

merit of almost any sort are lawful merchandise for the

jeweler. This is even more true in the provincial town

than in the large city, for in the city there are shops which

specialize in odd lines of costly commodities, while such

shops are almost unknown in small cities and towns.

For instance: it may seem like a far cry from jewelry

to rugs, but if there is no merchant in your town handling

that small but expensive type of oriental rug so dear to

the heart of woman, and if you have reason to think you

might be able to dispose of a few, then nothing on earth

should prevent you fromi handling them.

This is just an illusitration of a point. Your imagin-

ation should be able to conjure up a number of things

which are saleable at "off" seasons of the year.

In selling, do your best to stimulate other seasons, not

only as gift seasons, but by constant emphasis on season-

able lines.

It should, for instance, be possible to do much more
with birthstone jewelry than has ever been done. Here-

tofore this has consisted largely of selling birthstone rings

for gift purposes. But people wear other things than

rings, and people occasionally buy jewelry for themselves.

Take in conjunction with this the fact that sets of jew-

elry, harmonious in design and gem setting, are coming
into more common use than they have been in centuries.

This should suggest a profitable opening for the live jew-

eler, equally good at all seasons of the year.

"But," you say, "I cannot afford to stock such sets."

Possibly not. But the manufacturer either stocks them
or can supply them to you under normal conditions (which

should return this year) on reasonable notice. The pros-

pects for such business may not be large in the average

town, but remember that one sale will repay you for con-

siderable time spent in "working up" a couple of dozen

"prospects" during the quiet seasons of the year.

And the best feature of such business is that your

turnover is immediate. In fact, you have no capital in-

vested in the thing at all, since the sale may be made be-

fore the goods are purchased.

This again is merely an illustration. The jeweler with

imagination and initiative should be able to put to good
advantage his spare time during what in normal years are

the "quiet months."

Sixth : variation in percentage-per-annum profits. This

is related back to turnover. On principle, there should be

no such variation. An article which normally turns over

but once a year should give twice the profit on cost that

is given by an article w'hich turns over twice a year. Of
course it does not do it, and cannot always be made to

do it. But if your accounting system tells you where you
stand in this respect you will naturally seek to have less

money invested in the slow-turning article, or to make it

pay you a higher percentage of profit on cost. The tend-

ency is to make per annimi profits as uniform as possible

over all lines, and if each individual in the trade decides

to make the effort the feat may easily be accomplished.

SELLING PROBLEMS.
Seventh : quality of advertising. No one will deny that

this, on the whole, is inexplicably poor. There does not

seem to be any reason why retail jewelry advertising

should strike so low an average as it does over the whole

of Canada. There are outstanding exceptions, of course,

and these are not by any means confined to the large city

shops.

The question has been dealt with frequently in the col-

umns of The Trader, and doubtless will frequently be

dealt with in the future. The chief criticisms are that

the "matter" is either too dead or too direct in its appeal

;

{Continued on page 64.)
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TO say that credit is the life of trade is to state an

axiom. Possibly a reasonable estimate of the

proportion of all commercial transactions trans-

acted on a credit basis would be ninety per cent. Not

only is there not enough currency in existence with which

to pay all commercial obligations as they arise, but the

conveniences and savings of buying on credit are so great

that they more than counterbalance the credit losses

where credit is extended with care. For instance, the

department stores of Chicago, all but one, have charge

accounts. One would naturally think that a department

store, because of the large number of customers and the

rather small amount of individual sales, could do a strictly

cash business if any business could.

BUYER INTERESTED IN PREVENTING CREDIT LOSSES

Granting that buying and selling on credit is necessary,

every honest man has a direct interest in preventing dis-

honest men in his line of business from obtainig credit.

It needs no argument to convince you that no business

house can remain in business for any considerable length

of time unless it makes a profit out of its business. To
make a profit on the sale of goods, the selling price must

include, in addition to the cost price, every item of ex-

pense, and the profit. Credit losses are an expense, -xnd

the selling price must include an item to cover all credit

losses. I'f the sales are made by careful credit men to

business men on whom they have complete credit infor-

mation, the credit losses are so small that the expense of

credit losses is negligible; but where sales are made with-

out full information, or to those of little financial strengih,

the credit losses run so high that they decidedly afifect

the selling price.

As the buyers on credit really pay for the credit losses

of the firms selling to them, they are serving their own
best interests by supporting and assisting all efforts to

furnish accurate credit information on the retailer to the

jobbers and manufacturers.

BENEFIT TO THE RETAILER OF REPORTING AGENCIES

In addition to information on antecedents and moral

character, credit information may be divided into two

kinds, as follows

:

Information as to assets and liabilities.

Information as to the method of payment.

Information as to assets and liabilities must come
largely from the retailer himself. A credit rating agency

is not absolutely necessary to enable the reader to place

such a financial statement before the credit men as the

retailer could make a financial statement out for each

firm he buys from and send it direct ; hut these statements

must be accurate at the time they are made, and require

having the books up to date. So an association such as

the National Jewelers' Board of Trade, by placing a jew-

eler's financial statement before almost all the jobbing

and manufacturing jewelers, saves the jeweler a great

deal of time and inconvenience even if it rendered no

other service. But the National Jewelers' Board of Trade
does more than simply take the credit statement of the

retail jeweler and distribute it to the jobbing and manu-
facturing jewelers. It aids the honest retail jeweler by

prosecuting those making false financial statements. The

publications in the jewelry trade for years have from time

to time contained news items regarding such successful

prosecutions ; and the credit man generally feels that he

can place reasonable reliance on financial statements of

retail jewelers given the National Jewelers' Board of

Trade for this reason.

WHY THE RETAILER SHOULD BE GLAD TO FURNISH A

FINANCIAL STATEMENT

Every retail jeweler ought to be glad to furnish a fin-

ancial statement. If distributed through an agency such

as the National Jewelers' Board of Trade, it does not have

to be furnished very often, and does not take a great deal

of time to prepare. It furnishes the best basis for the

credit men to extend credit on. As I have said before,

the price to the retail jeweler must include all necessary

credit losses, and it is to the retailer's own interest to

eliminate the dishonest or insolvent jeweler.

Each year the retail jewelers more generally are mak-
ing financial statements, as is shown by the credit files of

the National Jewelers' Board of Trade. As the number
of those failing to make statements because of a misun-

derstanding is reduced, the credit men will regard the

failure to make financial statements more clearly as an in-

dication of lack of credit worth. This will make it more
difficult for the dishonest man to get credit and give in-

creased protection to the honest merchant.

IMPORTANCE OF INFORMATION AS . TO RETAilEr's METHOD
OF PAYING BILLS

But it is not enough for the credit man to have a

financial statement from the man who is about to buy on

credit. He must have information on his method of pay-

ing his bills. I have heard that there are wives of mil-

lionaires who keep their dressmakers waiting for a year

or more before paying. This may be satisfactory in the

dressmaking trade, where the prices may be increased to

include liberal carrying charges, but it would not satisfy

a retail jeweler selling at reasonable, fixed prices. .\ga:n,

I have heard of at least two instances of men who grew
wealthy by investing all the money they could draw out

of their business in real estate, and paying their creditors

only after long delays or after suit. Many failures are

due to the same cause where the investments do not pr'^ve

so fortunate. So the credit man wants to know how soon

after goods are shipped the purchaser is in the habit of

paying. But the greatest value o'f continuous informa-

tion as to the method of payment is as an indication of

any changes in the debtor's financial condition. Where a

man previously prompt in his payments becomes slow, it

is an indication that he is not making money, or that he

has tied up his capital ; and it is a signal that the condition

should be investigated.

The method of payment is a matter that particularly

requires investigatiton by an outside agency. The expense
of a credit man himself making these inquiries among
all the jobbing and maufacturing jewelers in all the local-

ities where the customers of his firm may buy is pro-

hibitive; and if he asks the customer for refereces, he is

sure to be given only those who will report most favorably.

Further, a credit man may often be unwilling to give his

opinion direct to a competitor and yet be willing to give

it to an association such as the National Jewelers' Board



62 THE TRADER
of Trade, that he knows will not disclose his identity.

CASH DISCOUNTS

A part of the matter of payment is the matter of

cash discounts. Perhaps there are some retail jewelers

who have never realized what a saving can be made by

taking advantage of the cash discounts allowed by job-

bers. If the terms of sale are 90 days, 6 per cent, dis-

count for payment within 30 days, this means that you are

being allowed 6 per cent, of the face of the bill for paying

it 60 days sooner than it would otherwise be paid. Money
constantly employed to discount bills at this rate would be

used siix times in one year and, earning 6 per cent, on each

employment would earn 36 per cent, per year. To fail to

take advantage of liberal discounts shows lack of judg-

ment or an acute shortage of available funds, and is i

circumstance carefully considered by the credit man. The
man who regularly discounts his bills is a preferred cus-

tomer and often gets special notice of bargains out of

which the jobbers desire to get their money quickly.

TRADE ACCEPTANCES
Trade acceptances are being earnestly advocated as a

part of the business machinery of handling credit sales.

Their more obvious advantages accrue to the seller.

The advantages to the buyer are not so obvious. But,

as I have stated before, the selling price to the retailer

must include all the wholesaler's necessary costs, and a

practice that reduces the wholesaler's expense without

inconveniencing the retailer is for the best interest of

the trade and ultimately of the retailer.

NATIONAL jeweler's BOARD OF TRADE

The discussion of the question of credit, with partic-

ular reference to the jewelry trade, would not be complete

without some information about the National Jewelers'

Board of Trade. The National Jewelers' Board of

Trade, while not confining its activities solely to compil-

ing and distributing credit information, makes credit in-

formation on retail jewelers its chief object. It is a co-

operative meml)ership corporation, started over thirty-five

years ago, and at the present time it has over one thous-

and members. I consider the trade fortunate to have such

an organisation, because, by specializing on credit inves-

tigation in the jewelry trade alone, it obtains better and
more complete information than any agency attempting to

get credit information on business houses in all lines.

The reporters are in closer touch with the retail jewelers

and more familiar with the trade conditions surrounding

the retaiil jeweler; but the chief advantage is that the

members o'f the board have a feeling of loyalty to and in-

terest in the welfare of the board, and contribute their

own information on method of payment and amount of

credit extended much more freely than they would to any

independent commercial agency.

Within the past twelve months the board created an

adjustment committee to which an insolvent retail jeweler

can submit his affairs; and if this committee is of the

opinion that his conduct of his business was honest, and

that he has fully disclosed all his assets, his assets can be

distributed without subjecting him to the stigma of hav-

ing gone through bankruptcy.

The board has taken an active part in the passage of

stamping laws and other beneficial legislation, has been

instrumental in having South America inrvestigater as a

field for the sale of American jewelry, and in many ways
has carried out its declared purpose, "to promote the wel-

fare of the jewelry trade."

BOOKKEEPING

Connected with the subject of credit is bookkeeping.

To make correct financial statements proper books of ac-

count should be kept. Uniform systems of account have

been devised for a number of lines of retail trade, and I

am informed that the devising of a uniform system of

accounts for retail jewelers is under consideration. (This

is the work of the Research Bureau.) Such a system

which would be the result of careful investigation by ex-

perts would result in a number of advantages:

It would be clearer and simpler than many systems

now in use.

It would be adopted by jewelers now keeping prac-

tically no books.

It would be O'f advantage to the credit men of the

jobbing houses in their consideration of the financial

statements of the retailers.

The taxes imposed by the Government in recent years

have made it increasingly necessary for the jeweler to

keep books, and one of the many advantages of the adop-

tion of a uniform system of accounts by the trade would

be the greater ease of figuring taxes.

COLLECTING RETAIL ACCOUNTS

A discussion of credit with reference to the retail

jeweler should surely include consideration of the retail

jeweler's own accounts. Every retailer, to keep his own
credit good, must be a good collector of his own accounts.

If the retailer sells largely on credit and gives his own
customers longer terms than he receives on his own pur-

chases, the more he sells the more capital he ties up; and,

unless he is the possessor of almost unlimited funds, he

will have to ask for an extension of his own indebtedness.

When goods are sold on time, the time of payment should

be definitely agreed on at the time of sale; and a cus-

tomer offended by insistence on the terms of payment is

one that the retailer can well afford to lose.

Two actual incidents told by F. C. Letts, president of

the Western Grocer Company, illustrate the business dan-

gers a retailer encounters by failing to collect his accounts

when due, so much more forcefully than anything I can

say that I quote Mr. Letts' own story as follows:

"I want to repeat what a successiful retailer once said

to me about Mr. Higginbotham, who was the successful

credit manager for years for Marshall Field & Co., and

was later president of the World's Fair. This retailer

said: T feel that all I am worth is due to Higginbotham.'

"Why?' I asked. He answered: T came from the East

and opened a general store in Manchester, Iowa. I bought

my first bill of dry goods from Marshall Field & Co., dis-

counting the bill. I continued to discount for some little

time; but as I was lenient with credit, I reached a point

where the best I could do was to meet my bills at maturity.

One spring I bought a very large bill of dry goods to be

paid for in the fall. I had large sales ; but I was trusting

the goods out. Shortly before the bill came due I found

it was going to be impossible to meet it, so I sat down and

wrote Marshall Field & Co., telling them the situation

and asked for an extension. I never dreamed that they

would not grant it.

"'Mr. Higginbotham wrote me a letter. He said: "I

have noticed your career since you went into business. You
discounted your bills for a while, you then met them at

maturity, and now you ars asking for an extension. The
reason for this is, I know, because you have not been col-

lecting your accounts as you should. I am going to refuse

to extend the time on your account for two reasons- first,

because Marshall Field & Co. expect their money when

the bill falls due; secondly, I will be doing you a real ser-

vice if I make you pay the bill, because it will mean you

will have to go out and collect your accounts."
'

"The retailer, as he himself said, was angry when he

received this letter ; but he saw that he would be com-

pelled to meet the bill at maturity and accordingly went

{Continued on page 64.)
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Working up a Valentine Week Trade
An Early February Campaign that has Great Possibilities

By W. B. Stoddard.

IN preparing for a special Valentine campaign care

should be taken to impress upon the public that, ac-

cording to custom, it is appropriate and timely to

send Valentine remembrances, not only on St. Valentine's

day—the 14th—^but any day during that week, and the

thoughtless swain who has let the day go by without a

remembrance can set himself straight with his ladye

faire by sending her a token of his esteem later in the

week.

Although the old-fashioned lace paper, or satin Valen-

tine, is seldom seen these days, the sentiment survives as

strongly as ever, and the ardent lover still presents his

lady with a token of his affection on St. Valentine's Day.

This, then, is the opportunity for the jeweler to display

many sentimental trinkets and to so adorn his windows

as to call to the attention of all youths and lovers of every

age the fact that he is able to supply their gift wants.

Coming so soon after the hoHdays, when the majority of

purses are somewhat depleted, it is not advisable to fea-

ture expensive jewelry, but rather some dainty trifle at a

popular price. A box of fine stationery in a red satin

box; a silver vase containing a red rose; a heart-shaped

silver bon-bon dish, filled with chocolates or glace fruit

—

this is the line that will find the greatest favor and in-

duce the most sales. The children still cling to the primi-

tive valentine idea, however, and for them there should

be a good selection of lace paper trifles, or boxes of sta-

tionery adorned with hearts in scarlet and gold. A trio

of windows, noticed last season, arranged by jewelers in

widely scattered sections of the country, will serve as

foundations upon which any jeweler may build up an at-

tractive display, modifying the original in any way he

chooses to suit local conditions.

A window which delighted all children and called at-

tention to the fact that Valentine cards of all kinds were

kept in stock had, in the foreground, attached to a post,

a regulation Dominion mail box, in front of which on

tip toe stood a little miss of six in dainty white dress, de-

positing in the box a letter addressed to "Mr. Dan Cupid."

A long panel at one side was filled with Valentine post

cards, while a panel opposite held Valentine dance and
dinner cards. The floor, covered with red silk, was strewn

with cards and envelopes, long and slender, of buff or

silver, each with a large red heart in the centre, and
adorned with such sentiments as

:

The magic darts from Cupid's bow have had
their day—they had to go

;

But if you'll write me now a line, I'll be a dandy
Valentine.

For the swain who wished to show his affection in a

more substantial manner there were handkerchief and
glove boxes of red satin, filled with note paper and envel-

opes, upon the top of each box being laid a large red

paper heart, with space in the centre for a Valentine
greeting.

A window in love's own color—red^—displayed appro-
priate gifts of a richer design. It was floored with bil-

lows of black velvet, in the centre in a vase of Pompeiian
red being a large sheaf of white carnations. Red satin

boxes held stationery of cream linen ; while fancy little

boxes contained cards of red with gilt edges, suitable for

Valentine invitations. A writing set of red morocco,

copper-bound, elicited general admiration. The display

was lighted at night by a lamp with standard of Pom-

peiian red pottery with wide spreading shade of red silk

—

the combination of red and black, with occasional gleams

of white and gold, being particularly effective.

A jeweler who wished to appeal to many tastes, and

to feature gifts both popular and exclusive, would find a

natural blending in the third Valentine display. In the

background was an immense outline heart, five feet in

height, made of lath six inches wide, covered with folds

of crimson velvet. This was placed upright in the win-

dow and from it hung long, narrow ribbons, upon which

at intervals of six inches were strung red cardboard

hearts of graduated size. A sign, lettered in gold, sug-

gested: "Valentine Offerings." On a low platform, cov-

ered with crimson velvet, were boxes of de luxe station-

ery, silver bud vases, desk photo frames of silver and

glass, gold and silver mesh bags, silver bon-bon dishes and

a number of dainty books, such as "An Old Sweetheart

of 'Mine," "Venus and Adonis," and "Maurine," tied with

white ribbons, upon which were strung tiny red hearts.

A systematic Valentine campaign will call the atten-

tion of the general public to your store, and anything that

places you in the limelight—in an attractive manner, of

course—is bound to result in increased trade in every line.

A jeweler in the east, realizing that Valentine parties

would be given by many, secured the names and addresses

o: the secretaries of the various clubs—religious, social

and fraternal—and to each of them sent a cordial note:

You and all your friends are cordially invited

to come and see our elaborate Valentine display.

You will observe a table set for a Valentine din-

ner, and you will see many gifts appropriate for

favors and gifts for this auspicious occasion ; as

well as decorations for the table and walls.

Decorations on view entire week of Feb. 14.

The table, of which mention was made, was rectangular

m shape, covered with a white cloth, and had a candelabra

m the centre filled with red tapers. At each plate were
little heart-shaped glass dishes filled with red bon-bons.

The place cards were heart-shaped and bore pictures of

fat Cupids. Silver vases at each plate held a single red

rosebud. Above the table was suspended a huge red rose,

several feet in diameter, made of crepe paper, with a

shower of narrow red ribibons extending to the edges of
the table. A table at one side was heaped with rolls of

red crepe paper, as well as white paper stamped in Val-
entine designs. Here, too, were shown red stationery

and red cardboard hearts for decorations. Another table

was devoted to little de luxe gift books, bud vases, bon-
bon dishes and other suitable Valentine remembrances.
A card attached to the tablecloth gave a complete list of

table appointments and the cost of each, together with
the entire cost. In addition to the notice sent the secre-

taries, small ads were inserted in the newspapers, inviting

everybody to come down and see the correct appointments
for a Valentine table, as well as stationery for sending
invitations to the party, and cards of Valentine greeting
to shut-ins and friends at a distance.
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that literary quality is entirely lacking; that the "lay-outs"

are crowded and clumsy ; that typographical harmony is a

thing unknown ; and that illy-designed cuts are used seem-

ingly without thought of their unattractive qualities.

Much improvement will be made if the advertiser keeps

always in mind that his wares appeal most to people who
love the beautiful; and that beauty appeals most to peo-

ple of imagination. His strong suit in advertising, there-

fore, is to appeal to the iinragination, which is to advertise

by suggestion more than by blunt, direct appeals for pat-

ronage, or by the equally bknit advertisement of a certain

thing for sale at a certain price. It is not to be taken that

the latter forms are taboo, but the firms which have edu-

cated their patrons to the "advertisement by suggestion''

are gathering in the most business proimrtionately to their

fields.

Eighth : shops unattractive. Of the writing of win-

dow dressing artides there is no end. And most of what
they say is worth reading, if only to stimulate your in-

terest in the dressing of your own windows. It is to be

regretted, however, that more has not been said about shop

interiors. The writer has entered many a shop, lured

thither by a well dressed window and an attractive ex-

terior, only to receive a shock from the poverty-stricken,

out-at-the-elbow appearance of the interior.

It is one thing to get a cusitomer into the shop. Rut

having got him there it is an equally important thing to

keep him impressed with the quality of your goods and

the excellence of your business if you hope to make a

sale worth while.

Take a look over your shop. Does it satisfy you ?

Are the fixtures harmonious with one another and with

the class of business that you are supposed to be doing?

Are the goods all displayed to the best advantage? Do
you vary the interior display frequently enough? Is the

glass kept brightly polished? Would a hundred dollars

in new lighting fixtures add a thousand dollars to the

appearance of the whole interior? Have you enough of

the decorative side-lines of the jewelry business (a rare

vase or two in china or silver, a lamp with hand-painted

translucent glass shade, etc.) of the sort which bring you

a good profit when sold, and in the mieantime help to sell

other goods by adding to the appearance of your shop?

The answers to these aiKl a few similar questions will

put you on the right track in getting the best sort of

business.

Ninth: the clerk. Not a few jewelers have undertaken

to solve the clerk problem by application of some bonus

or profit-sharing system. And one has yet to hear of a

case where the merchant who has tried this has regretted

it. After all, you are interested in your business mainly

because it is your business. Has the clerk the same cause

to be interested? If, on the other hand, your interests

and his interests are one, is it not likely that he would

show the same energy and enthusiasm for the business

that you show yourself? Undoubtedly in some cases he

would show even more—or at least to better effect.

Aside from this, if you would keep the clerk interested

you must keep him informed and give him responsibility.

Don't try to "hog"' all knowledge and authority to your-

self. Let him feel that he is learning something and get-

ting somewhere. It may be that if he learns too well and
becomes too valuable he will leave for pastures new, but

in the meantime you will have had the temporary services

of an interested clerk, which are more valuable than the

life-long services of an indifferent one.
* * *

These various matters, naturally, have been touched on

but briefly, owing to the limitation of space. They are

matters, however, to which attention is due from the re-

tailer at this particular season of this particular year.

Many of them will be dealt with individually in more de-

tail during the course of the year.

Meantime it may be accepted that the jewelry trade is

on the verge of a renascence—^has, in fact, already en-

tered upon it. The change will in all likelihood .be so

gradual as scarcely to be noticed excepting when, a year

or so hence, one takes the trouble to compare "what is"

with "what was" a few years previously.—C. M. P.

Credit and the Retail Jeweler
(Continued from page 62.)

out and collected enough of his accounts to pay the bill

in full. After this, on careful thought, he made up his

mind that Marshall Field & Co. had done him a real

service. He saw the relative imjiortance of the collection

side of his business.

'.\t the time he talked to me he had retired with a snug
fortune. He never again had to ask for an extension, for

Mr. Higginbotham had taught him a lesson. He knew
that if his account had been extended, he would have
been asking a like favor times without number; would
have been trusting out his goods to Tom, Dick and Harry,
never figuring on pay-day, and probably the result would
have finally been to fail. He felt he owed a debt of

gratitude to Mr. Higignbotham.

"\ farmer, whom I had known for a number of years,

decided to move to town that he might give his children a

better educattion than they could secure in the country.
He sold out, went to town, and entered the retail business.
I sold him his opening stock. He discounted the bill, and
for some time discounted. Then he began to meet his bills

at maturity. Then he fell behind, and we had to carry him.
We continued to carry him, for we knew he was well fixed

and that we were selling him the bulk of his merchandise.

""There was a crop failure ; and. as he depended largely
upon country trade, he failed. I went to see him, for he
owed us quite a bill. The first thing he said: 'Frank Letts,
you are the cause of my failure." This surprised me, and
I said: "Chris, why do you say that? We have certainly
been good to you.' His reply is significant: 'That's the
trouble. I made a success of farming; I believed everybody
was honest, and I trusted everyone who wanted to buy
goods of me. You did not force me to pay my bills. Had
you done so, I would have forced my customers to pay me,
and I probably would be in business to-day ; but you were
so easy that I was easy with my trade. The crop failure
came. Many tenants who owed me large bills have moved
away or cannot pay me a cent. I om to-day a bankrupt
and getting along in years. I shall never forgive you for
not teaching me business methods and forcing me to pay
your bills when they came due.'

"Here was a lesson I learned in my early business
career. It made a great impression on me, and since then
I have tried to be a teacher and helper to our friend, the
retailer, teaching him the importance of paying his bills

on short terms and on due date, and of collecting from his
customers in the same way."

The Inspector of Pearl Fisheries at Broome, Western
Australia, officially reports that pearl shell, packed for ex-
port, is selling at £215 per ton, and that many Broome
pearlers are holding their shell at that price. It is also
reported from the same source that small, perfectly shaped
pearls of 15 to 20 grains are realizing unheard of prices.

The sum of £800 for perfectly round 20-grain pearl is said
to have been offered.
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A Simple Melting Furnace for Jewelers

Bv C. C. Richdah

WiEN I was confronted with a job that required a

crucible that would hold eight pounds of metal,

and after repeated delays no furnace large

enough could be obtained that might be used in the ordin-

ary gas furnace used in most shops, I determined to find a

way out for myself.

I do not propose to go into the numerous experiments

that were made, but will endeavor to give their results so

fully that any jeweler may follow them out for himself

;

and it will certainly pay him to do so.

The first thing to do is to get the proper kind of fire

clay. This is mixed with asbestos and is all ready for

use. It is used out here in the West for lininig stoves and
boilers for oil burners, etc. It is not affected by heat, is

very cheap and can be handled with ease if the directions

which follow are carefully carried out.

After procuring the fire clay the next move is to get a

half-gallon tin can such as is used for the canning of fruit.

Bakers throw such tins away and will be glad to give them
to you for nothing.

0Jq. 2. 3i5-3,

The crucible suitable for use with a can of this size

—a can about six inches high—is "Battersea E," which is

about 4% inches high and about 3 inches in diameter at

the top. This article refers to this size of crucible. For

any other size you may wish to make, the same propor-

tions will do, that is for the walls and bottom of clay
;
the

size of the plug varies with the size of the crucibles.

Now take a pair of dividers, sharpen their points, and

mark for the hole in the side of the can. (See sketch.) This

should be 1 1/4 inches in diameter and 1 5/16 from the

bottom of the can. These were the dimensions to fit my

furnace in order that the blast pipe might centre
;
but all

depends on how high the blast pipe is from the bottom of

the furnace. It has no bearing on the making of the fur-

nace except that the blast must be in the centre.

Draw the dividers around on the can until they cut

through. Then cut a half-inch hole through the centre

of the bottom of the can, having the can prepared. Make

Trader and Canadian Jeweler.

a wooden plug (see sketch) 5 inches high and tapered

from 3 1/2 to 3 1/4 inches in diameter, the small end being

the cope, so that it may be drawn from the can after the

clay has contracted. After making the small 1 1/4 inch

plug (see sketch) coat both plugs and inside where the

large plug fits with parafiin oil. This prevents the wet

clay from sticking to the plugs, which, of course, would

prevent their withdrawal. Through the centre of the large

plug put an 8 inch by half-inch bolt, with square head and

-^ / /

H

;h

3i^.5.

-"^J

threaded so as to screw down the centre of the plug, and

pack the clay tight. It will be necessary to have washers

of hard wood or iron, of the same diameter as the can,

so as to make the clay come flat on the top and bottom of

the can. By a study of the sketch this will be fully un-

derstood.

You are now ready to put in the clay and melt. Very

little time is required for mixing the clay, but care must

be taken to insure that it is just right. Just how to do it

will be fully explained, and follow the directions to the

letter.

Take the clay, put it into any vessel that is handy to

use, then add water and stir until the clay becomes about

as thick as dough. Do not get it too thin. Add water

only a little at a time. When thoroughly mixed, put the

fire clay in the bottom. Now add the sides of the wall.

Afterwards insert the bolt, with washer, into the centre

plug (See Fig. 4) and pack the clay down well. Take a

thin blade of metal and work the clay around the side so

as to exclude all air. This is very important. There must

be no air here, nor any dry clay, for if there is, the clay

will almost certainly crack when heating. After the clay

is well packed, allow it to extend above the top of the can,

then put the top washer on, screw the nut down, and this

will force the clay down tight. Then set it away. If pos-

sible, put it in the sun to dry. After twelve hours the bolt
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may be removed and the plug taken out. Be sure to re-

move the screw and take the blast hole plug out from the

side. Finally, plug up the hole that the bolt made with

clay.

The top of the furnace is made by cutting the bottom
oft a can of the same size as the furnace and making a

1 1/2 inch hole through the centre. Take the end of the

crucible after the clay has been pressed in the same man-
ner as the furnace. In a few hours it will contract when
set in the sun. After a rest of twelve hours it is ready
for firing; and then take a strip of metal and clamp tightly

around it. Do this after you have done the following:

Take the crucible, put in the metal you wish to melt, and
place in the wet furnace. Put the top on ; then turn on
the blast. The melting of the metal fixes the furnace and
the top, but turn the top around so as to get both sides

red hot. When heating is completed, take the crucible

and pour the metal. You can repeat the melt or allow
crucible and furnace to cool ; but you have a furnace now
that will give you 200 melts at least after the first one is

made. It will cost you just the clay and your time, and
suitable clay out here in California costs four cents per

pound.

Should your crucible break and let the metal out, all

you need to do with the furnace is allow it to cool, knock
out the bottom, put in new clay and melt. Should the

walls show cracks or a hole, just plug them up with wet
clay and fire. One of these furnaces has been used for

nine months, and is still as good as when the first melt

was made.

Try rubbing a paste of fire clay over the sand crucible

inside and out, and you will have little trouble from
cracked crucibles. We have melted twenty-seven times in

one crucible treated in this way, whereas we have secured

only three melts from crucibles not so treated.

Fig. 1 gives the shape of the plug. It will be noticed

that the bottom of the plug is turned out so as to mould a

mound that will permit the blast to circle around the cru-

cible and at the same time not allow the bottom of the

crucible to get too hot. This is 2y2 inch in diaimeter and
1 inch deep. When inserting the plug be sure to turn it

around so as to make this mound fill the mould ; and hav°

the mound top come up to the centre of the blast hole.

Fig. 3 shows the clay after the plug has been removed
Fig. 5 shows the crucible resting on the mound.
Having now the dimensions to work by, follow out

the plans and instructions step by step ; and in future you

will not use any furnace but the one you make. Although

it took over a year to work this out successfully, it can

be made in about fifteen minutes' time once you hrve "ihe

plugs, etc., made. You can make a furnace out of a (^ne-

pound cofYee can that will take the crucible of smaller size.

A safe margin for the thickness of the walls of the body

is one inch for the furnace to take large crucible and

three-quarters inch for the smaller size.

If any of the directions in this article are not per-

fectly clear, a stamped, self-addressed envelope sent with

the question will bring a prompt answer from the author.

Cleaning Ivory

Genuine ivory articles are scarce, but since the advent

of imitation ivory for toilet ware, hundreds of thousands

of pieces, such as brushes, mirrors, hair receivers, powder

boxes, etc., are to be found on the dressing tables of the

queens of the homes. These so closely resemble real ivory

that the layman does not recognize the difference, bi^t if

he knew the price of genuine ivory, he would doubtless

entertain strong suspicions.

Both the real article and the imitation have a polished

surface that is injured by perfume or other liquids con-

taining alcohol, also by scratches.

Rebuffing, an expensive and bothersome, process was
formerly necessary to remove the spots and mars, but now
a cleaning cream is obtainable which has the property of

a])plying a sort of veneer on either ivory or artificial ivory.

In case of perfume spots, etc., it is adivsable to apply

the cream immediately, before the alcohol has time to eat

into the polLsh. If the object is merely to remove

scratches, of course, there is no particular hurry.

Cold water should not be used to clean real or imita-

tion ivory; it is not effective. Hot water turns it yellow.

The special cream is also valuable for cleaning shell,

amber, gold, silver and plated ware.

Buying Old Gold and Silver

Nearly all jewelers purchase old gold and silver which

is offered for sale. There is a nice profit in this business,

but it is quite easy to get "stung." Assuming that a lot of

old gold of different qualities is offered for sale, the best

plan will be to melt the lot. In this way we will obtain a

lump of gold of uniform quality, of which the value may
be determined quite accurately. Our next step will be to

drill into the lump in different places until we have ob-

tained one dwt. of "drillings." The "drillings" are next

melted with sufficient copper to reduce the quality to one or

two karats in fineness. They are then placed in an

evaporating dish and sufficient nitric acid is added to dis-

solve all of the base metal. The residue (which is pure

gold) is carefully dried and weighed, and represents the

exact fineness of our lum]) of gold. For instance: If we

recover 12 grains of pure gold, the our lump is considered

as 12 karats gold.

In buying old silver we usually "take a chance." How-

ever, the quality of silver may be accurately detenmiined.

using a method similar to assaying gold. We will require

100 grains of silver for this test. The silver should be

rolled quite thin, then placed in an evaporating dish, and

nitric acid added. Heat should be appHed to facilitate

the action. When all of the silver is dissolved, the solu-

tion should be diluted with water, and a piece of sheet

copper placed in the solution, which will cause all of the

silver to precipitate as a fine white powder. The powder

is pure silver, and should be carefully washed, dried and

weighed. As the fineness of silver is expressed in thou-

sandths, we should multiply the result of our test by 10 to

obtain the exact fineness.

Ontario's Gold Production

The gold mines of Ontario arc doing their best to com-

pensate for the diminishing production of the remainder

of the world, and are making money in the process, accord-

ing to reports from Porcupine. The production is now

close to the $1,000,000 a month mark, and it is expected

that this will be increased during the next few months.

The only previous period comparing at alll with this was

the year 1916 when the figure for the twelve months was

$10,339,259. Owing to the richness of the ores it is pos-

sible to produce (in the mines that are operating) at an

average of 60 per cent, of the value of the output. This

leaves a good margin oi profit for the mines, especially

now that gold is at a premium in Canada. Should con-

ditions ever return which will (make possible the profitable

operation of the mines in the United States and elsewhere

which have recently been forced to close down, the mines

of Northern Ontario which are now operating at a good

profit will be even better off than they are now.
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Practical Correspondence
Solutions of Problems and Difficulties met with by our Readers

Question.—When fitting a new bushing to &. acven-

jewel watch, please say which is right, to put the bushing
in from the outside of the plate and rivetting on the inside,

or putting it in from the inside and rivetting on the out-

side.

Answer.—All bushings, whether in watch or clock re-

pairing, should be put in from the inside of the plate.

Lightly chamfer the outer side of the hole after it has

been opened sufficiently to receive the bushing, this to

facilitate rivetting. Then, if the bushing is fitted as

tightly as it should be, very little rivetting will be required.

BOOK ON WIRELESS TELEGRAPHY.

Question.—Please give title in next month's issue of

some simple book that tells how to make and set up a

wireless set.

Answer.—The Popular Mechanics Company of Chi-

cago, publishers of the well known magazine, "Popular
Mechanics," publishes "How to Make a Wireless Set" in

its series of popular handbooks. It is written so that any-

one can understand it, is illustrated, and sells for only 50

cents.

Question.—How long is one in the jewelry business

in the Province of Quebec supposed to keep watches or

jewelry that have been left for repairs, and what is the cor-

rect way to dispose of such goods, after keeping same
for a reasonable length of time? I have some watches

that have been on my board for several years. I have also

many articles that have been in my repair drawer for

years.

Answer.—We understand that there is no law in the

Province of Quebec covering this point. It is different

in Ontario, where, under the Wages Lien Act, the jeweler

who repairs watches or articles of jewelry, has a lien on
the goods, and, if they be unclaimed after three months,

may sell them, after advertising his intention in the local

paper. This should be a matter for the jewelers' organiza-

tions in Quebec to take hold of and secure the passage of

a similar law.

BOOKS ON WINDOW TRIMMING.

Question.—Will you kindly furnish me with the ad-

dress of a reliable house Where I may purchase books on

window trimming, backgrounds, et. ? If you publish such

books, kindly let me know by return mail.

Answer.-—-There is no book published dealing with

window trimmiing exclusively for the retail jeweler, prob-

ably because few jewelry stores employ a professional

window trimmer, and in the past, at least, most jewelry

stores have not paid very much attention to the designing

of really artistic displays. Most of the window trim-

ming helps on the market, therefore, are specially adapted

for the use of trimmers in department stores or in other

lines that represent a better field. The best book avail-

able, perhaps, is "Show Window Backgrounds," by Geo.

J. Cowan, an expert window trimmer and vice-president

of a Chicago school of window trimming. The price of

the book is $1.50 There is not a display of jewelry in

the book; there lis not a display of goods of any kind. It

describes and illustrates a large number of background

designs for seasonable displays—such backgrounds as are

commonly used in the windows of department and dry

goods stores. It also contains directions for many of the

details of window trimming work. To a man with some

ideas of his own who is not looking merely for a copy-

book; a man with the ability to take, alter and adapt

other ideas wherever he may find them, the book is well

worth while. It may be obtained from the Dry Goods

Reporter Publishing Company, Chicago.

From the Merchants' "Record and Show-window," a

monthly magazine devoted to window trimming and kin-

dred matters, you might gain other useful ideas from time

to time, although, like the book already referred to, it

caters mainly, of course, to Skilled window artists in

other lines. It is published at 431 South Dearborn Street,

Chicago, price $3.00 a year. We would suggest that you

write the Elgin National Watch Company for an inter-

esting bulletin published by the company's Service Bureau

a while ago. This illustrates a number of attractive

watch displays and possibly copies of it may still be avail-

able.

WHO MAKES THE MAINSPRINGS?

Question.—Please answer this question : Do the Walt-

ham and Elgin companies make their own mainsprings,

or do they come in sheets ready to cut ait the proper width

from Europe, probably formerly from Germany?

Answer.—Both companies make their own sprirgs.

Very few watch manufacturers even in Europe do so, for

to make mainsprings satisfactorily the utmost care must

be given to the production and manipulation of the steel

and the greatest possible precision is then required in the

fashioning and finishing of the springs themselves.

A good many years ago all the watch manufacturers

of America, like the watch manufacturers of Europe, de-

pended for their mainsprings upon spring manufacturers

w^ho specialized in this one branch of the watch industry.

As time went on the great American factories, first of all

the Waltham Company, we believe, started to make their

own springs, beginning only in quite a small way. They
did so because they required a great quantity of springs

in large variety of sizes and style. They had also found

it difficult to secure springs of sufficient uniformity of

quality, grade and size. Following the policy that has

been responsible for the wonderful progress of American
watchmaking, the time-honored methods and machinery

of Europe were departed from. Radically new methods
and new machinery were introduced. And thus, from the

very first, the American-made mainspring proved to be

superior in quality and finish to those that hitherto had
been imported.

ABOUT ENGRAVING SCHOOLS.

Quesbion.—Please advise me, if you can, re engraving

schools ; efficiency and locality of same are the only facts

necessary. This will greatly oblige.

Answer.—In the past there have been one or two
engraving schools in Canada, or at least one or two trade

engraving shops that were willing to take in students of

the art for instruction. We know of none that is doing
so at present. In the United States most of the trade

schools teach engraving as well as watch work and jewelry
work, while there are also a few schools that specialize in

engraving alone. Of the latter, one of the best is the

Winter School of Engraving, Lake View Building, Chi-
cago, 111. ; among the former, better write the Bradley
Polytechnic Institute, Peoria, III.
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Sterling or Plate ?

By Allen B. Morris.

TO-MORROW morning I am going to march up to

the mirror, stick out my chest, pat on it and tell

myself all the good things I know about me.

I'm going to talk right out loud and recount all the swell

things I've done for the house. I am going to let me know
what a swell fellow I am. I'm going to look myself right

in the eye and convince myself that I am a regular guy.

When I get that all out of my system then

—

I shall turn my back to the glass and have a few choice

words with myself. First, I shall remind myself of one

very important fact, namely, that there is only one fellow

who really counts to this organization. The sign could be

changed over the door, sweeping changes could be made
in the personnel of every department and the business con-

tinued uninterrupted, providing one individual was re-

tained. When that one important person leaves this firm,

the doors will close, and in every window will be seen a

"For Rent" sign. This one particular individual holds the

destiny of this business in his hands—he is the CUS-
TOMER. When he quits, we are all through.

Now, then, I want to know if I am doing my part to

create and maintain a pleased clientele? Do my efforts

please customers and cause them to return to this store,

that I may wait on them again? Do I employ straight

business principles to attain this end? Am I doing my
full part to please the customer and help him to appreciate

the painstaking care the management exerts to meet the

requirements of the buyers of this particular line of mer-

chandise? Am I sold on the policies of the firm? Am I

sold on the plans of the chief? Am I courteous? Do I

see to it that each customer I meet or wait on has the best

of my endeavor? Do I know the goods I am handling?

Do I use my mouth too much and my head too little ? Do
I try to make up in number what I lack in lightning?

Am I broad enough between the eyes to help rather

than hinder the other fellow? Can I keep an even keel

in a storm? Do I know how to retain my self-possession

if the other fellow loses his temper? Have I mastered the

art of being pleasant at all times? Can I smile a genuine

smile and back it up? Can I be pleasant and agreeable

without wasting valuable time for the firm or the cus-

tomer?

Am I working only to make a good showing for my-
self, or am I working for the success of the organization?

How much real work do I do for the house without re-

quiring a lot of supervision?

How far can I go on my initiative? Does it take me
all day to do nothing, or can I find something profitable

to be doing all the time? When I am asked to do a thing,

do I do it in the best way and in the shortest time? Does

every task and every customer get the best I have in the

shop? Will I go the limit to please or accommodate a

customer?

Have I mastered the art of assisting every customer to

buy to the limit of his ability without offending him or

making him feel that he is being overloaded? Can I pre-

sent the merits of the article without talking the customer

tired? Can I keep a customer's friendship?

Do I realize that too much can be said on the best of

subjects? Do I talk in a pleasing and convincing man-
ner? Am I too much of a man to lie? Am I square with

myself? Am I square with the house? Am I square with

the customer? Am I square with fellow workers? Am I

smart enough to know a better way than to criticize or find

fault?

Am I big enough to assist the other fellows and take

pride in their good showing? Am I business man enough
to know that it takes a lot of good showings to make a

good business? Am I clever enough to act on a sugges-

tion, or do I require a direct command?
Am I liberal enough to enter deeply into every task

and make it worth while for the common good? Do I

know how to get in and help shove the work along? Am
I made out of the kind of stuff that is good material for

the organization? Am I showing it?

Do I know the difference in value between sharp prac-

tice and fair dealing? Can I be relied upon to do my part

in a pinch? When I finish a task, is it complete? . Can I

wait on a customer without neglecting something? Can
I differ from a man without arguing with him? Can I

clinch a point, can I convince a customer without dis-

pleasing him?
Am I making my friends who spend their money here

friends for the house? Am I merchant enough to realize

that the sale I make to-day should be a stepping stone for

the larger sale that is possible for to-morrow?
Are my sales netting the firm the profits they have a

right to expect? Am I as loyal to the house as I should

he? Am I as loyal to the chief as he is to me? Am I only

an employee or am I really working here?

Do I try to be efficient? Am I? Am I a storekeeper?

Do I keep up my part of the general work? How much
unnecessary work do I cause my fellow workers? Am 1

so small that I would rather have my own way than be

right? Am I as generous with the other fellow as he is

with me? Am I wise enough to know that a man is never

bigger than his business ideas?

Do I know the difference between a show of authority

and a display of judgment?

Are my clothes and manners clean enough to impress

a stranger that I belong here, or do they suggest a country

livery st.able?

Am I worth my pay ?

Am I sterling or plate?

Thrift Tips

Keeping track of the way your money goes is the first

step in Thrift.

Try this plan from one pay day to the next.

Decide before you open your pay envelope how much
of its contents you will save.

Put your savings in a good bank where you will keep

your hands off it, and which is safer than any hiding

place.

Of the remainder of your wages think out carefully

how it should be spent. Write these amounts on the top

line above the right heading.

Add up the columns on next pay day and compare

them with top line. This will help you in the intelligent

handling of your next pay envelope.

Put some common sense into the care of your own
money. Spend less than you earn and get the Thrift

habit.

The economic argument for Thrift in Canada at the

present time is irresistible. Last year this country sold

four times more than in the year before the war. The
exports were $600,000,000 in excess of imports, which

means a huge amount of money in circulation.



AUTO BANDITS ROB JEWELRY STORE.
Toronto's epidemic of auto bandit operations tooli on a

new slant on the evening of December 30th, when an
organized and almost successful effort was made to rob
N. J. Watson's jewelry store at 1506 Queen Street West.

Five men took part in the affair. Two entered the
shop, one remained on guard immediately outside, and
two took up a strategic position across the street. Mr.
Wajtson was in the store alone when the men entered and
asked to be shown some diamond rings. Mr. Watson,
suspicious that all was not well, brought out three trays
of comparatively inexpensive rings.

"I've got business with you," one of the men then told

him, producing two revolvers. Mr. Watson ran for the
side door to give the alarm, and the man fired at him,
but missed. The two men then siezed the three trays of
rings and bolted. Together with the man on duty outside
they first tried to board a street car, despite the fact that
they had a stolen motor car waiting for them. Missing
the street car, they turned back to the automobile, but
were headed off by Constable S. A. Rose, a probationer.
The men then ran up Fuller Avenue, throwing away the
rings as they ran. Despite being menaced with a revolver,

and although he did not have one himself, the probationer
constable followed until the men turned up a lane and
vanished over a fence. Handicapped by his coat, the

constable was unable to maintain the chase with any hope
of success.

The rings stolen were valued in all at about $225, and
of these all but six, valued at $35, have been recovered.

Two of the men are described as being about 30 and
35 yeajrs of age, one without an overcoat. A third was
younger and had several days' growth of beard. The two
who had watched from across the street made off in a dif-

ferent direction from the others, and were not followed.
No complete description was provided of these.

A number of suspects were arrested during the evening,
but later released. At the time of writing the bandits
were still at large.

ONTARIO.
Two convictions were registered agiaiinst the Arcade.

Limited, a Hamilton department store, last month, on
charges laid by Mr. W. J. Ryan, Inspector under the Gold
and Silver Marking Act. The first was foi- a violation

of this act by expo-sing for sale a quantity of silver plated
flatware having applied to iit a display card guaranteeing
the same to wear for years. The second charge was for
a contravention of the False Advertising Law by inserting
an advertisement in the Hamilton papers, mis-representing
the quantity and the value of the articles on sale. The
firtn had advertised "22,000 pieces of flatware," "$6,500
worth for $5,400," but it was found that the figures should
have been much lower. The comipany was fined $25 and
cost on each charge.

Seven cases on charges laid iby Inspector Ryan, were
heard in Toronto Police Court, on December 11th and six

convictions were registered. Five of the offenders were
charged, under Section 14, with having applied to watch
cases on display in their windows, printed cards guaran-
teeing the wearing qualities of the goods. These were
J. Kash, L. R. Crandell, Maurice Dick, H. Wisenbaum and
L. Durbin and they were each fined $2 5 and costs.

B. Gesensway, a manufacturer, was (iharged with
manufacturing rings and applying to them a trade mark
not registered as required by the Act. He was also fined

$25 and costs.

An acquittal was recorded by Magistrate Ellis, in the

case of H. Stein, a retailer on West Queen Street, who was
charged with having in his possession with intent to sell.

a wedding ring bearing a ((uality mark of 10 Kt. gold
when the report of the Royal Mint showed that it assayed
onily 8.4 7 Kt. The defendant produced a letter written by
him to the manufacturer, con^plailning of the appearance
of the rings, which he feared were urtder the mark, and
also a reply from the maniufaoturer, giving an assurance
that the goods were fully up to the quality stated. He
also ])leaded that all the rings had been returned to the
inanufacturer. The magistrate gave ithe defendant credit

for endeavoring to do what was right and accordingly
dismissed the case. The decision will probably be appealed.

Archie Hedrink alias E. A. Van Pelt and Melvin Wickett
alias Jack M. Delaney alias Melvyn Wickett, the pair of

clever crooks who successfully got away with a diamond
ring valued at $375, the property of E. H. Flach, jeweler,

Talbot Street, St. Thomas, have been capturedi and are now
incarcerated in the St. Louis, Mo., lock-up awaiting trial

on the charge of forgery in the third degree.

Major John P. Hannegan, chief of the St. Louis de-
tective force, was responsible for the apprehension of

Hedrick and Wickett, which is believed to be their right-

ful names. They were arrested in Chicago on December
1. on the charge of felony.

When questioned by Major Hannegan, Hedrick admitted
that he had' purchased a $375 diamond ring from E. H.
Flach of St. Thomas, giving a bogus cheque under the
name of E. A. Van Pelt. He had sold the ring for $150 four
days later to a Harry Gambler whose place of business is

near the Statler Hotel, Buffalo, where the pair stopped
while in the border city.

With this information to hand, Mr. Flach journeyed to

l-iuffalo and visited Gambler who related the whole circum-
stances in connection with the ring and gave the same
back to Mr. Flach.

The most astonishing feature in connection with the
arrest of Hedrick and Wickett is the evidence that is to

hand of the different places they visited after their flight

from St. Thomas. Apparently they travelled by fast ex-

press for they touched almost every State in the Union.

It is believed that the pair were able to escape arrest

for so long through the assistance of a third party—the
mysterious woman in the case who left St. Thomas with
Hendrick and Wickett travelling as the latter's wife. She
is reported to be a well-known London young lady and was
held by tlie police of that city for forty-eight hours after

her return from Buffalo. Upon her release, apparently she
immediately got in touch with her male friends and kept
them posted on the local situation.

Just what disposition will be made of the pair of whole-
sale cheque forgers is not known. It is improbable that
they will be brought back for trial until the United States
gets through with them and, judging by the innumerable
charges lodged against them it will be some time before
the American authorities are through with them.

Wickett is said to be an Aylmer boy and Hendrick's
home-town is given as Windsor. Both are said to have
served overseas with the Canadian Expeditionary Forces
and to have been members of the Dominion Police Force in

1918, operating in this city.

Among the many Christmas catalogues issued from re-

tail stores, a very creditable booklet by Beal and Taylor,
Pembroke, Ont., attracted much complimentary attention.

A very suggestive line of holiday gifts was illustrated and
with the book was mailed a clever, letter stating what the

store could do and its policy. The cover was in especially

good taste and the brochure should certainly have been res-

ponsible for a good share of the large holiday business.
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After a brave fight for many years against a persistent

and incurable disease, Joseph Davis, the dean of the retail

jewelry trade of Toronto, passed quietly away last month,
at the residence of hjs nephew, with whom he had been
living since the death of his .wife eighteen months ago.

For many years he had been a familiar figure in local

jewelry circles and the manner in which he kept up was a
constant source of surprise to his friends. Suffering from
pernicious anaemia, his appearance always betokened an
early demise, but hi.s buoyant optimism kept him going
and he never admitted, until toward the last, that he felt

other than "full of pep." The death of his wife was. how-
ever, a most severe blow and her constant care had been
credited , with keeping him alive. Last summer he went
to the Georgian Bay district and spent several -^eeks, but
on his leturn he began to fail rapidly, and he soon realized
that his days were numbered. Two months ago he took
to his bed with the full conviction that he would never get
up again and was fully resigned to his fate. The courage
he displayed in fighting di.sease did not fail him and the
faith with which he contemplated the future state was
without a tremor.

The late Mr. Joseph W. Davis.

Mr. Davis was born in London, Ont., where his father
was engaged in the jewelry business. He came to Toronto
in 1873 and spent two years witli George Hodgins on
King Street East. In July, 1875. he bought out George
Ward at 130 Yonge Street. In 1876, his brother, Elijah,

joined the firm but died in 1885. The business was contin-

ued until 1899 when ill health compelled Mr. Davis to

give it up. He later went into the wholesale business with
Fred Webster, under the style of Davis '& Webster, and
more recently he carried on as a manufacturer's agent,

having quarters with his old-time friends, A. C. Anderson
and Fred Addison.

The funeral was held on Wednesday, December 17th,

but owing to the very busy season and the severity of the

weather the attendance was much smaller than it would
have been. There were present representing the jewelry
trade, Messrs. S. Lorie, who sold his flr.st bill of goods to

deceased; W. J. I^atimer, A. C. Anderson, Fred Westren,
Fred Burgess, Norman Warwood and Fred Addison. The
service at the house was conducted by Rev. Dr. Turnbull,

who gave a very earnest address, in which he expressed
the great satisfaction he had had in conversing with de-

ceased, whose resignation had made a very profound im-
pression on him. Interment took place in Mt. Pleasant
Cemetery.

An interesting announcement to all in the jewelry trade
of Camada is contained in the following card issued in
St. Catharines:

Diamond Jubilee
1860 1920

Fowler & Co.
Miss Margaret O'Halloran

wishes to announce that she will continue to manage the
Jew^elry business of

Fowler & Co. at 17 Ontario Street
St. Catharines, Ontario

As Mr. J. B. Fowler, the oldest merchant in the City, is

this year celebrating his Diamond Jubilee as a Jeweler
Miss O'Halloran

requests the co-operation of all to make this, the

sixtieth year, the most prosperous
in the history of the business.

The celebration of the sixtieth year of active participa-

tion in the jewelry industry of Canada will be attended
with all the good wishes of the trade in general.

The employees of P. W. Ellis & Co. were presented with a

Xmas gift this year somewhat out of the ordinary In the

shape of a liberal life insurance policy, which will be free

from the usual premium charges. The firm have taken this

method of showing their appreciation of the faithful work
done by their employees in the past. It would be hard to find

a more appropriate token. The plan has been worked out to

the minutest detail, giving free nurs-ng service in case of

sickness. Each employee who has bepn with the firm for six

months becomes automatically insured for $500, with an in-

crease each year, so that when he or she has been with the

firm for 25 years, they are protected to the extent of $3,000.

It is to be said to the credit of the firm that a large number
of their employees have already reached the $3,000 mark,
which is the maximum policy issued. Needless to say, the

f-mployees are greatly pleased with the plan They appreciate

the interest the firm is taking iin their welfare in this most
practical of all ways. P. W. Ellis & Co. are to be heartily

congratulated on taking such an enterprising step in the

interests of the'r employees, which will strengthen the feeling

of fellowship ill their efficient organization.

Messrs. W. A. Milligan & Co. is another firm that has
adopted the group insurance plan as a means of showing to

tho-r employees appreciation of their loyalty and service.

Each member of the organization, about 60 in all, is now
covered by an accumulative endowment policy. Each em-
T)loype is insured during 1920 for $500, and each year that he
stays with the company, this policy increases in value by $100

until a maximum of $3,000 is reached, or until the employee
reaches the age at which he can draw the full amount of the
insurance in cash or have it di-stributed in monthly payments
over a period of several years.

Mr. "Bill" Woolnough, of the travelling .staff of P. W.
Ellis & Co.. was married on December 3rd to Miss Lucy Mae
Graham, of Edmonton, in the Pro-Cathedral of All Saints.

Mr. Woolnough is well known to the Canadian trade, as he
has represented P. W. Ellis & Co. both In the Maritime Prov-
inces and Western Canada, where he has been for the past
two years. The trade join in extending to Mr. and Mrs.
Woolnough their heartiest congratulations.

Mr. A. E. Cooper, the well known diamond importer of

London, announces in this issue his removal to new a.td more
spacious offices in the new Molsons Bank Chambers where,
with increased facilities, he and Major Gordon Cooper, who
has joined his staff, hope to be in a better position to meet the
increasing demands of their customers. Mr. Cooper, who Is

recognized as an authority on diamonds and precious stones,

having devoted his entire life to their study, has spared no
pains to make the surroundings at his new location pleasant,
and the equipment modern, yet in good taste.

C. F. Dyke & Co., of Yarmouth, N.S., opened their new
store In the Studio Block last month. The building was
formerly occupied by Porter & Bobbins, but has been greatly
changed to suit the purposes of the new occupants. It was
given a thorough renovation and decorated in handsome style.

Not quite as large as the former premises, it is admirably
adapted to jewelry lines, and with a very complete stock pre-
sented a most attractive appearance for the holiday season.

A completely equipped optical department is another feature

of the new store that reflects grea-t credit on this enterprising

firm.
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WINNIPEG.

With the Christmas trade daily Increasing, the Jewelry
establishments of Winnipeg are among the busiest in the city
at ithiis writing. The holiday pressure commenced in earnest
about the flrsl of the month, but a period of cold weather
when the thermometer hung around 25 below zero brought
some degree of respite for the salespeople. The army of gift-
hunters, however, again put in their appearance when the
climatic vigors firsit showed signs of abating, and the rush has
been sustained ever since.

The extent of the Christmas trade is more or less a matter
of speculation at this writing, but itl is predicted that the
volume will be such as to make the year 1919 the best in
the history of Winnipeg jewelers. Should this result be
attained it will be a distinct achievement, owing to the fact
that the depression during the strike of May and June saw
business close to the extinction mark.

The window displays in the Birks' store have never appear-
ed more attractive and enticing than at present. By way of a
back-ground biblical .scenes depicting the first Christmas are
shown. One scene represents the wise men of the east
journeying toward Bethlehem and guided by the stars, as re-
counted by the New Testament wTiters. Another view shows
the lowly manger with the Pale.s.tine hills in the back-ground.
The pictures are tastefully colored and conform to the accept-
ed art conception of Christendom's great event. Suitable bibli-

cal inscriptions accompany the paintings.

Dingwall's and Andrew's also have attractive displays In

their window.s. In their advertising the Dingwall Company
has featured the prospeotive advance in the diamond market.

"Without attempting to claim any gift of prophetic vision

—merely basing our statement on ordinary c'ommon sense
backed by 37 years Diamond experience—we warn you that
next Christmas Diamond prices will be very much higher than
now," a recent ad declares.

"In New York, and even in lOastern Canada. Diamond
prices are out of all proportion to our prices. Always keep-
ing on hand very large stocks of Diamonds, we have not felt

the more recent advances as keenly as most. Nowhere else

on the continent will you find such favorable prices as here
in Winnipeg.

Diamond Friers Will Never Lower
"The mining of diamonds to-day costs many times what

it did a few years ago—only a fraction of the number of

stones are being produced, tremendously increasing the mine
cost per carat. The cutters, the setters, each and every hand
through which the diamond passes on its way to the dealer,

receives much more for its work than formerly—in common
with all workers. Above all the demand is beyond all pre-
cedent and all thinking.

"Prices are bound to soar—and we predict an unusually
heavy advance in diamond prices long before Christmas.

"To-day our diamond prices are much higher than last

year—due to the much higher prices we must pay for the
diamonds, and higher costs for making settings. There will

be an even greater advance before next Christmas—watch
and see.

"Buy Noiv and Save Money"
"There are diamonds you have been going to buy for years

—buy this year and the saving will make a substantial start

on nexit year's gift appropriation."

Three local jewelry stores were the victims of a daring
piece of burglary work recently, all the establishments having
received the attention of the thieves on the same night. F.

W. Dudley's store at 542 Main street appears to have been
the first attacked, after which the robbers operated on the

windows of W. W. Matthews and Zimmerman's second-hand
establishment.

Mr. Dudley's busi/iess is located a little more than a stone's

throw from the central police station. The burglars broke a

hole in the plate glass window after cutting it with a diamond
point in a circular shape. The articles were dragged through
the glass with a hook attached to a heavy wire. Three
diamond rings, 31 .signet rings, a tray of wedding rings, six

watches and three dozen fountain pens was the booty ob-
tained. It is believed the operation took about 30 minutes.
Mr. Dudley's store was robbed in a similar manner last July.

At the other two stores the thieves adopted a similar pro-
cedure, but the hauls were less remunerative. The opinion
prevailes in police circles that the burglaries were the work
of amateurs, and in support of this view it is pointed out that

no professional would concern himself with three dozen foun-
tain pens. As yet no arrests have been made in connection
with the matter.

Breslaurer and Warren, successors to W. Fisher, at 381
Portage Ave., (Diamond Hall) are showing considerable en-
terprise in their new venture. The stock has been increased,
and with their window displays and advertising they are
making a determined bid for a share in the Christmas busi-
ness. A recent ad includes the words "For correct time phone
Main 7870."

The Winnipeg Retail Merchants' Association has interest-
ed itself in the complaints regarding fraudulent advertising.
The jewelry trade has had considerable to complain of in this
respect in the past and has found it necessary to ask the
Association to direct its efforts to curb the offenders. In an
advertisement in the papers the R. M. A. announces its in-
tention of assisting in the pro.secution of guilty parties. Its
statement declares:

"Complaints having recently reached the office of the
Retail Merchants' Association in respect to unfair dealings,
the Association is taking this means of informing the buying
public that the aims and objects of the a.ssociation are mainly
to promote honest dealing, and to prevent as far as possible
any misrepresentation of values or quality of merchandise.

"This A.s.sociation, if necessary, will assist in prosecuting
anyone (even though the offender be one of its members) who
has been guilty of any offense under the Fraudulent Adver-
tising Act, or for misrepresentation as defined by the Crimin-
al Code. The association desires to give every protection to
the buying public, and solicits the co-operation of such in the
promotion of honest methods of trading."

LONDON AND DISTRICT.

The members of the staffs of the two W. G. Young stores
in London, were recently the guests of Mr. Young, at his

home, when the annual Christmas dinner was keenly enjoyed.
As in former years' the event proved a jolly get-to-gether
affair.

During the Christmas rush the retail members of the trade
in London, kept their doors open in the evening, in order to

cope with the extra traffic of shoppers. In keeping with the
agreement of the London Jewelers' Club, and also the by-law
passed by the city council in 1919, they began evening sales

on December 15, and continued until Christmas. During the
entire month of December, Saturday night sales were per-

mitted.

London retailers expressed themselves as well satisfied

with the amount of business done in 1919. Many claimed that

it was unprecedented. All agree that it was big. As for

wholesalers and manufacturers here, they simply did the best

they could to keep faith with these to whom they had
promised to deliver goods.

Jobbers and manufacturers state thait those who are ex-

pecting a large! number of new lines or a drop in present
prices during the new year are due for disappointment in

many cases. So busy have the manufacturers been up to

the last moment, that they have not had the opportunity to

prepare new designs or patterns. In fact sample case^ have
been emptied in many cases to fill wants of customers.

Early in December the enterprise of London retailers was
evidenced in the opening of a new store by "Reg" and Alex
Johnston, in the premises formerly occupied by the Wright
Piano Company at 352 Dundas street. "Reg" Johnston will

continue business at his old store, Richmond and Maple
streets, and his brother will have charge of the new shop. At
the latter sitand, the phonograph business built up by the

Wright Piano Company will be continued by the new owners,

in addition to handling jewelry. Mr. Alex Johnston recently

returned to civilian life after serving with the Canadian Light

Horse in France.

The story of the lady who entered a jewelry shop with a

large man's watch in her hand and politely requested the

proprietor to make two smaller ones of it,—one for herself

and one for her daughter,—is a wornout trade joke. N. F.

Willmot of this city' has a new version of it, however, which

is well worth repeating. And Mr. Wilmot vouches for the

truth of it. A lady not long ago approached him at the

counter and unconcernedly presented to him a lady's six-size

watch, accompanied with the remark that she would like to

have it made into a larger one for her husband. "Do you

mean put it in a larger case?" queried Mr. Wilmot. Milady

stood her ground, iShe was not to be put off. "No," she

countered, "I would like to have it made into a larger one. If

you please."

Among the honorary governors of the new London In-

stitute of Musical Arts, which has been founded by Mr.

A. D. Jordan in this city is Mr. T. H. Baker.
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Thousands of Tourists will visit CANADA this coming season, each to bring back home

Souvenirs of various kinds, and we anticipate a record year in the sales of these productions.

Our artistic Plain or Enamelled Metal Souvenir Spoons, Brooches, Buttons, etc., so well

known to the trade for the past twenty years, have constantly met with increasing popu-

larity, and we have now added to our regular lines some new and very attractive designs,

which our travellers will gladly show you at your request.

As we cannot foretell from the present unsettled conditions of labor what improvement may

be expected in the near future, we most earnestly urge our customers to place their orders

at the present time, so as to ensure as prompt deliveries as they or we would wish them

to be made.

CARON BROTHERS
233-239 Bleury Street

MONTREAL :: QUE.



74 THE TRADER
The initiative of a jeweler was responsible for the in-

troduction of the first electric lighting system in Lomdon.
This interesting fact was recently brought to light by A.

O. Hunt, assistant general manager of the London Public
Utilitea Commssion. In a brief history of the progress of

lighting by electricity in this city, which Mr. Hunt has
contributed to the current number of "Live Wire," a maga-
zine published by the Commssion here, he writes that the
first plant was installed in the year 1883, by Mr. F. T.

Trebilcock, then in the retail and mnufcturing jewelry busi-

ness at 178 Dundas Street, the store now occupied by A.

Morphy and Company.
This plant consisted of one small arc dynamo, the

capacity being only four arc lamps. This generator was
driven by a small steam engine which was used for running
machinery in the daytime anid at night belted to the arc
machine for lighting purposes. ,

»
BRITISH COLUMBIA

Messrs. Bernet & Co., wholesale jewelers and importtrs,

were caught in a fire which swept through .the rear of four or

five stores on Cordova street the other morning. The major
portion of the damage was caused by smoke and water.

Chief of Police McUae objects to the police department
being made the "goat" wiith regard to the closing of local

stores upon legal holidays. He explained to the civic and
finance committee that the by-laws governing store closing

on legal holidays are neither concurrent nor definite. City

Solicitor Jones is now making a revision of the clo.sing by-

laws, so .that they may concur and be workable.

Daylight saving for the next year has been endorsed by
Vancouver Board of Trade, despite strenuous opposition. The
subject came before the meeting in ithe form of a resolution

from Toronto Board of Trade, asking for endorsation.

Delegates to represent the retail merchants at the provin-
cial taxaition enquiry have been appointed by -the B. C. Retail

Merchants' Association.

Scientific selling and character analysis are being studied

at evening classes by a number of local star salesmen as well

as beginners, in the lecture room of the Canadian Business
Institute, Vancouver Block. Three profession sales coaches
are conducting scientific sales demonstrations in connection
with ithe course.

D. D. McLaren, who ran a watch repair counter for a

few weeks at 512 Richards street, has discontinued this watch
repair service.

Indications point to an attendance of several hundred
delegates to the convention of British Columbia Boards of

Trade., which is to meet in Vancouver early in February.
Already many organizations have signified their intention of

sending delegates.

Messrs. David Spencer, Limited, Vancouver, expect to take
the first step In their enlargement plan about May 1st next,

when they will take over ithe Clarke & Stuart building re-

cently purchased by ithem. With the exception of the two
banks at the corner of the block on Hastings street, the en-
tire block is now owned by Spencer's. It is estimated that
one million dollars will be expended in the extensive improve-
ments planned.

The funeral of the late John Impey, to Mountain View
Oemetry, was very largely attended. Many beautiful floral

tributes testified to the esteem in which Mr. Impey had been
held by the business community since his arrival here abou:
nine years ago. Included aniong the wreaths was one from
the Retail Merchants' Association of British Columbia, and
another from the oflice staff of that organization. While on
the coast, Mr. Impey, who had been associated with the

Retail Merchants' Association for the past twenty years, had
become connected with the Vancouver branch and in that

capacity became well known to the local retail trade.
»

Mr. Horace Dorer has just concluded a sale in Bran-
don, Man., for Mr. D. A. Reesor. The sale started on
Saturday, November 29th, and continued through until

Christmas Eve. The store lis a large one, and large crowds
were accommodated daily.

Pelser & Petty, jewelers, of Leader, Sask., are reported

to have sold out to W. E. Wilson.

TURN JUNK INTO CASH
Once every year, at least, every jeweler should go thorough-

ly over his stock and if there are any goods that are positively
unsalable, it would be better to turn them into cash and set

the money earning. Also, before stock-taking (which with
most jewelers is completed on February 1st), a clean up
should be made of old gold, old silver, rolled plate scrap, fil-

ings, platinum, or any other waste containing the precious
metals.

Mes.srs. Geo. H. Lees & Co. .Limited, of Hamilton, announce
in their advertisement on the inside of the back cover that
they are giving special attention to the refining part of their
business this month.

The Busine.ss Calendar i.ssued by Geo. H. Lees & Co., Limit-
ed, and so much appreciated by the trade, will be sent out this
month. Any jeweler not receiving a copy can have one by
.sending them a card.

NEW FRENCH IVORY FACTORY
Four years specialization in the handling of French Ivory

p.oducts, after a lifetime spent in the jewelry business. ha.«

demonstrated to Mr. Carl Austin the necessity of having the
manufacture of these goods under the supervision of experts
in close touch with their distribution. In order to realize

Mr. Carl Austin.

this, the firm of Carl Austin & Co. determined upon building

a factory of its own, so that the manufacturing would be

linked up with the selling end of the business, thus ensuring a

dependable product and eliminating a certain percentage of

the cost of distribution. It is now announced that the factory

is already in operation in West Toronto, and turning out a

complete line of French Ivory goods. The production will

be greatly increased in the new year and especial attention

will be devoted to the jewelry trade.

A banquet and dance was given by the staff and students

of the Ontario Horological School on the evening of Monday,
December 22nd, at the Metropolitan Assembly Rooms, Toronto.

Mr. R. B. Maybee, formerly of Fort William, has opened
up a jewelry store on 1^ Danforth avenue, near Broadview
avenue, Toronto.

Notice of the merging of the Attleboro Manufacturing
Company with the allied concern, the Baer and Wilde Com-
pany has been issued to the trade. The entire floor space
and mechanical equipment of the company, together with
its complete business organization have been added to that

of Baer & Wilde. The dies and tools used in the produc-

tion of ladies' jewelry and novelties have been sold to the

M. T. Williams Company, Providence.
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Another Year Has

Come and Gone

It is our sincerest wish that this has been a prosperous business

year for you.

While the rush is on, do not lose sight of the fact that old

gold, silver, platinum and much precious metal is accumulating

and is easily pushed aside—perhaps forgotten.

Our system of refinmg assures you of the correct returns for

your old gold, silver, sweeps, smks, polishings, filings and

scraps.

The equipment and experience gained through many years

enables us to treat the different forms of waste by modern

and approved methods. You can readily see the results in

the returns which we make to you.

Canadian Seamless Wire Company
LIMITED

Refiners of:

Gold Silver Platinum

198 CLINTON ST. TORONTO, ONT.
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V. T. F.

Watch Glasses
Standard of the World

V.T.F.
is an abbreviation of VERRERIES TROIS FON-
TAINES, Lorraine, France, where V.T.F. glasses

have always been made. All others made else-

where are imitations.

Sold by All Jobbers

HAMMEL, RIGLANDER & CO.
EXCLUSIVE WHOLESALE DISTRIBUTORS

NEW YORK, U.S.A.
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1920—
A Veritable Harvest
for the Mesh Bag Trade

Instinctively, all recognize the charms and originality of the master craftsman

deeply embodied m all WHITING & DAVIS

MESH BAGS
Women appreciate WHITING & DAVIS MESH BAGS because their

appearance bespeaks refinement, well-cultured taste and enduring qualities.

They are highly ornamental and distinctive, yet their usefulness can only be

expressed by the w^ord

" UTILITY "

Lei your Jobber linoiv that you tvant mesh

bags—he will gladly supply you fvith our lines.

iiiiiiiitiiiiiiiiiiiiiitiiiiiiiiiiiri

WHITING & DAVIS Company sherbrooke

"During 1919"
We have greatly appreciated the goodwill shown toward us by
our customers, and desire to take this opportunity of thanking them

for this spirit of cordial relationship.

"During 1920"
We are going to spare no effort to keep this goodwill by trying to

even better our previous records for Service.

Our lines of CUT GLASS will have the same attractive qualities,

with several distinctive novelties that will prove fast sellers.

We earnestly and sincerely wish you all

A YEAR OF HAPPINESS AND PROSPERITY

George Phillips and Company
585 St. Timothee Street MONTREAL
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You Know that

Your Christmas sales were the best ever. To-day your

shelves are empty of the best sellers. You could have

doubled your sales if you had had the stock.

Moral— Order early for 1920

All indications point to another big year for 1920—Be

prepared—Order early.

'HEIRLOOM' PLATE
v^ill give your customers lasting satisfaction— It is the last

word in Silverware—Made in Canada.

n^iinWMl.R#M@9mmmm
570 King Street West, TORONTO

^

JZ
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We Thank You
Last season we experienced an unprecedented

demand for French Ivory Toilet articles, due

to the unusual business conditions, coupled

with the desirability of the goods and the

prompt service we rendered.

We expect another substantial increase in sales

this year, and we would advise dealers to

order French Ivory now. Stocks rapidly

diminish, the ivory market is stiff, and the

increasing popularity of this line will make
heavy demands for the goods.

Your invoices will show that on purchases

made early in the year, both prices and de-

livery have been the most satisfactory, and we
can assure you that 1 920 will be no exception.

Therefore, our suggestion— offered with a

view to serving your interests as well as our

own—SEND IN YOUR ORDER FOR
1920 EARLY. Stocks are liable to be

depleted early, and then your choice will be

limited.

Important

II'c will yladlti put any dealer's name on our mailinsj

ii.it for our monihly booklet, "Fiberloid Fads."

REMEMBER that when buying from us

there are several very important features that

are invaluable to you

—

First, all our goods are "Solid"—no

wood or composition filled. Every

piece is made from selected Solid Ivory

Fiberloid sheets.

Secondly, every article is stamped in

color, and will not break, tarnish or

dent.

Our Line Represents Over 900 Numbers

Will you let us hear from you?

Illustrated Catalogue is read]) for mailing.

Dominion Ivory Co., Limited

52 Bay St. : : Toronto, Ont.

Telephone Adelaide 1226

Representing :

THE FIBERLOID CORPORATION
INDIAN ORCHARD, MASS.

>^MM>^MMM»»»<MM>»*^>^Mi^>»<W<W«»»»<M<i<MMMMMi»<MS»*w<MS^^^MWW>^MM>»^^^
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Eyestrain and the Child

Lecture Delivered by R. C. Augustine, President of the American Optica) Association

I\'

earlier times, in certain portions of the world, human
life was held to be very cheap. We read of the Per-

sian monarch who caused the heads of a number ol

his subjects to be struck off, that his chief surgeon might

closely observe the convulsions of the muscles of the neck

at the instant of decapitation. In "Olde Merrie England'"

less than two hundred years ago, there were 123 causes

for which a man might be hanged. In our Old Dominion

State, Virginia, in her early days, a man was jailed if he

(lid not attend church, and the third offence was punish-

able by hanging.

We have come in th^se later times to value Hfc, and

with that new appraisal has come an appreciation of those

things which make life worth living. Among these, vision

is recognized as the most valuable of our faculties.

As an answer to this new appreciation of the value of

vision, which appreciation is in part a result of their ac-

tivities, there has come to be a vast army of specialists

known as optometrists. These men are specially trained

in their work as conservers of human vision.

If one wishes to have good vision in old age, he must

take care of his eyes in early life, and we too frequentlv

find it impossible to restore one's vision because the eyes

were neglected in youth. To be properly fitted with good

glasses not only helps to conserve the vision, but it adds

immensely to one's efficiency, not only in school work, but

in the life that follows the school period.

An optometrist friend writes me from New Orleans

that if all the children \\\ their public schools found to

have defective vision were properly equipped with glasses,

the saving to the school system would be more than

$50,000 annually, through the elimination of the necessity

of the teacher spending so much time on backward pupils

whose eyes were out of focus. Truly this is a phase of

optometry which has not been considered. What is true

of New Orleans is e(jually true of Litchfield or Chicago or

Peoria.

We have all observed that many deaths occur in early

adult life, due to preventable diseases contracted in school

life. These young folks secure a good education, only to

lie down and die before either they or society gain any

benefit from it. Others quit school early, discouraged be-

cause they are unable to keep up with their classes, and

go out in the world illy prepared for the battle of life.

These recruits in the great army of misfits explain most

of the misery of the world, which is principally due to the

fact that they are unable to do any one thing well.

While there are various defects which might bring

about the above unfortunate condition, I shall speak

mainly of eye strain and its relation to health, because my
life-work has been the practice of optometry: that is, the

examination of the human eye and the adapting of lenses

for the correction of vision defects.

The most expensive thing in this world is experience,

and it is to be deplored that such a large percentage of the

jiroduct of our schools is defective. Much of this is due to

l)hysical defects of which the children are victims. One
of the pressing problems of modern educational work is

the conservation of the health of the children, and both

parents ad teachers should clearly realize their responsibil-

ity in the matter. The children are in urgent need of a

champion, because they mutely accept their environment

and make the best of it.

-Many parents are either ignorant concerning the value

of corrective lenses, or are prejudiced again the wearing

of glasses by children. They often quote gran'ther "who
lived to the ripe old age of eighty and could read the

finest print without glasses."

•We must batter down the doors of ignorance and pre-

judice, for the sake of giving the child a fair deal. 1

make it my business to inform folks concerning opto-

metry and its place in society, and to urge upon everyone

the importance of making regular vision tests in public

schools. Such tests, made by the regular teachers by the

use of a test chart, are of but little real value. iVIany

children are able to read all the required letters on the

cl'.art, and yet are suffering intensely from some form of

eyestrain. Such a chield sees fairly well, only at an im-

mense expense of nerve strain. This condition often

l)rings about functional disturbances in other parts of th.':-

body. We thus frequently find that children are doctored

for various diseases which speedily disappear when the

eyes arc put in focus. This is the most important part of

my message to vou—that children may not exhibit any di-

rect symptoms of defective vision, and yet may be the vic-

tims of a hidden or latent defect which is slowly but surelv

undermining their health and robbing them of their chance
in life. That is why we urge regular vision tests in the

schools, same to be made by trained specialists, so that the

truth may be learned regarding their eyes.

Doctor Wingert, of the University of Ohio health dc-

l)artment at Columbus, made exhaustive tests of the stud-

ents attending that university, finding that only one-fifth

of them were wearing glasses, and that nearly one-half of

them .should be wearing them.

Vision tests made the country over and corroborated

by examinations made by myself in schools in central

Illinois, disclose the fact that over one-third of all the

children in our schools have defective vision and should

be properly fitted with glasses.

One of the fundamental laws of nature is adaptability

to environment. This is true both in plant and animal life.

The way nature works in this regard to kill oft' the unfit

and multiply the fit. This, of course, entails a needless

slaughter of humans, especially the tens of thousands who
die annually in our cities, because they cannot adapt them-
selves to urban life and conditions.

Now, we know we are unable to change natural laws,

and that the unfit must be eliminated. But while nature

eliminates the unfit by destruction, we would accomplish

it by transformation. We would take the defective child,

remove his handicap, whatever its nature may be, and set

him on an equal footing with his mates.

Optometry stands for conservation of vision and in-

creased efficiency, and everyoe will find that local opto-

metrists are glad to co-operate with patients toward the

realization of these ends.

Paralleling the famous "two sets of suspender buttons"

of the German army equipment is a watch provided with a

gas mask taken from a captured German soldier. A false

case with a glass front is so constructed that when it is

closed, with the watch inside, no corrosive enemy gas can

enter the works and injure the delicate mnechanism. The
observed action of such gases on exposed articles indicates

some reason in the German idea.
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A New World Fairy Tale

THE story begins in a little Old

World village with an apprentice

lad listening to tales told by his

elders in the long evenings after work.

As they talked, he learned of a world

outside his village, and there came a

sudden, half-fearful resolution to break

the fetters of his narrow life and try

his fortune in a land of shining oppor-

tunity. And so the lad set forth, in his

nineteenth year.
* * *

Forty-nine days crossing the stormy

Atlantic in a sailing vessel; berths of

rough boards; food cooked by the pas-

sengers themselves—thus in 1849 Jacob

Bausch came to Ameri-
ca — the land of his

dreams. Followed dis-

illusionment, almost
complete. An epidemic
of cholera in Buffalo;

no work to be had; a

bare existence as cook's

helper and porter in a

hotel; then a wood-
turner in Rochester at a dollar a day.
And then a venture in his chosen field,

the optical business—and utter, disas-

trous failure and a return to wood-
turning; and even an accident which
threatened his livelihood. And the

vision grew dim at times—but still it

lived; and again an optical business was
attempted, this time in his own house.

Mr. J. ./. Bausch
at 24 tfcar.s of ai/e

Henry Lomb joined him, and every hour
was busy—yet when Henry Lomb en-

listed for the Civil War, their debts just

equalled their resources. And this was
the net of eight years' work.

But then, slowly, almost imperceptibly,
the tide turned. Under the spur of their

constant striving for broader knowledge
and higher standards, the partners and
their sons built up a unique and lasting

tradition of science and craftsmanship.
Mr. Bausch designed and built the first

power lens-grinding machine in Ameri-
ca; and gradually other machines and
processes were developed, scientific

studies undertaken, and new products
added to the already
well-known eyeglass and
spectacle lenses. It took
many more years of

patient, constructive ef-

fort, but success came
at last. Exceeding all

dreams of the pioneer,

Mr. Henry Lomb the great BaUSCh &
at 26 yea^s of age ^omb factory stands as

visible evidence of this success.

The best measure is found in the real

respect accorded Bausch & Lomb pro-

ducts wherever science carries on its

researches and wherever imperfect or

suffering eyes need aid. The vision

of the founders still lives to guide us

into pathways of ever broader use-

fulness.

BAUSCH & LOMB OPTICAL COMPANY ROCHESTER, N.Y.
Makers of Eyeglass and Spectacle Lenses. I'liolographic Len.ses. Microscopes.
Bnloptieons, Binoculars and F'lU/ineeriiig and other Optical Instritments

New York Cliieaso San Fra ncisco Washinston Liondon
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SURE FIT
Means a perfect Watch Strap for both Ladies and Men, which can be worn with the greatest comfort

and assurance that you are not going to lose your Watch. It is easily attached, requires no adjustment,

and is always ready for use, as it does not become flabby by stretching.

MEN'S
STRAP PATKNTKD

Bracelet Expanded.

Both the Ladies' and Men's Straps are made in 1 4 Kt. gold, 1 Kt. gold, 1 / 1 rolled gold plate,

sterling silver and American silver, having in all qualities an expansion of I Y^ inches.

The catches on the Men's Strap are made in 5/16, 7/16 and 5/8 inch, which fit all size watch lugs.

Now is the time to stock this item.

PATKNTKD wmsmmmmm
Closed.

LADIES'
STRAP

ii;)jimtm mrnnmmmmmmu^
Showing Watch Hooks and Bracelet Expanded.

This item is not a novelty, but an article which will last and be worn as long as the Wrist Watch is in

style, and it has come to stay.
Sold through the Wholesale Watch and Jewelry Trade.

BLISS BROS. COMPANY,
'The House with Something New All the Time"

Attleboro, Mass.

EVERY ORDER FILLED
It is a source of satisfaction to us to know that,

difficult as materials were at times to obtain,

every order for Keystone Ivory and Ebony was

filled this year.

Why We Advise You To Order Now
Bristles of the quality which we insist upon

using in our Keystone Ivory and Ebony Brushes

have been very hard to obtain for the coming

year. Ebony, too, is very scarce. As the

demand next year is bound to be great, we
advise our customers to order early. We assure

delivery on all orders which we book.

Our representative will call upon you shortly

with this season's display, including a number
of new patterns in

KEYSTONE

Stevens-Hepner Company Limited
. Port Elgin, Ont.

Jewelers' Security Alliance

Will protect your Safe against

Burglary

THE JEWELERS' SECURITY ALLIANCE
has been established for over thirty-nine years,

and during this time has given its many and prominent

members efficient detective service and determined

prosecution of the thieves, aiming at the restoration

of the property when at all possible.

As a special offer, the Alliance offers you protection

for the balance of this year and the following year

( 1 920) for the small sum of two dollars. You
cannot afford to miss this opportunity. For further

particulars, write

—

JEWELERS^ SECURITY ALLIANCE
O. M. ROSS, Secretary

71 Richmond St. West, Toronto
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MADE IN CANADA F

N the past year the increased demand for fine jewelry is

convincing evidence that the public prefer a high-grade article.

Our efforts for 1920 will be to make Canadian-made Jewelry

amongst the finest in the world, and our make of goods will be

amongst the best manufactured in Canada.

We tender to the trade our best wishes for a Happy and

Prosperous 1920.

Sincerely yours,

ANTHONY IBROTHERS
24 Adelaide St. West TORONTO

RCGlSTfREO

TRADE MARK

^

1

IRorman plate
Sold Exclusively Through Jewelers

The number of comments we have received upon the distinctive

designs and quality of IRorman platC hollow ware from our

customers and friends have been greatly appreciated by us, and

we trust that during the present year we will succeed in maintaining

the goodwill shown by these favorable comments.

To the friends we have made and the prospective friends of IROtnian

iPlatC Tve sincerely Tvish a year governed by Prosperity and Happiness to

the fullest extent.

STANLEY & AYLWARD.
TORONTO MONTREAL

K
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W. CASPER, Limited
IMPORTER OF PRECIOUS STONES

Pearls and Half Pecurls

Appro. Parcels sent on Request

1 1 Church St. ''••°^%?"- TORONTO

A. TAYLOR
Thirty years' experience in trade watch repairing.
All liinds of high-grade watches repaired.

.Specialists on chronometers and repeaters.

Trial order will demonstrate.
93 PALMERSTON AVE.

Coll. 2330 TORONTO

TRADE WATCH REPAIRING
All kinds of high class watch repairing handled.

Efficient and capable workmen.
Service and Satisfaction.

BARTLETT & WAKEFORD
45 Richmond St. E. Toronto

Phone Main 3470.

BLACK CAT MASCOT PINS
Wear this pussy you will find
Fortune will be always kind,
For as sure as she Is black,
You good luck will never lack.

Sterling Silver, $3.25 doz.; $36.00 gross.

THE TORONTO TROPHY CRAFT CO..
1711-12 Royal Bank BIdg., Toronto.

Wm. Campbell Engraver
Letter and Ornamental work to the trade

Quotations on application

22 Vz McNab St. N. Hamilton, Ont.

JEWELERS' SAWS
"HERKULES" round back pre-war manufacture

—

Guaranteed Gerjuine, and the finest saws on the
' market.

We are in receipt- from Europe of a consignment of
Hound Back HeVkuIes' Saws, pre-war manufacture of the
following numbers:

6/0, .5/0, 4/0, 3/0, 2/0, 0, 1, 1%, 2, 3, 4, 5 and 6.

Staple sizes Nos. 0, 1, 2, 3 and 4

Price while they last $3.00 per gro.ss

IjOts of 10 gross at ....$2.50
Less than a gioss (;f one sixe $3.50 "

• Small orders should be accompanied
by remittance, postage to be added

W. GREEN & CO., Inc.
MATFJilALS, TOOLS, MACllINElir . SlIfPLlKS.

Fur IValclimal.ers, Jcnx'lrr.i, Silrcrsmitlix, Plalirs. Etigravers

81 NASSAU STREET, NEW YORK

TRADE
All Classes of

15

58 Yonge

WATCH REPAIRING
repairing quickly and satisfactorily done,

years' experience. Prices right.

F. J. STEWARD
St. Arcade - Toronto

Trade Watch
Repairing

Prompt Service by
Experts

Send for Price List.

P. A. Lesperance
Room No. 502.

Southam Building,
128 Bleury St.
MONTREAL.

Phone Main 3123

HOWARD ANTHONY
Specialist in trade watch repairing. Our facilities

enable us to handle your repairs quickly and with
assured accuracy. A trial order will demonstrate.

2 1 5 Hamilton Trust Building

57 Queen St. West - Toronto

Electric Clocks MADE IN
CANADA

Battery and Magneto

cFf^^n nru ^^* Electroclock Co.
ELuL

I KvlxJv/L^J^'^ Factory: 562 St. Catherine St..

rv^^^iv Maisonneuve,
<=ompanv MONTREAL

Manufacturing Jewellers and Engravers
Jewellery repairs a specialty.

Out of town orders given careful and prompt attention.

THE STEPHENSON ROBILLARD CO.
Limited

7 Bleury Street MONTREAL

Phone Uptown 6640. 511 St. Catherine St. West.

C H. A. GRANT
Manufacturers' Agent

615 DRUMMOND BLDG., MONTREAL.
Specialties: Bracelet Watches, Military and others

Tavannes Watches, Diamonds.

IVORINE MINIATURES
Copied from Photographs Delicately Hand Colored.
Quick Delivery, Permanency and Satisfaction Assured

Suitable for Lockets, Brooches, Pendants.
' •

'

'
Our Own Exclusive Process.

MINIATURE & MEDALLION CO. Reg'd
128 St. Peter Street, Montreal, Que.

WE IMPORT
WATCHMAKERS' TOOLS AND MATERIALS

JEWELLERS FINDINGS
IMITATION AND REAL STONES

Headquarters for Waltham Material for
Maritime Provinces

ARTHUR W. THOMAS
188 ARGYLE STREET, HALIFAX. N.S.

PRESTON, ONTARIO
is the address of

Canadian Horological Institute, Limited

which was founded at Toronto in 1890
by H. R. Playtner.



THE TRADER 89

Cast Bronze Panels, Bronze
Architectural Work, Stat-
uary, Name Plates and all

forms of commercial cast-
ings made of the finest qual-
ity of bronze and work-
manship. Our skilled
craftsmen have had years
of training in this special
work.

Sketches and prices gladly submitted.

}X\w.\\^ v».*Ri\«war5SS)P«^c*»ac<KiS!SW.'C3,

CaDadian Wm. A. Rogers, Ltd.

/ roffcc Fariiu/ry Depart tnnit

Z43 Macconne.l Ave. - Toronto

sss::s2:

GOLDSMITH BROS.

Smelting and Refining Co.

Limited

SWEEP SMELTERS™
Refiners of

Gold, Silver and Platinum

Accurate returns made on Scrap

same day shipment is received

CANADIAN PLANT

24 ADELAIDE W. - TORONTO

Wickett & Smith Co.

Gold Refiners

Sweeps Smelters

OLD GOLD, SILVER and
PLATINUM Bought

71 Lombard Street, Toronto

Kennedy & Williams
SUCCESSORS TO

W. R. Campbell Co.

P.O. Box 223

Wholesale and
Manufacturing Jewelers

WINNIPEG

itiiiiuiiiiiiiiiiirKniiiiiiiiiiiiiiiMiiiiiitiiiii

H.

V ery 1 ough V ace watch glasses are correctly

gauged, easy fitted with less breakage. Don't allow
other makes to be mixed with your stock of V.T.F.
glasses and you will save time and breakages in

filling.

Full stock of all sizes and kinds always on hand.

Genevas, Miconcaves, Pat. Genevas, Lentilles,

$4.80 $4.60 $7.50 $12.00

LESS USUAL CASH DISCOUNT

V. T. F. Watch Glass Co. of Canada, Halifax, N. S.
Wholesale Distributors

R. BERGMANN, COMPANY, LIMITED . HALIFAX, N. S.

lllltllHIIItlllllHnulMlllMIIHIHUIIII

il



86 THE TRADER

MADE IN GOLD, SILVER AND PEARL TRIMMINGS.

BABE'S
The interior construc-
tion of

BABE'S
BEST FRIEND jpPS^"**'^8|^ j!^. Best Friend

PACIFIER turn Ik \ ^K^-.^^flB^^B PACIFIER
is Aluminium, non-

AIR-PROOF ^L iH ""^JHBFm^^^ corrosive. The nipple
easily replaced by un-
screwing plug— Is not

NON-CORROSIVE J^fc^5^^^*V^ gelatine-filled, but
pneumatic and air-
proof. Always offering

PNEUMATIC V' "

"^^ ^^ a hard bite for the
gums and helping the
teeth through.

INSURES
EASY TEETHING Z. A UERBACH

Distrib.itors for Canacla
CO. A Hygienic

Comfort for Baby
207 St. James Street - . - . MONTREAL

^ Jewelers^ Saws
Made In U. S. A.

" Equal to the best ever imported"

Sije 8/0 6/0 4/0 2/01246
Price $3.50, $2.90, $2.50, $2.50, $2.50 $2.50. $2.40, $2.40 groii NET

We guarantee quality and will replace any If found
unsatisfactory.

JEWELERS' TOOLS AND SUPPLIES

WORTHINGTON & RAYMOND, INC.
71-73 MURRAY ST.

NEW YORK

WHEEL CUTTING
for

Watches and Clocks

STAFF TURNING
Trade Watch Repairing

E. CHARBONNEAU
204 St. Jame. St., MONTREAL Phone M.7452

J. G. COFFEY
Manufacturing Jeweler and Diamond Setter

Specializing in

White Gold and Platinum Jewellery.

L,et us quote on your next order of

10 and 14 karat GOLD RINGS.
119 St. Alexander St., Montreal. Telephone Up. 6980

DO YOU NEED CASH?
We pay market prices for Watches, Diamonds and

Jewellry; also buy Jobs regardless of amount.
COMMUNICATIONS STRICTLY CONFIDENTIAL.

The Reliable Jewellers and Diamond
MERCHANTS

113 Windsor Street MONTREAL

We are the only WATCH MATERIAL
HOUSE on the GROUND FLOOR

AL.SO

The only Watch Material House soliciting TRADE
WATCH REPAIRS

NOTE
Having the material we can give you

SERVICE
KLEIN & BURROWS

40 Colbome Street, Toronto

Horace Dorer
Jewellery Sales Expert

For the Legitimate Trade
Only. Sales Conducted
Anywhere on the North
American Continent,

357 COLLEGE ST.,
Toronto, Ont.

604 CANADA BLDG.,
Winnipeg, Man.

669 GRANVILLE ST.,
Vancouver, B.C.

Telegraphic Address:
709 4th Avenue,

New Westminister, B.C.

R. JACOBS & BRO.
DIAMONDS EXCLUSIVELY
Send ua your appro, order*. We SMure you of

prompt aerrice and ralue aecond to none.

15 Yonge Street Arcade - TORONTO
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JEWELERS' OPPORTUNITY EXCHANGE
THE TRADER
REACHES 90%

OF THE
JEWELERS
IN CANADA.

"Situations Wanted'' and "Situations Vacant," 25 word* or less, 50c per
insertion or 3 Insertions for $1.00. "Business Chance*," "Articles for Sale,"
and "Wanted to Buy," 50 words or less, one insertion, $1.00; three Insertions,
$2.00; five insertions, $3.00. Display announcements In black type, $1.50 per
inch per insertion. Send copy by 20th of month. Remit by money order If

possible.

NO
ACCOUNTS
BOOKED FOR
"WANT ADS"
ON THIS PAGE

Business Chances
FOR SALE -Jewfilry ami optical bUi.siimeisB

in one of the best towns in Oirtardo.
Buisaness is we'll estajblished. and is a
paying: propo.sition. Can be bought right,
ais ow,nei- is goiimg into other line of
business. Can reduce stock to suH pur-
chasier. Apply to Box 5S6, Tirader.

BRITISH COLUIVIBIA — Splendid Mttle
bUiSiiness for sale; owner retiring on ac-
count of health; sitock and fixtures,
$5,<>O0; can be reduced, or will sell fix-
tures only for $750 and connection:
taking $8,000 to .$9,000 a year; aniall city;
oine otheir in same trade. Box 587,
Trader.

FOR SALE — The oldest estahliisihed
jewelry business in the cit.v. For par-
iBiou'lars write G. S. Butterfield, 673
Queen Street, Sault Ste. Jlarie, Ont.

WANTED—Jeweler to take over lease of
old estaiblisted jeweilry store, well
located in good suhstanitial On'tario
town. Attractive prapoisition to reliable
man. Box 585, Trader.

FOR SALE—Paying jewelry business in
live village on Lake Huron. Side line
pays all running expenses. Failing eye-
sight the only reason for selling. Box
581, Trader.

Business Wanted
WANTED—To buy a j-ewelry buisiinests

withiin 75 miles of MoTitreal ; large or
smladl town. Box 5S4. Trader.

Situation* Vacant

WORKING JEWELER; plain engraver
preferred; desirable climate oiti Oka-
naiga.n Lake; his'hest wages; would ad-
vance fai-e. .1. B. Knowles, Kelowna.
B.C.

AS MANAGER—A client of ours, in To-
ronto, who is desirous of retiring from
aotirve mana.gement of his business, de-
siires a coimpetent watchimaker and
salesman to take full charge. A good
sallary and a liberal intereslt in the
proifiits offered. Th'is position s'hould "he
wotrth $5,000 a vear to the rigiht mam.
M. ISr. Cohen & AVm. Ogilvie. 55S Huron
Strept, Toronto. 'Phone Hillcrest 484.

WANTED—Traveller for the ground west
of Port Arthur to the Pacific Coast.
Caron Brotheps, 2*3 Bleiiry Street.
Montreal. Que.

WATCHIVIAKER to take charge of
material department. Must be a prac-
tical man. Position is a steady one,
and for the right man good advance-
ment ahead. Give full particulars, ex-
perience, salarv. age, etc. Apply to
Trader, Box 573.

WANTED—WATCHMAKER. Good refer-
ences required. Salary, $40 weekly.
E. R. Blackmer, Fredericton, N.B.

WATCHMAKERS—ALSO—IMPROVERS—WANTED—Earn money while learn-
ing the trade. Klein & Burrows, Watch
Materials, Toronto.

Situations Wanted
PRACTICAL WATCHMAKER AND
SALESMAN with 20 years' experience
in high class work, wants permanent
position in Toronto, to commence duties
after Christmas, excellent city refer-
ences. Write stating particulars to
Box 583, Trader and Jeweler.

TRAVELER, young man possessing ex-
cellent connection with the Western
trade will be open for position, starting
January 1st. Have thorough knowledge
of both watch and jewelery lines. Box
582, Trader.

OPEN FOR POSITION—Jewelery sales-
man with several years successful sales
experience on the road, with jewelry,
diamonds, etc.; references. Available
January 1st. Box 577, Trader.

POSITION WANTED as Toronto city
traveler in any lines pertaining to the
jewelry trade. Expert watch salesman.
Box 579 Trader.

JEWELERY AND SILVERWARE
SALESMAN, 14 years experience in re-
tail trade, would undertake good i>ro-

position. Apply Box 575, Trader.
JEWELERY ADVERTISING AND MAIL

POSITION WANTED — A high-class
jewelry and silverware designer and
engraver wishes to make a change. Has
had many years' experience in leading
European and American firms. Knows
the trade in all its branches. Only a
first-class position considered. Box 572,

Trader.

Articles Wanted
WANTED—Bnigraver's block with attaoli-
ments. State size and prize wanted in

first letter. W. Anderson, 19.36 Kitchener
.Street. Vancouver. B.C.

Articles for Sale

FOR SALE—A coni'plete outfit of watch-
maker's toolis; 17 Blantyre Avenue,
Plioiic Beiach 1495, ToT-onto.

FOR SALE—One jeweling attachment for
Webster-Whitcomb lathe—new. One
Clement combined lathe attachment

—

new. One South Bend Demagnetizer.
One "Modern Horology," s«cond edition,
by Claudius Saunier. Two dozen oak
trays. 11 by 11 inches. Frank L. Thomp-
son, Jeweler, Moncton, N.B.

TENDERS
For Jewellery Stock

Tenders at a rate on the dollar of a
new inventory will be received by the
undersigned Receivers for the purohajse of
the stock, furniture and fixtures of

The Port Arthur Jewellery

Company, Port Arthur
The stock and lasit inventory imay

be insipected on the pi-emisesi, Cum-
berland Street, Port Arthur. The stock
comprises diamond and other rings, neck-
laces, brooches, tiepins, watches, chains
and fobs, bracelets, silverware, flatware,
chinaware, cut glass, clocks, stones, um-
lireUas. leather goods, etc.

Tenders will be received up to noon
Monday, 5th January, 1920, and must be
accoimpanded by a depo.siit (marked
cheque) payable to the order of The
Trusts and Guarantee ComiKany. Lim-
ited, for Five Hundred Dollars ($500.00).

Che<iue:s of unsuccessful tenderers will

be returned to them.

The highest or any tender not necessai'-

ily accepted.

For further particulars, apply to

MESSRS. MILLAR, FERGUSON &
HUNTER, 55 Yonge Street, Toronto,
or to

MESSRS. LANGWORTHY & Mc-
COMBER, Port Arthur, or to

THE TRUSTS & GUARANTEE COM-
PANY, LIMITED, Toronto, Receivers.

Phone Factory, Show Rooms and Offices

SACKVILLE 2179 HALIFAX, N.S.

Duke Street, Opp. City Hall.

Canada

P.O. BOX 9

H. R. BERGMANN &, CO., LIMITED
WHOLESALE AND MANUFACTURING JEWELERS

Wedding Rlnn
DUmond Rind
Bracelet Watches

Waltbam Watches

Tarannes Watches

Jew«lry of all description

—

Gold. OoId-FUled and SUrer

Chime. StrlHnK and Alarm Clocks

SllTer Plated Flat Ware and Cut Qlais

Watch Cases. American Watch Case Co

Importers of

WATCHMAKERS' AND JEWELERS' SUPPLIES

Engravers. Gold and Silver Platers to the Trade.

EVERYTHING FORTHE JEWELER

Jewelry Both
Clock Material

Watch Material

Window Fixtures

Tools and Marhlnent

Precious and Seml-Prerloua Stone*

Electric Power and Pollshlni Motor»

and General Supplies of all kinds for

Watchmakers. Jewelers and Kindred Trade
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AUCTION
AND

SPECIAL SALE
NOW

Large Profits Guaranteed—
NOW IS THE TIME TO KEEP YOUR ASSETS LIQUID. People were
never better able to take advantage of an opportunity to buy for cash than
now. Get in touch with me by wire.

GEORGE W. WISNOM Box 316 In Care of Trader and Canadian Jeweler,
Toronto, Ont.

A Trial

Will Convince

You

That We Fill Orders

For Waltham
Watch Material,

Same Day Received

ALBERT KLEISER & COMPANY,
Limited

Watchmakers', Jewelers' and Engravers' Supplies.

6 Weilington St. East, Toronto, Can.

Wlshlnq uou

J, rosneritu ana

.happiness

aurina trie

comin'9 Vear.

Borelli & Vitelli

36 Toronto St. TORONTO

iiiiiiiiiiMiiiiMiiiiiiriiiiiniiitiiiii irii)iiiiiiiiiiiiiiii:ii
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We desire to convey

Our Sincere Wishes
for a

To our numerous customers

and friends

EAVES BROS.
128 Bleury Street Montreal

ISRAEL MICHALSON
Sole Owner of I. L. MICHALSON & SONS

DIAMONDS
FROM STOCK AND BROKERAGE

26 Holborn Viaduct E.C.I

London, - England
Cable Address

:

NOSLAHCIM, LONDON
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ALPHABETS and NUMERALS
FOR CLASS RINGS, EMBLEMS, Etc.

[ IN VARIOUS SIZES 1

ABCDEF6HIJK
1234567890

AB1AEZH8IKAM

A 1 <e s I r ^

FURTHER INFORMATION UPON REQUEST
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A

Acme Drafting and Art Co 88
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Bartlett & Wakefofd •^''^

Bergman, H. R. & Co 87-89

Bemister, H. A 55
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Caimipbell, Wm 88
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H
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Mabie, Todd & Co 71
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Miohalson, I. L. & Sons 85
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MiddHetown SMvei- Co "^
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Musical Mdse. Sales Co 52
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New Haven Clock Co 17
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"^ Parisian Jewelry Novelties
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For Immediate Delivery.

Parisian Jewelry Novelties stimulate sales—they furnish relief

from the more sober sections of your store. Their very nature

arouses interest and curiosity.

With an assortment of these in your stock it is easy to meet

the demand for Jewelry Novelties of distinctive designs.

FRENCH PEARLS, WHICH ARE MORE
POPULAR THAN EVER THIS SEASON.
PRICES FROM $7.50 PER DOZEN TO $25.00

EACH.

FRENCH JET LONG CHAINS, NECK
CHAINS, BROOCHES AND BAR PINS FROM
$4.00 PER DOZEN UP TO $10.00 EACH.

ITALIAN JET LONG CHAINS AND NECK
CHAINS FROM $36.00 PER DOZEN UP TO
$15.00 EACH.

FANCY COLORED BEADED AND GRADU-
ATED NECKLACES FROM $6.00 PER DOZEN
TO $22.00 EACH.

RHINESTONE BROOCHES AND BAR PINS
FROM $4.00 PER DOZEN TO $15.00 EACH.

FRENCH BEADED BAGS IN WHICH ARE
EXPRESSED THE HIGHEST ACHIEVE-
MENT OF THE ART, FROM $15.00 to $50.00

EACH.

We are constantly receiving novelties from our Paris repre-

sentative.

You should arrange to see this season's new and trade-

captivating line. It is replete with qualities and prices suitable

for all classes of trade.

Call at our shoivrooms 'when in New Yorl(.

362

M. GUGENHEIM, INC.
FIFTH AVE. Opp. B. Altman & Co. NEW YORK

Paris - Faubourg - Poissonniere, 32
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A Jeweler's Judgment
in

Jamcstowv

Selecting Silverware

IT is sound and final. Only the Silverware will be stocked

that possesses certain appealing designs and qualities

—

that can be sold at a popular price and that allows a fair

margin of profit.

These are the reasons, perhaps, that are causing

Holmes & Edwards
Silver Inlaid and Super-Plate

to be selected to an ever-increasing extent by jewelers every

year.

Holmes & Edwards Silver Inlaid and Super Plate are good

lines—protected at the wear points with Sterling Silver. They

are exceptionally dainty in design—they appeal; and they are

being advertised the year round in the most influential publi-

cations in Canada.

See Holmes & Edwards Silver Inlaid and Super Plate. You

will admire their distinctiveness. You will appreciate the

margin provided for you. Your customers will select Holmes

& Edwards Silver Inlaid and Super Plate because of its

beauty and its exclusive feature
—

"Protected Where the

Wear Comes."

Made exclusively in Canada by

THE STANDARD SILVER CO.
OF TORONTO, LIMITED m> ^.

Madison Avenue North - Toronto
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Start the NEW YEAR with a

We made no special effort to

purchase Old Gold in December,

for we were rushed to our utmost

manufacturing Jewelry, and we

knew that the retail trade would

be too busy to give the matter

much attention.

Now the rush is over, have a

CLEAN SWEEP. Search out

the Gold, Silver, Plate, Platinum,

Filings, or any waste containing

precious metal, from all the nooks

and corners. Have a general

clean-up.

We will send you cash in re.am
for it, which will help you clear

up your accounts and make a good

showing for your balance sheet

on February 1st. No one can

possibly do better for you than we
can, for we are at no expense to

dispose of the refined Gold, but

use it all (and much more, too)

in our own factory; and we have

the best recommendation that can

be had, in the large number of

Jewelers who send OLD GOLD
to us regularly month after month,

year after year, which they cer-

tainly would not do if the returns

were not as regularly satisfactory.

II

I

In any case you run no risk, for

as soon as a parcel is received

it is accurately tested, and a

CHEQUE OR MONEY
ORDER, as preferred, sent by

return mail. The parcel is always

kept ample time for your reply,

and if by any chance our offer is

not wholly satisfactory, the Gold

will be returned in the same con-

dition as received. Filings and

sweeps are refined and returns

promptly made.

We Pay for Old Gold

6K 24c. 14K 56c.

7K 28c. I5K 60c.

8K 32c. 16K 64c.

9K 36c. 17K 68c.

lOK 40c. 18K 72c.

UK 44c. 20K 80c.

I2K: 48c. 21K 84c.

I3K 52c. 22K 88c.

Silver, market prices.

Platinum, market prices.

Rolled Plate and Gold Filled

Scrap, the highest price according

to quality.

Geo. H. Lees & Co.

Gold

:

LIMITED

Refiners HamiltOIl, Ollt.
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WALTHAM WATCHES

LADIES' BRACELET WATCHES
10 LIGNE COMPLETE

Tele-

Series "DE" (as illustrated! "Lady Waltham" graph

Cat. No. 15 Jewels Code

14 Karat Full Open Face 94DE $94.50 Sago

.'4 Opening 95DE 94.50 Saiga

Gold Filled.. "Cashier," Full Open Face .... 84DE 75.60 Sable

•>:! Opening 85DE 75.60 Sabot

6/o SIZE COMPLETE

Series "DE" (as illustrated)

14 Karat— Cat. No. 15 Jewels Cat. No. 7 Jewels

Full Open Face . . . 5415DE $69.30 Sleep 5410DE $60.50

J4 Opening 5465DE 69.30 Slide 5461DE 60.50

10 Karat-

Full Open Face . . . 5215DE 63.00 Sledge 5210DE 54.20

H Opening 5265DE 63.00 Sleet 5261DE 54.20

Gold Filled—

"Cashier," Full Open
Face 5015DE 50.40 Slight 5010DE 41.60

34 Opening 5065DE 50.40 Slim 5061DE 41.60

Series "F" (winding at 3)

Cat. No. 15 Jewels

Gold Filled .."Cashier," Full Open Face.. 5015F $47.30

i/4 Opening 5065F 47.30

Slate

Slaugh

Slip

Sloam

Sloth

Sloven

Snow
Soak

3/0 SIZE COMPLETE

15 Jewel Movement
Cat. No.

3015 Full Open Face, "Cashier," Gold Filled $42.30 Soal

3065 f4 Bezel Opening, "Cashier," Gold Filled 42.30 Soap

7 Jewel Movement

3010 Full Open Face, "Cashier," Gold Filled $32.80 Sobriety

3061 34 Bezel Opening, "Cashier," Gold Filled 32.80 Socage

Cat. No.

2061 "Fortune," Gold Filled, 7 Jewels $27.00

2065 "Fortune," Gold Filled, 15 Jewels 37.00

1061 "Empress," Rolled Gold Plate, 7 Jewels 25.50

1065 "Empress," Rolled Gold Plate, 15 Jewels 35.50

PRICES ARE CATALOG LIST

THE HOUSE FOR WALTHAM WATCHES

^^GoLDSMITHS\(oMPANYof(Mf/ADA
«( TORONTO ^

LIMITED
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NOTICE

The cut below is an exact re-

production of the card on which
our famous Guards are mounted.

PATENTED IN CANADA DEC, 1909,
BY M. H. FISCHER

MANUFACTURED BY GEO. H. LEES & CO.. LTD.
SOLE LICENSEES FOR CANADA

The Bull Dog Scarf Pin Guard
IS THE BEST

EASILY
PUT ON

EASILY
TAKEN OFF

GRIPS
AUTOMATICALLY

HOLDS
SECURELY

The centrepiece repre-
sents a famous English
Bull Dog—the best of his

class.

So the Bull Dog Scarf
Pin Guard is the best of
its class; the best pin
guard ever made.

GOLD
PLATED

ATTACHED
TO

SCARF PIN (9 § @ @ TO RELEASE
PULL THE

BALL

Kvei-y Guard is stamped
with the Bull Dog Trade
Mark. Any other is an
infringement, and any
dealer selling it is liable

to prosecution. Handle
only the genuine, and give

your cu.'stomers good sat-

i.^ifaction.

pEGISTEREo

SHOULD ANY PROVE DEFECTIVE IN ANV WAY A NEW ONE WILI. BE GIVEN IN EXCHANGE.

WARNING—The Sale of any olher guard containinfi this niechflnical principlt^ is an infringement and liable to penalty
and costs. All genuine stamped with Bull Dog,

^"adTmarx
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Office of

H. & A. SAUNDERS, LIMITED,

King & John Sts

.

,

Toronto, Ont

.

January 12th, 1930

Dear Sir,-

Our travelers will shortly be on the road with
our new lines of gold and gold filled jewelry.

We have discontinued making the Pioneer and

Hercules qualities of gold filled goods, and we are making
only our well known H&AS line of chains, lockets, links,

waldemars , etc. of the highest quality.

We have been compelled to do this on account of

labor conditions and this will help us to fill our orders

more promptly.

We are making a special endeavour to manufacture

our H&AS line of goods of such quality and finish that you

will be proud to handle them.

We know you want to buy goods made in Canada but

appreciate you must have style, quality, and finish. Ours is

an all Canadian line, all parts such as swivels, bars, etc.

being made in our own factory. We hope you will avail

yourself of the opportunity of seeing our travelers' lines

and we feel confident that you will give them an order.

G.W. Reid & Co., Limited, Truro, N.S. are our

agents for the Maritime Provinces.

Yours very truly,

H. & A. SAUNDERS, LIMITED,

per RALPH RAPHAEL
Sales Manager.
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The House of Ouality

1883 1919
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Makers of High Class

Platinum and Gold Jewelry

SAUNDERS, LORIE & Co.
LIMITED

TORONTO CANADA
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A delightful method of Gift

presentation

The

Rare Beauty
of

Individuality

is expressed JinTevery

piece of Clover- Leaf Cut
Glass.

Each one of our skilled

artisans imparts his own
personality to the article

he is fashioning.

The intricate cuttings
attract the connoisseur,

the gracefully simple de-

signs appeal to the

amateur.

A selection of Clover-

Leaf Cut Glass will boost

your sales in this line.

^y^lmr£l>

Albert St., TORONTO, Ont.
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Dignity

is a way of being—not of phrasing. It

is the elegant yet refined quality of the

W. A. Milligan line of jewelry, better

than the most convincing statements we

may make, which assures pleased cus-

tomers for you as well as us.

Pleased customers mean more sales and

better profits.

W. A. MILLIGAN & CO.
LIMITED

137 Jarvis St. TORONTO
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ELGIN
and

*^The Spirit of Achievement'^

The Canadian Elgin Watch Company,

beheving that we are entering upon a season

of enlarged activities, is continuing and ex-

tending its advertising campaign, with

a view to still further popularizing the

Elgin Watch.

Metropolitan Dailies from the Atlantic

to the Pacific and the dominant Canadian

Magazines are being used, and it is hoped

that the campaign will be helpful to all those

handling Elgin Products.

The

Canadian Elgin Watch Company
LIMITED

Traders* Bank Bldg. Toronto

^̂

B^
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DO YOU
want mere money profit or

permanent reputation for

quality service, as well?

Outside of the fact that

articles of jewelry, silver-

ware, etc., sell better when
attractively displayed—
don't you think your cus-

tomers appreciate the neat,

artistic appearance added

to your entire store

through dignified quality

Display Cases and Cab-

inets?

BENEFIT
from our thirty years' experience

in Quality Cabinet Making.

Oak, Mahogany and Wahiut Cab-

inets and Tables, Satin or Velvet

Lining.

ALSO

SMALL JEWELRY
AND

RING CASES

The J. Coulter Co. of Toronto, Ltd.
82 Chestnut Street Next the Armouries
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Educate Your Customers

As a dealer in watches, you know that the

accuracy and wearing quality of a move-
ment depend very largely upon the case.

Then advise your customers not to have

a watch fitted with a "cheap" case. They
will find out you are right; audit will

make them your friends.

Winged Wheel cases are moderate in

price; but they are not "cheap."

Whether of Cashier quality (extra quality

gold filled), Fortune quality (standard

gold filled), solid gold or silver, they are

genuine in material, perfect in workman-
ship and beautiful in design.

They afford lasting protection for any

movement.

WING 'N^^ ^^.^ WHEEL

The Trade Mark
of Quality

The American Watch Case Co.
of Toronto, Limited

511 King Street West TORONTO

llllllllllllllllllllllllllllllllillllillllllllllllllllllllllllllllllllllllllllllllllll
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J. BOAS DIAMONDS J. BOAS DIAMONDS'

S w
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Our line of Diamonds runs from 250 stones

to a Karat to 4-Karat stones, with full ranee

S of sizes in between. We have these from W

g the very finest quality to assortments in the ^
medium grades in all sizes.

2 As we are getting fortnightly shipments from g
pq the world's markets, our stock is kept most S

complete.

Our policy is to handle loose diamonds

exclusively, therefore are in a position to

offer you our services as diamond experts.

in

I J. BOAS x̂n

O
Diamond Merchant ^

< 710 Lumsdeii Building TORONTO I
M .9

CQ

J. BOAS DIAMONDS J. BOAS DIAMONDS
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M. LEWIS MITTENTHAL
Loose Diamonds

takes pleasure in announcing to the trade that upon his return from

Amsterdam, Holland, about the end of February he will carry

an increased stock of LOOSE DIAMONDS.

As Mr. Mittenthal is devoting his personal attention to the buying

and selling, and all his efforts are concentrated on Loose Diamonds

only, the trade will benefit by the lesser expense incurred in this

manner.

Mr. Mittenthal's prestige and experience have been built up on

over fifteen years' experience as an active member of the firm of

I. L. Michalson & Sons, Limited.

These facts will serve as an introduction to those Jewelers who

have not yet met Mr. Mittenthal personally.

Selection parcels sent on approval.

M. LEWIS MITTENTHAL
344 Mountain St. Montreal
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Cromwell

Looking ahead to spring

Judging from all signs, the winter plans of maids

and men will end in the usual weddings. There

should be more this spring than usual. Certainly,

the demand will be for high quality goods.

Do not be content with your usual spring sales.

Plan now to offer 1847 Rogers Bros, brand—the

gift-favorite for seventy years. No better plate is

made; none is better known. Those who prefer

it are generous buyers in all lines.

MERIDEN BRITANNIA COMPANY, Ltd.

Hamilton, Ontario

1847 ROGERS BROS.
SILVERWARE

The Fatnily Plate for Se'venty Years
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HAMILTON WATCHES
THE AMERICAN STANDARDIZED WATCH Sold by High Class Jewelers Only

The Canadian Ball Watch Company, Limited

CONFEDERATION LIFE BUILDING, WINNIPEG, MAN.
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ELBICO
WATCHES

In all Sizes and Grades

MARS
Made in 8K, 9^4 and 10^2 ligne.

Silver, Filled, and Gold Cases,

Ribbon or Sturdy Bracelets

Anticipate your wants for the

year, and order now from our

travellers.

HAMILTON AND WALTHAM
MOVEMENTS

AMERICAN WATCH CASE CO.
CASES

Gold and Gold Filled Jewelry
In Large Variety

Diamonds— loose and mounted

The LEVY BROS., CO., Limited
HAMILTON, ONT.
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RINGS

RINGS

RINGS

By selecting a full line of our newly completed samples of ladies' and

gent's solid gold rings, displays will be made more attractive than ever.

First-class material and workmanship guaranteed. Finish and dura-

bility of our articles are unexcelled.

Better facilities for manufacturing will enable us to render better

service.

Enquiries invited for the following:

Onyx Cameos

Onyx, pearl and diamond combinations.

Emblem and Signet Rings in 10 and

14k gold.

John Sweet & Co,, Limited
Canada s Most Progressive Ring Manufacturers

HAMILTON CANADA

>LAAJ^Jl*Lf*LAJ* SJ^ v*»vv*MV*M* ^^^wv^^ %v*»^^AAJ^AAJ^J^J^J^J^J^J^^ t**AA>t**** *^A4AAA*>«*>***>^*AAAA^> <
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THREE REASONS:
Why you should place your orders early with your Jobbers for

TAVANNES WATCHES
First —Communications from Switzerland state that Watch Factories are

overwhelmed with orders, and consequently cannot fill orders on

short notice.

Second—The TAVANNES WATCH is enjoying a reputation for reli-

ability, and should you not obtain your supply at once, you take

the risk of a delay which will prove disappointing.

Third —Mr. Alfred Schwob has left for Switzerland, and can give his

personal attention to any import orders received while he is over

there. This is your opportunity to avail yourself of a stock of

the famous

TAVANNES WATCHES

SCHWOB BROS.
701 McGill Building MONTREAL

General Agents, Tavannes Watch Company.
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Tools of Quality ^"^^
''Lb'^non "n-h.*"

°'"''''

Combination Set of Balance Tools

COMBINATION SET ^ -TT BALANCE SCREW DRIVERSN?25A K.a.D. AND POISING CUTTERS

No. 25A. Complete Set $3.45

Consists of one screwdriver for balance screws, one combination balance

screwdriver and holder, one balance screw miller with double end cutter for

cutting under the heads of screws.

A useful combination at less than the cost of the tools when purchased

separately.

Sold in Canada by

E. & A. GUNTHER COMPANY, Limited
310 SPADINA AVE. TORONTO

V. T. F.

WATCH GLASSES
IN A CLASS BY THEMSELVES
ORIGINAL AND UNIFORM QUALITY

ABSOLUTELY MAINTAINED

NO INNOVATIONS
IF YOU WANT THEM, YOU CAN GET THEM
TAKE NO EXCUSES
ACCEPT NO SUBSTITUTES

E. & A. GUNTHER CO., LIMITED
SPADINA AVE. TORONTO
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THE HEW HAVEN PLOCK CO.

AVEN NN.

'T'HE Demand for the Pocket Watch
with a Radium Dial is greater

than ever.

The Watch that will Tell the Time
in Darkness, has a Big Lead over the

Watch with an Ordinary Dial.

THE NEW HAVEN WATCH
With Radium Dial

Has Great Luminosity and a reputa-

tion for being ON TIME. A Guaranteed

and Dependable Watch.

You Can Obtain Them From

E. & A. GUNTHER CO., Limited

310-316 Spadina Avenue, Toronto

$5.00 each Trader List.
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For EASTERTIDE

Flower
Baskets^

VaSeS^ and

Fern
Dishes

of

Real Heavy Glass,

artistically cut to bring

out the full radiance of

potash glass.

See our catalogue and
write for immediate

shipment to our

selling agents

Messrs.

The Goldsmiths' Stock

Co. of Canada, Ltd.

50 YONGE ST., TORONTO

RoDEN Bros., ltd.
Manufacturers

TORONTO
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jir fin II alarm
rinri:

Don't Miss Those Dollars
that flow in from selling Gilbert Radium Dial Clocks.

Hundreds of dealers in Canada and the "States" are doing

it and piling up profits.

T
Night and Day

Radium Dial Clocks
arouse desire by their refined appearance, pleasing lines,

and their outstanding feature of "Making night-time plain

as day." Their markings of concentrated radium placed

beside numerals and pointed to by radium-treated hands

banish all blur. Night-time plain as day—guaranteed for

at least five years. Display them and they'll win the

dollars.

Ohl(ii>iahlc /ti>>n ({olds inilhs' Slock Compmij/

of Canada. 'rf)iniiln, Oxiario. Write to-daij.

DEPT. C.J.

William L. Gilbert Clock Co., Makers of Good clocks since iso? at Winsted, Connecticut

Ash Tray

With Pipe-Emptying Prong

This double-duty tray is the last word in convenience

for the pipe-smoker. The handy little prong is an

exclusive feature of the Wilmort.

Every pipe-smoker will want the Wilmort. It's the

latest and best gift leader for men. Metal construc-

tion, strong, neat, handsome. Two sizes, several

models, wide range of prices. Write us for trade

prices and particulars.

The Goldsmiths^ Stock Co. of Canada, Limited

TORONTO
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^
$50,000 will be spent this Spring creating

a demand for

I

PHONOGRAPH
The "House of Goldsmiths'" are prepared to handle your

orders on a one day shipment basis. We have antici-

pated a big demand from the advertisements that will

appear all over Canada, and can positively ship your

order for Stewart's the same day it is received.

g^flCu

Quantities—2 to 5

$18.00 each

Carrying Case, $11.00 each extra

Quantities—6 and over

$16.00 each

Prices—Nett Cash Catalog List

SELLING AGENTS :

^^^ GOLDSPIITHS [(OMPANY'ofGA^ADA

m
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Diamonds^ Rings^ Brooches^ Pendants

Are but a few of the many lines set and manufactured

at our entirely Canadian Plant

1920 IS the 20th Anniversary of

the estabhshment of Roy Company

20th Anniversary Limited. Twenty years of good-

will, increasmg prestige and satis-

fied customers.

Roy goods are guaranteed to be of

ljiiol|fY First Quality — in design, work-

manship and finish.

Service

Our plant has been enlarged and

our staff increased, so that 1920

will be "Service" year.

Your every requirement will

receive prompt attention.

*' You can get it quick from Roy's'*

IS OUR MOTTO

ROY COMPANY LIMITED
Roy Building 21-23 River St.

TORONTO
A. E. Archer P. Bradhurst Nelson Reynolds

Western Representative Toronto Representative Eastern Representative
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How to Get the Most

Out of Our Advertising

The extensive advertising we do benefits every dealer handling

Ingersoll Watches. But the dealers who get the greatest amount
of benefit from this advertising do three things:

1st. They keep some signal in their window—a small sign or

fixture— to remind the passers-by that they have the

"Ingersolls" advertised.

2nd. They make a large display occasionally to connect up with

specific advertisements, using the special display material

which we supply from time to time.

3rd. They carry a full line of "Ingersolls" so as to be able to

supply all models advertised.

It pays in more ways than one to carry a full line of "Ingersolls."

Besides being able to supply all models advertised, you are able

to appeal to more customers. People's tastes differ in watches as

in other things—that is the reason we make a line of watches.

Then, too many times a customer comes in to buy a Maple Leaf
or one of the other low-priced models. By having an assortment
of "Ingersolls" to show him, you can quite often sell him one of

the higher-priced instead of the low-priced one. This means a
larger profit for you.

ROBT. H. INGERSOLL & BRO.
Canadian Factory and Offices

128 Bleury Street, MONTREAL, Que.
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iWire ?irog-
rMPORTERS AND CUTTERS OF

DIAMONDS

S^'tnA/e^a.'m Write us for a Selection
S^^/ffte^/i
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When in Montreal

It will be to your interest

to spend an hour with

D. SHAPIRO

and have him display the fine line of

Platinum and Gold Watches
made by

Ferrero ( of Geneva

)

famous for the production of unique

cases and reliable movements

Also a complete line of precious and

semi-precious stones, for

Guiseppe D'Elia

D. Shapiro
Canadian Representative

New Birks Building Montreal
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An Invitation

/^N February 16 and 17 the Convention of the

^-^ Canadian National Jewelers' Association will

be held at the Windsor Hotel, Montreal.

The Montreal members have arranged to give the

visiting delegates a very interesting time, so that every

one who comes will carry away pleasant memories of

the Convention.

As may be expected, the social aspect of the occasion

is being well looked after, and if any visitor fails to

enjoy himself it will not be the fault of the Montreal

members.

We take this opportunity to invite you to visit our

offices while the Convention is on. Make our office

your headquarters while you are here. The members

of. our staff will be on the qui v/ve to render you any

.service within their power.

Waltham Watch Company, Limited
MONTREAL

Makers and Distributors of

IVallham Products in Canada

Factories: Montreal, Canada Waltham, U.S.A,
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We Tvish to earnestl]) thank our many

friends for their patience and the numerous

other courtesies extended us during the past

year, and to express our hope that the coming

year will srving wide to them the portals that

lead to Increased Business, Happiness and

Prosperity.

A. WITTNAUER CO.
Manufacturers of

WATCHES
Guardian Building

NEW YORK MONTREAL GENEVA
"All Witlnauer Watches Lead to Success"
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lOO per centValue

Extensive national advertising has done much to estabHsh the name Par
Plate in the mind of the housewife vs^ho is looking for silvervs^are values.

In its own price range, the value of Par Plate is just as unmistakably fixed

as that of Community Plate.

Par Plate bears a good old-fashioned Al plate. It is the first silverware

in this grade ever backed by a definite quality guarantee.

Now is the time to display your line of Par Plate. The steady rush of

the after-Christmas bargain-seekers will enable you to realize frequent sales in

this Ime.

Its patterns were originated by the same artist who created the beautiful

Community Plate designs, and will make a particularly attractive window or

counter display.

ONEIDA COMMUNITY LIMITED
Niagara Falls, Ontario
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The Montreal Convention
What are we Going to Make the National Association do for Us ?

is the Question this Year

AS matters are shaping, the first annual convention of

the Canadian National Jewelers' Association, to be

he'.d in Montreal on Monday and Tuesday, the 16th

and 17th of this month, will be a meeting that will live

long in the memory of the trade. In importance it will

stand second only to the gathering in Toronto a year ago

at which the association was given birth.

At that meeting the great question was, "How shall

we organize ?''' Recent events had then shown the need

of an association of jewelers, if only for the purpose of

self-defence, and to prevent threatened persecution—per-

haps actual elimination—of the trade.

So that the association was formed, and the campaign

for members began. Owing to the previous lack of unity

in the trade, the vast territory which the C. N. J. A.

sought to embrace, the apparent conflict of interests where

in reality no conflict existed, and a certain amount of

apathy on the part of those who were cynical as to the suc-

cess of the effort—owing to these and other things the

difficulties of organization were great.
,

Thus, while the association and its branches accomp-

lished much in forwarding the interests of the trade at

Ottawa, and achieved a good amount of pioneer work and

experiment with regard to uniform minimum repair price

lists, the chief effort may -be said to have been directed to-

ward extending the organization, and in this the most

noteworthy success was achieved.

There has at times been an inclination from various

sources to enquire as to what the association was really

accomplishing—what its members were receiving in re-

turn for the fees they paid in. As to this, aside from what
has been done since the formation of the C. N. J. A., suf-

ficient was accomplished by its instigators even before

its birth to compensate not only for the fees of the first

year but those of several years to come. The reduction

of the excise tax alone answers for this; and if no achieve-

ment of equal importaiuce has been noted since then it is

only because no equal crisis has arisen.

Hence the new association, for the year 1919, was able

to direct the bulk of its efforts to the work of organiza-

tion.

But now the rough work in this connection has been

practically completed. The framework is up. Branch

organizations form an almost unbroken chain from coast

to coast. During January, organization of the four west-

ern provinces was completed; and in the early part of

February several of the remaining links in the east are to

be forged.

So that this time the question with which jewelers will

approach the convention is, "Now that we have our organ-

ization, what are we going to make it do for us ?"

That will be pretty much the key-note of the sessions

in Montreal this month. Aside from the formal opening

speeches and reports, only one set address has so far been

placed on the programme, in order that as much time as

possible be left for the introduction and free discussion of

any questions of moment that any member may have to

bring up.

One of these, of course, will be the proposed uniform

minimum-repair-price-list. Another will have to do with

seeking remuneration for railroad watch inspectors, which

will be dealt with at a meeting of the watch inspectors

themselves. Others will arise out of the resolutions pass-

ed by the various provincial associations at their organi-

zation meetings.

In addition, the Montreal District Jewelers' Associa-

tion have arranged to sandwich in a gratifying amount of

entertainment for their brothers from out-of-town.

As it appears at present, although certain alterations

may be made before the convention date, the programme
will be roughly as follows

:

Monday morning—business session of the executive

and registration of members.

Monday afternoon—registration of late arrivals fol-

lowed at 2 o'clock by a sleigh drive around the mountain,

which in turn will be followed by the opening session for

the address of welcome, the President's address, reports

(including report of nominating committee), and appoint-

ment of committees.

Monday evening—meeting of watch inspectors.

Tuesday morning—business session.

Tuesday afternoon—business session ; election of of-

ficers; report of committee on resolutions.

Tuesday evening—banquet.

Numerous enquiries have been received as to whether

individual members were eligible to attend. All members
are eligible, and not only so, but the executive is anxious

to have a good individual attendance in addition to dele-

gates from district associations, as by this, to a large ex-

tent is the success of the convention to be measured.

31
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Proposed O. J. A. Price List

AFTER several meetings had been held and opinions
obtained from as many as possible authorities on
the subject, the committee appointed by the Ontario

Jewelers Association to draft a propsed minimum price
list on watch repairing reported the following schedule
early in January:

WATCH REPAIRS 7.1:

Keg
17.1.

.„ — JTUlar
Ban-el $2.50
Barrel, arbor 2. .5

Barrel, hook l.Oo
Bu.shing-s

1 00
Balance Staffs 2. .50

Balance Staff.s, hand made.. 4.00
• Conditioning 2.00
Conditioning, cheap timers 3.00
Condirtioning, repeaters .. 10.00 up

Centre Pinion.s ,^.00

Clicks
1 00

Click Springs 1.50
Case Screws, (see .screws).. .25
Demagnetizing l.OO
Dials 2^50

Railroad O size
or Hisiher to 10 L'lider
Grade.s

$5.00 up
3.50 up
1.50

3.50 up
5.00

3.00

ligne lOIig-n*
.?2.50 .$3.50

Dust bands
Hair spring, flat

Hair Spring, Breguet
Hair spring, collets or .studs.
Hands. Common, each
Hands, radium, each
Hands, composition, gilt, ea.
Jewels, Ijalance hole
Jewels, cap
Jewels, centre

.50

2.50

3.00

1.50

.35

.75

.50

1.50

1.50

2.50
Jewels, plate 2.00
Jewels, pallet 2.00
Jewels, rollervs l.,'-,0

Mainsprings 1.50
Mainsprings, cheap timers.. 2.50
Mainsprings, chronographs. 5.00
Pallet Staff 2.00
Pinions, centre 3.00
Pinions, cannon 2.00
Pinions, 'scape 2.00
Pinions, 3rd & 4th 2.00
Pinions, made to order .... 3.00
Ratchets l.OO
Regulators 2.50
Roller tables, single 2.00
Roller tables, double 2.50
Springs, yoke 2.00
Springs, click 1.50
Springs, setting, winding, etc. 1.50
Springs, special to order. . . 2.00 up
Screws, case 2 5

Screws, timing 1.50
Screws, all steel 2 5

Screws, special or left hand .

Wheels, 3rd, 4th & scape... 2.50
Wheels, scape steel 3.00
Wheels, centre composition. 2.50
Wheels, hour or minute . . . 1.50
Wheels, winding 1.50

3.50

1.25

1.50

.25

1.00

4.50

.50

4.00

1.50

.50

.75

.50

2.50

2.00

3.00

3.00

2.5

2.50

2.00

2.50

3.50

2.50

2.50

2.50

3.50

1.25

3.00

3.00

2.50

1.50

2.00

.25

2.00

.25

.50 toJl.OO
3.00

3.50

3.00

2.00

2.00

2.00

2.50

1.00

1.00

3.00

4.00

2.50

3.50

1.50

1.50

.25

1.00

2.50

.50

3.00

3.50

r.50

.35

.75

.50

2.00

1.50

3.00

2.50

2.50

2.00

2.00

2.50

3.50

2.50

3.00

2.50

3.50

1.50

2.50

2.50

3.00

1.50

1.50

.25

1.50

.25

3.50

1.50

1.00

4.00

5.00

3.00

5.00

1.50

2.00

.25

1.00

2.50

.50

4.00

4.50

1.50

.35

.75

.50

50

00

00

50

00

50

50

2.50

3.00

2.50

1.50

2.00

2.00

3.00

5.00

4.00

4.00

3.00

4.50

1.50

3.50

3.00

3.50

2.00

2.00

.25

1.50

.25

3.50

4.00

3.50

2.00

2.50

2.50

the
onger

.50

.75

Wheels, ratchet 1.50
* Conditioning means what was formerly done under

heading of "cleaning," the use of which is no "

considered desirable.
Watch Gla<i»(\s

—

Geneva or Miconcave
Lentille

Chronograph.s and Repeaters

—

Conditioning chronographs $2.50 up.
Conditioning split seconds 4.00 up.
Conditioning i^ hr. repeaters 7. .50 up'
Conditioning minute repeaters 10.00 up.
Mainspring.s, chronographs 2.50 up!
Mainsprings, .split seconds 3.5 up'
Mainsprings, % hr. & minute repeaters $4.00 to $6.00

according to work.
Other repairs on above about double regular

repairs.

Case Repairs

—

Crowns, nickel, .75; silver, $1.00; g.f., $1.00 up.
Bows, nickel. .50; silver, .75; G.F., $1.00 to $1.50;

gold, $2.50 to $5.00.
Bushing Pendants $1.50 up.
Springs, fly 1.50 up.
Springs, lock 2.50 up.
Sleeve and stem, each $1.00; together $1.50
Bracelet, stem and crown 2.00
Bracelet, stem and crown, convertible 2.50

Lntp.r- 1 ami S
niittent .lav

$1.50 $2.00

1.50

.25

.50

French French
Timie Strtke

2.00

.50

$3.50

3.00

.75

$5.00

4.00

.75

(M.'^r'K RKI'.V1H,S .Mai-ni
Conditioning $1.00
Springs 1.00

Hands .25

Glasses .50

Pendulum Rods.. .. .. .75 .75 .75

Grandfather clocks—^Conditioning, $7.50; Cords, $2.00

each.
Mantel Chime clocks—^Conditioning. $5.00 up.

Hall Chime clock—-Conditioning, $10.00.

Best plan for most repairs of this class is to charge on
a time basis. All time to be counted.

Copiies of this list were sent to the secretaries of the

various local associations throughout Canada, with the

suggestion that an effort be made at the convention in

Montreal, Feb. 16th and 17th, to have the list adopted,

with or without modifications, as the standard for the

whole of Canada. Since then, however, the suggestion

was made by Mr. W. G. Young of London, speaking be-

fore the convention in Vancouver, that two lists should

prevail—one from Winnipeg to the east coast, and the

other from Winnipeg to the west coast. The object of

this proposal was to make allowance for the higher costs

prc\ailing generally throughout the west.

watch

l-'ollovving announcement by the Ontario committee of

the draft price list referred to above, the Toronto Jewel-

ers' .Association held a meeting on Jan. 13th to consider

the list. With a few minor changes, referred to below,

il was decided to adopt it.

Recognizing the necessity of some better system of re-

muneration for the watch and clock repairmen, the asso-

ciation decided to appoint a committee to meet representa-

tives of the men (who returned unconditionally from

strike during December) and discuss with them the prac-

ticability of adoptinig the amended list, paying the men 45

I)er cent, of receipts for repairs on this basis.

The meeting had decided to give the amended list a

try-out for five months, and the men proved agreeable to

a similar trial for their part on the pro])osed basis of pay-

ment.

While it is left for each employer to inake the necessary

arrangements with his employes, it is expected that practi-

cally all members of the T. J. A. employing watch repair-

ers will fall in line with this agreement.

It was also agreed that all repairs under this list should

be guaranteed for three months only.

The amendments made for use by the Toronto Associa-

tion were as follows:

Clicks, under second column: for "1.25"' read "1.50."

Ratchets, second column: for "1.25" read "1.50."

Chronographs and Repeaters: for "2.50, up" read
"5.00," for "4.00. up" read "7.50," for "7.50, up" read
"10.00," for "10.00, up" read "15.00 to 20.00."

- Clock repairs, under last column read "up" after each
price quoted.

Grandfather Clocks: for "$7.50" read "$7.50, up."

In final note : for "most repairs of this class" read
"clock repairs which are called for and delivered."
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WITH the organization of the Victoria Jewelers'

Club, the Canadian jewelry trade may now be

said to have a string of organizations stretching

across the entire country from Atlantic to Pacific. Such
a result couM hardly have been considered possible a few

years ago; it is mow an accorriplished fact and the move-

ment is only in its infancy. -X^

The most recent organization on Vancouver Island

was the culmination of the tour undertaken by Mr. W.
G. Young, Vice-President of the C.N. J.A. for Ontario,

and Mr. O. M. Ross. Secretary-Treasurer of the same
organization, through the Western Provinces at the re-

quest of the National Executive. In view of the con-

vention to be held in Montreal this month, it was felt that

it would be very desirable to ascertain the feeling of the

western trade with reference to organization and, if it

were favorable, to have each province form its own asso-

ciation.

The result of the trip has been even greater than the

most optimistic could have predicted. Not only were the

Western Provinces found in a sympathetic mood, but

even more advanced than their colleagues in the East

and only awaiting an opportunity to take definite action.

So that in the short space of a week. Provincial associa-

tions have been formed in Manitoba, Saskatchewan, Al-

berta and British Columbia, with strong executives and

an apparent determination to eradicate abuses and place

the jewelry trade in its rightful position in the commer-

cial world.

There have been good conventions in Eastern Canada,

but not very often have retail jewelers there cared to

give up more than one day to a meeting. It came there-

fore as something of a surprise to find that men in this

part of the country would travel two days and two nights

to reach the place of meeting. This was necessary for a

number of the delegates and almost all of the visiting

men had to travel long distances in order to be present

:

and when jewelers are willing to sacrifice their time and

money to such an extent, some idea may be gained of

the earnestness of purpose that possesses them. And this

at^'ords the keynote to all the western meetings. They

were marked by seriousness, by an appreciation of what

great results for the trade might be achieved and by a

high-minded sense of what the jewelry trade owed to the

public.

The spirit of the West was manifested in every meet-

ing and it would be difficult to differentiate with refer-

ence to the good feeling displayed at each meeting. There

was always an atmosphere of fellowship, of real frater-

nity and brotherhood that was an inspiration to the East-

ern visitors. Everywhere the same feeling was found, a

hearty welcome, a keen desire to hear everything about

this new movement, a full appreciation of its possibilities

and a strong determination to line up every man in each

province, so as to give the greatest possible iimpetus to

the association idea.

Perhaps the most outstanding fact in the trip was the

general acceptance of the idea that the inclusion of all

branches of the trade in one organization could work
out only to the ultimate advantage of all concerned. Dif-

ferences with individual wholesalers and manufacturers

were not forgotten, but the proposal to link up all three

branches in one body and work out the salvation of the

entire trade was accepted as an indication of the new
order of things that is to obtain in all departments of

commerce.

Nor was there any lack of appreciation of the fact

that there were men in the East with vision and fore-

sight enough to send out two delegates across the coun-

try with a message of goodwill and fraternity to their

colleagues in business. It had never been done before

by any purely trade organization and its success could not

have been predicted, but the result has shown that it was
one of the best strokes for securing cohesion among jew-

elers everywhere that could have been devised.

An understanding of how the Western trade views

the movement may be gained from the fact that three of

the Provincial Associations have decided to place the an-

nual membership fee at ten dollars, five of which is to

go to the national organization.

The association idea started in the East with the fee

placed at one dollar and this was all that the National

organization asked from its retail members. One of the

Ontario districts was venturesome enough to place its

fee at $5 and give two dollars to the National. This was
then made effective in Ontario but to Saskatchewan be-

longs the honor of being the first to enter the ten dollar

class. In Manitoba, the Ontario schedule of fee was
adopted with little discussion, but at Regina, a bright mind
enquired if it would not be worth while to make it a real

association, because what they got out of it would be gov-

erned largely by what they put in. As a result the annual

dues were palced at ten dollars and at the meetings in

Calgary and Vancouver the example was followed with

nnanimity. Such a step afifords a very striking com-
mentary on the spirit with which the West has gone into

the movement, and their action should certainly give a

stimulus to the National executive to make the organiza-

tion so effective as to be entirely worthy of such generous

su])port.

The jewelry trade of Canada is certainly to be con-

gratulated on the position it now occupies with reference

to organization. The future is pregnant with potential-

ities, almo.'^t anything can be accomplished with such en-

thusiastic co-operation as is assured from the West. The
convention in Montreal should mark a new epoch in the

history of the trade, and with the new era should come
an elevation of standards that would place the jewelry
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business in its proper po&ition as an artistic calling and

give it a standing in the public estimation equal to that

accorded other arts. The slogan for jewelers this month

therefore should be "on to Montreal."

Canadian Jewelry Imports

Pearls Going to High Mark

PKARLS have not been receiving the attention they

deserve during the past few years, according to

the gem experts. Diamonds have loomed large in

the public eye and the si)ectacular increases in price have

been blazoned far and wide, with the result that they have

almost monopolized the publicity given to precious stones.

But it should be borne in mind that everything that has

been written about diamonds as to their increased values

and future scarcity might be ai)plied ecpially as well to

pearls. Not only are they becoming more valuable through

a lack of sui)ply, but also they are being appreciated to a

far greater extent in America than ever before. People

of taste are learning to differentiate between garish dis-

plays and the rich, warm coloring that is" given by a neck-

lace of pearls. Retail jewelers, therefore, who happen to

be fortunate enough to have pearls in stock should bear

in mind that they wlil be much more valuable next year

than now and that their value will continue to increase

as time goes on. A most interesting statement of the

pearl situation has been made by Ludwig Nissen. of New
York, a gem expert of international fame. He recently

said

:

"The pearl business in the United States is still in its

infancy. The reason for this is because they have become
fashionable in this country only within the last fifteen or

twenty years, while in Europe this gem has formed the

height of ambition of a refined woman's adornment for

the last century.

"Americans did no* begin to appreciate pearls until so

many of them began touring Euro[)ean countries. In

moving in European society they began to realize that the

American woman was far behind the European woman
of equal social standing in the matter of refinement of per-

.sonal adornment.

"From that period emanates the desire for peals by

those in America who rank among the people of fashion.

From that period also emanates the fact that pearls have

become so enormously expensive that only the people of

fashion can satisfy their desire to possess them. This is

due, of course, to the fact that the pearl is becoming al-

most extinct as a product of nature.

'"In olden times divers went to the bottom of the sea

and brought up with them some of the oysters that they

thought might contain pearls of sufficient size to be valu-

able. When they became so fashionable all over the

world, the owners of the pearl fisheries, of which there

has not been a new one discovered in more than fifty

years, looking to the enrichment of themselves, employed
the swiftest methods possible to bring the pearls to the

market.

'This they have done, to the extent that the oysters

which they have not brought to the surface they have
driven away from the beds by the use of their grapples:

and not having relocated them, the productions of pearls,

particidarly of any appreciable size, has practically ceased
Where you pick a peach blossom you cannot pick a peach."

During a sale of safety razors a drug .store decorated

its window accordingly and then captured customers with

the sign: "Shave safely. If you do it right it is awfully

simple; if you do it otherwise it is simply awful. Come
in and we wiH show you the correct and easiest way.''

("locks, clock and watch
keys, clock movements
and clock cases

—

United Kingdom
I'nited States
Japan
Other countries

Month of Oct.
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28 % 463
41.134 72.916

214
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Seven Montlis
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1918

% 1.033
420.205
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1919
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I'nited Kingdom $ 2.537 $ 18
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8.953

32.083
2.002
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sheets or plates, un-
manufactured

—
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139 $ 1.561 $ 3.970 $ 7,627
28.372 58.861 265,029 328,463

142 474 948 883
258 979 703 2.544
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I'nited States $1

$1

%

%

%

$

$

$

$

$

$1

$1

$

$
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$
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$

$'
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$
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$ 10.245
66,970
1.379

80

$ 78.674

$ 9,677
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Klectro-plated ware

gilt ware, n.o.p.

—

I'nited Kingdom . . .

and

33,905
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1,168
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Iver-
Totals

Sterling or other sil

ware, n.o.p.

—

I'nited Kingdom ....
United States
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28,048
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Other countries . ... 932

and
Totals

Manufactures of gold
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—
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.

United States ....

3,516
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1,627
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$ 14.471

$ 858
16.223

29

$ 34,412

$ 1,061
15.511
1.137

79,751

2,683
78 721
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Totals
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—

I'nited Kingdom

2,009
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48,333
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49,926

,32,159

32,159

5,201
11,558
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448
133
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$ 5.374
165.950

3.744
1.882
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$ 8.452
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4,348
4,009
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Totals
Diamonds, unset
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.
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$618,278

701,598

,589,549

United States 69,243

^Netherlands .... 538,480
Other countries 9,989

Totals $469,599

$ 22.639
14.937
13,790
6.039
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1.083

$ 58,629

$618,278
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30.120
3,400
1,449
449

:, 207, 261
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mounted or set,
pearls and imitat
thereof, pierced, 5

strung or not, but
set or mounted

—

imi-
not
and
ions
iplit,

not

282,577

I'nited States 74,069
58.554

Italy 8.745
6.225
8.600

Totals 18,230 $101,197 438,770
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Manitoba Jewelers Organize
Bv F. M. MARTER

WITH o\'er fifty jewelers in attendance and all

branches of the trade and every i)ortion of the

province represented, "The Manitoba Jewelers'

Association" emerged as a result of the convention of

the craft held in Winnipeg on January 12th and 13th. It

was an enthusiastic gathering which met in the Board of

Trade Building on those dates, imbued with the necessity

of organizing and attacking their difficulties and trade

frailties with a united and resolute front. Consistent with

this spirit the new organization was linked up with the

C.N.J. A., which was most effectively represented on the

occasion by Mr. VV. G. Young, of London. Ont., chair-

man of the Ontario Jewelers' Association, and Mr. O. M.
Ross, of Toronto, secretary of the Dominion body.

Mr. Jabez Miller, of the D. R. Dingwall Co., Ltd., was
elected chairman of the Manitoba Association, while J. H.

Cochran, of Carman, was made vice-president and A. E.

Rowland, secretary-treasurer. These, with the chairmen

of the districts yet to be outlined, will constitute the

executive committee.

There was a fraternal spirit evident

at the outset, which found added e.x-

pression in the decision of those pres-

ent to call one another by their first

names. It was scarcely a decision,

however. Rather it was an edict from

George Markle, who. as the temporarv

chairman, presided throughout the pro-

ceedings. The Rotarian plan became

the order of the convention, and the

ten cent fine for negligence in this re-

spect was frequently paid, especially

during the first hour.

With "Bill." "Olie," ''George," "Ar-

thur," etc., bandied about as the occa-

sion demanded, the convention got to

work. The procedure was business-

like and direct, and when the conven-

tion was concluded, all of the essential

details of the organization, includinp:

the constitution, by-laws and other

preliminaries, had been looked after.

Interspersed in the proceedings, how-
ever, w'ere addresses by Mr. Young
and Mr. Ross, both of whom rendered

invaluable assistance in the organiza-

tion work and in supplying data on the-

aims and achievements of the Dominion
body, of which the Manitoba .Associa-

tion now becomes a unit.

The dinner at the Fort Garry Hotel

tendered by the Winnipeg members of the trade to their

visiting brethren was the big social event of the conven-

tion. While Mr. Ross and Mr. Young were called ui)on

for the major oratorical roles, there were many speeches,

all of them in a happy vien, which augured well for the

future good will in the association.

Mr. Markle opened the convention on Tuesday after-

noon, January 13th, with an amiable little address, in which
lie explained that the chief purpose was to form an or-

ganization. He scored at the outset when he suggested

the ojjening of a box of cigars, a donation from one of the

wholesale firms, and as the first rings of smoke began to

ascend, his further pleas for informality met with a re-

s])or:si\e reception. On a motion from .\rtluu- fiowland he

found himself legislated into the job of chairman, which

post he filled in a most acceptable manner. In introducing

Mr. Young and Mr. Ross, he paid a tribute to both gen-

tlemen for the contribution they had made to ^^he welfare

of the trade.

"I saw a great deal of them when I was in the East,"

he declared, "and I believe the jewelry trade probably owes
more to Mr. Young and Mr. Ross than to any two men in

the business. They have come a long way to help us, and
I know that we are grateful."

The chairman, however, was promptly reminded that

he had violated his own edict regarding the ise of the

word "Mr." He paid his fine; but as a matter of economy
he called for each delegate to rise and announce his first

and last name. The members complied and introduced

many jocular comments at the expense of themselves.

Mr. Young was given a hearty reception on rising to

speak. After a few introductory amenities, he referred to

the national association as a body great

in spirit and destined to achieve b'g

things for the trade. It was essential,

he said, for those engaged in the busi-

ness to know each other and be united

in sympathetic co-operation in the

solving of problems and difficulties

which were everywhere encountered.

"Know thyself" had been the policy of

Germany for forty years prior to the

war. The nation did know itself, but

she was ignorant of her com])etitors.

Her achievements had collasped

through the force of her own per-

verted selfishness.

"The shrimps are not here to-day,"

he continued. "The small jeweler who
is not getting along is absent—because
he is small. And that is why he is not
getting along. He is chewing the rag
al)out his neighbors and saying that

business is not what it used to be."

Mr. Young dealt with the broadness
of the association. All branches of the

trade were included. There had been
some disposition at first to make the
body a retailers' organization, he de-
clared, but the fallacy of this move
was recognized and no barriers now

MR. GEORGE w. MARKLE. existed. As a tribute to the wholesale
Who acted as chairman throughout the men he declared that they had not

shown the lea.st sign of selfishness.

Instead, they had evinced every disposition to serve the
best interests of the trade, and service was one of the
measures to success.

"As soon as you begin to hate and display envy vou
begin to neglect business," he said. "You begin to lock
the front door on the customer. It is a great thing to o-et

together. I think God has given us mouths and stomachs
in order that men could get together,

'"The hope of this business is its downright decency,"
he continued. "If you don't intend to be decent, go on
home. Before a man can be at his very best he must
know the jobber, the people in his sitore, and his competitor
across the way. He nuist know and think with them."

sessions.
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In dealing to some length with the policy of "knock-

ing" and its boomerang effects, Mr. Young gave a number
of examples of grievances which business men had in this

direction. The manufacturer and the jobber were both

interested in the welfare of the trade, he pointed out, and

to always be attributing ulterior motives to them was

both absurd and ethically wrong. A broad-minded, bro-

therly spirit made the business more agreeable. It yielded

in the things which counted most, and in the end pros-

perity was equally inevitable.

"I really don't think there is as much meanness in

these fellows as there is in that bunch down east," Mr.

Markle enjoined jocularly.

"I don't think so, either," was the reply.

"I want to see my boy come into a business that is

honorable," Mr. Young continued. "It is necessary. We
will not be looked upon as honorable if we do not act that

way. If it's money you are after, be decent. If it's social

distinction, be decent. If it is the happiness which belongs

to every man in boots, be decent. We have all got that

little mean streak in us; but boys, let's get rid of it."

After commenting on the contribution the national

association was making in this way, Mr. Young dealt

with the matter of prices and the principle involved.

These should not be gauged by the

amount it was possible to get out of a

customer, but, on the other hand, to sell

things for less than they were worth

was "immoral." It had a bad influence

alike on the purchaser and on the

dealer.

There were towns in Ontario, he de-

clared, which were not good jewelry

towns because of the poor class of

jewelers there. The conception of the

business on the part of the people there

was a poor one, and for this the jewel-

ers were responsible. In most cases

there was plenty of business for all,

but it would come only to broad-vision-

ed merchants.

Mr. Young made some pertinent com-

ments on the charge that jewelers

dealt only in luxuries.

"You take the luxuries out of your

home and what have you left?—a stove

and a frying pan—perhaps a knife and

fork. But no, you could eat with your

hands. You take the aesthetic out of

your home and what have you left? You haven't a home.

You have a kind of thing that drives men to the bar-

room.

"The more civilized people become the better jewelry

they wear and the better dry goods they wear. We think

of the watches and clocks as the only essential thing, but

there is not an article in your store which is not essential.

We have the responsibility on us of raising the status of

the community. The girl who wears a fur round her neck

and likes it is a better girl. If we could get some con-

ception of the elevated place we hold in the community

—

then our town, instead of being a second rate place, would

become a goon town and the peopic in it would become-

good people."

Some practical problems of the trade were then dealt

with by the speaker, who contended that to do things for

nothing gave people the impression that the work costs

nothing. A jeweler could not afford to tighten eye-

glasses and make no charge, he declared. Free engraving

was another abuse, upon which he hoped the trade in the

MR. JABEZ MILLER.
Chairman of the Manitoba Jewelers'

Association.

future would take a firm stand. The loaning of watches
he described as a "rotten" practice. It was wrong to ac-

commodate the w^ealthy doctor in this respect and refuse
a similar service to the poor widow. It was "immoral"
and the jeweler should not take it upon himself to arbi-

trate the needs of his customers in this respect. The
only fair way was to discontinue the practice, he de-
clared, but this often required courage.

"You won't drive away trade by giving the conception
that you are honorable," he contended. "It is a great
thing to think that we have a mission to make people
think that our business is decent, necessary and honest.
There are a great many little grievances and bickerings,
l)ut much of the difficulty is due to the fact that you
cause the stories to circulate that are prevalent now.
Make the business worth while for a worth-while man
to be in. A business should be profitable, but there are
greater things than profit."

In conclusion Mr Young declared that Mr. Ross and
himself had come to assist in the organization of the new
body. He offered to be of any service he could, and de-
clared that he would be glad to answer any questions
which might suggest themselves. He was accorded the
heartiest of applause when he took his seat.

Mr. Markle complimented the speak-
er on his able address, which he de-

clared had given the members of the

trade a veritable library of thought.

Mr. Dingwall declared that: "Bill

has given us a sermon on decency that

I don't think could be beaten. I have
been in business since I was 18—

"

Mr. Markle—"How long have you
been in business?''

Mr. Dingwall—"Well, since I was
IS. I am not stating how long that is,

but it is not as long as my head would
indicate."

Mr. Markle then introduced the bald

question of policy, as to whether an as-

sociation should be formed in affilia-

tion with the C.N.J. A. The necessary

motion was made by J. H. Cochran, of

Carman, seconded by A. Mclntyre, of

Portage la Prairige, and was passed

unanimously without discussion.

Upon the suggestion of Mr. Row-
land, Mr. Ross was asked to give an ex-

planation of the scale of fees which
the affiliation with the Dominion body involved. He ex-

plained that the excise duty was responsible for the in-

ception of the national association. It was realized, he

declared, that if results were to be achieved commensur-
ate with its aims it would have to rely on the larger

firms for financial support, and consequently a manu-
facturer employing up to 50 men paid a fee of $50. .\

similar arrangement had been made as regards the whole-

salers. Good progress had been made in the membership,

he declared, and next year it was hoped to have all of the

larger manufacturers and the rank and file of the retail-

ers identified with the organization. The membership fee

for a jeweler was $5, he pointed out, of which $2 went to

the local association, $1 to the provincial body and $2 to

the national organization.

To expedite the work committees were appointed to

bring in reports on a constitution, a repair list, resolu-

tions and membership. The committees were named bv

the chairman, who, by this time, was familiar with most
of the members' first names. They were struck as

follows:
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Constitution—Percy Harwood, (chairman), J. H.

Cochran, A. VV. Myers, W. H. Brown and George Gable

Mr. Ross was requested to act with this committee.

Price list—Charles E. Cole (chairman), A. Mclntyre,

W. S. Crawford.

Resolutions—D. W. Dingwall (chairman), John

Westby, Carl Johnston and O. H. Pyper.

Membership— .\. E. Rowland (chairman), Percy Har-

wood and Wm. Campbell.

The afternoon session then adjourned.

The dinner at the Fort Garry found the numbers au-

gumented considerably by members of the trade, who were

unable to be present at the afternoon gathering. George

Markle presided over the function, and after a sumptu-

ous meal, W. H. Brown, Fred Dudley, C. E. Cole and

O. H. Pyper were called upon in the order named, to pro-

pose the toast to the national association. The speeches,

all of them very brief, referred to the benefits which

awaited the trade as a result of the Organization move-

ment which was in progress. Following the drinking of

the toast "For they are jolly good fellows." was sung in a

rousing manner.

The reply was made by Mr. Ross, secretary of the

national association, who gave an entertaining summary
of the achievements and aims of the Dominion body. Not

a practical man liimself. he declared it was always with

a feeling of trepidation that he addressed any body of

jewelers. But as a newspaper man he had been accus-

tomed to writing upon all subjects, while as far as speak-

ing to members of the jewelry trade was concerned, cir-

cumstances had resulted in this being a more or less fre-

quent experience of late.

Hamilton, he declared, was the birthplace of the na-

tional association, and it was the excise tax which brought

it into being. When it had been imposed the jewelers

found that they had no association to speak for the trade.

As similar difficulties were liable to appear at any time,

the need of organization was recognized. The excise tax.

however, had resulted in some benefits. It had created a

desire for jewelry and it had produced a Dominion-wide
consciousness in the trade.

The men who had l:een responsible for the organiza-

tion of the national association believed that there should

1)6 no cleavage, as all members of the trade were bound to-

gether with a common interest. He had never been able

to observe, he declared, that any section was trying to

take advantage of any other section. .\s events had
worked out, however, he believed that the greatest ben-

efits had accrued to the retailer, but the national associa-

tion put all on the same footing, and sought a fair deal

for all.

To conduct an association embracing all branches of

the jewelry business in Canada was no small undertaking.

Mr. Ross declared, and the benefits sought could only be

attained Ly the co-operation of the entire trade. The
Canadian Manufacturers .Association had been held up as

a model for the jewelry organization. The CM.A. had an
office and stafY equipped to be of service to its members,
and he lioped that in the future the national association

would be able to give a service which would meet the re-

quirements of the jewelry trade.

Mr. Ross recalled the work of the National Jewelers

f^ublicity .Association in Chicago. Besides conducting a

propaganda of editorial matter it had secured some $200,-

000 for an advertising campaign, a part of which, he ex-

pected, would be spent in Canada in promoting the jewelry

trade. He also mentioned the specialized system of ac-

counting for the jewelry business, which had been pre-

pared for the use of the .Americans engaged in the call-

ing. Systems had been devised to meet the needs of the

largest and the smallest stores, and the result of the ef-

forts in this direction had been turned over to the re-

search department of Harvard University for the final

tests to be made. The national association had interested

themselves in the matter, and it was hoped that the sys-

tems would be available in Canada on the same terms as in

the United States.

Dealing with the false advertising act. Mr. Ross de-

clared that it left something to be desired in the wav of

1 iTectiveness. The association had interested themselves
in the matter and had prepared an amendment to the act
uhich, it was hoped, would pass the Mouse at the next

A group of the Manitoba jewelers who met in Winnipeg, J anuary 12th and 13th, to form the Manitoba Jewelers' Association.
As the photograph was taken toward the close of the convention, many, unfortunately, were not in the group.
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session. Infraction of the gold and silver markings act

was another matter in which the association had inter-

ested itself and rendered service.

Mr. Ross congratulated the Manitoba association on

its representative convention. He was satisfied that it

fully represented the trade and that the members were

alive to the situation. Organization meant material ben-

efits for the members, but he believed that the spiritual

side, the influence on a man's life, and the broadening

which he secured as a result of the association with his

fellow craftsman, was really the greatest of the benefits.

The association, he contended, was destined for great

achievements, but it needed undivided sup])ort. It would

not survive on suspicion. On the other hand the feeling

of confidence which would come from the knowledge that

the other fellow was in this thing with them would make

each member freer and happier.

It was just a little over a year since the association

was organized, and a convention had been planned to be

held in Montreal in February. It was especially desirable

that westerners should attend. It would give zest to the

movement and be a source of inspiration to the Dominion

body. A warm welcome could he assured from Montreal,

and a big program of entertainment was part of the al-

lurements.

"Is Montreal as dry as Winnipeg?" Mr. Markle asked.

"I don't believe it is as dry as Winnipeg." Mr. Ross

replied, "but it is dry enough to keep us all in good order."

Mr. Ross told his hearers that the watch inspectors

would meet around the convention dates with the railway

authorities. He concluded his remarks by appealing to

the Manitobans to attend the gathering, since a good del-

egation from the West and the Coast would insure the

success of the convention and of the movement.

The toast "To the jewelers of Ontario," was proposed

by P. J. Ilarwood, of Brandon, and supi)orted by F. C.

Vickery, of Neepawa. .\. K. Rowland and D. W'. Ding-

wall, of Winnipeg, all of whom gave brief addresses in

which felicitations and good will were expressed.

In the reply, Mr. Young, chairman of the Ontario

as.sociation, gave a pleasing talk in which he dealt mainly

with the ethics of the business, and the need of a jewel-

er realizing the status which would be his if he measured

up to his community service possibilities. The day was

coming, he said, when the jewelers would be brought

closer together. This was the mission of the national as-

sociation, but it would also teach men to learn in which

direction their capacities lay and get them to apply them.

If a 'man was in a business where his faculties got ex-

pression he became both happy and rich.

Mr. ^'o^u^g again commented entertainingly on some of

the trade abuses, and dealt particularly with the habit of

loaning watches.

"W^e have no right to do it,'" he declared
—

"no more

right than to go into a laundry and ask them to loan us a

shirt while they launder ours. Did you ever try that?"

Dealing with the problem of labor, Mr. Young called

attention to the injustice of a common scale for all work-

ers, while one man might be producing double what an-

other turned out. A system whereby the workers would

get what they were worth was the only fair basis. He
commented upon the bonus system, which, he declared,

was mutually beneficial to the employees and the em-

ployer. He was sure, however, that all of the tradr

problems would be worked out by the association, and it

was gratifying to be convinced that the westerners would

take an aggressive part in this work.

.'\fter congratulating Mr. Young on his address, Mr.

Markle commented upon his conclusion that the jewelers

were themselves largely responsible for the conditions un-

der which they were doing business.

"The jewelers all over the world are regarded as a

pack of thieves," he declared. "They are often accused

of doing absurd things, but there are men in the business

who do that sort of thing. If the national association

can do anything it should remedy that. It will remedy it

undoubtedly."

Duriu'g the remainder of the evening a series of short

addresses were called for and were contributed by A. W.
Myers, L.H. Levi, Tom Port, Horace Dorer of Vancouver,

and J. H. Curie, secretary of the Manitoba Retail Mer-
chants Association.

Before the happy gathering liroke up for the night a

vote of thanks was tendered the Winnipeg hosts for the

dinner, and .\. E. Rowland invited the members to the

Kivvanis Club luncheon at noon the next day.

The report of the resolutions committee introduced

by D. W. Dingwall, was the first business of the Tuesday
morning session. It recommended the adoption of the

Ontario association's resolutions in their entirety, with the

exception of the one which referred to the horological

school in Toronto. This was deemed to be a local mat-
ter, upon which no pronouncement was necessary. .\

further resolution was added to the effect that it was in

the interests of the trade to have a form of a watch guar-

antee drawn up which should be used over the whole of

Canada. The report was adopted on a motion by Mr.
Dingwall and seconded by A. E. Rowland.

Mr. Ross read the report of the constitution committee,

which recommended a similar basis of organization to

that adopted by the Ontario association. The only diffi-

culty was that regarding the districts, and it was decided

to leave the matter of subdividing the province in the

hands of the executive. Bylaws were also passed similar

to those in effect with the eastern association.

The suggested prices, giving the price-list committee's

view as to what would constitute fair charges for watch
repair work was brought in and adopted on a motion by

C. E. Cole, of Portage la Prairie.

The slate of the nominations committee was adopted

without comment, and as the chairman-elect, Jabez Mil-

ler, was absent, the vice-chairman, J. H. Cochran of

Brandon, took the chair with a few appropriate remarks.

.\ decision to leave the question of the time and the place

of the next convention in the hands of the executive was
the last business of the first ^Manitoba jewelers' con-

vention.

Accounting System Ready

The long-promised "ideal accounting system for jew-

elers" has at length been completed by the Har\-ard Bur-

eau of Business Research. This was undertaken at the

instance of the National Retail Jewelers' .Association of

the United States, and efforts are being made by the

C.N.J.A. to have it made a\-ailab!e for the u-.e of Cana-

dian jewelers as well.

The chief aim of the .system, as explained l)y Mclvin

T. Coipeland, director of the Bureau, is to enable every

jeweler, from the smallest to the large.st, to obtain an

accurate accounting of his costs of doing business. Those

who already have good bookkeeping systems will need

to make only slight changes to have their accounts agree

with these standard forms, while for the smaller busi-

nesses simple fomri'S are provided which will keej) all the

necessary records for U'se in the cost accounting.
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B\' J. A. Gibson.

JEWELERS, representative of all parts of the Province

of Saskatchewan, met at Regina on Wednesday,

January 15th, and organized the Saskatchewan Jew-
elers' Association which will be affiliated with the C.N.J.A.

The convention was the first one of its kind ever held in

the province, and 35 prominent members of the trade were
in attendance at the session. Arthur L. Wheatley was
elected unanimously as first chairman of the new organ-

ization, and in this capacity he will be ex-officio a vice-

president of the ex.J.A. The work of organization was
very materially assisted by the presence of William G.

Young of London, Ont., president of the Ontario Jew-
elers' Association, and Oliver M. Ross, secretary of the

C.N.J.A.

One of the principal features of the convention was
the community spirit which
prevailed and the determina-

tion of the mnembers of the

association to stand by one

another in mutual co-opera-

tion and to elevate the status

of the jewelry business above

that of a trade. One delegate

at the outset of the meeting

reminded the jewelers present

that they are practising one

of the world's oldest and most
highly regarded arts, and that

in their dealings with the pub-

lic they should regard them-

selves not as tradesmen but as

highly skilled artisans. This

sentiment predominated

throughout the discussion of

the various questions which
came before the convention

for discussion.

An original proposal which
met with the unanimous ap-

proval of the delegates was
the pooling of all expenses in

connection with the conven-

tion. Local jewelers therefor

paid their share of the travel-

ling expenses and the senti-

ment of those in attendance

was that this scheme would

materially influence the numbers of delegates in attend-

ance at future meetings. The Rotary Club procedure was
followed throughout the proceedings and all the delegates

were soon on intimate terms of friend.ship with one

another.

On the (lay previous to the holding of the convention,

a preliminary conference was held by Mr. Young and

Mr. Ross with the leaders of the anovement, and when the

delegates got together on the following day the program
for the meeting had been practically all arranged so that

no time was lost in getting down to business.

Mr. Wheatley was appointed provisional chairman and
Charles F. Clare of Prince Albert was appointed pro-

visional secretary of the convention. In a short intro-

ductory address. Mr. Wheatley gave an outline of the

conditions which had necessitated the organization of the

C.N.J.A. Such an organization, he said, had been a long-

MR. A. L.
Chairman of the Saskatc

felt want throughout the Dominion but had become an
actual fact only as a result of the attitude taken towards
the jewelry business by certain people at Ottawa. These
people had looked upon the jewelry business as something

not entirely necessary. It was regarded more in the nature

of a luxury and was looked upon as a good target for

heavy taxation.

When the proposal was made to place an excise tax of

25 per cent, on jewelry, a number of Ontario jewelers got

together and went to Ottawa where they had been suc-

cessful in having the tax reduced to 10 per cent. "We
cannot too highly commend these men," said Mr. Wheat-
ley, "who fought not only their own battles, but also ours,

and performed a valuable service for the entire jewelry

business of Canada." The jewelers of Ontario at this

time realized that they were in

a hopeless position in these

matters without some sort of

organization behind them, and
as a result it was decided to

form the C.N.J.A.

Some people in the jewelry

business, stated Mr. Wheatley,
had had an idea that the

manufacturers, wholesalers

and retailers could not get to-

gether ; but this idea had been
dispelled in the meeting at

which the C.N.J.A. was or-

ganized. The very finest spirit

of co-operation had existed

at that meeting and all of the

delegates had shown the great-

est enthusiasm in endeavoring
to arrive at some means
whereby the jewelry business

might be elevated to a higher
plane.

The object of the Regina
convention, he stated, was to

organize a Saskatchewan
branch of the C.N.J.A., and to

provide an opportunity for the

jewelers of the province to

get together for the purpose
of discussing their problems,

to meet each other socially,

and to devise ways and means of rendering greater service

to the public, at the same time looking towards the pro-
tection of their own interests.

Oliver M. Ross, secretary of the C.N.J.A., was the next
speaker to address the convention. He commenced by
expressing his appreciation of the many courtesies and
kindnesses which had been shown to both himself and Mr.
Yotmg during their trip to the West. They had been a

little uncertain as to how they would be received, but had
found the finest feeling in existence among the jewelers
of the Provinces of Manitoba and Saskatchewan. They
had found the Western jewelers to be men of spirit and
full of the knowledge of the high place which they held

in the commercial world. It had been an inspiration to

them to meet in the West men who were not only alive to

the importance of the jewelry business but were keen and
determined to maintain it in its present high place in the

WHEATLEY.
hewan Jewelers' Association.
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estimation of the public.

The jewelry business, said Mr. Ross, was one of the

oldest businesses in the history of the world. Hitherto

every jeweler in Canada had been carrying on his own
business without regard to the opinions or needs of his

fellow jewelers. Now they were beginning to realize that

they mu.st have an organization of some kind if they were

going to raise the jewelry business above the status of a

trade.

Mr. Ross reviewed briefly the attitude of the Govern-

ment at the tirne the excise tax on jewelry was introduced.

The jewelers of Ontario at this time thought it would be

advisable to have a jewelers organization of some kind

and it was well that they did so because immediately after

the War Board was formed and an embargo was placed

on jewelry. They had been successful in forming an

organization, but it was impossible at the start to get a

very big membership, for all over the province there was
a sort of feeHng that no good could come from the re-

tailers being connected with the manufacturers in such an

organization. "But if this association goes on and fulfils

its duties as an uplifting force in the jewelry trade," said

Mr. Ross, "we will soon have all the members of the trade

within our organization."

One of the most difficult problems which the jewelers

had had to face, said Mr. Ross, was the getting of a

sufficient number of coiiuipetent watchmakers. A com-
mittee wa.s formed to deal with this question, with Thomas
Roden as chairman ; and that gentleman, who was to-day

one of the best men in the jewelry business in Canada and

a man who had done a great deal for the association, had

given a good deal of time and attention to the problem.

A horologica! school was started in Toronto, but unfor-

tunately they had not been able to make very much pro-

gress. Finally, however, they had been successful in or-

ganizing the Horological School, Ltd., for training re-

turned soldiers in watchmaking and repairing. This

school was under the direction of Travers Bailey, himself

a veteran and a very competent man.

The jewelers of Ontario had also been faced with

many labor problems, and it was in this connection that

the value of the association had been most demonstrated

perhaps. The watch repairers had demanded a weekly

salary of $45 and working week of 44 hours and pay for

all statutory holidays. The jewelers of Ontario had felt

that while some men could earn this money there were
others who could not, and so had tried to make a com-
promise by offering the men 4.S per cent, of all they earned.

The men refused this offer and went on .strike in the

month of December, thinking that they would leave the

jewelers in the lurch in the busy season. The jewelers,

however, were not perturbed by this and merely put up a

sign that no repairs could be attended to during the busy

season. y\s a result of this all of the men voluntarily

returned to work within two weeks. The jewelers had
not taken any arbitrary position in the matter and had
advised the men that they would carefully consider their

grievances early in the new year.

However, the demands of the men had brought home
to the jewelers the necessity of revising their scale of

charges for watch repairs, and this had been done to some
extent.

Another matter receiving consideration by the C.N.J.A.,

stated Mr. Ross, was the que.stion of carrying on an ex-

tensive advertising campaign in Canadian magazines and
newspapers with the object of popularizing jewelry as

suitable articles for making gifts. He had attended a

meeting of the American National Jewelers' Publicity

.A.ssociation, and that organization had decided to spend

$500,000 for this purpose. It would be a great benefit to

the trade.

The American association had also spent $60,000 on
getting an up-to-date and simple accounting system which
could be used by every retail jeweler in the country. This
system had been devised by the foremost experts on ac-

counting, and had now been submitted to the authorities

of Harvard University for final approval. It was hoped
that C.N.J.A. would be able to make suitable arrange-
ments with the American association whereby this system
would become available to every Canadian jeweler at a
nominal cost.

In addition to all this the central office of the associa-

tion was prepared at all timies to carry out any one of a

multiplicity of duties which any member of the association
might require of it. Rulings were obtained from Ottawa
with reference to the Excise Tax. and many other matters
of information were obtained at the request of the mem-
bers. The officers were prepared at all times to act on
any matter of policy relative to the jewelry business which
might be sent in by the members.

Following the address of Mr. Ross, the meeting pro-

ceeded to form an association, and on the motion of Dick
Downing of Moosomin, seconded by Barclay C. Crichton
of Moose Jaw, it was unaniimously decided to form a

Saskatchewan Jewelers' Association in affiliation with the

C.N.J.A.

The adoption of a constitution was then proceeded
with. The constitution adopted was similar to that of

the Ontario Jewelers' Association, the only difference

being that the membership fee was raised to $10 a year,

of which five dollars will be donated to the C.N.J.A. This
step was taken on the initiative of the Saskatchewan
jewelers themselves, as the majority of the members pres-

ent felt that if any real good was to be derived from the

as.sociation they would have to contribute a fair amount
to the funds.

.\ nominating committee consisting of F. G. England
of Regina, Dick Downing of Moosomin, and Will Watson
of North Battleford was then selected to bring in a Wst

of names from whom the first officers should be elected.

This committee reported immediately after the noon ad-

journament and the following were elected officers of the

association

:

Chairman—A. L. Wheatley, Regina.

Vice-Chairman—F. G. England. Regina.

Secretary-Treasurer—Charles F. Clare, Prince Albert.

Members of Executive—'Dick Downing, Moosomin;
Robert J. Armit, Weyburn ; William G. Watson, North

Battleford ; Barclay C. Crichton, Moose Jaw.

The proposed schedule of prices of the Ontario Jew-
elers' Association was then laid before the meeting and

a special committee was appointed to consider them. This

committee reported adopting the schedule with several

changes, increasing the prices for repairs on some of the

main items. The members of the association agreed to

stand by these prices and a number of resolutions were

then adopted, including many formerly adopted by the

Ontario Jewelers' Association, to which the following

were added:

"Resolved that this convention extends its thanks

to the officers of the C.N.J.A. who looked after the

matter of the excise tax regulations at Ottawa and

secured the modification of its provisions and that

the cordial support of the association be given to

any further efforts looking toward the removal of

the tax ; and be it further

"Resolved that we recommend that the execu-

tive of the C.N.J.A. prepare a standard form of

guarantee to be given by the retailer covering the

sale and repair of watches and that its use be made
universal in all provincial associations."

{Continued on page 64.)
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Two Districts for Alberta
By Chester A. Bloom

The Alberta Jewelers' Association, a provincial branch

of the national association, was launched in Calgary on

Saturday, January 17th, by an enthusiastic gathering of

representative jewelers of the province. O. M. Ross, sec-

retary of the Canadian National Jewelers' Association, to-

gether with president W. G. Young, of the Ontario Jew-

elers' Association, attended the meeting and offered help-

ful suggestions in the formation of the new provincial

branch.

Important resolutions were adopted at the meeting, in-

cluding endorsement of those passed by the Ontario con-

vention last June, a synopsis of which follows:

Endorsing proposals of the national association to

obtain the new system of accounting worked out by the

U. S. national association.

Endorsing the national as-

sociation's plans to co-oper-

ate in a continent-wide pub-

licity campaign.

Demand repeal of legisla-

tion providing for the 10 per

cent, excise tax on the jewel-

ry business, enacted as a war

measure.

Abolishing the practice of

giving valuations on goods

bought elsewhere.

Discontinuance of the prac-

tice of engraving goods free

of charge.

Abolishing the practice oi

loaning out watches in place

of those left for repairs, ex-

cept in the case of railway

men leaving their watches un-

er the inspection system.

Declaring in favor of one

price to all customers.

Adopting the fair price

minimum schedule on re-

pairs.

In addition to these, the fol-

lowing new resolutions were

passed:
" That the execu-

tive of the Canad-
ian National Jewel-

ers Association be requested to prepare a stan-

dard form of guarantee on repair work and new-

watches to be given by the retail jeweler to his

customers with the aim that its use may be made
universal throughout Canada.

''That, in view of the heavy premium on New-

York funds at the present time, this association re-

commends that its members confine their purchases,

as far as possible, to goods made within the British

Empire, as the only policy calculated to correct the

present exchange situation.

"That the executive be requested to take into

consideration, in prepraing the program for the next

meeting, the question of pooling the railway fares

of all members attending the convention.

"That the executive of the Canadian National

Jewelers Association be requested to take up the

MR. D. E. BLACK.
Of Calgary, Chairman of the Alberta Jewelers'

Association.

(ir.eslion of manufacturers adding a percentage to

their invoices of gold and gold filled goods, ostens-

ilily to cover the premium on gold, it being the

opinion of the association that the practice is un-

fair to the retail jewelers."

In formulating the constitution of the Alberta asso-

ciation, it was decided to divide the province into two
districts with the Lacombe railway line as the dividing

boundary, towns on that line to be in the northern half.

The constitution, as adopted, provides for a provincial

chairman, who shall be ex officio a vice-president of the

C.N.J.A. This officer will be elected at large. There
will also be a vice-chairman for each district; and a

secretary-treasurer, elected at large, for the province.

The executive committee includes these officials and four

members from each of the

two distrirts.

Officers were elected unani-
mously, as follows:

Provincial chairman, D. E.

Black, Calgary.

Firse vice-chairman, W. I.

Jackson. Edmonton.
Second vice-chairman, R.

W. Russell. Macleod.

Secretary-treasurer, F. R.

Holdsworth. Calgary.

Northern d|istrict commit-
tee—S. R. Ash, Edmonton;
D. A. Kirkland, Edmonton

;

.\. Zilliax, Coronation; and
H. E. Hollenback, Hardisty.

Southern disitrict commit-
tee—H. H. Humber, Red
Deer; A. B. Cook, Medicine
Hat; Geo. M. Godley, Clares-
holm; and Walter F. White,
Stettler.

Besides these officers, oth-
ers in attendance at the gath-
ering included : P. B. Nett,
Provost; R. H. Uren, Cal-
gary

; Charles Long, Drum-
heller

; George F. Ritchie.

East Calgary; Amos Craven.
Calgary; Andrew Hill, Cal-

gary ; C. Roy McGeachie,
Frank G. Agnew, ' Calgary ; T. B. Moffatt,Calgary

;

Calgary.

President Young, of the Ontario Association, made a

big hit at the gathering, with his happy way of present-

ing the reasons for the necessity of organization, and his

pleas for candor and square dealing (between jewelers

themselves and their customers. Mr. Young has a per-

sonality which puts everyone in a gathering immediately

at home, and his suggestion that the members present

learn their first names and use them, instead of their sur-

names, was adopted and proved one of the best features

in turning the convention into a happy family gathering.

Mr. Black was the unanimous choice of the gathering

for chairman, and as such, steered the initial organiza-

tion in a masterly manner through the intricacies of a

l)ig day's work. Owing to disorganization of train ser-

vice, the two days' programme which had been planned
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was crowded into one; but everything was finished, and in

addition, the visiting jewelers enjoyed a luncheon, a

dinner, and an evening at the theatre where an excellent

presentation of the noted comedy, "Lombardi Limited,"

was enjoyed as guests of the Calgary men.

In opening the convention, Mr. Ross, the national

association secretary, explained briefly the great pleasure

it had been to himself and Mr. Young to meet the jewelers

of the West, described their visits in Manitoba and Sas-

katchewan and how they were going on to assist in the

organization of the B.C. trade. Everywhere they had

gone they had found the jewelers keen on raising the

standards of the art, the most ancient of crafts, which

for some time had fallen into neglect. They had been

glad to give their assistance in formulating constitutions

and discussing fair price lists, and the elimination of

many abuses which had crept into the craft.

Mr. Ross dwelt especially on the need of organiza-

tion exemplified in the passage of the national excise tax,

which had come as a shock to the jewelers. They had

no organization with which to combat it or even to pre-

sent their side of the argument against it. He described

how, when the Toronto men formed an emergency or-

ganization, and he had been sent to Ottawa to help com-

bat the tax, he found a most keen feeling against the

trade among members of parliament. One cabinet min-

ister had actually proposed to turn the key in every jew-

elry establishment in the country, and had the support of

another member in this ; but, happily, the proposal had

not gone further. He instanced a remark of Mr. Fla-

velle, who asked "What difference would it make if every

jeweler was closed up?"

"It might have made no difference to him." said Mr.

Ross, '"but how about the great number of jewelers in the

business, and the numerous workmen employed ?"

The speaker went on to explain that the national and

provincial organizations embraced all branches of the

trade—manufacturers, retailers and wholesalers; and in

this the organization was unique in both Canada and the

United States. He told of the previous conventions and

of the national gathering at Toronto, where men from all

branches showed an eagerness to do everything to im-

prove relations between the various sections, uplift stan-

dards, and abstain from anything that savored of per-

sonal advantage. There were 465 members in the na-
tional organization when he left Toronto, and while some
might think this was small in comparison to the number
of jewelers in the country, he thought it was an extremely
creditable achievement for the first year of the organiza-
tion.

At the national gathering last February in Toronto,
it had been decided that he and Mr. Young should travel

through the West, explain the objects of the organiza-
tion, and obtain opinions from each section of the country I

leaving the provincial associations to organize along the

lines they thought best.

In his speech, Mr. Young struck a happy vein, com-
l)limenting Mr. Ross for his work as secretary, conveying
the greetings of the eastern jewelers to the western men.
Such exhibitions of good feeling as they had met with had
not always been the case. Mr. Young then made a strong

plea to get together, dwelling on the necessity for recog-
nizing the unseen forces in business which go to make
success.

"The abstract in any business," said Mr. Young, "is

the foundation of the whole thing. What you think, you'll

do. The feeling you have toward your neighbor is indic-

ative of success. Are we dreamers? I hope so. Are we
building castles in the air? I hope so; for there never

was a castle built on the ground that wasn't built in the

air first."

This thesis of Mr. Young's was the foundation for a

masterly exposition of the necessity of fair and square

dealing between men of the same craft—whether com-
petitors or not—and also between them and their cus-

tomers. The jewelry business, he said, was a real busi-

ness which demanded real men wMth forward-looking

views, men of vision and ideals.

.\fter the addresses of these two officials, the gathering

proceeded to the routine work of the organization. Con-
siderable time was occupied in a discussion of the best

method of forming the provincial association, Mr. Young
offering many helpful suggestions in regard to how the

Ontario ossaciation had been organized. While that ter-

ALBERTA JEWELERS'
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ritory had been divided into sixteen districts for conven-

ience in working, he recognized the fact that men in the

west were accustomed to travelling much greater dis-

tances and for that reason agreed with the delegates that

larger districts in Alberta would be more suitable. Three
separate resolutions were offered, one by Mr. Moffatt,

another by Mr. Zilliax and a third by Mr. Kirkland, for

the organization of districts. After much discussion, it

was agreed to organize along the lines finally adopted:

that is, with two districts.

The convention showed its confidence in Mr. Black in

putting on his shoulders the responsibility for naming the

various committees, and that ofificial selected them as

follows :

Nominating committee—Messrs. Kirkland, Uren and
Russell.

Committee on constitution and resolutions—Messrs.

Moffatt, Humber and Jackson.

Price list—Messrs. Hollen])ack, White. Ritchie, Ash
and Hill.

After naming the committees, Mr. Ross went brief!

v

into the necessity for approval of a minimum price list on
repair work, as nearly as possible universal throughout
the country. The delegates heard his explanation of the

holiday strike of watchmakers in Toronto with consid-

erable interest.

Mr. Young also explained the movement launched by
the national association towards securing more remunera-
tion and railway pass privileges for jewelers in return

for their work of inspecting railway watches. The over-

whelming consensus of opinion was that the jewelers,

for this laborious work, were entitled to the same pass

privileges as other employees of the railways, and it was
decided to lend the national association every support in

its campaign on the subject.

Mr. Ross gave a very interesting talk on the success

of the horological school for students and returned men
maintained in Ontario, declaring that an official of the

Soldiers Civil Reestablishment Commission had told hin'

that that board had experienced more satisfactory result.^

in this school than in any other branch of their effort.

One of the features of the convention which showed
the unanimity of the delegates toward forwarding the

work of the national organization was the unanimous de-

cision to make the annual fees of the provincial associa-

tion $10, of which half is to go to the treasury of the

national association. The discussion over election of of-

ficers and the division of the province into two districts

also disclosed the splendid feeling among the jewelers

and the entire absence of sectional feeling. Brother

Black tried to beg off from the duties of provincial chair-

mand and sought assiduously to have Will Jackson, of

Edmonton, take the work, but the convention, including

Mr. Jackson himself, insisted that Mr. Balck was the man
and good-humoredly declined to listen to his argument

that there were men more qualified than he to handle the

duties.

Possibly the longest discussion over resolutions re-

lated to those endorsing the Ontario resolutions against

free engraving and the loaning out of watches. The

imanimity of opinion against these two abuses was simpl}-

overwhelming and the discussion revolved mainly around

the point whether it would be possible to take a positive

stand against the practices at once while some large cata-

logue houses throughout the country were still doing free

engraving, and while jewelers who have not yet joined the

association were still loaning out watches. Mr. Young
gave a very interesting account of his negotiations with

the large eastern houses who, he said, were ready to quit

the free engraving practice, which he termed absolutely

wrong in principle. The whole ([uestiun rested upon the

necessity of proving the unanimous opinion on the sub-

ject throughout the country, and by adopting the resolu-

tion the delegates would be strengthening the hands of

the national officers in their arguments with the big

eastern houses on the subject.

Several jewelers, notably Mr. White, of Stettler, told

how they had already abolished the free engraving and

watch loaning evils, and the methods they followed in ex-

plaining to their customers why it was necessary not to

give these ancient privileges. Mr. White said that while

he might have lost a little business by it, in the long run

he had more than made up for it.

MR. R. W. RUSSELL.
Of Macleod, Second Vice-chairman of the Alberta Jewelers'

Association.

Mr. Black, the newly elected provincial chairman, said

his store was striving hard to abolish the watch loaning

evil, that he was prepared to take a definite stand imme-

diately. He had the same view on the free engraving

proposition, but what he and many of his colleagues who

sent out catalogues were up against was that this privi-

lege was already advertised in their catalogues. As soon

as the present catalogues expired, and new ones were got

out in the fall, he proposed to eliminate free engraving.

After much discussion of this sort, it was agreed that

the convention should endorse the resolutions and leave

to the executive the matter of putting them into actual

effect. Meanwhile, the individual jewelers, insofar as

possible, will proceed to do away with the practices.

Following is a description of the cross which is to be

given widows and mothers of Canadian soldiers and sail-

ors killed in the war: "A cross patonce (that is, with

flared ends) in silver, suspended by a purple ribbon; at

the head of upright a crown ; at the foot, and at the end

of either arm, a maple leaf; in the centre, within a wreath

of laurel, the Royal Cipher, G. R. L"

On each cross will be engraved the name of the sailor

or soldier whose death it commemorates.
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Surmounting Difficulties in B.C.
By A. Fraser Reid.

DESPITE adverse weather circumstances, involving

delay of several days, a most successful conven-

tion of British Columbia jewelers took place in

the Board' of Trade rooms, Vancouver, on the afternoon

of Wednesday, January 21st.

Mr. W. G. Young, Vice-President for Ontario, and
Mr. O. M. Ross, Secretary-Treasurer of the Canadian
National Jewelers' Association, were scheduled to arrive

in Vancouver on the Sunday evening so that the con-

vention might be opened on Monday morning. Owing to

a series of slides near Glacier, in the Rockies, the gentle-

men were snowed up at Glacier for the better part of two
days amid the most glorious of winter scenic settings, but

with rather uneasy minds as to their non-arrival in the

Terminal City.

A few of the delegates from distant parts of the prov-

ince, who had been waiting patiently in town since Sat-

urday, were unfortunately compelled to leave again and
forego the convention. Nevertheless, there was en encour-

aging atmosphere in the convention rooms when Messrs.

Young and Ross finally reached that objective point.

Among those present were the following, whose names
are given as representing finmis of their own name where
no designation is bracketed following:

O. B. Allan, vice-president for British Columbia of the

C.N.J.A.; Geo. E. Trorey and W. M. Carson, of Henry
Birks & Sons ; R. C. Tod and R. M. Manning, of Tod &
Manning; Walter M. Gow ;, Robert Macdonald; M.
Koenigsberg, Western Wholesale Jewelers ; A. J. Jacoby,

Jacoby Bros., Jewelers; Walter Wilson; Harry Pearsall

;

N. G. Hayward; E. Chant; F. Wilson; H. Maxwell—all

the foregoing of Vancouver; Charles J. Whiten, Vernon;
William Cranna, Merritt

; J. B. Haddad, Ashcroft ; and
M. J. Little, Little & Taylor, Victoria.

As will be seen by above, the attendance was fairly

representative embracing the manufacturing and jobbing

ends of the business as well as the retailer.

Mr. O. B. Allan introduced the visitors, and Mr. Ross,

after referring briefly to the cause of their delay, went
into an explanation of the origin and objects of the asso-

ciation, contiiniing:

"This association was intended to include all branches

of the jewelry trade—the manufacturer, the jobber and

the wholesaler, as well as the retailer. I think this de-

cision is a very important one, and it is a little in ad-

vance of any other trade or profession in the country.

It is indicative of the trend of modern-day thought. It

struck us that, if we had a comprehensive board, every-

body would have a chance to speak up, and, if there were
any grievances they could be found out right there.

Whatever line the organization undertook to follow in

any matter, it would certainly have to be approved by
the executive of the retail trade before anything could be

done.

"I am going to speak of several things the organiza-

tion has been <loing. One is the supply of watchmakers.

After a great deal of trouble we have been successful in

securing the co-operation of the Dominion Civil Re-es-

tablishment, with the result that 99 students are now en-

gaged in learning the watchmaking trade and are turn-

ing out a considerable amount of work for the trade in

Toronto.

"We have Mr. H. Victor Wright, of Los Angeles,

who is the head of the big Research Bureau. He has

spent the past two years in developing a system of ac-

counting for jewelers. The Research Bureau are now
about on the verge of releasing the system for the jew-

elers in the United States. They are going to distribute

this system as soon as it is released at a very nominal

cost. We have Mr. Wright's assurance that this system

-will be available for the use of Canadian jewelers also.

"We are in a position at Toronto to send a deputation

to Ottawa at any time, and we have already done so in a

great number of cases. Our purpose here to-day is to

see if the jewelry trade of British Columbia is ready to

co-operate with us in a movement of this kind. We would

like to see a representative delegation from British Col-

umbia come -down to Montreal on the 16th and 17th of

February, to attend that convention. A fine time will be

arranged for visitors, and merely to meet with other jew-

elers from other parts of the Dominion will make it well

worth while for those who attend."

"We have Mr. Young with us now," Mr. Allan an-

nounced. "Perhaps we had better hear what he has to

say, then everyone will have an opportunity to ask ques-

tions on any point on which they desire information."

Mr. Young, in the course of a distinctly racy address,

said in part : "It is quite a pleasure to us to be here to-

day. We were enjoying some wonderful scenery at

Glacier, but that is not what we came out here for.

"We were sitting at the table the other day when a

young fellow said: "It is about time we organized; every

other trade is organizing.' I said: 'Be quiet, boy, this is

the first trade in the Dominion that has sent a delegation

from East to West.' A business that helps you all must

be a real man's joli—it is a real thing, and this business

of ours is that.

"It used to be considered that the man who did a little

sharp thing—who gave a little less value than he got

—

was clever, a shrewd man. It was considered clever to

trim some one—to trim your business associate, and to

trim your customer. May the saints forgive us; we are

all guilty ! We have had the feeling in our own bones

that it was clever to be sharp and to be mean. The day

is gone when that kind of thing is believed by big men.

The bigger you are, the more fearlessly you must trade

and the more you must give to the other man. No one

should get the better of a deal. Each should go away

happy. You remember the old days of the Hudson's Bay

Company, when the Indians and the trappers exchanged

their goods for articles that they needed. The ideal of

the traders was not to get the better of these natives and

trappers; it was to give what was desired in return for

the skins bartered. Each party to the deal had to be

satisfied. It is not real business to take advantage, and

you can classify such a man—both by the here and the

hereafter.

"You can't build a big business and build it crooked.

One of the so-called 'Wonders of the World' is the Lean-

ing Tower of Pisa—^the wonder is that the blamed thing

stands ! Did you ever see anybody travel very far to

see a wall that was built on the perpendicular?

"If a man is about his own business, he has no com-

petitor. There is no other man just cut out for that par-

ticular job. I think you had better call your 'competitor'

your business associate ; we are all business associates

—

not competitors. The world needs the artistic and the

aesthetic, and all these thnigs. I have a very strong feel-
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ing that the man who is about his own business can go

straight to bed and sleep at night, for no crook can inter-

fere with his business.

"Crookedness in the human nature will keep your belly

from functioning properly, as surely as arsenic taken into

the system. So you see, these are other reasons why a

man should be honest. As you think of the public, the

public will think of you. If you want to have a friend, be

one. If you want the public to think well of you, think

well of the public. Treat the people in your store right.

If you think you are not paying Jenny Smith enough
money, you are not functioning right—pay her the extra

money you think she deserves. As your heart is, so will

your business be. You can build your business a little

way out of the plumb—but, it you build high enough, it

is bound to come down. The men who built the Tower
of Pisa were smart enough not to build it too high.

"I believe that every man is built to succeed and be

happy, and, as soon as we get to know what the real prin-

ciples of success are, we will all be in for it. We won't

all have big stores, like our friends Mr. Allan or Mr.

Trorey, for instance, but we will be serving in the sphere

we belong to, and we will all be successful.

Mr. Little
—"The thoughts expressed by Mr. Young

and Mr. Ross meet with my approval. I think they should

be put before all the jewelers of Canada."

Mr. Allan said there was certainly a much better feel-

ing among those in the trade now than there was some
years ago. Each jeweler took the other's part, and this

was the proper attitude.

Mr. Tod—"Have they formed in the other provinces,

Mr. Ross?"

Mr. Ross
—

"Yes, with the possible exception of New
Brunswick."

Mr. Young—"The Dominion Association is only a

year old, so we are making good progress. Suppose you

were to take the mainland of British Columbia and the

Island into two separate districts, each managed by an

organization, with a larger central organization, which

would handle the bigger things."

Mr. Little
—"Has the National Association got a con-

stitution suitable for the different provinces.?"

Mr. Young—"Yes ; we have a model constitution."

Mr. Koenigsberg moved, seconded by Mr. Gow, that a

provincial organization be formed along the lines sug-

gested, the name of the organization to be the British

Columbia Jewelers' Association. This was carried unani-

mously.

Mr. Ross read the proposed constitution, based upon

that adopted by the Ontario Jewelers' Association.

Coming to the question of the annual fee, Mr. Jacoby

moved that $10 the fee, $5 to go to the National and $5

to the Provincial funds. Mr. Whiten seconded.

Mr. Allan
—

"I can assure the meeting you will soon

get it back, and the ten dollars will never be missed. Our
own little association has made thousands of dollars for

Hastings and Granville Street jewelers."

Considerable discussion followed as to the method of

sub-dividing the province, the consensus of opinion being

that three or four representatives be appointed to look

after the interests of the interior of the province and of

Vancouver Island, these representatives to work along

with the Vancouver executive and the whole thus form-

ing the executive for the province.

The constitution read by Mr. Ross was approved, with

the necessary alterations as to fees, etc., and the proviso

that the annual meeting of the association would be held

in the month of June.

When the election of officers was reached, Mr. Mac-

donald nominated Mr. O. B. Allan as president, who was

elected by acclamation.

Mr. Jacoby proposed that Mr. Trorey be elected vice-

president. No other nominations being put forward, Mr.

Trorey was declared elected.

On the motion of Mr. Manning, Mr. Jacoby was elect-

ed secretary-treasurer.

Representatives for the different districts of the prov-

ince were elected as follows : Okanagan, Charles J.

Whiten; Kamloops, W. J. Kerr; Kootenay, J. O. Paten-

aude ; Vancouver Island, M. J. Little.

The resolutions adopted by the Ontario Jewelers'

Association were read by Mr. Ross, with the exception of

those referring to the establishment of a horological

school and the protest to the Minister of Finance at

Ottawa. The resolutions were carried in their entirety,

each one being discussed on its merits.

Speaking to the resolution re the practice of valueing

goods purchased elsewhere, Mr. Allan explained that for

the past two years valuation had been abolished in Van-

couver. "It has been impossible," said Mr. Allan, "for

anyone to go into any of the larger jewelry stores in

Vancouver and get an article valued. I will give as an

instance the case of a diamond ring which I sold some
time ago. The gentleman came in several times before

he finally bought the ring: he had been to Birks', too,

but, naturally, we had better value (laughter) and I sold

him the ring. Some days later, at least three or four, he

came into the store again. He was feeling quite sore, and

said that he had gone into almost a dozen jewelry stores

and could not get any of the jewelers to give the value

of the ring. I thought this was one of the finest things

I had ever heard. Valueing articles sold by other jew-

elers tends to create a feeling of dissatisfaction and lack

of confidence. Of course, one has to use diplomacy in

handling requests of this nature. It does not pay to

offend customers. One might argue with them, some-

thing like this : 'Your wife buys a roast of meat once in

a while, doesn't she?' 'Yes.' 'Well, when she goes to

Pat Burns' and buys a roast, she doesn't run around to

all the other butchers in town to get it weighed and see

if she has got proper value, does she?' 'Well, no.' 'Well,

then, why should you do this when you buy a ring or

other article of jewelry?' One must not offend the pub-

lic, however, and some other excuse has to be offered.

If the article is a gem ring, which is often the case, we
usually tell the inquirer that it is very difficult to value a

stone in a setting—or something to that effect. It does

not matter very much what you say, as long as you seem

l)lausible and do not hurt their feelings."

Mr. Jacoby referred to a little card which used to hang
in their office in the old place. He was not sure he had
seen it since they moved some time ago. " This card read,

"No Valuations Given," and he threw out this as a sug-

gestion to the meeting.

Several voices reminded him that he was now secre-

tary-treasurer, and that he could have sonne printed for

the use of members.

Referring to the matter of free engraving, Mr. Allan

explained that this practice had been abolished for years

—with the only exception that a single script letter is

engraved, when desired, on any article bought.

Mr. Young remarked that this had been a source of

trouble in the East, and that several of the larger firms

had promised to omit the mention of free engraving

when their new catalogues would be issued. "Of course,"

said Mr. Young, "Eaton's will not come in, but the other

larger firms have promised to fall into line when they

issue their new catalogues in the fall. Thev have ex-
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plained that they can do nothing until then, as their pres-

ent catalogues call for free engraving on many articles."

Referring to the declaration that watches would not be

loaned, except in the case of railroad men, Mr. Little ob-

jected) to this, claiming that the loaning of watches was

a great convenience to patrons on the Island.

Mr. Trorey admitted the soft impeachment that his

firm loaned watches when asked to do so by customers

leaving their own watch in for repairs.

Mr. Allan said they only gave out dollar watches in

this way, Mr. Young interjecting the remiark that he

would be sent to hell for a dollar watch just as well as a

twenty-dollar one.

Mr. Little did not beheve the jewelers of Victoria

would agree to this declaration, although personally he

would not mind, on second thoughts.

Mr. Young—"I would suggest a little love feat over

in Victoria. (A Voice: 'And drink some tea?''—^laughter.)

Mr. Little will agree that every watch you loan disappears

some time. It is bad business to do it. Is it not a fact,

Mr. Little, that those people you loan watches to are

those most able to buy a second watch. You do not loan

to the poorer fellows—^omly those whom you think are

to be trusted. The tailor does not supply a second pair

of pants when you take a pair to be pressed. The laun-

dry man does not supply a second shirt to his customer

while the other is being washed ; no, the customer has to

buy two. Why, then, should the watchmaker supply him
with another watch ?"

Mr. Allan
—

"I believe the other jewelers in Victoria

would be as willing to abolish the practice as Mr. Little

—if they would only get together. We had the same sort

of trouble in Vancouver at one time, owing to a lack of

harmony and co-operation. When we got together, it was
found to be the easiest thing possible to fall into line."

Concerning the uniform guarantee on watches and re-

pairs, Mr. Gow thought this a very fine idea—if it were

made universal. Twelve months, he thought, was too

long a time to guarantee some watches.

Mr. Young explained that any universal law of this

nature could be altered or amended at any annual meeting

of the National Association.

The Ontario repair minimum price list was passed

around for inspection and comparison, and was freely

commented upon. The opinion of the meeting was that

the prices were all right, but that the Vancouver jew-

elers were getting even better prices on repairs in many
instances.

Mr. Young suggested a universal price list, say, from
Winnipeg east and another from Winnipeg west—until

such time as a universal price list could be adopted to

cover the whole Dominion.

Mr. Allan did not see any reason why there should

not be a universal price list.

Mr. Jacoby said it was all right, however, for those

doing repair work in the Eastern cities—they had only

to go across the street for any little parts needed, while

out here jewelers had to write and wait sometimes for

weeks.

Moved by Mr. Ross : "In view of the premium on

New York funds at the present time, it is hereby recom-

mended to all our fellow jewelers that they confine their

purchases, as far as possible, to goods imianufactured

within the British Empire, as the only means of correct-

ing the present adverse trade balance."

Speaking to the resolution, Mr. Ross said that only

in this way might the exchange be standardized.

Carried

Mr. Young—"Before any of you boys go, are there

any watch inspectors here? There is a great dissatisfac-

tion among watch inspectors for the railroads, because

they want to get the inspection business on a fair basis

and are not getting results from their men. They are

not getting paid for the work they are doing. They feel

this thing is not on a fair basis. We are trying to focus

the dissension and bring it to something reasonable. It

has been thought that the National Association is the

proper body to take up the watch inspection business, and

take it up with the railroads and have it adjusted on a

fair basis. We have been asking the watch inspectors to

teH us what would' be a fair basis, and this is what they

have done. In Winnipeg they have asked the railroad to

make a per capita allowance—a cash payment of $3 per

year for each man ; that the railroads give the privileges

which the C.P.R. now give as a .basis—that the inspector

get an annual pass over the system for himself, his wife

and family; that he get the privilege of a half-fare re-

turn at any time. Now, what we would hke you watch

inspectors to do is to formulate a request to be sent to

the National Association, that the National Executive

take this matter up for you—that this per capita allow-

ance of $3 and that these privileges be given on other

roads as on the C.P.R. That, as far as in your power

to do it, every watch inspector should come to Montreal

in February—or, at least, that you should not fail to have

one inspector present to back up your claims that this

thing be done for you. It is all right to have the papers

with your request, and all that, but it will carry a great

deal more weight if you have son^e inspector there to

stand up and say that he is from British Columbia, and

that the watch inspectors there say they want this thing

put on a fair basis."

Mr. Allan
—

"I can speak without bias, as I am not now

a watch inspector. I think that the watch inspector is not

properly paid. Whether $3. per capita is a fair allowance,

or not, I do not know. I believe, however, that they are

not by any means, adequately paid—only ' receiving an

annual pass over the line, for which they have to keep a

very finie watchmaker, send in reports, etc."

Mr. Trorey
—

"I am of the same opinion. We were

watch inspectors several years ago, but we gave it up of

our own accord as there was no adequate payment for the

work necessary."

Mr. Allan^
—"You will never get anything individually,

but you may get it collectively."

Mr. Young—"We will be in Montreal next momh.

This is the logical time and place to take this matter up,

and we want to have something concrete to lay before the

National Association at the annual convention."

Mr. Allan
—

"I believe that, if this request is passed by

all the inspectors in Canada, they will get it."

' Mr. Tod—"the only way to get anything is to ge*^ it

through the National Association."

Mr. Macdonald finally agreed, and the resolution was

passed, with the assurance from Mr. Manning that, if

handled by the National Associaition the matter would be

all right.

The resolution read: "Resolved, that the executive of

the Canadian National Jewelers' Association be requested

to take up the matter of watch inspection and present to

the Railway companies the claims of the watch inspection

and present to the Railway companies the claims of the

watch inspectors that the matter should be placed on a

business basis, with the suggestion that $3. per capita per

annum is a fair basis of remuneration, in addition to the

pass privileges now extended by the C. P. R."

Mr. Ross drew attention to the method of overcoming

{Continued on page 54.)
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The Fibula and the Torque

IN its beginnings, jewelry in Europe had the same orig-

in as that in other parts of the world. It begar
with shells and teeth and claws and colored stones

strung on a thong about the neck. Its significance was
partly religious, partly medicinal and altogether supersti-

tious with the prehistoric man of all climes. And to this

extent it may be regarded as practical rather than decor-

ative, although the idea of decoration soon crept in.

But even before history began Europe had made a

start on an entirely new form of "dress accessory," the in-

ception of which had absolutely nothing to do with re-

ligion or medicine. This was the pin, at first a straight

pin and later a safety pin. the invention of which was
mothered by the necessity of keeping one's clothes on one's

back.

In northern Africa what little clothing was worn was

built both ways from the belt, so to speak. In Asia trous-

ers and sleeves had been in use from time immemorial.

But the normal European
costume, especially that

for women, was a straight,

sack-like garment, slit

down from the top for a

short distance on fiotli

sides. This formed free

flaps, front and rear, the

corners of which were
pinned together over the

shoulders. It is conceiv-

able that thorns may have
been used originally, bu'

metallic pins are indicate-!

from the earliest records

of the race.

Even the most wealthy

and cultured Grecian wo-
man could make her entire

costume (aside, perhaps,

ftom decoration) in the

short space of half an

hour. But when made, it

depended for support en-

tirely upon pins.

Knowing which, one is

less surprised at the par-

tiality the woman of to-

day shows for this form
of dress support— especi-

ally_ in emergencies. The ^,^^^^^ ^^^^„ ,„ the Aiie
instinct is come bv legit- Ontario Museum. Presented

imately, by inheritance.
Warren.

.'Xs time went on. pins became larger. It was quite

the thing to have one a foot or more in length protruding

at a "'carefully careless'' angle from each shoulder. In

the illustration, pin No. 25 measures just under eighteen

inches in length. At first sight it seems ridiculous that

fashion should favor so grotesque and dangerous a fad.

But was it really as grotesque or as dangerous as the fad

for long hat pins which prevailed among "civilized"' wo-
men not so many years ago? They were not so crowded
in early Greece as we are today—they did not have street

cars to aggravate the dangers of the protruding spike.

These pins made history in their day. At least, there

is some ancient story concerning a Grecian warrior who
returned alone from a battle and was put to death by the

women for his cowardice. As the writer recalls it, his

extermination was brought about by means of these long

pins, which the women drew from the shoulders of their

sack-like gowns and used as daggers on the unfortunate

man.

How they succeeded in keeping their gowns in place

while this was going on, or whether they even troubled

about it, is probably not recorded.

No's 19, 20, 23, 24, and 25 in the illustration depict

this type of pin.

Following the stabbing incndent Athens passed a law

against the wearing of this manner of pin, unprotected.

The law was superfluous, however, since the straight pin

was beginning to go out of fashion. Some early genius

had evolved tht idea of twisting its head into a loop,

bending a couple of coils in the middle, and bringing the

pointed end back to engage in the loop.

That was the first safety pin.

Another genius was smitten with the happy thought

that beads could be threaded .before shaping, on the up-

per portion, so as to create

a jewelled safety pin.

This was the first bar

pin.

Unfortunately there is

not at the Royal Ontario

Museum an example of

this type. They seem to

have been comparatively

scarce, possibly because

the engraving of metals

was now becoming popul-

ar. The next step, there-

fore, was the engraved
pin, some of which were
quite elaborately worked.

No's 1, 2, and 3 are good
examples of this in what
is known as the "boat-

shaped" and "leech-shap-

ed" fibula. Although it

does not show in the illus-

tration, there is consider-

able detail in faint line en-

graving on the convex
surfaces. No. 4 is a slight

modification of this style.

No's 5 and 6 are again

slight variations.

No. 7, as well as being

n sturge collection at the Royal Considerably more elabor-

to the Museum by Mrs. H. D. ate than those previously

mentioned, is a return in

spirit to the "swank" of the early days, when length was
all the go in stick-pins.

No's 9 and 18 are interesting in that they are Greek,

whereas the others come from various parts of the Roman
Hmpire—many of them Germanic, others discovered in

Italy itself. The Greek pins have characteristics in com-
mon which easily dififerentiate them from the others

shown. It is probable that Ulysses fastened his cloak

with one not unlike these.

No. 18 deserves special mention for the fact that it is

of slilver. There are two facts serving to explain the

comparative scarcity of silver relics from antiquity. One
is that the ancients knew nothing of the reduction of

ores, which made silver a scarce and highly coveted com-
modity—even more so than gold, which, compared with

silver, was to be had in abundance. Silver was known as
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"the divine metal" by the Greeks, and was held in respect

by ail the races that knew it. But its one-time scarcity as

a commodity is not the only thing tending to make \i rare

in relics. Silver is unfortunately subject to dissolution

by the action of time and the elements, and much has been

lost to the world because of this.

No's 10, 11, 12, 13, and 15 are also specimens of the

early type of safety pin, made from a single piece. As
will be noticed, wierdly exaggerated efforts at "art" were
known to the ancients even as today. No. 15, however,

is a more restrained design, and possesses considerable

beauty.

Also of this style (the single wire) are 21 and 22.

This circular twist had existed previously in the straight

pin, as is shown by 19. To achieve the same thing in the

safety pin, it was necessary to begin with the loop, wind

out from the centre, cross to the second "twist," and

wind from the outside to the centre, the loose end being

sharpened to form the ])in. It was ingenious, and if it

had been made small enough it would not have been un-

beautiful. But when one considers that the original of

No. 22 is four times the diiameter (sixteen times the area)

of the illustration, it is easy to understand how massive

and ugly the result really is.

The next step was the making of these fil)ulae in two

pieces — the back, or decorative part,

forming one piece and the pin the other.

These came after the time of Cliris'.

They are represented in No's 8, 14, lo

and 17. All of these are graceful and

well executed pieces, but the first is es-

pecially worthy of mention. Unfortun-

ately the workmanship of this piece was
not capable of reproduction owing to the

monotone of surface coloring due to

corrosion. When examined closely in .i

good light, however, a fain tracery of

dead black, in geometrical design, is ob-

servable against the brownish black of

the bronze, while here and there on the

curve of the bow are remnants of the

gold leaf with which the bronze was
gilded.

This is one of the earliest examples of niello work,

described in the last issue of The Trader as a parallel of

the black inlay on silver done by the Sabeans. But com-

pared with any Niello or Sabean work produced today,

this German fibula of the Imperial Roman period is a

masterpiece. As it originally appeared, the fine and in-

tricate black tracery showing up against the gilt must

have been indeed striking.

The fibula, in a manner of speaking, had its day and

ceased to be. The button, which developed in Egypt at a

very early date, came to Europe with the Byzantine era.

The Byzantine style of clothing spread (together with

their other arts) among the western peoples, and with

it, of course, spread the use of the button. Previously,

European clothing had never been cut on the 'bias. Con-

sequently there had been no sleeves or trousers, nor any

effort to "fit" garments to the body. With the coming of

these things the button was indispensable, and the fibula

disappeared as an essential article of dress.

It did not, however, disappear altogether. It was use-

ful ; and no really utilitarian achievement of the race has

ever entirely vanished from the earth, so far as is known.

We have the fibula today in the "common or garden va-

riety" of safety pin, as well as in the more patrician bar

pin, brooch pin, etc. And it might surprise the unsophist-

icated to know what really important, nay, vital uses even

the most patrician of these are sometimes made to serve.

Rather different was the fate of the torque, which,

serving no utilitarian purposes, has vanished from the

race as completely as though it had never been. When
remarking on this peculiarity, however, it is as well to

"touch wood," since none can say what sudden fancy of

womankind might bring about its revival for a time at

least.

It is difficult to understand the torque. Whether or

not it had any religious, supernatural or other mystic

attributes may never be known. All that is known def-

initely is that is was the great thing among the free

Goths, who would about as soon appear without their

torques as would a Chinaman of pre-revolutionary days

without his pigtail. The race from which we spring had

no great material possessions. They were marauders by
tradition and profession, but they do not seem to have

prospered by it unduly. But whatever else they may have

had or lacked, each of them had his torque and cherished

it as his first and most prized possession.

The torque, which like the fibula dates back into pre-

historic times, was a circlet of metal worn around tho

neck. To the uninitiated it would never be taken for the

badge of the "freeman." Its appearance is more sug-

gestive of servility, not to say slavery. Yet badge of the

freeman it was. and as such the Goth was tremendously

Torques and armlets shown in the Allen Sturge collection at the Royal Ontario

Museum. Presented to the Museum by Mrs. H. D. Warren.

proud of it.

Men were more free then than later. Then they were

tribesmen. Later the feudal system crept in; due, it is

claimed, to the introduction of the stirrup from Asia,

which was brought to Europe because the great wall of

China drove the marauding Hun thither in search of new

victims. The stirrup made it possible for armored men

to ride horseback ; and armored men riding horseback

made it possible for the wealthy few, with their subsi-

dized retainers, to keep the unarmored many in subjec-

tion. Thus it was that the freeman disappeared, rot to

reappear for many centuries.

Meantime, however, the torque, insignia of the free-

man, had already vanished. The Goths, pressing down

into southern Europe, began to acquire civilization. With

this they lost many of their tribal instincts and customs,

and gradually the torque disappeared. The beginning

of its end was about 400 A.D., and 'by 800 it had vanished.

The illustration on this page shows two of these—the

outer circles in the two upper corners. That on the left

is a tremendous affair of iron, evidently of a late date,

for it is ingeniously hinged (slightly to the right of the

middle at the bottom of the circle) in such manner that

when closed, and the thumbscrew turned, it locks in

position.

.\s may be seen, this is shaped into a row of upstand-

{Continued on page 54.)
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Gifts That Last"
'v Harry J. Frcund*

CO-OPERATIVE advertising is a recent business

development which is growing rapidly in popularity

and extent. It has been adopted by a number of

the largest in the nation, and other trades and businesses

are planning similar unit campaigns. Each industry "has
a soul," that is, the spirit of the service and value of its

products to the people, both at home and abroad.

Some of the united business and industrial interests

that have launched national advertising campaigns on a

co-operative basis are the following, with what is being
or has been raised in each instance

:

The National Dairy Council, $750,000.

California Fruit Growers, $400,000.

National Florisit Association, $300,000.

Coffee Growers, $2,000,000; divided $500,000 a year
for four years.

Custom Tailors, $250,000.

National Jewelers' Publicity Association, $300,000.

Society of Electrical iDevelopment, $200,000.

The Irish Linen Industry, $650,000.

The United States Raiiliroad Administration is placing

National Advertising on a large scale for the purpose of

exploiting America's famous resorts. These associations

of business men have proven that advertising an industry

as a unit advances the prosperity of every individual firm

in that industry. The phenomenal success in trade which
the CaHfornia Fruit Growers developed through their

advertising campaign in the interest of "Sunkist" oranges
furnishes a fine illustration of the wonderful advantage
of co-operaitive advertising and publicity. I understand
that 56,000 carloads of "Sunkist" oranges were shipped

from California this year, a tremendous increase over the

earlier records of the orange industry in the state.

Personally, I am greatly interested in this remarkable
growth of the products of the Golden State, as about
seven or eight years ago I made an address before the

San Francisco and Los Angeles Advertising Clubs and
strongly and emphatically impressed upon the growers of
California the paramount necessity of trade marking
their products and using national advertising to make their

name and value known and my address was widely circu-

lated throughout the state. Since that period, "Sunkist''

oranges, Sunmade raisins, Sunsweet prunes and apricots.

California almonds, California lima beans and other pro-

ducts of the Golden Staite have become nationally famous,
and it is with pride that I feel that my work and initiative

were leading factors in the splendid success that the Cali-

fornia growers have achieved.

Authorities at Washington have emphatically stated

in the public press that the present is the most opportune
time for largely increased advertising investments in

every line of business. "Paid advertising," says Roger
W. Babson, Director of the Educational Service, Depart-
ment of Labor, "is a sure cure for ail ills, real or imagined,
prevailing in the business world during the critical period
of reconstruction. Prosperity depends upon the consumer.
If there is no market for the goods the goods will not be

produced. My advice to the merchant is this: For your
own interesit and good of the country, increase the adver-
tising appropriation you have made this year. If it was
for $20,000, make it for $25,000 and make it more if you
can. Only by advertising can buying power be stimulated.

There is no doubt that advertising does stimulate buying
power and bring a very direct return to the man who
advertises."

At the present time I am Manager of Publicity of the

National Jewelers' Association, an organization of jewelry

manufacturers, wholesalers, retailers, importers, supply

houses—in fact, every individual concern engaged in the

manufacture, sale, distribiition, importing of jewelry,

watches, diamonds and other gems, and also those concerns

in the allied trades.

This association has been formed for the purpose of

conducting a national co-opera(tive publicity and adver-

tising in the daily newspapers, weeklies and and my slogan,

which I suggested, "Gifts that Last," we are placing be-

fore the people of this country by advertising in the daily

newspapers, weeklies and .monthly magazines of national

circulation, in a three-years' campaign, the fact that

jewelry, watches, diamonds and silverware, etc., are the

"Gifts that Last" and represent in the highest form an

ideal of the friendship, sentiment and love that inspires

their purchase.

The war dealt the jewelry business a blow. The ban

on platinum, the restrictions on gold, the falling off of

gem importations, the preachment that jewelry was a

luxury and non-essential, all were seriously felt. The
jewelers weathered the storm that for a time threatened

disaster. According to the National Association of Manu-
facturers who sent out the questionnaire to 4,400 members,
the jewelers finished the war period, one of the five pros-

perous trades out of 22 industrial groups throughout the

country.

There seems little question that an educational pub-

licity campaign inaugurated by the National Jewelers'

Publicity Association last summer played an important

])art in molding public opinion and giving the jewelers the

prosperity that they are now enjoying. Advertising that

will keep before the minds of the masses the beauty and
permanent value of jewelry is the best means to build a

greater prosperity upon the present promising foundations.

Emotional life is an important factor in the world's

affairs, as physical Hfe itself. It must have equally with

physical energy, its outlet and expression. Tokens of

affection, sentiment and remembrance are necessities of

human emotions. They will live as long as there are

sweethearts, wives and mothers ; marriages and partings

;

daughters who leave home as brides and sons who go out

to make a place in the world for themselves.

All women appreciate the gift of jewelry for the senti-

ment that inspires the "Gift that Lasts" endures and lives

with the jewels, and such gifts are always appropriate and
impressive.

The permanent value of gems, the increasing scarcity

and growing price of the more precious varieties make
jewelry one of the most valuable forms of money invest-

ment aside from any ornaimental or sentimental value.

The New York "Sun" recently said, editorially, that

it was a far better investment for the American working
man to buy jewelry and diamonds than to go on strike,

for when the strike was over he had nothing to show for

the time that he did not work, while in the purchase of

jewelry and diamonds he always had a collateral invest-

ment.

The war has brought unprecedented prosperity to this

country and to neultral nations. There was never a time

when money was so widely distributed. The high wages,

* An address given recently at a hanquct of "The Town
Criers." an adiertisiiip men's orpnnizoticyn of P-roride'nce,

R.I.
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the more general employment of women, have given a sur-

plus of money to men and women who never before in their

'lives had anything but a bare living out of life. These
;)eople have money to spend and don't know how to spend
it. If properly educated to the ornaimental and intrinsic

value of jewelry they would respond by largely increased

purchases.

The new prosperity has given the jewelry trade a

sympathetic public. It is a maitter of trade statistics that

working people bought more diamonds in this country

during the war than any oither clas.s. Diamonds were
formerly bought only by the rich and well-to-do. Adver-
tising would teach the newly prosperous working classes

a nice discrimination and a certain connoisseurship in

jewels and jewelry.

By shutting off to a large extent importations of jew-

elry, the war threw ."Xmerican jewelers upon their own
resources. This country is rich in precious gems and
precious metals and is capable of its own designing. No
period ever offered a finer chance for the building up of

American made jewelry both at home and abroad. The
possibilities of the foreign market, especially the Latin-

American field, are unlimited, and are real possibilities

thjit increased prosperity at home will enable the jewelry

trade of the United States to take advantage of.

The National Jewelers' Publicity Association in the

expenditure of its $300,000 advertising fund will use the

daily newspapers ami the weekly and monthly magazines
of national circulation and trade papers.

To successfully carry out this campaign, the local daily

is a tremendous force, for it brings to the direct notice of

the purchasing ])uMic in each locality the service of the

products of the indu.stry and I want to take advantage
of this opportunity to emphatically bring to the local mer-
chant the business advantage of using on his own account

the local daily newspaper so that he can reap every pos-

sible benefit by linking up his business with the proposed
National Advertising Campaign.

The local newspaper is the most important link in the

chain of these national advertising campaigns and the

local merchant by hiis liberal advertising in its columns
can reap a great financial reward, made possible for him
by the national campaign.

The trade papers in each industry are a valued help-

mate, as a reproduction of the national advertising in the

trade journals keeps the members of an industry posted,

awakens their intere.st, arouses their enthusiasm and is

productive of the most beneficial results for continuous

financial .support of these National Advertising Cam-
paigns.

Providence and the Attleboros are Leading centres in

the manufacturing jewelry industry, and the $300,000

National Advertising Campaign has had a splendid finan-

cial support and co-operaition from the leading and repre-

sentative jewellry manufacturers in this important section

of the industry.

I have been received with the greatest cordiality and
attention in Providence and the Attleboros and I can

safely say that the jewelry manufacturers here will go

over the top with one hundred per cent, in their subscrip-

tions to our national advertising campaign.

The latest reports .state that the capital invested in the

jewelry industry in Providence and the Attelboros is

nearly $50,0W),0OO.

National advertising and publicity are the paramount

and dominating influences in the real development of this

great nation.

Publicity, progress and prosperity are synonymous

terms.

Nationail advertising in the days of the Great War
recruited the army and navy, sold the Liberty and Victory

bonds, put over the financial campaigns for millions of

the American Red Cross, the Y.M.C.A., the Salvation

Army and other notable national movements.
For several years past the public utilities of leading

cities have been using national advertising to prove the

efficiency of their services. The American citizen by the

educational character of the national advertising cam-
paign, has been humanized, civilized, educated and made
sound in mind and body. National advertising with a

guaranteed name and trade mark has shown the American
citizen how to take care of his teeth and how to use soap

and porcelain baths and wear healthy underwear and
all-wool cloithes, and quality shoes, and hats, neckties,

collars, shirts, hosiery, etc.

National ado^ertising has brought to the breakfast table,

to lunch and to dinner, strength-giving foods of all kinds,

certified milk, reliable canned products, etc. The Ameri-
can people are the best fed, be.st clothed, be.st housed on

God's eanth !

National advertising has i)laced before the masses a

motion picture to amuse and instruct ; national adver-

tising has proven the value of punctuality with the unsur-

passed standard American watch; national advertising in

these days of the scarcity of servants has brought to the

household the value of electrical contrivances in the kit-

chen; national advertising has shown the masses with

the talking imachine and the player piano how they can

be cheered, amused and interested.

National advertising is bringing to the American people

the ideal lasting gift for the -expression of I'ove, friendship

and sentiment, in jewelry, gems, watches and silverware,

in "Gifts that Last"; and with all these wonderful and
remarkable accomplishments of national advertising, now
the churches of many denominations are raising funds of

millions of dollars for display advertising in the daily

newspapers throughout the country to fill the churches

and bring the human race to a realization of its Divine

Creation.

Faulty Advertising of Goods
An advertising practice which is so destructive of pub-

lic confidence in retail stores that it is remarkable that it

should still be prevalent, was described in a recent bulletin

of the Better Business Bureau of Detroit, says the Na-

tional Vigilance Committee of the Associated Advertising

Clubs of the World, with which the Detroit bureau is

affiliated.

"One purpose of advertising," says the National Vigil-

ance Committee, "is to sell goods, to be sure, but it must

go further than that before it can pay as it should. It

must also be an influence toward the building of good will,

and if an advertisement helps sell goods to-day on such

a basis as to destroy confidence, it is a poor advertisement,

whatever the volume of sales created to-day."

The bulletin from the Detroit bureau follows

:

'Tn the course of our work we have learned that it is

a usual practice among buyers to have small quantities of

a highly desirable article in a lot of merchandise, and in

advertising this lot for sale mentioned the more desirable

articles prominently in the advertisement without stating

thai there is a limited number to be sold.

"This practice will destroy public confidence in a store

because those purchasers who call at the store early on

the day of the sale and select the most desirable varieties

of a lot will be few compared with those who follow and

are disappointed at not finding the desirable items as ad-

vertised.

"This should be avoided, and when advertising such a

limited lot, this should be plainly stated so as to eliminate

any displeasure on the part of those who call later in the

day and find that the items are exhausted."
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The Threatened Rain of Gold
B\ Julius Micklc.

JEWELERS should be as intimately interested as

scientists in the recent despatches dealing with the

discovery of the solution to the age-old problem of

the transmutation of metals. First there was the cable

from Paris making the bare announcement, crediting the

discovery to Sir Ernest Rutherford, of Cambridge Uni-

versity. To be sure, another scientist had obtained first

results along this line in the first decade of the century,

from which the cable would seem to mean that Sir Ernest

had now succeeded beyond the point of experiment, and

had learned something more or less definite concerning

the natural laws governing transmutation, so as to be able

•to control the process.

More recently comes word of a book published in Lon-

don, late in January, by Professor Soddy, Professor of

Physical Chemistry at Oxford, who received his training

in scientific investigation from Sir Ernest Rutherford, In

this book, Professor Soddy not only accepts the theory of

the transmutation of metals, but actually describes how
. gold may be obtained from mercury and lead.

Everyone has read more or less concerning the efforts

of the ancient alchemists to discover the "philosopler's

stone," that elusive substance which was to cliange the

baser metals to gold From their supposed .y misdirected

efforts civilization did not, indeed, ach'evc any other

method for the production of gold than by continuing to

dig it out of the ground; but their work was not wasted,

since practically all our knowledge of chemistry is trace-

able to a beginning in their experiments.

The theory of the alchemists was, of course, that there

was some basic form of metal. That, at least, was the

scientific theory. To what extent some of the earlier of

them may have endeavored to operate on a purely super-

natural scale—admitting matter to be of different com-

positions, transmutable by divine or infernal influence

—

is another question. But whjle the common people of

their day viewed the matter as pertaining to the super-

natural, it is likely that the alchemists themselves worked

on a firmer foundation, continuing bravely in their search

for knowledge until they had proved to their own satis-

faction that elements were not transmutable—when at

once they became chemists, metallurgists, etc., and were

content to obtain their gold indirectly, through the chan-

nels of industry and commerce.

But alchemy definitely renounced the search for trans-

mutation only a comparatively short time when once more,

in the early years of the 20th century, the subject was re-

opened by the late Sir William Ramsay. This famous

scientist first discovered helium in the metal cleveite, and

then later in the emanations from radium.

Here was the first nebulous suggestion of a dream come

true.

Helium was a clearly marked element (as elements are

known). Radium was another such. Yet out of the dis-

ruption of the latter Sir William discovered the former.

This was the first observed case of the transmutation of

metals.

Sir William at once conceived the idea of applying the

mighty but little-known powers of radium in an eff9rt to

obtain other forms of transmutation. By its use he ac-

tually did obtain the elements of sodium and lithium from

copper. The dream was becoming less nebulous.

His next effort was intended to be a reversal of the

aim of the alchemists of old. They sought to change base

metals to gold. Sir William hoped to change gold into

base metals—rather a disastrous ambition, looking at it

from one viewpoint ; but then the scientist of to-day finds

all knowledge good. In any event, Sir William wrote in

a letter dated July 25th, 1907, "The next shot will be to

try some heavier metal, say gold, and see if krypton will

not be found from the emanations. Gold, too, should give

alkali metals."

Unfortunately, however, other work intervened, and

ill-health and death closed the chapter before Sir William

Ramsay continued h'is interesting experiments.

Meantime Sir Ernest Rutherford, who had been Pro-

fessor of Physics at McGill University, Montreal, for nine

years, was appointed Langworthy Professor and Director

of Physical Laboratories at the University, of Birming-

ham. This was in 1907. For the past twelve years he has

worked chiefly on radium and radio-activity on the con-

stitution of atoms and elements. Among other things, he

discovered that the alpha particle from radium, in passing

through a thin volume of matter, was deflected from the

straight line course to a much greater extent than had
previously been believed from the accepted notions of

atomic structure. To explain this, Sir Ernest suggested

that the atom was of a type now referred to as the "nu-

cleus atom"—i.e., that the main mass of the atom was
concentrated in a very small volume of nucleus carrying

a positive charge of electricity. This theory involved an

entirely new conception of matter, but has since been

generally accepted by scientists.

Seemingly this discovery left open the door for the

more recent discovery of the transmutation of metals, al-

though the despatches do not say so.

Professor Soddy, the latest entrant into the field of

alchemy, was demonstrator in chemistry at McGill from
1900 to 1902, and was there trained in investigation by Sir

Ernest Rutherford. The conjunction of these two minds
at a Canadian university, therefore, had much to do with

the most momentous discovery of the century—^possibly

of any century. Professor Soddy has since become fa-

mous in the same line of investigation as that followed by

his compeer: research into the nature of elements, and
particularly into radium and its cognates.

Some extracts from his book are given as follows in

the despatch

:

"Discoveries in radio actvity have shown that in the

smallest atoms of matter all around us there exists stores

of energy a million times greater than any so far har-

nessed. Limitless physical power awaits humanity as soon

as knowledge that shall lead to its control and application

has been obtained. How many unrecorded ages elapsed

before the energy of fuel was controlled, and in how
short a space of subsequent time has it altered the whole

mode of life of the whole world. Given a clear course,

and the most rare of natural qualities, common sense,

physical science can abolish the struggle for existence so

far as concerns food and fuel."

Prof. Soddy has much to say of queer elements and

strange atoms of alchemists' dreams turning base met-

al into gold. There was nothing extravagant in them, he

says. The elements can be transmuted into one another,

or could be if the atoms in them could be varied.

"To get gold from mercury," he says, "expel from the

atom of mercury one betaparticle, which will make thalli-

um, then one alphaparticle, which will turn thallium into

gold. Or to get gold from lead, expel from the atom of

lead one alphaparticle, which will turn into mercury, and

proceed as before."
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The Beauties of Jade
JADE.

The name jade has been indiscriminately applied to

many compact or tough minerals, usually white or green

in color, and embracing not only jadeite, chloromelanitc

and nephrite (the true jades), but also among other min-

erals, saussurite, bowenite, californite, sillimanite or fibro-

lite, pectolite, plasma, wilHamsite, prehnite and agalmato-

lite or pagodite.

There is even uncertainty regarding the propriety of

the use of the word "jade" in describing jadeite and
nephriite, as these are two distinct minerals, although they

have the same general appearance in color and texture.

The term "jade'' covering both jadeite and nephrite,

is, however, firmly established in both commerce and art,

and it would serve no good purpose to try and displace

this thoroughly accepted word, especially as no other

descriptive term could possibly be found to answer as well.

Jade served prehistoric man from which to fashion

implements and ornaments, and many axes, hamimers,

chisel's and some rudely carved idols made from this ex-

ceptionally tough mineral have been found in different

parts of the world, and especially in Europe among re-

mains of the stone age.

Modern lapidaries, who experience the greatest diffi-

culty in cutting and poliishing jade, marvel at the skill

and patience which must have been employed by prim-

itive man in fracturing and grinding the wonderful jade

wea])ons and tools which form part of many important

collections. In China, jade or yu shih (yu stone) has

always been held in the greatest esteem, although the

term yu actually embraces other jade-like minerals which

are white to dark green in color.

The Chinese give jade the preference over every other

stone, and as a result jade is a very important article of

commerce in that country.

Canton handles most of the cut jade, and one street

in that city is entirely given over to jade merchants. Re-

markably high prices are paid for the finest jade in China,

and a noted American merchant expert states that a

small necklace of jade beads, each one measuring less

than 1/4. inch in diameter, is valued as high as $1,000 to

$3,000; a single green ring stone, $200 to $400, while

thumb rings have been quoted as selling occasionally as

high as $15,000 to $20,000 each. Translucent white," the

color of fresh lard, is said to be the rarest of the jades,

while yellow and green jades are prized according to

their shades of color and condition of translucency.

Some emerald-green jade has been found translucent

to almost transparent, and such stones approach the emer-

ald in beauty and brilliancy.

Chinese lapidaries are extremely skillful in cutting,

poli.shing and carving jade ornaments and in producing

jade ves'sels, brush holders and objects of art, often orna-

mented with gold and precious stones.

The Heber Reginald Bishop collection of jades, in the

Metropolitan Museum of Art, New York city, is one of

the most important collections of rough, cut and carved

jades in the world. Here can be seen and studied rough

jadeite and nephrite, prehistoric weapons and tools,

crudely carved idols and ornaments, wonderfully carved

and jeweled bowls, vases, sword handles, bottles, flowers,

ornament.s—in short, a complete exposition of jade and
of the most priceless objects fashioned therefrom. A
visit to the special room in which this collection is housed
will be of great value to any jeweler and at the same
time afford keen gratification to every lover of beautiful

things.

JADEITE.

Jadeite and chloromelanite are members of the pyrox-
ene or augite group of minerals—chloromelanite being a
dark green or black variety, differing somewhat in com-
position from jadeite and containing about 10 per cent,
of sesquioxide of iron, which slightly increases its specific

gravity over that of jadeite.

' This extremely tough fibrous mineral has prismatic
cleavage, splintery fracture, hardness of 6.5 to 7, specific

gravity 3.2 to 3.4 (chloromelanite 3.4 to 3.6), refraction
double 1.66 and 1.68, lustre stibvitreous, streak uncolored

;

it is opaque to translucent, and fuses easily to a Webby
glass in an ordinary flame, coloring the flame a bright
yellow.

Jadeite is compo.sed principally of silica, alumina and
soda.

NEPHRITE.

Nephrite is a tough, compact and uniformly fibrous

and fine-grained tremolite or actinolite, belonging to the

amphibole or hornblende mineral group.

It breaks with a spliiitery facture, hardness 6 to 6.5,

specific gravity 2.9 to 3.1, refraction double 1.606 and
1.632, lustre somewhat oily, is opaque to translucent, is

not attacked by acids, and fuses with difficuhy before the

blowpipe to gray slag.

Nephrite is composed principally of siiilica, magnesia
and lime.

Jadeite and nephrite occur in the following colors:

marble or milk white, greenish and bluish white, white
with green patches or spots, white veined with green,

pale gray, yellow, brown, blue-green, leek-green, apple

green, emerald green, pale amethystine, and, rarely, white

with a tinge of red or rose red.

The same colors seem generally to be present in both

jadeite and nephrite; in fact, it is claimed that sometimes
both minerals are found to be combined in the same speci

men, and while it is easy to distinguish these stones in

the rough, principally through tht great difference in

their fusibility, it is more difficult to do so in cut and
polished specimens, because the specific gravity and hard-

ness of jadeite and nephrite often approach too closely to

make these tests conclusive. There does not seem to be

any dift'erence in the commercial value of jadeite and
nephrite where the two stones are identical in color and

translucency.

Besides the names jadeite, chloromelanite and
nephrite, jade i sknown as axe or hatchet stone. It is

also called kidney stone because it is supposed to cure

kidney diseases. In New England it is called greenstone,

and the Maoris also call it pumanu or axe stone.

The Maoris carve jade into a grotesque form of the

human figure, called "tiki," which is worn as an amulet.

Jade is very resonant, and is sometimes used by the

Chinese as material for a musical instrument. The stones

so used are called sounding stones.

Chalchihuitl of the Aztecs, like the yu stone of the

Chinese, probably lincluded a number of minerals, notably

jade and turquoise. The important jadeite mines in Bur-

ma are under the control of the British Government, and
were discovered about six hundred years ago. They pro-

duce large quantities of this valuable mineral. These
mines are in Upper Burma, in the Mogoung district, on

the upper course of the Uru river.

The native miners build fires on the surface of the

* From, a folder sent to the trade hy the American Oem
<£ Pearl Co. Copyright 1919, by the American Oem, & Pearl
Co.
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stone, and the rapid cooling causes the jadeite to crack.

It is then easily broken up and sold to Chinese buyers on

the spot.

About 400,000 pounds of jadeite, mostly medium and

poor quality, is quarried annually, the product being val-

ued ait about $250,000. Fine material brings high prices.

and there is a record of a block, measuring about a cubic

yard, for which $40;000 was refused. About $500,000

worth of jade is supposed to be used in China annually.

Nephrite has been discovered in places in Alaska, at

Jade mountain.

Other localities where jadeite or nephrite have been

found are southern border of Turkestan, Eastern Siberia,

New Zealand, Silesia m Germany ( where a boulder

weighing 4.718 pounds was discovered at Jordansmuhl

and now forms part of the Bishop collection), New
Guinea, New Caledonia, and possibly also Mexico, South

America and India.

Some other jade-like inmerals are l)o\\enite ^nejjhrite

bo'wen) ; a green serpentine, somewhat resembling

nephrite, but much lighter and somewhat softer, as its

specific gravity is 2.59 to 2.78 and hardness 5.5 to 6.

Saussurite, a tough compact variety of zoisite, frac-

ture spllinteiry, hardness 6.5 to 7, specific graviity 3.0 to

3.4, translucent to opaque, colors from white to gray, blu-

ish green and greenish gray.

Silimanite or fibrolite ; a densely compact mineral, per-

fect cleavage, fracture uneven, hardness 6 to 7, specific

gravity 3.23 to 3.24, lustre vitreous, colors brown, gray-

ish white, grayish green, transparent to translucent. This

mineral was also employed to make weapons in Western

Europe by prehistoric man.
Pectolite ; massive, fine grained, tough, cleavage per-

fect, fracture uneven, brittle, hardness 5, specific gravity

2.65 to 2.78, coilor pale green, resembling jade, used by

.\laska Indians for implements.

Wiiliamsite ; an apple green variety of serpentine,

hardness 4.5, specific gravity 2.59 to 2.64.

Pre'hnite ; cleavage distinct, fracture uneven, hardness

6 to 6.5, specific gravity 2.80 to 2.95, subtransparent to

translucent, oily green passing into white and gray, often

fading on exposure to light.

Agalmatolite or pagodite ; member of mica group—of

amorphous compact texture, very soft, hardness 2 to 2.50,

specific gravity 2.78 to 2.81, grayish, grayish green, brown-
ish, yellowish. Chinese use this stone for carving into

images, pagodas, etc. It is also called image or pagoda

stone.

The "Flea Power" Marvel

However accurate the calculation may be, it is a high-

ly interesiting statement—^to customers even more than to

jewelers—.that four "flea-power" is the force required to

operate a watch. The Thoma Brothers Company, Cin-

cinnati, O., makes this public on a card which gives other

interesting information concerning watches, as follows:

'"Few pieces of machinery show more marvelous fea-

tures than that of the watch. As a general proposition it

may be stated that a watch is the smallest, most dtelicate

instrument of the same number of parts that has ever

been devised. About 173 different pieces of material en-

ter into its construction, and upward of 2400 separate

operations are comprised in its manufacture.

"Certain of the facts connected with its performance
are almost incredible when considered as a whole. A
blacksmith strikes several hundred blows on his anvil in

a day, and, as a matter of course, is glad when Sunday
comes; but the roller jewel of a watch makes every day
—and day after day—432,000 impacts against the fork, or

157,680,000 blows during the course of a year, without

stop or rest—or some 3,153,600,000 blows during the space

of twenty years, the period for which a watch is usually

guaranteed to keep good time.

"But the wonder of it does not cease here. It has been
calculated that the power that moves the watch is equiva-

lent to only four times the force used in a flea's jump.
The watch power is, therefore, what might be termed the

equivalent of a four flea power. One horse-power would
suffice to operate 270,000,000 watches. Furthermore, the

balance wheel of a watch is moved by this flour flea

power one and forty-three one-hundreths inches with each
vibration, or 3559 miiles continuously in one year.

"Not much oil is required to lubricate the little ma-
chine on its 3500 mile run. It takes only one-tenth of a

drop of oil for the entire machinery a year.

"Consider the work this delicate machine is doing.

See that your watch is cleaned and oiled once a year."

The illustration shows the

rosewood, mahogany-lined and
silver-mounted casket which
was presented to General Sir

Arthur Currie ty the citizens

of Victoria. B.C. This was
designed and executed by
Mitchell and Duncan, Jewelers,

Victoria. The massive shield.

Provincial coat-of-arms, and
laurel wreath are of silver,

the coat-of-arms heing carried

out in colored enamels, inlaid.
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Surmounting Difficulties in B.C.

{Continued from page 46.)

the 'travelling expenses of the delegates who attended the

convention of jewelers at Regina. The railroad fares of

all the delegates were pooled, and the total sum divided by

the num'ber of delegates in convention assembled. As a

result, each jeweler present was assessed a sum of some-

thing like $7.00. He thought this rather a good idea, as

the jeweler coming from a distance to take part in the

convention did not have to bear the penalty of Ithe whole

expense while the local men got off scot free. He threw

this out as a suggestion as it tended to encourage -dele-

gates from long distances.

Resolution : "Resolved, that the Executive be requested

to itake into consideration, in preparing the programme
for the next convention in June, the matter of pooling all

railroad fares." This was adopted unanimously.

Mr. Allan put to the meeting a motion Ithait a hearty

vote of thanks be accorded Messrs. Young and Ross for

their able addresses, with the assurance that a great deal

of good would result from the meeting. Carried.

On the call of Mr. Young, a hearty vo'te of thanks was
accorded Mr. Allen for his kindness in arranging the con-

vention and for the amount of good work he had done in

association matters.

accordingly decided to get the local men together here,
so that they would be put immediately in touch with the
situation. The response was very enthusiastic, almost
every firm being represented and a very cordial spirit of
fellowship being exhibited. Those present included
Messrs. M. J. Little, A. H. Mitchell, W. Duncan, J. Rose,
A. A. Clayton, F. Francis, A. B. Oldershaw, M. Nailor^
W. H. Wilkerson, J. Weuger, E. Andernach, M. Kil-
burger and H. Greensfelder. The chair was taken by
Mr. Little, who briefly explained what had been done at
Vancouver and what the organization movement aimed
to accomplish.

Mr. Ross and Mr. Young were then called upon in
turn and explained what had been done throughout the .

Western Provinces. A general discussion followed and
it was unanimou.'sly decided to form the Victoria Jevv-
eler.s' Club to regulate local conditions and to work in
harmony with the District Association to be formed on
the Island. Mr. A. H. Mitchell was elected the first

President; Mr. M. J. Little, Vict-President, and Mr. F.
Frances, Secretary. The decision to make the fee for
membership in the as.wciated organizations $10 per annum
was confirmed, and it was also decided to hold the first-
meeting on the first Thursday in February when a supper
will be enjoyed at a local hotel and a husiness meetine
follow.

^

The Meeting at Victoria, B.C.

VICTORLA, B.C., Jan. 22.—The conclusion of the

J

tour undertaken by Messrs. Young and Ross for

. .

' ' the .purpose of furthering the organization move-
inent in the jewelry trade of Canada was reached this

evening with a meeting of the Victoria jewelers at which
it was decided to form a local jewelers club in affiliation

with the B. C. Association.

On account of the delay in the arrival of the Eastern

men, a number of Victoria jewelers were unable to re-

main in Vancouver for the meeting there, and it was

Changed Conditions in the

Jewelry Business

Conditions are such that we are unable to give

our customers the good service of other years.

More Time
Required for

Good Work

Must Refuse
Certain Classes

of Watch Work

Cannot Furnish
"Looners"

Optical
Insurance

We mull h»ve very much more limeloproperly get out worU.

Please do not ask ui to make hatty promisee, because we want our

promises to be reliable.

We are unable to take in all classes of watch work. There is a

great scarcity of watchmakers and salaries are such that low

priced watches cannot be profitably repaired, in addition to this,

there is an impossibility of getting material for certain classes of

foreign watches, owing to lack of importations duriiw the last five

years.

We are unable to furrvish leaner watches as plentifully as in

other days, it is well to provide yourself with a low priced watch

for temporary use or for use when camping or hunting or in any

place where a fine watch might suffer serious injury.

The optical houses of Chicago have been on a strike for sev-

eral months. In many instances it takes two weeks to get lenses

that formerly took two days. Every person who require* lenses of

special grinding should own a duplicate pair, which may be

inserted whenever necessary

We can take in only a limited number of clo-ke for repair and
i^l..«l, 0^w^n.\^£ We can take m only
Clock Repairs ^,^-^, ^„ ,^, ^, j^^,^^

No More "Free"
Engraving

No Valuation on
Goods Purchas-
ed Elsewhere.

We do Apprais-

ing (or Bonks
awi Lstates.

Wc cannot do any more "free" engraving, and find ourselves

compelled to charge for certain classes of work that in other days

we were glad to do as a matter of store service and courtesy.

Jewelers are always reluctant to put a valuation on merchan-

dise purchased in other stores. If the other store was reliable, un-

doubtedly the price paid was just; if it was an unreliable place the

purchaser should not have gone there in the first place.

We do appraising of diamonds or jewelry lor banks, in the

settlement of estates or for private individuals. This service

involves the depositing of the article with us for a sufficient period

for careful estimate, and when it is made to the customer it is au-

thoritabve. For this service we charge 1'' of the valuation plus

labor charges if stones have to be taken from the settings in order

to do accurate work.

CARDS SENT OUT TO MFMBERS OF THF. ILLINOIS RETAIL JEWELERS' ASSOClATIOrT.

The Fibula and the Torque
{Continued from page 48.)

ing spikes, which, even aside from its great weight, must
have made it a horribly uncomfortable collar, its owner,
may or may not have prided himself unduly on the torque
itself, but he unquestionably had just cause to pride him-
self on his ability to wear it.

The other torque illustrated was evidently the property
of some person of importance, since it is of solid sliver
wire, wound to shape, and welded together at the ends.
One end is hooked and the other looped, the loop hold-
ing to the hook by the elastic outward force of the bent
metal. Such sumptuous torques are remarkably rare to-
day

; in fact, that in the illustration may be the only one
on the continent.

The remaining figures in this illustration are armlets,
more or less contemporaneous with the fibula and the
torque, but outlasting either. The upper left hand, bottom
centre, and bottom right hand figures are coils. The
other three are composed of single curves. That in the
lower left hand corner is of twisted silver wire, like the
torque described above.

-Mthough few golden armlets remain today, it is stated
that in the days of the ancients there were many of solid

gold, as this was one of the most convenient methods of
transporting wealth. Irish chieftains were known to

possess golden coils (like the central bottom figure) ex-
tending in sections from wrist to shoulder. But Ireland
dissipated her wealth, and at a very early period her gold
was gone.

In connection with all these things the reader is apt to

pass over those composed of the baser metals as com-
paratively valueless and not properly belonging to the

classification "jewelry." As to this, the reader need only

be reminded that all metal, in those days, was "precious"

metal. The acquisition of any of the pieces shown
would probably require greater sacrifices on the part of

their would-be possessors than any of us would be willing

to make today for the most exquisite jewels.

Fibulae, torques, and armlets, therefore, are all prop-

erly "jewels" in the strictest sense of the term; and if

men today were willing to sacrifice as much in proportion

to the purchase of jewelry, the jewelers of Canada could

sell out their present stocks within a week.
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onorl
THE SONORA
SELLS ITSELF
To the Dealer and to His Customers

IT has never been a diificult matter to

obtain the highest class of representa-

tion for the Sonora. The diificulty has

been to keep up with our dealers' demands
for more instruments. So high is the

Sonora held in public esteem that it is

probably the most "oversold" phonograph
ifi the world to-day.

WHY?
1. Tone Quality—At the Panama-Pacific

Exposition, in competition with the world's

foremost phonographs, the Sonora won the

highest score for tone quality.

2—Silent Motor—Made in Switzerland by
experts, it is the supreme motor of the

phonograph world, and plays nearly twice

as long as other machines sold at the same
price.

3—Universal Playing—All makes of disc

records are played perfectly.

4—Cabinet Work and Design—The won-
derful beauty of the Sonora is due both to

its finish and its graceful, flowing lines

(the "bulge" effect), a patented process.

It is not necessary to offer "easy pay-
ments" on an instrument so greatly in

demand as the Sonora—an important con-

sideration to every phonograph representa-

tive.

SONORA SEMI-PERMANENT
SILVERED NEEDLES

are in great demand. They are used on
all makes of steel needle records. Play
50 to 100 times, and increase the life of

the records.

Jewelers desiring to carry the Sonora Phonograph
should make application to the Goldsmiths' Stock
Company of Toronto, who are Selling Agents to

the Jewelry Trade throughout Canada.

I. MONTAGNES & COMPANY
Sole Canadian Distributors'for the Sonora Phonograph and Sonora Needles

Ryrie Building - TORONTO
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paiirftiM®nn(i
Conducted by C. M. Pasmore.

Competition No Bar

IT is often the case that a mer-

chant hesitates to take on a new
line of goods because some

other miUT'.hant in his town is hand-

ling the same or a similar line.

The Christmas Eve experience of a

Toronto jeweler, reported on another

page in this section, should provide

conclusive proof that established com-

petition is no ihar. If a jeweler in a

city where there are dozens of large

music shopu specializing in phono-

graphs, dozens of others handling

phonograph exclusively, and good-

ness knows how many mechants

handling them as a side-line—if un-

der those circumstances a jeweler

can dispose of four machines in one

evening, the bugbear of established

competition must surely be a false

one.

The onl-) question for the town

jeweler should be how quickly he can

get into the game and share in the

profits.

And s/peaking of profits, have vou

gone so far yet as to make enquiries

of the manufacturers or jobbers as to

what the*-; is in it for vou?

Congratulations Due

THV, latest boquet for the phon-

c^raph is that tossed by a

writer in Printer's Ink. True,

he embraces the piano with the phono-

graph, but since the phonograi)h busi-

ness is by long odds the more active

of the two a major share of the com-

pliment may be appropriated by it.

The writer says : "The phonograph

manufacturers and the piano manu-
facturers have by their advertising

sold music to the American nation.

They have by their advertising

.... changed America from one of

the least musical nations into one of

the leading musical nations of the

world.

"Think of what a widespread, al-

most universal influence music now
has on this nation. Big movie the-

atres now support large symphony or-

chestras which play several times a

day and which render the highest

sort of music. And the public eats

this music up. The public appreciates

it—because the public has heard most

of the highbrow pieces on player pi-

anos or phonographs. Highbrow art-

ists, vocal or instrumental, tour the

country and are greeted by enormous-

ly enthusiastic crowds Com-
munity song festivals are quite the

thing . . .

''

And so on, more or less indefinitely.

Aside from the facts that "Amer-
ica" is not a "nation," but a couple of

continents ; and that the United States

has yet a long way to go before be-

coming a leading "musical" nation in

any other than in point of money
spent—aside from these facts, the

v/riter is quite correct, and the phono-

graph is indeed largely responsibk'

fcr the change.

It is only fair to say, however, that

the United States is well on the way
and may easily become, in time, the

leading musical nation of the world.

Plenty of Choice

DON'T become discouraged if an-

other merchant has picked up
the agency for the machine

you were thinking of stocking. The
good machines of to-day are not con-

fined to one or two makes, and if

there is any "best" among them it is

largely in the opinion of the pur-

chaser.

And since there are nuiltitudes of

purchasers for every really good make
on the market, there must of necessity

he considerable diversity of purchas-
ing opinion.

Look over the motor car field. Has
any one concern, by the superlative

eflficiency of its product, been able to

-drive its competitors from the mar-
ket? On the contrary, the number of

different makes of cars is increasing
almost daily, and the quantity output
of each is also increasing.

Rest assured, there is no more
chance that any one make of phono-
graph will be able to "hog" the mar-
ket. Take your territory into con-
sideration in deciding what class and
price scale of phonograph you should
stock, but having decided this the
choice of a make within this class is a
matter for your own individual pre-

ference. If necesasry stock more

than one make. But do not let the

loss of a desired agency upset your

calculations to the extent of thinking

that there is nothing left for you.

* * *

Misplaced Hate

MANY a child professes a hat-

red of music due to the fact

that he (it is usually a boy

who "hates" it!) has had the wrong
form of instruction. There is, of

course, no royal road to the learning

of instrumental technique. But many
teachers, even yet, go too 'far to the

other extreme of making the study

dull.

Some, who are more awake than

others to the possibilities of the-

phonograph, use this instrument to

add interest to the regular "lesson"

l)eriods. Parents should get free of

the idea that they can turn theif

children into musiciains by applying a

certai namount of money and a cer-

tain amount of grindstone to the pro-

cess. A phonograph will do a lot to

help things along.

* * *

What is Best ?

WHEN demonstrating a ma-
chine, do not overlook the

fact that some makes use

vertical and others horizontal vibra-

tions. There is a great difference than

one might imagine in their respective

abilities to play any given class of

music. One will reproduce the voice

almost perfectly, while lacking ability

to reproduce the incisive touch of the

piano. The other may be better with

instrument than vocal pieces. If you
handle more than one style of re-

producer, find out by test which types
of music each plays best. Then, when
a customer comes, find out, if pos-

sible, the style of music he prefers.

Demonstrate that style on the ma-
chine which plays it best. And do all

you can to sell that machine, even
though it he a less costly one than
one he might be prepared to buy. This
will i)ave the way for a steady flow
of records to that customer. The
"best" need not be the costliest. As
in all other things, sell the customer
what will please him best.
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Gerhard Heintzman
Phonographs

THE best phonograph must be one of perfect parts—the material must be the choicest

money can buy—the workmanship must be the finest that skilled hands, keen eyes

and brains can produce—the motor perfection itself, and sound reproducing equipment the

latest and best achievement of scientific research.

Such a combination of elements forms a perfect phonograph

—

THE GERHARD:; HEINTZMAN
And it is questionable if such an accomplishment could be attained without such experience

as is possessed by the Gerhard Heintzman organization, experience gained through long years

devoted to creating and producing

Canada's Greatest Piano

Gerhard Heintzman, Limited
Head Office and Factory: Sherbourne Street

Toronto - Canada .
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The Three Links in the Phonograph Sale

B\ Ernest A. Dciich

THERE are three distinct links

in making the phonograph
sale. First the machine,

then the record^ followed by the little

accessories that enable the machine

to give good service. All of these

links call for attractive window dis-

plays, either separately or jointly, ac-

cording to the central idea upon
which the window trim is based.

THE FIRST LINK

A, H. Mayers, New York, an-

nounced by means of a card placed

at the back of the window that:

"You have all the great artists on the

string when you own a —ola."

The thought contained on the win-

dow card was visualized by chains of

different colored rijjbons that ran

from the cabinet 'models at the rear to

the photos of such celebrities as Mc-
Cormack and Caruso, which reclined

on the floor down in front.

Solomon's, Montreal, Canada, had a

large, roomy window that was occu-

piel by different sized models of high

priced machines. There was a single

large card .in the middle that had a

double meaning, but which particular-

ly referred to how such a machine
would add tone to a room. It ran

:

"The—phonograph speaks for itself."

The Brunswick Shop, Montreal, ut-

ilized the panelling at the rear to

hammer home various points, two of

which suggested:

'"Let your ears judge. Then come in

and decide."

. "The final achievement, plays all rec-

ords properly."

A blue and gold Persian rug was
laid on the middle of the floor with a

phonograph in the centre. Just down
by the side of each machine was an

open record album. The display was
balanced by another machine at each

furthenmost end of the rug.

Layton Bros., Montreal, had a dis-

play of William and Mary period mo-

dels, in the middle of which a card

suggested

:

''Buy a phonograph and put the U in

music."

Attached to the period models were

little cards, inscribed in purple script

on a cream background. One an-

nouncement ran as below:

"Authentic finish of the period."

Tn another of Layton's windows

rose plush was laid in billows by the

pane, followed by a row of records

laid sin^lv. Behind the records, com-

posed with tins of needles, were the

words that tied up the trim with the

Prince of Wales' visit:

"Ich Dien."

Cabinet models occupied the rear

of the display.

C. Culross ]jaid attention to the

same patriotic event h}' draping the

phonographs at each rear .side with

British and French flags. Fastened to

the part of the machine where the

record is placed were tiny Allied

flags. Down in front frills and

flounces were formed with red, white

and lilue chiffons.

Portable phonographs arc cheai^ in

price, but there is no reason why
they should not be as artistically dis-

played as the more expensive cabinet

tvpes, especially as the purchase of

the former invariably leads to the

])urchase of the latter. The Berliner

Phonograph Co., Montreal, accord-

inglv knew a thing or two when they

draped folds of white satin around the

sides of the machines on the floor.

THE SECOND LINK

Now for a few records and ac-

cessory trims ])icked up in Montreal

and elsewhere.

C. W. Lindsay Limited, Montreal,

had a phonograph mounted on a pan-

el at the side of the trim. The picture,

to quote the caption that accompanied

it, "shows section of phonograph de-

])artment and how customers can

choose records in comfort. Best at-

tention in well aired salons."

W. W. Hara Co., Montreal, capit-

alized the English heir's visit by cal-

ling attention to

:

"The Prince's favorite
—

'Johnny's in

town.' 90c."

This they did by draping the floor

with the Union Jack, over which rec-

ords were laid, using the envelopes as

doilies.

The Mulhollin Piano Co., Montreal,

varied the foregoing arrangement

with a carpet laid on the floor in the

middle and occupied by the Prince's

records, individually displayed on

easels. At each side of the carpet

was a cabinet model, while a framed

portrait of the young Royal visitor

leaned against the rear panelling.

Treadgoods. Kingston, Ontario,

have a slogan that runs:

"Get the habit when you want good

records.''

The Gotham Shops Inc., New York,

suggested in their window, located in

the heart of the business district,

where the suggestion would have a

one hundred per cent, appeal, that

:

"The welcome guest is he who buys a

record. Take one with you. The
cleverness of your gift will delight

everyone. The range of choice is

unlimited. Records for every mood
and occasion."

Steger & Sons, Newark, N.J., en-

closed their trim with gilt panels, with

a record placed over whitt crepe

paper in the centre of each panel.

Cards referring to the record are

placed below the record.

The Chalmers Co., Newark, N.J.,

exhibit their records in different

ways, according to the season of the

year. But the same principle is in-

volved. At Easter the records arc

set out on the rear panelling on egg
shaped cards: at Christmas they as-

sume the guise of a Christmas tree.

( )ther occasions are taken advantage

of along the same lines.

THE THIRD LINK
Landay Bros., Newrak, N.J., show-

ed a portable model down in front

with a magnifying glass placed in

such a position that it drew particul-

ar attention to the record needle, in

readiness for using on the phono-

graph. A card above stated that

:

"The Tungsten has solved the needle

(juestion. This one has played 100

records. 4 for 10c."

The Price Phonograph Co.. Brook-

lyn, N.^'., placed velvet phonograph

cleaners in between the records sei:

out on the floor in front. A card con-

veyed the information:

"X'elvet cleaner— a few cents well

spent."

The Aeolian Co., Brooklyn. N.Y.,

formed crosses on the floor with the

assistance of rows of music cabinet

polishers.

Landay Bros., Newark, N.J., found

room in their trim for several rows of

\Mctor dogs, which were arranged on

folds of green satin. The dogs were

backed up by a card that proclaimed

:

"'i'ake the \'ictor dog home for 25c."

The foregoing suggestions will

prove of great assistance in complet-

ing the three distinct links in the

])honograph sale.

The creative genius of man finds

its highest expression in the modern
phonograph.
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CECI LIAN
CONCERTPH'^NE
IS NATIONALLY ADVERTISED

rjURING 1919 the public have
^^ learned more about con-

structional and musical worth
of the various makes of Phono-
graphs than at any previous
period.

rjURING 1920 the knowledge
'^ they have gained will be
much in evidence.

•THE Purchaser of a Phono-
* graph will demand more de-

tailed information before making
the final decision.

INSTRUMENTS will be sold
* more on merit and less on
show.

A CECILIAN Dealer will be
^^ in the premier position to

meet this condition of affairs.

Because the Cecilian Dealer
will be offering to the Public an
instrument that will stand up
under the most careful scrutiny

both as a thing of beauty and
an article of mechanical and
musical perfection.

"Superb" Model
Height, 40 in.; Width, 17^ in.

THE CECILIAN COMPANY, Limited

Canadian Distributorsfor Cecilian Concertphones

247 Yonge St. TORONTO
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Repairs Form Paying Line
WHILE the "legitimate" deal-

ers—that is to say, those

who deal in phonographs
exclusively—are just beginning to

awaken to the importance of the re-

pair end of the phonograph business,

the jeweler still has it in his power
to grasp an opportunity which will

make him more or less master of the

situation.

In themselves, repairs pay. Just
how well they will pay depends on
the amount of business to be done in

your community, the determination

with which you set out to demand
and obtain a fair price for the work
done, and the economic organization

of your repair department. Grant-

ing that business is fair, that you ob-

tain a fair price, and that your de-

partment is properly organized so as

not to waste time, space, material or

patience—granting these things, your
profit on the department would be
more than fair. It should be, and
will be, surprisingly good.

Repairing phonographs will bring

you profits both directly and indi-

rectly.

In the first place, the experience

of the jeweler in the matter of watch
and jewelry repairing has taught him
the unwisdom of shading the price to

get business. 'Partly, however, ex-

isting conditions in the watch repair

business have arisen from the fact

that the value of money has decreas-

ed, while repair charges have gone

up ibut little, excepting by agreement

among members of the trade within

a certain disitrict. The jeweler

starting in now with a phonograph
repair department is not likely to

have to face this problem—certainly

not to anything like the same extent.

Efforts are being put forward on

every hand now to prevent demoral-

ization of money values ; and it is

possible that within a year or two
its value may tend to increase for a

change.

Thus there is every right to expect

that you will be able, to begin with,

to demand and obtain a fair price

for your work; that this price will

continue to pay you a certain gross

profit; and that any proportionate

decrease in overhead expenses due to

increase ni business wiW tend to in-

crease your net profit.

That, however, is not all that is to

be said for the phonograph repair de-

partment in the matter of direct

profits.

You already have, it is presumed,

a watch repair department. It is

costing you a certain amount in

overhead. You know that it you
could get more watch repair busi-

ness, your receipts would be increas-

ed greatly out of proportion to the

increase in overhead. Then why not

take in phonograph repairs? Not
merely take them in, but make a

specialty of them — get out after

them. To all intents and purposes
they will do the same thing as an in-

crease in your watch repair business.

It may be that you could comfortably

handle a considerable amount of

work of this sort without increase in

your present quarters or staff. A
few new tools and the necessary ma-
terials would suffice.

Of course, if the business justified

having a repairman specially assign-

ed to this work, so much the better.

The amount of profit in proportion

to the time expended has by actual

experience been found to be very

great. It takes but a few minutes for

an experienced repairman to put in a

new spring, oil the motor, or make
some minor adjustment of the mech-
anism; and the customary charge for

this gives a large margin of profit.

even after you have allowed for the

time occupied in reaching and re-

turning from the customer's home.
Since these repairs consume so little

time, it is possible to make several

calls in a day, and the income from
the day's work will make a splendid

showing on the books.

Have we not all envied plumbers ?

If this sort of work is to be done,

and there is not enough of it to occupy
the entire time of one repairman, it

would be well to set aside a certain

day or days in the week on which
such calls could be made ; and a cus-

tomer calling or phoning for a re-

pair to be made at his house would
be told then on what day your man
would be able to call.

Of course, a good part of the re-

pair work, perhaps the bulk of it,

would be done in the shop; but

whichever variety it may be, it offers

you the opportunity to reap the sec-

ond variety of profits mentioned at

the beginning of the article—the in-

direct kind.

First there are the repairs brought

{Continued on next page.)

Who Says Phonographs

are not Quick Sellers ?

As anyone knows who tried to

keep phonographs in stock last year,

deliveries were slow and uncertain

owing to the fact that the manufac-
turers could not make machines fast

enough. So it was only natural that

an order placed for delivery during

the early part of the Christmas sea-

son should be delivered a few days

before—or possibly even after

—

Christmas.

This was more or less the situation

that Mr. J. G. Foy, jeweler of Queen
Street West, Toronto, found himself

in. lit was the day before Christmas;

a store across the street offered com-

petition in phonographs and records

;

and Mr. Foy had six machines on his

hands which there seemed to be few

enough prospects of selling in any
particular hurry. Phonographs are

not usually regarded as the sort of

gift the last minute shopper is likely

to pick upon.

Which only goes to show that you

never can tell.

The store, a small one, was crowd-

ed with the customary eleventh hour

rush. People were buying pretty

much the sort of thing Mr. Foy ex-

pected them to buy—^when, unexpect-

edlv. a customer asked to be shown

phonographs. With no great pros-

pects of selling immediately, but with

an eye to future business, Mr. Foy
demonstrated his machines to the

best of his ability. In a few mo-
ments he had sold.

Then another customer showed in-

terest, and soon another machine was
gone.

Later in the evening (Mr. Foy was
beginning to get worked up to it by

now) a third customer bought; and
still later—well, much as we would
like to report that he sold his six

machines and turned hundreds of po-

tential customers away, a more or

less shamefaced regard for the truth

compels the admission that four was
the limit.

But four out of six recently-deliv-

ered machines the night before

Christmas must be recognized as a

pretty fair evening's sales ; and when
the profit is taken into consideration

in relation to this rapid rate of turn-

over it is hardly to be wondered ai

that Mr. Foy likes phonographs. Pre-

vious to this he had never made any
particular effort to push them—but

times have changed, and Mr. Foy is

providing real opposition for the

phonograph shop across the way.
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{Continued from page 61.)

to your shop. !n all likelihood, a

good many of these will be from

others than your regular customers.

Each name you thus add to your

records is another potential custom-

er for needles, atachments, accessor-

ies, records, and even possibly a new
machine. Every opportunity given

you to get in touch with some new
individual is an opportunity to sell

that individual not only what he

comes to buy but any other wares

vou have in the store which he may
desire—not only phonograph sund-

ries, but jewelry, silverware, etc.

Nor is the opportunity any less

when a call is to he made at some

home, to repair a machine there, rlie

making of the repair itself is only

part of your employee's mission. So

much is this the case that it is ques-

tionable whether to advise the send-

ing of a repairman who is also a

salesman, or a salesman who is also

a repairman. Of course it is es-

sential to put the machine in good or-

der so that the customer may not oe

dissatisfied with the purchase of the

machine, and it is obvious that this

is in every dealer's mind, for if his

Tustomers are not entirely satisfied,

then his work has been poorly done.

It is his task to sell service as well

as instruments. But when the repair

man visits a house he can also find

out many things which will be of

value to the dealer to know. He
learns the modd and type of machine
and from the home surroundings and
contact with the people he can de-

termine their status as prospects. If

the machine they have is not as good
as they could well afford he has a

splendid oportunity to practice a

little salesmanship^ and show them
how they could have better music in

their homes. He can create in them
the desire to buy a more expensive

machine and his talk may result in

their visiting the store for that pur-

pose or to exchange their present

model for a better one. Here it can

be seen that the repairman should be

a salesman at the same time, and the

two are really linked together ver\

closely.

All this is being emphasized very

strongly just now to those who deal

exclusively in phonogra])hs. It is

recognized in the trade that the re-

pairing of machines—in which is in-

cluded keeping them in repair—is

one of the most important parts of

phonograph business. For one thing,

it tends to give permanence to the

business.

But while the others are talking

about it, the jeweler, with his watch
repair department and his establish-

ed system, has the opportunity to

step in quietly and take it for him-
self.

Self service has been adopted in

the talking machine record depart-

ment of a western store of A. Liv-

ingston & Sons, of Bloomington.
When there are too many people to

be waited upon by the salespeople,

the customers may keep themselves

interested at a rack of records, con-

veniently arranged; and they may
also pick out records, try them out

on the machine, and hand them to a

clerk for purchase.

This plan is not only an accom-
modation for customers, but is also a

distinct aid to the department, .\n\

record on the rack is sure to sell in

good numbers.

Charmed by the music of a phon-
oi;;raph, a copperhead snake three feet

long squirmed into the music store of

C, C, Keys, Salem, 111,, recently. The
snake was coiled up near the phon-

ograph when it was discovered. It

was killed before it had a chance to

strike.

BRILLIANTONE STEEL NEEDLES
Absolutely the best steel needle on the market. A quick seller and

a sure repeater. Light, Half, Full and Extra Loud Tones.

Uniform Hardness,

Uniform Points

Uniform length

100 packages cost you $9.00 and sells for $15.00

GIVING YOU $6.00 PROFIT
250 packages cost you $21.25 and sells for $37.50

GIVING YOU $16.25 PROFIT
Did you get my latest catalogue ? If not, write for one.

H. A. BEMISTER
10 VICTORIA STREET, MONTREAL, QUE.



THE TRADER 63

One of the oldest and most venerable

orders in Canada, having branch lodges

in every Province as well as all principal

cities.

In Canada there are 75 lodges, with

approximately 3,500 members entitled to

wear this insignia.

In these and in all other

Irons & Russell Emblems

the reliability comes from the strict ideals

of maintained quality that have marked

our policy throughout fifty-eight years

exclusively devoted to the making of

dependable EMBLEMS— dependable

alike to dealers and wearers.

^All catidog prices withdrawn. Mer-
chandise sold subject to price at

time of shipment.

Carried in stock by all prominent jobbers

m Canada.

Irons & Russell
Main Office and Fa

Providence, Rhode

t,
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{Continued from page 40.)

In the evening the members of the newly organized

association were entertaiined at a banquet in the Kitchener

Hotel. A'. L. Wheatley acted as toastmaster. The toast

to the "C.N.J.A." was proposed by Barclay C. Crichton

and responded to by O. M. Ross. Charles V. Clare pro-

posed the toast to the "Ontario Jewelers' Association,"

and this was res])onded to by William G. Yonng, who gave

a very eloquent address which was greatly appreciated by

everyone present. "Heroes of the Great War," proposed

by the Toastmaster, was responded to by Dick Downing,'

who asked those present to rise for a minute's silent

meditation in remembrance of those comrades who had

paid the supreme sacrifice. "Our Guests," i)roposed by
1'". G. F.ngland, was replied to briefly by Mr. Young.

MR. FRED. G. ENGLAND.
Vice-Chairman, Saskatchewan Jewelers' Association.

Two members of the newly organized association who
found themselves sitting beside each other at the banquet

discovered that they were carrying on business in towns

within 40 miles of each other. They had heard of each

other from the travelling public but had never met to dis-

cuss business affairs. Both men had had to travel a dis-

tance of 300 miles to Regina to attend the convention, and

there for the first time they were able to have an exchange

of ideas regarding their business.

After the banquet all the members of the association

attended the local theatre in a body to witness the per-

formance of "Chin Chin."

The convention was regarded by everyone present as

being most successful, and it is expected and hoped that

much good will result to the jewelry business in the prov-
ince as a result of the organization of the association.

It was decided to hold the next meeting of the asso-

ciation in Regina on the last Wednesday in August, and
the members agreed to again adopt the principle of pool-

ing the travelling expenses.

Following is a Isit of the delegates who attended the

convention: F. W. Caskin, Milestone; Aubrey Cochrane,
Rouleau ; H. N. Edgar, Regina ; H. Van Gorder, Moose
Jaw ; E. Ke;np, Luseland ; W. A. Stevenson. Kindersley

;

H. Downing, Moosomin ; Xeil Leabo, Radville;. J. A.
Armit, Weyburn ; F. H. Pengelly, Outlook; William
Blacklock, Yellow Grass; F. A. J. Stephenson, Kerro-
bert; A. Henneberg, Estevan ; W. Ramsay, Cabri ; A. L.
Wheatley, Regina ; F. G. England, Regina ; George Cum-
niing, Tm])erial ; Fred J. Wilson, Moose Jaw; C. F. Clare,

I'rincc .\lbcrt : H. R. Francis, Areola; W. G. Watson,
.Vorth Battleford; D. W. Pentz, Regina; Percy B.

Discher. (Irenfell; F. R. Wheatley, Saskatoon; J. M.
Flicks. Regina; B. C. Crichton, Moose Jaw; W. G.

Young, London, Ont. ; O. M. Ross, Toronto; L. A. Gil-

lespie, Regina ; .\. J. Cherry, Regina : R. Pringle, Wey-
burn.

Letters were received from the following who desire

to join the association but were unable to attend the meet-
ing: W. T. Mitchell, Strasbourg; R. B. Way, Eastend;
A. Bloss, Moose Jaw; A. A. ILimm, Langham ; Fred VV.

Wright, Prince Albert; W. S. McLelland, Melville;, R.

McXaught, Radisson : W. J. Scott, Rosetown ; Andrew
Common. Mirror, Alita. ; W. J. Hawkins, Shaunavon

;

(leorge S. Murray, Redvers.

Blue Flag for Auctions

"Because the color red typifies in the public

mind, anarchy, arson, chaos and revolution, a well-known
jewelry auctioneer, James L. Hand, is promoting a cru-

sade designed to induce members of his profession to

abandon the red flag as the insignia for auctions," says-

the Jcii'clcrs' Circular. "Mr. Hand has suggested that a

flag of blue be substituted. He emphasizes that unlike

red, which has always warned of danger, blue is em-
blematic of truth and fidelity.

"Mr. Hand explained that a red flag is particularly in-

apprO'])riate in front of an American jewelry establish-

ment, owing to its present associations and in view of the

loyal manner in which the trade responded to the various

calls of the Government during the war."

What Gold Looks Like

"Golden" and "gold colored" are common expressions,

and convey definite ideas, and, to most persons, suggest

the thought of the color of pure gold. As a matter of

fact, that which is "goilden" is very little like in color to

pure gold, the actual color of which coi:nparatively few
persons have ever seen, because gold is always alloyed in

the forms in which it is applied to practical u.ses. NatuT-

ally, one would expect to find pure gold richer in color

than the alloy, yet purity is not thus shown.

Pure gold is much paler than the alloyed metal, which

is mixed with a small proportion of copper or copper and

silver to give hardness, and this copper gives a darker

color. The pale color of pure gold would doubtless lead

many persons to take the real metal for some inferior

substance, judging by the appearance alone.

—

The Manu-
facturing Jezveler.
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Our Travellers

are showing ====

Roll Plate

New Beautiful Designs,

attractive.

Every Piece is

Ivory
First Grade Goods, including many
new articles never before shown to the

trade.

Cut Glass

Patterns that Sell. Cut on perfect

blanks.

Silverware
Our factory is producing new articles

and patterns both in Sovereign Plate and
Sterling Silver.

Jewelry Boxes
The finest lines shown in Canada. Rea-
sonably Priced.

Gold Jewelry
1920 Patterns and Designs in Diamond
and Precious Stone Jewelry. Every article

is new and up-to-date.

It Will Pay You to See Them Before Ordering Elsewhere !

P. W. ELLIS & CO., Limited
TORONTO - CANADA
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UNIQUE OMEGA
12 SIZE COMPLETE WATCHES

The choice when appearance and timekeepmg
quahties are both considered

Omefia 1:^ Size < "oniplete Watch.
I) or 1>1) Movement in Sovereisn
Quality Gold Filled Jointed Case,
lieautiful Gilt Aletal Dial, No. 323,
with numerals on silver spots. An
attractive watch at a reasonable
price.

Price, complete witli 1)1) Move-
ment. $97.00.

I'l-ice. <(implele with I) Move-
ment. $53.00.

Omefia 1- Size (()mi)lete Watch,
I)|) Movement in 18K ,Iointed Cas^e
witli r)ome and Fancy Metal Dial.
Xo. 113. The most disnified and
exclusive watch you can buy.

I'riee. complete. $136.50.

Same, but 14K. Case. $120.50.

Send for

New
1920 Price Cards

Omega 12 Size Complete Watch,
I) or I5D Movement in Sovereign
Quality Gold Filled Cushion Shape
Case. Gold and Silver Metal Dial,

.\'o. 30n, making' an unusual watch,
and filling the demand for some-
thing that is different.

Price, complete with DD Move-
ment, $88.50.

Price. comi)lett
ment, $70.50.

with

P. W. ELLIS & CO., Limited
Toronto - Canada
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y\L5EBT LOE5Cn
S. COp. W. ELLIS & CO., LIMITED

TORONTO
Canadian Selling Agents INC.

Main Office

Lcrcch Building, 37 Maiden Lane
NEW YORK
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'HnR100M'PLATE>*'

S

The Charm of Design and

superior workmanship of

'HEIRLOOM' PLATE
give an atmosphere of ele-

gance and worth.

Your customers accept

the *Heirloom' mark as a

surety of craftsmanship and

satisfaction.

tt- ^('

^

g

li

570 King Street West, Toronto
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Silent Advertising''

By Hozvard Brown

SO much emphasis has been laid on the importance of

advertising, always with reference to the news-

paper kind which you buy and pay for, that it is

hardly to be wondered at if many merchants forget or

ignore an equally important kind—the "silent" kind— t'hc

kind that is given you in the minds of men. This is a

form o'f advertising which every merchant indulges in

whether he wants to or not. and few, perhaps, realize

that the proportion of dhance (if you leave it to chance)

is just three to one against it being good advertising.

Silent advertising is nothing more or less than your

business reputation; and this is how the law of chance

figures out to throw the odds against you:

It is a fairly even chance that you and your liusiness

may be. speaking broadly, one of two things:

1. Well known; that is, you may have a positive reputa.

iion either good or bad.

2. Comparatively unknown.
Each of these, then, occupies

fifty per cent, of the gross chances.

Dealing first with 2, we' may
say that this sort of a limited

reputation, viewed as silent ad-

vertising, is i)oor advertising. The
object of all advertising is to

Do pou ever Ir^ to argue a customer

into buying something that he doesn't

Tvant, instead of letting him have what

he Wants? Have you ever sold goods

that Were not quite up to the mark?
Do you make mistakes in prices of a

sort that convince the customer you are

trying to "put something over" him?

Do you promise a repair for a certain

day, knowing all the time that it quite

possibly may not be ready until a week
later? This article will tell you what

the customer thinks of such business

methods and the sort of ''silent adver-

tising'' they are to your business.

paratively unknown does not bring

you business and is therefore poor

advertising.

Turning to 1, and subdividing

it, we decide that a business which
is widely known stands about

equal chances (if it is left to

chance) of being known with pos-

itive favor or disfavor.

The proportion of chance that

you will be known favorably is therefore one-quarter of

the whole; of being known unfavorably, one-quarter ot

the whole; and of being comparatively unknown, one-

half of the whole. The first mentioned constitutes good
advertising. The remainder constitute poor advertising.

Thus the whole chance is divided into

:

Good advertising—-one-quarter.

Poor advertising—three-quarters.

The chance, in short, is three to one against vou if

yon leaz'e it to chance.

If you wish to test this reasoning in the crucible of

actual e.xperience, just ponder for a moment over a few
of the specific things that you. as a purchaser, have been
thinking or saying recently concerning the firms from
which you have made purchases, either personal or busi-

ness. Total up a list of the merchants in your town who
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seldom cross your mind and therefore get little of your

business, or recall the last dozen remarks you have heard

others drop concerning your fellow merchants? How does

it work out? Don't they run on the average about three

knocks for one boost? Certainly that, if you include a--

knocks'' the omission of reference to any merchant
when his name might reasonably be expected to come up.

Now comes the question: is this because the innate

cussedness of human nature leads us to be eternally on
the lookout for someone or something to knock or to ig-

nore ? Or is it not rather because the innate carelessness

of human nature leads all of us to do those things (and

to leave undone the others) which are most calculated to

try the patience and annoy the nerves of our fellow men?
Let's take a few examples to illustrate the sort of

things which send customers to other merchants to do.

the'r l)uying. For the sake of

peace in the family we will not

confine them to the jewelry trade.

We will, however, confine them to

occurrences in the personal experi-

ence o'f the writer. They are bv no
means uncommon. Everyone who
has bought goods has had similar

experiences in one or another of

the almost eiulless variety.

First we'll talk about lioots.

Boot and shoe salesmen are our

peculiar abomination. Our antip-

athy to the -breed dates from the

day—many years ago—when one
of t'hem first pulled a size gauge
on us, and by its perjured evidence

succeeded in selling us a pair of

boots a full two sizes larger than

we had ever worn before. In days
gone by we had ourself sold shoes for a living—not by

any meaus the living that this affords to-day—and were
awed by this salesman's appearance of superiority. We
bought the boots and for several months floated around in

them in grim discomfort.

But now when tfhe genteel clerk decides from the

gauge that our proper size is nine and a half he is only

piling up work for himself.

Patiently we try on the pair which he brings us, and
ask to be shown a half size smaller. These in turn tried

on and rejected, he may drop as low as eights, hoping
thereby to convince us that our feet are not the shrinking
violets we believe them to be. Once more we call for a

smaller size, and if he brings out a seven-and-a-half his

firm stands a chance of doing business.

But once in a while a clerk becomes argumentati\e.
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He shows us the gauge. There we are, plain as a pike-

staff—nine and a half.

Gently but firmly we tell him that \vc are a willing

martyr to our vanity—tliat we just love to wear shoes

several sizes too small.

Then he grows sulky, and sometimes forgets that he

is there to make money for the boss—to sell the customer

what he should have, if at all possible; but, failing this,

to sell him what he insists on buying, and do it with the

best grace possible.

And so it goes on.

Last year, for the first time, we ran across a shoe store

which enthusiastically sold us a pair of shoes half a size

too small. There was a reason, however— it was the last

pair of any size they had in the peculiar style we wanted.

But they proved comfortable in spite of all; an<l that

shop has gained a permanent customer and an enthusiastic

booster.

Tailors arc almost as bad. We are the proud posses-

sor of a 29 inch waist, and don't care who knows it. We
like to have trousers cut about the hips and waist to

hang, like a skirt, with neither belt nor braces. But do

we get them that way ? We do not—not usually. Twice

we did, and were sati.sfied. But we have yet to meet a

tailor who has not told us that anything under 2)2 inches

would choke us. Then occurs a dialogue something like

this

:

'Til only have to bring them back and have them

taken in a couple of inches."

"It's easier doing that than letting them out, sir."

They always call us ''sir" when trying to do some-

thing we don't want them to do.

"But I'd rather not have to bring them back."

"You won't, sir. You take thirty-three inches by

rights. Thirty-two will be quite snug."

"But it isn't. I've tried it. They slip down over my
hips."

"You should wear a belt with them, sir."

"But I don't want to wear a belt under a vest."

"Well, I'll make it thirty-one, then. You'll only have

to bring them back again to be let out, I know."

And so, tired of arguing, we take the thirty-one, and
when the suit is delivered sneak the trousers around to

the little repair shop three blocks down the street, where

they are reduced to thirty inches—after a firm show of

authority on our part.

Of course if we always went to the same tailor we
might in time convince him. But unfortunately we have

been something of a drifter.

Another effective method of getting a customer thor-

oughly peeved is to "slip over'' on him some stock that

is a little off color. A "cheap-John" shop does not have

to worry about this, since its customers are either of the

drifting variety or are willing to take their chance in a

contest of wits with the dealer. But to a high-class

shop, or one which endeavors to be high class, a reputa-

tion for selling off-color goods will soon prove fatal.

We 'had occasion once to acquire a pair of angora wool

gloves of a kind that were popular in Western Canada.
One pair usually would see us through a Western winter.

They did not appear to be common in the East, but we
finally located a pair in a shop much patronized by the

socially elect in days gone by. The price was two dollars

higher than we had been accustomed to paying—and this

before the war put wings on goods. But we had no al-

ternative.

The same afternoon both gloves turned out to be

moth-eaten. They developed an excess of ventilation in

the palms. We returned to the store and exhibited them
to the clerk. The clerk called the manager. The manager

was sympathetic, but adamant. They had the money

—

we had the moth-eaten gloves. Que voulcz-vous? .They
kept the money and we threw away the gloves. Thus
the incident ended.

But did it really end there? It did not, and will not

while we have breath in our lungs.

O'f rather a different sort from our woes of clothing

was a recent experience in the realm of furniture. Hav-
ing looked over certain dining-room and bedroom sets

( we are, it should be observed, about to give up being a

drifter) we half decided upon two of the last-mentioned

yariety, shown by two rival firms. In the case of the

first firm visited, it was discovered that the tickets on the

set were incorrect—a matter of some $50 less than the

figure intended. That this was not "camouflage" was
shown by comparison with prices of other sets in that

and other shops. It was a real bargain—but they tore oft'

the tickets and changed the price. However, they gave

an option on the set at its old price for two days.

.\ second firm (all others visited being "out of sight")

had a somewhat similar bargain to offer, but discovered

no error in the markings. We asked the clerk if the price

might be affected by the furniture sale which was to open

in two days' time. He assured us that there would be no

further reduction. We pointed out that that was not

worrying us—we wanted to know i'f there was any pros-

pect of the price going up for the "sale." He spurned

the suggestion with soine asperity.

Two days later we went into firm number two to buy

the set. The "sale" was in full swing. New "sale" price

tickets replaced the old. The price of the bedroom set

had gone up neorly one hundred dollars!

.\n urbane salesclerk assured us that there had beer

an honest error in marking, and that, had we bought the

first day, the firm would have lost money. He endeavored

to corroborate the statement by recital of many similar

errors which had been made during recent months. But.

somehow we doubted him. We still doubt him; and if

that firm continues its present business methods a large

number of people may in time come to doubt the honesty

of its word, its goods and its prices.

.And even if his statement be absolutely correct it still

is not a firm to deal with; for, on the salesman's own ad-

mission, it rather makes a specialty of "mistakes." And
])Otential customers are liable to feel that the mistakes

may not always be at the expense of the firm. The other

kind might occur with equal ease.

But whether guilty of shady business methods or

merely of chronic carelessness, its method of doing busi-

ness is distinctly annoying to the customer, and this in

time is bound to reflect on its sales, ilt is safe to wager

that it did not build up its present business on its present

policy—or lack of policy.

The other firm, which stood by its own error, A is

hardly necessary to say, is a rapidly growing institution

and bids fair to become the leading firm in its line in

Canada. There's a reason, and we think, from our own
experience, that we know what it is.

Coming a little closer home, we had a watch to repair

recently. The receiving clerk told us to come back for ir

in four weeks.

Four weeks later, to a day, we returned. With a look

of pained surprise the clerk informed us that it would be

another week before it could be done.

"Are you sure it will be done then?" we wanted to

know.

He was positive it would.

A week later we came back. Would we come in on

Friday? the clerk asked. We would and did. But on

Fridav it seemed that the watchmaker was not quite
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satisfied, and would like to have it a couple of days longer.

Lest we should think that they had lost the watch and

were stalling us off while they made a new one, he had it

brought in from the workroom—at least that was the

only reason we could imagine for this interesting dem-

onstration.

On Monday we returned. But alas ! somehow the

radium compound had been broken out of one of the

hands and would have to be replaced. Say—the end of

the week? Hopelessly we agreed to come again the end

of the week.

On Saturday we received our watch—running, but

not with enthusiasm. It has not, in fact, been the same

watch since ; the recurrent delays seem to have preyed on

its mind even more than ours. And to this is added the

annoyance that the radium had not, after all, been re-

placed in the hand. Something gooey-looking had indeed

been put in, but never a glimmer comes from it at night.

Of course even the dullest of the laity must admit

the difficulties of a watchmaker. But also the most en-

thusiastic watchmaker must admit that it is highly annoy-

ing to a customer to be brought in time after time, on

repeated assurances that his watch will be done—and

highly indiscreet on the part of the clerk who gives such

assurances.

This habit of promising what you have no reasonable

expectation of being able to fulfil is a fault which runs

through every fcranch of Canadian trade, and applies alike

to time, quality and quantity of goods, price and every

other consideration in commercial transactions. That
there is ever an action for ''specific performance" in court

is a reflection not only on our business honesty, but on ou'-

own business acumen. A wise man should not have to be

sued for specific performance.

The comparative absence of this fault was one of the

things which struck the writer in England. When the

English merchant promised a thing he made good. He
might be backward in many ways, but he lived up to his

undertakings. As the war progressed and labor became
short he discontinued giving promises, or set a limit be-
yond which he would not have to ask the indulgence of
his customer. But a promise once given was, in the

vast majority of cases, regarded as sacred.

It may also be interesting, while on the subject of the
English merchant, to cite an experience in dealing with a

London jeweler—a "court jeweler"—Percy Edwards, of
Piccadilly.

We had occasion to require a silver brooch pin of a
certain design. Percy Edwards gave quotations on solid

silver, and silver with gold back, pin and safety catch.
The latter was somewhat higher in price, and we could
not "see" the necessity for swanking to the extent of a
gold hack when all that showed was silver. So we order-
ed the solid silver pin and enclosed a cheque. In filling

the order the jeweler found that the silver and engraving
ran him a little less than his estimate, so he finished it

with gold back and pin without raising the price.

We do not mean to suggest this as a necessary busi-
ness policy for Canadian jewelers. There is no need to
be better than your word. To be as good as your word
is usually conceded to be all that the customer can ask.

At the same time the gold back on that pin was a very
fair piece of "silent advertising" for Percy Edwards. We
sent him in quite a number of customers on the strength
of that story. We boosted him on every possible and a
few impossible occasions. Whenever the subject of jew-
elry came up in conversation in England or in France
Percy was dragged in and magnified for the benefit of the
audience.

And the subject of jewelry does arise rather often in

casual conversation—perhaps with a frequency which

would surprise the average jeweler. Every time it comes

up some jeweler's name is mentioned, and some others

are not mentioned. Are you one of the former, or do you

figure among the forgotten ones? And if of the former,

are the things they_ think and say of you knocks or boosts?

The silent advertising you do will determine it. You
cannot help this silent advertising. You are getting it

every day in the things you do or fail to do ; and the efifect

is shown in whether or not people think of you; and if

they do, it is still good or had according to whether they

think favorably or unfavorably.

You cannot help advertising in this manner, but you
can direct the form it will take according as you shape

your business policy. It is largely a matter of business

probity and intelligent service. Don't irritate a customer,

don't argue down a customer, don't promise carelessly

—

these are some of the don'ts. If you make mistakes in

prices, live up to your mistake if humanly possible. If a

customer insists on having a certain thing, sell it to him if

it is to be had. If you have promised something for a

certain time, have it ready by that time. And always sell

goods worth the money.
Get a reputation as a man who does business on tlie

square and your silent advertising will be all good.

Exquisite Sports Trophies

The plain or engraved silver cup for sports trophies

is being supplanted by a style which combines decreased
value of substance and increased value of workmanship.
Bronze, copper, and enamel are used in various combina-
tions with one another and with gold and silver. Some
of the newer shapes follow the long, graceful lines of the
old drinking cup, and the handles frequently extent from
base to rim, clinging close to the body of the cup. The
body itself may be of bronze or copper, of natural color,

reddish, or greenish tone. The surface may be given an
antique patina finish. Designs may be raised or inlaid
in silver or gold against the bronze or copper, and in some
cases the decorative effect is obtained by a graceful design
carried out in enamels. Enamels are also used for plain
bandings, or to "touch up" engraved designs. The antique
finish, such as the Japanese give to their bronzes, is given
to the body, while the handles, base, and finishing rim are
usually brightly polished, and of a precious metal. As may
well be imagined, the effects of some of these are strikingly
artistic, both in form and in the quiet but rich color effects
obtained. From the jeweler's standpoint, of course, they
are to be recommended not only because they are sparing
in the precious metals, of which there is onJy too notice-
ably a shortage, but also because a growing appreciation
by the public of truly artistic designing is a tendency
which will add honor and profit to the jewelry trade.

Fortune Floating on Sea

An extraordinary story is being told in London regard-
ing the recovery of $150,000 worth of diamonds, the details
of which have just been brought to light. Following the
sinking of the Lusitania, the captain of a fishing boat
found floating, off the coast of Ireland, a registered postal
packet containing three parcels of diamonds. This was
forwarded to the postal authorities: but it is stated that
so far it has not been possible to find the consignees, while
the consignors—a firm in New York—refuse to accept
delivery. Seemingly, therefore, the gems are orphans, and
have been saved from a watery grave all to no purpose.
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Why Easter Gifts?

AXD the answer to that question is, "Why not?"

This puts the pessimist on the defensive, and in

the position of having to produce some logical

reason why there should not be Easter gifts. Of course,

it is really an unfair advantage to take, since the pessi-

mist has much on his side, and has good and sufficient

reason for enquiring why he should put himself out to

endeavor to sell jewelry during a season that has never

been popularly connected with the idea of jewelry gifts.

The experiment of creating a gift-giving custom,

chiefly within the home circle, has heen tried in a man-
ner and found ineffective. One of the reasons why it was
ineffective was that in the Canadian jewelry trade only

one jeweler gave it a thorough trial. It tnust be admitted

that one jeweler cannot do much by himself; and the

public, during the years the effort was made, was less

receptive to new ideas, perhaps, than now.

It is not likely that any one jeweler will ever again

uiulcrtake so elaborate an Easter campaign as that in-

dulged in by the store in question in years gone by.

But—and it is a large "but"—a great numl^er of Can-
adian jewelers, from the Atlantic to the Pacific, by put-

ting just a little more than the usual amount of energy,

enthusiasm and imagination into their Easter efforts may
yet succeed in "starting something" for themselves and

for generations of jewelers yet unborn.

The dyke of recognized public custom may appear to

be thick and strong; but a closer investigation may reveal

a fissure or two through which, if they are given some
careful development, there may ultimately leak a li:tle

liquid from that ocean of gold wliich. at Easter time,

.--eems to be a jirivate fish-pond of the clothing trades

* * *

To begin with, let us analyze Easter—not the ]'',asler

o' religious significance, but the Easter of commerce.
From the standpoint of the vendor of feminine apparel

it is a selling season. It is the official opening of spring.

That it happens to coincide with a religious occasion has

intensified it, perha])s, but any student of nature will tell

you that opening of spring would be celebrated hy hu-

mans in much the same manner as we now celebrate

Easter even if there were no religious festival within six

months. The chief difference would be that the date

would be less changeable.

It is, so far as the wearing of new clothes and the

^M^ing of flowers is concerned, merely an expressiiju of

the spirit of the season—an instinctive welcoming of

spring.

It has been intensified through the fact that in years

gone by, when Lent was more meticulously observed than

it is to-day, Easter lifted the ban of self-repression in a

number of ways. There followed an outburst of extrava-

gant self-expression not unlike ( though on a much milder

scale) that which followed the signing of the armistice.

This, however, merely intensified the natural instinct

for color, beauty and the joy of life. To-day the period

of repression is much less rigorous, yet the Easter instinct

—or the spirit of spring, if you will—finds constantly in-

creasing forms of expression in this northern hemisphere

as each Eastertide comes 'round. If Easter is late and

"seasonable" it brings with it a riot of color and merri-

n-'ent. If it is early and wintry, it is merely the formal

orening, the human side of the celebration increasing

gradually from week to week as winter gives place to

spring.

Looking at it this way it would seem that anything

which meets the requirements of color, beauty and the joy

of life should find proper place in humanity's expression
of the Easter spirit.

If this may be taken as true, then jewelers, for a good
many centuries, haz'c been overlooking, or at least failing

to take full and concerted advantage of one of their best

opportunities of the business year.

* * *

What happens at Easter time?
Well, for one thing, Hubby gives Wifie a new bonnet

—

which is to say, he tells her how far she can go, she goes
twice as far as that, and he jiays the bill a month later.

But why does he not give her a new pearl necklace,

or a ring with a real sparkle in it, or a gold mesh-bag or
vanity case, or a bar pin, or a platinum wrist watch?

Because, if there is a limit to the amount of money
she can spend on personal decoration, she wants to put it

into her new hat and new spring suit, and shoes and gloves

and parasol.

.\nd why does she not, m formulating her budget, ap-

propriate some of the funds to new spring jewelry?
Principally because she has heard very little of new

spring jewelry, and consequently is comparatively unin-

terested.

And why has she not heard of the new spring jew-
elry?

Because, during all the years when milliners and mo-
distes were busily engaged in filling the papers full of press

notices about "spring openings" and the latest hats and
gowns, and all the accessories of dress, the jewelers were
still hibernating alter their heavy Christmas seasons, and
liadr/t noticed that humanity was rushing anxiously about

in search of something new and prettv in which to bedeck

itself.

* * *

.\ few weeks from this writing the "openings" will

i.eirin. Imported models will display the styles of dre.;s

that they are worn on Ffith Avenue and at the Longchumps
course. Lay figures, in attitudes of grotesque grace,

will flaunt spring finery in thousands of windows.

But will we see windows full of reproductions of the

bracelets and necklets and anklets that are to be worn in

the places where the styles come from?

We most certainly will not. At least they will not be

so labelled.

It is not that there will be no new Easter jewelry. The
ladies who create the styles—not by designing them, but

by wearing them, and by force of their names—each year

pay as much attention to the minutiae of their outfits, and

sometimes as much money for them, as they pay to or for

the main features.

But when the reports of those outfits go abroad, de-

scribed in glowing phrases by the expert fashion reporters,

how much will we hear concerning the detail of the jew-

elry worn?
.\pproximately nothing.

Who sees to it that the hats and costumes are described

and the various trends of fashion discussed in appetizing

\letail?

The milliner and the dressmaker.

Who fails to see to it that equally seductive songs are

sung of the jewelry affected by these leaders of fashion?

The jeweler.
* * *

There is unquestionably an opening here for improve-

ment of the Easter jewelry business, which some day may
be taken advantage of, not by this jeweler or that, but by

a grouji of them acting in concert, determined to have
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their share in the business of the season. But meantime,
until the trade makes a united effort to participate in the

main event, there are a number of ''sideshows" which are

capable of development by slow and steady process into

remunerative forms of business.

Principal among these is the stationery department.

An article by W. B. Stoddard, on another page of this is-

sue, goes into some detail in this connection.

Next in order are ''novelties,'" including everything

from favors for the post-Lent card parties to dress acces-

sories for the post-Lent balls.

Go over your stock—mentally, of course, and physi-

cally if necessary—and classify everything. Every article

which, by the wildest flight of the imagination, can he

connected in any way with the needs of the season should

be dragged out and displayed to its greatest possible ad-

vantage.

When this is done you still have watches, gem jewelry,

silverware, china and glassware, and whatever odds and
ends of household necessities you may carry .

To be frank about it, watches are rather a puzzle. They
are a supreme necessity among the wares a jeweler han-

dles, and they sell at all times and seasons of the year.

But, aside from the fancy varieties which might ht in-

cluded among gem jewelry, what connection may they lie

given with Easter? I don't know.

Jewelry—of the sort that may be classed as wearing
apparel—has been dealt with above at considerable length.

If an Easter fashion effort of the kind described is pos-

sible, it undoubtedly will be brought into play eventually,

to the eternal benefit of the trade.

* * *

But when we get into silverware, china and all the

other things that go into the home, once more there is

"something doing" if the jeweler plays his cards carefully

and well, and doesn't trump any of his partner's aces

—

that is, if he tries to co-operate with his competitor instead

of bucking him. It is this way

:

Did you ever notice the big home furnishing sales that

run throughout the latter part of the winter and the

early part of spring? Possibly you put it down to the al-

leged fact that they were closing out their surplus winter

stock. In that case it would surprise you to know that

the furniture, bedding, hangings, etc., sold at those sales

are ordered the previous summer, and are delivered at the

shops just prior to the opening of the ''sales."

The home-furnishings man is long-headed. For ways
that are dark and for tricks that are vain the Heathen
Chinee is an innocent babe compared with him. The
home-furnishings man knows that many people are think-

ing of refurnishing this room or that during spring

cleaning, and naturally he wants to encourage this form

of mediation to every possible extent.

But he knows something more.

He knows that the June Bride begins to get restive

about four or five months before the Big Event. She

beckons the Happy Man forth from the scene of his daily

toil and drags him out to look at furniture. If there is a

"sale" on, so much the more likely that this will occur.

.\nd so the home-furnishings man, by stimulating this

charmingly domestic impulse, manages to turn into cash,

within a month after its receipt, and before the bills fall

due, a good bit of his stock which otherwise might linger

on his hands until summer.
Similarly does the dealer in linens play the game. If

he isn't playing it this year, it is only because he wasn't

able to buy enough goods last summer for January de-

livery.

But are linens and the heavier jiieces of furniture the

only things the Bride stands in need of before the Big

Event ? Far from it. She needs silverware and china, and

a lot of trivial little pieces for the home, and takes quite

as much pleasure in buying them as she does in the other

things. If she fails to make a dead set on them some
months beforehand, it is for one or both of two reasons

—

that she hopes to receive them as wedding gifts, or that

the jeweler has not attempted to compete with the home-
furnishings man in inviting Miss June Bride to come and
buy.

Times are changing, flats are getting smaller, and June
Brides are planning farther ahead and with greater detail

just how-much-and-no-more they will need to start with

in married life. Where once her intimate friends and
even members of the family were wont to keep their gifts

a secret until a few days before the wedding, now, in the

majority of families, these are all tagged beforehand and
told what they may give. Miss June Bride no longer

takes chances. Her home is not to be a junk shop—she

knows what she wants, and she sees to it that she gets it.

But as yet all her encouragement has come from the

home-furnishings man and the linen merchant.

It is time for the jeweler to get busy.

It is time for him to throw a little surprise into the

enemy's camp—meaning that of the home-furnishings
man—by inserting a neat little card in the window to

some such effect as this

:

EASTER GIFTS
FOR THK

JUNE BRIDE.
If tliat doesn't start something, then the [leople in vour

town are dead from the feet up.

Undoubtedly it will surprise them. Conceivably it will

puzzle them. They will wonder what on earth you mean
by it, and may even come in to ask you. If they do. tell

them.

And, what is more to the jioint. lie prepared to show
them what you mean. There is nothing like an ocular

demonstration. If you don't handle lamps and trays and
book racks and dinner-waggons—and very few jewelers

do as yet—you do at least handle mantle clocks, silver-

ware, crystal, and possibly a certain amount of china.

So get after the June Bride and her family and her

Irienrls. If you want an excuse, Easter is as good as an}-

other—it is the formal, social beginning of spring; her

wedding comes at the nominal conclusion of spring—what
could be more natural a connection? The home-furnish-

ings man doesn't even look for that much of an excuse

;

he merely starts a "sale" in February, and there you are.
* * *

For that matter, gifts are gifts, to whomsoever they

are given, and whatever the occasion, be it ever so slii^ht.

One of the most successful retail jewelers in Canada has

a pet saying; it is this:

"Every young man you see on the street is just locking

for an excuse to give his best girl something—find him an

excuse, and sell him something, and he'll thank you for it."

That alone should funrnish all the necessary i'lcentive

for making a little extra effort at Easter time. But even

should the apparent results prove small this year and next

year and for some years to come, this will nor be vour

only reward for the effort. Easter comes at a time of "he

year when the jewelry business has been comparatively

stagnant for several months. A little rest after the holi-

day sea,son and stock-taking is well enough. But there's a

limit, and carried beyond that limit rest becomes stagna-

tion. .An Easter effort, if it only succeeds in cleaning the

winter's dust out of the store, and waking your clerks to

renewed activity, and stimulating your own interest in

your stock and in business—that sort of effort will pay
for itself during the whole of the rest of the year, even

though it fails to bring an additional five cents' jn'ofit

during Easter season itself.—C. M. P.
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Buying for Profit

Motives that Impel Buying Merchandise—Margin of Profit—Quantities to Buy-

Buying Policy

By A. E. EDGAR.

'Profit—everybody wants it."

Efficiency has become the national watchword in its

application to the retail business. Merchants who simply

buy goods and sell ithem, run their store as best they can,

take stock once a year to see if they have made any money
or not, without knowing the reason for every movement
and act in the management can never be efficient. Some
are successful in laying up a little for a rainy day, but of

the many few indeed have a commercial life beyond a few
years.

It is said that the majority—and that means a greater

number than we will be willing to admit—of mierchants

allow dead stock to overtake their business inside of

twenty years and then a great loss is made, or an actual

failure ensues.

We have it on the authority of a great wholesaler that

in hiis experience 95 per cent, of the merchants in his line

are continually overstocked with merchandise. Is it be-

cause they do not know how to buy ?

"It's up to the salesmen to sell the goods," said a re-

tailer to the writer. "I buy the goods to the best advan-
tage, let the salesmen sell them." The method pursued by
this retailer is similar to that followed l)y most retailers.

They look at the lines offered by the wholesalers with
whom they have had ])revious dealings—pick out certain

lines—order certain quantities. The goods all come in

about the same time, are valued and marked and placed on
the shelves to be sold. If they sell, well and good, if they
do not, mark them down and force them out at a loss.

Not one mierchant in a thousand, yea, in ten thousand,
knows the amount of the markdowns in his esitablishment

for any period. Marking down prices is done in a most
haphazard manner and has no relation to his buying.

Buying is more than placing goods on the shelves for

the salesmen to sell. It is more than buying only what
can be paid for. It is more, even, than buying goods that
will sell.

MOTIVES FOR BUYING.

Let us enumerate a few of the motives that actuate the
merchant or buyer to buy. He buys for one or more of the
following twenty reasons

:

1. To make money.
2. Instinctive desire to do a bigger business.
3. Opportimity for quick sales.

4. Possibility of increasing consumption.
5. Possibilities of a new market.
6. Opportunity of increasing demand.
7. Opportunity to add regular patrons to the business.
8. Chance to add prestige to the business.
9. Chance to secure advertising for the store.

10. Increasing value of the business by an increase in

sales.

11. Desire to distribute the article so as to secure or-
ders for others.

12. Rediicing costs by increasing sales.

13. Chance to secure orders for supplies of the article
being sold.

14. Necessity for having the article in stock.
15. Chance to increase the rate of stock turns.
16. Eagerness to control the market.

17. Fear of comipetition.

18. Desire to prevent business drifting to competitors.

19. Chance to deal with a more reliable house.

20. Desire to deal with a more accommodating firm.

There are, of course, many other motives that actuate

the buyer, but those listed above are the most common of

all. Some of these motives are commendable; some are

not so meritorious and praiseworthy.

A manufacturer speaking to retailers told them that

they should buy enough stock to last theai until they could

get more. This, strictly speaking, sums up the question

of the amount to buy. To have enough and not too much
is the great necessity in retailing. Too little stock loses

l)rofit. Too great a stock loses profit. Just enough means
a profit. This question will be more lengthily discussed

under the title "Stock turns" which will be given in a

future issue. Hence, we will pass over this phase of buy-

ing for the present.

VALUES TO LOOK FOR.

The very first thing the buyer considers in looking

over stocks of merchandise is the actual value of the ar-

ticle. It must have intrinsic value or there will be a

'comeback" later that will necessitate the relinquishment

of any profits that have been made in selling it, and per-

haps more than the profits will have to be refunded. The
buyer musit have a knowledge of values if he is to "buy

safe."

Besides the intrinsic value there are other values in

merchandise. The chief, perhaps, is the selling value, for

upon that depends the actual sale, and if there is no sale

there is no profit. The selling value will vary with each

class of goods, it will vary in each locality. What will

sell in Toronto may not sell in Winnipeg. Climate has a

liearing on the selling" value. Different classes of custom-

ers will place different values on the same article.

How is the merchant or buyer to know the selling

value ? By knowing the customier. Now this phase of the

knowledge of the buyer comes from the selling end of the

business. It comes from a study and classification of the

sales and of the customers. Therefore the buyer must
know something about selling before he can be an efficient

buyer—^before he can buy for profit. More about this

subject will be given in the next article in this series,

''Selling for a Profit."

There is another value in merchandise that is some-
times overlooked—and is sometimes too strongly stressed

by the buyer, that is the profit value of the article. Sorn-
articles are good profit makers. Some articles are only
fair profit makers. Other articles are handled at cost,

while, sad to relate, others are handled at a loss. There-
fore, the buyer should know the profit value of the articles

before him. He should strive to stock as many of the good
profit makers as possible, and as few of these lines that
have to be sold at a loss as he can.

In explanation of the above paragraph let us cite a case
that is often mentioned. Hardly a grocer figures a profit

on sugar. If he can "break even"' he is well satisfied, for
he is compelled to handle sugar if he is to get the business
of the customer on the other articles he has for sale. That
is one instance of a "no-profit line." The merchants in the
\arious lines of business will be able to pick out the lines
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they have to handle that are analogenious to sugar in the

grocer's stock.

Big profit makers are not always the best lines to

handle. If a stock moves slowly it usually returns a larger

gross profit, but it is often questionable whether the net

profit is as good as on the quicker turning lines. A know-

ledge of the rapidity of the stock-turns of each Hue is

necessary to figure closely the net profits likely to result

from handling the various lines of merchandise.

The question arises "When should the retailer buy?"

The logical answer is, "When he needs the goods," but it

is not the practical answer. Very often the merchant

must anticipate his needs and place his orders accordingly.

In these cases it will be seen that there is a greater ele-

ment of chance than in ordering from "hand-to-mouth"

methods. Therefore, it is probably plain that the less the

merchant has to order in advance the less chance he takes

in buying. While that is true as far as the possible demand
for the goods is concerned, it is not true as far as the

chances for getting the goods enters into the scheme of

things.

Merchandise must be purchased in advance so that the

manufacturers can spread their manufacturing over the

greater part of the year and make it possible to give de-

liveries. This being the case it is generally conceded that

it is wise to confine the advance orders to the more staple

lines of merchandise. Novelty lines should be purchased

as they are placed on the market and while the demand is

on. Where style lines are handled the purchases should

more nearly approach the actual time of selling than is

necessary for staples, and those lines not affected by the

season or by style.

Many merchants fail to buy in quantity lots who might

do so if they knew the actual demand for the article in

question in their store. Sometimes a line can be purchased

at the quantity price with the deliveries spread over a

period of time. A haberdasher in Chicago places his

orders for a thousand dozen shirts for a year at a certain

price. They are delivered to him every two weeks in the

sizes he orders. He gets the discount for the 1,000 dozen,

while he probably does not receive over 25 or 30 dozen at

any one time during the year. That is an extreme case,

but it shows how a diiscount can be earned, and discounts

are profits, as will be shown in another article.

It is hardly necessary to say much on the question of

speculation in buying. That is sometimes good policy,

although it cannot be classed as efficient buying. The
merchant who does not stock up well on a rising market
is losing an opportunity if his bank account is not too

crantped. On the other hand, the merchant who buys one
dollar's worth of merchandise more than he needs on a

lowering market makes a very sad mistake.

The nearness to market will have a considerable bear-

ing on the quantities the merchant should buy. He who is

located in the city of Toronto, or in any other distributing

point, need not buy much in advance, nor in large quan-
tities. He is on the ground: he can pick up goods when
those at a distance cannot get them, because he can take

a smaller lot than will be profitable to ship outside the

city. Yet, right in Toronto there are many mnerchants

who buy si.x months in advance of their sales. A Httle

more attention to this subject will make it possible for

the merchant to buy more efficiently and make a profit

that he does not now make.
Quantities greaiter than can be disposed of within a

reasonable period of time arc not profitable, no matter
what the inducement that is offered by the .seller. Mer-
chandise must be turned over before a profit is secured,

hence large quantities held on the shelves for a long time
eat up profits at a rate faster than discounts can earn
them.

Whom shall the merchant buy from? This is often i)ut

in another way. Shall the merchant buy from the whole-

saler or from the manufacturer? In actual practice it is

almost necessary for the merchant to buy from both. Some
manufacturers do not sell direct to the trade and their

goods can only be purchased through the wholesaler.

Where this is the case it will be found that the manu-
facturer considers that he can di.stribute his wares more

cheaply through the wholesaler or jobber than direct to

the retail trade. He gives the retailer the most efficient

service through the jobber. In other cases the manu-
facturer goes to the larger centres of retail trade as well

as to the jobbers, who reach the smaller centres. In

cases of this kind the larger retailers are able often to

buy at jobbers' prices from the manufacturer. Hence, in

our imodern retail merchandising conditions we have to go

to both the wholesaler and the manufacturer to buy to the

best advantage.

The source of supply that is nearest to the retailer is,

of course, the most logical source, but sometimes it pays to

go a long way farther afield. This is usually governed

by prices, rarely by style conditions.

The service rendered by the imanufacturer or jobber

is a constant source of loss when it is lacking. Unless the

merchandise purchased is delivered at the time and in the

quantity purchased loss is sure to be present. It is not

only provoking but a losing game to continually have de-

layed deliveries of goods that are greatly in demand. In

cases of this nature the keen edge of the demand has

been worn off before the unfortunate merchant gets the

goods. Then the slow sales necessitate a reduction of

prices to secure turnover, or an overstock of merchandise,

both being serious losses.

A BUYING POLICY.

It is well for the retailer to have a set policy to rule

every phase of his business. A policy for buying might

be laid out as follows

:

1. To buy on a quality basis, not on price.

2. To buy trade-marked goods when possible.

3. To buy to consumer demand, not to suit individual

tastes.

4. No job lots except for bargain purposes.

5. To buy from reliable firms only.

6. To confine lines and concentrate purchases in each

line to one firm when practicable.

7. To buy in advance only to co-operate with the

manufacturer.

8. To discount as many bills as possible, therefore to

keep stocks as low as possible.

9. To keep records of sales and buy according to sell-

ing capacity of the store.

10. To buy from firms that keep their promises; that

make prompt deliveries; that make few nuistakes; that do
not substitute or "stuff" orders ; that are ready with as-

sistance in time of need.

11. To check all goods when received, as to quality,

quantity and size.

12. To purchase at the most convenient market.

With a buying policy of this nature the retailer can

hardly help but buy for profit.

It is one thing to admit that a thing is true and that

it is desirable. Every idea advanced above is reasonable

and will, if carried to a completion, mean a greater profit

to the retailer. It is the carrying out of the rules for

buying that count far more than the rules themselves. If

the retailer knows he should do this or that to .secure

efficiency, he should expend every effort towards securing

that efficiency, not lose time in <lreaniing of the benefits

that would arise if he did so.

There is profit in projier buying. Will you get it?
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This merchant finds it easy to make out his income tax report

HE has a checking account at the

bank and he uses an up to-date

National Cash Register.

From his bank check book and his bills

he gets the cost of running his store,

cost of merchandise bought, and a rec-

ord of payments made.

From his National Cash Register he
gets a record of (1) cash sales, (2)
charge sales, (3) received on account,

(4) petty cash paid out, and (5) clerks'

sales.

These records give him the figures he
needs for his income tax. They also

give him control over his business

every day of the year.

This merchant know^s that his regis-

ter records are complete and accurate,

whether they are made when business

in his store is quiet or when there is a

rush of selling.

Without an up-to-date National Cash

Register, these necessary figures

would be hard to get, hard to keep,

impossible to verify, and expensive to

record.

An up-to-date National Cash Register will give you the records you need to control

your business

The National Cash Register Company of Canada, Limited

Factory : Toronto, Ontario

Branch Offices

:

CAUJARY 714 Second Street, W.
EDMONTON 5 McLeod BIdg.

HALIFAX 63 Granville Street

HAMILTON 14 Main Street, E.

LONDON 530 Dundas Street

MONTREAL 122 St. Catherine Street, W.
OTTAWA 306 Bank Street

QUEBEC 133 St. Paul Street

REGINA 1820 Cornwall Street

SASKATOON 265 Third Avenue, S.

ST. JOHN 50 St. Germain Street

TORONTO 40 Adelaide Street

VANCOUVER 524 Pender Street, W.
WINNIPEG 213 McDermot Avenue
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Featuring Spring Stationery
By W. B. Stoddard.

JEWELERS' stocks have broadened out so in the last

few years that what was formerly a side issue is now
frequently one of the main lines. In no feature has

this been more marked than in the stationery department,

many first-class dealers now making a specialty of this

phase, and if they do not have their own engraver, at

least carry a full stock of samples and quote prices on the

highest quality orders.

The Easter bride will soon l)e abroad in the land, and

it is none too soon to cater to her wants. .A^s soon as an

engagement is announced in the papers, the enterprising

jeweler should at once send a personal note, on the very

best stationery, inviting her to come down and see his

stock of invitations, announcements, etc., or better still,

offer to send out a good selection by special messenger,

in order that she might look them over and make her

choice. This personal attention on your part is sure to be

appreciated by the busy bride-elect. By so doing you will

not only— in all probability—secure her order for wedding

stationery, hut your name will become known to all her

household and personal friends, and what more logical

than that the wedding gifts should also be purchased from

the same concern.

In addition to sending the card of personal invitation, a

good window display should be used to back up the printed

publicity. One of the most effective of this character

was arranged recently l)y an exclusive jewelry firm on the

Pacific coast. The window was backed with mirrors, and.

floored with a black velvet scarf, which was also draped

over a mound in the centre of the display. Across this

was laid a scarf of white satin, veiled in tulle. In the

centre was an enlarged sepia photo of The Bride of 1920,

draped with clouds of tulle. Set in wire racks were en-

graved invitations, announcements and visiting cards.

There were also many little place cards for the wedding
breakfast or luncheon, adorned with pen sketches of a

bride; small white boxes stamped with a gold monogram,
to hold squares of wedding cake; and little white bon bon

baskets tied with ribbons and orange blossoms.

The purchase of wedding stationery does not close the

bride's account with the^ jeweler by any means, for after

the wedding there are a multitude of gifts and congratu-

lations to acknowledge, and the jeweler should take care

to impress upon his patrons that the best in stationery

is none too good for this labor of love. The show window
is again the best medium for pushing this line.

.\ Washington jeweler hafl the most effective reminder
of ''write a note" displays seen this season. The polished

wood floor was partially covered with a small rug and the

walls were of buff. At one side was a mahogany writing

desk, upon which were a bronze desk set, linen cards and
envelopes and two silver vases holding each a single bud.

Seated at the desk was a young woman (wax model bor-

rowed from a local dry goods store) dressed in lace and
ribbon betrimmed neglige, using a long blue quill pen. .\

brown card, lettered in gold, advised: "The Bride's Own
Stationery." .\t the other side was a table with glass top

from which were suspended several art calendars, while

the table was covered with boxes of stationery in all the

pastel tints. On the floor in front were several desk blot-

tres and desk sets of china, brass and crystal, and a good
assortment of stationery de luxe.

While catering to the bride, the jeweler, in establishing

a successful stationery department, must of course appeal

to a much wider range of (jatrons. .\n excellent scheme

for calling this department to men of the family was
undertaken by a Philadelphia jeweler, who had printed

and sent to a selected list of patrons, under letter postage,

with name and address inserted on the typewriter, the

following little letter:

Dear Sir

:

The modern housewife is the business manager oi

the home. She keeps strict tally on all the incoming;;

and outgoings, and in addition, handles all the social

correspondence, yours as well as hers.

.\ desk, and all the appurtenances thereunto, is as

necessary for the orderly conduct of her affairs as

yours is to you at the office. Have you ever thought

of it that way, Mr. Business Man?
Perhaps she has a birthday shortly, or an anniver-

sary—which you had almost forgotten. Wouldn't you

like to make her eyes shine by giving her one of our

ladies' writing- desks—an antique mahogany, a quaint

spinnet, or a graceful Chippendale? Let us help you

to choose from our extensive gift line.

Or, if she has a desk, why not outfit it anew for her?

.\ desk set of crystal, china, bronze or brass? A com-
plete chest of social and business stationery? A
fountain pen ? A vase for holding a single bud ? .\ny

of these would make a much appreciated gift.

Come in and let us talk it over together.

Yours, for efficient service in 1920.

Such a reminder would have much weight with the

head of the household, especially at the Eastertide, for

as this is one of the seasons for weddings, it is likewise

the anniversary of many weddings of past years—and the

average husband, while somewhat forgetful of such oc-

casions, is usually well pleased to gladden the heart of

the good wife if the matter is called to his attention in

time.

A catchy and effective window to heighten the eft'ect

of personal solicitation was that arranged by a jeweler

in the south. The floor and walls were covered with

white cheesecloth, while an archway, made of rolls of

white glazed paper, was wound with sprays of asparagus

fern and studded with bunches of artificial violets, .\long

the top of this archway were arranged boxes of tinted

note paper—Nile green, shell pink. Quaker grey, buff

and lilac. A large white card, studded with clusters of

x'iolets, suggested: '

SPRING STATIONERY FOR EVERYBODY.
Write that letter you have long intended to

write. Send a massage at this joyful season to

the shut-in friend, or the loved ones you have

neglected in the rush of a busy life.

Send a card, a box of bulbs, a joyful book

—

Help to spread a little sunshine during this glorious

spring

!

Fastened to the windi^vv pane, at one side, was a green

panel a foot wide and three feet long. In the centre of

the par:el at a height convenient for most people to look

into, was a small oval mirror. .\bo\'e and below was
lettered

:

DON'T LOOK ANY FURTHER!
We have the most complete line of exclusive and

high grade stationery and supplies carried

in the city.

LET US SHOW \0V.
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Fine Gold and Silver

On December 18th, 1919, the Department of Finance,

Ottawa, issued a letter statmg that, owing to the unsettled

state of exchange, the issuing of gold bars for manufacturmg

purposes in Canada by the Department has been suspended

for the present.

Since that time it has been necessary to procure our supply of

gold from New York, which entails greater cost and delay.

It has been, and still is, our intention to assist our customers

as far as possible in obtaining the gold they require, and we

therefore still continue to return to them the gold and silver

contents of their wastes, such as Sinks, Sweeps, Polishings,

Filings, Bullion and Scrap of various kinds, when so desired.

Canadian Seamless Wire Company
LIMITED

Refiners of:

Gold Silver Platinum

198 CLINTON ST. TORONTO, ONT.

1

m

m

msh.

fm



^''
. m "^nn ii iv ;ig^iiwii" I u

j
M-k J. ,.|..iI.ji.V,.)i; "J?: :> ; ". ,. ».'

PRAaiC 0MMNT

Selecting the Right Mainspring
By Francis R. Bciiflcy.

IN
view of all the considerations to which attention seeking some other cause of trouble than would pay for

has been directed in the two preceding articles, there the difference in cost between a good spring and a cheap

is strictly speaking, only one thickness and therefore spring half a dozen times over,

one strength of mainspring that will fulfill all the require- The fact that it is still the general practice of the trade

ments of a given barrel and arbor; and if the thickness to give a twelve months' guarantee of all work, and of all

of the spring cannot be changed satisfactorily in the same mainsprings in particular, makes the use of good material,

of the best mainsprings that are to be had, the only pohcy

of foresight and sound judgment.

IS THE SPRING OF RIGHT WIDTH.

With a proper stock of mainsprings to select from, the

first points to determine are right width and right

strength. Many Swiss barrels have the cover recessed

sufficiently to aHow for the freedom of the spring. The

new spring shouM then come just flush with the bottom

of the cover-groove of the barrel. When the cover is not

recessed, the width of the mainspring shiuld be less by

.1 mm. than the interior height of the barrel. If the old

spring is still in the barrel we may notice whether or not

it is of correct width before taking it out. When it is not

available, either measure the barrel height by gauge and

deduct .1mm. for freedom, or find the correct width by

trial, using for comparison a small piece of spring placed

in the barrel itself. Be sure in any case that the spring

will not bind, for a narrower spring uncoiling freely will

develop greater and more uniform power than a wider

and consequently stronger sjjring which is not free in the

barrel.

When the old spring is right we need only remove it

from the barrel, measure its width by the mainspring

gauge and select from our stock oi springs the packet of

corresponding number. Swiss springs are usually supplied

to. the trade numbered by widths and in assorted strengths.

barrel, neither can its length, because it should be long-

enough to just fill the required area. Barrels of differ-

ent diameters, therefore, when required to make the same

number of turns, must have springs with the same number

of coils, and both the length and thickness of springs must

vary in proportion to the varying diameters of the barrels.

MAINSPRING FITTING DEMANDS KNOWLEDGE AND CARE.

Into the more theoretical side of the mainspring ques-

tion we have gone at some length, because the fitting of

a new mainspring is often looked upon as one of the jobs

that anyone can do, and do well enough. When it is only

a matter of winding a mainspring that is guaranteed to

be interchangeable into a given barrel that also is inter-

changeable, there imay not be very much to know about it.

Yet, even when this is the case, a perfectly good spring

may be ruined so far as its effect upon the accurate time-

keeping of the watch is concerned, simply in the process

of winding it into the barrel. When the fitting of a new
mainspring involves the selection of one that is suitable

from the ordinary mainspring stock, in addition to fitting

and winding in, as in all old watches of English or Swiss

make and a good proportion of comparatively recent move-
ments, the workman needs to know something of the whys
and wherefores if his work is to be satisfactory when it is

finished.

GENUINE VERSUS "cheap" MATERIAL.

Of first importance in practical spring fitting at the

bench is a good stock of good springs. The use of cheap
mainsprings is poor economy. As a general rule, the use

of any but "genuine material" for any of the standard

movements of American make costs more in trouble and
dissatisfaction than the saving in price can possibly off-

set. A rough mainspring, one that is not properly polished

but has only been given an emery finish, will cause a

watch to take a good motion when fully wound, but let it

run for a while and the motion will unaccounta1)ly fall

off. Such a spring will commonly lose almost a third of

its power as the result of excessive coil friction
;
yet the

workman who is satisfied to use cheap springs of this

kind in the first place seldom suspects the real cause of

trouble, for has he not fitted a new spring and is not the
action all that could be desired—when the watch is fully

wound? In a case such as this, and such cases are not
by any means uncommon, more time is usually wasted in

USE AN ACCURATE MAINSPRING GAUGE.

The Dennison mainspring gauge, the gauge that is still

in general use, is a somewhat rough and ready measuring
device, for the strength of spring shown depends within

a strength or two either way upon the pressure with which
the spring is applied to the gauge. The notches on the

edge of the gauge, which are provided for measuring the

widths of springs, also vary with different gauges and
suffer in time from wear and tear, the amount of the wear
dei)ending upon the care, or lack of care, with which the

gauge is used. Far more reliable for gauging both the

width and thickness of springs is the micrometer, such
as is commonly used by machinists. It is made to read to

the one-thousandth of an inch or finer, or may be had
with metric divisions. This is an absolutely reliable gauge.
The Waltham gauge designed on the micrometer principle

expressly for the use of watchmakers is admirably adapted
for accurate measurement of mainsprings as well, of
course, as for other purposes.
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V. T. F.

Watch Glasses
Standard of the VVorld

— V.T.F.
is an abbreviation of VERRERIES TROIS FON-
TAINES, Lorraine, France, where V.T.F. glasses

have always been made. All others made else-

where are imitations.

Sold by All Jobbers

HAMMEL, RIGLANDER & CO.
EXCLUSIVE WHOLESALE DISTRIBUTORS

NEW YORK, U.S.A.
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It is not always safe to assume that the old spring was

of right strength. If it has the appearance of being the

original spring or occupies the proportion of the barrel

space that we know a spring should occupy, we may test

its strength by gauge and select a similar spring for trial,

but when we know the movement is in good repair through-

out and the escapement properly set up, it is a good rule

to select a spring which while still coiled in the copper

wire band in which it comes from the maker will drop,

just as it is. into the liarrel. It may be necessary even

then to break off from half a coil to a coil to prevent

overcrowding, but with a length of twelve to thirteen

coils of spring when against the inner edge of the barrel

rim—the spring a little longer for a movement without

stopwork than in the case of a movement with—there will

be no difficulty as a rule in securing six turns of winding.

If there is stopwork this allows of its being set up to the

best advantage, while if there is not, it is possible by us-

ing a suitable attachment to secure a driving power so

nearly uniform for thirty hours that it will admit of ex-

cellent timekeepi;ig.

The ultimate test of mainspring strength in the case

of a lever watch of high grade and when in perfect con-

dition, is that in the hanging position, and at the end of

twelve hours of its run, the balance should then show a

vibration of one and one-quarter turns. If it is less than

one and one-quarter turns try a spring a very little strong-

er : if it is more, trv one rather weaker, for the action is

theij as favorable as possible for good timekeeping and
accurate position adjustment.

COLOR HAS NO RELATION TO STRENGTH.
A point that should be thoroughly understood, but upon

which there is often misunderstanding, is that the color

of a mainspring has nothing whatever to do with its

strength.

It is well known that when a piece of hardened steel is

subjected/ to heat in the process of tempering, its color

changes successively from the palest straw, nut brown,
pink, purple and deep blue, to pale and greyish white as

the temperature of the metal rises. With this, probably,

in mind some workmen are under the impression that the

different colors of different mainsprings also represent

different degrees of temper, and that a straw-colored
spring is really stronger than one that is finished to a

blue. Instances have come to our notice in which work-
men of long experience have held this mistaken idea.

Just as it is possible to color soft steel, however, or after

tem])ering hardened steel to a straw or purple to remove
the color and color to the same shade again without alter-

ing the degree of temper to which it was originally drawn,
so it is possible to draw a mainspring to correct spring
temi)er, remove the color in the process of finishing the
spring, and subsequently recolor to a straw, purple or
blue, or finish to a silver finish according solely to the
fancy of the maker and with no relation whatever to its

strength or final temper.

Practical Correspondence
Solutions of Problems and Difficulties met with by our Readers

To CLEAN GOLU JEWELRY.

Question.—Will you please send me a formula for dip-

])ing gold articles in to brighten them up?

Answer.—In some stores, when there is stock to be

cleaned that has become tarnished in the window or show-

case, nothing but liquid ammonia is used, this being ap-

])lied with a little swab of cotton wool. Another method
is the cyanide dip. A few crystals of cyanide of potas-

sium are dissolved in a crock or glass jar full of water.

The articles are dipped for a few seconds into this solu-

tion, then rinsed in clean water and dried in hot boxwood
sawdust. Remember, however, that cyanide is a deadlv

poison and when used at all mtist be used with great care.

Articles dipped into it should be allowed to remain in it

for a short time only—no longer than just in and out

again, as a rule. The vessel containing it should always
be clearly marked "Poison." Colored or matt finish gold
goods may be cleaned by dipping in bicarbonate of soda 2
ounces, with about an ounce each of chloride of lime and
table salt in one pint of water. Polished gold jewelry
may be cleaned with ammonia or the cyanide dip, or may
be touched up on the rouge buffs.

mean, of course, that for an 18,000 train you will count
75 to the half minute, instead of 150.

COUNTING HAIRSPRING VIBRATIONS.

Question.—When I have a new hairspring to fit I have
no end of trouble in trying to count all the vibrations so

that I can know whether the spring is right strength or
not. .\s often as not I seem to get a different number
every time I count. How is the best way to get around
this?

.Answer.—Don't attempt to count every vibration, but
only every other one. Count one, two, three and so on at

each inrotion of the balance in one direction. This will

SEEKS LIST OF ADVERTISED SLOGANS.

Question.—Could you tell me where I could get a book
with a good big assortment of selections on advertising
like this: "The pen that writes when you want it" ? That
is the whole story of Waterman pens in a nutshell; it is

the reason for them and the effect of them. We often
have travellers selling series of coppe rplates for the
jewelers, and they have all kinds of catchy bits of adver-
tising like this one. If you could tell me where I could get
a good big series of these I sure would appreciate it.

Answer.—We take it that you are not wanting cuts for
advertising purposes such as travellers have shown you
from time to time, but rather a collection of business
catch phrases or "slogans" such as are commonly used by
the makers of goods that are nationally advertised. The
sentence you quote is a Waterman slogan of this kind.
'There's an Ingersoll for everyone" is similarly used bv
the makers of the Ingersoll watch, while one of the well
known silver companies has for its distinctive slogan,
'Solid silver where it wears."

There is no book published that contains a list of such
advertised slogans, but the largest collection that has ever
been brought together, in fact the only one that we know
where to put our hands on, has been pubHshed within
recent months in ten or a dozen issues of Printers' Ink.
the foremost journal of the advertising profession. The
last instalment we have seen, which brought the number
up to more than 550, appeared in the issue of November
27. We cannot give you the dates of the other numbers
ni which former lists were printed, but possibly you mis-ht
lie able to obtain copies of them if you wrote to' Printers'
Ink, 185 Madison Ave.. New York Citv.
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Re Improvement

And What It Means to You
Thanks to your valued patronage and co-operation

during the past year, we have been able to carry on
our policy of constantly improving and bettering

our line.

It will be the policy of this organization to develop
and create more unique and artistic Jewelry as the

accepted trade standards.

For the Spring Season
Our travellers will be out early with many new
designs in pearl and diamond set rings, bar pins,

brooches, scarf pins, pendants, earrings and necklets.

Our factory is now producing to full capacity in

anticipation of a greater demand for good jewelry

than during past years.

Jewelers will be well advised to select your require-

ments early, and as far as possible our travellers will

endeavor to deliver from stock, thereby insuring

satisfaction on price, delivery and finish.

F. W. WESTREN, Western Canada.

MR. JACK W. LEES, Ontario.

MR. MAX FREMES, Quebec and Maritime.

Will be on their territories before February 15th.

S. Fremes & Co. Limited
Manufacturing Jewelers

TORONTO



JEWELRY ROBBERIES AT VAXCOUVER
Evidently the admonition, "Do Your Christmas Shop-

ping Early," was not accepted too literally by .^ome person

or persons in Vancouver City. This is attested by a couple

of daring- burglaries which took place, with local jewelery

stores as their objective, on the first Sunday of the New
Year. Under cover o^f the dense fog which crept up on
Saturday evening, obscuring practically everything, thieves

set to work on the north window of Messrs. Hughes Bros,

store on Granville Street, cutting a hole large enough to ad-

mit an arm through the heavy plate. The leading partner

in the crime must have made good time on the transference

of the goods in the window to the receptable on the side-

walk. Rings, brooches, pendants, cigarette cases, and other
articles of jewelery were abstracted from their cases and
stowed away, only the empty cases and some heavier
articles of flatware being left in the window. The missing
articles were valued by Messrs. Hughes Bros, at about
$5,000, which will be a dead loss to the firm, as no insur-

ance was carried. The robbery was discovered about 4

o'clock on Sunday morning, as the paitrolman was making
his rounds. Up to the time of going to press, no trace has
been found, either of the thieves or the missing articles,

by the local police, who are searching for a clue. The
window was badly fractured in the course of the crime.

About the same time, it was discovered that the store

of H. H. Ramage, also on Granville Street, three blocks
south of the Hughes store, had also been the scene of a
similar robbery. Here also the goods, to the value of

several thousands of dollars, were abstracted through an
opening cut In the window.

ONTARIO.

J. "W. Tindale, jeweler, of Iroquois, Ont., announces in

the local press that he is about to retire from business.
The firm was established by the late James TindaJle in

1874, and has been carried on alone by his son, J. W.
Tindale, siince 1888. His many friends in the trade will

regret to learn of his retirement.

Mr. W. P. Cook, jeweler, of Port Arthur, Ont., Is a
member of the council of that city for the twenty-seventh
year. The council has this year been reorganized so as to

divide it into two distinct sections, one having to do with
finance and executive, and the other with construction and
operation. Each of these, in turn, is subdivided into four
departments or sub-committees with an alderman in

charge of each. That for which Mr. Cook is responsitoile

has to do with inter-city legislative matters.

On January the 7th, at Calumbus Hall, Toronto, Mr.
Max Fremes, vice-president of The S. Fremes & Co., was
married to Miss Gertrude Granatstine, daughter of Mr. M.
Granatstine, of 42 St. George street, Toronto, Ont. Many
friends of the groom from the jewelry trade were present
and helped to celebrate. The bride and groo'm spent a
very pleasant honeymoon in New York and Atlantic City.

Some Torontonians in the jewelry trade who recently
visited the New York markets were Mr. Freelander and
Mr. Walsh, of the Goldstein Jewelry Manufacturing Com-
pany; Mr. Bernard Allan, of Blacus & Strauss; Mr. Cahn,
representing Urtre-mer & Robins of New York; Mr. Jack
Lees, of S. Fremes & Co. of Kremetz, Newark, N.J.; Mr.
Stewart Lees, of Geo. A. Lees & Co.; and W. H. Hewitt
of "Trader and Jeweler."

Mr. and Mrs. S. Fremes have sailed for Europe on a
combined business and pleasure trip. Mr. Fremes will
spend some time looking over and securing available sup-
plies of diamonds and semi-precious stones from the Euro-
pean markets. With hiss long experience in the jewelry

trade and superior knowledge of values, Mr. Fremes will

endeavor to obtain all possible information pertaining to

present and future supplies of these materials.

Mr. H. K. Kirby, formerly with Ryrie Bros., Toronto,
has accepted a position as Ontario traveller for Defoe
Wilson, Limited, and will start immediately with a full

range of samples. Mr. Kirby has had several years' retail

experience in the jewelry trade, and with the reputation
he has already attained, will no doubt prove to be a highly
successful traveller.

On January 7th, P. W. Ellis & Co., initiated the first

of their annual banquets to their employees. It was held
at the Carls-Rite Hotel, which provided a bounteous repast,

after which followed a short entertainment by the talented
members of the staff. About 11.30 the dance started and
lasted well on into the morning. The music was supplied
by Mr. Jules Brazil and his orchestra, which carried every-
thing with a swing and which added greatly to the happy
atmosphere of the evening. Mr. "Ernie" Phipps of the
travelling staff proved to be a most successful chairman,
and saw that there was not a dull moment for anyone dur-
ing the whole evening.

Mr. P. W. EMis gave an excellent address dealing with
the history of the firm (and indeed the history of the
jewelry trade in Canada) for over 43 years. He showed
how it had started from a very small beginning to what
is now recognized as one of the leading Canadian institu-
tions. He also outlined in detail the insurance policies
which were presented to each of the employees at Christ-
mas time as a token of the firm's appreciation of their
faithful work in the past.

Among the guests were Mr. W. H. McCreary of Wind-
sor and the Misses Brown of Gait. Mr. McCreary gave a
very interesting talk which was greatly appreciated iby all

present, as he so ably showed the relationship between the
wholesale and retail jewelry 'business.

The large dining hall of the hotel was filled to over-
flowing, and the evening brought about a closer feeling oC
mutual interest between all, which in a ilarge organization
is so hard to bring about in any other way. Everyone had
such a delightful time that they are already looking for^
ward to the 1921 banquet.

On Friday evening, January 23rd, the employees of E.
& A. Gunther, Ltd., were entertained by the firm at the
Metropolitan Assembly Rooms. Beare's orchestra supplied
"excellent dance music, and Mr. Juries Brazil entertained in
his usual brilliant style. Mr. Balfour, a magician, and
several solists contributed an interesting programme. Sup-
per was served at 10 o'clock, and dancing continued until
1 a.m. Over 2 50 guests were present, and a very enjoyable
evening was spent.

Messrs E. & A. Gunther have found that these annual
gatherings do much to promote the feeling of good fellow-
ship that exists throughout the firm. They have also issued
a house organ entitled, "The Hive," which contains many
interesting and humorous stories and articles dealing with
co-operation and production.

Mr. Stuart H. Lees, accompanied by Mrs. Lees, has gone
on his annual purcha.sing and exploring trip to New York,
looking for new goods, new ideas, and new methods of
production, determined to excel this year in their service
to their customers.

The president of The Goldsmiths' Stock Company of
Canada, Limited, Mr. Walter J. Barr, entertained the
senior male members of the company's staff at a dinner at
the National Club on the thirtieth of December. The affair
was a great success in every way. The musical part of the
program was provided by the members of the staff them-
selves, who are singularly well qualified, as they include
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The Demand For

DAVID BELAIS' 18Kt.

WHITE GOLD

is world wide

For more than eighteen months,

large quantities have been used

with entire satisfaction.

IT HAS PROVED ITS WORTH

You do not have to plate it to

make it white.

It is the color of Platinum and its

color will not change.

It is guaranteed and Patented.

DAVID BELAIS
13 Dutch Street - New York City
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in their number some first-rate musical talent. Mr. Garnet
Dinsmore, the head of the silverware department, is an
expert pianist, and accompanied the singers most credit-

ably. Mr. Ernest Butler, of the watch department, handled
the violin well, and rendered some very fine seleations.

Mr. Douglas Ludlow is an accomplislied elocutionist, and
brought down the house with two selections of great merit.

It was a splendid evening, the guests being confined en-
tirely to the members of the staff, in order to make it a
real "family affair" In the course of the evening, Mr. Barr
announced that the company had decided to extend to the

staff the benefits of a group insurance plan, whereby every
member remaining in the employ of the company from six

i.-onths and upward, would receive, without charge, a

i.fe insurance policy, with a minimum amount of $500 and
a maximum for those in the service of the company twenty-
five years and upwards of $3,000. Owing to the company
being so long estaiblished, there are many employees who
have been identified with its operations for a number of

years, and the directors have been considering some plan
for a long time whereby a provision might be inade to he
of some value to these old and faithful workers. It is

needless to say that this announcement was received with
great pleasure.

Messrs. Geo. H. Lees & Co., Ltd., of Hamiliton, report
that business with them foa- the fall months was by a ilarge

increase the greatest they ever enjoyed. Notwithstanding
the fact that they had a greatly increased staff and worked
overtime continually, they could not keep up with their

orders, particularly in the stone-setting department, where
they wei-* hard hit by sickness and accident. They have
asked The Trader to express their sincere regret over any
inconvenience and delay caused, same under existing con-
ditions being altogether unavoidable.

Saunders, Lorie & Co., Jjimited, will be represented
this year by James Milligan, R. Geo. House, and Mr. Chas.
Liverty. who are now arranging their samples and will

shortly leave for their respective territories with complete
ranire, including many new designs for this year's business.

If Owing to the increasing need of manufacturing rooni to

keep up with the demand for their various manufactured
lines, E. «fe A. Gunther Co., Ltd., have found it necessary
to enlarge their floor area, and have added 10,000 square
feet to their already large quarters. •This, together with
the new machinery now being installed, makes it po-ssible

for the firm to accept larger business this year than for-

merly, and to feel that service and satisfaction will be
.criven their customers.

The death of Mrs. Norman Patterson of Sault Ste.

Marie, Ont., took place in Chicago on January 20. It

came as a shock to a large number of citizens who were
acquainted with Mr. and Mrs. Patterson, doubly so owing
to the fact that she had been married only about four
weeks ago. Death was due to an attack of influenza. The
late Mrs. Patterson was a daughter of Mr. D. J. Shields,
Sault Ste. Marie. General regret at Mrs. Patterson's death,
and sympathy for the bereaved hnsband was expressed
around the city by all those who knew the young couple.
The remains were brought from Chicago and the funeral
was held to St. Ignatius cemetery, where the remains were
laid to rest beside those of her mother, who predeceased
her some two years ago.

BRITISH COLUMBIA
Stanley Harding, a watchmaker employed by his brother,

E. W Harding, jeweler, Nanaimo, was accidently shot
while hunting ducks at the lagoon, some three miles from
the Black Diamond city on Vancouver Island. Harding
stumbled over a log and his shot gun was discharged, the
contents of the charge entering the right leg below the
knee. He was picked up twenty minutes after the accident
and brought to the Nanaimo hospital, where he lay in a
serious condition for some time, due to shock and loss of
blood.

The Nanaimo Board of Trade, at its regular monthly
meeting, adopted a resolution petitioning the Lieutenant-
Governor in Council to hring the Daylight Saving Act into
force in this province in 1920. The resolution was sub-
mitted to the Nanaimo Board by Nelson Board of Trade.

Thirty-seven and a half feet in the 600 block, Granville
Street, just opposite the Hudson's Bay Stores, brought
$3,000 a foot, or a total of $112,500 in a recent sale. The
property is occupied by a two-storey building, with Walter
M. Gow's jewelery store on the main floor. It was formerlv
a part of the Abbott estate.

Warning to storekeepers to be on the alert in the matter
of accepting cheques from strangers has been issued by the
Vancouver police. At least two persons, a man and a
woman, are known to be operating in the city, two instances
having come to the notice of the authorities within the
past few days.

Breaking the glass in the front door of the Silverman
store, Cordova Street west, during the night hours, thieves
affected an entrance to the premises. According to the
report made to the police by the proprietor, jewelery,
clocks, glasses and other goods valued at about $230 were
stolen.

Fifty-four new member.s" were admitted to the Van-
couver Board of Trade at a recent meeting.

In order to establish closer relations, and to open up
new markets, the Vancouver Board of Trade will make a
trip to the Orient early in April. At least one hundred
members of the Board are expected to make the trip, which
will comprise the first trade delegation of its sort from
Canada to the cities of the Orient.

The slogan, "Try New Westminster First." has been
adopted by New Westminster branch of the Retail Mer-
chants' Association. It is proposed to hold a mid-day
luncheon of retail merchants every month, when promin-
ent speakers will be invited to address the members.

Not only was Christmas business in Vancouver a record-
breaker, but, taken as a whole, the year 1919 proved a
distinct advance over any previous year in the history of
the city. One local firm vouchsafes the intelligence that
the turnover for the year was $200,000 in excess of that of
1912—previously the best year in the history of this par-
ticular store. This store also did the third largest business
of any jewelery store in Canada for the year.

Frank Potter representing the L. E. Waterman Com-
pany, Limited, has done it at last. Frank has tired of
single blessedness and has taken unto himself a wife. He
celebrated Chri.stmas in doul^le harnes.s—and, better still,
he has decided to make Vancouver his home town.

MANITOBA
There are no complaints in Winnipeg as regards the

holiday trade. The pre-Christmas rush came up to ex-
pectations, and many of the establishments report that their
business reached a scale never before attained. The usual
gift lines moved fast, with the result that stock-taking,
which has already begun, is going to be an easy matter.

Despite their popularity during the big shopping period.
it is stated that the Winnipeg jewelery stores might have
enjoyed a greater volume of businss if the impression had
not got abroad that prices were "out of sight." A good
deal of the advertising before Christmas dealt with the
rapidly advancing costs of diamonds and other lines. In
some instances present markings were compared with pre-war figures, and the scarcity of certain lines and materials
was emphasized. It is now contended by some members of
the trade that these facts had the effect of intimidating a
portion of the buying public, and consequentlv the policy
was not a wise one. At any rate, it is pointed out, custom-
ers who sought only moderate priced gifts could be accom-
modated just as thoroughly as before the war.

\/That the general era of development is being resumed in
the west is indicated by the list just published by the Can-
adian National Railways, which show business and profes-
sional openings in the towns. There is a demand for every
variety of merchant and dealer, and it is noticeable that
five places want jewellers, v^octors and druggists appear
to be the most urgently sought in the young settlements,
hut banks, elevators, and hotels are In great demand.

Winnipeg is soon to have a cut glass manufacturing
plant, employing 75 people, according to the announce-ment made hy the Board of Trade. The name of the
prospective proprietor is not disclosed. The Board of Trade
however, are in touch with him, and it is stated that the
business will be started as soon as suitable qu.irters can be
secured.

Mi;- D- A. Reesar, of Brandon, is able to congratulate
himself upon finishing a sale during December, which if
not the best, is the equal of any sale ever held in Western
Canada. Mr. Reeser has been established in Brandon for
over thirty-seven years, and during all that time he has
never had an auction sale. This no doubt helped towards
the big success. Mr. Horace Darer conducted the sale.
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A^7E are pleased to advise the Members of the

Jewehy trade that our travellers have now

started on the road with our Big 3 Lines, to which

many new and attractive designs have been added.

T N view of the anticipated visit of a great host

of Tourists to Canada this coming Season, we

trust that our customers will take advantage of our

representatives' tour to place their orders early, so

as to ensure prompt deliveries.

Caron Brothers
233 BLEURY STREET, MOiNTREAL, QUEBEC
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The death of A. A. Gilroy, general manager of the T.

Eaton Co., Ltd., was a distinct shock to local business

circles. Mr. Gilroy passed away on Sunday, December 2 8th,

after a lengthy illness. The funeral took place on the

following Wednesday, the store being closed all day in

honor of his memory. Following a private service at the

home, the public service was held at Broadway Church,

of which Mr. Gilroy had been a member, and the interment

took place at St. John's cemetery, Archbishop Matheson
officiating. Large numbers from the store and a great

throng of the la^e managers business friends attended the

services. Among the chief mourners were Harold Gilroy

and family, H. M. Tucker, S. Wilson, R. Y. Eaton, R. W.
Eaton, and Harry McGee. the latter three being all promin-

ent in connection with the Toronto establishment.

Tl^e University of Manitoba will again conduct its

annual short course on business methods this February,

according to the announcement made by the Retail Mer-
chants' Association. It is stated that Robert C. Hine of

Columbu.s, Mont., and E. B. Moon of Chicago will be among
the lecturers this year. Both are experts on retail sales-

manship.

With the big mining developments in northern Mani-
toba production is expected to show a big advance in the

future. The special report of the department of mines,

Ottawa has just been issued and shows that during 1918

the gold production in the Province was 6,755 tine ounces,

valued at $139,638, as compared with 440 ounces valued

at $9,095 in 1917. There was no production recorded pre-

vious to 1917.

J. A. Eanfield, president of the Dominion Board of the

Association, Horace Chevrier, and W. E. Humphries were
the Manitoba representatves who attended the conference

of the Retail Merchants in Regina at which delegates from
all of the provinces were present. At the meeting, a west-

ern executive was formed with J-. A. Banfield as president,

T. G. Gates of Alberta, honorary secrectary, and F. C.

Raymond of Saskatoon, secretary. The object of the

council is to consolidate the efforts of the retailers in the

four western provinces.

A. G. Box of Pierson, W. E. Humphries and Edwin
Loftus, K.C., were chosen by the Retail Merchants Associ-
ation here to represent the local board at the? meeting of

the Dominion Board which will be held at Ottawa. J. A.

Banfield will attend in his capacity of Dominion presi-

dent.

According to a dispatch from Moose Jaw, thieves broke
through a plate glass windw in Plaxton's jewelry store last

month and made away with a quantity of valuable dia-

monds. The tray, it was stated, was left in the window by
an oversight, and the value of the gems could not be
ascertained. The robbers got away without leaving any
clue.

SASKATCHEWAN.
Charlie Clare received word in Regina that he had been

elected Presid'ent of the Board of Trade of Prince Albert,
foillowing a keen contest. He is already President of the
Rotary Cluib and with his job as secretary of the Saskat-
chewan Jewelers' Association, will proiba'bly manage to

keep busy.

A. H. Humphries, of Melfort, Sask., has opened up a
jewelry store in Star City.

'R. Dickson, of Estevan, has accepted a position as
watchmaker with Hugh H. Macarthur, of Melfort.

Much syrtipathy was expressed at the Regina conven-
tion with Mr. M. G. Howe, whose little daughter under-
went a critical operation on the morning of the conven-
tion. While there was much regret at his absence, satis-

faction was felt at the news that the patient was making
favorable progress after a successful operation.

The businesis of E. Thornberg of Humboldt, Sask., has
been taken over bj' Mr. H. P. Lemon, a former employee of
Mr. Thornbeirg.

LOXDOX AND DISTRICT.
C. R. Summer recently purchased the fine store at present

occupied by W. F. Boughner at 392 Richmond Street. The
store is a handsome one and is finished and equipped for the
showing of goods in the basement as well as the ground
floor. As the present lease has some time to run, Mr. Sumner
will not take possession at present.

Wilford Jones, of C. F. Jones and Company, will be on
the road early this month with a bright line of samples to
show the trade.

John S. Barnard, who retired from the Board of Educa-
tion after having been chairman for the year 1919, tendered
the members of the board a farewell banquet in Wong's cafe
recently. General regret was expressed by those present,
who included school principals and officials of the board, at

Mr. Barnard's retirement from the activities of that body.

Mr. Barnard spoke in an optimistic way of London's fu-
ture educationally and of the expansion of the school sys-
tem.

Recalling the business in which Mr. Barnard is engaged,
the London "Advertiser" remarked that "as usual the affair

was of 'Barnard' quality, while Mr. Barnard's golden char-
acteristics were eulogized by that silver-tongued orator, R.
M. McElheran, secretary of the board, as well as by every
member of the board."

Among those nominated for the recent aldermanic con-
test in Ward 3 was John A. Nash. Mr. Nash withdrew, how-
ever.

Travelling representatives of T. H. Baker and Company
will be on the road presently with an attractive showing of
samples for the inspection of the trade.

London has a new optical business as a result of the
arrival here of Mr. A. M. Dambra, who has charge of the
London Optical Company store in the Dominion Savings
Building on Richmond Street. The new firm has a bright
and attractive store and it is well and beautifully equipped
in every particular.

The auction sale of A. Morphy and Company is proceed-
ing arid is attracting large crowds. Messrs. Stock Brothers
of Toronto are in charge of the sale, and Mr. S. Howard
Lyon is as efficient as ever as an auctioneer.

W. J. Wray and Company have renewed the lease on
their present large premises on Dundas street for a ten-year
period and intend to make some extensive alterations in order
to go into the phonograph business on a larger scale.

The Brown Optical Company of this city has opened a
new branch at Windsor. The new store which is spacious
and equipped in an up-to-date manner is located at 11 Pitt
street. This is the third store in their string, the other being
located at 556 West St. Catherine Street, Montreal.

Miss E. Hayne, formerly of the staff of W. G. Young, has
joined the forces of W. J. Wray and Company.

The E. H. Allport firm is engaged in getting out a line of
samples which they promise will excell their previous efforts
in manufacturing fine jewelry.

W. R. Johnston is moving from Richmond and Maple
Streets to his bright new store at 417 Richmond Street,
which was formerly occupied by the Scott stationery store.
This will put Mr. Johnston in the heart of the retail business
se<^tion. He has disposed of the store which he opened at
352 Dundas street and will concentrate his efforts on the
downtown shop.

MONTREAL.
Mr. Lewis Mittenthal, of Montreal, left on the tenth

of January for Amsterdam, Holland, on a buying trip,
and expects to return to Montreal by the first of March.

Mr. J. T. A. Gaucher, of The Electroclock Company,
.Montreal, died on Decemher 27th after a short illness.
Owing to his death the firm announces that all business is

being suspended for some time.

Mr. R. Sessenwein and Mr. Phillip R. Myers, represent-
ing the firm of S. P. Myers & Co., Montreal, have con-
cluded all arrangements for their trip to Switzerland, and
are now on their way over.

It is also their intention to visit England and France
while over there. They expect to be able to terminate this
purchasing and return within two or three months.

Upon their return, S. P. Myers & Co. intend handling
an extensive line of Swiss high grade gold watches and
platinum ibracelet watches, which should warrant a great
increase in the volume of husiness at present transacted
by this firm, and should also prove of great interest to
the trade in general.

Captain Leo Livingstone has recently returned from
overseas service and has joined the selling staff of the well-
known firm of M. Michalson & Company of Montreal.

The firm of Z. Auerbach & Company are removing from
207 St. James street west, Montreal, to more commodious
quarters at 103 Transportation Building, No. 120 St. James
street west, Montreal. The new location is one that leaves
nothing to be desired. It is conveniently situated on the
ground floor between the Sterling and Home Banks.

As this firm are going to specialize in diamonds to an
even greater extent than heretofore, the move will be
better suited to the extensive diamond ibusiness that they
intend to transact.
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Buying and Selling
The buying power of the Canadian people was never greater

than at the present time, and the public are buying as never before.

This is true of the jewelry business, which is in a healthy condition

at the present time. A wider circle of social events warrants the

display of more jewelry. Our line of

Solid Gold and Gold Filled Goods
will connect you with the prosperous buyers and increase your

business. Our line is an easy seller. Let us put you on our mailing

list now.

JAMES EASTWOOD
Wholesale and Manufacturing Jeweler

65 Provost St.

NEW GLASGOW, N.S.

22 Dalton'Road J

TORONTO, ONTARIO

WILL IT SELL?
And at a Fair Profit ? Will it Move Quickly ?

Will it Please Customers ?

These are the questions you ask yourself before including a new
line in your 1920 program.

The attractive beauty, the many talking points you may give

your customers, assure the saleability of the Myotis line.

The Myotis Pearl is indestructible, and will not lose the lustrous

sheen which makes it so distinctive.

This assures pleased customers.

Write, wire or phone us and your requests will receive immediate
attention.

The EUt^or>EAN C^
40»-40« Confedcr&tuNi Life 'Duildin^

Toronto 0»*t
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Parisian Jewelry Novelties
For Immediate Delivery

Parisian Jewelry Novelties stimulate sales—they furnish relief from the more sober sections of

your store. Their very nature arouses interest and curiosity.

With an assortment of these in your stock it is easy to meet the demand for Jewelry Novelties

of distinctive designs.

FRENCH PEARLS, WHICH ARE MORE POPULAR THAN EVER THIS
SEASON. PRICES FROM $6.00 PER DOZEN TO $25.00 EACH.
FRENCH AND ITALIAN JET LONG CHAINS, NECK CHAINS, BROOCHES
AND BAR PINS FROM $4.00 PER DOZEN TO $10.00 EACH.
GENUINE CLEAR CUT AMBER NECKLACES IN ALL SIZES AND
GRADUATIONS AT VARIOUS PRICES.

FANCY AND GRADUATED COLORED BEAD NECKLACES FROM $6.00

PER DOZEN TO $15.00 EACH.
SHOE BUCKLES
CUT STEEL, BRONZE AND JET, RANGING IN PRICE FROM $150 TO
$50.00 PER PAIR.

RHINESTONE, RANGING IN PRICE FROM $2.50 TO $50.00 PER PAIR.

METAL, IN ALL COLORS, FROM $3.00 TO $12.00 PER DOZEN PAIR.

We are constantly receiving novelties from our Paris representative.

Call at our showrooms when in New York. If you do not come to this market, we will send
you a selection on memorandum upon your request, without obligations.

M. GUGENHEIM, INC.
362 FlfTH AVF. Opp. B. Altman & Co. NEW YORK

Paris - Gaubourg - Poissonniere, 32

*^l;**,^i$^l««^i«!«*.

^^-^
CASSEROLES

No. 2747—7" Round No. 2758—8" Oval
No. 2748—8" Round No. 2779—9" Oval

No. 181 Pio Plate-

A Use forThese in

Every Household
Your volume of sales will be in ratio

to the force you put in pushing these

attractive Middletown Silver Holder-
Pyrex necessities. A good display at

all times is productive of profitable

business.

Order a sufficient supply now for the

Spring trade. A truly essential gift.

"Silver Deposit on Nickel Silver"

The Middletown Silver Co.
MIDDLETOWN, CONN.

Canadian Showroom and Sale* Agents

John Round & Son, Limited

51 St. Paul St. W. Montreal
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Unbreakable Crystal Inserter

The Cabinet Unbreakable
Crystal Inserter

which we introduced into Canada has ever proven to be the one and only

machine to make

Substantia I Profits
for the jeweler out of the Crystal business.

Our machine has handsomely made good all our claims. It is eminently practical

and perfectly satisfactory—always. It fits all sizes of Crystals—from the smallest

to the largest—in any watch—and, therefore, no other machine can do its work.

All appliances substituted for the CABINET UNBREAKABLE CRYSTAL
INSERTER have proven a failure.

No need to experiment. We guarantee success.

No investment on your part. Our plan is such

that the machine will earn its own cost.

SOLE DISTRIBUTORS FOR CANADA.

Swift-Copeland Building, 489 St. Paul St. W., Montreal
Demonstrations oheerfully given at Toronto Jewellers Supply Co.,

"

309 I^unii.sden Building. Toronto.

Western Representatives: Eaves Bros., 128 Bleury St., Montreal

DEMAND
IN 1919 every jewelry manufacturer in Canada found his facilities

for producing goods entirely inadequate as compared with the

demand for his product. Demands for goods in 1920 will no

doubt exceed those of last year.

We can export every foot of chain we can make, but prefer to

supply the home market first. Give us your order now—even if

you do not want delivery for several months.

If you want a beautiful 1 4K white gold chain, or any other kind

or quality, let us serve you.

Electric Chain Co. of Canada, Limited
Toronto
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The Popularity of

Whiting & Davis Mesh Bags
Is Ever-Increasing

Are you one of the numerous dealers who are benefiting by this

increase? If not, procure a stock of WHITING & DAVIS
MESH BAGS.

Your customers will appreciate you having a variety of these

distmctive Mesh Bags.

WHITING & DAVIS MESH BAGS make an irresistible

appeal to the feminine eye through their attractive appearance

and usefulness.

Your Jobber will gladly supply you with our lines.

Whiting & Davis Company
Sherbrooke, Que,

When you have a customer ask for Cut Glass

The trade mark of Quality

by showing the purchaser PHILLIPS CUT
GLASS, you thoroughly satisfy every expecta-

tion of beauty and value that they have, and in

doing so you are benefiting by the confidence that

PHILLIPS CUT GLASS will cause them to

place in you and your store.

When you show Cut Glass bearing this trade

mark, you are displaying a line that will back

you in every detail— beauty, quality and price.

Write us for one of the Complimentary Cut
Glass Paper Weights that we are distributing.

BE SURE AND LOOK US UP AT THE WINDSOR
HOTEL DURING CONVENTION WEEK

GEORGE PHILLIPS AND COMPANY
585 ST. TIMOTHEE STREET, MONTREAL
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SUREFIT
Means a perfect Watch Strap for both Ladies and Men, which can be worn with the greatest comfort I

and assurance that you are not going to lose your Watch. It is easily attached, requires no adjustment, I

and is always ready for use, as it does not become flabby by stretching.

MEN'S
STRAP

Bracelet Expanded.

Both the Ladies' and Men's Straps are made in 14 Kt. gold, 10 Kt. gold, l/|0 rolled gold plate,

sterling silver and American silver, having in all qualities an expansion of 1 % inches.

The catches on the Men's Strap are made in 5/16, 7/ 1 6 and 5/8 inch, which fit all size watch lugs.

Now IS the time to stock ''"s item.

PATKNTKD \^ LADIES-
STRAP

mmmmmrnimmmmmmmim
Showing Watch Hooks and Bracelet Expanded.

This item is not a novelty, but an article which will last and be worn as long as the Wrist Watch is in

style, and it has come to stay.

Sold through the Wholesale Watch and Jewelry Trade.

BLISS BROS. COMPANY, Attleboro, Mass.
"The House with Something New All the Time"

You too can Build Business
by Featuring

TRAO£ MAR.K

Brushes of |French Ivory

and Ebony
Many merchants have used this line as a leader,

to excellent advantage. They have found that

Window Displays of Keystone bring desirable

customers into their stores. They have discovered

that those vifho buy Keystone Brushes are invariably

well pleased with their purchases.

We are determined that every brush of our manu-
facture shall be so good as to create "repeat"

business for the progressive dealers who stock our

line. To accomplish that aim, we neglect no

feature of design, craftsmanship or material—with

the result that the name Keystone is associated

with highest brush quality.

Widely advertised, they sell readily.

Feature them—and you will be repaid in the

Prestige and Profit they will certainly bring to

your store.

MADE IN CANADA BY

STEVENS-HEPNER COMPANY, Limited

PORT ELGIN, ONTARIO
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rii
MADE IN CANADA

ZM

Our samples will be ready and on the road about the 15th

February. We will have for your inspection a line of nicely

designed and well-made 14k Jewelry, also Platinum Diamond
Set Rings, etc.

Our stock of Cameos and Coral Goods will be larger than ever,

and we will have a first-class assortment of the following:

—

Real AMBER Strings Real TOPAZ Strings

Real JET Strings Real AMETHYST Strings

Real MOTHER-OF-PEARL Strings

We will take pleasure in forwarding Appro. Paresis upon request

ANTHONY BROTHERS
24 Adelaide St. West TORONTO

REGISTERED

TRADE MARK

^

^

Endurance Superlative

IRorman ipIatC means not merely the name of a

good hollowware, but a line well madeand artistically

finished such as every ambitious and progressive

jeweler wants and looks for.

The outstanding features of IRotttiatl JMatC are

simple dignity and refined beauty in lines that will

command enduring appreciation from everyone.

** Sold Exclusively through Jewelers "

STANLEY & AYLWARD, Limited
TORONTO MONTREAL

^

r
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HEXAGON
PLAIN OR PERFORATED % SETTINGS

WITH BEZELS TO FIT

Series 173, Perforated Hexagon Settings

• «

- 1 •

MB
2954

m
2955

o o
2956 29'7 7'"^'^ 2959 2%0

Series 174, Hexagon Bezels

wm wS ml
2961

2970 2971

\'n7
2072 2975 2976 2977

29£2

2978

Ml
"963

1^ Q O O O O o

2974

BAKER & CO., INC.,
2979

NEWARK, N.J,

WATCHMAKERS AND REPAIRERS
EFFICIENT AND CAPABLE WORKMEN.
QUICK SERVICE AND SATISFACTION.

George D. Neima & Company
Clayden Bldg. - TRENTON, N.S.

WE IMPORT
WATCHMAKERS' TOOLS AND MATERIALS

JEWELLERS FINDINGS
IMITATION AND REAL STONES

Headquarter* for Waltham Material for
Maritime Provinces

ARTHUR W. THOMAS
188 ARGYLE STREET, HALIFAX, N.S.

A Trial

Will Convince

You

That We Fill Orders

For Waltham
Watch Material,

Same Day Received

ALBERT KLEISER & COMPANY,
Limited

Watchmakers', Jewelers' and Engravers' Supplies.
6 Wellington St. East, Toronto, Can.

JUST RECEIVED!
||

Shipment of Gorgeous Imported
fj

Beaded Bags
Each one a Creation in Itself. 11

Wonderful ||

also It

Exquisite Beaded Soutoirs
||

of
II

Classic Style
||

and Colour Combinations ||
ii

These marvelous specimens of H
Art ready for Immediate ||

delivery

Wire or Write at once j|

while they last ||

Borrelli & Vitelli 1

36 Toronto St TORONTO
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Our Travellers are now out with an extensive range of

—

Rings

—

A varied assortment of Rings that will prove of exceptional selling

value, these are the class of Rings that have created and maintained

the prestige now enjoyed by the Cross and Crescent trade-mark.

Gold and Gold-Filled Jewelry

—

Our jewelry, by reason of its artistic designs, workmanship and

finish, sells to the public. Our repeat orders prove this fact. Our

travellers are showing numerous attractive lines.

EAVES BROS.
128 BLEURY STREET MONTREAL

ISRAEL MICHALSON
Sole Owner of I. L. MICHALSON & SONS

DIAMONDS
FROM STOCK AND BROKERAGE

26 Holborn Viaduct E.C.I
London, - England

Cable Address :

NOSLAHCIM, LOxNTDON
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Removal Notice

Z. AUERBACH & CO.
Canada's Oldest Established

Wholesale Jewelers

beg to advise the trade that they

have removed their showrooms to

more commodious premises, Suite

103, Ground Floor, Transporta-

tion Building, 120 St. James St.,

Montreal.

L

J. G. COFFEY
Wholesale Manufacturing Jeweler

Specializing in fine 119 ST. ALEXANDER STREET
™"^ ^o.K,*;:\* MONTREALGOLD RINGS ph^ne Up. 6980

We are the only WATCH MATERIAL
HOUSE on the GROUND FLOOR

AliSO

The only Watch Material House solicltinig TRADE
WATCH REPAIRS

NOTE
Having the material we can give you

SERVICE
KLEIN & BURROWS

40 Colbome Street, Toronto

^ Jewelers^ Saws
Made In U. S. A.

" Equal to the best ever imported"
Size 8 6/0 4/0 2/0 12 4 6
Price $3.50. $2.90. $2.50. $2.50. $2.50 $2.50. $2.40. $2.40 gross NET

We guarantee quality and will replace any If found
unsatisfactory.

JEWELERS' TOOLS AND SUPPLIES

WORTHINGTON & RAYMOND, INC.
71-73 MURRAY ST.

NEW YORK

WHEEL CUTTING
for

Watches and Clocks

STAFF TURNING
Trade Watch Repairing

E. CHARBONNEAU
204 St. Jamei St., MONTREAL Phone M.7452

DO YOU NEED CASH?
We pay market prices for Watches, Diamonds and

Jewellry; also buy Jobs regardless of amount.
COMMUNICATIONS STRICTLY CONFIDENTIAL.

The Reliable Jewellers and Diamond
MERCHANTS

113 Windsor Street MONTREAL

Horace Dorer
Jewellery Sales Expert

For the Legitimate Trade
Only. Sales Conducted
Anywhere on the North
American Continent.

357 COLLEGE ST.,
Toronto, Ont.

604 CANADA BLDG.,
Winnipeg, Man.

669 GRANVILLE ST.,
Vancouver, B.C.

Telegraphic Address:
709 4th Avenue,

New Westminister, B.C.

R. JACOBS & BRO.
DIAMONDS EXCLUSIVELY
Sand iM your appro. or<i«r«. We aaaure you of

prompt •enrice and value second to none.

15 Yonge Street Arcade - TORONTO
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WELERS' OPPORTUNITY EXCHANGE
i TRADER
CHES 90%
OF THE
WELERS
CANADA.

"Situations Wanted" and "Situation* Vacant," 25 words or less, 50c per
Insertion or 3 Insertions for $1.00. "Business Chances," "Articles for Sale,"
and "Wanted to Buy," 50 words or less, one Insertion, $1.00; three Insertions,
$2.00; five insertions, $3.00. Display announcements In blacl< type, $1.50 per
Inch per Insertion. Send copy by 20th of month. Remit by money order if

possible.

NO
1

ACCOUNTS
1

BOOKED FOR
"WANT ADS"
ON THIS PAGE

Business Chances
FOR SALE—A BOOfl eslablislied jewelery
business in town of five thousand in

British Columbia, first class stock and
fixtures and business in Al condition.
Stock and fixtures run about $7,500.00.
Must be a cash deal. Apply isox 592.

Trader.
WANTED—Jeweler to take over lease of
established jewelery store, well located,
in good substantial city—Hamilton.
Stock and fixtures at invoice, or will
reduce same—failing eyesight reason
for selling. Box 590. Trader.

RETIRING FROM BUSINESS—Requiring
a change, have decided to devote all my
time to fruit orchard. My block and
stock is offered for sale. Dwelling in
connection, electric light and water.
Agent for Bell Telephone Co. Situated
99 miles west of Montreal, on banks of
St. Lawrence, in County of Dundas.
J. W. Tindale, Proprietor, Iroquois, Ont.

FOR SALE—Genuine business in British
Columbia. Stock about $5,000; fixtures,
$500; materials. $250. Doing between
$9,000 and $10,000 a year. All at $5,000.
Owner retiring: must be sold at once.
Box 595, The Trader.

JEWELERY BUSINESS FOR SALE—In
a territory serving 50,000 population in

eastern part of Ontario. Stock about
$5,500. Long established, good repair
and optical department. Excellent op-
portunity, immediate possession. Full
particulars, address Trader, Box 593.

FOR SALE—Jewelry ami optical business
in one of the best towns in Ontario.
Business is well established, and is a
paying proposition. Can be bought right,
as owiner is goiimg into other lime of
business. Can reduce stock to suit pur-
chaser. Apply to Box 586, Trader.

WANTED—Jeweler to take over lease of
old established jewelry .store, well
located in good substantial Omtario
town. Attractive proposition to reliable
man. Box 585, Trader.

Business Wanted
BUSINESS WANTED—To buy jewelry
stock in Ontario. State amount stock
and lowest cash price. Geo. W. Wisnom,
Box 316, Trader.

WANT to buy a jewelry store in good
town of not less than 2.000. Must be a
bargain; give full particulars in first

letter. Address A. J. Quinlan, Dunn-
ville, Ontario, Canada.

WANTED—To buy a jeweliT buisineas
within 75 miles of Montreal; large or
small town. Box 584, Trader.

Situations Vacant
WANTED—Reliable man for clock work,
ordinary jewelry repairs, and assist
with watch work occasionally. State
wages and expehience. Geo. Gabel,
Virden, Man.

WANTED—Good watchmaker, one who
can engrave preferred, good wages and
steady position to right man. A. H.
Tobey, Jeweler, Sudbury.

FOUR OR FIVE YOUNG MEN wanted
from 20 to 25 years of age, with some
experience in the jewelery business, to
accept positions as junior salesmen.
These openings present splendid oppor-
tunitites to young men with good educa-
tion, who are anxious to advance in
commercial life. Applicants must be of
good appearance and refined manner.
References required. Ryrie Bros.,
I.,imited, Toronto.

WANTED—Watchmaker, one who can
handle clock repairing. Can also have
good front store experience. Apply
Jackson's Limited, St. Thomas, Ontario.

WANTED—First class watchmaker, one
who can do plain engraving preferred.
Permanent position guaranteed. Highest
wages paid. Apply Mavor Bros., Fred-
ericton, N.B.

WATCHMAKER WANTED—We have a
splendid opening for a capable watch-
maker and jeweler, one who can sell

goods when necessary, and has some
good managing ability, must not be
afraid of work. This position is per-
manent, and salary is considerably more
than paid the average watchmaker,
salary and commission basis or straiglit
salary whichever desired. Please give
full particulars, copy of references, etc.,

in first instance. Location Northern
Ontario. Applications strictly confiden-
tial. Box 594, The Trader.

WANTED—First-class watchmaker and
engraver. Permanent position to the
right man. State references and full

particulars in first letter. S. W. Chad-
wick. Box 96, Simcoe, Ont.

WANTED—First-class watchmaker, state
salary and experience, none but a first-
class man wanted, give references.
E. P. Battley, 154 Front St., Sarnia, Ont.

WATCHMAKER WANTED — $40.00 a
week to good workman, with oppor-
tunity to increase same. Workshop
separate from store, position permanent.
Address Von Gunten's, Chatham.

WANTED—Traveler for an old establish-
ed diamond firm, as second man. Must
have good connection. Only those who
can command a large salary need apply.
Box 597, Trader.

WANTED—Good working jeweler, one
capable of handling jobbing work, state
experience and wages desired. This is
an excellent chance in a live Western
city. Box 589, Trader and Jeweler. ,

WATCHMAKER to take charge of
material department. Must be a prac-
tical man. Position is a steady one,

> and for the right man good advajice-
ment ahead. Give full particulars, ex-
perience, salary, age, etc. Apply to
Trader, Box 573.

WATCHMAKERS-ALSO—IMPROVERS—WANTED—Earn money while learn-
ing the trade. Klein & Burrows, Watch
Materials, Toronto.

Positions Wanted
TRAVELER covering British Columbi.i

desires to add one or two good lines.
Highest references. Reply c/o Reid,
1635 Napier Street, Vancouver, B.C.

YOUNG MAN desires a good position.
Has had experience in both watchmak-
ing and watch materials. Wage wanted

. .$25 per week. Box 596, Trader.

Articles Wanted
WANTED—Engraving block, and optical
lens drill, describe kind and price. John
Bulger, Prince Rupert, B.C.

WANTED—Jeweler's street clock, must
be first class article; send photo and best
cash price to Box 588, Trader and
Jeweler.

WANTED—Jeweler's regulator, state
style, make of movement, and case, also
the price. Must be in good condition.
W. A. Johnstone, Listowel, Ont.

WANTED—Engraver's block with attach-
ments. .State' size and .prize wanted in
first Tetter. W. Anderson, 1936 Kitchener
Street, Vancouver, B.C.

Articles for Sale
FOR SALE—One true running watch-
maker's lathe v.-ith complete set of
chucks, tail stock, turning rest, adjust-
able three wheel countershaft with the
latest model foot wheel. Complete,
$50.00. Apply Box 591, Trader.

$5.00 reward for locating Gruen, white
gold bracelet watch, engraved, .\'o.

190555; John Bulger, Prince Rupert, B.C.

Phone Factory, Show Rooms and Offices

SACKVILLE 2179 HALIFAX, N.S.

39 Duke Street, Opp. City Hall.

Canada
P.O. BOX 9

H. R. BERGMANN & CO., LIMITED
WHOLESALE AND MANUFACTURING JEWELERS

Weddlnc Blna
Diamond RInis

Brtc«l«l Wstcha
Wkltbam WatcbM
Tannne* Watcbe*

Jcwelrr of til deacrlptloD

—

Gold. Gold-Filled and BUtat

Chlm«. StrlUns and Alarm Cloda

SUTcr Plated Flat War* and Cut Glaaa

Wateb CaiM, American Watch Case Ca

Importers of

WATCHMAKERS' AND JEWELERS' SUPPLIES

Engravers. Gold and Silver Platers to the Trade.

EVERYTHING FORTHE JEWELER

Jawalrr Boxea
Clock Material

Watch UatOTlal

Window Fixture!

Tool! and Uachinerr
Precloua and Seml-Predoui Stone*

Electric Power and Pollihlni Uoton
and General Suppllea of all klndi for

Watchmakara. Jewalera and Kindrad Trada
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W. CASPER, Limited
IMPORTER OF PRECIOUS STONES

PearU and Half Pearls

Appro. Parcel* tent on Request

110 Church St. ''••"Xl^''" TORONTO

A. TAYLOR
Thirty years' experience in trade watch repairing.
All kinds of high-grade watches repaired.

Specialists on chronometers and repeaters.

Trial order will demonstrate.-

93 PALMERSTON AVE.
Coll. 2330 TORONTO

TRADE WATCH REPAIRING
All kinds of high class watch repairing handled.

Efficient and capable workmen.
Service and Satisfaction.

BARTLETT & WAKEFORD
45 Richimond St. E.

Phone Main 3470.
Toronto

TRADE WATCH REPAIRING
All Classes of repairing quickly and satisfactorily done.

15 years' experience. Prices right.

F. J. STEWARD
58 Yongfe St. Arcade - Toronto

BLACK CAT MASCOT PINS
Wear this pussy you will find
Fortune will be always kind,
For as sure as she Is black,
You good luck will never lack.

Sterling Silver, $3.25 doz.; $36.00 gross.

THE TORONTO TROPHY CRAFT CO.,
1711-12 Royal Bank BIdg., Toronto.

Wm. Campbell Engraver
Letter and Ornamental work to the trade

Quotations on application

22 Yi McNab St. N. Hamilton, Ont.

JEWELERS' SAWS
"HERKULES" round back pre-war manufacture

—

Guaranteed Genuine, and the finest saws on the
market.

We are in receipt from Europe of a consignment of
Round Back Herkules Saws, pre-war manufacture of the
following numbers:

6/0, 5/0, 4/0, 3/0, 2/0, 0, 1, IVz, 2, 3, 4, 5 and 6.

Staipie sizes Nos. 0, 1, 2, 3 and 4

Price while they last $3.00 per gross
IjcAs of 10 gross at $2.50 "

Les.s than a gro.ss of one size $3.50 "

Small orders should be accompanied
by remittance, postage to be added

W. GREEN & CO., Inc.
MATERIALS, TOOLS, MACHINERY, SUPPLIES,

For Walchmalers, Jewlrrs, Silversmiths, Platers, Engravert

81 NASSAU STREET, NEW YORK

Clock and Watch

Dials Renewed and Re-Figured
Any Style

GENERAL ART WORK
Acme Drafting & Art Company

315 Bank of Nova Scotia BIdg., Vancouver, B.C.

HOWARD ANTHONY
Specialist in trade watch repairing. Our facilities

enable us to handle your repairs quickly and with
assured accuracy. A trial order will demonstrate.

215 Hamilton Trust Building

57 Queen St. West - Toronto

Phone Uptown 6640. 511 St. Catherine St. West.

C. H. A. GRANT
Manufacturers' Agent

615 DRUMMOND BLDG., MONTREAL.
Specialties: Bracelet Watches, Military and others.

Tavannes Watches, Diamonds.

IVORINE MINIATURES
Copied from Photogi-aphs Delicately Hand Colored.
Quick Delivery, Permanency and Satisfaction Assured.

Suitable for Lockets, Brooches, Pendants.
Our Own Exclusive Process.

MINIATURE & MEDALLION CO. Reg'd
128 St. Peter Street, Montreal, Que.

PRESTON, ONTARIO
is the address of

Canadian Horological Institute, Limited

which was founded at Toronto in 1890
by H. R. Playtner.

Large Profits Guaranteed

AUCTION & SPECIAL SALE
Put your business on a cash basis
The world's greatest newspaper in an editorial

says,—
"It is a fair presumption that we are headed
for economic depression. There is one way
to avoid it—we must put money away." If

merchants fail to get on a cash basis, they

ignore the disasters of the past. Write

G W. WISNOM
Box 316, c/o "Trader & Canadian Jeweler"

TORONTO, ONT.

A CARD SPACE ON THIS PAGE WILL
BRING SURE and SPEEDY RETURNS

It will reach 99 per cent, of the

reputable Jewelers in Canada.

40 years of continuous publication to support our claims.

Write for terms.
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'

GOLDSMITH BROS.

Smelting and Refining Co.

Limited

SWEEP SMELTERS
Refiners of

Gold, Silver and Platinum

Accurate returns made on Scrap

«ame day shipment is received '

CANADIAN PLANT

24 ADELAIDE W. - TORONTO

Wickett & Smith Co.

Gold Refiners

Sweeps Smelters

OLD GOLD, SILVER and
PLATINUM Bought

71 Lombard Street, Toronto

Kennedy & Williams
SUCCESSORS TO

W. R. Campbell Co.

P.O. Box 223

Wholesale and
Manufacturing: Jewelers

WINNIPEG

iiiw»>iiiuiuiiiiiiiuiiiii(iuiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiitiiuiiu^j
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V ery 1 ough P ace watch glasses are correctly

gauged, easy fitted WMth less breakage. Don't allow

other makes to be mixed with your stock of V.T.F.

glasses and you will save time and breakages in

filling.

V. T. F. Watch Glass Co. of Canada, Halifax, N. S.
Wholesale Distributor*

H. R. BERGMANN, COMPANY, LIMITED HALIFAX, N. S.
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HERPERS SAFETY CATCH

,•• o ^ ^••..

. X,,,, ?^.-'t
k;. \J>J>. u ; .-- ../

Made in the Following Size* :

1289 515 761 800 80t 855 III

In Both Stamped and Unstamped

MADE WITH YOUR TRADE MARK
IF ORDERED IN QUANTITIES

QUOTATIONS CHEERFULLY GIVEN

HERPERS BROS., NEWARK, N. J.
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SWISS WATCHES
Special Offer for February

1 6S Roca Movement, in Superba

Gold-Filled Open-Face Cases,

Plain or Engine Turned.

7J Roca .... $15.00

15J " .... 16.20

In Nickel S B & B Keystone Cases.

7J Roca . . . . $11.00

!5J " .... 12.20

Owing to shortage of nickel cases

from the A. W. C. Co., we are

forced to purchase Keystone cases

from the United States. On account of duty, we must ask considerably more; but even so, this makes a

low-priced, reliable watch.

Our customers who have been using our Superba quality chains, fobs, etc., will recognize this quality as

being one which will give satisfaction.

Size, with Strap.

7J Roca, in Fortune.$l 5.70

7J " " Cashier. 18.20

15J " " Fortune. 16.70

15J " " Cashier. 19.80

Size, with Expansion

Bracelet.

7J Roca, in Superba.$I 6.30

7J " " Fortune. 17.00

15J " " Superba 17.30

5 J " " Fortune. 18.00

If The ROCA Movement has a double roller, exposed winding wheels and nice, free

II action, owing to wide-open pinions.

[| Prices are Catalogue List

I
ROWLAND & CAMPBELL, LIMITED

|| CANADA BUILDING, WINNIPEG
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Stock this Silverware
For 1920 Sales

Jamestoww

LAST year— 1919^—was a good one for us. In

all Standard Silver lines sales jumped in leaps

and bounds. 1920 will be another banner year.

For, with every day that comes, new dealers discover

that

Holmes & Edwards
"Silver Inlaid" and "Super Plate"

Flatware

and cur other trade-marked products are the lines that

sell—the lines that provide the greatest margin of profit,

the lines that give complete satisfaction to customers.

Get in touch with us for your requirements. It will be

to your interest to handle this silverware for 1920.

The Standard Silver Company
of Toronto, Limited

1 Madison Ave. North - Toronto

Holmes & Edwards Silver Inlaid and Super-Plate

Protected

Where the Wear Comes



THE TRADER

ONCE AGAIN!
A year ago, and for several years previously, we w^ere enabled to announce a

splendid increase each year in our refining business— so good that v\^e w^ere

inclined to boast about it.

Hence, we fully expected that the year 1919 would make an advance on

previous ones. It has, and in the year 1919 we bought more Old Gold and

Silver from the Canadian Jewelry Trade than in any previous year. We have

made a top-notch record that justly fills us with pride.

Nothing but Prompt, Honest and

Satisfactory Returns Could

Produce such Results

The results prove that the better the Canadian Jewelers become acquainted

with us, the more confidence they place in us and the more patronage they

bestow.

Year after year our established reputation has been carefully built up—and

it must be maintained. We want more scrap for refining again this year,

and will continue to pay the highest possible returns.

GEO. H. LEES & CO., Ltd.

HAMILTON, - ONTARIO
THE OLDEST ESTABLISHED GOLD REFINERS IN CANADA
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WALTHAM WATCHES
Including the New "Equity" Line

Now available in Canada.

G/O Size—Wrist Watch, Peerless, gold filled,

convertible case, expansion bracelet, 7

jewel. "E(iuity." complete. No. 6010 ...$38.80
"Equity" Watches made by Waltham Watch Co.

3/0 Size—"Equity," 7 jewel, open face, move-
ment only $21.40

3/0 Size
—"Eciuity," 7 jewel, oipen face, P^or-

tune, Kold filled, expansion bracelet, com-
plete. No. 2910 29.30

3/0 Size
—"B(|uity," 7 jewel, open face. Em-

press, rolled gold plate, expansion brace-

let, complete. No. 1910 27.80
"Equity" Watches made by Waltham Watch Co.

iM2 ,

10 o
9 ^ .1

12 Size—"Equity," 7 jewel, open face, move-
ment only $18.90

12 Size—"Equity," 7 jewel, in open face.

Nickel. No. 1200 20.80
12 Size—"Efiuity," 7 jewel, in open face. Em-

press. No. 1220 23.40
12 Size—"Equity," 7 jewel, in open face, For-

tune. xNo. 1230 26.20
16 Size—"Equity," 7 jewel, open face. Nickel

3/0 Size—Black Silk Ribbon, Wrist Watch 7 Case, complete. No. 1000 17.00
jewel, "Equity" movement. Same, in 15 jewel. No. 1014 23.70

In Empress Rolled Gold Plate, complete $26.90 16 Size—"Equity," 7 jewel, open face, For-
Tn Fortune, Gold Killed, complete 28.50 tune. Gold Filled, pla,in case only. No.

"Equity" Watches made by Waltham Watch Co. 1008 33.10
Prices—Catalog List. "Equity" Watches made by Waltham Watch Co.

A COmnlete stock of ^^ offer to the Trade a more efficient

Waltham Watches T™" ;",
Wa'Aam Wa.ci,es .ha„ we

I ITT' 1 1
know or elsewhere. Urders placed with

at tlie Waltham us for Walthams are attended to with

neaclqUarterS exactness and despatch.

^GoLDSMITHS\(oMPANYof(9A}/ADA
M rORONTO /

LIMITEI,
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Listen, Stop, and Look
Before You Buy

Listen to the warning that cheap innitations of

Lees Superior Emblem Rings are being offered

as genuine Lees Rings, or "just the same" or

"just as good.
"

Stop and examine the "phoney" ring—both the

samples shown you and also the stock rings sent

you.

Look over our rmgs; see how we proudly, plainly

stamp our trade (|^^) mark.

Quality considered Lees Rings are cheaper.

Various jewelers have been fooled, thinking they were stocking our
goods, hence this ad. Leas do not appreciate having their customers
stung.
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It is Not Necessary

to go to NeTV Yorl( or Europe for new designs

in Cold Jewelry.

Of course, you wish to please your customers and

satisfy the demand for something different.

Our 14K lines of NecJ^lets, Tiepins, Brooches,

Lavallieres, IValdemars, etc., are replete with

new and different designs—as tasty and neat

as one could desire.

We are proud of our line this year, and asif you to

remember that we use only "genuine stones" in our

14K lines. This is worth hearing in mind.

If our travellers are late, write for a selection

parcel. They have unfortunately been delayed

by illness.

Our travellers get credit for all mail orders from their

territory.

H. & A. Saunders, Limited
** Makers of Jewelry that is Different **

Toronto :: Ontario

G. W. Reid & Co.,'Ltd., Truro, N.S., are our Agents for

the Maritime Provinces
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'N unusual selection of

the newer things in

Fine Jewelry will be

displayed in our lines during

the coming Season.

SAUNDERS LORIE & CO. LTD.
TORONTO - CANADA



THE TRADER

Designs

Refreshingly New
and Un-Ordinary

T^ HE simple, yet strikingly different designs of Clover-Leaf

Cut Glass make a strong appeal to the prospective cus-

tomer—amateur or connoisseur.

In Clover-Leaf Cut Glass they find crystals of unblemished

beauty, cut and finished by skilled craftsmen.

Aggressive dealers will find Clover Leaf Cut Glass a profit-

able line the year round.

We suggest a supply of Vases, Flower Bowls, Salad Bowls,

Mayonnaise Bowls, Nappies, Salt and Pepper Shakers, Sugar

and Cream Sets, Butter Plates and Tubs, Salad Dishes.

^^^^Z/zf/rsD

Albert Street, Toronto
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Equal to the best—
Superior to many

YOU cannot expect anything better, but your privilege is to

demand the best. It is our endeavour to give this to every

dealer that avails himself of our service.

We have through persistent effort broadened our field for service

to jewelers in Canada from coast to coast, and would appreciate an

opportunity to demonstrate that we possess bbth the ability as well

as the facilities to produce a range of jewelry equal to the best made.

This year our travellers are out with a full line of Rings, Brooches,

Bar Pins, Stick Pins, Lavaliers and Mounted Cameos.

W. A. MILLIGAN & CO.
LIMITED

138 Jarvis St. - Toronto, Ont.
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The

Canadian Elgin Watch Company
LIMITED

Traders' Bank Bldg. Toronto

^
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COULTER'SO
Series 1—No. 1. 41^ tr

AGE
Being a page devoted to Ji

onthly buying, selling or

display suggestion to the

trade in general.

m^'

ifi^'j-

»

ii

Look For Page Seven I

Each month there will be a timely suggestion for attractive display or most

profitably buying and selling. One particular line—of interest either to

manufacturer one month or retail trade the next month—will be explained in

detail to help you buy most beneficially or display most attractively.

Let's Co-operate

Practical Suggestions
For Display—No. 1

An attractive display is effected with an

electric table lamp and shade, set in the

centre of the window against a dark back-

ground. The lamp stands on a slightly

raised "stage" loosely covered with a light

colored material, such as satin or velvet,

on which are scattered small jewelry and

ring cases. Especially at night this makes

a very striking display.

HAVE YOU TRIED US FOR—
SILVERWARE CABINETS—Oak, Mahogany, Walnut

JEWELRY CASES—Velvet, Leatherette and Paper

WOOD MAILING BOXES

JEWELERS' COTTON—White and Colored

The J. Coulter Co. of Toronto, Limited

*m,

•r^

i

iim
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In Big Demand
Throughout Canada

Always sharp yet never sharpened, Eversharp

is always ready to write smoothly for everybody.

Convenient and time-saving, Eversharp is in

the vest pockets of Canada's professional and

business men.

The sy m l.ol of
perfect writiiije

—

the mark of the
Eversharp Pencil
an<{ 'i' r m p o i n t

Fen

Economical, giving lifelong service, Eversharp

is used constantly by thousands of office

employes.

Priced to appeal to all classes, Eversharp is

also rapidly gaining favor with high school and
college students.

Beautiful, designed with jeweler precision. Ever-

sharp is popular—with everybody.

Throughout all Canada, Eversharp is selling fast

and steadily; selling, selling, selling, day after day.

And there is a big repeat business in Eversharp

Leads, which have a fineness, firmness and
smoothness all their own.

For Eversharp catalog and interesting sales

literature address Canadian representatives:

Distributors in Western Canada.

Rowland & Campbell, Ltd.
Winnipeg, Manitoba

gjprr''^(^, ^=' Distributors in Eastern Canada.

ConsoUdated Optical Company
Toronto, Canada, and Montreal, Quebec

The name is on the pencil

Made and Guaranteed by

THE WAHL COMPANY, Chicago
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Build up your business with

CLOCKSo/OUALITY
Seth Thomas, Gilbert, Sessions, and Ingraham

New Stock, with new patterns, now arriving.

Our travellers will show you photographs of

everything we carry, or you are invited to write

for full particulars.

ROWLAND & CAMPBELL, LIMITED
Dept. 5

WINNIPEG, MAN.
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Now is the Time!

The Canadian dollar will buy only

85 cents' worth of goods in the

United States.

Now is the time, if ever, for Cana-

dians to buy Canadian-made goods.

Moreover, if Canada is to become

strong and self-reliant, her fac-

tories must be encouraged to

produce more and more.

There is, then, a double self-

interest in buying Canadian-made

goods.

These are simply additional reasons

for buying Winged Wheel Watch
Cases. Their high quality has

alone sufficed for over 35 years.

Only, remember that when you

urge a customer to have his watch

fitted with a Winged Wheel Case,

you are not only doing him a direct

service, but benefiting him and

yourself indirectly by promoting

Canada's prosperity.

WINGED WHEEL

The Trade Mark
of Qnality

The American Watch Case Co.

of Toronto, Limited

511 King Street West - TORONTO
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Thereturntopeace times

serves but to emphasize

theusefulnessofthe

MAN'S WRiST WATCH
the popularityofvK^iicliwss

exemplified byARMY -

service. In these lines as •

inallotiers.tfcWmiUER

products in LONGINES.

AGASSlZJOUCHONand ,

MAJESTIC supplyafe^

variety of styles from -7

severe to fancysuitable. -1

for all the dictates I

of fashion as well A
as individual taste

Placing time at will

within the range of

visionwilhoutreauirin<

the use of the nana

while otherwise employed,

theMANS WRIST WATCH

is ofprinie importance

and as such constitutes

a STANDARD ARTICLE

of TRADE.

In the Arts and
Sciences andwher-
ever teslind bytime
isrequired.thepockt

timers and chron-

ographs heretofore

served the purpose.

With modem require-

ments the pocket piece

has^ivenwaytothe

WRIST CHRONOGRAPH.

Tothe busy scientist

or mechanical ob-

server as well as

the sportsman and

all requiring accurate

timind.theLONGINES

STRAP CHRONOGRAPH

is offered astt\e

most convenient
and practical timing

instrument combin-

ed with the usual

DEPENDABLE LONGINES

ACCURACYof TIME-

KEEPING.

^or/eeiion

PfeSm^lfe

^r^^^1^ 1'
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FACTS TO CONSIDER
When buying White Gold for the purpose of manufacturing White

Gold Jewelry, or when buying White Gold Jewelry.

Far-seeing Manufacturers, Jobbers or Retailers demand a White Gold

that is not only the color of Platinum, but is guaranteed not to oxidize

or change color.

That Gold is

David Belais' 18k White Gold

The so-called white 14K Gold Jewelry that has been given what is called a

"Platinum finish. " which is being offered for sale (with the inducement that it

"costs less"), has never given satisfaction. That finish will not last. Therefore,

while the initial cost of such jewelry may be a trifle less than jewelry made of

David Belais' 18k White Gold

(the Gold you do not have to plate to make White, and is guaranteed not

to oxidize or change color),

The Net PROFITS may be LESS

Dissatisfied customers spell Disaster. Satisfied customers ^re a Priceless Asset.

For more than eighteen months David Belais' I8K White Gold has given

Entire Satisfaction.

Letters Patent granted in the United States, Canada and Switzerland.

Patents pending in other countries.

DAVID BELAIS
13 Dutch Street - New York City



THE TRADER U

Opportunity is Knocking
at your door

Will you take advantage of it?

Mr. Alfred Schwob is in Switzerland at present, and can devote his personal

attention to any import orders received while he is there.

This fact should warrant you placing your orders with your Jobbers as soon as possible for

TAVANNES WATCHES
so that you will avoid disappointment in not being in a position to supply the great demand

for this line.

SCHWOB BROS.
701 McGill Building MONTREAL

General Agents, Tavannes Walch Company.
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GUARANTEE
We will replace with-

out question, any link

or links which have

been broken, bent or

damaged through rea-

sonable cause.

Values—both Moral and Commercial

The moral value in business is a greater asset than the profit realized on

the sale.

Take "loyalty," for instance. Faithfulness in the performance of our

duty to customers, as well as a keen respect for our confidential relations,

would be considered of great value to us, even though they had no actual

cash value.

We appreciate your business as much from a standpoint of good will as

we do for the profit realized in cash.

Sold by American Watch Case Co., Waltham

Watch Co. and all leading jobbers.

The Goldstein Jewelry Mfg. Co.
Limited

Manufacturers of High-Class

Platinum and Cold Jeivelr])

180 i John Street, Toronto

^\AA.J^AJ^J^A/<J^KAKA^KK\KAAAA.K\AAKKKKkKKKKA.KKKAKAkkkKAK KKkKk k
f. f^A k k k K K K K K K A k A k}^
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Established Over 100 Years

BACKES & STRAUSS

DIAMONDS
ANY
SIZE

OFFICES :

309 Continental Life Building

TORONTO
14-15-16 Holborn Viaduct

8 Tulpstraat

London, Eng.

Amsterdam

'^^^^

?3?
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Tools of Quality ^^^''^
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Combination Set of Balance Tools

>AND POISING (mj.±lJtU

No. 25A. Complete Set $3.45

Consists of one screwdriver for balance screws, one combination balance

screwdriver and holder, one balance screw miller with double end cutter for

cutting under the heads of screws.

A useful combination at less than the cost of the tools when purchased

separately.

Sold in Canada by

E. & A. GUNTHER COMPANY, Limited
310 SPADINA AVE. TORONTO

V. T. F.

WATCH GLASSES
IN A CLASS BY THEMSELVES
ORIGINAL AND UNIFORM QUALITY

ABSOLUTELY MAINTAINED

NO INNOVATIONS

IF YOU WANT THEM, YOU CAN GET THEM
TAKE NO EXCUSES
ACCEPT NO SUBSTITUTES

E. & A. GUNTHER CO., LIMITED
SPADINA AVE. TORONTO
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New Haven Eight Day
Signal Alarms

Sold All Over the World

100% Efficient
— 3 Reasons Why —

<

<

<

Reason No. 1

Signal shows at night

if alarm will ring at morning.

Reason No. 2

Its name.

Reason No. 3

Convenient shut-off on top.

£.& A. Gunther Co. Limited

SELL THESE CLOCKS

IN CANADA

10 POINTS

Point 1—No need to set

this clock at

night—it's auto-

matic.

Point 2—Almost noiseless

tick, having a

fine watch bal-

ance.

Point 3—Saves 626 wind-

i n g s annually,

being an eight-

day.

Point 4—Hole in bell for

hammer adjust-

ment.

Point 5—Bow ring to turn

over push but-

ton if alarm is

not wanted.

Point 6—Seamess case,
very heavy
nickel plated.

Point 7—Spring power to

run it for 14

days.

Point 8—Height, 6I/4 in.;

width, 5 in.

Point 9—White alarm in-

dicator.

Point 10—Will outlive
three ordinary

alarm clocks.
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JUDGING by the orders placed last year by the retail jewelry

merchants of Canada for Emblem Rmgs, the Sweet hne is

steadily gaining in leadership, and the demand for it is greater

than ever before.

We also offer an up-to-date line of onyx and cameos, onyx, pearl

and diamond combinations of superior quality.

Compare our values with others and be convinced that our qualities

and prices will give the best of satisfaction.

All orders received will have our most careful attention, insuring

prompt deliveries.

John Sweet & Co., Limited
Canada's Most Progressive Ring Manufacturers

92 King St. West - HAMILTON, ONT.

*^^^MM^<WMMWMWMMM^^kd^M^W^^^WM^^W^^MWMM^^
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RODEN BROS. LIMITED
345 CARLAW AVE., TORONTO

Our 416 Pattern

OF

CUT CLASS
On heavy potash bhinks is

of an attractive, |distinctive

style that pleases and ap-

peals to the most discrim-

inating trade, especially

those customers who insist

on perfection rather than

quantity.

Old Silver

We will pay 15c below New York market quotation

on day of receipt of flatware. Proportionate prices for

other grades.

hGoLDSMITHSifoMPANT'f GaNXDA
TORONTO LiAinEit.
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Ttarlium T>i;il. Alaini.

.Vine day automatic.

Height, 7 inches, dia-

meter 5V4 inches.

Night and Day
Radium Dial Clocks

GET in line! Put them in stock! Display them

on your counter! That's all you have to do.

These clocks sell themselves. Don't miss this chance

for easy profits.

These Gilbert radium clocks are built right, run right

and look right. Best of all, their radium dial functions

right. They "make night-time plain as day."

The Gilbert dial has real night-time visibility. Radium

concentrated upon the especially designed Gilbert

markings and Gilbert hands results in clear, sharp

radiance just where it is needed. That's why they tell

the time unmistakably. Write promptly to

Goldsmiths' Stock Company of Canada
TORONTO, ONTARIO

Get Your Share of

the Benefits From
Wilmort Advertising
"What Is a Crumb Sweeper?" That's the question

which will be asked and answered in every advertisement

in our big Spring campaign in "The American Magazine,"

"Woman's Home Companion," "Needlecraft," "Holland's"

and other leading journals of national circulation. These

advertisements will be so interesting and attractive that

the millions of women who see them will want to know

more about this wonderful little home convenience. And

to know the Wilmort is to want it. So this campaign

will be a great business-producer for dealers who stock,

display and push the

CRUMB SWEEPER
" The Year-'Round Utility Gift

"

Retail Price, Each

No. 101 Nickel Plate $3.50
(Bright—plain cover.)

No. 103 Copper Plate 4.50
( Brush finish—plain cover.

)

No. 1 05 Silver Plate 6.00
(Butler finish—plain cover.)

Wilmort Manufacturing Co.

430 S. Green St., Chicago, 111.

The
Goldsmiths \fonPANY/GAmpA

TORONTO
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The above illustration shows a reduction of the full page ad we are running

in fifteen of Canada's leading newspapers, having a circulation of over 700,000

copies.

Be prepared for the demand this advertising will create and order your stock at

once. Last year a number of our customers could not procure the original

Kum-a-Part and had to accept substitutes.

Kum-a-Parts range in price from $8.00 doz. list to $5 1 .00 doz, list, and sell to

consumer from 50 cents pair net to $7.50 pair net. We will gladly send a

selection immediately upon receipt of request.

Kum-a-Parts are made in Enamel, Imitation Enamel, Pearl, Sterling Silver,

Gold-filled and 10k Gold.

Send your order to

Sole Distributors of Kum-a-Parts to the Jewelry Trade
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'HEIRLOOM' PLATE

Your customers are attracted to 'Heirloom

Plate by its atmosphere of elegance, its

charm of design and superior craftsmanship.

When you sell your customers 'Heirloom

Plate, you have the assurance that you are

giving them satisfaction and worth far beyond

the price asked.

The special appeal connected with the name

'Heirloom' and the pleasing character of the

patterns make Heirloom' Plate a sat.sfac-

tory and profitable line of silverware for you

to sell.

I

570 King Street West, Toronto

S
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Diamonds

Loose and mounted, in good

commercial grades.

Special Attention Given to Approbation Orders

Bracelet Watches

8^' ^ /4 ^"^ 10% ligne Swiss move-
ments, cased with Empress, Fortune,

Cashier, and 10 and 14-Kt. Gold
Cases in staple and all the latest

fancy designs for Fall and immediate
delivery.

Prices and Samples submitted upon request

M. MICHALSON & CO.
Importers of

DIAMONDS, WATCHES AND JEWELLERY

MONTREAL
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It takes S,000 houses

to shelter the workers

who make up-to-date

National Cash Registers

THESE 5,000 houses are the homes of more than

25,000 people—a city in itself.

They are good homes, too, because the workers at the

N. C. R. factory are intelhgent, skilled mechanics who

are able to demand exceptionally good living conditions.

The factory in which they work comprises 2 1 modem
buildings, providing over 40 acres of floor space.

It has taken 35 years of the hardest kmd of work to

develop this tremendous organization—an organization

engaged solely in the manufacture of labor-saving

machines that help merchants all over the world.

The National Cash Register Company of Canada, Limited

BRANCH OFFICES:
Caliary 714 Seeond Street W. Edmonton 5 McLeod BIdg. Halifax 63 Granville Street

London 350 Dundas Street Ottawa 306 Bank Street Quebec 133 St. Paul Street

Montreal 122 St. Catherine Street W. Toronto 40 Adelaide Street Saskatoon.

Vancouver 524 Pender Street W. St. Jolin 50 St. Germain Street Winnipeg..

Hamilton 14 Main Street E.
Reglna 1820 Cornwall Street

265 Third Avenue S.

213 McDermot Avenue

FACTORY: TORONTO, ONTARIO
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WALTHAM
DESK, BOUDOIR
and TRAVELING

CLOCKS
HERE is a very fine Wal-

tham line that offers ex-

cellent opportunities for profit.

These clocks are exceptionally suitable for presen-

tation purposes, such as Birthdays, Graduations,

Removals, Anniversaries and all other occasions

where the desire is to commemorate an event w^ith

a gift that is at once valuable, artistic and useful.

The movements are of the 8-day type—the same

movement precisely as used in the well-know^n

Waltham Automobile Timepiece used so exten-

sively by the manufacturers of high-class cars.

The casings are of high-grade leather, and come

in a very large variety of harmonious shades.

Retail prices from $39.00 upwards, and
with luminous dials, $5.00 extra. Dis-

counts on application.

WALTHAM WATCH COMPANY, LIMITED
MONTREAL

Makers and Distributors of

Waltham Products in Canada

Factories: Montreal, Canada Waltham, U.S.A.
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SWISS BRACELET WATCHES
Largest Line Shown in Canada

specially Selected Movements, direct from the factory. See our samples
before placing orders.

<mB:

m') 7

_^^E_

25

26

27

30

31

Full Description ^iven in "Watch Blue Book." Write for copy if you have none.

The Canadian Ball Watch Company, Limited

CONFEDERATION LIFE BUILDING, WINNIPEG, MAN.
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A Westclox Alarm
and its job

THOUSANDS of time-

pieces leave this factory

every day. Some to wake

farmers that the world may
have food—some to rouse

workmen that factories may
start on time and produce

goods—some to mark the

hours in small shops which

may some day be giant fact-

ories, some to time household

tasks. They fit in dozens of

places where faithful time-

keeping is required.

Every one of these clocks

or watches has a part of the

Westclox reputation in its

hands. If it does well people

take it as a matter of course.

Westclox are supposed to

make good. But if it fails—

!

There are over eighteen

hundred and fifty reasons why
so few Westclox fail. To
name them would be to list

the payroll. Every person

who works on Westclox is

responsible for the good

name these timepieces have

made for themselves.

There are few inspectors

A'ho do nothing but inspect.

Every worker is an inspector.

His work on that clock helps

to maintain the reputation of

Westclox. If it were not for

that ingrained pride in West-

clox that runs through the

factory, we should not have

clocks to be proud of.

Because we realize the res-

ponsibility placed on the

alarm clock, we set ourselves

to meet it, and the result is a

timepiece that is making a

name for us wherever time is

told. Every Westclox product

that gives a good account of

itself is paving the way for a

bigger Westclox factory for

the future, and is made with

that in mind.

WESTERN CLOCK CO.—MAKERS OF WESTCLOX
LA SALLE—PERU, ILL., U. S. A.
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Our Twenty-Fifth Birthday

Do you recall your twenty-first birthday? Remember the thrill in

reachmg the point m life when you could call yourself a full-

fledged man? Somehow or other, when you reach the twenty-fifth

anniversary in business, it is with the same sort of a thrill that you

experienced when you reached your twenty-first birthday.

A quarter of a century! Not long in years, but it marks an epoch.

Besides, when one has the satisfaction of knowing that in those brief

twenty-five years you have grown to be the world's largest manu-

facturer in your line, isn't there just reason to be proud?

And now when we look back and review the early wisdom of Mr.

Robt. H. Ingersoll, when he founded this business, we see the

soundness of his motto
—"A four-square business"—square to the

public at large—square to the employees—square to the Govern-

ment—and square to the dealers handling the product.

Back of every success there must be a reason.

ROBT. H. INGERSOLL & BRO.
Canadian Factory and Office :

128 BLEURY ST. - MOxNTREAL, CAN.
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Celebrating The Event

It is but natural that when one reaches the first quarter century of

their business Hfe that they should celebrate the event in one way
or another.

By way of celebration we have had our advertising department

plan an unusual advertising campaign.

This advertising campaign will not be the usual sort. It is going

to tell the history of time from the Stone Ages down through the

centuries to the present time. And it will show that it is almost

impossible for the world to-day to get along without timepieces.

Best of all, this campaign is going to be planned right around the

merchant—your store. And with just a little co-operation on your

part, you can make it one of the biggest things in advertising that

has been done for you. In the very near future we shall have a

display fixture built around the central ideas of this campaign,

namely, giving the history of time.

We shall have a limited number to offer to our Canadian friends.

It IS a good idea to have one of these fixtures reserved for you.

ROBT. H. INGERSOLL & BRO.
Canadian Factory and Office:

128 BLEURY ST. - MONTREAL, CAN.
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TWO of the designs in COMMUNITY Plate which are especially

popular with the buying public—the PatriCIAN, a perfection

of polished planes and beautiful outlines; and the SheraTON,
with its refinement of form and delightful Eighteenth Century tracery.

Either of these designs meets the most discriminating taste. All

representative dealers know of their fine selling qualities.

Made in Canada
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DESPITE the unusual

handicaps of tlic vac-

cination regulations in

Quebec and the influenza ep-

idemic in Ontario, not to

sjieak of the terrific storm

that tied up all railway traf-

fic, the first general conven-

tion of the jewelry trade of

Canada, held in Montreal
last month, was one of the

most striking successes ever

recorded in the history of

similar gatherings.

Whether it be considered in the light of a social func-

tion or as a business conference, there is every reason for

congratulating the jewelry trade on the advance that has

been made in the organization movement. When the To-
ronto jewelers entertained the visitors to the first ex-

ecutive conference last year, it was thought that the sum-
mit of achievement had been reached. But Montreal had
set out to better that record and none can gainsay the

fact that she succeeded. From an entertainment point

of view, nothing could have exceeded the hospitality of

the host city
;
provision was made for every spare minute

and there was always someone on hand to see that advan-
tage was fully taken of all opportunities for enjoyment.
The warmth of Montreal's welcome will alvvavs be a

happy remembrance in the trade.

From a business point of view, the results were equal-

ly satisfactory. The programme included ])racti,.ally

everything of topical interest to the trade ; it was arranged
so as to economize time as much as possible; the dis-

cussion was at all times frank and open, while the con-

clusions reached can hardly fail to redound to the imme-
diate material benefit of every jeweler.

.\part from all other considerations, perhajjs the great-

est result from the convention will be the growth of good-
fellowship among all branches of the trade. The key-
note of the whole affair was undoubtedly co-operation,
and the cordial spirit of brotherhood manifested cannot
fail to have a great effect on business relations. Many
men were brought together who had been doing business
for years without meeting each other and many other men
met for the first time who have been competitors in busi-

ness. Even if the organization movement ended with the
convention," the results would be manifested by their in-

fluence on business for years to come ; but, with associa-
tions now formed in almost every province, the ideas for-

INDEX TO CONVENTION NEWS
MEETINGS l-ACi:

Mainifarluiers ami Wholesalei-s. . 44

Wat.:'li Inspet^tois 44

Uetailers 37

REPORTS
Honorary Ti-ea.sniev

.Strretary-Treasuier

I'rovincial Vice-Presidents

Horological Coinnilt.lee . . .

MISCELLANEOUS

Kleclion of Otilcers 4.*'

Delegation to Ottawa 44

rtanquei by Ar.D..I.A \'l

"Convention Sidelights" 44

"Felicitations and Regrets" 4i;

Ululated at the convention

will be translated into action

and the benefits will spread

in a widening circle until

every individual in the jewel-

ry trade is reached.

The outstanding figure at

the convention was undoubt-

edly -Arthur \. Everts, of

Dallas, Texas, the president

of the American National

Retail Jewelers' Association.

His address to the conven-

tion was exceptionally clev-

er, his references to new avenues of endeavor for the re-

tail jeweler being veiled by a semi-humorous drollery that

was altogether delightful. He was heard ])y an audience

that overflowed the seating cajiacitv of the hall, and there

was none among his listeners who failed to carry away
food for serious reflection for in;iiiv days to come. The
comment was general that if the con\ention had offered

no other attraction, the speech of Mr. Everts would alon*>

have justified the trip to Montreal. The thanks of the

trade are due Mr. and Mrs. Everts for making the jour-

ney from Texas, but greater than the personal element is

the evidence of a growing feeling of brotherhood between
the jewelers of the United States and Canada. Mr. Ev-
erts has performed a very striking service and it is to be

hoped that his example will be followed by leading mem-
bers of the Canadian trade by making a visit to the .Amer-

ican convention in Louisville in August next.

The election of officers was marked Ijy a renewal of

confidence in the present board, it being felt that until the

association was past the organization stage, no material
change should be made. Mr. W. M. Birks accepted the

first vice-presidency in place of Mr. J. H. Birks, who is

absent in California, and the addition of his name to

the list will greatly .«)treng'then the organization. A
hearty tribute to the new officer was given in the great
applause that greeted the announcement of his acceptance
of the position. Other changes in the executive are
.Vorinan Andrew, of Winnipeg, and M. T. Ellis, of To-
ronto added to the retailers' section. rei)lacing D. W.
Dingwall and C. Q. Ellis; Julien Schwob relieving F. A.
-Marsfield in the wholesalers' section, and J. A. Caron re-
placing .\. L. Caron in the manufacturers' section.

Perh])s one criticism might be made of the convention,
and that is that the retail jewelers were not represented
as largely as they shoulil have been. This is quite justi-

.51
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fied as there was not the number of retailers present that

was expected or that the importance of the event justified.

Rut there were retail jewelers present from almost every

[irnvince, and had it not heen for the handicaps previously

MR. M. C. ELLIS, PRESIDENT.

mentioned, there would have been many more in attend-

ance. The retail trade is most vitally interested in the

success of the organizaition movement, its members stand

to gain the most material benefits and they should be

alive to the manifest advantages they may derive.

The manufacturers and wholesalers were represented

in great Strength and their "get-together" luncheon was
one of the most successful of the incidental functions. It

presaged a new understanding in the trade and while ic

will not lessen the individual efiforts to ge^t business, it will

make for a more cordial appreciation of the other fellow's

point of view, and that will leaven a lot of trade diffi-

culties.

In one way the convention was almosit unique. Only

one set address was included on the programme, the rest

of the time being devoted to straight 'business"—and it

was needed.

Monday afternoon saw a clearing of decks in the ac-

ceptance of reports covering every phase of the associa-

tion's work up to date. With all necessary information

thus on hand the convention was able to turn its face to

the future, debate thoroughly, and decide on a multitude

of points of policy which came up in the shape of resolu-

ttrrns. These, in fact, occupied the majority of the time

of the convention. There was no stifling of debate.

F.veryone had ample opportunity to express his opinion

on every subject that came up. If there were anything to

be regretted in this connection it was that more did not

take part in the discussions. It is possible, however, that

many comparatively new members felt hesitant about ex-

pressing opinions, and that these will have lost that feel-

ing before the next convention in Winnipeg.

The tedium which one usually associates with con-

ventions was entirely lacking in this. For one thing, none

of the three convention sessions lasted quite three hours;

while added to this was the fact that there was so much
variety and interest about the business brought up that the

time passed with amazing speed.

Xor was the convention as a whole bored with iengthy

discussion of topics in which sections of it had no interest.

Two sectional meetings of the watch inspectors, one of re-

tailers, one of wholesalers and manufacturers, and sev-

eral of small committees and of the executive threshed

out the particular matters in which these were interested

so as to occupy as little time as possible in the main con-

vention sessions.

Winnipeg will have the convention next year and no

doubt will wear the honor well. With the enthusiasm

displayed in the western provinces, it was not kss than

proper that the convention should have gone west, and
the wisdom of the decision will be fully confirmed by the

warmth of the Winnipeg welcome. It now behooves
every jeweler in the Dominion to join up with his district

association, to see to it that a provincial convention is

held this year in his province, to make fast all the ad-

vantages that have been gained during the past year and
to ensure that there shall be no retrogression in the cam-
paign for the achievement of higher standards. The
question is in the hands of the retailers to a very large ex-

tent ; let them see to it that the result is assured, for the

betterment of their business, their homes and their

country.

MONDAY'S SESSION
The opening session of the convention was called to

order promptly on the hour by the president, and although

many out-of-town delegates were held up by the storm,

over 200 members were already in attendance.

Following the reading of the minutes of the first exec-

utive meeting, the annual addresses and reports were
given, including those of the president, the honorary

treasurer, the secretary-treasurer, the provincial vice-

presidents, and the horological committee, which will be

found on another page.

The report of the nominating committee was not yet

ready for presentation to the meeting, but with the intro-

duction of the first of the resolutions the convention

swung into its real stride.

These resolutions, which were not presented in the

shape of a committee's report but were rather a collection

of suggestions from district and provincial associations,

were put before the meeting on printed form on a leaflet

enclosed in the programme, by virtue of which proceeding

much time was saved and misunderstanding avoided.

The first of these, moved by Mr. R. J. Roger of

Kingston, and seconded by Mr. E. J. Letellier of Me-
gantic. Que., was one of the most important to come be-

fore the convention, and resulted in a deputation being

despatched to Ottawa on Wednesday, to confer with Sir

Renry Drayton. It read as follows:

The members of the jewelry trade of Canada in con-
vention assembled, desire to place on record their appre-
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ciation of the magnificent service rendered by the Finance
Minister of Canada and his colleagues in handling the tre-

mendous financial problems created by the great war in

such a manner as to preserve the credit of the country and
maintain it at as high a standard as may be found in any
other country of the world.

While appreciating the necessity of securing a revenue
adequate to meet the enormous commitments imposed by
the war, they further desire to express the opinion that

the excise tax of ten per cent, at present levied on articleg

of jewelry is unsatisfactory, illogical and discriminatory,
prejudicial to the jewelry trade and not sufficiently reve-

nue-producing to justify its existence.

The jewelers of Canada therefore beg to submit that,

in their opinion, the War Revenue Act of 1917 should be
repealed and that if a tax on business be deemed im-
perative, there should be substituted legislation imposing
a revenue tax that will apply uniformly to all business

transactions and to all commodities, foodstuffs alone ex-

cepted. Such a tax should apply to every business and
profession, including transfers of real and personal prop-

erty, board of trade and speculative transactions, and all

sales of merchandise, being based on the annual turnover

of each business. Being evenly distributed, it would be

only slightly felt by the consumer and would be readily

absorbed by the manufacturer, wholesaler or retailer. An
extremely small tax would produce a very large revenue

and its amount could easily be regulated according to the

requirements of the Government.

Mr. Rodger drew the attention of the meeting to the

fact that the excise tax in question had brought only

$698,000 to the treasury. What, on the other hand, might

not the income be if only a quarter of one per cent, were

put on all business instead of ten per cent, on jewrelry

business?

Mr. E. P. Sternberg, Toronto, suggested in this con-

nection that the existing lack of harmony in the collec-

tion of this tax should be brought to the attention of the

government. In Toronto, he stated, it was the custom to

collect it on the gross amount, not allowing for cash dis-

counts, while in other places that he knew of it w&s col-

lected on the net values.

He also pointed out that the man who both imports and

maniiifactures was put to considerable inconvenience

:

since in the case of imports the tax must be paid on en-

tering the country, and in the case of goods manufactured ,

at home it is paid when these are sold. The stocks, there-

fore, must not be mixed, and this care involved no small

amount of extra work.

Mr. A. S. Levy, Hamilton, suggested the appointment

of a committee to explain the matter fully to the Minister

of Finance, and then pre.^ent for his consideration the res-

oKition adopted by the convention.

Mr. Thomas Roden, Toronto, stated that he had met a

French-Canadian senator in the corridors of the hotel a

short time before, who had hinted to him that the jewelry

business might be one of the first businesses attacked in

any legislation of the sort.

"The manufacturers of necessities will be second—you

will be first," this man had told him.

He thought it better, in view of this, that if a com-
mittee were sent to Ottawa it should not be sent with

hands tied but should be left free to take whatever action

it might deem best.

'Mr. Stuart H. Lees, Hamilton, suggested that the con-

vention might adopt the resolution as it stood, but leave

it to the committee to present as it might see fit.

Mr. Roden then moved as an amendment, seconded by

Mr. Lees, that the convention adopt the resolution with

the proviso that the committee appointed to wait upon Sir

Henry Drayton be empowered to vary its terms as might

be deemed advisable. This was carried.

The president then appointed a committee to confer

with the Finance Minister, a report of whose trip will be

found on another page.

Mr. Rodger also moved, seconded by Mr. R. E. Gunth-
er, Toronto, the adoption of the following resolution:

Whereas the Board of Customs of Canada has, on all

invoices of jewelry entering Canada, compelled the pay-
ment of duty upon the 5 per cent, luxury tax levied in the
United States, despite the fact that such tax is paid by
the ultiinate purchaser and is not a proper charge upon
the goods at the time of shipment, be it

Resolved that the executive be instructed to take such
further steps as it may deem necessary to have this un-
justifiable impost on the jewelry trade removed and that,

failing to secure redress from the Ottawa Government, it

be authorized to enter an action in the Exchequer Court
to test the legality of the order issued by the Board of
Customs.

Mr. Gunther remarked that he felt the injustice of the

Customs Department's ruling in this matter so keenly

that if the legal expenses of fighting the case were too

great for the association, he would gladly be one of a

number to bear privately a share of the balance of the

expense.

Mr. J. J. Nolan, Toronto, considered that this question

might well be left to the executive, as its attitude mu.st be

governed largely by what took place at Ottawa.

Mr. Levy thought that it could be left to the commit-

THIS 15 THE REASOM FOR MON-
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tee appointed to interview the Finance Minister, and that

in case this body received no satisfaction the exec-

utive should instruct the secretary to make a small impor-

tation of goods, on which the case could be fought.

"The amount of money involved is very small," said

Mr. Ammon Davis, Toronto. "But what we are objecting

to is not the money but the principle." He added that
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the trade niigbt yet have to defend itself against the at-

tacks of those who never took the trouble to understand it,

and to let them off unchallenged in this matter would give

them the opening advantage.

'Mr. T. A. Dickens, Toronto, considered it very fool-

ish to enter into litigation on a question involving so

small a cost to the trade. The president pointed

out, however, that the matter had already been

thoroughly threshed out with the authorities at Ottawa,

FRIEMDBIILOMTHEJOB.

and the injustice of the present ruling urged upon them in

every possible way. It would not be well in view of tliis

to let the matter drop.

It was moved by Mr. Le\y and seconded by Mr. Roden
that the resolution be concurred in ; that the committee

already appointed be empowered to take up the question ;

and tiiat, lacking satisfaction, action be taken through the

office of the secretary to test the legality of the tax. This

was carried.

The need of funds for carrying on a general publicity

campaign for jewelry was emphasized by Mr. R. J. .\.blis,

Toronto, in the introduction of the following resolution :

This convention desires to go on record as approvinK
of the step.s taken by its executive in endeavoring to secure
co-operation with the National .Jewelers' Publicity Asso-
ciation of the United States in the matter of publicity for
Jewelry and requests that further consideration be given
the subject and a canva.ss for funds be made of the entire
trade, if it be deemed "desirable to enter upon an adver-
tising campaign in Canada.

Mr. A. L. Wheatley. Regina. considered that the ex-

pense of such publicity should be borne out of the funds

of the association instead of canvassing for a special

fund, and moved an amendment to this efifect. It was
pointed out, however, that the fnuds of the association

were entirely incajjable of meeting the expense which
would be necessary, and the amendment was not second-

ed. The original motion was adopted without further

debate.

No discussion arose out of the resolution regarding
the approved accounting system for jewelers, proposed
by Mr. Wheatley and seconded by Mr. Harry Greene,
Dartmouth, N.S., as follows:

The Canadian National Jewelers' Association congratu-
lates the executive ujion the progress that has been made
in the matter of securing the privilege of using the ap-
proved accounting system for jewelers to be issued by the
Research Bureau of the American National Retail Jew-
elers' A.ssociation and urges that everything be done to
further the negotiations so that the system may be made
available at as early a date as possible.

Mr. A. C. Skinner, Shet^brooke, read the resolution ad-

vocating the adoption of a uniform guarantee for watches,

and while formally moving it, seconded by Mr. E. .S.

Cole. .Niagara Falls, he thought that the wording of the

guarantee itself should be altered, and suggested that this

be left to a small committee. He approved, however, the

jjreliminary part of the resolution, reading as follows:

Whereas certain differences exist in various parts of
Canada with reference to the form of guarantee given with
new watches and clocks and on repair work, and

Whereas it is desirable that a uniformitj of practice

should exist in this regard, therefore be it

Resolved that this convention urges ui>oii its niembers
and the entire jewelry trade of Canada the wisdom of

giving only a standard form of guarantee on the sale and
repairing of wa^tches and clocks in the following terms:

^- Mr. C. Q. Ellis, Toronto, agreed only with the prin-

ciple of reducing the length of guarantee, and did not

think that any standard form should be adopted. He
moved an amendment that no exact form of wording

should be submitted.

.Mr. Skinner pointed out that uniformity of guarantee

was not an untried expedient except in the jewelry busi-

ness, and considered that it should be satisfactory in this

business as it had proved itself to be in others.

Mr. Roden emphasized that in Toronto it had become

a necessity, in respect to the reduced length of guarantee.

on account of the agreement which had been reached

with the watch repairmen. He contended that the thing

to aim at was the ultimate elimination of guarantee,

drawing attention to the fact that repairs to plumbing or

to motor cars were not guaranteed.

The debate became general, and it was obvious that

opinion was not divided along a definite line, but that

various degrees of opniion prevailed. These varied all

ihe way from outspoken support of guaranteeing watches

for a year, or even longer, to the ab.solute elimination of

guarantees. They were also both for and against the

piece work system, the adoption of which in Toronto had

.iccompanied the reduced period of guarantee on repairs.

Mr. George Palmer. .Montreal, wanted to know how 40

per cent, of jewelers who comprised the association ex-

pected to be able to compete with short guarantees against

the 60 per cent, who had not yet come into the associa-

tion.

"If the 40 jier cent, do it. the 60 per cent, will fall in

line." replied Mr. Ciunther.

%im
Tn answer to this, Mr. Letellier read a hand bill issued

by a jeweler in the Province of Quebec in which his

prices for repairs—at absurdly low figures—were quoted

in contrast with the minimum repair price list adopted by

one of the district associations.

Mr. George J. Vanston, Toronto, was called upon for

an opinion, and vigorously supported the adoption of a
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standard form of guarantee for a reduced period. In

reply to Mr. Palmer's point he offered it as his opinion

that the 40 per cent, of dealers comprising the association

sold 75 per cent, of the watches sold in Canada, and there-

fore had little to fear from the remainder, so long as they

acted as a body.

He doubted, moreover, if tiie small watch of to-dav

would run a year without attention. In his opinion it was
incapable of holding sufficient oil for this. Why then

should the jeweler guarantee it for that perioid? Rather
than cutting their own throats in adopting a uniform and
shorter period, he thought they would be saving their

"This is one of the advance steps," he said, "and while
lives.

u may not come now it vvil

sear guarantee is obsolete."

come eveiUualh, The out

Other suggestions by various members were that "sat-

isfaction" only should be guaranteed; that a form of time
guarantee should be hung in the shop, but not handed out
to customers; that it should be verbal only; that watches
>h()uld be graded for purposes of guarantee, etc.

The president, however, suggested that as time was
growing short, and as the substitute form of guarantee
could not be presented until the following day, Mr. Ellis

should withdraw his amendment, and further discussion

of the problem be deferred until Tuesday. This was ac-

cepted by the convention, which adjourned for the evening.

THE SECOND DAY
Business resumed on Tuesday morning at the point

w here it had left off the previous afternoon. Mr. Skinner

brought in the following as the form of guarantee recom-

mended to the association

:

NEW ARTIOLiES.

Clock (or watch) No. is guaranteed ai<aln»l

original defect and to keep satisfactory time according to

its grade. Any such original defect or unsatisfactory ser-

vice whiich may develop within three months shall be
made good without charge, provided the article has not
been subject to misuse.

(Signed)

Mr. C. y. Ellis at once took exce])lion to this on the

ground that if a watch were to be guaranteed against

original defect the guarantee should not be limited to

three months, holding that it might take such defects six

months or a year to show up.

Mr. Roden wanted to know what the custoiii was in

the United States. The president replied that the inclina-

tion across the line was not merely to cut down guarantees

but to do away with them. He applied for confirmation

of this to Mr. Everts, who, in company with Mr. W. M.
Birks. Montreal, had been invited to a seat on the plat-

form.

"We just guarantee satisfaction,'' replied Mr. Everts.

The resolution, with the amended form of guarantee

provided by Mr. Skinner, was put to the con\-ention and
adopted.

.\s in its new form the guarantee ap|)lied only to the

Xv^^
////Ml --mW/i"-^'^

sale of watches and clocks. Mr. W heatley brought in the

following to cover repairs

:

REPAIRS.
The following repairs to watch (or clock) No. ai-«

hereby guaianteed for three months from da.te, provided

the article has not been subject to misuse.
(Signed)

Repairs

Mr. Gunther suggested that voting on the resolution be

confined to retailers, as in this instance they alone were

interested.

Mr. X'anston thought that it might lead to difficulties

to give each customer a written guarantee on repairs,

and proposed that either the undertaking be printed on

the receipt stub given the customer bringing in the repair,

or that it be prominently displayed on a card above the

repair counter.

Mr. Wheatley. however, urged that something more

definite was needed for a time at least in order to educate

customers to the three months idea and give them to

understand that the year guarantee was no longer the

thing.

"The -most important feature of this is the publicity

end of it," declared Mr. W. G. Young, London. "The in-

tention back of it all is to establi.sh the idea that the

guarantee principle is wrong. Following out Mr. Van-

ston's suggestion, would it not be a good idea to have a

number of forms printed and distributed to be displayed

prominently in the stores. We might also insert ads in

the papers calling attention to the fact that this is the

attitude of the jewelry trade under existing circum-

stances."

Mr. Letellier agreed, believing that any watchmaker

or jeweler could convince his customers with such a card.
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and Mr. Levy suggested that the association have copies

struck off and distributed to its members.

Mr. Palmer expressed opposition to the three months'

limit, maintaining that aside from wrist watches, if a

watch were properly repaired the jeweler should have

no hesitation in guaranteeing it for one year. He felt

that to contend against a year's guarantee by non-sub-

scribing members of the trade would mean loss of cus-

tomers, who might regard it as a "hold up" game.

The president pointed out that the association was not

out to deal unfairly with the customers, but that it was

just as necessary to deal fairly with employees as with

customers, and to be fair to themselves. This, he said,

was all that the association aimed at in limiting guar-

antees.

Mr. Palmer agreed with the principle, but considered

that such steps as this left the door open to the assump-

tion by customers that they were not being fairly dealt

with. He preferred that they should avoid even the ap-

pearance of evil.

The proviso "that the article has not been subject to

misuse," which did not appear in the original form, was
added at the suggestion of Mr. Ammon Davis, and in this

shape it was adopted without further detate.

With the addition of the words "as far as possible," as

suggested by Mr. Gunther, the following resolution, in-

troduced by Mr. W. J. Jackson, Edmonton, was adopted:

Whereas Canadian funds are at a heavy discount in

New York at the present time on account of the balanc*
of trade being strongly against Canada,

This convention places itself on record as highly recom-
mending to every member of the trade the policy of pur-
chasing as far as possible only -goods made within the
Empire, as this provides the sole means of reducing the
trade balance and restoring Canadian funds to their

legitimate position.

Mr. Young wanted to know, in this connection, wheth-

er the manufacturers felt justified in raising their prices

to agree with the exchange rates between Canada and the

United States.

Mr. R. Raphael, Toronto, stated that they did not take

the exchange rate into consideration at all. The. pro-

cedure of price-.fixing he outlined as follows: cost of

gold, so much; cost of overhead, so much; cost of labor,

so much
;
profit, a certain percentage on these costs. From

this the price was determined without regard to the ex-

change rate, and not for a minute were the manufacturers
trying to take advantage of the present situation.

He thought it would be much better if the retailer,

without any resolutions on the subject, would use his own
discretion—compare prices in the United States and Can-
ada, allowing for the exchange he would have to pay on

American goods, and decide for himself whether or not he

should buy goods at home.
Mr. J. C. Strachan pointed out in turn that so far as

gold was concerned the manufacturer had to pay exchange
on it even when it was procurable from the mint at Ot-

tawa, as well as at present when it was obtained from
New York. But as various articles differed in the pro-

portion their gold content bore in relationship to their

total cost, the increase in their price due to the premium
on gold would also vary. The value of one article might
consist largely of the labor involved in producing it and
very little in the value of the gold. In such a case even

-one per cent, advance in price to cover the premium on
gold might be an extortion. Another article might possess

a value composed largely of its gold content, and might
require a 3 or 4 per cent, advance in price to cover the

premium.

From which, he said, it could l)e seen how impossible

it was to put on a flat rate of increase.

Mr. Roden pointed out that not only were materials

going up, but manufacturers were almost daily faced with

demands for increased wages.

"It may not be generally known to the retailer," sai<l

Mr. Sternberg, "that most of the component parts of jew-
elry are imported, and are therefore subject to the adverse
exchange rate, which becomes a part of the cost of the

materials. Even when gold is not imported we have to

pay the exchange rate to the government. In the case of

gold filled goods the base metal from which they are made
is imported."

"I felt well satisfied of this when I asked the question,"

replied Mr. Young. "I asked because this is the place to

ask questions, and it would be a pity if any retailers went
away without having heard the explanations just given
us by the manufacturers.

"We retailers ought to support first the men of our
own town, then the men of our province, then of the Do-
minion, then Great Britain, and finally the United States."

The resolution was adopted.

The balance of the morning session was given over
to the address by Mr. Everts, reported elsewhere in this

THE WORLW HIGHEST PRICED 5/lLEW.

issue, which was listened to by the largest attendance of

any of the convention sessions.

Before adjournment, the president announced that the

executive had decided to have the whole proceedings of

the convention translated and mailed to French-Canadian
jewelers in their own language. Mr. Letellier expressed

thanks en behalf of himself and his co-lingualists.

An extended luncheon recess, lasting until nearly four
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o'clock, was made use of in a number of ways. Retail

delegate? gathered to discuss repair and engraving mini-

mum price lists; manufacturers and wholesalers met at a

luncheon to consider the question of policy as applied to

covering themselves on the increased cost of gold due to

exchange, and also to discuss uniformity of cash dis-

counts; railway watch inspectors met and discussed the

question of remuneration with the chief time inspectors of

Grand Trunk and C.P.R. ; and out-of-town delegates

whose time was not too fully occupied in any of these

activities were treated to a sleigh ride about the city as

guests of the Montreal District Jewelers' Association.

At the meeting of retailers, Mr. Young, who took the

chair, explained that it was the intention ultimately to

have a uniform repair price list for the whole of Canada,

but that the present suggestion was to divide the country

at the head of the lakes.

Copies of the proposed Ontario Minimum Price List

were distributed, and Mr. Letellier moved that this list be

adopted for the eastern section of Canada.

Mr. M. E. Knox, Picton, took the stand that as the

list was a minimum, and could be exceeded by any dis-

trict or provincial association, or individual jeweler wish-

ing to do so, there should be no objection to adopting it

for the whole of Canada. He moved an amendment,
therefore, that the list be recommended as the minimum
standard for the entire C.N.J.A.

Western members took no exception to this when it

was pointed out that it in no way minimized their privilege

to set their own minimum lists at a still higher scale to

agree with higher costs in the West. The amendment
carried.

Engraving prices, owing to the greatly varied scales

obtained by the trade shops in different parts of the coun-

try, presented a much more difficult problem. The only

immediate decision that could be reached—which was
more in the nature of a palliative than a solution—was on
the motion of Mr. Ben Chapman, Toronto:

"That it be recommended to the association that prices

for engraving be fifty per cent, in advance of the trade

price lists in the different districts on jewelry brought in

to be engraved."

After considerable random discussion this was adopt-

ed. But just as the meeting was breaking up Mr. Wheat-
ley suggested that the executive be asked to take up
through the secretary the problem of obtaining greater

uniformity in this respect; and that an effort be made to

persuade the engravers of the Dominion to get together

and decide on uniform price lists.

The result of this meeting was brought before the

convention en re-assembly in the shape of amendments
to two resolutions already on the tapis. While the con-

vention did not formally adopt the price list recommend-
ed to the trade by the meeting of retailers, it s,truck from
the original resolution the phrase- dividing Canada- into

two sections and adopted the following

:

Whereas the establishment of an adequate price list on
watch, clocli and jewelry repairs has been receiving the
attention of many district and provincial associations, and
whereas the adoption of a uniform minimum list through-
out Canada would work to the best advantage of the trade,

be it therefore
Resolved that this convention recommend to the Pro-

vincial Associations the adoption of standard repair price

lists.

Mr. Chapman's resolution with, regard to engraving

l^rices was added to the printed resolution discountenanc-

ing the practice of free engraving, the whole being adopt-

ed without discussion in the following shape:

Whereas the practice of doing engraving without
charge has been eradicated in many parts of Canada, and
whereas with the increased cost of doing business, th«
viciousness of the practice is becoming more apparent
daily,

This convention places itself on record as being of
opinion that the time is now ripe for its entire abandon-
ment and recommends to all district and provincial aeso-
ciations that a charge be made hereafter for every item
of engraving done in the course of business.

It is also hereby resolved that the minimum price for
engraving be 50 per cent, in advance of the engraving
shop price list, and that all engraving be charged for on
a basis not lower than this.

In this connection the president announced that the

Birks firm had agreed to abolish free engraving, which
meant that now all the big catalogue houses in both East-
ern and Western Canada were in line. In all cases the

practice would have to continue until the issue of their fall

catalogues, but after that time the small retailer would be
supported by the jewelry mail order houses in his effor.

to eliminate free engraving. The announcement was
greeted with applause.

Mr. L. E. Wellner, P.E.I. , moved the following, which
nas adopted

:

Whereas the Province of Ontario is apparently th«
only province of the Dominion in which proper legislation
has been enacted dealing with the disposition of goods
that have been left for repairs and are uncalled for.

This convention recommends that the various Provin-
cial Associations bring this law to the attention of their
legislators and endeavor to have similar legislation adopted
in their provinces.

Mr. J. F. Galster, Toronto, stated that there was an
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act in Saskatchewan which made it cheaper and mure fa-

cilitous for the jeweler to dispose of such goods than did

the Ontario act. On the suggestion of Mr. Arthur Row-

land. Winnipeg, it was decided that the secretary should

obtain copies of this act and have them sent to e ch of

the provincial associations.

The ninth resolution on the printed list w:is in a form

which the mar.ufac'.urers and wholesalers considced not

entirelv fair to them. It came u\) at their luncheon under

MR. BEN CHAPMAN.

the discussion of the method for charging exchange on

gold goods, reported elsewhere, and was brought before

the convention and adopted in amended shape as follows:

Whereas some wholesalers and manufacturers have

adopted the practice of adding a certain percentage to

their invoices, ostensibly for the purpose of coverinir the

extra cost of sold due to the exchange situation, be it

Resolved that this association recommends that the

manufacturers and wholesalers confer with the object of

arranging a basis on which the matter of covering ex-

change can ho settled in a fair and uniform ma.nner.

One of the resolutions on the list proposed a uniform-

ity of fees in the various district and provincial associa-

tions, favoring a sliding scale of dues based on the val-

ues of the stocks carried by retailers. It also advocated

the adoption by provincial associations of the principle of

])Ooling railway fares of delegates. As the question of

fees was to be taken up later under a proposed amend-

ment to the constitution, it was decided, on the suggestion

of Mr. Wheatley, to drop the first part of the resolution.

The remainder was adopted without discussion as follows

:

This convention looks with favor upon the idea of pool-

ing all railroad fares of delegates to Provincial conven-
tions, with the aim of securing the attendance of members
living <it a distance from the convention city, and recom-
mends consideration of this plan at all district and pro-

vincial gatherings.

The resolution discountenancing the ])ractice of mak-

ing valuations on jewelrx was not, in its existing shape,

entirely satisfactory, and an amendment was brought in

l)v Mr. A. R. Cuff, Toronto, the resolution being finally

adopted as follows:

Whereas the practice of making valuations of goods
purchased in other stores has been prevalent among retail

jewelers and has greatly retarded the growth of friendly

co-operation be it therefore

Resolved that this association strongly condemns the

practice of making such valuations and urges all retail

jewelers to refrain therefrom.
Provided that appraisals may be made for banks,

estates or private individuals when the goods are left in

the custody of the jeweler for a careful estimate and a

-charge is made of 1 per cent, of the value on goods valued
at $n,000 or less, and % of 1 per cent, on goods valued in

excess of that amount, with a minimum fee of $2 and an
extra charge, over and above this schedule, if the stones

have to be taken from the settings.

.Moved In Mr. \olan, seconded by Mr. Sternberg, that

thi> also apply to wholesalers.

A resolution commending the action of those whole-

salers and manufacturers who have eliminated the prac-

tice of retail selling was introduced by Mr. Ammon
Davis. Mr. Nolan pointed out a few of the difficulties

that might arise in the enforcement of such a rule, but as

it had already been tried successfully by a number of

firms the convention adopted the resolution in the follow-

ing shape

:

That this convention place on record its appreciation
(if the action of those manufacturers and wholesalers who
have abandoned the practice of selling goods at retail, and
desires to imipress on district and local associations the
necessity of having all other such firms conform to the
same commendable policy.

The resolution introduced by W. G. Young and sec-

onded by Mr. Rowland, voicing the thanks of the visiting

members for the entertainment provided them by the

Montreal District Jewelers' Association, was enthusias-

tically carried with three cheers and a tiger and the sing-

ing of "For They .\re jolly Good Fellows.'" It read as

follows:

That the warmest thanks of evei-y member in attend-
ance at th<> convention be tendered to the officers, execu-
tive and members of the Montreal Diistrict Jewelers' Asso-
ciation for their generous hospitality and for the unique,
continuous and varied entertainment that has been
provided.

Other resolutions adopted, without debate, were

:

Whereas the object of the association movement In the
jewelry trade is the elevation of business standards and

Whereas the practice of retailing goods at varied prices
according to the .standing and persistence of customers la

immoral and unfair to the public, be it therefore
Resolved that this a.ssociation strongly endorses the

practice of establishing a one-price system for all custom-
ers in retail stores and urges its members to refrain from
qtioting discounts under any circumstances.

Whereas the cost of doing business has been greatly
enhanced during the past few years with a consequent
dislocation of the relation between the retailer's overhead
and mark-up.

This convention urges upon all dlstriViutors of nation-
ally advertised products, w^hich are sold at fixed prices, to

so readjust their price lists as to jirovide a fair profit for

the retail trade.

This convention places itself on record as commending
the efforts of its executive in co-operating with the Retail

Merchants' Association to secure amendments to the False
Advertising Law in order to render it more effective; an<J

also its effort to have the inspector under the Gold and
Silver Marking Act authorized to initiate prosecutions
under the said law, and request the executive to continue
to press for the attainment of its object.

Whereas the practice of loaning watches to customers
cannot be justified under any circumstances as a matter of

business, except in cases where contracts with railroad

companies require it.
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This convention recommends the immediate abandon-
ment of the practice wherever it still is allowed to exist,

and urges that all district and local associations make a
strong effort to have their members comply with this

recommendation.

Whereas experience has demonstrated that daylight

saving is of very great value to any community by reason

of the saving in light and pover that is thereby accom-
plished and

Whereas it has proven of incalculable benefit to thous-

ands of workers who were thereby enabled to enjoy the

pleasure and benefit of outdoor exercise for an additional

hour each day during the summer months, therefore be it

Resolved that this convention strongly endorses the

principle of daylight saving and instructs the executive

to have an appeal directed to the Government at Ottawa
praying that the daylight saving legislation be re-enacted.

That the thanks of the jewelry trade of Canada be

tendered to the official publication of the trade, "The
Trader and Canadian Jeweler," for its untiring, able and
effective efforts on beihalf of the best interests of the trade,

especially in connection with the organization movement;
and that it be commended to all interested in the Canadian
trade as entirely worthy of their support.

Considerable debate took place over the proposed

amendment to the constitution revising membership fees.

The amendment proposed

:

That article four of the Constitution be amended by
altering the provision regarding wholesalers to read as

follows: Wholesalers with fewer than 25 employees, $25.;

with 2 5 or more employees, $50.; also by altering the pro-
vision regarding retailers to read: Retailers, with ten em-
ployees or less, $5.; with more than 10 and less than 25

employees, $15.; with 25 or more employees, $25.

That the proviso to article four be stricken out.

Mr. Skinner thought there should be a fourth classifi-

cation for small jewelers, whereby those with fewer than

five employees might be accepted for $2. Mr. Wheatley
was opposed to this. In the West, he said, it was the

small jeweler who had proposed and adopted the increase

in fees.

Mr. Skinner made it an amendment, seconded by Mr.

J. C. Brouillette, that the scale of fees be as follows for

retailers: with fewer than five employees, $2; with five

or more, but fewer than 15, $5; with 15 or more, but

fewer than 25, $15; with 25 or more, $25.

Mr. Knox, of Picton, rushed to the other extreme with

an amendment to the amendment that the scale of fees

proposed by the executive be doubled. There was no
seconder, however.

Mr. Yotmg moved an amendment to the amendment
that $5 be added to each of the fees in the scale proposed
by the executive, this extra amount to be divided, $2 go-

ing to the district association in which membership is

taken out, and $3 to the provincial association.

The president pointed out, however, that the C.N.J.A.

had no authority to determine what fees the district and
provincial associations should demand from their mem-
bers for their own uses.

Without further debate, Mr. Skinner's amendment was
put and defeated. The original, as given above, was then

l)ut to the convention and adopted.

Other amendments to the constitution were adopted

as follows:

That article three of the constitution be amended by
the addition of the following clause: "Wherever a district
or provincial association has been organized, all applica-
tions for membership from such territory must have the
approval of the executive of the district or provincial as-
sociation. In cases where no organization exists, appli-
cations must be approved by a membership committee to
be appointed for such purpose."

That Article Seven of the constitution be amended by
adding thereto after the first sentence the following para-
graph: "It shall be required of every delegate in attend-
ance at the annual convention of this association that he
deposit with the reception committee of the host city a

registration fee, the amount of which shall cover the cost,

per cover, of the annual convention dinner."

One which proposed that the annual meetings be held

in June hereafter failed to receive the support of either

the executive or any of the members, and was dropped.

The election of ofiicers then took ])!ace, the slate being

accepted without discussion or qualification.

Hardly had the president finished announcing that

MR. J. F. MURPHY,
Secretary-Treasurer, M.D.J. A.

proposals for the next meeting place of tlie convention

were now in order when Mr. Arthur Rowland was on his

feet extending an enthusiastic invitation from the city of

Winnipeg. Mr. L. H. Levi, also of Winnipeg, seconded,

and the motion was carried with a burst of applause.

Mr. Young then brought in his ideas regarding mem-
bership fees in the shape of a resolution, "that this con-

vention strongly recommend that the district associations

collect $5 above the fees of the C.N.J.A., $3 to go to the

provincial and $2 to the district associations."' This was
carried.

A last-minute resolution was also adopted, that the

jewelry repair price list, now under consideration by a

committee, should be recommended by the executive to

the members of the association when completed.

A resolution of thanks was passed to the senders of

the many telegrams and letters with which the convention

had been bombarded.

The convention then adjourned, to gather an hour later

at the banquet tendered the visitors by members of the

Montreal District Tewelers" Association.

The illness of Gordon McLaren, of Hamilton, was
most untimely, as he had all arrangements made to leave

home when he was suddenly stricken. As a most valuable

member of the executive, his absence was doubly regret-

table, and the warm applause that greeted his telegram of

greeting evidenced the regard in which he is generally

held.
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The New Idea of Service

Being a More or Less Impressionistic Report of the Address of Mr. A. A. Everts.

FOR a good part of the Tuesday morning session Mr.

A. A. Everts of Dallas, Texas, President of the

National Retail Jewelers" Association of '.he United

States, remained patiently seated on the platform beside

President M. C. Ellis, of the C.N.J.A. Now and then some

question was referred to him for information as to '"how

you do it in the States," in which cases his replies were

brief and to the point. As the time drew near for his

address, the crowd in the auditorium grew increasingly

large, and by the time the president called an end to busi-

ness for the morning nearly every seat was taken.

The ovation which greeted the introduction of the

speaker, however, must have penetrated to far parts of the

hotel, since a number of stragglers put in an appearance

i'mmediately afterwards, determined not to miss the event

of the day.

The recognition given the

C.N.J.A. by Mr. Everts in

coming so far to attend the

convention of the Canadian

trade, said the president, was

an honor of which the asso-

ciation should be proud.

Nothing that he could say

would express adequately

their appreciation of this.

The convention made an

honest effort to express its

appreciation, however. Some-

one started "See Him Smil-

ing," in which the rest

joined with great gusto, and

the song ended with a spon-

taneous and protracted out-

burst of cheering, which

spoke more fluently than

words could have done.

''That's a .sore point with

me," Mr. Everts told the

audience when at last he had

a chance to make himself

heard. "This face of mine

would ruin 'me unless 1 kc])t

a smile on it all the time."

.•\nd then, having put 'lis

hearers into smiling good
humor, he proceeded to blarney them into an even more

amiable frame of mind by intimating that while he had

come to the convention prepared to dispense information,

he had heard so much since arrival concerning what the

Canadian jewelers were doing, that it would be necessary

to adopt more of a receptive mood, to take back with him

what he was learning in Montreal.

"We in the States have had thirteen years of organi-

zation," he stated, "and it seems to-tne that compared with

what we have done you are growing by leaps and bounds."

He remarked on the change that was taking place in

the attitude of the jewelers to one another—due, of course,

to organization. Formerly there had been jealousy; but

now they were getting together, and each one'was discov-

ering what splendid felows the others were.

This, however, was not the only use of organization.

There was a greater. It was the service which the jew-

eler could render to humanity—a service which could be

accomplished only through unity of aims and ideals, which

MR. ARTHUR A. EVERTS. OF DALLAS. TEXAS.
President of the American National Retail Jewelers' Association

in turn necessitated organization. "If aynone has the op-

portunity of being a real blessing to the country, it's the

retail jeweler," he said. "If we cannot be of service to

humanity we have no excuse for existence."

Then, while his hearers were beginning to wonder
what this great service could be, Mr. Everts started in to

outline it. The almost revolutionary doctrine he pro-

pounded—that the jeweler would be doing a man a favor

t© make him spend money on jewelry—was so daring that

even tlie most enthusiastic jewelers present could hardly

restrain a feeling of surprise. As the address continued,

however, surprise gave place to interest, and this in turn

to enthusiastic appreciation and endorsement of the

speaker's views. Not a man present but' went away
with a more elevated conception of his own business and

its high place in the economic
scheme of things.

The pith of this surprising

new doctrine was this: that

it was morally the duty of

the jeweler to educate the

public to the purchase of the

best and most enduring

among the beautiful things

of life—jewelry, the best

jewelry, if possible, rather

than things of the sort that

last but a short time.

"You are not really a

man's friend," he said by

way of illustration, "if you

sell him a cheap watch when
he can afford to buy a better

one—which will give him

better service, and of which

he can be more proud."

If jewelers would get to-

gether and adverise, he con-

tinued, giving their wares the

publicity that was really

reeded and selling people the

things they should have,

then they would be doing

something worth while for

the world. He thought it a

shame the way jewelers for

generations had let people fritter away their money on

luxuries other than jewelry—things which do not last

—

when they should have been sold jewels and articles of

gold and silver, things which would be a permanent joy.

The advent of the automobile industry, and the im-

mense sums which people had found themselves able to

invest in cars, had provided striking proof of the oppor-

tunities which had been neglected by the jeweler down

through recent centuries—the billions of dollars that had

been wasted, and the millions of jewels that might have

been stored up for the children of to-day.

"If we had been faithful in our trust," said Mr. Everts,

"and doing business on a proper margin of profit, we

would be selling four or five times as much as we a;e to-

day."

In explanation of the connection between higher mar-

gins of profit and increased sales, Mr. Everts pointed to

the tremendous and constant increase in the -imount of

money the public was pouring into the clothing bnsmess,
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and the vastly improved standard of dress which accom-

panied it. Jewelers had wondered how it had come about.

Of course, advertising was the explanation, but the ques-

tion was, how did the clothiers pay for the advertising ?

Down in his part of the world the mystery had been

solved when the Government investigation brought to light

the fact that profits on shoes were from 70 to 100 per

cent.; on clothing, fro'm 100 to 200 per cent.; while on

ladies' ready-to-wear, profits ran as high as 200 to 400

f,ei cent.

No wonder the clothing trades had been able to afford

full page ads and double page "spreads" !

But how much better it would have been for the world

if the jeweler, instead of the clothing man, had been get-

ting these profits, doing this advertising, and cornering

this tremendous business ! Instead of getting in return

for their money something which gave joy for only a

season, the public would be investing the excess in

wares which would not only fulfil the same purpose of in-

creased adornment, but would do so indefinitely.

One jeweler had remarked at a convention of the N. R.

J. A. that a suggestion made at the previous year's con-

vention had been worth a thousand dollars to him.. It

was this : "Pearls keep a woman looking youthful." He
had gone back home and worked on that idea. He had

hung pearl necklaces about women's necks and asked them

to view themselves in a mirror—and they had bought the

necklaces. Not only so, but they had never regretted

their purchases.

Tihis, Mr. Everts thought, showed that the public were

open to conviction, though naturally paying most attention

to the merchant who kept his wares most insistently be-

fore their notice. I

In reality, jewelry was a preferable and economic sub-

stitute for expensive dress. If a man wore a good scarf

pin, people would forgive him for not having his trousers

pressed. Diamonds gave men an air of success
—

"in the

olden days when a watchmakers applied to me for a job

(they don't any more, we apply to them), if he wore a

diamond, ring, I would never think of ofifering to .start him
on anything less than the highest price."

Crooks, he said, were well aware of the fact that

jewelry gave them an air of respectability. He wondered
how many jewelers realized what power their wares pos-

sessed in this respect.

However, jewelry was more than a substitute for ex-

pensive clothing. It was an actual economy. For instance,

a man could wear a fifty-dollar suit with a good scarf pin

and look better than in an eighty-dollar suit widiout the

pin. And when he needed a new suit he would not have
to buy a new pin. The one piece of jewelry would con-

tinue making cheap clothes look expensive and old clothes

look like new for himself and his son and his grandson.

Similarly the diamond bar-pin would solve the problem
of the expensive gown. A good pin with a cheap gown
would "just make the gown.'' But what would a good
gown look like with a cheap pin or with none at all ?

These were economic truths. Comparatively a small

proportion of the pubHc recognized them asyet, and even
the jewelers were only beginning to realize them. "But
it is your duty," said Mr. Everts, "to inform the public so

that they can cash in on these things."

He pointed out again that informing the public meant
expensive advertising, and expensive advertising required

a good margin of profit. The conclusion was obvioiis.

What organization could do toward improving profits

had been shown in the United States. For fourteen or
fifteen years there they had been selling silverware at less

than cost. But, thanks to the organization and the

'

changes it brought, they now had a chance to make a little

on silverware, and were able to push it and persuade

people to buy it, not only as gifts, but for their own use.

In consequence, everybody benefitted—the maker, because

more of his goods were sold; the retailer, because he was

making a profit where formerly there had been a loss

;

and the public, because they were putting their money

into something which gave them joy all their lives and

became an heirloom for their children.

There should be no limit to the joy which could be

obtained from silverware, jewelry and other wares of the

jeweler. Back in the dim past some "fool jeweler" had

ordained that jewels should not be worn in the day time.

"Why?" Mr. Everts wanted to know. "Why should beau-

tiful things not be seen all the time? Why should your

wife not wear her jewels to breakfast and give you the

pleasure of seeing them then? Why should she not wear

them on the street in the afternoon, when they can be

seen by everbody ? Why should they be reserved for the

darkness when they can be seen only where there is

artificial light?"

Down in Dallas, he said, women were wearing their

jewels on the street. Outsiders, visiting the tov/n, were

given to expressing surprise. It was "dreadful," they said.

He didn't care whether it was dreadful or not—it was

charming and therefore it was right.

Here again was room for education. When people

evolved the idea that jewels could be worn at all times,

that their beauty was capable of enjoyment every hour

of the day instead of during the evening alone, they would

be more inclined to invest in jewelry.

"Millions of dollars are being wasted in Canada and the

United States, year in and year out," he exclaimed, "mere-

ly because we have not been awake to our obligation of

selling people something for their money."

The obligation, however, did not consist alone of sell-

ing people jewelry. They must sell the best the cus-

tomer could buy. He reminded them that customers were

not jewel experts, and must rely for advice on the mer-

chant. In many cases, therefore, owing to the great pro-

portion of jewelry that is bought to be given away, the

leputation of the customer was in the hands of the jewel-

er, and it was the latter's sacred obligation to hold this

reputation inviolate.

As an example, there was the young man who came in

to buy something for his sweetheart. He might be in-

clined to take something which looked good but lacked

quality. If the jeweler were content to sell him this, and
the recipient of the gift later discovered its comparative

worthlessness, the young man would drop in her estima-

tion at once—and all because the jeweler had not' forced

him to buy the best.

Before closing, Mr. Everts outlined briefly a few of

the things that the N.R.J.A. were doing.

In the educational campaign, the committee was send-

ing out ten stories a month on the average. In two
months recently 21 stories had been inserted in 480 news-
papers, obtaining a total circulation in print of over 2,-

,^00,000. Christmas advertising had been placed in mag-
azines having a circulation totalling nearly 3,000,000.

Another activity of the association was that of pro-

ducing an ideal accounting system, which would shortly

be issued to the trade. In addition to the recognized

benefits of this system, there was one that had been less

in view, but was of prime importance. It was this : that

they hoped through the working out of this system to be
able to convince manufacturers of fixed-price articles—
as nothing else would convince them—that the margin of
profit allowed on their goods was not sufficient when bal-

anced up with the rate of turnover and the overhead costs

of the jeweler.

{Coittinued on page 46.)
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The Banquet: A Brilliant Finale

FROM the moment the guests began to gather in

"Peacock Alley" it was apparent the banquet was
going to be the outstanding feature of the conven-

tion—a fitting climax to the greatest gathering in .he

history of the jewelry trade in Canada, and a more than

welcome reaction from the day's s'.ern requirements of

"business first."

Long before the time set for the commencement of

the dinner, the famous corridor outside the Rose Room

—

that haunt of fashion parades, waiters, and little trays

of tea-and-';hings—was massed with men in dinner dress,

and hazy blue with smoke. For the nonce, in "Peacock
Alley," femininity was eminently conspicuous by its ab-

sence.

Everybody was talking to everbody else—or as many
of them as happened to be within reach or earshot. If the

conversations were not more catholic than this, it was
only because of the impossibility of forcing one's way
through the crowd to join

voices with the more distant

groups. As every man in that

huge party bore on his lapel a

little black card with his name
printed thereon in letters of

white, introductions were su-

perfluous.

So quickly did the time

pass, and so loth were the

groups to break up, that the

harassed members of the en-

tertainment committee were
hard put to it to herd them into

the banquet hall. Yet the din-

ner was only a few minutes

late in starting—a delay which
the wily chef of the Windsor,
out of his long and varied ex-

perience, must have estimated

to the minute ; since the dishes

were served, each at the

height of its culinary glory,

yet without a moment's delay.

Three hundred guests just

filled the room and its fifty

tables, yet left all the space

required for comfort. It al-

most seemed as though the

convention membership had
been previously specified

in order to suit the banquet
hall. The tables, gay with flowers, white with banked-up
napery, and gleaming with silver, held in addition place

cards, song sheets and beautifully designed menu^ (beau-

tiful both as to appearance and in the gastronomic treat

they portrayed) at every diner's place—not to mention
the appetizing first course. Flags covered the walls, hung
by hundreds from the ceiling, and draped the gallery at

one end of the room whence presently the feminine guests

of the occasion (who had their own private banquet else-

where in the hotel) presently gathered to look down on
the scene and listen to the programme.

At the other end of the room an orchestra, strategic-

ally ensconced on a dais, dispensed lively airs; and hardly

had the first course been concluded when a baritone

voice rose up atove the instruments. There was a flutter

of song sheets, and the tall was set a-rolling by three

hundred lusty voices to the tune of "There's a Long,

MR. A. E
Vice-President of the M.D.J.

Long Trail A-Winding." "Oh, How I Hate to Get Up in

the Morning" followed, and then, it may fairly be said,

the party was on.

It was already late when the toast list was reached.

"The King," and "The President of the United States"

were drunk with alacrity, and the "American National

Retail Jewelers' Association" followed. Mr. A. E. Mur-
ray, vice-president of the M.D.J.A., who acted as chair-

man and toastmaster in the absence of the president, Mr.

J. A. Caron, called upon Mr. Roden to propose this.

"Men to-day," said Mr. Roden, "are judged by what
service they can render to the community and to one an-

other." He took an illustration from the address of Mr.

Everts before the convention in which the speaker had
pointed out many of the ways in which jewelers might be

of service not only to the community but to one another.

He also illustrated from the service which Mr. Everts

had rendered to the jewelry trade in Canada by his visit

and in his address. He ap-

preciated the work already ac-

complished by the American
jewelers, and the help which
• hey had extended to their fel-

.ovvs in Canada. In years to

come, he hoped, the two or-

ganizations would be found
working closely together in

the greatest harmony, and he

therefore asked the members
of the trade in Canada to rise

and drink to the American As-

sociation.

Mr. Everts in replying laid

great stress upon the world's

debt to the jeweler, delving

back into scriptural and other

history for a surprising num-
ber of instances in which jew-

els and jewelers had played

an important part in the

world's affairs.

"Why, if the Queen of

Spain hadn't soaked her jew-

els," he exclaimed, "Mrs. Ev-
erts and I would still be some-
where within the borders of

Texas trying to reach this

convention in an ox cart."

MURRAY. To-day the wares of the
A., who officiated as chair man • ,„i _ i i „„.„„ .„ ujeweler had come to be re-

garded by certain people as nothing more than superflu-

ous luxuries. But the fact remained that 25 per cent, of

the mi-rch.andiso handltl by the jeweler were absolute ne-

cessities, while 95 per. cent, were useful articles. Even
the remainder were useful to the extent that humanity

—

particularly feminine humanity—wanted them and in-

sisted on having them. They were necessary for the hap-

piness of womankind.

Down in Texas, he said, a diamond ring had become a

necessity for almost every wedding anniversary. There
was a particular reason why women appreciated such gifts

of jewelry. It was because jewels were the nearest thing

to real money among articles of adornment. And money
was what men sweated their life blood for. So it was
natural that a woman should regard gifts of jewelry as a

sacrifice of man's life blood to her. And she treasured

them for that reason.
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Even in the more practical world of business the

wares of the jeweler were still a prime necessity, even

though not generally recognized as such. ''What rail-

roads could run, what battleships could move without the

jeweler's ti'mepieces?" he asked.

.\nd what, he wanted to know, would the world do

without collar buttons

!

He hoped that the time would come when the jeweler

would 'be sufficiently independent to be able to refuse to

sell his wares to the man who was not forthy of them.

The jewelry business had been an honored trade since the

foundation of civilization. It was their privilege and duty

to make it more so than ever before.

Proposing the toast to the C.N.J.A., Mr. W. A. Birks,

as a Montreal man, took opportunity to welcome the visit-

ors to that city with its wealth of tradition and rare

blending of two great races.

MR. W. M. BIRKS,
1st Vice-President of tine C.N. J. A.

In meeting together as they were doing, the jewelers
were but repeating history. Both in France and in Eng-
land in the olden days the trade guilds had existed, and
these formed an interesting study for the men of to-ay.

Before there were freemen in the rural districts or mun-
icipal government in cities the tradesmen had got together
and formed their guilds.

He was particularly glad to propose the toast to the
C.N.J.A. in that it included the entire trade rather than
merely a section of it. It was unique in having the re-
tailers, wholesalers, jobbers and manufacturers all group-
ed together and on the same footing, although he be-
lieved that in some instances in the old davs the manu-

facturing and merchandising guilds had been known to

unite.

In days gone by the guilds had been formed before

the farmers were even freemen. And if the farmers were
going to rule us to-day (he believed they already did in

Ontario), it was a good thing that the jewelers had first

formed their organization in Canada ; for farmer govern-

ments might be expected to propose some freak taxation,

and it was therefore necessary that the jewelers should

be united for defense.

Mr. M. C. Ellis spoke briefly in reply, referring to the

assistance which had been given the new association in

its period of organization by the National Retail Jewelers'

Association of the United States.

When Montreal had invited the association to hold its

first convention in that city, the executive had been glad

to accept, feeling sure that success would attend the

meeting. Their fullest expectations had been realized,

and this was due in large measure to the efforts of their

hos'ts, the Montreal District Jewelers' Association. He took

this opportunity of expressing to them the appreciation

and thanks of the entire C.N.J.A.

Mr. T. A. Grothe, Montreal, who was introduced as a

representative of the oldest jewelry concern in the Do-
minion of Canada, spoke in French proposing the toast

to the guests of the evening. He expressed extreme gra-

tification in seeing present such a representative gathering

of men, not only from all sections of the jewelry trade

but from all parts of Canada. He had every confidence

that the association would render a great service both to

the trade and to the country.

Mr. A. C. Skinner, Sherbrooke, spoke briefly in reply,

congratulating the men of Ontario for the vision they had
shown in making the association possible, and thanking
the Montreal District Jewelers' Association for making
the function so thoroughly enjoyable for the out-of-town
members of the convention.

Mr. W. G. Young, London, was also called upon.
Things had come to a crisis in the early part of 1919, he
said, but the jewelers had had vision enough to head off

disaster through organization.

Aid. Rubenstein of Montreal, speaking on behalf of
the Mayor, who was unable to be present, welcomed the
visitors to the city.

Mr. M. C. Ellis moved a vote of thanks to the Montreal
District Jewelers' Association for the excellence of their
entertainment, to which Mr. Murray responded briefly.

At various intervals during the evening songs were
given by artists engaged by the Montreal hosts, and it

was long after midnight when at last the banquetters arose
to depart. Before they could get away, however, Mr.
Oscar Pyper made himself heard extending the heartiest
of invitations from the city of Winnipeg to all present
that they should attend the convention in the western
metropolis next year and sample the hospitality of the
prairies.

REPORT OF NOMINATING COMMITTEE.
President—Mr. M. C. Ellis, Toronto.
1st Vice-President—Mr. W. M. Birks, Montreal.
2ncl Vice-President—Mr. W. J. Barr, Toronto.
Honorary Treasurer—Mr. James Ryrie, Toronto.

Executive Committee.
Retail Section—Messrs. Norman Andrew, Winnipeg;

M. T. Ellis, Toronto; H. B. Kent, Toronto; Gordon Mc-
Laren, Hamilton.

Wholesale Section—Messrs. A. S. LevT. Hamilton; G.
\V. Reid, Truro, N.S.; Arthur Rowland, Winnipeg; Julien
Schwob, Montreal.

Manufacturing Section—Messrs. J. A. Caron, Montreal;
J. W. Millard, Hamilton; J. J. Nolan, Toronto; Thomas
Roden, Toronto.
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Sidelights of the Convention
Some of the Incidental Functions Together with a Little Gossip of the Corridors

The Ottawa Deputation

Returning from the convention, the deputation ap-

pointed for the purpose had the privilege of an hour's

conference with Sir Henry Drayton at his office in the

I'arHament Buildings. The resolutions passed at the con-

ference with reference to the excise tax and to the col-

lection of duty on the 5 per cent, luxury tax in the United

States were presented to him hy the president, with a full

and impressive recital of the injustice of singling out the

jewelry trade for special taxation, as well as ample evi-

dence of the inequality of incidence that features the

present levy. Many illustrations were also given showing
with what ease the tax on diamonds might be avoided and
what injustice was being done to the honest dealer who
scrupulously observed the law.

Sir Henry Drayton took voluminous notes of the

facts placed before him, and regretted the illness of the

Commissioner on Taxation, Mr. R. W. Breadner, with

whom he desired to take up the questions. He suggested

that some members of the deputation remain in Ottawa
for another day, so that a conference might be held, in-

cluding Mr. Breadner, but it was ultimately decided that

the Minister of Finance should take up the matters with
his official, and when they were ready to discuss it some
member of the deputation should return to Ottawa and
present the argument.

iln the delegation were Messrs. M. C. Ellis, Thomas
Roden and R. E. Gunther (Toronto), A. S. Levy (Hamil-
ton), H. E. Moore (Montreal), A. C. Skinner ('Sher-

brooke), W. G. Young (London), and O. M. Ross (To-
ronto). A tour of the new Parliament Buildings was
made after the conference and great admiration was ex-

oressed for the many beautiful features that characterize

the edifice.

The evening was spent in conference with members of

the Ottawa District Jewelers' Association, those present
including Messrs. Willmot, Olmsted, McMillan, Nettleton,

Bastien and Wainman. The results of the big conven-
tion were gone over and the new Ontario price lists dis-

tributed. A dinner will be held in Ottawa shortly, at

•.vhich the local association will be given a strong im-
petus.

To Quote Current Prices

The resolution regarding the addition of a percentage
to invoices to cover the exchange on gold was responsible
for a little dinner being arranged for the wholesalers and
manufacturers. The question was thoroughly discussed
and it was decided that, in view of the frequent changes
in the rate of exchange, all prices quoted on gold goods
should he the prices current at the time of delivery, the
amount of the exchange being included in the cost of the

raw material (gold).

The subject *of trade discounts was also taken into

consideration, and, while no hard and fast rules were
laid down, progress was made toward reaching the ulti-

mate goal of a uniform rate.

It was decided to have a questionnaire issued to all

wholesalers and manufacturers with the idea of getting

the sentiment of the entire trade.

It was also resolved that sales of all classes of mer-

chandise should be made hereafter subject to prices cur-

rent at the time of delivery.

The meeting was the most representative one of the

manufacturing, wholesale and jobbing trade that has been

held in the history of the business. The chair was taken
' by Mr. M. C. Ellis and the discussion was marked by

great cordiality and a marked degree of unanimity.

Mr. J. J- Nolan acted as secretary and the following

firms we're represented: Anthony Bros.; American Watch
Case Co. ; H. R. Bergmann & Co. ; Canadian Ball Watch
Co. ; Canadian Elgin Watch Co. ; Canadian Jewelry &
Importing Co.; Defoe-Wilson, Ltd.; P. W. Ellis & Co.;

Elliott-Bishop Co.; James Eastwood; Goldsmiths Stock

Co. ; Goldstein Jewelry Mfg. Co. ; C. H. A. Grant ; E. & A.

Gunther ; Imperial Optical Co.
; J. A. Knox & Co. ; Geo.

H. Lees & Co.; Levy Bros. Co., Ltd.; L. H. & B. Levi;

W. A. Milligan & Co.; National Optical Co.; Nolan &
Strachan ; Pequegnat Clock Co. ; Rowland & Campbell,

Ltd. ; Roden Bros., Ltd. ; Roy Co., Ltd. ; Schwob Bros.

;

Smith Patterson Co.; H. & A. Saunders; Saunders, Lorie

& Co. ; Waltham Watch Co. ; Whiting & Davis, Ltd.

Seek Pay for Inspection
.\s a result of the various conferences of watch in-

spectors, alone and with the executive of the C.N.J.A.,

an appointment was made with Mr. F. W. Tate, C.P.R.,

and Mr. H. Hulatt, Grand Trunk, chief time inspectors

for the two railways, who met a deputation from the

convention on Tuesday afternoon. At this meeting the

position of the watch inspectors was presented to the two
railway officials by the C.N.J.A. president, Mr. M. C.

Ellis, following which considerable detail was entered

into concerning the unsatisfactory conditions at present

obtaining.

Mr. Hulatt suggested, with the concurrence of Mr.

Tate, that the requests of the inspectors be embodied in a

letter addressed to them, so that they might have some-

thing concrete between them in considering the matter.

This was agreed to, and the letter has since been de-

spatched, reading as follows

:

A meeting of the C.N.J. .\. was held in iMontreal on

February 16th and 17th, at which a large number of watch

inspectors were in attendance, and among other subjects,

the relations at present existing between the inspectors

and the railway companies were fully discussed.

As a result of these deliberations it was agreed that

existing conditions justified a readjustment of the ar-

rangements under which the system of watch inspection

is now operated, and to correct the present situation it was
decided that the companies should be asked to put into

effect the following changes in the present regulations:

REMUNERATION
1—That a fee of ten cents per man be paid for

each official ins])ection or comparison.

DEDUCTION ORDERS
2—That deduction orders be handled entirely by

the time service department, and the cheques mailed

direct to the time inspectors.

LOAN WATCHES
3—That the rule respecting the submission of

loan watches to inspectors when watches are re-

paired by outside watch repairers be rigidly en-

forced.

In presenting these requests for your consideration,
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the watch inspectors would ask you to bear in mind that

the cost of doing business has very materially increased

in the past few years. The effect of this is very seriously

felt, and the time required for inspection, comparison,

setting, etc., together with the making of reports and other

clerical work, renders the service a very expensive one

to the dealer, especially as it must be efficient in order to

be efYective.

It must also be remembered that the investment re-

quired to carry a stock of loan watches is very consider-

able at the present time, and that the loss is great on ac-

count of the rapid deterioration and the cost of main-

tenance. ,

Other points they would bring to your attention in-

clude the fact that the time required to be devoted to in-

spection and comparison is largely during the busiest

hours and days of the week; that the enforcement of the

railway rules and regulations frequently results in ill-

feeling and antagonism on the part of the railway em-

ployees, with a consequent loss of business ; that the

preference expected and required that railway watch re-

pairs be done promptly and in advance of regular work

is a hardship and a handicap on the development of other

business; that the difficulty of securing competent work-

men and the consequent higher wages that are necessary,

make the continuance of watch inspection increasingly

difficult.

Other reasons might easily be given why the inspectors

no longer find it profitable to continue the work of watch

inspection under present conditions, but they urgently

request that the amout heretofore mentioned, which will

at least partially pay the inspector, be allowed for each

inspection or comparison in addition to existing privileges.

Trusting that this will receive your earnest considera-

tion and approval,

Yours faithfully,

(signed) O. M. ROSS,
Secretarv.

Winnipeg was the only city mentioned when the time

came for choosing the location of the next convention.

It was felt that after the great interest aroused in the

West, it was due the jewelers of that country to have the

meeting there. Arthur Rowland, Oscar Piper and Abe
Myers were enthusiastic about the idea, and the East

promised to send a few carloads even if the prospect were
for 40 below.

Not an item of business on the programme was over-

looked and it was agreed that the executive had prepared

for the convention in a very business-like way. The only

trouble was the excess of engagements that confronted

everyone; with the overflow of hospitality, there was
hardly time enough for business and the executive and
reception committee hardly had time to become ac-

quainted.

Montreal provided a real down east storm for the day
])receding the convention and many of the delegates were
hours late in arriving. Arthur Rowland was snowbound
on the way from New York and it took W. G. Young 24

hours to travel from London. The president and secre-

tary were in Montreal a day early and escaped the danger

of being late. They were hospitably entertained at the

St. James Club on Sunday, Mr. C. H. A. Grant repre-

senting the committee in the capacity of host.

Abbie Murray had to take charge of the banquet in

the absence of President J. A. Caron, who was suddenly

called to Washington, and he mieasured up splen-did'ly. As

a toastmaster, he excelled all expectations. An early

hesitancy, due to nervousness, was soon dispelled by con-

fidence and his aristocratic mien, rich, resonant voice and

Irish wit just gave the nice effect so necessary for a

successful chairman.

Speaking of good chairmen, one person who must not

be overlooked is "Bill" Bramley. Although displeased at

the "too much levity" displayed at the banquet, he allowed

it full sway at the after-meeting of which he was in

charge without losing control of his audience—although

he had to do it in his shirt sleeves.

The ladies in attendance were not neglected when the

mere males were enjoying their banquet. They had a "per-

fect dear"'' of a little banquet of their own, Mrs. Everts

being the guest of honor, and afterwards, from .he bal-

cony, enjoyed the spectacle presented in the Rose Room,

or at least what could be viewed through the clouds of

smoke.

One of the most pleasing of the incidental functions

was the dinner tendered by Mr. Alex. Falle to the Wal-

tham jobbers in attendance at the conventions. It was

held at the Engineers' Club on Monday evening, and, as

might be expected, was a perfect model as regards menu,

service, and sociability—absolutely falle-tless, as one

facetious guest observed.

Mr. and Mrs. Everts were nearly three hours late

reaching ATontreal and missed the early part of the thea-

tre performance. The reception committee suggested that

perhaps they would prefer to rest after their four days'

journey, but Mrs. Everts pluckily insisted that they see

everything that was going on, so they went on to the

theatre and afterwards to the -.-ibaret show at die Yene-

tir.n Gardens.

Another visitor from the .American metropolis was

Mr. Gunther, who represents Handy and Harman, the big

bullion dealers of New York who did such signal service

for the Allies in the great war. Mr. Gunther was also

delighted to meet so many of the Canadian trade.

A member of the 18 Carat Club of New York, after

the banquet, expressed the opinion that a choicer menu,

a more perfectly prepared or a better served dinner had

never marked any function that he had attended any-

where. And all agreed that no more tasty or enjoyable

meal was ever presented to a convention crowd. It was

a great credit to the Windsor chef and the entertainment

committee.

Among the guests at the Waltham tables was Mr. J. P.

Patterson of Toronto, head of the Norrls-Patterson

.\gency that handles Waltham publicity. Jack enjoyed

himself like a real jeweler. Mr. Falle also had the plea-

sure of entertaining his brother.

.\mong the New York visitors was Mr. S. E. Bolles,

representing Mr. David Belais, of 13 Dutch Street, New
York. Mr. Bolles was highly pleased with the conven-

tion, and equally so with the manner in which the Cana-

dian trade is taking to Belais White Gold.

The sleigh drive on Tuesday afternoon was a unique

experience for many of the guests. Owing to the limit ot

time, it was not as extensive as had been proposed, but u

gave the visitors a novel treat that they will long re-

member.
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The first entertainment on the programme was the

theatre party, all of the visitors being the guests of the

local committee at the Princess. A vaudeville perform-

ance was given and its attractiveness was greatly height-

ened by caricatures of the leading members of the jewelry

trade thrown upon the screen. _ A number of these are re-

produced in this issue.

.'\fter the theatre, almost the entire party went over

to the Venetian Gardens, where special provision had been

made for their entertainment. Quite a number of the

visitors proved to be disciples of Terpsichore and a very

merry evening followed. In fact it was prolonged well

into the next morning, the "jazz" band and the excellent

refreshment proving too strong an attraction to leave.

The last diversion was Bill Bramley's after-meeting,

following the banquet ; but a description of this party is

hardly obtainable, the accounts from different sources

varying so materially. However, there was unanimity on
the point that "a good time was had by those present.''

One can hardly appreciate the amount of detail work
in connection with the entertainment of a aonvenlion unless

he is on the reception committee. In Montreal, where the

entertainment was practically continuous, those in charge
had hardly a moment to themselves during the two days,

despite all the preliminary work. The way they got
away with it was certainly a credit to their business

ability and they are entitled to the thanks of all the visit-

ors. Without going over the whole list, one might men-
tion the courtly Ralph Chillas; the distinguished .Abbie

Murray; the ubiquitous Murphy; the irrepressible Bill

Bramley; the sauve Robertson; the omnipresent .Mex.
Falle; the industrious Tom Wright; the energetic Oulette,

but if one were to continue, the whole Montreal conting-
ent might be included. They're all jolly good fellows.

The New Idea of Service
(Coiitiiiiicd from pa^^c 41.)

Free engraving was also being eliminated. In Dallas
they had been fortunate enough to get -rid of it before
the Christmas rush, which had not only reduced the pres-

sure to some extent, but had increased receipts. Already
they had put the business on even a better footing than
had at first been expected. For. rather than emphasizing
the elimination of free engraving, they had emphasized
the desirability of "special designs." This had "caught
on'' with the customers, with the result that some designs
were executed in the city at around $60 and $65.

He was glad to see that in Canada the question of in-

creased membership fees was being taken up. In the
United States they had been handicapped by the small
fee. In order to get enough money for ordinary ex-
penses they had been obliged to sell exhibit space at their

conventions and charge for advertising in their pro-
grammes. They were now adopting the sliding scale, but
it was slow work.

'"If we had had the money to put up a proper fight

against the discriminatory tax," he said, "it would have
saved us millions of dollars a year."

"We may not be able to get everything we want," he
remarked in conclusion, "but we will be able to'get every-
thing we ought to have through national organization."

The a])plause as Mr. Everts resumed his seat amounted
to a demonstration. Mr. Thomas Roden, with some diffi-

culty, succeeded at last in gaining a hearing.
"It is almost superfluous to move a vote of thanks," he

remarked, "but I can't let the occasion pass without doing
so." Mr. .Stuart Lees seconded.

Voting on the motion consisted of the entire meeting
rising and giving three resounding cheers. Then they

sang "For He's a Jolly Good Fellow," and after that, as

their enthusiasm did not yet seem to be worked ofif, they

gave another three rousing cheers and a tiger.

The president assured Mr. Everts that if he were pres-

ent at some future convention in Canada he would find

that the jewelry trade had learned and taken advantge
of a great deal that 'he had told them.

Felicit9tions and Regrets
Among the expressions of good fellowship and regret

^t inability to be present were the following:

Lios Angeles Cal.—^Cordial fraternal greetings from
Californa to our Canadian craftsmen assembled at their
first annual convention. May the stressful times of war
that devel()i)ed your fighting blood in a righeous cause
prove valuable now on organization for higher business
standards. Co-operation and association always levels men
upwards. Don't misuse your opportunities, but don't hesi-
tate to ai)ply remedies that will surround you with the
needed safeguards of business, resulting in surer profits.

OEORGE E. FEAGANS,
President. California Gold and

Silversmiths' Association.

Xcw Oi'lean.s, La.—Louisiana Retail .lewelers' Associa-
tion extend nio.st cordial felicitations on the occasion of
your first convention and trust full realization of the fruit

of your labors will be reflected in the good will of members
and adoption of successful methods for handling business
of the years to come.

LOUIS HAUSMANN, President.

Valla.s, Texas.-—Greetings and host wishes for the suc-
cess of your convention.

DALLAS TWENTY-FOUR CARAT CLUB.
Hamilton, Ont.—Yeomans' service for two days am sure

is the credit due you all. I have thought many times of
the inspiration that will be carried throughout Canada
after the convention closes. My very best wishes.

GORDON McLaren.
Vaiifotivor. B.C.—British Columbia jewelers send best

wishes for a successful meeting; very much regret I was
unable to attend. O. B. ALLAN, President.

Truro, N.S.— .My greetings to convention and best wishes
for progressive and profitable meetings. Very much regret
circumstances make it impossible to be present.

G. W. REID.
St. John, X.B.—\^'ith deepest regret had to forego pre-

arranged trip to Montreal. Have been under doctor's oare
and unable to leave house. I am with you in spirit from
first to last and trust meeting will be crowned with success
in every way. H. W. PAGE.

CalKarj', Alta.—Regret very much not being able to at-

tend. Mrs. Black underwent operation and will be in

rather critical condition for some days. Wish you every
success.

D. E. BLACK.
Halifax. N.S.—Regret exceedingly, owing to illness in

family, unable to attend convention. As I am severing
connection with .iewelry business from April 1st, shall not
be eligible to take further active interest in the association.
It is a great disappointment not to be with you. My best
regards to members and best wishes for success.

I. W. VIDITO.
Winnipeg, Man.— I shall not be able to attend the con-

vention,, but hope it will be all and more than you have
planned for it.

GEORGE W. MARKLE.
W'a.shingtoii, D.C.—Regret exceedingly the unfortunate

circumstance that forced me to leave Montreal and pre-
vents me from attending the banquet to which I was look-
ing forward. Please convey to guests my sincere regrets in

not being able to attend and tell them that my best wish
is that they have as good a time as the guests were given
in Toronto last year.

JOS. A. CARON,
President, Montreal District

Jewelers' Association.

Sa.skatoon. Sask.—Regret very much cannot be present
at convention. Trust your deliberations individually and
collectively will he for our best interests.

DANIEL ROSCHE.
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Entertainment Not Sole Aim

EXTBRT.\INMF,NT Ls a feature of all business con-

ventions that has much to do with the success or

failure of the gathering, but there is just a ques-

tion as to whether entertainment cannot be carried too

far. This is a matter of importance from two points of

view. Tn the first place, a continuous round of entertain-

ment, while very pleasing, is almost certain to detract

from the interest of the business sessions. If delegates

are kept awake till the early hours, they certainly are not

going to be fitted for conducting business much before

noon. As the large proportion of men attending conven-

tions do so with a serious purpose, reception committees

of the future should consider this point very carefully in

arranging their programmes.

In the second place, there are only a few cities like

Montreal that can afford such a series of entertainments

as was tendered the recent visitors there. The trade

gave their guests a remarkably good time and there were
no regrets on the score of expense. But such a pro-

gramme would be a very heavy tax on almost any other

city and the holding Of the annual convention cannot be

restricted to two or three places. The amendment to the

constitution providing that delegates in future must pay a

registration fee to cover the cost of the convention din-

ner is a move along right lines. This is the plan adopted
by several other organizations to permit of the smaller

centres having the honor of being convention cities. One
body has found it necessary to forbid all entertainment
to visiting members of the craft, but this is rather too

rigid a ruling. The city honored by a convention is bound
to show its appreciation in some way but it can do so

without making the cost so heavy as to bear heavily on
the hosts. With the banquet provided for, there should
be but little else attempted beyond a drive or a theatre
party, so that every city in the Dominion may aspire to

having the jewelers' convention in turn.

National Fees are Increased

ATTENTION is called to the changes in the consti-

tution of the C.N.J.A. decided upon at the Mon-

treal convention. The principal one is with re-

gard to the fees to be charged. Following the lead of the

Western Provincial Association, the convention decided

that the minimum fee for retailers should be $5 with a

scale running up to $25 for the larger stores. It was also

decided to recommend that district associations should

charge a $10 fee, one-half to go to the C.N.J. A., and $2

to the provincial association. It was impossible, of

course, to legislate for the districts as they have power

to fix their own fees but, with $5 going to the National

Association, an equal amount would be no more than ne-

cessary to carry on their local associations and support

the provincial body. The increase is a quite decided one

but nothing is more correct than the contention that no

more will be gotten out of an organization than what is

put into it. If the retailers want a live, efficient body to

represent them, they will not worry about the fee and

they can get back double the amount every month by tak-

ing advantage of opportunities provided already by the

association. Of course the wholesalers and manufactur-

ers continue to bear the major portion of the expense in-

volved hut the great mass of retailers must give the move-

ment their endorsement and financial support. The fees

for 1920 are now due and should be remitted at once. In

districts unorganized as yet, the fee may be remitted di-

rect and when the organization is accomplished, it will be

duly credited. But there should be no delay in becom-

ing enrolled.
» »

Causes of Failure

AN.A.LYZIXG the causes of, Canadian failures in

1919, which were 23 per cent, below 1918, Brad-

street's, New York, says that personal causes ac-

counted for 73.3 per cent, of all failures. In this general

group of causes, the analyst places incompetence, inex-

perience, lack of capital, unwise credits, speculation, ne-

glect of business, personal extravagance and fraudulent

disposition of property. On the other hand, non-personal

causes accounted for only 22.7 per cent, of all failures

last year, as against 27.2 in 1918. It is instructive to read

that lack of capital was the greatest hanjlicap, with 35.8

per cent. This may be interpreted in various ways, and
doubtless some will say the banks have not been suffi-

ciently generous in granting credit. Incompetence comes
next with 20.1 per cent.; fraud caused 8.9 per cent.; inex-

perience, 5.4; unwise credits, 2.6; neglect, 2.4; specula-

tion, 1.3, and extravagance 8-10 of 1 per cent. In non-
personal causes, specific conditions, such as disaster, war,

floods, etc., accounted for 20.9 per cent, of all failures.

In the United States incompetence was the leading

cause, accounting for no less than 38.2 per cent., as against

30.3 charged to lack of capital. A reasonable inference
from these figures is that business has become a more
highly organized phase of life, and that too many people
have entered upon it without suitable preparation.

A Watchful Cow
Seven years ago a farmer living west of this city hung

his vest on a fence in the barnyard. A calf chewed up a

pocket of the garment in which was a standard gold
watch. Last week the animal, a staid old milch cow, was
butchered for beef, and the timepiece was found in such a

position between the lungs of the cow that the respiration

—the closing in and the filling of the lungs—kept the

stemwinder wound up, and the watch had lost but four
minutes in the seven years!—Mason City (Iowa) Globe-

Gazette,
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The President's Annual Address
Mr. M. C. Ellis Gives a Graphic Resume of the Activities of the Association

During the Year

Gentlemen, fellow members of the Canadian National
Jewelers' Association:

It is a great pleasure and honor to have the privileKe of
addressing you as President of our newly-formed Associa-
tion, at this our first Annual Convention.

We organized our Association on September 25th, 1918.
and as the season was late, not a great deal of work could
be accomplished, when our trade was so fully occupied in
the busiest period of the year. We, therefore, after the
opening of the New Year, made preparations for holding
our first full executive meeting in Toronto in February,
191!). The re.sponse was really insijiiing, as all of our
^ice-Presidcnts were present representing every Province
of our Dominion, with but one exception, as well as the
other members of the executive, representing our manu-
facturing, wholesale and retail interests. We completed
our constitutions and by-laws, and framed up the work to be
carried on during the year, which has resulted in the won-
derful first year growth of our As.sociation.

The new Toronto District Jewelers' Association, organ-
ized in January last, finding so many of our prominent
jewelers from all over the Dominion were responding en-
thusiastically to our invitation to the first full executive
meeting, gave a banquet to the visiting delegates, including
in their invitations the jewelers of Ontario and many from
Quebec. It was the greatest and most successful banciuet
ever held up to that period, by the jewelry trade of Canada.

At the close of our executive meeting, a discussion arose
as to where the next annual executive and the first annual
convention of all members should be held. The Montreal
delegates pressed the claim of this great city, and it was
unanimously decided to accei)t their generous offer, all

feeling that when Montreal undertook to take the respon-
sibility, success was assured for our first convention. It

is peculiarly fitting that it should be held in this, the great-
est city in population and commercial imi)ortance in our
Dominion, situated as it were, at the dividing line between
the East, comprising the great and important Province of

Quebec, along with the Maritime and Atlantic Provinces,
and the West, including the I'rovince of Ontario, the
Prairie Provinces and the Pacific Province of British Col-
umbia.' It is here that the jewelers of Ontario and the
West have the privilege and the pleasure of meeting their
fellow jewelers of the East, and of their French-Canadian
brethren. We rejoice to be together, and we thank the
jewelers of Montreal in gi\Tng us this opportunity and for
their cordial reception. We are workers together, our
problems are the same, we think alike in trade matters;
our needs, our requirements, our perplexities are the same.
We are bound together in one universal desire to improve
and uplift our trade; the bond of union is indissoluble and
a pledge of strength which shall endure. The "Entente
Cordiale" is complete.

In the formation of our association we took a lesson
from the experience of our wonderfully successful Cana-
dian Army in the "Great War," whose marvellous achieve-
ments were brought about by perfect organization and en-
thusiastic co-operation of all branches of the service, each
working together in perfect harmony for the one great
ideal "Victory." We, as Canadian jewelers, felt that if we
w^ere to succeed in fully mobilizing our strength, we should
do likewise, and have all ibranches of our trade brought
together, the retailer, the manufacturer and the whole-
saler, each inter-dependent ujion one another, into one
great national organization.

Our organization is unique in the annals of the jewelry
trade of any country, in so far that we have succeeded in

accomplishing what has been thought hitherto impossible
—the bringing together of the manufacturing, the whole-
sale and retail interests, and fiom the beginning the patri-
otism of our Canadian trade has been strikingly exempli-
fied by the largest, the most influential men of each branch
of our craft, becoming not only members of our associa-
tion but willing and helpful workers, inspired by one dom-
inant thought, that from the smallest to the largest jew-
eler we should work in co-opeiation to put our trade upon
a higher and loftier plane than it has ever occupied be-
fore, and to take our proper place and sphere with all

other leading Canadian commercial interests.

Tlie General Plan of our Organization.

This is important to make clear and definite, as a
proper start and understanding is very necessary in our
formative stage, and to procure the united endeavor of all
sections of our growing organization we must build care-
fully to endure. Our first step is to carefully map out each
province into zones or districts, with an important town
or city as a center of each zone; then to get a meeting to-
gether of all the jewelers of these centers, including the
jewelers in the surrounding zone or district. We then
form our district a.ssociation, taking the name of the cen-
tral town or city, as for example, "The Montreal District
.Fewelers' Association," "The Toronto l>istrict Jewelers'
Association," etc. The National Executive has framed a
model Constitution and By-laws for these associations,
which may be enlarged or altered to suit the rcciuirements
of the locality. In forming your district association, do
not be discouraged nor hesitate to go ahead if some should
hesitate to join at once. Your own strength and the mani-
fold advantage of co-operation will soon become so appar-
ent that, with a little patience, the outsider will' be anxious
to join and will become a loyal and enthusiastic member.
I would advise that you do not seek to do too many things
at once, cultivate the social, the give and take spirit, and
gradually .vou will be able to overcome all your troubles,
and when you do decide upon a course, stick together and
do it.

The fees for membershi]) of district have been placed
at five dollars; two of the amount of each member shall
be remitted to the treasurer of the National, and one dollar
to the treasurer of the Provincial.- retaining two dollars
as district membership, thus enrolling all menhbers as
members of their Provincial A.ssociation and as members
of the C.N. J. A. Manufacturers, whf)lesalprs and retailers

employing more than ten hands are re(|uircd to make direct

ai)plication to the Secretary of the C.N. J. A., according to
its schedule of fees. The western district associations, as
recently formed, are making their fee of membership ten
dollars per annum, and remitting to the C.N. J. A. five dol-

lars, as they consider the National needs a larger con-
tribution to augment and carry on most efficiently their
work. It is for this convention to say, but I cannot help
but endorse their action, for there are many good things
which we would like to carry out for the lienefit of all

the trade which would lie impossible unless we have suffi-

cient funds. The district associations, being local, are en-
abled to settle all their own i)roblems and -send their dele-

gates to the Provincial convention to present any resolu-

tions carried, and take part in the discussions with their

fellow district delegates from all over the province. This
brings us to the

—

Provincial As-sociatlons.

The forming of provincial associations binds together
all the local and district a.ssociations. and provides the
machinery for a clearing house of all that has been found
most valuable in the promotion of the >)est interests of

the trade in each province. Its mf)st important function
will be the holding of an annual convention where the
delegates from each district will i)resent resolutions and
the views of the trade of their district before all the mem-
bers of the province present at the convention. The results

of these discussions and the resolutions will then be pre-

sented at the convention of the C.N.J.A. by the delegates

from the Provincial association. This forms an ideal chain

and knits together the entire trade of the Dominion, for

all purposes of legislation, of defence and in carrying into

execution the collective needs of the entire trade.

Tlie Work Acooinplishcd by the C.N.J. .A.

Almost immediately after our formation it was found
necessary to take up with Ottawa the severe restrictions

of our trade imposed by the War Trade Board; a deputa-
tion was appointed, and, with a better understanding, a

satisfactory adjustment was made with very little inter-

ruption to trade and with the minimum of trouble there-

after.

A sustained campaign to secure increased membership
was continued throughout the year, and from the experi-

ence gained, your executive decided that if we were to

make really substantial progress, we should arrange to
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get into personal touch with the jewelers in districts still

awaiting organization, who were both willing and anxious
- to come together, all that was needed being to secure
someone to take the initiative.

We called upon the chairman of the Ontario Provin-
cial Association, that "King of Organizers," who had shown
his capacity in organizing the Western Ontario Jewelers'
Association, along with leading jewelers of the city of
Hamilton. To these gentlemen we give credit for creating
the inspiration which led to the formation of our National
Association. Chairman W. G. Young responded promptly,
and he, in conjunction with our Secretary, was instructed
to visit Eastern Ontario, resulting in the successful forma-
tion of district associations in Ottawa, Brockville, King-
ston and Belleville.

The next distinctly forward step was undertaken by the
Hamilton Jewelers' Association of Ontario in inviting the
members of the District Jewelers' Associations of Ontario
to a convention, which was in every detail an unqualified
success. Members were present from Ottawa on the East,
to Windsor on the West, and as far north as Fort William,
and Secretary Gordon McLaren of the Western Jewelers'
Association, with a splendid local committee of the lead-
ing manufacturers, whole.salers and retailers, pulled off

the most successful convention that had ever been under-
taken by the Canadian trade. The excellent program, the
painstaking way in which the guests were looked after,
and the completeness of the plans were a revelation to
all. At this convention the Western Ontario Jewelers'
Association, with patriotic Impulse, surrendered their fine
organization to the greater body, along with their balance
in the treasury, to the new formed Ontario Jewelers' Asso-
ciation.

During the late fall we undertook to institute arrange-
ments with the vice-presidents of our western provinces
for organization, and it was finally settled that this could
be carried out in the month of January of this year, and
with a complete understanding in each province as to
the dates of calling their members together, we once more
prevailed upon our good friend, Vice-President W. G.
Young, of the Ontario Jewelers' Association to accompany
our efficient and painstaking Secretary, O. M. Ross, to un-
dertake the task. Our most sanguine expectations were
realized, provincial associations were successfully organ-
ized, and officers elected at conventions in the Provinces
of Manitoba, held in Winnipeg; Saskatchewan, held in Re-
gina; Alberta, .held in Calgary, and Briti-sh Columbia, held
in Vancouver, with a surprisingly large attendance of the
retailers from each province. Along with organizing the
provincial associations, district associations were formed
in each of the cities named, including Victoria, British
Columbia, which was also visited. Your officers and exe-
cutive have been inspired and heartened by this wonder-
ful response from the West, as they were by your city,
when you formed such a complete and successful associa-
tion, thus giving by your great influence and importance,
added strength to the National Association.

Since the return of our delegates from the west, Messrs.
Gordon McLaren and Stuart Lees of Hamilton visited North
Bay, where there was a large and representative gather-
ing of the retail jewelers assembled from North Bay to
Cochrane in the north and westward to Sudbury. Similar
to the experience in the west, the utmost enthusiasm pre-
vailed, and the North Bay District Jewelers' Association
was formed, Mr. Ro.ss, of North Bay, one of the most suc-
cessful and popular jewelers of that district being elected
Chairman. With the formation of this district there is

now an almost unbroken chain of district associations
from Montreal to Victoria. British Columbia, and a pro-
vincial association in every province of the Dominion with
the exception of New Brunswick and Quebec, which we
feel assured only await the visitation of our delegates to
complete the chain; surely a proud and successful achieve-
ment for our first year's work. We have a membership
now of over 500 counting Montreal, and with the added
membership coming in from the newly organized asso-
ciations will, we confidently expect, cover 40 per cent, of
the entire numiber of jewelers in the Dominion. In com-
parison with the American National Retail Jewelers' Asso-
ciation, with a membership of 3,500 members out of some
22.000 retail jewelers in the U. S., the position of our
association cannot be regarded as otherwise than credit-
able.

Accounting System for Retailers.

Your executive have felt that they must procure for
our retailers a model system of accounting, adapted spe-
cially to the peculiar needs of our trade, and in particular

for the smaller retailers, who have neither the time nor
the training to estaldish a simple method, whereby they
could easily and quickly know what it coats and should
cost to do their business, and understand clearly their
overhead expenses, without which no jeweler can intelli-

gently know how to mark his goods to give him an assured
profit. Ex-President G. A. Brock, of the American N.R.J.A.,
realizing the wonderful possibilities of organized effort

along these lines, instituted a Research Department, as an
adjunct of their National Association, which entered into

a contract with the Harvard Bureau of Business Research,

MR. A. L. 'WHEATLEY,
Chairman, Saskatchewan Jewelers' Association.

and under this contract, they have prepared, with their

endorsation, for the benefit of the retail jewelry trade, an
accounting system of the simplest character, and for those
who desire a more elaborate system, they will also supply
an accounting system more suited to their requirements,
but employing classifications of accounts which will not
conflict with but merely exemplify those which are em-
ployed by the simpler form of accounting. We had hoped
to have H. Victor Wright, Los Angeles, California, with
us to-day to more fully describe this work in detail, as
he is doing at the Jewelers U. S. State Conventions. Un-
fortunately, though willing and anxious to be with us, prior
engagements prevented. He has promised to attend the
convention in Toronto of the Ontario Jewelers' Association
in June next, when we hope to be able to give all details,

and release the system for inspection. Our correspondence
with Mr. G. A. Brock and H. Victor Wright has been of
the most cordial character, and on a work which is cost-
ing $60,000, they are willing to enable us to give our trade
the benefit for a nominal contribution.

Publicity for Jewelry.

This question of publicity has been another subject to
which our executive have given considerable attention, as
our industry has suffered in the past through lack of con-
certed action. Co-operative or group advertising has
proven to be one of the greatest factors in marketing the
products of the leading industries of the U. S.. and since

our retailers have the most enduring, the most permanent
and least depreciaible merchandise of all, the possibilities

of directing the public in the spending of their money on
"goods that endure" when all others disappear, are so

great that our endeavor should be to do something worth
while in this direction. Communication was established

with the National Jewelers' Publicity Association of the

United States, and it was decided by the executive that our
Secretary should be sent to their annual meeting held in
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Chicago. This was done on the invitation of Mr. Eisen-
stadt of St. Louis, President of that associaition. He was
received with enthusiasm and given a hearty welcome,
coupled with the assurance that all the material that their

association had assembled would be placed at our dis-

posal, and that all the work they had done would be rend-
ered equally valuable to us by their co-operation. This
association is now engaged in a most ambitious and far-

reaching campaign, by the proposed expenditure of |300,-

000 covering a three-year period in direct advertising in

daily newspapers, weekly publications and magazines of
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MR. L. E. WELLNER,
Prince Edward Island.

national importance of jewelry, watches, diamonds and
silverware, and to direct the reader of this advertising to

his or her local jeweler to make a purchase. We have
every encouragement that our friends will co-operate in

carrying their campaign into Canada for the benefit of our
own trade, upon restricted lines within our financial capa-
city. The project for obtaining the co-operation of the
Research Bureau on accounting, and of the Publicity Asso-
ciation on advertising, are things really valuable and with-
in our reach if we realize the great financial benefits which
will accrue to each and every jeweler. The publicity mat-
ter is still under consideration by a committee composed
of Messrs. Walter Barr, James Ryrie and others who await
the expression of this convention upon this important en-
terprise.

Horological School.

Your Executive Committee, immediately after our meet-
ing in Toronto, took up the subject of the establishment
of a Horological School, and appointed a sub-committee
with Mr. Thos. Roden as chairman. This committee con-
tinued with great zeal and energy the study of the ques-
tion from every angle, first taking up the subject with the
Ontario Government, through their Technical Educational
Department, and with Mr. H. R. Playtner. former success-
ful instructor of a Horological school in Toronto. Find-
ing difficulties which promised serious delays, the commit-
tee solved the question by successfully forming a Joint
Stock Co., the subscribers of the stock of the company
being leading jewelers of Toronto, London, Hamilton, etc.

The company has undertaken the teaching of returned
disibled soldiers, in co-operation with the Department of
Soldiers Civil Re-establishment, and under the able and
energetic direction of their President, Mr. N. C. Maynard,
of Ryrie Bros., it has succeeded in equipping the largest

and most successful school on the continent, having a fine

technical staff and equipment, with over 100 students in

attendance. I leave this subject for fuller information
from the chairman of our committee, Mr. Thos. Roden.

False Adveitlsijig.

Another matter that has occupied our attention is that
of false advertising. It had been found by experience that
the present law was ineffective, there being loop-holes
whereby magistrates were enabled to allow offenders to
escape justice. Acting in co-operation with the Retail
Merchants' Association of Canada, we have endorsed an
amendment to the law which also received the endorsa-
tion of the Crown Attorney of Toronto. This amendment
has been pre.sented to the Government at Ottawa, with
our joint endorsation, and when reached during the com-
ing session, we are assured that it will meet with their
approval. We have also asked the Government that the
Inspector under the Gold and Silver Marking Act be auth-
orised to prosecute under the False Advertising Law, so
far as it relates to jewelry.

Government Excise Taxes.
We have taken every opportunity to bring pressure

upon our Government to abrogate this discriminatory tax
of ten per cent, upon all jewelry manufactured and im-
I)orted. During the war our business cheerfully accepted
any additional taxes imposed, but now that the war is

over, our trade is quite as essential to the trade and com-
merce of our country as any other, and should be
relieved of this unjust discrimination. If the Government
finds it absolutely necessary to impose some form of ex-
cise tax upon business, then let it be equally impo.sed upon
all business, a tax that would yield a really substantial
amount, and yet be sm^ll enough to be neither a burden
upon the business community nor upon the consumers.
A deputation visited the Finance Mini&ter, Sir Thomas
White, in Ottawa, shortly before his resignation, and had
a most satisfactory interview. Sir Thomas White prom-
ised that before taking up the question of excise tax at
the next session of Parliament, we would be given full

opportunity to further discuss the matter with him. We
have .again taken up this question with the present Finance
Minister, Sir Henry Drayton, drawing his attention to the
/»romise made by his predecessor, and have asked for an
interview after the close of this convention.

We have aI.so taken up the ciuestion with our customs
authorities at Ottawa, of the legality of their action in

'mposing duty upon the 5 per cent, collected by the U. S.

Ts an excise tax upon all jewelry, watches, clocks, etc.

sold by the retail jewelers of the U. S. to their customers.
We sent deputations three times to the monthly meeting
of the full Board of Customs, pointing out that this duty
was collected in spite of the correctness of invoices made
out by the manufacturers of U. S. selling to our trade,
and whose usual aflidavits were still correct, as no excise
tax Wius imposed in the IT. S. on the manufacturers of
jewelry. We also showed that they were also forcing their
Canadian importers to pay duty on a tax on every article
imported, whereas the U. S. Government only collected
their tax when goods were sold to the ultimate convsumer.
I am sorry to say that all our representations have thus
far been of no avail. It will be for your new executive
to consider what further steps are necessary to bring this
matter to a satisfactory conclusion.

We altered our original intention of holding this con-
vention startinr on Tuesday the 17th, as it was felt that
with hard work our fuM executive could push through their
business in the half day, and give up this afternoon and
all of to-morrow to our visiting members, giving all the
time possible f.or a full discussion of the many subjects of
great importance to the trade. Our Resolutions Committee
have gone over with great care all the resolutions sent
in iby our provincial and district associations and have
prepared resolutions which will be i)resented for your
approval or otherwise. Let us have a thoroughly first-

class business meeting, and conclude our sessions with
the accomplishment of things worth while.

In conclusion, I desire to impress upon the jewelers
present and of all Canada, that this Canadian National
Association was formed for the express purpose of remov-
ing all those conditions and practices which are derog-
atory to our best interests, of elevating our traae t6 a

higher plane, of giving aid by way of instruction and guid-
ance in improved methods of store keeping and of ser-

vice, making our jewelers better business men. and by in-

creasing the confidence of the public in our trade, as one
conducted upon high ideals worthy of their patronage.
This a.ssociation is your own to make it what you will. The
best men in all our branches are giving freely of their
time, with unselfish devotion to your interests, and each
and every member, especially of the districts, should not
rest satisfied by mere membership, 'but take a real live
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interest, each according to his talent. There is no other

association, no other organization, but what should re-

ceive secondary consideration when compared with this,

your own, which will bring to you benefits far beyond any
membership fee. Let us get together and stick together

for our chosen life work. I desire to express my highest
appreciation to the members of the executive I have had
the honor to preside over. Never in any instance have
they failed to respond to carry out any work assigned to

them, and it is owing to their devotion that we have in

our first year surpassed our best expectations.

I have been peculiarly fortunate in having the services

of a devoted, capable and energetic Secretary in Mr. O.

M. Ross, wonderfully well equipped for our work and hav-
ing a thorough knowledge of our trade, he has won the

universal love and esteem of all those who have had the
privilege of meeting him. I know of his true worth and
value, although hidden away at times by his extreme
modesty. Mr. Ross, as editor of the Trader, has made it

a power for good to our trade, and all should read care-
fully its monthly editions. You will be kept in touch with
what is going on in your as.sooiation; you will be helped
financially and otherwise by the many articles bearing on
H. great number of subjects of great value, and kept up to
date by the general knowledge gained.

My excu.se for a rather lengthy address is the desire
that you shall have a thorough knowledge of the whole
plan of our organizations, and now that we are off to a
good start, let us pull together until our membership roll
shall give the address of every jeweler in the Dominion.

Report of the Secretary-Treasurer

The large activities of the Association during the past

year have been so admirably summarized in the President's

address that attention to only detail matters of administra-
tion is necessary in a report of this character.

Early in the year it was found that it would be neces-

sary to hold executive meetings in order to keep current
matters cleared up and it was accordingly decided that

the executive shauld meet monthly at the office of the

secretary. Meetings were held in the months of April,

June, July, September, October, November and December,
and in order that the entire executive should be kept in

touch, copies of the minutes of the meetings were mailed
to the members in the different Provinces.

MR. A. C. SKINNER.

The question of organization came up as the most
pressing matter and it was soon found that the personal
touch was of much greater value than appeals by mail.

The first step taken was to secure a Provincial organization
in Ontario and arrangements were accordingly made,
through the courtesy of the Hamilton Jewelers' Club, for

the holding of the convention of the Western Ontario
Jewelers' Association in Hamilton. With the idea of
merging this body into a Provincial Association, it was
decided to find out the sentiment of the jewelers in the
Eastern part of the Province and Mr. W. G. Young and
the secretary visited Ottawa, Brockville, Kingston and
Belleville, being met with an enthusiastic welcome and
district organizaitions being formed in each centre.

The secretary also had the pleasure of assisting at the
organization of the Montreal District Association in Oc-
tober, the results of which are so self-evident to-day.

In November, Mr. W. G. Young paid a visit to Wind-
sor, Ont., and attended an organization meeting of the
jewelers of Essex County.

In view of the holding of this convention, it was felt
that something should be done toward securing the organ-
ization of the Western Provinces, and the services of Mr.
Young were again requisitioned. At his request, the secre-
tary was asked to accompany him and the delegation left
Toronto on the night of January 10th. Arriving in Win-
nipeg at 2.30 p.m., on January 12th, they attended a meet-
ing at 3 p.m., which was followed by a dinner and a night
session. It was resumed next morning lasting until noon,
and the Manitoba Association was organized. The after-
noon was taken up with a conference of watch inspectors.
Leaving Winnipeg at 11 p.m., Regina was reached at 10.30
a.m. of January 14th, and the afternoon and evening were
spent in conference with committees. The whole of the
next day was occupied with meetings, resulting in the
formation of the Saskatchewan Association, a dinner being
held at night followed by a theatre party. Regina was
left at 2.30 a.m. and Calgary reached about the same hour
next morning, the 17th. The Alberta Association was
organized on that day, a dinner and theatre party con-
eluding it, and the train was taken for Vancouver at 3 a.m.
Owing to a snowslide in. the mountains, the party was
delayed two days at Glacier and the Vancouver meeting
arranged for the 19th was accordingly postponed until the
21. A number of jewellers had been compelled to leave but
a successful meeting was held and an association formed.
As the Victoria jewelers had mostly gone home, a special
meting was called in that city and a district association in
co-operation with the Provincial and National was formed.

It would be impossible to speak too hig'hly of the en-
thusiasm displayed by the Western jewelers toward the
organization movement, nor too warmly of the courtesy
and consideration with which the delegation was received.
It was a delightful experience to both Mr. Young and the
secretary, notwithstanding that it was strenuous work for
the first week, and both w^ill always have very pleasant
remembrances of the trip. Of the practical results the
Provincial Vice-President can speak with more authority.

Deputations to Ottawa.

In the month of July, a deputation composed of the
President, Mr. A. S. Levy, Mr. R. E. Gunther, Mr. Howard
Porter, and the secretary, waited upon Sir Thomas White,
Minister of Finance at Ottawa, and presented to him the
resolution adopted by the Ontario Association at Hamilton
with reference to the excise tax. The delegation was very
cordially received and it was promised that when a tariff

commission was appointed, the National Association would
be given every opportunity to pres ^ U its views. As the
plans of the Government at that ti ne with reference to a
commission were not carried out, nothing has eventuated,
but a conference has been arranged with Sir Henry Dray-
ton for the 18th inst. by a deputation to be appointed by
this convention.

The delegation waited upon the Board of Customs on
the same date and protested against the collection of duty
on the 5 per cent, excise tax levied in the United States on
luxuries. The usual consideration was promised but as
no result was apparent, Mr. Walter J. Barr and the secre-

tary made another trip to Ottawa in October which was
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equally devoid of result. The matter is now before the
convention.

During the year, the campaign for members has been
maintained. Immediately following the executive meeting
last year, the entire trade was circularized, and after the
Ontario convention in June, the speech of the President
was issued in pamphlet form, together with the resolutions'
and conclusions reached at the convention and a copy was
sent to every jeweler in Canada. As a result of all efforts,

the membership now stands at 441, not including the Mont-
real members or those who will come in from the Western
associations. Of these members

—

22 paid a $50 fee
21 paid a $25 fee
22 paid a $10 fee

1 paid a $5 fee

1 paid a $.3 fee

2 42 paid a $2 fee

132 paid a $1 fee

With the addition of tlie members now in sight, it is

expected that the roll will reach 7.50 very shortly.

Dealing in order with matters referred to in the minutes
of last February's executive meeting, the question of secur-
ing a crest was taken up with Mr. W. M. Birks of Montreal,
on account of his technical acquaintance with the subject
and through his courtesy, the highly suitable crest wa-s

secured that now appears on the membership c<ards.

The instruction of the executive to the effect that the
secretary-treasurer should be bonded was carried out, a
surety bond being taken out in the sum of $2,500 with the
Dominion of Canada Guarantee and Accident Co. which is

now in the custody of the President.

The applications for membership received during the
year were all forwarded to Mr. Walter J. Barr, Chairman
of the Membership Committee, and all applications were
initialed by him before membership cards were sent out.

The suggestion that the travelers for the various whole-
sale houses should be asked to co-operate in securing new
members was carried out to the extent of supplying the
larger houses with blank receipt books and lists of the
members, but the result was far from gratifying, the only
representatives of the trade making more than a nominal
showing being Mr. T. McG. Robertson, the Waltham mis-
sionary, who sent in a large number of members from the
Western I'l-ovinces.

In connection with the False Advertising Law, an
amendment to make the Act more workable, prepared by
the Retail Merchants' Association, was submitted by the
secretary to the Crown Attorney of Toronto for h'is ap-
proval. He endorsed the proposed change and our execu-
tive sent its approval of the amended law to the Govern-
ment. On account of the absence last session of Hon. C. J.
Doherty, who prepared the original bill, it was not deemed
advisable to submit the amendment, but it is expected that
it will be enacted at the coming session. '

Representations were also made to the Department of
Trade and Commerce to have the Inspector under the Gold
and Silver Marking Act authorized to institute prosecutions
under the Advertising Law and the usual consideration has
been promised.

The secretary had the pleasure of visiting Chicago in
Jtpril for the annual meeting of the National Jewelers'
Publicity Association. He was received with every courtesy
and consideration, and the association offered to co-oper-
ate in every possible way with the Canadian trade. The
matter was referred by our executive to a sub-committee
which reported adversely to going into any paid advertising
campaign at that time, and as the American Association
was putting on a strong campaign involving an expenditure
of $300,000, it was not thought that any free publicity
effort in Canada at the same time would be worth while.

The position of the watch inspectors with the railway
companies has been given much attention during the year
and three separate questionnaires have been sent out to all
inspectors. The results have not been particularly encour-
aging as a large proportion of the inspectors failed to
reply and the answers received did not disclose a unanimity
of opinion.

During the year, the secretarial work of the Association
has increased very materially, and if the present plans of
organization develop as they should, provision will neces-
sarily have to be made for permanent offices and clerical
assistance.

The work, however, has been in almost every respect a
pleasure, and due acknowledgment must be made of the
courtesy and consideration shown by the officers and mem-
bers of the executive each of whom has given largely of
his time and has displayed a keen and unselfish interest
in the movement for the elevation of trade standards for
the betterment of the jewelry business.

Report of Horological School Committee

Gentlemen:
Under instructions* from your executive, your Com-

mittee met early in March to consider measures for insti-

tuting a school or Institute for the teaching of Watch and
Clock Repairing.

In harmony with recommendations, we corresponded
with Mr. Playtner of Preston, with the object of purchas-
ing his plant and using his services as Principal. After
several interviews and much correspondence, it was found
impossible to co-operate with Mr. Playtner on any basis

which would insure the control of the school in the hands
of the Committee, or assure the school the continued and
undivided attention of Mr. Playtner. Added to this, we
could not modify Mr. Playtner's ideas as to the term of

training, which was irreconcilably set at three years, and
no compromise was possible on this issue, nor could we
obtain any definite agreement as to the sale of plant which
was apparently so necessary for the operation of the school.

It was the unanimous opinion of the Committee that

new sources of help must be obtained if the idea was to be
carried out and the suggestion was made that we take up
the alternate plan of co-operating with the Technical
School. To that end, early in June we had two interviews

with Dr. Merchant, Commissioner of Technical Education
for the- OntaHo Government.

We received a very cordial reception and had much
encourage'ment to take up the plan. However, the sum-
mer vfication was drawing near and Dr. Merchant was
absent, and when we later discussed the matter, he inti-

mated that owing to a possible election in the fall, matters
had better stand over, so that in so far as carrying out your
instructions, we had to call a decided halt.

We reported the situation to the Executive of the

C.N. J.A. and advised your President that we could not
follow the original plan and stated that it was possible to

in.stitute a local school which could be operated in co-

operation with the Department of Soldiers' Civil Re-estab-
lishment.

On the suggestion of one of the members of the Com-
mittee, who was acting on the Business Council of Re-
patriation Committee of the Toronto Board of Trade, a
proposition was presented to a meeting of Toronto jewelers
and their promised support was obtained to get a school
started at once.

In the early part of August, we got together a few of
the leading jewelers and formed a joint stock company of
$10,000 capital, to conduct a school for retraining disabled
soldiers and minors in the art of watch and clock repairing
in co-operation with the Department of Soldiers' Civil Re-
establishment. '

Early in September, we obtained a charter, engaged a
principal and two assistants, leased premises in McLean
BIdg., Adelaide St., Toronto, and sent Mr. Gunther to New
York to l)uy plant. In the meantime the staff was engaged
in fixing up benches, etc., and by Sej)tember 10th, we had
the school open and taking in pupils. Since that time we
have been increasing the equipment and staff, and now we
are instructing 116 men. A few are taking private tuition,

paying their fees without any Government help.

The school is open to all Canadians, but particuLir
preference is given to returned soldiers and minors.

We have a syllabus for standard of examinations, and
a special committee is appointed to examine pupils and
report on their progress.

The school is not intended to be operated for profit, but
simply with the desire to help disabled men to obtain a

good technical and practical training at a business which
will readily absorb and utilize their services in steady occu-
pation in all parts of Canada.

All of which is respectfully submitted,
, THOMAS RODEN,

Chairman.
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Report of Provincial Vice-Presidents

Due to a variety of (-ircumstances no very complete re-

ports were to be had from the provincial vice-presidents.

Mr. W. G. Young, London, chairman of the Ontario Jew-
elers' Association, was storm-bound on his way to the

convention and did not arrive in time to speak for the

association which inobably had the most to report. Some
others also were not represented at the opening session by

their chairmen, still others were so newly formed as to

have nothing more than the fact of their organization to

report, while two or three provinces had no representa-

tives present.

Mr. A. C. Skinner, Sherbrooke, who was first called

upon, stated that a suoces.sful organization meeting for

the Province of Quebec had been held in Montreal in the

fall, when the machinery had been established. More
recently a local association had been formed in the city

of Quebec, while it was hoped that others would soon be

formed in Three Rivers and St. Hyacinthe. The Montreal
:ind Eastern Townships associations were already strong

and doing good work.

Mr. W. J. Jackson, Edmonton, first vice-chairman of

the Alberta Jewelers' A.ssociation, stated that as the asso-

ciation had been organized only a month, and had held

no meetings since formed, there was really little of mo-
ment to report. He outlined briefly the division of the

province into two districts, each with a vice-chairman and
four other members on the provincial executive.

"I can say no more," he added, "than that we are with

you in this matter. Your questions are ours, and we are

willing to co-operate to the fullest possible extent."

MR. ARTHUR ROWLAND.

Mr. A. L. Whcatle.v, Uegina, chairman for Saskatche-
wan, remarked that there was more satisfaction in coming
before the federal organization this time, since an asso-
ciation had been formed in his province. He told of the
adoption of the rotar.v method at the Saskatchewan con-
vention, by which each member was known to all others
by his nickname. Not all of them, it was discovered, had
such names, and it had become necessary to invent some
to suit the occasion. As a result it was found in the end
that they had succeeded in forming not only an associa-
tion but a brotherhood.

They had also pooled the expense of railway fares, so
that visitors from a distance and local members were at

e(iual expense in this res])ect. The idea had been found to
work out very satisfactorily.

He told how, when the rumor got about that the Sas-
katchewan Jewelers' Association was being formed, he had
been approached by certain men with the suggestion that
the organization should ally itself with the Retail Mer-
chants' Association. When informed that the S. J. A. al-

ready had a parent organization, and that this did not
confine itself to retailers, the gentlemen in question were
greatly surprised. Some of them were at loggerheads with
the manufacturers arid wholesalers within their own trade.

"You have the unique organization among trade associa-
tions in Canada—go right ahead," they had told him.

He brought greetings from the west to their eastern
brothers, and hoped that their enthusiasm would never
wane, and that the cause would be carried through to a
successful issue.

Mr. Chas. Johnston, Halifax, had to report that every
jeweler in Halifax was now a member of the local asso-

ciation since its annual meeting two weeks previously.
Organization, he said, was difficult in the rest of the prov-
ince, owing to the difficulties of commun.ication—"but
perhaps next year "

Mr. L. E. Wellner, Charlottetown, brought encouraging
news from Prince Edward Island. Recently a meeting
had been held with every jeweler in Charlottetown present.
They had ^planned to get the rest in-—^there were only three
elsewhere on the island—but the winter weather had made
this difficult. He was able, however, to assure the con-
vention that things would be "got going" in the very near
future, and felt certain that every jeweler on the island
would line up with the C.N. J.A.

Mr. R. ,J. Rodger, Kingston, spoke for Ontario, but gave
no provincial report. He had spoken to one or two jew-
elers about coming to Montreal, who had replied, "Oh, no,

there's nothing in it for me." That, he claimed, was the
spirit which the C.N.J.A. should work to eliminate. It was
not the spirit in which the troops had enlisted to go over-
seas—-they had .not gone expecting to find "something in

it'.' for them. If the same spirit could be inculcated in the
jewelry trade as had existed in the army, then there would
be no limit to what the C.N.J.A. might accomplish.

AUDITOR'S REPORT.
In presenting my report of audit of the above associa-

tion, I beg to state that I have checked all vouchers and
amounts and they correspond with the amounts carried
in your books to the fee account.

I have gone carefully over all the expenditures and
have checked all items in regard to the different items of
expense.

The bank vouchers are all reconciled with the bank
Ijook and with the bank account in the ledger.

Proper accounts have been opened for all necessary
expenditures and the books of the association, while simple
in detail, are well kept and all items appear to be entered
in their regular order. ,

(Sgd.) E. F. GRIFFITH,
Cost Accountant and Auditor,

32 Front St. West, Toronto.

«

TREASURER'S REPORT.
Revenue from fees for period Oct. 1st. 1918, to

Dec. 31st, 1919 $2,305.00
Exchange 4.42

Fees paid for 1920 6.00

$2,315.42
Office expense $131.25
Salaries 550.00
Circulars 169.82
Office supplies 8.69
Postage 70.79
Telephone and telegraph 2.51

Exchange on cheques 11.47
Printing and advertising 359.87
Travelling expenses 232.17
Bank balance 775.34

Cash balance 3.49
$2,315.42
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The Necessity of Jewelry

S. ']'. Vann, speaking before the Kiwanis Club of

Albaquerque, N.M., recently, made a striking point of the

fact that jewelry was necessary to humanity.

"Our business is generally thought of as a luxury

business," said Mr. Vann. "On the surface it is, but a

deeper study of what is necessary in the complicated

machinery of our modern civilization may change our
minds in regard to the jewelry business. Man really

needs but little. What we think is really necessary is

largely a matter of the state of imind. What some men
think is necessary, others do not. It becomes a psycho-

logical quesition. Some men strive for a great deal more
than mo.st of us think is necessary in a material way

;

others are too easily satisfied.

"Both classes are, to some extent, enemies to them-
selves and to society. Too many of the first class make
the race for wealth too swift for a nation's cultural wel-

fare; too many of the latter impoverish the nation's ma-
terial welfare. Their ideas of life are not in harmony
with the best interests of the many.

"It is the little pleasures, the little vanities that make
up the sum of life and im'ake life harmonious. It is the

little worries that make life miserable and out of tune.

These little worries are overcome to a great extent by
little pleasures such as the giving and wearing of jewelry.

Let us not deprive others of this pleasure even though
we derive none ourselves from the same source.

"Even people who love harmony do not always har-

monize. In any town one class of people who love music,

purchase the privilege of hearing a fine quartette on Sun-
day night in a chautauqUa tent ; another class prefer to

hear a free band concert on a Sunday night in the park.

The Chautauqua class call the park class sinners, the park
class call the chautauqua class hypocrites. Thus you see

we have harmony of the ears, but not of the ideas.

Neither class should criticize nor be criticized. Let us

try to see things from the other fellow's point of view.

We must strive for universal harmony.

"Jewelry is defined as an article of adornment. If

this is a proper definition, then it is safe to say that the

first piece of jewelry was Eve's fig leaf, and I have no
doubt that it: was the most beautiful leaf to be found in

the garden. I have no doubt that she prized it as highly

as ladies to-day prize their modern jewels.

"Many people assume that jewelers cater only to the

wealthy classes. This is a (mistake. No business is striv-

ing to reach out in a democratic way more than the

jewelry business. Not a year passes but brings out some
refined substitute for the more expensive forms of jew-

elry, not some ugly imitation, but a real work of art

—

something within the reach of the average purse ; some-

thing within the reach of thousands where the expensive

form was within the reach of but one."

No Pure Gold Coins

Coins made from pure gold are quite impracticable.

The purest coins ever issued were the fifty-dollar pieces

which were once in general use in California, the coinage

of whidi was abandoned because of their great loss of

weight by abrasion and because their interior could be

easiliy bored out and the cavity filled with lead. These

coins were octagonal in shape, and were the mo.st valu-

able coins ever minted and circulated in America.

All gold is not alike when refined. Australian gold is

distinctly redder than that found in California, and placer

gold is more yellow than that taken from quartz. The
latter fact is one of the mysteries of metallurgy, because

the gold in placers comes from that which is in quartz.

Clocks, clock nnfl
watch keys, clock
movements and
clock cases

—

United Kinsdom $
United States
Japan
Otliei- countries

Canadian Jewelry Imports

Month of Nov.
1918. 1919.

Eight Months
ending Nov.

168
42,031

1.756
86,2.59

270
1,859

1918.

1,201
462,236

1,749
315

1919.

7,454
520,807

1,189
3,825

Totals % 42,199 % 90,144 % 465, .501 % 533,275
Watche.s-

l^nited Kingdom
United States .

.

Switzerland . . . .

.Other countries

79
143

6,942

76
1,609

11.853

9,722
7,427

27,745

2,512
10,562
43,936
2,002

Totals $
Watch actions and
movements and
I)arts thereof, fin-
ished or unfinished,
including winding
bars and .sleeves

—

United Kingdom $
United States
France
Switzerland
Other countries

,164 % n,:>U % 41,894 % 59,012

231
73,676

75,777

1,2,41

110,419

82.372

9,48:{

613,969
3,303

381,898
447

5.717
730,175

1,498
528,594

Totals % 149.684 % 194.032 $1,009,100 n, 265.984Watch cases and
parts thereof, fin-
ished or unfin-
ished-

United Kingdom % 7.'t % 873 $ 777 $ 1,633
United States 8.1113 18.974 77.582 138,062
Switzerland . . . 4 95.'i 6,318 31.134

310
44.672

271Other countries

Totals
(Jlass balls, and cut.
pressed or mou'ded
crystal glass table-
ware, blown glass
tableware and other
cut glass ware

—

r^nited Kingdom ...... $
United States
.lapan
Other countries

% 13.043 % 26.16.") % 109.803 $ 184,638

1.707
36.466

194

2.150
65.250
1.253

73

.'.677

301.495
948
897

10,077
393.713

2.136
2.617

Totals I
.Silver bullion in bars,
blocks. ingots,
drop s, sheets or
plates, unmanufac-
tured

—

United States . . .

38,367 % 69,026 $ .309,017 f 408.543

?1. 604, 733 $ 86,854 $2,573,870 $2,941,116

lOlectro-plated ware
and gilt ware,
n.o.p.

—

United Kingdom $

United States
France
Other countries

1.390
2,905
359

$ 8,801
32,883

155

11 635
69.875
1.738

80

42.706
171,277

1,323
122

Totals
.Sterling or other sil

verware, n.o.p.—
United Kingdom $
T'nited States
Other countries

$ 4,654 % 41.839 $ 83.328 $ 215.428

2.493
1..365

58

10.858
11 135

103

12.170
26.026

132

38.906
61.926
1.035

Totals
Manufactures of gold
and silver, n.o.p.

—

T'nited Kingdom $

United States
Other countries

$ 3.916 % 22.116 $ 38,328 % 101,867

82
2,460
593

2,195
20,748

660

1.143
17,971
1.730

$ 4.878
99.469
1.276

Totals $ 3,135 $ 23.603 $ 20 844 $ 105,623
Jewelry, n.o.p.-

United Kingdom
United States .

.

France
Japan
Otiier countries

768
57.964

352
6.59

37

$ 6.511
114,263
11,561
1,814
138

9.220
484.872

4.700
4.668
517

29.941
766.457
27,314
11,569

604

Totals

Diamonds, unset

—

United Kingdom
United States
Netherlands
Other countries

Totals

Precious stones and
imitations thereof,
not mounted or set,
and pearls and imi-
tations thereof,
pierced, split,
strung or not, but
not set or mount-
ed-

United Kingdom $

United States
France
Italy
Japan
Otlier countries

Totals

$ 59,780 $ 134,287 $ .503.977 $ 835,

I 151,345 $ 260.663
3.476

138,892

$ 769.623

$ 151,345 $ 403.031 $ 769.623

|1.850.?12
72,719
677.372

9.989
$2,610,292

6.634
6.573
1 441
874
150

56.610
23.201
15.811

Vli'

$ 15,672 $ 96,333 $

26.138
52,848
31.561
4.274
1.599

449
116.869

339,187
97,270
74.365
8.745
6.936
8.600

535.103
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a big Silverplate

jJemand

Sell Fancy Pieces for Easter

Through the growing custom of Easter gift -giving,

there is a great opportunity for you to stimulate the

sale of fancy pieces of the famous Silverplate cf

William Rogers and his Son.

Just as 1847 is the standard of value in the heavier,

so in the lighter grade, The Silverplate of William

Rogers and his Son is

"The Best at the Price"

^The Siluerplate of

William Tlogers and hisSon
Made and Guaranteed hy

Wm. Rogers Mfg. Co., Ltd.
Niagara Faixs, Ontario
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The "CAPRICE"

A New Made in Canada

Sonora Model
which sells at

$150.00

A New Model Representing Remarkable
Phonograph Value

At $150.00 the Sonora representative has practically no competition in

selling the "Caprice."

The "Caprice" is the latest "Sonora" Model, and, like nearly all "Sonoras,"

is made entirely in Canada.

The "Caprice" plays every disc record made, has an All-Wooden Tone
Passage, Automatic Stop, Double Spring Motor, and Record Accommoda-
tion. The tone quality of this fine instrument is of the same full, golden

richness that has made all "Sonoras" famous.

The "Caprice" is just one of a complete line of the "Highest Class Talking

Machines in the World."

Easy Payments Not Necessary to Sell the Sonora
Comparatively little capital is required by he has found it a very easy matter to sell

representatives of the "Sonora," as this phono- practically all instruments for cash,

graph appeals to the better class of buyers. The selhng price range is wnde—from $90.00
Any "Sonora" representative will tell you that to $2,500.00.

I. MONTAGNES & COMPANY
Canadian Distributors. Ryrie Building, Toronto.

€L1A[^ AS A ©IILIU

T^--w^>-^lp^|.Q Are ^ou interested in handling the Sonora Phonograph? The
•f^^^^^^^^ Selling Agents to the Jewelry Trade throughout Canada are:

GOLDSMITHS' STOCK COMPANY, TORONTO
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Conducted by C 1/ Pasmore

A $30,000,000 Melon

ESTIMATES place the amount
of phonograph business done

in Canada last year at $20,-

000,000. That it was not greater

than this was due solely to the fact

that machines and records could

hardly be turned out to keep pace

with the demand. But it is a signi-

ficant fact in this connection that the

phonograph business in Canada has

increased at the rate of 50 per cent,

per annum for the past three years.

There is no reason for supposing thar

the proportionate increase this year

will be any less than that of previous

l^-ears—in fact, if machines can be

made and records stamped at the ne-

cessary rate, the increase may easily

be in excess of 50 per cent.

But even at that figure the pros-

pects are alluring. There are not so

many phonograph dealers in the Do-
minion that $30,000,000 is a sum to

be lightly regarded when divided

among them. The Trader knows of

one jeweler whose business last year

was in excess of $20,000 in phono-

graohs alone. There is money in the

business, and there is getting to be

more money in it every year. Time
was, not so 'many years ago, when
$100,000 covered the annual expend-

iture in Canada for phonographs an 1

records. Time will be, not so manv
years hence, when $100,000,000 will

he the turnover.

Meantime there will be this vear's

$30,000,000 melon to slice. Here's

hoping that the jewelry trade of Can-
ada indents for a large, juicy seg-

ment.

This One Takes the Biscuit

SOME genius in the Western
States has come out with an
invention which, for sheer au-

dacity, "has them all stopped." His
device is nothing more or less than

an automatic lullaby for babies. It

is in the form of an attachment for

phonographs, and consists of a ser-

ies of brakes controlled by dia-

phragms . which are sensitive to

sounds of progressive degrees of in-

tensity. They can be adjusted to ouii

your baby.

With a nice soothing record on the

machine, and the regular brake re-

leased, this attachment is adjusted

according to how loudly you want
baby to cry before the lullaby begins.

Then you tiptoe from the room. Babv
wakens and begins to whimper. The
phonograph perks up its ear, so to

speak—that is, the more sensitive of

the diapraghms release the initial

tension. If the cries develop into

wholesouled yells, off comes the re-

mainder of the tension, the brake is

released, and the phonograph goes in-

to action. As Baby's cries die away,
the tension gradually comes on again,

and at last the phonograph stops

playing.

But there is one point about it that

we do not understand. What hap-

pens if the phonograph fails to ap-

preciate the difference between the

noise 'Baby makes and the sound it

creates itself? In other words, if the

phonograph plays as loudly as the

cries which started it, would it not

continue playing indefinitely? And
if it were toned down so softly as not

to affect its own diaphragms, would
Babv ever deign to pav attention to

it?

W'hat's the lietting the inventor was
a bachelor?

* * *

Preachers a la Mode
CONSIDERABLE discussion

has arisen of late anent the

phonograph's place in the pul-

pit—not that it has a recognized

I'hce there yet. but that the scarcity

of ministers has led" to consideration

of the place it may some day hold.

In our opinion its day will come all

the more quickly, and with less oppo-

sition, if there is less discussion of

the phonograph as a substitute for

preachers, and more consideration of

it as an auxiliary or aid for ministers

of congregations. After all, preach-

ing is but one phase of a minister's

work. It is a part, however, which
the phonograph could look after for

him; and by the engagement of the

best preachers in the land to give the

"'canned" sermons the result would
be a distinct advantage, although it is

perhaps too progressive a step to gain

widespread support.

Aside from any gain in the'quality

of the sermons preached, however,
there would be the fact that the min-

ister, relieved from the necessity of

preparing a new set of sermons each

week (which is perhaips a more ar-

duous task than most people sup-

pose), would have more time and en-

ergy to devote to his congregational

work—a point well worth considera-

tion.

In any event the phonograph is

likely to achieve this position more
quickly if it is considered not as a

substitute for ministers, but as a po-

tential assistant.

What Sells Machines ?

IT is a significant fact that the

name of a nationally advertised

article is the most potent force

in selling that article. Most potent?
Perhaps you are inclined to challenge
the statement. Then listen to this.

Recently a thoroughgoing survey
was made of the phonograph business

in the United States, in which an-

swers were obtained from a number
of representative dealers on the ques-

tions asked. One of these questions

was as follows : "Approximately
what per cent, do the following in-

fluence the sale of phonographs^

—

well known brand
;
quality of tone

;

exterior design and finish ; mechanic-
al imiprovements." The first men-
tioned influence stood an easy first in

the replies given, with slightly over
41 per cent, of the total.

In view of this it should not be dif-

ficult for the wide-awake dealer to de-

cide whether to link up his own ad-

vertising with the national publicitv

of the makers of the machines he
handles, or to advertise "just phon-
ographs."

Play heavily on the name—it's your
ace of trumps.
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Gerhard Heintzman

PHONOGRAPHS

U A L I T Y
Your Best Investment

You will find nothing pays such
big permanent returns as Quality.

QUALITY has been our watchword
and motto in building the GERHARD
HEINTZMAN, Canada's Greatest Piano
for over half a century.

It has paid

:

and the application of the same policy

to the building of the

Gerhard Heintzman
Phonographs

is productive of the same results.

Beauty and Tone—the prime essen-

tials you will find in every instrument,

backed by Mechanical Perfection and
Supreme Quality throughout.

Gerhard Heintzman
Limited

Head Office and Factory : Sherboume St.

TORONTO
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The Romance of a Needle
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EVERYONE now takes the fibre

needle more or less for grant-

ed for certain forms of re-

production of lateral cut records, sucli

as in a small room, for violin music,

or in other circumstances when a

particularly soft tone is desired. But
naturally before they had been in-

vented they were not at all obvious.

Nor would the average user of this

needle ever imagine the amount of

experiment that went inito its perfec-

tion, or the amount of work even now
entailed in its production.

While steel, diamond and sapphire

points are by long odds leaders in

point of numbers used, a certain in-

teresting importance attaches to the

fiibre needle from the fact that, in the

days when the phonograph was a

squeaky thing at best, the fibre needle

first showed producers and users what
excellent results could be accom-

plished by a little thought and experi-

ment. Previous to this the harsh

tone of the phonograph had been ac-

cepted more or less as an established

fact: after the fibre needle, however,

makers were convinced that it need

not be harsh, and set to seeking other

ways of improving the tone and per-

fecting the reproducing mechanis'm

without resorting to wooden needles.

The inception of the fibre needle

may therefore be accepted as more

or less of a red letter day in the his-

tory of the phonograph. As told by

a writer in the Scientific American, it

all came about as the result of the

purchase of a "talking machine" by

F. D. Hall, of Chicago. Mr. Hall

was interested in the machine, but its

tinny, strident tones grated unpleas-

antly on an ear sensitive to music.

He decided that there must be some

way to overcome this drawiback.

He did not apply himself to the ma-

chine itself—motor or horn—and ul-

timately, in a process of reasoning,

eliminated the sound box, although

in this part some of the greatest im-

provements have since been made. He
also passed up the needle arm. All

these things, he decided, were capable

of improvement, but this would come

from the manufacturers (and it did)

after the expenditure of considerable

time, money, and patience in experi-

ment.

This brought him down to the

needle. 'He decided that the needle

was a small but simple affair, and

would probably give greatest results

from the amount of attention he was

able to devote to the problem. As

later experience proved, however, the

needle was a harder nut to crack than

he at first imagined. To let the

Scientific American carry on with the

story

:

"First thoughts, as might be imag-

ined, revolved entirely around wood.

One variety after another, shaped this

way and that, was experimented with,

and each in turn developed shortcom-

ings that resulted in its rejection.

Finally the inventor turned to bamboo
and with this material he scored his

first success.

"Bamboo is not properly speaking a

wood. It is a grass, native to the

Orient, and best cultivated in China,

Japan and India. Its tough, cellular

composition and its glassy exterior

surface eventually led to its adoption

as the best material for the newly

conceived stylus. And the problem of

the rightful shape for the needle was
at once solved by the bamboo's nature.

"Only by keeping the enameled cor-

tical surface outside at the point of

the needle could the requisite degree

of hardness be secured. Plainly split-

ting was the easiest and most effective

method of thus dividing the substance,

with its long even fibre. What, then,

could be more logical, more economi-

cal, than triangular splits, each a sec-

tion of the naturally cylindrical, sec-

tion-sawed bamboo? And so, when
experiments had demonstrated the

correctness of bamboo as a material,

the wisdom of the prism shape and

the general soundness of the fibre

nir^dle as a whole, patents were oli-

tained and manufacture begun.

"As is so often the case with small

things, the fibre needle of to-day is de-

ceptively simple in appearance. There

are many details, surprisingly in-

volved in some cases, that come to

light on a trip through the factory.

To begin with, the selection of the

material is a matter of no small im-

portance. The poles must be 20 feet

in length and from 2% to 33/2 inches

in diameter—about four times the

size of tht ordinary fishing pole. They

must be of relatively flawless exterior.

Even the packing is closely super-

vised, to guard against mishaps to the

delicate surfaces in transit across an

ocean and half a continent.

"The first step in the manufacturing

process is the sawing of the poles into

sections about an inch long, which in

turn are split in two. These are

placed in specially devised machines

and further split into crude blanks

for single needles at the rate of from

125 to 180 per minute. Each blank is

forced up by the splttiing of the suc-

ceeding one, and conveyed through a

gravity chute to a bin below. In this

process the inner or pithy part of the

bamboo is eliminated, only the outer .

shell going into the manufacture of

the needles.

"Bamboo is by nature a peculiarly

'live' type of vegetable growth. Its

myriad canaliculate cells are filled

with sap, or honey, as the natives call

it. This must be forced out and re-

placed with essential oils and waxes,

in order to render the bamboo imper-

vious to the harmful action of moist-

ure. Drip-kettles are laden with

needles and slowly lowered on block

and tackle into vats of a scientifically

prepared oily mixture heated to some

340 degrees Fahrenheit ; and this bath

is continued intermittently for about

40 minutes. The blanks are tlien

transferred into tumbling oarrels for

the purpose of coo'nig, absorbing ex-

cess oil, and wiih the further object

of polishing. The barrels contain

hardwood sawdust, which has been

carefully screened and sifted in a ra-

ther coarse texture. Were the finely

pulverized wood flour not thus elim-

inated from this polishing medium, it

would adhere to the tiny splits when-
ever the cooling process was acceler-

ated a trifle beyond normal.

"And still the needles are not really

needles—they lack, as yet, their

points. Each of the little bamboo
shafts must be pointed by hand. The
prism-shaped pieces are inserted into

a triangular bushing on a cutting ma-
chine of original design, placed so as

to insure a perfect pofnf running out

to the cortex side of the bamboo. Each
of these machines has a capacity of

some 30,000 needles per day. After

this final operation, the needles are in-

spected, counted (by weight) and

packed into the envelope containers in

which thev are sold."

An observant talking machine

salesman, who is psychologically in-

clined, recently remarked that the

taste for certain talking machine rec-

ords frequently changes as styles in

clothes do. In winter people buy

mostly grand opera selections, while

in summer they ask for dance records

and other popular music. This sales-

man believes that he can usually tell

in advance the kind of records his

customers are going to ask for. "The
tall man with slender fingers and a

bow tie," he declared, "is nearly cer-

tain to ask for a violin or piano solo

by some great artist, while the young
girl in a tight skirt is after popular

dance music. Elderly people general-

ly ask for old songs like 'Swanee

River' and 'Home, Sweet Home.'

"
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THE FAMOUS

CECILIAN
CONCEKTPH^NE

i OUR NATIONAL ADVERTISING PLANS FOR 1920 i
B will thoroughly cover the entire Dominion with a high-class Advertising ^
m Campaign to promote the sale of the CECILIAN CONCERTPHONE m
M through its established dealers. ^
M Remember, this year the public will demand the Reputable Advertised H
M Phonograph- Link up with the CECILIAN Line now. J
M Owing to the phenomenal demands, we have just completed arrangements where- JW by an additional 50,000 square feet of floor space will be devoted to the manufacture ^
J of the CECILIAN INSTRUMENTS.—This will mean an increase of 300% in M
H production.

Watch Our Service for 1920

Jewelers in open Territory are invited to

write now re the CECILIAN AGENCY

The Cecilian Company
Limited

HEAD OFFICE

247 Yonge St., TORONTO

Distributors for Canada

Retail Prices $90 to j 375

TRADE MARK
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What the School Should do for the Child
"1 am not ready to admit that there

is such a thing as an unmusical child,

if the term is used to denote a child

in whom there is no susceptibility to

a musical appeal." This pointed as-

sertion was made by W. O. Meissner,

-Music Director of the State Normal
School. Milwaukee, in the course of

an address before the convention of

the National School Music Supervis-

ors. A child brought up in an Eng-
lish-speaking • family is un-French
and un-Italian because he cannot read

those languages, continued Mr.
Meissner. Likewise if the language
of music is not spoken in the home
and the school, the child is quite like-

ly to be unmusical. It is all a ques-

tion of opportunity and environment
whether or not one is able to under-
stand and enjoy the beatiful and uni-

ver,sal language of music. "The plea

I want to make," said the speaker,

"is that we offer to every child the

opportunity to know music—to dem-
ocratize music by teaching it at public

expense in all its branches, instru-

mental as well as vocal, in classes like

all other subjects. Let us give music,

the best we have, to all of the i)eople,

all the time. A community which has
become truly musical will have be-

come a better place to live in and will

find life more worth "while.

"It is undeniable that music should
be placed on the same basis as other
subjects, both in the public schools
and higher institutions of learning.

The parents of a child having a mark-
ed talent and inclination for music
should not be forced to pay for pri-

vate lessons in his chosen art, while
students of mechanical engineering,
or agriculture, or domestic science, or
sewing are taught in the public

schools free of charge.

"The still subordinate place accord-
ed music in public schools is largelv

due to a narrowness of vision on the

part of musical educators themselves.

They have been content to offer ele-

mentary group instruction, and have
overlooked the individual child. I

would prefer to divide children into

four classes, musically:. First, the

genius, the future artist, with demon-
strated musical talent: second, the

child with a strong liking for music,

the future amateur: third, the child

with a passive interest, the future lay-

man : fourth, the child who displays

no musical interest whatsoever.

"The first class should have the ad-

vant^ee of a specialized training at

iiublic expense in whatever branch

tbev are best fitted for. The same

privileges should be provided for

children of the second class, only the

time they devote to music should be

restricted somewhat and more time

given to other subjects. Probably 50

per cent, of the girls and a great

many boys in the high schools could

learn to play acceptably upon some in-

strument if given the opportunity.

"For the third class I would offer

such opportunities as are found

everywhere to-day — elementary

knowledge required to sing simple

music at sight, and music apprecia-

tion, including an acquaintance with

the world's musical masterpieces, its

great composers and its musical his-

tory.

".\s for the unmusical child, prac-

tically all of them would become mu-
sical when surrounded with music. If

anv of them were found still un-

touched by the appeal of music after

they had been taught several years,

they should be allowed to drop the

subject and devote all their time to

other studies more to their liking."

.\ salesman may have every confi-

dence in his own ability, may believe,

and, in fact, may have proven, that

he can sell anything with a motor, a

sound box, and a case, but if he is

selling an instrument concerning the

superiority or at least the fair value

of which he is not convinced he will

not be half as successful as will his

possibly less experienced competitor,

who, nevertheless, is enabled to sell

the same kind of an instrument be-

cause he absolutely believes that he is

giving his customer a talking machine

that is absolute value for every dollar

which the customer pays.

The Windows of this shop were not intended for the disolay of
phonographs, but Mr. Rodger, when he added a department of
music, made the best of the situation by the sign he erected along
the top of his store front. You will notice, too, that he did not let
it go at announcing "phonographs" or "pianos," but made an
emphatic feature of the makes he handled.
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Music Makes Milk

When a cow shows her appreciatioa

of the phonographic music of Beetho-

ven, Mozart and other masters by giv-

ing more precious mill< to her owners
she surely is showing her gratitude

in a very concrete way. And the talk-

ing machine has won a place in the

dairy barn where it will do a service

as great -as any other whether it be

in parlor, bedroom or bath. At the

Electrical Show held at Grand Cen-
tral Palace in New York, H. M. Har-
vey, a veteran dairyman of Pough-
keepsie, was in charge of the electri-

cal dairy exhibit and carried en some
interesting tests with thoroughbred
Holstein and Guernsey cows.

Some cows of each breed were
milked dry and then induced to give

more milk under the influence of the

music. Others with music from an
electrically operated phonograph play-

ing continuously during the milking

period gave from 10 to 12 per cent.

more than their average volume. Mr.
Harvey selected classical music of a

slow, measured cadence, which, he

says, he has found to be 'most effective

and asserts that music is a regular

feature of the large successful dairies.

One of the Holstein cows at the

Electrical Show, under the influence

of the best compositions of Mozart,

Beethoven and Richard Strauss, gave

forty-five quarters of milk in a 24-

hour period. She was milked every

six hours during the test.
—"Talking

Machine World."

Music for Children
Mrs. Agnes iMoore Fryborger, spec-

ial supervisor in the schools of Min-
neapolis, in charge of music appre-

ciation, has arranged her programmes
in the schools with the Minneapolis

Symphony Orchestra so that each pu-

pil is given adequat^. preparation in

understanding a musical composition

before the Children's Concerts are

attended. This is only possible by

means of the full equipment of talk-

ing machines and records in the Min-
neapolis schools.

• »

Why They Fail

Talking machine dealers are given

a few hints on how to run their stores

by "Si" Poppler, of Grand Forks, N.

D., who says that few dealers are

really successful for the following

reasons:

"Firstly, they are unfamiliar with

the details of the business and in con-

sequence are often forced to handle

inferior instruments purchased at

long prices.

"Secondly, they are in many cases

improiperly financed to handle all

classes of purchasers.

"Thirdly, they do not realize the

obligation they owe the public through
the very nature of their business, for

it is the business of every real music
dealer to help along all those activities

of a musical nature for which 'here

is such a demand in every commun-
ity."

If music is to prove a force for

good, then it must be directed in the

proper channels to accomplish the

most good. The public must not be

allowed to forget what music is ac-

complishing. It must be recognized

not simply as something pleasant to

listen to, but something with a defin-

ite purpose. Members of the trade

in their respective localities can do

much to inculcate in the public mind
this point of view. There are many
ways to do this, but first the retail

music dealer must identify himself

prominently and indelibly with local

music organizations and local musical

activities. He must not appear in the

role of a purveyor or merchandise,

but rather as an advocate of one of

the things that makes life worth liv-

ing. He must hook up with the great

artists and great musical organiza-

tions. He must aid in the advertising

of music in the newspapers, and lend

financial as well as moral support to

the cause in other directions.

100% PROFIT
is now being made by a

considerable number of

JEWELERS
handling my lines of

Phonograph Accessories

and Supplies

Write to-day for a copy of my latest catalogue and get your name

on my mailing list.

H. A. BEMISTER
10 VICTORIA STREET, MONTREAL, QUE.
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Don't Neglect the Record Business

IT is significant that if you find a

dealer who is, comparatively

speaking, neglecting the record

end of the phonograph department, in

most cases he will turn out to be a

new hand in the phonograph game.

The older hands have learned better.

They push records, not only for the

sake of what is to be made on the

records sold now, but for the sake of

the record trade of the future—which

is going to be one of the big, thriving

businesses of the country when every

family owns a machine, as will ultim-

ately be the case.

He also pushes records 'because

they sell phonographs to just as great

an extent as phonographs sell rec-

ords. Why do people want phono-

graphs? In nine cases out of ten be-

cause they have heard them play some

record that they liked.

Selling records, as most dealers

have found out for themselves, is

something more than a mere matter
of putting them in stock.

One Canadian jeweler, who is mak-
ing a thorough success of his phono-
graph department, has been good
enough to outline for the Trader his

method of handling records. It may
be interesting to compare this with

your own as to points of similarity

and difference. While not in the

dealer's own words, his plan of opera-

tion is as follows

:

When he first added a phonograph
department a few years agO' he took on
records, as many do, more for the sake

of justifying him in handling ma-
chines than for the sake of selling

records in any numbers. He soon

found out, however, that it was in his

interest to do more than ''keep" rec-

ords. So he set in to push them.

At first, having nothing to go on in

respect of the class of records his

customers would be likely to want, he
was forced to rely on his own taste,

combined with a certain amount of

business acumen.

He ordered records in fairly large

assortment. Some sold, some did not.

He classified those which sold under
such headings as "orchestral" and
"vocal." Subheadings for the first

would be "dance," "rag," "popular,"

"sentimental," "standard," "classical,"

etc. Somewhat similar subheadings

were used for "vocal," and for a third

main classification, "instrumental,"

which would include instrumental so-

los, duets, quartettes, etc., in all the

dififerent instruments and classes of

music. The method of classification,

of course, is a detail; the point being

that he had such classification and

kept track under it of every record

sold.

Not only that, but he kept lists of

his regular customers, and of every

record they bought, each in its clas-

sification.

In a very short space of time he

found that he was no longer doing

business on the guess-work principle,

but was able to order his records in

the reasonable assurance that the

stock would last him until he could

order new stock, and no longer.

With such accurate information at

his disposal, his present method of

carrying on is simplicity itself. He
has a standing order with the record

makers to send hiim one of each of

their monthly lists of new selections,

immediately they are published. He
plays these over and classifies them.

Then he decides on how many of eacii

to order—and here is the only point

where his own personal judgment
enters into what otherwise is an au-

tomatic and errorless system. Hav-
ing classified each, he must decide, by

his own taste, whether it is likely to

be comparatively popular or compar-

atively unpopular, each in its own
classification. To some extent he is

aided in this by comparing' each one

with some previous record of some-

what similar virtues. Then, from the

recorded sales of the previous record,

he judges what the sales of ;';e new
record are hkely to be.

Whether or not his own taste is an

unusually clear reflection of the aver-

;ige taste of the record-buying pub-

lic, the fact at least remains that this

particular dealer, by this system, suc-

ceeds in striking with almost uncanny
accuracy the probable requirements

of his customers. He judges at once

from his statistics and from his own
ability to gauge popularity, how many
of each record are likely to be re-

quired. He places the order at once,

and, since he is in high standing with

the manufacturers, he gets delivery

at once.

His work is not complete in this,

however. The statistics he has com-
piled concerning his regular custom-
ers are of more value than to be used
merely in ordering records. They are
of inestimable value also in selling

them.

So soon as the new stock is ordered
and before it has arrived, he goes ov-

er his lists, determines what new rec-

ords are most likely to interest each

of his regular customers (judging

from their past purchases), sends a

personal post card to each inviting

them to drop in and hear such-and-

such a record or records (naming not

more than two.)

These cards are held (in these days

of uncertain deliveries) until the

stock arrives, and are then sent out

on the first mail. This method is

particularly successful in attracting

the "regulars" to his shop, as there is

something almost flattering about the

personal post card which draws your

attention to a record that falls in line

with your personal taste. Hence,

they come to the shop to hear it. And
having come they hear the other new
ones. The usual result is the pur-

chase of several records by each cus-

tomer, all within a few days after the

arrival of the new stock.

And within this period of a few

days, the dealer is able to judge defin-

itely of the popularity or otherwise of

each of the new records, to decide

whether additional stock will be

needed of any of them, and to place a

second order without delay.

Of course this system is of use only

where there is a fairly large propor-

tion of regular customers, but as this

is the situation in probably the vast

majority of Canadian communities,

it is available for adoption, with or

without alteration, by most Canadian
jewelers who have or intend to estab-

lish a phonograph department. Even
where a regular clientele does not al-

ready exist so far as the purchase of

jewelry is concerned, it will quickly

be established in the case of phono-

graph records, since these make for

repeat sales to a much greater extent

than does jewelry.

Another use of the list system

adopted by this dealer is that of keep-

ing track of records which are asked

for and which he does not happen to

have in stock. If the record is one

which is on order, or which is likely

to have a sale, note is made of the

would-be purchaser and his address.

The record is ordered (if not already

on order), and when received a per-

sonal post card is sent the customer.

In many cases the purchase will al-

ready have been made elsewhere, but

the little touch of thoughtfulness

shown in this respect has won the

goodwill of many a customer, has

turned "casuals" into "regulars," and
has acted generally as a good adver-

tisement for the firm.
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FOR INSTANT SERVICE
Send Your Orders to

The ^^House of Goldsmiths"

We are the

Distributing Agents

To the Jewelery Trade of Canada

PRICE LIST—NET CASH
2 Machines $ii.oo each

6 " 10.50 "

25 " 10.00 "
/

50 " 945 "

100 " 9.00 "

Retail Price

$15.00

Western Canada

$15.50

Carrying Case—$6.25 each Extra
(Any Quantity)

THE GOLDSMITH'S STOCK CO.

OF CANADA, LIMITED

Cor. Yonge and Wellington Sts., - TORONTO
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Will Be Sold at Retail This Year
The most sensational event in the history of

merchandising on this continent was the sale in

the United States of 50,000 Stewart Phonographs
from one advertisement. So far this year, Can-
ada has outstripped the United States in sales per

capita. At the present rate of sale 100,000
Stewart Phonographs will be sold at $15. 00
retail ($15 50 in the West) in Canada this

year. Merchants and jobbers will pocket over a

half-million dollars in profits. Many merchants
will have profits running into more than $1000
from Stewart Phonographs alone.

Over $500,000 profits will be divided by Merchants
in these lines

:

Departmental Stores
General Stores
Music Stores

Jewellers
Drug
Book Stores
Novelty Stores

Furniture
Hardware
Electrical Goods
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PHDNDBRAPH
\I\

Plays all records—Wonderful volume and tone quality

—Silent, smooth-running motor—Universal tone arm

—

Speed regulator— Beautiful mahogany enamel with

nickel finish trimmings. A handsome, sturdy phono-

graph—strong enough for everyday use— fine enough

for any gathering. Its only competitors sell for many
times its price.

^Mist«rr\

Canasta
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The Greatest Phonograph Advertising

Gimpaign Ever Launched in Canada
To Bring Customers to Merchants' Stores

The Wonderful Stewart Phonograph is not going to blush

unadvcrtised. In a few days millions of people from coast to coast

will be reading the first advertisement of a nation-wide campaign
—city people, town people, village people, farmers, everybody. The
greatest selling effort ever put behind a phonograph in Canada will

help merchants sell the Stewart Phonograph. We must have rapid

sales to maintain the low price.

Every Important Newspaper

in the Country
The list of newspapers carrying Stewart

Phonegraph advertising is as long as your arm.

It includes every important newspaper in

Canada. These papers reach every city, town
and village in the country and hundreds of

thousands of farms. You read one of them
yourself. Nearly every man and woman in

Canada reads one of them. We are adver-

tising in French and English. We are adver-

tising to rich and poor. We arc advertising

in morning papers and evening papers. Our
newspapers alone reach over 4J million readers.

Farm Papers And Magazines

We want to be sure that we
do not miss a single Canadian
with our advertising.

So we are using the big farm

papers and magazines. Full page
advertisements. It costs a lot of

money, but it will sell a tremen-

dous number of Stewart Phono-
graphs.

Every advertisement will Reach
4,294,469 people. Hundreds of them
live near your store— scores of them
are your customers. Have the Stewart
Phonograph ready when they ask for it.

An Advertisement Every Few
Days-0ver31 Millionin All

This year will sec over 31 million

Stewart Phonograph ads. appear in Can-

ada. They'll be in the papers every
few days from now to the end of

the year— March, April, May, June,

July, August, September, October, No-
vember, December—ten months of in-

tensive selling, with a big drive at

Christmas time.

Each AD. About Half Page
You know what half-pages in the ncvrs-

papers do when it comes to selling goods. Then
just picture these big, dominating Stewart Phono-
graph advertisements appearing every few days.

Beautiful illustrations. Clear, convincing lan-

guage. An urgent message to the customer to

buy a Stewart Phonograph now—and to buy
it in your kind of store.

/|Dr)p*D See the next page—
V^AXJL^JLjIX use the other side of
^^™^^^™'^™" this form—order from

your jobber or from us.

Stewart Phonograph Corporation
Limited

1110 Temple Building

Toronto, Ontario
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The Stewart Phonograph proposition is

one of big profits and big sales. Some dealers

are now selling three or four machines a day.

Only 100,000 machines from our output have
been allotted to Canada—the rest are for ex-

port. It won't take very many dealers to sell

that number of machines. Obviously the wise

thing to do is to get some machines in stock now.

PRICES

Ask for

Discount on
Quantities

Order Through
Your Jobber
Jobbers in all lines will have

Stewart Phonographs in stock.

Send your order to your re-

gular jobber. If he hasn't got

them, he will get them for you.

Get this order in soon so that

you will have Stewart Phono-
graphs when people are asking

for them.

Or Send This Order to Us —
Stewart Phonograph Corporation Ltd.
1110 Temple Building, Toronto, Ontario

I want Stewart Phonographs

Name

Address

Jobber's Name

City

First Come
First Served

Jobbers will be supplied in the

order in which they make ap-

plication to us. Several jobbers

have contracts with us now which
will make quite a hole in our

output. The best thing the re-

tail merchant can do to insure a

supply of Stewart Phonographs
for his store is to write his jobber

at once or to send us this order

which will be filled through the

jobber.

¥ Ll Write us to-day for the Stewart
•'ODDClS Phonograph proposition.

This announcement is going to retailers

through this and other papers. A giant broad-

side is being mailed to every retailer in Canada
who can handle Stewart Phonographs. News-
paper advertising is in the hands of the papers.

The orders will be on their way to jobbers in a

few days. Some of the jobbers are ready. How
about you 1 We have an attractive proposition.

GET IN TOUCH WITH US NOW.
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P. W. ELLIS & CO., Limited

HEADQUARTERS FOR THE

PHONOGRAPH
MAIL, PHONE, OR WIRE YOUR ORDERS

WE WILL SHIP BY RETURN

Net Prices to Dealers

:

2, 3, 4 or 5 Phonographs $n.00 each

6 to 24 Phonographs - 10.50 "

P. W. ELLIS & CO., Limited

Toronto, Canada
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P. W. ELLIS & CO., LIMITED

Ellis Quality Silverware

Sovereign Plate^

,tR^ Success crowns the efforts of our salesmen when they

lEl©^®© show our 1920 line of Sovereign Plate E.P.N.S.

Every Jeweler realizes the intrinsic worth behind

every article stamped with our trade-mark—knowing

full well that the workmanship and materials are of

the highest standard and will give absolute satis-

faction.

See our travellers' samples, and be convinced that

not only is the quality supreme, but also that the

patterns are exclusive and up-to-the-minute.

Sterling Silver

—

,.„t-«K There is a continuous demand for gifts with the

@®@ "Steding" mark.
STERLING

Our new and appropriate designs in practical pieces

of Sterling Hollow Ware, Flatware and Toiletware

are bound to meet with your customers' approval, and

will enable you to reap big profits in these goods.

The public have found in recent years that economy

and quality go hand in hand—hence the increasing

demand for Sterling Silver.

P. W. ELLIS & CO., LIMITED
Toronto, Canada
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Precious Stones

DIAMONDS and Precious Stones increased in value by

leaps and bounds during the past year, but in spite of

this, they are still going up in price. At the same time,

really good stones are only coming into the market in very

small quantities.

Fortunately, we are well stocked in this line, and can meet

your every requirement at extremely low prices, considering

values to-day.

P. W. ELLIS & CO., Limited
Toronto - Canada
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Waterbury Clocks
REGARDING DELIVERY

Clocks were very hard to procure in sufficient quantities during

the past year, jnd so far this season the indications are that the

same conditions will exist for some time to come. Our whole

reserve stock disappeared some time ago, and as a result we are

compelled to rely exclusively on shipments from the factory to

meet our current needs of several styles of clocks. As we fill all

orders in rotation as they are received, you will see it is to your

advantage to order well ahead of requirements and thus be assured

of delivery.

OAK LEVER
Immediate delivery. Suitable for

boats, enpine-room or any place whcif
there is too much vibration for .i

pendulum clock. Price on applicatinn

1 Day, 4 inch, Time.

1 Day, 6 inch. Time.

1 Day, 6 inch, Strike.

8 Day. 6 inch. Time.

8 Day, 8 inch. Time.

8 Day, 8 inch. Half-hour Strike.

8 Day, 12 inch. Time.

8 Day, 12 inch. Half-hour Strike.

ENGINE LEVER
Nickel

Immediate delivery. Suitable for

boats, engine-room or any place where
there is too much vibration for a

pendulum clock. Price on application.

8 Day, Time.
6 inch Dial.

Measures across the back 7'i inches.

REGARDING PRICES

A new Waterbury Clock Price List No. 172 is being printed at

the present time, and a copy will be mailed to every jeweler in

Canada. Orders can only be accepted at prices as ruling at date

of shipment, according to the ups and downs of exchange.

OCTAGON LEVER
Veneered

Immediate delivery. Suitable for
boats, eng-ine-room or any place where
there is too much vibration for a
pendulum clock. Price on application.

8 Day, 6 inch. Time.
8 Day, 8 inch. Time.

8 Day. 8 inch. Half-hour Strike.
8 Day, 12 inch. Time.

8 Day, 12 inch. Half-hour Strike.

P. W. ELLIS & CO., Limited
TORONTO - CANADA
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Swiss Watch and Jewelry Fair

By F. Dosscnbach.

WHILE the Swiss industries in general have been

making successful efforts during the latter years

of 'the war to uphold and extend their business

relations by means of big yearly Sample Fairs at Basle

—

the fourth Fair being scheduled for April 15-29 next,—

a

special Exhibition and Fair of Swiss Watchmaking, Jewel

and kindred industries will take place at Geneva from

July 11-25, 1920. In giving his explanations for the ne-

cessity of suc'h an exposition, Mr. Paul Rudhardt, Diredor

of Industry of Geneva and Director general of the 1920

Fair, states that he considers that the entirely dififerent

conditions produced by the war for these industries re-

quire a closer and more effective co-operation between

the workers and the producers. He anticipates that con-

siderable efforts will be made by foreign competition to

take from the unquestioned supremacy which these Swiss

products have hitherto enjoyed in the world market, or at

least to diminish its importance.

Assurances are given that nothing will be omitted in

order to give this Fair, the first of its kind in Switzerland,

a strictly business character, and it being one of the coun-

try's most beautiful industries, the artistic side of it will,

of course, be duly considered. The "Palais Electoral"

has been chosen to house the exposition, and the partici-

pants will thus be able to command as much space as they

may require, while the smallness of the entrance fees will

enable firms of moderate importance to participate.

Exhibitors and buyers will be accommodated in every

way. A secretarial forcer correspondence and meeting

rooms, a post and telegraph office, as well as imiany other

service accessories, will enable them to transact business

very conveniently on the spot.

* * *

Swiss watchmaking traces back its origin to 1587; it

was introduced into Geneva by Charles Cusin of Bur-

gundy. A hundred years after there were registered in

Geneva over 100 watchmakers who employed more than

300 workmen and manufactured nearly 5,000 watches a

year. An apprenticeship of five years was required; jour-

neymen had to serve three further years and were then

permitted to exhibit their skill by means of a masterpiece

of their own.

The actual founder of the watch industry in the Swiss

Jura districts, however, is Daniel Jean-Richard, a young
locksmith from Locle, canton of Neuchatel. In the vear

1679 a horse dealer, by the name of Peter, had brought
home a watch from London. The timepiece had become
out of order during his travels, and as he had noticed the

delicate and artistic little objects which Daniel Jean-
Richard imiade in his spare hours, Peter deemed the young
fellow capable of repairing his watch.

And true enough, Daniel Jean-Richard did not only

succeed in his unique task, but he became so enthusiastic

over the marvelous mechanism of the watch, that he

declared he would try to make a watch for himself. First

he had to invent and make the necessary tools, and gradu-

ally he also made the case and the numerous parts neces-

sary for the watch. It was a tedious task, but his genius

for mechanism spurred him on ; within a year he had his

tools, and only six months later his watch.

All his neighbors and people from other villages who
had heard of that wonderful "thing" that would tell you

the time of the day flocked enviously around to see it.

Orders came in rapidly, and realizing the immense pos-

sibilities of his newly acquired trade, Daniel Jean-Richard

began to train his brothers, as well as outsiders to become
assistants in his workshop. He is called the actual founder

of the watch industry in the Jura district of Switzerland,

which, without his initiative, would probably have re-

mained pre-eminently an agricultural country, and a statue

erected in his memory before the old watchmaking school

at Locle contains the inscription : To Daniel Jean-Richard,

founder of the Watch Industry of Neuchatel.

It is estimated that about 180,000 people in Switzer-

land live from watchmaking. For the purpose of training

watchmakers and mechanics, schools were established in

Geneva (in 1824), in La Chaux-de-Fonde (in 1865), in

St. Imier (in 1866), in Locle (in 1868), in Bienne (in

1873), in Porrentruy (in 1884), in Fleurier and Soleure.

There are in connection with several of these schools

departments of artistic instruction, where artistic engrav-

ing and chasing is taught. The observatories of Geneva
and Neuchatel have special departments to control chrono-

meters, and certificates are issued on the results observed.

Also some of the professional schools maintain laboratories

for the control of timepieces, particularly of lever watches,

and are bound to issue certificates of a uniform character.

* * *

Statistics for 1913, which was a particularly good year

for the Swiss Watch Trade Show that watches and parts

General view of Geneva, Switzerland, where the great watch and jewelry fair will be held.
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of watches were exported during that period amounting to

a total of Fr. 112,834,000 ($22,566,800).

When the war broke out the watch trade was imme-

diately brought to a complete standstill and the general

outlook was very gloomy, a complete collapse being pre-

dicted within a few months. Some Fr. 60,000,000 ($12,-

000,000) were outstanding and orders had suddenly ceased

to come in. Millions of francs were spent by the towns

to assist the workmen who were not called to the army

;

instead of working comfortably at their benches, they had

to help building roads and cut wood in the forests, which

proved a rather expensive way of helping men who were

quite unaccustomed to this sort of work.

The last months of 1914 were very bad indeed, but

the demand for watches was slowly returning, the sol-

diers requiring accurate timekeeping, and the wristlet

watch proved most practical for these men. Orders for

expensive time keepers came in too, and Government or-

ders were also given for all sorts of articles requiring

great precision, altimetres, recorders of various descrip-

tion, and compasses. At the end of 1915 there was every

probability that the Swiss watch industry could success-

fully survive the war.

Then came the restrictions on the sale of luxuries,

additional duties and other obstacles. Early in Decem-

ber, 1916, the import of gold watches was prohibited in

England. However, after some negotiations, licenses were

granted for all the gold watches in work and with cases

already hall-marked in England.

On the whole Switzerland reports, however, fairly

good business transactions with England throughout the

war.

Exports to that country in 1914 amounted to Fr. 21,-

142,000; in 1915 they were Fr. 33,257,000; in 1916 they

were Fr. 28,890,000; in 1917 they were Fr. 25,525,000.

While the exports to France dropped tremendously in

1914 and 1915 they gained again in 1916 and 1917, the

latter year recording a total of Fr. 14,024,000.

Very encouraging for Switzerland are the transac-

tions effected in the United States

:

In 1914 the exports amounted to Fr. 10,280,000; in

1915 they were Fr. 10,531,000; in 1916 they were Fr. 19,-

502,000; in 1917 they were Fr. 32,965,000.

The statistics for all the countries, according to the

Swiss Export Review, are as follows:

1914 12,245,641 pieces exported, value Fr. 120,813,000

1915 16,057,011 pieces exported', value Fr. 136,608,000

1916 21,095,568 pieces exported, value Fr. 207,577,000

1917 18,643,206 pieces exported, value Fr. 210,947,000

OUTLOOK.

The proposed Watch and Jewelry Fair at Geneva will

afford buyers from all parts of the world a clear insight

into the present highly developed state of this Swiss in-

dustry and it is expected that it will not only be a means
of strengthening Swiss prestige, but also conducive to a

vast extension of trade.

Geneva, now doubly famous, as the future .seat of the

League of Nations, occupies a particularly prominent place

in the history of the Swiss watch and jewel trade. The
first stem-winding watches had their origin in that city,

as well as numerous other improvements and inventions

relating to the manufacture of watches. The most im-

portant branch of industry at Geneva, after that of watch-

making, is the manufacture of a very high grade of jew-

elry, which has flourished' there for centuries and foreign

representatives of these industries will therefore find it

doubly interesting to view the Swiss Watch and Jewelry

Exhibition in this fair pioneer of the trade.

Diamonds on Gold Coast

Diamonds have been discovered in the Gold Coast

Colony, according to a report from the United States

Consul at Dakar, Senegal. The discovery has been made
by the director of the Geological Survey in that country,

who says:

Some 620 diamonds have been found, of which about

530 came from the gravels in the Abomo Su (river).

This might appear as if the stones had been nacurally

concentrated to a considerable extent in the stream bed,

but that is probably not so, for in the pool at the road

-crossing the native women have washed the gold-bearing

material taken from the slopes of the eastern ridge. Since,

however, the stream is little more than a trickle, except

during the height of the rainy season, there cannot be

much concentration of this material, hence the a>erage

yield from the stream gravel should not h<t much better

than that from the gravel on the rise at the site of the

original discovery.

The diamonds vary much in size. The largest found

is about the size of a split pea; large numbers of them
range in size from a large pinhead to a grain of millet,

while many are still smaller. Of one lot of 750 stones

the weight of the largest is about a carat; of the average

of the stones of medium size 28 weigh 1 carat, while of

the next grade there are 36 to the carat. The whole 175

stones weigh 4 1-3 carats. Many of the diamonds are

beautifully perfect crystals, colorless and transparent, the

commonest forms being the octahedron and the rhombic
dodecahedron. A few are of pale yellow, blue, green,

grey and brown tints ; others are colorless, but with small

dark inclusions. Cleavage plates of octahedra occur in

fair numbers, some of them by their size indicating that

the original crystals were much larger than any of those

found. Many are more or less chipped, as if due to dam-
age during the transport by water, while there are many
fragments.

The gravel which contains the diamonds is usually

coarse with a good deal of quartz; the fine land is as a rule

barren. The concentrate is scanty, consisting of quartz
topaz zircon, black sand (undetermined), a little red
garnet, brown corundum, ragged and partially worn gold
(coarse and fine), odd fragments of rutile and black tour-

maline, and numerous small flat ecliptical crystals (un-
determined) of pale bluish grey color, but white when
bleached.

The diamonds may have been derived indirectly or
directly (as in South Africa) from some volcanic rocks

(now concealed) which were intruded as plugs and flows

into the Birrim series during the deposition of the beds of

that series, or at a later time; or they may have been
found in pegmatite dykes, or along a contact between in-

trusive granite and the Birrim sediments; or they may
have been derived from a pre-existing diamondiferous
conglomerate or from an existing one of the Birrim
series.

The mode of panning necessary to detect the diamonds
is different from that for gold. Many of the larger stones,

especially those more nearly approaching a round shape,

such as the octahedron and rhombic dodecahedron, roll

easily out of the pan long before the concentrate has been
obtained, while all the stones float quickly off on the water
if the pan becomes partly dry on the bottom. Panning
needs to be done in a good light, preferably a strong dif-

fused one, and the pan needs to be frequently tilted from
side to side and slowly forward to get flashes from the

stones. Panning in deep shade is, therefore, almost use-
less, while strong sunlight gives strong flashes from many
minerals and causes confusion.
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Toronto's Annual Meeting
Officers of District are Re-Elected for Another Year and Fees are Placed

at $10 per Annum

AN enthusiastic gathering, at the Board of Trade

restaurant on Wednesday evening, February 11th,

marked the annual meeting of the Toronto District

Jewelers' Association. About seventy-five members were

present, and the social and business ends of the session

were well intenmiingled, so that everything passed off in

a highly interesting fashion. Mr. Thomas Roden, presi-

dent, occupied the chair, and among the out-of-town guests

were Messrs. John S. Barnard, London ; R. J. Rodger,

Kingston; Gordon McLaren, Hamilton; A. B. Cook,

Medicine Hat; L. H. Levi, Winnipeg; N. E. Felt,

Oshawa; T. C. Watson and" L. Atkinson, Newmarket;

H. Wideman, Markham; Leo Pequegnat, Kitchener;

Wilford Jones, London.

MR. THOMAS RODEN.
Re-elected President Toronto District Jewelers' Association.

Mr. Roden, in opening the meeting, expressed his

satisfaction at the good attendance, despite the flu, as it

indicated that the past year of effort to get together had
not been without result. It was always a difficult matter,
but the association had more than justified itself from the
degree of harmony it had been able to produce. There
was now in evidence a desire to co-operate for the dignity

of the trade which promised much for the future.

The speaker then recited the steps that led up to the

establishment of a new price list on repairs, copies of
which were distributed to aill members. He said a great
difficulty was in getting the watchmaker to appreciate the
value of his work.

Touching on the Montreal convention, Mr. Roden ex-

plained how important to the trade were the problems to

be discussed there and the necessity of having a large

attendance, so that all angles of every subject could he

taken up. All branches of the trade were interested in

these matters, and by co-ordinated effort they would be
able to achieve great results for the trade as a whole. In
times of prosperity, this co-operation did not seem so

necessary, but he feared that there might be a change
shortly, and it was certainly true that present inflated

values could not continue for ever. On this account every
business should be in good shape to meet whatever con-
ditions might eventuate. In closing, he paid a tribute to

the officers for their generous support, and especially com-
plimented the efficient secretary, Mr. M. R. Friend, who
was prevented by illness from attending.

Mr, J. S. Barnard, of London, gave a stirring address,

appealing to jewelers to pay more attention to the aes-

thetic idea in their calling. He said the association in

London had worked wonders, and what he could not

understand was why men with as much grey matter in

their craniums as jewelers, had not started it long ago.

One of the greatest difficulties, however, lay in the fact

that few jewelers reaHzed the dignity of the profession to

which they belonged. "Most of us," he added, "have come
up from the bench, and our views have been narrowed
by concentration on the work we have had before us."

Jewelers should not only take a pride in selling high-class

goods, but they should also be prominent in public life,

taking an active part in every movement calculated to

benefit the community. They should consider that the

articles they sdll are interwoven with the deepsst senti-

ments of life, and this should be a stimulus to them to .

take a higher concef)tion of their business. He was glad

that they were moving on to better things. The crowning

thing that could happen to the jewelry trade was the per-

sonal association of its members, and he would always be

glad to lend his aid to organization work in every way
possible.

Following Mr. Barnard's address, a brief resume of his

Western trip was given by Mr. O. M. Ross, and brief talks

followed from Messrs. L. H. Levi, A. B. Cook, Gordon

McLaren and Leo Pequegnat.

On motion, it was agreed to recommend that the mini-

mum price for engraving should be 50 per cent, in advance

of the master engravers' list, and that all engraving should

be charged for on that basis.

The action of the Western Provincial Associations in

making their imembership fee $10 per annum was heartily

endorsed and, on motion of Mr. C. Q. Ellis, adopted.

The Nominating Committee reported, through Mr. E.

F. Gunther, in favor of re-electing the officers for another

year to continue the work of organization. On motion,

the report was enthusiastically adopted by a rising vote

with three hearty cheers.

Mr. M. T. Ellis suggested that steps should be taken

to appeal to the Government to have the daylight saving

legislation again enacted, and on his motion, it was de-

cided to ask the National Association to take the matter

up in convention and memorialize the authorities at

Ottawa.

As a token .of respect and sympathy for the absent

secretary, "Bob" Friend, his substitute, Mr. Ben. Chap-

man, was requested to send flowers to the sick-room, with

a letter expressing the regret of all the members at his

illness.
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How Badly Over-Sold Are You ?

If all goods ordered should be delivered buyers would
find themselves very much OVER-BOUGHT, points

out writer in ^'Printer's Ink."

Advertising Guarantees To-Morrow's Prosperity

Many manufacturers who think they do not have to advertise

because they are vastly oversold may not, if the truth were known,

be so greatly oversold after all.

Because of the extreme shortage of goods that has existed for

the last three years, a peculiar condition with respect to ordering

has arisen. Buyers know from many sad experiences that when
they place an order it will not be shipped in full. They know
that many manufacturers, in order to be fair to all customers,

have found it necessary to ration their goods. Orders are cut

down one-quarter, one-third, one-half or some other quantity,

according to circumstances. Some manufacturers cancel the

portion of the order that they cannot ship; others place the un-

shipped part on the back-order file.

Buyers, as we said, have become wise to this situation. In

order to circumvent it, they are giving orders for two or three

times as much merchandise as they really need. Then, if the

manufacturer cuts the order down one-half or three-quarters, the

buyer will still get the quantity he actually wanted. Should the

manufacturer accidentally ship the entire order, it would be a

simple matter for the consignee to return the over-portion of it.

It would be easy for him to salve his conscience by attributing

his unscrupulous action to the abnormal conditions.

This over-buying tendency is manifesting itself in various ways.

Sometimes, instead of giving an excess order to one house, the

crafty buyer gives the same order to half a dozen houses, hoping

that all of them together will ship him as much merchandise as he

needs. These sextuple orders not only fool manufacturers, but

they also fool the salesmen, leading them to believe that they are

selling more goods than they are.

Consumers are doing this, too. We know, for instance, of

persons who placed coal orders for the winter's requirement with

three or four dealers. Also, families have scattered sugar orders

all over town.

In the light of this information, it is easy to see that there must

be an immense duplication in these piled-up back-orders. When
production begins to catch up with demand, as it will some day,

many of these postponed shipments will turn out to be only bubble

orders. Too much faith, therefore, should not be placed in over-

sold orders as a security for next month's, next season's or next

year's business. To-day's advertising is a much safer guarantee

of to-morrow's prosperity.

Yoi/r Business Has a Future !
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Hamilton Jewelers Organize

HAMILTON and District Jewelers' Association

came into existence officially on Wednesday eve-

ning, February 25th, when the Hamilton Jewel-

ers' Social Club voted to merge its existence into that of

the 'broader organization and transfer its assets for the

advancement of the general cause. The occasion was the

annual meeting of tlie club held at the Hotel Connaught

with about fifty members in attendance.

The chair was taken by the president, Mr. W. D. Con-

nor, who was supported by Messrs. Thos. Roden, Ben.

Chapman, A. S. Levy, Gordon McLaren, S. H. Lees and

O. M. Ross.

After a few introductory remarks by the chairman,

Mr. A. S- Levy reviewed the work of the Montreal con-

vention, which he said had been a wonderful success.

Montreal had taken on the convention with some diffi-

dence, after the big splurge made by Toronto, but had

certainly made it a huge success and Toronto now had

nothing on Montreal. The speaker was of opinion that

the conveti'on would do an immense amount of good in

bringing jewelers of different races and different prov-

inces together and cementing a true Canadianism. The
n:eetings had been well conducted, the programme had

been splendidly arranged, the business conducted on time

and in every way the event was well handled. One of the

most agreeable features had tbeen the greetings from sis-

ter associations in the United States, which indicated a

growth of international brotherhood that was very de-

sirable. Then they had been fortunate in having Mr. A.

A. Everts, of Dallas, Texas, at the convention. He
was a capital speaker with a captivating style and gave

an address full of instruction, with many pointers and

suggestions that would do retailers a great deal of good.

The C.N.J.A. was now on the jewelry map, continued

Air. Levy, and it was up to the trade to see that it stayed

on. It was up to the retailers in par-

ticular, because if they allowed the

district associations to Ijecome stag-

nant, the greater body could not func-

tion for long. In conclusion. Mr.
Levy referred to the resolution passed

on the excise tax and gave an intima-

tion that there was contemplated at Ot-

tawa an "expenditure" tax, ap-

parently to be l)a.= ed on retail

sales.

Mr. Thomas Roden spoke with especial reference to

the matter of watch retpairing, explaining the manner in

which the problem had been handled in Toronto. He al-

so dwelt on the difficulties that had been encountered in

securing the passage of the Gold and Siiver Marking
Act on account of the lack of an association and urged on
the members to press on with the work of organization,

instancing the action of the clothing men in resolving to

bar from their association those who failed to conduct
their business honorably. Mr. Roden also paid tribute to

the personality of Mr. Everts and congratulated Hamil-
ton on having been the birthplace of the organization

movement which had now assumed such great proportions.

Mr. Alf. Baker, the veteran treasurer, presented his

financial report, showing a substantial balance on hand,
and Mr. S. H. Lees, for the Constitution Committee, pre-

sented a draft constitution and bylaws, which was re-

ferred to the executive for confirmation and a recom-
mendation as to fees.

The Ontario price list on repairs was then discussed

and adopted, with the proviso that a number of items

should be increased on the next revision. These were
barrel hook, hushings, clicks, ratchets and sleeves and
stems which it was thought should be increased to $1.50

(sleeve and stem together $2.50.)

The form of guarantee was then taken up and it was
agreed to reduce time guarantees on repairs to three

months, it being left with the executive to get out a

suitable card. Mr. McLaren proposed that provision be

made for advertising the fact that all engraving would
be charged for, in order to inform the public quickly and
the executive will also deal with this. It was also decided

that an effort should be made to have the master en-

gravers agree on a schedule of charges, so that retailers

would have a basis to work on. The report of the nomin-
ating committee was presented by Mr.
A. G. Gaul, selecting the following

slafe : Chairman, Mr. Joseph Levy

;

vice-chairman, Mr. George Savage,
Guelph ; secretary, Mr. Fred Stone;
treasurer, Mr. Alf Baker; executive,

Messrs. J. S. Smith, St. Catharines;

J. H. Young. Brantford; W. D. Con-
nor, Hamilton. On mation of Mr. A.
vS. Levy, however, it was decided

to increase the executive from

OFFICERS OF THE HAMILTON DISTRICT JEWELERS' ASSOCIATION.
Mr. Fred Stone, Secretary. Mr. A. H. Baker, Treasurer. Mr. Joseph Levy, President.
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The illustration above represents only a few of a

large and varied assortment of Souvenir Spoons, Brooches,

Buttons, etc., continually kept in stock.

The demand for these Souvenirs is now increasing

considerably, and we would be glad to forward any in-

formation, if you are not already acquainted with our lines
^

Our designing department is at the customer's

disposal and will supply special sketches in which
suggestions will be incorporated with pleasure.

CARON BROTHERS
233-239 Bleury Street

MONTREAL :: QUE.
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Grouip of students in front of the Ontario Horologlcal School,

seven to nine, and Dawson Harris and John C. Diggins

were added to the committee.

In retiring from the chair, president Connor congrat-

ulated the association on the harmony that prevailed and

introduced the new presiding officer, who was received

with prolonged applause and musical honors. Mr. Levy
briefly intimated his desire to do all in his power to furth-

er their interests.

Mr. Alf Baker moved that the association place on

record its appreciation of the loss of an old friend in the

person of the late Mr. Joseph M. Davis of Toronto. This

was seconded by Mr. Fred Claringbowl and carried by a

standing vote.

Mr. Gaul then moved, seconded by R. C. Inkster, that

all Hamilton jewelers be requested to close their stores on
Wednesday afternoons at 12.30 p.m., during the months
of May, June, July, August and September. The motion

was carried, but not unanimously, and the meeting ad-

journed.

That Opal Myth Again
While the most recent, and perhaps most probable, ex-

planation of the superstition regarding the opal is that the

stone becomes duller with the death of a wearer, owing
to the departing animal warmth of the body, another

possible explanation is furnished in Ruskin's "Deucalion."

According to this writer, Sir Walter Scott was the

creator of the opal myth. In "Anne of Geirstein," one of

his novels, written in the early part of the nineteenth cen-

tury, he introduced an opal which was supposed to be

endowed with magic powers and which brought disaster

and tragedy to all who came within its influence. The
story of the master ramancer of his time was widely read

and the superstition that all opals are unlucky was born.

It traveled around the world and became firmly fixed in

the popular imagination.

The Lightning Ridge opal fields in Australia were dis-

covered a little after Sir Walter Scott set the myth going.

When Queen Victoria ascended the throne in 1837 her

coronation gifts included some magnificent opals, sent by

her loyal subjects in the island continent. The young
Queen was delighted with the gorgeous gems. She de-

clared nothing so beautiful could be unlucky.

She began, then, a crusade to break down what she

regarded as an absurd superstition and her personal efforts

in behalf of the opal continued throughout her life. She
wore opals in profusion on every state occasion. She gave

them as wedding gifts to her daughters. She sent them
as bridal presents to foreign princesses. She never

neglected an opportunity to show her contempt for the

myth and to praise the desirability of opals and their

iridescent loveliness.

But despite the effort of this royal champion, the myth
persists vaguely throughout the world to-day, when super-

stition is supposed to have been consigned to the limbo of

forgotten nonsense.

Interior view of Ontario Horologlcal School, Limited, showing students at their benches, ready for work.
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Good Will

What constitutes this valuable asset? It is that unseen force

which holds old customers, attracts new ones and automatically

builds a business in increased volume from year to year.

While at the Canadian National Jewelers' Convention in

Montreal a few days ago, we could not help noticing the

manifestations of good will towards this Company.

Our inclination to continue to hold this asset will spur us on

to a greater effort to increase that prestige which we so greatly

value.

The Montreal convention served a great purpose in bringing

all branches of the business together to discuss their common

problems for the benefit of the Jewelry Trade in general.

We heartily endorse the suggestion to have copies of all

proceedings printed in French so that the Quebec Province

Jewelers who do not read English may have a full knowledge

of the proceedings of the Jewelers' Association.

Our desire is to co-operate to the fullest possible extent to

create this good will throughout the trade in Canada.

Canadian Seamless Wire Company
LIMITED

Refiners of

:

Gold Silver Platinum

198 CLINTON ST. TORONTO, ONT.

:^=^^^
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Study the Style Book
SHORT sleeves are co'ming in again this spring. Did

you notice it? Did the fact suggest anything to

you? Those who attended the convention at

Montreal last month, if they possessed the tea-drinking

habit, may have noticed in "Peacock Alley" a few sleeves

so short as to cause one to wonder whether it was after-

noon or evening. But did it cause them to wonder what
new lines of bracelets and armlets the big jewelry firms

might be showing this year? ^,

Honestly, now, did it?

In brief, do you constantly regard the styles in women's
wear as a matter intimately connected vith your business,

and do you plan to take advantage o-. them to the fullest

possible extent?

Last winter, with the conclusion of the war, brighter

colors and livelier effects were indicated for spring and
summer. What was more natural than a beautifully bar-

baric necklace to flaunt with this post-war display ? In

any event, they came in. Jewelers ordered them—^timidly

at first, but in ever-increasing numbers. Meantime, how-
ever, the manufacturers were hardly prepared for the

volume of the demand; and in the end many retailers who
ordered late obtained deliveries about the time the vogue

was beginning to die away.

They might have ordered earlier if they had studied

the styles in advance.

There are two basic m' [hods by which jewelry may

be produced and distributed. One is that the manufac-
turer may produce what he likes, leaving the retailer no
option but to buy what is offered; which he, in turn, must

endeavor to unload upon the concumer. By the other

plan, the retailer may study the needs of the consumer, as

far as possible, in advance, insist that the manufacturer

supply him with the goods, and thus be prepared for the

demand when it develops.

Both these extremes have their drawbacks.

In the first, the manufacturer says, and rightly enough,

"Why should I attempt to introduce innovations when
there is no indication that the retailer is in the sligthest

degree interested in them, or in bringing them to the at-

tention of his customer?" Hence he stays by the beaten

path, deviating from it only when absolutely forced to

do so.

In the second case, the result would be chaos—that is,

if the manufacturer left it entirely to each individual re-

tailer to interpret the needs of the public and order ac-

cordingly.

From which, at first glance, it would seem impossible

to connect up jewelry with styles very closely or with any

great success.

As an instance: We were told by Mr. A. A. Everts in

Montreal that in his own city of Dallas, Texas, jewelry

was being worn in the daytime. From other cities which,

perhaps (with all due deference to Mr. Everts), are better

The Trader.

Interior view of store of Jno. Bulger at Prince Rupert, B.C.
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known as style centres than Dallas, the same inclination

is reported.

But have you noticed, so far, any great indication that

jewelry lines were being developed in Canada to suit this

welcome mode? Or does the Canadian jewelry trade ex-

pect people to wear the same jewelry in the afternoon as

they wear in the evening?

It is just questionable whether people will do it; and

it is of interest to note that in Paris, whence the vogue

comes, there is developing with it (or, to put it properly,

it is developing with and in part because of) a vogue for

smooth-cut stones.

Evidently someone has solved the problem of relating

jewelry to clothing styles.

Who is that "someone" ?

He is the retailer—the large, wealthy, metropolitan re-

tailer, who manufactures his own best lines.

And why has he been able to solve it?

Because he represents an amalgamation of manufac-

turing and retailing interests to solve such problems—he

is both in one.

The answer to the problem, then, so far as the large

manufacturer and the small retailer are concerned, is also

an amalgamation of interests in this respect—a certain

amount of co-operation.

It is not to be thought that the manufacturer, in the

main, is overlooking the style problem; but his interest in

it is limited to the extent to which he thinks the retailer

can be interested. Looking at it thajt way, the final respon-

sibility comes back on the retailer, who would really be the

one benefitted most by a solution of the problem.

The situation is viewed in pretty much the same light

by ''The Jewelers' Circular," which said recently:

"The sooner that every jeweler of the country realizes

the intimate relation between jewelry and dress, the better

it will be both for the jewelry trade and the women of the

country. Despite the campaign of education that this

journal has been waging for many years to teach the trade

the importance of emphasizing the question of appropriate

jewelry, and despite the publicity we have obtained in the

magazines that are teaching the women of the country that

jewelry is the keynote of every costume they wear, there

are still more members of the trade who take no interest

in women's styles and fashions, but feel they can conduct

their business and sell jewelry successfully without any
thought as to the, functions that the jewelry is eventually

to perform. In this they are wrong and tiTne will prove

their loss.

"The wise jeweler has learned that it is to his interest

to imipress upon customers the fact that jewelry is not a

thing apart, but simply an important element in the realm
of dress ; that it is the cap stone which finishes the costume
for men or women ; that it is the optical centre of the pic-

ture that the well dressed man or woman presents, and
that it is the taste of the wearer as expressed in this jew-
elry that will make or mar the final effect. The progres-

sive jeweler has been a careful student of costume—wom-
en's costume in particular—and he has made it his business

to know, not only the styles of gowns on which his jewelry

was to be worn, but also the character of the material as

well as hues and shades that would form the backgroimd.

"The jeweler who properly uses his knowledge of
fashions and styles can safely pass as an authority whom
the fashionable people of his town will wish to consult, and
his word, therefore, upon jewelry and gowns will be given

the most careful consideration. The jeweler who cannot
see how he can capitalize this knowledge or make such a

position he gets from it of enormous advantage to him, is

distinctly in the unprogressive class.

"In the past we have found retailers (and, strange to

say, some manufacturers) whose main idea was to origin-

ate, to get out, make up or sell a pretty and attractive de-

sign without thought as to where, how or under what con-

ditions the piece containing it would eventually be put into

use. Some manufacturers have been so unprogressive as

to turn out articles, pretty in themselves, that were totally

inappropriate for the kind of gowns or the materials which

women were using in their different forms of dress then

in vogue and they wondered why pretty novelties sold not

at all, while something inferior was in great demand. They
did not seem to understand that the woman of taste to-day

buys her jewelry for her dress, not her dress for her jew-

elry. The jeweler does not make the fashion; he follows

the dress maker and gown maker as well as the manufac-

turer of materials. He must conform to certain general

lines that have been laid down by fashion, that will deter-

mine the background for his product."

All this, you will notice, places emphasis upon know-
ledge of the styles. Whatever may later be accomplished

in the way of manufacturing and retail co-operation in

the development, making and marketing of jewelry modes,

the first thing necessary is that the retailer go out and

borrow some litle old—pardon, some big, new style book

and get thoroughly acquainted, not only with what women
are wearing, but with what they are going to wear next.

This is his duty as a storekeeper.

The rest will come in order. Perhaps, some day, we
may even have a "Styles Committee" of the C.N.J.A. to

investigate and digest coming trends of fashion, to formu-

late and recommend jewelry styles which will most prop-

erly and attractively accompany these, and to obtain the

necessary publicity whereby the consumer- will be kept

fully informed of the jewelry she should wear.—C. M. P.

Bead sautoirs and charms as they were displayed by an
exhibitor in the Bush Terminal show rooms.
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What Color's Diamonds
"If we examine the coloring matter of diamonds,"

says a writer in t'he Goldschmeide Zeitung, "we find it

consists, for the most part, of metallic compositions, often,

on account of the exceedingly small quantity, insufficient

to prove its presence with certainty.

"It has been certified beyond a doubt that pure, color-

less diamonds burn without leaving any ash whatever,

whereas strongly colored diamonds, on the contrary, leave

more or less of an ash deposit consisting of inorganic

particles which, in the formation of the diamond became
enclosed in it and acted as a coloring, dulling, or other

cause. The ash proportion consists of from 1/2000 to

1/500 part of the entire weight of the stone, whose analy-

sis shows about 33. L per cent, silicic acid, 53.3 per cent,

oxide of iron, 13.2 per cent, lime and slight traces of

magnesia. Irradiation of diamonds is often a cause of

"color changes ; for example, radium rays giving yellow

tones to colorless diamonds; also it has been determined

that colorless diamonds allow passage of Roentgen rays

better than the so-called colored diamonds. This shows
that the refraction is caused by an inorganic substance,

a metallic oxide in diamonds.

"In a large number of diamonds the pigment (coloring

matter) is present only as a thin surface or outer layer,

especially with 'Brazilians.' If the outer surface be

ground ofif these appear quite colorless. Often two dif-

ferent kind's of coloring matter are found in diamonds,

some even possess opalescent properties. The color of

ISN'T IT CHILLY?
An unusually appropriate piece of designing Is this famous

Curling Trophy, the Ontario Tankard, for which Ontario curlers
have competed for the past forty-five years. It is r\ovj held by
the Collingwood Club, which won from Napanee in the final this
year. The cup was designed by Savage, Lyman & Co., Montreal,
now defunct. An amusing "bull," which has lasted through the
forty-five years of the cup's existence, is the expression "Loosing
Clubs" over the right hand side of the oval shield shown. Un-
fortunately the words are not distinguishable in the illustration,
but in the cup itself the double "O" still stands, a silent com-
mentary on the uncertain orthography of some unknown
engraver.

some diamonds does not always remain the same, some
fade even from sunlight. In France there is a diamond

of about 20 carats of deep brown color that takes on a

beautiful rose-red color in the fire, which it holds for

about ten days, then returning to its original color. A
number of stones are also changed permanently by heat.

This has occurred in single instances in stones which
from blue-green diamonds have assumed yellow color, a

brown one has takn on gray color."

2
"Sr',

Silver life membership card presented by the Victoria Rotary
Club to General Sir Arthur Currie. It was manufactured by
Rotarian W. H. Wilkerson, jeweler, of Victoria, B.C.

True Art is Practical

In a leaflet on the "Practical Art Education of the

PubMc," James P. Haney, director of art in the New York
High Schools, not only points out the imiportance of this

subject, but urges upon the manufacturer a new under-

standing of the meaning of the word.

"Art is neither old masters nor new," he says. "It is

not hidden in the vagaries of historic styles. These deco-

rated forms were done by artists who intended them for

practical use, and in this element of practicality we find

our hint as to what art really is. Through the ages man
has striven to express his ideas of form and decoration.

When this expression has been born of a desire to produce

the perfect thing, not for reward, but for the thing's per-

fection, we call the product art. This test is of universal

application. When we apply it to our everyday surround-

ings it serves as a touchstone.*******
"And what shall the manufacturer do with this knowl-

edge of art when he has grasped it? Why, make it plain

to all of those who come into immediate contact with his

goods. ... In many businesses, but especially in the

decorative trades, the retail salesman is the person to

whom the consumer—^nearly always a woman—confides

her problem. For these trades the question of education

is one which deals with feminine psychology. The sales-

man is the ultimate seller and the teacher; the woman,
the ultimate buyer and the potential learner. . . .

"The whole attitude of the merchant toward his client

should be that of one who seeks to aid to more intelligent

buying. For a clerk to induce a customer to buy a costly

object unsuited to the buyer's home, is bad teaching. In

the end it will surely react upon the teacher. ' The mer-

chant must learn his lessons in practical sesthetics, and

teach them by precept to his clerk. The latter must put

these lessons into actual practice. He thus becomes a

decorator. He cannot avoid it. He must give his advice

delicately but honestly, remembering that the wisely led

customer remains the speaking advertisement for the firm

long after the transaction has faded from the mind of the

shopkeeper."
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The Shop of Roy Company, Limited

Efficient manufacturing conditions obtain in the
enlarged and up-to-date shop of Roy Company,
Limited.

Note the unobstructed daylight, the ample space.

Cleanliness and comfort characterize this establish-

ment and insure careful work and beautifully fin-

ished goods.

Skillful hands and agile brains operated with
highly perfected tools produce both quantity and
quality production.

No wonder that the year 1920—our 20th anniver-
sary—finds new and repeat orders coming in greater
volume than ever before.

This splendid shop makes possible the Roy Guar-
antee of First Quality always,—in design, workman-
ship and finish.

1920 is Service year for the trade. Whether it be
Diamonds, Rings, Brooches, Pendants, Necklets,
Cuff Links, your every requirement will receive
prompt attention.

ROY COMPANY, LIMITED
ROY BUILDING, 21-23 RIVER ST.

TORONTO
A. E. ARCHER

Western Representative
P. BRADHURST

Toronto Representative
NELSON REYNOLDS
Eastern Representative
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Selling at a Profit

Getting the Price Right—Figuring Markup—The Markdowns—Cost of Doing Business

—

—A Table of Percentages

By A. B. Edgar.

"Profit—everybody wants it."

There is nothing more likely to produce a loss in the

retail establishment than making the prices wrong on the

various articles for sale.

If the ar*ticle is marked too high it will not sell.

If the article is marked too low it will sell too quickly

and increase the losses of the merchant.

It is a perplexing thing to get the prices right. Right

so that the customer will desire it at the price marked.
Right so that the merchant makes a fair net profit when
it is sold. Merchandise properly marked will sell readily

and produce a fair net profit—provided other conditions

are favorable.

The price that nets a profit to the merchant consists

of three things

:

1. The cost of the merchandise.

2. The cost of doing business.

3. The net profit on the transaction.

Many different tables have been published showing the

gross profit taken on tlie different lines of merchandise.

That these are merely averages must be taken into con-

sideration. Also, thait the conditions under which the

business has been conducted are likely to be different to

most others.

Figuring Cost

The only figures that are absolutely worth while are

those the merchant gets out of his books, out of his

own experience. Other figures are valuable—as a guide

to what may be accomplished.

The price the merchanit asks for his goods should de-

pend upon his own cost of doing business, not on what it

costs some other merchant to do business. If the cost of

doing business is figured accurately, all the various costs

being included, the merchant has a basis for marking his

prices right.

It will be our privilege to give more attention to the

aotuaJ costs of doing business, and more particularly to

those costs that are often overlooked in conducting a busi-

ness, in another article. Our design here is to impress

the merchant with the fact that he should have his figures

accurate. That all his costs should be included in his

figures.

The way to secure the percentage necessary for mark-

ing merchandise correctly may be briefly outlined here.

After finding the total amount, in dollars and cents, that

it has cost the merchant to do business for a year, (or

other period) and the total amount of the sales during

that period it is an easy matter to secure the percentage

of cost of doing business. It is done as follows

:

To the cost of doing business add two ciphers (or

multiply by 100) ; divide the amount of the sales into the

figures obtained by multiplying the cast hy 100. The re-

sult will be the per cent, of cost of doing business on the

sales. The following example will illustrate this

:

Sales $10,000. Cost of doing business, $2,000.

2,000 multiplied by 100 equals 200,000.

200,000 divided by 10,000 equals 20.

This 20 represents the per cent., therefore in the ex-

ample given' the cost of doing business is 20 per cent.

The figures taken from any merchant's books and

worked out in this way will give him the per cent, cost

of doing business on his sales. Do not forget that this is

the per cent, on the sales and in using this per cent, figure

only selling prices must be conisidered with it or the result

will be absolutely false.

In figuring profits it is customary to add 10 per cent,

on most lines for net profit. This figure varies in some
cases—andi is seldom realized in actual practice. It will

serve us in showing the method to be followed.

Now we have the per cent, cost of doing business and

the per cent, net profit desired. Added together these

amount to 30 per cent. The selling price must always

represent lOO per cent., therefore the merchandise will cost

70 per cent, of the selling price.

Markdowns
In every store there are many lines of merchandise

imarked at selling prices that have to be revised later be-

cause they were not right in the first place. They were

not right because the goods did not sell at the prices

marked. To sell these lines the goods are marked down.

The extent of the mark dlowns is usually the extent of

the mistakes in marking merchandise, although mistakes

made in under marking do not show in this way.

It has been estimated in one retail dry goods store that

the mark downs amount to 3 1/3 per cent, of the sales. If

this is any where near a correct figure for all stores it

will be seen that if the merchandise is allowed to repre-

sent 70 per cent, of the selling price, the cost of doing

business 20 per cent., that while an allowance of 10 per

cent, is made for net profit, that item will be reduced

exactly to the difference between it and the per cent, of

the mark downs. Therefore the wise merchant will re-

vise his figures and mark his goods after the following

rule:

To the cost of goods add the cost of doing business and

the net profit desired, to which should also be added the

aimount of the mark downs. This will give a selling price

that is as nearly correct from a financial point of view

as possible, but if it is applied rigorously to every line in

the house it will be found that it will be impossible to

compete with competitors who are selling some of these

lines at less.

It has been said that the customer sets the price. Actu-

ally it is the retailer. He sells an article at a certain price.

His competitor sells it at the same price. The larger the

number of the articles sold at that price the more "fixed"'

or standardized the price becomes.

During the last few years the retailer has had his fight

with standardized prices. It has been uphill work raising

prices that had been established for years. Once that

point had been passed, however, he found that it was not

so hard to vary the price. Therefore, the different lines

of trade should very carefully study the costs of doing

business during these reconstruction days and not drop

back, when prices become settled, to a pre-war basis, but

to an actual cost basis. New prices will be established on

many lines, the merchant should see that he is properly

protected by these prices. He can only do this by know-

ing his costs.

In an analysis of most stores it will be found that
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The progressive Jeweler desires a line of hollow ware that will add quiet dignity and prestige

to his store.

IROtnian iPlatC is a line that will meet both these requirements and attract favorable attention
from the shopper through its excellent finish, long- wearing appearance and distinctive designs;
and, what is more, it will fulfill every expectation of the owner.

Sold exclusively through Jewelers

STANLEY & AYLWARD, Limited
TORONTO MONTREAL

SALE OF MILITARY AND OTHER
GOVERNMENT STORES

Equipment and Supplies for Hospitals, Institutions, Bunkhouses, Camps,

Dining-rooms, Kitchens, etc.

Bedsteads, Furniture, Hardware, Dry Goods, Rubbers, Overshoes and other Footwear, Blankets,

Sheets, Pillows, Baskets, Woodenware, Brushes, etc.

CONSTRUCTION EQUIPMENT AND MACHINERY — AMBULANCES

The Stores are located at various places throughout Canada.

Instead of or in addition to sales by sealed tender

PRICE LISTS WILL NOW BE ISSUED
for most articles—the goods being offered in lots for purchase by wholesale

houses, jobbers and the trade generally.

TRADE ONLY SUPPLIED
except that arrangements previously announced for sale to returned soldiers and sailors and widows
and dependents of same through the G. W. V. A. and similar organizations and to hospitals and

philanthropic institutions will be continued.

SALES WILL CEASE IN MARCH. Any balances left will be cleared by public auction shortly thereafter.

This advertisement will not be repeated. Those interested should therefore apply AT ONCE for price lists and
other information to the

SECRETARY OF THE WAR PURCHASING COMMISSION, BOOTH BUILDING, OTTAWA
February. 1920
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many lines are sold at cost or alt a net loss. By applying

the rule given above to every price in the store the num-
ber resulting can be established. The fewer of these lines

sold in the store the better the vaerage net profit will

prove to be. While these lines are not ne'tting a profit it

is impossible to throw themi out of the stock, because they

are a part of the stock from custom, and unless found
there other lines would not sell that do net a profit.

Where the Profit Lies

A very considerable increase in the net profit can be

secured if lines that do pay a net profit are pushed to the

limit, the lines that do not pay being handled as a matter

of course. There is probably no line of goods at the mo-
ment that is handled at a greater loss than sugar in a re-

tail store. The profit allowed the dealer in the United

States at the m'oment is one cent a pound. If the retail

price is 12 cents a pound the gross profit is a trifle over

9 per cent. It is a well known fact that not many grocery

stores are operated on such a small cost of doing business,

• hence sugar must be sold at a loss. But it cannot be

eliminated from the stock or people would not purchase

the other lines the grocer has for sale. There are more
"sugar" lines in the stocks of most stores than the mer-
chant realizes. If the rule given above is applied strictly

they will be found. Some of themi will be such as will

allow of an increased price. Get after these particularly.

It is argued that the volume of business done on these

"short profit" lines overcomes the cost of doing business

per cent, as figured in an average manner. This is ques-

tionable, but it is a sure thing that if the volume can be

increased without any increase over the average cost of

doing business that the net profit will be increased or the

net loss reduced. The relation of turnover to the cost of

doing business will be taken up in due course of time in

this series of articles.

Finding Selling Price

We will now show how to find the selling price when
the cost of doing business is shown, when the net profit

desired is settled and the usual average per cent, of mark
downs is also known. Taking the figures used before we
will illustrate by taking a specific case

:

Article cost $3.00. Cost of doing business 20 per cent.

Net profit desired 10 per cent. Average allowance for

mark downs 3 1/3 per cent. What should be the selling

price?

Per Cent.

Cost of doing business is 20

Net profit desired is 10

Mark downs average 3 1/3

Total 33 1/3

Selling price represents 100

Less cost, profit and mark downs 33 1/3

Merchandise then represents 66 2/3

If 66 2/3 per cent, represents $3.00.

1 per cent, represents 300 divided by 66 2/3 or

300/66 2/3.

100 represents 100 times that or 300 X 100-66 2/3=
$4.50 which is the selling price.

This i'S a long process for some merchants to work out,

so we are giving a comparative table showing the per cent.

on the cost price that equals the per cent, on the selling

price. At the same time a warning is issued to the mer-

chant to be very careful that he does not mix his percen-

tages.

Chart Showing Relative Value of Per Cent, on Selling

Price and Per Cent, on Cost Price.

To make on selling Add to delivered

price. cost.

1

5

per cent : 17.65 per cent.

16 per cent 19.05 per cent.

17 per cent 20.49 per cent.

18 per cent 21.96 per cent.

19 per cent 23.46 per cent.

20 per cent 25.00 per cent.

21 per cent ; 26.58 per cent.

22 per cent 28.21 per cent.

23 per cent 29.88 per cent.

24 per cent 31.58 per cent.

25 per cent 33.33 per cent.

26 per cent 35.00 per cent.

27^ per cent 37.50 per cent.

28J/2 per cent 40.00 per cent.

30 per cent 42.86 per cent.

31 per cent 45.00 per cent.

32 per cent 47.00 per cent.

33 1/3 per cent 50.00 per cent.

35 per cent 53.85 per cent.

35^ per cent 55.00 per cent.

37^ per cent 60.00 per cent.

2>9y2 per cent 65.00 per cent.

40 per cent 66.67 per cent.

41 per cent 70.00 per cent.

42^ per cent 75.00 per cent.

44^ per cent 80.00 per cent.

46 per cent 85.00 per cent.'

47^ per cent 90.00 per cent.

50 per cent 100.00 per cent.

Anyone knowing the per cent, of the selling price that

should be allowed for costs and profits can easily find the

per cent, to add to the cost price to secure the same re-

sults. We have used the figures 33 1/3 per cent, on the

selling price to represent the mark up in the foregoing

examples. By consulting the table it will be seen that it

is necessary to add 50 per cent, to the cost price to pro-

duce a figure equal to 33 1/3 per cent, of the selling price.

It is the usual custom for retailers to accept the aver-

age cost per cent, of doing business for the past year (or

period) as the basis for tbe coming period's figuring. This

is probably as nearly accurate as can be expected. Out-

of-date figures should be avoided. The latest figures ob-

tainable should be used.

If the price is rig'ht the merchant will do a good busi-

ness, if it is wrong (too high) his business will languish

and result in failure. The customer has a right to buy
at the lowest possible price that will net a merchant a fair

profit.

A person just returned from Russia says that the

shortage of men's clothes there, under Bolshevik rule,

is very marked and the demand extraordinary. "I am
wearing the suit I came away in," he remarked. "It is

of good material, as you can see, but is well worn and has

just been turned, for economy's sake. Just as it stands I

could have sold it for $600."

When a fair acquaintance informed her that the Duke
of Fife was said to have possessed "a pair of trousers for

every day in the year," Frivolous Flossie slyly winked,

pointed to herself, and whispered, "Dead heat!"
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Spring Tints for Atmosphere
Brightening Skies will Lend a Double Interest to Stationery' Lines in Display Windows

By Ernest A. Dench.

IN the spring there are more display opportunities for

tinted stationery than is the case during the drab
and dreary winter months.

Tinted sitationery, more so than the plain white varie-

ties, requires more elaborate "atmosphere" for a display

setting. When the opportunities are such that appropriate
trims are limited, fewer sales are made. And to display

tinted stationery without the colorful display accessories

seems to make the various tints lose 'at least fifty per cent.

of their effectiveness.

Now that spring is about to honor us with its presence,

we can get busy on tinted stationery, at the same time not
forgetting a little attention to the white staple lines.

Some excellent suggestions for window displays will be
found below.

ROSES AND ORCHIDS.

Loesers, Brooklyn, N.Y., had a stationery window that

comprised' three sections. In the first came a spray of

American Beauty roses, garnished with maidenhair fern,

in a silver stand in the middle. On stands at each side

were large rolls of the same tinted paper, engraved with
orchids. The floor space near the window pane was de-

voted to open boxes of the rose stationery, with loose

envelops and notepaper lying around that served to show
off the monograms and the elaborately brocaded inner

lining of the envelopes. The trim was tastefully finished

off at the rear with green curtains.

The second section was also draped with green cur-

tains, with a silver stand in the centre, occupied by lark-

spurs. These floral decorations were further enhanced

at the sides by rolls of blue stationery, decorated with

sprays of larkspurs. The same arrangement on the floor,

as per the first section, was repeated here.

In the third section green stationery was the piece de

resistance. There was a large bowl entirely filled with

ferns in the middle, while the gaps at the sides were taken

up by a hallstand, on which were laid a bowl of Parma
violets and packets of the green envelopes.

A BUTTERFLY EFFECT

The Royal Ribbon and Carbon Company, New York
City, dotted their stationery window with scores of butter-

flies in all the colors of the rainbow. A dome, covered

with violet crepe paper, was suspended from the ceiling,

the sprays of foliage which reached about half-way

down the window being covered with pretty butterflies.

In the body of the window itself were rolls of classy sta-

tionery, with sprays of roses laid on top. Here and there

were pedestals filled with boxes of stationery in different

tints, with a garland of spring foliage and butterflies laid

on top. A card in the middle advised that

—

"We have just the stationery for your vacation."

DRAPERIES TO MATCH STATIONERY.

Namms, Brooklyn, N.Y., recently arranged a trim de-

voted to cabinet stationery ait fifty-nine cents a box, which

comprised twelve correspondence cards, thirty-six sheets

of notepaper and forty-eight envelopes. The mahogany
table at the left rear was filled with boxes of the yellow

stationery, while cabinets of pink sitationery occupied the

stand at the right rear. In the middle came a pedestal

that served to support rolls of chiffon of the saime colors

as the paper. The blue and white chiffon draperies parted

to the left front, while the folds of yellow and pink chiffon

extended to the right front, where biliows were formed.

Cabinets of the different tints were artistically arranged

on the floor.

Haydon Brothers, Brooklyn, N.Y., exhibited their

boxes of stationery on satin folds that corresponded with

the stationery tints.

FOR THE WORKING CLASS NEIGHBORHOOD.

Perry Peck, Brooklyn, N.Y., displayed writing paper

on a three-section strip of wallboard. There was a star

design formed on the two side panels with boxes of writ-

ing paper, in addition to half a dozen envelopes that were
attached to the outside of each box of stationery. At the

top of each side panel the design formed with the boxes

was changed to squares. The middle panel was almost

enveloped with a card that called attention to the

—

"White Lawn Notepaper (Ruled) 15c. Box. Good Value."

Mr. Peck is located in the heart of a poor working

class neighborhood, with more or less ignorant foreigners

well represented. So he knows that to offer unruled note-

paper to his patrons would be that much time and effort

wasted.

Berger & Franz, New York City, dressed their sta-

tionery trim with display stands that were covered with

blue crepe paper. Boxes of lawn stationery, white and

blue, were presented alternately on the stands.

P. D. Elting, New York City, arranged a striking

display with the aid of three arches, draped with green

crepe paper. The boxes of stationery that were shown on

the arches partly overlapped each other.

GOOD STATIONERY PROPAGANDA

Tuckers, Atlanta, Ga., do not encourage the sale of

cheap stationery. They are out to educate their patrons

to purchase the better kind, and in a recent newspaper

advertisement they advanced several convincing argu-

ments, as follows

:

FINE STATIONERY—How Women Love It.

The old way of starting a letter: 'T take my
pen in hand"' is obsolete, antiquated, terribly "bour-

geoise." And yet no more so than the use of com-

mon, characterless staitionery. The refined up-to-

date woman wants distinctive stationery—paper of

style, individuality and quality. She knows that

there are just as defined and correct styles in sta-

tionery as there are in hats, gowns or furs. She

knows what the correct styles are and she knows
her correspondents know equally well.

In connection with a recent stationery trim, Liggetts,

New York City, had two cards serving as excellent re-

minders. The cards were worded as follows

:

"Write a Letter Home To-day."

"When in doubt about Good Stationery, Buy it Here."

Stationery can be put into the display window to the

unaccompaniment of "atmosphere" and it will sell, but if

yours is a good class clientele who like everything in good

taste, they will more readily buy tinted stationery that is

exhibited in an artistic setting.
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V. T. F.

Watch Glasses
Standard of the VV^orld

V.T.F.
is an abbreviation of VERRERIES TROIS FON-
TAINES, Lorraine, France, where V.T.F. glasses

have always been made. All others made else-

where are imitations.

Sold by All Jobbers

HAMMEL, RIGLANDER & CO.
EXCLUSIVE WHOLESALE DISTRIBUTORS

NEW YORK. U.S.A.
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Practical Correspondence
Solutions of Problems and Difficulties met with by our Readers

ABOUT MARINE INSTRUMENTS

Question:—^Can you tell me whether there is any

book published that deals with the adjustment and re-

pairing of sextants, compasses and other marine instru-

ments? If there is a book upon marine chronometers

and how to overhaul them I would like also to have the

name of this.

Answer:—Probably the best book on these lines is

"Engineer's Surveying Instruments," by Baker, price

$2.75. Quite likely you might find it in your local lib-

rary. Otherwise you might order it through any book

store.

We know of no book that treats of marine chronom-

eters exclusively. A number of years ago a series of

articles upon this subject appeared in the Trader, but

these have long been out of print. "Watch Repairing,'"

by F. J. Gerrard, a former springer and adjuster of ma-

rine chronometers for the British Admiralty, published

by Crosby Lockwood & Son, contains a helpful chapter,

short but reliable so far as it goes. Most of the hand-

books of the trade, such as Britten's Handbook, Dic-

tionary and Guide, and Abbot's American Watchmaker
and Jeweler, illustrate the chronometer escapement, the

chief portion of the mechanism that differs from the

ordinary watch other than in size. They also treat of the

fusee and its adjustment, which even to-day requires to

be understood by the workman who sets out to overhaul

marine chronometers. Practical coaching at the bench

by an experienced chronometer maker or repairer would

prove more helpful than anything you may be able to

find in print.

TO REMOVE STAINS FROM IVORY

Question :—We have an article or two in ivory, not

imitation but the genuine stuff, that have become stained

and discolored. The customer has brought them to us

to have these stains removed. Can you tell us how to go

about this?

Answer:—If the stains are only superficial they may
perhaps yield to washing with liquid ammonia, followed

by careful rinsing in soft water. If this does not remove
them altogether, for such stains often penetrate com-
paratively deeply, follow the above washing by applying

a solution of peroxide of hydrogen. This is commonly
used for the bleaching of ivory and will remove any
but the most deep seated discoloration. If the articles

are such as will permit of a still more drastic treatment,

the stains may be filed away or carefully scraped away
with the sharp edge of a piece of glass. Be careful not

to hollow the surface in such a way as to be noticeable,

then smooth with fine sandpaper and repolish with chalk

and water or putty powder.

FITTING A BARREL HOOK.

Questlion :—Through Practical Correspondence will

you please give directions how to put in a new barrel

hook to a Swiss going barrel watch, about 16 size?

Answer :—To fit a barrel hook to an old-style barrel

—

to any barrel other than the modern safety barrel—first

drill a hole about one-quarter the width of the main-

spring in diameter and pointing directly towards the

centre of the barrel. Follow the drill with a finely

threaded tap, holding the tap in the lathe and the barrel in

the right hand. Be sure that the barrel is tapped with a

sound, full thread. Examine it with a glass to make sure

that it is so. The burr thrown upon the inside of the

barrel as the result of the drilling and tapping may be

removed by means of a sharp knife or a graver. Then
take a piece of hard drawn wire, brass if the barrel is

of brass and nickel if it is made of nickel. This should

be at least twice as large as the diameter of the hole

ta/pped in the barrel. Having selected a suitable piece of

wire, turn it down on a long taper unfil of a size to bring

up a good full thread, using the hole in the screw plate

that corresponds with the tap used in threading the hole

in the barrel. After threading, turn the stock back of the

threaded portion at an angle of about 45 degrees, just

as though you were forming the head of a screw that was
intended to be sunk flush with the plate in a champhered
hole. Back of this "head'' turn the stock three parts

through and break off. Now put this tapered, threaded
wire through the hole in the barrel from the inside and
screw it home by gripping the tapered portion in a pin-

vise on the outer side. Though screwed carefully home
the first time, a new screw fitted to a new hole, when un-
screwed and subsequently replaced, will require to be
turned a little farther than it was turned at first in order
to screw it tightly home. Allowing about one-eighth of a
turn on this account, mark that part of the hook that ex-
tends inside the barrel with a knife, marking the side on
which the spring will hook as a guide when filing up later.

If this marking and the subsequent filing are accurately
done, when the hook is finally screwed into position it

will face in the right direction to receive the mainspring
and its sides will be parallel with the top and bottom of
the barrel.

Now remove the wire from the barrel and shape up
the hook with a fine file according to the marks previously
made. The hook should barely extend beyond the thick-
ness of one coil of the mainspring and may be finished
flat or sloping slightly towards the back. Again insert
the wire from the inside of the barrel, screw it firmly
home, cut it off on the outside, using sharp cutting pliers
or, if the hook is large or the barrel on the thin side,
severing it with a screw-cutting file. Finish carefully
with an oil-stone slip or with a slide-rest cutter in the
lathe.

When finished there should be no unsightly marks on
the^outside of the barrel—and no soft solder will be need-
ed to insure that the hook will not pull out.

OILING PARTS OF REPEATER
Question:—In overhauling a repeater watch should

the hammer pivots be oiled like any other pivots in the
movement, or are these better left dry?

Answer:—Hammer pivots in a repeater watch must
be oiled like any other pivots in the movement. Put just
a touch of oil also to the tips of the hammer springs, to
the pallets where they turn upon their studs, to the studs
where the pallets press upon them, to the points where
the pallet springs touch, to the rack stud and rack teeth,
to the points of contact between springs and all the parts
they actuate.
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ONTARIO
Eighteen months' imprisonment for Samuel Rappaport,

alias G. S. Raidin, and $200 fine or three months' im-
prisonment for J. H. Rothman were the sentences handed
down for the pair of diamond swindflers arrested in Tor-
onto on Nov. 13th last with $28,000 worth of gems in their

possession, whose earlier activities and subsequent arrest

were reported in the December issue of The Trader. Of the

SAMUEL RAPPAPORT.

diamonds $14,500 in value were obtained from two Tor-
onto dealers, who accepted in payment cheques for $8,000,

which had been raised after being marked by the bank for
a total of $80^ The remainder of the stones were obtained
in Montreal by a variety of means. In the case of these
no criminal action was taken, and the Montreal owners
are taking formal civil action to recover them.

J. H. ROTHMAN.

Rappaport is described: age, 25; height, 5'8%"; weight,
185 pounds; build, stout; hair, dark brown, and bald; eyes,

brown; complexion, dark? moustache, dark brown; birth-

place, Russia; occupation, jeweler.

Rothman: age, 29; height, 5'5V4"; weight, 124; build,

slim; hair, light brown; eyes, blue; complexion, fair; mous-
tache, blonde; birthplace, Russia; occujpation, salesman.

There passed peaecfully away on February 13th, at

her late residence, 9 Powell Ave., North Toronto, Susannah
Jane Quirk, widow of the late William Henry Ellis, C.E.,

in her 91st year. Four sons survive, members of the firm

of P. W. Ellis & Co., Ltd., Messrs. P. W. Ellis, M. C. Ellis,

C. S. Ellis and W. G. Ellis. The funeral was held to Mount
Pleasant Cemetery, on Saturday, February 14th, and was
largely attended by the old-time residents of Toronto. The

warehouse and factory of the firm were closed during tho
day.

Mrs. Isabel Charlotte Lees, wife of William Lees, passed
away at her late residence, 467 Main Street East, Hamilton,
on February 15th, aged 8 2 years. Deceased was born near
Hastings, Kent county, England, and had resided in Ham-
ilton for the last 60 years. Mr. and Mrs. Lees celebrated
their diamond jubilee on February 1st. Deceased had
never had any illness previous to her death, which is the
first break in the family. She leaves to mourn her death,
besides her husband, six sons and two daughters—George
H. Lees, WiHiam Lees, K.C., Albert A. Lees, Herbert S.

Lees, barrister, and Mrs. Frank H. Hood and Mrs. (Rev.)
Peter Birrell, of Spencer Port, N.Y. There are twenty
grandchildren and three greatgrandchildren.

Another of the Old Guard of Canadian jewelers, whose
death occurred in January, was Mr. J. B. Fowler, of St.

Catharines, who would have celebrated his diamond jubilee

in the jewelry business this year had he been spared for
the anniversary.

THE LATE MR. J. B. FOWLER,

Mr. Fowler built his own and the two adjoining stores,

known as the Fowler Block, in 1860, establishing what was
then an ultra-modern business in diamonds and precious
stones, both set and unset, and jewelry of every kind. He
was the first in St. Catharines (then a rival of Toronto)
to discard the shuttered window and put in fine sheets of
plate glass. This was such a radical change as to prompt
someone—the very first night—to throw a large boulder
through the window.

During the American Civil War Mr. Fowler did a flour-
ishing business and became thoroughly established as a
leading merchant in the jewelry line, and of recent years
had been catering to many of the third generation of his
early customers. Although an American by birth, he spen*
the greater part of his life in St. Catharines. He retained
control of the business himself, even at an advanced age,
and came regularly to the store each day up to the time
of his last illness.

Mr. Vincent Borrelli, of Borelli & Vitelll, left on Feb-
ruary 20th, on the Steamship "Guiseppe Berdi," together
with his family to visit branch offices of the firm in Eng-
land and Paris, and is then going on to Italy, taking the
trip through Europe combining business and pleasure.
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A DEPENDABLE LINE
There could be no more appropriate time than the

present to fill in your stock with a Sorting Order of our

Solid Gold and Gold Filled Goods
You can depend on our line to satisfy the most. ex-

acting customers. Let us put you on our calling list.

JAMES EASTWOOD
Wholesale and Manufacturing Jeweler

65 Provost St. - New Glasgow, N.S.

iWire Jirosi.
IMPORTERS AND CUTTERS OF

DIAMONDS
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Chev. Vitelli, after visiting branch offices in Toronto,

sailed for England, went on to Paris and then on to Italy,

visiting the buying marltets in Europe and also visiting

the factories in these countries.

The Canadian Wm. A. Rogers, Limited, has issued the

fallowing circular letter under djate of February 26th:

"It is with deepest regret that we have to advise you oif

the sudden death froim pneumonia of our Western Ontario

representative, Mr. F. E. Dickinson.

"Mr. Dickinson's kindly and courteous disposition, his

loyalty to his friends, his faithfulness in 'all matters large

or small, had placed him high in the esteem and affection

of his business associates, and it is with a feeling of deep

personal loss that we record his death."

Many members of the trade will feel equally keenly

the death of Mr. Dickenson, whose courtesy and good na-

ture was proverbial.

Joseph Guigue, aged 65, of Toronto, was picked up by

a policeman on Queen street helplessly drunk. When he
began to sober up he started to talk, and admitted break-

ing into Morris Rubin's jewelry store at 175 West Queen
street, and stealing a quantity of watches and other arti-

cles. Guigue, it is said, broke the front window of the

store with a hammer, and putting his hand in through the

hole, stole the contents of the window. Detective Newton
recovered the watches in a York street pawnshop.

Readers of The Trader will learn with deep regret of

the death at her home in Oak Park, 111., of Mrs. F. R.

Bentley, wife of the editor of the practical department of

this publication for many years. Mr. Bentley, as many in

the trade will recall, was at one time employed in the

watchmaking trade in Toronto and a student at the Can-
adian Horological Institute. He began to write practical

articles for The Trader and developed a penchant for

literary work that eventually led to an offer of the editor-

ship of "The National Jeweler" of Chicago, which, under
his able direction, has become the most widely circulated

of American jewelry journals. He was about to take a trip

to visit his Canadian friends when Mrs. Bentley was seized

with the malady which resulted in her death. Great sym-
pathy will be extended to Mr. Bentley, not only by his own
friends but by the many who have read and profited by his

able articles on practical watch work.

An organization meeting for the North Bay district of

Ontario was held on February 3rd, Gordon McLaren and
Stuart H. Lees of Hamilton being in attendance to help

along the organization work. Those present were E. W.
Ross and R. H. Thompson, North Bay; J. S. Gill, Sudbury;

J. B. Nadon, Sturgeon Falls; A. W. Sanderson, Haileybury;

A. E. Mallett, Cochrane; L. Halperin, Timmins. The
Northern District Jewelers' Association was duly formed,

Mr. Ross being chosen as the first president and Russell

Thompson as secretary-treasurer, the vice-chairman being

Mr. A. W. Sanderson of the Strong Drug Co., Haileybury.

The Electrical Silver Polishing Co. has been registered

in Ontario.

The business formerly conducted by the late J. G.

McLean in Stratford has been disposed of by his estate to

Mr. L. E. Garrett.

Mr. T. M. Palmer, formerly with Mr. A. H. Tobey of
Sudbury, has purchased the business of A. J. McCullach of
Capreol, and took possession last month. Mr. McCullagh
has gone to Bdson, Alta., to take charge of the business
of his father, who unfortunately has been in poor health.

MANITOBA.
Winnipeg's annual bonspiel, which at the time of writ-

ing is eclipsing the trial of the strike leaders in point of
public interest, is proving the source of some added busi-
ness to the jewelry trade. From all parts of the West
curlers are now in the city, and many of them are accom-
panied on this annual holiday by their wives. Shopping
is a favorite diversion, especially with the women folks,

and the jewelry stores are coming in for some attention.
Many of the headings which appear on the bonspiel stories

in the press are remindful of jewelry ads. The "names
"Birks" and "Dingwalls" appear in almost every headline,
owing to the fact that the two most coveted trophies have
been donated by these establishments.

The Canadian Community Cut Glass Company, Ltd.,

will establish in Winnipeg about March 1st, and will manu-
facture all lines of cut glass tableware from blanks. It

will be the first enterprise of its kind west of the Great
Lakes. J. S. Mason and H. P. May, officials of the com-
pany, both of whom have had a wide experience in the
manufacture of cut glass tableware in Eastern Canada,
have been in the city for some tiine making preparations
for the opening of the factory.

The company will commence operations with a limited
number of machines, but it is anticipated that before the
end of the year some 7 5 men will be employed. Already,
it is stated, the entire output for some months to come has
been sold. The feeling is that company will be in an
advantageous position as regards the Western trade, and
arrangements have been made to have the whole territory
from Winnipeg to the coast covered by travelers.

By a misfortune Birks' annual clearance sale, which
was held from January 16th to 20th, fell during the period
when there were no Winnipeg newspapers, owing to a
temporary cessation of the newsprint supply from Fort
Francis Ont. In this they were the victims along with
many other Winnipeg establishments which had sales

scheduled about that time. The window displays and the
alluring markings of the different lines which were reduced
were a compensatory feature, however.

The announcement of a new bonus plan which would
be based upon the earnings of the company and which
would be distributed annually among the employees was
the feature of a dinner and dance held by the staff of the

Birks' establishment recently. The party consisted of 150
sales people, watchmakers, platinum workers, diamond
setters, engravers, departmental managers, and mail order
employees. Every branch of the business was represented
and the married men were accompanied by their wives.
The chair was taken by Mr. T. J. Porte, and the toast to

the King was proposed by Mr. Bergin of the manufactur-
ing department, who represented the returned men and
who discussed "co-operation." Mr. Hazelton, representing
the retail department, proposed the toast to the firm,

which was responded to by Mr. George Markle. It fell to

Mr. Markle to make the announcement regarding the^

bonus scheme. Mr. Martin, representing the optical de-

HI M|
tJH^-t^^^H

BjB iJUl^g^H nffKna-^Z r 9
fV^^^S'^^^S'^^fi^i^1^W^'ABpB

L 'IBRr^^yJm HR^ ih .^^^"^ ^^ILllWILj mjLm wl^ ^9
1 li^^^^^lH^^^^^^t i '^ ^^^^^^ml» ^^^Ik a^^H^ ^^^^H

Jk^^i^^.^ '^V ^Mhmm)i^X
*r^^. ^r

Gathering of the employees of Henry Birks & Sons, Ltd., Winnipeg, on the occasion of the annual banquet.
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partment, responded fittingly to the toast of "The Ladies."

Miss Woodford contributed a vocal selection. After the

programme of dances, the party broke up with three cheers

for the firm and a tiger for the management.

Arrangements have been completed for the annual

short course in business methods and merchandizing to be

held at the University of Manitoba during the last week in

February. The enterprise, which is under the auspices of

the Retail Merchants' Association, is expected to be more
popular than ever this year. Among the speakers engaged

are: Robert C. Line and John S. Taylor, American business

experts; H. P. Gundy will speak on the Bankruptcy Act,

and Edwin Loftus, K.C., on Commercial Law, John C.

Shelly, K.C., on Accounting, W. D. Glendenning, C.A., on

Income Tax Returns, T. L. Arnott on The Lay-out of a

Store, Thomas Bachelor on Show Card Writing, and F. C.

Middleton on Community Work.

The local Board of Trade announce that they will sub-

mit on request the name of a firm of manufacturing agents

at Melbourne, Australia, already representing a number of

important American and European manufacturers, who
desire to get in touch with the manufacturers of jewelry

and other lines with a view to securing goods suitable to

their trade. It is stated that the company is well repre-

sented throughout Australia and has a large selling organ-

ization behind it.

New openings for merchants in all lines are seen in the

twenty-one new towns which are being laid out by Can-

adian National railways in the prairie provinces. The
majority of these are in Saskatchewan and are served by

projections and new branches which are either constructed

or under construction this year.

Fred. Wilson of Moose Jaw, Sask., was among the

sufferers from a fire which broke out in the basement of

Weir's cigar store and did $50,000 damage.

survive, William D. of Montreal, James R. of Los Angeles,
Cal., and John S. and Alexander of London.

The funeral, which was private, took place from the
family residence, 417 Dufferin avenue, on Friday afternoon,
February 13, to Mount Pleasant Cemetery. The services

were conducted by Rev. Dr. James McCrae. The members
of the public library board acted as honorary pallbearers.

The active pallbearers were: Gilbert Ward, F. Ward,
Becher Ward, W. Ward, A. Goodwon of Brantford, and a
nephew H. Gillean of Montreal.

LONDON
Members o'f the jewelry trade and citizents of London

generally were shocked to heiar of the death of Ex-Alder-

man Thomas Gillean which occurred Tuesday, February
10, after an illness of only a few days from pneumonia at

his home in this city. Mr. Gillean was a native Londoner
and prominently and intimately connected with the life

of Western Ontario, not only las a jeweler but also in civic

affairs and athletic circles. Born on January 13, 1855,

Thomas Gillean was the fourth of seven sons of the late

James Gillean, one of London's first merchantis, who con-

ducted a stationery and book-binding store on Dundas
street. He was educated in the common schools and later

became an apiprentice with William Fnaser, a jeweler, of

Chatham. Returning to London, he finished his appren-
ticeship with the firm of A. and S. (Sandy) Murray on
Richmond street, where he remained for four or five years.

He then bought the stock and goodwill of James
Westland, a manufacturing jeweller on Richmond street, a
few doors south of Dundas street. After about five years

there, he moved to the location where the Gillean store

stands at present, about thirty years ago.

From boyhood, he and his brothers were keenly inter-

ested dn athletics, and he always retained an active inter-

est in outdoor sports. It was in baseball, however, that he
excelled. In 18 76, he was one of the two London boys
who played on the famous Tecumseh "Reds," the baseball
team whicih won the world's championship. Mr. Gillean

was left fielder.

Later in life he was an ardent curler, and as a member
of the London Curling Club, donated many cups for cam-
petition in curling matches. Fishing was his hobby. He
was instrumental in the formation of the Snake Island
Fishing Club which numbered among its members some
of London's most prominent citizerus.

As a member of the board of education, he came into

intimate relations with the teachers and pupils of the
London collegiate institute. He donated medals and rings

for competition in oratory and English competition each
year, and his visits to the school were always looked for-

ward to with keen anticipation by the students.
As a member of the public library board, Mr. Gillean

did excellent work and was instrumental in the establish-
ment of a branch library in East London, a departure
which has proved a decided success.

Mr. Gillean was a member of Kilwinning Lodge, A.F.
and A.M , and attended the First Presbyterian church.

He married Emily Ward, daughter of the late John
Ward and sister of William Ward, well-known cigar manu-
facturer of this city. In addition to his wife, four brothers

S. Howard Lyon has completed the sale of stock and
fixtures of A. Morphy and Company, and the store is now
being overhauled for the firm of R. H. and J. Dowler,
Clothiers.

Miss Adelaide MoKee has joined the staff of W. G.
Young as bookkeeper, and Miss Lelah Scott, formerly
bookkeeper, has been transferred to the sales staff.

J. H. Vanstone of the C. H. Ward and Company forces
has been ill for some time, but is now reported as improv-
ing.

"Wilf Jones oif C. F. Jones and Cornipany reports busi-

ness as good in both Toronto and Montreal. While in Tor-
onto he was a guest at the banquet of the Toronto jewelers
and also attended the sessions of the national convention
in Montreal. He speaks highly of the hospitality of mem-
bers of the trade in both places.

John S. Barnard was highly honored at the gathering
of the Royal Arch Masons in Toronto when he was chosen
district superintendent for the London district.

A wedding of interest to members of the trade took
place in this city on January 20th, when Bessie Norton,
daughter of Mr. and Mrs. John Norton of this city was
united in marriage to C. H. Foster of the staff of John A.
Nash. Mr. and Mrs. Foster, who received many beautiful
gifts, are residing on Cathcart street.

William Andrews, Jun., of St. Marys, and Arthur Brit-
tain of Wyoming, were recent visitors in London.

"Reg" and "Aleck"' Johnston have got things squared
away in their fine new store on Richmond street near
Dundas. Both were on the sick list with influenza for a
few days, but are now on the job again.

John S. Barnard was among the Londoners -who were
the guests of the Toronto jewelers at the recent banquet in

that city, and speaks highly of the good time provided.

George Hay of Hamilton, formerly of the staff of W. G.
Young in this city was in town recently.

How the Rotary spirit can be applied to the conduct of
business was the subject of an address at a recent Rotary
Club luncheon in this city by W. G. Young. After re-
fering to his Western trip where he assisted in the forma-
tion of provincial jeweler's associations, Mr. Young said:

"Our object is to help men in business to be better
busiiness men," he said. "We are trying to teach men to
know each other better, to eat together and not to eat each
other.

"Is it not incorrect to call your neighbor in your own
business your 'competitor' ?" he asked. "Is there only one
in your line who is successful'.' Are there not several you
regard as such? Are they not, then, rather associates
than com petiters?

"Statistics say that 95 per cent, of business men fail.

Should any man fail in business? Is he a victim of cir-

cumstance, of chance, of caprice? Most assuredly not, if

he' is in his right place and understands fully the science
of business. Every man has a place by right of his na-
tural qualifications to fill that place."

Jewelry headed the list in the London War excise tax
returns for this city for the month of January, accord-
ing to figures recently published here. The total amount
paid on jewelry amounted to $2,936.03.

G. W. Pitt, veteran jeweler of this city, has the sym-
pathy of members of the trade in the death of his son-in-
law, Frederick J. Darch, supreime secretary of the Inde-
pendent Order of P'oresters, whose death occurred recently
in Toronto.

St. James' Anglican church, this city, was the scen« <yt

a quiet military wedding with an atmosphere of war ro-
mance surrounding it, on Tuesday, January 25, when
Francei.'i, eldest daughter of Mr. and Mrs. C. R. CoUyer,
was united in marriage to Gordon M. Cooper, son of Mr.
and ^Ir.s. A. E. Cooper, all of this city. Rev. W. L. Armi-
tage perfoinicd the ceremony at 4 o'clock.
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MADE IN CANADA W

JET AND AMBER
Earrings, Bar-Pins and Necklets

\/0U will be pleased with our showing of Jet Earrings and Bar-
Pins, also our Necklaces in assorted lengths with Plain and

Faceted Beads.

Amber Bead Necklaces in different lengths, of clear and cloudy
amber. Also a beautiful range of White and Pink Coral as well
as Mother-of-Pearl Necklaces.

It would be a pleasure to forward you an approval selection of

these or any of our regular Jewellery or Cameo lines.

We have some genuine Elephant Tusk Ivory Cigarette Holders.

ANTHONY BROTHERS
/Iftahcrs of Ibt^b (BraC>c 3e\vcnex\2

24 Adelaide St. West Toronto, Ont.

REGISTERED

TRADE MARK

Revolving Breakfast Dish No. 31633

What could be more acceptable to the bride than a beautiful Breakfast Dish, that features

quality coupled with usefulness?

A full line of samples are now being displayed in our Montreal showrooms.

Write to-da^ for our catalogue (and price lists)

shoTving the manp attractive lines Tve are producing.

JOHN ROUND AND SON LIMITED.
Tudor Works, Sheffield England. 51 St. Paul Street West, Montreal

Also Canadian Sales Agents for

THE MIDDLETOWN SILVER COMPANY, Makers of

MID-SIL CRAFT SILVERWARE
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The couple first met in France as patient and nurse,

both at the time being quite unaware that they were from
the same city in Canada. Major Cooper won distinguished

honors during the war, first as a captain in the 2nd Di-

visional Train, and later as O. C. of the 5th Divisional

Train before and during the allied occupancy of Germany,
and was twice mentijonad in dispatdhes. The ibride's

family has an enviable record, the bride having had four

brothers engaged in the war.
The sympathy of the trade is extended to Mr. F'red All-

port of the E. H. Allport staff, in the death of his wife.

Myrtle Ivey Allport, which occurred in Victoria hospital

this city, Friday, February 13. Death followed a brief ill-

ness from pneumonia. In addition to her husband, and
an infant daughter, she is survived by her mother, Mrs.

Emma Penneoott, one sister, Lillian Pennecott of Detroit,

and three brothers, Glen, Gordon, and Dr. Clifford W.
Pennecott, all of this city. The funeral was held privately

from the residence of hef mother, 60 Craig street, Monday,
February 16, to Mount Pleasant Cemetery.

ALEXANDER MOPFATT DEAD,
Death came suddenly to Mr. Alexander Moffat on Sat-

urday, February 14th, at his home in Calgary. He was
taken ill after dinner, Friday evening, and expired during
the early hours of the following morning, death being due
to heart failure. Mr. Moffat was 66 years of age at the

time of his death, and had led an active life up to the

time of his demise. On Friday afternoon he had been
busy in the work of the Church Forward Movement, and
had been curling the previous evening.

THE LATE MR. ALEXANDER MOFFAT.

There remain to mourn his loss, Mrs. Moffat, four
daughters, one sister, and five brothers.

The late Alexander Moffat was born in Edinburgh,
Scotland, and came to Canada when he was ten years of

age with his parents, and resided for some time at Fer-
gus, Ont., where he served his apprenticeship with F.

Chinneck. He worked in Toronto from 1872 to 1877, and
started business for himself at Port Elgin in 1878. In 1891
he moved to Brantford, and in 1910 to Calgary, where he
has since been in business in the firm of Moffat Bros. He
was a keen golfer and curler, and was active in church
matters, business, and sports right up to the time of his

death. The funeral was held on February 18th.

BRITISH COLUMBIA
Whether or not it is due to the British Columbia clim-

ate we do not know, but of late there has been quite a
considerable addition to the infantile population of the
Terminal City. Three of the local Birks staff has par-
ticipated in the distribution of the "little blessings." The
happy dads are Wallace Parker, manager of the jewelry
factory, whose wife presented him with a fine male addi-
tion; Walter Rimes, display manager, who is rejoicing
in .the arrival of a "little fairy," and Alex Loutet, one of
the watchmakers, to whom the stork brought a young son.
Mothers and youngsters are all doing well—'and the fathers
are as well as could be expected under the trying circum-
stances.

Harry Birks, of Messrs. Henry Birks & Sons, was a
visitor to Vancouver early in the month. Harry was so
pleased with our fine climatic conditions out here that it

was a task of some magnitude to tear him away from the
delights of the golf course during his stay in our midst.
H© was looking hale and hearty, and the change will do
him good.

Mr. Gray, watchmaker, at Smithers, has added a china
department to his store in this Northern town. Mr. Gray
has the courage of his convictions, and bought liberally for
his new department.

The twentieth annual convention of the Associated
Boards of Trade of Eastern British Columbia was held at
Trail in the early part of February.

The Mayo district, in Alaska, expects a big silver stam-
pede this summer, according to all reports. Rich galena
deposits were discovered last summer, and assays proved
the value of the ore. Investigations are now going on to
establish the extent of the ore body, and, following the
result of these investigations, it is believed a big develop-
ment will take place.

Snowdon Malzard, for a number of years employed in

the local Birks store, died recently at St. Peter's, Jersey,
Channel Islands. Quite a young man, only about twenty-
seven years of age, Snowdon was very popular with his

fellow-employees and with the patrons of the Birks store.

He went overseas with the 47th Battalion in the early days
of the war. Enlisting as a private, he gradually worked
himself up to the position of sergeant-major. He was
wounded and gased several times, and returned to Van-
couver after his discharge. He preferred to live on the
other side of the Atlantic, however, and his untimely death
came as the result of a severe cold, his splendid constitu-
tion having become undermined by the stress and strain
of the battle front.

Eddie Hill, of the old firm of Shortt, Hill & Duncan,
jewelers, at one time in Victoria City, was a recent visitor

to Vancouver. Mr. Hill has spent the past three years in

.Japan, and says that things are moving fast in the Flowery
Kingdom, with lots of opportunities for the man who cares
to keep his eyes open for business.

The business on Commercial Drive, Grandview, carried
on for many years past by F. Pyman, has been purchased
by L. E. Leblanc. Both jewelery and optical ends of the
business will be carried on by the new proprietor. Mr.
Pyman, whose health has been failing of late months, in-

tends devoting the major portion of his time to the busi-
ness of chicken ranching.

South Vancouver A. and N.V.A. has appointed Mun-
icipal Electrician Hubbard and ex-Councillor James Camp-
bell to confer with the local Retail Merchants' Association
and other bodies in regard to telephone rates within the
municipality. The idea is to ask that there be no toll

charge for calls between Eraser, CoIIingwood and Fairmont
exchanges.

Arriving recently from Winnipeg, and investing $3,000
cash, together with all her personal belongings, in the pur-
chase of a jewelry business on Hastings street, Vancouver,
the new owner, Mrs. Mary Robinson, found herself with-
out a license to carry on, as the license held by the former
owner of the business was non-transferable and was can-
celled by the local license inspector when appraised of the
sale. Mrs. Robertson has urged the City Council to permit
her to carry on business upon a transfer basis.

We hear that Robert McDonald, who is making a signal
success of his jewelry business on Hastings street, is the
proud owner of a brand-new McLaughlin automobile. Let's

hope that Bob will find his new acquisition a real pleasure,
and a big step in advance of his old Chev.

W. J. Kerr, of Kamloops, came to Vancouver to take
part in the deliberations of the three-day convention of

British Columbia Boards of Trade.



104 THE TRADER

MESH BAGS
ARE

ESSENTIAL TO THE WELL-DRESSED WOMAN

The ever-critical Dame Fashion decrees that mesh bags will play

an important part in the attire of the observant w^oman.

Dealers are realizing this fact, and are fostering this trade with

Whiting & Davis Mesh Bags
Your customers will want Mesh Bags, and should you supply them

with this line, you will be fulfilling their utmost expectations in

every manner.

Your jobber will gladly supply you with our lines.

Whiting & Davis Company
Sherbrooke, Que.

M. Lewis Mittenthal

DIAMONDS

Selection Parcels Sent on
Approval

344 MOUNTAIN STREET
MONTREAL
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The British Columbia Jewelers' Association has got
away to a good start, and one of the first official acts of
the association was to send a strongly worded telegram to

headquarters, urging upon both retail and wholesale jew-
elers the necessity of refraining from buying in the markets
of the United States until such tiine as the exchange ques-
tion shows signs of becoming normal. This procedure has
already (in the early days of February) received marked
attention at the hands of local wholesale grocers and fruit

men, and there is no reason in the world why jewelers
should not adopt a sane attitude on the question.

Joe Higinbotham, jeweler, of Brandon, Manitoba, came
to Vancouver to escape the worst of the bad weather on
the prairies. Even Brandon, one of the most pleasant spots
on the prairies of Manitoba, is rather trying during the
severe winter weather experienced in the great wheat
province, and Mrs. Higinbotham and family are now resi-

dent in Vancouver, where the sun shines and the balmy
breezes refresh, even in these early February days.

W. H. Mallett, who has one of the nicest and brightest
stores in all of Grandview, Vancouver, put on a successful
sale in the opening days of February. Mr. Mallett is a firm
believer in the attractive power of window displays, and
powerful nitrogen lamps illumine the front of the nifty
little store during the evening hours.

During the month of January, the store of Harry Pick-
ering on Granville street was the scene of a rather smart
capture by the local police. Following the burglaries at

the Huges and Pickering store, and at H. H. Ramages, the
police force on night duty was considerably strengthened.
One of the local plain clothes men, noticing a man whose
actions were to him rather suspicious, shadowed the man
for some time on Granville street, finally taking refuge in

a doorway when his suspect loitered around the Pickering
store. In a short time out came the prowler's diamond,
and a hole was neatly cut in the plate glass. Just as the
man hit the glass with a covered brick in his hand, the
deteotiye sprinted across the street, covering his man with
a revolver. The man began to run, but a prompt command
to halt, with the alternative of being shot, had a salutary
effect, and the man was marched off to police headquarters.

Travelling in special trains, several hundred Canadian
manufacturers will leave Toronto for the Canadian Manu-
faoturers' Convention, to be held in Vancouver City, June
7-10. stopping at the more important cities en route, ac-
cording to the itinerary which has been arranged.

The Manning-Mclntosh trio, composed of Mr. and Mrs.
R. C. Manning and Lome Mcintosh, gave a most interest-

ing and thoroughly appreciated musical offering at a recent
ooncert in Grandview. Mrs. Manning presided at the
piano, while Messrs. Manning and Mcintosh handled the
Mandolines with real skill. It is high time the local jew-
elers' association had these artists "roped in" for a little

social function, as music is a real help in fostering cama-
raderie and happiness.

Tp give the business nren of the Dominion an oppor-
tunity of viewing their goods at first hand, a party of
Japanese manufacturers is contemplating, chartering a
steamer, loading it with representative products of Japan
so as to resemble a floating exhibition, and visiting the
principal ports of the Pacific Coast, on both sides of the
line. Vancouver will be included. The trip will probably
take place during the coming summer. On the arrival of
the steamer in port, leading business men will be invited
on board and shown through the exhibition.

One of the most successful conventions ever held in the
West was that of the British Columbia Boards of Trade,
which took place in Vancouver City on February 4, 5 and
6. Almost one hundred delegates attended the openin.g of

the three-day convention, and other delegates arrived later

to take part in the proceedings. Over fifty resolutions
were offered to the convention, and the get-together spirit

of co-operation was keenly in evidence throughout the
deliberations. So enthusiastic were the delegates, and so
spontaneous the welcome offered, that it was decided to

make the convention an annual one.

eler to save time in inserting crystals, as it doe« the work
much faster than it can be done by hand,>(vhile it also

enables him to procure any size or shape of crystal with-
out trouble, as the machine has a set of drawers conveni-
ently situated for stocking crystals.

MONTREAL,
A presentation of an engraved silver case was recently

made to M. A. Rutenberg by J. L. Sabbath on behalf of

the J. Li. Sabbath Co. and their employees on the occasion
of Mr. Rutenberg leaving the firm to go into business for

himself. A theatre and supper party were also part of the
evening's programme.
^"^Mr. S. Weinert of Montreal reports that the unbreak-
able crystal insertion machine is rapidly becoming popular
among the leading jewelry concerns. It enables the jew-

Philip R. Myers, now in Switzerland, repre-
senting S. P. IVIyers & Co., IVIontreal.

A new device for outwitting burglars has come out of

Indiana and threatens to put the Security Alliance and
other forms of safe protection out of business. It is the

Yeggmen Surprise Chemical Safe Protector, and consists

.

of a metal holder and a 16 ounce bottle filled with chem-
icals. This is attached to the inside of the safe door and
when the safe blower gets his acetylene torch going, the

gases in the bottle expand, break the container, and the

surprised burglar is forced to fiee by the concentratea
stench that emanates therefrom. Intensive suffocating

pain is accompanied by temporary blindness and he can-

not get within reach of the safe for hours. The idea is

reported to have worked with success in several cases, but

the enterprising burglar will no doubt add a gas mask to

his outfit when its appreciation becomes general.

A letter has been issued by the Waltham Watch Co.,

dealing with the importation of Swiss watches. It first

touches upon the large number formerly brought over by
travellers as gifts for friends and relatives and then goes

on to say:

"The questions before the American watch dealer are

plain questions. Are we going to eulogize the foreign

watch at the expense of our own? Are we going to help

sustain the fallacy of Swiss superiority over the genius of

America? Are we going to lose as a body, thousands of

watch sales because we were not blunt enough and frank

enough in sustaining the merit of the American-built

watch ?

"Before the war, all the satisfaction the American
dealer obtained from these large retail purchases of Swiss

watches abroad was an endeavor to keep them in repair,

usually at a loss to himself, to say nothing of trying to

please a dissatisfied customer.
"We all know that the American-built watch, grade

for grade, excels the foreign product, and, through stand-

ardization, is profitably kept in repair.

"With these conditions confronting the American deal-

er, we believe it a paramount duty for his personal busi-

ness protection to place the supremacy of the American-

built watch freely and frankly before his customers, not

forgetting that commendation of the foreign watch is

direct competition against himself."
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THE CROSS AND CRESCENT
(TRADE MARK)

Has always been outstanding as a symbol of integral value in

Rings

—

It has built up a reputation that discriminating dealers are utilizing

to satisfy their customers. The dealer handling this line of rings

finds that he has a line that will fulfil every expectation of those
who are attracted by their novel and dignified appearance.

Gold and Gold-Filled Jewelry

—

will be in great demand in the near future, and the purchasers
will desire an article well-finished and artistically designed. Our
lines will meet with approval and enduring appreciation from even
the most critical purchaser.

EAVES BROS.
128 BLEURY STREET MONTREAL

Horace Dorer
Jewellery Sales Expert

For the Legitimate Trade
Only. Sales Conducted
Anywhere on the North
American Continent.

357 COLLEGE ST.,
Toronto, Ont.

604 CANADA BLDG.,
Winnipeg, IVIan.

669 GRANVILLE ST.,
Vancouver, B.C.

Telegraphic Address:
709 4th Avenue,

New Westminister, B.C.

IIIIIIIIIIIMIIIMIIIIIIIIIlllMI^

Returned Men
If you are seeking a position or want-

ing to start in business, your announce-

ment will be inserted free of charge

on the Want Ad Page.

Jewelers' Security Alliance

Will protect your Safe against

Burglary

THE JEWELERS' SECURITY ALLIANCE
has been established for over thirty-nine years,

and during this time has given its many and prominent

members efficient detective service and determined

prosecution of the thieves, aiming at the restoration

of the property when at all possible.

The Alliance offers you protection for the small sum

of two dollars per annum. You cannot afford to be

without such adequate protection at such a minimum

cost.

For further particulars, write

—

JEWELERS^ SECURITY ALLIANCE
O. M. ROSS, Secretary

71 Richmond St. West, Toronto
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STOXE MARKETS IMPROVING.
Mr. R. Le Bailly, of the European Co., Toronto, has just

returned from a trip ito France, where he finds the stone
market gradually improving. Deliveries will be getting
better from month to month, and some of the goods that
were scarce or unobtainable during the war are now avail-

able.

Price® on colored stones of all kinds have reached fig-

ures never heard of before, Mr. Le Bailly states. Various
causes combine to bring this about: the export demand,
the very large European demand for jewelry, the scarcity

of raw material, and the high cost of labor. The adverse
exchange is also taken into consideration in fixing the price,

and this also tends to increase it.

However, Mr. Le BaiLIy succeeded in procuring a well

assorted stock in all lines, and the European Co. olaims
to be in a ptiosion to take care of orders much ibetter than
during the past five years.

Mr. C. C. Smith of this firm left for the Pacific coast

during the first week of February, and Mr. Henri Guyon
for Halifax and St. John about the siame date. The firm

hopes to break all records this year. Not only is the gen-
eral stock more adequate, but in the Myotis pearl line,

always a leader, they are definitely assured of deliveries,

and will be able to take care of all orders.

Canadian Peerless Co. gold and filled watch chains; Ball,

Hamilton and Waltham watch materials. These are all

standard Jines of the highest and most popular grades.

MOVE TO NEW QUARTERS.
The Canadian Ball Watch Co., of Winnipeg, recently

enlarged their office and stock room space considerably, in

order to attend more satisfactorily to the rapidly increasing

business, which has shown remarkable development dur-
ing the last year or two. The year 1919 exceeded all

records by a large margin, and the outlook is exceptionally

bright, due to the aggressive efforts of the general man-
ager, O. H. Pyper. He has been wholly responsible for

the growth, from its small beginning as a pioneer institu-

tion to its present his^hh' gratif.\-ing national proportions.

MR. OSCAR H. PYPER.

When founded in Canada in 1910 the lines handled
included only the Wetob C. Ball Watch Co., Hamilton
Watch Co., and the IWinois Watch Co. watches, and the
American Watch Case Co. watch cases. At the present
time, in addition to the above lines, there are in stock the
Canadian Elgin Watch Co., Howard Watch Co., Waltham
Watch Co., Admeral and Balco, Swiss watches; Illinois

Watch Case Co., R. F. Simmons Co., H. & A. Saunders Co.,

HOW THEY SHARE PROFITS

In a folder issued by the Goldstein Jewelry .Manufactur-

ing Company to employees, in connection with their first

issue of certificates under their new profit-sharing pJan,

the syteon is explained at some length. The following ex-

tracts, however, serve to give an idea of the manner in

which it works out for the employees:

At the first of each month a dividend certificate in the

form of a cheque is handed each member, showing hitn the

actual amount of money which he has earned through his

extra efforts, above his weekly drawings, during the prev-

ious month. This certificate can only be cashed in person

upon presentation to the Accountant, or he may save his

year's ceirtificates and then cash them, thereby taking ad-

vantage of the current rate of interest accrued.

When a memlber wishes an increase in hi® weekly
drawing, he informs the Accountant theireof, his produc-
tion records being in his favor, he secures the desired

amount.
These funds and their share in the profits derived by

the concerted effort of every member may be used for the

purchase of stock, but in no case can stock be purchased
by outside money brought in by the members. This is one
of tJhe principles of our system which encourages the mem-
bers to become more financially interested, thus improv-
ing their standing as well as their production.

• •

REDUCTION ON STURDY GOODS
Any announcemerut of price reductions in these days

can hardly fail to oome as a shock to retailer.s, so that the
following circular from the Levy Bros. Co., Ltd., will be
read with inore than passing interest.

They say: "The J. F. Sturdy's Sons Co., whom we have
represented in Canada for a number of years, appreciating
the support given their lines by ithe retail jewelry trade
of Canada, have completed arrangements to invest all pay-
inents for their Canadian business, in Canadian securities.

This, of course, relieves us of the necessity of charging
exchange on all goods of their manufacture, and in a
monetary sense under preserut conditions, makes the Sturdy
Company a Canadian factory, as a Canadian Dollar is

worth a hundred cents when buying Sturdy goods, and the
dollar stays in Canada.

"As our prices were figured with the exchange added,
we are equalizing this charge by allowing a discount until

we have our prices reflgured."
« »

24 KARAT CLUB DINNER.
The annual dinner of the Jewelers' Twenty-Four Karat

Club of New York City was held at the Waldorf-Astoria,
Thursday, January 15th. Canada was again represented
by Mr. Stuart H. Lees, of Geo. H. Lees & Co., Ltd., Ham-
ilton.

Covers were set for about 7 00, and tickets were at a
premium. The decorations were probably the most lavish
ever Shown in this famous hostelry. The addresses de-
livered were of a very high order, and Mr. Lees reports
that it was in his opinion in many ways the finest evening
of the many years he has attended.

While in New York, Mr. Lees was the guest of Messrs.
Larter & Sons, for which house Messrs. Lees & Co. are the
sole Canadian agents.

Messrs. Bernet & Company, wholesalers, of Vancouver,
have sold out their stock to Mrs. W. R. Vye, Ltd., of this
city, and are retiring from the jewelry trade in British
Columbia and Alberta. They are transferring the scene
of their activities to New York, where they have an office

at 2S East 8 5th Street, from which they will conduct
operations as far as the Canadian market is concerned.
It is their intention to enter the import and export business
in jewelry lines.

Mr. Ernest Druiff, representing the firm of Messrs. E.
Druiff & Co., of Birmingham, England, is visiting the
United States and Canada for the purpose of purchasing
cut crystal of fine quality. This firm carry on an extensive
business throughout the United Kingdom, and have con-
siderable prestige among the cut glass trade there. Mr.
Druiff is at present pilacing some large orders with Geo.
Phillips & Co., of Montreal, for fine quality cut glass. He
expects to remain in Canada until the end of January.
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THE NEW BAKER SETTING CATALOG—"C )>

T

IS now ready for distribution to manufacturing
jewelers and jewelers' supply houses.

HIS edition of our Catalog of Settings, Ring Blanks and Jewelers' Findings illus-

trates and describes such articles as we either carry in stock or are prepared to make
on short notice.

A copy has been forwarded to all old friends, and one will be cheerfully sent upon re-

quest to those whose acquaintance we have not. yet made.

BAKER&CO..INC
Refiners and Workers of Platinum Gold and Silver ^

;30 Church St.New York
54 Austin St. ^.,,, , ., „
NEWARK. N. J.

-^
Wabash Ave. Chicaffa

WATCHMAKERS AND REPAIRERS
EFFICIENT AND CAPABLE WORKMEN.
QUICK SERVICE AND SATISFACTION.

George D. Neima & Company
Clayden Bldg. - TRENTON, N.S.

WE IMPORT
WATCHMAKERS' TOOLS AND MATERIALS

JEWELLERS FINDINGS
IMITATION AND REAL STONES

Headquarters for Waltham Material for
Maritime Province*

ARTHUR W. THOMAS
188 ARGYLE STREET, HALIFAX, N.S.

BEADS
ALL COLORS

We send approbation

packages upon
request.

Borrelli & Vitelli

36 Toronto St., TORONTO

FRENCH IVORY BRUSHES
Are Made in Canada

The present high rate of exchange is deep-
ening the appreciation of Trade and Public
for superior goods manufactured in Canada.
The largest jewelers in Canada are selling

Keystone French Ivory to their high-class
clientele in preference to all other brands.

Why? Because of its beauty and utility

—

because every piece is guaranteed. All Key-
stone brushes are formed from solid blocks,
brilliant in finish, unbreakable, and proof
against discoloration.

Keystone Ivory Brushes are famous for
their stiff, glossy, white, Russian bristles,
varying in length so as to penetrate to the
scalp.

At the present rate of booking, the supply
of Ivory is apt to fall far short of the de-
mand. Orders received now will assuredly be
filled.

STEVENS, HEPNER CO.
Limited

PORT ELGIN, ONTARIO
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Unbreanable Crystal Inserter

NO CHARGE
We will send this indispensable

machine and complete outfit

Prepaid subject to your approval.

Drop us a line at our expense.

SOLE DISTRIBUTORS FOR CANADA.

Swift-Copeland Building, 489 St. Paul St. W., Montreal
Demcnstrations cheerfully given at Toronto Jewellers Supply Co.,

309 I-umsden Building. Toronto.

Western Representatives: Eaves Bros., 128 Bleury St., Montreal

SUREFIT
Means a perfect Watch Strap for both Ladies and Men, which can be worn with the greatest comfort

and assurance that you are not going to lose your Watch. It is easily attached, requires no adjustment,

and is always ready for use, as it does not become flabby by stretching.

MEN'S
STRAP (TfflM/Mr'^'fflniii

Bracelet Expanded.

Both the Ladies' and Men's Straps* are made in 1 4 Kt. gold, 1 Kt. gold, 1 / 1 rolled gold plate,

sterling silver and American silver, having in all quahties an expansion of 1 ^ inches.

The catches on the Men's Strap are made in 5/16, 7/16 and 5/8 inch, which fit all size watch lugs.

Non> is the time to slock this item.

P.\TENTED ^wwwmimmmmmmwmMm
Closed.

LADIES'
STRAP

^mmmimmmmmimmmmmmxmiim^
Showing Watch Hooks and Bracelet Expanded.

This item is not a novelty, but an article which will last and be worn as long as the Wrist Watch is in

style, and it has come to stay.

Sold through the Wholesale Watch and Jewelry Trade.

BLISS BROS. COMPANY,
'The House with Something New All the Time'

Attleboro, Mass.
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Removal Notice

Z. AUERBACH & CO.
Canada's Oldest Established

Wholesale Jewelers

beg to advise the trade that they

have removed their showrooms to

more commodious premises, Suite

103, Ground Floor, Transporta-

tion Building, 1 20 St. James St.,

Montreal.

J. G. COFFEY
Wholesale Manufacturins Jeweler

Specializing in fine 119 ST. ALEXANDER STREET
10 and 14 Karat MONTREALGOLD RINGS Phone Up. 6980

We are the only WATCH MATERIAL
HOUSE on the GROUND FLOOR

ALSO
The only Watch Material House soliciting TRADE

WATCH REPAIRS
NOTE

Having the material we can give you

SERVICE
KLEIN & BURROWS

40 Ck)lbome Street, Toronto

Public Clocks
Church Bells
Highly specialized skill is needed to make and

fix satisfactorily big public clocks and bells.

We have been Clockmakers since 1 844 and

Bellfounders since 1877, and our work
stands all over the world.

All our clocks, from small house to largest

Town Hall sizes, are made throughout in

our Croydon workshops, and are, therefore,

guaranteed in every respect.

We cast and fix bells anywhere, in any

weight, specializing in complete peals scienti-

fically tuned and remarkably pure in tone.

Enquiries invited.

Suggestions and estimates supplied.

ffiillett d 3ohmton
jfoun&crg of niane famous bella

(rrop&on
EnglanD

DO YOU NEED CASH?
We pay market prices for Watches, Diamonds and

Jewellry; also buy Jobs regardiess of amount.
COIVIIVIUNICATIONS STRICTLY CONFIDENTIAL.

The Reliable Jewellers and Diamond
MERCHANTS

113 Windsor Street - - - MONTREAL

R. JACOBS & BRO.
DIAMONDS EXCLUSIVELY
Send US your appro, orders. We asaure you of

prompt service and value second to none.

15 Yonge Street Arcade - TORONTO
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JEWELERS' OPPORTUNITY EXCHANGE
THE TRADER
REACHES 90%

OF THE
JEWELERS
IN CANADA.

"Situations Wanted" and "Situations Vacant," 25 words or less, 50c pep
Insertion or 3 Insertions for $1.00. "Business Chances," "Articles for Sale,"
and "Wanted to Buy," 50 words or less, one insertion, $1.00; three Insertions,
$2.00; five insertions, $3.00. Display announcements In black type, $1.50 per
inch per insertion. Send copy by 20th of month. Remit by money order if

possible.

NO
ACCOUNTS
BOOKED FOR
"WANT ADS"
ON THIS PAGE

Business Chances
FOR SALE IMiVlEDiATELY.

On account of sici<ness, Jewelery Store
and Worl< Shop, with tools and material.
Established 8 years; first class customers
secured. Very good opportunity for a

serious man, and a good watchmaker.
For further information apply Box 599,

Trader.

FOR SALE—Jewelery and Optical Busi-
ness in Rood Alberta town, north of

Calgary. Stock and fittings about $l.noO.

Reducing'. Nice repair trade. Good mixed
farming district. Health cause of sale.

Apply Box 603, Trader.

JEWELERY business on Bloor St. West.
Toronto, with oi- without stock; about
two and a half years lease; low rent.

Apply Box 601, Trader.

FOR SALE—Jewelry business in fastest
going town in Sask. population 2.000.

Turn over for 1919, $16,700. It will take
$5,000 to handle. Do not reply unless
you have the cash. H. H. MacArthur,
Melfort.

Business Wanted
BUSINESS WANTED—To buy jewelry
stock in Ontario. State amount stock
and lowest cash price. Geo. W. Wisnom,
Box 316, Trader.

WANT to buy a jewelry store in good
town of not less than 2.000. Must be a
bargain; give full particulars in first

letter. Address A. J. Quinlan, Dunn-
ville, Ontario, Canada.

WANTED—To buy a jewelry busiinesis

within 75 miles of Montreal; large or
small town. Box 584, Trader.

Situations Vacant
WANTED—^Manager of Watch Repair
Counter. The taking in and giving out
of watch repair work—state experience.
Henry Birks & Sons, Montreal.

WANTED—Watchmaker, must be cap-
able of repairing railway watches. Applv
Robert McDonald. 413 Hastings St.
West, Vancouver, B.C.
WANTED—Jeweler one who can do or-
dinary jewelery repairs. Apply stating
salary and experience. Hicks and Pentz,
Regina, Sask.

WATCHMAKER WANTED—"^SO.OO per
week, plus 2% on sales and 40% on work
over $50.00 per week. Competent man
can make $50.00 weekly. A. C. Skinner,
Sherbrooke, Que.

WANTED ENGRAVER
to go to Halifax

Must be able to do plain engraving,

monograms, and initials. State experi-

ence and salary expected in first letter.

Transportation paid. Apply Box 598,

Trader.

WANTED—Good watchmaker, one who
can engrave preferred, good wages and
steady position to right man. A. H.
Tobey, jeweler, Sudbury.

WANTED—Watchmaker, one who can
handle clock repairing. Can also have
good front store experience. Apply
Jackson's Limited, St. Thomas, Ontario.

WATCHMAKER WANTED—We have a

splendid opening for a capable watch-
maker and Jeweler, one who can sell

goods when necessary, and has some
good managing ability, must not be

afraid of work. This position is per-

manent, and salary is considerably more
than paid the average watchmaker,
salary and commission basis or straight

salary whichever desired. Please give

full particulars, copy of references, etc.,

in first instance. Location Northern
Ontario. Applications strictly confiden-

tial. Box 594, The Trader.

WANTED—First-class watchmaker and
engraver. Permanent position to the
right man. State references and full

particulars in first letter. S. W. Chad-
wick, Box 96, Simcoe. Ont.

WANTED—First-class watchmaker, state
salary and experience, none but a first-
class man wanted, give references.
E. P. Battley, 154 Front St., Sarnia, Ont.

Positions Wanted
DIE SINKER, first class jeweler, capable
of doing own press toolmaking when
necessary, thoroughly understanding the
cheapest and most economical way of
producing all kinds of jewelery, and
kindred lines, is open for engagement;
where ability and hard work is ap-
preciated. Would consider taking fin-
ancial interest in small progressive firm.
Apply Box 602, Trader.

HAVE YOU A WATCHMAKER?
We would like to correspond with a

Jeweler with a view of taking care of his
watch repairs.
A return parcel assured every week.
If you are within reasonable distance

from Toronto we would give you a per-
sonal interview. 25 years experience.

Box 604, Trader.

Articles Wanted
WANTED—Model F. or later, second-
hand Geneva Retinoscope and Ophthal-
moscope in good condition. D. I. Gue,
Optometrist. Medicine Hat, Alta.

WANTED—One or two Jeweler's Wall
Cases, must be in good condition. Give
general description, including dimen-
sions, and best cash price. W. G.
Singer. Jeweler, Guelph , Ontario.

Articles for Sale

FOR SALE—Watchmaker's Bench, 12
drawers, slide and 144 material bottles.
new. Latest rivet slide rest. Paramount
staking tool. Box 600, Trader.

1 large Jeweler's Safe, Taylor make, in-
side dimensions 33" x 50" x 18". 23 feet
Jeweler's Wall Case, plate glass lifting
doors. 1 all glass silent salesman, 5 ft.

long: 1 plate glass mirror 33" x 60"; 1

Optical Test case; 1 Watch Glass Cab-
inet. 10 drawers; all in first class con-
dition; located in Ontario. ?''or particu-
lars apply to Box 605, Trader.

FORE SALE—Twenty-five Oak Finish,
Velvet Lined Show Case Trays at 75c
each. One complete Optical Test Case,
compact in leather grip 7" x 12", in first

class order, $75.00. One Loring Opthal-
moscope, new, in leather case, $10.00.
Apply Box 606, Trader.

FOR SALE—Watchmaker's Bench 40x40
x20, 13 drawers, cupboard and apron.
in good order, $15.00 on rail. Xixon,
Didsbury. Alta.

Phone Factory, Show Rooms and Offices

SACKVILLE 2179 HALIFAX, N.S.

39 Duke Street, Opp. City Hall.

Canada

P.O. BOX 9

H. R. BERGMANN &, CO., LIMITED
WHOLESALE AND MANUFACTURING JEWELERS

Weddlns Rtim
Diamond Rlnn
Br*c«lei Watcba
Waltham Wttcbe*

Tarannes Watcbe*
Jewelry of all description

—

Gold, Gold-Filled and Silver

Chime, StrlklDK and Alarm Clocks

Sllrer Plated Flat Ware and Cut Glass

Watcb Cases. American Watch Case Cei

Importers of

WATCHMAKERS' AND JEWELERS' SUPPLIES

Engravers, Gold and Sliver Platers to the Trade.

EVERYTHING FOR THE JEWELER

Jewelrr Boxes

Clock Material

Watcb Material

Window Fixtures

Tools and Machlnerr

Precious and Seml-Preclous Stones

Electric Power and Polishing Motors

and General Supplies of all ktndf for

Witohmakere. Jewelers and Klndrsd TradSi
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W. CASPER, Limited
IMPORTER OF PRECIOUS STONES

Pearls and Half PearU
Appro. Parcel* tent on Request

1 10 Church St. '''"'24%3 •'" TORONTO

A. TAYLOR
Thirty years' experience in trade watch repairing.
Ali Icinds of high-grade watches repaired.

Specialists on chronometers and repeaters.

Trial order will demonstrate.
93 PALMERSTON AVE.

Coll. 2330 TORONTO

TRADE WATCH REPAIRING
All kinds of high class watch repairing handled.

Efficient and capable workmen.
Service and Satisfaction.

BARTLETT & WAKEFORD
45 Richmond St. E. - - - Toronto

Phone IVTain 3470.

BLACK CAT MASCOT PINS
Wear this pussy you will find
Fortune will be always kind,
For as sure as she Is black,
You good luck will never lack.

Sterling Silver, $3.25 doz.; $36.00 gross.

THE TORONTO TROPHY CRAFT CO.,
1711-12 Royal Bank BIdg., Toronto.

WHEEL CUTTING
for

Watches and Clocks

STAFF TURNING
Trade Watch Repairing

E. CHARBONNEAU
04 St. James St., MONTREAL Phone M. 7452

Wi Jewelers^ Saws
Made In U. S. A.

" Equal to the best ever imported"

Size 8 6/0 4/0 2/01246
Price $3.50. $2.90. $2.50. $2.50. $2.50 $2.50. $2.40. $2.40 gross NET

We guarantee quality and will replace any If found
unsatisfactory.

JEWELERS' TOOLS AND SUPPLIES

WORTHINGTON & RAYMOND, INC.
7 1-73 MURRAY ST.

NEW YORK

Clock and Watch

Dials Renewed and Re-Figured
Any Style

GENERAL ART WORK
Acme Drafting & Art Company

315 Bank of Nova Scotia BIdg., Vancouver, T.C.

HOWARD ANTHONY
Specialist in trade watch repairing. Our facilities

enable us to handle your repairs quickly and with
assured accuracy. A trial order will demonstrate.

2 I 5 Hamilton Trust Building

57 Queen St. West - Toronto

Phone Uptown 6640. 511 St. Catherine St. W«it.

C. H. A. GRANT
Manufacturers' Agent

615 DRUMMOND BLDG., MONTREAL.
SpecJaltles: Bracelet Watches, Military and others.

Tavannes Watches, Diamonds.

IVORINE MINIATURES
Copied from Photog-aphs Delicately Hand Colored.
Quick Delivery, Permanency and Satisfaction Assured.

Suitable for Lockets, Brooches, Pendants.
Our Own Exclusive Process.

MINIATURE & MEDALLION CO. Reg'd
128 St. Peter Street, Montreal, Que.

PRESTON, ONTARIO
is the address of

Canadian Horological Institute, Limited

which was founded at Toronto in 1890
by H. R. Playtner.

Wm. Campbell Engraver
Letter and Ornamental work to the trade

Quotations on application

Room 323 Lister BIdg.,

(King William & James Sts.) Hamilton, Ont.

Larsfe Profits Guaranteed

AUCTION & SPECIAL SALE
Put your business on a cash basis
The world's greatest newspaper in an editorial
says,—
"It is a fair presumption that we are headed
for economic depression. There is one way
to avoid it—we must put money away." If

merchants fail to get on a cash basis, they
ignore the disasters of the past. Write

G W. WISNOM
Box 316, c/o "Trader & Canadian Jeweler"

TORONTO, ONT.
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BRONZE
MEMORIAL TABLETS

AND
HONOUR ROLLS

Cast Bronze Panels, Bronze
Architectural Work, Statu-

ary, Name Plates and all

forms of commercial castings

made of the finest quality

of bronze and workmanship.
Our skilled craftsmen have
had years of training in this

special work.

SLflflics and prices gladly
submitted.

"ni^ni

H<vvl»vw»v«t>\\<TO^rMe3g*tgs^qi:vqinv'qj; ^

Canadian Wm. A. Rogers, Ltd.

Bronze Foundry Department

560-570 King St. West, - Toronto

^^g^^o^ir;?
i^^

GOLDSMITH BROS
Smelting and Refining Co.

Limited

SWEEP SMELTERS
Refiners of

Gold, Silver and Platinum

Accurate returns made on Scrap

same day shipment is received

CANADIAN PLANT

24 ADELAIDE W. - TORONTO

Wickett & Smith Co.

Gold Refiners

Sweeps Smelters

OLD GOLD, SILVER and
PLATINUM Bought

71 Lombard Street, Toronto

Kennedy & Williams
SUCCESSORS TO

W. R. Campbell Co.

ReaMtired

P.O. Box 223

Wholesale and
Manufacturing^ Jewelers

WINNIPEG

iiiiiiiiiMiiiiiiiiiiitiiiiMiiniriiiiiiiiiiiniiiiiiiiiiiiniMiiiniliiiiiiiiiiiiiiiiiiiiiiiiiiiMiiniiiiiiiiiiiiiiiiNiiiiiMi

V ery 1 ough T ace watch glasses are correctly

gauged, easy fitted with less breakage. Don't allow

other makes to be mixed with your stock of V.T.F.

glasses and you will save time and breakages in

filling.

V. T. F. Watch Glass Co. of Canada, Halifax, N. S.
Wholesale Distributor*

H. R. BERGMANN, COMPANY, LIMITED HALIFAX, N. S.
I!
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CUFF LINK PARTS

876 875 874

2615 280

1240
2743

2736 2735 2741

BLANKS MADE IN DIFFERENT THICKNESSES
WHEN ORDERING, STATE THICKNESS

IN DECIMAL INCHES

HERPERS BROS.. Newark. N. J.
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Stock this Silverware
For 1920 Sales

lamcstowv

LAST year— 1919—was a good one for us. In

all Standard Silver lines sales jumped in leaps

and bounds. 1920 will be another banner year.

For, with every day that comes, new dealers discover

that

Holmes & Edwards
"Silver Inlaid" and "Super Plate"

Flatware

and our other trade-marked products are the lines that

sell—the lines that provide the greatest margin of profit,

the lines that give complete satisfaction to customers.

Get in touch with us for your requirements. It will be

to your interest to handle this silverware for 1920.

The Standard Silver Company
of Toronto, Limited

1 Madison Ave. North - Toronto

Holmes & Edwards Silver Inlaid and Super-Plate

Protected

Where the Wear Comes
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"And Still the Wonder Grew"

YOU may remember that, m other years, we

ourselves have been forced to express our wonder

at the growth of our refinmg busmess.

Started a httle over 30 years smce m a small way, and

at a mmimum expense, the patronage has steadily grown,

without any expense on our part except these advertise-

ments.

During the last few years the increase in purchases has

been marvelous. 1916 was a very big year. 1917 was

bigger. 1918 showed an increase of over 50' o; and the

books just closed for 1919 show that the Jewelers again

have sent us much more Gold, Silver, Platinum and

Rolled Plate than ever before.

Refiners are judged by "results shown" or "values paid."

Competition has been keener than formerly, yet our

business continues to show such large gains as to prove

that the Canadian Jewelers are satisfied with our estab-

lished house, and to prove the truth of our advertising

when we state that ''we pay the highest possible values."

With your help, we hope to show another increase for

1920. We will do it by continuing the same honest and

prompt returns.

GEO. H. LEES & CO., LTD,
HAMILTON, ONT.

THE OLD ESTABLISHED REFINERS
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WALTHAM WATCHES
Why not Two Pocket Watches Cl

for Each of Your Men Customers \

In these days of shortage of watchmaking help, it is a constant rush to finish

repairing jobs for men who cannot do without their watches. It would save

their time as well as your own to have these customers buy a "reserve"

watch—one that can be used when the other is laid up for repairs. Do not sell

"cheap" watches for this purpose, but have your customers purchase a Waltham
that can always be depended upon.

Preach the doctrine of two Watches for every customer.

Special Thin Model

Waltham
No. H.'iO— FintuiK" <ir Pforless

(!oI(l Filled, open face, joint-

.j_^^ (-(1 l)ack. snap bezel case,
''

. 1 ^^few plain or ensine turned $28.00

I , •" - -.^'Sk. Eiisraved cases $1.30 extra.
'^^ '- ,;,^

>jr^ 1 Special Thin Model K^
Jkkz/^^ m Waltham

W^^'\^A.-
'

[^ -^mX J» Xo. 1420—Empress Rolled Gold !--*:-.-.*A*
"^

ir^ii AU"** ^-^^^m I'lated Case, oi)en face, screw
•"^ ji/f/AxW^^^f ''f'f'^ '"'"f^ bezel, plain ."S^S.SO

S|/jjf Imff'iJ^^^^r I'^n.sjraved rase 60c. extra. .^^_™,.

12 Size Equity Watches
7 jewel, open face, niovenicnt

only $18.90
7 jewel, in open face. Nickel.

No. 1200 20.80
7 jewel, in open face, Empress.

.
^°- 1220 ••••; 2:?.7() fptERLESS"

i jewel, in open face, !• ortune.

I-

jC) ''.^'?^^^ No- 1230 26.10
I t-^ I '^^^^ "Equity" Watches made by Waltham

KY
' /\^3^^ Watch Co.

9 K "^Im 16 Size Peerless Waltham m^. H 1

\> .<-^„-..'^ ?M Watches fff^\0 2'!^

,\p /»( I ill', ^\;T^K Peerless Gold Filled Case, open

7^1'. I
"'^ '^^^m

face, screw back and bezel. lEl?- Q A?l '\
''",

-!l, fy^J '^.^^m plain or engine turned. Ill " "^
...^
—"^^V 0."''1!

'A' Vl^JH^^ ^^ jewels, nickel, complete.... $;58,90 l&A ' ^ l ^S. /< -Ik
17 jewels, nickel, complete.... 16.40 ^Hl\o'- O c^ T '>.

WKY^ ' 1 *
En.s:ravpd cases $1.30 extra, ^B\. ' 7^ T "^ ""^ ^'

Prices Catalog List ^l^^£[;' '
/'/.* ',\ > li^

'

^^The House for Waltham Watches since 1865"

^^GoLDSMITHS\(oMPANYof&{I^^
-\ TORONTO ^

LIMITED
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, THE CANADIAN JEWELER

The Right Way
. To Buy at the

to Buy Right ^^ Right Place

LEES ARE RIGHT IN QUALITY
LEES ARE RIGHT IN DESIGN
LEES ARE RIGHT IN WORKMANSHIP

AND FINISH

LEES ARE RIGHT IN PRICE

Lees goods are right in saleability—no shelf warmers, and

Lees Sales-Helps help sales—profitable, customer-pleasing sales.

Get it from Lees and you get it Right
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THE BEST SELLER
in the Jewelry Line to-day is the

WALDEMAR CHAIN

Our 1920 line of Waldemars has been

much enlarged by the addition of many new

and original designs.

The H.& A. S. Gold-filled Waldemar

line has been warmly commended by all

who have seen it.

We also mal^e a large assortment in all

gold— 141^ and and platinum — also 141^

yellow and white gold combinations.

A few patterns are also made with sliding

bars.

H. & A. Saunders, Limited
The Pioneer Jewellers of Canada

TORONTO - ONT.
G. W. REID & CO.. LTD., TRURO, N.S. are our Agents

for the Maritime Provinces.
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The House of Quality

1883 1920

Makers of High Class

Platinum and Gold Jewelry

SAUNDERS, LORIE & Co.
I^IMITED

TORONTO CANADA
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Start the

Cut-Glass Fad

There's a fascination about cut glass that keeps the

owner continually wishing for more.

Dealers can increase their sales by constantly dis-

playing and pushing cut-glass articles, especially

Clover-Leaf Cut Glass.

Clover-Leaf Cut Glass has a special fascination in

its shimmering beauty and pleasing designs. Clover-

Leaf Cut Glass as a window display will bring cus-

tomers right into your store. And the first purchase

will lead to others.

You have a good selling proposition in the Cut-Glass

trade if your stock includes Clover-Leaf lines.

/C^l/Af/r£D

Albert Street, Toronto

V^<r*».»-rv -
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New and Saleable Designs

Snappy styles dominate our new Spring

line of Brooches, Bar Pins, Lavallieres,

Rings and Stick Pins—just those un-

usual designs that will sell more readily

to the customer who requires something

a little better than the ordinary.

Orders and Deliveries

During the past year we have occasion-

ally been obliged to disappoint a cus-

tomer in the matter of deliveries. This

was due to the volume of business offered

us and the fact that we will not permit

demands for volume to lower the quality

and workmanship of our range.

W. A. MILLIGAN & CO.
LIMITED

137 Jarvis St. - Toronto, Ont.
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J. BOAS DIAMONDS J. BOAS DIAMONDS

CQ

<
o

CQ

<!

S9

o
DQ

CQ

Announcing
We hereby announce that Mr. Jules Boas

has become a partner in the J. Boas diamond ^
business. P>
He will represent this firm from Halifax to

^
Vancouver and will shortly start for an ex-

tensive trip through the West with a most

<J beautiful and complete line of loose dia- q
pq monds. ^

This new venture will enable us to get per- ^
sonally acquainted with those dealers whom
we had not previously the pleasure of meet-

ing.

We wish to thank you for past favors and

can assure you that it is our desire to render

a service which will be to our mutual benefit.

03

O

J. BOAS
Diamond Merchant

§ 710 Lumsdeii Building TORONTO

Our ads 7vill appear on page 6 in each issue.

J. BOAS DIAMONDS J. BOAS DIAMONDS

o

o

CQ
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COULTER'S pj
Series 1—No. 2. ^^ tn

m

AGE
Being a page devoted to a
monthly buying, selling or

display suggestion to the

trade in general.

Why It is Easier
For You to Sell Coulter Cabinets

What every jeweller and salesman should

read to assist him in more and bigger sales

LUMBER
Made from personally selected and choicest material—in quarter-cut oak, mahogany and

black walnut. All woods specially prepared, being thoroughly kiln-dried and seasoned

before being worked into cabinet form. Special care taken in matching all lumber so as

to show the full natural run of grain and figure, which naturally adds to the beauty of

the finished product.

GLUEING
A special talking point about the Coulter Cabinet is that joints and mitres never give.

We buy a special glue, which is a most important factor, and by long and careful in-

vestigation has proved a decided success in pleasing customers.

FINISH
Our long experience in the Silverware Cabinet business has taught us one important part

about the Cabinet, namely, the finish. This is the department, identical with the piano

business, where all that is natural in the wood is brought out, and mechanically photo-

graphed by fillers and stains, shellac and varnish, and then highly polished—equal to the

artistic piano finish. Place the Coulter Cabinet beside all others—compare the finish

—

we leave the rest to you.

TRY US WITH YOUR NEXT ORDER.

The J. Coulter Co. of Toronto, Limited
80-82-84 Chestnut Street—Next the Armouries
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When You Sell a Watch
Do you sell your customer on the case as well as on the

movement?

If not, you are neglecting one approach to his confidence

and good-will.

Explain to him the importance of the case in protecting the

movement, ensuring its accuracy and long life, and saving

repair costs—and persuade him to select a Winged Wheel

Case. His satisfaction will react in your favor.

Winged Wheel Cases give a watch everything needful

for protection, and add grace and beauty of appearance.

Fortune Quality (standard quality gold-filled) meets the

average buyer's requirements as to price. Cashier Quality

is a better grade in gold-filled. These two qualities of

gold-filled cases can be obtained in a wide variety of

styles and designs.

WINGED S^^ ,_3^ WHEEL

The Trade Mark
of Qnalitf

The American Watch Case Co.
of Toronto, Limited

511 King Street West • - - Toronto

iilllllllllllllllllllllllllllUlliMllllllllllillllilillllllllllllllllHIIIillll^
K"^
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Rolex Interchangeable Spare Parts
IN ALL SIZES .*. KEPT IN STOCK:

ROLEX WATCH CO.
8-10 WELLINGTON ST. EAST

TORONTO
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B^ MADE IN CANADA
ZM

H' l4 / F'

Consistent Good Quality is our Pride— You can share in this Satisfactic

Neckletsl

Pendants

Lavallieres

Bar Pins

Rings

Ear-rings

The above rings are in white and green gold combinations. All white gold

used is 18k. It has the appearance of platinum without being platinum plated.

IT WILL NOT TARNISH.

PROFITS ARE OPPORTUNITIES
TRANSLATED INTO ACTION

A splendid example of available profits is shown in our new Ime of 1 4K gold

and sterling silver enamelled cuff links.

AN ESSENTIAL ARTICLE OF JEWELRY
Well-made enamelled cuff links are so serviceable for men and so handy for

women to use that they are an essential article of jewelry for both men and

women.

We make an attractive assortment in 1 4K green gold as well as sterling silver

in simple designs, engine turned and engraved, decorated with delicate shades

of enamel in a beautiful assortment of colors.

Our prices on this line tvill interest you.

This line is manufactured in Canada exclusively) by

The Elliott-Bishop Company, Toronto

Selling Agents

ANTHONY BROTHERS
flibaher

24 Adelaide St. West

',1biflb (3raJ)e Jcwelr?

Toronto, Ont.

RCGISTfREO

TRADC HARK
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ESTABLISHED
1850

HIGHEST MEDALS
AWARDED

FERRERO
(Societe Anonyme)

Geneva, Switzerland

Diamond-Platinum

Watches

will be shown to the Western

trade this month, by

Maurice J. Walsh
of Toronto

Sole Agent for Canada

D. SHAPIRO "^BuTiIng' Montreal
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We Are Informed—
By Mr. Alfred Schwob, who is now in Switzerland, that the

factory producing the Tavannes Watch—and other makes—is

finding it hard to cope with the enormous demand for these watches.

Therefore We Advise

—

that, in order to avoid any disappointing delays in the receipt

of your orders, it would be advisable to place your orders for these

watches as soon as possible, so that they may receive the personal

attention of Mr. Alfred Schwob, who will look after any import

orders received while he is over there.

SCHWOB BROS.
701 McGill Building - MONTREAL

General Agents for the Tavannes Watch Company



14 THE TRADER



THE TRADER 15

C3
CD
CD
ca
CD
CD
CD
CZ2
CH
CD
CD
C3
era
CD.

Made in Sterling Silver, Gold Filled, lOkt. and 14kt. Solid Gold.

MABIE TODD & COMPANY
473 College Street - - - - Toronto

CD
CD
CD
CD
CD
CD
CD
CD
CD
CD
CD
CD
CU
CD
CD
CD
CD
CD
CD
CD

IQDDDOQDQDGmnDDQaQDDaDODnQDQQDaoQQaQDQQnDnnnuuoDDOQQanQDnnnQoaDaaoDDDQODQDaQaDQDnnDDnnDnnnnnnnnnnnnnnnmmnm,
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Tools of Quality ^"^^
''Lb'^non "n.h.^

°^'''''

Combination Set of Balance Tools

:^^^H^^S(ND POISINC C^^^^

No. 25A. Complete Set $3.45

Consists of one screwdriver for balance screws, one combination balance

screwdriver and holder, one balance screw miller with double end cutter for

cutting under the heads of screws.

A useful combination at less than the cost of the tools when purchased

separately.

Sold in Canada by

E. & A. GUNTHER COMPANY, Limited
310 SPADINA AVE. TORONTO

V. T. F.

WATCH GLASSES
IN A CLASS BY THEMSELVES
ORIGINAL AND UNIFORM QUALITY

ABSOLUTELY MAINTAINED
NO INNOVATIONS
IF YOU WANT THEM, YOU CAN GET THEM
TAKE NO EXCUSES
ACCEPT NO SUBSTITUTES

E. & A. GUNTHER CO., LIMITED
SPADINA AVE. TORONTO
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New Haven
Bedroom Clocks

Mahogany

and

Old Ivory

iMAJir

IRA

ISIS

One Day

Time Pieces

These Designs

and

Many Others

Now in Stock

E.&A.GUNTHER CO.
Limited

CANADIAN AGENTS

IVES
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ILLINOIS WATCHES
WE have arranged to get a

good supply of these fine

watches from our Chicago
office (The Norris, Alister Ball

Co.) These fine watches need
no introduction to many of our good

watch dealers, who will be pleased to know
where they can procure a supply of them.

Full descriptions given in our Watch Blue

Book. Revised price lists are being mailed

to all Jewelers. Write us tor prices if you

do not get them; your orders will receive

our prompt attention.

The Canadian Ball Watch Company, Limited

CONFEDERATION LIFE BUILDING, - WINNIPEG, MAN.
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Messrs. RODEN BROS., Limited
TORONTO

BABY PRESENTS
One of the most consistent business getters and
profit makers in our line.

We can give you excellent service. Order to-day.

We can supply in—

BABY SPOONS EDUCATOR KNIVES PAP SETS
FOOD PUSHERS CHILD'S SETS PORRINGERS
BABY FORKS CHILD'S MUGS NAPKIN RINGS

Messrs.

SEE OUR CATALOGUE
Selling Agents

:

TORONTO
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RADIUM

''Time in Sight

Day or Night"

THEIR tick spells dollars and cents for

you. Because their radium-treated

hands and markings spell comfort and

convenience to those who buy them from you.

In boudoir, den, bedroom and sick-room, a

Gilbert Radium is no longer a mere conveni-

ence, but a necessity.

Put them in stock. Display them on your

counters. These Gilberts are built right; they

run right and look right. Above all, though,

their radium dial functions right. And that's

what the people are looking for.

Write promptly for catalog, prices and terms

to

—

Goldsmiths^ Stock Company of Canada
TORONTO, ONTARIO

Get Your Share of

the Benefits From
Wilmort Advertising ^*^

"What Is a Crumb Sweeper?" That's the question M^^^^^^^^^^^^^^^^^^^^^^^^^^^^mili
which will be asked and answered in every advertisement

in our big Spring campaign in "The American Magazine,"

"Woman's Home Companion," "Needlecraft," "Holland's"

and other leading journals of national circulation. These

advertisements will be so interesting and attractive that

the millions of women who see them will want to know
more about this wonderful little home convenience. And
to know the Wilmort is to want it. So this campaign Catalogue List. Each
will be a great business-producer for dealers who stock,

display and push the No. 101 Nickel Plate $6.60
oE M»p« ncc us- PAT oFrict ^ (Bright—plain cover.)

No. 1 03 Copper Plate 7.60

(Brush finish—plain cover.)

CRUMB SWEEPER ^„ ,05_s,,ve, pi.. io.40
** The Year -^Round Utility Gift** (Butler finish—plain cover.)

Exclusive distributors to the jewelry trade.

^^ GoLDSMITHSlfoMPANY'/GANADA
•* ' LiIMITEI}

TORONTO
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This is the Full Page Ad appearing in Thirty-One National Magazines. It will convince millions of

men of their need of Kum-a-Part Kuff Buttons this Spring and early Summer.

Kum-a-Parts cost from $8.00 Dozen List to $8.50 Pair List. Resell from 50c Pair Net to $7.50

Pair Net. Look to your stocks. Don't be caug'it with an insufficient supply, as were many dealers

last Spring. Order direct from

The Goldsmiths' Stock Co. of Canada Limhed
TORONTO
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The Montauk Watch Line

speed Timer—16 Size

For horse and auto racing, timing sports

or industrial work, this Montauk Timer

is well suited.

Made with start, stop and fly-back, with

1 5 second graduations on dial and 30-

minute register.

No. 1 724— Nickelled Case, O.F., 7

Jewels, complete, $18.00, Catalog List.

Montauk Record
Movements

16 Size 15 Jewels Nickelled

Fits all 16 size cases; solid block con-

struction (no pillars) ; bird's-eye dama-
skeened finish; cut expansion balance;

Breguet spring; bright ruby plate jewels

in gilt screw settings; patent regulator,

screw style; steel escape wheel. Three

adjustments, carefully timed at factory.

A serviceable and reliable movement, O.F. only $15.50

Complete in Cashier, S. B. & B., Plam or E. T 27.20

Fortune " " " 24.30

Empress " " " 20.60

Engraved Cases Extra. Prices are Catalog List.

hGoLDSMITHSi (oMPANT't GaNXDA
G ^ TORONTO Limited.
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ef- K^

'HEIRLOOM' PLATE

Your customers are attracted to 'Heirloom' Plate by its

atmosphere of elegance, its charm of design and superior

craftsmanship.

When you sell your customers 'Heirloom' Plate, you have

the assurance that you are giving them satisfaction and worth

far beyond the price asked.

The special appeal connected with the name 'Heirloom' and

the pleasing character of the patterns make 'Heirloom' Plate

a satisfactory and profitable line of silverware for you to sell.

^^B^n ^*^S^9
570 King Street West, Toronto

** Made in Canada **

3r

>

L̂

'6

«1
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A Ring Buying Opportunity

for Every

Jewelry Merchant

OUR travellers are on the road showing new styles of

rings, artistically designed and beautiful in finish;

prices very considerate.

Buying will concentrate on an up-to-date line of quick sellers.

You will find Sweet's Rings more satisfactory than you

anticipate.

We manufacture solid gold rings exclusively. By devoting

our best efforts to this one line, we guarantee best of work-

manship.

All orders received will have our most careful attention,

insuring prompt deliveries.

Write for illustrated booklet of the following:

—

Diamond, Onyx, Cameos, Pearl, Onyx

Pearl and Diamond Combinations

Emblem and Signet Rings, in 10 and 14k. gold

John Sweet & Co., Limited
Canada's Most Progressive Ring Manufacturers

92 King St. West - HAMILTON, ONT.

Western Representative Ontario Representative Eastern Representative

GEORGE SPARE DAVE VERTLIEB E. V. CLARKE
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WALTHAM
Announces slight advances in prices of Complete

Watches. Pending the printing of our new list,

please change our last issue (December 1st, 1919)

as follows:

—

Page 7— Page 8—
Colonial

' A" Watches,

No. 254 ?;350.00
Colonial Series

256 240.00 No. 108 $275.00

262 . 335.00

225.00

110 14000
264 112 120.00

•a Watches.

$ 90.00

95.00

110.00

Discontinued

114 100 00
116 90 00Page 9—
117 265 00Ope
118 130.00

No. 740
120 110 00

750
122 85.00

730
124 80 OO

760
223 80.00

225 60 00
Page 10— 227 55.00

3-Osize W 'rist W'atches.

. .$40.00

231 8000

No. 3015-3065 .... 233 60.00
'if

3010-3061 . . 33.00
-

235 55.00

Page 13—
6-Osize Wrist Watche.^. Page 12^

Xo. 5415-5465 D E. $65 00

No

10 Ligne Wrist Watches

94-95 D E $85 00

5215-5265 D E . . 60.00

48 005015-5065 D E
5410-5461 D E . . 57.00

. . 52.00

84-85 D E 68 00
5210-5261 D E 94-95 F 82.00

5010-5061 D E . . 40.00

62 00

84-85 F 65.00

Q4-95 G 82.00

84-85 G 65.00

5415-5465 F . .

.

5015-5065 F ..
. 45.00

5415-5465 G ..
. . 62.00 95 H 87.00

5015-5065 G .. . 45.00 95 I 90.00
5465 I ^ 85 I 73.00
5065 I !

5465 K D iscontinued
95 J 87.00

95 K 90.00
5065 K ) 85 K 73.00

WALTHAM WATCH COMPANY, LIMITED
MONTREAL

Makers and Distributors of

Waltham Products in Canada

Factories: Montreal, Canada Waltham, Mass.
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It
[
has taken 35 years

of hard work to develop
the organization making
National Cash Registers
CTARTING with two employees in one little room. The

National Cash Register Company now has a making

organization of over 7,000 people working in 2 1 big buildings.

It has taken 35 years to develop this tremendous organization.

Many obstacles had to be overcome in those years. Money,

time, and energy were thrown into the enterprise by large-

visioned men, who believed that cash registers were a necessity

in stores of all kinds.

Slowly but surely the business grew. Building after building

sprung up to house the expanding organization.

The National Cash Register factory of to-day is the result. It

is built on a foundation of faith in the cash register as a business

necessity. It is dedicated to the making of a labor-saving

machine that helps merchants, clerks and customers.

The National Cash Register Company of Canada, Limited

Factory: Toronto, Ontario

Branch Offices:

Calgary "... 7 1 4 Second Street W.
Edmonton 5 McLeod BIdg.

Halifax 63 Granville St.

Hamilton 14 Main Street E.

London 350 Dundas Street

Montreal I 22 St. Catherine Street W.
Ottawa 305 Bank Street

Quebec 1 33 St. Paul Street

Regina I 820 Cornwall Street

Saskatoon 265 Third Avenue S.

St. John 50 St. Germain Street

Toronto 40 Adelaide Street

Vancouver 524 Pender Street W.
Winnipeg 213 McDermot Avenue
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The Efficient and Up-to-date Machine Room in Roy's Gold Jewelry Factory

Diamonds and Gold Jewelry

Pleasant working conditions in our efficient, perfectly

lighted and well laid out shop insure for the trade high-

quality workmanship and quick-selling goods.

Roy's Guarantee of First Quality in design, workmanship,

and finish, is always included in every price quoted; and

twenty years of service, with its accumulated good will,

back that guarantee.

Your requisition for Roy's Guaranteed Diamonds and Gold

Jewelry may be extremely profitable.

The designs, workmanship and prices of Roy goods, the

attractiveness and beauty of each article, assure for you

quick sales, pleased customers, and repeat business.

Careful attention given

to approbation requests

Roy Company Limited
Roy Building, 21-23 River St.

TORONTO
ROSS ARCHER,

Western Representative.
P. BROADHURST,

Toronto Representative.
NELSON REYNOLDS,

Eastern Representative.
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GUARANTEE
We will replace with-

out question, any link

or links which have

been broken, bent or

damaged through rea-

sonable cduse.

DESIGNS OF QUALITY

Our one thought has been to combine fine quahty with selhng value.

Every care has been used to make these designs so distinctive and so attrac-

tive that buying decision shall follow their showing.

We have many new pieces in white gold and platinum mounted or ready

to be mounted with your diamonds. i

A Practical Bracelet for Practical Women.

Sold by American Watch Case Co., Waliham

Watch Co. and all leading jobbers.

The Goldstein IJewelry Mfg. Co., Limited

Manufacturers of High-Class Platinum and Cold Jer»elry

180 John Street - Toronto
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THE CANADIAN OEWELER

Official Ordan of tlie Canadian. cTew^elry Trade

Vol. XLI. Toronto, Canada, April, 1920 No. 4

Nothing in it for You, But

—

A DICTUM credited to the late Theodore Roosevelt

comes with especial force to the members of the

jewelry trade of Canada at the present time. It

is this:

"Every man owes some of his time to the up1)uilding

of the profession to which he belongs."

An appreciation of the trnth of this statement by the

jewelers of Canada years ago would have obviated a great

deal of the work now imposed on the Canadian National

Jewelers' Association. Had the organization movement,
now under way, been promoted a decade ago, there would
not now be the necessity for legislating and' agitating for

the removal of abuses that are everywhere admitted to be

without excuse or justification. Enough has already been
accomplished in the direction of reform to give an assur-

ance that the education of the whole trade is only a matter
of a few years.

But what might have been is of no importance in com-
parison with what may be accomplished in the future, if

a sufficiently large proportion of the trade will awake to

the truth of the statement by ex-President Roosevelt.

Organization is the duty of the hour, and if it could only

be driven home to each individual jeweler that it is upon
him that the future of the trade depends, the work of

linking up the entire country would be easy.

The exitent to which the trade needs awakening may be

illustrated by the experience of the secretary of a district

organization. He sent out forty-eight letters, inviting all

the retail jewelers in the district to a complimentary din-

ner. He enclosed a stamped and addressed postal card for

replies, and the result was that he had four acceptances
and four regrets, while forty out of forty-eight retail

jewelers did not even take the trouble to make an ac-

knowledgment of the courtesy.

Where such a condition exists, the need for missionary
effort is obvious, and there is a responsibility resting on
each progressive member of the trade to see that the other
men in his territory are brought to a realization of the

opportunity that is offered under present conditions. It

should not be left to the officers of the district to get in the

backward members; there should be a spirit of service

that will spread all through the trade till the last man is

reached.

There is a sentiment pervading the jewelers of Canada
to-day that was entirely absent only a few years ago. No
matter where one goes, the effort of the organization work
already done is easily recognizable. A better feeling exists

between the three branches, retail, wholesale and manu-
facturing, and the appreciation of the fact that their inter-

ests are identical comes with a degree of surprise to some
people. For so many years the idea of antagonism has

been carefully nurtured that a great many have come to

look upon it as a natural condition. The work of the

National Association has removed that false impression

to a large extent, and every day the conviction is being

more strongly impressed on the trade that the promoters

of that organization built much better than they knew.

It has proven a vital force in dealing with problems affect-

ing every section, and its influence is now radiating in

every direction from the Atlantic to the Pacific.

The success of the national organization has been very

gratifying, but it has not been unattended with disappoint-

ments. So long as human nature remains as it has been

since the creation, so long no doubt will prevail the state

of mind that leads a man to agree to a certain line of

conduct and' to take an opposite course as soon as the

occasion arises. But while such instances have occurred

in the jewelry trade, they have not been frequent, and they

will be less frequent as time goes on. The doctrine of the

square deal is being followed more consistently and is

obtaining wider recognition every day. Great reforma-

tions cannot be accomplished over night, but an influence

for good will permeate an entire trade and bring about a

revolution in manners and methods if it be steadily sup-

])orted and encouraged'. But it must have the endorsement

and active sympathy of the great majority, otherwise it is

bound to lose force and ultimately become stagnant.

The position of too many jewelers is illustrated by that

taken by one large retailer who was asked if he would

attend the Montreal convention. "No," he replied, "there

is nothing in that sort of thing for me." ''Now, I just

want to tell you," said his questioner, "you have got things

entirely wrong. It is not what is in it for you that you

should consider, but what you might be able to put into it

for others. It might be only your presence, or your advice,

or perhaps only the example you might set by attending,

but you owe a duty to the trade to be present, if only as a

recognition 5f what the officers of the association have

done for you."'

The retailer did not attend the convention, but his

questioner had the right idea, and a hundred more like tSm

would do a wonderful work in a very short time. If the

benefits could only be brought home to each individual

jeweler, it would not be difficult to enroll the entire trade,

but the work must be taken up personally with each man
and much co-operation is necessary.

The great majority of the trade have already realized

some of the advantages gained by the association, and it

will be benefited throughout within a very few years. But

the great idea back of all the organization movement is the

elevation of trade standards and the compelling of public

{Continued on page 72.)
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U.S. Manufacturers Stand Firm
A clear pronouncement of the reasons for the refusal

of American jewelry manufacturers to yield to the de-

mands of the striking workers is contained in a letter from
the Jewelry Crafts Association to the Governor's Labor
Board of New York State, which body recently attempted

to obtain concessions from the manufacturers. In de-

clining to recede from their stand, the manufacturers,

through the Crafts Association, replied in part as follows:

"May we in the first instance call to your attention that

this Association is composed' of one hundred eighty-one

members engaged in the manufacturing jewelry business

in this city. We wish to call to your attention in addition,

the face that during the entire period of the protracted

strike, only one manufacturer who was a member of the

Association has been expelled for conceding the thirty-

nine-hour week, whereas at least three large concerns who
had either originally given in to this demand of the Union
leaders or who subsequently took back back their mien,

have recently joined us in resisting the demands of the

Union leaders.

"The sole demand of the Union as set forth in a printed

letter served' upon the jewelry' manufacturers of this city,

previous to the strike, a copy of which is annexed hereto,

was for the reduction of the work-week from forty-four

to thirty-nine hours, with no reduction in the weekly wage.

This, then, is the sole issue. That this is the .sole demand
of the Union must be of great interest to your Board,

since, as you state in your letter, the Governor's Labor
Board's 'principal efforts since it has been in existence has

been to maintain production.'

"This Association and its members do emphatically de-

cline to have any dealings whatsoever, directly or in-

directly, with the leaders, organizers, officials or repre-

sentatives of the International Jewelry Workers' Union.

We call to your attention that in approximately one hun-

dred cases, members of this International Jewelry Work-
ers' Union have been convicted in the Criminal Courts of

the State of New York for sundry crimes committed

against employers or employees desiring to continue at

work during the course of this strike. In addition to these

convictions, nrany employees who continued at work were
outrageously assaulted, this warfare on the part of the

L'nion going so far as to result in such physical harm as

the breaking of the right arm of a highly skilled worker.

"We further wish to call to your attention that since

1916, under this self-same leadership, this Union has been

waging incessant war on individual jewelry shops. No
manufacturer knew when he would become the victim of

some outrageous demand. Unreasonable wage advances

were repeatedly asked, regardless of whether a particular

shop was already paying incommensurately high wages,

vulnerability alone determining selection for attack.

Strikes were called continuously, apparently with the sole

purpose of giving the Union a strangle hold on the indus-

try, in order that the leaders might dominate the employ-

ers. The inevitable result was complete demoralization

of the workers and sharp curtailment of production in all

the shops.

"We have some reason to believe that the leaders of

the LInion are now endeavoring to use your Honorable

Board as a means of saving whatever little prestige they

may .still have with the members of the Union. This Asso-

c: ition and its members do not intend to be a party to any

s"ch procedure.

"The workmen formerly engaged' in the plants of the

various members of this Association are at liberty to

return to work, without prejudice for going on strike.

The fact that many workmen in our industry belong to the
Jewelry Workers' Union is ample evidence of the fact
that there has been no endeavor on the part of this Asso-
ciation or its members to establish closed shops ; that is,

shops closed to Union members.
"Furthermore, the leaders of the Union have repeat-

edly, in print and otherwise, flaunted before the eyes of
tii€ workmen and the employers, the threat that the stand-
ard work week in the jewelry trade would soon be thirty
hours and that the present strike for a thirty-nine-honr
week was merely a stepping stone to that end. As manu-
facturers who have cherished some ideals as to honest
dealings, under no circuim'stances would we at any time
deal with men such as those who lead this Union.

"We have not attempted to set forth all the reasons
which undoubtedly prompt the unanimous sentiment of
the members of our Organization, as above .set forth, but
have merely stated to you some of the principal ones which
in our opinion, evidence that the Organization could not
properly have taken any other action than was taken."

»

Swiss Watch Firms Hard Hit
The Swiss watch manufacturers are ])assing through

a critical financial i)eriod. Many well-known firms at

Chaux-de-Fonds have almost closed down. The cause
of the present crisis is the exchange situation which has
dragged down the money of the rest of Europe, leaving
the Swiss franc in splendid isolation at two to three times
the value of French currency for example. The Swiss
untch industry works almost exclusively for export, but
tlieir customers in the rest of Europe are unable to pay
the j)remium necessitated by the unfavorable exchange.
They are undercut in America by local manufacturers
and European competitors, so that they now have prac-

tically no orders on hand. As the present exchange situ-

ation is likely to continue for some time the Swiss manu-
facturers are stud\*ing the possibilities of opening up a

market in the Balkans and the Levant. They are con-

sidering opening a liank to finance the necessar_\^credits.

Platinum Marking Act
An effort is being made to have the following provision

made law in New York State:

".Any person, firm, corporation or association or any
member, officer, employee or agent thereof who makes,

sells or offers to sell or dispose of anv article of merchan-

dise composed wholly or in part of any metal with the

word '"platinum" or any abbreviation, contraction or

colorable imitation of said word "platinum," marked,

stamped oi printed thereon, or on any box, package, cover

or enclosure, or on any tag, card, label, bill, statement,

invoice or paper attached to or used in connection with or

referring to said article, is guilty of a misdemeanor, un-

less 925-1000 of the component parts of the metal of

which said article consists are of either the metal platin-

um or iridium, or both."

New System of Billing Watches
Jewelers will appreciate the new plan adopted by

Waltham jobbers in invoicing complete watches and

movements only at list prices less trade discounts, indi-

cated in the Waltham list dated December 1, 1919, in-

stead of, as heretofore, billing at net. as the new method

has the advantage of at once showing selling prices of

ihe complete watch or movement. The invoice list will

indicate the re-sale price. The discounts insure the

dealer's profit.
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Toronto Jewelry Workers Ask Advances
Committees representing" the manufacturing jewelers

of Toronto and their employees are now conducting nego-

tiations with regard to a series of requests made by the

jewelry Workers' Union early last month. The issue was
raised in the following letter, wliich was sent to each

manufacturer

:

"We find it necessiiry to again request an increase in

real wages. While we received an increase of 20 per cent,
in September, 19111, the cost of living has unduly advanced
so much that our .standard of living has actually decreased
by a considerable amount. We would like to i)oint out,
that as compared witli 1914—the last year of pre-war
prices—we are not now receiving a living wage.

"In 1914 our average wage was approximately $17.00
per week. In January, 1920, the cost of living as gauged
by the Department of Labor, Ottawa figures, has increased
133 per cent. Based on this, our wage would be $39.61
per week. This, however, would be merely the same stand-
ard of living as 1914; and as we ought to participate in all

the improvements of society, our standard should progress
to a higher one.

"We therefore have decided to bring up our standard
in general by securing an increase of $5.00 per week for
all journeymen jewelry workers having served at least five

years at the trade, and $2.50 per vi^eek increase for all

apprentices having served at least two years at the trade,
with a min'mum of $35.00 per week; also a minimum of
$25.00 per week for all women who have served at least
four years at the trade.

"The enclosed setters' price list is appended as part of
our general schedule. We have further decided to abolish

all piece work for jewelers and establish recognition of the
International Jewelry Workers' Union.

"We appreciate the spirit in which you granted the
increase of September 15, 1919, and trust that you will

make these further adjustments, which are necessary in

order to maintain a decent standard, particularly in view
of the depreciation of the purchasing power of our cur-
rency.

"We trust that you will see your way clear to meet this

new schedule, which we wish to have go into effect by the
31st of March, 1920.

"A committee has been appointed to meet any of the
employers or their representatives, should a conference be
desired."

The action of the union came as something of a sur-

prise to the manufacturers, as it was thought that the men
were satisfied with the twenty per cent, increase in wages

that was granted last fall. It was also felt that the re-

quests involved a very serious problem for tlie manufac-

turers and for the trade in general, as the price of jewelry

is believed to have reached a point where retail sales are

beginning to be affected. Any action, therefore, that

would send costs materially higher would be certain to

have a reflex influence that would prove very hurtful to

business. A committee of the employers has presented

this side of the case to the workmen, and negotiations are

still continuing, with a bright prospect of any closing

down being obviated.

Canada's Population
The Census Department has just completed an esti-

mate of the population of Canada, by provinces, for the

year 1919. It is based on the known population increases

as shown by the censuses of 1901 and 1911, and carried

along in the same ratio logarithmatically. While it makes
no pretence of being absolutely correct, comparisons of

estimates with actual figures in the past have shown that

it is appro.ximately so. The estimate shows a total popu-

lation for all Canada of 8,833,102. The estimates for the

different provinces are as follows:

Alberta, 387,903; British Columbia, 718,660; Manitoba,

618,903; New Brunswick, 368.760; Xova Scotia. 518,761:

Ontario, 2.820,909; Prince Edward Island, 93,728; Que-
bec, 2,326,528; Saskatchewan. 754,090; North West Ter-

ritories, 18.481 ; Yukon, 8,512.

Appetite for Silver
China's appetite for silver is well reflected in an article

in the North China "Daily News." This appetite has

wide-reaching effects, as it was recently reported that

large shipments of silver had gone from Cobalt to the

Orient. In an interview Mr. Chang Kung-chuan, Vice-

Governor of the Bank of China, spoke of the hoarding

habit of the Chinese people, and said:

"I doubt very much if the silver market in Ciiina can

be improved in the near future. Since the outbreak of

the European war the exports from China have onlv

amounted to Tls. 200,000,000. Since the failure of the

\wa\\ Shi-kai's monarchical movement, bank notes have

l)een greatly depreciated, and bandits have been rampant

everywhere. In order to insure safety, people are hoard-

ing their silver in the ground. Because so much silver

has been buried, the native trade has (been hampered to a

great extent, .\ccording to reports to liand, the export

trade has been decreased by $100,000,000 annually, while

$300,000,000 w^orth of silver has been stored up by the

people within the last three years. For the last six or

seven vears all the mints in China have produced about

$600.0f)0,000 worth of silver coins.

"But the habit of hoarding silver must be done away
if the native trade is to be improved. The redemption of

the bank notes also depends largely on the abolition of

the silver-hoarding habit of the Chinese people."

»

The Platinum Outlook
There seems to l)e little hope of any marked increase

in the output of platinum in the United States or Canada

over the small output heretofore made, according to a

report just prepared by the United States Geological Sur-

\ev, and as the supplies are below normal and the de-

mand is large it is reasonably certain that the price of

l>latinum metals in this country during 1920 will be at

least as high as it was during the last quarter of 1919.

The platinum market during the ifirst quarter of 19U)

was easier than in 1918, owing to the fact that the gov-

ernmental restriction on the use of platinum had been re-

moved and that the government was disposing of its sur-

plus stocks. The low price of $99 an ounce was reached

in March and was maintained about a month, but the

price gradually stiffened until .\ugust, when tlie govern-

ment stocks were exhausted, and then abruptly rose to

$110 an ounce. Since the middle of August the price

has continued to rise about $5 an ounce a month, the

demand for the metal has been strong, and the supply

has been short.

So far as known there has been little change in the

mining of platinum on this continent. The wide search

made in 1918 for domestic sources of platinum has so

far yielded little results. Columbia may supply more

crude platinum during 1920 than in the past, but its

l)roducing capacity is limited by the methods employed in

washing the gravels from which the metal is obtained.

Practically no supplies can be expected from Russia for

several years. The osmiridium field for Tamania ap-

pears to need only higher prices to stimulate larger pro-

duction, but even with this s^'mulus it can probably pro-

duce not much more than 2,000 ounces a year.—The

"Northwestern Jeweler.'"
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Diamond Supply Limited

At a recent banquet of the South African Institute of

Eng'ineers, Mr. Malan, Minister of Mines, made an im-

portant statement in regard to the diamond mdustry of the

country. In reporting his speech the Cape '"Times" iaid:

A conference of four groups of producers, the Union

Government and representatives from South-West Africa

has unanimously decided that there should be a producers'

contract—by producers Mr. Malan meant the four big

ones—and it was decided what proportion each of these

four should supply to the world's market, viz., DeBeers,

51 per cent.; the Premier Mine, 18 per cent.; Jagersfon-

tein, 10 per cent. ; and the South-West Protectorate, 21

per cent.

It was also decided that the amount of diamonds sup-

plied to the market should be on the basis of the actual

sales in the preceding three months.

The contract is for five years, with a proviso that after

twelve months any of the producers may give twelve

months' notice ; so that in any case the contract is fixed

for two years. That arrangement will give stability to

the market and enable them to regulate the supply and

demand, and the price will be maintained in the best in-

terest of everybody concerned.

The second question that the conference dealt with was
how to dispose of the diamonds. It was unanimously

decided that it was advisable, if possible, to sell the dia-

monds of the four big producers through one channel, and

thus effectively control the market. It was felt that, pro-

vided the London syndicate which had handled diamonds
for a great number of years was prepared to make satis-

factory offers, these should have favorable consideration,

and that otherwise steps should be taken by the producers

to form a co-operative selling company and sell the dia-

monds themselves.

The London syndicate made an offer, and after pro-

longed negotiations an agreement was reached that it

should act as purchasers of diamonds in South 'Africa, and
not merely as agents for the diamond syndicates. In re-

gard to price, the arrangement is that the syndicate will

pay 5 per cent, less than the average price obtained during

the preceding three months, and any profit made on the

actual sale of the diamonds over the former average

price would be divided between the syndicate and the

producers. This meant, therefore, that every three months •

a basic price would be fixed, and 5 per cent, above that

price would go to the syndicate, and after that the pro-

fits were to be equally divided between the producers

and the syndicate.

With regard to the sales contract, that is for five years,

with a proviso that either party can give notice at the

end of the first year and would then give twelve months'

notice. That contract, said Mr. Malan, has the unani-

mous approval of all producers, and they have expressed

the opinion that it is the best contract they have ever been
able to make.

Regarding the recent diamond deal in the South-
^Vest Protectoirate, Mr. Malan said that toward the end
of October last the government received a letter signed

by Mr. E. Oippenheimer, on behalf of the Anglo-American
Co., stating that an amalgamation had been arranged be-

.tween nine German companies engaged in diamond min-
ing. Secondly, it was stated that it was proposed to reg-

ister the company under the name of the Consolidated

Diamond Mines of South-West Alfrica Ltd., with head-
quarters at Cape Town. He asked for the government's
consent to such an amalgamation. The reply of the gov-

ernment was to the effect that it felt the companies should

be controlled by a companv with headquarters within the

Union under our own parliament.

Twin City Jewelers Meet
The annual banquet and get-together of the Twin

Cities Jewelers' Association was held at the Avenue
Hotel, Fort William, on Wednesday, March 24th. The
feeling of good-fellowship prevailing throughout the craft

was evidenced in the fact that some twenty-five employers

and employees sat down together to the splendid dinner.

The evening was a complete success from every stand-

point, and the members departed more than ever con-

vinced not only of the benefits gained in the past but of

tht more pleasant and profitable relations in the trade

which the future held in store. The Twin Cities organiza-

tion has the distinction of being one of the first district

associations in Canada, having been formed! immediately

foiliowing the Western Ontario Retail Jewelers' Associa-

tion which was given birth in London two years ago. Two
of the oldest jewelers in Canada are also included in the

ranks of the Twin Cities retailers, Mr. E. Taillon, who has

been in the Ijusincss for over sixty years, and Mr. W. P.

Cooke, who has spent fifty years correcting the ills of

English levers, Swiss cylinders, ships' chronometers and

23-jeweled railroad watches.

A splendid programme was arranged and many inter-

esting addresses were given by the chairman and others.

Replying to the toast to the National Association, Mr.

A. E. Belyea of E. & A. Gunther described' in detail the

valuable and interesting work which the national organ-

ization was accomplishing. He emphasized the need of

the co-operation of every member of the local association

in order that all might the better reap the benefit of what

the ex.J.A. was doing. If the local members would get

together more frequently, develop a greater degree of

confidence in one another, and read The Trader to see

what other sections of the trade were doing, they would

be well repaid for the efifort.

Mr. R. G. How, of Saunders Lorie & Co., was also

present, and gave an interesting description of the enter-

tainment provided by the jewelers of Montreal for their

guests during the C.N.J.A. convention in that city during

February.

Replying to the toast to the local association, Mr. R.

Strachan, better known in the trade "Bob," told of the

direct benefit he and his watchmakers had derived from

the new watch repair price list. This list, he said, had

made it possible to pay a highly skilled mechanic a living

wage and at the same time show a profit in the repair

department. He was certain that this one item of the

association's work had repaid the jewelers many times

what it had cost them to be members.

Mr. Strachan made the suggestion that they should

all get together for a whole day's outing in the summer.

This was afterwards decided on, and the third Wednesday
in July was selected as the date, all members to close their

shops for the entire day.

Replying to the toast to the craft, Mr. J. H. McCartney

gave a very interesting talk on the higher arts of crafts-

manship. Jewelry manufacturing was one of the oldest of

these, he said, and as jewelry itself was a product which

could be handed' down from one generation to the other,

it should be of the highest quality possible. "Sell the

better article," he told his hearers. "Don't be afraid to

suggest the best you have. The better the goods you sell,

the better custoimer you make."
»

Successful jewelers are using embossed or steel-plate-

printed business cards, letterheads, envelopes, announce-

ments, etc., instead of using type-printed stationery of this

variety. Does it pay? It certainly does. High-grade,

engraved stationery is powerful advertising. It always

makes a favorable impression.
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Facts About the New Bankruptcy Act
By Thomas W. Learie.

The Act known as the Bankruptcy lAct was passed at

the last session of the Dominion Parliament, and under
proclamation by the Governor-in-Council becomes opera-
tive July 1st, 1920. Such an Act was passed a few years
following Confederation, but it was repealed in 1880 'be-

cause it was found that its operation was characterized
by excessive costs, excessive red tape and excessive politi-

cal affiliations. Creditors of that day and generation were
the victims not only of default and failure on the part of

unfortunate debtors, but also suffered through the incom-
petent and inefficient administration of an extremely poor-

ly drawn bill.

Since 1880, therefore, insolvencies have been admin-
istered in Canada through the medium of two separate

kmfis ot machinery:

1. The Winding-up Act, which dealt spec-

ially with stock companies, corporations, etc.

2. The Provincial Assignment Acts, or their

equivalent for the ordinary run of commercial
in.'olvencies.

As many of you are no doubt aware, the British North
.\merican Act provides that bankruptcy legislation is the

prerogative of the Dominion Government, and if there

is no such legislation, each province has the right to pro-

vide the means for dealing with insolvency within its own
confines. It was natural, therefore, that with difYerent Acts

in each province, there should be many kinds of legisla-

tion, a multiplicity of decisions and a general lack of

uniformity. If a debtor's business extended into an ad-

joining province, the handling of his estate, should he
become insolvent, was usually tardy and expensive.

ORIGIN OF PRESENT ACT.

The history of the present Bankruptcy Act is brief.

In 1913 in certain of the Bar Associations of Canada
some discussion and agitation took place relative to cor-

recting the existing conditions by the passage of a Do-
minion insolvency law. Simultaneously, the Canadian
Credit Men's Association, which had been formed some
three years before, realized that if such legislation was
to be enacted, it would be inadvisable that it should be

left entirely to the mercies of the legal fraternity, fearing

that it would be drawn largely from their point of view
and possible that it would follow pretty closely the Eng-
lish Act. It was felt that if Canada was to have such

legislation, that it should be developed and drafted by
men acquainted intimately with the commercial and in-

dustrial conditions of the country, and that while in the

main it should followed the best of existing provincial

legislation, it should be suited to meet the widely diver-

sied need of our extensive country. The fundamental

things demanded by credit men and merchants generally

were that it should be a bill that would produce uniform-

ity in insolvencies in Canada, that it should be sound in

the principles of law and equity, that it should be opera-

tive under low costs and that it should be reasonable and
prompt under administration.

Accordingly, Mr. Harry Grundy, of the law firm of

Pitblado, Hoskin & Grundy, of Winnipeg, was entrusted

with the task of drafting-such a bill, and he devoted about

eighteen months to it before it was presented in the

House of Commons by Mr. S. W. Jacobs, K.C., of Mont-
real. It was well received by the House and a special

committee was appointed to study it. Many unimportant

changes were suggested and in 1919 it was introduced as

a Government measure under the leadership of Hon. Hugh
Guthrie, K.C, who was at that time Solicitor-General.

While some others are endeavoring to live in the reflected

glory of the bill, its conception in the present torm was
Mr. Grundy s, and to him should due credit be given.

The bill seeks to do the essential things and to do them
without the establishment of new courts or a new
judiciary. Its sane and reasonable provisions have
secured it general endorsation and commendation from
the business public generally. Perhaps I should here pay

a tribute to the Retail Merchants' Association, who were
deeply interested in the bill and who materially facilitated

its passage through the House.

EIGHT SECTIONS IN BILL.

Naturally, as the bill is a lengthy one, I will only deal

with those phases of it which have a general bearing on

bankruptcy, and in which, in my judgment, you may be

specially interested.

The bill is divided into eight sections, embodying
ninety-eight clauses, with many sub-sections:

1. Bankruptcy and Receiving Orders.

2. Assignments and Compositions.

3. Trustees and Administration of Property.

4. Creditors.

5. Debtors.

6. Courts and Procedures.

7. Supplementary Provisions.

8. Bankruptcy Offences.

Dealing with all of these, there are three fundamental

provisions in which you are especially interested:

1. Compulsory Liquidation.

2. Voluntary Assignment.

3. Discharge for Honorable Debtors.

Heretofore in Canada, except in the Province of Que-
bec, it has been impossible to compel or force a merchant
into assignment. Other and costly means were required

to get possession of his estate for creditors. Now it will

be possible to force bankruptcy without the entailing of

excessive and unreasonable costs. This is most important.

VOLUNTARY ASSIGNMENT.

Under no other law of bankruptcy of which I have
knowledge, is the right and privilege of voluntary assign-

ment retained. The retention of this privilege is a new
departure and was so realized by the legislators.

No law in Canada provided for discharging an honor-

able debtor, and the commercial interests especially felt

that this omission from our laws demanded bankruptcy.

The Act provides that the causes which constitute

bankruptcy, or for a man's making a voluntary assign-

ment, are for a debtor to make an assignment, gives a

fraudulent conveyance or a fradulent preference, ab-

sconds, leaves an execution unsatised, whose goods are

seized and sold by the sheriff, whose statement shows in-

solvency, who attempts to defraud his creditors, or who
makes a bulk sale without conforming with any Bulk

Sales .^ct applicable to any province in which he may be

transacting business. If a debtor commits any of these

offences and any creditor or combination of creditors have

claims for $500 or more, such creditors may make appli-

cation for a receiving order. The Bankruptcy Act does

not apply to any whose debts are under $500, and it is not
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applicable to wage earners getting $1,500 per year or less,

or to farmers.

.MODE OF I'ROCEDURE UNDER ACT.

Having committed an act of bankijpptcy, the creditor

may present a 'bankruptcy petition to tlie court. The Su-
preme Court of Ontario as against the debtor and ask for

an order. Attached to the petition shall be an affidavit

proving knowledge of the facts and proof of the debt. If

satisfied, the court may grant the order and adjudge the

debtor a bankrupt, or dismsis the petition, which may
leave the applicant open to libel action, or grant a stay

of proceedings. Once a petition is presented, it cannot

be withdrawn without special permission from the court.

If the court grants the order, the debtor is adjudged
bankrupt and all his property of which he may then be

possessed, or which may devolve on him by legacy or gift

up until his discharge is placed under the custody and
administration of a trustee for and on behalf of creditors.

You will notice that this covers all his property up until

his discharge. He is legally known as a "bankrupt."

If the debtor himself realizes insolvency and desires

to save his creditors expense and delay, he may make,

without the necessity of a court order, a voluntary assign-

ment, and the Act differentiates between the involuntary

and voluntary action by designating the former a bank-

rupt, and removing that odium in the the case of the lat-

ter, by legally terming him an '"authorized assignor."

Likewise the trustee, to whom the authorized assignment

is made, becomes the custodian of the debtor's property

for the benefit of the creditors, but should any property

devolve upon the authorized assignor between the time of

his assignment and discharge, either by legacy or gift, it

remains the debtor's property, for his sole use and benefit.

In other words, he only assigns property which was in

his possession up to the date of his assignment, whereas

the bankrupt's property is assigned up to the date of his

discharge.

As is the case to-day in liquidation proceedings re-

ceiving orders and authorized assignments will take pre-

cedence over all attachments for debt, except those ac-

tually completed .by payment, subject to the costs of the

first execution creditor.

PROVIDES FOR SCHEMES OF ARRANGEMENT.

In addition to providing for involuntary and voluntary

liquidation, the Act provides machinery for handling com-
positions, extensions or schemes of arrangement. The

debtor, prior to or after entering bankruptcy, may request

an authorized trustee to convene his creditors for the

purpose of offering a settlement or getting an extension.

He must submit a list of his creditors, a statement of his

affairs, and his proposition in writing. If his proposition

is acceptable to two-thirds of the unsecured creditors,

whose debts are proved, and if the court likewise approves,

with certian exceptions, is binding on all creditors. Be-

fore' consenting, the debtor must put up security with the

trustee for an amount not less than fifty cents on the dol-

lar on his provable unsecured debts. The court on grant-

ing a settlement may annul a bankruptcy or unauthorized

assignment. Provision is made for the enforcement of

the provisions of the settlement and for default.

OFFICIALS UNDER ACT.

Trustees are appointed by the Governor-in-Council on

review of applications supported by statement of qualifi-

catons. Such appointed are limited in jurisdictoin to the

territory for which they are licensed in the matter of get-

ting business, but may transact business for creditors

wherever in Canada the debtor has property. Property

must not be removed out of a province without the writ-

ten consent of inspectors. The trustee must put up secur-

ity of $10,000 with a departmental officer at Ottawa, ap-

pointed for the purpose of handling same on behalf of
creditors and for keeping certain records of statistics
called for by the Act, which every trustee in every
estate is compelled to furnish. Additional specific security
must be put up in every estate. The trustee may do any-
thing the debtor could legally do. He can carry on busi-
ness. He can permit the debtor to remain in charge. He
can sell property, accept security for debts, mortgage or
pledge property for loans, compromise debts, insure prop-
erty and collect insurance, sell patented articles, bring, in-

stitute, or defend legal actions, etc., but many of these
tJaings can be done only on the written authority of the
inspectors. His remuneration is limited to five per cent,
of cash receipts, and his solicitors' expenses are limited
to a like amount. These are features of the bill to which
in these days of high costs of living, some exception is

being voiced. My own opinion is that the limitation is

low, as some estates cannot possibly be handled in either

instance for the amount specified. In my judgment, the
matter of fees should have been left with the inspectors
for the creditors. Trustees are compelled to report the

status of any estate on demand and that dividends are
paid periodically and with all possible dispatch.

In the matter of securities, settlements, an prefer-

ences, the Act has many improvements. Under it a se-

cured creditor, having his security direct from the debtor,

is compelled to place a value on it. If not realized on or
surrendered inside of thirty days, he places his value on
it with the trustee and files for any balance against the

estate. The trustee may redeem it on payment of its as-

sessed value and not plus ten per cent, as heretofore. This
is most desirable.

PROVISION FOR PREVENTING FRAITD.

.
In the definition "property" is given a very wide

meaning, and if a debtor becomes bankrupt or insolvent,

and a year before he made a settlement by way of transfer

of property to another, it is void as against the trustee,

and if he becomes bankrupt within five years, i' is void

unless all the parties claiming under the settlement can

prove that the debtor or settler was in a position to pay
all his debts in full at the time of the transfer without in-

volving the property covered by the transfer. The Act
aims to stop debtors transferring property merely for the

purpose of preserving it.

Marriage contracts have been one of the banes of liqui-

dation proceedings in Canada. The Act provides that

any marriage contract or covenant for the future payment
of money or property from a debtor to his wife, or tncc

versa, or to children, or for any future settlement on such

relatives, wherein the debtor at the date of his marriage

had not any interest therein, or any estate, is declared

void against the trustee until all the claims of creditors

have been paid in full. Payments and transfers of prop-

erty to such relatives are subject in some instances to

proof of certain facts, and if the facts are admitted, then

such relatives may rank as creditors.

Assignment of book debts are voided unless registered

where required under provincial law, and unless certain

debts are specifically assigned or an assignment is made

bona Me and for value.

Meetings of creditors are compulsory and the debtor

must attend the first meeting. This is most desirable, as

it has been too long the practice in Canadian liquidation

proceedings that the debtor has absented himself from

such an important gathering. Provision is made for the

appointment of inspectors, and their powers are defined.

As joint stock companies are covered by the Act. trus-

tees are given power to levy against shareholders for un-

paid share capital, and to adjust differences arising there-

from. Wage claims from directors or shareholders of

such companies are deferred until all creditors are paid.
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A wife who works for her husband, or vice versa, cannot

collect any accrued wages until creditors are paid in full,

and no relative, such as father, mother, son, daughter,

brother, sister, uncle or aunt can collect more than three

months" back pay until all creditors are paid in full.

The trustee is required in distributing the assets of the

estate to protect the rent, then his fees and expenses, then

costs of execution creditors, then preferred wages, and
then the creditors ranking secured, preferred and unse-

cured.

STATUS OF LANDLORDS.

Landlords' rights under this Act are very materially

changed and he lias noi the wide privileges that he form-

erly f)i)i)\ecl. In Canada we do not regard the landlord

n\ tne same sacred light as he is regarded under the Eng-
lish law, and the Bankruptcy Act materially changes the

status of the landlord in all the provinces of Canada so

far as bankruptcy is concerned. The landlord may not

distrain once a man has been adjudged a bankrupt. He
is given priority not exceeding the value of the distrain-

able assets and not exceeding three months' rent accrued

prior to the date of the receiving order, or authorized as-

signment. If any additional amount is owing to him, he

ranks as an unsecured creditor. If there is a lease and

it provides for accelerated rent he cannot get more than

three months in advance. The trustee is compelled to

pay the landlord for the period he occupies the premises

after the receiving order or authorized assignment, and

he may elect either to retain or give up the premises or

lease, and he must do this within one month.

DISCHARGE FROM BANKRUPTCY.

There are many other important features of the bill

and it would be advisable for all merchants to become ac-

quainted and to have a better knowledge of bankruptcy,

but the last vital item which we have the time to deal

with is the question of the discharge of the bankrupt or

assignor. The sections covering this phase of the bill

are almost exactly the same as applied in the English Act.

It will not be easy for debtors to secure a discharge, the

legislators believing that this is a great privilege and

benefit and they have provided machinery to safeguard it.

The result will be that hereafter a business man will be

honest and careful in his business dealings and methods,

not only because it is right and proper, but because it will,

in the event of difficulties, pay him. The debtor is com-
pelled to make application for his discharge, but he must

not do this until three months have elapsed from the date

of his bankruptcy or authorized assignment. He must

produce a certificate from the trustee giving the names
and addresses of his creditors. The trustee is compelled

to give creditors fourteen days' notice that the court will

hear the application of the debtor for a discharge and

must furnish to the registrar or court official a report as

to the conduct and affairs of the bankrupt or assignor.

The court has the power to grant or refuse a discharge,

or to suspend discharge, or to make it conditional, but it

is expected that no discharge will be granted until the

creditors have been paid an amount of not less than fifty

cents on the dollar, and the court may order that the dis-

charge be granted conditional upon the fifty cents or any

other .stipulated amount be paid out of future earnings, or

after acquired property, and it may modify the amount to

be paid to the creditors providing the circumstances war-

rant. Simply because the court grants an order does not

release the debtor from any debt which may be owing to

the Crown or for any debt arising through a break of

statute, unless such is consented to by the court specifi-

cally. It does not free him from a debt incurred by fraud-

ulent means or from certain other illegal actions, nor from

anv debt owing for the necessaries of life, the court

having in all cases the right to order payment as it deems
expedient.

OFFENCES AGAINST ACT.

\ow, I have told you much about the general features
of the Bankruptcy Act, but there are certain things that
once a man has been adjudged a bankrupt or makes an
authorized assignment which it is well for him to avoid.
These are what are known as Bankruptcy Offences, and
for any bankruptcy offence which is proved the offender
is liable to a fine not exceeding $1,000, or a term in jail

not exceeding two years, or to both fine and imprisonment:
1. If he practises fraud on the trustee.

2. If he fails to turn over all property and assets,

books, documents and papers.

3. If he conceals any debts due to him.
4. If he removes property to the value of $50 or up-

wards.

5. If he knowingly makes a false statement.

6. If he permits a false debt to be proved.

7. If he prevents the production of any document,
book, paper or writing covering his affairs.

8. If he conceals, destroys, or mutilates documents, etc.

9. If he makes any false entries in his books relating

to his property, etc.

10. If he attempts to account for his position by ficti-

tious losses or expenses.

11. If he obtains property by fraud or false represen-
tation and has not paid for same.

12. If he pawns, pledges, or disposes of property, ob-
tained on credit, unless it is in the ordinary way of busi-

ness.

13. If he is guilty of any fraud in obtaining the con-

sent of his creditors to any agreement.

14. If he gives an agency of any kind false statement
of his position for the purpose of securing credit.

These are bankruptcy offences and where an undis-

charged bankrupt or an undischarged assignor attempts

to get credit without informing that he is an undis-

charged bankrupt, or undischarged assignor, or engages
in any business under a deceptive name, he shall be guilty

of an indictable offence and liable to a fine not exceeding
five hundred dollars and to a term not exceeding one year's

imprisonment, or to both such fine and imprisonment. If

he starts in business he is compelled to keep books, and ex-

tra he^vy penalties are provided if he does not do so, as is

also the case if he mutilates or attempts any fraud against

creditors, and last, but not least, there is a clause in the

Act which provides that any person who maliciously in-

stitutes or carries on against any person who has not done
or suffered any act of bankruptcy any proceedings in

bankruptcy under this Act shall be guilty of an indictable

offence and liable to a fine not exceedng $1,000, or a term
not exceednig two years' imprisonment, or both fine and

imprisonment.
» »

" Crown Jewels " Sold

One of the most beautiful and expensive collections of

jewels ever offered for public sale by the United States

Marshal in New York, was purchased at auction by

Charles A. Kecne. jeweler at 180 Broadway. The col-

lection is purported to be part of the jewels formerly be-

longing to the ex-Czar of Russia and his family, and
were seized by the customs officials when brought into

this country without the usual payment of duty.

The sale was largely attended by jewelers and gem
collectors, and as a result the bidding was spirited. The
jewels bought by Mr. Keene were divided into two lots

and consisted largely of pearls and diamond.^. There was
also included a few pieces of rare lace and a .silk shawl,

and the en! ire collection was sold to the jeweler on bids

totaling $30.20C.—" Jewelers' Circular."
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Jewelry Trade Associations

Canadian National Jewelers' Association

71 Richmond Street West,
Toronto.

O. M. Ross, Secretary. M. C. EUiiis, President.

British Columbia Jewelers' Association

A. J. Jacoby, Secretary. O. B. Allen, President.
423 Hamilton Street, Vancouver.

Alberta Jewelers' Association

F. R. Holdsworth. Secretary. D. E. Blaclt, President.
510 Leeson & Lincham Blocli. Calgary.

Saskatchewan Jewelers' Association

C. F. Clare, Secretary. A. L. Weatley, President.

Prince Albert, Sask. Regina.

Manitoba Jewelers' Association

A. E. Rowland, Secretary. Jabcz Miller, President.

Canada Building, Winnipeg.

Ontario Jewelers' Association

Gordon McLaren, Secretary. \\'. (i. Young, President.

Hamilton. ].,ondon.

Eastern Township Jewelers' Association ^

C. Brouillette, Secretary. O. J. Gendron. President.

Richmond, Que. • Sherbrooke, Que.

Nova Scotia Jewelers' Association

J. H. Greene, Secretary. 1. W. \'idito. I'resident.

Dartmouth, N.S. Halifax.

District Associations

Victoria .Jewelers' Association.

F. W. Francis, Secretary. A. J. Mitchell, President.

Ottawa District Jewelers' Association.

R. J. Bastien, Secretary. C. A. Olmsted, President.

Belleville District Jewelers' Association.

T. Blackburn, Secretary. J. A. McFee, President.

Brockville District Jewelers' Association

F. B. Steacy, Secretary. H. B. Coates, President.

Kingston District Jewelers' Association.

Gordon J. Smith, Secretary. F. W. Kinnear, President.

Essex and Kent Jewelers' Association.

W. W. Walton, Secretary. F. J. White, President.

Windsor, Ont. Walkerville, Ont.

Hamilton District Jewelers' Association.

F. E. Stone, Secretary. Joseph Levy, President.

17 King Street West.

London District Jewelers' Association.

H. H. Young, Secretary. J. S. Barnard, President.

Toronto District Jewelers' Association.

Ammon Davis, Secretary. Thomas Roden, President.

176 Queen Street East.

Twin Cities Jewelers' Association.

J. H. Gillespie, Secretary. G. Burke, President.

Fort William, Ont. Port Arthur, Ont.

Sault Ste. Marie Jewelers' Association.

W. E. Best, Secretary. Norman F. Patterson, President.

North Bay District Jewelers' Association.

R. H Thompson, Secretary. E. W. Ross, President.

North Bay.

Montreal District Jewelers' Association.

J. F. Murphy, Secretary. J. A. Caron, President.
2 3 Notre Dame West.

Halifax Jewelers' Association.

Fritz O. Schaefer, Secretary. Stanley Hood, President.
503 Barrington Street.

Canadian Jewelry Imports

Month of December

Clocks, movements,
cases and keys

—

United Kingdom ....
United States
Japan
Other countries

1918

22
48.346

1919

977
70,412

Nine months
ending December

1,735

1918

1,223
510,582

1,749
315

1919

8,431
591,219

1,189
5,560

Totals $ 48,368 ? 73,124 $ 513,869 % 606,399

Watches

—

United Kingdom
United States . .

.

Switzerland
Other countries .

701 % 119 % 10.423 % 2.631

1,259 1.640 8.686 12,202

3,541 6,844 31,286 50.780
2,002

Totals % 5.501 $ 8,603 50,395 67,615

Watch actions
movement.s a
parts thereof

—

United Kingdom
United States . .

.

France
Switzerland
Other countries .

and
n d

202
63,091

66,951

101,201
4,191

59,008

9,685 $ 5,717
677,060 831,376

3.303 5,689
448,849 587,602

447

Total.s % 130,244 $ 164,400 $1,139,344 $1,430,384

Watch cases
parts thereof

—

United Kingdom
United States .

.

Switzerland
Other countries

and

38
10,585
4,798

13.779
7,052

81;-. 3? 1.633
88,167 151.841
35,932 51,724

310 271

Totals- % 15,421 % 20,831 % 125.224 $ 205.469

Moulded and cut
gla.ssware

—

United Kingdom ....

United States
.lapan
Other countries

1.336 $ 1,135 $ 7,013 $ 11.212
32,439 69,146 333,934 462.859

8 507 956 2,643
250 356 1,147 2,973

Totals . $ 34.033 % 71.144 $ 343,050 % 479.687

Electro plated ware
and gilt ware,
nop.-

United Kingdom ....
United States

% 2.091
5,501
2.052

4

$ 11.292
26,616

538
135

% 13.726
75.376
3.790

84

% 53,998
197,893

1.861
Other countries 257

Totals % 9,648 % 38,581 % 92.976 % 254,009

Sterling or other sil-

verware, n.o.p.

—

United Kingdom . . .

.

United States
Other countries

% 1.722
3,091
289

% 3.624
13,840

716

% 13.892
29,117

421

% 42,530
75,766
1,751

Totals ? 5,102 $ 18,180 % 43.430 % 120,047

Manufactures of gold
and silver, n.o.p.

—

TTnited Kingdom ....
United States
Other countries

642 $ 1.004 % 1,785 $ 5.882
2,467 13.967 20.438 113,436
1,043 129 2.773 1,045

Totals % 4,152 % 15,100 % 24,996 % 120,723

Silver bullion, un-
manufactured

—

United States $ 271,481 % 516.981 ,845,351 $3,458,097

Jewelry, n.o.p.

—

United Kingdom .,

United States
France
.Japan
Other countries . .

,

1.329 !f 3,7.50 S\ 10.549 i\ 33,691
56,484 106,641 541.356 873,098

137 4.006 4,837 31,320
890 4,411 5.558 15,980
31 226 548 830

Totals % 58,871 $ 119,034 $ 562,848 $ 954,919

Diamonds, unset

—

Ji^nited Kingdom ...

United States
Netherland
Other countries ....

$ 70.421 $ 173.664
15

152.545
5.234

•t 640,044 $2,023,876
72,734

829,917
15,223

Totals $ 70,421 $ 331,458 % 640,044 $2,941,750

Precious stones and
pearls and imita-
tions thereof, strung
or not, but not
mounted or set

—

United Kingdom ....
United States
France
Italy
Japan
Other countries

10,125
8,698
3.226

'"'884

115.443
13.581
22,403

873
2,626
2.476

36,263
61,546
34,787
4,274
2.483
449

454.630
110,851
96,768
9,618
9.562

11,076

Totals $ 22,933 $ 157,402 $ 139,802 $ 692,505
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Ontario Convention

PREPARATIOXS are already under way for the

second annual convention of the Ontario Jewelers'

Association, to be held in Toronto in June. A con-

ference was held at the National Club on March 11th,

following the meeting of the executive of the C, N. J. A.,

when a tentative programime was outlined and the dates

of June 22nd and 23rd were provisionally agreed upon.

There were present Messrs. Thomias Roden, Presi-

dent ; B. M. Chapman. Vice-President, and Ammon Davis,

Secretary, representing Toronto District ; W, G. Young
I London), President, R. J. Rodger (Kingston),Vice-Presi-

dent, and Gordon McLaren, Secretarv of the Ontario As-

sociation, and M. C. Ellis, W. J. Barr, M. T. Ellis, A. S.

Levy, J. J. Nolan and O. M. Ross of the National Execu-

tive.

It was agreed that, as a preliminary to the conven-

tion, it was desirable that a strong effort be made to or-

ganize every district in the province, and to this end it

was decided that the present arrangement of districts

should be checked over and revised with the idea of

making it convenient for every retailer to reach the cen-

tre of his district. It was also decided that missionary

work would be required and an attempt will accordingly

be made to have meetings held in various centres prior to

tlie date of the convention and to have prominent members
of the trade address these meetings and explain the bene-

fits of organization.

After a general discussion, it was agreed that a two-

day convention would be necessary, beginning on the

afternoon of the first day, with a dinner in the evening,

and continuing on the morning of the second day, with a

picnic or outdoor sports in the afternoon. The opinion

was general that very few members of the trade would
thus be required to spend more than two days away from
home and at the same time sufficient provision can be

made to look after all the business coming before the con-

\ention.

With reference to the programme to be presented, a

number of suggestions were made, among which was that

Mr. James Ryrie should be requested to give a paper on
"Precious Stones" and that Mr. Vanderhoof, of Chicago,

chief of the advertising service that is handling the work
of the National Jewelers' Publicity Association of the

United States, should be invited to give a talk on adver-

tising with special reference to general publicity for the

trade.

A letter was read from Mr. H. Victor Wright, of Los
Angeles, Cal., chief of the Research Bureau of the Ameri-
can National Retail Jewelers' Association, who will be

present to elucidate the system of accounting for retail

jewelers that has just been released by the Harvard
Bureau. Mr. Wright will be present at many of the

state conventions and stated that he expected to arrange
his itinerary so as to reach Toronto for Wednesday and
Thursday, June 23rd and 24th. The opinion was express-

ed that Tuesday and Wednesday would be the better days
for the convention and a telegram was accordingly sent

to Mr. Wright, asking him if he could arrange his dates

so as to be present on June 22nd and 23rd. His reply

confirms these dates as quite suitable for him. It is ex-

pected that the accounting system will be ready for dis-

tribution at that time and that arrangements will be com-
pleted whereby it will be then available for the Can-
adian trade.

\'arious other subjects were suggested, including a re-

port on the progress of the Ontario Horological School, a

practical talk on bench work and a paper on silver. The
officers of the Toronto Association stated their intention

of making a start at once on the social features to be of-

fered to convention visitors and every jeweler in Ontario

is asked to keep the dates in mind, so as to make the

meeting a memorable one.

Higher Prices for Diamonds

ACCORDING to the agreement entered into by the

various diamond producers of South Africa there

cannot, for at least two years, be any increase in

the supply of diamonds from this source, whereas any

decrease wliich takes place during that time, even though

unintended, automatically reduces the permitted produc-

tion for the remainder of that period. In fact, this may
apply for the five year term of the agreement unless one

or other of the parties gives a year's notice of withdraw-

al ;.fter the end of a year.

The agreement provides for the percentage of the to-

tal supply which each of the producers may market. The
total is limited for each three months' period to the actual

sales of the preceding three months. .\s no individual

producer may exceed his allotted share, this total may
never increase. But if any producer falls below his al-

lotted share for any three months' period, the rotal is de-

creased by that much for the following three months, and,

of course, cannot again be increased during the continu-

ance of the agreement. Thus it follows not only that the

supply of diamonds for two years at least cannot be

greater than at present, but that it is actually liable lo

continued diminution.

The price agreement made with the London marketing

syndicate is even more significant. By it, the syndicate

must pay, during each three months' period, 95 per cent,

of the average price per carat, which it obtained during

the previous three months. These stones, in turn, may be

sold at any price obtainable, half the profit in excess of

five ninety-fifths allowed going to the producers. Since

the five ninety-fifths is a narrow margin of profit, in all

jirohability it will usually be exceeded. And as the cost

price for each three months' period is fixed at five per
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cent, under the selling price for the preceding three

months, a constant profit in excess of that margin will

bring with it a constant increase in cost, and therefore also

in selling price.

From these two agreements it becomes apparent that

the production of stones may and probably will diminish,

but cannot increase ; and that the price of stones may and

probably will increase, but cannot diminish. Verhum sat

sapienti!
»

y Jewelry Publicity in Canada
\/¥^L.\NS for the launching in Canada of a publicity

r^ campaign for jewelry are now reaching a definite

point, and it seems altogether probable that they

will be carried through in time for the holiday trade this

year. The National Jewelers' Publicity Association of the

United States is holding its annual meeting in Chicago

this month, when a proposition to extend its activities to

Canada will be presented and no doubt endorsed.v^ The
matter was taken up at Chicago recently, when Mr. Gor-

don McLaren, secretary of the Ontario Jewelers' Asso-

ciation, and Mr. O. M. Ross, National Secretary, held a

conference with Mr. F. G. Thearle, Chairman of the Ad-
vertising Committee, and Mr. Herbert Vanderhoof, chief

of the advertis'ing agency handling the American pub-

licity. A very cordial spirit toward' the Canadian trade

was manifested and Mr. Thearle will recommend to his

association that the campaign be extended to Canada and

that the same service be provided in this country that has

proven so successful on the other s'ide of the line. It was
suggested that the Canadian trade should make an ap-

propriation of $5,000 to cover the first year's operations,

and it will be up to the executive of the C.N.J. A. to de-

cide on how the money shall be raised. The sum is cer-

tainly not excessive when one considers that the opto-

metrists of Ontario alone are spending $10,000 in a year

to advertise their business. It is probable that subscrip-

tions will be asked from the trade in general.

The Canadian trade is in a 'highly favored position

through the generous offer of co-operation by the Ameri-

can Association. .Ml the preliminary work of organiza-

tion has been accomplished, there is now in existence a

highly capable bureau in thorough touch with the jewelry

business that is ready to place all its equipment at the

service of the Canadian trade, and the only expense to

be attached is the actual cost of the advertising inserted

in Canadian newspapers and magazines. Mr. Herbert

Vanderhoof, who is in charge of the publicity work, has

been identiified with Canadian railway advertising work

for sixteen years and is thoroughly in touch with Can-

ada. He will have a personal interest in the jewelry

propaganda and the trade will get good value for its

money. Mr. Vanderhoof has consented to come to To-

ronto June 22nd and 23rd to address the Ontario jewelers

on publicity and his speech alone should make the con-

vention well worth while. Jewelers everywhere should

be interested in the publicity campaign and a generous

resijor.je to any appeal for subscriptions would be an-

ticipated
1

National Fees Now Due

DUES for the current year in the Canadian National

Jewelers' Association are now due and payable. It

should be the duty of everyone in the jewelry busi-

ness in Canada to make a remittance at once, either to the

treasurer of his district or to the National secretary. The
convention at Montreal has proven what a masterful influ-

ence in the trade the Association has become, and only a

concerted efifort is needed to place the jewelry business on

an entirely different footing to that which it has occupied

in past years. Retailers in organized districts should com-
municate at once with their district secretary, and those
in unorganized districts with the National secretary.

Wholesalers and manufacturers should remit direct to the

head office. It will shortly be the case that the possession

of a C.N.J.A. membership card will be a requisite in the

Canadian jewelry business, and firms who do not come In

will be asked the reason why. A full list of the members
who have paid their subscription will be published in the
May Trader, and members of the trade will be able lo

judge who are supporting the Association.

The clause in the National constitution with respect to

fees reads as follows

:

"The annual fee for membership shall be as follows •

"Manufacturers, employing ten or fewer than ten

hands, $10; over ten and under twenty-five hands, $25;
twenty-five hands and over, $50.

"Wholesalers, employing under twenty-five hands, $25;
twenty-five hands and over, $50.

''Retailers employing ten hands or less, $5 ; more than
ten and less than twenty-five hands, $15; twenty-five

hands and over, $25."

Watch Fraudulent Advertising

DURING the past few months, the Inspector under
the Gold and Silver Marking Act has been in re-

ceipt of several clippings from newspapers show-
ing advertisements which contravene the provisions of the

Act. In all such cases, retailers are requested to send in

the entire copy of the paper in which the advertisement
appears, as, when a prosecution is initiated, the clipping

is of no value as e\idence; the issue of the publication

must be filed in complete form, and sometimes when a

period elapses between the date of publication and the

trial, it is difficult to secure a copy.

It is a very commendable practice for retail jewelers

to keep their eyes open for fraudulent advertising and to

send copies of all papers in which they find questionable

matter to the secretary of the C. N. J. A., at this office.

They will be promptly turned over to Inspector Ryan and
prosecution will follow. This is also a good line for the

officers of district associations to follow. They are out

to clean up the jewelry business and in this way they can
do a great deal of good work.

Winnipeg in 1921

IT is not too early to make plans for the second annual

convention of the C.N. J.A. in Winnipeg in February
next. Already many retailers are Looking forward to

making the trip and have laid out their holiday this year

accordingly. If the preliminary indications are a true

gauge of what the general feeling of the trade will be,

Winnipeg will do well to make preparation for the big-

gest convention ever held there. The excitement over

the Montreal gathering has hardly died down and the

echoes of its success are still reverberating through the

distant parts of Canada while many regrets are being

expressed that such an event was missed. Next year's

convention will be an even greater occasion and the trade

by that time will be in such a state of organization that

every district will be represented. So the slogan for all

meetings this year is "Winnipeg in 1921."

In these days no first-class retail business concern can
afford to use commonly printed business stationery. The
jeweler, particularly, should send out only the best of
business stationery, on account of the high character pos-

sessed by the average jewelry store, and all his advertis-

ing literature should also be of "Class A" quality.
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La f cavure de la irance

By Doris Hemming

PARIS is redolent with an atmosphere of art, elegance

and refinement that radiates from the few ex-

clusive maisons that cluster together in that short

street of streets called the Rue de la Paix. Inasmuch as

jewels are the complement of the gown, so the first jew-

elers of Paris rub shoulders with the directors of the

haute couture as they pass in and out of their recherche

establishments lining this fashionable street. There is

something inspiring about their conservative window dis-

plays and the few rare luxuries that are shown for all

who pass to see. A single bracelet in the window is the

promise of a marvellous collection within. A single fan

and yard of brocade bids one enter to choose a gown of

matchless elegance. It is behind these quiet store fronts

that the world's fashions of dress and jewelry are con-

ceived, to travel through a hundred avenues around the

world and back.

With the utmost sympathy and understanding, the

creators of dress and jewelry work hand in hand, each

one completing the success of the other. Fashion to-day

favors the filmiest of dresses, decolletes slightly fastened

on the shoulder consisting of strands of tulle, Chantilly or

net. As their contribution to the mode of the moment,
the jewelers have designed delicate shoulder pins and

bands, bretelles of rubies surrounded with brilliants, dec-

orative motifs strewn with rhine stones, and a thousand

other dainty finishing touches made of gems and dull

metal that accentuate the fine points of a gown.

Another favorite device that has won the favor of the

recherche, is the long arrow pin studded with brilliants.

This useful pin may be worn on a blouse, used to fasten a

satin cloak or nobby fur collar, or, smartest of all, pinned

in the front of a hat. For the hat the arrow pins are

made in two pieces, the tip screwing firmly on to the long

sharp pin that passes through the brim. The sim^ple ar-

row hatpin is varied by a thousand ingenious devices.

The point may be weighted with a heavy brilliant and

the wings made daintier and lighter by touches of sap-

phire. Or one can search through the relics of mythology

and choose quaintly-fashioned arrows at random, from

the favorite weapons of Bacchante to the warlike darts

of the Egyptians.

Then, too, there are delicious little brooches that re-

call the coils of a serpent or the plumage of a fabulous

bird. Or one finds a hint of Eros in the pairs of arrows
tied with bands of laurel and sprinkled with roses.

One may choose the .zig-zag brooch, as brilliant in

form and glint as a flash of lightning. Encrusted witli

rhine stones half hidden in the folds of a corsage, nothing
is more successful than this odd little brooch with its.

witty symbolism.

The mode of 1920 has decreed bare arms to the el-

bows or even right up to the shoulder. With their ears

to the ground, listening for the whispers of forthcoming
fashions, the jewelers have prepared a wealth of fascin-

ating bracelets. 'Bracelets are to be a la mode. One will

wear them at the theatre, in the boudoir and an the street,

at the wrist and about the upper arm.
With the scarcity of fine metals a fact to be reckoned

with, the jewelers have created their fashions discreetly,

and have put the value of the bracelet into the stones it

carries rather than the gold or platinum of the circle.

They have designed delightful motifs, combining with ex-
quisite artistry the purity of the diamond and the soft

stones of the sapphire, the noblesse of the pigeon's blood
ruby and the pensive glow of the emerald. Above all,

the sapphire is sought after this season in sympathy with
the leaning towards things Oriental. Even the name is

charming and characteristic derived from the Hebrew
"sappir," most beautiful. Another favorite combination
for these armlets is onyx and diamonds. The dull glow
of the onyx ring enhances the brilliance of the precious

stone.

Black and white effects are in high favor with the

Parisian, and thus one finds startling bracelets of ebonite

enriched with a row of diamonds. Or the same idea is

carried into the realm of earrings, where a tiny ball or
ring of onyz or ebonite hangs from a string of pearls

and brilliants. Or better still, the combination of black,

white and green, adding emeralds to the already success-

ful onyx and diamonds. The French, who delight in inner

meanings, find in this combination of colors the story of

their renaissance after the great war: mourning, hope
and the future

Such is the vogue of the moment, wristlets, bracelets

and armlets in profusion, worn three, four or five at a
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time, and joined one to the other by a light gold chain.

a I'orientale. These fascinating circles may be carved in

ivory, jade, tortoiseshell or precious woods, set with

stones or polished smooth. One may combine these pretty

playthings in a thousand different ways, ever adding to

their charm and eccentricity.

Contrary to expectations, the present mode of decollete

lias not increased the favor of the dazzling pendant. A
simple string of pearls is considered the most elegant

adornment for a pretty neck, and pearls are accordingly

more fashionable and higher priced than ever. Rumor
has it that many fortunes are placed in pearls in vhese

days of uncertainty, for when real estate investments are

hedged about with forbidding laws, and industry is in the

hands of a discontente labor, what more secure and de-

lightful than a heavy collar of pearls? The pearls aie

easy to carry, beautiful to behold and will earn for them-
selves interest and increment in the ever rising market.

.'\nd so, gold and silver, hitherto sought after as the most

desirable of wealth, is now transformed into precious

stones, diamonds and pearls, emeralds and rubies. There
is something ironical in all this exchange of orthodox

riches for a fragment of crystallized carbon or the se-

cretion of a diseased oyster

!

Pendants, as we have said, are temporarily subdued.

One no longer seeks the resplendent ornaments of yester-

day with their garlands of flowers, chimeres, dragons and
geometric trace.ry. .'\ single note of color, sober and
elegant, alone is permitted. A large diamond or sapphire

hanging from a band of platinum involves a fortune for

very little show. The art of adornment has reached a

])oint in its development where a few really beautiful

jewels are preferred to the collection of ordinary brooches

and pendants that used to be scattered across a mondaine
corsage.

If pendants and brooches are subdued and serious, the

same applies to rings. The entire value of the ring is now
centred in the stone. The day of gold and platinum

rings, carved and chiseled to a marvel of lacy open work,
's »iast. These charming settings are demode for the

moment at least, giving place to the strictest of bands and
li'.'-htcst of mountings. The one concession from the rig-

id regulation is a circle of tiny brilliants running around
the main stone. In the same spirit of severity, antique

rings, cameos and similar fantasies are laid aside for ,i

season.

Fantasy, goddess capricious and light hearted, reigns

ivrannically in the realm of diadems. The gay society

whirl that revived with the armistice has concentrated the

attention of the Parisian jewelers on hair ornaments of

every style and value. Side by side with aigrettes and

tumultuoos birds of paradise cunningly arranged for the

hair, one may admire bands of jewels and coronets of ex-

quisite taste and incomporable art. Roth before and

behind the footlights these jeweled coiffures are eagerly

sought after. The Parisian actresses revel in the charm
and brilliancy of a diadem and rival one another in the

elegnce and picturesqueness of their headdresses; in the

stalls and boxes the coronet is also considered especiallv

effective. Fearing chilly draughts on her uncovered back

the well dressed woman wears her gorgeous fur dolman
throughout the evening, relying on her coiffure as the

only other visible attraction of her toilette. The result

is a host of ingenious designs and combinations on the

jiart of the jewelers.
,
The sirnple bandeau, "coiffure a

Ten fant" as the French people call it, mny be worked out

in diamonds with two paradise plumes, one sweeping up-

wards straight and tall, the other brushing the shoulders

in a graceful curve, h very new and equally attractive

creation js a bandeau of sapphires from which springs a

crown of sky blue ostrich tips. The effect is completed by

a bracelet carrying out the design in miniature which, as
one might suppose, consists of a circle of sapphires with
a fringe of blue ostrich.

With their marvellous taste and finished workman-
ship, the French still lead easily in the making of luxur-
ies and personal adorn'ments. From the purity of their
designs and the originality of their ideas, it would almost
seem that the sorrows and trials of the war have acted as
a refining fire on the artistry of these wonderful people.

» »

New Activity in Silver
The silver mines of Northern Ontario produced great-

er quantities of silver during the last quarter of 1919 than
any other quarter during the year, whereas, for the first

nine months the production was considerably below that
for the same period of 1918. The numerous discoveries
of high-grade ore and the added incentive to mine at

maximum capacity due to the prevailing high quotations
for silver, was the chief cause of the increase during the
last quarter. The new year opens with a favorable out-
look for the silver mines, and the current year's output
promises to be heavy. Last year a total of 34 mines
shipped silver ore. This year the number is expected to

record another increase. This is due to the increasing
activity in Cobalt as well as Gowganda and Elk Lake.

The silver mines of Northern Ontario have this to

their credit, as of the beginning of 1920:

Production in ounces .... $303,724,172
Value 181,.S70,561

Dividends 81,003,616

The gold mines of Northern Ontario have this to their

credit at the beginning of 1920:

Value produced $59,389,508

Dividends 20.083,752

Tile combined output of silver and gold from North-
ern Ontario since 1903 amounts to $240,960,069. Com-
bined dividends amount to $101,087,368. Before the

middle of 1920 the silver and gold production will amount
to a total of one-quarter of a billion dollars.

Gold is now being produced at the rate of well over a

million dollars a month, as also is silver. During 1920

the silver and gold producers appear likely to stage a race

for first place.

The value of Ontario's gold and silver ])roduction for

tlie first nine months of the vear was as follows:

1918 1919

Gold $ 6.875.766 $ 7,574,586

Silver 12.500.080 7.898,220

Pearl Shortage Indicated
Statistics prove that within the last five years the

total production of pearls in the entire world has 'leen \n

the neighborhood of $10,000,000 a year: and these figures

being calculated not upon the quantity but upon money
value, the production in the last year cannot have been

more than one-half of the production of the first year, as

during that period they have increased 100 per cent, in

value. To show that the supply is absolutely inadequate

to the demand it is only necessary to say that three or

four companies in New York alone sell as many pearls a

year as the whole world produces.

Nature, therefore, practically produces no more large

pearls, and the sources that have been drawn upon for

them in the last 10 or 15 years, namely, the pearls that

have been hoarded by the Oriental, have also been de-

pleted. The only chance in the future of owning a fine

pearl of any size will be upon the same basis as acquring

a Rembrandt painting, which cannot be produced, and,

therefore, can only be obtained by transfer from one

owner to another.
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Standardization a Solution of our Economic
Problems

43

M. M. Cohen.

LT P to a century ago the villages were economic,

j social and religious centres of communities.

The supposed immense cities of antiquity are

largely mythical.

There is no evidence that there existed sutficient means
of transportation, to convey food and raw materials for

manufacture, to support very large civic centres.

Each village was largely economically independent.

The farmers raised practically all food for their own
families, houses were erected by communal assistance, a

survival of which still exists in remote districts, in build-

ing bees and barn raisings.

Clothing was made from wool and flax, raised and

spun on the farm, and made into fabric by the village

weaver, who constructed his own looms.

The simple farm implements were largely the product of

the village blacksmith.

Money was little used, transactions being carried on

mostly by barter.

The invention of the steam engine, and the perfecting

of labor saving devices completely revolutionized village

life, and gave rise to what is called ''Capitalism."

It is easy to imagine a weaver, having a large family,

and a thrifty, ambitious wife, realizing that unless busi-

ness could be extended beyond the village, his family must
needs be scattered.

In order to get trade from the weavers in other locali-

ties, it became necessary' to undersell them.

He learned of looms driven by steam, whereby one

weaver could do the work of many.
The secret to success, then, lay in acquiring such a

plant.

The demands of his community had hitherto supplied a

living.

Let it continue to do so.

The surplus product could be disposed of to the neigh-

boring villages, and everything over the cost of raw ma-
terial became profit.

Out of this profit he could pay for his plant; in other

words, become a Capitalist.

Steam-driven spindles enabled him to exchange cloth

for wool, and brought in actual cash for the spinning and

weaving.

It saved the farmer's wife the labor of spinning.

It gave her as much cloth for raw wool as she had
heretofore received for the spun yarn.

We can readily understand how such would drive the

less enterprising weavers out of business, and compel them
and their families to seek employment at the "mill," the

place where the steam spinning and weaving were con-

ducted.

So labor became supplied for further and further ex-

pansion on part of the Capitalistic Weaver.
The indepedence of the old weaver, whose looms were

in his dwelling, where all his family worked together, dis-

appeared.

The mill ruined his business.

He and his family are compelled to work there at such

wages as were offered, usually a figure that would barelv

sustain life.

Under these circumstances, it is no wonder there was

no love between those who represented "Labor" and those

who stood for "Capitalism."

It was among these early Capitalists there develojjcd

the Manchester School of Economics, with its "Free

Trade," "Supply and Demand," "Laissez faire"
—

"Devil

take the hindermost."

It meant the steady grinding of the lower classes, and

the accumulation of vast fortunes by the owners of me-

chinery of production.

It brought want in the midst of plenty; children, al-

most babies, slaving in factories ; women toiling as beasts

of burden in the mines; periods of enforced idleness, with

the cry of "over- production" from the Capitalists.

Over-production ! My God ! while human beings were

starving, slivering with the cold, and dwelling like beasts

in hovels.

Over-production, which should mean plenty for all,

simply s])eU idleness and want for the many.

The workers saw that as individuals they were help-

less.

Their only hope was in combining, so they formed

themselves in "Trade-unions."

They reasoned, "since 'over-production' is a curse to

us, we shall limit production ; we shall only produce that

for which there is an immediate denvrnd. and we shall in-

sist on a t.iirer share of the abund ince which our lab'ji.

ajiplied to the marvellous in^ventions, enable- us to pro-

duce."

The combination of the Workers was followed by that

of the Capitalists.

Here arose "Strike" and "Lockout," Class against

Class, economic wars, with all the hatreds and sufferings

of real war ; men, women and children dying of hunger,

dwarfed by under-nutrition ; property destroyed and pro-

duction cut off.

The story of the weavers is that of all the other in-

dustries.

Capitalism has not solved our industrial problems.

Trade Unions have not succeeded in doing so.

Both are founded on class selfishness. Both breed

hate.

Xor is this terrible struggle confined to Capital and

Labor.

Capitalists wage war with each other. The big ones

endeavor to destroy the little ones, the smaller to under-

mine the greater.

Ninety per cent, of those who enter business fail. The

law of "supply and demand" has not solved our industrial

problem, nor has the combinations of capitalists struggling

with the combinations of Labor.

Socialism in various forms as a solution has been

suggested.

The basis of Socialism, as I understand it, is ''from

everyone according to his capacity, to everyone according

to his needs"; a beautiful theory, realizable when those

who have plentv, demand sharing it with those who have

little.

To-day, however, the advocates of Socialism are of the

House of Without, who would share the oossessions of

those of the House of Have.
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While human nature is what it is, Socialism must re-

main a poet's dream.

Ricardo's "law of rent" : ''the rent of land is deter-

mined by the excess of its produce, over what the same
application can secure from the least productive land in

use," applies equally to the natural law of wages, namely,
"wages are determined by the excess of the productive-

ness of the worker, over the most inferior laborer em-
ployed."

This is the natural law—hard, cold and cruel, like the

law of gravitation.

To-day we must concede Labor is entitled to a just

share of what it produces.

How is this to be determined?
•According to the Manchester .School, with its free

trade, and free competition, it is to be decided by the law
of supply and demand.

Justice enters into no consideration.

The teachings of the Manchester School have been

very much discredited of late. The 'first jolt it received

was a fixing in many counries and states of the "minimum
wage," that might be paid. Here one is prohibited from
buying labor as cheaply as possible.

Jobs might be open for five man.

There might be ten applicants, each competing there-

for.

This competition might induce five of the ten to sell

their labor, for barely enougli to maintain life, but the

law of "minimum wage" determines a point below which

one may not employ the service of another.

Here we have the first effort of standardization.

The next important step was a general acceptance of

the principle of arbitration. This is in direct defiance of

the law of supply and demand.

It admits the existence of a "fair wage" figure for

specific service, it being the function of the aribitrators to

determine what this figure is.

What basis have the arbitrators for their judgment?

First, the efficiency of labor compared with the lowest

class employed and the wages paid therefor.

Second, its efficiency compared with other skilled labor,

where what is considered "fair wages" is generally con-

ceded.

Third, the maximum amount that it is possible for

employers to pay, and yet profitably market their pro-

ducts.

Arbitration is designed to avoid strikes, and main-

tain amicable arrangements between employers and em-

ployees.

Strikes can only be successful where the justice of

the cause of the strikers is generally admitted.

A general strike against strikers will always be fatal

to a strike.

Here we have the principle of standardization of

wages generally accepted, and we can look forward to a

time when the extensions of this principle will solve our

wage problem.

One of the earliest form of standardization has been

the determining of a fair price for the use of money, or

fair interest, and the passing of laws in protection against

usurous charges. In Canada 5 per cent, is legal interest,

7 per cent, may be charged by chartered banks; 12 per

cent, for loans under $500 (a protection for small bor-

rowers against loan sliarks), while pawn-brokers are per-

mitted to charge at the rate of 24 per cent., but this amount
includes storage.

It is only lately that the standardization of profits on

manufactured articles, and on merchandising, have been

incorporated into our laws.

To-day anyone who considers that he has been over-

charged can appeal to the Commerce Commission without

costs, and have his claim fairly judged.

These decisions will gradually form standards of

profits, and pave the way to further standardization

tliereof.

We can look for a gradual extension of these princi-

ples directly defying the laws of supply and demand.

Tlie standardization of the wages of the worker and

profit, which is the wages of the merchant, will firmly

establish better relations between employer and employees,

between produced and consumer, and between buyer and

seller.

Yet standardization must be based on scientific ac-

countancy.

Each factor entering into costs must be known.
This knowledge will gradually lead to a better under-

standing.

Openness is a very important factor.

The acceptance of the principle that people have a

right to know what profit is being made out of them, and

that it is not the private affair of the merchant or manu-
facturer, is an innovation in the right direction.

To inform the public of the cost of production, manu-
facturers and merchants must maintain accurate and

scientific cost systems. Thus I believe standardization,

based on justice, will ultimately solve our industrial prob-

lems.

The Quarrelsome Clock

By Edmund Vance Cook

There were six small hours which wouldn't stand still

But were always on the run.

And just as they started down the hill,

The quarrelsome clock struck one.

The ! clock ! struck ! one !

The clock struck one, and two, and three;

He put in some terrible licks,

.\nd down at the end of the hill, dear me!
The quarrelsome clock struck six,

The! clock! struck! six ! 1 ! ! ! !

He chased all the other hours up hill:

He made them climb and climb;

And whenever he caught them standing still,

He struck them every time.

Struck ! ev ! 'ry ! time !

Then ten hours stood at the very top

And two more came to call,

And before anybody could make him stop,

The bad clock struck them all.

He ! struck ! them ! all

!

And when he had worked his wicked will,

I gave him a frightful frown,

So he left the hours at the top of the hill,

And the quarrelsome clock ran down.

The
clock

ran

down.

.\nd he growled "Eight days you make me go.

And I never take time to play.

But what would you do, I'd like to know.
If I struck for an eight hour day?
.A.n? eight? hour? day?"

(Copyright, 1919, N. E. A.)
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Freelances in Design

IT was characteristic of the

days before standardization

and mass production had

been thought of that design played

a more prominent part in the pro-

duction of merchandise than is the

case to-day. Not more important,

be it understood—merely moro

prominent.

Taking silverware as an in-

stance, it may easily be under-

stood that when everything was

made by hand if six sets of a doz-

en teaspoons were to be turned out

they coiuld as easily be made to

six separate designs as all of the one design,

present day this is not the case

a

Ornament, by Virgil Solis.

In the

Anyone now who wishes

dififerent" design in this or that must be prepared to

pay considerably more than he would pay for the same

thing in a standard design, because he is thereby elimin-

ating the great saving in labor due to standardization.

\ot only must he pay the cost of the design, ibut he must

also pay the increased cost of applying that particular de-

sign to the finished article. In ancient days this was not

the case. Providing no greater amount of workmanship

was entailed, the only additional cost in obtaining an ar-

ticle to a new design was the cost of the design, which

usually was but a small proportion of the total cost of

the article.

Hence it was that creators of ornamental design found

a constant and ready market for their production, though

not, perhaps, a particularly lucrative one. Their field was

by no means confined to jewelry; they designed orna-

ment for any and every purpose, though naturally each

excelled in one or another particular line. In some cases

their efforts showed a complete ignorance of the mechan-

ical features and principles underlying the production of

the articles which their creations were intended to orna-

ment.

Discussing this work with particular reference to work

in precious metals. "W.M.I.Jr." writes in a recent bulle-

tin of the Metropolitan Museum of Art

:

Largely pure design, ornament of this type is notori-

ously one of the most difficult things in the world to de-

scribe, since any attempt to do so properly and compe-

tently would require as a condition precedent the crea-

tion of a large and highly artificial

technical vocabularv. It is therefore

obviously impossible to describe it

in words in such a way that any

one, even if he were familiar with

the material, would be able to un-

derstand what was being said. But,

nevertheless, it may not be out of

place, with the aid of some repro-

ductions, to try one's hand at cast-

ing a little side-light on some of

the aspects of the material.

The prints are all designs for

workers in the precious metals and,

representing the solutions of simi-

lar problems offered by German.
French and Dutch artists, afford

for an excursion in comparativethe curious a chance

psychology.

The earliest in date, and certainly among the most

important, is a design for spoons by Heinrich Aldegrever,

who, though generally classed among the German Little

Masters, is really not of their number. With the possible

excejition of Durer he seems to have been possessed of a

finer sense of style than any other German ornamentist,

his plates ranking high among the most excellent things of

tlieir kind that Europe has produced. His designs are

marked hy a distinction which seems almost foreign to

Germany in its 'beautiful poise and easy grace, qualities

largely attributable to his close observation and most in-

telligent appreciation of the accomplishment of the Italian

Renaissance, for rarely has there been a more Icwely re-

sult produced than by the grafting of Italian motives on a

German base which his skill made possible. Perhaps a

trifle too easy and free in its elegance, it is quite the best

and truest that Renaissance Germany produced.

-About a generation after Aldegrever came Virgil Solis,

busy and prosperous manufacturer of prints of all sorts

and descriptions in republican Frankfort. Bartsch's list

of his prints runs to no less than 568 numbers, several of

which are mere notations of whole books full of illustra-

tions, one of them containing no less than 216 pieces and
another 178. The difficulty of describing the ornament
made by Solis was so great that finally the great Bartsch

himself, the Littre of prints, got so weary that at the end
of his section devoted to ornament, we find the following

rather spiteful note, evidently written by a man who had
labored until exasperation at his intractable material caus-

ed him to throw up his hands : "There
still exists a considerable number of

Niello Design, by "A.D.' Niello Design, by Jacques Hurtu.

Q^ick^D V'
Niello Design, by Jacques Hurtu.

7v
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plates containing designs for plate and jewelry, which
possibly belong to the two foregoing series, though they

differ in size. But as we don't know how many of them
there are, and they are the least estimable of Virgil Solis'

works, and in consequence little collected, we have thought
ourselves justified in foregoing their description, especi-

ally as their detailed enumeration would have been in-

finitely tedious, and in any event would not have sufficed

to enable anyone to distinguish them."' Where Bartsch.

who had a greater and more intimate knowledge of prints

and cataloguing than any other man who ever lived, felt

himself unequal to the task, other and less experienced

people surely may be forgiven for confessing their in-

competence.

Designs for pendant and four rings, by Pierre Marchant.

Among the pieces by Solis in the collection are a num-
ber of "samplers" of arabesques, evidently intended for

the use of workers not only in the precious metals but in

iron and steel as well. A typical example is reproduced

in these pages and will have to serve in lieu of descrip-

tion. It is evidently a fusion of German precedent and

Italianate and Eastern design, adapted to the use and re-

quirements of Solis' constituency—the wealthy, comfort-

able middle class of the German trading cities. There is

plenty enough personality here, a very real identity, but

how far removed from that of Aldegrever ! The hand

that did these plates made samplers, put together on the

one print snippets of motives to be cut up and used by

other men as occasion might require, and he did not bother

his head to combine them as finished works of art—with

the result that he appears to have given merely a vocab-

ulary of design, but no syntax. It is, for all its charm,

just a bit inchoate, in its unordered richness resembling

the German prose of the time.

Another and slightly later aspect of German design is

afforded by the nine prints by Bernard Zan, which are

among the rarities in the collection. Of Zan nothing

seems to be known beyond his name, and the facts that

some of his prints are dated in the I580's and bear the

name Nuremberg. Like the Solis pattern they are inter-

esting because carried out in exactly the technique which

would be used by the metal worker in applying their de-

sign to the beakers and other objects for which they were
intended, thus standing at the opposite pole from the Al-
degrever, in which we see not so much a pattern for a

thing as 'its highly finished representation from the hand
of a great and most skilful master of the technique of en-
graving. The probabilities are than Zan knew little or
nothing about the engraving of copper plates as distinct

from the ornamental engraving of silver vessels, and in

fact, if one were to ht strictly accurate, one would have
to say that his plates were not engraved at all, 'but chased.
However, they are typical of the best silversmith's design
which the end of the sixteenth cetury produced in Ger-
many, the vessels decorated in their manner being among
the most ardently collected pieces of metal work known
to the collector and connoisseur. Here again we meet
the people for whose delectation they were made—a rich-

er and more opulent group than those whom Solis typi-

fied, quite hnatc cuisine as compared with his cuisine bour-

geoise. Very human in their make-up, purse proud, ex-

travagant, ostentatious, doubtless somewhat protzig, they

were very little given to dreaming or any very nice con-

sideration of the details of their daily life. They liked

what they liked, and they liked to have it around, and,

being the solid men of affairs of their day, they were apt

to have what they wanted, and so, on one of these plates

we find flowers and fruit and good luscious vegetables all

mixed together, pea pods and radishes, apples and pom-
egranates, roses and lilies, in one beaubiful combination
which could not but reflect pride in the garden and the

generous purses and appetites that dictated its contents.

About the same time as Zan. though possibly a little

later, we find Daniel Mignot, who, despite his French
name and obvious study of French precedent, worked at

Augsburg. His designs seem to ha\e been intended for

jewelers and others working upon small and restricted

surfaces, and are interesting not only for the elegance of

their forms feut for the little niello designs by which the

corners of his plates are often occupied. .This type of or-

naiment in which pure design was utilized in white upon
black was very popular about this time in France, and its

use by Mignot indicates that even in his time the ''Paris

model" was highly regarded in the provinces of the monde
des modes. His plates speak of a society in which "Little

Mary'' was not so constant a preoccupation as that for

which Zan worked, and in which womankind played a

larger role.

Further development of the tyjje of niello design with

which Mignot's name is associated is to be found in the

prints by the anonymous Master A. D., one of whose
plates is dated 1608. There seems to be some question

about his nationality, but it is most probable that he was a

Frenchman, as his designs have a logical and trenchant

quality which is very rarely found in art worl^ of the

German schools. He carried this style of work to a

quite extraordinary degree of elaboration and finish, his

designs being uncommonly brilliant and resonant, if one

may be pardoned the word.

The highest development which this type of work
reached may not inconceivably 'be found in the prints by

Jacques Hurtu, one of whose plates is dated 1619, and

who certainly was French. 'Many other designers of this

kind of thing display great skill and ability but, to the

writer at least, Hurtu's achievement is quite the most de-

lightful and charming of all, because, while losing little if

anv of the logic and brilliance which mark the work of

such an artist as A. D., they are informed with a pretty

f?ncv in the use of flowers and leaves that is not wholly

unrelated to that of such a later and different person, for

example, as Pillement. The swirl pattern which is here

reproduced is quite extraordinary, a very real master-
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piece, and as lovely an example as one may hope to see of

the beauty which on occasion finds its way into this kind

of work, for not only are the flower and leaf forms keenly

seen and boldly conventionalized but they are imbued with

a sense of movement which, to say the least, is most un-

usual. There are few enough painting's in which there is

more movement than we see here—and it is accomplished

not by draughtmanship but by design. Then there is a

star and circle pattern which is also among the delectable

things. Full of plants and flowers and little furry living

things as a child's paradise, it, too, observes its laws of

placing and of movement, if not so trenchant, certainly

more charming than the swirl. Hurtu's work is rare, am!

as it lacks completely that glaenzcnd engraving quality

which fascinates so many amateurs, it has attained to little

celebrity. His name is absent from all but the fewest

dictionaries of artists. And yet if performance is what

we look for rather than labels and endorsements he must
certainly be classed, if not with the greatest, at least with

the choicest of the ornamentalists.

In the collection there is also a handful of odd designs,

for the greater part anonymous. Most of these are niello

patterns, resembling on a smaller scale the work of A. D.,

but among them is at least one example of the work of

Pierre Marchant, which" is here reproduced as a typical

example of the charming jewelry design of the early

seventeenth century in France. Even in its black and

white it has an ordered richness and beauty which make

it singularly attractive, and make one desire to see ;»

piece made from it.

A group of little designs for finger rings, anonymous

and presumably made at Lyons about the middle of the

sixteenth century, represents an aspect of French de-

sign of the period with which students appear to be not so

familiar as with its architecture, furniture and general

interior decoration. Doubt has been expressed to the

Vi'riter of their authenticity, but so far his opinion with

regard to them remains unshaken, for they have to a

marked degree certain stylistic qualities which the arch-

aizing designer rarely if ever succeeds in catching. They
speak loudly of the France of the middle sixteenth cen-

turv, exhibiting, in addition to forms and lines, the pe-

culiar and elusive something which sets the work of that

school apart from the rest of the world. Various at-

tempts have been made to express this in words; terse,

logical, trenchant, clean cut, the French tranche, all oc-

cur to one, 'but none of them reaches the point. Some-
how it reminds one a little bit of "Eulid," who, as one

remembers, time after time, in the logical progression of

his theorems, "proves" that certain things cannot be be-

cause they are "absurd." forgetting or omitting to say

that in fact they are not really absurd but only contrary

to one or another of his definitions, which after all are

merely a series of assumptions which have been adopted

as rules of the game, for there are a numiber of perfectly

logical non-Euclidian geometries according to which

some of Euclid's most glaring absurdities are perfectly

normal and true. The French have always played their

game of the arts and crafts with the most toucing respect

for definitions, a sort of subconscious inhibition guarding

them against that casual and quite careless disregard of

postulates which the rest of the world continually dis-

plays in the fact of facts.

The French designer has always had style and fre

quently has produced amazing results—but invariably, if

one looks close, one can see that both style and invention

have been the result of right thinking in a closed system
of postulates and "absurdities," evidencing not so much
imagination as carefully calculated solution of definite

and narrowly limited problems.

On turning from these French designs to a group of

I )utch seventeenth ceniury silversmiths' i)atterns, one is

immediately aware of a different attitude toward life, in

which to be humanly pleasant rather than intellecutally

logical is the aim. Somehow jn looking at these engrav-

ings for the tops of beakers one does not feel that the

man who made them was ienced about by an impenetrably

hedge of "it isn't done's." Naturally his work is not s6

"well bred," but it has a most di.stinct and charming
character, and a definite even if somewhat amorphous
personality. His shoulder blades have a tendency to sink

backwards in his chair; he doesn't sit bolt upright as the

French designer did, heels touching and knees together.

-Mtogether he was a more comfortable sort of person, as

Design for a Beaker, by Bernhard Zan.

though he might be a comrade and not merely a beauti-

ful demonstration of a theorem. His mind was not or-

dered and laid out like a flowerless formal garden with

gravel paths and close cropped 'borders on which no leaf

dared fall, but had plenty of bright colored blossoms and
lush grass, and berries and currants, and well kept fruit

trees. The Dutch designs speak of a tidier housekeeping

than the French, one in which elbow grease and cheer-

ful human intercourse played a larger part, and in which

logic was never allowed to interfere with cleanly com-
fort. It would be a bold man who would say that it is

poorer than the other kind of thing, intellectual as it

was. Certainly it was different, and in its working more
akin to the mental processes of the English-speaking

world, for however much we may tug at the straps of our

fashionable French boots, all that we do thereby is to

prove the more conclusively that the processes of certain

logical types are alien to us.

According to figures compiled by the National City

Bank of New "^'ork. the diamond imports into the United

States during the year 1919 were more than double the

amount o'f diamonds imported into that country during

any preceding year in the history of our import trade.

These figures indicate that the value of the diamonds and

other precious stones imported during last year will ex-

ceed in value $100,000,000. against the former high record

of $52,000,000 during the year 1916.

K
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Producing the Modern Watch
FASCrXATING in its attractiveness and invaluable

in its educative value to anyone interested in the

jewelry business is a trip to the factory and plant

Of the Elgin National Watch Company at Elgin, Illinois.

Situated only about forty miles from Chicago, with both

steam and electrical roads offering quick transportation,

it affords an easy means by which the visiting jeweler

can gain a very comprehensive idea of how the watch is

produced under modern business methods.

The town of Elgin is located on the Fox River, in a

delightful rolling country. It was chosen as the site of

a watch factory simply from the fact that Benjamin W.
Raymond, a former Mayor of Chicago, became interested

in such a project and, having business connections in

Elgin, naturally looked there first for a location. The
company was organized in 1864 and the first watch was
turned out in 1867, an 18 size movement retailing at $117.

The demand was instantaneous, and ever since that date

tiiere has been an alrrrost constant struggle to satisfy the

market.

To-day the watch factory covers about fourteen acres

of floor space and with the 150-foot tower, has an im-

pressive appearance that is more than confimed by an in-

spection of the interior arrangements. From the time that

one receives a cordail welcome from the omniscient Mr.
Hancock until he completes the two mile walk through

the plant, he is constantly reminded of Spotless Town.
Everything in order and everybody happy seems to be the

motto of the company and with a staff of 4,00() employees

such an undertaking would seem to be some job. But it

evidently has been accomplished with highly beneficial

results all around

The conditions of the labor market have compelled

manufacturers to turn more and more toward the use of

female help and, if appearances may be taken as a gauge,

the Elgin Company has been very successful in securing

a very high grade of feminine workers. Long rows of

benches filled with highly intelligent women give a very

pleasing impression, especially when the room is flooded

with light and the atmosphere is fresh and stimulating.

The company has taken pains to see that both these at-

tributes are ])resent and no doubt the supply of competent

workers has been the result. In any event, one rarely

sees a more satisified and good-looking lot of girls in any

factory, and a more striking picture could hardly be

imagined than that presented when the great mass of em-
ployees is leaving the factory at 4.30 each afternoon.

There is every evidence of vivacity and energy, not only

among the girls, but with the men as well, and some of the

latter evidently have completed many years of service.

Such a condition evidences an excellent understanding

hetween the company and its employees, and when one

further contemplates the fact that such a thing as a union

is unknown, the desirability of the situation becomes even

more apparent. The company, however, must be credited

with a far-sighted and up-to-date policy in providing every

facility for the comfort of its employees, even to the

point of operating a large hotel exclusively for the accom-

modation of its female emjjloyees.

The tri]) through the factory is a revelation to any-

one unacquainted with the processes of manufacturing a

watch, and an examination of some of the automatic me-
chines provokes nothing short of amazement. Perhaps

the most striking of these is one which drills, taps and

countersinks the holes in the pillar plate, the foundation

of the watch. This one mechine, which was invented and

perfected in the company's machine shop in about three

years time', automatically performs 85 operations at one

setting. It looks like a glass barrel, stood on end and
flooded with jets of oil. It comprises over 14,000 sapar-

ate parts, three times as many as a modern locomotive,

arranged in pairs so as to work on both sides of the watch
at once.

These 36 units are arranged in pairs at regular inter-

vals, or stations, around a cylindrical frame. An auto-

matic carrier holding 21 blank watch plates stops at the

first station. Tools from the twin units engage the plate

from above and below, backing off again when their work
is done. The carrier moves on to the next station, where
other tools are brought into play—till the watch plates

have run the gauntlet of all the stations and arc dis-

charged at the place of beginning.

In this almost uncanny machine, there are 320 gears,

and some of them make 7,000 revolutions per minute. It

is under electric control. If a tool breaks, the machine

automatically stops and flashes a light to show which

station needs attention.

Another fascinating machine to watch is used in or-

namenting the watch plate with geometrical scroll work.

It works on the pantagraph principal, decorating ten plates

at a time by reproducing the movements of an electric

stylus over a pattern or master plate. The various holes

in the watch plate are represented by insulated inserts on

the master plate, and when the electric stylus touches these

inserts the circuit is broken and the cutting tools arc

automatically lifted from the ten watch plates to avoid

damaging their points.

All of the tools and machinery used in the plant are

manufactured on the premises and the art of production

has been brought to such a fine point that there is now
being turned out one watch per worker per day. The
whole proposition is a triumph of modern manufacturing

methods, an up-to-the-minute plant, satisfied and compe-

tent employees, quantity production.

A trip to the Elgin plant would not be complete with-

out a visit to the Observatory where the passage of time

is checked with an accuracy that is almost uncanny.

This work is in charge of Professor Payne, a scientist

possessing all the charm that is usually associated with

those who are constantly delving into the mysteries of the

universe. Always delighted to wecome visitors interested

in his labors, he elucidates with easy grace the mechanism

of the Riefler clocks and a variety of other weird instru-

ments that serve to make up the Observatory equipment.

It is an education to any jeweler and a personal visit

would be worth a great deal more than any amount of

descriptive writing. The subject is very intertainingly

set out, however, in a little brochure issued by the com-

pany, which should be in the hands of every retailer. The

inspiration of a trip to such a plant is highly valuable, if

only for the re-assurance that there still are factories

where the employees are contented and strikes are un-

known, where the product is gotten out under ideal con-

ditions, and where the aesthetic is ont entirely crushed

under the influence of the absolutely practical.

You may have lost out in the original plan. You may

have found some friend at fault. But, after all, the vital

question for you to answer is this : Have you lost faith in

yourself?
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Amateur Competition
By Julitis Mickle

COMPETITION' from amateurs, while it may never

develop to any serious extent so far as the making
of jewelry is concerned, must nevertheless be

counted on. It is not that this need be viewed with any

apprehension, as I hope presently to show ; but merely

that if it is to come it would be as well to consider in ad-

vance the causes, the form it is likely to take, and the

probable consequences.

Already it has developed to a greater extent than is

generally realized in the production of other things than

jewelry. But demand has been so far in excess of

supply in every line that the effect has not been felt in

any practical way. Moreover, granted a reasonable

amount of luck in the process of world reconstruction, this

form of comipetition should never affect the established

merchant adversely, and may calculably react to his bene-

fit, as has been the case frequently in the past following

spasmodic outbreaks of amateur activity.
* * *

The causes which are working toward this end on the

North American Continent have their origin in the in-

creased per capita productivity and repression of personal

tastes of the war period. In a manner of speaking, we
are still in the war period—that is to say, owing to the

continued demand from Europe, the two great American
nations are still producing vast quantities more goods

than they are consuming. With the return of the civilian

armies, however, and their assimilation into normal life.

the potential productivity of the whole community has

increased tremendously. Even continuing the existing

vast bulk of exports, there would still (at the same rate

of per capita production) be an increased bulk of produce

for home consumption. Rut exports are bound to decline,

and have already shown evidence of doing so, partly

through limitation of credits and partly as a result of the

exchange situation.

This will leave the North American Continent with

the choice of continuing production on the present scale

for home consumption, or of limiting the consumption

and striking an easier gait in the matter of production.

What the workers of the country would like to do, and

have been trying to do, is both. They want to increase

their consumption, but have daily been decreasing their

per capita productivity. This is an established fact, taken

from production records of some of the great industries.

The result, in the end, will be something like this.

Workers, their taste for luxuries whetted by the after-

war debauch of buying, will desire to continue to live at

a standard not in keeiping with the total production of the

country. Decreased hours of work and consequently in-

creased leisure will still further tend to add to their de-

sire for other things. But decreased hours of work will

also leave for them the opening through which it will be

possible to obtain those other things they desire—or some
of them People have always sought fads wherewith to

fill in time -.vhenever they have had time that seemed to

demand filling. What more natural than that these fads

should take the form of production of the luxuries which
their souls desire but which their purses cannot always

afford?

The form which this recrudescence in hobbies is likely

to adopt depends to a greater extent upon abilities than

upon desires. Ht is difficult, for instance, to pick a single

line of luxuries or luxurious necessities in which the

taste of the average citizen has not improved and for

which the demand has not increased. In home furnishings

a better class of furniture, rugs, hangings, etc.. is in

The above hand engraved sterling cigarette case is the work of William Campbell, 323 Lister Building, King William and
James Streets, Hamilton. This interesting piece of w/ork is described: front (right), Old English scroll and flowers, with
Grecian border surrounding shield; reverse (left), Corinthian pillared arch, supporting medallion for crest, with landscape.
The more florid portions are distinctly reminiscent of the gold and silver engraving of the Italian Rennaissance period, and
their voluptuous grace compares favorably with the best pro duct of that school.
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growing demand. Yet few, if any, of these things could

be produced to any great extent by amateur effort. A
little in this line is being done in the realm of furniture,

although even here the amateur limits his enterprise

largely to painting or otherwise re-finishing articles of

acceptable design, but inferior material. In hangings the

amateur is 'bound to accept materials already manufac-
tured, confining her energies to making these up. Rugs
have to be obtained in their finished shape. In the mul-

titude of other articles which go into the decoration of .1

home, however, the amateur has a wider field, and one

which is open equally to men and to women.
The field with regard to home furnisings, therefore, is

set more by the ability than by the taste of the amateur;

yet it may be widened to some extent by instruction. Dur-
ing the last Christmas season one of the large Toronto

stores conducted a department in vvrhich purchasers of lamp

shade materials were taught to make these up into the

finished shades. Expert instructors were provided for the

customers, and all the necessary facilities for the work
placed at their disposal. Classes in dressmaking and de-

signing are also quite the customery thing in large retail

shops in metropolitan centres, ^^et the demand for cloth-

ing professionally tailored or ready-made has in no way
diminished with this amateur competition.

Accompanying this improving taste and increasing

demand for luxuries in the home, which formerly were
the delight of only the well-to-do, an increasing emphasis

is being placed on dress, especially liy the fair sex. It is

not that women are more interested in this all-engrossing

topic, but rather that more women are interested. That
is to say, where not so many years ago a comparatively

small percentage of women were able to follow the fashions

with other than academic interest, to-day every woman
insists on following them in the most practical manner

—

by the periodic purchase of such gowns and costumes as

fasion dictates from time to time. To some extent there

is opening here for the amateur, and as full advantage

as possible is 'being taken of it.

Woman's increasing indulgence of her tastes in dress,

however, has been accompanied by no little improvement

in her appreciation of reallv artistic jewelry. The jewel

in which a deliberate motif is carried out in colored stones,

transparent or opaque, precious or "semi-precious," is

coming back into its own, slowly but surelv. This in-

clination was noticed in Paris and London almost imme-
diately after the armistice. It has spread to the United

States, and in due course of time will undoubtedly make
its way to the farthest outposts of the continent.

It is this style of jewelry which will pave the way for

the amateur. Attention was drawn last year to the ef-

forts and accomplis'hments of a little colony of jewel-

making amateurs in Toronto, and it is not beyond the

range of possibility that the practice may become more
extensive, especially with the growing popularity of

the art as exemplified in attractive form and color combina-

tions as opposed to that which relies on costly materials,

intricate design, and highly skilled workmanship. The
dilettante will be barred, of course, from all the finer

sort of work such as is usually to be found in platinum

jewelry, or in pieces set with small gems, or in multiple

settings. Nor will there be any inclination to reproduce

the other extreme of cheap jewelry. The amateur is more
likely to undertake the production of bracelets and ban-

g'les, buckles, pendant pieces for lavallieres, antique style

rings, and the like ; and the making or embellishment of

such larger pieces fnot for dress ornament) as cigarette

cases, vanity and jewel boxes, etc., not only with en-

graving but also with precious stones. In still larger

objects, which normally are handled by the jeweler, his

field extends into metal work (brass, bronze, silver, etc.),

ir such things as ash trays, lamp shades, vases, writing

lesk and dressing table equipment and the like. We have
seen this taken up already in a half-hearted sort of way
in the atrocities in punched brass wherewith the amateur
delighted himself not many years back. But in its next
incarnation the fad is likely to be less of a fad—more of
the real thing.- * * *

Will the result of this be loss of business?

Just about as much as you are likely to lose business
from good advertising.

The jewelers of the United States are spending
$300,000 in a national campaign to increase the popularity
of jewelry. To do this means to educate people to an
appreciation of jewelry. If, then, the amateur steps in

and does this very thing, not only as regards himself, but
also as regards all his friends, surely the jeweler can have
no complaint. .'\s a matter of fact, anything which sets

people thinking favorably of the jeweler's wares, even
though it be a brief period of amateur competition, is

something to be welcomed and encouraged. It will stimu-

late the demand for the best the jeweler has to show, and
it will stimulate the jeweler to produce and show the

best.

For this reason it will pay the jeweler to follow the

lead of the lar^-^e retailers referred to. who, in the case

of lamp shades, gowns, etc., sell the amateur her materials

and provide her with free advice. The principle is that

in due course of events the amateur will tire of the work
while more than ever enamored of the finis'hed product,

which of course makes her a permanent and substantial

customer for the finished product.

It is not suggested that the jeweler should go to the

length of providing a work room, tools, and instruction for

the jewel-making amateur; but he need not and should not

"buck" amateur competition—-should even encourage it,

and need have no fear of the result to himself.

A Re-Discovered Emerald Mine
Romance is not dead. Word has recently reached New

York of the discovery of a once famous and long-lost

emerald mine in Colombia, where gems valued as high as

$1,000 a carat have been found. It is located about 100

miles north-east of Bogota, the capital, in one of the wild-

est mountain ranges in South America. It was worked
long ago by the Indians and some of the adventurers from

Spain, who died without revealing the secret.

The rediscovered mine is known as the Chivor, and

scores have searched for it in vain for more than 100

years.

The discovery of the mine was almost an accident. A
number of prominent bankers and brokers, including

.\lbert H. Gross and Carl McFadden, had formed what

was known as the Carib Syndicate for the development of

oil lands in Colombia. The venture was successful, and

while the oil fields were being developed stories of the lost

emerald mine so impressed these men that a $100,000 pool

was formed and efforts made to locate the mine.

A Canadian firm have received the following letter

from the Secretary of the British Trade Board (Mexico) :

"Some time before the war there was a considerable

exportation from Canada of articles enamelled, such as

jewelry, brooches, fobs, etc., but of late years these articles

appear to have almost entirely disappeared, and I think

the trade could be again worked up if you would kindly

ask the manufacturers of this special class of goods to

get in touch with ourselves, and we would take pleasure in

recommending same to several importers here, who would

be glad to take up agencies, etc."
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The Diamond
Bv Estelle Arnold.

IT was in the thirteemth century that the custom of

applying a special gem, indicative of a zodiacal month,

to be worn as a Natal stone, was established' by the

Hebrews who settled in Poland. These nomadic people,

with their natural love for precious stones, which are

mentioned by them in their earliest rituals and alluded to

throughout their Scriptures, found not only an appeasing

gratification in their possession, but also a safe way of

transporting their wealth.

Highly imaginative, dreamers and poets by nature,

what was more natural than that they should regard the

diamond, that wondrous beautiful gem, with a briWiancy

rivaling the brightness of the sun, as April's birthstone?

Rather symbolic, is it not, with that grand entrance of

spring, when the sombre world has shed its coat and its

very showers might be likened to a hysterical gladness

—

a smile and a tear.

Its brilliant flashes of light are, in Sanskrit, likened to

vajra, "thunderbolt"; indrajudra, "Indra's weapon":

acira, "fire," or the "Sun."

To the Greek, with his faith based on indominate force,

its great resistant power could imply but one thought,

adamos, "adamant," "unconquerable."

But the "why" of the real appellation of "diamond"?

To this are we said indebted to classical mythology, as,

when Jupiter turned into stone one known as "Diamond

of Crete," for refusing to forget him when he had ordered

all men to do so, he made him, in name at least, immortal.

Chemically the diamond's constituent is the most com-

mon material that is known. In inconveivable quantities

does it exist in plants and trees ; the bowels of the earth

generate it lavishly. This most precious of stones is but

carbon—but, pure crystallized carbon, the most perfectly

crystalized of minerals.

Chemically identical with the material of graphite and

charcoal, its extraordinary difference in appearance is due

solely to its physical characteristics, while its chemical

composition, consisting of one single element, distin-

guishes it from all other precious stones.

To the scientist the chemical nature of the diamond

was long a matter of theory, the conclusion that its con-

stituent was pure carbon was arrived at by Sir Isaac New-
ton in the year 1675, though his ideas at the time were

based on the purely theoretical version of its combusti-

bility. However, in 1694-5 at the instigation of the Grand

Duke Cosm'us III of Tuscany, researches as to the com-

])ustibility of the diamond were conducted by the Acad-

emicians, Averani and Targioni, at the "Academia del

Cimento" of Florence, Italy. Diamonds were exposed to

the intense heat of a fierce charcoal fire or were placed

in the focus of a large burning glass. So treated the

stone did not fuze, but gradually decreased in size and

finally disappeared, leaving behind no appreciable amount

of residue: which experiments proved only that the sub-

stance of diamond, as such, is destroyed at a high tem-

perature.

Its composition was left to be still further proved by

Smithson Tenant, who in 1797 demonstrated that the com-

bustion of a certain weight of diamond resulted in the

production of the same amount of carbon dioxide as did

the combustion of an equal weight of pure carbon. Thus

researches from time to time have finally settled the ques-

tion that the substances of diamond consists of pure cry-

stalized carbon, though its origin in nature is to a great

extent shrouded in mystery.

What has been gleaned of its origin from artificial

production has been more or less of a contradictory na-

ture.

The experiments of Moissan, the celebrated French

chemist, in 1893, were quite successful, though the largest

crystal produced did not measure over one-tenth of an
inch in diameter.

In 1898 I. Friedlander was successful in producing

crystals of diamond of microscopic size, which were cap-

able of scratching corundum. But the methods employed
by the two scientists were different, and nature's method
is still a scientific mystery.

Not only a constituent of the earth's crest, diamond is

also a constituent of extra-terrestial bodies, this having
l)een proved by small stones having been found in several

meteorites.

That its riches were its downfall, imight be said of In-

dia, whence the entire world's supply of diamonds was ob-

tained prior to 1728. Its mines of great antiquity gave

forth enormous numbers of diamonds of large size and
beauty, which were hoarded in the treasuries of Indian

Princes, as up to the tenth century almost all of the dia-

monds found there remained in the country.

Apart from love of display, there is a deep veneration

in the heart of the East Indian for these gems. The Hindu
is most pious and in ceremonial worship he recognizes

sixteen offerings, the ninth being composed of gems and
jewelry.

He regards the diamond of most powerful astrological

influence, possessing the same enduring qualities as the

stars and the planets, thus he assigns it to Venus, goddess

of Love, imbuing it with the strengthening influence of

that celestial body.

This beautiful theory has not waned in centuries. It is

idealistic even unto the present day to offer at the shrine

of love, to win her graces, the Queen of Gems. He who
has visited the shrine of St. Anne de Beau Pres, Quebec,

or any of the noted shrines of the world, will allow that

the old established custom' of making offerings of gems
and jewelry to a patron saint has not outlived its antiquity.

The beauty of the jewel decorations of India's relig-

ious temples and idols reached the outer world by tales of

travellers and the far famed wealth of India was the cause

of its invasion, first, by Eastern countries, later by Europe.

Its subsequent plunder is a matter of history.

The first to invade India were the Persians under

Mahmud of Ghazni, at the end of the tenth and the be-

ginning of the eleventh century and the wealth of India

was at that time related by Ferishtah. the Persian histor-

ian of the rise of the Mohammedan power in India. His
account, published in 1609, records the fact that Moham-
med the First, who in 1186 founded the Mohammedan rule

in India, left at his death 400 pounds of diamonds, having
amassed this enormous treasure during his thirty-two years

of Indian power.

Tavenier, the great French traveller and writer, spent

from 1665 to 1669 in India in the capacity of a merchant
of precious stones and as such succeeded in viewing the

wealth of gems amassed by the Great Mogul Aurungzebe,
many of which have had their part in the world's history

and to-day adorn the coronets of every nation of Europe '

So did the fame of India's riches reach Europe. Com-
mercial relations developed. The Dresden Green Diamond,
the most famous representative of a stone of this color

(a fine apple green), weighing about 40 carats and al-
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mond shape in form, became the property of the Saxon
Crown and is preserved in the Green Vaults of Dresden.

Through the annexaition of India by Britain, many
famous and beautiful diamonds became England's prop-

erty. Thus did the most famous of Indian diamonds, the

"Koh-i-noor," meaning "Mountain of Light,"' pass, on the

dethronement of the Rajah of Lahore, to the East India

Company and was presented by them in 1850 to Queen
Victoria.

Diamond's were first discovered in Brazil about 1728,

in the neighborhood of Tejuco, State of Minas Geraes, in

the gold washings of the auriferous sands of the Rio dos

Marinbos. Ignorant of their value, these glittering stones

were collected by the gold washers and occasionally taken

to Lisbon, Portugal, where they caime under the notice

of the Dutch Consul, who recognized them as diamonds.

As these <Iiamonds were not regarded with favor when
they first appeared on the market, they were sent to Goa,

a Portuguese possession of India, and from thence en-

tered the market as Indian stones. Some time later Dutch
merchants secured a monopoly of the trade and they were
sent direct from Rio de Janeiro and Bahia to Amster-

dam.

In consequence of a treaty entered into at a later date

with the English Government, the whole output was sent

to London, but in recent years Paris has been the great

market for Brazilian diamonds.

What an insignificant comparison is the output of both

India and Brazil to that of South Africa. Its diamond mines,

the richest and most imi)ortant in the world, were dis-

covered by accident on the farm of a Boer by the ranie

of Jacobs, afterward the "De Kalb" mine, not far from

Hopetown, in 1867.

Practically the whole of the production of diamonds

from South Africa, and which are known as "C?pe

Gtones," are derived from six mines and the washings of

the River Vaal, which is strewn with blocks of basalt of

considerable size, which have been washed down from the

sides of the valley and the surrounding hill's, the sands and

gravels in which the diamonds are found being secondary

deposits.

The largest of all known diamonds came from the

Jigerfontem Mine, in Orange River Colony, South Africa.

Found on June 30th, 1893, by a Kaffir. This is known as

the "Jubilee," the name having been changed fron' ".Ex-

celsior" when it was presented to Queen Victorii in honor

of the 60th anniversary of her reign. It is an absolutely

perfect brilliant, of the purest water and weighs 239

carats. This, however, is only a part of the original mass,

in which a black spot appeared, which made necessary the

cleavage.

While the hardness of the diamond is greater than that

of any other precious stone, one must not confuse this

with fragility or brittleness, it is in fact readily fractured

by a blow. Its hardness is such that it scratches any other

precious stone, but cannot be scratched by any of them.

The Australian diamonds are said to be the hardest and

the South African diamonds the softest. However, the

latter, it is claimed, attain a greater hardness when ex-

posed to the air.

The beautiful black diamonds of Borneo are harder

than those of other colors.

DIAMOND CUTTING AND SOME DIAMONDS.

To remove its faulty portions was the only apparent

object of cutting a stone in India. But the polishing of

facets on the faces of natural crystals was practiced in

remotest times. The natural octahedron, of which the

faces had been polished, was the most preferable to the

Oriental. This is known as the "Indian" cut.

How diamond cutting was discovered and introduced

into Europe is. not known, as practically nothing is re-
corded prior to the beginning of the Fifteenth century
when a skilled artisan named Hermann appeared in Paris.

The existence of diamond polishers at Nurnberg is

mentioned in 1373, but nothing is known as to their meth-
ods.

While the Oriental diaimond cutter follows the outline
of the rough stone as closely as possible, the European
regards the stone from its optical properties, thus enhanc-
ing its beauty.

Fashion has ruled the world in many things and the
development of the art of gem cutting may, to a great ex-
tent, be attributed to the custom of wearing diamonds for
personal ornament by women, which was introduced some-
what prior to 1435 at the French Court of that profligate
King, Charles VII, by Agnes Sorel, who, as his mistress,
played such a prominent part in French history.

The taste for gems grew to such an extent, thaA while
edicts against their excessive use for personal ornaments
were issued by both Charles IX and Henry IV, it had no
effect, andi from the French Court the custom spread all

over the world.

The idea of the brilliant, which succeeded the rose form
that existed for about a century, is said to have origin-
ated with Cardinal Mazarin, in the middle of the Seven-
teenth century. This had but sixteen facets. At the end
of the Seventeenth century one Vincent Peruzzi, of Ven-
ice, introduced the brilliant with thirty-two facets, which
is used at the present day without alteration, except as to
perfecting the faceting by equalization.

The loss in cutting the brilliant is very considerable,

sometimes amounting to one-third or one-half. Such a
sacrifice was made in the cutting of that most perfect

brilliant "The Regent," which played such an important
part in the reign of Napoleon I, having been mounted in

the State sword, pawned by him to the Batavian Govern-
ment, stolen by robbers, recovered in a most romantic
fashion, and during the palmy days of Napoleon HI glit-

tered in the Imperial diadem. This stone which in the

rough weighed 410 carats, was reduced by cutting to 135y8
carats, but the results attained in brilliancy and beauty
fully compensated for the material waste.

That diamonds have been engraved' is quite well known.
It was a devout dreamer of the Orient, who, on the face

of a beautiful diamond of 30 carats, described by Mons.
E. Boutain in "Le Diamant," Paris, 1886, engraved a

devotional motto.

An engraved diamond by that great artist and teacher,

Jacopo de' Barbari, Jacob Walch, better known as "Jac-

opo, Como de Trezzo,'' half Venetian, half German, whose
work attained such prominence in the early part of the

Sixteenth century, was exhibited in the Italian section at

the Paris Exhibition in 1867.

The "Shah," one of the Russian crown jewels, in mat-

ter of interest classed with the famous "Orloff," was en-

graved in Persian characters with the names of Persian

Kings, that had to be sacrificed when this stone was re-

cut, which reduced it from 95 to 86 carats.

Then there is the "Akbar Shah," named for the great-

est and wisest of Moghul Emperors, on the two faces of

which were engraved Arabic characters, which were the

means of its identification when, having disappeared for a

long time, it was located in Turkey under the name of

"The Shepherd's Stone." This stone was recut in 1866

and its weight thus reduced from 116 to 71 or 72 carats.

"Art for Art's Sake" is a beautiful dream, but hardly

in accord with the present day practical idea, which would

make the engraving of diamonds too great a sacrifice to

encourage.
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Occult Significance of Precious Stones

5v Reginald B. Span in "The Occult Review."

THROUGHOUT the history of mankind there has

always been the belief that precious stones con-

tain occult powers—though to-day this curious

superstition finds credence among very few. The ancient

Jews were particularly credulous in this respect. The

28th chapter of Exodus tells us in what symbolical rever-

ence the Israelites held precious stones. The Oriental

magicians (or magi) believed' that the gems on the breast-

plate of the Mosaic high priest—known as the Urim and

Thummim—contained inherent virtues by which miracu-

lous discoveries were made and the future foretold, and

they formulated a magical system on the occult proper-

ties of gems.

It was considered that when the anger of the Lord

was kindled a strange darkness clouded over the brilliancy

of the stones, but when the Deity was pleased with the

people, the stones of the sacred breastplate gleamed with

additional lustre.

Josephus mentions in his Antiquities of the Jews

(Book III, chap, viii) that during the sacrifices one of

the precious stones (a large sardonyx) which had adorned

the right shoulder of the high priest, became suffused with

a wonderful light if the Lord was present, and threw out

bright rays which darted hither and thither—a splendor

quite unnatural to the stone im its normal condition—and

thus all could tell when the Glory of the Divine Being

was in their midst. The breastplate also served as an

oracle by which the Deity declared beforehand whether

his people would be victorious in battle. The gems al-

ways shining brilliantly before the army set out was a

sign that God was with them and victory would be theirs.

Josephus states that the breastplate ceased to shine event-

ually because God was displeased at the transgression of

His laws.

There is a legend that the names of the 12 tribes were

engraven upon the precious stones of the breastplate by

Moses, who used a liquid of great potency which could

dissolve the hardest substances.

The 12 apostles have been by some identified with

precious stones, as also the 12 months of the year. These

correspondents have been given as follows:

Sapphire, St. Andiew; Jasper, St. Peter; Eimerald, St.

John ; Chrysolite, St. Matthew ; Beryl, St. Thomas ; Chal-

cedony, St. James; Carnelian, St. Bartholomew; Hyacinth,

St. Simeon; Amethyst, St. Matthias: Topaz, St. James

the Less; Chrysoprase, St. Thaddeus ; Sardonyx, St.

Philip.

The months are represented thus

:

January, Hyacinth ; February, Amethyst ; March, Jas-

per; April, Sapphire; May, Agate; June, Emerald; July,

Onyx; August, Carnelian; September, Chrysolite; Octo-

ber, Beryl ; November, Topaz ; December, Ruby. The

diamond strangely enough is not mentioned in either list.

It is said that the virtue and internal strength of the

topaz increase and decrease with the moonlight. A topaz

presented by Theodoric, Count of Holland, to a monas-

tery, gave out so bright a light that it was possible to

read the prayers in the chapel without any other light,

when the stone was placed over the print.

The Romans believed that if a diamond was fastened

on the left arm so as to be in contact with the flesh, it

put into the heart great courage and daring and rendered

its wearer quite fearless. Riny taught that the diamond

was an antidote to poison, cured madness and melancholia

and gave courage. Mary, Queen of Scots, kept a dia-

mond' ring as a protection against all danger, especially

that of poison.

There is, however, another belief that the diamond is

the most potent of poisons. Sir John Mandeville, in re-

ferring to the occult powers of the diamond, states

:

"And if you wish to know the virtues of the diamond,

I shall tell you as they beyond the sea say and affirm from

whom all science and philosophy comes. He who carries

the diamond upon him, it gives him much hardness and

manhood, and it keeps the limbs of his body whole. It

gives hiim' victory over his enemies in court and in war,

provided thait his cause be just, and it keeps him that bears

it in good wit ; and it keeps him from strife and riot, from

sorrows and enchantments, and the power of evil spirits.

The diamond should be given freely without coveting or

buying, and then it is of a greater virtue, as it makes a

man stronger against his enemies, and heals him that is a

lunatic, and those who are 'possessed'.' If venom or poison

be brought into the presence of the diamond, anon it be-

gins to grow moist and sweat. The good diamond loses

its virtue by sin, and for incontinence of him who bears

it, and then it is needful to make it recover its virtue

again, else it is of little value as a talisman."

There used to be a wonderful diamond in the Island

of Borneo belonging to one of the native princes, which

had the power of curing all diseases. This diamond was
placed in a silver bowl containing water, and those who
drank fromi this bowl were healed of their infirmities.

The Governor of Batavia was very anxious to obtain this

stone, and offered fabulous sums for it, but nothing would
induce the Rajah to part with it. Not only did the Malays
believe implicitly in its curative powers, but they consid-

ered that the safety and welfare of their dynasty depend-

ed on its permanent possession. Another valuable dia-

mond which had superstitions connected with it is the

famous Koh-i-noor, which came into the possession of

the royal house of England when Lord Dalhousie present-

ed it to Queen Victoria. (Some people who claim to un-

derstand occult matters, consider that lEngland would have
been better without it.) Before Queen Victoria had the

gem, it was owned by the East India Company, who part-

ed with it in the year 1850, the previous possessor being

an Indian Maharajah who died in England, as a private

gentleman, after many misfortunes. The Brahmins al-

ways believed that the stone possessed occult powers of a

malignant nature which brought misfortune to those who
owned it.

On the other hand, a great many of the natives of

India regarded the transfer of the Koh-i-noor as very

unfortunate to themselves, as they considered the stone

as a sort of national mascot. In a curious old work pub-

lished in 1584, entitled "Discoveries of Witchcraft," the

author, Reginold Scot, states

:

"Various magicians affirm that precious stones receive

their virtues altogether of the planets and heavenlie bo<f-

ies, and have not onelie the verie operation of the planets,

but sometimes the verie images and impressions of the

starres naturalie engraffed in them, and otherwise ought al-

ways have graven upon them the similitudes of such mon-
sters, beasts and other devices (the signs of the zodiac?)

as they imagine to be both internallie in operation and
externallie in view, expressed in the planets. * « *

The dtsires of the mind are consonant with the nature of
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the stones which must also be set in rings, and upon foiles

of such metals as have affinitie with those stones, through

the operation of the planets whereunto they are addicted,

whereby they may gather the greater force of their work-

ing. As for example, they make the images of Saturn in

lead, of Sol, in gold, and of Luna in silver.''

Vicentius, making mention of the jasper stone, states

that some jasper' stones are found having in ithem "the

livilie image of a natural man, with a sheeld at his necke

and speare in his hand and under his feete a serpent";

which stones so marked are to be preferred to all others

because they are antidotes and remedies for poison. There

are other jasper stones to be found figured and marked

"with the form of a man bearing on his necke a bundle

of hcarbes and flowers," and' these have the power of

staunching blood and healing wounds at the moment they

are applied to the skin.

According to the same writer, the diamond restrains

fury' and luxury, and aids abstinence and chastity.

The ruby is mosit comfortable to the heart, brain and

nerves of man ; it cleanses the blood and clears the com-

plexion.

The emerald is an enemy to uncleanliness of every

kind. The sapphire preserves and increases courage, gives

joy to the heart, enhances the enjoyment of the senses

arid the "joy of life," and is excellent for the eyes, pre-

servirig and .strengthening the sight. A similar power is

ascribed to the turquoise, which also is "a cheerer of the

soul," and averts any painful consequences from' a fall.

Van Helmont tells us that "Whoever wears a turquoise

'so that it, or its gold setting, touches the skin, may fall

•from any height, and the stone attracts to itself the whole

force of the blow, so that it cracks and the wearer is safe."

The turquoise loses color with its wearer's health

—

that is, it grows paler—and at the person's death loses its

color entirely, and only recovers it when placed on the

finger of a i)erson in good health.

De Boot states that a turquoise when suspended by a

string within a glass will tell the time by striking the

number of the hour against the sides.

The ruby when bruised in water will prove efficacious

in any optical ailments, and is excellent for liver com-

plaints.

The agate when powdered and mixed with walcr is

an antidote for snake bites. The ancient Greeks and i'o-

mans were well aware of the medicinal properties of the

agate, and used it as a talisman. Archbishop Parker pre-

sented Queen Elizabeth with a wonderful agate and an

account of its magical powers inscribed on parchment.

Green jasper stone is good for affections of the chest,

if tied upon it, andis also efficacious in staunching blood.

'In an inventory of jewels left by George, Earl Marischal,

to' James VI of Scotland, in the year 1622, is a talisuianic

gem tabulated as Wne jasperstane for stcming the liluid."

The amethyst is said to be useful in preventing inebri-

ety, and curing too great a liking for alcoholic beverages.

.The ancient (Jreeks and Ramans believed that it imparted

v.'gilrnue and ex])crtness in business, made soldiers suc-

cessful in vJar, and was helpful in the taming and capture

of birds and animals.

"^he beryl was used, like the "magic crystals." for the

pfadtic^ of clairvoyance.

'''''"!\'ubrey, in his Mjscellanies, states that: "A beryl is a

Ici'iid of crystal that has a weak tincture of red. In this

tlie magicians can see visions. There are certain form-

ulae of prayer to be used before they make inspection

or 'call.' James Harrington told me that the Earl of Den-

ijigh clid .see several times in a beryl thing's past and to

come which proved torr'ect." '

^

"' Reginald Scot, in hi.s' "Discoveries' of Witchcraft."

gives an account of the consecration of beryls (or cry-

stals) for the purpose of "seeing visions." The crystal

was set apart in a little sanctuary and "charged" with

psychic force by a magician or seer, and then no one was
allowed to touch or go near it. The beryl was conse-

crated to St. Helen and as a preliminary to seeing in it,

a cross would be drawn on the crystal in olive oil and
beneath it the saint's name written in the same manner.

The seer would then kneel f^acing the east and offer up
a prayer for guidance and protection. A little child, the

symbol of innocence, would take the crystal in its hands
and stand in front of the seer so that the operator's eyes

would be oti a level with the stone, and a prayer would
then be made to St. Helen that a vision imight be shown
in the crystal which would inform him concerning the

matter he had at heart.

Sometimes, it is .stated, the saint herself appeared in

the crysital and answered the questions. Sunrise was con-

sidered the best time for crystal-gazing. Dr. Dee's cele-

brated crystal is still to be seen in the Ashmolean Museum
at Oxford. In olden times superstitious persons used to

suspend pieces of crystal around their necks at night to

keep off bad dreams and dispel the evil machinations of

witches.

The bloodstone has always l)een considered helpful in

healing wounds and stopping the flow of blood. The
stone must be moistened in cold water and applied by the

right hand of the person injured, to the affected part, and

from time to time dipped again in the cold water. The
Indians always used the blood-stone for bleeding from

wounds. An ancient book translated from the Spanish in

1574 gives an account of "the stone of great virtue called

the stone of blood. The bloodstone is a kind of jasper

of divers colors, somewhat dark, full of sprinkles like to

blood, being of color red, of which stones the Indians

dooth make certayne hartes. The use thereof is for all

fluxe of blood and of wounds, and in this they have great

trust for that the effect hath been seen manye tymes."

The jacinth is said to dispel fever, cure dropsy, and

make a person thrifty, victorious, powerful and genial.

The moonstone v\as considered sacred in medijeval

times. Its yellow lustre on a colorless ground is said to

contain an image of the moon, which waxes or wanes at

the same periods as the moon.

Though the opal is sometimes considered an unlucky

stone to-day, it was not hitherto thought so, for in the

Middle Ages the opal was thought to bring good fortune,

and great virtues were ascribed to this beautiful gem. In

Russia the opal is considered unlucky, as being an embodi-

ment of the evil eye, and very few Russians would keep

these gems in their houses—much less wear them.

Pearls, from' the earliest ages, have always had occult

properties ascribed to them.

When powdered and mixed with milk they* were con-

sidered an excellent remedy for fevers and other ailments.

Pearls dissolved in alcohol and taken in wine were a

beauty specific among the women of ancient Greece. The

ancient Romans wore pearls as amulets. In dream lore

pearls have always been symbolical of tears, and to dream

of these gems is unfortunate, signifying bereavement, loss

or ruin.

Precious stones are symbolical of beauty, spirituality,

power, excellence and grandeur. In the vision of St.

lohn there is a description of the "City of God," which

represents the gates being of pearl, "and the building of

the wall of it was of jasper, and the city was of pure gold

like unto clear glass. And the foundations of the wall

were garnished with all manner of precious stones. The

first foundatjion was jasper; the second, sapphire; the

(Coiiliinicd oil page 72.)
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Why the Sonora is the
Easiest Phonograph
to Sell for Cash

I. Montagnes & Company
Wholesale Distributors

Ryrie Building TORONTO

JEWELERS
The Selling Agents to the
Jewelry Trade through Canada
are

GOLDSMITHS'
STOCK COMPANY
TORONTO,CANADA

il) TONE ARM: Tlip metal tdiio arm of tlie Sonora is

i[uite superior to otlior styles. It operates on a

pivot lit'arini;. li.-is no irremilai' rurvcs. and is solid

and KVibslanlial in constrilot ion.

(J) UNIVERSALITY: Sonora is desisned to play all

makes of disi records |)erfet'tly with a Semi-Per-
manent Sihereii Steel. Diamond, or Sapphire
Needle. The Sonora needs no extra attachments
or chanfjinp of tubes.

{:.) CABINET WORK AND DESIGNS: The beauty of

Sonoia tone has a .harminu eelio in the graceful

lini^s and liaiulsoine fiiush of tlie eabinet work.

(t) SOUND BOX: Careful sele<-tion of materials used

in Sonora Sound I'.ox. and exclusive features ol

coiistrtiction employed, are responsible for tlie lich

Sonora lone.

I". I TONE MODIFIER: Tlie Sonora modifies its tone

at tlie tliroat of I lie aniplitier. not at the exit—
a perfe<'t modulation of volume, not a muffling or

impairing of tone elarity.

(HI AUTOMATIC STOP: This is thoroUKhl.v reliahle

\et exeeedinrly simple in its operation, reciuirinj?

iiiit one adjustment.

(7) MOTOR: Sonora takes pride in being a leader in

Motor construction, both in the standpoint of

durability and running time. Sonora Motors run
from fifteen to forty-five minutes with one wind-
int;. and are built to last a lifetime.

IS) SOUND AMPLIFIER: Ma<le of wood throUKh-
out. built on patented scientific principles, this

forms one of the m;iin contributing features for

Snnoras tone sujieriority.

(!i) ENVELOPE FILING SYSTEM (In models above
the Trovatore): This is of ideal simplicity and
convenience, and permits the quick location of any
record desired.

(1(1) ALL WOODEN TONE PASSAGE: (lOxtra). This
is a feature which is exclusively Sonora's, and
adds the final element to perfect the reproduction,
liroducing a lesult which is really unbelievable
until the Sonora. built with this efiuijiment, is

heard.

Ill) CERTIFICATE OF GUARANTY: A veritable in-

surance policy against defective materials, poor
workmanshij), etc.. is the (Juaranty which ac-
comjianies every Sonora.

(12) TONE QUALITY: At the I'anama International
Pacific Kxposition Sonora. in competition with the
world's foremost phonographs, won the highest
score for tone quality.
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tonaojiTiipEn paiirta(gnDft
Conducted by C M Pasmore

How Others Succeed

THE most convincing argument

for the phonograph depart-

ment as an adjunct of the

jeweler's shop is to cite the successes

already achieved in this line by those

who have taken it up; while the most

useful advice that can be given as to

methods is to cite the methods of

those who have achieved success.

Recognizing this The Trader has

got into touch with jewelers who have

done well in the phonograph business,

and from time to time has published

fragmentary items from their experi-

e;i'-es. Unfortunately, in the majority

of cases, these men have been reluc-

tant to have their names appear in

print. Recently, however, more com-

prehensive articles have been obtained

concerning the business growth and

methods in handling phonographs of

certain well-known jewelers, which

will appear from time to time in these

pages.

The first of these, concernmg Mr.

E. V. Warne of Peterboro. will be

found on another page of this issue.

Others will appear subsequently, it

is to be hoped that the trad'e will read

these experiences and take advantage

of them, avoiding the mistakes that

were sometimes made and profiting

from the successes these men have
achieved in what should ultimately be

one of the most profitable depart-

ments of the average jewelrv store.

Don't Hide Your Light

THERE are plenty of jewelers

to-day whose idea of a phon-

ograph display is to set a

machine in the window and let it go
at that. It does not occur to them to

make the window background such

that the machine will show up with

artistic effect by contrast. They do
not think of taking the maker's maga-
zine advertisements, mounting them
neatly and using them in the window.
They would not think of making a

fresh sign each day on a sheet of

clean white Bristol board, reading,

"Now We Sell Phonographs;" "Here
is the Newest and Niftiest of Phono-
graphs;" "You Get Only its Appear-
ance From Outside, Come In and Lis-

ten to Its Voice;"' "New Tone Pro-

ducing Devices Make This Machine
a Wonder;" "Have You a Few Min-
utes to Spare? Come In and Let Us
Give You a Concert;" "We're Always
Glad to Play for You;" "No Machine
Made Produces Better Dance Music;'"

"We Can Make Prompt Delivery of

These."

We're not looking at anyone in par-

ticular, but—are you selling as many
machines as you would like to sell?

*
* *

A Tip from the M ar

Trad

ONCE upon a time there was no

great trade in automobile ac-

cessories. But as the number
of cars increased the number of ac-

cessories, availahle and actually pro-

cured, increased not only in total bulk,

but in average per car. As a result

the accessory part of the automotive

trade has grown within the last ten

years from a negligible end of the

business to a department in which, it

has been estimated, $19,000,000 will

be spent this year in Canada alone.

This is exclusive of tires, gasoline,

and all equipment furnished with new-

cars. Tires alone (not including

those furnished with cars) bring the

total up to over $73,000,000 in Can-
ada.

Of course the phonograph business

can aim at no such figures as these

;

but the accessory end of this business

too, at present almost disregarded by
many dealers, may have in it financial

possi'bilities proportionately great, and
from which a huge harvest of profit

may be reaped in years to come by the

live phonograph dealer.

* *

To Improve Tone
An invention which he claims will

eliminate practically all metallic

noises from talking machines using

interchangeable needles, has been de-

vised by George A. Adams, of Omaha,
Neb. The attachment is a composi-

tion of metals, wax, rubber and other

ingredients in the shape of an S, and
is composed of several different lay-

ers. Patents have been applied for at

Washington, Canada and England.

Standardizing Study

IT is well known to those who fol-

low educational matters that

music as a study is slowly tak-

ing its place with regular academic

subjects in the curriculum of high

schools and colleges. This tendency

has brought with it certain problems

which are now engaging the atten-

tion of educators and the solution of

which will create something resemb-

ling a standardized system by which

music may be properly rated as an

academic subject.

The problems suggested include the

granting of credits for study done pri-

vately by the applicant for college ad-

mission or accredited by the high

school or preparatory institution at-

tended by the student.. Then comes
also the question as to the qualifica-

tions of the private teacher under

whom the study of music is pursued.

Manifestly, if there were some way
of determining whether or not the

private music teacher were proficient

in every way, the whole matter of

granting credits would he simplified.

It will be still further simplified,

however, when those responsible for

such courses map out a recognized

and accepted course of phonograph
instruction which, by its standardiza-

tion, will assure reasonably standard

results from any teacher for any stu-

dent taking his preliminary work ex-

tra-murally.

Patience and Stencils

REMEMBER that some patience

is required to sell talking ma-
chines successfully. You and

your sales people will do well to ac-

cept this as a principle, knowing that

a sale of a talking machine will no:

only mean a nice profit but will mean
placing an article from your store

where the entire family can see and
appreciate it, and where it will be a

constant reminder that your store is a

good place to trade. A good many
dealers nowadays, bearing the above
fact in mind, have "stencils" of their

name made and place one ty the side

of the manufacturer's stencil in the

lid of the talking machine cabinet.
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The

The signs that are preferred

fci? the best furnished homes

Gerhard Heintzman
(MADE IN CANADA)

OUR business has not grown just because

the phonograph business has grown.

It has rapidly developed because there

has grown up throughout Canada a big de-

mand for the very type of phonograph that

the Gerhard Heintzman factory produces. It

has grown because the hundreds of owners

of Gerhard Heintzman Phonographs have

given the Gerhard Heintzman a good name

for careful, artistic and enduring workman-

ship. The result is that the name Gerhard

Heintzman on a phonograph has come to

denote the instrument that the most fastidious

musicians recognize and approve.

Gerhard Heintzman
Limited

Head Office and Factory : Sherbourne St.

TORONTO
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He Guessed Right the Second Time
EV. WARNE, jeweler, of

Peterboro, guessed wrong
* on his first essay into the

phonograph game. Had he been less

firmly convinced thait there was
money in phonographs, he might have

let it go at that—in which case he

would not now be receiving several

thousand dollars a year net profit

from this department.

Mr. Warne's first effort in the

phonograph field was a miscalculation

on two counts. In the first place he

bought only one machine. In the

second, it was a machine which was
not nationally advertised. A sales-

man, more gifted' vocally than the

machine in question, persuaded Mr.

Warne to put one in stock.

And it stayed right there—in stock.

This was three years ago. At the

end oi the first year Mr. Warne be-

gan to wonder who was going to pay

the back rent on the space the phono-

graph was occupying, not to mention

interest on the investment. He had

long since given up hopes of profit.

Yet it didn't seem reasonable to him

that phonographs would not sell in a

jewelry store. So far as he could see

they should sell, and for his part he

intended to sell them. The question

was, how?
To begirt wiith, he threw out the

non-advertised phonograph. That was

a good start.

Then he began to d'o a little figur-

ing after this manner : I can't sell

people an unknown make because

usually they won't even stop to listen

to it. And the few who do stop to

listen to it always seem to want one

of another style cabinet, or at another

price. Therefore, if I am going to

sell phonographs they must be of a

make of which people have heard, and

I must have sufficient variety in ap-

pearance and price to suit everybody's

requirements.

The result of this line of argument

was that Mr. Warne went out after

the local agency for a widely adver-

tised phonograph. He put a good

assortment in stock. He began to sell

phonographs in ever-growing num-
bers.

Mr. Warne's shop was compara-

tively small, as may be seen from the

accompanying illustration. The chief

problem seemed to be to find space to

display a line of phonographs to ad-

vantage. Running dtown the entire

left wall, as shown in the picture, was

a massive set of display cases for

silverware, china, etc. The cases and

their pillars projected for some little

distance into the shop. They were
costly, and rather gorgeous. But Mr.
Warne doubted if they were paying

rent for the space they occupied.

They represented a lot of money,

but he ripped them out and put in

phonographs. He substituted two
rows of shelves at a height of about

five feet from the floor, on which

clocks etc., are shown. Beneath these

there stands a row of a dozen or more
period cabinet machines, extending

the entire depth of the store.

This was the first step. But as Mr.

Warne wanted to keep more machines

in stock than could be thus accommo-

MR. E. V. WARNE.

dated, he rented warehouse space else-

where. This made it possible to keep

in the shop a fair assortment of the

different styles of cabinet while dupli-

cates were held in the warehouse—
also duplicate styles finished in other

woods.

The next step was to rent the room
back of a tobacco shop next door. A
connecting door was opened into this

from the jewelry shop and it was put

into use as a demonstration room
where the customer could be kept free

from the distractions of the store. The
addition of the room also made it pos-

sible to keep a larger assortment of

machines on view—a departure which

was necessitated from the fact that by

this time Mr. Warne was stocking

from 25 to 50 phonographs.

In this connection it would be well

to repeat Mr. Warne's advice to jew-
elers anent handling phonographs, the

result of his own experience ; unless

you are willing to "go strong" on this

line it would be better not to attempt
it at all.

Mr. Warne does not mean that it is

necessary to carry as large a stock

as he himself carries. That is excep-
tionally heavy owing to the excep-
tionally heavy phonograph business

which he is doing. He concedes that

he could do almost the same business

with a slightly smaller stock, and that

he could still do an excellent business

with a much smaller stock. But Mr.
Warne wants all the business he can
get, not only now but in the future,

and he figures that his surplus money
may as well be invested in machines
(which are constantly increasing in

price) as deposited in the bank at a

trifling rate of interest. It was to take

advantage of the rising price that he
invested strongly last summer, before
one of the periodic increases, with the

result that at one time he had a total

of 98 machines in stock—a heavy in-

vestment, but one well worth while,

as subsequent events proved. Sales

were so brisk that his money turned
over rapidly enough, and most of the

machines went at the higher fixed

price which caime into effect after he
bought.

Mr. Warne is naturally chary about

making public the actual extent of his

business in phonographs, but it is an
"open secret" in Peterboro that any-

where from six to a dozen new ma-
chines are delivered to him every two
or three weeks.

The Christmas trade has proved to

be good with Mr. Warne. Not only

do phonographs sell like hot cakes at

that season, but in his case fifty per

cent, of the sales are of expensive

models, retailing at from $250 to $550.

The summer trade, however, is his

favorite, as it appears to be with most
dealers similarly situated. It is then

that the motor car comes into play

for country business. Farmers have

money these days, and seem to prefer

to pay cash for their machines in

many cases. Cash business naturally

means quicker turn-over of the money
invested in stock, eliminates the mak-
ing of colleOtions, and—well, every

merchant knows or should know the

advantages of cash over credit busi-

ness.

When necessary, however, Mr.

Warne gives reasonable terms, and so

far has experienced no trouble in ob-

taining payment. Machines are al-
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" The Aristocrat of the Phonograph World "

CECILIAN
CONCEK-TPH^NE

TTHE masterpiece of refined

design, faithful tone re-

production and marvellous

mechanical operation.

Q^RTISTIC BEAUTY,
musical excellence and

rehability have made the

C e c i 1 i a n Concertphone the

favorite in many Canadian

homes.

TTHE all-wood amplifier, the

wonderful ball- bearing

tone arm, the modulating tone

control, the patented electric

stop, are some of the prominent

features of Cecilian Concert-

phone construction which are

responsible for its exceptional

high standing in the musical

world.

Write for Catalogue "SUPERB" MODEL
Height. 40 in.: Width, 17«/2 in.

$185.00

Prices from $90.00 to'$375.00

The CECILIAN COMPANY, Ltd.
"f

Canadian Distributors for Cecilian Concertphones

247 Yonge St. - TORONTO
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ways paid for within a year, and by

that time the purchaser has become a

permanent visitor to the shop—has

developed the habit.

Mr. Warne does not wait for busi-

ness. He goes after it. Everyone who
comes into his shop to buy jewelry is

a potential purchaser of a phonograph.

And even though it should develop

that they are not real "prospects"

themselves, a good propor'tion of them
are able to furnish information lead-

ing to the location of other prospects,

and subsequently to sales.

When the name of a new prospect

is obtained, Mr. Warne or his sales-

man cal'ls with a machine and pro-

ceeds to give a demonstration right in

the potential customer's home. In the

majority of cases this procedure wins

ill the end.

Mr. Warne has plenty of competi-

tion. There ar« four music shops and'

a drug store in Peterboro handling

various lines of phonographs. But by

the method outlined above Mr. Warne
has an advantage over all of them,

since his jewelry customers provide

him a field which neither the drug

store nor the music stores possess. A
drug store's business is too catholic,

that of a music store too restricted.

Mr. Warne's jewelry customers, on

the other hand, constitute just the

proper sort of cl'ientek. His jewelry

business, in short, has helped him to

sell phonographs. On the other hand

it has not infrequently happened that

his phonograph business has brought

him new customers in the other de-

partments—has helped to sell jewelry.

His phonograph salesman has made
a careful study of the machine in its

every deitail, and is able to handle

with ease the few repairs that are to

be made—perhaps it is more politic

to refer to them as ''adjustments.'' It

is of interest to note here that these

have been so few up to the present

that Mr. Warne feels completely safe

in putting a blanket five-year guar-

antee on every phonograph sold. His

estimate is that the cost of such ad-

justments will not be more than $2

per machine for the five-year period.

In the realm of records, Mr. Warne
is doing well, but hopes to do consid-

erably better. This part of the de-

partment, in fact, grows rather more
quickly than the busiiness in phono-

graphs themselves, for this reason

:

that the sales of records to new pur-

chasers grow proportionately with

the increase in sales of the machine,

since each new owner must have a

certain number of records to start out

with, while in addition to this, pre-

vious purchasers of machines are con-

tinually buying new records. It can

be seen therefore that even were sales

of machines to decrease slightly there

could stil'l be continued growth in the

number of records sold from year to

year.

In consequence Mr., Warne is pay-

ing increased attention to this section

of the department, and is also en-

deavoring to put it on a raither better

footing than in the beginning.

At first, until trade started coming

his way, he thought it necessary to

be fairly open-handed in the matter

of records. Customers were permit-

ted to take these on approval. In

many instances they were in no par-

ticular hurry about returning those

they did not desire to keep. Sometimes

they were brought back in a damaged
condition. Even when brought back

in good time and undamaged this form

of business occasioned a lot of bother.

Hence he is now endeavoring to

work this business around to a cash

basis, and as a firsit step he has made
a rule that records taken on approval

can be retained for one day only, and

that half the number so taken must

be purchased. This has assisted mate-

rially in adding to his record profits

and decreasing his record losses.

Taken all in all, Mr. Warne has

found the phonograph business some-

thing more than a side-line for his

jewelry store, and has continuous

cause to congratulate himself that he

took a second guess on the problem

of how the business should be attack-

ed.

Never Too Old

A gentleman recently dropped in to

spend an evening with a friend, a

building contractor, who is a self-

made man. He started as a laborer,

became a bricklayer, finally rose to

foreman, and then opened up his own
business. He is the last man in the

world any one would suspect of senti-

ment or anything approaching it. His

hands are gnarled, rough and red.

If he tried to strike a note on the

piano, he would hardly be able to

press a key. His imanner is gruff, -and

oftentimes in conversation uncon-

sciously he moistens his hands just as

he did many years ago when he held

a pick. His vocabularly probably

consists of 300 words at the very out-

side. This man was talking about

Chaminade's "Scarf Dance." His

eyes brightened and glistened.

He had been introduced to music

by a phonograph. His education had

come at an age when people are not

usually expected to develop new in-

terest ; but music had given him some-

thing he had never before obtained

from life, and it was the phonograph

that did it.

WHERE WOULD YOU PUT PHONOGRAPHS IN THIS STORE?
Mr. E. V. Warne solved the difficulty by ripping out the elaborate set of pillars

and displays cases seen on the left in the picture. A row of phonographs now extends
the entire depth of the store.

Music to Clear Street

Plans for keeping Fifth Avenue

cleand and for upholding its reputa-

tion as the greatest retail thorough-

fare in the world were made recently

by the Fifth Avenue Association. It

was decided that a committee would

take steps to provide music in the

parks below Thirty-fourth Street dur-

ing the lunch hours, as a means of

attracting the factory workers from

the avenue where they are accustom-

ed to congregate and block the side-

walks. The committee will seek the

co-operation of the mayor, aldermen

and police commissioner in its efforts

to rid Fifth Avenue of these assem-

blages.
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is behind

Gennett

Records

They're Writing and Wiring Us
EVERY day we receive letters, 'phone messages and telegrams with opemng orders

for Lateral Cut GENNETT Records.

It doesn't take the Canadian Dealer long to see and grasp such an opportunity

as we have provided for profit. Get in early or you may be regretting it later. We
will deliver our well-known service in this matter as in all other transactions.

service

Every time—
'necords that

1\ "llitalize trade,N.B.—The Starr Com-
pany, fulfilling their
well-known policy of
the past 48 years to

put the highest possible quality

into their output, have doubled
their appropriation for recording
purposes in New York, and also

have exclusive recording arrangements with two
of the fine.st English laboratories, a-ssuring us of

the work of the very foremost European artists,

and such famous bands as

His Majesty's Scots Guards
His Majesty's Irish Guards
Honorable Artillery Band
Foden's Prize Band (winners of the $1,000

prize in 1919).

as well as the crack orchestras and instrumentalists and such in-

ternational favorites as Alex. Prince, Pamby Dick, Ollie' Oakley, and

many others.
^^^ ^^^ newest hits are found in GENNETT RECORDS.

The Starr Company of Canada

Increase
^^ustomers and
Vi-/ Wp nlarge

r J your profits

LONDON ONT.
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Where the Money Lies

PROBABLY every new dealer in

phonographs feels the same
temptation, in the beginning,

to play heavily for the sale of ma-
chines to the comparative disregard

of records. Most of them, sooner or

later, discover the error of this; and
6ome, in time, come to the opinion

—

whether rightly or wrongly—that if

any emphasis is to be given one line

in excess of the other, that emphasis

is due records rather than machines.

While this last position is extreme-

ly debatable, there can be no question

of the fallacy of the first position:

that which emphasizes machines at

the expense of records.

Geitting away, for the moment, from
consideration of the respective pro-

fits on a phonograph and on a record,

the one figured in dollars, the other in

cents, let us consider the two from the

standpoint of potential business.

If you handle machines, you have

probably estimated the potentialities

in this line fairly accurately.

It opens up a new source of rev-

enue from customers already coming
to your shop to buy jewelry.

It brings to your shop phonograph
customers who may thereafter be

clinched as jewelry customers.

It leaves you a large net profit on
sales, even when interest on invest-

ment, shop overhead, rate of turn-

over, and all similar itemis are taken

into consideration.

It is in harmony with the best of

your jewelry business, and therefore

has an advertising value in adding
tone to your establishment just as

does a good line of jewelry.

So far the phonograph line goes by
itself. Its one other virtue is that it cre-

ates potential customers for records

;

but this does not do by itself. Its

success in this depends upon your
ability and determination to retain

these customers as your customers.

Now as to records

:

They also open up a new source of

revenue from customers coming to

your shop to buy jewelry and who al-

ready own machines purchased either

from you or elsewhere.

They bring to your shop purchasers
of records, who may be clinched as

purchasers of jewelry.

They give a rapid turnover and a

good profit, which, while small in the

individual item, mounts up when
gross sales are considered ; whereas
shop overhead is not large in this line

in its proportionate share of salaries,

and practically negligible in its share
of all other items.

From the above it might be decided
that the comparison was still in fa-

vor of the machine against the re-

cord. But there is one card still to be

played. It is this:

When you have sold a man a ma-
chine—a good machine—he ceases

right there, in nine cases out of ten,

to be a prospect for the further pur-

chase of phonographs.

But when you sell a man a record,

or a dozen, or fifty, he is still a pros-

pect for the further sale of records.

The initial enthusiasm for playing his

phonograph may die down for a time,

but so long as the machine exists and

is in running order he or someone
else will continue to buy records for

it—^that is, they will if you play the

record end of the business as strongly

as you should.

The sale of phonographs will con-

tinue to maintain an accelerating rate

of increase up to a certain point. Af-

ter that the increase will be a little

less each year. In the course of time

there may cease to 'be an increase in

the number of machines sold ; the de-

mand will then begin to fall off. And
eventually, when every potential cus-

tomer has been sold, sales of new ma-
chines will be confined to the replace-

ment of discarded phonographs and
to such new customers as are provided

by the growth of population.

It is not so in the case of the re-

cord. The volume of records sold

depends, not upon the remaining

number of unsold prospects, as in the

case of the machine, but upon the

number of people who own machines.

And the number of records yon sell is

in no way limited by the num.ber of

machines you have sold. People will

buy records from you, no matter

where they have bought their ma-
chines, if you go after the record

business with the right amount of

persistence, intelligence, and enthus-

iasm.

This, then, is a live and profitable

business, with illimitable opportunit-

ies for future development no mat-

ter what happens in the case of phon-

ographs.

It might be interesting for you. in

\'iew of this, to try an experiment.

Take as an instance one of your old-

est customers. 'Make a note of the

machine he owns, and the profit that

was made in selling it. If you did not

sell it yourself, or have forgotten, put

down a liberal estimate of the prob-

al)le profit. Then enquire as to (or

estimate) the number of records that

liave been purchased for this machine,
and divide by the number of years to

obtain an average. Reduce this by

from twenty to fifty per cent, to dis-

count early enthusiasm in the pur-

chase of records. You then have a

fair estimate of the future number of

records per year that will be bought

'for this machine. Multiply this num-
ber by the ten or fifteen years' prob-

able life of the machine—whatever

your judgment would esteem it to be.

The result should be a fair average

of the number of records that will

be bought for every machine owned or

to be owned in the country.

Then multiply this total with an

estimated profit per record, and com-
pare the sum with the original profit

on the machine itself.

Does it compare?
If worked out carefully, and even

taking conservative estimates, the re-

sult will probably surprise you—give

you a new light on the lucrative pos-

sibilities of the record business.

Of course, the sale of the phono-

graph is an essential to the consump-
tion of records, and no argument that

can be offered in support of pushing

the sale of records should be con-

strued as a plea against the pushing

of the complete machines.

The tendency may be, however, to

overlook the big possibilities in the

sale of records, and too much em-
phasis cannot ibe placed upon the im-

portance of giving records their due
attention.

Moreover, the sale of records is not

confined to the users of the particular

machine that you may be handling.

Records can be sold to any or every

user of a phonograph of whatever
make in your locality. That is as-

suming that such phonographs are

equipped, as most of them are now,
v\i*h a universal tone arm, or can be

>o (quipped.

It can readily been seen, therefore,

I hat the. jeweler who makes a big

i-'cat-ire of records will eventually at-

tract to his store 'many owners of
phonographs other than owners of

the machine he handles, and this is of

direct benefit to him, not only inso-

far as the sale of records is concerned,

but also in view of the fact that it

opens up opportunities for him to re-

place with his phonograph the ma-
chines in use by these customers, thus

developing complete machine sales

possibilities.

Hundreds, perhaps we may say

thousands, of jewelers on this conti-

nent are now retailing phonographs,
and, judging from the interest shown
l)y jewelers in records, eventually the

phonograph department will be as

common in the jewelry store as the

silverware department is to-day. Un-
less the jeweler, however, gives due

( Continued on page 66.)



THE TRADER

Of Course
Mr. Warne is an

Exclusive

/^N another page of this Journal you will find a most
^^ interesting article on the splendid success of a

jeweller in handling phonographs. The jeweller is

Mr. E. V. Warne, of Peterborough, and, of course, he

handles nothing but Pathe.

Mr. Warne's experience is one that you may duplicate to your profit.

Though a Pathephone costs no more than an ordinary phonograph, it has many
exclusive and sales-clinching features, which give the Pathe dealer decided advantage

over competitors.

It plays Pathe records with a round Sapphire Ball that never has to be changed

and cannot scratch the record. But the purchaser is not limited to Pathe records

—

because the Pathephone plays perfectly all malfes of records.

Pathe cabinets are not the usual ugly boxes, but are of period design, correct

copies of beautiful old furniture.

Pathe numbers among its artists many of the world's greatest operatic stars in

addition to the biggest selling popular artists.

There may be opportunity for a Pathe agency m your town—particulars on

request.

Pathe Freres Phonograph Sales Co. Limited

8 CLIFFORD ST., TORONTO
Pathe Distributors Limited, Winnipeg
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Phonographs for Factories

Is
there a factory in your town

—

or a foundry, or machine shop,

or mill ? Is there any sort of an

institution which employs more than

a handful of men and women?
Then sell them phonographs.

Music was tried out in many of the

mimition plants of the United States

during the war. Then a few individ-

ual's in other plants got the id'ea that

music might also be made to help

in the manufacture of other things

than munitions. The result was that

since the end of the war the idea has

spread rather than diminished ; and
some of the larger concerns, employ-

ing many thousands of hands, actually

engage spmyhony orchestras for the

purpose of giving concerts for their

employees.

Of course only the very large firms

could afford to go in for entertain-

ment on such an extensive scale, but

very simall institutions could easily

afford phonograph concerts for the

workers at noon and in the evening

—

and even though evening concerts

might not attract, noon-time musi-

cal«s would be almost sure to do so,

especially if helped out by a choir, as

they would be sure to be in time.

In such concerts the mistake should

not be made of allowing them to be-

come too informal—that is, of leaving

the machine there for anyone to run

who might nominate himself as direc-

tor of ceremonies. The only accept-

rb^e method, in which the desired end

could be accomplished, would be to

have someone appointed in charge of

the machine and records, and respon-

sible for theim. A good idea would be

to have the programme for the follow-

ing day posted up in the works each

afternoon'. Knowing the programme
in advance invariably helps to stimu-

late interest. Another acceptable

plan, which could be used' in conjunc-

tion with this, would be to have let-

tered cards, giving the name and com-

poser, shown with the playing of each

piece.

"But what's the idea of all this?"

someone asks. Simply that music,

properly used, has been found to be

one of the greatest harmonizing influ-

ences—an invaluable aid to produc-

tion in these days of labor unresit and

turmoil.

It should be added here, too, that

to obtain the best results the best

music should be used, irrespective of

the probable prejudices of the workers

themselves in favor of jazz. We have

had too much jazz. Jazz has cor-

rupted all our habits of thought, our

methods of work, our poiitical, and
even our religious conceptions. When
you see a man trying to keep up a

$10,000 standard of living on a $5,000

income, that's jazz. When some
hitherto innocuous preacher suddenly

blares forth a new doctrine which,

while it may not be sacrilegious,

sounds uncommonly like it, that's jazz.

When you see Parliament merge from

two, and then re-divide itself into half

a dozen parties, each of them shout-

ing for the support of the nation,

that's jazz. And all the labor unrest

and turmoil referred to above—that,

too, is an outward semblance of the

prevailing spirit of jazz.

And if music is to be used to steady

men down to the normal, healthy pro-

duction of the goods the world needs,

it must be music, not jazz.

An example of how the idea was
put into practice in one specific in-

stance is provided by C. D. Isaacson

concerning the introduction of con-

certs into the works of the National

Conduit and Cable Co., of Hastings,

N.Y. He says, in part

:

At noontime, when the men poured

out of the shops, they saw the an-

nouncements, and instantly the music

had started its work. Some of them

were glad all over—you could see it

in their faces, and' the way they spoke

of it. Others laughed and joked, re-

marking, "Sunday school coming next,

I suppose." But it was something

unusual^—it broke up the humdrum of

the day and made them all wonder.

Everybody had something to say as

the time drew near. In many work-

ers' homes, they had made their plans

to hurry through supper and be there

early so as to miss not a note. Wives

were particularly excited—this was a

fine thing they were doing for the

people. Along the tracks and up the

road others joked about the "Evening

of high class music" and sarcastically

talked about not wanting to miss it.

I wonder whether the men bending

over the hot fires or handling the

sizzling metals thought of the incon-

gruity of their jobs and the concert

scheduled to be heard right in the

midst of the curious environment ?

The night of the concert arrived.

Some of the men and women rushed

away at the close of the day—no loit-

ering around the yards for them. They

were off to get fed' and washed up and

back to the music. Others, mostly

the fellows who poked fun at it, were

loathe to go. They knew it was all

rot, but they felt as though they'd

better have a look in. From half-

past six until the time that the con-

cert was scheduled to start, gangs of

men hung about the tracks, trying to

make up their minds whether they'd

go down to the village or have a look

in at the music, just to see what it

was all about. The people who laugh-

ed at the "high-class music" began to

break up into factions as the hour

ap])roached; more and more there

were who were in favor of getting a

slant at it. Some were stubborn.

Some just wouldn't go; but as the

others began to arrive, looking all ex-

cited and happy, the cronies began to

coax, "Aw, come on in, come on in"

—and the ranks just fell away. The

whole crowd poured bashfully into

the building and lost their sneers.

We played sentimental high-class

violin compositions, simple, classic

things, and you should have seen how
they were all carried off—how the

fringe of the sneerers was particu-

larly affected, the fringe of sneerers

which applauded most enthusiastically

of all. There were famous bits from

grand opera ; there were solos which

seemed, without a word in them, to

be describing a beautiful night scene,

mothers and their children, scenes in

the country. They accepted every-

thing for what it was worth.

The people poured out of the hall,

all happy ; and I think the happiest

were the scoffers, who went out thor-

oughly made over to good music, made

over to a finer set of ideals. For the

night only perhaps. But a regular

series of nights like that will make

them over altogether.

Mr. von Keller tells me that the

concert was a complete success. It

was reflected in better work the next

day. It was reflected in the fact that

hundreds of employees said so, said

that was what they needed.

They've organized an orchestra

now. They're beginning to develop

a chorus. We convert the musicians

to a better understanding of life and

business ; and we convert some of the

workers to a better understanding of

idealism and beauty.

An interesting feature of the Bos-

ton "Sunday Advertiser" is the sec-

tion devoted to "News for the Talkiirr

Machine Fans," in which interestin;'

items regarding noted recording ar-

ists, new lypes of machines and rec-

ords, and some trade happenings are

presenr.'d. The dop-irtment oc.-jpic

about f-.iur colinr.ns and is well l.^n-
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TONE-CLEAR
THE original liquid cleaner for Phono-

graph records. Makes old records

play like new. A 100% article

with a 100% guarantee. It improves and

lengthens the life of any record, and reduces

the chance of damage to them by 90%.
One bottle sufficient to clean over 250

records.

Sells for 75 cents per bottle

Dealer^s price 45 cents per bottle

A package of one dozen bottles or over only

sold at this figure. Write to-day for a car-

ton of one dozen bottles; also ask for my
latest catalogue, which contains a list of

fast-selling phonograph accessories and

supplies.

H. A. BEMISTER
10 Victoria Street, Montreal, Que.

"ELECTRO"SILVER
POLISH

Has No Equal

For

Cleaning

Silverware

Used by
All Leading:

Jewelers

Quality and
Quantity

Tliis is obtainable
tliroiigh the usual
wholesale channels, and
is profitable for you to
handle.

Phonographs Help Doctors

In Treatment of the Insane

At a recent banquet, the speaker of

the evening was Dr. Walter B. Ryan,

superintendent of the Hudson River

State Plospi'tal, who gave a particu-

larly interesting address which dealt

with the soothing effect of music on

the insane and weak-minded and told

how music and musical instruments

were being applied in the asylums of

the country. "To the asylums of

France is due the credit of having first

in'troduced music as a regular feature

in the course of treatment," said Dr.

Ryan. At the hospital for the insane

near Rouen, an attempt was made,

early in its history, to organize a band

of music and a chorus and so suc-

cessful did it prove that the example

was followed by numerous other in-

stitutions, not only in France but else-

where on the Continent.

"At the present time we have in our

State hospitals in each ward the music

of pianos and phonographs, and prac-

tically every hospital is equipped with

either a band or orchestra or both.

Our own experience has been most

gratifying in exciting the interest and

allaying the irritation of patients.

They are evidently influenced for good

in the majority of cases, and take an
intelligent interest in the concerts

provided for them, both in the ward
and in the assembly hall.

"A great authority on melancholy,

quaint old Robert Burton, firmly be-

lieved in the art, and declared it un-

necessary to waste time over 'declam-

atory speeches in praise of divine

music,' for it was well known that

"beside the excellent power it hath to

expel many other diseases, it is a sov-

ereign remedy against despair and
melancholy, and will drive away the

devil himself.'

" 'Next to theology,' said Luther,

'I give the highest place to music, for

thereby anger is forgotten; the devil,

also melancholy and many tribulations

and evil thoughts are driven away.'

"Richard Browne telis us that he

was daily enlisting the services of

music in his medical ministrations.

In his experience it was of greatest

use in dealing with the mentally

afflicted. He was in the habit of call-

ing in its aid for the treatment of

melancholia, mania and hypochon-

driasis, though he did not despise it

when curing the gouty

"In briefly summarizing the results

of experience, I would say that we
have in music an element of moral

treatment in the care of the insane

that we cannot afford to neglect. It

is within reach of all hospitals for the

insane to provide systematic musical

entertainments, and I am glad to say

that those institutions which care for

the insane in this state are progressive

along this line."

Where the Money Lies

(Continued from page 63.)

consideration to the profit possibilities

in the marketing of records as well

as complete machines, he will not get

from his new department the returns

that it should pay him. The individu-

al sale of records, of course, is far

below in dollar value that of the aver-

age better quality instrument, but once

a purchaser O'btains a first-class talk-

ing machine the chances of again

selling him in a long term of years

are quite slim, and if the dealer will

spread his profits on that one sale

over the number of years in which

the machine will be in use, he will re-

alize by comparison the much greater

possibilities in the sale of records

continuously to that purchaser during

that term of years.
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Explosion of Artificial Eyes
By Alexander S. Rochester, M. D.

The phenomenon of the spontaneous explosion of

Snellen improved artificial eyes was definitely brought to

my attention by a report from one of Dr. Casey Wood's

patients, which told of having had two different eyes ex-

plode within a short space of time, each accident happen-

ing while the eye was being worn in the proper manner.

Thinking it might prove interesting and, at the same time,

develop some facts of value, a short notice was inserted in

the "Opthalmic Record," requesting a report on any cases

of this kind that might have come under the observation

of the readers. In response to this request, I have receiv-

ed twelve replies from different physicians telling of eight-

een occurrences of this nature that have happened in their

practices.

As to the particulars regarding the circumstances at the

time of the explosions, all the cases present histories of a

more or less similar type. The story as told hy the pa-

tient is generally on the order of the following: He will

state that while engaged in some normal occupation, or

pastime, he suddenly heard a report as if a pistol were shot

off in close proximity to his head, at the same time he felt

a sharp pain in the affected orbit and, on placing his hand

to the part, found the eyelids covered with blood. Quite

naturally he generally tells that he was greatly frightened

and immediately consulted his oculist.

The replies from the physicians to whom these pa-

tients reported show that none of the orbits sustained ser-

ious damage. In 88 per cent, of the cases there was some

abrasion of the orbital lining membranes, varying from a

slight cut which healed in several days, to deep lacerations

which required two weeks in healing. From one to ten

pieces of broken glass were found, in most of the cases,

im'bedded in the soft tissues, and had to be extracted by

the attending doctor. Two of the patients lost conscious-

ness, but this was in each case due entirely to fright and

occurred in individuals of a hyper-sensitive nature.

Quite a number of the patients state that their first im-

pression at the time of the accident was that they had been

shot in the eye, and even some of the by-standers have

heard the report and seeing blood running from the orbit,

have, for the moment, held the same opinion. Each ex-

plosion reported was absolutely spontaneous, there being

no cause to which the individual could attribute it.

The receipt of this series of reports has shown that the

spontaneous rupture of the Snellen improved eye, while

being worn in the orbit, is not a remarkably rare accident.

In fact, I have found, through interviewing one of the

large manufacturers of artificial eyes, that during the

course of a year they will probably lose twenty-five eyes

by spontaneous explosion, this occurring while the eyes

are stored on shelves and from a stock numbering twenty-

five thousand. This means that one-tenth of one per cent.

of the improved eyes manufactured may be expected to ex-

plode, even though they be lying quietly packed away.

In attempting to find the cause of these explosions, the

method of manufacture was first studied and the manu-
facturers themselves interrogated. The makers state that

in producing the Snellen improved type, it is absolutely

necessary to seal the back of the eye while the whole ball

is at a white heat. This naturally results in a partial vacu-

um of rather high degree in the interior of the globe, after

cooling has taken place. There is, therefore, a continuous

pressure being exerted on the outside of the finished eye.

If there be a sudden change in the temperature of the

glote, the resulting sudden or unequal expansion or con-

traction renders the glass less strong and, therefore, less

able to withstand the continuous atmospheric pressure.

It has been found that most of the explosions have

happened during either very hot or very cold weather. In

this series of cases at least one half are said to have hap-

pened on exceptionally hot days.

The fact that the globe is built up of many different

grades and colors of glass, and that the walls are in the

finished state of many different thicknesses, makes the

proper annealing of the whole a very difficult problem.

This one problem of completely and successfully annealing

the eye so that it will be absolutely impervious to all

changes and conditions of temperature, is something that

has not yet heen accomplished by the makers. They state

that a great deal of study has been put on the subject

during the past years and that they are still seeking to

solve the problem.

The other one deficiency of these eyes, and one which

influences the possibility of explosion, is their susceptibility

to the destructive effects of orbital discharges of certain

patients. It has been found that certain individuals can

wear an eye no longer than six months before discoloration

and corrosion is seen to have begun. Others can wear the

same kind of an eye for two years before any signs of de-

terioration are seen. The effect of the influence of certain

persons' secre.tions on the glass is shown in this series of

cases. Out of eighteen explosions reported, four patients

had experienced the accident two distinct times.
. »

Sell Two Pairs

The man who can, figuratively speaking, make two

blades of grass grow where one grew before has always

been looked upon as a pulblic benefactor.

As a matter of fact it has been this kind of man who
has made a success of life—that is, one who has made
things grow where nothing grew before.

Every refractionist has the opportunity of doing just

this with every person refracted, to his own immediate

profit, and at the same time he will be serving his patron

and actually acting as his benefactor.

Every wearer of glasses should have at least two pairs

of glasses for every purpose for which he or she is obliged

to wear glasses at all.

The eyes are man's most precious possession. Without

their use there is very little that can be done. The per-

son with defective vision who has only one pair of glasses,

is inconvenienced, has headaches, can't do his work when-

ever a lens is broken or glasses are lost, and this accounts

for the most part for the terriffic hurry, hurry, hurry, that

has gotten to be such a serious thing in the optical

business.

With two pairs of glasses the wearer is independent of

loss or breakage and can go on with his work without

discomfort or loss of time while one pair is being re-

paired.

No one thinks it sufficient to have but one pair of shoes

or one pair of gloves, or one hat, or one suit, and that it is

generally considered sufficient to have one pair of glasses

is the fault, not of the public, but of the refractionist who
does not point out not only the advantage but the necessity

for two pairs to every person refracted.

This opportunity for added profit and added service is

overlooked by ninety-nine out of one hundred, if not even

a greater percentage of all refractionists, and is a rather

hard commentarv on those who do so overlook it.
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Coaxing Dollars by Mail
UXyUESTlOXABLV the game is not what it used

to be in the good old days when, without fear of

unpleasant consequences, the happy dol'lar-chaser

could insert a newspaper advertisenrent to the following

effect

:

HOW TO GET RICH QUICK.—Send one
dollar for secret of new money-making
scheme whidh never fails to bring results.

Ad-dress enquiries to

and reply to the thousands of amateur Rockefellers with

the simple but truthful formula:

Pish for suckers like I do.

Xo, the good old days are gone. The postal authorities

arc entirely too suspicious in their attitude toward anyone

who tries to turn an honest penny in this manner. Simple,

direct methods of separating humanity from its hard-

earned coin are no longer au fait (English, "not done'';

American, ''unhealthy")

.

Fortunately, however, we still have left to us the less

simple, more complicated processes of dollar-coaxing, and
the fishing is as good as ever. The only requirement is

that you go about it in the right way.

* * *

Frivolity aside, the mails afford dollar-coaxing pos-

sibilities beyond conception. They are used, but they are

not properly used. The reason that they are not properly

used: is that so few people begin at the beginning in figur-

ing out the proper way to use them: They might as well

try to learn the elements of Euclid, beginning in the middle

of the second book. It can't be done.

So let's begin at the beginning, which is a long way in

advance of even consideration of the mails. The real

beginning is your business. The problem set is how to get

more business—how to sell more goods.

When you have a customer in the store, how do you

sell him an article?

By showing it to him and making him want to buy it.

If he is not in the store and you cannot s'how it to him,

how can you make him wait to buy it?

By advertising.

What is advertising?

Now you've asked something. More books have been

written to answer that question than there are words in

this article.

Then what is the purpose of advertising as applied to

commerce?
To sell goods.

Has it any other purpose?

Not one.

Then why do people advertise for business insurance.
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to create goodwill, to maintain their reputation, and the

like?

In order that they may sell more good's in the future.

How does advertising sell goods ?

In two ways: 1. When certain specific articles are

advertised, by interesting people in those articles. 2.

Whether or not a specific article is advertised, by interest-

ing them in your business.

How does it attract a customer's interest in either of

these things ?

First, by drawing them to his attention.

Then what ?

By holding his attention until he becomes interested.

* * *

At this point we can break off the catechism to con-

sider, from the standpoint of the retail jeweler, iirst,

whether to aim to attract interest in your goods or in your
business ; second, ways and means of attracting and hold-

ing that interest.

Fust

:

Leaving aside, for the purposes of this article, all forms
of indirect publicity, we have left direct publicity, which
consists of choosing your prospective customers and bring-

ing your advertising directly to their attention.

As in the case of all other forms of advertising, this

may be of two kinds—specific and general. By specific

I mean that which draws particular attention to some
article or line of goods you have have to sell; by general,

that which draws favorable attention to your business.

Actually there is no hard and fast dividing line ; the

two may merge into one another so that it would be diffi-

cult to say without fear of contradiction at just what
point the "general" begins to make its appearance or pre-

cisely where the advertising ceases to have any of the

characteristics of the "specific."

Both forms are good.

The one, "specific," has back of it the principle that a

merchant has certain goods to sell. If he can make the

public desire to purchase those certain goods, he will sell

them.

The other, "general," is founded on the fact that he

has a good many more goods for sale than he can draw
specific attention to, even in the course of a year. If he

can make the public desire to purchase the sort of goods

he handles, or if he can convince them that he is a mer-

chant who is truthworthy, and with whom it is profitable

to deal, then he will sell goods not specifically advertised.

The question seems to be, in what proportion of each

should these be used.

But it is not that at all.

Remember this : that direct advertising costs money.
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Every additional individual to whose attention you bring

your advertisement costs you an additional five cents—ten

cents—whatever it may be.

Therefore it should be made to pay for itself in direct

returns.

It should describe, and by preference portray, certain

goods in a manner that will make the reader desire to

purchase them.

It should contain nothing which will distract the

reader's attention from the desirability of the goods

specified.

Every word should bear on the goods under considera-

tion, whether indirectly or directly.

Then where, you ask, does the "general" advertising

come in? How does the advertiser use this form of pub-

licity to make the reader desire to purchase the sort of

goods he handles—how does he convince the potential

customer that this is a merchant with whom it is desirable

to deal?

By the subconscious impression that the reader receives

from the advertisement.

You pick up one ad. It advertises certain goods at

certain prices. You know, without even stopping to won-

der how you gained the impression, that this is a "cheap-

john" merchant doing a "tin^horn" business. You pick up

another ad. It also advertises certain goods at certain

prices. You know instinctively that this is a reliable

merchant with a better class of business.

How do you know ?

Because of the attractive balance, the graceful phras-

ing, the quiet air of certain superiority shown in the latter,

which is absent from the former; because of the blatant

self-assertiveness, the over-anxious bidding for trade

which is displayed in the former but is never present to

mar the latter.

That is the form in which "general" advertising adds

to or detracts from the otherwise purely "specific" ad.

That is the means by which, for the one price, you

obtain the two forims of advertising—the one evident and

specific, the other leaving a subconscious impression on

the reader in a general way.

No better practical example of this double-barrelled

form of advertising could be obtained than that shown in

the catalogues of some of the large retail jewelry houses.

There is no waste space—everything is directed toward

the one end, the creation of a desire in the reader to pur-

chase the goods specified. Yet the very form in which

they are prepared, the careful and attractive pictorial

showing of goods, the rich simplicity of the cover—all

these things tend to enhance the status of the shop itself

in the eyes of the reader, to bring business in wares not

included in the catalogue, ami to create permanent cus-

tomers.

Second

:

Having established that it is both desirable and possible

to have both forms of advertising occupy the one allotment

of space for the sake of economy and greater efficiency,

the second' problem must now be considered from the

standpoint of both these forms.

This problem is one of ways and means whereby to

attract and hold the potential customer's interest.

Obviously these must depend upon what manner of man
the potential customer is.

You would not shout at a deaf man.
You would not beckon to a blind man.

Therefore, we presume, you would not waste money
sending direct advertising to great sections of the popula-

tion from whom no compensatory returns could be ex-

pected.

But how about the other extreme?

You would not shout in talking to a man with perfect

hearing.

You would' not gesticulate to attract the attention of

a man who is looking at you.

In either case it would be undignified, and would be

more likely to dispel than to attract his interest.

Therefore if in your direct advertising you shout or

gesticulate—if you permit yourself to become in any way
undignified—you are more likely to dispel than to attract

the interest of the selected cortstituency at which your

advertising is directed'.

Furthermore

:

You would not shoot mice with an elephant gun.

Like as not you would miss the mice; and even if you

hit them you would be wasting expensive ammunition on

very small game.

Direct advertising, being expensive, is your heavy

ammunition. It should not be wasted in an effort to sell

goods of small value. For one thing, the clientele to whom
you address it are unlikely to pay any great attention to

trivialities of jewelry; and even if they do, the business

that you will get out of such sales will not repay you for

the cost of the advertising.

* * *

The basic principles of direct advertising, then, so far

as the retail jeweler is concerned, are that the goods he

offers for sale shall be worthy the cost of the advertising,

and that the form of the advertising shall be worthy the

goods he offers for sale.

In reality the second' comes first. It is the form of the

advertisement which will catch the attention of the reader.

In deciding on this question of form the personal letter,

or that which purports to be a personal letter but is merely

a typed circular personally addressed, will probably first

come to your mind. If you are already sending out as'

many printed circulars as are likely to bring results, and

still have money to spend on direct- advertising, this form

is permissible for the sake of variety. But as a choice

between the two under any other circumstances, the printed

circular is an easy leader, since in it you can combine

specific with general advertising in greater degree of effec-

tiveness. You can obtain better appearance, and you can

offer your specified wares more attractively, by illustration.

Preference, therefore, must be given the printed cir-

cular.

The next question is how to make that circular pull.

As to this, a publicity expert has portioned out the
potential effectiveness of such advertising as follows:

Attracting attention, 70 per cent.; brevity, 15 per cent.;

convincing copy, 15 per cent.

The object of the first is self-stated. The object of
brevity is to enable you to hold the atteention of the reader

to the end by the simple device of stating your case before
his attention wanders. The object of taking pain to make
your copy convincing is to turn that attention into interest

—the sort of interest which culminates in a purchase.

You may attract attention by some trick device—just

as you might shout at a man who is seated beside you.

Neither is advisaWe if you wish to turn that attention into

interest. This is especially true in dealing with people of

the sort who are likely to make the best jewelry customers.
Furthermore the trick device or the over-ornate ap-

pearance of the advertisement are liable to distract atten-

tion from' the real object of the ad, which is the offering

for sale of certain goods. Next time you glance through
the pages of a high class magazine pause to think how
many beautiful pictures and designs you have admired
among the advertisements without ever noticing who were
the advertisers. Many a costly ad has been spoiled, in
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point of effectiveness, because it was too good in point of
art.

Attractiveness, therefore, should be of the sort which
attracts attention to the matter of the ad, not from it.

This may be achieved by neatness of appearance, good
iHustrations, typographical harmony, good balance, smooth,
seductive phrasing, and by an ensemble which is in keep-
ing with the sort of goods being offered for sale.

Brevity is desirable, but the greatest care must be
taken in achieving it. First write down all that must be
said to turn the reader's attention into interest in the
goods. Then rewrite, endeavoring to make it at once
concise, forceful, and graceful. You will have your hands
full—but it can be done. This rule also embraces all that
can be said in a general way with reference to the third
point of effectiveness, convincing copy. The two are
interlacing.

Unfortunately it is not possible in an article of this

length to do more than indicate the basic principles of
direct publicity. To enter into details or give examples
would require a volume.

It is a fact, however, that more advertising is ineffec-

tive through failure ito recognize the fundamentals than
through inability to apply those fundamentals successfully.

Once in a great while it is possible to say, "that man
had the right idea in his ad, but he didn't quite succeed in

working it out." But think of the vast masses of adver-
tising which give absolutely no indication of having l)een

based upon "the right idea."

In your direct publicity, therefore, get the funda-
mentals firmly fixed in your mind, and by careful avoid-
ance of everything which transgresses these fundamentals
you may be sure of a reasonable degree of success.—
C.M.P.

Nothing in it for You, But

—

(Continued from page 31.)

recognition of the fact that the' occupation of the jeweler
is a profession and entitled to a high position in the

artistic world. It will be chiefly to the benefit of the next
generation that this will work out, and surely if the jew-
eler realizes that he can hel]) to make jewelry a (better

business for his boy, he will lend all his influence in that

direction.

Then let the retail trade unite in a concerted effort to

make this a memorable year in its history. A number of

provincial conventions will be held this summer, both east

and west. If each man will make it his duty to arrange

that he can attend, and see to it that his colleagues in the

jewelry business also are present, it will prove of untold

benefit to him, both in a material and social sense, and he

will appreciate the great principle back of the sentence:

"Every man owes some of his time to the upbuilding of

the profession to which he belongs."

Occult Significance of Precious Stones
(Continued from page 54.)

third, a chalcedony; the fourth, an emerald; the fifth, a

sardonyx ; the sixth, sardius ; the seventh, a chrysolite

;

the eighth, beryl; the ninth, a topaz; the tenth, a chryso-

prasus; the leventh, a jacinth; the twelfth, an amethyst."

The only adequate conception in human words of so splen-

did a scene is thus conveyed by precious stones. Bacon in

his Cylva Sylvaruim' tells us that "There are many things

that operate upon the spirits of man by secret sympathy
and antipathy. That precious stones have virtues in the

wearing has been anciently and generally received, and

they are said to produce several effects. So much is true

that gems have fine spirits, as appear by their splendor,

and therefore may operate by consent on the spirits of

men to strengthen and exhilarate them. The besit stones
for this purpose are the diamond, the emerald, the hyacinth
and the yellow topaz. As for the particular properties no
credit can be given them."

This opinion of the great philosopher would meet with
acceptance and approval by those who would not be will-

ing to go so far as to ascribe occult properties to precious
stones, but the mystic who has studied the occult side of
the matter may take the view that there is more truth in

the specific qualities ascribed to the various stones than
Bacon was willing to admit.

A QUAINT CLOCK.
This remarkable timepiece is the work of Mr. Charles

Scales Toronto. The floral carvings are made from pearl
buttons and the side columns are constructed of spools.

Diamonds that Burst

In an article on the diamonds of the Kimberley mines,

Dr. J. R. Sutton discusses the origin of the numerous
broken fragments of diamond found in that region. One
hypothesis current on the subject is that these fragments

owe their condition to violent eruptive outbursts which

shattered the rocks in which they occur. Another common
belief is that certain classes of diamonds frequently break

spontaneously. One authority states that light brown,

smoky diamonds often crack on exposure to the dry air,

but they will remain intact if kept in a moist place. In

accordance with this notion there is a popular story of

South African diamonds being sent to England inside

potatoes.
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Pushing Canes and Umbrellas
By IV. B. Stoddard

4C \ ^^R^L showers bring M;iy flowers." The pro-

r\ gressive jeweler will therefore do well to call

the attention of the public at this time to his

line of umbrellas for spring showers, and to canes and

swagger sticks for the May flowers; in other words, to

cater to the people staying north as well as to those jour-

neying towards the sunny south. The merchant who 13

timely in his publicity will more than double his sales on

the principle of giving the public what it wants when it

wants it.

For those remaining in the north there will be many
rainy days ere the flowers bloom, and a good showing of

umbrellas that are at once good-looking and serviceable

is sure to prove effective. Unlike many other lines ad-

vance advertising is not particularly desirable, for if the

weather is good, people will not buy waterproof goods;

while, on the other hand, to come upon a 'bright and

catchy display of these articles on a gloomy, rainy day is

sure to put the observer in a purchasing frame of mind.

This was the idea of a big jewelry firm in the' East

which, one dismal morning", flashed a window that at-

tracted the attention of everybody that passed. The floor

was covered with green felt, and in the background was

hung a large plaid auto rug. In the front centre was a

box covered with a crimson velvet throw, on which stood

a little miss ( figure borrowed from a local dry goods

store), in navy blue waterproof, holding over her head

a navy blue silk umbrella. Fastened to the blanket were

several artificial, long-stemmed poinsettas. On stands

formed by glass .slabs laid on top of leather suitcases.

were laid a number of tightly-wrapped umbrellas.—ladies',

gentlemen's and children's—with plain and fancy handles,

each group being tied together with red ribbons. Other

stand? of umbrellas were placed down front, and on the

wall in the rear was hung a good collection of walking

sticks, with wood, ivory or satin handles.

That the small town merchant can originate some
catchy displays as well as his city brother was proved by

the novel arrangement of W. D. Ralph, of Lone Star.

At one side, hanging on a clothes tree, was a streaked and
spotted suit. .\t the other was a freshly pressed suit of

clpthes and an open umbrella. A large card was sus-

pended from the ceiling: "Which is the Cheaper?" Red
arrows at either end of the sign pointed to the two suits,

to which were attached cards: "This Man Carried an

Umbrella." and "This Man Didn't." A card down in the

corner suggested

:

"Avoid W'et Clothes and a Cold. Get Your Umbrella
at Ralph's."

This same firm likewise achieved excellent results

from a novel little circular they had printed and sent un-

der letter postage to a number of their patrons. It took

the form of a doctor's bill

:

April 25th, 1920.

Mr. Will B. Careless:

In account with the Doctor;
April 15th, one call $2.00

April 16th, one call 2.00

April 15th. medicine 3.50

Total ..'. $7.50

An Umbrella Would Have Saved Him This

Doctor Bill. Get One at Ralph's To-day.

Service is an excellent thing to feature in connection
with umbrellas and parasols, and a repair department is

not beneath the dignity of a first-class store, especially in

these days of soaring prices. It brings to the store many
people who enter it for the first time with a repair job,

and if the repair department is in the rear—the logical

place, of course—it enables them on their way through
the store, to observe the many different lines carried in

stock, and suggests many purchases for the home or as

gifts.

The largest and best-equipped jewelry store in Balti-

more recently instituted a regular campaign to call at-

tention to their umbrella repair department. They went
into it with a thoroughness that characterized all their

deparments, and their first adverisemen presented the
new departure in a concise and business-like form:

WE REPAIR UMBRELLAS
Just because our business is large and our

store first-class, don't hesitate to send your
old umbrella here for repairs. Our repair

business is a big item with us and we have
special equipment or doing it.

Telephone Blank 5320 and we will call for,

repair and return your umbrella promptly
—or we will be glad to have you call per-

sonally and leave it with us when you are

down town.

The next ad inserted in the papers read:

The one that you liked so much and that

fits your hand so well, need not be cast aside.

Let us re-cover and re-frame your umbrella,
saving both the handle you like and. incid-

dentally, some money for you.

While a third ad offered the timely suggestion:

THAT BROKEN RIB
Before it picks holes in your umbrella and

utterly ruins it—telephone Blank 5320 and
let us call for and repair it, returning it to

you promptly.

The window that aided in their publicity campaign
had in the background a number of canes and umbrellas
in racks, and down in the front a broken-ribbed umbrella
with several rents in the cover, and a neat, strong um
brella that looked like new. A card suspended between
them, with red arrows pointing to the two, advised

:

YOUR UMBRELLA WITH A BROKEN
RIB

That looks like this, when neatly repaired by
our umbrella specialists, will look like this.

The picture was completed by two cards, one in

either corner

:

Did you ever examine an umbrella, and
wonder where such excellent and service-

able goods were sold? We blush slightly,

but feel pretty certain that it came from
Beehlers.

and:

NEVER MIND THE WEATHER
Come to Beehler's. Get one of their

dandy umbrellas, select a waterproof school

or shopping bag and laugh at Jupiter
Pluvius.
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Refining Your Wastes

You have several kinds of wastes containing Gold,

Silver and Platinum, such as Sweeps, Sinks, Polishings,

Filings, Scraps, etc., and you probably realize that each

kind of waste requires a different treatment. For instance,

your sweeps cannot be handled the same as your filings,

nor can a lot of bobbing sand or pumice from a silver

factory be treated the same as polishings.

Our equipment and experience enable us to treat the

different forms of waste by the most modern and approved

methods, and the result shows in the returns we make to

you.

Try us and We will convince you.

Canadian Seamless Wire Company
LIMITED

Refiners of

:

Gold Silver Platinum

198 CLINTON ST. TORONTO, ONT.

J.

3-"
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Speeding up the Sales Force
By A. E. EDGAR.

"Profit—everybody wants it."

One of the greatest sources of profit to the retailer

is efficient salesmanship in the sales force. A poor sales-

man, one who does not secure the average of sales possi-

bilities, who sells less than he should, may produce a loss

instead of a profit. That salesman's cost to the retailer

is too high.

In the last article we gave a number of percentages

obtained from various sources, showing average selling

costs in different lines of merchandise. At the same lime

we warned against taking these too seriously, because of

the fact that they may have been computed in an erronious

manner, or taken from reports of stores that are not in

the average class at all. We are now going to show a few

of the methods adopted to secure greater efficiency from
the sales force, thus reducing selling costs. There is

great profit in reducing all costs, especially selling costs.

Efficient Sales Force

Every progressive merchant desires to build up and re-

tain a good sales force, knowing that the more efficient it

is the more profit he will receive from their efforts. Now
the best way to build up this selling organization is by

co-operation. The merchant cannot expect "all" from
his sales force and give nothing in return. In fact some
merchants in discussing the question once said: "Retail

merchants hire salesmen, expeot them to increase in

efficiency, but do nothing but 'scold' them, and find fault

with them when they do not. These merchants try to

build up efficiency through fear, when they ought to hold

out the band of hope to them and lift them up to a better

plane."

The salesperson who holds his or her position through

fear of the "boss" will do only as much as the boss forces

him or her to do. That kind of a boss is ruining the pros-

pects of thousands of expectant salespersons in many of

our retail stores. Eventually the latter fall into the

habit of doing only what they are compelled to. There
is little profit in that kind of a sales person. The writer

WQuld advise any salesman who finds he is in the employ
of that kind of a boss to try some other before he gets

into the habit of "s'Oldiering"' and "clock-watching."

The employer must give as well as receive if he wishes

efficiency in his sales force. He must not only give addi-

tional remuneration, and we will show that that is neces-

sary, but he must give the salesman a pleasant place to

work in, he must treat him as a human being, he must
recognize that the salesman's task is not always pleasant,

and that it is very often very exciting. The merchant

must be in sympathy with his selling staff to get the most

out of them.

Sales may be speeded up in two ways

:

1. By increasing the efficiency of the staff.

2. By increasing remuneration, but making it depend-

ant upon increased sales.

Although the last method is based upon the human
desire for gain in the end it amounts to the same thing

as the first, an increased efficiency. In the first instance,

the merchant teaches and urges greater knowledge, in the

latter the salesman himself recognizes this need and makes
himself more efficient.

Methods of Speeding Up.
Merchants have found that a better education in meth-

ods, .store policy and in knowledge of merchandise will

increase sales, by making it easier for the salesman to

make the sales.

Merchants who make partners of their salesmen find

no difficulty in securing efficient salesmen or in keeping
the loyalty of those they have. One expert estimates
that about forty per cent, of possible sales are lost—that
is, not made—and that about fifteen per cent, of those
that are made do not produce any future business for
the merchant. This latter estimate does not take into con-
sideration transient sales, but includes only such sales

as might produce a "come back," but do not. Now, as
we have previously shown, profits do not accrue until

sales are made. If forty per cent, of the possible business
a firm can do is turned away because of inefficiency the
merchant can easily see what it is costing him to have poor
salesmen in his employ.

The merchant who pays salaries commensurate with
the work, and the results of the work, will never find it

difficult to secure first-rate salesmen. That- is one point
in favor of an adequate expenditure for selling expense.
He will also recognize the wisdom of paying more—and
still more—if the results in profits are in proportion.

The methods of remuneration of salesmen are usually
discussed from the standpoint that the merchant does not
receive enough for what he pays. In reality, if the truth
were known, the merchant gets just what he pays for.

That is why we are going to show how an increased ex-
penditure for salaries will result in profit to the retailer.

Salary Basis

The following methods of paying salesmen can be
found in use in the retail establishments of the country:

1. A straight salary.

2. A straight commission.

3. A combination of salary and commission.
4. A bonus according to the sales made.
5. A method of profit-sharing.

The first class, the straight salary offers no induce-
ment for extra effort, only the fear of loosing* the job
holds the average salesman down to his duty. This is

the common method of remuneration of salesmen. It is

not the best from the standpoint of the merchant nor of
that of the salesman.

The second plan is probably the least used in retail

stores. This is one of the best plans for the good sales-

man and the "terror" of the poor salesman. When the

commission is properly based at is best for both.

The third plan, a commission on top of a salary, is

probably "the best" plan when the basis is properly work-
ed out. Usually the salary is low, and is made to assure
the salesman of a minimum amount each week as a draw-
ing account, the commission being in proportion to the
sales he makes.

The fourth plan, a bonus according to the sales made is

a good incentive towards increased efforts to make the

sale which results in strict attention to the work in hand
and in increased sales. In some stores ten per cent, of

the sales are divided among the sales force in proportion

to the salaries drawn. Usually there is a quota set for

the sales and unless they reach this quota there is no
bonus. This has its beneficial effects—provided the quota
is not set too high,
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Mr. Canadian Jobber

Buy Canadian Jewelry

Help Canadian Industry

WE EMPLOY HUNDREDS OF CANADIANS IN THE
LARGEST JEWELRY FACTORY IN CANADA

^^Jf'^K LINK.

W-

Link

In All

Qualities

LIIVK "^

1;® #® W-W ww H

mm •• •• ••1
^P'W*'-iP^P %>% #€1 1
"Hi iv^e Best T"

MADE IN CANADA

L^

The

Snappy

Link

Does

Not

Come

Apart

By

Accident

WE ALSO MAKE:

MEN'S BELT BUCKLES, "MARSH PATENT"

EVERYTHING IN JEWELRY AND NOVELTIES
IN ALL QUALITIES, INCLUDING

SOLID GOLD AND PLATINUM

SOLD THROUGH WHOLESALERS ONLY

OUR REPRESENTATIVE, MR. P. H. WALKER, WILL CALL

Canadian Peerless Jewelry Co,, Ltd.
HEAD OFFICE

AND
FACTORY Sherbrooke, Que.

Toronto Office :

408 Kent Bldg
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There are other methods of profit-sharing almost too

numerous to mention in detail. We might give one or two

to show the more common methods. One store gives its

employees an insurance policy, the amount payable at

death being according to the length of service. Another

gives the employees the privilege of buying stock in the

business on very liberal terms and easy payments. Others

go further and pay for the stock for the employees, out

of bonuses that would otherwise probably not be given.

Salaries, like everything else, are subject to the supply

and demand for labor. This is not as it should be. No
person should be asked to work for less than a living

wage. A minimum wage set by the government is not be-

yond the possibilities of the near future. This will fall

more heavily perhaps on some classes of retailers. The
only relief for these is to educate the selling stal¥ to great-

er efificiency and thus reduce the selling cost that must

be paid.

While a minimum wage may be set by the government,

except in some classes of stores, this should not be the

minimum paid. Knowledge of selling methods and mer-

chandise must be paid for. If this knowledge is not

thought worthy of remuneration the standard of the trade

that does not recognize it will be lowered.

A "Commission" Plan

The following plan for increasing sales and salaries

is ofifered for consideration to those interested in increas-

ing both, or even one of them, for the plan will increase

the other if one is increased.

If the business is a large one and is divided into de-

partments use the department salaries and sales as the

basis. If the business is small and not departmentized

the individual sales and salaries can be used as the basis

for figuring.

First, find the per cent, cost of salaries to sales for the

past year.

Second, use the past year's sales as this year's quota.

Third, use the average per cent, of cost for sales for

last year as the amount to be paid the department or in-

dividual in bonuses for increased sales above the quota.

This .system is fair to both retailer and salesman. It is

an incentive for increasing sales, hence profits. Here is

an example

:

Salaries last year, $3,000. Sales last year. $30,000.

Salaries cost ten per cent of sales. Last year's sales, $30,-

000 are to be the quota for the sales this year. 1 f this

year's sales amount to $40,000 there is an increase in sales

of $10,000. Ten per cent, of this is $1,000. This is to

be the bonus divided among the salesmen according to

the increase they have made over last year's sales.

This plan pre-supposes a knowledge of each sales-

man's individual sales. If this is not known the plan can

be changed in the following manner : Instead of dividing

the $1,000 in proportion to the increase each has made in

the sales, divide it in proportion to the salaries paid to

each. This is not quite fair as the other method, but

is not unfair, because the salaries paid to the sales people

will usually be found to come somewhere near the fair

amount of remuneration each .should have, in relation to

each other. This plan takes the place of individual raises

in wages, although any adjustments found necessary

should be made. The sales person has a chance to in-

crease his own salary by increasing his sales.

This plan is in use in many stores to-day. sometimes

with modifications that do not effect the working out of

the results under the plan. In one store where it was in

use for a year the retailer made the following estimate of

its value

:

"By this system, every employee is placed on an ab-

solutely even basis with every other. To each individual

receiving a given salary is assigned a certain total volume
(quota) sales, which represents the standard which may be

fairly expected. On every dollar of sales exceeding this
'

standard, (quota) a fixed percentage is paid to the sales

person.

"Experience has already shown that this new profit-

sharing system—the result of careful study—is fair alike

to the three factors involved: the public, the employee, the

employer.

"To the public it means better service—service from

enthusiastic instead if indifferent sales-people.

"To the sales-people themselves it means equality of

opportunity; an increased compensation strictly propor-

tionate to the increase in sales.

"To the management it means larger volume of sales,

a better satisfied public, more loyal and enthusiastic em-

ployees—and all by a system economically sound, a system

which is not philanthropy but business, and a mighty good

business at that.

The first year's trial has proven it a success. Ineffi-

cient sales-people have been weeded out. Efficient sales-

people are increasing their efforts to sell and to please

more customers. The public is satisfied. The manage-

ment is gratified. Everybody's happy."

Stimulus to Ambition

Ldt the retail merchant just sit down and think for a

moment over the out-look of his salesmen. What pros-

pect have they to increase their financial state in his store?

Is it not a rather gloomy out-look for the salesman ? Long
hours and no prospect of any increase in remuneration

beyond what can be squeezed out of the employer. A few

dollars a week at most in the hey-day of the salesman's

efficiency. A dismal old-age as a has-been awaits him if

he remains in that store. There is only one bright oasis

in his hope for the future. He hopes he may some day

own a store of his own. Can he ever hope to save enough

on the pittance he receives for his week's labors?

Is it any wonder that the retail store is not filled with

bright, ambitious and hopeful men and women? Those

with any ambition at all will get out of the store as soon

as they learn its limitations. That increases the mer-

chant's trials and his losses, or at least, prevents the mak-

ing of as much profit as he should.

It would be a different picture to look upon if the sales-

man could see himself prospering with the ovvner of the

store. In other lines of business, manufacturing for in-

stance, the employee has a chance to rise with the success

of the firm. Here there are many openings that will be

filled by the employee as they increase in usefulness. In

the average retail store these opportunities are few and

far between.

Now, this is not a brief for the sales-person, although

it will prove helpful to some of them we hope, through

the awakening intended for their employer.

Make the employee a partner in the firm by giving him

a share of the profits of its success and you make that

success practically sure. Not only will sales be increased

at no actual increase in cost, but other costs will be re-

duced through increased turnover and by increased effi-

ciency in management of the business and in decreased

waste.

Pay more, speed the sales, increase the profits. That

is the logical order for ordinary business problems. In-

stead of that we offer a plan that increases sales first, in-

creasing the profits at the same time and gives additional

remuneration last of all. Think this over.
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Celluloid Buttons

THE celluloid buttons shown on this page

illustrate only a few of a great number that

have met with popularity.

Our equipment for the manufacture of these

buttons is most up to date and enables us to turn

out these goods at exceedingly low cost.

Special designs suitable for special purposes and

quotations will be supplied with pleasure to our

clients.

CARON BROTHERS
233 Bleury Street .-. MONTREAL
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Discount and Usury

SOME spicy comment concerning the practice of giv-

ing large and variable discounts is contained in a

recent issue of "Fair Play," a publication issued by
M. M. Cohen and William Ogilvie of Toronto. The
writer of the article takes the attitude that these so-called

"discounts" are frequently only camouflaged usury. To
quote him in part

:

Under the Canada Usury Act, interest charges on
amounts under five hundred dollars are limited to twelve

per cent.

This Act was not intended as a basis of commercial
credit, but as a protection against loan sharks.

In most Provinces in Canada where no interest is

agreed on, it is limited by law to five per cent, per annum.
The rate of interest recoverable by chartered banks is

seven per cent.

Interest is the price paid for credit.

Under the disguise of discount, many of the whole-

salers of Canada do charge their customers at a rate

almost four times legal bank interest.

In speaking to one of the leading wholesalers he denied

that tJiis discount was other than an inducement to the

retailers to make prompt payments.

I state as a positive fact, based on personal knowledge,

that the retail jewelers of Canada need no inducements to

pay promptly.

What they often need, however, is the mioney.

This wholesaler's statement was insulting and untrue.

It would mean : "You owe me one hundred dollars.

If you pay me in ten days, I will take ninety-four."'

Now, is the real debt one hundred dollars, or is it

ninety-four?

As a matter of fact, it is ninety-four dollars.

If lit were otherwise, the man who paid in ten days

would only be settling his debt ninety-four cents on the

dollar.

The six dollars is interest, or money paid for the use

of credit, and as such this constitutes usury.

As an inducement for prompt payment, discount is a

If a merchant who is generally known as "slow pay"'

has two debts coming due and has sufficient funds to meet
one, and if he is offered a large discount as "an induce-

ment" by one of his creditors to pay up, and the other has
had a lawyer's letter written threatening suit, the lawyer's

letter will land the money.

The selling of goods on long terms, followed by usurous

interest for accommodation, particularly where no account-

ancy system exists to enable the dealer to efficiently anti-

cipate payments, has caused untold misery.

Men, through self-denial, through granting their

families barely enough to subsist, have built on the sand

small mounds of profits only to find the waves of usurous

interest and exchange have washed them away.

They could not get ahead because after their overhead
expenses were paid there was not enough left to satisfy

the demands of the interest-grabbing wholesalers.

Here only the other day one of my clients mailed his

cheque a few days late.

A charge back was made equal to thirty-five per cent.

per annum.
One wholesaler who made a charge back at the rate

of sixty per cent, per annum calls it a matter of principle.

I have great admiration for principle, but not when
it coincides so closely with self-interest.

I should not boast of a principle which consists of

grabbing everything grabbable regardless of the funda-

mental principles of justice and brotherhood.

I by no means justify the retailer's buying goods,

which he has no reason to believe he can pay for when
payment is due, but this in no way excuses the whole-

salers' sending out their little Johnny Sunshines inducing

the purchase of goods yielding originally often exorbitant

profit, followed by usurous interest on a debt which Mr.
Johnny Sunshine and the house for which he works knew
at the time the sale was made could not be paid for at

maturity.

The sooner business is put on a cash basis, the better

for all concerned.

I ami asked, if that were the case how could a man
start in business for himself without considerable cash?

Quite simple

!

The wholesalers are dependent on the retailers for

their continued existence.

If a young man without sufficient cash desires to start

in business, let him go to the wholesaler and in a business-

like way state what credit he needs, and in consideration

of the wholesaler's extending this credit, such retailer will

confine his purchases as far as practicable to such whole-

saler.

Let this credit be extended at such a rate as not to

handicap the beginner too much.

It certainly should be at cost.

The wholesalers are vendors of merchandise, not of

credit.

They grant credit to assist in merchandising, and if

they do so at usurous rates they are simply a combination

of merchants and loan sharks, the same as in the old "wet

days" hotelkeepers united such with 'booze selling. The
booze end of their business completely discredited their

highly respectable business of hotelkeeping.

The stand I take in the matter of credit, viz., what is

at present used shall be continued at cost to the whole-

saler, and cash shall be paid for current purchases is

welcomed by most of the wholesalers who recognize the

principles I have set forth as just and humane.

There are others who resent it as interfering with

their private graft.

Now, "Fair Play" gives fair notice that if this practice

of charging any old interest is considered right by these

few, they will be proud to have it known, and "Fair Play"

will give them the publicity free of charge.

The first step to efficiency must be the placing of

financing on a solid' basis.

The wastage of high interest and exchange charges

must be removed. The drain on time and energy of the

present system must be stopped and a wholesome system

of financing established.

The business world is progressing.

The standards of honesty are arising slowly but surely.

The silverware people presented new terms taking

effect the first of this year, worthy of commendation.

2 per cent. 30 days, net 90 days, interest at the rate

of 6 per cent, thereafter.

Every house granting an extension of credit should

be made by law to state the rate of interest charged, and

the actual cost of exchange.

Every merchant, before he signs a renewal note, should

demand a statement showing exactly how these charges

are made up.

One large wholesaler admitted that he varied his rate

of interest.

If a debtor failed to write, he added on the "limit,"

and drew back on thirty davs.
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European Offices :

Telephone Uptown 2116 131 Weesperzyde, Amsterdam, Holland

Casino Diamond Club, Antwerp, Belgium

SPEYER & CO.
Importers and Cutters of

DIAMONDS
AND PRECIOUS STONES

Head Office for Canada

Merchants Bank Building, 364 University Street

MONTREAL

The fact that our representatives are constantly

at the Amsterdam and Antwerp markets

makes it possible for us to quote you fair

market prices.

**/f is advisable to defer placing your orders

until you see our range/'

Mr. A. Speyer will leave on April 15th on his

semi-annual trip, with an interesting selection

of stones to show the trade.
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FACTS TO CONSIDER
When buying White Gold for the purpose of manufacturing White

Gold Jewelry, or when buying White Gold Jewelry.

Far-seeing Manufacturers, Jobbers or Retailers demand a White Gold

that is not only the color of Platinum, but is guaranteed not to oxidize

or change color.

That Gold is

David Belais' 18k White Gold

The so-called white I4K Gold Jewelry that has been given what is called a

"Platinum finish, " which is being offered for sale (with the inducement that it

"costs less"), has never given satisfaction. That finish will not last. Therefore,

while the initial cost of such jewelry may be a trifle less than jewelry made of

David Belais^ 18k White Gold

(the Gold you do not have to plate to make White, and is guaranteed not

to oxidize or change color),

The Net PROFITS may be LESS

Dissatisfied customers spell Disaster. Satisfied customers are a Priceless Asset.

For more than eighteen months David Belais' I8K White Gold has given

Entire Satisfaction.

Letters Patent granted in the United States, Canada and Switzerland.
Patents pending in other countries.

DAVID BELAIS
13 Dutch Street - New York City
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BAKER NO. 166

IRorman plate

will attract favorable attention

to your store.

Refined beauty is the thought

uppermost in the mind of the

silverware shopper. ll'lOimnn

plate features this, coupled

with the qualities of endurance,

that satisfy both dealer and

purchaser. Its rapidly increas-

ing popularity is convincing

proof of these facts.

Our travellers are noiv out shofving our increased range

SOLD EXCLUSIVELY THROUGH JEWELERS

Stanley and Aylward Limited
TOROiNTO MOiNTREAL

M¥01
X'ear/ .Necklaces

Guaranteed Indestructible.

Every string carries our positive

guarantee not to peel, crack or dis-

color. If it does not give entire

satisfaction, it is returnable.

You must see these strings and com-

pare them with the real gems to

appreciate their beauty and delicate

sheen.

We Tvill gladly send

^ou an approval selection.

The lUl^Ol^EflH €
405- 406 ConFederation Life Buildin?C.

Toronto Ont
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The Demand For Cut Glass

will greatly increase during the next few

months. This is your opportunity to foster

this trade, and consequently direct the future

business to your store.

PHILLIPS CUT GLASS is the kind that the

purchaser will appreciate and admire. Its

refined and elegant lines appeal to everyone,

and the quality of the glass will make a last-

ing impression of beauty.

Each piece is a masterpiece of work and art

—and the price means business.

GEORGE PHILLIPS and COMPANY
585 St. Timothee Street

MONTREAL

Eversharp Pencils

Sell Quickly

There are several

reasons why Ever-

charp sales increase

steadily, month after

month, throughout

Canada.

Eversharp is always

sharpyetneversharp-

ened, it is beautifully

fashioned to give life-

long writing comfort,

and it is priced to

appeal to all classes.

Remember, too, that

there is a large repeat

business inEversharp

Leads, which have a

fineness,firmness and

smoothness all their

own

Make ready to sign

up for your share of

Eversharp profits by

sending for catalog

and interesting liter-

ature. Address Cana- pe^eirwritin|
— the mark of
Eversharp Pen-

dian representatives: g^andxempomt

Rowland & Campbell, Ltd.
Winnipeg, Manitoba

Consolidated Optical Co.
Toronto, Ontario, and Montreal, Quebec

W'

The name is on the pencil

Made and Guaranteed by

THE WAHL COMPANY, Chicago
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V. T. F.

Watch Glasses
Standard of the World

V.T.F. ^
is an abbreviation of VERRERIES TROIS FON-
TAINES, Lorraine, France, where V.T.F. glasses

have always been made. All others made else-

where are imitations.

Sold by All Jobbers

HAMMEL, RIGLANDER & CO.
EXCLUSIVE WHOLESALE DISTRIBUTORS

NEW YORK, U.S.A.
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moK EIMMNT

Mainspring Attachments
By Fraiuis R. Bcntlcy.

COIL friction cannot be eliminated, but many attach-

ments have been devised to reduce it and yet af-

ford a sound and simple hooking.

While most workmen are satisfied to judge the length

of a new mainspring approximately from the number of

coils it makes in the barrel and the space it occupies, for

anyone who wishes to do so it is an easy matter to figure

out the exact length that a spring of a given thickness

should be, in order to secure the greatest number of turns

of the barrel between up and down.

This, of course, applies especially to watches of other

than American manufacture to watches for which main-

springs accurately gauged to fit the the particular style

and grade of movement in hand are not available. In the

case of American-made watches it is only necessary, as a

rule, to use genuine material and then make sure that you

select the proper spring for the movement in hand. Noth-

ing could be much simpler than this.

SP.ACE THE MAINSPRING SHOULD OCCUPY.

In regard, however, to movements for which every-

thing is not just ready to put together, we have seen that

a mainspring of correct length should occupy one-half the

area of the available barrel space, and the diameter of

the barrel arbor equal approximately one-third the diam-

eter of the barrel. Now area is equal to radius squared,

multiplied by 3.1416, which is the relation between the

diamieter of any circle and its circumference, and' if we
measure the interior diameter of the barrel in millimeters

and divide by two, we obtain its radius.

From the whole area of the barrel we must subtract the

area occupied by the barrel arbor, which is arrived at in

exactly the same way as the area of the barrel itself, and

we have then the total available space in the barrel. This

divided by two gives the area that should be occupied by

the main.spring, and if this again is divided by the thick-

ness of the spring and by 25.4—^the nnmiber of millimeters

in an inch—the result will equal the correct length in

inches of the required mainspring.

Based upon this calculation and the thickness of

different strengths in relation to barrel diameter, it is pos-

sible to construct a handy table of reference with the help

of which the correct length of any required spring can

be arrived at exactly, with only a moment's figuring.

We have referred to some of the attempts made from

time to time to secure uniform power. Some of these

proved entirely unsatisfactory and others only partially

successful. We have also referred to that coil friction

that results from the rubbing of one coil of the mainspring

The Trader.

upon another in the process of winding or unwinding.
To do away entirely with this coil friction is impossible.

In order to reduce it as far as possible, resourceful work-
men have resorted to many expedients. Tapered springs

—increasing or decreasing in thickness from the central

to the outside coils—have been experimented with again

and again. An almost endless variety of mainspring

attachments also have been devised. Of the many forms
commonly met with in Swiss work several arc shown in

the accompanying illustration.

MANY FORMS OK MAINSPRING ATTACHMENTS.

The ordinary "Geneva" hooking is shown at a. Used
in connection with the simple hook in the barrel, this is

the characteristic Swiss attachm>ent ; and on account of

its simplicity, the ease with which a new mainspring can

be fitted, and the good results obtainable with or even

without stopwork, it is used more often probably than

Some common forms of mainspring attachments.

any other in going barrel watches. In the excellent attach-

ment of the old English fusee watch, a hook, usually

rectangular in form, is rivetted to the spring itself and

fits a corresponding slot in the rim of the barrel. This

forms a "rigid attachment." By its means the outer end

of the spring is held firmly against the barrel, preventing

its coils from being pressed too closely upon one another

in winding, securing a good development in unwinding,

and thus, as far as possible, reducing coil friction. But

the English hooking requires careful fitting if it is to be

satisfactory, and fitting takes times as well as skill. As
distinguished from the old English form the Swiss hook-

ing is a "yielding attachment." With such an attachment

the outer coils of the mainspring not being held rigidly

against the barrel offer less resistance, yielding under

strain the eye of the spring really turns a little upon its

hook in the barrel, and as winding proceeds the spring

goes over in a mass to the point of least resistance.

STOPWORK AND THE PIVOTTED BRACE.

As to the relative merits of a "rigid" and a "yielding"
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Jewelers' Saws

We have on hand several hundred gross of

the best quahty Swiss 5an> Blades in the

following sizes:

—

4/0 3/0 2/0 1/01234
We were able to secure this shipment at a

price which enables us to offer them at

—

$2.00 per gross, in ten-gross lots,

or $2.50 per single gross.

This quahty cannot be replaced at the same

price, therefore anticipate your needs and

order now.

Cuttle Fish Bones

4,000 lbs. just received!

Size: bVi \.o 1 inch, and

7 to 9 inch.

QualitX): Very satisfactory.

Price: $0.90 per lb., buying 2 straps or

more.

$1.00 per lb. by the strap.

{Prices f.o.b. Toronto.)

One strap weighs about 80 lbs. net.

Samples sent on request.

Buy now—Prices are

going up shortly.

The EURoMmH C'
405-406 ConFederaLtion Life 5uildin

Toronto Ont.

g-
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attachment there has been a good deal of controversy.

There is no question, however, that on account of sim-

plicity, if for no other reason, a yielding attachment is

the most popular for all kinds of work; and the results

obtained when a barrel and spring of proper proportions

are employed with such an attachment, leave little to be

desired. In high-grade Swiss work, however, stopwork

is used almost invariably, and often, although the regular

mainspring hooking is retained, its action is modified by

the introduction of a curb or brace, as shown at b.

This is a small steel piece equal in length to the out-

side depth of the barrel, a little thicker than the thickness

of the spring, and shouldered at each end', the shoulders

exactly fitting rectangular slots milled in the cover and

bottom of the barrel to receive them. The brace is usu-

ally placed at nearly one-quarter the circumference of the

barrel, reckoning from. the barrel hook, and the outside

coil of the spring, being thus enclosed between the brace

and the rim of the barrel, the advantage of the more
rigid attachment is thereby secured.

At c, d and e are shown three common forms of at-

tachment. The first two are usually found in cheap work
or in small watches having a narrow spring, and call for

no special description. The softened end of the spring

is merely bent back to form a hook in the first case and

the hook, consisting of a short length of spring, is rivetted

to the spring itself in the second. The third form, in

which a short separate length of spring is inserted into

a hook bent upon the spring itself, is an excellent attach-

ment for a watch without stopwork and is used in some
of the makes of Swiss movements desigiied for

railroad service. We shall refer to this form again later.

Escapement Matching
By A. E. Garnscy, Sandford, Maine.

THE term "'escapement matching" is applied to the

work of bringing the several component parts of

the escapement into perfect working order with

relation to each other; or, in other words, to making the

changes necessary to produce the proper lock, draft, drop,

slide, fork-length, let-off, etc.

It is difificult to give in writing a comprehensive idea

of how to match an escapement; in my opinion the best

way to learn to do this kind of work is to be under a com-

petent instructor for a while.

It is not as difficult to do the work itself as it is to

determine correctly what to do in order to bring about

the best results, and to know when the escapement is in

a proper condition. I will try, however, to give a few

practical hints upon the subject which will be useful to

those who do not thoroughly understand it.

TEST SIDE SHAKES, ENDSHAKES AND LOCK.

The first thing that should receive the workman's at-

tention will be the pivots on the balance staff, pallet arbor,

and escape pinion ; see that they are perfectly straight and

that they fit properly in their jewel holes. It is quite

essential that the pivots should have some side shake, but

too much is liable to cause uncertainty in the action of

the escapement.

A sufficient amount of side shake is .01 mm., and it

should not exceed .015 mm. The amount of endshake

should be .02 to .05 mm. As soon as you have made sure

that the above mentioned points are correct you are ready

to try the "lock" and the "drop." Now, put in the bal-

ance. Try the lock by rotating it slowly till an escape tooth

drops onto one of the pallet stones ; then turn the balance

back and try the lock on the other stone in the same man-

ner. The lock should be equal on both stones, and should

approximate about one-thousandth of an inch. Instead of

such a measurement you may use the thickness of the

pallet stone for comparison and obtain practically the same

results, by making the lock equal to one4enth to one-

eighth the thickness of the stone.

CONSIDER ALL CHANGES CAREFULLY.

If the pallet stones are to be moved in order to change

the amounit of lock, it is very important to consider first

what will be the effect of a certain move in addition to

changing the lock. The drop, for example, is affected

very rapidly by moving the discharging or L stone. Hence,

if the drops are equal, we should imake the change in the

lock by moving the receiving or R stone. If the lock is

too deep, and the drop is the largest on the outside—or

too much outside shake—^the discharging or L stone should

be moved. If the lock is too deep, and the drop is the

largest on the inside—too much inside shake—it is neces-

sary to move both stones. Move the discharging or L
stone out a small amount and move the receiving or R
stone in until the lock is correct.

It is well to bear in mind that you can change the drop

to a certain extent by spreading" the stones or closing

them together in the pallet, as there is nearly always some
room allowed for the shellac used for holding the stones.

Spreading the stones increases the drop from the receiv-

ing or R stone to the discharging or L stone, and decreases

the drop from the discharging or L stone to the receiving

or R stone.

Closing the stones has the opposite effect ; hence a

change made in this way, may make the necessary correc-

tion with a very slight movemertt as its effect is always

multiplied by two.

The moving of a pallet stone in or out in its slot will

also affect the draft feature of the escapement. This is

a point which must always be kept in mind when making
a change in the position of the pallet stone. The effect of

moving the R stone out is to increase the draft on both

stones, whereas if the L stone is moved out and the R
stone moved it, it will decrease the draft.

BANKED TO DROP.

Now set the bankings so that the fork will be arrested

at the instant the escape tooth drops on each stone. This

is called "banking to drop." Try the lock and drop on

every tooth in the escape wheel to ascertain if the escape

wheel itself is true. The best way to make this test is to

put in the balance, move it slowly with the finger and ob-

serve the pallet action through the peep holes in the lower

plate. Try the jewel pin action. The fork should swing
an equal distance to each side of a line drawn from the

center of the pallet arbor to the center of the balance

staff when the pallet is banked to drop.

If we find by rotating the balance that it moves farther

on one side than on the other, or that the jewel pin just

clears the fork horn on one side and does not on the other,

it will be necessary to bend' the fork close to the pallet, or

swing it on the pallet steel if the parts are separate, a
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A Dependable Line
There could be no more appropriate time than the

present to fill m your stock with a Sorting Order of our

Solid Gold and Gold Filled Goods
You can depend on our line to satisfy the most exact-

ing customers. Let us put you on our calling list.

JAMES EASTWOOD
Wholesale and Manufacturing Jeweler

65 Provost Street - NEW GLASGOW, N.S.

iWire iBrog.
IMPORTERS AND CUTTERS OF

DIAMONDS

AMSTERDAM ANTVrERP
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sufficient amounit to bring it in line and just let the jewel

pin pass out. This is called "adjusting the let-off."

IS THE FORK TOO LONG OR TOO SHORT.

The test for the fork length is that it should allow the

jewel pin to pass out on both sides when the pallet is

banked to drop. This is the maximum length allowed for

the fork. The test for a short fork is to move the balance

so as to unlock the pallet, then reverse the motion and see

that the pallet is carried back safely to lock by the jewel

pin. This should be tried on both pallet stones. It is cus-

tomary to try the shake of the fork when the center of the

jewel pin is opposite the corner of the fork, and not allow

the pallet to unlock from this shake. Now try the shake

of the jewel pin in the fork slot, which can be done by
bringing the jewel pin in line between the balance staff

and pallet arbor and, while holding the balance in this

position, try the shake with the pointed end of a piece of
pegwood'. The shake should be about one^housandth
of an inch, or in other words, the jewel pin must be one-
thousandth of an inch narrower than the fork slot..

The safety actioti is also adjusted while the escapement
is banked to drop. The guard pin should be made just

barely free when the fork is against the banking, and this

should be tried carefully on both sides. If this is done
correctly the roller will have the necessary clearance when
the bankings are opened to allow for the slide, which
should be about the same amount as the lock.

Practical Correspondence
Solutions of Problems and Difficulties met with by our Readers

REMOVING PIT IN CAP JEWEL.
Question.—I often come across a cap-jewel worn into

quite a little pit in the center, at the point where the bal-

ance staff pivot rests. Is there any way to take out this

pit when the cap-jewel is in a brass setting, or do you think

it makes any difference to the going of the watch any-

way?
Answer.—A pitted cap-jewel seldom causes a watch

to stop, but it will surely affect its going so far as time-

keeping is concerned. If you expect a watch to give a

good account of itself a pitted cap-jewel should be re-

moved. This may be accomplished very quickly—in less

time than it takes to write about it—by means of a tor-

toise shell or box-wood lap charged with fine diamond
powder and running at high speed in the lathe. Cement
the jewel and setting, just as it is, securely to the flattened

end of a piece of pegwood; apply it carefully to the re-

volving lap in such a way that the whole surface of the

jewel will bear flat against the lap, and working in this

way it will be only a very short time before the pit will

be ground out.

When the pitting is very deep it is advisable to fit a

new jewel outright, for grinding, of course, reduces the

thickness of the entire setting.

TO REMOVE SOFT SOLDER.

Question.—Through "Practical Answers to Practical

Questions'' will you please give a simple method of re-

moving soft solder from jewelry in order to get the work
in shape for proper repairing?

Answer.—For anything of higher quality than 12k.

gold, nitric acid may safely be used to remove soft solder.

For general use, however, the following formula is usu-

ally followed: Take 2 oz. of green copperas and 1 oz. of

saltpetre and crush them to a fine powder; add 10 oz. of

water and boil for some time in a cast-iron saucepan.

On cooling, the solution will become crystallized, at

least in part. Pour off any portion that has failed to

crystallize and re-boil it; upon cooling further crystalliza-

tion will result.

Now, to one part of the crystals add eight parts of

spirits of salts, allowing the crystals to dissolve in a crock

or "pipkin." To this solution add four parts of boiling

water and keep hot. Immerse the work from which the

solder is to be removed and in a short time no trace of it

will remain. The color of the work will not suffer in any

way.

CORRESPONDENCE COURSE IN ENGRAVING.

Question.—I am considering giving my staff a course
of engraving. Will you kindly advise me if there is any-
one who would give a correspondence course of engrav-
ing?

Answer.—'Probably you could not do better than write
the Winter School of Engraving, 4624 Sheridan Road,
Chicago, 111., for particulars of its special correspondence
instruction. The head of this school is himself an expert
engraver of long experience and he has written and copy-
righted a book of instructions designed especially for

correspondence instruction, a text book that makes the

work as simple as it can well be made in this way. A
letter addressed to the school will doubtless bring full

particulars of the course.

BOOKS ON JEWELRY MAKING.

Question.—Can you recommend any book that would
be of use to me in making jewelry by hand during my
spare time?

Answer.—The best small book that meets the require-

ments you have stated is "Hand-wrought Jewelry," by H.
R. Sorensen and S. J. Vaughan, published by the Bruce
Publishing Co., Milwaukee, Wis. It contains about 100

pages and is fully illustrated. We are not sure of the

price, but believe it is not more than $1.00 or $1.50. It is

a thoroughly practical book, however, is written by prac-

tical men, and describes in detail the actual making of

jewelry from the very simplest processes to the working
out of complicated designs and the mounting and setting

of precious stones. A jeweler's bench and the tools re-

quired are first illustrated and described, and throughout

the book illustrations are freely used whenever they may
help to clear up a difficulty or place directions beyond the

chance of misunderstanding.

Another excellent work is "Silverwork and Jewelry,"

by H. Wilson, published by D. Appleton & Co., New York,

price $2.C0. This book contains nearly 500 pages and

more than 250 illustrations. Commencing with tools and

materials, it leads from branch to branch of the work up

to the most delicate and highly finished products of the

craftman's workshop—wire drawing, soldering, repousse

work, chasing, hammer work, the making of settings,

rings, necklaces, brooches, bracelets and all the various

forms of jewelry. Either of these books you could no

doubt obtain by ordering through your local bookseller.
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DIAMONDS
Last Holiday Season demonstrated conclusively that

Diamonds are the biggest factor in jewelry sales and

profits.

Your Diamond Department should be the foundation of

your business—biggest in sales, biggest in profits and

biggest in influence—towards determining the general

excellence of your store.

Let us help you establish your store as the Diamond store

in your community.

BACKES & STRAUSS
309 CONTINENTAL LIFE BUILDING, TORONTO

Also at 14, 15, 16 Holborn Viaduct, London, England
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MR. AND MKS. MYERS CELKBRATK.
One of the most brillianit social functions in Winnipeg

cluiing the month of January was the silver anniversary
of the wedding of Mr. and Mrs. A. W. Myers. The original

costumes worn by the bridal couple twenty-five years ago
were again worn for this occasion, and no one who noted
how lightly that long interval has dealt with this devoted
couple could by any stretch of the imagination claim that
marriage is a failure. Appearances at Least in this case
would seein to show that it has been one continuous
honeymoon.

The celebration was heM in Manitoba Hall, Winnipeg,
which became a necessity because of the popularity of the
couple and the many who wished to .join in the day's
felicitations. The assenxbly room was converted Into a
most attractive banquet hall. From a decorative point
of view it is doubtful if the splendid lay-out has ever been
surpassed in Winnipeg. Two hundred guests taxed the
seating capacity to the limit, and from every angle the
dellightful gathering passed off without any hitch what-
ever. The numerous congratulatory messages to Mr. and
Mrs. Myers were as magnanimous as they were sincere.

A feature was the readiimg of some 134 telegrams and
cablegrams from many friends in the Bast and abroad.
Numerous costly presents graced the occasion.

Mr. and Mrs. A. W. Myers, of Winnipeg, who celebrated their
silver anniversary of their w/edding with great eclat recently.

The tables were laden with flowers, those of the head
table consisting of white roses. On others the carnation
predominated. The effect was most striking, as the roses
ranged from American Beauty to the pure white. From
the ceiling a canopy was hung, constructed of hundreds of

roses and several thousands of violets.

Among the distinguished guests present, who later

joined in the speechma king, were Herbert J. Samuels,
R. Li. Richardson, M.P., Mayor Gray, A. E. Rowland,
R. S. Robinson, S. Hart Green and M. Steinkopf, of Winni-
peg, all personal friends of the host.

Mr. and Mrs. Myers were married in Brantford, On-
tario, in 1895, the bride at that time being Miss Lena
Simons, and daughter of I. Simons, now a merctiant in

Alexandria. In those days Mr. Myers was in business in

Toronto and Montreal, with headquarters in the Ontario
Capital. In fact, the Montreal firm name was the same
as the trade has connected Mr. Myers with in Winnipeg
during the last twenty year^—^the Canadian Jewelry and
Importing Co., a lai-ge wholesale concern. A brother,

S. P. Myers, is still in the same line of business in

Montreal.

Mrs. Myers was very charming in her original robe
des noces of pearl grey corded silk and duchess lace. A
beautiful coronet of diamonds and pearls was worn, and
the handsome bouquet consisted of American Beauty
I'oses.

Among relatives and intimate friends of Mr. and Mrs.
Myers present from a distance were: Mr. and Mrs. R.
Myers, Seattle, Wash., U.S.A.; Mr. and Mrs. E. M. Kap-
.stein, Boston, Mass.; Mr. and Mrs. E. Rt)binson, New
York City; Miss Curovitch, Chicago; Mr. A. Rosenbaum,
London, England; Mr. and Mrs. Z. Franks, Vancouver,
B.C.; Mr. and Mrs. L. I. Pullen, Toronto.

Membeirs of the trade in Winnipeg and Western Can-
ada present as honored guests included: Mr. and Mrs.
J. L. Rill, Mr. A. E. Rowland, Mr. and Mrs. L. H. Levi,
Mr. and Mrs. C. H. Budd, Mr. and Mrs. Steiman, Mr. and
Mrs. D. Eastman, Mr. and Mrs. Fred VanCamp, Mr. and
Mrs. S. E. Coonei, Mr. and Mrs. F. E. Dudley, Mr. and Mrs.
R. Lewis, Mr. and Mrs. A. S. Leete, Mr. and Mrs. ,J. Mc-
Lagan, Ex-Mayor and Mrs. R. D. Waugh, Mr. and Mrs.
A. Cummings, Mr. and Mrs. M. H. Saunders, Mr. and Mrs.
W. C. Jai-vis, Mr. and Mrs. J. E. Burrill, Mr. and Mrs.
F. A. Cameron, Mr. and Mrs. G. F. Johnston, Mr. and Mrs.
W. R. Armstrong, Mr. and Mrs. N. Andrew, :^r. and Mrs.
R. A. Suddaby, Mr. and Mrs. F. Druxerman, Mr. W. H.
Patterson, Mr. and Mrs. David Berman, Mr. and Mrs. F.
Hazelton, Mr. and Mrs. C. G. Schaffter, Mr. and Mrs. F.
Kerr, Mr. and Mrs. R. Kershaw, Mr. and Mrs. A. C. Mer-
ritt, all of Winnipeg; Mr. and Mrs. F. J. Wilson, Moose
Jaw; Mr. and Mrs. W. G. Watson, North Battleford.

Owing to a state dinner. Sir James and Lady Aikens,
of Winnipeg, were unable to be present, but sent a very
nice message of regret. Among those from a distance
unable to attend, from whom congratulatory telegrams
were received, were: Mr. Julien Schwob, of Montreal:
Mr. H. Saunders, Toronto; Mayor Geo. Simon, of Alexan-
dria, Ontario; Mr. and Mrs. J. McKnight, Toronto; Mr.
Adam Schwab, of New York; Mr. and Mrs. A. Falle, of
Montreal; Mr. L. Eppenstein, Elgin, Illinois.

BRITISH COLUMBIA.
Two trays of diamond rings, "cheap stones" of the

value of something like $1,000, passed through a large
hole in the corner of the South window of O. B. Allan's
store on Granville Street, "Vancouver, about four o'clock
the other morning. No trace of the thief has yet been
found.

Despite the fact that half-a-dozen men were working in

the lane about fifty feet from the store, these men heard
no disturbance until the arrival of the police. It was,
apparently, from a pile of paving material in the lane,

near which the men were at work, that the stone which
the thief used in smas'hing the window was taken. An
employee in the white Lunch, almost directly opposite the
Allan store, was washing the window of the restaurant at

the time of the robbery but stated that he had neither
seeii or heard the robber at work. These facts puzzle the
police considerably. The loss is covered by insurance.

Mr. Allan was soon on the scene, and stated that the
value of the rings was estimated to be slightly over $1,000.
The robbery was carried out much in the same manner as
that at Hughes Bros., two blocks further up Granville
Street, a few weeks ago.

Carl Austin was one of our latest visitors in Vancouver,
and he reports business very fine all through the West.
Mr. Austin was featuring the fine line of white ivory

which his firm has lately commenced manufacturing.

Trader and Canadian TewelER. 95
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IF YOU NEED LEGAL ADVICE
GO TO A GOOD LAWYER
He is a Specialist in his line

We are chain specialists and for that reason

can serve you better than if we were making

a general line.

If you need a foot or a mile we will gladly

supply you.

ELECTRIC CHAIN CO. OF CANADA, Limited
RIVER STREET, TORONTO

CASSEROLES
No. 2747—7" Roimd No. 2758—8" Oval
No. 2748—8" Round No. 2779—9" Oval

No. IHl Pie Plate

Thin Trade
Mark

Guarantees
The Quality

The Charm of

MID-SIL-CRAFT
Design

HE finest qualities of the silver-

smith's art plus unusual manufacturing

efficiency uphold the prestige of the

Mid-Sil-Craft trade mark.

The Middletown Silver Co., makers of

Mid-Sil-Craft Silver Plated Tablew^are,

are also the largest manufacturers of silver

plated frames for Pyrex Cookingware.

Advertising in such magazines as Good
Housekeeping keeps thousands of women
acquainted with their product.

The Middletown Silver Co.
MIDDLETOWN, CONN.

Canadian Showroom and Sales Agents

John Round & Son, Limited
51 St. Paul St. W. Montreal
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The British Columbia Government has issued a pro-
clamation that a weekly half-holdiday will be obtained at
Smithers. Thursday afternoon will be the holiday.

Saying that "dope" had been his downifall, D. Ray-
mond pleaded guilty to entering, with intent to rob, the
jewelry store of Harry Pickering, Granville Street. Ray-
mond was given a sentence of twenty-three months at
Oakalila.

Messrs. Tod & Manning report very good business,
with only a slight falling off in the early days of March.

Mr. Fraser, of the Canadian Wm. A. Rogers, Limited,
is back in Vancouver from a visit to the prairies. Mr.
Fraser has charge of the Western Canadian territory.

Mr. Walton, of the Meridian Britannia, Hamilton, was
also calling on the trade during the month.

Many in the trade will be sorry to learn of the death
of Leonard Patterson, who was for about four years in the
employ of O. B. Allan, jeweler, Vancouver. Mr. Patter-
son was a young man of splendid ability and character,
universally liked by both the staff and patrons of the
Allan store. Latterly he had gone into the cigar and
tobacco business, taking over the Grotto Cigar Store on
(Granville Street only a short time ago. He was stricken
with pneumonia; apparently getting the better of the
malady, he began to improve but a relapse set in and he
passed away very suddenly. Deceased, who is survived
by a widow and young son;, took a very active part in

athletics and was recognized as one of the ablest and
cleanest sportsmen on the coasit.

E. Bramblett has purchased the business of W. Hooper
at 70d Hastings Street West. Repair work is featured
largely in this store.

Robert Macdonald reports that reipair work, especially

on watches, is piling up so rapidly that it is absolutely im-
possible to Tteep pace with it. He has issued an tirgent

call for a skilled watch repair man, and is living in hopes.
Sales, too, at the Macdonald storei, are keeping up wonder-
fully well, and there is no doubt that the bright, nifty

window displays have a great deal to do with the business.

Mr. Alsworth, of the Julian Sales Leather Goods Co.,

was a visitor to Vancouver during the month.

R. H. Fairley, of the British Columbia branch of the
Retail Merchants' Association, reports as the result of an
organizing trip up country that has secured eight new
memibers in Cranbrook. A very successful ineeting was
also held at Merritt, following which it was decided to

organize as the Nicola Valley branch of the Retail
Merchants' Association, with headquarters at Merritt.

S. Gintzburgeir, local consul for Switzerland, states

that the fourth annual Swiss International Fair-Exhibi-
tion Willi be held at Ba^e from April 15 to April 2 9. A
number of British Columbia business men have signified

their intention of visiting Switzerland on business during
the presemit year.

The store of O. B. Allan offered a splendid showing of

the new vogue in wedding rings. Some fine patterns
were shown in chased gold and in diamond-set wedding
rings, and the display was much admired.

Considerable interest is being manifested locally in the

coming celebration of the 2 50th anniversary of the Hud-
son's Bay Company. A big pageant will feature the cele-

bration in Vancouver, and already twenty-four local

societies have endorsed the project. It is expected that

more than 180 characters will participate in this pageant
of the ages, which from an historical and educational
viewpoint will be the most important ever attempted in

the Dominion. The Hudson's Bay Company are spending
about a quarter-of-a-miMion dollars. The display work
for all of the company's stores dn Canada, has been placed
in the capable hands of C. O. Greer, local display manager
of the Hudson's Bay Company.

Mr. J. W. Duncan of the firm of Mitchell & Duncan,
Limited, Victoria, B.C., left last month on an extensive trip

to Europe. Mr. Duncan expects to be away for about two
months.

QUEBEC.
With cheques in his possession aggregating a sum of

$58,000 signed by one Van Ripen and made payable at

the First National Bank, Ne-w York, a young man giving
his name as Francis Payzan was arrested in the jewelry
store of G. Seifert and Sons, Quebec City, last month.

Payzan, who is a stylishly dressed young man, was
looking at emgagement rings and selected a platinum ring
set with diamonds valued at $1,500. He asked if a New

York cheque would be accepted but was told to bring the
cash, the ring being set aside for him.

Next day he returned with a cheque for $15,000, which
he said had arrived just after the banks had closed. He
showed three bank books with deposits to his credit, but
enquiring at the banks was not reassuring. Just at this

time. Chief of Detectives Thomas Walsh entered the store
looking for a man he had under suspicion and immediate-
ly placed Payzon under arrest. The latter vigorously
protested, showing letters of introduction from a Montreal
bank manager and other prominent Canadians. The re-

plies to enquiries made were not satisfactory and the
police were of the opinion that his credentials were
forgeries. Meantime he was held pending the result of
further investigation.

A necklet of large engraved emeralds and cabochon
.sapphires has been stolen from the Hon. Senator J. S.

McLennan, Ottawa, who is now in England. It is com-
posed of three large emeralds, the centre one being en-
graved on both sides with floral design and the lower one
being an emerald pear-shaped drop. There are also some
fifteen cabochon sapphires and a number of small
diamonds, all in platinum setting by Chauimet of Paris.

A reward of $5 00 is offered.

An important arrest was made in Montreal last month
when H. H. Muggley, age 4 8, claiming to be from New
York was picked up by the police after endeavoring to

purchase valuable articles in the Mapipin and Webb and
Birks' stores.

The arrest was due to the fact that Mr. W. Talbot
Payton, secretary of Mappin and Webb, Limited, had
noticed in the Jewelers' Circular an account of a man
securing $5,400 worth of jewelry from J. B. Hudson and
Sons of Minneapolis by means of a worthless check.

Muggley arrived in Montreal from Vancouver and took
a suite at the Windsor Hotel with his wife and 13 year
old son. He paid several visits to the Mappin and Webb
store and picked out a $6,000 stone for his wife. He was
particular about getting the benefit of the New York ex-
change on the cheque with which he proposed to make
payment and Mr. Payton became suspicious, recollecting
the description of the man w'ho had operated in Min-
neapolis. He communicated with the police and Muggley
was placed under arrest. All of the jewelry reported as
missing by the Hudson firm was recovered and proceedings
were at once taken to have the prisoiner returned to

Minneapolis.
Muggley had visited the store of Henry Birks & Sons

in Vancouver, but was unable to put anything over on the
astute Western representatives. He found the going
equally hard in Montreal as he had visited the local Birk's
store and selected a $6,000 diamond ring, but Mr. W. M.
Birks had a dispatch from Vancouver advising him to

accept no check from the visitor and he was accordingly
refused credit.

Mr W. W. Cole, representing the J. Coulter Co. of Tor-
onto, is now out on his Spring trip covering Quebec and
the Maritime Provinces with samples of Velvet Jewelry
Cases. Silverware Cases, Cabinets and Tables in Mahogany,
Golden and Fumed Oak, also Paper Boxes and Sundries.
Canadian goods are being given a strong preference this
season.

Speyer & Company of 364 University Street, Montreal,
importers and cutters of diamonds and other precious
stones, are removing their quarters from the first floor to

large and more commodious quarters on the fifth floor,

where their business will be transacted in future. Mr.
A. Speyer is leaving for his first semi-annual trip to the
West on April 15th, and expects to return about the end
of May.

WINNIPEG.
Whatever demands are going to be made upon Jabez

Miller as chairman of the Manitoba Jewelers' Association
will be supplemented as a result of the honor thrust upon
him by the Manitoba Oddfellows Grand Lodge. At the
recent session of the latter body in Winnipeg, Mr. Miller
was elected grand master, an ofl^ce which he earned by
filming, at one time or another, all of the subordinate
posts. The choice, however, was a popular one, and those
w'ho know Mr. Miller are saguine that he is admirably
fitted, both by ability and temperment, to fulfil creditably



98 THE TRADER

WHITING & DAVIS MESH BAGS
Are providing the dealers who handle them with a valuable mode
of appeal to the well-dressed woman's sense of refined beauty.

Their luxurious silken mesh and smart appearance create an irre-

sistible appeal to her esthetic taste, and she discerns in them a

distinctive note of refinement which lends added beauty and finish

to her attire.

Progressive dealers realize this fact and stock Whiting & Davis
Mesh Bags in order to cater to the better class of feminine trade

that forms their extensive clientele.

"Do You Stock Them?" If not

—

Write to-day, for data on Styles and Prices, to any of the leading

Wholesale Jewelers of the Dominion,

Whiting & Davis Company '

Sherbrooke, Que.

M. Lewis Mittenthal
Loose Diamonds

Selection Parcels Sent on Approval

286 St. James Street MONTREAL

BABE'S
BEST FRIEND

PACIFIER
AIR-PROOF

NON-CORROSIVE

PNEUMATIC

INSURES
EASY TEETHING

MADE IN GOLD, SILVER AND PEARL TRIMMINGS.

Z. A UE RBACH & CO.
Distributors for Canada

120 St. James Street .... MONTREAL

The interior construc-
tion of

BABE'S
Best Friend

PACIFIER
is Aluminium, non
corrosive. The nipple
easily replaced by un-
screwing plug— is not
gelatine-filled but
pneumatic and air-

proof. Always offering
a hard bite for the
gums and helping the
teeth through.

A Hygienic

Comfort for Baby



THE TRADER 99

to himself and the grand lodge all of those ol)ligationh

which will fall to him.

Whan the press carried the story of the meeting, Mr.
Miller was the Victim of some merrimenit, owing to one
of the papers publishing a supposed picture of him which
in reality was the cut of a portly individual who bore no
resemblance to the new grand master. One of the letters

Mr. Miller received in connection with the matter enclosed
the right picture, with the inscription "before," and the
other clipping with the word "after."

The Manitolians who attended the first annual meet-
ing of the Canadian National Jewelers A.ssociation in

Montreal, returned paying glowing tributes to the Mont-
real members of the craft who acted as hosts on that
oooasioin. The local trade was represenited by Norman
Andrews, Arthur Rowlanid, L. Levi, A. W. Myers, O. H.
Pyper, M. J. Dilger. Fred Leach of Neepawa, George
Gable of Virden and G. M. Riock of Kenora, were also
in the party, while the delegation was au.gmented by a
number of jewelers from further west.

An arch of ice inscribed with the words "Welcome to

the Curlers' was one of the Birks' attractions at the
bonspiel this year. Crossed brooms and curling stones
added to the attractiveness of the display, but the real
feature was a Birks watch keeping perfect time encased
in the ice. Located on the Portage Ave. walk in front or

the store, the ice monument attracted considerable atten-
tion. The other establishments were also alive to the
business which might be lurking round as a result of the
Influx of stone heavers, and windows were appropriately
dressed for the occasion.

The group insurance pilan adopted by the D. R. Ding-
wall Co. is now in force, and, so far as the staff is con-
cerned, it is dlstiin>ctly appreciated. Unider the arrange-
ments made, every employee who has been with the com-
pany for six months is insured for $500, while at the end
of a year $1,000 is carried. This increases at the rate of

$200 a year till the miaximum of $3,000 is reached. The
maximum insurance is now carried on about 15 employees.
One of these latter is a man who does not carry a dollar's

worth of insurance for himself, and has never been able
to secure any. At the present time there are over 100
employees covered.

According to the latest list prepared by the Canadian
National Railways offloes here, there are 1,737 business
an/d professional opportunities between Port Arthur and
Vancouver at points coveired by the Government lines.

The information, it is stated, was secured from the boards
of trade and other reiliable sources, which indicate that
the openings are more numerous than previous reports
indicated. A demand is shown for every Idne of business
and craftsmen of all kinds. In the Lists of the latter tein

jewelers are shown to be wanted.

Alil Winnipeg babies born on February 29th are to he
presented with a solid gold pin engraved with their re-

spective names by the Birks Co. here. The kiddies un-
fortunate emoiigh to be scheduled for a birthday only once
In four years number 15, according to the latest reports.
There are no reatriotions, the company state, and all of
the kiddies who qualify will be remembered.

Many members of the Western trade will regret to

learn of the death in San Francisco, California, recently
of Mr. I. Rill, brother of J. R. Rill, of Winnipeg. For
about six years the deceased was a traveilliing representa-
tive for the Canadian .Jewelry and Importing Co.. and a
very popular road man. Some time ago he moved to the
coastt, where he had been connected with the trade in a

similar capacity. Mr. Rill contracted influenza, which
proved fatal after a short illness. The remains were
taken to his former home in Montreal for burial.

ONTARIO.
A darin.g robbery occured on James Street North,

Hamilton, on March 11th, when a thief succeeded in get-
ting away with about $200 worth of jewelry by breaking
the front window of A. H. Mann's store.

At 5 a.m.. P. C. Myers heard a crash of breaking glass.

He found that the large plate glass window at 145 .Tames
Street North had been shattered. A brick had been hurled
through the .glass, making it possible for the thrower to

help himself to the jewelry trays. Several wrist watches,
rings and tie-pins were missing.

Another Hamilton jeweli->' store window was looted on
March 14th, when a stone was hurled through a large plate

glass window in the front of Connor Brothers' store at 148
Locke Street South. At 4 o'clock the police were notified

that the gla.ss had been smashed by a large stone and that
several of the displa.v trays had been emptied. Two
watches, valued at $20 each, one $25 time-piece, a wrist
watch, several rings, a dozen birthday rings, dlasps, etc.

were missing. The loss is placed at $150.

The old established business of Port Arthur, known
as the Port Arthur Jewelry Co., has been closed out com-
pletely. The business was advertised for sale during the

latter part of December of last year and Mr. Horace
Dorer made the successful tender. He took over the
business^ the last of January and, on the 21.st of February,
had sold out everything in the way of stock, material, etc.

Mr. Dorer stated that the stock was one of the hardest
he had ever had to estimate, there being a large propor-
tion of very unsaleable goods, as since Mr. D. F. Burk's
death, some two years ago, there had been no new goods
bought. The store had remained open for the sale of

goods on hand but during that time the cream of the stock

was sold.

Mr. Dorer reports a very successful sale, with a nice

margin on his investment. He is now engaged on a

closing out sale in eastern Ontario and reports that his

time for this year is already pretty well .spoken for.

Defoe Wilson, Ltd., have moved from 167 Yonge Street

to 110 Adelaide Street West. They have leased the top

floor at their new location, and have moved in the factory,

as well as opening new and spacious show rooms where
all lines can be more advantageously displayed.

Burglars smashed a plate glass window in the jewellery

store of O. R. Bensette on Sandwich street east, Windsor,
early on the morning of March 2 4th, and secured jewellery

valued at between $300 and $400. A brick found inside

the window showed how the job had been done.

That old saying, "More like New York every day," came
home to the police department of Brantford at 3.45 on the

morning of March 16th, when P.C. Hickell, on his Col-

borne street beat, heard a crash of plate glass and rushed
westerly just in time to see a daring burglar dash down to

Water street and disappear along the canal. The store of

Sam Fox was the scene of the robbery, the thief heaving a
10-inch brick through the plate glass window, grabbing
rings, watches, pins and other articles and just getting

away in time. '

The F"irsli Trophy, donated by Colonel J. W. Boyle, and
emblematic of the city curling championship of Woodstock
has been won by the rink skipped by A. H. Wilson, presi-

dent of the curling club. When the haze of conflict had
died away, A. H. Wilson's quartette were found to be win-
ners of the trophy, after winning a hard game from the
vice-president's rink by two shots.

Canadian Silversmiths have just completed a new line

of samples, including casseroles, pie plates, butter dishes,

etc., which have the appearance of a very attractive line

of sellers. The line is being shown I)y Defoe Wilson, Ltd.,

and will be extended as fast as the demand can be sup-
l)lied^

y^^^he premises known as 40 and 40% Colborne Street

and 13, 15 and 17 Leader Lane, Toronto, have been pur-
chased by D. Smellie, wholesale jeweler, who has occupied
17 Leader Lane for the past three years. It is his inten-

tion to continue there and make the building a centre for

jewelers, as the portion on Colborne Street will be occupied
by affiliated trades, and hejvill occupy his present premises
and an additional flat, w^

A. D. Williams of Sarnia has disposed of his business
to A. W. Walters.

Cole and Hinchcliffe, jewelers, of Ottawa, have been
succeeded by S. J. Cole.

Empire "Watchmaker and Jeweler was registered in the
Province of Ontario last month. Later it was reported as
having dissolved.

W. J. Johnson, jeweler, of Barrie, died last month.

Thompson and Moore, manufacturing jewelers, Tor-
onto, have dissolved.

Mrs. M. Fowlie of Collingwood has sold her jewelry
business to W. G. Sahli.

John T. Wilson of Hamilton has sold his jewelry store.

Charles A. Osborne of Toronto, died last month. He
had been in business at 199 Avenue Road.

Mr. Harold Kirby. traveller for Defoe Wilson, Ltd.,

formerly on the staff of Ryrie Bros., Toronto, was mar-
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PEARL STRINGS
will be sought for in many jewelry stores by fastidious dressers.

Should you be asked for them, can you supply them?

We have a complete assortment of

Indestructible Pearl Strings
in all lengths, uniform and graduating sizes, ranging in price from

$3.50 UPWARDS
Samples sent on request.

EAVES BROS.
128 Bleury Street Montreal

Good-Will—Your greatest asset

The Clocks you sell can place it on the credit or debit side of your business. Excellence of

construction of Pequegnat Clocks means correct time all the time ^-^ _ wat • i i—correct time means satisfied customers—satisfied customers mean \3. O O Q " TT ill

ARTHUR PEQUEGNAT CLOCK COMPANY
Canada's Only Clock Makers

KITCHENER - ONTARIO
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ried recently to Valma Lilian, daughter of Mr. and Mrs.
John Moffatt, 218 Indian Grove, Toronto, the Rev. D. B.
Strangways officiating.

LONDON AND DISTRICT.
London retailers are grooming their stores for a

sprig'htly Easter trade, and some attractive window dis-
plays are in evidence.

George W. Lashbrook, an old London boy, now a mem-
ber of the staff of Ryrie's diamond department, Toronto,
was a recent visitor in town.

T. H. Baker with his wife and daughter are members
of a party of Londoners who are holidaying in Bermuda.
They are expected to return early this month.

W. J. Wray and Company are completing extensive
alterations to their large store. A new mezzanine plat-
form has been suspended at the rear of the store to pro-
vide room for the offloe staff, thereby adding liarge addi-
tional floor space to the ground floor. The new arrange-
ments promise to make a big improvernent.

London jewelers were recently warned by the police
officials not to leave diamonds or other valuable goods in

their windows, as a gang of store robbers which had been
at work in Detroit was reported to be on the way here.
Extra precautions were taken by the police to watch the
railway stations for the arrival of the thieves.

Inland revenue returns for London for the month of

February showed an increase of $23,573.57. One of the
prominent items which contributed to this growth was
jewelry, the war tax receipts on which amounted to

$3,577.89. Phonographs also contributed largely to the
increase.

"The Oolne and Nelson Times" of Lancashire, England,
under date of January 2, 1920, publishes an account of

the annual Christmas dinner given by Peter Birtwhistle,
former jeweler of London, Ontario.

For the fiftieth year in succession, the old folks of

Waterside, Colne, were given a treat in Providence school
on Christmas Day, through the gewerosity of Mr. Peter
Birtw^istle of London, Ontario, Canada, and formerly of

Waterside. There were about 130 people present. An
excellent tea was provided, and during the evening a
capital miscellaneous programme was given. John Hart-
ley presided over the emtertalnment, and moved a vote of

thanks to Mr. Birtwistle, for his generosity, which was
seco'nded by R. Robinson, supported by T. Shaw, and
heartily carried.

A sensational attempt to rob the Harry Pickering
jewelry store on Granville St., Vancouver, was made on
March 7th, being foiled only by the chance arrival of the
manager of the dancing academy, located over the store.

He entered a side door to reach the academy and noticed
that a hole had been torn in the stairway. Reailizing that

some one had entered the store, he locked the exit and
sent in a police call. When the detectives arrived, they
found James Burke Hyndman inside, with jewelry valued
at about $800 on his person or concealed where it would
be readily obtainable. Prior to the arrival of the police,

Hyndman in his efforts to escape, broke open most of the

doors in the store and then slid down the chains support-

ing the canopy in fro-nt of the Colonial Theatre. He laid

there for a time but was seen froin across the street.

whereupon he re-entered the building and shut himself

up in the repair room, where the police quickly located

him.

Jewelry valued at $800 was recovered, part being found
upon Hyndman, While some was discovered in a garbage
can, still other articles having been placed in a gramo-
phone in Pavlowa Court. The Fire Patrol Limited brought
Mr. Pickering to the spot shortly after the arrest was
made. He stated that the recovered jewelry represented

all that had been removed by the burglar.

Mr. P. H. Walker has taken charge of the Toronto
oflfice of the Peerless Jewelry Company of Sherbrooke.

Que. Mr. Walker has had a wide experience in the

jewelry trade in the Attleboro district and is not only a

capable salesman but has had practical experience in

factory work. He served overseas with the American
forces and is now in good trim to handle a big Canadian
business.

Mr. J. Boas, diamond merchant of the Lumsden
Building, Toronto, is making a trip to the Western Prov-
inces this month and will probably go as far as Victoria.

He has not been in that section for four years but, having
a very fine line of goods, is desirous of giving the high-

class stores of the West an opportunity of inspecting them.

CORRESPONDENCE.
Editor, "The Trader":

Sir,—In your March number I find my name in a
"Report of Horological School Committee," signed by Mr.
Thomas Roden, Chairman.

There is no reason why my name sihould appear in this

report, and as the statements made concerning me are in-

accurate, I will ask you to kindly publish this refutation
in a-n equally prominent position.

What is the object in using my name? The committee
had different ideas about a watchmakers' school than I

had, and they did not want such a school as I had con-
ducted; while on my part I would consider myself a rogue
if I were to go back on my principles. The pity of it is,

I was asked to do what I had never done, but which some
in the trade wrongly imagined I had done and accused
me of.

Members of the trade undoubtedly subjected this com-
mittee to criticisms as to why my ideas and different offers

(the last one in September "Trader" liaving a potential
monetary value of over $2 8,000) had not been accepted.

Instead of being frank about it, the old expediency of
trying to shift the onus on the other party is resorted to.

Members of the trade know very well that there is noi
in all Canada another who has done as much, and that
there is none ^villing to do more, for a real watchmakers'
school than myself; having offered to do more and being
also at the same time a practical man, I would not have
accepted any more dictation than any other good watch-
maker would have done, if he is not a rubber stamp, and
I frankly said so—that was strict business.

The report also conveniently fails to state that I had
agreed to devise a special "clock and elementary wratch-

makers' course," of two years' duration, for returned men
who might wish to enter such a class; this was agreed to

by the committeei, with Mr. Roden in the chair. Over
three years ago I made an offer to the Soldiers Aid Com-
mission to tea;ch a class of returned men free of charge,
and furnish the tools, too. I have tried to save the
country money; such people are not understood, though.

It is true that, as it takes the average man who Is

adapted three years to learn the watch trade, that is the

time I stand for, and I stated in my first letter that I

could not become connected with a school that failed in

this elementary fact. It is a principle with me. I rightly

held to it right through; that is why people have con-
fidence in me, and I am not going to accept blame for

being honest with my student.
The report also states they could never get a definite

agreement as to sale of my equipment. I offered to sell

if they adopted above stipulations, and gave them a list,

but they did not accept, so there could be no sale; as to

this. Mr. Gunther wrote: "Am glad to have so frank an
explanation from you, which is entirely satisfactory."

I had offered to conduct the school here in Preston for

three years; at first the town was agreed on, but the com-
mittee backed out. I only agreed to go to Toronto about
long enough to set up the equipment; this had been tenta-

tively agreed to, but later on they sent me a report to

sign, in which, among other matters, the length of time
had been changed, and I did not sign it.

My entire dealings with this committee were of a most
unsatisfactory nature; there is evidence throiighout of an
effort to jockey me into a false position. The nearest to

"yes" or "no" to my offers that I received was "I am in-

structed to say it is unnecessary to discu.ss their plans

further with you."
The founder of the Canadian Horological Institute had

to take this for "we thank you," for all the detail informa-
tion and honest advice he gave them, and for the many
week.s' time he spent in their behalf. Of course, they said

they would pay for it, and their reiport shows just how
they did it. Without the concrete results of my past

teachings they would be nearly lost—did they not

eventually call on my students in the hope of getting some
of my methods?

Tours truly,

H. R. PLAYTNER.
Pre.ston. March 19th, 1920.

Mrs. J. E. McCloghlon, of Dresden, was among the

sufferers by fire last month.

Wm. Ashcroft. jeweler, of Wiarton, Ont., died last

month.
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THE NEW BAKER SETTING CATALOG—"C"
is now ready for distribution to manufacturing
jewelers and jewelers' supply houses.

T
HIS edition of our Catalog of Settings, Ring Blanks and Jewelers' Findings illus-

trates and describes such articles as we either carry in stock or are prepared to make

on short notice.

A copy has been forwarded to all old friends, and one will be cheerfully sent upon re-

quest to those whose acquaintance we have not yet made.

BAKER & CO.. INC.
_ Refiners and Workers of Platinum Gold and Silver \

O J ^
30 Church St.New York MP'waRK IM T

S S.Wabash Ave. Qiicaga
'

WATCHMAKERS AND REPAIRERS
EFFICIENT AND CAPABLE WORKMEN.
QUICK SERVICE AND SATISFACTION.

George D. Neima & Company
Clayden BIdg. - TRENTON, N.S.

WE IMPORT
WATCHMAKERS' TOOLS AND MATERIALS

JEWELLERS FINDINGS
IMITATION AND REAL STONES

Headquarter* for Waltham Material for
Maritime Province*

ARTHUR W. THOMAS
188 ARGYLE STREET, HALIFAX, N.S.

BEADS
ALL COLORS

We send approbation

packages upon

request.

Borrelli & Vitelli

36 Toronto St., TORONTO

ip£»««i«i«i»tf^~^

FRENCH IVORY BRUSHES
Are Made in Canada

The present high rate of exchange is deep-
ening the appreciation of Trade and Public
for superior goods manufactured in Canada.
The largest jewelers in Canada are selling

Keystone French Ivory to their high-class
clientele in preference to all other brands.

Why? Because of its beauty and utility

—

because every piece is guaranteed. All Key-
stone brushes are formed from solid blocks,
brilliant in finish, unbreakable, and proof
against discoloration.

Keystone Ivory Brushes are famous for
their stiff, glossy, white, Russian bristles,
varying in length so as to penetrate to the
scalp.

At the present rate of booking, the supply
of Ivory is apt to fall far short of the de-
mand. Orders received now will assuredly be
filled.

SrlADE IK '

TBADfr-.*

STEVENS, HEPNER CO.
Limited

PORT ELGIN, ONTARIO
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The Latest in Stock You Need
Our three travellers, Mr. Rill, Mr. Watson and Mr.

Lipetz, are now on their Western routes with a complete

line of badly needed goods. Featured are the finest

designs in Novelty Beads, just received from Paris,

France. Very fashionable, pretty, and sure to make a

hit this season.

Large stock of Bracelet Watches

—

QVa, 9^ and lO'/z

ligne Swiss movements, cased with Empress, Fortune,

Cashier, 10 and 14 kt. gold cases.

We specialize in silver and nickel Cigarette Cases, made

by the best manufacturers.

Just received large stock of Watches, particularly the

finest Swiss movements, in attractive dial and face pat-

terns, manufactured by the Tavannes Watch Company,

in all sizes. Famous horologists favor these for precision

m time-keeping. None are better.

Write for an\j desired information.

The Canadian Jewelry & Importing Co.
Established in the West since 1 900

192 Baniiatyne Ave. Winnipeg, Man.

SU REFIT
Means a perfect Watch Strap for both Ladies and Men. which can be worn with the greatest comfort

and assurance that you are not going to lose your Watch. It is easily attached, requires no adjustment,

and is always ready for use, as it does not become flabby by stretching.

MEN'S
STRAP PATENTED

Bracelet Expanded.

Both the Ladies' and Men's Straps are made in 14 Kt. gold, 10 Kt. gold, |/|0 rolled gold plate,

sterling silver and American silver, having in all qualities an expansion of 1% inches.

The catches on the Men's Strap are made in 5/16, 7/16 and 5/8 inch, which fit all size watch lugs.

Nan) is the time to stock ^his item.

P.^TKNTED •m
Closed.

LADIES'
STRAP

ft I! n I! I! II

Showing Watch Hooks and Bracelet Expanded.

This item is not a novelty, but an article which will last and be worn as long as the Wrist Watch is in

style, and it has come to stay.
Sold through the Wholesale Watch and Jewelry Trade.

BLISS BROS. COMPANY,
"The House with Something New All the Time"

Attleboro, Mass.
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"Goods of Quality"

SELL THE BEST

The latest addition to
our factory is a special

department devoted to
the output of silver-

plated

Shaving Sets

of all kinds. This line

features Quality
coupled vifith low
prices.

Announcement

Our complete line of

Smoking Sets and
Ash Trays will be
ready about April.

These goods are the
best made line on the
market.

"Place Your Sample Orders Norv"

J. D. CAMIRAND & COMPANY
Manufacturers

149 ST. PAUL STREET WEST
MONTREAL

J. G. COFFEY
Wholesale Manufacturing Jeweler

Specializing in fine 119 ST. ALEX\NDER STREET
10 and 14 Karat MONTREALGOLD RINGS Phone Up. 6980

We are the only WATCH MATERIAL
HOUSE on the GROUND FLOOR

AliSO

The only Watch Material House solicitiiig TRADE
j

WATCH REPAIRS
I

1

NOTE
Having the material wo can give you

SERVICE
KLEIN & BURROWS

40 Colbomo Street, Toronto

Public Clocks
Church Bells
Highly specialized skill is needed to make and

fix satisfactorily big public clocks and bells.

We have been Clockmakers since 1 844 and

Bellfounders since 1877, and our work
stands all over the world.

All our clocks, from small house to largest

Town Hall sizes, are made throughout in

our Croydon workshops, and are, therefore,

guaranteed in every respect.

We cast and fix bells anywhere, in any

weight, specializing in complete peals scienti-

fically tuned and remarkably pure in tone.

Enquiries invited.

Suggestions and estimates supplied.

(Billctt d 3ohmton
jfounDctg of luang famous bells

Enalanft

DO YOU NEED CASH?
We pay market prices for Watches, Diamonds and

Jewellry; also buy Jobs regardless of amount.
COMMUNICATIONS STRICTLY CONFIDENTIAL.

The Reliable Jewellers and Diamond
MERCHANTS

113 Windsor Street - - - MONTREAL

R. JACOBS & BRO.
DIAMONDS EXCLUSIVELY
Send us your appro. or«ler«. We SMure you of

prompt service and value t second to none.

15 Yong« Street Arcade - TORONTO
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JEWELERS' OPPORTUNITY EXCHANGE
"Situations Wanted" and "Situations Vacant," 25 words or less, 50c per

Insertion or 3 Insertions for $1.00. "Business Chances," "Articles for Sale,"

and "Wanted to Buy," 50 words or less, one insertion, $1.00; three Insertions,

$2.00; five Insertions, $3.00. Display announcements In black type, $1.50 per

Inch per insertion. Send copy by 20th of month. Remit by money order If

possible.

THE TRADER
REACHES 90%

OF THE
JEWELERS
IN CANADA.

NO
ACCOUNTS 1

BOOKED FOR
"WANT ADS"
ON THIS PAGE

Business Chances

JEWELRY AND OPTICAL BUSINESS
for sale on north Yonge Street, Toronto.

Good, clean stock; stock and fixtures

about $'3,000. Great chance for good
watchmaker. Box 612, Trade..

REAL MONEY for a live wide-awake
jeweler that can take hold of this busi-

ness and keep it up to its present

standad. Located in Toonto's best

business district, with exclusive selling

rights for certain popular lines. Large
watch and jewelry repair trade, made
up entirely of high-class work. Stand-
ing optical trade, catering to the well-

to-do people. Stock and fixtures about
$6,000; dwelling with store; reasonable
rent with lease. Owner called south.

Box 608, Trader.

FOR RENT—A nice ground floor office

facing on Leader Lane suitable for

Jewelry Manufacturers' Agent also first

floor flat suitable for Engraver or
Jewelry Repairer. Nothing but Jewelers
in our building. D. Smellie, 17 Leader
Lane.

Business Wanted
BUSINESS WANTED—To buy jewelry
stock in Ontario. State amount stock
and lowest cash price. Geo. W. Wisnom,
Box 316, Trader.

WANT to buy a jewelry store in good
town of not less than 2.000. Must be a
bargain; give full particulars in first

letter. Address A. J. Quinlan, Dunn-
ville, Ontario, Canada.

WANTED—To buy a jewelry business
within 75 miles of Montreal; large or
emaU town. Box 584, Trader.

Situations Vacant

WANTED—Young man with three or four
years' experience in clocks and jewelrv.
Excellent chance to improve on watch
work under a first-class man. Good
wages. C. F. Clare, Prince Albert, Sask.

WANTED—First-class watch repairer,
state wages and experience in first
letter. aUo references. E. P. Battley
Sarnia, Ont.

WANTED—Watchmaker capable of re-
pairing bracelet watches, store experi-
ence preferred. State particulars in first

letter, position in city store. Apply
Box 609, Trader.

WANTED—By jeweler in Eastern Can-
ada, Optician, one capable of helping
out with watch work. State experi-
ence and apply by letter. Box 610,

Trader.

WANTED—Watchmaker, one who can
handle clock repairing. Can also have
good front store experience. Apply
Jackson's Limited, St. Thomas, Ontario.

WANTED—Jeweler one who can do or-
dinary jewelery repairs. Apply stating
salary and experience. Hicks and Pentz,
Regina, Sask.

WANTED—First-class watchmaker, must
be capable of taking complete charge of
branch store. State age, experience and
salary expected; references essential.
Connor Bros., Hamilton, Ont.

WATCHMAKER WANTED—Four or five

years' experience; a good chance for a
good, young man; permanent position
and good salary. Apply Box 611, Trader.

WANTED—Two Al watchmakers, $40.00
a week; write stating experience to
Wheatley Bros., Saskatoon, Sask.

WANTED—First-class watchmaker and
engraver. Permanent position to the
right man. State references and full

particulars in first letter. S. W. Chad-
wick, Box 96, Simcoe. Ont.

WANTED—First-class watchmaker, state
salary and experience, none but a first-

class man wanted, give references.
E. P. Battley, 154 Front St., Sarnia, Ont.

Positions Wanted
SITUATION WANTED—Young man, 4

years' experience, ordinary watch, clock
and jewelry repairing; good salesman,
best of references. Apply at once to
Watchmaker, Box 129, Arnprior, Ont.
(East preferred.)

HAVE YOU A WATCHMAKER?
We would like to correspond with a

jeweler with a view of taking care of his
watch repairs.

A return parcel assured every week.
If you are within reasonable distance

from Toronto we would give you a per-
sonal interview. 25 years experience.

Box 604, Trader.

Articles Wanted
WANTED—Model F, or later, second-
hand Geneva Retinoscope and Ophthal-
moscope in good condition. D. I. Gue,
Optometrist, Medicine Hat, Alta.

WANTED—One or two Jeweler's Wall
Cases, must be in good condition. Give
general description, including dimen-
sions, and best cash price. W. G.
Singer, Jeweler, Guelph , Ontario.

Articles for Sale

LATEST JEWELER'S ENVELOPE
Every jeweler should see our new regis-
tered Receipt Envelope which has a de-
tachable receipt, being part of the en-
velope, and not stuck on. This new in-
vention leaves all others far behind, and
gives what the trade has been vainly
waiting for for years. Its simplicity and
distinction sold thousands on sight. Write
to-day and a sample will be sent to you.
You can then see for yourself. Montreal
Envelope Co., Ltd., 4 St. Antoine St.,
Montreal.

ONE WALTHAM CHRONOMETER used
three months, polishing motor and
buffs, mainspring cabinet assorted
springs, watch glass cabinet with
glasses; material and jewelry cabinets
with staffs, jewels, screws and jewelry
findings, also a foot wheel. All these
articles are in first-class conditions.
For particulars apply Box 607, Trader.

PERSONAL
WE WOULD APPRECIATE VERY
MUCH IF ANY ONE KNOWING
THE PRESENT ADDRESS OF
E. M. ALLUM, FORMERLY OF
CHAMPION, ALTA., WOULD
SEND THE INFORMATION TO
US. P. W. ELLIS & CO., LTD.,
TORONTO, ONT.

Phone Factory, Show Rooms and Offices

SACKVILLE 2179 HALIFAX, N.S.

39 Duke Street, Opp. City Hall.

Canada

P.O. BOX 9

H. R. BERGMANN &, CO., LIMITED
WHOLESALE AND MANUFACTURING JEWELERS

Weddliv Blna
Diamond Rlnci

Bracelet Watcbea
WalUiam Watrhea
Tatanne* Watrhea

Jewelry of all deecrtptlon—

Gold. Gold-Filled and Sllrer

Chime. Striking and Alarm Clocks

SUTer Plated Flat Ware and Cut Glaaa

Watcb Caaea, American Watch Caae Ca

Importers of

WATCHMAKERS' AND JEWELERS' SUPPLIES

Engravers, Gold and Silver Platers to the Trade.

EVERYTHING FOR THE JEWELER

Jewelry Boxea

Clock Material

Watch Material

Window Flxturea

Toola and Machinery

Precious and Semi- Precious Btonea

Electric Power and Polishing Motors

and General Supplies of all kindc for

Watchmakers. Jewelers and Klmired Trmdai
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W. CASPER, Limited
IMPORTER OF PRECIOUS STONES

Pearls and Half Pearls

Appro. Parcel* (ent on Request

110 Church St.
•i»~ "•" TORONTO

WHEEL CUTTING
For VVatclies and Clocks

STAFF TURNING
Trade Watch Repairing

E. CHARBONNEAU
201 St. Jaim-s St., MONTREAIi riioiu- .M. 7 J.)2

TRADE WATCH REPAIRING
All kinds of high class watch repairing handled.

Efficient and capable workmen.
Service and Satisfaction.

BARTLETT & WAKEFORD
45 Richmond St. E.

Phone Main 3470.
Toronto

BLACK CAT MASCOT PINS
Wear this pussy you will find
For>tune will be always kind,
For as sure as she Is black,
You good luck will never lack.

Sterling Silver, $3.25 doz.; $36.00 gross.

THE TORONTO TROPHY CRAFT CO.,

1711-12 Royal Bank BIdg., Toronto.

^#^^

Horace Dorer
Jewellery Sales Expert

For the Legitimate Trade
Only. Sales Conducted
Anywhere on the North
American Continent.

357 COLLEGE ST.,
Toronto, Ont.

604 CANADA BLDG.,
Winnipeg, Man.

669 GRANVILLE ST.,
Vancouver, B.C.

Telegraphic Address:
709 4th Avenue,

New Westminister, B.C.

^ Jewelers' Saws
Made In U. S. A.

" Equal to the best ever imported"

Size 8/0 6/0 4/0 2/01246
Price $3.50, $2.90, $2.50, $2.50, $2.50 $2.50, $2.40, $2.40 grots NET

We guarantee quality and will replace any If found
unsatisfactory.

JEWELERS' TOOLS AND SUPPLIES

WORTHINGTON & RAYMOND, INC.
71-73 MURRAY ST.

NEW YORK

Clock and Watch

Dials Renewed and Re-Figured
Any Style

GENERAL ART WORK

Acme Drafting & Art Company
315 Bank of Nova Scotia BIdg., Vancouver, T.C.

HOWARD ANTHONY
Specialist in trade watch repairing. Our facilities

enable us to handle your repairs quickly and with

assured accuracy. A trial order will demonstrate.

215 Hamilton Trust Building

57 Queen St. West - Toronto

Phone Uptown 6640. 511 St. Catherine St. We»t.

C. H. A. GRANT
Manufacturers' Agent

615 DRUMMOND BLDG., MONTREAL.
Specialties: Bracelet Watches, Military and others.

Tavannes Watches, Diamonds.

IVORINE MINIATURES
Copied from Photogi-aphs Delicately Hand Colored.
Quick Delivery, Permanency and Satisfaction Assured.

Suitable for Lockets, Brooches, Pendants.
Our Own Exclusive Process.

MINIATURE & MEDALLION CO. Reg'd
128 St. Peter Street, Montreal, Que.

PRESTON, ONTARIO
is the address of

Canadian Horological Institute, Limited

which was founded at Toronto in 1890
by H. R. Playtner.

Wm. Campbell Engraver
Letter and Ornamental work to the trade

Quotations on application

Room 323 Lister BIdg.,

(King William & James Sts.) Hamilton, Ont.

Large Profits Guaranteed

AUCTION & SPECIAL SALE
Put ycur business on a cash basis
The world's greatest newspaper in an editorial

»ay»,—

"It is a fair presumption that we are headed
for economic depression. There is one way
to avoid it—we must put money away." If

merchants fail to get on a cash basis, they
ignore the disasters of the past. Write

G. W. WISNOM
Box 316, c/o "Trader & Canadian Jeweler"

TORONTO, ONT.



THE TRADER 107

ik'MKG«SS5iaSUVflSS!SSS®aa*TGir5»V^"SSSV^^ .

BRONZE
MEMORIAL TABLETS

AND
HONOUR ROLLS

Cast Bronze panels are the

most beautiful and perman-
ent form of Memorial Art.

Roger's panels are made of

the finest quality of bronze
and workmanship by skilled

craft.'^men who ha\ e had yoars of

training in tills si>ecial work.

Sketches and prices gladly sub-

mitted.

We are makers of Bronze Arch-
itectural Work, Statuary, Name
Plates and all forms of Commer-

cial Castings.

"Um

Canadian Wm. A. Rogers

Bronze Foundry Department

t^ 560-570 Kins St. West. - Toronto
J

jm

GOLDSMITH BROS.

^— Smelting and Refining Co.

._„ Limited

SWEEP SMELTERS
Refiners of

Gold, Silver and Platinum

Accurate returns made on Scrap

same day shipment is received

CANADIAN PLANT

24 ADELAIDE W. - TORONTO

Wickett & Smith Co.

Gold Refiners

Sweeps Smelters

OLD GOLD, SILVER and
PLATINUM Bought

7 1 Lombard Street, Toronto

Kennedy & Williams
SUCCESSORS TO

W. R. Campbell Co.

R««Mt«re<l

P.O. Box 223

Wholesale and
Manufacturing Jewelers

WINNIPEG

V ery 1 ough V ace watch glasses are correctly

gauged, easy fitted with less breakage. Don't allow

other makes to be mixed with your stock of V.T.F.

glasses and you will save time and breakages in

filling.

V. T. F. Watch Glass Co. of Canada, Halifax, N. S.
Wholesale Distributor*

H. R. BERGMANN, COMPANY, LIMITED HAUFAX, N. S.
uiiMUNHimitiiiuiiitriiinttitiiiMi
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Japanese Alphabet
THE RIGHT STYLE FOR UP-TO-DATE

RING MOUNTINGS

a J if fe » E

m X f ^
Made in 1-8, 3-16, 1-4 inch Sizes

HERPERS BROS., NEWARK, N. J.

INDEX TO ADVERTISERS
A

Acme Drafting and Art Co 106

American Watch Case Co., Ltd X

Anthony Bros
f\

Anthony Howard l^o

Auerbach, Z. & Co »»

B
Bartlett & Wakeford 106

Bergman, H. R., c& Co 103, 107

Bemister, H. A 66

Baker & Co., Inc lOi

Borrelli & Vitelli 102

Bliss Bros. Co 103

Boas, J ?

Belais, David oj

Backes and Strauss 94

C
Camirand, J. D. & Co 104

Casper, W 106

Campbell, W. R., Co 107

Canadian Ball Watch Co 18

Canadian Seamless Wire Co 78

Caron Bros 82

Canadian Wm. A. Rogers, Ltd 23, 107

Canadian Horological Institute 106

Coffey, J. G 104
Campbell, Wm 106

Charbonneau, E 106
Coulter. J. & Co., Ltd 7

Canadian Elgin Watch Co 68

Conjoint .Jewelry Corporations 90

Cecilian Co , Ltd 60

Canadian .Tewelry & Importing Co... 1"!
Canadian I'eerless Jewelry Co 80

D
Dominion Ivory Co 109
Dorer, Horace 106

E
Electro Silver Polish 66
Eaves Bros 100
Eastwood, James & Co 92
Ellis & Co., P. W 73, 74, 7.';

Elgin National Watch Co 68
Electric Chain Co. of Canada 96
Elliott-Bishop Co 11
European Co 86, 90

F
Ferrero 12

WANT AD PAGE 105.

G
Gilbert, Wm. L., Clock Co 20

Goldsmiths' Stock Co
19, 20, 21, 22 and Back Cover

Goldsmith Bros. Smelting and Refin-
ing Co 107

Goldstein Jewelry Mfg. Co 28

Grant, C. H. A 106
Gundy-Clapperton Co., Ltd 4

Gunther, E. & A. Co 16, 17
Gillett and Johnston 104

H
Hammel Ringlander & Co 88
Herpers Bros 108

Heintzman, Gerhard, Ltd .58

Hart, Roslyn E 90

J

Jacobs, R. & Bro 104

K
Kennedy & Williams 107
Klein & Burrows 104

Kendrick and Davis 16

L
Lees, Geo. H. & Co., Ltd., Front and

Inside Back Cover.
Levy Bros. Co., Ltd 76

Lorsch, Albert & Co., Inc 75

M
Mabie, Todd & Co 15

Milligan, W^ A. & Co., Ltd 5

Michalson, I. L. & Sons 29

Miniature & Medallion Co 106
Middletown Silver Co 96

Michalson, M. & Co 14

Mittenthal, M. Lewis 98
Mire Bros 92
Montagnes, I & Co 56
MontauK Watches 22

N
New Haven Clock Co 17
National Cash Register Co. of Canada 26
Neima, Geo. D., & Co 102

O
Oneida Community 30

P
Pathe Freres, Inc 64
Peerless Jewelry Mfg. Co 80
Pequegnat, Arthur Clock Co IHO
Phillips, Geo. & Co 87

R
Reliable Jewelers and Diamond Mer-
chants 104

Rogers, Wm. Mfg. Co 55
Rogers, Can. Wm. A 23, 107
Roden Bros 19
Rowland & Campbell 70, 87
Roy Company. Ltd 27
Round, John & Son 96
Rolex Watch Co 10

S
Speyer and Co 84
Starr Co. of Canada, The 62
Saunders, H. & A Inside Front Cover
Saunders, Lorie & Co 3
Standard Silver Co 110
Stanley & Alyward 86
Schwob Bros 13
Stevens-Hepner Co 102
Sweet, John & Co 24
Sonora 56
Shapiro, D 12

T
Thomas, Arthur W 102
Toronto Trophy Craft Co 106

V
V.T.F. Watch Glasses 16, 88, 107

W
Waltham Watch Co 25
Whiting & Davis 98
Wickett & Smith 107
Wisnom, Geo. W 106
Wittnauer, A., Co 9
Wilmort Ash Tray 20
Wahl Co 87



THE TRADER 109

A New Idea!—A Nineteen-Twenty Addition

Light and Dark
Tortoise Shell Toilet Articles

in the Fairfax Pattern

are now available in Canada, and dealers

will do well to see samples and investigate

this line.

People are becoming more exacting in their

choice of toilet articles, and will ask for the

latest and best—and what is more, will insist

upon getting them. The dealer who cannot

supply them will lose the business of cus-

tomers worth while. Purchasers of ebony

goods years ago were customers later

for French Ivory, and now comes the

TORTOISE SHELL LINE. An initial

purchase in most cases leads to the comple-

tion of a set.

There is bound to be a rich harvest of

business for those who adopt this new line.

Its charm of quality and beauty is irresistible

and makes buyers friends. In the States it

has an enthusiastic clientele and a sales-

forcing reputation that is the envy of the

trade.

Every article like our French Ivory and

"Fairfax" Ivory Fiberloid is solid—made

from selected sheets—fully guaranteed, and

will not tarnish, break or dent.

Will you let us hear from you?

We Tvant \}our name on our mailing list

for our monthly booklet, "Fiberloid Facts"

The Dominion Ivory Co., Limited
52 BAY STREET, TORONTO Telephone Adelaide 1226

Representing
THE FIBERLOID CORPORATION

Indian Orchard, Mais.

Montreal Office and Show Rooms
The Atlas Supply Co., 180 St. James St.

Telephone Main 6557
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Stock this Silverware
For 1920 Sales

Jamcstowi

LAST year— 1919—was a good one for us. In

all Standard Silver lines sales jumped in leaps

and bounds. 1920 will be another banner year.

For, with every day that comes, new dealers discover

that

Holmes & Edwards
"Silver Inlaid" and "Super Plate"

Flatware

and our other trade-marked products are the lines that

sell—the lines that provide the greatest margin of profit,

the lines that give complete satisfaction to customers.

Get in touch with us for your requirements. It will be

to your interest to handle this silverware for 1920.

The Standard Silver Company
of Toronto, Limited

1 Madison Ave. North - Toronto

Holmes & Edwards Silver Inlaid and Super-Plate

Protected

Where the Wear Comes



THE TRADER

Of Course We Are

Paying Advanced Values

Lees have boasted so much about paying

the highest values that naturally they have

been making allowances for the prevailing

rate of United States Exchange.

It was not deemed advisable to advertise

any fixed prices because the exchange rate

varied so, but still Lees can honestly state

that the prices they have been and are allow-

ing are the - HIGHEST."

Compared with other prices we have seen

advertised our prices have been from a few

cents higher per dwt. on Gold to many cents

per oz. on Silver and Rolled Plate.

February was a record month in our

Refining Business. We're out for a record

year again and to merit your patronage we
must continue to pay^

—

The Highest Returns

GEO. H. LEES & CO., LTD.
THE OLD ESTABLISHED REFINERS' AT

HAMILTON, ONT.
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WALTHAM WATCHES
Railwaymen must keep ac-

curate time. That's why
most of them prefer the

Waltham "Vanguard." Its

extra long mainspring and

jewelled mainwheel assure

even action and complete

accuracy. This model is also

made with the winding indi-

cator—a feature of great

importance to every railway-

man, as it prevents the watch

running down unawares.

"Vanguard" 23 Jewels, Nickel. Adjusted to

ttmperature, i.sochronism and positions.
*« Positions, Winding Indicator. . .$100.00 I)alili:i

Adjuslfd to tenipcradiif, isocronism and
."> jiositioiis.

^'"Crescent Street" Winding Indicator

L'l .Ifwel; $75.00 1 )asli

"Vanguard" 'I'.', .Jewels, Nickel. Adjusted to

temi)erature, i.^-ochronism and iwsitions.

.") Positions $85.00 l)airy

Adjusted to temperature, isocronism and
.5 positions.

*"No. 645" I'l .Jewels $62.50 I )aunliter
"Riverside" III .lewels 65.00 Dawn

Prices quoted are established to tine consumer.

Discount to Jeweler same as on Waltham Catalog.

"The House for Waltham Watches since 1865"

«f TORONTO ^
rrMTTP-nLIMITED
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Superior** Safety Pins

754

756

s

763
P

—Lees put these on the market about twenty years

since, after careful research and experimenting.

—Special machmery was designed and made, and a

specially prepared resilient wire produced that will

always retain its spring and shape.

—The quality as marked on the show cards is "extra."

Never has a pin been returned worn out.

—It pays to handle only the Best, and the Best is Lees'

"Superior."

—Prompt shipments, direct or from the Best Jobbers.
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Brooches of Beauty

Our line of MJi Brooches for 1920 is

large.

The designs are new and original.

The pearls and all colored stones are

genuine and of the first quality.

The Worl^manship is all that could be

desired by the most fastidious.

These outstanding points of superiority

combine to mal^e Brooches of Beauty.

Our goods sell to the public.

And remember—
We never use an imitation stone in 14\

jewelry.

H. & A. Saunders, Limited
''Makers oi Jewelry that is Different"

TORONTO - ONT.

G. W. REID & CO., LTD., TRURO, N.S. are our Agents

for the Maritime Provinces.



THE TRADER

•}®»

1

m

Here is another proof of our progressive method of doing

business.

We are preparing to care for your requirements in a bigger

and better manner.

This year we have developed many new and attractive

designs which are truly representative of the "House of

Quahty."

SAUNDERS, LORIE & CO., LIMITED
Adelaide St. West - - TOROxNTO, ONT.

m

j>y.

^

:'*^
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Clover Leaf Cut Glass

Makes an Attractive Display

There is a constant series of events which

prompt gift purchasing. And the first

thought of the giver is almost invariably

cut glass.

The distinctiveness of Clover Leaf Cut Glass is never questioned.

It is a gift that is highly prized by the recipient, and reflects the

good judgment of the giver.

Clover Leaf Cut Glass makes a compelling w^indow^ display. The

network of designs, the myriad lights and colors that flash from

the clear, deep cuttings—the graceful shapes—stamp it as a product

of superior craftsmanship.

If you do not already carry Clover Leaf Cut Glass, order a selec-

tion and test its "selling" powers.

C^P^l/M/r£:i>

Albert Street

TORONTO
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Putting Real Price Value

Into Jewelry

Distinction in style— not in the sense that

every article of jewelry made by us must

present a radical thought of creation not yet

familiar in the jewelry world, but—distinc-

tion in style in the sense that every piece sold

by us is lifted above the ordinary.

Each piece of jewelry is made with the

question of its saleability in mind—made to

please the majority of customers—to please

the trade that enables you to sell it at a decent

profit.

You—and your customers—get style, good
materials and conscientious construction in

every Necklet, Brooch, Ring, etc., turned

out of this factory.

W. A. MILLIGAN & CO.,
LIMITED

137 Jarvis Street - TORONTO
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J. BOAS DIAMONDS J. BOAS DIAMONDS

A business lives through its

customers. And its great-

o
>
CQ

o
O
CQ

o
i est asset is their good will. ^

09 g
3 Our service has always measured g

up to this standard and brings forth ^ S

voluntary expression of friendship

and confidence.

u

I I
-

J. BOAS
>

g Diamond Merchant ^

§ 710 Lumsden Building TORONTO g
CQ

J. BOAS DIAMONDS J. BOAS DIAMONDS
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r^OULTDR'S
Being a page devoted to a
monthly buying, selling or

display suggestion to the

trade in general.
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The Price of Watch Cases

During the past four years, enormous increases in the

costs of labor and materials have been followed by

necessary increases in selling prices.

In that period, the cost of producing "Winged
Wheel" Watch Cases has risen 30% to 507o.

But while we have made such advances as were

absolutely necessary if we were to maintain the

usual high quality of our product, we have kept our

prices at the lowest possible level.

That our effort to do this has not gone unnoticed is

evidenced by the many letters and expressions of

appreciation we have recently received from our

customers all over Canada.

We wish to thank our customers everywhere for

these tokens of their gratification and good-will, and

to assure them that it shall remain our policy to keep

our prices on a basis which makes "Winged Wheel"
Watch Cases the best value for the money that can

be obtained anywhere.

WINGED WHEEL

The Trade Mark
of Qnality

The American Watch Case Co,
of Toronto, Limited

511 King Street West - - - Toronto
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TWENTY YEARS ESTABLISHED
Roy Company, Limited, has impressed its name on the jewelry trade of

Canada as the House of Quality, Manufacturers of Gold Jewelry and

Importers of Diamonds.

Roy's Guaranteed Mounted Diamonds, set in an invisible Tiffany

with white gold, are one of the specialties of Roy Company,

Limited. These are stocked, mounted in single stones, twos, threes,

fives and clusters, or you may have combinations of Diamonds

and Rubies, Diamonds and Sapphires, Diamonds and Emeralds,

or Diamonds and Pearls in twos, threes, fives and clusters.

Roy designs, workmanship and prices please every customer. The attractiveness and

beauty of each piece of jewelry assure every Canadian jeweler large profits and repeat

business.

Careful attention given

to approbation requests

Roy Company, Limited
Roy Building, 21-23 River St

TORONTO
ROSS ARCHER,

Western Representative.
T. BROADHURST,

Toronto Representative.

ALBERT MIRAGLIA,
Montreal Representative.

NELSON REYNOLDS,
Eastern Representative.
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The wide-awake dealer realizes the advantage of placing his

orders early for

Tavannes Watches
in order to avoid disappointing delays in delivery.

Our jobbers are now taking orders for the Christmas trade, and

we earnestly advise the placing of these orders as early as possible.

NOTE:
Mr. Alfred Schwob, while in Switzerland, has made arrange-

ments for the most prompt attention to be paid to import orders.

Dealers should avail themselves of this opportunity by placing

their orders at once.

SCHWOB BROS.
701 McGill Building - MONTREAL

General Agents for the Tavannes Watch Company
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Solid Cast Bronze Baa Relief Panel, 6 ft, 6ins. x 2 ft., 11 ins. Weight 277 lbs.

Bronze Bas-Relief Panel depicting noon hour in a Can-
adian IVlunition Plant. One of a series of statuettes and
panels being done in Bronze for F. Loring and F. Wyle
for the Canadian War Records Museum at Ottawa, being
a series of industrial subjects showing activities in muni-
tion works in Canada.

THE illustrations give a slight conception

of the artistic results and varied nature

of Bronze castings produced entirely in our

own foundry. We carry this work through

complete from the raw material to the fin-

ished castings. Our foundry is equipped

with the most modern appliances, and this,

together with our organization of highly

skilled artisans, enables us to produce orna-

mental and statuary bronze castings of

exceptional quality—a class of work which

has never been successfully produced in

Canada heretofore.Solid Cast Bronze
Memorial Tablet. 22 ins.

\ 40 ins.

Cast Bronze Statue

—

"The Melter," F. Wyle,
.Sculptor.

HF.MORY OF

"RUSSELL LAMBERT BOYLK,
li f UT, COlONEt. lOTH BATTALION.

,
•>. "" 'bORK- OCT- 2a. 1880

DIfDON ,\PK 25.1015 Al POP.EHRINOE BELf.lUM.OF ^VOINDS

KE(.EIHD WHILE LEADING «IS BATTALION AT ST .JILIEN

•MFhTlONF.D IN DCSPATCHf S BY SIR JOHV FRIMH

MAHLON LAMBERT BOYLE, NEC.
MAJOR. 49TK BATTALION
BORN FEB. 2.<> lf)82.

KILLED ON THE SO H H K AUC 24. 1917.

« -TBEIR KAMtllVETH F«R EVfRHORE!'

., ERECTED BY THEIR MOTHER AND SI^TEK

Solid Cast Bronze Memorial Tablet. 30 ins. x 20 ins.

ROGERS Bronze Products include work of

every description—Art, Decorative, Archi-

tectural, Monumental and Sculptural—and em-

brace a range of objects from the most delicate

art handhng to the largest and most extensive works

that can be produced in bronze.

We make a specialty of solid cast Bronze

Memorial Tablets and Honour Rolls, and will

gladly co-operate with the Trade by furnishing

illustrations of many designs and particulars of

prices.

Bronze Foundry^ Department

CanadianWm.A.Rogers Limited

570KING ST WEST
TORONTO CANADA



THE TRADER, 13

'HEIRIDOM'PLATE

Artistic merit as well as character

and harmony of design are exemplified

in 'Heirloom' Plate.

While 'Heirloom' Plate designs are

noted for their remarkable beauty, this

exceptional silverware has the added

advantage of enduring qualities ob-

tained by an extremely heavy plating

of silver.

The beauty of design and finish in

'Heirloom' Plate are the result of the

handiwork of skilled craftsmen—men

who have had long training in fashion-

ing nothing but the best in silverware.

You sell 'Heirloom' Plate with the

positive assurance that you are selling

the best—that you are selling made-in-

Canada productions that will give last-

ing satisfaction to your customers and

increased prestige for yourself.

CanadianWm.A.Rogers Iimited

570 KING ST WEST
TORONTO CANADA
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MADE IN CANADA dV E

Consistent Good Quality is our Pride

—You can share in this satisfaction

15

YOU ARE LOOKING FOR

CLEAN CUT DESIGNS
Faultlessly Made, and

Jewelry that Stays Sold
Therefore Anthony Brothers' make of Jewelry will fill your require-

ments. Our prices have not advanced as other merchandise has, owing

to our modern facilities for producing Jewelry of excellent quality.

Canadian-made Jewelry is equal to the finest of its kind in the world.

We make the following:

—

Rings, Diamond, Colored Stones, Cameo and Onyx Pendants,

Necl^lets, Lavallieres, Bar Pins, Brooches, Tie Pins and Earrings.

MADE BY

ANTHONY BROTHERS
Cuff Link styles are advancing, too. The newest creations include

richly enamelled and engine-turned designs. Nifty shapes and well-finished

links in gold and silver at prices equal to ordinary cuff links.

These articles are offered to the trade and are meeting with wonderful

success.

Order now and be on the market to share in the success of these.

Profits are opportunities translated into action.

MADE BY

THE ELLIOTT-BISHOP CO., Toronto

SOLE AGENTS

ANTHONY BROTHERS
/Iftaheta of Iblob ©ra&e ^ewelrg

24 Adelaide St. West Toronto, Ont.

RCGISTCRED

TRADE MARK
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Tools of Quality X' ^'''dt±%^^''^
This frame has the

on or off friction nut,

a device that will be

appreciated by good

workmen.

New Style Frame.
Illustration about 2/3 Actual Size.

We have on hand

Staking Tools
with A^eu; Style Frame as Illustrated.

These tools have

50 Punches and 14 Stumps
and are put up in Mahogany boxes.

The boxes are drilled to hold 100 punches
and 24 stumps. You can add other styles at

your convenience.

Order by number 15B.

The price is $30.00.

Order From

E. & A. Gunther Co.
Toronto

V.T. F. GLASSES
V

VERRERIES

A SHIPMENT HAS ARRIVED
We Expect Another Shipment Shortly

SEND IN YOUR ORDER AT ONCE
so that you will be sure of getting the sizes you need.

T
TROIS

F
FONTAINES
LORRAINE
FRANCE

V. T. F. Insures Your Getting Quality

Cheaper Glasses are cheaper, because they are worth less.

Order From

E. & A. Gunther Co., Limited
310 Spadina Avenue, Toronto, Ont.

We will send our convenient watch glass order book on receipt

of your request.
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We now have
New Haven JuniorTattoo
AlarmswithRadium Dials

A Little Clock of Many Uses.

The Clock the People Want.
An Accurate Timekeeper.
Accurately Made.

IIIIIIIIIIIIIIIIIIMII

E. & A. GUNTHER CO. Limited

TORONTO

Canadian Agents for

THE MEW MAVEN PLOCK CO.

Ew IIaven Lonn.1

Actual Size

The height of the Junior

is only three inches. It

has an alarm and silent

switch, and being inter-

mittent, it possesses all

the features of a full-

grown clock.
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A Question and An Answer

Why is a small piece of old English glass

so priceless, which at first glance has
nothing to recommend it and may look

like something you have seen in cheap
crockery or even in a 5 and 10c store ?

Because someone knows its real value.

Why are V.T. F. watch glasses preferred

by a very large majority of American
watchmakers and jewellers ?

Because

V. T. F. Watch Glasses

are the result of the finest materials that

can be procured, plus the best modern
skill in manufacturing.

Always uniform and satisfactory, they

represent a distinct, tangible quality re-

cognized by all the watchmakers.

V. T. F. Watch glasses have been and
always will be the best.

Sold by Jobbers

Hammel, Riglander & Co.
Importers

NEW YORK, U.S.A.
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Roden Bros. Ltd.
TORONTO

Manufacturers

Est. 1891

"FESTOON PATTERN "

Jug No. 429-177-4—$20.50

Tumbler No. 429—$2.90 each

Richly Cut Glass
on potash and lead blanks, cut by
master workmen to bring out the

full brilliancy of the highest grade

blanks obtainable.

Every piece sold creates in its

recipient the desire to fully furnish

the home with real, heavy cut glass

that is above criticism.

^ie

SOLD BY

50 Yonge Street
TORONTO
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It Woiit Be Long
Boat Races, Tennis Matches, Polo. Motor Races, Track Meets, Aquatic Sports and

Marathons every minute— the Sporting Blood will soon reach the Boiling Point, and you,

Mr. Jeweler, will be asked for Trophies.

Did you get our "Trophy Book," quite the neatest and most complete we have as yet pub-

lished. It was mailed April the fourteenth.

If you have not received your copy,

better postcard us right away. It

will be two cents well spent.

There's money in selling Trophies,

and here's your chance to get it.

'^^^ O0IUSM/T//S
i (d>WASY'ofO)A^ADA

Limited.

50 Yonge Street

TORONTO
THE BOOK'S COVER

The original is 131/2" x IOI/2".
printed in three colors.

A Sterling Trophy Cup, gold
lined, from the Inside.

NUT BOWLS of Better Quality

A Useful Gift \ox the June Bride

Illustration one-third actual size.

Squirrel Nut Bowl, No. I 180
Spun Brass Bowl, Bronze Finish

Jap Bronze Finish Nut Cracker

Price. $8.00

lie 'Gomjsm;]

Illustration one-third actual size.

Krack-Eze Nut Bowl
Mahogany Bowl. Nickel Plated

Steel Nut Cracker

Price, $9.00

fl TORONTO
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The Kum-A-Part is a snap-to-cuff button,

designed and built to overcome the clumsi-

ness of the old shank and link button without

sacrificing appearance. With the universal

use of the soft cuff the common sense appeal

of this time-saver is instantaneous.

Samples Now Showing

Sole Canadian Distributors

im:it]

o,

TORONTO
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TRADIUM

Radium Dial Clocks. Treated

with the best Radium LUMA-
nous material, they make a clock

that is completely useful through

the 24 hours.

This is a selling point of great

importance to you as a dealer.

Take advantage of this con-

tinual Time in Sight idea and

cash in with profit to yourself.

Gilbert Clocks are built right,

and best of all stay right. The
Wm. L. Gilbert Co. have made
good clocks for over one hun-

dred years and stand squarely

behind their product.

Time in Sight

Day or Night

^^ Goldsmiths'
\ (oMPANTofGAi^AOA

TORONTO ONTARIO

Ash
Tray

DOES
DOUBLE
DUTY

So handy!
Invert bowl over prong,

Move pipe down and
around,

Ash and residue drop
into tray.

Easy as A-B-C.

201 Ash Tray $5.00

201A
" "

5.00

202
'* "

5.50

202A
" "

5.50

203
" "

6.50

203A
" "

6.50

204
" "

6.00

205
" "

6.50

206
" "

7.50

With Pipe-Emptying Prong

Two useful articles in one! Just get the Wilmort

in stock— display it in your window — let your

customers know about that convenient little pipe-

emptying prong—then watch your sales jump from

the start! The. nifty gift for men who smol(e.

Metal construction, strong, neat, handsome. Two
sizes, several models. Aluminum liners—unbreak-

able, easy to clean. Wide range of price. Write

us for particulars and trade prices.

Goldsmiths' Stock Co.
of Canada, Ltd.

TORONTO CAN.
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BEAUTIFUL JEWELRY
is being made of

DAVID BELAIS' 18K WHITE GOLD
( The white gold that stays white)

The kind of satisfaction it gives

Makes it a Business Builder

Why Hesitate

The demand for it is

World Wide

Patented in the United States, Canada and Switzerland

Patents pending in the other countries

DAVID BELAIS
13 DUTCH STREET, NEW YORK CITY
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RAILROAD WATCHES
Hamilton Watches

18 Size, All Lever Set Mosements

Xo.

No.

Xo.

Xo.
950-

952-

992-

993-

!l!)6-

972-

(146—23 J. O. F $64.00

!)4n—21 J. O. P 52.00

941—21 .1. Htg 52.00

16 Size

-O. F. 23 J.—P.S. or I..S

-O. F. 19 J.— I'.S. or L.S

-O. F. 21 J.—P.S. or L.S

-Htg. 21 .1.— I^.S. only .

-O. F. I'.l J.— I..S. oiil.v .

-O. P. 17 J.— 1..S. or P.S

$90.00

67.00

57.00

57.C0

53.00

41.00

Elgin Watches

VERITAS, O. F. NICKEL

16 Size, 23 Jewels $72.00

Father Time, O. F., Nickel

16 Size, 21 Jewels

B. W. Raymond,
16 Size, 19 Jewels

. . $58.00

Nickel

. . . $50.00

ALL MAKES
AND GRADES

Illinois Watches

Ball Watches

16 Size. 23 Jewels. 14k Case ..

16 Size. 23 JeweLs, G. F. Case

16 Size, 21 Jewels, 14k Case ..

16 Size, 21 Jewels,' G. F. Case

16 Size, 19 Jewels, 14k Case ..

16 Size. 19 Jewels, G. F. Case

$135.00

95.00

125.00

85.00

115.00

75.00

When you want Railroad

Watches, send your

orders to

BUNN SPECIAL
18 Size, 21 Jewels, adjusted,

6 positions $49.00

BUNN SPECIAL
16 Size, 21 Jewels, O. F., ad-

justed, 6 positions 56.00
16 Size, 23 Jewels, O. F,, ad-

justed, 6 positions 66.00

A. LINCOLN
16 Size, 21 Jewels, adjusted,

5 positions, O. F 53.00

BUNN
16 Size. 19 Jewels, adjusted,

5 positions 49.00

Waltham Watches

"Maximus" 23 Jewels, Xickel.
Adjusted to temperature, isochron-
ism and positions.

*6 Positions Winding:
Indicator $200.00 Dactyl

5 Positions 185.00 Daffodil

"Vanguard" 23 Jewels, Xickel.
Adjusted to temperature, isochron-
ism and positions.

*6 Positions, Winding
Indicator $100.00 Dahlia

5 Positions 85.00 Dairy
"Crescent Street" Winding

Indicator.
21 Jewels $75.00 Dash

"Crescent Street"
21 Jewels 67.50 Dart

*"No. 645"
21 Jewels 62.50 Daughter

"Riverside"
19 Jewels 65.00 Dawn

The Canadian Ball Watch Company, Limited

CONFEDERATION LIFE BUILDING, WINNIPEG, MAN.
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m

(St? Announcement

Si

We are pleased to announce the return of Mr. H. Sessenwain and

Mr. P. R. Myers, both members of our firm, from England, France,

and Switzerland.

Their trip was highly successful, and they have

procured the exclusive control of many new^ lines

suitable for the wholesale and retail jewelers of

Canada.

Our representatives are now on their respective routes

with a new and up-to-date line, and it will pay you

to look same over.

We shall have an important announcement, of interest to every

jeweler in Canada. Watch for it in the coming issues of this paper.

(5^
S. P. MYERS & CO.

Wholesale Jewelers

230 McGill St. Montreal,

Representatives:

Que

MR. W. G. CARRON Western Canada

MR. L. WEBER - City of Montreal

MR. A. E. SINGER Ontario

MR. M. ORENSTEIN - Nova Scotia

MR. L. A. ROY Quebec

MR. J. LECKER - New .Brunswick and P.E.I.

m
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CASE OF RINGS
Wrough. Process versus

Casting Method

Judge Fair Play presiding

Testimony of JohnSweet,of John Sweet & Co. L^d., Hamilton
Question—You claim that a ring made by the Wrought Process is superior to one

made by the Casting Method?
Answer—I do.

Question—What advantages do you claim for a ring made by the Wrought Pro-

cess, over the Casting Method?
Answer—In gold as in iron, when cast, the particles are not as compressed as when

wrought or hammered. This means "porosity." If a cast ring is compared under a power-

ful magnifier with one that is wrought, the cast ring will be found covered with minute holes.

These holes gather and retain particles of dust, killing the lustre, consequently becoming

dull much sooner than a wrought ring, the polish of a wrought ring being much more easily

restored than in case of a cast ring, because all foreign matters are on the surface, and do

not penetrate, as they do in a cast ring.

Question—Describe, the methods of producing a ring on the Wrought Process, com-

pared with the Casting Method.

Answer—In the Wrought Process, the gold is rolled down under powerful rollers,

and then cut so as to leave the required amount of gold. With powerful hammers it is

wrought into shape, then curved and jointed, whereas in the case of the Cast Method a

matrix is produced in cuttle, and the liquid gold poured in. All surplus gold is then filed

away, causing much loss.

Question—How does the cost of Wrought Process compare with the Casting

Method?
Answer—The Wrought Method is much more economical.

Question—Then why is the Wrought Method not universally adopted?

Answer—Because of the large cost of installing plant and special dies necessary.

Question—Are all rings produced in your factory made by the Wrought Process?

Answer—Almost all. Lines on which we have very small sale involve too great an

outlay for special tools to justify the adoption of this method.

Question—Are SOCIETY RINGS that are made in your factory produced by the

Wrought Process?

Answer—Yes.

Question—Do other factories producing SOCIETY RINGS use this method?

Answer— I do not consider this is a fair question. If the merchants, however, will

compare our rings with others under a magnifying glass, they can readily determine whether

the compared ring is made by the Wrought or Cast Method, by the porosity or fine pin holes,

which is a characteristic of rings made by the Cast Method.

John Sweet & Co., Limited
Hamilton, Ont.



THE TRADER 29



30 THE TRADER

—the mark of good timekeeping

THE WESTCLOX TAG on an alarm clock means
that the clock has gone through a stiff inspection

at the factory and has been pronounced O. K.
It means that the men who made the clock are

proud to say so.

You have doubtless noticed how your customers

look for this orange and buff, six-sided quality-mark.

The advertising has been calling attention to it. They
know what it means.
Of course, as a merchant, you know that this tag is

no guarantee against a careless expressman dropping

a crate of clocks and disabling some of the move-
ments. So it will always pay you to add your own final

inspection to the inspections we have made before the

clocks go on your shelf or counter.

For you are interested, just as we are, in keeping

this Westclox quality-mark a real mark of merit.

And, by the way, you've probably discovered what

a fine showing a group of these orange-tagged clocks

makes in your window. Try it again one of these days.

Alarm clock sales always increase your other sales.

You know that.

Western Clock Co., Ltd.—makers of Westclox
Peterborough, Ontario
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Cnble Address: "Excellent," Montreal. Telephone Main 993

STAUBER & BALTZER
IMPORTERS OF

SWISS WATCHES
489 ST. PAUL STREET WEST

^M-ontreal, May 1st, 1920

TO THE JEWELERS OF CANADA:

We beg to inform you that we have purchased the

Canadian branch of the firm of Junghans Bros. Ltd. with

offices at 489 St. Paul Street West, Montreal, which has

been under our joint management for the last few years. We

are continuing business at the same address and our lines

will be distributed through the medium of the jobbers from

coast to coast.

All our attention and energy will be concentrated

on Swiss Watches exclusively. We know this business from

the ground up, having, so to speak, been born into it, and

we will thus be in a position to give you unsurpassed

values and service.

Our Mr. Baltzer has just returned from a buying

trip to Switzerland. Besides our old standards, such as

"BLUE-BIRD" and "GREY-BIRD" movements in all sizes, he has

purchased a wide range of new lines, samples of which will

be in the hands of the jobbers within a month.

We thank you for the favors shown us during our

connection with the old firm and trust that you will favor

us with your goodwill in our new and independent

enterprise.

Yours very truly,

STAUBER & BALTZER,

(R. Stauber, A. Baltzer).
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The common-sense way of handling

credit accounts

IV/f ERCHANTS in 182 different lines

•^~-'- of business are using the N.C.R.

Credit File.

These merchants have found that the file

gives them the common-sense w^ay of

handlmg credit accounts.

It is a one-writing system. It eliminates

book posting of accounts.

It keeps each day's credit business separ-

ate.

It prevents forgetting to charge goods sold

on account.

It prevents neglecting to credit money paid

on account.

It gives each charge customer a statement

of account on every purchase.

It protects every credit record until it is

paid in full.

It saves time, work, and worry. It stops

leaks and saves profits.

Investigate this common-sense way of handling credit accounts
The National Cash Register Company of Canada, Limited

BRANCH OFFICES:

Calgary 714 Second Street AV.
London 350 Dundas S( reet
Edmonton 5 McLeod Bldg.
Ottawa 306 Bank Street
Halifax 63 Granville Street
Quebec 133 St. Paul Street
Hamilton 14 Main Street E.
Resrina 1820 Cornwall Street
Montreal 122 St. Catherine Street W.
Vancouver 524 Pender Street W.
Toronto 40 Adelaide Street
St. John 50 St. Germain Street
Saskatoon 265 Third Avenue S.
Winnipeg 213 McDermot Avenue

FACTORY: TORONTO, ONTARIO

FILL OUT THIS COUPON AND MAIL TO-DAY

Dept. 25, The National Cash Register Company of Canada,
Limited, 97 Pelham Ave., Toronto, Ontario:

Please give me full particulars about the N.C.R. Credit
File way of handling credit accounts.

Name ..

Business

Address
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CORRECT SERVICE
Above advertisement appears full page in "MacLean's," May 15; "S aturday Evening Post," May 22, and "Collier's," May 22.
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National Publicity for Jewelry

Canadian Trade now United with the National Publicity Campaign in the United States

CANx\DA is now definitely linked up with the United

States in so far as the campaign of publicity for

jewelry is concerned'. The annual meeting of the

Xational Jewelers' Publicity Association was held in Chi-

cago on April 13th, and the Canadian National Jewelers'

Association was at that time accepted into full member-
ship and its representative given a place on the executive

committee. The connection thus formed ensures a start

at once on advertising iewdry in Canada, the executive

of t'he C.N.J.A. having pledged itself to the raising of

$5,000 to cover the expenditure proposed for the first

year's work. The advertising will be handled by the same
agency that has been looking after the American pub-

licity and the expenditure will be distributed between

editorial publicity and display advertising. The work of

raising the $5,000 has still to be accomplished and the

C.N. J.A. executive will have to devise the plan on which
an appeal to the trade will be made. As the optometrists

of Ontario are raising $10,000 for their campaign, it

should not be a difficult matter for the jewelry trade of

Canada to secure one-half that amount.

The Chicago meeting was remarkable for the enthusi-

astic spirit that animated the members and the cordial re-

ception that was tendered the Canadian delegates, Messrs.

Gordon McLaren of Haimiilton, secretary of the Ontario

Jewelers' Association, and O. M. Ross, secretary of the

C.N. J.A. It was formally decided that the Canadian asso-

ciation should become an integral part of the organiza-

tion and Mr. Ross was nominated as its representative

on the committee, pending an official appointment by the

C.N.J.A. executive. Very hearty endorsement was also

given to the plan of publicity outlined for the current

year, the rough sketches shown being capable of highly

.artistic development.

The members of the executive committee present were

:

Messrs. Morris Eisenstadt, chairman, Eisenstadt Mfg. Co.,

St. Louis, Mo. ; M. L. Robbins, vice-chairman, Chas. Kel-

ler & Co., Newark, N.J. ; Harvey E. Clap, secretary, Har-

vey Clap & Co., Attleboro, Mass. ; Geo. J. Hess, Hess &
Culbertson Co., St. Louis, Mo.;. Henry R. Arnold, D. C.

Percival & Co., Boston, Mass. ; T. L. Combs, T. L. Combs
& Co., Omaha, Neb.; Milton L. Ernst, New York; A. A.

Everts, Arthur A. Everts Co., Dallas, Texas; J. J. Soni-

mer, N. Attleboro, Mass.; F. G. Thearle," C. H.

Knights-Thearle Co., Chicago, 111. ; L. Edwin Massa,

Bauiman-Massa Jewelry Co., St. Louis, Mo. Mr. A. W.
Anderson, secretary of the American National Retail

Jewelers' Association was also in attendance.

Practically the entire day was devoted to the business

of the Association, which included the presentation of the

reports of .the committees and' formulation of plans for

the ensuing year. The treasurer in a detailed statement

made the graitifying report that $150,000 had been sub-

scribed for the National Advertising Fund, and with this

substantial sum as a basis a strong and effective program
was outlined and planned for the year.

The advertising program for 1920-1921 in the United
States includes the use of full pages, quarter pages and
small copy in a list of over thirty magazines of national

distribution, with a circulation of over 12,000,000 sub-

scribers each issue and a total estimated number of read-

ers of over 60,000,000.

It is also planned to prepare a series of full page ad-

vertisements for the daily newspapers featuring "Gifts

That Last" with copy relating to the thought of the sea-

sons. A portion of these full-page advertisemenits will be

paid for by the Association and the local retail jewelers

will be given the opportunity of making their own local

announcements in co-operation with the national work of

the Association. The advertising program for the year
will also include a similar method for utilizing street car

space.

Part of the plan is to insert the larger advertisements

for the purpose of influencing the jewelry buying public

at the most important seasons such as Christmas, Easter.

Graduation and June weddings, Thanksgiving and Val-
entine's Day, etc. In the creative work of the Association

it is intended to make "Mothers' Day" a new feature in

the seasons of jewelry purchases, which will certainly

make a strong appeal.

A very large number of interesting and effective slo-

gans were submitted in the Prize Contest announced
through the trade press but the committee was an enthusi-

astic unit in officially adopting the slogan originally sug-

gested before the contest,

"GIFTS THAT LAST,"
and it was unanimously agreed that this slogan could be

made so national in character that its widespread use by
the jewelers throughout the country would be productive

of millions of doMars of new purchases in the jewelry

business, and an antistic copyrighted emblem with the slo-

gan "Gifts that Last" will be forwarded to all subscribers.

Supplementary store and dealer helps have been

planned, which consist of a series of window displays for

{Concluded on page 53.)
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Why Art Should not be Taxed

ART is not more a luxury than education is a luxury,

or than religion is a luxury, or than science is a

luxury.

As education and science are not taxed, and should not

be taxed, for it would be monstrous to tax them, so art

should not be taxed. To tax aft is in effect to tax insti-

tutions engaged in educational work. Art knows no

country and its cultivation should be as free as can pos-

sibly be made.

The art of every age is the flowering of all the

scientific and all the philosophical thought of its own day

and time. It quickens vitality and intensifies the love of

beauty and the love of beauty and the love of country and

increases the joy of life.

John Ruskin and William Morris did more, perhaps,

than any men of their time to bring art to the people and

to promote art made by the people and for the people, as

a joy to the maker and to the user, and it was William

Morris who said : ""I do not want art for a few, any more

than education for a few, or freedom for a few."

Morris regretted the passing of the days when art

was everywhere in life, when nearly everything that was

used and seen was the work of men's hands and was a

joy in the making and a joy to the user.

But the steam engine and electricity and machines

and inventions have changed life. To-day it is the artist

and the craftsman who stand between the harshness and

-the crudeness of machines and a fine life. Art is needed

more now than in the middle ages before the steam engine

was invented, when nearly all workmen were artists.

The idea that either a tariff on art or a tax on art

sales can be justified as a tax on luxuries is based on the

assumption that education in the slightest sense is a lux-

ury that should be penalized.

In all matters of taxation the question should be, not

merelv how many dollars are involved, but the luitiirc o]

the occupation proposed to be taxed.

Hundreds of millions of dollars a year are expended

m this country on education and science. Yet it would

be a monstrous and barbarous thing to tax education and

."science; or to compel our universities and colleges and

scientific institutions to deduct a tax from the salaries of

their teachers, professors and investigators. It would be

a barbarous thing because it would be a tax upon -cicn-e,

a tax upon culture, a tax upon civilization.

So, too, a tax might be imposed iipo:! religion. The

amount spent upon religion of all denominations in this

country ever year is very large. Much of that money ii

contributed by rich m<en. A tax upon the moneys devoted

to religion would yield a large revenue, but it would not

be civilized. It would be a tax upon religion itself, which,

like a tax upon science and art, would be an uncivilized

tax.

.\11 public opinion, whether it be of educators, artists

or art lovers, or those interested in our art museums, is

opposed to any tax on art, and especially to any tax on

sales of their own art by living artists themselves.

******
President Charles W. Eliot of Harvard University

said: "A tax on works of art is a tax on the education and

development of the sense of beauty and of the enjoyment
01 the beautiful.

"The appreciation of the beautiful is a rich source of

public happiness, and the ultimate object of all govern-

ment is to promote public happiness ; therefore a tax on
works of art violates the fundamental principles of dem-
ocracy which believes in universal education, and in all

other means of increasing mental and bodily efficiency,

and the resulting public and individual enjoyments.''

As a nation our artistic soil is rather thin It needs

enrichment from the work of the great artists of the past

and from the work of modern and living artists. It was
a great writer and a great American, the late Henry
James, who in his book "The American Scene" said

:

"It is of etxreme interest to be reminded at many a

turn . . . that it takes an endless amount of history

to make even a little tradition, and an endless amount of

tradition to make even a little taste, and an endless amount
of taste, by the same token, to make even a little tranquil-

ity"—and I may add, to accomplish the miracle of art.

We have history. 'We have traditions. But we need

more taste. Art develops taste. Education lays the foun-

dation. A man may be a trained scientist or investigator

or economist and yet may be wholly lacking in taste and
real culture. Art not only develops taste, but it gives joy

and a meaning to life.******
Art in the end would pay for itself as a necessary.

France sells millions of dollars' worth annually not mere-

ly of art but of other works to the rest of the world,

mainly because the artistic instinct and the art spirit has

been fostered in France for generations. The French
people have an artistic instinct and the art-sense, and
their products are finer and better than those of people

without taste and without the art-sense, and therefore are

bought by other nations. That principle is not limited to

picures that one sees on the walls of the museums or to

examples of sculpture that one sees in art galleries. It

enters into almost everything that is worth having in life.

Taste and the art-sense are important in everything

where form, design, color, modeling or decoration en'ers.

If we want to compete with the rest of the world in

the finer grades of products, if we want to raise the .stan-

dard of our export products so that they can compete with

the works of France, England, Italy, and other countries,

where art is fostered and not taxed, it will be wise for us

not to tax the sales of works of art.

Dr. Sutton believes that in a majority of cases the

breaking of diamonds has been due to the energy exerted

by the mineral inclusions which they so often contain.

These are most frequently garnet, but sometimes zircon,

ilmenite, iron pyrites and possibly chrysolite. The thermal

expansion of nearly all crystals, except those of the beryl

family, at ordinary temperatures, is nnich greater than

that of the diamond.

^Extract from an address by Hon. John Quinn oppos-

ing any tax on art ivorks. As jewelry is indubitably in-

cluded under the head of "applied art," the points made

arc of interest to every jcivcler, especially under present

circumstances.

The nearest approach to per])etual motion was a clock

constructed in 1774, by James Cox, a jeweler of Shoelan.

London. This clock ke])t the scientific world guessing for

years. The energy that made it run was derived' from the

changes in atmospheric pressure—a barometer was the

sole motive power. Ferguson, the scientist, saw this

clock; said it unquestionably would run luitil its parts

wore out. The last heard of it, it had been sent as a gift

to the Chinese emperor, from whom it later was stolen.
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Brief for the Jewelry Trade
Statement sent to all Members of Senate and House of Commons by Canadian National

Jewelers' Association Executive

THE ex. J.A. executive, in pursuance of the policy

decided upon by the Association convention in

^Montreal during Fel)ruary, recently drafted a

letter outlining clearly the evils and injustice of the threat-

ened legislative assault upon the jewelry trade, copies of

which were sent to every member not only of the Gov-
ernment but also of the two hoiises at Ottawa. The com-
munication was as follows:

Toronto, March, 1920.

To the Honorable the Members
of the Senate and House of Commons

of Canada.

Gentlemen

:

The frequent references that have been made of re-

cent years by public imien and in the press to the jewelry

trade as a non-essential industry have been viewed with

some measure of alarm by retail, wholesale and manufac-
turing jewelers as being inimical to the development of

a substantial Canadian industry, and it has been deemed
desirable to present for your consideration an outline of

the true situation In view of measures that may be taken

to correct existing conditions.

The consideration of the relation of any trade to the

economic position of the country Involved must be accom-

panied with an underfCanding of its financial importance,

and the results that would be obtained by any interference

with its normal position. In this connection we beg to

point out that the title of "jewelry trade" is largely a mis-

nomer from the fact that jewelry in itself constitutes but

a very small proportion of the lines handled by the aver-

age jeweler and its value is a very negligible amount
when one considers it in relation to the annual turnover

of business in general.

As an evidence of this it is only necessary to quote the

figures showing the iiinportations of jewelry during the

last three years which have been the most active in the

history of the country. For the twelve months ending

March, 1917,. the imports of jewelry from the United

States were valued at $861,077; ending March, 1918,

$822,304; March, 1919, $724,833.

It must also be borne in miu'd that these figures largely

represent good's that cannot be produced profitably in Can-

ada, owing to our restricted market. They are manufac-
tured in enormous quantities by patented machinery and

disposed of mainly through departmental and ten-cent

stores, being almost entirely articles of utility.

TAXATION ALREADY 75 PER CENT.

Heavier taxation on articles of luxury is among the

suggestions that have been offered for increasing the na-

tional revenue, but possibly those responsible for it speak

with a lack of knowledge as to the extent to which jew-

elry at least is already taxed. The extent of this may
perhaps be illustrated by taking the case of an importer

who purchases a bill of jewelry valued at $100 in the

United States. He pays 35 per cent, duty, not on $100,

but on $105, as the customs authorities require him to

pay duty on the 5 per cent, excise tax imposed on con-

summers in the United States. This entails a charge of

$36.75, to which must be added 7y2 per cent, war tax on

$100, bringing the duty to $44.25. Adding this to the

value for duty purposes, $105, we have a total of $149.25

on which the importer must pay an excise tax of 10 per

cent., or $14.93, and his bill is now $159.18. Add to this

the exchange on N. Y. funds, averaged at 15 per cent.,

and we have a total of $174.18. When to this is added
express and brokerage charges, it will be found that jew-
elry laid down in Canada costs the importer 75 per cent.

in advance of the invoice price.

MAIN ITEMS IN jeweler's BUSINESS.

The most important items in the jewelers' business are

watches, clocks, optical goods and table silverware, and
no argument is necessary to show what an essential and
important part they play in the everyday life of the com-
munity. Every transaction in all departments of social

and business activity is dependent upon a correct record

of the passage of time, and the only illustration required

on the importance of the watch is the part that it player;

as the most vital instrument in the conduct of military

operations in the great war.

It might also be pointed out that the amultitude of em-
ployees engaged in the work of railway transportation in

this country are required to carry watches of dependable

quality and that, without them, it would be impossible

for the railroads to continue operations. Each of these

employees engaged in the movement of trains is com-
pelled to have his timepiece rated twice monthly as a pre-

cautionary measure, and it is the jeweler who performs

this service, and provides facilities whereby the standard-

ization of time service is rendered possible.

The clock industry is also based on a great public

necessity, ami the jeweler plays here also a most impor-

tant part in the daily routine of life. In passing it might
be pointed out that a start has been made in establishing

both the watch and clock industry in Canada, and there

is no reason to doubt that within a few years they may
become as important a part of the commercial life of the

country as they have in Switzerland and the United States.

TRADE LARGELY IN NECESSITIES.

Aside from the handling of time recorders, the jewelry

business has largely become one of public necessity. The
claim can safely be made that fully sixty per cent, of

the business done by the average jeweler is in articles of

necessity and utility. In support of this contention it is

only necessary to point out that the jeweler is almost en-

tirely the purveyor of all the silverware that equips the

tables of all classes of people, as well as those of hotels,

clubs, dining cars, restaurants, steamships, etc. These
things cannot be considered as non-essentials. They in-

deed render a much more valuable and prolonged service

to the average citizen of to-day in proportion to the money
invested in them than many of the so-called "essential"

wares of the grocer, pastry-cook, etc., of the varieties

which are aimed rather to tickle the palate than to sus-

tain life.

There is also the supply of optical goods so necessary

in the present age, that the jeweler is expected to furnish

very largely. The correction of vision is one of the most

important of public services, and in the majority of cases,

the jeweler is the man capable of supplying the service.

The jewelry business has also been gradually devel-

oping and l)roadening its scope until it is generally the
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case that the jeweler is a source of supply for such abso-
lutely essential goods as umnbrellas, chinaware, stationery,

etc. Even if the business be confined strictly to jewelrv,
it is composed to a very large e>dtent of watch chains,
cuff buttons, sleeve links, collar buttons, situds, pins of
various kinds, not to speak of such essential articles as

engagement and wedding rings.

DIAMONnS ARE AN INVESTMENT.

In classifying the jewelry business as non-essential.
the diamond trade is usually cited as an illustration of a

business carried on free of taxation, and economicaHy in-

defensible. It should be borne in mind, however, that

,

practically all diamonds entering the coimtry, come from
Great Britain, and do not figure in any trade balance fav-
oring the United States. It is also a fact that diamonds
are subject to the war tax of 7y2 per cent, on entry, as

well as an excise tax of 10 per cent, before being sold

to the consumer, so that they are under a duty of 17>4
per cent.

Then again, diamonds are to be considered" an impor-
tant factor in the national wealth of any country. An
illustration along the line has been given in the unsettled

countries of Europe where, in view of the uncertainty
of all other forms of property, millions of dollars have
been invested in precious stones, because the purchasers
were well aware that on the restoration of normal con-
ditions they could be readily converted into cash at their

full value. As an investment nothing more certain or

more perianament than the diamond can be imagined, as

the records of pa.st years show that it has been constantly

increasing in value, while its brilliance has never dimmed,
and its quality has never been impaired. The purchase
-of diamond's, therefore, is not a practice to be discour-

aged from a national point of view, as the desire for

precious stones engenders the habit of saving, and their

purchase provides a safe outlet for surplus funds.

Any embargo on diamonds, it is submitted, would de-

feat the very object for which it was intended. It is im-

possible to prevent people from buying diamonds, and if

they cannot secure them in Canada, they will get them
in the United States, so that the money that might be

spent here would be diverted across the line. In fact, it

is im])ossible to embargo then as is evidenced by the pol-

icy of the Customs Department in maintaining a low

rate of duty on them. It is recognized that any higher

duty would simply act as an incentive to smuggling, with

a consequent entire loss of revenue. And, under present

conditions in the diamond market, the trade is recognized

as being a valuable asset to Great Britain in helping to

restore her trade balance.

In viewing these facts, aside from any consideration

of aesthetic values in national life, the jewelry trade asks

that in any proposals to re-adjust trade balances, or im-

prove the economic position of the nation, thought should

be given to the stiuation as a whole, and that legislation

should not be based upon a popular outcry against a speci-

fied industry.

In conclusion the letter cited the resolutions passed at

the Montreal convention re purchasing in Canada, pro-

posed tax on all business turnover, and daylight saving,

as instance of the fact thait the jewelers of the country

were well aware of the trade situation and anxious to do

what they could to restore conditions to a more economic

basis.

There were al.so appended the following statistical

tables, showing what small proportion of jewelry trade

miports are pure luxuries, and also illustrative of the ab-

normally high rate of tariff already levied on such im-

ports :

TABLE OF IMPORTS BY THE JEWELRY TRADE
FOR THE FISCAL YEAR ENDING MARCH 31, 1919.

Per- Imports

centage from
Total. of total. United States.

Watches, cases and
movements $1,752,890 2>iy2 $1,027,827

Clocks 660.793 12>4 656,598
Cut glass (blanks to

be finished in Can-
ada ) 439,536 8H 422,748

Silverware 175.559 3j^ 133.615

*Jewelry 750,771 13 724,833

Diamonds 1,250,018 25 59
Precious stones 174,070 3>^ 82.909

Manufactures of gold

and silver, not other-

wise specified 40,885 ^ 35,969

$5,244,522 100 $3,084,558

*Of the amount entered as duty on "jewelry," fully

one-third is collected on articles that sell below 25 cents

at retail, and another third would be the duty on articles

selling below one dollar, so that the imports of costly

jewelry are very negligible.

ILLUSTRATION OE COST OF IMPORTING JEW-
ELRY FROM THE UNITED STATES.

Invoice value of good's $100.00

*Customs duty 35 per cent, on $105—$36.75

Customs duty 7j/^ per cent, on 100— 7.50

44.25

$1-14.25

Excise tax of II) per cent., calculated on value

for duty purposes 14.93

Premium on N. "S". funds

$1.59.18

15.00

$174.18

*Customs authorities, for duty purposes, add to all jew-

elry invoices the 5 per cent, luxury tax imposed on con-

sumers in the United States.

Palladium
Palladium is a metal which has many valuable and

interesting properties. In color, it is half-way between

silver and platinum. It is not as white in color as silver

and does not possess the disagreeable lustre of platinum.

Palladium is not tarnished by exposure to the air and is

fully the equal of platinum or gold in this respect. Hydro-
gen sulphide gas, which immediately blackens silver, has

no effect upon palladium.

Palladium is somewhat lower in mielting point than

platinum, and fuses at about the temperature of wrought

iron. It will be seen, therefore, that while it has the

lowest melting point of any of the platinum group of

metals, to which it belongs, it is, in reality, a metal with

a very high melting point.

In specific gravity, palladium closely resembles silver

and lead. The specific gravity of silver is 10.4, that of

lead 11.3, while palladium has 11.5. It will be seen, there-

fore, that ])alladium is slightly heavier than either silver or

lead.

Most platinum ores contain palladium, and it is from

this source that the palladium of commerce is derived.

The Ural Mountains in Russia furnish the principal sup-

ply of platinum ore from which palladium is obtained.
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The Sale of Unclaimed Goods

ASSOCIATlOiNS of jewelers throughoiH Canada
have been much interested in the Ontario law which
permits the sale of goods left for repairs and un-

claimed, but objection has been taken to the provision

requiring that such articles must be sold by auction. The
section of the Act containing the provision regarding the

sale of goods was never drafted, course, with any idea of

jewelry in mind, and the requirement of an auctioneer is

one that should not be necessary. There is no reason,

however, why the jeweler should not act in that capacity

or have one of his clerks do so. But if an attempt be

made in other provinces to secure legislation of such a

character, the following Act secured by the Connecticut

jewelers might furnish a helpful suggestion:

"Every jezccler, watchmaker or silversmith iijho

shall alter, repair or do any zOork on any article of

personal property at the request of the oztmer or legal

possessor of such property, shall have a lien upon and

may retain the possession of such article until the

charge for such alteration, repairing or zvork shall

have been paid. If such debt remains unpaid for more
than tzvelz'e months any such jezveler, zvatchmaker

or silz'ersmith may sell such article at public or priz'ate

sale and the proceeds, after first paying the expense

of such sale, shall be applied in payment of the debt,

the balance if any to be paid to the treasurer of the

county in zvhich the sale is held zvithin ten days, in

trust for the debtor. No such sale shall be held until

after 30 days' notice to the ozurner or legal possessor

shall have been given by registered mail to his l<ist

known address, stating the time and place of sale. If

the owner's or possessor's address is unknozvn, or if

such registered mail notice is returned, further notice

shall be giz'cn by advertising the time and place of the

sale in a newspaper hazing a substantial circulation

in the locality where the sale is to take place, and by

posting the same on the nearest signpost at least 30

The Proposed Tax on Gold

SOME good work against the pro])Osal to subsidize

the gold riiiners of the United States to the extent

of ten dollars an ounce has been done by the Jew-
elers' Vigilance Committee of New York City. The idea

has been promulgated in a bill introduced" by Representa-

tive McFadden but the concensus of opinion is that it

stands but little chance of being incorporated into law at

the present session of Congress.

Pronounced opiJOsition to the measure has been ex-

pressed by the Treasury Department which is opposed to

ail J<inds of subsidies and especiailly to any subsidy to the

gold industry. The problem of gold production was in-

vestigated last year by a committee appointed by Secretary

McAdoo and its report is submitted by the Treasury offi-

cials. It says, in part

:

"The cessation of hostilities has radically changed the

situation and any need of particular effort to promote or

stimulate our gold production which may have existed has

ceased. Under the circumstances there is, in our opinion,

no need for artificial stimulation of gold production. Not
only has any need therefore passed, but there have come
into operation causes that will in due time restore al'l in-

dustry, including the mining of gold, to a normal basis.

Gold mining will then become again normally proifitable

and respond automatically to normal stimuli. It is there-

fore the judgment of this committee that no steps should

be taken by the Government to stimulate or promote the

production of gold."

The proposal was to require the U. S. Treasury to pay

a bonus of fifty cents a pennyweight on all gold purchased

at the U. S. Mint, this expenditure to be made up by im-

posing a tax on all gold employed in the arts. This tax

would be collected from the manufacturers so the Gov-
ernment wouW probaWy have a neat little surplus in the

administration of the act as it would be collecting on a lot

of old gold on which no bonus had been paid.

The effect of such legis'laition on Canada would be

highly problematical. As the subsidy would be paid only

on American gold, it would not advantage the Canadian
miners, and as such a tax does not apply to goods export-

ed from the United States, it would not tend to increase

the cost of jewelry imported into Canada, unless the Can-

adian customs authorities saw fit to collect duty upon it.

But it would have a very unsettling effect and other

countries would no doubt feel impelled to adopt similar

legislation.

The Question of Re-Sale Prices

ANOTHER decision has been rendered by the Su-
preme Court of the United States on the question

of the right of a manufacturer to fix the re-sale

price of his merchandise. The right of selection of cus-

tomers was upheld by this court last year in an action

brought agaiiLst the Colgate Company of New York, but

in this latest case, an apparent reversal of this opinion is

recorded. An action was brought again.st the firm of

A. Schrader's Sons, charging them with restraint of trade

in requiring dealers to make uniform contracts regarding

re-sale prices and in refusing to sell dealers who would
not make contracts. The lower court threw out the case

on account of the Cdlgate decision, but on appeal, the

indictment was sustained and the case will go to trial.

There is a difference between the Colgate and Schrader
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cases, however, as the former firm made no attempt to

have contracts made or enforced. The United Stages

Court has decided that anyone who purchases goods may
do as he i)leases with them and sell them at any price ; but

it has also decided that the manufacturer has the right to

refuse to sell more goods to a customer of whose business

methods he does not approve. The Colgate Company
simply requested' its customers to observe a certain price,

the Schrader concern sought to enforce such a request by

a written obligation. There was no advantage to be

gained by the possession of the contract; if the dealer

failed to observe the set prices, the only penalty could be

a refusal to sell him any more goods, and this could be

made effective just as easily without a contract, while any

collision with the legal authorities would be avoided.

Ontario Convention Next Month
FURTHER arrangements for the convention of On-

tario Jewelers in Toronto on June 22nd' and 23rd

are now being made, and a splendid programme,
both from the business and social end, is assured. Spe-

cial addresses will be delivered, covering almost every

side of the jeweler's business, the speakers so far as ar-

ranged being Mr. H. Victor Wright of Los Angeles, Cal.,

director of the Research Bureau of the American National

Jewelers' Association, who will speak on "The Cost of

Doing Business,'' with special reference to the account-

ing system he has perfected and which was recently re-

leased by the Harvard Bureau of Business Research

;

Mr. Herbert Vanderhoof of Chicago, 111., chief of the

publicity bureau that has so ably handled the publicity

work of the National Publicity Association, who will

speak on "Advertising the Jewelry Business," and Mr.

Charles T. Evans of Buffalo, N.Y., past president ot

the American National Retail Jewelers' Association and

author of a number of standard works on Salesmanshi]),

who will devote his attention to this subject. In addition

arrangements are being miiade for an address of real pract-

ical value to the man at the bench by a man familiar with

the problems incidental to the workshop. These papers

in conjunction with the discussions on local matters affect-

ing the provincial trade will afford a plentitude of business

to absorb all the time that will be available.

Those who were fortunate enough to hear Mr. Arthur

A. Everts in Montreal will not fail to attend this conven-

tion. Many retailers literally had their eyes opened to

the possibilities of their business by hearing Mr. Everts,

and some have frankly sitated' that his speech was worth

thousands of dollars to them. The addresses at the June

convention will be equally inspiring.

The details of the social programme have not yet been

fixed, but it will probably include a supper to the visiting

retailers on the evening of June 22nd and an outing at

Toronto Island on the afternoon of June 23rd. In any

event, the whole affair will be well worth while and there

shoirld be at least 50O jewelers in attendance.

A Jewelers' Library

AMOVEMKXT fraught with interest to everyone in

the jewelry trade has been launched by the Amer-

ican Library Association. The proposition is to

promote the establishment and development of technical

libraries in indu.strial plants and commercial and mer-

cantile institutions and also to encourage the reading of

technical books now in the public libraries. A fund of

$2,(X)0,000 is being raised to further the work.

The necessity of having proper literature and text

books has long been apparent to progressive members of

the trade but there has always been a difficulty owing to

the limited demand for publications of such a character'
lit has often been remarked that if it were possible to
assemble a "Jewelers' Library" at every convenient cen-
ter and have it made available to members of the trade.
It would prove a great l>oon. At the present time work.<
of reference are few and far between, but with the great
extension of the library system through Canada, it .should
be possible to interest the library associations to the ex-
tent of having them secure a range of works covering the
jewelry industry and then making sure to notify the mem-
bers of the trade that the books are at their service.

So far as known, there is no organization in Canada
that corresponds to the American Library Association
and there certainly is no such fund either in existence or
in contemplation. It should not be difficult, however, to

secure a good list of works dealing with subjects of

'

practical interest to the jewelry trade, and no doubt many
local library boards would be willing to instal a certain

proportion of them, if not all.

There is, however, also the necessity of stimulating the
interest of jewelry workers in literature pertaining to their

trade and this probably might be considered a greater

problem than securing a supply of books. The matter
presents an interesting subject for district associations

to take up and the views of any member of the trade on
the subject will be received ami publishe<l with pleasure.

M
firniiS :

C.N.J. A. Membership Roll

HMBERS of the Canadian National Jewelers'

Association who have paid in their subscriptions

for the current year comprise the following

Manufacturer.s—Whiting & Davis, Sherbrooke ; Elec-

tric Chain Co.; P. W. Ellis & Co.; R. Roy Co.;, Merker &
Co.; Rodcn Bros.; A. J. Cherry; Nolan and Strachan:

T. W. Capp Co.; J. A. Knox & Co.; H. & A. Saunders;
A. Rogul ;. Jackson, How & Brooks; Artistic Jewelry Mfg.
Co.; Ward & Bond; Gold.stein Jewelry Mfg. Co.; W. A.

Milligan & Co. ; American Watch Case Co. ; W. F. Gun-
ning Co.; Excelsior Mfg. Jewelry Co.; J. Coulter Co.:

Saunders, Lorie & Co.; Stanley & Aylward; Canadian
Wm. A. Rogers ; Gundy Clapperton Co. ; Canadian Seam-
less Wire Co., and Carl Austin & Co., all of Toronto; H,

R. Allport, T. H. Baker & Co. and Charles F. Jones &
Co., of London; Stephenson-Robillard Co.; Smith Pat-

terson Co., and M. Michalson & Co.. of Montreal; Geo.

H. Lees & Co., Ltd., Meriden Britannia Co., and Jno.

Sweet & Co., of Hamilton ; Oneida Community, Niagara

Falls; S. Fremes & Co., Toronto.

Wholesalers—Canadian Ball Watch Co: and Rowland

& Campbell, of Winnipeg;. Canadian Elgin Watch Co...

Goldsmith Stock Co., European Co., E. & A. Gunther, Ed-

mund Scheuer, Ltd., F. M. Cockburn, Gruen Watch Co..

S. & E. Triefus & Stripp, J. Boas, Backes & Strauss, of

Toronto; Schwob Bros., A. Wittnauer Co., Eaves Bros.,

C. H. A. Grant, Waltham Watch Co., S. P. Myers & Co..

I. S. Goldenstein, of Montreal ; G. W. Reid & Co., Truro,

X.S. ; H. R. Bergmann & Co., Halifax; A. E. Turner &
Co., London; Levy Bros. Co., Ltd., Hamilton.

Retailers—Beal & Taylor, Pembroke, Ont. ; W. F.

White,- Stettler, Alta. ; G. M. Godley, Claresholm, Alta.

;

E. S. Cole, Niagara Falls; W. B. Webb, Allandale; G. M.

Rioch, Kenora;, J. O. R. McCurdy, Belleville; Geo. Beall,

Lindsay; Jos. Desilets, Victoriaville ; E. C. Robertson.

Goderich; C. Reichenbach, Walkerton; A. C. Routier.

Quebec ; F. A. Rayner, Palmerston ; P. H. Bastendorff.

Milverton; A. J. Gabel, Kitchener.

Eastern Townships Jewelers Association—Messrs. L.
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V. Vallieres, Ernest Roy, P. J. Brodeur, Alt'. Shedrick, O.

J. Gendron, A. C. Skinner, W. M. Douglas, R. Brouil-

lette, A. E. Smith, H. E. Boisclair, Albert Chamberlain,

H. J. Labaree, J. C. Brouillette, A. Bodsclair, J. E. Letel-

lier, M. H. Bedee, O. Amy, Jos. O. Vallieres, A. Carrier,

J. A. Boisclair, B. F. Stewart, Arthur Ledoux, A. H. Fer-

land. J. A. Nadeau, R. Lamoureux, E. J. Mathurin, H.

Giiertin, Jos. Payette, 0. Breton, J. M. Cusson, J. A. Gir-

ard, F. X. Lachance, J. A. Morin, O. Pothier, C. Bois-

clair, A. B. Foster, J. A. Myette, J. N. White, W. Groulx,

Fred. Savage, R. C. Parsons & Son.

Essex County Jewelers' Association—Messrs. Howell

Bros. & Knowlton, Sansburn-Pashley, O. R. Bensette, W.
H. McCreery, W. W. Walton, Fred. White, J. J. Taylor,

C. S. Read.

Saskatchewan Jewelers' Association—Messrs. W. G.

Watson, Hicks & Pentz, P. B. Discher, Wheatley Bros.

(Saskatoon), L. A. Gillespie, A. J. Cherry, R. Pringle, A.

Cochran, H. U. Edgar, T. W. Askin, W. A. Stevenson,

H. Downiixg, N. Leabo, R. J. Armiit, F. H. Pengelly, W.
Blacklock, F. A. Stephenson, Henneberg Co., W. Ram-
say, Wheatley Bros. (Regina), F. G. England, G. Cum-
mings, H. R. Francis, C. F. Cl'are, F. J. Wilson, P. Mc-

Naught, H. P. Gardner, M. I. Meyers.

Victoria Jewelers' Association—Messrs. H. Greens-

felder, J. Rose, M. Kil'burger, A. B. Oldershaw, A. Ander-

nach, W. H. Wilkerson, Little & Taylor, J. Wenger, H.

W. Naylor.

Northern Ontario Jewelers' Association—Messrs. J. B.

Nadton, J. S. Gill, A. H. Beath, A. H. Tobey, Davis Bros.,

J. Redpath, W. H. Beckett, Strong Drug Co., J. W. Myles,

R. V. Eraser, Ltd., L. Halperin, Smith & Chappie, Ltd.,

T. M. Palmer, E. W. Ross, R. H. Thomson, Thomas Co.

Stratford Jewelers' Association—Messrs. N. F. Babb,

C. Welsh, J. Pequegnat & Son. J. E. Garrett.

Organization Spreading in Trade

DISTRICT associations are holding their annual

meetings at the present time, and a gathering is

to be held in Stratford on the 19th inst. A new
district has been formed at that centre, comprising the

towns of Goderich, Clinton, Seaforth, Mitchell, New
Hamburg. St. Mary's, Milverton, Parkhill, Ripley, Luck-

now, Wingham, Brussels, Attwood, Blythe, Listowell,

Ailsa Craig, Wellesley, and Tavistock.

The Stratford jewelers already have their organization

effected, with Mr. J. E. Garrett as secretary, and a great

stimulus will be given to the organization movement
throughout that district.

The Brockville District held its annual meeting on

April 28th, and Mr. H. B. Coates was re-elected president

and Mr. F. B. Stacey secretary-treasurer. A very cordial

feeling was manifested and the association has promoted

much good fellowship.

Quebec City is the latest centre to report an associa-

tion, thirty-five members having been enrolled at a recent

meeting, and Mr. Lan'a;lo:s being elected secretarv.

Toronto Manufacturers Still Negotiating

NEGOTIATIONS between the manufacturing jewel-

ers of Toronto and the Jewelry Workers' Union
were continued throughout the month of .April,

with no change in the situation at the time of writing.

The workmen <leclined to consider the of^er made to them
but amended their primary demands to a limited extent.

It was not considered that the modifications were suffi-

cient to justify the manufacturers in granting them and

the committee representing the latter was requested to

convev an intimation to this effect to the l^Jnion commit-

tee, with a further intimation that if any other offer wen-
submitted, the manufacturers would be glad to give it

full consideration. It is understood that an International

officer of the Union advised' the men strongly against a

strike and that a vote on the question at the Union meet-
ing showed a decided variance of opinion. It is believed,

however, that the committee was given full power to de-

cide on a course of action, and it is still hoped that a

satisfactory under.standrng will be reached.

^^ree Engraving Doomed

FREE engraving bids fair to be a thing of the past

in the near future in Canadian jewelry stores.

The campaign against the senseless practice has been

bearing fruit in various sections and many towns and
cities are already free of the evil,wmit it has persisted in

the larger centers, specially, and in the smaller places, prin-

cipally because of the fact that the jewelry catalogue

houses have continued to offer it in their annual publi-

cations, and thu3 were presumed to have an unfair ad-

vantage over the retailer. This situation has now been

cleaned up, however, by the action of the Canadian Na-
tional Jewelers' Association in securing the signatures

of the five catalogue houses to an undertaking to refrain

from offering free engraving in this fall's catalogue and

to make a charge for all work, including simple initials.

This has been signed by Henry Birks and Sons, Limited,

and Mappin and Weibb (Canada), Limited, of Montreal;

Ellis Bros., Limited, of Toronto; D. R. Dingwall, Limited,

of Winnipeg, and D. E. Black and Co., of Calgary. The
situation should now be pretty well cleaned up as the

last excuse for maintaining the practice has gone and
there is now no reason why all stores should not strictl\

adhere to the pronouncement on this question made so

often at conventions.

"It Couldn't be Done! "

Somebody said it couldn't be done

But he with a chuckle replied

That "maybe it couldn't," but he would be one

Who wouldn't say no till he'd tried.

So he buckled right in with the trace of a grin

On his face—if he worried he hid it

—

He started to sing as he tackled the thing

That couldn't be done, and he did it

!

Someone scoffed, "Oh, you'll never do that.

At least, no one ever has done it;"

But he took off his coat and he took off his hat.

And the first thing he knew he had done it.

With a lift of his chin and a bit of a grin.

Without any doubting or quiddit.

He started to sing as he tackled the thing

That couldn't be done, and he did it

'

There are thousands to tell you it can't be done.

There are thousands to prophesy failure

;

There are thousands to point out to you. one by one.

The dangers that wait to assail you.

But just buckle in with a bit of a grin.

Just take off your coat and go to it

:

Just start in to sing as you tackle the thing

That "cannot be done," and you'll do it.

—Edgar Guest, in Detroit "Free Press."

More than 7,000 pounds of pure gold are required each

year to supply the wedding rings for English brides.
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Canadian Jewelry Imports

Month of January

Clocks. movements,
cases and keys

—

United Kingdom
ITnited States
.Japan .'.

Other countries

1919

326
47,202

120

Totals i 47,648

Watches—
I'nited Kingdom
United States
Switzerland
Other countries .

1,091
601

1.024

'I'otals 2,716

1920

411
82,184

155
296

83.046

232
1.631
2.904

4,767

Ten montlis
ending January
1919

% 1.549
557,784

1,749
435

$ 561.517

% 11.514
9.287

32.310

53,111

1920

% 8.842
673.403

1.344
5,856

$ 689,445

2,863
13.833
53,68.4

2,002

72,382

VVatcli actions
movements i

parts thereof

—

United Kingdom
United States ...

and
and

% 819
68,560

'4'2.266

1.729
78,818

445
73,837

10,504
745,620

3.303
491.055

447

7.446
910,194

6.134
661.439

Other countries .

and

Totals % 111,585 154,829 1.250,929

834
98,188
40.268

310

1.585.213

W a t c h cases
jiarts thereof

—

United Kingdom
tinited States . ..

Svvitzerlan<l . . .

% 19
10.n21
4.336

8

9,998
9.547

1,641
161 839
61,271

fither countries .

271

'I'otals % 14.376 19,553

2.460
.">9,82'

55
182

139.600 225.022

cutMoulded and
glassware

—

United Kingdom
United States . .

.

% 1.249
29.922

1,623

8.262
363,856

965
2,770

13,672
522.686

2,698

Other countries .

3,155

Totals $ 32,803 62,524 375.853 541.211

Klectro-plated ware
and gilt ware,
n.o.p.—

United Kingdom .... $

United States
France
Other countries

2.103 11.225 15,829 65,223

3.210 16.203 78,586 214.096

103 123 3,893 1.984

16 84 273

Totals % 5.416 27.567 98.392

Sterling or other sil-

verware nop.

—

United Kingdom . . % 2.311

United States 1,325

Other countries

Totals $ 3.636

4.588
6,326
126

11,040

16.203
30,442

421

47,066

281,576

47.118
go 002

U877

131 087

.Manufactures of gold
and silver, n.o.p.

—

I'nited Kingdom .... $

United States
Other countries

169
6,692

82

1.410
8.862
1,152

1,954
27 130
2,855

7.592
122.298

2,5-.7

Totals $ 6,943 11.424 31,939 132,147

.Silver huUlon un-
manufactured

—

United State* % 52.355 144,790 2,897.706 3.602,997

Jewelrv. n.o.p
United Kingdom
United States . .

France
Japan
Other countries

Totals

703
".3.994

3.53

59

55.109

4,365
77.740
1.985
1,487
904

86,481

Diamonds, unset-
United Kingdom .

TTnifed States
N'etherland
Other countries .

.

$ 110 615

Totals $ 110.615

348.948
3.578

203,946
9.302

565,774

11.252
595.350

5.190
5,617
548

617,957

950,659

38 n^(,

950 838
33,30-,

17.467
1,734

1.041.400

2.372.824
76.312

1.033.863
24.525

9.50.659 3.507 524

Precious stones and
pearls and imita-
tions thereof, strung
or not. but not
mounted or set

—

United Kingdom .... I

United States
FVance
Italy
.Fapan
other countries

35.-. 11.605 36.618 466.23".

fi.170 8.381 67,716 119,232
6.270 43,526 41,057 140,294
143 436 4,417 10 054

575 2.483 10.137
2,087 449 13,163

.otals $ 12.938 66.610 152.740 759.115

More Uniform Discounts

The Goldsmiths Stock Co. has made the following

announcement

:

"We beg to advise you that in view of conditions

prevailing, and to make our billing more uniform, the fol-

lowing terms will obtain from the first of April. 1920.

excepting Messrs. Roden Bros.' goods.

Credit Accounts—N€t sixty days from date of invoice,

excepting goods sold Net Cash.

A discount of 2 per cent, will be allowed as a premium
for Cash payments, excepting on merchandise sold Net
Cash.

We will continue to sell Messrs. Roden Bros.' pro-

ducts as now. Net Ninety Days, less 3 per cent. Cash Pay-

ments.

Our present Cash Discount of 5 per cent, on Swiss

Watches and Jewelry will be continued as a Trade Dis-

count on these lines and deducted from invoices.

Condemn Double Standards

Dealers who still cling to the double standard of morals

—one for church on Sundays and another for business

on .Mondays—came in for a scathing arraignment 'by Jus-

tice Burch of the Supreme Court of Oregon in a recent

opinion.

"The law of sales," he said, "still seems to be of such

low grade morality that it sends the public to a trades-

man on the basis that people should expect to be deceived

by the expert use of a liiigo on ethical par with that of

horse traders, unless they are wary enough to protect

themselves. What we need in business is common honesty,

telling the truth about commodities and standing ready to

make good on the assertions. The alluring opinions,

seductive puffing and shrewdly equipped shop talk, are per-

mitted by the remnant of the discredited doctrine of

caveat emptor. To induce a psychological effect without

incurring the |)enalty of misrepresentation is morally rep-

rehensible."

The Humorist's Point of View
The jeweler's a funny guy, his labor never ceases;

he screws a gimlet in his eye and picks our watch to

pieces. We leave our turnip, get a check; we want the

thing adjusted. He makes the thing a total wreck, then

tells us it is busted.

And then the expert names his price to put the works

together, and guarantees she'll tick in ice or stand the

tropic weather. The wheels he scatters everywhere, it

makes us sigh to view it; and so we groan in deep despair.

"Yep, go ahead and do it
!"

The jeweler is mighty slick; oh, brother! I have said

it ; although he does his work on tick, he seldom gives us

credit. And though the passing seasons bring their days

of work and worry, no doubt he'll tell you it's the spring

that gives bim most hte worry.

Like woman in the ancient rhyme, his work is never

ended, and yet he has a lot of time from sundry hooks

suspended. The job is hardly one of ease, it keeps him
down to cases; and though he's all alone he sees a lot of

hands and faces.

And romance, too, he finds it there, and.what is more
essential, although he lays some secrets bare, he keeps

them confidential. If he should tell whose face he found

inside of hubby's ticker, he'd spread a lot of gloom around

and make some wise ones snicker.^

—

Seattle Post'IntclU-

gencer.
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The Vanity Case de Luxe
By Estcllc Arnold.

Illustrations by courtesy of Bailey, Banks and Biddle, Philudelpliia. I'd.

THE matter of being well groomed is a duty we owe
to ourselves. We hear so much of what we owe,

in our appearance, to Society, not any special so-

cial set, but Society at large. The debt is doubly paid

when we have acquired the poise necessary to mark time

with the leaders.

The Girl of the Period in her early 'teens is quite con-

versant with all the requisites of the toilette, and it is not

left entirely to tna mere to teach her that a dainty appear-

ance, wrought by care, is of vital importance to her suc-

cess; and so the Vanity Case has become a matter of

necessity.

History gives little or nothing that we may revert to

in order to establish its origin, but the Vanity Case has

been in the course of development since the day Eve first

saw her face mirrored in that wonderful lake in the Gar-

den of Eden, since which time it has ben woman's prerog-

ative to in\'oke admiration, and there never was a time

when woman was more sensibly conscious of its power.

W'oman has always been a devotee of her mirror, but

you could hardly picture the Twentieth Century Girl, while

en promenade, being burdened with hand mirror from her

dressing table. "It isn't being done this season," she will

laughingly tell you. However, in the early Christian era

to carry a hand mirror of polished copper was considered

quite de rigueur in Rome, and as Roman ladies were being

borne on litters through the streets, to and from the

baths, they not only were wont to use these mirrors in

iniblic. but were not averse to

calling the attention of their

friends to their own attractive-

ness as reflected by the polished

plate.

The polished plate has been

replaced by the glass, and be-

come diminutive in size, but the

mirror has never been aban-

doned. It was hung from the

old-time chatelain with its man\
ornaments, useful and other-

wise; one of the most useful.

however, being the small box
for powder, that indispen.sablc

toilet i)reparation. conceived by

the original perfumiers as a

dainty manner of perfuming the

body. Its worth, appreciated,

has come to us from time im-

memorial, and is likely to remain
with us for all time.

These chatelains, fastened to

the waist line of the gown, bo-

came cumbersome, gradually

fell into disu.se. and in duo
course came the i)urse of leather

with one compartment entirelv

devoted to articles of the toil-

ette, also the leather vanity box.

all of which are quite imprac-
tical for all occasions, as miladv
to retain her smart, fresh ap-

perance. must have at hand the

dainty powder puff, and to relieve the paleness of fatigue,

the lip stick. However, that she may be cognizant at all

times as to whether their use is a necessity, her mirror

must accompany these. With this in mind, the jewelry

craft has placed at her disposal the Vanity Case; from

divers forms of powder boxes—round, oval and octagon,

in platinum, gold and silver, that are plain polished, satin-

finished, engraved, enameled, highly ornamented or jew-

eled—to such Vanity Cases as are here illustrated, truly

works of art. They are of such beauty as to be in keeping

with the toilette of elegance, and yet each and every one

bespeaking an undeniable refinement.

In addition to being fitted with the tiny powder puff,

powder, lip stick and mirror, there is the ladies' vanity

case and cigarette case combination; and that the lady of

fastidious taste may use her favorite wa.x taper, there is

a compartment for these.

It is difficult to portray in photographic illustration the

exquisite design of the vanity case and gold mesh purse

combination here shown, such a combination would be

most adaptable to the present fashion, where the vanity

case and mesh bag are worn at the same time on long

chains, the chains being separated and looped one within

the other, or interlocked. In this instance a clever idea

would be to attach a cigarette ca.se, equally as handsome,

as these cases go hand-in-hand in the matter of comfort

and usefulness, and when they are of the nature here illus-

trated, they can but bring joy to their possessor.

Upper—$200 Ladies' Cigarette Case, oval; 14k gold and plain black enamel. Left

—

$1,550 Ladies' Cigarette Case; 14k gold and black enamel, fancy diamond paved design.
Centre—:625 Cigarette and Vanity Case; 14k gold and black enamel with fancy white enamel
design. Right—$1,050 Vanity Case; 14k gold and black enamel, white enamel and dot border,
diamond paved shield, and diamond paved slide on black cord.
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Left—$350 Vanity Case; 14k gold, fancy engraved; lip stick and puff enclosed. Centre

—

$550 Vanity Case; 14k gold, engine turned and black enamel lines, diamond paved, oblong
black enamel shield. Right—$300 Vanity and Cigarette Case; 14k. gold, engine turned lines,
oblong shield, and black onyx catch.

Left—$300 Vanity Case; 14k gold, black and white enamel, gold shield, and diamond
catch. Centre—$700 Vanity Case and Mesh Bag Combination; case has engine turned lines,
black and white enamel lines, two diamond catches, and twelve other diamonds. Right

—

$700 Vanity Case and Cigarette Case Combination; engine turned and engraved, black
enamel border, platinum and diamond design.

.\s a gift the vanity case is

iTio.st appropriate for all occa-

sions: with the season's best

wishes, as a birthday gift, a

graduation gift, an engagement
jjresent, or a wedding or arni-

versary gift. Two or more will

not be found superfluous in the

same jevvel box, as there is the

sampler case for shopping, walk-

ing and outdoor sports, and the

more elaborate case for dress

occasions, its beauty an added
attraction to the general ensem-
l)le of jewels worn It has a

place entirely its own, and as-

sumes the personality of its

owner.

There is nothing quite so

beautiful as a beautiful woman,
next to which is the woman
who, conscious of appearing at

her best, attains a charm which,

wiiile she may not so credi' it,

is due to her Vamity Case.

There is an air of "swank"
about a plain, all-enamel cigar-

ette case such as the upper
one in the illustration on the

previous page, especially when
that which lies l)eneath the ena-

mel happens to be solid 14k

gold. The same may be said

also to some extent of the trio

beneath ; but in the case of

these the intrinsic value is more
apparent, due to the inset dia-

monds. They represent about

the last word in costly dress ac-

cessories, and are not to be re-

commended for use when shop-

ping in crowded department

stores.

The centre of the three, while

not so costly as the others, is

more to be recommended from
an artistic standpoint. Like the

upper case in the illustration,

it does not bear its value on its

surface. The design was well

conceived, and the enamelling

exquisitely done.

In the upper illustration on

this page the middle case is

the most .striking. This par-

ticular combination of engine

turning and black enamel lines

has frequently i)een used to

good effect in cigarette and

vanity cases, in some of which
the border is done in a geo-

metric pattern of black enamel

against white or green gold,

the remainder of the case being

alternated lines of white enamel

and gold. In the case in ques-

tion, however, the diamond

paved black enamel shield adds

a certain richness to the ap-

( Contiiuicd on pa^c 50. j
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Composition and Use of Enamels
By M. P.-l'cr)u-iiil. Translated by Irene Sargent.

BEFOiRE advancing to study the productions of mod-
ern workers in enamel, we must pause to devote

a few considerations to the same art as practised

in the past. But the retrospective glance needs only to be

brief.

CLOISONNE ENAMELS.
These may be regarded' in their origin as the simplifica-

tion, by imeans of a flux, of work executed by ithe lapidary,

who encrusted table-cut stones in gold settings, thus form-

ing a kind of mosaic. Such specimens of enamel are the

most ancient known. Cloisonne enamels were produced

by the Egyptians, and again, after an interval of long ages,

by the Byzantines, who practised the art from the sixth

century onward, and, in their turn, transmitted it to the

craftsmen of western Europe. In France, Germany, Italy,

perhaps even in England, cloisonne enamels were executed

from the ninth to the twelfth century. Subsequently, this

costly method was largely abandoned, except by jewelers.

These artificers continued to produce cloisonne enamels

down to the sixteenth century. The work was usually

executed upon gold or silver, more rarely upon copper, and,

in exceptional cases, upon iron.

We may regard the filigree enamels, which were exe-

cuted from the fifteenth to the seventeenth century, in

Hungary, and throughout the valley of the Danube, as an

extension of the previous method. In the later process,

the cells or partitions are replaced by filigree, and the ena-

mels are not subjected to polishing.

CHAMPLEVE (sunken) enamels.
Specimens of this class have been known since classical

antiquity; they have been found in Italy, France, Germany
and Great Britain : all apparently dating from periods

prior to the third century of -the Christian era. This

method seems to have been abandoned' during several hun-
dred years. The first examples, belonging to the West
of Europe, are not earlier than the ninth century. They
are executed upon gold, and appear to be a simple modi-
fication of the cloi.sonne process.

The metal employed in the champleve (sunken) pro-

cess has largely been copper of considerable thickness.

This process offers most varied results, according as

plain spaces of metal are reserved for the figures, or as,

inversely, the figures are enameled, and thus relieved

against a gold background. The craftsmen of the Rhine-

land and the region of the Meuse, in the twelfth and
thirteenth centuries, the enamclers of Limoges, in the

twelfth, thirteenth and fourteenth centuries, obtained ex-

cellent decorative results from these processes, which were
sometiimes united in the less important parts, even in ena-

meling upon copper, with the cloisonne method.

Translucent or transparent enamels have scarcely been
employed, except for the decoration of the precious metals,

gold and silver.

In the class of translucent enamels, must be included

the specimens of perforated cloisonne, produced in France
as early as the fourteenth century, but which are extreme-

ly rare. These enamels, once finished, appear like jiainted

windows, into the mass of which metallic partitions have
been pkmged. We have no information upon their special

composition and treatment other than that given by Ben-
venuto Cellini

:

Within an iron frame, having the shape of the enamel
to be produced, the craftsman deposited with a brush a

thin layer of earth, in order to prevent adhesions of the

enamel. Then, he placed inside the frame the design

composed b)- the aid of small metal plates, as is the case

in the production of cloisonne. He next applied the ena-

mel, as in the cloisonne process, and, after a certain num-
ber of firings, he obtained a kind of glass, very thick, and

easily detached from the iron frame which had served

the purpose of a mold—but a mold to which the enamel

did not make the slightest adhesion. Such enaihels could

afterward be set, like precious stones, in pieces of jew-

elry, or in objects of church ornament and service.

* * *
'

Certain artists working in modern jewelry have rein-

stated this too long neglected substance. But the public

perhaps does not clearly understand either the difficulties

which the artists have overcome, or the processes which

they have been forced to employ in order to attain fine

results. These we shall here attempt to indicate.

All metals do not receive enamel with equal suscepti-

bility ; certain of them can not be submitted to the process.

Gold, silver and copper, with their various defects and

qualities, will alone constitute the subject of our study.

Platinum, bronze and iron are of more difficult and less

frequent use.

Gold is the metal best adapted to the purposes of the

worker in enamels. It provides him with a medium bril-

liant and beautiful. Furthermore, enamels when brought

into contact with it, do not undergo any regrettable

change, as is too often the case with copper, and above

all with silver. This we shall discover later, in examin-

ing these metals.

Whatever may be its alloy, that is to say, its degree

of purity, gold easily receives enamel, but the proportion

of nine hundred and twenty parts of pure gold in one

thousand of metal is the most usual combination. It is

evident that with gold, as with the other metals, the degree

at which enamels are fusible must be considerably lower

than that peculiar to the metal upon which they are em-

ployed. The paste is usually produced at about eight

hundred degrees.

The reason for the employment of gold in as pure a

state as possible, is that the copper there existing as an

alloy, as it becomes less and less in quantity, diminishes

to the same degree the chances of failure.

In the process of enameling, the presence of an oxidiz-

able element, like copper or silver, is much to be regretted,'

since reactions between such element and the enamels are

always to be feared at the moment of the fusion of the

latter. One of two results follows : either the enamel

dissolves the metallic oxide produced in the metal by the

rise of temperature, this oxide coloring the enamel, or

modifying its original color-combination; or again, the

enamel oxidizes the metal itself, and the oxide, thus form-

ed, acts upon the enameling substance.

For this reason, gold enamels the more easily as it be-

comes purer, and the reactionary effect of the enamels

upon the copper of the alloy are less to be feared.

We have just learned what action occurs when ena-

mels are brought into contact with oxidizable metals. This

is the case with silver and with copper. But the color

effect is often limited to the portion touching the metal.

Therefore, opaque enamels are less influenced by these

chemical facts than are the transparent pa.stes. Further-

more, the oxidizable metal can be isolated from the color-

ing enamel, and the latter be made to retain all its qual-

ities.
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Such are, then, the metals most frequently enameled.

We have yet to study the processes of enameling and the

composition of enamels.

Enamel is a vitreous substance, colored, or colorless,

opaque, or transparent, which, being applied to metal and
heated with the latter to a fixed degree, adheres perfectly

to it.

Enamel offers to the sight three different aspects. It

may be transparent, translucent, or opaque. When it is

transparent, the metal beneath it can be wrought with ex-

cellent artistic effect. It is then that its emiployment be-

comes a task of extreme delicacy, especially upon silver;

the defects and the stains resulting from oxidation being

plainly visible. Translucent enamel is traversed by light,

without, however, being made to reveal its interior sub-

stance. Finally, oi)aque enamel refuses all entrance to

light, and its surface alone is visible. Each of these qual-

ities may be employed by the artist according to the effect

which he desires.

Let us now jiass on to consider the composition of

enamels. First of all, it may be said that the flux is noth-

ing else than a colorless glass, .serving as a common basis

to all enamels, and to which the addition of certain sub-

sitances communicates various color-effects, or even opa-

city.

It is evident that we can not here enter into all details

of the composition of enamels, but we may at least briefly

suimmarize this process.

Enamel, pure and simple, that is: the flux—the colorless

glass—can be produced in various ways ; the proportion

of the constituent elements varying. We present several

formulae: silex : three parts; red lead: two parts; azote

of potassium: two and one-half parts ;^—or again: silex:

three parts; red lead: five parts; azotate of potassium:

one part;—still a third formula: silex: two parts; red

lead : three parts ; azotate of potassium : ten parts ;—or a

fourth formula: silex: two parts; red lead: two parts;

carbonate of sodium or of potassium: one part. These

proportions are for copper and gold; but if silver l)e em-

ployed, the susceptibility to fusion should be increased.

It is seen that the proportions differ according to the

result sought. But it can not be too often repeated that

the beauty of a work in enamel depends upon the correct

constituency of the paste itself.

According to its constituency, an enamel is hard or

.-voft : that is to say : it fuses at a temperature more or

less high. Of the two qualities, hardness is preferable,

since the enamel possessing it, although more difficult of

treatment, resists more perfectly the destructive action

of the atmosphere. But it is plain that there is no neces-

sity of using in the same work any but such enamels as

fuse at approximate temperatures; just as it is evident

also that, as far as possible, we should combine only those

enamels which have a common base.

We have now procured our transparent enamel, our

flux. We can color it at will by the addition in suitable

quantities of metallic oxides, which we fuse with it. It

is easily understood that, in proportion as the oxide is

strong, the color-effect of the enamel is intense.

We here give a very brief table of the combination

of various oxides with the flux, together with a statement

of the colors which they produce

:

Yellow—Flux : ten parts ; chloride of silver : one to

two parts. Or again: flux: four parts; oxide of anti-

mony: one part. The oxide of uranium also gives a

beautiful golden yellow.

Crimson—Flux: twelve parts; Cassian purple: one to

two parts. Oxide of copper and chloride of gold also

produce fine qualities of red.

Blue—Flux: ten parts; protoxide of cobalt: one to two

parts. .\ combination of oxides of copper and cobalt in

suitable proportions gives a turquoise blue.

Green—Flux: ten parts; sesquioxide of chromium: one
or two parts. Or again: flux: thirty parts; black oxide
of copper: one to two parts. The oxide of iron produces
also a fine bottle green.

Violet—Flux: thirty jjarts; i)eroxide of manganese:
one to two parts.

A combination of the oxides of iron and manganese
gives black or brown, according to the proportions used.

Other substances, other oxides are also employed which
we shall not here mention.

It is well to note that the opacity of enamels is often

desirable. It is easily obtained by adding a suitable quan-

tity of stannic acid in the form of calcine. This form
is obtained by fusing a mixture of one hundred parts of

pure lead with twenty parts of equally pure tin.

The mixture is continually stirred, until the whole is

changed into a dull yellow oxide, or stannate of lead. The
oxide is then pulverized, washed, and purified from the

non-oxidized metallic parts. It is now ready for use.

To render the flux opaque, it is only necessary to re-

place the red lead by a suitable quantity of calcine. Thus,

for example, to every three parts of silex must be added
five parts of the calcine obtained' as we have just described,

and also two parts of azotate of potassium. The flux thus

obtained is afterward colored by the addition of metallic

oxides.

We have now rapidly outlined the proccsse> of pro<luc-

ing enamels, and we can not here extend the description

of this special chemistry. For it is the art of using enamel

which we are here studying, and not the art of producing

it.

It is to be regretted that certain enamelers are easily

satisfied by the ordinary commercial pastes. Certainly

these offer an indispensable resource, but the sole use of

such limits the wealth of the palette of the artist, which

might be rapidly enriched by research and perseverance.

This fact has been understood by certain workers, and

the results obtained' by them have amply rewarded their

labors.

Having thus rapidly reviewed the composition of ena-

mels, we shall now consider the manner of employing

them.

As they issue from the crucible, the enameling sub-

stance is molded into cakes, and in this state it is pro-

cured by artists. It now becomes necessary to reduce

these masses of paste to a form in which they can be

used: that is to say, they must be subjected to grinding.

For this purpose an agate or porcelain mortar is used,

in which vessel the enamel, covered with water, is placed.

The mortar stands upon a piece of thick leather, and the

enamel is ground by means of an agate pestle, struck by

a small mallet.

The enamel must be brought to a very fine, but not an

impalpable, state of powder, and when fini.shed, it .should

offer the appearance of fine sand. The process of grind-

ing should not be carried to excess, for, in this case,

devitrification ensues. Devitrified enamel can not be em-

ployed, for the reason that it will not glaze under fire.

The enameling substance brought, as described, to a

suitable pulverization, is now copiously washed. It is

decanted and then washed anew in water tempered by

azotic acid. This double process is repeated until the

water rejected is absolutely pure. A final washing with

distilled water is very desirable. The enamel, thus thor-

oughly prepared for use, is now stored in flasks filled with

water.

[To be concluded next month.)
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The Pewterers' Company
THE Pewterers' Company ranks sixteenth in the

established order of precedence among the "City

Companies," or guilds of old London, and the

records of the craft relating to past history are plentiful,

the earliest information of importance being found in the

ordinances for the year 1348, in the reign of Edward III,

where the Company is described as the Craft of Pewter-

ers. The ordinances deal altnost exclusively with matters

relating to the trade, their main object being to enforce a

high standard of materials and workmanship upon makers

of English pewter, a reputation for which has been since

maintained by the Company. Another ordinance for the

regulation of the trade was approved by the Court of

Aldermen in 1438, and was followed six years later by an

Order of the Common Council, granting the Company the

right of purchasing one-fourth of all tin sent for sale to

London.

In 1451, the series of audit I)Ooks begins, the accounts

being very simple in

early periods, the re-

ceipts consisting chiefly

of fees paid for admis-

sion to the craft, fines,

payments for quarter-

age and gifts and be-

quests. The total re-

ceipts for 1451-2 were

£39 4s. lid., while the

payments amounted to

£2 6s. lid., and included

money given to alms-

men, expenses of at-

tendance in the Lord
Mayor and Sheriffs

Procession to West-
minster, attendance at

the Grey Friars on

their annual election

day, which was the

Feast of the Assump-
tion of the Blessert

Virgin. The hall of the

Austin Friars mona.s-

tery and its offices were used for the annual feast of the

Craft and for the ordinary business of the Fellowship.

In 1473, Edward IV granted the Company its first

charter, giving license to Peter Bishop, William Large,

and Thomas Langtoft, who were then Master and War-
dens of the Craft, to found to the honor of God and of the

Virgin Mary, a fraternity or perpetual guild of one

Master, two Wardens and Commonalty of the Mistery of

Pewterers. Pow'ers were also given to the Company to

search for false w'ares in London and throughout England,

and the King's officers were to give them every assistance

for that purpose. .\ result of the charter was to bring

about the inclusion of many country members, who were
hospitablv entertained when business brought them to

London.

The Company took its part with other guilds in mun-
icipal duties and ceremonies, and in contributing its full

quota of men and money to meet the demand made by
various monarchs on the city of London. A confirmatory

charter was granted to the Pewterers bv Edward IV. in

1478.

The Yeomanry or Freemen had a separate organization

of their own with a master and three wardens chosen

from the Livery of the Company. Like the Company

PEWTERERS'
From a drawing by Mr. L.

itself, this organization was connected with a religious

association, which was known as the Fraternity of St.

Michael the Archangel, the annual festival of which was

held in the church of All Hallows, Lombard street.

In 1503-4, the Pewterers obtained an important .Act

giving them powers for the suppression of abuses in the

trade, one of its clauses providing that all pewterers should

put their mark or "touch" upon their goods, and this Act

continued for the following three centuries to be the com-

pany's principal means of a.s.serting their authority, and

as such was reprinted and widelv circulated as late as

1741.

The charter of Edward IV was confirmed by Henry

VII and by other charters of inspcxlmiis granted by Henry

VIII, Philip and Mary and Elizabeth.

.A. general Act was passed in the year 1503-4 forbidding

any of the Companies to make ordinances or bye-laws until

such ordinances had been approved by the Crown, and the

Pewterers submitted

their bye-laws for con-

firmation in 1522. This

document embraces the

whole constitution of

the Company, includ-

ing its trade control

and internal organiza-

tion.

The Company pos-

sessed a grant of arms

in 1473, the date of its

incorporation, and this

grant was confirmed by

Thomas Benoilt, Clar-

encieux King of .\rms,

in 1533. They are des-

cribed as being

—

"Asure a chiueron

gold between three

stryks silver upon the

chiueron three roses

gueules their stalkcs,

buddes and leues vert

as it aperith in this

margent, and in their stremer our lady assumpcion

powdred with lyllye potts and strykes with their woide
accustomed crest : a mount vert thereon, two arms em-
bowed vested argent cuffed gules, holding in both hands
erect proper a dish argent. Supporters : Two sea horses

or, their tails proper. Motto : In God is all my trust."

The first member of the Company elected Lord Mayor
was Sir Thomas Curtis, who served the office in 1557, and
it is recorded that presents were made to Alderman Curtis

and Alderman John Catcher when they served the office

of sheriff, towards the cost of furnishing their houses.

Loans were required by the Crown from a very early date,

and the methods of assessing that for Queen Mary in 1558

caused great discontent. Personal service was also de-

manded for pageants and for wars, when the Company
had to equip their members both with clothing and arms.

-A store of arms was kept at the hall and an armorer em-
ployed to keep it in good condition.

The number of the Pewterers' charters is accounted

for by the pressure put upon them at the beginning of each

new reign to secure a renewal, which frequently cost large

sums of money. They employed any balance of money
they had in hand in purchasing tin, which was .sold to their

members at a small profit. A Christmas gift was made to

HALL, LONDON.
Stanley Crosbie, F.R.I.B.A.
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the Lord Mayor in 1564, which afterwards became an

animal present of from two to four pounds, and similar

pres'ints were mad'e to the Speaker and other great officers

of State, when the Company were seeking legislative

powers or protection.

The term "Livery" is first used about the year 1564,

superseding the earlier term "Clothing." In 1568, the

Liverymen's fine was 20 shillings besides a spoon, and the

Company became the possessors of a fine show of plate

by this means.

Journeymen and apprentices were kept strictly undei

surveillance, and were not allowed to be away on Sunday
until after evensong. Apprentices were bound for seven

years, and both they and journeymen were whipped for

certain offences, which punishment was usually inflicted

in the hall and in open court. Members were forbidden

to go to law with one another, and the minute books are

largely taken up with records of the settlements of dis-

putes between members. Disputants were often sentenced

to dine or sup together accompanied by their wives. Fines

for bad metal or workmanship were

impartially inflicted on all, not ex-

cepting the Master and Wardens,
and if money could not be obtained,

the Company distrained in tools,

ware, and even dress and clothing.

Offenders were frequently made to

alter their "touch," or mark, and, if

liverymen, were sometimes deprived

of their hoods, thus losing the privi-

leges of the livery.

The hall was let out for wed-
dings and dinners to outsiders, and

furnished a source of income to the

Company; in 1570 an Italian ex-

hibited a wonderful castle there.

The Craftsmen also used it daily

;

they were required to attend in

cleanly apparel and without aprons,

and were forbidden to jilay games of

chance.

The annual election banquet was
attended' by all, even the poorest, of

the Yeomanry, with their wives.

After the dinner, there was a pag-

eant for which "play pence" were
collected. The quarter-day dinners

were attended by the Livery only, while the Yeomanry
had their own festival at Michaelmas.

The trade regulations were very numeorus and strictly

enforced, but great trouble was caused by tinkers and

hawkers, whom the Company found it very hard to sup-

press. Suspected metal seized by the Company was
brought to the Hall, where appliances for melting and

testing were kept. If inferior, it was usually forfeited and

sold to the Master and Wardens, who were permitted to

buy it ; the amount realized being equally divided between

the Crown and the Company. Bad ware or metal was
marked with a broad arrow. Gilding pewter was strictly

prohibited, as well as the letting out of new vessels for

hire. The selling price of pewter in shops, fairs and

markets was regulated by the Company.
The Pewterers, together with other guilds, were forced

to keep a store of wheat, to be sold to the i)oor in times of

scarcity ; and stored their supply in a granary which

formed a part of their ])remises. As the commodity was

perishable, the Company sometimes contracted with a

baker to relieve them of their liability on their receipt of

a precept from the Lord Mayor.

Touch plates probably existed from the sixteenth ccn-

An Invitation Card
Pewtere

tury, but only five have been preserved—the earliest of

which dates from the middle of the seventeenth century;

but the minutes of the Court of Assistants abound with

applications for permission to alter a touch or to take

that of a deceased master or widow or partner; but no

register of these touches exists. The Company strongly

opposed all attempts of the tinners of Cornwall and Devon
to evade the Stannary Laws by adulterating tin at the

Smelting House, and' secured the appointment of one of

their members as King's Assayer; but their relations with

the Stannary authorities were frequently strained. The
Pewterers tried to secure an abatement on the duty of

exported manufactured pewter and an increase in that on

exported tin, in which they were successfully opposed by
the tinners of Cornwall. A still greater controversy arose

between the Company and the Patentees or Tin Farmers,

who leased the total output of the tin mines from the Sov-

ereign and fixed their own price for its sale. The Pew-
terers' claim was that an amount sufficient for the working
needs of the trade should be supplied to them at a price

below that fixed for other pur-

chasers. Both parties used to at-

tempt to influence both Houses of

Parliament, their Committees and

the High Officers, of- State; and
these disputes, went on for a period

of two-and-a-half centuries.

There were many branches of

the trade, such as Hammermen,
Triflers or makers of toys. Spoon-

makers, Hollow-waremen and Sad-

waremen, as well as the Copper-

smiths or Founders who formed a

separate organization. In a minute

dated 1657, a proposal for the Cop-
persmiths "going off from us" is re-

corded. Innovations in manufacture

were .sternly repressed, as well as

the introduction of "engines" to

supersede manual labor, while the

alloys which might be used were

prescribed.

The quarterage due from the

mem'bers was farmed by the Bead'le,

who paid the Company £9 a year,

receiving the gross amounts. It was
a custom and in time an obligation

for the tenants to make presents on the grant of a new
lease; a fat buck—or, if a confectioner, a march-pain

—

yearly at the Master's Feast and a pair of gloves to each

assistant on the grant of a new lease.

Trade control became gradually weakened by the dis-

continuance of country searches, and the country members
brought the trade into disrepute—defying the Company,

who were doubtful how far their powers extended. The
resultant deterioration was the cause of the Company's

hold on the trade becoming lessened, till it altogether

ceased.

The property on which the Hall now stands was orgin-

ally purchased by the Company from one Henry Nevyll

for £120, and conveyed by him to trustees on their behalf.

By those trustees it was transferred to Smalwoode, who
bequeathed it to the Company. Although the formal con-

veyance to Smalwoode did not take place until 1486, the

Pewterers commenced building in 1475, and part of the

structure was sufficiently completed to allow of a dinner

])eing held there in 1-186. The garden was elaborately laid

out and jjrovid'ed with a well and vinery. The Company

employed workmen and bought material; and Simon Bur-

(Contimicd on page '54.)

mm
to a Liveryman of the

rs' Company.
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What Becomes of all the Gold ?

49

THK goM shortage was one of the chief topics of

discussion at the meeting of the American Min-

ing Congress in St. Louis, and the same problem

is a matter of concern to the governmemts and peoples of

the civiilized world. With vast amoimts of gold dug from

the earth year after year, the question naturally arises as

to what becomes of it.

Three-quarters of a century ago the whole world pro-

duced less than $30,000,000 worth of gold. Then the

goldfields in California were discovered, and in four years

production' had increased threefold.

In 1860 the world production was nearly $100,000,000;

Ijy the end of the century it was $300,000,000, while to-day

the gold mines of the world are turning out very close

to $500,000,000 worth of gold every year.

Within about seventy years the ontinit of tjold has

been multiplied by seventeen, yet in the same period of

time the population has increased by only ninety per cent.

This being so, it might well be imagined that there would

now be more than enough gold for the world's purposes,

and that the precious metal would have consequently de-

preciated in value.

As ? matter of fact, nothing of the kind has happened.

In the first place, while the population of the world at

large has only increased by about ninety per cent, during

the period mentioned, that of civilized countries has

doubled, and more than doubled. It is the civilized coun-

tries that use gold as a medium of exchange and as their

basis of currency.

Next, the individual wealth of these countries has in-

creased enormously, and therefore their people require a

great deal more gold for purposes of coin. Several coun-

tries which in 1850 were working on a silver or paper

currency have come up to the goild standard, the latest

of these being Spain.

The third and most important point of all is the enor-

mous amount of gold now used in industry. For the arts

>uch as jewelry, gold plate, gold leaf, for purposes of

ornament and decoration, the world is now using three

times as much gold in a year as the whole amount pro-

duced in 1845.

The waste of gold is another factor which keeps down
the supply. Few people consider how great is the waste
of gold by wear and tear. In the course of one year's

ordinary use, a five-dollar gold piece loses one and a half

per cent, of its w^eight. The aggregate lost in this way
by the gold coin throughout the world amounts to many
millions of dollars every year.

Then, every ship that goes to the bottom takes with

her a certain amount of gold. It may be a small amount
or it may be millions of dollars. In addition, there is

much gold lost every year through the burning of stores

and dwellings.

Besides all this, there is the matter of hoarding. In

countries where banks are not found in every town, the

people who have gold hide or bury it. In many cases

they die without revealing their hiding-place. In this way
India alone swallows up several million dollars worth of

"old yearly, China more than this, while Africa is at

])resent absorbing gold in thi'S way at the rate of more
than five million dollars a year. The money is paid as

wages to Kaffir laborers at the mines, and by them car-

ried away to their kreels, whence it never relurns.

In the ten months' period ending with October, ac-

cording to the Government's report, exports of gold from
the United States totalled $270,000,000, representing by

far the greatest outward movement ol tlu- mrtal in

hi.sitory, save for the $360,000,000 sent abroad in the first

ten months of 1917. Even in 1917 there was no monthly

total which approached the $82,900,000 exported last

JurDC, immediately following the removal of the Govern-

ment's embargo on shipments. For the entire year 1914,

when the heavy pressure brought to bear on our markets

by Europe led to the formation of the "$100,000,000 gold

pool," shipments were $48,000,000 less than for the ten

months of 1919 now elapsed.

For the first ten months of 1919 there were sold by the

jewelry trade of Paris 7,200,000 pieces of gold and plati-

num jewelry and 23,300,000 pieces made of silver. In

1913 the figures for the corresponding months were 3,-

200,000 pieces in gold and platinum and 17,000,000 pieces

in silver. The increase in the weight of the pieces of

jewelry in gold and platinum sold amounted to 12,600

pounds. The price of gold increased froim- 3,400 francs

($680) per kilogram to 6,800 francs ($1,300), and that

of platinum from 6,000 francs ($1,200) to 30,000 francs

($6,000).

America has secured the services of approximately 90

per cent, of the expert gold and silver workers who were
engaged in the business prior to the war.

Virtually the entire world to-day is dependent on the

men now in America for its oriental jewelry. Among
the artificers who have come to the United States and
mow are settled permanently, it is believed in New York
are the cleverest of the workmen who for years manufac-
tured in Europe the "'antique" mountings which have been

so much in demand. In Maiden Lane, New York, alone

there are more than fifty of the cleverest of the designers

at work. Many of these men were in The Netherlands

or in Belgium, some were in Bulgaria, a few in France
and Switzerland before the war.

While the presence here of possibly 250 additional

gold and silversmiths may not seem significant, those who
know what they are doing realize that they have added
millions to the country's prodtictive value and that for

the time at least, America and not Europe is the great

center of that industry which made many fortunes for

Europeans during the last century.

One of the brilliant classes of work being done by

them is the production of antiques wrought out of pea-

cock gold. Just before the war it had come in agam in

Europe and the leading artificers were busy experiment-

ing with the coloring of gold. The war apparently drove
the designers to America. Since their arrival they have
perfected the processes, and to-day are rivaling in the

variety of colors and fineness of workmanship the beauti-

ful pieces of a century ago. This would have beer im-

l>ossible in the United States before the war.

The use of personal ornaments dates from the earl est

periods of which we have any knowledge, and it charac-

terizes every variety of the human race whether civilized

or savage. It is probable, that the wearing of gold and
silver ornaments immediately followed the discovery of

those metals.

Probably gold, from the fonm in which it i's usually

found and the beauty of its color, was the first to be used
in this way, and also from its ductility and the capacity

of receiving polish, the first to invite artistic skill in its

working. Gold ornaments displaying a high grade of

skill in their manufacture, have been recovered from the

ruins of Mycenae and Hissarlik, and from the tombs of

{Continued on page 54.)
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Show-Down Due in England

The chief problem for British goldsmiths and silver-

>niiths seems to be not to find markets, but to supply them,
according to Roslyn E. Hart, of Toronto, jewelry import-

er, who is at present in England.

"I have been here since the latter end of March with

the ol)ject of persuading British manufacturers to allocate

a portion of their output to Canada,'" he writes to Thk
Trader. ''My task has been a hard one indeed, and anx-
ious as they are to extend export trade it is impossible to

meet the demand for goods in the home market at pres-

ent, and this in the face of the fact that generally speak-

ing, business in jewelry and kindred lines in England is

not good, according to information which I have gathered.

"The production is not what it should be, and wages
are high, which makes it appear superficially as though
money was very free; but in the opinion of several largt^

merchants with whom I have talked, a show-down is on

the way, and they feel that within, say, twelve months
things must change; i.e., production must increase or

wages decrease. In the meantime we in Canada cannot

expect much from Britain in the way of merchandise dur-

ing this vear."

Some do use comparative prices. A few consider that

any comparison, either of value or price, is bad merchan-

dizing, and consequently they use neither."

Russia's Declining Platinum Production
This continent ordinarily consumes about half of

the world's platinum production, and hence is vitally con-

cerned in the decline of Russian output, which in normal
times furnished more than 90 per cent, of the world's

I)latinum.

The industrial uses of platinum have widened consider-

ably in recent years. Tt is now an important element in

the manufacture of sulphuric and nitric acid, electric

furnaces, contacts for telephone, telegraph and wireless

systems, aeroplane engines, scientific and surgical instru-

ments and other articles. The dental industry and chem-
ical laboratories also require a large amount of platinum.

The most recent reports available show an almost com-
plete cessation of Russian i)roduction by the middle of

1918. According to the following table, the rate of pro-

duction in the early part of 191<S had fallen to less than

one-si»th the pre-war rate

:

(troy ounces)

1909-13 (5-vr. aver.) 172.000

1914 157,000

1915 108,000

1916 79,000

1917 98,000

1918. (first 6 mos.) 13,000

Between 1887 and 1913 Russia exported 82 per cent,

of her total platinum production.

Use of Comparatives
"There is a distince difference between comparative

values and comparative prices," said Richard H. Lee in a

recent address. "A comparative value is a comparison

between an opinion as to what a thing is worth and the

price at which it is offered for sale. A comparative price

is a comparison between a former price and a present

price. A comparative value may be applied to a product

which has never been on sale in a store and which

has just been received. A comparative price can only

be applied to a product formerly sold by the concern at

a fixed price. Comparative values are misleading, because

they are mere matters of opinion. Comparative prices,

if honestly employed, are not objectionable. Careful

!)usiness institutions seldom use comparative values.

Vanity Cases de Luxe
{Continued from page 44.)

pearance of the whole, without emphasizing too greatly

the matter of "])rice."

An unusually ornate interior is shown in the case on

the left. That on the right is plainer, but seems to be

more saving in space, combining the virtues of vanity

and cigarette cases in one.

The show-piece of the lower illustration is the com-

bined vanity case and mesh-bag; but the vanity and cigar-

ette case on the right is almost Grecian in its chaste beau-

ty. The effect of the geometric black enamel border can

here be seen, though in this case it is helped out by the

engraved design through which it runs. The platinum and

diamond design in the centre is an exquisite touch, and

adds a touch of brilliance without detracting from the

severe beauty of the case.

Canada's Gold Consumption
In view of the possil)lc enactment of a gold excise tax

in Canada the consumption of gold in the arts and manu-
factures here becomes important. In 1918, the last year

for which statistics are available, the gold thus used had a

value of $1,811,746. Jewelry and repairs required $937,-

260. Dental supplies $639,586. These were the principal

items, although a number of smaller ones are included in

the total sum.

The complete list, enil)racing both gold and silver, as

supplied by the Dominion Bureau of Statistics at Ottawa,

is as follows

:

Industry Gold Silver

Jewelry and repairs $937,260 $320,091

Dental supplies 639.586 816

Electroplating 919 2,415

Silversmithing 34,921 146,207

Watch cases 199,060 21,811

Mirrors and plate glass 1,541

Photographic materials 98,995

Totals $1,811,740 $601,575

Jewelers are beginning to use a new sort of watch-

makers microscope, for a new purpose. Instead of keep-

ing to themselves all the hideous secrets concerning the

inside of an old or cheap watch sent in for repairs, it is

now the policy of many to expose these secrets to the

owner of the timepiece by means of a microscope con-

structed partly for this purpose. In no better way can

the faults of the old watch be exposed, and by no other

means can the need of a better one be brought home so

convincingly to the customer.
«

"The building of a character is the soul of this or-

ganization," says a card from Marshall Field and Com-
pany, "becau.se the ideal of Service is possible only with

those who recognize their social responsibility to the com-

munity. The mature minds that guide the destinies of

this institution to-day are but the ripened fruit of youth-

ful zeal and enterprise planted in some secluded corner in

yiears not far ago. In the alchemy of this store there is

a ceaseless refinement that yields from its crucible the

precious metals fittest for the welding of Service. Here

in the ranks to-day are the generals of to-morrow,"
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Definitions of Jeweled Watches

So many complaints have been received in connection

with fraudulent advertising and false representa-

tion of watches, particularly as to the amount of

jewels used in fake watches, made, up for the swindling

trade, the Jewelers' \'igilance Committee was asked to pre-

pare a statement showing exactly what was meant in trade

and commerce by the terms "7 jeweled," "15 jeweled," "17

jeweled," "19 jeweled," "21 jeweled" and "23 jeweled"

watches.

It was suggested that the trade have before it at all

times a statement as to exactly what the jeweler means by

these terms and consequently what the public expects to

get when the terms are used.

To meet this demand the Vigilance Committee has sent

to its contributing members and others a statement pre-

pared by the sub-committee appointed for this purpose,

which is not the opinion of the committee, but a consensus

of opinion of the experts in the watch trade, who answered

a questionnaire sent out upon the subject. These included

not only the experts of the various watch companies of

the country, but representatives of the leading watch im-

porters, as well as prominent horologists and watchmakers

to the trade.

This information will be given generally to the trade

through the officers of the State and local organization

that it may be available to all jewelers or others who are

interested in prosecuting the faker, should the latter seek

to defend his nefarious practices, by trying to impose upon

the courts, with misinformation as to what a 7, 15, 19, 2!

or 23 jeweled watch really is.

The members of the Jewelers' Vigilance Committee,

as well as the entire jewelry trade, is greatly indebted to

the sub-committee, of which John W. Sherwood is chair-

man, for all the data and information contained in this

circular letter, which was secured by this committee after

they had been to a great deal of trouble in the matter.

The definitions of the various watches have been sum-

med up as follows

:

A seven jewel watch should have two balance hole jew-

els (upper and lower) ; two balance end stones (upper and

lower) : one roller jewel; two Pallet stones, receiving and

locking.

A 15 jewel watch should have two balance hole jewels

(upper and lower) ; two balance end stones (upper and

lower) : one roller jewel; two Pallet stones, receiving and

locking; two third wheel hole jewels (upper and lower)
;

two fourth wheel hole jewels (upper and lower) ; two

escape hole jewels (upper and lower) ; two Pallet bridge

jewels (upper and lower).

A 17 jewel watch should have two balance hole jewels

(upper and lower) ; two balance end stones (upper and

lower) ; one roller jewel; two Pallet stones, receiving and

locking; two third wheel hole jewels (upper and lower) ;

two fourth wheel hole jewels (upper and lower) ; two

escape wheel hole jewels (upper and lower) ; two Pallet

jewels (upper and lower) ; two centre wheel hole jewels

( upper and lower).

A 19 jewel watch should have two balance hole jewels

(upper and lower) ; two balance end stones (upper and

lower) ;
one roller jewel; two Pallet stones, receiving and

locking; two third wheel hole jewels (upper and lower) ;

two fourth wheel hole jewels (upper and lower) ; two cen-

tre wheel hole jewels (upper and lower) ; two escape wheel

hole jewels (upper and lower) ; two Pallett jewels (upper

and lower) ; two escape wheel end stones (upper and

lower).

A 21 jewel watch should have two balance hole jewels

(upper and lower) ; two balance wheel stones (upper ant'

lower)
; one roller jewel; two Pallet stones, receiving and

locking; two third wheel hole jewels (upper and lower) ;

two fourth wheel jewels (upper and lower) ; two centre

wheel hole jewels (upper and lower) ; two escape wheel

hole jewels (upper and lower) ; two Pallet jewels (upper

and lower) ; two escape wheel end stones (upper and
lower) ; two Pallet end stones (upper and lower).

A 23 jewel watch should have two balance jewels (up-

])er and lower) ; two balance end stones (upper and low-

er) ; one roller jewel ; two Pallet stones, receiving and
locking; two third wheel hole jewels (up])er and lower)

;

two fourth wheel hole jewels (upper and lower) ; two
centre wheel hole jewels (upper and lower) ; two barrel

Iiole jewels (upper and lower) ; two escape wheel hole

jewels ("upper and lower) ; two Pallet jewels (upper and
lower) ; two Pallet end stones ( upper and lower).

Accompany the circular was the following brief essay

on the function of watch jewels, by Felix B. Pyms, F. B.

H.I., which first appeared in the "Jewelers' Circular"

:

"'The mo.st vital factor which machinery has to contend

with is that of friction. Every moving part produces a

proportional amount of wear and tear at its bearing. In

machinery and precision, where uniformity of speed or

balance is essential, the bearings of these moving parts are

either of the ball-bearing type or jeweled.

''A watch being a machine from which a uniformity

of speed is most essential, must, in order to obtain this

uniformity and thus give a uniform rate of time, be equip-

l)ed with jeweled bearings ; this reduces the friction to a

mmimum.

"Most watches are generally equipped with 7, 15, 19,

21 and 23 jewels. The lowest grade lever watch has
"

jewels; anything less is not a watch. The 15 and 17

jewel type are most popular, while the 19, 21 and 23 jew-

eled watches are owned by those to whom accuracy of

time, whether for personal or business reasons, is abso-

lutely necessary.

"Intrinsically, the jeweled bearings of a watch are of

no great value except for its specific purpose, when it be-

comes invaluable. This important fact is lost sight of

with the result that poor substitutes are often uesd merely

to enhance the appearance of the work and make it more
valuable. A great number of present-day watches, in-

cluding those which claim the distinction of "superior

watches," have jewels which are in reality a blind and are

in no way advantageous.

"The jewels in use in the modern manufacture of

watches are made from certain precious stones ; they are

the diamond, sapphire, ruby and garnet. The diamond is

the hardest of them all, but is very little used, and then

only as cap jewels. The jewel mostly used is the sapphire,

v\hich is next in hardness and is the best that can be

used for watches.

''In the best class of work sapphires and rubies are

used; in the lower grade, crystal, and in the commonest,

garnet. The ruby, which is really a red variety of the

sapphire, is a little softer, but makes very good bearings

for train-wheel pivots, and in fine watches is used for

this purpose. The color of the ruby is no criterion as to

its quality; when so preferred it is merely for its beauti-

ful appearance, which is at its height when of a blood-

red color. Garnet jewels should never be used; they are

soft and easih' crumbled.
"
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E. T. A. Jeweler's Meet

Members of the Eastern Townships Jewelers' Asso-

ciation gathered at Sherbrooke on April 15th for their

banquet and semi-annual meeting. It had been decided at

the summer meeting last year that in future elections

would be held at the spring meeting; but as on that occa-

sion the officers then elected were put in for eighteen

months, there were no elections this year, the present of-

ficers continuing until next April.

Prior to the banquet, which was held in the private

dining room of the Magog House, a meeting of the East-

ern Townships Optical Association was held at Mr. A. C.

Skinner's store, this being the occasion of the annual elec-

tion of officers, which resulted in Mr. J. C. McConnell, of

Sherbrooke, being re-elected president, and Mr. A. E.

Smith, Magog, secretary. A short discussion on optical

matters followed the election.

The president, Mr. O. J. Gendron, was in the chair at

the jewelers' banquet, at which were present the joweler^

named below. Following the luncheon, ([uite a lengthy

discussion of an informal nature although highly interest-

ing to those attending took place.

The secretary-treasurer, Mr. J. C. Brouillette, gave a

report of the standing of the organization, financial and

otherwise, which showed that every department was on a

satisfactory basis.

Letters of regret were read from a number of members

expressing their regret at their inability to attend. .\ tele-

gram was also received from Megantic Jewelers, inviting

them to hold their summer vacation in that locality. This

invitation was later taken up and accepted.

One of the features was a short address given by Mr.

L.J.Pequegnat, of Kitchener, Ont. Mr. Pequegnat is pro-

prietor of the only clock factory in Canada. He spoke of

the good will engendered at these conventions, where en-

thusiasm, instruction and inspiration were the result.

"Service" and "Good Fellowship'' were the two main

themes of his discourse.

The discussions held during the evening were technical,

instructive and humorous. 'Regretting the practice of

loaning watches, which has always proved a serious finan-

cial strain on jewelers, one member, condemning the prac-

tice, stated he could not get the shoemakers to loan him

a pair of shoes while he was having his repaired. The

practice of free engraving was also denounced as another

source of loss. Better engraving at a fair remuneration

would be a better method. These arguments were all the

more to the point when it is realized that such firms as

Mappin & Webb, and Henry Birks, of Montreal ; Ding-

wall, of Winnipeg, and Black, of Calgary, have discon-

tinued the practice.

Mr. A. C. Skinner gave a clear explanation of a simple

but effective system of accounting, and also drew the at-

tention of the banqueters to the fact that the jewelry shop

was the logical gift shop, as it carried stocks comprising

gifts that would endure.

Among these ])resent were the following

:

Messrs. W. M. Douglas, Mansonville; A. Carrier,

y^lessisville ; A. A. Donaldson, Coaticook ; E. J. Mathurin.

Sherbrooke: A. E. Smith, 'Magog; H. J. McConnell, Sher-

brooke; J. X. White, Coaticook; O. J. Gendron, Sher-

brooke: L. J. Pequegnat, Kitchener; H. J. Labaree, Len-

noxville; M. Bedee, Knowlton; A. B. Odell, Coaticook;

.\. C. Skinner, Sherbrooke; P. L. Brodeur, Richmond; E.

Stacey, Sherbrooke; R. Brouillette, Cookshire; L. C.

Brouillette, Richmond; A. Boisclair, Windsor Mills; E.

Boisclair, Asbestos
; J. C. McConnell, Sherbrooke; J. C.

Guertin, Sherbrooke ; A. Chambcrland, Sherbrooke
; J. E.

Getellier, Megantic.

Jeweler's Golden Anniversary

Mr. Richard Hemsley, the well-known jeweler, of

Montreal, celebrated his fiftieth anniversary of going
into business as a goldsmith, on May 1. He was Ixjrn i;i

Cirencester, England, in 1846, and as a boy was appren-
ticed to the watchm^aking trade, where he served for five

years and learned to make every part of a watch.

Mr. Hemsley came to Canada in 1867, just alter the

first proclamation of the Canadian conference. His voy-
age to Canada was made on the "Newfoundland," which
iiroceeded partly by sail and partly under steam.

For three years after his ai rival he found emj iuyment
as a journeyman watchmaker, until 1870, when he started

in business for himself on St. Joseph Street, now Notre
Dame Street. Fifteen years later his place of business

was practically ruined by the hi',,' llood. which ran four

feet deep in his s'ore.

Mr. Richard Hemsley.

The following year, after Mr. Hemsley had got hi.-

business in running order again, another flood (;ccurred.

but, as he had taken the precaution of moving his stock

above the water level, no harm was done.

In 1889 Mr. Hemsley moved to St. James St., '.o the

spot that is familiar to every Montrealer.

In the years since that date, Mr. Hemsley has seen the

trend in jewelry change from handmade to machineinade

ornaments. He was the first jeweler on the continent

to take up enameling. He also inaugurated the making of

enamelled maple leaves and other patriotic emblems.

In 1912, Mr. Hemsley's business was converted into an

incorporated company known as the Richard Hemsley
Company, Limited, of which firm he has been president

and general manager.

Mr. Hemsley i> probably the only jeweler in Canada-

who is in possession of the Royal Warrant of (.appoint-

ment. He received this on the 28th of February. 1911.
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What to Avoid in Advertising

REGO'MMBNDATIOXS offered as a guide to adver-

tisers to assist them in avoiding advertising state-

ments and practices that have a tendenc)- to reduce

customers' confidence in all advertising," is the title of a

booklet issued by the Cleveland Better Business Bureau

of the Associated Advertising Clubs of ithe World. This

has been sent out to all advertisers in Cleveland, and was

then included in a bulletin from the New York head-

quarters of the club, so that advertisers throughout the

continent should have the advantage of the advice con-

tained.

The text of the '"Vecommendations " is as follows:

1. It is recommended that care be taken to substanti-

ate definitely any fact or assertion made in an advertise-

ment prior to the time the advertisement comes before the

public.

Unintentional misrepresentations cause just as much
criticism as intentional ones, and the reader does not stop

to consider that it may have been unintentional. The re-

sult is that the advertisement is criticised to an unjust

extent and ensuing advertisements do not inspire the

confidence they might deserve.

The wrong impression can be derived from an ad-

vertisement in which there is statement of one fact which

is not well grounded.

2. It is recommended that the use of superlative state-

ments be refrained from unless the advertiser can, and

will, submit proof of such statements to the Better Busi-

ness Commission if requested.

The force of superlatives in advertising has been con-

siderably weaikened through misuse. The public has a

right to take superlative statements literally. The ad-

vertiser has a right to expect them to be taken literally

when he has proof to substantiate them.

The repeated use of superlative statements which can

not be substantiated, whether made by the same or dif-

ferent advertisers, destroys the confidence of the public

in superlative statements which may be 100 per cent,

truthful.

3. It is recommended that where comparative ])rices are

being quoted, values be based on the average (juotation^

for the same class of merchandise in other stores in tho

city.

The public de/termines value in this way. and a state-

ment of value means to the reader the average value as

found in other stores.

4. It is recommended where comparati\e prices arc

being quoted that a definite distinction be made between

.'early season" values and "current" values based on the

average quota;tion for the same class of merchandise in

other stores in the city.

5. It is recommended where comparative prices are be-

ing quoted that when merchandise of different values has

been grouped for sale at one price, the advertisement state

the minimum value in the group as the minumum value.

The reader generally gets the wrong impression of the

entire lot of merchandise when the highest values in the

group are quoted and the advertisement does not state the

lowest vaJues. Where the lowest as well as the highest

values are quoted the reader gets a better im])ression of

the group, and will not be subject to disappointment.

Greater confidence in the advertiser is inspired when
the complete price range is clearly stated.

0. It is recommended where comparative prices are

being (|uoted and merchandise of different values has been

,i;rouped together for sale at one price, that each article

bear a ticket indicating to which of the advertised values

that article belongs.

7. It is recommended that extreme care be taken in ad-

vertising to avoid making statements which might be

misconstrued.

Statements which can be misconstrued cause criticism

of the advertiser to an extent which may be unjust.

Equivocal statements de.'^troy confidence and invite

suspicion.

8. It is recommended that when merchandise is being

advertised which is soiled, of second quality, or for any

reason whatever not perfect in every respect from the

standpoint of the manufacturer, the advertisement state

clearly and explicitly the facts as they are.

Unless such facts are clearly stated, customers are dis-

ai)pointed when they come to the store in response to the

advertisement, and confidence in advertising is lessened.

Not to state such facts clearly is judged by the Fed-
eral Trade Commission to be a violation of Special Pro-

visions to Regulate Interstate Commerce.

9. It is recommended that when merchandise is being

advertised which is an imitation of merchandise of higher
quality or value, great care be taken that the advertisement
does not carry the impression that the merchandise is the

genuine quality.

There is danger of misrepresentation to the extent of

fraud.

Even if from the sale price quoted it is obvious that the

merchandise is not genuine, or even if the advertiser is

under the impression that the public is informed generally
that such merchandise is imitation, greater confidence is

inspired in the advertising if care is taken to point out the

facts clearlv.

Publicity for Jewelers
{Continued from pa^e 35.)

the seasons, and provides for a reproduction of the page
advertisements, linking up the store of the retail jeweler
with the national advertising. Arrangements will also be
carried out for furnishing transfer signs for window dis-

play and invany other forms of striking and novel adver-
tising, such as picture slides, electric flashers, calendars,
blotters, etc.

It was definitely decided on account of the unusual
support received from allied industries, to increase the
membership of the executive committee from thirteen
members to twenty-one, and the following industries were
invited to elect representatives: Diamonds, watches,
clocks and silverware. It was also resolved that Provi-
dence, R.I., be represented and that the retail jewelry
trade have two additional representatives. With the rep-

resentative of the C.N. J. A., this makes up the additional
eight members.

On motion it was decided to hold the annual meeting
in 1921 in New York City. The members of the com-
mittee and a number of proiniinent Chicago subscribers

to the national advertising camjjaign were invited as the
guests of Fred G. Thearle of Chicago to a dinner at the

Chicago Athletic Association after the business session of
the day. The affair was enjoyed by every one present,

several informal speeches were made, and congratulations

were extended on all sides to the success of the national

movement for the raising of $300,(X)0 for national adver-

tising with the blazing emblem of "Gifts That Last."
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The Pewterer's Company

{Continued from page 48.)

lingham was employed as master builder or architect—the

Beadle of the Company acting as clerk of the works in

addition to his other duties.

This building was destroyed in the great fire of 1666:

and at the first meeting afterwards, which was held at the

Mitre Tavern, within .Mdgate, it is recorded^

—

"And since it hath i)leased God to destroy ye said Hall

by ffire so€ that at this tyme ye Company are destitute of

a place to meet in as well as ye Beadle of a habitacon, it

was agreed that wth wt speed might be a place anight be

prepared for their said meetings wch might also be Con-

venient to Lay ye writings & books of ye Company & Like-

wise for ye Beadles Being."

In 1667-8, at a meeting of the Court, the Master pro-

duced a design for building two tenements with a Hall at

the back, on the Company's ground in Lime Street. The
plan was approved and the Master urged to proceed with

all haste—the money received from forty new admissions

to the Livery (£800) being devoted to the work.

At a Court held 1668-9 the Master reported that the

walls of the new hall were almost ready for roofing. He
submitted three designs for the roof, "and! they unani-

mously agreed for ye roof hipped and slated on both sides

and one end half way, and thereupon a flatform of lead,

with railes and ballusters on the sides, and a territ to be

erected in the middle of same." The slating for the roof

was contracted for at 40s. per square.

The tenements in Lime street, being rebuilt, were let

for £60 and £40 per annum, with fines of £150 and £200

respectively.

A tender for the glazing of the Hall windows with

good French glass at 18d. per foot was received, and the

Committee, who visited the building, expressed themselves

"very well satisfied with the two Frett seelings above

.staires, and ordered the seeling of the Hall to be divided

into paires by two ffalse girders to be runn from end to

end." The ovens in the kitchen were also "to be ffinished

with all the speed that may be." The cost of the building

in the year's accounts amounted to £2,520 4s.

In 1670, a parlor was ordered to be built "on the back-

side of the upper end of the Hall,'' and two "paire of

hatches made, folding with half ellipses, for the passage

out of screen into the great Hall."

The cost of building obliged the Company to raise

heavy loans, the interest of which amounted to over £100

a year; they also agreed to save £80 a year by reducing

the cost of their dinners by half, while, as a result of an

appeal to their members, nearly £1,000 was promised on

loan and £100 as a gift.

In 1670-1, one William Ludford, a plasterer, had orders

"to lay the seiling" of the parlor "according to the modle

proposed with all convenient speed that might be, and the

price thereof to be afterwards considered of." The wains-

coting of the parlor cost 8s. per yard. A little later, the

Master informed the Court of the cost of the wainscoting

the great Hall, and invited contributions ; he also proposed

that the joiner should have instructions to make an escut-

cheon over each panel, and then any member might put

his arms thereon on payment of 50s.

The tenements referred to have since been rebuilt, and

the Hall kt on a lease for commercial purposes, but it is

fortunately intact except that a small part of the panelling

has been cut away. It is simple and dignified in appear-

ance, but though attributed, like many buildings of the

time, to Sir Christopher Wren, there do not seem to he

substantial grounds for believing it to be the work of the

great architect, although it is quite possible that he may
liavc been referred to as to some points in its design.

There is nothing, on the other hand, which would make
it impossible to believe that it was his work, for the Livery
Hall and the exquisite little panelled parlor adjoining, with

its quaint ceiling, are both good and pleasing in design and
proportion. The staircase adjoining the parlor is a good
specimen of the detail of the period; and it is to be hoped
that, if it is impossible to restore Pewterers' Hall to its

original functions, the woodwork of the hall and parlor,

and the plasterwork of the latter, will form part of a new
structure.

The Company administers various charitable trusts,

amongst which Stow mentions nine different benefactions,

and it contributes liberally to the City and Guilds Institute,

and to other benevolent and useful objects. But since the

seventeenth century, in which pewter was very widely

used, its importance has declined, and, with it, the trade

influence of the Company, which, as has been pointed out,

was very great in former centuries.

What Becomes of all the Gold ?

(Continued from page 49.)

ancient Egypt, the gold work of ancient Egypt, though
executed nearly three thousand years ago, is of the high-

esit quality, and in many points of excellence it would be

impossible to surpass it by the most improved methods of

modern times; many beautiful specimens of the work of

the ancient Greek and Roman jewelers are preserved in

the Museums of Europe, and a large number of very in-

teresitiiig specimens ha\e been obtained from the tombs of

Etruria, some of the gold work displayed in the Etruscan

ornaments remained, until a recent period, a complete

puzzle to the jewelers of Europe. The methods by which
the curious granulation of surface was obtained, however,
were found to be known to certain gold workers in the

Abruzzi where the secret had been made known to the

modern artificers of Italy.

In the year 1915 the production of gold in the United

States, according to the mint reports, was about $101,000,-

000, in 1918 it was down to $68,000,000, and this year it

will be considerably less, probably between $55,000,000

and $60,000,000. Meanwhile, under the mania for free

spending, the consumption of gold in jewelry and other

manufactures is increasing. In the first ten months of the

year 1913, the sales of jewelers' bars by the United States

.\ssay office in New York aggregated $ 1,523,964 and for

the first ten months of 1919 they aggregated $48,568,698.

Including sales at other ofiices of the mint service and
the melting of coin, the consumption of gold in the arts

in this country this year will exceed the country's pro-

duction, and this is one of the chief gold-producing coun-

tries of the world.

—

The American Jeweler.

Varying Colors in Diamonds

Each of the five mines owned and worked by the great

De Beers company in the Kimberley district produces dia-

imond's with well-marked characteristics. The rich Kim-
berley mine yields a good percentage of white and many
yellow .stones. 'Dutoitspan mine is famed for its large

yellow diamonds. At Bultfontein small white and spotted

stones are common. From the Wesselton mines come
many beautiful deep orange colored diamonds, while the

De Beers mine shows a good percentage of tinted yellow

and brown stones. The Premier mine (Transvaal) yields

a large number of "off-colored" stones. The Cullinan

diamond was of exceptional purity. From the Jagersfon-

tein mine in the Orange Free State the famous bluish-

white stones are derived. The diamonds found in German
Southwest Africa are small and vellowish in color.
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^^L^ THE OMSTI^UWilKlT ©IT ^yALOYY^

4Sonorl
;L1AK as a ©ell

FIRST
In Phonograph
Improvements

To the Sonora belongs the distinction

of introducing many important devices

in the perfection of phonograph
mechanism and tone. Some of these

features are exclusive; many have

since been adopted by other phono-
graph makers.

-The Sonora Was-
FiTsl^lo make a cabinet model under

$200.00.

First—to use a lone modifier.

First—to employ an automatic stop.

First—to use "Bulge" cabinet xuork-

First—to have a motor meter.

First—to use a wooden tone chamber and

an all-n>ooden lone passage.

First—to utdize a feed screxe mechanism

for the revolving of the turntable

for the use of records.

First—to produce a 30 and 45-minute

motor power (which saves fre-

quent winding).

First—to demonstrate that a large business

can be done m phonographs on a

cash basis.

a satisfaction to sell an instrument
so consistently maintains its suprem-

Sonora
There is one phonograph which is chosen
when heard in critical comparison. It won
the highest award for tone quality at the

Panama-Pacific International Exposition. It

plays every disc record made. It is the
Sonora.

Nearly all Sonora models are now made
entirely in Canada.

It is

which
acy.

[5Pr

JEWELERS—Are you interested in handling
the Sonora Phonograph? The selling agents
to the Jewelry Trade throughout Canada are

The Goldsmiths' Stock Company, Limited

TORONTO

I. MONTAGNES & COMPANY
Wholesale Distributors

TORONTO
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Conducted by C M Pasmore

A Little More Pep, Please !

SOME jewelers, because they have

not been accustomed to receiv-

ing or using dealer helps to any large

extent in their ordinary run of jew-

elry business, are inclined to ignore

these aids to success in connection

with their phonograph departments.

The writer, discussing the matter re-

cently with a manufacturers agent,

was told that one of the travellers for

this agent had discovered in the "back

shop" of a certain jeweler, a huge

stack of blotters, folders, leaflets,

booklets, etc., which had been sent to

him for distribution among his cus-

tomers. There they stood, covered

with the dust of ages, representing

many dollars' worth of business-get-

ting material—going to waste !

It is difficult to imagine that this

man didn't want the business. What
is much more likely is that he con-

sidered the material not worth the

trouble of distribution. In other

words, he thought he knew better

than the manufacturer who had taken

all the trouble and gone to all the ex-

pense of having the material printed

and sent up to him.

He was dead wrong.

The manufacturers of phonographs
and records are not in business for

their health. They have, most of

them, been in the game long enough
to know how to spend money where
it will do the most good. The pub-

licity leaflets and other dealer helps

they publish have behind them the

scientifice knowledge of how to get

business, based on actual experience

—

the experience of old and successful

retailers.

The "back shop" is not the place for

these publications. The place for

them is in the hands of your jewelry

customers—the men and women who
are not yet phonograph customers,

but who will be if you keep after them
and if you use your dealer helps.

You can run the phonograph line

as a cheap proposition that will cheap-

en the whole prestige of your shop,

or you can so run it that it will seem
a fitting accompaniment to the rest

of the business. It will certainly pay
best to make this line a high-grade

proposition. But don't think you can

stock the goods and expect them to

sell just because you have them. To
develop a business in any line calls

for the use of a lot of effort, and the

continued bearing on that keeps peo-

])le reminded that you are the head-

(luarters for the line.

More Summer Business

DEALERS who have handled

nothing but high-class ma-
chines like the summer business. They
find it easy to bundle one into their

car, hike out into the country, and

combine business with pleasure by

leaving the phonograph at son.e farm

iiouse and carrying home ilie cash, or

a cheque, with them.

But there is more to summer busi-

ness than thi.^—there is the kml
which is pecul'arly that of the sr.m-

mer time, ;:iid which should be rushed

to the limit v.-hile the wc-'.ihc! is ripe

for campuig, boating, picn':kir,g and

the like. It is the business in port-

able phonographs.

Concerning this it may be said that

a Northern Ontario jeweler succeed-

ed in disposing of twenty-one port-

able machines in one month this year

^from the middle of Marcli t • the

middle of April. And this is barely a

start, as the real summer business

in this line will not be well on foot un-

til the middle of May.
You will probably find (as others

have done) if you go in for this i.ne

that some of your best prospects for

the portable phonograph are custom-

ers who have already purchased a

cabinet machine.

Under the meaning of "portable"'

may be included the table models of

the better class machines. These, at a

sacrifice of appearance in the house

and convenience in the camp or ca-

noe, can be made to fill the double

purpose of use in the home and for

outings. But they have disadvan-

tages, and have not been as easy to

sell of late years as formerly. The
real pacemaker in the sales column
for summer business is the machine
which is made with lightness and
portability as the first consideration

:

and the only limit in the numbers of

these sold this summer is likely to be

the ability of the makers to turn them

out in sufficient quantities. If you

are going in for these, be sudden.

* *
*

It's "Saving" Grace

WORRIED, we suppose, by the

unpromising labor situa-

tion throughout the world—or else

merely anxious to make money out of

a critical period of unrest while it

remains critical—^American novelists

with a leaning toward economics have

recently been ranting at the American

working-man because, during his war

and post-war period of prosperity, he

made and is making no effort to save

money. As these eminent analysts

see it, he prefers to fling his money

away on unaccustomed luxuries which

do him no good, increase his dissati.s-

faction with things in general, and

leave him in the same position finan-

cially as when he was working longer

hours for less pay.

Well and good. But when the

writers "get down to cases" and in-

clude phonographs along with silk

stockings (which wear out) and pate

de foie gras (which gets eaten up)

and a lot of other things of that sort

—when they do that, the phonograph

dealer has just cause of complaint.

For the phonograph does not wear

out or get eaten up. Furthermore,

the sort of enjoyment it gives in re-

turn for its cost is not to be compared

with luxuries of clothing or food.

Lastly, and of greatest importance, is

the fact that the phonograph may
easily save its own cost and much
more, by providing entertainment for

the occupation of leisure moments
which otherwise might be spent in. the

enjoyment of other more cositly and

less beneficial forms of entertain-

ment.

There is a lot of money being

spent wastefully by both leisured and

laboring classes, but this does not in-

clude what is being spent on phono-

graphs—nor, for that matter, does it

include what is spent on jewelry.

Cognizance must be taken of the dif-

ference between luxuries which con-

stitute a permanent investment and

those which are purely of the mo-
ment : the latter may be waste, but the

former certainly are not.
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The Demand To-Day Is Insistent

Upon Quality and Reputation

Gerhard Heintzman Phonographs
backed by a reputation for absolute quality, offer the dealer

the logical means of satisfying the present-day demands of

discrimmatmg purchasers.

The comprehensiveness of the Gerhard Heintzman line is

entirely adequate to meet any and all requirements as to style,

tone and design, and the unvarying quality w^hich is character-

istic of all Gerhard Heintzman's instruments assures the dealer

a profitable, increasing business among those who appreciate true

worth m musical instruments.

GERHARD HEINTZMAN, LIMITED
Sherbourne Street ..... TORONTO



THE TRADER 59

Forced to Take the Money
SOME men are born wealthy,

some achieve wealth, but R. J.

Rodger, jeweler, of Kingston,

claims that a large portion of his pres-

ent income was literally thrust upon

him.

In the early fall of 1917 Mr. Rod-

ger was not wasting much thought on

the subject of phonographs. He had

MR. R. J. RODGER.

had them drawn to his attention, of

course, but he was skeptical— and

right here permit the writer to remark

that if this is beginning to sound like

a patent medicine '"reader" or an "un-

solicited testimonial" he can't help it.

an unusually deep-seated regard for

the truth compelling him to relate the

facts as they are, regardless of how
they sound.

In any event, Mr. Rodger was skep-

tical. He did not consider that phono-

graphs were a requisite constituent of

a normal jewelry stock any more than

tinned sardines or face powder. And
as he had no intention of starting out

to run a department store, he refused

to consider phonographs.

However, the Canadian agents of a

certain well-known make of machine

had other ideas on the matter. Other

lines of approach being void of result.

tliey invited Mr. Rodger to take a trip

to Toronto, at their expense, without

thereby incurring for himself anv ob-

ligation to buy. It .so happened that

he was already considering a visit to

the city on other business, an<l there

seemed to be no reason why this

should be cancelled because someone

had been kind enough to offer to pay

his expenses—quite on the contrary,

in fact. So he came to Toronto, and

he called on the phonograph agents,

and when they had finished with him

he departed with the uncomfortable

feeling that he had purchased $1,000

worth of phonographs which he didn't

want for his own use and wouldn't be

able to sell. He had pathetic pictures

of hi'mself seated alone in a sound-

proof room at his home, entirely sur-

rounded by phonographs, evening af-

ter evening, reeling off relays of re-

cords in a desperate effort to get his

money's worth out of the deal.

It was in October, 1917, that Mr.

Rodger sitarted into the phonograph

business. He now has a separate de-

partment for phonographs and pianos,

and the musical end of the Kingston

jeweler's shop is going strong. Mr.

B. D. Snyder has complete charge of

the department, and his methods are

peculiarly his own. He started life

on a farm, but, judging from appear-

ances, his principal activity in ihe

realm of agriculture must have con-

sisted of getting acquainted with the

entire farming population O'f the com-

munity surrounding Kingston. In an)-

event, he knows them all, most of

them by their pet names, and when he

strolls through Kingston market on

its busy morning this is a sample of

what happens

:

"Howdy, Alf—what's doing?" It is

Air. Sn_\ der speaking.

.\lf beams, and replies in kind, add-

ing the information that he's working

for the Browns now— Bill Brown, up

by the schoolhouse. There follows an

exchange of the latest gossip of the

countryside, and then gently but in-

evitabFy Mr. Snyder leads the discus-

sion around to phonographs. If he

has any luck, sooner or later "Alf" is

bound to volunteer the information

that "Misses Brown was saying the

other day that she thought of getting

a machine if Bill would stand for it,"

which is just what Mr. Snyder has

been waiting to hear. Then he strolls

on to meet other cronies of the soil

and learn of other "prospects."

A few days later, quite unaccount-

ably to anyone hut "Alf," Mr. Snyder

drives up to the Brown home, bring-

ing a well-swathed machine in the

rear seat of his car. With the en-

thusiastic consent of the feminine por-

tion of the Brown family, the phono-

graph is brought into the house for a

demonstration, which is the beginning

of the end for "Bill's" opposition—if,

indeed, he has ever attempted to

make any.

This is a great business for the

summer time, and on the two or three

days a week on which such trips are

made the car is frequently at it from

half-past seven in the morning until

eleven o'clock at night. Hard work?

Yes, but also interesting, healthy, and

profitable work^

One thing on which Mr. Rodger

lays stress is that he sells for cash

when possible, and never accepts less

than $100 initial payment. "I could

do more business if I were willing to

{Coniiiiitcd on pogc 61.)

This is one department of the shop of a jeweler who considers the jewelry busi-
ness to be the very highest trade there is, and that consequently it nnay Include
anything which measures up to its own standard. Mr. Rodger views pianos and
''honooranhs as coming under this category, and handles them in a manner worthy
their merits.
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BRILLIANTONE
STEEL NEEDLES

The best in the world. A sure money-

maker and a guaranteed repeater.

Prices as follows :^

—

In 50 package lots .09^ cents per package

" 100 " " .09
•' 250 " " .osy-
" 500 " " .08

(i

<<

Get the best and have a business builder.

Four tones—Light—Medium—Full—and

Extra Loud. Please specify tones when

ordering.

If you have not received my latest catalogue

of Phonograph Supplies, write for it to-day.

H. A. Bemister
10 Victoria Street

MONTREAL - QUE.

"ELECTRO"SILVER
POLISH

Has No Equal

For

Cleaning

Silverware

Used by
All Leading

Jewelers

Quality and
Quantity

This is obtainable
tiirough tir.; usual
vviiolesale cliaiinels, and
is profitable for you to
handle.

FRENCH IVORY BRUSHES
Are Made in Canada

The present high rate of exchange is deep-
ening the appreciation of Trade and Public
for superior goods manufactured in Canada.
The largest jewelers in Canada are selling

Keystone French Ivory to their high-class
clientele in preference to all other brands.
Why? Because of its beauty and utility

—

because every piece is guaranteed. All Key-
stone brushes are formed from solid blocks,
brilliant in finish, unbreakable, and proof
against discoloration.

Keystone Ivory Brushes are famous for
their stiff, glossy, white, Russian bristles,
varying In length so as to penetrate to the
scalp.

At the present rate of booking, the supply
of Ivory is apt to fall far short of the de-
mand. Orders received now will assuredly be
filled.

MADE l*«^,C

STEVENS, HEPNER CO.
Limited

PORT ELGIN, ONTARIO

Whether you are in Mi.ssouri or not and want to carry
out the purpose for which you are in business to-day,
the world insists on being shown.

The Watch Demonstrator highly
magnifies troubles in watches,
and is made to show them, this
eliminates arguments in ex-
plaining the work and logically
impels a prospect to pay for the
necessary repairs. It is also
used for selling better watches,
and is built with a safety pivot
.straightener which takes but
one minute to perform a $3.00
job. The cleverest equipment
to make money to satisfy cus-
tomers, and to get rid of
troubles in the watch repair
t rade.

Watchmakers Document, Inc.
North Platte,

Neb.

IMPORTANT NOTICE
The Montreal Envelope Co., Limited, have invented
a new envelope for those Jewelers who consider it

advisable to have a receipt for repairs. Only one
dispute with a customer in this respect is liable to be
a costly and unpleasant matter. This is saved by the
envelope in question, . which is simple and supplies a

want long felt by the trade.

The Montreal Envelope Co., Limited, are informed by
leading Jewelers that they should be supplying every
Jewelry firm in the country when once their envelope
becomes known and its utility tried. A post card from
you will bring you a sample. Write to-day.

MONTREAL ENVELOPE CO. Limited
4 St. Antoine St. MONTREAL
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What Selling Terms Must
Dealer Give the Customer?

"It's my experience that phono-

graphs should be paid for within six

months. After that the customer is

liable to lose interest in his machine,

especially if he has been working it

too hard, and collection of the re-

mainder of the account is sometimes

difficult."

The speaker was an expert accoun-

tant who had had considerable to do

with the retail jewelry business, and

the above is his recently expressed

opinion as to the question of selling

terms.

Quite the opposite of this is the

opinion of an Ontario jeweler, who
has quite an extensive phonograph

traide, speaking to The Trader re-

cently.

'I give the usual easy terms," he

stated, "andi find no difficulty what-

ever in making collections. I may yet,

of course, run across a few unpleasant

experiences of this sort, but in the

long run I think it pays me. For one

thing, the customer usually develops

the habit of coming to the store once

a month, and it is not often difficult

to sell him a few dollars' worth of re-

cords. As for losing interest in the

machine, I have a better opportunity

to keep him interestetl in it while he

is coming regularly to the shop than

when he is no longer under this neces-

sity. And people do not easily tire of

a good phonograph and good records.

"Of course it requires more capital

to do business on this principle—but

I sell more machines."

So there you have it

!

Of course the whole question de-

pends upon the machine, the dealer,

and the reliability of the "market."

It is of interest, however, to note the

more rigoroys terms recently adopted

by the dealers of St. Louis. They are

now doing business on the following

scale

:

Machines up to

—

$ 35—$ 5 down and $ 4 a month.

75— 10 down and 6 a month.

100— 12 down and 7 a month.

125— 15 down and 8 a month.

150— 20 down and 10 a month.

175— 25 down and 12 a month.

200— 30 down and 14 a month.

225— 35 down and 15 a month.

250— 40 down and 16 a month.

300— 50 down and 18 a month.

350— 50 down and 18 a month.

400— 75 down and 25 a month.

Forced to Take the Money

( Continued from page 59)

take less," he explains, "but I'm doing

better business this way and am run-

ning no risks."

Another point—this time with re-

ference to sales of the kind described

in the case of the( imaginary

"Browns"—^is that he never leaves a

machine in a home "on approval" or

"on trial" or on any basis at all other

than actual sale. Sometimes the pros-

pects ask that this be done, but invar-

ialbly the salesman tells them that

there are one or two other people to

whom he wishes to show the machine

on this trip—which is the simple

truth. There are always several pros-

pects on a run througli the country,

and if one fails to purchase immedi-

ately it would be poor business to re-

turn to the city without having tried

the others and demonstrated the ma-

chine to them

It must not be thought that Mr.

Rodger neglects his city trade. That

is pushed to the limit—^by personal

.'ipproach. by advertising, and by the

.attractions of the phonograph depart-

ment itself. Of the total business a

surprisingly large proportion is for

cash. In one month alone—a winter

month—Mr. Rodger sold five ma-

chines for cash—and the cheapest he

carries sells for $170.

As regards the profits made from

this line it need only be said that

phonographs have paid Mr. Snyder's

salary, the running expensies of the

car, interest on investment, and a pro-

fit equal to rent and taxes on the en-

tire business (including jewelry),

which is a particularly heavy item in

the case of a business such as that of

Mr. Rodger.

At that, his phonograph department

may still be said to be in its infancy

;

but it is a large and healthy youngster,

giving promise of a great future.

And, as Mr. Rodger himself admits, it

was forced upon him.

If you cannot afford to use special

phonograph space in your advertising,

alternate the phonograph line with

other lines, but avoid mixing up jew-

elry, watches, fountain pens, phono-

graphs and a lot of other things all

in one advertisemest which may have

the effect of making your store appear

a cheap kind of variety place.

No Phonograph Monopoly
.\o very great time ago, it would

^eem to the casual observer that there

was but one source from which to

obtain phonographs and disc records

to play on them, and as a matter of

fact, the production of phonographs
and records was monopolized by the

then three existing companies. To-
day, however, numerous manufactur-
ers, some of them with millions of

capital and efficient organizations, are

engaged in the manufacture of talk-

ing mchines. Similarly, but to a

much less extent, the production of

records is in the hands of a much
larger number of concerns.

The entry of additional manufac-
turers in the field has made it possible

for a much larger number of mer-

chants to engage in the retail dis-

tribution of talking machines and re-

cords. Times past, while many aspir-

ed to engage in this line of business,

they were often disappointed to find

upon investigation that the then few

manufacturers in the field had suffi-

cient dealers in their respective local-

ities or laid down restrictions that

made the undertaking a difficult one.

The eventual entering into the field

of a large number of new manufac-
turers has created the opening for

thousands of new retail dealers. As
in all lines of business, however, many
of the early attempts by the new
manufacturers were unfortunately not

up to high standard and many medi-
ocre and actually worthless instru-

ments were put on the market. But
gradually conditions have changed
again. Some manufacturers went out

of business; others improved their

product and flourished. Still others,

coming into being with almost, per-

fect machines (as we count perfec-

oitn), and with plenty of money back-

ing, have made good from the start.

Hence we have, at least, a sufficiently

wide variety to suit all tastes and to

provide a line for every new dealer

where business justifies further com-
petition.

There was a time a few years ago
when a jeweler or anyone else asked

to take on phonographs as a side line

might have said, "There's good agency
in town already," or "There's already

an agency in this block," but that ex-

cuse would not mean anything to-day.

The phonograph is no longer an arti-

cle which is supplied to a community
through one dealer. Anyone can take

on phonographs just as anyone can

take on fountain pens or pocket knives

or stationery or candy. The maker-"

of phonographs are numberless and

the country is full of different makes

of good machines.
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A Diamond Exchange that Grew
/)V Al^cinccn Haudclsblad.

THIRTY years ago and earlier Amsterdam dia-

mond merchants used to gather daily in the Cafe
Rembrandt, on the Rembrandt Square, for the

purposes of their trade. The daily gatherings developed

into an irregular diamond exchange, which had no organi-

zation and no rules. There was no control over the-

visitors, and it was easy for men of shady characters to

mix with the merchants. The honest dealers were thus

placed at a disadvantage, as the whole exchange soon

came to be judged by the actions of its worst element;..

The latter brought the exchange into such disrepute that

the owner of Cafe Rembrandt refused to permit the

dealers to held their meetings any longer in his estab-

lishment.

A number of bona Me merchants who considered the

refusal an unwarranted slur upon their calling organized

a regular diamond exchange under the title of Reurs voor

den Diamanthandcl, with S. D. Hamburger for president.

The new body, organized in December, 1889, held its

meetings at the Geelvinck. The membership soon grew

to about three hundred, -the quarters were found insuffi-

cient, and on April 30, 1890, the corporation rented the

Casino Building, on the Waterloo Square, which remained

the home of the organization until May, 1911.

Only one large hall in the building was rented at first

;

then the whole building, and finally an adjoining building

also. But the membership has grown to more than 1,000.

and larger quarters had to be found. On Decemiber 31.

1906, ,a »ew board of directors was chosen, and the or-

ganization voted to erect a building of its own. The

board at (first sought to purchase froin the Government

the old arsenal at Waterloo Square, and the Ministers of

War and Finances gave their consent and submitted to

Parliament a draft of a bill authorizing the sale, but the

Chainber rejected the bill, and thus saved the historical

building for the city. The directors then acquired a num-

ber of building lots on the VVeesperplein and the Achter-

gracht, where a magnificent building was erected for the

Diamond Exchange. The corner-stone was laid on De-

cember 12, 1910, by the burgomaster of Amsterdam; the

large hall in the building was occupied for the first time

on May I, 1911, when the lease of the Casino had expired,

and the new exchange was officially opened by Minister

Talma on September 18, 1911. The building of the new

palatial home for the exchange was made possible largely

by the assistance of the Incasso Bank, which assumed cer-

tain financial obligations on the condition that it should

have the right to open a branch office in the building. For

the accommodation of the diamond merchants a branch

post office is maintained in the building. As Sunday

trading in diamonds is quite extensive, the post office is

kept open Sundays from 10 in tlic morning till 2 in the

afternoon.

The safety vaults of the exchange are the largest in

the city. They contain about 1,100 deposit boxes, whieh

are all rented. The vaults are not only the largest but

also the most frequented, as a diamond merchant, in the

nature of things, finds a safety deposit box indispensable.

The building contains a directors' office, a telephone

room, a restaurant with a billiard room, several assembly

halls, and 115 offices, which arc rented to diamond mer-

chants. The building originally contained only 80 offices,

but in 1919 an annex was built with rooms for 35 addi-

tional officer. Those who rent these offices have the ad-

vantage that they do not have to carry their diamonds
across the street, but can simply take them from the safe

directly to the post office in the building.

The arbitration committee for the settlement of trade

disputes and controversies is an important organ of the

exchange. Any member or visitor may avail himself of

its services, and whenever either party to the dispute in-

vokes the aid of the arbitration committee both parties

are bound by its decisions, subject to an appeal to the

I)oard of directors, (^wing to the intervention of the ar-

i)itration committee, trade disputes do but very rarely, if

ever, find their way into the court room. The prese;nt

members of the arbitration committee are: Louis van

.\als,.N. Boekdrukker, M. G. Beever. J. A. Kaas, jur., and

\. -Soe]). .\ttorney J. R. Hillesum, the general superin-

tctident of the building, attends the meetings of the com-
mittee as legal adviser.

Strict rules and regidations concerning membership
have been adopted to keep undesirable elements out of the

exchange. The members are divided into two classes, one
of which includes merchants and the other brokers and
commission men. To be admitted as a merchant member
the candidate must have pursued the trade at least one

year ; a broker three years. .\t the present time the Dia-

mand Exchange has a'bout 1,500 members. Foreign mer-

chants and brokers may be admitted as visitors when in-

troduced by a member who is responsible for their ac-

tions. Foreigners visiting the exchange regularly may be

admitted as foreign members. Sons and apprentices of

members, young men 17 to 20 years of age, learning the

trade under the tutelage of their fathers or guardians, are

recognized as apprentices.

The rules designed to prevent sharp practices in the

trade are particularly severe. This is a matter of neces-

sity, as the diamond trade depends on confidence—it is

not a trade by the sample; whole parcels are intrusted to

brokers in the so-called letter parcels (partijbriefjes). In

the history of the Diamond Exchange 'breaches of trust

have been very rare. It must be remembered that the of-

fender forfeits his membership and cannot pursue the

trade any longer, as all parties interested in the diamond
trade, from the largest to the smallest firm, are members
of the exchange, including all members of the Jewelers'

Association of Amsterdam and also many members of

the Association of the Independent Diamond Workers.

Only adults of good character may be admitted to mem-
bership after investigation and a favorable vote.

Before the war Antwerp had the second largest dia-

mond exchange in the world, and the trade in cut dia-

monds was even larger in Antwerp than in Amsterdam

;

but the war brought the diamond merchants of Antwerp
to the latter city and thus made Amsterdam the greatest

diamond market in the world. The visitors to the local

exchange have become so numerous of late that the great

assembly hall may soon be too small for the crowds.

Until the war close ties of frienship 'bound the four

great diamond exchanges of Europe—the Beurs voor den

Diamanthandcl of Amsterdam, the Diamantclub and the

Beurs voor Diamanthandcl of Antwerp, and the Syndicat

professionel des negociants en perles et pierres pre-

cieusc^ of Paris. The members of any of these four ex-

chnngcs were admitted to all the o^hers. These interna-

(Coiitiniicd nn pof^c 63.)
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Sheffield's Silverware Industry
Hy M'ilhur J. Page, United States Trade Commissiuiier.

SHP^FFIED'S association with the manufacture oi

solid silverware dates back many centuries, but it

was not until 1742, when the method of plating

copper with silver was discovered by Thomas Bolsover,

that the foundation for the manufacture of what to-day

is known as old Sheffield plate was laid.

Prior to that time the purchase of solid silverware

had been confined to the very wealthy, and the Sheffield

silversmiths had been in constant competition with the

silversmiths of Birmingham and London. The production,

however, of the cheaper, so-called old Sheffield plate so

increased the markets for the products of the Sheffield

silversmiths that Sheffield soon became the leading centre

for the production of silverware and plated ware in Great

Britain, a position which it still holds. In 1840 the dis-

covery of the electroplate prosess and its subsequent im-

provement sounded the death knell of the old Sheffield

plate, with the result that by 1850 the manufacture of old

Sheffield plate had practically ceased.

At the present time the silver used for manufacturing

purposes in Sheffield is generally supplied to the manu-
facturers in sheets or bars of the required thickness. The
bulk of the articles have to be stamped from these sheets

into various shapes and then mounted with the requisite

edges, handles, feet, spouts, etc. For this mounting work
silver is used for the soldering. This operation requires

a skilful workman, as do most of the operations in the

silverware trade, which is one of the few trades which

still retain and require exceptional handicraft. The stamp-

ing and mounting roughly comprise the first steps of the

manufacturing of silver goods. Following this step the

goods go to the assay office for marking, and on their re-

turn are ifinished by filing, buffing and polishing. So far

Sheffield silverware has maintained a strong hold on

British domestic markets, but because of the Sheffield

makers' practice of working on wholesale lines only and

placing their goods on the market through retail estab-

lishments, Sheffield itself loses credit for many of the

silver products sold in Great Britain.

The export trade built up by the Sheffield manufactur-

ers amounts to a considerable figure, but their best ef-

forts have been retarded by many difficulties. Chief

among these have been import duties imposed by different

foreign countries and hall-marking regulations current on

the Continent. Another difficulty has been the variation

in standards of silver operative in different countries. In

France and Austria, for instance, before the war the

standards differed considerably from the British standard,

and all silver goods entering these countries or crossing

their frontiers had to be tested and stamped by the assay

offices of these respective countries before they could he

sold.

Shortly after the outbreak of the war in 1914, the

Sheffield silver manufacturers found themselves very hard

hit. In the first place their most skilful men were able to

secure work in munition factories at much higher wages,

and as the silverware trade was not considered an es-

sential trade, many of the younger men joined some

branch of the service. In this way several thousand

skilled operatives became widely scattered. lAs the war

progressed the trade was practically closed down, although

some of its members kept their plants partly occupied by

changing their output to cutlery of various sorts required

bv the armv and the navy.

With the armistice orders began to come in to the

Sheffield silver manufacturers from their old customers.

The manufacturers did their very best to reassemble their

skilled operatives and to some extent they have been suc-

cessful, but at this time, sixteen months after the armistice,

there is not one out of the eighty-odd silver manufac-
turers who has more than 75 per cent, of his pre-war
number of skilled workers. One very large concern, with

several plants, has only about half of its pre-war quota,

although it has orders enough on its books to guarantee
capacity production for the next two years. Shortage of

skilled labor is undoubtedly the most serious obstacle that

the Shefi'.eld manufacturers have to face to-day, and it

can readily be realized what this means when it is re-

called that in normal times as many as 5,000 men and
(juite as many women were engaged in the silver and
plate trades of Sheffield alone.

As in other industries, wages in the silverware trade

have ir:creased considerably. Further, whenever new
machinery has been introduced into plants, the unions re-

quire that these machines must be operated by the same
skilled worker who formerly either did the jo'b by hand
or on a inferior machine, and that the worker must be

given the full benefit of the increased production gained

by the introduction of new machinery. The unions fur-

thermore strictly define the number of women that may
he employed and require that both girls and women shall

receive the same wages as the men for the same class of

work.

There is a great similarity between the wages of the

cutlery trade and the wages of the silverware trade owing
to the fact that many silverware and plate firms manu-
facture also certain lines of table cutlery. Piecework in

these trades predominates, and since 1913 the scale of

rates has increased roughly 80 per cent. However, this

does not really represent the increase in many cases, as,

through greater specialization and standardization, the

earnings of many of the workers run from 150 to 175 per

cent, of their wages in 1915.

A Diamond Exchange that Grew
{Continued from page 62.)

tional ties have been broken by the war. but it is expected

that tney will soon be renewed.

Several groups of members of the exchange have

formed separate organizations, such as the Association of

Diamond Merchants, and two associations of brokers and

commission men, one of those dealing in rough diamonds
and another of those dealing in cut stones. These asso-

ciations are separate and distinct from the parent body,

the Diamond Exchange, with which they maintain friend-

ly relations, however.

In thirty years the organization has grown from a

small group of dealers to the largest association of dia-

mond merchants in the world. As the war prevented a

celebration of the silver jubilee of the exchange in 1914

the directors have decided to celebrate the thirtieth an-

niversary of the organization of the exchange by the pub-

lication of a memorial which is to contain a history of the

corporation and literary contributions by a number of

local and foreign members and friends.
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ELBICO

''Quality Watches'' are the

only ones that should find

place in a Jewelry Store.

The ones we enumerate here

are such, having proved their

worth after a great many
years of successful trial.

The "Mars" is made only

in small Bracelet Watch
sizes, 15 jeweled, 8K, 9^
and 101/2 Ligne.

"Elbico" in OS. 12S,
and 18 size Standard

The
16S

grades.

The "Civitas" in I2S and
16 size, 15 jeweled, moder-
ate price, fitting all Ameri-
can Cases.

The **// amill n" and
"IVallham" are Standard
American Watches.

Our "Travellers' shoTv them;
and in case ihey do not call,

rvrite us, and n>e will look after
i;ou.

Besides "Watches," we
carry a general line of

American and Canadian

gold and gold - filled

Jewelry in splendid

variety.

Watch Materials

Tools and Clocks

Diamonds

Loose and Mounted

The Levy Bros. Co., Limited
HAMILTON, ONTARIO

MAFi«
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I7OR some time we have been
accumulating a stock of

Diamonds which we are now
mounting in the newest de-

signs of

BAR #'!

IfeROOCHES
PENDANTS
RINGS, Etcj

Our Travellers are showing
these goods and it will pay you
to. see their lines.

We specialize in Diamonds
Mounted

H
^ .^. <$ Limited
TORONTO

1^
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Jz^^^^^^^^^i

nrn'
H

and
H H

H

H

H

T( 'iinil^ir^n (^^c

made with painstaking care in our

own factory and stamped with the

TRADE MARK OF QUALITY
TKADE MAftK

GOODS THAT ENDURE

O -i Limited
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She insists upon having
Rogers ^^Very Besf^

The woman w lio knows \\ liat she wants—and insists upon having

it— is your best customer. You can sell her quickly and please

her fully—pro\ ided you have \\ hat she w ants.

To this class of purchasers, we are making a direct appeal—urginj^

that they insist upon having the best grade of Rogers si]\ crplate,

kno\\n everywhere by the trade mark i847 ROGERS BROS., You
will hnd it permanently profitable to cultivate the patronage of

those who know this brand of tine silverplate.

1847 ROGERS BROS.
SILVERV^ARE
Tho. Family Plate for Seventy Years

MERIDEN BRITANNIA COMPANY. Limited, HAMILTON, CANADA

V
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% DEPARTMENT ofSTOREKEEPING
«» E^^:^

What the Prophets Say

THE changing vogue in women's dress is likely to

have considerable effect in the renrodel'ling of

jewelry styles, according to those whO' keep an

eye alert for the "shadows" which, in the .words of the

oM proverb, are cast by "coming events."

Some more or less revolutionary changes are fore-

casted by the fine jewelry expert of a large Canadian firm

of jewelry manufacturers and importers, one of which is

the temporary eclipse of the bracelet watch and a return

to the sautoir style.

"If sleeves are going to continue short, for a year or

more, and if armlets are going to be worn to any extemt

—

which seems to be beyond question—I fail to see how the

wristlet watch can retain its vogue,'' is the way this man
figures it out. "Take it any way you like, make it as

ornamental as you can, there is no getting away from the

fact that a wrist watch does not look attractive on an

otherwise bare arm. And if bracelets or armlets are worn
it is even worse." From this he considers it probable that

the bracelet watch will remain more or less under a cloud

from the time when short sleeves reach the height of their

vogue until long sleeves come in again.

In the meantime, bangles, bracelets, armlets and the

like are expected to have a healthy run. As yet the forms

in which these are reported' in New York are compara-

tivly simple, excepting those produced as special orders

and the comparatively few imported from Paris for the

leaders of the mode on this side of the water. Indications

from Paris, however, are that these will become steadily

more elaborate and more costly, being richly encrusted

with gems and magnificently chased.

Colored stones are gaining great popularity, and one

which the bracelet will help along to no inconsiderable

extent. This includes both transparent and opaque.

Bright colors, of course, are running through everything

in the line of d'ress ; and even asiide from the comparative

scarcity of diaiionds. which alone would be bound to have

some effect, there is a tendency to regard colored stones

more highly in their own right. The use of armlets in

sets of from two to a dozen may assist in this, and may
help to further the vogue for jewel sets.

There latter really permit of considerably more latitude

than might be considered. The use of colored stones

brings into the field man\ gems which are comparatively

low in price, and which, for that reason, have not been

popular in individual pieces, despite their great beauty.

Sets of these, however, make their use permissible and in

good taste, and some splendid efifects are being achieved

at a price not beyond the purses of those of moderate

means.

Such sets mav be harmonized in either of two wavs

:

they iniay be made for certain costumes—which necessi-

tates the possession of more than one set ; or they may
be designed or chosen with an eye to the complexion,
physique, or character of the wearer, and suited to use

with any costume which also fulfils these requirements

—

which leaves one set permissible.

* * *

Constantly increasing emphasis is being laid on pearls.

These will be more than ever sought after during the

coming season, judging from the trend of metropolitan
fashion. This, of course, applies to artificial as well as to

real pearls. But from the fact that practically no more
large pearls are being found, and because of the prices

good specimens are bringing, their use in the future will

not be confined so much to necklets as at present. It is

anticipated, in fact, that they wiill be commonly used for

all jeweled pieces, so that when an entire string is not

obtainable, or cannot be afforded, a few or even a single

pearl may be worn.

The vogue for invisible settings and single gems which
is beginning anew in the realto of rings—not that it ever
entirely went "out"—will be of some assistance in popu-
larizing the ring set with a single pearl. It goes without
saying, however, that in such a use the pearl must be a

good one.

In keeping with the trend of fashion, a new and attrac-

tive use for pearls is in expansion bracelets, each link

bearing a row of three or more set at right angles to the
line of the braceleit.

For the present, however, their use is chiefly in strings

for the neck, and in this form they are constantly growing
in favor. The development of other uses will be in the
nature of additions to their repertoire rather than as a

substitute for necklets.

It is entirely unlikely that the ban placed by Paris on
fine platinum work, such as in rings, will be of long dura-
tion. In fact it is problematical whether it will ever be
felt to any great extent in this country. Xew styles intro-

duced, if they have beauty to recommend them, may be
expected to last for considerable ])eriods ; but fads which
merely serve to oust existing and really beautiful styles

can never be of long duration. Beauty is cumulative, and
o"ce a'^hieved will always return. Some exquisite effects

have been produced in pierced platinum, and it is incon-
ceivable that this form of workmanship will vanish for

long. It may return in somewhat altered style, but un-
questionably the basic principle will return; and so far

as this continent is concerned the sityle imay change, or
merely widen its scope, without any interval of decreased
demand for rings of this sort.
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What's New in Jewelry?

While the styles for this spring and summer will be

quite different from those of last year, judging from
the jewelry on display at the Bush Terminal

Sales Rooms, New York, it is still to he. noticed

that the bead necklace is a good seller, having re-

tained its vogue to an extent not expected when
it started out on its burst of popularity last sea-

son. Jade is the leading color for these orna-

ments this spring, replacing the "Victory Red"
of last year. The vogue is not by any means
confined to one color, however; indeed the color

combinations savor of the Orient-—-have a touch

of the barbaric in them.

One manufacturer displays a wonderful lot

of these necklaces in both the round and odd

shaped heads. Complete sets consisting of beads,

bar pins, and bracelets, in which the same design

appears in all three, are also being shown. Some
of the necklaces are beads and links, while others

are made entirely of the beads. Metal ornaments

in round' or oblong shapes of filigree work when
comibined with beads make pretty numbers.

Another shows elaborate bead necklaces. The
beads are larger than the average and are set

with tiny stones thus giving them the effect of

balls of brilliancy. These small stones are pearls,

emeralds, garnets and sapphires. These neck-

laces are in special demand for evening wear as

the small stones glitter brightly in the artificial

light.

Another manufacturer has some odd shaped enamelled

pins that are new this spring. Some of them have quaint

little scenes painted on them. The colorings are in pastel.

They are also .showing silver vanities.

Again bracelets are

coming into their own.

The short French

sleeves are respon-

sible for this—and

one bracelet will

never be sufficient for

milady who desires

to keep up with the

fashion. I n s t e a d

there can be as many
as four on each arm.

One firm specializes

on the flexible brace-

lets. These are made
up in sterling silver

and set with French

crystals. A tiny chain

serves as a safety

guard. Fishson crys-

tal are combined with

other stones in some

of the bracelets. Em-
eralds look well with

these crystals, as do

also onyx and sapph-

ires. The complete

set consisting of ear-

rings, bar pin, brace-

let, ring and silver

buckles is something

new and popular on

the market. Rings

are almost gaudy with
. , . ^ ^

.„. ?. ^
. Oriental necklace of plain and carved

brilliants this spring, ivory beads. New and very "smart."

Large onyx centres with surrounding clusters of crystals

have proven popular with buyers. French pearls make
attractive settings for rings, too.

Ear-rings will not be worn so much this spring. Of
course there will be

some, but manufac-

turers state that

there must be a

change in the style

of coiffure before

much interest will

be taken in ear-

rings. Those that

are being shown are

mostly long Egyp-
tian styles some of

which seem almost

like weights, because

a large French pearl

or fancy jade ball

hangs on a slender

sterling chain. This

is .so that one may
follow the fashion

in hair dress and
still not conceal

one's ear-rings.

.Another firm spe-

cializes in bar bins.

Most attractive ones

have been made up
in platinoid and set with rhinestones. They contain much
filigree work. Mesh bags in silver and gold—often times

combinations of green and old gold, constitute the best

sellers. The mesh is soft and fine and tassels add to these

long narrow bags.

The elaborate hair dresses call for handsome combs.

A fine line of samples shown is of celluloid and set with

brilliants or colored stones. The high Spanish combs
are much in vogue, and this company makes very good
looking ones. A new item on the market this spring, is

the jeweled tuck comb. It is quite small, hardly exceeding

the size of a large hair pin, and is used to hold in stray

locks.

Necklace of jade and antique gold.

Unfair Competition

The Federal Trade Commission has held that the fol-

lowing practices constitute unfair competition:

1.—Advertising special sales of articles so as to con-

vey to the public the impression of an unusual or advan-

tageous offer for a limited period when in fact the prices

during such sales are no different than those at other

times.

2.—'Falsely representing that articles have been pur-

chased in large quantities in order to sell them at less than

regular price.

3.—Fraudulently representing or conveying to the pub-

lic the impression that the advertised price of the article

is less than the regular price.

4_—Making false and injurious statements to prospec-

tive cutomers concerning the material of which competi-

tive articles are constructed or the cost of production of

the same.

5.—Attempting to interest prospective purchasers by

conveying a false impression of expert and impartial ad-

vice on the best make of an article when in fact the adver-

tiser is interested directlv in selling a special make.
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Time for Another Hand Bag Trim
B\ Ernest .1. Dciich.

THE handbag Milady received' as a Christmas pres-

ent is probably now beginning to look a trifle

shabby. Besides it does not match the new sum-

mer gown that she is wearing. A window display or two
at this time of the year will remind her of these two

things. A bunch of suggesitions, gathered in Canada, the

United States and England, are given below :

The Lewis Company, Denver, Colorado, scattered in

their window upwards of seventy-five fancy handbags of

different colors and designs. Some of the bags were

shown closed, others open ; but system was employed to

such an extent that both the sides and the opening of each

styk of bag were exhibited side by side, thereby giving the

spectator every view desired. Erected in the background

were nedestals, draped with rich colors in velvets and

satins, and hanging thereon were some of the most gor-

geous of the handbags. This, of course, was d'one in

order to reveal what kind of an appearance the bag would

make hanging to Milady's belt, or dangling against the

skirt while being held in her hand.

Alm/s, Montreal, left their parquet floor bare save

for a drape of grey silk in the middle, with additional

drapes of blue and green silks travelling to the handbag

display pedestals that were tastefully arranged in the

trim. In the middle of the drapes, as they parted to the

left or to the right, were seasonable floral decorations. At

the side of the trim appeared a mahogany dressing table,

with an elaborated brocaded handbag and a pair of opera

glasses laid over the same.

CHINESE "atmosphere."

Vantines, New York, furnished "atmosphere" for their

brocaded bag trim on an elaborate scale. The window
was carpeted with a rich Chinese rug at each side, matched

by straw matting in the center of the trim. Here the bro-

caded bags of Chinese silks and' designs were exhibited

on Chinese buddas and quaint Chinese ornaments and

curios. To the rear there were black brocaded bags dis-

played on jet black footstools of Chinese designs. The
panel work comprised Chinese scroH work, together with

typically "far east" scenes.

SOME NEW YORK WINDOWS.

Ovington Brothers Co., New York, dressed their van-

ity bag trim with mouse brown draperies at the rear, while

hung on the draperies at each side were Gainsborough

paintings. In front of the draperies was a gilt brocaded

screen, to the left and right of which reposed a black

lacquer fern stand containing a palm in a copper pot.

Down in front came a grey and brown carpet containing

fancy handbags on hangers.

Saks, New York, constructed a recent bag trim with a

series of moulds placed on several boards in stepladder

formation. The board was covered with white satin,

while over the moulds blue plush was employed. Prin-

cipally brown bags were shown.

D. Wilson and Sons, Inc., Brooklyn, N.Y., achieved a

checked' floor effect with orange and black squares, formed

with satin. Displayed on grey plush draped stands were

jet black handbags. The footstool in the middle, covered

with orange drapes, contained blue, green and rose beaded

bags.

TWO CLEVER WINDOW CARDS.

Brill Brothers, New York, suggested by a window card

;

"Buy her a bag for her birthday. She cannot have too

many."

The Broadway Trunk Shop, Brooklyn, N.Y., also

backed up their vanity bag trim with a card' that was to

the point : "Yes, your eve isn't deceiving you. This bag
$2.98."

A WORK Ol" ART.

Kaufman and Baer, Pittsburg. Pa., laid a dark green

carpet on the floor of their beaded bag trim. To the rear

at the right stood a tall slim-stemmed, wide-ibowled vase,

filled with deep tinted pink roses and maidenhair fern. A
mass of white chiffon was tied to the vase handle of a

huge vase and traiiled' down the left side to the floor,

where it formed a rosette. From here the chiffon trailed

to the front of the window, where it formed another rc.->-

ette, trailing off in folded ends. The maidenhair fmn
trailed down in front of the basket to the floor, crossed

the chiffon, and ended. On a rack in the rear, by the

basket, was a green jade beaded bag, whWe to the left side

rear was a small glass stand, on which was a rack con-

taining two beaded bags of rose and dark blue designs.

The blue bag was half opened to reveal the interior. Down
in the left front was a bright blue bag hanging down from
the rack. At the opposite side, but further back, was a

black and white beaded bag suspended from a rack. In

the center front w,as a rack with three holds; one higher

up and two on either side, with beaded bags of different

colors and designs. The beads ran in purple, green, red

and black with slight touches of bright blue. On each

side of rack laid a couple of fancy colored beaded bags.

A sign with fine printing in the center front read

:

"Exquisite American and European Beaded Bags
for all' Occasions."

FEATURING GOLD BROCADED BAGS.

Loesers, Brooklyn, N.Y., arranged a tasteful display

of gold and black brocaded vanity bags. The goods were
displayed on gilt stands, draped with gold brocade, a train

of which trailed over the floor. There were gold brocade

draperies at the rear, with a black stand type lamp fitted

with gold brocaded shade.

THREE TRIMS FROM ENGLAND.
From England, the land of massed display, come a few

suggestions

:

Walter Cobb, Limited, Sydenham, Kent, floored a trim

alternately with white and purple mats, on top of which
paper doiles were laid. Brown and gray vanity bags were
laid alternately on the doilies.

H. Ellis, Dartford, Kent, displayed hand' bags three

deep, one above the other, on metal stands.

Cuff and Company, Woolwich, Kent, presented vanity

bags on chains suspended from the ceiling, the bags be-

ing attached to the chains by metal clips. This concern

also attached a few bags to the window pane by the aid

of gummed stickers.

HOW COME BACKS ARE AVOIDED.

Brodels. New York, are not taking any chances with
characteristics of the handbags that they sell. It is a dis-

tinctly feminine trait to buy an article without first of all

giving the purchase due consideration. This results in

unnecessary refund's and exchanges, thereby increasing a

store's overhead. Brodels therefore tactfully point out to

each customer before she decides to purchase a beaded vel-

vet or silk handbag, that after the article is taken from
the store it cannot be exchanged, credited, or the amoim;
paid refunded.
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Spring China, Glass and Silver Campaign
By IV. B. Stoddard.

IN May and June come commencement exercises, which
bring in their train innumerable luncheons among the
young folks; and the June bride, with showers,

luncheons and dinners in her honor. For all of these the
hostess wishes the daintiest of table settings—china, glass
and silver, as weH as place card's, and favors. Not only
this, but the Rhishing Bride and Sweet Girl Graduate must
be showered with remembrances by their host of friends
and relatives; and nothing is more appreciated than a
choice bit of china, glass or silver for the table. Such
being the case, it is well for all jewelers to have special

tableware publicity at this .season, and thus call the atten-

tion of the public to these lines.

For a number of years it has been the custom of one
of the largest jewelry finms on the wesitern coast to have
a spring exhibition of tables set for special occasions, com-
pletely outfitted with tableware and decorations. This
fact is duly advertised in the papers, and in addition spe-

cial invitations are sent to all their regular patrons—this

mark of special esteem assuring the attendance of prac-

tically every woman who receives the card.

Said the manager of the china and glass department

:

"These annual displays are eagerly looked forward to each
spring by .scores of city and out-of-town customers, many
delaying the buying of spring merchandise until they
receive our announcement, as they know that at our revue

they will see all the latest novelties in china, glass, silver

and table decorations.

"Special lectures are given to the sales force each

morning before the hour of the opening of the store, on
the origin of the different designs, the process of manu-
facture, the appropriateness of each article for use in

conjunction with other.s—in fact, all the information that

might be of use to them in increasing their sales. In this

way each salesman is able to give the purchaser real

assistance in the proper selection of table settings. In

many instances these talks are given by the traveling

representative of the firm from whom' the stock is pur-

chased, and thus first hand information is obtained. All

employes are obliged to attend these lectures, and in most

cases they do it g'ladly, for they realize that anything that

increases their selling power is going to result to their

pecuniary advantage."

Special advertising is used to herald the Spring China

Exhibition. They have always endeavored to steer clear

of conventional, formal, stereotyped phrasing, and to pre-

sent their line to the public in an entertaining human-
interest manner. One of their best announcements this

season read:

ENJOYMENT IS MENTAL
The sincere efforts of the housewife to provide-

good things for family and guests to eat are only

fully appreciated when the table is attractively set

and the right mental attitude is created.

The wise housewife will therefore give careful

thought to the selection of her dinnerware. She will

seek glassware which is unusual ; and a pleasing

pattern for her silver. She will make her table in-

viting by the ckver use of appropriate decorations,

and the more she studies human nature the more will

she be convinced that enjoyment is mental. Sug-

gestions in beautiful dinnerware, rich glassware,

exquisite plate and .sterling silver, artistic candelabra

and art wares are always interestingly presented

here.

The interesting booklet "The Table as It Should
Be Set" will be mailed to you free upon request.

Having aroused interest by their printed announce-
ments of the Spring China display, they proceed to back
it up by attractive window settings, installing therein a
sample of the special tables arranged inside. The window
table this year was set for a wedding breakfast, carried
out in pastel tones. The centrepiece was a large porcelain
flower bowl filled with fleur de lis, jonquils and tulips. At
each corner was a silver candlestick, tied with a cloud of
yellow tulle and holding tapers of yellow wax. The china
was gold encrusted; and the silver (plate), heraldic pat-
tern. A card by the side of the table suggested: "You
can never see the best from the outside looking in" and
cordially invited all passers by to come in and see the
elaborate display of tables inside, set for all sorts of
occasions.

Inside the store the special tables were not arranged
in a row, but distributed among a number of others, in

which individual cut glass, open stock china, rare pieces

of pottery and flower bowls and vases were shown. In

this way these lines were brought to the attention of
visitors, and showed them that they could easily replace
the breakages in their own cabinets.

One of the handsomest of the tables was one set for a

wedding feast. Suspended above the table was a large

wedding bell formed of white chrysanthemum crepe paper,

and filmy lace. Across the table wandered a scarf of pink
tulle; and the centrepiece was a silver flower bowl filled

with sweet peas and maindenhair fern. At each corner
were candlesticks of gold china, holding pink tapers. In

front of each plate was a tint white satin wedding bell

suspended from a white tripod and adorned with lilies of
the valley and a bow of tulle. The place cards depicted a

bride; the glass was gold banded; the silver, Sheridan
pattern ; and the service plates, Dresden china.

Unique among the tables was one carried out in Chin-

ese design. Suspended above it were two huge lighted

Chinese lanterns. The centrepiece was an elaborately

carved shrine of teakwood, in which reposed a gilded

.statue of Buddah. In front of the shrine was a mirror to

represent a lake, .surrounded with little earthenware dishes

filled with green foliage, while at the end was a Chinese

arch of teakwood. At each corner of the table, set in

shallow earthen flower bowls were sprays of iris. Broad
bands of gold and silver brocade were laid at each plate;

and the place cards were Chinese maidens with red crepe

paper parasols. The glass was etched laurette ; the silver,

Adam design ; and the china, Canton ware.

Attached to each table—there were eight—was a type-

written card on which was listed every item of china,

glassware, pottery, place cards and decorations, together

with the price of each, and the total cost for each table,

so that any visitor, by consulting the card, would learn

exactly how much it would cost her to duplicate the set-

ting in whole or part.
«

Before you cut a price to meet a competitor's cut quot-

ed by a customer, make sure the quotation is founded on

fact.

When accounts become delinquent, orders as a rule

are delayed, and subject to cancellation.

Of intention to return merchandise, dealer should

notifv manufacturer, and await instructions.
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Mainspring Attachments—II

B\ Francis R. Bciillev.

SEVERAL forms of mainspring attachments in com-
mon use, particularly in watches of European
manufacture, were described and illustrated in our

article last month.

The familiar T-piece attachment shown this month is

used more widely, perhaps, than almost any other to-day.

Its use is not confined to American movements, although

it is with such watches that it is most commonly associ-

ated. Both English and Swiss makers also have adopted

it to a greater or less extent, and this notwithstanding

the fact that it is just as roundly condemned 'by some
horologists as its convenience and the surety of its action

are praised by others.

Another attachment comparatively' seldom met with,

ijut which is sound and practical for the purposes for

which it is specially adapted, is illustrated in Fig. 2. This

is one of the ingenious devices of M. Phillipe and is com-
monly employed in the large barrels of eight-day and car-

riage movements, in which, otherwise, there would be the

likelihood of the mainspring being broken or unhooked,

or of the barrel hook itself being broken away owing to

the unusual leverage afforded by a large crown
and large and easy-running winding wheels. Three or

four half-round grooves are cut inside the rim of the

barrel, and the mainspring is attached to an independent

steel ring a complete turn in length. This ring either ter-

minates in a rounded hook or is fitted with a separate

projecting piece which engages the grooves in the rim

of the barrel. The adhesion of the ring to the barrel is

sufficient to drive the watch, but when the spring is fully

wound instead of extra pressure causing breakage the

ring merely escapes from one groove to the next, as

though the sping were slipping. The click of the ring

as it passes from one groove to another, serves to indi-

cate, therefore, when the spring is fully wound.

In cheap modern movements, many of which have a

punched barrel hook—often very indifferently punched

—

the ordinary type of Swiss mainspring attachment is use-

less, as the rough hook is not of proper shape to allow

the spring a secure hold. It is necessary, therefore, to

employ one or other of the three alternative attachments

illustrated last month. Whichever form is used, whether

that made by simply bending over a portion of the spring.

by riveting a separate piece to the spring blade, or the

third form in which a small separate piece is inserted in a

short hook formed by bending over the extreme end of

the spring—whichever of these forms is adopted, it is im-

portant that the attachment shall be shaped so as to take

up as little space as possible im the ibarrel.

When fitting a new spring to a Swiss watch having

a proper barrel hook, or to any watch for that matter that

calls for a similar attachment, proceed as follows: After

the spring has been broken to correct length, soften the

end of the blade for eight or ten millimetres. Then see

that you have a sharp, clean cutting mainspring punch

and that the punched hole in the spring, which should

be rectangular in form rather than round, falls exactly

in the centre of the spring blade. From the inner side

now file the forward face of the punched slot to a bevel,

in order to give a sure hold to the barrel hook, and round

the end of the spring, as shown at "a" in our illustration

last month.

Leave no more of the spring extending beyond the

hole than is necessary for strngth, for otherwise the

spring may become unhooked when nearly wound. Lastly,

do not neglect to remove the discoloration caused 'by

drawing the temper of the spring. This can be done in

a moment with a fine emery buff, and although the watch
won't run any better for it, attention to a great many
little details is the secret of finished workmanship and
marks the difference, in a great measure, between the

ordinary workman and the painstaking, reliable mechnic

to whom an employer is satisfied to entrust the best work
that finds its way into the shop.

Where the ordinary form of spring attachment is

unsuitable, many workmen have trouble in bending the

spring to form the alternative type of hooking. Unless

the bend is quite sharp too much space is occupied in

the barrel
; yet when bent sharply the hook has a nasty

trick of cracking and breaking off exactly at the tend.

This is particularly the case in the form illustrated last

month at "c." The third form shown also last month at

"e," is preferable, and really presents little difficulty if

we go a'bout it in the right way When in action in the

watch it is less liable to break than Che form in which

the turned back portion of the spring itself bears directly

against the barrel hook. It also takes up less space in the

barrel. These are sufficient reasons for employing it,

even though it may take a little longer to make.

For the fitting of such an attachment, after the spring

has been selected and broken to correct length in accord-

ance with the directions already given, instead of throw-

ing away the piece of spring broken off, lay it aside on
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the bench for use in the subsequent forming of the hook-

ing. Then, with the spring held between the thumb and
first finger of the left 'hand at attout a couple of inches

from the end, by pliers held in the right hand, heat the

spring to redness over the pointed flame of an alcohol

lamp. There is no need to draw the temper of an inch or

more of spring, as many workmen are in the habit of

doing, for the portion of the spring so softened ihas lost

thereby its original elasticity and is rendered almost "life-

less." Not only is the power of the spring impaired to

that extent, but owing to the lack of resiliency close to

the point of attachment the action of the spring in coiling

and uncoiling in the barrel also is rendered unsatisfactory.

To bend the spring it is necessary to soften it at the

bending point, but nowhere else.

{To be continued.)

Questions and Answers
THE WEIGHT OF A CARAT

Question :—I know that diamonds are sold by carats

but don't know how this weight compares with the other

weights we use to weight other things. Would be glad to

have you explain this in the Trader.

Answer:—In weighing precious stones the carat is

the unit of weight, and this is equal to 3 1-16 grains Troy.

For convenience the unit is divided into 100 parts, h
one carat stone, therefore, equals 100, a half-carat stone

equals 50 parts, a quarter equals 25 and one-eighth equals

12%.

CASTING IN CUTTLE BONE

Question :—For casting small gold work such as rings,

I have been trying cuttle bone, but not with entire success.

I have noticed another workman, in another shop, who,

after he has his mould made, seems to paint it over with

something or other. Can you tell what is used in this

way and what is the object of it?

Answer:—The face of the mould, where it will be

touched with the heated metal should be painted with a

strong borax solution. This may be borax ground up. on

the slab, just as you would mix it for hard soldering, or it

may be ground up with paraffin. When this borax solu-

tion has sunk in, go over the surface again with a 50-50

solution of silicate of soda and water. Silicate of soda is

commonly known as "water glass." Instead of using the

two solutions separately, you may, if you like, put on the

two together, using half the borax solution and half of the

silicate of soda solution. The purpose of both is to harden
or rather to toughen the face of the mould, so that it

may stand the heat of the molten metal better.

THE POLISHING OF THE PRECIOUS METALS.

(Question.—Will you kindly oblige me by sending a

list of books to be bought on jewelry polishing, or any
that would be useful in this business, such as the polish-

ing of precious metals?

Answer.—"The Polishing and Plating of Metals," by

Herbert J. Hawkins, a 360-page book, fully illustrated, is

published by Hazlitt & Walker, 607 iSouth Dearborn St.,

Chicago, price $2.00. Another first-rate book that con-

tains a chapter upon polishing, other chapters upon the

precious metals and their alloys, and which is full of

helpful information for the practical jeweler from cover

to cover, is "How to Make Jewelry," by G. S. Overton,

a practical manufacturing jeweler. It is published by

Waher B. Frost & Co., 42 Weybosset St., Providence,

\i.\.. price $1.50.

"split seconds" or CHRONOGRAPH ?

Question.—What is the difference, if any, between a

"split seconds" and a chronograph ?

Answer.—A clain chronograph has one large center-

seconds hand. A split-seconds chronograph is really a

double chronograph in which there are two center-sec-

onds hands, one above the other. When the chronograph

is first started the two hand's run together. Upon press-

ing a push-piece in the hand of the case the lower hand

may be stopped, while the other continues to travel until

stopped in the usual way by means of the push-piece at

the pendant.

To Duplicate an Engraved Design

Directions for making a Transfer Block that, will Save

Much Time and Injure .\ccuratc Reproduction.

By C. C. Riclnhilc.

THE system I am going to describe is not original,

but it may not be known to many members of

the trade. For this reason I will explain in de-

tail how any engraver can easily make a transfer block,

one that will be found very handy, in fact almost indis-

pensable. Such a block is far ahead of paper transfers

and' similar makeshifts as it will transfer with perfect

accuracy and at the same time the merest tyro can get as

good results as the professional.

To make the block, take any wooden mailing box of

the size that will best suit your taste and use ; an eye-

glass shipping box, for example. Next, go to any print-

er's supply house, or if such is not at hand to your local

printer, and get some of the compound that is used for

press rolls, to distribute ink over the type for printing.

Put this in a tea cup or any suitable vessel, place the cup

in a small saucepan with sufficient water and heat in this

way until the compound in the cup is melted, just as you

might melt a little glue. When the compound is melted,

pour it into the box, which should stand level. Pour

quickly and then shake the box well so as to prevent the

formation of air holes. In a few hours the compound

will set. Now lay off an angle of 45 degrees on the box

and cut one side down at right angles to about one-quar-

ter inch below the top of the compound. All that is now
required is to remove this from the box and you are ready

for business.

The choice of a transfer medium is up to the work-

man; some prefer one thing and some another. We use

powdered chalk, or sometim'cs red printers' ink. Fill up

the spoon or other article from which you wish to trans-

fer the design, insert it into the corner of the block, and

if the spoons are all of the same size every one will have

an exact copy of the original design or lettering.

The workman can make molds for spoon bowls, etc.,

simply by filling up the bowls with plaster of paris and

then sanding them down flat. Coat the pattern with

shellac varnish and lay on a flat surface, then pour plaster

of paris on the surface to the depth of the amount of

compound. This will give the inside transfer, scenes, etc.

For trays, etc., fill an 18 size movement box full of the

transfer compound, cut out the top of the box cover, and

slip over the box, then fill. Afterwards remove the rim

and this will do as a block for any of the above work or

for watch caps, etc.

A piece of compound from the press rolls can be used

for loving cups where the same inscription less the prize

is wanted, by making a wooden form to hold the same

;

in fact it lies with the individual engraver who, if he is

resourceful can make any kind of shape to suit his needs.
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The Other Man's Way
Conducted by Francis R. Bcntlcv.

Trader Readers are Invited to Tell Through this Page of the Methods and "Wrinkles"

They Find Worth While

There are more ways than one of doing most things.

At least there is a right way and a wrong way. The in-

genuity of the "botch" has proved, indeed, beyond perad-

venture, that there are often many wrong ways of doing

the same job. Similarly, it often happens that there are

alternative methods that are sound and practical. One
method may be quicker than another, under certain condi-

tions may be more convenient, or possibly may prove

surer or less hazardous for the workman of limited ex-

perience. There is not a workman of experience, proba-

bly, who has not hit upon some good '"wrinkles" that he

would willingly pass on to his fellows if it occurred to

him that he had anything that was worth passing on. A
few such wrinkles are given this month upon this page.

Others will appear from time to time.
* * *

The best way to tighten a loose second-hand is by
gently compressing the socket in a split chuck in the

lathe. The closing is done uniformly in this way and
without marring the socket.

* * *

For finishing the end of a balance staff pivot use a

fine, flat burnisher just moistened witli oil. The end of

the pivot should be finished flat and the sharp edge be

then just taken off by the burnisher. To avoid raising

a burr in burnishing that might cause the pivot to bind
in its hole, work the burnisher from the edge towards the

centre, not from the centre to the edge.
* * *

Look out for the worn spots on a setting lever. With
two or three strokes of a fine emery buft' all trace of
wear can be removed. Lubricate the acting surface with
a touch of vaseline before replacing.

In re-setting a roller jewel, when the shellac is thor-
oughly melted and before the jewel is adjustd to its final

position, move it up and down in the hole two or three
times so that the shellac not only adheres to the jewel
but is carried right through the hole. Then, finally, ad-
just the jewel upright in all directions and, when cool,

remove any excess shellac. If set in this way, you will

have little trouble from loose roller jewels.
* * *

In replacing a broken dial foot, one of the difficulties is

to get the new foot in exactly the right position. First,

remove the enamel from the back of the dial, where the
foot is to be located, by means of an emery wheel mount-
ed on the polishing lathe. Select a drill that just fits the
dial foot hole in the lower plate. Take the watch down,
if necessary. Then drill into the copper dial plate, while
the drill runs in the dial-foot hole, to the dej)th of one-
tenth of a millimeter. In turning up the new dial foot,

leave a small point on the base, which then serves to de-
termine its own correct position. Finally, solder with soft

solder in the usual way.
* + *

To soften the hub of the wheel, in fitting a new scape
wheel to a cylinder watch, take brass or copper wire
tapered to just pass through the hole in the wheel, and
heat the wire in the flame of a spirit lamp. Without
softening, the wheel is too hard to broach; while the hole.

as the wheel comes from the material house, is much too

small for the pinion. Any bluing upon the arms of the

wheel is removed with oilstone powder or a touch of

muriatic acid. If the hub is too thick, catch a brass wire

in a split chuck in the lathe, peg the wheel true upon it

and cut the hub down to thickness with a graver.
* * *

For cleaning the balance, instead of threads or cha-

mois strips, take a well-worn, six-row watch brush. A
balance that is badly stained can first be passed through

cyanide, rinsed, dipped in alcohol and dried in hot sawdust

in the usual way. Then, to obtain a more brilliant and

lasting finish use rouge. For the flat surfaces, rest the

balance upon a cork held in the vise and use a flat, rouge-

charged buff of felt or leather. For the rim and to clean

the screw heads, etc., take the brush. It should be worn
down to within about half an inch of the wood. If it has

been worn unevenly or hollowed, trim down the long

bristles with scissors. Charge the brush by rubbing

briskly on a stick of rouge, rather than with powder.

Then, holding the 'balance firmly in the left hand and

protecting it against bending by the fingers and thumb,

brush bri.skly all round. When proper care is taken, little

truing of the balance will be needed, and unless the wheel

is badly stained the cyanide may be dispensed with. The
brush will quickly bring up a brilliant finish.

* * *

Keep at hand a little muriatic acid—or hydrochloric

acid as it is otherwise known—in a small glass stoppered

salts bottle. It is useful to remove bluing from steel

parts. Apply with a flattened pegwood or small camel's

hair paint brush and rinse at once in clean water.
* * *

When it is necessary to advance the guard point of an

old-time Swiss movement—in which the guard-point is

solid with the fork—without lengthening the fork as a

whole, file a slot across the fine, wedge-shaped punch,

insert it in the slot, and with a light tap or two throw the

guard-point forward. Now it is evident that the face of

the guard-point, as thrown forward in this way, will be

angled obliquely. It should, therefore, be thrown forward

rather further than necessary, which allows of its being

filed up perpendicularly.
* * *

For the large belt connecting foot wheels and counter

shaft of the lathe, a hook turned up from piano wire

will outlast any other kind of hooking you can find.

* * *

As a first aid to graver sharpening use a good sized

oilstone, preferably one of the quick-cutting composition

stones that can be had in "course," "medium," and "fine"

grades separately or with two different grades combined

in the same stone. Have one side fine, for instance, and

the other course or medium. Keep the stone clean,

moisten it with a light fluid oil and give the graver a

long, sweeping stroke from end to end of the stone. In-

stead of passing it back and forth continually in the same
line, see also that it is made to traverse the whole width

of the stone. In this way the surface of the stone is kept

in good condition. Otherwise it is almost certain to be-

come worn into troublesome pits and grooves.
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Detecting Platinum Substitutes

Careful Tests are Sometimes Necessary if You Would be Sure that the Goods are

all that they Appear to be

METHODS of detecting substitutes for platinum

are revealed in an interesting article by C. M.
Hoke in a recent issue of the "Metal Industry."

In this he says :

When a large piece of metal is offered for sale as

platinum, the trickery to look for is the simple scheme of

coating a piece of 18-k gold, or the like, with a heavy
coat of platinum. A test of the specific gravity will re-

veal this, but the smaller buyers of old gold apparently

do not make these tests, and every now and then we read

of such a swindle as this. Boring suspicious bars is al-

ways in order, of course, for the gold brick man is still

abroad in the land.

Jewelry is traditionally tested by means of nitric acid.

Platinum is absolutely unaffected. Unfortunately the com-
monest platinum substitute, 18 and 19-k white gold, is also

unaffected, as are alloys that contain a fair amount of

platinum.

For this reason, platinum jewelry should be tested with

aqua regia. The best way is to rub it against a touchstone

(a piece of smooth, fine-grained black basalt) until you
have a shining streak of metal. Beside this make a sim-

ilar streak with some unquestioned platinum. Cover both

streaks with a drop of aqua regia. A very bad imitation

will dissolve at once, giving off fumes and probably turn-

ing green. Let the acid act about a minute or more, if

no action is visible at once, and then wipe the stone gently

with a soft rag. The platinum streak will be affected

very slightly; it may be hard to detect a change. But
other metals will either dissolve entirely or will show
some other change. Eighteen karat white gold dissolves

fairly promptly. Nickel and some other base metals dis-

solve slowly ; alloys containing considerable platinum and
a small aimount of base metal are the only things that arc

apt to deceive.

It must be understood that this testing requires some
experience. A person must make a good many tests with

known metals before it is safe for him to pronounce on
unknowns.

Julius Wodiska, a prominent jeweler, has recently

offered the trade a formula for an aqua regia solution

that has been found satisfactory. It readily detects spur-

ious metals, especially if they are rubbed upon a stone, as

above. The formula consists of

:

Hydrochloric acid', c. p 1^4 ounce Troy.
Nitric acid, c. p .)4 " "

Potassium nitrate, powder 1/20 " "

It seems odd to give the proportions in Troy ounces,

until it is remembered that all jewelers have these weights,

and may not have any others. The mixture is made up in

a three or four (fluid) ounce bottle, and left to stand un-
corked for some hours before using while the excess

chlorin escapes.

It must be remembered that, while the action of this

solution on platinum is very slow, it is measurable, and
if platinum is left to soak either in it, or any other com-
bination of nitric and hydrochloric acids, some of the

metal will dissolve.

A few experiments were made to demonstrate this.

Some metals were drawn down to 10/1000 inch, all

through the same die, so that they would all be the same

size. Then equal lengths (2 inches) were cut off, weigh-

ed, immersed in the above solution for a stated time, ami

then removed and weighed again. The two pieces of

gold were left in only ten minutes; the platinum, four

hours.

Original weight Loss in

Kind of metal. in milligrams, milligrams.

14-k yellow gold 32.90 2>7^

19-k white gold 29.15 4.10

y/o irid'io-platinum 53.30 1.48

10% iridio-platinum 53.10 0.60

It will be observed that the platinum lost less in four

hours than the gold lost in ten minutes. But it will also

be seen that, even in an experiment on a two-inch piece

of very fine wire, the loss was enough to weigh.

The fact that platinum differs from most metals in

that it dissolves without changing its appearance is what

has led the unobservant to think there was no action at

all.

When testing materials other than jewelry or bars, such

as a mass of filings, or dental pins, it is impossible to test

each tiny piece separately. The practice is first to boil

the stuflf in nitric acid, which will dissolve silver, palla-

dium and its silver alloys, nickel and its alloys, etc., and

will discolor certain other metals. The material that re-

sists nitric acid is then treated with aqua regia. Gold,

including white gold, will dissolve promptly, 18-k green

gold will not dissolve, but will change color. A small

amount of real platinum, if any is present, will be dissolved

also.

These two treatments will reveal all of the substitutes

that might be found, with these exceptions : Base metal

coated with platinum, and platinum that is alloyed with

small amounts of other metals. A common alloy that will

escape detection is one containing 70 per cent, platinufm.

plus iridium and palladium.

As for the base metal coated with platinum, this can

often be found with the magnet. If not, and if the pieces

are in the form of small pins, the chances are that they

will be mistaken for all-platinum.

The matter will be settled quite definitely only when

the metal is melted'. Any substitute reveals itself instantly

under the oxy-gas flame to an eye that has had a little

experience. For that reason it is becoming customary for

buyers of old platinum to subject material to the flame

before accepting it. If nickel or copper is present, the

metal will darken and show foreign miatter quite unmis-

takably. Copper turns the flame green. Iron sputters and

flies out of the crucible in tiny sparkles. Silver chlorid

and gold, which are impurities very common in filings,

are revealed first by a characteristic smell from the

chlorid, and by stains in the crucible. Silver leaves a

dark stain, and gold leaves a film of metallic gold whose

color ranges from purple to bronze, according to its thick-

ness. Nickel leaves a black color in the crucible, molyb-

denum a bright blue. Palladium and iridium show them-

selves as a bright mirror of metal on the upper part of

the crucible.
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BRITISH COLUMBIA.

Many and beautiful were the Eas-

ier window displays in Vancouver
City. The spirit of the season was
manifested in the jewelry stores to a

greater degree, perhaps, than ever be-

fore in the city. A number of the

firms went to a great deal of trouble

and expense in arranging their win-

dows, and the results in turnover were

ample recompense for the expendi-

ture in both time and money. Rabt.

McDonald's windows were, as usual,

most attractively dressed for the oc-

casion ; the two windows of the Tod
& Manning store on Granville street

also reflected the prevailing spirit;

while the whole race of windows in

the fine Birks store were given over

to a feature showing of new and ap-

l)ropriate gift goods.

O. B. Allan experienced the best

Easter business they have ever had

in the history of the store. Appro-

priately dressed novelty and diamond
windows attracted much attention by

advertising the Easter spirit. The
color scheme in the diamond window
trim was white, purple and gold. This

display was certainly effective, the

ring cases and trays utilized being

such as harmonized beautifully with

the general color scheme of the win-

dow.

Alf. Scrivener, head of the novelty,

leather and stationery department of

the local Birks store, has gone on a

buying trip to the Old Country.

Benny Hill and Fred Westren were
visitors to Vancouver during the

month.

D. A. Robertson, of the staff of the

O. B. Allan store, has arrived back in

Vancouver after a brief trip to the

old home town of Chatham, Ont. Mr.
Robertson suffered bereavement in

the loss of a sister, and this necessi-

tated the trip East.

Col. Gerald Birks visited Vancou-
ver in the course of one of his period-

ical trips last month and renewed ac-

quaintances with many friends at the

Coast.

David Firbanks, of Messrs. Henry
Birks & Sons' local store, has gone on

an extended trip to New York, Chi-

cago, St. Paul and other big centres,

on the lookout for new ideas for the

jewelry department of the store. Mr.
Firbanks expects to put in a couple of

weeks at the head office in Montreal
and will also visit the different Birks

branches in the Dominion.

A very attractive showing of arti-

ficial flowers drew much attention to

the south window of the Birks' store

early in April. Roses, cherry blos-

soms, geraniums, cornflowers and
other blossoms mingled in the dis-

play.

Sealed tenders are being invited for

the purchase of the stock of dia-

monds, watches jewelry and fixtures

of the C. F. Bigger estate, as it stands

on the premises at 23 Hastings street

east.

Wilson Bros., jewelers. South
Granville street, report business good,

with a little slackening off of sales,

but a plentitude of repair work.

Harvey Murphy has been elected

president of the Nanaimo Retail Mer-
chants' Association; C. Rawlinson is

secretary, and J. C. Dokin, treasurer.

Having purcha.^ed the jewelry busi-

ness recently takes over by Mrs. L. E.

Leblanc on Commercial Drive, Grand-
view, Messrs. Shuttleworth Bros.

have opened up a very nice line of

jewelry, cut glass and silverware. As
manufacturing jewelers, the new firm

will specialize in watch and jewelry

repairs.

The car owned by W. M. Carson,

manager of the local Birks' store,

was stolen from his garage on

Shaughnessy Heights the other night.

It was later found at Barnet, a few
miles up Burrard Inlet.

Gold deposited at the Dominion of

Canada assay office in Vancouver
during the fiscal vear ending March
31, 1920, amounted to $3,416,129.38,

as compared with deposits of the pre-

ceding year aggregating $4,038,921.75,

showing a decrease of $622,792.37.

Fred Whitney, wanted at Moose
Jaw on a charge of stealing $1,800

worth of diamonds from Plaxton's,

Ltd., on December 12, recently ap-

peared in Supreme Court Chambers

here, when his counsel attacked the

warrant upon which he was assumed
to be held. Oscar Orr, acting for the

Saskatchewan police, maintained that

the warrant questioned by counsel had
never been executed and therefore

did not require to be "backed." Mr.

Justice Macdonald gave permission

to the police to serve another warrant

before 12 o'clock; instantly Inspector

Goldsmith of the Saskatchewan force

and a local detective produced a war-

rant and placed Whitney under ar-

rest before he could leave the court.

Whitney was later taken to Moose
Jaw to answer to the charge of theft.

According to a report to the local

police, burglars made a haul at the

jewelry store of H. Maxwell on Hast-

ings street, Vancouver. A hole was

broken in the plate glass window,

through which the thief or thieves

abstracted three rings ; evidently they

had an eye to the valuable, two of the

rings being valued at about $650 each,

while the other was worth about $60.

No trace has yet been found of the

stolen rings from the local O. B. Al-

lan store about a month ago.

Forty-five feet in the 500 block on

Granville street brought $140,000 in

a transaction recently completed after

several weeks of negotiations. The
vendor was Henry Birks & Sons. Ltd.,

and the purchaser one of the city's

well-known boot and shoe men. The
price per foot works out at approxi-

mately $3,100.

Arthur Rowland, of Rowland &
Campbell, is making the rounds of

the trade after an absence of some
years. Arthur is one of the old-time

travellers on the road, and he has a

whole host of friends in the Pacific

Frounce.

''^he McLaughlin car is evidently

becoming a prime favorite with local

jewelers. The latest to succumb to

the wiles of this well-known automo-

bile is R. M. Tod, who has discarded

his faithful Maxwell an^ is now
driving a D45 Special.V^ob is quite

proud of his acquisition too, and was

fortunate in escaping a rise in price

of $110 by a margin of two days.

Daniel J. M. Snell has recently
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opened in business as a watchmaker

at 18 Hastings street west, and is do-

ing very nicely. Although the hu/-

ness runs largely to repair work, a

nice little stock of jewelry has been

given a place in this upstairs store

and sales have been more than grati-

fying since the opening. Mr. Snell

is well known in local jewelry and

other business circles, having spent

the past eleven years with the firm of

G. G. Bigger across the way. For

eight years previous to that Mr. Snell

was with George E. Trorey, Vancou-
ver's pioneer in the jewelry business.

Many .societies are co-operating in

the preparations for the big pageant

to be held here in May, in commem-
oration of the 250th anniversary of

the founding of the Hudson's Bay Co.

The pageant will be the biggest of its

kind in the history of the Dominion,
and, in addition to marking the anni-

versary of the founding of this firm,

its enthusiastic supporters believe the

pageant should greatly assist Canada
in the present period of reconstruc-

tion. Twenty-one historical tableau.x

have been prepared commemorating
landmarks in the development of the

great company. Films of the mam-
moth procession will be taken for ex-

hibition in all parts of the world.

Mr. Nye, formerly manager of the

jewelry department of the D. Spencer
departmental store, is contemplating
the opening of a jewelry and optical

store in Vancouver in the near fu-

ture.

J. B. Hymand. whose sensational

capture followed the robbery at Har-
ry Pickering's jewelry store in broad
daylight recently, has been formally

committed for trial on a charge of

breaking and entering.

Vancouver firms formerly engaged
in the auction of jewelry and fancy
articles, latterly barred by new regu-

lations, were represented before fhe

local civic finance committee the other

afternoon. Through a law firm these

merchants asked that the prohibition

should be made to cover all classes

and thus obviate discrimination.

The business of Mr. H. Greens-

felder at 1001 Government street, Vic-

toria, B. C, has been registered under
the name of "The Green Jewelry
Store," and is now operating under
that style at the same address without

any change of ownership.

cient lines wliich have marked his

work in the past. Mr. Nichols was
formerly in St. Thomas and previous-

ly in Cobourg.

London retail jewelers as usual are

in the lead in progressive civic move-

ments and have begun to close their

stores on Wednesday afternoons. An
effort was recently made to close on

Wednesday afternoon all year round,

but one or two dissented from this

plan. The proposal was then made
to begin the half-holiday in April, and

the refusal of one jeweler alone pre-

vented the petition from being unani-

mous. However, the first Wednesday
in April saw most of the stores with

doors locked. In the meantime, offi-

cials of the Trades and Labor Council

have announced that they will make
pul)lic the names of any firms which

refuse to support the movement.

F. L. Howell, of Howell Bros. &
Knowlton, Windsor, was recently in

town.

London travellers report that trade

is growing brisk in Western Ontario

towns now that the roads have become

somewhat more passable.

Russell Uren of Calgary was a re-

cent visitor in local stores.

Another former Londoner, now a

confirmed Westerner. Jack Brennan,

dropped in a few days ago.

C. G. Markle, formerly a director

of the Y.M.C.A. in this city, and now
with William Andrews of St. Mary's,

was kindly remembered by his friends

recently when they made him the

guest of honor at a banquet and gave

him a fine club bag.

F. W. Watters of Ingersoll and E.

L. Mitton of Ridgetown were in Lon-

don recently.

In these days of constantly in-

creasing prices it is refreshing to en-

counter some commodity whose price

has declined, even if only to a slight

extent. In the last issue of Thk
TraijER, the Worthington & Raymond

advertisement was continued in er-

ror, in which the prices of jewelers'

saws were quoted at the old figures

of from $2.40 to $3.50 per gross. The
Trader is now informed by Messrs.

Worthington & Raymond, Inc., that

the price of these saws to-day, on

all numbers, is $1.35 per gross, a re-

duction, on the average, of consid-

erablv more than one-half.

LONDON, ONTARIO.

Lome E. Nichols, for some time

watchmaker for the late Thomas Gil-

lean, Ix)ndon, has taken over the busi-

ness from Mr. Gillean's estate and
will carry it on along the same efifi-

MANITOBA.

The arrival of t)he warm spring-

like days finds Winnipeg jewelers ex-

periencing the general activity which

now characterizes the retail trade in

this city. While at this period of the

year interest is centred in the plowing

and seeding operations all over the

West, the city itself has a big sum-

mer programme. Conditions for the

trade, it is stated, will be normally

good throughout the warm months,

while the usual revival is looked for

to set in this fall, especially if the

crop is 'bountiful.

The D. R. Dingwall Co. have ef-

fected some alterations in their fac-

tory |)remises on .Albert street. Be-

sides their watch and jewelry repair

work, the company have developed t

considerable business in the manufac-

turing of specialties. Regalia for

lodges and fraternal societies is an-

another line to which the company
have paid considerable attention.

Choir gowns are another line as a

side issue to the main business.

One year from .\pril 1st the com-

pany will move their establishment in-

to the Paris block at the corner of

Portage avenue and Garry street,

where they have lea.sed the entire

ground floor for a period of 25 years.

It is stated that two-thirds of the base-

ment in this building has also been

leased, the intention of the company
being to consolidate all their depart-

ments under one roof.

.\s one of their window attrac-

tions, the Birks store is now showing

the cups won by S. Larcombe of Bir-

tle, ""The World's Champion Wheat
Grower." Mr. Larcombe, while not a

farmer on a pretentious scale, has had

remarkable success in producing high

grade cereals, and in both the inter-

national and Canadian exhibitios he

annually ^figures as one of the most

successful contestants. The cups

shown by Birks are large, handsome
trophies, and make a presentable dis-

play.

The recently issued city directory

estimates Greater Winnipeg's popu-

lation at 271,958, which represents

au increase of about 100,000 during

the past ten years. Quite a long list

is given of old-timers whose names
appeared in the first directory of 1876,

but it is noticeable that there are no
people mentioned who have been as-

sociated with the jewelry trade. It

is also apparent that the old Fort

Garry pioneers are mostly well-to-do

people to-day.

At the recent session of the Legis-

lature the optometrists of Manitolia

had a bill put through the House de-

barring unqualified persons from
practising in the province. The mea-
sure requires that all who practice

this profession in Manitoba must be-

come menubers of the Manitoba Op-
tometric Society, the council of which

is given power to conduct examina-
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We beg to draw our customers' attention to the coming Medal Season, which is now
near at hand, and we would advise the placing of orders at present to meet requirements.

The above illustration shows only a few of a large assortment from which a selection

can be made.

Our catalogue will be forwarded with phasure upon request, and a liberal discount off

the price list is allowed the trade.

I

CARON BROTHERS
233 Bleury Street MONTREAL
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tions and pass upon the qualifications

of ail applicants. The governing

body of the society will consist of five

members, three representing Winni-
peg and two from other provincial

points.

The coming summer will be mark-
ed by a series of pageants in Winni-
peg. Arrangements are now being

made for a commemoration of the

250th anniversary of the granting of

the charter to the Hudson's Bay Co.,

the 50th anniversary of Manitoba as

a province and the centenary of the

Anglican Church in the Province o)

Ruperts Land, the ecclesiastical

boundaries of which are represented

by the area generally known as

"Western Canada." The City Coun-
cil and the Board of Trade have in-

terested themselves in the celebra-

tions, and some of the spectacles plan-

ned will be of an imposing nature. ]:

was thought that the Hudson's Bay
Co. would commemorate their own
event by making a start upon the

erection of the fine new store to be

built on Portage avenue ; but as yet

no announcement has been forth-

coming as to when this project will be

started.

Meantime the T. Eaton Company
have commenced demolition for their

big mail order establishment. A row
of ihouses is being demolished from
the rear of the store right to Graham
avenue and construction work vvill

start as soon as the ground has bee.i

cleared. The virtually prohibitive

prices of building material, which

have advanced 60 per cent, in the past

year, have resulted in curtailing o':her

projects, and at the present time few

major construction programmes are

anticipated for this year.

MONTREAL.

Junghans Bros, Ltd., London, Eng-

land, have sold their Canadian busi-

ness, with offices at 489 St. Paul st.

west, Montreal, to the present mana-

gers, Messrs. Robert Stauber and

Adolph Baltzer. The latter will con-

tinue doing an importing business ;.i

Swiss watches exclusively, under the

name of Stauber & Baltzer, and will

distrib'i.e their lines through the job-

bers from coast to coast.

Both partners of the new firm are

natives of Swizer and, where they

began their commercial careers, an i

early in life bocam?, acquainted with

every phase of the Swiss watch in-

dustry. In 1911 Mr. Stauber joined

the staff of Junghans Bros., Ltd.,

London. He very quickly gained the

confidence of his employers, and in

1912 was sent to Montreal as assi.it-

ant to the manager of the new branch.

Two years later he was put in full

charge of the Canadian branch. Mr.
Baltzer's connection with the firm

dates back to 1897. He has been sec-

retary of the company since 1902.

In the fall of 1916 he was transferred

to the Montreal branch to assist Mr.
Stauber.

Mr. Baltzer has just returned from
a buying trip to Swizerland. While
in London he settled the details of

the purchase of the Canadian business
with his old firm.

The firm of Roughton & Skelton,

Ltd., at present located at 364 Univer-
sity street, Montreal, intend moving
their place of business to a large and
more commodious quarters at 32 Mc-
Gill College avenue, where they will

have all facilities for handling a larger

trade.

Mr. Fred G. Whorton. who for the

past seven _\ears has been represent-

ing the Waltham Watch Company in

Quebec and the Maritime provinces,

has been appointed special represent-

ative of the company from Toronto

to the Pacific coast. He replaces Mr.

ton. His territory will be Ontario

east of Toronto. Oucbec and the

MR. FRED. G. WHORTON,
Waltham Watch Co., Montreal.

T. McG. Robertson, who is no longer

connected with the company. Mr.

Whorton has been with the Waltham
Watch Company for ten years. In

his early days he looked after the ma-

terial and stock departments, and. in

this position, gained a very intimate

knowledge of Waltham products,

which enabled him to be of great ser-

vice to his customers. He is a Mon-
treal man. born and bred.

Mr. Gordon H. Martin, another

born Mnntrcalcr, succeeds Mr. Whor-

MR. G. H. MARTIN,
Waltham Watch Co.. Montreal.

Maritime Provinces. Mr. .Martin's

connection with the Waltham Watch
Company extends over a period of

eight years, during which time he

has capably filled responsible position.'^

in various departments of the general

office. His many friends in the trade

in Montreal and vicinity will con-

gratulate him on his new appoint-

ment, and wish him the be.st of good

luck.

NOVA SCOTIA.

Mr. Sam Eastwood, jeweler ami

optician of New Glasgow, N. S., has

his picture in a recent issue of the

"Evening New.s" of that city, marking

the completion of forty years in the

jewelry business there and the open-

ing of his new store. Mr. Eastwood
now has his son, William, associated

with him, and has achieved a high

reputation in the business world.

W. A. (Bill) Bradford spent the

greater part of the month of April in

Eastern Canada, where he succeeded

in booking some splendid orders for

his house, the well known Hamilton
manufacturers, Messrs. Geo. H. Lees

& Co., Ltd. While in Charlottetown

Bill spent a couple of busy days au the

.Annual Conference of the Rotary

Clubs, District No. 1.

A judgment was entered in the Ex-
chequer Court of Canada at Ottawa
last month whereby the registration
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Your Old Gold and Silver can

be converted into DOLLARS
as if by Magic

WE REFINE ^°!^' f""^';'**^"""'Gold Plate, Gold Filled

Watch Cases, Old Rings, Filings, Floor and Bench

Sweeps, etc.

Somewhere in every jewelry establishment there is a quantity of

money tied up in an accumulation of scrap jewelry. Precious

metals are worth more to-day than ever before. Give us the

privilege of turning this into cash for you. We pay highest prices,

because our method insures every particle of precious metal being

extracted and full return for actual value less our charge for

refining.

There is no guesswork, no estimating or calculating. Others have

been agreeably surprised by the returns received from us.

CANADIAN SEAMLESS WIRE COMPANY
LIMITED

198 Clinton Street TORONTO, ONT.
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of the trade mark V.T.F. in a circle,

together with the assignment thereof

to H. R. Bergmann & Co., was ex-

punged from the records. This action

was taken on the petition of Hammel
Riglander & Co. of New York, and

the judgment was entered by consent,

an agreement having been reached be-

tween the parties.

-^ y «

/ ONTARIO.
Vn'he late William Kirkpatrick Mc-

Naught, whose will has been probait^d,

left an estate valued at $254,129. vCfter

bequeathing keepsakes to different

members of his family, Mr. McNaught

left his widow an annuity of $3,000

and a life interest in his books, house-

hold goods and silverware, and direct-

ed that any surplus income be divided

equally among the children each year.

On the death of Mrs. McNaught, the

property is to be divided among the

children. The estate includes $167,126

in I)onds. mortgages $13,914, and 172

shares Consolidated Optical Com,

pany, $17,200.

A. G. Suggett of Lindsay has re-

cently concluded a sale, closing out

the major portion of his stock. He
retained his fixtures, however; and

his Community and 1847 Rogers goods

and small goods such as diamond set

and other high-class lines were lef*

more or less intact. Mr. Suggett has

his mind fixed on Western Canada

and hopes to locate somewhere west

of Winnipeg. 'I'be sale lasted just

two weeks.

Mr. Horace Dorer, who conducted

the sale for Mr. Suggett, spent a few

days in Toronto after its conclusion,

on his way to conduct two large sales

in Western Canada.

Garnet G. Harper, who won the

"Omega" scholarship prize some years

ago, and who has been with W. W.
Munn for the past nine years, is now
making watches for the trade in To-

ronto and outside territory.

Messrs. George H. Lees & Co., Ltd.,

the well-known Hamilton manufac-

turers report the busiest spring in the

history of their firm. Notwithstand-

ing the addition of some new ma-

chinery and extra help they are still

forced to work overtime. Not only

lias their manufacturing department

been unusually rushed, but the refin-

ing department has likewise shown a

splendid growth.

Two Toronto concerns have gone in

for the five-day week, and find it

working satisfactorily. These are thf"

Klectric Chain Company and the Roy
Company. By extending the time

slightly for the five days, it is found

f>ossible to close Saturday and still

get in the full 44 hours of working
time. These companies have also

united to hold a picnic and field day at

Queenston Heights some time during

the summer. Plans are already on

hand, although the date has not yet

been announced

Major L. S. Breadner, D.S.C., for-

merly of the Royal Naval Air Ser-

vice, who created an enviable record

with the air forces during the great

war, and who is reckoned as one of

Canada's distinguished aviators, has

been appointed a staff officer on the

headquarters of the recently formed
Canadian Air Board. In civil life

Major P)re;i(lner is vice-president of

the manufacturing company bearing

his name, and intendes taking up his

duties there at once. He is a son of

Mr. S. Breadner, 1000 Somerset St.,

Ottawa.

His many friends in the trade will

be glad to learn that Mr. B. Gold-

stein, president of the Goldstein Jew-
elry Manufacturing Co., Toronto, has

recovered from his serious illness of

the past few months sufficiently to

permit him to return to business.

The Electric Chain Co., of Canada.

Ltd., gave their first annual banquet

and theatre party to employees on

Thursday evening, .\pril 29th. The
event was a decided success in ever<-

way. P^ollowing an excellent dinner

at the Board of Trade Luncheon
Club, the guests held an improriiptu

dance until theatre time, and then re-

paired to the Princess Theatre en

masse for the performance of ''Just a

Minute.'' which proved to be the kind

of production best suited to top off an

evening of the sort. An enthusiastic

expression of appreciation was ten-

dered the company by the employees

the following day. The only circum-

stance detracting from the complete

.success of the evening was the in-

ability of the president, Mr. George
F. vSawyer. to be present. \ letter ex-

pressing his regret was read, which

stated, however, that he would make
an official visit to the Canadian plant

in June, and would bring with him a

part of the Attleboro staff of the com-
pany.

The new Roden Bros, catalogue of

medals, shields and trophy cups,

which is distributed by the Gold-

smiths' Stock Company of Canada, is

a pretentious issue of 2>2 extra large

pages, replete with illustrations of

prizes and favors ranging from the

most modest medals and shields to

exquisitely designed and costly pre-

sentation trowels and trophy cups.

The cover is of heavy stock, matt-

surfaced and a rich brown in .shade,

printed in gold, and framing a hunt-

ing scene. Centred in each page of

medals is a list of the different sport

scenes in which these are made, and

surrounding this are illustrations of

from twenty-five to thirty of the me-
dals of each type depicting a selec-

tion of the different sport scenes

manufactured in each type of medal.

The catalogue is particularly useful

for showing customers to assist them

in choosing the desired trophies. It

contains no prices, these being given

to the trade in a separate booklet.

W. C. Lacey, better known in the

trade as "Bill," was married in April

to Miss Grace Phillips, of Toronto.

The ceremony was performed by

Rev. A. H. Brooks of Deer Park

Church. Mr. Lacey and his bride

left for Detroit and other points in the

United States, and on his return gave

expression to the opinion that single

blessedness had nothing on married

bliss. The trade will unite with us

in wishing the couple all possible

happiness.

Mr. Suzanne, of The European Co.,

sailed for I""rancc and the F.uropean

countries in April to arrange for sup-

plies of "Myotis" pearls, as well as

increased stocks of semi-precious

stones. This despite the fact that

Mr. Le Bailey of the same company
returned from Europe with what was
thought to be a considerable consign-

ment just a few months ago.

The ])urchase of the property at

Leader Lane and Colborne .street,

Toronto, by Mr. D. Sniellie. will have

no effect on tthe business of Klein

and Burrows, who will continue to

occupy the old stand at 40 Colborne

street. Mr. John H. Klein states that

they have taken over part of the

first floor in order to increase the

staff, and have fitted it up with

watchmakers' benches. They are

now in a position to take care of all

watch work promptly, and with

everv satisfaction.

Sucklings, Limited, of Birmingham.

England, are once more producing

Kingsway Plateware for marketing in

Canada. Mr. W. T. Evans of Mont-

real is handling the Canadian agency.

The representative of an English

firm making tower clocks, chiming

grandfather clocks, and the more ex-

pensive house clocks, will visit Can-

ada shortly and desires to get in touch

with buyers likely to be interested,

who should address the British Gov-
ernment Trade Commissioner, 260

Confederation Life Building, Tor-

onto.
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Time-Telling Through the Ages"
An Unusual Book that is Being Published in an Unusual Way, but is Replete with

• Interest for Jeweler and General Public Alike

ABOVE is the title of a volume

of unusual interest which has

just come to the hands of Thk
Trader, but before entering into a dis-

cussion of the book itself, let us quote

the following as a typical extract from

one of its later chapters—just to pro-

vide the proper atmosphere to begin

with, as it were

:

''Some of us remember when Wat-
i-rbury watches were given away with

suits of clothes, and the pride with

which, as youngsters, we exhibited

our first watches thus obtained to our

playmates who were less fortunate.

The nine-foot mainspring required un-

limited winding, which was one of its

chief joys, and our friends often soli-

cited the privilege of helping in the

operation. Some of the more ingeni-

ous among us held the corrugated stem

against the side of a fence and' made
the watch wind itself by running along

the fence's length, while other children

looked on eiviously.

"In spite of the disadvantage of the

time necessary for winding, perhaps

in part because of it, the Waterbury

watch became famous the world over

and reached a very large sale for its

day. It was more or less of a freak

contrivance. People spoke of it with

a .smile. Minstrels opened their per-

formances by saying, 'We come from

Waterbury, the land of eternal spring,'

and there is a story of a Waterbury

owner in a sleeping car, winding un-

til his arm ached and then passing it

to a total stranger, saying. 'Here, you

wind this for a while,' with the result

that the stranger placed a large order

for Waterbury .watches to be sold by

bis a<rencv in China."

It can be seen from this extract

that the history of time-telling

achieves an unusual degree of inter-

-est in the hands of the present writer.

Harry C. Rrearley, who was engaged

on the work by Robert H. IngersoU

& l*>ro., New York. This was under-

taken during the war period as a

memento of the twenty-fifth anniver-

sary of the entrance of the Inger.solls

into the watch industry. It was made,

however, not as an advertisement for

that firm, but as a serious contribution

to horological art and science. Due to

the exce[>tional ability of the writer,

however, it has also become a vaiii-

able contribution to American liter-

ature—so much so that when piiblica-

tion was undertaken at the close of

I he war, Messrs. Doubleday, Pai^e &
Co. found the volume worthy of pub-

lication strictly on its literary and ar-

tistic merits, 'md are issunig it for

sale to the general public at $3 a copy.

The sustained and vital intercit of

this volume—almost unique in the

field' of science—is that the story is

told, not as a succession of dry facts,

but as a series of word-pictures which

impress on the mind as could be done

in no other way bow the sense of time

and of divisions of time grew and de-

veloped with the human animal,

slowly at first, but with ever-increas-

ing speed as the sense became a sci-

ence and the science neared perfec-

tion.

The foreword is a gripping moment
from the war, an apotheosis of time

registration and the synchronism of

events. From this there is a sharp

break backward to the palaeolithic

age. The pictivre in the foreword is

that of a soldier waiting to go "over

the top" at a certain prearranged

second. The first picture in the open-

ing chapter is that of a cave-woman

who watches the creeping shadow of

a towering cliff until, when it crosses

a certain rock lying in the stream-

bed, she knows that she may soon ex-

pect the return of the man-animal, her

spouse. It is by such pictures mainly

that the story of time measurement is

told from beginning to end.

Following close on the measure-

ment of daily time by the shadows,

and contemporary with the first in-

stincts of man to form into groups,

came the necessity of measurement by

groups of days and by seasons. For

the first the moon sufficed and for the

last the seasonal climatic changes.

From this the writer leads on the

picture to the time when men began

to studv the heavens scientifically, re-

sulting in the division of time into

years, the years into days and moons,

and the days into arbitrary fragments,

hours and minutes. Concerning this,

the following extract is of interest,

if only to show that the scientists of

those early days had brains and knew

how to use them :

"They divided the clay and the night

each into twelve hours, and the hour

into sixty minutes and these again

into sixty seconds. The choice of

'sixty' was not a chance shot or acci-

dent, it was carefully selected for

- practical reasons since these old as-

tronomers were wise and level-headed

men. No lower number can be divid-

ed' by so many other nuimbers as sixty.

Just look at your watch for a moment
and notice how simply and naturally

the minutes, divided into fives, fit into

place between the figures for the

hours, and because sixty divides even-

ly by fifteen and thirty, we have quar-

ter-hours and half-hours."

Then there is a backward step in

which the writer pictures how man be-

gan to model after nature; how he

caused shadows to fall from artificial

objects upon an artificially divided

dial, instead of from natural objects

on the natural dial of the immediate
landscape. This produced the sun-dial,

and the various steps of progress are

all related in the development of this

through the ages.

Finally there are the mechanical de-

vices for measuring time : the water-

thief, the hour-glass, the clock and the

watch.

For the better understanding of the

reader, the book is arranged both top-

ically and chronologically, following

the best modern precedents in history

writing. That is to say, the topics are

taken up in their chronological order

but each topic is completed in itself.

frequently necessitating a step back

in passing on to the nexJt topic.

A word must be said for the ap

pearance of the volume. The print

ing is as good an example of typo-

graphical art as it would be possible

to find. The stock used is of tha»

heavy, matt surface all too infrequent-

ly found in post-war publications. The
fuli-page illustrations, of which ther''

are twenty-three, are splendid duo-

tones, produced under the supervision

of Walter D. Teague, a well-known

New York artist, who was also re-

sponsible for the typography. The
l)inding is in harmony with the rest

of the volume.

There are appended a simple ex-

planation and description of the works

of the modern watch, a list of useful

books on watch and clock making, a

chronology of American clock manu-

facturers, and' an encyclopaedic dic-

tionary of terms.

Robert H. IngersoU & Bro. are to

be congratulated most heartily on the

splendid and unselfish contribution

both to literature and to the history of

science they have made in this vol-

ume.
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The Cost of Doing Business

IN connection with the new accoiniting system recently

released l)y the Harvard Bureau of Business Re-
search, which Mr. H. Victor Wright will explain to

Ontario jewelers in Toronto on June 22-23, an interesting

address was delivered before the Massachusetts Jewelers'

Association recently, by Mr. Richard I.ennihan, a special

agent of the Bureau, in which he said in part

:

In carrying on our investigations we find many store.^

are efificicntly conducted and are building their businesses

upon firm foundations. Without exception proprietors of

such stores realize that to know the facts about their

business a little bookkeeping is necessary. I .say a little

bookkeeping, l;ecause we have found that a complicated

system is not necessary for the average retail jewelry

store. On the other hand, many stores are running at a

loss and yet the ])roprietors do not know it. The most

common fault among the owners of such stores is care-

lessness in accounting. Last year a retail jeweler paid ar.

income tax and in the fall submitted his figures to th.'

bureau. In checking up his statement, instead of makitig

a profit, this jeweler actually had a loss for the year.

The fir.st thing we discovered in the retail jewelry

trade, and this lias been true in the other trades that we
have studied, i-. that the accounting systems in use, when
there were any, differed so widely that they gave no l)as-

is for comparison. Krom the beginning we were im-

pressed with the fact that merchants in discussing operat-

iiig expenses among themselves continuously had many
misunderstandings, owing to the fact that they were not

using the same definition for the same ideas. For ex-

ample, one merchant .stated that his operating expense

was 9 per cent. On being questioned, he said, "Oh, that's

my payroll." Or we would find that selling expense sel-

dom meant the same thing to any two retailers.

The standard profit and loss statement which we are

mailing to the retail jewelers is arranged to show the

gross profit of tlie business from the sale of merchandise,

second, the exjienses of operating the store in some detail,

third, the net profit of the business after all expenses have

l)een met. and fourth, the final surplus. The merchandise

statement starts with gross sales from which are de-

ducted returns and allowances to customers to give net

sale. The jjurchase of merchandise at billed cost and in-

ward freight on these purchases are added to the inven-

tory at the beginning of the year. From this sum, cash

discounts are deducted, then the inventory at the end of

the year is subtracted to determine the cost of the mer-

chandise sold. The difference between the cost of the

merchandise sold and the net sales gives the gross profits.

• The expense statement is subdivided into six main

groups ; selling expense, delivery expense, buying and

management expense, fixed charges and upkeep expense,

miscellaneous expense, and losses from bad debts. These

main divisions should include all other operating costs of

any retail jewelry store. Each item is an expense that

the business must bear. .\et profits cannot be accurately

figured imtil every one of these items has been provided

for out of gross profits.

If a jewelry store has a repair shop its receipts and

expenses should be kept separate from the receipts and

expenses of a merchandi.se business. In this way the

proprietor knows whether or not his repair department

is showing a profit or a loss and if a loss, he can decide

whether he shoidd, for good business reasons, continue

this department. The item showing the figures for repair-

ing and engraving and the balance of the items shown on

the profit and loss statement is what we have called the
net gain statement.

Many a retailer is convinced that his expenses are too
high, but he does not know where to begin to cut down.
.\ow, it isn't enough to know what your expenses are in

the aggregate. Vou need to find out just where your
money is going. Then you can compare your figure-

with other stores and see where you stand. For example,
last summer a retail grocer told me he had reduced his

delivery exi)ense so that it was only 4 per cent, of his net

-ales. He did not know whether this was a higher or
lower i)ercentage than the average dealer spends. The
reports that we receive from retail grocers show the com-
mon figure for delivery expense to be 2.4 per cent., 'and

that the best managed or more efficient stores are reduc-
ing this still further. By having this information the re-

tail grocers now have a basis on which to work for the

improvement of their Inisiness. This princijjle applied to

the different items of your ojjerating expenses, and bv
comparing the figures which are to be published with vour
own, item by item, you will be able to determine whether
or not any of your expenses are proportionately too high.

It may seem incredible, but even to-day some retailers

are stiil figuring their expense on sales and their margins
of markuj> on cost. If the operating exjjenses are figured
on sales, then the margins of profit must be figured on
the selling price and no' on the cost. Last .-\ugu.st I in-

terviewed a retailer and found that he was making this

mistake. I'*or instance, he purchased an article at a

dollar. His operating expenses were 25 per cent, of
sales, and, as he wished to make a net profit of 5 per cent..

he decided his gross profit would be 30 per cent. So far

this sounds well, but when he came to use these figures

which had been based on selling price he applied them to

the cost price of $1.00. He was actually selling this ar-

ticle at $1.30. Now an expense of 25 per cent, calculated

on the selling price, is equivalent to Zi 1-3 per cent, based
on the purchase price, so this article actually cost

him, to sell. i2> 1-3 cents. In other words, he was losing

3 1-3 cents all the time, believing that he was making a

net profit of 5 per cent.

To give another example of figuring operating ex-
jjcnses on the selling and margins of mark-up on cost, a

proprietor of a general merchandise store some three

years ago turned over the management or hi> business to

his uncle and went to war. In three ye.irs. $12,500 was
lost, and when :x- investigation was made to find the

reason, it was found that the operating expenses were
figured on the selling price, and the markups on cost.

.Another item that is frequently figured incorrectly is

stock-turn. We find many merchants who are dividing

net sales by their average inventory and believe the an-

swer is giving them correct figures for stock-turn. For
example, the merchant who has bought $50,000 worth of

goods and sold this amount for $75,000, would divide his

sales by his purchases and believe that he was getting a

stock-turn of IV2 times. lAs a matter of fact, he is only

turning his stock once, because he used sales instead of

cost of goods sold in determining his turn-over. In all

the bureau's studies this method is used to figure stock-

turn; divide the cost of the merchandise sold during the

year by the average of the inventory of merchandise

carried at the beginning and at the end of the year. Of
course, if it were po.ssible to have monthly inventories, a

more accurate figure for stock-turn could be obtained.

P'or general purposes, however, the method used gives a

reliable figure for making comparisons.
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Rowland & Campbell, Limited
WINNIPEG

Jobbers of Community Plate

26 Piece Seal Grain Leatherette Chest, ADAM Pattern, Illustrated

Community Plate is the Ideal Gift for the June Bride

Feature the Fancy Pieces, Knife and Fork Sets and Complete Chests

SEND US YOUR ORDER TO-DAY.

ROWLAND & CAMPBELL, Limited, Winnipeg
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A Dependable Line
There could be no more appropriate time than the

present to fill in your stock with a Sorting Order of our

Solid Gold and Gold Filled Goods
You can depend on our line to satisfy the most exact-

ing customers. Let us put you on our calling list.

JAMES EASTWOOD
Wholesale and Manufacturing Jeweler

65 Provost Street NEW GLASGOW, N.S.

What are YOU
looking for?

—Honest Merchandise?

For Immediate Delivery

Per gross on cards or loose

$31.00 F.O.B. New York

New York Funds

No order less than one gross accepted

R. GOLD PLATED

KNIVES 98'
Warranted Steel Blades

RE(;ULAR PRICE $2.00

FOR SALE HERE

v'fv?«' ri'VyV

BERNET COMPANY ^I^Y^i'-i^New York City
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AN EXQUISITE
DIGNITY

IS embodied in all IRortliaU pUtC
designs, giving them an appearance of

true refinement that so attracts the shop-

per seeking an article that will command

appreciative comment whenever dis-

played.

The wearing qualities of BOt 111311 jpla C

will add to the value by rendering a

degree of satisfaction that will, more

often than not, exceed the expectations of

the owner.

Sold exclusively through Jervelers

Stanley & Aylward, Limited

IHormanflMate
MONTREAL - TORONTO f^^

The Impression You First Create

—

with your customers is the one, that they will judge the placing of

their purchases in the future by.

A stock of

WHITING & DAVIS MESH BAGS
will attract favorable attention from the well-dressed women
comprising your clientele.

Their modish appearance, distinctiveness and lustrous silken

mesh are so evident that involuntarily a customer expresses a desire

for them.

Then, their enduring qualities and integrity will furnish you
with a satisfied customer that will return.

Whiting & Davis Company
Sherbrooke, Que.
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INCOME GROWING. They make

FRIENDS as well as SALES.

WRITE TO US.

ROSLYN E. HART
TORONTO, ONT-.

n 1

1

CONJOMJEWELWOOBPOMTIONy
MAIN OFFICE !08 FULTON ST. NEWYORK-
UWOWN SALES OFFICT, BUSH TERMINAL SALES DLDG

; ^
CHICAGO OFFICE HEYWOflTH BLDC \:^

"'

iili

'ipifp'ifiri'irp

Unbreakable Crystal Inserter

NO CHARGE
We will send this indispensable

machine and complete outfit

Prepaid subject to your approval.

Drop us a line at our expense.

Dominion Jewellery Importing Co.
s u.f-: DLsriiinrToiis foh caxaha.

Swift-Cope land Building, 489 St. Paul St W., Montreal
I leiiKiiist TMl ions rheerfully Kiveii at Toronto Jewellers Supply Co.,

30y Lumsden IJuilding, Toronto.

Western Representatives;

Bricker Jarvis Co., 27',t Garry Street Winnipeg. Man.
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Beautiful Waldemar Chains '::„Xr^:Jl
chain in conjunction with Fancy Bars or Links. A few suggestions illus-

trated below.

iMi w I mrrn -\-n -\-\- -mn—tit w jin-r vr -i—r«r ii^frrawrmrrrrrrrr- r" wTrrrrrrrt

ELECTRIC CHAIN CO. OF CANADA, Limited
21 RIVER STREET, TORONTO

The Coining Season
will bring an extensive dentiand for

Pearl Strings
We have an extensive assortment of

Indestructible Pearl Strings
in all lengths, uniform and graduating sizes. These strings are

very attractive, and range in price from

$3,50 UPWARDS
Samples sent on request

EAVES BROS.
128 Bleury Street Montreal
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Announcing—
The Return of "Kingsway" Plate.

Manufactured by SUCKLINGS LIMITED, of Birmingham, England.

MR. W. T. EVANS
518 ST. CATHERINE STREET WEST, MONTREAL

desires to inform the trade that he is now in a position to accept orders for this well-

known line for import or for stock on hand.

''Catalogue submitted on request"

Oriental Bead
Necklaces

Artistic Combinations

Beautiful Designs

Attractive Colors with Inlaid Gold

A Real Beauty of the Old Orient

New Shiprr ent Just Arrived

Write at once for a Sample Memo Package to

BORRELLI & VITELLI
Coral Manufacturing Co.

36 Toronto Street - TORONTO

Telephone Adelaide 3393

The Imperial

Refining and Smelting Co.

of Canada

General Assayers and Refiners of

Platinum, Gold, Silver, Sweeps,
and all kinds of Precious

Metal Wastes, etc.

Exclusively a Canadian organization, hav-

ing the necessary experience to give you the

most efficient service in the refining of your

wastes.

We refer you to the trade.

32-38 Beverley Street

Toronto - Ontario

NECKCHAINS Silver, Gold Filled

10 and 14 Karat

IN ALL LENGTHS AND PATTERNS

The
Trade-Mark

E. SAINT-LOUP
46 Notre Dame Street West

is a symbol of

Integral Quality

Importer
MONTREAL
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iWire ?Brosi.
IMPORTERS AND CUTTERS OF

DIAMONDS

AMSTERDAVI ANTWERP

We are specializing in

Tea and Coffee Services
made in

Sterling Silver E.P.N.S, and E.P.B.IVI.

Lei us show you our registered designs

JOHN ROUND & SON, Limited
51 St. Paul Street West - Montreal

Also Canadian Sales Agents for

The Middletown Silver Company
MIDDLETOW^N, CONN.

MAKERS OF MID-SIL-CRAFT SILVERWARE
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BABE'S
BEST FRIEND

PACIFIER
AIR-PROOF

NON-CORROSIVE

PNEUMATIC

INSURES
EASY TEETHING

MADE IN GOLD. SILVER AND PEARL TRIMMINGS.

Z. A U E REACH & CO.
Distributors for Canada

120 St.' James Street - - . . MONTREAL

The interior construc-
tion of

BABE'S
Best Friend

PACIFIER
is Aluminium, non
corrosive. The nipple
easily replaced by un-
screwing plug— is not
gelatine-filled but
pneumatic and air-
proof. Always offering
a hard bite for the
gums and helping the
teeth through.

A Hygienic
Comfort for Baby

WATCHMAKERS AND REPAIRERS
EFFICIENT AND CAPABLE WORKMEN.
QUICK SERVICE AND S \TISF ^kCTION.

George D. Neima & Company
Clayden Bldg. - TRENTON, N.S.

WE IMPORT
WATCHMAKERS' TOOLS AND MATERIALS

JEWELLERS FINDINGS
IMITATION AND REAL STONES

Headquarters for Waltham Material for
Maritime Province!

ARTHUR W. THOMAS
188 ARGYLE STREET, HALIFAX, N.S.

M. Lewis Mittenthal
Loose Diamonds

Selection Parcels Sent on Approval

286 St. James Street MONTREAL

S-E-A-M-L-E-S-S

Wedding Ring Blanks
Suitable for engraving and stone setting

Thesfe ring blanks are seamless and uniform in size;

manufactured in the following widths

:

Half Round

Flat . .

Beveled

Half Round Flat

2m/m 2i4m/m 3m/m 3^m/m 4m/m

2m/ra 2^m/m sm/m
2ra/m 2i^m/m sm/m

BAKER & CO.. INC.
Ki-fintTs and Workers uf Platinum Gold jrid Silver i

o J -o
54 Austin St r^.i,, l* il ..

30Chur.hbtNrwYorl. [VEWARK N J ^ ^ W''*'^''' *"'' *""«"

Bevelled
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The Latest in Stock You Need
Our three travellers, Mr. Rill, Mr. Watson and Mr.

Lipetz, are now on their Western routes with a complete

line of badly needed goods. Featured are the finest

designs in Novelty Beads, just received from Paris,

France. Very fashionable, pretty, and sure to make a

hit this season.

Large stock of Bracelet Watches

—

SVa, 9^ and lO'/z

ligne Swiss movements, cased with Empress, Fortune,

Cashier, 10 and 14 kt. gold cases.

We specialize in silver and nickel Cigarette Cases, made
by the best manufacturers.

Just received large stock of Watches, particularly the

finest Swiss movements, in attractive dial and face pat-

terns, manufactured by the Tavannes Watch Company,
in all sizes. Famous horologists favor these for precision

in time-keeping. None are better.

Write for any desired information.

The Canadian Jewelry & Importing Co.
Established in the West since 1 900

192 Bannatyiie Ave. Winnipeg, Man.

SU REFIT
Means a perfect Watch Strap for both Ladies and Men, which can be worn with the greatest comfort
and assurance that you are not going to lose your Watch. It is easily attached, requires no adjustment,

and is always ready for use, as it does not become flabby by stretching.

MEN'S
STRAP PATENTKD

Bracelet Expanded.

Both the Ladies' and Men's Straps are made in 14 Kt. gold, 10 Kt. gold, l/jO rolled gold plate,

sterling silver and American silver, having in all qualities an expansion of 1% inches.

The catches on the Men's Strap are made in 5/16, 7/ 1 6 and 5/8 inch, which fit all size watch lugs.

Now is the time to stock this item.

r.ATENTKK 'mmmwmmmmm
Closed.

LADIES-
STRAP

Showing Watch Hooks and Bracelet Expanded.

This item is not a novelty, but an article which will last and be worn as long as the Wrist Watch is in

style, and it has come to stay.
Sold through the Vy/holesale Watch and Jewelry Trade.

BLISS BROS. COMPANY,
"The House with Something New All the Time'

Attleboro, Mass,
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"Goods of Qualil])"

SELL THE BEST

The latest addition to

our factory is a special

department devoted to

the output of silver-

plated

Shaving Sets

of all kinds. This line

features Quality
coupled with low
prices.

Announcement

We also manufacture
a full line of medium
grade plateware, at

very low prices, that
will be found very at-

tractive by jobbers and
dealers.

"Place Your Sample Orders NoTi>"

J. D.CAMIRAND& COMPANY
Manufacturers

149 ST. PAUL STREET WEST
MONTREAL

J. G. COFFEY
Wholesale Manu/acturins Jeweler

Specializing in fine 119 ST. ALEXANDER STREET

™"i*^.!!;Tc* MONTREALGOLD RINGS p^^^e Up. 6980

Don't lose the money that can be made

in repairs. If you cannot handle the

work, send it to us. We have the men
and material to do all your repairs and

give you service.

DON'T FORGET : Every material order
is filled by a watchmaker

KLEIN & BURROWS
40 Colborne Street - TORONTO

Public Clocks
Church Bells
Highly specialized skill is needed to make and

fix satisfactorily big public clocks and bells.

We have been Clockmakers since 1 844 and

Bellfounders since 1877, and our work
stands all over the world.

All our clocks, from small house to largest

Town Hall sizes, are made throughout in

our Croydon workshops, and are, therefore,

guaranteed in every respect.

We cast and fix bells anywhere, in any

weight, specializing in complete peals scienti-

fically tuned and remarkably pure in tone.

Enquiries invited.

Suggestions and estimates supplied.

(Bilktt d Johnston
iFoun^cts of niang famoug bella

England

DO YOU NEED CASH?
We pay market prices for Watches. Diamonds and

Jewellry; also buy Jobs regardless of amount.
COMMUNICATIONS STRICTLY CONFIDENTIAL.

The Reliable Jewellers and Diamond
MERCHANTS

113 Windsor Street MONTREAL

R. JACOBS & BRO.
DIAMONDS EXCLUSIVELY
Send ua your appro, orcier*. We aaaure you of

prompt serrice and Talues second to none.

15 Yonge Street Arcade - TORONTO



THE TRADER Q7

First Class Improvers Ready for Positions
Positions wanted within two or three months for first-class improvers, Graduates

of The Ontario Horological School, Limited. These men are all returned soldiers, who
have had about ten months of intensified training in the School under the careful super-

vision of Competent Instructors. For further information, write to

—

J. R. JUPP, Principal,

Ontario Horological School 345 Adelaide St. W., TORONTO

Busine** Chances
FOR SALE—Jewelry and Optical Business

in good manufacturing town of over
five thousand, with good surrounding
country, annual turnover about fifteen
thousand, stock and fixtures will in-
voice about ten thousand; can reduce
-some. Can be bought for considerable
under to-day'.s cost. Small opposition.

-.). G. Collinson, I')undas, Out.

JEWELRY STORE IN MONTREAL
FOR SALE.

Central location, on St. Lawrence Boule-

vard, near St. Catherine Street, large

general clientele, established ten years;

good staple stock, and first-class fix-

tures, selling on account of health.

Apply Box 614, Trader.

MARKED TENDERS will be received by
the undersigned up to the 15th day of
May, 1920. for the stock in trade con-
sisting of Watches, Clocks, Jewelry.
Silverware, Fixtures, and such other
merchandise owned bv the late Allen
McFee ,of the City of Belleville. In-
ventory to be seen at place of business,
west side of Front Street—also at so
much on the $1.00 for the book accounts
outstanding and unpaid. Any tender
not necessarily accepted. — O'Flvnn,
Diamond & O'Flynn, Solicitors for ex-
ecutors, Belleville, Ont.

JEWELRY AND OPTICAL BUSINESS
for sale on north Yonge Street, Toronto.
Good, clean stock; stock and fixtures
about $2,000. Great chance for good
watchmaker. Box 612, Trade..

Business Wanted
WANTED—Jewelry and optical business

in Ontario, Western preferred: town of
ten thousand or over; state amount of
stock, with lowest cash or term price
also particulars as to lease, etc Box
613, Trader.

WANTED—To purcha.se jewelry businessm good Ontario or British Columbia
town. Business to have from $8,000 to
$15,000 turnover per year. Give full
particulars in first letter. All replies
will be confidential. Box 617, TraderWANTED—By returned soldier to lease
or purchase watch repair department
in retail city store; twentv years' ex-
perience and owner of retail store prior
to enlistment; West preferred. Box
619, Trader.

Situations Vacant
YOUNG WATCHMAKER WANTED—

A

young chap with a fair knowledge of
watch work, clocks and ordinary en-
graving, and capable of clerking. In
fact, we want a man who wants to
work himself into the business, as one
of the firm. This is the best city in
Canada to-day; we also observe, five
months a year, Wednesday half holiday.
Can you play hockey? Apply to Heffer-
nan's Jewelers, Kitchener, Ont.

WANTED
An Engfraver to go to Halifax
Must be able to do monograms, signet
and any other engraving on jev\/elry or

watches. Sjplendid opportunity to first-

class man. Expenses paid. Address
commuications to the

MAIL ORDER ADVG DEPT.,

Robert Simpson Co., Limited
Mutual Stret, Toronto.

FIRST-CLASS WATCHMAKER wanted,
salary $35.00 per week, to right man.
Apply to Leach & Vickery, N'eepawa.
Man.

FIRST-CLASS WATCHMAKERS wanted
at once; highest wages paid. Plaxtons,
Limited, Moose Jaw, Sask.

WANTED—First-class watchmaker, $40.00
per week. Apply with references, A. A.
Syman, Jeweler, Saskatoon, Sask.

WANTED—Pirst-class watch repairer,
state wages and experience in first
letter, also references. E. P. Battley,
Sarnia, Ont.

WANTED—Jeweler one who can do or-
dinary jewelery repairs. Apply stating
salary and experience. Hicks and Pentz.
Regina, Sask.

WATCHMAKER WANTED—Four or five
years' experience; a good chance for a
good, young man; permanent position
and good salary. Apply Box 611, Trader.

WANTED—First-class watchmaker and
engraver. Permanent position to the
right man. State references and full
particulars in first letter. S. W. Chad-
wick, Box 96, Simcoe. Oni.

POSITION open for jeweler capable of
doing all classes of work in small shop.
Interior of British Columbia, .\ddress
Box 616, Trader.

YOUNG MAN—lOxperienced watchmaker,
to take in and report on watches, do
window dressing, and serve in stoi-e.

Send photograph with application; state
salary, and previous experience. H. R.
Chauncey, l.,imited. Jewelers, Calgary.
Alta.

Positions Wanted
WANTED—By young man as watch-
maker, have four years' experience,
ordinary watch, clock and jewelry re-
pairing; best of references, (Eastern
Ontario preferred). Apply Watchmaker,
P.O. Box 129, Arnprior, Ont.

WANTED—By first-class watchmaker of
seventeen years' experience, position
in charge of repair department or
charge of branch store; salary and com-
mission basis. ISox 620, Trader.

WANTED—Young man desires position
as second watchmaker; authentic re-
commendations upon request; only first-

class place will be considered. Applv
Box 615. Trader

Articles for Sale

FOR SALE—Trial case set in (juarter-
cut oak, complete with plate glass top.
containing one drawer; in first-class
condition, from .12 up to .20 spheres,
cylinders from .12 up to 5 cylinders.
First check for $90 takes it. Appl\-
Irvine Kline, 10129 Jasper Ave., Ed-
monton, Alta.

FOR SALE—Jewelers lathe, with chucks,
etc., electric motor for same; staking
tools, engraving block, nearly new;
bargain; seventv-five dollars tl^e lot.

Box 618, Trader.

FOR SALE—Eiglit foot sil.-nt salesman;
plate glass top and front, double
diamond sides, plate glass shelf; one
hundred and fifty dollars: packing
extra. F. M. Cockburn, 8 Colborne St.,
Toronto.

Articles Wanted
WANTED—A lathe, and K. and D. stak-
ing tool. State price and full particu-
lars. Reply Savage & Co., Guelph. f)nt

Ptwne

SACKVILLE 2179

Factory, Show Rooms and Offices

HALIFAX. N.S.

39 Duke Street, Opp. City Hall.

Canada
P.O^BOX 9

H. R. BERGMANN & CO., LIMITED
WHOLESALE AND MANUFACTURING JEWELERS

WediUiK BloA
DUmond Sinn
Bncelet Watcha
WaUhun Watches
TaTannet Watclu*

Jewelry of all deacrtpUon—
Gold. OoM-FUled and Snnr

ChliiM. Btrlklnc and Alarm Clocka
SU»w Platwl Flat Ware and Cut Olaia
Watch Caaea. AmerlnB Watrh Case Co

Importers of
'"

'
' '''

WATCHMAKERS- AND JEWELERS' SUPPUES

Engravers, Gold and Silver Platers to the Trade.

EVERYTHING FOR THE JEWELER

Jtifn\T7 Boxes '

crock Material

Watch UatOTlal

Window rizturas

Tools and Uachlnerr
PredouB and Seml-Preclous SUMua
Electric Power and Pollshlnc Uoton
and General Supplies ot all klndi far

Watchraaksis. Jewalsrs and Klndisd Trad*
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W. CASPER, Limited
IMPORTER OF PRECIOUS STONES

Pearls and Half Pearls

Appro. Parcels sent on Request

no Church St. '''"i%?"» TORONTO

WHEEL CUTTING
For Wat<-lH's and Clocks

STAFF TURNING
Trade Watch Repairing

E. CHARBONNEAU
201 St. Janus St., MONTREALi IMion<- M. 7152

TRADE WATCH REPAIRING
All kinds of high class watch repairing handled.

Efficient and capable workmen.
Service and Satisfaction.

BARTLETT & WAKEFORD
45 Richmond St. E. Toronto

Phone Main 3470.

BLACK CAT MASCOT PINS
Wear this pussy you will find
Fortune will be always kind,
For as sure as she is black,
You good luck will never lack.

Sterling Silver, $3.25 doz.; $36.00 gross.

THE TORONTO TROPHY CRAFT CO..

1711-12 Royal Bank BIdg., Toronto.

YOU WANT
accurate woik and prompt ri'turns. We a.«.sure tlii.'^

in inpairiiin chronoKiaplis, and all kinds of watches.
Hive us a trial order and be convinced.

St. James Ctiambers.
7U Adelaide St. E. HARPER & CO.

TORONTO.
Tel. M. 6268

A CARD SPACE ON THIS PAGE WILL
BRING SURE and SPEEDY RETURNS

It will reach 99 per cent, of the

reputable Jewelers in Canada.

41 years of continuous publication to support our claims.

Write for terms.

Horace Dorer
Jewellery Sales Expert

For the Legitimate Trade
Only. Sales Conducted
Anywhere on the North
American Continent.

357 COLLEGE ST.,
Toronto, Ont.

604 CANADA BLDG.,
Winnipeg, Man.

669 GRANVILLE ST.,
Vancouver, B.C.

Telegraphic Address:
709 4th Avenue,

New Westminister, B.C.

Clock and Watch

Dials Renewed and Re-Figured
Any Style

GENERAL ART WORK

Acme Drafting & Art Company
315 Bank of Nova Scotia BIdg., Vancouver, T.C.

HOWARD ANTHONY
Specialist in trade watch repairing. Our facilities

enable us to handle your repairs quickly and with

assured accuracy. A trial order will demonstrate.

2 I 5 Hamilton Trust Building

57 Queen St. West - Toronto

Phono Uptown 6640. 511 St. Catherine St. West.

C. H. A. GRANT
Manufacturers' Agent

615 DRUMMOND BLDG., MONTREAL.
Specialties: Bracelet Watches, Military and others.

Tavannes Watches, Diamonds.

IVORINE MINIATURES
Copied from Photog-aphs Delicately Hand Colored.
Quick Delivery, Permanency and Satisfaction Assured.

Suitable for Lockets, Brooches, Pendants.
Our Own Exclusive Process.

MINIATURE & MEDALLION CO. Reg'd
128 St. Peter Street, Montreal, Que.

PRESTON, ONTARIO
is the address of

Canadian Horological Institute, Limited

which was founded at Toronto in 1890
by H. R. Playtner.

Wm. Campbell Engraver
Letter and Ornamental work to the trade

Quotations on application

Room 323 Lister BIdg.,
(King William & James Sts.) Hamilton, Ont.

Large Profits Guaranteed

AUCTION & SPECIAL SALE
Put your business on a cash basis
The world's greatest newspaper in an editorial
says,—

"It is a fair presumption that we are headed
for economic depression. There is one way
to avoid it—we must put money away." If

merchants fail to get on a cash basis, they
ignore the disasters of the past. Write

G. W. WISNOM
Box 316, c/o "Trader & Canadian Jeweler"

TORONTO, ONT.
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10
WATCHMAKERS

AT YOUR SERVICE

JOHN L. DAVIS
{lale of Ryrie's)

Wishes to Announce to You that he has

taken over

The Sun Watch Co.
Room 408 Lumsden Building

Phone Main 7637

cor. Yonge and Adelaide Streets, Toronto

and is prepared to handle your work, no

matter how large the quantity may be.

Write and ask regarding our new system of

handling your Watch work.

All wot}( guaranteed

The SunWatch Co.

Wickett & Smith Co.

Gold Refiners

Sweeps Smelters

OLD GOLD, SILVER and
PLATINUM Bought

71 Lombard Street, Toronto

GOLDSMITH BROS
Smelting and Refining Co.

Limited

SWEEP SMELTERS
Refiners of

Gold, Silver and Platinum

Accurate returns made oh Scrap

•ame day shipment is received

CANADIAN PLANT

24 ADELAIDE W. - TORONTO

Kennedy & Williams
SUCCESSORS TO

W. R. Campbell Co.

P.O. Box 223

Wholesale and
Manufacturing Jewelers

WINNIPEG

V•! • r • Watch Glasses

manufactured at Verreries Trois Fontaine's,

Lorraine, France, are correctly gauged, easily

fitted, with less breakage.

H. R. BERGMANN & CO., Limited - HALIFAX, N. S.
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EMBLEM DESIGNS

1480 1694

m
1695

1667 1568

1680 1692 1693

MADE IN GOLD, SILVER AND BRONZE
ENAMELED AND UN-ENAMELED

HERPERS BROS., NEWARK, N. J.
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WANT .\I> I'AfJK 97.

A
Acme Drafting and Art Co. . . .

.
•

»»

American Watch Case Co., Ltd »

Anthony Bros ^
Anthony Howard ^»
.\uerbii.h. Z. & Co ^*

B
1 '.aillfH & Waiteford • • ^8
Bergmann. H. R., & Co »7, 99

Uemister. H. A «"

Baker & Co., Inc 1%
ISorrelli & Vitelli -'^

Bliss Bros. Co ^*

Boas, J „,
iJelais, David ^*
I Jackes and Strauss J*
Berner Co '*''

C

Camirand. .1. I >. i^ Co "6

f^asper, W ^°
Campbtll, W. K.. Co ^^

Canadian Ball Watch Co ^«
Cana<lian Seamless Wire Co 81

Caron Bros :' '
' V„' J

i

Canadian Wm. A. Rogers, Ltd. ...12. \i

fanadian Horological Institute '»

Coffey. .1. Cx 96

Campbell. W^m • ^°
Charhonneau. K -^o

Coulter. .1. & Co.. Ltd. .
.•

\
(Canadian Elgin Watch Co oS

Conjoint .Jewelry Corporations 90

Canadian .lewelry & Importing Co. .
. 95

D
Dorer, Hoiace 98

Dominion Jew<lry Importing Co. ... 90

E
T'lectro Silver I'olish 60

Eaves Bros ^1
K;istwood, James & Co »8

Ellis & Co., P. W 65, 66, 67

Elgin National Watch Co 85

wectric Chain Co of Canada 91

mtott-Blshop Co 15

Kvans, W. T »2

Gilbert, Wm. L.. Clock Co 21

Goldsmiths' Stock Co
19, 20, 21, 22 and Back Cover

Goldsmith Bros. Smelting and Refin-

ing Co ^x
Goldstein Jewelry Mfg. Co ^<

Grant, C. H. A.' 98

Gundy-Clapperton Co., Ltd 4

Gunther. E. & A. Co 16, 17

Gillett and .lohnston '»

H
Hammel Riglander & Co
Herpers Bros
Heintzman. Gt-rhard, Ltd
Hart, Roslyn E • • •

Imperial Refining & Smeltmg Co.

J

Jacobs. R. & Hro
K

Kennedy & Williams 99

Klein & Burrows 9b

Kendrick and Davis 1"

L
Lee.s, Geo. IT. & Co.. Ltd., Front and

Inside Back Cover.
Levy Bros. Co., Ltd 64

Lorsch, Albert & Co., Inc

IS
100

90
92

96

67

M
Meriden Britannia Co
Mabie, Todd & Co
Milligan, W. A. & Co., Ltd
Michalson, I. I>. & Sons
Miniature & Medallion Co
Middletown Silver Co
Michalson, M. & Co
Mittenthal, M. Lewis
Mire Bros
Montagnes, I. & Co
Mvers, S. P. and Co
Montreal Envelope Co

N
Xew Haven Clock Co
N'ational Cash Register Co. of Canada
Neima, Geo. D.. & Co

68
25
5

29
98
93
83
94

93
56
26
60

17
33
94

Oneida (Community 34
Ontario Horological School 97

Reliable .lewelers and Diamond Mer-
chants 96

Rogers, Wm. Mfg. Co 55
Rogers, Can. Wm. A 12, 13
Roden Bros 19
Rowland & Campbell 87
Roy Comi)any, Ltd 10
Round, John & Son 93
Rolex Watch Co 31

S

92Saint -Loup, K
Speyer and Co
Saunders, II. & A Inside Front Cover
Saunders, Lorie & Co 3
Standard Silver Co -102
Stanley & Alyward 89
Schwob Bros 11
Stevens-Hepner Co 60
Sweet , John & Co 28
Sonora 56
Stauber & Baltzer 32

Thomas. Arthur W
Toronto Trophy Craft Co.

V.T.F. Watch Glasses

94
98

.16, 18. 99

W
Waltham Watch Co 101
Whiting & Davis 89
Wickett & Smith 99
Wisnom. Geo. W.
Wittnauer, A., Co
Wilmort Ash Tray
We.stt-rn Clock Co
Watchmakers Document, Inc.

98
9

20
30
60



THE TRADER 101



102 THE TRADER

Stock this Silverware
For 1920 Sales

9/re If
lanmtowv

LAST year— 1919—was a good one for us. In

all Standard Silver lines sales jumped in leaps

and bounds. 1920 will be another banner year.

For, with every day that comes, new dealers discover

that

Holmes & Edwards
"Silver Inlaid" and "Super Plate"

Flatware

and our other trade-marked products are the lines that

sell—the lines that provide the greatest margin of profit,

the lines that give complete satisfaction to customers.

Get in touch with us for your requirements. It will be

to your interest to handle this silverware for 1920.

The Standard Silver Company
of Toronto, Limited

1 Madison Ave. North - Toronto

Holmes & Edwards Silver Inlaid and Super-Plate

Protected

Where the Wear Comes
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READY MONEY FULL VALUE PROMPT RETURNS

For Your

OLD COLD, OLD SILVER a.d PLATINUM

Gold Filled Cases, Rolled Plate Scrap, etc.

Send your parcel to us. Our refiners are experts of many

years' experience, and by return mail you will receive cheque

(or money order if you prefer it) for the full, honest value of

your scrap.

We can afford to pay the highest returns because w^e are at

no expense in disposing of the pure gold recovered, using It all

—and much more—in our Jewelry manufacturing business.

Then, our guarantee to return your parcel as received should

our valuation be not entirely satisfactory, protects you from

any possible error or regrets.

For over a quarter of a century now the house for satisfaction

to the Canadian Jeweler has been

GEO. H. LEES & CO., Limited
Gold Refiners KAVIILTON, ONT.

The OlcSest Established Gold Refiners in Canada
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Figure Your Watch Costs in this Way
1st—Cost of movements.
2nd—Cost of making good your guarantee.

Do this and you'll save money both ways by pushing the sale of Waltham Watches

Waltham Watches ^^Etu/rf *i:^e

3/0 Size—"Equity," 7 jewel, open face, movement
only $17.00

3/0 Size—"Equity," 7 jewel, open face. Fortune
gold filled, expansion bracelet, complete. Xo.
2910 24.80

3/0 Size—"Equity," 7 jewel, open face, Empres.s,
rolled pold plate, expansion bracelet, complete.
Xo. 1910 23.80

"Equity" Watches made by Waltham Watch Co.

6 Size—Wrist Watch. T'eerless, gold filled, con-
vertible case, expansion bracelet, 7 jewel,
"Efiuity." complete. .\'o. 6010 $32.40

"Equity" Watches made by Waltham Watch Co.

12 Size—"Equity," 7 jewel, open face, movement
only $15.00

12 Size—"Equity." 7 jewel, in open face. Nickel.
No. 1200 17.40

12 Size—"Equity," 7 jewel, in open face. Empress.
Xo. 1220 19.80

12 Size—"Equity," 7 jewel, in open face. Fortune.
Xo. 1230 22.00

16 Size
—"Equity," 7 jewel, open face, Nickel Case,

3 Size—Black Silk Ribbon, Wrist Watch 7 jewel, complete. Xo. 1000 14.20
"Equity" movement. Same, in 15 jewel. X'o. 1014 20.00

In Empress Rolled Oold Plate, completej $23.30 16 Size—"Equity," 7 jewel, open face. Fortune,
In Fortune. Gold Filled, complete 24.30 Gold Filled, plain case only. ,\o. 1008 28.40

"Equity" Watches made by Waltham Watch Co. "Equity" Watches made by Waltham Watch Co.

Prices quoted are established to consumer. Discount to Jeweler same as on Waltham Catalog.

"The House for Waltham \^atches since 1865 "

^^ GoLDSMITHS\(oMPANYof&iIs/ADA
Kf TORONTO /

LIMITED
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* IS so capable a judge or service and ^ ^ service worthy or the patronage of |i
|..-..v.v|

because of the outstanding position ^A i^$ '^&S<ife^'S?ri^<f® fhe best jewelers—and what's more, I |""-"'l

by Mr. Skinner m the W ^ -^^-^
^^.^ ^^^ ^^

,.,_ |.....|

[ } Canadian jewelry trade. •! |.:.:.:|

1 ^kcrltrnnhcd^uc. 4th. May, 1920. ji Ie^

I (Jeo. H. Lees & Co., il |::::::;|

L
j

Hamilton, Ont.,
1 1 1111

Gentlemen,- ji |:::::^|

i; |E:;;|

I am pleased to say that the Past Masters' || |::7:;^

ii |;;;E|

Jewels ordered on April 14th., came to hand in good time for ji |:::::;|

the presentation. H |;;;:::|

I
I must again express my appreciation for the Ij |;;::;i|

I beautiful design, substantial weight, and high class worlanan- H feE:";|

I
i; |:::::::|

'

I ship. H |E3
I Youra very truly, U |::p:|

I
: : ^; I

I-

1

'"'™'
.

Q^U-^..^ Ill
H |E::i

I
5,vv '^o vV'i'^'v^'' <4'S^S^«-4!>?;!SS!S»i^^ |';£;;|

" "^^ i'^t-^'^-C'^v-:'^^^ Seo. Ul Lees Or Co., Ltd. iif''/^^^:^^A^—-JU

s;?vZ>^;^'^'^^"^"^^'''^Pip^^^^ 4.;^—-^^^^^^^i jj^sj^^^l^^^^^,^^^
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Summer Styles

Summer styles in ladies' clothes lend themselves

particularly to one style of jejvelry.

The LaValliere.
The H. & A. S. line of La Vallieres is all em-

bracing.

New styles—original designs, all showing that

superiority of workmanship and finish for which we
are noted.

1 4^. set with real pearls and all genuine colored

stones—sapphires—peridots—amethysts, etc., both

in the drop styles and wide necklets—also a small

but Well selected and saleable line of 10/f. Cameo
La Vallieres.

Boom your summer sales by showing these

goods.

Write for a selection or see our travellers.

Visitors to the convention of the Ontario Jewel-

ers' Association are requested to maffe themselves

at home in our offices.

H.& A. Saunders, Limited
** Makers of Jewelry that is Different "

TORONTO, ONT.

G. W. Reid & Co., Ltd. of Truro, N.S., are our Representatives

in the Maritime Provinces.

Si.

m

^v

m.

^i^^i^wm^^^W^^W^^WW^MWW^WW^^^W^W^WW»
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The House of Quality

1883 1920

M
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!^ ay h^,

I! nrar jS5f BfRT

Makers of High Class

Platinum and Gold Jewelry

iTIUDC nAiW

SAUNDERS, LORIE & Co.
LIMITED

TORONTO CANADA
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New Designs—Unusual Effects

/T^ LOVER-LEAF designers and craftsmen have been quietly

evolving a refreshingly new series of designs, shapes and

cuttings.

We honestly believe nothing finer has been produced in cut-

glass than these original, artistic creations—beautifully hand-carved

on flawless Belgian blanks.

The water-set illustrated above—showing a superb design of

fruit and flowers—is but typical of our whole new offering. Many
pieces are fine specimens of the rich intaglio treatment.

To add distinction to your displays—to awaken added interest

in this profitable line—to meet the demands of gift purchasers and

v' customers who demand exclusiveness and quality

—

get in touch with us at once regarding these new

creations from the Clover-Leaf workshops.

/C^lmr£D

Albert Street TORONTO
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"Gifts That Last"

llliiillliiliiiillliilliiiflllillliillliilliiilllllllliilllillllllllllllllllll

Should be a popular and appropriate

slogan of the jewelry trade.

Gifts are very much m evidence during

the month of June on account of the large

number of w^eddings as w^ell as the numerous

graduations celebrated during that month.

W. A. Milligan Company do manufac-

ture a line of jew^elry that w^ill give the maxi-

mum service to the w^earer. They are truly

beautiful, but beauty alone is not enough.

The customer must rely on your w^ord and the

makers for Quality. Your customer can see

the beauty and our reputation is behind the

quality. You may safely recommend any

article vv^hich bears our trade mark.

W. A. MILLIGAN & CO.,
LIMITED

137 Jarvis Street TORONTO
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"Be rulecl by Time -tke ^wi^^^t

counLselor of all

'

Paraphrased ihis saymg migJitread

Be ruled by

EiLGIN
tne truest time of all

J

The

Canadian Elgin Watch Company
LIMITED

Traders' Bank BIdg. :

:

Toronto

^^,fii^<fi^<^<^'i^.
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r^OULTER'S AGE
Being a page devoted to a
monthly buying, selling or

display suggestion to the
trade in general.

YOUR
Opportunity

You are to deliver a cab-

inet of silverware on a cer-

tain date in June. You or-

der it immediately or per-

haps you have it on hand

now. Of course, you ap-

preciate the opportunities inr

displaying this cabinet dur-

ing the interval — friends

will come in and 'look over

the wedding or anniversary

presents in advance — it

will mean more orders of

silverware during the gift

month of June and later.

Place COULTER CABINET

on display now. We have

an attractive range for im-

mediate delivery.

To please every taste, we

now have the following

French Satins—just receiv-

ed — Emerald, Royal

Purple, Blue and Myrtle.

The J. Coulter Co.

of Toronto, Limited

80-82-84 Chestnut Street

Next the Armouries

NO. « Mahoyany ScMpitUiiic, will liold 18(» im ^ r . Dclivi'iy ton (lays.
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A Satisfied Customer
NE of the largest and best known jobbers in Canada

recently said to us:

"In the twenty-five years we have been handling your goods,

we have never had one complaint, either directly from dealers,

or through them from customers who had bought your cases.

Every case seems to have given complete satisfaction from start

to finish.

"It is a pleasure to do business with a manufacturer whose

standards of quality are so consistently maintamed that every

customer is a satisfied customer."

We may be pardoned for feeling gratified at receiving an un-

solicited testimonial of this kind to the success of our guidmg

principle—namely, that a satisfied customer is the best business

asset, and that the surest way to have satisfied customers is to

see that every article that leaves our factory is as perfect as we

can make it.

P

WINGED WHEEL

The Trade Mark
of Qnalitf

The American Watch Case Company
of Toronto, Limited

511 King Street West, Toronto

F^^^^^'I^^IIIIIIIIHIIHIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIIU^ ^m
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The Pleiade
'^ The best thin movement made'^

While only 25 Douzieme in height, it leaves ample room for a full 1 2s balance wheel.

The expanding hair spring is also free from any interference of a centre wheel and con-

sequently is scientifically as safe and capable of close regulating as any 12 or 16s regular

height movement.

We are now introducing this watch to the trade m Canada with the assurance that it

will please both dealer and wearer (the improved state of affairs in Switzerland mak-

ing it possible for us to secure them in large quantities.)

It is made in 15, 17, 19 and 21 -jewelled movements only and cased in tasty, neat and

distinctive cases that will attract the eye of everyone who inspects it.

"Ask your jobber about this watch, he will

be glad to give you further information"

SCHWOB BROS.
701 McGill Building - MONTREAL

General Agents for the Tavannes Watch Company
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^ I ' HE Ancient Arabic Order of

-^ Nobles of the Mystic Shrine is

the playground of Free Masonry, open

only to Knights Templar and 32nd
Degree Masons.

Founded in 1871 at New York by

Dr. Walter M. Fleming. Mr. William

J. Florence and Professor A. L.

Rewson.

In these and in all other

IRONS & RUSSELL EMBLEMS
the reliability comes from the strict

ideals of maintained quality that

have marked our policy throughout

fifty-nine years exclusively devoted

to the making of dependable em-

blems—dependable alike to dealer

i and wearer.

All catalofiue prices withdrawn.
Merchandiff sold siilijrct to price
(I I tun" of shipment.

EMBLEMS Exclusively Since 1861

Three Convenient Distributing Center*

Main Office and Factory :

PROVIDENCE, RHODE ISLAND, U.S.A.
New York Of.ice Chi'' *eo Off ce :

11 Maiden Lane 10 3. Wabash Ave.

IRONS 6^RUSSELL CO.
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BUILT ON GOODWILL
For twenty years, month after month and year after year, Roy Company,
Limited, has been building GOODWILL through its service to the hundreds

of Retail Jewelry Customers everywhere in Canada.

Seventy-five experienced and expert workmen are employed in this

large establishment. Their skilful hands produce gifts that please

and last and sell profitably.

It is a real achievement to be equipped m every way to give prompt service

and solid satisfaction to all Jewelers in any requirements of Gold Jewelry

and Diamonds and other precious stones.

Careful attention given
to approbation requests

Roy Company, Limited
Roy Building, 21-23 River St.

TORONTO
ROSS ARCHER, T. BROADHURST, ALBERT MIRAGLIA, NELSON REYNOLDS,

Western Representative. Toronto Representative. Montreal Representative. Eastern Reprisentatire.
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RINGS

DIAMOND FANCY

ONY.jTk

PEARL

CAMEO

This trade-mark appears on every

ring of our manufacture, insur-

ing—

Orieinal designs, executed to

make attractive gifts;

Expert workmanship, acquired

through years of experience;

Considerate prices, creating rapid

sales, and thereby greater profits.

WEDDING

EMBLEM

SIGNET

New^ patterns are constantly added to a large stock of solid

rings m green, white gold and platinum. We also offer an

exclusive line of class-pins for schools, colleges and fraterni-

ties. Write for goods on approbation.

John Sweet & Co., Limited
Canada's Most Progressive Ring Manufacturers

92 King St. West HAMILTON, ONT.

Western Representative: Ontario Representative: Montreal Representative: Eastern Representative:

George Spare Dave Vertlieb S. Riback E. V. Clarke

uv:-
yiK
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A Guarantee of Prompt Service

For positive return

mail shipments we
have a larg^e stock of

the following Walt-
ham movements and
complete watches:

16 SIZE
Vanguard—23J $85.00

62.50
67.50

645--2IJ
Crescent St.-

Riverside—

1

Roya -I7J
625--17J
620--I5J
610-- 7J

-21J
I9J 65.00

43.00
30.00
24.00
15.00

12 SIZE
Riverside— 19J $70.00
Royal— 17J 48.00
235— 17J 37.00
225— 17J 33.00
220— 15J 27.00
210— 7J 17.00

I 6s— 7J, in Nickel case ....
1 2s— 7J, Equity, gilt dial, in Superba

Gold-filled case

me of 1 5 Jewel Swiss Bracelet Watches in 1 0|/2

and 9^ lignes.

5465 DE-
5210 DE-
5015 DE-
5010 DE-
5061
5015

DE-
G -

3065—G.F..
3015—G.F..
3061—G.F.,
3010—G. P..

6/0 SIZE

-14K. 15J, 34 Opening $65.00
-lOK, 7 J, Full Open Face 52.00

-G.F., 15J, Full Open Face 48.00
-G.F., 7J, Full Open Face 40.00

-G.F., 7J, % Opening 40.00

-G.F., 15 J. Full Open Face, with ribbon . . 45.00

3/0 SIZE

15 J, ^ Opening $40.00

15 J. Full Open Face 40.00

7J. % Opening 33.00

7J, Full Open Face 33.00

List Prices subject to regular Waltham Discounts

ROWLAND & CAMPBELL, Limited, Winnipeg
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V.T. F. GLASSES
V

VERRERIES

A SHIPMENT HAS ARRIVED
We Expect Another Shipment Shortly

SEND IN YOUR ORDER AT ONCE
so that you will be sure of getting the sizes you need.

T
TROIS

F
FONTAINES
LORRAINE
FRANCE

V. T. F. Insures Your Getting Quality

Cheaper Glasses are cheaper, because they are worth less.

Order From

E. & A. Gunther Co., Limited
310 Spadina Avenue, Toronto, Ont.

We will send our convenient watch glass order book on receipt

of your request.

Tools of Quality \t "^^"Lm.^."^""'"

This frame has the

on or off friction nut,

a device that will be

appreciated by good

workmen.

New Style Frame.
Illustration about 2/3 Actual Size.

We have on hand

Staking Tools
with A^eu; Style Frame as illustrated.

These tools have

50 Punches and 14 Stumps

and are put up in Mahogany boxes.

The boxes are drilled to hold 100 punches

and 24 stumps. You can add other styles at

your convenience.

Order by number 1 5B.

The price is $30.00.

Order From

E. & A. Gunther Co.
Toronto
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THE OLD RELIABLE

TATTOO
MADE BY

THE MEW MAVEN PLOCK CO,

Ew IIaven Lonn,
Order now and
be sure of your
stock for fall.

The shut off lever is on top of the case.

The front of case has a plain rolled effect.

The movement has the intermittent feature

and has passed severe inspection throughout.

E. & A. GUNTHER CO., Limited
^TORONTO, CANADA

I
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The ^^^^iB>
KNOWN THE WORLD OVER

Mark
No. 2 Montreal, June, 1920

Re-adjusting the

H. C of L.

Things cannot go on as they are doing. Wages
ha\e boosted prices and prices have boosted wages

until something is going to happen, and many who

profess to know say that it is going to happen very

soon. Inflated prices are to be deflated and the pro-

cess may be painful.

It is a matter that we feel like con-

gratulating ourselves upon that

throughout the most trying days the

Cxillette Safety Razor has held to the

])re-vvar i)rice of $5. so that there is

no possibility of '"deflation" here. The

dealer knows exactly where he stands

and can make his plans for boosting

Gillette sales with all the confidence

in the world.

The Demand for the

"Big Fellow"
This is in the nature of an apology—^but it is

given with pride. We haven't been able to catch up

with our orders for the "Big Fellow"—the new Gil-

lette Safety Razor of extra generous size, in the

handsome polished wood case, selling at $5.00.

What we have done is to ship at least a part of

each order, so that aggressive dealers could meet the

demand created by our big introductory campaign.

Orders are still coming in lustily.

Concentrating Effort

on the Best tellers

If you are an average dealer, you are carrying

anything up to 2000 distinct lines in stock. It stands

to reason that you cannot get very far unless you
push your goods, but it also stands to reason that

you simply cannot push every line in your store.

I'^jr results, you have to reserve your energies

for those comparatively few lines on which you can

count for the best co-operation. Not to be too mod-
est about it, we refer you to Gillette advertising, not

only in the newspapers, magazines, and posters, but

that more vital kind that comes from 20,000,000

satisfied users throughout the world. Then there

are the window displays, store signs and the hundred

and one ways we use to send trade to Gillette

dealers.

B\- all means guard against scattering your

energies and concentrate on the best sellers. That's

what tells.

The New Discounts
The new discounts are very favorable to dealers.

Orders for one dozen or more Gillette Safety Razor
sets now mean a discount of 25 per cent, and 10

per cent. ofY list prices—a profit of over $1.60 on a

$5 sale.

This extra inducement is ofifered in the expec-

tation that dealers will take the fullest advantage of

it to push sales. Obviously, there must be a material

increase in sales to make the change a profitable one
for us.

Aim at doubling your business in Gillettes.

The Gillette Safety Razor Co. of Canada, Ltd., Montreal
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WALTER J. BARR,
President.

R. J. ABBS,
Vice-President.

J. A. HETHRINGTON,
Sec. -Treasurer.

Cable Address:
•'Goldsmiths'

Selling Agents:
WALTHAM WATCH COMPANY, WALTHAM. MASS.
AMERICAN WATCH CASE CO.. TORONTO. ONT.
ANSONIA CLOCK CO.. NEW YORK

ulrsiilr llrUtrlU'rs

RODEN BROS. J
STERLING SILVERWARE, TORONTO, ONT.

I
RICH cur GLASSWARE

Established 1828. Incorporated 1885.

Telechone Main 4334

YONGE AND WELLINGTON STREETS,

6^ X- May 28, 1920
•yo^fonw, '^

Dear Sir:

We have pleasure in advising and you will be greatly
interested to know that we have decided to extend to our
customers immediately the benefit of reduced prices, on our
entire stock, where these prices are under our control.

' '
'

' •
^-^^ The Managers of our several departments are giving

this matter immediate attention, and in the meantime any
orders you may send to us and such orders as are on our books
unfilled will be sent forward at the prices based on the
replacement values of today.

^ ^lft< r You will recognize, however, that in repealing and
abolishing the Excise Tax of 10 per cent., and War Tax, of
7 1/2 per cent., a substantial reduction has been made in cost
of all merchandise. So that prices to the public will not be
very much increased. In fact, in some lines not at all, and
in others, such as the majority of watches and clocks, your
cost will be considerably less and there being no tax on
these when sold to the consumer, the Trade will not suffer
any handicap.

There is always confusion and undue anxiety when
facing a new situation, but calm reflection, we are sure, will
result in a hopeful view being taken of the future of our
business

.

The country is prosperous, our natural resources must
be developed, immigration is coming in, and will continue to
come in large numbers. In our opinion, there cannot be any
very serious re-action, nor will it be sustained for a
lengthened per i od

.

The jewelry business will continue as in the past, to
repay careful attention and persistent application and reward
enterprise and ability.

We, therefore, ask you to allow us to send forward any
balances of orders, and assure you of prompt attention to all
new business.

Yours truly,

THE GOLDSMITHS' STOCK COMPANY OF CANADA LTD.

WJB/NW. President

.
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RADIUM

The Gilbert "Nine," the kingpins of

all clocks. A two-fisted "he-clock,"

boldly exposing its face in the dark.

You can read it easily all the time.

A Gilbert advantage, due to the ex-

clusively Gilbert LUMAous treat-

ment of hands and hour markings.

A blessing in boudoir, den, nursery,

bedroom and sickroom—so say those

who own one.

Time in sight

Day or night

^f G0LDSNITIIS\ foMPA Y r^/0)ASXDA m

TORONTO ONTARIO
'm

Wilmort
Advertising

and

Dealer

Co-operation
No advertising campaign is coinijlete without the

co-operation of the dealer. Wilmort's national

advertising in "American Magazine," "Woman's
Home Companion " "Holland's," "Needlecraft"

and other leading journals of national circulation,

is "educating" the house-wife fi-om coast to coast

in Canada to Iiuy the Wilniort Crumb Sweeper.

Our real dealer co-operation, consisting of hand-
.some window-signs, newspaper cuts with write-

upf5 and attractive bulletins for you to distribute

to your customers liy mail or in person, will make
selling for you easier and faster.

F'.e one of the many dealers who will turn into

dollars the intere.st of a million cnciuirers about
the

CRUMB SWEEPER
The Year-'Round Utility Gift

Retail Price, Each
Xo. 101—Nickel IMate .$ «.«0

(Bright—plain cover.)

No. 103—Copper Plate 7.60
(Brush finish—plain cover.)

No. 1 05—Silver Plate U\.\(\

(Butler finish—plain cover.)

WII.MORT M.WUFACTimiNG CO.
1:50 S. <;iccii St.. Cliiciigo. III.

The Goldsmiths^ Stock Co.
of Canada, Limited

TORONTO
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Roden Bros., Limited
Established 1891 TORONTO, CANADA

Tea
Ware

in

Sterling
or

©ucbe00
ipiate

Our catalogue

enables you to

show designs in

patterns to please

the most dis-

friniiiisiting cus-

tomer.

'^^^CyC'^^'Ot^

Sterling Table Silverware from sin-

gle pieces to cabinets.

Stratford—Normandy

—

Queenston—Victorian

Patterns that are sure to satisfy the most exact-

ing demand, in weiglits tliat give service.

Messrs. Selling Agents

TORONTO
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A Snap to Button

IN a multitude of pleasing patterns, colors and finishes, sightly on every

occasion, the KUM-A-PART will appeal to your most fastidious cus-

tomer. It satisfies the present-day desire for efficiency and comfort in even

little things.

Be prepared for the big demand created by a powerful advertising campaign

completely covering the Dominion.

Prices to the consumer range from 50c to $7.50.

SEND YOUR ORDER TO

7/ie

Goldsmiths \ (ompany/Ganada
TORONTO

Exclusive Selling Agents to the Jewelry Trade

LIMITED
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ESPEYEM Rectangular movement, 1 5 jewels, cut balance,

Breguet spnng, silver case, silk ribbon, display box and extra

crystal $22.50

Ditto, but w^ith silver case gold plated . $24.50

Our representatives are now showing these models. Ask to see them.

Did you know we were Montreal's busiest

wholesale jewelers, on the busiest corner

of Montreal ? In next month's issue we
will show you our headquarters.

We shall have an important announcement of interest to every jeweler

in Canada.

Watch for it in the coming issues of this paper.

S. P. MYERS & CO.
Wholesale Jewelers

230 McGill Street :: :: MONTREAL
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RAILROAD WATCHES
HamiltonWatches ^lL MAKES

AND GRADES
Illinois Watches

18 Size, All Lever Set Movements

XO. 946—23 J. O. F. $64.00

Xo. 940—21 J. O. F. 52.00

Xo. 941—21 J. Htg.

16 Size

52.00

Xo,

;»5o--^O. F. 23 J.—P.S. or L.S. $90.00

!)r.2~-O. F. 19 J.—P.S. or L.S. 67.00

992-~0. F. 21 J.—P.S. or L.S. 57.00

993--Htg-. 21 J.—L.S. only . . 57.00

996--O. F. 19 J.—L.S. only . . 53.00

972--O. F. 17 J.—L.S. or P.S. 41.00

Elgin Watches

VERITAS, O. F. NICKEL

16 Size, 23 Jewel.s $72.00

Father Time, O. F., Nickel

16 Size, 21 Jewels $58.00

B. W. Raymond, O. F., Nickel
16 Size, 19 Jewels $50.00

Ball Watches

16 Size, 23 Jewels, 14k Case .

.

16 Size, 23 Jewels, G. F. Case

16 Size, 21 Jewels, 14k Case .

.

16 Size, 21 Jewels, G. F. Case

16 Size, 19 Jewels, 14k Case .

.

16 Size, 19 Jewels, G. F. Case

$135.00

95.00

125.00

85.00

115.00

75.00

When you want Railroad

Watches, send your

orders to

BUNN SPECIAL
18 Size, 21 Jewels, adjusted,

6 positions $49.00

BUNN SPECIAL
16 Size, 21 Jewels, O. F., ad-

justed, 6 positions 56.00
16 Size. 23 Jewels, O. F., ad-

justed, 6 positions 66.00

A. LINCOLN
16 .Size, 21 Jewels, adjusted,

5 positions, O. F 53.00

BUNN
16 Size, 19 Jewels, adjusted,

h positions 49.00

Waltham Watches

"Maximus" 23 Jewels, Nickel.
Adjusted to temperature, isochron-
ism and positions.

*6 Positions Winding
Indicator $200.00 Dactyl

5 Positions 185.00 Daffodil

"Vanguard" 23 Jewels, Nickel.
Adjusted to temperature, isochron-
ism and positions.

*6 Positions, Winding
Indicator $100.00 Dahlia

5 Positions 85.00 Dairy
"Crescent Street" Winding-

Indicator.
21 Jewels $75.00 Dash

"Crescent Street"
21 Jewels 67.50 Dart

•"Xo. 645"
21 Jewels 62.50 Daughter

"Riverside"
19 Jewels 65.00 Dawn

The Canadian Ball Watch Company, Limited

CONFEDERATION LIFE BUILDING, WINNIPEG, MAN.
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The common-sense way of handling

credit accounts

ly/TERCHANTS in 182 different lines

•^^-'- of business are using the N.C.R.

Credit File.

These merchants have found that the file

gives them the common-sense way of

handling credit accounts.

It is a one-writing system. It eliminates

book postmg of accounts.

It keeps each day's credit busmess separ-

ate.

It prevents forgetting to charge goods sold

on account.

It prevents neglectmg to credit money paid

on account.

It gives each charge customer a statement

of account on every purchase.

It protects every credit record until it is

paid in full.

It saves time, work, and worry. It stops

leaks and saves profits.

Investigate this common-sense way of handling credit accounts
The National Cash Register Company of Canada, Limited

BRANCH OFFICES:

Calgary 714 Second Street W.
London 350 Dundas Street
Edmonton 5 McLeod Bldg.
Ottawa 306 Bank Street
Halifax 63 Granville Street
Quebec 133 St. Paul Street
Hamilton 14 Main Street E.
Regina 1820 Cornwall Street
Montreal 122 St. Catherine Street W.
Vancouver 524 Pender Street W.
Toronto 40 Adelaide Street
St. John 50 St. Germain Street
Saskatoon 265 Third Avenue S.
Winnipeg 213 McDermot Avenue

FACTORY: TORONTO, ONTARIO

FILL OUT THIS COUPON AND MAIL TO-DAY

Dept. 25, The National Cash Register Company of Canada,
Limited, 97 Pelham Ave., Toronto, Ontario:

Please give me full particulars about the N.C.R. Credit
File way of handling credit accounts.

Name

Busineaa

Address
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YOU CAN PLAY SAFE
Why place yourself in a position to take a loss ?

THE PRICE OF

DAVID BELAIS' 18K WHITE GOLD
( The white gold that stays white)

Is the SAME TODAY that it was one year ago today.

Its high gold content and stability of price make it an

ASSET OF DEPENDABLE VALUE.

Its color is BEAUTIFUL.
Its price is Stable.

It is made in One Quality Only.

It is guaranteed 18K.

Patented in the United States, Canada and Switzerland

'2 Patents pending in other countries

DAVID BELAIS
13 DUTCH STREET, NEW YORK
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Telephone Uptown 2116
European Offices :

131 Weesperzyde, Amsterdam, Holland

Casino Diamond Club, Antwerp, Belgium

NOTICE TO THE TRADE

Mr. A. Speyer, of Speyer & Company, owing to unavoid-

able circumstances, has been detained in Montreal longer

than was anticipated, but will leave on or about June ist

to visit the trade with an excellent complete range of

DIAMONDS
AT VERY MODERATE PRICES

It will be greatly to your advantage to

see this line before placing your orders

SPEYER & CO.
Importers and Cutters of

DIAMONDS and PRECIOUS STONES

Head Office for Canada :

Merchants Bank Building, 364 University Street

MONTREAL
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RlCHt^ OV^O

About the 1st of May we secured possession of our

new factory at 176-178 Richmond St. W., Toronto.

The building is well laid out for a Jewelry Manu-

facturing Plant, having splendid light on all sides.

The interior has been entirely remodelled and machin-

ery laid out in such a manner that the highest efficiency

from a Jewelry manufacturing standpoint will be

maintained.

New equipment has been installed which will give

this factory a greatly increased output of all their

regular lines, and several new lines have been added.

A complete battery of chain machines are now in

operation which will produce a full range of all

classes of chain in Necklet, Waldemars, Dickens &
Alberts, Eyeglass Chains, etc.

The regular Capps line of 1 4K necklets, rings, pins

and brooches is very complete, and some truly beauti-

ful pieces have been added to our diamond-set line.

T. W. Capp & Co., Limited

176-178 Richmond St. W., Toronto

Make your headquarters here when in Toronto
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MADE IN CANADA

Beads! Beads! Beads!
Beads will be Big Sellers

again this Season. Fifth

Avenue is wearing more
beads than ever before.

Something New
This year we are making
an entirely new and distinc-

tive line of Fancy Celluloid

Beads in fascinating opaque
colors, such as Jade, Mottled

Amber, Coral, Light Blue

and Cerise.

Jade

Jade IS all the rage to-day.

It is the biggest seller on

the list.

Buy Beads Now-Send for an Assortment

Send us your orders to-day. Our Sales Depart-

ment will make a suitable selection if you prefer.

CARL AUSTIN & CO.
Makers of Fanc^ Necklets and Earrings

357 College St. TORONTO
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"Quality Watches'' are the

only ones that should find

place in a Jewelry Store.

The ones we enumerate here
are such, having proved their

worth after a great many
years of successful trial.

The "Mars' is made only
in small Bracelet Watch
sizes, 15 jeweled, 8K, 9^
and 1 01^ Ligne.

The "Elbico" in OS, I2S,
I6S and 18 size Standard
grades.

The "Civitas" in 12S and
16 size, 15 jeweled, moder-
ate price, fitting all Ameri-
can Cases.

The "// amilto n" and
'Waltham' are Standard
American Watches.

Our 'Travellers" sholO) them;
and in case //jej; Jo not call,
mite us, and iDe xvill look after
you.

mm

Besides "Watches," we
carry a general line of

American and Canadian

gold and gold - filled

Jewelry in splendid

variety.

Watch Materials

Tools and Clocks

Diamonds

Loose and Mounted

The Levy Bros. Co., Limited
HAMILTON, ONTARIO

MAWS
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Taxation Proposals
LULLED into a sense of security by the conviction

that, the war being over, any further legislation

regarding taxation would provide for the removal

of existing restrictions on business, the jewelry trade of

Canada was given a rude awakening on the morning of

May 19th, when the first budget speech of Sir Henry

Drayton apppeared in the public press. So drastic were

the proposals a'nd so surprising the attack on the jewelry

trade that it was not for a day or so that the trade seemed

to realize how serious a matter it was ; but as the full

effect began to dawn upon its members, surprise gave way
to indignation and alarm, and the telegraph wires at once

began to grow hot with the protesting messages that were

flashed from every section of the Dominion.

The president and secretary of the Canadian National

jewelers' Association were assisting in the formation of

district associations at Stratford and Guelph when the

storm broke but at once got into action on their return

to the city, and have been kept extremely busy ever since

in answering queries, securing rulings from Ottawa and

advising the trade throughout the country of the position

of affairs. The situation was rendered difficult by reason

of the fact that no detailed information was available,

and one man's guess was as good as another's, and, even at

the time of writing, the matter has not been sufficiently

clarified to enable one to give an intelligent summary of

the entire proposals.

A deputation representing the C.X.J.A. was hurriedly

gotten together to go to Ottawa, and a conference was
held with Sir Henry Drayton, as reported on another page.

After long consideration, the deputation decided to suggest

that the Government amend its proposals by levying a

straight ten per cent, tax on the entire turnover of jewelry

stores, and that credit be allowed each dealer for the

amount of the tax already paid on stock in hand on May
19th, provided he furnished the department with a sworn'

inventory. The proposal was apparently very favorably

,
received liy the Minister, who stated that it would be

necessary to have it passed upon by the Cabinet, but as

the same idea was pressed home by representatives of the

fur, phonograph and other trades, it is believed that it

will be very seriously considered.

AN ARM-CH.MR POLITICAL ECONOMIST.

The alarm and dismay that followed the announce-

ment of the budget proposals was followed very largely

by a feeling of disgust with the Government for permitting

so amateurish an attemjit at controlling the commerce of

a country to be placed before Parliament. It was ob-

viously a one-man proposal, and the power behind the

throne was evidentlv unaware of the immense damage

that would be caused by the dislocation o.' business and

the general uproar into which almost every trade would

be thrown. Apparently the slogan of Greater Production

is ignored, and the manufacturing interests of Canada,

wihich were just getting into their peace-time stride after

the war effort, are to be further hampered by taxation in

its most annoying form. The fact that luxury taxation

of any kind, while permlissible in time of stress, is abso-

lutely unjustifiable when the country is making every

effort to recover its pre-war position and establish a

profitable foreign trade, seems to ha\e entirely escaped the

attention of those responsible for the budget, who have

thrown the whole btvsiiness world into a turmoil which

wi'll not settle down for many a day.

"Government by publicity" appears to be the policy of

the Ottawa administration, as the budget proposals are

presumed to become law with their publication in the daily

papers of May 19th. The idea of presenting such a series

of half-baked ideas to the Canadian public through the

press and expecting that the whole commercial system

can be adapted to them instanter does not appear to have

struck the Finance Department as ridiculous. With so

many adjustments to be made as have since been found

necessary, it was impossible that merchants should have

been able to observe regulations not yet framed, and yet

heavy penalties w^ere proviided for infractions of their

terms.

NO TRADE IS CONSULTED.

When the deputation of jewelers interviewed Sir

Thomas White last year, it was understood, at least by the

deputation, that in any further legislation affecting the

jewelry trade the Canadian National Jewellers' Association

would be consulted and given an opportunity to express

the views of the trade. Such an understanding would, of

course, not be binding on the present Minister of Finance,

and probably never reached his attention, but how much
more satisfactory it would be, on all sides, if a representa-

tive body like the C.X.J.A. were consulted on the details of

any fiscal jjolicy proposed, and a chance given to have

them whipped into proper .shape before being sprung on

the public. But apparently all the wisdom with reference

to all the trades is concentrated at Ottawa, and business

interests are expected to take what is handed to them
and qiake the best of it.

Criticism of the Government would not be so c^vere if

it were in the present straits for necessary revenue with-

out a simple method of raising it at hand. But it has

adopted, in part, a plan which appears to have every merit

in the way of simplicity and effectiveness, that is the turn-

l}>
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over tax which it has applied to wholesalers and manufac-

turers. It this had been made to appl\' to the retail trade

as well, the opinion of well-informed men is that more
revenue would have been raised than by the whole grist

of luxury taxes without one-thousandth part of the ex-

pense and annoyance. 1 f the tax were required to be

absorbed by each branch of the trade, it would simply go

into overhead, just as postage stamps go; it would he

easiily calculated and checked ; it would apply to every

trade and calling from the most essential to the least, and

it would be paid by the consuming public without the

slightest knowledge that it was 'being taxed.

JEWELRY MADE A SPECIAL MARK.

The jewelry trade is apparently singled out for especial

treatment at the hands of the Finance Department, as is

evidenced by the insertion of the clause

:

"A tax of fifty per cent, on articles of gold, not other-

wise ])rovided for in this resolution, adapted for house-

hold or office use."

No one in the jewelry trade can understand why this

clause was inserted, as it would not affect one sale in a

thousand, and the only reason for its inclusion apparently

is for the psychological effect it will have on the minds of

the purchasing public. While it means nothing, it con-

veys an impression of heavy taxation, and no doubt would
deter many shoppers from even venturing to enquire about

gold goods. This feeling was certainly greatly heightened

by the appearance in all the daily papers of May 19th of

an inter\iew with the Commissioner of Taxation, in which

he gave an illustration of the application of the tax to

the purchase of a diamond ring costing $500. The article

stated that the tax would be $250, although there was
nothing in the resolution submitted to the House of Com-
mons to justify such a statement. Enquiry from the Com-
missioner as to the authority for the statement elicited no

response except an acknowledgment that the tax on

diamond-mounted jewelry was twenty per cent., but there

is no doubt but that the publication of the article has 'been

res])Oiisible for the loss of .sales of diamonds amounting
to thousands of dollars. The C.N.J. .A. had a correction

of the statement sent to all papers in which it appeared

but in such cases the original story is never wholly over-

taken.

Perhaps the worst feature of the proposals as they

affect the jewelry trade is the twenty per cent, tax on

articles of jewelry. As these have already paid an excise

of ten per cent., the imposition of double that amount on

the retail selling price is abso'lutely without precedent in

the history of taxation. If dealers were allowed the bal-

ance of the year in which to dispo.se of present stocks, or

if a rebate of the amount paid were granted, a great in-

justice would be removed. As there is no tax payable on

phonographs and records in the stocks of retailers, there

is no reason why jewelry shonld not be similarly treated.

THE METHOD 01* COLLECTION.

It has been announced that every retailer will be re-

quired to employ counter check-books in tri])licate for

every sale in which the tax appears, and to send one copy

to the Inland Revenue office twice a month, with a cheque

for the amount of tax due. It was also stated that the

retailer is required to advi.se his customer in every case

that the article is worth a certain amount and the tax is

so much e.xtra. The effect of such a .system on .sales needs

no demonstration, as the customer obviously would rebel.

The jewelry trade has been advised that there is nothing

in the Act to prevent the tax being included with the

price, and the Commissioner of Taxation is reported to

ha\e conceded this point.

DRIVING TRADE TO U.S.A.

The attitude of the Government is the more inexpli-

cable in view of the fact that it has been encouraging a

drive to restrict trade within the Empire and to take all

possible steps to correct Canada's adverse trade balance

with the United States. And yet it deliberately sets out

to impose luxury taxes of ten and twenty per cent, on a

wide range of articles that can be purchased more cheaply

on the other side of the line. As a direct incentive to

smuggling, nothing more perfect could have been devised,

and especially in the line of high-class jewelry will this

be found to be the result. A general idea that diamonds

enter Canada dmy free has permeated through the United

States, especially in the border cities, and a very lucrative

tourist trade has been built up in all large centers. But

the jeweler can bid good-bye to his American trade this

summer, if the budget proposals go through, as well as

.seeing a large proportion of his regular customers going

across the hne for their purchases. On the one hand, the

Government cries "Buy Canada-made goods and keep

down .American imports"; on the other, "If you do, we'll

make you pay fifteen per cent, more than the American

people pay." When one contemplates the fact that the

propo.sed Canadian tax is four times that of the United

States, and the highest in the world, the full iniquity of

the plan becomes apparent, and one wonders if such a

scheme could be seriously considered in Parliament.

Another point that was presented to the very serious

consideration of the Government is the fact that such a

tax puts a very high premium on dishonesty, and to the

.same extent prejudices the honest merchant. The experi-

ence of the department in the collection of the ten per

cent, tax on diamond-mounted jewelry should have served

to make this very plain, because there is no dou'bt but that

payment of the tax was evaded in many cases. How,
then, with the tax doubled, can the department expect

that it is going to realize the full amount that it should

collect ? Twenty per cent, is a very heavy handicap wit'h

which to burden the honest dealer, and human nature is

not going to resist to the uttermost when temptation is

presented in the form of a competitor underselling by

reason of not observing regulations concerning taxation.

From hardly any point of view can the luxury tax

proposals in the budget be endorsed. This country is on

the eve of an industrial development that will build up

an export trade of great value, as well as provide for the

home market, and it is unfortunate that .such a retrograde

step should be taken. The Union Government is appar-

ently committed to the policy, but it should be the deter-

mination of the jewelry trade that the issue 'be fought

to the la.st ditch. If the Cabinet refuse to consider any
modifications of their ])lan, the fight should be carried to

the floor of the House and the strength of the Government
tested. The whdle principle is economically wrong and
indefensible; the schedule is filled with inconsistencies;

many essentials are included, and many non-essentials are

omitted; there is an obvious design to ruin the jewelry

trade, and as nothing can be expected from the Commis-
sioner of Taxation in the way of favors, a fight to the

finish might as well be initiated now as at any other time.

THE SITUATION TO DATE.

.•\s the position now is, it seemes to be clear that the

former excise tax of 10 per cent., paid by manufacturers

and wholesalers, has been abolished; that the classifica-

tion of the term "jewelry" remains the same as under the

former regulations; that watches and fine clocks .-ire not

taxable, hut that nickel-plated alarm clocks and other

plated ware come uikIlt the heading; of plated goods for
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household use and are subject to a 10 per cent, 'tax; that

ivory cuitlery and toiletware includes ivory and articles

sold as ivory; that diamond-mounted jewelry is taxable

at 20 per cent, and not at 50 per cent., as the Commis-

sioner of Taxation was reported to have stated in an

interview with the Canadian press; that an additional

customs tax of 1 per cent, is levied on all importations,

making the duty 36 per cent, instead of 35 per cent.

THE ARTICLES TAXED
Jewelers' wares taxed include

:

A tax on 10 per cent, on fans, purses and pocket books

in excess of $2 each ; shopping and hand bags in excess of

$6.00 each; umbrellas, parasols and sunshades in excess

of $4.00 each ; fitted travelling cases in excess of $25

each; ivory-handled cutlery, cut glassware, plated ware

adapted for household or office use.

A tax of 20 per cent, on cigar and cigarette holders

and pipes in excess of $2.50 each ; cigar and cigarette

cases, ash trays and match boxes of gold and silver

:

humidors and smoking stands; gold and silver-handlled

pocket kfiives and pencils; gold, silver, ebony and ivory

toiletware; articles of silver adapted for household or

office use; silver or gold depositware; articles commonly

or commercially known as jdwelry, whether real or imita-

tion, for personal use or adornment of the person.

A tax of 50 per cent, on articles of gold adapted for

household or office use.

There is also a tax of ten per cent, on cameras not

weighing over 100 pounds and of twenty per cent, on

phonographs and records, but this is to be paid by the

manufacturer, and is not to be collected on stocks at

present in the hands of retailers.

THESE ARE "JEWELRY'
The articles which are included in the term "'jewelry"

when mamifactured of platinum, gold, gold plate, silver,

silver plate and gilt are as follows

:

Baby pins, baby studs, bandeaux, bangles, bar pins,

barrettes, belt clasps, bib pins, blouse sets, bouquet holders,

bracelets, brooches, buckles.

Chains, charms, dhatelaine pins, clasps, class charms,

class pins, class rings, coat charms, collars, collar pins,

compass charms, crosses, cuff pins.

Dress pins, dress coat 'holders, dress tie holders.

Earrings, emblem charms, emblem fobs, emblem pins,

emblem rings, emblem jewelry (not regalia), evening

dress sets, eye glass chains, eye glass hooks, eye glass

holders (automatic).

Flower pins, foi)s, fob guard chains, fob seals.

Girdles.

Hair brooches, hair ornaments, handy pins.

Identification lockets ; identification tags (not military).

Key chains, key rings, key tags.

Lace pins, lapel chains, lavallieres. lingerie clasps.

lockets, lorgnette dhains. lorgnon chains.

Muff chains.

Necklaces, neck bands, neck chains.

Pearl and imitation pearl necklaces, pendants, perfume

balls.

Rings.

Safety pins, sautoires, scarf pins, school badges, school

charms, school pins, school rings, seed pearl jewelry,

shirt waist pins, shirt waist sets, soft collar holders, soft

collar pins, stock pins, studs.

Tiaras, tie fasteners.

Veil pins.

Waist pins, Waldemar chains, watch fobs.

SOME INTERPRETATIONS
A certain number of contradictory rulings have ap-

peared in the press with regard to the more obscure points

of the new tax. One of these items, regarding jewelry,

;.iave the impression that many articles were included in

the meaning of the word "jewelry," and were therefore

taxable, which were not includ'ed and taxable under the

])revious ten per cent. tax. No instructions have so far

lieen issued the collectors to this effect, however, and the

retailer would do well to confine his tax-collecting to the

list of articles given above—at least until such time

as -he receives notification to the contrary from some offi-

cial of the department, or through these pages.

Repairs handled by jewelers are not taxable, accord-

ing to information sent out to collectors of inland rev-

enue.

An interpretation applied locally in Toronto, and which

appears to be general, is that second-hand jewelry, on be-

ing sold for consumption or use of the individual, must

jny the tax the same as new jewelry. This appears to be

fair enough, as otherwise second-hand jewelry would be-

come unduly competitive with new jewelry—especially

with that which, having already been subjected to a ten

per cent. tax. must now pay another twenty on resale.

The Mystery Solved

AT least one excise tax mystery has been cleared up
—that concerning the "newspaper notice" which,

strangely enough in the case of inaugurating a new
form of taxation, was this time deemed sufficient for the

introduction of the most unusual, complicated, and half-

1)ake(l set of taxes with which Canada has hitherto been
cursed.

It ;i])pears that the Government's intention was to give

official notification of its proposals to the merchants of

the country through its inland revenue officers. Whether
delay was caused through .some depirtmental error, or

whether, with true governmental naivety, it was thought
that this monumental work could be accomplished in a

few minutes, is not known. But the fact is that a tele-

gram, reading in part as follows, dated May 19th; the

day on which the lax came into force, was sent out to

collectors of inland revenue

:

"Notify every vendor concerned at once that he is re-

qn.ired to collect tax from purchasers accordingly. Pend-
ing further instructions, vendors shall keep accurate re-

cord of collections. On first and fifteenth of each month

vendors shall forward to you or your sub-collectors sworn

statement in detail, accompanied by remittance of all tax

collected'."

As the offices possessed neither staff nor equipment for

an undertaking of this sort, the order was largely ignored,

and merchants and business men generally were com-

pelled to accept notice from newspaper news items, aug-

mented by what further details were olrtainahle from trade

organizations, the trade press, or from personal visits to

inland revenue offices.

Arother duty for which authority has still to be re-

ceived at the date of writing is the distribution by mail

of the affidavit forms on which returns are made. There

are somewhere between twenty-five and thirty inland' rev-

enue districts in the Doiminion. so that each one of them

naturally embraces a wide territory. And since affidavit

forms must so far be obtained by application in person

at the office in each district, it means that merchants in

outside points are put to the unreasonable inconvenience

and exi)ense of travelling sometimes long distances to ob-

tain what should be procurable by mail.
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Lay Case Before Minister

C. N. J. A. Executive Members Point out to Sir Henry Drayton Many Incongruities

of Proposed Tax and Receive Explanations Concerning Some Details

THE luxury tax question was discussed at Ottawa
on Alay 27>i\\ by a deputation representing the

Canadian Xational Jewelers' Association in con-

ference with Sir Henry Draytcm, Minister of Finance.

The arrangement was made very hurriedly, and it was
impossible to secure the attendance of several prominent

members, but there were present Messrs. M. C. Ellis, W.
M. Birks, James Ryrie, C. Q. Ellis, Gordon McLaren,
Geo. W. Trorey of Vancouver, and O.' M. Ross. The
conference was a very interesting one. Sir Henry taking

very voluminous notes of everything advanced and ap-

pearing very much impressed with the proposals submitted.

He promised to bring the matter before the Cabinet and

secure an early decision of the question involved.

The chief spokesman was Mr. Ellis, who assured the

Minister that the matter had been given very serious con-

sideration, both from the view of the Governmental needs

and of the duty of the jewelry trade at such a time. He
said the deputation had been thinking over the ques.tion of

what would give the Government a maximum return with

the greatest ease of collection. There wa.s no doubt but

that the tax proposals, as they stood, were very compli-

cated and would entail very great expense in the hiring

of expert accountants and also great difficulty of collec-

tion. The Minister, he said, had already been informed of

the multitude of evasions that had been carried on in

diamond goods under the former system of taxation, and'

the trade had considered how the Government could get

the full tax on diamond jewelry, as it was really collecting

only a small proportion. The big houses were paying

practically all of it, some others nothing at all. In order

to give the Government the highest possible return and

to provide the easiest method of collection, it was decided

to suggest a tax of 5 per cent, on the entire turnover of

jewelry stores. But on further consideration, the con-

clusion was reached that, to do its full duty in very press-

ing times, the jewelry trade should offer to pay a tax of

ten per cent, on the entire turnover of the retail jewelry

trade, which would include watches, clocks, and also loose

diamonds. Under such a plan, the revenue officers would

not need to be expert accountants, because it would 'be

very easy to secure the gross sales of every retail store in

the country. There would be no injustice to the trade,

and an enormous sum would be realized. It would be easy

to collect, the ma.xinium return would be given, and the

whole thing would be simple and complete.

Mr. Ryrie added that the evasions were a very serious

matter, as any number of cases could be cited, which very

seriously militated against the legitimate trade.

Taking up another aspect, Mr. Ellis said that at the

present time and for years immense sums were spent in

Canada by tourists from the United States. It was highly

desirable that this trade should be retained, but the effect

of the taxation proposals would be to drive it out of the

country, and along with it a considerable proportion of

Canadian trade. A large business from the United States

was done in border cities that would be absolutely checked,

and the expensive jewelry bought by Canadians would to

a large extent come from the other side of the line.

Sir Henry Drayton said he appreciated the spirit in

which the deputation had come, and added that it was not

possible to consult the various trades before deciding upon

a fiscal policy. It would be necessary, of course, to main-

tain the spirit and principle of the resolution submitted to

the House. There were two things they had to do. A lot

of fooHsh people were sijcnding money recklessly, and

the sooner such wasteful expenditures were stopped, the

easier it would be for Canada to get back to her former

financial position. They apparently did not realize that

the present apparent prosperity was not real. Restrictions

were accordingly put on so that necessary credits might be

available to carry on the legitimate business of the coun-

try. There was also the necessity for securing an in-

creased revenue to meet the requirements of the Govern-

ment.

Mr. Ryrie took up the point of the inconsistencies in

the schedule. Cuff links, for instance, were not classed

as jewelry, no matter how expensive, while a baby's pin

was. Under the plan suggested by the deputation, this

would all be avoided, and china, furniture, clocks, watches

and other lines would be taken in. There would be ease
' of administration, and honorable houses would be pro-

tected.

Mr. Ellis said that at the present time stocks of jewelry

had already paid the ten per cent, excise tax, and the

Government should not seek to collect a tax upoia a tax.

He suggested that each jeweler take an inventory of his

stock of jewelry and swear to an affidavit to its correct-

ness, and then that the Government rebate the amount by

whatever method might appear to be most desirable.

Mr. Birks said he hoped that the Minister appreciated

the importance of the situation and the proposal that had

been made. He had no hesitation in saying that the whole

jewelry trade had been shaken from end to end, and if

some relief were not afforded, the proposals would put

them out of business. There would be none hit harder

than ihis own firm, as all its jewelry stock was tax-paid.

While the matter of granting a rebate was one of business

and justice, the main question was one of the actual life

of the jewelry business.

Mr. Ellis then went on to show that on a $100 invoice

from the United States, the importer had to pay 35 per

cent, duty on a valuation of $105, the Customs authorities

adding the 5 per cent, luxury tax paid by the consumer
there. This was very unfair, especially as the tax in the

United States was not paid unless the goods were sold,

while the Canadian trade had to pay duty on the tax in

advance. With the new duty of one per cent., the im-

porter paid $2.80 in excess of the regular duty on every

$100 invoice.

Mr. Ellis also registered a protest against the high tax

on sterling silver, which he argued should be ten per cent.

The very high price of silver had almost killed the sterling

industry in Canada, in conjunction with the high price of

exchange. If the twenty per cent, tax were added, it

would simply crush it out altogether, because retailers

were already finding it difficult to sell articles of sterling.

He then referred to the tax of "50 per cent, on articles

of gold for household and office use." So far as the trade

was concerned, there was practically no such thing, but

the announcement had done enormous injury because

people had got it into their heads that it applied to all
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gold goods. This clause and the illustration showing the

application of the fifty per cent, tax to the sale of a dia-

mond ring had done incalculable harm to the trade.

There was also the interpretation of the term "plated

ware." According to the interpretation of the depart-

ment, this would practically bring in the whole of the

metal trades. It would include bathroom and boat fix-

tures, kitchen ranges and an endless list of similar lines.

Mr. Ellis next touched upon the matter of the retailer

absorbing the tax before quoting a price to his customer.

On this point they wished to be definitely informed, as it

would be much easier for the trade if the tax might be

absorbed. If the word, "tax," were mentioned, It immedi-

ately drove the customer out of the store.

Next was the item of ivory toiletware. Did this apply

to ivory only or to celluloid?

Sir Henry Drayton: "Only ivory."

The deputation also wanted to know, continued Mr.

Ellis, if the interpretation of the term "jewelry" under

the new Act would be the same as under the old. There

was also the question of unset diamonds. The evasions

were excessive. There were cases where men had loose

diamonds set in old settings ; they then took them to the

jeweler and said they wished the setting changed. The
jeweler had no means of knowing whether the stones had
just been bought or not. Mr. Ryrie added that there

were men going around buying up old settings just to

avoid the tax. He heard of one manufacturing jeweler

who had been collecting the tax for two years and never

paid a cent to the Government. A straight ten per cent,

tax would obviate this, be fair, and put business on a

square footing. Mr. Birks said it would also prevent a

man from selling a $100 diamond ring and having the

sales ticket made out for a clock. In conclusion, Mr. Ellis

enquired if the sales tax applied to repairs.

The Minister expressed himself as highly pleased with

the presentation of the case.' Of course it was a subject

for Cabinet consideration, but there would no dOubt be

amendments to the resolution which would have to be

very seriously studied. He had wished to be fully in-

formed as to the views of the trade, so that he could give

all the information necessary, and promised to advise the

association of the decision of the Government at as early

a date as possible.

How You Go About It

For the present at least, itriplicate sales slips seem to

be the sine qua non of jewelry storekeeping. Taking it

for granted that one copy goes to the purchaser, there

must still be one for your own use in accounting, and one

to send in to the Inland Revenue Officer together with the

remittance of tax and affidavit.

In the case of those who have not been accustomed

to using sales slips in their business, making up their books

from cash register records or in some other manner, spec-

ial slips apparently will have to be made out for inclusion

with the remittance to the Government. Cash register

checks might be deemed to 'fill this requirement,

providing the nature of the purchase and the amount of

the tax collected is written on them. But at the time of

writing another "newspaper ruling" has appeared stating

that sales slips showing cost of goods and amount of tax

must be given to the customer. Whether the Govern-

ment has the right to enforce this still remains to be de-

termined. Any later official rulings will be found else-

where in The Trader.

Affidavit forms are available at the inland revenue

office of each district, and at the date of writing may be

obtained only by personal application, not by mail.

On the first and fifteenth of each month returns must
be made up to the end of the preceding business day, and
forwarded at once to the officer of the district. For the

present a reasonable amount of time is being allowed for

the completion and forwarding of these returns. The
"returns" referred to include the remittance (cash or

accepted cheque) covering the tax collected, the sales slips

of all sales on which the tax is collected, and duplicate

copies of the sworn affidavit form.

This last-mentioned document is made up in fairly

simple form, yet TiiE Trader's representative succeeded

in getting two official and totally different sets of instruc-

tions regarding the method of filling it out ; and it is

probable that there are easily as many "official" ways of

doing it as there are inland revenue districts in Canada.
Even the form of oath gave rise to a question, due to the

fact that no provision is made on the form for the signa-

ture of the magistrate, justice of the peace, or commis-
sioner for oaths adminis'tering it. A certain amount of

official definition has been achieved, however, and the

following form is recommended for jewelers^—Roman type

indicating the printed parts of the form. Italics indicating

the entries made by the hypothetical "John Jones" who,
in this case, has made sales of both jewelry and plated

ware, but none of those mysterious "articles of gold, not

otherwise provided for . . ., adapted for household or

office use."

Out office
,

Entry Xo ' Entry Xo

Excise Tax

Inland Revenue Di\'ision of Toronto

I5lh June 1920...

Name of Place of Description Amount of

Merchant or firm Business, Street of tax Tax Collected

and number

Jolin Jones \\Q King Street, Luxury $120.

Toronto

Total jezvclry sales, $500, 20 per cent, tax $100

Total plated ware sales, $200, 10 per cent, tax $20

Total sales of gold zvarcs for household or office

Total plated z^'arc sales, $200. 10 per cent, tax $20

I, We John Jones do solemnly swear that

the above amount correctly represents all the tax accruing

upon sales o'i merchandise sold by me us as imposed by

law.

John Jones

The unnecessary "We" and "Us" in the above oath,

of course, are deleted where the store is owned by an in-

dividual, and the "I" and "Me" when it is owned by a

company. In the lower left-hand corner of the document,

opposite the signature of the jeweler, the coimTnissioner or

magistrate must write out and sign the customary "S^Vorn

before me at in the province of ,

this dav of 1920."
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Two New Associations

Two more districts were added last month to the

number organized in Ontario when Stratford and

Gueiph District Jewelers' Associations were form-

ed with much enthusiasm and good fellowship. The
meeting in Stratford was held on May 19th and that in

Gueiph on May 20th and each was marked by a very grati-

fying attendance. Messrs. M. C. Ellis, President of the

C. N. J. A., W. G. Young, President of the O. J. A., and

O. M. Ross, National Secretary were present at the meet-

ings and made brief addresses, furnishing all the necessary

N. F. BABB,
Chairman Stratford District Jewelers' Association.

information about the plan of organization and the pro-

gress of the Association work.

The spirit manifested at the meetings indicated clearly

that all that is necessary to organize the whole of Canada

is to have a little intensive missionary work carried on in

each district in order that the idea may be carried home
and given a chance to percolate through the conscious-

ness of each individual. It was surprising to find, how-
ever, that great progress had been made in the rectifica-

tion of trade abuses as it was found, in almost every case,

that the repair price list was being rigidly observed, the

valuation of goods bought at other stores was obsolete

and engraving was no longer done for customers without

charge. The progress in the direction toward which the

propaganda of the organized trade has been turned in the

last few years was very gratifying and created fresh

hopes for a complete realization of the plan of having

the entire jewelry trade of Canada on a higher basis with-

in a very .short time.

The Stratford meeting was preceded by a luncheon at

which the visitors were the guests of the Chamber of

Commerce and had the pleasure of hearing a most in-

teresting talk on "Bolshevism" by a returned member of

the British Intelligence Department in the far East. After

this, the chair was taken by Mr. M. C. Ellis, who con-

gratulated those present ou the representative attendance

and explained the method of procedure. He showed how
it gave a great opportunity to get together and exchange
views, and its value was shown by the fact that never in

the history of the trade had there been such a spirit of

good feeling as existed at present. Jewelers did not now
different aspects of their business.

"These district associations," continued Mr. Ellis, "are

the backbone of the whole organization movement. If

they are alive and up-to-date, they ensure the success of

the Provincial associations and make us doubly sure of a

good national organization. They are in a position to

settle many minor difficulties; their members should see

that the price list is lived up to, that free engraving is cut

out, that valuing of goods is no longer done, and then

there is an assurance that good will and harmony will

reign among all the local jewelers."

Mr. Ellis explained how the jewelry catalogue houses

had signed an undertaking to offer no free engraving,

which had removed the chief cause of complaint by the

retailer. He then referred to the Provincial convention

at Toronto on June 22nd and 23rd, which he said had a

very important function, as it would deal with larger than

local questions, and the district delegates should be in-

structed to see that they were threshed out. In conclusion,

he predicted a very u.seful career for the Stratford Dis-

trict Association, productive of immense benefits in busi-

ness and a great social and fraternal feeling. If there

was one organization that every one of them should belong

to, it was the one that concerned their business, as, next

to their homes, it was surely the most important. If they

all pulled together, there could be no doubt of the result,

and, even in a financial sense, each member would add to

his revenue each week more than would pay for his fees

for a vear.

F. S. SAVAUGE, SEAFORTH,
Vice-chairman Stratford District

Jewelers' Association.

Mr. Young thought it was a great privilege to be

present on the first occasion of the meeting of Stratford
District Jewelers. It marked the passing of the day when
each thought that the other fellow was always wrong,
while now he found that he was often right. In those
(lays men thought they were very clever ; they were really

very stupid. It was only when a man began to have a

real interest in other men that he became a good citizen.

The day was now dawning when the jewelry trade would
get out of its state of lethargy, when the jeweler would
avoid one another, but came together and talked over the
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no longer call his neighbor a competitor but a business

associate. They must all bear in mind that when one of

them said a mean thing about another, it reflected, not

only on the speaker, but on the whole jewelery business.

They either had to be interested in one another or remain

such fools as they had always been. It was not necessary

to make a lot of money to become real citizens. Just to

the extent that they provided a real service to the com-

munity, so would their business grow. They owed the

community the artistic service it required and should get

away from the idea that money alone spelled success, but

if a man tried to make his business help the community,

he would be a useful man, he would get the money and

his life would be one worth living.

With reference to the new luxury taxation, Mr. Young
thought it was a godsend that they now had an organiza-

tion to protect their interests. It was inconceivable to

him ho'w the politicians failed to realize the part the

jewelry trade played in catering to the public. If the

artistic side of life were neglected altogether,- where would

the country be? Back in the primitive stage, which had

been left behind ages ago. It was therefore the duty of

each jeweler to do his part in making his store a real

service station, and these district meetings were one of

the finest means to such an end that could be imagined.

A standing vote was then taken in favor of forming

the Stratford District Jewelers Association, and the elec-

tion of officers was held, resulting as follows: Norval F.

Babb, Stratford, Chairman; F. S. Savauge, Seaforth,

Vice-Chairman ; C. A. Welsh, Stratford, Secretary-

Treasurer, with W. A. Cameron, of Mitchell, as the fourth

member of the executixe.

The constitution provided by the Ontario Association

was then taken up and adopted clause by clause. It was

loaning watches and against selling to the public by whole-

salers. The proposed guarantee of three months on new
watches and repairs was also endorsed. The newly-

elected President was then escorted to the chair amid

loud applause. Mr. Babb promised to do all in his power

MR. GEORGE SAVAGE,
Chairman, Guelph District.

decided to place the annual fee at $10, of which five

dollars will go to the C.N. J.A., two dollars to the Ontario
Association, and three dollars will be retained for district

expenses.

A series of resolutions was then adopted, providing for

the endorsement of the repair price list, the abolition of
free engraving and valuations, against the practice of

IV1R. A. W. SIVIITH,

Secretary-Treasurer, GuelpHi District.

to make the association a success. The local association,

formed three years ago, had proven highly successful

;

they were working together very harmoniously, and they

had found that the oftener they met together, the better

they got along. Many things that had been thought im-

possible were found to be quite feasible, and while he

estimated that the new repair price list benefited each of

them from $1,000 to $1,500 a year, they were enabled to

give better service, and the public was better satisfied.

Vice-President Savauge said that the trouble with

jewelers was that they never realized their privileges along
the line of service. He personally never missed an oppor-
tunity of giving the best of which he was capable and
exacting a fair return for it, and he had fewer complaints

than ever before. If their calling was useful, there was
no doubt but that it would give them a good living. He
advised them not to worry about the fellow that cut his

repair prices. He was sacrificing quality, and the final

result would be failure. This association work, said Mr.
Savauge, was picking the selfish seeds and weeds out of
their systems, and they would get better as they went on.

He was glad of the spirit shown ; they were getting to-

gether on brotherhood lines, and there were great oppor-
tunities in it for them. It was not good business to stick

in a corner of the shop, and he advised every jeweler to

get out and get his vision broadened by association with
his fellow-jewelers.

Mr. A. N. Pequegnat congratulated the young men on
the prospect for the future, and was highly pleased that
the jealousy and suspicion, so long apparent, was dis-

appearing. The young men had a splendid outlook; they
would not be required to find out the best methods of doing
business, that would be done by others, and if they lived

up to their opportunities, the future of the jewelry trade
was indeed bright.
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On motion of Mr. Luckhardt, a vote of thanks was

tendered the visitors, and the meeting adjourned.

Those in attendance were Messrs. N. F. Babb, C. A.

Welsh, J. E. Garrett, A. Gillies, A. W. Pequegnat, E. A.

Pequegnat and J. A. Pequegnat, Stratford; F. S. Savauge,

Seaforth; W. A. Johnstone, Listowel ; W. A. Cameron and

C. J. Larkworthy, Mitchell; C. G. Stoner, Parkhill; E. C.

Robertson, Goderich ; F. T. Armstrong, Lucknow; W. G.

Pequegnat, Kiitchener; E. Luckhardt and Wm. Goebel,

New Hamburg, and James Trebell, Toronto.

The meeting in Guelph was held in the Dominion Cafe,

a luncheon being tendered the visitors by the local

jewelers. The attendance was even better than on the

preceding day, and the meeting was equally satisfactory.

Mr. Ellis again took the chair, and said he was glad to

preside at such an influential gathering. They were there,

he said, as jewelers, concerned in looking after their own
interests. They all no doubt belonged to clubs and such

organizations, bivt the jeweler should consider that the

first body to command his attention was the one that con-

cerned his business. Thus they should all attend these

R. L. (Lew) McGILL,
Vice-chairman Guelph District Jewelers' Association.

meetings, and he was glad to say that such a sentiment

was held all over the country. They all knew the move-

ment was for the uplift of the trade, and as a result of it,

jewelers were taking more interest in their business and

in public matters. Jewelry was an elevating trade, and it

was doubly pleasurable when all its members co-operated.

The jewelers were now becoming proud of their business,

and with their heads up became ten times better bur-iness

men. Mr. Ellis then gave a resume of the activities

of the C.N.J.A., and the method of forming district

organizations.

Mr. Ross briefly sketched some of the developments of

association work, and Mr. Young followed with a telling

talk on "Service," which was received with great appre-

ciation.

A motion to form the Guelph District Jewelers Asso-

ciation was then carried unanimously. Mr. George

Savage, Guelph, was elected Chairman; Mr. R. L. McGill,

Gait, Vice-Chairman, and Mr. A. W. Smith, Guelph,

Secretary-Treasurer. It was decided to form an executive

of five nicml)ers, and Mr. W. J. Shorter, of Drayton, and

Mr. Albert Gabel, of Kitchener, were chosen as repre-

sentatives of the outside districts.

A long discussion ensued as to the workings of the new
luxury tax legislation, and general directions were given

with regard to its provisions.

The series of resolutions adopted at Stratford was
then taken up and adopted unanimously. President

Savage assumed the chair amid loud applause, and ex-

pressed his appreciation of the presence of the visitors.

He thought it was a critical time in the jewelry business,

as the public would be very cautious about buying, and
there would be a great inducement for a jeweler to do a

'little price-cutting or furnish repairing cheaper than his

neighbor. This organization had come at a very oppor-

tune time, and he hoped they would all get together and

stay together, so that there would not be cutting and

cutting until there was nothing left.

Vice-Chairman McGill said he had found the last few
years in the jewelry business very enjoyable. The
changed conditions had made his business much more
pleasurable, and he hoped that Guelph District would
keep pace with all other localities.

Mr. A. W. Smith said the Guelph jewelers had been

such a happy family that they hardly needed this organ-
ization. They were living in momentous times, and while

they had no intention of imposing on the public, they

must protect their own interests. He hoped they would
meet often to discuss questions in an amicable way. It

was very beneficial to all concerned, and he only hoped
he might serve the trade well in his position.

Mr. Gabel was very brief, remarking that the jewelers

in his section had long been at loggerheads, but now were
pulling together, and the present meeting more than repaid

them for the amount of the fees, Mr, Shorter was also

much pleased at the way things were going, and promised
to do all in his power to further the movement, and brief

remarks followed from the other jewelers present. Every
member paid his $10 membership fee before leaving the
meeting.

Those present included Messrs. Geo. Savage, J. Peque-
gnat and his son, Arthur W. Smith and three sons. Garnet
Singer, Jos. McTague and E. J. Liphardt, Guelph; Bert
Newman and Lew McGill, Gait; W. J. Shorter, Drayton;
R. J. Rutherford, Fergus; Frank Calvert, Hespeler; R.
M. Bell, Erin; Albert Gabel, Fred Heller and Oscar
Boehmer, Kitchener; L. A. Oliver, of Fowlie & Co.,
Sauk Ste. Marie.

A feature of the Guelph meeting was the presence of
young sons with some of the delegates. It was commented
upon as a very wise procedure, as nothing could be of
greater advantage to the future jewelers of the country
than to imbibe all the good fellowship doctrine that they
can assimilate. They will not have the troubles of their
elders in efforts to get rid of a lot of trade abuses.

President Babb, of the Stratford Association, has a
hobby that gives him little time for other recreation.
He is the proud owner of a most beautiful flower garden,
specializing in tulips and roses, of which he has thou-
sands in bloom and coming along. His wide expanse of
lawn and; flower beds is a veritable delight to the eye, being
kept in immaculate condition. The Toronto visitors were
partakers of his hospitality, and it made a delightful
evening of what might have been very tedious.

"Jimmie" Trebell, of the P. W. Ellis Co., was an inter-

ested visitor at Stratford, and was somewhat responsible
for stirring up interest in the event. Mr. Pequegnat, of

clock fame, also happened in town and attended the meet-
ing, while at Guelph, Mr. Isadore Scheuer, representing
Edmund Scheuer, of Toronto, was in attendance. The
men on the road all appreciate the value of organization
and do a great work in helping it along.
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New Rulings Received
On June 5th the following set of rulings, giving cate-

gorical replies to questions put to the Department of In-

land Revenue by the Canadian National Jewelers' Asso-

ciation, was received by the secretary

:

In reply to your letter of the 28th ultimo, submitting

series of questions with reference to tax on jewelry, allow

me to reply categorically.

Question 1.—Loose diamonds are taxable at 1 per cent.

upon importation with a further 1 per cent, tax when in-

voiced by the broker and an additional 1 per cent, when
sold l)y the manufacturer who sets the diamonds.

Question 2.—Regarding the liability of luxury tax on

jewelry you are informed that the classification of jew-

elry under the provisions of the old Act has bee.n ex-

tended under the new to cover and include articles coni-

inonlv and commercially known as jewelry, for personal

use or for the adornment of the person. Rosaries, scapu-

lar niedal's, scapu'lar lockets, scapular rings are not liable

to the luxury tax, provided, however, that when the scapu-

lar is not permanently fixed to the locket, scapular lockets

are subject to the provisions of such tax. Links and the

following articles of gold, dice boxes, lip salve cases, scent

cases, scent bottles for purses, fountain pens, book marks,

soothers, thimbles, thermometer cases, knitting needles,

lorgnettes, cigar cutters and card cases are liable to the

tax of 20 per cent. Gold spectacle cases are exempt from

the 20 per cent, luxury tax.

Question 3.—iGold mesh purses and bags are included

umler shopping bags and are liable to the tax of 10 per

cent, when sold in excess of $6.00 each.

Question 4.—Gold cigarette boxes, photo frames and

gold pen holders are subject to the luxury tax of 20 per

cent.

Question 5.—Ivory or imitation ivory toilet ware is

subject to the luxury tax.

Question 6.—Auto lunch sets in cases, specially fitted,

as illustrated, are taxable as travelling cases at 10 per

cent.

Question 7.—Brass and metal ware, such as ash trays,

are liable to luxury tax if plated.

Question 8.—Small roll up dressing cases and manicure

sets are taxable under the heading of travelling cases.

Question 9.—Leather cigar and cigarette cases are not
liable to luxury tax.

Question 10.—Stag handled' cutlery is not liable to lux-
ury tax.

Question 11.—Xylonite handled cutlery sold as imita-

tion ivory is liable to luxury tax; when sold under any
other name is deemed to 'be covered by the resolution pro-
vision for ivory or imitation handled cutlery.

Question 12.—'Copper plated electric toasters and per-

colaters are liable to 10 per cent.

Question 13.--Brass ware such as gongs, candlesticks,

are not liable to luxury tax unless plated.

Question 14.—Nickel plated or silver travelling clocks

in leather, silver or plated cases, are liable to the luxury
tax. Nickle plated alarm clocks are liable to the luxury
tax, but imiarble clocks with gilt ornaments and French
gilt clocks are not subject to luxury tax.

The foregoing articles are. however, subject to the

sales tax of 1 per cent, when sold by manufacturers,
wholesalers, or when imported.

Last Minute Interpretations
After the last form of The Trader had lM?en sent to

the pressroom, the following- wire was reeelved:

Secretary,
Canadian National Jewelers Assn.

Toronto, Ont.

Interpretation, under a former aft. of term
"Jewelr.v" enlarged. Ci-edit and instalment sales,
also donations, are liable to Liiixury Tax. Bona fide
repairs tiixable on value of niaterial used. Tlie
Tjuxury Tax ai)plicable on sales of secondhand
jewelry.

G. W. TAYLOR,
-\sst. Deputy Minister

Inland Revenue.

This is in c-ontradiction of instructions received directly

from R. W. Breadner, Commissioner of Taxation, which
said tlie term "jewelry" would be Interpreted as under the

former excise tax, and it also api)eared in the press that

repairs «ere not taxable, so that it is impossible for any-

one to state definitely what the regtilations are.

Regulation on Price Absorption

JUST as the tax situation was settling and the public

was beginning to forget the excitement over luxury
taxes, a further instalment of poison gas was directed

into the ranks of the jewelry trade by the publication of
the following announcement in the daily new'spapers

:

Ottawa. June 2.—An important ruling dealing with the

collection of luxury tax was issued to-night by the Depart-
ment of Customs and Inland Revenue. The rules pro-

vide as follows

:

"'Retail merchants and other vendors of articles subject

to the luxury tax who sell to the purchaser for consump-
tion or use are advised that upon the occasion of each
sale of a taxable article the following requirements must
be fulfilled, viz.

:

"(1) An invoice or sales slip showing the price at

which the article is sold, exclusive of tax, and as a sepa-

rate item the amount of luxury tax thereon, shall at the

time of sale be delivered by the vendor to the purchaser.

"(2) The vendor shall at the time of sale collect from

the purchaser the amount of the luxury ta.x shown on the

sales slip. No merchant is authorized to advertise or

announce that he is paying the tax for the purchaser, as

in point of fact he is required to collect the tax from the

customer."'

A session of the executive of the Canadian National

Jewelers' Association was summoned at once and, after

discussion, the following telegram was despatched to each

member of the Cabinet at Ottawa

:

"The executive of the Canadian National Jewelers

Association in special session to-day, representing the en-

tire Canadian trade, have read with the utmost concern

dispatch in morning papers regarding retailers being com-
pelled to gi\'e customer sales slip showing luxury tax and

to collect same separately from purchaser. Already thou-

sands of dollars of American trade have been driven away,

American tourists accustomed to five per cent, tax abso-

lutely refusing to pay tw'enty per cent. United States

trade promised to be very large this season, especially in
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view of exchangee rates in their favor, but will be entirely

killed. Coupled with serious evasions by unscrupulous

dealers, situation very grave for jewelry industry of Can-

ada and factories will have to curtail output and' throw

many men out of employment. Tax of ten per cent, on

entire stock to be absorbed by dealers would produce in-

finitely more revenue, be universal in its incidence, be only

slight handicap to business and be highly economical in

operation. If you think it advisable, deputation will gladly

present matter in fuller detail before Cabinet.—O. M.

Ross, Secretary."

At the time of going to press, further information is

not available and the trade is in a chaotic state. It was
announced in the newspapers a short time ago that Mr.
R. W. Breadner, Commissioner of Taxation, had stated

in Ottawa that it would be permissible for merchants to

absorb the luxury tax in their seliling price. As the trade

has been compelled to accept all instructions with regard

to the new taxation from the newspapers, it can hard'ly be

blamed for having taken the statement credited to Mr.
Breadner at its face value and governed its selling policy

accordingly. Now, however, a new situation has arisen

and business will be at sixes and sevens until some under-

standing is reached with the Government.

Retail Merchants' Association Protests

Ox Monday, May 31, Ottawa was the meeting place

of the Retail Merchants of the Dominion, the

object of the gathering being to assure Sir Henry

Drayton, Minister of Finance, that his new budget resolu-

tions were far from l)cing welcomed by the many trades

represented.

Mr. Henry Walters, member of the Dominion Council

of the Retail Merchants' Association, was spokesman for

the party of delegates who waited upon Sir Henry, and

the address touched upon all the vital points that are con-

sidered unfair, unwise, or unworkable.

By way of introduction. Mr. Watters stated that the

spirit and desire of the retail merchants was to assist the

Government in arriving at a tariff that would not bear

too heavily upon trade and commerce, but would yet su])-

ply the necessary money to carry on. .\ resolution had

been passed at the meeting of the Retail Merchants' As-

sociation, held previous to the interview, urging the wis-

dom of an advisory committee of retail merchants to assist

in working out the problems of the luxury tax.

Mr. Watters then called upon Mr. R. H. Fitzpatrick,

Toronto, to state the case of the clothiers' trade. Thi>

gentleman pointed out that 75 per cent, of the trade was

for goods costing more than $45 per suit, and they there-

fore asked that the tax limit be fixed at $85, or, as an al-

ternative, suggested that 10 per cent, over the $45 would

be better and not so hard on the customer. Clothiers felt

that their business would go to pieces if the present tax

stood.

Mr. C. Bilton, Toronto, then stated the case of the

merchant tailors, pointing out that the one hardship was

the fact that the orders aken before the date of applica-

tion of the tax were being filled at a stated price and that

they were not able to collect the tax, being thus forced

to lose that amount of money. Bankruptcy was very near

many firms if taxation as suggested was carried into ef-

fect.

Mr. B. Addelstein voiced the sentiments of the boot

and shoe dealers and requested that the price limit be fixed

at $12 instead of at the present $9.

Mr. .\. J. Freiman, president of the Ottawa Retail

Merchants' .\ssociation, then addressed Sir Henry Dray-

ton, saying the- source of supply was the most economical

and .simple way of securing the tax and the easiest method

of collecting would be from the manufacturer. Unfair

competition that was possible under the present plan would

be largely eliminated and all would pay a fair .share of

the cost of upkeep of the country. Mr. Freiman made it

clear that the merchants were willing and eager to do

their best to assist in financing the country during the

pre.sent stringent times.

Mr. C. H. Smith, Windsor, speaking for the dry goods

merchants, said that the luxury tax meant loss in business

and many evasions as at present proposed. Like Mr. Frei-

man, he favored the taxes being placed on the manufac-
turer and importer as being a much simpler matter.

For about an hour and a half the Finance Minister sa:

patiently listening to the different arguments advanced;

and when the time came for him to reply to his friends,

the movement of rising from his chair was the signal for

a warm outburst of applause, and one fact was apparent

—

tb.at no matter how the merchants differed from his views

as expressed in the budget, they admired his determination

to get the cash so urgently needed, and his courage in

undertaking to do it.

Replying to Mr; Watters thanks for receiving the depu-

tation, he announced that thanks were few and far be-

tween just at the moment, as his position was a rather

unpleasant one. He could liken himself to the chore boy

who had to do his duty and serve his country. "Money
must be raised and we are going to get it without bor-

rowing," he said. He had listened to their many criti-

cisms, but would suggest that they find a remedy for each

case as they saw it, and would prefer that such criticism

take the form of a letter boiled down to the main facts.

The era of lower prices was coming, he felt assured, and

if the taxes served to check extravagance, so much the

])etter for Canada and the lower cost of living.

.\t the conclusion of the meeting, which took place at

the Chateau Laurier, the two hundred retailers felt that

the best thanks of all were due to the Minister of Finance

for his attitude towards them, while the general view ex-

I)ressed was that the points spoken of would receive due

consideration at once, with the probable result that a

number of changes could be anticipated.

Mr, Playtner Goes to Elgin

President Hulburd of the Elgin National Watch Com-
pany has announced that contracts have been signed for

the construction of a fire-proof building to be occupied by

the National Horological Institute. The Elgin Watch
Company makes the prelimiinary investment, but the in-

stitute is to be presided over by Mr. H. R. Playtner of To-

ronto, Canada, and the director is to be Mr. G. F. Caven

of Montreal, Canada. It is the purjiose of these two gen-

tlemen to develop a very fine high-class watchmaking in-

stitution, k is to be national and its doors are to be open

to sftudents from all i)arts of the United States and Can-

ada.

Mr. Playtner was for many years head of a watch-

making school in, Toronto that had an unexcelled rejnita-

{Contiiiiicd on page t^^.)
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NFA'BR in the history of the jewelry trade of Can-

ada has it been stirred to the depths in the man-

ner in which the new hixury tax lekislation has

excited it. As expressed by a member of the deputation

in Ottawa, it has been shaken from end to end, and its

prosperity gravely imperilled. As an evidence of the

feeling aroused, the following telegrams are among those

received at the office of the C.N.J.A. from all parts of the

country

:

From Nova Scotia

:

"The taxes on the jewelry business proposed by the

Minister of Finance are, in the opinion of leading jew-

elers in Nova Scotia, calculated to practically ruin their

business. Are you, as president of the Association, mak-

ing any immediate effort to cause the Minister of Finance

to realize the seriousness of the proposed taxation to our

trade in Canada?"
This was signed by G. W. Reid. Truro, N.S.

On the same date came one from the Halifax District

Jewelers' Association, signed by Stanley Hood, president.

and F. O. Schaefer, secretary, reading as follows

:

"Halifax Retail Jewelers' Association strongly protests

against collection of luxury tax as outlined in newspapers.

If collected, we prefer to have it added to invoices as in

the past few years. Please wire reply concerning any ac-

tion you have taken. Are Toronto ad Montreal jewelers

collecting tax? Give short schedule showing tax on dif-

ferent lines."

A heavy telegraphic correspondence was also carried

on between Montreal and Toronto, but this was mostly

Vi'ith regard to arrangements for the interview with Sir

Henry Drayton. Between Ottawa and Toronto, also, a

reciprocal fusillade of wire messages continued for sev-

eral days with reference to points of interpretation of the

budget resolutions.

But it was from the West that the heaviest flood of

telegrams descended upon the central office of the C.N.J.A.

Of these a representative few will serve to express the

puzzlement and indignation which existed universally

among the Canadian jewelry trade.

From Fort William.

"Twin City Jewelers' Association would like latest in-

formation re new taxes on jewelry—how applied and
collected. Is old tax now abolished ? Please keep us in-

formed re developments and any action taken ijy C.N.J. A."

This was signed by J. A. Gillespie, secretary.

From Winnipeg:

"Jewelry trade at to-day's meeting .... believe if

maximum tax should be ten per cent, exemptions should

be allowed as already given in budget. If, however, flat

percentage on complete turnover has to be arranged as a

compromise, suggest it be five per cent, and rebate clause

dropped." Signed by Carl Johnston, chairman of the

Winnipeg section of the Manitoba Jewelers' Association.

F"rom Brandon

:

"Whereas jewelry now in stock has already been taxed
ten per cent., and, in the case of imported jewelry, 7^/2

per cent, plus ten per cent., and whereas jewelry for the

coming year has been purchased and taxed 7% per cent,

and ten per cent., the tax of 20 per cent, additional will

work hardship on the buying public, and make it impos-
sible for the jewelers to do business, and will have the

effect of driving Canadian money to other markets. There-
fore, present stocks should be immune from extra taxa-

tion, so as to keep the jeweler in business and saxe bank-

ruptcy." Signed b\' D. A. Reesor, W. E. Crawford, N.

J. Harwood and G. A. Morin.

From Regina ;

"Saskatchewan jewelers protest against such high rate

over present ten per cent.; also against lack of authentic

information and of notice. Think minimum prices should

apply as in clothing, etc. Assume watches and clocks,

etc., still exempt. Wire useful information as received at

our expense." Signed by A. L. Wheatley, chairman of the

Saskatchewan Jewelers" Association.

From Moose Jaw

:

"Moose Jaw jewelers feel that jewelers are discrimin-

ated against in additional tax on jewelry, which, if car-

ried out, will ruin the jewelry business. Kindly advise if

anything is being done." Signed by Plaxton's, Ltd., J.

Krueger & Co., Crichton's, Ltd., Fred J. Wilson, and the

Assiniboia Jewelry Co.

From Edmonton

:

"Northern Alberta jewelers view with alarm the ex-

cessive taxes as proposed by the new budget, especially'

relating to jewelry, which has already been subjected to

ten per cent, and the exchange on gold. Are we to under-

stand that the tax of twenty per cent, is in excess of the

present tax ? We think five per cent, on present prices

would meet with better favor with the public and result

in greater gross sales." Signed by W. J. Jackson, vice-

chairman of the Alberta Jewelers' Association.

From Calgary

:

"We, the Alberta Jewelers' Association, comprising

forty leading jewelers of Alberta, wish to protest through

you against enforcement of the proposed luxury tax in its

present form as unfair and unworkable. Having already

paid an excise tax of ten per cent, on jewelry in stock, we
feel that an additional ten per cent, should be sufficient

until the present stock is exhausted or replaced with un-

taxed goods. 'As an alternative, we prefer a tax of a

fiat percentage on gross sales that would be absorbed by

ihe producer and dealer in place of passing each suc-

cessive tax on to consumer." Signed by the Alberta Jew-
elers" Association, per F. R. Holdsworth, secretary.

From Vancouver

:

"Have seen press despatches re new tax on jewelry.

Should we put this in operation at once or wait for of-

ficial word from the government? We have already paid

ten per cent, on all jewelry. Should the Government col-

lect twenty per cent, on goods that have already paid one
tax? Are we to continue to pay tax on diamonds as we
mount them? Fullest information will oblige."' Signed

by O. B. Allan, chairman of the British Columbia Jewel-

ers' Association.

From \'ictoria

:

"At a meeting of \'ictoria jewelers it was decided that

it would be to the interest of the retail jeweler if he were
allowed to mark his goods including tax and pay the gov-

ernment the amount it would be entitled to if marked at

the regular price. To illustrate: A ten dollar article would
be marked twelve dollars, two dollars of which would go
10 the Government. Any new very welcome." Signed by

F. W. Francis, secretay of the \'ictoia Jewelers' As-
sociation.

There were, in addition, a number of wires, telephone

messages and personal calls by individual retail, wholesale

and manufacturing members of the trade.
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National Publicity for Jewelry
Arrangements Under Way for Initiation of Campaign in Canada, Involving Expenditure

of $10,000 the First Year

DISCUSSION of the proposed plan of national pub-

licity was the chief item at the May meeting of the

executive of the C.N.J.A., and steps were taken

that should lead to having the plan placed in execution

next fall. A report was read from Messrs. Gordon Mc-
Laren and O. M. Ross, delegates to the meeting of the

National Jewelers Publicity Association in Chicago, in

which they recommend the spending of $10,000 in Can-

ada during the year 1920-21, and that the sum be raised

by subscription among the trade, each member to be

assessed according to his financial rating. The report was
approved and a committee was appointed, consisting of

Messrs. James Ryrie, Walter J. Barr, Gordon McLaren,

and J. J. Nolan, with power to add to their number, to

work out the details of the scheme and start the publicity

in the fall.

The action of the committee was hastened by the read-

ing of a most comprehensive, lucid and convincing report

made by Mr. Fred G. Thearle of Chicago, C^hairman of

the Advertising Committee of the National Jewel'ers' Pub-

licity Association, on the work done and proposed to be

done by their organization. In this he said:

Following is the proposal and program adopted at the

annual meeting in Chicago, April 13ith, for continuing the

work of the National Jewelers' Publicity Association in

the United States during 1920-1921. As you know, the

display advertising will be placed through Vanderhoof &
Company. The allotment for Canada is, of course, in

addition. I thought you might want this for your records.

The program for securing additional funds for the

$300,000 National Advertisin-g Campaign of the National

Jewelers' PubHcity Association undertaken by Mr. Harry

Edward Freund, with the co-operation of Vanderhoof &

Company, has been followed for one year. While the

complete amount is still to be secured, the results have

been very tangible, not only in subscriptions, but in the

welding of the entire jewelry and allied industries into a

unity of purpose and spirit of co-operation before lack-

ing and without which the completion of the fund would

have been an impossibility.

Being in intimate touch with every step of this pro-

gress, we realize how thoroughly the work of unifying

and harmonizing the various elements essential to suc-

cess have been handled, and believe the goal is in sight.

Day by day, and city by city, the work has gone steadily

forward with more and more influential members of the

industries affiliating with the Association and increasing

recognition of the importance of its mission and confid-

ence of its success being expressed.

We would recommend that a completely unified adver-

tising program now be established. Through the personal

visits of Mr. Freund to twenty-five cities, his addresses

before numerous associations, the newspaper and trade

journal publicity given the plan, the letters mailed to the

trade during the last year, the actual insertion of a full

page in leading national magazines at Christmas time

—

all these spell action both to present subscribers and to

every member of the industry waiting for just such activ-

ity before lending their moral and financial support.

Our recommendation, therefore, would be to decide

upon some specific amount to be appro^^riated for the first

year's complete campaign of advertising—no matter how

limited, and then launch this campaign with the full en-

thusiasm of your general Committee and -the entire Asso-
ciation back of it. By close co-operative work with the

Presidents and Secretaries of the various national, local

and state Associations, additional follow-up letters to the

trade, and Mr. Freund's active, personal canvass and ad-

dresses in leading cities backed by national advertising,

there is every reason to believe that another year's ag-

gressive effont will connplete the entire $300,000 fund.

For this year's campaign we suggest that it be plannec

on the basis of an expenditure of $50,000. We believe

this figure is conservatively within the income figure for

the ensuing year. If it falls short, the expenditures might
easily be cut, and if the full $300,000 is pledged before

the end of the year, the immediate campaign could, at the

discretion of your Association, be strengthened.

By the plan we propose, however, we believe that we
can even with this smaller appropriation create such ai

impression that we will have practically one hundred per

cent, co-operation throughout the jewelry industry before

the year is out, at the same time establishing firmly the

thought of jewelry in the minds of the general public.

It is a well-known fact that the slogan of the florists

"Say it with Flowers," has made millions for that indus-

try. In the slogan, "Gifts that Last," there is a potential

value to the jewelry industry limited only by the speed and
extent to which it can be brought into the consciousness

of the buying public.

In the limited campaign we propose, we cannot hope

to bring about the full accomplishment of all the objects

we have in imind, but we hope to show a volume of ad-

vertising that will be impressive to the consumer and t(

the retailer, as well as to every subscriber.

The physical presentation of our advertising campaign
provides for three classes of advertisements—one in keep-

ing with the general spirit of dignity and quality gener-

ally associated with the jewelry industry—ithe subject of

which will relate to the four seasons—Christmas. Easter.

Graduation and June Weddings, and Thanksgiving—the

second depicts the emotional appeal of jewelry with the

greater portion of the advertisement illustrating the qual-

ity of romance, of love, of paternal or childhood affection,

or moments of fond recollection, esteem or friendship

—

the third type, driving home the slogan "Gifts that Last"

with one strong selling point—the slogan, however, ap-

pearing in every piece of copy.

To carry out the complete effect of the campaign, we
have planned on a number of features that will give us

all of the advantage of Association advertising without

making that expense directly chargeable to us. This plan

provides for preparing forms of advertising supplementary

to the anagazine campaign and supplying this advertising

matter to members at cost. It will not, of course, be

possible to get every subscriber to the fund to make use

of this local material, but in those cases where we can it

represents just that much additional publicity without the

additional expense to the Association. That form of ad-

vertising would be handled locally and the material re-

quired would be sent out from a properly designated dis-

tributing point.

This material would be prepared in the same way and

at the same time as the rest of the material for the cam-

paign is prepared. In this respect, there wotrld be a con-

siderable saving of illustration cost, etc., and we would
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have the assurance that our campaign would tie up gen-
erally in all of its forms.

The units of the campaign we have planned fall inCo

well-defined sections which will be treated separately.

MAG.^ZINE ADVERTISING.

The magazine campaign provides for four insertions
of full page unit advertisements in the "Quality Group"—
consisting of Atlantic Monthly, Century, Harper's,
Scribner's, Review of Reviews and World's Work

—

with seasonable suggestions and attractive border designs.

It provides for four insertions of quarter-page units in a

list of fourteen of the leading national magazines of larg-
est circulation in the general field—including American,
Cosmopolitan, National Geographic, Literary Digest,
Life, Country Gentleman, Harper's Bazaar, Vogue,
Vanity Fair and Town and Country.

It provides further for two-inch single colum copy
featuring the slogan in a list of fifteen additional maga-
zines—Red Book, Collier's, Photoplay, Motion Picture
Classic, Motion Picture Magazine, Chrisitian Herald,
Everybody's Magazine. Hearst's, Independent, Leslie's,

McClure's, Metropolitan, Munsey's, Outlook and Theatre
Magazine—four insertions each, making the total number
of magazines thirty-one, and the total circulation each
issue over twelve million.

It is planned to prepare all of these advertisements in

advance and to equip Mr. Freund with a handsomely bound
portfolio showing these advertisements. This will furnish
Mr. Freund with tangible evidence of what the jewelry
publicity plan contemplates.

Also in his work with the people in the jewelry indus-
try, Mr. Freund will be able to explain the object of the
campaign and thoroughly sell each member as wel'l as
prospective members with the merit of the campaign and
the part they are to play.

In addition to this, we would propose the reproduction
of these advertisements in a number of ways to be util-

ized as mailing pieces, as envelope inserts, etc., by those
who have already subscribed" to the fund.

NEWSPAPER ADVERTISING.

Our funds not being sufficient to purchase local news-
paper space in adequate quantity the local newspapers in

each city could be used to co-operate in securing a great
volume of local' publicity. We would prepare a series of
full page advertisements featuring "Gifts that Last" and
copy relating to the seasonable thought.

These we would furnish to the local newspaper with
the understanding that the Association would pay for the
portion of the page devoted to the heading while the bal-
ance of the page must be sold to local subscribers to the
fund and would carry their local store offerings. All of
the newspapers throughout the United States have repre-
sentatives in Chicago and we are certain that we can se-
cure complete co-operation from those newspapers in view
of the extra advertising business they will secure.

We will also prepare a portfolio of advertisements or
a sheet of advertising illustrations in keeping with the
thought followed out in our magazine advertising. We
would supply one of these portfolios or sheets of illustra-

tions to local subscribers in each city.

A large majority of progressive retail jewelers are al-

ready big users of local newspaper space and we are cer-
tain that they will be glad to co-operate with the national
campaign by tying up their local advertising, utilizing
such illustrations, etc., as we furnish them. When running
the Christmas advertisement in the magazines, we an-
nounced by means of trade paper advertisements, that
electros of the advertisement would be furnished free to

any of the jewelers wishing electros and a surprisingly

large number of requests for the electros were received'.

STREET CAR ADVERTISING.

We believe it will also be possible to secure a large

amount of local street car advertising through a method
similar to that we will employ in securing local news-
paper advertising.

There is an organization known as Barron G. Collier,

Inc., that handles the advertising for practically all of the

street cars in the United States. This organization has a

large corps of local sales representatives. We believe we
can put up a plan to this organization that will provide

for our furnishing the cards or for that organization sup-

plying cards at cost. We will supply the Collier organiza-

tion with a list of the subscribers to the fund and' their

local salesmen will solicit those members either for an
individual or a joint campaign in the street cars in the

various cities where we wish street car advertising. We
will co-operate with the Collier organization to the extent

of recommending this form of advertising to the local

subscribing members. Tied up as it can be with the slogan

"Gifts that Last'' the value would be tremendous.

SECTION RELATING TO STORE OR DEALER HELP ADVERTISING

MATERIAL.

We have planned a series of seasonable window dis-

plays to be utilized by local subscribing jewelers. These
displays would have as their theme, the subject matter

of our advertisements and would provide for arranging the

window in a manner similar to the illustration in our

magazine advertisements. We have arranged with a Chi-

cago organization to handle this without extra cost to the

Association.

We figure also on an attractive window display mount
of the slogan "Gifts that Last" that will be carried as a

standard window display unit by each subscribing mem-
ber. This same device can also be provided for those

distributors and manufacturers who maintain display

rooms where either the consumer or retailer is invited to

call.

We propose also an inexpensive transfer sign of the

slogan "Gifts that Last" to be furnished to every jeweler

in the country. This would be sent out by mail or dis-

tributed locally with a letter of sales talk designed to

secure the co-operation of the jeweler in making a per-

manent display of this slogan.

Incidental to this would be many forms of novelty ad-

vertising that we propose referring to the local retailer or

if more appropriate to the manufacturer or producer or

wholesaler, including motion picture slides, electric flash-

erss, blotters, calendars, etc.

We believe it will be possible in this manner to secure

a great deal of supplementary advertising at no extra cost

that will be of great help in adding to the effectiveness of

our general campaign.

The estimate we are attaching herewith gives the list

of national magazines we would use, their circulation and

total cost. It is difficult to estimate the volume of local

newspaper advertising we will be able to secure or the list

of cities, but it should be very large.

Providing for the continuation of our Bureau of Edu-

cational and Constructive Publicity and all other adver-

tising, the appropriation proposed would be divided as

follows

:

$12,000—Bureau of Education and Constructive Publicity.

3,000—Mechanical and Art Work.
4,000—Local newspaper co-operative advertising.

36,000—National magazines.

$55,000
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The foregoing report is based on our actual practical

experience covering the past year and is submitted as the
next logical development in the advertising programme.
Each suggestion has been considered principally in its

relation to the entire campaign. Our past experience in

the National Jewelers' Publicity Association has been such
as. to lead us to feel certain that the campaign suggested
can be carried through successfully.

Yours very truly,

F. G. ThearlE,
Chairman Advertising Committee,

National Jewelers' Publicity Association.

In conjunction with this was read the report of Messrs.
Ross and McLaren, which read as follows

:

To the Chairman and Members of the Executive
of the Canadian National Jewelers' Association

:

Pursuant to the instructions of the committee, your
representatives visited Chicago on April 13th and attended
the meeting of the National Jewelers' Publicity Associa-
tion on that day. An all-day session was held at the

University Club with Mr. Morris Eisenstadt of St. Louis
in the chair and almost a full attendance of the members.
Reports were presented by the treasurer, by the adver-
tising committee and by Mr. Herbert Vanderhoof of the

Vanderhoof Agency, which has handled the publicity work
and a very full and frank discussion of the work ensued.

The Treasurer reported that $150,000 had been sub-

scribed for the National Advertising Fund and it was de-

cided to continue the services of the special representative

engaged in soliciting subscriptions from the trade.

The Advertising Committee reported that it had in-

serted the first display advertisements prior to the Christ-

mas season in the following magazines: '"American,"

"Cosmopolitan," "Harper's," "Scribner's," "Century,"
"Atlantic," '.'Review of Reviews," and "World's ^Work,"
one page in each. This had represented a circulation of

three million readers and the cost had been $6,000.

It also made a detailed and comprehensive report on
the work of editorial publicity and a recommendation as

to future activities, a copy of which is attached hereto.

The advertising program for 1920-1921 includes the

use of full pages, quarter pages and sinraller copy in a list

of over thirty magazines of national distribution, with a

circulation of over 12,000,000 subscribers each issue and
a total esitimated number of readers of over 60,000,000.

It is also planned to prepare a series of full-page ad-

vertisements for the daily newspapers featuring "Gifts

fhait Last" with copy relating to the thought of the seasons

:

a portion of these full-page advertisements will be paid

for by the Association and the local retail jewelers will be

given the opportunity of making their own local announce-

ments in co-operation with the national work of the Asso-

ciation. The advertising program for the year will also

include a similar method for utilizing street car space.

Part of the plan is to insert the larger advertisements

for the purpose of influencing the jewelry buying public

at the most important seasons, such as Christmas, Easter,

graduation and June weddings, Thanksgiving and Valen-

tine's Day, etc. In the creative work of the Association

it is intended to make "Mother's Day" a new feature in

the seasons of jewelry purchases, which will certainly

make a sitrong appeal.

.\ very large number of interesting and effective

slogans were submitted in the' prize contest announced

through the trade press, but the Comnnittee was an en-

thusiastic unit in officially adopting the slogan originally

suggested' before the contest
—

"Gifts that Last," and it

was unanimously agreed that this slogan should be made

so national in character that its widespread use by the

jewelers throughout the country would be productive of

millions of dollars of new purchases in the jewelry busi-

ness, and an artistic copyrighted emblem with the slogan

"Gifts that Last" will be forwarded to all subscribers.

Supplementary store and dealer helps have been

])lanned, which consist of a series of window displays for

the seasons, and provide for a reproduction of the page

advertisements, linking up the store of the retail jeweler

with the national advertising. Arrangements will also be

carried out for furnishing transfer signs for window dis-

play and many other forms of striking and novel adver-

tising, such as picture slides, electric flashers, calendars,

blotters, etc.

It was definitely decided on account of the unusual

support received from allied industries, to increase the

membership of the executive committee from thirteen

members to twenty-one, and the following industries will

be invited to elect representatives to serve on the com-
mittee: Diamonds, watches, clocks and silverware. It

was also resolved that Providence, R.I., a leading centre

in the manufacturing jewelry industry, should be repre-

sented in the executive committee, and that the retail

jewelry trade have two additional representatives on the

committee, along with one from the Canadian National

Jewelers' Association.

A very cordial reception was tendered to the Canadian
representatives, and a formal arrangement for affiliation

between the two organizations was made, Mr. Ross being

nominated as a member of the committee, pending a for-

mal nomination by your executive.

The decision of the Canadian Association to raise

$5,000 for the first year's effort was received with much
satisfaction, and the advertising committee submitted a

recommendation as to the method by which this amount
should be expended. This provided that one-half of the

sum should be devoted to editorial publicity, that is the

free insertion of reading matter relating to jewelry styles,

etc., in Canadian publications, and the other fifty per cent,

in display advertising, including quarter-page advertise-

ments, four times, in the following publications: "Mac-
lean's," ''Everywoman's World," "Canadian Home Jour-

nal," and the "Veteran," and a certain amount of space

in the "Saturday Night" and the "Canadian Courier" at

the same time. The American organization is spending

$12,000 this year on editorial publicity and $36,000 on dis-

play advertising, so that the Canadian appropriation is not

divided on the same basis, but it was pointed out that the

publicity service bureau had been built up at a large ex-

pense and was now able to give a very effective service,

so that the Canadian organization should devote a large

share of their expenditure to that branch of the work.

It was also noted that on account of the impossibility of

securing a medium in Canada that would cover the entire

country with the display advertising, better returns would
possibly be secured through editorial publicity. It must
also be borne in mind that the Canadian trade will benefit

largely through the advertising in American magazines

having a considerable circulation in Canada, and in this

respect is a participant in the advantages accruing from
the American expenditures.

In our opinion, the appropriation of $5,000 is too small

to make an impression in the advertising field, and would

therefore recommend that it be increased to $10,000, the

extra amount to be spent entirely on display advertising.

With reference to the manner in which it may be pro-

posed to raise the amount required, we would suggest that

an appeal be issued to the trade in general from the secre-

tary's office, to be supplemented by advertising in the

( Continued on page 56.)
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Ŵatch Inspectors Turned Down

WATCH inspection in Canada bids fair to continue

upon its present basis for a prolonged period.

The agitation that has been carried on during the

past year in an effort to have the railroad companies re-

cognize in some degree the service rendered by their in-

spectors has proven entirely barren of result, the conv
panics absolutely declining to remunerate the jewelers^r

to concede the other requests contained in the letter ad-

dressed to them following the Montreal conventions. The
replies from the railroad's were communicated to Mr. A.

C. Skinner of Sherbrooke and were forwarded in turn by
hiim to a number of other inspectors in various parts of

the Dominion. Mr. Skinner had an idea that it might be

feasible to make an appeal to the Board of Railway Com-
missioners for Canada and asked for an expression of

opinion as to its advisability. Almost every inspector was
willing to bear his share of the expense if such a course

of action were decided upon, but, in view of the fact that

the watch inspectors themselves are far from being a unit

on the question, the concensus of opinion was that it

would not be advisable to go to the Railway Board. The
whole question, therefore, is shelved with but little pros-

pect of it ever being brought up again, as the railway com-
panies have expressed a disinclination to deal with the

Canadian National Jewelers' Association, stating that they

prefer to continue doing business with individuals as in

the pa.st.

The subject, therefore, becomes one for individual ac-

tion, and it is up to each jeweler to decide whether or

not he cares to continue the service.

The value of an appeal to the Railway Board would

be very questionable, even if it were decided upon. The
watch inspectors are not employees of the companies and

their connection with the work is purely a voluntary one.

They would, therefore, very probably not come under the

jurisdiction of the Board as companies might very prop-

erly argue that any who did not value the connection

were quite at liberty to sever it at any time. Whik the

marked difference of opinion with reference to the value

of the service to the jeweler continues to exist, it is prob-

ably just as well that the matter be left in abeyance, as

in fact it must be as there is no other solution.

President W. S. Young,

All Set for Ontario Convention

AN account of the turmoil into which the entire

jewelry trade has been thrown by the luxury tax

legislation, it has been decided to curtail the social

features of the convention of Ontario jewelers in Tor-

onto on June 22nd and 23rd and to make it almost entirely

a straight business conference. The taxation problems

are so onerous and so conflicting that the trade in general

is not in a humor to indulge in jollifications. The only

social feature of the convention will, therefore, be the

supper on Tuesday evening at the King Edward

Hotel. A strong programme has been provided, how-

ever, from a business standpoint, the chief subjects

on the convention programme being covered by men

of international reputation. The two sessions will be

crowded with matters that deeply concern everybody in

the jewelry business and it is hoped that the retailers will

show their appreciation of the action of the executive in

securing the attendance of such competent men to ad-

dress them.

The business programme, so far as arranged, will be

as follows

:

Tuesday, June 22nd, 1920:

2.0O p.m.—Call to order.

2.05—Letters of regret.

2.10—Opening address.

London.

2.20—Address of welcome. Mr. James Ryrie, To-

ronto.

2.40—Response. Mr. J. S. Barnard, London.

3.00_Address on Salesmanship. Mr. Charles T.

Evans, Buffalo, former President American

National Retail Jewelers' Association.

4.00—Round-table conference on National Publicity,

in consultation with Mr. Herbert Vander-

hoof, Chicago, director of Publicity for the

National Jewelers' Publicity Association.

5.00—Report of Ontario Horological School. Limit-

ed.

5.15—.Appointment of Nominating Committee.

6.00—Adjournment.

7.00—Dinner.

A question box will be placed in the reception room

in which notice of subjects delegates wish discussed may

lie given.

Wednesday, June 23rd. 1920:

9.00 a.m.—Answers to Question Box,

11.00—Address, "Cost of Doing Business." by H.

Victor Wright, secretary. Brock & Co., Los

Angeles, Cal. ; director Jewelers' Research

Bureau, American National Retail Jewelers'

Association.

12.00 p.m.—Unfinished business.

12.15—New business.

12.30—Place of next year's convention.

1.00—Adjournment.

The committee on entertainment is composed of Messrs.

Ben. Chapman, M. R. Friend, Albert Cuff, Percy Roden,

R. Ellis, R. J. Abbs, and H. B. Kent. The headquarters

of the convention will be at the King Edward Hotel, where

the dinner will be served on the evening of the first day.

The dinner will be purely an informal one, to which visit-

ing ladies will be invited, and the after-proceedings will
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also be devoid of formality. Short addresses will be given
by Messrs. Thomas Roden, M. C. Ellis and others, and a
moving picture filmi depicting the processes in the manu-
facture of a watch will be shown through the courtesy of
the Elgin National Watch Co.

A Survey of the Jewelry Business

A RETURN was secured recently from the Bureau of

Statistics at Ottawa showing the result obtained
by the industrial census taken in 1918 so far is it

affects the jewelry trade. The following are the figures:

Item. Toronto. Ontario. Canada.
Establishments 44 248 4.S9

Capital invested $1/09,343 $3,015,727 $5,090,563

Employees on salaries . .Inc. below 164 304
Salaries paid' Inc. below 207,602 374,254

Employees on wages .. 651 896 1,803

Wages paid $ 649,814 $ 719,192 $1,401,921

Cost of materials 986,633 1,242,297 2,162,112

Value of products 2,127,423 2,928.984 5,671,506

These figures are supposed to cover all jewelry manu-
facturing concerns and concerns in which watch and jew-
elry repairs are carried out. Their value, therefore, may
be considered highly problematical as they evidently in-

clude a number of retail stores, as there are not 248 jew-
elry factories in Ontario, nor 459 in Canada. There are,

however, 58 in Toronto, so- it is evident that the figures

are hopelessly astray.

It has been proposed that an accurate survey of the

Canadian jewelry trade should be undertaken by the

C.N.J.A. Such a project would entail a large aaiount of

work, especially of a clerical character, and would also

require the complete co-operation of all members of the

trade. It would be highly valuable, however, in showing
what a substantial factor the jewelry business is in the

industrial development of the country, and would no doubt

prove an eye-opener to the Government officials and poli-

ticians who generally look upon the jewelry trade as an

excrescence. The matter is now under consideration by

the National executive.

Better Work, or Worse !

IN an address on "Precious Metals Applied to Jewelers'

Art," reproduced in this issue, George H. Dyson, of

New Britain, Conn., expresses the opinion that the

Egyptians and Greeks were the only real artists from the

artistic point of view, that we to-day are very poor imita-

tors of them, and that compared with them we know very

little about metals as applied to the arts.

While there is much to lend color to Mr. Dyson's views,

there is also mudh to modify them. For one thing, we
must consider the masses of jewelry that are turned out

to-day in comparison with what was turned out five thou-

sand years ago in the height of Egypt's glory. But few,

then, wore jewelry of the type found in Egyptian excava-

tions, and those few were in a position to demand the

best. Nowadays everyone wears jewelry ; and while large

quantities of the best variety are turned out, they are

swamped beneath the disproportionate bulk of the cheaper,

more poorly designed, unartistic varieties.

In the opinion of one of Canada's most famous archae-

ologists, previously ex])ressed in these pages, the really

expert jewelry craftsman of to-day need make no apolo-

gies to his predecessors in the craft. Even though it be

granted that he lacks the initiative, the patience and the

skill to execute masterpieces with poor tools which char-

acterized the ancients (which point is debatable), there

can hardly be any question but that, with his wider knowl-

edge of others' successes and failures, his ability to work

quickly and with meticulous accuracy, and his improved

tools, he is. as far as his individual achievements are con-

cerned, the equal, if not the superior, of the best of bygone

ages.

Unfortunately, however, the expert craftsman is the

exception rather than the rule, and for the average crafts-

man Mr. Dyson's warning is only too necessary. His plea

for trade institutes is particularly timely.

Standard Price List Issued

DURING last month, every jeweler in Ontario was
supplied with a copy of the latest revised minimum
])rice list on watch, clock and jewelry repairing.

It is hoped that this will be preserved in a suitable frame

as future lists will be issued on the same size and style of

card, so that the change can easily be made. This is the

standard price list for the Canadian trade and is presumied

to be low enough to meet conditions in every locality while

not being beyond a fair price in any ])articular. It should

be observed, therefore, as a minimum list, although it may
be varied in some respects where high overhead expenses

necessitate greater returns. Its purpose is to stabilize

prices in the matter of repairs and, when conditions

change, it will no doubt have to undergo revision.

Where Jewelry is Esteemed

IN the waning light of a blizzardy winter's afternoon

it is pleasant to sit by an open grate fire and read

adventure tales of the tropics. It is still more pleas-

ant, when the mercury is climbing heavenward, to gloat

over mental pictures of great glaciers and mountains of

ice. Similarly, with the budget still painfully fresh in

mind, and the results of it being brought home to you

more emphatically each day, it may be cheering to reflect

on a country in which jewelry is not regarded with dis-

approval by tho.se who sit in high places.

The country in question is Argentina, and while cus-

toms tariffs there are high enough, they do not discrimi-

nate unduly against jewelry. Under the old schedule,

jewelry divided honors with unmanufactured lead and

iron, watches, sewing machines, and some farming ma-
chinery, in being the lowest on the list of taxable com-
modities.

In a recently proposed tariff revision, iron and steel,

artificial manures, sewing machines, tools and machinery
were put on the free list, while a reduction of tariff was
made on other essential products and a great onslaught

made against "luxuries." Some of these latter were
attacked to the extent of a 50 per cent, tariff—but not so

jewelry, which, although raised from five to 20 per cent.,

at that figure still ranks lowest on the list of luxuries ^nd

. from five to ten per cent, lower than such necessities as

red lead, harness, porcelain, etc.

They appreciate the worth of beauty in Argentina.

Maximum Scale of Discounts
CONSIDERATION of the replies given by the manu-

facturers and wholesalers of Canada to the ques-

tionnaire sent out on the subject of the reduction

of discounts and shortening of terms was given at the

May meeting of the executive of the C.N.J.A. While con-

siderable difference of opinion was shown with regard to

details, there was absolute unanimity on the point that

there was no justification for long credits at the present

time and that the nearer the trade approached to a cash

basis, the better it would be for all concerned.

Of the replies received, one firm was in favor of uni-

form terms of 5 per cent., 30 days, net 90 days; twelve
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firms approved of the suggested scale of 3 per cent. 30
days, net 90 days; four favored 3 per cent. 30 days, net

60 days ; one was already committed to 2 per cent. 30 days,

net 90 days; five preferred 2 per cent. 30 days, net 60
days ; three were working on 2 per cent. 10 days, net

60 days; one on 2 per cent. 10 days, 1 per cent. 30 days,

net 60 days; one. 2 per cent. 10 days, net 30 days; two,

net 30days, while three firms considered that such a ques-

tion was one that each firm should settle for itself and
not one that any organization should endeavor to regu-

late.

In view of the decided trend toward the curtailment

of credits, the executive decided that it was unnecessary

to go any further in the matter but that it should be re-

commended to the trade in general that the terms of credit

shouitl not exceed three per cent. 30 days, 90 days net, with

interest on overdue accounts.

New Members of C.N. J. A.

MEMBERSHIP certificates in the C.N.J.A. for 1920

have been issired since last month's issue as

follows

:

Wm. Andrews, St. Mary's ; W. W. Porte, Brighton

;

Bowlby and McConnell, Aylmer ; G. N. Counter, Simcoe

;

R. K. Robinson, Waterford ; N. Agranove, London; G.

Seifert and Sons, Quebec; Felt Bros., Oshawa; Ferguson
& Page, St. John, N.B. ; Ellis Bros., Ltd., Toronto; Henry
Birks & Sons, Ltd, Montreal ; Patterson Bros., Sault Ste.

Marie ; F. R. Hurst, Ft. William ; D. H. Patterson, Strath-

roy; W. I. Keeler, Prescott ; H. B. Coates, Brockville;

W. M. Haskett, Brockville; F. B. Steacy, Brockville; H.
Sansfacon, Grand Mere, Que. ; Porter & Nelson, St.

Thomas; Thos. C. John«on & Sons, Halifax; F. J. Brown
& Son, Gait ; Norman Marshall, St. Catharines ; W.
Craigie, Cowansville, Que. ; E. P. Battley, Sarnia ; Ryrie

Bros., Ltd., Toronto; J. C. Barr, Sarnia; C. H. Hepin-
stall & Sons, Ltd., St. Thomas; W. W. Wellner, Char-
lottetown, P.E.I. ; R. J. Rodger, Kingston; E. H. Flach,

St. Thomas; Shute & Co., Fredericton, N.B. ; E. A. Fair-

lie, Southend, Ont.; A. C. Stanners, Toronto; D. G. Har-
ris, Hamilton; L. S. Knowlton, Leamington; Frank T.

Proctor, L. V. Ostrander, W. J. Sheppard, Toronto; R.

C. Inkster, Hamilton ; F. C. Bezanson, Sydney. C.B. ; F.

S. Savauge, Seaforth, Ont.; Jno. C. Diggins, Hamiltcwi

;

O. R. Steadman, Thorold; Jas. L. Wilson, Woodstock;
Mappin & Webb (Canada), Led., Montreal; Mrs. W. H.

Kearney, Renfrew ; Class & Stoner, Parkhill ; C. J. Lark-

worthy, W. A. Cameroii, Mitchell; F. T. Armstrong,

Lucknow ; E. Luckhardt, Wimi. Goebel, New Hamburg

;

W. A. Johnstone, Listowel ; G. -E. Meredith, Toronto; R.

L. Adams, West St. John, N.B. ; A. A. Smith, Truro,

N.S. ; R. Chisholm, Niagara Falls South; Thomas Lees,

Hamilton; A. N. Pequegnat, Brantford.

Alberta Jewelers Association: D. A. Kirkland,

Edmonton; P. B. Nett. Provost; W. F. White,

Stettler; Chas. Long, Drumheller; M. B. Bower,

Castor; G. M. Godley, Claresholm; H. C. Jacques,

Vulcan; B. Davis, Strathmore ; L. T. Westlake,

Taber; H. B. Kline & Son, Edmonton; H. H. Humber,
Red Deer; R. W. Russell. Macleod ; D. E. Black & Co.,

Calgary; E. A. Ewert. Lethbridge, C. H. Turnbull, Big

Valley ; Reliable Jewelers, H. R. Chauncey & Co., Cal-

gary; Andrew Common, Mirror; R. A. Wright, Arm-
strong & Raworth, C. B. Bender & Co., Lethbridge, J. T.

Doney, "Macleod; A. B. Cook, Medicine Hat; M. Sadou-

skv, Lethbridge; W. Glauser, Ponoka ; H. C. Hollenback,

Hardisty; P. Borud, Camrose; R. H. Uren, Moffat

Bros., Calgary; Theo. E. Strutz, Hanna; Parsons Bros.,

Laconibe; -\. B. Mitchell, Red Deer; Ash Bros., Edmon-
ton ; G. F. Ritchie, Calgary.

Saskatchewan Jewelers Association : Crichtons. Ltd.,

Moose Jaw; W. T. Stephenson, Watrous; F. W. Wright,
Prince Albert; W. T. Mitchell, Strassburg; J. Krueger &
Co., Moose Jaw ; J. Syman. Diamond Jewelry Co., West-
ern Jewelry Co., Regina ; A. L. Thompson, Saskatoon.

Wholesalers: McGeachie & Holdsworth, Calgary, Alta.

Manufacturers: Caron Bros., Montreal; .\nthony
Bros., Toronto; R. H. IngersoH & Bro., Montreal: Stand-
ard Silver Co., Toronto.

Marriage License Issuers Uneasy

BEFORE the budget was brought down, the jeweler.s

of Ontario thought they had a real grievance when
a bill was introduced in the Legislature by Dr.

Stevenson of London, providing that all marriage licenses

should be issued by municipal clerks and the privilege taken

away from jewelers. Strong protests were at once forth-

coming from all sections of the province and representa-

tions were made to the Minister in charge of the de-

partment affected. It was pointed out that the municipal

clerks were not as a class in any way superior to jewelers

in mental acumen and that so far as safeguarding the

issuance of licenses, it was an individual question. If

the Government found that any issuer was not apprecia-

tive of the responsibility of his position, it was in order

to take away the privilege, but in view of the fact that

municipal officers worked very limited hours and jewelers

were practically always available, it would be much better

to leave the system as it was. from the point of view of

the convenience of the public. The C.N.J.A. went into

the matter with Hon. Mr. Nixon and the bill was with-

drawn. Now that the House has prorogued for this ses-

sion, there will be nothing heard of it for a year at least,

but the Government has imder consideration the whole

quesition of the solemnization of marriages and it is ex-

tremely probable that the subject will be up again next

session. It therefore behooves every jeweler to e.xercise

the care and consideration in issuing licenses that the im-

portance of the matter deserves in order that their case

may be as strong as possible.
«

Licenses for Jewelers

A LICENSE system for merchants is among the pro-

posals in connection with the new luxury taxation

that appears to be worthy of commendation. If

such a system were adopted and a turnover tax estab-

lished, it would be necessary for every dealer, no matter

how small, to keep an account of his sales and it would

be a very easy matter to check up the amount due to the

Government. The danger of losing the license and being

put out of business would serve as a very strong deterrent

to those who were inclined to beat the Government while

the application of the tax to every article in stock would

necessitate that it be taken into account as part of the

overhead expense and the public would hardly know that

such a ta.x was in existence.

Increase in Costs not Large

RELIEF from the seven and a half per cent, cu.stomis

tax on imports affords a considerable measure of

relief to the jewelry trade, but there still remains

the serious injustice of the customs authorities requiring

importers to pay duty on the U. S. luxury tax. They take

a $100 invoice and arbitrarily say that its value for duty

purposes is $105, because the consumer in the United States

must pay 5 per cent, on the selling price. This cost^s^ the

Canadian trade an extra 35 per cent, oir $5 or $1.75 on

every hundred dollars worth of goods. Now there is add-

ed to this the extra one per cent, on imports which is also
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figured on the 1)asis of $105, so that the importer pay.-;

$1.05. or a total of $2.80 in addition to the regular 35 per
cent.

It must be borne in mind when estimating the new-
luxury taxation that in addition to the elimination of the
war tax, the ten per cent, formerly levied on imports and
manufacturers has now been taken off. This ten per
cent, was payable on the duty ])aid value of imports which
figured out as follows:

Value of invoice $100.00

Duty 35 per cent, on $105 36.75

Duty 7y, i)er cent, on $100 7.50

Excise 10 per cent 14.43

R A D E R

$158.68

It will therefore be seen that on imports the trade was
paying 7i/2 per cent, and 14.43 per cent., or a total of

practically 22 per cent., so that there is only a slight in-

crease in cost to the ultimiate consumer by reason of the

twenty per cent, tax on retail sales.

No Time for Pessimism

Ax unwarranted' wave of pessimism has swept through
the jewelry trade following upon the announcement
of the new schedule of taxation outlined in the bud-

get speech of Sir Henry Drayton. While the proposals

of the Commissioner of Taxation are iniquitous and a

heavy handicap to business, there is no reason to argue

that the whole trade is going to the demnition bow-wows.
When the last excise tax was announced, there were those

who predicted an awful slump in the jewelry business, but

the result was an unprecedented jjrosperity. The adver-

tising that jewelry received at that time was no doubt re-

sponsible for a great deal of the new business, and it must

always be borne in mind that when an attempt is made to

legislate people out of getting what they want, the desire

of possession is rendered doubly strong. The trade could

absorb the new taxation easily and pass it along to their

customers with little trouble, and this is no doubt what

will happen if no relief is obtained at Ottawa. The pub-

lic's memory is very short.

In considering the new taxation, one must remember
that the 7^/^ per cent, war tax on imports has been abol-

ished as well as the 10 per cent, excise tax formerly paid

b}- manufacturers- and importers. The latter amounted
really to 1414 P^'' cent, as it was charged on the duty-

])aid value of imports, making a total of 22 per cent. As
against this, there is an added import duty of 1 per cent.

and the 20 per cent, collectible by the retailer, so that the

increase in cost to the ultimate consumer is really only

about four per cent. On dom'estic jewelry the increase

is about nine per cent.

Jewelers who talk about selling out and those who can-

cel all orders are taking altogether too serious a view of

the situation. This country is just on the eve of its real

development, it has the greate.st future of any country in

the world, and the leward of the business man who holds

his head and gets right down to brass tacks is as certain

as anything can be. The jewelry trade now has a good

organization, it can to a large extent control its own des-

tiny, but pessimism will never get it anywhere.

Billions of dollars' worth of time is wasted every year

by people talking who have nothing to say and repeating

that over and over. Cut out .stupid repetition. It may be

all right for a merry-go-round to travel the same track

until the music stoi)s, but that isn't the function of a busi-

ness man.

Physical Culture for Jewelers

Ri.se 7 A.M.
Stand in the middle of the room, raise arms

slowly over head, take deep breath and say "Damn
the Government," lowering arms in attitude of

despair. Ten times.

Extend body flat downward on floor, cover eyes

with hands, kick heels, think of your lost sales and

wee]), till dry.

Assume sitting position, hands on hips, sway
gently to and fro and concentrate on Mr. Breadner

until a generous frothing at the mouth sets in. Til!

exhausted.

Collai)se on floor. Grovel vigorously, think of

the excise tax and gnash vour teeth as in anger.

./(/. lib.

While cooling off try to get .a number on the

telephone.

Note—Observe this simple regimer. every morn-

ing before breakfast and you will reach the store

with most of the cares and troubles of the day

alreadv out of vour svstem

Roots and Fruits of Personal Efficiency

Some poet has said,

"The lightning bug— it has no mind,

It goes stnmbling through the world

With its headlight on behind!"

The roots of anything is that part which extends below

the surface and draws nourishment from the surrounding

earth. The fruits are the ultimate results for which the

plant has lived.

The per.sonal efficiency tree has three roots. Will

Power, Determination and Direction. If these three roots

are sunk firm .and deep into the .soil of good clean char-

acter, nothing short of a cyclone of ill health will tear out

our plant of ])ersonal efficiency, and even then it may send
down new^ roots, and begin again.

Will Power ,Determination, and Direction demand that

a man make the most of himself and his opportunity. It

will force him to keep on the job with his head lifted for

every breeze of knowledge and short cuts that blows.

These roots will nourish and cause the main trunk of the

tree to thrive like a grttn bay tree, if no pesky worms or

tweezer mouth beetles of bad habit find a lodgement.
But real old double and twisted Determination won't let

'em. And the sturdy tree will bear fruit, good sound
fruit in the way of

1. Calm, confident personality

2. A cheerful, modest bearing

3. An inner consciousness of strength

4. A circle of loyal friends

5. An increasing earning capacity

6. An ambition to serve well

7. A desire to keep abreast of the times

8. A comfortable balance in the bank
9. A faith in God and man

Many a man has been doomed to commonplaceness
because he was satisfied with the standard '"Good
enough."

Many a captain of industry has climbed to his place of

eminence through his mastery of details. Even if he en-

tru.sted them to others, he held the others responsible for

their performance.
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Summer Jewelry Across the Line
By Estdie Arnold.

IN the selection of a gown, the question as to whether

the mode was created in Paris, London, or Asiatic

Turkey, i? not of the slightest moment to the aver-

age American woman ; likewise the ipraise of the modiste

falls on deaf ears, if the 'reflection of her mirror is not to

milady"s fancy.

With like independence does she follow the matter of

detail, even to the small accessories to her toilette, which

have such a wide scope this season, with the many varied

styles to select from.

As an instance, the short sleeves have given an im-

petus to bracelets; several may be worn on one arm, espec-

ially of the slender type. The bangle bracelet is much
favored. The handsomest of these are the small animal

bangles—tiny rabbits, horses, dogs, etc., of diamonds,

sometimes with a dash of color added in the way of sap-

phire, ruby, or emerald. These are most effective when
the circlet from which the bangle is suspnded is composed
of small diamonds mounted in platinum.

In these days when it is frequently hard to say who is

a matron, so far as appearance goes, to relegate a fashion

to any particular period in life is rather far fetched. The
debutante and her elder sister both wear the slender brace-

lets, several in number, on one arm; the bangle bracelet,

midway between elbow and shoulder; and the anklet. The
popularity of the anklet grows but slowly, but that it will

come to the fore, especially for dancing, is without doubt,

as even now the matter of adding a jeweled ornament on

the ribbon of the dancing slipper' that encircles the ankle

is gaining slowly and steadily.

The more elaborate bracelets of exquisite workman-
ship, with mountings of cameos and diamonds, richly jew-

eled, the much-sought-for period (or '"antique") bracelet

—

any of which should be worn alone—would, presumably,

be attributed to the elder sister. But bracelets are brace-

lets, and so are worn by all womankind in conformity with

good taste and occasion.

A DECIDED MODE IN COLOR.

As a decided mode in tha way of color, especially for

sport wear, green, so applicable to the season when the

whole world radiates in its every tint, is meeting with

great favor, vieing with nature in its beautiful tones.

This is apparent in materials that range from the apple,

or pale yellow green, in combination with a deeper green

;

Nile, the green with

a blue tone; jade, a

cabbage green, the

popularity of which
runs to every con-

ceivable idea—from
these to that rich,

brilliant green
named for the gem
color. The oppor-

tunity here afforded

in the blending of

green in gems and

gowns is most op-

portune.

Prevalent in orna-

ments, in gold or

platinum mountings,

are seen the chryso-

phrase, jade, oliv-

Upper—Diamond and calibre ruby pin. One end is attached to pin; the other
becomes a sheath for the pin where it issues from the fabric. Lower left—Diamond
and aquamarine brooch. Lower right—Diamond and calibre emerald brooch on
carved rock crystal.

ines, peridots, tourmalines (in the palest to the deepest sea

green of the darker tourmalines) and the most beautiful

of green gems, the emerald.

The pearl adds a richness to many of the mountings.

The brilliant emerald, for one. finds its mate with a pearl

of fine orient; while in a parure of Chinese Jade the

mountings of which are of pale gold, in the earrings a

pearl supports the graceful pear-shape pendant of jade,

and is suspended from a mounting of this pale gold in

which rests a small green stone. The necklace of this,

entirely of graduated heads, falls just below the bust line;

and the crescent shaped mounting for the amber comb is

ornamented with jade and very small pearls.

Green is a decided mode and its many combinations

favor the wearing of a variety of different gems. Pearls

and onyx go well against this background, but there are

other combinations equally as modish : French blue and

flesh, with which the jade blends admirably; old rose

and French blue lend favor to the sapphire; with ceil blue

and lavender no gem would be more appropriate than the

amethyst—and so may the different color schemes be fol-

lowed in the selection of the gem.

The many beautiful flower patterns in the season's

materials are a matter of moment, as with the open-work

mountings care should be taken that the effect be not lost

by an inappropriate, background .

ATTRACTIVE AND SMART.

Many of the season's gowns show ruffles. There is the

gown with a three-flounced skirt, and there is that with

the smaller ruffles to the waist line—the smaller the ruffle,

the shorter the sleeve. Then there is the directoire coat

in sheer material, some in the handsomely embroidered ba-

tistes; the sash, from the Roman stripe worn in Spanish

fashion, to that of soft silk and tulle, all worn low on the

left side of the gown. Such modes are more or less quaint

and with the appropriate jewels can be made most at-

tractive.

The earrings and high collar go hand-in-hand, so does

the blouse set : the small bar pin for the collar and cuff'

pins to match. The handsomest of these are the arrow

or bow mountings of diamonds and platinum, both of

which mountings in bar pins are very popular. Another

.new and beautiful mounting is the feather, the jeweled

design of which vanishes at the point where the pin enters

the fabric to re-ap-

pear again where

the pine leaves the

fabric at the other

end. It is as though

the cloth had been

actually transfixed

by a feather.

An opportunity

that is not lost

sight of for the very

smart appearance at-

tainable by its prop-

er combinations of

jewels is in the sport

style of dress, which

is here not only in

the proper material

for outdoor sports

and travel, hut in
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the daintiest of colors, and white, in glove silk, crepe de
chine, the light-weight summer catins. and light-weight
white cloth. A pretty touch of color to these white cos-
tumes is the collar, or turned out facing, extending the full

length of the coat, and the belt of green or old rose. To
add to their smartness is the sport hat of green and white
or old rose and white.

Each of these serves its purpose and so their acces-
sories are not lost sight of. At tennis, to hold tlic llowing
ends of the Windsor tie, there is the long bar pin—perhaps
a tennis racket, a tiny pearl mounted on its open work; or
to follow the idea of green, a tiny ball of jade. The
small finger ring with one of the many green gems set en
cabachon is worn with this, and the rolled-up sleeves have
links of the same stone in their cuffs. A belt of green
leather, with monogram buckle of gold, goes to complete
the costume.

Milady's sleeves are turned down for golf, and show
her cuff links. She wears a stock with a stick pin. The
ring is still on her finger. But she has added her vanity
case, which is suspended from her belt. However, at no
time would she feel entirel complete without her wrist
watch. It must be with her—perhaps in handsomer form,
but nevertheless there when in her sport dress of daintier

material. The cool linen blouse has been succeeded by
that of georgette, lace, silk, or batiste, and she places on
her finger her newest ring, that round gem, half inch in

diameter, surrounded with diamonds; selects from many
the bar pin of two almost equal rows of small diamonds,
with calibre emeralds as an interline, its centre mounting
a small bow of diamonds with calibre emeralds in the

knot, or if this be not in keeping, one of the many that her
jewel case may contain.

The brooch and pin are a necessity and as such she

has gathered quite a selection, from the small handy pin

of pearls or diamonds, or colored gems, to the handsome
bow of diamonds that is not too heavy in appearance for

her dainty summer frills.

It is so with her necklace, the length of which is that

most fitted for her style. How very handsome these have
become ; conceive but an idea of combination and it is

realized by a visit to any leading jeweler.

Side by side with the ever-admired pearls, there is the

matrix of amethyst and of lapis lazuli; those of jade from
the deepest green to the palest Nile and white; and com-
bined is the onyx with crystal as an oddity, amethyst with

crystal, and so on.

Perhaps it was the baby—who will grasp at any bright

object about its mother's neck—^^that first instigated the

idea of bead work; as if you will place bright pebbles

within its reach, the next thing you know it will be orna-

menting nose and ears with these bright objects.

Beadwork and amulets of stone and earthenware formed
the bulk of the ornaments of the early Egyptians. It is

noteworthy that in such ornaments each bead was made
for its own place in the general schemes. These beads of

pottery, glazed with blue or green, were made of varying

patterns, not only what we now generaJly term "beads,"

but in shapes somewhat like dumbells, hawks, shells, etc.,

and hollow gold beads and fragments of carnelian were
interspersed with them.

During the XII Dynasty a fine period of bead work
began, but it was during the XVIII Dynasty that this

work reached its highest pitch of perfection, and to the

original shades of red, blue and green many colors were
added, new patterns made, and small ornaments inter-

spersed in the necklaces. Then came the period of glass

beads and in Roman times these were principally used.

They were curiously striped and spotted and great care

was used in their manufacture. Ivory and pottery beads

were also made, but with no people did these personal

ornaments have a deeper meaning than with the Egyp-
tians, this being regarded far above their beauty and

workmanshiip.

To the woman of the present day her necklace also has

a meaning, a very deep one, whether it adds to or detracts

from her personal appearance, and as it can be made, with

the proper selection, a very added attraction, its popu-

larity is likelv to increase rather than decline.

Playing the Game
By B. C. Forbes, in "Forbes Magazine," Xeiv York.

The fellow who isn't fired with enthusiasm is apt

to be fired.

Excess is an arch enemy of success.

If top-notch effort yields no happiness, there's some-
thing wrong either with you or your efforts. Sit

down and do some analyzing.

After all, you've got to give full, fair value. Or you
ivon't last.

Carelessness and failure are twins.

The most 'valuable "system" is a good neri'ons sys-

tem.

Saving is Having.

// you haz'e half an hour to spare, don't spend it 'vith

someone who hasn't.

Don't simply see how you can "put in the day." See

how much you can put into the day.

Never contrive to make it easy for your concern to

get along without you.

Make sure the prize you chase is worth the price.

If you cultivate your talents you'll always find an

opportunity to us€ them.

When in a fix, sweating will get yon far/her than

.^wearing. Let mules do the kicking.

Honking your horn doesn't help so much as steering

wisely.

Don't c.vpcct poor work now to lead to brilliant work
hereafter.

^'ou have no idea how big the other fellow's troubles

are.

It's all right to aspire to control others, but have you

begun with Number One?
Notice that two-third of "Promotion'' consists of

"Motion."

There is a better market for smiles than fro7vns.

The highest form of salesmanship is nothing but

service.

The only influence worth lurving is the influence you

yourself create.

The wages of idleness is demotion.

There is no higher rank than that of zuorker. No
title can ever make a loafer a noble-man.

There must be output before there can be incoinie.

Defeat is often a spur to victory.

The best reward is sense of worthy achievement.

Good times for all can only be the product of good

work bx all.
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Composition and Use of Enamels
By M. P.-VERNEUIL. Translated by Irene Sargent

{Continued from last month.)

It now remains to review the different manners of

employing the prepared substance. According to the effect

desired, and the result to be reached, the worker in enamel

has, at his disposition, several widely different processes.

These are: the champlcvc, the cloisonne (cellular struc-

ture), the perforated cloisonne, and the basse taille

methods, and the means of producing painted enamels. We
shall here consider the first three of these processes.

The champleve method consists in excavating in a

sheet of metal small cavities, which, when filled with

enamels of selected colors, form the design ; the remain-

ing metallic parts—gold, silver, or copper—forming the

outlines and the details of the composition.

Following is the description of the process. The de-

sign having been traced upon the metal, and the thickness

of the parts to be retained being precisely determined, the

artist, by means of a graving-tool, surrounds these parts

by a fine line incised in the metal. Then, with the aid of

the gouging chisel, or burin, in the case of more extensive

parts, he excavates to the desired depth the cavities which

are to receive the enamels. It is needless to say that the

deeper the cavities, the deeper will be the color of the

enamels there inserted, since the paste will be thicker.

This statement applies only to transparent connpositions.

Often, in order to rough draft the work the artist has

recourse to corrosions made by diluted azotic acid. To
effect this result the metallic areas to be reserved are

covered with a protecting varnish, as are also the under-

surface and the edges of the sheet of metal. The acid cor-

rodes the copper or the silver ; subsequently the piece,

having been rinsed' thoroughly and freed from the varnish,

is finished with the burin or the gouging-chisel.

The backgrounds can be wrought and thus present

interesting areas, seen through the transparent enamel,

when this effect is permitted by the nature of the paste.

These parts can be either fretted by the lathe, or chased

by the tool. In the latter case, strokes of the graving tool

are given in order to form different ornamental motifs.

The metal is now ready to receive the enamel : the

entire design reserved in relief. But first, the piece must

be subjected to a searching cleansing process designed to

free it entirely from all fatty or foreign substances. The
following is the method of procedure : The metal is first

heated in the oven, care being taken not to render it red

hot, which temperature would' destroy the life of the work
and leave it without accent. Then follows the process of

freeing it from grit, effected by diluted azotic acid; fin-

ally come soaping, rinsing and drying in the oven. Begin-

ing with this mioment, the enamel can be safely applied,

provided that the piece does not suffer the least contact of

the fingers. The enameler has previously tried his enam-
els, combined his color-tones, arranged his gamut. He
therefore advances confidently and not led by chance.

Using small spatulas, he fills the cavities with moist

enamels and selected' colors. He fixes thin and successive

layers, so as to obviate the bubbles which may occur. Each
layer, thoroughly dried, is passed through the oven before

the application of the one following. We shall learn later

how these firings are operated. Those layers which have

a somewhat extended area, must be pressed and leveled

carefully by means of the spatula. Three or four layers

are usually sufficient; the last being somewhat heavy, so

that after the final firing the enamel slightly projects and
overflows. This thickness is given to avoid the cavities

which might appear after the polishing of the piece.

When a piece is to require a long time for the appli-

cation of the enamels—several days, for instance—it is

preferable to mix with them a slight solution of gum
tragacanth. For the powders in drying, imight mingle in

spite of every precaution. On the contrary, the gum,
causing them to assume a slight consistency, prevents this

accident, which would destroy the work. In the firing,

the gum is consumed, without leaving a residuum.

But another precaution is to be observed in enameling
a thin and large sheet. The capability of expansion of

the metal is greater than that possessed by the enamel.

Therefore an unhappy result occurs at the cooling. The
metal contracts much more than the enamel, and loses its

shape, while the latter cracks and scales by yielding to the

action of the metal. In order to overcome this great diffi-

culty, the precaution is taken to counter-enamel the piece

;

that is to say, to enamel it upon the reverse side, and to

fire, at the same time, these two enaim«l coatings whose
effects are reciprocally destructive.

At this point, we must occupy ourselves with the most
important process—that of firing—which is often the

source of disappointment and failure for the most skilful

and careful artists.

The methods of firing, or rather the combustibles em-
ployed, are different ; although all of them aim at the

same result : charcoal, coke, petroleum and gas have all

their strong partisans. But while the agents of firing

vary, the process of firing itself remains always the same.

It may be described as follows

:

The furnace of the enameler is made from fireproof

clay and provided with a muffle of the same material. For
the muffles designed for the firing of large pieces, brick

ovens are constructed. The muffles are open or closed

according to preference. In the furnaces heated by coal

or coke, they are open, and usually intended to form a

simple chamber in which the piece to be fired is intro-

duced. On the contrary, in the furnaces heated by pe-

troleum or gas, these chambers are tightly closed, in order

to protect the objects against the direct action of the long

tongues of flame. Lastly, whatever, may be the mode of

heating, the furnace is ready for use when the muffle is

uniformly red hot.

The piece to be fired is first thoroughly dried by means
of a worn cloth having absorbent qualities; then it is

placed near the furnace and turned frequently, in order

that evaporation may be coimplete. The piece is mounted

upon a very thin cake of fireproof clay. At the proper

moment, the clay is seized by pincers and slowly forced

into the furnace. It is then that the enameler must follow

his work with a watchufl eye. The slightest inattention

may be productive of fatal consequences, the least of

which can easily annihilate the long cherished work. The
piece is turned upon its mounting, so that its different

parts receive an equal degree of heat. Then, when glazing

has occurred, it is withdrawn carefully and cooling ensues

gradually.

The firing is usually accomplished at a temperature

of eight hundred degrees approximately.

If it be necessary again to apply the enamel and to
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re-fire, the same operation is repeated the required number

of times.

Among the too frequent accidents of firing is the col-

lapse of the metal sheet. It is well to have at hand a plate

of sheet iron, having the same form as the piece to be

enameled and covered with pulverized red ochre. At its

exit froi.n the furnace, the piece, still soft, is applied to it,

and by aid of the spatulas a rapid work may be accom-

plished restorative of the lost firmness. The red ochre pre-

vents the counter-enamel from adhering to the sheet iron.

After the successive applications, the enamel is finally

deposited in the desired quantity, or even in excess. It

then remains to form and polish the surface. For this

process files are used, together with emery-powder grow-

ing finer and finer in grain. At last, the piece is again

fired, in order to glaze it.

A still more perfect and absolutely mirror-like polish

may be obtained by submitting the enamel to a wheel of

alder-wood, moistened with water holding^ very fine pum-

mice-stone in suspension.

The enamel is now finished. It remains only, if the

piece be of copper, to gild the visible parts of the imietal,

if such be the intention of the artist.

Of more frequent use than the champlcve, the cloisonne

process possesses advantages over the first named, as well

as having certain disadvantages from which the other

process is wholly free. The disadvantages can be epito-

mized as follows: in the champlcve, the reserved line of

metal can be rendered expressive; it can vary in thickness,

expand, diminish, and receive accents. In the cloisonne

method, on the contrary, the metal thread forming the

design is incapable of expression. It is true that threads

of varying thickness may be employed, but the same line

can not, at a desired point, expand into a metallic area.

But this disadvantage is compensated by a greater free-

dom of treatment, and, at the same tiaie, by a greater

rapidity of execution.

In this method, the metallic partitions which are found

in the body of the champlevc, are here replaced by mov-

able partitions, separately made and soldered upon a back-

ground. The remainder of the execution is identical in

the two methods.

A strong and clear design is first made. Then, upon

this design or upon a very exact tracing of the same, with

the aid' of fine pincers, thin metallic bands are so turned

and curved that they will reproduce perfectly in the enamel

every outline of the design. These metallic bands, one

millimetre or less in width, are, according to the case, of

brass, silver, or fine gold.

We have thus seen that the lines of the design can be

exactly reproduced by means of the metallic bands. It

now remains to fix these partitions to the background of

the piece. To this end two processes can be used.

Llpon the piece the design has been carefully drawn

or transferred. Little by little, the partitions are put in

place, and there fixed by the agency of silver solder, with

the result that the partitions are incorporated with the

metal itself. Usually, however, to insure greater rapidity,

the piece is lightly enameled with the flux, and upon this

stratum of enamel the design is transferred by means of

greased paper. A slight firing is then given. The fatty

substance is volatilised and the coloring matter remains.

Then, the partitions are put in place and fixed by gummed
water. Small deposits of enamel are now made at the

angles and the intersections of the metallic bands. The

piece is fired and by this means the partitions are firmly

established. Finally, as in the champlcve method, the

piece is charged with the enameling substance, fired and

finished.

But in the champlci'c, as in the cloisonne method, there

exists an important resource, which the artist uses with

great effect, and of which we have not yet spoken. This is

the paillon (spangle).

By this name we designate thin leaves or particles of

metal, which, placed beneath transparent enamels, impart

to them a brilliancy which could not be otherwise ob-

tained. Three metals are thus used : gold, platinum and
silver. First, an exact tracing is made of the parts des-

tined to receive the spangles. Then the metal leaf to be

cut is placed upon a thin board of fine-grained pear-tree

wood, or upon glazed cardboard, when the tracing is ap-

plied to it. Now, with a delicate and very sharp knife,

the tracing and the metal are cut together according to the

pattern; the paper preventing the metal leaf from crink-

ling, or tearing.

By means of a brush the metal area to be covered with

enamel has been coated with a solution of gutn tragacanth,

or with mucilage made fra:ii quince cores. Following
this, the spangle is seized and applied by pincers to the

metal, a light pressure being exerted. The gum having

dried, firing is sufificient to fix the metal, which is subse-

quently covered with enamel of the desired color.

Other methods, which we shall not describe, are still

in use. But a simple observation of importance may here

be made. It concerns the change effected by the tone of

the metal upon the tone of the enamel which covers it.

It is thus, for instance, that the same green is cold upon
silver or platinum, and warm upon gold ; that a red upon
gold is brilliant, while a blue is dulled upon the same
metal. Knowledge of these facts is the result of experi-

ence and observation, for it must be re.iiiembered that a

transparent enamel participates of necessity in the tone

of the metal lying beneatji it.

It remains to describe perforated enamels; that is to

say, enamels supported only by their adherence to the

metallic cells or partitions, without having a background
of metal.

To produce such specimens two processes are employed
which we shall rapidly describe.

Usually the perforations of the object are made in its

own substance; that is: the object is formed of a single

piece from which the figures to be replaced by enamel
have been cut out and removed. Thus, for instance, in a

green leaf, surrounded and veined with gold—the veins

ending at the surrounding line—all the green part is re-

moved, the veins adhering to the line of contour alone

remaining. The green part is subsequently replaced by
enamel. The metal being thus perforated, the enaimeling

is begun by increasing the thickness of the partitions, and
the operation is repeated until the voids are filled. But
in large and important pieces in which the voids have an

extensive area, a support of pure gold is placed beneath

the enamei; a proceeding which is equivalent to the

cloisonne method. This support of a very thin sheet of

gold is finally removed. It is needless to say that the

pieces thus inserted may be raised to high relief through

the use of an excess of enamel. Certain artists even add

blowpipe enamel to the paste, in order to obtain a double

high relief (cahochonnage) of the two surfaces of the

piece. But as colored enamels, used in such great thick-

ness, would often be too dark, the perforations are first

filled with the colorless enamel base ; the colored enamel

being reserved for the later strata. This process belong;

more immediately to the champlevc method, in which the

partitions or cell's form an integral part of the piece. Still

another process is that of cloisonne pure and simple. Ac-

cording to this method, the form of the object, as for

example, a vase, is first built up in copper, and covered

with gold leaf, upon which the transferred design is gradu-

(Coutiuncd on page 56.)
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Mr. Lorie States His Position

To the Editor of "The Trader":

The attention of our firm has again been called very

forcibly to the circumstances surrounding the threatened

strike of jewelry workers in Toronto last fall, when we

were held responsible for the increase in wages granted

to the men at that time, and for the consequent increase

in cost of goods to the retail trade.

We had thought that the unjustifiable reflection thrown

upon our firm would not survive beyond a few months

from the simple fact that it was both untrue and unde-

served, but occurrances of the last few days have forced

us to the conclusion that it is being kept alive for the sole

purpose of placing us in an unfavorable position with the

retail trade.

We, therefore, ask the privilege, anti Delieve it only

right, that we be allowed to state our case fully and

frankly, so that those who have heard distorted reports

of what really did occur, may be in a position to judge

entirely for themselves as to the position of our firm in

the matter.

When the rumors about the jewelry workers' strike

became prevalent in September, the situation in our firm

was that we had increased the wages of our men between

the 17th of April previously and the time of the proposed

strike, twenty-five per cent., less one dollar, per man. We,

therefore, took up the question of increased wages with

our staff individually and succeeded in convincing each of

them that they had been treated liberally and that there

was no justification for a strike. I then rang up Mr. W.
G. Ellis, of P. W. Ellis & Co., and pointed out to him

that there was no necessity for having a strike, offering

to show him our figures. He told me, however, that he

could not afford the time to go into the matter with me.

That same night the Union held a meeting and our

men, instead of reporting that they were satisfied with

their wages, reported that our firm had conceded the

twenty per cent, increase, although we had not done so

and did not do so at any time last year.

The next morning Mr. P. W. Ellis called nie up and

asked me what I had done, stating that I was responsible

for disrupting the manufacturing trade. That same even-

ing a meeting of the manufacturers was held, at which

Mr. P. W. Ellis was chairman, and Mr. W. Sternberg,

secretary. Mr.W . G. Ellis closed his eyes, and sailed into

me along the same lines without giving me a chance to

defend myself. I got up two or three times, but didn't

get a chance to explain. The next morning various trav-

ellers went out and gave the retail trade a distorted view

of the situation, and I now find they are doing the same

thing to-day.

At a meeting of manufacturing jewelers, it was agreed

that there should be no general increase granted, pending

the result of the negotiations with the men, except in in-

dividual cases where more money had been promised.

Our firm observed this understanding completely and we
were in no way responsible for our men going to the

Union and reporting that they had received a twenty per

cent, increase nor were we aware that they had done so.

.•\fter the meeting I went to see Mr. P. W. Ellis, who
at first treated me very coolly but after I showed him our

books, he became more friendly and was apparently satis-

fied that I had done nothing contrary to our understand-

ing. He asked me what I thought he should do and I sug-

gested calling another meeting of the manufacturers, so

that I could also satisfy the other members. He doubted

if he could get them together, and finally advised me that

it would 1)6 better to let the thing die out.

The ne.xt month, much to my sur])rise, 1 noted an

article in The Trader, discussing the strike and stating

that one firm was responsible for the concession of twenty

per cent, to the men- We soon received very good evi-

dence that this was being applied directly to our firm and

I took the matter up with Mr. Ross of The Trader. He
also was not very cordial at first, but afterwards became

more sympathetic on seeing our figures, although his

opinion was that the best plan would be to let the trade

forget it as the whole thing would die out in a few months.

Mr. Ira Levi, Vice-President of our company, agreed with

this advice, so I reluctantly complied and nothing more

was done.

Now, however, our Mr. Levi comes back from Mont-

real after getting a good setting out from two retail jewel-

ers there because they held our firm responsible for the

high cost of jewelry. They asked, if what had been said

was not true, why had we not defended ourselves ? Our
travelers have had the same experience in other cities and

this is what makes us feel we must do something to pro-

tect our good name, and is responsible for this late reply.

At a meeting of the Toronto manufacturers held in

March, one of the members got up and stated he did not

think it fair that one firm should be made the goat with-

out a chance of being heard in their own defence and at

a later meeting when Mr. Thomas Roden was Chairman
and Mr. Ammon Davis, Secretary, it was placed on the

minutes that hereafter no meeting of manufacturers

should be held without a retailer being present. This just

goes to show the feeling that an injustice was done and
that there should be some method of preventing it in the

future.

We ask that this statement be given to the trade

through the medium of your paper. It is the only refer-

ence that we shall make to the matter. We do not propose

to enter into any controversy or make any further explan-

ation as the facts speak for themselves and we are con-

tent to leave the matter with the trade, satisfied that our

reputation for the past thirty-five years will suffice to

give every necessary assurance of the correctness of our

statement.

Thanking you for the courtesy of this insertion,
;

Yours very truly,

Saunders, Lorie & Co-, Ltd.

S. LORIE, President.

Mr. Playtner Goes to Elgin
{Continued from page 42.)

tion. He is perhaps the finest horological expert in the

country, and he himself selected Mr. Caven to assist him
because of his superior watchmaking knowledge and abil-

ity. They are both very familiar with every kind of watch
made in the world—-Swiss watches as well as American
made. It is their hope that they will be able to establish

here a university which will develop the very finest stu-

dents in watchmaking.

Both these gentlemen are idealists in their special line

of study and very broad in their judgments and tastes re-

garding different watches.

The institution will be entirely in their charge. The
Elgin National Watch Company's preliminary financial

assistance is done for the benefit of the whole watch in-

dustry and especially to prepare he]i)ers to aid the retail

jewelers of the country.

Some men inherit money and some ability. Ability

is the finest kind of business capital in the world.
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National Publicity for Jewelers

{Continued from page 46.)

'Trader," both on behalf of this Association and by pri-

vate firms who may be wilHng to devote their space in the

'"Trader"' to this purpose. We would also suggest that the

appropriation be divided among the various provincial

associations and a definite amount allocated to each, so

that the responsibility for raising the fund will rest

definitely on these bodies. A distribution as follows might
be taken as a suggestion: Ontario, $5,000; Quebec,

$1,500; .Manitoba, $750; Prince Edward Island.. $50;
New Brunswick, $450; Alberta, $600; Saskatchewan,
$400; British Columbia, $750; and Nova Scotia, $500,

making a total of $10,000.

We do not favor leaving the amount of individual sub-

scriptions to the generosity of the subscriber, but would
suggest the adoption of a graded scale, based on the rating

of each business. Business rated at $75,000 to $125,00U
might pay $150; over $50,000 to $75,000, $100; $35,000
to $50,000, $75; $20,000 to $35,000, $50; $10,000 to $20,-

000, %Z-:^; $5,000 to $10,000, $15; $3,000 to $5,000, $10;
under $3,000, $5.

The plans of the N.J.P.A. provide for the insertion of

advertising in the magazines of the current month in order
to catch the June wedding and graduation season. We
would also have liked to have the Canadian campaign
started' at the same time, but in view of the fact that we
have to go out and get the money, we think it better to

postpone any advertising until fall, suggesting that it begin

with insertions in the magazines in time to influence

Thanksgiving business and go on in November for the

holiday trade.

The Vanderhoof agency submitted a border design to

be used in the May advertising that we consider a work
of real art. A print of it is shown herewith. There was
also submitted a number of drawings for future displays

and the" work was of a most creditable character, such as

we beheve, would be entirely worthy of the jewelry trade.

In conclusion, we beg to recommend that a form letter,

such as is submitted herewith, be sent out to everyone

engaged in the jewelry trade of Canada, and that the col-

lection of subscriptions be made an order of business at

every convention to be held this summer. We might men-
tion that Mr. Herbert Vanderhoof of the Vanderhoof

Agency, has consented to address the jewelers of Ontario

at their convention in Toronto on June 22nd and 23rd next.

AH of which is respectfully submitted.

Gordon McLaren,
O. M. Ross.

Composition and Use of Enamels
{Continued from page 54.)

ally replaced by the metal partitions, turned and' curved

in the required patterns. Then, the piece is enameled and

fired. Finally, the inner copper vase is corroded and

dstroyed by acids, the gold leaf is torn away, leaving the

enamel to unite the partitions, to hold them firmly together,

and thus to constitute in itself the very substance of the

object. It is evident that this process is delicate and

perilous, exposing those who undertake it to disappoint-

ment and failure. In this method, transparent or trans-

lucent enamels only are employed, and if it become neces-

sary to render the material less brilliant, this result is

easily obtained by subjecting it to a mixture of equal parts

of acetic acid and of fluoride of sodium.

The man who is too busy to b: courteous to customers

will soon find plenty of time on his hands to do with as

he pleases.

Canadian Jewelry Imports

Month of February

Clocks. movements,
ca.ses and keys

—

I'nited Kingdom ....
United State.s .......
Japan
Other countries

Totals

Watches

—

United Kingdom
United States . . .

Switzerland
other countries .

Totals

Watch actions and
movements and
parts tliereof

—

United Kingdom ....

United States
France
.Switzerland
Other countries

1919

435
41,513

41,948

1.406
638

4.369

6.413

82
.58.54.-.

48.534

1920

987
61,607

Eleven months
ending February

1,206

63.800

1,232
739

3,782

1919

1,984
599.297

1,749
435

603,465

12.920
9.925

36.679

5,753 59.524

Totals

Watch cases
parts thereof

—

United Kingdom
United States . .

Switzerland . . . .

Other countries

$ 107.161

1,860
67,695

67.281

136.836

10.586
804.165

3.303
539.589

447

and

8.679
4,088

8,291
5.909

Totals % 12.687 14,200 152.287

Moulded and cut
glassware

—

United Kingdom .... $

tJnited States
Japan
Other countries

615
22.914

82

Totals $ 23,611 47.946 399.464

Electro-plated ware
and gilt ware,
n.o.p.

—

United Kingdom
United States
France
Other countries

Totals % 6.099 19,621 104.491

Sterling or other sil-

verware, n.o.p.

—

United Kingdom . . . .

United States
Other countries

830
1.780

4.419
1,860

17

17.033
32.222

421

Totals 2.610 6,296 49,676

1920

9,829
735,010

1,344
7,06:j

753,245

4,095
14,572
57,466
^,002

78.135

9.306
977,889

6.134
728,720

1,358.090 1,722.049

834 1,641
106.867 170,130
44,276 67,180

310 271

239,222

368 8.877 14.040
46,562 386,770 569.248

87 1,047 2.785
929 2,770 4,084

590,157

708 8,787 16.537 74,010
5.183 10,234 83,769 224,330
208 539 4.101 2,523

61 84 334

301.197

51,537
83.952
1 894

137.383

Manufactures of gold
and silver, n.o.p.

—

United Kingdom
United States
Other countries . . .

.

$ 46
3. 262

72
5.520
387

2.000
30.392
2.855

7.364
127.818

2 944

Totals % 3.308 5,979 35 247 138 126

un-Silver bullion
manufactured

—

United States . .

.

% 282.937 577.471 3.180.643 4.180.358

Jewelry, n.o.p.-
X'nited Kingdom
United States . .

.

1 571
53.769

162
203
24

2,623
66.370
2.832
3,584
956

11,825
649.119

5.352
5.820
572

40,679
1,017.208

36 137
Japan 21 051
Other countries 2.690

Totals $ 54,72(1 76.365 672.686 1.117.765

Diamonds, unset-
XTnited Kingdom . .

XTnited States
Netherlands
Other countries . . .

% 111.430 210.292

92,34.5

1.062 089 2.583.116
76.312

1,126,208
24.525

Totals $ 111.4311 ,302.637 1.062.089 3.810.161

Precious stones and
pearls and imita-
tions thereof, strung
or not. but not
mounted or set

—

United Kingdom .... $

United States
58

4.7.55

420
183

4,793
8.576
11,024

130
355
35

36 67B
72 471
41.477
4.600
2.483
449

471 028
127.808
I'l 318

Italy 10 184
.Japan 10 49''

Other countries 13.198

Totals 5,416 24,913 1.58.156 784.028
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Easy Payments
Not Necessary

to sell the

S O N O R A
FT OW much simpler it is to finance

your business when you can sell on

a cash basis!

Comparatively little capital is required

by representatives of the Sonora. The

Sonora appeals to the better class of buy-

ers. Its undoubted superiority of tone

makes it the easiest of all phonographs to

sell—and to sell for cash. Ask any

Sonora representative if this has not been

his experience.

So quickly do Sonoras sell that our diffi-

culty in the past has been to supply our

present dealers with a sufficient number

of instruments— rather than to secure

more representatives. The Sonora is

probably the most oversold phonograph

in the world.

I. MONTAGNES & CO.
Wholesale Distributors

Ryrie Building : TORONTO

Jewelers—
Are you interested in handling the Sonora Phono-

graph? The Selling Agents to the Jewelry Trade

throughout Canada are:

The GOLDSMITHS' STOCK CO., Limited, TORONTO
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Conducted by C. M. Pasmore.

What the Tax on Phonographs

will Mean to Retail Dealers

ONE coiisoling thought stands out

for the jeweler who handles

phonographs—that the l)udget tax so

far as this line is concerned' is more
reasonably applied than in the case of

jewelry. That is to say. it is less un-

reasonably applied.

For one thing, since it is paid by

the manufacturer, the retailer does not

have to worry about collecting it, ex-

cepting inasmurch as he may be com-
pelled to collect a heavier initial pay-

ment in order to finance his i)urchases

under the new system.

For another, under the new scale of

fixed prices set by the manufacturers.

the dealer is allowed the same per-

centage of profit, so that his actual

gross profit, in selling the same ma-
chine, wiW be larger because the price

is greater ; or to put it another way,

on a machine seUing for, say, $100,

his profit will be exactly the same as

it was on a machine formerly selling

for $100. The ditference will be that

the customer will not get as good a

machine for the money, and that he

will have to pay a larger initial pay-

ment.

Nor does the tax amount to so

much as most people imagine. If you

were to take the trouble to enquire,

you would probably find that few

enough customers remembered that

there was previously a tax of ten per

cent, on phonographs. Hence many
of them now have the idea that there

wi'H be a straight twenty per cent, in-

crease in the cost to them, which is

'not the case.

It should' be brought home to them,

therefore, that the increase is com-

paratively slight.

For your own encouragement it

would be well to reflect, too, that if

the public's memory was short as re-

garded the former ten per cent, tax,

it may be equally short with regard to

this increase. Get the idea driven

home first that the increase is nut

t\\ent\ per cent., and then forget

about it. and assist the public to for-

get about it entirely—that is the pro-

per procedure if the tax remains as

originally proposed.

Meantime, however, strenuous ef-

forts are being made—and not with-

out some hope of success—to have the

Government reconsider this tax on
music. A deputation of iinanufactur-

ers and dealers presented the case at

Ottawa, and pointed out, among other

things

:

1. That it would' Ije far more in the

interest of the Government to collect

ten per cent, tax on a hundred ma-
chines than twenty per cent, on a doz-

en.

2. That the tax on records put the

average record just beyond the point

where the public would be willing to

buy them excepting in exceedingly re-

stricted quantities.

3. That the ])honograph to-day is

considerably more of a necessity in

the hoiisehold than the average

equally costly piece of furniture—al-

though no tax was levied on furni-

ture.

4. That the increased initial pay-

ment required would have the effect

of cutting off a large part of the pres-

ent phonograph business with people

who desire and are entitled to have

music in the home, but who arc not

able to make heav\- initial payments.

5. That the tax of twenty ])er cent,

on phonographs and' records is unjust

as compared with the ten per cent.

tax on costly and short-lived articles

of clothing, and of fifteen per cent.

on automobiles.

In any event, however, the prime

course to take will be to make the

best of whatever situation finalh' de-

velops, and to bend every effort to

carrying on the business. There is ;il

least some cause for gratification in

the fact that the retailer will not have

to collect the tax as an individual item

of his bill, nor make returns to the

GoverniiiTent.

Pride of Purchase

PRIDE in name is a powerful fac-

tor in influencing sales of

many products. Let a man or

women come into possession of any-

thing of standard manufacture with a

name, and that article takes a distinct

value unto itself. There are many
kinds of muslin, for instance, yet the

average woman looks upon the brand

(palled "'Fruit of the Loom" as some-

thing just a little 'better—something

with a name in which she has confi-

dence. A man buys a safety razor,

and if it is a Gillette, or an Auto-

Strop, then he does not hesitate to

mention the na-me to his friends.

So it is with a talking machine. If

the name is generally known, then the

purchaser finds pride in announcing

that the new machine is of that par-

tic;i!;.r make Of the fine jjoints of

the mechanical or tonal qualities ihe

new owner may know nothing, but he

or sihe will have that confidence in

the i)roduct ])red through familiarity

with the make.

It is this fact in pride of name that

makes it worth while for a dealer to

keep his own cognomen in the back-

ground in advertising, so that the bet-

ter known and more generally recog-

nized name of the product may have a

chance. It is the logical line of least

resistance.

* *

Killing a Fallacy

THERE may be a tendency on

the i)art of some of the pub-

lic, if yours is particularly a high-

class jewelry shop, to feel that you

may ask more money for phonograp'.i

goods. The people may feel .hat a

jeweler's is a more expensive place to

buy such things than a department

store. You will have to counteract

this feeling by advertising prices and

emphasizing the values you give. Of
course, most phonographs and records

are .sold at standard prices, and if this

is the case with your line, the most
\ ou can say is that you :harge the

established price charged everywhere
else for the same class of goods and
that you give a better and more per-

sonal service with the sales.
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Gerhard Heintzman
''A Name That People Know''

MODEL "E"

Height 48 inches

Width l^Yi inches

Depth 25)/2 inches

For nearly sixty years Gerhard Heintzman

Musical Instruments have been developing a

franchise in reputation and good-w^ill that the

Gerhard Heintzman dealer of to-day ties to.

This established reputation makes selling easier

for the dealer, and his advertising bills less.

Every Gerhard Heintzman Phonograph bears

the imprint of a name that means in factory

and plant, in skilled workers and expert super-

vision all that can possibly be given a product

of the highest grade.

MODEL "E"

Selected mahogany or oak; piario finish or

highly polished; automatic lid support. Four

spring, non-vibrating motor; powerful, smooth

and noiseless.

Automatic Stop

Tjiree Needle Cups

Six Record Albums

Record Chamber, Electric Lighted

Equipped with Ivory Jewel Box containing

Jewels for Edison and Pathe.

Exposed metal parts gold plate finish.

Written guarantee sent with every instrument

covering machinery and cabinet work.

Ask ff^r Catalogue shoTving all our Models.

Gerhard Heintzman Limited
Head Office and Factories, Sherbourne Street

TORONTO -:- CANADA
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Pioneer Enterprise Paid

By F. M. Marter.

I'V
is three years now since D. R.

Dingwall, Ltd., of Winnipeg,

opened the phonograph depart-

ment in their nortli end store. So far

as the members of the firm knew
there was no precedent for the en-

terprise, but the line had a certain

aesthetic relationship to the ordinary

stock of a jewelry store, and there

was reasonable hope that the new de-

MR. D. W. DINGWALL.

partment would succeed. The results

have fully justified the expectations,

but the company's Main street estab-

lishment is still the only jewelry store

in Winnipeg wherein phonographs
and records may be purchased.

Always attractive and alluring in

appearance the phonograph and its

necessary accessories presented no
inducements to the store as regards

decorative effect. On the other hand,

it offered no obstacles in this respect.

To the casual visitor to-day it is dif-

ficult to see how the department could

be removed without leaving a "hole."

The graceful outlines of the cabinet

machines harmonize with the general

interior scheme, while the record>

are ingeniously hidden from view.

The fact that they are handled, how-
ever, is kept constantly before the

public.

So little space is required for th.

department that it scarcely qualifier-

for that name. Excess phonographs

are all stored in the stock-room, while

the number of records kept on hand

is reduced to the minimum, owing to

the fact that daily orders are sent to

the distributing agent> in the city.

Two sound-proof chambers for play-

ing records are located at the rear of

the store ; some machines are distri-

buted round; while posters provide

customers with lists of the latest mu-
sical entertainment creations.

"I think it is a desirable department

for any jewelry store,'' Mr. 1). W.
Dingwall, president of the company,

stated, when asked for his opinion on

the enterprise. "It has always been a

])aying proposition with us," he con-

tinued, "and it work's in well w ith the

general business."

Mr. Dingwall gave an interestin;j

suggestion that the line could be car

ried successfully as a basement de-

partment to a down-town establish-

ment. No Winnipeg store, however.

has yet embarked on such an enter-

prise.

In the opinion of J. PI Burrell. man-
ager of the Dingwall Company' Main
street store, a phonogra])h department

is a natural adjunct to a jcwelrv

store.

'"It does not detract from the gen-

eral appearance,'' he declared, "and
there is no disturbance when a record

is being played. In fact it is pleasant

to hear the music when you are work-
ing. The business is chiefly in rec-

ords, and one girl easily looks after it.

People buying machines nowadays
want them on time, and we don't go in

for that. At first we did commence
giving terms. l)ut it jiroved to be too

much bother.

"Often customers come in," he con-

tinued, "and ask for half a dozen

records. It is simply a matter of

picking them out for them and they

will play them for themselves. Some
of our customers even goright in and
look over the stock. We don't object

to this when we know them, but it

would not do to have everyliody do

that, because the envelopes are num-
bered and they would be mixed u]).

"I suppose we carry about a thou-

sand dollars worth of records,'' he

declared, "'but it would not be enough
if the wholesale house were not so

accessible. We send over our blank

envelopes every day, and they are sim-

ply filled in accordance with the num-
ber on them."

Mr. Burrell was of the opinion that

the phonograph line would be a par-

ticularly desirable one for the town
or .small city jeweler. If the selec-

tion were left to the wholesaler, he

believed that a $500 investment in

records would suffice, since the dis-

tributing firms made it a policy of

supplying only the best sellers when
such orders were received. Where a

popular standard line was stocked and
where reasonable enterprise was
shown Ijy the merchant, he was con-

vinced, he declared', that a wholesale

house would not supply a competitor

in the same territory.

"It is a profitable line," he contin-

(Confiiiued on page 63.)

The back portion of the Dingwall IVlain Street Store in Winnipeg, showing the two
demonstration booths, with a machine standing in each, loaded and ready for action.
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What People Buy Phonographs ?

WOMEX are the governing im-

pulse in the purchase of

phonographs, according to an

analysis made receri'tly in the United

States, in which upwards of 150 rep-

resentative retailers, located' in twen-

ty-eight States, gave replies to the

questionaires sent out.

Much more than this is indicated in

the analysis, however, and anyone who
examines i't carefully is enabled to

trace the various ])hases of making a

sate fro:iT the inception of the idea to

the conclusion of the transaction. For

the purpo.se of obtaining from this the

greatest possible amount of useful in-

formation, however, it will be neces-

sary to situdy the results of the in-

quisition from three angles: "What
people buy phonographs" ; "Why peo-

ple buy phonographs" ; and, by deduc-

tion from these two, "How to sell

ph()nogra])hs."

There are three items on the ques-

tionnaire having to do with the fir.st

of these. They are given as follows,

together with the information obtain-

ed:

1. Is the first inspection made more

often by men or women ?

7 stores said ''men" (4.7 p.c).

135 stores said women (91.2 p.c).

6 stores said "50-50" (4.1 p.c).

2. What percentage of your total

sales of phonographs are made to men

alone? To women alone? To men

and women together? (Replies from

136 stores.)

Average percentage for all stores

:

Sales to men, 20.4 p.c.

Sales to women, 42.5 p.c.

Sales to men and women, 37.1 p.c.

Sales to men

:

44 stores said 10 p.c, or less.

55 stores said' 10 to 20 p.c. (incl).

M stores said 20 to 30 p.c.

11 stores said to 50 p.c.

3 stores said over 50 p.c.

Sales to women

:

4 .stores said 10 p.c. or less.

7 stoces said 10 to 20 p.c. (incl. ).

29 stores said 20 to 30 p.c.

55 stores said 30 to 50 p.c

31 stores^ said over 50 p.c.

Sales to men and women together

:

15 stores said 10 p.c. or less.

27 stores said 10 to 20 p.c. (incl.).

25 stores said 20 to 30 p.c.

43 .stores said 30 to 50 p.c.

26 stores said over 50 p.c.

3. Wbo makes the final decision to

buy, the man or the woman, when

both are in the store together? (An-

swered by 132 stores.)

102 stores answered "women"

(77.3 p.c).

30 stores answered "'men" (22.7

p.c).

At first sight the results of the first

question would seem to indicate that

women made 91 per cent, of "first in-

spection.s," but if you think it over you
will realize that this is not necessarily

so at all. The results merely indicate

that 91 per cent, of dealers find that

women make the majority of "first

inspections." It may be a bare ma-
jority or it may be an overwhelming

one—there is nothing in the figures to

indicate. The question would have

been much better put: "What ])ercen-

tage of fir.st inspections are made by

men? By women? By both together?"

However, taking it as it stands, it

is not too much to presume that the

preponderance of women's 'first in-

spections" over those by men is fairly

substantial—probably very similar to

the proportion of stores which report

that women make first inspections.

To some extent this 'may be ac-

counted for by woman's well-known

weakness for shopping when no im-

mediate purchase is intended. But

this, after all, does not signify much,

since even women do not wasite much
time looking at things they have no

desire to buy. So it may be taken for

granted that the women who come to

hear demonstrations are already

"sold" on phonographs, even though

they may not be "sold" on your partic-

ular machine, and even though they

may not be in a position to purchase

at once.

To be "sold" on a thing means

something more than merely wanting

to possess it, and into this consider-

ation enters one of the psychological

differences between men and women.

Both men and women want to possess

everything that is attractive to them.

But in the case of men, they do not

always desire to buy what they would

like to possess. With women, on the

other hand, to desire possession of a

thing is to desire to buy it, if the ne-

cessary funds can be found'.

It is this which makes women

"shoppers" and which leaves men with

no instinct for "shopping." To illus-

trate, we will "take the suppositional

case of husband and wife of modest

circumstances, both of whom would

like to have a phonograph in their

• home, but to whom such a purchase

would mean to deny themsel-ves some-

thing else.

In nine cases out of ten, in such cir-

cumstances, the wife could be consid-

ered "sold" on phonographs while the

hu.sband would not be.

The wife would go out to look at

machines. She would scheme and

plan to see where expenses might be

trimmed to make possible the pur-

chase of one. She would compare dif-

ferent makes at different prices, and

learn all that could be learned con-

cerning terms. In the end she might

or might not buy.

The husband in all probability would

not do so—although he might desire

a phonogra])h equally as much as his

wife—until such time as he saw some
possibility of being able to buy one.

Hence it is reasonable to assume

that when men or women come to look

at machines they are ".sold," and that

the proportion in which they come to

look is roughly the proportion in

which they-'are sold.

Taking this as granted, there is

nothing, then, to indicate that more
women than men are interested in

phonogra])hs, since those who merely

desire to possess, but do not actually

desire to buy, are not normally "shop-

pers." The logical deduction to be

drawn from the answers to the first

question is therefore:

That a large proportion more wo-

men than men are "sold" on phono-

graphs—exact percentages unknown,

but conceivably in the same propor-

tion as the division of stores answer-

ing the first question—i.e., in the ratio

of 9 (or more) to 1.

If this is the case, one might expect

that the number of ultimate purchases

would run in the same proportion. But

referring to the answers to the second

question we find that sales to women
number only a little more than twice

the sales to men.

From this the conclusion may be

drawn that a man, when he is "sold"

on phonographs, usually buys one;

whereas a woman, even though "sold,"

may not make a purchase.

The third question, like the first, is

put in such a way as to fail to draw

the most valuable information. It

should have been : "When both are in

the store together, in what proportion

is the final decision to buy made by

men? By women? As it stands, we

know only that 77 per cent, of stores

find that women more frequently make-

the decision, while other stores find

that men more frequently make it.

We will suppose, however, that the

proportion of feminine final decisions

is the same as the proportion of stores

mention^ .'^ Thus, since both -must be

agreeable to the purchase before the.

sale is made, we are forced to con-

clude that in the 77 per cent, of ca.<^es

the men had alreadv decided in favor



/ // /• y i< A J) E i< 63

of the niachiuf undt-f ccjiisideratiun,

leaving final decision to the women.
Conversely, in the 22 per cent, of

cases, the women had already decid-

ed, leaving the final decision to the

men.

The conchision from this is that

vvhen a man is "sokl" on phonographs
he more usually huys one than does a

women who is "sold."

This is borne out by the statistics

given in answer to the three questions,

which show that a very small propor-
tion of men make fir.st inspections,

whereas a fairly substantial propor-
tion make ultimate purchases alone or

in company with women ; and on the

other hand that a tremendously large

proportion of first inspections are

made by women, while a much smaller

(though .still preponderant) propor-

tion of purchases are made by women
alone or in company with men.

Roiling down these observations,

several facts stand out

:

1. That when either men or women
enter a shop to inspect phonographs,

it is presumable that they want to buy
—in other words, that they are "sold"

on phonographs.

2. That a great proportion of wo-
men, possibly a considerable majority

of them, are already "sold" on phono-

graphs.

3. That few men, compared wiih

the number of women, are already

"sold."

4. That a comparatively small pro-

portion of the many women who are

"sold" eventually buy.

5. That a comparatively large pro-

portion of the few men who are "sold"

eventually buy.

From which it follows logically

:

6. That the average woman will

easily become "^sold" on a thing which

she is not immediately in a position

to buy.

7. That the average man will not

easiily become ".sold" on a thin^ un-

less he can see his way clear tc buy-

ing it.

And from these in turn it follows:

8. That when a woman is "sold"

on phonograph.s—i.e., when she goes

out to inspect them—^she has still a

long way to go before she con plctes

the purchase.

9. That when a man is "sold" to

the extent of going to a ston? to in-

spect machines, he has gone the great-

er part of the way toward buying one.

To put it in another way, tlie aTCi-

age woman is already "sold," but must

still be made to buy, while t' verage

man must first be ''sold" on phono-

graphs, when he ivill easily be per-

suaded to buy.

(It must be understood in all of

these cases "to be "sold' on phono-

graphs" is not iiUt'Utled to mean lo i)e

"sold" on your particular line of phon-

ographs, but rather on i)honographs in

general.)

The i)eople who buy phonographs,

therefore, are both women and men
—principally the former. Of greater

use than this, however, is the know-
ledge deduced from knowledge of the

])roportions in which, and the contrib-

uting circumstances under which they

buy. An application of this, together

with what it learned from other fea-

tures of the analysis (to be give in an

article next month), will be made in

the third article of this series.

A Needless War
A controver.sy is being waged at the

moment as to the probable seat of

future improvements in accurate re-

production. One school insists that

tlie needle is responsible for present

imperfections, and that with the im-

provement of this item the problem

will be solved. Another school blames

everything on the diaphragm, and

looks to the time when a substance

will be discovered with all the light-

ness and resilience of mica but which

will not introduce a resonance of its

own into the sound waves.

So might rival schools debate

whether future improvements to the

steam engine will be found in the

boiler or in the cylinder—and the

moral of that is that when these im-

provements come we'll know all about

them. Let the protagonists of the

needle apply their efforts to imiprov-

ing it, and the upholders of the dia-

phragm do the same with that. There

will be no tears shed if they both suc-

ceed.

They Suit Your Space

Phonographs can be handled in a

limited space, but also a considerable

space can be given to them advanta-

geously. If you can devote enough

space to permit the use of one or more

soundproof booths for demonstrating

records, you will have much better

opportunities for selling than other-

wise, and yet many a jeweler has made
a success of the line with nothing

more than floor space for a few se-

lected machines, and a shelf for rec-

ords. When an agency for phono-

graphs can be made successful by it-

self in a little second storey room or

in a seven by nine office or "hole in

the wall," it certainly can be made
profitable in an attractive store such

as the jeweler's.

Keep Them Together
It you are short of floor space,

crowd some of the rest of the stock
closer together in order that the pho-
nograph proposition may be by itself,

that is so it will not be spread around
with other goods in such a way that
it loses' its identity. Make it an indi-

vidual, concrete proposition. A pho-
nograph here and there around the
store along with other displays will

not have the look of alive phono-
graph business. It has the appearance
of being a sort of side line issue in

the store and people think they will
find a better assortment and a more
desirable make in an exclusive phono-
graph shop or department.

Why not an Expert?
When one goes into the average

phonograph salesroom there is found
a salesman who knows how to play
the machines, knows the prices of the
various grades and many of the more
important features about them, but
how often does it happen that such a
salesman knows so much about them
that the customer thinks he is an ex-
pert?

If you have someone who can an-
swer all the questions that come up
about the machines, you will satisfy

the trade as you cannot in any other
wav.

Pioneer Enterprise Paid
(Continued from page 61.)

ued, "and there is no under-selling.

The goods are all marked and the

same prices prevail all over Canada.
We have found the wholesale firm

has given us every assistance. They
often send a man round to look over
our stock and advise us if we are not

carrying any records which are hav-
ing a big sale. Catalogues, literature

and posters, often beautifully printed,

are supplied free in any quantities."

Mr. Burrell referred to the situa-

tion in Winnipeg, where certain jew-
elry stores served populous intersec-

tions removed from the down-town
area. In none of these cases, he
pointed out. had the jewelers opened
u]) phonograph departments, with the

result that phonograph stores had ap-

peared, and were now making a strong
bid for the trade.

The country jeweler, Mr. Burrell

declared, would have all the nccessarv
mechanical skill to make repairs. Al-

though most of them found that their

watch repair work now demanded
their entire attention, a service could
be given in this way which would be

a factor in building up ;i lucrativi-

trade in phonogriiphs .-ind record-,.
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Telephone Adelaide 3393

The Imperial

Refining and Smelting Co.

of Canada

General Assayers and Refiners of

Platinum, Gold, Silver, Sweeps,
and all kinds of Precious

Metal Wastes, etc.

Exclusively a Canadian organization, hav-

ing the necessary experience to give you the

most efficient service in the refining of your

wastes.

Wc refer \)ou to the trade.

32-38 Beverley Street

Toronto - Ontario

BRILLIANTONE
STEEL NEEDLES

The best in the world. A sure money-

maker and a guaranteed repeater.

Pririces as foilows:-

In 50 package lots .09^/2 c^nts per package

" 100 " " .09 " "

" 250 " " .O8V2 " "

" 500 " " .08 " "

Get the best and have a business builder.

Four tones—Light—Medium—Full—and

Extra Loud. Please specify tones when

ordering.

If you have not received my latest catalogue

of Phonograph Supplies, write for it to-day.

H. A. Bemister
10 Victoria Street

MONTREAL - QUE.

iWire Pros.
IMPORTERS AND CUTTERS OF

DIAMONDS

AMSTERDAM ANTV'ERP
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The Advertising Budget
H\ H. C. Day*

ADARKN, speaking to another dark}, >aid: "Xo.
sah. I nevah rid on one of them things." He was
referring to a merry-go-round. "Why, de oder

day I seen' Rastus get on and ride a dollars worth and he

got off not two feet from where he got on. I sez to him

:

Rastus, you fool nigger, you spend your money but you
get nowhere.'

"

Now some people regard advertising in that light.

They spend their money but they get nowhere. That is

probably true in many instances. Millions of dollars are

spent in unprofitable advertising and simply because the

spender doesn't know where he is going.

The average retail jeweler advertises because he is

prodded to it or because it is a custom and when trade

is at its best. He seldom stops to analyze conditions in

his store ; the proper medium, or the right method. He
never makes up an advertising budget that is compatablc
with his finances.

Right here, in my opinion is the time to build the foun-

dation. Stop the guess work. Advertising will pay if

rightly directed.

First know your imerchandise. Get all the informa-

tion possible about it. When you buy a certain item, make
the salesman give you every detail. Jot it down and then

form your selling argument.

Second, know your customer. He inay be a farmer,

a laborer or a business man or woman. Learn what the

preferences are. Its a whole lot easier to sell a person

if you know what he wants than it is if you have to cram
something down his throat that he does not want.

Watch the advertising in the national publications.

Find out if the "Saturday Evening Po.st" or the "dood
Housekeeping" or some other magazine is the most popu-

lar medium in your community. Then go through those

magazines and ascertain what goods you have that

are being nationally advertised. Then link up your local

advertising" with the national campaigns and double its

effectiveness.

Third, the retail jeweler should study his advertising

medium.

The newspaper comes first because it is acknowledged

the best medium. Find out where its readers live and the

character of their buying power. You may have a daily

paper that reaches city people only. Then \ou may have

a weekly that reaches the farmers best. F.ach has its

field. Also do not judge a paper simply from a circula-

tion standpoint. Newspaper advertising is cheap if one

knows how to buy space, li the jeweler has no definite

plan and simply runs an ad occasionally he pays the top

*Rdilor of "The Northwestern Jeweler.'

The Trader.

rate. If he runs a regular specified sjjace, he gets it

cheaper but if he does not change his copy he might as well

throw away his money.

Getting back to the advertising budget.

The best way to figure it is to base it on the past year's

business. The average apjiropriation has been found to

be 2 i)er cent. That is if you have done a ten thousand

dollar business, you should make available for advertis-

ing diH'ing the current year $200.00. That gives you a

."^tart. Now figure this as your maximum e.\i)enditure.

Take 15 per cent, of this suiiit for the direct advertising,

letters principally. Spend 10 j^er cent, for the window
dis]>lay. This will cover the cost of special fixtures or

decorating. In this instance this would leave $150. With
this definite sunn' in mind go to your publi.sher and l)argain

with him for space. Most pai>ers sell s])ace on the sliding

scale basis. That is a thousand inches contract will co.st

less per inch than a contract for 50f) inches. Make the

appropriaition go as far as it will.

Now you will know how many inches of space you can

use. Divide it according to seasons. Have the size of

your ads compare somewhat in proportion to the business

done during certain periods, ^'ou will not need large ads

if you run them continually under this system.

Say a 5 or 6 inch single column in January, advertis-

ing phonographs, records and specialty items. Continuing

through February into March increase the si^e of the

.space to take care of the Easter gift trade which runs

into April. In May there should be a cami)aign on the

scale of graduation presents and in Jime, July and August

the anniversary and wedding gift should be featured.

In September a start must be made for the Christmas

business. A little propaganda should be inserted occa-

sionally. In October, Xovember and December the most

space should be used to take care of the Christmas trade.

With .stich a camjiaign the largest ad need not be over

20 inches to get results.

If the medium be a weekly the space used would be

about a thousand inches which could be bought for a

$150.00. If a daily in a small town the ad should appear

at least twice a week and every day towards the end of

the season. The space used would be smaller per issue

than the weekly, but would be jus: as effective as it would

appear oftener. If there are two papers in a town both

should be used, but the most money spent in the better

paper.

Now as to copy writing.

I am unalterably opposed to those ready-to-print ads.

Thev are in most cases absolutel)- worthless except for

65
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general publicity. They lack iiulividiiality. Jf you are a

salesman you can write an ad. It need not be long. .\

few arguments featuring a single i.tem is all that is neces-

sary. In writing, simply pretend that you are addressing

face to face a customer. Simply write what you would
say. So many ad writers think that they must use high

sounding terms to "get over" their copy. On the con-

trary, the plainer the statement the mvore effecting it is.

As to illustrations and they are indis])enisable, you can

get them through your publisher, if you do not take a

special service yourself. There are several companies mak-

ing jewelry cuts that can be bought at reasonable i)rices.

You can get ideas for ad' writing from tlic mail order

catalogues. Here we find the best arguments tersely told

that brains and money can conjure.

Ivncourage your employees to submit advertising ideas.

Make it a game and first thing you know you will be en-

joying a duty that has hitherto been arduous.

Don't expect advertising to bring people in out of

breath, money in hand anxio'US to get merchandise you

had advertised the day before. .Vdvertising works 'slowly,

but surely. It is planned and conceived with the idea of

building up a business. I'roject your per.sonality into your
advertising as much as possible. Make truthful statements.

Don't shout bargains.

People will read advertising that is brief and to the

point. Don't try to tell a long .story in 60 point type.

Use display letters and figures that can be read and keep

everlastingly at it.

Cut out advertising in wall maps, phone directories,

church directories and other schemes. If you feel you
must patronize these mediumvs don't charge it to advertis-

ing because it isn't. It's just a donation. Tickets for

concerts, programs, suppers, etc., are in the same class.

I have said little about direct advertising. It is a sub-

ject in itself. No retailer should neglect the personal

letter to the liride and groom or the new resident, wel-

coming them and wishing them happiness.

Establish friend.ship and good will through advertis-

ing. It will widen the trade territory and build a bu.siness

that will stick through thick and thin.

For Neck and Wrist
Bead necklaces of the more pronounced variety, of

large and peculiarly .shaped beads, and in striking color

combinations, have not only broken all recent records for

l)r()nounced popularity of a fad, l)ut have upset all ])re-

dictions as to the period of their continuance in vogue.

Dress styles have changed several times since the bead

necklace returned to its latest season of prominence:

skirts have gone down and up again (in

length—not in price) ; they have nar-

rowed to the vanishing point and re-

gained reasonable width ; bodices have

gone down and stayed there ; sleeves

have crept from wrist to above the

elbow. But the only change in the

necklace in all this period of over a year

is that the prevailing color has changed

from red to green. Otherwise it is th^'

same rather startling combination of

grotesque, and for the most part mean-

ingless shapes.

But grotesque or not, it is decorative,

and combines effectively with almost any

gown. Kurthermore,. attractive varieties

are obtainable at reasonable prices, and

tax or no tax. there is no way in which

milady can add so much to the ap])ear-

ance of her costume at so little ])rice.

.Some of the latest of the moderate-

priced variety are shown herewith.

Owing to the incongruity by which the

budget resolutions allow wrist and other

watches to go tax free, regardless of

their cost or the extent to which they

are bejewelled, it may be necessary to

retract the forecast made in these pages

last month to the effect that wrist watches

might be expected to suffer a tem])orary

eclipse. If gem-set bracelets re(]uir(

payment of a twenty per cent, tax, while

gem-set watches do not, it may scarcel\

be wondered at if those determined to

invest in jewelry turn their decision in

favor of the tax-free article.

As sautoir watches are in the same

Doat, however, and as present fashion inclinations would

point to a resumption of their popularity, they may pos-

sibly absorb some of the demand which would otherwise

be confined to wrist watches-

Speaking of bracelets, a recent invasion by the ali-

pervading bow-knot has been made upon wri.st jewels. It

is made of gem-incrusted platinum lace, and hidden be-

neath its folds is a diminutive watch. Thus fashion has
solved the problem of the unliarmonious wrist watch.
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1 2 Beautiful Deep-plate-etched Glass Vases — assorted patterns as illus-

trated above. bYi, ^Yi and W/i inches high. $27-00.

LESS TRADER DISCOUNTS
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Known the World Over for Their Reliability

We have tfe

IJvery :—

liiii

rol lowing clocI'. ,11
:ks in stock

ii
and can nriake immediateIidi

Giant Spasmodic Alarm $ 9.00 Each
Alert Alarm .

Dual Alarm .

Cyclone Alarm
Vanitie Alarm Radium hands and figures,

black dial

Turnout Alarm -— Radium hands and spots,

black dial

"H" Assortment Kitchen Clocks-—Strike ....

"F" Assortment Kitchen Clocks—Strike ....

10" Arion Wall Clock—Time ....
10" Heron Will Clock—Time . .1]

12" Alpha Wall Clock—Time . M

6.60
"

6.70
"

9.50 "

11.90 "

6.60 "

56.20 Case of 6
57.30 Case of 6
15.00 Each
18.80 "

19.20 "

Write for Complete Catalogue and Price List.

Less Trader Discounts.:'.! 11

>i

-A
1

iJL^. ^COS/mi/^
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She insists upon having
Rogers ^^Very Besf

The woman \\\\o knows what she wants—and insists upon havinjr

it— is your best customer. You can sell her quickly and please

her fully—provided you have what she wants.

To this class of purchasers, we are making a direct appeal—urging
that they insist upon having the best grade of Rogers siherplate,

known everyw here by the trade mark i847 ROGERS BROS.. You
will find it permanently profitable to cultivate the patronage of

those who know this brand of fine silverplate.

1847 ROGERS BROS.
SILVER\\^ARE
The Family Plate for Seventy Years

MERIDEN BRITANNIA COMPANY. Limited, HAMILTON, CANADA
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Catering to the Children
By W. B. Stoddard.

AS hot weather comes on trade is apt to slacken, par-

ticularly in expensive goods. The reason for this

is not far to seek—it being the vacation season, and

every one who can, having left the dusty cities for the

forest, mountains or seashore. On the other hand, there

is a large class to whom to appeal, who can be better

reached at this season than any other. I refer to the

school children—the boys and girls turned loose by the

thousands all over the country—whose patronage it is de-

sirable to secure for both present and future profit.

It should be borne in mind in reaching out for this

class of trade that the pockets of the youngsters are sel-

dom overburdened with money, and therefore the more
inexpensive lines should be pushed. Take, for example, a

popular low priced watch in juvenile models— it will please

the boy just as much as the finest jewel encrusted time-

piece, and it is something that he can earn for himself

during vacation. Advertise these popular priced watches,

show them in your window, print cards suggesting their

suitability for every-body—especially in vacation time.

An excellent example of the boosting of this line was
the display of a mid-western firm. The window was
backed with drapes of sky blue, with branches of pine

needles and cones. Set on stands, small tables, in racks

and on the floor were specimens of these watches, with

half a dozen attachments dear to the heart of the lover

of novelty. Some had leather straps attached, converting

them into wrisit or bracelet watches, and others had leather

fobs. Some had aluminum crystal protectors and others

luminous dials.

Scattered through the display were a number of

sketches of different types of Canadian health and vigor.

To each card was attached a watch, and at the base a

caption: "The place for a woman's watch is in her hand-

bag—^she can carry a ' ' nicely there,'' "Don't go

without a watch simply because you want to be free from
care—carry an ' '," "The sum'mer girl wants free-

dom of action and correct time from one of our '
'

wrist watches," "The strenuous man, who gives a watch
many hard knocks, carries an ' '," and' "Give the

boy a
'

,' that won't spoil his sport, yet will enable

him to keep all of his appointments."

.\nother store on the west coast featured low-priced

watches in a very attractive manner. TwO' columns at

either side were covered with black velvet, and across

them was placed an arch from which was swung a card-

hoard watch several feet in diameter, studded with popu-

lar priced watches of normal size. In the center was
printed in orange type

:

Come in and see our Radiolite,

It tells the time by day or night.

At the base of the pillar were cards lettered in orange

:

"There is a Radiolite for every one," and "Radiolites glow
like miniature lights." Down in front were pictures of

the watch taken by day and at night and a card explained

:

"The figures and hands are made from a substance con-

taining genuine radium—^the luminosity is guaranteed for

the life of the watch." A card in their regular newspaper

advertisement suggested':

FOR THE BOY SCOUT OR CAMPER.
See that a Radiolite watch is included in your

hiking kit. Tells the time in the dark. Especially

convenient when far from the e4e<?tric lights of

home.

The more sentimental type of gift will appeal to the
school girl. The "friendship link" will find in her an en-
thusiastic devotee, if it is properly pushed. This, as most
jewelers know, is a silver link of gold or silver, slightly
bent, with little links at the end, and space for engraving
the initials or name of the giver. An eastern jeweler
has had great success with this little novelty, to which
he called attention by means of a little card mailed to all

girls of the grammar and high schools in the city.

Friendship is the golden chain

That binds our hearts together:

O, may we never break that chain

—

Its links remain forever.

Every girl who sees our beautiful little gold and
silver friendship links, and notes the many fascin-
ating uses to which they may be put, will want to

begin the collection of them at once. Now is the
time to start the fad. Purchase several, have your
name engraved upon them and present them to your
dearest girl friends at the opening of the school
season. They will be sure to reciprocate and once
started it will be an easy matter to add constantly
to your friendship chain.

SEE OUR BEAUTIFUL WINDOW DISPLAY
OF FRIENDSHIP LINKS.

Realizing that anything in motion always attracts

greater attention, they fitted up in their show window a

large disk, covered with blue brocade, that slowly revolved.
In the center stood a kewpie, eight inches high, holding
as a staff a silver hatpin, whose head was a silver friend-
ship clasp. Loose links were strewn all over the disk.

Narrow strips of leather for stringing the links were
shown, and also single clasps, with pin attachment, to be
used as scarf or beauty pins. Another form of buy-a-
link that appealed to the girls—especially those of high
school age—was a bracelet of links, each engraved with
the name or seal of a different school. That this form of
personal adornment is masculine as well as feminine was
made evident by a number of cravats of green, gold and
purple, set in racks, over each tie being drawn one of the
silver friendship rings.

Boys and girls are ever alert for novel methods of en-
tertaining and an excellent method of bringing to their

attention glass, china, silver and table decorations is to

arrange tables for special occasions. One of the western
jewelers has done this successfully for several seasons

past. They call attention in advance to their displays by
cards in the papers:

BOYS AND GIRLS!
All who are seeking novel ideas in luncheon

table adornment, or contemplating giving a spread
of any kind, should' make it a point to see our
decorated tables. Here you will find suggestions

for all kinds of high jinks. Come both early and
often, for they are changed twice a week.

Two special tables were arranged with decorations to

correspond and here were featured Chinese, Italian, Dutch
and Scotch lunches, as well as football, tennis, and golf

displays. The crowds who came to see these special

tables could not but observe the general stock as well, and
thus many little pieces of glass, china or silver were
brought to their attention as suitable for gifts or for en-

hancing the beautv of their own tables.
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MAKING EVERY DOLLAR
DO ITS DUTY

These are the days when no resource should be permitted to be

idle, when every source of effort and every dollar of capital should

come into play to strengthen your finances as well as to promote

national economy.

To the Manufacturing Jeweler this means making use of

every ounce of old metal, scraps, sweepings, etc., by converting it

into cash regularly and promptly.

We offer a refining and smelting service that unquestionably

is superior.

Judge us by our performance.

CANADIAN SEAMLESS WIRE COMPANY
LIMITED

198 Clinton Street :: TORONTO, ONT.

Refiners of

GOLD SILVER PLATINUM
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A Short Method for Comparing Watches
i?v C. B. Watts.

WHEN watches or other timepieces are undergoing
a test, it is, of course, necessary to compare them
at intervals with a standard clock. This task is

somewhat tedious where large numbers of watches are to

be compared, but it may be shortened in some cases by
the use of a simple device. The device has been used in

the time service at the U. S. Naval Observatory for sev-

eral months, and' has been found applicable to the tests

of ordinary watches and deck clocks, which are generally

rated in lots of 50 or more. The test of the watches in-

volves making seven comparisons with a standard clock

at weekly intervals, and in these comparisons fractions

of a second are disregarded.

The iniethod is briefly as foUows. A toothed wheel is

driven by clockwork so as to make one revolution a min-
ute, and the teeth of the wheel, as they pass a certain

point, close an electric circuit momentarily and operate a

sounder. The wheel has only nine teeth, and they are

.spaced so that the signals made by the sounder are separ-

ated from each other by intervals of six seconds, except

one interval, which is twelve seconds. The wheel may
be set going at such a time that one signal will be heard

at the beginning of a minute and the others at 6^ 12*, 18*.

etc., to 48*. That is, there will be a series of nine signals

a minute, with a pause of twelve seconds between each

series. The sounder is placed where it can be easily heard

by a person standing near the watches. The watches are

arranged in groups of nine. The comparisons can be re-

corded either on strips of paper fastened near the watches,

or in a book carried' in the observer's hand. When about

to make the first comparisons of a number of watches,

the observer sets the contact wheel going so that the first

signal of a group of nine is heard at the beginning of a

minute, as indicated by the standard clock. Then at any
convenient time, say at ten minutes after the beginning

of the hour, he begins the comparisons. When the first

signal of the minute is heard, he is looking at the first

watch, and he iimmediately notes the reading indicated by

its minute and second hands. This requires a few sec-

onds, but allows time to turn the attention to the next

watch before the next signal is heard. He notes the read-

ing of the second watch at the second signal, of the third

at the third signal, and so on, finishing the first group of

nine at the 48th second. The twelve seconds which elapse

before the next signal, allow the observer time to turn a

page of the comparison book, if necessary, and to rest a

moment, before proceeding with the next group of

watches. On the next day (if daily rates are desired)

the observer repeats the process, taking care to begin at

ten minutes after the hour, as he did on the day before.

The second comparison for each watch is written imme-

Thk Tr.-vdkr.

(liately under the first one. When the task has been com -

pleted on the second day, the rates may be obtained by

differencing the comparisons ; the actual errors of the

watches are not involved in the process. Additional com-
parisons may be made in the same manner, always start-

ing at the same time each day.

If an interruption or momentary confusion resulis in

failure to record the readings of one or more watches, the

missing figures can be supplied after the last watch has

been compared. The minute and second at which a watch
is regularly compared can easily be found from knowledge
of the group it is in, and its position in the grou]) ; and

the error of a watch, determined by direct comparison

with the standard clock, if applied to the time at whicli it

is regularly compared, will give the figures which should

have been recorded. It is also clear that the error of any

watch may be found by subtracting the recorded time frcr.

its time of comparison. It is convenient to number the

watch tags and the corresponding spaces in^ the re>'ord

book consecutively, with a numbering stamp, in such a

way that the times of comparisons are indicated in niir.-

utes and tenths of minutes.

The method outlined above admits of the comparison

of watches with a standard clock at the rate of 540 an

hour; the chances for errors are small, and the task is

not especially tedious. The best place for the contact

wheel is, of course, in the standard clock itself, if that

clock is kept set to correct time.

This method of making comparisons is not used in con-

nection with chronometers and the highest grade of

watches, where tenths of seconds are taken account or;

these are compared with the aid of the more accurate

electro-chronograph, which has long been used for ibis

purpose.

The Use of the SHde-rest

To get a bright, clean finishing cut with the slide-rest:

First, run the lathe smoothly at high speed. Second, ad-

vance the cutter to the work slowly, thus making a very

light cut. Third, grind the cutter so that it presents a

cutting surface so small as to be little more than a cutting

point, finishing it perfectly flat and smooth with a fine

Arkansas slip.

It was Benjamin Franklin who said: "Being ignorant

is not so much a shame as being unwilling to learn." Yes,

teachableness is one of the greatest characteristics of a

successful man. Industry and concentration are greater

than genius.
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Some Notes on Gold
GOLD is one of the oldest unetals known, and since

olden times its place as king of the metals has
always been recognized. In fact, until recent

years, since platinum made its appearance, it has always
held undisputed sway.

Centuries ago, when chemistry was in its infancy, there

were only seven metals recograzed, corresponding to the

days of the week, and to the seven planets.

Gold to the Sun, for Sunday.

Silver to the Moon, for Monday.
Iron to Mars, for Tuesday.

Quicksilver to Mercury, for Wednesday.
Tin to Jupiter, for Thursday.

Copper to Venus, for Friday.

Lead to Saturn, for Saturday.

It has been found in many parts of the world, and

almost always in a virgin state, requiring less refining than

mosit metals.

The largest quantities formerly came from the mines

of Caravana in Peru, and VaMivia, in Chili, where origin-

ally it was so plentiful that the natives used it in making

ordinary utensils, which were made of iron, pewter and

brass in other countries.

It was regarded at one time as the only perfect metal,

that Nature intended to produce it in all mines, and that

when the course of Nature was accidentally obstructed,

other imietals, such as lead, iron tin, etc., were formed,

which were only an imperfect form of gold itself.

This was the view of the alchemists, who spent their

time searching for the well known philosopher's stone,

which, it was supposed, would transmute the baser metals

into gold.

There were others who believed that it grew like a

vegetable, and many lives were spent looking for the seed

of gold. It was sought for in minerals, vegetables, flowers,

and even in the blood, heart, and brains of animals.

These views were ridiculed by the astrologers, who
claimed that the only method of obtaining the seed was by

fixing the rays of the sun in a certain manner.

They claimed the sun was a mass of Iiquid_ gold that

was cupelled by the heat of the stars that surrounded it,

and that its rays were simply the "sparkles" emitted in

the heat of fusion.

The methods of refining gold were practically the same

in olden times as they are to-day. using the cupel, the

crucible, aqua fortis for parting, and amalgamation with

mercury.

Aqua regia (nitro-hydrochloric acid) is the Latin name

for royal water, so-called because it was the only liquid

that would dissolve the king of metals.

Gold has been, however, authentically used in medi-

cine, being introduced for that purpose in 1810, says A.

Schleimcr in the "Metal Record." Virtues were claimed

for it in the treatment of many diseases by reputable

physicians, but it has never been used to any great extent,

and its value as a medicine is questionable.

A gold cure was greatly exploited several years ago, as

a cure for the liquor habit, but the amount of gold used

in the treatment has never affected the market to any

great extent, and like all nostrums it was not long lived,

though a great deal of money was made by those interested

in the humbug at the time. It is still used in medicine,

however, occasionally, in the form of chloride, the same

form we use to prepare most of our baths.

l'rc])aring the chloride properly is a delicate task, but

one which every electroplater should be able to do. for

the reason that you cannot get the best results from a
gold bath, which contains a large amount of free acid, that

must be overcome by an excess of alkali. The result will

be an amouint of undesirable .salts in the bath, which will

cause trouble. The method pursued by many in making
their bath is to dissolve the gold in a mixture of nitric

and hydrochloric acids, using a great excess of acid, then

adding ammonia indiscriminately. When this settles the

clear portion is thrown away, and the balance (fulminate)

used for preparing the 'bath.

In the first place, where the ammonia is in excess it

will dissolve some of the gold, and this will not only be
lost, but it will also give you a false id^a of the stength

of your bath.

I have seen platers precipitate the fukninate, and' use

the mixture without decanting the clear liquid. This
liquid contains among other things a considerable amount
of ammonium chloride, which has no place in a gold bath.

In making your aqua regia, use one part of nitric, and
three parts hydrochloric acid. One ounce of this mixture
will dissolve 120 grains of gold.

The mixture should then be heated in an evaporating

dish, in a fume chamber, at a low temperature until all

the liquid is driven ofT, and the reddish yellow transparent

mass is practically "candied." Frequent stirring hastens

the evaporation. The result is gold chloride, or w^hat is

sometimes called the salt of gold. Care must be taken not

to use too high a heat, as this will decompose the chloride

and precipitate the gold in a metallic form. This chloride

is very soluble in water, and can be miade up in any con-

venient quantity, as it cannot spoil : and will give you a

stock solution.

To make the fulminate add as much of the stock solu-

tion as you want to use to a quantity of warm water
;

mix, and then add ammonia carefully, with continual

stirring until all the gold is precipitated. Allow the pre-

cipitate to settle every now and then, and the careful

addition of ammonia will show when all the gold has been

thrown down.

Now filter the mixture, and wash the precipitate thor-

oughly with water, by simply adding the water to the filter

and allowing it to run through. Then break through the

bottom of your filter and wash the fulminate from the

filter into a bottle.

Vou know how much gold you have taken in the first

place, and by using a bottle of relative size, you will find it

very convenient in measuring any quantity of gold you

may require. For instance, if you have used an ounce of

gold to start with, wash the fulminate into a glass stop-

pered acid bottle in which you receive your C.P. acid.

These bottles have a capacity of 80 ounces, on an average,

or 5 pints, and by using one of these and filling it up with

water, each four ounces will represent one pwt. of gold.

There is one important point that should be borne in

mind in making fulminate, and that is never to allow the

process to lag. after the fulminate is formed until the

])rocess is finished, for the reason that the fulminate is a

very dangerous explosive in the dry state.

Pure gold' is a very soft, bright yellow metal, and with

exception of platinum, is the heaviest metal we have. It

is more malleable and ductile than any other metal and

water, air, single acids, and most gases have no effect

upon it. For this reason it not only forms one of the best

protective coatings, but when polished will retain its bril-

liancy longer 'than any other metal. It is so malleable that

one ounce will cover 100 square feet, and it will take
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nearly 300,000 of the thinnest leaves to make an inch in

height. Through transmitted light it is green, but when
the lustre is destroyed by heat it is red.

A small percentage of silver and copper is added to it

in making the leaf, to give it body. It can also be drawn
into wire as fine as a hair, but cannot be successfully cast,

owing to its great contraction.

Gold is estimated by the carat, which is not a weight,

but a degree of quality. When pure it is 24 carats fine,

and the number of carats of amy article indicate the pro-

portion of pure gold in 24.

It is used in photography to produce the beautiful pur-

plish-black tint, which is penmanent. In ceramics it is

used in metallic form, and also to produce, in combination

with tin, the color known as the purple of cassius, which

is undoubtedly the most beautiful and permanent purple

color known.

The refining of gold is one of the simplest processes in

metallurgy. Most metals are found in nature in the form
of an oxide, sulphide, or some other salt, requiring exten-

sive refining operations, while gold as a rule is found in

the metallic state, frequently associated with other metals,

such as silver, copper, iron, etc.

There are three principal processes in refining: .Amal-

gamation where the gold is taken up by mercury, and re-

covered by distilling the mercury from the amalgam ; the

chlorination process, in which the ore, after being exposed

to a high heat in a furnace, is treated with chlorine, which
dissolves gold; and the cyanide process, by wtiich it is ex-

tracted' with a weak solution of cyanide.

The recovery of gold from solution, in mining oper-

ations, is done to a great extent with zinc, in the form of

fine turnings or shavings. The mass is then treated with

an acid, which dissolves the zinc, and leaves the gold,

which is refined. Other agents which will accomplish the

same purpose, are oxalic acid, and sulphate of iron.

Refinishing Silver Plated Flatware
The refinishing of worn silver-plated steel knives and cyanide per gallon of water. For a second or triple plate

forks is not a difficult proposition, states the "Metal In- you would have to plate from 45 minutes to 1 hour and a

dustry," as the polishing depends upon the condition of quarter, depending of course upon the amount of silver

•he surface of the articles. in the solution.

The polishing may be accomplished in two or three . .

operations, viz., first wheel, 120 emery; second wheel, 160 .

emery, and the finishing wheel, 2O0 emery. The polishing 1 he Magic bllvcr ran
medium should be tripoli. x^t^ ^^^^^ ^^^ ^^^^-^ gjl^^^ p^^^^ j^^^^^^^ ^1^^ ^^ ^^^-^^^

It is advisable to remove the silver from the old knives, other names, is based upon the electrolytic method of

as this old silver will help to give a profit. The knives can cleaning tarnished silver. The necessary materials are
be made the anodes in the silver solution so that when a graniteware cooking utensil deep enough to allow the

plating the silver will be reduced and re-deposited upon silverware to be covered by the solution; a clean piece

other work. Or a cyanide solution can be prepared con- of aluminum or zinc, preferably the former, and ordinary
sisting of about six ounces to a gallon of water, making baking or washing soda.

the knives the anodes and using a piece of sheet steel for The solution consists of a teaspoonful of soda and a

the cathode, that is, using a reversed current. When the teaspoonful of ordinary table salt to one quart of water;

steel becomes coated with silver it can be used as an anode and it should be brought to a boil in a graniteware or

for plating as long as any silver remains. enameled saucepan. A sheet of zinc or aluminum is then

After silver-plating, if a good smooth surface has been dropped into the hot solution and the silver to be cleaned

previously prepared on the surface of the knives, they may is immersed in the solution in such a way that it comes in

be cut a very little with tripoli, but it must be a very light contact with the metal sheet. The tarnish should dis-

cut. Then color on a soft wheel using lamp black and appear in a very few seconds, when the articles should be

kerosene oil or jewelers' gold rouge and denatured alcohol. taken out, rinsed in clean water and dried in a soft cloth.

^vu tu J r 1 ,-• u I 1 1 r 11 r^i Accordinsf to a special bulletin published by the United
The method of platuig should be a sfollows: Cleanse ^

v-v-uiu
j,

u^^ a ^p p j

I , 1 u- u u 1 1 1, J u i. A.U States Department of Agriculture, alummum is much
in an electro-cleaner which should be used hot or near the ^^"•^

_

f •• & ...
, -I- •

, J u t 1 ,. X iU r n • more satisfactory than zinc for use in this way, since it

boiling point and should consist of the following: . .

-
, . , , , ' • j-

,xr , 1 ,, does not become coated with carbonates that interfere
Water 1 gallon .,,,., . . . • ,i_i i ^\Tl.
e J 1 o with the chemical reaction, as zinc invariably does. When
Soda ash o ounces . . , . , , , , j • j-i ,. j t j
,r , , ,/ zinc IS used, it must be frequently cleaned in diluted hvdro-
Water glass % ounce

, , . .
,

chloric acid.
Use sheet steel as the anode and after cleansing for a ^, , , . „ .

. a ^- , u i ^•
. ^ .,

, . . c . /c 1. u • The Magic Pan is most etfective when the solution
minute or so with a good current at 5 to o volts, wash in . ,, , , , •, j • .u x i •„ ,

,,
^.

• .• 1- • .• r u ir IS brought to the boil during the process of cleaning.
water, then immerse in a muriatic dip, consisting of halt , ., .

^ ^ . - ,, a J^ u ^u ^ „„„f.,,.„.,,,,, ^ , , J •, • while Its efficiency falls off rapidly when the temperature
acid and halt water, then rewash in water and strike in a . ,, , - ,, , , ,. u -i- • .. wru ..„^a _„

., ., . . , is allowed to fall below the boiling point. When used re-
silver strike consisting of

—

,, , • ,i j j ^- c • u ^u^
...

" peatedly this method produces a satiny finish on the

i:^}^^
•.

I
^^'''^"

cleaned silver. If a burnished surface is desired, the
Sodium cyanide 6 ounces

^;,^^^ ^^^^ ^^ p^,;^j^^j ,igj^^,y f^^^ ^-^^ ^„ ^-^^ -^ the
Silver cyanide % ounce

ordinary way with fine rouge or powdered whiting.--The
Use steel anodes with a small piece of copper. This Manufacturino- leweler."

strike should only show a shadow of silver on the knives,

and from this first strike immerse the articles in the second
'

strike

:

There are more business opportunities to build up re-

Water 1 gallon tail success, than there are wide-awake men to take ad-

Sodium cyanide 4 ounces vantage of them. The more a man knows about his

Silver cyanide ^ ounce business and the more he harnesses up that knowledge

Then plate in a regular silver solution consisting of at with his working plans, the more profitable his business

least 3 ounces of silver cyanide and 4 ounces of sodium will be.



Col. Vidito Entertain

of Former '*

The dividing line, with the passing

out of the old firm of M. S. Brown &
Co., Limited, which is now affiliated

with the firm of Henry Birks & Sons,

Limited, was fittingly celebrated last

month, when Colonel Vidito, presi-

dent and manager of the old firm,

gave a farewell banquet at the Tally-

Ho to his old employees. Colonel

Vidito has been thirty-eight years

connected with the firm of M. S.

Brown & Co., Limited, during which
time he has so successfully handled

the business that up to the time of his

retirement it was one of the largest

jewelry establishments in Canada.
The banquet will be a pleasant

memory that will live in the minds
of employer and employee for a long,

long time. The beautiful flower-be-

decked tables, trimmed with American
beauty roses and carnations, laden

with all the good things the Tally-Ho
could provide, the music of the fine

orchestra, the dancing afterwards,

provided a wonderful evening of mu-
tual enjoyment.

Two very pleasing incidents of the

evening were the presentation of a

solid silver loving cup, suitably in-

scribed, to Colonel Vidito, also the

presentation of a silver cigarette box
to Mr. Waldron, who is severing his

connection with the new firm to join

the staff of Ferguson & Page, of St.

John.

The loving cup was from his old

staff, given as a memento of hi^ long

association with them and the jew-
elry business. The presentation was
made in a very neat speech by Wm.
Brown, factory foreman, the oldest

employee, having been with the firm

of Brown's when Colonel Vidito pur-

chased the business in 1897. The in-

scription of the cup read as follows:

"This loving cup is presented to L
W. Vidito. on his retirement as presi-

dent and manager of M. S. Brown &
Co., Ltd., by his staff, Halifax, N.S.,

April 6th, 1920."

Colonel Vidito was completely tak-

en by surprise, and replied in a neat

The Trader.

s Staff

M. S. Brown & Co."

speech, thanking his old employees,

and saying that the cup would always

be very precious to him, and would
occupy the most prominent place in

liis home. Col. Vidito then proposed a

toast to the new management, which
was replied to by Mr. Vossnack, who
will have charge of the Birks' house

in Halifax.

Dancing, music and song followed,

and the happy evening broke up with

tiie singing of Auld Lang Syne.

AFTER CANADIAN TRADE.

The Orbito Optical Co., Ltd., of

Stewart St., Spring Hill, Birtning-

ham, wishes to get in touch with

houses in Canada interested in the

importation of rolled gold, silver and

nine-carat jewelry. They manufac-

ture alberts ; curb, expanding and

fancy bracelets; brooch and bracelet

safety chains; ear and eyeglass

chains; jewelers' findings; guards;

plain and fancy necklets; safety pins;

swivels; .slave bangles; tie pins; mesh
bags; etc., and prefer to deal tlirough

tlie medium of an agency.

London Trade Present Cane
to Retiring Business Friend

The Jewelers' Club of London,

Ont., held a get-together banquet on

Tuesday evening, May 18, in the Roy-

al Cafe, and it was one of the most

enjoyable meetings in the history of

the trade. President John S. Bar-

nard, who was in the chair, stated

that it was the first gathering in two

years, owing largely to war condi-

tions. London jewelers, he said, had

thoroughly realized the benefits to be

obtained through co-operation, and

were working together in a manner
which had won for them the eulogies

of the men in the trade in many other

cities. He urged that the good feeling

which has existed be continued.

Alfred Morphy, who is retiring af-

ter having been in the jewelry busi-

ness in London for forty-three years,

was the guest of honor. After he

had favored the company with two

humorous readings, which were thor-

oughly enjoyed, Chairman Barnard

caUed upon C. 'H. Ward, who pre-

.sented Mr. Morphy with a very hand-

some cane, suitably engraved.

Mr. Ward explained that he was
making the presentation on behalf of

the members of the Jewelers' Club of

London. They wished an old and

higlily e-steemcd colleague to accept it

as a token of good fellowship. It was

given not because Mr. Morphy had

reached that age where he required a
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cane to lean on, but as an apprecia-

tion of a good fellow.

Mr. Morphy made a brief but suit-

able reply in acknowledgment of fhe

gift.

Eulogistic addresses regarding^ Mr.
Morphy and the work he has done in

London were then made by A. E.

Cooper, secretary H. H. Young, Chas.

F. Jones and president John S. Bar-

nard.

During the evening a number of

topics of special interest to the trade

were taken up and discussed inform-
ally. President Barnard led a dis-

cussion regarding the prices of silver-

ware. A vote was taken on the ques-

tion and it was decided that the new
list prices should be adopted.

The matter of adopting the mini-

mum price list for repairs was next

discussed. President Barnard pointed

out that this matter has been receiv-

ing careful consideration by the ex-

ecutive of the association and also

the National Association.

W. G. Young stated that the list

was the result of the efforts of a

special committee appointed last

year. It had been revised and re-re-

vised on account of the many changes
that had taken place in prices. Mem-
bers, he said, should not forget that it

vvas the minimum they should charge.

Mr. Willmott asked if it included
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a charge for calling for and delivery

of clocks which were to be repaired,

lie said that the matter of sending for

a clock and then delivering it after it

had been fixed was one that meant

time and expense for the jeweler.

Mr. .^granove agreed with Mr.

Willmot and then made a motion that

the list be adopted with the addition

that a charge of $1 be made for call-

ing for and delivering clocks. This

was carried unanimously.

\'aluation of goods was another

matter which came up for discussion.

President Barnard said that many
jewelers refuse to value goods ex-

cept in such cases as they were prop-

erly employed to do it.

Charles F .Jones stated that pawn-

brokers frequently bought stuff over

to his place of business for valuation.

President Barnard expressed the

view that this was a business trans-

action and should be charged for.

"We are very careful," said Mr.

Jones, ''to examine the mountings

and refuse examination if we have

any reason to believe from marks or

mountings that any products of local

men are being offered. There are

many actors and actresses who wish

to dispose of goods also. If the mem-
bers think valuations of this kind

should be charged for, if they make a

ruling in the matter it will be acted

on."

President Barnard gave it as his

opinion that charges should be made.

He pointed out that it took years of

study and much knowledge to make
the valuations, and that as sucli the

work should be paid.

President Barnard led a discussion

regarding standing by prices of goods
as marked.

"It is up to us," he said, "to uphold
the dignity of our profession . The
more we become seized with the im-

portance of this matter the better it

will be. We can very easily give the

iniblic the idea that our business is

not run on business-like lines. I ask
you, in so far as it is possible, to mark
things at a fair price and then adhere
to it. I do not mean that you should
never vary, but what is essential is

that you should make the price, and
not the customer. If a customer
comes into the store and sees a piece

of goods marked at $25, and says he
will give you $20 for it, and you take
it, your action does not add to the

dignity of the trade or inspire con-
fidence on the part of the public."

He went on to explain that in some
cases where a piece of merchandise
moved slowly, or became shopworn,
and it is desirable that it should move,
it might be all right to accept a lower
price than originally marked, but not

as a general rule. There were few

merchants, he said, who didn't have

some stock on which they were will-

ing to take a little lower to have it

off their shelves.

"Generally speaking, though," he

said, "it is for you to make the price

and stick to it. Your business life

depends upon your getting a fair re-

turn. If you have goods which get

shopworn or out of date, you have a

perfect right to put prices down, but

not otherwise."

The election of officers resulted in

John S. Barnard and Harry H.

^'oung being re-elected as president

and secretary respectively.

Alfred Morphy was unanimously
elected an honorary life member and
in addition to a new office to be known
as Bard of the London Jewelers'

Club.

The question of entertaining the

visitors to the district meeting whicli

is to be held in London on June 9,

was discussed and the London Club
decided to look after the matter in a

manner that will be satisfactory. It

is expected that about 75 jewelers.

with their wives and families, will be

in tlie citv for the gathering.

The above picture was "snapped"
recently at Kenora when Mr. Alex.
Falle, Managing Director of the Wal-
tham Watch Co.. Ltd.. of Montreal,
and Mr. Ives L. Lake, of Waltham,
Mass., were on a trip to Winnipeg.
With W'altham watches in the pockets
of the train crew. Waltham officials

on board, and a Pullman car labelled

"Waltham," this train doubtless ran
strictly on schedule time. Everybody
will recognize Mr. Falle standing at

ease to the left as you look at the pic-

ture. The other gentleman is Mr.
Lake, whose field of operations radi-

ates from New York. Both these
gentlemen are optimistic as to busi-
ness prospects in the West.

KINGSTON JEWELERS MEET.
The annual meeting of the Kingston

District Jewelers Association was held

in Kingston at the Frontenac Club on
Wednesday, May 12;h.

The firms represented were : F. W.
Coates, W. Keeley, Kinnear & D'Es-
terre, W. G. Lyons, W. McCandless,
K. J. Rodger and Smith Bros., King-

ston.

The delegates from Napanee and
Gananoque, which are included in the

Kingston District, were unable to be

present.

Officers for 1920 were elected as

follows : President, Mr. F. Kinnear,

Kingston; Vice-President, Mr. Chin-

neck, Nai)anee ; Secretary-Treasurer,

Mr. G. Smith, Kingston : Committee,

Messrs. F. W. Coates, R. J. Rodger,

H. M. Wilder, Kingston; and H. J.

Reid, Gananoque.

.\ repair price list, which is practi-

cally the samie as that published by

the Ontario Jewelers' Association and

which has been under trial in King-

ston for the past two months, was

adopted', and it was also decided to

charge for all engraving on articles

sold.

"Early Closing" was discussed and

adopted the same as in 1919. and other

points of purely local interest were

discussed and considered.

The meeting was profitable, and

thoroughly enjoyed by all present,

whose great regret was that the affil-

iated firms outside the city were un-

able to he present.

'HALIFAX.

Messrs. Cooley Bros., the enter-

prising Barrington Street jewelers,

have recently enlarged their floor

space and installed a number of hand-

some wall show cases. These cases,

finished in rich old mahogany colors,

are splendidly adapted for the display

of silverware, glass and toilet articles.

The cases were furnished by Messrs.

Kent-McLain Co., of Toronto, and

are of their usual good workmanship.

.Messrs. Cooley Bros, are to be con-

gratulated on the general effect.

Mr. Timberlake, of the Messrs.

Henry Birks. Ltd., Montreal, has re-

moved to Halifax, and will assist Mr.

Vossnack in the direction of the af-

fairs of the Eastern branch of the

firm.

Mr. W. B. Williams has recently

opened a business in the busy north

end. Mr. Williams has many years'

experience in the manufacturing and

repairing of jewelry and it is quite

likely that he will develop a splendid

trade in this steadily growing part of

tlie city.

It is rumored that two young
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gentlemen will, about the first of June,

open a jewelry store on Gottingen

Street, of this city. Your correspond-

ent will send particulars concerning
the location, etc., next month. One
of the partners has been associated

with the late firm of M. S. Brown &
Co., as engraver, for a number of

vears.

MONTREAL NOTES.

Mr. J. A. Caron expresses the opin-

ion that the high prices, and continued
rise in prices will come to a sudden
stop one of these days. "The posi-

tion is going to change," he said, "and
so is the labor situation. Conditions
to-day are artificial, owing to the

amount of money in circulation. The
working man is for the moment like a
real estate man in a boom : as long as
the boom last, he thinks the universe
revolves round him. But w'hen the

boom stops, he will find he is out of it.

".-Ml other lines of business are
gradually getting into the same posi-

tion as the railroads, where the work-
ers are getting so much that the com-
panies cannot make both ends meet,
and in these circumstances something
is bound to give way sooner or later.''

The labor situation seems a little

quieter than it did a short time ago.
The men have withdrawn their threat
to strike, and everything is calm, at

least on the surface. The general im-
pression, however, is that the danger,
though averted for the time being, is

liable to crop up again at any time,
and it is feared the men may only
have postponed action to a more con-
venient season. 'However, for the
moment all is well and it remains to
be seen what effect the taxes will have
on trade and thereafter, on the exi-
gencies of labor.

Mr. Thomas W. Wright, represent-
ing P. W. Ellis & Co., Ltd., of To-
ronto, has removed from Canada
Building, St. James street, to Southam
Building, 128 Bleury street.

Messrs. Roughton & Skelton, Ltd.,

have removed from 364 University
street to 2,2 McGill College avenue.

Messrs. Smith, Patterson Co., Ltd.,

have removed from 63 St. .Mexander
to 122 St. Antoine street.

Mr. Newton McLean, of Messrs. P.
W. Ellis Co., Ltd., Toronto, was in

town for a couple of days on business.

The Ingersoll Watch Company have
moved from 128 Bleury street to Dan-
durand Building.

A serious loss was sustained by the

east end jewelry community in the

death of Mr. Joseph Leroux, late of

673 St. Catherine street east, a long-

established and well-known east end

retailer, who died suddenly a few

weeks ago.

Miss Miriam Wilkes Birks, eldest

daughter of Mr. and Mrs. William
Massey Birks Stanley street, Mont-
real, of the firm of Henry Birks &
Sons, Ltd., was married last month to

Mr. Louis Gillespie Erskine, son of

Mr. and Mrs. Charles W. Erskine, of

New York. Rev. Dr. Herbert Sy-

monds, rector of Christ Church Ca-
thedral, performed the ceremony.

'Mrs. A. H. Laberee, optometrist, of

Lennoxville, P. Q., is taking a post

graduate course in optometry in To-
ronto. Mrs. Laberee is the wife of

Mr. H. J. Laberee, well known jew-

eler of Lennoxville. .\bout 19 years

ago Mr. Laberee realized that the

primitive method of handing out

glasses to people without scientifically

testing the eyes was sure to meet with
disfavor, and, not being able to leave

business to take the necessary course,

persuaded Mrs. Laberee to go to Mon-
treal and take a course in optometry.

Mr. Alfred Schwob, of Schwob
Bros., Montreal, has just returned

from a trip to Europe. Mr. Schwob
has been away since February and
consequently has had the opportunity

of studying conditions existing there

appertaining to the watchmaking
trade.

ONT.-XRIO.

Among the incorporations in On-
tario last was the following: Geo.

H. Lees & Co., Limited. Incorpor-

ators : William Lees, George Harman
Lees, Stuart Harman Lees, and Wal-
lace William Lees, manufacturers

;

and Herbert Stace Lees, barrister-at-

law—all of Hamilton. Capital $250,-

000, divided into 2,500 shares ot

$100 each. Chief place of business,

Hamilton.

Among the visitors in Toronto

last month was Mme. A. H. Labaree

of Lennoxville, Que., wife of the

well-known jeweler of that prosper-

ous centre. Mme. Labaree, who has

charge of the optical department of

the business, was brushing up her

knowledge of optometry by taking an

advanced course with the aim of se-

curing a certificate from the Ontario

Board of Optometry.

Mr. Ross .\rcher, for many years in

business in Cobalt, where he sold out

la.st fall to Mr. F. G. Laird, of Parry

Sound, has returned from a success-

ful trip through the western prov-

inces as representative of R. Roy Co.,

Limited.

Mr. Fred W. Westren has returned

from a splendid spring trip in the in-

terests of his well known houses,

Messrs. Geo. H. Lees & Co., Ltd., of

Hamilton and Fremes & Co. of To-

ronto. Fred is now summering at his

Point Au Baril cottage, but will be

on the war path again probably early

in August.

Geo. H. Lees & Co., Ltd., of Ham-
ilton, report business better than ever.

So far instead of any falling ofT in

trade due to budget taxes they have

found it necessary to call in the con-

tractors and make some alterations

and additions to their factory to help

them take care of increasing orders.

The loyalty of their employees has

been so marked that the firm recently

presented each of the employees of

six months standing or more with a

Group Life Insurance policy, with a

maximum value of $3,000 per em-

ployee.

The announcement was made last

month that the household of Mr. A.

H. Felt, Barrie, Ont., had been glad-

dened by the arrival of a baby boy

and many and hearty have been the

congratulations showered upon Mr.

and Mrs. Felt. In these The Tr.xdf.r

and the trade generally will unite.

WESTERN ONTARIO.

Fortune has smiled on Marshall B.

Lloyd, of Menominee, Mich., formerly

a jewelry peddler through the coun-

tryside around Meaford, Ont. A year

and a half ago he invented a process

for producing baby carriages, woven

furniture and baskets which is thirty

times faster and many times better

than the fastest hand work. A New
York representative of Lu.sy & Sons,

of London. England, investigated the

invention and recently closed a deal by

which Mr. Lloyd gets $1,500,000 for

the British rights. All his life Lloyd

has been "tinkering'" at inventions,

and several times has been dismissed

as an "insane inventor."

Work is proceeding at Listowel,

Ont., on a handsome new jewelry

store for A. E. Murton, formerly of

Wallaceburg, Ont.

Peter Birtwhistle. of London, Ont.,

has returned after spending some
months in England visiting the scenes

of his boyhood days.

George Bennett, a soldier, will

probably receive the jewelry store ot

the late William Ashcroft, at Wiar-
ton, Ont. A caveat which was filed

in the Court House at Walkerton
against the will of Mr. .\shcroft, has

been withdrawn and efforts are being

made to settle the estate without liti-

gation. Bennett, whose home was in

Wiarton, became very intimate with

Mr. Ashcroft, and the latter took

such a liking to him that he left him
his jewelry store and also a movie
theatre he owned in Wiarton. Rela-

tives took action to contest the will.
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The demand for our popular Plain or Enamelled
Souvenir Spoons, Brooches, Buttons, etc., is largely

increasing day after day.

The time is now fast approaching when thousands
of visitors will tour the country and if you have
not already ordered your requirements we would
advise that you do so at once so that deliveries

may be made in good time.

Information and samples forwarded on request.

CARON BROTHERS
Bleury Street .-. MONTREAL
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WINNIPEG.

The jewelry store of Breslauer &
Warren, Winnipeg, was burglarized

the early part of May, by thieves

boldly breaking the large plate glass

window with a huge piece of concrete,

and getting away with many of the

valuables therein displayed for the

benefit of Portage strollers. The
stock taken, in watches, chains, neck-

laces and rings was valued at six hun-

dred dollars. Fortunately, it was
covered by insurance. Among some
of the things which they did not get

in the early morning raid was a

valuable diamond ring, which in the

rush had been tipped over. Probably

just about that time a jjoliceman's

heavy tread was heard in the dis-

tance. The window broken is on one

of the lightest corners.

As another practical illustration of

the rapid progress being made by the

Canadian Ball \Vatch Company, a

young western corporation which al-

ready has an enviable reputation, it

might be mentioned that it lias again

been necessary for this company to

move into larger quarters in order to

cope with the rapid expansion in busi-

ness, the second time within one year

in which this has had to be done.

During the early part of May the

company moved into another suite of

rooms in the Confederation Life

Building, Winnipeg—in which block,

by the way, this institution has been
since its inception several years ago.

This gratifying expansion is a hand-
some tribute to the general manager,
Mr. O. H. Pyper, to whom practically

all the Canadian trade development is

due.

The trade may also be interested

to know that the Canadian Ball

Watch Co. has secured the exclusive

rig'hts in Canada for the sale of the

new Tiffany Never-Wind Clock, the

very latest thing in non-winding
clocks. It is the ^first radical clock

improvement in three hundred years;

stands ten inches high, measures six

inches across at base, has a three-inch

l)orcelain dial and a clear glass globe.

The metal parts are highly polished,

substantially gold plated and lac-

quered. A unique rotating pendulum
movement replaces the old swinging
one, and a small inexpensive standard
batterv—changeable perhaps once in

one or two years—keep the clock go-
ing smoothly without winding week
after week and month after month.
At the same time it becomes a rare
ornament to any mantel-piece. It is

sure to make a hit in the homes and
offices.

Members of the trade, particularly

in Western Canada, will be interested

to know that Mr. T. McG. Robert-

son has joined the staff of the Cana-
dian Ball Watch Co., of Winnipeg.
He is well known both East and West,
having been for several years mis-

sionary .f^salesman for^the Waltham
Watch Co., with whorfi he proved to

be one of the most popular r«presen-

tatives on the road prior tajtend^.-
ing his resignation. Mr. Rotertson"

will cover the western ])rovinces and
will call on all the jewelry trade. He
expects to make his "home in Van-

Mr. T. McG. ROBERTSON.

couver. Incidentally, it might be

mentioned that Mr. Robertson has al-

ways been a consistent booster for

the Canadian Jewelers' Association,

and he had considerable to do with

the pioneer work in getting the trade

interested. On hearing of his resig-

nation, the Waltham managers and

employees at Montreal presented Mr.

Robertson with a mantel clock, as a

token of the esteem in which they

have held him during his 38 years'

service with the firm.

CALGARV.

The wholesale jobbers, McGeachie

h Holdsworth, report that their two

travellers who cover the three western

provinces have brought in so many or-

ders that they cannot keep up with

them, even with their staff of eight

busy all the time. They are still fill-

ing orders in silver plate from last

year. The demand for watch repair-

ing material is very heavy. They say

that conditions are vastly improved

this spring as they are now able to

obtain supplies. That skilled labor

is at a premium explains many of the

delays in filling the orders in the

East, but already the situation is im-

proving and the promises of autumn
delivery of goods from London, Eng.,

makes the prospects of the trade very

i,right for the W'est, v.here there is

wonderfully brisk purchasing of

jewelry.

Craven Bros., who have been in

the manufacturing business for the

])ast twenty months, in Calgary, have

found that their business has grown
by leajis and bounds, and they are

filling orders from Saskatchewan and

British Columbia as well as all over

Alberta.

R. H. Urcn feels quite at home in

his store on Eighth Ave. again, after

his visit in the East. He reports

business better than he expected this

spring, and his optimism is based on

fortunate experience, like most West-
erner's. The West is being supplied

through Canadian houses of a large

quantity of goods of the better class.

This makes it easier to supply the

customers of the West, as their de-

mand is principally for first class ar-

ticles.

The watch repair department of H.

R. Chauncey's store is the busiest

part of his fine premises. At present

he has eight experts on this work
alone. Mr. Chauncey has a phono-

graph department, where he is kept

busy disposing of his fine machines.

The watch repairing department of

D. E. Black & Co., Ltd., has outgrown

its old quarters and is being removed

to the Southam Building, across the

road. This is the second move since

the store was moved to its fine quar-

ters in the Herald Building. In or-

der to find space enough last year,

additional room had to be secured

outside the store proper, in another

part of the building higher up. The
new quarters will have l.OOfl square

feet of space, and a staff of twenty-

four will try to keep pace with the

fast-developing part of the business.

Mr. 'Hill will take charge of the shop,

with Mr. Sparling in charge of th*

whole department. The optical work
will now be done in the basement,

with five experts for that department.

Mr. Black has returned from a trip to

the Old Country, where he spent some
time in Birmingham, London and Par-

is. He says that the wholesalers are

all keen on getting export trade, which
is even better now than before the

war. England has "come back" more
quickly than France, which has been

hindered by a serious coal shortage.

Leather goods, silver and china—the
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popular Crown Derby, Minton, Coup-

land and Coalport—were the lines in

which Mr. Black was particularly in-

terested, visiting' the various centres

of manufacture and seeing what

prospects there are for getting ship-

ments at an early dale.

"Business this year is as good if

not better than last year, notwithstand-

ing the backward spring everywhere.

Prospects are very, very bright." This

shows Mr. Black's truly western spir-

it, the spirit with which he has built

up his enormous trade.

H. R. Chauncey has purchased the

splendid location now occupied by him

at 116.\ Eighth Ave. E., rig-ht in the

centre of the main business street in

Calgary. Mr. Chauncey has occupied

these premises since 1914, when he

established his jewelry business. The
building was erected by L. H. Doll,

who gave up business in 1913, when
the premises were taken over by D.

E. Black & Co.. Ltd., of which com-
pany Mr. Chauncey was vice-presi-

dent. In June, 1914, Black's moved
to their present location in the Her-
ald Building. In November, Mr.
Chauncey started business on this site,

for, although the war conditions

made things look gloomy, he felt that

the location was a splendid one. He
has never regretted his decision, for

he has built up an excellent trade by
his close attention to details and good
service.

BiRITISH COLUMBIA.
At a recent meeting of the executive

of the British Columbia branch, Re-
tail Jewelers' Association, a suggest-

ed price list came up for the approval
of the members. The list was dis-

cussed very fully, compared with the

price list issued by the Alberta Asso-
ciation, and was finally endorsed. The
secretary, 'Mr. Jacoby, was instructed

to have copies of the list printed for

the benefit of members of the asso-

siation. O. B. Allan presided.

What is the matter with holding a

joint pic-nic of jewelers qpticians

and their employees? We believe

such an outing would be welcomed
by the trade, and the outdoor func-

tion might be sponsored by the local

Retail Jewelers' Association as one
of their first official acts towards
that harmony and co-operation which
is essential in modern business.

There are so many beautiful spots

within easy reach of Vancouver—
and all of them ideal for purposes of

a pic-nic nature—that there should

be little trouble in making a selection

for the outing. We would respect-

fully suggest the chartering of one
of the speedy C.P.R. coastal steamers

for the day; one of the most elegant

little coves on the British Columbia

coast is Ganges Harbor, a few hours'

run from the city, and an admirable

place for an outing of the proposed

nature. The sail over the smiling

azure waters of the Gulf would form

not the least enjoyable part of the

outing, and there would be sufficient

time ashore for the usual sports and
games. The compiling, of an appro-

priate prize list would hold no ter-

rors for the executive of the asso-

ciation. Think it over, gentlemen

;

we hope that the suggestion will take

root and will in due season bear good
fruit.

Maurice Walsh, one of the old-

timers on the road, is meanwhile in

Vancouver, accompanied by Mrs.

Walsh, on a somewhat belated honey-

moon trip.

C. Boas, of J. Boas & Co., diamond
merchants, Toronto, was also visit-

ing Vancouver during the month
Another diamond merchant called oi«

the trade, in the person of Myer
Mittenthall, who came direct from
Amsterdam.

R. C. 'Manning, of Tod & Manning,

Vancouver, has purchased the vacant

lot adjoining his home on the hill

overlooking Kerrisdale, and now
possesses the nucleus of a very de-

sirable little "estate" in this choice

residential suburb of Greater Van-
couver. The vacant land has been

double-plowed and put in orchard ; a

part of his recent acquisition Mr.

Manning has had converted into a

real chicken ranch, stocked with a

fine flock of birds.

N. T. Shirlaw. formerly accountant

at the Winnipeg store of Henry
Birks & Sons, has just taken charge

of the office in the Vancouver store.

Alf. Scrivener, buyer for the novel-

ty and leather departments of the

Vancouver Birks store, has arrived

in England, on a buying trip. Mr.
Fox, buying for the silver and cut

glass departments, has left on a trip

to the Eastern Canadian and United

States markets.

Max Howe, of the 'Mercantile Im-

porting Company, Vancouver, is on a

trip to the Eastern commercial cen-

tres, looking over the markets. Mr.
Howe is expected back in Vancouver
about the close of May.

One year in jail was the sentence

meted out to J. B. Hyndman. who
pleaded guilty to a burglary at the

Harry Pickering store in Vancouver
some time ago. According to his own
admission, Hyndman was addicted to

the use of dope, and his wife, who

has a homestead near Calgary, was
anxious to take him away.

S. H. Jacoby, of Jacoby Bros.,

manufacturing jewelers, Vancouver,
has opened a Toronto office under the

name of S. H. Jacoby & Company.
The new firm specializes in all

kinds of loose stones—precious and
senri-precious—and gems of every
description. Business has been very
good indeed since the opening.

Another of the girls in the Van-
couver Birks' .store is forsaking the

dispensing of wedding rings and wed-
ding gifts to accept one of the former
herself—and, we have no doubt, a

great many of the latter also, for she

is one of the most popular members
of the Vancouver staff of the big

Canadian organization. We refer to

Miss Gladys Wallace, who has served

efficiently in the mail order depart-

ment for the past five years. As a

reminder of the many happy days

spent together, and as a token of

their regard and esteem, her fellow

workers presented Miss Wallace with

a Queen Anne tea set and tray.

Another evidence of Miss Wallace's

popularity among the staff came in a

letter presentation from the watch-

makers, who added as their particular

tribute a fine cut-glass dish.

Harry Pickering, jeweler and op-

tician, did not get off Scot-free when
a customer visited his store with a

marked cheque for $400. After sel-

ling the man a diamond ring and
several smaller articles of jewelry,

Harry gave him his change partly in

cash and the balance in his personal

cheque. Monday morning it was dis-

covered that the cheque had been

raised from $4.00 to $400. Although

the detectives were immediately put

on the case, nothing has yet been

heard of the criminal in the case.

Payment of the cheque was stopped

by Mr. Pickering.

Mr. Nye, formerly manager of the

jewelry department of David Spen-

cer's department store, Vancouver,

has opened in business on his own
account on Granville Street, just

above Smythe.

The local Birks' factory is in the

meantime busy at work on a presen-

tation article to be given Sir Robert

Kindersley by the staff of the

Hudson's Bay Company, Vancouver.

At the time of our visit to the fac-

tory, the matter was still being kept

secret, the only information Mr. Car-

son would divulge being to the effect

that it was something absolutely

unique, in which the different miner-

als of British Columbia would play a

prominent part.
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MADE IN CANA[>^^ d
-1 E

Buying Jewelry at Home

'S.'..

Price

You can procure Jewelry on the

Canadian market at prices equal

to any country in the world.

Design
We know what our Canadian

people want. Our designs are

up-to-the minute.

Workmanship and Finish

Consistent good quality is our
• pride — you can share in this

satisfaction.

Our Jewelry Lines consist of:

Rings, Pendants, Necklets, Lavallieres, Bar
Brooches, Ear-rings and Cameo Brooches

The Cuff Links are in Gold and Silver. Some Engine-Turned
and Enamelled. These links manufactured by

THE ELLIOTT-BISHOP COMPANY, Toronto

WE ARE THE SOLE AGENTS:

ANTHONY BROTHERS
/IRahers of Ibi^ib (5raC»c Jcwelrg

24 Adelaide St. West :: Toronto, Ont.

REGiSTFRED

TRADE MARK
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V. T. F.

Watch Glasses
Standard of the World

V.T.F.
is an abbreviation of VERRERIES TROIS FON-
TAINES, Lorraine, France, where V.T.F. glasses

have always been made. All others made else-

where are imitations.

Sold by All Jobbers

HAMMEL, RIGLANDER & CO.
EXCLUSIVE WHOLESALE DISTRIBUTORS

NEW YORK, U.S.A.
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TRAUB
Decorated Wedding

RINGS
(i Orange Blossom^

^

These rings are deeply and beautifully chased in a design pf

Orange Blossoms, the age long symbol of marriage vows,

and make a direct sentimental appeal to the heart of every

bride.

18k Gold Platinum Platinum Over-lay

MADE IN CANADA

We are pleased to announce to the trade that we are the

Canadian manufacturers of Orange Blossom wedding rings

under the Canadian patents.

Illustrated price list sent on request.

SANSBURN PASHLEY MFG. CO-
Makers of Distinctive Jewelry

Windsor - Ont.

SOLE CANADIAN LICENSEES
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EARRINGS
play an important part in the costume of the fastidious dresser.

We have an excellent variety of Gold and Gold-filled Earrmgs, in

the latest designs, that are very attractive and distinctive. We also carry

a complete general line of Gold and Gold-filled Jewelry in many novel

designs.

And a Large Assortment of

Cigar and Cigarette Cases
at prices that make a very attractive proposition to any dealer.

Another of Our Specialties is

an extensive range of velvet-lined, leather and leatherette-covered metal

Jew^elry Boxes.

Should our representative fail to call on you it will be greatly to your

advantage to drop us a line, or should he call do not fail to inspect the

range, as it holds many interesting features for you.

J. L. SABBATH & CO.
5 Notre Dame Street West, Montreal

/

REPRESENTATIVES:

Eastern Central Western Montreal

J. Kert J. Kert I. Sabbath Chas. E. Demers

Theo Foisy
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HEIRIiOOM' PIATE
The beautiful and pleasing patterns of 'Heirloom'

Plate were only selected and developed after years of

concentrated study and far-sighted planning. These
designs are exactly reproduced with painstaking care and
attention to each minute detail by skilled craftsmen, many
of whom received their early training in Sheffield and
Birmingham.

A particularly heavy plating of silver gives to

'Heirloom' a length of service seldom equalled in

similar wares. The highest possible recommendation of

'Heirloom' may be accorded your customer, with the

certainty that service and genuine satisfaction will justify

the commendation.

With its appeal to the aesthetic taste of the buyer,

and with an intrinsic value commensurate with its artistic

appearance, 'Heirloom' Plate presents an irresistible

attraction.

You will take genuine pleasure

as well as profit out of the sale of

He.rloom.'

il'J

Canadian W^.A. Rogers. Limited
570 King Str^eet West, Toronto,

4«Ogg<S
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A Dependable Line

There could be no more appropriate time than the

present to fill in your stock with a Sorting Order of our

Solid Gold and Gold Filled Goods
You can depend on our line to satisfy the most exact-

ing customers. Let us put you on our calling list.

JAMES EASTWOOD
Wholesale and Manufacturing Jeweler

65 Provost Street - NEW GLASGOW, N.S.

The Mesh Bag
Carries an irresistible appeal to the aesthetical taste of the fastidious

dresser. Progressive dealers, realizing this, are stocking

WHITING & DAVIS MESH BAGS
in order to be able to cater to the desire of the particular shopper.

They know that, through their luxurious, silken mesh, attractive

appearance and integral qualities, they will not only attract the eye

of the shopper, but make consistent customers out of those who

are attracted.

Whiting & Davis Company
Sherbrooke, Que.
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^s; Dolly Varden Flower Basket

The New
Dolly Varden Pattern

A number of artists will tell you that an object

cannot be beautiful unless it is of some use. Mid-
Sil-Craft Silverware is beautifully useful.

Especially practical and attractive are the Casser-

oles, Pie Plates, Bakers and others lined with

Pyrex cookingware. The Dolly Varden pattern

furnishes further examples.

The Mid-Sil-Craft trade mark as a symbol of

quality and workmanship is kept in the minds of

many women by advertising in such magazines
as Good Housekeeping.

THE MIDDLETOWN SILVER CO.
of MIDDLETOWN, CONN., U.S.A.

Canadian Sales Agents and Sales Rooms :

JOHN ROUND & SON, LIMITED
51 St. Paul St. West - - Montreal

What About Waltham Watches?
Our stock of all grades of Waltham Watches is now complete, in-

cluding 30 size and 60 size Bracelet and Strap Watches. A large assort-

ment of 1 4k. 8^/^ ligne, 1 5 jewel Octagon Bracelet Watches, in Wadsworth

cases, has just been received. There is also a big supply of 8^/^,

9% and 1
0^/2 ligne Bracelet Watches, cased up in Empress, Fortune 1 Ok.

and 14k. gold cases.

All the specialties in ladies' and gentlemen's gold-plated and silver-

plated Cigarette Cases, and the latest designs in Beauty Cases, for ladies.

Place your orders early.

First-class Watch Repairing done for the trade. This department is

in charge of the very best workmen.

For any information write

The Canadian Jewelry & Importing Co.
192 Bannatyne Ave. - Winnipeg, Man.
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SUREFIT
Means a perfect Watch Strap for both Ladies and Men, which can be worn with the greatest comfort

and assurance that you are not going to lose your Watch. It is easily attached, requires no adjustment,

and is always ready for use, as it does not become flabby by stretching.

MEN'S
STRAP Lkll.LLLUiLULiLiLUuUuUL..LU *l.i.^Mi.-w:,uLi.L.uL

PATENTED

Closed.

Bracelet Expanded.

Both the Ladies' and Men's Straps are made in 14 Kt. gold, 10 Kt. gold, |/10 rolled gold plate,

sterling silver and American silver, having in all qualities an expansion of I f^ inches.

The catches on the Men's Strap are made in 5/16, 7/ 1 6 and 5/8 inch, which fit all size watch lugs.

PATENTED

No^ is the lime to stock ^his item.

mmimmmmmmmmmwL LADIES'
STRAP

Closed.

Showing Watch Hooks and Bracelet Expanded.

murni^
This item is not a novelty, but an article which will last and be worn as long as the Wrist Watch is in

style, and it has come to stay.
Sold through the Wholesale Watch and Jewelry Trade.

BLISS BROS. COMPANY, Attleboro, Mass.
"The Hou«e with Something New All the Time"

Beautiful Waldemar Chains Tng'^^^th'/e
chain in conjunction with Fancy Bars or Links,

trated below, f^
A few suggestions illus-

«OCf©000©©««i«»C!'C«««»e*i

' I n il 1

1

1' !> mt f***ff *'» t^ *mi. *f*»****•***

sxnsBaxiXixi!ci!a!rfSSSSS:iB&&&&€^

ELECTRIC CHAIN CO. OF CANADA, Limited
21 RIVER STREET, TORONTO
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" Scratch Matches
on the Corners'*

No end springs to break. No buttons to press.

It Opens With Marvelous Ease
And Sells Even Easier

is a practical and novel cigarette case, with

no springs, soldered hinges or buttons.

Fits the vest pocket and holds cigarettes on

both sides, and can be opened on both sides.

** Write us for Samples and Prices"

DOMINION JEWELLERY
IMPORTING COMPANY
Swift Copeland BIdg., 489 St. Paul St. W.

MONTREAL

A Real Profit on
EveryEversharp

Sale
Canadian dealers like

to sell Eversharp
because it keeps on

turning over so quick-

ly and because there

is a worth while profit

on every sale.

Both they and their

customers like to

write with it because

it is always sharp

yet never sharpened,

because it is beauti-

fully designed to give

lifelong service

AndEversharpLeads,
for which there is

always a steady de-

mand, further en-

hance the value of

Eversharp — to deal-

ers and customers
alike.

If you are not yet

an Eversharp dealer

write for catalog
and interesting litera-

ture. Address Cana-

dian representatives:

Rowland & Campbell, Ltd.
Winnipeg, Manitoba

Consolidated Optical Co.
Toronto, Ontario, and Montreal, Quebec

The symbol „f
perfect writinfr
— the mark of
Eversharp Pen-
cilandTempoint
Pen.

Companion of the Tempoint Pen

Made and Guaranteed by
THE WAHL COMPANY, Chicago
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"KINGSWAY PLATE"
Sucfflings Limited, Birmingham, England

is back once more on the market, and dealers who have tried this line before will be quick to

realize the opportunity that is afforded them, that of handling a line of plate that will con-

form to all expectations of the purchaser and that will compel an admiring attention by its

neat patterns that feature a quiet and simple dignity that bespeaks refinement.

Write us to-day for a catalogue of the many designs that "Kingsway Plate" is pro-

duced in.

W. T. EVANS
LINDSAY BLDG., ST. CATHERINE ST. WEST, MONTREAL

NECKCHAINS Silver, Gold Filled

10 and 14 Karat

IN ALL LENGTHS AND PATTERNS

The
Trade-Mark

is a symbol of

Integral Quality

E. SAINT-LOUP
46 Notre Dame Street West-

Importer
MONTREAL

Tell Us What You

Hear About and See

Our readei-s are invited to contribute to The

Trader. Some of the topics that would

be of interest would be personal experi-

ences, or those of your associates, in buying

and selling, little incidents that are out of

the ordinary in the day's work,—in fact just

paragraphs as appear in it in this issue.

No story should contain less than two

hundred words and none more than four

hundred.

For special articles we will pay the autho"r

at regular space rates. The name of author

will be used or withheld as requested, or a

iioni de i)lume ma.v be used.

Addre.ss corresjjondence to Eidtor, The

Trader, 73 Richmond Street West, Toronto.

Canada.

Jewelers' Security Alliance

Will protect your Safe against

Burglary

npHE JEWELERS' SECURITY ALLIANCE
-*• has been established for over thirty-nine years,

and during this time has given its many and prominent

members efficient detective service and determined

prosecution of the thieves, aiming at the restoration

of the property when at all possible.

The Alliance offers you protection for the small sum

of two dollars per annum. You cannot afford to be

without such adequate protection at such a minimum
cost.

For further particulars, write

—

JEWELERS^ SECURITY ALLIANCE
O. M. ROSS, Secretary

71 Richmond St. West, Toronto
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"Borman plate IN THE HOME"
brings lasting pleasure, its long wearing qualities and its sturdy

beauty make its value increase as the years pass on.

Feature IHoriTian platC and profit by the demand for better

class silverware in the home that it will arouse by its steadfast

utility and refinement.

Sold Exclusively Through Jewelers

STANLEY AND AYLWARD LIMITED
i* TORONTO MONTREAL ^

We are carrying an extensive stock of

DIAMONDS
in a large assortment of sizes and grades.

(( Write us for a selection on approval^

EAVES BROS.
128 Bleury Street Montreal
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BABE'S
BEST FRIEND

PACIFIER
AIR-PROOF

NON-CORROSIVE

PNEUMATIC

INSURES
EASY TEETHING

MADE IN GOLD, SILVER AND PEARL TRIMMINGS.

Z. A UERBACH & CO.
Distributors for Canada

120 St. James Street .... MONTREAL

The interior construc-
tion of

BABE'S
Best Friend

PACIFIER
is Aluminium, non-
corrosive. The nipple
easily replaced by un.
screwing plug—Is not
gelatine-filled but
pneumatic and air-
proof. Always offering
a hard bite for the
gums and helping the
teeth through.

A Hygfienic

Comfort for Baby

WATCHMAKERS AND REPAIRERS
EFFICIENT AND CAPABLE WORKMEN.
QUICK SERVICE AND SATISFACTION.

George D. Neima & Company
Clayden Bldg. - TRENTON, N.S.

WE IMPORT
WATCHMAKERS' TOOLS AND MATERIALS

JEWELLERS FINDINGS
IMITATION AND REAL STONES

Headquarters for Waltham Material for
Maritime Provlncec

ARTHUR W. THOMAS
188 ARGYLE STREET, HALIFAX, N.S.

M. Lewis Mittenthal
Leaves for Amsterdam and Antwerp about June 20th, returning about

August 15th, with a new stock of

Loose Diamonds
286 St. James Street MONTREAL

S-E-A-M-L-E-S-S

Wedding Ring Blanks
Suitable for engraving and stone setting

These rin^r blanks are seamless and uniform in size

;

manufactured in the following widths

:

Half Round

Flat . .

Beveled

2m/m 2j/2ni/m 3m/m sYzia/m 4m/m
2m/m 2y2va./m. 3m/m
2m/m 23/^m/m 3in./m

BAKER & CO.. INC.
Refiners and Workers of Platinum Gold and Silver

,, ,
54Au.stinSt c c m l l. n.

30 Church St Now York MPWARK N J ^ -^ *«'"'»''*'" *'""'»»
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What are YOU
looking for?

—Honest Merchandise?

For Immediate Delivery

Per gross on cards or loose

$31.00 F.O.B. New York

New York Funds

No order less than one gross accepted

&

R. GOLD PLATED

KNIVES 98
Warranted Steel Blades

REGULAR PRICE $2.00

FOR SALE HERE

Vl19

BERNET COMPANY 25 W 42d. St.

New York City
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JET! JET! JET!
NEW SHIPMENT
Real Italian Jet

Necklaces
And

Long Chains
FANCY

Parisian Beads
In All Colors

We would advise you to place orders

early this year, because it is difficult to

secure further shipments.

Write at once for approval selec-

tion before stock is exhausted.

Borrelli & Vitelli
36 Toronto Street, Toronto

J. G. COFFEY
Wholei'ale Manufacturing Jeweler

Specializing in fine 119 ST. ALEXANDER STREET
\? '"i ^^.!S^rc MONTREALGOLD RINGS pho„e Up. 6980

Don't lose the money that can be made

in repairs. If you cannot handle the

work, send it to us. We have the men

and material to do all your repairs and

give you service.

DON'T FORGET : Every material order

is filled by a watchmaker

KLEIN & BURROWS
40 Colborne Street - TORONTO

PUBLIC CLOCKS
CHURCH BELLS
CARRILLONS

Messrs. Gillett & Johnston, Croydon, Eng-

land, makers of the Toronto City Hall clock,

etc., have arranged for their Manager, Mr.
Housman, to visit Canada in June and July.

He will be in a position to give advice and to

submit estimates in connection with proposed

installations of Public Clocks, Church Bells

and Carillons, and will be pleased to answer

enquiries addressed to him at the following

hotels:

QUEBEC—Chateau Frontenac, arriving about
June 10th.

HALIFAX, N. S.— Halifax Hotel, June 14th.
MONTREAL—Ritz-Carlton, June 18th.
OTTAWA—Chateau Laurier, June 22nd.
TORONTO—King Edward, June 28th.
WINNIPEG—Fort Garry, July 3rd.

(5Ulctt e. Johnston
3foun6ct0 of niang Tamous bells

BLACK CAT MASCOT PINS
Wear this pussy you will find
Fortune will be always kind,
For as sure as she is black,
You good luck will never lack.

Sterling Silver, $3.25 doz.; $36.00 gross.

THE TORONTO TROPHY CRAFT CO.,
1711-12 Royal Bank BIdg., Toronto.

R. JACOBS & BRO.
DIAMONDS EXCLUSIVELY
Send iM your appro, ortier*. We acsure you of

prompt sarric* and Talues second to none.

15 Yon«e Street Arcade - TORONTO
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First Class Improvers Ready for Positions
Positions wanted within two or three months for first-class improvers. Graduates

of The Ontario Horological School, Limited. These men are all returned soldiers, who
have had about ten months of intensified training in the School under the careful super-

vision of Competent Instructors. For further information, write to

—

J. R. JUPP, Principal,

Ontario Horological School - - 345 Adelaide St. W., TORONTO

Business Chances

FOR SALE—Jewelry and Optical Business
in good manufacturing town of over
five thousand, with good surrounding-
country, annual turnover about fifteen

thousand, stock and fixtures, will in-
voice about ten thousand; can reduce
some. Can be bought for considerable
under to-day's cost. Small opposition.
J. G. Collinson, Dundas, Ont.

JEWELRY AND OPTICAL BUSINESS
for sale on north Yonge Street, Toronto.
Good, clean stock; stock and fixtures
about 12,000. Great chance for good
watchmaker. Box 612, Trade..

Business Wanted
WANTED—Jewelry and optical business

in Ontario, Western preferred; town of
ten thousand or over; state amount of
stock, with lowest cash or term price,
also particulars as to lease, etc. Box
613, Trader.

Situation* Vacant
VX7 ATCHMAKER

TY'ANTED.

/^NE who can

"CJNGRAVE preferred.

QALARY $40 per week.

pERMANEXT position.

rjlVE full particulars first letter.

A. H. BEATH, SUDBl'RY. OXT.

WANTpn—-cirat cla=f, watchmakpr. cap-
ahlp of handling fine Swiss work, as
11-pil p<! railroad watches, communicatp
with Ferguson &• Page. St. John, X.B.

WANTED by Swiss watch factory that
will open offices in Montreal, a re-
sponsible young man, having thorough
knowledge of watch line, capable of
handling correspondence. Reply full
f'etails first letter. References. Address
Box 621, Trader.

WANTED—First-class watch repairer,
state wages and experience in first
letter, also references. E. P, Battley
Sarnia, Ont.

YOUNG WATCHMAKER WANTED—

A

young chap with a fair knowledge of
watch work, clocks and ordinary en-
graving, and capable of clerking. In
fact, we want a man who wants to
work himself into the business, as one
of the firm. This is the best city in
Canada to-day; we also observe, five
months a year, "Wednesday half holiday.
Can you play hockey? Apply to Heffer-
nan's Jewelers, Kitchener, Ont.

WANTED—Jeweler one who can do or-
dinary jewelery repairs. Apply stating
salary and experience. Hicks and Pentz,
Regina, Sask.

WATCHMAKER WANTED—Four or five
years' experience; a good chance for a
good, young man; permanent position
and good salary. Apply Box 611, Trader.

WANTED—First-class watchmaker and
engraver. Permanent position to the
right man. State references and full
particulars in first letter. S. W. Chad-
wick, Box 96, Simcoe, Ont.

WANTED
An Engraver to go to Halifaoc

Must be able to do monograms, signet
and any other engraving on jewelry or
watches. Splendid opportunity to first-
class man. Expenses paid. Address
commulcatlons to the

MAIL ORDER ADV'G DEPT.,

Robert Simpson Co., Limited
Mutual Stret, Toronto.

POSITION open for jeweler capable of
doing all classes of work in small shop.
Interior of British Columbia. Address
Box 616, Trader.

Positions Wanted
SITUATION WANTED as second watch-
maker and clock repairer. Address Box
624, Trader.

WANTED—Position as watchmaker. Can
do any kind of watch and clock repair-
ing; have had several years experience
with high grade watches. French clocks,
chronometers, caiculagraplis and watch-
man's timepieces. Have been working
steady with one company since return-
ing from overseas eighteen months ago.
Can furnish other references if requir-
ed. Box 623, Trader.

WATCHMAKER wants position, thirteen
years at bench; have also had consid-
erable experience as salesman. Alberta
or British Columbia preferable. Watch-
maker, care Jeweler, Vermilion, Alta.

PRACTICAL MAN wishes permanent
position as salesman. Best of refer-
ences. Vancouver, North Vancouver, or
Victoria; twelve years' experience. Box
625, Trader.

WANTED—Young inan desires position
as second watchmaker; authentic re-
commendations upon request; only first-

class place will be considered. Applv
Box 615, Trader.

Articles for Scde

FOR SALE—Heavy wall two Sbbr jewel-
er's safe; outside, 60 inches high, 40
inches wide, and 35 deep; inside, 38
high, 25 wide, 19 deep. Three locked
drawers, shelves and racks for regular
jeweler's trays. Four number combin-
ation lock, in good order. A. C. Skinner.
Sherbrooke, Que.

RIVET SLIDE REST; Doley Face Plate:
Rivet Chucks. Box 622, Trader.

FOR SALE—Webster-Whitcombe Lathe
complete; almost new; countershaft and
chucks. Babington, 43 Lee Avenue,
Toronto.

FOR SALE—1 Waltham box chronometer;
fine timekeeper; good as new; ninety.
One nine-drawer optical cabinet,
24 X 40 X IS; solid oak; with students'
trial case under glass to 6 Geneva lense
measure, and about $150 optical goods;
invoices complete about $275; first $110
takes it. All in first-class condition.
One ten-drawer walnut glass cabinet,
sizes 10 to 22 complete, with approx-
imately 1,000 dozen glasses, every size
complete, all V.T.F., $250. Two watch-
makers' benches with foot wheels, $15
each ; cash with order. R. H. Ewert,
Nelson, B.C.

Articles Wanted
WANTED—20 or 24 Jewelry Trays. 11x11;
mahogany preferred. T. M. Palmer.
Capreol, Ont.

WANTED—Second-hand trial case: give
description of contents, and best cash
price. Apply Box "C" Imperial Optical
Co., Toronto.

J5.00 REWARD for locating Gruen. white
gold bracelet watch, engraved, No.
190555 ; John Bulger, Prince Rupert. B.C.

Phone Factory, Show Rooms and Offices

SACKVILLE 2179 HALIFAX. N.S.

39 Duke Street, Opp. City Hall.

Canada

H. R. BERGMANN &, CO., LIMITED
WHOLESALE AND MANUFACTURING JEWELERS

WeddliK Bino
Diamond Rlnn
Brscdn Watctaai

Walthun Wttchei
TaTannca Watcbes

Jewelrr of all deacriptlon

—

Gold, Gold-rmed and SUtv
Chime, Strlldnc and Alarm Clocka

surer Plat«d Flat Ware and Cut Glaia

Wateb Caaea, American Watcb Caae Ca

Importer* of

WATCHMAKERS' AND JEWELERS' SUPPLIES

P.O. BOX 9

Engravers, Gold and Silver Platers to the Trade.

EVERYTHING FORTHE JEWELER

Jewelrr Bozea

Clock Material

Watch Material

Window Flzturt*

Toola and Machlnerr

Prec'louB and Seml-Precloua Btooea

Electric Power and Poli«hln» Motoii

and General SuppUee of all klndi tor

Watchmakere. Jewelen and Klixlbwl Trad*
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W. CASPER, Limited
IMPORTER OF PRECIOUS STONES

Pearls and Half Pearls

Appro. Parcel* sent on Request

110 Church St. '""^.y"" TORONTO

WHEEL CUTTING
For Watches and Clocks

STAFF TURNING
Trade Watch Repairing

E. CHARBONNEAU
204 St. James St., MONTREAL. Phone M. 7452

TRADE WATCH REPAIRING
All kinds of high class watch repairing handled.

Efficient and capable workmen.
Service and Satisfaction.

BARTLETT & WAKEFORD
45 Richmond St. E. Toronto

Phone Main 3470.

YOU WANT
accurate work and, prompt returns. We a.ssure thi.s

ii. repairing clironographs, and all kinds of watches.
Give us a trial order and be convinced.

HARPER & CO. Ve.TJ26V
SI. James CiiarrbTS,
;9 Adelaide St. E.

Clock and Watch

Dials Renewed and Re-Figured
Any Style

GENERAL ART WORK

Acme Drafting & Art Company
315 Bank of Nova Scotia BIdg., Vancouver, '5.C.

Horace Dorer
Jewellery Sales Expert

For the Legitimate Trade
Only. Sales Conducted
Anywhere on the North
American Continent.

357 COLLEGE ST.,
Toronto, Ont.

604 CANADA BLDG.,
Winnipeg, Man.

669 GRANVILLE ST.,
Vancouver, B.C.

Telegraphic Address:
709 4th Avenue,

New Westminister, B.C

-

HOWARD ANTHONY
Specialist in trade watch repairing. Our facilities

enable us to handle your repairs quickly and with

assured accuracy. A trial order will demonstrate.

2 1 5 Hamilton Trust Building

57 Queen St. West - Toronto

Phone Uptown 6640. 511 St. Catherine St. West.

C. H. A. GRANT
Manufacturers' Agent

615 DRUMMOND BLDG., MONTREAL.
Specialties: Bracelet Watches, Military and others.

Tavannes Watches, Diamonds.

IVORINE MINIATURES
Copied from Photographs Delicately Hand Colored.

Quick Delivery, Permanency and Satisfaction Assured.
Suitable for Lockets, Brooches, Pendants.

Our Own Exclusive Process.

MINIATURE & MEDALLION CO. Reg'd
128 St. Peter Street, Montreal, Que.

PRESTON, ONTARIO
is the address of

Canadian Horological Institute, Limited

which was founded at Toronto in 1890

by H. R. Playtner.

Wm. Campbell Engraver
Letter and Ornamental work to the trade

Quotations on application

Room 323 Lister BIdg.,

(King William & James Sts.) HamiltOQ, Ont.

Wlietlier you are in Missouri or not and want to carry
out the purpose for which you are in business to-day,
the world insi.sts on being shown.

The Watch Demonstrator highly
magnifies troubles in watches,
and is made to show them, this
eliminates arguments in ex-
plaining the work and logically
impels a prospect to pay for the
necessary repairs. It is also
used for selling better watches,
and is built with a safety pivot
straightener which takes but
one minute to perform a $3.00
job. The cleverest equipment
to make money to satisfy cus-
tomers, and to get rid of
(roubles in the watch repair
trade.

Watchmakers Document, Inc.'^°'* ^
Platte,

eb.

^ Are You Puzzled?-
We have a line that will solve your lavalliere, pearl-necklace and scarf-pin problems. C\m

Beautiful and original Q KILPATRICK & Co. ^i§h-class jcTvelr^

^"'^"'
Lombard BIdg. - TORONTO "'^"^f^<^i"rers
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1 ,^^ "Goods of Quality"

/^^^^ SELL THE BEST

/il^'^^^^^^^ The latest addition to

M[^ J0f^^^^^^^ <>ur factory is a special

ll'y J^^^f^^l department devoted to

Vv\ wKf^^M/ ^^^ output of silver-
yvv -'"^ ^y plated

/^ mB^^ Shaving Sets
sm^M P^VBl of all kinds. This line

pVf^% features Quality

i
*3 'H coupled with low

^Jl " prices.

9: llljl

aL Announcement

ft ^B^^He ^^ ^'^° manufacture

/ V^ ^I^^^^Ik ^ ^"'' ^''^^ "^ medium
I ^IHky^i^^lB grade plateware, at
^ .^^mrT^S^^m ^^^y lo^ prices, that

fliSL—-^JPp^^y will be found very at-^ -_-«aMB^iBfc^^ trartivp hy jnhhprs and

dealers.

"Pfac.; Your Sample Orders Notv"

J. D.CAMIRAND& COMPANY
Manufacturers

149 ST. PAUL STREET WEST
MONTREAL

Cast Bronze panels are the
most beautiful and perman-
ent form of Memorial Art.

Roger's panels are made of

the finest quality of bronze
and workmanship by skilled
ciaftsnicn who have had years of

traiiiin": in this special work.

Skitclii's atid prices gladly sub-
mitted.

We are viakcrs of Bronze Arch-
itectural Work, Rtntnnry. Same
Phtis and all forms of Commer-

ciiil Castings.

Canadian Wm. A. Rogers, Ltd

Bronze Foundry Department

560-570 King St. West, • Toronto
j J

GOLDSMITH BROS.

Smelting and Refining Co.

Limited

SWEEP SMELTERS
Refiners of

Gold, Silver and Platinum

Accurate returns made on Scrap

same day shipment is received

CANADIAN PLANT

24 ADELAIDE W. - TORONTO

Wickett & Smith Co.

Gold Refiners

Sweeps Smelters

OLD GOLD, SILVER and
PLATINUM Bought

71 Lombard Street, Toronto

Kennedy & Williams
SUCCESSORS TO

W. R. Campbell Co.

R««Mt«rwl

P.O. Box 223

Wholesale and
Manufacturing Jewelers

WINNIPEG
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ALPHABETS and NUMERALS

FOR CLASS RINGS, EMBLEMS, Etc.

(IN VARIOUS SIZES)

ABCDEFGHIJK
1234567890

AB1AEZH0IKAM

FURTHER INFORMATION UPON REQUEST

HERPERS BROS., NEWARK, N.J.

INDEX TO ADVERTISERS
WANT AD PAGF 97.
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American Watch Case Co., I.it<l 8
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CASH
THE TRADER

FOR OLD GOLD, SILVER,
R. P., PLATINUM, &c.

OLD GOLD

CASH

A pile of old gold lying uselessly

in your shop is not earning either

interest or profit, and is liable to

loss by fire and theft.

SEND IT TO US ^34-

Experience and proper facilities enable us to give accurate valuations. Our plan is as follows:

Immediately consignment is received it is accurately tested, and by the first mail you will receive a

cheque or money order.

If our offer is not satisfac-

tory, the parcel will be

returned, all charges paid.

FINE Got
This represents an ingot QMI^~

of fine gold almost 24K, the shape

in which the gold, after being

refined, goes to our Jewelry

manufacturing department. No
one could conduct this business

on a more economical basis, for

we are at no expense of soliciting

consignments, and by usmg the refined gold in our own factory we are at no expense in disposing of it.

SEND IN YOUR PARCELS

We shall continue to prove that the House of Satisfaction

and the Highest Returns is

GEO. H. LEES & CO., Ltd.
GOLD REFINERS HAMILTOiN, ONT.

THE OLDEST ESTABLISHED GOLD REFINERS IN CANADA

P,S.—Higher than regular prices are beirxg paid fcj! us, governed by the current rates on U. S. exchange.
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WALTHAM WATCHES
It's Odd

WALTHAM
COLONIAL SERIES

the way one jeweler plods

along, year after year, selling

only the cheapest of move-

ments cased m the cheapest

of cases

—

while his neighbor forges

ahead by recommending watches

with real merit.

A person "educated up" to

purchase a high-grade Waltham

Watch realizes it is true economy

because the first cost of an

inferior watch is a long way from

being its last cost.

The memory of the quality of a

Waltham lingers long after the

price is forgotten.

Recommend Waltham Watches and

your customers will appreciate

your advice.

*'The House for Waltham Watches since 1865 "

^GoLDSMITHS\(oMPA}frofQ\Js/?{DA
«( TORONTO ^

LIMITED
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Luminous Dial Alarm Clocks
(WITH FULL RADIUM FIGURES)

Useful for Campers, Travellers, Invalids, Early Risers, Photographers, etc.

Special July Prices

Luxlite (Radium Dial) $6.90. Lux (Plain Dial) $4.90.

SUBJECT TO TRADE DISCOUNT

WATCH THE MAILS FOR OUR JULY CLOCK FOLDER

ROWLAND & CAMPBELL, LIMITED
604 CANADA BUILDING

WINNIPEG CANADA
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V.T. F. GLASSES
V A SHIPMENT HAS ARRIVED

VERRERIES We Expect Another Shipment Shortly

SEND IN YOUR ORDER AT ONCE
so that you will be sure of getting the sizes you need.

T
TROIS

F
FONTAINES
LORRAINE
FRANCE

V. T. F. Insures Your Getting Quality

Cheaper Glasses are cheaper, because they are worth less.

Order From

E. & A. Gunther Co., Limited
310 Spadina Avenue, Toronto, Ont.

We will send our convenient watch glass order book on receipt

of your request.

Tools of Quality ty^^ '^^",1'Lt.^.^'"^'

This frame has the

on or off friction nut,

a device that will be

appreciated by good

New Style Frame.
Illustration about 2/3 Actual Size.

We have on hand

Staking Tools
with New Style Frame as illustrated.

These tools have

50 Punches and 14 Stumps

and are put up in Mahogany boxes.

The boxes are drilled to hold 100 punches

and 24 stumps. You can add other styles at

your convenience.

Order by number 1 5B.

The price is $30.00.

Order From

E. & A. Gunther Co.
Toronto
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The New Haven

Junior Tattoo

Alarm

A Little Clock liked by all

—Suitable for Travellers

—An Accurate Timekeeper

E. & A. GUNTHER CO. Limited

TORONTO

Canadian Agents for

THE MEW MAVEN PLOCK CO.

Hew riAVEN LoNN.

Actual Size

Just a little clock—only

3 inches high, yet per-

fect in every part. Has

the intermittent featur"-,

and is also supplied with

the Radium dial at

extra list.
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The N. C. R. Printing Plant

One of the largest and best private

print-shops in the world

THIS big plant occupies one of the 21 buildings of

The National Cash Register Company's factory

at Dayton.

It is maintained by the Company to make supplies which

will enable users of N. C. R. systems to get the utmost

service from their National Cash Registers.

The demand from hundreds of thousands of merchants

who are using National Cash Registers keeps this big plant

busy, day in and day out, printing statement books,

saleslips, and other supplies.

It is a big industrial plant in itself.

The building where it is housed has a floor space of more
than 81,000 square feet. It employs hundreds of men
and women. It includes a complete photo-engraving and

clectrotyping shop, and a bindery. It is equipped to

print anything from a salesman's name card to the most

intricate color printing. The machinery is valued at many
thousands of dollars

Every year it turns out nearly 6,000,000 pounds of

printed matter.

1 his is just one of the things which The National Cash
Register Company does in order to better serve users of

the N. C. R. system.

The National Cash Register Co. of Canada, Limited

BRANCH OFFICES:
Calgary 714 I'econd Street, W.
London 350 Dundas Street
lidinonton 5 McLeod BIdg.
Ottawa 306 Bank Street
Halifax 100-102 Granville Street
Quebec 133 St. Pa ul Street
Hamiltoa 14 Main Street. E.
Regina 1820 Cornwall Street
Montreal : 22 St. Catherine Street. W.
Vancouver 524 Pendei Street, W.
Toronto 40 Adelaide Street
St. John 86 Prince William Stieet
.Saskatoon 265 Third Avenue, S.
Winnipeg 213 McDermot Avenue

FACTORY: TORONTO. ONTARIO
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Roden Bros.
LIMITED

TORONTO
Manufacturers of

Medals
Shields

Trophy
Cups

Mr. jeweller:—
Our new catalogue enables you to show a range of

Medals, Shields and Trophies on which we can give prompt
delivery.

This year should be a banner year in all sports.

Are you getting some of this business

}

Special Designs on request.

SELLING AGENTS:

Messrs. The Goldsmiths' Stock Co. of Canada, Ltd.

TORONTO
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I'd like to

see a
c us p*T orrict

Crumb Sweeper "

The Year-'Round Utility Gift

What will you do?

She's read about this wonderful little

home convenience over and over again,

and she's asking you for it now. There

are hundreds of "she's"—are you go-

ing to secure your share of the profits?

•

The Wilmort is well advertised in a

number of leading journals, with mil-

lions of circulation from coast to coast.

Backed up by our dealer helps, this

affords a worth-while money-making

opportunity for you.

Retail Price. Each
Xo. 101—Nickel Plate $ (5.60

(Bright—plain covei".

)

No. 103—Copper Plate ".«()

(Brush finish—plain cover.)

No. 10.5—.Silver Plate 10.40

(Butler finish—plain cover.)

WILMORT M-'KNITFACTITRING CO.

430 .S. Green St., Chiratto. 111.

The Goldsmiths' Stock Co.

of Canada, Limited

TORONTO

Time in sight

day or night

Clocks that glow in the

night

—

Clocks that are nationally

advertised

—

Clocks your customers will

ask for

—

Clocks that are practical

timekeepers.

The name GILBERT on every dial

The Goldsmiths' Stock Co,

of Canada, Limited

TORONTO



July. 1920 THE TRADER 19

'^^m^mm
11-1

fel^ilrJlilgtgM^i .T .Jo.'.T.".^,'

•J®

'i©

®? "J®

Roden Bros.
LIMITED

TORONTO
Manufacturers of

Medals
Shields

Trophy
Cups

Mr. Jeweller:—
Our new catalogue enables you to show a range of

Medals, Shields and Trophies on which we can give prompt

delivery.

This year should be a banner year in all sports.

Are you getting some of this business?

Special Designs on request.

SELLING AGENTS:

Messrs. The Goldsmiths' Stock Co. of Canada, Ltd.

TORONTO

mm

mm
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La Tausca ^tnan ^alities

MARTHA WASHINGTON PEARLS

PANAMA-PACIFIC PEARLS

DIAMOND OPERA PEARLS

MARQUETTE PEARLS LADY GREY PEARLS

A TAUSCA '^man Pearls are wax -filled and come

in beautiful iridescent, rose pink and creamy tints.

A complete stock of 'l^pman Pearls can be

obtained for immediate delivery after July 20th.

Goldsmiths' Stock Company, Ltd.

Sole Distributors in Canada

50 Yonge Street, Toronto, Ont.



July. 1920 THE TRADER 21



22 THE TRADER July. 1920

i< ¥9
I'd like to

see a
S PAT OFFICS

Crumb Sweeper ''

The Year-'Round Utility Gift

What will you do:

She's read about this wonderful Httle

home convenience over and over again,

and she's asking you for it now^. There

are hundreds of "she's"—are you go-

ing to secure your share of the profits?

The Wilmort is well advertised in a

number of leading journals, with mil-

lions of circulation from coast to coast.

Backed up by our dealer helps, this

affords a worth-while money-making

opportunity for you.

r^

Retail PiMoe, Each
Xo. 10]—Nickel Plate $ 6.60

(Bright—plain cover.)

.\'o. 103—Copper Plate 7.60

(Brush finish-—plain cover.)

So. 105—Silver Plate 10.40

(Butler finish—plain cover.)

WII.AIOKT M.ANri AfTlKlNO CO.

430 S. Green St., thk-aKo. III.

The Goldsmiths' Stock Co.

of Canada, Limited

TORONTO

Time in sight

day or night

Clocks that glow in the

night

—

Clocks that are nationally

advertised

—

Clocks your customers will

ask for

—

Clocks that are practical

timekeepers.

The name GILBERT on every dial

The Goldsmiths' Stock Co.

of Canada, Limited

TORONTO
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Kum-A-Parts on Display Cards

We have all the following in stock for immediate

delivery

:

Costs, Dozen
No. 17—Fancy Imitation Enamel, asst $ 8.00 list

m

No. 18—Fancy Designs, assorted shapes .... 10.00

No. 19—Plain Pearl assortment 13.00

No. 20—Plain and Fancy Pearl, assorted . . . 13.00

No. 21—Pearl, assorted shapes 15.00

No. 22—Fancy Pearl assortment 15.00

No. 23—Gold-filled and Platinoid Finish .... 15.00

No. 24—Pearl assortment 18.00

No. 25—Pearl assortment, gold-fiUe d mtg. . .

.

24.00

No. 26—Gold-filled assortment 24.00

No. 27—Fancy Enamel assortment 24.00

No. 31—Fancy Enamel assortment 30.00

No. 32—Selected Pearl, sterling silver mtd. .. 54.00

No. 33—Sterling Silver, engraved 54.00

Resells

$0.50 pr. net

75 "

1.00 "

1.00 "

1.00
"

1.00
"

1.00 "

1.50 "

2.00 •'

2.00 "

2.00 "

2.50 "

4.00 "

4.00 "

;t] m

50 Yonge Street TORONTO
Sole Distributors of

Kum-A-Parts to the Jewelry Trade
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ELBIGO

"Qualit\) Watches" are the

only ones that should find

place in a Jewelry Store.

The ones we enumerate here

are such, having proved their

worth after a great many
years of successful trial.

The ''Mars" is made only

in small Bracelet Watch
sizes, 15 jeweled, 8/4, 9/4

and lOM Ligne.

The "Elbico" in OS, 12S.

I6S and 18 size Standard

grades.

The "Civitas" in 12S and

16 size, 15 jeweled, moder-

ate price, fitting all Ameri-

can Cases.

The "H amili n" and

"Waltham" are Standard

American Watches,

Our "Travellers" shoVf them;

and in case the]) do not call,

rvrite us, and T»e ivill look oft^r

]fOU.

WALTBAH

Besides "Watches," we
carry a general line of

American and Canadian

gold and gold - filled

Jewelry in splendid

variety.

Watch Materials

Tools and Clocks

Diamonds

Loose and Mounted

The Levy Bros. Co., Limited
HAMILTON, ONTARIO

MAR«
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What Next?
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T T was in January, 1913, that the firm of Benedict-Proctor Mfg. Co.

started in business in Canada. It was no later than the Summer of

that year that we were obUged to move into larger quarters in Alliston.

Three years later we had to move into still larger space in Trenton.

And now cur busmess has increased so rapidly that we are adding a

large and up-to-date extension to our Trenton factory.

What Will It Be Next ?
This substantial increase will enable us to give the trade still better

service and to offer our silver-plated hollow ware and novelty lines at

lower prices through mcreased production.

Benedict - Proctor Mfg. Company
TRENTON

Rowland & Campbell,
Winnipeg,

Western Canada.

REPRESENT/. TIVES:

Toronto and Montreal:
Quebec and Ottawa;

L G. Proctor—Wholesale.
J. H. R. Proctor—Retail.

ONTARIO

F. G. Fawkes,
Ontario and Maritime Provinces.
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Quick get-away

EVER try this little experiment with a Westclox

alarm?

Take a clock off your shelf—one that has run down.

Hold it still as you give the time-key one or two turns.

Note how easily the movement gets under way from

a dead standstill— usually on the first few turns.

It doesn't need to be jolted or shaken. It doesn't

even need to be completely wound up to make it

start.

This is due to the type of Westclox construction—

to the needle-fine pivots made of polished steel. All

wheels turn on these fine, almost friction-free points.

Naturally, the clock starts easier, runs easier and lasts

longer.

Customers can often be interested in this simple

test. It's an easy, yet a striking way to demonstrate

the construction.

Western Clock Co., Ltd., makers of Westclox
Peterborough, Ontario
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RAILROAD WATCHES
Hamilton Watches ^ll MAKES

AND GRADES
Illinois Watches

18 Size, All Lever Set Movements

Xo. 946—23 J. O. F. $64.00

Xo. 940—21 J. O. F. 52.00

Xo. 941—21 J. Htg.

16 Size

52.00

Xo.
950--O. F. 23 J.—P.S. or L.S. $90.00

952--O. F. 19 J.—P.S. or L.S. 67.00

992--O. F. 21 J.—P.S. or L.S. 57.00

993--Htg. 21 J.—L.S. only . . 57.00

996--O. F. 19 J.—L.S. only . . 53.00

972--O. F. 17 J.—L.S. or P.S. 41.00

Elgin Watches

VERITAS, O. F. NICKEL

16 Size, 23 Jewels $72.00

Father Time, O. F., Nickel

16 Size, 21 Jewels $58.00

B. W. Raymond, O. F., Nickel
Ifi Size, 19 Jewels $50.00

Ball Watches

16 Size, 23 Jewels. 14k Case . .

16 Size, 23 Jewels, G. F. Case

16 Size, 21 Jewels, 14k Case .

.

16 Size, 21 Jewels, G. F, Case

16 Size, 19 Jewels, 14k Case .

.

16 Size, 19 Jewels, G. F. Case

$135.00

95.00

125.00

85.00

115.00

75.00

When you want Railroad

Watches, send your

orders to

BUNN SPECIAL
18 Size, 21 Jewels, adjusted,

6 positions $49.00

BUNN SPECIAL
16 Size, 21 Jewels, O. F., ad-

justed, 6 positions 56.00
16 Size. 23 Jewels. O. F., ad-

justed, 6 positions 66.00

A. LINCOLN
16 Size, 21 Jewels, adjusted,

5 positions, O. F 53.00

BUNN
16 Size, 19 Jewels, adjusted,

5 positions 49.00

Waltham Watches

"Maximus" 23 Jewels, Xickel.
Adjusted to temperature, isochron-
ism and positions.

*6 Positions Winding
Indicator $200.00 Dactyl

5 Positions 185.00 Daffodil

"Vanguard" 23 Jewels, Nickel.
Adjusted to temperature, isochron-
ism and positions.

*6 Positions, Winding
Indicator $100.00 Dahlia

5 Positions 85.00 Dairy
'"Crescent Street" Winding

Indicator.
21 Jewels $75.00 Dash

"Crescent Street"
21 Jewels 67.50 Dart

•"Xo. 645"
21 Jewels 62.50 Daughter

"Riverside"
19 Jewels 65.00 Dawn

The Canadian Ball Watch Company, Limited

CONFEDERATION LIFE BUILDING, WINNIPEG, MAN.
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SERVICE
Roy Company, Limited, appreciates the very many letters which have

been w^ritten us in acknow^ledgment of Service that we have been able

to render retail jewelers everywhere in Canada.

1920 (our 20th anniversary) is Service Year for the Trade. Our
customers have in the past, through their countless repeat orders, built our

business. Real Service for you is what we desire to give.

Dealers Should Remember
We are direct importers of first quality Diamonds

and other precious and semi-precious stones. Orders will be
*

filled in solitaires or combinations of Diamonds and Rubies,

Diamonds and Sapphires, Diamonds and Emeralds, and

Diamonds and Pearls, in twins, threes, fives and clusters.

SPECIAL -Request examination of our seven-stone diamond

cluster. This ring has all the beauty and brilliance of a

single stone.

We manufacture all Gold Jewelry, including the

following :

—

RINGS—Ladies* and Gentlemen's, Children's and Baby, m
in all sizes, settings, and with any stones or

combination of stones.

BROOCHES— 10 and 14K, Bar or Sunburst styles.

NECKLETS—First quality 10 and 1 4K gold, set with

whole pearls and first quality Diamonds, or

any combination of stones.

LOCKETS—Solid Gold, in many designs.

TIE PINS—10 and 14K. Many new and attractive designs.

CUFF LINKS—Fine Solid Gold Link Cuff Buttons, rigid

posts or loose links— Roman and English

finish.

Careful attention given to approbation requests

Roy Company, Limited
Roy Building, 21-23 River St. TORONTO

KOSS ARCHER, T. BROADHURST, ALBERT MIRAGLIA,
Western Representative. Toronto Representative. Montreal Representative.

NELSON REYNOLDS. Eastern Repr -sentative.
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John Sweet & Co., Limited
Canada s Mosl Progressive Ring Manufacturers

92"King St. West - HAMILTON, ONT.

IN order to hold patrons and increase

the turnover, no mistake will be made

in securing an ample stock of J S Rings.

We are experts in the manufacture of

solid gold rings of every description.

Our travellers will shortly be on the

road with a complete line for fall business.

We assure you of prompt attention to

every order.

Every sale will prove a satisfied cus-

tomer.

PLACE YOUR ORDERS EARLY

Western Representative: Ontario Representative:

George Spare Dave Vertlieb
,

Montreal Representative: Eastern Representative:

S. Riback E. V. Clarke

^^
:;=:::=:::=:::=:::::::;::z ::=::: z=^
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^Y.T.r. Glass Gauge V.XF. 4
PATENT APPLICATION PENDING.

''
tTriafi-' '> -icmJl^m.-^

The gauge illustrated above, especially designed for users of V.T.F. WATCH-
GLASSES, is the most perfect and simple one now obtainable. It is made entirely of

brass, the surface is etched and filled in witi black enamel, leaving it perfectly smooth.

DIRECTIONS: Place the glass against bottom rule, move from left to right until the

upper edge of the glass intersects a slanting liie. The slanting line will give the number

and the vertical line the sixteenth.

No user of V.T.F. WATCH-GLASSES can afford

to be without this gauge

Through the courtesy and co-operation of the Tool and Material Jobbers, the gauge will

be sold to you at actual cost, plus distribution charges, viz., in the United States at 85

cents and in Canada at $1.10 each.

Readv for distribution—Order from })our jobber norv.

Hammel, Riglander & Co.
Importers

NEW YORK, U.S.A.
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O-DAY, as the trend

of the entire nation is

toward economy, the

Jeweler finds even greater sales

possibilities in COMMUNITY
PLATE—because, in addition

to its exquisite designs, it also

offers true economy in service.

Strictly from a selling standpoint,

COMMUNITY, with its life-

time of wear at less than a third

the cost of solid silver, offers un-

usually attractive and profitable

opportunities to the progressive

Jeweler.

ONEIDA COMMUNITY, Ltd.
NIAGARA FALLS, ONTARIO

Winnipeg (>ffice: 322 Mclntyre Block

tTJiuHT in line with the spirit of

Itimes is Cn m m i; x 1 t v "Plat

r

—
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The Tax Regulations Affecting Jewelry
CONDITIOiNS in connection with the luxury tax

legislation have been so uncertain that it has been

impossible to give a definite instruction covering

the many points that have been raised. Now. however,

the bill has passed its third reading, although there

will no doubt be questions raised that will have to be sent

to Ottawa for interpretation.

So far as the jewelry trade is concerned, the crux of

the whole matter is to be found in the bill itself, a copy of

which was sent to every Inland Revenue office by wire and

which should have been available for the information of

every jeweler on request. Many enquiries have been

coming in, however, and a number of the writers have

"stated that they were unable to secure any definite informa-

tion as the revenue officers failed to grasp the real mean-

ing of the legislation as it affected the jewelry trade.

The clause in the act which refers to jewelers reads as

follows

:

Any person, firm or corporation, including the

jewelry branch of a departmental store, whose

chief business is the selling of jewelry by retail,

shall obtain a special license to sell jewelry and

other artides specified in this resolution, in which

case the tax payable shall be 10 per centum on

the value of the total sales of such establish-

ment or branch except repairs, plain gold wedding

rings, plain stationery, books, magazines, specta-

cles, eyeglasses and goods specified in resolution

four, under regulations to be made by the Min-

ister of Customs and Inland Revenue.

The meaning of this statement is plain and if read

carefully should give every jeweler a clear idea of what

is required of him. It means that the jeweler is freed from

any regulations requiring him to state the amount of the

luxury tax to his customers or to issue sales slips to them.

He has nothing further to do with the luxury tax, but will

be required to pay to the Government a tax of ten per

cent, upon his total turnover each month, with the excep-

tions mentioned in the clause. The goods specified in

resolution four are chewing gum ; musical instruments and

records ; boats, yachts, canoes and motor-boats : cameras

:

confectionery; fire arms, shells or cartridges; chandeliers,

except for churches, in excess of $12 each; gas and electric

light wall brackets and fixtures in excess of $3 each; auto-

mobiles; playing cards and liquors. The tax on these

goods is to be paid by the manufacturer or importer and

a number of jewelers will be interested in a certain per-

centage of them.

The resolutions also provide an exemption of 10 per

cent, on clocks ami watches below ,i^lO each and fountain

pens below $5 each. In thi> respect there i^ a dis-

crimination against the jeweler with respect to these arti-

cles selling below the price mentioned, as hardware stores,

haberdashers, etc.. will be priA'ileged to sell such goods

without a tax, and this will also apply to safety razors, on

which there is no tax. Strong representations were made
to the Government along this line, but without result, as

the Minister of Kinance absolutely refused to amend the

resolutions further, saying that the jewelry trade had done

very well and that if he re-opened the jewelry clause in

the House of Commons, there was a possibility of it being

eliminated altogether. It is therefore necessary for the

trade to accept the clause and a consideration of the ad-

vantages gained will probably convince everyone of the

favorable position in which the jewelry trade has been

placed.

As stated, the trade is entirely exemi)ted from the

luxury tax regulations and it is the opinion of the great

majority of the trade that this concession entirely over-

shadows any unfavorable point. The department is now
engaged in framing regulations whereby every other dealer

in articles subject to the taxation will be required to pur-

chase revenue stamps and to affix to every sales slip suffi-

cient stamps to cover the amount of the tax. Each stamp

will also have to be cancelled with a punch provided for the

purpose, and a little consideration of what this means will

convince every jeweler of the vast amount of trouble that

he has escaped.

In addition to making use of these stamps evtr\ haber-

dasher or other dealer in jewelry outside of the trade

must pay 10 per cent, on articles of jewelry which do not

exceed $5 in value and 20 per cent, on articles over $5 in

value. The tobacconist must pay 20 per cent, on cigar

and cigarette cases and holders, pipes, etc. The druggist

must pay 10 per cent, on ebony and imitation ivory toilet-

ware, the hardware dealer must pay 10 per cent, on plated

ware and 20 per cent, on sterling silver. China dealers

must pay 15 per cent, on their wares of good (luality and

a list of articles of furniture also carries the same tax.

Then there is a tax of 20 per cent, on gold and silver han-

dled pocket knives and pencils, gold, silver and ivory toilet-

ware and silver or gold deposit wares, on which the jeweler

is required ;o pay only 10 per cent.

The department will proceed at once to issue licenses

to everyone engaged in the jewelry business. The license

will be issued at a nominal fee, and will not be confined to

the retail trade. Manufacturers and wdiolesalers will

also be licensed and also precious stone dealers. The

widespread evasions in the diamond business have re-

sulted in the department determining to issue a license to

everv importer of diamonds. He will have to give a
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statement showing his stock on hand and, monthly there-

after, his receipts and sales. Each wholesaler and jobber

will then have to account for his sales and all sales at re-

tail will be required to bear the luxury tax. If not made

by the regular licensed jewelry trade, the sales will bear

the 20 per cent, tax, and this will apply to mounted goods

as well as loose stones. In this manner it is hoped to

check the indiscriminate sale of precious stones at retail

b\ unscrupulous dealers.

Provision for collecting the tax on all retail sales is

made by an amendment in the following "terms : "The
word 'jewelry' shall be held to include precious stones and

imitations thereof."

Another check will \iz placed on retail selling by other

than licensed retailers by the licensing of wholesalers and

manufacturers. If anyone in the latter class makes a

practice of selling to the consumer, he will be required to

take out a retailer's license and be listed as a retailer, and

in this way the retail trade will be in a position to know
what firms are observing the proper ethics of the trade.

Some discussion has been heard with reference to how
the Government will construe the words "value of the

total sales." It has been made clear, however, that the

department of Inland 'Revenue will require every licensed

dealer to pay 10 per cent, on his total sales for each

pjonth. If his books show that he has sold $10,000 worth

of goods it will be necessary for him to forward a cheque

for $1,000 to the department. This means that if an ar-

ticle is now valued at $90 and the dealer increases the

price to $100 to protect himself, he will pay the govern-

ment $10 and thus get his original price. It is therefore

considered advisable that the jeweler mark up his present

stock by one-ninth of its value. Then when he comes to

deduct his 10 per cent, he will find that he has received

the amount at which the goods were originally marked.

Another point has arisen with regard to stores hand-

ling a variety of goods which are not included in the taxa-

tion and on which the government never intended that a

tax should be collected. To meet this condition, it is con-

sidered that the jeweler should departmentalize his store

and take out a license for the jewelry branch. He would
not 1)6 allowed to separate his cheap clocks and watches

and fountain pens under $5, for instance, but on other

lines entirely away from the goods it is proposed to tax,

there seems to be no reason why he should not segregate

these and pay the ten per cent, only on the articles men-
tioned in the taxation schedule.

The whole plan of taxation is not econo;ii'ically

perfect, but a full consideration of all its angles will

probably convince every jeweler that the trade is in a very

favorable position. The Ontario jewelers, at their recent-

convention, were very strongly impressed with the results

of the efforts of the national executive and tendered an
o\ation to the oflficers. There are points in which the

trade is penalized, but the advantages gained are so great

that the trade as a whole should feel that it has been-

rescued from a very dangerous and precarious position.

It must be borne in mind, in considering the effect of

this tax. that the trade has been relieved of the war tax

of 7^ per cent., formerly collected by the customs depart-

ment, and the excise tax of 10 per cent., formerly col-

lected from the manufacturer and importer. The present

taxation is very severe but the trade is really in about the

same position as it was before. For instance, on imported
goods, there was a tax of 7>4 per cent., in addition to the

regular duty, which, when the goods reached the con-

sumer, amounted to at least 13 per cent., including the

profits of wholesaler and retailer on the tax. On articles

of jewelry, of course, there was the additional 10 per

cent, excise on the duty-paid value, which really meant
\'\.2S per cent., and when profits are added to this amoun".

it can easily be seen what a large percentage was added to

the cost.

A calculation of the amount that the ultimate pur-

chaser paid for an article, costing $100 to manufacture

or import, under the old system, and what he will now
pay, shows that there is a slight difference in favor of the

trade on imported jewelry and a similar difference against

him on imported goods that were not subject to excise and

en goods of domestic manufacture.

But the jeweler has reason to congratulate himself on

what he has escaped. The original proposals of the Fi-

nance Minister placed a tax of twenty per cent, on jew-

elry and most of the other lines usually handled by the

jeweler, while the escape from the luxury tax regulations

is much more valuable than any mere monetary con-

cessions.

•An ainendmerit was made to the bill on the third read-

ing in the House of Commons on Saturday, June 26th.

Sir Henry Drayton said in introducing the amendment:

"Numerous representations have been made from various

parts of the country on behalf of the tobacconists. To-

l)acconists and others have to pay a tax of 20 per cent, on

pipes sold of a value in excess of $2.50. Jewelers handle

pipes to some small extent, and although it was not thought

important, apparently there is now a danger of the pipe

trade being taken away from the tobacconists and given to

jewelers, and that was something that was never con-

templated. I. therefore, move to amend clause two of

the bill by inserting after the word 'except' in the twenty-

eighth line on page 8, the following words: "pipes sel-

ling in excess of $2.50 each." The result of the amend-
ment is that the special tax on pipes selling for over $2.50

is continued whether a pipe is sold by a jeweler or any-

one else."

Mr. lArchambault :—^Does this mean that the tax on
pipes will be 20 per cent, whether they are sold by a jew-

eler or tobacconist?

Sir Henry Drayton :

—
"Yes."

The addition of pipes selling in excess of $2.50 each to

the list of articles which the jeweler is not required to in-

clude in his statement of turnover would seem to indicate

that the jeweler would pay nothing on sales of pipes in

excess of $2.50. Enquiry at Ottawa by the representative

of the Canadian Manufacturers' .\ssociation elicited the

decision that jewelers selling such pipes must collect a lux-

ury tax of twenty per cent, from customer at time of sale,

but that such sales are exempted from inclusion in the

amount on which he must pay ten per cent.

If this decision be- established, it means that the Gov-
ernment has made another change from its purpose of

having the jeweler entirely free of luxury tax regulations.

There will be very few jewelers interested in the matter,

l)Ut those who handle high class pipes will undoubtedly
require to supply themselves with revenue stamps and af-

fix them to their sales slips on selling these goods. It will

give them an idea of what they escaped in the general

ajjplication of the tax.

This eleventh-hour change in the bill is only another
example of the manner in which the whole taxation scheme
has been messed up in the House. Had Sir Henry stayed
with his original idea arid not conceded exemptions here
and there for the purpose of placating political opponents,
he would have had a good measure so far as the jewelry
trade is concerned, but the exemptions have opened »the

door for evasions of all kinds and the working of the act

u ill be unsatisfactory all around.

.\nother clause added at the last moment provides the
jicnalty for those neglecting or refusing to observe the

regulations. Offenders will be liable to a fine not less than
ten times the amount of the tax, and in any case not less

than fiftv dollars.
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Text of Amended Budget

THE official text of the amended budget, in so far as

it is of interest to jeweLers, is given hereunder.

As all jewelers will be expected to take out li-

censes, however, the only item affecting their business is

the paragraph following paragraph (c) of resolution (1)".

This means that the jeweler will pay 10 per cent, on his

turnover, after first deducting froim- the total turnover his

receipts from repairs and from sales of plain gold wed-
ding rings, plain stationery, books, magazines, spectacles,

eye-glasses, and goods specified in resolution 4. (See

footnote below). The text in part follows:

(1) That the following excise taxes be imposed, levied

and collected on the total purchase price of the article

hereinafter specified:

(a) A tax of ten per cent, on : Fans, purses and pocket-

books in excess of $2 each ; shopping and hand bags in

excess of $6 each ; umbrellas, parasols and sunshades in

excess of $4 each; trunks in excess of $40 each; valises,

travelling bags, suitcases, hat boxes and fitted travelling

cases in excess of $25 each ; ivory-handled cutlery, ebony

and imitation ;vory toiletware, cut glassware and etched

glassware : sporting goods, such as tennis rackets, nets,

racket covers and presses, canoe paddles and cushions,

polo mallets, baseballs, protectors, footballs, helmets,

harness and goals, basket ball goals and uniforms, golf

bags and clubs, baseball, lacrosse, hockey and football uni-

forms, balls of all kinds not hereinafter specified (not in-

cluding children's balls), fishing rods, reels, lines, spoons

and artificial bait, billiard' and pool tables, chess and

checker boards and pieces, dice games and parts of games
(except playing cards and children's toys, games and ex-

press wagons), and all similar articles not elsewhere' spe-

cified, commonly or commercially known as sporting goods,

in excess of 50 cents; baseball bats and baseball in excess

of $2;, baseballs, mnasks and gloves in excess of $1.50;

skates in excess of $2 per pair ; toboggans and hand sleds

in excess of $3 each; skis in excess of $2 per pair; foot-

balls in excess of $3 each ; lacrosse sticks in excess of $2

each; hockey siticks in excess of 75 cents each; articles

plated with gold or silver, not otherwise provided for in

this resolution, adapted for household or office use; walk-

ing sticks; clocks and watches in excess of $10 each;

articles commonly or commercially known as jewelry,

whether real or imitation, for personal use or for adorn-

ment of the person, except plain gold wedding rings, when
said articles do not exceed $5 in value.

(b) A tax of fifteen per cent, on: Oriental rugs; a'l

antique furniture of walnut, mahogany, rosewood, ebony,

primavera or oak; carved ebony or teakwood and lacquered

furniture ; all furniture finish in gold leaf, verni martin,

or with ornamental or expensive inlays, such as mother

of pearl, or with hand'-painted decorations; all tables made
especially for cards, checkers, chess or other games ; all

liquor cabinets, smokers' cabinets, tea wagons, sewing cab-

inets, work tables, piano lamps or stands, table lam])s or

stands, ferneries, jardinieres, pedestals and bric-a-brac,

made of rosewood, primavera, solid mahogany or ebony

or lacquered or decorated ; chinaware and crockery known

as "Royal Crown Derby, Wedo;wood, Minton. .Vinsley,

Limoges. Coalport, Pekard, Copcland"' and similar quality

chinaware and crockery by whatever name known.

(c) A tax of 20 per cent, on cigar and cigarette hold-

ers and pipes in excess of $2.50 each: cigar and cigarette

cases, ash trays and match boxes of gold or silver; humi-

dors and smoking-stands ; hunting and shooting garments

and riding habits; hunting and bowie knives; gold, silver

and ivorv toiletware; articles of silver not otherwise pro-

vided for in this resolution adapted for household or office

use; silver or gold d'e])osit ware: liveries, livery boots and

hats; articles commonly or commercially known as jew-

elry, whether real or imitation, for personal use or for

adornment of the person, except plain gold wedding rings,

when said articles exceed $5 in value.

Any person, firm or corporation, including the jewelry

branch of a departmental store whose chief business is

the selling of jewelry by retail, shall obtain a special li-

cense to sell jewelry and other articles specified in this

resolution, in which case the tax payable shall be 10 per

cent, on the value of the total sales, except repairs, plain

gold wedding rings, pipes selling in excess of

$2.50 each, plain stationery, books, magazines, spec-

tacles, eye-glasses and goods sp3cified in resolution

4*. of such establishment or branch, under regulations to

be made by the Minister of Customs and Inland Revenue.

(d) A tax of 50 per cent.: .Articles of gold not other-

wise provided for in this resolution adapted for household

or office use, not including gold pen nibs.

(2) (Does not include anything of interest to the jew-

elry trade.)

(3) That the excise taxes as imposed by the preceding

resolutions shall be paid by the purchaser to the vendor

at the time of sale and delivery for consumption or use,

or on importation for consumption or use other than for

resale, on the duty paid value, in addition to the duties

of customs already imposed, and by the vendor to his

Majesty, in accordance with such regulations as may be

prescribed.

(4) That the following excise taxes be imposed, levied

and collected on the articles hereinafter specified, namely:

(b) A tax of five per cent, on: Pianos not exceeding

$450 each, and organs not exceeding $150 each (other

than pianos and organs for religious and educational pur-

poses).

(c) A tax of ten per cent, on: Cameras weighing not

more than 100 pounds; pianos exceeding $450 each, and

organs exceeding $150 each (other than pianos and or-

gans for religious or educational purposes) :
miiechanical

player pianos, graphaphones, phonographs, talking ma-

chines, music boxes and records used in connection there-

with, or with any musical instrument; musical instruments

(other than band instruments) not elsewhere specified;

chandeliers, except for church, in excess of $12 each ;
gas

and electric light wall brackets, in excess of $3 each; gas

and electric light fixtures not elsewhere specified, in ex-

cess of $3 each.

(e) .\ tax on playing cards for every 54 cards or frac-

tion of 54 in each package: when selling at $24 or less

per gross packages, 15 cents per package; when selling in

excess of $24 per gross packages but not in excess of $36

per gross packages, 2^ cents per pacl?: when selling in

excess of $36 p'er gross packages. 50 cents per pack.

(5) That the excise taxes as im]>oscd'by the preced-

ing resolution shall be payable on the duty-paid value in

addition to the present duties of excise and Customs at

the time of sale by the Canadian manufacturer, or when

imported, or when taken out of Customs or excise bond,

but shall not ajjply to such articles when exported, and

*This means that phonographs and records, musie

boxes, pianos and organs, musical instruments (other than

liand instruments), gas and electric light '^'all brackets,

gas and electric light fixtures, and playing cards, as zi'ell

( .^ repairs, wedding rings, etc.. are not to be included

in the turnoi'cr on which the 10 per cent, tax is paid.
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shall l>e accounted for to his Majesty in accordance with
such resolutions as may be prescribed.

(7) That every person selling or dealing in the articles

upon which taxes are imposed as prescribed by the fore-

going resolutioTis may be required by the Minister to take

out an annual license therefor, for which license a fee

not exceeding $2 shall be paid, and the penalty for neglect

or refusal to obtain a license shall be a sum not exceeding
one thousand dollars, which shall be recoverable on sum-
mary conviction.

(8) (a) That in addition to the present duty of ex-

cise and customs a tax of one per cent, shall be imposed,
levied and collected on sales and deliveries by imanufac-

turers, wholesalers or jobbers, and on the duty paid value

of importations: that in respect of sales by manufacturers
to retailers or consumers, or on importations by retailers

or consumers the tax payable shall be two per cent. ; that

the purchaser shall be furnished with a written invoice

of any sale, which invoice shall state separately the amount
of such tax to at least the extent of one per cent. ; that

such tax must not be included in the manufacturers' or

wholesalers' co.'vts on which profit is calculated ; and the

tax shall be paid by the purchaser to the wholesaler or

manufacturer at the time of such sale, and by the whole-

saler or manufacturer at the time of such sale, and by the

wholesaler or manufacturer to his Majesty in accordance

with such regulations as may be prescribed, and such

wholesaler or manufacturer shall be liable to a penalty

not exceeding $500 if such payments are not made, and

in addition shall be liable to a penalty equal to double the

amount of the excise duties unpaid.

(b) That the Mini.ster may require every mianufacturer

and wholesaler to take out an annual license for the pur-

poses aforesaid, and may prescribe a fee therefor not ex-

ceeding $5. and the penalty for neglect or refusal shall

be a sum not exceeding $1,000.

(c) That any such tax, costs or penalties may, at the

option of the Minister, be recovered and imposed in the

Exchequer Court of Canada, or in any other court of

competent jurisdiction, in the name of his Majesty.

Every person ,owh being thereto liable, refuses or

neglects to pay the taxes prescribed, or, if such duty is

payable in .stamps, neglects or refuses to duly affix such

stamps and to duly cancel the same, shall be liable, on

summary conviction, to a penalty equal to not less than

ten times ahe amount of such duty, but in no case less

than fifty dollars.

.\ ruling has been received by the Canadian Manufac-

turers' .\ssociation with regard to manufacturers selling

to dealers with both a wholesale and a retail business. The
department says : "Department holds manufacturer re-

sponsible for two per cent, sales tax on sales to concerns

doing wholesale and retail business, unless wholesale and

retail branches are erintely segregated. Retailer defined

as person, firm or corporation selling exclusively to con-

sumer or having a retail counter. No objection th >?bber

charging tax he pays as separate item on invoice. Wk' be

satisfactory if manufacturer selling to consumer collect

luxury tax in addition to .sales tax of two per cent. Pay-

ment of luxury tax by stamps will ]irobably become ef-

Icctive .Xugust 1st."

The meaning of the decision with regard to manu-

facturers selling to their employees. i)ublic institutions,

etc., is that such sales must include the luxury tax of 10

or 20 i)er cent., as the case may be. and it must be col-

lected as a tax and not absorbed in the selling price.

Section Nineteen .'\ of the said Act, as enacted by

Chapter 46 of the Statutes of 1918, is amended by adding

tliereto the following words: "and the word 'jewelry' shall

be held to include precious stones and imitations thereof."

Art Higher than Commerciahsm
The jeweler to-day is less of a watchmaker and more

of a merchant than at any time in the past. The mechan-
ical side of the business is more and more subordinated to

the commercial : and the man who still spends time at a

bench is looked upon as a "storekeeper" out of step with

the times. He may be so. Yet the jeweler who belittles

the work bench and all that the work bench stands for is

not far-sighted, but short-sighted.

From the position of one of the timekeei)ers of the

nation, rendering a unique and vitally necessary service

—

a position of splendid traditions throughout the centuries

of the past which should be. and may be. wisely and
aggressively capitalized even in this material age—he is

willing to step down to the level of the half-trained sales

clerk of the department store, or the keeper of the general

store, willing to buy anything and sell anything so long

as it shows a profit.

Profit is necessary—very necessary. Only alert mer-
chandising will enable the present-day business to meet
present-day competition successfidly. Bitt these things

need not be divorced from trade traditions, nor is the man
who knows nothing of jewels and the jewelers' art. of

watches and of timekeeping a better salesman or merchant
for his ignorance.

Emil W. Kohn, president of the Retail Jewelers' .Asso-

ciation of Greater New York and vicinity, speaking before

the members of the Empire State Association a few
months ago, expressed the earnest conviction that the

future welfare of the jeweler depends on the subordination

of the commercial to the artistic side of his business. He
urged those who heard him to develop their bu.siness in

that direction.

"Be an expert in precioivs and semi-precious stones,"

he said, "and regard your occupation as an art or pro-

fession. The jeweler who is qualified by training and

experience to render this distinctive service neerl have no

fear; his future is secure."

Mr. Kohn was' right, and the attitude he urged specific-

ally in relation to gems and jewelry may be urged with

equal force in regard to watches and their distinctive

service.

Commercialism is a good thing— in its right ])lace.

But its right place is not above all other considerations.

The jeweler who allows it to run away with him misses

the greatest opportunity, the surest profit-making possi-

bilities, that his business affords.
—"The National Teweler."

Diamond Thief's New Scheme
Diamond's valued at $25,000 were stolen recently by a

guest at a prominent Philadelphia hotel from a jeweler's

clerk, whom he had inveigled to his room by stating that

he was crippled and unable to go to the jewelry store to

make purchases. The thief entered the hotel on crutches,

and, although he was unaccompanied, registered as

"Charles Du Boid and wife. Bridgeton."

He stated he had been in an automobile accident, and

that his wife would follow him. He was assigned to a

1 om on the seventh floor.

."^hortly afterwards he telephoned to the jewelers stat-

ing ti. t he was confined to his room and wished to pur-

chase so e diamonds. H. L. McDade was sent with about

$25,000 w\ Ml of trinkets. Several hours later McDade
was found strapped hand and foot to a chair in the bath-,

room of the suite. "Du Boid" had disappeared, leaving

behind the crutches.

The indi\i(lual who is ambitious is more concerned

with improvement and progress than with taking life easy.
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How the Tax was Amended
Efforts of the National Executive were Maintained Until the Last Minute
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PRESSURE upon the Government to modify the

luxury tax regulations so far as they affected the

jewelry trade was continued unceasingly during

the month of June until the amended resolutions were in-

troduced. Each provincial executive of the C. N. J. A.

brought influence to bear upon its representative in the

C.-iibinet. and a host of letters to individual members of

the House of Commons followed the circular issued by the

association.

Further ( and perhaps the most influential) support was

furnished by the Jewelry Workers' Unions, each local in

Canada forwarding a strong resolution to the Cabinet,

advising it of the threatened dislocation of the entire in-

dustry.

Considerable satisfaction was, therefore, expressed

when the amended resolution was brought down in the

House and it was seen that the suggestion of the C.N.J. A.

had been adopted. 'It was felt, however, that a consider-

a'ble amount of detail still had to be arranged, and the

President of the C.N.J.A. deemed it advisable to ask the

Secretary to make a special trip to Ottawa to see what

could be done, there being no time to arrange a special

deinitation.

The Secretary accordingly spent Monday, June 14th,

in Ottawa, much of it cooling his heels in the corridors

awaiting an oj)portunity to catch the Minister of Finance

with a moment of leisure. The chance came after 1 p.m.

as Sir Henry Drayton was about to leave his oiifice for

luncheon. Representations as to the position of the jew-

elry trade were at first received with an intimation that

the budget debate was scheduled for 2 p.m. and that, con-

sequently, there was no time for changes. Further em-

phasis on the necessity for amendments, however, finally

led the Minister to agree to postpone the budget and to

go into the whole matter fully during the afternoon. When
the House assembled at 2 o'clock, other business was sub-

stituted, and the Minister summoned the Commissioner of

Taxation and the Secretary of the C.X.J.A. to his private

office for con.sultation. A two-hour conference followed,

at which it was decided that the following exceptions

should be made from the total monthly sales of the jew-

eler on which the ten per cent, tax would be collected

;

Repairs, eyeglasses and spectacles, 'books, plain stationery,

magazines, and goods specified in section four of the

resolution ( these being goods on which the tax will be

collected by the manufacturer or importer).

The subject of controlling the diamond industry was

also discussed and it was agreed that a system of licensing

should be introduced whereby the entire importations of

jjrecious stones would be controlled. The Commissioner

.stated that he would formulate a plan whereby every im-

porter, wholesaiT or jobber in precious stones would be

licensed and required to give the Government a statement

showing his stock on hand at the time the license was is-

sued. Each month thereafter he would 1)e required to sub-

mit a statement showing his purchases and sales, so that

the departn_.Mit would have a complete list of every one

selling precious stones and be in a position to check them

up at any time. .\ny per.son selHng these goods at retail

would, of course, be licensed as jewelers and compelled

to pay the regular tax. whether the stpnes were sold loose

or mounted. In this way, the department hopes to have

the most complete check possible upon the evasions in

connection with the sale of diamonds especially.

-Still another matter brought under discussion was the

selling of goods at retail by wholesalers and manufac-
turers. It was pointed out that this practice had been

very largely restricted during the past two years, but it

was also admitted that it was very prevalent in some locali-

ties. The Commissioner asked for a list of houses known
to sell at retail regularly, and stated that they would be

required to take out a retailer's license and be listed as a

retail jeweler.

The only point on which the Minister and Commis-
sioner riefused to give ground was upon the exemption

of watches and clocks up to a value of $10 from the luxury

tax. Strong emphasis was laid upon the fact that this

would discriminate against the small jeweler, the natural

j)urveyor of such articles, and in favor of the hardware
dealer, who could sell them just ten per cent, cheaper. The
Minister absolutely refused to strike out the exemption,

however, as he said this would mean an increase in taxa-

tion which would necessitate the introduction of a new
resolution in the House, and he could not afford to make
any more changes. It was then impressed upon him that

i^ would be very easy to except clocks and watches of a

value of $10 or less from the jeweler's monthly sales, but

this he also declined to do saying that the jewelers had

done very well and that to re-open the jewelry clause in

the House might 'mean that the whole section would be

thrown out.

The C.N.J.-A. Secretary thereupon returned to To-
ronto, satisfied that the jewelry trade was fairly well ofif,

but fearing that the passage of the bill would be attended

wjth danger. That the fear was well founded was attested by

tht newspaper reports of the debate of Tuesday June 15th.

which stated that jewelry under the value of $5 would be

exempted from the tax outside of jewelry stores, and that

wedding rings were also exempt. A meeting of the

executive of the CN.J.A. was called and it was decided

that another deputation should visit Ottawa. Mr. Walter

J. Barr of the Goldsmiths' Stock Co. and Mr. Ross were
asked to go, and communication with Montreal resulted

in Messrs. E. H. Moore of Mappin and Webb and J. Har-
ry Birks meeting the Toronto delegates in Ottawa. Mr.

J. H. Vernor of the Western Clock Co.. Peterboro, also

joined the deputation.

After a prolonged wait, a conference was held with

Commissioner Breadner, who promptly set the matter

right with reference to the $5 exemption on jewelry, point-

ing out that jewelry under $5 paid 10 per cent, and over

$5, 20 per cent. Mr. Breadner declined to recede from
his position on clocks and watches, although Mr, Barr
and Mr. Vernor clearly explained what a very serious

effect it would have on the cheap clock and watch business.

.As nothing more could be gained from Mr. Breadner,

the Montreal delegates returned home and Mr. Barr and
Mr. Ross sought a conference with Sir Henry Drayton in

the House of Commons. The Minister was equally ob-

durate with reference to the clocks and watches, but con-

ceded a point in agreeing to except plain gold wedding
rings from the jewelers' nionthlx' turnover on which the

tax would be collected.

The Toronto delegates also sought to improve the op-

jjcrtunity by having a conference with Mr. F. T. C. O'Hara.

Deputy Minister of Trade and Commerce, with reference

to the administration of the Gold and Silver Marking .\ct.

(ContiiiHcd oil pogc 40.)
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Very Remarkably Good

DURING the course of hi.s recent budget speech in

the House of Commons, Sir Henry Drayton stated

that Canada had not only financed her own war
effort and her own after-war requirements, but had also

extended credits to other nations, and, that, in these cir-

cumstances, the situation of Canada's currency must be

considered as "Very Remarkably Good."

"Very Remarkably Good" is not by any means an ex-

travagant expression. It merely, in plain English, epitom-

izes precisely the business situation in Canada to-day.

Official statistics show uniformly increased and in-

creasing productivity throughout Canada, and the satis-

factory condition of our foreign trade balance for almost

a fuill six-year period, has enabled Canadian citizens to

provide 1^ billion dollars for war effort, in the shape of

money loaned to the Government, in addition to an in-

crease in total bank deposits by the public, approximat-

ing $700,0(X),fK)0 over the 1913 figures. Besides this, in

one year alone, that of 1919, Canadians made a surpris-

ing exhibit of thrift and foresight by absorbing nearly

half a billion dollars' of protective life insurance.

It is not toO' much to say that the increased productiv-

ity of agriculture, industry and mines, effected during the

past five years, will amply provide for the additional an-

nual interest charges incurred as a direct result of war
expenditure.

So, "Very Remarkably Good" is very good. Let it

.stand.

It will be admitted that one of the outstanding revela-

tions of the world-war was Canada's ability to withdraw

one-tenth of her male population, and at the same time

become an important factor in providing much-needed

war material. As a result, Canada's status has become

unique among the nations.

The Playful Mr. Trowern

HUMOR has not been absent from the cam-
paign against the luxury tax legislation, but

perhaps the choicest bit is contained in the

following message which was telegraphed broad-

cast over the Dominion by the Dominion Secretary

of the Retail Merchants' Association of Canada:
"Delegation of retail jewelers, represent-

ing the Jewelers' Section of our association,

accompanied me in an interview with the Fi-

nance Minister to-day, and we succeeded in

having optical goods, watch, jewelry and clock

repairs, and also books, stationery and maga-
zines exempted from the 10 per cent, tax on
sales. We also strongly objected to wholesalers

and manufacturers being allowed to sell any-

thing at retail.

(Signed) K. .M. TROWERN."

It came as a surprise to the recipients of the

telegram to learn that the Jewelers' Section of the

Retail Merchants' Association was still in existence,

as nothing had been heard of it for years. It was
more of a surprise to know that it was able to ac-

complish so liv.iuch especially in view of the fact that

the concessions enumerated had already been se-

cured by the C.N. J.A.

Several of the telegrams have been sent to this

office with a request for information, so the facts

may he interesting to many jewelers.

The secretary of the C.N.J.A. was in conference

in Ottawa with the Minister of Finance and Com-
missioner Breadner when a deputation of jewelers

was announced. .'\s it was desirable that no point

should be overlooked, it was considered advisable to

invite the deputation to join the conference and a

half-dozen Ottawa jewelers marched in, headed by
Mr. E. M. Trowern. The general surprise on seeing

the National secretary already there may easily be

imagined. Mr. Trowern immediately began a dia-

tribe against the wholesalers and manufacturers

meddling with matters that concerned only retailers

and protested volubly against the ten per cent, turn-

over tax. He also proceeded to argue in favor of

the exemption of repairs, etc., to which Sir Henry
had already agreed, and the Minister quietly but

firmly stated that everything had been done that was
going to be done. Much to his surprise, it appeared

that Mr. Trowern was laboring imd'er the impres-

sion that the ten per cent, turnover tax was in addi-

tion to the twenty per cent, luxury tax and had suc-

ceeded in convincing the local jewelers that such

was the case. This false idea was quickly rei^noved

from the minds of the jewelers and they very em-

phatically expressed themselves as highly satisfied

with the arrangement made by the C.N. J.A. in every

respect. The deputation accordingly withdrew, and

the conference of the Minister, the Commissioner

of Taxation antl the Secretary of the C.N.J.A. was
resumed.

The jewelry trade has nothing but the best wishes

for the success of the Retail Merchants Association

but it will continue to handle its own affairs. Its

organization secured modifications of the luxury tax

to the entire satisfaction of the trade and the inter-

ference of the Retail Merchants' Association was
absolutely without effect. It seems a pity that so

much of the association money should have been

wasted in telegrams that made a joke of the organ-

ization.
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Enforcing the Marking Act

MEANS of co-operating with the Department of

Trade and Commerce for the better enforcement

of the Gold and Silver Marking Act were dis-

cussed at the last meeting of the executive of the C.N.J. A.,

and a conference was held with Inspector Ryan on the

subject. It was pointed out that infractions of the law

often occurred in places far distant from Ottawa and it

was consequently difficult for the inspector to make a spe-

cial trip for each case. The remedy for this, however,

was thought to lie in the abihty of district jewelers' asso-

ciations to initiate prosecutions under the Act. All that

is required is that some one go to the local prosecuting

attorney and lay information against the offender. If Mr.

Ryan is notified in care of this office, he will supply the

necessary information and a copy of the Act. Every dis-

trict and provincial organization should therefore be on

the lookout for advertising or window cards with time

guarantees or other infraction of the law, and the secre-

tary or someone engaged for the purpose should at once

lay the information. Further steps are being taken with

a view to having Mr. Ryan (make more frequent trips

across the country and a marked improvement in the tone

of the jewelry trade will undoubtedly follow.

Ottawa freely and' often very unjustly as experience

demonstrates that the majority of them are working over-

time for the benefit of the country although usually in

the face of the most adverse conditions.

Hard Wojking Ottawa Officials

CRITICISM of the luxury tax legislation has been

very severe in practically all quarters and strong

condemnation of those responsible for it has been

the order of the day. But personal contact with the pow-
ers-that-be at Ottawa rather inclines one to take a more
charitable view of the situation. The Minister of Finance

and his advisers were confronted with a difficult problem,

they had an enormous amount of money to raise and they

had to set out on a new plan for raising it. That their

idea should meet with partial condemnation was certain

although probably the Minister himself was much sur-

prised at the storm it created in business circles. He has

bowed to the sitorm in a good many particulars and evi-

denced a wiWingness to comply with the requests of busi-

ness men so long as the principle of the budget proposal

is upheld. And it must be said that Sir Henry has at all

times been suave and debonair, always willing to listen

and never out of temper or patience with the endless

delegations that waited upon hito. The demand's upon
him were enormous and the ease with which he piloted the

budget through the House seems to evidence the acumen
of the natural-born politician. If Sir Henry has ambi-

tions to go" further in politics, he will have many well-

wishers among the deputations that have been calling upon
him.

At the same time a word might be spoken of Mr. R.

W. Breadner, Commissioner of Taxation. He is not a

politician but a worker of the brusque type whose first

instinct is to fight. He has made a profound study of

economics and is remarkably well posted on matters of

every day business. The approach of a delegation is to

him a signal to prepare for battle, and, seated behind a

desk covered with innumerable documents, he presents a

formidable figure. But beneath the bristling front is a

very acute sense of humor and many of his recent visitors

wondered how he retained his good temper with so great

a pressure upon his time. He was the storm center of

the budget and for many days he hardly had a moment
be could call his own. But he has the happy faculty of

throwing off care as soon as he leaves his office and this

alone is responsible for bringing him through.

The public is always ready to criticize officials at

Ontario Districts Rearranged
ARE-ARRANGEMENT of the districts of Western

Ontario has been made as the first division was
found to be too cumbersome in certain localities.

Every district in the province is now organized, excepting
Owen Sound, Orillia .and Peter'boro, but some of them
need an injection of new life. The districts are as fol-

lows :

ONTARIO DISTRICTS.

1. Windsor District—Windsor, Walkerville, Amher.sit-

burg, KingsviWe, Wheatley, Essex, Belle River, Cottam,
Leamington, Harrow.

2. Chatham District—Tilbury, Chatham, Wallaceburg,
Blenheim, Bothwell, Rodney, Dresden, Florence, Ridge-
town, Merlin, Wardsville, Thamesville.

3. London District—Sarnia, Brigden, Watford, Glen-
coe, Dutton, Mt. Brydges, London, Aylmer, Ingersoll,

Norwich, Courtland, Petrolea, Wyoming, Alrinston, West-
lorne, St. Thomas, Strathroy, Exeter, Zurich, Woodstock,
Em'bro, Tillsonburg, Delhi, Ayr, Lucan, Hensall.

4. Hamilton District—Port Rowan, Port Dover, Water-
ford, Hagersville, Selkirk, Dunnville, Pt. Colborne, Nia-

gara Falls, Merritton, Niagara-on-the-Lake, Grimsby,
Hamilton, Dundas, Paris, St. Jacobs, Walsinghaim, Sim-
coe, Jarvis, Caledonia, Cayuga, Humberstone, Bridgeburg,

Welland, St. Catharines, Beamsvil'le, Burlington, Brant-,

ford, Thorold, Oakville.

5. Stratford District—^Goderich, Clinton, Seaforth,

Mitchell, New Hamburg, St. Marys, Milverton, Parkhill,

Forest, Thedford', Kincardine, Ripley, Lucknow, Wing-
ham, Brussels, Attwood, Blyth, Listowel, Ailsa Craig,

Wellesley, Tavistock.

6. Guelph District—^Elora, Fergus, Drayton, Erin,

EJmira, Acton, Arthur, Grand Valley, Georgetown, Kitch-

ener, Gait, Waterloo, Hespeler, Preston, Bellwood, Pal-

merston, Milton, Orangeville.

7. Owen Sound District—Shelburne, Dundalk, Flesh-

erton, Markdale, Durham, Mt. Forest, Tara, Wiarton,
Chesley, Hanover, Walkerton, Southampton, Port Elgin,

Paisley, Mildmay, Clifford, .Harriston, Gorrie, Wroxeter,
Grand Valley.

8. Toronto District—Woodbridge, Brampton, Strom-
berg, Newmarket, Richmond Hill, Stouffville, Whitby,
Caledon, Weston, Georgetown, Bradford, Aurora, Mark-
ham, Uxbridge, Oshawa, Bowmanville, Sutton, Canning-
ton, Manilla, EnniskiHen, Beaverton, Sunderland, Port
Perry.

9. Orillia District—Meaford', Collingwood, Creemore,
.Angus, Cookstown, AMandale, Orillia, Victoria Harbor,
Midland, Parry Sound, Depot Harbor, Gravenhurst, Bala,

Thornbury, Stayner, Glencairn, Alliston, Barrie, Cold-
water, Penetang, Burks Falls, Huntsville, Bracebridge.

« »

Czarina's Jewels Arrive

A packet containing the last of the murdered Czarina's

jewels, valued at more than $500,000, despatched person-

ally by the late Czar Nicholas on the outbreak of the first

Russian revolution, in April, 1917, to King George for

safe-keeping, arrived at Buckingham Palace on June 16th,

having been held up in transit for more than three years.

The packet was part of the contents of two mail bags

made up for delivery in London and hidden in Petrograd

until only lately the Russian authorities released them.

The jewels are mostly diamon<fs and pearls.
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The Price of Silver

SFlEMiIN'GLV. about the only thing which prevented

utter demoralization of the silver market about the

middle of June, was the purchasing by the United

States Treasury, unde rthe Pittman Act. of some millions

of ounces of the metal at the ])rice fixed in that act—$1

an oimce.

From the eleventh of February, when the top price of

^•'lyzA. was reached on the London exchange, the declint-

had been fairly slow, and with frequent reactions, until

early in June, when a slump bcjan.in real earnest. Within

a week or two. Oriental and Continental selling had beat-

en the jirice down to 44d—less than half the February

price.

This figure was quoted as being higher than the low

|)rice of 80 cents reached in New York. But this statement

is in error, in that it makes no allowance for exchange,

which still puts a heavy premium on the precious metals in

London as compared with Xew York. At exchange rates

of that date, the price of 44d in London was really equiv-

alent to only 72j^ cents, which is much lower than the

lowest point reached in New York. Furthermore, al-

though American silver jumped at once to 99^ cents and

foreign silver to 90 cents in New York when Treasury

buying began, the London market, although it gained, re-

mained lower than New York.

From this it will I)e seen that the effect nf the I'itt'ivin

act, while not merely local, at first was largely so. This

is due to the fact that the act provides for the purchase

of only American-mined silver. The immediate result of

this was that two quotations prevailed in New York, as

(pioted above.

Later, ihowever. it became apparent that if silver pro-

duced in American was to be taken up at around the dollar

mark, foreign silver was bound to react to this influence,

i f only because the .\merican supply was, for the time

being, practically cut off to the industrial consumer. The
result was that since the 15th of June, the price of foreign

silver has increased to (at the date of writing) 93 cent.-

in the New "S'ork market, while in London the quotation

has crejH back to 53d—a recovery of 9d—at which price,

allowance being made for exchange, it is practically at the

same level as the 'New York market for foreign silver.

What the effect will be when the purchases under the

Pittman .Act have been completed, is problematical : but

it is anticijiated that as some hundreds of millions of

ounces are still to be bought, by that time the rush of

Oriental selling will also have been exhausted, and silver

may settle at a new level, not so high as that reached late

in the winter, but to some extent in keeping with the de-

creased value of money as compared with before the war.

New Members of C N.J. A.

FEF^S for the 'Cana<lian National Association were re-

ceived during the momth of June as follows:

Retailers: .\. & H. Wideman, Markham ; Carl

.\. Class, Watford: .\rthur Ledoux. Srt. Hyacinthe; J. E.

Nettleton. Penetanguishene : L. Atkinson, Newmarket; S.

G. Kin>ey. Norwich; .\. McMillan, Ottawa; C. L. Sax-

ton. F'ort Rowan; VV. W. HeHyar, CHnton ; Wm. Whyte.

Doaktown. \.H. ; Whitehead & Co., Toronto; C. R. La-

londe, Toronto; I'. S. & H. Prudhomimie, Beamsville;

Myles & Co., Cobalt; R. J. Bastien, Walter Rowan, Ot-

tawa: .-\ph. Couture. Hull. (Jue. ; T. J. Dion, Penetan-

guishene; D. Switzer and A. B. Whittaker, Duncan, B.C.;

E. W. Harding, Nanaimo; J. M. Whitney & Co., Victoria.

Wholesalers: A. E. Cooi)er, London: Canadian Jew-

elry and Importing Comi)any. VVimiipeg.

Manufacturers: Platinum Art Co.. Toronto: Davis

Mfg. Co., Toronto; G. J. Vanston. Toronto.

Hamilton District: E. K. Pass; J. C. Diggins; A. G.

Gaul; R. H. Crawford; S. S. Walker"; A. S. Devine ; Otto

Aspen; Connor Bros.; F. Stretten ; H. J. Rousseau; Jno.

Peebles ; F. Shonbeck ; Ben Harris ; R. C. Inkster ; Otto

Ante; Klein & Binkley ; H. Williams; Thos. Lees; Gor-

don McLaren; J. G. Collinson. Dundas
; J. House, Niagara

Falls Centre.

A. H. Byers, Meaford; E. S. Cole. Niagara Falls; F.

G. Laird, Parry Sound; W. W. Porte. Brighton; Douglas

& Taylor; Geo. L. King; Buzza Bros., and J. H. Newton.

Owen Sound; E. V. Kinsey. 'Paris; .\. O. Felt, Oshawa

;

.\. P. Brown. Welland ; Robt. Patterson, Kincardine; J.

G. Fair, Ayr; .\lex. Gibson. Peterboro ; Walter Murch.

Toronto; J. .S. Smith, St. Catharines: J. ?Iorwich. Osh-

awa; M. M. Cohen. Toronto.

How the Tax was Amended
{Continued from page 2)7.)

The difficulty of securing a proper enforcement with the

small annual appropriation for the purpose, was discussed,

and, after a prolonged interview, it was agreed by Mr.
O'Hara that he would instruct the Inspector under the

.\ct to make any trips that were recommended by the

C.N.J. A., outside of his regular routine, on the under-

standing that any travelling expenses incurred on such

special trips would be paid by the C.N.J..\. In this way
it is hoped to catch offences under the Act before they

become stale, but it will not relieve local associations of

the responsibility of laying informations when an offence

is committed in their districts.

The executive of the C.N.J. A. will pass u[)on the mat-

ter and make a formal request that the services of the

Inspector be placed at their disposal when desired.

As a conclusion to a busy day the Toronto men sought

an interview with Mr. George W. Taylor, Deputy Minister

of Customs and Inland Revenue, who is charged with the

administration of the luxury tax. Mr. Taylor gave a

number of interpretations, such as the following:

The sales tax is collectible on repairs made by a manu-
facturing jeweler on articles for re-sale; not on articles

repaired for private customers of a retail jeweler.

The sales tax of one cent is collectible on items of less

than one dollar and on fractions of a dollar. The charge

on an item of 25 cents would be one cent ; $L25. two cents

;

$2.25, three cents, etc. Manufacturers may pay on

their total turnover.

-Auction sales of jewelry must be conducted under li-

cense; pawnbrokers must be licensed as jewelers, or pay

the higher tax ; second-hand goods must pay the tax.

Manufacturing and wholesale jewelers will be licensed

under the sales tax. and. if selling at retail, as licen.sed jew-

elers also.

Eggs by the Yard

Speaking of collective bargaining. Mr. De Leeuw,

consulting engineer, springs the following : "So far col-

lective bargaining has been 'collective,' it must be admitted,

but it has not been 'bargaining.' " He says that .strikes,

or threat of strikes, are no more a method of bargaining

"than when a man jKiints a gun at his debtor to collect a

bill." Another striking statement is: "It is true that labor

is sold by the hour, but the hour is a measure of time, not

of labor. We might just as well sell eggs by the yard,

and without even s])ecifying whether we lay them length-

wise or crosswise."
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Busy Time at Ontario Convention
FL'LLV maintaining the record of success that ha>

marked the jewelers' functions of the past feu-

years, the second annual convention bi the On-
tario Jewelers' Association, held in Toronto last month,

left little to be desired in the way of attendance, enthusi-

asm or satisfaction with its results. It is true that there

should have been a great many more retailers present,

but the increase over previous years was marked, and the

lack of help in many stores was responsible for many ab-

sentees. The programme, both business and social, never

flagged in interest, and the only criticism heard was that

the convention should have been spread over three days

in order to give the delegates an occasional breathing

spell. This is an interesting suggestion because visitors

usually require time to spend in shopping at the wholesale

houses.

From a business point of view, nothing more inter-

esting could have been had than the programnne. The
delightful welcome tendered by Mr. Ryrie and the eloquent

response of Mr. Barnard was followed by a sound, prac-

tical, comnon sense address by Mr. Evans, and then

came the discussion on publicity, led by Mr Herbert Yww-
derhoof and his- assistant, Mr. Copeland. and its interest

was attested by the unanimous endorsation given the pro-

ject by a standing vote.

The general discussion of the excise tax question on

Wednesday morning was very valuable to the members,

and gave an entirely new light on the subject to many.

Then came the talk by Mr. A. S. Flint, the Waltham mis-

sionary, and its rich humor and practical application was
doubly welcomed and' hugely enjoyed. The whole pro-

gramme was well balanced, intelligently discussed and

could not fail to benefit anyone who ])articipated even

as a listener.

The absence of Mr. H. Victor Wright, the director of

the Service Bureau of the American National Retail Jew-
elers" Association, was much regretted, but his statement

regarding the accounting system was received with great

interest and will be read with equal appreciation by all

jewelers who were not present.

The social side of the convention was simply without

flaw, and reflects the greatest credit on the connnittee in

charge. Nothing could give a more effectual quietus to
attempts to create discord between the various branches of
the trade than the manner in which the representatives of
the wholesale and manufacturing houses took hold of the
plan of entertainment. A slight faltering on the part of
the ofificers when the luxury taxation threw a damper on
the trade was responsible for the 'announcement that the

entertainment features were cancelled, but when they re-

covered their breath and got the machinery in motion,
everything went like clockwork. To particularize is some-
times invidious, but when an affair is in charge of men
like Bob Friend, who handled the banquet, Reg. Ellis, in

charge of registration. Clare Vanstone, chairman of the

executive, Capt. Langdon Ellis, who looked after the

refreshments. Ernie Phipps. a whole reception committee
in himself. Jack Wiederhold' and Percy Roden, who took

charge of the sports, Eddie Sternberg and Ira Levi, who
collected the prizes, and others of equal calibre, their

could be no doubt of its success. Of course, they were
abh' backed up by Ben Chapman, Ammon Davis and
others, but there was a spirit of co-operation throughout

that was simply wonderful and the retail trade in par-

ticular should feel under a debt of great gratitude to those

responsible for the splendid entertainment.

The selection of Niagara Falls for the next year's

convention is considered to have been a splendid idea.

The speech of Mr. P. W. Ellis, reported elsewhere in this

issue, gave the delegates an idea of the wonderful beauties

of the Queen Victoria Park and his statement to his col-

leagues, also given on another page, will be read with

double interest. The convention will be handled, as it

should be, by the executive, and the arrangements will

pave the way for the annual meeting to be held in smaller

places, which heretofore haxe been unable to undertake

it on account of the large expense involved.

The Ontario association is now on a firm basis and its

future seems assured. By next year it is hoped to have

e\ery jeweler worth while enrolled as a member and when
that is accomplished', there can be nothing but i)rosperity

in the trade.

The Opening Session

After the meeting had been formally opened l)y the

singing of the National Anthem Mr. ^'oung. the chair-

man, sprang a new one on the convention by asknig

everyone to stand again. When all, wondering, were on

their feet, he asked that everyone turn to his left and ':hen

to his right and shake hands with those beside him.

'T'll guarantee,"' he remarked when this had been done,

"that every one of you has shaken hands with someone

with whom he's never shaken hands before." The great-

est asset of these gatherings, he continued, was the senti-

mental value; and because this was one of the biggest

and cheeriest meetings of jewelers ever held in Canad'?.

he considered that it was safe to say, despite the tax. that

never had the prospects of the trade in Canada been so

bright. There was a time that the jeweler was nothing

but a watchmaker—a mechanic. But now he was a re-

spected dealer in things that the people couldn't do with-

out. Jewelry was never before so much of a necessity in

the eyes of the public as to-day.

One thing against which he spoke strongly was the

education of customers to the "something for nothing'

idea. That day was past. The idea was immoral. The

jails were full of peojjle who had attempted to get some-

thing for nothing. He called' upon his hearers to educate

their custoi;ners away from this idea.

The association had appealefl to the \ery best men in

the business throughout Canada, and as a result of its

efforts people were growing in respect for the jewelers

and the jewelers for one another.

Turning to the luxury tax. Mr. Young said that for

some time he had been trying to make up his mind what a

luxury was. He had come to the conclusion that nothing

was a luxury which was necessary to the development of

a man's true self. And jewelry was necessary to that.

In closing he introduced Mr. James Ryrie. who would

welcome visiting members.

Mr. Ryrie claimed to be the oldest retailer in the busi-

ness in Toronto. He had started in fifty years ago as an

apprentice at a dollar a week, with 50c per week per year

increase. He had later been through the various stages

of watchmaker, journeyman, and proprietor.

He paid tribute first to the officers of the national as-

sociation over their handling of the new tax. There was a

time, when it first came down, when they were all in
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sackcloth and ashes. But owing to the C.N. J.A. this had

all been changed. .\ ten per cent, tax on turnover was
bad enough, but it was incomparably better than the first

draft of the ta.x.

Organization had also made po.ssible friendly discus-

sion among members of the trade, making possible unity

of action, in turn resulting in the abolition of many abuses

—unfair competition, guarantees, etc.—bringing up the

general standard of the trade.

The growing wealth of Canada gave the country her

needed ojiportunity for the development of art and cul^

ture. -\nd if she did not take the opportunity, then God
help her.

He compared some of the creations of the past in

Canada, in the way of jewelry and silverware, with those

of to-day, to the great amusement of his hearers who re-

cognized some of his descriptions of mid-Victorian

atrocities.

In conclusion he wished to welcome the visitors, not

formally, but from the bottom of his heart. He hoped

that this meeting here
—

"gold burnishing gold"—would

brighten everyone present and fit them all better for the

duties of life.

Mr. Young called ujion Mr. J. S. Barnard. London.

Out., first in reply.

Mr. Barnard took exception to the occasional naming

of the O. J. A. as the "Provincial" .Association. Some-

times the term "provincial" held a certain disparagement.

He thought, however, that when the word referred to the

province of Ontario much of the sting was taken out.

The jeweler's profession, he said, was one of which

they couid all be ])roud. He thought that it was one whicli

the general public respected. The trade had done much to

lift humanity to a higher and truer sens'e of beauty, and

was therefore fulfilling its purpose in the world. .\nd

although it now found itself in partnership with a partner

who would demand a certain proportion of its income, he

was sure that it would ])rogress and develop, and would go

from this meeting better than ever prepared to carry on

its business.

The minutes were here proposed, but were taken as

read. The Treasurer's rejiort was pnst])onc(l until the fol-

lowing day.

Mr. Charles T. Evans, Buffalo, X.\'., former president

of the N.R.J.A. of the United States, who was introduced

by Mr. Young, was received with three rousing cheers.

Replying to the chairman's welcome, and that of the mem-

1)ers, he in turn extended greetings from the jewelers of

his own country. He also congratulated the Canadian

trade on having a proper scale of member.ship fees, thus

avoiding the error into which the X.R.j..\. had fallen in

the beginning. His address will be found on another page.

Mr. Walter Barr, Toronto, at the conclusion of Mr.

Evans' address moved a hearty vote of thanks to the

speaker. Mr. R. J. Rodger of Kingston seconded. The

motion was carried with applause.

Mr. M. C. ElHs. Presid'cnt of the C.N.J.A., introduced

Mr. Herbert Vanderhoof and .Mr. Lee Copeland, both of

Chicago, who were to assist in the round table conference

on national publicity for jewelers. He reminded the con-

vention of Mr. Everts' statement at the Montreal conven-

tion to the effect that millions of dollars had been lost to

the jewelry trade through lack of advertising. Now in

the United States, an effort was under way to bring this

back to the jeweler through national publicity. He cited

the influence of i)ublicity in winning back from Florida

the demand for California fruit. If that could be done,

the same could be done for jewelry in Canada. He called

first on Mr. Copeland to explain the general plan of cam-

paign.

Mr. Copeland opened by displaying a neat brass counter

sign, '"Gifts that last"—the slogan of jewelry. He dis-

played a finger ring which had been given him as a boy

by his mother. That would remain with him, and its

sentiment would remain, all of his life. He had also

other gifts—books, toys and the like—but they had gone.

That was the great argument for jewelry.

As for the cam])aign, he explained that the trade in

Canada would have the advantage:

First—of the art work and typography already under-

taken in the American campaign.

Second^—of the overlapping advertising—that which

ai)pears in American publications having a circulation in

Canada.

Supplementary to the last would be the advertising

done in purely Canadian publications.

He .showed the advertisements with which the cam-

paign had been opened, just catching the June issues of the

n
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MR. HERBERT VANDERHOOF,
Chicago, III,

large publications. This had been aimed at in order to

show results from the start, getting in in time for June
wedding business.

The campaign in these and subsequent issues wa-
rcaching a circulation of about 60,000.000 readers.

In connection with this advertisement, showing the

heads of a man and a girl showing above the back of a

davenport, he explained' the great difficulty of the cam-
])aign, in that no particular piece of jewelry could be

shown changing hands between the young couple, as

manufacturers of many pieces were subscribers, hence it

was that the picture was a view from behind, so that the

gift—whatever it might be—would be hidden.

The second shown was a border design—con>isting, in

fact, practically entirely of border, made up of hearts and

cui)ids. This was for the "quahty group" of five high

class magazines having practically 100 per cent, circulation

among the best families of Canada and the United States.

.Another >cheme was that of a dummy page, with ap-
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propriate border and' the slogan "Gifts that Last," marked
out into sections. This was sent out to the local news-

papers at certain seasons, encouraging thet:n to approach

the local jewelers and canvass them to take one or more
sections of space on the page.

The seasons given extra recognition in the campaign
were June, Christmas, St. Valentine's Day, and Mother's

Day. Easter might be added later when additional funds

were available.

Mr. Vanderhoof recalled an incident in connection with

his campaign in the United States of which he was re-

minded by the tax in Canada.

Jewelers in U. S. in the first year of war were almost

classed as undesirable citizens. Many restrictions were

on, and the people were practically forbidden to buy

jewelry for Christmas. An investigation was made as to

the causes, and it was found that the jewelers themselves

were responsible. They were no-t in line with the times,

and some wanted to put them out of business entirely.

However, another way was found, as it could be in Can-

ada. One of the steps taken there was to make them-

selves time ..service stations—a "punctuality league," or

"minute men of America." The result was that sentiment

swung around in the jeweler's favor and he was a patriotic

where previously he had been an undesirable citizen.

Within eighteen months after this campaign started the

jewelry trade was one of the five richest trades in the

United States. He suggested that in Canada the jewelers

should' get behind the tax and insist that it was a good
and just tax. H by this they did ten or twenty or fifty

per cent, more business, what would the tax amount to.

He assured the convention that the art work procured

would be the best that money could buy. The National Art

Service League was nominating five artists, who would

do the illustrating' ; and although these were among the

best in their profession the cost would lie no greater thrui

if the work were done liy a commercial art studio.

The small jeweler, he stated, was not being forgotten

in the campaign. Special provision was made for the

small-town paper, in the way of illustration's, etc.

One member asked if ]\Ir. \'anderhoof would advise

community jewelry advertising in a town of five jewelers.

Mr. 'Vanderhoof replied that he wotild, using the page

I)lan Mr. Copeland had shown and described to them.

Mr. Young asked regarding window signs.

Mr. Copeland replied that these were being provided,

and' thought that they should not be confined to members
of the association, as every sign that showed helped the

whole campaign.

Mr. Evans did not entirely agree with this.

Air. "Vanderhoof advised getting it in everywhere,

newspapers as well as windows. Then, when the sign

was recognized in connection with the C.X.J. A.—that

was when the C.X.J.A. members could adopt a set style

for the slogan, and could advertise invariably over the

caption 'Menilier of the Canadian X'ational Jewelers' As-

sociation." When that point was reached' everyone, to

benefit, would have to get in as a member and subscribe.

Mr. AL C. Ellis explained that the executive felt that

the campaign was one which could do an endless amount
of good in Canada. Once get the idea hammered into the

public that jewelry lasts and the jewelers would have
achieved a great thing. Hence the association had de-

cided to spend $10,000 ; and in order that a fair collection

should be made, they had decided to levy according to the

business rating of provinces and of jewelers.

The provinces were to pay

:

Ontario, $5,000; Quebec, $1,500; Manitoba, $7.50;

Prince Edward Island, $50; Xew Brunswick, $450; .Xl-

berta, $600; Saskatchewan, $400; British Columbia. $750;
and Xova Scotia, $500, making a total of $10,000.

And in order that the different members should' be

given a fair deal, not taking advantage of anyone's gen-
erosity, it had been decided to ask:

Business rated at $75,000 to $125,000 might pav $150;
over $50,000 to $75,000, $100; $35,000 to $50,000, $75

;

$20,000 to $35,000, $50; $10,000 to $20,0'0(), $25; $5,000 to

$10,000, $15; $3,000 to $5,000, $10; under $3,000, ,?5.

"If you'll all work together and all co-operate, gentle-

men, I tell you wonders can be accomplished,'' Mr. Ellis

concluded.

Mr. J. G. Collinson, Dundas, then expressed pleasure at

the decision of the executive, but thought they had set the

mark away too low at $10,000. He said that 85 retail

optometrists in the Province of Ontario had raised that

sum, $10,000, for advertising optometry. "U^hat they had
done surely the jewelers could do.

"It makes us look pretty small," said Mr. Ellis. He
asked the opinions of others.

Several individual members spoke in a similar vein.

One, 'Sir. W. W. 'Walton, Windsor, told of how money had
been raised among jewelers for advertising in his own
town, with great success.

Mr. Ellis also thought the sum was far too small, es-

pecially if a three-year campaign were to be attempted.

Mr. 'Vanderhoof pointed out that it was not a separate

campaign for Canada, but a Canadian contribution of

$10,000 toward a $300,000 continent-wide campaign. "That
is your share of it," he said. "If your big brother across

the line is satisfied you've no cause to be ashamed of your
$10,000." The overhead, he showed, was only in small

part Canada's share.

In reply to a question from Mr. M. M. Cohen, Mr,
Vanderhoof replied that 75 per cent, of the $10,000 would
be spent in actual Canadian advertising space.

At the suggestion of the chairman, a standing vote

was taken, which showed the convention as endorsing

unanimously the executive of the C.N.J.A. in this cam-
l^aign. and in the plan for financing proposed.

Messrs. Chapman, Levy and Nolan were nominated
by Mr. Roden as nominating committee, to report in the

evening. The required authority was given by the meeting,

which was then adjourned.

The Banquet

The Pom])eian room of the King Edward was filled

—not uncomfortably so, but with no further room for

tables, and with scarcely a vacant chair—for the banquet

Tuesday evening. Although informal, the event was an

impressive one. and all the more cheery because of its

informality. An excellent dinner was served to the ac-

companiment of almost continuous musical selections from

the orchestra, among which were sprinkled a good num-
ber of songs from the official song sheet in which the

diners joined with almost more vim than could be ex-

pected at a "dry" banquet. A lively rivalry was kept up
in the demand for one or another of the more popular

airs, but in the end all had been included—though the

dinner, in the process, was continued three-quarters of an

hour longer than had been intended.

One feature of the dinner was the number of ladies

pre.sent—a surprisingly large number for an affair of the

kind—by which a more than usually pleasant air was lent
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to the occasion. Another feature was the l)attle of paper
streamers in which the dinner itself came to a joyous
conclusion.

Weil over three hundred diners were present, including

the majority of the leading members of the trade in On-
tario, retail, wholesale and manufacturing. Those at the

head table were: Ammon Davis, Toronto; O. M. Ross,

secretary C.N.J.A. : J. S. Barnard, London : A. S. Flint,

Walthani, Mass.; Walter Barr. Toronto; M. C. Ellis,

president of the C.N.J.A.; W. G. Young, London; Thos.

Roden, Toronto; R. J. Rodger, Kingston; .\dolph Levy,
Hamilton; P. W. Ellis" Toronto; E, H. Flach. St. Thomas;
S. Lorie and Ben Chapman, Toronto.

"On behalf of the Toronto District Jewelers' .Associa-

tion, permit me to welcome you to this, our second annual

provincial banquet," said Mr. Thos. Roden, the chairman,

in opening the business session following the dinner.

"•It augurs good for the further success of the Ass'n..

that so many have lieen in attendance at our meeting
and are with us to-night. We hardly realized, until thi>

meeting, how important we had become."

It had been said, he continued, that to make a country

great, three conditions were necessary: adequate and safe

means of transportation; fertile fields; and busy work-
shops. He wished to add to these, a loyal and earnest

si)irit of co-operation. .As the President had said at the

annual meeting of the National Jewelers' .Association, the

association had enjoyed the unique position of having

brought together all the interests, manufacture, whole-

sale and retail, each enjoying the other's confidence and
all striving for the common ])urpose of helping by co-

operation to advance the welfare and imjiroving the re-

lationships in the^r diverse activities.

By co-operation, they had helped to eliminate much
foolish and vicious com])etition ; honest com]ietition. he

believed to be a healthy and encouraging stimulant to in-

dividuality, worthy of British traditions, and evidence

of their love of liberty and pride in excellence.

''To-day,'' he said, "we are faced with many i)roblem>

which call for our united consideration. The country

has been suffering from an attack of e.\])erimental legis-

lation. Our trade and business seems to have been sjieci-

ally selected as one to be experimented upon. If we are

experimented upon much more, we shall be something

like the doctor who iironounced the operation a com]ilete

success, but the patient died.

"It seems to me a most vicious principle to select for
,

destruction or discrimination, special trades or businesses

which occupy an important relationship to the community
in art and mechanics and who are supplying such imper-

ative needs as optical goods, time pieces and cutlery and

other requirements."

When the Government had' begim to classify luxuries,

he stated, they had found themselves uj) against a proli-

lem they did not understand, and it was only owing to the

president and meml)ers of the C.N.J. .A. executive that the

trade had ultimately arrived, not in a favorable, but in a

reasonably safe position.

He questioned whether the Government had the right

to force collection of the taxes under the methods adopted

—those of bringing it into force with no other notice than

newsi)aper information. Fkit he was sure that jewelers as

a whole realized' that the country was faced with an enor-

mous debt, and would meet the obligations which they, as

a trade, were called uix)n to share.

"I am going to put the most generous interpretation

on the Government's action, by saying that perhaps they

wished to show the people what direct taxation means, and

how impossible it is to regulate that which .should be left

to natural laws. Too many of us have been suggesting

that the other people's goods are luxuries, and should be

made to carry the burden of taxation, and have not re-

alized how difiicult it is to institute special methods of

taxation, except at very high cost of administration, or
which may be subject to very much evasion. I do not

think that anyone realized the opportunities of evasion

and the problems of the Government imtil the present

plans had been applied.

"It seems to lie the common opinion that the most ef-

fective method and the one least subject to evasion, is

the turno\er tax. We are in this resi)ect glad that the

Government has adopted this plan.

"We have to recognize the very difficult position of

the Minister of Finance and the tremendous burden tlie

war has placed upon the nation. I feel sure I voice the

sentiment of all, when I say that as a trade, we are

willing to bear a fair share of this burden and will not

endeavor to jilace any impediments in the way of an
hnne.st administration and will earnestly co-operate in

carrying out the law of the land.

"I have just returned from a visit to the we.st, from
which 1 have obtained a very definite idea of Canada's
potential wealth, in splendid farms, rich mines and ma-
jestic forests. With such a grand heritage, we should

have no fear for the future, but should with courage face

to-day's problems, in the confident assurance that we ar.i

destined for a ha])])y and prosperous nation, if we !)ut

honor God and d'o our dut\' to our fellow-men."

.A vocal solo, to which an encore was demanded,
formed an interlude, following which the President of the

Canadian National Jewelers' .Association was called upon.

Rejjlying to the outburst of cheering which greeted

his introduction, Mr. M. C. Ellis thanked the gathering,

insisting that he knew the cheers were intended for the

wonderful e.xecutivc of which he was honored to be the

president.

He wished to refer to their continued' work in .the

crisis through which they were just passing—a crisis

brought on by the attitude of those who api)eared to think

that the jeweler was some sort of a criminal who had no

right to be in i)usiness at all.

Early in the year a deputation had gone to Ottawa
to point out to Sir Henry Drayton that if he felt it

necessary to continue taxing the trade of the Dominion
the jewelers were willing to do their share—and no more.

They had pointed out what they thought would be an

equitable system—the levy of a turnover tax of about

one per cent, on all business: manufacturing, wholesale,

anrl retail.

In addition to this, a letter had been sent to every

member of the Cabinet, the Senate, and the Commons,
pointing out that the jewelry trade, which had been picked

upon for special discriiminatory legislation, was really one

of the highest degree of necessity, and ranked with any

other trade in point of necessity.

This would show that the executive had left no stone

unturned in looking after the interests of the jewelry

trade. With what surprise then had they read on

the morning of May 19th of the excessive and unfair

taxes with which the trade had been burdened. But they

had not given up. By letters, by telegrams and by depu-

tations they went after and kept at those responsible for

the taxation, determined that it should be made as fair

as they could make it to the jeweler.

".And gentlemen." he continued, "we have succeeded"

—

a remark which was greeted with prolonged applause.

As an illustration of the co-operation obtained from

the members of the association, he toldf of how Mr. Ryrie,

located by telephone at a meeting at a very late hour

at night to accompany a deputation to Ottawa, had
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\vrai)])ed up a few things in a brown paper parcel and

caught the midnight train.

Mr. Ellis reviewed the case as put uj) to Ottawa fol-

lowing the first announcement of the tax: first there was

the deputation which visited Sir Henry Drayton. Then

came the individual interviews with each member of

the Cabinet, special pressure being ibrought to bear on

each by the association members of the province which

he represented. Then followed another statement of the

case by letters to every member of the Commons, Senate,

and Calbinet. Later, at the last minute before the amend-

ments had been brought down, had been the secretary's

vi.sit to Ottawa, as a result of which the trade had been

cheered the next day by the announcement of the very

welcome amendments to the budget.

One thing they had not as yet obtained was return of

the tax which had already been paid on goods already in

stock—the 10 per cent, luxury tax which had now been

cancelled. However, they were still after this and they

intended to keep after it until, if possible, they got results.

He outlined briefly how the new taxation rested even

more lightly than might at first appear. In reply to a

question by ]\Ir. Knox, Picton, he pointed out that full

details would be gone into concerning the tax at question

hour the following morning. In all, conditions were by

no meansi bad. and he was convinced that they could look

forward to the most prosperous fall season in their ex-

perience.

Mr. Ellis; passing on to the National Publicity Cam-
paign approved at the afternoon session, declared that

the jewelry trade had in the slogan "Gifts That Last" the

best slogan of any trade. He predicted that by the cam-
paign to come people throughout the country would be

convinced that when they went to l)uy gifts the proper

place to go was to the jeweler.

In conclusion he read an extract from the Man-

chester Guardian indicating that Canada's peace-time

progress promised to be fully as brilliant as her per-

formance in the war. With such opinion from abroad

who at home could doubt the destiny and continued pros-

perity of the nation?

Mr. Levy, presenting the report of the nominating

committee, stated that in order to retain the services of

\N. G. Young it was intended to put before the conven-

tion at the morning session a resolution recommending

to the C.N.J.A. the creation of an organization committee,

nation wide in scope, with Mr. Young as chairman. The
following were then nominated and elected by acclama-

tion to hold office for the ensuing year: chairman, Mr.

R. J. Rodger, Kingston ; vice-chairman, Mr. Gordon Mac-

Laren, Hamilton : secretary-treasurer, Mr. Ben Chapman,

Toronto.

A novel and highly entertaining conclusion was given

to the evening's entertainment in the shape of a sight-

seeing tour throug'fi' the Elgin factories. The diners,

however, did not have to leave their places to enjoy the

trip—save for such shifting of chairs as was necessary

to bring some of them into better range of the screen on

which the tour was shown—in the .shape of moving pic-

tures.

The tour took the guests through the immense factory

buildings, and showed, almost as intimately as though the

trip had been madt in person, the various stages of pro-

gress in the making of a watch. It also served to give an

idea of the immensity of the plant, and the number of

hands employed—thousands of whom were shown coming

from the doors at "closing time."

The hour was late when the evening session finally

broke up, which in part probably accounts for the small

attendance at the beginning of the following morning's

session—though many of the out-of-town guests insisted

that a misunderstanding as between Toronto time and

"God's time" was responsil)le for their tardiness.

Wednesday Morning Session

Mr. M. C. Ellis took the chair at the opening of the

concluding session of the convention, and introduced Mr.
R. J. Rodger, of Kingston, the new chairman of the as-

.'^ociation. whom he described as a peculiarly able and ef-

ficient leader. He assured Mr. Rodger that the national

executive would stand firmly at his back in furthering the

interests of his association. Replying, Mr. Rodgers paid

tribute to the various officers of the national and provin-

cial associations who had done so much for the trade in

one of its most critical periods. One of the things con-

stantly urged in the proceedings of the convention had been

the need of patriotism. There were many forms of pat-

riotism—institutional, provincial and national ; but even

greater than any of them was a form of international pat-

riotism, a loyalty to what is ethically right. Unless the

members could go back to their homes and endeavor to

instil this sort of patriotism into their home relations,

their business dealings, and their relations with other

members of their trade, they could not hope to come to

these conventions in the right spirit. As an example of

loyalty to the cause of common right he pointed to the

association officers he mentioned, who had put themselves

to considerable inconvenience and brought upon them-

selves a heavy share of work, doing what they had done
for their fellow-members in the trade since the first an-

nouncement of the budget proposals.

Question time brought a deluge of little white slips

of paper from the question box, the vast majority of

which had to do with troublesome points in the new tax.

One, which led to the longest debate, brought out the

greatest number of intricities, and ultimately had to be

fettled by recourse to Ottawa by long distance telephone,

was the following:

"Can you deduct eleven per cent, from your

turnover before taking ten per cent, for the Gov-

ernment tax ?"

Two opinions as to this were at once apparent. One
was that the ten i)er cent, should be calculated as ten per

cent, of the price of the goods remaining to the jeweler,

separate track being kept of tax and of the jewelers' in-

come from each sale. The other was that the price of

goods be advanced an average of from eleven to twelve

and a half per cent., the ten per cent, tax being then cal-

culated on the total sum received from the customer.

The point was debated at great length, and proponent^

of the rival theories each were loth to yield to the other.

At last a call was put through to George \V. Taylor, As-

sistant Deputy Minister of the Department of Inland

Revenue, to obtain a ruling.

Meantime someone raised the (piestion as to what was
meant by the exemption of "])lain gold wedding rings."

and again opinion differed sharply, some holding th;it

"jjlain gold" meant without ornamentation of any sort,

others being of the opinion that it included engraved

rings, so long as they were of "plain gold," not of plati-

num, and not set with precious stones. This also was

Teft for a ruling from Ottawa.
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When the connection was put through a ruling was

quickly obtained on ^both points.

The ten per cent, tax, it was announced, was to be

calculated on the total moneys received from customers,

excluding only money received on sales of specifically ex-

empted articles. This means that the tax must be ab-

sorbed into the sale price.

"Plain gold wedding rings" referred only to plain

rings, of gold, without any form of decorative engraving,

gem-setting, etc.

These rulings were accepted by the convention as of-

ficial, and it was agreed that they should be observed

scrupulously by association members.

Several questions asked whether such things as foun-

tain ])ens, safety razors, low-priced clocks and watches,

silver plate, novelties, etc., should not be exempted from

the turnover on which the tax is estimated. The answer

was that all these things must be included in. the turnover

on which the tax is paid—the only exemptions of goods

sold being those actually specified in the Act in connection

with the ten per cent, turnover tax.

Other questions concerning taxation and other mat-

ters and the answers given were as follows:

"In case an}- dealer evades the law 'l)y selling

goods less the tax and making false returns to the

Government, what is to be done with him?"

Mr. Ross stated that the department was taking every

possible precaution ; that inspectors would drop in un-

expectedly on merchants throughout the country, and that

any dealers found attempting to evade the law would l)c

dealt with severely.

"Are the sales of marriage licenses and cash re-

ceived on old accounts (prior to May 19th "| ex-

empted?"

Mr. Ross thought that the first would be exempted

from the fact that it was not a sale of goods; and that the

second would be exempted from the fact that the sale had

taken place before the tax had come into force.

"On goods exchanged, is tax on difference or on

total of new invoice?"

The dealer should take credit for the value of the

goods returned, which would then not appear in his turn-

over ; or if it had already appeared in turnover of some

previous month, would be deducted from the current

month's turnover. By this means the tax is automatically

refunded on goods returned. If other goods are taken in

exchange for them, a new invoice should be made out, and

the amount, whether greater or less than the amount of

tiie goods returned, should be included in the turnover for

the current period, and the tax be paid on it accordingly.

*Ts there any chance for an 'exempt' department

in a jewelry store to include (as exempt from turn-

over) articles which are exempt when handled by

other trades."

There is no chance of this being done. While the jew-

eler is at a disadvantage in the handling of articles which

are non-taxable when handled 'by other trades, this is

compensated by the advantage he has in handling articles

which are taxable at fifteen and twenty per cent, when
handled by other trades.

From this it appears to be impossible for the jeweler

to escape the tax on turnover on articles normally handled

in a jewelry store. But there seems to be a chance that

he may not have to pay turnover tax on articles not nor-

mally handled by jewelers, by turning his institution into

a department store, applying for a jewelry department

l:cen.se, and handling in other departments the articles not

normally handled by jewelers. The same restrictions

would apply to him as now apply to the jewelry depart-

ments of department stores^—that is, they are not permitted

to escape the tax Oin cheap watches and clocks by selling

them in some other department ; but such things as fishing

tackle, cheap crockery and china, and similar extraneous

lines may be handled in other departments and do not

come under the turnover tax.

"In your puiblicity (the national pulblicity cam-

paign fund) will you impress upon the pu'blic to

])urcha'se nationally advertised silverware from a

jeweler instead of the department store?"

The campaign is one to emphasize merely the desir-

al)ility of jewelry, watches, silverware, etc., and to popu-

larize these lines, and is not restricted in scope by any

effort to tell i)eople where to buy them.

"Do you advocate collective advertising by differ-

ent members of the craft on the same page?"

Emphatically, yes.

At the conclusion of the question hour, Mr. A. S.

Flint, of Waltham, Mass., was called upon, and kept his

hearers interested, first with an imaginary trip through

the Waltham factories, and finally with a plea for better

merchandising. The address is reported elsewhere in

this issue.

The following report of the Horological School Com-
mittee was read bv Mr. Thomas Rodcn :

THE ONTARIO JEWELERS' CONVENTION. JUNE. 1920.
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"Supplementing the report at the Montreal Conven-

tion, we have to report as follows:

"Organization.—The school is now thoroughly organ-

ized and equipped to handle one hundred and fifteen stu-

dents. The staff consists of the principal and instructors.

with the necessary office help. The school is arranged in

classes, and we employ the best possible means under

which the instructors are enabled to keep strict supervision

of the work. Great care is taken that each instructor is

given the same line of teaching to pursue in order to in-

sure uniformity of training.

"Training.—Each student is first taught to file properly

and make tools required on bench work, after which simple

clock repairs is taken on, and following that he is taught

to take down and assemble the large sizes of standard

watches. Then, to each of. the difYerent classes is given a

number of school watches having defects commonly met

in the trade, upon which lectures and demonstrations are

given, teaching how to locate and remedy the defects

from liarrel to escapement ; finishing the work completely

and making it a timekeeper. After each lecture and dem-

onstration each student is required to do the work that

has just been studied, and his progress is checked up.

special care being taken to see that he thoroughly masters

his work before proceeding". The remainder of his course

is spent on doing watch and advanced clock work ; also

during the final training period he is taught how to do
gold and silver soldering and' jevvelr\- repairing: giving

the most possible instruction in the limited time at our

dis;vosal, and our training is in accordance with the most

approved methods of modern shop practice, and we strive

to instil thoroughness rather than speed, impressing on

them that breakages must be eliminated to the lowest

])0ssib]e percentage, as speed can only be gotten by

])ractice.

"Students.—We ha\e since starting handled one hun-

dred and six students, of whom twenty are now out filling

service to their employers.

"Equipment.—We have invested in equipment and fit-

tings, over $10,000, consisting of lathes and attachments,

staking tools of the best makes and full 'bench equipments,

affording every opportunity for the students to make the

f:istest progress possible.

"Trade Work.—We solicit trade work and prompt de-

liverv in 18, 16, 14, 12. 6 and O sizes of standard watches,

also all English watches of good quality. W'e will dem-

onstrate in every case the most modern methods of the

watchmaker's craft at prices as modest as possible, com-

mensurate with first-class workmanship.

"Old Junk Watch and Clock Movement.—W'e ask the

trade to co-operate with us in^ sending all the junk move-
ments they possibly can. These we wish to use during
the entire course of the students, as specified in the para-

graph on "Training."

"Finances.—W'e are glad to report that the school is

paying its way. Up to date we are showing a slight sur-

l)lus.

"Fees.—The fees charged are. for returned soldiers.

$25 per month ; for civilians, $35 per month.

"Conclusion.—In conclusion, we ask for your con-

tinued support and co-operation that the Company may
achieve the objects for which it was formed to do its

share in furthering the welfare of our trade, and to open
up opportunities for our soldiers, all of whom on our
membership roll are \vounded men."

To this Mr. Roden added that over 50 per cent, of the

men in attendance had never made use of the fifteen-

minute intermission for smioking allowed them, but had
preferred to remain at their work, so anxious were they

to qualify.

Mr. J. J. Nolan moved, seconded by Mr. J. G. Collinson,

brought down the resolution suggested by the nomina-

tions committee the previous evening, by which it was
suggested to the C.X.J.A. that a special organization

committee be appointed, headed liy Mr. W'. G. Young, to

look after organization work for the provincial and na-

tional association. This was adopted without discussion.

Mr. E. H. Flach, St. Thomas, proposed that the Con-
veii,tion of the Ontario Jewelers' Association be held in

Toronto again next year.

Mr. P. W . Ellis, however, had another suggestion to

make. He drew the attention of the members to the ex-

ceptional scenic attractiveness of the Xiagara district,

and proposed that while Xiagara Falls jewelers were too

few in number to become hosts of so large a convention,

and although the Parks Commission, of which he was a

member, could not undertake to create a precedent by

themselves becoming hosts, the association could make
its own arrangement; and he could assure them of an

exceptionally enjoyable time.

Mr. Flach withdrew his suggestion.

I\rr. E. S. Cole, of Xiagara Falls, made it an invitation

on his own behalf as a jeweler of that city, and presented

a motion that the Falls be chosen.

Mr. Collinso'n moved as an amendment that the matter

1 e left to the executive, suggesting also that they consider

a tbree-dav instead of a two-dav convention.

i*l3*.

lliiito III! Ilniililli'i;/.

PICNIC AT CENTRE ISLAND. WEDNESDAY AFTERNOON, JUNE 23rd.
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The convention, however, was so enthusiastic over

the i)ro])Osed "honeymooii'" to the Falls that it was not in-

clined to take any chances in leaving the matter to the

executive; and accordingly vdted down the amendment
and adopted the motion almost unanimously.

XOTES OF THE HAY
President Thomas Roden got back from his trip to the

Pacific coast just in time to jump in and take charge of

affairs. He was on the job until the last minute, and his

friends—which includes everybody in the trade—were
highly pleased to note that his outing had evidently agreed

with him very well indeed.

One hundred and ten prizes—count 'em, 110—repre-

sent the manner in which the trade responded to the call

of the comtTiittee. There could l)e no finer commentary
on the spirit that exists in the trade to-day or the good

feeling between its various branches. The prizes gener-

ally were very high class, and the rivalry for their posses-

sion keen and determined.

The contingent from Hamilton, headed by President

Joe Levy, was in fine form. Joe brought down his device

for painless extraction of funds to cover expenses, and it

worked as well as ever. It was rather unkind of Geo.

Klein, however, to uncover a dark horse pitcher like

Hooker. The Toronto ball players couldn't touch him,

never got even a semblance of a hit. The score card was

not available for publication.

Mr. Flint, of Waltham, was very much surprised at

the enthusiasm displayed and the number of jewelers in

attendance. He is a regular visitor at conventions on the

other side, but his Toronto affair had them nearly all

beaten a mile. He will be heartily welcomed at any

future event. ' •

The Picnic and Games

The outing arranged by the Toronto District Associa-

tion for the wind-up of the convention was a fitting finale

to the proceedings. The capacity of the committee for

hard work was again very strikingly demonstrated, and
the whole affair went like a well-oiled machine The lo-

cation secured at Centre Island could not be beaten any-

where, and it was indeed a merry throng that enjoyed the

delightful afternoon.

The first event was the ball game between the U.F.O.'s

and the Nighties, the respective teams being arrayed in

overalls and pajamas, .\fter this a long programme of

sports was run off, each event having some special fea-

ture that distinguished it from the ordinary run of straight

racing. Meanwhile the drawing for prizes was being

carried on steadily, the liallyhoo men keeping a constant

stream of customers ready to try their luck. Kiddies

were i)resent in great numbers, and the free ice cream and
liquid refreshment booth was very ex'tensively patronized

all afternoon, not by the kiddies alone, but by practically

all the adults, to whom the high standard of Cole's service

made a strong appeal. When supper was announced,

there was a general rush for the tables, and the crowd
was fully and comfortably accommodated at one sitting,

another tribute to the excellence of the arrangements.

Volunteer waiters helped out materially with the service,

and the supper was pronounced most ta.steful and satis-

fying.

The drawing for ])rizes was held immediately after-

wards, and great excitement ])revailed at the lucky recipi-

ents filed the winning tickets. The vagaries of fortune

were well illustrated, as many devotees of the wheel, with

big bundles of checks, failed to get a prize, while other

more timid /operators, with only one or two chances, land-

ed the most valua'ble articles. There was no hard feel-

ing, however, as everybody felt that it was a good cause,

and everything v\"as on the level.

The ball game between Hamilton and Toronto fol-

lowed, but a detailed account is unnecessary. The visit-

ing ])itcher was entirely too good for such a game, and,

while Ernie Phipps delivered a good article of ball, what's

the use when a fellow like Rill Lees makes three home
runs in succession. Babe Ruth has nothing on him. Bob
Friend rooted to the best of his well-known ability, but it

couldn't turn the tide. Wilford Jones and Percy Rodea
acted as umpires and escaped unhurt.

The next item on the programme was the barrel box-

ing competition, in which Roy Lalonde emerged the vic-

tor, with Andy Gaul as runner-up. The winner was pre-

sented with a beautiful trophy cup, which he will have to

defend next year, and Mr. Gaul got a handsome smoker's

jar. The last event was the presentation of prizes in

the sports, they being awarded by Mr. M. C. Ellis. It

was well after nine o'clock when the tired officials were
able to start for the dock, but it was with the conscious-

ness of a splendid day's work for the jewelry trade and
the inculcation of a spirit of fraternity that will survive

for manv \ears.

I'liolo 1/1/ lirif/titliiirj , ',i~'> Kccwatiti Ai't'., I'ortnito.

The U.F.O.'s and Nighties, who clashed on the ball field at Centre Island, June 23rd.
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Message from Mr. Wright
Tacoma, Wash., June 15, 1920.

TO the .Members of the Ontario Retail Jewelers'

(Association

:

It is impossrble for me to adequately express

my regret that circumstances most unexpectedly prevent

my being with you at the Second .\nnual Convention of

your .Association, upon which I had so definitely planned.

La.st year your welcome was so cordial, hearty and

sincere that it left an indelible impress ujjon my memory
and a deep desire to meet with you again that I might

know you better.

This year my reservation was already made and I fully

expected to be with you, but circumstances have arisen

which make it necessary for me to return to Los .\ngeles

to-morrow, and I can only send you just a word of greet-

ing in place of the address which I had hoped to deliver.

I trust that the splendid record of enthusiasm and

accomplishments which characterized the convention of

1919 will repeat itself in still larger

measure at this time.

The problems that confront us in

the conduct of our business were

never as complex as they are to-day.

Those of the war-period were as noth-

ing compared with those of the read-

justment-period through which we are

now passing.

I am not as familiar with the

requirements of your Government
as I am with those of the United

States Government, or with the labor

and economic conditions ])revailing

throughout the Dominion as I am
with those helow the border, but suffi-

ciently to believe that your jjroblems

are possibly as many and as complex
as ours.

We must be loyal to our respective

Government, but we must see to it

that the requirements of our Govern-
ment are based upon principles of

equality and ju.stice and sound eco-

nomics, which inspire loyalty and
stimulate patriotism, and strengthen

our devotion to the country either of

our birth or our adoption—^^but ali^'ays

of the latter.

I would like to bring home to you
this thought, if I may, that our Gov-
ernment is in reality the reflection of

ourselves— it is what wc make it, either through our in-

difference or through our united effort and the power of

the organization of the retail and other commercial inter-

ests of our country can offset every element of anarchy

and of dangerous and destructive forces that would
threaten to assail us.

U'hatever may seem to lie the handicap under which

we are laboring, let us find an increasing delight and

satisfaction in the attractiveness, the wholesomeness and
the happiness-producing characteristics of the jewelry

business.

Let us have a clear sense in our own minds of the

essential ]jlace which it occui)ies and undoubtedly always

will occupy, as it has done in ages past, in the community
life of every jjcople.

Conditions never made it more necessar\- than to-da\'

H. VICTOR WRIG

that we should pay the very closest attention to our

accounting methods and to our margin of profit, and in

the latter connection I would like to particularly direct

your attention to a "Profit Schedule"—a copy of which I

am enclosing herewith—which is figured on a percentage

of sales rather than ui)on a jiercentage added to cost of

merchandise.

Accompanying this schedule is an article which I have

just written for the subscribers to the Jewelers' Research

Bureau of the .American National Retail Jewelers' Asso-

ciation, and in that article, which it may possibly be your

pleasure to read, you will, I believe, discover why I am
laying such special emphasis upon this subject at the

present time.

I believe that if we would only consent to think and

talk in percentages upon sales when referring to our

mark-up, rather than in percentages added to cost, most

of us would become very much better merchants.

There are references in the article

to a 3 per cent. Excise tax, which is

not applicable under your Govern-

ment, 'but the principle involved is

unchanged, and I would like to cor-

dially suggest that you give serious

consideration to the advisabilty of

conducting a campaign of education

along these lines, which would include

the furnishing of the retail jewelers

of the Dominion with such profit

schedules as I am submitting here-

with, together possvbly with an article

which would state clearly and con-

cisely the advantages to be derived

from a change of practice in this re-

gard.

It is our custom when speaking of

the cost of doing business to always

make use of the percentage upon

sales. Why should we not in like

manner refer to a percentage of sell-

ing price when referring to the per-

centage of gross profit which we em-

ploy in the marking of our goods?

This is but one of the topics which

1 would like to have discussed with

ynu if I had been present, but it is one

of the features of service which our

Jewelers' Research Bureau is endeav-

oring to perform on behalf of our
HT, Los Angeles, Cal. ,-.

cratt.

As many of you know, the Harxard Bureau of I'usi-

ness Research has recently published a ibulletin known as

Bulletin Xo. 13, in our behalf, explaining in detail a sin-

gle-entry sxstem for operating accounts in retail jewelry

stores, and while the record sheets which this system

requires are exceedingly elementary, we feel that the Har-
vard Bureau has i)erformed a very definite service for the

small jewelers who have not the facilities for maintaining

a more adequate accounting system, and they have further-

more furnished classifications of accounts which we hope

to standardize,' and by the general use of which to be able

to accumulate data upon the cost of doing business, which

will serve as a most valuahle guide in the conduct of oair

business.

Our Jewelers' Research Bureau is now preparing to

( Continued on page 66.)
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Successful Business Building

OXE of the American visitors to the convention

was Mr. A. S. Flint of W'ahham, Mass., who claims

to have been througii the watchmaking business
trom the bottom up. He prefaced his address, which was
given at the closing session of the convention, with a few
flcittering remarks about Canada, and 'more particularly

Canadian officialdom, whose members he considered very
courteous in their attitude toward strangers. He also re-

viewed at some length the growth of the Waltham idea

in watch production, and gave some interesting data con-

cerning the output and equipment of the existing plant.

"The successful selling of merchandise or service," he
continued, "means selling these things at a profit. The
jeweler must have a profit to stay in business. The sales-

man must have a profit to continue to sell. The customer
must have a profit, which may be figured" in value received

or service expected, so that he may give the sahs'man and
his employer future business. The salesman makes two
friends; his opportunity is a great

one, but his work calls for ^tudv

equal to that required in any pro-

fession."

He must know, the .-peaker

I)ointe<l out, why one grade of

watch is better than another, and
this particular point is one of the

hardest for the customer to find out
in the average jewelry store. He
had heard so-called sales people
stutter and look startled and say:
"Why you can kinder judge 'em by
the looks." Were they selling time-
pieces ? Not a hope ! They were
selling just a case and throwing
the movement in.

'"Xever in the history of retail

business," he continued, "has the
small shopkeeper had the oppor-
tunity he has right now. This is

the age of the man who knows his
business—the specialist—no mat-
ter what the line may be. Without
fear of successful contradiction, I

claim that no other business re-
ceives the confidence of the public
equal to the trust displayed in the
watchmaker and jeweler.
"Vour Repair Department is

your proof. Every day articles of
priceless value are left in your
keeping for repairs, and the owner is .sati.sified that your
good name is his or her protection. The largest jewelry
businesses in the world to-day were started by men who
were capable watchmaker.-,, with high ideals of their chosen
trade, and they have never betrayed this public trust.

"To-day modern advertising is assisting the jeweler

ar.d the watchmaker. But why was not this done long ago:
T think our work has been too easy for us to get. One
of the greatest campaigns of niodern .advert;.;,ng was rliat

to in'roduce the safety razor. It rris transformed ;is into

a race of clean-faced men who shave every morning

—

and do it our,selves. .\y\(1 yet, with all this, has the barber

gone out of business? Vou might think he should have,

under the circumstance^, with everyone owning his own
safety razor. But, on the contrary, what do we find? The
barber's business is a better one than ever. .\nd whv ?

MR. A. s.

Waltham

Because he has got to prove to you that he can do a better

job on your face than you can do yourself, and the stim-

ulant has been a good thing for him.

"You all remember the little barber shops of the days

before the safety razor ca'me in, with their fly-blown

mirrors and the cigarette signs on the walls. The barber

then would sell you a .shave and throw in a lot of useful

information on a variety of subjects, and take a lot of

time at it. He used to be an authority on race horses

—

and any'^hing else that was fast. But he doesn't do it any

more. He knows how to sell his labor now. He used to

holler 'Xext!' and you climbed into the chair and had a

shave for ten cents. Xow he does less talking but you're

lucky if you get out of the chair at less than a dollar;

and then he ha> you hypnotized so that you give him an

extra ten per cent.—without ta.x !

"What's the matter with the watchmaker and engraver

selling their labor the same way? I was glad to hear that

you. over here in Canada, are al-

ready selling your engraving. There

is no reason w by you should not do

so. Women are willing — even

anxious— to pay for engraving.

.\nd why? .So that they can go
back and kick about it after-

wards?"

The speaker mentioned that

many years ago, after com])leting

his apprenticeship, he had been

drawing a wage which at that time

was earned by few watchmakers.

He had been able to do this because

of one thing he had learned while

still an apprentice — that fifteen

minutes spent at the time a watch

was first taken in for repairs was

the time to sell his labor, and get

a fair jirice for it.

He advised his hearers not to

worry about the big stores and the

department stores. The small jew-

eler was just as capable of selling

his labor and his wares as were the

' others if he went about it the righ:

way. The big places were top-

heavy ; they could do no more tlian

the smaller merchant to get men
to i)ut behind the counter who
\\ ould sell their goods and services.

The smnll jeweler has just as good

a chance of getting the business.

"If I walk into a shop wanting goods, and am shown

tht goods, and am treated decently while in the shop, I'll

bj.iy the goods. You know yourself that you would, when
you go into other stores; and most people come into your

sicre in the same way."

National advertising, lie felt sure, would be a great

thing for the trade. That this was so was proven, he

claimed, by the universal success of nationally advertised

lines of goods. .\nd in this connection, he advised mer-

chants to add to the value of the national advertising of

jewelry by pushing jewelry lines which themselves were
nationally advertised by their makers.

''Some 'makers of watches," he said, "who purposely

refrain from putting their names on their products, are

( Contiinicd on page 66.)

FLINT,
Mass.



THE TRADER
ii

Salesmanship"
Address by Chas. T. Evans, Former President A. N.R.J. A., Before the Convention

of Ontario Jewelers, Toronto June 27, 1920

SALESMANSHIP has been defined in a number of

ways by leading exponents of the art, so I shall

not attempt to add another definition, but will im-

mediatelv take up the subject as it pertains to the jewelry

trade.

First of all, until the retail dealer has sold to a con-

sumer an article from his stock, there has not been a

real sale, for up to that time, it was occupying a place in

his stock, and the manufacturer or wholesalers could not

sell him another article to take its place until the retailer

himself had disposed of it. It is a realization of this fact

that has brought about consumer advertising, dealer's

helps, window display's and so on to assist the retail

dealer in passing along to the ultimate consumer the goods

which he has in stock. In turn, he again buys, sells and
repeats the operation as long as he is in the business.

For a long period this condition did not o'btain. The
manufacturer or wholesaler did not interest hi'mself in

the retailer's problem, and considered his ]iart in the

scheme of business to be to make or

job the goods, and after that the re-

tailer had them, it was his prol-lem

as to how to get rid of them.

Second : we will all agree that all

sales must be mutually satisfactory

:

the dealer has received the ca<h

value of his article, and at the same
time the customer has secured the

ecpiivalent of his money in mer-

chandise which he desires. Each has

parted with what he desired less,

for that which he wished for more.

Third: I am sure that to-day we
all consider our selling idea as one

which concerns a "proposition" ra-

ther than one particular article. Let

me illustrate. When a customer en-

ters your store, if you are a live

jeweler, your desire is, first of all,

and most of all, to create a favorable

impression on him, as to the de-

sirability of the merchandise you
sell ; confidence in the statements

made as to quality, style, durability

and price. All this in a general way.

Then we will go further and try to develop the idea

why jewelry and kindred articles make the most satis-

factory gift. If it is a wedding present, and the article

in mind is sterling silverware, we can bring forward the

arguments of its lasting qualities, in addition to any other

regarding its beauty and utility; we can point out that ir

can grace the table when the silver and golden wedding
anniversaries are celebrated. In short, we can bring for-

ward to the customer's mind the idea that if he wishes

hi.- ])resent to go with the couple through the joys and
sorrows of their wedded life, his selection can be made
at the jewelers' to better advantage than elsewhere. An-
other thing. Let us bear in mind that our competition

conie> from other lines than our own. That when a cus-

tomer talks about looking around, it does not mean at an-

other jeweler's. Your competitors are the stores that sell

hnens. pictures, musical instruments, furniture and so on.

For this reason one should urge the lasting qualities of his

merchandise, or rather of the line in which he is engaged.

CHAS. T. EVANS, Buffalo

instead of trying to convey the idea that one store is the

only safe place of its kind in which to trade. .\s we all

know, there is a feeling existing among jewelers to-day

wherein we regard one another as colleagues rather than

competitors. In consequence, we find the jewelry trade

to-day on a much higher plane than it was ten years ago.

It has been stated on varioiis occasions that selling a

customer what they ask for, is not salesmanship at all, and

the reader is urged to use his powers of suggestion to ni-

duce the customer to buy something or other about which

he has not thought before entering the store. Now, this

may be good business, but I question the desirability of

laying down this precept as a safe one for young sales-

m.en to follow. I believe thoroughly in the value of mis-

sionary work to be done through our advertising ; through

cur show windows: through our interior displays; and by

word of 'mouth. There is no question but that many times

we let a customer depart without making all the purchases

at our store, for which he was in the market. For tha:

reason, it is well to always have

sometliing in mind to which one can

call a customer's attention : some

special display or sale in some part

of the store; but having indicated

our willingness to serve him further,

great care must he exercised that we
do not forfeit the good opinion of

our business and its methods, which

he has indicated by entering our

store. We have all had the experi-

ence when meeting the too persistent

salesman, and it is doubtful whether

it is a trade winner. On the other

hand, carelessness, inattention and

lack of courtesy often make possible

the departure of a customer before

all his business has heen transacted.

Establishing a feeling in the cus-

tomer's mind that you are interested

in his purchase from his standpoint,

will go a long way towards obtaining

his confidence. At certain seasons

of the year, such as Christmas time,

or the wedding seasons, it is possible

to solicit further consideration of

without danger of offending the\(iur nlerchandi^e

customer.

Success, as a salesman, comes from intelligent, honest

effort. Know your own goods thoroughly. Do not be

embarrassed by meeting customers who are more familiar

with your line than you are yourself. Ask questions of

those from whom you procure your stock ; read your

trade papers and other business literature regularly; read

the fashion magazines so that you will know what jewelr;-

will best supjily _\our customer's need according to the pre-

vailing styles. To be a good salesman requires that one

should have faith in himself, his ability, his concern, its

l)olicy and its goods. In waiting on a customer keep in

mind, always, that you arc building for the future. Da

not be impatient about the time it takes a customer to de-

cide, and do not figure the time wasted spent with custom-
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ers who do not buy. When a customer opens your store

door, he or she has paid you a compliment, and has indi-

cated a favorable opinion of the store and its business

methods. If yon can obtain the customer's confidence to

the point that they will permit you to assist them in their

selection, use your best judgment in finding articles which

will serve their purpose and yet keep within the range ot

price which they have suggested as the amount they art

willing to expend in the present purchase. Each cus-

tomer whose confidence you have won and kept will come

back to you with more or less frequency, which will in-

crease as the years pass and they learn to depend more

and more upon your good intentions and advice.

One customer for whom I bespeak especial care is the

one who is hard to please. We all have that sort coming

into our stores from time to time and the tendency, often-

times, is to make possible a hasty departure, ihut therein

lies one of the greatest mistakes in business. The cus-

tomer who is easy to wait upon, who buys easily and

quickly, is well and favorably known in all the stores of

the city, and is absolutely sure of a welcome wherever

she goes. Xot so, however, the "Grouch." Salesmen side-

step him whenever possible, and the one who waits on

\\\m is usually some new or unacquainted salesman, who
oftentimes surprises his fellows by the size of the sale

made. Let me impress upon you that these 'bard to

please" customers do buy, sometimes, and many of them

are good customers if you can once establish a feeling of

confidence in your treatment of them. Courtesy is one

of the most inexpensive things in life, and can be used

unsparingly and, as pointed out, the one who responds

most quickly to it is the one who gets the least of it.

In waiting on customers be positive in your state-

ments, never negative. Be yourself. Write out selling

talks about the different articles in the store, and learn

tliese arguments. Then learn something about famous

diamonds ; where diamonds are found : their cutting, etc.

;

about period furniture and silver; about the history of

watches, and so on, so that your sales talk will be a story

of human interest, rather than a scientific conglomeration

of size and weight of diamonds; and the character of the

watch movement and the number of its jewels and adjust-

ments. Some of the best watch salesmen I have known
sold watches without opening the case to the works at all.

They talked about the watch in a very interesting manner,
ar.d in terms understood by the customer who wanted a

pocket timepiece, pleasing to the eye, and which would
also tell him, with reasonable accuracy, the time of day.

These selling talks can be passed around among your
salesmen for their instruction, and the privilege of adding

other arguments which tend to convince the prospective

purchaser. In your store, have it understood as to the par-

ticular watch or silverware pattern which each will show
first and recommend. Many customers come in several

times, and have different ones serve them. Their confi-

dence is shaken, or at least their determination as to the

])articular article to select, whereas, if each had talked

along the same lines, each would have added strength to

his predecessor's selling talk.

A salesman must have knowledge, judgment and en-

thusiasm. He must know his goods ; must use care in

advising selection, and he must also be able to enthuse

o\er the article he has shown so many times, or he will

never j:arry his customer through the various stages lead-

ing to the actual purchase. Where the customer is select-

ing a gift, he will depend to a great extent upon your ad-

vice, and your knowledge and judgment are going to make
that advice absolutely safe for him to accept.

Perhaps it is unnecessary to-day to advise salesmen to

avoid being "smart"' in their dealings with customers.

Bear in mind, always, that your customer does not know

as much about your business as you do, and that in the

natural course of events, he will occasionally ask a ques-

tion which is ridiculous. In answering such questions, he

very careful to be explicit without conveying the idea

that you think your questioner is a simpleton. To my
mind, disposing of merchandise is not so much a question

of selling as it is to get the customer to permit you to as-

sist him in selecting the right article for the occasion.

Advertising, to be of the trade winning sort, must ai-

v>ays consider the proposition from the customer's stand-

point, and that is equally true in the sale made by word

of mouth. In handling a customer, try to establish in his

mind the fact that you are there to serve him; to co-

operate WMth him in the selection of the proper gift for

the particular occasion. Then, if you know your mer-

chandise thoroughly ; who makes it ; how well it is made ,

its quality ; attractiveness, style, dural)ility and desirabil-

ity, the price will take care of itself. Do not misunder-

stand me. I do not mean to convey the idea that you can

by proper selling .methods sell a customer a more expen-

sive article than he wants to buy. In fact, I do not con-

sider that good lousiness, unless a few extra dollars means
just that much more satisfaction.

Do not rely on "talk" of an indefinite character to

c;irry you through. Explain the reason for differences in

price. Snch statements as "we need the money'' do not

a])peal to the thinking person, and are an admission of

incompetence. Salesmen should study their goods; make
comparisons of value and know the reasons for differ-

ences in price.

i.\ sympathetic understanding of your customer and
his present problem, as indicated by his visit to your

store, will develop an interest which is genuine, and if

you are sincere in selling the proposition of your store as

a desirable place for trading, you will always be doing

missionary work to acquaint the public with your store;

its policy; its merchandise; its service.

Sincerity and enthusiasm will beget personal magne-
tism, and it is that which distinguishes one store from
another carrying the same general line of merchandise.

When you study the history of successful enterprises you
will generally find that each such business is the reflec-

tion of some man who has put his very soul into the work
of developing that business. You will usually find the

general atmo.sphere of sucih a store to signify service of

a high character. 'In closing let me speak for a moment
on the honor of our calling as jewelers. No other line

of business stands as high as ours. We have an intimate

relation with our customers through all the happy days
0'" their life, from childhood to old age. The gifts which
arc kept and prized throughout life are usually those

from the jewelers. We meet people generally wheii they

are in a happy frame of mind, and seldom do we have to

look at the unfortunate side of life in our business deal-

ings. Our goods, if not sold to-day, are good a year

hence. There is no such thing as dead stock in the strict

meaning of the term. In short, to my mind, the jewelrv

business is the ideal one, and we should make the most of

our op])ortunities to scatter sunshine as we go along

life's highway.

Again let me urge you to read your trade papers, all

of them. Read them thoroughly. Xever mind if the

arguments brought forward are not new to you. It is

certainly very })leasing to read what some writer con-

siders good business methods, and find that he agrees witli

you absolutely. On the other hand, one will have matters
brought to mind which, while known to him and buried

(Conlimtcd on page 66.)
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New Park Scheme for ''The Falls"
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CONSIDERABLE attention has been paid in the

public press of late to a memorandum prepared by

Mr. P. W. Ellis, Chairman of the Queen V^ictoria

Xiagara Falls Park Commission and submitted to his fel-

low commissioners at a recent meeting. As is well-known,

Mr. Ellis has been prominent in pu'blic life for many years,

now occupying the position of chairman of the Toronto

Hydro-Electric Commission, and having been a member
of the first commission appointed by the municipalities of

the Province of Ontario to inve?tigate the potentialities

of Xiagara Falls power. Later on he was on the second

commission appointed by the Whitney Government to in-

vestigate the water powers of our Province, and also was
an active member of the council of the Canadian Manu-
facturers Association, 'being its president for the year

1<)()1 and part of 1902.

MR. P. W. ELLIS

As the war is now over the bar!) wire entanglements

to i)rotect the Xiagara Falls power plants ha\-e been re-

moved, the confusion created by the construction of the

third pipe line of the Ontario Power Company is ended,

and the debris occasioned by this last work has been re-

moved, and the Commission is now for the first time

since the declaration of war in a position to carry on

constructive work.

The memorandum is as follows

:

I have been much impressed from time to time with a

sense of the opportunities that lie before the Commis-
sioners of the Queen Victoria Xiagara ['"alls Park for

rendering valuable public services to the people of this

province in the ordinary course of discharging the statu-

tory duties that rest upon them. I therefore take this

opportunity of submitting to my co-Commissioners a very

short statement of my views thereon, of requesting the

courtesy of their attention thereto, and of asking their

indulgence if to some e.xtent I deal with familiar matters.

My object is not to deal with commonplaces, but to direct

their attention to conceptions of duty and to fields of

public ser\ice that are perhaps to some e.xtent new.

I. f!I.\RACTERISTICS OF THE QUEEN VICTORI.V .\IAG.\R.\

FALLS HARK DISTRICT.

I would therefore remind my fellovv- Commissioners
in the first place of three distinct characteristics of the

district which has been committed to their special care.

As the lo'cation of the "Falls" proper, the di.strict has a

scenic character that is known throughout the whole
limits of the civilized world. .As the seat of the first

Legislature and Legislative Council of Upper Canada,
the first meetings of which were held on the 17th Septem-
ber. 1/92. at Xewark (the old name of Xiagara). it has

an historic interest to the people of Canada that is pecu-

liarly its own—marking as it does the beginning of repre-

sentative gosernment institutions in Canada. As the

theatre of some of the most stirring scenes and some of

the most heroic fighting of the war of 1812-13, it has

memories for the people of this country that will ne\er

die. In 1812 there were half a million people in the

Provinces of British North America, while there were

six and a half millions of people in the United States.

Xotwithstanding this disparity of numbers, the rugged

patriotism, power of endurance and capacity for self-

sacrifice of the Canadian people, exhibited as they were

in unique degree in the Xiagara Peninsula, led to a con-

clusion of which the Dominion of Canada need never be

ashamed. May the future history of Canada and the

L'Uitcd States never again be marred by such strife. As
the scene of the most wonderful hydro-electric develop-

ments in the world, the district has also a special interest

to all who are engaged in the progress of the mechanical

arts.

II. POTENTIALITIES OF THE PARK.

The characteristics thus shortly stated endow the Park

with certain special potentialities. The combined scenic,

historic and technical characteristics of the district ap-

peal to the traveller, the student, the statesman, the

soldier and the pleasure-seeker: and when wisely de-

velo[)ed should ensure a constantly increasing stream of

travel from all parts of the world. The degree in which

such travel shall be attracted to the district will turn

largely upon the policy of development that is carried out

by the Commissioners. By means of well-thoughi-out

plans of internal park development, the "Park" in com-
bination with the "Falls" may be converted into a p(j\\er-

ful magnet for the attraction of all classes of people. By
the extension of internal driveways between Xiagara-on-

the-Lake and Fort Erie, including the historic ground of

Brock's monument, by horticultural and a(iuatic develop-

ment, by general scenic improvements and electrical dis-

plays, by amusement i)arks, by restaurants and resting

l)laces within the limits of the main park and its auxi-

li;iries, and by comfortable observation and transportation

facilities, the natural power of the district to attract travel

will be greatly stimulated; while by providing the various

services at cost, the beauties and attractions of the Park

and the district will be made available to masses of people

whose station in life forbids expensive enjoyments. By

organizing excursions during the season for regular visits

from the school teachers of the province, a work of singu-

lar need and value would lie accomplished. Such a plan

of develo])ment as is here but briefly summarized in the

barest outline would confer substantial material benefits
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upon the province, while at the same time it would confer

reciprocal physical, mental and moral benefits upon the

visitors. By creating and stimulating an interest in the

stirring history of the district, it would confer most valu-

able educational advantages upon many. To preserve the

historic memories that cluster about the scenes of 1812-15,

to kindle the patriotic imagination, to stir the latent feel-

ings and impulses of reverence and pride that the burial

grounds of Butler's Rangers and Lundy's Lane appeal to,

is to contribute in no small measure to the development

among Canadian visitors of the highest qualities of citi-

zenship. Healthy outdoor recreation in a district of un-

rivalled natural and artificial 'beauty provided at cost, and

brought thereby within the reach of many who otherwise

could not (>btain such, is a strong factor in the develop-

ment of orderly life and contentment among the people.

Such an atmosphere is an antidote to the dangers and

devilisms of Bolshevism. Such a programme calls for

steady, systematic development year after year, for the

employment for many years to come of the surplus

revenues of the Park on, however, an amply reproductive

basis, and for the establishment now of a capable and an

adequate executive and recording organization to take

charge in a Ijusinesslike way of the business aspects .of

the ])rogramme. To divert the revenues of the Park to

other less necessary purposes would be a material mistake

of the first order. And if the attempt should be made it

would, in my judgment, become the bounden duty of the

Commissioners to make the strongest possiible representa-

tions to the Ontario Government to withhold their sanc-

tion to such proposals.

III. OPPORTUNITIES FOR SERVICE.

The adoption of such a programme, to make the Park,

which, with its various auxiliaries comprises nearly 1,200

acres, a place of abiding beauty, to attract to it conven-

tions, educationalists, travellers and holiday-makers from

all quarters, to secure to the Province the material loene-

fits of such attraction, to confer upon the visitors the

reciprocal benefits of contributions to health, happiness

and patriotism, to help forward the cause of international

harmony by the added intercourse with our neighbors that

such a programme would beget, and at the same time to

assist in the development of applied science to the in-

dustrial and transportation life of the country by super-

vision of the great hydro-electric undertakings created

within the Park is to give dignity and elevation to the

work of the Commissioners. I ask therefore the sym-

pathetic attention of my fellow-Commissioners to and
their sympathetic co-operation in the general programme
outlined herein. Each individual step proposed will be

laid before them and fully explained and discussed before

ibeing taken. I only desire for the moment to sketch a

l>erspective that is calculated, I think, to appeal to their

high ideals of public service. I am satisfied that if they

take advantage of these opportunities they will find ample

reward in building for the future on a scale and with a

purpose that the future will vindicate. Among my fellow

Commissioners is the personal representative of His

Gracious Majesty King George, to whom we owe and
gladly pay a proud allegiance. The Park is nained after

His Majesty's grandmother. Queen Victoria, of revered

memory among us all. 1 can conceive of no better way
of honoring her great memory than iby making the Park

an agency in the development of patriotism and of high

ideals among the people of our land; and 1 feel sure that

His Honor the Lieutenant-Governor of the Province will

feel it a special privilege to share in such a tribute to

Her Royal memory.

Why the Window?
AGRE.AT majority of merchants, if asked why their

stores had one or more windows, would look at

the inquirer as if doubting his sanity, and if press-

ed for an answer would say "to admit light of course."

.\nd they would be largely wrong.

Time was when windows were inserted in buildings

to give light within, and this still applies for dwellings

and office buildings^ factories, etc., with due regard to

their use for ventilation. But for the modern retail store

the original purpose has been lost, or superseded by one

designed to give light—or enlightment—without.

Comparatively little light passes through windows of

the most up-to-date city stores, so little that the jewelry

store or department store contributes literally to the local

gas and electric companies. Most specially to the local

business districts do likewise.

Where and when the first merchant conceived the idea

of enlightening the [leople passing by his store in regard to

desirable articles to be found within, if it was ever made
a matter of record, has long 'been lost. Likewise the slow

and steady spread of the custom was not made a matter

of business history, though it would prove most interesting

reading for the present day window dressing fraternity.

That it has developed to a point where it supports a

profession with constantly increasing membership, through

whose activities merchandise sales are greatly increased,

is only an example of the many cases in which an article

designed for one purpose has been diverted to another

with beneficial results.

Since the present purpose of the window—the show
window if you please—is to give light without, the interest

of the jeweler should be centered on how to make that

light of the strongest inten.-jity, most compelling, and
"simply woftderful," from the viewpoint of the public.

Taking a cue from nature and observing that while

diffused light from a central orb, or blended from many,
is most useful and restful to the eye, there is nothing

about it so striking or so unusual as to distract the atten-

tion of the observer from what is passing in his mind at

the moment.
Turning then to artifice note the eftect of the flash-

light or the spotlight. The former attracts momentary
interest; the latter centres and holds it. With these facts

as a foundation we can build a window which will be of

infinitely more value to the business by giving light with-

out, than could ever be achieved through admitting sun-

light to the interior.

The retail jeweler carrying an average stock cannot,

of course, carry a professional window dresser on his pay-
roll, but he can encourage latent talent to be found in

some member of his salesforce. It might even be profit-

a'ble to pay for a mail course from some good school de-

voted to the subject, or even for attendance long enough
to absorb the fundamental principles.

That a window display should be carefully planned
before installation is pretty generally understood, but that

a series of trims should be laid out in advance of the sea-

son in which they are used is difficult to make merchants
in the smaller towns accept and act upon.

The show window is the eye of the store reversed.

Making the most of it is not easy, but it is profitable.—The Manufacturing Jezvclcr.
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British Out for Jewelry Trade
ALTHOUGH recent reports from Canadian visitors

to Great Britain emphasize the underproduction

from which that country is suffering, and the short-

ness of supplies for export je\veh-y trade, those who have

been in England during and since the war find much that

is promising in the situation, especially with regard to

watches and clocks. The following" optimistic statement

issued by the British Trade Commissioners in Canada is

of considerable interest, and' speaks for itself:

WATCHES AND CLOCKS.

About 50 years ago, the United Kingdom held an en-

viable position in the van of the world's producers and

enjoyed a high reputation for quality. By 1913 the United

Kingdom had, however, entirely ceased to be an imjior-

tant producer, and the industry, though still existing, was
practically of no account, chiefly through its failure to

follow the march of improvements in methods of produc-

tion.

At the close of 1919 and as the result of the war, the

clock and watch industry is, however, in a slightly more
flourishing position than it has been for many years past,

and attempts are being made in certain quarters to turn

out machine-made clock parts on something like a modern
scale. There is also some activity being shown among the

few watch producing firms who manufacture in quantities

The following figures clearly indicate the small part

which this industry takes in the total commerce of the in-

dustry.

Taking the year 1919 and subtracting the value of the

re-exported articles from the full import figures, the effec-

tive net imports of watches and parts amount to almost

exactly £2.000.000. Against this must be set an export

(produce and manufactures of the United Kingdom) of

£3,367. For 1913 the net im]>orts were approximately

£1.200,000. and the exports £12.257.

The imjjorts of clocks and jiarts are not so large, the

figures for 1919 being £407,767, and for 1913. £499.312.

whilst the exports are for 1919. £31,805, and for 1913.

£45.314.

The United States, Germany and Switzerland domin-

ate the world markets in watches and clocks, although

Germany has not yet regained the important position as an

exporter of cheap clocks which she held before the war.

The manufacture of clocks and watches has been brought

to such a high pitch of excellence in these countries that

the United Kingdom can hardly with fairness be talked

of as competing with them in overseas markets.

It will be seen from the above figures that a large

market exists in this country for a watch and clock indus-

try of some importance, but it must be realized that the

number of workmen in the L'nited Kingdom who are ac-

quainted with the trade is very limited, and from reports

.vhich have been received it would appear that the short-

age is likely to grow more pronounced owing to the diffi-

culty experienced in persuading youths to become appren-

ticed to the trade. The small supply of skilled labor might

be overcome by the training of women and disabled men
to whom the light work would appear suitable, but it does

not seem that the future will see any material increase

cither in the production or export of these articles.

SILVER, ELECTRO-PLATE, AND JEWELRY.

The chief factors governing the export trade are the

shortage of skilled labor, labor unrest, and the rise and

fluctuation in the price of raw materials.

It is satisfactory to note the rise in the export figures

from September last, and this in spite of the many diffi-

culties under which the trade is laboring.

There has been of cour>e during the last year the usual
temptation to concentrate on home orders, but, on the
whole, these trades are particularly alive to the necessity
of developing the export side of their business, and the
home trade has, in this case, had less deterrent effect upon
export than in many other industries.

Possibilities of production have certainly increased
through the adaption of ])lant installed for munition pur-
poses, but against this must be set disadvantages with re-
gard to supplies and costs of raw material, as well as
laljor unrest and shortage of skilled workers.

Firms have been busy during the past year re-organ-
izmg their factories for peace-time requirements, but de-
mands, both at home and abroad, have been great and
many firms still have orders, given as far back as 1917,
on their books. Variou> efforts have been made, com-
mencing as far back as 1916. to train disabled men in the
jewelry and allied trades, but in spite of this the trade
continues short of skilled labor.

With reference to the difficulties as regards supplies
and cost of raw material the following table may be of
interest, showing the abnormal variation of the silver

market during 1919 as compared to former years:

1919. 1918. 1917. 1916. I^IT-,.

Highest quotation 79y8Cl. 49V2d. .5.'")cl. STVgd. 27i4cl.
Lowe.st quotation. 47%cl. 42%d. 3.5 {Jd. 26Md. 22^is(1.
Range of price.s. . Sl^id. 7d. 19Ad. Ki^gA. 4ii1d.
Average price .. . o7i^d. 47 /Isd. 40 %d. Sl^d. 22,\}-A.

The production of imitation jewelry has rapidly in-

creased during the war. and it is satisfactory to note that

the larger firms are doing a fair export trade. The manu-
facture of cheap spoons and forks has also been extended
and' machine-made chain, rolled gold wire and flat stock
are being made to a small extent, although one firm in

particular has recently imported machinery in order to

produce on a fairly large scale.

The overseas demands for silver, electro-plate and
jewelry is heavy. The most important markets are South
America, the United States and the Colonies. Germany,
before the war. carried on a large export trade with South
America, and British manufacturers have been making
s])ecial efforts to gain a strong hold there.

The chief competition in the South American market
during the coming year is anticipated from the United
States, for it is unlikely that Germany will be in a position

to export extensively for many months to come.
The cheap imitation jewelry industry in Gablonz (Bo-

hemia) is. however, stated to be reviving and firms are
already accepting orders. Prices there have risen from
60 per cent, to 300 per cent., but the low exchange value
of the Krone enables manufacturers still to market their

goods in this country at low prices.

The industry, generally, has given evidence of a keen
desire to extend its overseas trade, and with home condi-
tions satisfactory and the adoption as is at present con-
sidered likely by a number of firms of co-operative or-

ganization for the furtherance of export trade, the future
is generally viewed with a high degree of confidence.

Some of the articles to be shown at the watch and
jewelry fair at Geneva during July are the following:
Clocks de luxe and' of standard quality, clock works of all

sorts, watches of every variety, standard and fancy, in-

cluding the latest developments in wrist watches, electric

watches and clocks, repeating watches, chronographs and
time watches, silver and gold ware, jewelry of various

kinds, watch material, etc.
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The Pearl
I.—As an Emblem

B\ EslcUc AntoUi.

''At certain seasons the oysters lie

With vah'cs leide gaping toieani tlie teeming sk\.

And seicc the falling dews, and pregnant breed

The shining globidcs of fh' ethereal seed."

IN its delicate beauty, emljlem of iiiindesty and purity,

the ancients practically ascribed the Pearl to a drop
of dew fallinjr morning and evenins; into the o])en

shell.

From time immemorial it has held its jjlace in the first

rank as a Queen (lem. en solitaire, or a.s a fit mate for the

most splendid jewels.

Groping to find a way for its adoration, as nothing but

the extreme api)ealed to the mythology of the East Indian,

so was the discovery of the Pearl attributed to their god
Vishnu, the Pervader, who, supreme power, pervaded na-

ture to such an extent as to be known by many names ; and
it was Vishnu who searched the seas that he might adorn
the beauty of his daughter. Padia, with these ornaments.

Hindu mytho'logy also tells of a wonderful tank, the

work of the god Myra. Its sides and bottcm were en-

crusted with pearls, its centre a raised platform blazing

with the most gorgeous precious stones, and. although it

contained no water, the illusion produced by the trans-

parent crystal and the beautiful pearls temjjted those who
ai)i)roached to take a refreshing bath in what appeared to

he clear fresh water.

Xot only did they laud this gem in verse but at Multan.

one of the mo,st ancient cities of India, situated in the

Punjab. 164 miles S.W. of Lahore, there was in the Hin-

du temple an idol having for eyes two great pearls—the

most precious gems not being considered by the Hindu too

great an offering to the gods of his worship ; and a gem
that has adorned one of their idols, though replaced by

others, is always regarded bx" its owner as a most sacred

possession.

The practices, rights and customs of a people are dis-

sipated' but slowly: and. therefore, in the progress of In-

dia, the Pearl has held first place with its enlightened

princes whose collections, due to their possession of the

rich pearl fisheries of Ceylon, are famous the world over
and have never been equalled in any country.

The treasure of that famous Prince of India, the

Gaikwar of Baroda. is a wonderland in this respect.

Noteworthy is a sash made up of a hundred rows of i^earls,

with a large tassel of pearls and emeralds at the end, also

seven rows of superb i)earls. a litter covered with seed

I)earls. and' what is believed to be the most valuable jewel

ornament in the world, a" shawl or rug of pearls, about
six feet long by two wide, made up of strings of pearls:

the centre and liorder of this shawl is set in diainionds.

Then there is the collection of the Rajah of Dholphur,

which is said to contain the finest ])earl necklace in India,

eight strings of sui)erb ])earls worth millions of dollars.

Partaking as they do of the colors of the Mother-of-

pearl layer, combining all the hues of the rainbow in the

shell in which they are formed, to the mystical mind of

the East this holds a deep significance.

Good lueh is the supposed effect of wearing

a bine pearl; zt'caltli, a light yellow one; good
understanding, one of dark yelloiv; and a n'hite

pearl is endozccd with fame and glory.

So. from the days of King Solomon, in whose ])roverbs

it is frequently mentioned, as well as in the Book of Jol),

the Pearl, with its soft iridescent glow—which lustre,

beautiful and delicate, defyii»g verbal description, is term-

ed its "orient"—combined with its lovely play of color,

the chief characteristic of a gem of the first water, ha.s

not lost an iota of i)restige even unto the present day.

The Golden Rule as a Business Weapon
53' Napoleon Hill.

IT
seems ridiculous to refer to the Golden Rule

as a "weapon." but that is just what it is—

a

weapon which no resistance on earth can with-

stand !

The Golden Rule is a powerful weapon in busi-

ness because there is so little competition in its

application.

At the time of this writing the whole world seems

to have gone into the business of "profiteering."

which means the same as "getting without giving

fair value in return."

This spirit of greed cannot long prevail. What
an opportunity, then, for the far-sighted men who
will adopt the Golden Rule as their business motto

now. The contrast would be so noticeal)le that it

would excite w idespread comment and bring all the

business that could be handled, and long after the

])rofiteers have gone out of business those who have

applied the Golden Rule would find that they had

"built their houses upon a rock."

What a glorious opportunity the labor unions

have to ride to victory—])ermanent. profitable, blood-

less victory—by applying the Golden Rule and mak-
ing it their motto. Will union labor be big enough
to see this opportunity and utilize it ? What an

opportunity the present situation ofifers some man
in the rank and file of labor to rise to leadership,

not only of organized labor merely, but to the high-

est and most responsible leadership the American
people have to ofYer. by influencing labor to conduct

its affairs under the Golden Rule philosophy.

There is not a situation on earth which does not

offer a splendid opportimity for someone to benefit

by making use of the Golden Rule.

The time is not far distant when it will be busi-

ness suicide to try to conduct business under any

other .standard except the Golden Rule. This fact

is so obvious that it seems to this writer expedient

for the wise ones to fall in line now and thereby get

credit for something which they will later have to

do anyway.

(Copyright 1919. Hill's Goklen Rule Magazine.)
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Pattern
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'-Uic biluerplate of

William Tlogers and his Son
Me zBe^ at tfie urice

"

Made and Guaranteed by

Wm. Rogers Mfg. Co., Ltd., Niagara Falls, Ontario

This page trom our series in MacLean s Magazine ana llie ^Saturday Evening Post

is another reason why you should sell more Wm. Rogers &C Son Silverplate
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The Sonora Sells Itself

To the Dealer and

to His Customers
It has never been a difficult matter to

obtain the highest class of representation

for the Sonora. The difficulty has been

to keep up with our dealers' demands for

more mstruments. So high is the Sonora

held in public esteem that it is probably

the most "oversold" phonograph in the

world to-day.

Why?
1—Tone Quality — At the Panama-Pacific

Exposition, in competition with the world's

foremost phonographs, the Sonora won the

highest score for tone quality.

2—Silent Motor—Made in Switzerland by

experts, it is the supreme motor of the

phonograph world, and plays nearly twice

as long as other machines sold at the same

price.

3—Universal Playing — All makes of disc

records are played perfectly.

4—Cabinet Work and Design—The wonder-

ful beauty of the Sonora is due both to its

finish and its graceful flowing lines (the

"bulge" effect), a patented process.

It IS not necessary to offer "easy payments"
on an instrument so greatly in demand as the

Sonora—an important consideration to every

phonograph representative.

I. MONTAGNES & CO.
Distributors :

Ryrie Building : TORONTO

Jewelers—
Are you interested in handling the Sonora Phono-

graph? The Selling Agents to the Jewelry Trade
throughout Canada are:

The GOLDSMITHS* STOCK CO., Limited, TORONTO
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Discrimination Against

Jeweler; Tax is Down Again

H'REE important changes have

heen made in the budget re-

garding phonographs since

the last issue of Thr Trader went to

]jress. These were

:

1. The restoration of the tax on

phonographs from twenty back to ten

per cent.

2. The arrangement by which jew-

elers were to pay ten percent, on their

entire turnover—which would have

included phonographs, on which ten

])er cent, had already been paid by

manufacturer or importer, and conse-

quently would have put jewelers at a

disadvantage as against other phono-
graph dealers who did not have to pay
this turnover tax.

3. The exemption of phonograjjhs

from inclusion in turnover, which
completed the circle, as far as the

jeweler is concerned, jjutting things

back where they were before the

budget was brought down, and leaving

the phonograph dealer no unjust ad-

vantage over the jeweler who has a

phonograph department.

As the poet so truly sings : '"Here we
go round the mulberry bush !" He
must have been thinking of Canada's
1920 budget.

Jeweler retailers of machines and
records have three organizations to

thank for the fact that we have come
through the storm with no worse con-

sequences than further advertisement

of a ten per cent, tax which already-

existed, but which most people had
forgotten.

The first of these organizations is

the Music Trades Association. The
second is the group of trades unions

connected with the manufacture of

phonographs. These two between

them succeeded in jiutting the case for

music so clearly to the (lovernment

that the threatened additional ten per

cent, to the existing excise was lopped

off again.

The third is the Canadian National

Jewelers' Association, whose secre-

tary, O. M. Ross, succeeded in con-

vincing Sir.Henrv Dravton that it

was unfair to place jewelers at a ten

per cent, disadvantage as against

other phonograph dealers, and per-

suaded the Minister to exempt them

( in addition to other things) from

the turnover on which he pays his

tax.

* *

Let's Departmentalize

ONE more reason has been added

to the many reasons why
jewelers should take to the

])honograph husiness. The latest is

furnished by the budget—and is none

other than that you should cease to he

a jeweler and become a department

store proprietor.

N'early every jeweler carries, and

has worked up a good local sale for

some side line of goods which is not

normally included among a jeweler's

wares, which remains tax free when
sold by any other merchant than a

jeweler, but on which he must at pres-

•

ent pay the ten per cent, turnover tax

unless it is one of the lines specifically

exempted for him in the new taxation

act.

nejiartmcnt stores, while they must
confine to their jewelry departments

;ind |)a_\- turno\-er tax on all such arti-

cles as are normally handled by jewel-

ers, may carry in other departments

other tax-free articles which are some-

times sold by jewelers but are not nor-

mally part of a jeweler's stock. To
take one out of many examples, we
will mention low-])riced china and
crockeryware.

It is obviously in the interest of

every jeweler, then; to turn his estab-

lishment into a department store, and
so escape unf;iir and unintended appli-

cation of the lax.

I'ut it is e(|u;illy obvious that in or-

der to ])ccome a department store, and
take out a jewelry license for his jew-

elry department only, he must have
sufficient departments to make his

claim convincing.

In such an arrangement there would

also he the advantage that articles

listed under the list of exemptions

from a jeweler's turnover could be

included in other than his jewelry

department, which would facilitate

bookkeeping in figuring up the tax on

turnover.

A Jew such departments which oc-

cur to the mind are: books and maga-

zines, plain stationery, plain fountain

])ens, playing cards, toys, ect. ; fish-

ing and sporting and shaving tackle

( any tax levied to be collected and

paid on the individual articles) ;

small, tax-free articles of furniture

(such as book-rests, jardiniere stands,

tea-trays, etc.) and table and boudoir

lamps; cheap china and crockery (ex-

pensive china should be carried in

the jewelry department, in which it

' would pay only the ten per cent, turn-

over tax, and help to even off the dis-

crimination against the jeweler on

low-priced watches and other things).

Repairs, of course, would form a

separate (tax-free) department, and

these, with the jewelry department,

would make a total of six.

l>ut last, and most important, save

for jewelry and repairs—important

because it pays well and is in splencVid

harmony with the normal wares of a

jeweler's store—would be the phono-

graph department.

Let's departmentalize.

* *

*

There is nothing complicated about

taking on phonographs. Simply find

a good make of machine that is no:

carried by dealers near enough to be

immediate competition. Tell the

maker that you want to get into that

branch and build up a business. In-

terest him in co-operating with you,

and then you co-operate with him by

watching what he is doing in getting

out new numbers of machines and

records, and by making use of the ad-

vertising and display matter he is able

to supply.
* *

There is no cleaner cut line of at-

tractive goods, to fit into a jewelry

store as a side line, than phonographs

and records.
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The
Gerhard Heintzman

Phonograph

El-

'TpHE instrument that is toneful and meritorious needs little

-*- "pushing." Add to this, cabinet design displaying a tremen-

dous power of appeal to the refined and artistic temperament, and

it will unerringly find its way into the home of the intelligent

customer.

The Gerhard Heintzman Phonograph is of such kind. Competi-

tion of any kind cannot force from it the esteem it has earned and

enjoys with lovers of music and refinement.

And so it is a remarkable leader for your store—a phonograph that,

keeping its high place, tends constantly to raise the standards of

its companion instruments.

Write for illustrated catalogue

Gerhard Heintzman, Limited
Head Office and Factories, Sherbourne St.

TORONTO CANADA
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Why People Buy Phonographs
MAKING figures supplied by an- It is therefore a powerful and com- ( b) Quality of tone?

swers to a questionnaire sent pelling facor in something like 75 per 44.5% of the stores said "men"
out among phonograph deal- cent, of all sales made. Does it pay to 55.5% of the stores said ""women"

ers, we discovered last month some- advertise? (c) Appearance?

thing concerning ""what people buy However, the other forces cited in 9% of the stores said "men"
phonographs.' Other figures obtained these two tables should not be over- 91'/{ of the stores said "women"
in the same questionaire provide us looked and their respective values (d) Mechanical improvements?

with information as to ""why people should furnish an intelligent guide to 94'^ of the stores said ""men"'

buy phonographs." Numbering on in the progressive merchant. 6% of the stores said ""women"

logical sequence from the questions Other quetsions touching the dif-
^ ^^ ^^,^ ^^ ^^^^^^,^ ^^^^ ^^^

given last month, we have the follow- ferent methods of salesmanship ap-
^^^^^^^^ knowledge of musical instru-

ing: plying to men and women customers.
ments''

4. How do customers become inter- were answered as follows: .

ested in your makes of phonograph? !j. What sales arguments are used ^ ^'^""^^ said "men
i^^;J^>

>

Percentage of customers interested in with greatest effect for men and wom- V?
^'""^^^

., .

womcMi (4/.0%

)

^, r ,, • . :, 15 stores said "about equal ( lO.o'/J ).
the following ways

:

en ?
'

15.6 per cent, by Avindow display.
Arguments Used for Men ^""""^ ^^^ above it is possible to

26.1 per cent, bv advertising of ' ... make the following deductions:
.„,^ ' (Number of stores mentioning each) ,• • , r •.

store. ' .'1. That tone (piality is the favorite

20.7 per cent, by magazine advertis- Tone quality 51
^^gument (and hence probably the

ing of manufacturer. Mechanism 39
^^^^^^ effective bv experience) with

26.0 per cent, by recommendation of Brand 22
,^^^j^ ^^^^ ^^^ women.

friends. Price 11
2. That beauty of design stands a

This table should be taken in con- Quality / ^j^^^ second with women, while mech-
junction with: Provide music for home 5 ^^.^^ fj„^ ^ corresponding place in

5. Approximately what per cent, do Design 3 ^^^ ^^^^ ^^ men—which after all, is

the following influence the sale of Durability 3
,^^^^ natural ; while brand stands third

phonographs (men and women) :
Service 3

^^j^j^ each.

(lAverages of percentages given) Reputation of store 3 ^
rjy^^^

practical considerations of a

Per cent
'^^1='^^^'°" ^"""^ business 2 ^.^^.^^^. ^^ ^^^^^ ^^^ ^^^^^^ ^,-^^ ^^^

Well-known brand 41.1 ' },"^^''°^^ ^"'^ ^ '"'''' "^'^''^^
l (such' as: quality, durability, guaran-

Quality of tone 31.1
t^uarantees z

^^^ ^^^^^ ^^ ^^^^ ability to play all

Exterior design and finish. 18.1 ^^^^ payment.s / ^^^^^^ ^£ records, reputation of store.

Mechanical improvements. 9.7
^aturalness ot tone

size) while the corresponding argu-

^, ... ,
rower of tone ments for women are social ( such as

these two combine to give one of To nlease their wives 1 j .• u . .u • • uu i

, ... , .
* ..

lu iJicdsc Liicii VVHC3
education, what their neighbors have,

the most striking and significant ar- \'ersatilitv 1 ..•• e j j-
, .

"
. . 7 ,

\ci,-,duiuv
entertaining friends, dancing, pres-

guments for advertising that has ever \bilitv to olav all makes of rec- .• \ t jj-.- .1 1
? . „ <... • 1, ,

.^iniiiy Lu pidy du iiidis.cs ui
1
c^.

tige). In addition there are general
been given. From 4 it will be no- nrds 1 ./u j 1 j

. J 7, , , , , f -o . f arguments (brand, pleasure and re-
ticed that a total of 38.4 per cent, of S ze . . 1 1 ^- li, \, ,

,.. ,,
^

,
^ ^ laxation in the home, easv pavments,

customers
(

custoniers, not pros- Arguments for Women. service, etc.). which applv' to each,
pects,

)
are brought to the store

, Number of stores mentioning each)
4 ^hat although men' and womenthrough the various forms of adver- ^, ,. ^, ^" ^""^^ dinioUf,ii uicn dim vvuuich

tising. iln '"5"
it is stated that 41.1 ,

°"^ "^.J : ^i ^'^ a'^o"' equally impressed (question

per cent, of the people .sold are sold ^*^^"7 °^ ^"^'S"
^. 7) by well-known brands and quality

because of "well-known brand" ; i.e.. ^, -yV'\ .
°^ '°"^' '^°'"^" ^'^ ^ *° ^ favorites

because of advertising.
Pleasure in the home 7 over men in the '"appearance" argu-

^, . ,, ~o A ,
Entertaining friends 5 nient, while men are almost 16 to 1

Thus, of the 08.4 per cent, who ^yhat their neighbors have 4 favorites on the score of mechanical
(among others) are brought to your p_,,,. p,,n,ents. 4 improvements.
store through advertising. 41.1 per FHnration ^ l ^
cent, make up their minds to pur- p'^hI "5 '" knowledge of musical

chase, due to advertising. Thus ad- JerLniral 'feaVures ^
instruments the sexes stand about on

vertising is solelv presonsible for
^'ec'^^"''^^' ^^^^ures

a par (question 8) ; and hence that

41 1/1000 of 584/foOO of all phono- nancint^ 2
^^^ "^^^^^^ ^'^"^ endeavors to play on

graph sales—which is 24 per cent, of Oualitv 2 ^"y°"^'' "ignorance"—either a man s

all r>VintinoTar.Vi ciioc: nc'fi,^,,* ^«,. 5*^ "^ '3^ ^
OT R womaii's—is taking a long and

all phonograph sales-^t^/f/jo^^ a«y Expression of tone (whatever Haiwerous chance
credit due to salesmanship.

that is) 1

fi^ngerous chance.

In addition, it is responsible for Note.-"Sizing-up" vour customers
'

^^^

bringing to the store 58.4 per cent, of
3,,^ pjaving the right records for The fact that phonographs are a

the remaining customers, who ulti- ^h^n, j, ^n important sales argument side line with you is no reason for ad-
mately buy for other reasons; and f^^ both men and women. ' vertising that fact or emphasizing it.

is the convincing point to 41.1 per
^ _

IMake it look as if you regarded the
cent, of the customers who are 7. .\re man or women more im- \\^q ^^ being of great imprtance and
brought to the store by other causes. pressed by: entirely worthy of your time and at-

It thus participates in addition, in ap- (a) Well-known brands? tention. In that way, by showisg it

proximately two-thirds of all sales 50.6% of the stores said "'men" more respect yourself, you will gain

not due solely to advertising. 49.4% of the stores said "women" for it more respect from the public.
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Telephone Adelaide 3393

The Imperial

Refining and Smelting Co.

of Canada

General Assayers and Refiners of

Platinum, Gold, Silver, Sweeps,
and all kinds of Precious

Metal Wastes, etc.

Exclusively a Canadian organization, hav-

ing the necessary experience to give you the

most efficient service in the refining of your

wastes.

We refer you to the trade.

32-38 Beverley Street

Toronto - Ontario

DEALERS
LOOK! LOOK!

I handle the following well-known lines of

Phonograph Accessories and Supplies:

Bliu-k Oiaiiioiul Scmi-lN'rinaiKMit Nfodlos
R(Miiis(or's Soiiii-l'crmaiM'iit Stylus
Disk-IjiU's

Kccoi'd .\ll)iiiiis

"All-iii-Oiic" Speed Iiulicatoi-s

nrilliantoiu' Sl<'<>l Needless

Hi-llliaiiloiic Coinhinatioti Needles
Keeord Uriislies

Iinpei-ial Sl<'<'l Needles
X'iolaplioiie "(iold Point" Ne<"dles

Kent .Master .\da|>t<>i- for lOdi.soii Maeliilies

Ueinister's I'atlie N(>e<lles

Pelnie<'k.v .Midti-tone Spear I'oiiit Needles
Sai)pliii'es for Pathe Ma<'liin<>s

Sapphires for Isdison Machines
"Tone Clear" the Heeord Improver
"All-in-One" Attachments for \'ictor

Machines
"All-in-()ii<>" Attachments for Columbia

Machines
(ilorite I'iano ('ream: and
The Jones ^fotrola.

(!('t niy latf'st iirirc list. It will interest you.

H. A. BEMISTER
122 St. Antoine Street Montreal

Main 7932

Does Berry-Season Affect Silverware ?

You may think it queer, but nevertheless it do^s, in this manner, when berries are plentiful, pies

are also plentiful.

So what could be a more appropriate suggestion than a pie-plate featured prominently in your
store? It will readily find response with everyone thmking of silverware; and should it be IHoniian
plate silverware, it will carry a reinforced appeal through its quiet and true dignity of design and
Its high finish. Then when the purchase has been made, you know that the genuineness of the article

will cause that owner to place the utmost confidence in your store for years and years as it still remains

in service.

STANLEY & AYLWARD, Limited
TORONTO - - - MONTREAL
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Rich B.C. Platinum Deposits
Platimini is the royal metal- of the placer miner—the

lure of it is irresistible, yet the first fortune to be derived

from it is still in the ground. Platinum is known to exist

in large quantities on the Tulameen river and certain of

its tributaries. Platinum also occurs in the black sands

and gravels of Atlin and the North Thompson. It is also

found on the Quesnel river in black sands. But on the

other placer gold creeks of Cariboo—Keithley, Antler,

WiHiams, Lightning and others in Cariboo, it has not been

found.

The Tulameen with its tributaries, Granite Creek, and

one or two others, is the platinum centre of British Col-

umbia. And yet while the presence of platinum has been

known since early days, and a large quantity of the metal

has been recovered, the known deposits not yet even

worked, on the Tulameen, would, if successfully exploited,

probably make a world's record of prochiction, says John
T. McConnell in the Vancouver "Sun."

ROMANTIC HISTORY OF PLATINUM.
The history of the metaL, its discovery, its gradual

adaptation in the industries as its properties became
known, are of absorbing interest.

Its first discovery dates back to 1735, when a Spaniard

named UUoa found specimens of it at Choco, South Amer-
ica, and brought them back to Spain. Its peculiarly heavy,

dense, heavy grey appearance aroused his curiosity but it

was not until fifteen years later that its properties were
investigated scientifically. Even then nothing of import-

ance was learned and platinum remained thereafter for

upwards of 150 years in the curio class. It is only within

the last twenty years that its more valuable properties have

developed it into one of the precious metals.

In 1885 it was worth 50 cents an ounce. In 1886 it

was $1.50 an ounce and' in 1888 it was $6. In 1892 plati-

num was $9 an ounce in the New York market. Since

then its price has steadily risen until it reached during

the war, about $175 an ounce, and is to-day $145 to $150
per ounce.

MANY USES OF PLATINUM.

Every little while a new use is found for it and the

demand for platinum in the arts, sciences and industries

will always be so great that its price is bound to remain

high and probably much higher than it is to-day. for the

supply is limited. Even with the development of the Tula-

meen deposits the supply would be far from equalling the

demand.

Platinum has a specific gravity of from 16 to 19 in

its crude state and is harder than either gold or copper

but softer than iron. When refined its specific gravity is

increased to 21.5 and it becomes soft as copper. It has a

wonderful ductility. .\ single grain has been pulled into

a wire over a mile in length, as fine as the web of a spider

or the filament of a silk worm.
Platinum has a very high melting point, 1,760 degrees.

It resists every known acid except aqua regia. It is the

densest, as well as one of the heaviest, of all metals. The
only metals exceeding it in weight are osmium and iri-

dium, with which it is usually associated. It will explode

hydrogen or oxygen gases. Alloyed with iridium it be-

comes very hard.

Its uses in the arts and sciences are now so numierous

that they cannot all be listed here, but a few of them may
be mentioned.

When alloyed it is used for gun vents, for dies in the

mint and for making weights and measures of great ac-

curacy for use in the sciences.

A FAD In JKWELRY.
For tipping the points of electric contacts in aeroplane

engines and others of high efficiency it is invaluable. For
making sulphuric acid stills 80,000 ounces per annum are

used. Dentists now use KKl.OOO ounces a year. Chcmi.sts

consume 25,000 ounces. In the manufacture of fine watches,

jewelry, chemists' and surgeons' instrumenits and tungsten
lamps as much as in all others mentioned, is consumed.
Its high price may account for the fad of its demand for

jewelry, because it is not a pretty imetal. Even when pol-

ished it is a dull grey with less beauty to the eye than a

piece of polished steel.

It is used in tungsten lamps, very sparingly, of course,

for joining the filament to the little glass projection inside

the bulb, because its expansion under heat is exactly that

of glass.

From 1825 to 1845 platinum was coined in Russia in

six and twelve-rouble pieces. About 4,25O,(K)0 roubles'

worth was coined.

TIIF, RUSSIAN DEI^OSITS.

Platinum was discovered in the gravel benches of Rus-

sia in 1819, but it was not until the rich deposits of Nijni-

Taghilsk were discovered' in 1824 that the deposits were
worked.

For seventy-five years or more those deposits have been

the source of the chief world's supply, but they are now
practically worked out. The total production of Russia,

from 1824 to 1890, was 229,428 pounds avoirdupois. Rus-

sia, until recently, supplied 86 per cent, of the world's con-

sumption.

Some beautiful specimens of the metal have been found'

in Russia. A specimen weighing 21 pounds was preserved

for many years in the Demidoff cabinet. Another speci-

men weighing thirteen pounds was exhibited in Paris in

1876, nuggets of nine and twelve pounds were shown in

Philadelphia. A perfect specimen weighing 4,728 graimmes

was shown in Vieima in 1873.

DISCOVERED ON GRANITE CREEK.

In 1885 platinum was found in the gold placers of

Granite Creek. At that time it was worth only 50 cents

an ounce, when it could be sold at all. It was a nuisance.

The miners called it bastard gold, and contemptuously

threw it away. Being as heavy as gold it was hard to

separate it. Some of them saved it in baking powder tins

as a curiosity. A good deal of efifort has been expended

in later days trying to locate some of the old tins, or the

ground where they were dumped.

The value of the total recovery of the Tulameen plac-

ers in both gold and platinum has been officially reported

at $800,000, of which six per cent, was in platinum. At

present day prices of platinum it is estimated the value of

that metal alone would be nearly $15,000,000. Taking into

account what was thrown away—and it is still there

—

the value would probably run into $100,000,000.

RICH UNWORKED DEPOSITS.

For twenty-seven miles above the forks of the Tula-

meen and the Similkamecn the Tulameen is rich in plati-

num. Except at a very few ]K)ints on the river the gravels

have never been worked to bedrock. Only a few feet of

the top gravels have been worked out. In order to get

down to bedrock it will be necessary either to flume the

river in order to carry off all the water, or to install

pumps capable of handling all the water in the river. This

latter is. of course, impractical, from the expense point

of view.
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CONGRATULATIONS
from all parts of Canada have

been received by the founders

of the Canadian Horological

Institute.

On June 15th, H. R. Playtner celebrated

his fortieth anniversary at the trade, when he

had the privilege of presenting an address from

former apprentices— headed by Mr. C. H.

Wurster, the well-known head of Messrs.

Levy Bros.' Material Department, and signed

also by his brother, Mr. I. Wurster, Jeweler,

of Preston, Ont.—to their respected old-time

preceptor and friend, Mr. Edward Fox, of

Kincardine, Ont., than whom none other more

worthily upholds the honored traditions of the

trade.

On June the 9th, it was thirty years ago

since Mr. Playtner opened the doors of the

CANADIAN HOROLOGICAL INSTI-

TUTE.

For the first two years after founding his

classes, "Old St. James' " struck the midnight

hour before he laid down the daily task, only

to begin again at daylight the following morn-

ing.

It is due to the memory of the late Mr. and

Mrs. August Ploethner, of Preston, Ont., to

state that it was due to their donations that the

school was kept going at that period.

Make no mistake, Preston furnished the

funds so that the only trade school in Canada
could be successfully conducted in Toronto.

In 1892 the first offer to move the school to

the United States was received.

In 1897 the students won all the prizes

offered in competition at Philadelphia, Pa.,

the judges stating "You are building better

than even you know."

In 1898 the second offer to move to the

United States was received, followed in 1906
by another.

In 1907 a debt of $23,000 was incurred

through erecting a school building that was

especially adapted for the work.

In 1913, after every effort to avert same on

his part failed, he was obliged to temporarily

discontinue his classes through overwork, but

with the confident determination to re-establish

them in such a way so that they would be

continued after him. The TradER, in August,

1913, gave his report.

In 1916, as a step to this end, he laid an

offer before the Soldiers' Aid Commission, to

teach a class of returned men the watch trade,

free of charge.

In September, 1919, he published his mem-
orable offer in The Trader to donate

$15,000 and his services free for three years,

in addition, to found a great watchmakers'

school in Canada.

Shortly after, the only logical step that was
left was taken and arrangements made. On
top of these, a tentative offer from the East

was received.

The following letter of congratulations is

typical :

—

"I believe you are going to head the

best watchmakers' school ever known.

There is not another man in America

so well qualified to run a school as

yourself—a thoroughly practical man
—a lecturer, a draftsman, a man who
can impart his knowledge to others, a

master of two languages, a writer; last,

and best of all, an honest, conscientious

man who will stand for truth and facts

rather than self gain. Presently you

will have the best opportunity of your

life to spread your knowledge of

horology over the world. I wish you

the greatest success."

In behalf of the founder of the Institute,

we thank you.

Canadian Horological Institute

LIMITED

PRESTON, ONTARIO
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Onily where the ground is shallow is it practical to

work it by wingdam, and these spots on that river are few.

Where they have existed the groinid has always proven

rich. One such place is below the mouth of Bear Creek.

In 1885 Chinese wingdaniined that ground and recovered,

in gold, $50 a day to the man. Platinum equalled in weight

that of the gold, but most of it was thrown aside.

At Princeton, where the bridge now crosses the Tula-

meen, the Chinese flmned the river and got down to bed-

rock. They are said to have recovered $30 per day per

man in gold. Platinum there is said to have been 1 to 2

of gold. Those were primiitive methods, indeed. The
platinum grounds of Tulameen are to-day practically un-

touched.

Prospecting of the gravels by panning shows an aver-

age of one-sixteenth of an ounce to the cubic yard, while

the placers of Russia averaged only one-fortieth of an

ounce.

NOT YET FOUND IN LODE.

Platinum has nowhere in the workf been found in large

quantities in lode. Ontario last year produced 1770 oz. as

a byproduct from other ores.

But there is a well-grounded belief that platinum exists

in placer somewhere in the vicinity of the Tulameen. This

belief is shared in by no less an authority than Charles

Camsell, the Dominion geologist, who, better than any

other man living, knows the Tulameen country. In his

report of 1910, speaking of the portion of the river be-

tween Eagle and Champion creeks, Mr. Camsell says

:

PLACERS REPLENISHED FROM LODE.

"This particular portion of the stream-bed has been

worked over a great many times since the first discovery

of gold on it. Within the last twelve years it has been

mined at least eight times, and the old cabins, gravel

dumps and abandoned machinery show that it had already

been worked' over years before. Gold and platinum are

obtained here in about equal proportions. The evidence

suggests that the gold and platinum are replenished on

the stream-bed annually from some nearby source. What
this source is has not been determined. There are no
prominent gravel deposits directly above this point, but

it is significant that it lies immediately below a sheared

and broken zone formed in the bed-rocks on the contact

of pyroxnite with green schists.

"The method of working is to divert the water by wing
dams to one side of the stream-bedi and mine the other

by sluicing. The amount of gold and platinum actually

recovered was not ascertained, but it appears to have been

satisfactory to the miners."

It has been ascertained that the proportions of gold and

platinum recovered are about equal in weight.

DIAMONDS THERE ALSO.

Incidentally, it is interesting to note that in this vicin-

ity Mr. iCaimsell discovered the only diamonds ever found

in Canada. They were of fine quality but too small for

commercial purposes. Also, they were enclosed in a

matrix so hard that it was impossible to separate them

without destroying the gem itself.

E. E. Emmons, a pioneer prospector of the district,

has tested dyke rock by crushing and concentrating it 12

to 1. From the concentrates assays as high as 1.5 ounces

platinum have been recovered.

Other tests of rock containing copper ore have re-

vealed the presence of platinum in the copper, the copper

acting as a matrix for the platinum. However, platinum

in this form would not account for Mr. Camsell's conclu-

sion that the placer deposits are replenished from some

nearby source.

There is every reason to believe that a lode of plati-

nuini in native form exists somewhere near the Tulameen.

ROKERT Stevenson's discovery.

Robert Stevenson, perhaps the oldest prospector in the

province, is firmly convinced that he foun<l a vein of pure
platinum near the head of the Tulameen years ago. His
story is that he found a vein of black, solid metal dipping
into the stream. He could see it for many feet. In those

days platinum did not excite much interest, but since plati-

num became many times more valuable than gold the vet-

eran prospector has made several attempts to rediscover

the vein. He has headed three or four expeditions, at

considerable expense, to find it. The country is very rough
and inaccessible and he has not yet succeeded' in finding it.

PLATINUM IN A BEAR ARGUMENT.
On another occasion a prospector found a ledge con-

taining a peculiar metal, which was very heavy and which
he believes was platinum. He broke off a piece weighing

5 or 6 pounds. On his way to camp he jumped over a log

and lit on a bear. In the arguiment which followed he

hit the bear with the rock between the eyes and, while the

bear was recovering from the shock of that method of

argument, the prospector lit out. He was never able to

find either the piece of rock or the place from which he

broke it off.

Some prospector in the Tulameen country is due to

stumble on a fortune some day. The man who finds the

platinum mother lode of the Tulameen will surely have

that which is better than gold.

A Loan of Cloisonne Enamel
A very good collection of Chinese cloisonne enamels

has been lent to the Metropolitan Museum of .\rt. New
York, a collection which shows the growth and develop-

ment of this typical Chinese art. There are early Ming
examples, simple and robust in shape and decoration, spec-

imens of the varying styles of the different Ming reigns,

and the works of the later Ch'ing Dynasty, beginning with

K'ang Hsi and gradually developing into the ornate and

elaborate styles of the end of the eighteenth century.

Two cases with Ming cloisonnes show daring and de-

lightful color schemes side by side with simple arabesques

on blue of an intense and beautiful color; in some pieces

there is an extraordinary play of transparent and opaque

enamels which in their copper cells, sometimes gilt, give

effects of great richness which the taste of the period kept

subdued and harmonious. Later periods sinned sometimes

in over-elaboration and lost in their wonderful technique

the great charm of simple harmonies: but in this well-

chosen collection the richness is kept in bounds, and the

eighteenth-century pieces, shown in two other ca.ses, give

us the charm and the daintiness of the later period, dif-

ferent from the robust beauty of the earlier times, but

always delightful.

To the student interested in the development of orna-

ment from early Ming times on, this collection oft'ers

special facilities, and the designer will find color schemes

richer than those on porcelains.

Unfortunately, through want of space, only part of

this very important collection can be shown, enough how-
ever, to dissipate the feeling against cloisomie enamels

born in certain minds through familiarity with tasteless

modern pieces and insufficient knowledge of the best

examples.—S. C. B. R. in the Bulletin.

It is much safer to buy cautiously after careful in-

vestigation, than to make a plunge and strike bottom sud-

denly and soon.
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Successful Bwsiness Building

(Continued from page 50.)

proviiio- a menace to the jewelry trade in s^eneral. creating

lack of confidence in custmners. Are yoit satisfied with
the results of all the energy and time you are putting in

your sho])? What is the matter with many shops? "It

takes people too long to buy.' What every jeweler wishes,

as far as I have been al)le to learn, is to see his sales

peoi)le writing out sales slips, handing back change, etc.,

no congestion anywhere—and at night find it was a record
day's business, without a crowd.

'iHow can it be done? This is the way. Inform
people to a greater extent ahout your goods in advertise-

ments. Put your shop on display in your advertising;

then talk in print as you would over your counter in per-

son, as if you were waiting on each customer personally.

You can get customers easiest by featuring in your win-
dows and in your store goods that are well advertised.

And there is your opportunity, Mr. Jeweler. If you ad-
vertise advertised goods, display them well in your store,

talk about them 'behind your counter. You will then
know what is ibeing demonstrated every day: that they

sell more readily—with less time, explanation and effort

—than unknown goods.

"The known, advertised brands sell easily and satis-

factorily, and quickly bring the dealer to the last one-
third of his stock, where he begins to make profits; and
because the last one-third sells just as easily and quickly

as the first two-thirds, he obtains full profits in the short-

est possible time. Then he is enabled to reinvest his capital

and turn it over again and again. The dealer who centres

his business around standard, advertised goods ties u|)

less capital. The capital he does invest is always intensi-

fied in its working. Try out my formula. I know it suc-

ceeds. Advertised goods are your best bet always, and
more so now than ever.

"And finally, don't ever believe that anything can't be
done. I used to think once that some things couldn't be

done—until a man in New York made women wear furs
in the summer. Now it's all off. After that 1 know that
anvthing can be done."

A Message from Mr. Wright
(Continued from page 49.)

publish a double-entry Accounting System for the trade,

which we are endeavoring to make as simple as possible

and we expect to publish this in pamphlet form within the

coming sixty days and to furnish the fonnns necessary for

its use, at actual cost.

We have withheld the publishing of this system partly

in order to adopt the classifications established in our
behalf by the Harvard Bureau of Business Research and
partly because we have been most anxious that the System
which our Bureau offered to the trade should not only be
theoretically sound, but should' ])e just as simple and free

from red-tape as possible.

We have recently inaugurated a Service Department
as an adjunct of our Bureau, under the direction of Mr.
C. Clifford Wilmot, who was for a number of years and
until recently auditoi- for one of the leading jewelry es-

tablishineuits in Chicago and jewelers everywhere are

invited to submit their individual problems for any assist-

ance which our Service Dejiartment may be in a position

to render.

In order to assist in the encouragement of the estab-

lishment of better accounting methods we have entered

into an agreement with Marwick, Mitchell & Co., one of

the largest firms of accountants, with branches in the

leading cities of the United' States and Canada—whereby

they will endorse the double-entry sysitdm which our Bur-

eau is preparing and will place it at their various branches,

so that some memljer of their respective branches can be

Ijroperly equipped to aid in the installation of this system
in response to the request of any jewelers in the particular

zone which the branch will serve.

This will make possible the iiistallation of the system

correctly and economically, by those who do not find it

possible or convenient to undertake this without the em-
ployment of some such aid.

I am making brief mention of these facts for two
reasons—in the first place because it will emphasize our

judgment of the need of co-operative action at this time

in behalf of a more intelligent conduct of the retail jew-

elry business, and in the second place because I want you
to know something of the work which our Bureau is

undertakings since its services can be equally placed at

your disposal, if you so desire.

f have heard it said that this would be your pleasure,

and it is true that we have devoted much ti'me during the

past two years and more to laying the foundation for this

work, which would be to your benefit.

I wish that it might be possible for me to talk with

you regarding this, but since I cannot do so, I just want
to say that the work is progressing, and the invitation to

the jewelers of the Dominion to share with us in its pro-

gress and advantages is as cordial and sincere as ever.

In conclusion, may I add" that if you will not only forgive

my failure to be with you at this time, but will extend me
an invitation to be with you at your next National Con-
vention, which I believe you hold in February of each

year, I will go on record at this time that, barring only

circumstances which are beyond human control, I will un-

dertake to make the trip from California to whatever

point you may select for your 1921 convention in Febru-

ary, in order to give you the complete message which I

had hoped to bring to you to-day.

I want this, therefore, to be my last word to you

—

except to add that I trust this Second Annual Convention

of the Ontario Retail Jewelers' Convention will be abun-

dantly fruitful and helpful to the cause and will bring

new hope and courage and determination and gratitude to

each and everyone present.

H. VICTOR WRIGHT,
Director, Jewelers' Research Bureau. Annerican

National Retail Jewelers' Association.

"Salesmanship"
(Continued from page 52.)

somewhere in the recesses of his brain, have been tem-

porarily forgotten. Read the business magazines of other

trades, which in any way pertain to your store. You'll

pick up many a valuable piece of information which will

assist in the development of your business.

Be active in the affairs of your cham'ber of commerce.

Not only do you owe it to your city and yourself to do

this, but, in return for the time and effort expended, you

will make the acquaintance of many fine business men, all

interested in the betterment of the city, and, through that

acquaintance and good will, you will receive ten fold for

every minute you have freely and conscientiously given

to assist in matters of civic importance.

u^ttend the trade conventions as often as you can do

so. It has been my privilege to attend a good many of

them, and let me emphasize the fact that it does not re-

quire several hundred men to make a good convention.

Ten or twelve, thoroughly interested in the elevation of

the standard of a business—men of ordinary intelligence,

but whose brains are active—make a sufficient number to

hold a trade convention.
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^^^ IMMEDIATE DELIVERY
''''"""''™i4^ reduction in the price of Signet Rings makes this line

one of special interest.

We can supply our Signet Rings either 10 or 14 Karat gold, with

or without raised 18 Karat White GdW Emblems,

Prices on Application.
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AN EXCLUSIVE LINE FOR IMMEDIATE DELIVERY

We are featuring the above line of Cases for all kinds of jewelry. This Case

has a domed top, hinged lid and corners rounded, fitted with a loose velvet pad — a

very neat Case, which will add distinction to any of your displays.

Colors obtainable are Grey, Green aid Brown.

Your name may be stamped or embossed on the above Cases and delivery made
at once. „;,iiiii!ii!iiilllllii,:
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Romances mean Silverware

BE it June or January, every romance has its

silver setting. And every year the demand

for silver wedding gifts indicates a growing

preference for the highest grades of silverplate.

You will find that a prominent showing of

1847 Rogers Bros. Silverplate will repay you.

It has the reputation for quality; it is well ad-

vertised; the various patterns speak their own
message of attractiveness. And most certainly

we co-operate in every good way to make your

sales efforts more productive.

1847 ROGERS BROS.
SILVERWARE

The Family Plate for Seventy Years

MERIDKN BRITANNIA COMPANY, Ltd., H AMILTON, ()NT.
Made in Canada by Canadians and sold by leading Canadian

dealers throughout the Dominion Old (.uloiiv l\ttteru
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Publicity for the Ruby
B\ IV. B. Stoddard

/ ^ r~ry he wearing of a birthstone ring, good luck and

I
happiness will bring." So declared a large

sign suspended in the window of a jewelry

firm on the western coast. Beneath it was a large square

covered with grey velvet, and on this were a number of

rubies, some unset, some mounted in rings, either singly

or with a setting of diamonds. A card in their midst bore

the July birthstone rhyme

:

The glowing ruby should adorn

Those who in warm July are born,

Then will they be exempt and free

From love's doubts and anxiety.

Down in the Oriental section of the city by the Golden

Gate is a jewelry and art goods store whose display might

well be copied by the Occidental jeweler who wishes to

impress upon the public that the ruby is the gem for July,

and also that it is particularly appropriate to be worn on
Sunday by any person. In the window was placed a

Siamese gentleman of high degree, with richly embroid-
ered robe, his vestments fastened with rubies, and a ring

set with a massive and brilliant ruby upon his left hand.

Tihe window was backed with a long scarf of scarlet silk,

upon which was embroidered a blazing sun, and across

low stands of ebony were thrown rich red silk scarfs. On
the floor were slippers of red, embroidered in gold, and
spread upon scarfs of yellow silk were rings, earrings and
bacelets set with rubies, and long chains of red beads. A
card in the window—to attract tourist trade—advised.

In Siam certain colored fabrics and gems are

prescribed for certain days in the week—red silks

and rubies being appropriate for Sunday.

The ruby is not only the July hirthstone, but it's the

fortieth wedding anniversary stone. Doubtless most
couples by the time they have reached the fortieth anni-

versary of married life have long since failed to observe
the day; but it is also true that by that time they are

generally in comfortable circumstances and able to afford

many of the luxuries for which they had longed in vain

in their youth. No woman is ever too old to appreciate
gems, and the ruby wedding anniversary offers an excel-

lent opportunity to present the wife, mother or grand-
mother with a beautiful and much appreciated jewel. This
was evidently the thought of a large metropolitan firm.

They took appropriate space in the local papers, adorning
it at each corner with a cut of an unset ruby. The letter-

ing was in bold face, with an abundance of white space,

so that it stood out distinctly:

The Trader.

THE RUBY WEDDING
Have you completed the cycle of forty years of

married life? If so, commemorate the date by the

purchase of a ruby ring, eardrops, brooch or scarf

pin- If you were born in July, so much the more
reason for purchasing and wearing the glowing
ruby—for it is July's own stone.

Another of their ads. was addressed to the younger
generation

:

GIVE GRANDxMA A RUBY
What does grandma want with jewels at her time

of life? you say. No woman gets too old to crave

beautiful gems. Pretty soon she will celebrate her

fortieth wedding anniversary—which is the ruby

one. If you cannot afford to do it alone, why not

have the whole family club together and purchase

this blood-red symbol of the warmth of their aft'ec-

tion for her? Let us show you our large and varied

stock, and quote you prices on a beautiful ruby ring

or brooch.

But after all, it is youth to whom the larger appeal

should be made—and the lover, parent or other relative is

only too anxious to give a token of his affection to the

debutante, if the matter is called to his attention in an
effective way. This was evidently the thought of the

jewelry department of one of the large department stores

of Winnipeg. At the entrance of their jewelry section

fhey arranged a showcase, the floor of which was covered

with black velvet. On this was a large outline heart,

made of slender gold chains, and in the center a number
of unset and mounted rubies. In a gilded easel was a

card adorned with a water-lily, and the verse:

No other gem than Ruby on her breast

Can to the loving, doubting heart bring rest.

Another card suggested

:

The ruby is the birthstone for July. See our

birthstone rings. The water-lily is the approved

flower for July. Alake glad the heart of some July-

born friend by giving her one of our sterling-silver

rings, showing a lily with a ruby in its heart.

The ruby, being red and glowing, and symbolizing fer-

vor, strength, war and might, is especially appropriate as

a masculine jewel, and due publicity should be given to

the fact that it is the July birthstone and suggesting it as

an appropriate gift for those born in the month of the

mighty Julius- A Southern jeweler brought the ruby be-

71
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fore his readers by means of the interesting little an-

nouncement, surrounded by a black border and plenty of

white space:

According to a treatise of the 14th Century, the

owner of a ruby will live in peace and accord with
all men. The gem will guard his house, fruit trees

and vineyards from the tempests.

The gem also confers invulnerability upon the

fortunate possessor, but in order to render this

effective, the stone must be inserted in the flesh,

and become, as it were, a part of the owner's body.

Modern youths will probably balk at this acute

method of effecting invulnerability, but all will ap-

preciate one of our beautiful

RUBIES.
For the youth who is born in July they are espe-

cially appropriate.

The window that complemented this advertisement

showed in a rack a white silk shirt—borrowed from a local

clothing store, a card attached acknowledging the cour-

tesy—with soft cuffs fastened with ruby links, and a cravat

in which was a ruby scarf pin. On a white velvet cushion

in front of the shirt were several ruby rings of masculine

pattern, and ruby-studded match and cigarette cases. A
card in a little wire rack quoted the rhyme about "the

glowing ruby should adorn." Another velvet cushion

showed rings for both men and women.
In conclusion, any jeweler who is making a specialty

of birthstone rings should not fail to suggest to possible

purchasers the tender sentiments that can be expressed by

means of the setting of a jewel. One of the most popular

is a ruby with fire opal and opal above it, and just below

it an emerald, vermelle, essonite and rubellite, the first

letter of each stone combining to form the word "forever."

Other rings and brooches express "regard," "dear" or

"friendship"—and do it in such a delicate and subtle

manner that they appeal greatly to all lovers.

The Romance of the Fan

The romance of the fan was never more forcibly ex-

pressed than in the artistic creations being offered at the

better class of jewelry counters just now. One can well

imagine the feelings of Northcote speaking of Queen

Charlotte, who was excessively plain but had a beautifully-

shaped arm : "She had a fan in her hand. Lord, how she

held that fan
!"

It is not until one begins to study some of the fans

exhibited in the various city shops that he realizes the

inadequacy of Johnson's matter-of-fact definition : "An
instrument used by ladies to move the air and cool them-

selves." The fan created for the modern woman might

well dazzle almost any eyes by its splendor.

In one jewelry department a few days ago the buyer

revealed a large collection of ultra-smart feather fans,

for which the 1920 call is notably strong. "Feather fans

to the right of him and feather fans to the left of him"

very well describes the buyer surrounded by his wares.

One of the new creations is described as a "jazz" fan,

or one-stick fan, made with an imitation shell handle and

set, with rhinestones. The Prince of Wales, a three-drop

fan with a wide sweep, is another popu'lar model, huge in

its extended .shape. The handles of these fans come in

amber, imitation amber, mother-of-pearl and imitation

shell. The straight, or flue fans, have the biggest call.

The line offered in this well-equipped department comes

in a variety of contrasting shades.

Inasmuch as the new Spanish combs are sold to pretty

much the same type of customers as might be expected to

purchase fans, the two lines are combined in the display
offered by this house. The assistant buyer, who is in

active charge of the sales, declares that the fan-like Span-
ish comb is in for a big call this spring. These combs
have a spread of six inches or more at the top and are
.shown in perfect shell, some beautifully carved and inlaid

with genuine or imitation jewels. One unusually large

comb was inlaid with turquoise and was priced well over
$150. Others are inlaid with topaz and a variety of stones,

genuine or imitation.

During the eighteenth century all the luxurious oriva-

mentation of the day was lavished on the fan as far as it

could be done. The sticks were made of mother-of-pearl

or ivory, carved with wonderful skill in France, England
and other countries, and the most celebrated painters of

the day did not think it a condescension on their part to

decorate them. In England at one time fans were made
so large that Sir Roger de Coverly declares that he would
allow the widow he courted "The profits of a windmill

for her fans." It was in Spain, however, that fans were
the most important article of dress, and that is one reason

why the elaborate Spanish combs and fans may be so

appropriately linked up in a jewelry department.

Theophile Gautier says: "A woman without a fan is

something I have never seen in Spain. I have seen women
wearing satin shoes without any stockings, but they had
their fans everywhere, even in church, where you meet
groups of women of all ages praying and fanning them-
selves with equal fervor."

The natural chain of circumstances that link the fan

and the Spanish comb have combined to make them a

valuable asset in jewelry departments. As pointed out by
the sponsors for the department here described, a well-

informed salesperson who enters into the spirit of her

calling and can feel the romantic possibilities of her mer-

chandise has one of the most attractive lines available in

any store as well as a profitable one. The topic of the

fan is almost endless. It has played its part in many great

romances of history and the flutterings of fans through

the French court once created a tempest that cost a Louis

his head.
—"The Keystone."

Don't Skimp on Light

A generous, even a prodigal, use of light is not neces-

sarily good lighting. The quality of store, window and
showcase lighting is not established by the size of the

light bill. It has even happened that improving the quality

of the illumination resulted in a saving in the cost of light.

Of jewelry it can be said, there is no class of mierchan-

dise which lends itself better—and but few as well—to

the making of an artistic display. Depending upon the

proper displaying of his wares to arouse in the observer

the desire to buy and to own should be, and with the

shrewd merchant it is, his chief assistance in selling.

Artistry in displaying jewelry is therefore a vital factor

in its sale, and good display is in turn dependent upon

good' lighting. In fact, the display of jewelry attracts no

attention after nghtfall unless it is illuminated. But an

empty window that is plentifully lighted will command
the attention of practically all who pass by.

Some day there probably will come a man possessing

the ability to show conckisively the large number of sales

which customers make to themselves, by an inspection of

the article, turning to the man behind the counter only

after having decided to buy. Many alert merchandisers

are alive to that condition to-day. They are the ones who
are doing everything possible to improve the illumination
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of their goods. While they cannot measure the power of

light as a sales producer in exact terms they know that

it is not to be sneezed' at, and they are taking no chances

of missing any of its benefits.

"Window shopping at night,'' as it is called, is now an

established practice among an ever increasing number of

buyers, and the merchant who so far has not done so will

do well to observe their habits. A few evenings devoted

to such study will ccmduce to added profits for any mer-

chant shrewd enough to benefit by what he learns. Above
all, let him not overlook the engaged, and the almost-

engaged, couples. They voyage around from one jewelry

store window to another, studying the displays and trying

to decide upon which store which can best be trusted to

give the young swain good advice regarding the purchase

of the engagement ring. By actual observation such

couples have been known to stand before one jewelry store

window for more than thirty minutes.

As has been mentioned earlier, the jeweler enjoys a

unique opportunity to further the sale of his goods by

judicious display and' illumination. Love of personal

adornment—of jewelry—is expressed by all in some de-

gree, and the tendency to beautify one's surroundings by

rare and precious ornaments is likewise pronounced. The
wares that the jeweler offers make their own appeal and

in soime measure tO' all ; and no dexterity in the selection

of word's to describe them can equal the charm their

appearance exerts under proper conditions of display.

When they speak to the eye they talk a language all

understand; and* to the jeweler himself, their message,

if it might be put into words, would be: "Let there be

light."
«

Sources of Mailing Lists

Following are some of the sources from which you

can secure names for a good Hve imailing list for your

jewelry, phonograph, repair, optical, or other departments:

From local dealers. It's a case of swapping lists be-

tween two or more sellers of different types of goods to

the same class of customers.

From society columns of the newspapers. Here it is

a case of social or money prominence as a rule. The
announcements of weddings, dances and other functions

at least convey a pretty good hint as to who is spending

money.

From canvas by boys. The children of a neighborhood

may be put to work this way by the offer of prizes. Often

the local Scout organization is glad to undertake it in

return for a donation of some sort to the organization.

In this case printed slips for name, address and telephone

number should be distributed to the canvassers.

From the telephone book. This is a fairly accurate

guide to substantial people and within periods of publica-

tion (three or four times a year) is up to date. If a

neighborhood list is desired, the compiler may run down
the telephone number column, skipping all but the local

exchange. It's a process that's somewhat tedious, but it

yields a big list, with the 'phone numbers as well as ad-

dresses. Of course, the classified sections of the direc-

tories speak for themselves. They are ready-made.

Through newspaper advertisements. If the merchant

is able to offer any inducements to prospects convincing

them why they should be on his mailing list, there is no
better way to announce it than in a newspaper advertise-

ment. This will bring in a list of genuinely interested

ones.

From membership lists of clubs, lodges and societies.

From canvassers who also "sell" the store. If the

right saleswoman can be found it is often profitable to put

one or two of them at work steadily over an extended

period, in a house-to-house canvass. They make no at-

tempt to take any orders unless the prospects themselves
suggest it. They simply ask for names, and make some
brief suggestions to the prospect as to reasons she might
find it profitable to trade with the merchant in question.

From the official list of automobile owners.
From the local librarian.

Using the Right Type
Type is to written speech what sound is to words, the

pitch, softening or emphasizing the tone, ranging from
one phase to another harmoniously, said Hugh Arthur, a
well known advertising manager, in a recent address be-
fore the Minneapolis Retail Merchants' Association. These
quailities that make up inflection and are almost equal to

gestures, have their counterpart in type faces and their

environment or blending.

Inflection is the hardest part of speech to reproduce in

type. It can be mastered, but few do master it, and most
of us fall far short of making type do as much for us as

it should do if we cultivated its possibilities more. Most
of us are ready to admit that if we can just talk to our
readers, in a friendly, courteous, informative and com-
paratively informal way, we are writing good advertising.

And if that be true, let us put our italk into type that befits

our subject, the circumstances that cause us to talk about
it at that particular time, our prospective customers and
the character of the business we represent.

Type functions before its contents do—therefore it

deserves early consideration, for if it does not do its work
of getting attention, the copy will never have a chance to

get in its work.

On the other hand, the contents outrank the type in

importance, and so it is a good general rule not to select

the type before the copy is written.

Bold type is a strong voice, whose oratory is more
effective if it is interspersed with the moderate tones of

lighter type. Light type, subheaded at intervals with a

bit of larger or heavier face to give emphasis, is the voice

in which to describe the beauty or comfort of what you
have ito sell.

Too much bold type is like too much shouting oratory.

Too much light type is a monotone of which everybody
gets enough before the story is told.

Type too large for its space is as though the voice

were pitched to auditorium volume in an ordinary room.
Type that is too small requires of the reader the same
strain that a parlor pitch would require of the audience

in a theatre.

Eccentric type is like a frame that draws the eye away
from the picture in the frame.

Type should vary, if not in font, at least in face—^but

perhaps the most frequent offence of otherwise good ad-

vertising is the use of too many kinds of type in combina-
tion, which is hard to read and oft'ensive, even though the

one who sees it may not know why.

We should remember what emphasis is for—to place

stress, to flash the high-lights. Too much bold type or

cap type or underlined type is not emphasis; it is a

monotony of noise.

«

If you have made mistakes, don't waste time and

strength lamenting them. Use that energy to produce

finer results in the tasks of to-day and to-morrow. Profit

by the experience of your failures and so turn them from

liabilities into assets.

« *

Spasmodic advertising is better than none at all, but

has not nearly the pulling power of steady, consistent,

carefully-prepared publicity.
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More Stock Turns Mean More Profits

The Fallacy of Thinking that Rapid Stock-Turns can Overcome any Loss on Individual

Sales—Should Low Prices Result from Increased Business?

"Profits—everybody wants it."

Before taking up the discussion of stock turns we
should have an understanding of the meaning of the

terms we use. Turnover and stock turns are nearly
.

always confused and considered identical, but are not.

Besides this there is often a similar misunderstanding of

the proper use of stock turns and capital turns.

'Stock turns" mean the number of times the stock has

actually been turned over.

"Turnover" means the volume of business during the

year, or store period.

"Capital turns" means the number of times the capital

invested in the business is turned over.

The stock turn should he calculated by taking the

average stock on hand during the year and dividing the

turnover by that.

The capital turns may be calculated by taking the in-

vestment in the business as the basis and dividing the

sales by that.

PERNICIOUS DOCTRINE.

A great deal of pernicious doctrine has been promul-

gated through the trade press in favor of the stock turn.

It is pernicious because it does not take into consideration

all' the facts bearing on the value of the stock turn to the

retail merchant.

At the same time there has been some very false ex-

planations of the value of the stock turn, the turnover and

the profits to be realized from a business. An able sales-

man made the following sitatement before a large number

of merchants

:

"Many retailers complain that they cannot afford to

carry an article which yields a small margin of gross

profit. If the percentage of expense is 30, and the article

only pays a gross profit of 10 per cent., say, they argue

that they lose 20 per cent, when they sell the article.

"This is true, provided the article 'turns over' only

once a year. But if it turns frequently, and the invest-

ment is turned over twelve times a year there is a hand-

some profit. Your profit is 10 per cent, on one stock turn,

but on twelve it is 120 per cent. Deduct the expense, 30

per cent, and the net profit is 90 per cent."

The fallacy in this argument lies in the fact that it

costs 30 per cent, to run this business—30 per cent, on

every dollar of sales. By increasing the number of times

an article is turned the sales are also increased, and the

cost reduced, but in the case of one article, or even a few,

the increase in sales is not likely to be enough to make

much difference in the cost. By increasing the entire

sales materially the cost of doing business is reduced.

HOW "stock-turns" reduce expense.

The following figures are not taken from an actual

business, but are purely hypothetical for the purpose of

showing the results of an increased turnover in relation

to the expenses of the store:

Based on Based on

$2,000 sales P.O. of $3,000 sales P.O. of

per nwmth sa/les per month sales

Salaries $200 10. $250 8.34

Delivery 40 2. 60 2.

Rent 40 2. 40 1.34

Miscellaneous, advertising,

etc 50 2.5 75 2.5

Insurarvce 2 .1 3 .1

Interest on Investment ... 5 .25 5 .16

Losses due to waste, shrink-

age, etc 5 .25 7.50 .25

Light and heat 8 .4 9.50 31

Total $350 17.5 $450 .15

This store by increasing its sales from $2,000 per

month to $3,000 per month has reduced its expense of

doing business from 17.5 per cent, to 15 per cent. That
means that if the merchandise was sold at the same prices,

that if the same average rate of mark up was received on
the sales, that this store made 2.5 per cent, more net pro-

fit on an annual turnover of $36,000 than it would on an

annual turnover of $24,000. It will also be noted that

while the dollars of expense were increased hy $100 per

month the net profits were greater.

WHO SHOULD BENEFIT.

Another pernicious argument has been used in an en-

deavor to induce the retail merchant to greater endeavor

to increase his stock turns. It is the argument that he can
afford to sell his wares for less on account of this re-

duced cost of doing business that is so pernicious. Take
the case just cited. By increasing his business fifty per

cent, per annum this merchant was able to reduce his ex-

pense 2.5 per cent. Should the merchant get this 2.5

per cent, or the customer? That is a question that we are

not prepared to answer, except in the fallowing manner:
If the merchant's prices are too high in the first place,

then the customer should benefit.

If the prices are absolutely fair to all concerned, then

the merchant should receive the net profit due to his

greater efficiency in merchandising.

In either case, it might be possible in all fairness to

both to divide the accrued profits, by reducing prices

sufficiently to give the customer part of the benefits and

the merchant part.

The question arises, "How many times should the re-

tailer turn over his stock," or to put it in another way,

"What should the number of stock turns be?" In giving

statistics along this line it is like telling a person it is

cold without giving him the exact degree of coldness

according to the thermometer. Figures are so elastic

that they are not to be accepted as absolute facts, but the

following may be considered as the average in the better

managed establishments:

Groceries turn from 12 to 18 times.

Women's cloaks turn from 10 to 12 times.

Millinery turns from 6 to 8 times.

Hats turn from 5 to 8 times.

Clothing (men's) turns from 4 to 5 times.

Haberdashery turns from 4 to 5 times.

Carpets turn about 4 times.

Crockery turns about 3 times.

Shoes turn about 2J/2 times.

Jewelry turns about l'/2 times.

These figures are fairly conservative, but it is a fact

that a large majority of retail establishments do not reach

this degree of efficiency. In proof of the conservativeness

of some of these figures we might quote the following

records which, although they are abnormal, are attain-

able, for what has once been done can surely be done

again !
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METHODS EMPLOYED.

A grocer is reported to have turned his stock at the

rate of 34 times a year during a portion of the year, the

figures being based upon an estimated continuation of the

business already done. In another case, however, a groc-

er did actually turn his stock over 27 times during a

period of one year. A meat dealer turned his stock 26

times a year, which is probably an easily attainable aver-

age in that line of business. A retail baker turns his stock

over many more times than that a year. A grocer hand-

ling bread practically turns his stock of bread over six

times a week. A shoe dealer turned his stock 12 times.

A clothier and furnisher in Hamilton, some years ago,

turned his stock over 40 times in one year.

These figures show that the average retail merchant

can turn his stock oftener. The question that arises when
this is acknowledged, is, "How can it be done— at a

profit?"

The grocer who turned his stock 27 times in one year

gave the following as the basis of his merchandising

policy:

1. Keeping a careful watch on buying.

2. Featuring Nationally advertised goods. __

3. Developing an effective sales force.

4. Making the window displays sell more goods.

5. Holding special sales.

6. Keeping records that tell just what is being done.

This grocer's method of merchandising includes the

very essence of retailing efficiency. These policies can

be applied to any business under the sun although there

may be some few adaptations necessary to the particular

style of business done.

Keeping careful watch on buying, we have already

studied in a former article of this series. It may be well

to repeat in a few words the essentials of good buying.

The stock must be adequate, it must contain the kinds and

styles desired by the public, it must be fresh and up-to-

date. Duplication must be avoided so that there is no un-

necessary stock to deteriorate or hinder quick stock turns.

Turnovers mean a profit; left-overs mean a loss. A
concentration of the purchases to a few concerns has al-

ways proven best for keeping stocks at a minimum.
The second general policy, that of featuring Nationally

advertised lines, can be adopted by all retailers whose
stocks can be filled in with these lines. They are featured

for several reasons—because they sell without effort,

meaning quick sales, if they add prestige to the store hand-

ling them. etc.

The third general policy of this retailer has also been

discussed in former articles. This is a feature of retail

merchandising that the smaller storekeeper does not take

much stock in. He hires a man or woman and says : "He
(or she) is paid to know," but the fact of the matter is

that in nine cases out of ten the pay is not sufficient to

secure the kind of help that does know. All can be taught,

however, provided the retailer himself knows.

AS TO "sales."

The fourth general policy, that of making the windows
sell goods, is being given more serious thought as the days

roll by. Trade papers are a great help in giving sugges-

tions for making windows better advertising mediums.

The special sales mentioned as a policy of this store

must not be misunderstood. These sales are not held

altogether as "cut-price sales." When possible leaders

are used, but the bulk of the increased sales is received

from a well-defined policy of pushing a special line at a

time. This can be carried out to greater lengths in some

lines perhaps than in others. This grocer had a "banana

day," a "pineapple week," an "orange week," etc. Every

week saw some special line singled out for special adver-

tising. The clothier could make use of this idea by having

an "overcoat week" early in the winter, a "tweed suit

week," a "worsted suit week," a "cap week," etc. Other

lines can be developed along similar lines.

The last policy of this retailer was to keep records that

gave him a great deal of information about his business.

Stock records giving the essential details of the stock, the

sales and purchases, are almost necessary to efficient re-

tailing. The more statistics the retailer possesses about

his business the easier it is to make more profits.

We do not advocate a great number of stock turns if

it is going to mean a loss of profits. That would defeat

the purpose for which the retailer is in business. He can

make more profits by having an increased turnover. Sales

can be increased to a certain point without increasing one

cent the outlay for expense. The moment that point has

been reached the increased sales necessitate an increase

in expenses. We have shown, however, that expenses can

be increased in dollars and decreased in per cent, of cost

on sales at the same time. Hence we have proven that

more stock turns mean more profit.

Uniform Trade Standards

Efforts are being made in the United States, through the

Associated Advertising Clubs of the World, to bring about

some uniform standard of trade practice in the jewelry

business, especially with regard to the marking and ad-

vertising of goods. So far the effort is directed toward

standardizing within communities, owing to the fact that

many of the abuses which have crept in are matters of

local practice. The A. A. C. of W., however, is asking

suggestions from all communities of the United States, to

the end that in eradicating the evils peculiar to each com-

munity a more or less uniform standard of good practice

will be achieved for the whole country.

As a practical example of what is being done in this

connection, the following standards adopted by the Better

Business Bureau (local vigilance committee) of Baltimore

will prove of interest

:

pirst—The term "Solid" should be only used in describ-

ing metals which are commercially free from alloys. The

U. S. Bureau of Standards has never objected to the use

of the world "Solid" for gold as low as 10 karat when the

word "Solid" is preceded by the word karat, 14 karat, etc.,

as the case may be.

Second—In advertising silver the word "Sterling"

should only be used for silver which is absolutely genuine

because the definition of sterling is genuine. In describing

the many alloyed substitutes for silver they should be de-

scribed in any way not to mislead the public into believing

that they are genuine.

Third—In advertising the number of jewels contained

in the movement of any watch only those jewels which

have a particular function to perform in the movement

should be given. There are numerous watches manufac-

tured with imitation jewels which perform no specific duty

l)ut are placed in the movement to dishonestly increase its

value and supply material for dishonest advertising copy.

Fourth—The term "Pure White, Perfection," etc.,

should be used only when describing stones which are ab-

solutely without flaws or discolorations.

Fifth—In describing plated ware it should always be

clearly stated that it is either "Gold Plate or Silver Plate,"

as the case may be.

Sixth—There are many suggestions that might be made

by us, but it is needless for us to go into details with the

many articles of jewelry sold to make it clear to the ad-

vertiser of jewelry that it is our intention to impress upon

him the importance of describing the wares in advertising

copy clearly and truthfully.
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Cylinders and Cylinder Shells

How to Measure Height and Total Length, Fit New Plugs and Pivots, or Run in

Complete New Cylinder

WATCHES fitted with the cyHnder escapement are
not as common as they used to be—and few watch
repairers will be found to mourn their passing.

Yet every watchmaker may have occasion to overhaul a
watch of this class, and the more he knows about the es-

capement and how to handle it, the better, says the "Na-
tional Jeweler."

Cylinder jobs—watches in which the cyHnder itself has
come to grief—may be grouped in three classes: (1) New
pivot or plug, (2) new shell, (3) new cylinder.

When the top or bottom pivot is broken and the cylin-

der is intact, it is necessary, according to a writer in

"Work," to drive out the old plug and fit a new one, us-
ing the old cylinder. The top plug, being a long one, can
usually be driven out equal to the length of the broken
pivot, and a new one turned on the old plug. A shell is

understood to mean a cylinder without the brass collet

which forms the seat of the balance and spring collet. A
shell has a plug fitted at each end, on which is formed a

pivot.

Fi«.i.

Fig. 1—Cylinder Punch. Fig. 2—Cone Hollow-
stake. Fig. 3—Temporary Cock. Fig. 4—Chariot
and Shell. Fig. 5—Chuck gripping the Shell.

The fir.st stage in fitting a cylinder plug is to remove
the balance spring and collet. Assuming that the top pivot
is broken, the cylinder is reversed; that is, the top end is

placed on a cone hollow-stake, so that the end of the
spring collet rests in the cone. The end of a cylinder
punch (Fig. 1) is then placed on the inside end of the
plug, and a blow from a hammer held in the right hand
will start the plug. It will be seen from Fig. 1 that a

cylinder punch is hollowed out behind the pivot to free

the cylinder. The pivot or punch part which is fonmied

on the end is inserted in the cyHnder to rest on the end
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of the plug. Fig. 2 shows the end of a cyHnder resiting

on a cone hollow-stake and the plug started, indicated in

solid black.

SELECTION OF CYLINDER PUNCHES NEEDED.

The cylinder is now placed on a hollow stake with the

projecting plug resting in a hole, and driven out with the

cylinder punch the length of a pivot. It will be found
necessary to make three or four punches to suit d'ifferent-

slize cylinders, with punches of two different lengths of

pivot for each size, using the short or stronger one for

starting the plug. At this stage the plug can usuaWy be

puHed right out with a pair of cutting pliers. If it hap-

pens to be tight and long enough, as is generally the case,

a new pivot can be turned on the end of the plug. The
cylinder is then filled with sheHac, warmed over a spirit

lamp, and a brass ferrule with a hole to just fit over the

sheH cemented to it—if the old-fashioned "turns" are

used. In a live spindle lathe, use a cement chuck. This

gives strength and minimizes the danger of a broken cyl-

inder.

W'hen a top plug is very tight and fails to move, the

safest plan is to drive out the bottom plug and use a

straight punch to just fit easily in the cylinder from the

bottom end, and drive out the top plug on the cone stake.

A straight punch, being much stronger, will obviously

stand a harder blow. Bottom plugs, being .short, are quite

easy to remove with a cylinder punch.

In the majority of cases of a broken cylinder the sheH

will drive out from the brass, leaving the balance and

spring collet intact. To fit a new shell to the old collet

would only involve about half the work. Finished shells

in assorted sizes ready for pivoting can be obtained. Place

the broken cylinder on a hollow punch. A new shell is

next selected for size to just enter the brass hole from

the bottom end. The shell would then be the same size as

the old one. Occasionally it happens that a watch has

been going with a cylinder the wrong size, and consequent-

ly keeping bad tiinne. To test the size, hold the escape

wheel in the right hand, and see whether the point of

one tooth and the heel of the next will freely pass between

the outside diameter of the cylinder; also whether a whole

tooth will pass ins.ide the cylinder with a little shake.

TAKING HEIGHT OF CYLINDER.

There are several methods of taking the height of a

cylinder or shell; a "cylinder height tool" is generaHy used.

There are many workers who are without this tool, and

they will find the "temporary cock" system used by the

writer as accurate as any. Unscrew the chariot which has
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the lower cylinder hole-jewel, and make a flat metal cock
with a slot at one end' and a hole at the other to screw-

down in place of the chariot. The thickness is immater-
ial; no measurement whatever is taken of its thickness,

and any metal will do. A piece of broken mainspring

would be suitable. The object of the "temporary cock"

(Fig. 3) is simply to form a resting-place for the bottom
of the cylinder shell. It must be filed and stoned perfectly

flat to lie flush against the plate in the place of the chariot

removed. One or two holes are drilled at one end, just

large enough to free the arbor of a large or small shell

and let the bottom rest on it. The slot should be wide
enough to free the threads of the chariot screw, so that it

can be screwed down adjustable, with one of the holes

coming in the same position as the hole-jewel occupied'.

The escape cock is next screwed down with the escape
wheel, and the lower arbor of the shell placed in the hole

of the temporary cock with the bottom resting on it. It

will then be possible to see the relative position of the

rim of the escape wheel to the passage of the shell. If

the rim of the wheel appears too low, or rubs on the bot-

tom of the shell, turn away in the lathe or in the turns a

little of the bottom of the shell that is resting on the tem-
porary cock, until the rim of the wheel is properly in the

center of the passage of the shell. It is quite obvious that

if the lower arbor of the shell is shortened to the thick-

ness of the chariot from the top flat side to the hole-jewel,

measured from the bottom shoulder of the shell, it will be

the correct height for the rim of the wheel, because the

bottom of the shell will be precisely the same height as

when it rested on the "temporary cock." The lower arbor
is now measured for length, that is, to the end of the

pivot, by holding the bottom shoulder of the shell with the

arbor flush against the end of the chariot, with the cap
jewel removed, as shown in Fig. 4. A is the chariot, B
the shell, C the hole-jewel, and D the lower arbor of the

shell. Make a mark or scratch on the arbor to come flush

with the hole-jewel, shown by a dotted line, and turn off

the arbor at the mark.

GETTING THE TOTAL HEIGHT.

To take the whole height of the shell, remove both cap
jewels and screw on the balance cock. Now measure the

distance from the outside of both hole-jewels, using a

douzieme, or micrometer gauge, or the runners of a depth
tool would do. Rest the lower arbor of the shell- against

one jaw of the gauge, and make a scratch on the top arbor
to come flush against the other jaw. Then turn away the

top arbor flush with the scratch. If the top part of the

body of the shell is too long, allowing insufficient arbor

to form the pivot, turn away the shell to lengthen the

arbor.

A lathe split-chuck to just grip the body of the shell

will be found the quickest means of turning the pivots.

Grip the solid part of the shell below the passage in the

chuck to turn the lower pivot shown in Fig. 5. A is the

face of the chuck and B the shell. As there is a very

small surface for the chuck to hold, a sharp-pointed

graver is necessary for this operation, or it will be found
that the shell will tear out and break. Rough out the pivot

and shoulder, then reverse it in the chuck, gripping the

shell at the other end, and' turn the top pivot in the same
manner.

The shell is finally driven into the brass collet from
the lower end, resting the latter W'ith the spring collet part

in a hole in a hollow stake, until the balance is the right

height in relation to the center w-heel and escape cock. In

the absence of a lathe the shell can be turned in the

'turns," by filling it with shellac for strength and cement-

ing a small brass ferrule in the center to take the hair-

bow. Hold the shell over a spirit flame with the shellac,

fill the shell, and cement the ferrule together. Use a very

weak hair-bow, and follow the same instructions as for

using a lathe.

FITTING A NEW CYLINDER COMPLETE.

To turn a complete cylinder with the brass on takes a

little longer. There is the extra fitting of the balance and
spring collet. The height of the balance can be marked
with a scratch on the brass collet just above the escape

cock when the bottom of the shell is resting on the tem-

porary cock. The balance being fitted, the collet is let

down to the balance rivet or hollow to form the rivet. A
split chuck is unsuitable for this class of work. The saf-

est plan, and the quickest when using a lathe, is to shellac

the cylinder, with the lathe running, against the end of a

V-shaped chuck, so that the end of the arbor is pegged

true at the bottom of the hollow of the V. When the

shellac is warm it forms a ball over the cylinder and V-
end of the chuck, leaving the arbor visible for pegging it

true. Reverse it to turn the other end. Shellac may be

dissolved by boiling it in methylated spirit. It is highly

inflammable, and if it should catch alight, smother it with

a box or other flat object.

Soldering Britannia Metal
Britannia metal is approximately 95 per cent tin., 25^

per cent, copper, and ly, per cent, antiimiony, but every

metal mixer has his favorite mix. I feel quite sure some

who may read this article, remarks W. Arthur, in the

'"Metal Industry," will say, "Oh ! he can't mix metal."

And I should not argue the point with him even if I had

an opportunity.

The composition of the solders used for w-orking upon

Britannia metal are as follows

:

Hard or Tin Solder: Tin 16 parts by weight. Copper

1 part by weight.

Soft Hard : Tin 7 parts by weight. Lead 5 parts by

weight.

Soft : Tin 5 parts by weight. Lead 5 parts by weight.

Mercury, sometimes called Bismuth Solder : Tin 5

parts by weight. Lead 5 parts by weight. Mercury 2

parts by w-eight.

Or to a soft fused soft solder add 2 parts by weight of

mercury.

Hard solder is used when it is necessary to have a

seam that will not show or to solder a seam that would

not stand the strain if soldered with a softer solder. It is

used, for instance, to solder teaware bodies which are

either spun or struck up in two halves and are not going

to be mounted over the seam. Soft hard is principally

used to solder bead on bodies, the melting point of this

being next to tin. but is considerably lower. Soft solder is

the most common and is the most extensively used, the

finer work all being soldered with it, such as applying

ornaments or mounting, the soMerer would call it, solder-

ing handles and spouts on teaware. Probably 75 per cent,

of soldering is done with it.

The so-called bismuth solder contains no bismuth, the

price of the metal prohibiting its use, but it does contain

mercury instead. This solder will stand but little strain

and is used only where a solder of an extremely low melt-

ing point is required, such as for applying mount to leaded

glass shades. The principal fluxes used are a mixture of

resin and oil

:

Resin 2 parts by volume.

Olive oil 1 part by volume.

This is boiled over a slow fire until the resin is entirely

dissolved, two hours being sufficient to make six gallons.

This flux is used for tin soldering or any place where it

is desirable to use a flux free from acid or water.
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Restoring an Antique Clock
By W. A. Cocks, in the London "Horological Journal."

THE object of the present article is to explain as

concisely as possible a few processes and methods
in use in the restoration of an antique clock. As

an example, an ordinary "grandfather" clock will be

chosen, it being the most frequently met with. Consid-
ering the age of most of these clocks, and the usage to

which many of them have been subjected, it is a great

wonder that they go at all. In restoring theim- to their

original condition, as much as possible of the old move-
ment must be retained, and it is not permissible to "im-

prove'' the dial or case by any attempts at engraving, in-

laying, or similar treatment.. Presuming that an eight-day

movement is in hand, the first thing to do is to examine
all the actions before taking apart, and note on a piece

of paper the pafts requiring repair, the most likely parts

being the pivot holes, pallets, escape wheel teeth and pin-

ion leaves.

In the case of pivot holes, if the pinion which runs in

them is worn, it is well to bush one hole and turn a little

off the shoulder of the pivot, slightly wider than the wheel
which engages with it is thick, and put a raised' bush in

the other plate to correct the endshake. By moving the

scape wheel thus, it is possible to correct both the third

wheel action and the escapement at once.

The scape wheel must be topped true before attempt-

ing any repairs to the pallets, the curved sides of the

teeth being afterwards filed up to a thin point to equalize

the thickness. The pallets will probably have been filed

and bent so .many times that the action is very bad. Pro-
ceed in this case by filing up the faces to correct angles,

and repolish, or if they are correct already and only worn
in grooves, reduce them the thickness of a piece of watch
mainspring and soft solder pieces of the latter on the

faces, trimming up smooth and' square. Next try the ac-

tion in a depth tool, and having plugged the old pallet

holes, mark the new centres and drill for the pivots. In

the absence of a depth tool large enough, if the alteration

is not great cut ofif the steady pins, and open the screw-

holes oval to allow for adjustment, afterwards drilling

new steady pin holes in the right position.

In an old clock the hour wheel pipe is often a very

wide fit on the bridge, thus causing an uncertain rack and
snail action. This is corrected by removing the hour wheel

from the pipe and driving the back end of the latter into a

suitable hole of a barrel contracting tool, also expanding
the bridge pipe a very little with a tapered piece of metal.

The wheel must run perfectly freely on the pipe.

Rack tails are usuall)' in a very bad state owing to bad

repairs. A new tail is the best remedy, but it must be the

correct length. Mark on a piece of paper a line A B which
is the distance the rack falls for 12 teeth. Now measure
the distance from the centre of the rack stud to the points

of the teeth and mark it A C, making B C the same length.

Measure the distance between the highest and lowest steps

on the snail and from the point where the lines A C and

B C are that distance apart, to C is the length of the tail

(D C). Rivet and pin the tail on the old pipe, using no

solder.

If the gathering pallet i)ivot or its hole is worn the

rack and pallet depth will be uncertain; it nKist be bushed

a good fit and for safety the pallet should always be pinned

on. If the latter is split, a new one must be fitted and

care is required in the fitting. The tooth of the pallet may
t>c roimded to the shape of a wheel tooth and the locking

corner must be quite smooth.

In order to get silent running of the striking train, the

fly should be well poised and its pivot holes and depth as

correct as possible.

The rack spring should be of thin spring wire, exert-

ing an even pressure all the way. Broken teeth may be

dovetailed in and' a little solder run into the joint, after-

wards washing with water and smoothing level.

To remedy a wide slot in the crutch, file it out wider

and fit in a piece of brass, using soft solder, and opening

it out smooth and bright to fit the pendulum.

A seconds pivot which has worn thin where it works
in the plate may have a long bush inserted in the latter, to

give a fresh bearing surface, but if the pivot is cut very

thin a new pinion is the best repair.

To clean the movement there are several processes,

vai-ying with the state of the clock, a good wash with

petrol being sufficient for a fairly bright clock. If, how-

ever, the plates and wheels are tarnished, liquid metal

polish may be used on a brush before washing with petrol.

Corroded and green plates require stronger treatment,

and emery flour with paraffin on a brush, followed' by

petrol, is good. A very badly corroded clock should be

boiled in a strong solution of caustic soda before the

emery and paraffin process. Rusty pinions are cleaned

with emery and oil on a suitably shaped jjiece of wood
end grain.

One or two special points require to be observed in re-

pairing 30-hour clocks of both long case and lantern vari-

eties, these being the working of the chain over the spike

blocks, and the locking plate striking work. The chains

very often jump, owing to worn spikes or wrong sized

chain. New blocks on the two pin principle, the shoulders

of the links bearing against two pins, instead of one pin

through every other link, being the reaiedy in the former

case, and a new chain in the latter.

Examine the striking carefully, and if the stop piece

has worn into a groove where the hoop wheel or locking

pin strikes it, file it up square and polish it. Never attempt

to bend the pins or file the notches in the locking plate

whichever variety it is, as this will only lead to trouble.

If the rest of the train is correct this action will be found

coirect also.

A word or two concerning dials may not be out of

place. An enamel dial may be washed with soap and

water or gently rubbed with a paste of whiting and water

on a rag, care being taken not to rub the figures off. Re-

enamelling and figuring must be done by a specialist in

this work as it cannot be well done by a novice.

A brass dial should be taken to pieces and the corners

and arch mounts boiled in caustic soda, followed by a good

scrubbing with a good brand of soap or rottenstone and

oil, the circles (hour, seconds, date, etc.), being polished

with metal polish or rottenstone, in a circular direction,

in a lathe if one is available. The back plate should be

cleaned with emery cloth in an up and down direction, the

centre includ'ed, if plain or engraved. A matted centre is

best cleaned by brushing with caustic soda and rottenstone

to follow. All the pieces should be finally cleaned free

from all grease with petrol and lacquered with pale gold

lacquer. This gives an antique appearance which looks

verv well, the writer having done up many dials in this

way, which have always given satisfaction. When a new

finish is desired with silvered circles, etc., it is far the

best plan to send the whole dial to a firm undertaking this

class of work.



$50,000 Daylight Robbery
Toronto Jewelry Storein

Three armed bandits broke into the

jewelry store of Abraham Rosenthal,

125 King Street West, Toronto, in

the early evening of June 18th, knock-

ed the proprietor unconscious, and de-

parted, taking with them jewelry

—

imostly diamonds— to the value of

$50,000, and $3,000 worth of Victory

Bonds.

They made a clean get-away in a

big, high-powered touring car, and,

so far as has yet been learned, left

no clews by which they could be trac-

ed and apprehended. They had more
than an hour's start before the police

were put on the trail, and the latter

are not sanguine as to the possi'bility

of locating the thieves.

The plot for the rdbbery was long

and carefully laid, and carried out

with much nicety of detail, as will be

seen from the following more or less

chronological account

:

The principal in the daring rob-

bery was a man about 25 years of age,

fair complexioned and fair hair, about

5 feet 7 inches, and garbed in a spick

and span Salvation Army uniform.

Three visits he had made to the store

during the week on the pretext of pur-

chasing souvenirs. On each occasion

he had made small purchases. He
came again on the evening of June
18th, about 6.15, after Rosenthal had
locked the front door and was putting

his valuables away in the safe. When
Rosenthal saw that the man rattling

the front door insistently was his

Salvation Army customer of the pas:

week he unlocked it and permitted him
to enter.

"Those souvenirs I got from yon
were allright," said the pseudo-Salva-

tionist, when he got inside. "I would
like to see a few more." Rosenthal
turned and walked a few steps to-

ward a showcase containing the ar-

ticles, and was felled by a blow on
the back of the head with the butt end
of a heavy revolver. But he was not

knocked unconscious. He staggered
against the showcase, overturning it

on the floor and smashing the glass,

The Trader.

then grappled with his assailant, who
had not quickly followed up his at-

tack, believing the blow to have been

effective. He grabbed the bandit by
the lower lip, tore the lip at the cor-

ner of the mouth, and then succumbed
to the blows of the fake Salvationist's

two assistants, who had followed in

within about a minute of their prin-

cipal's entrance.

Together they tied his hands behind

his back with a roll of cord which
they brought with them, and gagged
him with a heavy towel, which they

bound around his head, inserting a

knot in his mouth. They knew the

route to the cellar, and dragged him
down the stairs at the rear and pitched

him on the floor. Then the three re-

turned to the store, in two or three

minutes emptied, Rosenthal's trays of

diamond rings and brooches into a
little brown club bag which one of
the men carried, cleaned out the com-
partment of the safe containing Vic-
tory Bonds, and walked coolly out of

the front door, across King Street and
up York to the corner of Pearl Street,

where they had their motor car

parked.

In the scuffle in the store the Salva-

tionist's army hat was knocked ofY and
kicked under the show case, where he
left it when he made his escape with
his companions. Besides the hat the

police afterwards found a bloody
handkerchief which he probably used
to stem the flow of blood from his

mouth. It was the hatless Salvation-
ist with a bloody mouth leaving the

jewelry store with two companions,
one of whom carried a bag, that

aroused the suspicions of a citizen

standing at the southeast corner of
King and York Streets. He had been
at the store himself five minutes pre-

viously, and had encountered the

locked door. He went into the Prince
George Hptel to call Harry Rosen-
thal, brother of Abraham, advising
him to investigate.

It was some few minutes before
Henry Rosenthal was able to find his
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brother bound and gagged on the

cellar floor. They released him and
carried him into a drug store next

door to administer restoratives and
doctor his wounded head. There was
a regrettable delay at this juncture,

according to police ofiicials, in inform-
ing the police of the occurrence.

Three-quarters of an hour passed
during the time they were doctoring
Abraham and getting from him a co-

herent story. Although the robbery
occurred between 6.15 and 6.30, it was
7.40 when the first intimation of the

robI)ery reached the police.

The man masquerading as a Salva-
tionist is described by Rosenthal as

about twenty-five years of age, fair, 5

feet 7 inches and thin faced. Number
two is about the same age, 5 feet 8
inches, dark complexioned, thin face,

and wore a brown suit and brown fe-

dora hat. There is little certain in-

formation concerning the appearance
of bandit number three.

The bandits are believed to be
Americans, as the car. which was seen
as it departed (long before the rob-
bery was discovered) was observed to

bear an American number.
The robbery is the biggest haul ever

made by bandits in Toronto. .\ re-

Wiard of $5,000 has been ofifered for
the capture of the thieves.

MANY MONTREAL ROBBERIES
One seems to be- hearing of noth-

ing but jewel robberies in Montreal.
Mr. W. M. Birks, of Henry Birks &
Sons, tells a story which might well

have been cut right out of a maga-
zine. A short time ago, it would
seem, a well-known IMontreal gentle-

man and his wife, while visiting Hali-
fax, made the acquaintance of a

young man of gentlemanly appear-
ance and bearing, extremely popular
amongst the "four hundred" of that

city, with a brilliant military record
behind him. The young man became
greatly attached to the lady in ques-

tion, and went shopping with her fre-

quently. When his stay in Halifax

came to an end and he had left the

city, it came to light that he had taken

with him the greater part of the lady's

jewellery, besides considerable sums
of money which she had len him.
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Our large assortment of Souvenir Spoons, Brooches, Buttons,

etc., offers a great variety of designs from vv^hich a selection can be

made.

Thousands of Tourists vv^ill visit Canada this year, and the

demand for these popular Souvenirs will be tremendous.

If your stock is not yet complete, it w^ould be advisable to place

your orders at present, so as to be ready to cope with the situation

when it arises.

CARON BROTHERS
Bleury Street MONTREAL
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The couple returned to Montreal in

due course, and bills received from

the jewellers revealed the fact that

the gallant Captain had made quite

extensive purchases, leading the deal-

ers to believe he was the husband of

the lady in whose company he had so

often visited the shops, and having his

purchases charged to her husband.

The sequel was the arrest in Mont-

real recently of (Captain?) D. C.

Coughdon, alias Gerald I. Burkes,

registered at the Queen's Hotel. He
was accompanied to the police station

by a distinguished flying officer whose

name he would appear to have wanted

to copy, Mr. Gerald A. Birks, M.C.,

of Henry Birks and Son, who was
able to identify the jewels in the pris-

oner's possession as those which had
been procured under the circum-

stances above outlined.

Universal sympathy is expressed

with Mr. Lasker, whose flat on the

second floor at No. 7 Bkury street

was broken into the other day and

diamonds, platinum, silver, gold and

raw goods to a total value of over

$35,009 stolen. On entering his

premises the morning following the

crime. Mr. Lasker found the floor

littered with papers, scraps of metal

and broken furniture. The safe, with

an eight inch door, and the vault had
both been blown open, and a neigh-

bouring tailor's establishment had
been broken into to supply rolls of

cloth with which to deaden the sound.

George F. Helmsley, manufactur-
er of jewellers' articles -in the same
building, also received a visit, but the

vault in his establishment proved too

strong for the burglars who, after

breaking two drills and pulling a large

part of the brickwork away in a vain

attempt to demolish the vault, gave it

up in despair.

Fortunately the greater part of the

stolen property is covered by insur-

ance, but the incident is none the less

a disagreeable one for Mr. Lasker.

first proposed that wedding rings

should be exempt. To that Sir Hen-
ry warmly assented. But when Hon.
Mr. Fielding wanted the same exemp-

tion to extend to engagement rings

Sir Henry replied that he would not

go that far.

THE SHOE PINCHED
Quizzing of Sir Henry Drayton,

Minister of Finance, and Hon. W. S.

Fielding. ex-Minister of Finance, is

being indulged in by their intimate

friends because both agreed that

wedding rings should be. exempted
from the taxes on jewelry.

The quips and jests originated in

the fact that engagements have just

been announced in Ottawa of Sir

Henry's eldest daughter and of Hon.
Mr. Fielding's youngest daughter.
The marriages are to take place soon,

and the wedding rings used on the

occasion will be exempt from tax.

It was Hon. W. S. Fielding who

JEWELER ROTARIAXS.
At the 11th Annual Convention of

the International Association of Ro-

tary Clubs held in Atlantic City last

month the Canadian Jewelry trade

was again represented by Messrs.

Gordon McLaren and Stuart H. Lees

of the Ambitious City.

Gordon got in some splendid work

through Rotarian Jean R. Tack, Vice-

President of the American National

Jewelers Association, as well as with

many of the other American Jewelers,

relative to the coming Publicity Cam-
paign.

Stuart, having been appointed

Chairman of the Elections Committee,

had not much time to mingle with his

fellow Jewelers, but, we are told, did

manage to take a slap at the ''free en-

graving" still ])eing done by the

American trade.

LA LOUISE PEARL
The Manhattan Bead Chain Co., in

our July issue, is starting its adver-

tising campaign for La Louise Pearls

After experimenting for five years

in both America and abroad they feel

confident that they have perfected the

manufacturing of the La Louise Pearl

and that it is the best in the market.

RECORD JEWEL THEFT
The country home of Enrico Caru-

so, tenor, was burglarized last month,

and jewels, valued at $500,000, were

stolen. The stolen jewelry included

a diamond necklace valued at $75,000.

In addition to the diamond neck-

lace, a pearl necklace, valued at be-

tween $75,000 and $100,000, the bridal

gift of Mr. Caruso, also was taken.

A partial list of stolen jewels, made
public by the police, includes : eight

diamond rings, a pair of diamond
ear-rings, two diamond hairpins, one

flexible diamond bracelet and two
gold watches.

PROVINCE OF QUEBEC
Mr. M. Lewis Mittenthal, diamond

merchant, of Montreal, left on June
26th on board the Megantic for Am-
sterdam and Antwerp. Mr. Mitten-

thal intends to return about the latter

part of August.

A well-known and outstanding fig-

ure in the jewellery world of Quebec
province departed this life some three

weeks ago in the person of Mr. Arth-

ur A. Bergeron, ex-alderman and
jeweller, of Three Rivers. Born in

that city forty eight years ago, Mr.
Bergeron entered the jewellery busi-

ness for himself about twenty-five

years ago. .Almost simultaneously

with the establishment of his own
business, Mr. Bergeron married Miss
Harnois, who predeceased him.

He is survived by several children,

and also four sisters, Mrs. Desy, wife

of Judge Desy, and Mrs. Laflamme,
both of Three Rivers, Mrs. Ernest

Bourbeau, of Champlain, and Mrs.

Eva Heroux of Shawnigin Falls, and

a brother, Irene, also of Three Riv-
ers.

The Jewellery Workers and the

Metal Polishers' Unions vented their

little family trouble the other day on

the floor of the convention of the .A..F.

of L. The Jewellers had been in-

structed to come to an agreement with

the metal polishers with a view to

coml)ining for the greater good of

both organizations.

Referring to the budget resolu-

tions, Mr. Birks expressed the opinion

that the tax as now arranged though

very severe on the trade, is much
fairer and more collectable than the

arrangement previously proposed.

"There are discrepancies," he said,

"and unquestionably in the working

out of the tax there will be many
chances of fraud, and there should be

heavy fines provided against any

form of wholesale retailing."

Business is reported fair by Messrs.

Birks, though several other promin-

ent jewellers report a reluctance to

buy during the past few weeks, due

no doubt to hesitancy as to the tax

question.

Mr. T. W. Wright, of P. W. Ellis and

Co., Ltd., gave vent to a very apt

opinion when he said the other day,

"If the government had had the wis-

dom to consult with men who know
these trades before taking any defin-

ite steps, they might have avoided a

great many ludicrous errors."

Apart from little internal wrang-

lings amongst themselves, the labor

situation appears peaceful for the

time being, though whether it is a

durable peace or the calm before a

storm, is perhaps hard to say.

Mr. Mire, of Mire Bros., left for

Europe about the end of May, intend-

ing to see his people over there and

at the same time visit the European

diamond centres. Mr. Mire was ac-

companied by Mrs. Mire, and as this

is his first trip to Europe since his

marriage, it can be looked upon in the

light of a honeymoon as well as a

business trip.
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This is a Good Month

for the RETAIL JEWELER
to look over his stock again

and make a final clearing out

of old and unsaleable goods that

not only take up valuable space,

but affect unfavorably the ap-

pearance (>f your other goods.

The great increase in our

refining business compels us

to again increase our facilities,

but this will not interfere with

our prompt and efficient service.

Canadian Seamless Wire Co. Limited

REFINERS OF

GOLD SILVER PLA TINUM

Toronto, Ontario
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ONTARIO
A deputation representing the Can-

adian manufacturers of French ivory

and ebony toiletware had an inter-

view with the Minister of Finance,

Sir Henry Drayton, on June 1st, at

his office in Ottawa. The object of

this visit was to place before the Cabi-

net Minister the reasons ifor believing

that the proposed 20 per cent, tax was

unreasonable and excessive and would

curtail the retail sales and severely

cripple and possibly ruin this industry

in Canada.

The deputation pointed out that

this was comparatively a new indus-

try in Canada and that its produces

consisted chiefly of mirrors, brushes,

comfes and manicure implements, none

of which were such a luxury as to

necessitate the tax of 20 per cent.

The aim of the deputation was to have

the tax reduced to 10 per cent., as in

view of the need for taxes they be-

lieved that this tax would not seri-

ously curtain retail sales, and would,

therefore, not ruin this Canadian in-

dustry.

Previous to the visit they had con-

sulted and interviewed the leading re-

tail merchants, who, without excep-

tion, endorsed the attitude the depu-

tation took.

The delegation consisted of repre-

sentatives from the following manu-
facturers : The Stevens-Hepner Co.,

Ltd., Port Elgin; the Arlington Co.,

the French Ivory Products Ltd., the

Pugh Specialty Co., Ltd., and Carl

Austin & Co., all of Toronto. E. A.

Kantel, Ltd., represented the whole-

sale trade.

A very courteous and attentive

hearing was given by Sir Henry
Drayton, and the request of the de-

putation was later granted.

The store of G. E. Meredith, 1242

St. Clair avenue west, Toronto, was
entered by burglars early on Monday
morning, June 14th, and goods to the

value of $300 were stolen. The thieves

made an entrance by cutting out a

section of the back door. Mr. Mere-
dith heard them making their get-

away, but, beyond seeing three men,
was unable to do anythnig. A num-
ber of the jewelry boxes were found
next day buried on a vacant lot on
Dufferin street, but that is the only

clue uncovered so far.

A very enjoable picnic was held

at High Park on Saturday, June
19th, by the employees of E. and A.
Gunther Co., Limited. A good pro-

gramme of sports and races was pro-

vided and about 200 sat down to a

very enjoyable supper. Afterwards

target throwing, putting the shot and

other games were played and many
prizes presented, everyone present de-

claring it to be the most enjoyable

picnic the firm has ever held.

One of the oldest established busi-

nesses in Welland, Ont., has changed

hands in the purchase of Mr. James
Tucker's jewelry store by Mr. Har-

old Robinson. Mr. Tucker has been

running a jewelry store in Welland

ever since 1862, two years after he

came to Canada.

G. M. Burke has purchased the

store and jewelry business of D. M.

Stringer at Killaloe Station, Out., and

being a graduate of the Philadelphia

College of Horology, 'will pay special

attention to expert watch repairmg

and engraving.

A facetious jeweler in Port Hope,

when asked by a customer the price

of some repairs to his watch, an

swered : "Two beans." The cus-

tomer, who was a farmer, by the way,

promptly took two common white

beans from his pocket placed them
gravely on the counter .md walked
out. The jeweler said it he had
left two potatoes it wouldn't have

been quite so bad. Perhaps that itvv-

eler will take the hint and learn to use

more correct English, when doing
business in future.—^Clinton "News-
Record."

Agnew Bros., of Toronto, who
were forced out of their store on
Roncesvalles Ave., some time since

by the keen demand for choice loca-

tions, have succeeded in securing

suitable premises at No. 173, in close

proximity to their old stand.

The firm of E. and A. Gunther Co.,

Ltd., have closed down the factory

from July 1st to 15th for their annual

vacation. The material department
will continue to operate with a full

staff.

WESTERN ONTARIO
Jewellers from all over London

district were entertained at luncheon
in the Tecumseh House, London, on
June 9, by the London Jewellers'

Club. On behalf of the members. Pres-

ident John S. Barnard extended to

the visitors a warm welcome to the

city and spoke briefly upon the excel-

lent results to be obtained by work-
ing together. He then asked Mr. M.
C. Ellis of Toronto to take the chair

and conduct the proceedings.

Mr. Ellis spoke at some length, and
was listened to with the closest atten-

tion. He went thoroughly into the

new luxury tax and explained its vital

importance and effects upon the

jewelry trade. A number of questions

were asked in connection with this

matter, and were answered in detail

by the speaker.

At the close of Mr. Ellis' address
the London District Jewelers' Asso-
ciation was formed, and the following

officers were elected

:

Chairman, H. Richardson, Inger-

soll ; vice-chairman,
J. E. Nelson,

St. Thomas : secretarv-treasurer, T.

Another and more charming group of U.F.O.'s and Nighties, rivals of the Centre
Island ball field. These handsome players featured the Ryrie Bros. Picnic on June 21st.
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The
Waterman
Factory

The new Canadian home of Waterman's Ideal Fountain Pens

is the finest pen factory in the world ! Canada's ever-growing

population and ever-growing need for the famous pen de-

manded such a factory. And here it is, complete in every

detail, to treble the output and satisfy every dealer who derives

a good part of his revenue from the sale of

mtennan
(mi

bimtainPen

and Waterman's Ideal Ink

Such a huge structure cannot be equipped and put into full

operation in a moment, but from now on this factory will

enable us to fully supply the demands of Canadian dealers

and leave a substantial surplus for export to every part of the

British Empire.

L. E Waterman Co., Limited
179 St. James Street

MONTREAL

Located at the St. Lambert end

of the great Victoria Jubilee

Bridge, which crosses the St.

Lawrence at Montreal. Adequate

space has been assigned to

the manufacture of Waterman's

Ideal Ink.

50,000 feet Floor Space
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Wilford Jones, London: Eastern

representative, A. H. Wilson, Wood-
stock ; Western representative, J. C.

Barr, Sarnia ; Southern representa-

tive, J. B. Bambridge, Dutton.

Following the election, Chaiirman

Richardson took the chair, and brief

addresses were made by the newly

elected officers.

Those who attended the meeting

were : M. C. Ellis, Toronto ; Carl A.

Class, Watford; A. H. Wilson, Wood-
stock; D. H. Patterson, Strathroy;

W. D. Paxton, Woodstock; P. W.
Morton, E. H. Flach and J. E. Nel-

son, of St. Thomas; E. D. Bowlby

and Y. McConnell, of Aylmer ; S. G.

Kinsey, Norwich; J. G. Bambridge,

Dutton; C. E. Zurbrigg, Lucan; H.

Richardson, Ingersoll; E. P. Battley

and J. C. Barr, of Sarnia; A. Brittain,

Wyoming; A. Woodroofe, Wood-
stock ; C. E. Davidson, Glencoe ; and

the following from London : H. R.

Allport, E. R. Hines, George W.
Pitt, Charles F. Jones, T. Walford

Jones, Sam K. Milroy, N. Agranove,

S. Thorne, A. Green, A. E. Cooper,

Gordon Cooper, T. H. Baker, E. Un-
derbill, John S. Barnard, C. R. Sum-
ner, Chas. H. Ward, George Watson,

Alfred Morphy, A. E. Turner, H. H.

Young, W. G. Young and W. G. A fey.

At the annual meeting of the con-

gregation of the Church of St. John
the Evangelist, in London, N. F. Will-

mott was elected as a member of the

select vestry.

Charles F. Jones, president of the

firm of Charles F. Jones & Co., Lon-

don, attended the International Con-

vention of the Rotary Clubs of

America at Atlantic City as represen-

tative of the London Rotary Club. At
the close of the convention, Mr. Jones

spent some days in New York on

business.

Between the troubles caused by the

luxury tax and the street car strike,

London firms, both wholesale and re-

tail, have been experiencing anything

but smooth sailing. Business is re-

ported as very quiet.

George E. Norton, a former em-

ployee of the Michigan Central Rail-

way, was found not guilty when he

appeared in court at St. Thomas, Ont.,

charged with stealing two diamond
rings from the jewelry store of C. H.
Hcpinstall & Sons. One ring was
valued at $310, and the other at $275.

The rings were secured on December

23, 1918. Norton testified in his own
behalf, and stated that after purchas-

ing the rings he got intoxicated, and

the jewelry and $200, with which he

had intended to make a partial pay-

ment, was stolen from him. He left

the city, and did not return again until

recently. Since returning he had paid

a part of what was owing on the

jewelry. Judge Ermatinger declared

that doing this might have led to seri-

ous legal complicatdons.

Mr. and Mrs. Sidney Tliorne (S. &
M. Thorne, 59 Dundas street and 402

Ridout street, London, Ont.), contem-

plate paying a visit to London, Eng-

land, sailing from Montreal on the

"Megantic,"' July 24th inst. They
expect to return early in September,

consequently their business premises

will be closed during the period they

are away.

C. C. Douglas, manufacturing jew-

eler, engraver and optician, has

opened a jewelry store in Listowel, in

the building lately occupied by Mr. J.

Gabel, Wallace street. He will carry

a large stock and also give attention

to repairing and engraving.

WESTERN CANADA
Parson Bros., of Lacombe, report a

very steady trade in all their depart-

ments, being especially busy in the op-

tical and watch repair. Surrounded
by one of the most prosperous dis-

tricts in Alberta, the trade is char-

actertistic of the West, where the de-

mand is for good substantial goods.

Supplying jewelry for a hundred
miles of territory may not mean much
in a new district, but in as long

settled a district as that around La-
combe, it assures a steady trade at

all times.

The demand at present is for Sif-

ton and Crown Derby china, and there

has been a run on Rogers 1847 sil-

verware.

W. F. White, the Stettler jeweler,

has found a move imperative in order

to cater to his increasing trade, and,

in moving, has secured a store with
space twice the size of the old one.

The new stand is next door to the

post office, making it very conven-
ient for sending out mail orders with

great promptness. The interior, which

will be reached by two entrances,

will be up-to-date in every respec''.

The optical department will now have
sufficient space to adequately cater

to the increasing trade. The repair

department will no longer be crowded
and the special orders for gold ar-

ticles may now be filled satisfactorily.

The goods will be displayed to a

great deal more satisfaction in the

fine windows of metal and plate

glass and in the new cases of the in-

side. Mr. White, who is a charter

member of the Alberta Jewelers' As-
sociation, and is on the provincial

executive, shows what hard work and
progressiveness can accomplish in the

west.

J. Price, of Macklin, intends locat-

ing his store in Bashaw, and has
leased the D. E. Miller place for a

term of years.

Frank J. McKinney, who for a

number of years has been with Row-
land & Campbell, Ltd., has opened up
a jobbing business for himself at

258y2 Portage avenue, Winnipeg. He
will carry a general line of jewelry,

featuring loose diamonds, and will

also represent the high-class silver-

ware line of Stanley & Aylward, To-
ronto and Montreal.

BRITISH COLUMBIA
On the occasion of his recent visit

to Vancouver, to take part in the an-

niversary celebrations of the com-
pany. Sir Robert Kindersley, G.B.E.,

was the recipient of a handsome pres-

entation at the hands of the executive

and employees of the local Hudson's
Bay store, a massive inkstand being

selected as the presentation article.

Copper, silver, gold and marble were
used in manufacturing the stand.

The marble was from the quarries at

Texada Island, the gold nuggets came
from Bakerville, the copper was ob-

tained from the mines at Amyox, and
the silver from the Dolly Varden
mines at Alice Arm.

The coat-of-arms of the Hudson's

Inkstand presented to Sir Robert Kindersley by the Vancouver staff of The
Hudson's Bay Co. The stand, which Is made entirely of British Columbia pro-
ducts, Is the work of the Vancouver BIrks factory.
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lluatrates
ppendale
Set.

'HEIRLOOM' PLATE
Possesses exquisite beauty with a

superlative quality and charm
of appearance that assures a

certainty of satisfaction. The -

varied 'HEIRLOOM* designs,

in both flatware and holloware,

are examples of the painstaking

care and attention given to the

minutest details by skilled

craftsmen.

CANADIAN WM. A. ROGERS. LIMITED
TORONTO

Downtown Showrooms, Kent Building, Yonge St.

Made in Canada

7jf&t^rr\m^.
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Bay Company, and that of the City of

Vancouver, appear on the inkwell

worked in silver in bold relief; on the

sides are depicted scenes representing

the principal industries of the Pacific

Province, i.e., fisheries, forestry, min-

ing, and agriculture. At the back are

shown two models of the original

Hudson's Bay Blockhouse, exact re-

plicas of the Bastion at Nanaimo, the

only one remaining intact in the Do-

minion. The panel at the back reijre-

.sents the two lions which guard the

entrance to Vancouver's natural har-

bor, Burrad Inlet. On the cover of

each inkwell are original British Col-

umbia gold nuggets. On the front of

the marble base is a gold plate con-

taining the inscription, while on the

back is a plate intimating that all the

materials used are indigenous to Brit-

ish Columbia, and that the stand was
manufactured by Messrs. Henry

Birks & Sons in their Vancouver fac-

tory.

Thomas Roden, a delegate from

Toronto to the recent Manufacturers'

Convention held at Vancouver, i?

head of the firm of Roden Brothers,

silversmiths, Toronto. Mr. Roden,

who came from Birmingham forty

years ago to start his business career

in Canada, was a City Father in To-

ronto 'for some years. Housing
schemes are among his hobbies.

Harry Nye, who recently opened a

jewelry and optical store in the upper
region of Granville street, was a vic-

tim of a midnight visitor only a few
days after opening. Entrance was
obtained to the store by means of a

passkey, and the store was pretty

well ransacked by the burglar. The
roll-top desk in the rear of the store

was wrenched open and about $600
worth of jewelry removed from the

safe. The peculiar feature of the

nocturnal visit was that no marks
w-ere left on the safe door whereby a

thief might be traced, and this ab-

sence of marking was taken advan-
tage of by the insurance people, who
are disputing the claim on the jewelry

taken from the safe.

Walter M. Gow, Granville street,

was also "touched " by a visitor who,

in broad daylight, succeeded in getting

away with a pad containing a number
of tiepins. .As far as Mr. Gow can

remember the visitor asked to see

some ear-rings, and. while he went

to the window to bring out some new
patterns, the visitor must have ab-

stracted the pad from the showcase

and concealed it under his coat.

When Mr. Gow came from the win-

dow, the man immediately fancied

one of the patterns and left in a great

hurry, saying he would bring a lady

right in to see if they were suitable.

Neither he nor the "lady" ever re-

turned, and pins to the value of $197

are also gone in the shuffle.

The members of the local Birks

staff were made supremely happy by

the intimation of their bonus for

1919, the amount of the bonus being

equal to 8 per cent, of their salary

for the year. This is the second year

that Messrs. Henry Birks & Sons

have shared their profits with their

staff, and the cheques were received

with keen appreciation and pleasure

by those participating in the split.

Daniel J. Snider has now removed

to fine ground floor ])remises at 54

Hastings Street East. He is just get-

ting settled in his new quarters, where

he has a very finely selected stock of

general jewelry and optical supplies.

The little store is bright and cheery in

atmosphere, and business has been

very good since the change.

Harry Pickering, the well-known

jeweler and optical man, had the mis-

fortune to sustain a dislocation of the

left shoulder at the lacrosse match

on Saturday, May 15. Harry is an

old professional lacrosse player and

still takes a very keen interest in the

national game of Canada.

Messrs. Shuttleworth Bros., who
recently opened in Grandview, have

made several improvements in the

store on Commercial Drive. Two
fine wall cases have been installed

for the better display of silverware,

while the window displays have un-

dergone a marked change for the

better.

Messrs. Henry Birks & Sons have

installed a handsome advertising

show case in the lobby of the Van-
couver Hotel, just across the way
from the store. The new case will

prove a splendid ad for the firm, as

the goods will 'be seen by practically

every visitor of note who comes to

the Terminal City. .An advantageous

location has been secured for the

case, close to the elevators.

Geo. E. Trorey, managing director

cf Messrs. Henry Birks & Sons, paid

a visit to the firm's headquarters in

Montreal to attend the annual meet-

ing of directors of the company.

H. O. Pyper, representing the Ball

and Hamilton watches, is in the city

on a business trip from Winnipeg.

R. C. Manning, of Messrs. Tod &
Mannii g, plans to travel to Port-

land, Ore., to take part in the big

Shriners' convention slated for the

Rose City.

Mrs. R. M. Tod has gone back

east to visit her sister at Maple Creek,

Sask. On her way back, she will be

met at Kamloops by Mr. Tod, and
the pair of them will indulge in a
little fishing around the Kamloops
district. We are hoping for a sample
of the luscious trout Bob invariably

lands on these frequent fishing jaunts

—that is, if we are to believe all the

fishing tales unloaded on the scribe.

A, J. Fox, buyer for silver, electro-

plate and cut glass for Messrs. Henry
Birks & Sons, has returned to Van-
couver after a successful trip to the

markets of Eastern Canada and New
York City.

The local Birks store supplied the

cigarette cases presented by the Hud-
son's Bay Company to the heads of

the local pageant celebration, on the

occasion of that firm's 250th birth-

day anniversary. The case had the

coat-of-arms of the Hudson's Bay
Company engraved upon them, anil

they were handsome little souvenirs

of the historic occasion. Messrs.
Henry Birks & Sons had a beautifully

decorated car in the procession. W.
M. Carson and little Miss Carson
rode in th6 floral bower, surmounting
which was a neat little card bearing
the words: "Birks congratulates the

Hudson's Bay Company on their

250th anniversary."

Phil Friedman, who formerly lived

in X'ancouver. B.C., but was lately a

well-known jeweler of Tacoma,
Wash., met his death at Tacoma, as

the result of a family quarrel at his

home there. .According to the storv

told to the police by Robert Fried-

man, the two men became embroiled
in a violent quarrel, during which the

elder Friedman drew a pistol. Young
Robert rushed at his step-father with
the purpose of disarming him, he
claims, and in the struggle the wea-
pon was discharged, the bullet enter-

ing Phil Friedman' temple. Police

officers found three bullet holes in the

woodwork of the two rooms through
which the men fought. "My step-

father was insane," Robert told the

police; "his insanity was brought on
from drink and running around with

women."

NOVA SCOTIA.

The Halifax police have made the

telegraph wires hot in an effort to

find some trace of "D. C. M. Cough-
don," a clever diamond thief, who
e.scaped from Halifax with a quantity

of costly gems and other valuables.

The man registered at the Birchdale

Hotel, where he gave out that he was

an Australian ace, with a fine war

record. He was lionized iby people

socially prominent, and was enter-

tained at Government House.
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OUR HEADQUARTERS
Entire second floor, fronting on McGill and Notre Dame Streets

DID YOU KNOW THIS ?
We have the largest hne of watches in Canada.

A competent staff of expert watchmakers for timing, casing and regulating them.

We are direct importers of every Swiss watch we sell; and, remember, we sell every Swiss

watch we import.

A complete stock of material constantly on hand for all our watches.

That we are Jobbers of Waltham Watches and American Watch Case Company cases.

We are the largest consumers in Canada of 8%, 9^ and 10^ ligne Bracelet Watches.
I here must be a reason. Write for samples.

YOURS FOR SERVICE

S. P. MYERS & CO.
230 McGill St.

Wholesale Jen>elers

Montreal, Que.
We shall have an important announcement of interest to every Jeweler in Canada. Watch

for it in the coming issues of this paper.
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WHEN YOU
RECOMMEND

DAVID BELAIS' 18K WHITE GOLD
( The white gold that stays white)

FOR
REMOUNTS

YOU
are creating new business that

WILL LAST
You can furnish a mounting made of BELAIS'
WHITE GOLD and about $175 WORTH
OF DIAMONDS for the price of a mounting
made of Platinum, assuming the mounting
made of BELAIS' WHITE GOLD weighs
10 dwts.

The Color is the Same.

Styles in Jewelry Change.

Give It a Thought.

DAVID BELAIS
13 DUTCH STREET, NEW YORK
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"Ti me iwT the y^oul ,

of buy^iney^wT
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the huj-inc^j- manV
time kee ber

Every Elgin W?tch is fully guiranteed. All jewelers have Elgin Watches.
"Timemakers and Timekeepers."

The

Canadian Elgin Watch Company
LIMITED

Traders' Bank Bldg. Toronto

^i<i<>»t*<>^i ^r^



THE TRADER 91



"'2 T H E^ TRADER

SUREFIT
Means a perfect Watch Strap for both Ladies and Men, which can be worn with the greatest comfort

and assurance that you are not going to lose your Watch. It is easily attached, requires no adjustment,

and is always ready for use, as it does not become flabby by stretching.

MEN'S
STRAP

Bracelet Expanded.
' Both the Ladies' and Men's Straps are made in 1 4 Kt. gold, 1 Kt. gold, I / 1 rolled gold plat«,

sterling silver and American silver, having in all qualities an expansion of 1 ^ inches.

The catches on the Men's Strap are made in 5/16, 7/16 and 5/8 inch, which fit all size watch lugs.

Norv is the time to stock '^'^ item.

:I'ATKNTEI) mmmmmm LADIES'
STRAP

Closed.

/ /

Showing Watch Hooks and Bracelet Expanded.

This item is not a novelty, but an article which will last and be worn as long as the Wrist Watch is in

style, and it has come to stay.
Sold through the Wholesale Watch and Jewelry Trade.

BLISS BROS. COMPANY, Attleboro, Mass.
"The House with Something New Ail the Time"

Popularity Means Continuous Sales

Mesh bags are being carried this seasDn more than ever before. A popular

demand is ever an opportunity for the aggressive dealer.

WHITING & DAVIS MESH BAGS
attract the admiring eye of your most fastidious customer. Their big appeal is

in their luxurious silken mesh, general attractiveness, convenience and adapt-

ability to every costume.

We are now showing a new and most attractive line for Fall selling.

Mesh Bags are made of metal and are not

classed as "jewelry" under the ''luxury tax.''

Whiting & Davis Company
Sherbrooke, Que.
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CASSEROLES
Xo. 2717—7" liouud No. 37o8—8" Oval

No. 2718—8" KoHiu! No. 2779—9" Oval

No. 181 Pii- Plate

The Charm of

MID-SIL-CRAFT
Design

THE finest qualities of the silver-

smith's art plus unusual manufacturing

efficiency uphold the prestige of the

Mid-Sil-Craft trade mark.

The Middletown Silver Co., makers of

Mid-Sil-Craft Silver Plated Tableware,

are also the largest manufacturers of silver

plated frames for Pyrex Cookingware.

Advertising in such magazines as "Good
Housekeeping" keeps thousands of women
acquainted with their product.

The Middletown Silver Co.
MIDDLETOWN. CONN.
Canadian Showroom and Sales Agents

John Round & Son, Limited
51 St. Paul St. West - - Montreal

Because she's fastidious, don't hesitate to show her

Myotis Pearls—they're the nearest reproduction of

the genuine that human ingenuity can produce.

Their beauty, their lustrous sheen, make an instant

appeal—your customer says, "I'll take them."

The EU^OteMHJ C
405- 406 ConFederattion Life Buildln

Toronto Ont.
g-
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ROSARIES
Gift-time IS approaching, and, as usual, there are a number of people who are at a loss to know just

what to give. Perhaps the party already has everything you can think of.

Progressive Jewelers, that is just your opportunity to render a service to your customers and yourself
by proposing a Rosary as a gift to anyone of the Catholic faith. We are carrying an extensive range
of different designs and novel colors that are sure to appeal to the purchaser; in fact, a line that you
will be proud to offer to anyone—they are so attractive.

Write us ahoul them to-day.

E. SAINT LOUP
46 Notre Dame Street West

EXTENDED

c^^g^>tt^^j^i.£«A-:air>!j-:^;p?^^aa

CU08ED
Patented

The PIN that GRIPS and
never SLIPS

SIMPLICITY
ADJUSTABLE

SOFT COLLAR PIN

WILL FIT ANY MAKE OF COLLAR

As simple to put on as the

name implies.

AT ALL JOBBERS.

Manufactured in Canada by

Simplicity Collar Pin Company
no Adelaide Street West

TORONTO, ONT.

Importer
MONTREAL

Let Us Make It

For You
We are capable of executing your orders

with the precision chat exemplifies the

work of the master craftsman.

Platinum and

Gold Jewelry

remodelled and made to any design you

care to specify.

ROUGHTON & SKELTON
Limited

32 McGill College Avenue

MONTREAL

"KINGSWAY PLATE"
"FROM STOCK OR TO IMPORT."

Sucklings Limited, Birmingham, England

is back once more on the market, and dealers who have tried this line before will be quick to

reahze the opportunity that is afforded them, that of handling a line of plate that will con-

form to all expectations of the purchaser and that will compel an admiring attention by its

neat patterns that feature a quiet and simple dignity that bespeaks refinement.

Write us to-day for a catalogue of the many designs that "Kingsway Plate" is pro-

duced in.

W. T. EVANS
LINDSAY BLDG., ST. CATHERINE ST. WEST, MONTREAL
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We are carrying an extensive assortment of

BRIGHT BROWN

MELLEE DIAMONDS

suitable for manufacturer. We also have a

collection of white stones in a large

assortment of sizes and grades.

'^ Write us for a selection on approval"

EAVES BROS.
128 Bleury Street Montreal

E iiiiiiiiliMiriiiiiriiiiiriiitiiiyiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiMniiiniiiiitiinttiiiiiiiiiiiiiiiiiiiii

A Dependable Line
There could be no more appropriate time than the

present to fill in your stock with a Sorting Order of our

Solid Gold and Gold Filled Goods
You can depend on our hne to satisfy the most exact-

ing customers. Let us put you on our calHng hst.

JAMES EASTWOOD
Wholesale and Manufacturing Jeweler

65 Provost Street - NEW GLASGOW, N.S.

HiiiniMtiiiiriiMiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii

vtiiiiiiiiiniiiirtiiiiiiiiiiitiiiiiiiiiiiiiiiiiiiiiii
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MADE IN GOLD. SILVER AND PEARL TRIMMINGS.

BABE'S
BEST FRIEND

PACIFIER
AIR-PROOF

NON-CORROSIVE

PNEUMATIC

INSURES
EASY TEETHING Z. AU E RBACH & CO.

Distributors for Canada
120 St. James Street .... MONTREAL

The interior construc-
tion of

BABE'S
Best Friend

PACIFIER
is Aluminium, non
corrosive. The nipple
easily replaced by un-
screwing plug— is not
gelatine-filled but
pneumatic and air-
proof. Always offering
a hard bite for the
gums and helping the
teeth through.

A Hygienic

Comfort for Baby

WATCHMAKERS AND REPAIRERS
EFFICIENT AND CAPABLE WORKMEN.
QUICK SERVICE AND SATISFACTION.

George D. Neima & Company
Clayden BIdg. - TRENTON, N.S.

WE IMPORT
WATCHMAKERS' TOOLS AND MATERIALS

JEWELLERS FINDINGS
IMITATION AND REAL STONES

Headquartera for Waltham Material for
Maritime Provinces

ARTHUR W. THOMAS
188 ARGYLE STREET, HALIFAX, N.S.

M. Lewis Mittenthal
Loose Diamonds

Is now ill Europe and expects to return the third week in August.

286 St. James Street MONTREAL

Do most bij^ manufact-
urers send us their
$craps,film^s t's^vecps

" We pay the highest prices."

Guesswork is eliminated—absolutely.

Send Your Sweeps to

BAKER
NEWARK, N. J., U. S. A.

Shipping tags sent on re(]uest.

BAKER & CO.. INC.
Refiners and Workers of Platinum Gold and Silver ,

O J -o
, „ , 54 Austin St ^^u/l la n.

,30 Church St Now York MRWARK N J
^ ^ Wabash Ave (hitago
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CHAIN
AND

CHAIN ONLY
From the finest to the largest sizes in various styles

Wholly Canadian Made

ELECTRIC CHAIN CO. OF CANADA, Limited
RIVER STREET, TORONTO
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FOR SALE
Complete fixtui-es as now in use in fnir store at

Sault Stc. Marie.

1 Quarter Cut Oalv Wall Case 24 Icet, made in

tliree, eight foot sections.

1 Quarter Cut Oali Wall Case 38 feet, made in

three t<'n foot sections witli two four foot mirror

sections.

1 Mirror Fixture, 10 foot.

The above all "NEW ECLIPSE" design as made
!)>• Me.ssrs. Kent McClain Co., Limited, Toronto.

."> Coalport Jewelers coiinlt-r eases, 6 foot, as

made by Messi-s. Kent MeCIain Co., Tjimited.

'foronto.

1 Watchmakers Screen, 6 foot with return «muI,

l)evelled glass.

1 Watchmakers Screen, 10 foot with gate at end.

Blue prints of the above can be submitted.

Kvery case in good order. Delivery Septenibt^r,

1920.
i r-\-

PATTERSON BROS.
Sault Ste. Marie, Ont

J. G. COFFEY
Wholesale Manufacturing Jeweler

Specializing in fine 119 ST. ALEXANDER STREET

lV"^^o.^Tc MONTREALGOLD RINGS phone Up. 6980

.v<^rv^^^^^^^^^^^^^^^^^r<^y^^<^<>^^^^^^^^v^r<r>^^^

Don't lose the money that can be made

in repairs. If you cannot handle the

work, send it to us. We have the men
and material to do all your repairs and

give you service.

DON'T FORGET : Every material order
is filled by a watchmaker

KLEIN & BURROWS
40 Colborne Street - TORONTO

PUBLIC CLOCKS
CHURCH BELLS
CARRILLONS

Messrs. Gillett & Johnston, Croydon, Eng-

land, makers of the Toronto City Hall clock,

etc., have arranged for their Manager, Mr.

Housman, to visit Canada in June and July.

He will be in a position to give advice and to

submit estimates in connection with proposed

installations of Public Clocks, Church Bells

and Carillons, and will be pleased to answer

enquiries addressed to him at the following

hotels:

QUEBEC—Chateau Frontenac, arriving about
June 10th.

HALIFAX, N. S.— Halifax Hotel, June 14th.
MONTREAL—Ritz-Carlton, June 18th.
OTTAWA—Chateau Laurier, June 22nd.
TORONTO— King Edward, June 28th.
WINNIPEG—Fort Garry, July 3rd.

©illett & 3obn8ton
tfoun&cts or mang famous bellg

Cro^^on
lEngland

BLACK CAT MASCOT PINS
Wear this pussy you will find
Fortune will be always kind,
For as sure as she Is black.
You good luck will never lack.

Sterling Silver, $3.25 doz. ; $36.00 gross.

THE TORONTO TROPHY CRAFT CO.,
1711-12 Royal Bank BIdg., Toronto.

R. JACOBS & BRO.
DIAMONDS EXCLUSIVELY
Seiul ua your appro. or«ler». We »«aure you of

prompt service and raluet second to none.

15 Yonge Street Arcade - TORONTO
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First Class Improvers Ready for Positions
Positions wanted within two or three months for first-class improvers, Graduates

of The Ontario Horological School, Limited. These men are all returned soldiers, who
have had about ten months of intensified training in the School under the careful super-

vision of Competent Instructors. For further information, write to

—

J. R. JUPP, Principal,

Ontario Horological School 345 Adelaide St. W., TORONTO

Business Chances
JEWELRY OPTICAL and Fancy Goods
business for sale. Late owner died
suddenly. Splendid connection witli the
new town of Kipawa, Que. An old
established business with Ottawa River
Lumber Firms. Large watch and
jewelry repair trade. Stocic value
$8,000.00. A barprain for quick sale.
Write Mrs. J. A. Floyd, Mattawa. Ont.

FOR SALE—Jewelry and Optical Business
in town of 1,200; good mixed farming
district: no competition. Stock and fix-
tures about $2. .500. located in centre of
business part of town. Will sell or lease
lot and building. Write to A. M. Bush,
Olds, Alta.

MANUFACTURING and retail jewelry
store for sale. Complete work-shop with
modern machinery. We carry the finest
stock of precious and semi -precious
stones. Store specializes in making up
jewelry to the retail trade. Rest loca-
tion in Saskatoon. The window entirely
original. Have good trade, crop pros-
pect excellent. Good proposition to re-
liable party. Wire or communicate
with P.O. Box 667, Saskatoon.

FOR SALE—One of the best jewelry
businesses in Saskatchewan. For par-
ticulars, write Box 633, Trader.

FOR SALE—Jewelry and Optical Busi-
ness in town of 3„500; no opposition;
stock and fixtures about .110,000.00. This
l)usiness has been giving a nett profit
of over $2,000.00 per year, and is still
improving, and is in every respect a
very desirable proposition. Ill health
IS the only reason 1 have for wishing to
sell. I will be pleased to furnish full
information to any person who really
means business. Inquiries can also be
made from The Goldsmith's Stock Co
P. W. Ellis & Co., or the Molson's Rank!
Amherstburg, as to status of business.
Halsey Park, Amherstburg, Ont.

A nice attractive jewelry store in one
of the best towns in British Columbia
Mining, lumbering, fruit growing etc
fine climate, boating and fishing; no largetown nearer than two or three hundred
miles. Steady trade the year round; re-
pairs average $3,500 per year. Can reduce
stock to any figure above seven or eight
thousand dollars. Will consider cash dealonly Don't answer if you require terms.For further particulars address the owner
R. H. Ewert, Nelson, B.C.

GOOD GROWING BUSINESS for sale
cheap, in Western Ontario; population
about 7,000; stock about $6,000; pro-
prietor wants to go north. Can be
bought right; good chance for young
man. Box 627, Trader.

JEWELRY STORE for sale in London,
Ont., on the main street. Clean staple
goods, fixtures and stock $.'j,000.00. A
great chance for the man who has
$3,500.00 cash to put in. Box 628,
Trader.

JEWELRY and Phonograph business in a
railroad centre, watch inspection; no
opposition; stock and fixtures about
four thousand. Great chance for good
watchmaker. Box 630, Trader.

Situation* Vacant

EXPERIENCED jewelry salesman wanted
for Province of Ontario. Best of refer-
ences required as to ability and char-
acter. Apply Box 631, The Trader and
Canadian Jeweler.

WANTED—Watchmaker, must be com-
peitent, to take charge of material de-
partment in wholesale house. Perman-
ent position with good chance of ad-
vancement. Apply Box 629, Trader.

WANTED by Swiss watch factory that
will open offices in Montreal, a re-
sponsible young man, having thorough
knowledge of watch line, capable of
handling correspondence. Reply full
details first letter. References. Address
Box 621, Trader.

WANTED—First-class watch repairer,
state wages and experience in first
letter, also references. E. P. Battley.
Sarnia, Ont.

WANTED—First class watchmaker, cap-
able of handling fine Swiss work, as
well as railroad watches, communicate
with Ferguson & Page, St. John, N.B.

Positions Wanted
SITUATION WANTED by Watchmaker
and Jeweler, good salesman; plain en-
graver; 5 years in last place; good
references; state salary. Box 632.
Trader.

SITUATION WANTED — Watchmaker,
Engraver and Optician wishes a per-
manent position. References "Associa-
tion National des Bijoutiers du Can-
ada." .Address L. P. O. Masson, 83
Richardson, Quebec, P.Q.

SITUATION DEMANDEE — Horloger,
graveur. et opticien; demande une posi-
tion permanente; references: "Associa-
tion National des Bijoutiers du Canada."
Address L. P. O. Masson, 83 Richardson,
Quebec.

POSITION WANTED—To the Trade:
Who wants a young man wlio has spent
nearly ,5 years at the repairing of clocks,
jewelry and watches with me? Was
overseas nearly 3 years; is single of good
reputation; good appearance, and is

good salesman. References as to
ability, any of tlie travelers east, or to
myself, M. E. Knox, Picton, Ontario.
Ed. W. Bovay, applicant.

PRACTICAL MAN wishes permanent
position as salesman. Best of refer-
ences. Vancouver, North Vancouver, or
Victoria; twelve years' experience. Box
625, Trader.

Articles for Sale

FOR SALE—Junior Trial Case and Trial
Frame. Price to-day $103.00. Will sell
for $40.00. H. H. Macarthur, Melfort,
Sask.

FOR SALE—Two eight foot jewelry
cases, mahogany finish, plate glass
shelf, top, front and ends, plate mirror
doors, in good condition. Apply C. F.
Smyth, Colborne St., Brantford, Ont.

FOR SALE—National Cash Register,
maliogany. first-class shape, has l)een
used about ten months, specially keyed
for jewelry business. Will sell cheap
as I have no place for same. Box 626,
Trader.

Articles Wanted
WANTED—A watchmaker's second-hand
work bench. Apply Box 669, Orillia,
Ont.

$20.00 REWARD.
Will be paid for information leading to

the recovery of 16 size, 23 jewel Veritas
movement No. 1442180 in 14k gold swing
ring case No. 183732, private number in
case 1836-H. Hold and advise Max Heil-
broner. Jeweler, Prince Rupert, B.C.

Phone

SACKVILLE 2179

Factory, Show Rooms and Offices

HALIFAX. N.S.

39 Duke Street, Opp. City Hall.

Canada
P.O. BOX 9

H. R. BERGMANN &, CO., LIMITED
WHOLESALE AND MANUFACTURING JEWELERS

Weddlnc BlDO
Diamond Rlnn
Bncclet Watches
Waltham Watchea
Tafannea Watcbea

Jew«lTT of all deaciipUon—
Gold. aold-FUled and Bllrar

Chime, Strlklnc and Alarm Clocka
surer Plated Flat Ware and Cot Qlan
Watch Cues. American Watch Case Co

Importers of

WATCHMAKERS' AND JEWELERS' SUPPLIES

Engravers. Gold and Silver Platers to the Trade.

EVERYTHING FOR THE JEWELER

Jewelrr Bona
Clock Matnial
Watch Material

Window riztures

Tools and Machloery

Precious and Bern]- Precious Stones

Electric Power aod Pollahint Motors

and General Supplies of all kind* for

Wstchraskers. Jewelers sad Klm^red Trs(i«»
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W. CASPER, Limited
IMPORTER OF PRECIOUS STONES

Pearls and Half Pearls

Appro. Parcels sent on Request

110 Church St. •••«•"'!?•" TORONTO

TRADE WATCH REPAIRING
All kinds of high class watch repairing handled.

Efficient and capable worlcmen.

Service and Satisfaction.

BARTLETT & WAKEFORD
45 Richmond St. E.

Phone Main 3470.
Toronto

YOU WANT
aciuialc \\orl< and prompt returns. We a.s.sure tliis

ii. repairing ciiionoHraphs, and all kind.s of watches,
fiive us a trial order and be convinced.

St. lames Chambers.
79 Aililaide St. E. HARPER & CO.

TORONTO.
Tel. M. 6268

I CW DO KI'.l'Alll.S roil |;|.„SS

IJ;ilaiu<- Slafl.s $1.25 to .$2.00

IJarn-ls 1.2.'> to 2.00
(leaning; .".">(<) I.OtI

(lUks .'>0 to 1.00

Click Springs SM
(iiaiii.s 1.2.5

Dials I'^itlod 1.00 up
I'alk't .Jewels ..->0 (o 1.50

Kollei- Jewels 25 to .5(»

.Main Spriiif'-.s .50 lo .75
INillels 1.25 to 2.00
KatelieLs .50 lo .75

llollei-s. Table ..50 lo 1.00

E. CHARBONEAU
204 SI. .lames Street West,

Phone Main H»7 MONTllKATi

Horace Dorer
Je\vellery Sales Expert

For the Legitimate Trade
Only. Sales Conducted
Anywhere on the North
American Continent.

357 COLLEGE ST.,
Toronto, Ont.

604 CANADA BLDG.,
Winnipeg, IVIan.

669 GRANVILLE ST.,
Vancouver, B.C.

Telegraphic Address-
709 4th Avenue,

New Westminister, B.C.

Clocl< and Watch

Dials Renewed and Re-Figured
Any Style

GENERAL ART WORK

Acme Drafting & Art Company
315 Bank of Nova Scotia BIdg., Vancouver, T.C.

HOWARD ANTHONY
Specialist in trade watch repairing. Our facilities

enable us to handle your repairs quickly and with

assured accuracy. A trial order will demonstrate.

202 Hamilton Trust Building

57 Queen St. West - Toronto

Phone Uptown 6640. 511 St. Catherine St. West.

C. H. A. GRANT
Manufacturers' Agent

616 DRUMMOND BLDG., MONTREAL.
Specialties: Bracelet Watches, Military and others.

Tavannes Watches, Diamonds.

IVORINE MINIATURES
Copied from Photographs Delicately Hand Colored.

Quick Delivery, Permanency and Satisfaction Assured.
Suitable for Lockets, Brooches, Pendants.

Our Own Exclusive Process.

MINIATURE & MEDALLION CO. Reg'd
128 St. Peter Street, Montreal, Que.

Wm. Campbell Engraver
Letter and Ornamental work to the trade

Quotations on application

Room 323 Lister BIdg., .

(King William & James Sts.) Hamilton, Unt.

Whether you are in Missouri or not and want to carry

out the purpose for which you are in business to-day,

the world in.'^isls on being shown.

The Watch Demonstrator highly
magnifies troubles in watches,
and is made to show them, this

eliminates arguments in ex-
I)laining the work and logically

impels a prospect to pay for the
necessary repairs. It is also

used for selling better watches.
and is built with a safety pivot
straightener which takes but
one minute to perform a $3.00

jot). The cleverest equipment
to make money to satisfy cus-
tomers, and to get rid of

troubles in the watch repair
trade.

Watchmakers Document, Inc.
North Platte,

Neb.

Always In Demand-
/-^r- Our hiKh-};i:Hl<-. oiiKiniilly (lesif-iied searl- pins mean steady sale.s for yon. .Also ^

M
».c,..«.Ti..tH«,

Tjaviillieres and Pearl Neekla<'<>s.

""""'^S^autiful and original Q^ KILPATRICK & CO. ^'^^-^^«" ^^^^^'^

r/f<?/0n<:

*

™^ manufaclurers''^"^"'
Lombard Bldg. - TORONTO

^
RtcmKoTi'.ocKAH
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"Goods of Quality"

SELL THE BEST

The latest addition to

our factory is a special

department devoted to

the output of silver-

plated

Shaving Sets

of all kinds. This line

features Quality

coupled with low
prices.

Announcement

We also manufacture
a full line of medium
:3; r a d e plateware, at

very low prices, that
will be found very at-

tractive by jobbers and
dealers.

'Place Your Sample Orders Norv"

J. D. CAMIRAND & COMPANY
Manufacturers

149 ST. PAUL STREET WEST
MONTREAL

..v^^=:;=

iiaasi*i5Ss;siJ!,iia2^ssKs«si»ti^

BRONZE
MEMORIAL TABLETS

AND
HONOUR ROLLS

Cast Bronze panels are the

most beautiful and perman-
ent form of Memorial Art.

Roger's panels are macfe of

the finest quality of bronze

and workmanship by skilled

ciaftMiien who have had yeuw ol

training in this special worls.

skptches and prices gladly sub-

mitted.

He are makers of Bronze Arch-

ilectural Work, Statuary. Name
I'lali'S and all forms of Commrr-

cial Castings.

fffrr

JM
Jers, Ltd

]
Df-pt. I I

:st,

CanaJian Wm. A. Roger
Arcliiti'flural lironze

560-570 King St. West,
j

J

GOLDSMITH BROS.

Smelting and Refining Co.

Limited

SWEEP SMELTERS
Refiners of

Gold, Silver and Platinum

Accurate returns made on Scrap

same day shipment is received

CANADIAN PLANT

24 ADELAIDE W. - TORONTO

Wickett & Smith Co.

Gold Refiners

Sweeps Smelters

OLD GOLD, SILVER and
PLATINUM Bought

7 1 Lombard Street, Toronto

Kennedy & Williams
SUCCESSORS TO

W. R. Campbell Co.

Toronto

P.O. Box 223

Wholesale and
Manufacturing Jewelers

WINNIPEG
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EAR-WIRES
for

Unpierced and Pierced Ears

Ib^jnEII

B=

8000 • 8001

CS5

481
Scalloped Nut

482
Knurled Nut

May be had in both styles

Assembled and Unassembled

Quotations Cheerfully (Jiven

Herpers Bros.

NEWARK NEW JERSEY

INDEX TO ADVERTISERS
A

Acme Drafting and Art Co loil

American Watch Case (^o., Ltd 10
Anthony Bros i:!

Anthony Howard 100
Auerbach. Z. & Co 96
Austin, Carl & Co 30

B
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Bartlett & Wakeford 100
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Waltham Offers You
a Complete Line

LJ Y specializing on Waltham
*~^ watches you can very materially

reduce the amount of stock you

need to carry, and, at the same time,

be m a position to meet every demand

that arises.

It does not matter what style of watch

a customer may want. The Walt-

ham hne contams the right watch for

every purpose.

As you know by experience,! it is

much easier to sell high - grade

watches when you give your custom-

er an impression that you stand "four

square" behmd a standard, world-

renowned make of watch. Your own

confidence in the line is conveyed to

the customer. But when you let a

customer choose between several

makes your non-committal attitude of

mmd will be sensed by the customer

and will create in his mind a feeling

of doubt.

How much better it is to recommend

to every customer a line of watches,

such as the Waltham, which you

know will give him the satisfaction

he is looking for! In the great ma-

jority of sales, the customer expects

his dealer to be very positive in his

recommendation.

Don't scatter your shots. In gun-

ning for increased business take care-

ful aim. Concentrate your efforts

with a single and entirely comprehen-

sive line and you will be sure to hit

the mark.

Always remember that Waltham na-

tional advertising, combined with the

Waltham standard of quality, is a

combination that builds the biggest

retail watch businesses.

Waltham Watch Company
LIMITED

Makers and Distributors of Waltham Products in Canada.

Factories: Montreal, Canada; and Waltham, U.S.A.

M mm IIIIIIIIIIIIIIIIH
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The J.lMESTOWN—a master-

piece of duinificd artistry, as

beautiful as it is exclusive.

Do you take a
professional pride in

the silverware you sell?

Then, Holmes & Edwards is the one hne of

flatware you can worthily recommend to those cus-

tomers who allow confidence in your judgment and

reputation to govern their choice.

It combines exclusiveness of design with pre-

eminent goodness.

Its beautiful finish is preserved, made lasting, by

our special features of wear protection—the famous

"Silver Inlaid" or our "Super—Plate" process.

To make known to the public these unique

features and the outstanding quality of Holmes &
Edwards Flatware, we have harnessed the tremen-

dous force of advertising.

Our "June Bride " campaign was the most

comprehensive, concentrated publicity effort ever

launched in Canada.

Results have been so wonderful that a new drive

IS already being planned. Talk with our traveller

about it. Send now for list of discounts. From the

profit standpoint alone. Holmes & Edwards will

pay you better per sale than any other line.

Maiiufacturcd Hxclusii'dy in Cauada by

THE STANDARD SILVER CO. OF
TORONTO, LIMITED

Ih) you (jet the "Standard"—our monthly

house organ, that contains a icealth of suy-

(jeslioiis in holUnv icare, pyrex pieces and

flativare? It's free, del on our mailiufi list

at once.

HOLMES IEDmRDS
Protected where the wear comes.
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Why do You Try to Sell Your Wares ?

DID you ever ponder over this question? When
you have sold some of your stock, you at once

buy more to replace it.

Of course, you are rendermg a helpful service to

your fellow-citizens, but you really sell to secure

money or money value.

You advertise and dress your window^s and do

all you can to secure customers and give the best in

you to keep them as satisfied customers.

Well, then, here's a customer for you—a customer

anxious to buy—and you don't have to satisfy him;

he is doing his utmost to satisfy you.

He wants to buy your old scrap, your unsaleable

or "dead " stock. He will buy much or little. He
will pay cash (no fear of a bad debt). He will give

you your scrap back if you change your mind or

think you are selling too cheap, and he uses your gold

and silver when refined, right here in Canada, employ-

ing Canadian workmen, loyal, happy and contented,

to produce bright, new, saleable jewelry for you.

Sell your Old Gold, Silver, Rolled Plate and

Platinum to the old, long-established Refining House

of

GEO. H. LEES & CO., Limited
Hamilton, Ont.
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WALTHAM WATCHES

How Many Movements Have You

Lying in the Safe

•VANGUARD"
The World's

Foremost
Waltham
Railroad

Watch

—that you bought at bargain prices?

Slow sellers, aren't they?

That's the reason you got them at those

prices.

There's no profit and mighty little satis-

faction in buying watches that way.

How much time do you lose endeavoring

to obtain material for odd movements?

They eat up all your profits during their

stay in the safe.

Get rid of them and

—

Concentrate your buying on the complete

line of

Waltham Watches

and you'll have more safe room, less capital

invested, increased turnovers, greater profits

and satisfaction such as you have never

known before.

Start doing this NOW.

For all Waltham information, Write to

"The House for Waltham Watches since 1865 "
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ARE YOU READY?

The Fall trade will be upon you before

you realize it.

Are you ready for it?

Have you fully considered your jewelry

needs?

Do you know that our goods sell to the

public? This is proved by the number of

repeat orders.

Our line is di0erent. We mal^e Brooches,

Pins, Lavallieres, Waldemars, Necklets,

Baby Pins, Baby Charms, Crosses, Cuff

Links, etc., and use only genuine stones in

our J4k goods.

We also make the famous H. & A. S.

Chains, Lockets and Links.

H.& A. Saunders, Limited
"Makers of Jewelry that is Different

"

TORONTO, ONT.

G. W. Reid & Co., Ltd. of Truro, N.S., are our Representatives

in the Maritime Provinces.

imWMM^i
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KEEPING AHEAD
More Than Ever

The standard set 37 years ago in

the race for superlative quahty is a

positive illustration of "setting the

pace. " The enthusiasm of the race has

ever inspired the Saunders-Lorie organ-

ization—it is such worthy incentives

that have so assisted in the perfection

of a truly high-grade and saleable line

of gold and platinum jewelry.

Yet they cost no more than the

ordinary kind.

Saunders-Lorie & Co.
LIMITED

Toronto - Canada
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A most important feature in

any line of merchandise. It is

a point that every jeweler must
investigate before buying; for

even attractive, well-made
merchandise may not be read-

ily saleable.

The Milligan line possesses an
appeal that "sells" the best

customer with comparatively
little effort.

Saleability, then, is one of the

outstanding features of the
Milligan Imes.

W. A. MILLIGAN & CO.
LIMITED

137 Jarvis St. Toronto
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The Cabinet with a Past—

^
This

is the

Home

Thirty-five years ago Mr. Coulter started to make
silverware cabinets of the better k.ind.

Twenty-five years ago he opened up the old factory

on Lombard Street.

Steadily increasing business made it necessary to

move into larger and more up-to-date quarters on

Chestnut Street.

From 1 5 to 25 years some of our workmen have

been with The J. Coulter Company, Limited, and
^

have achieved that standard of efficiency only to be

gained through long experience and specialization.

The J. COULTER CO.
80-82-84

NEXT THE
<iiiiiiiiiiiiii!iiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiii!iiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiii{iiiiiiiH
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The Cabinet with a Future—

The

Stimulant

Sales-

Maker

Because—
It is made from very best imported material.

It is made by experts in the art of superior cabinet-making-

It is beautifully; finished and delicately; lined with the very; best quality

of satins and velvets.

Because—
We strive to improve, and keep on improving.

FOR IMMEDIATE DELIVERY FROM STOCK
Full range of Velvet Jewelry Cases—Purple, Green and Copenhagen.

Complete line of Leatherette Covering, also Fancy Paper-covered Jewelry
Cases.

Cotton—white and colored.

Jewelers' Supplies, Rubber Bands, Wood Mailing Boxes, etc.

Silverware Cabinets of Mahogany, Oak and Walnut, also Tables with

straight and curved legs.

of TORONTO LIMITED
Chestnut
ARMOURIES

St.

!lll!lllillll!IIIIIIIHIIIIIIIIIIIIIII[|||lllllllllllllllllllll1!IIIIIIIIIIIIII1lllll[||lllllilllllllllll^
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The world comes to

Gundy - Clapperton

for Finer Cut Glass

^TPHE superb beauty of design and
-* inimitable craftsmanship of Clover-

Leaf Cut Glass have won for this

Canadian product a w^orld-vs^ide repu-

tation.

Houses of international fame—im-

porters in practically every civilized

country— are numbered amongst our

customers.

This world-wide interest would not

be displayed unless Clover-Leaf Cut

Glass was distinctly superior—finer in

cutting, richer in quality, unusual in

design.

The vase shown here is typical of

many new creations evolved in our work-

shops. Hand-carved on flawless Bel-

gian blanks, its scintillating beauty is

enhanced by the rich intaglio treatment

in which the fascinating floral motif is

expressed.

For better class trade—to arouse new
interest in your cut-glass display — to

make extra profits—secure a selection of

the new designs and new effects in the

world-famed Clover-Leaf line.

Albert Street TORONTO

IL
^iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 'iiii™ii"ii"iii!iniii"iii!ii!i'iiiii"iiii;iiiiiiii!!iiiiiiiti iiiiiii! iiiiiiiiii'iiii:iiii!miiffliiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiii!iiiiiiiiiiiiiiiiliiiiii

iiiiiiiiliiiiiiiiiiiiiHiiiiJiiiiliii:iiiih,--
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710 Lumsden Building
Ccr. Adelaide and Yonge Sts.

J. BOAS, Diamond Merchant

Mr. J. Boas, senior, is at present on a business trip to Europe
to look over the world's diamond markets and secure further

stocks.

During his absence, Mr. Jules Boas will be in charge of

the Toronto office, and will be confined to Toronto and district

until the end of September, when Mr. J. Boas will return.

Owing to this fact, customers at a distance will oblige us

by writing for their requirements and approval packages will

be forwarded on request.

As we have grown up in the diamond business and have

devoted our entire time and experience to diamonds, we are

in a position to give you superior service and advice in mak-
ing your purchases.

Our stock is very com-
plete with a full range
of sizes in all qualities.

J. BOAS
Exclusive Dealers in Diamonds

710 Lumsden Building Toronto
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"(^?^/^ ^^^c/^ "

L 100 LIOl LI02

LI03 L 104

L 105 L 106 L 107

A few of our large assortment of

Plato Gold

Pendants

The Goldstein Jewelry
Mfg. Co., Limited

Makers of High Class

Platinum and Gold Jewelry

176-180 John Street Toronto
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The Boxes For— '' GIFTS THAT LAST."

00- 1—Large Watch . .

ri^^^^^^^^^BBi^S&!ta^ 00- 4—Pocket Knife..
00- 5—Large Lavallier

^^^^ ^^^^^^^^^^^^^^ ^^^ 00- 8—Large Bar Pin
^'^^^K^!^^^/ "^^^^^^^^^^^^Sdi^H 00- 9—Small Bar Pin

_'^^^g^.j ,. '^^^^^^^^^^^^^•'^^Sfy^Hf^ 00-15—Large Universal
^^^^^^^SSilf-: ^^^^^^B^Ti^^^ 00-17—Large Brooch..

^^ ^^^0^-^ 00-18—Small Brooch..

Tr^lS^^Saill^^SftKKIi^^^^m^^^mS^ '
'

a 00-19—Locket Each Box

"^I^S^^^S^S^^f^^^^^^^^j^BKM: jT 00-20—Scarf Pin in a

'i^^i^f:iXe^^f:SF^'!^»^^ti'^S^^::S^<::S9^^^^^MSBS^^ J^M^ 00-21—Link Glazed

-^^^^M^^^^^^^lfmjrM% «0-2«-Ring Covered
«J^S*^»lr'®??^«fl^^^^ -^ J^'^mKJr 00-27—Thimble „ ^ .*I*i?^*%Xf^^l^^ vTUIP^ 00-29-Screw Ear-ring Contamer.

1 1 Willi
«^^"Mv«i»^A1>,.<l»J^>.J«f

jr'-mSrr 00-SO—Drop Ear-ring.

^^^^^^'^^^S^^i^A^<i-^^^<y^'i^af&^ 00-63—Necklet
i^S^ff^^^^SilS^'^^ijflw^ OO-SO-Small Lavallier

rWv\C!'*?i»;ji;^r^^4^K»(feS^^ 00-96—Small Brooch..
' ''^•^mM^M^^'^0>^^^ 00-97-Sman Universal Write

' -'yAiy^fiy^^mKSr 00-62 y^—strap watch. f^^
'-^MWSr 00-55—Watch Bracelet „ .

00-91—Long Bar Pin. .

rrice*.

This illustrates our high-grade domed top, extension 00-93—converti)>ie

base, box, covered in extra quality paper and decorated oo-98—Gent's Fob . .

.

with gold lines. Lined with high-grade satin and velvet. 00-99—Pearl Bead . .

.

The finest line of paper jewelry boxes ever produced 00-100—Large Necklet

in Canada.
"

rr, , ,1 ^ 1 r 1 1 stock Color, Grey Cov-
I he Jeiveller s name on every box ij desired. ering, with Grey Lining

Produced in the Factory of

E. & A. Gunther Co., Limited
TO RONTO

Tools of Quality T/ "^^SL^^h^."^^

This frame has the

on or off friction nut,

a device that will be

appreciated by good

workmen.

We have on hand

Staking Tools
with New Style Frame as illustrated.

These tools have

50 Punches and 14 Stumps

and are put up in Mahogany boxes.

The boxes are drilled to hold 100 punches

and 24 stumps. You can add other styles at

your convenience.

Order by number 1 5B.

The price is $30.00.

Order From

E. & A. Gunther Co.
Toronto

New Style Frame.
Illustration about 2 3 Actual Size.
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The New Haven
Junior Tattoo

Alarm

A Little Clock liked by all

—Suitable for Travellers

—An Accurate Timekeeper

E. & A. GUNTHER CO. Limited

TORONTO

Canadian Agents for

THE MEW MAVEN PLOCK CO.

llEW flAVEN LoNN.

Actual Size

Just a little clock—only

3 inches high, yet per-

fect in every part. Has

the intermittent feature,

and is also supplied with

the Radium dial at

extra list.
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WALTHAM RAILROAD WATCHES

Immediate Service Guaranteed

WALTHAM
''The World's Watch Over Time''

16 SIZE

Vanguard, 23 Jewels, 6 Positions, Winding Indicator $1 15.00

Vanguard, 23 Jewels, 5 Positions 95.00

Crescent Street, 21 Jewels, 5 Pos., Winding Indicator 83.50

Crescent Street, 21 Jewels, 5 Positions .... 75.00

No. 645, 21 Jewels, 5 Positions 70.00

Riverside, 19 Jewels, 5 Positions 72.50

Equity Watches
16 size, 7 Jewel, in Nickel Case .... $15.50

12 size, 7 Jewel, in Nickel Case .... 19.00

12 size, 7 Jewel, in "Superba" Gold-filled Case 25.50

List Prices (including "Turn-over" Tax lO'r) subject to Waltham

Discount, established Aug. 2nd, 1920.

ROWLAND & CAMPBELL, LIMITED
604 CANADA BUILDING

WINNIPEG CANADA
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SELLING AGENTS.
Standard Silver Co., Ltd.

Toronto.

Benedict Proctor Mfg. Co.

Trenton.

Gundy-Clapperton Co., Ltd.

Toronto

Gendron Mfg. Co., Ltd.

Toronto

The Wahl Company,
Chicago.

Conklin Pen Mfg. Co.,

Toledo

Established 1903.

Rowland& CampbellXtd,

Arthur E. Rowland Shirley A. Campbell

Canada Building

WHMMIPEG
Manitoba

August First.

FALL ANNOUNCEMENT
To Members of the Trade :

We are pleased to announce the Fall trip of our travelling represen-

tatives, Messrs. C. P. Knight, A. E. Dilger and Walter Filers, all of

whom will carry a most complete line for your inspection and approval.

For Mr. Filers, who covers the C.P.R. main line west of Regina to the

coast for the first time, we bespeak the support of the trade, and assure

all old and new customers the very best service in our power.

Our lines this season will embrace a large showing in Watches,

Clocks, Gold and Plated Jewelry, Ivory Toiletware, Eb(5ny Military

Sets, Vanity Sets, Mesh and Bead Bags, Community Plate, Canadian

and English Hollow Ware, also Gundy-Clapperton Cut Glass.

Special display of our own mountings in Diamond Rings, in all

settings, will be shown by Messrs. Dilger and Filers.

We are now sole selling agents and distributors for the "Bramley
Ring" from Port Arthur west. Mr. Wm. Bramley, well and favor-

ably known to the jewelry trade of Canada as a ringmaker, has produced

many new and thoroughly up-to-date patterns, and has embarked in this

line on an extremely large scale. We will have a splendid variety for

your selection. You would be well advised to place these in stock

immediately.

Eversharp Pencils, Conklin and Tempoint Pens should be ordered

early to ensure having a complete stock. The demand is increasing

rapidly.

ROWLAND & CAMPBELL, Ltd.

WE HAVE "VOGUE" PEARL ROPES L\ A LARGE VARIETY
AT ALL PRICES
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No. 2357—Red and
wliite combination.

.\o. 2167—O range
blossoms, red, Kreen or

yellow gold.

No. 2329 -Square
chased, red. t;rfen or

white gold.

.\o. 212.'i—S <l u a r e

tapered chased, red,

green or yellow gold.

X o . 2 16 9—W i d e

JJridal Rose, red, white
and green gold.

Xo. 1955—N arrow
"Bridal Rose," green,

red or white gold.

No. 2331—Red, green
and white gold.

Actual Size.

T. W. CAPP CO.
WEDDING
RINGS

We are glad to announce a new line of CAPP
engraved Wedding Rings which are superior

in every detail.

And at a propitious time, too, we feel — for

never was the demand greater for wedding

rings of the better Jfind.

To the trade CAPP Wedding Rings need no

introduction. Their long established reputa-

tion rests securely upon the sound guarantee

of "the utmost m quality and the finest in

workmanship."

CAPP Wedding Rings possess a beautiful

and lasting finish, obtainable only through

the CAPP process of manufacture. Our

engraved rings are all hand-engraved, which

means—the best that can be produced.

We specialize in Engraved Gold Rings.

T. W. Capp Co., Limited

176-178 Richmond St. W., Toronto
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Actual Size.
No. 1906 No. 2035

No. 1885
No. 2474

Xo. 2652 No. 2651 Xo 26r,0

"PLATINUM'S RIVAL"
Gent's Fashionable 18K White Gold and Green Gold

Combination Mountings at Popular Prices

Extra Heavy—Richly Carved—Exclusive Designs— Twelve Styles

The above are entirely new lines with us and proving to be very popular

sellers, owing to the fact that diamonds appear larger when properly set in

this display setting.

Asif our travellers to show them to ^^ou.

T. W. Capp Co. Limited

176-178 Richmond St. W., Toronto
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A High Standard
of Quality has ever been the Incentive

of the Nolan and Strachan organization

A definite standard of quality is ever a worthy incentive

in the manufacture of any line of merchandise. TTie public

demands quality nowadays—not jewelry "made to a price"

or rushed through with large production for the sake of

bigger profits.

You, Mr. Jeweller, know that quality is the soundest

basis on which to build your business. Always we have

set for ourselves a high standard of quality, and, having

lived up to it, we are reaping the reward now, as demon-

strated by the loyal support of our customers.

NOLAN & STRACHAN
Lombard Street - - - Toronto
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re LOW COSTS
Our costs are low for a great many reasons, a few of them being, that we are situated on the banks of the

Trent River, where hydro power is generated from fourteen or fifteen power houses, one of them being less

than a mile from our factory. Then, again, we pump our own water from the river, and, as a silver plating

plant uses a great many thousand gallons of water every day, this is a considerable item, as our water costs

us nothing.

Besides all this, our head plant in Syracuse is a great assistance because, when necessary, we have the use

of their experienced engineers and also their expert designers, and we use, in a great many cases, the same
patterns and designs that they use. We also have the use of their dies, moulds and supplies, most of our supplies

being purchased when they buy the immense quantities that they have to for the United States trade. We also

have the benefit of their experience and experiments.

Hence we are able to offer our customers high quality merchandise at low prices.

We manufacture a large line of silver plated hollow ware on Britannia metal and 18 per cent, nickel silver

base, also Ormula gold and silver plated clocks, jewel boxes and novelties.

"Our latest line for the jeweler is Polychrome." We are also the originators of "Indestructo," all metal, silver

soda service for the soda water fountain trade, which eliminates all glass and paper expense.

Our travellers are now on the road accepting fall orders and we are able to give reasonably prompt deliveries.
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TRENTON—ONTARIO
1913 - 1920

jV/f R. L. G. PROCTOR—The Proctor family is a veteran one in the jewelry trade. Many
old friends will remember Mr. Proctor's "hail-fellow-well-met" personality when he was

on the road for the Benedict Manufacturing Company years ago. Previous to that he wa«
connected with the wholesale jewelry business, and during his sixteen years of connection with
the silverware business has made many good friends from Halifax to Vancouver, and has absorbed
a veritable mint of knowledge in connection with making and selling good silverware at low
prices.

Mr. Proctor founded the Canadian company of which he is President and half-owner in
January, 1913. He has just completed a necessary addition to his present factory in Trenton,
and anticipates further additions this year.

jV/f R. H. L. BENEDICT—Mr. Benedict has been connected with this business practically
all his life. Born in Saratoga, N.Y., and graduating from Syracuse University in 1895,

he immediately started building additions to the old factory, built by his father, Mr. M. S.
Benedict, in 1883. In 1902 Mr. Benedict incorporated the business which has so rapidly grown,
and which now employs between four and five hundred men, the present floor space occupying
100,000 square feet. At the present time the Syracuse factory is unable to accept any more
business, and will be obliged to refuse any during 1920.

Mr. Benedict is President of the Benedict Manufacturing Company and Vice-President
of the Canadian Company.
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m rwi
MADE IN CANADA

The Trade Knows Anthony Bros,

Jewelry—as Quality Jewelry

"SS-i^

i
For Xmas selling make

sure you see these attrac-

tive, truly quality lines:

^^4Bi^-'»

V

MADE BY

14k Necklets

Pendants

Tie Pins

Lavallieres

Brooches

Rings

ANTHONY BROTHERS

J)

A constant demand awaits

you for these beautiful lines

of Cuff Links. They are

made up in the newest

creationsin enamelled and

engine-turned.

MANUFACTURED BY

Elliott -Bishop

SOLD BY

ANTHONY BROTHERS
iHbaftere of Ibtcib (3ca£>c ^ewelt?

24 Adelaide St. West Toronto, Ont.

REGISTERED

TRADE HARK
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When You Sell a

v/ W( i ii ii S Necklace

It Sells Others

The Myotis is the hne of pearls that

you may safely recommend to your most

particular customer.

It is a fact that they are so thoroughly

satisfactory to its purchasers that they

are constantly recommending them to

their friends.

It is a pleasant surprise to new

"Myotis" dealers to find their sales

mounting and customer confidence in-

creasing.

The Myotis pearl is the nearest re-

production of the genuine produced.

Its lustrous sheen and dignified beauty

appeal to everyone.

The Myotis Pearl is guaranteed against peeling or losing its orient.

Complete Stock Now on Hand.

Send for Appro. Selection.

Elll|Ot>EAH C
405- 406 Confederation Life Buildin?^

Toronto Ont
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405- 406 Confederalion Lif^ Duildin^

Toronlo Ont
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We beg to announce that our travellers are now on their respective territories

showing an extensive and varied assortment of Samples of Fall Goods.

IPeail String IR.chlettes
are in great demand during the late season, and toe are carrying an extensive

range of Indestructible Pearl Strings of the very highest grade, all absolutely

]ully guaranteed not to peel or deteriorate in color from body perspiration or

atmospheric conditions.

They are also showing samples of

—

CIGAR and CIGARETTE CASES—METAL, LEATHERETTE
and VELVET COVERED JEWELLERY BOXES—

and

GOLD and GOLD-FILLED EARRINGS
and a general line of High-grade Gold-filled and Solid Gold

JEWELLERY
i:i a full and excellent assortment of ths latest novelties and designs.

We feel positively sure that the time spent in inspecting the line will be to your decided

advantage, as we are showing a range that aiy progressive dealer will be glad to look over,

because they hold many possibilities that are even

OPPORTUNITIES.

REPRESENTATIVES:
Western Ontario and

Montreal Quebec Western Canada Maritime Provinces

Chas. E. Demers Theo Foisy I. Sabbath J. Kert

J. L. SABBATH & COMPANY
5 N'otrc DaiiK- St. West - Montreal
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time and t)U

ELGIN
TiMs:

is the worlds
time -

ELGIN watches
the worlds
timekeepers

Every Klgir "Wfitf-h i;^ fully Ku:ii;intcfd. All jew-
elers liave l-lltrin \V;;icl;es. " i niiiiiiaKcraiirKn'in'e-

keepers."

The

Canadian Elgin Watch Company
LIMITED

Traders' Bank Bldg. Toronto

(p~

Ŵf

SJi

gji
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ELECTION WATCHES

X

h
<

z
c

b

V ew of the Election Factory, one of the largest manufacturers in the world of better grade watches.

Election Watches obtained the highest honor at the

Swiss National Exhibition at Berne, 1914.

Election Watches, bracelet size, were the first to

obtain the high honor of Kew certificates.

Every part of an Election Watch is manufactured at

the Election factory.

A LASTING TIMEPIECE FOR A LIFETIME
Our travellers are now showing samples of Election
Gentlemen's thin model and odd shaped gold Pocket

Watches and Gentlewomen's fancy shaped Wrist

Watches.

Samples will be gladly sent to legitimate Jewellers

on approbation.

A post-card will bring you an Election catalogue.

r

O
H

o

>

n
X

V5

GENERAL AGENTS

S. P. MYERS & CO.
Swiss Watch Importers

230 McGILL ST. - MONTREAL
ELECTION WATCHES
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Waltham Watches Railroad Watches Strap Watches Bracelet Watches
(A

a>

C3

a

cfl

3
O
G

a
3

Q

V
Si
u
73

c
c

j2

CO

u

uJ

a

c

If Columbus did not start out to discover

America he would never have found it

Make up your mind to look over

our line of watches, you will dis-

cover European creations, new
ideas, odd models, fancy shapes,

as well as regular and popular

models.

Jewellers from coast to coast are

discovering new values and satis-

faction in our merchandise.

It is not necessary for you to

wait for one of our representatives

to call. A post-card will bring
your requirements through our
iMail Order Department.

PROMPT EFFICIENT SERVICE

Materials constantly on hand for

all our watches.

S. p. MYERS & CO.
Swiss Watch Importers

230 McGILL St. - MONTREAL

Unprecedented demand has caused us to postpone our important
announcement to a later date.

Gold Watches Platinum Watches Sautoire Watches Pearl W atches

c
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An up-to-date National Cash Register

would tell if this clerk is worth the raise

that he is asking for.

NATIONAL CASH REGISTER records would tell

instantly whether this clerk had increased his

sales enough to make him worth more money.

Up-to-date National Cash Registers give complete daily

records of how much each clerk is selling and the num-
ber of customers each clerk is waiting on.

They show which clerks are the most valuable. They
•enable merchants to fix wages on actual selling records.

They give the records needed for a profit-sha ing or

bonus system. This makes the clerks directly interested

in the success of the business. It puts them on their

mettle and results in increased business.

The National Cash Register Company of Canada, Limited

BRANCH OFFICES:
Calgary 714 Second Street W
EdmontOT 5 McLeod Bldg

Halifax 100-102 Granville Slreet

Hamiltun 14 Main Street E
Montreal... 122 St. Catherine Stre-L W.
Toronto 40 Adelaide Street

Winni;jc2 213 McDermot Ave.

Lon Jon 3 50 Dundas Street

Ottawa 306 Bank Street

Queb:; : .. 133 St. Paul Street

Regina I 320 Cornwall Street

Vancoj er MX Pender Street W.
St. Join 86 Prince William Street

Sas'<atoon 263 Third Avenue S

FACTORY: TORONTO. ONTARIO
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By Selling Walthams
you encourage
Canadian Industry

MANY Waltham dealers have discovered that it is

a good idea to dwell upon the "Made-in-Canada"

feature when selling Walthams. It is only natural that a

Canadian should feel satisfaction in knowing that the watch

he is purchasing is, to a very large extent, a genuine product

of Canadian industry.

The Waltham Watch is standardized—every part co-equal

in utmost precision and uniformity.

The money earned by the employees of our Canadian plant

is expended in Canada, thus contributing to the sum-total

of Canadian prosperity, which means so much to every

merchant.

Sell Walthams for their unrivalled quality, and let it be

known far and wide that Walthams are entitled to be called

a Canadian product.

Waltham Watch Company, Limited

MONTREAL
Makers and Distributors of

IV.altham Products in Canada

Factories: Montreal, Canada; Waltham, U.S.A.

* * *

Have ijou received a cop^ of our latest list dated Aug. 2nd?

Msmm 111 m lis
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tKe World
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IlAMlEL. RiGLANDER & CO.
'"''importers

NEwtfK.U.S.A.



THE TRADER 37

I
^Y.Xr. Glass Gaugg-V.T.F. 4

PATENT APPLICATION PENDING.

The gauge illustrated above, especially designed for users of V.T.F. WATCH-
GLASSES, is the most perfect and simple one now obtainable. It is made entirely of

brass, the surface is etched and filled in with black enamel, leaving it perfectly smooth.

DIRECTIONS: Place the glass against bottom rule, move from left to right until the

upper edge of the glass intersects a slanting line. The slanting line will give the number

and the vertical line the sixteenth.

No user of V.T.F. WATCH-GLASSES can afford

to be without this gauge

Through the courtesy and co-operation of the Tool and Material Jobbers, the gauge will

be sold to you at actual cost, plus distribution charges, viz., in the United States at 85

cents and in Canada at $1.10 each.

Ready for distribution—Order from your jobber norv.

Hammel, Riglander & Co.
Importers

NEW YORK, U.S.A.
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ELBICQ

''Quality Watches'' are the

only ones that should find

place in a Jewelry Store.

The ones we enumerate here

are such, having proved their

worth after a great many
years of successful trial.

The "Mars'' is made only

in small Bracelet Watch
sizes, 15 jeweled. 8/4, 9^
and 101/2 Ligne.

The "£/fc/co" in OS, I2S,

16S and 18 size Standard

grades.

The "Civiias" in 1 2S and

16 size, 15 jeweled, moder-

ate price, fitting all Ameri-

can Cases.

The "// am i 1 1 o n" and

"IValtham" are Standard

American Watches.

Our "Travellers" shoJV them;

and in case //jep Jo not call,

ivriie us, and 7ve Jvill look ofl^r

you.

w

mm

Besides "Watches," we

carry a general line of

American and Canadian

gold and gold - filled

Jewelry in splendid

variety.

Watch Materials

Tools and Clocks

Diamonds

Loose and Mounted

The Levy Bros. Co., Limited
HAMILTON, ONTARIO

MA1^«
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This Brick Cost $7,903.64

3T measures only 7 x 3^2 x IV2

inches in size.

But it weighs 383.105 ounces—over

23 pounds—and is solid gold, 998 fine.

ag,^ '

:. -.
' '":

When it is melted down and mixed

with an alloy of copper, silver and

zinc, you have the gold stock which

has made Winged Wheel Watch

Cases famous.

For an 18-karat quality, 250 parts

of alloy are mixed with 750 parts of

gold; for a 14-karat quality, 415 parts

of alloy are mixed with 585 parts of

WINGED

gold ; for a 10-karat quality, 583 parts

of alloy are mixed with 417 parts of

gold.

These are the principal grades or

qualities for trade purposes.

Gold and alloy are melted together

in graphite crucibles in the intense

heat of a special gas furnace.

The mixture is then poured into a

mold and cast into flat bars.

This is the first process in the mak-
ing of a Cashier or Fortune Quality

Winged Wheel Case. Upon the care

and exactitude with which it is car-

ried out depends the uniform high

quality which has won supremacy for

Winged Wheel Cases.

This is No. / of a Series on

the Making of Winged Wheel

Watch Cases.

AVHKEL

The Ti-ade ^Mark
of Quality

The American Watch Case Company
of Toronto, Limited

511 King Street West, Toronto

m

^m
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THE TAVANNES WATCH COMPANY—Promoting Co-operation—No. 2

' The kitchen illustrated above is the one wherein the employees' meals are prepared.

This is one of the interior views of the building erected by the Tavannes Watch Company
for the benefit of their employees.

The floor of this kitchen is all inlaid tiles. The walls and ceiling being white enamel-

led, make it possible to have it washed out completely every morning.

It is steam heated and fitted with every modern convenience, including cold storage

vaults, ventilators, gas stoves, etc., etc.

This kitchen is in charge of an expert chef, who has several assistants. Girls from the

factory take turns in doing duty in the kitchen, being allowed leave of absence from their

duties in the factory without loss of pay while working in the kitchen.

This is one of the features of the building erected by the Tavannes Watch Company
solely for the benefit of their employees. The reason for it is that

The Tavannes Watch Company believe that a satisfied workman is an essen-

tial asset to a perfect product.

We will illustrate another feature of this building in the next issue of The Trader
AND Canadian Jeweler. Watch for it!

Schwob Bros.
Agents for The Tavannes Watch Company

McGill Building MONTREAL
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Electric

U_ji
sm^Bmrnimis

r^li - W !9

Let Electric Chain
Link up Permanent
Good-will with your

Business
For the chain you sell is an important feature in

retaining and increasing customer good-will.

Electric chains are made by experienced workmen,

and the modern factory, complete and up-to-date

machinery used insure a high-grade, efficient product.

For Chain, see

The Electric Chain Company of Canada, Limited
TORONTO

Clrain
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"ELECTRO"SILVER
POLISH

Has No Equal

For

Cleaning

Silverware

Sold by
All Leading

Jewelers

Quality and
Quantity

Tliis is obtainable
tlirouffli tho usual
wliolesale channels, and
is profitable for you to

handle.

To All Jewelers Handling

Phonograph Supplies

I have a complete stock of several

well-known lines of high-grade
Phonograph Needles as well as a

complete stock of Accessories for

Phonographs.

I would be pleased to hear from

you regarding my lines. I will be

glad to mail my catalogue and price

lists on request. Please let me hear

from you to-da)^

H. A. BEMISTER
122 St. Antoine Street Montreal, Que.

Main 7932

Every Eversharp
Helps Make a

Steady Customer
Because it is always
sharp yet never
sharpened, Ever-
sharp provides per-

fect writingefficiency.

Because it is built for

lifelong service,
Eversharp assures
unequaled writing
economy.

And because it is

popularly priced,
Eversharp makes
certainawidedemand
among all classes of

writers.

In addition, note that

Eversharp sales are

establishing a big re-

peat business for

Eversharp Leads,
leads with a fine-

ness, firmness and
smoothness all their

own.

Write for the inter-

esting Eversharp
catalogand literature.

AddresstheCanadian
representatives:

The symbol of
perfect writing
— the mark of
Eversharp Pen-
cil and Tempoint
Pen.

Rowland & Campbell, Ltd.
Winnipeg, Manitoba

Consolidated Optical Co.
Toronto, Ontario, and Montreal, Quebec

The name is on the pencil

Made and Guaranteed by
THE WAHL COMPANY, Chicago

^
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LINKING CO/

^-^^^^

H. & A. SauK
Toronto
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}T TO COAST

ders, Limited
Ontario
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COMMUNITY PLATE
-ti-<Hc^c=-f-<^-f--r--^^ -^ ^^^^^r^r-HCis-T^-s^ t^ t^i-i^-T^T^ i^>^>-3^i>;:gzE:s:^ .
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0esireJL^AUWoomen
For Correct Service

COMMUNITY PLATE
The Ideal Gift Made in Canada

ONEIDA COMMUNITY LIMITED, Niagara Fails. Ontari
322 Mclntyre Building, Winnipeg, Man. 404 Ryrie Building, Toronto Ont

128 Bleury Street, Montreal, Que.
'
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THE CANADIAN OEWELER

Official Ordan of the Canadian. <Jevrelry Trade

Vol. XLI. Toronto, Canada, August, 1920 No. 8

Outlook Shows Only Prosperity

IT is with every confidence that the jewelry trade oi

Canada enters upon another fall season and nothing

could reflect its healthy condition more clearly than

the appearance of this forty-first anniversary number.

Never in its history has the trade been through a period

of iuch. stress as during the past five years and the

successful manner in which it has overcome difficulties

of all kinds affords a strong tribute to the business acu-

men and capabilities of the men engaged in the distribu-

tion of jewelry and its allied lines in Canada.

There have been disturbances of every possible va-

riety in the way of strikes, high cost of materials, em-

bargoes, shortage of goods and' high taxation, but the

trade has successfully overridden all obstacles to its

development and is now in a better position than ever

before. Conditions are rapidly returning to normal in

many ways, and while interna! taxation is still excessive

and unreasonable, there is ground for hoping that an-

other year will see the system changed and the trade

freed frani objectionable legislation. But with all the

handicaps that it has had to overcome, the state of affairs

has never been as Vjad as it was painted', there has been

a succession of good years, whether due to the extra

advertising that jewelry received or not, it is hard to

say and such a thing as a failure of importance has be-

come almost entirely unheard of. It is with a large mea-
sure of satisfaction therefore, that the trade should con-

template the buoyant conditions prevailing as is exempli-

fied by the splendid displays in this fall buying number.

As to the future of the trade, there can be no ques-

tion any more than there can be of the future of Canada.

Ever since the armistice there has been a prevalent fear

that sooner or later the whole commercial system was
bound to collapse and that conditions could only be right-

ed through the media of a financial panic and a period of

severe depression. This has been responsible for a great

deal of nervousness and uncertainity, but as the trade

barometer continued steady and the signs of collapse be-

came less and less threatening, confidence was restored

and a gradual improvement was noted. Now comes a

rather surprising statenrent, attributed to Mr. C. W.
Barron, a recognized financial authority of Boston, who
said in a recent article : ''We have had the panic and the

people do not know it. Money has doubled in price and

securities have been cut in two. But, as it was done in

six months and not in six days, the facts have never

been printed in the newspaper headlines and the people

don't know it."

Mr. Barron's opinion on the subject is very probably

correct, so that the trade should appreciate the fact that

the panic period has been passed, that the country is now
well on the way to restoration to normal conditions and
that the future indicates nothing but prosperity.

One highly satisfactory outcome of the difificulties

attendant upon doing business of recent years has been

the shortening of terms. A great many retailers have

been added to the number who appreciated the ad-

vantages of quick turnovers and never in the trade's

history have disoounts been so generally taken. The
result has been that the entire trade has financed sales

of a much larger volume than ever before and with

much less borrowing from the banks. The immense
benefits that accrue to the trade in general through such

a condition should encourage a strong efifort to retain

the advantage although, with the restoration to normal

conditions, there will be a tendency to return to the for-

mer situation in which long terms and heavy discounts

prevailed. But this should be checked by every possible

mearts.

The Canadian trade is now entering upon a new era

in which it has every chance of elevating its standards

until what are known as trade abuses shall have become a

thing of the past. It is in a highly satisfactory financial

position , it has a most cordial relationship existing

amiong the various branches, and between the great ma-
jority of the members in each branch, and it has a na-

tional organization that has been tried in a very critical

period in the trade's history and found to be capable of

prompt action and reai achievement.

Canada itself is entering upon the era of development

that will place her among the nations of the world. Her
immense resources are being systematically explored and

wth the rush of immigration that has already set in,

there can be only one result and that is a prolonged period

of uninterrupted prosperity. Even the uncertainty re-

garding the grain crop of the West has apparently been

removed by the copious rains reported during the latter

part of July and, should the harvest prove the early

estimates to have been correct, it will mean many millions

of dollars for Canadian trade this fall and winter.

With every factor in its favor, therefore, the jewelry

trade can push ahead with vigor and with every confi-

dence for the future. The present issue offers a wealth

of display advertising covering almost every line the

•fetailer carries; with a splendid fall business assured

him. he is commended to a study of its pages.

47
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Birks and Black Amalgamate
Fine Calgary Business Absorbed by Montreal Firm as Latest Addition to its Chain

Across Canada

\/\ XNOUXCEMEXT that the well-known firm of D.

r\ E. Black & Co. of Calgary has arranged for an

amalgamation with Henry Birks & Sons, Montreal,

comes to the public somewhat in advance of a merger

which will not take place until the spring of 1921. As' an

illustration of modern business and what one man can

attain in a few short years, it can hardly be equalled, but

Mr. Black's friends, of whom no man has more, some-

what regret that the change will probably necessitate a

change of name, for to be included in the big company
which owns stores at Halifax, Montreal, Ottawa, Winni-

peg and Vancouver, and their affiliated house of Ryrie

Bros, in Toronto, will mean that the name of the bigger

concern will predominate. Mr. Black will beconne one of

the directors of this Dominion wide concern which was
practically established in Montreal in 1818.

Mr. D. E. Black, Calgary.

The present staff of the D. E. Black Co. will be re-

tained. This is one of the splendid features of the store

at present—that the clerks that have served customers for

the past years serve them still—that the office stafY is the

same as attended to the work years ago. The efficiency

of all the work in connection with the Black store can be

traced' mostly to this staff. /\n order comes in from a

small town or from some country customer. The man
who has handled the previous order recognizes his cus-

tomer and is anxious to give him the attention that he

would give to the cu.stomer who comes to the store. Thus
he retains for the store the business already building up.

Needless to say the genius of the whole business is

n. E. Black himself. To say he is a hard worker is not

enough. He is always on the job. All the old-time cus-

tomers of the store know him and many of them still

want his advice in buying, and will wait his leisure to

attend to them. His unassuming manner is one of the

attractions to ithe westerner, who has no use for the man
who considers him.self superior to his neighbor, or who
acts like the fellow who has moved into a brick house for

the first tiime. LoyaUy to his city and a willingness to

consider every appeal for prizes or aid for any civic or

charitable object is another feature in which Mr. Black

stand's pre-eminenit. It is rarely any event is carried

through in Calgary but some of the prizes donated bear

the name of D. E. Black & Co. The fact that D. E.

Black's name stood at the head of the aldermanic list of

1918 in regard to votes, having almost double that of any

other competitor, alone s]>eaks for itself, especially when
it is known that he did not personally canvass one person

during the civic campaign.

The foundations of Mr. Black's business career started

away back in his youth in the little town of Westport,

Ont., when he took the greatesit pleasure out of tinkering

around the repair shop of a relative who was in the jew-

elry business, and it was here he learned the watch re-

pairing work which helped him to establish his store in

Calgary. Not satisfied with the chances in the East, he

came to the western city in 1903, spending a year in the

store with L. H. Doll before opening up for himself. The
writer remembers well the little shop on Stephen Ave.

(now Eighth Ave.) in which the business started. It

was only fourteen feet d'eep and seventeen feet w"ide, but

it was plenty large for the customer and Mr. Black to get

acquainted and for Mr. Black to sit night after night

doing his repair work in such a way that the customer

not only came back but brought others with him or re-

commended others to come. Soon the demand for watches

and other small articles became insistent and a stock was
laid in. It was then that he had to move into larger

premises and employ help to meet the demand of his re-

l)air work.

The growing business has seen two more changes of

location. In 1910 the store w-as moved into the Doll Block,

where the fine plate glass windows gave splendid' display

to the high class goods which had come to be demanded,
and where the other store fixtures were in keeping. The
next change came in 1913 to the present location in the

Herald Building. Even these large premises occupied by
the company have been found insufficient and the repair

business has had to be moved across the street this year

to the Southam building.

Thus the simall repair store has developed inside of

sixteen years to the finest jewelry business in the middle

West where over 100 people are employed and over 60,000

watches repaired annually. Little wonder then that the

eye of the largest firm of Canada has been upon the

growth of this business continually and when it was
deemed advisable to include Calgary in the chain of stores

that negotiations were entered into with Mr. Black to try

to include this store in the chain.

In securing Mr. Black as a director of the big concern,

Mr. Birks has an associate of whom he may well be

proud, for no business man has a more enviable reputa-

tion for straightforwardness and integrity and for won-
derful business sagacity.
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The Price Movement
Francis H. Sisson, Vice-President of the Guaranty Trust Company of New York

Outlines the Causes of Present Price-Cutting and the Course of Future

Price Movements

49

A wave of price-cutting is sweeping over the country.

It is the most interesting economic phenomenon of the

day—an event long heralded and waited for by the public.

And yet, curiously enough, the public is only tardily

awakening to a realization of the fact that it is not only

the beneficiary but also the creator of the movement.

Merchants general'ly frankly explain that they are reduc-

ing the prices of certain commodities because the public

is refusing to buy at high prices. In brief, the movement

is largely psychological, rather than economic, in charac-

ter.

And it will be well to bear that distinction in mind

in endeavoring to analyze a>:d foresee the trend of com-

modity prices. The reductions in prices that are being

made to-day are not due to over-production; for there is,

in fact, under-production in many essential lines which is

likely to continue for some time. Consequently, it would

seem advisable to avoid a hasty conclusion that the present

movement forecasts a universal and drastic drop in com-

modity prices. It may be, and very probably is, merely

an oscillation of the economic pendulum as it begins to

swing from the height it reached during and as a result of

the war, although it seems certain that we have definitely

passed the peak of high prices.

Our problem is not to force a price recession as rapidly

and as precipitately as possible, but rather to bring about

a gradual readjustment with a view to stabilization.

There is quite as much danger from too accelerated and

extreme price reduction as there is from too high prices

and all their attendant evils. Above all, we should re-

member that a permanent lower price level can be obtain-

ed only as the resultant of many forces, some of which

seemingly are unrelated but all, nevertheless, working, di-

rectly or indirectly, toward a common objective, namely,

a general economic readjustment.

EFFECT OF DECLINING COMMODITY PRICES

The present recession in prices is concentrating the at-

tention of both producers and consumers upon the prob-

able effects upon themselves of such a decline. The na-

ture of the effects which may be felt will depend upon the

distribution of the declines throughout the whole range of

commodities as well as upon the extent and rapidity with

which the declines are brought about.

Our price level has attained its unprecedented height

as a consequence of world-wide scarcity of goods and of

extraordinarv extravagance on the part of the buying pub-

lic.

Production under conditions of general shortage moves
up unevenly and overtakes the demand, now in this line,

now in that. It is natural that high priced goods, luxuries

in particular, should soonest show a definite downward
turn of prices. This is what we are apparently witness-

ing at present. P'urs and silk, for example, have recently

declined to considerably lower levels. The slump in raw
silk prices in New York, chiefly in consequence of the big

drop in Japanese prices, was preceded by some months of

gradual weakening. Clothing and shoes are other

examples of goods for which there is a weakening de-

mand at prevailing prices, an expression of the growing
impatience with high living costs. The extraordinary de-

mands of foreign markets, like those at home, are over-

taken piece-meal, in accordance with the varying fortunes

of foreign producers in the resumption of normal activity,

which means that the export prices will be variously af-

fected.

The tightening of the purse strings in the matter of

credit and the accompanying discrimination in some meas-

ure between essential and non-essential lines of produc-

tion in the granting of loans, moreover, is also making for

uneven pressure on the price scales.

It would be phenomenal if, in such a prospective re-

adjustment of prices, there should not be a number of not

merely sustained individual prices, but of actually higher

prices.

PROBLEMS OF PRODUCERS

The chief problem of producers under conditions of a

declining market for their goods is, of course, the difficulty

of confining costs of production within the limits of the

sale value of their products. Generally speaking, cost of

production moves in harmony with the value of the goods

produced. Wages, however, which are unprecedentedly

high now and often the largest single item in the cost of

production, usually respond less promptly to variations in

commodity prices. In other words, wages nearly always

lag behind commodity prices in their movement either up
or down. Accordingly, it is to be expected that wages
will not fall as rapidly as prices. This may be expected

to retard the decline of prices through the influence of

wages on cost of production. While the maintenance of

high wages may thus increase the difficulties of produc-

ers in a period of declining prices, on the other hand, the

preservation of the buying power of the wage-earning

classes would powerfully reinforce the demand for almost

all classes of manufactures and be an additional factor

making for gradual i-ather than sudden price recessions.

The distribution of the losses, in consequence of fall-

ing prices, and contraction of profits, all along the line is

the result of numerous influences. It is an axiom in econ-

omics that the price of a commodity already produced is

not directly determined by its cost of production, including

the expenses incurred in distributing the commodity. The
goods may or may not find a market at a price to cover

this cost of production. If they do not find a market, the

loss may fall anywhere among the distributors or pro-

ducers, the incidence of the loss depending in part upon
the methods and practices in vogue in the process of pro-

ducing the goods and placing them with the consumer.
If, for example, a producer sells his product in advance
upon the basis of known costs, he is presumably immune
against loss, so long as the purchaser adheres to his con-
tract ; while on the contrary, if the assembling or produc-
tion is undertaken for subsequent sale, the producer in-

curs the risk of losing in a falling market.

There is such a diversity of practices in assuming the

liability of repudiated contracts and in the willingness and
ability of individuals to perform their contracts, that by
no general rule can the distribution between manufactur-
ers and merchants of actual losses from falling prices be

foretold. If contracts are strictly honored, necessarily,

distributors, as distinct from producers, are more subject
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to the risk of losses from falling prices than are produc-

ers, because in large part the output of factories is sold

in advance of production. The obvious lesson from such

a situation is the suggestion that business men will find it

especially worth while in the coming months to conserve

their working capital and to maintain inventories that are

as highly liquid as possible.

But not all the emphasis should be placed on caution.

The bold and confident business man, who is not daunted

by difficulties, but who carefully studies all phases of his

problem and dares to act on his well-informed judgment,

can be counted upon to make money whether prices fall-

or not.

POSITION OF CONSUMERS

The advantage acruing to consumers in consequence

of declining prices are easily exaggerated and misunder-

stood. Most consumers are, in one way or another, as-

sociated with production. Falling prices in the main are

accompanied by declining profits and eventually by lower

wages, as well as reduced cost of living, but the reduced

income may leave no margin of gain from the lowering of

the cost of living. Persons with assured and fixed money
incomes are necessarily benefited by general falling

prices, but not infrequently the so-called fixed incomes

are at the same time rendered less certain by the declin-

ing prices.

The momentum of upward moving wages, as already

mentioned, usually carries them still higher after general

commodity prices turn downward, but here again, as in

the field of prices, much uneveness is to be expected, some
wages rising, others falling, but on the average moving
upward for a time and then following more or less tardily

the trend of prices. Save, then, for the advantage in the

transition period, when wages tend to move in the opposite

direction from the falling prices, wage-earners as a whole

may be expected to profit little as regards the actual buy-

ing power of their earnings when prices fall. During
this transition period, however, the prospect of continued

high wages points to a powerful obstruction against the

downward tendency of prices. The buying power of

wage-earners is one of the most vital factors in the gen-

eral commodities market.

A general fall in prices sets in operation forces which
ultimately result in a reversal of the movement. Curtail-

ment of production in face of declining profits tends to

swing past the point of best adjustment of output with de-

mand. Demand is stimulated by the increase in the buy-

ing power of money. The accumulation of bank reserves

in the face of a slowing down of business and the reduc-

tion in interest rates in a period of declining profits in-

vite a bolder policy in production. Accordingly, with in-

creasing confidence in the future of business, producers

begin a more spirited bidding for materials, with a con-

sequent tendency to raise prices in general. In the pre-

sent situation there is still such a degree of relative scar-

city of goods that in most lines any downward movement
of prices may be expected to meet a reaction with prompt-
ness that is not characteristic of falling prices when they

result from approximately general over-production.

THE CRUX OF THE PROBI.EM

The crux of the whole price problem may be held to

be the gradual decreasing of the supply of money and
credit and at the same time the increasing of the supply of

goods through proper'ly balanced production. To the so-

lution of this problem bankers, manufacturers, laborers,

consumers—in brief, every element of our body politic

—

must be actively dedicated.

The popular idea of deflation is some process, vaguely

conceived, that will reduce prices so that one's income
may buy twice as much as it does now. We are all wiHing

and eager to have prices deflated, but, of course, we are

decidedly opposed to having our incomes deflated. That
is not the way, however, that deflation works. And those

who are clamoring for a rapid fall in prices should bear in

mind that drastic deflation will mean painful economic re-

adjustment, of which widespread unemployment and busi-

ness distress would be features—such as have occurred in

Japan. The average man should remember that there is

not much advantage in being able to buy twice as much for

a dollar if he does not have the dollar.

The "Tell-Time-Right" Dial
An invention that is creating considerable interest in

the jewelry trade is that of J. P. Becker of Sorensen &
Co., San Francisco. It is the tell-time-right dial for

watches and clocks.

J. P. Becker, the inventor, gives the following descrip-

tion of the tell-time-right dial for watches and clocks, a

cut of which is shown herewith:

"On this dial the minute numerals are placed inside the
circle of the minute divisions. Inside the circle of minute
numerals are a circle of twelve dots to indicate the hours:
these are connected with curved lines, under which the
numerals representing the hours are placed. At 12 o'clock

the minute hand will point to '0' and the hour hand' will

point to the hour dot on which the curved line begins,

which connects the dots representing 12 and 1 o'clock:

this space is marked '12,' indicating that as long as the
hour hand moves in this space it is 12 o'clock plus the
minutes indicated by the minute hand. The minute and
hour numerals are of the same size and thus can be read
at one glance.

"The minute and second divisions begin with "0' in-

stead of "60.' This is more correct, as one might speak
of an hour, 59 minutes and 59 seconds, but never an hour
and 60 minutes, as this would be two hours.

"In telling time we have the same proposition. It

might be 12.59, never 12.60, as this would be 1 o'clock.

The new dial will be of great value to the railroad
service, and also will help people in general to tell time
right. Referring to the illustration, it is: O'ne Forty-
Eight, not Twelve minutes to Two."

A cablegram from the American Embassy in Habana,
under date of July 1, 1920, announces that the Cuban
Congress has passed a bill increasing the import duties
on jewelry by 25 per cent, ad valorem. The bill will be-
come effective immediately upon being signed by the
President. This increase is made in order to meet the
expenses of the increase in salaries granted to public
employees. The duties on gold, platinum, and silver and
their alloys were increased 100 per cent, in 1917, and on
plated jewelry the increase was 25 per cent.
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Terms and Discounts in the Jewelry Business

By Sydney Ball.

THE questions with which this investigation and re-

port are concerned are those pertaining to terms

and discounts as understood and applied in the

jewelry business to-day.

We will first consider the fundamental relations of

sales, price, terms, and discounts, taking time to fix exactly

what we mean by each of these four word's, because they

are the elements out of which our problem is compounded.

We will then examine the average experience and opinion

in the jewelry business with terms and discounts, as re-

vealed by the answers to the Questionnaires recently sent

out to manufacturers, wholesalers and retailers. And we
will finally indicate the points of real importance to be

discussed by this convention, and decided upon, if an

attempt is to be made under the auspices of this Associa-

tion to make permanent 'the recent and saitisfactory im-

provement in the financial condition of the entire jewelry

business.

The question of terms and' discounts is complicated at

the best : but it is possible to hold the fundamental factors,

disregard what is merely incidental, and form a pretty

clear judgment. Sincere consideration and frank discus-

sion of the terms and discounts problem has an educa-

tional value for the whole trade; and a full and fair trial

for any suggestions and recommendations following such

consideration and discussion, will surely be of real value

to all concerned in the success and the standing of the

jewelry business.

The common law defines a sale as transfer of property

for a price. In the jewelry business we deal with tangible

movable property—"Goods," to use the legal expression

—

and price is expressed in money. So a jewelry sale is an
exchange of goods for cash, or its equivalent. Now this

inquiry is not concerned directly either with the goods
sold or the price paid, because terms and discounts relate

essentially to the exchange itself—and particularly to the

time within which the exchange is effected'. Of course,

buyer and seller discuss goods, prices, terms and discounts,

all at once, and sometimes terms are sold instead of goods
and discounts confused with price ; but we should under-
stand clearly right here that terms and discounts are
neither goods nor price, but simply part of the business
machinery by which these two are exchanged. By terms
we mean time arranged within which to complete the ex-
change of goods for money. And not until the exchange
has been so timed, does the word discount have import-
ance

; for discount is percentage paid for advance liqui-

dation of a timed bill.

These definitions and general remarks express the

fundamental relationships of sale, terms, price and dis-

counts. We can fix them in mind by remembering these
sentences

:

Sale—Exchange of merchandise for price.

Terms—Time for completing exchange.
Discount—Payment for reducing exchange-time.

Now it is possible to classify sales in several general
ways, each having a direct bearing on the time required
for completing the exchange of goods for money. Classi-
fying according to the amount involved ; we have the large
sale, the house, automobile, piano, or diamond ring. Con-
trasted with the small sale, the newspaper, box of candy,
or alarm clock. Cash is readily available for the small
purchase : but as the amount involved increases and be-

comes sizeable we reach and pass beyond the consumer's

immediate financial ability. Time in which to accumulate

further money is necessary—so terms are arranged^—and

months, even years, are granted the purchaser within

which gradually to pay over the sale price. So that, in

the jewelry business, those who specialize on merchandise

involving large amounts, notably diamond's and diamond

jewelry, very properly prepare to help finance the long

time required by the ultimate consumer to complete pay-

ment. On the other hand, our friends who have made
the alarm clock a profitable small sale for the jeweler,

with equal propriety, ask and receive payment which is

practically spot cash.

A second possible sales classification is as to kind of

merchandise—whether standard, or non-standard as to

price and quality. Obviously standard goods do not re-

quire comparison and stud'y of price and quality. In aver-

age times they can be purchased as needed from day to

day. many times ordered by mail, while the customer waits,

so that littl'C time is needed for completing any of the ex-

change-steps from manufacturer to consumer. Hence we
have American watches and clocks, sterling and plated

silverware—just to the extent that the various manufac-

turers have standardized their lines—selling on short

terms. When standard lines are advertised' and the con-

sumer is educated in advance as to price and quality, there

is less of such merchandise being stocked for purpose of

display and selection—so less time is required by the retail

dealer, and terms are correspondingly shorter. Here we

observe a very direct relation between the kind of mer-

chandise and the terms. Where the manufacturer by

standardization and advertising makes possible quick sale,

he very properly requires prompt payment. And so should

the wholesaler and the retailer.

Xon-standard merchandise needs to lie stocked, ar-

ranged, examined, discussed as to price and quality. This

takes time. It involves trips to factories and wholesale

headquarters by dealers, or travelling by sales representa-

tives, carrying samples and goods for delivery, to retail

merchant's places of business. This also takes time. And

the retailer must prepare for the consumer's correspond-

ing desire to examine qualities and compare prices on non-

standard goods—so he must have larg-e stocks on display

from which selection can be made. They must be ready

when the customer comes in. consequently selected in ad-

vance of the time they will be needed, and when conven-

ient. Now, Mr. Retailer can not go to market every week,

nor can Mr. Wholesaler send his salesmen around their

territories every few days—^but Mr. Ultimate Consumer

may open the dealer's front door any minute—and' every-

thing must be set for the sale. So, on non-standard goods

requiring consideration of price and quality, time is pro-

vided and terms are granted that will enable the selection

to be made when convenient, rather than when immedi-

ately necessary to have the sale. In the jewelry business,

our principal non-standard lines are diamonds, jewelry and

imported watches—as the expression goes: "They have to

been seen to be appreciated." This being the case in every

sales step from manufacturer to consumer. Terms are

doubly necessary on these lines—time for display and time

in order that selections may be made when convenient.

Hence "season settlements," "datings," etc.: they are ne-

cessary and justifiable on non-standard goods selected

when convenient. But it is manifestly improper to sell

standard merchandise on such terms.

Here it may be noted, in passing, that the manufac-
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turer of non-standard lines can i«,rly im|)Ose short terms
only when he has organized production so that his good's

can be delivered very nearly as wanted. Season settle-

ments have existed in the jewelry business, as between
wholesaler and manufacturer, due to the latter's inability,

as his manufacturing enterprise was organized, to deliver

goods when wanted. The manufacturer has taken his

orders from samples, returned to his factory, made up
the goods and delivered them when finished'—rather than
when wanted by the wholesaler. Thus the e-xchange being
arranged to suit the jewelry manufacturers' convenience
has properly carried long terms. And until the jewelry

manufacturer can so re-arrange his production processes

that he can deliver goods very nearly when wanted, he
quite improperly imposes the same short terms obtaining in

industries where product is always available for purchase.

So we have to-day a somewhat false condition in the jew-
elry trade—manufacturers requiring 30-day settlements

without having correspondingly im])roved' their production

processes and their ability to deliver when wanted.

There are other sales classifications which have a bear-

ing on terms, but they are relatively less important than
the two just fully considered. For instance, goods that

can be delivered promptly, by express or mail, might

proi)erIy carry shorter terms than goods forwarded In-

freight. As a matter of fact, they seldom do. Terms are

usually the same, the purchaser absorbing the extra tinne

involved.

.Another classification might be made according to

amount of cash outlay involved for labor and materials in

manufacturing the good's. Where the cash outlay con-

stitutes a large part of the selling price, terms will be

short : where it represents a small part of the selling price,

terms will lengthen. That is why in recent years, with

labor and material costs rapidly rising, we have constantly

been advised of the necessity for shorter terms. The more
nearl\- goods represent cash, the quicker they must be ex-

changed for cash.

.After terms have been set (and, of course, most busi-

ness men have fixed uniform terms) in the interest of

sim[)licit\-, which conform^ broadly to the needs of their

particular business, the question of discount enters. Please

observe that discount is secondary to terms. It has not

been mentioned in considering sales-classification because

it is not a factor. It exists only where terms exist. It

is payment for reducing exchange time—a prize offered

not to use the terms arranged^—and graduated according

to individual merit in that respect. And that is the sole

purpose of discount—to reduce exchange time.

There are perversions of discount ; extras, allowances,

etc., etc., as varied as a patent office exhibit—all are

spurious, mere camouflaged price manipulation. There is

but one true form of discoumt, that which shortens terms.

And that is all we .shall consider.

Now a prize to induce effort must be worth winning.

From the payer's standpoint, discount is not attractive un-

less the profit so offered is as large or larger than his cap-

ital and his efiforit can obtain elsewhere. Except where

and when money is plentiful and' seeking investment, no

dealer will be interested in discount at current interest

rates—there is no inducement.

On the other hand, the seller has aTcrely to consider

haw often he is turning his capital and the gross profit on

each turn to know how much discount he can ofter to

shorten the exchange time by 30, 60 or 90 days. .And so

discounts as offered and accepted pretty generally reflect

the financial condition of both buyer and seller. The dia-

mond importers—you have to be rich to be one—offer eight

month>' time, discount at one-half of 1 per cent, monthly,

thus franklv evidencing their willingness to invest cajiital

in our business at current banking rates. And as all of us

can earn better than investment rates by doing business

how seldom we discount the importer's invoice. There is

no inducement. Enough discount must he oft'ered to equal

bank rates, plus the inducement—the prize for special

ability in paying up. How large this inducement can be

and ought to be, is one of our main questions.

Now all these remarks are general, intended to give a

broad outlook on the problem of terms and discounts be-

fore we consider the individual experience and opinion as

developed by the Questionnaires. Unless we first fix our

cardinal points, we will soon be adrift on an uncharted

sea of random discussion—and, of course, get nowhere.

So let's just briefly review our fixed points. First:

A sale is an exchange of merchandise for price.

Terms are time for completing the exchange.

Discount is payment for reducing exchange time.

.Also terms are long or short according as sales amount

is large or small—and terms are long or short according

as goods sold are non-standard or standard.

Discounts are effective when the amount offered ex-

ceeds the current itivestment rates.

The general reimarks ju.st concluded may be said to

outline the theory of terms and discounts. The Question-

naires give the practice. And it is most interesting to note

that theory and practice are here in substantial accord.

A representative number of Questionnaires were dis-

tributed both to wholesalers and retailers located in all

parts of the country. The questions asked were different

for wholesalers and retailers, but in most cases they were

reciprocal—that is. they asked for the views of both on

the same question and so the replies give the customary

two sides—what the retailer thinks and what the whole-

saler thinks on the same points.

Those replying caught the spirit of the investigation.

They gave their information fully, frankly and good-

naturedly. They evidenced that they were imbued with

a sincere desire to improve the jewelry business. Many
took the time to write personal letters and made valuable

suggestions.

The replies received' up to this moment (Friday, the

4th) and compiled, are sufficiently large in number to give

average figures that may safely be accepted as indicative

of conditions generally existing throughout the country.

These averages are most interesting and worth study and

careful consideration because they are basic. They are

the real figures and the real information relating to terms

and discounts.

Starting with Questio:i 1, the replies give an average

of 83 days, so that, speaking generally, the amount of

money owing the wholesale jewelry business May 1, 1920,

represented the sales of the preceding 83 days. You will

all agree that this is a mighty significant figure, and one

very valuable to have.

It is nicely checked by an average figure which can be

reached from consideration of the answers to Question 2.

We find here that 38 per cent, of sales are made on 30

days' time : 1 1 per cent, on 60 days ; 11 >^ per cent., 90 days ;

23 per cent., four months; 11>^ per cent., semi-annual:

and 5 per cent., running account. Now averaging these

replies (considering running account which is a very small

factor, as a six months' proposition) we discover 75 days

to be the average of terms upon which wholesalers are

conducting their business.

Now the time disclosed' in Question 1—83 days is very

well checked by the 75 days disclosed, by an entirely differ-

ent method, in Question 2. When it is remembered that

answers to Question 2, of necessity, are approximations,

the near agreement of the two results is striking. From
these two \erv similar figures differentlv arrived at, it is
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pretty safe to state that the wholesale jewelry business on

May 1st was on* about an 80 day basis.

Coming to Question 3, the replies indicate average time

as follows : On diamonds, 4.9 months ;. watches, 2.3 months ;

jewelry, 3.5 months; clocks, 2.5 months; silverware, 2.6

months; miscellaneous, 2.1 months. Please observe here

that our standard merchandise, watches, clocks, silverware,

is being sold to-day according to these averages, on terms

just slightly longer than 60 days.

Jewelry averages 105 days, or 15 days more than season

settlements—which average 90 days.

Diamonds average very close to 5 months.

Note the longer time extended on non-standard lines.

With respect to Question 4, on allowing cash discounts.

About half report they are good natured—the other half

strict ; and the good natured fellows fess up to allowing

30 to 90 days extra time, together with full discount.

Now, turning to the purchase side, Question 5, the re-

plies indicate the average time received' as follows: Dia-

monds, 7 months ; watches, 30 days ; clocks, 10 to 30' days ;

silverware, 30 days ; miscellaneous, 30 days ;
jewelry, 30

days to season. The jewelry terms are very much mixed.

Again we observe short purchase terms for standard

goods—longer time for non-standard.

Question 6 inquires how much time wholesalers would
like to extend customers. Here are the average figures

:

diamonds, 4 months; watches, 2 months; jewelry, 2.8

months; silverware, 1.9 months : clocks. 1.9 months ; mis-

cellaneous. 2.1 months. Observe again our standard and
non-standard short and long term relation. Also note a

uniform time expression on standard goods—the desire is

to sell watches, silverware, clocks and miscellaneous on 60
days: jewelry about 90 days; diamonds, 4 months. It is

interesting to state here that the responses to Question 5,

so far as they relate to silverware and clocks, are identical.

The answers to Question 7 indicate that cash discount

is almost unanimously regarded' as a premium.

Now Question 8 indicates an average margin of profit

on merchandise turnover of 25.6 per cent. The second
part of this question was apparently not clearly stated as

the replies are confused and widely at variance. It can be
more clearly stated now that we have the answer to Ques-
tion 1, 83 days. If a gross profit of 25.6 per cent, is real-

ized in 83 days, it is just a matter of simple arithmetic to

deteninine how much would be realized in 30 days—that
figure is 9.3 per cent. This 9.3 per cent, is the value of 30
days' time to the wholesaler, expressed in percentage of
profit. As a business man, he can justify offering a sub-
stantial part of this 9.3 per cent, as a discount to induce 30
days quicker payment.

The answers to Question 9 tell the same story as the
answer to Question 7. Cash discount should include a

premium beyond anticipation, or banking rate.

The preference expressed in Question 10 is overwhelm-
ingly for 6 per cent. A few are in favor of more cash
discount

: a few in favor of less. Those who answered
the second part of the question indicated mainly that they
would like to reduce this 6 per cent, discount bv 1 per cent,

for each additional 30 days taken.

Question 11 stated briefly the results of the terms and
discounts questionnaire recently sent out by the manufac-
turers and asked, in the face of this expression of the man-
ufacturers' desires, what the wholesaler would recommend
the manufacturer using. The majority of replies favor the
use of 6 per cent, discount.

Xow, summarizing the most important findings from
the wholesalers* questionnaire, we have:

1. Average length of account, 83 days.

2. Average terms granted. 75 days.

3. .Average terms (months) granted, by merchandise

lines: Diamonds, 4.9 ; jewelry, 3.5: clocks, 2.5 ; watches,

2.3; silverware, 2.6; miscellaneous, 2.1.

5. Average time received, by merchandise lines : Dia-

monds, 7 months; jewelry, 30 day season; watches, 30

days; silverware, 30 days: clocks, 10-30 days; miscel-

laneous, 30 days.

6. Average time (months) desired to grant by mer-

chandise lines: Diamonds, 4; watches, 2; jewelry, 2.8;

silverware, 1.09; clocks, 1.9; miscellaneous, 2.1.

7. 8. 9.—Cash discount is regarded as a premium.

10 and 11. Cash discount is preferred at 6 per cent,

both to the custO'mer and from the manufacturer.

Turning now to the retailers' questionnaire we find fur-

ther very interesting and striking average figures dis-

closed; and these average figures are in reasonable agree-

ment, point by point, with the results obtained from the

answers to the wholesalers' questionnaires.

Question 1, inquiring the retailer's terms to his cus-

tomers, reveals the surprising fact that 67 per cent, of the

retail business is done on a cash basis! An additional 15

per cent, is done within 30 to 90 days. The amount of

business done on four to six months is 8 per cent, and on

running account 10 per cent. It may be fairly concluded

that the retail dealer through his cash and short term

business, realizes sufficient to pay his running expenses

and the cost of his merchandise within 30 to 60 days from

the sales date.

Question 2 follows with an inquiry as to the retailer's

purchase terms, which average out as follows : 64 per cent.,

30 days; 6 per cent., 60 days; 7 per cent., 90 days; 4 per

cent.. 4 months ; 12 per cent., semi-annual : and 3 per cent,

running account. Averaging out these replies, gives us

terms used of 52 days—this contrasting with terms allowed

of 75 days as disclosed by the reciprocal Question 2 of the

wholesalers' questionnaire. This difTerence is likely due

to each fellow's natural disposition to give himself the

benefit of any doubt. The true average figure will be

found somewhere between 52 and 75. Certainly these

short purchase terms are consistent with the large percent-

age of retailers" cash business evidenced by answers to

Question 1.

Question 3 asked the tiime required on various lines of

merchandise and averaged out as follows

:

Diamonds, 120 days; watches, 45 days; jewelry. 56

days; clocks, 40 days ; silverware. 43 days ; miscellaneous,

32 days.

By the replies to Question 4 the retailers indicate that

a substantial majority hold themselves strictly to the time

given when making their settlements. Very few acknowl-

edge taking extra time, and those who do, an over-run of

about 40 days, together with cash discount.

Question 5 inquired as to retailers' payments on pur-

chases subject to 2 per cent. The replies were almost

unanimous to the effect that 2 per cent, discount was taken

from manufacturers, from wholesalers, on phonographs
and on side lines.

Two-thirds of those replying to Question 6 expressed

an ability to mianage their purchases on shorter terms : the

other third expressed themselves as unable to make a

change. Of those stating their ability to shorten ter;ns, the

average answer to the second part of the question, indi-

cated a little over 30 days, as to the amount of time by

which their time could be so shortened.

Question 7 asked definite expression on jireference on

cash discount rate, 7S per cent, of those replying desire

the i)resent 6 per cent., another 15 per cent, of replies

favor 5 per cent. The balance of the answers expressed

various preferences—those in favor of 2 per cent, being

less than 4 per cent, of the number replying. The second

part of question as to the amount of discount rechiction for
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each additional 30 days taken is ])ractically unanimous for

from 1 per cent, to 2 per cent.

By the answers to Question 8, the retail dealer evi-

dences a good business acquaintance with his local banker

—half of those responding are now assisted by the banks;

half are not assisted. Of the replies to the second part

of the question, every single fellow, except one, stated his

banker would advance him money with which to save cash

discount.

The trade acceptance. Question 9, indicates that this

form of payment is still in the educational stage. Only
one-third of those replying have used acceptances. And
out of those who have used the acceptances, two-thirds

are favorable and like them; the other third do not.

Question 10 asks a frank expression of terms and dis-

counts that the retailer will loyally support and the

responses reflect a very fine trade spirit. Twenty per cent,

of those answering state in substance that they are for

anything fair and reasonable that will help the jewelry

business ; over half of those responding express a definite

preference for 5 per cent, or 6 per cent, cash discount, so

that if we add to this number the 20 per cent, just men-
tioned, we have substantially the same 75 per cent, prefer-

ence as indicated by the replies to Question 7. A fair per-

centage state they will pay cash for the best price obtain-

able—a few favor "present terms,'' as they put it, and a

small percentage urge the two per cent, cash discount.

The terms part of the responses indicate the time de-

sired to average a little over 60 days.

So we may sumpiarize the retailers' questionnaires as

follows

:

1. Length of account—cash, 67 per cent; 30-90 days,

15 per cent.; 4-6 months, 8 per cent.; running account, 10

per cent.

2. Average purchase terms, 52 days.

3. Average terms needed' by merchandise lines : Dia-
monds, 120 days; watches, 45 days; jewelry. 56 days;
silverware, 43 days; clocks, 40 days; miscellaneous, 32
days.

4. Dealers hold well to terms.

5. Two per cent, cash discounts are taken.

6. Two-thirds can manage purchases on 30 days' shorter

terms.

7. Seventy-five per cent, prefer the present 6 per cent,

cash discount.

8. Dealers know their bankt.s and can borrow to save

cash discount.

9. One-third have used trade acceptances, and a ma-

jority of these like trad'e acceptances.

10. Majority preference for 5 per cent, or 6 per cent.

Many say, "Anything fair and reasonable." Terms de-

sired average a little beyond 60 days.

These results from the questionnaire sent to whole-

salers and to retailers, will repay thoughtful consideration,

as stated heretofore.

Theory and practice are found to be in substantial

accord.

Longer terms are desired on non-standard goods by the

retailer and are granted by the wholesaler.

Standard merchandise sells generally on short terms.

Goods involving large outlay, notably diaiaionds, are

exchanged on long time.

Diamonds are both non-standard and large outlay mer-

chandise. They sell on the longest time.

Jewelry is mainly non-standard and small outlay mer-

chandise; it sells on shorter terms, consequently.

The rest of the jewelers' lines are. generally speaking,
' standard and small outlay, both—and so we find watches,

clocks and silverware selling on the shortest terms.

The preference expressed for the old 6 per cent, cash

discount is so overwhelming, in both retailers' and whole-

salers' questionnaires that it would seem this Association

might well come to the same conclusion, as a recent Chi-

cago district meeting reached, namely, keep the 6 per cent,

cash discount and shorten the terms.

The retailer says he will accept shorter terms ; the

wholesaler wants shorter terms. This convention can

surely determine how much shorter !

That is the hub of the problem—the main issue right

now. Shorter time we have all along agreed is what the

jewelry business needs. ?Jow that good times have sup-

plied favorable conditions and a receptive mood, let's de-

cide how much shorter, and then let's all of us—manu-
facturer, wholesaler, and retailer, give the new and better

program a full, fair, "Golden Rule" chance for success.

The Curio Shop

1 passed curio shojjs which appearerl to be the

abodes of ghosts. 1 shall never forget my adven-

ture in the shop into which the old gentleman had
been accustomed to vanish. I needed a shelf of

some sort for my room, and I had a sudden notion

of investigating this place. The window was full

of the bric-a-brac which silts slowly down to the

city from the old plantations; silver ware, crucifixes,

bibelots, and' candlesticks. It was away down past

the Cathedral and the fireflies were flitting among
the trees. I o])cned the door. A candle on a sconce

was the .sole illumination of the little shop, which

was full of grandfather clocks. There must have

been a do7en of them there, tall, white-faced spec-

tres, and all going. 1 stood in astonishment. It was

as if I had intruded upon a private meeting of the

fathers of time. I had an impression that one of

them, turned slightly toward his neighbor, was about

to make a weighty remark. He cleared his throat

with a hoarse rasp and struck .seven ! And all the

others, with the most musical lack of harmony,
joined in and struck seven as well.

I was so preoccupied with this preposterous con-

gregation that I had failed to notice the entrance of

a tall thin person who was regarding me with austere

disapproval. I wondered if she was going to strike

seven as well. But she didn't. She wished to know
what I wanted, and when I told her, she said she

hadn't got it, and disappeared among the tall clocks.

I went out into the summer evening wondering what
tales those venerable timepieces were whispering

among themselves—tales of this strange old' city of

enchantment, along whose streets flitted the ghosts

of a dead past, fleeing before the roar of the trolley

car and the foot of the questing stranger.—William

McFee, in "The Bookman."
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circumstances may make necessary because a single-entry

system does not lend itself to an ad'equaite check upon its

accuracy and falls short in many respects of accounting

requirements, our Jewelers Research Bureau is prepar-

ing a double-entry accounting system which it hopes to

have ready for distribution at a very early date, and which

will be endorsed by our Bureau as well as by one of the

leading firms of accountants in the country, and the classi-

fications of accounts employed will not conflict with those

established by the Harvard Bureau but merely be an ela-

boration of them in some few particulars.

"If your members desire to avail themselves of the

services of our Bureau to the extent of securing copies

of the Bulletin to which I have made reference (Bulletin

No. 15). they are entirely free to communicate with the

Harvard Bureau and receive copies as indicated.

'"When the bulletin explaining the double-entry ac-

counting system is available and the facts pertaining there-

to, these can also be made available for the retail jew-

elers of the Dominion, and I am sure that when the time

comes for theim. to do so, that they will be most happy to

as.sume their share of the responsibility of the financing

of this undertaking in the same spirit and proportionate

measure which has characterized the support which this

movement has received in the United States."

Already a number of Canadian jewelers are availing

themselves of the privilege of securing this simplified sys-

tem and the trade should certainly feel a deep debt of

gratitude to the American Association that has so gener-

ously co-operated and placed the results of its research

work at the disposal of Canadian jewelers.

Accounting System Now Available

RETAIL jewelers in Canada may now secure the ac-

counting system issued by the Harvard Bureau of
Business Research on behalf of the American N^.

tional Retail Jewelers' Association. Full particulars of
the method of procedure to secure the system are given
by Mr. H. Victor Wright, director of the Research Bur-
eau of the A. N.R.J.A., who says in a recent letter.

"In regard to the availability of the accounting sys-

tem, I would say that the bulletin which has been prepared
in our behalf by the Harvard Bureau of Business Re-
search, which describes in detail a system for operating
accounts for retail jewelers, is now available and copies

of this bulletin can be secured upon application to the

Harvard Bureau of Business Research, Harvard Univer-
sity, Cambridge, Mass., by any Canadian jeweler upon
payment of $1.00.

"This bulletin provides a single-entry accounting svs-

tem and sample record sheets for the maintaining of this

single-entry accounting system accompany the bulletin,

and copies of these record sheets are to be had from the

Harvard Bureau at the following prices

:

"Daily Record Sheets, 50 cts. per 100.

"Monthly and Yearly Record Sheets', 50 cts. for a year's

supply.

'"These are the actual cost prices of these sheets and
are furnished as a feature of service upon the part of the

-Bureau.

"The Harvard Bureau are not advocating a single-

entry system, but recognize the fact that many jewelers

are not equipped to maintain a more elaborate system of

accounting, although they naturally endorse and recom-
mend the use of a double-entry system of accounting.

"Feeling as we do that it would be impossible to advo-

cate the use of a single-entry system except in so far as

Luxury Tax May be Abandoned

DEVELOPMENTS in the political field at Ottawa,

resulting in the accession of Hon. Arthur Meighen

as Prime Minister, have given a strong impression

that the entire plan of luxury taxation will be abandoned

at the next session of Parliament. It is an open secret

that the idea of a luxury tax was given very lukewarm

support in the Cabinet and now that its chief protagon-

ist has been removed from political life, it is almost cer-

tain to be dropped as soon as possible. The Government

has been surprised at the amount of revenue already de-

rived from the operation of the sales tax. and it is on the

cards that the same principle is to be extended to the re-

tail trade next year and each branch of business required

to absorb its own share of the tax. This would save an

immense amount of clerical work and the tax would have

to be absorbed in the overhead expense of everyone in

business.

The tariff commission, to be constituted this fall, will

go into the whole question of taxation thoroughly and no

doubt will make many recoi:nmendations of changes in the

existing system. A revision of the customs tariff, with

the adoption of a universal sales tax and a nior* scienti-

fically graduated income tax, would prove very satisfac-

tory to the great majority of business men and would no

doubt serve to re-establish the present Government in

popular favor to a large extent. The new Prime Min-

ister is a very able man and the general feeling in con-

nection with his accession is that he should be encour-

aged and assisted in every possible way. If he can steer

the newly organized party through the next session suc-

cessfully and secure the enactment of legislation that will

provide adequate revenue without unduly discriminating

against any branch of industry, he will have a splendid

chance of a long period at the head of the Government.
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No Tax Rebate on Returned Goods

A RULING was sought from the Department of In-

land Revenue last month in which it was asked that

wholesalers be allowed to grant credits to retailers

for return of jewelry sold prior to May 19th. The Assis-
tant Deputy Minister sent the following reply

:

"You are informed' that no credits may be allowed for
war excise tax paid on jewelry before the 19th May, 1920,

when such jewelrv is returncvl bv purchaser on or after

May 19th."

The injustice of such a regulation is very evident as

manufacturers have been accustomed to grant credits on
goods returned ever since the excise tax was imposed two
years ago. The department takes the position, however,
that to continue the privilege would result in many eva-
sions of the tax, as dealers iniight return a great many
goods, secure the rel)ate of taxation and then purchase the
same goods without paying the ten per cent. Such a line

of reasoning is very far fetched as attempts to defraud
the Government would be very few and far between and'

easily checked.

The Assistant Deputy Minisiter further stated: "With
reference to jewelry sold on credit by retail jewelers, you
are informed that the tax as provided in the Amendment
to the Special War Revenue Act must be paid at the time
of the delivery of such jewelry to the purchaser."

Another ruling made by the department is as follows:
Manufacturing jewelers who fix a re-sale price for

their goods may fix a new re-sale price to include Luxury
Tax—it to be so stated that this new price includes Lux-
ury Tax. Firms selling such goods, who are required to

collect Luxury Tax from purchaser at time of sale, will

.sell at this new re-sale price, dividing the amount into

two parts—one part as the actual price of the article and
the balance as the Luxury Tax. The two amounts when
totalled will equal the re-sale price fixed by the manufac-
turing jeweler.

For example : New re-sale price of 1 doz. plated

spoons. Hardware man selling 1 doz. spoons to customer
will collect $11.00 from customer and invoice them as.

1 doz. Plated Spoons $10.00

Luxury Tax 10 per cent 1.00

$11.00

Of course as soon as the luxury taxes become pay-

able by means of stamps the merchant would affix and
cancel a $1.(X) stamp on an invoice for $10.00.

Retailers are Responsible

A retailer is responsible for the statements he makes
as to the quality of goods he sells, whether he is merely

rei)eating the statement of a manufacturer or not. It be-

hooves retailers, therefore, to be certain as to the accuracy

of descriptions which are given by manufacturers whose
integrity might be doubted. Such a warning was recently

issued by H. J. Kenner, secretary of the National Vigi-

lance Committee of the .\ssociated Advertising Clubs.

In the case in jjoint, a retailer had taken refuge be-

hind the fact that the goods he had advertised had been

misrepresented to him.

"The retailer," said the National Vigilance Committee,

"is held responsible morally and legally for the accuracy

of the statements a|)pearing in his advertising, whether or

not he merely quotes representations made by the manu-

facturer from whom he obtained the merchandise.

"Of course, if the retailer has knowledge that the

manufacturer is wrong, and he goes ahead with a mis-

statement, that is a fraud clearly, and even if a retailer

hasn't knowledge that the manufacturer is wrong and

quotes a manufacturer without making some effort to

check up, the retailer can be held responsible legally. The
retailer is looked upon by the buying public as a specialist

and expert in the various kinds of merchandise which he

sells, and the public relies upon him to set out all of the

facts truthfully with respect to his merchandise and holds

him res]3onsible—and has a right to hold him responsible.

The public has a right to believe exactly what it reads in

advertising and to act ujjon that belief.

"The retailer is and should be held responsible for all

of the statements appearing over his signature in adver-

tising. If he does not know^ that they are misstatements,

he should make it his business to know."

Tariff Enquiry Coming

SIR HENRY DRAYTON has announced that a thor-

ough enquiry into tariff matters will be made this

fall, and that he will tour the country from coast

to coast, holding public sessions and giving the representa-

tives of every trade the opportunity of presenting their

opinions with reference to the best method of securing

revenue. Sir Henry is frankly a protectionist, and en-

tirely believes in encouraging home industries, so that

little interference with the present customs tariff need be

anticipated, with the exception of certain items where

inequalities may be shown to exist.

It behooves the jewelry trade to take some action in

the way of making preparation for presenting its case, as

at the present time there are absolutely no authentic figures

available with reference to the ]>osition of the trade, the

amount of ca])ital invested, the number of employees or

similar information on which a plea for the encourage-

ment of the industry could be based. There is every

reason why the manufacture of jewelry in Canada should

be fostered, but in the absence of detailed particulars, the

tariff commission will not be in a position to make any

recommendations.

Advices from Ottawa are to the effect that the luxury

tax legislation has very few" friends, if any, in the Cabinet

as at present constituted, and there is a very strong prob-

ability that the whole idea will be abandoned next year.

All that is needed is a concerted move on the part of busi-

ness interests to secure such a desirable end. The Govern-

ment is looking for support from every possible quarter,

and will be more than willing to meet the wishes of any
considerable body of business men. The retail merchants

of the country should be a very compelling force in the

shaping of the financial policy of the Domiinion, and if

their views on the luxury tax question are properly pre-

sented, they can exert a very jrowerful influence in the

direction of having the legislation repealed. It will be

necessary to have an organized campaign to bring all pos-

sible pressure on the Government, and every jewelers'

association should take up the question and see that its

local representative at Ottawa is fully posted on the

fallacy of the luxury tax idea and impressed, from a

])olitical point of view, w'ith the importance of abrogating

it. Then the i)ressure on the Government can be con-

•

centrated at short range.

On mules we find two legs behind.

And two we find before;

We stand behind before we find

What the two behind be for.
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The copyright form of the advertising slogan of the jewelry trade.

"Gifts that Last"

HEREWITH is shown a reproduction of the sign

•'GIFTS THAT LAST" intended for use in dis-

play windows of jewelry stores. Several requests

have come in for the sign since it was shown at the On-
tario convention and a consignment of fifty is now on

the way from Chicago. It is expected that it will be pos-

sible to dispose of these at one dollar each after paying

express, duty and exchange, although this will allow of no

margin for handling. The signs are reproduced on metal

b)' a special process and are handsomely mounted so as to

be an ornament to any window or counter. Retailers who
are desirous of securing one or more of them sliould ad-

dress the Secretary of the C. N. J. A. at once as the first

shipment will last but a short time and delay will be ex-

perienced on future orders.

Jewelry Imports are High

AMARKED increase in the value of importations of

jewelry and allied lines for the fiscal year ending

March 31st is shown by the figures of the Depart-

ment of Trade and Commerce just issued. Perhaps the

most striking increase is shown by the imports of precious

stones, which, for the year ending 'March 31st, 1918, were
valued at $1,401,071, and, for 1919, at $1,424,088. The
last return sliovvs that the amount has jumped to $5,315,703.

The marked increase in prices accounts for a considerable

proportion of the difference, but the trade never before

has reached such figures.

A pronounced advance is also recorded in the value of

clocks and watches imported, the total for the last fiscal

year being $3,126,267, as against $2,448,449 in 1919 and
$1,248,934 in 1918. Jewelry imports for 1920 were valued

at $1,242,010, an increase from $750,771 in 1919. Silver

bullion increased by over a million dollars, the figures

being $3,282,370 in 1919 and $4,498,284 io 1920, the in-

crease in cost being again largely responsible. Every
other line shows a tremendous percentage of gain, evi-

dencing the return of the jewelry trade to its pre-war

condition.

The Jeweler's Advantage

ML'CH thought has been devoted during the past

month to the position of the jeweler in the hand-

ling of cheap clocks and watches, fountain pens,

safety razors and other nationally advertised articles.

Under ihc arrangement made with the Government, the

jeweler is i)laced at a disadvantage in the sale of these

lines as he mrst includie Ibem in his turnover, while

dealers outside d' the jewelry irade can handle them
without rciiard to the tax. A number of suggestions have

been made intended' to relieve the retail jeweler, but it

has been found to i^e a very difficult problem to work out.

With regard to clocks and watches, the position of the

jeweler is largely controlled by himself. He is the

natural purveyor of such articles and his technical skill

and knowledge should be worth money to him. Other
merchants handling these goods purchase them solely

on ap!)earanct .-.nd price and cannot tell their customers

anything about them. The jeweler is equipped to guar-

antee their reliability and if any thing goes wrong with

the works, to place them in running oider. He should,

•therefore, take pains to capitalize his knowledge by im-

pressing on the public that the proper olace to purchase

clocks and watches is at the jewelry store. Now is a very

opportune time to drive this fact home. Let the jeweler

advertise it, both in his windows and in the local papers.

All kinds of dealer's helps can be had from the distribu-

tors and a big display will surely attract big business. A
window full of clocks is a strong attraction, and if it is

featured by the inclusion of a few old timepieces to il-

lustrate the changing styles, so much the better. The
jeweler can get a better price for clocks and watches

than his competitor because he is better equipped to

handle the business and, if he will go after it hard, can

also get bv far the greater share.

Uninformed Collectors Cause Trouble

IT
is difficult to understand how a man in such a re-

sponsible position as that of Collector of Inland

Revenue in an Ontario district should be content to

remain in ignorance of the regulations which he is paid

by the Government to put into effect. But such has been

the case in several Ontario districts in connection with

the luxury tax legislation. Instances have been reported

to the Canadian National Jewelers' Association in which

the collector has insisted on collecting the tax from the

jewelers of his district upon the basis of the regulations

as at first submitted to the House of Commons, thus re-

quiring them to pay twenty per cent, upon jewelry and to

submit their sales slips for inspection. As the jewelers

had been doing business on the ten per cent, basis, the

disconcerting effect of such a requirement can easily be

imagined.

The matter was at once brought to the attention of the

Assistant Deputy Minister in charge of the administration

of the .\ct, with the result that the following telegram was

sent by him to the different collectors:

"Pending issue of licenses, you are instructed to per-

mit persons or firms, including jewelry branch of a de-

partmental store whose chief business is selling of jewelry

by retail, to transact business upon basis of ten per ceiu.

tax on turnover, as provided by Section nineteen BB, sub-

section C, recent amendment to Special W'ar Reveiuie

Act. Licenses wi'.l be forwarded within a few days. Un-

der foregoing circumstances sales slips unnecessary."'

The collectors took the position that, until licenses

were issued, the regulations first issued were in force, but

there never existed anv authority to take such a position.
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The Jewelers' Security Alliance

MORE than passing interest will attach this year to

the annual meeting of the Jewelers' Security

Alliance of Canada, which will be held in the

King Elward Hotel on Wednesday afternoon September
8th. This date was selected with a view to having as

large an aittendance as possible, it being in the second

week of the Exhibition and there being a strong prob-

ability of a number of members being in Toronto at the

time or being willing to make the trip. This will be the

thirty-eighth annual meeting of the Alliance, and whu
its scope and influence have not widened with its ap-

proach to a venerable age, there will be a serious dis-

cussion as to the advisability of extending its operations

so as to cover the entire country and' to include all

classes of robberies as well as safe burglaries. This year

there has been an increase in members, among them a

number from Halifax, and had the .Mliance been ready

to receive the applications of jewelers from all sections of

the country, a great many more names might have been

enrolled. It is hoped, therefore, that there will be a

large attendance at the annual meeting so the subject

of expansion may be thoroughly discussed and a strong

association formed for the protection of the trade.

Notes from the British Isles.

By the London Correspondent of the "Trader."

Trade is quiet in Great Britain at the present time ow-
ing to the high prices prevailing. This, at all events, as

far as retailers are concerned. Manufacturing trades are

busy, after a very welcome decline in the si'lver price.

Export orders for electro-plate are large and there is no

fear of unemployment in any of the allied trades here.

The public is becoming more prone to insist upon Brit-

ish made goods when possible in preference to foreign

goods.

The market here for jewelry is on the whole very

good after a record two years. Indeed', until quite recent-

ly, there were few trades that could boast of such a pros-

perous era as the kindred trades had been enjoying. As
before stated even now the demand is excellent, especi-

ally so where export orders are concerned. There is a

very good market in South America upon which British

manufacturers are striving to get a hold. Before the war
Germany did most of the South American business in

cheap goods, and is once more trying to flood them with

cheap articles. As our own exports there are of the bet-

ter class, we do not anticipate any great falling off.

The report of the Committee on Merchandise Marks
has just been issued. Nothing very definite seems to have

been decided u])on, however. The chief point appears to

be a recommendation that the Board of Trade should have

power to require marks of origin to be placed upon all

goods that are deliberate imitations of British articles, or

are calculated to deceive the buyer.

Messrs. Handley-Page, the well-known aeroplane mak-
ers, have commenced an air service for d'iamond carrying

from Antwerp and Amsterdam to London. Also arrange-

ments are being made for transporting Swiss watches to

London by air.

Silver coin melting operations have been carried on in

France for some time past. It is stated that franc pieces

were bought with a premium of 4 cents over face value

and the melted si'lver sold in Switzerland at 10 cents

above.

Stealing Wrist Watches
To steal a wrist watch without the owner's knowledge

would appear no easy feat. But to specialize in stealing

watches from the wrists of their wearers would seem in-

conceivable, says ".Answers."

That the pickpocket is not lacking in inventive ingen-

uity was demonstrated the other day through the fortun-

ate capture of a man who was arrested at a well-known

race meeting for "loitering." On the way to the station

he was seen to throw an article over some garden rail-

ings. His captor noted the spot, and later retrieved the

unwanted property of the prisoner.

It consisted of a flat, extremely thin wafer of steel

with rounded, collar-like edges, to which was fastened

(cutting edge down) a blade of a pair of long manicure

scissors. Its use was a mystery to the detectives until

eventually enlightened by the prisoner himself. By slip-

ping the flat piece under the wrist strap of a watch—pre-

ferably when the owner's attention was concentrated on

the fini.sh of a race—and squeezing, the razor-like edge

of the scissor blade would shear through the strap, as

though paper. The watch would then drop to the ground

and be picked up and passed back to a friend of the oper-

ator.

The man, whose police record showed various sen-

tences totalling fifteen years, further said that this in-

strument was known to the fraternity as a "cheap-watch-

gettcr," but there were others in existence that could cut

quite as easily through gold, silver and platinum straps.

These latter, he said', were known as "sparkler clippers."

It is better to carry a small space every day or at least

regularly in an advertising medium, than to make a big

splurge once in a while.

If I Were a Jeweler
In a small town, I would feature wedding gifts at all

times. I would keep track of all engagements and near-

future weddings, and whenever possible I would try to get

from each bride-to-be an expression of her preference in

silverware and other articles in the wedding present line.

One way to do this would be to write a carefully word-

ed letter to each young woman, saying that since most of

her gifts would probably come from my stock I would ap-

preciate it if she would visit the store and tell me her

preferences.

After the young woman called on me I would card-

index all the information for future use.

If it were to be a large wedding I would stock up a

number of articles of designs she approved. This could

be done on temporary approval stock, for a three-or-four-

week period.

When purchasers were selecting wedding gifts I would
have my clerks refer them to me. I would then tactfully

mention the expressions of opinion made by the prospec-

tive bride and could aid in their selection to avoid duplica-

tions.

I would submit to the bride-to-be samples of suggested
monograms for her approval.

My sales would increase, I feel, to a great degree, for

my thought fulness would surely be remembered by my
customers when in need of other articles in my line, and
they would purchase of me rather than go elsewhere.

O. D. Foster in "System."
•

A correspondent asks; "Where would I be likely to

obtain parts for the Lorch, Schmidt & Co. lathe, chucks
especially ?"

It will probably be very difficult to obtain what our
correspondent requires on this side of the water, as none
of the material houses has them. The best plan probably

would be to write Hardinge Bros., of Chicago, who will

duplicate the chuck on retjuest.
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The Treatment of Time
By ARNOLD CLARISTIAN

TIME is the dominant asset. Not appearing as such

in the records of nations, institutions or individ-

uals, it nevertheless calls clamantly for closest con-

servation, and is worthy of a mural tablet or wall-card in

admonition of those concerned—one and all.

Our measures of Time are so sadly defective—both as

regards Chronology and Horology—that leave is taken to

suggest scientific rectification of those of each in relative

order.

CHRONOLOGY.
Various methods have been suggested to supersede the

present crazy calendar in use in the countries whose
peoples profess the Christian religion.

So early as 1899 one writer made the following sug-

gestion. The solar year should be divided into thirteen

months, the first twelve having each 28 days and the

thirteenth ordinarily 29, but in leap year 30, the excess

day or days in the thirteenth month not to be as of the

week. "The year would commience on either the winter or

summer solstice, making the calendar more rational and
consistent with astronomical events, and also simpler ; for

the first, eighth, fifteenth, and twenty second days, in fact

every day of each month, would be on a corresponding

day of the week, and the dates of the full moon, etc.,

would be more regular."

Another pre-eminent reformer suggests the adoption

of thirteen months of 28 days each, treaits Christmas Day
as a day without either week-day name or monthly date,

places the newly-created 13th month (for which he sug-

gests tiie name of Sol) in mid-year, and transfers Leap-

Day as a day without week-day name or monthly date,

to be a holidav preceding his seventh month "Sol."

The Calendar Reform Bill of 1908 (United Kingdom)
recommended that preceding the first day of January in

each year there should be a day intercalated to be known
as New Year's Day, which is to be a public holiday and

shall not be a day of the week, month or quarter. Leap-

Year Day was to be intercalated between the 30th June
and 1st July in each Leap Year. The remaining 364 days

shall be divided into four equal quarters which shall con-
sist of three months, containing respectively 30, 30, and
31 days.

While the Bill of 1911, although treating the excess
day or days in manner similar to that in the Bill of 1908
would divide the quarters into months of 28, 28 and 35
days respectively.

As the earth is at perihelion, that is to say, nearest the
Sun on January 1st, there is not any good reason to
change the date for commencement of the year.

Ever since the perusal of the article of 1899 I have
been an adherent of the cause and the subject of calendar
correction has received my closest jfttention, the result be-
ing the development of several features apparently minor
but in reality of importance. In an article on "Common-
Sense Denominations" published in 1902, I embodied the
suggestions of my predecessor in this connection; in 1905
printed in Esperanto for world circulation a 'Common-
Sense Calendar" providing for 13 isochronous months and
the excess day or days as they arise, accompanied by
tables of equivalents; and on May 10th, 1912, contributed
to a newspaper an article recommending an "Eternal Cal-
endar" of 14 months, since perfected, to which reference
will presently be made.

The year of the seasons, called the tropical year is the
natural unit of time. It contains 365 days, 5 hours, 48
minutes and 46 seconds.

The calendar in present use in European countries and
colonies is a Roman institution. Roman historians adopted
as an epoch the Foundation of Rome which they signified
by the abbreviation A.U.C.-Ab (anno) Urbis' Conditae
(from the year of the founded city). This epoch is be-
lieved to fall in the year 753 B.C. It was at first revised
and reformed by the Julian calendar devised by Sosigenes
providing for 365>^ days (the year beginning in March)
and this was instituted bv [ulius Caesar in the year 46
B.C.

In the sixth century the Christian Era was adopted in

ETERNAL CALENDAR
of

FOURTEEN MONTHS,
Devised by Ai-nold Claristian,

1932

Aiid forever thereafter.

Month

ISOCHRONOUS
1 January

"

2 February
3 March

Week

First

Second

Tliird
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Sun.

1

8
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Days

Week

Mon. Tues. Wed. Thur.

2 3 4 5

9 10 11 12

16 17 18 19

23 24 2.-) 26

Fri,

6

13
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27

Sat.

7

14

21

28

Over
No. 363

3
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z
>

1

Excess
Leap

No. 366

>.

c

I
e.
es

2

4 April
5 May
6 .Tune
7 July
8 .'Vugu.st

9 SeptemlH'r
10 Oetober
11 November
12 December
13 Innoniinata
SHADOW

14 Umbra
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SEASONS AND ZONES
COMPARATIVE TABLE.

Pode Long.

Long.
( red

)

Antipode ....
red

TiUt.

liat.

(red)

Season . . . . .

Spring
Summer
Autumn
Winter

Arctic

iiunihers

Zone
North South

Temperate Equatorial Temperate

of days of year wIumi seasons begin at specified places.

Antarctic

Iiist'i'l in tlie above spaces seria

Italy and thereafter iy other European countries concur-

rently with the acceptance of the Christian creed. Hence-
forth years are distinguished by cardinal numbers before

or after the Incarnation, the period being denoted by the

letters B. C. (Before Christ) or more rarely A. C. (Ante
Christum), and A.D. (Annus Domini).

The next rectification was by the Gregorian Calendar
devised by Clavius providing for the true time and this

became effective on October 15-5, 1582, by ordinance of

Pope Gregory XIII, in all those European countries and
possesisions where the Roman Church was dominant. Ad-
justments are effected by the addition of a day in those

years the numbers of which are divisible by four, with

the exception of centurial years the numbers of which are

not divisible by -l-OO. This occasions a short deduction, in

4(X) years, of 2 hours, 53 minutes and 20 seconds, or at

the rate of 26 seconds per annum, which in 3323 2/26
years would amount to one day, a matter that can hardly

be viewed as concerning 'those of the present generation.

The Christian is an indeterminable era, named after

the founder of the religion professed by one group of peo-

ples, consisting of a series of quadriennia, containing, ac-

cording to the specified adjustments, either three years

of 365 days and one of 366, or four of 365, beginning on
the first day of January (eleven days after the winter

solstice in the Xorthern Hemisphere) such years being

without designation or dedication. Each year is divisible

according to seasons of which four are accepted—s])ring,

summer, autumn and winter—and again according to

months of 31, 30, 29 or 28 days. As seven days constitute

a week—under the present sy.stem of months with irregu-

lar number of days—after the month of January the days

of the week do not fall on month dates that are in arith-

metrical progression.

On the principal points requiring consideration the

following comments and recommendations are submitted

:

Designations of years.—The years in each quadrien-

nium should be serially numbered and receive the respec-

tive elemental names of Air, Earth, Water and Fire.

Dedications of years.—The years in each quadriennium
should be further identified with the obligatorv activities

of mankind and respectively dedicated to Instruction, Pro-

duction, Distribution and Protection, and in their several

years persons associated with such activities should have
precedence. By this rotation the present tendency to caste

would be abolished.

New Year's Day.—While the spring or autunm equinox

might be more astronomically desirable, the most practical

day with which to l)egin the year would be the day of

perihelion in the Northern Hemisphere (in which dwell

most civilized peoples), that is to say on the 1st January,

as at present.

Divisions.—These do not call for even quarters of un-

even months, but for months of even weeks from which
statistics can readily lie prepared for even quarters. The
year should consist of 14 divisions known as months—13

isochronous months of 2S days each and in sequence there-

to one shadow or midget month, in ordinary years of one
day and in leap years of two days. The day or days of
the shadow month shall not be reckoned as of the week
nor need they necessarily be holidays. The names of the

first twelve months may continue as at present, the thir-

teenth—Innominata—will remain for consideration, and
for the fourteenth "Umbra" would appear to be singu-

larly appropriate.

Era Nomenclature.—The world is not peopled exclu-

sively by Christians, but among others by Chinese, Jap-
anese, Hindus, Parsees, Mohamnedans and Jews, all of

whom recognize different eras, more or less religious, and
therefore a new non-religious nomenclature should be

adopted agreeable to these peoples, as for instance, "All

Peoples' Era,"'—in more convenient form "All Nations'

Era,"
—

"Era of Man," or best of all, "Era of Vicinalism."

Date of Institution of Era.—The present era should
terminate preferably with the first quadriennium in the

last^year of which the 31st of December shall fall on a

Saturday. This will occur in the year 1932, with which
year the present era should terminate, and the following
day would thereupon become Sunday, January 1st of the

year 1, E. V. (Era of Vicinalism).

By the adoption of the foregoing suggestions the Cal-
endar becomes scientific in every respect, uniform through-

Year of Qiiadrienniuni
Kleniental

No. Name l>edication
1 Air Instruction
2 Eartli I'rodiiclion

3 Water Distribution

4 Fire I'rot<>ction

Each year contain.s

QUADRIENNIUM
Montlis Days

Common Leap
Year Year

13
1

Isochronous, <'acli 28 days
Shadow

14

364
1

365

364

366
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out the world, except with regard to the occurrence of

the seasons.

Subjoined are tables in illustration of the rectifications

proposed and ancillary thereto:

1.—Quadriennium.
2.—Eternal Calendar.

3.—^Comparative Table of Seasons—Applicable to Pode
and Antipotle.

4.—Condensed Table of Calendar Equivalents—Effete

and Eternal Calendars.

HOROLOGY.

The treatment of Time does not end with Calendar
Reform and leave is taken to suggest more scientific stan-

dardization of "the eternal enemy''' in respect of Horo-
logy. In this connection it will be necessary to first con-

sider the beginning and thereafter the divisions of the

day.

CONDENSED TABLE OF CALENDAR
EQUIVALENTS.

Effete Day of Eternal
Calendai Year Calendar

M D N:o D D
1 1 1

29 29
1 1

1 2
2 26 57 1 3
3 26 85 1 4
4 23 113 1 5
5 21 141 1 6

6 18 169 1 7

7 181 197 1 8
8 14 225 1 9

9 11 253 1 10
10 8 281 1 11

11 5 309 1 12
12 3 337

30 364
31 365
&c. &c.

1 13

28
1 14

&c.

Beginning of the day.—The day has begun or begins at

a different hour with different peoples, principal of whom
are the following

:

Midnight. . .British, French, Netherlanders, Germans,

Spanish, Portuguese, Americans, etc.

Sunrise ... .Babylonians, Syrians, Persians and modern
Greeks.

Xoon Ancient Egyptians and modern astronomers.

Sunset Jews, the Church, Ancient Britons, Athen-

ians, Chinese, Mohammedans, Italians,

Austrians, Bohemians, etc.

There does not appear to be any sufficient reason to

depart from the general custom of beginning the day im-

mediately after midnight.

Diz'isions of the day.—These are found to vary accord-

ing to latitude. At the equator the day divides evenly into

light and darkness whereas at the Poles light and dark-

ness vary from- all light in midsummer to all darkness in

midwinter. The Druids treated the day as in four parts

(1, Morning; 2, Vaporlessness ; 3, Noon, and 4, Evanes-

cence), amplified into eight parts:

1. Midnight (literally Separation).

2. Dawn.
3. Morning.

4. Vaporlessness.

5. Noon.
6. Rest.

7. Twilight (Evening, After-Rest or Disappearance).
8. Overcast.

It was in this way that they generally computed time,
and the divisions of the day of which they enumerated
eight parts, and three hours in each part, and reckoned
thus, namely, the first, second, or third hour of Midnight,
Dawn, etc., and so on in respect of every one of the eight
divisions. The North-men also formerly had divisions dif-

fering from those of the present day.

Under the present unscientific system of a dimidiated
day great difficulty is experienced in the distribution of
working hours. The twenty-four hours' day with its two
twelve-hour watches, while apparently appropriate in

equatorial regions, is elsewhere unsuitable, and more espe-
cially so to the Temperate Zones in which are located
most of the civilized peoples.

The day should consist of five watches, each contain-
ing five hours, each of fifty minutes, each of fifty seconds,
the division-s being aliquot in accordance with the decimal
principle. The new hour would' be of the present value
of 57.6 minutes. The quarter-hour or range would be
correspondingly 14.4 minutes, and being the one-hundredth
part of the solar day Time would at last be in decimaliz-
able denoiminations. By this change the five principal

longitudinal divisions of the planet would be in correspon-
dence with those of latitude and all denominations would
come within the scope of the decimal scheme. Instead of

having, as in Canada, arbitrary so-called "standard" times
at Atlantic, Eastern, Central, etc., scientific standard times
would come automatically into operation at defined par-
allels from the governing meridian.

T.ABLE OF DIURNAL DIVISIONS.

• 50 seconds 1 minute
2500 seconds 50 minutes 1 hour
1250O seconds 250 minutes 5 hours 1 watch
62500 seconds 1250 minutes 25 hours 5 watches 1 day

The writer's knowledge of this subject is now trans-

mitted to the reader. May pleasure and profit attend the
process of perusal.

The First Jeweled Ring
The first finger ring is supposed to have been worn by

Prometheus, who .stole fire from heaven that man might
warm him.self and cook his food. This act so incensed

Jupiter that the king of gods condemned him to be chained
to a rock where vultures could' constantly feasit upon him.
The sentence was carried out, but Prometheus was re-

leased. Then Jupiter ordered that Prometheus wear a

link of chain about his finger as a reminder of the punish-
ment. A fragiment of the rock to which he had been
chained was set in the ring, so that he might still be
regarded as being bound to the rock.

Day
Watches
Hours .

.

Minutes
Seconds .

Day
1

DIURNAL DIVISIONS
Denonii nation.?.

Watches Hoiir.s >Iinutes
1250
250
50
1

Seconds
62,500
12.500
2,500

50
1
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A Lesson from the Chemist
By Richard F. Bach, of tlie Staff of the Metropolitan M uscum of Art.

OF all types of activity receiving direct stimulation

from the war, none has so well profited by the

present isolation of America as the science of

chemistry. Official reports for the year preceding last

June offer satisfactory information as to the growth of the

dyestuff industry. Of aniline dyes, America imported in

1914 products to the value of $7,241,406, and four years

later exported similar products to the amount of $7,296,080.

There is a sermon in these figures. Four years have ac-

complished, not only a complete neutralization of the

former import figures, which may in this case be consid-

ered a negative on the thermometer of trade, but have

in addition witnessed a positive gain above zero of

an amount more than equivalent to the previous importa-

tions.

These coal tar dyes we formerly purchased from Ger-

many. We now make essential colors sufficient for our

own requirements and have begun to sell to other countries

that have not so well profited by the opportunities of the

war. In fact, latest reports show that our sales outside

the United States are being made
at a rate which would be represent-

ed by an annual figure of close to

ten millions and this does not ac-

count for the factor of accelera-

tion.

For those interested in the indus-

trial arts, the initiative of the

chemists offers pregnant sugges-

tions. The same advantage which

the chemists saw in America's

isolation, the Allies have undoubt-

edly seen as a menace to their own
commercial progress. There will

be as many millions of mouths to

feed in Europe, there will be as

many artisans and workers capable

of the highest type of tasteful exe-

cution as ever before; there will

be put forth as a consequence

the utmost efforts to re-establish

European leadership in the industrial arts in the American
market.

American manufacturers in the industrial arts fields

must take advantage of their opportunity to improve their

foothold in the markets of the world. .American distribu-

tors must be convinced that the public deserves the best;

the people must realize the plus quality of design in their

own decorative ajjparel. To this end the schools must
teach taste and a]>preciation rather than inane drawing

•without objective in execution. To this end schools of

industrial art must be established. To this end we must

a beginning in training our own designers to provide for

our own ends in our own way. To this end all of our

manufacturers, designers, artisans, craftsmen, workmen,
school children, and all who run and read, must find time

to visit the museums, to take advantage of the enormous
opportunities offered, not only by the collections them-

selves, but in the way of lectures, study rooms, photo-

graphs, publications, expert advice, and many other lines

of direct educational usefulness. We have only to consider

the work done by the museums in this connection to be

assured of the immediate purpose which actuates them.

When the arts of peace will be called upon to restore

This article was written for The Trader
by a man whose particular function on the

staff of the Metropolitan Museum of Art,

New York, has been the assistance of pro-

ducers in putting to practical use the inspira-

tion to be found within the museum. Quite

naturally, it possesses the American view-

point. America, however, is a continent;

it includes Canada as well as the United

States; and the problems which face Cana-

dian industry are not greatly different from

those of the republic to the south. Canada
also has her museums. Like those of the

United States, they are not used as exten-

sively as they should be by jewelers or others.

The suggestions given in the article may
therefore be of use and benefit to those really

interested in the /en^e/rt) trade. This applies

to consumer and retailer equall]) with pro-

ducer.

l)alance, when these arts begin to function once more as a

lodestone of life, the work of the museums will be rated

high.

It is the high duty of craftsmen and women in the

various arts of ancient lineage and of honorable history,

in their effect upon the growth of civilazation, to cherish

constantly the ideal of absolute perfection of design and
reliability of workmanship, and this duty, like the arts

themselves, has changed progressively with each decade of

time. In the year 1919 it came to mean that handicraft
in itself is not complete as an evidence of human progress
in art. This handicraft must also exert its direct effect

as a check upon machine manufacture, improving this by
excellent example and by faithful practice. Nor should
the craftsman wait for the manufacturer to come to him
for suggestion ; the obvious duty lies in the other direc-

tion. The craft.sman in lace as in metal and other fields

must convince the manufacturer, who must in all cases

supply the mass requirements of the people generally, that

only the best product in design and execution is good
enough. The best workmanship
and the best design will invariably

remain in control of the handi-

craftsman, but unless he had de-

monstrated to the manufacturer
engaged in mass production the

guiding value of his craft as a

standard, he has performed but the

tithe of his mission and his finest

work must remain nothing more
than a voice in the wilderness.

And how does all this concern

those interested in the jewelry

field? the designers, chaissers and
others whose work tends towards

the decorative aspects especially ?

The answer is easily found, for

there are only two lines to follow.

To begin with a certain funda-

mental value characterizes all the

arts. The design for a hair orna-

ment may be seen in an arrangement of lace in an exhibi-

tion case in the gallery ; a decorative background for a

jewelry advertising page has even been discovered in an

ecclesiastical vestment. Jewelry makers and designers

have the advantage of unlimited resources, not only in

actual collections of jewelry, as seen in the gold-room at

the Metropolitan Museum, but also in the various details

in metal which form part of other collections. The
Decorative Arts wing, for instance, contains many ivory

carvings, likewise a large number of enamels. There is a

collection of Roman jewelry, as well as of early Christian

and examples illustrating the time of Charlemagne. Above
all, there is the splendid collection of Egyptian jewelry,

which is the finest that ever came out of Egypt, for which

a special jewelry room has just been completed. This

was ready at the time of the celebration of the fiftieth

anniversary of the Museum in May.

I have found that the best results have been obtained

by artists, ipractical manufacturers and other business men
who have used the Museum when they have sought for

inspiration rather than for individual motives, or when they

have sought their motives regardless of their own per-

{Concluded on page 74.)
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As an Institution created to serve Canadian Jewellers, \vi|||||||Ji||||j|||il|l|^ present

opportunity to thank the Trade in general for their continued supfiort. In apprecia-

tion, we wish to state that, on the eve of what may be the greatest Fall and holiday

season ever experienced, we are preparing to exercise every effort to satisfy all de-

mands that may be placed in our care.

The Summer Vacation Season is over. Our travellers are already out for

business.

Our Staff and Organization are complete, experienced and ready for work. OdI
prices in all Departments are consistently low, and the buyer who anticipates his

needs right now and orders early and liberally will have no regrets when the rush

comes.

Accuracy

Be sure to call during Exhibition

SERVICE Promptness
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We think, it is the most complete Jewelry Catalogue ever

published in Canada.
M
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P.W. ]

For Open Face Watches
—Made to fit Sovereign, Banner,
Cashier and Fortune Cases

.-. AS A WATCH .-.

AND WATCH CASE
PROTECTOR
lil cann'ft lb® EaaH

List $6.00 Doz. Resale 50c. Each.

This Supersedes the Imported Protector known as the " Havana."
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TORONTO
SPECIAL.- If you order 1 doz. aisorted and lay "from Trader Ad." we will make a Special price on l«t doz.
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6^00^ old quality always wins

WHEN the boys gather 'round and talk

about the good old days when you got

your money's worth—and things were made to

give satisfaction and not merely to sell—you

can say with the rest of them that it pays to

stick close to the reliable brands. If you're

talking silverplate, most likely you will mention

i847 ROGERS BROS.
SILVERWARE

No other silverplate has been

on the market for so long a time
— and time only is the best test

for durability. No other silver-

plate has so many users—seventy

years' service is the reason.

Surplus of ready cash may have

made some buyers stray from the

purchase that gives full value.

But the time is here when the

buyer gets cautious, insists on full

value, and won't be satisfied with

anything but the genuine 1847

Rogers Bros, brand which he
knows is good, all through.

If your stock of silverplate,

or sales helps is low, please

notify us at once.

The Family Platefor Seventy Years

Mkridkn Britannia Company, Ltd., Hamilton, Ont.

Cromiutll
Pattern

Made in Ciiniula liy CanmHans and sold by leading Canadian
dealers thriiuyhoiit the Dominion.
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Exquisite Forms in Glassware

Genius of Great French Artist, Rene Lalique, now Directed Away from

Enamels and Jewelry

By Doris Hemming, Special Paris Correspondent of the "Trader."

THERE is something wonderfully spiritual in the

works of Rene Lalique. Whether lying about his

studio in the Cours la Reine or displayed in the

pale purity of his showrooms in the Place Vendome. his

glassware possesses that rare quality that attracts as in-

evitably as a powerful personality. They are as intox-

icating to the senses, these exquisite forms in glass, as

lofty mountains, or a Beethoven sonata. They are in

reality closdy akin to poetry, for are they not id'eas lightly

imprisoned m a diaphanous medium and swayed by a

measured rhythem? To me they are art in the true sense

of the word, eaihodying realities and purged of the dross

and mediocrity that hampers so much of the work of the

artists of to-day.

Mons. Lalique's work is a revelation of the possibil-

ities of glass as a medium. His misty effects and sweep-

ing lines are as far removed from the blatant cut glass in

which we revel in America as the rinestone is distinct from

the pearl. Glass in his hands is a new substance in which

a thousand unexpected forms are hidden awaiting his

master touch.

It is quite a dozen years, he told me, since he first dis-

covered the artistic possibilities of glass. Up to that time

he had devoted himself to the creation of enamels which

had already gained him a reputation on the two contin-

ents. From his work in clear and clouded enamels came

the inspiration, and once launched forth in the new direc-

tion he has scarcely turned back to the consideration of

jewelry.

"Glass to me is a most impelling medium,'' he said,

"and its possibilities are so endless that I feel I have only

just toiiched the surface of the new artistic world it has

opened to me."

"Only just touched the surface," I echoed mentally, as

I looked about the studio where one luminous form and

then another attracted me irresistibly. "These vases are

perfect. One hesitates to advance a step further for fear

of losing the magical secret."

In the place of honor was a slab of crystal in which

are carved two mythological water-horses in flowing de-

sign. The slab is supported upright on a chased bronze

stand inside of which are fitted' little electric bulbs. .\

touch of the button and the horses glow like dull fire,

and the crystal fades away. Could a more exquisite table

centre possibly be imagined?

In a corner I discovered a weirfl little ornament por-

traying a stork brooding on a chimney pot. The stork is

curiously effective by reason of the ground glass flecked

with black of which it is made. For a mioment I thought

that it was carved in discolored quartz until my host ex-

plained that the dull blotchy effect which I found so

charming was the result of a new treatment of glass that

he had discovered. 'C'est fait tres penililement." he added,

"tres peniblement.''

This dull powdered effect occurred again and again in

the collection, often accentuated by combination with a

slab of purest crystal. In a large bowl in which full

blown roses melted into the smooth lines, the eff'ect was
as if a fleeting shower of charcoal had been dusted over

the velvetv surface of the ground glass, .\nother vase

was tinged with traces of terra cotta and' others blue or

rose. It is a rare secret which produces such exquisite

harmonies !

For my benefit the artist brought out a small statue

carved in what at first seemed alabaster. Again it was
glass, colored and semi-transparent, and moulded with

the freshness of carved marble. Mons. Lalique here draws

his inspiration from the Greek marbles, for this spirit of

water, destined to preside over a fountain, is veiled from

head to foot. His treatment of the soft folds recall one's

favorite models of antique drapery. It is with these deli-

cate statues and statuettes that glass as a medium is put

to the greatest test. One may blow symmetrical shapes

and model conventional designs, but very different qual-

ities are required to reproduce the "human form divine."

Mons. Lalique's collection contains many figures both nude

and draped, carved into the inner or outer surfaces of a

vase, or standing upright on their pedestals.

One of the most intriguing examples is a pale blue

bowl with a narrow neck, clouded' ever so slightly like

water tinged with milk. From the inside of the bowl are

cut the figures of maidens with long flowing hair. The
soft outlines of their bodies melt indistinctly into the

cloudiness of the glass.

The spirit of the ancients seems to haunt this modern
studio with rare persistence. Here one finds the slim

neck and swelling sides of an aimphora adorned with a

floral design, and there a va.se that is Egyptian in all but

medium. Into the mouth of this tapering vase is a stop-

per that droops over each side like the elongated crescent

that the daughters of Isis wore for a headdress. It is

made of clear crystal with lotus blooms glowing dully in

the centre. The vase itself is fluted and polished dull.

The artist placed an electric bulb in the vase and the lotus

took on a wonderful new lustre.

These translucent lamp shades are among Mons. Lali-

que's more recent creations. The development of thi^

design is a half-section of a vase fastened against the

wall with an electric bulb inset. Shadowy forms float

across the surface without distracting the purity of the

outline.

In the centre of a glass case is a large shallow plaque

of clear crystal. Three downy thistle heads form a flow-

ing design that is enamelled deep into the surface in black.

The same process is followed in another plaque where

two male figures are sparingly suggested in heavy black

strokes. In strong contrast to this modernism is the little

powder box of deep blue or violet glass with a white figure

adorning the cover in delicate reminiscence of Wedge-
wood.

The great x'ariety of models that are to be found in

Mons. Lalique's studio and showroom confinn his state'-

ment that he is stili in the experimental stage. Here one

finds a mirror frame made of ground glass combined with

inlaid wood. Again for a paper weight there is a beetle

as cold and hard as a fossil. There are toilet sets with

delicate narrow borders in color and signet stamps as fan-

tastic as they can be. These may one and all be products

of the experimental stage in the process, but they are

{Contiiined on page 110.)
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The Pearl

II.—Problem of Its Origin and Formation

By Estdie Arnold.

WHILE theories as to the origin of pearls have been

confirmed in a number of cases, science is un-

able to state definitely their every source of

development.

An animal product, it is secreted by a certain shell

niollusk, a pearl-forming bivalve, of which there are a

number of families. The two most important varieties of

these are:

The true pearl oyster, or pearl mollusk (known
as Meleagrina Margaritifera), which produces the silvery

milk-white pearls of the finest quality, and has a shell of

from two to eight inches across. This variety furnishes

to commerce vast quantities of mother-of-pearl.

The fresh-water mussel (known as Unionidas Mar-
garitifera), usually termed Unios. Both of these are in-

habitants of warm seas and rivers, and streams of many
temperate zones.

The outermost layer, or so-called "epidermis" of the

shell of any bivalve consi-sts of a horny material known
as conchiolin, beneath which is the shell proper. The
outer shell (there being two) is formed of minute prisms

of calcium carbonate, separated by thin layers of conchio-

lin. The inner shell forms the internal lining and consists

of the same two materials, but arranged in alternate

layers, parallel to the surface.

The luminated internal layer, varied in thickness, is

what is known as nacre or mother-of-pearl. The luminse,

of which this pearly or nacreous layer of the shell is built

up. is of that variety of calcium carbonate known as ara-

gonite. The calcium prisms forming the middle layer of the

shell consist of calcite, which, while of the same constitu-

ent, is softer and lighter than aragonite.

The lustre which characterizes mother-of-pearl is ex-

hibited in all substances that are built up of transparent,

over-lapping luminse, while the play of colors is due to very

fine, irregular striations or furrows, which sometimes form

small close rings. These conditions arc the result of

purely physical causes.

The different parts of the shell of the mollusk are

secreted by the so-called mantle, or two lateral flaps, the

edge of which secrets the so-called '"epidermis."' The outer

surface lays down the calcarious lumin:c. of which the

nacre is composed, while the narrow zone around its

margin is the prismatic layer, between the outer surface

and the mother-of-pearl nacre.

The formation of pearls is an abnormal occurrence in

the life of the mollusk, as only about one in thirty or forty

are saijd to contain pearls. These may contain but a single

pearl or a number—^it is only on rare occasions, however,

that they develop any great quantity. In this connection

one of the most remarkable cases known was of a mollusk

from the Indian Ocean, which contained eighty-seven

pearls. As a rule the greater the number of pearls found in

a shell, the smaller they are.

In the beginning its nucleus may have been a tiny grain

of sand or a boring parasite. This cause is soon evidenced

by the blister in the mollusk, which in appearance is like

the bleb raised by a blister on the human .skin. Oysters

are subject to attacks of water mites, small fishes, boring

sponges, and worms, together with the surrounding sea-

weed, or in some cases, an egg of the mullusk itself. Any

of these may cause blasters, resulting in pearls.

Its tender tissues are readily irritated, causing an ab-

normal flow of nacre or mother-of-pearl. This enveloping

the intruder—which the oyster is unable to exclude—by
numerous coatings of microscopic thickness overlapping

one another, forms a solid pearl, which when cut in two has

the same appearance as an onion.

It was the French naturalist, Reaumur (1683-1757),

who was the person to point out that their structure is

identical to the molluscan shell.

This concentric structure of onion-like interior is

found in the most beautiful pearls, the exceptions being

those that show their interior spherical cavities to be per-

tectly empty; or where the nucleus consists wholly of

nacre, displaying in all their parts a regular and continuous

texture without the least trace of foreign matter. The more
frequent formation points to the fact that the secretion

of calcium carbonate is not continuous, but that there are

longer or shorter intervals of rest. This is again proved

when the pearl is raised to a red heat, as the concentric

coats peel off and the luminae separate from each other.

This structure may also be noted when pearls are worn
for a long time strung together to form a necklace. Being

comparatively soft (their hardness is but between 3 and

4, and rather less than mother-of-pearl), where perforated

they are apt to fall off as scales, so that the orifices through

which the string passes become wider and wider, and the

greatest care should be exercised in caring for this preci-

ous possession.

Of a large and beautiful Indian pearl it was said it

rolled around a sheet of white paper "like a globule of

quicksilver," surpassing even the metal itself in lustre and
whiteness.

Different species have different degrees of translu-

ccncy. The translucent layers lying near the surface allow

some light to pass through, which is reflected outward
again from the deeper layers, and combines with that re-

flected directly from the surface to produce a pearly lustre.

The surface is not perfectly smooth, but has irregularities,

elevations, depressions, delicate ridges and grooves of mi-

croscopic dimensions, which helps to brgihten the softness

of the reflected light. The greater the lustre, the thicker

the outer nacreous layer. That with a perfectly pearly

lustre is described as a '"ripe" pearl ; and when of silvery-

white—due partly to the fact that it consists almost, if not

entirely, of colorless nacre—it is classed of the first water,

having left the hand of nature with a beauty that cannot

be improved by artificial means.

Pearls of the most beautiful color and perfect form

if they lack "O'rient" are comparatively valueless. One
can picture the grief of the pearl fisherman when he meets

with a pearl as ugly as a dead cod's eye, which a year

prior might have l^een a gem beautiful to look upon, but

from disease and decay (the preventive of which is beyond

the power of man ) makes it valueless.

To permit a sloppy package to be passed over the

counter is poor business. No one enjoys carrying a pack-

age wihich is constantly threatening to part company with

its wrappings or which looks as though it had been

wrapped up by the inmate of a lunatic asylum.



THE TRADER 71

The Cutlers of England
When Adam and Kve dined on apples and salad,

Keen hunger was sauce to relish their jialate,

The man was contented and so was his wife,

And they never once thought of the use of a knife.

But Eve soon grew tlr'd of diet so spare;

A plum she abhorred, and detested a pear:

Declared without flesh no joy was in life;

Of flesh they had plenty, yet wanted a knife.

To please his fair bride (though young in the trade).

Our ancestor Adam a knife quickly made.
Though rough and unpolished, yet all must agree
He was the first Master of this Company.

SO runs the song which the Cutlers' Company of old

London have sung at their hall since time imme-
morial. .And indeed while the craft may not date

back quite to the time of Adam, i't is in fact one of the

most ancient of all the crafts, the

guild in London dating from the

fourteenth century at the latest,

while apprenticeship is believed to

have been practiced for several

centuries previous to this. It is

known at least that cutlery was a

distinct craft in the reign of Rich-

ard L the cutlers even then being

men of substance and importance,

and that in- the twelfth century the

cutlers were firmly established in

London, admission to the craft and

to the city freedom being obtain-

able through the customary route

of apprenticeship.

In 1344 the officials of the

mistery of cutlers were given

powers to take proceedings against

anyone guilty of false work. It

was such powers, and the use of

them by the various guilds, that

helped to give English craftsman-

ship its world-wid'e reputation for

excellence. Only the best coivld !ie

purchased froim members of any of

the city companies, because only

the best—or at least only honest product, living up to what
it purported to be—was permitted to be exposed for sale.

The system of apprenticeship, too, assisted greatly in

maintaining the quality of the product, and the guilds were
largely responsible for the continuance of this system

until it was encroached upon and to some extent nullified

by the inroads of trade unionism.

In 1370-80 further ordinances were adopted to

strengthen the hand's of the overseers, and more exact

provisions as to materials and workmanship were defined.

Knife handles of silver were to be of sterling quality, and

those of wood were not to be coilored. Journeymen who
had not served seven years were to be tested as to their

skill, and their wages fixed accordingly, while no master

might give higher wages than those fixed till the journey-

men had learned to deserve more. Cutlery might not be

sold outside the city till it had' been viewed, while no one

could trade within the city till he submitted himself to

the overseers. Cutlers must sell their wares at their

houses and shops and not at "evechepynges" or hostelries.

The election of wardens and their authority was provid'ed

for, and a unodest recompense for their duties al'lowc;!

them out of the fines imposed for faults presented by them.

The wardens probably met at the "house of the Cutlers''

ncr.r where Mercers' Hall now stands.

In 1416, under the Company's first Charter, a clause

was introduced to relieve the great poverty and need of

"many men of the Misitery of Cutlers by misfortunes at

sea and other unfortunate chances." These persons may
have been importers of ivory or those who exported or
imported cutlery, but from the remotest times the freemen
of London might deal wholesale in any merchandise they
pleased, but when sellimg retail were obliged to confine

themselves to the wares of their own craft.

The cutler's craft was in former times divided into

several distinct branches: the bladcsmith, or knifesmith,

making the blade, the haftcr the haft or handle, the

shcather the sheath, while the cutler put the parts together

and' sold the complete article. The hafters were never an

independent body, and the cutlers' right to oversee them
was provided for in the Ordinances

of 1379-80. They were mostly men
of substance and high position.

The shcatliers were more numer-
ous than the hafters, and in early

times formed in independent mist-

ery, governed by Ordinances sanc-

tioned in 1326-7 and again in 1375,

which permitted night work hither-

to forbidden, and made provision

for the seizure of false materials

of workmanship, wages and other

matters. In 1408 the cutlers made
coiiTiiplaint against the sheathers for

bad workmanship ascribed to de-

ficient oversight. The cutlers were
responsible for the finished article,

which was the product of the

bladesmith and sheather, the handle

and other necessary fittings only

being supplied by the cutler. The
Court of Aldermen decided that

the Masters of the Cutlers and two
of the Sheathers should make
search jointly for all sheathes ex-

posed for sale in the City.

The grinders were another sub-

sidiary boily to the cutlers, to whom they gave trouble iH

later times through bad workmanship and street brawling.

The hladcs-nitlis were the most important of all the crafts

connected with cutlery. They were divided into two
branches, the szi'ordsmitlis and the knifesmiths, and ob-

tained the highest influence in the trade in the fifteenth

and early sixteenth century but are met with as prominent
citi'ens in the thirteenth century.

The sma!il number of knifesmiths menitioned in records

is probably due to the fact that they were more frequently

described as cutlers and included in that imistery, whereas
the swordsmiths came under tb"^ independent mistery of
the bladcsmitlis. Under a Writ oi Edward III the Mayor
and sheriffs were ordered to see that every maker of

weapons placed his mark upon his work, and all goods not

so marked' were to be forfeited.

The rivalry between the cutlers and bladesmiths reach-

ed its height in 1408, when three sets of ordinances affect-

'm% the two misteries were passed by the Court of Alder-

men, the first on a joint petition of the two crafts alleging

th'it "foreign" cutlers from various parts of England
brought knives and blades for sale in London bearing

forged marks, the sale of these defective goods causing

discredit to both misteries. They therefore prayed that

the London cutlers shou'd be forbidden to purchase such

THE DOORWAY—OLD CUTLERS' HALL
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blades and knives, and bladesmiths should not be per-

mitted to increase the cost of blades save with the joint

consent of the Masters of both guilds. The second ordin-

ance was the result of disputes as to the vexed quesition

of search which brought money to the mistery who exer-

cised it. It was enacted that two Masters of the Cutlers

and the sarne number of the Bladesurjiths should' make a

joint search of all blades exposed for sale in the City, the

ordinance being similar to that arranged with the Sheath-

ers in the same year (1408). The third ordinance affected

the Bladesmiths alone and was obtained a fortnight later.

It dealt with secret sales, hawking, the marking of blades

and their quality. Other ordinances and regulations were

obtained in 1463, 1501, and 1506-7, shortly after which

the Bladesmiths ceased to be a separate mistery, being

incorporated first with the Armourers and finally with the

Cutlers after a struggle which lasted for quite a century.

The prices of cutlery in early times seem somewhat

remarkable, even when allowance is made for the different

relative value of money. A sword stolen by Thomas
Drinkdale in 1281 was valued at 9d., while a large quantity

of spear heads, some of which were gilt, were valued in

1320 at 2s. a dozen, or 10s. a hundred, and 63 knives, the

property of Richard de Toppersfield, \\ ere valued at 6s. 8d.

On the other hand, the archives of Westminster Abbey

record that in 1385 one John Stavelee, a cutler, received

22s. for a knife, and in 1406. when goods were stolen

from a shop in the Cutlery, 12 baselards (short daggers)

harnessed with silver gilt, were valued at £5, and 12 pairs

of small knives harnessed with jet

and silver, at 30s. As to-day in

the East, the relative value of labor

and of precious materials as com-

pared with those existing now ex-

plains the great variations in the

prices mentioned in early records.

The Cutlers took their share in

the payment of sums given to or

extorted by the (jovernment from

the City and its guilds, and in the

expenses of ceremonies and pag-

eantries required on great occa-

sions, and, like the other guilds,

the powers exercised by them be-

came disused' or obsolete in the

course of time. They had to fight

against foreign competition in

early times, and, at a later date,

to meet the growing competition of

Sheffield, which gradually secured

a supremacy in the trade, though

London has always maintained its

position as a seat of the manufac-

ture of the finest surgical instru-

ments. Sheffield has a well-known

Cutlers' Company which holds an

annual feast instituted three hundred years ago, when
Gilbert, Earl of Shrewsbury and holder of property which

has since passed to the Duke of Norfolk, gave permission

to the "apron men" to go into his park once a year and

pull down as many deer as they could kill and take away
with their own hands. The rough feast which was thus

originated became a great banquet, while the Master Cut-

ler of Sheffiehl maintains friendly relations with the Lon-

don Company.
The Cutlers' first Hall was that called the House of

the Cutlers, opposite the Coinduit in Cheapside. They sub-

sequently occupied a Hall in Horseshoe Bridge street

(now Cloak lane) early in the fifteenth century, but did

not become actual owners of the site until 1451. The

occupation of this Hall may go back to the granting of the

Charter in 1416, or even earlier. The site w^as close to

the western boundary of the stream known as Wallbrook.
The Company's church was that of St. Michael, Pater-

noster Royal, afterwards foumd'ed anew as a college by
Richard Whittington. According to old accounts the

Company's premises had a frontage of about 130 feet.

The apartments and offices included the great hall and
chamber, a i)arlor and little parlor, counting house, kit-

chen and .storeroom, and to these at a later date were
added a yeomanry hall and other apartments. There was
also a garden, a well and' a vinery, and adjoining the Hall

were the almshouse, beadle's house and other tenements
belonging to the Company. The large hall had a bay or

recess and a dais, it was hung with arras and painted

cloths on great occasions, and in the high-pitched roof

was a candle beam which was mended and supplied with

new weights in 1443-4. In the hall were two figures of

the "Angel," one in the bay window and the other sus-

pended from a bay in the roof. These seem to have been

intended for representations of the Holy Trinity, to whom
the Company was probably dedicated.

This Hall was destroyed in the Great Fire, having been

practically rebuilt but a year or two before. It was re-

built in unpretentious style, and is described by Hughson
{i.e., Pugh) as "a very neat structure for conducting the

affairs of this Company."
This third Hall was demolished to afford room for

work in connection with the Metropolitan Railway, and
the Cutlers m-.agrated to

Warwick lane, Newgate
street, where their present

Hall was built from de-

signs by Mr. T. Taylor

vSmith, and opened in 1887,

some fine stained glass and
other objects of historic

interest being preserved

and incorporated in the

new building. The build-

ing, especially when it is

remembered that it was
])roduced in an unfortun-

ate epoch, is a pleasing

and refined essay in design

of a Tudor type, the front

to the Warwick lane, with

the decorative frieze by

Creswick. being especially

l>leasing.

The Cutlers apprentice

many lads to the surgi-

cal iUiStrument trade—

a

branch of the cutler's in-

dustry which has attained

high excellence in London,

and has its home there.

Not so ancient, but even more important was the part

played by cutlery in the development of Sheffield. The
steel industry of Sheffield has so outdistanced in volume

of goods manufactured, labor employed, and capital in-

vested all its other industries that the fact is generally

overlooked that the early development of the cutlery trade

in Sheffield is largely responsible for the city's present

im])ortance as a steel centre. The trade of the cutler is

tv.ore or less insei)arable from the steel and silver and

plate trades. In the manufacture of his goods the cutler

has to resort to the iron and steel manufacturer for his

raw material, and often he works with silver as well;

for though the blades of hi> knives are generally of steel.

CUTLERS' HALL AS IT IS TO-DAY.
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sometimes they are of electro-plate, and often the hafts

(handles) are of silver.

The principal products of the cutlers in Sheffield are

razors, carving and table knives and forks, pocket and pen

kniives. scissors, daggers, machetes (long knives used in

South and Central America, Africa, and' other tropical

countries), butcher's and shoemaker's knives, hunting

knives, bayonets, and surgical knives and o'ther surgical

instruments. With the out-

break of the war Shefifield

plants were kept busy for

the first two years in mak-

ing all sorts of cutlery for

the army and navy. x\ par-

ticularly interesting out-

growth of the war was the

manufacture of knives used

by the Ghurkas.

The manufacture of cut-

lery, like that of silverware,

is distiinctly a handicraft

trade. Without doubt, how-
ever, cutlery is the more de-

pendent on skilled handi-

craft, owing to the infinite

number of small and deli-

cate operations before the

finished piece is finally as-

sembled.

By 1914 the Sheffield

manufacturers had made
considerable progress in the

application of machinery to

existing factory processes.

Xumbers of factories were
also becoming interested in

industrial reorganization

and the more efficient routing of material. The war nat-

urally interrupted these attempts to modernize plants.

Cutlery manufacturers suffered from shortage of labor

during the war, but not to anywhere near fhe extent the

silverware manufacturers did.

With the armistice the cutlery manufacturers found

themselves in rather a better position for the resumption

of business than many other industries in Great Britain.

In the first place, just previous to the war the manufac-
ture of cheap knives and forks forged out of steel in a

single piece and ground by machinery 'had been commen-
ced'. (There is a wide demand for this type of cheap cut-

lery in certain foreign countries.) Furthermore, during

the last few years they had perfected machinery capable

of forging as well as grinding the finest grades of blades,

thus practically eliminating the need of skilled labor. As
a result of this the production of razors at the present

day is many times greater than before the summer of 1914,

and this production is steadily expanding.

Differing from the silverware trade, the chief cost in

the manufacture of practically all classes of cutlery is

labor. In the manufacture of the higher grade o-f cut-

lery labor represents to-day one-half to two-thirds of the

value of the product. Piecework rates are fixed' for almost

every operation. Xominally these rates ha\e increased

80 to 100 per cent, during the war: actually the rate of

increase in many instances has been as much as l.W per

cent., owing to the introthiction of improved methods of

manufacture. .Among such improved methods nuay be

mentioned increased specialization and the dropping of

certain refinements in manufacture which are not consid-

ered indispensable. The manufacturers are trying to in-

duce the unions to permit the employment of more helpers

skilled working girl.

THE STAIRCASE.

for the skilled workers. Wherever the manufacturers have

been able to secure any concession in this respect it has

always resulted in a further increase in the earnings of

the skilled workers.

I'jirls are largely emidoyed' in the ''goffing'' or finishing

of cutlery. In pre-war days they averaged 30s. ($7.30)

for a 54-hour week. This was the pay for a comparatively

The rougher work was done by girls

who were paid 18s. ($4.38) for the

same nunmber of hours. At present,

semi-skilled girl finishers receive about

60s. ($14.60 at normal exchange) for

a week of 47 hours, while the non-

skilled workers receive 35s. to 40s.

($8.52 to $9.73) a week.

Skilled male workmen, with the ex-

ception of cutlers, are getting to-day

aboiit £6 ($29.20) a week, while the

most skilled cutlers will average about

£10 ($48.67) a week. Unskilled male

labor in the cutlery business has bene-

fited more, proportionally, through in-

crease of wages than the skilled la-

borer, the percentage of increase since

the outbreak of the war l)eing about

300. In other word's, in pre-war days

for. a working week of 52 to 54 hours

the unskilled workman received on an

average 20s. ($4.87) a week, while

his present wages for 47 hours is

from 50s. to 60s. (from $12.17 to

$14.60) a week. In spite of these

improved conditions for labor the

Sheffield cutlery manufacturers state

that there has been considerable emi-

gration of their skilled labor to Amer-
ica since the armistice.

Cutlery has not been exported in large quantities to

America in recent years. Such shipments as have been

made have consisted principally of pocket, pen, and butcher

knives. Sheffield manufacturers seem to be unanimously

of the opinion that it is exceedingly doubtful if they can

produce any class of cutlery at a lower cost than it is now
being made in the United States. It appears to be the

common desire of the Sheffield' cutlers to limit their trade

with America to the higher qualities, and it is their hope

that America may come into the market for Sheffield high-

grade cutlery to a larger extent during the next few years

than has been the case recently.

In order to bring about better conditions in the cutlery

trade, and realizing the benefits of co-operation to effect

economy in the purchase of supplies and the interchange

of labor, five well-known cutlery houses have recently en-

tered into a commercial amalgamation. They still retain

their financial independence, but will consolidate supplies

and share labor and ideas for mutual benefit.

The question sometimes arises as to how long a check

is good for, provided it is held by the individual to whom
it was given.

The answer is "the check is good as long as the maker

has sufficient funds to his credit in the bank to meet the

check, and if he is still living at the time of the presenta-

tion of the check."

Do not overlook the fact, though, that the death of

the maker of the check bars the bank from cashing that

check. Business firms deposit regularly, but individuals

sometimes fail to do so.
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Golden Wedding Celebration

A unique event in the history of the jewelry trade of

Canada was the golden wedding celebration of Mr. and
Mrs. Robert Wright of Medicine Hat on Empire Day.

Fifty years ago they were married on the 24th of May,
1870. at Parkhill, Ont., and twenty-five years later moved
to Manitoba. Mr. Wright settled in Medicine Hat twenty

years ago and is the oldest established jeweler in Alberta,

in fact, we might say, one of the oldest in the western

provinces.

Mr. Wright's family has been connected with the watch
and jewelry trade almost as far back as the period when
watches were first introduced as a means of measuring
tiime. His great-great-grandfather was a manufacturer

of clocks in the old country.

Mr. Wright not only taught his five sons the business

but fathered no fewer than tv.enty-four young men who
are at present settled in various parts of the country and

successfully employed in the jewelry business.

The accompanying photo is a family grou]) com])osed

of'iMr. and Mrs. Wright, Sr., their four sons, wives and
children.

Mr. and Mrs. Wright had five sons, F. W. Wright,

Prince .-Mbert ; R. .\. Wright, Lethbridge : R. W. Wright,

Taber: C. C. Wright, Redville, ^Sask. ; E. W. Wright.

Medicine Hat; the last-named paid the supreme sacrifice

at Vimy Ridge in 1917.

The four surviving sons with their wives and families

attended the celebrations of the momentous occasion. The
home was charmingly decorated with floral gifts presented

by the many friends of Mr. and Mrs. Wright, the scheme

being carried out in roses, carnations and sweet peas.

It was a joyful family that gathered round the festive

board, and at the close of the dinner, two purses of gold

were presented to the happy parents, one from their sons

and their wives, and one from their grandchildren.

After expressions of thanks for the gifts, and joy in

having all their children and' grandchildren with them,

Mr. Wright gave interesting reminiscences of the condi-

tions of fifty years ago, in contrast to the conditions ob-

taining at the present time. Referring to his marriage,

he said, it was necessary for him to get two prominent

men to act as bondsmen, and they had to swear that he

was able to support a wife. The marriage license cost

$1.25, while to-day they are $6.00

Besides five sons who have followed the jewelry busi-

ness in Western Canada, Mr. Wright had two brothers,

three brother-in-laws and a great uncle who also were en-

gaged in the same line of business.

America Loots London
.America's insatiable appetite for precious stones as

well as art treasures of the old world has caused London

to disgorge, during the first quarter of the year, diamonds

and other stones, principally uncut, to the value of

$10,796,657. This compares with $9,333,268 for the same

period last year. Works of art valued at $2,348,694

also have been bought for or by Americans, against

$l;043,567 for the similar period of 1919.

With this increasing drain on old world art treasures

by .America has come a growing demand that the

floodgates be closed by means of a heavy export tax.

But meanwhile the current increases in volume and

I)romises to be a record breaking year for export through

London of works of art. These are only two of the

items in the long list of London exports to America, which
during the first three months of this year increased 316

pe: cent, over the same three months a year ago.

A Lesson from the Chemist

{Concluded from page 62.)

sonal field of practice. That is why the furniture designer

went to the Chinese pottery; the sport skirt manufacturer
went to the armor collection; the maker of cosmetic jars

went to the Greek vases and so. Surely such an insti-

tution has something to offer to the enormous field of

design represented in the jewelry trade.

An example of the direct way in which the Metro-
politan Museum renders service to the jjractical producing

'field is seen in the exhibition of work by manufacturers
and designers held each year since 1917, showing items

which have been worked up on the basis of study of the

collections. In the 1920 exhibition in this series there

were a number of items involving design in gold, silver,

diamonds and other stones, as well as in silver plate.

There were several items in which enamels were used to

advantage, and there were items of immediate practical

utility, such as a cigarette box, match safe, writing port-

folio, etc. The jewelry items included head ornaments,

armlets, necklaces, etc.

The Museum is a laboratory for all the industrial arts.

It is an adjunct for every work-room in the city and for

scores outside the city. It offers to all fields in which de-

sign plays a part unique resources which it is the greatest

fallacy, in this period of world com])etitions, to ignore.

This irnprrs/tiip fiimily

(/roup, consisting of Mr.
find Mrs. Robert Wright,
and their sons, daugh-
ters-in-law, and grand-
children, was taken at

lhf occasion of the re-
cent celebration of the
golden wedding of the

venerable Medicine Hat
jeweler. Four sons and
their families are .^hotrv.

There was a fifth son,

but, like 'manii other
good Canadians, he gare
up his life for civilization

on the battlefield in

France.



THE TRADER 75

VOLUMES of

romance migfht

yet be written

and centred about old

marriage chests and'

dower coffers, but the

chest itself possesses

a true story of de-

velopment which is

equal to any of the

romantic histories

credited to so many
of them.

From' the rough oak

box rudely fashioned with primitive tools was evolved the

rich, handsomely carved, and sometimes elaborately inlaid

marriage chest or "cassoni" of the Renaissance and of the

seventeenth and eighteenth centuries. These required the

skill of artists and craftsmen of the highest order, for

painting, carving and designing. Many artists made their

reputationis in this craft in Italy, and' so popular did the

marriage chests become at the Renaissance period that the

great Vasaria declared the country to be full of them and

he praised the workmanship. But the chest began as a

humble, necessary piece of furniture, and it was probably

the first article of household furniture made. Its uses

were many. Not only was it the receptacle for clothes,

linen and valuables, but served as a seat, a table and some-

times as a bed. The chest was in general use in England

long before people thought of chairs. In the sixteenth

and seventeenth centuries almost every home possessed at

least one coffer of oak, and chairs were a comparative

luxury or used only by the imaster or mistress.

The bride prepared the chest for the new home. She

very often inherited' one of these solid trunks made to last

for centuries, and she filled it with linen of her own weav-

ing.

Solidity was the first requirement in old chests, especi-

ally when destined for travelling. But even when the

journey to the new home was not to be long or difficult,

the fashion seemed to require furniture durable for cen-

turies. When the marriage chest was the type which

might repose in some feudal castle the heavy iron bands,

locks and hinges were elaborately designed. These not only

added strength to the wood by protecting and preserving

it. but also gave an

opportunity for dec-

oration which might

distinguish the

"dower chest" from

the ordinary cumber-

so^me travelling box.

Great iron rings

were fitted to some
of these for the pur-

pose of carrying

with ropes and poles.

Long poles were

slipped through the

rings and these

served as handles.

Sometimes the chest

went to the bride's

home on the backs

of heavy sumpter

horses or was strung

on the poles between

two mules.

As increasing com-

forts and signs of

^heBrid'al Qiest^
~ It's l^Taancc-,.

^

j^^ ana it's nistory

'^ byV I.Dickens

A
pearl.

elegance began to ap-

pear, the homely chest

was required to harmon-
ize with its improving

surroundings. Being al-

ways in use and there-

fore always in evidence,

the chest was decorated,

carved and painted, to suit hangings, furnishings. The
costly stuffs and tapestries of the fifteenth century re-

quired a richness in the decoration of the treasure piece.

So fast did the idea of decorated chests follow fashion

that some of them were regarded' as wonders within and
without. Inlays of ivory mother-of-pearl, painting in fine

wood, the use of ebony, ivory, silver appeared in endless

variety of pattern and design. Artists let their fancy run

when it came to an order for a marriage chest.

Hollywood, cherry, rosewood and yew were required,

with silver and pierced metal hinges and locks. As many
as eight different woods were used in one chest, a pat-

terned inlay. The inlay was coi.nposed of natural and dyed
woods, scorched with hot sand and iron, then polished with

penetrating oils.

Landscapes and figures were painted. Monks of the

Dominican Orders in Italy are said to have made "mar-
riage chests" as well as alms chests for their churches.

The beautiful coffers of French brides in 1539 inspired

a poet to the e-xtent of 30 couplets upon "Blasons Domes-
tiques," in which he tells of the types and virtues of mar-
riage chests.

The "caja de novice," or "bride's chests." of Spain,

were popular with the Moors and the Christians. These
were carved' and edcorated with gesso, which was colored

and gilded. But strange to say, the most elaborate work
in the Spanish chests was inside the lid.

The dower chest of Eleanor of Provence is recorded

as being of unusual beauty;, and one carved of cypress,

inlaid with ivory and mosaics, having clasps of silver, be-

longed to an imknown English bride. The Spanish prin-

cess whom Edward I brought to England, travelled with

many fine chests.

A writer of the time when chests were the great orders

of the day, remarks, that he met a wood carver on his way
to the palace to receive orders for a marriage coffer. The
writer was not, unfortunately, suffiicently interested to say

what noble lady was
arranging for mar-
riage nor what were

her demands.

The Italians learn-

ed and used the fine

art of inlaying

woo d. Flanders'

chests were heavy

and were raised

frOmi the floor on

blocks and flat balls.

The English chest

of oak or cedar, and

much carving rested

on its own flat base

or short legs. Mot-

toes and warnings

were sometimes

carved into English

chests.

"Come not in je.st

To open this chest."

Might imply that

it was a serious

THE CAJA DE NOVICE. OR BRIDE'S CHEST OF SPAIN,

beautiful example of the Spanish chest, heavily inlaid with mother-of-
Curiously enough, in these the most elaborate work was inside the lid.
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business tilling a

bride's chest in those

far-off days.

The clothes chests

u.sually contained a

small inner box vvi h

a hinged lid for hold-

ing fans, laces and
other feminine trifles.

But this convenience

served for only the

top layer of things,

and the article in de-

mand might very
often be found in the
very bottom of the
trunk. To get it,

everything had to be

removed and of
course it was "mad'-
nm" looking for some
small article or a piece

of putting a drawer or
]

her chest. In any

case, it was done and

that was the begin-

ning of the transfor-

mation of the chest

into a chest of draw-

ers. By a gradual

process, the elabor-

ate, lidded box devel-

oped further into an

elevated cupboard

with che>t lielow, and

then came the chest

on the chest, which

grew into the "Tall

boy," or "Haut Bois"

of the days of Queen
Anne.

Chests remained as

important members
of the household, but

of household linen, who thought their original supremacy was over, and in their place we
)ull-out part on the lower part of now have the various articles developed from them.

AN ITALIAN BRIDAL CHEST OF THE RENAISSANCE PERIOD.
Italian artists and craftsmen of the highest order gave their best to the

production of elaborately carved bridal chests or "cassoni." and at this period
there was scarcely a home in Italy that did not possess one.

Too Much Efficiency

IF ever the world has had anything rammed down its

throat, that thing is efficiency, says Bert Moses in

"Xewspaperdoin." Our patriotism and loyalty have
not only been supplied us in canned fori.-n, hut "human
nature itself is now controlled by push buttons, card sys-

tems, stop waitches, w-histles, textbooks and traffic regu-
lations. Machines have supplanted men.

The purpose of efficiency was said to be the elimination
of waste, the conservation of precious time and the lower-
ing of costs to the public. It must be admitted that in

exceptional cases this has been the result, but these cases
are so rare that you can locate them only with a micro-
scope. Jus't wake up, rub your eyes and take a general
view of conditions as they are right now. Was there ever

a time when the prices of everything were so brutally high
as now-? Oh, you can't dodge the answer—for it is "effi-

ciency." Efficiency made the world war, and efficiency

stopped it. And about all the public has had out of effi-

ciency is staggering taxation and staggering costs of

everything there is. Efficiency has only made the oM
condition worse. It has only piled up bigger profits for

the few and made the purchasing power of the dollar less

for the many.

Capital isn't the only element that has made use of

what we call "efficiency." Labor also has this efficiency in

its most aggravated form. It has forced its wages to the

highest poin in history, but the workingman doesn't seem
to be happy ait that. He finds he isn't getting as imuch out

of life as he did when wages were lower and w^hen effi-

ciency was still buried in books of philosophy. Xow,
having increased his wage to a point where danger threat-

ens, he switches round and sets his mind upon shortening

the work day more and more. He used to work ten hours

for two dollars. Xow he w^ants to work six hours for ten

doll'ars. He seems to think that human happiness proceeds

from loafing. But honesi'.Iy, folks, it doesn't. When the

six-hour .'Standard is reached', civilization will begin to loaf

itself to death.

The idea that loafing is happiness seems to have domi-

nated the mind of the man who figured or dreamed out the

hereafter. Heaven is held out as a place where nobody

works. This means that evervbodv loafs. Can the human

intellect conceive the monotony of eternal idleness? No
one ever worked at a harder joh than he who does nothing
but lie around doing nothing. My notion of heaven would
be a place where everybody kept busy doing something
useful.

The advocates of the six-hour day tell us that men need
more time for recreation and education. What are they

doing in that direction with the time they have now under
the eight-hour day? Oh, not very much of anything.

They are not even so well endowed with common sense

as their father who used to work ten hours, for busy men
think sanely, while the idle don't. They have simply be-

come more expert in the fine art of doing nothing. The
reduction of the hours for working only adds to the hours

for loafing, and loafing is what we did all the time before

we came down oi:t of ithe trees.

By this time you probably think I am in favor of men
working themselves down to skin and bones, but I guess

you don't know what I mean by the word "work." Work
to me means doing some useful thing, as opposed to loaf-

ing ; which means doing nothing.

The task of the world' is to point out the l)eauty of

labor ; also to point out that efficiency systematizes every

vestige of joy there is in work out of it. Slavery is a

process that makes you do something iby rote whether you

want to do it or not. Slavery is efficiency reduced to

decimals. Bolshevism is slavery in its most vicious form.

We hear that the age of competition is gone, and that the

age of efficiency and co-operation is here. Xow, then,

man to- man, do you like the change ? Do you relish hav-

ing ideas, rules, customs, prices, the hang of your pants

and your haircut come in tin cans? If this be democracy,

would you not gladly go back to what we had before

democracy was achieved at so great a human sacrifice?

Wouldn't you rather get two pounds of porterhouse steak

for a quarter untler the old conditions than one pound

for fifty cents under the new? And weren't times better

under no efficiency, when eggs were 10 cents a dozen and

chickens 25 cents apiece, than under the present conditions

when eggs are $1 a dozen and chickens $3 apiece? Effi-

ciency is the most ccstly thing ever invented. Is it worth

what it costs?
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c/or c^Jocuidu and lyualilu

'^JJw Silverpiah' of

William Tlogers and his Son
7ne zBes^ at the urice^

Made and Guaranteed by

Wm. Rogers Mfg. Co., Ltd., Niagara Falls, Ontario

Glinton

Slattern

t^iMj.

This page trom our series in IVlacLean s Magazint andl'he Saturday Evening Post

is another reason why you should sell more Wm. Rogers 5C Son Silverplare
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You Will Wish to Represent

The "SO NOR A"
When You See and Hear All The
Phonographs at Toronto Exhibition

\^ith the Christmas Trade in view,

many jewelers are at present seekmg the

representation of a reliable and favorably

known phonograph.

The phonograph exhibit in the Horti-

cultural Building offers an ideal oppor-

tunity to see and hear all makes in critical

comparison.

SONORA EXHIBIT—BOOTH NO.

When you have heard the glorious,

golden tone of the "Sonora," you will

appreciate why the Judges at the Panama-

Pacific Exposition, who likewise heard

and tested all the phonographs exhibited

there, bestowed upon the Sonora "high-

est honors for tone quality."

1 - HORTICULTURAL BUILDING
A representative of the "Sonora" has these outstanding advantages:—
1. The "Sonora" requires no salesmanship. It sells itself on its unquestion-

able superiority of tone. 2. The enthusiasm of "Sonora" owners, which leads to

further sales to friends. 3. Comparatively little capital is required, as the "Sonora"
appeals to the better class of buyers. Therefore, an Easy Payment Plan is not

necessary to sell the "Sonora." 4. Wide range in styles and prices. 5. Beautiful

Cabinetwork, with patented features. 6. All-wooden Tone Passage—an exclusive

"Sonora" feature. 7. Universality—the "Sonora" plays all makes of disc records.

8. Has a motor which runs from 15 to 45 minutes with one winding. No scraping.

9. Widely and wisely advertised.

The

Goldsmiths'Stock

Company,Limited
Toronto,

Are Selling Agents
to the Jewelry
Trade throughout

Canada.

I. MONTAGNES
& COMPANY,

3rd Floor, Ryrle

Building,

Toronto,

General Distri-

butors.



THE TRADER 79

Some Old English Silverware
AVERY exceptional piece of silver plate came under

Messrs. Christie's hammer recently, writes H.
A\ery Tipping, in "Country Life." It is an Eng-

lish cuj) dating from the middle of the fifteenth cenitury

and belonged to Field Marshal Lord Methuen, S.C.B.

The stem and also the ball surmoun'ting the cover are of

crystal, the rest is silver gilt. Round the co\'er and the

bowl, incised in characters and spelling of the period, run

words of this meaning:

if that thou hast a friend of long.

Suppose he sometimes do thee wrong.

Oppress him not but have in mind
The kindness that afor has been.

At thy board when thou are set

Think on the poor standing at thy gate

Love God, do law, keep charity

Sua. Sal. All grace abundant be.

While the Latin motto, "Quidquid agas, sapienter agas

et respice finem," surrounds the base. .

Li later, probably sixteenth century, lettering, there

are engraved on the band around the crystal stem the

words. "Ex dono. G.D."

and- the letters E.B.M.,

which are, unfortunate-

ly, not enough to give a

clue to the origin or an-

cient owu'ership of this

delightful and rare ex-

ample of our late Gothic

craftsmanship.

Lord Methuen's an-

cestor, we are told, came
to Scotland out of Hun-
gary in the eleventh cen-

tury with Edgar, the

English Atheling, and

liis sister Margaret, vvln)

was to wed Malcolm III.

That Scottish King l)e-

stowed upon his consort '^

attendant the 1 a n d •>

which formed the Lord-

ship of Methven, where
the family 1)ecame seat-

ed and wheuice they

threw off subsidiary

branches. Such were

two sixteenth cen:ur\'

brothers w h o were
among the still Catholic

Scotland's early Prote:-

tants. One of them,

John Methuen, fled to

England, and his son

Paul, taking .\nglic2n

orders, became a Pre-

bendary of Wells. His

son .\nthony followed in

his footsteps, and amorg
other preferments ob-

tained' the vicarage of

Frome, where he lived.

and in 1640 was buried.

He is said to have been

a man of means even be-

fore he married the

CUP AND COVER.
English, silver gilt, the stem formed of an octagonal rock crystal

column encircled by a silver band, the cover surmounted by a crystal

ball and silver gilt serpent, emblematic of Eternity. Middle of Fifteenth
Century. Makers' mark, "Vh."

"daughter and sole heiress of Thomas Taylor of Bristol."

That very probably introduced the commercial element,

and their son Paul became, as we are told by his Wiltshire

contemporary, Aubrey, "the greatest cloathier of his time''

and "succeeded his father-in-law in the trade." The latter

was John Ashe, of a Somerset landowning family, but

having large interests in the woolen industry of the Wilt-

sihire border town of Bradford"-on-Avon. Here Paul

Methuen established himself, and here, after his death in

1667, his business was carried on by his younger .son,

Anthony, to whom he left several manors across the Avon
in Somerset.

His elder son, John, he destined for the Bar. He be-

comes a Ma.=ter in Chancery in 168.'i and Lord Chancellor

of Ireland twelve years later. But he gives only a lim-

ited time to judicial duties, being nnich employed on mat-

ters where knowledge of and influence in trade are re-

quisite. He is a member of the Council of Trade, and

in 1691 first goes on a mission to Portugal. In 1795 his

son Paul, being then twenty-five years old, becomes out

representative in that country, but the father returns there

in 1702. and it is he who, in the following year, signs the

commercial treaty where-

by preference is given by

England to Portuguese

wines, and by Portugal

to English woolens. The
Methuen Treaty was
long lasting and impor-

tant. It was the strong-

est link in the close asso-

ciation of the two coun-

tries.

The successful Am-
bassador appears to have

acquired some important

pieces of plate on his re-

turn. .\ circular dish

over 25 in. across, with

gadrooned edge and ela-

borately mantled arms in

the centre, was made by

Pierre Harache in 1703,

together with a rose-

water ewer. In the same

year John Gibbons and

Andrew Moore mad'e a

dessert service consisting

of two large and eight

.small tazze. twenty-four

plates and' the pair of

covered cups that are

illustrated. The Meth-

uen arms, with the same
characteristic mantling,

appear on all the above-

mentioned pieces, as

well as on three silver

gilt casters made by

George Garthorne two
years later. But on

pieces dating from 1714

we find the Royal Arms
and the cypher of George

I. John Methuen died in

1706. A year before

that, Paul had finally re-
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A PAIR OF SAUCE BOATS.

River gods and shells on feet, cartouche and laurel branches on sides, dragon handles.

turned from

Portugal and

held various

offices at home
until displaced

b y Harley's

Tory Ministry.

But with the

coming of the

Hanover i a n s

he was again

a persona
grata. He is

of the Privy

Council in

1714. and sent

as Ambassador
to Spain. It

was probably

in his ambas-

sadorial capa-

city that the Royal plate was given him. The finest pieces

are a pair of cups and covers, made in 1714 by Phil. Rolles.

They are over 15 ins. high, and their most striking decor-
ative features are the bands of applied strapvvork with
masks and swags above and below the centre rib. The
same arms occur on four dozens of forks and the same
number of spoons, and again on three sugar casters, and
on a des.sert service consisting of sixteen dishes, of which
the five largest are fan-.shaped. They were made in 1714

by Lewis Mettayer, who also, at the same date, supplied

Paul Methuen with some ])ieces bearing his own arms.

In 1720 he became Comptroller and then Treasurer of the

Household. Later he opposed' Sir Robert Walpole, which
accounts for Horace Walpole calling him "a duly formal
romantic braggadocio." while to Lady Mary Wortley
Montagu he appeared

"handsome and well

made, with wit enough."

He continued adding

to his plate so as to

keep pace with his

"genial hospitality." .\

very richly decorated

pair of sauce-boat^

with handles shaped a-,

dragons, were made b\

Isaac Duke in 1743, and

cream ewers by Paul

Crespin have the mark
for 1738-39; while 1749

is the date of a pair of

candlesticks weighing

156 ozs., the stems

formed as Chinese fig-

ures supporting baskets

on their heads.

Paul Methuen was never inarried. and when he died

much of his real and personal property went to the grand-

son of Anthony Methuen whom we saw carrying om the

clothier business at Brad'ford-on-.\von. It was his son

Thomas who i)urchased the great house and estate of Cor-

sham, which has remained the seat of his descendants. His

great-grandson was creaited Lord Methuen of Corsham in

1838. and pieces of silver of his date and having his coro-

net were included in the sale. His grand.son is the present

peer, whose career »s a soldier, yielding him the reward of

a field-marshal's baton, is known and appreciated' by all.

By Isaac Duke, 1743

CUP AND COVER.
One of a pair in Lord Methuen's

collection. Made by Phil. Rolles

Actress' Jewels Sold by Auction

Gai)y Deslys' jewels were sold at auction in Paris last

month and fetched 2,303,9(10 francs. Even at the present

rate of exchange this sum was said to represent nearly

$200,000. Except for the auctioneer's percentage the

whole amount will go, according to the terms of the danc-

er's will, to the immediate relief of the poor of her native

city of Marseilles, to which she left almost the whole of

her fortune.

The sale began with the less valuable jewels, but even

of these the cheapest, a bracelet and ring of gold, with

elephant's hair as a charm, fetched 1,800 francs.

A belt and clasp made of American gold pieces, of

which seventeen were of $20 "eagles" linked with gold

links, fetched 4,100 francs. It was undoubtedly a bargain,

for the gold dollars themselves, both in currency value

and as metal, are worth raore.

The fir.st big figure reached was 39.(X)0 francs for a

l)latinum net bag with a band of brilliants and clasp of

pearls and brilliants. It also was cheap at the price.

Greatest interest was shown in the price that would be

paid for Gaby's famous pearls. The long sautoir of 154

pearls, weighing 1,839 grammes, was sold for 280,000

francs, and three necklaces of 49, 59 and 79 pearls for

462,300 francs, 54,100 francs and 238,000 francs, respec-

tively. The necklace with the smalle.st number of pearls

brought the highest price, but its 49 pearls weighed nearly

as much as those of the larger number, and' were far finer

in quality.

Most magnificent of all the collection, but disappointing

in the price it brought, was a wonderful platinum collar

on which were fixed a giant brilliant and four immense
button pearls. Erom the central brilliant hung a great

black pearl weighing 140 grammes, and from the sides

hung two i)endant white pearls of nearly equal size and

weight.

This piece of jewelry, which was at the same time

airagnificent and yeit simple in design, was valued at 500,000

francs, and the bidding began at 300,000. For a time it

went briskly, but the value being more in the design than

in the stones, it failed to reach the estimated mark, and

the auctioneer with difficulty raised the bidding to 402,000

francs.

Originality comes wrapped in brains.

An over-worked and willing employee may not be a

business economy in the end. Be reasonable in require-

ments and it will reduce the liability to unrest and change.
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Damaskeening in Japan
B\ Flora Oaklcx Janes.

THE svNords of Damascus and the minute decoration

of their hilts in gold and silver tracery have given

a name to a distinct and most interesting form of

art work in metal. But as we call porcelain "china'

though it may have been made in New Jersey, and never

once think of Calcutta when buying or wearing calico,

so for the finest damaskeen work in the world at the pres-

ent time we go not to Syria but to Japan.

Kyoto, the old capital, which for eleven hundred years

was the heart and center of every art impulse in the em-
pire, was the seat of the industry in the riper days of the

feudal regime. For three hundred years the art has flour-

ished' there in the patronage of court and warring clans;

and to-day the most elaborate gold inlaying in Japan is

done by a dozen or so of workmen in three little shops in

out-of-the-way corners of Kyoto.

In a time when a boy of samurai rank was invested

with a sword at the tender age of five ; when every gentle-

man carried two swords as a badge of his position as

gentleman and warrior : when war was a genteel trade

and the sword the universal weapon : when fashion grue-

somely included a dagger among the wedding presents of

a bride, and dictated a special dirk for the correct per-

formance of harakiri, it is readily seen why it was that

the new craze for art decoration which came into Japan
on the wave of Buddhist innovation should have turned

to the ornamentation of every part of the sword suitable

for ornamentation—the hilt, the guard and the scabbard.

If there is any one thing, however, which more than

another stand's for action without any foolery, it is the

modern gun-barrel. And so, with the passing of the feudal

age, the artist or artisan in sword-hilts was left without

a definite occupation. But in late years a steadily grow-
ing demand has sprung up in the track of the professional

buyer as well as of the foreign tourist. The articles called

for are varied enough; but from the Japanese point of

view they are singularly alike in that they are all utterly

inexplicable and unaccountable, ranging as they do in size

and expense from a box for a millionaire to keep his pos-

tage stamps in up to an eighteen inch plate—emphatically

not for him to put his food on, but to hang on the wall 1

Damaskeening, as

done in Kyoto, takes

one step beyond the

possibilities of bronze

work, inasmuch as it

adds the hair line to

the bronzist's meth-

ods. All metals and
all alloys are laid

under contl-ibution,

though gold and sil-

ver upon iron are

given the preference

for the fine contrast

they afford : while

the stress is put

upon inlaying and
carving processes

rather than upon the

fusing and mixing
of metals in delicate a Group of Japanese Metal Workers.

proportions as in Ijronze work. One peculiarity is highly

noticeable in all metal work in Japan. A Japanese has

no prejudice which lead's him to place one metal before

another for its mere costliness, any more than a western

artist in oils would think of using his most expensive

colors all the time instead of the imost effective ones. This

may be depended upon as a main distinction between east

and west in metal work. Copper, for instance, may very

readily take precedence over gold, or iron over either one

The place in the color scale would determine the selec-

tion of any particular metal, not its intrinsic value.

.\11 processes possible in combination are at the dis-

posal of the worker in damaskeen. He may inlay, carve,

engrave, and even fuse, though he places less reliance

upon fusing than the bronzist does. The favorite style of

decoration is a medallion inlaid boldly with a scene and

set in a ground of workmanship so minute and so even'y

distributed that a second look is necessary to resolve what
appears to be a sheen into an almost microscopic labyrinth

of scrollery and fret.

As is the case with all fine Oriental work, it is im-

possible to appreciate the beauty of damaskeen without at

least so much of knowledge of the exquisite skill and al-

most superhuman patience spent upon it as may be gained

from an hour's visit at a workshop.

First the plate of metal—iron or soft steel—to be or-

namented is firmly embedded in a block of rosin to g'^'e

facility for handling. But iron or soft steel in its cri'de

state is intractable for inlaying. Just as the artist in

pastels has to prepare his paper carefully to insure the

ready blending of the tints of his picture, the worker in

damaskeen must thoroughly and uniformly break up the

stubborn texture of his metal plate to obtain a surface

which will both receive and hold the inlaid decoration.

This work, however important, is but preliminary and is

intrusted to the apprentice. So with a toy chisel and a

make-believe hammer he sets at work. Moving the chisel

slowly over a bit of space as long as the width of the

tool, say a quarter of an inch, he beats a continuous talioo

upon its flattened top, the result being a tiny square oi

vertical hair lines like the shade in an engraving. Then he

turns his block at

right angles and

makes a second

.square adjoining the

first, turns again and

makes a third until

the plate has become
a checker-board, the

squares of which

are of alternate ver-

tical and' horizontal

parallels. This, of

course, has taken

time, but the work
is only just laid 0''t.

Again the surface is

patiently gone over

in the opposite direc-

tion—that is, the

vertical hair lines

are crossed by hori-
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zontal ones and vice versa. A third ti':iie tlie process is

re])eated with diagonals, and a fourth with other diagonals

crossing the ])revious ones in checks. The master of the

shop now runs his finger over the plate and pronounces

it ready for the design.

Meantime, the gold has been preparing. This comes
from the gold-beater in thin ribbon plates. The master

himself cuts them into convenient lengths of about three

inches, and then with a pair of scissors which he stops

every other minute to whet, he pares one hair's breadth

after another so fine that a dozen have to be cut before

the ribbon is perceptibly narrowed. A glance over the

rim of his goggles now brings a boy to the hibachi, who
quickly starts a glow among the three or four bits' of

charcoal by blowing the flame through a bamboo stick

with the bellows given him by nature.

It is this extreme simplicity of method and' paucity of

means to do with that makes a piece of fine Japanese

work of any kind seem little short of a 'miracle to a "for-

eign barbarian." It compels an intimacy with raw mate-

rials and a sharpening of the faculties that amount in

practice to an added sense. A few minutes of blowing

and the strips are all cut, the coals bright red and all in

readiness. Taking the bamboo tul)e from the boy and
with the other hand deftly picking up a little platinum dish

of the gold shavings with a pair of chop-stick tongs, the

operator balances the dish nicely on the coals. Before a

degree of heat has been reached sufficient to melt the gold',

he carefully picks out one of the hot wires, and laying it

on a steel plate he rolls it with a spatula until the angles

and kinks have disappeared and the wire itself is as fine

and even as a hair from a baby's head and almost as pli-

able. All are treated in turn, and the materials are now
ready for manipulation.

.A favorite Japanese treatment of damaskeen, as has

been said, is a medallion outlined boldly with a coarse

wire, within which a design is delicately wrought in gold,

it may be in the space of a square inch, to represent, say,

a temple garden or a ])alace park—^both subjects com-

mending themselves for minuteness of detail in foliage,

water, boats, lanterns, temjile roofs, distant mountains,

and clouds with an inevitable flight of birds disappearing

into them. The ground is then completely filled with

some all-over pattern of chrysanthemums or Paulownia,

for instance, executed with almost microscopical delicacy

and precision.

The article to be decorated may be a fan-shaped jewel

box. A medallion of the same shape will be outlined on

the lid in coarse silver wire and filled in to represent a

vista of hills with water and pine-tree foliage in the back-

ground, while the body of the box may be covered with a

running pattern of tufts of pine needles. A Greek key

may finish the edge of the lid, and the bottom 'iiay be cov-

ered with an all-over adaptation of the (ireek key—a pat-

tern which the Japanese, however, claim as an indepen-

dent invention of their own, suggested by the lightning.

The two steps already described are quite mechanical,

but to produce a pattern or design requires not only a

delicate touch and a knowledge of metals amounting al-

most to an instinct but the ability at least to copy with

the utmost accuracy, if nr)t to work a design out and out

in free hand. The cross-hatched surface of iron is such

as to make a preliminary outline drawing impracticable.

The artisan is an artist to the extent that his eye alone

must guide and determine his work. When he has mas-

tered his means of expression, his task is the arti.st's task

to make a sketch. lie makes it on an iron plate in lieu

of paper with gold wire tracerv in place of ink.

. ^'Picking up a wire, he touches it to the iron, guides it

:,'along with the chisel to fonm the line he has in mind—

a

mountain slope, the sag of a cottage thatch, or the pinion

of a bird—cuts it oft at the proper length by a slight pres-

sure of the chisel edge and gives the line a few taps with

a spidery hammer, repeating the process till the main

features of the design are indicated.

The entire plate is then given a thin coat of lacquer,

through which, when dried, the gold work is easily made
to appear on being rubbed with a steel polisher. The
plate is thus made ready for the next less important de-

tails. These are then added and lacquer is again applied.

The process may be repeated' until a design has been

worked over twenty times. By such a mode of procedure,

the workman is not only enabled to keep the proper pro-

portions of space which the infinitude of details might

otherwise encroach upon, Init lacquer has been so forced

into the pores of the iron as to make it proof against rust,

though lacquer does not at all appear on the finished sur-

face.

When the last trace of gold has been inlaid, the piece

of work, if a receptacle, as a box, vase, or shrine, rather

than a flat surface, as a panel or plaque, is lined with gold

by hammering a sheet of the pure metal directly upon the

interior surface. The whole is then carefully burnished

and the work is complete.

Considered as workmanshi]). damaskeen has great dur-

ability. When one end of a wire has been touched to the

iron and given a smart tap or two with the hammer, it is

l>ossible to draw a heavy plate freely about on the table

by the wire or even to lift it in the air. The wire will

break before the end will be detached.

To the general field of decorative art, damaskeen holds

a relation somewhat similar to that of the sonnet to

l)oetry. The problem is unlimited embellishment of the

"scanty plot of ground" enclosed within the rigid limita-

tions of material and space: and' to the solution of this

])roblem anything at all in the works of nature or the arts

and imaginations of man may be called upon to con-

tribute a design. As may be expected, the national fancy

for a grotesque effect finds expression in damaskeen as in

everything else the Japanese artist touches ; but the natur-

ally fine taste of this truly aesthetic people always pre-

vents the perpetration of an offence of any kind.

To illustrate the range of ingenuity shown in the se-

lection of a design, I recall a little tray with a cottage and

overhanging plum tree in full bloom in the medallion

—

a theme as connmon as it is pretty. The medallion was
set in the usual net of filagree work, but in the cramped
space of each of the interstices was displayed some im-

plement or utensil of the kitchen or general household

economy, as if the cottage had been ransacked to provide

the scheme for its own setting. A delicately outlined

teapot, a gridiron, a dustpan, a shovel and tongs, and forty

other homely things all came to light on a close inspec-

tion of the work.

The most ambitious piece of damaskeen T have ever

examined was a large iron plaque, representing a theme
in which religion, mythology and drollery were combined

in about equal proportions. The tracery in this case poet-

ically stood for the unsubstantial veil that is felt to be

between this material world and the realm of spirits. Be-

hind it and striving to break through its meshes were

horrid mionsters of the darkness, which the iron was clev-

erly used to typify—dragons or lK)bgo1)lins with claws,

horns, scales, fins and snouts—mad'Iy careering about a

temple window, from which a couple of tonsured Buddhist

])riests were driving them with bell and rosary back to

their own proper domain.

Damaskeen may not be an art, and the patience, skill,

and' taste required to^ damaskeen may not amount to gen-

ius ; but in that case the old definition is at fault which

makes genius an "infinite capacity for taking pains."
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An Exquisite Achievement in Art-Craft

THE recent completion by Mr. A. Scott Carter of

the illuminated book and casket presented to Sir

Edmund Walker by the Directors of the Canadian

Bank of Commerce, marks as important a stage in the de-

velopment of art and craftmanship in Canada as does the

occasion of the presentation an epoch in the history of

Canadian banking. Not only is the gift a most expressive

form of appreciation of the services rendered by Sir Ed-

mund during his fifty years in the Bank of Commerce:
it is also a tribute to the public spirit and wide genius of

the man who, by his active patronage of art and critical

acumen in dealing with its Canadian problems, has done

so much to bring about official recognition of the value

of art as an essential factor in national, provincial and

municipal life.

Within a small casket of mahogany overlaid with

modelled and gilded "gesso" work, lies a book, some four

by six inches, containing on its illuminated vellum pages

the record of the Directors' appreciation of their Presi-

dent's services to the Bank and to the public institutions

of Canada. The exquisite workmanship of the whole is

undoubtedly enhanced by the miniature scale upon which

the work has been done. Instead of being merely a

beautiful presentation book in a very beautiful case, Mr.

Carter's work conveys the impression of a rare missal

enclosed in a reliquary of the purest Florentine execution.

The effect rests upon a happy analogy, for the association

of such a gift with Sir Edmund can harly fail to recall

the zeal for art of another banking house, that of the

Medici in the very heyday of the Italian Renaissance.

The book is written upon pure white vellum in a

small Roman hand, with the large initial letters illumi-

nated in gold and

colors, the small cap-

itals in gold on blue

and red grounds with

gold filigree orna-

mental filling. A
d e 1 i c a t e burnish-

ed gold frame sur-

rounds each page.

The design of the

full-page border s,

based upon the can-

delabra and acanthus

leaf motif of the Re-

naissance period, is

varied by the intro-

duction of winged

demi - figures, gro-

tesque heads and
cameo - like medal-

lions, represent-
in g commerce, art.

science, etc. \ fret-

work of warm blue is

thus produced, with

a contrast of color

that is singularly

beautiful. There are,

among these cameos,

some exquisite little

figures of Venus and

Mercurv. a head of

Illuminated casket and book presented to Sir Edmund Walker by the
Directors of The Canadian Bank of Commerce. It Is the work of Scott
Carter, of Toronto, and one of the flnost bits of craftsmanshlo extant.

Minerva and a scene from a Greek dance. The particu-

lar color combinations evolved are practically peculiar to

art work of this style and period.

The use of color in pure tones is extended by the in-

sertion of heraldic device and the seals of a number of

bodies corporate. The title-page contain* the coat-of-

arms of The Canadian Bank of Commerce, within an
architectural setting and' supported by two cupids. The
appreciation of Sir Edmund Walker by Dr. Charles

Colby, Kingsford Professor of History at McGill Uni-

sity, which follows the formal resolution of the Bank
Directors, is faced by the Walker arms, emblazoned with

shield, helmet, crest and motto, "Non sine pericula." The
arabesque designs on the borders of these two pages sur-

round the seals in hiiniature of the National Gallery of

Canada, of which Sir Edmund is President; the Art Gal-

lery of Toronto and the Royal Ontario Museum, both of

which were established largely through his efforts; the

Champlain Society, which he formed; Appelby School,

which he helped to found; and the Caduceus or winged
staff of Mercury with serpents entwined, used as its em-
blem by the Canadian Bank of Commerce.

The book is bound in Venetian blue silk velvet, over

which have been laid two exquisitely fretted gold plates,

designed by Mr. Carter and executed by Mr. A. M. Doret.

This relief of gold against blue carries out the effective

combination of the illuminated borders within the book.

The gold plates are panelled and divided into small com-
partments containing richly chased Florentine ornaments
of acanthus and dolphins alternating with demi-figures

holding cornucopias. Fretted inscriptions run inside the

panelled border of each plate, the front cover reading:

"Presented to Sir Ed-

mund Walker, Kt.,

C.V.O., A.D., 1918";

the back, "The Can-
adian Bank of Com-
merce, Toronto." The
borders are enriched

with crystals, syn-

thetic rubies and col-

ored enamels, smaller

stones being set at

the corners of the in-

scription. The cen-

trepieces contain, on

the front. Sir Ed-
mund's coat-of-arms

:

on the back, his crest

with motto and mono-
gram — both emblaz-

oned in enamel and

set in ovals of fine

liraided gold, joined

to the inscriptions

borders liy a conven-

tional acanthus dec-

oration. The border

panels contain the

shields of the Uni-

versity of Toronto.

University College,

and The Canadian

Rank of Commerce
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in colored enamels. The margin of the interior

binding is stamped with a border of alternat-

ing stars and circlets, the corners being riveted

to the gold plates with tiny gold rosettes. A
gold clasp, formed by a finely chased figure

of Venus rising from the sea, completes the

design. The edges of the book are gilt en-

riched with a goffered pattern.

The casket containing the book is a re-

markable adaptation of Renaissance art to the

requirements of such a gift. The skilful

"gesso" modelling has produced a work that

is reminiscent of the best Renaissance decora-

tion of the Italian artists. The gilded scallop

or fish scale pattern on the coffer-shaped lid,

the delicate border designs and the elaborate

gilt acanthus and rose modelling of the sides

are fine examples of this particular style of

art. A rich band, of color is formed by the

emblazoned heradlic devices on the front.

back and sides of the casket, showing the ar-

morial shields of the Province of Ontario, the

University of Toronto, University College, The

Canadian Bank of Commerce and of the re-

cipient.

presentation inscription in gold on a blue

ground. The handle and key are of chased bronze,

heavily gilded.

The inside of the lid is coffered and divided into

panels painted in brilliant colors on dull gold grounds.

The central panel bears the Walker shield supported on

either side by reclining figures representing Art and

Music. The four outer panels are filled with cinquecento

arabe(|ue orament, with birds, grotesque heads and demi-

-n

î

«W !SSSSE9Bni

uS^.

HB B

5JI^. -„.,
Sir WdmunJft .^KlOtf- '^^'
men! . ^.fh*\t h« KAr.n

Specimen pages of the Sir Edmund Walker memorial book illuminated
Around the frieze of the box is the by Scott Carter.

on a blue

figures. Introduced into the upper and lower panels are

the cross of a Knight of Grace of the Order of the Hospi-

tal of St. John of Jerusalem in England, and the badge

of a Commander of the Victorian Order. The box is

lined with the same Venetian blue silk velvet as used on

the binding of the book, powdered with small gold stars.

The casket is enclosed in a red Morocco case, richly

gold-tooled, and is fastened with a wrought silver clasp.

An Unusual Clock

CLAIMS of astronomers that the equation of the years

could not be accomplished by machinery are dis-

proved by the clock completed by William Blan-

loid, ol Aurora, 111., who has recently died at the age of

eighty-two. His clock was the labor of forty years. The

calendar is arranged for 10,000 years, even the double

leap years being provided for. The equation of time, op-

erating automatically, has been accomplished.

The astronomical dial is wound once in every sixty-

eight years, or fourteen times in about 1,000 years.

During the first thousa.-a years, the clock is expected to

operate without impainment or attention. The calendar

registers the number and name of each day, each month

and each year. There is a dial or plate below the astro-

nomicl dial, which gives the longitude east and west at

127 of the principal cities of the world, showing the time

at any hour of the day or night in each. An improved

compensation pendulum—a device conceived by the in-

ventor—is resi)onsible to a large degree for the accuracy

of the clock. The pendulum is adjusted to normal tem-

perature, and is automatically controlled by expansion

and contraction as the result of changes in heat and cold.

The entire structure, cabinet and mechanism, was

made by the inventor in his little workshop adjacent to his

home. The cabtnet, beautifully carved, stands 9 feet in

height, 3 feet in width and 2 feet in depth.

The upper dial marks the time with absolute accuracy,

and is governed by an eight-day movement. Above the

time dial is the moon frame, showing ])recisely the phases

of the moon, changing automatically at each quarter. The
astronomical dial, below the time dial, shows the earth

and its revolutions around the sun, the time it enters the

constellations or signs of the zodiac, parallelism of the

earth's axis, variations of the seasons, the months and
days of the month, giving J'ebruary twenty-eight daays

for three successive years and twenty-nine in leap year.

The main dial is four feet in diameter. Twenty-four

smaller dials show the time in the principal cities of the

globe, there being a variation of one hour each. The
clock is operated by two weights of fifty pounds each,

capable of driving the mechanism for two months. At

the end of this period the weights are automatically re-

wound by an electric motor. The total rewinding process

occupies about five minutes of each year.

The clock also has a thermometer and micrometer at-

tachment which shows the exact temperature within one

fiftieth degree Fahrenheit, and the amount of contraction

and expansion up to one ten-thousandth of an inch. Each
night the dials are all automatically illuminated.

William Blanford was born in London, England, in

1838, and came of a long line of expert clock and watch-

makers. A profound impression was made upon him in

youth when his father was called upon to repair an

orrery, or planetary, for the Greenwich Observatory.

Emigrating to America in 1879, Blanford located in

.•\urora. He invented many improvements in the sewing

machine, horological machinery, breaking and carding

machines, etc. In most in.stances he profited little by his

inventions and he died comparatively poor.
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An Old Firm Still Progressing

ASTRIKING object lesson on the growth of tlie

jewelry trade in Canada, as well as a telling

illustration of its real importance as a substantial

industry, is afforded by a trip through the factory and

warehouse of E. and A. Cunther Co.. Ltd., at 310-16

Spadina Ave., Toronto. It is not every firm tending

toward the century mark that retains all the vigor and

freshness of youth, but the Gunther establishment has ap-

parently not only done so, but has taken on an added

measure of virility, \i one may judge by its increased

capacity for service, its modernized equipment, and, above

all, its recognition of the comnumit}- spirit in dealing with

its employees.

Founded upwards of sixty years ago as jobbers of a

general line of jewelry, a tendency was early manifested

toward specializing in tools, materials and supplies, and,

with the general trend of the trade, this tendency was
developed until all other lines were dropped excepting the

agency for New Haven clocks and watches. Then a few

years ago, the opportunity for the manufacture of silver-

ware and jewel cases presented itself so strongly as to

lead the firm to instal a plant, and the branch has de-

veloped to such an extent as to become now perhaps the

most important of the business.

Paper boxes were added to the output a couple of years

ago, and a visit to the factory will surprise the majority

of people, who have only a faint conception of the pro-

cesses of manufacture. Five floors of the Doherty Build-

ing on Spadina Ave., with a floor space of 42,000 feet,

are now required to accommodate the plant, and the em-
ployees at full strength number almost 200. Although a

great deal of the work must necessarily be done by hand.

more and more power machines are constantly being intro-

duced, and surprisingly intricate operations are performed
automatically. From the time the raw material enters

the factory until the finished product leaves the shipping

room, the progress is checked from step to step, and only

a system that approaches perfection cou'.d keep track of

the details where the individual items are so numerous.
The results, however, are very satisfactory, and undoubt-

edly the products of the Gunther factory have given a

great stimulus to the jewelry trade.

No finer line of gift boxes, display cards, easels and
fixtures for display windows has ever been shown than is

now available and is being freely purchased by the trade.

The tastefulness of the designs, the rich coloring, the re-

\ersability of the display pads and the general attractive-

ness of the complete sets must render them an invaluable

aid to the retail jeweler. There is a fixture for every

purpose, whether window, counter or show case, and com-
pared with the increased trade that they certainly will

ensure, the cost of an outfit for the ordinary store is a

mere bagatelle. By reversing the pads, the display man
has an entirely new color scheme for his window, and,

with the range of fixtures available, can create a different

setting every few days. It surely is the greatest line of

dealer's helps ever established, and should be placed in

every jewelry window in the country.

Outside of the box and fixture business, however, the

firm has a most complete material department, comprising

supplies for all classes of watches and clocks as well as

for manufacturing jewelers. All the watches and clocks

now enter Canada in a knock-down condition, and are

assembled at the plant, requiring the employment of a

large number of skilled workmen.
Perhaps the most attractive section of the establish-

ment is. however, the cafeteria. Provision is made for

taking care of all employees at lunch time or at dinner,

if the staff' is working overtime, and a sample menu would

startle anyone accustomed to living at restaurants. The
prices are ridiculously low in comparison with the quality

of the food and the absolute cleanliness with which it is

cooked and served, but the firm is proud of the fact that

the cafeteria came within a very few dollars of being

self-supporting last year.

The firm also has a profit-sharing system in effect,

whereby every employee with two years' service to his

credit becomes a participant in the earnings. The prevail-

ing spirit of the concern is illustrated by the fact that in

several of the departments the production record shows
an increase over last year, busy as it was. of almost 300

per cent. A new objective is set each month, and weekly
reports of results are posted, with the effect of keeping
every department on its toes at all times. The standing of

the firm with the trade is reflected in the statement that

"the orders taken up to the end of March practically pre-

empted the capacity of the plant for the year in manufac-
tured products. The record is indeed one to be proud of,

and the jewelry trade is fully appreciative of the firm and
its progress.

Twenty Years of Success

TWENTY years in the jewelry business in Toronto
may not be considered a long period in view of

the number of firms whose record has passed or

is approaching the half century mark, but the establish-

ment in twenty years of the largest exclusively solid gold

factory in Canada is an achievement that reflects a great

deal of credit on the man responsible for its success.

This year the Roy Co., Limited, 22> River St., Torpnto,

is celebrating the twentieth anniversary of its foundation

by its present proprietor, Mr. Raymond Roy. A graduate,

like many another successful business man, of the P. W.
Ellis and Co. establishment, Mr. Roy decided to enter

business on his own account in 1900, and opened a shop

on Court St. in partnership with Mr. S. Fremes. under the

style of Roy. Fremes and Co. This continued for about

five years, when the partnership was dissolved, and Mr.

Roy opened up a shop on River St. in the rear of his

residence. Here he continued with encouraging results

for ten years, when he decided to erect the handsome
three-storey brick building he at present occupies, tearing

down the residence and making the old shop a rear annex.
Since that time his progress has been marked, he now
employing 60 hands and having a staff of travelers cover-
ing the entire country.

'Mr. Roy occupies the first and third floors, the second
being tenanted by the Electric Chain Co. On the first

floor are the drop hammers, tumblers, refining room, fur-

naces, etc., while the top flat is devoted to the workshop,
die-sinking plant, buffing and polishing room and the oflice

staff. The workmen are lined up in two rows along the

northern side of the building, and are exceptionally

favored by the lighting arrangement, a skylight giving the
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advantage of every possible ray of daylight. The work-

rooms are arranged in a very compact manner, every inch

of room being utilized, with every provision for handling

work expeditiously.

Mr. Roy presents a forcible illustration of what may be

accomplished by close attention to business and indomi-

table perseverance. He determined to specialize on a line

of solid gold goods, and has never deviated from that

policy, turning out a popular-priced line of dependable

ware, and proving the wisdom of sticking to a product

that the trade could guarantee. He still has with him

several of the men that entered his employ twenty years

ago, and many others have service records extending over

a number of years. He is also very capably represented

on the road, Mr. Nelson Reynolds covering Ontario and

the Maritime; Mr. Ross .Archer, the West; Mr. T. Broad-

hurst, Toronto, and Mr. Albert Miraglia, Montreal and
Quebec.

The Roy factory has not been closed this year, except-

ing to take inventory, and is now going ahead at full

speed working on fall business. The manner in which
orders are being received indicates a very busy fall, and
Mr. Roy fully expects to see as good business this year as

was experienced in 1919. He is always on the job him-
self, keeping in the closest possible touch with the factory,

and has his finger on the pulse of the jewelry trade just

about as closely as anyone could. He is also interested in

every movement that is intended for the betterment of

trade conditions, and is ecpialiy alive to the importance of

good feeling between a firm and its employees, much of

his success being no dnul)t attributable to his convictions

along these lines.

Mr. Raymond Ray. Mr. H. W. Macdonald Mr. P. B. Crews.

Built on a Sure Foundation

AMONG the firms engaged in the manufacture of

jewelry in Toronto, that have conne stronglj' to the

front in the last few years, perhaps one of the

best known to the retail trade is the T. W. Capp Co.

Founded upwards of thirty years ago by the late Mr.

Capp, it very speedily secured a standing in the trade for

honest work and straightforward dealing that could not

be surpassed and the untimely death of the principal

probably excited more universal regret than that of any

other member of the trade in many years.

After ]\Ir. Capp's death, the business languished for

some time, but four years ago was taken over by the

present proprietors, Messrs. P. B. Crews and H. W.
Macdonald. Since that time it has developed rapidly and

early in this year, it was decided to abandon the old

premises at 12 Adelaide West. Accordingly the three

story brick building at 176-178 Richmond Street West
was purchased and remodelled throughout, the result be-

ing a most highly suitable and attractive looking factory.

No one looking for the firm can miss it going along

Richmond Street, as the name is the conspicuous feature

of the view and the face of the build'ing has been painted

in a striking fashion that makes it stand out very prom-

inently.

Mr. Crews has always favored the grouping of jewel-

ry industries under one roof and' in pursuance of this

policy, has tenanted the portions of the building not re-

quired for the Capp business with firms engaged in the

l)roduction of allied lines. On the first floor is Sterling

Craft, Limited, a firm of young silversmiths specializing

in the production of sterling silver cigarette cases and
novelties. On the main floor are the offices of T. W.
Capp Co., while in the rear are Friedman and Hurwitz,
specialists in gold rings and L. R. Butterworth, who will

specialize on cuff links, bar pins, etc. The top floor is

devoted to the factory of the Capp Co., and accommoda-
tion is provided for about fifty workmen. A splendia

north and west light is a.ssured, the outlook being free

from any obstructions and the factory is completely

equipped.

A new departure for the firm has been the installation

of a battery of chain making machines which are now
busily engaged in turning out chain of various grades

and colors by the mile. The firm will continue to pro-

duce its general line of jewelry, specializing in high

class diamond goods and also paying especial attention

to fancy engraved wedding rings. The factory has been

(Concluded on page 110.)
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Roden Bros., Limited
Established 1891 TORONTO, CANADA

Manufacturers of —/y ^^^ /if ^ J[ y^^ -^^U^te^

Sterling Silverware
Teaware Hollowware Souvenirs

Flatware Tableware Novelties Toiletware

2)ucbeee Plate^vare (e.p.n.s.)

Teaware (Hard Soldered) Hollowware

All lE)UCbC00 plate is made on nickel silver base.

Rich Cut Glassware
Cut on heavy potash and lead blanks by skilled artisans

TrophyCups, Shields, Medals
in Sterling Silver and Bronze

Messrs. Canadian Selling Agents:

Canada ^^miicd Toronto
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Sof(cu0hneedKumaPaiis Ur^enHy

KUM-A-PARTS retail to consumer

from 50c a pair to $7.50 a pair which

allows the retailer a very liberal profit.

Made in Enamel, Sterling-

Silver, Gold-Filled and 10k.

50 Yonge St.

Toronto

Sole Distributors of Kum-A-Parts

to the Jewelry Trade
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The Montauk Watch Line

The Montauk Watch is made in Switzerland to our specifications on

Standard American Models.

The movements are carefully made, well finished and are perfectly inter-

changeable.

Montauk Watches are fully guaranteed against defect in material or

workmanship. We stock material for Montauk Watches.

16 Size 1(5 Si/.c TiiiK'i 12 Sizo

16 Si/A^.

Nickel S.B. & B. O.F
Empress S.B. & B. O.F. P.P. or E.T.
Empress Hunting P.P. or E.T
Fortune S.B. & B. O.F. P.P. or E.T.
Fortune Hunting P.P. or E.T

Above prices are for P.P. or E.T. Cases
cases are slightly more in price.

7 .Jewels

$14.20
17.20
18.90

20.80
25.70

IT) Jewels
$15.70
19.70

20.40
11.15

13.60
Engraved

12 Sizo.

7 .Jewels 1.5 Jewels
Nickel S.B. & B. O.F $15.00 $16..50
Empress S.B. & B. O.F. P.P.

or E.T 17.80 19.SO
Fortune S.B. & B. O.F. P.P.

or E.T 20.50 22.00

16 Size Timer

For horse and auto racing, timing si)orts or in-

dustrial work, this Montauk Timer is well suited. Made
with start, stop and fJy-back, with 1/5 second gradu-
ations on dial and .30 minute register.

No. 1724—Nickeled Ca.se. O.F., 7 Jewels $18.00

Size 7 .Jewels Alontaiilv Oiitinj;' Wateli

Nickel Case $13.60

Silver Case 14.80

Empress Case 15.80

Fortune Case 17.00

Siz<'. 7 JewoLs Moiitaiilv OiiliiiK Walcli.

Prices ** Trader" List

^ifi GotiDSMHTSis' Stock Co:p^ir\ny

€tf CiVN^\I3>A /JlSilied TORONTO

Tlllllilllllllllillllillllilllllilllllllllllll[!llllllllllllllllll!llllllllll!llllllllllllllllllllllllllllll»^
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BEST MADE IN U.S.A.

TRAVELIGHT RADIUM LIGHTED
ALARM CLOCKS

Nickel Plated, Highly Polished, Seamless Cases

ALL NUMERALS AND HANDS TREATED WITH RADIUM MATERIAL

SUPERIOR AND LASTING LUMINOSITY GUARANTEED

"ETERNALITE"

Long Alarm, Bell on Back

5% Inches High. 4
'/a Inches Wide

4 Inch Silver or Gilt Dial

Numerals, Hands and Cross Radiumized

Corpus painted flesh color

Price - $10.00

"SEEATNITE"

One Day CONTINUOUS Alarm

51/2 Inches High, 5 1/3 Inches Wide

35/8 Inch SILVER Dial

Heavy CONVEX Glass

Price - $9.00

THERE ARE NO BETTER DIALS — THERE ARE NO BETTER CLOCKS

i|||||||||||||||||||||||||||||i|j|i!ll||||1l|||||||||||||||lillllllllllli^^ Illllllllllllllillliilll 11111111:1 Illllllllllllllllll

** Nothing but the Best is Good Enough in Clocks**

il|||||||||||||i|!!lllllllllll!llllllllllllllllllllllllllllllllllllllllllllllill^ !lllllllllllllllllllllllllllllllllllllll!il1llllllilllllllll'llllill Illllll1lllillllllll!llillll!l Illllllllll IIIIIIIIIIIIIIIIIIIIIIIIIIIIII

PRICES CATALOG LIST—SUBJECT TO CHANGE WITHOUT NOTICE

iCK COMl
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To Be Mailed This

Month:

''Ih® Jawakre^ Ekr Ê)©©

A ^^Ibouse of (Bolbsmftbs'" Publication

which is quite the best Jewelry Store

Buyers' Reference Book issued.

Over two hundred pages of Jewelers' wares^

forty pages of colored illustrations. A con-

cise, comprehensive Catalogue, beautifully

illustrated, and priced so as you can show

your customers.

A handy book to have on your counter

when your selection is not varied enough.

Show your Customers " The Blue Book"

'ifii' Goij:&s^aiiTEn3' Stock C©mk.\ny
of GiNABA /iMM^ed

TORONTO
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RADIUMT

lime in s/g/it

day or night
In darkest room on darkest night, the Gilbert

Radium Clock keeps time in sight. A fine all-

time alarm clock with a cheerful face.

Made for real service, it wakes you promptly
with intermittent alarm. A real timepiece.

Place your order for siocl( non>.

QTio GoiLEDs^aiTBis* Stock Co>iKV?nf

TORONTO

u mm^
»

w

Easy

Sales

Nearly every housekeeper in

Canada is already "half-sold"

on the Wilmort Crumb Sweeper.

The extensive advertising from

coast to coast has educated her

to the convenience, economy and
time-saving features of this handy
and attractive home device.

Will you cash in on Wilmort
prestige?

Retail Piice, Each
101—Nickel Plain Cium)) Sweeper .... $ «.«o

(Bright—plain cover.)

1 02—Nickel Emlios.secl j qq
103—Coi)per Plain j'qq

(Brush finish—plain cover.)

104—Copper Embos.secl g qo
1 5—Silver Plated Plain .'

'

jo.'40

(Butler finish—plain cover.)

100—.Silver I'lated Einbos.sefl 10.80

RAOE MABK RIC U.S.PAT OFFICC

Crumb Sweeper "

The Year- 'Round Utility Gift

QXe GOILIDSMETnnS' StOC3^' COMPaVTCT
of G^>^^^\BA /iimled

TORONTO

J
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^Jfie Qfiarm

F all the precious gems which Nature provides for the adorn-

ment of man and (more especially) woman-kind, pearls

alone are perfected by Nature, and require no skill of ours

to enhance their beauty.

The diamond and ruby become valuable as articles of adornment

only when the artisan has transformed earth's crude material into the

sparkling jewels of commerce. But the pearl comes to us full-formed

—mature in all its chaste loveliness, with a delicate iridescence and color

that the art of man cannot improve, and which, after many centuries, it

has but just learned to duplicate.

To write the history of pearls is to record the story of the human race.

Pearls were known to the Chinese at least 5,000 years before the

Christian Era. They are mentioned in the oldest documents written in

Sanskrit. The mound-builders possessed them. The ancient Persians

regarded them above diamonds and rubies. They were treasured alike

among the cultured and refined Greeks and the savage and uncouth

l^t- GouDSMiTMS' Stock Comp^vkty
of 'G^Ni\B)A /JiiiMieii

Soil- I)istril)ii((>rs in raii:i(l:i

.jO yon(;e stkket - - touonto.
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Maoris. The rulers and nobles of Rome, in the height of her power,

scoured the world for pearls to adorn their consorts, and, in the Middle

Ages, this most modest and refined gem shed its quiet lustre in all the

magnificent courts of Europe.

Throughout all time pearls have been associated with luxury, quality

and rank. The very word is replete with suggestions of power, wealth

and splendor. Cleopatra and her voluptuous court, Roman triumphs

and festivals, Indian Rajahs and Princesses, mysterious Eastern cere-

monies, Moslem houris, weird religious observances, court intrigues

—

these and a hundred other associations throng the mind at the mere

thought of this delicate orb of beauty.

But the alluring mystery of its origin and the richness of its historical

significance do not alone account for the remarkable vogue of the pearl.

After all, the beauty of the gem itself is the truest explanation of its

perennial popularity.

And how elusive that beauty is! White and yet full of dainty shift-

ing tints, shining yet with subdued lustre, seeming less to reflect light

than to give it. Not transparent and translucent—its texture creates the

illusion of liquidity, inviting the eye to explore unfathomed depths.

The appearance of a pearl necklace is not easily described. The
subtility of the coloring, the marvelous interplay of glowing lights, and

the superlative attraction of the delicate orbs—each a replica of the one

preceding—cannot be conveyed in words.

No wonder the poetic fancies of ancient bards referred to pearls as

crystallized dewdrops. No wonder romantic lovers thought of them as

the solidified teardrops of their mistress. No wonder, indeed, that the

literature of all races contains innumerable allusions to this most modest,

most pure, and most lustrous of gems.

And this beauty, which the wealth, the fashion and the power of

every clime and time have coveted, is reproduced in all its beauty in

La Tausca Pearls. In every detail which renders pearls desirable for

personal adornment. La Tausca Pearls are perfect. Experts cannot

distinguish them from other pearls worth a prince's ransom. Society

leaders, ladies of the nobility and of great wealth who possess pearls of

untold value prefer to wear La Tausca Pearls, which duplicate their

originals in everything except monetary value. When sold with diamond

clasps (as they frequently are). La Tausca Pearls reveal no incongruity

—the pearls appearing quite as genuine as the jewels used in decorating

the clasp.

miiiiiiiiiiiiiiuiiiiiiiiiiiiiiNiii iiiMiiiiiitiiiiiniiiiiiiiiniiiiiiiiiiiiiiiiiiHiiiHiiuwniiiiiiMiiiiiiiiiiiiniiiiiiiiiiiiiMiiiiiiiiiiMiiiiniiiiiiiHHMimiimiiimiiiiii iii'iniiniiiiiain aiiffiiiiiBanr
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La Collection des Colliers de Perles La Tausca
(The Collect ion of La Tausca Pearls'

Lady Grey Pearls
(I'otnrni (.JiKilili))

A neckllace of pearls with Orieiiital irideseent tints. An
exceptionally handsome necklace at moderate cost. Mounted
with solid gold spring- ring cla.sp and eneayed in graceful,
grey velvet cabinet, lined with white satin and velvet.

Ih-inch Icinilli, i/rad iiiilcd .5/12. 10 k1. i/ohl siiniii/ riii;/ cUi.si) .$2;?.(»0 vavh
IS-inch Iciii/th, jirndttalcd 5/12, 10 kt. ijold .spriin/ riii;/ cUmit 2.5.00 each
'20-inch lein/tJi, iintdnatcd 5/12. 10 kt. (/old .spriiii/ riii/j clasi) 2!>.00 each'
24-inch lenf/th, i/radiintcd 7/15, 10 k(. ijold .sprinn rinu clasjj ;'.2.0(» each
30-i)(c/i lengthy (/rddiiaicd 7/15. obloni/ ivhite gold diamond cUls}).. oG.OO each

Marquette Pearls
{I'oniiiii Qiuiliti/)

A iiuality necklace of e.xtra heavy pearls. Tha pearls which make up
the Marquette possess the soft crenie tint and lu.slre which distinguish
one of the mo.st valuable necklaces of natural pearls. TliLs' necklace is

encased in grey velvet cjibinet, whi'te lined.

15-i)if/i I(it(/I]i, i/nidimlfd 7 12. 10 kl.aold si>riii<i

'•'f ''P $5 1.00 each
IH-iiich Uniilh. (/radiinh-d 7 12. irliih- t/old lili-

</!(( htinrl (i8.0(t each
20-()k7i Icin/th. !ir<idii(ih(l 7 I'l, 1(1 /,'/. iiold siiriiiii

''"." 7 1.00 each
24-inch Iciii/lli. firadiKihil Nil. nhilc i/olil. lira

_ diamond.'^ lUO.OO each
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laTaH.?.".* ]

Look for the Gold Tag

laTa^s
r CVHTHtt PEARLS
i GUARANTEED

I
(will retain THfiRUJSTBC

I

r GUARANTCED 1

WILL RETAIN THEIR I

LUSTRE PEffMANtNTLT]

LSI2E

Every La Tausca Necklace is sold by a Retailer.

LA TAUSCA GUARANTEE
Kvory La Tausca Necklact* has the Gold Medal Ta^- attaehed, liidieatiiif;' that the

pearls ai'e fully Kuai'antc'.-d to be peniumeiit hi tint and histre and proof against i>er-

spiration. body li-'at and atinosijherie conditions. La Tausca Pearls \vi\\ not peel or

roughen through years of wear.

,*S/ t >Aif <^ .' »Pir r *' * / . J- i- f i" tAM 1 «^t* - >iiHSr^^^A Ult^f^^

Martha Washington Pearls
(Ho>t)(iii QiKiUIji)

A necklacr of i|uality pearls of the crpiiie-rosee tint,

solid gold cla.^p; cabineit of grey vrlvet white-lined.
.Miiunteil with

]8-!»c/i. (irddiKilcd >/ 12, 1(J kl. ijoUl .\j)iiii(/ rimj cUtsp
'20-uich. graduntcd 7/12, 10 yt. gold .spring ring clasp
'Zi-inch, graduated 7/15, 10 kt. gold spring ring clasp
2i-inch, graduated 8/17, 10 kt. gold spring ring clasp
30-iHc/), graduated 7/15, 10 kt. gold spring ring clasp
lo-inch, graduated 5/12, 10 kt. gold spring ring clasp
lo-ijich, graduated 7/15, 10 kt. gold spring ring clasp

$1().<»<I each
17.00 each
20.00 each
20.00 each
25.00 each
13.00 each
1 1.00 each
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Tuscany Pearls
(Cynthva Qiialiti/)

Oiif of the achievements of the pearl-makers art. A reproduction perfect in lustre,

tint and weijrht—perfect also in durability. The brilliant and colorful pearls, care-

fully matched for tint and siz(\ repose ujion a ^latin cushion which folds into a case

of grey velvet. Clasp of platinum set witli f^cnuine diamond.

la-iiich hinilli. i/rfKltiiitid 7 11'. itlnl in k iii (liantoiifl clfi.si) .$1)0.(10 each

Lolia Orient Pearls
I Ci/iiIIk II CjKiiJil II)

This is a beautiful neckkice made up of fine

Oriental pearls with a platinum filigree I)arrel

clasp. Cabinet is of srey velvet, lined with white
satin.

lS-)((r/( liiiiilh. i/iii(liiiilril 7 i2.i>lnti-

iiiiiii Ulii/rrc hanil iIiimi) $!>K.OO each
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THE TRADER

''Whose Birthday Comes this Month?"
Miithi'i-. wife, swccllicui't, -sister, (laii.nhti'r, Ki'aiidtndt hcf— tlio u-'irl or Wdinaii nou wish

tu iilfaso. sliould liavo a necklace of l>a Tausca I'earls.

Prices ranse from $350 to $7.00. Each ipearl qualit.v reproduces a distinct variet.v of
priceless pearls in lenptlis from fifteen to thirty inches.

Mirabelle Pearls
(Ci/iiHiiii QiialHij)

The.se dain't.V opalescent l>carls come accurately ma l< lied in size and hues
in lovely creamy timts. The clawp is 14-kl. white f;'(ild. spring rinj;. ;ind cabinet
is of ffrey velvet, white satin lined.

1^-iuch li-iifilh. f/idfliiahfl 7/12. II A/, iiliilc fiolil cl'isp .$10.(10 each

uW^'it

ko0
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This page shows an attractive window card in

colors and 2 newspaper electros—free on request.

Every La Tausca Necklace

sold by a Retailer.

Each La Tausca Nccl(lace

is Guaranteed.

LOOK FOR THE GOLD TAG OF MERIT
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La Collection des Colliers de Pedes La Tausca
(The Collection of La Tausca Pearls)

This collection typifies the highest art in pearl-making, and represents

results expressed by our pearl-makers in France in terms of artistic success

rather than of money.

As a painter studies and labors to make his canvas acceptable to the Judges

of the Grand Salon, so our pearl-makers exert themselves to make their neck-

laces worthy to be placed in "The Collection of La Tausca Pearls."

"La Tausca" consists of necklaces discriminatingly selected for more than

eighty years, and additions to it are made only of those so distinctive and

perfect that their superiority is pre-eminent.

How They Are Obtained

In the year 1 648 a way was discovered to produce an artificial pearl

;

that is, from pearl lustre obtained from a small fish found in the north seas of

inland Russia. This essence is known as pearl "nacre." The older this

"nacre," the finer the texture, and as it ages it becomes more brilliant and ap-

proaches nearer the lustre of genuine pearls, and it is necessary for us to use

pearl "nacre" of great age on our finer qualities.

Pearl "nacre" is the secret of La Tausca pearls and, coming from the

sea, gives it a relation, however remote, to the composition of genuine pearls,

as they are both of water origin.

Kind of Pearls

There are two kinds of pearls, which are called in the trade:

(1) Roman (hollow wax filled) pearls.

(2) Cynthea (supercoated) pearls.

Method of Manufacturing Roman Pearls

The inside walls of hollow enamel beads are coated with pearl "nacre,"

the different number of layers depending upon the quality of pearl desired.

After the "nacre" is dry, the hollow space left inside is filled with wax, the

quality of wax also depending on the weight of the pearl desired.

So occasionally the wax in Roman pearls, when they are subjected to

extreme heat, will melt and run out, but this in no way injures the pearl, as

the wax is added to give weight and if it emerges it can be easily removed

and the pearls are just as beautiful as ever.

The question one asks is, "What makes the difference in price on La

Tausca Roman Pearls?" Here is the answer:

o

o

uW^at
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1st. The difference in quality of pearl "nacre."

2nd. The difference in quality of the enamel bead.

3rd. The selection of perfect pearls. The percentage of rejections of

each La Tausca quality is very large and from a lot of pearls made at the

same time, although all subjected to the same process, about two-thirds will

be first quality when finished.

4th. The finer Roman Pearls are Orient. That is, iridescent tints and

colors show on the surface; this effect is produced by burning colors into the

enamel bead. The finer the iridescent colors, the more expensive the pearl.

Method of Manufacturing Cynthea Pearls

Up to four years ago the super-coated pearls on the market were inde-

structible only in so far that the pearl was on a solid base instead of a hollow

bead, like the Roman pearl. Up to this time indestructible pearls, when
subjected to heat, water or perspiration, would melt, but on La Tausca

Cynthea super-coated pearls we guarantee absolutely that they will resist

heat, water and perspiration, and, with proper care, will last a lifetime.

Before this time, we had used a proportion of gelatine in the essence which,

when heated, would melt; but now a mineral matter which cannot be affected

is substituted instead of the gelatine.

La Tausca Cynthea Super-Coated Pearls are made on a solid enamel

base with coating of pearl "nacre" on the outside, the quality of pearl de-

pending upon the number of layers of pearl "nacre." On cheaper qualities

three or four layers being added, while on our finer qualities there are from

twenty to thirty-five layers. Each layer refines the preceding one, and in

order that the pearl may be thoroughly dry, at least 24 hours must elapse

between each coating.

Difference in Cost of La Tausca Solid Indes-

tructible Pearls is Caused—
1st.—Quality of the pearl "nacre."

2nd—Number of layers of pearl "nacre."

3rd—Difference in the base. As in fine qualities we use an imitation

opal base, the changing colors of which reflect through the coating of pearl

"nacre" and gives the pearl a fine, soft, genuine lustre.

o

o

A
o

The Care of Pearls
E-

La Tausca Solid Super-Coated Pearls will wear exactly as well as gen-

uine pearls if accorded the same treatment.

We string La Tausca pearls only on heavy silk thread. That is the only

LATAHf.=.*
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substance yet obtained that will allow pearls to hang gracefully and naturally

on the neck. Some customers request pearls to be strung on chain, but this

blackens the pearls and is generally unsatisfactory.

The thread on which pearls are strung will become soiled after being

worn for some time. The thread becomes damp and particles of dust and

powder will adhere to it, and then the pearls darken from the thread. But

if the pearls and thread are kept clean with a soft cloth, chamois or tissue

paper, there will be no trouble in this way. Quite often a woman wears a

pearl necklace constantly, night and dry, subjects them to water, etc., and

never thinks to wipe them off, but if they are kept nice and clean all the time

they will always look nice. It is well to note this simple fact as it is very

valuable.

Selling Points

There is nothing in a jeweler's stock easier and more profitable to handle,

comparing it with all other items, than La Tausca Pearl Necklaces.

Not an argument can be found against them.

Silver has to be cleaned continually.

Cut glass is under the eternal danger of being broken.

Certain classes of jewelry go out of style, but pearls go on forever, as

from the time of Cleopatra they have always been worn and admired.

And so one can go down through the line, and they will find that pearls

do not deteriorate in value, that they are attractive, and that the desire of

every woman for a pearl necklace makes them salable, if properly displayed.

With these points in favor of pearls, there is one important step further,

and that is that they must be La Tausca, as every La Tausca Pearl Necklace

is FULLY GUARANTEED. We would much prefer at any time to

exchange a necklace rather than have a dissatisfied customer.

So we deduct

—

1st—That it is good merchandise to carry from the dealer's standpoint.

2nd—That it is a salable article owing to a woman's desire to possess a

necklace.

To Determine what Sizes mean
A necklace 6 10 means the smallest pearl will be size 6 and the necklace

will be graduated from that size up to size 10, the largest that would be on

this particular necklace. This also applies to other graduations.

m^ Goi^sMnTHHS' Stock Cdivipai^^"

Sole l>islri!)ii(<>rs in Ciiiiiula

.-.() Y<)\(iK STRKIOT TORONTO.

"7

o

o

A
o
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Dame Fashion's Smile

^^ .\\'S a critical spectator of the changing modes,

^S "Dame Fashion has smiled' upon the jeweler, and
^"^ has given him his chance to be as necessary to the

modern woman as is her modiste—for Fashion has decreed

th^t waists and gowns are not complete unless the finish-

ing touches are given by the use of an appropriate neck-

lace, bracelet, pin, or earring."

As a matter of fact, whether or not it is due in some

measure to the recently inaugurated publicity campaign

for jewelry throughout the continent, jeweled ware for

both women and men is coming into ever greater promin-

ence. In addition, there are increasing numbers and

styles of necessary dress accessories, of ever growing

beauty and usefulness.

The first point to note is thai

of color. Unquestionably this

is due to the psychological in-

fluence of peace, and may well

be expected to develop through

several years before reaching

the climax. Immediately upon the

signing of the armistice gaudily

colored beads and fabrics began

to make their appearance. In

jiart it was blamed on Czecho-

slovakia and Serbia, the output

of whose craftsmen filled Lon-

don and Paris windows plead-

ing for purchasers on humani-

tarian ground's. From a charity

thev became a fad, and from a

fad. a rage—but charity was not

to blame. The rage would have

developed in any event, and

spread throughout the world

from whatever country spon-

sored it.

Although colors have spread

to other articles of dress and

jewelrv. the popularity of the

bead, both in necklaces and on

l)ags. has not only held its own

but has grown and developed.

Necklaces will be seen this fall

in more elaborate and more

beautiful forms than ever, while

the charming effects developed

in the case of bead bags may be

seen from the illustrations ac-

companying this article.

The effect of the trend of

fashion on the market for col-

The Trader.

Chiffon-like in its softness, and with colors which
are rich, yet soft, this bag is one which any woman
might be proud to possess as an accessory to her fall
costume.
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ored stones was to deplete it almost to the vanishing point.

During the spring there was almost a famine in these, so
great. was the demand. Conditions have improved some-
what—due in part to the stimulus created in the mining
of these gems, both precious and semi-precious.

But the original demand, of course, was mainly from
niaintfacturers and importers who read fashion's trend
aright. The poi)ular demand—that of consumers—is only
now beginning to reach attractive stages of its growth,
and may be expected to continue at least until the time
when bright and pleasing colors in jewelry have become
so universal as to set the leaders of fashion off on an-
other tack. As yet they are contenting themselves with

passing on from one alluring

combination to another.

For the moment, green stones
are having things their own
way. In the precious stones,

fashion centres report a really

good demand for emeralds,
while fine Chinese jade also is

:n favor. Green tourmalines
are wanted, too. In the demand
for other than green stones sap-

phires and aquamarine hold high
l)laces.

As regards the last named
(than which, in the writer's

opinion, there is no more beau-
tiful stone), a leading- Xew
York jeweler comes to bat with
the remark, according to the
"Keystone": "The kings and
queens of the cinema have taken
up the aquamarine in deadly
earnest and I am in the market
now for this line."'

This authority states that the

moving picture stars do much
to make the trend in jewelry
novelties. In proof of his asser-

tion he cites several instances

to prove that the screen folk

make the little world of Vanity
Fair go 'round. One point he
emphasizes in his di.scourse is

the present-day popularity of

the ring with large stone

—

amethy.st, topaz, coral or onyx
—-and the sudden popularity

showered on the cameo. And
there are other strong indica-
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tions tliat most people take their tips from tilmdom.

"I watch the performers very closely for my informa-

tion on what the public is going to wear and I seldom go

wrong," he said*. "The other day one of my saleswomen

reported to me that she had sold Dorothy Jordan a large

gold ring with an immense amethyst settipg. A few days

later I learned that "Fatty" Arbuckle's wife had been in

the store wearing a cameo of fully fifty-pennyweight di-

mensions. She did not

buy anything, but the
~

f1

cameo was so large

that all the salesi)eople

noticed it. The design-

ers may introduce the

novelty, but the people

who go to the pictures

make the demand and

they get their tips from

the drawing room
scenes we all know si

well."

Of course one may

ask how the movie fan>

'•get wise" to the fact

that their idols are

\vearing stones of this

color or that—since tlu-

screen shows no differ-

ence. Remember thai

there are moving pic-

ture periodicals which

are bought ravenously

by the true imovie fan,

and which describe

faithfully every little

fad of the idols above-

mentioned.

As indicating that the merchant in

question believed in his own theories,

there was evidence in the shape of

heavy bar pins, cuff links, coral, jade

and heavier rings. Corals and cam-

eos were purchased in hundreds for

this shop to meet the great demand.

'"We sell a great many cigarette

cases to both men and women." was

further wisdom from the same oracle.

"This fad can be traced to the 'mov-

ies' also and the larger these cigarette

cases get in the pictures the larger

the consumers demand them. As I

know from observation, the hero of a

cinema drama is never at homie with-

out his case holding forty smokes.

This case is generally in gold, which

is also an insistent note in present de-

mand. For the performer's purpose

these immense things are all well

enough, but I do not know where they

find a place in the crowded pockets

of the average man." i

Outfitting the legs and feet of their

women cu.stomers is another task that may soon evolve

upon the jeweler, and when we pause to think how care-

fully women avoided attracting attention to the personal

attributes a few years ago the inclination is to watch out

sharp for future shocks.

A Fifth avenue jewelry buyer recently back from

Paris, said that at the races there recently he noted that

the Egyptian influence was clearly apparent in both the

An exquisite pair of bags, whether you admire stripes or flowered
designs. The former's simple severity has an unusual touch of elegance
about it, which is rivalled only by the ornate beauty of the other,
both in its bead-work and in the quaint design of the silver clasp.

dress and gems of the women present. He declared that

one woman of fashion was wearing a diamond anklet.

very thin and flexible, in the form of a serpent, with emer-
ald eyes. There were other anklets, too. Some of them
were chains of gold, others of platinum, worn under the

stocking, as women have been wearing them for years.

But the serpent anklet was worn over the stocking.

Slipper buckles will soon be more popular than ever.

In addition to artistic colored enamel
l)uckles and those of the beautiful

Colonial design, there are attractive

black-and-white buckles, rhinestone

buckles and also those set with dia-

monds or crystals. The shapes are in

almost every conceivable form, with

the bow-knot, half-moon, oval and

double-frame designs standing among
the leaders.

Slippers appear this year as a com-
bination, colonial slipper and gemmed
buckle where the .slipper is of satin

brocaded in a silk and satin stripe,

hijih heeled, and with a high-standing

tongue below which a small geni-s'.ud-

dcd buckle is mounted. These new
tongued' slippers are after the Eliza-

bethan footwear. They come with the

tongues fluted or gathered into a ros-

ette and the buckles are studded with

gems or fomied of silver and rhine-

stones.

In this also we have the movies to

thank in i)art for the spread of the

fad.

Black opals, those

glorious blue and green

shot gems, are being

offered this year gold

mounted to bring out

their color, patterned in

beautiful pierced work
designs and set in

brooches, pendants and
finger-rings, says "The
Rambler." One of

these pendants holding

a square shaped black

opal has an oval con-

tour long and narrow
and a chain after the

sautoir variety with

the second opal set at

the cross of the chain

work. \ finger-ring,

()|)al-mounted, has a

gold-rimmed land and

a single circle of the

gold makes the gem-
mounting. For the
brooches and barpins

—

.

smaller opals are
grouped in clusters or

single large gems are used to make a central stone and
the openwork gold forms an open fan of piercing or

branches out like wings on either side.

Some vanity cases are gold-bound for their edges with

moire ribbon for the fluted sides of the cases, and the shir-

rings of the bags. Beside the more usual little articles in-

cluded in the fittings of these bags and cases, smokers"

things are now taking theiir place as a regulation bag fitting.



THE TRADER 109

Taking Stock of the Other Fellow's Experience

THE three men settled themselves comfortably in the

Pullman smoker and talked. Naturally enough the

conversation drifted to business. It was soon

apparent that one of the men was not a travelling sales-

man, as were the other two. He was a successful small-

town retailer.

"I am taking one of my yearly trips around the coun-

try,"' he explained. "Nothing 'in particular to do. Just

my way of spending my vacation. I drop off here and

there, walk through the business street of the town, and

whenever I see a fine-looking store that seems to be doing

a good business I just drop in to talk to the proprietor and

ask a couple of questions.

"I have done this right along for several years. I

have found it a profitable way of spending my vacation

time. I generally return to my store with a lot of new

ideas and lots of new courage to start new things. Two
weeks or so spent in visiting other stores affords me a

pretty good education in retailing.

The dealer paused a minute, left his seat, and returned

shortly with a handbag. He drew out a neatly typewritten

list.

"Whenever I have the time," he said, "I dig into some

of the trade papers that I receive, and here and there pick

out the name of a dealer in some city who is reported to

have made a success in some particular phase of mer-

chandising. It might be some obscure retailer who has

been using a successful system of follow-up letters, or

one who has increased his sales five per cent, in one year,

or it might be a dealer who has been using some handy

accounting system. If it looks like a pretty good idea I

drop the dealer a line, telling hiiro that I read a trade

paper article describing one of his successful stunts, and

sometimes requesting some further information. At times

I ask whether he would object to a visit to his store. As
a rule I receive a cordial invitation to drop in for a chat

whenever I am around.

"Hardly necessary to say, I have found that to be the

most effective way of using my trade paper. I got the

idea several years ago when I visited an organization of

department store men over in New York. The secretary

of that organization told me it was the practice of the

members to take periodical trips to high grade stores in

various parts of the country, in order to get acquainted

with some of the merchandising systems practiced in these

stores.

"For instance. One store was reputed to have been

making excellent use of its delivery service. The thing

went around, and the secretary finally arranged a party

of some of the members of the organization to visit that

particular store. In a short time each of them had adopted

the idea, in all cases with uniform success.

"The executive secretary acted as a sort of clearing

house of information for the benefit of members of the

organization. He tipped me off that he had been making
liberal use of trade papers for that purpose. I decided

to take up his idea. I marked the articles that suggested

new ideas, very often clipping these articles and filing

them away for future reference. During the summer I

decided to take a trip to the middle west. Before going
off I looked through my file of trade papers and picked

out the names of successful stores in that territory. Dur-
ing the trip I often found it convenient to drop in to see

some of these merchants.

"The other day I happened to be in G . I had a

couple of hours on imy hands. So I walked through the

business street. I noticed a fine looking store that I re-

membered having read about in my trade paper. The
storekeeper extended a warm invitation to look through

his organization. I spent a profitable hour, learning a

thing or two. I left the merchant to keep an appointment,

returning later in the day to have lunch with him. He
promised to drop around to see me when he gets around

my way. We are now the best of friends, and we often

exchange ideas by mail.

"I don't care in what line of bu.siness you are, you

can always learn from the experiences of the other fellow.

It's all right to take stock of your own experiences, and

to talk about them. But it is equally, if not more, profit-

able to see what the other fellow is doing and taking a

tip.

'"That's why I often find it profitable to learn from a

fellow who runs a different kind of business from mine.

If a fellow in the furniture business has discovered a

workable plan for checking leaks in profits, does it mean
that the clothier, or the furniture dealer, or the druggi.st,

cannot adopt the same idea to suit his own needs?

"I lost money until I found it out. Mine is a retail

business in a city of 8,000 inhabitants, located just twenty

miles from a city of 300,000'. As a small store it was in

a class with all other stores in our kind of a city. My
volume of business was approximately $40,000. The aver-

age stock at the time was in the neighborhood of $20,000,

and the net profit did not exceed $3,200, or something like

8 per cent, on sales.

"This figure represented an average covering a period

of several years and demonstrated the fact that I was face

to face with the most deadly disease known to merchan-
dising—-'a business in a rut,' or at a standstill.

"Time and' again I was reminded of the old saying

which advances the theory that nothing can stand still

—

it must either go forward or backwards. My chief thought

concerned which direction my business was going to swing,

and the more I thought along these lines, the more coai-

plex the situation seemed.

"As I look back over that period of distress, the one

error which blazes forth most prominently was the fact

that I kept very close counsel. My salespeople—without

the slightest reflection upon their loyalty—-were not en-

couraged- to share any of the store's problems or my
worry.

"My next great mistake was a lack of perspective

which could have been gained by studying the methods
of more successful stores in other cities. We were float-

ing along on the reputation of 28 years of successful -busi-

ness, unmindful of the fact that our trade was being edu-

cated' faster than the store was meeting changing condi-

tions.

"A determination to get at the real facts and arrive at

some solution if possible, led first to an analysis of the

records which showed that my total cost of 22 per cent,

for doing business was very conservative. The average
gross profit of 30 per cent, was the best we could hope for

so long as competition forced a low level of prices through
continuous bargain type advertising.

"When I finally decided to discuss the situation with

my banker, it was as if the load had been partially lifted

at least. And the banker spoke mighty frankly to me,
beginning with his personal impression of my bu.siness in

comparison with that of other institutions in other cities.

He explained his views regarding the merchandising plan

of my kind of store as a unit, and wound up by frankly

saying that if he were seeking an opening for a high class
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store, he could not ask for a better opportunity than our

town offered.

"Fortunately the interview was interrupted just at this

stage and I could not get back to the store quickly enough.

A course of action was taking form rapidly in my mind.

Many thoughts seemed to flash across my brain at once.

"How much of my legitimate trade was going to the

city ?

"Where were they going, and could they he headed

off ?

"If this business could be turned back to me, how
nuich dift'erence would it make in my sales?

"Is this a more desirable class of trade, and would

it tend to raise my average net profit?

"'How did my store compare in appearance and ser-

vice, and how much of an influence were these factors?

"Never before had this last question appealed to me
with such force. I decided to investigate and so I went

up to the city and direct to the best competitive store

there. As I entered the general atmosphere or tone of

the store did seem a wonderful contrast to mine. A cas-

ual glance here and there convinced me that the merchan-

di.se on the whole was of no higher class than ours, but

this merchant was getting better prices in many instances.

"This seemed a very significant fact. The same imer-

cliandise! Higher prices on the average! Yet drawing

business from our town some twenty miles away.

"There seemed to be but one answer to the question

—

store appearance which enhances the value of merchan-

dise. It is true that much attention was given to display

—not showy, l)ulky display.s—but dignified displays behind

glass compartments, which worked in as i)art of the store

equipment.

"Many of the lines were handled in glass front draw-

ers which presented a great contrast to my plan of stock

boxes of various colors, some with broken lids through

which the dust and dirt sifted. An obliging salesman

took i)ains to explain in detail the .store's system in dis-

playing goods.

"I could also see where the service was much more

efficient than mine. The stock was so arranged and the

equipment was such that by pulling down an entire stock

of a given size at one tiiiie a big range of articles were

shown in a few seconds, and the old stock was displayed

alongside the new. I could see where a smaller stock

could show up to better advantage and wherein the mer-

chandise would turn faster with less depreciation, and

less selling expense. 1 could also appreciate the fact that

merchandise displayed amid such surroimdings would

attract the buyer with greater force and at the same time

appear w-orth while.

"I personaUy dreaded to go back and face the situa-

tion. I realized the truth in what my banker had said, and

were I in the position of some of our people, this store

would draw me in just the manner that I would pass a

dingy, poorly equipped restaurant for a modern, comfort-

able cafe with a pleasant environment.

'T shall not relate incidents of the days, weeks and

months which followed, but before a year had passed I

was a])le to present to my trade a thoroughly modernized

institution which was on a par with, if not more attrac-

tive than the store which was taking my business.

"During the first year the volume of business juunped

from $40.fXX) to $32,000. or a 30 per cent, increase. My
gross profits on sales was increased 1^ per cent, and my
net profit was increased as a result of several economies.

This additional business was handled with the same sales-

force which cut the item of clerk hire 1^ per cent. The

general expenses were oftly slightly increased, which gave

me another IV2 ner cent, net."

The three men settled themselves comfortably in their

seats. The dealer took up his favorite trade paper, bit

oft' the end of a cigar, and turned the pages of the publi-

cation thoughtfully as he smoked.—-J. K. Novins in "The
Xorthvvestern leweler.''

Exquisite Forms in Glassware
(Continued from page 69.)

wonderfully satisfying nevertheless for each is a work of

art in itself.

"Have you a school?" I asked, "and are you training

any one to carry on your work ?"

"Not in the sense you mean," replied the artist.

"Everything you see I make myself personally, but I al-

ready have my imitators who might be said to belong to

my school of design." - Mons. Lalique himself supervises

every stage of the production of his vases and the glass

he uses is actually made in his workrooms.
The war was a terrible i)eriod for him, mentally and

spiritually.

"It came like a frightful blow," he said, "and we
were so unprepared that we were almost overwhelmed.
I per.sonally could create nothing. I spent my time dur-

ing the war making glass test tubes and beakers for our
hospitals for I feh I had to do something useful, but the

insi)iration was gone for my work. I cannot tell you how-

difficult it was to begin again after such a long period of

stagnation, but little by little my interest returned and I

am now working a great deal."

We ])arted at the doors of the studio, great massive
doors of wrought iron, framing slabs of carved glass.

"The first piece of glass work I ever did," he replied to

my unspoken query, as he indicated a border of nude male
figures that might have been inspired by the Olympic
games. A touch of an electric button and the heavy doors
leading to the street clicked open. Frosted on the glass

was a design of pine cones and needles protected by the

wrought iron grille. To the very bonndary of his domain
the artist had surrounded himself with a sympathetic at-

mosphere, determined that no banality .should mar his in-

spiration.

"How extraordinary that such originality, such inde-

pendence of thought and creation should exist in such a

conservative country as France," I reflected as I strolled

down the Cours la Reine. "In their outward and visible

form the French are intensely conservative, but in their

inward and spiritual thought they have outdistanced the

leaders of all other nations."

Built on a Sure Foundation
(Continued from pugr 86.)

closed for the annual vacation but the staff is now back

at work and the jilant will be running at the fullest pos-

sible capacity from now on.

The offices of the firm are furnished in exceHent taste

and equipped with all possiMe labor saving devices.

Special vault accommodation has been built in and every-

thing is immediately at hand when required. The re-

presentatives now on the road are Mr. H. A. Stone, who
looks after the Ontario cities, Quebec and the Mari-

time ; Mr. E. Corbman, who covers Toronto and Western

Ontario and Mr. Geo. C. Brymer. who has the Western

territory. With such a representation and equipment,

directed' by so capable a management the company has

every prospect of great development and with the policy

of steadily upholding its old-time reputation, should have

no difficulty in holding the confidence of the Canadian

retail trade.
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Profit Schedules
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By H. VICTOR WRIGHT

Director, Jci^'clcrs' Research Bureau, .-hiierican Natioual Retail Jewelers' .-issociatiou.

THE Jewelers' Research Bureau is placing in the

hands of its subscribers at this time Profit Sched-

ules figured on a percentage of Sales rather than

on a percentage of the Cosit of Merchandise.

It has become a custom when referring to the cost of

doing business to speak of a given percentage upon sales,

as for example: If the net sales of a given year were

$75,000, and the cost of operation was $25,000, we would

refer to our cost of doing business as 33 1/3 per cent.

—

that is, 33 1/3 per cent, of ithe net sales.

In determining what margin of profit to jjlace upon our

goods, it has become an equal custom to sjieak in percen-

tages, but unfortunately, in the latter instance we have

almost invariably spoken in percentages upon the cost of

goods to be sold, rather than in percentages upon the re-

tail or selling prices.

For example: If we ha\'e purchased a bill of goods

for $1000, we say that we w ill add a profit of 50 per cent,

and obtain $1500 for this particular merchandise.

This custom has been the cause of endless confusion

and frequently much loss upon the part of those to whom
accounting imethods and the problems of good merchan-
dising are unfamiliar.

Indeed it has frequently been assumed that if the vol-

ume of sales was $75,000 and the cost of doing business

only $25,000 (33 1/3 j, ^that a mark-up of 50 per cent,

upon cost would insure a very comfortable margin of net

profit—and many a jeweler has operated upon this as-

sumption to his lasting sorrow.

It is, therefore, in the hope that this confusion may be

destroyed, and at the same time as an inducement to a

constant knowledge of the cost of doing business, that the

Bureau is placing at the disposal of the trade at large,

schedules which indicate percentages based upon selling

prices, rather than upon cost.

-Among the advantages to be derived from the general
adoption of this revised method of marking goods we
would include: (1) Dealing with smaller percentages of
profit; (2) The elimination of much guesswork in estab-

[i.shing retail prices, through a better acquaintance with
the co.st of doing business which this revised method would
encourage; (3) A quicker realization of the net profit in-

volved.

Briefly discussing these three advantages, we would'
say in the first place that dealing with smaller percentages
of profit will often serve to disabuse the mind of the re-

tailer who questions whether he is justified in adding to

his laid-down or invoice cost a percentage which is really

essential to his existence, and it will similarly correct the
mistaken conception in the mind of uninitiated employees
—extending often-times to the general public—who regard
the percentage added to the cost of goods sold' as unrea-
sonably large, while ignoring the fact that the invoice

cost of merchandise is only one factor in its cost, and that
the cost of doing business must all be covered in the per-

centage which is added to the invoice or laid-down cost.

In the second place, we believe that dealing with a

smaller percentage—the percentage upon selling price

rather than the percentage upon cost—will greatly en-
courage the determination to constantly know the actual

cost of doing business—in order that it may be adequately
covered and a reasonable percentage of net profit remain.

The third advantage is explained by the fact that when

the cost of doing business is known, which is always ex-

pressed in a percentage upon sales, for instance, 35 per

cent., and we are dealing with percentages of selling prices

rather than percentages added to cost, for instance, 45 per

cent., then the net profit applying to every transaction is

readily recognized as the difference between the two per-

centages employed—as for example, 10 ])er cent, net profit

on sales in the instance quoted.

Probably the incorrect pricing of merchandise is as

responsible as any one factor for the surprises and disap-

pointments which the end-of-the-year showing so fre-

quently occasions, and' this incorrect pricing of merchan-

dise is largely attributable to errors in computing profit

percentages.

Many a retailer has been misled by the statement.

which is in itself entirely correct, that goods purchased

at $10.00 per dozen which will sell for $15.00 per dozen,

will yield a profit of 50 per cent., and has assumed that

since his cost of doing business is probably around 33 1/3

jjer cent., there is a very sub.stantial margin of net ])rofit

involved.

The fact that the 50 per cent, profit referred to is a

[jcrcentage upon cost, and the 33 1/3 per cent, referred to

is a percentage of sales, is lost sight of—^the fact being

that 50 per cent, upon cost would yield $5.00 per dozen,

whereas 33 1/3 per cent, of $15.00 is also $5.00, so that

even assuming that the retailer knows his cost of doing

business to be 33 1/3 per cent., and no items of expense

such as depreciation, rent of store that is owned, salary

for self and family, etc., have been overlooked, the sale

of this merchandise has been without profit.

The schedule which we are submitting for the con-

venience of the trade should serve to correct these misun-

derstandings and if generally adopted will, we believe,

result in a more intelligently conducted and consequently a

more profitable business.

To illustrate the use of these schedules, let us assume
that the cost of the article in question is $6.60 and that

the cost of doing business is 30 per cent., which, with 5

per cent, excise tax to be added, gives a total of 35 per

cent., and that a 10 per cent, net profit on sales is desired,

then it will be necessary to provide for a total mark-up
of approximately 45 per cent, of the selling price. .See

column headed 44^ per cent., which is equivalent to 80
per cent, added to cost.)

By reference to the schedule, it will be readily seen

that a 45 per cent, applied to a $6.60 cost is $12.00. In

other words. 45 per cent, of $12.00 is $5.40, which, added
to a $6.60 invoice cost, gives a selling price of S12.00.

(^f this $5.40. $3.60 represents the cost of doing business

(30 per cent, of $12.00), 60c will take care of the 5 per
cent, excise tax, and the remaining $1.20 represents the

10 per cent, net profit on sales which you desire.

The same principle can be applied to the use of these

schedules whatever the laid-down or invoice cost may be

—finci the amount in question in the column headed "Cost."

detemiine (1) the co.st of doing business (including ex-
cise tax) ; (2) the amount of net profit on saks to be de-

rived^—add these together and in a column headed with

this percentage find the .selling price.

This selling price will take care of the cost of doing
business and give you the net profit on sales which you
are seeking, and while the percentage which produces this
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Where the Best in Toilet Ware is to be Found

E. A. KANTEL, Limited, '''',89 CHURCH ST
Toronto, Canada

A Corner of our new Showroom

Displaying

FRENCH IVORY and REAL EBONY BRUSHES
and TOILETWARE

DIRECT FROM FACTORY TO YOU
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selling price might—if based upon cost—seem large, when
based upon sale price it will appear more conservative,

and what is of infinitely greater imi)ortance, will be read-

ily seen to be essential if the cost of doing business is to

l)e covered and a reasonable percentage of net profit re-

main.

If we are marking silverware at 60 per cent, upon cost,

then this will be found to be equivalent to ilyz per cent.

of selling jjrice, and those of us whose cost of doing busi-

ness is 30 per cent, and over (exclusive of a 5 per cent.

excise tax), and who realize how large a percentage of

engraving, delivery and other incidental expense applies

to this department, will quickly realize the need of greater

profits in order to afTord adequate compensation in the

handling of silverware.

Or if we arc marking silverware at 7(t i)cr cent, upon

cost, then this will be equivalent to 41 per cent, profit on
selling price—which is surely not unreasonable if the cost

of doing business is o\'er 30 per cent.

We feel that we cannot lay too great emphasis upon
the desirability of using the selling price rather than the

cost as a basis for the figuring of profit percentages.

In this connection, the following table may be fomid
useful, viz.

:

.^ per cent, added to cost is 4-)4 i)cr cent, on selling jjricc
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To those who are interested in the relation which per-

centages of selling price bear to percentages on cost, the

following schedule may also be found helpful, as the

equivalents are exceedingly easy to grasp:

1/3 of Selling price is equivalent to 1/2 of the cost.

1/4
'• ••

1/3

1/5
• '•

1/4

1/6
" '•

1/5

1/7
" "

1/6

1/8
" "

1/7

1/9
" ''

1/8

1/10
•• •'

1/9

2/5
•' ••

2/3
2/7

" "
2/5

2/9
" "

2/7

3/8
" '•

3/5

4/9
" "

4/5

.Additional cojjies of the schedules (a free copy of

which our Bureau is sending to every subscriber to our

Sustaining Fund for Reseiirch Work) may be secured

upon application to Jewelers" Research Bureau, 439 South
Broadway, Los Angeles, California, accompanied by
stamps, 12 cents (10 cents per copy and 2 cents postage).

For the convenience and profit of our craft, we cordi-

ally urge the earnest consideration of their use.

In a subsequent article we will endeavor to show an
additional advantage that can be realized by adopting the

above schedules—in their application and use in determin-
ing the Monthly Gross Profits of your business and the

Estimated Inventory or unsold Merchandise on hand upon
the first day of each month, thus furnishing reliable in-

formation which every jeweler should have in order to

run h;s l)usiness successfully.

A Blessing to the Small Town Retailer

By W. HamiUon, in Credit Men's Journal

:t is no news to the business man that he must face

economic changes. He has been facing economic

changes for many years. Every live man must prepare

himself for changes in methods due to advancement of

human energv- and changes in methods and increases in

conveniences. I refer particularly to the efYect upon the

smaller town merchant, due to the continuous develop-

ment of roads and the increasing use of automobiles

by the farmer and townsman, partly as a result of better

roads, partly due to the increase in wealth of the com-
munity. This type of merchant realizes that his custom-

ers can now go twenty miles to do their buying outside of

the staple lines, which they are kind enough to purchase

from him—the lines on wdiich he makes the smallest mar-
gins of profit.

But there is another phase of this economic develop-

ment which the small retailer should not overlook. If

the consumer can travel many miles to the larger com-
mercial centres, the small retailer can drive to his custom-

ers with his car, and on these same good roads, carrying

with him goods of various kinds for the orders to be de-

livered next day, and explaining other lines which he

carries. He might even buy a pedlar's licence, so as to

deliver certain lines. The enterprising retailer can greatly

extei:d his trade by going after it, for it is a well known
fact that people will buy a great deal more merchandise

in a year if they can see it than where they buy it from a

catalogue.

Unquestionably there will be developed by the large

mercantile centres, a special type of catalogue, colored

illustrations, colored photographs, covering the more ex-

pensive merchandise, the carrying of which is impossible

to the small retailer with his limited capital. By showing
these in outlying trade he can get many orders which he

can deliver much more quickly than the mail order house

could possibly do, for he can wire his wholesaler to ship a

certain number of stoves, or sideboards, etc., and then

have them on the way within twenty-four hours. This

plan refers only to the high-priced bulky goods which

the average merchant cannot stock plentifully, such as

cook stoves, base burners, sideboards, brass bed sets,

tables, high priced chairs, dresses and cloaks and mack-
inaws. You may s.ty that the customer will not buy from
a catalogue. The mail order houses demonstrate that the

customer will buy five hundred .millions a year from cata-

logues and the catalogues touched upon will be infinitely

more beautiful and more satisfactory than the mail order

house could possibly furnish. Then, again, there is a local

pride on the part of the inhabitants of a community, and

the retailer should build upon that pride. His townspeople

will patronize home industry if personally appealed to and

pro[)erly ser\ed.
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Since 1881 our ivy-clad factory building on King

Street West, Toronto, has been used for the mak-

ing of fine Silverplate. To people in every part

of Canada the trade names 'Heirloom' and 'Rogers

1881' brings again to memory their visit to Toronto.

Many Jewellers have visited the Display Room
formerly at the Factory. This Display Room is

now located in the Kent Building, on Yonge Street,

at the corner of Richmond. It was removed to the

down-town address two years ago for the greater

convenience of Jewellers visiting the City.

When in Toronto, be sure to come in and view the

display of Flatware and Hollow Ware. We know

of nothing finer or more interesting to the trade.

CANADIAN WM. A. ROGERS, LIMITED
Downtown Showroom ; Kent Building. Office and Factory: 570 King St. West

TORONTO

Ta

Silverware Factory,
Toronto.

Down-town Show Room,
Kent Building, Toronto.
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This is the ^Heirloom ^

picnic at Oueenston Heights
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SHEFFIELD and Birmingham have long maintained a

world-wide reputation for the finest productions m
Silverware, and it is from these two centres of the industry

that many of our skilled craftsmen have come.

The handiwork of these trained experts is fittingly exem-

plified in the artistic and harmonious 'Heirloom' Plate designs.

In 'Heirloom' Plate we have created a good will which

becomes an asset in your business and increases the confidence

of your customers and their purchases as well.

It is good business to deal in only the best, and you are

assured of this when you sell 'Heirloom.'

Made in Canada b^ Canadians.

CANADIAN WM. A. ROGERS, LIMITED
Downtown Showroom: Kent Building. Office and Factory: 570 King St. West

TORONTO
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Line up the Fall Business

By Hoxvard Broxvn.

COMPLAINT has always been made of the jewelry

trade that it confines itself too closely to the two
great gift seasons of the year—June weddings and

Christmas. There are two ways by which the condition

can be remedied to a certain extent. One, of course, is to

get away more or less from the gift idea, and encourage

peo])le to regard the wares of the jeweler as things which
it is quite proper for them to purchase for their own use.

A second' is to extend the gift idea through other seasons

of the year. A third is for the jeweler to embrace in his

stock a greater variety of articles of the sort which sell

fairly steadily throughout the seasons, or especially well

in otherwise dull seasons. Naturally, no one of these, nor

a combination of all of them, will suffice to spread the

jeweler's business evenly over the twelve months of a

year, bnt at least they will help to remedy the existing

situation.

The fall season, now approaching, gives particular ad-

vantages for the application of these principles. First let

us line up the various outstanding events of the season.

Chronologically, they are

:

The fall openings.

Hallowe'en.

Thanksgiving.

Armistice Day.

Christmas.

The first of the three principles mentioned was that

of getting away somewhat from the gift idea, and stimu-

lating the purchase of jewelers' ware for the purcha>er's

own use.

Right off the bat it can be seen that a splendid oiipor-

tunity for 'this lies in the fall fashion shows. .\s was
pointed out in an Easter article, in The Tr.^der, women
have been driven by clever publicity and equally clever

merchandising into worrying their pretty heads over every
item of costume and dress accessories—excepting jewel

adornments.

It isn't natural. The woman of ancient times placed
tar greater emphasis upon the jewel adornment of her
dress and person than on the dress itself. Why, if we
are to believe what we see and hear in the museums, the

society leaders in the days of the Pharoahs wore little

else than jeweled ornaments. .\nd that emphasis would
hold equally good to-day, but for one thing—that the

clothing trades have hypnotized milady into placing cloth-

ing first and ornamentation a poor second.

Fashion, then, is the line to work on—the latest things
in jewelry; jewel ornamentation of dress; jewels for the

hair, the ears, the neck, the bodice, the arms, the waist

—

and—well, they're wearing 'em in Paris both under and
over their stockings around the ankle, and in some cases
on their slippers.

Land into this year's fashion shows with both feet.

Advertise and keep on advertising. Let them know that

unless they have the proper jewel accessories for their

new gowns they simply aren't in it at all. They won't
know it unless you tell them. Depend upon it, the cloth-

ing concerns are not going to tell them—unless it's to pro-
vide them with beads and gew-gaws which they happen to

carry in stock. The trouble with jewelers has always
been that they have been too modest.

.\nother line of application for the principle above pro-

pounded lies in the resumption of social activities which

occurs with the fall season. Hostesses need new silver,

china, and crystal sets for their teas and dinners. Pos-

sibly the thought has not occurred to them with particular

emphasis. .\\\ the more reason, then, that you should sug-

gest it to them in your advertising and your window dis-

])lay.s—especially the latter. Picture to yourself the pull-

ing effect of a dainty tea-set, charmingly displayed in

your window, bearing a neatly-lettered card which puts

the question : "Would you not like to serve tea on this

to-morrow?" What woman could resist it?

And remember, in this connection, that you have a

five per cent, advantage in tax over the regular dealer in

chinaware in the sale of fine china. If you push the line,

it will help to compensate for the discrimination against

you on other lines.

Thus the idea may be carried through the fall in en-

couraging purchases for the purchaser's own use—special

favors, table ornaments and jeweled dress novelties for

use at the Hallowe'en parties: decorations, dinner ser-

vices, 'etc., for Thanksgiving Day family reunions ; mem-
orial placques, vases for flowers, frames worthy to carry

pictures of the dead patriotic souvenirs and the like for

.\rniistice Day celebrations. But you'll hardly want to

get away from the gift idea for the Christmas season.

The second principle—the extension of the gift idea

throughout the year—again finds the various seasons of

the fall peculiarly suited. To return to the question of

fall fashions, jewelry is one thing^—the only thing—that

mere man may safely purchase for womaii's wear. Get

after the man. Show him it would be silly of him to

wait until Christmas to present the bracelet, necklace, bar-

pin, or coiffure jewel to his wife or sweetheart when the

dear girl is simply dying to have it nozv, to wear with her

fall costume.

.\nd at Hallowe'en, Thanksgiving, or Armistice Day,

there is always some special thing which would suit

—

some jeweled trinket to be worn at the party; a fitted

travelling bag or toilet set with case, for the Thanksgiv-

ing visit homie or to some friends; a commemorative ring,

watch, or fob for Armistice Day presentation to the re-

turned soldier—the war is over, but is that any reason

why his services should not be remembered on one day
out of the year for the rest of his life?

Concerning the third i)rinciple—that of enhancing your
stock to include articles which are saleable at all seasons

—this is not, perhaps, the best time of the year to begin,

as your capital is already pretty well accounted for in

the goods normally required for' fall and Christmas busi-

ness. But if you have any to spare, recollect that on good
china, odds and ends of antique or lacquered furnitur*".

(book rests, tea tables and a host of similar things), ex-

pensive trifles in foreign rugs and tapestries, and certain

smokers' equipment—that on these you have an advan-
tage of from five to ten per cent, in your ten per cent,

turnover tax, which, if you use it aright, will make up
for any disadvantage suffered in cheap watches, silver

plate, fountain pens, safety razors, etc.

And last, but not least, there are phonograph> and re-

cords, which are splendid all-the-year-round merchandise
and which, throughout the fall season, should provide you
with a steady and constantly growing business.
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The
Gerhard Heintzman

Phonograph

El-

^^HE Instrument that is toneful and meritorious needs little

*- "pushing." Add to this, cabmet design displaying a tremen-

dous power of appeal to the refined and artistic temperament, and

it will unerringly find its way into the home of the intelligent

customer.

The Gerhard Heintzman Phonograph is of such kind. Competi-

tion of any kind cannot force from it the esteem it has earned and

enjoys with lovers of music and refinement.

And so it IS a remarkable leader for your store—a phonograph that,

keeping its high place, tends constantly to raise the standards of

its companion instruments.

Write for illustrated catalogue

Gerhard Heintzman, Limited
Head Office and Factories, Sherbourne St.

TORONTO - CANADA
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Arm Your Clerk
OU expect your clerk to sell

your goods for you. Do you

equip him with all that is ne-

cessary to become a successful sales-

man ; or do you take the attitude that

you're paying him to know how to

sell goods and that it's therefore his

business to know?
That army would not go very far

—

even in retreat—whose general ex-

])ected his troops to find their own
arms and munitions. That merchant

will not go far who expects his clerks

to provide their own mental equip-

ment as salesmen. Tell your clerks

all you. yourself, know about phono-

graphs, records, and the selling of

them. Then perhaps they will be-

come sufficiently interested to provide

themselves with vfurther material on

the subject—further arms to use on

your behalf. But first it is up to you

to arm them.
* *

*

The Vicious Circle

THERE'S a "vicious circle" in

the sale of phonograph re-

cords just as there is in all

affairs of a commercial, industrial,

social, physiological or psychological

nature. Of course there is the other

kind of circle, too, in which intelli-

gent sales lead to further sales, and
these to others still, and so ad inf.

But it is the first-named in which we
are interested for the moment.

It is a whirlpoo'l which is perfectly

innocuous just so long as you stay out

of it, but whose centripetal power in-

creases the nearer you come to the

centre—which is the nature of all

whirlpools in their treatment of sur-

face water and floating objects.

\'ou ma\' first get into the whirl iby

slackening your interest in the pur-

chase or sale of records or by ne-

glecting to keep right on the trail of

phonograph owners to maintain their

interest in their machine.

The first of these errors is alone

enough to cause the trouble. Let's

suppose that your purchasing interest

wanes. At once, and almost imper-

ceptibly, the average sales-quality of

your stock of records declines. The

results of this are two-fold: you sell

fewer records, and your customers

find slightly less enjoyment in those

you do succeed in selling. Those

W'ho find less enjoyment in their new
records lose some interest in their

machines—^perhaps only a trifling loss

at first, but some. Consequently they

do not return as quickly to purchase

new records. Having reached the

point where customers are purchasing

fewer records and less frequently, you

may be said to be fairly in the vicious

circle—the whirlpool. For when they

have to carry on for longer with the

old records they lose still further in-

terest in phonograph music. And
when they lose further interest they

purchase fewer records. Thus the

circle oi cause and effect whirls

round and round, each effect in turn

becoming cause for still further

vicious effect.

In time, did you not take steps

(perhaps to carry out the metaphor
one should say "strokes") to get out

of this whirlpool, the end would be a

total loss of interest by old customer-;

in their machines, and consequently

a total loss of sales of records to old

customers.

The best method of dealing with

the problem of this vicious circle i?

to stay out of it. Keep your record

stock ever fresh and interesting.

Keep your customers ever aware of

its interest. Stir up the slothful ones

who are careless about replenishing

their repertoire of selections Bend
every effort toward discovering what
sort of selections will interest each

customer—not necessaily what he

thinks will interest him, ibut what will

really do so and will continue to do

so. If possible, keep track of . the

records he buys, find out some months
afterwards how he still likes this re-

cord or that. This will give you a

line on the style of music which will

give him fullest and most lasting

pleasure. Then, by selling him such

music, you will keep alive his interest

in music and in his machine ; it will

keep him coming to the shop for more
records.

If you are already in the whirlpool

in respect of some customers, the first

thing to do is to discover the reason,

and to take steps to prevent yourself

from slipping into the vicious whirl

in respect of other customers.

Then look about for some means

of attracting back the interest of those

who have lost it. Do not of necessity

use the first that comes to hand.

Make sure that you have something-

likely to do the trick before you make

the effort. The Trader will have

.-omething to say, at greater length, in

some future issue concerning some of

the methods available and their use.

* *

*

Sell Him Another

B\'
the time this appears the

jeweler who went after the

trade in portable phonographs

—who went after it energetically and

intelligently—will have cashed in a

comfortable and easily won little total

of profits.

But that is no reason why he should

let it rest there.

The customer who has bought him-

self a portable machine—and there

were a good many thousands of them

sold this year in Canada—has by no

means been exhausted as a purchaser.

In fact, unless he already has a good

machine of the cabinet type, he should

be a better prospect for the purchase

of one than the man who has no ma-

chine at all.

(3ne season's loafing or dancing to

the music of a portable machine at a

summer camp or cottage should be

sufficient to "sell" anyone on the mer-

its of phonograph music. It should

n.ot take a hypnotist to convince him
that for his home he should really pos-

sess a superior cabinet model, har-

monious with the furnishings of' his

living or music room, and capable of

Inlaying all makes and sizes of re-

cords.

We need hardly ask if you have the

necessary names and addresses of

your customers for portable phono-

graphs. Surely cz'cry live jeweler in

this year of grace, 1920, keeps names

and addresses of all locally resident

customers. But—er—nmi—have you

kept them ?
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How to Sell Phonographs
THERE is an air of. naive so-

phistication about the heading

above which is not warranted

in the material to be deduced. When
this article is concluded, tlicrc still, we
must admit, will be some few words

—

probably several million—to be said

on the topic of "How to sell phono-

graphs." We must modestly decline

to offer this as the concrete embodi-

ment of all earthly wisdom on the

subject.

The ai)ology, if one is needed, is

contained in the first article of this

series, in which the reader was intro-

duced to the results of a questionnaire

sent out widespread to phonograph

dealers. These results, it was pointed

out. made it possible for the interested

student to deduce : first, what people

buy phonographs; second, why people

buy phonographs; third (by reference

to the two foregoing deductions), how
to sell phonographs.

The outstanding conclusions formed

from the first article were as follows

:

1. That a great proportion of wo*
men, possibly a considerable majority

of tliem. arc already "sold" on phono-

graphs.

2. That few men, compared with

the number of women, are already

"sold."

3. That a comparatively small pro-

portion of the many women who are

"sold" eventually buy.

4. that a comparatively large pro-

portion of the few men who are "sold"

eventually buy.

From which it follows logically

:

5. That when a woman is "sold"

on phonographs—i.e., when she goes

out to in.spect them—she has .still a

long way to go before she completes

the purchase.

6. That when a man is "sold" to

the extent of going to a store to in-

spect machines, he has gone the great-

er i)art of the way toward buying one.

The deduction of prime importance

drawn from the questionnaire's figures

in the second article (numbering on

from above) was

:

7. That advertising is solely re-

s]>onsiblc for 24 per cent, of all jjbono-

graph sales, without any credit due to

salesmanship; that it has a share ecpial

to any other factor in two-thirds of

all other phonograph sales; and that

thus it is a powerful participant in

75 per cent, of all sales, from every

cause.

Added to this were the further con-

clusions as to "why people buy phono-

graphs" :

8. That tone quality is the favorite

argument (and hence probably the

most effective by experience) with

both men and women.
9. That beauty of design stands a

close second wth women, while mech-
anism fills a coFiesi)onding place in

the case of men—which, after all. is

but natural ; while brand stands third

with each.

10. That i)ractical considerations of

a \'ariety of sorts arc urged with men
(such as: cpiality. durability, guaran-

tee, power of tone, ability to play all

makes of records, reputation of store,

size), while the corresponding argu-

ments for women are social (such as

education, what their neighbors have,

entertaining friends, dancing, pres-

tige). In addition, there are general

arguments (brand, pleasure and re-

laxation in the home, easy jiavments,

service, etc.), which apply to each.

11. That, although men and women
are about equally impressed by well-

known l)rands and quality of tone,

women are 9 to 1 favorites over men
in the "appearance" argument, while

men are almost 16 to 1 favorites on

the score of mechanical improvements.

12. That in knowledge of musical

instruments the sexes stand about on

a i)ar; and hence that the dealer who
endeavors to play on anyone's "ignor-

ance"—either a man's or a woman's

—

is taking a long and dangerous chance.

If you read over again carefully

conclusions 1 to 6, you can hardly fail

to be impressed with the fact that (if

the cpiestionnaire figures are to be

trusted) it is a relatively simple mat-

ter to get women to come to your store

to inspect your machines, but a more

difficult matter to get them to buy.

They may be sold on phonographs,

but have still to be sold on your make
of machine. With men, on the con-

trary, the difficulty is in getting them

to come to your store. Once they are

there they are (relatively speaking)

as clay in the hands of the potter.

Taking advertising first, it is ob-

vious from the above that when you

advertise to women it should be along

specific, not general lines. Where is

the woman to-day who is not already

sold on the social and domestic bene-

fits of having a phonograph in the

home—"a phonograph" ? She does

not exist. To spend money and ad-

vertising space to convince her of

what she already knows, therefore, is

sheer and inexcusable waste. What
you have still to bring home to her is

not that she wants a phonograph, but

that she wants your make of phono-

graphs.

With men, on the other hand, the

case is different. Your advertising to

them may be broader—may give first

emphasis to general arguments (of

the sort which appeal directly to men,

of course) concerning the desirability

of ])honographs. Man is an easy-go-

ing creature. Ten to one if it is your

ad\ertisement which has finally con-

\'inced him that he wants a phono-

gra])h, it will be your store into which

he will drop to look over machines.

.\nd when he comes into the shop you
have him right where you want him.

Those, briefly, are the salient points

concerning the retailer's phonograph
advertising. The -details of applica-

tion may easily be worked out, with

due regard to the facts laid forth in

points 8 to 12.

In salesmanship there is again a

difference between men and women.
The fact that many women, but few-

men, look without buying, indicates

that many women want to buy while

tlicir ability to buy is still i^roblematic-

al. One point on which you should

endeavor to convince women, there-

fore (if you have any reason to be-

lieve that this is the cause of their

hesitation), is their ability to buy.

In addition, you have to convince

them of the preferability of the ma-
chine you are handling. These appear

to be the two deciding points in the

sale of phonographs to a woman.
She already knows all about the ad-

vantages of possessing a machine.

It is up to you to show her: first, that

yours is the machine she wants; sec-

ond, that she can easily afford it.

Failing success on these two, get her

to bring her husband to the shop—on

any ])retext whatever. Once you

have the two of them present, \our

chances are good.

Salesmanship to a man is slightly

different. Remember that in the vast

majorit\- of cases when he has reach-

ed the point of coming to the shop, he

is relatively more nearly prepared to

buy than is the woman shopper.

Keep this in mind. What you musl

do with him is to avoid boring him
with preliminaries, and (if your judg-

ment shows him to be already half

convinced as usually he will be) be-

gin at once to put on the finishing

touches.

These princi])lcs, though scantily

outlined, and evolved from a question-

naire which was somewhat open to

improvement as to information sought,

may serve as a framework on which
the thoughtful merchandiser can build

up a profitable business.
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On June 15th, old time citizens of

Kincardine were delighted to see the

face of Mr. K. R. Playmer, wlio was a

student of the veteran jeweler, Mr.

Edward Fox, some forty years ago.

Mr. Piaytner was acting as a' repre-

sentative of Mr. Fox's undergradu-

ates, who, in the evening of his life,

wished to show their esteem of him

as a man and also to ex^press their

appreciation as a 'master workman in

his tutelage. In doing so they i)re-

sented Mr. Fox with the best easy

chair that could be purchased in Kin-

cardine. Mr. Fox was delighted to

have his guest with him after so many
vears absence, but had no idea of his

Mr. Edward Fox.

mission until a few friends dropped in

to call on Henry, as he was formerly

known. Mr. Fox very feelingly ex-

pressed the pleasure it was to have hi-

guest with him, and was more than
pleased to be honored by his boys, who
have all gone out in the jewelry world
and made records for themselves. Mr.
Fox's desire was that he convey to

the other members of the donation
party, his kindliest feelings of grati-

tude and his trust that they might en-
joy health and happiness.

The Trader.

Following is the address :

Edward Fox, Esq., Kincardine. Ont.

Dear Mr. Fox :—We, numbering all

your old apprentices, outside your own
respected sons, of respectively forty-

five, forty and thirty-four years ago,

deem it a duty as well as a privilege,

to be able to address these few words
to you, inadequate though they are of

our appreciation of our dear old

friend, as well as teacher.

Such success as we may have at-

tained is due in a very large measure
to the force of your prompting and
example.

The jewelry trade is interwoven
with honorable traditions, and we can
assure you we know of no one who
more worthily and completely upholds
them than yourself.

We spent many years with you, and
none of us can recall one act of vours
which was not according to the golden
rule.

We are not alone in the estimate of
you as an honorable business man, a

kmdly, considerate gentleman, as your
townsmen have frequently testified.

'As a very small indication of our
appreciation and of our thanks for the
precepts which you ever took pains to
instil in us, we unite in this expres-
som of our esteem, coupled with the
heartfelt wish that you may be spared
for many years to come and in the
enjoyment of good health.

We are, dear sir and friend, your
grateful former apprentices.

C. H. WURSTER,
H. R. Playtner,
Immanuel Wurster.

Preston. Ontario. June 14th, 1920.

William W. Woods, one of Bramp-
ton's most highly respected citizens,

and a prosperous merchant, passed
away suddenly at the Toronto General
Hosi)ital, following an operation. He
was the son of the late P. H. W^oods,
one of Brampton's first jewelers. Mr.
Woods was not in good health for
some years, but was always of a gen-
ail and jovial dis])osition. He was an
active Mason and a Past Master of
Ionic Lodge A.F.&A.M. He also be-
longed to Peel Chanter, Royal Arch
Masons. He travelled a great deal
and had been to Italy and Bermuda a
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number of times. Mrs. Wood and
one daughter survive.

Raymond Moss, who gave Buffalo

as his home, and his age as twenty
\ears, was caught almost red-handed
at an early hour on July 3rd, just after

he had thrown a huge stone through
the plate glass window of Savage &
Company's jewelry store on Wynd-
ham Street. Guelph, Ont. Constables
Livingstone and McCauley heard the

crash of the glass and immediately
gave chase and cornered their man,
who ran into a blind alley, where he
submitted quietly to arrest.

When searched, he had on his per-
son nineteen rings, valued at from
$35 to $150 each, and a gold watch
valued at $50. He was given a pre-
liminary hearing before Magistrate
Watt in police court, and committed
for trial.

It is thought he is a member of a
gang of international thieves who are
operating in Western Ontario.

.Mr. Orion Thomson, of Big Lake, a
returned soldier, is building a jewelry
store ju.st west of Mr. Wagg's cream-
ery, at Gore 'Bay, Ont. Mr. Thomson
has been with Messrs. Thomson &
Lloyd, of Silver Water, since his re-
turn from overseas about a year ago,
and is well known on the Island.

A new publication has made its

appearance in the jewelry field, eman-
ating from the live-wire house of E.
& A. Gunther Co., Ltd. It is named
"The Hive," and aptly typifies the
condition that obtains at the Gunther
warehouses regularly. The publica-
tion is intended for internal consump-
tion chiefly and is full of live matter.
It should do a great deal to further the
esprit de corps that has so much to
do with the success or failure of
every business.

iMr. Adrien T. Ponimicr, jeweler,
had a very appropriate and artistic
window display for Dominion Dav.
It was a "watch window," with the
suggestion implied of all tlie "good
times" the veterans were jiroviding
for their big day of sports here. Brit-
ish dags gave the patriotic touch to
the artistic setting of the window
display for the day—Canada's birth-
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day. Mr. Pommier followed out a

well-defined plan for a special Do-
minion Day window display, and the

result was artistic and pleasing. —
Timmins, Ont., "Advance."

W. H. Girven, of Smith's Falls,

Ont., has moved into his new store

at 8 Main Street West, where he will

be splendidly equipped for handling a

large and more varied line of goods.

Messrs. Geo. 11. Lees & Co., Ltd.,

the well known Hamilton manufac-
turers, report that husiness with them
is very good, esjiecially so as they

have picked up a few belated orders

for presentation medals and rings for

returned soldiers. Their factory was
closed as usual for ten days in July,

and while the .staff was on vacation,

some necessary alterations and im-

provements were made to help in the

increased output of Lees" goods that

will be demanded this fall.

Breaking the heavy plate glass win-

dow by means of a heavy stone,

wrapped in a 'blanket, thieves broke

into the store of Herbert T. Morris,

jeweler, 675 Lansdowne avenue, 'To-

ronto, a'bout 4.15 on the morning of

July 23rd, and succeeded in getting

away with jewelry valued at $900.

.\pparently the robbers only succeeded

in getting two armfuis of the goods

that were in the window when they

were forced to flee l)y the appearance

of B. Fairthorne, 1180 St. Clair ave-

nue, in an auto. Though chase was
immediately given by Mr. Fairthorne.

they managed to elude him.

As Mr. Fairthorne was proceeding

east on Bloor street, he heard the

crash of the l)reaking glass, and turn-

ing the corner came upon an automo-

bile standing in front of the store.

Two men who were standing in front

of the broken window jumped for the

machine with various articles of

jewelry in their arms, and the third

member of the party immediately

started the car, of which the engine

had been running.

Mr. Morris, who resides at 608

Brock avenue, stated that it was his

custom to take the goods out of the

window every night, but on Saturday

he was very tired, and decided to re-

turn on Sunday and place the valu-

ables in the safe. Owing to being

disturbed, the thieves only managed to

obtain the jewelry that was in the

centre of the window, and which in-

cluded a number of diamond and

wedding rings, Elgin watches, brace-

lets, brooches, lockets and pins. With

the exception of Mr. Fairthorne, no

one in the vicinity heard any noise at

the time of the robbery.

The car was recovered on the fol-

IcAving day in a Queen street garage.

Jt contained an empty jewelry box.

and was recognized as a car that had

been stolen from another garage on

the afternoon preceding the robbery.

Removing a pane of glass at the

rear of A. C. Stanners' jewelry store

at 1202 Queen street west, Toronto,

on the night of July 21st, unknown
persons stole three dozen alarm clocks.

Later Detective Sergeant Nicholls, of

Cowan avenue station, recovered the

clocks between two buildings nearby,

but no arrests were made.

The death occurred very suddenly

in Kitchener, Ont., on July 16th, of

Mr. W. N. McKendry, a well-known

jewelry manufacturer of 70 Lomhard
St., Toronto. Deceased was a great

favorite as an entertainer, and had
been present at a Masonic dinner in

Kitchener on the evening of his death.

He was taken ilj immediately follow-

ing that function, and passed away
within an hour, despite the efforts of

local physicians. He had never been

really ill a day in his life, and was
exceptionally endowed in a physical

sense, so that his death came as a

terrific shock to his friends, the only

explanation being heart failure.

Mr. McKendry leaves a widow and

three sons, none of whom has been

engaged in business with him. The
plant and equipment is accordingly

being offered for sale, and offers an

opportunity to an enterprising young
man.

then tendering in payment a certified

cheque. In most cases the cheques

were made out in the names of resi-

dents of Kingston. The cheque artist

is a young man, not apparently more
than twenty, of a very pleasing ad-

dress. Every effort is being made hy

the police to locate him.

WESTERN ONTARIO

Clayton Dean, of T. H. Baker &
Co.. Ltd., London, Ont., has disposed

of his home, and plans to go to Ari-

zona shortly. With his brother,

Lome, who has l)een in business in

Chicago, he will engage in cotton

growing.

Mrs. Jones, wife of T. Wilford

Jones, London, has been visiting for

several weeks with relatives in Wind-

sor and vicinity.

The factory of The Silversmiths at

New Hamburg, Ont., has been pur-

chased by Oscar Rumpel, of

Kitchener.

The handsome Wray Trophy, do-

nated annually by W. J. Wray Co., of

London, for the best dancing at the

Scotch picnic at Port Stanley, was

won by Campbell Griggs, an eight-

year-old lad from Flint, Michigan.

Among those victimized by a fake

cheque artist who worked in Western

Ontario recently was A. Green,

jeweler at London. Mr. Green is a

loser to the extent of $52.50 in goods

and cash. The swindler's plan was

the old game of purchasing goods and

Jacob Agranove, father of N. .\.

Agranove, London, enjoys the dis-

tinction of !>eing the first Hebrew resi-

dent of Canada to return to Palestine.

Months ago. when it was announced

that the British Government intended

to restore Palestine to the Jcavs, Mr.
Agranove hegan to wind up his busi-

ness affairs and arrange for his

stcam.ship passage. Thousands of

other Jewish residents have been en-

deavoring to return, but, owing to

difficulties in securing passage, are

unable to make the trip for months.

Mr Agranove sailed on July 20 for

France, and from there proceeds to

Jaffa and Jerusalem, where he plans

to si)end the remainder of his life.

Some twenty jewelers of Chatham
and district were present at the organ-

ization meeting of the Chatham Dis-

trict Jewelers' Assiociation on the 10th

of June last. Messrs. M. C. Ellis,

president of the National organiza-

tion, and W. G. Young, chairman of

the Ontario association, were the

visitors of note, who helped to round

up the local talent and otTiciated in

launching the new district branch.

Following an automobile drive

around the city, the party assembled

for a banquet at the Chatham Cham-
ber of Commerce building, which was
presided over hy Mr. Ellis. This was
followed by a business session, at

which Mr. Young gave an interesting

talk on the retail end of the jewelry

business. Mr. Ellis also spoke, out-

lining the work of the C.N.J. .A. in

taking the case of the jewelry trade to

Ottawa, and saving the infliction of

a twenty per cent. tax.

By-laws were adopted after the

form recommended by the C.N. J.A.,

and the following officers were elect-

ed : President, A. H. Von Gunten,

Chatham ; Vice-President, A. E.

Archer, Tilbury; Executive, Thomas
Harrison, W'allaceburg, and James
Davidson, Thamesville; Secretary-

Treasurer, Thomas Ferguson, Chat-

ham.

Many topics of genera! interest

were discussed during the meeting,

and the members of the new associa-

tion feel that they have already had
sufficient benefit from the organiza-

tion to justify its existence, if only in

the good resulting from this first get-

together.
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MONTREAL XEWS.

Trade in Montreal seems to be very

fair at present and we have heard no

complaints from either the retailers

or the manufacturers. Babies' com-

forters seem to be a feature with many

of the retailers, and some of the

larger jewelers report that they are

making- a l)ig feature of the large

rings of novelty cameo design. These

latter seem. too. to be selling well. The

beautiful heads and figures which are

displayed on some of the better jew-

elry on display here are stated to be

unsurpassed, and one ifirm makes bold

enough to state that cameos in gen-

eral are selling bett-er this year than

they have ever done.

The late John Freeley, who was

killed recently in a collision which oc-

curred between a lorry and a train at

Oakfield, Ont., was well know in

Montreal. He was at one time fore-

man with Simpson, Hall & Millar.

A. E. iMurray, of Murray & O'Shea.

retailers, is spending a vacation on

the Maine Coast. Mr. Murray is ex-

pected to return to the city in about

two weeks' time.

Mr. Thrift, of Eaves Bros., manu-

facturing jewelers, is spending this

year's vacation on the Maine Coast,

from where he enjoyed a view of the

international yacht races.

Mr. F. E. O'Shea, of Murray &
O'Shea, has gone to Abenakis

Springs, Quebec, to spend his sum-

mer vacation.

Mr. J. IM. Reid, of the Meriden Brit-

annia Company, is spending his vaca-

tion on the Maine Coast.

Frank H. Scott, manufacturers'

agent, has returned from England.

Mr. Z. Auerbach, of the Z. Auer-

hach Company, wholesales jewelers,

told our correspondent that trade, as

far as his company is concerned, is

fair and that the main features at

present are the rings. All lines, and

esi)ecially the cameo rings, seem to be

good sellers. Trade is not any more
lively than is u.sual at this time of the

year, he added, but a big fall trade

is expected with the return of the

people who are at present out of the

city for their summer holidays.

Murray & O'Shca's reported this

week that trade is at its usual stan-

dard. In common with the Auerbach
Company, they expressed the view
that trade would brighten up at the

commencement of the fall with the

return of the simimer transients. Most
of their sellers, they stated, are in

rings and bracelets.

Mr. Thos. W. Wright, representa-

tive of P. W. Ellis & Co., who has

recently returned to the city, states

that trade is apparently on the same
footing as it usually is at this time

of the year. Mr. Wright also pre-

dicted a big trade at the commence-
ment of the autumn months.

Xone of the goods which were

stolen from the manufacturing flat

of M. Lasker, 7 Bleury street, recent-

ly, have yet been recovered and no
trace of the thieves been discovered.

Questioned by our correspondent re-

garding the steps taken by the police

to recover the jewelry, which is now
valued at over $30,000, Chief Lapage,
of the Detective Bureau here, stated

that every effort had been made to

locate them, and that, although sev-

eral clues had been discovered, they

had proved fruitless. The chief ex-

pre.ssed the belief that the robbery

was perpetrated by skilled thieves who
specialized in jewelry robberies. He
stated, however, that he has several

clues which seem to point to the same
gang of men who had carried out rob-

beries in Toronto and Ottawa some
little time previous to the outrage.

At the time of the robbery our cor-

respondent was on the spot at the

same time as the officers of the law,

who were summoned in haste by

'phone when it was discovered, and

can state positively that the man who
perpetrated the outrage knew exactly

what and what not to take. All the

material and jewelry of comparative-

ly little value in the flat was piled in

the sink and refuse of all kinds had
been scattered over the goods worth
many dollars. All of value, however,
was missing.

Mr. Horace Dorer has just con-
cluded one of his most successful sales

by auction at Sherbrooke Que., for

Mr. A. C. Skinner, of that city. This
will-known and long established jew-
elry firm is moving into a new loca-

tion, and Mr. Skinner took the oppor-
tunity of putting on a big cleanup

sale. The present store was by no
means large enough to accommodate
the crowds and in consequence many
people were not able to get in. The
sale lasted just two and one half weeks
and the event proved, to be something
that will be long remembered.

WINNIPEG
By the time this appears in print.

the hum of the binders will he heard
a'l over the West, and something ap-

proximating a verdict will be avail-

able as to the size and quality of the

western crop. .At this writing, the

])rairie provinces are buoyed up with
the highest hopes. A drought of two
weeks was broken 'by rain in the
greater part of the West, and perman-
ent damage over wide areas was avert-

ed. Up to the present, the outlook

has been for a bumper yield, and
hopes are entertained that the crop
will attain these proportions. Such a

yield as the West obtained in 1915

would, at the current prices, hring

well over a billion dollars to Western
Canada, and business and develop-

ment would hum at the old pre-war
gait. This is what is hoped for.

Horace Dorer recently hnished a

sale by auction for Mr. G. E. McDon-
ald, of Wawanesa. Though the town
is very small, the sale proved a great

success in every way, and Mr. Mc-
Donald is more than pleased with the

results.

^"^'ith the storm which developed

over the luxury ta.x largely subsided.

tlia Incra l jewelers are expressing theTF

gratification at the eft'ectiveness of

the C.N.J. .A. when put to a crucial

test. The turnover tax is regarded as

.a much more ecjuitable arrangement
than the proposed 20 per cent. plan,

but the element of hardship is still in

evidence.
^""^

The announcement made in Winni-
peg by W. M. Birks. vice-president

and general manager of Henry Birks

& Sons Ltd., to the effect that his

company had acquired the business of

D. E. Black & Co.. of Calgary, was
of distinct interest to the trade.

"We had planned to sink our roo':s

down deep in the four chief centres of

the Dominion of Canada—Montreal,

Toronto, Winnipeg and \'ancouver,"

he was quoted as saying in an inter-

view in the "Free Press," and we have
now entered what may be called for

the present, the secondary cities, and
have established the firm in Halifax,

Ottawa and Calgary. The latter is the

only point where we do not own the

building we occupy, but we have ex-
cellent accommodation in a splendid

structure.

'T am just liack from Europe," he
continued. "and I was extremely
pleased to find conditions so much im-
proved in Britain. A year had elapsed
since my last visit, and the change for
the better was extraordinary. The
people have resumed work and are
getting back to normal very rapidly.

In Paris and in France generallv the
recovery is not as marked, although
the peasants of that country engaged
in agriculture are making an excellent
showing. In Belgium the situation is

good and the reports from the balance
of Europe are conflicting."

When the Joint Council of Industry
was formed in Manitoba a couple of
months ago. one of the first disputes
it was asked to pass upon was the

wage controversy which had arisen

between the Winnipeg jewelers and
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their employees engaged in the prac-

tical branches of the trade. The
firms suggested a fiat rate of $30 a

week, while the men asked for $37.50.

After hearing the arguments of both

sides, and after conducting a series

of investigations into conditions gen-

erally, the council made an award of

%2)7 a week to the men. This, of

course, is not mandatory, but it has

since been accepted by both sides.

Skilled repairers, journeymen jewel-

ers, ring makers, brooch makers and

stampers are now getting this wage.

Tn the statement of tihe findings, some
I)ertinent observations were made on

the local jewelry trade. The follow-

ing is an extract

:

'"The council reports that informa-

tion received leads to its decision that

there is at present no system of ap-

Ijrentice.ship in the jewelry trade, and

that pending the establishment of a

I>olicy of training and direction of ap-
,

prentices by jewelry firms, the coun-

cil will not consider a schedule of

wages for this class of employee.

"The disputes between the men and

their employers over wage schedule

came before the council at the organ-

ization meeting. May 13. and since

t'hat date data and information were

secured by the council with regard

to working conditions and organiza-

tion of the men. The dispute was
taken before the council by the Inter-

national Jewelry Workers' Union, lo-

cal No. 47, after failure by them to

arrive at a settlement of wage sche-

dules witli the employing jewelers.

"Tn taking up the matter the coun-

cil found that information from eight

leading local jewelry firms showed
that there was great diversity in rates

of pay. and that the organization on
the part of the employees was in-

definite.''

.\ strenuous effort is being made by

the local Trades and Labor Council

to reorganize the retail clerks' union

here, which has been in a state of

collapse following the unsuccessful

general strike of last year. Prior to

the big walkout it was claimed that

the clerks' union numbered over 4,000-

nem'bers. A meeting was held re-

•ently in the Indu.strial Bureau for

the purpose of reviving the organiza-

tion. Efforts in this direction are

now ])roceeding, but from general ob-

servations it ai>pears that the process

will be slow.

.\nother interesting venture in the

realm of Winnipeg trade imionism is

seen in the efforts now being made to

organize the office workers. One
meeting has already been held. An
office has been established and mem-
bers are being enrolled, the pledge

being given that their names will not

be divulged while the organization is

in its formative stages.

Tom Porte, one of the joint man-
agers of the local Birks establishment,

presented the Rotary Club with a Un-
ion Jack recently, t'he occasion also

being marked l)y the presentation to

the club of the Stars and Stripes by

the New York Rotary Club. Mr. Porte

also figured among the successful can-

didates at the re'cent elections for the

Board of Trade Council.

George W. Paul, manager of R. S.

Williams & Sons, Ltd.. Winnipeg
branch, accompanied by Mr. Frank-

land, manager of the phonograph de-

partment, and C. R. Heise, of Bran-

don, attended the Edison phonograph

dealers' and jobbers' convention in

Chicago.

Word has reached the city that a

former W'innipegger, Baxter Rhodes

Seabrook, has just invented an im-

l)roved type of phonograph, the rights

of which will he marketed by a big

American corporation. Mr. Seabrook

has devoted the last three years to

talking machine experiments. Wis in-

vention is said to have produced a con-

siderable improvement in tone in the

],honograph. and has also eliminated

the mechanical noises.

-A.. L. Wiheatley, the well-known Re-

gina jeweler, has been elected a di-

rector of the Rotary Club of that

city.

Morton F. Sotlomsky, junior mem-
ber of the wholesale jewelry firm of

E. Sodomsky, Winnipeg, Man., has

recently been visiting the jewelry

markets in Providence and New York,

alos those of Montreal and Toronto.

IMr. Fred W. Westren will be leav-

ing for Western Canada early in Au-
gust, fully equipped to take care of

bis many customers. During the sum-
mer months, both his houses, Messrs.

Fremes & Co. and Geo. H. Lees &
Co., have been busy getting up vari-

ous taking designs. Fred naturally

is expecting good business.

Members of the trade in Western
Canada will be interested to learn that

Mr. Frank McKinney, who has Ijeen

covering the Western territory for

many years for ATessrs. Rowland &
Campbell, of Winnipeg, is opening a

retail store in the Manitoba capital.

When making the formal announce-
ment to their clientele about the

changes in their travelling staff, the

following complimentary reference

was included: "With consideraible re-

gret we announce the retirement of

Mr. Frank McKinney, who is leaving

our employ to embark in business on

his own account. Mr. McKinney has

spent h.is entire business life with our

firm, and leaves bearing the most cor-
dial and sincere wishes of his late

associates for his success."

Messrs. Rowland & Campbell, of
Winnipeg, have taken the Canadian
agency for the L. A. W. Novelty Co.,
of Springfield, Mass., manufacturers
of the popular Key Kase, which prom-
ises to make quite a hit.

ALBERTA
William \. Ferguson, one of the

best-known jewelers of Edmonton,
met with a tragic end near the small
town of Leduc on the evening of July
3rd. Air. Ferguson had motored to
VV'etaskiwin to pay a visit to his son
Clarence at the Wilson ranch, near
there, and was returning when his car
must have slid of¥ the road and over-
turned. When he was found pinned
underneath the car. life was extinct.

'ATr. Ferguson had been carrying on
business in Edmonton for the past
ten years, having come from Kenora,
Ont., where he carried on a business
in the same line. He leaves a wife
and three children to mourn his loss.

1'. Borud of Camrose, has spent
ill of his adult life in the jewelry
trade. iHc is an old-timer in the West
and his opinion as a jeweler of a
thriving farming region is of value.
He owns the fine brick building
where his store is. with its two show
windows displaying beautiful and
artistic goods. Though there are
both optical and watch repair depart-
ment. Afr. Borud has not neglected
the modern trend, so has installed a
^'ictrola branch. After a year's trial
he is enthusiastic about this excellent
addition to his business. The ma-
chines fit into their jewelled surround-
ings and are attracting customers. A
stock of a thousand records is kept.
The JicWELER has advocated this pol-
icy so long it is gratifying to see it

work out so splendidly.

L. Gadbois, of \'egreville, has the
jewelry trade of the country awav
north of the Saskatchewan River. In
fact his territory is one hundred and
seventy miles from North to South
and half that distance across. The
regular jewelry trade with china and
cut glass is made more interesting to

the French and Russian settlers by
the addition of beautiful statuettes.

The phonograph has proven a good
means of advertising in this town of
many languages. Mr. Gadbois' watch
repair work is the best in this year
of uncertainty where people are wait-
ing on the crop to make up for last

year's shortage. Business has kept up
remarkablv.
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This year marks the twentieth anniversary of the foundation

of our house.

From our modest beginning in 1900 until the present, we have

striven, by dint of energy, good will and fair dealing, to ensure for

this firm an enviable place in the Jewelry Trade, and we are con-

fident that we have reached our aim: the reputation attached to the

products bearing the (3) trade mark is indisputable.

Our lines are now most favorably known throughout Canada,

while Newfoundland, the West Indies and the South American

countries, where our business is fast extending to enormous pro-

portions, are regularly visited by our travellers.

We particularly wish to draw our customers' attention to our

lines of Souvenir Jewelry. The demand for these lines, whether

made up in plain or enamelled metal, is rapidly increasing, espe-

cially at this season, when hosts of tourists are visiting our country.

Our designing department is always at the disposal of our

customers to help in developing whatever they may require in

special Jewelry, Badges, Class Pins, etc.

CARON BROTHERS
Bleury Street MONTREAL
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1 NO VACATION
, A Silent Salesman
I

is always on the job.

The slant-front case will make sales

by displaying to advantage many

articles that cannot be properly ar-

ranged in your regular cases.

Write for prices.

181-199 Carlaw Ave., Toronto

If It's a Gift, Show Her a

Pequegnat Clock
An ideal gift—attractive and dignified, well-made throughout by men

experienced in the art of Clock-making.

Pequegnat Clocks sell themselves and keep the customer sold.

Attractive models, quality workmanship and accurate time all" the time.

The Arthur Pequegnat Clock Co.
Kitchener Canada's Only Clock Makers Ont.
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IIKITISH COLUMBIA NEWS
NOTES.

The local jewelers are well pleased

with the amendment to the "luxury''

tax, whereby a straight 10 per cent.

tax on all sales has been substituted

for the ill-balanced 20 per cent, tax

at first put into force. The 20 per

cent, tax, as collected, was the source

of much friction between clerks and

patrons of the jewelry stores, and the

10 per cent tax now in its place is a

real relief to jewelers. In this con-

nection George E. Trorey, managing

director of the local Birks store, in-

terviewed Sir Henry Drayton and

helped to win the case put up to Sir

Henry by the jewelers.

At a joint luncheon of the Retail

Merchants' Association and the Retail

Bureau of Vancouver Board of Trade

a resolution was adopted condemning

the present method of collecting the

luxury tax from the trade twice a

month, and the more preferable sys-

tem, as recoiTimended, was collection

once a month.

After requesting the citizens of

Victoria to institute daylight saving,

and with some observance from the

local retail merchants, the banks and

a large proportion of the citizens of

the Capital City, the City Council re-

considered the matter and rescinded

its request. Vancouver has been en-

joying the pleasures of daylight sav-

ing for several weeks now—and
everyone likes it.

Over six thousand Shriners passed

through Vancouver on their way to

the Mecca of their clan at Portland,

Oregon, where they gathered on the

hot sands of the convention floor. The
store of Henry Birks & Sons, opposite

the Shriners' headquarters, in the

Hotel Vancouver, came in for a great

deal of attention. In the east window
of Robert McDonald's store on Hast-
ings street, a large Shriners' emblem,
embellished with colored electric bulbs,

flashed a greeting to the Shriners;
while in the other window a special

emblem, about 5% ins. wide, drew
many admiring comments. This lat-

ter emblem, made specially for the
visit of the Shriners, was diamond-
set, containing fine blue white stones

to the value of about $12,000. A fine

blue-white Perfect, weighing three
carats, adorned the star in the centre
of the emblem, the stones in which
wei^ghed between 22 and 23 carats.

i The window displays at the store of
O. B. Allan, especially arranged in

honor of the Shriners visiting the
city, were a source of nuKh interest

to the visitors, throngs of whom visit-

ed the store in search of souven.irs for

those left at home in various parts of

the United States.

R. C. Manning, of Tod & 'Manning,
represented the local jewelers at the

convention at Rose City, and he re-

ports having a most enjoyable time.

It certainly could not have been a dull

convention, for there were no less

than seventy-eight brass bands, num-
bering 2.300 musicians, right on the

job all the time.

''This is a time for wise conserva-

tion," said W. M. Birks, head of the

firm of Henry Birks & Sons, who re-

cently visited Vancouver in the course

of an inspection tour. "On my trip

across Canada I found conditions

cfuite good, and from my observations

I am an optimist as to the future."

Mr. Birks spent a few days at the

Coast before returning to ^Montreal.

A. Wood, an Old Country watch-

maker who served in the famed 29th

Battalion (Vancouver's Own), has

opened up a little stand on Homer
street, where he is making a specialty

of watch repairing.

R. M. Tod, of Tod & Manning, is

back from a most enjoyable fishing

trip in the Kamloops district. Bob
came back with a nice string of trout

for the delectation of his many friends

and says he certainly had a most won-
derful time. Billy Kerr, jeweler, of

Kamloops, acted as the official guide

and piloted Bob in his trusty Mc-
Laughlin to the most likely pools of

Fish Lake, about 4,200 feet above sei

level.

The windows of the Robert McDon-
ald store on 'Hastings street have been

entirely remodelled. The old foun-

dation was ripped out in its entirety,

and a fine new flooring of mahogany,

with trimmings of the same wood,

mark a great improvement in the ap-

pearance of the windows, which are

noted for their atractive trims. A
new idea in curtains has also been in-

stalled in the windows, giving a most

artistic tapering effect to the displays.

Rob McDonald's windows are always

well worthy of more than passing no-

tice

The semi-annual Dollar Day. Iield

towards the end of June was one of

the most successful in the history of

the Retail Merchants' Association.

Practically every store in the city and
district shared in the special offerings

for that particular Saturday, with

the result that thd business turnover

was more than gratifying. Jewelry

stores were well to the front, both

with attractive showings and with

real honest-to-goodness cuts in the

prices of articles displayed for Dollar
Dav sale.

Alf. Scrivener, of the local Birks
store, has returned to Vancouver after

an extended buying trip to London.
Eng.. in the interests of his firm.

"Everything in the way of manufac-
ture of our lines is going along well,

and we are well pleased with the re-

sults of the trip," said Mr. Scrivener.

"Manufacturers are consulting the

needs and desires of their Overseas
buyers and are doing their best to ful-

fil them, in spite of the loss of many
experienced men in the war. We se-

cured many new ideas from both Eng-
land and France, and found that some
of our regular lines are being turned
out in even nicer styles and better

finish than formerly.

David Spencer, Limited, have add-
ed $60,000 to their building permit
total for additional structural changes
to the big Hastings and Cordova de-

partment stores. One permit, for

$50,000, provides for the construction

of a seven-storey building over the

lane, to connect the main store with

the Chamberlain luiilding on Cordova
street.

The annual picnic of local retait

merchants will be held in Queen's
Park, Mew Westminster, on Wednes-
day. August 11. The Retail Mer-
chant.s' Association has given its en-

dorsation to the outing, which is ex-

pected to be the largest of its kind

ever held on the Lower Mainland.

\V. M. Carson, manager of the local

Birks store, has returned to Vancou-
ver after a most enjoyable vacation

Having lived for thirty-two years

in Shanghai, R. A. Gubbay, who re-

cently arrived in Vancouver on board

the steamship "Empress of Asia," may
be said to be the doyen of the foreign

exchange market in China. He is on
a holiday trip, and plans to return to

China again in the early winter

\'arious factors, said Mr. Gubbay. had
served to make China the key to the

silver situation and had tended to

make the price of silver higher th;'n

ever before.

W. H. Mallett, of Grandview, \'an-

couver, has innovated what may prove

to be a popular, certainly a novel

service, to patrons, by adding a hand-
some car, which will call for and de-

liver work entrusttd to Mr. Mallet's

care. Fred Mallet will look after the
new delivery department.

"We are in the market right nov,-

for blacks and concentrates," wa-
the announcement made by S. J.

i\Iarsh, of the Cariboo Gold Platinum
Extracting Company, of Quesnel, B.

C. Simple as the above statemen.
appears, it marks a milestone in th.-

development of the mining industrv
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Rolled Gold and Silver Plate

and Tubing

Fancy Wires in all materials

Gold and Silver Anodes

Brass and Copper Tubing in

small sizes and thin walls

ALSO

Refiners and Smelters of all

Wastes containing Gold,
Silver and Platinum
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of the province of British Oolumbia,

the far reaching effect of which is

such that only a bold man would at-

tempt to predict. In the Fraser Riv-

er, Thompson, Tulameen and other

basins of the province are millions

of tons of black sand, carrying high

values in gold, platinum and the al-

loys of paltinum, which have hitherto

been of little economic value because

the precious metals could not be salved

at a profit. For twenty-seven years,

Mr. Marsh has spent his time and

money in developing his process for

the successful extraction of gold and
platinum from black sand.

O. B. Allan has returned from a

most enjoyable motoring trip over

Vancouver Island. Mr. Allan, who
was accompanied by Mrs. Allan and
family, had a great time fishing, mot-

oring and generally enjoying the

scenic beauty of the Island Highway.

D. A. Robertson, of the O. B. Allan

store, is building a nice California

style bungalow at Kerrisdale, one of

the finest residential districts of

Greater Vancouver. The bungalow is

being built on a fine large piece of

ground, and will be ready for occu-

pancy early in September.

The executive of the local branch

of the Jewelers' Associatioji is busy

making preparations for a big jewel-

ers' picnic. Neither date nor place

have yet been decided upon, but it is

hoped that the outing will be a real

big affair and will be participated in

by all local jewelers and their em-
ployees and friends.

Mr. Liddle, for some time in the

jewelry business at Coleman, Alta.,

has sold out. and will take up fruit

ranching in British Columbia.

Mr. Stanley Harding, Nanaimo, B.

C, who has for a number of years

been in the employ of his brother, Mr.
E. W. Harding, has decided to enter

Inisiness on his own account.

Owing to his inability to secure suit-

able downtown quarters at the pres-

ent time, he will carry on the work of

watch making and repairing at his

home. As soon as he can secure a

suitable location, it is his intention to

carry a full stock of jewelry.

After three years with the Imperial

Optical Co., working on the road,

Winnipeg to the Coast, Mr. F. R.

Booth is opening a smart jewelry and
optical store in the new Allen Theatre
Bldg., Georgia St. N., Vancouver,
B.C., the name to be Booth & Howe,
as he will be associated with Mr. M.
G. Howe, of Regina. The store will

be opened about August 15th.

ENJOYABLE OUTING

"The best yet" was the verdict of

those who attended the annual em-

ployes' picnic of the Auto Strop Safe-

ty Razor Co.. Ltd.. to W'abasso Park
on Saturday, July 3.

About one hundred and fifty or

more of the employees and their fam-

ilies, including Mr N. R. Maas of the

New York office, took advantage of

the fine day to enjoy a most delightful

lake trip, the pleasure of which was
considerably enhanced by the pres-

ence of an orchestra on board.

A programme of games was run off

in the Park. All of the events v.'ere

keenly contested and resulted in some
close and exciting finishes. Notable

features were a men's tug-of-war, a

ladies' tug-of-war, the men's relay

race and a special race for a prize

cup, which was handily won by Mr.

E. Tugend, who ran an extremely fast

race and was heartily congratulated

on his victory.

Much credit for the smoothness and
completeness with which the arrange-

ments were carried out is unquestion-

ably due to the picnic committee, in

charge of Messrs. S. C. Stampleman,

G. S. Crump and F. C. Parfett. The
printed programme, a miniature

"'Life,'' in which sly and good-hu-

mored hits were made at various

members of the staff, provoked many
quiet smiles and hearty laughs.

CAMROSE JEWELER MOVES.

Young's Jewelry is in a much nicer

location on Main street, Camrose,

and now that it is open, business is

flourishing. With a very attractive

show-window and excellent lighting.

Mr. Younig has his stock displayed to

the best advantage and finds trade

has already increased materially. The
Adam patter in Community here, as

everywhere in the West, has proven
extremely popular. People enquire

after the best and like to buy good ma-
terial and workmanship. Camrose,
being the centre of a prosperous dis-

trict, there is a very extensive amount
of watch repair work to do.

The S. & lE. Lederer Co., of Provi-

dence, R.I., after being in business for

about 50 years, is about to retire in

order to devote its full time to the real

estate business.

The business was started by Sig-

mund L. Lederer and Edward F.

Seery in March, 1874, under the name
of Seery & Lederer, and continued
under that name until the fall of 1877,

Seery's interest was bought out in

1877 by the Lederers, and the firm

name changed to S. & B. Lederer.

AMERICAN CROOKS DID IT

The coat worn by the pseudo Sal-

vationist who figured in the $100,000

diamond robbery of the store of Ab-
raham Rosenthal. Toronto, together

with some papers and empty jewelry
cases, has been found at Jordan's
Bush, near Vinelands Station.

The papers include insurance papers
and deeds on a house. Several empty
jewelry cases, a wallet which was used
to carry diamonds, and several small

brooches were found.

The finding of the articles at Vine-
lands substantiates the theory that the
robbery, one of the largest in the

history of the police, was done by
American crooks, who made their get-

away by automobile to Niagara Falls

and the States.

A TALKING CLOCK
A clock that speaks instead of strik-

ing is the invention of Vincent Pinto,

of Philadelphia. He has it running in

his home at 1624 South 8th street.

Pinto studied clockmaking in Italy,

and with his 20-year-old son, Joseph,

completed the clock after eighteen

months' hard work. At present the

clock at 11 o'clock at night says:

"Eleven o'clock ; time to go home."
This is because Rosa, the 18-year-

old daughter, entertains many friends.

The clock is about the size of a

grandfather's clock. It can be made
to call the hour, half or quarter hours,

or all of them, with its phonograph
mechanism, and has chimes in addi-

tion. It would be invaluable, says

Pinto, where there was a blind person

in the iTome.

Dave Williams and Harry Angus,

Ontario and Maritime representatives

of the E. and A. Gunther Co., were

passing through Port Perry last

month, and as they talked to the clerk

at the hotel desk, were accosted by a

very weather-beaten individual in dis-

ordered array, who added to his air

of down-and-out by exhibiting what

had every semblance of being a

withered arm. To the request of

"Please help a poor guy," in plaintive

tones, the genial travelers, being in

benevolent mood, responded with a

quarter each, with only a casual

glance at the recipient. They were

surprised a moment later to hear the

words : "Thank you. Dave," in a

voice that sounded familiar, and, giv-

ing the alms-gatherer the once over,

they suddenly realized that they had

passed over half a dollar of real

money to Dick Dickson, of the Cana-

dian Wm. A. Rogers. What happened

after that may well be left to the

imairination.
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of the Year
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September coming!—with the opening of the schools; October!

—with cool evenmgs mviting indoor tasks and correspondence

then November and December—the great Christmas shopping

months! Dealers are right on their toes now to make the most

of all these big selhng opportunities for

Ikiemm buntadnPen

We tripled the factory to meet the demand! We are ready

for the busiest four months in the history of the firm. We are

ready for the whole of the British Empire to swoop down

upon us for Waterman's IDEAL Fountain Pens and Ink.

Now for record sales—for you and for us!

L. E. Waterman Company, Limited
179 St. James Street, MONTREAL
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Taking the Worry out of Watch Work
Francis A', /'ciitlcx.

CERTAINLY my repair department made ixoney last

year; if it hadn't I would soon want to know what
was the matter." I had asked the question, and

this was the answer. The jeweler in the case was a man
who in a few years has built up a good' business in a

good town. He pays good wages. He has little trouble

with his workmen, because the kind of men he wants stay

with him. And they are kept busy the whole year round,

for the farmers from the surrounding countryside, as well

as the townsfolk, know that a watch he puts in order will

be right when they get it.

In another store in another good town, where com-
petition is no keener, and people no more disposed to

hang on to their dollars, another jeweler, within a week's

time, was roundly cussing the public as a lot of niggardly

dollar-twisters, and cussing the workshop end of the busi-

ness.

A troublesome watch had just come back in more
trouble—which didn't make matters any better.

WHEN THE SHOP IS THE "WORRY DEP.\RTMENT."

Never having worked at a bench himself this .;nan has

no fellow-feeling for his workmen, and little appreciation

of practical workshop problems. The result is that em-
ployer and employe are more or less at loggerheads most
of the time. Workmen don't stay there very long, and,

at the best, there is no team-work between the counter

and the bench. Work is taken in and promised. More
often than not a price is quoted across the counter without

proper examination of the watch—a price that either

paves the way for sure trouble with the customer or con-

demns the store to lose money on the job. Customers call

for their work and have to come back, sometimes again

and again. The middle name of that department is

"trouble."

It's no wonder, perhaps, that the man who in the long

run feels the pinch, was doing the cussing when I ran

across him. But cussing won't get him anywhere. In the

one store the repair department is run systematically on a

business basis. In the other there is neither basis nor

system in the handling of repairs, but a weary succession

of und'er-estimates and ru.sh jobs, of disputes and misun-
derstandings, and "come-backs"' and kicks. In the one

store satisfaction and profit are the rule, whereas in the

other they are the exception.

GOOD TEAM WORK ESSENTIAL.

.Vnd the reason? There's no one reason, but a com-
bination of many.

First, in order that the workshop may pay and give

satisfaction there must be team-work between the man.

or men, who take in work, who examine a watch and
quote a price upon it, and the men at the bench who have

to do the work and make it show a profit for the depart-

niicnt.

It is quite possible for a non-practical man at the

counter to write ofif most of the profits of the workshop

and never know it. And such a man will regard the de-

partment as a necessary evil, and always treat it accord-

ingly.

.\ practical watchmaker who knows little of merchan-

dising and overhead expense may easily fall into the same

mistake, but as a rule he is working for himself, and by

dint of long hours and no payroll he'll manage to get

three square meals a dav and put bv a little for the land-

lord.

The old, iron-clad argument against higher prices—

•

against making any effort to get higher prices for watch

repairing—was that the people would not pay any more.

It used to pass muster with many a wide-awake jeweler,

but it holds good no longer. The public is paying more

for everything they must have done and for everything

they need. They can't get away from it. They know it.

.\nd Providence doesn't help the watchmaker and the jew-

eler to dodge higher prices any more than anyone else

who has his labor and service to sell. If he is to live and

continue to do business at all, therefore, he must get bet-

ter prices for his work. Moreover, he is doing so, is

getting substantially better prices, or nothing will save

him from going to the wall. Ten years ago an increase

in repair prices would have cost a few customers to the

jeweler who took the bull by the horns, and it will do so

just as surely, perhaps, to-day, but not in a generation has

there been such an opportunity for the readjustment of

charges that everyone concerned has long known to be

illogical and unfair.

Taking skill and honesty for granted, I have set down
team-work as a first essential of a satisfactory repair de-

partment. This means that the man at the counter and

the man at the bench both know their jobs and then pull

together. The one must keep close track of work ahead

and regulate his promises accordingly. The other needs

to use good judgment and do first things first.

don't QUOTE A PRICE IN THE D.\RK.

Thorough examination and the report .system rank

next in importance to pulling together. Now and then an

old customer will hand over his watch and say, "Just fix it

u]) whatever it needs," and you 'may know him well enough

to take him at his word. Most customers are not willing

to leave everything to the other fellow in this way, how-

V'n: Trader. 13,i
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IF you could go through the Retail

Jewelry Stocks across Canada you

possibly would be astonished at the

small showing of
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LEES Quality Jewelry
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NOT that Lees have not been selhng their goods

—Oh ! No. Last year, as year after year, showed

a truly remarkable increase in sales.

BUT—Lees Jewelry Sells. It does not stay in

stock, which partly accounts for our big mail order

business.

We honestly believe that there is practically no

dead stock Lees Jewelry.

Accordingly without hesitation. Lees are always

ready to refinish without charge any of the few odd

pieces of their make that might become for any

reason, soiled or shopworn. Lees do this gladly

as a small item of Lees Service.

Let Lees help you to Better Sales and Pleased

Customers.

GEO. H. LEES & CO., LIMITED
3ewclr^ (IDanufacturere

HAMILTON - -. ONTARIO

(See the Inside Back Cover)
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ever; they want to know what they are going to pay be-

fore they tell you to go ahead. Because this is so, there

is no good reason why the jeweler should' cheat himself;

nor is it necessary for him to take all the chances while

the customer takes none, merely to make sure that he gets

the business. An experienced watchmaker is able to form

a pretty good idea of the condition of a watch without

taking it all apart, often without taking it out of the case.

But in a watch that has not been previously overhauled

in his own shop, that has since been repaired a time or

two elsewhere, or that was last repaired by a workman
who had not been with him long enough fully to prove his

ability, he is likely to get pretty badly fooled ; and such

watches form so large a percentage of the work of the

year that X-ray exairanations should be regarded as a sure

stepping stone to trouble. Take a watch down. Examine
it thoroughly from balance to barrel, not neglecting to

*ake out the mainspring before it is passed as O.K. Then
and only then, are you in a position to know what it will

cost to put it in order. Only then can you quote a price

without running the danger of writing off your profit

vvhen you do so.

FRANKNESS WINS CUSTOMERS' CONFIDENCE.

There are many ways of making the report to the cus-

tomer. More often than not it may be possible for him
to call again to-morrow if he knows it will be ready for

him then. It may be more convenient to report by tele-

phone or mail, but the personal call has the advantage of

demonstration—you can show the customer, as well as

tell him, what is the matter and how the trouble must be

corrected. Will he understand'? you ask. Not altogether.

He may not under.stand very much if he has no knowledge
of things anechanical. But at least he will feel that you
are entirely open and above board in the matter, that you
know what is wrong and are anxious to make it clear to

him. Sometimes, if the explanation is intelligently made,
with the aid of eyeglass and a rough sketch or two, per-

haps, he will come to know more about the matter, and
of the skill that is required by the watchmaker, than might
be supposed. Whether he grasps the explanation or not,

however, he at least knows what the work is going to cost

him, so that when it is done an extra charge of a dollar

or two is not sprung upon him as a surprise.

When the report system is adopted, guesswork in esti-

mating win be mostly at an end. Watches will be taken

in for "cleaning only,'' or for mainspring and' nothing
more, only when there is nothing else required to put the

watch in order. When the report system is not regularly

followed, soimething at least is gained by avoidance of

such strictly limited terms as "'cleaning" and "mainspring
only." After all, few watches need nothing else than

cleaning. Many watches that have the mainspring broken

need also a straightened barrel tooth, fresh oil to the es-

capement, a barrel hook or something else besides. It is

good policy then, to dodge the term '"cleaning" altogether,

using instead "overhauling" or "put in order." To clean a

watch is a small matter, but to restore a watch to perfect

condition for timekeeping is a great deal more of a task;

and the distinction is one that can be so explained that

almost anyone can be made to understand and appreciate

it.

In dealing with farmers and customers from the sur-

rounding country whose watches have been left for esti-

mate, there is no better way than writing them a personal

letter. Tell them frankly what is wanted. If the main-
spring is ""set" it is often good policy to send it along.

But tell a straight story as convincingly as you know how,
giving just the kind of information you would want to

have yourself, and in most cases you will get the business.

Letter writing is one of the last things many a jeweler

likes to do, but the right kind of letter writing is good
advertising and profitable business, and' therefore well

worth cultivating.

.\LL0W TIME TO DO THE WORK.

Again, if _\ou want to get the reputation for satisfac-

tory work, allow time for proper repairing and regulating.

Once in a while a job must be done and delivered in a

hurry. Such jobs will l)e common if you are willing to;

take anything that comes along on that basis. But, re-

member, whatever the circumstances may have been, the

customer will expect the watch to keep time when he gets

it. He will forget all about the rush in which you turned

the job out. but he won't forget that he paid for time-

keeping, and unless he gets it the fact is going to rancor

in his memory and stay there.

Finally, never promise a watch unless there is reason-

able likelihood that it will be ready when the timiie comes.

Nothing is much more exasperating to the customer than

to be put off and put off and put off again. It's exasperat-

ing to you or to me. We wouldn't go hack very often i£

our shoemaker or anyone else served us in that fashion;

.\nd other customers, when we serve them that way—when
we get into the habit of making loose promises and lightly'

setting them aside—come to regard us as undependable.

Ask any man and he will tell you that he wants the work

done right; and any man knows, if you put it to him, that

good work takes time, every time.

These are not all the points that you must keep an eye

upon if your repair department is to earn money and

reputation for you, but they are soirc of the most im-

portant. Look after them, and it is more than likely the

others will take care of themselves.

Salt Water Gilding Solution

It is not generally known that the usual salt-water gild-

ing formula, now quite extensively used for gilding by

means of the porous stone crock and' copjjer kettle, may be

used as a dip gilding formula, and in fact, it is used by

some platers in this manner without any current at all.

There may be some classes of goods which can be

gilded in this manner, but there are others which cannot

advantageously be treated in the dip without the use of a

current. Those who desire to use the dip without the

current will find that the color is equal to that obtained

with the current, but the gold does not cover as well.

The following bath can be used with good results:

Water 1 gallon

"N'ellow prussiate of potash 4 oz.

Phosphate of sod'a 2 oz.

Carbonate of potash 1 '2 oz.

Sulphite of soda 1 oz.

.Metallic gold 2 ])LiMiyweights

The gold is ""cut" with aqua-regia (uHiriatic acid and

nitric acid), the acid evaporated oft' until the solution is

s> rupy, then diluted with water and the gold precipitated

as fulminate with ammonia. This is filtered out. washed

with water, but not allowed to dry. It will explode when
dry, but is entirely harmless while wet. As soon as

washed', dissolve in the solution previously made.

The solution thus made with gold, is boiled for about

half an hour and the black precipitate in it will change to

a red. This is caused by the iron and it should now be

filtered out.

The clear solution will slightly yellow and is now
ready for the dip. It mu.st be heated to l.^l) degrees F. or

over when used.

Brass or copper goods can be dipi)ed in it. and other

kinds of material, such as iron or .steel, zinc, lead or

German-silver must be ])lated with either of these metals

before dipping can be accomplished.
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Be sure to see

the Waltham Exhibit

at the Toronto Exhibition

V7 OU will find us in Booth No. 83, centre aisle,

* of the Manufacturers' Building.

There will be a complete display of the Waltham
Ime, including an especially fine exhibit of Mantel

Clocks and Chiming Hall Clocks.

Make the Waltham Booth your headquarters while

at the Exhibition. Come in and discuss with us

anything.that is on your mind as affecting Waltham

Watches.

Waltham Watch Company, Limited

MONTREAL
Makers and Distributors of

Waltham Products in Canada

Factories: Montreal, Canada; Waltham, U.S.A.

Have you received a copy of our latest list dated Aug. 2nd?

Illllllllllllllllllllllllllliil HMSlili mm [TTMMIs
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Precious Metals Applied to Jewelers' Art
By George H. Dyson

FROM the beginning of civilization precious metals,

more particularly gold, have been used in the arts,

and no doubt will be used until the end of time.

We know what these metals are, but do we know them

from a practical point of view? As jewelers we make a

stud\' of them for the best interest of our business and

artistic knowledge. The jeweler of to-day is fast losing

sight of the fact that his profession in in the class with

the arts and on account of his indiffereiice or lack of in-

terest the art of the jeweler is going down, instead of be-

ing raised to the pedestal where it belongs.

Back to Egyptian Days.

Let us go back to the time of the early Egyptians.

The Egyptians and the Greeks were the only real living

artists from an artistic point of view, and we of to-day,

on account of our lack of interest in these matters, have

become very poor imitators. We have only to pay a brief

visit to some of the natural history museums in order to

convince us what the Egyptians and the Greeks accom-

plished and how little we really know about metals as ap-

plied to the arts. The methods used to-day in the refin-

ing and manipulation of both gold and silver are practi-

cally the same as those used by the early Egyptians about

3000 years ago.

What is Pure Gold.?

The average person has an idea that all gold is pure re-

gardless of quality. Virgin gold is called pure. It is not

pure unless made so by a chemical process which is the

same method as that used by the early Egyptians and to

bear out this statement I may say that gold leaf as thin

and fragile as any made to-day has been found in the

coffins of Egyptian mummies which must be at least 3000

years old, and since that period practically no improve-

ment has been made in the art of beating out to a thin

film this most ductile of precious metals.

The ductility of fine gold can best be appreciaed by the

fact that a cube of gold five-eighths of a square inch can

be hammered out by a skillful gold beater to such an ex-

tent that it will cover a floor twelve feet square. The
method of gold beating to-day is the same as that used

by the Egyptians except that the modern gold beater uses

steel rolls to break his gold down, finishing it by the

ancient method—the hammer and the skins.

Training, (Jij) and New.

Years ago, in the time of apprenticeships, a boy, in

order to become a practical jeweler had to serve an ap-

prenticeship of at least five years. He was not considered

a journeyman jeweler until he knew practically and un-

derstood thoroughly the nature and methods used in the

manipulation of precious metals as applied to his art. He
had to thoroughly understand the assaying, refining, al-

loying, melting, and, in a great many instances, drawing
his designs, making the article and finishing it for the

market. The methods used to-day are more like those

used by the manufacturer of hardware and kindred prod-

ucts. The average person who calls himself a jeweler

knows very little of the nature of the gold, platinum or

silver that he is making into articles of adornment. At

*Address dclh'crcd at the banquet of the Connecticut

Retail Jezuelers' Association follozving the annual con-

^cntion in Hartford.

least seventy-five per cent of the jewelry on the market to-

day is the product of the machine. The real artist aS ap-

plied to the jeweler of the present time is the designer and
the die cutter. The balance of the work is done by the

man who first alloys the gold and the polishing and finish-

ing put on by the tubs.

No Apprentices To-day.

There is no such thing as an apprentice to-day. In

the hurry and bustle of the times it is too expensive a

proposition to develop the artistic jeweler. As I have said

before, they are more like machines. They have their

own individual part to do. There is the melter, the roller,

the man who draws the wire, the banker, the stamper, the

trimmer, the assembler, the solderer, the pickler, the pol-

isher, the stone setter and the finisher. And these people

call themselves jewelers! If ever there was a time in the

history of the jewelers' profession for the need of trade in-

stitutes, this is the time. Something will have to be done

through the medium of such institutes if we expect to put

the jewelers' art back whence it is fast retrograding.

Again I say, we are not developing artists, but just merely

parts of a machine.

The Precious Metals.

In all well regulated jewelry shops nothing is wasted.

Outer clothing is provided for the workmen to wear so

that nothing can be carried out of the shop. Aprons and

towels are washed in the shop, the water is saved, and in

due course of time the clothing is burned. In this man-
ner gold or plantinum that may be lost in filings or pol-

ishings is recovered.

What do we know about plantinum or iridium? Next

to gold a metal used in the jewelers' art is plantinum. It

is inoxidizable by air or oxygen. Almost all acids are

without action on plantinum. Nitric acid attacks it only

when it is alloyed with a large proportion of silver and its

solution is only complete when at least ten per cent, of

gold is added to the alloy. The proper dissolvent for plat-

inum is muriatic acid and nitric acid.

Iridium is a white metal and is perfectly inoxidizable.

It fuses at a much higher temperature than platinum.

The fusing points of the different metals are gold. 3,000

degrees, silver, 2,800 degrees, plantinum, 3,800 degrees.

It requires even greater heat to melt iridium. Acetylene

gas and the electric furnace play an important part in

the melting and fusing of these metals.

Iridium is found in small particles and is very hard.

Aqua-regia makes no impression upon it whatever. With
platinum, iridium forms some very valuable alloys which
are of great service to the electrical industries and for

the manufacture of artificial teeth.

Wear Jewelry

The jeweler who expects to sell jewelry to other folks

but wears no jewelry himself may have all sorts of good
reasons for doing so. He may have a genuine distaste for

display—for anything that might make himself in the

least conspicuous, or he may never have thought much
about the matter at all. Hut he i.: not a shrewd merchan-

diser of jewelry, he is not a good advertiser, he has not a

developed appreciation of psychology as it applies to

salesmanship.—The Xational Jeweler.
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The Playtner Classes (

Continued from Page \
64 July Trader /

The Adjustable Lever
Escapement Model

Among the first articles designed and made by Mr.

Playtner on founding the Canadian Horological

Institute was the adjustable lever escapement model,

here illustrated. It was completed in August, 1890,

and was constructed purely for the purpose of mstruct-

mg his students.

As a means of visualizing correctness or incorrectness

and effects of changes made, models of this nature, it

would appear, naturally will suggest themselves as

very valuable means for demonstration purposes. In

fact, Mr. Playtner made a demonstration model years

before—just as soon as he was able to make a draft

of the escapement, and while still in his apprentice-

ship, and of which a fellow-workman at Kent Bros,

said years afterwards, "In that model I see the genesis

of the great success of the Horological Institute."

European Expert's Surprise
After this model had been in regular use in the classes for over twelve years, a famous

expert came to see the school. He stated that he had studied three years in a well-known

school in Germany and an additional year and a half in a famous school in Switzerland.

On noticing the model he at once wished to examine it. He was told he had likely seen

more complete ones where he had studied. "Why, no," he said, "they have none there."

Then the surprise was mutual, and after making a thorough examination, he stated that

he considered it absolutely the finest arrangement for practical demonstrations that he had

ever seen. He stated, also, that he would advise the schools he had attended to make similar

models—and he did; and his advice was acted on, too.

Such models cannot be purchased—they must be made by the instructors—and it must be

noted that the best equipped schools for rapid and accurate teaching know that no one can

become a workman in a year or so.

Canadian Horological Institute
Limited

Preston, Ontario
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Jewelry Trade Associations

Canadian National Jewelers' Association

O M Ko.^s, Secretary. M. C. Kills. President.

71 Richmond Street West,
Toronto.

British Columbia Jewelers' Association

A. .T. Jaoobv. Secretary. O. B. Allen, President.

423 Hamilton Street, Vancouver.

Alberta Jewelers' Association

F. K. Holdsworth, Secretary. D. E. Black, President.

510 Leeson & Lincham Block, Calgary.

Saskatchewan Jewelers' Association

C. F. Clare. Secretary.
Prince Albert, Sask.

A. L. Weatley, President.
Regina.

Manitoba Jewelers' Association

A E. Rowland, Secretary. .Jabez Miller, President.

Canada Building, Winnipeg.

Ontario Jewelers' Association

B M. Chapman, Secretary. R. J. Rodger, President.

261 Yonge Street. Toronto. Kmgston.

Eastern Townships Jewelers' Association

C. Brouilette, Secretary. O. .1. Gendron, President.

Richmond. Que. Sherbrooke, Que.

Nova Scotia Jewelers' Association

.1. H. Greene, Secretary. I. W. Vidito. President.
Dartmouth, X. S. Halifax.

District Associations

Victoria Jewelers' Association.

F. W. Francis, Secretary. A. J. Mitchell, Chairman.

Ottawa District Jewelers' Association.

R. J. Bastien, Secretary. C. A. Olmsted, Chairman.

Belleville Disitrict Jewelers' Association

T. Blackburn, Secretary. J. A. McFee, Chairman.

Brockville District Jewelers' Association.

F. B. Stacey, Secretary. H. B. Coates, Chairman.

Kingston District Jewelers' Association.

Gordon J. Smith, Secretary. F. \V. Kinnear, Chairman.

Essex and Kent Jewelers' Association.

W. W. Walton. Secretary. F. J. White, Chairman.
Windsor, Ont. Walkerville, Ont.

Hamilton District Jewelers' Association

F. E. Stone, Secretary. Joseph Levy, Chairman.
17 King Street West.

London District Jewelers' Association.

T. W. Jones, Secretary. H. Richardson, Chairman.
IngersoU.

Toronto District Jewelers' Association.

Amnion Davis, Secretary. Thomas Roden, Chairman.
176 Queen Street East.

Twin Cities Jewelers' Association.

J. H. Gillespie, Secretary. G. Burke, Chairman.
Fort William, Ont. Port Arthur, Ont.

Sault Ste. Marie Jewelers' Association.

W. E. Best, Secretary. Xorman F. Patterson, Chairman.

Xorth Bay District .Jewelers' Association.

R. H. Thompson, Secretary. E. W. Ross, Chairman.
Xorth Bay.

Montreal District .Jewelers' Association.

J. F. Murphy Secretary. J. A. Caron, Chairman.
23 .Notre Dame West.

Halifax Jewelers' Association.

Fritz O. Schaefer, Secretary. Stanley Hood, Chairman.
503 Barrington Street.

Guelph District Jewelers' Association.

Arthur W. Smith, Secretary. Geo. Savage. Chairman.
Guelph. Guelph.

Stratford District .Jewelers' Association.

Chas. L. Welsh, Secretary. X. F. Babb, Chairman.

Chatham District Jewelers' Association.

A. H. Von Gunten, Chairman.

Quebec City Jewelers' Association.

A. T..anglois. Secretary. M Cateau, Chairman.
214 St. Jean.

Canadian Jewelry Imporfs

and key.s

—

United Kingdom
United States .

.

Japan . ,

Other countries

Totals

Watches

—

United Kingdom
United States
Switzerland
Other countries

Month of
1919—

March
1920

Twelve Months
ending March,

1919—1920

26
57.301

1

968
77.797

330
873

2.010
656.598

1.749
436

10.797
812.807

1.674
7.935

57,328 79,968 660,793 833,213

325
638

2,595

520
2,602
6,650

20

13,245
10,563
39,274

4,615
17,174
64,116
2,022

Totals 3,558 9.792 63.082 87,927

Watch actions and
ments and
thereof

—

move-
parts

150
90.618

425
105 848

369
77,690

10,736
894,783

3,303
609.079

447

9.731
1. OSS, 737

France 6,503
69,490 806,410

Other countries

Totals 100. 258

13

15 614
3,546

18), 332

259
18,280
8.699

1.51S.348

847
122.481
47.822

310

1.906.381

Watch cases and
thereof

—

United Kingdom
United States
Switzerland

parts

1,900
188,410
75,879

Other countries 271

Totals

Moulded and cut
glassware

—

Ignited Kingdom .

United States . . .

.

Japan
Other countries

Totals

glass-

19,173

1,538
35,978

2.556

40.072

27.238 171,460 266.460

2.763
79,881

37
166

10,415
422,748

1.047
5.326

16.803
649.129

2,822
4,250

82,847 439,536 673,004

Electro-plated ware and
gilt ware, n.o.p.

—

United Kingdom
United States
France
Other countries

2,533 15.115 19.070 89,125
13,124 18,396 96,893 242,726

251 367 4,352 2.890
11 80 95 414

Totals

Sterling or other silver-
ware, n.o.p.

—

I'nited Kingdom
United States
Other countries

15.919

973
4,500

33,958 120.410 335,155

Totals

Manufactures of
and silver, n o.p.

United Kingdom . .

United States
Other countries ....

gold

Totals

5,473

25
5.577

36

5.638

13.380
9.874

148

23.402

799
14.366
1.816

16.981

18,006
36.722

421

64.917
93.826
2.042

55,149 160.785

2.025
35,969
2.891

8,163
142,184

4,760

40.885 155,107

Silver bullion unmanu-
factured

—

United States 101.727 317,926 3,282.370 4,498.284

Jewelry, n.o.p.

—

United Kingdom
United States . .

France
.Japan
Other countries

Totals

Diamonds, unset

—

United Kingdom . . .

United States
Netherlands
Other countries .

.

Totals

1.375 9.351 13,198 50.030
75.714 103.322 724,833 1,120.530

892 8,115 6.244 44.252
15 1.417 5.835 22,468
89 2.040 661 4,730

78,085 124,245 750,771 1,242.010

140,801 469.735 1,202.890 3,052.851
59 21,065 59 97.377

47.069 166,975 47,069 1,293.183
2,910 27.435

187.929 660.685 1.250.018 4,470.846

Precious stones and
pearls and imitations
thereof, strung or
not, but not mounted
or set

—

United Kingdom
United States
France
Italy
Japan
Other countries

Totals

868
10.438
3.868
404
336

15.914

26.088
11,688
20,481

937
1,013
622

37,544
82,909
45,345
5,004
2,819
449

497.116
139.496
171,799
11,121
11,505
13,820

60,829 174,070 844,857
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CONFIDENCE
of the trade is perhaps the most
important asset in marketing
Diamonds. Ours has heen firmly

secured through over 100 years'

establishment.

DIAMONDS
in all sizes and qualities

BACKES & STRA USS
309 Continental Life Building

TORONTO
14-15-16 Holboni Viaduct - London, Eng.

8 Tulpstraat - - Amsterdam

/#f#5t»«?tf^»?t^^»Wf^ft?P^^^
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WHEN YOU
RECOMMEND

DAVID BELAIS' 18K WHITE GOLD
( The white gold that stays white)

FOR
REMOUNTS

YOU
are creating new business that

WILL LAST
You can furnish a mounting made of BELAIS'
WHITE GOLD and about $175 WORTH
OF DIAMONDS for the price of a mounting
made of Platinum, assuming the mounting
made of BELAIS' WHITE GOLD weighs
10 dwts.

The Color is the Same.

Styles in Jewelry Change.

Give It a Thought.

DAVID BELAIS
13 DUTCH STREET, NEW YORK
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The Diamonds and Gold Jewelry which we set

f^ - //* / \ s"d manufacture mclude selections better than ever

before.

/ r1 /\ / There are very many new and beautiful designs

in both 1 and 1 4k.

I ^^\ j3 y Furthermore, our long experience in the diamond

business leads us to believe that diamonds will not

be lower m price again.

"Gifts that last" is a slogan we endorse. You
will desire to examine our complete line for your

trade.

Careful attention given to approbation requests

Roy Company, Limited
Roy Building, 21-23 River St. TORONTO

ROSS ARCHER, T. BROADHURSl, ALBERT MIRAGLIA.
Western Representative. Toronto Representative. Montreal Representative.

NELSON REYNOLDS, Eastern Reprisentative.

ill ililliiliiillllliiliiliilliiililliilllillilJiJiiilii
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Anticipate Your Fall Needs Now

We are Prepared to Supply the Trade with

BRACELET WATCHES in 8|, 9| and lO^ ligne

in all thewanted shapes.

DIAMONDS Loose and mounted.

JEWELLERY

Approbation Orders Given

Special Attention

Solid Gold and Gold

Filled.

M. MICHALSON & CO.
Importers of

DIAMONDS, WATCHES AND JEWELLERY

Power Bldg., Craig St. West - MONTREAL
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3ANY a merchant is doing business to-

day with his nose to the grindstone.

Day in and day out it's the same old

story—with no reHef in sight from the

steady constant grind.

Very often it's on account of "dead-

weight" stock—the same old lines,

the same customers and no new
ones year after year.

What is needed is enthusiasm

—

enthusiasm inspired by something
new, something that attracts new
customers— PROFIT

The John Sweet line is an inspiration to every clerk,

every salesman. It appeals to the careful buyer and
makes them pleased customers.

It is this interest in the retail jeweller's perspective

from a standpoint of selling, that has won us many
friends and has won our rings many friends among
their customers.

John Sweet Rings are the product of conscientious

and original designing. They are up-to-date, at-

tractive and dignified, yet at popular prices.

They sell—and a "selling line" lifts many "a nose
from the grindstone."

John Sweet & Co., Limited
Canada s Most Progressive Ring Mfrs.

JOHN SWEET, President

Hamilton Canada
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5UREFIT
Means a perfect Watch Strap for both Ladies and Men, which can be

worn with the greatest comfort and assurance that you are not going to lose

your Watch. It is easily attached, requires no adjustment, and is always

ready for use, as it does not become flibby by stretching.

MEN'S
STRAP

TT7.1

Closed.

PATKNTKI)

Bracelet Expanded.

Both the Ladies' and Men's Straps are made in 14 Kt. gold, 10 Kt. gold,

f/10 rolled gold plate, sterling silver and American silver, having in

all qualities an expansion of 1 ^ inches.

The catches on the Men's Strap are made in 5 16, 7 16 and ^ inch,

which fit all size watch lugs.

Now is the time to stocl^ this item.

PATKNTHU 'mmmmwm^mmmmmmm
Closed.

LADIES'
STRAP

Showing Watch Hooks and Bracelet Expanded.

This item is not a novelty, but an article which will last and be worn as

long as the Wrist Watch is in style, and it has come to stay.

Sold through the Wholesale Watch and Jewelry Trade.

BLISS BROS. COMPANY
Attleboro, Mass.

"The House with Something New All the Time"
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To Help

You Sell

"Keystone"

Brushes

7 he Gift She Cherishes
something to make her home

-^^^I'^^^^^'t
fu,_and yet something with a personal note

i gift combining both these attributes is what

the bride appreciates the most.

French Ivory—had you thought of that

.

In the set which you select, insist that all

brushes bear the Keystone iniprmt.

bristles^ T''fwH^^4ch ex ufsite solid Ivory

'^.^^ns^t foVl^lranl tinea by a C

STEVENS-HEPXER CO.. LIMITED"^^
,.„ltT YAA.IS. ().Vr.\KIO ^4%h

mm

•'''••••••ii^^^^''"'

One of a Series of

Advertisements Appearing in Canadian Magazines

We reproduce above an attractive advertise-

ment which appeared during the month of wed-
dings in a number of leading pubhcations.

This is one of an interesting series of advertise-

ments designed to impress upon the prospective

purchaser of French Ivory the advisabiHty of

msistmg that all brushes bear the Keystone imprint.

A brush, to give satisfactory service, must be

made by a brush expert. .A brush expert knows

the value, when it comes to service, of the quality

of bristles he employs.

Each Keystone French Ivory Brush carries with

it the manufacturer's guarantee. Could any argu-

ment be stronger?

STEVENS-HEPNER COMPANY, LIMITED
Port Elgin, Ontario
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What are

YOU
Looking for ?

Honest Merchandise ?

I 98c.
R. GOLD PLATED

KNIVES
Warranted Steel Blades

Regular Price, $2 .00

FOR ISALE HERE H
li.'

i'v v«' Vi'^v V

For Immediate Delivery
Per Gross on cards or loose

$31.00 f.o.b. New York
New York Funds

No Order less than One Gross Accepted

Write us about our wide range of novelty lines at exceptionally

opportune prices

BERNET CO.
25 W. 42nd St. New York
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Not Just Good Jewelry—But Co-operation

It is this spirit—the sincere co-operation with all our friends in the

jewelry trade—that has so greatly helped in the rapid growth of our

business.

Our lines for Christmas selling are representative of the worth, the

beauty, the desirability of Fremes jewelry.

Pearl and Diamond-set Rings, Bar Pins, Brooches, Lavallieres,

Scarf Pins.

Messrs. Fred Westren, Jack Lees and Max Fremes will be starting

with these attractive lines about the first week of August on their respec-

tive territories.

Pearl Strings
Mr. Simon Fremes, while in Europe in the

Spring of this year, arranged with a prominent Pans
manufacturer for the exclusive agency in Canada
for the most beautiful line of indestructible pearls

on the Canadian market to-day. Their iridescence

and lustre are so perfect that they are easily mis-

taken for the real gem by experts.

By importing these pearls direct, we are enabled to offer them to the

Canadian retailer at the very lowest prices possible, and feel quite confi-

dent that, consistent with quality, these pearls cannot be equalled at

50 'T increase in price.

Our travellers will gladl\) show you the samples.

S. Fremes & Co. limited
333 Adelaide St. W. Toronto
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Our Guarantee
The maker of this famous pearl hereby guarantees that every pearl on this strand is solid and insoluble

and will not peel, discolor, crack or break. Test La Louise pearls in cold or hot water and you will find

that they do not soften or dissolve as do many artificial pearls, but will retain their many fine qualities.

When you buy your pearls from the Manhattan
Bead Chain Company, you are buying directly from
the manufacturers of the La Louise Pearls.

For the past 30 years we have been manufacturing
and importing Bead Necklaces and Pearls. That in

itself should be your buying guide that our La Louise
Pearls will bear the same prestige as our other

A variety of colorings of Oriental, pink.products.

cream and white are obtamable, which are finished

off with either a green or white gold basket clasp.

Diamond clasps are also furnished, if desired.

Don't forget our guarantee tag, printed on silk on

each strand of La Louise Pearls—the guarantee that

protects your sales—read it over again.

Your inquiry will bring to you a small line of these

pearls and complete information.

J'j.ifublishcd over (i qiiaricr of <i cnititry

Manhattan Bead Chain Co.
Importers of Bead Necklaces and Manufacturers of Pearls

39 West 36th Street New York City

o

O

O

O
o
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to buy -.too cheap an article, and still it's wise not

to be extravagant. You would be disappointed in

the service you would get from a two dollar pair of

shoes. Yet on the other hand, the average business

man does not feel like paying ten dollars for the

NAME on a pair of five dollar shoes.

Take this same attitude when you purchase

your Watch Movements. Buy a medium priced

movement, that is made strong and sturdy, one that

is dependable, built of first-class materials at the

hands of skillful workmen.

That is the

BLUE BIRD in 9| and 10 ligne

CRUSADER in 12 and 16 size

Ask Your Jobber or Write Us

STAUBER & BALTZER
489 St. Paul Street West MONTREAL
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RAILROAD WATCHES
Hamilton Watches

18 Size, All Lever Set MoTements

Xo.

Xo.

No.
950-

952-

992-

996-

972-

9i6—23 J. O. F $72.60

940—21 J. O. F 57.20

16 Size

-O. F. 23 J.—P.S. or l,.S. $100.00

-O. F. 19 J.—r.S. or I..S. 74.50

-O. P. 21 J.— P.S. or L.S. 63.80

-O. F. 19 .1— '..S. only.. 5R 30
-O. F. 17 .1.—I..S. or P.S. 45.65

Elgin Watches

VERITAS, O. F. NICKEL

16 Size. 23 .lewel.s $79.20

Father Time, O. F., Nickel
16 Size, 21 .levvi-l.s $63.80

B. W. Raymond, O. F., Nickel
16 Size, 19 Jewels $55.00

ALL MAKES
AND GRADES

Prices to Consumer

including

Luxury Tax

Ball Watches

Illinois Watches

16 Size. 2:f .Jtwels, Uk Case ..

16 Size, 23 Jewels, G. F. Case

16 Size, 21 Jewels, 14k Case ...

16 Size, 21 JeweLs, G. F. Case

16 .Size, 19 Jewels, 14k Case ...

16 Size, 19 .lewels, G. F. Case

$148.50

104.50

137.50

. 93.50

126.50

82.50

When you want Railroad

Watches, send your

orders to

BUNN SPECIAL
18 Size, 21 Jewels, adjusted,

6 positions $53.90

BUNN SPECIAL
16 Size. 21 Jewels, O. F., ad-

justed, 6 i)ositions 61.60
16 Size. 23 Jewels. O. F., ad-

justed. 6 positions 72.60

A. LINCOLN
16 Size, 21 Jewels, adjusted,

5 positions, O. F 58.30

BUNN
16 Size, 19 Jewels, adjusted,

5 postions 53.90

Walthain Watches

"Maximus" 23 Jewels, Nickel.
Adjusted to temperature, isochron-
ism and positions.

•6 Positions Winding-
Indicator $225.00 Dactyl

."> Positions 205.00 Daffodil

"Vanguard" 23 Jewels, Nickel.
Adjusted to temperature, isochron-
ism and positions.

•6 Positions, Winding
Indicator $115.00 Dahlia

5 Positions 95.00 Dairy
•"Crescent Street" Winding-
Indicator.

21 Jewels $83.50 Dash
"Crescent Street"

21 Jewels 75.00 Dart
•"No. 645"

21 Jewels 70.00 1 )au.ahter

•Riverside"
19 Jewels 72.50 Dawn

The Canadian Ball Watch Company, Limited
CONFEDERATION LIFE BUILDING, * - WINNIPEG, MAN.
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Diamonds

Oar ^^Cr. ^Douglas ...AZlre will

return loltn a complete stock, on

tne O.O. (impress of tJ ranee, at

tne oeginning of ^^lugust, after

a ten iveefc trip visitina all tne

(jDuropean aiamona centres.

tJnspect our stock oefore

ouuinq.

We snail oe olaa to send uou

a selection on approval.

IMPORTERS AND CUTTERS OF

DIAMONDS

GH,ont->

AMSTERDAM ANTWERP
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DAME FASHION SAYS PEARLS

Why not be able to supply the

demand? Fastidious dressers
will follow the vogue.

WE HAVE A COMPLETE ASSORTMENT OF-

Guaranteed Indestructible Pearl Strings
IN ALL LENGTHS, UNIFORM AND GRADUATING SIZES

Samples Sent on Request.

EAVES BROS.
128 Bleury Street Montreal

^iiiiiiiiiMMHiiiiiiiiiiiriiiiiiiiiiiiirriiiiii

We Could Cheapen

OUR LINE OF

Solid Gold and Gold Filled Goods
but we don't believe we have any right to save

money at the customer's expense.

JAMES EASTWOOD
Wholesale and Manufacturing Jeweler

65 Provost Street - NEW GLASGOW. N.S.
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Double Vegetable Dish
No. 7136

4Doe@ €D8e@

Sound Business

r^'-.'-

Entree Dish—No. 4537

Staple articles such as our Vegetable

and Entree Dishes are Always
Sure to Sell.

JOHN ROUND & SON
LIMITED

51 St. Paul Street W. Montreal

Also Canadian Sales Agents For

THE MIDDLETOWN SILVER COMPANY
Middleton, Conn.

Makers of MID-SIL-CRAFT Silverware

Popularity Means Continuous Sales

Mesh bags are being carried this season more than ever before. A popular

demand is ever an opportunity for the ag gressive dealer.

WHITING & DAVIS MESH BAGS
attract the admiring eye of your most fastidious customer. Their big appeal is

in their luxurious silken mesh, general attractiveness, convenience and adapt-

ability to every costume.

We are now^ showing a new^ and most attractive line for Fall selling.

Mesh Bags are made of metal and are not

classed as "jewelry'' under the ''luxur'^ tax.''

Whiting & Davis Company
Sherbrooke, Que.
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f JEWELLERY CASES
|

|llllllllllll!llllllllilllllllllllllllllll!llllllllllllllllllllllll!lllllllllllli||:||||||||||||||||U^

THE CAMEO
A moderate priced Case of excellent design

THE AMETHYST
A beautiful Show Case of exquisite lines

Two of our specially designed Silent Salesmen Cases for Jewellery that

combine Beauty with Efficiency.

I SEND FOR COMPLETE CATALOGUE
|!llllll|i|||llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^

I JONES BROS. & CO. LIMITED
ii;iiii:iiiiiiiiiiii!i;!'i!iiii:iii;:iiii:i!i!:iiiiiii!iiiiiiiiiil

Eastern Branch;
71 BLEURY STREET

MONTREAL

Head Office:

29-31 ADELAIDE WEST
TORONTO

Western Branch

:

437 MAIN STREET
WINNIPEG

^>iiiiiiiiiiiiiiiiiiiiiiiii:iiii!iiii:iiiiiiiiiiiiii!iiii[iiii!iii!iiliiiiii!!iiiiiiiiiiiiii;iiiiiiiiiiiii^

^I
ililiiiiiiiiiiliiiiliiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiliiiiilliiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiliiiiiiiiiiiiniiiiiiiiii^

^^^^^^^^HTn| B8SSS
Bs===JjBIun
'"''

""^"'"'""^^^r^HI IP 1 ' ^S^^^l

^^^^^^^H^'r^ -^I^BBjdjifjF)

'''

^^^^^^k

X «--—

LEWIS BAZAAR
Dundas Street West, Toronto

We have u. catalogue descriptive of Zouii Safety Set Consliuclion and will

be Rlad to mail one on request.

iiiiiiMiiiiiiiiiiiiiiiiiiiiiininiiiiiiiiiirarrrTTTnTirrm.TiTTri'iiiiiiiiMiiuiiiiiiii i iiiiiiiiiiiMiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii

We did not design this

store front, but sup-

plied

ZOURI
Safety-Set

metal store front con-

struction and glass com-

plete.

The store entrance is

very wide and deep and

provides an unusual

amount of window dis-

play space.

r

XhQ C0N50LIP/ITEP PL/ITE GL^5^S COMP/I^S^
OF Camm LIMITED

TORONTO -MONTREAL-WINNIPEG
mTTTTTmiiiiiiiiiiiTTTiiniiiiiimr
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^

We respectfully request that you defer placing your Fall orders until you

see what we have to offer in Silver-plated Hollow Ware.

1R or 111an Iplarc vs^ill be shown in many new and exclusive designs by

our salesmen. Our designing department has achieved success in getting

away from the ordinary and yet losing nothing of the graceful lines that

characterize IMortTlPn pla^C

Sqld exclusively through Jewelers

STANLEY AND AYLWARD LIMITED
TORONTO MONTREAL 1
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One-lialf Actual Size

CIGARETTE CASES
(STERLING OR GOLD)

that deserve every jeweller's attention.

The above illustration represents a line of genteel, quality cigarette cases

—the kind that every gentleman is proud to show.

These cases are made by men experienced in the art, m two weights of

sterling and in concave and double sizes—engine-turned in most attractive

designs.

An important feature is the ease and comfort with which they fit the hand.

They make your prospect want to keep it.

You may procure these good-selling cases from your jobber.

Wholesalers, som? territories still open.

#t^rlmn (Kraft

176-178 Richmond St.

Silversmiths

TORONTO

NEW STOCKS!
We have been fortunate in securing some entirely new and

distinctive lines of merchandise, direct from our European factory,

including :

REAL STONE NECKLACES—Amethyst, Opal, Topaz,
Cornaiine.

LA POMPADOUR PEARL NECKLACES—Cream, Rose,
White.

BEADED and MESH BAGS in an exceptionally wide range
of truly beautiful designs.

STERLING ENAMELLED CIGARETTE and VANITY
CASES.

LOOSE CAMEOS—CAMEO BROOCHES in every style in

10k and 14k.

PRECIOUS STONES—Amethysts, Peridots and Topaz.

CORAL NECKLACES.
Appro. Selections sent on Request

BORRELLI & VITELLI
M< TORONTO ST. TORONTO
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1^^ iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiy W"^

IThe Instant Appeal
of the Allport line of rings is an embodiment of the ring itself. It I

is executed through careful workmanship, experienced workmen ^
and high-grade work throughout.

Delighted customers and more sales of Allport rings are someNof the benefits from ^^ •_-

The Permanent. Appeal J^
Mr. W. J. Bell is representing us in Ontario and is now on the

road with this most attractive line.GWe are particularly well equipped for ^^^^
SPECIAL ORDER AND REPAIR WORK f w

E. H. ALLPORT
London .*. Ontario

C C

"The Line that will Interest You.'*

Our travellers are now out with a most
complete range, including the BATES &
BACON line, Attleboro, of high-grade

CHAINS FOBS KNIVES
in most attractive designs.

Also a full line of GOLD JEWELRY and NOVELTIES
such as Cigarette Cases, in Sterling and Silver Plate, and

Ladies' Vanities, etc.

This line is well worth while your attention.

DEFOE & W^ILSON, Limited
110 Adelaide Street West - - Toronto
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"GIFTS THAT LAST" are the order of the day.

Have you prepared for the coming Fall season? It is time to make a su:vey of your stock—be ready

before the rush comes.

You are no doubt short in many lines.

MY STOCK IS COMPLETE
Do you need Waldemars or Dickens Chains, Rosaries, Neck Chains, I Icdals or Scapular Lockets, Bar Pins,

Lavallieres or Pearl Necklaces?

I have them, in qualities that make for lasting gifts.

Are you short of Boxes? My line is complete, from the humble .i< "".ted paper box to the metal box, covered

in sumptuous velvet.

Remember, I stand back of all my goods and guarantee their qr ility absolutely.

E. SAINT LOUP
46 Notre Dame Street West-

Importer
MONTREAL

Let Us Make It

For You
We are capable of executing your orders

with the precision chat exemphfies the

work of the master craftsman.

Platinum and

Gold Jewelry

remodelled and made to any design you

care to specify.

ROUGHTON & SKELTON
Limited

32 McGill College Avenue

MONTREAL

Jewelers^ Security Alliance

Will protect your Safe against

Burglary

nr HE JEWELERS' SECURITY ALLIANCE
*• has been established for over thirty-nine years,

and during this time has given its many and prominent

members efficient detective service and determined

prosecution of the thieves, aiming at the restoration

of the property when at all possible.

The Alliance offers you protection for the small sum

of two dollars per annum. You cannot afford to be

without such adequate protection at such a minimum

cost.

For further particulars, write

—

JEWELERS' SECURITY ALLIANCE
O. M. ROSS, Secretary

71 Richmond St. West, Toronto

"KINGSWAY PLATE"
"FROM STOCK OR TO IMPORT."

Sucklings Limited, Birmingham, England

is back once more on the market, and dealers who have tried this line before will be quick to

realize the opportunity that is afforded them, that of handling a line of plate that will con-

form to all expectations of the purchaser and that will compel an admiring attention by its

neat patterns that feature a quiet and simple dignity that bespeaks refinement.

Write us to-day for a catalogue of the many designs that "Kingsway Plate" is pro-

duced in.

W. T. EVANS
LINDSAY BLDC, ST. CATHERINE ST. WEST, MONTREAL
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BABE'S
BEST FRIEND

PACIFIER
AIR-PROOF

NON-CORROSIVE

PNEUMATIC

INSURES
EASY TEETHING

MADE IN GOLD, SILVER AND PEARL TRIMMINGS.

Z. A UE RBACH & CO.
Distributors for Canada

120 St. James Street MONTREAL

The interior construc-
tion of

BABE'S
Best Friend

PACIFIER
Is Aluminium, non-
corrosive. The nipple
easily replaced by un-
screwing plug— is not
gelatine-filled but
pneumatic and air-
proof. Always offering
a hard bite for the
gums and helping the
teeth through.

A Hygienic

Comfort for Baby

M. Lewis Mittenthal
Loose Diamonds

Returning from Europe this

month with a new stock of

Diamonds.

286 St. James Street

Address all enquiries to reach

Montreal not later than Sep-

tember 1st.

- MONTREAL

WATCHMAKERS AND REPAIRERS
EFFICIENT AND CAPABLE WORKMEN.
QUICK SERVICE AND SATISFACTION.

George D. Neima & Company
Ciayden Bldg. - TRENTON, N.S.

WE IMPORT
WATCHMAKERS' TOOLS AND MATERIALS

JEWELLERS FINDINGS
IMITATION AND REAL STONES

Headquarters for Waltham Material for
Marltlma Province*

ARTHUR W. THOMAS
188 ARGYLE STREET. HALIFAX, N.S.

Do most bij^ manufact-
urers send us their
scraps,filin^s t'sweeps

" We pay the highest prices."

Guesswork is eliminated—absolutely.

Send Your Sweeps to

BAKER
NEWARK, N. J., U. S. A.

Shipping tags sent on request.

BAKER & CO.. INC.
Refiners and Workers of Platinum Gold and Silver >^

O J -o

;30 Church StNevv York n\wARk"n J ^ ^ *"''"'' *" ^^'"^
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Public Clocks
Church Bells
Highly specialized skill is needed to make and

fix satisfactorily big public clocks and bells.

We have been Clockmakers since 1 844 and

Bellfounders since 1877, and our work
stands all over the world.

All our clocks, from small house to largest

Town Hall sizes, are made throughout in

our Croydon workshops, and are, therefore,

guaranteed in every respect.

We cast and fix bells anywhere, in any

weight, specializing in complete peals scienti-

fically tuned and remarkably pure in tone.

Enquiries invited.

Suggestions and estimates supplied.

©tllctt d 3obn8ton
3foun£>ers of mang famou5 belle

jEndland

BLACK CAT MASCOT PINS
Wear this pussy you will find
Fortune will be always l<lnd,
For as sure as she Is black,
You good luck will never lack.

Sterling Sliver, $3.25 doz.; $36.00 gross.

THE TORONtO TROPHY CRAFT CO..
1711-12 Royal Bank BIdg., Toronto.

Telephone Adelaide 3393

The Imperial

Refining and Smelting Co.

of Canada

General Assayers and Refiners of

Platinum, Gold, Silver, Sweeps,
and all kinds of Precious

Metal Wastes, etc.

Exclusively a Canadian organization, hav-

ing the necessary experience to give you the

most efficient service in the refining of your

wastes.

We refer ^ou to the trade.

32-38 Beverley Street

Toronto - Ontario

J. G. COFFEY
Wholesale Manufacturing Jeweler

Specializing in fine 119 ST. ALEXANDER STREET
10 and 14 Karat MONTREALGOLD RINGS pho„e Up. 6980

Don't lose the money that can be made

in repairs. If you cannot handle the

work, send it to us. We have the men

and material to do all your repairs and

give you service.

DON'T FORGET : Every material order
is filled by a watchmaker

KLEIN & BURRO.WS
40 Colborne Street - TORONTO

R. JACOBS & BRO.
DL^MONDS EXCLUSIVELY
Send u* your appro, or^r*. We aMure you of

prompt aervice and Talues »econd to none.

15 Yon«e Street Arcade - TORONTO
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First Class Improvers Ready for Positions
Positions wanted within two or three months for first-class improvers. Graduates

of The Ontario Horological School, Limited. These men are all returned soldiers, who
have had about ten months of intensified training in the School under the careful super-

vision of Competent Instructors. For further information, write to

—

J. R. JUPP, Principal,

Ontario Horological School - - 345 Adelaide St. W., TORONTO

Business Chances
MANUFACTURING AND REPAIRING
jewelry busines.s for .sale at 70 Lom-
bard Street, Toronto, including coinplete
set of dies, tools, rollers, drop hammer,
dynamos, etc., in first-clas.s condition;
death of proprietor reason for selling.
Splendid opportunity for youns jeweler
to start in business; terms can be
arranged; apply on premises any after-
noon, or write W. N. MoKendry, 122
Kendall Ave., Toronto.

JEWELRY AND OPTICAL BUSINESS
for sale, in Montreal's best suburb, for
$3,000.00. Big repair trade at best
prices, ill -health the reason. Box 634,
Trader.

FOR SALE—In a small town of Western
Ontario, watch, clock and jewelry re-
pair business; also stock of watches,
clocks and jewelry worth from $1,200,00
to $1,.500. 00. Apply Box 636 Trader.

JEWELRY AND OPTICAL BUSINESS
for sale in Renfrew, Ont. lOstablished
by the late W. H. Kearney in 1874;
stock and fixtures al)Out $8,000.00; good
repair trade. Mrs. .\ellie F. Kearney,
Box 294, Renfrew.

JEWELRY BUSINESS FOR SALE—
Established 5,5 years in one of the best
manufacturing towns of 4,000 in Eastern
Ontario ;stock and fixtui-es. $6,000 cash;
$,5,000 secures it; ownei- retiring. Ad-
dress Box 637, Trader.

FOR SALE.
JEWELRY STORE,
Lawrence Blvd.,
Catherine; cause
amount of sales
Fine fixtures and
rent. Stock and
$4,000 to $5,000

best location on St.
Montreal, near St.
for selling, illness;
400 to $500 weekly,
stable stock; cheap
fixtures amount to

Box 635, Trader and
.Jeweler, 171 St. James Street, Montreal.

JEWELRY OPTICAL and Fancy Goods
business for sale. Late owner died
suddenly. Splendid connection with the
new town of Kipawa, Que. An old
established business with Ottawa River
Lumber Firms. Large watch and
jewelry repair trade. Stock value
$8,000.00. A bargain for quick sale
Write Mrs. J. A. Floyd, Mattawa, Ont.

FOR SALE—Jewelry and Optical Business
in town of 1,200; good mixed farming
district; no competition. Stock and fix-
tures about $2,500. located in centre of
business part of town. Will sell or lease
lot and building. Write to A. M. Bush
Olds, Alta.

A nice attractive jewelry store in one
of the best towns in British Columbia.
Mining, lumbering, fruit growing, etc.,
fine climate, boating and fishing; no large
town nearer than two or three hundred
miles. Steady trade the year round; re-
pairs average $3,500 per year. Can reduce
stock to any figure above seven or eight
thousand dollars. Will consider cash deal
only. Don't answer if you require terms.
For further particulars address the owner,
R. H. Ewert, Nelson, B.C.

GOOD OPENING FOR JEWELER.
.'-Juitablc store to rent, ojjposite Trader's
Bank. No jeweler in town. Apply
S. Windsor, Tottenham, Ont.

Situations Vacant

HIGH -CLASS representative wanted for
Ontario to sell factory line direct to
jev\elry trade only. Man with connec-
tion preferred, but hot necessary. Apply
Jtox 638, Trader.

WORKING JEWELER WANTED—lOx-
perienced man on new work in gold and
platinum. .Sansburn I'ashley Mfg. Co.,
Limited, Windsor, Ont.

WANTED—Competent watchmaker, with
slide rest and face plate, and able to
do all classes of high grade work, per-
manent position. Apply H. R. Chauncey
Limited, jewelers, Calgary, Alberta.

EXPERIENCED jewelry salesman wanted
for Province of Ontario. Best of refer-
ences required as to ability and char-
acter. Apply Box 631, The Trader and
Canadian Jeweler.

WANTED—Watchmaker, must be com-
petent, to take charge of material de-
partment in wholesale house. Perman-
ent position with good chance of ad-
vancement. Apply Box 629, Trader.

WANTED by Swiss watch factory that
will open offices in Montreal, a re-
sponsible young man, having thorough
knowledge of watch line, capable of
handling correspondence. Reply full
details first letter. References. Address
Box 621, Trader.

WANTED—First-class watch repairer,
state wages and experience in first
letter, also references. E. P. Battley,
Sarnia, Ont.

Positions Wanted
CAPABLE WATCHMAKER—Salesman,
window ilre.sser and ticket writer, with
wholesale experience, open for position

at once. Box 639, Trader.

WATCHMAKER AND JEWELER, 37

vears old. married, willing to wait on
trade if necessary, with Al references,
wishes position in British ("olumba or

Alberta; state salary. Box 640, Trader.

JEWELRY SALESMAN wants to con-
nect witli reliable firm. 10 years' ex-
|)erience City of Montreal and Province
of Quebec. Best of references and con-
nections. Apply J. A. 305 Beyer Street,

Montreal.

PRACTICAL MAN, twelve years business
e.xperience desires position as traveler,
or will accept position as salesman and
assist with watch repairing. Apply
Box 641, Trader.

SITUATION WANTED by Watchmaker
and Jeweler, good salesman; plain en-
graver; 5 years in last place; good
references; state salary. ' Box 632,

Trader.

PRACTICAL MAN wishes permanent
position as salesman. Best of refer-
ences. Vancouver, North Vancouver, or
Victoria; twelve years' experience. Box
625, Trader.

Articles for Sale

FOR SALE—Junior Trial Case and Trial
Frame. Price to-day $103.00. Will sell

for $40.00. H. H. Macarthur, Melfort,
Sask.

FOR SALE—Two eight foot jewelry
cases, mahogany finish, plate glass
shelf, top, front and ends, plate mirror
doors, in good condition. Appl.v C. F.
Smyth, Colborne St., Brantford, Ont.

Articles Wanted
WANTED—A watchmaker's second-hand
work bench. Apply Box 669, Orillia,

Ont.

$20.00 REWARD.
Will be paid for information leading to

the recovery of 16 size, 23 jewel Veritas
movement No. 1442180 in 14k gold swing
ring case No. 183732, private number in

case 1836-H. Hold and advise Max Heil-
broner. Jeweler, Prince Rupert, B.C.

Phone

SACKVILLE 2179

Factory, Show Rooms and Offices

HALIFAX, N.S.

39 Duke Street, Opp. City Hall.

Canada

P.O. BOX 9

H. R. BERGMANN &, CO., LIMITED
WHOLESALE AND MANUFACTURING JEWELERS

Weddlnc RlBfB

Diamond Rlnn
Bracclat Wat«b«
Waltbam Watches
Tarannes Watchei

J»w«lry of all description—

Sold. Qold-FUled and SllTer

Cblm*. Strlklnc and Alarm Clocks

SIlTar Plated Flat War* and Cut OUh
Wateb Ca<«s. Amarloan Watch Caa* Ca

Importers of

WATCHMAKERS' AND JEWELERS' SUPPLIES

Engravers, Gold and Silver Platers to the Trade.

EVERYTHING FOR THE JEWELER

Jewelry Boxes

Clock Uatertal

Watch Material

Window Fixtures

Tools and Hachlnerr

Precloue and Saml-Preclous Stones

Electric Power and PolUblnc Ifoton

and General Supplies at all Idadi far

Walchaakars. Jewelect aad KlD4r*d Tradai
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W. CASPER, Limited
IMPORTER OF PRECIOUS STONES

Pearls and Half Pearls
Appro. Parceli sent on Request

1 10 Church St. ^^rLf"'"" TORONTO

TRADE WATCH REPAIRING
All kinds of high class watch repairing handled.

Efficient and capable workcmen.

Service and Satisfaction.

BARTLETT & WAKEFORD
45 Richmond St. E.

Phone Main 3470.
Toronto

YOU WANT
acfurate work and prompt returns. We as.sure thi.s

in repairing chronoBraplis, and all kinds of watches.
Give us a trial order and be convinced.

St. James Chambers.
7>l Adelaide St. E. HARPER & CO.

TORONTO.
Tel. M. 6268

I CAN DO REPAIRS FOR LESS
Balance Staffs $1.25 to $2.00
Barrels 1 .25 to 2.00
Cleaning 75 to 1 .00
<'•><•!« 50 U) 1.00
Click Springs .50
Chains 1.25
Dials Fitted 1 .00 up
Pallet Jewels .50 to 1.50
Roller Jewels .25 to .50
Main Springs 50 to .75
•^allets 1 .25 to 2.00
Hatchets 50 U) .75
Rollers, Table .50 to 1.00

E. CHARBONEAU
204 St. James Street West,

Phone Main 897 MONTREAL.

Horace Dorer
Jewellery Sales Expert

For the Legitimate Trade
Only. Sales Conducted
Anywhere on the North
American Continent.

357 COLLEGE ST.,
Toronto, Ont.

604 CANADA BLDG.,
Winnipeg, Man.

669 GRANVILLE ST.,
Vancouver, B.C.

Telegraphic Address:
709 4th Avenue,

New Westminister, B C

Clock and Watch

Dials Renewed and Re-Figured
Any Style

GENERAL ART WORK

Acme Drafting & Art Company
315 Bank of Nova Scotia BIdg., Vancouver, T.C.

HOWARD ANTHONY
Specialist in trade watch repairing. Our facilities

enable us to handle your repairs quickly and with

assured accuracy. A trial order will demonstrate.

202 Hamilton Trust Building

57 Queen St. West - Toronto

Phone Uptown 6640. 511 St. Catherine St. W««t.

C. H. A. GRANT
Manufacturers' Agent

615 DRUMMOND BLDG., MONTREAL.
Specialties: Bracelet Watches, Millltary and others.

Tavannes Watches, Diamonds.

Toronto iHHatcb (Taec IRepair Co.
401 Colborne Street, Toronto

J.C.Fisher. Phone : Main 2629 T. B. Hughes

English and Swiss Cases changed to take

American Movements

Wm. Campbell Engraver
Letter and Ornamental work to the trade

Quotations on application

Room 323 Lister BIdg.,
(King William & James Sts. Hamilton, Ont.

Whether you are in Missouri or not and want to carry
out the purpose for which you are in business to-day,
the world in.sists on being shown.

The Watch Demonstrator liighly

magnides troubles in watches,
and is made to show them, this
eliminates arguments in ex-
plaining the work and logically
impels a prospect to pay for the
necessary repairs. It is also
used for selling better watches.
and is built with a safely pivot
straightener which takes but
one minute to perform a $3.00
job. The cleverest equipment
to make money to satisfy cus-
tomers, and to get rid of
troubles in the watch repair
trade.

Watchmakers Document, Inc.
North Platte,

Neb.

Not Just Ordinary

RcCirrlK tliLa OC Kmui

Thfi distinctiveness and quality of our Bar-Pins,
NeckhMs appeal to the best patronage.

Original and

Beautiful Designs _

Lombard BIdg

L/avallleres, Scarf-Pins and Pearl

C. KILPATRICK & Co.
TORONTO

R(C.irT««oTB»OcK*l>H

Mfrs. of High-Crade

JeTvelrp
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"Goods of Quality"

SELL THE BEST

The latest addition to

our factory is a special

department devoted to

the output of silver-

plated

Shaving Sets

of all kinds. This line

features Quality
coupled with low
prices.

Announcement

We also manufacture
a full line of medium
grade plateware, at

very low prices, that

will be found very at-

tractive by jobbers and
dealers.

"Place Your Sample Orders Nol

J. D. CAMIRAND & COMPANY
Manufacturers

149 ST. PAUL STREET WEST
MONTREAL

GOLDSMITH BROS.

Smelting and Refining Co.

Limited

SWEEP SMELTERS
Refiners of

Gold, Silver and Platinum

Accurate returns made on Scrap

same day shipment is received

CANADIAN PLANT

24 ADELAIDE W. - TORONTO

Wickett & Smith Co.

Gold Refiners

Sweeps Smelters

OLD GOLD, SILVER and
PLATINUM Bought

71 Lombard Street, Toronto

Kennedy & Williams
SUCCESSORS TO

W. R. Campbell Co.

P.O. Box 223

Wholesale and
Manufacturing Jewelers

WINNIPEG
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HIGH GRADE SOLDERS

SOLD IN STRIP
AND

FOLLOWING CUT SIZES

»i " It tit
"

r* r. p op,

ABC D E F c

p--, DO OD ""jO do Hu

H I J K L M

STRIP PRICES

6 karat. 36c. per pwl.

8 karat, 44c. per pwt.

9 karat. 48c. per pwt.

10 karat, 52c. per pwt.

12 karat, 60c. per pwt.

14 karat, 68c. per pwt.

CUT PRICES

6 karat. .38c. per pwt.

8 karat. 46c. j er pwt.

9 karat. 50c. per pwt.

10 karat. 54c. per pwt.

•12 karat. 62c. per pwt.

14 karat, 70c. ptr pwt.

ALL OUR SOLDERS GUARANTEED TO BE THE

FULL KARAT AS ADVERTISED.

Herpers Bros., NEWARK, n. j.

INDEX TO ADVERTISERS
WANT AD PAGK 16:5.

AUport. H. K
Acme Drafting and Art ("o

American Watch C'a.se Co., l..t(l.

Antliony Tiros
Anthony, Howard
Auerbach, Z. & Co

Borrelli and Vitelli
Bernet & Co
Backe.s and Strauss
BenedictProctor Mfg. Co.
Bartlett & Wakeford .

.

Bergmann, H. R, & Co. .

I'.omister, H. A
[taker & Co., Inc
r.li.s.s Bros. Co
Belais. David
Boas, .1

.23, 24, 25,

Camirand, J. I)., & Co
Casper, W
Campbell, W. R., Co
Canadian Ball Watch Co
Canadian Seamless Wire Co
Caron Bro.s
Canadian Wm. A. Rogers, Ltd

11.5-6-7-8.
• "anadian Horological Institute
Coffey. .T. O
("ampbell, Wm
( 'harbonneau. K
Coulter, .T. & Co., Ltd 8,

Canadian Elgin Watch Co
Conjoint .Tewelry Corporations
Capp, T. W.. Co 20,

Consolidated Plate Glass Co

Dorer, Horace . .

.

Defoe-Wilson. Ltd.

159
164
40
27

164
161

158
148
141
26

164
163
43

161
146
142
11

165
164
165
152
130
127

165
138
162
164
164

9
31
157
21

156

161
150

TOaves Bros 154
Ea.stwood, .lames & Co 154
Ellis & Co.. P. W 63. 64, 65, 66, 67
Elgin National Watch Co 31
Electric Chain Co. of Canada 42
KUiott-Bishop Co 27
Evans, W. T 160
European Co 28, 29

Premes, S. and Co. 14!)

Gilbert ,Wm.. Clock Co 92

Goldsmiths' Stock Co
89 to 106 and Back Cover

Goldsmith Bros. .Smelting and Refin-
ing Co 165

Goldstein Jewery Mfg. Co 14. 15

Gundv-Clapperton Co.. Ltd 10
Gunther. E. & A. Co 16, 17
Gillett and Johnston 162

H
Harper & Co 164
Hammel Riglander & Co 36, 37
Herpers Bros 166
Heintzman, fJerhard, Ltd 120
Hart, Roslyn E 157

I

Imperial Refining & Smelting Co 162
Irons and Russell Co 140

J
.lacobs, R. & Bro 162
.Tones Bros. & Co 156
.Tewelers' Blue Book 91

K
Kantel, E. A 112.113
Karpeles Co 93-106
Kennedy & Williams 165
Kleiin & -Burrows 162
Kendrick and Davis 16
Kilpatrick, C. & Co 164
Kent-McClain. Ltd 128
Kum-A-Part 88

L
Lees. Geo. H. & Co.. Ltd. 134 and

Inside Back Cover.
Levy Bros. Co.. Ltd
Lorsch. Albert f< Co.. Inc

M
Manhattan Bead Chain Co.
Meriden Britannia Co
Milligan. W. A. & Co.. Ltd.
.Middletown Silver Co
Michalson. M & C'o
Mittcnthal. M. Lewis
Mire Bros
.Montagncs. I. & Co
Mvers, S. P. and Co
Montauk Watches

.32,

38
67

150
68
7

155
144
161
153
78
33
89

N
.Vew Haven Clock Co 17

.Vational Cash Register Co. of Canada 34

.Xcinia. Geo. D.. & Co 161

.\olan and Strachan :...'... 22

O
Gneida Conimunity 46

P
I'equegnat Clock Co., Arthur 128

R
Rogers, Wm. Mfg. Co 77
Rogers. Can. Wm. A.* 115-6-7-8, 165
Roilen Bros 87
Rowland & ("ampbell 18, 19 43
Roy Company. Ltd 143
Round. .Tohn & Son 155
Rolex Watch Co 39
Roughton and Skelton 160

S
Sabbath. .T. L. & Co 30
Saint-Loup. E 160
Saunders. II. & A

14, 45 and Inside Front Cover.
Saunders. Lorie & Co 3. 4, 5, 6
Stanle.v & Alyward 157
Stauber & Baltzer 151
Schwob Bros 41
Sweet. .lohn & Co 145
Sonora 78
Simplicity Collar Pin 15f
Standard Silver Co 167-8-9-170
Solient Mfg. Co. 43
Sterling CIraft 158
.Stevens-Hepner Co., Ltd 147

T
Thomas. Arthur W ] 6]
Toronto Trophy Craft Co 1-62

Travelitc ("locks 90

V
N'.T.F. Watch Glasses 36, 37

W
Wahl Co 43
Walthatn Watch Co 35, 136
\^'hiting & Davis 155
\^'i(kett & Smith 165
Wilmort Ash Tray 92
Waterman. L. E., Co 132
Wittnauer, Co.. A 12, 13



THE TRADER 167

^^hb

S1MDARD
o//Toroi\,to

i nulled

'Siloerwarc

Thai

Sells"

A New Period Design
Xo. 10/34—Ureatl Tray. Length, 12 inches.

In Our Famous
Hollow Ware

Xo. 62 6—Comiiort. Height, 6U
inches. Xo. 62/5—Comijort.

Height. 4 inches.

Xo. .32/13—Flower Ba.sket.
Height, 17 inches.

Xo. 32/14—Flower Basket as
above. Height, 6 inches.

EXCEPTIONAL quality, superb

finish and exquisite design have

won for our Adam Design in

Holmes & Edwards Hollow Ware a

Dominion-wide popularity amongst the

trade.

To-day we take pride in supple-

menting this popular design with the

"Sheraton"—a new period design des-

tined to win equal favor by its rare

beauty and consummate craftsman-

ship.

The old-world air of grace, charm
and dignity associated with "Sheraton"

design have been expressed by our

designers with intimate fidelity.

A contour of delightful gracefulness

marks each piece. Skillful piercing

adds a lacework effect of subtle rich-

ness.

Even a small selection of "Shera-

ton" pieces will add exclusiveness and

pleasing variety to your range of

Hollow Ware. Write to-day for full

particulars and discounts on this new
period design.

THE

SHERATON
A Masterpiece

of Fine Craftsmanship

Slamped Tvilh this Trade Mark of

Quality:

"Holmes & Edwards E.P.N.S."

X'o. 62 7—Comport. Diameter,
10 inches.

Xo. 18/21—Cake Basket.
Diameter, 10 inches.
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HOLMES

Has Won a

Sensational

Success

T EADING jewelers in every community
"^ in the Dominion have given this superb

hne of silverware a gratifying welcome.

Two reasons, we believe, account for this:

—

The very life and breath of the jeweler's

business is REPUTATION. Holmes &
Edwards Flatware is a line he can recommend

with confidence. It is the highest quality plated

ware ever offered.

Holmes & Edwards Flatware has the

further merit of exclusiveness. The people

who pay the price for the highest quality are

people who demand a design out of the ordin-

ary. The two designs here shown are unsur-

passed for exquisite charm, dignified character

and craftsmanlike finish.

PROTECTED at Wear Pomts!

SILVER INLAID: The five staple pieces have

blocks of solid silver inlaid at rest points before

plating.

SUPER PLATE: An extra heavy coat of silver

IS given at points where wear is greatest.

Throughout the line. Holmes & Edwards is fea-

tured by an exceptional quality of silver plate.

T/ir JAMJisroUX -II rliijnififd dcsiyn—plrasinf/ in ouflinr, r.friuisiti' iit dr-

fiiil mid' iillni/ithcr r.rrlii.vre.

"Protected Where the

Wear Comes"
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Backed by
Sensational

Publicity

DURING May and June, advertising for

Holmes & Edwards Flatware was a

dominant feature every week m practically all

the leading newspapers m Canada.

This strikmg "June Bride" campaign was

the only national publicity of the kind that

appeared—and it was the biggest, most com-

prehensive silverware advertising ever launched.

Now a NEW campaign is bfeing planned

—to cover the Christmas selling season.

It will appear in newspapers reaching those

communities where we have good representa-

tion.

It will tell the complete story of the Holmes
& Edwards line — the exclusive, exquisite

beauty of the designs, the exceptional quality

of the plate, and the way in which it is pro-

tected against wear.

Our travellers are now on the road. Talk
with them about this sensational campaign.

Place an advance order now that will

demonstrate how quickly sold and how pro-

fitable these two designs in Holmes & Edwards
are.

De SANCY
ii ptiftrin ii'liosc rdff rhiirni and
(/ran-fiiliHss finds an old-tinir dlr

uj ffischidtintj bfnniii.

Manufactured Exclusively in Canada by

The STANDARD SILVER CO.
of Toronto, Limited

HOLMES I EDWXRDS
"PROTECTED WHERE THE WEAR COMES'
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The Leading Uesij^ners

of Trophies in Canada

T?ITTING design, impressive quality

-- and high-grade craftsmanship feature

every trophy that leaves our plant. We
have designed trophies covermg competi-

tions of every nature. We offer a larger

selection of standard designs, we believe,

than any other house in the Dominion.

Every month our production of trophies—both

standard and special designs—amounts to many
thousands of dollars. We have at your service

a department whose sole duty is to give you sug-

gestions and, if need be, submit sketches that will

help you in securing orders for this profitable

business.

You'll find our Trophy Catalogue a veritable

panorama of the finest creations of the craft. A
window display of Standard Silver trophies will

attract unusual attention, win you a reputation in

this line and bring you a share of the handsome

profits that trophies carry.

The STANDARD SILVER COMPANY
of Toronto, Limited
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CASH
For OLD GOLD, SILVER,

R. P., PLATINUM
ETC.

OLD GOLD
Gold is the one material that never changes price. It is the standard of values. We

are ready to buy at all times at our old rate of 4c per karat per dwt, plus bonus on

current exchange. Send in all you have and you will receive by return mail, cheque,

money order, or the cash, in any form you choose.

OLD SILVER
Silver has not a fixed standard price like Gold, but fluctuates according to the supply

from the mines and the monetary and industrial requirements. Its value changes almost

daily, so that no stated price can be quoted.

We always pay the highest current price according to the London and New York
quotations.

PLATINUM SCRAP
The price of Platinum, like Silver, is continually changing. We are always ready

to buy any quantity and pay the highest current rate.

ROLLED PLATE SCRAP
Some Jewelers do not think it worth while to send in plated scrap. This is a mistake.

Old Chains, Cuff Buttons, Spectacle Frames, etc., etc., are worth from 20c to 50c per

ounce, according to quality and condition. Old Watch Cases vary according to size,

quality and condition, running mostly 25c to 75c each, a few at $1.00 or so, and some

of the old-fashioned large size hunting cases run $2.00 and upwards.

It is not much trouble to save and send it to us, and it often adds quite a few dollars

to the returns.

UNSALABLE STOCK
If you are holding Gold, Silver or Plated Stock that is out of fashion, or for other

reasons does not sell, would it not be better to turn it into cash or live, quick-selling goods?

Quite likely before the year is out you would be money in pocket by doing so.

GOLD AND SILVER ORE
Gold or Silver Ore must be accompanied by a certificate from the mine owner author-

izing its sale, otherwise we would be obliged to return it, as its purchase would be illegal.

To keep a Refining Business going- in C.inada, we must liold our

patrons, and we do liold them and yearly increase ovir business by

paying- always tlie liiglicst possible values.

Had we been under lieavy e.\i)ense for soliciting custom, or dis-

satisfied with our very small niaigin of profit, or incoi'rect in oui-

valuations, we would liave had to give up this business long ago. the

same as the dozen or more of our competitors did.

Geo. H. Lees & Co., Limited

Gold Refiners .'. Hamilton, Ont.
THE OLDEST ESTABLISHED GOLD REFINERS IN CANADA
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Waltham

Watches

Now is the Time

to prepare your advertising for the Fall

Trade.

Your customers read the Waltham
ads in all the Canadian and American

Magazines and Newspapers, and it

means prestige to you if you follow it

up by your own newspaper or circular

ad for Walthams.

Order these electros by the numbers

and we can supply promptly, without

charge.

EXHIBITION

Be sure and call at the Waltham
Booth in the Manufacturers' Building

at the Toronto Exhibition, August 28th

to September 1 1 th.

For all Waltham information, n^rite to

"The House for Waltham Wotches Since
1865"

The Goldsmiths' Stock Co.

of Canada, Ltd.

TORONTO

211

206

203



To this advice clipped

from ^^The Keystone^^

Lees would add a few lines:

'T^ HE jeweler, to make sales and turnover,

-*- must buy right. He must purchase re-

hable, well made goods, the only kind that Lees

sell.

T? OR instance, in emblems, whether rings, pins,

-*- buttons, charms or jewels, "Lees Superior"

are accepted by Canada's leading jewelers as

the standard of excellence.

T^ON'T be fooled by the "just as good" talk.

-*-^ Compare Lees goods with the imitation

lines offered and you will be prouder than ever

of your satisfymg sales of Quality Goods from

Lees.

Get Away From the Bench

TV yf" ANY jewelers are inclined to give too

^^'^ much attention to the repair end of their

business, much of it being service for which no

charge is made, and neglect merchandising.

C UCH an attitude is all right for the man who

^ is satisfied with what he can earn as a watch-

maker and repairman, and only carries a small

stock of jewelry as an incidental source of in-

come.

TTOWEVER, the jeweler who has a store

^ *• with a real stock m it, must remember that

turnover is the thing, and he cannot secure that

if he neglects advertismg, window dressing and

the other thmgs that make sales.

T EARN to analyze your own efforts. "Sit
^^^ on the fence and watch yourself walk by."

You may not like the parade, because self analy-

sis does not always produce pleasant results, but

try it.

'T^ HEN decide! If you are satisfied with
-*- what you can make out of repair work, all

right. But, if you want to be a merchant, get to

work "on the money end."



THE TRADER

Mai'kvTthat indicate
Quality-Wortli
and. Cliai'actei'

m ^

H.&A.S.

S JBmi^-i»
-^s^^

As the STERLING and I4K marks denote the standard

of quahty in silver and gold, so do our trade marks of the

ARROW and the letters H. & A. S. denote the very highest

standard attamable in the manufacture of gold and gold-filled

jewelry, respectively.

This firm, established in 1 848, nearly three-quarters of a

century ago, and manufacturing since 1 894, have always been

the leaders m the introduction of new lines to Canada, and have

always maintamed the high standard of quality, workmanship

and finish for which they are now so well known.

Our line for the fall of 1920 is now on the road, and we
invite inspection.

Visitors to the Toronto Exhibition are requested to make
our office their headquarters. We have arranged for a member
of the firm to show any jeweller through our plant, and we have

set aside a stenographer to attend to any letters they want written.

H. & A. Saunders, Limited
Makers of JEWELRY THAT IS DIFFERENT

TORONTO - - - CANADA
G. W. REID & CO., Ltd., are our Agents (or the Maritime Provinces
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Makers of High Class

Platinum and Gold Jewelry

iTiuiic mfm

SAUNDERS, LORIE & Co.
LIMITED

TORONTO CANADA
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Refreshingly New Designs
In Clover Leaf Cut Glass

IN
our great workshops at

Toronto our designers and

craftsmen have evolved many

refreshingly new shapes and designs

in Clover Leaf Cut Glass.

Each one of these new pieces is

a distinct creation—a masterpiece of

the glass-cutter's art.

These new designs would com-

mand world-wide attention merely

for the fact that they are beautifully

hand-carved on flawless Belgian

blanks.

But, in addition, the beauty of

these pieces is wonderfully enriched

by fine intaglio cutting.

A window display of Clover Leaf

Cut Glass will bring customers right

into your store. . Get in touch with

us and we will gladly tell you more

about this finer cut glass.

The Fruit Bowl illus-
trated above is beautifully
hand-carved with a de-
sign of fruit and flowers—an excellent specimen
of the wonderful intaglic
treatment.

Albert Street TORONTO
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3^% MMwmd^wmmm\
The progress toward the success of

a line of jewehy starts with its power

to attract attention, which attention

turns to favorable interest. The
original designs of the Milligan

line attract customers and customers'

friends, and the dignity and refine-

ment, that IS never lost through

striving for "something different,"

Tiake an appeal that sells at once.

^̂

W. A. MILLIGAN & CO.
LIMITED

137 Jarvis St. Toronto
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J. BOAS
710 Lumsden Building., TORONTO

Dealers in

Diamonds Exclusively

We have on hand a fine stock of nice, clean

diamonds in all sizes, and also a large assort-

ment m medmm qualities.

Our policy is to handle loose diamonds

exclusively, and have devoted our entire

energies to the diamond trade, therefore are

in a position to give you the best service and

can advise you m making your purchases.

Mr. J. Boas, senior, w^ill return about the

middle of September from Europe, where

he has been looking over the diamond

markets.

We will he pleased to submit

appro, selections on request.



THE TRADER

r^OULTER'S
Series 1—No. 6

AGE
Being a page devoted to a
monthly buying, selling or

display suggestion to the
trade in general.

What Makes the Big

Difference?
You know that if you have a very plain stone on your hand

and have it mounted in a nice, attractive setting, the stone will look

like a crown jewel and sell more readily.

It's just the same with rings and small pieces of jewelry, no

matter how beautiful, displayed in

COULTER CASES
These d splay cases improve the appearance of the most

attractive jewelry.

We have now ready in stock for immediate delivery,

a full range of Velvet Cases in green, purple and Copenhagen, also

leatherette and fancy paper. Do not delay—place your orders to-

day and so take advantage of a varied range.

Buy Canadian Goods

^^ \

The J. COULTER Co. of Toronto, Limited
80-82-84 Chestnut St. - - . Toronto

Next to the Armories
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Representat.ves :

L. G. PROCTOR—Wholesals.

J. H. R. PROCTOR— Retail.

Toronto, Montreal, Ottawa
and Quebec.

ROWLAND & CAMPBELL—
Western Canada.

F. G. FAWKES—Ontario and
Maritime Provinces.

Benedict-Proctor
well-known silver-plated lines and
clocks, jewel boxes and novelties

have demonstrated their sales
appeal in a demand which is

almost greater than we can fill.

If our traveller has not called

or you haven't seen our catalogue,

it will pay you to drop us a card.

Manufacturing Company, Limited

Polychrome
Our new line of

hand-decorated artware

coming in

—

clocks, electric lamps, candlesticks

and desk sets.

Be sure you see this line for

Christmas selling.

TRENTON
ONTARIO
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Rolling Bars Into Ribbons

'T* HAT is literally what is done

by this giant rolling mill—the

only one of its kind in Canada out-

side that used by the Royal Cana-

dian Mint.

It is situated in the factory of the

American Watch Case Company,

and is an important factor in the

making of the famous Winged

Wheel Cases.

After the alloyed gold has been

cast and cut into bars about 15

inches long, from 1 !4 to 3 inches

wide, and an appropriate thickness,

these are soldered to lengths of

high brass plater's bar in a special

soldering furnace.

The composition bars then go to the

rollmg mill.

Driven by a 30 h.p. motor, and ex-

erting a tremendous pressure, the

mill rolls the bars back and forth,

over and over again, gradually

pressing them out from about an

mch in thickness to a mere ribbon,

15 to 40 feet long.

This metal ribbon is the raw material

from which the "blanks" for Cashier

and Fortune Quality gold-filled

cases are stamped.

Siihl, rinii till' ('(iiiipoxifion Bars in the
N/ircirt/ SiiUlrrinii Fitrmtre

This is No. 2 of a Series on the Malfing of Winged Wheel
Watch Cases

The Ti-a<lo "Miiik

of Quality

The American Watch Case Company
of Toronto, Limited

511 King Street West, Toronto

'^m iiiiiiiiiiiiiiiiiiiiiiii^^
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THE TAVANNES WATCH COMPANY
Promoting Co-operation No. 3

The Employees' Dining Room, one section of

which is shown here, is where over 1 ,000 meals are

served daily, and that for neatness and cleanliness is

well-nigh unsurpassable.

The furnishings are of stained oak, with the knives,

forks and spoons of nickel-silver, and linen napkins

to each diner.

The meals served are comprised of

—

Breakjasl.

Coffee, Milk, Rolls and Preserves.

Luncheon.

Soup, Meat, Vegetables, Cheese, Fruits in Season
and Red or White Wine.

Tea.

Light Tea.

This is the fare served for the small amount of

68 cents a day for three meals, an amount that causes

us m Canada to open our eyes m wonder at how
it IS done.

The service is attended to by employees, who are

excused from their duties in the factory and who take

turns. This method is followed in order to save

expense, and is found to be very effective in that

respect.

The Dining Room in summer is cooled with

electric fans and in the winter is heated by steam

heat, making it a very cosy spot all the year round,

ample time being allowed for leisure during the mid-

day break, the factory closing at 11.50 am. and
resuming operation at 1 .20 p.m.

The Tavannes Watch Company have instituted

these conveniences for their employees because they

believe a satisfied workman is an essential asset to

maintaining quality in a product.

We will illustrate another feature of this building

in The Trader and Canadian Jeweler.

Schwob Bros.
Agents for The Tavannes Watch Company

McGill Building MONTREAL
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QUALITY M^DE IN CANADA IF F

Mr. Fred B. Anthony, of Anthony Bros., Toronto, is at present in Western

Canada with a complete range of samples, as well as a large assortment of our

goods complete for delivery.

This year we are manufacturing a very attractive and complete range

of colored stone rmgs m 1 4k green and white gold. Several special

pieces, lavallieres, necklets and pendants, which cannot be duplicated owing

to the fact that they contain beautifully cut stones of odd shapes are ready for

delivery.

The Demand for Tie-Pins is Good
Our range is complete, with many very attractive and desirable patterns which

are easily salable.

Our reputation for cameo brooches has been well established and it would be

to your advantage to look over these.

The Elliott- Bishop Company Lingerie Clasps

and Cuff Lmks
This company is now manufacturing a very fine line of lingerie clasps in gold

filled and sterling silver, both in plain and engraved patterns. The Elliott

Bishop Co. will add to this line with several handsome designs in 10k and 14k,

as well as designs in enamel.

Several new patterns of engine turned designs have been added to our line of

cuff links, which are made in 10k and 14k gold and sterling silver.

Elliott-Bishop Enamel Links

This line was introduced to the trade last year and is still the only line of its

kind manufactured in Canada. Last year the response was so great that we
found great difficulty in filling our orders. We have prepared for this season's

Christmas expectation and can supply your requirements immediately from

stock. All enquiries for this line will be looked after by Anthony Bros', sales-

men. We will be glad to have them call upon you.

F. B. ANTHONY IVON T. ANTHONY

ANTHONY BROTHERS
24 Adelaide St. West :: Toronto, Ont.

Fine Quality 14K Goods

REGISTERCD

TRADE MARK
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GUARANTEE
We will replace with-

out question, any link

or links which have

been broken, bent or

damaged through rea-

sonable cause.

^-:%\\j>\-^\^-s\: vs.-
v

-s.\\ ^r>:y5:
=ft

B^gg
g'<.<i.r:^ -rVT-v ^^TW,

Takes the Guess
Out of

Bracelet Buying

The Goldstein Interlocking Snap Bracelet

SPECIFY THEM FROM YOUR JOBBER
—IT WILL ASSURE SATISFACTION

Sold by American Watch Case Co., Waltham Watch Co.

and All Leading Jobbers.

The Goldstein Jewelry Mfg Co. Limited
Makers of High-Class Platinum and Gold Jewelry.

180 John Street, Toronto
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Tools of Quality T/ '''f/,tt%''r'
This frame has the

on or off friction nut,

a device that will be

appreciated by good

We have on hand

Staking Tools
with New Style Frame as illustrated.

These tools have

50 Punches and 14 Stumps

and are put up in Mahogany boxes.

The boxes are drilled to hold 100 punches

and 24 stumps. You can add other styles at

your convenience.

Order by number 1 5B.

The price is $30.00.

Order From

E. & A. Gunther Co.
Toronto

New Style Frame.
Illustration about 2 3 Actual Size.

STONES IN ALL VARIETIES

li

PRECIOUS and

SEMI-PRECIOUS

Direct from the leading lapidaries in Europe

Cameo Cutters for Sixty Years

GUISEPPE D'ELIA
CANADIAN REPRESENTATIVE

D. SHAPIRO New Birks Building MONTREAL
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THE MEW MAVEN PLOCK CO.CHEW HAVEN UONNL.

You were enquiring

for the best Alarm

with a full Radium

Dial

Here is the Clock

which gives

satisfaction

m

This Clock will

appeal to your

customers

A quick seller

everywhere

ONE DAY
SLUMBER
STOPPER
FULL RADIUM DIAL

Radium material of the highest qual-

ity used.

The glass is convex.

The shut-off on top of the case.

The dial is specially designed to show
equally as well night or day.

ORDER FROM

E. & A. GUNTHER CO. Limited
TORONTO
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No more mistakes in adding up
the items of a sale

OLD WAY
By hand and brain and

pencil

.

Makes mistakes.
Causes losses.

Causes worry.

NEW WAY

This new receipt-printing cash register

adds the items by machinery.

1. It prints a receipt for each customer. —>

2. It prints the price of each article.

3. It indicates the price of each article. >

4. It prints the total of all items. ^

5. It retains an added and printed record.

J. SMITH
COMPANY
lOMAMSr.

ao7
a32

0.48

0.19

TOTAL

$01.06

Copy of receipt,
wi(h merchant't
name, printed (oi

each cu«tom<r

It also does many other things which have made
National Cash Registers a business necessity.

We make cash re^istets for every line of businessNATIONAL
CA.SH REGISTER CO.

OF CANADA LIMITED
TORONTO. ONT.
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422 -P 359 AL^-p

U^U^,

Muffineers and Open Salts, boxed

complete, are gifts that are useful in

every home.

The ones illustrated are fully cut in

our own factory, and we can make

prompt shipment on all orders.

All our Cut Glass is now back to pre-

war quality of color, and we can

assure you complete satisfaction in

every piece you handle.

RoDEN Bros., ltd.
Toronto

394-332

351-332

Messr?
Canadian Selling A gents :

TORONTO

'.iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii'iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii iiiiiiiiiiii
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Here's an all-time alarm clock, a

real timepiece.

Runs noiselessly and rings you up

right on the dot—to-day, to-morrow,

any time, at your bidding. Radium
markings keep "time in sight day or

night."

The king-pin of all alarm clocks.

The Goldsmiths Stock Co.

of Canada, Limited
Toronto, Ontario

Not a Novelty—
but Novel Enough to

Attract New Interest

—An interest already aroused in thousands of

Canadian housekeepers through extensive adver-

tising in the leading magazines of large circu-

lation.

Take advant:ige, then, of an interest you may

readily turn into profits.

C MABM RCC US PAT OFFICE

Crumb Sweeper

The Year-'Round Utility Gift

Retail Price, EacVi

101—Nickel Plain Crumb Sweeper .... ,$ «.60

(Bright—plain cover.)

102—Nickel Einho.s.sed 7.00
lO.'i—Copper Plain [ 7.60

(Brush finish—plain cover.)

104—Copper Enil)o.ssed 8.00
10.^—Silver Plated Plain 10.40

(Butler finish—plain cover.)

lOfi—Silver Plated Emho.ssed 10.80

l^e GOILDSMSTaiS' STOCK COMPANY

TORONTC^
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w

A Liberal Profit
for Every Jeweler

Kum-A-Parts are not only the nnost convenient and

most practical cuff links on the present market—they

are made up in most attractive designs—patterns and

colors that appeal to every class of customer.

Kum-A-Parts are widely advertised, vs^hich means

quick and easy sales.

So, as well as on individual sales, Kum-A-Parts offer

a liberal gross profit to the retailer.

Cor. Yonge and Wellington Streets, Toronto

Sole Distributors of Kum-A-Parts to the JeXpelry Trade
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The Silent Salesman
Have You Received It ?

We mailed 'The Jewelers' 1920 Blue Book," the

second of this month. You should have your

copy now.

—When your selection is not varied enough

—When something a little different is wanted

—When your customers begin to waver

That^s the time you need ^^The Blue Book^^
Keep it on your counter-always

e

BEST MADE IN U.S.A.

TRAVELIGHT RADIUM LIGHTED

ALARM CLOCKS
Nickel Plated, Highly Polished, Seamltss Cases

ALL NUMERALS AND HANDS TREATED WITH
RADIUM MATERIAL

SUPERIOR AND LASTING LUMINOSITY GUARANTEED

"SEEATNITE"

One Day CONTINUOUS Alarm. S'/z Inches High,

5 13 Inches Wide, 3^ Inch SILVER Dial. Heavy

CONVEX Glass.

Price - $9.00

THERE ARE NO BETTER DIALS-THERE ARE NO BETTER CLOCKS

Te Ujd



THE TRADER 25

TRA U B
•ORANGE BLOSSOM WEDDING'RINGS

The Perfect Decorated Wedding Ring

T^ OR ages past the significant Orange Blossoms have been

the accepted symbol of marriage. And the Orange

Blossom Wedding Ring, with its chaste beauty and senti-

mental appeal, wins instant welcome from every bride.

There is but one Orange Blossom Wedding Ring, and that

one is manufactured in Canada by us under the Canadian

registered copyright. It is made in two widths, in 18K Gold

(green or yellow). Platinum Overlay, and AU-Platmum, with

the design deeply and delicately chased all round the ring.

The Orange Blossom Solitaire Diamond Mounting is

the appropriate companion to the wedding ring, match-

ing it perfectly in design and beauty of workmanship.

Write us for price list and particulars. Orders received for

the Fall wedding season will receive our prompt attention.

SANSBURN-PASHLEY MFG. CO.
LIMITED

40 La Belle Building WINDSOR, ONT.

Sole Canadian Licensees
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A SOLUTION OF THE GIFT
PROBLEM

The Swan Fountain Pen and Fyne Poynt Pencil

in handsome plush-lined Leatherette Cases,

from $14.00 up, list.

In Genuine Ecruse Leather Cases from $19.00 up.

Subject to trade discounts.

These combination sets are made up in a variety of patterns in both

Regular and Vest Pocket lengths in Sterling Silver, Gold-filled

and 1 4 Kt. Gold, and have met w^ith very popular favor.

Swan Fountain Pens write instantly the point touches the paper,

and are fitted with the smoothest Gold Nibs.

Swan Pens with Gold-filled mounts are supplied in a variety of

very choice designs.

Literature and discounts on request.

MABIE TODD & CO.
473 College St., Toronto

LONDON PARIS NEW YORK CHICAGO

liiiiiiiiiiiigiiiiiiiiiaiiiiiiiMiiimiMiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiiiitiii^
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3,400 Watch Movements are finished daily.

Over 23,700,000 Elgin Watches in use.

" They have stood the test of itme
"

This is your guarantee.

All Grades and Sizes of ELGIN Watches Available

RAILROAD GRADES To RETAILER To CONSUMER
Trader List Including Tax

Veritas $86.00 $80.00

Father Time 70.00 64.00

B. W. Raymond 60.00 55.50

The

Canadian Elgin Watch Company
LIMITED

67 Yonge Street :: Toronto
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Going Strong!

Quick turnover is one of the strongest reasons for the popul-

arity among dealers of the Gillette Safety Razor line.

With over 20,000,000 of the famous razors in active

service, it would seem the normal market must be nearly

exhausted. But each year sales increase! Dealers find

the Gillette in greater demand than ever!

Liberal returns, unsurpassed service, powerful advertising

and stock that takes but little room—no 'wonder dealers

put their big effort behind the

Gillette
Safety Razor

MADE IN CANADA

-Gillette
KNOWN THt WORLD OVER
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Wm. Bramle^T, Original Maker of

The Bramley Ring
(The Rings with a Reputation Created and Maintained Through Over a

Quarter of a Century of Satisfaction.)

THE RANGE FOR FALL IS NOW READY
and is a Hne that holds many attractive propositions to dealers, because it

embodies all exclusive designs that exemplify a simple, true dignity which

makes them ready sellers. This, coupled with their durable qualities, is the

reason for their popularity and for our saying that

—

"No Stock is Complete Without Them"
OUR REPRESENTATIVES HAVE COMPLETE STOCK OF THIS FALL RANGE.

They are:

ROWLAND & CAMPBELL
Winnipeg, Man.

Selling Agents from

Port Arthur to Victoria.

ALFRED EAVES REGD.
( W. E. Hades' Successor)

Montreal, Quebec
Selling Agents for the

Province of Quebec.

Wm. Bramley & Co.
4 DOLLARD LANE (Cor. Notre Dame Street West)

Montreal - Quebec
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Attractive Ads.which reach

Many of Your Customers—
You know, from experience, that a customer has but to see

a Keystone Brush to acknowledge its superiority.

The advertisements for Keystone French Ivory Brushes,

appearing this year in Canadian magazines, are designed to

create an interest and a

Buy Your Brush For Service
There is a tendency to expect little from a French Ivory

Hair Brush in the matter of service.

But Keystone French Ivory Hair Brushes are made by
specialists, exclusively engaged, for many years, in the

manufacture of brushes. Keystone Brushes are not only

beautiful in design and finish, but they are made for use.

Note their long, stiff, glossy, pure white Russian bristles,

arranged in uneven lengths to penetrate through the hair

to the scalp.

Buy your brush for both beauty and service. Look for

the name "Keystone."

STEVENS-HEPNER CO. LIMITED
PORT ELGIN, ONTARIO

MAO£ IN CANADA Jr^fioli Itrory
BRUSHES

well merited confidence

m the quality of this

brand — to persuade

the mtending purchaser

to insist upon seeing

Keystone French Ivory

Brushes before making

a decision.

Below we reproduce

an advertisement of the

series.

TRADE%^ MAf^H

Brushes

Stevens - Hepner
^ Company, Limited

Port Elgin - OBtario
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Extract from a letter recently received

from one of our customers :

''Up to a short time ago we were always
reluctant to sell to any of our customers a small
lever Bracelet Watch, as we were seldom, if ever,
able to obtain materials to repair same.

'^No matter how good the movement was, a
watch is like a machine, and sooner or later
something will require attention.

''^ Sometimes if a part was broken, our watch-
makers would sit and toil away hours to make the
necessary piece. To-day we can sell a 10-1/3

—

9-3/4-8-3/4 Bracelet Watch with confidence, as
since we have been handling your small lever
Bracelet Watches, we know we can obtain, if
necessary, any material required.''

This is only one of the reasons why we sell so many 10J/2-

9^4"^/^ Ligne Bracelet Watches.

Our Representatives are on their respective routes. Be sure to see the line.

Mr. W. G. Carron

Western Canada

Mr. A. E. Singer

Ontario

Mr. L. Weber
City of Montreal

Mr. M. Orenstein

Nova Scotia

Mr. J. Allard

Province of Quebec

Mr. J. Lecker

New Brunswick and P.E.I.

S. P. MYERS & CO.
Swiss Watch Importers

Wholesale Jewellers

230 McGILL St. MONTREAL
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Ferrero's
productions are known and recognized as the

highest standard of workmanship in either

cases or movements, and are being handled

extensively by the leading Jewellers in Eng-

land, France, the United States and Canada.

We specialize in

Ribbon Bracelet Watches and
Sautoirs in Platinum and Diamonds

CANADIAN REPRESENTATION

D. SHAPIRO
Nev/ Birks Building, Montreal
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Our Representatives
are now out in their respective territories showing an

excellent range of extensively varied samples of

FALL GOODS

###

Ipearl Stdncj IRecklets
are in great demand during the late season, and We are carrying an extensive

range of Indestructible Pearl Strings of the very highest grade, all absolutely

fully guaranteed not to peel or deteriorate in color from body perspiration or

atmospheric conditions.

'••••••••••9#»••••••••••••••

They are also showing samples of

—

CIGAR and CIGARETTE CASES—METAL, LEATHERETTE
and VELVET COVERED JEWELLERY BOXES—

and

GOLD and GOLD-FILLED EARRLN'GS

and a general line of High-grade Gold-filled and Solid Gold

JEWELLERY
in a full and excellent assortment of the latest novelties and designs.

We feel positively sure that the time spent in inspecting the line will be to your decided

advantage, as we are showing a range that any progressive dealer will be glad to look over,

because they hold many possibilities that are even

OPPORTUNITIES.

REPRESENTATIVES:

Montreal

Chas. E. Demers
Quebec

Theo Foisy

Western Canada
I. Sabbath

Western Ontario and
Maritime Provinces

J. Kert

J. L. SABBATH & COMPANY
5 Notre Dame St. West - Montreal
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RED MEN
A fraternal and charitable order which perpetuates in

its rites the history and customs of the American Indians.

F-ounded in 1833 at Baltimore, Maryland, by George

A. Peter, but really tracing its origm to a secret Society

of early colonial days, the Sons of Liberty.

Membership over 500,000 hunters, warriors and chiefs.

Irons & Russell

Emblems
occupy a place of honor among emblems because they

are RELIABLE in every feature of design and
manufacture.

"Emblems Exclusively Since 1861" means much to

dealer and buyer alike.

All rrifnlofjiir prices iv-ithdniirn Merchandise sold
subject to price nt time of shipment.

Three convenient distributing centers

Main Office and Factory

:

PROVIDENCE, RHODE ISLAND, U.S.A.

m.'-

New York Office
1 1 Maiden Lane

Chicago Office :

10 S. Wabain Ave.

"THE HOUSE OF EMBLEMS

'-v,^ V :*- "

r»^r'

&"" RUSSELL CO.
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Westclox^
Alarm

'U'i
Made- by 'V

Western Clock e.

La Salle. Ill ;

USA. ,,y

Alarm clock customers are

good customers

NATURALLY you want to do business with

the better folks in your town—with the people

who pay their bills, who are getting along.

You've probably also noticed that folks who are

particular about having an alarm clock that will

wake them up on the dot in the morning are the

kind of people who are getting up in the world in

other ways.

Somehow the alarm clock habit seems to be tied

up pretty closely with the success habit.

In this way, a line of good alarm clocks soon
links up your store with the cream of the trade in

your town!

Many an aiarm clock window display brings in

customers who are in the market on the same day

for some much more expensive piece of merchan-

dise you happen to carry.

A nice group of Westclox with their snappy
orange and buf^ tags certainly brings 'em in.

Western Clock Co., Ltd., makers of Westclox
Peterborough, Ontario
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DEPENDABLE
DIAMOND SERVICE
Our reputation for reliability is

built upon more than 100 years

of consistent, dependable service

and courtesy.

Diamonds
VN ALL SIZES AND QUALITIES

BACKES & STRAUSS
309 Continental Life Building

TORONTO
14-15-16 Holborii Viaduct - London, Eng.

7 Tulpstraat - - Amsterdam

<1llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllillllllllll!llllllll:il:liillllllillillllllillllllin^
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European Offices '

Telephone Uptown 5396 24 Kerklaan, Amsterdam, Holland

Casino Diamond Club, Antwerp, Belgium

The Fact
that our buyers are constantly at the most prominent

European markets and are consequently in a position to

obtain

DIAMONDS
at the

LOWEST PRICES
offered, thereby giving our Canadian customers the

opportunity of purchasing stones at the lowest possible

prices.

" THE LOWEST ON THE CANADIAN MARKET

"

Write us—We will gladly send goods on approbation.

SPEYER & CO.
Importers and Cutters of

DIAMONDS and PRECIOUS STONES

Head Office for Canada:

Merchants Bank Building, 364 University Street

MONTREAL
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AUSTIN'S IVORY CATALOGUE
Bigger and Better Than Ever

Our New Fall Catalogue of French Ivory Toiletware is now ready

for mailing. If you have not received your copy please advise us. All Jew-

elers are entitled to a copy of this catalogue.

CARL
AUSTIN

]

IVORY

kCO

FRENCH

CHRISTHAS

^^^^'^'^tT^A^^

"Get the Habit—Order from Our Catalogue"
The prices in our Catalogue are absolutely right, consistent with qual-

ity. Our factory is now in full swing, working overtime, and making good.

We are manufacturing only the best merchandise, and we know you will be

delighted with our goods.

Our new motto—'*The Quality Goes in Before the Price Goes On.'*

Factory

:

54 Kenneth Ave.,

West Toronto,
CARL AUSTIN & CO.

Office & Showrooms
357 College Street,

Toronto.



40 THE TRADER

The first sale of

COMMUNITY PLATE
is but the beginning

It IS satisfying to know that when you sell a piece

of COMMUNITY PLATE it is but the first of a

number of sales.

COMMUNITY is such a distinctive tableware

that owners take a keen pride in adding to their set to

complete its charm and usefulness.

Each time COMMUNITY is used, or seen, it

arouses a longing to possess it.

This is why selling COMMUNITY PLATE is

so profitable—so resultful of repeat business.

You gain in profit, prestige and customer-satisfaction

when you concentrate all your sales-effort on

COMMUNITY PLATE.

Get in touch with your jobber to-day.

Sheraton Pattern

ONEIDA COMMUNITY, LIMITED, NIAGARA FALLS, ONT.
Also Makers of Oneida Community Par Plate
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The Outlook for Fall

For First Time in Seven Years the Outlook is Neither for "Boom" Season nor for one

of Impending Disaster, but of Good, Heahhy, Normal Trade, which is There
for those who go after it

ALTHOUGH there are two diametrically opposed

opinions concerning prospects for the fall

trade—at least they sound quite unlike on first

hearing—both are agreed in their original premises, and

pretty much agreed in the conclusions drawn ; though in

arriving at those conclusions they seem to have chosen

different paths.

Bo;h are agreed, to begin with, that the orgy of buying

which lasted throughout last year and made its appear-

ance again to some extent this year, following the usual

January slump, was about the worst thing that could have

happened the trade—or for that matter, the countr\'.

Both are agreed that, far from constituting an evil, the

luxury tax, in the final analysis, has probably been of un-

told benefit to the jewely trade—the degree of benefit

varying according to the extent each individual jeweler

makes use of the advantages it has given him and learns

from the lessons it has taught.

Both are agreed that retailers, wholesalers, and manu-
facturers should enter on the fall season with no shadow
of timidity or fear concerning the fu:ure; but should man-
ufacture, buy, and sell in the cheerful knowledge that

there is more real health in the industrial and commercial
situation to-day than there has been for seven vears.

Seven years

!

It was in the fall of 1913, following several years
of plenty, that the world-wide unrest and uncertainty be-

gan to be felt, which developed into the war, passed
through its various war-time phases, emerged into a period
of riotous inflation and industrial warfare, until now the

world, exhausted with its futile struggle, begins to show
signs of settling down to a period of normal, healthy, and
(we hope) peaceful development.

For some of the nations of Europe, perhaps, the time
for normality has not yet coma. But those of us who are
so fortunate as to live in the western world have dis-

covered by now that we have little need to worry over
what is practically 'no affair of ours. The ignorant, ex-
cited peoples of eastern Europe, and the almost equally
ignoran', certainly as greatly excited peasants of a certain
storm centre off the coasts of western Europe, must work

out their own salvation without our assistance—as no

doubt they will do in time. It is not that we should fiddle

while Rome is burning, careless whether or not the flames

will attack our own home; but that the best means we have

of preventing the flames from attacking our home is .o

keep calm and produce, buy, sell, and prosper—^become as

nearly self-contained, self-sufficient as it is possible for

us to do, and exhibit to the world an example of san;;

prosperity which, sooner or later, it will recognize and
seek to follow. To do this necessitates that we should not

worry over what we cannot help.

We, in our part of the world, have begun to reali/.e

that we need depend on them for little or nothing of either

the necessities or the luxuries of life.

'We have begun to realize that if we shout less, worry
less, loaf less, gamble less and work more we can be pros-

perous and happy even though the rest of the world go up
in one grand blaze. It may be better for us that the rest

of the world should not do so; but the matter is not im-
mediately vital to us. since the more excited portions of
the g'obe are also, or will soon be, the most exhausted
portions, and hence will be incapable of doing us any
great harm.

We have begun to realize that a mad rush to buy any-
thing in sight for fear the price should go up to-morrow
is the surest way of sending the price up to-morrow.

We have begun to realize that to hold off buying in

anticipation of a slump in prices to-morrow is the surest
way of reducing the national payroll to the point where
we will not be able to purchase to-morrow at any price.

We have begun to realize that we cannot lift our-
selves by our bootstraps—that if. through costly strikes,

we double all our ii^comes. we not only would fail thereby
to increase our buying power, but will certainly have di-

minished it to the extent of the time and production los'

in the strikes.

We have— it is to be hoped—begun to realize that any
deliberae eft'crt to restore the dollar to its 1914 .purchasing
power must be accomplished either by doubling per capita
production, which is imi)ossible, or by halving incomes and
withdrawing half the available money from circulation, a
stupid, unnecessary expedient which would be attended by
commercial, industrial and social distress so intense that

41
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we would wish ourselves back in the comparatively peace-

ful, prosperous period of the great,World War !

iWe have begun to realize that we are now as peaceful

and prosperous as we deserve to 'be, tha' by keeping our

heads and working hard we may retain and increase "ihis

prosperity, and that if we fall subject to any of the perni-

cious doctrines of those who would show us short cuts to

national prosperity, we are liable to find ourselves in "^^he

same boat with the victims of Ponzi.

We are beginning to realize the danger of the agitator,

the propagandist, the malcontent, the political faddist who
would teach us how, as a nation, we can tat bread other

than at the sweat of our brow.

We are beginning to realize that the factional, sec-

tional, and class friction which we allow to grow up among
us is paid for eventually in food uneaten, because it has

not been grown ; clothing unworn, because it has not been

made ; houses untenanted, because they have not been

built ; luxuries untasted, because the energy that should

have gone into the production of them has been wasted

in friction.

We are beginning, in short, to realize that normality

is the only commercial, industrial, social end worth striv-

ing for, since it is the only condition of life wlijch does

not exact a costly penalty.

That, then, is the cheering aspect of the present situa-

tion. The outlook more nearly approximates to normal

than any we have seen in seven long and painful years.

To return more specifically to the jewelry trade, there

are the two seemingly opposed opinions as to the situation

and its demands.

On the one hand there is this view:

The effect of the tax this spring was to lop off the un-

healthy growth of abnormal buying. It saved the situa-

tion ibefore things had gone too far. It obviated the neces-

sity of a later, more costly, and more disastrous panic by

introducing a miniature "slump" at the right time—much
on the same theory as the surgeon of old applied the leech

to the ailing man.

Since then the normal desire to purchase has accumu-
lated a vast number of potential sales, as yet unmade,
which will be made gradually, but with increasing volume,
as the public mind becomes gradually more easy concern-

ing the future.

The tax on turnover is one which puts the jeweler in

an advantageous position with regard to competitive mer-
chants who must tax the individual sale. This is not only

because the jeweler need not remind his customer of the

tax, while his competitor must put it on the bill, but also

because in certain lines, such as expensive china, he has
an advantage of nearly ten per cent, in the amount of tax
to be paid. If he would enter with enthusiasm into the

•business of selling his wares, and forget all about the bur-

den imposed by the tax (says this school of thought), his

customers will also forget, or at least will soon come to

know that it is a ten per cent, tax on turnover, not a fifty

per cent., nor even twenty per cent, tax on sales, as many
of them still seem to think.

There is also the crop to consider, which will work
marvels in spreading the reaction from the pessimism of
early summer. Even the bitter pill of an adverse exchange
may be lessened by several degrees, or al'ogether wiped
out, through the export of the great hulk of this year's

wonderful crop.

Thus from every standpoint there is reason for renew-

ed activity in the buying and selling of the jeweler's

wares.

* * *

lOn the other hand, there is what appears to 'be the

pessimistic view. To tell the truth it is not pessimistic in

the least—it is merely full of Scottish caution ; and true

caution balks at unjustified and costly pessimism equally as

much as at reckless optimism.

Say the protagonists of this view:

The jeweler was eminently fortunate last year in being

able to clear from his shelves most of the burdensome ac-

cummulation of stock which he had long regarded as un-

saleable.

He entered the new year with a fairly substantial stock,

but one which was up-to-date and saleable.

He was in most cases saved from much injudicious

buying this year by the advent of the tax.

He has now, in most cases, a satisfactory stock and is

in a good position financially; and, provided he does not

allow himself to be carried off on a wave of too great op-

timism, his future is one which he may regard with the

best of cheer—with no cause for worry whatever.

Taking them as they stand, the two viewpoints seem
to be basically different. The attitudes are very much
those of two soldiers who, having received severe but not

serious wounds, exchange greetings much in this sort:

Tommy, grinning delightedly: "Cheerio, Jock, we're
for Blighty!"

Jock, dourly: "Tush, man! Be thankfu" you're alive."

Yet the prospect is exactly the same to each, and must
be realiized equally by each ; hence the attitude of each
must be the same, and the apparent difference is, after all,

merely a form of expression.

To strike a middle route. of expression, this is probably
what is intended by both schools of thought

:

That in the past the jewelry trade has committed seri-

ous mdiscretions, from the worse consequences of which,
however, it was saved first by a situation which cleared its

shelves of old stock, and afterwards by a situation which
put a stop to buying before it had once more filled the
shelves with unsaleable goods at the peak of the market.

That it should now cease to speculate commercially on
the future, and, being in a healthy position, should buckle
down cheerfully to building up a healthy, profitable busi-
ness, making a science of salesmanship, eliminating busi-
ness waste, keeping its stock up to the mark, buying care-
fully and exercising keen judgment as to the saleability of
everything bought, refusing to worry about the future-
being intent only upon achieving and retaining prosperous
normality, and encouraging a like attitude in others.

This, as has heen said, is the brightest outlook in seven
years, and so long as it is not again tinctured with the in-
flated over-optimism of 1919, nor. diluted with the fearful,
unreasoning pessimism of 1914, it will continue to ibe

bright.

The fall of 1920 will not be "the best in the history of
the trade." But every indication is that it will be one of
the best—that it will reach the point which, with normal*
growth, it would and should have reached by >his year
had there been no war at all. And it finds us in possession
of the costly but valuable experience of the past seven
years which, properly applied, should enable us to do
business more economically, more iirofitably. and more
enjoyablly than would be possible lacking that experience.
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Fifteenth Convention of A.N.R.J.A.
Canadian Guests of American Jewelers Given Rousing Welcome—Meetings Marked

by Spontaneous Enthusiasm

RETAIL Jewelers of the United States held their

fifteenth annual convention in Louisville, Kentucky,

on August 24th to 27th and, while not the greatest

in point of attendance nor most striking in extent of

exhibits, all agreed that the meeting in one respect over-

shadowed all of its predecessors and that was in point of

spontaneity, fraternal good will and enthusiastic fervor.

From the Canadian point of view, the occasion was an.

historic one in that it was the first convention to which

accredited representatives were sent from the Canadian

National Jewelers' Association. As an acknowledgment of

the courtesy of President Arthur A. Everts of the Am-
erican National Retail Jewelers' Association in attending

the Montreal convention in February, and in response to

an invitation formally exitend'ed, the Camadian executive

decided to request Mr. W. G. Young of London and Mr.

O. M. Ross, National secretary, to attend' the convention

at Louisville, the President, Mr. M. C. Ellis, being unable

to leave home for business reasons. Messrs. Young and

Ross accordingly arrived in Louisville on August 24th and

spent two days of the esssion in close attendance on the

proceedings. The warmth of their reception and the

extreme cordiality of the hospitality tendered them could

hardly have been surpassed ' and will accentuate to the

uttermost the sentiment of good will between the trade of

the two countries.

The Canadians had hardly registered' at the Hotel

Seelbach, the headquarters of the convention, before they

were hooked up by Mr. George A. Brock, Past President

of the A.N.R.J.A., and escorted to the convention hall.

There they were warmly greeted by President Everts and

accorded a most rousing welcome, the whole gathering

rising and doing its best to sing, to a bass drum accom-

paniment. After the excitement had subsided, each of

the visitors expressed his great appreciation of the wel-

come and the deliberations of the convention went on.

But there was no let-up in the extension of hospitality

during the two-day session. All of the delegates made it

a point to see that the visitors were made to feel at home
at all times and nothing could have exceeded the courtesy

and grace with which this was done.. They were made
the guests of the association during their stay at the hotel

and every facility was afforded by President Everts,

Secretary Anderson, Past Presidents Brock, Evans and

Combs and others to secure all possible information with

regard to the workings of their association. As a result,

imuch knowledge was gained that should be of vakie to

the Canadian association, and if the visitors left an im-

pression comparable with that made by President Everts

in Montreal, there can be no doubt of the warm sentiment

of brotherly feeling that will bind the two associations

together in the future.

It was indeed a privilege to be received with such

generous hospitality, but even greater was the privilege

of being permitted to participate in the proceedings of an

assembly in which good will fairly radiated. Whether

dtie to the genial radiance that flowed from the presiding

officer, to the culmination of many years' foregathering in

convention, or to the native good fellawoship of the mem-
bers, it might be hard to say, but the very atmosphere was

charged with the hail-fellow-well-met spirit. And when

the convention was not in formal session, how those

fellows could let themselves go and Jet the welkin ring

with their joyousness ! Men and women together were
young again and out to play, and they certainly never

allowed any time to lapse between acts.

Any report of the convention proceedings iinust neces-

sarily be of a sketchy character, touching only the high

lights, but one striking feature was the entire absence of

any evidence of intoxicants. It may have been available,

but the casual visitor could not detect it, and yet there did

not seem tO' 'be any lack of conviviality or of spontaneity

in the fun-making. In fact, in the entire trip through

the various states, there was never to be seen any evidence

of liquor, and business men were everywhere emphatic

in their declaration of business being better for the lack

of it.

Only from one point of view did the convention dis-

appoint the visitors, and that was with regard to attend-

ance. Why there were not at least one thousand jewelers

present is more than one can understand. With such cap-

able and outstanding men in control, men who would be

outstanding in any profession, and with such a wealth of

information of practical value at their service, one would
think that the retail jewelers of the United States would

consider it a great privilege to be present and none could

attend without receiving immediate benefit of more than

ten-fold the value of the expenditure involved.

The A.N.R.J.A. has now a membership of slightly over

four thousand, but probably three hundred' would repre-

sent the high-water mark of retail jewelers in attendance.

The various States were well represented, delegates being

present from all quarters, and it was quite impressive to

hear a jeweler from Spokane, Wash., speak of his experi-

ences, to be followed by others from New Orleans, Los

Angeles, Newark, Milwaukee and similar widely separated

cities. It was also interesting to note the ease and ability

with which the great majority of the delegates spoke.

Ladies, too, were present in considerable number and were

not backward in speaking on trade topics. They con-

tributed a very amusing half hour in the discussion of "A
Jeweler's Duty to His Home," and were a very prominent

factor in the success of the convention. A number of

entertainment features were arranged for their benefit,

and an indication of the kindly sentiment prevailing was
the presentation of a beautiful basket of flowers by the

visiting ladies, to Mrs. Arthur A. Everts, the genial wife

of the distinguished' President.

An innovation that made a great hit and was a splendid

success was the breakfast conference. Instead of the dele-

gates sitraggling down to breakfast singly and in pairs, it

was arranged that all should partake of the first meal of

the day together and have a sort of experience meeting

afterwards. The first morning Vice-President Bender of

the New Orleans Club presided, and there were 145 re-

tailers at breakfast. The topic for discussion was '"Selling

More and Better Watches," and a snappier, more animated

debate could hardly be imagined. The breakfast brought

all the delegates together, with the result that the morning
session had a good attendance to start with and everyone

was in trim for the day's work. The other breakfasts

were equally successful, the second discussion being led

by Past President Evans of Buffalo on "Selling More and

Finer Silver," and the third by Vice-President Tack of

Newark on "Selling More and Finer Diamonds." A great

many of the delegates participated in the discussions,
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and many really helpful points were brought out.

Another novelty was the handlhig of the question box,

to which a whole evening was devoted. Instead of having

a box in which queries might be placed, blank slips were
prepared', one for the question and one for the name of

the questioner. These were handed to each delegate at

the opening of the meeting and collected in separate hats.

The meeting was in charge of August Lock and Walter

Mellor, two bright minds, and, as a question was drawn
from one hat, a name was drawn from the other, and this

delegate was asked to answer the question, or Mr. Mellor

would call on someone whom he considered' particularly

qualified to answer it. A great number of queries were

sent in. and the first one developed a discussion of the

best plan to handle the watchmaking problem that threat-

ened to last all evening. Many other phases of the trade

were presented, both grave and gay, and the debate lasted

until after midnight. It gave everyone a chance to talk,

and the session was voted one of the most interesting and

profitable ones of the meeting.

The absence of any formal banquet was another feat-

ure that commended itself to many. The programme was

so filled with papers that even the start at 8 a.m. did not

enable the convention to keep up to schedule, and there

was never any lack of initerest, so that the omission of the

dinner did not cause any regrets. The only formal enter-

tainment was a ''Sunset Ride" on the Ohio River, a very

delightful afternoon being spent in cruising in a large

four-decker.

The programme was well diversified, and it must have

been encouraging to the speakers to see how well the

sessions were attended and with what care their remarks

were followed. Perhaps the most effective speaker was

the irrepressible Joe Mazer of Xew York, who took as his

subject, "The Maccabean Soldier," and emphasized the

value of the privilege of doing one's duty. His plea was

for the Sustaining Fund to be used for placing a Field

Secretary at work canvassing for new members. Mr.

Mazer quite carried' his audience away, and his appeal for

funds was so successful that $4,065 was pledged on the

spot. Another and most emirancing talk was that of Miss

Isabella Archer of The Jewelers' Circular, who had just

returned from Paris and gave a most piquant and charm-

ing revue of the latest fashions in jewelry and dress.

Very clever and original, she quite capitivated her hearers,

and her description of Parisian fashions evidenced a very

appreciative acquaintance with her subject. As a contrast

to this, was the homely address by Tom Watten, a hard-

ware man from Missouri, on the subject "Get Acquainted

With Your Neighbor, You Might Like Him." It was full

of practical truths and gave everyone a new idea of his

responsibility to his town and trade and country. There
were many other addresses, all of more or less practical

value, and severa4 moving pictures, making the programme
well diversifi.ed.

A special feature of the convention that appealed to

the Canadian visitors was the exhibits by the maniifac-

turers. There were booths on several floors of the hotel,

about thirty manufacturers being represented, and. during

off hours, they were visited by retailers in large numbers.

The iinajority of the exhibitors were not keen on making
sales or taking orders, but simply desirous of keeping their

goods before their customers and" helping along the asso-

ciation work. It apparently worked out very successfully

for all parties, as the exhibitors expressed entire satisfac-

tion with the results of their venture, while the retailers

were pleased to see the dealers and what they had to show
for the fall season. It is hoped that it will be possible to

make a similar arrangement for the C.V.J.A. convention

in Winnipeg in February next.

Buffalo was chosen as the scene of the 1921 convention,

but the date was not definitely settled, as it is expected

that it may be found desirable to have it in the month of

September. The Ontario convention is booked for Nia-

gara P'alls in June, and it has been suggested that arrange-

ments be made to have the two events scheduled for the

same date .so that joint sessions might be held. The ex-

treme cordiality expressed toward the Canadian visitors

indicates that such a joint convention would prove a

splendid affair from an international point of view, and it

will be the hope of many that such an arrangement may
be made.

A Standardized Clock
ST.ANDARDIZATION and quantity production are

coming to the fore in Great Britain, as evidenced by

a new clock which is being put on the market there.

It is a Tame Side timepiece movement, fitted in a mahog-

any or oak case with a diaimeter of, 15^ inches and a

boldly painted 12-inch dial, making it suitable for the

factory, office, or the kitchen. Its chief feature is stand-

ardization, and' it can be retailed at the fairly reasonable

.price of £4 10s.

"Having had an opportunity at recent exhibitions to

examine the movement." says C. W. in The Horoiogical

Journal, "one feels that the makers are in the right step

to progress in the much-wanted cheap English clock by

mass production, which the trade is so slow to encourage,

not realizing that the competition is just as great, if not

greater, than before the war. and that our chances are

much better, because of the duty which is imposed on the

foreign imj)orted clock, which is decidedly inferior to our

English work." The writer continues:

The clock in question being standardized makes all the

parts interchangeable, therefore any part which might be

broken can easily be replaced at a small cost, which is a

great point to the repairing trade. If a line should break,

you do not have to take the whole of the clock to pieces

to fit a new one, you simply pass the line, which is a

"coppered steel" wire one—^to prevent rust—the ends

bo'.'.ni with fine wire and soldered to nrike it of a thickness

which prevents it passing through the special groove in

the fusee and slots in the barrel. The pinions are

a selected piece of steel, the diameter being the size of
pinion head wanted, and the leaves are cut into it, leaving

the body of arbor" full size, therefore making a very
strong pinion which will stand considerable strain ; the

wheels are well cut and true, which is a very important
point for making the correct depths. It has a dead beat

escapement, the pallets struck out of cast steel, vvith the

working faces well finished; the pendulum has a cast-iron

bob and a steel rod. If the latter were made of nickel

steel it would' be a fairly compensated one. The stop work
is soundly made and slightly deviates from the usual Eng-
lish method. The barrel and fusee are of the usual order,

the latter having a steel and brass click and spring work,
strongly made. The barrel is drawn up from fairly thick
sheet brass, which makes it possible to punch up a strong
hook for the spring to catch on. The motion work is the

style of the cheaper hand-made clock and is known as the
watch motion work, because it has no bridge. The frames
are skeleton pattern and fairly stout; they are sand-
blasted and lacquered, which it is claimed stops corrosion.
The movements are also supplied in tasty bracket cases,

suitable for drawing and dining rooms on montelshelf or
bracket. The writer was infonined that the orders were
crowding in. but the business methods of the firm were
quite equal to the occasion.
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New Brunswick Joins the Chain
Creates Provincial and District Organizations at One Meeting, and Links up C.N. J. A,

from Coast to Coast—Officers Elected to All Three Execu ives

SCARCELY less significant than the first steps toward

national trade organization was the meeting of

New Brnnswick jewelers at St. John on Aug. 12th,

af which the last and uniting link was forged in the

cliain which now stretches from coast to coast. No pro-

vincial branch of the C.N.J.A. has got away to a more
promising start than has the New Brunswick Jewelers'

Association, at whose inaugural sessions some fifty jew-

elers were present, and which therefore comes into being

with almost the full force of the jewelry trade of the

province behind it.

Excellent missionary work had been accomplished
preliminary to the actual meeting of the organization,

which accounts for the splendid attendance, the decision

and dispatch with which the business of the meeting was
carried through, and the entire satisfaction with which
the results achieved are viewed by all.

When the meeting was called to order with Mr. H. C.

Page. St. John, in the chair, Mr. M. C. Ellis, of Toronto,
president of the C.TSf.J.A., was asked to explain the or-

ganization, which he did briefly. Discussion then centred
on the form of organization suitable foj- New Brunswick.

Owing to the compactness of the province, it was con-
sidered possible to get along with but two district asso-
ciations as branches of the provincial unit. This will

insure a strong organization for each district, withoui
leaving even the most outlying jewelers at too great a

distance from a district executive—a matter of some im-
portance in connection with keeping up enthusiasm and
co-operation within the trade.

This formation gives a provincial unit, with a com-
plete executive, and two district units, each with its own
executive, none of the members of which, however, are ex-
ofificio members of the provincial committee. In 'his

respect the organization is more or less unique ( being a
product of and eminently suited to local conditions), and
is somewhat of a compromise between the system in vogue
in the larger provinces of Eastern Canada, and that of one
or two of the iWestern provinces.

Having decided upon this, the townships of the prov-
ince were assigned to one or other of the districts, and
officers elected, the complete provincial and district ma-
chinery being thus created at one stroke.

The first district, known as the Moncton district, in-
cludes IMoncton, Compbeilton, Bathurst, Newcastle, Chat-
ham, Shediac arid Port Elgin. The second district, to be
known as the St. John district, includes Sussex, Frederic-
ten, Woodstock, St. Stephen, Doaktown, St. Andrews and
S:. John.

Officers of the three executives were elected as
fellows

:

Provincial: H. C. Page, St. John, chairman; .\. H.
Melanson. Moncton. vice-chairman

; A. W. Clogg, Monc-
ton, secretary-treasurer.

St. John District: J. A. Sharpe, St. John, chairman;.
.A. A. Shute. Fredericton, vice-chairman; E. A. Ellis, St.
-l-.n, recretary-treasurer; Jas. A. Gibson, Woodstock,
director.

Moncton District: C. F. Gillmore, Moncton. chairman;
H. R. Humphrey, Campl)ellton. vice-chairman; 1. H.

Brown, Moncton, secretary-treasurer; W. H. Williston,

Newcastle, director.

In the evening a dinner was held at Bond's restaurant.

H. C. Page presided. Mayor Schofield, of St. John, and

M. C. Ellis were the guests of honor. A splendid repast

was placed before the members of the new association.

When the dinner was ended, and the King duly honored,

the chairman called upon Mayor Schofield to address the

assembly.

The mayor expressed the pleasure he felt in being

present, the more so since he heard that the jewelers of

New Brunswick had just formed an association calcul-

ated to be mutually beneficial. He said that they had

done wisely and that such an organization was sure to

prove a great asset to them in giving unity to the jewelers

as a trade and advantages in being linked up with the

rest of the trade throughout the Dominion. His Worship
ti'ndered a hearty invitation to all the out-of-town jewelers

to see him again the next day and arrangen:ents would
be made to show them all the points of interest in the

city, not omitting the harbor improvement work, which is

extensive..

Mr. Ellis, who came next, devo'ed the first words of

his address to thanking the Mayor of St. John for the

kindly reception that had been accorded him in the city

of St. John and expressing his sincere appreciation of

the attitude taken by His Worship upon the occasion.

The sipeaker remarked that he had not been in St.

John for twenty-five years, and was very much struck b_\

the improvements that had taken place in that city during

that time. He complimented that port on the develop-

ment already made there, and on their brilliant future.

Referring to the organization work that had been carried

on in the afternoon, he expressed himself as greatly

pleased. He told the assembly that the jewelers associa-

tion is unique among the organizations of the world inas-

much as in it are united all branches of the trade, the

manufacturer, the wholesaler and the retailer. He men-
tioned the fact that the object of the association was to

hanish all small trade practices, to get all classes of the

trade together and work to put the jewelry trade at the

head of the trades, where it belongs. It was one of the

most esential trades in the country. The excise tax had
hit the jewelers heavily during the war period, but the

burden had been borne without a murmur and the jeweler

was meeting his obligations to-day patriotically and with

optimism.

\ number of other gentlemen were called upon by the

chair to express themselves, and enthusiasm was the key-

note of all speeches. .All pledged themselves heartily to

su.pport the association as far as they possibly could and
there was not a discordant voice among the expressions
made regarding the helpfulness and utility of the associa-

tion.

During the evening a photograph of the assembly was
made by a local photographer, and in less than an hour,

the jewelers were looking at the proof. The meeting
broke up with "God Save the King,'" and there is do
doubt that all present will take back to their homes glow-
ing tidings of what took place and a complacent outlook

u])on the future welfare of the trade as a result of the

events in St. John on the 11th of .Auijust.
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Notes from the British Isles

By the London Correspondent of "The Trader."

At present the future of the jewelry trade is obscure.

Both in London and the provinces business is slack, buy-

ers holding back in an endeavor to sell their stock which,

for this time of the year, is heavy, also because a price

fall before the Xmas seasoui is anticipated in some quar-

ters. Prices have been forced up to, in many cases, quite

unnecessary levels for the past few years, and one cannot

blame the retailer for holding out for fair play.

Gold in the London market is £7 14s. 6d. per fine ounce,

silver 58d.

Of course the coming season will bring a busier trade

but it is uncertain how long the demand will last. De-
mand, for the precious metals is getting bigger, particu-

larly home demand, and a big price jump would not come
unexpectedly.

The Board of Trade figures for June give one a very

good idea of just how far we are on the road to recon-

struction. In view of the manner in which ruinous tax-

ation is handicapping private enterprise, and considering

the thousands of unemployed persons, two of "he report's

items hold grave signiificance. They are

:

Increase an value of imported manufactured
articles (approx.) £4,000,000

Decrease in value of imported raw materials

(approx.) 3,000,000

Brevities of Interest.

Antimony ornaments and cachets are seWing well here.

Demand for cheap alarms is rapidly failing.

A serious slump in "Sheffield" cutlery is reported. The
plate and silver trades are not affected.

From official reports gold to the value of $3,000,000
was produced in Canada during the first quarter of the
year.

$10,000,000 worth of gold is to be shipped to Canada
by the Soviet Government of Russia to promote trade
relations.

The Australian pearl and shell output is to be con-
trolled.

Pearl sales in the South American States are very un-
satisfactory.

Emeralds are the rarest and costliest stone in London.
Films as a means of pushing trade are receiving a'tten-

tion here.

Manufacturers of the allied trades of the U. S. A. are
advertising largely here.

iSales of nickel-plated goods are very bad.

Ruby exports from Burma are smaller and less fre-

quent.

Renter's Agency reports a r.ew gold field discovery in

the State of Bahia, Brazil.

The diamond output of the New Jagersfontain Mining
Co. for the year ending March last valued £1,250,000.

Australia and New Zealand are making efiforts to buy,
wherever possible, British goods.

All customs duties in Germany must be paid in gold.

Arrangements will be made next year to hold the Brit-

ish Industries Fair before the Leipsig Fair.

Germany's prices for .spoons and forks are exorbitant,

and have ruined their trade.

India's coinage is prohibited from importation into

Ea.st Africa.

In France a labor conmiission is endeavoring to set up

a profit-sharing law.

Scotch watchmakers arc to be paid i'i', cents hourly

;

jewelers 36.

Seeking Canadian Clocks

Great Britain now claims to hold the lead in one

branch of the horology, that of sets of synchronized dials,

governed electrically 'by a master clock. These are put out

for large offices and similar institutions, in which it is

desiraible to have all clocks at exactly the same time. Such

sets have been found of practical use in» units of from 4

to 300 dials, although the larger number mentioned is by

no means th2 limit of their utility as one master clock can

govern an almost endless number of dials.

Another peculiar timepiece now being put on the mar-

ket in England is one lin which the body of the clocks sinks

on .two vertical pillars, this supplying the motive power.

There is no winding; when the clock is run down it is

necessary only to lift it to its original position at the top

of the pillars. In addition to being a novelty, this principle

possesses distinct mechanical advantages which even a

novice may easily recognize.

In the realm of the more traditional varieties of time-

pieces, the industry in England is reported to be making a

bid to regain its former supremacy. On the other hand,

however, is the report of a Canadian trade commissioner

stating that British importers are seeking clock move-

ments from Canada. The following by Commissiioner J.

\'ernon McKenzie of Glasgow (formerly of Toronto), will

be found of interest

:

''There appears to be a considerable market in the

United Kingdom, and particularly in Scotland, for various

makes and grades of clock movements. An importing

agent, who was formerly also a manufacturer of clock

movements iin a small way, informs the Trade Commis-

sioner that the supply from France and the United States

is neither entirely satisfactory nor adequate at the present

time.

"Previous to the war two very fine clock movements
nid largely in this market—one made in Germany and the

other in Great Britain. They were in 1914 so similar that

only an expert it is .stated, could tell them apart. When a

small improvement was made by the Germans it was quick-

ly taken up by the British manufacturers, and similarly

any improvements made by the British company were soon

followed by the German manufacturers. This keen rivalry

led to a large and satisfactory production. When the war
iroke out the supply from Germany of course ceased and
has not since been resumed. The continuation of the war
witnessed disorganization, and in a short time much less

production, in the British manufactories.

''.At the present time, a leading importer states, some
very satisfactory movements are coming in from France
and some from the United States, but not enough to sup-

ply demand. In addition, the kinds of movements which

this market could most readily absorb are not to be had,

either from home manufacturers or from abroad.

" .\ Scottish importer inquires whether there is any

concern in Canada able to fill the requirements of this

market as detailed above. He asks particularly for:

'"Pendulum clock movements

;

''Cylinder timeiiiece movements;
"Lever timepiece movements;
''Ship's lever, movements

of all grades, but particularly the very best are desired.

The Scottish importer is prepared to arrange for the

manufacture of the cases here, if desired. He is also pre-

pared to furnish samples of movements desired and cases

which would be in most demand."
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Publicity Campaign Flourishing*

IF you could have been with me, on my recent trip to

the Pacific Coast in the interests of the National Ad-

vertising Campaign of the National Jevvders' Pub-

licity Association, you would have realized the wonderful

nation-wide scope of this great movement, which is of

such potential value to every retail jeweler on the conti-

nent. I have had the opportunity of visiting forty-four

cities and towns, calling on .the retailers, wholesalers and

manufacturers in the jewelry and allied industries, to se-

cure their co-operation and moral and financial support for

the national advertising campaign, for the united benefit

of the entire community.
It was particularly impressive, as it represented the

completion of the coast-to-coast trip, extending over one

year's period of active presentation of the 'ideals of this

National Jewelers' Publicity Association to the country at

large.
•

The leading daily newspapers 'in all the cities visited

on my trip published lengthy articles on the national ad-

vertising campaign, and many interviews were printed

giving in detai'l the plans of the movement.
In all the cities on my itinerary, I was immensely

pleased and gratified that the retail jewelers took such a

prominent part, and were enrolled in such large numbers
on the membership of the Natiional Jewelers' Publicity As-
sociation. The very life and successful purpose of this

movement for the financial prosperity and combined pur-

poses of the jewelry and allied trades are entirely in the

hands of the retail jeweler, who stands as the real solid

foundation of the natiional advertising campaign as in his

relation to the public, it will be his work, his energy, his

effort, and local co-operative publicity, that will make
the slogan "Gifts that Last" a household word on this

continent.

With unlimited possibilities of the national advertising
campaign, covering the United States and Canada, as it

does to-day, with the use of advertisements in nearly forty

magazines and weeklies of national circulation, reaching
over sixty million readers, "Gifts that Last'' will become
the first thought in the minds of every man, woman or

child who wishes to give a lasting symbol of friendship,

sentiment or love; and the slogan '"Gifts that Last'' will

prove the magnet that will draw the purchaser to the re-

tail jeweler's store.

Just think what it would mean to the whole jewelry
and allied industries if the entire 55,000 retail jewelers of
North American would with one accord cencentrate on
impressing in the minds of the public the convincing argu-
ment to buy "Gifts that Last."

With united effort, this tremendous impetus and stim-
ulus to the jewelry business could be attained with millions

of dollars of benafit to the retail jewelers.

To this end every retail jeweler should subscribe in

proportion to his business investment ; but, without fail, be

represented by some subscription, however small.

The aim of the National Jewelers' Publicity Associa-
tion is to accomplish this result, so that the day will

shortly arrive when every retail jeweler will have in his

store the sign of the slogan, "Gifts that Last,' and the

badge of honor of the brotherhood of the jewelry craft.-

The National Jewelers' Publicity Association is en-

deavoring to bring about the local co-operation of the

retail jewelers and enable them to get the maximum benefit

^Address by Harry J. Freund. Publicity Manager of the
I N.J.P.A., Before the A.N.R.J.A. Convention at Louis-

ville, Ky.

from their membership in the Association, and has for

that reason officially published a four-page newspaper size

bulletin.

The ' Jewelers' Record," as this is called, is fully illus-

trated and chock full of live news items that have a bear-

ing on sales, together with a hundred suggestions for

building up trade in every department of the retail store.

For the benefit of the retailer, the association has pre-

pared a large number of electros, seasonable advertise-

ments, motion picture slides, counter and window display

signs, and other valuable form of advertising.

The retail jewelers have been kept well informed, as

to the progress of the work of the National Jewelers' Pub-

licity Association through the columns of the jewelry

trade journals. The editors of these highly regarded and

valuable publications have had the vision to realize the

unlimited possibilities of the national advertising cam-

paign in all its phases, and as one of the editors recently

wrote in his publication: "'The day will come when the

real value of the work being done will be recognized as the

trulv great constructive movement which it reallv is."

One Born Every Minute

A fake diamond artist has been operating in both

Hamilton and Toronto recently, with no little success, it

is believed, though naturally most of his victims, when
they discover how they have been "done," say nothing

about the affair.

His method is simple but effective. Walking along the

sidewalk, and passing a small group of loiterers, he stoops

and pretends to pick something up. Hesitatingly he turns

to the group, and asks if any one of them has lost a dia-

mond ring—^concealing it, of course, so that none dare say

"yes" lacking a description. When no one claims it, he

shows it around, giving everyone a chance to admire its

sparkle, and speculating on the size of the reward that may
be obtained for it. He then turns to go off, but hesitates

again, and returning to the group remarks in an off-hand

tone, "Say, I haven't got tiime to go hunting for the owner
of this—who'll give me five dollars for it ?"

As often as not someone "bites," either hoping to make
something on the reward, or with intentions of keeping

or selling the stone. Later the victim finds out that his

"diamond" is worth precisely its weight in cut glass, and

that the gold of the ring is about twenty-four karats fine

—brass.

A Rat's Vanity

Little Aladge Knisely, fourteen-year-old daughter of a

West Virginia farmer, is rejoicing in the recovery of a

finger ring which she lost a year ago while feeding the

pigs. A few days ago her father—no, you're wrong; he

wasn't killing a pig; he just simply happened to find a

dead rat whose neck was pinched in by a finger ring that

was altogether too tight a fit. Either the ring had fallen

upon the upturned visage of the tiny ratlet. or the shiny

gew-gaw had' aroused its vanity and it had crawled into

the ring. In any event, one or the other of these things

must have happened the previous year when the rat was
still a baby. As it grew the ring became too tight a fit,

and eventually choked the vain rodent to death. There is

probably a moral to this story, but it is not one which it

would pay you to stick up in the shop.
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Canadian Jewelry Imports

Clocks-
United Kingdom
I'nited States . .

.

France
Japan
Other countries .

Totals

Clock and watch keys, movements and
cases

—

United Kingdom
United States
Japan
Other countries

Totals

Watches

—

United Kingdom
United States . .

Switzerland
Other countries .

Totals

Waftch actions and
parts thereof

—

United Kingdom . .

.

United States
France
Switzerland
Other countries . .

.

movements and

Totals

Watch cases and parts thereof-
United Kingdom
United States
Switzerland
Other countries

Totals

Moulded and cut glassware-
United Kingdom
United States
France
Japan
Other countries

Totals

Klectro-plated ware and gilt ware, n.o.p-
Uni'ed Kingdom
United States
France '

Other countries

Totals

Sterling or other silverware, n.o.p.-
United Kingdom
United States
France
Other countries

Totals

Manufactures of gold and silver, n.o.p.-
United Kingdom
United States .'..'.'.

France
Other countries

Totals

Silver hullion unmanufactured-
Ifnited States

.Te"'elry. r o p.

—

United Kingdom
United States ...

France
.Tapan
Other countries

Totals

Diamonds, unset

—

United Kingdom
United State.s . .

Belgium
Netherlands . . . .

Other countres

Totals
Precious stones and pearls and imita-

tions thereof, strung or not, hut not
mounted or set

—

Tfnited Kingdom
TTnited States .'.

France
Germany
Italy
.Japan
Switzerland
Other countries

Month
1919

$ 68
44,790

668
15
7

of April
1920

$ 423
28,754

" '

2,571
421

$ 45,548 1 32,169

$ 26
1,453

5

i io,86i

$ 1,484 $ 10,801

$ 104
845

2,607

% 300
1,357

12,951

$ 3,556 % 14.608

$ 1 444
79,846

'

59,252

% 408
69.455

110,550

$140,542 $180,413

$ 82
11,227
7,659

2

$ 83
15,174
9.095

$ 18,970 $ 24,352

$ 802
37,499

""281
53

• % 512
64,499

165

96

% 38,635 { 65,272

$ 2,416

166
19

$ 15,299
] 1 Ofn

709
125

$ 19.003 $ 27,163

% 2,372
6,650

% 7.160
5,691
280

$ 9,022 $ 13.131

$ 123
7,490

% 3.?''«

5,8«'5

494

$ 7,613 % 9.656

$ 84.951 $417 094

% 491
63,441
5 ?n?
214
165

$ S.2"3
6^.034
i),''77

2.312
690

% 69,514 $ 80,606

SlJ'l.fi"?

42 375

' '31,179

$18^ 018
74.1?3
11.494
69.872
1.405

Totals

$199,161

$ 23.862
8.196

11,902

1,299

$ 45,259

$341,912

$ 24.698
10.895
2fi,4.^3

1,477
1 1 7(1

3,8''i

92
221

$ 62,842

Inspectors Should be Paid

THE committee appointed by the American National

Retail Jewelers' Association to investigate on the

watch inspection problem has reported as follows:

''It is our firm belief that watch inspection has come
to stay. Not only that, but from time to time' will become
more rigid, and as improvements may be made, the stand-

ard will be raised.

'We also believe that watch inspection is responsible

for the enormous sales of high grade watches. But for

the rigid inspection we would soon drift back to the old

seven and eleven jeweled grades. What the railroad' man
must hai'c a large number of other people want. This

being true, it is only good business for all jewelers to

accept the situation and make all the profit from it they

can.

"To those who are not insi>cctors, we would suggest

that they do not antagonize this system of inspection or

try to embarrass the inspector. They should' post them-

selves as to what will and will not be accepted, also learn

the rules relative to the annual cleaning and other repairs.

''Anitagonism to the system drives your customers into

the arms of the inspector as the railroad man is often

convinced by your arguments that the system of watch

inspection is all wrong, but that he must submit to what

he considers a graft and give his work to the inspector

in order to keep in with the railroad company and hold

his job.

"To the inspectors we would suggest they practice the

Golden Rule. Imi>ose no immece.ssary hardship on the

employee. Enforce the rules lai<l down for their guidance,

as they have all been carefully considered', and are not

more rigid than necessary when you consider the valuable

lives and property that may be destroyed by their viola-

tion.

".•\s soon as a change in grade has been decided on, go

around and inform your fellow jewelers. Don't let some
railroad man be the first to scatter this information. He
will be likely to add something to his remarks that will

not be creditable to you as inspector, and certainly not

add to the volume of your business.

"As for free transportation, that is not possible until

the law is changed' or the inspector put on the payroll,

except where the inspector is on duty, and any inspector

who accepts the appointment should fully understand the

situation. If they do not accept the law and the rules,

they are always at liberty to resign, there is generally a

waiting list to take his place.

"We will add though, that some roads are much more
liberal in their interjiretation of this law than others. We
have heard of instances where the inspectors have had
transportation to conventions, the ofificials explaining it

was a benefit to the service to have the inspectors attend

for educational reasons.

"The various railroad companies have been getting all

the inspectors they could use without pay. It is incumbent

upon us to demon.s'trate that the railroad inspectors are

as legitimately employees of the railroads, and' entitled to

pay as any employee of the railroads, and we must con-

vince them of this fact at an early day. God speed the

day.

(Signed) "W. L. Jones,

"C. H. Carmich.ael,

"T. L. Combs."

It is a (juestion whether Canadian Railway Watch In-

si)cctors will agree entirely with .some of the statements of

the committee with reference to the advantages of their

position. Certainly, however, all will agree that remunera-
tion should be given for the work.
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Still Superstitious

OVER the signature "O. C.-L.," a writer in the Com-
merce Monthly enlarges upon the unfitness of sil-

ver as a monetary standard, as recently demon-
strated by the fluctuations in the price of that metal. His

contention, which he proves entirely to his own satisfac-

tion, is that gold—and gold only—is eminently suited to

the requirements of a monetary standard, since it possesses

the quality of stability which silver has shown itself to

lack.

There is only one thing wrong with the otherwise

beautiful argument—which is this: thait the writer is

comparing the fluctuations of a metal free from control

with the "stability" of a metal which still possesses a fixed

price, at least in terms of the American dollar. We won-
der whether the writer would go so far as to claim that

even had gold been freed' from the burden of its fixed

price it would not have participated in the price fluctua-

tions that have characterized every other commodity dur-

ing the past year ? Probably he would'. American bankers

still seem to be unable to free themselves fromn that super-

stition concerning the "stability" of the price of gold

which English bankers have long since shaken off. Per-

haps if conditions had been reversed—if the United' States

had been paying a premium on gold while England still

obtained it at the "fixed"' ( !) price—it would be American
bankers who would' now be free of the superstition while

the English would still be clinging to it.

As a matter of fact, an ounce of silver, freed from
control, buys approximately the same amount of goods as

did an ounce of silver in 1914. An ounce of gold, at a

"fixed" price, buys someithing less than half the amount
of goods that it did in 1914. Looking at it this way, which
would seem to be the more stable?—which the better basis

for international exchange or a monetary system? We
do not suggest that silver is actually better suited to the

purpose than gold. Intrinsically, gold is the better suited

to the purpose. The Trader claims merely that either of

them is more suitable free than under control—or as a

comproimiise, that, if controlled, ii should be at a price level

more in keeping with the present-day prices of com-
modities. Silver is finding that level. Gold is not. And
so long as American bankers continue to live in the year

1914 the situation will continue to be ridiculous.

Who is this Jeweler ?

Ax extract from the Winnipeg Telegram, of Aug. 7th,

forwarded to The Trader by Mr. Carl Johnston of

Winnipeg, tells the following highly remarkable

story

:

The ln.xury tax is uiidoiibicdly oucouraginf;: thrift, and,
some jewelers claim, is six>iliiig trade.

"Ijii-xiiry ta.x of $80,'' growled a prosiierous looking man,
in a local jeweller shop to-day, as he picked out two rings.

"That is an outrage.. I won't take them. I do not mind
paying $200 for each ring, but I am damned if I will pay
another hundred as a tax. No, sir. Yon keep your rings."

"If I could have included tlie ta.x with the price of the
ring, he would undoubtedly have bought the two rings,"
moaned the salesman. "That is the way with people who
can afford diamonds, and who do not know their real

value. Tlie more they cost, the intnv they like them,
provided they really have the money to buy them. The
newly rich, especially, like to pay a great deal, in order
to have a chance to tell their friends how much theh*

little sparklers cost them."

The Trader strong'ly suspects that the above effort is

a figmient of the imagination of some poorly-informed and

lazy reporter. But if it is not—if the dialogue, or some-

thing like it, actually took place—^^then the salesman in

question and the jeweler who employs him are getting no

more than they deserve in losing such sales.

In the first place the salesman not only "could have,"

but by law should have included the ta.x in the price of

the rings, which would then sell for neither $200 nor $240

each, but for approximately $223 each.

In the second place, the tax on the two rings would

not be $80 over and above the selling price of $400, but

approximately $44.60 on (and included in) the selling

price of $446.

In the third place there was no need for the customer

to know anything about the tax, as this is paid by the

jeweler to the Government, and is the jeweler's own par-

ticular business, not that of the customer. It is no more

a concern of the customer than is any other item of the

jeweler's overhead', such as bis rental, salary list, interest

on investment, or heating and lighting.

The jeweler must set his resale price to cover himself

on this tax, just as he does to cover himself on any other

item of overhead. The custoaier's concern in the matter

begins and ends with accepting or rejecting the goods at

the price asked.

To make a separate item of the amount for tax, and

to add this to the selling price, when that is not required

by the Government, is as illogical and foolish as it would

be to set a so-called "selling price," and' then add to the

customer's bill items for "rent." "heat and light," "sal-

aries," etc. The customer would have good cause to kick

—and vou can bet he'd do it.

Mr. Johnston Got Busy

FORTUNATFL^, perhaps, for the jewelers of Win-
nipeg, The Telegram was not allowed' to get off scot

free with the publication of the reportorial blunder

quoted above. True to his membership in the association,

which demands the efforts of each for the good of all,

Mr. Carl Johnston had a heart-to-heart talk with the

newspaper in question, pointing out that however enter-

taining the ite;u above quoted might be to its readers, it
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was eminently unfair and prejudicial to the interests of

the jewelry trade, and was also untrue in every particular.

The editors saw the point, and the result of Mr. John-

ston's effort is seen in an editorial leader published by

The Telegram on Aug. 12th, reproduced herewith:

JEWELLiERY AS A LUXURY.
When a faotloiis or facetioUvS critic wishes to Indulge

a taste for prodding tlic pul)lic for extravagance, he turns
usually to purchases of jewellery as the personification
of thriftlessness.

The man who huys an approved bond, or, who places
his surplus cash in a savings account, is applauded as an
estimable citizen, while the man who buys an odd diamond
or two is. popularly, a wastrel. And yet if one consid<^rs

the whole matter thoroughly the probabilities are that the
man who buys the diamond is making the most profitable

Investment.
The jewellery business, becati.se of this popular pre-

dilection for unreasoned criticism, has suffei-ed through the
last fe<lei"al budget perhaps more .seriously and more un-
fairly than any other. In the first instance it was
erroneously stat<>d that a luxui-j- tax of fifty per cent,

would be collected on jewellery pjircha.ses. The actual
impost was. and is. only ten pen* cent., and this tax is not
added to prices jewellers quote the public. By special

provision jewellers make a direct return of ten i>er cent,

on sales to the goveriunent.
As a matter of truth, jewellery .scarcely earns a place

In the sun as a luxury. In the United Slates last year
jewellery sales represented only two per cent, of tlie total

value of transactions in so-called luxuries.

Apart from dollars and cents, purcha.ses of jewellery,

when not made solely as a sensible Investment of funds,

are investments of sentiment—of that finest of sentiments,

frlendsliip, which cannot be coiusidered a luxury among a
wholesome, healtliy and not altogether inpecunious people.

Readers must agree that the trade owes Mr. Johnston

a vote of thanks for his initiative and energy in this con-

nection, and that the result of his efforts in all probability

more than compensates for the mischievous effects of the

newspaper's faux pas.

Things are more as they should be, and everyone is gain-

ing, nobody is losing in the process.

But now, relieved as it is of further worry concerning

organization, still greater achievennents may be expected

of the central executive, backed, as it 'will ultimately be,

by the entire force of the jewelry trade of Canada.

Decks Clear for Action

AN unbroken chain of jewelry trade organizations

now extends from coast to coast, following the

formation, on Wednesday, Aug. 11th, of the New
Brunswick Jewelers' Association. The Canadian National

Jewelers' Association is now freed from the work and

worry of organization, such of this as remains to be done

being taken over largely by the provincial associations

;

and its hands are therefore free for their real work in

life, its energies unclaimed' for the solution of any prob-

lems save those of an already-established organization

whose aim is the betterment of conditions in the trade, its

decks cleared for action.

It must be said in tribute to the C.N.J.A. that even

during its fonmative period, before organization had made
any great steps—even before much of it had been planned

—a surprising number of worth-while res-ults were
achieved in other directions. And throughout the last

eighteen months, busy though the central executive was
in the work of recruiting, it still found time to do con-

siderable fighting in the general weal. Due to its efforts,

jewelers are now being paid' for engraving, and for a

certain proportion of repair work which formerly was
undertaken free because of foolish guarantees. Due also

to its efforts, taxation of jewelry is not only nearly ten

per cent, less than the Government intended to make it,

"but is coHectable and payable in a manner much more con-

venient to the jeweler and much less irritating to his

customer. Of still greater importance than these, per-

haps, is its success in bringing aboitt a spirit of mutual

trustfulness and regard within the trade itself, not only as

between the different branches of the trade, but as between

competitive members of each branch. Business rivals

have become craft associates, co-operatives, friends.

Checking Cost of Doing Business

IN this issue will be found the first installment of Bul-

letin 15, issued by the Bureau of Business Research

of Harvard University, outlining the directions for

operating the single entry system of accounting prepared

by the Research Bureau of the .American National Retail

Jewelers' Association. The plan under which this system

may be secured by Canadian retail jewelers was stated

in last month's issue, and the Harvard Bureau offers to

further co-operaite in securing data on the average cost of

conducting a jewelry husiness iti Canada. In a recent

letter, the secretary of the bureau says

:

"Our purpose in publishing this accounting system is

to provide a standard form upon which to coillect figures

from retail jewelers on the cost of doing business. This

information is sought primarily for teaching purposes in

the Harvard Graduate School of Business Administration.

It so happens that the results of our research have been of

interest and value io business men and for this reason we
have published several annual summaries for the trades

which we have .studied and we expect later in the summer
to publi.sh a summary of the cost of doing business in the

retail jewelry trade in 1919.

'"When the staitemenlts are received at this office per-

centages are worked out for the items of expense and
profit. Then from these percentages tables on the cost of

doing business in the different trades are compiled. These
annual summaries are sent to our co-operators in these

various trades so that they may compare their costs with

the averages for their trade as a whole. Our accounting

system is also sent without charge to merchants who sub-

mit figures to us.

"We should be very gilad to have a list of progressive

Canadian jewelers who would be interested in co-oper-

ating in our work. We shall write them enclosing our
blank and offering to check their staitements in accordance
with our usual practice. We heartily appreciate your
interest and assistance in this investigation of the retail

jewelry trade."

Double Entry Accounting System

RELEASE of the single entry system of accounting
for retail jewelers will be followed next month by
a more detailed system of double entry suitable for

stores of any size. A double value is given to this system
by reason of the fact that the assistance of an accountant
familiar with the sy.stem will ahvays be available for con-
sultation at a very moderate fee. A recent letter from Mr.
H. Victor Wright, director of the Jewelers' Research
Bureau of the American National Retail Jewelers' Asso-
ciation, makes an interesting comment on this point. In
speaking of the recent Ontario convention, he says:

"In my message to your convention, I made reference

to an arrangement which the Jewelers' Research Bureau
has entered into with Marwick, Mitchell & Co., leading

accountants, whereby they are not only to endorse the

double entry system of accounting which our Research
Bureau expects to publish in October, but are to arrange
for S'Ome representative of their organization in the many
different iocalities where they are maintaining offices to

familiarize himself with the system, and be in a position

to go into the jewelry stores in the respective zones which
these offices would serve, at the request of the retail jew-
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eler in order to assist him in the most efficient and eco- ^^Subscriptions Coming Fasf
nomical manner possible in our judgment in installing the . cPTRMmn ^^^^ r ..u • c' J » \ v^rLnlNUlU start was made on the campaign for

^^,,^ ,', . ... - ^, ^ .
J. ^ ^ 1 -"i r\ subscriptions to the jewelry publicity fund of the

Ibelieve this is one of the most important steps which 1 \. r^ .r , [ , ^ .i. t. i . . ... u
, . 1, ^- 1 J X C.A. .A. last month. • It is proposed to start the

we have undertaken, because my observation leads me to , - • " , ^ , . -i
• .

, ,. , , cc • X ,. r 4. advertising in the Uctober magazines, and a striking^- ad-
believe that however efficient a system we may place at . "

, , f. .' Jf .,
...

, J- ., . 1 1 • •* r • 1 Ml vertisemenit has been prepared tor that purpose. i/5hould
the disposal of the trade, a large majority of jewelers will

, , . ^ *^.
, ^ V '^ . ...

hesitate to attempt its installation because of the fear that
'^^'^ ^^. "° ^^^^

u"" '."""""f
^'^^ necessary plates, it will

they will be unequal to the task. %PP'^' '" ^^ following publications: Saturday Night;

ii/-\ .u iu u J f i. ™- 1 t „„„ Canadian Home ournal': fc,verywoman s World; LaOn the other hand, if, at a very nominal cost, we can t- -, tt , ,,.,,,,- t- i

place at their disposal the services of a firm of accountants
CanadieiTiie

;
Famdy Herald and Weekly Star

;
Farm and

familiar with the system and who will aid them in in-
^ome; Gram Growers Guide; United Farmers Guide;

stalling a svstem atong uniform lines with other jewelers
(Canadian Magazine; Maclean s Magazine,

and one which has been thoroughly endorsed, I believe ^he suhscription blanks were sent out only at the end

this will greatly encourage the use of a systemL ^f August, ami the first mail brought m a response from

'"This becomes, therefore, in my judgment, a very ^"^ toUowing hrms

:

important factor and it applies equally in the Dominion P^i^ks & Sons. Henry. Montreal $1^0.00

of Canada, for I notice Marwick, Mitchell & Co. maintain Ellis & Co., P. W.. Toronto 1:)0.00

offices at Montreal, Toronto. Winnipeg, Moose Jaw, Cal- Goldsmith's Stock Co., Toronto loO.OO

gary and Vancouver."' %"e Bros., Ltd., Toronto 1.^0.00

Under this arrangement, it will be possible for any Saunders, H. & A., Ltd., Toronto 150.00

retail jeweler who becomes confused or fails to understand Black, D. E., Calgary IIKJ.OO

the system, to run into the nearest city where a Marwick- Ellis Bros., Ltd., Toronto 100.00

Mitchell office is maintained and secure a solution of his Scheuer. -Edmund, Ltd., Toronto 100.00

difficulties. As Mr. Wright says, this should add very Rodger, R. J., Kingston 50.00

materially to the attractiveness of the system. Capp & Co., Ltd., T. W., Toronto 25.00

' • Conner Bros., Hamilton 25.00

Conventions in the West Coulter Co., J., Toronto 25.00

THE call has gone out from A. L. Wheatley, chair- European Co., The 25.00

man of the Saskatchewan Jewelers' Association, Hepinstall & Soinis, C. H., St. Thomas 25.00

summoning the jewelers of that province to their Park, N. R., Russell, Man 25.00

convention and annual meeting in Regina on September Sansburn-Pashley Mfg. Co., Ltd., Windsor. 25.00

27th and 28th. It is believed to be likely that the other Flach, E. H., St. Thomas 15.00

three western provinces will also fix meeting dates for the Taylor, Eleanor, Toronto 15.00

early fall, thus bringing their annual meetings to a more Blackmer, E. R., Frederickton, N.B 10.00

seasonable time of the year. These associations were Clegg & GiWmore, Monkton, N.B 10.00»

organized in January of this year, when W. G. Young of Cochran, J. H., Carman, Man 10.00

London and O. M. Ross, secretary of the C.N.J.A. made Johannesson, B., Selkirk, Man 10.00

a trip through to the coast. It is desirable, however, that McGill. R. L.. Gait. Ont 10.00

such meetings should be held some time in advance of the Nadon, J. B., Sturgeon Falls, Ont 10.00

annual meeting of the national bod'y—hence the expecta- Ostrand'er, L. V., Toronto 10.00

tion that Manitoba, Alberta, and British Columbia will Rixon. T. F., Trenton, Ont lO.OO

also convene within the next five or six weeks. Robertson, E. C, Goderich, Ont 10.00

On the invitation of the Saskatchewan executive. Mr. Smith & Son, W. K.. Selkirk, Ont 10.00

M. C. Ellis, president of the C.N.J.A., has decided to be Burke, W. J.,
Alviston, Ont 5.00

present at the convention. If the other western provinces Daly, J. F., Seaforth, Ont 5.00

choose convenient dates, it is likely that he will extend his Fair, J. G.. Ayr, Ont 5.00

trip through to the coast, taking in the various conventions Fairlie. G. A., South End, Ont 5.00

en route. Humphrey, H. R., Campbelltown, N.B 5.00

As an indication of the spirit the western executives Tuck, Vernon. Grimsby. Ont 5.00

are putting into their organization work, comes a circular Sanfacon, H.. Grand Mere, Que 5.00

letter sent out by the Manitoba Jewelers' Association to Ward. Wm., Dresden, Ont 5.00

every jeweler in the provimce whose name it was possible Whyte. Wm., Doaktown. N.B 5.00

to obtain. After clearing up several points of difficulty Redpath. Jas.. New Liskeard, Ont 3.00

in connection with taxation matters, the letter urges jew- Smith. Allan E., Magog, Que 2.00

elers to take out membership, and continues : . ^ .

'"You recognize that had not a C.N. J.A. been formed n ur o
two or three years ago with provincial branches, the trade rUDllC oCrVlCe Impositions

would have suffered much more and practically have been £">( CARCELY any doubt exists in the mind of the aver-

legislated out of business. ^S age Canadian merchant that the applicaitions by the

'The only way to accomplish anything for our benefit ^"^ railways for higher freight and passenger rates, and

is to get together. Next February the C.N.J.A. conven- by the Bell Telephone Company for higher rates, coming

tion is to be held in Winnipeg. We want our eastern at the time they do, are little better than impositions upon

friends, also the jewelers of the western provinces to a long-suffering public.

receive a hearty welcome and one way to give it is for One argument mjay fairly be made in favor of the

this province to have every jeweler a melmiber of the claims made by the companies: That in each case the

association. Big things will be brought up for discussion position of the company is practically that of being under

affecting all classes of our business, so put yourself in the contract with the Canadian public to deliver certain ser-

way of being one of those who can come along and feel vices at a certain rate ; thait the Government of the coun-

they are par^t of an organization which is doing much try, which is the people, by issuing and permitting the

to benefit the trade. Don't delay." issue of currency in greater proportion to the material re-
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sources of the country than was permitted' when the rates

were fixed under which the companies operate, thereby de-

preciating the vakie of the dollar, has broken the spirit

of the contract to which, practically, it was one party;

and that it, through the Railway Commission, is therefore

morally bound to authorize a readjustment of rates to com-

pensate for this deliberate depreciation of the dollar.

This argument is valid enough, providing that other

conditions have not changed. But have they? It remains

to be seen whether increased business has not offset to a

large extent the depreciation of the dollar. If it has done

so, then by so much is the just claim of the comipanies

lessened.

In the case of the railways, the increase is requested'

to compensate for increases in the wages of railway men.

The latter are demanding that they should be brought to

the same level of pay as their United States brethren.

But why? Do they need it, or are they earning it? We
very much doubt it. They are now among the best paid

classes in the community, getting far mere than the aver-

age wage and salary earner. Many a small merchant, with

a tidy sum tied up in his business, and putting in longer

hours per day, would be glad to be making as net profits

what most railroad engineers are paid. In any event,

since it is the country which would have to pay, the coun-

try is entitled to know exactly how much per year railway

men are making now, what special qualifications are re-

quired' of them', and what hours they work.

In the case of the Bell Telephone Company, while un-

doubtedly some increase should be allowed, it should be

on the distinct understanding that this increase is accom-

panied by a substantial improvement in service. The only

word adequately describing the existing service is '"rotten."

But the Bell Telephone Company goes entirely too far

when it asks not only an increase but an extra toll per

call on all "out" calls over 100 a month. This is so utter-

ly ridiculous as to cast doubt on the sincerity of the entire

case for the company. It tends to alienate the sympathy of

those who would be willing to see a just increase granted,

and lends ammimition to those who (for the sole sake of

seeing the Bell Telephone Company thrown into the wait-

ing arms of Hydro in Ontario and to perdition in the

other provinces) are opposed to a rate increase of any
sort, whether justified or not.

How Much Did You Get?

VIT.AL Statistics, as they are officially known, sound
like a study more befitting the attention of the

undertaker than that of the jeweler. Yet they
contain information of interest to the latter if only by way
of indicating the opportunities of which he may ot may
not have taken advantage.

Concerning marriages, for instance ....
It is needless to discuss what marriages mean to the

average jeweler's business. But does every jeweler realize

just how much more they could have meant this year, in

the gross, than they d'id even last year? And during all

the dull season following the tax, while people were get-

ting married in larger numbers than ever before, was
every jeweler right out hotfoot after the business in wed-
ding presents, or had the tax temporarily taken the pep
out of most of us?

For those who may have overlooked their opportunities

in the marriage line this year it will be informing, but not

comforting, to know that in June alone there were 1,130

more weddings in the Province of Ontario than there were
last year. For the first six months of the year the total

increase over last year was 2,807. Every one of these

should have been productive of the sale of over a hundred

dollars' worth of jewelry, silverware, china, etc.—an item

of nearly $300,000. But remember that these figures refer

to the increase alone. The total figures for Ontario in

the first six months were as follows:

1919. 1920.

January 1,497 1,872

Februarv 1.422 1,661

March '. 1,510 1.742

April 2,038 2.558

May 1,614 1.925

June 3,388 4,518

11,469 14,276

On the basis of a minimum average of $100 per wed-

ding—which is low enough when one considers all the

silver, china, crystal, etc., that is needed in the modern
home—the first six months of the year should have brought

over a million dollars to the jewelers of the Province of

Ontario in wedding business alone. In fact, the sum
should be many times that. Scarcely a bride but requires

several hundreds of dollars worth of tableware and deco-

rative oddities which the jeweler sells. Some of the more
fortunate require as many thousands. In addition there

are the gifts of jewelry which could easily equal or exceed

those of tableware. The business is there. A little care-

ful study and estimation should tell you how much of it

exists in your town. It requires only to be gone after hard

enough and persistently enough, and it will be yours. Don't

leave it to the other merchants; it is properly a jeweler's

business.

Who Said Luxuries?

AN estimate of the expenditure on so-called luxuries

in the United States last year, the proportions of

which may be taken as in approximately the same
ratio for Canada, provides us with the following food for

thought

:

Millions of

dollars.

Luxurious foods, etc 5,000

Joy-riding, pleasure resorts, races, etc 3.000

Luxurious services 3,000

Automobiles and parts 2,000

Carpets, rugs, and wearing apparel 1.500

Candy 1,000

Admissions and dues 800
Cigarettes 800
Tobacco and .snuff 800
Perfumery and cosmetics 750
Luxuries in hotels and restaurants 750
Cigars 510
JEWELRY 500
Toilet soaps 400
Cakes, confections, etc 350
Soft drinks, ice cream, and soda 350
Fur articles 300
Pianos, organs, phonographs, etc 250
Cereal beverages 230
Chewing gum 50
Firearms and shells 50
Sporting goods 25
.Art works .' 15

Elecitric fans, portable 8
Hunting and shooting garments 7
Liveries 3
Cigar ami cigarette holders 1

Yachts 1

Total 22,450
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It will be noticed, if you take the trouble to count, that

fifteen of these -twenty-eight items represent goods and

services which, having been used, leave no asset—are

entirely dissipated. Of the fifteen, ten are items higher

up the list than jewelry. The fifteen represent an expendi-

ture of nearly eighteen billion dollars out of the twenty-

two and a half billions spent for luxuries.

Of the thirteen items not entirely dissipated, twelve

represent goods of which some asset remains, but of

depreciated worth.

Of the twenty-eight, one only—jewelry—represents a

value as great as or greater than the sum spent in its

purchase ; this, because of the constantly increasing worth

of precious stones and other items of its compos-ition,

because it does not wear out, and because the general

tendency is that its value becomes enhanced with age.

It is also significant to note that the most costly luxury

of the lot, from a national standpoint, is that of "luxurious

foods."

Of further significance is that fact that the total ex-

penditure on jewelry represents only l-45th part of the

whole—l-35th as much as the sum spent on the fifteen

luxuries which are entirely wasted and leave no asset.

These are facts which it would be well to keep in mind,

lest there may be future recurrence of the recent agitations

against jewelry which, but for the efforts of the C.N.J.A.

would have resulted in legislation highly unfair and almost

disastrous to the trade.

Another Imitation

SCIENCE has trium/i)hed so often that it is now be-

coming but a commonplace to learn that some new
precious or semi-precious S'tone has been so ably

reproduced by mechanical means as to deceive any but an

expert. Fortunately for jewelers and the general public

alike, the makers of these imitations are usually frank

about their goods, scorning the chance to make unmerited

gains through fraud—and perhaps also realizing that

honesty in the long run is the most profitable policy.

Attention is drawn at the nmoment. however, to some
manufacturer whose identity is not made public, who has

succeeded in producing so able an imitation of lapis

lazuili that, but for the astonishing quantity and quality of

his goods, the fraud might not even now be exposed.

These goods have gained saie in Great Britain and for all

that is known to the contrary may also have been exported

to this continent, as opaque colored stones are in some
favor in the United States.

Describing them, a British jeweler states:

'"The copying of the beautiful azure shades of true

lapis-lazuH is excellent, and all the small surface crevices

and slightly open veins are filled in a very natural 'manner
M'ith metal closely resembling the iron pyrites present in

the real stone. Upon cutting one of the beads in half I

found that it consisted of some semi-transparent mineral

which I believe to be alabaster of a curious oyster color.

The outside of the bead was coated with a very thin layer

of some opaque coloring matter of the correct shade of

lapis-lazuli. The beads are lighter in weight and .softer

than true lapis, and also have not the natural chink of

lapis beads when moved.

"Upon complaining that the beads were incorrectly

described I received the assurance that they were real

lapis dyed a deeper shadt.

"I earnestly advise buyers of lapis-^lazuli necklets to be

extra careful in future. My simple test for detecting

imitation of lapis answers equally well in the present case,

no mutilation being necessary."

So far as can be learned, no goods of the sort are as

yet on the Canadian market, nor, for that matter, is there
any great demand for them here. But in view of the fact

that the Oriental vogue which has long intrigued France
and England, and which has spread to the United States,

may some day strike Canada in full force, it may be worth
the while of jewelers to note the description of this imita-
tion so that if they buy it, it will be as an imitation and
not as the true stone.

Advertising Pays for Itself

It is a big mistake to think that advertising costs a lot

of money. Iln fact, if it costs one single cent, there is

something wrong with it.

When advertising is properly done it pays all it's own
bills and profits besides. To be properly done means that
there should be a definite system aiming at something.
The sportsman who fires all his ammunition into the air
will bring home no game. Aiming at nothing, he hits

exactly what he aims at. So in advertising, a definite
object and a definite plan is necessary to success.

In the early days of advertising, the advertiser scatter-
ed his money with a liberal hand and trusted to luck.
Space in magazines and newspapers was purchased, and
orders were placed for masses of literature in the hope
that sales might increase in proportion. The sales did in-

crease in a great many cases, but as no definite system
had been worked out a great deal of money was spent
needlessly. Those methods are relics of the past, and ad-
vertising to-day has been reduced to a business science.
The advertiser who keeps bis finger on the business
pulse and carefully analyzes his product and his market,
can determine with great accuracy the results which will
be obtained.

The experience of organizations who have skillfully
handled their advertising and sales campaigns has been
that as the volume of sales increases the advertising and
sales cost decreases. The sales and advertising costs of
some of the largest national advertisers are very small in
proportion to the results which they accomplish' In pro-
portion to the gross sales the Arrow Collar Co. spends 3.5
per cent, for advertising and sales, Colgates 2 per cent.,
Fatima cigarettes 5 per cent., Old Dutch Cleanser 1 per
cent.. The Portland Cement Co. 2 per cent., Packard
Motor Co. 1.1 per cent, and Hudson Motor Co. 1.3 per
cent.

That advertising is proving its worth and is being
used extensively is proved by the fact that 150 million
dollars were spent in the United States last vear for
advertising.

There is a greater demand for direct-mail matter and
dealers helps than ever before. Much effort is being
spent on selling the advertising campaign to traveling
men in order that they may show the dealer distributor
the manner in which the firm proposed to assist him in
marketing the product. The fable that the price of a
given product is lower than its nationally advertised' rival
because no imoney is being spent for advertising, has been
exploded long ago. Dealers are convinced that the ad-
vertised article moves quickly, because it is known to the
public, whereas the unadvertised article, even though
slightly lower in price in some instances, is more expen-
sive in the long run, since the dealer himself must pay to

advertise it to his prospective purchasers.

And finally the effect of advertising on the business
and industry of the country. Many of the larger con-
cerns have taken the broad viewpoint that every advertis-

ing campaign should also make the world a happier and
easier place to live in.—Advertising World.
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Experiment may be Costly

IT
lias come to my attention this summer that many

members of the jewelry trade are 'strll collecting the

jewelry excise as a tax on individual sales, and thait

certain officials of the Department of Inland Revenue are

accepting without question returns of taxes collected in

this manner.

The system is quite wrong. It is contrary to the word-

ing and intention of the amended tax regulations, contrary

to the interpretation specially dbtained on this point from

the Assistant Deputy Minister, and contrary to the uni-

form procedure resolved upon by at least one of the pro-

vincial associations in convention—that of Ontario.

Jewelers who are following the incorrect system in

question are probably "letting themselves in for", con-

siderable unpleasantness, and possibly also needless loss

of money.

The correct and authorized procedure in connection

with this taxation is

:

First : to get it firmly fixed in the mind that it is not

a tax on individual sales, excepting as regards the sale

of pipes of over $2.50 in value.

Second: to realize that it is a tax on turnover, paid

not by the customer to the jeweler, but by the jeweler to

the Government: and' calculated not on the jeweler's net

receipts from a sale, but on his gross receipts from all sales

save those of articles specifically exempted.

Third: in recognition of the above, to set a selling

price for goods which will amply cover all that is later to

be paid out in turnover tax.

Fourth : to sell the goods at that price—no mention of

tax being made to the customer unless he asks, in which

case he should be tol^ that the tax is not on the sale, but

on the gross turnover of your business.

Fifth: to keep a list of sales of exempted' goods, and

one of sales of pipes of over $2.50 in value (on which,

alone, the tax is collected from the customer).

Sixth : when tax is due, total up your gross receipts

for the period; total also sales of exempted goods and

sales of pipes over $2.50.

Seventh: having subtracted the two last-named totals

from the total of gross receipts, calculate ten per cent,

of the balance and remit that sum to the collector, together

with individual tax items collected on the sale of pipes

jii over $2.50 in value.

In the above manner the tax is absorbed in the selling

price, which is exactly what the great bulk of the jewelry

trade of Canada asked that they should be permitted to

do, when the tax was first annoimced'. Having obtained

that permission, and a reduction of the tax from 20 per

cent, on individual jewelry sales to 10 per cent, on turn-

over, some jewelers are still collecting it as a sales tax,

calculating it as ten per cent, of their net receipts from

a sale (instead of, as should be. their gross receipts), and

making a special item of it both on sales slips and in day

book or ledger. While this seems of small importance,

it will be realized by those who give the matter a little

thought that on any great bulk of sales the Government
would thereby be cheated out of a substantial sum—ap-

proximately one per cent, of jewelry sales, or approxi-

mately ten per cent, of jewelry taxes.

It will al.so be realized that those who continue this

method of collecting and paying the tax. whether or not

with the cousent of the district collector, are to all pur-

poses making false returns to the Government.

Jewelers who have been following this system would

therefore be well advised to change at once to the correct

and approved form of procedure. Any variations from
this are bound to be reported sooner or later, and the fact

that they were allowed by the collector will prove no sal-

vation to the merchant. Government auditors are going

the round's, their eyes open for evasions of the tax regu-

lations, and they may drop in on any business at any time,

unannounced, to examine the books of the firm. Mer-
chants who have made payment of less than the full ten

per cent, on all money received will be compelled to make
payment of all arrears; and because they have collected

from the customer only ten per cent, of their net receipts,

instead of ten per cent, of their gross \akings, the differ-

ence, when they pay it to the Government, will be dead

loss to them. Those who continue to make incorrect

returns in this manner are only piling up the amount they

will thus lose—which, as has already been pointed out, is

approximately one per cent, of turnover.

^.o^^f/:^^^

To attach a key plate or ring bearing the name of the

owner facilitates identification, 'but also gives the finder

undesirable information sometimes. Nevertheless a key

plate bearing a definite identification of some kind should

be on every bunch of valuable keys. Said bunch could be

returned by arrangement to a given bank, and if the plate

bore a certain number, the number would identify the

owner of the plate on the bank's books. On the back of
the plate, it 'is a good plan to have printed some such
words as this: "Three dollars will be paid for the return

of these keys to—^bank." By this means, the keys are

usually turned in in short time.
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Operating Accounts for Retail Jewelers

Introduction

THE purpose of this bulletin is to furnish the propri-

etors of retail jewelry stores with standard defini-

tions of the accounts in common use in their busi-

ness. This is the first step in an investigation of -operat-

ing expenses in the retail jewelry business which the Bur-

eau has undertaken in cooperation with the American Na-

tional Retail Jewelers' Association, funds to cover the cost

of the investigation having been donated by the Associa-

tion.

YEARLY RECORD SI LRY STORES
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The Yearly Record Sheet.

In its preliminary inquiries the Bureau has found a

great variety of definitions give nto accounting terms in

every-day use in the trade. "Selling Expense," for ex-

ample, seldom means the same thing to any two retail

jewelers. Many jewelers, furthermore, have accounts

that are by no means complete. Some proprietors include

in their expenses salaries for themselves; others do not.

One includes, in expense, rent for the store that he owns

:

a neighbor does not include rent in expense. Some retail

jewelers take inventory once a year; others less frequently.

Obviously a standard practice must be established, in this

confusion of terms, if worthwhile figures for comparison
are to be obtained. This standard practice is outlined in

this bulletin.

Figures that are adjusted to these accounts are to be

obtained from retail jewelers by the Bureau to show what
it costs to operate a retail jewelry business. A summary
will be prepared from these reports as has been done for

other retail and wholesale businesses, which will give a

common figure for each item of profit and expense. Every

retail jeweler who keeps his records so that his accounts

correspond to the standard practice can then place his

own figures beside this summary and see at once how his

own business compares with the average. The Bureau is

carrying on this investigation primarily to obtain for

teaching purposes reliable, scientific information regard-

ing business methods and problems. At the same time it

make savailable to business men the summaries of the re-

sults of its research.

DAILY RECORD SHEET FOR RETAIL JEWELRY STORES
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The account as defined in this bulletin can be used with

different systems of bookkeeping. The double -entry sys-

tem of bookkeeping is best and its use is recommended.

Other systems of bookkeeping can be used, nevertheless,

and an explanation is given of a simple form of record

sheets for retail jewelry stores. The experience of mer-

chants in other retail trades who have used sheets like

these indicates that full records can be kept in this way in

a fe whours each month.

PROFIT AND LOSS ACCOUNT
The accounts are explained on the following pages in

the order in which they appear on the standard profit and

loss blank. This is not necessarily the order in which they

will be arranged in the ledger. For each ledger account

the debits and credits are listed. An explanation is also

given for the items on the profit and loss blank that are

derived from the balances of these accounts, when invent-

ory is taken and the Profit and Loss Statement is made
out.

FINANCIAL STATEMENT

Assets

Cash on hand and in bank

Account* Receivable

Notes Receivable

Net Inventory of Merchandise .

Net Inventory of Equipment. . .

Net Inventory of Supplies

Prepayments

Securities

Real Estate...

Other Assets

LuBiLmzs

Accounts Payable

Notes Payable

Accrued Items

Mortgage on Real Estate ....

Other Liabilities

The acccunrs on the Profit and Loss Statement are

arranged to show:—first, the gross profit of the business

from the sale of merchandise: second, the net profit of the

business after all expenses have been met; and third, the
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final surplus. The Merchandise Statement starts with

gross sales. Returns and allowances to cu.stomers are

subtracted to give net sales. Next, the purchase of mer-

chandise at billed cost, and freight, express, and cartage on

these purchases are added to the inventory at the begin-

ning of the year. From the sum of these, the amount of

the cash discounts taken is deducted. Then the inventory

at the end of of year is deducted from the preceding fig-

ure to determine the cost of the merchandise sold. The

difference between the cost of the merchandise sold and

the net sales gives the gross profit.

The Expense Statement includes payments for such

items as wages, supplies, and insurance necessary for op-

erating a retail jewelry store: the loss in value of store

equipment from wear and tear; a fair salary for the pro-

prietor or partners; rent for the store, whether owned or

leased ; interest on borrowed money and on net investment.

The sum of these expenses deducted from the gross profit

gives the net profit of the business.

If a jewelry store has a repair slrop, its receipts and

expenses are to be kept separate from the receipts and ex-

penses of the merchandise business. The balance of these

items and the balance of any other incidental receipts and

expenses, together with the balance of interest and rentals

earned, are combined with net profit. From the resulting

figure income and excess profits taxes, and dividends,

partners' sharings, or proprietor's withdrawals, are deduct-

ed to show the final .surplus or deficit for the year. This

is the general outline of the Profit and Loss Statement.

The individual items are defined in the following pages.

MERCHANDISE STATEMENT
This division explains the items that are used in de-

termining gross profit.

Gross S.m.es.

Credits :

Cash and charge sales of merchandise.

Merchandise taken from the store for proprietor's

or partner's use.

If sales are classified by departments, the amount cred-

ited to this item is the sum of the credits to the sales ac-

counts of the individual departments.

Receipts from the repair shop are not included in Gross

Sales. They are accounted for separately under the ac-

count for repairing and engraving.

The goods taken out of the store by the proprietor or

a partenr for his private use are accounted for like other

merchandise and included in the sales. The proprietor or

partner is treated as any regular customer. Although it

may cost the proprietor somewhat less to sell goods to

himself, nevertheless, he incurs handling expense for

these goods just as for merchandise sold to his customers.

His books cannot show the real results of his business

unless these goods are accounted for. The value of the

merchandise taken out is charged at retail price to the rpo-

prietor's or partnew's account and credited to Gross Sales.
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Rh;turns and Allowances.
Debits

:

Merchandise returned by customers.

Allowances to customers on merchandise not re-

turned.

A "return" is a physical return of merchandise to the

store for cash or credit. An "allowance" is a rebate al-

lowed to a customer for some defect in the goods sold.

Net Sales is Gross Sales less Returns and Allozvances.

This is the chief income item. From it all payments

for merchandise and expense are made and the remainder

may be distributed to the owners or left in the business as

additional investment. Net Sales represents the real vol-

ume of business done and serves as a common basis for

comparing operating expenses of retail jewelry stores. It

is consequently taken as 100%, the figure upon which all

percentages for profit and expenses are based.

BUREAU OF BUSrNESS RESEARCH
HARVAKO ONIVERSmr

ORADCATt SCHOOL OF SUSUfSSS ADUUnSTBAnOK

OPERATING ACCOUNTS FOR RETAIL JEWELRY STORES

PROFIT ADD LOSS STATEHSIfT, for 7MI aodlnt 19

Grosa Sties

Retuins And Allowances

Net SAles

Fnventory of Merchandise at Beginning of Year

PurdjAses of Merchandise at Billed Cost

Tnward Freight, Express, and Cartage

Gross Cost of Merchandise Handled . .
- ,

Cash Discounts Talien

Net Cost of Merchandise Handled

Inventorr of MerchaxuUse at End of Tear

Cost of Merchandise Sold

Gross Profit

Wafes of Salesforce

Advertising

BozeSt Wrappings, an<^ Other Selling

Total Selling Expense ....

Delivery Expense

Buying, Management, and Office Salaries

Office Supplies, Postage, and Other Management EzpeoM

.

Total Buying and Management Expense

Rant

Heat, Light, and Power
Taxes (Except oo buildings, income, and pr

Insurance (Except on buildings)

Repairs of Store Equipment

Depreciation of Store Equipment

Interest on Capita] — Borrowed

Interest on Capital — Owned
Total Interest

Total Fixed Charges and Upkeep Expenic

.

Miscellaneous Expense

.

Losses from Bad Debts

.

Total Expense ....

Net Profit (or Lou)

Repairing and Engraving:

(0) Receipts

(fc) Salaries and Wages
(c) Supplies and Other Expense

id) Total Repairing and Etigraving EzpenM

.

Net Profit on Repairing and Engraving..

Sundry Revenue (Net)

Interest and Rentals Earned

Total Not Gain (or Losa)

Income and Excess Profits Taxes

Dividends, Sharings, or Withdrawals

Boxptua (or Deficit) for the Tear

Inventory ok iMERCHANnrsE at Beginning of Year.

This is the net value of the stock on hand at the be-

ginning of the fiscal or business year, when stock is taken

annually. Then entry for Inventory of Merchandise at

Beginning of Year on this statement is the same as the

entry for hn'enfory of Merchandise at End of Year on the

Profit and Loss State for the preceding year.

PURCH.A.SES OF Merchandise at Billed Cost.

Debits

:

Merchandise purchased at billed cost.

Insurance on incoming merchandise.

Import duties on merchandise purchased.

Credits

:

Returns and allowances received from wholesaler

or manufacturer on purchases of merchandise.

Merchandise purchased is debited to this account, at
the billed price, as soon as it is received. If goods are
returned to the wholesaler or manufacturer, their value,
whether in the form of credit or cash refund, is credited
to this account. If an allowance on purchases is receiv-
ed, the amount of the allowance is also credited to this
account.

Materials and supplies purchased for the repairing
and engraving department are debited to Repairing and
Engraving, not to Purchase of Merchandise at Billed Cost..

Inward Freight, Express, and Cartage.

Debits

:

Freight, express, and cartage or drawage on in-
coming merchandise.

Transportation charges on incoming merchandise are
not an expense of doing business, but a part of the cost of
the merchandise. The cost of the merchandise purchased
is the cost delivered at the retailer's store. The amo'unt of
these transportation charges depends not upon how the
store is operated, but upon the place where the merchan-
dise is bought and the distance that it is carried.

•Gross Cost of Merchandise Handled.
The sum of Inventory of Merchandise at Beginning of

Year, Purchase of Merchandise at Billed Cost, and Inward
Freight, Express, and Cartage gives Gross Cost of Mer-
chandise Handled during the year.

Cash Discounts Taken.

Credits :

Cash discounts taken for the earlv pavment of
bills.

Cash discounts actually taken, whether they are all or
only a part of the cash discounts offered, are credited to
this account.

Net Cost of Merchandise Handled.

Cash Discounts Taken are deducted from Gross Cost
of Merchandise Handled to determine Net Cost of Mer-
chandise Handled during the year.

Inventory of Merchandise at End of Year.

Debits

:

Net cost of merchandise on hand at end of year,
less whatever allowance is made for deprecia-
tion of merchandise. (Cost of equipment not
included in this item.)

In order to make out an accurate Profit and Loss State-
ment and balance his accounts, it is necessary for the re-
tail jeweler to take stock at least once a year. Only by
knowing the net value of the merchandise he has on hand
is it possible for him to calculate accurately his profits or
his net worth.

If the market price of merchandise is lower at invent-
ory time than the hilled cost of the goods on hand, the dif-
ference should be subtracted from the gross inventory.
The safe rule is "cost or market, which ever is lower."

Cost of Merchandise Sold.

Inventory of Merchandise at End of Year subtracted
from Net Cost of Merchandise Handled lea\es Cost of
Merchandise sold.

Since inventory is taken at cost. Cost of Merchandise
Sold is the figure that is divided by the average inventory
to determine the rate of stock-turn.

Gross Profit.

Cost of Merchandise Sold subtracted from Net Sales

leaves Gross Profit.
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New Scheme for Horological School

ACCOMPLISHMENT of the greatest need of the

jewelry business in Canada for years—the estab-

lishment of a permanent Horological School under

Government control—has now been achieved and "The
Ontario Horological School, Limited," will soon cease

operations and the equipment be moved to the Central

Technical School, Harbord and Lippincott Streets, To-
ronto.

This achievement has been rendered possible through

the co-oijeration of the Advisory Industrial Committee
of the Toronto Board of Education with the executive of

The Ontario Horological School. The ins.titution has now
been running a year, and a large number of its graduates

are already holding positions among the retail jewelers of

the Province, almost all of them giving very good satis-

faction. The class, at its high peak, numbered 116; but

this has now dwindled down to about 70, and as the term

closes, many more will be leaving every week. The policy

of the management has been to restrict the attendance to

returned' soldiers, only a few civilians having been enrolle<l

during the early stages. Of late however there has been

a number of applications and there is no doubt but that

there will be a good class after the Department of Civil

Re-Establishment ceases its operations.

The agreement under which the school is to be trans-

ferred to the Department of Technical Education provides

that the management shall continue under the present

executive until the class is diiminished to about 30 students,

as this is the number that can be permanently provided for

to the best advantage in the Technical School. Sufficient

equipment will be taken over for the operation of a class

of this size and the balance in the i)resent school will be

disposed of and "The Ontario Hoj^ological School, Limit-

ed," wound up.

The trade owes a very great debt to the men who
financed this undertaking for the trade and devoted their

time and attention to its management. Among these are

such men as Thomas Roden, Roden Bros., Ltd. : N. C.

Maynard, Ryrie Bros., Ltd.; H. B. Kent, Kent's, Ltd.;

H. W. Tisdall ; B. M. Chapman, Chapman Bros. ; M. T.

Ellis, Ellis Bros.. Ltd. ; P. Roden, Roden Bros., Ltd., and

many others of similar status in the jewelry trade. Only
those who have been intimately connected with the school

can have an adequate idea of how great a tax it became
on the officers directly in charge, or of the manifold diffi-

culties that arose in connection with its operation. The
arrangement that has been concluded is a very happy one

froim every point of view, the present executive being

relieved from the duty of overseeing the management and

Toronto securing a horological school which will be a

creditable addition to its present technical system.

The only ])ossible contingency that can operate to the

handicapping of the new school is a shortage of students.

It is not thought that this will ever prove serious but it is

the duty of every retail jeweler throughout the country to

be oui the lookout for possible students and to encourage

boys to take up horolgy. Under the direction of Dr. A. C.

Mackay, there can be no passible doubt of the efficient

manner in which the school will be conducted. The pres-

ent principal, Mr. Watson, will be taken over by the de-

partment and the work will run along just as it has been

going, but the trade must take an interest in it, and make
sure that this great work that has been accomplished be

not nullified by a lack of supi)ort from those whom it will

directly benefit.

The new arrangement, it is under.stood. is likely to take

effect after the first of the year. Meantime the school is

carrying on as usual. It has been found necessary to

change quarters within the next week or two, and com-
munications and enquiries, either with regard to the cur-

rent course or concerning the next succeeding course,

should be addressed to the principal, Mr. T. A. Watson,
care of Ontario Horological School, City Registry Build-

ing. Albert St., Toronto.
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The sketches herewith illustrate the process of manufacturing arti-

ficial rubies, described in the article by Mr. Heller beKinnins on the opposite

Iia^e. T'owdered aluminum oxide is contained in the "alumina magazine
witli sieve bottom." The electric tapper sends a fine stream of the powder
fallinK through the tube to the middle of the blow-pipe, where it mixes with
the oxygen and hydrogen, is fused to a fluid state in the flame, and becomes
ileposited on the gradually growing boule of perfect ruby crystal. The four
sketches above jiortray the successive stages in the growth of this boule.
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Precious and Synthetic Stones
By Milton H. Hdlcr.

IX this little discussion on precious and synthetic stones
'

it is not intended to cover the whole field of the various

nature-made and' man-made gems. We will simply take

up four leaders, the diamond, the ruby, the emerald and

the sapphire, and study them—not from the usual stand-

point of their market price and market conditions or the

•present and probable supply—but from a different angle,

which may be new to some and perhaps a little uncommon.
\Ve all know that a diamond is a transparent, crystal-

line substance, white or slighily tinted, emitting when
properly cut a magnificent play of colors. We know like-

wise that a ruby is red and transparent and that it ex-

hibits certain light effects under certain conditions when
cut in certain form.

This knowledge is both valuable and useful, to be sure.

But does it explain what a precious stone is, what qual-

ities it possesses, what makes it precious, or how it came
to be created? Hardly. And these questions, which are

so fascinating as subjects for study or thought, caii be

answered with reasonable certainty.

What will be presented in this discussion, therefore,

will be the facts which show what constitutes a precious

stone, how a precious stone came to be, the attempts men
have made to duplicate these precious stones, and finally

to what extent they have been successful.

Precious stones as a class possess certain basic dis-

tinctive features. Their beauty, hardness and color, the

manner in which they affect light which passes through
them, their permanence, their resistance to the action of

light, and their capability of retaining their form and
purity under the action of warmth, wear and du.st—these

and other qualities they exhibit in such different or un-
usual degree that they are immediately placed in a class

by themselves, separate from other minerals found in the
earth or other substances elsewhere met with. Add to

these qualities the condition of coimparative rarity, a con-
dition where the demand exceeds the supply, and we have,
broadly speaking, the "makings" of a precious stone.

Such are the generalizations which apply to precious
stones. And, although these conditions are as a rule essen-
tials for a precious stone, it might be interesting to note
in passing that there are two particular qualities which
far outweigh all the others in determining the value of a

stone. These two important factors are rarity and public

opinion or fashion. Thus we can readily imagine that if

the comparatively common amethyst should chance to be

made extraordinarily conspicuous by one of our good so-

ciety leaders, and the fashion should ''take" with our
many good society followers, the available stock on hand
would' very soon be absorbed and this semi-precious stone

would rise to the nobler classfiication of a truly precious

stone, in spite of the superior beauty and other finer qual-

ities of the now rarer gems. However, I have no tip

from Newport that this is going to take place, and al-

though a like condition actually prevails to-day in the jade
market—and of course it is just a possibility that this can
happen to amethysts— I would not recommend that any-
one hold out for higher prices on this basis alone.

CHEMIC.\L .ASPECT OF GEMS.
.•\nd now, how did these precious stones of which we

speak come to be ? How were these exceedingly rare and
surpassingly beautiful crystals, so much soueht after since

*Addrcss before the Eleventh Annual Convention of
the Nc-M York State Retail Jeivclcrs' Association, at

Syracuse.

the dawn of history, formed or created—and what mys-
terious make-up in their composition sets them aside as

so different and so superior? These questions, you may
say, are not answerable, and perhaps that is partly true

—but modern science, which delves into all secrets, discov-

ering the unknown and accomplishing the impossible, has
presented us with some facts over which we may ponder
with intense interest and even amazement.

The chemist is the first to help us solve these problems.

There is scarcely any form of matter, be it solid, liquid or

gas—and by matter we mean any material substance such

as air water or stone—which has not yielded to him the

secret of its composition, of the substances which com-
pose it. By his system of analysis : that is, by decompos-
ing or breaking up substances into the elementary or sim-

pler forms of which they are composed, he reduces even
the most complex materials to those mysterious letter

symbols which form his trade language. In other words,

he takes a compound, which simply means a form, of mat-
ter such as stone, and decomposes it by his chemical meth-
ods into simple or elementary parts, or elements.

From the chemist in his work of analysis, therefore,

we get our first ideas of how these precious stones came
to be. He has studied them minutely and with illuminat-

ing results.

He has found that the diainond is composed exclusive-

ly of the element carbon, an ordinarily conTir.on element
which we buy in different form in coal at the rate of

about $13 a ton. Further than this, he has found that the

diamond" is three and a half times as heavy as water, and
that it is the hardest substance known to man, and it

breaks white light passing through it into the elementary
parts—thus presenting the spectrum or rainbow play of

colors for which it is so much prized.

The emerald, it has been found, belongs to the beryl

family. Chemically, it is a silicate of aluminum and glu-

cinum, containing a small amount of oxide of chromium.
It shows a deep green transparent color which is more
fascinating to many than the brilliancy of the diamond.
It is almost three times as heavy as water, but not nearly

so hard as the diamond, being the softest of the precious

stones.

The ruby and sapphire, analysis has shown, are very

much alike. In fact, both are of the corundum family,

their main constituents being corundum, or oxide of alum-
inum. The difference in composition between these two
stones consists simply in the fact that the ruby contains

a small percentage of oxide of chromium with the oxid'e

of aluminum, while the sapphire has simall percentages
of oxide of iron and oxide of titanium along with the

corundum constituent. These stones are exceptionally

heavy, being four times the weight of water. In color,

the ruby is deep red and transparent, and the sapphire

blue or sometimes white; hoth are characterized by their

extreme hardness, being nearest to the diamond in this

respect.

geologists' theories.

Having ascertained the composition and nature of these

various stones, we next turn to the geologist for informa-
tion. He has taken these facts and from his knowledge
of the conditions and laws of changes in the earth has
brought to light some extraord'mary evidence. It is a re-

markable fact that, precious as are certain stones, such as

the diamond, emerald, ruby or sapphire, they do not con-

tain any of the rare metals like gold or platinum, which
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occur deep down in the earth. These stones are com-
posed entirely of carbon, oxygen, aluminum, etc., elements

which are found in the upper crust or layer of the earth

;

and this notwithstanding the fact that the stones them-

selves are found deep down in the ground. These facts

are very significant and point conclusively to the way in

which the stones came to be.

The theory is simple. Consider water percolating or

dripping through the crust or upper layer of the earth

as it would through a layer of mixed' sand and sugar

supported on some sieve-like surface. In passing through

.the upper layer of the earth the water dissolves certain

of the constituents just as it would dissolve some of the

sugar in passing through the layer of sugar and sand.

The water percolates for a depth into the earth ; and some
of it at least goes far down to the deeper parts, carry-

ing along in dissolved form some of the constituents of

the earth's upper surface. Deeper and deeper does this

water permeate, until at last It enters some rock cavity

and is imprisoned, unable to get away.

The deep rock cavity becomes slowly filled with some
water, which is all charged with the dissolved constitu-

ents of the earth's upper crust. Finally, a change in tem-

perature may suddenly occur, or some of the water evap-

orates, or more of the dissolved constituents may come into

the cavity than the water filling it can dissolve. If any of

these things should happen, a peculiar change known as

precipitation would take place.

To more fully understand this precipitation, let us

imagine we are looking at a cavity deep down in the earth

that is filled with water, which has filtered through from

the surface and which contains some of these constituents

in solution. Imagine that a particle of this same constit-

uent of the earth's surface which has been carried to this

great d'epth but is not in solution, has somehow been

forced into this cavity. A certain amount of this sub-

stance will suddenly come out of solution and reappear as

countless minute solid crystals of the material. This re-

appearance in the form of small crystals is called precipi-

tation and is caused by the presence of an over-abundance

of the material dissolved in the water. The small crystals

which have been precipitated will, of course, fall to the

bottom of the cavity. Suppose this change should happen

a number of times? It is evident that quite an accumu-

lation of these small crystals will result. These crystals

• become packed harder and harder in the cavity, perhaps

by further accumulation of crystals, perhaps by pressure

from the outside, until, finally, after the lapse of ages

a natural gem. of indescribable beauty is found exactly

filling the cavity in which it was formed.

DEMONSTRATING THE THEORY.

To further illustrate this formation and to see with

our own eyes just what takes place, I have here prepared

a little experiment. It might be of interest to state that,

according to our best present knowledge, this little demon-

.stration is exactly similar to the processes which take place

in the earth. And, although the matter of change of tem-

perature, of which I am taking no note, enters both into

the process which takes place in the earth and the experi-

ment which is about to be performed, the fundamental

reason for the changes which occur in both cases are as

has been stated—precipitation due to the presence of an

excess of the dissolved material in the water.

We have in this beaker, which we can imagine is a

rock cavity in the earth, a water solution of a powder

known as Glauber's Salt, a compound of sodium sulphate.

This solution was made by dissolving one part of Glaub-

er's Salt in three parts of water. Now, without heating

or performing any other action upon the solution, we will

add just one more crystal of the Glauber's Salt. Almost

immediately, as you see, the contents of the glass have

crystallized into a solid mass which exactly fits the con-

tour of the vessel, the water being entirely absorbed in

the crystals. This action is due to the extra crystal of

Glauber's Salt, which we drop into the solution and which
caused the Glauber's Salt content of the solution to be-

come too great for the solution to hold. We now have

what might be a precious stone ; and without any doubt

would be, if continuous pressure, with perhaps an extreme

of high or low temperature, could be applied to it for a

few thousand years.

At any rate the formation of a natural precious stone

is not greatly different, and after being subjected for a

period of ages to the washings of moisture, to the con-

tact of the bed which contains it, to the action of changes

of the earth's temperature in its vicinity, it finally emer-

ges because of volcanic eruption, earthquake, landslide or

the like,' or is discovered, as a rare and valuable speci-

men of a compound of earth crust and water as simple as

the Glauber's Salt in this beaker, or as pure as the crystal-

lized carbon which forms the diamond.

Thus we get some idea of how modern science has dug
into the mysteries of nature's stone-making, how it has

unearthed the processes which went to make up these

treasures, as well as how it has examined and analyzed

the products themselves so as to wring from them the

secrets of their preciousness.

SOME EARLY EFFORTS.

The chemist next turned his attention to the other,

and we might say opposite field of endeavor. Having
analyzed a substance, it is his habit next to try to build

it up from its simple constituents by combining these in

such a way as to form the original substance. This meth-
od of building up a complex substance from its simpler

parts is called synthesis, from which word we derive our

name of synthetics when applied to precious stones made
in the laboratory. Small wonder is it, therefore, that with

the additional incentive of the great value of his products

should he be successful, the chemist should turn his

thought and attention to the synthesis of precious stones.

Just at this point it is necessary to point out the differ-

ence between the synthetic stone and the reconstructed

stone, for these two classes are frequently confused. A
synthetic stone is a stone made in the laboratory from the

actual simple elements that go to make up the finished

product. A reconstructed stone—and let us here note that

there are practically no reconstructed stones being manu-
factured to-day—is made by fusing together bits of the

genuine stone in such a way as to produce a large mass
from a number of simall ones.

In the case of the diamond, the method of synthesis

was arrived at not by following the process of evolution

in the earth, but by an unusual discovery. A French
chemist, Friedel, while examining a meteorite which had
fallen from the skies, found tiny diamonds imbedded in

the mass of iron. It occurred to Moissan, another chem-
ist, that by reproducing the fiery conditions of the meteor
he might be able to make diamonds. Accordingly he
placed a crucible containing pure iron and very pure car-

bon in the terrific heat of an electric furnace. The car-

bon dissolved in the molten iron, and while the material

was at a white heat, he plunged it into a bath of mercury.
The sudden cooling caused a tremendous internal pres-

sure on the particles of carbon which had dissolved in the

iron. Upon examination after the mass had cooled, it

was found that the particles of carbon had been transform-
ed into minute diamonds. However, this is as far as the

process has ever been carried, and though chemists for

many years have attempted to improve it, the manufac-
ture of diamonds is still in the experimental stage.
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The synthesis of the emerald has likewise not been
carried very far. Hautefeuille and Perry, in 1890, made
a solution of the constituents of the gem in their relative

proportions. The solution was kept at a temperature of

800 degrees C for fifteen days. At the end of this time

it was found that tiny emerald crystals had formed. These
were perfect in every respect, but were, of course, much
more expensive than the earth-made product. Beyond
this attempt no one has succeeded in making the emerald,

and this experiment, though interesting, is not very in-

structive. The process, like that for the diamond', is still

in the experimental stage.

SUCCESS WITH THE RUBY.

Not so with the rtiby or sapphire, however. They ha"e
both been successfully synthesized on a commercial scale

and many fine synthetic specimens of both are to be found
on the market to-day.

The ruby was the first precious stone to be manufac-
tured commercially. Its history is fascinating. As stated

before., it is simply oxide of aluminum with a small amount
of oxide of chromium, which gives to it the brilliant red
color. Many methods of miaking the ruby were tried from
1870 to 1890, all more or less successful from the chem-
ical standpoint, but failures from the commercial point of
view. It happened, however, that rubies appeared on the
market of Geneva, whose origin could not be accounted
for. As a matter of fact, a curate of Geneva had suc-

ceeded in fusing chips of natural ruby given him by the
lapidaries into large stones. This brought about a re-

vival of interest in the synthesis of the ruby, for it was
argued that if ruby chips could be fused the oxide of
aluminum, of which they are composed, could also be
fused.

Professor Verneuil, the famous French chemist, finally

succeeded in making the ruby, though only after many
years of painful research and hard toil. He used a modi-
fied inverted oxyhydrogen torch, producing a flame which
varied in different zones fromi 1900 degrees to 2400 de-
grees C. The torch is made of two tubes, one inside the
other. The inner tube, which carried the oxygen, extends
about a foot beyond the outer or hydrogen-carrying tube.
The ruby forming powder is placed in a sieve-bottom box
in the top of the oxygen-bearing pipe.

When the torch is lighted, a small automatic hammer
begins to tap the powder-bearing box, thus causing small
particles of the powder to fall into the flame. At first

the flame is comparatively cold and just warms an earth-
enware rod' that is so placed as to catch the falling powder.
As the powder continues to fall on the rod, it forms a
pyramid of fritted aluminum. The heat is then gradually
increased until the apex of the pyramid becomes molten
and a tiny stalk or pinhead appears. Each succeeding
particle of powder which falls increases this pinhead in
size until a pear-shaped or so-called ruby "boule" is pro-
duced.

The stone cut from^ this "boule"' is in every way sim-
ilar to the natural ruby. Physically and chemically, from
standpoint of hardness, structure, color, brilliance or com-
position, these stones are identical. Perhaps the only way
of telling the synthetic from the natural is that in the
natural the imperfections have flat bounding sides and in
the synthetic the imperfections have round surfaces and
are simply air bubbles. Even in the pamphlet, written
by Noel Heaten, B.S.C., F.C.S., for the Burma Ruby
Mines, Ltd., it is said that these synthetics are, to quote
exactly, "artificial corundum which has the same com-
position and properties. as the natural stone and only dif-
fers from it in being made artificially," and again, "as far
as chemical composition and properties go these stones are
Identical with the real ruby."

The synthetic ruby industry, as will be remembered,

was inspired by the fusing together of ruby chips. How-
ever, sapphire chips could not be fused in the oxyhydro-

gen flame or by any other imethod, since their color disap-

peared in such an operation.

THE SAPPHIRE INDUSTRY.

If I may be allowed to trace the history of the sapphire

more personally, I will say that up till the year 1909, six-

teen years after the ruby had been invented by Profess ir

Verneuil, no method which showed any signs of final

success had been evolved for the sapphire. In the mean-
while we had in our laboratories in Paris mamifactured
the ruby by Professor Verneuil's process with marked
success. In 1909, however, our firm determined to mai^e

the most extensive investigation on the sapphire and its

synthesis that had yet been made. Accordingly, Profes-

sor Verneuil, who was the greatest authority on this line

of research and therefore the logical man to undertake

the work, was solicited by my father to take charge of

our laboratory. This Professor Verneuil -finally agreed to,

after it had been shown him that the work would be ex-

clusively scientific, and with an able American assistant,

I. H. Levin, the work was commenced. Experiments and

research were carried on for nearly two years, during

which time almost innumerable technical difficulties were

met and solved and seeming hopeless obstacles overcome.

Professor Verneuil finally succeeded later in 1910 in

evolving a method for the synthesis of the sapphire, based

on the previous synthesis of the ruby which he had dis-

covered. These synthetic sapphires compared favorably

with the synthetic rubies which were their forerunners.

The synthetic sapphire, like the synthetic ruby, has all the

beauty, hardness, durability and' other qualities of the

natural sapphire: and as Prof. Alfred J. Moses, the well-

known mineralogist, who made a careful test of these

stones, concluded, "any two natural substances which are

as nearly identical in chemical and crystallographic char-

acteristics as the specimen submitted and natural sapphires

can only be called identical. The difference is one of

origin."

And thus we see the difference between the nature-

made ruby and sapphire and the man-made synthetic re-

production of the same. The difference is purely one

of origin, the former coming from nature's laboratory

deep in the ground, and the latter from man's fiery pro-

cesses in his own iman-made laboratory. In character-

istics and intrinsic value both are identical.

Synthetic stones are not imitations. Imitation stones

are usually simply glass or paste. They possess neither

the hardness, color, brilliancy nor properties of the nat-

ural. They are merely, as their name states, imitations.

Imitation precious stones are intrinsically valueless, syn-

thetic precious stones are intrinsically as valuable as their

natural counterparts, the difference being one of origin

solely.

And yet, synthetic stones are to-day hardly known to

the masses of people. True as it is that they are used in

growing quantity both in this couiitry and' Europe, they

are nevertheless still comparatively unknown. The im-

mense field which stands before the jewelry world can

first be realized when it is rememibered that the love and
desire for precious stones amount with many to the pro-

portions of a natural instinct. It is small wonder that

people generally, spurning the imitation as lacking in

beauty and valueless in quality, eagerly grasp the oppor-

tunity for possessing a genuine synthetic. Here, indeed,

lies a tremendous field of expansion for the jeweler if

he will but educate his public to its possibilities. The syn-

thetic to-day holds a most alluring prospect for those who
will grasp their opportunity.
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The Pearl

III.—Its Odd Relatives

B\ Estdie Arnold.

"If thunder rattles through the sky

The closing shells in panic fly;

Killed by the shock the embryo pearls they breed

Shapeless abortions in their place succeed."

MA XV and varied are the forms of pearls pro-

duced l)y the mollusks. Those that are used' and

valued besides the perfectly spherical are

:

The pear shape: which were highly prized by the

people of fashion of ancient Rome (when pearls were
termed "Margaritae"), who wore them for terminating

pendants.' Two or three were sometimes placed together,

and when so worn were called "'crotalia" (rattling) from
the sound they produced when they clashed together.

The Button pearl : which is found attached to the shell,

usually of hemispherical form, but with flat or convex
back, which side lacks lustre.

The Drop: a long pearl, sometimes like ;i spear-head in

form.

Petal pearls : flat and more pointed at one end than

another, like a petal or leaf.

The Wing: resembling its name.

The Dog Tooth : long and narrow, with one end slight-

ly pointed.

The arrangement of the concentric coats of the pearl

depend upon the way in which it moves about in the

shell of the mol'lusk.

Ovoidal, or egg shape, pearls sometimes contain two
nuclei, or two originally separate pearls inclose in one

coat, thus forming a single ovoidal pearl.

Especially abundant in the fresh water mussel, though

far less in value, is the irregular form known as baroque

pearl. This is really a mass of nacre that has been formed

around large, rough foreign bodies that have gotten into

the oyster. They are sometimes hollow and are then

known to the jeweler as coq de perle.

Owing to the nature of the baroque pearl it is possible

by slight alterations to convert the many peculiar varieties

and forms that are met with into caricatures.

The great Parisian jeweler, Carie, makes mention of

a wonerful pearl that in its natural state bore a striking

resemblance to the order of the 'Holy Ghost, in the divine

form of a dove.

The emblematicizing of purity that has been attribut-

ed to the pearl has not always been confined to perfect

pearl, as is seen in decorations of many rich vestments of

some of the well-known shrines of the world. Particularly

noted is the famous collection of jewels in the treasury

of the Santa Casa at Loreto, Italy, which was plundered

during the French occupation in 1797. But there was

placed in the niche of the statue of the Virgin in the

sanctuary—says Lassels, in "The Voyage of Italy"—

a

great pearl set in gold, engraved with the image of the

\'irgin and Child, this being a baroque pearl or pearls,

completed by enamel work so as to represent the sacred

figures.

The pectoral cross worn in solemn procession by the

prior to the monastry of San Lorenzo del Escorial in Spain,

was adorned with -five perfect emeralds, five diamonds and

five pearls, from which hung the splendid pear shape pearl,

the gift of Philip II of Spain in 1.S95, and one of the finest

acquired by that monarch, who possessed a great admira-

tion for these gems. This particular pearl came from

Panama and was known as "Peregrina."

How a well-turned speech gained the favor of a King

is told in a story of another famous pear-shape pearl,

weighing 630 grains, known as the pearl of Gorgibus. It

was brought from the Indies by one Gorgibus of Calais, a

merchant, whose reply to Philip IV of Spain as to why

he had ventured to put all of his fortune into such a small

object, was: "I knew there was in the world a King of

Spain to buy it of me."

The speech received its royal reward.

While a damaged or discolored pearl may sometimes

he peeled off, a perfect but smaller pearl being thus ob-

tained, it is seldom completely successful. .As a rule, the

underlying coat is dull and lustreless. Therefore, it is

very rarely that a really dull pearl may be improved by

peeling off its outer coat.

While the most foolish and irrational ways have been

resorted to for their restoration, such as immersing them

in the sea for a long time, feeding them to hens and doves,

their freshness and delicacv once lost is lost forever.

'/'Ill- rnilfsnioii^hijt of prrsrnt -liail Cliinrsr si/ccr-

xmilli.i is irrll illuxlralerl in this pair of niipkin riii;/s.

The y ill-l:iiou-n-nnil-juittlj/-fantou.i Chinese draffon

f/raci'.i ori\ anil on tlir rcverxe of the rinri it llii'

''hinese ideoi/ram representing (as nearly as possihl")

the Enijlish name of the possessor. The other ring

eirries in aiiilition to lite on-ner's name, the char-

iirlers iiiilieiit:ng the favorite Chinese greeting 0/

iiriilHi. Iiiiii/ life, and happiness."
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4,000 Years-Old Jewel Cases

UNUSUAL iiiiterest at-

taches to two jewel

caskets, belonging to

a iong-dead Egyptian prin-

cess, which were recently

reconstructed by the Metro-

politan Museum of Art,

New York. These were

seemingly intended to con-

tain not only the jewels of

the dead princess, but her

toilet articles including

(should it be whispered

concerning the' dead?) her

razors ! One of the caskets

was a veritable jewel in

itself, being richly decorated

with gold, carnelian, blue

glaze, and ivory.

It is not often that one

is let behind the scenes of the archseologist's work, but in

The smaller casket

investigate the open niche

which contained them,

though it stood within easy

reach of their hands. What-
ever the reason, haste or the

semi-darkness in which they

worked, the fact remains,

that the thieves withdrew

with the plunder they had

secured from the body,

leaving the niche wi h

caskets and jewelry st'll

intact. For a time the

grave remained open, ac-

cessible to all but visited by

none, save possibly the great

white owil which startles

the modern excavator as it

rises ghostlike from an

open shaft, and whose eggs

one finds so frequently in plundered graves. Then, as

this instance the history of the caskets, their discovery. happens so quickly in the wind-blown desert, the process

of refilling began, and in a very few years the scar was

healed, and nothing remained to mark the evidence of a

grave but a slight.hollow on the surface. ^

Three thousand five hundred years passed by. The

Hyksos invaders canme, conquered, and were driven out

:

Egypt extended covetous hands toward Asia, became an

Empire, came to grips with her great eastern rival, waged

her long duel, and sank back exhausted to fall an easy

victim to Alexander: the Ptolemies passed in brief mag-

nificence and long-drawn-out debauchery and sold their

throne to Rome: Christianity made its instant appeal, to

be superseded a few centuries later by Islam : Egypt be-

came a dependency of the Caliphate, and one foreign vice-

roy succeeded another as the rival Mohammedan sects

intrigued and murdered their way to supremacy: Mame-

lukes succe~eded CaHphs, and were themselves driven out

by Turks: Napoleon fought his battles on the Nile:

Mohammed AH founded his dynasty, rebelled against

Turkey, but was denied the fruits of his victory by the

European Powers : the bankrupt Ismail imade inevitable

the AlHed Occupation. Three thousand five hundred years

of crowded history, and through it all the jewelry and

caskets of this long-forgotten princess lay buried in their

niche, the beads separating as the strings which held them

rotted away, and the caskets, soaked by the rain floods

that had percolated through before the shaft refilled, dis-

integrating and weakening little by little, and finally fall-

ing apart, scattering and crushing in their fall the ivory

and gold with which they had been covered.

We pass on now to 1914

A.D., when the spade of the

modern excavator takes up

the story. In the spring of

that year Professor Flinders

Petrie, working on behalf

- of the British School of

.\rchaeology, made an ex-

haustive search of Senu-

sert's pyramid and its de-

pendencies, and in the

course of this work the

grave of our princess was

cleared once more. There

was the sarcophagus with

its broken lid. just as the

and their reconstruction, is entertainingly told by the

man who was himself in charge of the reconstruction,

"A. C. M.," who writes as follows in the museum's "Bul-

letin" :

The story begins in the nineteenth century B.C. with

the death of a certain (Egyptian prindess named Sat-

hathor-iunut, daughter of the twelfth-dynasty king Senu-

sert II. A tomb, cut through some thirty feet of solid

rock, had already been prepared for her within the en-

closure wall of her father's pyramid, and here, in a

massive stone sarcophagus, the body of the princess was
duly laid. With her in the toml). in a recess cut for that

purpose in the side of the chamber wall, were deposited

what were obviously her most valued possessions, a pair

of ebony caskets, 'lavishly decorated with ivory and gold,

and containing her jewelry and' the ar^ticles of her toilet.

The burial ceremony concluded, the door of the chamber
was sealed, the burial shaft was filled, and the princess.

with her caskets and her jewelry, was left to fend for

herself in that new phase of life beyond the tomb in which
the Egyptians had such profound belief. For a while—
possibly two or three hundred years—her rest was undis-

turbed. Then with the decay of her father's house came
the change of dynasty: gradually, as the revenues which
the king had set aside for their service were stolen or

diverted to other uses, his pyramid and temple were
negtlected and allowed to fall into decay, and finally, over-

taken by the fate which every Egyptian feared most and
which few escaped, his tomb and those of his family were
abandoned to the imercies of

tomb robbers. In the sys-

tematic search for loot the

tomb of our princess was
not overlooked. The shaft

was reopened, the sarco-

phagus lid was broken, the

mummy of the princess was
hauled out and pulled' to

pieces, and her bones were
broken and scattered. In

some miraculous way the

caskets escaped this orgy of

destruction ; for by an ex-

traordinary oversight the

tomb robbers neglected to
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grave robbers had left it—within it, all that remained of

the mnmmy, a couple of amazonite beads—and there in

the side of the chamber wall was the open niche, half full

of mud, as unlikely looking a place for treasure as one
could well imagine, and to ali seeming not worth the

trouble of clearing. However, to make a clean job it was
d'one, and with the first blow of the workman's pick came
the glint of gold.

T

HH
%

k3
H Vi 1
^^^^^^^&j^^^H ^^^*^^^^^^^| ^^F*^^I^^^^^^^^^^^H

Gold and gem inlaid top of larger casket.

The remains of the caskets—^some thousands of pieces

of ivory and gold^—were carefully collected, washed from
the mud, and taken to England with the jewelry, and there,

after a preliminary sorting and study of the material, a

tentative paper-reconstruction of the larger ca.sket was
made. In the spring of 1916 the whole find was acquired

by the Metropolitan Museum, but in view of the unsafe

condition of shipping at the time it was decided not to

bring it to New York, and' it lay bi^ried for the remaining
period of the war in a safe deposit vault in London.
.\rrived in the museum in the fall of 1919, the jewelry

was placed on exhibition in the Room of Recent Acces-
sions, and remained there for several months. At the

same time the work of reconstructing the caskets was
taken in hand, a task which has ju.st been concluded after

seven months of work.

As a preliminary step, the pieces of ivory were soaked
in water for several days, to rid them of the salt which
had already begun to work out to the surface, and which
would in time have completely ruined them. Then, after

d'rying, they were sorted by shape, thickness, and color,

and gradually fitted together. Careful work in the tomb
had kept the remains of the two caskets apart, and this,

with the preliminary sorting that had been done in London,
was of the greatest assistance. Many hands took a share

of the work. The actual gluing together of the fragments

and the restoration of the missing pieces was done by Mr.
Miki ; the carpentry work and the assembling of the vari-

ous parts of the caskets was carried out by George Clari-

hew; Miss Cartland was responsible for the color restora-

tions of the glaze and carnelian ; and in' the early stages

of the reconstruction I had the advantage of Mr. Win-
lock's help and' advice.

A few notes on the actual reconstruction may be of

interest. The wood, as we have already stated, had gone

to powder, but enough remained to show that it was com-
posed of a light, streaky, Sudanese ebony, a variety known
in America as marble wood. For the larger casket the

ornamental details could be worked out almost exactly

from the remains of ivory and gol'd', and there were very

few doubtful points. The site of the corner posts was
determined by the gold feet-coverings, which had been

preserved intact. The length and width between corner

posts was settled exactly by the dimensions of the ivory

slabs above the panels. For the size of the panels them-

selves, exact measurements were possible in some cases,

and their number was determined by the 20 gold Ded signs

for the larger panels, and the 16 gold ind carnelian squares

for the tops of the smaller ones. One of these carnelian

squares was missing, but the gold frame for it reimained

(.filled in the restoration with colored plaster). The blue

glaze strips that filled the narrow panels were still pre-

served, but they had lost all their color, and so imitations

in colored plaster were inserted. The width of the divid-

ing strips of ebony between the panels worked itself out

automatically by dividing into the number of spaces re-

quired the difference between the slab lengths and the

combined panel widths. For the height we had as certain

factors the ivory cornice, the gold torus-moulding, the

width of the slab, the length of the panel, and the height

of the gold foot. The ebony strip below the panels was

shown to be necessary by the fact that the ends of the

panel ivory and of the gold Deds were left rough: the

one above was needed, both for symmetry, and for pro-

viding a space for the side fastening-knob. The height

of the legs was copied from a box of the same period in

the Louvre. Of the silver struts at the bottom of the box

proper fragments were left, and' the exact shape was given

by the rounded' ends of the gold feet.

The extra bars of ivory below- the ends of the casket

were a puzzle for a time, but their position also was. shown
by the Louvre box. The shape of the lid seems at first

strangely unfamiliar, for on the monuments the tops of

such shrine-shaped boxes always have the curve running

lengthwise to the box. There was, however, no question

in this case as to the direction of the curve, for the ivory

that formed the ends of the lid came together almost per-

fectly. The Hathor heads were spaced out on the lid,

and the shape of their wigs worked out from the tiny

strips of gold. The blue of the wig, six of the eyes, four

of the carnelian wig-pendants, and the colored part of the

pectorals are restorations.

For the smaller casket there was very much less evi-

dence to go upon, and the restoration is in some points

The larger casket.

frankly conjectural. It was certain from marks on the

ivory that the wide panels and the narrow strip panels

were to form part of the same scheme of decoration.

They were therefore alternated, like the panels of the

larger casket. It was also manifest from a study of the

same markings that to complete the design the introduc-

(Coiitiuiicd on page 72).
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CL^AK AS A ©ELL

The "Trovatore^^

A Favorite Model

with Sonora Dealers

In the "Trovatore," the Sonora repre-

sentative has an instrument of exceptional

value to offer, at a price so low as to more

than ever accentuate "Sonora" leadership.

The "Trovatore" is richly simple in

its cabinet design. It has a Double-Spring

Motor, playing from 4 to 5 ten-inch

records with one winding, and an Auto-

matic Stop. It plays every make of disc

record with the clear, golden Sonora tone.

A beautiful instrument, which, in the

matter of price, gives the Sonora dealer

a decided advantage over all competitors.

The "Trovatore" sells for

$210-00

The Christmas season approaches; have

you arranged for a phonograph agency?

Remember—that the Sonora—the "Highest

Class Talking Machine in the World" —
appeals to the buyer of discriminating judg-

ment. Easy terms are not necessary to sell

the "Sonora."

I. MONTAGNES & COMPANY
3rd Floor, Ryrie Building - TORONTO

General Distributors.

JE WELERS
The Goldsmiths' Stock Company, Limited

TORONTO
Are selling Agents to the Jewelry Trade

throughout Canada.

The "Trovatore.



Moving Dead Stock

DEALERS in phonograph rec-

ords who find it difficult to

sell selections which, for so'me

reason or other, they have overstock-

ed, may profit by using the method

which the manager of -a phonograph

department in Providence, R. I., has

tried out with much success during the

last few months. This manager,

whose name is not given for obvious

reasons, sold forty-three of these "sur-

plus" records in a single day recently

by the use of his plan.

Like many others in the same line

of business, he found it difficult to

train his sales force to dispose of the

records long in stock and yet tuneful

and in good shape.

Therefore, at the beginning of each

day's work now, each memlber of the

sales staff is presented a slip of paper

with a list of the surplus records

which he is desired to "push." Each
clerk is required to keep account of

the number of these records sold dur-

ing the day. The reports are handed
to the manager each night. If one

clerk has sold ten or a dozen of '.he

records and another has sold but two,

the latter clerk is called upon for an
explanation. No censure is given, for

sometimes there are perfectly good
reasons, but by this rnethod the clerks

are kept "on their tees' ail the time

in an endeavor lo dispose of "surplus"

records.

The manager^found that many per-

sons do not ask for a specific selection

but merely want to hear a "good one."

This is where the clerk gets the chance
to demonstrate and sell the records

on his list for the day. From day to

day as some records are "sold out,"

the names of new records are added
or the list changed altogether. This
manager has found that since he tried

the plan out he has fewer "ancient"

records in stock.

Of course, few jewelers have suf-

ficiently large phonograph depart-

ments to employ more than one clerk,

but even if the proprietor himself is

the only "salesman" this idea of de-

liberate concentration on an ebjective

should bring good results.

The Trader.

Train a Specialist

THE salesperson in your store

who sells most of the phono-

graphs should be well informed
about the machines. The salesman
who comes to you from the manufac-
turer should go over the machines
with that clerk until the latter knows
them from stem to stern. And he
should bring up all the selling points

and note them for the salesperson's

benefit. There must be one person in

the store who is a specialist on phono-
graphs. It need not be the proprietor.

The proprietor has enough else to

specialize upon. See that one intelli-

gent employee takes up that branch
and see how much enthusiasm can be
developed in that direction. It is the

enthusiastic salesperson who makes
the sales. If necessary, and conveni-
ent, send that clerk to. the factory to

see how the machines are made so that

he or she can tell the whole story to

prospective purchasers.

*

There are stores that need just a

little more help, jewelry stores where
an extra salesgirl could be used to ad-

vantage part of the time, but not

enough of the time to make it advis-

able to hire her. Such a side line as

phonographs solves this problem by
making enough work to keep such a

girl busy all the while. In many jew-

elers' the selling force cannot be kept

occupied more than half the time in

waiting on customers and there results

a very considerable proportion of idle

time. Suitable side lines take care of

this waste time.

The Mail Order Bogey
If catalogue houses get trade from

under your nose, it is mainly because

they ask for that trade rather than

that they offer any such wonderful in-

ducements that you cannot duplicate.

Ask for business steadily and forcibly

through every form of good advertis-

ing you can use. There is much ad-

vertising you can do that does not

cost a lot of money. Do it. Keep do-

ing it.
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Better than New York

IF
any of you, being merchants in

small towns or cities, occasion-

ally encounter customers who
regret the general slowness of things

in such communities, who think long-

ingly of New York, tell them to buy

some new dance records, ask in a few

friends for the evening, and thank

God they live in a real place.

A recent visitor from New York

informed the editor of a Toronto trade

publication that there were some

30,000 public dance halls in the far-

famed Bagdad-on-thle-Subway. ''^iA

great number of these," the editor re-

ports him as saying, "were well regu-

lated places where good familes could

go for an evening's recreation. Many
homes Avere not large enough for

even a small party dance, and a group

of persons could arrange to go to one

of these halls, where they were sure

of a good floor, a good orchestra, and

being able to keep to themselves as

they would in a private home."

*

This observation, coming from a

citizen of New York, constitutes the

most pathetic arraignment o'f that city

the writer has yet encountered. It is

the more pitiful because it is so bliss-

fully unconscnous. For a city is truly

in a sad state when the family circle

must give vent to its hospitable and
gregarious impulses through the me-
dium of the public dance hall ; and

its state is the worse when its citizens

are unconscious that anything is

amiss.

The small-town resident has all the

best of it by comparison with the New
^'orker. His dance hall is his own
home—which is usually large enough
for small parties, and where the guest

list may be limited to his own circle

of friends. His "good orchestra" is

his phonograph, which will play him
the best music in the world, rendered

by the best orchestras in the world, and
whose repertoire is limited only by

its owner's ability or willingness to

invest in new records.
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Gerhard Heintzman Phonographs
are expressly designed to play perfectly all makes of disc records

Not only does the Gerhard Heintzman Phonograph constitute

a masterpiece of cabinet makers' art— it is a musical instrument that

IS scientifically correct in every essential to the perfect reproduction

of vocal or instrumental music engraved on any make of record. An
exclusive patented device, our own invention, permits accurate

weight adjustment of the tone arm, and thus ensures the perfect

rendering of any record of any make.

Each instrument is equipped with a high quality, uniformly

operated, durable motor.

In cabinet construction, equipment and motive power, every

Gerhard Heintzman Phonograph is acoustically and mechanically

correct.

Gerhard

Heintzman
Limited

Head Office and
Factories:

Sherbourne Street Toronto

Wholesale Jewelers

Drop us a card for interesting pro-

position. It means profit for i;ou.



THE TRADER 69

Advertise Phonographs It Will Pay You
II"

you handle phonographs at all

—

and an increasing number of

jewelers throughout Canada are

discovering the great profits that are

to be made in this line—it will pay

you to give some time and attention

(and of course a litfle money) to ad-

vertising them. The term "advertis-

ing" in this connection must be un-

derstood to include not only the kind

of publicity you pay for in your local

newspaper, but letters to prospects,

personal calls, envelope stufYers, win-

dow displays, and. above all, as good
a display of machines on the floor as

it is possible for you to make.

We will take the 'last point first,

since, in the jewelry business, it is

perhaps the most important.

Never forget that your strong claim

to recognition as a dealer in phono-

graphs is that you already represent

the fineist branch of trade ,irt, the

country—the jewelry trade. Your
customers are of the best. They have
taste. They appreciate beauty. They
place a considerable amount of reli-

ance in you. or should do if you have
been conducting the sort of business

you should have.

It follows, therefore, that you have
coming into your store, whether or

not you handle phonographs, the ,ma- -

jority of the best phonograph pros-

pects in your town or district. It fol-

lows, too. that these people regard
with respect the goods you carrv

—

that they are more likely to place re-

liance upon them than they would
upon similar lines of goods handled in

other stores.

Hence it is up to you to let your
customers know that you of¥er a va-
riety of choice in styles, and that you
yourself have confidence in and re-

spect for the line or lines you handle.
If you fail to do so, you are deliber-
ately losing the chief advantage you
have over the music or phonograph
dealer who confines his business to
such lines and must build up his repu-
tation on them. Your reputation' is

not only that which you yourself
have built up. In part you partici-

pate in the reputation built up by the
trade as a whole as one dealing in

high-class goods in a high-olass and
reputable way. It has cost mone>' to

build up this reputation—and it is

worth money. If you neglect to put
it to work for you in such lines as
phonographs, you are cash out of
pocket.

To apply this to your floor display
your object will be to let vour cus-

tomers know that you handle phono-

graphs, that you have a variety of

styles for them to choose from, and

that you have complete reliance in the

machine you carry.

First, as to letting your customers

know.

Whatever newspaper advertising you

do, when it comes to impressing upon

your customers—those people who
come frequently to your store—^that

you handle phonographs, no means is

quite so certain as letting them see a

number of machines standing on the

floor. To what extent this can be

done depends entirely on your floor

space. But even in small shops—al-

most the smallest of shops—jewelers

have 'found it ito their advantage to

rip out wall cases and instal a battery

of from six to a dozen phonograph

floor models. Shelving for the goods

you carrieed in vour wall cases can be

erected above the level of the calnncts
;

thus you will be robbing your regular

business to the least possible extent.

Your customers may see your ad-

vertisement in the paper announcing

that you carry phonographs. They
may see a single machine, or some
records in your window. If anyone
asks them whether you carry phono-

graphs, they may be sufficiently aware
of it to reply "yes." But unless you
have a good showing of them on your

floor, they may never be sufficiently

impressed with the fact that you han-
dle them to remember you when they

think of buying a machine.

Remember the experience of the Pe-

terboro jeweler who stocked one ma-
chine for a year and made no sale;

who then put in a number of ma-
chines, and within a year or two was
selling a dozen or more a month !

Then as to variety. The same cir-

cumstances afYect this point. Not only
should there be a good number of
machines on the ^oor, but, if possible,

no two should be alike. If they are
ail of one make, impress upon your
customers that these are the best you
can buy, and that the make offers

styles which harmonize with the fur-

nishings of any room.

The third point—that of your own
appreciation of the line you handle

—

can be impressed upon customers by
seeing that the cabinets are attractive-
ly disposed in the space allotted to
them, which should be the best avail-
able; by having the wood constantly
bright and free from dust; and gen-
erally, by doing what you can to make
the display attractive, with liberal use

of dealer helps or specially designed

show-cards.

The above matters have to do with

the advertising you do among your

own customers. It is because you
have customers in other lines that you
have a chance to do this advertising,

for which the exclusive phonograph
merchant has no opportunity. The
only people who enter his shop are al-

ready thinking of phonographs. You,

in your business are able both to

create new prospects and to nail them
at the moment they are created. It is

for that reason that I have placed

such emphasis on this particular form

of advertising—the floor display.

But other forms are also highly im-

portant. Your regular store adver-

tisement in the local newspapers

should invariably note the fact that

you handle phonographs, no matter

what the primary message of each ad

may 'be. iNot only thait, but it should

name the make of machine you han-

dle. If you stock a nationally-adver-

tised make—and really there is no ex-

cuse for you doing otherwise if your

object, is to sell machines and make
money—you should link up your ad-

vertising with that for which the

makers are spending millions of dol-

lars. They have the best artists and

advertising talent available, these big

concerns, engaged at making the name
of this line or that a houhehold word
throughout the continent. They are

spending huge sums annually on dealer

helps. If you use their name you are

getting, free, the benefit of all this

advertising. If you fail to do so. you
are refusing one of your best aids.

Direct advertising is also important,

and as the subject has already been

dealt with recently in these colmns, it

may be necessary only to say that

every minute and every cent you spend
in getting into touch with people di-

rectly, especially in connectoin with

phonographs, will bring you back re-

turns an hundredfold. But because
this is an expensive form of advertis-

ing, see that none of it is wasted.
Every letter that goes out should be

carefully, clearly worded. It should
express tersely but with dignity the

ideas you seek to express. If it is a
circular or form letlter, write it a

month or more before you intend to

start using it. Leave the draft copy
aside in your desk for a couple of

weeks. Then take it out, when you
have forgotten what it contains, and
read it over. Does it express the idea

(Continued on page 107).
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The Watchmakers' Club at Waltham

A Social Organization Founded in 1866 and Still Going Strong

Ax account of the varied activities of the Waltham
Watchmakers Ckib, of Waltham, Mass., is of par-

ticular interest at this time, when much discussion

is carried on regarding schemes to improve living condi-

tions in industrial centres.

The inception of this splendid social club, with its

varied activities, occurred in the year 1866, just after the

conclusion of the Civil War. It was a purely voluntary

Walt:.am Watchmakers' Club: The Cafeteria.

organization. No element of compulsion entered into the

scheme. Its sole object was the benefit of its members.
It was called' "The Waltham Watch Factory Relief Asso-

ciation." Up to date more than $20O,006.0O has been

paid out \ry benefits to members.
Out of this organization grew the

Watchmakers Club, which now plays so

conspicuous and beneficiar a part in the

daily lives of the thousands of men and
women who make Waltham Watcher.

Waltham is a suburban city on the

outskirts of Boston. A very consider-

able part of its population is engaged in

the- manufacture of those watches which
have carried the fame of their city's

name throughout the world. Naturally a

great many of these men and women are

young folk, who, though keenly inter-

ested in their work, like to find agreeable

diversions for their spare time.

In common with other cities of its

size, Waltham is well endowed with

schools and churches. Its hundreds of

cosy homes, standing amidst well-kei)t

lawns and gardens; its busy stores anrl

tree-lined residential streets all bear elo-

quent testimony to the fact that the

people of Waltham are of the stuff which
forms the backbone of civilized society.

These institutions—the home,' the

school, the church—are admittedly of tremendous influ-

ence in moulding the young people into substantial, pro-

gressive, law-abiding citizens. But still the need was felt

in Waltham, as elsewhere, for an organization which

would enable the people to find' scope for additional social

activity and enjoyment.

And, for the many thousands of Waltham employees,

the Waltham Watchmakers Club fills the need to perfection.

Naturally enough, the

project, from its very in-

ception has received the

support and encourage-

ment of the men who are

responsible for the destiny

of the Wahham Watch
Company. These men are

men of broad vision—men
with ideals which soar

beyond the balance sheet.

But they are not vision-

aries. Their feet are on

the ground. They know
the meaning of efficiency,

and they quietly, but firm-

ly, insist upon a degree of

efficiency for every em-

ployee, which results not

only in the highest stand-

ard of quality in Waltham
products, but also in

greater progress finan-

cially and in every other

way on the part of the

employees themselves.

The word' "Efficiency" is interpreted by the manage-

ment of the Waltham Watch Company in a much broader

sense than is commonly the case. The men and women
who contribute their skill toward the perfect mechanism

Waltham Watchmakers' Club: The Bowling Alleys.
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which bears the name "Waltham" are regarded by their

employers as human beings—creatures with soul-needs as

well as body-needs
;

people swayed by emotions as well

as by calculations.

So, the Waltham Watchmakers Club, conducted by the

employees with the active support and encouragement of

the management, is a big success.

The membership of the club embraces both men and

women employees, who elect a board of governors, which

undertakes the general supervision of the club's activities.

There are:—a modern

gymnasium ; swimming

pool ; billiard and pool

rooms ; bowling alleys ;

tennis courts ; outdoor

track for foot-racing;

trap shooting; baseball

and' football grounds

;

classes for the study of

photography, millinery,

dressmaking, etc.

From this it will be

seen that recreations

for both mind and body

are well provided for.

In the realm of sport,

the various factory de-

partments are all rep-

resented in club league^

for football, baseball

and bowling contests.

The ladies, for instance,

have a ten-team bowl-

ing league which con-

ducts, throughout the

season, many keenly

contested matches. The alleys are open only one hour at

noon, and in the evenings from five to eleven, yet the

monthly average is 8,000 strings—an average which gives

a good idea of the intense interest taken in bowling by the

club members.
In baseball the club boasts a 6-team league, and, as may

be expected, the ball games arouse a high degree of inter-

est. From the nature of baseball, there must necessarily

be more "rooters" than players. With three games going

on simultaneously in a large ball field, each team having

an eager eye on the championship pennant, and from three

to four thousand keen-eyed Hair-spring Truers, Escape-

ment Matchers, Jewel Setters, etc., backing their teams to

the full exteilt of their united lung power, yon can form
a real idea as to the hold which baseball has upon the

Waltham people. The precision of play which character-

izes baseball, the feeling of disgust which is e.xcited in

Waltham Watchmakers' Club: The Swimming Pool.

Waltham Watchmakers' Club: The Ladles' Sitting Room.

the onlooker by any deviation from accurate work, seems
a particularly appropriate sport for men whose workaday
lives require the most complete and unfailing accuracy.

The educational side of the club's activity, while im-

portant, is not as noticeable as are the purely recreational

fea)tures. The reason for this is that many Waltham
employees are college graduates, and the great ma-

jority have high-school diplomas.

Visitors to the club, in fact, quickly

observe and remark upon the air of

aroused intelligence which is so

noticeable among Waltham employ-

ees. In fact, working conditions' at

Waltham are so pleasant, opportun-

ities for advancement so numerous,

and appreciation and reward of

talent so certain at Waltham, that

the work appeals strongly to edu-

cated young people. It is not at all

uncommon to see three generations

nf one family at the club—all of

whom are or have been, employees

of the company.

There is also a cafeteria in connec-
tion with the club which serves an aver-
age of 1,500 meals a day. For women
employees whose homes are not in
Waltham, the company has provided a
hirge hotel, under the management of
a competent matron. In this hotel
young women employees find accommo-
daition at a moderate price with far
greater opportunities for comfort than a
boarding house could afford.

Waltham may well be proud of its

great watch factory which, with its

efforts to promote high standards of

living as well as workmanship, is so
well abreast with the trend of the
times. ,_.

,
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4,000 Year Old Jewel Cases

{ Coutiniicd from page 64.)

tion of a third element, in addition, to the ivory and el)Oiiy,

was needed. This we supplied by mnaking use of a red

wood, very similar in appearance to rosewood, which is

common on other known twelfth-dynasty bo^jes. In this

casket again the ends of the panel ivory were obviously

meant to be covered, so the same framework of ebony was
added. The gold torus-moulding involved the addition of

a cornice—of ebony this time, as there were no pieces of

cornice ivory—and the ivory lid-ends determined the shape
of the cover. The three ivory name plates on the lid

seemed lost in the expanse of dark wood, so ivory and red

rectangles were added, though their presence is purely a

matter of opinion, as the ivory strip might equally well

have belonged to the interior decoration. There were
other pieces of ivory from 'both caskets which had clearly

nothing to do with the outside decoration, and it is prob-
able that one, if not both, of the caskets had a drawer, or

drawers, to puU out. It would be quite in keeping with

what we know '-,( twelfth dynasty boxes, for the casket

intended for the toilet articles to have a tray at the top

for the mirror and razors, and a drawer below for the

toilet vases.

In addition to these two caskets there had evidently

been a third in the niche, of plain wood, which probably
contained the eight alabaster vases for sacred oils.

TRADE WATCH REPAIRING
We have increased our capacity and are now in a

position to look after a few new customers.
Parcels returned same week.

IDEAL WATCH REPAIR CO.
737 Bloor St. West, Toronto

If You Have a Boy
you will want to have him get as g,ood a scientific

training as possible so that he wHl be capable of

taking over your business. \/Arrangements have

been made for the transfer of
j

Ontario Horological

School Limited
to the Department of Technical Education of

Ontario, and after the beginning of the new year

it will be located at

Central Technical School
275 Lippincott Street, Toronto

where full courses of instruction will be given in

all branches of horology. ^
For particulars concernmg courses, apply to the

Principal, Mr. T. A. Watson, c/o Ontario Hor-

ological School, Ltd., City Registry Building,

Albert St., Toronto.

More complete information will be
found in an editorial news item ap-
pearing in this issue of "The Trader."

(Tofio/^roSvojvCA^i'Cd) Llllllt^

T

Sales Are Made
by keeping all your goods before the

public eye all the time.

The "Coalport" is designed to meet

the needs of the jewelry trade.

Standardize with the "Coalport."

Write for prices.

181-199 Carlaw Ave., Toronto
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The Strange History of Platinum

OF the two really "noble" metals, metals that possess

at once malleability and ductility, and are not

attacked by most of the acids, namely, gold and

platinum, the latter has now become many times the more

valuable, lit is indeed difficult to realize at present that in

the first half of the presen.t century, after the discovery

of platinum in the Urals, the Russian Government issued

a platinum coinage, the intrinsic value of the coins being

reckoned as less than six times that of silver, and only a

little more than one-.third of gold, whereas in the year

1916 platinum sold at five times the value of its weight in

gold.

It seems strange that European knowledge of platinum

is dated not farther back than 1735, when the South Am-
erican deposits, now within the limits of the republic of

Colombia, were visited by the Spanish traveler de Ullon

(1716-1715), a member of the Royal Society of London, .

who had been appointed with others to accompany a

French scientific expedition sent out by the government

to execute the measurement of an arc of the meridian on

the plain of Puito. Although the first publication of

Ulloa's observations was made in his "Relacion historica

del viaje a la America meridional,'' speciments of the new
metallic ore had already been brought to England from
Jamaica as early as 1741, by Charles Wood, an English

metallurgist, the material having reached him by way of

Cartagena. Of the appearance and qualities of the new
metal Mr. Wood stated that the "Platina de Pinto," other-

wise called "Juan Blanco," was smooth and brilliant, of

uniform structure, and not liable to rust or tarnish on
exposure to the air. He adds that the Spaniards did not

take it from veins as ore, or as metallic mass, but in

powder or small grains. He believed that it was rarely

secured entirely pure, since in all the examples he had
seen he always observed an admixture of black and shin-

ing grains, similar to those found on the coast of Virginia
and Jannaica, this being a rich vein ore, attracted by the
magnet : there were also generally certain particles of a

yellowish hue which seemed to be of a different nature.

He asserted that the Spaniards had learned the secret of
melting it, and since they made many sword-guards,
buckles, snuff boxes, etc., of it he concluded that it must
be abundant. The designation "Platino de Pinto" had
been given because the specimens in question came from
the River Pinto. The name "platina" was equivalent to

"little silver,"' from its resemblance to the latter metal.
There is recorded a statement made in 1743 by a cer-

tain Emmanuel Mendes de Acosta to the effect that in the
beginning of 1743 a warship brought from Jamaica to

some London merchants, ingots having the color, the
structure, and the specific gravity of gold; however, after
having been subjected to the most searching tesits they
were found to be only 20 karats fine. Moreover.- Charles
Wood stated, on the authority of a man named Ord', a

factor of the South Sea Co., that the latter once received
in payment of a debt of 12,000 livres, ingots in which
the gold was alloyed with such an amount of platinum
that he could neither dispose of it nor find any means of
refining it.

The famous scholar, Scaliger (1498-1558), in his com-
mentary on the "De Subtilitate" of Jerome Cardano. states

that according to information he had received there ex-
isted in the region between Mexico and Darien a number
of mines whence was extracted a metal which could not
be fused by fire nor by any of the processes so far known
to the Spaniards. This he brings forward to corn-bat the
common doctrine that all metals were fusible. It is in no

wise im])ossible that we have here in 1557. when Scaliger

wrote, the very earliest notice of platinum.

While the credit of furnishing the first definite data

in relation to the new metal has been commonly accorded

to Sir William Watson, because of his communication of

the facts in his possession to the Royal Society of England

in 1750, the most important of the papers he presented

was that by Dr. William Brownrigg (1711-1800) and the

experiments cited are those the latter made with specimens

furnished to him nine years before by his relative, Charles

Wood. Brownrigg was both physician and chemist and

had graduated froiin the University of Leyden in 1737.

The Swedish chemist, Scheffer (1710-1759), is said to

have been the first to call platinum "'white gold." In the

Memoirs of the Royal Academy of Sweden he states that

he received a specimen of the ore in 1750. He sums up.

his results as follows:

1. That this body, without regard to its hardness, is a

metal, since it is ductile.

2. That it is a perfect metal, as stable as gold' or silver.

3. That it is none of the six old metals, for it is de-

cidedly a perfect metal that contains neither lead, copper,

tin, nor iron, since it suffers no diminution ; and even if

some particles of these metals should be accidentally com-
bined with it, it would none the less be a perfect metal.

Hence it is an eighth metal differing from those known
up to the present time.

4. This white gold could not serve for uses in which
it would have to be employed alone, since it is too difficult

to melt except when combined with some other metal.

5. Its nature most closely approaches that of gold', so

that it may justly be called "white gold," but it differs from
gold by its tenacity, color, hardness and the degree of heat

necessary for its fusion.

The earliest known treatise on platinum is a French
book entitled "L'Or Blanc ou le Huitieme Metal," pub-

lished in 1758, and containing in abridged translation

almost all the information that could then be ga-thered

concerning the new metal ; it is believed to have been

written by Jean Morin (1705-1764), who became a canon
of Chartres Cathedral, and professor of chemistry in the

college of that city.

.\mong the early attempts to determine the specific

gravity of platinum, those of William Lewis reported to

the Royal Society in London in 1754, clearly show the

difficulty in obtaining really pure platinum Ijy the pro-

cesses first employed. Lewis states that the crude plati-

num brought to London had a specific gravity of 16,995

according to a test made with a weight of 200 troy grains

of the imeifal. When, however, the largest platinum grains

had been screened so as to separate them as far as might
be from foreign substances, had been purified by fire, and
then treated with aqua fortis and sal ammoniac they were
found to have a specific gravity of 18.213. Lewis adds
that the platinum would be much heavier if it were still

further purified, since he found that there still remained
an admixture of heterogeneous and light substances. The
refined platinum of to-day has a specific gravitv of 21.5.

It was only in 1783 that a veritable platinum ingot
was made by a European chemist. The honor of this

accomplishment belongs to the French chemist Chabaneau
(17.54-1842).

Colombian platir.um was only worth from $5 to $6 the

Spanish pound in 1810. .\s this pound was equivalent to

14-)4 troy ounces, the ruling price woudl be at the rate of

from 34 to 41 cents an ounce, or but a fraction over one
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cent a gram. In 1823 the price fell even lower, to from

$3 to $4 a povmd, because the exportation of platinum had

been prohibited.

A rough estimate of the whole amount of platinum so

far produced and still extant in the world might place it

at 4,000,000 ounces, a quarter of which, of 1,000,000

ounces, is in the United States, besides about 400,000

ounces of the associated platinum metals. Of the various

uses to which this platinum has been put the following

may be regarded' as an approximately correct statement

:

Ounces.

For catalyzing 400,OCO

Dental purposes 1,000,000

Chemical apparatus, etc 1,000,000

Electrical devices 500,000

Jewelry 500,000

Of the total amount of platinum utilized in the world,

about 400,000 ounces have found eaiploymenit in catalyzing

processes, distributed in the different countries about as

follows:

Ounces.

United States 200.000

England 100,000

Germany 70,000

France '

30,000

400.000

The largest uses have been for dental purposes, about

1,000,000 ounces, and probably another 1.000,000 ounces

for chemical and physical equipment, while for electrical

apparatus some 500.000 ounces have been required. The
net amount worked up into jewelry does not probably

exceed 500,000 ounces, although the total sales may have

reached 1,000,000 ounces, but from two-thirds to three-

quarters of this amount is returned' to the refiners and

then again used ornamentally.

This would give us all something less than 4.000,000

ounces as the amount of the metal now worked up and

utilized in one form or another.

The ductility of platinum may be better conceived

when we consider that out of a single troy ounce of the

metal it would be possible to make a wire that would

reach from Santiago, Chile, to Rio de Janeiro, a distance

of about 1,800 miles.—From the Bulletin of the Pan-

American Union.

Swiss Jewelry Fair

One hundred and seventy-three manufacturers of

watches, jewelry, and kindred' products were represented

at the first fair devoted exclusively to these articles, which

was held in Geneva during the suimmer. The fair was
organized purely for commercial purposes, and with the

exception of two days each week it was open only to

qualified buyers.

The widely scattered countries from which the buyers

came was noteworthy. French, Italian, and English repre-

sentajtives were on hand in considerable numbers; Spain.

the Netherlands, and the Scandinavian countries had their

tradesmen in Geneva ; some of the beSt business was re-

ported coming from dealers from the Far East, notably

India, Siam, and Japan; representatives of a number of

South American firms were also on hand, said to be plac-

ing considerable orders.

Unsettled market and exchange conditions are reported

by Swiss manufacturers to have resulted in the cancella-

tion of certain orders, which has placed the industry in

Switzerland on a somewhat uncertain basis. One of the

prime objects of this fair was to militate against this situa-

tion by attracting buyers from markets as widely scattered

as possible, in order that changed conditions affecting one

country might be offset by conditions in another.

The displays at the fair included an elaborate line of

watches, chronometers, measuring instruments of pre-

cision, and bracelet watches. Bracelet watches were in

evidence at almost every watchmaker's stand. The display

of a number of cheap lines of small clocks, alarm clocks,

and bracelet watches was especially noteworthy. The
absence of the German competition in the former articles

has enabled the Swiss mani:facturers to become established

on a substantial basis, and they are now manufacturing
these articles in considerable quantities. Their position

appears such as to insure their successful competition with

the manufacturers from across the Rhine. The manufac-
ture of rolled-gold watch chains, and similar articles has

also become well establis'hed in Switzerland in competition

with the well-knowiT factories of Pforzheim. Germany.
Enameled jewelry coming largely from the Geneva manu-
facturers, and other forms of low-priced jewelry, were
conspicuous, for in this line, as well, the Swiss have de-

veloped the indu.stry during the war at the expense of the

German trade.

The management of the fair expect to hold a similar

exposition every one or two years. A definite decision in

the matter will not be made until later.

Diamonds and Conspirators
More than two hundred diamonds, supposed to have

been a part of the famous jewel's of the Russian royal

family, and addressed to "ConiTade Martens," have been
intercepted by Customs officials while en route from Soviet
Russia to the United States, according to evidence intro-

duced at the deportation proceedings against Ludwig C.
A. K. Martens, self-styled Soviet ambassador to the United
States.

The diamonds, nuimbering 231 in all, were seized by the

Customs authorities in New York from a Swedish sailor,

Neil Jacobson, who attracted suspicion as he was leaving

the Swedish steamer "Stockholm." The sailor also was
said to have had in his possession a package containing a

large amount of Communist literature, including an '"ap-

peal of the executive committee of the third Internationale

at Moscow to the I.W.W."
The diamond's are said to be perfectly cut and polished,

and for this and other reasons they are believed to have
formed a part of the Imperial Russian crown collection,

which the Bolsheviki are said to have confiscated. It is

believed that hundreds, or perhaps thousands, are thus
being brought into the country, and that the value may run
into millions.

The theory of the Government officers is that the dia-

monds were being sent to the United States to be disposed

of and the proceeds used in furthering the Bolshevist

propaganda in the United States.

Ate an $18,000 meal
Twenty-eight trays of diamond rings, valued at $18,000,

were stolen from an automobile in front of a Detroit

restaurant on August 23rd.

Samuel Schwartz, travelling salesman for Lazarus &
Well, jewelers, of Chicago, and' Robert Chappell were
eating lunch at the time of the robbery. The former had
employed Chappell to take him in his car to various jew-

elry stores. He had three sample cases.

Schwartz and his chauffeur left the auto in front of

the restaurant while they went inside. Fifteen minutes

later when they returned they discovered that one of the

sample cases was imissing. No arrests have been made.
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@ME0i^ 12 SIZE WATCHES
Three Quarter Plate and Bridge Models

"The Watch of Matchless Merit"

EXCLUSIVE
LINES-IN

12SIZEOMEGAS

SERIES B
Jointed Snap Bezel Case

—

Banner Quality. Price Case
only, $8.20.

PRICES
CATALOGUE

LIST

SERIES A
Octason Case—Banner Quality.
Case Only. Ensraved, $22.00;
T'lain. $20.00.

OjWlga/MOVEMENTS
BOR CASES ILLUSTRATED
METAL DIALS EXTRA

12 Size—"A" 7 Jew., 2 pos $19.50
"B" 15 Jew., 2 pos 23.50

B. Spec. 17 Jew., 2 pos 29.50
"D" 17 Jew., 3 pos 36.50

"DD" 21 Jew.. 5 pos 62.50

SERIES n
Octagon Case—Banner Quality,
Case only; Plain. $20.00; En-
Kraved. $22.00; Dial, Silver,
$2.00 extra; Gilt. $3.00 extra.

FOR
IMMEDIATE
DELIVERY

SERIES C
Jointed Inside Cap Case

—

.Sovereiprn Quality. Price Case
only. $i:i.Oi); Dial, Silver. $2.00
extra; Dial. Gilt. $3.00 extra.

DIALS ON
Series C&D
EXTRA

P. W. ELLIS & Co., Ltd.
TORONTO
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Asking for it

by FULL name
WHEN they come in and say, "I want to see the pat-

terns in 1847 Rogers Bros. Silverware" (with the

emphasis on the date), you know exactly what they want.

There is no chance for misunderstanding. The sale is

made quickly, to your profit and their satisfaction.

And the date is more than a "BUY-word." It is the

key to that fine quality on which is based the world-wide

reputation of "1847 Rogers Bros." Remember the date

when you buy—and it will be easier for you when they

buy.

i847 ROGERS BROS.
SILVERWARE

The Family Plate fo?- Seventy Years

Call on us occasionally. You
cannot have too much sales help.

Cromavell Pattern

MERIDEN BRITANNIA COMPANY, Ltd., Hamilton, Ontario

Vj;>^^^fp,^f^^!^^r^^p,'^t^^r^::^^ -(''^<;^~<,vp:^^\{^^v;^^)t-;::^^^n<C(i^j^<(^'y^<^i^^!^^;Trp;zzi ^<^i^<^>^^i^.:i^ip^^^!pi



% DEPARTMENT ofSTOREKEEPING

What the Sign Told
By JULIUS MICKLE

IT
was the position of the little typewritten notice which

caught my eye. It was on the wall, just above the

middle of the proprietor's desk, at about the level of

his eyes. No calendars or "I'm Busy—Don't Bother Me"
signs surrounded it. Its situation was one of splendid

isolation and seemingly deliberate prominence. I sus-

pected it of being one of these tersely worded mottos,

giving expression to the alleged "policy" of the store. The
guess was both right and wrong.

It was not a motto. Yet it expressed more volubly than

any motto could do the policy which has helped to make
this particular business the complete success it is.

Monday—Department Managers.
Tuesday—Senior Clerks.

Wedtiesday—Junior Clerks.

Thursday—Repair Departments.

Friday—Window Dressers.

'What's the idea?" I asked the proprietor. "Those the

days they get paid ?"

"Not exactly," he smiled back. "But those are the days
when they help me decide how much they ought to be paid.

"That's our schedule of daily get-togethers," he went
on. "The hour isn't mentioned, as it's always the same
—nine-thirty in the morning, which is not only the slackest

part of the day with us, but is the hour when everyone's

mind is—or should be—most active."

"Something new?" I suggested.

"Not particularly—in fact it's almost as old as the store
;

although, of course, it has expanded and become system-
atized since the old days when I asked the entire staff-
both of them—into my ofifice once a week to talk things
over. It's not such a whale of a staff now as that schedule
might let you think. Most of the 'Department Managers,'
for instance, are just senior clerks, and come in for both
meetings. 'Window Dressers' are also either senior or

junior clerks or department managers. The schedule gives

an idea of the object of the discussion, rather than the

personnel in attendance. When the department managers
meet, the discussion centres particularly on inter-depart-

ment and general shop problems. The meetings of clerks

have to do mostly with matters of salesmanship, and for

that reason managers are asked to attend when they can.

The object in dividing senior from junior clerks is partly

to create for the juniors an objective to work towards

—

getting into the senior class—and partly for the purpose

of leaving someone on duty in each department while the

meetings are on. Window dressers discuss the windows
for the coming week, and by this means^—perhaps you
have noticed—our displays are usually harminious. They
give the impression of a system back of them. At least,

that's what we aim at."

"What do you find to talk about ?" I wanted to know.
"I always have a number of things to bring up myself

as a result of my trips around the shop," he replied.

"Then the staff are always on \ht qui vive for suggestions

to bring up at these meetings, since they have found out

that this is one of my method's of judging how active their

brains have been since the last meeting. Many of them
carry little note books, and make notes of things that crop

up which might otherwise be forgotten. Don't you worry
—I've questions enough to answer, even when there are

not more than two or three at a meeting.

"These get-togethers have become the clearing-house

of ideas through the whole shop. Where it used to be
that if a good clerk had some salesmanship stunt he'd keep
it to himself, now he knows that he'll gain more favor with

the firm by telling it, even though it might result in some
other clerk encroaching on his sales average.

"At the end of each meeting I always give an oppor-
tunity for any of them to see me privately for a few min-
utes if they have anything to take up of a personal nature,

or which they hesitate to bring up before the others."

''Would such meetings be necessary or even desirable

in a small store?" I wanted to nnow.
"This wasn't always a big store," was the reply. "In a

smaller store the get-togethers would be less frequent,

and might be called at an opportune moment, rather than

by schedule. Also, the whole staff—two or three, half a

dozen, whatever it might be—would take part in each
meeting. But if possible those who are to attend should

know some time in advance, so that they can get their

think-tanks working and have something ready to talk or

ask about. Also, it should be known beforehand what the

meeting is to discuss^—salesmanship, to-day ; condition of

stock, the day after to-morrow ; things you should try to

unload, and how, next Monday, and so on. I don't mean
that talk should be tied down tight to that. But have some-
thing definite ahead, let everybody get off his chest first

what's to be said on that subject, and' then if anyone has

another matter to bring up, let it come."

"Do you stick to your schedule?" I asked.

"The proprietor smiled. "Well, to tell the truth," he
admitted, "things have been allowed to relax a little more
than they should have, perhaps, during the summer sea-

son. But it's coming along toward fall now, and we'll

have to buck up a bit. Once upon a tiime we never let up
for a moment in the summer—possibly that's why we
crept ahead of the others. Don't run off with the idea

that we let things slide now—nothing like it. But some-
how summer doesn't seem to be as good a time for talk-

ing as the rest of the year. Anyway, there's more to talk

about in the fall."
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When Fashion Turns the Crank
Bv Estdie Arnold.

THERE is an old saying that fasliions and fads are

revived every seven years. If you were to place

the most acceptabk fashions of 1920 at the bottom

of a barrel, adding thereto the progressive fashions of

each year for seven years, at the end of that time you

might unearth some of the first articles placed therein,

and discover that with some slight alteration—perhaps

without any—-they would be entirely en mode.

Do I see some one smile ? No doubt, in a sense, they

have done this very thing. A certain mode being en

rigiteur, the vague remembrance of possessing something

of the kind dawns upon us, and we take a survey of our

belongings. There is a squeal of delight (not, of course,

if a man is the searcher!) and lo ! we have found a

treasure trove. Strictly speaking, we are up-to-date.

Especially does this apply to jewelry, as the vagaries of

Dame Fashion have decreed this a most important adjunct

to woman's general appearance.

There is no longer one mode of a period, but many.
This fair Dame Fashion is most fastidious. She may
appear radical at times, but that is an error ; she is never

so; it is that her movements are so gradual, her ideas are

an established fact before we realize they have arrived.

We frequently hear discussed that such and such a

mode will never return : as a few instances, crinolines and
the pantelet ; the tiny hat on an elaborate coiffure ; the

heavy gold chains for men, on which to suspend their

watches; the large cameo ring and scarf pin, or their

reverse in intaglio. The speaker will probably insist that

the fashioin of the day runs to the svelte, the slender and
willowy, in both men and' women.

There never was a time when this statement was not

a])plicable to beauty, but a beautiful woman is always

beautiful, whatever the fashion; and a handsome man is

always handsome, whatever the style.

In order that we imay see how very beautiful woman
may be made to appear in seemingly impossible raiment,

we are given those dream artists that garb our women for

the stage.

To the girl of the present generation, the idea of

crinolines and pan^telet (apart from the latter's appearance

in the form of pajamas), would be most ludicrous. Yet

she wonders at and admires the grace and charm acquired

even by the most modern of present-day girls when she is

cast for a part that depicts the early Victorian era ; and

straightway she wears her bracelet close ito the hand', begs

her mother for a cameo, wonders how she would look in

a coififure of small curls, and, if she were invited to a

fancy dress afifair, .she and her dearest chum would, for

the .second tiime, visit the theatre in order to see the girls

who wore flounce over flounce of orchid tulle, from waist

line to the foot of their crinolined skirts, and when they

danced displayed low heeled shppers, held in place by

ribbons tied' about their ankles, above which the beruffled

flounced pantelets of orchid tulle presented a -daintiness

rivaling the most exquisite lingerie. How sweet grandma

must have a])peared at their age

!

But—did grandma wear such low cut gowns as we see

to-day ?

No, not exactly. However, she did wear the gown cut

across so as to disclose the sloping shoulders, and the

decol'lett'C of to-day is but an evolution of this—it has been

slo])ing until it has had to come to a stopping place, and

in order that beauty may not be unadorned, her attendant

jewels decorate until they are part of the gown itself.

That we are no longer shocked does not necessarily

infer that our morals are at fault, but merely that the eye

has become accustomed to the ])icture. We can see the

beauity the artist has intended to present, and when an

exquisitely shaped arm, uncovered, raises itself, and the

hand goes out on which rests a colored gem in a nest of

diamonds, on the wrist a bracelet of the same colorful

gem. en calibre, between two rows of small diamonds, the

poet in us is awakened. Could gems have a more beautiful

background than the white, velvety softness of her skin?

Never in the world !

In nothing is Dame h'ashion more fastidious than in

her jewelry. The person of good taste knows this and
abides by it, but a simple rule of two and you have it all.

Time and place for everything, and everything in its place.

The Latin peasant wore his earring that he might see

with a clearer vision. The Duke of Buckingham wore his

magnificent diamond earrings that others might see him

with clearer vision—for they were the cynosure of all

eyes as he entered an assembly, or at Court.

P'ar removed, and yet a child' of the same thought as to

time and place, was the first elal^orate teagovvn, now term-

ed "hostess gown." The writer remembers being im-

])ressed with. It was worn b\- a realtive and was the

admiration of her youthful gaze ; for the wearer thereof,

as accompanying ornaments, displayed some wonderful

Roman jewelry that she had never l)efore seen, but was

told that owing to the Persian colors in the trimming of

the gown, its long train, and the weight of the material,

there was nothing that would appear quite so effective.

Tills jczi'clry had been unearthed after a rest of some years

in a safe deposit vaidt. It had found its time and place;

it had returned to style after being thought Iiopclessly out

of date ; and it is needless to comment upon the admiration

it created.

The creation of admiraUon must have a material result,

and I have been told that about this time every woman
of fashion who fancied these gowns added to their attrac-

tiveness by brooches of large colorful gems in rich mount-

ings, antique pieces, or such attendant jewels as would be

in kee])ing, lending an air of richness and dignity to the

whole ensemble.

Therefore I would decry the encouragement some

jewelers give their customers to have re-made, trans-

formed, some really beautiful piece to suit the fad of the

moment. Rather, the jeweler should encourage the appli-

cant to make a new ])urchase, as a collection of beautiful

sets, or even odd pieces of jewelry, however much out of

date, is really one of the things that are worth while.

There is no telling what renewed pleasure milady may
derive from these antiquated pieces when Dame Fashion

once more turns the crank.

Robbery of the strong room of the steamship "Nile,"

sailing froai San Francisco, was discovered while the

vessel was making its berth at Shanghai last month. The

loot comprised a box containing $10,000 in gold bullion.

Although the passengers were detained and all baggage

was searched the gold was not recovered, and no clew to

the robbers was found.

Search of the Chinese crew and passengers, how-

ever, revealed $180,000 in United States gold currency,

which was brought to China for the premium available.



I H E TRADER 81

Silverware Always Good for Window Displays

'v Ernest A. Dcnch

SILVERWARE is a Line that presents all-the-year-

round display possibilities. While there are season-

able sales opportunities, such as June brides and

Christmas, silverware is always in demand, because people

must eat and drink, brush their hair, smoke cigarettes and

carry money around in a mesh hag. Some suggestions for

silverware trims are to be found among those from Canada

and the United States that are given below.

BRINGING OUT SILVER IN SILVERWARE

Berry and Whitmore, Washington, D.C.. devoted a

trim exclusively to silverware, artistically arranged on the

floor over electric blue plush. At night the "electric blue"

shades attached to the lamps in the window served to

bring out the silver in the silverware.

ARTIISTIC FIFTH AVENUE EXAMPLE

Vantines, New York City, placed a low black screen

in the rear center of their window. At each rear side

stood a Japanese teak footstool, filled with silverware,

balanced in the middle by a taller teak pedestal containing

a silver cup. In the middle of the trim, toward the front,

was an oval teak stand, with billows of light blue satin

trailing around borders at sides to down in front, by the

window glass. On the stand was a centerpiece of blue and

silver brocade, with silverware displayed on it.

WONDERFUL SILVERWARE COLLECTION

Reed and Barton. New York City, attracted great

attention to their wiindows by a unique collection of silver-

ware in a thousand pieces. The wonderful collection was

destined for Captain, His Highness, Sir Ranjit Singhji

Rana Sahib Bahadur, Maharajah of Barwani. Central

India. Unfortunately, however, this sort of display is not

available to the average jeweler.

RARE LACE DOILIES AS DISPLAY ACCESSORIES

J. Wiss and Sons, Newark, N.J., arranged a silverware

window with display accessories that served to harmonize

with their valuable merchandise. Individual pieces of ster-

ling silver, such as toiletware, mesh bags and coffee per-

colator and cups, were set out on the floor over rare lace

doilies. At the back was a row of stand type lamps on

the hardwood floor.

MONOGRAMMED SILVER

The William Gushard Co., Decatur, 111., inserted an

ad. on "Monogrammed Silverware" that ran as follows:

"We are making a specialty of furnishing mono-

grammed silver to Churches, Lodges, Schools, Clubs,

Restaurants and Hotels at very special prices.

"An estimate on the cost of monogrammed silver in

standard guaranteed patterns will be furnished on

request."

The ad. was headlined "See the Walter Street Window
Display." The window in question contained large assort-

ments of silverware of the nationally advertised kind.

BRIDAL SUGGESTIONS

Carson, Pirie, Scott and Co., Chicago, had a silverware

window exhibit that could be easily adapted to the October

bride. There was grey velvet on the floor, with ribbed

grey silk, edged with twelve-inch fringe, at the rear. There

were three tables at the rear, at equal distances apart from

left to rigiht. Each table was finished off with a hand-

embroidered cover. On the middle table was a complete

silver service, while the smaller table at the right con-

tained a coffee service. On the table to the left was a tea

service. The middle table also had a very large silver

vase full of American Beauty roses. Laid on the floor

down in front were trays and smaller articles, such as

syrup holders, salad bowls, bread plates, etc. Near the

glass in front of the middle table were two square boxes

—

one closed and tied with satin ribbon, the other open,

showing a silver bowl ready to be packed away. Between
the two boxes was an engraved card that resembled a

wedding invitation, and was captioned: "Silver to endow
a bride."

An envelop near read : "To the bride."

"ax HEIRLOOM OF SILVER"

Henry Birks and Sons, Montreal, Canada, exhibited

piece of silverware on the window floor over blue plush

mats. At each far side a balanced effect was achieved

with a tall vase containing real chrysanthemums. Then
came bowls of artificial fruit near the center sides, with

table lamps at the rear sides, and a silver teapot reclining

in the exact middle. Around about the same time Birks

ran the following piece oi newspaper copy, entitled "An
Heirloom of Silver":

Anything that will be useful or will give enjoyment
to the generations to come cannot be considered a

luxury even at to-day's prices.

Nothing that you can buy possesses more lasting or

greater intrinsic value than good Table Silver.

It will pay you to look upon the transaction in the

light of an investment rather than as providing your-

self with a necessary convenience.

'Good Table Silver should have three characteristics

—strength, durability and beauty—and as you buy for

to-day's needs, so you build up the collection which

your children will know as the "Family Silver."

Therdfore see that it is worthy

!

We always keep a complete assortment of patterns

in the Oneida Community Plate and the Rogers 1847,

as well as Birks Plate, the well-known product of our

own workshops.

A visit to our Silver Show Room is always

a delight—whether you purchase or not.

IN TIME FOR THANKSGIVING

Namms, Brooklyn, N.Y., placed a number of mahogany
stands in their window,^ each stand containing single pieces

or sets of silverware. Standing like sentinels in the middle

of eadh pedestal, guarding the other pieces, were silver

candlesticks bearing red candles. Each pedestal was decor-

ated around the top half with autumn leaves, and draped

around the base with red plush, laid over which were

loose leaves of russet brown and red tints. Silverware and

cut glass ware were laid alternately at the foot of each

pedestal. A card down in front near the glass stated

:

'Completing the Thanksgiving Table Appointments.

Glistening Silverware."

TEA-TIME SUGGESTION

James Allan, Charleston, S.C., placed one of their

artistic clocks in the first of their two windows, set at five

minutes to four. The large display card announced

—

"When the Clock Strikes Four."

On a dainty little tea table, covered with Irish cut

work embroidered drapery, was set a silver urn, silver tea

tray and service, together with fine china cups and saucers.

Above the table hung a picture of several maids and men
meeting at afternoon tea. The companion window was

lined with white silk curtains, ornamented with little gilded
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coronets over the word "Hallmark." A display of Ply-

mouth pattern silverware was arranged over the purple

velvet floor. In the middle of the trim was a picture of

Plymouth and the landing of the Pilgrims. Card pointed

out that

—

"Ply-mouth Silver Bears the Hallmark of Distinc-

tion, and stands the test of time."

THE HEIRLOOM

Julius Jorjensen and Co., Broadway, New York City,

had a window card in black script reminding the reader

that "The Heirloom generally consists of a quantity of

Sterling Silver."

EFFECTIVE USE OF RUGS

Macys, New York City, laid black rugs on the floor

at each of the four sides as well as in the center. Pieces

of silverware were laid out on each mat, while on each

rear side rug was a maliogany hall table containing a silver

flower vase in the middle filled with roses. On the center

rug was a small dining room table occupied by a silver

coffee set. Resting on a glass stand on each front side

rug was a silver tea service.

ORIENTAL SILVER

Wanamaker's, New York City, took space in the news-

papers to advertise some unique silverware. Their an-

nouncement on the subject was as follows:

THE ORIENT IN SILVER
is an original shop

of individual gifts

Artistic conception. Practical usefulness. The
transition of the Oriental bibelots from the realm of

art to the world of utility. This is the Orient in Silver.

Many Chinese objects of real beauty, dating from

the Minga and Kien Lung periods, are mounted in

silver and have become paper weights, blotters, tea

caddies, cigarette boxes, and other equally practical

articles.

MANY USES FOR SILVERWARE

The Gorham Co., Fifth Avenue, New York City, ad-

vised one to

Buy silverware for every purpose where silverware

can be used, and remember that the uses of silverware

are as numerous as its use is long.

Leys, Anaconda, Mont., announced that

—

There's thrift in Sterling Silver. It is the most

durable of all, looks best, and makes good food taste

better^ We are and always have been the leading

dealers in Sterling.

Ryrie Brothers, Toronto, Ont., Canada, appealed to the

natural desire of every hostess to have everything in spick

and span order for her guests. As their advertisement on

the subject so convincingly pointed out

—

WHEN COMPANY COMES
Every hostess, when entertaining, wishes to have

her table linen, flowers, china, and especially her silver-

ware, irreproachable. How it is served has as much
to do with her success as what is served.

Our spoons, forks, knive and fancy pieces, whether

in sterling silver or best quality plate, are the envy of

all who see them.

For weddings, birthday and Christmas gifts you

need "seek no further."

Every man who aims to be a skillful salesman should

make definite, initelligent effort to develop Ms own per-

sonality. It is the man who is pleasantly and efficiently

different, who builds confidence and secures a following.

Taking the Flaws out of Rough Diamonds
One of the greatest defects in diamonds is carbon

spots, according to Joseph Kraus, writing in the "El-

ectrical Experimenter." These, when found in large

masses, make the stone practically worthless, whence it

is called carbonado, and is used in rock drills, etc., but in

stones coming from Africa and other places (except in

the Mexican variety), carbon spots are seldom found, as

the cutter has used his utmost skill to clear these. The
reason they are o'bjectionable is that the spot is reflected

and' exaggerated many tii:iies, although in reality it may
be quite small in itself. Oftimes a caI^bon spot is left in

tile stock, but generally in such a position that when a

stone is placed in a setting it is covered hy either the gold

or platinum mounting. A stone is more valuable, even
with small sarbon spots invisible to the unaided eye, than

a stone of poorer color, and it is found that in the course

of examining differences in stones, nearly all of them if

pure white, have traces of carbon in them.

Very often a stone has cracks or breaks across the

grain or with the grain, irregular when across the grain

and straight when with the grain. These breaks cause a re-

flection w^hich is a very bad feature and is second to larger

carbon spots in regard to frequency of occurrence. They
are called cracks when large and feathers or flaws when
small. Minute feathers are not very noticeable.

In the diamond there is a "grain" in the rough stone

which grain is parallel to any of the triangular faces of

the octahedral crystal. The stones in the rough are ex-

amined for perfection and assorted for sizes. The largest

stones are given very close inspection for flaws and
carbon spots. When these are found it may be desirable

to split the stone into several pieces, to eliminate the

flaws and to secure stones of more marketable size. It

behooves an individual known as a "cleaver" to know
thoroughly the grain of the diamond in the rough. Some-
times days are taken to decide on its cleavage in order to

get the largest and best results—a mark is placed upon
the diamond with pen and ink, a tiny groove is ground
into it and the stone mounted en the end of a holder with
the sharp edge of another diamond. A knife about six

inches hy one inch is now inserted into the groove or on
top of the line, and with a quick blow the diamond sep-

arates easily along its grain.
» »

A Pearl Carpet
That such a thing as a pearl carpet could exist outside

fiction would be a tax on credulity, did it not actually hang
on the wall of the Nuzerbagh palace at Baroda. This
relic of a past era of bizarre extravagance is described as

8 by 6 feet. Three large diamond flower patterns form
the centre; thirty-two smaller diamond patterns, and 1,269
rubies, 569 emeralds in flower designs the border; the
remaining portion of the carpet is composed of seed pearls,

although in places along the outer edge they have been
removed and replaced by glass beads. A more absurd and
useless object, apart from its monetary value, would be
hard to find even in India. But, if we hark back to the
time before the rich gem mines, the extensive pearl fisher-

ies on the west coast and on the island of Ceylon had
been exhausted, and were yielding their treasure by the
bucketful, it takes little effort of the imagination to picture
an eastern potentate, laden with jewels until he could
scarcely sustain their weight, reclining before the pearl
carpet.

—
"Maharajas and Their Jewels," by Eleanor Mad-

dock, in "Asia" for June.
« »

Some men claim that they cannot remember the names
of a long list of customers—ibut they should be able to
remember and use the names of regular patrons.
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Vancouver Jewelers Feature Diamonds

83

B\' W. B. Stoddard

DURING the past few weeks there has been a pre-

concerted plan on the part of the leading Van-

couver jewelers to call public attention to their

fine diamonds. Their advertising has been of a nature to

command instant attention. Note the heart-to-heart nature

of the advertising of Birks, Vancouver

:

A POTENT REASON.
Engagement Rings from $25.00 to $2,500.00.

From far away Halifax to our own city is a far

stretch of country yet right across this space BIRKS
supply the big majority of the engagement rings

—

simply because Birks' Diamonds are the finest

procurable.

DIAMOND BREVITIES
There are two chief reasons for the purchase of a

diamond. One is because of our inherent love of the

beautiful. The other is because the gem WILL BE
SEEN AND ADMIRED BY OTHER PEOPLE. So
it follows that it must be of the greatest brilliance, re-

sponding to every ray of light that falls upon it.

Hence the demand for diamonds of highest quality.

BIRKS.

Of course, they backed up their advertising with a

beautiful display of diamonds, shown in their corner win-

dow upon billows of black velvet. Both cluster and soli-

taire diamonds were shown, as well as smaller ones en-

circling other stones. In addition to their diamonds, they

had several other distinct settings.

Said the manager: "It is my firm conviction that

goods displayed have their selling capacity increased 100

per cent. I have found that whenever any line of goods

is shown in the window, calls for them begin to come at

once. For this reason we devote each of our windows to

the display of a single line, so as not to confuse the eye

or mind. We use the utmost harmony, but make the

majority of the trims exceedingly simple, and change each

display at least twice a week."

Several of the displays shown during July carried out

very effectively the ideas above expressed. For example,

there was a fountain pen and stationery display. It was
floored and backed with purple satin, and had at either

end a silver vase holding crimson roses. These rich. d«irk

settings threw into bold relief the whit* stationery, against

which the gold and silver banded pens were laid. Bottles

of ink were shown down front, with a card, "For letter

writing on your vacation take a bottle of our first-class

free-filling fountain pen ink." The stationery was of a

good standard quality, and bore a card : "Special priced.

high grade stationery, $1.75.

Another window was devoted to celluloid toilet sets

and many novelties for the baby. There were balls, and
rattles, and a big egg on wheels—all tinted in pink or

blue. A card adorned with water color sketches of a

number of babies, declared: "Something to amuse the baby

—A suggestion for birthday gifts."

Especially timely was the window containing gifts for

men. Now that the young men are starting for college

or boarding school, fond relatives and friends are wonder-
ing what to give them as a parting gift. A display such as

Birks helps to solve the question. Prominently shown
were blue enamel, silver tipped cigarette holders labelled

"Just arrived from London." There were leather strops

and silver or ivory mounted shaving brushes : safety

razor sets; leather belts with silver buckles; military

brushes; field glasses; copper ash trays—any one of them
a distinctly masculine gift.

O. B. Allen call themselves "The House of Diamonds,"
and especially invite the tourist trade. \ recent ad with

a diamond in each corner, said:

THE ALLAN SERVICE.
Your complete and lasting satisfaction is of far

more importance to us than the mere sale of mer-
chandise. To gain your good will we offer the utmost
value that is possible—consistent with a fair price.

NOTE:
All visitors and tourists are invited to visit the

House of Diamonds without feeling the slightest obli-

gation. You honor us by your presence.

O. B. ALL.^N.

A consistent scheme of decoration was used throughout

his entire series of windows, backed with curtains of gray

silk and floored with billows of blue velvet. They follow-

ed the same plan as Birks, of displaying a single line, and
a few pieces of each line, in each window. One window
was devoted to cut glass, another to flat silver, a third to

decorated china, and a fourth to novelty beads. Their

diamond window showed little squares of black velvet

scattered all over the billows of blue, on each of which

was a diamond ring, pendant, brooch, scarf pin or ear

rings. A tiny blue ribbon ran from each to a kewpie doll

mounted on a pedestal in the centre, on which was a card

:

"Which of my diamonds do you like the best?"

David Spencer, Ltd., had a large window filled with

flashing gems. The floor was covered with white silk,

and scattered over it were many pale blue silk squares

bound in navy velvet, each containing a set or unset gem,
each with a tiny, but distinct, price card. Framed cards

set at either side gave some excellent reasons for invest-

ing in a diamond at the present time:

EXTRAORDINARY DEMAND FOR GOOD DL-VMONDS
The scarcity of diamonds and the labor shortage

in the diamond cutting centres of Amsterdam and Lon-
don assure a further rise in the price of diamonds.
Buy now and thus make an investment both pleasing
and profitable.

Another card, draped with a purple velvet throw caught

up with a large diamond bar pin, advised:

QUALITY DIAMONDS.
Our quality diamond represents the ultimate in

craftsmanship.
It is composed of single diamonds so cleverly

matched that all their wonderful possibilities are
realized—and you will be making a profitable invest-

ment as well.

Cassidys, Ltd., featured silver and cut glass very effec-

tively. Three long steps were covered with black velvet,

on each of which were crystal vases holding bright hued

flowers, the top one being graced with a vase three feet

tall filled with the drooping purple wistaria, while in the

background were palms. From the steps to the corners

of the window were two black velvet runners, on which

were placed little silver and glass vases, and bowls of

decorated china. A card suggested: "This is the height

of the flower season. Fill your rooms with blossoms.

We have flower holders of all kinds from the tiny bud
vase to one capable of holding a sheaf of .American

Beauties."

When you are selling goods to a customer, emphasize

quality, value, durability, and satisfactory construction or

manufacture, rather than to dwell on price.
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ZOURI
Safely Set

METAL STORE FRONT
CONSTRUCTION

A Zouri Safety Set Store Front
Wlien you entrust your store front problem to us we give you what is best
suited to your needs. You do not get a freak front designed largely to sell

store front materials. We give you a front designed to sell your goods, tlu-

fir.«!t retiuisite of any shop front.

Write for our Catalogue.

iiiiiii!iiiiiiiii!iiiniiiii!iniiii!ii!!iiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii\iii\iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiii!lill

Stocks of Zouri Metal

Store Front Construc-

tion are carried at

:

HALIFAX
MONTREAL
OTTAWA
TORONTO
WINDSOR
WINNIPEG
REGINA
EDMONTON
VANCOUVER

1^

Xh-Q C0N50LIP/ITEP PMTE GL/I5nS Cm^MV
ovcamm limited

TORONTO -MONTREAL-WINNIPEG
^rmrmi'iiMi im-nTrTTTTTTTmia

CI TUrriTP Means a perfect Watch Strap for both Ladies and Men, which can be worn
^ ^^ AXl-j£ A K with the greatest comfort and assurance that you are not going to lose your
Watch. It is easily attached, requires no adjustinent, and is always ready for use, as it does not

become flabby by stretching.

MPN'S
STRAP

n
Mtliiy

PATENTED

Closed.

Bracelet Expanded.

Both the Ladies' and Men's Straps are made in 14 Kt. gold, 10 Kt. gold, 1/10 rolled gold plate,

sterling silver and American silver, having in all qualities an expansion of 1^4 inches.

The catches on the Men's Strap are made in 5/15, 7 16 and % inch, which fit all size watch lugs.

Now is the iime to stock this item.

P.VTENTEIJ mmmmmmmm LADIES'
STRAP

Closed.

Showing Watch Hooks and Bracelet Expanded.

runnm
This item is not a novelty, but an article which will last and be worn as long as the Wrist Watch
is in style, and it has come to stay.

Sold through the Wholesale V/atcii and Jewelry Trade.

BLISS BROS. COMPANY, Attleboro, Mass.
"The House with Something Nev/ All the Time"
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GIFTS THAT LAST

Advantages of Diamond Clusters

This Cluster presents the beautiful and ever-

lasting brilliance of a Solitaire several times

its cost. It offers you special value, as

Diamonds are advancing in price.

We are Direct Importers of first quality Diamonds and other

precious and semi-precious stones. Orders may be filled in Solitaires

or combinations of Diamonds and Rubies, Diamonds and Sapphires,

Diamonds and Emeralds, and Diamonds and Pearls, in twins,

threes, fives and clusters.

Careful attention given to approbation requests

Roy Company, Limited
Roy Building, 21-23 River St. TORONTO

ROSS ARCHER, T. BROADHUKSl, ALBERT MIRAGLIA,
Western Representative. Toronto Representative. Montreal Representative.

NELSON REYNOLDS, Eastern Reprssentative

WiK
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An Acceptable Gift

is this Candlestick of fl-'^onnan platC one that

you yourself would be proud to possess.

The fact that it is one of the 11^0rman ipfatC line

and is on a par with the rest of this range is one of

the greatest assets it possesses.

IRorrnanlPlatC has always been produced with

the object of providing the Jeweler with a distinctive

article with which to impress the silverware shopper.

In order to do this, we realized the great importance

of exquisiteness and quiet, simple dignity, and are

pleased to say that we have attained a very satis-

factory result in this Candlestick.

Dealers who realize the opportunity this season

affords (in the matter of gifts) are stocking

IHOrman plate. Are You One of Them?
''Sold Exclusivel]) Through JeTvellers."

STANLEY & AYLWARD, LIMITED
TORONTO MONTREAL I

r

We Could Cheapen

OUR LINE OF

Solid Gold and Gold Filled Goods
but we don't believe we have any right to save

money at the customer's expense.

JAMES EASTWOOD
Wholesale and Manufacturing Jeweler

65 Provost Street - NEW GLASGOW, N.S.
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BUY
Canadian-made Goods

BUY
Canadian-made Clocks

As a utility—the Pequegnat Clock is an accurate time-keeper all

the time.

As an ornament—the Pequegnat Clock is a good-looking, dignified,

quality adornment to any home.

The Arthur Pequegnat Clock Co.
Kitchener Canada's Only Clock Makers Ontario

Fastidious Dressers Demand Pearls

Lay in a stock that will enable you
to cope with this demand, and do
it with the class of goods that will

build prestige for you.

WE HA\E A COMPLETE ASSORTMENT OF-

Guaranteed Indestructible Pearl Strings
IN ALL LENGTHS, UNIFORM AND GRADUATING SIZES

Samples Sent on Request.

EAVES BROS.
128 Bleury Street Montreal
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Color and Hardness of Gold Solders

Before a correct and readily usable gold solder can be

made, it is necessary that the color of the alloy and the

hardness of the article to be soldered should first be ac-

curately determined. Only in relation to these can the

sornewhat more readily melting solder be properly pre-

pared.

Consequently, among old-time goldsmiths, it was the

practice, when preparing a gold alloy, states the "Watch-
maker, Jeweler and' Silversmith," to keep a few grams
out, from which, by further alloying, the solder could be

made. Owing to this practice there has crept into almost

all trade technical works an error as to solder alloys. The
directions are given: '"Take so many parts of eighteen

karat gold and add so and so many parts of silver and
copper to it."

In olden tiaies such a formula may have sufficed, for

it was then customary for a certain karat contents to

produce only well-defined alloy colors. Nowadays, how-
ever, when almost for every karat, that is to say fineness,

a large number of gold colors are recognized, such a char-

acterization will not suffice. It has therefore become a

necessity to figure out the solder alloy as well as the main
alloy of fine gold or coin gold, to obtain definite results.

We have now, for instance, red gold, reddish gold, green
gold, color gold, yellow gold, light yellow gold, dark yel-

low gold, etc.

Suppose, for instance, we take color gold and wish to

solder it. We must use the same care in the solder alloy

as in the color process of the finished article ; a red gold
would not only make the seam visible but display a not-

able difference in color; a light gold the same. We must
therefore use a color gold, but—where do we find such
solder alloy described? How, in other words, can gold

be alloyed as color gold? Another case: An 8 karat gold
ring is to be bright-polished. Now, we often find in prac-

tice that solder alloys that are quite white are used for

soldering, and the consequence will be that the polished

ring, when -finished polishing, will display a conspicuously

white solder seam. An attempt is then made to remedy
the error, and the soldering is finally gilded ( !), and what
is the conclusion of the story? After a few weeks the

buyer suddenly notices the white solder seam at first

slightly, soon, however, more plainly; he becomes sus-

picious and believes that he has not been honestly dealt

with, although only a tradesman's niiistake is to blame, due
either to expedience or to ignorance of solder alloying.

Very often however, such an occurrence may result in

the loss of a customer. Consequently, on all gold alloys,

the solder mixtures of the same color should always be

used. In order, however, to attain this object, it is neces-

sary that the solder alloys be designated exactly as to

mixture quantities like the gold alloys themselves. .Ad-

vancing technique in the jewelry trade demand's this;

For .soldering on brass muriatic acid is used. This is

The Tr.\der. S9

soiinetimes cut down with zinc and the chloride of zinc

which results is used. Some factories still use a mixture

of resin and oil with a little muriatic acid or zinc chloride

for their fine work, but most manufacturers consider it

more expensive to use it than a flux whose primary cost

is greater. It stains the work and requires considerable

washing to remove it. The flux or so'dering fluid most

generally used has the following composition

:

Glycerine 5 parts by volume.

Chloride of zinc 1 part by volume.

Crud'e glycerine may be used', which greatly reduces

the cost. This does not stain the work. All solders will

flow very readily with it, and a much smaller quantity is

necessarv than if one were to- use resin and oil.

Testing Old Baths
The sii:n'pl€St way to test an old bath for gold is to run

it on very low current for a short time, using a carbon for

an anode and a piece of copper or platinum for the cath-

ode. There are chemical means for testing this, but the

average plater will find this the simplest.

The moi&t convenient and economical method for re-

covering the gold is to follow the process used in mining

operations on a small scale.

Take a glass funnel and plug it loosely with a piece of

obsorbent cotton, then fill it with zinc shavings or turn-

ings, after first treating them with a solution of sulphuric

or muriatic acid, about 1-20, and thoroughly wa.shing. Pout

the gold bath, which has been heated, but not to boiling

point onto the zinc and let it run through. Repeat this

operation several times a day for two days, and the zinc

will have removed all the gold from the solution, which

can then be thrown away. Wash the zinc thoroughly with

water, and treat with a 10 per cent, soluti-on of sulphuric

acid. This will dissolve the zinc and leave the gold in the

metallic form, which can be used for the preparation of

chloride for future baths.

In dissolving the gold, however, should you get a

green color, this is evidence that there is copper present.

It is safest therefore, to first treat the gold with nitric

acid which will remove any copper present.

Too much stress cannot be laid on the fact that one

of the :ri'ain causes of trouhle in gold plating is due to the

presence of too much cyanide. 'To begin with, many form-

ulas call for more cyajiide than is necessary, then again

the first thing many platers do when the bath does not

seem to work properly, is to^ throw in a luni]) of cyanide,

instead of trying to locate the real trouble.

The strength of the current on brass or bronze plating

is an exceedingly important portion of the operation and

lack of uniformity or means for regulating it is frequently

the cause of failure in this important portion of the plating

business,. Not. only is the maintenance of a uniform cur-

rent necessa,ry, but means for regulating it mu.st be had.

A dynamo may give a certain voltage while the brass tAnk
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Our
Guarantee
The maker of this

famous pearl hereby

guarantees that every

pearl on this strand is

solid and insoluble aid

will not peel, discolor,

crack or break.

Test La Louise Pearls

in cold or hot water,

and you will find that

they do not soften or

dissolve as do many

artificial pearls, but will

retain their many fine

qualities.

Established over a quarter f a century

Manhattan Bead Chain Co.
Importers of Bea < Necklaces and Manufacturers of Pearls

39 West 36th Street New York City

La Louise

Pearls
for the birthday or

wedding anniversary are

the most appreciated

gift that you will sug-

gest to your customers.

As the manufacturers

of La Louise Pearls,

our guarantee tag on

every strand is your pro-

tection.

A variety of colors in

ORIENTAL, Pink,
Cream and White are

obtainable, with a won-
d e r f u 1 assortment of

clasps.

Handsome velvet jewel

cases in different shapes

are optional with your

order.
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is running, but it drops when other tanks are thrown in,

then it will not give good results in brass plating.

In the majority of cases when your gold bath goes

'"off" you will find your trouWe in your current or your

connections, provided your gold content is O.K.

An important ithing to remember is this, gold is more
readiJy soluble in a weak than in a strong cyanide solu-

tion.

Metals "Tired" by Overwork

Engineers use the term "fatigue" to express an effect

of overstrain on metals. Some say that this is a misuse

of the word, though convenient ; others affirm that it ex-

presses a real and close resemblance to the effects of over-

work on living organisms. In a broad, philosophical

sense, states Garrett P. Serviss, the lasit assertion may be

substantially correct.

Speaking imaginatively, to be sure, but still within the

limits of reasonable analogy, one might say that over-

worked metal "recuperates" through rest much as an

overworked muscle does. But the process is not so rapid,

and perhaps a stronger "tonic" needs to be applied from
external sources.

When a force is exerted upon a body that bocfy is said

to experience a "stress," and any change of shape, how-
ever smail, that the stress produces in the body is called

a "stram." Elasticity is that property of a body, with

which we are aM familiar in a spring, which causes it to

recover its original shape when a stress is removed. The
"elastic Hmit" is the measure of greatest stress that can

be put upon a body without straining it beyond its power
to recover completely, its original shape. If it cannot re-

cover it is said to have a "permanent set"—from which

miany watch mainsprings are found to suffer. "Ultimate

strength" is the measure of the stress required to produce

rupture of the body. "Working stress" is the amount of

stress that is regarded, in any particular case, as safe to

apply, and the "factor of safety" is the ratio of ultimate

strength to the working strength. It should never be less

than 3, and' often it exceeds 5 ; that is to say, the stress

is kept down to from 1-3 to 1-5, or even less, of the ulti-

mate strength.

One remarkable fact developed by experiment is that

time plays a nofable part in the results of the application

if stress beyond the elastic limit. When the stress has

been pushed beyond that Limit a certain time must elapse

before the full strain corresponding to that particular

stress will be developed.

If a piece of iron or steel is subjected to a given load

and the strain is pushed beyond the elastic liinit, and then

the load, or stress, is removed and kept off for a consider-

able interval of time, it will be found', when the load is

again applied, that the ultimate strength of the metal has

in the meantime increased. This comes about through a

hardening process that has taken place during the inter-

val in the metal.

Examination with the microscope shows that over-

strain alters the shape of the metallic grains, elongating

them in the direction of the force. Alternations in the

direction and also in the amount of stress produce

"fatigue." But resit, especially when accompanied by the

application of heat, as in annealing, more or less com-

pletely restores the lost strength.

Synthetic stones are becoming more and more popular.

In our own laboratories in Paris we produce annually over

5,000,000 carats of these gems. The lapidaries of Europe

and American to-day cut more synthetic stones than nat-

ural and imitation stones.

Hints on Gilding

FIRE GILDING.

This is known as the fire-gilding or amialgam process.

Use about three times as much mercury as gold to pre-

pare the amalgam. Heat the gold in a crucible, and when
hot, ad'd the mercury, taking care to remove the source

of heat first. Stir with an iron rod until amalgamation is

complete, and when cool remove the excess of mercury by
straining through chamois.

Have a solution of nitrate of mercury, and when ready,

dip a wire brush into the solution, then brush it over the

amalgam, and apply to the article to be gilded, taking

care to get it into any crevices. Dry thoroughly, and
heat over an open fire that' has a draught or flue, to carry

off the mercury. Repeat the operation, and when the

article shows a uniform gold color, it is finished. It will

need polishing, and should be burnished beforehand.

GILDING PASTE.

Gilding paste can be used' on articles that do not have
to stand wear.

Talc, 4 parts.

Tartar, 3 parts.

Solution of gold cyanide to make into paste.

Just before applying paste dip articles into solution of

ammonium chloride containing granulated zinc, or a weak
solution of zinc chloride.

GREEN GOLD.

To produce this plate in the regular bath and then
transfer to another bath to which sufficient silver cyanide

has been added to give the required tint.

Rose gold is produced by increasing the alkalinity of
the bath. Add one ounce each of potash carbonate, soda

hydrate, potash cyanide to each gallon, and use an in-

creased current, for this effect.

PINK GOLD.

This is the same as for green gold, substituting copper
chloride or nitrate for the silver.

GOLD IN POWDER.
Occasionally one will find it necessary to use gold in

the p»wdered form. There are several ways of making
this, the most economical being electrical, when made on
a large scale. When required in the plating room, how-
ever, the amount is small.

One of the simplest methods is to triturate the gold

leaf with a little honey, in a mortar, then add sulphate of

potash in excess, and grind thoroughly. Treat this with

boiling water, thoroughly, and the gold will be left in a

fine powder.

STRIPPING GOLD FROM PLATED ARTICLES.

For this purpose use sulphuric acid, the commercial
oil of vitrol, as a bath, reversing the current, and using a

carbon cathode. This method has the particular advan-

tage over other processes, in that it does not affect the

base metal, and the article is Recovered in good condition

for refinishing.
—

"Metal Record."
«

In the year 1800 only about $300,000,000 worth of the

yellow metal was in the possession of mankind, an amount
such as is now produced in eight months. In that decade

of the last century which corresponds with the present

decade of this, the annual gold' production was $8,000,000.

In 1850 the treasury of France held but $15,000,000.

Gold was discovered in California and in Australia in

1851, and its world production multiplied itself by ten and

became $100,000,000 a year, a pace which was held for

forty years. Then came the gold excitement of South

Africa, which added another great field to the world's

production but which also gave it a process of extracting

that metal which contributed vastly more than did the

Transvaal.



92 THE TRADER

ELBICO

To build up a business is

to give your customers

good reliable merchan-

dise.

We have such for you.

Our Elbico, Mars and

Civitas are Swiss watches

of "good Quality" at

moderate prices.

Elbico and Civitas are

made m Gents' sizes.

Mars are made in Ladies'

Bracelet Watch sizes.

All above are backed up

by a complete line of

materials.

CIVITAS Diamonds
Loose or Mounted

American and Canadian

gold and gold - filled

Jewelry in splendid

variety.

Watch Materials

Sessions Clocks

Community

Silver Plate

The Levy Bros. Co., Limited
HAMILTON, ONTARIO

MAR«
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L'ORIENT
SOLID INDESTRUCTIBLE PEARl-S

INSOLUBLE
16, 18, 24 and 30 Inch Lengths in Various Grades.

93

"L'Orient" Pearl Necklets will bear the most critical iixspection. • .

You can sell them profitably and be convinced of their Durability, Quality and Beauty.

Not affected by Boiling Water, Heat or Cold.

These Beads are not made of glass.

Hot water expands Glass Beads, causing same to crack or peel.

THE MOST PERFECT COPY OF THE GENUINE

The Levy Bros. Co,, Limited
HAMILTON, ONTARIO
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Reduce Your Stock by
Concentrating on the

Waltham Complete Line

When you handle several different lines of watches, you must necessarily tie up more

capital and incur much more risk than when you concentrate on a single line of known

quality.

Waltham is the only line made which offers completeness. No matter what style

of watch a customer may desire, if you are specializing in Walthams, you can meet his

requirements.

For many years people have been accustomed to associate the name Waltham with

everything that is best in watch mechanism, and our consistent national advertising in

every part of the country is designed to maintain and extend this association.

There is an old saying to the effect that good goods well advertised are half-sold.

This saying is quite true of Waltham watches. Your customer is more than half-sold

on Walthams before he comes into your store. It is almost wholly a question of

selection. He knows he wants a serviceable watch that will tell him the real truth about

time—all the time; and he knows that a Waltham watch will do this. But he looks to

you for help in selecting just exactly the style of watch for his particular purpose. Hence

the importance of carrying a really representative stock of Walthams. By eliminating

the lesser known lines of watches, you can carry a more comprehensive range of

Walthams, while at the same time reducing your total stock and the amount of capital

invested.

Next time your jobber's salesman calls, get him to show you how complete the

Waltham line really is.

Waltham Watch Company, Limited

MONTREAL
Makers and Distributors of

Waltham Products in Canada

Factories: Montreal, Canada, and Waltham, U.S.A.
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Weather Man Smiles Upon
Hamilton Jewelers' Picnic

For the first tiiTie in more years

than many of them care to remember,

the Weather Man endorsed the Ham-
ilton district jewelers' picnic (the

fourteenth of its line) with the au-

gust seal of his approval. No day

could have been finer than Wednes-
day the 25th of August when jewelers

representing not only Hamilton but a

good portion of Western Ontario

gathered at the Dundas driving park,

with their wives and families, for an

afternoon of sports and amusements.

Even the sports were long on the

amusement end. \\'ith the exception

of a few straight races, the after-

noon's card was composed mainly of

"freak stunts,"' some of them new,

and all of them vastly entertaining.

Radial cars were engaged to take

the party out from Hamilton, leaving

the city shortly after one o'clock. It

was pretty much an automobile picnic,

however, since most of the Hamilton-

ians and practically all the outside

visitors motored to Dundas. Car after

car, gay with flags, honked its way
into the park and around the circular

drive to the established parking space.

Strangely enough, nearly all of them
arrived on time.

In keeping with venerable custom,

the soft-ball game between Hamilton
jewelers and outsiders was the star

event of the aftenoonr. The game
was started pretty well on time, and
was carried, through its seven innings

with a zip. A world's series encount-
er could scarcely ha\-« engendered
more excitement, and certainly would
not have been half so entertaining.

Frequent changes in the personnel of
both teams soon caused the disgusted
scorer to give up the attemipt to keep
track of anything more than the runs
—and even so far as those were con-
cerned, there is a distinct suspicion
that his efforts were governed more
by a desire to see everyone happy than
by a mania for facts.

iHowever, it was a splendid game,
being featured equally by the demon

The TR.^DER.

pitching of Wallace Lees (who seems

to have been removed from the box
toward the end of the game for the

sole purpose of giving the visitors a

chance), and the brilliant though er-

ratic fielding of Ben Chapman out in

left garden. In a whirlwind final in-

nings the outsiders crept well up on
the city team's long lead, but fell short

of the necessary three more runs to

tie—the game ending 15-12 for Ham-
ilton. The official scorer assured

The Trader that he could have made
it closer than that, but considered

15-12 a creditable score and one not

likely to be called in question.

Scarcely was the game over when
K. H. Flach of. St. Thomas, the offi-

cial announcer (appointed for life),

came with his little megaphone and
shooed everyone over to the shade of

the trees, where the official group
])hotograph was taken—unfortunate-
ly, as events have since proved, a
-dud."

Then attention turned to the races
and congests, of which there was a

good number. Among the more
amusing was the balloon race for
ladies; but unfortunately the course
lay at right angles to the wind, the
balloons strayed far afield, and before
things could be straightened out, all

but two of Ithem had "popped." The
nail driving contest, also for ladies,

was a thrilling event. Like golf, low-

score counted. Some took from
twenty to twenty-five strokes to drive
their nails home. The majority suc-
ceeded in from ten to fifteen. Four
only got under ten, and of these two
tied at seven. On the play-off, one
again counted seven, but her compet-
itor broke all records by driving the
nail firmly home in five strokes.

The mule race, a "mixed" event in

more ways than one, was provocative
of peals of mirth at the expense of the

participants. Blind-folded gentlemen,
on hands and knees, were supposed to

be driven to the finishing line by fem-
inine drivers. Most of them, how-

ever, had ideas of their own about the

location of the finishing line, and, not

waiting to be driven, gambolled mer-

rily off, getting themselves and their

guides inextricably tangled up with

one another and the crowd of spec-

tators. A few, more by luck than

good judgment, struck the proper di-

rection and crossed the line.

The jockey race for men—on kid-

dy-kars—was another screamer
; but

the most hilarious of the programme
was the centipede race for four-men
teams. Out of half a dozen starters

only two teams finished, the remainder
piling themselves up in various wierd-

ly assorted heaps by the way.

After dragging the retailers all

over the. lot, more or less, for an easy

first count, the wholesalers failed to

repeat in the tug-of-war, and lost two
straight to their lighter but better or-

ganized opponents. Or was it that the

retailers hunched? We do not pro-

fess to know. It was a hard-fought

match however, with the betting even.

The games finished just in time for

supper, which was served in the pa-

vilion. Afterwards Mr. Levy, pre-

siding, called upon S. H. Lees to

propose the health of the visitors, to

which Ben Chapman and J. S. Smith
were called upon to reply. Several

others spoke briefly, and the gathering
broke up about eight o'clock, wishing,

every one of them, that it were not

necessary to wait until next year for

a repeat performance.

ONTARIO
In Toronto and throughout Ontario,

trade is reported to be pricking up its

ears and taking a new lease of life,

and especially is this true in jewelry
lines. Since the beginning of August
business has been picking up. and the

advent of the Toronto Exhibition, as

usual, introduced the fall activity.

Stocks are in good shape as to quan-
tity and value, and in point of quality
it is doubtful if they have ever been
better. Big and small jewelers alike

are showing in their windows an al-

luring choice of tasty goods, and
while prices are high, the purchasing
public is recovering from the fright

of the luxury tax, and is inclined so
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MEIULOOM
PLATE

Hhe Choice from Generd*ion to Qeneration

CANADIAN W^ AROGERS LIMITED
TOROKTO.
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far to discount the seriousness of the

rumors concerning this industry or

that throwing men out of employment.

In most cases the number of men dis-

charged has been relatively small;

and the chief effect so far has been

—

in some cases at least, such as the

clothing trades—an actual increase in

production, due to the fact that work-

ers are getting over their independent

inclination to do only so much wor'k

as they feel like doing and insist on

full pay for that.

With a distinct increase in per cap-

ita production, therefore, with just a

few inefficients out of employment to

throw a scare into others who might

be tempted to loaf, and with a bump-

er crop in the process of being gar-

nered, prospects look good, not for a

record fall business, but for a healthy,

profitable business which will bring

no reactionary slump in its train.

There is an inclination, now that

the manufacturers and wholesalers

are in a better position to fill orders at

short notice, to order in small lots,

and frequently. This, for those who
are able to do it, will mean a more

rapid turnover, greater ability to take

advantage of cash discounts, assur-

ance of having the latest styles in

every line of goods, and a better abil-

ity to meet any contingencies that

may arise.

The fact that certain manufacturers

of jewelry and allied lines have closed

down or restricted operations tem-

porarily is not to be regarded too seri-

ously. With many the closing is but

a further spread of the practice

whereby the two weeks' holidays al-

lowed each' employee are taken in a

group, the entire staff going on va-

cation and returning to work at 'he

same time—a much more efficient plan

in certain branches of industry than

that by which the disturbing, unsett-

ling holiday season is scattered over

the entire summer. With others the

vacation is being extended this year
over a more lengthy period, in some
cases of five weeks, due to the fact

that through the summer slackness of

business • the firms had managed to

catch up with back orders and get a

little ahead. Those who are laying off

a section of their staffs are, speaking
generally, firms which found it ne-

cessary to unduly increase their staffs

during the rush periods of last year
and early this year, so that the pres-

ent reduction is not so much a reduc-
tion as a return to normal.

The situation contains none of the

evidences of a '"boom" period, it is

true, but from that very fact it con-
tains no threat of a reactionary slump
to follow. Taken generally, the jew-

elry trade here regards itself as being

in a sound position.

Local jewelers are worrying to

some extent over the threatened in-

crease in freight and telephone rates.

They regard both these applications

for increases with especial disfavor if

only because they come at a time when
the prospect seems to promise stability

and a rest from increased costs. Es-

pecially do they challenge the right

of any labor organization, whose av-

erage pay is as high as that of rail-

waymen, to insist upon still higher

wages just when the turn of the tide

has come, and when a period of sta-

bility, if not actual price recession, is

at hand. Such wage increases might,

of course, lead to increased immediate

expenditures in the shop of the jew-

eler, as was the case throughout 1919;

ijut the trade locally has had enougVi

of boom periods and extravagent pub-

lic spending, and realizes that in the

long run such things are not profit-

able.

Ontario which he had not visited for

over a quarter of a century, having

left Ontario in the early days and

gone into business at Shoal Lake,

Man., where he remained many years.

He ran across a number of old-timers,

however, among them "Brer" Wil-

kinson, of the P. W. Ellis staff, and

was able to learn a great deal of the

men of the "good old days,''

The story has just come out how
central's "Line busy !" made it possible

for the robbers who held up Rosen-

thal's jewelry store, Toronto, for

$50,000 worth of diamonds a few

months ago to elude the clutches of

the police. Chief Constable Kerr of

Oakville, is credited with the state-

ment that had it not been for the fact

that he was unable to telephone the

authorities at Burlington on account

of the line being busy he could have

had the robbers arrested, as they

passed him only ten minutes before

he received word from the police at

A group of the picnickers at the Geo. H. Lees & Co., annual picnic, held this year
at Bronte, August 7th,

Mr. .R W, Russell of iMcLeod, sec-

ond vice-president of the .\lberta

Jewelers' Association, was a visitor at

the office of The Trader recently.

Mr. Russell has spent the greater

part of the summer in Ontario visit-

ing numerous relatives, and nursing

several ribs which he had the misfor-

tune to fracture in an accident at a

summer resort soon after his arrival

in the East. We are glad to be able

to say that he is well on the way to

recovery, and appears to have suffer-

ed no permanent disability from the

mishap.

Another visitor to the Trader
office last month was Mr. R. Coulson,

of the Canadian Ball Watch Com-
pany, Winnipeg. Mr. Coulson had
been spending his vacation on tour,

visiting the Chicago and Cleveland

offices of his firm, and getting ac-

quainted with all the folks. -He was
much impressed with the greatness of

Chicago and the beauty of Cleveland,

as well as with the up-to-dateness of

the Ball head offices and the charm
and courtesy of its chief representa-

tives. He wound up his trip with a

visit to his old stamping ground in

Toronto to be on the lookout for them.

It has been suggested that the author-

ities should have exclusive use of the

lines in such cases as this.

An interesting thought unpleasant,

contretemps in connection with this

case, was the arrest in Florida of D.
C, Ellwood, a native of Canada who
has for some years been a respected

and prominent citizen and husiness
man of Miami, Florida. Through
some error on the part of the police,

the car in which Mr. Elwood had been
touring Western Ontario and Toron-
to a few dajs before the robbery, was
mistaken for ):hat in which the rob-
bers todk flight. It was traced to

Florida without difficulty, and Mr,
Elwood was placed under arrest.

Waiving extradition, he came volun-
tarily to Toronto, where his inno-
cence and non-complicity with the

robbery were firmly established. The
trip cost him considerable inconveni-
ence and injury to his feelings, as

well as some $5,000 cash. He is tak-

ing legal action to recover.

Meantime the real robbers have
probably had time to get their skirts

entirely clear of the police net, seek
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BUXTDN

KEY KA5E
Saves the Pockets

HERE IS the most successful receptacle for keys we have

ever seen. It fits vest or hip pocket, or lady's hand bag,

without "bulging." Each hook holds two keys. Each key is

°asy on, easy off, and easy to find—even in the dark. This Key

Kase is just about as far ahead of the old bulky key ring as the

fountain pen is ahead of the quill!

We can supply Key Kases in all leathers at a good discount

under the Canadian retail prices, given below. They come

packed in neat counter display boxes, together with colored

window cards. If you want a high-grade leather novelty with

practically no limit to its market, stock this Key Kase. Write

for proposition.

Rowland & Campbell, Ltd.
Winnipeg

Consumer Prices in Canada
STKER HIDE

5660—4 hook
5630—6 tiook
.5699—8 h<K)k

Nicki'l

liooUs

.40

.50

.75

Gold
PlatPil

Hooks

PIG SKIN IvEATHER MNED
(;<jid

Nickel
Hooks

5644—4 h<M>k .... %\SM
5610—6 hook .... 2.00
5684—8 hook .... 2.40

I'latfd

Hooks

$1. ( .T

2.25
•2 7.=;

GENIINE row HIDE
5640—4 hook .... $ .65 .$ .85
5615—6 hook .... .85 1.20
5680—8 hook .... 1.25 1.60

REAL PIG SKIN
.5661—4 hook .... $1.00 .$1.25
.5631—6 hook .... 1.25 1..50

.5685—8 hook .... 1.50 1.90

GENUINE GOAT MOROCCO
.5648—4 hook .... $1.25 $1.50
5822—6 hook .... 1..50 1.75
5689—8 hook .... 2.00 2.25

AIiIJ(;ATOU CAIiF liEATIIER
LiINF:D

.5652—4 hook $1.50 $1.75
5625—6 hook - 2.00 2.25
5692—8 hook .... 2.40 2.75

caijF skin leather lined
5643—4 hook .... $2.00 $2.25
5613—« hook .... 2..50 2.75
5683—8 hook .... 3.00 3.25

REAL SEAL LEATHER LINED
5641—4 hook .... $2.00 $2.25
.5611—6 hook .... 2..50 2.75
,5681—8 hool. .... 3.00 3.25

EASY TO USE

'^
1^Flat '

Smooth

Neat 1^^ i<. ^^^^^^H

Manufactured ^^^^^^^H
only by ^^^^^^^
L. A. W. NOVELTY CO.
Springfield,. Mass., U.S.A.
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the pro'.ection of the "diamond ring,"

dispose of their booty and retire into

solitude to plan another assault

against legitimate business.

Percy B. Ball, who for thirteen

years was identified with the Frank

M. Whiting Co., of North Attleboro,

first as designer and later as executive

in charge of the factory, has now as-

sociated himself with Messrs. Stan-

ley & Aylward, Ltd., of Toronto and

Montreal, as active partner in charge

of manufacture. Mr. Ball will make
his headquarters in Toronto. When
his impending departure from North

.\ttleboro became known among his

close acquaintances, he was the recip-

ient of numerous substantial gifts and

choice expressions of their regard,

which included a special ecxursion in

his honor by the Utopian Club of

Providence, of which he has been an

active member since its inception, and
for some years president. He was
also surprised one morning by the

presentation of handsome testimonials

from the shop employees, the office

force and the management. It was
with deep feeling that he responded

to these culminating expressions of

good will. Mr. Ball has crossed the

line to take up his new duties in To-
ronto. For the present his wife and
family will remain at their home in

North Attleboro, but expect to move
to Toronto early in the fall.

Henry Birks, of the firm of Henry
Birks & Sons, Montreal, passed

through Peterboro recently in his

cruiser on a tour of the Trent Vallev
Canal, and has written a letter to G.

K. Fraser, president of the Trent
Waterways Develoi)ment Associa-
tion, remarking upon the lieauty of

the route, and stating that hereafter'

he will visit the district annually.

R. J. Austin has opened a jewelry

store at Brighton, Ont., according to

announcements in the press. He will

carry a complete stock of the usual

lines.

Thomas N. Rickard. who for some

32 years has conducted a large jewel-

ry business in Bowmanville. died very

suddenly of heart failure on August

13th, at his country home on the

Kingston Road, east of Darlington.

On Auguslt 12th he was doing business

uptown, but remained at home the

following day, and passed away dur-

ing the afternoon. Most of his adult

life had been spent in Bowmanville,

having served his apprenticeship in

the dry goods house of the late Frank

Y. Cowle, soon after arriving in Bow-
manville from Cornwall, England, in

1868, and later learning the jewelry

business in John J. Mason's estab-

lishment. For some years he was
with the Savage jewelry store, Guelph.

later returning to Bowmanville and

opening a large jewelry store which

he personally managed. 'Mr. Rickard

bought a farm on Shaw section sev-

eral years ago, where he made his

home. He served as Councillor and

was always a Conservative, and in

religion a Methodist. He never mar-
ried and all his relatives live in Eng-
land.

The firm of Carl Austin & Co. have

just issued their French Ivory -Cata-

logue for th( coming Christmas sea-

son. This is the fifth annual cata-

logue, and it is bigger and better than

all previous numbers. The company
is now manufacturing all its own toi-

letware, except'ng mirrors and brush-

Count 'em—fifty. eight bass! This is an afternoon's catch made on LakeCouchichmg by IVIr. E. P. Sternberg of H. & A. Saunders, Limited, and his
friends.

es. The prices quoted are subject tn

the regular discount of 50 per cent,

thereby enabling the jeweler to sell

direct from the catalogue to his pros-

pective customers in the event of en-

quiries for certain articles tliat h*" has

no": in stock.

Mr. W. W. Cole, of the J. Coulter

Co., Ltd., Toronto, for many years

connected with that company, is mak-
ing a special trip during September to

Winnipeg, Vancouver and other towns

in the West, in the interests of hi>

firm. He expects to enjoy a most

profitable and pleasant journey.

Mr. Fred W. Westren left about

the middle of August for Western

Canada, and while at the time of

writing he had not got very far, t'^e

orders he had sent in indicate good

business in Western Canada this fall.

His novelty advance card has been

causing considerable comment.

W. A. (Bill) Bradford is picking

up some splendid orders in Ontario for

the well-known Hamilton manufac-

turers, Messrs. George H. Lees & Co.,

Ltd. While there has been some talk

of a falling off in orders, the Lees Ma-
ple Leaves and Emblem lines are so

constantly in demand as to insure

good fall business for this "Superior

Quality" House.

The fourth annual picnic of the

employees of 'George H. Lees & Co..

Ltd., was held at Bronte Park Satur-

day, August 7th. Around 150 em-

])loyees, and wives and children, were

present. The party journeyed to the

park by motor, and after an exciting

and interesting series of games, a corn

roast and supper were served, after

which the younger people enjoyed an

hour's dancing. The i)icnic was voted

to have been the mo>t successful yet

held.

The Benedict-Proctor travellers

are starting out this month with a line

that will interest the trade, known as

Polychrone. Mr. L. G. Proctor, presi-

dent, is looking forward to seeing his

many friends in Montreal and Quebec
during Septemljer and October.

WESTERN ONTARIO
N. Agranove, of East London,

while going to his store one evening

recently, was struck by the suspicious

actions of a couple of youths who
were loitering nearby. He directed

the attention of the police to their ac-

tions and when Mr. Agranove and
the officer, after having made a de-

tour, came around through a rear

lane, they surprised the youths. They
succeeded in making their esca{)e, but

one left a bicycle which is still at the

rolice station awaiting an owner. The
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The Playtner Classes (

No. 3 Contioued from\
Page 138 Aug. Trader /

Type of the First Watches Made at

the Institute, but Not the First
Watches to be Made in Canada.

When in the spring of 1 890 the proposition was made to

Mr. Playtner that he should become the instructor in the

proposed school, he demurred, as he did not consider*

himself sufficiently qualified to hold so important a post.

He was told he was the man for the place and was

finally prevailed upon to undertake the work. He had

spent a decade in intensive study of the trade, his interest

was such that he could tell the make of five different American watches apart by the tick.

Very early he had set for himself the goal, however, to seek employment at the ideal fac-

tory in Elgin, in which the best planned, mec'ianically produced watch was made.

Thus his plans were changed, and then it was found that he had unconsciously fitted him-

self for the place he was now to fill. Even before starting the school he had made the cal-

culations and drawings of a suitable watch to be constructed by beginners. It was an 18

size O.F. movement, the first ones being completed in November, 1 890. The barrel was

pitched 1 1 4 degrees to the right of the 4th wheel. It was so planned that the only changes

necessary for hunting case movements were to p tch the barrel 160 and the winding afbor 90

degrees to the right of the 4th wheel. The mainspring was seven widths wider than m the

ordinary American movements fitting the same case.

THE HENRY'S AT LENNOXVILL^, P.Q., MADE
WATCHES MANY YEARS BEFORE

In August, 1919, The Trader published an article concerning their work, written by Mr.

F. R. Bentley, editor of The National Jeweler, Chicago, who is one of our former students,

and the first one to come to Canada from England for the purpose of attending our school.

We, too, have learned to know and appreciate the late Mr. George Henry, and have plea-

sure in endorsing the statements concernmg their work. Their endeavors were conceived

with splendid vision and carried on with the fi :est courage. '

No one rejoices more than we that every other one of their projects proved financially suc-

cessful, and that they were well-to-do, proving they were sound business men as well as

exceptional mechanics. Moral : no one shoul d lower himself and the trade by remarks about

"only watchmakers—just mechanics." The w Jchmaker has reason to be proud of his work,

for the chariot of his art is linked to the stars. He is the timekeeper of the nation, as Mr.

Bentley puts it.

(To be continued.)

Canadian Horological Institute
Limited

Preston, Ontario
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police believe that Mr. Agranove, by

his prompt action, has helped to break

up the activity of a gang which has

been responsible for an unusually

large number of petty store thefts

lately. Thefts of jewelry from homes

have also been unusually numerous.

"Dollar Day'" in London last month

was one of the most successful mer-

chandizing days that London mer-

chants have ever known. PerfeC

weather prevailed, and with wide ad-

vertising crowds of shoppers were at-

tracted, many of them coming from as

far as fifty miles. iHundreds of farm-

ers came in by ^motor, and so many
cars were parked on some streets that

they became impassable. London
jewelers backed \ their advertising

messages in the local papers by mos'^

attractive window and store displays

and reaped a splendid harvest of

sales.

C L. Von Gunten, of Blenheim,

Ont., has purchased the splendid prop-

erty on the Gravel Road, just outside

the town, known as the Crossland

property. It is one of the most at-

tractive situations in the district.

Savage's jewelry store. Guelph, was
robbed early last month of diamond
jewelry valued at several hundred
dollars. The window was smashed
with a stone, in the early hours of the

morning, and the tbief helped him-
self to what was within reach. The
police heard and saw nothing until

the loss was discovered some time
later.

J. T. Clarke, jeweler, of Elora,

Ont., has sold his fine residence at

the corner of Geddes and Church
Streets.

Secretary Harry Young, of' the
London Jewelers' Club, spent a most
enjoyable vacation in Muskoka.

Arthur Brillinger, of Arthur, Ont.,

was a recent visitor with relatives at

Walkerton, Ont.

'George Reid, of the T. H. Baker
Co., London, has returned after

spending his holidays at Toronto.

Kenneth C. Vizzard has purchased
the jewelry business of G. B. Hillmer,

at Wheatley, Ont., and takes posses-

sion immediately.

Miss Alice Harding, assistant book-

keeper for the T. H. Baker Co.. of

London, spent her holidays at Ipper-

wash Beach on Lake Huron.

T. Wilford Jones, of the Charles

H. Jones Co., spent part of his vaca-

tion at Hamilton. Mrs. Jones has just

returned after spending some weeks

with relatives at Windsor.

At the recent big Western Ontario

Gladioli Show, held in London, the

silver cup donated by John A. Nash,

was won by S. F. Wood.

W. G. Young, of London, following

his vacation at Corunna, Ont., enjoy-

ing boating and fishing, left to attend

the convention of the A.N.R.J.A. at

Louisville, Ky.

»

MONTREAL AND BAST.

Helped by Constablse Bourque, of

the City Hall Avenue Station, J. N.

Leclerc, jeweler, of 199 St. Catherine

street east, ran to earth and arrested

a man whom he charges with the theft

of a diamond scarf pin valued a;

$100. He further charges that the

man tried to blind him with red papper

in order to make away with the pin,

which he was showing for sale in his

store. According to the story given

to the police, Leclerc was in his store

shortly after 11 o'clock on August 16,

when a young man stepped in and ask-

ed to be shown diami ^ scarf pins.

Leclerc showed them and the man
decided upon one. He asked the jew-

eler for a certain kind of box, and
when Leclerc rose from underneath

the counter with the 'box the man
threw red pepper into his face. Le-
clerc's eye glasses, however, saved his

eyes, and when the man made away
with the pin he gave chase. The man
was finally cornered in a lane off St.

Elizabeth street, a short distance

above St. Catherine street, and, with

the help of Constable Bourque, who
came along at Leclerc's call for help,

he was placed under arrest.

Trade on the whole here appears to

be better in the jewelry line than it

has been for many years, although the

retailers complain that the usual sum-

mer dulness is quite noticeable.

Caron Bros., one of the best-known

wholesale jewelers and 'manufacturers

of jewelry articles in the city, told

The Trader that trade is at present

very good in the West, although in the

East and in Newfoundland it is only

normal, and, if anything, a little below

normal. Souvenir business this year

is stated by this company to be the

best that they have had during the

last eigh' or ten years. This they ac-

count for by the fact that automobile

tourists this year have been augment-

ed in number by the influx of many
American delegates to the various

conventions which have been held

here during the past few mon'^^hs.

Questioned about the luxury tax,

Mr. Sharpe, of Caron Bros., stated

that this had now been almost forgot-

ten by the ordinary buyer, and that

the 'rade had already begun to steady

up again from the condition into

which the imposition of this tax

placed it. At present, said Mr. Sharpe,

the tax is not detrimental to the trade,

and, although at the time of the de-

cision of the 'Government to levy the

tax there was a grea* hue and cry

against it, it has proved of no more
hindrance to the jewelry trade now
than an income tax is to a million-

aire.

Amongst the Canadian goods which

are selling best here, Caron Bros, be-

lieve that the enamel lines are the

best.

Questioned about the retail trade in

the city Kichard Hemsley, the well-

known Montreal jeweler, stated that

it is not as good as last summer, al-

No', kind reader, this is not a quartette of much-wanted jewel bandits, but a group
of four more or less highly respected citizens. As neither their wives nor their mothers
would recognize them, much less anyone else, it is necessary to state that from left

to right they are—Alf. H. Baker, treasurer of the Hamilton District Jewelers' Club;
Gordon McLaren, vice-president of the Ontario Jewelers' Association; O. M. Ross,

secretary-treasurer of the C.N. J. A., and ex-Controller Wright, of Hamilton. They are
shown camped at "Dead Man's Island," Deer Lake, in the Parry Sound District—
a locality whose name and scenic equipment harmonize delightfully with the costumes
shown above.
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WHEN YOU
RECOMMEND

DAVID BELAIS' 18K WHITE GOLD
( The white gold that stays white)

FOR
REMOUNTS

YOU
are creating new business that

WILL LAST
You can furnish a mounting made of BELAIS'
WHITE GOLD and about $175 WORTH
OF DIAMONDS for the price of a mounting
made of Platinum, assuming the mounting
made of BELAIS' WHITE GOLD weighs
10 dwts.

The Color is the Same.

Styles in Jewelry Change.

Give It a Thought.

DAVID BELAIS
13 DUTCH STREET, NEW YORK
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though there is very little to complain

about so far in the retail trade.

Mr. Hemsley made the original

statement that he believed that the

comparative slackness this year was

mainly due to the fact that last year

there were a number of returned sol-

diers in the city who spent a large

portion of their gratuity and pay in

buying jewelry for their relatives and

themselves. This year, of course,

these men have left the city and the

small number who remain have either

spent their money- or placed it at a

bank.

Mr. Eaves, of Edmund Eaves, Ltd.,

manufacturing jewelers, told The
Trader that trade, as far as manu-
facturers in this line are concerned, is

very dull, although the trade amongst
the smaller dealers in the city here,

which has been very poor recently, is

beginning to pick up fast.

Most of the number of jewelers

who have been away for their summer
holidays are now back in the city, and
business, which has been in the hands
of sometimes young subordinates dur-

ing the hot weather, has now to be

worked up again.

Statement of other jewelers, both
small and large, are corroborative of

those made by those quoted above, and
all seem to be to the effect that for

this time of the year the Montreal
jewelry trade is still on a firm basis.

Mr. H. C. Page, of St. John, to

whom credit must be given for much
of the preliminary work of education

Mr. J. R. Anderson, jeweler and

optician, of New Glasgow, N. S., has

moved into a new store in the Rose-

land Building on Provost street. He
is ideally situated and now has one

of the neatest and most attractive

stores to be found. He has equipped

a special optical room and is thus pre-

pared to give every attention to all

branches of his business.

Mr. H. C. Page.

toward the organization idea in New
Brunswick, has been elected president

of the newly-created New Brunswick
Jewelers" Association.

MANITOBA AND WEST
The harvest season finds Winnipeg

jewelers experiencing a business de-

pression sijch as is generally looked

for about this time of year. Com-
plaints are heard that the slump is a

bad one, as compared with the same

periods in other years, but there is

every indication that September will

bring with it a marked revival in trade

conditions generally. It is now as-

sured that the crop will l)e consider-

ably better than the average and the

prices the highest on record.

An interesting event to the trade

this past month was the return to the

city of Lieut.-Col. W. J. Sinip.-;o:i,

who for nearly five years servrd a^

director of contracts in connection

with the Canadian expedi ionary

forces. Prior to the outbreak of war

Col. Simpson was connected with the

wholesale jewelry firm of Rowland &
Campbell here, and is well known to

the members of the trade.

Col. Simpson left Winnipeg as a

lieutenant in the 100th Grenadiers. In

July, 1915, he was notified that his

services had been requisitioned by the

Canadian military headquarters in

England. When he arrived in the Old

Country he found that the new estab-

lishment with which he was to be

connected had been completed, and in

the meantime he was assigned the

post of paymaster of the 9th Reserve

Battalion at Shorncliffe. In Septem-

ber, however, Major-Gen. A. D. Mc-
Rae was appointed director of supply

and transport and organized the C.A.

S.C. headquarters at Sandgate, to

which Col. Simpson was attached as

purchasing officer. The following

year the contracts branch was organ-

ized and Col. Simpson was made chief

purchasing officer, an appointment

which was later enlarged to that of

director of contracts. By an Ottawa
Order-in-Council the director of con-

tracts was given supervision over the

expenditure of all Canadian public
'

funds in England. This included the

purchase of arms, guns and munitions,

horses, forage, medical and surgical

supplies and other commodities used
by the expeditionary force.

Following the armistice in Novem-
ber, 1918, the Military Council issued

orders that all supplies and govern-

ment stores in England were to be dis-

posed of, and Col. Simpson was made
director of sales, in addition to his

duties as director of contracts. He
conducted a series of auction sales at

all of the Canadian military depots,

the prices realized in many instances

being in excess of those originally

paid. During the past three months
Col. Simpson has been engaged in

closing the official records of the con-

tracts branch in Ottawa. Prior to be-

ing identified with Rowland & Camp-
bell, he was with Robinson & Com-
pany here, and later he conducted a re-

tail china and crockery business on

Portage avenue. At the time of writ-

ing. Col. Simpson is enjoying a holi-

day at Winnipeg Beach.

Persistent work on the part of the

police in Saskatchewan and Edmonton
led to the arrest of William A. Bowls,

who claims to reside in the latter city,

and who pleaded guilty to the burglary

of William Sagar's jewelry store at

128 20th street. Saskatoon. Bowles
made off with a large quantity of jew-

elry, including 27 watches, on May
10th last. His record showed several

convictions in the West, and at this

writing he is awaiting sentence for his

escapade.

The Saskatoon opticians have de-

cided to close their establishments on

Saturday afternoons in future, instead

of on Wednesdays, as has been the

practice heretofore. To remain open

on Wednesday was found to be a bet-

ter business proposition.

George Markle, one of the joint

managers of Henry Birks & Sons'

Winnipeg stores, is numbered among
the directors of the Winnipeg Pro-

ductions,, Ltd., a local company form-

ed to reproduce Ralph Connor's '"The

Foreigner," in a feature film. The
subscribers to the stock are to number
20iit $5,000 each.

i^Amber has been discovered at Cedar

Lake, 180 miles southeast of The Pas,

on the Saskatchewan River. New York
and Toronto capitalists have already

interested themselves in the find, and
it is expected that the discovery may
liave a commei;eial significance in the

near future.^\mber has been known
to exist in that territory for years.

The last find was in the muck and

sand in the borders of the lake, and

the stuff is said to be so plentiful that

a canoe could be filled with it in less

than an hour.

W. M. Birks was a recent visitor to

our British Columbia from the firm's

headquarters at Montreal. Mr. Birks

stayed with us for a few dav5 and ad-

mired our pro.sperity and genera!

aspect of business activity.
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RAILROAD WATCHES
Hamilton Watches

18 Size, All Lever Set Movements

N'o. 946—23 J. O. F $73.50

Xo. fl40—21 J. O. P 58.00

16 Size
Xo.

950—0. F. 23 J.—P.S. or L.S. $102.00
9.52—O. P. 19 J.—P.S. or L.S. 75.00

992—O. P. 21 J.—P.S. or L.S. 64.50

996—O. P. 19 J.—L.S. only . . 59.00

972—O. P. 17 J.—L.S. or P.S. 46.00

Elgin Watches

VERITAS, O. F. NICKEL

16 Size. 23 Jewels $80.00

Father Time, O. F., Nickel
16 Size, 21 .Jewels $64.50

B. W. Raymond, O. F., Nickel
16 Size, 19 .Jewels $56.00

ALL MAKES
AND GRADES

Prices to Consumer

including

Luxury Tax

Ball Watches

Illinois Watches

16 Size, 23 Jewel.s, 14k Case .

.

16 Size. 23 Jewels, G. P. Case

16 Size, 21 Jewels, 14k Case .

.

16 Size. 21 Jewels, G. F. Case

16 Size. 19 Jewels. 14k Case ..

16 Size. 19 Jewels, G. P. Case

$160.00

120.00

148.00

108.00

140. JO

100.00

When you want Railroad

Watches, send your

orders to

BUNN SPECIAL
18 Size, 21 Jewels, adjusted,

6 positions $55.00

BUNN SPECIAL
16 Size. 21 Jewels, O. P., ad-

justed, 6 positions 63.00
16 Size. 23 Jewels, O. P., ad-

justed, 6 position." 75.00

A. LINCOLN
16 Size, 21 Jewels, adjusted,

'i positions, 0. P CO.OO

BUNN
16 Size, 19 Jewels, adjusted,

.> positions 55.00

Waltham Watches

"Maximus" 23 Jewels, Nickel.
Adjusted to temperature, isochron-
ism and positions.

*6 Positions Winding
Indicator $225.00 Dactyl

5 Positions 205.00 Daffodil

"Vanguard" 23 Jewels, Nickel.
Adjusted to temperature, isochron-
ism and positions.

•6 Positions, Winding
Indicator $115.00 Dahlia

5 Positions 95.00 Dairy
•"Crescent Street" Winding

Indicator.
21 Jewels $88.50 Dash

"Crescent Street"
21 Jewels 75.00 Dart

•".\'o. 645"
21 Jewels 70.00 Daughter

"Riverside"
19 Jewels 72.50 Dawn

The Canadian Ball Watch Company, Limited

CONFEDERATION LIFE BUILDING, WINNIPEG, MAN.
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BRITISH COLUMBIA.

The display of prizes in one of the

large windows of the Hudson's Bay

store during the first week of August

certainly proved a wonderful attrac-

tion, more espeically for Scottish peo-

ple. The glittering array, the centre-

piece of which was a massive silver

cup valued at $1,500, constituted the

prizes for competition at the thirty-

fourth annual Caledonian Games of

the local St. .\ndrew's and Caledonian

Society, held this year at Hastings

Park. The fine aggregation of silver-

ware, gold and silver medals, was un-

doubtedly the most valuable ever seen

in Vancouver City, totalling a value of

well over $3,000. Despite soaring

costs of medals and engraving, the

committee wisely decided to retain the

high standard set in medals in pre-

vious years and pay the extra 30 per

cent., rather than pay the same price

and give inferior medals to the win-

ning competitors. The huge silver

trophy, believed to be the largest sil-

ver cup manufactured in the Domin-
ion, is the famous Stewart Trophy,

presented by Major^General J. W.
Stewart ; the trophy is put up for an-

nual competition by organized pipe

bands and around this cup was group-

ed such a collection of medals plate as

would gladden the eyes of any athlete.

The display was admirably staged and
attracted much attention to the Hud-
son's Bay window. While Seattle

Pipe Band carried away the Stewart
Trophy last year, the Victoria Pipe
Band were this year the fortunate con-

testants.

In connection with their fountain

pen department, Messrs. Henry Birks

& Sons have a special pen service,

whereby patrons of the store are in-

vited to bring their pen troubles. A
"pen-fiilling station" is free to custom-

ers of the store.

Some remarkable window displays

have been seen at O. B. Allan's during

the period of their annual mid-summer
sale of jewelry, watches and general

goods. The sale was held for one

week only, with a desire to reduce all

overstock, and was most successful

from the viewpoint of turnover. The
window displays were changed fre-

quently during the sale, special offer-

ings being made daily. Mr. Allan re-

ports that the tourist traffic has as-

sumed phenomenal proportions during

the present summer and that business

has been very good indeed.

The staff of Robert Macdonald, all

who have been with the firm for two
years or over, are rejoicing in the

gift of a bonus of 10 per cent, on
their yearly salary. To the majority

Employers of the O. B. Allen Co., Vancouver, make merry at their recent picnic
at Selma Park.

of recipients the timely gif" came on

the eve of their summer holidays.

The third annual excursion of O. B.

.Mian's employees and their families

was held on Wednesday afternoon,

.August 4, to Selma Park. The excur-

sionists to the number of nearly 100.

upon reaching the park, were enter-

tained to a very enjoyable luncheon

in the dining-room of the park pavil-

ion. ,A spirited series of snort:? and

games followed.

Henry Jacoby, of Jacoby Brothers,

manufacturing jewelers, has outjncd a

bright little store .loposite the Geneial

Post Office. While a general line of

fine jewelry is .loticed in t'le diiplav,

the slogan of the new store is: "I buy

and sell diamonds."

Robert Macdonald, Hastings street,

has turned his busitiess into a limited

liability company, creating more in-

terest in the old-established business

by allowing; 'the heads of departments

to acquire shares.

Harry Pickering, well-known jew-

eler, came off second best in a recent

scrim at a lacrosse game, when he

uried to stop a terrific shot by Mc-
Laren.

P. Powell's sweet peas are this year,

as usual, a perfect show, his residence

in Lynn Valley being a regular show-

place for residents of the north shore.

He has grown some magnificent

blooms, and these have helped to make
a perfect riot of bloom when displayed

in the local Birks store, where Mr.

Powdl is in charge of the mail order

department.

'George E. Trorey, managing direc-

tor of Messrs. Henry Birks & Sons, is

on the directorate of a new merger of

local companies, whereby be'tter fire

patrol and telegraph delivery service

will be guaranteed to local business

men. The new company is named the

New British Columbia District Tele-

graph and Delivery Company, ab-

sorbing the B. C. District Telegraph

and Delivery Co., Ltd., and Fire Pa-

trols, Ltd. For their nightwatch and

fire alarm service, the company have

fifty subscribers in Vancouver City,

with a fifty-year franchise in both the

City of Vancouver and Victoria, to

erect and maintain a telegraph sys-

tem in the cities.

During the week preceding the Cal-

edonian Games O. B. Allan made a

special window showing of adorn-

ments for Highland dress. Dirks,

skein dhus, sporrans, kilt pins, and

bonnet and shoulder badges were

among the examples of the jeweler's

craftsmanship, the engraving on the

silver being particularly choice. Na-

turally, perhaps, the ame'hyst domin-

ated largely the gem-set jewellry des-

tined for Scotia's national costume.

Walter M. Gow is spending a great

deal of his spare time these warm sum-

mer days hollidaying and resting at

his summer home "EEEE" (for Ease)

at Boundary Bay. Boundary Bay is a

favored seaside camping ground with-

in easy reach of Vancouver, no less

than 250 automobiles passing the Cus-

toms office at this boundary point dur-

ing, one month recently.

Billy Gifford, with Mrs. Gifford and

family, of New Westminster, likewise

spend their week-ends at their resi-

dence at Crescent Beach, another sea-

side resort favored greatly by New
Westminster and Vancouver people

during the fine summer months.

Desperately struggling with the

hold-up man who entered his store in

the Balmoral Block the other after-

noon, S. A. Stoddart, a well-known

jeweler of Victoria City, was serious-

ly injured, and was taken to St. Jos-

eph's 'Hospital in a critical condition.

His assailant used the butt end of a
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Coaxing the Dollars

Out of the Handbag

It comes into your store. It may be only to pay for a repair job

or to buy a small purchase. But the owner is attracted by a display

of just the kind of rings that appeal to her. You tell her about it,

knowing it is good enough for her because it is a Sweet line. Though

she may not realize it, the high-grade workmanship, the dignified

designs, the years of experience behind its manufacture, are all pull-

ing and attracting, and

The Sweet Ring goes over the counter in exchange for the

dollars in the handbag.

John Sweet & Co., Limited
Canada's Most Progressive Ring Manufacturers

92 King Street West, HAMILTON, ONTARIO

Western Representative Ontario Representative Montreal Representative Eastern Representative

George Spare D. W. McLeod S. Riback E. V. Clarke
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The thousand dollar shield presented for competition at the Dominion Rifle As-

sociation meet by W. C. Macdonald, Registered. The trophy was designed and

executed by Messrs. Henry Birks and Son.

revolver as a weapon in an attempt

to club 'Mr. Stoddart into unconsci-

ousness. Despite his eight years, the

latter showed remarkable strength and

determination in resisting the attack,

finaldy scaring the man, who escaped

without securing anything of much

value from the store.

Through the efforts of the local au-

thorities, a charming little Chinese

romance which was aired in the local

courts had a happy sequel, when Miss

Quoy Shee of Hongkong and Won
Way, a Chinese jeweler of Vancouver,

were quietly married in the immigra-

tion office. The young Chinese lady

was at first refused admission into

Canada, as she had failed to bring

with her the written consent of her

parents in China to her marriage with

Wong Way.

Comedy and tears mingled in a little

scene recently staged in the Terminal

City, the action of which took place

with one of the best-known jewelry

stores of the city as a setting. In a

hurry to get down to join a little pic-

nic party at Second Beach, in lovely

Stanley Park, the head of th€ jewelry

house, under the impression that he

paper and pencil, it being almost im-

possible to hear through the thick

plate. Finally, the scribe perched him-

self on the gas tank of a motor-

cycle and was wheeled rapidly to the

beach, where he had no difficulty in

locating the erring jeweler, who an-

swers to the name of "Bob." That
solved the difficulty, and the fair Tady

was soon rejoicing in freedom once

more.

The entire lower business district of

the little City of Port Coquitlam was
destroyed by fire which broke out dur-

ing the noon hour. A dozen buildings

fronting on the paved highway, just

west of the bridge which crosses the

Coquitlam iRiver, were reduced to

smoking ruins. The loss is in excess

of $200,000, it was estimated. The
jewelry store, with a number of small-

er buildings, was saved from the

flames.

Bowen Island was invaded by the

staff of the local Hudson's Bay store,

to the number of 650 strong, and the

popular camping grounds resounded

with the merry shouts and cheers of

the holidaymakers, who were out on
their annual picnic.

was the sole occupant of the store,

locked up at 5.30 prompt and made a

l)ee-line for his automobile, parked in

the side street close by. (Meanwhile

one of his chief lady assistants com-

pleted her toilette just as she heard

the front door bang; she, too, made a

hurried race for the door—just in

time to see her employer crossing the

roadway in the most approved jay-

walking fashion. A'o amount of

knocking on the plate-glass would in-

duce the jeweler to turn around; his

heart was set on picnic affairs and he

Continued serenely on his way *to

English Bay. It was now the turn

for the scribe to appear on the scene

and act the part of hero in rescuing

the fair lady of the drama. Incessant

appeals for the fire and burglar alarm

service to locate the jeweller at Stan-

lay Parik's famed grounds were of no

avail ; the other party having a store

key lived seven or eight miles dis-

tant from the city—and quick action

seemed necessary to avoid an attack

of "'nerves," although it must be ad-

mitted that the lady in the case showed
lots of pluck under the trial. Con-
versation was carried on bv means of

Advertise Phonographs
{Continued fvom pa^c 69.)

to you as clearly as may be? If so,

then it will probably express it clearly

to the recipient. If not, re-write it

—

for if you can't understand it yourself

without a lot of puzzling, then be sure

the recipient will not understand it any
more quickly, and will not take time

to ])uzzle over it.

^'our window display—spend a little

time and thought over that, too. Do
not leave it for weeks unchanged. If

you are so busy that you have no time

to change it, be sure that a time will

come when you will not be so busy

—

because you have failed to change it.

And if you are not too busy to change

it, but merely too lazy, then be sure

that you will never be either very

l)usy or very prosperous.

But the very best form of direct

advertising is the most direct form of

all. It is taking out a machine to the

home of a prospect, with a selection of

good records, and letting the family

hear it as they will hear it when they

have bought it—right in the family

circle. You may not sell every time,

but you'll be surprised at the propor-

tion of times you do sell. And when
some of these sales—perhaps most of

them—net you a profit of fifty dollars

yourself, "Is it worth a few hours'

and upwards, you will not need to ask

work ?" You'll know it is.
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May we offer advice?
Concerning the Mesh Bags trade, think over these facts, and we feel sure you will agree

that we are advising you to follow the right track.

WHITING & DAVIS MESH BAGS
have become so popular throughout the trade that at present we are doing our utmost to

cope with the numerous orders. This warrants us advising you to PLACE YOUR
ORDERS EARLY.

You may also be interested to know that we are showing an entirely new line of MESH
BAGS at prices that will cause you to remark their reasonableness. This line, like our

other lines, has the essentialities that fastidious dressers demand.

Jewellers who have already realized the tremendous selling power of Whiting & Davis

Mesh Bags are constantly renewing their orders, and those who have not already handled

and who are progressive and desirous of catering to the better class clientele should com-

municate with their wholesale jewellers at once.

Whiting & Davis Company
Sherbrooke, Que

Electric
We are strictly a

CHAIN HOUSE
with years of experience as specialists in

this one line.

NECKLETS WALDFMARS DICKENS

Machine Chain by the Foot or Mile.

ALBERTS

All Qualities.

ELECTRIC CHAIN CO. OF CANADA, LTD.
River Street - Toronto

Cliaiii
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0ixt Prosi.
IMPORTERS AND CUTTERS OF

DIAMONDS

AMSTcRDA /I ANf/IRP

"The Line that will Interest You."

Our travellers are now out with a most

complete range, including the BATES &
BACON line, Attleboro, of high-grade

CHAINS FOBS KNIVES
in most attractive designs.

Also a full line of GOLD JEWELRY and NOVELTIES
such as Cigarette Cases, in Sterling and Silver Plate, and

Ladies' Vanities, etc.

This line is well worth while your attention.

DEFOE & WILSON, Limited
110 Adelaide Street West - - Toronto
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IT IS NOTWORTH YOUR WHILE
TO KEEP A LINE OF ROSARIES

UNLESS
you have a sufficienll]) varie] and allraclive assortmenl.

YOU CAN SELL ROSARIES
and I will show ))ou hotv, if you Tvill lei me give yoj the benefit of 15 years of experience in thai branch.

Just say the rvord and J tvill underlal(e to chanje your slow-moving line into a profitable and fast

selling one.

E. SAINT-LOUP ''
^:SSN?RrA^''*'

r-

WE SPECIALIZE IN

Platinum
and Gold
Jewellery

We are capable of executing your orders

with the precision that exempHfies the master

craftsman.

We model and make to any

design ])ou care to specify.

Roughton& Skelton
32 McGill College Avenue

[
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La
Pompadour
LON(; CHAINS AND NECKLACES

PEARLS

Italian CORAL
NECKLACES, CHAINS AND EARRINGS

French J r!> 1 Italian
NECKLACES,LONG GUARDS,EARRINGS

lOK CAMEO 14K
BROOCHES, RINGS AND PENDANTS

Appro. Parcels sent upon request

BORRELLI & VlTELLI
36 Toronto St., Toronto
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"KINGSWAY PLATE"
{Sucklings Limited, Birmingham, England)

A line of Plateware that commands favorable attention wherever displayed, and that through

its quiet dignity and integrity has made many friends.

WE ARE IN A POSITION TO ACCEPT ANY ORDERS
''From Stock or to Import"

and should you desire to avail yourself of the opportunity created by the return of Kingsway

Plate, write us to-day for a catalogue of the many designs that Kingsway Plate is produced in.

W. T EVANS
Lindsay Building, St. Catherine Street West, Montreal
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CASSEROLES
No. 2747—7 " Roiiiul No. 2758—8 " Oval

No. 2748—8" RoiiiMl No. 2779—9" Oval

No. 181 Pie Plate

A Use for these in

Every Household
Your volume of sales will be in ratio to

the force you put in pushing these attractive

Middletown Silver Holder-Pyrex necessi-

ties. A good display at all times is produc-

tive of profitable business.

Order a sufficient supply now for the Fall

trade. A truly essential gift.

"Silver Deposit on Nickel Silver"

iJmSiiCgAFT

The Middletown Silver Co.

i_- MIDDLETOWN, CONN.
Canadian Showroom and Sales Agents^

John Round & Son, Limited
51 St. Paul St. West - Montreal

Unbreakable Crystal Inserter

ASSET
Our Machine is an asset to your

business and a great help to your

watch department.

*' Try It at Our Expense '*

Dominion Jewellery Importing Co.
SOLE DISTRIBUTORS FOR CANADA.

Swift-Cope land Building, 489 St. Paul St W., Montreal
Demonstrations cheerfully given at Toronto Jewellers Supply Co.,

309 Ijumsden Building, Toronto.

Western Representatives:

Bricker Jarvis Co., 279 Garry Street Winnipeg, Man.
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W. CASPER, Limited
IMPORTER OF PRECIOUS STONES

Pearls and Half Pearls
Appro. Parcels lent on Request

110 Church St.
Phone Main

4445 TORONTO

TRADE WATCH REPAIRING
All kinds of high class watch repairing handled.

Efficient and capable workmen.
Service and Satisfaction.

BARTLEFT & WAKEFORD
45 Richmond St. E. Toronto

Phone Main 3470.

YOU WANT
accurate work and prompt returns. We assure this

iii repairing chronographs, and all kinds of watches.
Give us a trial order and be convinced.

St. James Chambers,
79 Adelaide St. t. HARPER & CO.

TORONTO.
Tel. M. 6268

I CAN DO REPAIRS FOR LESS
Balance Staffs $1.25 to $2.00
Ban-els 1.25 to 2.00
Cleaning 75 to 1 .00

Clicks 50 to 1.00

Click Springs .50

Chains 1 .25

Dials Fitted 1.00 »ip

Pallet Jewels 50 to 1.50

Roller Jewels 25 to .50

Main Springs .50 to .75

Pallets 1.25 to 2.00

Ratchets 50 to .75

Rollers, Table 50 U) 1 .00

E. CHARBONEAU
827 St. Catherine .St. East

Phone Vaual 5645. MONTREATj

Horace Dorer
Jewellery Sales Expert

For the Legitimate Trade
Only. Sales Conducted

flp^lM^m Anywhere on the North

^ ' H American Continent.

! 1^^ ''^m
357 COLLEGE ST.,

Toronto, Ont.

i
604 CANADA BLDG.,

Winnipeg, Man.

669 GRANVILLE ST.,
Vancouver, B.C.

Telegraphic Address:
709 4th Avenue,

New Westminister, B C

HOWARD ANTHONY
Specialist in trade watch repairing. Our facilities

enable us to handle your repairs quickly and with

assured accuracy. A trial order will demonstrate.

202 Hamilton Trust Building

57 Queen St. West - Toronto

Phone Uptown 6640. 511 St. Catherine St. West.

C. H. A. GRANT
Manufacturers' Agent

615 DRUMMOND BLDG., MONTREAL.
Specialties: Bracelet Watches, Military and others.

Tavannes Watches, Diamonds.

Toronto IRUatcb Case IReraii Co.

40^
J. C. Fither.

Colborne Street, Toronto
Phone: Main 2629 T. B. Hughe

English and Swiss Cases changed to take

American Movements

Wm. Campbell Engraver
Letter and Ornamental work to the trade

Quotations on application

Room 323 Lister Bldg.,

(King William & James Sts. Hamilton, Ont.

TRADE WATCH REPAIRING
First Class Work and Quick Returns

MANUFACTURING JEWELERS

J TAYLOR & CO., Moose Jaw, Sask.
214 Main Street

Whether you are in Mis-souri or not and want to carry
out the purpose for which you are in business to-day,
the world insists on being shown.

The Watch Demonstrator highly
magnifies troubles in watches,
and is made to show them, this

eliminates arguments in ex-
plaining the worlt and logically
impels a prospect to pay for the
necessary repairs. It is also
used for selling better watches,
and is built with a safety pivot
straightener which takes but
one minute to perform a $3.00
job. The cleverest equipment
to make money to satisfy cus-
tomers, and to get rid of
troubles in the watch repair
trade.

Watchmakers Document, Inc.^
orth Platte,

Neb.

IF YOU KNEW HER
Rcc>«Tlua*SA*c Kwuf flecnTxncoTB-ocHAni-

and all your customer.s, you'd know they're looking- for jewelry like our Bar-Pins, Tjaval-

licros. Pearl Necklet.s and Scarf-l'iii.s.

Original and Q KILPATRICK & CO. Wrs. of High-Crad
Beautiful Designs

^ ^ ^ r>ij_ -rr^n r\Kj-rr^ Jewelry
Lombard Bldg. TORONTO
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BABE'S
BEST FRIEND

PACIFIER
AIR-PROOF

NON-CORROSIVE

PNEUMATIC

INSURES
EASY TEETHING

MADE IN GOLD. SILVER AND PEARL TRIMMINGS
The interior construc-
tion of

BABE'S
Best Friend

PACIFIER
is aluminum, non-cor-
rosive. The nipple is

easily replaced by un-
screwing plug— is not
gelatine filled but
pneumatic and air-
proof. Always offer-
ing a hard bite for
the gums and helping
the teeth through.

A Hygienic
Comfort for Baby

^^^B^H^^^^^^^^vS \vi J^l

Z. A UE REACH & CO.
I>istributors for Canada

120 St. James Street MONTREAL

M. Lewis Mittenthal
Loose Diamonds

Returning from Europe this

month with a new stock of

Diamonds.

286 St. James Street

Address all enquiries to reach

Montreal not later than Sep-

tember 1st.

- MONTREAL
.

WATCHMAKERS AND REPAIRERS
EFFICIENT AND CAPABLE WORKMEN.
QUICK SERVICE AND SATISFACTION.

George D. Neima & Company
Ciayden Bldg. - TRENTON, N.S.

WE IMPORT
WATCHMAKERS' TOOLS AND MATERIALS

JEWELLERS FINDINGS
IMITATION AND REAL STONES

Headquarter* for Waltham Material for
Maritime Provinces

ARTHUR W. THOMAS
188 ARGYLE STREET, HALIFAX, N.S.

Do most bi^ manufact
urers send us their
$craps,filin^s t'sweeps

" We pay the highest prices."

Guesswork is eliminated—absolutely.

Send Your Sweeps to

BAKER
NEWARK, N. J., U. S. A.

Shipping tags sent on request.

BAKER & CO.. INC.
Refiners and Workers uf Platinum Gold and Silver _x

o »
~®

54 Austin St
.3(1 Church bt.New York

[\J£WARK. N J
S .S Wabash Ave Chuago
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Public Clocks
Church Bells
Highly specialized skill is needed to make and

fix satisfactorily big public clocks and bells.

We have been Clockmakers since 1 844 and

Bellfounders since 1877, and our work
stands all over the world.

All our clocks, from small house to largest

Town Hall sizes, are made throughout in

our Croydon workshops, and are, therefore,

guaranteed in every respect.

We cast and fix bells anywhere, in any

weight, specializing in complete peals scienti-

fically tuned and remarkably pure in tone.

Enquiries invited.

Suggestions and estimates supplied.

(3iUett Si 3obn8ton
3Foun&er6 of tiiang fanious belle

Enfllani)

sterling

Silver
and
Hard
Enamel

A Quick-Selling Novelty

The Bluebird, the emblem of

Happiness, is one of the fastest
sellers we have ever handled.

Bar Pins, $4.50 per dozen; Rings, $4.30;
Brooches, $3.60.

M:il:ix a rrr;/ hriyhl and attractive lii.iplaii.

The Toronto Trophy-Craft Company
1711 Royal Bank Building - Toronto

Telephone Adelaide 3393

The Imperial

Refining and Smelting Co.

of Canada

General Assayers and Refiners of

Platinum, Gold, Silver, Sweeps,

and all kinds of Precious

Metal Wastes, etc.

Exclusively a Canadian organization, hav-

ing the necessary experience to give you the

most efficient service in the refining of your

wastes.

We refer ])ou to the trade.

32-38 Beverley Street

Toronto - Ontario

J. G. COFFEY
Wholesale Manufacturing Jeweler

Specializing in fine 119 ST. ALEXANDER STREET
10 and 14 Karat MONTREAL
GOLD RINGS phone Up. 6980

Don't lose the money that can be made

in repairs. If you cannot handle the

work, send it to us. We have the men

and material to do all your repairs and

give you service.

DON'T FORGET : Every material order

is filled by a watchmaker

KLEIN & BURROWS
40 Colborne Street - TORONTO

R. JACOBS & BRO.
DL^MONDS EXCLUSIVELY
Send us your appro, ortiers. We aMure you of

prompt aeryice and ralues second to none.

15 Yong* Street Arcade - TORONTO



f'H E TRADER 115

First Class Improvers Ready for Positions
Positions wanted within two or three months for first-class improvers, Graduates

of The Ontario Horological School, Limited. These men are all returned soldiers, who
have had about ten months of intensified training in the School under the careful super-

vision of Competent Instructors. For further information, write to—
T. A. WATSON, Principal,

Ontario Horological School City Registry Building, Albert St., TORONTO

Business Chances

JEWELRY AND OPTICAL business for
sale. Cause of selling, death and illness
of the two heads. Good saleable stock
and fine fixtures, worth $10,000, in good
repair. Trade established in 1865. Bar-
gain to quick buyer. Write Miss W. B.
Chinneck, Napanee, Ont.

FOR SALE—In a small town of Western
Ontario, watch, clock and jewelry re-
pair business; also stock of watches,
clocks and jewelry worth from $1,200.00
to $1,500.00. Apply Box 636 Trader.

JEWELRY AND OPTICAL BUSINESS
for sale in Renfrew, Ont. Established
by the late W. H. Kearney in 1874;
stock and fixtures about $8,000.00; good
repair trade. Mrs. Nellie F. Kearney,
Box 294, Renfrew.

JEWELRY BUSINESS FOR SALE—
Established 55 years in one of the best
manufacturing towns of 4,000 in Eastern
Ontario;stock and fixtures, $6,000 cash;
$5,000 secures it; owner retiring. Ad-
dress Box 637, Trader.

JEWELRY OPTICAL and Fancy Goods
business for sale. Late owner died
suddenly. Splendid connection with the
new town of Kipawa, Que. An old
established business with Ottawa River
Lumber Firms. Large watch and
jewelry repair trade. Stock value
$8,000.00. A bargain for quick sale.
Write Mrs. J. A. Floyd, Mattawa, Ont.

FOR SALE—Jewelry and Optical Business
in town of 1,200; good mixed farming
district; no competition. Stock and fix-
tures about $2,500. located in centre of
business part of town. Will sell or lease
lot and building. Write to A. M. Bush,
Olds, Alta.

A nice attractive Jewelry store in one
of the best towns In British Columbia.
Mining, lumbering, fruit grov\/ing, etc.,
fine climate, boating and fishing; no large
town nearer than two or three hundred
miles. Steady trade the year round; re-
pairs average $3,500 per year. Can reduce
stock to any figure above seven or eight
thousand dollars. Will consider cash deal
only. Don't answer if you require terms.
For further particulars address the owner,
R. H. Ewert, Nelson, B.C.

GOOD OPENING FOR JEWELER.
Suitable store to rent, opposite Trader's
Bank. No jeweler in town. Apply
S. Windsor, Tottenham, Ont.

Situations Vacant
WATCHMAKER WANTED—First-class
workman wanted; one capable of hand-
ling railroad work; will pay good salary
straight, or salary and commission.
Position permanent. P. J. Harwood,
Ltd., Brandon, Man.

SALESMAN WANTED—A young man of
good appearance and education to take
a position as junioi- salesman with a
large jewelry firm in Toronto. This
opening presents a good opportunity for
advancement to a young man of energy
and ability. Experience in the business
not absolutely necessary, but would be
preferred. Box 642, Trader.

WANTED—High grade watchmaker. Only
expert man wanted. Ideal climate and
working conditions. Give references.
H. R. Chauncey, Ltd., Calgary, Alberta.

WANTED—Young- man not over 24, with
fair experience in watch work, front
store work, and window- dressing. Good
position open. Send photo. State
salary. H. R. Chauncey, Ltd., Calgary,
Alberta.

WANTED—A first-class -watchmaker.
Apply W. W. Munn, 800 Yonge Street,
Toronto, Telephone N. 1152.

WATCHMAKER also Improver wanted at
once. Apply Klein & Burrows, Watch.
Materials, Toronto.

WANTED AT ONCE—First-class watch-
maker, permanent position and best
wages to the right man. State refer-
ences and full particulai-s in first letter.
Z. M. l^eger. Moncton, N.B.

WANTED—First-class watch repairer,
state wages and experience in first
letter, also references. E. P. Battley,
Sarnia, Ont.

Positions Wanted
WANTED—Permanent position as watch-
maker or manager by first-class man of
long experience in the jewelry trade.
Nothing less than $50 a week con-
sidered. Address S. W. 3638—2nd Ave.
West, Vancouver, B.C.

JEWELRY ENGRAVER with 20 years'
experience wislies permanent position,
has slight knowledge of jewelry repair-
ing and good salesman. Married. Will
take position East or West, West pre-
fered. Apply Box 643, Trader.

POSITION wanted by Al watchmaker
before October 1st. Fourteen years' ex-
perience. Box 644, Trader.

WATCH REPAIRER and Salesman wants
situation. Calgary, Lethbridge, or
British Columbia preferred. Only first-

class work, not less than $40.00.

Married; age 34. Must have six months
guarantee if west of Fort William. Box
645, Trader.

PRACTICAL MAN, twelve years business
experience desires position as traveler,

or will accept position as salesman and
assist with watch repairing. Apply
Box 641, Trader.

SITUATION WANTED by Watchmaker
and Jeweler, good salesman; plain en-
graver; 5 years in last place; good
references; state salary. Box 632,

Trader.

Articles for Sale

HANDSOME JEWELER'S REGULATOR
—Solid walnut case 10 feet high, solid

brass English movement, with jeweled
pallets and steel pivots and pinions and
mercury ball. Nothing better in Can-
ada. The John Wanless, 243 Yonge St.,

Toronto.

FOR SALE—Waltham box chronometer,
perfect condition, fine time-keeper,
$70.00. One 9-drawer optical cabinet,
24 X 40 X 18, solid oak, with fine trial

case under glass top; trail frame,
Geneva lense measure, and about $150
optical goods; complete for $110. R. H.
Ewert, Nelson, B.C.

FOR SALE—A new cutting machine,
retainer pots, hand presses, moulds,
racks, and metals. This machinery is

in good Older and will be given at a
bargain. Applv P.O. Box 43, Pictou,
N.S.

FOR SALE—Rivet slide rest and universal
head as good as new. R. H. Crawford,
173 King Hlast, Hamilton.

FOR SALE—Junior Trial Case and Trial
Frame. Price to-day $103.00. Will sell

for $40.00. H. H. Macarthur, Melfort.
Sask.

FOR SALE—Two eight foot jewelry
cases, mahogany finish, plate glass
shelf, top, front and ends, plate mirror
doors, in good condition. Apply C. F.
Smyth, Colborne St., Brantford, Ont.

$20.00 REWARD.
Will be paid for Information leading to

the recovery of 16 size, 23 Jewel Veritas
movement No. 1442180 in 14k gold swing
ring case No. 183732, private number In

case 1836-H. Hold and advise Max Heil-
broner, Jeweler, Prince Rupert, B.C.

Phone

SACKVILLE 2179

Factory, Show Rooms and Offices

HALIFAX, N.S.

39 Duke Street. Opp. City Hall.

Canada

P.O. BOX 9

H. R. BERGMANN & CO., LIMITED
WHOLESALE AND MANUFACTURING JEWELERS

Weddlnc Rlnp
Diamond Rlnsi

Bracelei Watcbe*
Waltham Watcbea

Taranne* Watches

Jewelrj of all deacripUoD

—

Qold, Gold-Filled aod BUrer

Chime, StrlUnc and Alarm Clocks

SllTsr Flat«d Flat Ware and Cut OUaa
Watch Cases. AmerlesB Watch Case Cat

Importers of

WATCHMAKERS' AND JEWELERS' SUPPLIES

Engravers, Gold and Silver Platers to the Trade.

EVERYTHING FOR THE JEWELER

Jewelry Boxes

Clock Material

Watch Material

Window Fixtures

Toole and Machinerr

Precious and Semi- Precious Btones

Electric Power and Pollahlns Uotor*

and Oeoeral Supplies of all kliMli for

Watcbmaksn. lewslecs aad Ktodred Trtutai
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"Goods of Qualit})"

SELL THE BEST

The latest addition to

our factory is a special

department devoted to

the output of silver-

plated

Shaving Sets

of all kinds. This line

features Quality
coupled with low
prices.

Announcement

We also manufacture
a full line of medium
grade plateware, a t

very low prices, that

will be found very at-

tractive b y jobbers

and dealers.

'Place Your Sample Orders Non>"

J. D. CAMIRAND & COMPANY
Manufacturers

149 ST. PAUL STREET WEST
MONTREAL

To All Jewelers Handling

Phonograph Supplies

I have a complete stock of several

w^ell-known lines of high-grade

Phonograph Needles as well as a

complete stock of Accessories for

Phonographs.

I w^ould be pleased to hear from

you regarding my lines. I vs^ill be

glad to mail my catalogue and price

lists on request. Please let me hear

from you to-day.

H. A. BEMISTER
122 St. Antoine Street Montreal, Que.

Main 7932

GOLDSMITH BROS
Smelting and Refining Co.

Limited

SWEEP SMELTERS
Refiners of

Gold, Silver and Platinum

Accurate returns made on Scrap

tame day shipment is received

CANADIAN PLANT

24 ADELAIDE W. - TORONTO

Wickett & Smith Co.

Gold Refiners

Sweeps Smelters

OLD GOLD, SILVER and
PLATINUM Bought

71 Lombard Street, Toronto

Kennedy & Williams
SUCCESSOKS TO

W. R. Campbell Co.

P.O. Box 223

Wholesale and
Manufau:turin^ Jewelers

WINNIPEG
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Japanese Alphabet
THE RIGHT STYLE FOR UP-TO-DATE

RING MOUNTINGS

% f/

Made in 1=8, 3=16, 1 = 4 inch Sizes

HERPERS BROS., NEWARK, N. J.
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TWO reasons account for the swift

success won by HOLMES & EDWARDS

flatware:—In the first place, it is the finest

silverware produced, either in design or

quality. Then, this supreme merit is

backed up by publicity equally unusual

and striking.

YouU be surprised at the extent and effectiveness of the ad-

vertising campaign that will run in ever}) leading nervspaper in

the Dominion during November and December. Let us send

pou a typical assortment of pieces in both "Jamestown ' and

"De Sancy." Lool( up our catalogue—tall( with our travellers

about the profits leading jewelers throughout the Dominion are

malfing on this line.

THE STANDARD SILVER COMPANY OF TORONTO, Limited

Are you on the FREE mailing list for the

"STANDARD"—our monthly house organ, full

of seasonable suggestions and timely comment?

HOLMES IED^RDS
"PROTFXTED WHERE THE WEAR COMES"



THE TRADER

GOLD CASH GOLD CASH
O
L
D

C
A
S

H

G
O
L
D

C
A
S
H

pasiiiigiiBsiiiiiiiigi'aiiijfeisiiisiaiiiiHiiBsiiiiiigiiiateiiisiiiis^
H
H
!§!

K

I
m
m

m
m
m
m
m
m
m
m
m
II
P!
11
•m

W\
11
II

M
M
Bl

i
H
i
r«l

IKJ

B
IKJ

gl
H
m
m
M
i

11
11
11
11
n
I
m
m
H
ij

i
11

I
a
m
n
a

m
m
I

Old Gold, New Gold, Scrap Gold,

in fact any kind of Gold can be, and

is, being daily, yea hourly, turned into

cash at the old Canadian Refinery of

LEES at Hamilton, and of course,

also. Silver, Platinum and Gold filled

Scrap.

LEES refiners have always been

successful, holding always the great

bulk of the Canadian Jewelers refining.

Why? why because LEES have

always paid the highest possible values.

Their dealings have been fair and

square, and on the level, and prompt,

and quick courteous returns of any par-

cels not satisfactory for sale or credit.

LEES BUILT ON CONFIDENCE

The Address-HAMILTON, ONT.

GEO. H. LEES & CO. Ltd.
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Waltham
^ Railr6ad

'̂'f.

" vrv^

AWALTHAM WATCHES x
• GO ALL OVER THE WO«LD\

fmiCHES
Waltham is the favorite watch of railroad men the world over

because it is the strongest, safest, most accurate and reliable of all

watches constructed for the purpose.

The first watch ever constructed especially for railroad service

was a Waltham. There are at present more Waltham Watches
used on the railroads of the world, including the United States and

Canada, than all other makes combined.

The winding indicator on the dial—which signals when the

watch needs winding—is a safety device developed at Waltham.

The following Waltham Railroad Movements will pass the

inspection of any Railroad in the world.

1 6 Size—With Winding Indicator

Vanguard, 23 Jewels, 6 Positions . $115.00

Crescent St., 21 Jewels, 5 Positions . 83.50

1 6 Size—Without Winding Indicator

Vanguard, 23 Jewels, 5 Positions . $95.00

Crescent St., 21 Jewels, 5 Positions . 75.00

No. 645, 21 Jewels, 5 Positions . . 70.00

Riverside, 19 Jewels, 5 Positions . 72.50

C.P.R., 17 Jewels, 5 Positions . . 58.50

i8 Size—Without Winding Indicator

Vanguard, 23 Jewels, 5 Positions . $95.00
No. 845, 21 Jewels, 5 Positions . . 70.00

Prices (iiiotcd al)<)v<' arc cslal)lislicd to Coiismncr and incliulc <;(>\criinicMl

•Turn Over" Tax.

For efficient Waltham Service, write

"THE HOUSE FOR WALTHAM WATCHES SINCE 1865"

•7^^ GOKDSMETMS' STOCK CDMI^ilfF
of C^TT.VDA /Jy-jf^ri/

TORONTO
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LEES JEWELRY SELLS
LEES goods are designed for beauty, practicability and dura-

bility. They will give satisfaction through all the years to come.

LEES up-to-the-minute plant and manufacturing methods

turn out the goods at right prices. They invite comparison.

LEES finish and sales-helps place the goods before the

public so that quick sales are effected. Lees goods are not

shelf-warmers.

LEES trade- (^^^) mark is a sure guarantee that the Lees

product is exactly as represented. Your own Interests and
your customers' are fully protected.

You can maintain a satisfied and ever-increasing patronage by stocking
such goods as are made by Lees.
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WE USE
ONLY

Genuine
stones, Sapphires,

Amethysts,

Peridots, etc.

In Our

14K Jewelry

H. & A. Saunders, Limited
Makers of Jewelry That is Different

TORONTO, ONT.

G. W. REID & CO., LTD, OF TRURO, N. S.

Are Our Agents for the Maritime Provinces
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WHO MAKES IT?

Whatever article you

purchase, it can only give

the service put into it by

l!he manufacturers. That's

why your first question

should always be—who

makes it?

mUe^
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A visit to our
X h o IV r '' o nt .s ,

fil Albert «f.. when
in Toronto, rcill

{live you an op-
portunity of se-

lecting from tnany
exclusive designs
that are not illus-

I rated.

Exclusive Designs That Will Appeal

to Christmas Gift Purchasers

THE fascinating designs of Clover

Leaf Cut Glass, faultlessly hand-

carved on flawless Belgian blanks, have

just the exclusiveness and the rich, rare

quality that your customers will look for

in your Christmas display.

Many beautiful motifs of fruit, flowers

and butterflies have been expressed with

exquisite skill by Clover Leaf craftsmen,

especially in the wonderful intaglio

treatment.

To such a marvellous degree of rich-

ness and novelty have our craftsmen

brought intaglio cutting that the products

of the Clover Leaf workshops have be-

come world famous.

The water set illustrated above is typ-

ical of a whole array of new designs and

new effects.

If you would appeal to the better class

of the Christmas trade, a stock of the best-

selling designs of Clover Leaf Cut Glass

should be displayed in your show cases

and windows norv. We will be glad to

co-operate with you, by sending upon re-

quest, full particulars and illustrations of

the newest Clover Leaf designs.

Albert Street TORONTO
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r^OULTER'S
Series 1—No. 7

AGE
tieing a page devoted to a
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iraae in general.

^7fi<-i)«^K,'-4^ft?

Si

S«i

li^

•J®

'J®

its

-J®

•J®

J®

?y?

®5"

KEEP FOR READY REFERENCE
Better Still—Order Now

Ring • • $ 6.50 Velvet Jewelry Ccises in stock for

T • I g 73 immediate delivery, also Leatherette

Bar Pin 8.25 Boxes and fancy paper covered dome
Brooch, small 9.00

^ ^^^^^^ ^^^
Brooch, medium 1 0.jU

Brooch, large 1 2.00 SPECIAL MENTION
Tie Pin 8.25

Ladies' Watch 10.80 26 pc and 39 pc Cases Leatherette
Gent's Watch 12.00

covering satin lined, from $3.00 up.
Locket 9.00

T 1 ' r> 1- 111
Bracelet 1 1.80 Jewelers L-otton, white and colored,

Bracelet, deep 13.20 $1 .20 lb.

Lavalliere 12.00

Universal, IVzinches diameter .... 9.00 J j^ ^^j^ ^^^J mahogany, velvet
Watch Bracelet 14.20 ,- 1 r •

i 1 11
Celluloid Ring 14.40 i^ned, tor rings, lockets, brooches, etc.

Pendant 9.00 Leather and Leatherette Covered
Necklet, AVi X 3 19.80 Cases, satin lined, to hold from 6 teas
Lavalliere, 5V& x 2 7S 9.60 10

1 o /- • r

6 Pendants 24.00 "P' ^^^ ^ P^ ^"^ ^ P^ Carvers, in tact

Ring, large 9.00 any assortment of pieces.

Oak, Mahogany and Walnut Cabinets for Silverware, always in stock, with

one, two, three and four drawers, also tables with straight fluted or carved legs.

TRY US for velvet lined stack cabinets blocked to hold from 72 to 250 pieces,

(knives in lid.)

THE
J. Coulter Company of Toronto, Ltd.

80-82-84 Chestnut Street, Toronto
(Next to Armouries)

Mr. W. W. Cole will make his detailed trip through the Maritime Provinces this month,
carrying a full line of samples.



THE TRADER



THE TRADER

Polychrome
in

CLOCKS

ELECTRIC LAMPS

DESK SETS

CANDLESTICKS

YoYoV^ x-oY.x^ Y?y^y^T^77i(^^yoy°XoX VcX .x ^ yoy°x°x vcX:2XJC£i
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Sixty Watch Case "Blanks"

Every Minute

SIXTY "blanks" — the roughly

formed discs and rims from which

the nicely-adjusted case backs, bezels

and centres are afterwards evolved

—

That is what this wonderful double-

acting press can accomplish per minute.

The ribbon of filled gold—sometimes

75 feet in length — is fed under a

powerful steel plunger, which descends

in a series of double movements. The

first movement cuts a disc from the

metal; the second shapes the disc into

a sort of shallow cup.

The size and style of the case is deter-

mined, of course, by the dies used in

this press. Upon them depends the

ultimate proportion and beauty of the

case.

The American Watch Case Company
makes all the dies for its famous

Cashier and Fortune Quality Cases

right on its own premises.

From the double-acting press the parts

go to the coinmg press, where they are

further shaped and formed. This

press, although it exerts a pressure of

500 tons, does its work with the pre-

cision and delicacy of a seamstress's

fingers.

Coining Press at Work-

This is No. 3 of a Series on the Making of Winged Wheel

Watch Cases.

WINGED WHEEL

The Trade Mark
of Quality

The American Watch Case Company
of Toronto, Limited

511 King Street West, Toronto

mm^^^m
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WHITBY JET
Genuine English Whitby Jet

It is with pleasure that Anthony Brothers are able to announce to the

Jewelry Trade of Canada that we are now able to supply for immediate

delivery, Whitby Jet Necklets and Long Guards, m both plam and cut

beads. Also we have in stock for delivery. Jet Bar Pins and Earrings very

moderately priced.

We again mention to you our line of 1 4k Rings, Pendants, Lavallieres,

Tie Pins, Cameo Brooches^ and Necklets. The well known quality of these

goods speak for themselves.

The Elliott-Bishop Line of

Cuff Links
in sterling silver, 10 and 14k gold, and 14k gold enamel, is now complete and

ready for delivery at your request.

LINGERIE CLASPS
The Elliott Bishop Co. are now making six different patterns and have large

stocks of each style ready for your immediate requests.

Our Mr. F. B. Anthony is now on the Pacific Coast and will start east

about October 10th, working the three Prairie Provinces with both Anthony

Brothers and Elliott Bishop lines. This fall we are making a special effort

to do a delivery business and trust this will prove to our mutual benefit..

IVON T. ANTHONY FRED. B. ANTHONY

ANTHONY BROTHERS
Makers of High Class Jewelry

24 Adelaide St. West :: Toronto, Ont.

REGISTERED

TRADE HARK
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THE TAVANNES WATCH COMPANY

Promoting Co-operation No. 4
Another feature of the building The Tavannes Watch Company has erected for the benefit of their

employees, is the hall illustrated above.

TFiis hall has been set aside to be used more as a Banquet Hall than an ordmary dmmg room,

although meals are served here. It is the custom among the employees to hold an mformal dance every

Saturday evenmg, the greater number of them meeting their partners here and dining togeether. These

Saturday evening dances are well attended and quite o ften it happens that one or two of the foremen and
one of the directors drop in and enjoy themselves as heartily as any of the other employees.

Another Ose this hall is put to is when any family desires to hold an evening, or in the event of one

of their number getting married, they have the use of the hall for the purpose of the banquet and supper,

(this is taken advantage of quite frequently, we might add).

The meals served are identical in quality and price to those served in the regular dining room, both red

and white wine being served with them from the cellars.

TTie outstanding features of this hall are the facts that decorations are more elaborate and artistic

than in the ordinary dining room, and it has the facilities of separate dressing and lounge rooms for both

ladies and gentlemen.

Music for the dances is usually supplied by talent composed of the employees, who, as a rule, are

very capable musicians, at other times, when the orch estra is not present, music is derived from an accordion

played by one of the employees.

When going to the outlay of erecting this building for their employees. The TAVANNES
WATCH COMPANY held as an objective the ideal that A SATISFIED WORKMAN WILL DO
MORE TOWARD PERFECTING A PRODUCT THAN ANY OTHER ASSET.

Schwob Bros,
General Agents for

THE TAVANNES WATCH CO.

McGill Building, MONTREAL
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PSCL/4 Ecruse $25.00.

The "Swan" Pen and Pencil Set sells at sight as it combines

I sefulness and elegance. Other sizes and designs from $14.00 up.

'<?

PBL '2—$10.00.

Complete with Clip
from $4.50 up.

With Gold Filled
Mount and Lever,

$4.00 up.

li:ach .supplied in handsome presentation case, plain "Swan" pens without

gold mountings ai-e made in a variety of sizes and tM)es from $2.50 up.

AArite for literatiu-e and discounts.

Chatelaine Type
from $3.50 up.

PC L/7—$12.50

MABIE TODD & CO., (Manufacturers) TORONTO
LONDON PARIS NEW YORK CHICAGO
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TOOLS OF QUALITY KENDRICK & DAvYs, Lebanon, N.H.

K. & D. Tools will save your Time, Temper and Material

No. 443—Optical Screwdriver and Holder.

No. 444—Colletting and Studding
Tool.

Place collet over cone and turn table till collet is flush
with same; place hairspring on table, and pin to collet.
For studding, place colletted spring on cone, and turn

table till it Is flush, put stud in position, swing arm
directly over stud and screw down, you can then pin hair-
spring to stud without difficulty.
Tool will soon pay for itself in saving of time and

material. Price, $1.85.

No. 129—Mainspring Winder or small
watches. Each $1.55.

Showing jaws holding screw.

This is a tool every man who does optical work should have.
Price, each $2.30.

?ar^

No. 200— Roller Remover.
Will fit the smallest rollers.

Price, each $2.05.

No. 148A—S I e e V e
Wrench for the sizes
too small for the regu-
lar wrench.

Price, each 85c.

ORDER THESE TOOLS FROM

E. & A. GUNTHER CO., Limited
310 Spadina Avenue - TORONTO, CANADA

Here's a line of most attractive

designs that n'r7/ ring up more sales

for you

—

New Rings

That Will

Sound Some
New Rings

In Your
Cash Register

Fancy Diamond
Settings and

Hand-Decorated

Wedding Rings

Be sure our Mr. H. M. Allport

and Mr. W. J. Bell show you

this attractive line.

m
RED,

WHITE and

GREEN GOLD

Prompt attention given to

requests fcjj mail

We are especially well equipped to handle Special Order and
Repair Work.

E. H. ALLPORT
London - Ontario

niiiiiiiriiiiiriiriniimiinmiiiiiiiiinriiiiiiiiiiiririt
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TWO DESIGNS OF
SPECIAL INTEREST

THE GRESHAM
Width 141/4"

One Day Intermittent Alarm
with a Mahogany Finished Case

Moderately
Priced.

ORDER AT
ONCE.

If you did not re-

ceiv<' yoiii" copy of

our new catalogue,

kindly let us know

and we will gladly

forwai'd same.

THE GREELEY
Width 7%"

Manufactured by

THEVIEWllAVENpLOCK CO.
nEWllAVEN LONN.

'ROM

E. & A. Gunther Co., Limited
CANADIAN AGENTS

TORONTO - ONT.
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503 4

565

199 3

566

598 2

503

512 ONWARD
for

Christmas

4
512

552

172

The jewelry trade has just passed through

one of its best seasons, but we're not going to

rest on our oars, are we?

The beautiful designs illustrated here, show

that the John Sweet factory is not "resting."

They show that we're "all set
" for more

orders than ever for the John Sweet line.

Fill that nice new display case with a

line of rings that will surely do your

whole Xmas display justice. Look

over this beautiful, reasonably-priced

line—^then send in your order:—first

come—first served.

John Sweet & Co., Limited
Canada s Most Progressive Ring Manufacturers

JOHN SWEET, President

Hamilton, Canada
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Roden Bros., Limited
Established 1891 TORONTO, CANADA

MAKERS OF

Family Plate IN
Sterling Silver

AND

©ucbese plate

of such artistic design

that it is suitable for use

on a state occasion and

yet of such quahty and

workmanship that en-

ables it to serve every-

day use without impair-

ing its appearance.

Sell "Gifts that Last"

under the most exacting

service and which com-

bine grace of design

with weight and
strength.

Always bear in mind

that when we stamp an

article "Duchess Plate"

every consideration has

been given to see that

it will withstand all

criticism as to work-

manship and that the

plate is of such weight

that ensures years of

service.

Messrs.

0236C—$16.00 List

Canadian Selling Agents

:

TORONTO
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5 GOOD gZ
REASONSO

Why "®i|^ l^nua^ flf (SuliBtttttha " occupy an

enviable position in the Wholesale Jewelry Trade and why
they are entitled to a good share of your business.

1

2

3

4

5

CANADA'S LARGEST JEWELRY STOCKS are

held by us, ready for immediate shipment.

COMPLETE LINES OF JEWELERS' MERCHAN-
DISE are gathered by us under one roof, so you may
assort many lines in one bill. This saves you time in

ordering, in unpacking, in checking and in remitting.

Thus making it possible for you to keep a full stock

with least investment.

OUR MONTHLY BULLETIN is a splendid help to

the Jewelry Store Buyer. In short, "Goldsmith's Il-

lustrated Monthlies" take those things that have been
tried and proved and presents them at the proper
time, and illustrates the latest in Jewelry Store Mer-
chandise, once a month. Watch for it the first of

each month.

THE JEWELERS' 1920 BLUE BOOK is one of the

finest Wholesale Jewelry Catalogues issued in Can-
ada. A Catalogue that brings to your counter the

vital, practical things you need to merchandise your
Business with successfully. No Jeweler with goods
to sell—with goods to buy—can afford to be without
it. We have a copy for you if you have not already
received one.

GOOD SERVICE ON MAIL ORDERS IS OUR
BUSINESS. The whole institution of "The House
of Goldsmiths" is built around mail orders.

Handling them quickly and well is our first Business,

not a side issue.

^5^^ GoiJ>HMiT3!is' Stock Comp^^nit
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You want to be in the foreground.

You want to lead the way.

You want all the good things first.

You are progressive, but desire further development.

You welcome every useful addition to your selling equipment.

Don't you?

Then Secure a Copy of the

Jewelers' 1920 Blue Book

Over two hundred pages of Jewelers' Wares; forty pages of

colored illustrations.

A concise, comprehensive Catalogue, beautifully illustrated,

and priced so you can show your Customers.

^/^ GOILBSMHTMS' STOCK C©MK.\KY
of Ci^HABA ^mlied

TORONTO
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Selling La Tausca Pearls

One of the Gifts that Last

The Canadian Jeweler will find the present season, build-

ing up toward Christmas, undoubtedly his biggest single season

with La Tausca Pearls.

Although these precious necklaces are by no means plenti-

ful, importations from France are becoming more regular, and

we are greatly encouraged by the beautiful qualities they

possess.

'^'One of the Gifts That Last" truly describes La Tausca

Pearls. These necklaces can be unhesitatingly recommended

by you for gifts to women—they are always in style, for they

are the style!

Sole Distributors in Canada

Ifat' G'©]LD)SM.iTiias* Stock Coi^ipany

50 Yonge Street

TORONTO, ONTARIO

L^ I r.-.-; PEARLS

Tuscany Pearls

A handscime Cynthea
qiuility necklace, mount-
ed with platinum clasp,

set with a diamond.
Comes in a most beauti-
ful white satin and grey
velvet cabinet. 18 inch
length $110.00 each
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Every La Tausca Pearl Necklace
is of Guaranteed French Origin

This IS our assurance to you, and your guarantee to your

customers. We stand back of you unqualifiedly in our state-

ment of La Tausca quality.

It is our boast that for the past generation we have been

developing the making of La Tausca necklaces until they have

reached the high state of perfection that obtains to-day.

The French pearl makers are masters of this old French

art—they know all the secrets for buildmg the bases and

obtaining the most beautiful and fiery tints. The processes

necessary to makmg a necklace of La Tausca pearls, triply

inspected before it reaches your customers, takes two or three

years. Pearls have withstood the changes of fashion and the

whim of queens for two thousand years. The favorite then,

as now.

PARIS

KARPELES COMPANY
Makers of the World's Fine Pearls

PROVIDENCE NEW YORK

Diamond Opera Pearls

Necklace of satiny pearls
with white gold cla.s]) set

with fUdinond. In girey

velvet, white satin lined

cabinet.

24 in. length, each $40.00

uW^Ht
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BEST MADE IN U.S.A.

TRAVELIGHT
Radium Lighted

Alarm Clocks

Nickel Plated, Highly Polished, Seamless Cases

ALL NUMERALS AND HANDS TREATED
WITH RADIUM MATERIAL

SUPERIOR AND LASTING LUMINOSITY
GUARANTEED

"SEEATNITE"

One Day CONTINUOUS Alarm.

5J/2 Inches High, 5 1 3 Inches Wide,

3% Inch SILVER Dial. Heavy

CONVEX Glass.

PRICE $9.00

THERE ARE NO BETTER DIALS
THERE ARE NO BETTER CLOCKS

•V^' GOiLDSMITMS* STOCK COMRVJOT
of' Ci\Ni\lDA /Imlicd

Toronto, Ont.

iiiiiiiiiiiiiii

iiiiiiiiiiil

liiiiiiiiiiiii

iiiiiiiiiiii

iiiiiiiiiiiiiiii'

1IIIIIIII lUIIIW

|R/Ii|]..«11.11 \ CLOCKS

JimQ in stghi

oay or niafii

In the darkness of the bed-

room, this dainty mahogany

Gilbert Clock reveals the

time!

Its radium-treated hands and

markings respond glowingly

—even to the sleepy glance.

They tell the truth, too, for

all Gilbert Clocks are de-

pendable.

Gilbert Radium Clocks are

expedient to solid comfort in

the modern home. And, if

tastefully chosen from the big

Gilbert line, always harmon-

ize.

Order Your Stock From

G^S:' GOILDSMITHS* STOCK CC»IRVPnf
of GVNAIOA /Imiicd

Toronto, Ontario
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I A CLOCK SPECIAL FOR OCTOBER ONLY

I
WONDER SET

|
H Inexpensive Gilbert Clocks of Splendid Time-keeping Quality J

While there is the greatest demand for fine

Mahogany Clocks, still there are vast num-

bers of people who cannot afford the finest

finished cabinets. Gilbert's Wonder Set is

designed especially for these people.

Fitted with eight-day pendulum type of

movement, which strikes the hour and half-

hour on cathedral gong. Sash is the new,

heavy "Gilco" style polished finish. S^/o-

inch celluloid coated dial and convex glass.

ii4y—SENSATION
Height 10 inches. Width i8y2 inches. A good-sized Tambour
of wonderful value. Finished in dark Brown Mahogany—flat

finish—not hand-polished, but waxed. This clock has the style

and appearance of a much more expensive timepiece.

Price $24.00 each.

2156—MARVEL
Height ioy2 inches. Width 13 inches. Mahog-
any flat varnish finish, waxed. This is one of

the fastest sellers of our cabinets, for it is fitted

with the customary high-grade Gilbert movement.
Price $20.00 each.

Height 10 inches. Width 13 inches. The beauti-

ful grain of the Oak is distinctly brought out

by the flat varnish finish, which is waxed. The
new heavy "Gilco" sash gives this model a very

attractive appearance.
Price $18.00 each.

Special October Sale Price $60.00 Set of Three

of Canada /hmted
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JUST THE GIFT
for Men Who Smoke

Display it this Christmas. Point out the

handy httle pipe-emptying prong—two use-

ful articles in one. And handsome—neat

—

strong—easy to clean. Several models

—

wide range of price.

ITS A SELLER!
Just Tvatch your sales jump this Christmas.

202A Ash Tray $5.50

203

203A
204

205

206

6.50

6.50

6.00

6.50

7.50

Of Tf^rri '

I
' Means a perfect Watch Strap for both Ladies and Men, which can be worn

^i^Vx AXI-jI. M, m. with the greatest comfort and assurance that you are not going to lose your

Watch. It is easily attached, requires no adjustnn^nt, and is always ready for use, as it does not

become flabby by stretching.

MEN'S
STRAP wmmwi I' \ii;\Ti;i»

Closed.

Bracelet Expanded.

Both the Ladies' and Men's Straps are made in 14 Kt. gold, 10 Kt. gold, 1/10 rolled gold plate,

sterling silver and American silver, having in all qualities an expansion of 1% inches.

The catches on the Men's Strap are made in 5/16, 7/16 and 'h inch, which will fit all size watch lugs.

Now is the time to stock this item.

P.\TF.NTED 'Wmmmm LA.DIES'
STRAP

Closed.

l^mmwmiimmwwwrmmmmsmmmm
Showing Watch Hooks and Bracelet Expanded.

This item is not a novelty, but an article which will last and be worn as long as the Wrist Watch is

I

in style, and it has come to stay.

Sold through the Wholesale Watch and Jewelry Trade

BLISS BROS. COMPANY, Attleboro, Mass.
"The House with Something New All the Time"
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FALL CATALOGUE
ANNOUNCEMENT

Illustration of Key Case

NEW GOODS
ILLUSTRATED
Buxton Key Kase

British E.P.N.S. Ware

Travelite Radium Dial

Clocks

Vogue Pearls

The 1920-21 issue of the above

was mailed during the first week

in October. It is without doubt

the most attractive catalogue yet

prepared.

Our engravers have given the best

possible example of their art in

preparing the illustrations.

We want the Trade to use it

freely, knowing that by so doing

the benefit will be to their advan-

tage, as well as our own.

If your copy is not to hand send

a card of advice to have one mailed

by return.

Rowland & Campbell, Limited

604 Canada Building

WINNIPEG - CANADA
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CAPP'S

Bridal Wreath

WEDDING
RINGS

Made in PLATINUM, 18k. Yel-

low, White and Green Gold, also

Yellow and White Combinations.

All Designs and Words "Bridal

Wreath" are registered

A full stock of all sizes will be carried

by us.

A Telegram received by us will start the

ring desired to you by next mail.

Telegram as follows:

—

October '^Bridal Wreath," Yellow, Size 6.

Folders bearing dealer's name to hand to prospective customers; also window

display cards are being prepared for all dealers who handle "Bridal Wreath"

Wedding Rings, and will be sent foi"ward as soon as possible.

Our travellers will be able to show samples, and give full particulars, on

their next trip.

T. W. CAPP CO., Limited
176-178 Richmond St. West TORONTO, ONT.
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3,400 Watch Movements are finished daily.

Over 23,700,000 Elgin Watches in use.

** They have stood the test of time "

This is your guarantee.

All Grades and Sizes of ELGIN Watches Available

NEW OCTAGON WATCHES IN 10/0 SIZE
To Retailer To Consumer
Trader List including Tux

Lady Elgin 15J in 14K gold convertible 87.50 77.00

No. 447 7J in 14K gold convertible 74.00 63.00

Lady Elgin 15J in 14K gold—silk ribbon 80.00 7L50

No. 447 7J in 14K gold—silk ribbon 66.50 57.50

Engraved Bezels additional 4.00

i\
The

Canadian Elgin Watch Company
LIMITED

[j^'if'-'j/jT
67 Yonge Street Toronto

f^fPtW^t^t^W^ftWt^t^^^Pt^^Pf^W^t^t^^^^



THE TRADER 31

Wm. Bramle^, Original Maker of

The Bramley Ring
(The Rings with a Reputation Created and Maintained Through Over a

Quarter of a Century of Satisfaction.)

You can't afford to take chances on being understocked on rings, and the

way in which orders are pouring in to us warrants us strongly advising you

to look over your stock and Place your orders noiv before it is too late.

The Fall Range is Now Ready
It is a range that is capable of creating an irresistible appeal for ownership

whenever displayed. The designs have been executed with true "Bramley"

craftsmanship. Their durable qualities are far above par, and the price

concludes all argument.

OUR REPRESENTATIVES ARE

ROWLAND & CAMPBELL
Winnipeg, Man.

Selling Agents from

Port Arthur to Victoria.

ALFRED EAVES REGD.
( IV . E. Hayes^ Successor)

Montreal, Quebec
Selling Agents for the

Province of Quebec.

Wm. Bramley & Co.
4 DOLLARD LANE (Cor. Notre Dame Street West)

Montreal - Quebec
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The Canadian trade has bought Myotis

Pearls for years. Like an old friend, Myotis

have the confidence of the trade. Every

jeweler knows that he may safely and profit-

ably recommend them to every customer. He
knows that they are a perfect reproduction of

the real gem, and that they are guaranteed

against peeling or losing their orient.

A Myotis Necklace will make a most

appropriate Christmas Gift. Suggest it.

The EUt^OPEAN C^
40*- 40* Conkder&tum Life IbuildimC.

Toronto Ortt
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EARRINGS
have always played an important part in the attire of fastidious

dressers, and fastidious dressers have earned a reputation for consis-

tency in their shopping, that is, once they are pleased with a purchase

they will direct their future trade to that store.

Why not draw some of that class of trade to your store, through

a carefully selected variety of EARRINGS?

We will be pleased to mail you a number of very neat and

artistic designs in order that you may make your selection from them,

in fact, we are paying special attention to mail orders and feel

confident in our ability to please you and your most critical customers.

Lest YOU Forget

Write US To-day

REPRESENTATIVES

:

Western Ontario and
Montreal Quebec Western Canada Maritime Provinces

Chas. E. Demers Theo Foisy I. Sabbath J. Kert

J. L. SABBATH & COMPANY
5 Notre Dame St. West - Montreal
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s. P. MYERS & CO
For

WALTHAM
WATCHES

The

Disappearing

Eye
is an exclusive

feature of

Waltham
Convertible

Bracelet

Watches

A Few Items From Our Stock of
This Famous Make of Watches

Ml Disappearlns' l''.vo ("oiivortiblo Bracolet Walolu'-

3/0 Size—No. 3010, 7 Jewel, in finest

Waltham quality Gold - filled

case and Gold-filled bracelet .

6 Size—No. 5010, D.E., 7 Jewel, in

finest Waltham quality Gold-

filled, case and Gold-filled

bracelet

6 Size—No. 5415, D.E., 15 Jewel,

in I 4K Gold case, and bracelet

10 Ligne—No. 84, D.E., 15 Jewel, in fin-

est Waltham quality Gold-filled

case, and bracelet ....
10 Ligne—No. 94, D.E., 15 Jewel, in

1 4K Gold case, and bracelet

$37.00

45.00

72.00

76.00

95.00

"SERVICE" built the House of MYERS
A trial order will convince you that our service is unusually efficient

S. P. MYERS & CO.
230 McGILL ST., MONTREAL



THE TRADER 35

A New Leader in a

Popular Priced Watch

Tin: 12 SIZK FIDKMS

12 size, 7 jl., lever, in Empress S. B. & B. Case, plain or E. T. . $6.75

12 size, 13 jl., lever, in Empress S. B. & B. Case, plain or E. T. . 7.75

1 2 size, 7 jl., lever, in Victoria S. B. & B. Case, plain or gold-filled 7.00

12 size, 1 5 jl., lever, in Victoria S. B. & B. Case, plain or gold-filled 8.00

For engraved cases, add 25 cents each extra.

Any of the above may be had with gilded, silvered or two-color

metal fancy dials at 25 cents extra.

The heavy demand for popular priced watches at this season of

the year prompts us to place this watch before you.

Order a sample dozen to-day. Immediate shipment.

Materials Constantly on Hand for All Our Watches

Our watches are carefully timed and inspected by an expert sta0 of

watchmakers before shipment.

S. P. MYERS & CO.
230 McGILL ST., MONTREAL
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Sell Eversharps to Everybody

Rifled
Steel Tip

Eversharp
Point

V^
The symbol of
perfect writing
— the mark of
Eve rsharp
Pencil and
Tempoint Pen

Among all sorts and conditions of

people Eversharp, always sharp yet

never sharpened, is the favorite writ-

ing instrument.

It is in the vest pocket of the bank

president and of the college boy; in

the hand-bag of the society matron

and of the high school miss.

And it is rapidly being adopted as the

standard office pencil of large organi-

zations; not infrequently, purchasing

agents place good-sized orders with

local Eversharp dealers.

Convenient, beautiful and economical,

Eversharp is priced to appeal to all

classes—you can sell it to practically

everybody in your community.

Make note also of the steady repeat

business from Eversharp Leads, leads

with a fineness, firmness and smooth-

ness all their own, leads made spe-

cially for Eversharp.

For Eversharp catalog and interest-

ing sales literature address Canadian

representatives:

Rowland & Campbell, Ltd.
Winnipeg, Manitoba

Consolidated Optical Co.
Toronto, Ontario, and Montreal, Quebec

The name is on the pencil

Made and Guaranteed by

THE WAHL COMPANY, Chicago



THE TRADER 17

THE LARGEST WATCH
HOUSE IN CANADA

BALL WATCHES
HAMILTON WATCHES
ILLINOIS WATCHES
HOWARD WATCHES
WALTHAM WATCHES
SWISS WATCHES
GOLD WATCH CASES

GOLD FILLED WATCH CASES
GOLD WATCH CHAINS

GOLD FILLED WATCH CHAINS

ALL GRADES AND STYLES

ALL ORDERS FILLED PROMPTLY.

COMPLETE STOCK ALL MAKES.

The Canadian Ball Watch Company
Winnipeg Man.
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What do you need for Fall?

r-

WE CAN SUPPLY YOU WITH

Loose and Mounted

DIAMONDS
All shapes in 8|, 9J and 10^ ligne

WATCHES
Varied assortments of Solid Gold and Gold Filled

JEWELLERY

Approbation Orders Quickly

Attended to

M. MICHALSON & CO.
Importers of

DIAMONDS, WATCHES AND JEWELLERY

Power BIdg., Craig St. West - MONTREAL
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GIFTS THAT LAST

Real Investment Value

This seven stone Diamond Cluster is a pleasing

Ring and sells readily. It presents the brilliance

and beauty of a Solitaire several times its cost.

Diamond Prices Will Not Drop

A recent cable from L. L. Brethmayer, head of the London Diamond Syndi-

cate, which controls 90 per cent, of the world's output, says, "The Diamond
Syndicate's policy has been to maintain prices, and there is no intention to

depart therefrom." This authoritative statement assures you that now is the

time to examine a parcel for fall and holiday business.

Careful attention given to approbation requests

Roy Company, Limited
Roy Building, 21-23 River St. TORONTO

KOSS ARCHER, T. BROADHURST, ALBERT MIRAGLIA,
Western Representative. Toronto Representative. Montreal Representative.

NELSON REYNOLDS. Eastern Representative.

5IK
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DIAMONDS
EXCLUSIVELY

For over 100 Years, we
have faithfully given our
customers that degree of

service and satisfaction

which is essential to their

prosperity.

DIAMONDS
in all sizes

and qualities

BACKES & STRAUSS
309 Continental Life Building

TORONTO

14-15-16 Holborn Viaduct, London, Eng.

8 Tulpstraat - Amsterdam
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WHEN YOU
RECOMMEND

DAVID BELAIS' 18K WHITE GOLD
( The white gold that stays white)

FOR
REMOUNTS

YOU
are creating new business that

WILL LAST
You can furnish a mounting made of BELAIS'
WHITE GOLD and about $175 WORTH
OF DIAMONDS for the price of a mounting
made of Platinum, assuming the mounting
made of BELAIS' WHITE GOLD weighs
10 dwts.

The Color is the Same.

Styles in Jewelry Change.

Give It a Thought.

DAVID BELAIS
13 DUTCH STREET, NEW YORK
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Take full

advantage of

Communitv Week

rn -^

During the week of Nov. 6 to I 3—Community Week—every

housewife will be more mterested than usual in COMMUNITY
PLATE.

This is your opportunity to do a big business in all the

Community pieces.

Every woman in Canada is being told through national news-

paper advertising that she will find COMMUNITY PLATE on

display at the better shops. Your customers will expect to be able

to select what they need from your showcases.

Let the people in your town know they can inspect Community

at your shop.

To help you do this, an attractive window display has been

prepared for your use and will be sent on receipt of the coupon.

Get full benefit from Community Week. The opportunity is

unusual.

Oneida Community, Limited
Niafjara Falls, Ontario

Please send us, charges prepaid, the Coininu riit\

Week Window Display.

ONEIDA COMMUiNITY, Limited

NIAGARA FALLS, ONTARIO
• Also makers of Oneida Communitv Par Plate
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More Skill Wanted

II*
there is one thin^ more than another of which the

world stands in need to-day (although second, of

course, to peace.) it is a higher degree of respect for

the skilled worker. That this respect is frequently lacking

is not solely the fault of the social system; it is primarily

the fault of those who call themselves, Init rarely are.

-killed workers. In a secondary way it is the fault of our

educational system, which until recently, excepting in the

pi ofessions, dispensed knowledge, but no training—
,u hieved for the student enlightenment, but no skill.

In the pages of Thr Trader for last month and this

month you will have noticed advertisements beginning re-

spectively, Tf you have a bo\'." and "If you know a boy."

It is in connection with the opportunity' cited in these

advertisements ....
But let's begin at the beginning, which is a century or

two ago—we won't ([uarrel over the exact date ; what's a

generation or so among friends ?

A few centuries ago there were skilled workers. Boys
from every walk of life e.xce])ting the social aristocracy

were apprenticed to trades. That aristocratic youths

\\ere not apprenticed was no particular loss to the trades

in question: for, from the bourgoisie of the land they had

their choice of the best material the country had to offer

in the line of scientific and artistic talent. .And it really

was a choice. .Apprenticeships were not to be found grow-
ing on hedges. They were scarce and keenly contested

for by doting parents who either were not so fortunate

themselves as to have a trade, or who had too many sons

to apprentice with profit in their own trade. When ob-

tained for a boy, the apprenticeship had to be paid for by

the father: and even then, if the youth failed to show
])romise of the requisite degree of proficicnc\'. he was soon

sent packing back to an angered ])arent.

Trades w^ere looked. up to in those da\s by the middle

and lower classes. ,-\ successful artizan might attain a

position in public or personal esteem beyond the aspira-

tions of those trained in the scholarly profession.s—and for

these two reasons : that the results of their efforts were
visible and tangible for the admiration of all men: and

that the successful artizans were men who combined in a

high degree scientific or artistic insight, and creative

technical skill. They may not have been gentlemen of the

court, but they possessed a familiarity of address with

c<nntiers. even the nobility, which was permitted to few

others, if any, outside the ranks of gentlemen born. Fre-

qiiently they became, if not court gentlemen, at least pro

teges of nobility and royalty.

And they left names behind them. Many of them are

;dmost as well known to-day as the\' were in their own
time—w'hich is saying a lot. Such names as Benvemito

Cellini, Sheraton, the .Adam Brothers. Stephenson, and a

host of others which need not l)e mcntined, are far better

known now than those of some of the most e.xalted nobles

of their own day.

Then came a time when the mechanic, the artisan, the

craftsman were no longer regarded so highly. It is sig-

nificant that this alteied attitude towards the skilled worker

was practically contemporaneous with the growth of labor

imions. It would be unfair to lay all the blame at the door

of the unions, for at least part of it is due to the de-

creased need for actual skill in manual labor. ATachinery

did awa\' with much of the need for skill. Even at that,

however, the loss of prestige was not confined to those

lines where the machine replaced the highly skilled worker.

It was general throughout the trades, and arose out of the

increasing tendency of labor to make no differentiation

between the man who worked skilfully and well and the

man who did not.

The almost immediate result of this was that no longer

was there the same incentive for men of high potentialities

to enter the field of craftmanship through the gate of ap-

prenticeship. The work they might have done fell to the

lot of less capable performers.

The result is what we see to-day—a world of industry

bidding for skilled workmen, and none but indifferently

(|ualified men to answer the call.

The end must be and already is a competition of higher

l)id(ling for really skilled men, not as a class, but as indi-

viduals. That, in turn, will eventually attract to the trades

and crafts men of higher capabilities, on the average, than

those now entering them.

It must not be thought that capable men have entirely

ignored skilled craftmanship as a calling. Many men of

superior capacity have, for instance, become watchmakers.
.And among them you will find some of the most success-

ful jewelers of the present day. Real ability is bound to

come to the top in any field of eft'ort.

For the future, it ma_\- be prohesied that increasing

numbers of highly capable youths will enter such crafts.

With their advent, the crafts themselves will gain higher
recognition in the commnity. The potential earnings will

be higher. But those who enter first in the field will have
the best chance. Theirs will be the greater success, since

they will stand out more .strikingly than their fellows.

The opportunity is a golden one for the father who
really wishes well for his boy. So, "if you have a boy,''

or "if you know a boy"—a boy who would take naturall\-

and efficiently to work requiring skill and initiative—think
seriously on the opjiortunities that are now being afforded
for his training, especially those in your own line of busi-

ness. Jewelry and watchmaking hold great promise for

the future. If possible, let your boy be one of those who
will reap the golden harvest.

43
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Great Meeting in Winnipeg
WINNIPEG, September 24.—Enthusiastic co-opera-

tion in the aims and endeavors of the Canadian

National Jewelers' Association formed the key-

note of the meetings of Manitoba jewelers, held here yes-

terday and to-day, to hear the message brought from the

East by President Ellis and Secretary Ross. The progres-

sive spirit of the West has always been clearly manifested

in its acceptance of forward policies, but perhaps it has

never been more strikingly shown than in these meetings.

Attended by a most representative gathering of all

blanches of the trade, they have been marked by freedom

of discussion, intelligent appreciation of the important is-

sues involved and frank acceptance of their immense value

to the trade in general and to every individual member.

The Manitoba Jewelers' Association has passed another

milestone in its history with great success, and its future

should be bright with a prospect of securing 100 per cent,

membership before many years.

Had the gathering been less representative and pro-

giessive, however, it could hardly have failed to be stim-

ulated and inspired by the magnificent

addresses of Mr. M. C. Ellis. The Na-

tional president was in rare form and,

by his eloquence and complete mastery

of trade conditions, made a most pro-

found impression, that was reflected in

the great ovation tendered the visitors at

the conclusion of the banquet last night.

Mr. Ellis divided his remarks into three

separate sections, first discussing the

luxury tax in the afternon, and speaking

on the publicity question and the ac-

counting system after dinner. His ad-

dresses were so comprehensive that

they covered every possible phase of

each subject, so that at the close, his

hearers frankly stated that he had solved

many problems, cleared up their diffi-

culties, and there was no more informa-

tion they could ask. It naturally fol-

lowed that the position and policy of the

C. N. J. A. was enthusiastically en-

dorsed and a strong impetus was given

to the organization movement in this

Province.

An indication of the spirit with which the visitors were

received is given by the fact that Manitoba is the first

Province to reach its allotment for the furtherance of the

campaign of publicity. Following the elucidation of the

subject by the visitors, there was no hesitation about sub-

scribing and the total was very soon reached, with almost

a certainty that it will be largely exceeded. Another evi-

dence was the great interest manifested in the Canadian

National Jewelers' Association -Convention to be held in

Winnipeg in February next. Preparations for the enter-

tainment of the visitors are already under way and a great

Western welcome will await the delegates from the East

especially, in addition to a very important programme of

business that will be ready for discussion.

Winnipeg hospitality has always been generous, but it

was manifested on this occasion to a degree that transcend-

ed all previous experiences. The visitors were accorded

every possible courtesy and the whoe-hearted co-operation

of such outstanding men as Arthur Rowland, Tom Porte,

Wave Dingwall, George Markle, Norman Andrew, Jabez

JABEZ MILLER,
President of the Manitoba Jewelers

Association.

Miller, Carl John.ston, Crawford of Brandon, Cole of Port-

age, Cochran of Carman, made the event one of rare de-

light that will long be treasured in the memory. One might

go on and recite the entire attendance list as hail-fellows-

well-met because the good-will and spontaneity were so

manifest that it must have been absolutely unanimous. The
Manitoba Association has made a decided forward step and

may look forward with great assurance.

The business sessions of the convention were held in the

Board of Trade Bureau, with President Jabez Miller in the

chair. In opening the afternoon meeting yesterday, he re-

gretted that his business and social ties had prevented him
taking as active a part in the association as he would have

wished. He felt it a real honor, however, and would do
his best to carry out his duties for the balance of the term.

He would not .speak at length because they were anxious

to hear Mr Ellis, who had been an outstanding figure in the

l)i!siness life of Canada for many years and who had a

u'ost interesting and timely message. The jewelry business

had been unduly burdened with luxury taxes and imposi-

tions of various kinds and there was
none better equipped than Mr. Ellis to

elucidate these (|uestions and formulate

a line of action on which they could de-

mand relief at Ottawa.

Mr. Ellis, who was greeted with pro-

longed cheers, said it was a real joy to

him to meet men he had known many
\ears ijefore, as well as the younger

generation that had come along since he

left the road. After explaining the ob-

ject of the Western tour, he launched

into association matters, stating that

when he accepted the presidency, it was
with the feeling that it was incumbent

upon him to really accomplished things

worth while for the whole jewelry trade

and every individual member of it. He
was glad to be able to say, now, that the

association had succeeded far beyond

his most sanguine expectations The
association was an associttion, not in

restraint of trade, but of furtherance of

trade, and its aims might well be ex-

pressed in the following terms : '"To

maintain a high standard of business ethics; to stand for

improved methods of merchandising and storekeeping

;

for betterment in the display and keeping of our stocks

;

for improved methods of salesmanship and giving the

public an honest and efficient service. To obtain the fiillest

development of any industry, we must have the co-opera-

tion of every element in it and have decent confidence in

one another ; then by co-operation, unity of action and con-

structive effort, we shall accomplish great and lasting

benefits for our trade." This, in short, epitomized its ideals

and the work it was seeking to accomplish.

Turning to the question of taxation, Mr. Ellis said they

all knew how the jewelry trade had been made the target

of politicians in Canada of recent years. It was fortunate

that it was well organized when this sentiment was placed

in concrete form in the luxury taxation legislation and

that it was ready for the serious condition that would

otherwise have accrued. When this malicious attack was

announced, the whole trade was appalled at the situation

and the National executive appreciated that it was up to
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them to get to work at once.' The wires to Ottawa were
made hot and an interview with the Minister of Finance

secured, the executive taking the position that the main
point was to get away from the necessity of notifying

customers of the tax and of issuing triplicate sales slips.

What had been accomplished was now a matter of history.

But the exective had not been caught unawares by the

luxury taxation. It had been made manifest long before by

public speeches and press comment that some such enact-

ment might be expected and as early as October of last year,

a deputation had interviewed Sir Thomas White in Otta-

wa, stating that the jewelry trade desired to pay its share

of the war cost but that, after the war was over, it should

be placed in exactly the same position as any other Cana-

dian industry. In reply to a query as to where the Gov-

ernment would get the revenue, the delegation suggested a

one per cent, turnover tax on all classes of business, be-

cause the essence of taxation was impartiality. Then after

the Montreal convention, another deputation waited upon

Sir Henry Drayton and again

suggested the sales tax, being

the first trade to bring that sys-

tem of taxation to the attention

of the Government, and no

doubt being responsible for it

being put into effect with the

great success it has achieved.

Then the executive prepared a

very strong statement of the

position of the jewelry trade as

one mostly of essentials and

not of luxuries, and sent it to

every member of the House of

Commons. It was therefore

with a great shock that the

trade learned of the luxury

taxation on May 19th.

Matters then became exceed-

ingly hot and the Cabinet min-

isters were bombarded with tel-

egrams from all parts of Can-

ada, and also personally inter-

viewed by leading members of

the trade. On June 9th a sec-

ond letter was sent to all the

members at Ottawa and so

strong and persistent were the

efforts that one of the Minis-

ters stated that the case for the

jewelry trade had been handled

in an efficient and thorough

manner, such as no other trade had even approached.

Mr. Ellis then pointed out that in considering this

matter, it must be borne in mind, first, that the former tax

of 10 per cent., which amounted to 14J4 per cent, when
it reached the consumer, had been removed, as had also

the war tax of 7^^ per cent., which had meant an addition-

al cost of 13 per cent, to the purchases of watches, clocks

and all classes of goods handled by the jewelers. So that

the retailer could face his customers to-day with the as-

surance that his goods were costing them 3 per cent, less

than formerly on the war tax alone. That was a. very

strong argument for salesmen because they could say

with truth and confidence that the customer was much
better off than he was before.

He was also glad to be able to assure them that it

was almost sure that the luxury tax legislation would be

rescinded at the next session of Parliament and succeeded

.by a sales tax on the retail trade as well. There was one

point on which the executive had felt severely disappoint-

ed, and that was the action of the Government in granting

certain exemptions at the eleventh hour after an under-

standing had been reached between the Minister and the

deputation of the jewelry trade. It was a shame and a

disgraceful piece of legislation that the Government should
t-ike from the jeweler a trade that had always belonged
U) him and deliberately hand it over to the hardware
dealer. It was an iniquitous piece of legislation and the

executive had never ceased to express its bitter opposition

to it. There had been secured the exemption of plain gold
wedding rings, however, and most jewelers would find

that their sales of rings would be much greater than of the
cheap clocks and other goods that had been exempted to

other trades.

His advice to all jewelers was not to give up selling

these articles, because the executive would never let up
until the injustice had been righted and the trade restored
to the jeweler that rightfully belonged to him.

Prolonged applause followed the conclusion of Mr.
Ellis' speech and President
Miller congratulated him on
the clear and comprehensive
review of the situation.

It showed that the executive
had been on the job and would
be on the job until the unfair
burdens had been lifted. There
was no doubt but that by co-
operation, this could be achiev-
ed, because all governments
were susceptible to votes, and
if they carried on and support-
ed the C.N.J.A., he was sure
the reasonableness of their po-
sition would be recognized.

In responding to the expres-
sion of thanks, Mr. Ellis

strongly endorsed the reading
of The Trader every month
in order that every phase of

association activities should be
kept track of as well as most
modern methods of business

and announcements of manu-
facturers and wholesalers. The
great thing was to feel that

they were all brothers in trade

and that their aim was to put

the jewelry business on a high-

er plane. There was no doubt

of the influence the associa-

tion had had on the trade in general. A vast improve-

ment had been recorded in its general tone and in the

spirit between jewelers all over the country. Even the

readjustment of the repair price list had made an immense
difference, men now getting a fair return for their fine

mechanical skill and many of them being lifted from a

critical financial position to one of comparative independ-

ence. There should be no hesitation about supporting

this movement, because it was their life work and should

come before every other interest in life.

In response to an invitation to discuss the matters

spoken of, Mr. J. H. Cochran, of Carman, said he was
sorry every jeweler in Manitoba had not heard Mr. Ellis.

The great benefits that had accrued to the trade were
very obvious and they were under a great debt to the

executive. He had kept a fairly accurate record of his

repair work. Formerly he had looked upon it as a means
to an end, a method of attracting trade, but had been un-

able to make money on it. Now he considered it a valu-

ARTHUR ROWLAND,
Secretary of the Manitoba Jewelers' Association.
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;ililf asset and one ol liis hest payin.u' departments. Since

the new price list had gone into effect, he had repaired

2.(X)0 watches and on each he had averas:ed one dollar

more than he had before. Now he had a better bank

account, he got more recreation and his whole life was on

a higher plane. The increase

in prices has also come at a

very opportune time, as the

public was expecting it. Ii

they had to go back to dollar

wheat, the public might ex-

pect prices to be reduced and

then would come the time when

jewelers would have to stick

together and show that the in-

crease was not a teni])orar\

one, but permanent.

Mr. VV. E. Crawford said he

had been told that he could put

his cheap clocks and watche>

into a separate department to

escape the excise tax and that

certain stores had already donc

this, but Mr. Ross pointed out

that such an attemjit to evade-

the law would be promptly

checked up by the Department

at Ottawa, and that if any firm

was reported to be doing it, the

National Association would in-

vestigate it at once. Such a

])lan had already been brought

to the attention of the Depart-

ment on a complaint from East-

ern Canada. Evasions of the

law will be severely dealt with.
George W

Brief remarks followed from Messrs. Cole.

Dudley, Thompson, Dingwall and Porte, the last

mentioned emphasizing the fact that the jeweler

never realized the high standing of his business

and the honor of his chosen calling. It looked

like the dawn of a better day when one realized

they were getting over the backbiting and petty

jealousies of former days.

Abe Myers, of the Canada jewelry & Im-

jiorting Co., congratulated the association on

the good work accomplished and said if they

kept on, there was nothing ahead but jirosperitv

for all jewelers. Remarks in a similar vein

followed from Messrs. Park, Carl Johnston.

X'ickcrs and Gabel.

Mr. C. E. Cole presented the report of the

Price List Committee and asked for suggestions

as to its revision. A general discussion followed

on jewelry repairs and engraving, Mr. Cochrane
stating that in January, he went home from th*'

convention not much in favor of chargin-; for

engraving. His son had favored it, however,
and it had turned out fine. It was finally de-

cided that the committee on watch repair^ should

meet at nine o'clock on the following morning,
along with another committee on jewelry re-

pairs, consisting of Messrs. Cutter, Browii,

Dingw-all, Porte aiul Gabel. The session was
then adjourned for supper.

The dinner tendered the visiting delegates was served
in delightful .style at the St. Charles Hotel, over 50 mem-
bers being-present. Mr. Jabez Miller occu])ied the chair,

and in introducing the visitors, .said he had been afraid

tliat the unfavorable weather would hurt the attendance

Markle.

and deprive the national jiresident of the necessary inspira-
tion. Now, however, he was delighted with the repre-
sentative gathering and the president had shown that he
did not need any inspiration.

In his reply, Mr. Ellis said that if he had been inspired
in the afternoon, he was thrice inspired by his

splendid evening audience, and by the thought
that the trade was taking so intense an interest

in the association. He now wanted to lay before
them a matter well worth while, one that meant
a tremendous augumentation of the jev.'elrv

trade, provided that everyone co-operated. One
of the most prominent men in the United
States, he went on, had said that millions of

dollars had been taken from the jewelery trade,

because it was dead and inert, by other trades
which were alive and progressive. This was an
age of intensified advertising, of organized, trade
effort along publicity lines. It therefore be-

hooved them to take hold of every .sane, pro-

gressive idea and go forward. Mr Ellis then
dwelt on the success that had followed the ad-

\ertising of the orange growers, florists and
paint men. and said that if the jewelers wanted
to take an advanced step, they must work along

similar lines. He then touched upon the steps

that had been taken to affiliate w ith the National

l'ui)licity Association of the United States, and

the adoption of the slogan. "Gifts That La.st."

This .slogan, he said, meant much, and if they

could implant the .sentiment in the minds of the

great buying public, the result;- would be im-

measurable. As they knew, the jewelry trade

was one of seasons, with two thirds of the busi-

ness done in the last three months. Now, it

was their aim to make it an all-year round busi-

ness. What had been done in

the fur trade was an evi-

dence that all things were

possible, and they now had

a means of creating a turn-

over such as few of them re-

alized. As part of the pub-

licity plan, they had secured

the sign. "Gifts That Last,"

that was good enough for

any jewelry store and they

wanted to see it in every win-

dow from the Atlantic to the

Pacific. It emphasized the

lasting quality of their goods

and was easily the best of all

the trade slogans.

The executive had decided

to raise $10,000 to carry on a

publicity campaign in Can-

ada. They had all the ef|uip-

ment of the National Public-

ity Association at their dis-

posal and were already de-

riving great benefit from the

advertising carried in Ameri-

can magazines that had a

large circulation in Canada.

These w-ere not advertisements of an ordinary character,

but artistic drawings by the best men of the United States,

and they would be available for use in Canadian maga-
zines. The executive had selected a list of these, calcul-

ated to reach all classes of people and reaching three-

(juaters of a million in circulation. It was proposed to

Dingwall.
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start advertising in time to catch the hoHday trade and he

hadn't the least douht that the\' would raise the money in a

month. Jewelers generally felt that 1919 had been the

banner year in the trade, and now the need of intensified

advertising had become apparent. In addition to this,

every jeweler would receive a copy of the "Jewelers'

Record of Progressive Ideas, " which would provide a

service of cuts and advertising copy that would be hard

to equal. He was sure that every man would get a hr.nd-

red dollars return for every one invested, and asked that

solid support be given the executive.

Mr. D. W. Dingwall said that he had lieen sceptical at

first, but Mr. Rlils had convinced him of the great value

of the idea. They were getting a tremendous advantage

from the work of the U. S. jewelers, and it was not costing

an excessive price, so that every jeweler in Manitoba
should make a subscription. He was only sorry his whole
staff had not been present to hear the addresses ; what the

jewelry trade chiefly needed was enthusing as to its

possibilities. He heartily endorsed the idea of joining in

this progressive propaganda.

Mr. Cochrane said he always liked to hear an oi)timist.

He was especially impressed because he had recently in-

vested $10 in the Grain Growers' Guide as an optometrist,

without expecting any return, and had found that it was
the best investment he had ever made. The returns were
fai ahead of expectations and he heartily conunended the

publicity plan.

Mr. Shirley Campbell ^aid it was the very best thing

the association could do. as to get jewelr\' into the public

mind was of the greatest importance and advertising was
the best investment that could be undertaken.

Mr. Quinn endorsed the idea as an aclvertising ma'',

and Mr. Porte siad the .subject was of intense interest 'to

him. Every man was just what he believed he was, and in

selling jewelry, just what they believed was in it, so nuich

v.-ould they get out of it. There was nothing else thev

could do that would bring such great results as ad-

vertising.

Arthur Rowland pointed out that the local retailer sel-

dom obtained good results from his advertising because

of the difficulty of getting good cojjy. but if he had this

prepared for him, there would be immediate results. They
had no doubt reached the peak in 1^19, so that the time

nas very 0])portune to make the greatest possible use of

this campaign. He notified the, district chairman that he

would ask them to get after the men in their districts,

get them into the association and get them to use ad-

evrtising. The only way to make it go was for all of

them to get their shoulders to the wheel.

Mr. Dennison agreed that the results would be highly

beneficial, and Mr. Crawford said the figure alloted to

Manitoba seemed to' him to be absurd. It should be nuich

larger. He had subscribed at once because he believed it

tc be a good thing and also because he believed in the men
at the back of it. He intended to endeavor to have the

jewelers of Brandon unite in co-operative advertising this

fall, because he knew, if it were well done, advertising

was the be.st thing that could happen to the trade.

A few' remarks from Mr. Ross as to the necessity for

immediate action followed, and blank subscriptions were

passed around, the quota for Alanitoba being reached in a

very short time.

Mr. Ellis then took u]5 the question of better account-

ing methods for jewelers, telling how he had seen many
splendid mechanics go to the wall because they had not a

proper bookkeeping system. The executive therefore hail

arranged to secure the benefit of the work of the Jewelers'

Research Bureau of the United Sattes, and there was now
;:\ailable a single-entry system, approved by the Har\ard

P.rreau that it was simple to operate and complete in it^

results. It enabled a man to find what his overhead was

and thus to know how much his mark-up would have to

be. A l)ook of instructions and enough record sheets to

last a year could be had on apjilication to the National

Secretary on payment of $4, and he trusted that many

would take advantage of it.

Mr. D. W. Dingwall proposed a hearty vote of thanks

to the Eastern visitors, which was seconded by Mr. Nor-

man Andrews and enthusiastically adopted. Mr. EIH-

and Mr. Ross responded briefly, the latter calling attention

to the widened activities of the Jewelers' Security Alliance

and its claims for support, instancing the succe.ss that ha^

attended the Jewelers' Mutual Fire Insurance Company o:'

the United .States.

The Friday morning session was resumed at the Board

oi' Trade Bureau, when the National Convention in Win-

nipeg in February was the first item on the order pa])er.

After a general discussion, it was decided that, subject

to executive ap])roval, the convention should be held on

Feb. 22 23 and 24, 19,21. the location to be determined l)y

a local committee.

The iewelrv repair juice list was then presented liy

Mr. Eggert Felsted and discussed. It was decided tha!

copies shold be run off and submitted to the trade for

ci iticism before being finally adopted.

Mr. C. E. Cole presented the report of the conunittee

on watch repairs, saying that he had checked the present

list, and. while one or two items might be changed, it wa-

not worth while printing a new list. It was a mininumi

list and its chief value to hiin lay in the fact that it was an

agreement against price cutting. The main thing was to

prevent customers going into dift'erent stores and getting

different prices. He would leave the list exactly as it was.

as the time might come when they would have to reduct

the prices if they were made too high now. He only sug-

gested that hair springs. Breguet. be changed from $3 to

$3.50. The recommendation was adopted.

The next subject was that of guarantees on watche-.

and repairs, and it w'as decided to confornt with the re-

e^nnmendation of the Xational Convention that the guar-

antee limit be three months. Cojnes of the proposed

guarantees will be mailed to every jeweler, along w ith tlit.

price list on jewelry repairs.

Mr. Archie McDougall said there were stores in \\"in-

rupeg in which they could get guarantees for ten years

and the watches would be out of business in 30 days. He
drew attention to the fact of the conviction of a jeweler

for selling the watch of a customer that had been left fo'

repairs and not called for. lie thought there should be legis-

h'.tion in the matter.

Mr. Porte pointed out that there was a statute to that

effect under which his firm sold goods regularly, and it

was found that the jeweler who was convicted had not

complied with the requirements of the .Act.

On the question of engraving, it was decided on motior.

o' Messrs. Crawford and Dilger that the ])rices as shown
in the jewelry catalogues be accepted for the present, sub-

ject to future revision.

Mr. .\rthur Rowland presented the treasurer's report,

showing total receipts of %2^S. and a balance of $37.17.

The membership roll numbered 48 out of a total in the

province of 105. The meeting then adjourned to the .^t.

Ciiarles Hotel for luncheon.

.After hmcheon, Mr. Ellis again briefly addressed the

gathering on the National Conx'ention in February, touch-

ujion the (piestion of exhibits and various phases of in-

teiest. He also expressed the deep ai)pieciation of the

\ isitors of the many courtesies extended and the he.irty

( Continued on pacjc 64.

)
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Greater Security the Aim
Jewelers' Security Alliance Decides to Extend Services—Splendid Record for Year

Shows Deterrent Effects on Thieves

A DECIDEDLY forward policy for the Jewelers' Se-

curity Alliance of Canada was adopted at the

thirty-sixth annual meeting of that orgianization,

held in the King Edward Hotel, Toronto, on Wednesday,
September 8th, 1920. The .president, Mr. Stuart H. Lees,

occupied the chair, and while the aittenidance was not as

large as it should have been, the Province of Ontario was
well represented.

A prolonged discussion as to the scope of the oper-

ations of the .Alliance led to the adoiption of the following

changes in policy:

That the annual fee for the present membership be

increased from $2 to $5 and that an entrace fee of $5
be charged for all new .members.

That the operations of the lAlliance be not restricted

to the Province of Ontario, as in the past, but tha'; all

jewelers in Canada be invited to become me'mhers.

That the service offered memibers be restricted to safe

burglaries, as in the past, but Miat a reward of $50 be

offered for the arrest and conviction of any person or

persons committing burglary, robbery, sneak-theft or win-

dow ismaslhing on the premises of a nuember.

That new and attractive certificates be issued to all

members, together with ceiiuloid display cards announcing
the offering of a reward for the conviction of thieves,

and new door plates carrying the name of the Pinkerton

National Detective Agency, provided the necessary per-

mission for the use O'f the name may be secured.

That all members be asked to furnish the secretary

with a confidential report for the year 1921, of all thefts

and robberies occurring on their premises, with the aim
of securing the necessary information as to the possibility

of extending the scope of the Alliance to cover all classes

of losses of theft.

That the Jewelers' Security Alliance of the United
States be asked to sitate upon what basis it would be
prepared to furnish its bulletin service regarding the

movement of thieves to imembers of the Canadian or-

ganization.

That a special committee he -appointed to secure in-

formation from insurance com^panies as to the possibility

of securing group insurance covering all members of the

Alliance against losses of all kinds, including fire, but

excluding thefts of employees.

The increase in the annual fees was rendered neces-

sary by the receipt of advice from the Pinkerton Agency
that its charge for service hereafter would be $10 per

day per man, and expenses. It was felt that the protec-

tion afforded could not economically be given on the basis

of a $2 fee, and it was also felt that new members should

not receive the benefit of the surplus which has been

built up, without making a special contribution to the

funds.

With reference to the widening of the scope of opera-

tions, the sentiment of the meeting was that there should

be the same measure of protection afforded jewelers all

over the country as in Ontario, and that with the scope

of the jurisdiction of the .Alliance enlarged, there would
be a greater probability of broadening the service until

all classes of robbery were covered.

On account of the great distances that detectives

would be required to travel,, it was considered unwise to

offer any service for cases of window-smashing, penny-

weighting, etc.. but as an incentive to local police officers

and private individuals, that the offer of a $50 reward

for the arrest and conviction of petty thieves would prove

of igreat value. The celluloid card to be provided an-

nouncing this reward will be of a very neat design and

.one that might well be suspended from the knob of a

safe or otherwise conspicuously displayed for the infor-

mation of private individuals as well as of thieves con-

templating a robbery.

The opinion was unanimous that the present mem-
bership card was decidedly archaic and should be changed.

A new card, with new doorplate and reward sign, would,

it was feU, be highly appreciated and give new life to

the organization.

'While the finances of the Alliance would not permit

the offering of detective service for all classes of rob-

beries, it was the general opinion of the meeting that such

a development was bound to come, and, with this in mind.

;ill members will Ibe asked to furni.sih the secretary with a

confidential report on all losses, that they sustain through

thefts in 1921, so that a basis can be found on which

I)rovision may be made for increasing the service along

these lines.

It was pointed out that the Alliance of the United

States gave a very useful service to its members in is-

suing bulletins reporting the activities of thieves and

warnings of new schemes by light-fingered operators. If

this service could reasonably be extended to jewelers in

Canada, it was thought that it might be of great value,

especially at the busy season.

The valuable experience of the retail jewelers of the

United States in connection with mutual fire insurance

led to the suggestion that a plan of group insurance might

be advisable for the trade in Canada, and information

v\-'ill be sought along this line from companies making a

specialty of the jewelry business.

After the minutes of previous meetings had been

adopted, the report of the special committee on engaging

a detective agency was presented by Mr. Ben Chapman,
as follows

:

"Your committee, which was instructed to confer with

the Pinkerton National Detective Agency, to make ar-

1 angements for its services in cases of burglary in which

the Alliance might be interested, begs to report as follows:

"We have had a conference with Mr. Lowell Spence,

superintendent of the Pinkerton Agency in Toronto, and

beg to recommend that the Pinkerton Agecny be em-
ployed whenever the necessity arises, at a rate of $10.00

pel day and expenses.

"We also beg to recommend that the Pinkerton Agency
be requested to allow the Alliance the privilege of using

its name on our door plates and membership cards."

The committee charged with consideration of the mat-

ter- of issuing new forms then made the following report,

through Mr, W. H. Black:

"The committee appointed to consider the advisability

of getting out new forms of certificates, door plates, ap-

plication cards and booklets, begs to recommend that a

new form of certificate be issued to all members similar

to that used by the Jewelers' Security Alliance of the

United States ; that new door plates be issued with the

Pinkerton name added, providing that the necessary per-

mission be secured; that the booklet of advice to members
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be revised and brougiht up to date, and that ne\y cards be
issued to all imembers, on which particulars regarding
their business may be given.

'"We also beg to recommend that the secretary write
to the Jewelers' Security Alliance of the United States,
to ascertain on what terms it might be possible for our
organization to secure the bulletin service regarding the
activities of thieves, which is now supplied to their own
members."

T'he president's report was as follows.

To ithe members of the Jewelers' Security Alliance:
Owing to conditions existent, not only in the jewelry
trade, but in all branches of business in Canada, it is

practically one and one-half years since our alliance held
its last general meeting, and while to the ordinary mem-
ber it may have seemed that the work of the alliance was
at a standstill, we are pleased to report that your executive
has been doing good work, and has given considerable
thought to the welfare of the alliance and its members
throughout the jurisdiction of the alliance, and also in
other parts of Canada.

Last fall the executive had a splendid meeting, at-
tended by practically the entire board, devoting almost the
entire afternoon deliberating plans for spreading the
work and increasing the membership.

As you have been notified, a resolution was then car-
ried, recommending that our by-laws be altered, providing
for .an increase in fees whereby, if the member so wished,
hif entire stock might be covered in case of burglary,
which plan has proved very satisfactory in the sister
alliance doing such splendid work in the United States.

Various committees were appointed at that executive
meeting to consider a new form of membership certificate,

to solicit designs and iprices for a new type of door plate,
and for an advertising campaign.

We might mention in particular the work of the ad-
vertising committee, who, besides having sent circular
letters to practically tbe entire jewelry trade, has also had
some splendid advertisements in The Trader.

Our membership has shown an increase, which, while
not a large one, shows that with a little more wor^k, prob-
ably a very large increase in membership could be at-
tained.

There have been no safe robberies in so far as the
members of the alliance are concerned, again proving
that the crooks have a wholesome fear of the alliance and
the Pinkerton Detective Agency, who are under retainer
to work for us.

The attention of the members is again directed to the
necessity of having on display at all times the membership
certificate, for. unless same is properly displayed, the
alliance is under no obligation to put the detective agency
at work in the case of a robbery.

To the thief, the mere threat of the Jewelers' Security
Alliance and Pinkerton pursuit is a terrifying thing, and
he naturally hesitates before actually committing a crime
that would draw such pursuit on himself.

The work of the alliance in the United States has
proven time and again a very strong preventative, and as
many of the thieves who operate from time to time in
Canada cross over from the United States, they naturally
connect the alliance here as a branch of the U.S. asso-
ciation, to the added protection of our membership.

As your president, I would recommend that in view
of the large surplus we have in the bank, new mem-

.
bers should be charged an entrance fee. Many of the
present members have been paying their annual dues for
many years, thereby building up the present surplus. A
new member coming in now has all the advantage, and it

seems only right that he should pay for the share of

protection the surplus gives him.

Your president has on different occasions been in con-

sultation with the officers of the American Alliance, and
while the time does not appear ripe for an affiliation of

the two alliances, our American brothers are at all times

only too glad to act with us in any matter pertaining to

our mutual welfare. They have been pleased to submit

to me copies of their annual meetings and reports of their

various activities. I would recommend that we therefore

should thank them for their offer of co-'operation, and at

the same time advise them that we will be glad to do any-

thing for them that they may require in our country.

In conclusion, allow me to express my aippreciation of

the work of the directors. While it is true that they have
not, owing to conditions, been called upon to do any great

amount of work, they have cheerfuly at all times answered
any correspondence sent them, as well as having given the

time necessary for attendance at any meetings that have
been called.

The good work of our treasurer is shown by the state-

ment he will present, and the work of our genial secre-

tary is always so happy that comment should be entirely

unnecessary'

The report of the secretary was presented in the fol-

lowing terms:

We have closed the year 1919-20 with 103 members on

our books representing the following localties : Ontario,

90; Quebec, 3 (situated as follows: Sherbrooke 1, Mont-
real 1, Knowlton 1) ;

Halifax, N.S., 10. This represents a

gain of 27 over last year.

The total cash received this year was $305.61, of which

$208 represented fees, $94.71 bank interest, .40 exchange

and $2.50 sale of door plates.

Following the instruction received at the executive

meeting in October last, the entire trade of Ontario was
circularized in an effort to arouse interest. Through the

courtesy of P. W. Ellis & Co., a circular was mailed to

every jeweler on their list. The executive authorized an

expenditure of $50, but the only charge made for this ad-

vertising was $15. While the results were not very great,

an increase of 35 per cen^ in one year indicates that in-

terest can be aroused by constant stimulatio-n. It must be

borne in imind that the Alliance has been in a decidedly

dormant condition for a number of years, and that it re-

quires an unusual effort to galvanize into activity an or-

ganization that has almost ceased to function.

^'our attention is directed to the fact that we now have

one member in each of three cities in Quebec, in violation

of the provision that, in localities outside of Ontario, mem-
berships can be accepted only from groups of at least five

jewelers. These members are of long standing, and an
instruc^tion is required as to whether their fees should be

accepted in the future.

Your attention is also directed to the fact that aiiiong

your members are firms of widely varied financial rating.

It is a question of policy to be decided whether you should

continue to oiifer the services of the Alliance at the same
rate to large and small firms, or whether you should adopt
a scale of fees rated according to the extent of stock car-

ried by each member.

This brings up the whole question of the future of the

Alliance. Whether or not it is worth while carrying on
the organization on its present basis is an open question.

It is not possible, according to the Pinkerton Agency, to

extend our operations to cover all sections of the country
on all classes of robberies. It might be possible to cover
Ontario and Quebec on a graded scale of fees, but the

great distances and lack of detective agencies apparently

{Continued on page 66.)



50 THE TRADER

Canadian Jewelry Imports

Month of May
liU'.i. 1920.

Clocks—
United Kiiisdoiii .... iT,T,

LTnited States 4fi.8!Mi l(ir,.(l68

France .... hoo
.fapan H2
Other countries ,'),3 ....

Totals n.'is.") liiB.42:i

Clock antl watch keys,
movements and case.s

—

United Kingdom '.
. .... 274

T'nited .States 'lAV.W 20,816
.Japan
Other countries .... ....

Totals 2.fl:n 2i,o;)o

AVatches

—

TTnited Kin,«(l()m 11 204
T'nited States 74', 7r,0
.Switzerland 2.207 l.'i.!)63

Other countries .... 17

Total.s 2.!16(> 14,934

Watch actions and move-
ments and parts there-
of-

United Kinfrdom 2o 1.721
United States S:i.S(;4 74,332
France .... ,59.-,

Switzerland 70.1.30 121,833
Other countries .... ....

Totals IfiOjiM 198.481

Watch cases and parts
thereof

—

I'nited Kingdom .... ,",26

T'nited States lfi.24.'') 19.24(5
Switzerland ,8.84.'', 11,788
Other countj-ies 1 861

Totals 2.';. 091 32,421

•Moulded and cut f'lass-
ware

—

Cnited Kingdom 1.312 4.427
United States 56,022 18,292
T^rance 43 233
•Japan l.i g]
Other countries 12 2.888

Totals 57,404 55,921

Electro-plated w^are and
gilt ware, n.o.p.

—

United Kinsrdom 3.122 20.463
United States 21.5(14 15,093
France 47,-, 2,201
Other countries .... '43

Totals 25,101 37,800
Sterling or other silver-
ware, n.o.p.

—

United Kingdom 839 22.320
United States 4.901 14 809
Prance 277 764
Other countries

Totals fi.(iI7 37.893

.Silver bullion unnianu-
factui-ed

—

I'nited States 117,768 172,483
.Jewelry, n.o.p.

—

United Kingdom :j28 24,869
United States 76,394 88,153
•^ance 2,910 4,539
•Iai)an 717 ;i.:i70

Other countries 136 202

Totals 80,485 121,133
1 )iamonds. unset

—

ITnited Kingdom 98,961 229,306
TTnited States 439 13,304
l^elgium e
.Vetherlands 92,052 27,762
(Hher countries 438 ....

Totals 191,935 270,372

Precious stones and
liearls and iinitations
thereof, strung or not.
but not niountc'l or
set—

United Kingdom 1.441 60,391
United States 6.503 19,684
France 5.389 16,348
Germany .i^OS

Italy 491 1,169
Japan 1,303 4,062
Switzerland .... 1 .850
Other countries .... 284

Totals 15,127 104,293

'I'wo Months
Ending May.
1919. 1920.

68 878
91.680 133,822

668 900
157 2,571
60 421

Month of .Tune

92,633 138,592

26
4,084

274
31,617

'"5

4,115 31,891

118
1,590
4,814

504
2.107

26,914
17

29,542

1,464 2,129
169,710 143,787

595
129,382 232,383

44.06-'

44,104

15,03:1

202,719

300.556 378.894

82 609

27,,472 S4,420
16 ,504 20,838

3 861

56,779

2,114 4,939
93.521 112,791

43 398
296 81
65 2,984

96,039 121,193

5,538 35 762
37,906 26,123

641 2,910
19 168

64,963

3,211
11,551

277

29,480
20,500
1.041

.1,024

589,577

819 33,162
I"" S'Jr f' 187
8.113 8.816
931 5,682
301 892

149,999 201.739

224.568 444,859
927 56,892

11,494
165,118 97,634

438 1.405

391,096 612,284

25,303 85,089
14,699 30.579
17,291 36,781

1,982
491 2,339

2,602 7,918
1,942

,... 505

1919, 1920.

60,386 167,135

Clocks

—

I'nited Kingdom 243 582
United States 52.413 '.ifi.236

Prance 233 237
.Japan 132
Other countries .... ....

Totals 52,X8:i
^ 97.187

Clock and watcli keys,
movements and cases—

United Kingdom .... 961
United States 3,831 15,046
,Japan , . . . . . . ,

Otiier countries , . . . 28

Totals 3.831 16,035

Watches—
TTnited Kingdom 241 951

TJnited States 849 925
Switzerland 3,940 9.352
Other counti'ies .... ....

Totals 5, 03(1 11,228

Watch actions and move-
ments and parts there-
of-

United Kingdom 1.170 1,593
United States ; , . . 74,666 80,299
France .... 10,493
Switzerland 43.879 110.600
Other countries .... ....

Totals 119,715 202,985
Watch cases and i)arts

thereof

—

United King<lom 569 108
I'nited States 16.009 20,<)08

Switzerland 2,658 8.439
Other counti'ies .... 715

Totals 19.236 30,170

Moulded and cut .glass-
ware

—

I'nited Kingdom :iIO 1,848
United States 15,519 90.666
France 139 291

.Tapan 110 119
Other countries ,,.. 1.404

Totals 46,678 94.328

i;!e'tro-plated ware and
gilt ware, n.o.p.

—

United Kingdom 3.801
United States -.

.

17,140
France 201
Other countries .,..

Totals 21,142 52,559

Sterling or other silver-
ware, n.o.p.

—

United Kingdom 849 35,712
I'nited States 3,920 9.777
France 41 595
Other countries .... . . . .

Totals 4 810 46,084

.Silver bullion mimanu-
factured

—

United States 199,623 194,497
,Iewelery, n.o.p.

—

TTnited Kingdom 2,575 21 788
United States 57.581 86.627
France 439 5.775
.Japan 1.149 4,691
Other countries 73 3,104

^ Totals 61817 1 21 ,985

oiamonds. unset

—

T'nited Kingdom 154,502
T'nited States 761
P)i>lgiuin ....

France fi.685

^'etherlands 20,491
Other countries ....

Totals 182 412 308.879

Precious stones and
pearls and imitations
thereof, strung or not.
but not mounted or
set

—

Ignited Kingdom 1.o44

United Stales 8.365
France 7.36!(

Germany 1.296
Italy 410
,Japan 54
.Switzerland
Other counti'ies fi.213

Totals 24,751 59,327

Thre. ;Wontlis
Rnd:ing ,Tunc

1919. 192(1,

311 1.4H0

4,093 230.058
901 1.137
157 -."('1

60 421

145.522

26 1.235

,915 46,663

2S

7,946 47.926

359
2,439
8,754

1,455
3.032
36.266

17

11,5

2.634
244.376

173,26i

420,271

651
43,481
19,162

3

63.297

142,717

65,246

19,849

702,342

211,816

73,538

4(1,77(1

3,722
224,086
11 088

342.983

581,879

717
55.328
29,322
1,576

86,943

3,024 6.787
139,040 203.457

182 689
406 200
65 4. 388

215.521

32,784
19,523

252

9,339
55,046

842
19

68.546
45,646
3,162
168

4.060
15.471

318

65.192
30,277
1,639

97,108

784.074

3,394 54.950
197,416 239.814

8,552 14.591
2,080 1(1 373
374 3.996

323.724

215,043 379,070 6X:(,902

2..33 4 1,691 59,226
3,701 15,195
434 7,168 434

54,761 185,609 152,398
2.603 4,008

921.16:;

18.760 26,347 103,849
12.709 23,064 43.288
18.899 24,660 55,680

114 1,296 2.096
1,668 901 4 0<^i7

7,177 2,656 15,095
1.942

6,213 505

85,137 226.162
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Crop Money will Help

MERCHANTS generally will do well, TiiK Tradi-r

believes, to expect and act on the expectation of

a healthy fall business—not an abnormally large

fall- Inisiness, it is to be hoped, but one of .sufficient and
cheering prosperity. The chances are that the changed
ccnditions will have been felt in most ])laces before this

issue makes its ap])earance.

Probably the most severely hit of all industries this

>nmmer was the tire business. Enormous stocks remained
unsold. Factories were closed down tight for indefinite

periods, and many are still closed. But one of those which
did not close down entirely reported recently that the turn of

the tide seemed to have come, and in support of its state-

ment had increased slightly its sadly reduced staff This

may fairly be taken as further indication of that picking-

up of business the jewelr\- trade in some centres l)egan to

feel a month earlier.

Of even greater significance is that fact that there is

to be no Victory Loan campaign this fall. For four .suc-

cessive autumn seasons, no sooner had the ncessary funds

been put into circulation by the banks for the financing of

our crops than along would come a Victory Loan campaign
and soak them all up again The money was not, of course,

entirely lost to circulation, since the Government expended

much of it again in its various services and in the redemp-

tion of coupons, etc. This year, however, the money
raised for that purpose is being raised throughout the year

from normal revenue, and no unduly large part of it will

be actjuired suddenly during the fall season in the shape of

a loan. The harvest money will therefore remain practi-

cally untouched by the Government, and will remain with

the public for deposit, investment, or purchase, or all three.

as the public fancy pleases.

Hanking deposits, which have somewhat suffered of late

ill their proportion to outstanding loans should therefore

increase to a greater extent. An imjirovement of this sort

should make money freer for industrial development ; and

this, with the quota of additional private funds which will

be devoted to industrial investment, should increase emjiloy-

ment. More employment means bigger payrolls, and these,

added to the (juota of crop money which the public will de-

cide to put into purchases, should guarantee beyond a doubt

that the mercantile income for the fall and probably for the

w inter will be a good one.

PENALTY, $1,000

Advertiseineiits iirc apiM'ariiis in

(lie press, signetl by I). >I. Dniibar. t'<il-

loctor of Inland li<'v<'nues. T()r<>iil(».

advising' jewelers that llceii.ses must

be taken out by November lotli.

I'irms not in possession of licenses on

that date will be liable to a penalty

of $1,000.

"^^lore "Gifts That Last" Activity __

THE first consignment of "Gifts That Last'" counter

signs, obtained by the Central Executive of the

C.X.J. A. for the use of Canadian jewelers, was

.-oon dissipated, so great was the demand -for this attrac-

itve and inexpensive silent salesman. Another lot has

been obtained, however, and signs arc now ;ivailable for

distribution among all who desire thus to link up their

business^vith the national advertising camiiaign for jew-

elry. ^
An even more energetic aid in getting after the jew-

eler's fair share of the tremendous amount of business

that is being done in "quality" merchandise, is the

•'Jewelers' Record" a publication put out by the National

Jewelers' Publicity Association of the United States, which

lias been re-edited to suit Canadian needs. .\n order has

been placed for a large consignment of this jiublication for

distribution among C.N.J. A. members, and delivery is ex-

pected any day. The contents include illustrations of

matrices or electros which may be obtained by the jeweler

from the association at an extremely low rate; special

articles dealing with merchandising efforts in various

classes of goods at various seasons of the year
;
suggested

types of advertisements for use in the daily or weekly

l)ress; and a considerable amount of news publicity matter

concerning jewelry—interesting little stories which the lo-

cal paper would be glad to publish for their news value

nione, and more than glad to publish if requested to do so

bv the District Jewelers' Association of the locality.

Things are nicely in hand for the prosecution of the

publicity campaign this fall and winter along "Gifts That

Last'' lines, and it cannot be doubted that the jewelers of

Canada rean the distinct financial benefits from the effort.

The Case for the CM. A.

AT the time of writing, the Taift' Commission i.s still

engaged in hearing the various evidence and argu-

ment that is being put before it by the vastly

diverse interests which are grouped together to form the

community of Canada. At the outset it may have seemed

to give promise of bringing out the extreme views of free

trjide on the one hand and high protection on the other

Surely, since no community could include more diverse

interests than Canada, there was an excuse for expecting



52 THE TRADER
this. But as the hearings continue it becomes ever more
apparent that there is practically no free trade element in
the country. Ahnost everyone recognizes the need of a
protective tariff of some sort on some commodities. The
point of difference is in application and degree.

In its official statement, the Canadian Manufacturers'
Association pointed ot that 2,000,000 Canadians, practi-
cally one-quarter of the population, depend for their living
upon the pay-rolls of Canadian factories, and that about
half as many more (merchants and other tradesmen) de-
rive their incomes indirectly from the existence of indus-
trial enterprises in their communities.

Whatever else may be said for a protective tariff, the
position is really stated right there. Rightly or wrongly,
more than one-third of the population of the Dominion de-
pends directly or indirectly upon industrial enterprise for
Its livelihood. Bring that enterprise into direct competition
with larger foreign enterprises with which it cannot com-
pete, and that section of the population must either move
or starve. There is no third alternative.

If all the races of the globe were one peoples-one and
inseparable—the ideal establishment of commercial rela-
tionship would be one of absolute free trade throughout
the world; for this arrangement would enable each geo-
graphical unit to produce those things which it could most
economically produce, trading them in turn for the other
thmgs of life which could be more economically produced
and distributed by other geographical units. Unfortun-
ately, however, the races of the world are not as one ; and
each, from past war-time experiences, has found it politic
to be as nearly as possible self-contained.

To this end, industries have grown up in Canada, as
elsewhere, which have established a large section of the
population as dependent upon them. Even if from now on
it could be guaranteed that there would be no further war
among nations, and that the industrial section of the Cana-
dian community could therefore go out upon the land,
concentrated on foodstuffs and raw materials, and trade
these for manufactured products obtained more economi-
cally from abroad—even if this were guaranteed, we would
still be faced with the almost overwhelming readjustment
o1 population and living conditions which such an under-
taking would involve. Huge industrial plants, represent-
ing the investment of unknown millions of dollars, would
have to be scrapped. Cxreat cities which house the indus-
trial populations would have no other excuse for existence
than that afforded by the necessary collection and ship-
ment of raw materials abroad, and the receipt and distribu-
tion of manufactured products from abroad.

This is the candle that would have to be burned in the
great game of commercial world-efficiency. Is the game
worth the candle?

stones are regarded as "raw materials," the setting of

which gives employment to Norwegian workmen.
Hard though the jewelry and other trades were hit by

the luxury tax this year, it must be admitted that things

nu'ght have been still more unsettled had anything been at-

tempted such as Norway's general ban on importation of

manufactured goods.

It Might Be Worse
DEALERS who are inclined to resent the luxury tax

may be cheered by the reflection that they do not
have to keep shop in Norway. A cable recently

received by the Department of Commerce from the Brit-
ish Minister at Christiania reports that importation of so-
called "luxuries" into that coimtry has been prohibited, the
prohibition being back-dated to August 19th. The list of
prohibited goods is a long one, and includes not only arti-

cles made of or set in the precious metals, but watches and
clocks, musical instruments, china, porcelain and glassware;
almost every variety of furniture and home furnishings,

even of cheap materials: most articles of clothing; auto-
mobiles and motor cycles—in fact, almost everything but
raw materials. Diamonds and other precious stones are
omitted from the list, if unset, pearls and beads alone being
prohibited. A possible explanation of this is that precious

Germany After Business

ALTHOUGH the Swiss state that the cheap jewelry

industry of Geneva has gone far toward pre-empt-

ing the business in this line, which formerly be-

longed to Pforzheim, Germany, the statement does not go
uncontested. The trade information bureau of the latter

city, which is by no means behind the rest of Germany in

its publicity efforts, states in a recent blletin that the de-

mand for jewelry in Germany has tended to increase, de-

spite the general disinclination to purchase which prevails

throughout the majority of trades. As an instance, it

cites that the outpiit of jewelry in Pforzheim has increased

from the pre-war figure of 200 million marks a year to a

present total of 2,000 million marks. This comparison,

however, is a poor one, since we in this country know
little or nothing as to the relative purchasing powers of the

mark before the war and now. It is more to the point that

the bulletin contines

:

"It must be remembered that Pforzheim fortunately was
not greatly affected by the war and not at all by the revo-

lution, so that it was able at the conclusion of the war to re-

employ its 35,000 goldsmiths and take up business again

in its full extent."

As an indication of the desire to attract foreign buyers

is the following tempting morsel

:

"The Pforzheim jewelry indu.stry, which in its mani-

fold branches is unique, is extremely interesting and well

worth a visit. The position of the town at the entrance to

the celebrated Black Forest increases its attractions and

affords a good opportunity of combining business and

pleasure. Should the visitor's time be limited, a walk

through the town and an inspection of the permanently

opened exhibition of sample jewelry suffices an expert to

gain an idea of what this industrial centre offers to the

jewelry-loving public It is really astonishing to see the

variety in this sample exhibition alone, which is shown to

the connoisseur, no matter from what part of the globe he

may happen to come. About 400 manufacturers have asso-

ciated for the purpose of showing that they have studied the

various tastes of all countries and that they are in a posi-

tion to supply every sort of jewelry, in silver, rolled-gold

and other kinds of metals, as well as in gold, platinum and

the most costly diamond settings. Persons desirous of in-

formation concerning general conditins, accommodation,

etc., are requested to apply to the Information-Bureau,

Pforzheim."

" Fair" for Buyers Only

GREAT preparations are being made for the British

Industries Fair of 1921, which, in reality, is three

fairs, being held at London, February 21st to

March 4th; at Glasgow, February 28th to March 11th; and

at Birmingham, February 21st to March 4th. These are

not exhibitions in the ordinary sense of the word. Attend-

ance is restricted to bona fide trade buyers, and the goods

shown must be the actual manufacture of the exhibitors

themselves. Thus buyers are able to do business unham-

pered by crowds of sightseers, and with the knowledge that

no one article is to be seen on more than one exhibitor's

stand.

The London Show is of principal interest to those buy-
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ing for the jewelry trade. At it will be shown, fancy

goods, including travelling requisites and tobacconists' sun-

dries
;
leather for fancy goods trades ; bushware

;
paper,

stationery and stationers' supplies; cutlery, silverware and
electro-plate; imitation jewelry and hard haberdashery;

jewelry; watches and clocks; spectacle ware; scientific and
optical instruments

;
glass and glassware ; china and earth-

enware.

The other two branches of the fair show practically

nothing of interest to the jewelry trade.

Buyers from the Dominion, who wish to visit the fair,

should apply as early as possible to the nearest British

Trade Commissioner, from whom they will be able to

secure full information. Their names and addresses' are:

Captain E. J. Edwards, H.M. Senior Trade Commission-
er, 248 St. James Street, Montreal.

F. W. Field, H.M. Trade Commissjoner, 260 Confed-

eration Life Building, Toronto. Ont.

L. B. Beale, H.M. Trade Commissioner. 610 Electric

Railway Chambers, Winnipeg, Man.

On their arrival in England it would be to the visitor's

advantage to communicate at once with the Secretary,

British Industries Fair, 36 Old, Queen Street, London.

S.W.I, England, or, should the fair have commenced, at

the White City, Shepherd's Bush, London, W.14. England.

the change in system when it was first introduced, in con-

sequence of which they were unable to take the necessary

steps in having imports invoiced as required by the new
svstem.

How the News Got Out

AN amusing contretemps is that which has occurred in

connection with the altered system of collecting cus-

toms duties on British and European merchandise.

This, for two months after it came into effect, appears to

have been a close secret on the part of certain importers

who first learned about it, and ultimately was made public,

for the information of importers at large, only through the

good offices of Messrs. Borrelli and Vitelli, of Toronto,

importers of cameos, etc. This firm learned of the change

(which, in the case of imports from Italy, reduces the duty

by practically four-fifths of the amount previously collect

ed), through information coming from their offices in Italy.

They at once informed The Trader, which in turn in-

formed the daily press, this being judged the quickest and
fairest way of bringing the matter to the attention of im-

porters in general.

Unfortuntely, the newspaper which first made it public

misunderstood the situation so completely as to state that

the change did not affect duties on imports from Great

Britain Owing to this error and the great amount of mis-

understanding to which it gave rise, it became necessary for

Ottawa to issue statements to the effect that there was no
discrimination against British goods, as implied by the

newspaper article; and to promise an early revisal of the

memorandum to collectors of customs in such shape as to

permit of no further misunderstanding.

Messrs. Borrelli and Vitelli in this case may fairly

claim to have "started something." How great that '"some-

thing" is can be well appreciated by those who have paid a

recent visit to the office of some collector of customs and

witnessed the desperate efforts of the customs clerks to ex-

plain the new system to the constant processions of more
or less excited importers. Their eft'orts have been particu-

larly painful in view of the fact that they do not them-

selves fully understand all phases of the situation, and

several invoices of foreign goods have had to be sent to

Ottawa for rulings as to the sums on which duties should

be estimated.

But while the situation is amusing enough to the out-

sider, it is quite a serious matter to the importer—especial-

ly to those who, like Messrs. Borrelli and Vitelli, had for

two months been assessed for higher duties than were nec-

essary, owing to the fact that no publicity had been given

World or Empire Commercial Unity

AN unusual situation, in which the British Empire
finds her future constitution dependent less upon any

decision of her own than upon the decision of the

United States in the coming presidential election, affects

Canada to an extent proportionately greater than any other

section of the Empire, because of our proportionately

greater trade with the United States.

Experience has proven that nations will war on nations

so long as they consider it probable that the rest of the

world will look on without intei <^ering. The suggestion

has been put forward, in the shape of the League of

Nations, that they might hesitate to do so if certain that

the rest of the world would speedily and justly interfere

on the side of the proposed victim. Whether or not this

experiment will be tried depends on the verdict soon to be

given by the United States. True, the other potential

members of the league are sufficiently powerful to carry

through the project did they possess the necessary enthus-

iasm. But it is considered probable that the psychological

effect which the defection of so powerful a member as the

United States would have on the lesser powers, would be

so great as to bring about speedy disintegration of the

league.

One of the lessons which (we hope) the British Em-
pire learned from the late world war, was that it is dan-

gerous if not actually fatal to depend, for the supply of any

essential connnodity of commerce, upon a nation which

may some day be an enemy. The British Empire trades

with the whole world, and conceivably desires to continue

to do so. One of her chief reasons for supporting the

League of Nations would therefore be to permit her to

depend, for the supply of a commodity, upon any nation

v.hich could provide her with it more economically than

she could produce it within the Empire; for, if all were

together in a league for peace, no one could be looked upon

as a potential enemy. Each member nation would have

the same privilege with the same welcome absence of

risk.

If, however, the league is not to be, it is quite within

the realm of possibility that British Empire will look

to herself, at slight economic loss, for the production of

all essential commodities. So comprehensive is her cli-

matic, geological, and agricultural composition that she

might with ease make herself even more completely self-

contained than were the Central European empires during

the recent war.

Living citizens of the Empire have no greater desire

than to be at peace with the citizens of the United States

;

and it may fairly be assumed that the feeling is generally

reciprocated. But neither the one nor the other can speak

with any certainty for the sentiments and desires of their

grand-children, the more especially if these grand-children

lack a common bond of interest such as the League of

Nations would supply, and such as at present exists to

link the nation-members of the Empire. The United

States could hardly complain, therefore, if. with the de-

cease of the League of Nations, there should grow up

within the British Empire a sort of commercial union, less

b\ deliberate intention than by common consent, bred of a

common desire to avoid such errors as that through which

on the outbreak of war Canadian nickle, practically a

monopoly of supply though it was, was refined in and

procurable only from the United States, where for some

time it was accessible equally to friend and foe.
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It devolves upon the United States, therefore, to say

whether all the world may join without risk in one sjreat

commercial union, in which each member would product;

.-md market those things which it is best fitted to produce

economically ; or whether the British Empire nnist seek in

^c'lf-defense to establish such an union within her own
n:irrower liounds.

Great Outlook for Future

INDICATIONS have not l)een lacking that jewelry is

coming into its own in a manner that must be cause

for considerable gratification to members of the

craft. It has long been the habit of humanity to look back-

\vard to some past ])eriod of history—not always the same

one—as "the golden age." But if fashion authorities arc

to be believed, there will no longer be need to look back-

ward. \W^ may now look to the ])resent and future as not

n'ti'ely a golden age, but as "the jewel age"—an age in

which everyone, high and low, will appreciate as never

before those marvels of metal and stone to whose natural

virtues is added the craftmanship of man.

The interview with Ralph Breed, fashion e.\])ert, which
will be found (jn another page of this issue, gives em-

l)I)atic evidence to this effect. It should not only be read

by all jewelers, but should be drawn to the attention of

customes in every available wa_\'— if possible, reproduced

in the local newspapers.

()f course, everyone will discover in time the trend of

fashion, but the sooner the better for the jeweler. .Much

will be done toward increasing the sale of jewelr\ ;ind

sjjreading it more evenly over the year, when ])eoi)le in

this country come to give the same attention to the mode
in jewels as they do to the mode in dress.

In Paris they are doing it already. The jewelers have

linked up their business with the seasonal fashion shows.

'J'hey are reaping their reward in the fact that more jew-

ehy is being worn there than ever before.

The same could be done in Canada, as The Trader has

I)ointed out time and again. It is beginning to be done.

Articles concerning jewelry fashions are beginning to ap-

]iear in the newspapers. More will appear as the Na-
tional Publicity Campaign is set to work. But every pos-

sible assi.stance should be given by the individual jeweler

to keep the thought of his wares in the ])ul)lic niin'd, and

to emphasize them in their relationship to the ever-chang-

ing styles of dress. He should advertise to whatever ex-

tent he can, and he should demand from the press for jew-

elry and jewelled dress accessories some portion of the

e('itorial space which flevoted to fashion articles.

Bargain ! Bargain !

EVERYONE has heard the story of the shepherd

l)oy who cried ''Wolf! Wolf!" when there was no

wolf, until finally, when there was a wolf, peojjle

no longer believed him and would not come to his aid. It

])iobably has never occurred to anyone to do other than

wonder at the foolishness of the boy in adopting a course

so sure to bring disastrous results.

Yet by some strange mental quirk man) merchants to-

day still seem to consider it good business to shout "Bar-

gain ! Bargain !" when there is no bargain, w ith never a

thought that ultimately people will cease to pay attention

to the cry, and will come to suspect not only bargain ad-

vertising but advertising of all forms.

We do not think that the jewely trade is a great of-

fender in this. It, of all trades, is probably the least in-

clined to offend. But we do know that the form of offence

has been developing so widespread a vogue as to threaten to

infect even the sanest, soundest of merchants. No one can

be too completely on his guard against it.

In this connection the danger arising from the indis-

criminate use of comparative prices in retail advertising

is stressed in an interesting and effective manner by a bul-

letin recently issued by the Better Business Bureau of In-

dianapolis, which is affiliated with the National Vigilance

Committee of the .Associated .\d\ertising Clubs of the

World.

"Comjjarative price adveitising," says the bureau, "i>

again running riot in Indianapolis. Merchants who seldom

use comparatives have been using them recently. Others

who habitually use them have been even more extravagant

in their statements These range from sujiposed savings of

one-half or more in clothing advertising to $200 dresses

for $75.00; $175 tailored suits for $50; $1.50 coats for $70;

$22.50 dresses for $0.50; $15 shoes for 4.49, etc.

"We do not hold that the mere use of comparacivi.

piices is unethical or wrong. We do maintain, however,

that the use of comparative prices and comparative values

is subject to great abuse and tends to undermine confidence

in adveitising, as it tends to educate the public to the be-

lief that a regular price on merchandise carries an excep-

tionally large profit for the emrchant, and that it is not piii-

deiit to buy until goods are advertised at a reduct'or.. U
"The effect upon the department buyer is to do exactl\

what the public exi)ects, place a high mark-up on his goods
(hat he may advertise them at a reduced price and still

make a reasonable profit. The shoiijjer learns to look and
wail for a reduced price before purchasing, and even then

(|Ucstions whether or not she is getting a real bargain.

"The whole tendency of the extreme use of compara-
tives is, we believe, to destroy confidence in advertising

and in the merchant's making extravagant use of com-
paratives, thereby making it neces.sary for such merchant
to spend ever-increasing sums for advertising. In the mean-
time his department heads are tempted to make ever-in-

creasing claims of reductions to stimulate the jaded jiublic

ai;])etitee for bargains.

More Lies About Jewelry

OXI', of the most mischiexous pieces of propaganda
that has come to the attention of The Tr\dEr is

that which appeared recently in a Toronto news-

paper under the heading: "Pearls Plentiful, May Lose
Charm." It would be difficult to imagine anything more
unfair U) the jewelry trade, more untrue, more calculated

to cause wrongful harm than a canard such as this.

The article, of which the heading is (|uoted above, ])ur-

I)orts to he a (|U(jtation from the Paris "Figaro," whicli

is to the effect that women of Paris have been wearing

pearls whether they suit them or not; that j^earls were

never so plentiful as now; and that at last one woman of

note fa Russian dancer) had had the courage to throw-

away her ropes of unbecoming jjearls and take to othc"

forms of jewelry.

To her decision to wear other jewelry, no one can

ha\e any objection. That is her own business. To the

article as a whole, however, there is most decided objec-

tion Whether or not it is merely a press agent's yarn, for

the advertisement of the dancer, who, to attract attention,

must do something different, we do not know. But we

suspect that it is not, and for this reason :

Pearls not only are not i)lentiful, but, in comparison

with the demand for them, are actually scarce. The pearl

fisheries are rapidly lieing fished out. Large pearls, which

require long years of develoi)ment. have practically not

been found for .some vears, and will not likel} be found
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in future, since pearls are now being removed from the

.shells before they have attained any great size. The only

.source of supply of large pearls, therefore, is in the ([uan-

tity of old family jewelry which is now being thrown on
the market in Panope by impoverished aristocrats. When
these are snatched u\^, there will be no more for sale until

ar.'Other social upheaval serves to impoverish the present

buyers. In consequence of this there is great bidding for

these jewels by the ncauveaux riches and their agents, and

b> speculators, as well as by legitimate dealers.

It is quite within the range of possibility, therefore, that

the story in the "Figaro" was inspired by memljers of the

second group—the speculators—in the hope that, with

pearls cast temporarily into disfavor, competition for the

heirlooms might be less keen, and that they would thus be

able to take their pick at their own price. Once this was

<lone, a little judicious publicity would again discoverer

the pearl as the most beautiful of woman's ornaments, and

pre.sto ! up would go the price again—to the immense

benefit of the speculators aforesaid.

Stories of this sort caimot be killed too quickly. It

w ould be much better if they were never printed at all

:

but unfortunately the jeweler is not in a position to edit

all copy that goes into his local papers. When such

stories appear, however, they should be nailed at once, be-

fore the impression they make has had a chance to become

>et in the minds of the readers. Newspapermen ordinar-

ily have no especial desire to misrepresent conditions—at

loa.st outside of politics. Usually they will welcome the

actual facts and hasten to make them public. A splendid

e.^ ample of correcting such an error was commented on

in last month's TradKr.

Be on the alert. It is your own i)ocket that is men-

aced by the appearance of malicious untruths concerning

jewelry. Don't let any newspaper "get away" with them,

iu'.wever innocently. And above all, don't wait to "let

George do it." It will be all the better if l)oth "George"

and vourself do it.

More Funds for Big Campaign

GREAT success is being achieved in the subscription

jewelry. Since the firstcomers' contributions were

funds for the national advertising campaign for

acknowledge in September Tr.\dEr. the folliwing have

been received by the C.N. J. .A..

D. R. Dingwall, Winnipeg .$1.^0

Peerless Jewelry Co., Sherbrooke, Que 150

Levy Bros., Ltd., Hamilton 150

Saunders-Lorie & Co., Toronto l-"'0

Canada Jewelry & Importing Co., Winnipeg 100

Rowland & Campbell, Winnipeg lOf

K & A. Gunther, Toronto 100

Kents, Ltd., Toronto ^00

II. W. Tisdall, Toronto •
75

W. E. Crawford, Brandon, Mati 50

Andrew & Co 5^

George Gabel, Virden, Man 50

Gordon McLaren, Hamilton 50

T. C. Johnson & Sons. Halifax 50

A. McMillan, Ottawa 50

Nolan & Strachan, Toronto 50

Caron Bros., Montreal 50

i<'erguson & Page, St. John, N. B 50

I .. H. & B. Levi Bros., Winn ipeg 50

Chapman Bros., Toronto 50

.\. C. Skinner, Sherbrooke 50

A. G. Gaul, Hamilton 50

Roy Co., Ltd., Toronto ?]

Angus McFee, Belleville 2.t

Stanley Hood, Halifax, N. S, . . .
• 25

John Bulger, Prince Rupert, B.C 25
Stanley & Ayhvard, Toronto 25
Ericker-Jarvis, Winnipeg 2.^

George F. Thompson, Minnedosa, Man 25
Mitchell & Co., Winnipeg 25
A. M. McDougall, Winnipeg • 25
C. E. Cole, Portage la Prairie, Man 2'?

Whiting & Davis, Sherbrooke, Que 2.^

Howard Downing, Moosomin, Sask 2?

E. H. Brown & Son, Gait, Ont 25
John Westby Winnipeg 15

A. H. Mclntyre, Portage la Prairie, Man
.^

.

1.=^

H. M. Park, Dauphin, Man \

.

\?

E. P. Battley, Sarnia , 1 .5

F M. Cockburn, Toronto 15

C S. Read, Walkerville 15

Alf. Couture & Co., Hull, Que 15

Simpson & Cranna, Merritt, B.C 15

J. C. Diggins, Hamilton, Ont 15

.Annnon Davis, Toronto 10

T. B. Moffat, Calgary, Alta 10

Robert McDonald, Vancouver 10

A. C. Darling, Petrolia 10

McElheran h Plant, Toronto 10

W. W. Welluce, Charlottetown 10

R. K. Robinson, Waterford 1()

T. H. Brown & Co., Toronto 10

G. N. Counter, Simcoe 10

Matthews Jewelry, Winnipeg 10

E. W. Harding, Nanaimo, B, C 10

G, M. Godley, Claresholm, Alta 5

C;. M. Cochran, Rouleau, Sask 5

W. G. Singer, Guelph 5

];, L. Adams, West St. John, N. H 5

N. Sloves & Co., Montreal, Que 5

C. F. Dyke, Yarmouth, X. S 5

R.;H. Watcher, Grand Prairie, Alta 5

E. J. Schmid, Rodney, Ont 5

B. Atkinson, Deloraine, Man 5

(iunning Bros., Toronto 2

Should Study Our Tastes

"The Times," London, quotes the president of a large

Canadian jewdry house as follows:

"In the first place, our buyers who have recently been

ovr there find that it is now much more ipossiWe to get

prompt delivery than was the case la.st year. Then, in the

second place, British staple lines are held in high estima-

tion by the Canadian trade. Take, for example, such

table flat \\iare as forks and spoons. For quality ami
artistic design they cannot be surpassed. The saime may
be said of silver tea sets. While the quality of personal

jewelry of British manufacture stands high, I do not

think the manufacturers over there give a close study to

the requirements of this market as they should in respect

to styles and designs. I have the same criticism to make
in respect to novelty lines as well. The taste of ';he

Canadian ptrblic in respect to novelties favorsi, as a rule,

those which are catchy to the eye. In pre-war days

Germany was keen to cultivate this particular *:rade. It is

the same with the Americans to-day. Except in few
instances, this disposition is wanting in the British manu-
facturer. This refers not only to jewelry itself, but to

the containers in which miany of the novelties are sokl.

A-, regards leather cases, for examiple, if British manu-
facturers could see their way to cater to Canadian tastes

in these respects, I feel confident they could do a larger

trade here."
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Regrets and an Explanation

SL\XF^ publication of the September issue of The
Trader, the editor's attention has been drawn from
several various sources to an article by W. B. Stod-

dard, entitled: "Vancouver Jewelers Feature Diamonds."
Ccmplaint is made, justly enough, that Mr. Stoddard, in

his description of the -publicity undertaken along this line

by V'anocuver jewelers, confined his attention to a few of
the larger firms, concluding his article with a description
of a cut glass display by a china house. It is suggested that

Mr. Stoddard might, with better grace, have confined him-
self to jewelers, and dispersed his favors a little more im-
partially. It is even suggested in one letter received by
the editor that Mr. Stoddard is a disgruntled jewelry trav-

eller, who, having failed to make sales to certain firms in

\'ancouver, has attempted to "get even" by writing an ar-

ticle in which the non-purchasing firms are ignored.

To begin with. The Trader is exceedingly sorry to

give offence to any jeweler in Canada. Even the under-
signed "Scrapper" has not this as his object. The only

possible object The Trader can have in existence is to be
of service to the jewelers—not to one selected class, for that

would be suicide, but to all jewelers. To be fair, there-

fore, its deeds should be interpreted in the light of that

effort. That is all we ask.

By way of explanation it should first be said that Mr.
Stoddard is known to me only by that name, and only as his

letter-head describes him—as a "Commercial Writer."

Like Ernest A. Bench, another of our many contributors,

hi; spends much of his time on flying visits from city to

city about the continent, taking notes of business and pub-
licity methods and window displays, from which, on re-

turning home, he compiles article on an immense variety

of subjects of interest to the various lines of trade. These
he sells not only to The Trader, but to a large number of

other trade and commercial periodicals throughout the

United States and Canada.

It must be seen from this that his articles must be con-

fined to the displays actually seen and advertisements ac-

tually used on the day when he makes his flying appear-

ance in this town or that. Selecting from these what he

deems to be of most use for the purposes of his article, he

compiles them and submits the article to whatever trade

publication he imagines would find it most useful.

It must be realized that in doing this Mr. Stoddard's

object is not to advertise the goods of the merchants men-
tioned. In some of his articles they are in other lines of

business, far down in the United States, who have never so
nuich as heard of The Trader. Nothing which appears
concerning a retailer in a trade paper can be of any benefit

to that retailer, since the trade paper does not—or should
not — reach the hands of the public, his customers.
.Such descriptions of window dressing, etc., as appear,

therefore, are for the benefit of other retailers in the same
or similar businesses throughout the country, who have
their eyes open for new ideas, and like nothing better than
to learn, not what they are doing themselves, but what the

other man is doing.

It is for such an end that Mr. Stoddard writes, and the
frequency with which his articles appear in periodicals of
various trades testifies to the useful purpose which these

articles are believed to serve as a .sort of "exchange of
ideas" in matters of window dressing and business meth-
ods. His only possible object in mentioning the name of

this merchant or that is to give authenticity to the descrip-

tion—to prove it to be no arm-chair dream, but a display

actually used. Otherwise it would naturally be far better

that the names of the mechants be not given at all. There
are large firms of retailers throughout the cuntry who have
rooted objection to having their names appear at all in trade

papers, if that can be avoided, on the grunds that publicity

w ithin their own trade does them no good and may do harm.
As to the latter part of it. The Trader disagrees utterly,

since anything which helps to weld the trade together for

the good of the whole trade cannot help but benefit every

individual in that trade.

The fact remains, however, that no individual harm
can be caused by—as none is intended—the mentioning of

the window displays of certain merchants while others are

omitted.

As to the matter of inclusion of the glassware window
in an article otherwise devoted to diamonds, it must be

admitted that it was not especially apropos in this particu-

lar article. There could be no objection to it, however,

on the grounds that it referred to a china merchant. If the

jewelers, most of whom sell cut glass, can learn anything

from the china merchant concerning the attractive displaj'

G^ cut glass, so much the better for the jewelers of the coun-

try and so much the worse for the china merchants, some
of whose business may thereby be transferred to the jew-

elers.

It must be remembered that a trade paper is not nor-

mally a mutual admiration society. If by chance it be-

comes one, than good-bye to its usefulness to the trade at

large and to the individual subscriber ! All good trade

papers confine themselves as largely as possible to the pub-

lication of suggestions, reports, discussions and ideas which
will be of interest and benefit to the retail readers. Usually

one section is set aside in which the restriction is removed,

(Continued on page 66.)
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Notes from Britain

Export Business Good, and Sheffield Trade Once More Recovering After Summer
Slackness—Barnett Town Clock Goes on Strike-ing

THE pasit month has witnessed' a decided improve-

ment in the retail jewelry and kindred trades.

Everybody has been on holiday, they had plenty

to spend, and, as a natural consequence, the seaside jew-

eler has reaped a golden harvest. Manufacturers, although

turning out a little imiore than has been the case for some

time past, are otherwise receiving little of the shopkeep-

ers' boom, and from this it would appear that the retailers

are making the holiday season an opportunity for clearing

stocks.

The race between living costs and wages, although

slowing down somewhat, still tends to keep the jewelry

and luxury trades in an unsettled condition. But this can-

not go on much longer, the country has been taxed to the

limit of its taxable capacity and both the Government and

the public are realizing this fact. One may, on the whole,

be excused an optimistic outlook for the future.

The export business is making rapid progress, par-

ticularly in the cutlery branch. Shippers of electro-plate

and silverware are also prospering. With regard to cut-

lery it is strange to recall that a month ago the outlook in

Sheffield was very black and a slump was reported in

nearly all branches of the cutlery business. A remarkable

incline then occurred and at the time of writing the order

books of Sheffield manufacturers are filled and overflow-

ing.

The reason is not difficult to find. During the past six

years Britain exported very little cutlery and now the en-

tire world, with the exception, perhaps, of the United

States and Germany, our chief competitors, is strug-

gling to make up the huge demand that has accumulated.

Perhaps a reason for the sudden slump was the effect that

the badly turned out article, made hurriedly in the giganti<j

boom of six months ago, had upon the buyers. However,

<V\'hatever the reason, it is certain that Sheffield has re-

turned to a very prcsperous state and it to be hoped that

Uianufacturers will keep their cutlery to the standard and

finish which made the name of "Sheffield" renowned all

o\er the world for the best cutlery.

Both German and American cutlery are very consid-

erably cheaper than British goods, and it is stated that

the American article, although made of inferior metal, is

obtaining a huge demand on account of its first-class

finish. The Sheffield goods are without doubt more
durable than any other cutlery on the market, yet we must

certainly admit that of late they have been rather clumsily

made and badly finished.

Canadian demands for British cutlery are good, but

sufficient supplies are not available to meet fully the de-

niands of this market. Home demand is also exceptionally

good.

Gold and silver jewelry exports are still small, ruling

prices being rather too high for shipping houses. The
foreign importers are also holding off in the hope of a

fall in prices. From my personal knowledge of the pres-

ent state of the British market I would condemn this pol-

icy. Prices will not fall, at any rate not appreciably, for a

very long time.

On our market there is a great dearth of new designs,

although it is thought that a good many new ones will

make their appearance in time for the Xmas season.

Silver place plates, each one of a dift'eren.t ])attern to

conform to the unwritten laiw of their predecessors in

flower-ipatterned chinai, are now being used at the larger

English country houses, and of course they are exhibited

ni all the shops. They siho,w conventional designs after

period patterns, aniimal subjects in relief, flowers either

very realistic in their modelling and detail or t'he opposite

when they are made hardly recognizable through their

modernized drawing. Hunting scenes are depicted in

enamels for the service between fish and game cotirse and
sea-landscapes vie with figure subjects for the final touch
of art and elegance. Some of these plates are bordered
only and the centres left simooth and highly polished, but

others are covered compiletely with the carved or en-

graved motifs and all are extremely large.

BREVITIES OF INTEREST
Bond Street jewelers show as the latest in watches a

finger timepiece. It is worn on the first fiinger and is

priced at fifty dollars. The watch is attached to an ex-
panding ring and can be worn comfortably under an easy
fitting glove.

Very wide bracelets to adorn the bare arm, and collars

of vivid beads to be worn with low cut blouses, are seen
largely in society circles. Amber necklaces and jade jew-
elry are also fashionable.

From the 20th of August the import of gems, jewelry
and other luxury items are barred from importation into

Norway,

The Swiss Fair of Holology at Geneva was attended
this year with marked sccess. There were over 130 stands
and the value of jewelled watches alone exhibited was
over five million dollars.

It was reported lately that a further quantity "of the
Imperial Russian Jawels had been smuggled into this

country and were disposed of b}') Bolshevik agents to for-

v.ard "Red" propaganda.

During 1919 the jewelry trades in Holland experienced
a very prosperous time. This is evidenced by the increase
in revenue given by the duty on hall marking.

The United States is making a strong bid for the cut-
lery trade of Australia. The greatest obstacles in their

path are an unfavQrable exchange, a ten per cent, prefer-
ential duty on "metalled cutlery," and a duty of 26i^ per
cent, on plated cutlery.

Shippers are finding a ready market for silverware
and jewelry in Mauritius, in the Indian Ocean.

An anuising incident is recorded from New Barnett,
near London. The town clock struck 3,000 times instead
of 12. One daily tells us that each century was accom-
panied by loud cheers from the local policeman and the
fire-brigade. Everyone in the town was awakened.

British manufacturers have been studying Canadian
jewelry and silverware catalogues, for the purpiose of
making themselves better acquainted with Canadian
tastes, and promise as a result that their lines for export
next year will provide a better and more varied assort-

Uient than ever before.
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America the New Cathay
Will Possess Jewel Treasures of the World—Great Era of Artistic Development Now

Opening, says International Expert

NFA ER liave the eyes of iiit'ii looked u])on such Ijril-

liance of jewel display as may be seen to-day, in

the opinion of Ralph Breed, international fashion

expert, importer, connoisseur. Mr. Breed, 'who spends a

trood part of his life trotting back and forth between Eu-

rope and .'Xmerica, has already made the round trip foiu-

times this year, and is to leave shortly on another visit to

London. Paris, and possibly other metropoli of the Old

World. He is therefore well in touch with what is to be

seen there, and conse{|uently what will soon be seen on

this side of the pond.

Strange are the stories which Mr. lireed has

to tell, and stranger still some of those which,

foi various reasons, he was unable to tell for

publication, concerning the marvels of jewelry which

have been i)Ut on the market, coming, in some in-

stances, from no-one-knows-where. Great families,

who.se names Mr. Breed indicated merely with a shrug of

the shoulders, were known to have disposed, by circuitous

means, of jewels whose value runs into fabuolus sums.

But there were other, and possibly richer jewels, concern-

ing whose recent history and proprietorship one could only

gues.s^^jewels which, before they made their appearance in

the hair, about the neck or upon the arms and fingers of

new owners, had required to be re-designed and re-set.

One picture, i)ainted by Mr. Breed during the cour.se of

the interview, depicted a little room in an out-of-the-way

h;unit of the underworld in Paris, whither he had been

t;iken by a friend to witness one of the strangest scenes

within his recollection. Seated around the table, in addi-

tion to himself and friends, were an old, wizened man
with a long grey beard, and a gross, middle-aged woman,

whose hair, corsage and fingers were a blaze of jewels.

Upon the table, presently, there was dumped a heap or

jewelry, carelessly, as one might pour out so nuich sawdust.

And then, taking piece after piece, the examination and

bidding began ; the woman, kittenish, coarse, cajoling, pro-

viding the light coniedy ; the old man, silent, watchful,

gloating, mani|)ulating each sale to a profitable conclusion.

The .story seemed better fitted for the Arabian Nights

Entertainments than for its modern Paris setting; but Mr.

Breed insists not only that it actually occurred, but that

smiilar scenes are of almost nightly occurrence in some

such room in one or another part of the great city.

'^I have never before seen such jewels as are to be seen

this year along the boulevards," Mr. Breed told the inter-

viewer. "War-wealth has been flung into a mad orgie of

])ersonal adornment. In the streets, theatres, ball-rooms,

restaurants—everywhere there is the same blaze of gems.

'But the best is not yet. It is fairly well known among
connoisseurs and traders that the greater jiart of

the jewels of Russia arc in Poland to-day. Some
have been brought to the outer world — princi])ally

those which were taken by the Bolshe\iki. But of the

v.hole, these are only a tithe. Probably nowhere in the

world was there such wealth invested in jewelry as in

l)re-war Russia. To-day the greater part of that is in

I'oland, waiting until the country settles down sufficiently

to make its export safe. Millions of dollars of gold.

owned in America, is now in Russia. At present it can-

not be brought out; and the owners are anxious to take

(/Ut its value in jewelry. The greatest jewel-buyers of the

world are but waiting their chance to bring from Poland

the jewel v\eulth which is stored there, and uuich of it will

come to .American—perhaps, in the end, the great Inilk

of it."

Not all the jewel-wearing of the old world to-day was
iu good taste, Mr. Breed pointed out; but the fact that

hi ight colors in dress and the flash of jewels were so nuich

sought after indicated to his mind that a form of spiritual

renascence was taking place. The wearers, while they

might lack taste-, were yet seeking to express themselves:

"A few can touch the magic strains,

\\\i\ noisy fame is proud to win them.

Alas, for those that never sing.

But die with all the music in them."

The music, he felt, would come out in time. In New York
nr present more nuirder was "being got away with" in

objcts d'art, he stated, than anywhere in the old lands, for

ihc simple reason that the buyers were still ignorant of

beauties or transgressions which would be at once ap-

parent to the simplest peasant of Europe.
Of the future in America, however, a different tale

was to lie told, which was not only to be traced from the

present tendencies in Europe, but was confirmed by the
opinions of such men as Livingston Piatt and Robert Ed-
mund Jone.s—names high up in the world of pageantry and
stage-craft. These men had both assured him, said Mr.
Breed, that America was due for great things in the de-
velopment of the arts.'

Causes figure largely in Mr. I'.reed's study of the styles,

as they must do with anyone whose business consists of
interpreting the present with a view to piercing the veil

of the future. In establishing an explanation of the pres-
ent vogue for jewelry, therefore, he has evolved the causes
which, in his opinion, will govern the future trend of
f;;sliion.

From these he has reason to believe that the apprecia-
tion of and the desire to wear beautiful jewelry will con-
tinue to grow and develop through a period of at least

several score years to come.
"The contributing causes in this tendency of fashion

are both material and psychological," Mr. Breed told the
interviewer.

"The first has to do with the war-fortunes which were
made by people of formerly \ ci • moderate income. These
people are wearing gems not only of superior (|uality. but
in such quantities as have never been seen in the present
era of civilization. It is not that the jewels did not pre-
viously exist, or that there were not people wealthy enough
to possess them ; but rather that those people who former-
ly possessed them considered it poor taste to wear them
excepting on very special occasion, whereas the present
IHissessors like to show them at all times, to get them-
selves up like- walking jewel-shops when cii promenade.

"They are not alone, however. Many of the older
families who can afford to retain their gems are recover-
ing them from almo.st forgotten hiding-places for wear
whenever the slightest excuse can be found. This is what
lends the stamp of authority and good taste to the vogue
for jewels, and guarantees its future development along
.'icceptable lines.

"Probably it seems strange." continued Mr. Breed, "to
think that an aesthetic development should arise out of :<

vulgar mania for display, the gratification of which has
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been made possible by war-time and post-war profiteerinjj.

This is to be laid at the door of psychology, and is really

no mystery at all. That type of human nature which we
art wont to term vulgar

—
'"of the crowd"—is merely the

type which is least able to keep its desires and emotions

subdued. Culture, unfortunately, too often tends to de-

velop restraint: and restraint, consistently applied, event-

ually strangles and stultifies artistic expression. This.

then, is what happens

:

"That section of the race which is in a position to

gratify its tastes inevitably acquires culture. This, in

turn, develops restraint—a hesitancy to express person-

ality; those who are cultured, while better fitted to appre-

ciate the artistic are less inclined to give expressioti to the

abilities they may have.

"Then along confes some such social upheaval as has

occurred in this war. All humanity loves and admires

the beautiful and the undeveloped, unsophisticated human
desires to give expression to that love. War-won mil-

lions have given some of these classes their opportunity

to gratify their longings for display. They are doing W'hat

the cultured classes would not do. They do not know
the meaning of the word 'restraint.' They buy and wear

Too frequently what they buy is an affront against art

—

much more against 'good taste.' But at the worst they are

yet giving the artist his opportimity, whether he be jeweler,

modist, decorator, sculptor, or painter. And in the end

they will develop good taste.

"'When this time comes—possibly two or three genera-

tions from now—they will also begin to develop restraint

;

but in the meantime art will have profited by its oppor-

tunity, and will have gained one more steep ascent on the

celestial road, even as it did in the past in the days of

the Etruscans, the Greeks, and the Romans, and during the

Western European rennaissance.

"I am sure of one thing : that the geographical trend

of artistic development, especially in the field of jewelry.

will be westward, as it invariably has been in the past.

The greatest advances will be made not in Europe, but

in the United States and Canada.

"I have perfectly good grounds for believing this, as

you will see. In the first place, America (and by that I

mean both the United Staets and Canada) is wealthy. It

is said that for a decade or more architecture on this con-

tinent has l)een far superior to anything Europe has pro-

duced.

"Having the financial ability and the desire, America
also possesses the vitality necessary for the development of

new ideals and schools of expression. But what will have
a more immediate effect than any of these things is the

fact that a great proportion of European art treasure and
jewels will be brought to America during the next few
years ; while, owing to the great quantities of precious

stones and metals being turned into jewelry in this coun-
try, it is inevitable that the best workmen of the old land

will gravitate to the western world, as in times past, after

great social and. political upheavals, they gravitated from
the older, eastern states of Europe to the newer and
wealthier western states.

"For this reason I confidently anticipate that the pro-

duction and use of rich and artistic jewelry will be one
of the outstanding features of the artistic development of

the western world. Up to the present we have been busy
making money. We have had little enough time for lei-

sure. But our commercial development has now reached

a stage where more time may be taken for the apprecia-

tion of the finer things of life, and more money appro-

priated for the development of the "fine arts," including

those of dress and jewel-making.

"We are at the threshold of a great era of progress in

these co-related art*, and the dealer who keeps closely in

touch with the march of events, anticipating as much as

possible the things which are in store for him, will be
wise."

Two One-Legged Men
By Napoleon Hill.

IN the town of Wichita Falls. Texas, I saw a

one-legged man sitting on the side-walk begging
for alms.

A few questions brought out the fact that he had
a fair education. He said he was begging because
no one would give him work. "The world is against

me and I have lost confidence in myself," he said.

Ah, there was the rub !

"I ha^'e lost confidence in myself."

Across the hall from my office is another one-

legged man. I have known him for several years

and I know that his schooling was slight. He has

less training than the one-legged beggar.

But, he is earning a thousand dollars a month.

As Sales Manager of a manufacturing concern he

is directing the efforts of fifty men.

The beggar displayed the stump of his amputated

leg as evidence that he needed alms. The other

one-legged man covered up the stump of his lost

kg so it would not attract attention.

The difference between the two men exists

merely in viewpoint. One believes in himself and
the other does not ! The one who beHeves in himself

could give up the other leg and both of his arms and
still earn a thousand dollars a month. He could

even give up both eyes, to boot, and still earn the

money.

The world never defeats you until you defeat

yourself. Milo C. Jones, of "Little Pig Sausage"
fame, became a wealthy man out of the sausage

business after paralysis had stricken him down and
taken away the use of nearly every muscle in his

body. He couldn't turn over in bed without aid.

As long as you have faith in yourself and that

wonderful mind of yours continues to function

properly, YOU CANNOT BE DEFEATED IN
ANY LEGITIMATE UNDERTAKING. This
statement is made without qualifications, because it

is true.

(Copyright 1919, Hill's Golden Rule Magazine.)
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The Pearl

I\'.—Famous Pearls and Something About Them

By Estdie Arnold.

Rich honesty dwells like a miser, sir.

In a poor-house, as your pearl in your foul oyster."

As You Like It."

—Shakespeare.

OXK niij^ht write iiidetinitely of the famous pearls of

the world. The Princes of Muscat prized their

pearls .'ibove all gems.

It is related by Tanvier, in his writings of travels in

the East, that Imaneet of Muscat owned a beautiful pearl,

weighing 50 grains, for which the Mogul Shah Est Kahn,

the King of Persia, offered £4,000. Being refused, he

sent another envoy, increasing this to 40,000 crowns: l)ut

the Arab did not sell.

The Morgan collection of .\merican pearls at the

American Museum of Natural History of Yew York, is

composed of about nine hundred pearls of every color and

form, not only including those from America's inland

waters, but also from the Gulf of Mexico and the Pacific

and Atlantic Coasts. Many of them are equal in beauty

to those from the fisheries of Ceylon and India, t-he Per-

sian Gulf and the Red Sea, where, like the common oyster,

the pearl oyster lives with a large number of its fellows,

forming the so-called oyster banks, very often built on a

coral reef some twenty or thirty feet deep.

In the first centuries of the Christian era pearls were

used extensively as ornaments. They then for several

centuries appeared to be regarded as charmed, and were

prescribed for almost every physical ill man might be

subject to.

The Crusaders in their march through Europe to rescue

the Holy Sepulchre in Jerusalem, acquired to an exten-

sive degree the use of pearls. They became fashionable

with men as well as women of that period.. While the

early Romans to ward off their misfortunes strewed their

bu.skins with pearls, ornamented their furniture, and used

them in the form of a powder as an ingredient of their

wine, that it might be of a better flavor, yet there are very

few well-preserved pearls at the present day of this

period, when the crudest of Roman Emperors, Caesar

Caligula, Nero and others of their kind wrought such

havoc among their people.

To return to the famous pearls that are well known, we
would mention the Hope Pearl, which forms part of the

famous collection of pearls and precious stones of Henry

Philip Hope. Its weight is about 1,816 grains. It is irreg-

ularly pear-shape in fonn and is almost as large as hen's

egg. For the length of about 1% inches it is of fine orient

;

the remainder is of fine bronze tint of dark green, shaded

with copper color. A portion of the shell in which it grew

adheres to it, but this is of so fine an orient and so well

polished that it is scarcely recognizable as such.

Admittedly the most beautiful of large pearls is one

in the Museum of Zosima in Moscow, known as Le Pelle-

grima. It was found in India, perfectly spherical in

form, of pure white color, almost trans])arent and weighs

112 grains.

These pearls of extraordinary size are known as para-

gon pearls; those the size of a cherry as cherry pearls;

piece pearls are those that can be handled separately, not

exceeding 4 grains in weight ; seed, shot or ounce pearls

are dealt with in parcels, as are also sand or dust pearls.

Pearls of almost every color of the rainbow are

found on both continents. In addition to the silvery-white

there are those of yellowish, also a bluish tint, this yel-

lowish tint being acquired by being enclosed in shells of

decaying mollusks which lack water. The yellow tint is

nmch esteemed in the Orient, as they regard them of great-

er hardness and less perishable, though this is purely

imaginary.

The South Seas, Gulf of Mexico and coa.st of Cali-

fornia lead in the production of the beautiful black pearl,

the hardest of all pearls. The Gulf of Mexico produces

those of a beautiful reddish brown; while from the ham-
mer oyster of the Gambler Islands in the Southern Pa-

cific are obtained those with a bronze-like sheen. Tho.se

of a grayish-brown, in which the nacreous layer is absent,

arc found in the fresh water mussel, whose shell of the

fan variety also produces both light and dark brown, also

garnet, in which the nacreous layer is present. This latter

color is also highly prized in the Orient.

Pale rose red pearls, with delicate white wave lines,

like the most beautiful pink velvet, come from the Ba-

hama Islands. But the pale rose red, violet, pale blue,

lead color and dull white—which are often met with in

different varieties of the edible mussel, when they occur

without mother-of-pearl—are not true pearls and gradu-

ally fade with the lapse of time.

As a result of their composition pearls dissolve readily

ill acid, .\cetic acid, with the evolution of carbon di-

oxide, causes a brisk effervescence ; but the ordinary table

vinegar in which Cleopatra is said to have dissolved a

l)riceless pearl is really tod weak to dissolve even a small

pearl in the time a banquet might be supposed to last. The
story, therefore, is, not beyond question. Moreover, pearls

do not dissolve completely in acid, only the calcium car-

bonate is extracted, and the conchiolin left creates a

shining mother-of-pearl-like mass.

Pearls are also effected by perspiration from the skin

and much-worn pearls rarely possess the beauty of the

newly-fished, so-called "maiden" pearls. This also de>pite

a superstition to the contrary.

That time affects them is apparent, as pearls found in

the grave of the daughter of Stilicho, a Roman statesman

and general, in the year 1544 (having been placed there in

400), when brought to the light of day fell in.stantly to

dust.

The production of gold in Siberia ($45,000,000 worth
in 1914) declined to $22,500,000 in 1916, according to W.
J. Novitsk}-, former assistant mindster of finances in Rus-
sia. In 1917 this gold production had fallen to $17,500,000.

and in 1918-1919 to $12,500,000. The gold reserve of

Russia in 1914 was over $800,000,000. Of the gold that

remained in Russia at the time oi the Bolsheviik upheaval

(600,000,000) half was stored at Samara and half a,

Moscow and Petrograd. At one time Admiral Koltchak

loaded gold into 40 <?ars, forming a special train wi'.h an

armored escort, but there was a collision and cases and
boxes containiing the gold were burned in the fire that

followed.
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Operating Costs for Retail Jewelers
PART II

(l-roiii Bulletin 15 of the Hari\ird Bureau of Business Researeh.)

CONTINUING from last month's instalment of -'Bul-

letin 15" on the ideal accounting system for jewelers,

the next heading in order is that of

:

EXPENSE STATEMENT
The Expense Statement is classified as follows

:

Selling Expense.

Delivery Expense.

Buying and Management Expense.

Fixed Charges and Upkeep Expense.

Miscellaneous Expense.

Losses from Bad Debts.

This classification shows just what each of the retailer's

services costs and makes it possible for the Bureau to col -

lect figures that can be used for making comparisons be-

tween different stores. Each item is an expense that the

business must bear. 'Net profit can be calculated only after

c\ery one of these items has been provided for out of gross

profit. Rent, for example, is just as truly an expense of

conducting a jewelry business when the store is owned as

when it is leased, even though it does not represent actual

money out of pocket month by month.

The proprietor's capital is just as much entitled to in-

terest as capital that is borrowed. The proprietor is war-

ranted in charging a salary for himself as an expense to

ihe business, just as a corporation is w^arranted in charging

the manager's salary to expense. Each owner active in the

business should charge as expense a salary for his services

equal to what he vyould earn if he were doing the same
work for someone else. The salary of the proprietor, or

each active partner, that is debited as expense, is credited

to the proprietor's or partner's salary account directly. A
simple method of keeping these records is to open an ac-

count for Proprietor's Salary. This account, Propri^etor's

Salary, is credited with the amount that is charged to the

business as expense. It is debited with the cash that he

withdraws for salary and with the merchandise taken from
the store for his own use. The balance at the end of the

year shows how much he is leaving in the business as

additional investment, or how much he has overdrawn.

So-called "salaries" of inactive partners do not belong in

expense but are treated as advance distributions of Divi-

dends, Sharings, or Withdrawals.

A division of some of the charges for salaries and wages
between different accounts may be necessary. For example,

when an employee spends three-quarters of his lime in

>t'lling and one-quarter in delivering merchandise to cus-

tomers, his wages are divided proportionately between sell-

ing expense and delivery expense. It is not necessary, of

course, that a daily memorandum be kept of the manner in

which the time of each individual is spent ; a close estimate

can be made when the wages are paid and the debits are

!nade to the expense accounts.

Likewise it may be necessary for the proprietor to divide

his own salary between selling, and buying and managing.

Rt can easily estimate the amount of time spent in each and

divide his salary accordingl)-. If he spends one-half of his

time in selling, for example, and one-half in buying and in

managing the store, then one-half of his salary is charged

to Wages of Salesforce, and one-half to Buying, Manoge-
tnent, and Office Salaries.

So far as the other items of expense are concerned, it is

but little more work to keep them in separate accounts than

to lump them all together. When they are kept separate, the

slore can be managed more efficiently, for the proprietor

can then watch those items which are growing inordinatel\

;md apply remedies before it is too late.

Selling Expense.

WAGES OF SALESFORCE
Debits

Wages of regular salesforce.

Wages of "extra" salesforce.

Commissions, bonuses, or PM's to- salesforce.

Part of the salary of the proprietor, partner, o;'

manager proportionate to the time spent in .selling.

ADVERTISING.
Debits.

Newspaper and periodical space.

Street car space. ,
Circulars and i)rice lists.

Premiums.

Signs and posters.

Window trimming supplies.

.Salary of window trimmer.

Other advertising expense.

At inventory time, the stock of advertising supplies or

])icmiums on hand is credited to the advertising account

and carried as an asset on the balance sheet. When the

books are opened again, this amount is debited to the ad-

vertising account of the next year and subtracted from
the assets.

BOXES, WRAPPINGS, and OTHER SELLING EX-
PENSE.

Debits.

Wrapping paper and twine.

Boxes and cases.

Free engraving.*

Free repairing.

Only the cost of engraving and repairing for which no
charge to customers is made is entered here.

TOTAL SELLING EXPENSE is the sum of Wages
oj )Salcsforee, Advertising, and Boxes, Wrappings and
Other Selling Expense.

Dkijvery Expense.
Debits.

Part of the wages of salesmen proportionate to the

time spent in delivering.

Parcel postage; messenger delivery service; ex-

pres on merchandise sold.

Wages of drivers and their assistants.

Gasoline; automobile licenses.

Repairs, taxes, insurance and depreciation of de-

livery equipment.

Rent of gArage, whether owned or leased.

Other delivery expense.

This account is debited with all expenses incurre^l hv

When the garage is owned, the amount debited to thi-

account for rent is the amount for which it could be

leased The amount debited here as rent for owned gar-

age is credited to Interest and Retals Earned.

*Frec engraving and free repairing are two items

which, it is hoped, need never be used in the Canadian
jeweler's accounting.
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Buying and Management Expenise.

BUYING. MANAGEMENT AND OFFICE SAL-
ARIES.

Debits.

Part of the salary of the proprietor, partner, or

manafjer proportionate to the time given either

to buying or to the management of the business.

Salaries of bu\'ers.

Wages of cashier, bookkeepers, office clerks and

stenographers.

Auitor's fees.

Every retail jeweler has buying and management ex-

pense whether or not he recognizes it. The value of the

time that he spends in giving orders to travelling sales-

men, in making out mail orders, in inspecting samples,

and in going to market is a buying expense. The value

o'. the time he spends in the general supervision and direc-

tion of the business is a management expense.

OFFICE SUPPLIES. POSTAGE, AND OTHER
EXPENSE.

Debits.

Account books and forms ; stock books.

Stationery.

Postage stamps ; stamped envelopes
;
postal cards.

Travelling expense of buying trips.

Other buying and management expense.

TOTAL BUYING AND MANAGEMENT EX-
PENSE is the sum of Buying, Management, and Office

Supplies, Postage and Other Management Expense.

Fixed Charges and Other Upkeep Expense.

RENT.
Debits.

Rent of store, whether owned or leased.

Rent of safe deposit vaults.

Just as the business is charged with the salary of the

proprietor or partners, it is charged with rent when the

store is owned, as well as when the store is leased. The
amount debited to this account is the amount for which

the store could be leased. It is an expense that the busi-

ness must bear. By including rent in expense whether the

store is owned or leased, all businesses are placed upon the

same footing for comparison.

The amount debited to this account for rent of owned
store is credited to Interest and Rental Earned. If the

.store is leased, insurance, taxes and repairs on building

would be paid by the landlord and covered by rental charge

;

hence, when the store is owned, these charges are debited to

Interest and Rentals Earned.

When part of the building is sub-leased. Rent is debited

with the rent paid for the property as a whole, and credited

with the amount received for the part sub-leased. The
debit balance of Rent, which is the net rental paid, is the

expense which the retail jewelry business incurs for rent.

HEAT, LIGHT, AND POWER.
Debit's.

Fuel.

Light.

Power used in store.

Heating, lighting and power supplies.

Expense for power for motor trucks is not debited to

this account, but to Delivery Expense.

TAXES.
Debits.

Taxes on merchandise and equipment.

Taxes on volume of business.

Local licenses.

Federal revenue taxes (except income and excess

profits taxes).

Taxes on real estate are not debited to this account, but to

Interest and Rentals Earned. State and Federal income
taxes are debited to Income and Excess Profits Taxes and
not to this account.

INSURANCE.
Debits.

Fire insurance on merchandise and equipment (not

on building).

Employers' liability insurance.

Bonding of employees.

Burglary insurance.

Insurance not otherwise provided for.

Insurance on incoming merchandise is debited to Pur-
chases of Merchandise at Billed Cost ; insurance on owned
building is debited to Interest and Rentals Earned; and in-

surance of lives of partners when the policies are made
payable to the business, is debited to Miscellaneous Ex-
pense.

Insurance paid up for a period longer than that cov-
ered by the Profit and Loss Statement is prorated to each
statement; for a three-year policy, purchased at the begin-
ning of the year one-third of the premium is debited to

expense each year—the remainder being an assets, as "Pre-
paid Insurance," on the balance sheet at the end of the

fiist year.

The account that is credited with the indemnity re-

ceived from insurance companies for losses sustained de-

pends upon the nature of the loss ; for example, an indem-
nity for damage to equipment by fire credited to the equip-

ment account- an indemnity received on life insurance
policies made payable to the business is credited to Sundry
Revenue (Net).

REPAIRS OF STORE EQUIPMENT.
Debits.

Repairs of fixtures, furniture arid other store equip-

ment.

Repairs of delivery equipment are debited to Delivery

Expense, not to Repairs of Store Equipment.

DEPRECIATION OF STORE EQUIPMENT.
Debits.

Fair estimate of loss in value of fixtures, furniture,

and other store equipment.

As the equipment grows older it becomes less valuable.

This loss or depreciation in value is one of the operating

expenses that must be made out of sales The probable life

of the equipment is carefully estimated and the original

cost divided by the number of years that it is expected the

equipment will be serviceable This shows the average

amount of yearly depreciation that is to be debited to this

account. Thus, if the cost of the store equipment is $2,287

and it is estimated that it will last for ten years, $228.70

is debited to this account each year. As additional equip-

ment is purchased, similar provision for its depreciation

is made. The amount of depreciation debited here is credited

to the Equipment account.

INVESTMENT ON CAPITAL—BORROWED.
Debits.

Interest paid on borrowed money.
Interest of notes and accounts payable.

The debits to this account are, of course, only for in-

terest paid on money borrowed, and on debts incurred for

the retail jewelry business as such. Interest on money
borrowed for other purposes is not debited to this account

;

though used for the store, is not debited to this account, but

interest on mortgage on real estate held by the business,

to Interest and Rentals Earned. Cash discounts taken are

not accounted for here, but under Cash Discounts Taken.
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YEARLY RECORD SI LRY STORES

January February H

C>sb S*l«a

Chjwge S»1m

Gnu Sale*

Returns aad Allowuicei

Inreotorr of U«rduD<llse at Be(lnalii( of Y«&r

Casta PurctaaseE of Herduuidlse

Ciedil Puichases of Merctauidls«

Total Purchases of HcrduodUo

Inward Frelfht, Expresi, aod Cartaf

e

Casta Discounts Taken

la«atOT7 of HerctaasdlM at Bad of Year

Wates of Salostorcfl

Advertlslnc

Boxes, Wrapplncs, and Other StUlcc Evpeiue

DeUverr Expense

Burlnc, Management, and Office Salaries

Office SuppUes, Postate, and Other Hana{emeBt Expense -
Rent

Heat, Ueht. and Power

Taxea lExcept on buildings, Income, and profits)

Insurance (Except on buUdlngs)-

Repalrs of Store Equipment

Deprecuaon of Store Equipment

Interest on Capital — Borrowed

Interest on Capital — Owned

Miscellaneous Expense

Losses from Bad Debts

Repalrlne and Engrarlnft: Receipts j

Salaries and Wages

SuppUea and Ottaer Ex^&m -
Sundrj RecelpU

Sundry Ezpendltu'es -
Interest and Rentals Earned

Income and Excess Profits Taxes

Dividends, Sharlnge, or Withdrawals
1 _

Balance Accounts RecelTable <End of month) 1

BaUoce Accounts Payable (End of month)

Cash on Band (End of month}

Equipment (Ket value end of month)

Copyright, 1919, H«v»id t'ni»er*ily rctu

DKMnlMr Tcnriy Totals

-

I

--

1

1

1

1

1

i

1

1

1

1

INTEREST ON CAPITAL—OWNED.
Debits.

Interest on net investment, exclusive of real estate,

Every business should yield the owner interest at a fair

rate on the capital that he has invested. This interest

charge is reckoned on as an item of expense. The net

investment on which interest is charged excludes real

estate, because the charge for the use of the real estate is

made to Rent.

The average net investment on which interest is charged

here is the average net worth of the business for the year,

not including the real estate. It is the sum of the assets

(not including real estate) less the sum of the liabilities to

outsiders (not including capital stock or surplus of a cor-

poration, or 'undivided profits). The assets include cash,

inventory of merchandise on hand, equipment at depre-

ciated value, notes and accounts receivable, and prepay-

ments such as prejiaid insurance. Good-will is not in-

cluded, unless purchased outright. The liabilities include

notes and accounts payable and accrued items such as un-

paid taxes (not mortgage on real estate).

If a partnership agreement provides for interest on

partners' balances, this account is charged with the interest

an'd the partners' accounts are credited.

A corporation determines its net investment in the same

way as a proprietorship or a partnership, irrespective of

the amount of capital stock issued. The capital stock au-

thorized may or may not equal the net investment; hence

the net investment is determined independently.

The rate of interest to be used in calculating the amount

to be debited to Interest on Capital—Oivned is the ordinary

rate on long-time, reasonably secure investments in the lo-

caltiy in which the business is situated.

This account is credited with interest received on bank

balances. The balance of the account is the entry on the

Profit and Loss Statement for Interest on Capital—Oivncd.

All the amounts that are debited to this account are

credited to Interest on Capital—O^^'iied.

TOTAL INTEREST is the sum of Interest on Capital

— Borrozi'ed and Interest on Capital—Ozvned.

(3wing to different methods of financing retail jewelry

businesses, this total interest item will be more significant

for making comparisons than either of the two preceding

items. In businesses that l)orrow heavily. Interest on Capi-

tal—Borrozi'ed is large; in businesses that use chiefly their

own capital, Interest on Capital—oxvned is large. The

sum of these two interest items, however, should be about

the same percentage of net sales for retail jewelry stores in

the same territory.

TOTAL FIXED CHARGES AND UPKEEP EX-
PENSE is the sum of Rent, Heat, Light and Power, Tax-

es, Insurance, Repairs of Store Equipment, Depreciation

of Store Equipment , and Total Interest.

Miscellaneous Expense.

Debits.

Telephone ; telegraph.

Dues in trade associations.

Periodical subscriptions.

Collection expense: credit agency subscriptions.

Lawyer's fees.

Contributions to charity.

Janitor service.

Water.

Theft.

Premiums on life insurance policies made payable to

the business.

.Ml expense not otherwise provided for.

( Continued on page 66.)

MONTHLY RECORD SHEET FOR RETAIL JEWELRY STORES

Day o(

HCDill

EXPENSE REPAIRING AND
ENGRAVING

SELLING MiSfoEMENT ' ""^D CHARGES AND UPKEEP

Receipts

16

Salaries

and Wages

16

Supplies

and Other

Expense

17

Sundry

Receipts

U

Sundry

Expendi-

tures

1«

Equip-

so

Stlesforce

Witts

1

Ad.tr-

Usloc

3

Boies, DcIH
WrapplDgs,

mod Other

Sellloj

t «

1 Buying,

Manage-
meot, and

Office

Salaries

5

Office |l

SuppUes, '

Postage,

and Other 1
"""

Manage-
jj

ment !l

• 1 7

Heat,

Light,

and
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Sell Him a Better Watch
OPPORTUNITIES to make the sale of a high-grade

timepiece arc often lost to the poor salesman

through his failure to estimate accurately his

customer's ability to invest in an article which will give

hiut the service he should ex()ect. In the failure to do this

he loses not only a sale but client who might well use his

influence to bring ac(|uaintances to the establishment.

The prospective customer goes to the jewelry store to

1)U\ a watch. That is ostensibly the purpose; but another

purpose in going there is to seek the jeweler's advice as to

what watch would suit his recpiirements best. He wants
to buy not only a watch but expert advice. He has seen

watches advertised for as low as a dollar ; hence, he be-

lieves himself reasonable in expecting to be able to buy a

iTdod (me for ten times that sum—but he wants to be sure.

He might send someone with ten dollars to buy him a

wat^ch ; but because he wants advice he goes himseli He
may be perfectly well able to pay one hundred or two hun-
ilred dollars for a timepiece of really superior merits but

he has not yet thought of going as high. Ten dollars is the

jirice he has in mind.

liut now he has come to your shop. Serve him.

^"ou remember the time you were attracted by a dis-

l);ay of .shirts on sale at $1.69 each or three for $4.50. That
was long ago, of course, and the .shirts were even then

seconds or old stock. \(m went in to buy yourself three.

Hut you did not settle the purchase definitely in your mind.
for. instead of asking for "three of those $1.69 shirts," vou
>imply asked the salesman for "shirts." Thereupon the

l)Ieasant sales clerk produced a beautiful assortment, and
after examining them carefully, a haunting doubt crept

into your mind that they were too beautiful to be one sale

at the price you had in mind. The (juality and style were
all you could ask, but the i)rice? Hesitantly, vou a.sked it.

It was five dollars

!

. Probably you resisted the keen desire aroused in your
Tuind by the luxurious appearance of these five-dollar

>hirts. But did you have the nerve to a.sk to see the $1.69

variety? And if you did, did they look good enough for

you? In the end, probably, instead of walking out of the

shop with three misfit shirts and fifty cents left over from
your five-dollar bill, you came away with two shirts of good
ajipearance and considerable comfort—and no change from
the five. They did not later aggravate you with misplaced

buttonholes, poor sewing, etc. But the five-dollar variety

-till lingers in your mind—and some day the clerk is going
to "get" you for two or three of that line. He knows it,

and you know it, but you don't hold it against him. On the

contrary, you like him for it. He has flattered you. As
for the $1.69 shirts, you had forgotten all about them, al-

iiio--t before you left the shop.

Why should not this form of salesmanship hold true

in the case of watches? Vou may .stagger the average man
ar the thought of paying $100 to $220 for a watch—but this

is only because he has not been dealt with properly in the

])ast in the matter of watches. It costs that for a good
w atch—yet is there any reason why the average man should

not have a good watch ? On the contrary, there are many
reasons why he should have one.

Men w^ill pay from seventy-five to a hundred dollars

year in and year out for a suit—usually a couple of suits

a year—and- this notwithstanding the fact that clothing

may be obtained for a lower price if you insist on having
the cheap stuff. But 'men have been educated up to the

price of good clothing. They could quite as easily be edu-

cated up to the price of a good watch, which does not

have to be renewed twice a vear, but lasts for a lifetinie.

Taking the hundred dollar investment as representing

a lifetime service, and the average life of the owner (after

purchase) as 25 years—a low average—the watch then

represents an expenditure of only $4 a yeai" ; and adding to

this $3 for upkeep, the total is a trifle under two cents a

(lay. Two cents a day to have a timepiece that will always

be correct, which is always a source of pride to the wearer,

and which will retain its hundred-dollars-worth of appear-

ance as long as he lives!—Contributed by Alex. S. A. Falle.

Great Meeting in Manitoba
(Continued from page 46.)

fo-operation in the aims of the association. In closing,

lie pro})osed that the thanks of the gathering be tendered

the genial chairman and the energetic and accomplished

secretary, Mr. Arthur Rowland, for their constant atten-

tion to the affairs of the association. This was put to the

rieeting by Mr. Geo. W. Markle and carried with loud

applause. The singing of the National Anthem'then con-

cluded a most s-uccessful and inspiring convention.

CONVENTION NOTES
Much sympathy was expressed for Mr. J. H. Cochrane.

of Carman, vice-i)resident of the association, who had the

u'isfortune to lose his wife a short time ago.

Among the outside \isitors were Mr. Stripp, of S. ^
i'.. Treifus & Strijjp, and Mr. Kahn. representing the Unter-
iityer, Robbins Co., both of Toronto, who were returning

from a trip to the Coast and were given a very cordial

\ielcome. Mr. Fred Gundy, of the Gundy-Clapperton Co.,

v.-as also among the visitors present at the convention.

The new jewelry repair price list adopted for use of

Manitoba jewelers is as follows:

15ROOCHES.
Gold filled—

Pin 35 cents up.

Joint catch and pin (soft .sold'er each piece) .35 cents up.

Safety catch

—

Gold filled S/S $1.25

Gold filled H/S 1.50

Setting .stones extra.

CHAINS.
Solder necklet $ .75

Solder long chain 1.25

WEDDING RINGS.
Remake froav customers (gold same weight) . . $4.00 up.

1 f gold added (extra per dwt.) 14K 1.50 up.

18K 1.80 up.

22K 2.25 up.

BADGES.
Safety Pin (conmion) soft soldered $ .75

Gilding extra.

WATCH LUGS.
Silver $1.75

Gold filled 2.00

(iold 2.50

COINS.
Scroll on coins (gold') $4.00 up.

Gold ring and jump ring on coin 1.50 up.

PEARL STRINGS.
Stringing (common wax pearls) $ .75 u]).

Stringing (knottef'. between) 3.00 up.
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Living in FooPs Paradise

/:^_\' H. J'lctor H'right, Director of the Jnvelers' Research Bitreai

THE following message—giving as it does the first

information to the trade concerning the average

cost of doing business in the retail Ijranch of the

jcv\clr\- industry, secured by the Harvard Bureau of Busi-

ness Research, operating in our behalf—^will, we believe,

he of unsual interest to all our subscribers—manufacturers,

wholesalers, jobbers and retailers alike.

Under date of September 17th, the Harvard Bureau Re-

search writes as follows

:

"At the request of the Research Bureau. of

the American National Retail Jewelers' Associa-

tion, the Harvard Bureau of Business Research

commenced a study of the cost of doing Inisiness in

the retail jewelry trade in the summer of 1919.

As part of this undertaking the Bureau ])ublish-

ed Bulletin No. 15—^Operating Accounts for Re-

tail Jewelry Stores—last December, and since

then has obtained uniform data from jewelers in

all parts of the contry as to their expenses during

their 1919-20 fiscal year.

"The cost of doing business in the retail jew-

elry trade for the year 1919 averaged 33 per cent,

of net sales, according to an analysis of the re-

])orts which the Bureau has recei\ed. The above

figure applies to the merchandising part of the

business only and does not include receipts and ex-

pense of repair departments. It does cover all

items that may properly be charged against the

store, including rent, whether store is owned or

leased, salary of partners or proprietor, and in-

terest on capital invested. The 5 per cent, excise

tax collected by the jewelers and paid to the Fed-

eral Government was deducted from gross sales

and not included in the expense figures as part of

the cost of doing business.

"As a rule, stores doing $50,000 or more an-

nual business in 1919 showed a slightly lower to-

tal expense in percentage of net sales than stores

with sales less than $50,000 a year ; the average
total expense was ap])roximatelv 2.4 per cent, less

in the larger establishment, according to the

preliminary tabulations.

"A detailed analysis of the results of the

Bureau's research in the jewelry trade to date will

be published as soon as completed and sent to all

jewelers who have assisted in the work of fur-

nishing reports from their stores."

Efforts have been made under sundr\- auspices from
time to time to secure accuracy and rediable data relative to

the cost of operation upon the part of the retail jeweler

but the lack of uniformity which has existed in the classi-

fying of accounts and the exceedingly inaccurate account-

ing methods which have prevailed have robbed these ef-

forts of a large measure of their value.

We believe that this is the first time within the his-

tory of the trade that statistics have been and are being

accumulated with a degree of accuracy sufificient to justify

their serious consideration.

The results of the research now being imdertaken by

the Harvard Bureau will in consequence be awaited with

increasing interest and should, in our judgment, claim the

most earnest consideration of all branches of the trade—
particularly in their bearing upon the determining of re-

sale prices which will afford a net profit consistent with the

legitimate requirements of the retailer.

We believe that the retail jewelers of the country are

living, for the most part, in a 'fool's paradise," for while

their business is good, yet the greater part of their profits

has been derived from the sale of old merchandise at the

mw level of prices.

Diamonds Really Cheap

IF
there is anything surprising about the price of dia-

monds it is that they have not gone higher than they

have. To begin with, the dollar is worth less than

half what it was in 1913. We would expect, then, that

normally any commodity in general demand should cost

slightly more than twice as much as in 1913 in order to

possess the same purchasing value in terms of other com-

modities. But in addition, there is the fact that the demand

for diamonds has, if anything, increased since 1913. At

least it seemed to be greater last year. And concurrently

with this is the fact that the export of stones from South

Africa had decreased in 1919 to less than half the 1913

exports, measured in carats. These circumstances, one

w ould be reasonable in supposing, would combine to boost

the market price of the rough not only to more than double

the price in 1913 (which would be justified by the de-

creased value of money alone), but to several times the

1913 price.
.

Yet we find that the actual facts are otherwise. Uui-

monds in 1919 not only had not gone to several times their

1913 prices—thev had not even doubled in price.

According to statistics recently received from South

Africa, the average price per carat for 1919 was $20.10,

as against $13.32 for 1918, and $10.62 for 1913. This repre-

sents an advance of just imder 51 per cent, on the 1918

,)rice and of 89.26 per cent, on the 1913 price.

Seemingly the price did not even take full cognizance

of the decreased value of money, much less of the in-

creased demand for stones and the greatly incrased supply.

To some extent this mav be accounted for in the fact that

a poorer quality of stones was being mined. But to a very

large extent it is accounted for in the fact that the syndi-

cate knew better than to try to grasp too much in the way

of profits. It .has preferred to allow the price to rise

slowlv and naturallv (when compared with the speed of the

f;llin- dollar) , and to let it rise only to a point from which

it win never have to recede. The wisdom of this will be-

come more apparent as time passes. For by such means

more than any other, will the public be finally convinced

that an investment in diamonds is one that will not depre-

ciate.

In fact, by an agreement among the principal owners

which has already been commented upon in The Trader,

it is determined that the production of one year may never

be in excess of the production of the previous year, while

it may be less ; and that the price per carat may never be

less than that of the previous price, avhile it may be more.

By these means it is inevitable that the price of the rough

must increase slowly but certainly from year to year, re-

gardless of whether or not the value of the dollar ceases

to fall and begins again to rise.

Believe it or not. the fact is that diamonds are at present

low-priced. It is inconceivable that they will ever be lower.

It is practically inevitable that they must continually go

hjsrher—whether much or little, deiiends on contemporary

circumstances.
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Regrets and an Explanation

[Continued from page 56.)

in which inenibers of the trade can read about one another's

doings to their hearts' content. The Trader has such a

department in "Trade News of the Month." If there is

not more personal news to read in this section, it is due

largely to the reticence and unnecessary modesty of the

merchants themselves, who seemingly hesitate to send in

items of interest concerning their own doings. Wherever it

is possible to engage a correspondent, and the amount of

news material available makes such an engagement worth
while to the reporter. The Trader has appointed someone
to the position. Of those connected with The Trader, none
is more tireless in his search of the elusive news item than

our British Columbia representative. I think the jewelers

of \'ancouver nuist agree that they have been more liber-

ally reported by the correspondent in that city than have
the jewelers of any other city in Canada by their local

Trader correspondents.

. Throughout the other pages of The Trader, however,
articles are confined to matters of informative business

value to the trade as a whole. If this were not so, The
Trader would not be worth what it is to you. Being so,

it must be obvious that conunercial reporters nuist be al-

lowed to choose their own material, not with an eye to

what will please the merchants reported, but what will be
of commercial value, in good, hard dollars-and-cents, to

other merchants in the trade.

Permit me to repeat that The Trader regrets most
keenly that any offence has been caused. I hope that with
this explanation of the circumstances in which and the

objects with which Trader articles are written, chosen, and
edited, no further occasion will arise for anyone to feel

that The Trader has placed a deliberate slight upon him.

Apologetically (for once),

Yours,

S.Cy^-y^p^^

Greater Security the Aim
[Continued from page 49.)

renders it impossible to provide such a service in the other

provinces.

It must also be considered that the cost of the service

offered to our members has more than doubled since tlie

founding of the Alliance. .-\s will be seen from a com-

mittee report to he ipresented, the Pinkerton .\gency now
makes a charge of $10 per day and expenses. Whether

the Alliance is justified in maintaining its rate at $2 ])er

annum is a ([uestion of policy for this meeting to decide.

The report of the treasurer showed a balance on hand

of $3,991.66. of which $3,000 is invested in Victory bonds.

The total receipts for the year were $304.16 and the e.x-

ponditurcs $234.01. Messrs. McLaren and Newman were

appointed to audit the statement, and reported that they

had found it correct

On motion of Mr. W. H. Black, seconded by Mr. E. W.
Roiss, the thanks of the Alliance were tenered the Jew-

elers' Security Alliance of the United States for their cor-

dial offers of co-oii>eration, and the secretary was asked

to a.ssure it of the desire of the Canadian organization to

reciprocate in any way possible.

A committee consisting of R. C. Ellis, Ben. Chapman
and W. H. Black will confer with the in.sunance com-

panies regarding the issuance of group i>olicies of insur-

ance.

It was decided that new members paying their fees be-

fore the end of the year would be enrolled as members

from the time of payment until the end of 1921.

On the election of officers, the opinion was unanimous

that there .should be no change in the executive until the

new policy had been worked out and the Alliance placed

on a national basis. On motion of Mr. E. \V. Ross, a

hearty vote of thinks was tendered Mr. Stuart H. Lees

for his splendid services as President, the members all con-

curring in expressio<ns of gratification at his great

interest in the welfare of the organization, and

their demand that he shouiM continue to direct

its destinies. The entire executive was accordingly re-

elected as follows: President, S. H. Lees, Hamihon
;

1st

\'ice-President, W. H. Black, Toronto: 2nd Vice-Presi-

dent, A. C. Skinner, Sherbrooke; Jrd Vice-President, E.

W. Ross, North Bay; Treasurer, R. C. Ellis, Toronto;

Directors: B. M. Chaipman. Toronto; Alex. Gib.son, Pe-

ttri>oro; W. H. Hopper. Cobourg; J. W'. Johnson, Toron-

to; N. C. Maynard, Toronto; Gordon McLaren, -Hamil-

ton- William NeAvman. Gait; T. C. WatsOn, Newmarket.

Operating Costs for Retail Jewelers

( Continued from page 63.)

Losses ero.m Bad Dehts.

Debits.

Losses from debts owed by customers.

This account is debited with the losses that the business

sustains from the failure of customers to pay their bills.

Any collections that are subsequently made on accoimts

previously charged off as bad debts are credited to this ac-

count.

TOT.AL EXPENSE is the sum of Total Selling Ex-

pense, Delivery Expense, Total Buying and Management

Expense. Total Fixed Charges and Upkeep Expense, Mis-

cellaneous lixpense. and I^osses front Bad Debts.

NET PROFIT (OR LOSS) is determined by sub-

tracting Total Expense from Cross Profit.

Coral

Coral is a branch-like structure erected by myriads of

minute marine organisms. The principal stems from whicii

the lesser branches shoot off, constitute the coral used in

jcwelr}\ A section cut at right angles shows a formation

of striae radiating from the centre. Coral may be red,

brownish red, various shades of pink or white, of these a

certain extremely delicate and heautiful "int of rose pink

is the most valual)le.

'Abundant coral, suitable for jewelry, is present in the

^Mediterranean, and from time immemorial the industry of

converting it into articles of ornament has flourished in

Italy. W^ilthin connparatively recent years the waters of

Japan haive proved a rival to those of Euroipe by producing

a rose-pink variety of specially even- and delicate shade.

Coral set like precious stones in ornaments is out of

favor at the present time, but spherical beads are worn in

increasing numibers as necklets. Among the materials

used for jewelry coral is probably unique in being as much
esteem'ed in the Near and Far East as in Euorpe. Chem-
ical compo-sition mainly carbonate of lihie; hardness, 35^,

and specific gravity 2.7.

Paris has reoipened her delightful little museum (with

ihe hideous iron-grilled entrance!) on the Champs Ely-

sees—^tihe Petit-Palais. Visitors will once more have the

pleasure of inspecting the city's art treasures in their

treasure-house on the baulks of the Seine.
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:LlAi^ AS A ^^ILL

The "Trovatore^'

A Favorite Model

with Sonora Dealers

In the "Trovatore," the Sonora repre-

sentative has an instrument of exceptional

value to offer, at a price so low as to more

than ever accentuate "Sonora" leadership.

The "Trovatore" is richly simple in

its cabinet design. It has a Double-Spring

Motor, playing from 4 to 5 ten-inch

records with one wmding, and an Auto-

matic Stop. It plays every make of disc

record with the clear, golden Sonora tone.

A beautiful instrument, which, in the

matter of price, gives the Sonora dealer

a decided advantage over all competitors.

The "Trovatore" sells for

$210-00

The Christmas season approaches; have

you arranged for a phonograph agency?

Remember—that the Sonora—the "Highest

Class Talking Machine in the World" —
appeals to the buyer of discriminating judg-

ment. Easy terms are not necessary to sell

the "Sonora."

I. MONTAGNES & COMPANY
3rd Floor, Ryrie Building - TORONTO

General Distributors.

JE WELERS
The Goldsmiths' Stock Company, Limited

TORONTO
Are selling Agents to the Jewelry Trade

throughout Canada.

The "Trovatore."
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Dance Records for Winter

Now that the fall season is

once more in full swing,

dancing has picked up at the

point where it left off last spring (if,

indeed', it left off at all), and is gaily

"hitting it up" every evening to the

latest jazz tunes. You cannot stop

dancing, nor, for the moment, jazz.

And, as far as that goes, nobody in

the phonograph business wants to

stop it.

But what eeryone in the phono-
graph business wants to do is make
the business one that will grow stead-

ily and continue to grow through all

time—bring the phonograph into

every home and keep it there, in con-

stant use—make the sale of records

a ste&dy business.

There is only one way by which
this greatly-to-be-desired end may be

accomplished, and that is by inculcat-

ing in the people of the country such
an ardent Ibve of music that it will

became as necessary to them as food,

as comfortable and familiar in aspect

as their clothing—not merely the

sine qua non of an ephemeral fad for

dancing—not merely a thing of no
account in itself, an endurable means
to an end—but as something to be

loved for its own sake.

The dealer can do much more
along this line than perhaps he

thinks. He can stock a variety of

good records, standard and classic

selections. He can study the muisc
at his leisure, until he learns the

secret of its a]>peal. Good music is

more charming the more frequently

it is h^ard, so he need have no fear

of tiring of it. Then he can induce

his customers to try first one good
record and then another, persuading
them to play these freqently at home,

and generally encouraging them to

add to their repertoire.

This is what the big record mak-
ers are doing, to the best of their

ability. They knoiw which way lies

permanent and profitable business.

If the dealers will help them out

along the same 'lines,- everyone is

going to benefit from it. It is said

that national advertising is alone

responsible for ninety per cent, of

record sales. If that is true, then the

The Trader.

retail dealer is overlooking a great

many opportunities.

Se'jl records. Sell them all you
can, of whatever sort. But put in

your ''best licks" in selling those

records which will help to make your

business profitable not only for this

year and next year, but for five

years from now.

*

Thi(t Awkward ]VIoment

HA\'E you e\er noticed an

awkward moment when, hav-

ing made a sale, you are

wrapping up the goods, making out

the bill, and otherwise completing the

contract"? And have you ever talked

about the weather or the crops or

business? Perhaps the delay is oc-

casionally a little longer than usual,

due to one circumstance or another.

You have wished for something to

fill in the gap—^that is. if either \x)ur-

self or your customer did not happen
to be in a particularly chatty mood.
How easy it would have been, if you
handled phonograiphs, to suggest that

the customer, while waiting, might
listen to one or two of the latest

records. Two birds would have been
killed with the one stone. The time

would have passed agreeably to the

customer, a good impression would
have been left, and the foundation

would have been laid for future sales

not only of a phonograph, accessories,

and records, but of jewelry as well,

due to the pleasant impression of

your shop left with the customer.

The phonograi^h fills many a gap,

not only in home life but in business

as well. H< *

*

Here's a Good Idea

LIFE insurance agents are res-

ponsible for a new "kink" in

salesmanship which may be

well and profitably applied to the

phonograph game. Have you ever

had the thought that record cata-

logues, pamphlets concerning the

machine you sell and similar liter-

ature have been tossed aside by the

prospect and never examined at all?

Then hear this idea from "Printer's

Ink.":

69

"A certain salesman of the Imperial

Life Assurance Company of Canada

gets around this difficulty by not

giving his prospect a booklet at all.

He only lends it to him. He makes

a point of asking that it be taken

care of and returned, as if it were a

very rare and precious thing. By

doing this he makes sure that he will

obtain at least one more interview

with the prospect."

The same idea might well be ap-

|)lied to catalogues, etc. Human na-

ture is peculiar in this respect. It

judges as worthless that which is

given away; it is more apt to prize

that which is merely loaned. When

one has all the time in the world to

read a certain thing, it is liable to go

unread. When the opportunity is

limited, a reading is much more like.

ly. At least the idea sounds to be

worth a trial.

Have Found It Pays

IT
is a fact of unusual signific-

ance that many jewelers who

have made their essay into the

phoinograph business have found it

advisiable to add to or rearrange their

quarters so as to provide separate

rooms for the display and sale of

machines and records.

Merchants don't do this for lines

that do not pay them well. When
they do it, you may be sure it is be-

cause they have found a lot of money

kicking about in the Inisiness waiting

for someone to come after and get it.

.\mong the trade news items re-

ceived this month is one concerning

the opening of new premises by one

of the outstanding jewelers of the

Province of Quebec. Mr. A. C. Skin-

ner of Sherbrooke. Mr. Skinner, it

appears, has made provision in his

new establishment for a roomy sec-

tion for phonographs—and he is the

sort of a man who knows quite well

what he is about. The inference is

surely plain enough, especially in

view of the numbers of jewelers who
have not yet made any effort what-

ever to discover the wealth of busi-

ness that lies waiting for them in the

phonograph game.
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Here's a Phonograph that

-— will make a —— »

Paying Proposition of any

Phonograph Department

!

I
N the Gerhard Heintzman you get a com-

plete Hne—a model to meet every demand.

You get a phonograph that is universally

known—-a phonograph that is the outcome of

half-a-century's musical experience and study

—that is backed by the reputation of the genius

who pioneered Canada's Greatest Piano.

You get a better phonograph—the supreme

triumph in the art of music's reproduction.

Piano-craftsmen have wrought wonders in

design and finish. Piano materials have made

possible remarkable achievements in tone. And
the inventive genius back of this great phono-

graph has introduced a new and welcome fea-

ture:—The Gerhard Heintzman is to-day the

only phonograph expressly designed to play

every make of disc record.

Gerhard Heintzman, Limited
Head Office & Factory:

Sherbourne Street, Toronto

Gerhard Heintzman Agencies are

exclusive. To enterprising jewelers

in certain centres rve offer an ex-

ceptionally profitable opportunity.

Write to-day for full particulars.

IVith Christmas but a fern rveelfs

ahead, non> is the time to act.

Gerhard Heintzman
The Only Canadian- Built Phonograph

Awarded a Gold Medal in Open Competition

WJi
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Now is the Time
WHILE a few jewelers, scattered here and there

over the country, have been hancllinj^ phono
graphs, records, and accessories for a decade or

more, it is only within the past few years that any con-

siderable number have been giving this department a real

try-out. At about this time last year TiiE Trader, ini-

] ressed with the financial success achieved by these dealers,

began to harp upon the wonderful opportunity presented

jewelers in this department. It is more than gratifying

to note the num1)er of jewelers who, during the i)ast year,

have taken up the handling of phonographs—and even

I'lOre gratifying to learn that so many of them are makinj,-.

such an outstanding success of the business.

But the field is only beginning to open u]i. Jewelers, as

a class, are extremely loth to '"experiment." This is the

only conceivable explanation of the fact that not all jewel-

ers are as yet handling ])honograplis—just as it is also an

e.\planation of the fact that jewelers, as a class, are fin-

ancially sound and of a high standard of business morality.

But there is such a thing as carrying a virtue too far.

The phonograph department of a jewelry store is no

longer a experiment. The experimental stage has passed,

since at least one jewelry store in each class, from the

>niallest to the largest, has tried the experiment and found

it uniformly successful.

Only one thing remains necessary for the achievemenl

of the fullest possible degree of success—which is that

e^ery jeweler in Canada who has not already done so

-iiould add phonographs to his existing .stock, and so

clinch in the public mind this much-to-be-desired impres-

<\cn: '"Phonogiaphs? Yes. you can get one at any of the

jewelry stores in town."

Phonographs belong. They arc a logical ( as well as

highly profitable) component portion of a jeweler's stock

— as much so as watches, silverware, china, or any other of

ilic lines commonly recognized as intimately associated

with jevvelry. Are not the needles jewelled?—the records

engraved?—the cabinets exquisite examples of the art ot

the craftsman?

Another reason why phonographs should form an

'iiipoTtant section of the jeweler's stock, and one which

cannot be too often emphasized, is that he already possesses

the clientele which includes practically all the phonograpli

prospects of his neighborhood—certainly all of the best

dF them. Practicall\- all people who have money to spend

in phonographs and records have spent and are spending

considerable sums in other wares of the jeweler. Con-

versely, those who have money to spend in jewelry, pro-

\ ided they or any of their families ha\'e a liking for music

at all, are almost certain, sooner or later, to invest in a

]>honograph. It may fairly be said, therefore, that you
;ii ready have coming to your shop the cream of the phon-

ograph prospects of the community. Some of them, ot

course, already have machines of one make or another ; but

it is safe to say that the vast majority have still to bu\

their phonograph. There can be no possible reason \\h\-

you should not be the merchant to sell it to them.

The phonograph business is becoming more than ever

high-class business. Machines are becoming ever better,

and their cabinets already constitute almost the last word
m cabinet-making. Not only this, but peo])le have been

educated, during the last few years, to the idea of spend-

ing a considerable sum of money on a phonograph. Pos
sibly this, with some, has delayed their pmchases. But

they are "delayed" only-—if anything, the desire to pur-

chase has been the more enhanced by the waiting and saving

necessary to some for the purchase of a good machine.

Being high-class goods, therefore, there is no shop t(>

w hich ])eople would turn more readily than to the jeweler's,

w hen in search of phonographs, once it comes to be known
that phonographs may usually be found in a jewelry store.

That all these things are true has been proven over

and over again by the many Canadian jewelers who have

taken up in earnest the handling of machines and records.

Many have found that, per hundred dollars profit, a phono-

graph is the most easily sold article of their stock That

is saying a lot. when it is considered that most jewelers

have spent years learning how to sell jewelry successfully

before branching out in businesses of their own. Seem-

ingly the actual work of salesmanship is a much less

difficult proposition in phonographs than in jewelry. That

is important to consider in the establishing of a new line.

The re])etition of these points, most of which have

bten emphasized at one time or another in TiiE Tr.\der,

is not without an object. It is this.

The season which is now opening is expected to be the

best the phonograph business has ever seen. Last fall

was undeniably good—so good that dealers could not get

deliveries of the machines they ordered. The potential

business may be no more this fall and winter, but the

actal business will almost certainly be much better—for

the very good reason that deliveries will be better.

Try as you will, you cannot sell machines—at least you

cannot get paid for them—if you have not the machines to

sell. That was the situation in many cases last fall and

through the greater part of the winter. The slight falling

oft' in business during the early part of the summer this

year, however, enabled the manufacturers to catch uj)

fairly well with orders. Coupled with increased capacity

in many cases, they have managed, so far at least, to keep

t'lom falling so far behind deliveries as was the case

last year.

Orders, on the other hand, are beginning to come in in

as great volume as ever before, and there are indication^

tb.at the winter's business will be limited only by the

number of machines the manufacturers are able to pro-

duce. This also was the limit last year. But as they will

be producing more this winter than they did last year

—

lartly, we imagine, through the increased efficiency of

labor, and partly through increased plant and equipment

—the actual sales made by the various dealers will be

vastly increased.

This means that, whatever the demand as compared
\> ith last year, there will be actually much more business

done—since in each case the business was and is limited

only by the supply.

The les.son should be fairly clear. People are going to

buy phonographs, and if you do not sell these to them,

somebody else will.

Men (we have our doubts concerning women) may
('elay purchase of a new suit until next .spring or summer,

when, they have been told, clothing will be cheaper. But

w ill they likewise delay the ])urchase of a new phonograph

until then? There are several perfectly good reasons wh\

ibey will not. They are these:

1. That women, not men, are the moving influence in

the ])urchase of phonographs ; and w onine, bless "em, are

creatures who want what they want when they want it.

2. X^o one has ever told purchasers that phonograi)hs

w ill be cheaper next spring or summer than they are now

—for the very good and simple reason that there is no

prospect whatever that they will be.

( Coutiiiiicd en page 76.)
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Every Jeweler

Can Increase His

Profits by

Featuring the

Bubble Books
"thai Sin^"

Whats InYoor PocKtT.Uncle Jim ?

Books B
"that Sing" ^

^

-^>*«-
•JAO!si^

. ff^^^^
'

>v^fc^
4. i:

Books flA^

'

"that Sing" '^^1^^
1

^i

National Advertising
Campaign

Kead ovei- the accompanying list of maga-
zines in which Bubble Books will be advertised.

With few excei)tioniS, nothing less than full

page copy lis being used, in magazines that will

reach millions of people.

.Saturrtiiy Kvcninj? I'ost

Wonian's Hom{" ('onii)aiiion

Ladies' Hiinic .Jovinial

I/adics' Home .Journal

I.:idi<s' Honip .Jovirnal

Ivadi<s' Homo Journal
Ontviry
Revifw of Iie\i<>\vs

World's Work
Harper's Magazine
Atlantic Monthly
Scribrier's

John Martin's Book
John Martin's Book
John Martin's Book
St. Nioholds
St. Nicholas
St. Nichola.s

Insertion
Circulation Date
J.O.'iS.K)- Dec. 4th
l,144,64fi
1.9-2.'),070

G48..'!i)t

Dealer Helps
Newspaper ads for local use can be supplied

in mat or electrotype form for single and
double column advertisements, with a space
for inserting your name. Separate cuts of the
Bubble Books, or advertising suggestions for

catalogues or folders wiill be mailed gladly upon
request.

^Bubble

Books
"ihatSin^

''Are the fastest selling merchandise
for child amusement on the American
market to-day."

EVERY year or two a product appears on the market that,

from the standpoint of sales, literally takes the country
by storm. Dealers who are prompt to act "make a kill-

ing" and realize big profits from the start.

Bubble Books is just such a line. They are the fast sellers

to-day. Retail sales are being measured, not by fractions or

dozens, but by the gross.

Each Bubble Book is complete in itself. It contains the story

of the little boy who blows the fairy bubbles from his Magic
Bubble Pipe, from which come all the lovable childhood char-

acters such as "Mary and Her Little Lamb," "Tom, Tom, the

Piper's Son," ''Little Bo-Peep" and a host of others. The
songs they sing are recorded on real phonograph records, and
three of them come in each book.

The parents read the stories, rhymes and verses to the chil-

dren (or they read them themselves), and then place a record

on the phonograph and hear the same verses sung with all the

fascinating sounds that children love—the Little Kittens "Mew,"
Funny Froggy croaks, and the Little Piggies squeal.

When you sell one Bubble Book you make a customer, who
will want them all. Eleven books are now ready, and more
Bubble Books are in preparation. This means that each pur-

chaser is a potential customer for $16.50. With each customer
buying a set of eleven books, one gross is just enough for

thirteen customers. Five gross supplies sixty-six customers.

More than one million five hundred thousand Bubble Books
have been sold to date. We have planned to produce three

million five hundred thousand of the Bubble Books now ready.

But the point to remember is that Bubble Books are selling

faster than we can manufacture them now. So the wise dealer

will order his supply now.

THE MUSSON BOOK CO. LIMITED
PUBLISHERS

Bubble Book Dept. - TORONTO
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Novelties a Paying Line

IF
there is one tradesman who

should know more than another

about the handling of novelties,

he is the jeweler. The life of his busi-

ness, if it is to come to its full de-

velopment, is dependent upon human
nature's constant desire for some-

thing new wherewith to cTiarm itsel'f.

The very duraJbility and permanent

worth of his wares necessitates that

they must be brought out in ever-

changing variety if he is to keep peo-

ple coming again and again to buy.

There are, of course, many lines

which are regarded as "stable," but

even in the case of these, how many
of the same articles will be found in

exactly the same form even so re-

cently as twenty-five years ago? Wed-
ding rings and a few others, perhaps

—

but very few. And even wedding rings

are now beginning to cfhange.

Novelties are his game, therefore.

and usually the jeweler knows how
to play that game.

The phonograph business is begin-

ning to ofifer splendid opportunities

for the handling of novelties. Very
little advantage has been taken of

them as vet. The music store and

the shop dealing exclusivelx' in pho-

nographs, in the majority of cases,

have shown a distinct failure to ap-

preciate the great field for the dis-

play and sale of novelties which ha\e

been brought into being by the pho-

nograph. Here is an opportunity for

the jeweler.

Of course these go all the better if

you handle a line of phonographs.

But even if you have not put them in

(and as you probably wiM sooner or

later, it may as well be now!) there

is still no reason why you should not

carry the accessories, not only for the

business to be obtained in them, but

Ijy way of an introduction to a pho-

nograph department which may ma-
terialize later when you are able to

find the sipace.

Christmas shoppers, in search of

novel trifles for this friend or that,

are not likely to visit the music store.

But in view of the great variety of

the modern jeweler's stock, they are

extremely likely to visit the jewelry

store. Then, when their eyes^ chance
upon the phonograph novelty, they-

call to mind the friend that owns a

machine. The little dancing pierrette

to attach to the turntable, the picture-

book record, the record index, neat-

ly bound—any of these or a dozen
others may appeal as being precisely

the thing wanted; something which
will be new, acceptable, and not too

costly.

For the jeweler who carries pho-

nographs, however, the novelty line

is even better. He has not only the

opportunities above referred to, but

has the additional advantage that

among his customers are those who
come to the shop' for phonographs

and records. The novelty may ap-

])eal to them not only from the gift

standpoint, but they may also be at-

tracted to it for themselves.

For such a merchant, the novelties

should by no means be left to sell

themselves. They are worth a little

time and salesmanship attention to

bring them to the customer's atten-

tion to carry them into his home.

And for this reason: The attraction

of the phonograph waxes and wanes,

even with its most devoted admirers.

When it is on the wane Avith a cus-

tomer, you are not selling that cus-

( Continued on page 103.)

PSlce-Gfbone

"BABY GRAND"
THE King of Musical Instruments. Provides ample room for a

tone chamber of unusual size—so large that it produces the

full—round—rich—tones of any voice or instrument in a manner

not possible with the ordinary upright.

The Something *' Different" that Sells

Voice-O-Phone "Baby Grand" is unique and beautiful in design

—

an attractive piece of furniture in any home. Special triple spring

or silent electric motor produces smooth motion.

The attractive profit on this model, and on our

other specialty—an Adam period "Cabinet Grand,"

as well as on the upright models, vi'arrant prompt

action.

Jewelers write or wire for special proposition

l?6lce-Qfbone Co.
Height 37" Width 27

Depth 36"

Mahogany, Walnut

or Oak

HUGH. G. BROWN,
Production

Offices, Suite 3

1 Adelaide St. East

HAL BROWN,
Sales

Main 3944

Toronto, Ont.
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liClllLOOM
PLATE

^ Tnlie Ckoice from
C^eneration to qener^atiorv

T)nx shou-i number tvo

in a xiries of n-iiulow card.i

wc are stipphjing to "Ile.ir-

loom" dealers. The original

card-1 are in attractive and

pleiixinei eotors. Send Jor

them.

X
c/Vade in Canada By

CASfADIAN W':' A ROGERS LIMITED
Off/ce Qnd fhcfor/es

570 KING ST WEST TORONTO. ONT
Down TovsiM 3Pio\Nroom Kent 3uiJdin'6

S^^Wrrrm-rr^- _^
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Hallowe'en Suggestions
By Ernest A. Dcnch*.

THE latter part of last October found me in Mont-
real. The attractive Hallowe'en window displays

which I noticed in the city indicate that Hallowe'en

is just as heartily observed on this side of the border as

it is in the United States. Believing that you will profit

by some of the attractive di.splays in que.stion, I am pass-

in.^ them on to you.

THE WITCH Kb' C.WE.

Locke Brothers arranged the rear of their window to

represent a witches' cave, constructed out of cardboard

and covered with Hallowe'en crepe paper. The entrance

to the cave was guarded by a wax figure made up as a

witch, who held a broom in one hand. Extending from
the cave's entrance to down in front were streamers of

black and orange crepe paper. The streamers served to

direct atteiuion lo the Hallowe'en cards that were strung

in rows down the window pane. Hallowe'en novelties and

favors were shown on the floor of the trim in front.

ENTER THE GHOST.

Jassby's introduced a Hfelike ( !) figure of a ghost.

clad in white, flowing garments, at the rear side of their

trim. At the opposite side a fire was laid with logs, placed

on top of which were red' electric light bulbs, which, when
lighted, gave an eerie appearance to the scene. A cauld-

ron hanging ov6r the fire added to the spookiness. Down
in front was a table set for a Hallowe'en party, with fav-

ors and everything. The rear paneling was covered with

orange and black pajjer streamers.

A STUDY IN BLACK AND ORANGE.

Foster Brown & Co., Ltd., lined the narrow wallboard

panels with white crepe paper, bordered with orange and

lilack. The paneling was additionally decorated with cut-

outs of witches and cats. The floor was covered' with

orange crepe paper at the front and rear, where party fav-

ors were displayed. Right in the center was a large sheet

of black crepe ])aper, o\'er which Hallowe'en cards were

Iriid.

MORE TIMELY COLOR SCHEMES.

Stretton Hall covered his display moulds with orange

plush, with beads of black plush running in between.

Black and orange Hallowe'en party favors and novelties

were arranged alternately on the moulds.

Chapman lined his narrow wallboard panels alternately

with black and orange crepe papers, on which Hallowe'en

cards were hung in rows. Hallowe'en favors occupied

the l>ed' of the trim.

THE ARCHWAY DESIGN.

The McPhillan Co. introduced a small arch at the cen-

*Copyright, 1920, by Ernest A. Dench.

The Trader.

ter of their window. The middle span and side supports

of the arch were covered with fancy Hallowe'en paper

of different designs. Running from the center span of the

archway were twists of orange and black crepe paper that

proceeded to down in front, where there was an exhiijit

of various Hallowe'en goods. Under the arch was a glass

shelf filled with different kewpies.

party SUGGESTIONS.

Almys' Ltd., employed" a clever piece of Hallowe'en

newspaper copy that contained just the right proportion

of poetry

:

Here are Pimipkin Heads and Witches, Spooks and

Bug-a-boos,

All ready for your party—your guests they will

amuse.

No doubt about it, for they are certainly some of

the oddest HalJowe'eh novelties we've seen yet.

You'll find them here at trifling prices, quite insig-

nificant in view of the fun they'll give.

HALLOWE'EN IN VERSE.

Goodwins, Ltd., also handled Hallowe'en in a com-
mendable manner. Their ad. started off with a poem on

the custom

—

HALLOWE'EN.
When witches ride high up on brooms
About the dimly lighted' rooms,

'Tis Hallowe'en !

W'hen goblins smirk and pumipkins grin

And ghostly stories pinch the skin,

'Tis Hallowe'en !

When children masquerade so gay

And at bob apple gaily play,

'Tis Hallowe'en !

When boys on window panes tick tack

And pussy cat has high arched back,

'Tis Hallowe'en !

When little boys are over-fed

.\nd little girls go tired' to beri',

'Tis Hallowe'en !

DRIVE ON OUIJA BOARDS.

Xo Hallowe'en party will be complete this year with-

out a ouija board, so this wonderful selling line should be

present in your Hallowe'en displays.

Lowman and Hanfords, Seattle, Wash., completely

filled' their window with ouija and radiograph boards. In

the middle of the trim appeared the following sign:

"There's a message here for you."

Soule's, Brooklyn, N.Y., devoted the rear i)art of their

trim to a display of ouija boards, hung in the middle of

which was the following card

:

75
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"That wonderful, nuich-talked about Ouija Board.

How long can we supply the demand*"
The Wolf Sporting Goods Co., New York City, had a

window streamer that contained a fortune telling appeal:

"Yes your Past. Present and' Future Ouijal'oard .

• $1.25."

Bloomingdales, New York City, ran the following little

ad. on the subject

:

FUN .\XD MYSTERY-!

!

OUIJA BOy\RD
"

$1.25.

You don't know all the jollity and thrill you can

get out of this mysterious Httle "spirit board" until

you've tried one. It answers all sorts of questions

and tells you all kinds of amusing things. Great

for an evening's entertainment.

With an old custom like Hallowe'en, it is hard to in-

troduce a new" appeal, but tl^ popularity of the Ouija

Board has certainly provided this.

to convert a great proportion of the prospectives brides of

the Dominion to insisting upon a ring which will be eter-

nally reminiscent, to each, of the month in which she was
\\ ed.

A Real "Ring-er"
An instance of how "great minds think alike" occurred

recently in the jewelry trade, with the result that one set

of marriage-month wedding rings has obtained registration

in Canada and another, very similar, has obtained regis-

tration in the United States.

The Canadian participants in this coincidence of ideas

were the T. W. Capp Co., Ltd., whose alert general mana-

ger, Mr. P. B. Crews, received his inspiration as far back

as July, that wedding rings should be put on the market

with a different engraved design for each month—a design

which should have some special significance in connection

with the month, and which, for this reason, would be the

more highly treasured by the bride.

He began work at once on the idea, deciding that, as

floral designs would be the most acceptable, the first flower

blooming in each month in Canada should be taken as the

basis of design for the ring for that month.

January looked like a hard nut to crack. Where, out-

side of the hothouses, one might a.sk, do flowers bloom in

Canada in the coldest month of the year ? But British

Columbia found the answer in the snowdrop. The almond

blossom, if was found, was the first flower to bloom any-

where in Canada during February, the violet during March,

and so on up to the daisy in September.

But for October a variation had to be made, since the

season of the newly blooming flowers has ended by this

month of the year. Leaves were therefore taken up, the

maple leaf for October the month in which it attains its

most wonderful brilliance of hues ; the oak leaf for Novem-
ber, since it is last to leave the trees. For December, of

course, there could be nothing but holly.

Having engaged a designer on this .work, Mr. Crews
chanced to take a visit to the United States, and while there

learned that an American firm was bringing out a similar

idea in San Francisco. Realizing that it was probably too

late to obtain first registration in the United States, he

considered it still possible to clinch his title to the novelty

in Canada. Returning to this country, he rushed the pro-

cess of completing the design and registering both these

and the trade name of the rings.

This occurred about three or four weeks ago. The de-

signs were put through and submitted to the Department

at Ottawa, where registration was accepted. Thus the race

enfled, each firm winning in its own country.

The name chosen by Mr. Crews for his novelty is

"Bridal Wreath.' The rings will be put out in yellow, red

and green gold. A heavy publicity campaign is to be put

on to introduce them to the public, and Mr. Crews hopes

You Have to Spin It

George T. Munn, jeweler and optician, of New Water-
ford. N. S., is putting on the market an invention of con-
siderable interest to jewelers. This novelty consists of a
watch charm in which a disk is pivotted diametrically in

semi-encircling shoulders, as shown in the illustration

hei cu ith.

The disk is engraved, embossed, or enamelled with an
incomplete section of some lodge, fraternity or other in-

signia on one side, and the corresponding (missing) por-

tions of the design on the other. Hither side seen alone

tells nothing. But when the disk is set spinning with a

flip of the finger nail, the alterations of the complementary
portions of the design are so rapid that the entire design

is seen as a whole.

The novelty is an ingenious one and, aiming as it does

to keep secret the insignia from those who have no busi-

ness to recognize it. the charm should make a great appeal

to members of fraternal societies, lodges, etc.—
Now is the Time

(Continued from page 71.)

3. Even if they had been told this untruth, there would
not be the same incentive to wait; for while a man may
make his existing clothing last until next spring, he can
hardly adopt the same attitude concerning the phonograph
when he does not own the phonograph.

4. People are coming more than ever to realize that a
phonograph is an actual saving to the family which en-

j(.ys musical entertainment. It quickly pays for itself in

theatre tickets saved—and when paid for in this manner
it is still there to pay for itself all over again—and again.

5. It is coming to be an article of furniture which is

as necessary to the average household as a table or a rock-
ing chair — much more necessary than the ubiquitous
piano.

There are many other good reasons which, if you are
a keen tradesman, you will be able to figure out more
f|uickly and express more succinctly than the writer. And
when you have figured them out, go in for phonographs.
And when you have gone in for phonographs (it had
better be soon) tell your prospects about them.

« «

English pawnbrokers' shops show evidences of the
fact that many heavy war-time purchases of jewelry are
being unloaded by those who invested more heaviily than
their circumstances warranted. As a result the jewelery
irade has fe'lt the pinch with unusual severity this sum-
mer, a circumstance which tends to show the danger of •

pushing for too large sales when conditions seem favor-
able.



THE TRADER 77

Distinction
ii

A Catalogue'

350 Pages "B

Diamond and Stone Set Jewelery, Rolled Plate Jew-

i|lery, Watches, Watch Cases, Clocks, Sterling
,

Silver and Silver Plated Ware, Regent Pearls,

Cut Glass, Electrical Reading Lamps,

Chafing Dishes, Percolators, etc.

igany Trays, Smokers' Sets, Art Ware in Broi

jmd Brass, Leather Novelties, Stewart Phono

graphs, Safety Razors, Thermometers,

Barometers, Flashlights, Compasses,

Watchmakers' and Jewelers' Tools,

Materials and Supplies.

If your copy has not yet arrived,

please send us a postal card and
we will forward a copy by return.
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tr^vsil^^gjn::a)i^g:'^;fioW'' '(MxyWg samples
._,j... ,^.^.^,,..^i^^,..,...|.,^. ^^^^^^

MH and White Gold line of Bar Pins, Broaches, Scarf Pins, *'

Pendants, Rings, etc.
..i|ii^'''i'ii|jiiii'i!iiiiiiiiii01^^

lilhlllNllllllllhillililllllllllli
ill

i|jjjl!
Gur White Gold is a new 16 Karat alloy, having all the properties of

atinum—being equal in tarnish resisting qualities and even superior in

color, while being very much lower in price. ijji||i|jt'

:Our designs are new and exclusive^|3ai^|„„p|
||;|i||jj||iKj.|„|i^, iJl.^strated in

kw.l92Qr2,l Red Book. ,

,

'"' '

We nope ydu'will lookwer-cikr travellers lines oi*'"' wi-ite' tor samples

iUfdre placing any order for White Gold Jewelry.
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Quality

A
— /^^ heritage of the years

LL of us turn for counsel to the friend who hasweathered

the years. Our savings we intrust to the established

bank. All the world pays tribute to those things which time

has tried and found true.

It is easy to fc^rgct this when you arc selling silverplate.

Yet, it is profitable to remember that the "tested-by-time"

argument is a powerful aid to the selling of

i847 ROGERS BROS.
s I L V v: \\ W A \\ E

The FaDiily Plate for Seventy Years

Of this silverplate, it can be said, witliout tear of contradiction, that it

has stood the test of time lon<,cci' than an\ other brand of sih erplate.

More people ha\e boii<i;ht it, used it, {^i\en it as yifts—and purchased it

for tiiemsclves. Exceptional quality it must have had, and proved to all

who bought it. roda\ . it has that which time alone can contribute.

li'lirii (iistamris tisk for il hy I'L'IJ. ntime. they kriniv

exintly ivlittt tliry icartt. (.tin yiiu ijivr it to them/

MERIDEN BRITANNIA COMPANY, Ltd.

Hamilton, Ontario.

0,0 .0,'^»
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Effective Jewelry Advertising
B\< U\ B. Stoddard.

WHY is it that so many jewelers seem to advertise

from a sense of duty rather ithan from a con-

viction that it will increase their business? In

many cases they are scarcely to l>e blamed for having so

])oor an opinion of newspaper advertisiing since the stereo-

typed manner in which they fill their newspaper space in-

teresits nobody in their lines. Rverylrady knows th'at John

Smith carries "a complete line of diamonds, watches and

silver." especially if John Smith lives in a small town.

But if the same John Smith will talk to them through the

newspaper about a certain kind of watch, or some no'velty

sih'er. or some artistic setting of jewels—just as he would

to "hem about it face to face—^dilating on its various

])oiints of beauty, usefulness and reasonable price, be will

find his sales picking up at a great raite. Another thing

that he should also bear in mind is that his window dis-

])lays should complement his newspaper publicity. If a

man or woman is interested by his i)rinted description, he

will be sure to have his interest clinched when he sees the

oliject actually displayed.

With this little prelude, let me quote some of the snap-

py, human-interest ads recently noted in the papers in a

number of the smaller Canadian cities I recently visited.

They go to prove very effectively that a man to be original

does not have to reside in the metropolis, but that anyone

who has given his line any thought cannot only interest

himself, but the public at large in the merchandise he

handles.

Every jeweler knows that diamoinds are higher now
than ever before, and, incidentally, that they were never

so popular. Taking these two facts into consideration.

R W. Russel, Macleod, Alta., recently announced:

DIA^IONDS CREATE HAPPIXESS FOR
GENERATIQNS

Is it not wondei ful to be able to wear a dia-

^mond solitaire for a lifetimes; then, as an hair-

loom, to hand it down to loved ones from genera-

tion to generation? Beautiful diamonds always

give happiness.

They are also ever increasing in valuie^and

form a legacy which anyone may be proud to be-

queath.

The merchants of Carbern,- Man., have recently band-

ed themselves into a body for the purpose of educatijig

the citizens of their community in the gentle art of buying

at home. They took a page in the local paper, which they

cjiptioned in large black letters.

IF YOU BUY OUT OF TO'WX. AND I BUY
OUT OF TOWN, WHAT WTLL BE-

COAIEOFOURTOWN?
The dollar you spend in Carberry will come

home to boost the town.

Read the ads tha,t are printed below—they will

probably suggest somethiiiig you didn't know
you could get here. The money you spend here

stays in circulation in Carberry.

Interesting as this is, comimg ifrom an association, it

would be equally forcible if such sentiments were voiced

by any jewelry merchant in a town where concented ac-

tion could not be secured. But to go back to the page of

association advertising, one of the most effective of the

small ads printed beneath the general cap'^ion was that of

the local jeweler. E. F. Fox, who said:

NEXEK^BUV jKWEKY FROM A CATALOGUE
All jewelry looks well in i)ictures. W^hen buy-

ing here you have the benefit of our advice, and

we stand back of every statement. Repair of

watches a specialty.

It is a hint which all jewelers would do well to take

—

i'' -Jiey wish to presierve their business from the inroads of

the big mail order concerns.

Another way in which the jeweler can increase his

trade is by taking advantage of the special demand for any

IJarticular articles at any special season. This was done

))y N. R. Park, Russel, Man., at the beginning of the har-

vest season, when he spoke to the harvesters of the com-
munity :

DEPENDABLE WATCHES FOR HARX'LST-
ING AND THRESHING.

It is quite essential that every foreman or

owner of a thresihing ouffit sihoiild pO'S.ses9 a de-

pendable watch. When purchasing a watch from
us you can depend U'pon our advice as to what
kind will give the best service for rough work.

"S'ours for the business that belongs to the jeweler.

—N. R. Park.

Force was added to this newspaper announcement by
showing in the windo^w several sheaves O'f wheat, while a

l)lack velvet cushion was bordered with heads of wheat,

anfl on the cushion were shown a number of watches.

whi'e an artistically lettered card reproduced the wording
of the nevv:s])aper ad.

The idea of jewelry for gifts should never be over-

locked, and instead of reserving all your publicity for the

Ijre-holiday season, scatter some of it over the is'umimer and
fall, R. 'Haldorsson. Selkirk, Man., showed a cut oif a

young woman,, smiling oiver a little casket in her hand,

and .supposedly sa^'ing

:

When Brother Billy Finds This on His Dresser

He'll say: ''My Sister is a -Jewel!"

A set of gold buttons form a pleasant birth-

day remembrance for your brother, or somebody
else's brother. We show many artistic designs in

cuff links, from the plain forms, left open for

monograms, to artistically wrought begemmed
buttons.

This calling ai'tention to a single articles is much more
eft'ective than a 'general^ appeal to purchase jewelry, as it

offers a definite suggestion to many who have been puz-

zling their brains as to what particular form their birth-

day remembrance should take.

A watch ad of especial appeal was run by H. \\'illiam-;,

Roland, Man., who urged upon fathers the advisabilitv of

supplying their boys with watches.

ISN'T IT TIME THAT YOU WERE RECOG-
NIZING THE FACT THAT YOUR BOY

LS FAST APPROACHING -MAN-
'HOOD ?

Don't you think that you should begin now to

teach him the dangeers or procrastination? Give
Iiim a watch that will keep time reliably and re-

mind him to make every moment count.

With this ad was shown the cut of a watch. ca]>tioned

"A watch that any man or boy is proud to own," and be-

neath was f|uo'ed i)rices on se\eral grades of standard

wtitches.
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STRAP BACK
PURSES
$8.50

to

$42.00
doz.

TOP HANDLE
PURSES
$15.00

$108.00
doz.

LUCILLE
BAGS

Long Handles

$27.00
to

$108.00
doz.

BEAUTY
BOXES

Style as shown
$48.00

to

$96.00
doz.

SILK
and

VELVET
HAND BAGS

$24.00
to

$96.00
doz.

Buy Your Leather

Goods Direct From
The Manufacturer

Latest Beauty Box

BILL

FOLDS

COLLAR
BOXES

MUSIC

ROLLS

LADIES'

BELTS

WRITE FOR

SAMPLE
ORDER

BE CAREFUL

TO STATE
THE PRICES

REQUIRED

MANUFACTURED BY

CANADIAN-LEATHER-PRODUCTS
LIMITED

144 Front Street West, TORONTO
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What's New, and Why
FABRIC, feather, silver mesh and bead bags come and

go, but the one perennial substance whose hold on

fashion has never relaxed—and probably never will

—is leather. N'ot only is it always "in," regardless of

what may be the fad of the moment, but frequently, in

between times or contemporaneous with some other nov-

elty, it constitutes a fad in itself.

For the moment, a number of bag substances are run-

ning neck and neck for the Christmas trade, and among

the most popular, it happens, is leather. The vogue for

the vanity box, it seem'S, has by no means completed its

course, but on the contrary is continuing to attract in-

creasing numbers of votaries. In part this added impetus

is due to new numbers which are being put on for the

Christmas trade, some of the most enticing of which are to

be found in leather.

One of these, illustrated on this page, is known as the

"Beauty Box," and the name is surely applicable enough,

whether "beauty" be understood as referring to the

appearance of the box itself, or to the uses to which it is

put. The one shown is of brown crocodile leather, with

a grip handle. It is fitted with pad and pencil, lip stick,

eyebrow pencil, chamoise—and of course a mirror. Pos-

sibly there are a few other little trifles in it, too. One
never knows. The same style is sold in a number of

different leathers—morrocco, crepe, terrapin, reed grain,

patent, etc.—in just as great a diversity of colors. As
though the variety were not enough, the makers have

prepared against the coming of cold weather and' muffs

;

for, as well as the grip handle shown, they are to be had
with long handles to loop over the arm.

Another variety of vanity case illustrated here looks

not unlike a receptacle for field glasses, save that it has

the short carrying strap instead of one to go over the

shoulder. It is unquestionably neat and compact in shape,

and holds more than, at first glance, it would be given

credit for. These too are procurable in a variety of

leathers and shades.

There is no end, however, to the assortment of vatiity

boxes that will be seen this season. From a fad. the box

has developed into an absolute essential for the average

woman, and almost everything feminine between six and

sixty may fairly be regarded as a prospect for this useful

adjunct of street dress. And not merely as a prospect for

one purchase—a woman should have one for every costume

she possesses.

Orders have already been coming in for these goods

in almost greater numbers than the manufacturers have

been able to handle. But there are others as well^—an

almost endless variety of leather goods intended not only

for Christmas trade, but which have been selling well as

accessories to fall costumes.

The Lucille bag, sometimes known as the Kodak bag,

introduced last spring, has been in good demand. It is, in

fact, one of the best sellers of the moment. The battle

axe shape—which is just a variation of the kodak, spread-

ing a little toward the bottom, but with corners cut off for

the sake of convenience—is another with a good record.

Both small and large towns are reported to be in the

market for substantial amounts of these goods, an indica-

tion that the out-of-town dealers are finding an increased

demand for up-to-date good's, and are making increased

efforts to cater to the demand and cut out the mail order

houses.

Prices in leather bags are not expected to decline at

all. Unlike shoe leather, there has been no decline in the

price of the raw material.

There is a vast assortment of other pretty things to

choose from, to be carried in the hand while walking,

shopping, churchgoing, or to tea, ball, or theatre. These

are not only of leather but of almost every imaginable

substance which can be made up into bag or case, C. M.

Storey, fashion editor of Women's Wear, describing for

The Trader some of the things she has seen recently

writes

:

"I saw one hand-bag entirely new. Instead of the

usual silk or satin or leather, the pouch was made of

coarse, grey, camel's hair material, embroidered in a star-

shaped flower with wool and gold tinsel thread. It was

mounted on an antique silver frame, and had a handle of

the grey cloth stitched with tinsel.

"A new idea in silk bags was demonstrated with a

straight, gold-plated frame, and a shallow, rectangular

pouch of brown silk with points of brocade in brown and

gold.

"One bead bag had three scallops across the bottom,

another had tabs with fringe, and another had the frame

concealed by the beads. There were a number of leather

bags of both the newer and more staple styles, one of the

most interesting being pleated to the frame. Several

chiffon velvet bags were

shown in brown, blue,

taupe, and black. These,

in common with leather,

have the advantage over

most fabric bags both in

length of wear and in suit-

ability. Leather and vel-

vet have a better appear-

ance with winter costumes,

the latter looking espe-

cially rich with furs, care

being taken to match the

shade."

The writer also draws
attention to other evi-

dences of the season's

fancies in jeweled and
other dress accessories, continuing:

BE.'\D NECKLACES.

Necklaces are becoming very ambitious. One now
finds them made of large and small gaudily colored beads

made into long necklaces that reach quite to the knee, and

if the possessor so desires she may use it as a girdle for
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"Julian Sale"

Fine Leather Goods

Write To-day for Our New Catalogue
Our new Catalogue will be off the press within the next few days—it will be in the interest of every-

body in the Trade to be provided with a copy of it. This new "Julian Sale" Catalogue of fine

Leather Goods and Novelties will contain 48 pages. Nearly every hne we manufacture and carry

in stock will be illustrated from photographs taken directly from the goods themselves. The de-

scriptions are complete and accurate—so that the catalogue will be a very useful and comprehensive

buying guide. A book of reference to the trade that you might almost count indispensable. Send

us your name and address, and the day they are delivered from the printer your copy will be mailed

to you.

We Invite You to Visit Our Sample and Salesrooms

Make it a point when you are in the city to visit our Sample Rooms. We have greatly enlarged

them, and have richly refitted and furnished them. It is safe to say that everything that "Julian

Sale" manufacture and sell you will find "sampled" in these spacious and splendidly lighted and

appointed rooms. You may see at a glance the entire line—all bright, clean, new, and as attrac-

tively displayed as you would have them in your own showrooms. So come in and ma}(e })ourself at

home.

The Julian Sale Leather Goods Company, Limited
Wholesale - Factory - Sample and Salesrooms - Offices

600 King Street West, Toronto
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her cloth dress. Bead ornaments arc

worked into the scheme of both day-

time and evening dresses, being used

as girdles, pendants from the straps

that come over the shoulder and end

below 'the bust, and sometimes a>-

shoulder straps. A French gown we
saw had dark amber or turqoisc

beads of rather a large size combined

with smaller ones in which a little

red and green was introduced, and

used to connect the front and the

back of the bodice over the left

shoulder. Bead ornaments and tas-

sels, in jet and crystal, were shown
on a black and white fox neckpiece

in one of the exhibits, which demon-

strates the trend of fashion in regard

to lieads.

COMBS .\ND ORNAMENTS.
WhiTe the hairdressing i)arlors

do not perform such wonders as they

used to in the way of coiffures, the

day of the hair ornament has re-

turned. There are large Spanish

combs, smaller and less imposing

ones, and many feather ornaments.

Bright aiiber combs thickly studded with brilliants are

l)laced in the hair, "wrong side out" or "backwards," so

that the decorative effect is seen from the front rather

than the back. This information is straight from the

hairdressing establishments of New York.

Although the feather fan business did not start this

year as early as it did last year on account of the festivities

in honor of the Prince of Wales, wholesale houses say that

it is making a very good beginning. Fans do not differ

materially in style from those of last year, but possibly

there is a little greater diversity of design in their make-up.

One of the most beautiful and expensive has five long,

wide ostrich plumes attached to mother of pearl handle,

and can of course be obtained in every fashionable shade.

The debutante fan has three or four large feathers fast-

ened together by the quills, but is not a folding device.

There are others that have three or four laid together as

if it were a single feather, and others are frankly single,

but usually dyed in variegated colors. There are some
that are made of long, narrow feathers tightly curled

at the tips, which are pretty though somewhat stiffer

than the long uncurled plumes.

Beaded and other bags shown at

the Kxhibition were very intere.sting.

Where they were shown suspended

from the arm. of the figure on which

wra])s or costumes were shown, they

were chosen to conform with the

color scheme of the gown, dull l)lue>,

reds and browns being popular. A
jiretty fabric bag was made of black

and gold brocade with a white cellu-

loid top, and in another there was a

beautiful pasted feather bag in pea-

cock .shades. . . •

The last mentioned is illutsrated

on this page together with another

quaint feather novelty—the feather

bracelet. The combination of bag

and l)racclet are striking enough,

Feathers for Fan and Bracelet.

although it is a question whether

either fad will last long.

I T.MliFK UESK ORX.XMENTS

yuil'ls for pen handles and glass

ink wells with powder is a pretty

conceit for milady's desk. They sokl

splendidly last year, and manufac-

turers of feather goods, who are making them, say that

the demand is growing and that they are selling them ni

almost unbelievable quantities for the Christmas trade this

year again.

WH.\T THE FRENCH .\RE WEARING.

Doris Hemming. Paris correspondent of The Trader,

sends the following notes from the fashion cai)ital of the

world:

A novelty handbag made of heavy grosgrain silk with

a large pendant hanging from the frame made of Italian

mosaic. The design of the mosaic was a colored basket

of flowers on a royal blue background, the disc being

framed with a line of silver.

A beaded handbag with velvet leaves worked into the

design. The velvet was appliqued to the foundation net

and the beading worked right up to the edge of each leaf,

A handbag for evening wear trimmed with curled os-

trich tips. The frame was made of ivory and the saque

was entirely covered with the ostrich to match the fan

which completed the set.

.\bove—.\mi(me si \m

fninie, with ^alin ji'nl

metallU' brwade. Ulslif

— Gold frame vvi'li

metallic riblion wnviu
In lia.-ket ratteni c:

iinvel anil attiaclive

design.
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More Volume of Sales Means More Profit

Difference Between "Stock-Turns" and "Volume of Business"—Slow Moving Lines

Sometimes Profitable Methods of Increasing "Volume"

By A. B. Edgar.

MORE Profit—Everybody w-ants it.

As we have already discussed the profit possi-

bilities in more stock-turns it may be well to dif-

ferentiate between the two terms. In our use the term
"stock-turns" mean the number of times the average stock

on hand has been turned during the year, or other com-
mercial period. The term "volume" as we use it is the

actual amount of the turnover, or annual sales, regardless
of the number of times the average stock is turned'.

It has, been shown that by turning the stock more times
the cost per cent, of many expenses are reduced, even
when the actual dollars spent have been increased. It

has also been .shown that fixed expenses, regardless of
the amount of bu.siness done (within reasonable limits),

while the same in dollars of cost, are greatly reduced by
the increase of stock-turns.

There are a great many advocates of the quick stock-

turn that have given no thought to the value of the volume
of business, and its value should not be overlooked, even
when it is secured at the co.st of reducing the number of
times the stock carried is turned over. One prominent mer-
chant whose business, groceries, demands a fairly quick
stock turnover to produce the greatest possible net profit,

has proven that there are times when the stock turn rate

may be sacrificed advantageously if volume of business
will result. In fact, he is of the opinion that volume, not
the stock-turn, is the final test of a profitable business.

This opinion is based upon an experience and study of

the business for a period of exceeding 25 years.

DANGER IN FOLLOWING RULE BLINDLY.

One of the principles of successful retailing is to do
as much business upon as little stock as possible. That
fact must be recognized, but it is a false position to assume
that the stock-turn is the all-important thing in merchan-
dising. The chief aim of the merchant is profit. The
volume of sales, whether there is one stock-turn or a

hundred, is the essential necessity from which to derive

the final net profit. Unless there are sales there can be

no profit. The greater the sales the greater the possibil-

ities for profit, and greater sales make possible more stock-

turns.

There are times when the stock-turn sinks into insig-

nificance in the actual scheme of successful merchandis-
ing. The merchants of Canada have gone through such

a period lately. Prices for every commodity have been

advancing for years. The merchants who speculated a

little on the future higher costs a few years ago was able

to "turn a penny" of profit into his coffers that he who
bought from hand-to-mouth to stimulate his stock-turns

did not.

It is readily recognizable that when market conditions

indicate that merchandise values are persistently register-

ing an advance in prices, there are advantages in

purcha.S'ing beyond the immediate needs of a business. At
these times there is a preponderance of possibilities for

more profits in large stocks and fewer stock-turns than

in small stocks and frequent re-orders. On the other

hand, when the element of a possible decline in prices

presents itself, the quick stock-turn presents the best pos-

sibilities for profits. It is conceivable in the former case

that the volume of business done, regardless of the num-

ber of stock-turns, may net the largest profits, while in the

latter case, the number of stock-turns may prove more

important in producing the net profits desired.

Even though there is a great possibility for profits in

the volume of business done, the value of the stock-turn

must not be overlooked. In striving for volume the mer-

chant in a measure also strives for a greater stock-turn.

He unconsciously tries to do the greatest volume of busi-

ness on the smallest amount of stock whether he intends

to do this or not.

SLOW-SELLING LINES VALUABLE.

The merchant who strives too earnestly for greater

stock-turns is apt to overlook the value of slow .selling

lines. He is apt to forego profits that he might just as

well have, but allows to go to someone else because his

mind is on stock-turns and not on profits.

No matter whether the merchant sets out with "vol-

ume" as his goal, or "stock-turns," he must not forget

the fact that he cannot get profits unless the merchandise

is sold at a profit—that is, at a price higher than he paid

for the goods, which will include every possible element

of expense, or cost of doing business, as well as the cost

of the article sold.

If a successful merchant is selling only one article of

merchandise, he will soon reach the highest point in vol-

ume possible in his present location and circumstances.

He nnay turn to the greater profits to be had from quick

stock-turns without increasing his net profits very much,

.\t any rate, he will reach his limit in this direction as he

has reached it in the other. How is this merchant to se-

cure more profit ? There is only one way open to him

and that is by adding some other line, by spreading out,

by branching into other lines of business.

ADDING NEW LINES.

In an experience covering a quarter of a century of

retailing the writer has found a great disinclination on

the part of retailers to add lines that are apparently not

a part of the business they are engaged in, side lines, as

they are often misnamed. For instance, if a retailer starts

in business with a haberdashery stock, he hesitates often

for a long time before he will add clothing, although

those lines are usually handled' together in most larger

stores. This being the case, imagine the trepidation the

<lealer in shoes passes through before he will add a line

like clothing or haberdashery. Yet, in larger stores even

these lines are very often successfully linked together.

There are naturally related lines and the dealer who
has the opportunity should not hesitate to include those

he has not handled if he sees a chance to make more profit

by doing so. A jeweler added a meat shop to his business

and made a success of it. This is an extreme case and

one that would not be favored in ordinary circumstances.

There was a need for the meat shop. The jeweler "rose"

to the opportunity—and has made a success of it, too.

Suppose the retail im>eat dealer finds he has reached

the limit of his possibilities. He has to turn his stock a

couple of times a week to be considered really efificient.

After he has attained this degree of efficiency, is he to

remain at that point? Not if he is made of the material
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retail dealers ought to be made of. He will want to reach

higher, he will war.t more profit.

His natural tendency will be to turn to other food-

stuffs. If he thinks of profits in stock-turns only he may
add bread, that turns oftener than meat, because it has a

daily stock-turn. If he adds perishable lines, he must

have a quick stock-turn. Green groceries, fruits, veget-

ables and butter must all be turned quickly. Dry groceries

cannot be turned as quickly. If this meat dealer- decides

to stock the quick-turning lines and leave the slower ones

out of his scheme of things, what will happen? Will he

get all the desired profit he ought to get? He will not.

His meat customers may also buy bread, fruits, etc., from

him, but few customers will be added to his patronage.

These lines will more often be purchased at the regular

grocers when other groceries are being purchased.

SECURING GREATEST POSSIBLE ^VOLUME."

There is a lesson in the above instance for the clothier,

the jeweler, the wearing apparel dealer, in fact for every

retailer. The fact that foodstuffs have been used as the

basis for the illustration does not alter the principle of

the whole proposition. It is this:

It is not always possible to secure the greatest volume

of business by sticking to the quicker turning articles of

merchandise in any business. The quick stock-turn may
be secured, but it lessens the possible volume. If the

meat dealer adds a comprehensive line of groceries, in-

cluding the quick-turning stocks, he will have greater pos-

sibilities for profit than by trying to select lines that have

a quick stock-turn.

There are probably few merchants who have exhaust-

ed the possibilities of the line they are handling. In fact,

there are many who have not even made a very serious

effort to secure the greatest possible volume from their

present stocks. They only think they have. However,

for those who have there are two lines of progress open.

The first line includes the handling of specialties in their

own line of trade. The clothier may add a higher grade

than he has ever sold, or he may add a custom order de-

partment. He may go a step further and add the lines

usually handled by clothiers throughout the land, haber-

dashery, hats, etc. The dry goods merchant may take on

additional lines usually handled by dry goods merchants,

and so on. The second' line of progress is in adding a very

different line altogether to that already being sold. The
jeweler has lately become the dealer in talking machines.

This is not a related line, but one that seems to fall into

his cla^s very well where it has been tried. Men's wear
dealers have added women's wear, and vice versa, with

considerable success.

UNCONTROLLABLE EXPENSES.

Good business sense prompts the merchant who
branches out to add related, or what may be called semi-

related, lines to his stock. This is not always the wisest'

thing to d'o. It is probable that the phonograph business

has given the jeweler a chance to handle a quick turning

stock of records. His regular stock moves as slowly as

any can. The wisdom of adding a line with a quick stock-

turn is immediately recognized. But in the case of the

meat dealer the opposite is the case. His natural addi-

tional line is foodstuffs. If he adds groceries he adds a

slower moving stock, one that moves slower than the

one he already handles. Yet the wisdom of the choice of

both these merchants cannot very well be questioned.

Many of the expenses, or costs of doing business, are

fixed by other factors than the amount of the sales, or

volume. If the volume can be increased without increas-

ing the cost of doing business, it is only natural to sup-

pose that there will be a corresponding increase in pro-

fits. All things being equal, there will be. Most retail

merchants can double their sales in their present sales-

rooms. This would lessen the cost for rent on every dol-

lar of sales. Light and heat are not necessarily affected

by a considerable increase in sales. Delivery expenses
need not always be increased because it is necessary some-
times to maintain a delivery system that will take care of
twice the business that is done. Salesmen in most cases

can sell a great deal more than they do if they had the

customers to sell to. A large part of their time is spent

hi ''waiting for customers," not in "serving"' them. A 50

per cent, increase in sales at an average profit will reduce
the cost of selling Zi 1-3 per cent, and increase the profits

a similar percentage.

Volume can be secured in the following manner

:

1. By adding lines to the stock.

2. By adding lines to the stock that are desired above
other lines.

3. By advertising the business efficiently.

4. By increasing the efficiency of the selling staff.

5. By buying heavier stocks of merchandise where a

special concession in price is obtainable—-and pushing

them.

It will be found that if the merchant's effort is direct-

ed towards volume he will also attain a certain efficiency

in stock-turns as well.

Competition

The instinct of rivalry is fundamental in huiman nature,

and the spur of competition is needed to make men do

their best. CompetitiO'n is the protection of the consumer

against high prices which accompany exorbitant profits.

It is the automatic force which reduces the gains of the

inefficient and makes profits depend upon low rather than

on high prices. It evokes in individuals the fundamental

characteristics of energy, thrift and power. It harmonizes

the interests of the individual and of society. Under a-

system of competition and private property, men are finan-

cially rewarded for doing what other men want done.

Men prosper greatly in proportion as they are able to do

what other men want done better than others can do it.

Competition forces the business man to constant improve-

ments; it forces the speedy introduction of new inven-

tions. It involves wastes, and on a short run view the

wastes of competition may appear so large that a plausible

case could be made for combination or for socialism.

Taking the longer run view, however—taking the dynamic

view, competition makes for such rapid progress in eco-

nomic life that the necessary wastes that go with it are

to be counted lightly in the balance.

Socialists have made much of the evils of competition.

Thus, some years ago, in New York City, women were

working long hours, in rooms filled with steam and on wet

floors in laundries. Pneumonia and tuberculosis were

frequent among them. The employers of these women
asked to improve conditions, replied that they were help-

less, that if they introduced more sanitary methods, they

would have to raise their prices and their competitors

would then get the business. A remedy was found, how-

ever, in an arrangement by which all the employers were

simultaneously required to introduce the improvements.

A principle of great significance is to be found in this

illustration. Whether competition is wholesome or not

depends upon the level of competition. When unfair and

unwholesome methods of competition are introduced, the

adulteration of goods, the making of false representation,

local underselling for the purpose of ruining a local com-

petitor—these and other unfair methods can and should

be prevented.
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ELBICO

To build up a business is

to give your customers

good reliable merchan-

dise.

We have such for you.

Our Elblco, Mars and
Clvltas are Swiss watches

of "good Quality" at

moderate prices.

Elblco and Clvltas are

made In Gents' sizes.

Mars are made In Ladles'

Bracelet Watch sizes.

All above are backed up
by a complete line of

materials.

CIVITAS

WALIAH

Diamonds
Loose or Mounted

American and Canadian

gold and gold -filled

Jewelry in splendid
variety.

Watch Materials

Sessions Clocks

Community

Silver Plate

The Levy Bros. Co., Limited
HAMILTON. ONTARIO

MAFisS
,
.rj -. '^ri'j^*-' . ti. ft
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L'ORIENT
SOLID INDESTRUCTIBLE PEARLS

INSOLUBLE
16, 18, 24 and 30 Inch Lengths in Various Grades.

89

"L'Orient" Pearl Necklets will bear the most critical inspection.

You can sell them profitably and be convinced of their Durability, Quality and Beauty.

Not affected by Boiling Water, Heat or Cold.

These Beads are not made of glass.

Hot water expands Glass Beads, causing same to crack or peel.

THE MOST PERFECT COPY OF THE GENUINE

The Levy Bros. Co., Limited
HAMILTON, ONTARIO
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GOLD and EXCHANGE

We supply fine gold to our customers and have to

charge the prevailing rate of exchange on New York

funds, because:

FIRST, w^e pay our customers the same rate of

exchange on the gold we get from their refinings.

SECOND, in addition to the gold we refine here, we

have to buy many thousands of dollars worth in New

York, and have to pay the exchange on that.

By sending your refinings to us, you can either have

the gold returned to you or we will pay the regular price

plus New York exchange.

CANADIAN SEAMLESS WIRE CO.
LIMITED

Refiners of

SILVER PLATINUM
198 Clinton Street

TORONTO, ONTARIO
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The Other Man's Way
If You have a Method that has Proved Worth While—Some Other Fellow's Wrinkle or

a Plan of Your Own—You are Herewith Invited to Pass it Along

( Conducted by Francis R. Bentley.)

To open ouit the socket of an 'hour hand thait is too

small to fit the pipe of the hour wheel, don't use a broach.

Hold the hand in a proper hand tongs and open with a file.

* * *

When ntting a new hairspring, you will be safe in se-

lecting one that counts one double beat slow in a full min-

ute.

Often it takes longer to find out why a watch Ihas stop-

ped than to remedy the trouble when located. Don't start

a stopped watch if you can help it, therefore, until you
have found what caused it to stop.

* * *

A loose dial is a fruitful cause of trouble and rightening

s'hould not depend solely upon the dial feet screws. Care-
fully spread the dial feet a very little, if necessary, until

the side-play is taken up. Then, when screwed home, dial

screws wiW not readily work loose.
* * *

A safety pinion should always be removed when a watch
is cleaned, and the thread upon ."yhe centre arbor oiled be-

fore the pinion head is replaced.

* * *

To test the diameter of a new hairsprin-g, lay the bal-

ance cock, with the regulator on, upside down on the

board. Place the spring upon the cock with the centre ex-

actly over the centre of the balance hole-jewel. The coil

that falls naturally between the curb pins marks the proper

diameter of the spring.
* * *

Worn holes lead to faulty depths and faulty depths re-

sult in loiss of power and bad timekeeping. Don't expect

a good mainspring ;to overcome 6uch handicaps in the train

of the movement, or the escapement and balance to coun-
teract them. You give these a chance to "make good" only

when train defects are corrected.
* * *

When you are in need of a drill or tap, make more
than the one you wanit at the time. Drills and taps are

always good stock. Besides, you will save time in the

long run by making two or three, and the second and third

are likely to be better made than the first.

* * *

A file must be sharp for doing good work upon the

siofter metals, but it will work better upon stteei if it has

first been broken in, iittle by little, upon copper or brass

until it begins to cut imore slowly. Not only will a new-

file do beter Vv'ork on g-eel after three to six months of

such breaking in, but it will last much longer. Similarly,

when tempered steel has to be ifiled, it is policy to use a

file that already has been used for a while on soft steel.

* * *

When using a cement chuck for pinion wo^rk, staff-

turning to any similar job, see that the cement is distrib-

uted as evenly as possible upon the brass. Otherwise the

work, however carefully centered in the cement in the first

place will be drawn out of truth as the result of uneven

cooling of .the cement.
* * *

Hammer pivots in a repeater watch must be oiled just

like amy other pivots in the movement. Put just a touch

of oil also to the tips of the hammer springs, to the pal-

lets where they turn upon their studs, to the studs where

the pallets press upon them, to .the points where the pallet

springs touch, to the rack stud and rack teeth, to the points

of contact between springs and all the parts they actuate.
* * *

W'hen using a mainspring winder select an arbor or

chuck of the same diameter as the barrel arbor of the

watch. If a larger or smaller arbor is used, the danger

of the mainspring breaking is greatly increased. Addi-

tional arbors to increase the range o'f a winder can usually

be made with no greait trouble.

* * *

Jewel holes have a trick o'f jumping out of the tweezers

when being cleaned. Sometimes you can catch up to them
when they finish the jump, but sometimes they keep on

going. Some are going yet. Of course, there are special

jewel tweezers—if the workman is careful to put the jew-

els in them just so. But a big, heavy pair of ordinary

tweezers, with broad, squared points, are sure and quick.

Hold the jewel down on the board paper and brush it

clean; then turn it over and brush the other side. If you

keep the tweezers in good trim, you will rarely have a

jewel get away.
* * *

The roller jewel of a lever watch does not require to

be oiled. The friction at this point is very slight and

more nearly resembles the quick, sharp blow of a hammer
than the constant rubbing of two rough surfaces in con-

itact. When oil is applied, not only is a measure of ad-

hesion induced, but wear is caused as a result of the

parts gathering dust and dirt, which sots up increased

fricticn.
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The Playtner Classes (

No. 4 Continued from
Page 100 Sept. Trader )

"WHY, SIR, BUT EVEN IN SWITZERLAND
WE HAVE NOT MANY MEN WHO CAN
MAKE A WATCH LIKE THAT"

This was the exclamation of a prominent Swiss watch manu-

facturer who hacj examinee! the 1 6 size tourbiUon, with spring

detent (chronometer) escapement, going barrel with up and

down indicator and glass dial, which won the prize at Phila-

delphia, Pa., in 1897, for its constructor, our student—the

artist—W. Lawrence Smith—the honors graduate. After

Mr. Smith had carried it a number of years he visited us and

acceded to the request that he leave his masterpiece for a while,

so that it could be shown to the class. A moment after he left, the Swiss gentleman came in.

"Why, that is a tour^billon you have in your hand, where did you get it from? Is it in for

repairs?" "No," said Mr. Playtner, in his enthusiastic way, "one of my students made it."

"What? Made it? How do you mean, made it?" He was told Mr. Smith had never seen

a tourbillon watch until his own was completed, that he made the calculations, then the draw-

ings, after that the cutting tools, then he took sheet metal strips and wire rods from which he

made that piece of art work complete, with its delicate frame carrying the entire escapement

and balance around with it once per minute, Only such lathes were used as may be found

on the benches in a store. He listened attentively, and, while examining it with an eyeglass,

he kept on repeating, "Is it possible, is it possible?"

THEN HE ASKED "WOULD MR. SMITH GO TO
SWITZERLAND TO WORK FOR THEM"

On expressing surprise, he asked, "Why should you be surprised?" He was told because

he sought an employee in a country without a watch factory, where only the Horological

Institute held up a "beacon light," which undeniably burned brightly, but it could only be

held up by the left arm, as it was surrounded by "a haze," which influenced possible pros-

pective students not to enter the Playtner classes—and which did so, too, in very, very manv

cases—and, unfortunately for everyone, the stronger right arm had to be constantly employed

in an endeavor to sweep that haze away. On the other hand, he, the visitor, came from a

country where such schools were encouraged and honored, and where horology had been

practiced for centuries. It was then that he exclaimed "that even in Switzerland they had

not many men who could make a watch like that.'

Space forbids the story of the graduate of a famous Swiss school, who wrote, "there they

had not turned out such work, but artists had shown two tourbillons to the classes," and

stated "I take off my hat to the school, the ins!:ructor and the student that is equipped to make

a watch like that." /-r i ,.^\
( 1 o be continued.)

Canadian Horological Institute
Limited

Preston, Ontario
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Practical Correspondence
Solutions of Problems and Difficulties met with by our Readers

- TO I'UT A WATCH QUICKI.Y "ON BEAT''

Question.—Some watches have a spot on the balance

where the hair spring should be put on. When there is no

spot on the balance, what is the quickest way tO' find where

the liairspring should poii\t for the watch to beat right?

Answer.—Before oiLing the balance hole-jewels, place

the balance and staff in position in the 'movemenit and lead

the balance around until the fork stands midway between

the banking studs. Hold the balance in this' posiltion. To
detenmine w-here the hairspring should be put on in rela-

tion to the balance, carry a sig'ht line from the centre of

the balance-hole in the cock, through the situd hole, and

out to the rim of the balance. Carefully notice the exact

point at which it would cut the balance rim. To that

place the hairspring stud must point when the collet and

hairspring are finally placed in position on the staff, and

in this way a watch may at once be put closely on beat.

the crack. The crack, it is claimed, will not extend be-

yond the cross cut of the diaimond.

SHOULD HALANCE SCREWS BE REMOVEP .'

Question.-^Can you tell me why some workmen take

the screws out of the rim^ when tnting a balance wheel in

the round? It looks as thought this would take longer ^o

do, and putting the screws back is going to put the balance

out of circle again unless the rim is stiffer than most.

Answer.—Unless a ba'lance is badly out of true in the

round there is no need to remove the screws, and the con-

siderations you suggest are good reasons against removing

them unless it is necessary to do so. But with a balance

that is badly out of true it is a distinct advantage to have

the screws out of the way—the work can be done more ac-

curately and more quickly. In such a case, place the

screws in your bench screw holder one b\' one, in the or-

der in which they are removed from the balance, and after

truing, replace them in the same positions as before. When
it is not necessary to remove all screws, it is often a help

to ta'ke out one or more at the i>oint w'here there is an

awkward kink in the rim.

CLEANING A SHOW CASE

Question.—For cleaning the plate glass of our show-

cases we have been accustomed to use warm water with

a dash of coal oil in it, but are not altogether satisfied with

the results. Perhaps you can tell us through the Quesitions

and Answers page of somiethin'g better than this. Would
like to know, too, whether there is anything can be done to

stop a crack in a case from going any further. It is not

much of a crack now. but usually they seem to run when
once they get sitarted.

.\nswer.—Bon-.\mi, for sale at any grocery store, is

much used for cleaning glass and gives good results. Fol-

low the directions that appear upon the package, .\nother

way and an old familiar mixture, is liquid ammonia one

ounce; alcohol, one ounce; whiting, one ounce, and water

enough to make one pint. Rub this briskly on the glass

with a sponge, allow it to dry, then rub it ofY and jiolish

with a soft cloth or chamois leather. An old method for

preventing a crack from spreading in plate glass, of which,

however, we have no personal ex]>erience is to cut a short

scratch with a glazier's diamond directlv at riglit angles to

ja.

SWISS WATCHES

Question.—iHaving never had much to do with Swiss
vvtach.es, I would be glad to have you explain hoiw the old-

style centre post and cannon in these watches is plann3d to

work. It seems different from anything I've run across

before.

Answer.—In old-style Swiss watches the construction

and action of the centre arbor and cannon pinion differs

from the customary practice of both .American and Eng-
lish makers. In many modern
Swiss watches, as well as in

most movements of English and
.American make, the centre pin-

ion is solid, like any other

pinion of the train. The can-

non-pinion fits friction-tight up-

ou' that portion of the arbor that

projects beyond the lower plate,

carries the minute hand and
gears, of course, with the min-
ute wheel. As it only fits fric-

tion-tight upon the arbor, it is

removed by simply gripping in

brass-lined pliers and giving it a pull. It is just as easily

replaced.

In the type of Swiss watch to which you refer, whether
the mo\-ement is keyless of keywind the center pinion is

not solid Inu hollow; that is, it is drilled right through.
The centre of ".set hands" arbor, carefully fitted friction-

tight upon a gradual taper, is inserted in the hollow pin-
ion and carries the cannon pinion upon the portion that

extends beyond the bottom or pillar plate. In a keywind
movement the other end of the arbor is squared to provide
for setting the hands.

First, then, there is the difference between a hollow
and a solid pinion. There is the further difference that
in the one case the cannno pinion turns upon the centre
pinion when the hands are set, while in the other—^in the
typical "Geneva" movement—the cannon is driven tight

ujjon the arbor and does not turn, setting being accom-
plished by the motion of the friction-tight arbor in the
hollo.w centre pinion.

The construction is clearly shown in the accompanying
illustration, in which A represents the hollow pinion, B
the .set-hands arbor, and C the cannon pinion.

In a keywind movement the set hands arbor is fitted

with a little steel plate or dust cap b. ; in a keyless move-
ment the square is omitted, the end of the arbor being
merely rounded and polished, with a shoulder just large
enough to bear upon the end of the pinion.

To remove the set-hands arbor of such a Swiss watch,
hold the movement in the left hand and give a smart tap
with a watch hammer on the projecting end of the arbor,
where the minute hand fits on. This will drive the arbor
through the cannon pinion ; and, when necessary, another
gentle tap will drive it out of the pinion. Should there
not be sufficient friction of the arbor in the pinion to in-
sure that the bands will carry safeLy, roll the arbor be-
tween two fine sharp files. This shonld roughen it suf-
ficiently to prevent the hands from slipping.
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A Message from our Repair Department

OLD MESH BAGS
MADE NEW

AS RECEIVED AS RETURNED

We wish to draw the attention of the trade to our repair depart-

ment. This department, which was started as an accommodation

at the request of our customers, has grown to such proportions that

we now have one of the most complete and largest repair depart-

ments in Canada, with a special staff to operate it, insuring our

customers attention to detail and prompt deliveries.

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^

CARON BROTHERS
233-239 Bleury St. - MONTREAL
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Fire Stains in Sterling Silver
A Description of how the Stains are Formed and Removed

By Oscar A. Hillman in the "Metal Industry."

UNTIL a few years ago practically everything manu-

factured of sterling silver (except tableware) was

given a heavy coat of lacquer before leaving the

factory to keep the articles from tarnishing.

The lacquered silver was always a source of trouble

and expense, as the lacquer was almost sure to become

torn or scratched, leaving the silver unprotected. It did

not take long for the naked silver to tarnish, necessitating

the removal of all the lacquer before the little spot or

lines could be polished or rubbed off.

At present the majority of retail jewelers have in-

stalled the necessary equipment to polish or refinish their

stock and specify that articles made of sterling shall not be

lacquered.

Under the old regime it was not unusual for the manu-

facturer to cover over the fire stain in the sterling articles

by giving them a light silver plate, then finishing as usual,

but this method cannot be used on articles that may be

polished or pumiced several times by a more or less inex-

perienced workman, as he is almost sure to cut through

the coat of fine silver, leaving the fire stain exposed.

The most satisfactory method is to remove the fire

stain and apply the desired finish to the silver without

plating.

As the appearance of the dark stains under a layer of

pure silver is always disconcerting to the uninitiated, an

explanation of how the stains get under the surface and

how to remove them may be of interest.

FORMATION OF THE STAtNS.

Fine silver melts at 954 deg. C. and if kept in a molten

state .for a little while absorbs approximately 20 times its

volume of oxygen. When crystallization sets in and the

melted silver begins to solidify, the oxygen is expelled

again, leaving the silver in its original state. This proves

that oxygen or any other gas does not unite with the sil-

ver to form fire stains.

Sterling silver is 925 parts silver and 75 parts copper.

When it is heated to a dull red or over, the copper in the

outer surface is converted into black cupric peroxide

(CuO). Another layer adjacent to the outer layer is

formed, in which the copper has been partially protected

from the air. The imperfectly protected copper has been

converted into red cuprous oxide (CUoO).
As the sterling is expanded' during the period of oxid-

ization of the copper, when subsequent contraction occurs

the layer of cuprous oxide is effectually sealed against

the action of any dip or solution except those which have

the power to dissolve the arresting silver.

Peroxide of copper is very slowly dissolved by nitric

acid, but fine silver, sterling and cuprous oxide are highly

soluble, so the usual method of removing fire stains is to

remove the black oxide by pickling in a hot pickle com-
posed of six parts of water and one part commercial oil

of vitriol. After the sterling has been subjected to the

action of the pickle it has a superficial layer of fine silver

completely hiding the gray or red fire stains underneath.

The layer of fine silver and' the layer in which the cop-

per has been converted into cuprous oxide is removed by

dipping in a hot nitric dip made of two parts nitric acid

and one part water. The nitric dip is a rapid and sure

method of removing the stains, but as it leaves the sur-

face of the metal matted and rough it should not be used

for delicate work.

After the nitric dip has beconiie heavily charged with

silver and copper the fine silver is recovered as metallic

silver by hanging strips of sheet copper or zinc into the

dip. Nitric acid has a greater affinity for both copper

and zinc than it has for silver, so the acid gives up its

load of silver and becomes saturated with metal from the

strips. The fine silver is washed with hot water, after

which it can be melted as usual. The old dips should

always be tested with muriatic acid before they are thrown

away, as it sometimes happens that the nitric becomes

passive and does not give up all its silver.

A dip that removes the black oxide and dissolves th€

silver sufficiently to remove .the fire stains can be made by

using eight parts of oil of vitrol and one part nitric acid.

When using this dip great care must be taken to shake off

all excess of water from the work. As this dip acts very

slowly and gives oft suffocating fumes, its use is limited

to delicate card jewelry. The silver is reclaimed from

this dip by precipitation as chloride of silver by adding

dilute miuriatic acid. The old dips must be allowed to

cool before the muriatic is added. The most practical dip

to use for the ordinary run of sterling work is made by

dissolving two ounces of bichromate of soda in 3^ quarts

of water for each gallon of dip. After the bichromate

is all dissolved add a pint of vitriol and heat as hot as

possible without boiling.

When the articles are immersed in this dip they should

turn dark until the fire is all out, then assume a dead white

appearance somewhat similar to an electro deposit from

an old solution. If the dip is too concentrated it will

work so rapidly that the bichromate of soda becomes re-

crystallized and as the crystals stick to the articles and

form a resist to the solution the work to be dipped will be

badly etched or eaten.

Sometimes when the dip has stood idle for several

hours a few flakes gather and float on top, but they do no

harm, as they dissolve as soon as the surface is disturbed.

When the solution loses its red color and turns dark

green it can be rejuvenated by adding common salt until

the silver is thrown down. The silver chloride forms a

heavy curd' which settles to the bottom of the jar and

does not interfere with the proper working of the solu-

tion.

Some platers make up a strong stock soiution of bi-

chromate and acid and add a little as soon as the dip be-

gins to work slowly, but it is not the best method of using'

the dip, as it is likely to work rough. All work that is tO'

be fire dipped should be freed from grease and black

oxide before being dipped in the final solution.

After the fire stains have been dipped off, the articles

are covered with a dead white or gray smut which can be

removed by scratch brushing or dipping in a special solu-

tion that contains

:

Water 3 parts

Nitric Acid .1 7 parts

Muriatic Acid 1 part

This bright dip for sterling leaves a bluish sheen, but

the articles are usually bright enough to enamel or polish

without scratch brushing. When melting silver that has
been reclaimed from a fire dip it must be borne in mind
that the copper is lost as it is, as said before, only the cop-

per that oxidizes, so the right proportion of copper must be

added to reduce the fine silver to standard sterling.
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Take Full Advantage

of Waltham Prestige

Since 1854, when the world's first factory was established at Waltham to

make watch movements complete, the name "Waltham " has become perfectly

identified with all that is best in watch mechanism.

This fact accounts for the ease with which larger watch sales can be built up

when you specialize on Walthams. People in every section of the country

are accustomed to associate the word "Waltham" with the highest quality in

watches. The mere mention of the name is, in itself, sufficient to gain their

interest.

And Waltham offers you a line that is absolutely comprehensive. There is,

in fact, no watch demand that cannot be met by selection from the unrivalled

Waltham range.

The fact that we operate a Canadian plant is another point of importance,

because there is a disposition, which is gaining in force every day, to buy the

products of a firm which contributes to the prosperity of Canadian industry.

The Waltham Canadian factory is steadily growing and its inception was
dictated by the desire to have Waltham identified with Canada's industrial

growth.

Specialize on Walthams and you will be able to show a complete line that is

well and steadily advertised. Thus you can reduce the amount of stock to

be carried and greatly dimmish the risk involved in doing business.

Waltham Watch Company, Limited

MONTREAL
Makers and Dislributors of

IValtham Products in Canada

Factories: Montreal, Canada, and Waltham, U.S.A.
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Strike in Vancouver Shops Ends
After One Rainy Week

After but one brief week' cessation

from labor, the striking watchmakers

and jewelers of Vancouver have re-

turned to ttieir work benches, a com-

promise having been reached.

The men m^ade demands for straight

increase of 20% in wages, or a mini-

mum rate of $36 per week. The
workers, throug'h the medium of their

union, intimated their willingness to

allow the employers' some days to

meet the situation. In case of their de-

mands beinig refused the ultimatum

was issued thait the men would waik

out from the stores at 10 o'clock on

the morning of September 7.

Meantime, the employers met and

discussed the situation in its varied

aspects. The demand for a straight

increase of 20'/^, was considered un-

warranted, especially in view of the in-

crease in wages granted only last

November. A compromise was reach-

ed, whereby it was decided to offer

increases individually, averaging an

increase of fully 15% ; while some
workers were not deemed worthy of

an increase, the advance to others un-

der this sdhedule ran to as 'high as

\7% and even 19%. This offer of

he employers was submitted to the

men, v^''ho, through their union again

declined and affirmed their intention

of striking if t'heir original demands
\'.-ere not granted. This agreement,
submitted by the union, in addition to

demanding a sitraight increase of

20%, also claimed double pay for any
"spcicial holidays," such as civic holi-

ctays or any special day declared as a

holiday, on which they might happen
to remain at work. This was in ad-

dition to the customary holidays and
iestial days on which double pay is

usually granted.

Failing to reach an agreement, the

workers quit as per schedule and about

sixty men were for a week, out of em-
ployment of their own volition. Five
hirge firms were affected bv the strike,

i.e., Henry Birks & Sons, 6. B. Allan,

K. R. Flewelling, Jacoby Bros., and

Tmc Tr.adrr.

frayling & Waters. Not ail of the
union men obeyed the strike call, and
the stores affected managed to get by
wonderfully well under the circum-
stances.

After a week of it, the men agreed
to a compromise. While their de-
mand for a straig-ht 20% increase in

uages has not been granted by the
emiplo\'ers, the workers have been
given a flat increase of 15%—a very
slight advantage over the sliding

scale which was offered to them by
their employers iprioir to the strike.

The demand for a minimum wage of

$36 per week has been practically

abandoned, inasmuch as the union
have agreed that eaich firm should be
allowed a certain number of men in

their employ who would be exempt
from such a minimum wage. The
clause covering double pay for special

holidays, such as civic half-holidays,

etc., has also been lost in the shuffle,

the workers giving evidence of con-
siderable good sense in dropjjing what
would undoubtedly have been a very
contentious claitse.

The workers did not have what one
might call an enjoyable holiday; it

rained consistetitly during almost the
whole week, with the exception of
only two afternoons, so that real en-

joyment of the "holiday" was banned.

Bowen Island never had a merrier
crowd than that which took possession
of the picnic grounds when the em-
ployees of Henry Birks & Sons, Lim-
ited, with their sweethearts, wives and
families, held their annual picnic.

Two hundred and thirty-four persons
were in the gathering; every one of
them wore a Birks badge, a winning
smile and a healthy appetite. The
hard-'working committee provided a

programme Which occupied every min-
ute of the time ; there were races for

every one, from infant to veteran;
there were i)ick-a-back and wheel-
harrow races, the popular mixed three-
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legged race for which the Birks staff

is famous, and' a most exciting tug-of-

war. A feature of the day's sports

was the sweeping victory of the fac-

tory employees over those who are

accustomed to putting over the sales.

In the evening, a most enjoyable

dance was held in the pavilion, in the

course of which Mrs. W. M. Carson,

the life-partner of the popular man-
ager, presented the prizes to those

fortunate in the various contests.

P. Powell, with the help of a pianist,

provided the most delectable music.

Under the spreading shade trees of

the picnic ground proper, supper was
served to a hungry horde, who did

ample justice to the good things pro-

\ided in abundance, from ice cream
to cigars. Geo. E. Trorey, managing-
director, and Mr. Carson were most
active in seeing to the welfare of their

guesits, and the outinig was a distinct

.success, another prooi of the splendid

good-fellowship which exists amonvg
the members of the staff themselves

r.nd those \\-*ho control the destinies of

this firm wihich spreads across the

continent. The hour's sail to and
from the Island was spent in song
and frolic, Leonard Hambly and other

willing workers taking turns at the

piano, while a good hundred voices

rent the air with melody.

M. G. Howe, one of the foremost
jewelers of Regina, Sask., has opened
a branch in Vanconver City under the
name of Booth & Howe. This store

is located in the new AHen Theatre
building, ahd is a very bright and at-

tractive little jewelry store, one feat-

ure of which is personal service to

every patron. A straight jewelry and
optical business will be run, and when
all machinery comes to hand, the new
firm will have one of the finest optical

parlors in Western Canada

Barclay Creighton, the leading jew-
eler of Moose Jaw, Saskatchewan,
spent a very enjoyable vacation at

Vancouver, Victoria, and other Brit-
ish Columbia points. Mrs. Creight-
on and family were with Mr. Creight-
on' on the fine trip.
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Sadness was cast over the Jocal

Birks sitaff by .the rather sudden death

of Wilson Flatten, who has ibeen with

the firm for many years. Mr. Flatten

acted as coath no the winning tug-of-

war team at the firm's annual picnic

and was aotively at work up to witli'in

two days of hrs demise. An original

m^em'ber of the 62nd Battalion, leaving

\sith that bunch of men in 1915, he

was later transferred to the 28th Bat-

trlion. Trench life proved too hard

for him, and he was afflicted a great

deal with stomach trouljle. This ne-

cessitated his transfer to the base,

where he served up to the close of

hostilities as a sergeant. Since com-
ing baclc to his old place in the Birks

Factory, 'he has been occasionally

bothered with a recurrence of the

trouble, but has made no comi)laint

vM'd has been of the -most cheerful dis-

posiition. He was at \vork as usual

on Thursday, leaving for home in the

evening without word of anythin^i un-

usual, and the news of his death on

Sunday, following an oi)eration, came
as a distinct shock to his friends.

The late Mr. Flatten, who was about

forty-five years of age, leaves a wid-

ow and three young daughters to

mourn his early death. The funeral

was largely attended and many floral

tributes testified to the esteem in

W'hidh the late Mr. Flatten was held.

The remains were interred in the re-

turned soldiers' plot at Mountain View
Cemetery,

Fire, smoke and water resulted in

damage to the Columbia cigar store.

Hasltinigs Street, Vancouver. Prompt

work on the part of the fire brigade

confined the blaze to the premisies in

which it originated, but considerable

damage from smoke was done to the

stock of George E. Snider, whose

lewelry sitore is adjoining that of the

tobacco stand.

Among the list of incorporations,

granted at the Capital City during the

niiomth, we note the name of Robert

Macdonald Limited as a private com-

panv, with a capitalization of $100,-

000.00.

Mr. Bramb'letts has succeeded W.
Hooper, wadhmaker, in the little re-

pair stand opposite the General Post

Office on Hastings Street, Vancouver.

Kred Gundy, of (nnidy, Cla])per-

lon & Co., was n visitor to our fair

city during the motuh.

The 25'/ discount sale at W. H.

Mallet's store on Commercial D.rive

proved a strong inducement to Grand-

view buyers of jewelery. and a very

fine Inisincs's overturn was experienc-

ed at this brig'ht 'little jewelery store

on the "Drive." Mr, Mallett has now

a strong following in Grandvicw, and

his gen'ial personality retains many a

new customer.

H. M. Cribb, of the mail order de-

partment of ehe local Birks store,

had an exciting time on Vancouver
Island the other week. He received

an urgent 'w'ire from Wellington, to

the effect that his parents' home was
in danger from bu.sh fires. It took

several days of real hard fighting to

subdue the bus'h fires, but eventually

the old home was saved.

MANITOBA
That the jewelers will get their

share of the billion dollar grain crop

that the west 'has just raised, .seems

to be the i)revailing opinion among the

local members of the trade. Business

lor the next year is expected to be

uniformly good, but nothing aj)-

proaching the si)ectacular is forecast-

ed here.' At the i)resent time the pre-

dicted revival for Se])tember is being

cx])erienced. Trade is expected to

gradually gain momentum until the

Christmas season is reached.

Dingwall's Main Street .store has

figured prom'inently in the news dur-

ing the past month. .According to the

]>olice accounts, Harry Leblanc hurl-

ed a brick through the window, and

then ])roceeded to help himself to

watches and rings. One of the spec-

tators of the escapade, which occurred

about 1 a. m., happened to be a police-

man, w'ho immediately fulfilled the

missjion of the law. Although the

"cop" only had to walk across the

street, by the time 'he got there Le-

l)lanc had eight watches and several

rings in his pocket.

Leblanc's defense was a queer one.

.\t first he entered no plea and was

remanded, but finally he asked to be

tried at once. He asserted that he

could remember nothing of the inci-

dent. The fact that the brick was

hurled when a down-pour of rain was

in progress indicated that the act was

l^lanned however, fie was given two

vears in the penitentiary.

Advancing rents in Winnipeg's

down town area have got to the point

where they are seriously embarrassing

the merchants. It is under.stood that

at least two well-known jewelry stores

are contemplating a shift owing to in-

ability to reach a reasonable under-

.'^tanding with their landlords.

The Fowler Optical Co. has moved

to large quarters at 340 Portage Ave.

The entire store at this location is oc-

cupied which gives them ami)le facil-

ities for their work.

The Social Service Council of Man-

itoba is getting ready for the liquor

n feri-ndum c.inipaicn. the vote in con-

nection with which will be taken on

October 25. At the recent meeting of

the Council a number of s)peakers

were selected for the oratorical roles

m connection with the campaign, and

among others, Jabez Miller, president

of the Manitoba branch of the C. N.

J. A., was selected for this task.

With his customary modesty how-

ever, Mr, Miller asserts that so far as

he wag concerned it must have been

intended as an honoraiy job. At any

rate he contends that he was not con-

sulted before the honor was bestowed.

The employees of I). R. Dingwiall

Ltd., held a picnic on August 26 at

Kenora Park. The two stores and

the factory were both closed at noon

ior the occasion, and virtually every-

body hiked to tiie steamer Kenora for

the ride down the river to the park.

The feature of the afternoon activity

was the sports programme, which in-

cluded a ba.seball game and a tug^of-

war contest, in Which teams from the

factory and the .store were contenders.

The athletic programme provided

everything from freak oom])etitions to

feats of endurance, but the novelty

events were the most numerous and

attracted the most interest.

One of the mirth-provoking events

was a men's novelty race, the rules

of which required that competitors

should run fifty yards, pick a choco-

late out of a plate of flour with their

mouth, and return to the starting

post. "Oh, my mouth's full of dough"

was the plaint of one competitor

when the race had ended, while a

"wise guy" informed him that "I blew

mine and got the chocolate." The

internal and external evidences of

flour caused lots of laug'hter.

Excitement waxed high while the

baseball match between the store and

factory was being played, and also

during the tug-of-war. Rooters for

both sides vied with each other in

trying to encourage their favored

team and the re.sult was lots of noise.

Watchmakers when competing were

encouraged with appropriate cries of

"wind her up and let her go.'' In the

two events in which the .store com-

peted with the factory the honors

were divided, so satisfaction was

])retty general.

Refreshments were served at the

conclusion of the sports programme,

and when every one had satisfied the

healthy appetites which had been ac-

quired in an afternoon out of doors,

the drift to the dance hall commenc-

ed where many took advantage of the

good floor. The trip home finished

a very pleasant and jolly picnic at

which the employees were the guests

of D. R. Dingwall, Ltd.
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PROVINCE OF QUEBEC
The death of Madame Z. Auerbach,

widow of Mr. Zacihariah Auerbach,

founder of the firm of Z. Auerbach

and Company, of Montreal, occurred

on September 23rd inSt. from pneu-

moniia after an ilhiess lasting two

months.

Madame Auerbach was iborn in Al-

sace 74 years ago, of French parent-

age, and was a strong patriot to her

last moments. During her lifetime

The late Madame Z. Auerbach.

she had won the friendship of many,
through her charming disposition, her

hospitality, and her staunch friend-

ship, and will he missed greatly by

many. The deceased is survived hy

her son Marcus and her two daugh-
ters Malco Rose and Florence.

The funeral services took place

on the morninig of September 26th,

1920.

We feel confident the trade will

join us in expressing the deepest sym-

pathies to Mr. Marcus Auerbach in

this recent sad bereavement.

The feeling of the jewelery trade

as regards re-organization of the

tariff was fully discussed at meeting

of the Montreal District Jewelers'

-Association held on Monday, 20th

September, at which Mr. A. J. Caron
presided.

The general consensus of opinion

was to the effect that if an)- change
were to be made in the tariff, as far

as the jewelry trade was concerned,

it should be upwards, giving added

pro'tectioai to the Canadian producer.

To this end a resolution was passed

"that this meeting of the Montreal

Jewelers' Association is unanimous in

the opinion that the tariff' on jewelery

should not be lowered, but in manx-

cases should be increased. But before

presenting any definite conclusions a

consultation should be held with the

.N^ational Headquarters at Toronto."

This resolution being unanimously

adopted, it was further decided to ap-

point a committee to meet with the

Canadian Manufacturers' Association

in conference, the committee to be

composed of two imanufacturing jew-

ellers, two vVholesalers and two re-

tailers.

It was generally 'held that lower

grade gold articles should be subject

to a stiffer tariff, while uncut stones

should be admitted free to encourage

the work of preparing them being

done in this country. It was also

pointed out that this would deprive

the smuggler of his present unfair

advantage.

During the meeting a resolution of

sympathy with Mr. Richard Hemsley
on the death of his wife was passed.

The follo'wing day, a com'mittee of

jewelers waited on the representatives

of the Canadian Manufacturers' As-

sociation and discussed with them
jjlans for the presentation of their

\iews at the coming tariff commission

hearing. It is understood that this

meeting merely took the form of an

exchange of ideas, and did not resnlt

in any engagement hinding 'On either

party, the whole object being that

both parties should find out exactly

where the other party stands in the

matter. The jewellers obtained froim

the C. M. A. some useful information

as to the procedure in presenting

their views to the Tariff Coim^mission

which is soon to sit. It is further

understood that t'he Miontreal Jewel-

ers' Association intend consulting

with their National Executive before

taking steps to lay their case before

the Commission.

Business is generally reported im-

proving, most wholesale dealers find-

ii.g that the Christmas trade is begin-

ning to coime along in good style.

Nevertheless, there- are some com-

plaints that the difiiculties in obtain-

ing materials are still hindering busi-

ness seriously.

Mr. Iziel Michaelson of London,

England, was in town a few days ago,

and has now moved on further west.

Mr. R. W. George, of P. W. Ellis

and Co., was in town last week for a

couple of days.

Mr. J. H. Pelletier, -well-known in

Riviere du Loup both as a jeweler of

the first water and a capable and ener-

getic figure in public life, was with us

for a few days during the meeting of

the Union of Quebec Municipalities,

at which he represented his citv coun-

cil.

Mr. Morley Woodall, of the Davis
Manufacturing Co.. of Toronto v/as

in town for a few days last week.

Mr. and Mrs. W. M. Birks, accom-
panied by Miiss Birks, sailed on tlie

Empress of France recently for a few
weeks trip to Europe.

Universal sympathy is felt for Mr.
Richard Hemsley, on the death of his

wife, Eleanor Georgina Grace Borth-
vvick, who passed away on Monday,
September 6th. Mr. Hemsley was on
his way to England at the time. He
is spending a few weeks in Europe on
i. combined business and recuperation
trip and is expected to return earlv

in October.

LONDON AND DISTRICT
Joihn A. Nash has purchased new

and larger premises at 182 Dundas
Street, London, Ont., and plans to oc-
cupy them as soon as necessary alter-

ations can ibe made. The location is

one of the best in the city being within
a stone's throw of the intersection of
the two maiin business streets. The
purchase price it is stated was $50,000.-

C. L. Von Gunten of Blenheim,
Ont., has returned after spending a

few days with friends and relatives

in Montreal and Carleton Place.

Mr. and Mrs. Charles W. Sumner
of London, motored to Seafonth re
cently and had a reunion with oii.

friends. Mr. Sumner was formerly
empoyed in the store of the late M. R.

Coiunter at Sea forth.

John S. Barnard of London, Presi-

dent of the London Association, had
a most unpleasant experience during
fair week. Lt was discovered that a
valuable ring had been removed from
a tray and a cheap imitation sub.sti-

tuted by a party who had been in

looking' over some rings. The case

was reported to t'he detectives and an
excellent description given hut no re-

sults have so far followed.

Mr. and Mrs. Sidney Thorne, (S.

and M. Thorne, 59 Dundas St.. and
402 Ridout St., London, Ont.). have
returned from London, England, after

spending an enjoyable and successful

bushiess trip of about two months.

ONTARIO
\n unusually ridh haul, considering

that it was made from a private home,
was that made by burglars at the

home of the late Harry Ryrie, No. 1

Highland Ave., North Rosedale, To-
ronto, on the night of September 11th.

Government bonds aggregating some
$5,000 in value, and jewelry to the

value of twice that sum were included

in the haul. Although the robbery

was discovered at the early hour of

4.45 in the morning, it is thought from
various indications that the robbers

had left some two hours before that
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to loj^o

Bi<2^ Pusinoss
this Christmds
Dealers are well advised to make the UTMOST of this year's

Christmas business ! Never before was money spent as freely as now.

There are tremendous sales possibilities in the Waterman's Ideal

Fountain Pen as a quality gift at $2.50 and up.

Order Early and
Order Enough

With our factory facilities trebled, we hope to meet all requirements,

but it will be an oversight on any dealer's part who finds himself, at

the height of the Christmas rush, with his stock of the most popular

lines of Waterman's Ideal Fountain Pens exhausted.

The thing to do is to order enough, and to place orders in plenty of

time!

L. E. Waterman Company, Limited
179 St. James St., MONTREAL

(Factory: St. Lambert, Que.)

^l^^ennaafe^JountainPen
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time. Circulars have been issued giv-

ing the numbers and denominations

of the bonds, and a complete descrip-

tion of the jewelry stolen, but at the

time of writing no trace Oif any of

them has been found.

Congratulations appear to be in

order anemt the amicable arrangement

vwhich the rival litigants are reported

to have arrived at in their controversy

concerning the estate of the late

William Ashcroft, jeweler, of Wiar-

ton, Ont.

According to the will, as it was or-

iginally made, the iCheatre and jew-

ellry store, property of tihe late Mr.

Ashcroft, were bequeathed to Mr. B.

Davidson. Apparently at a later date

the deceased had changed his mind

and stroked out the name of Mr. Dav-

idson and written the name of George

Bennett, a returned member of the

160th Battalion, above it. As this

change was not witnessed it is rtot

legal. At one time it seemed as if

there would be consiiderable litigation

in conme'Ction with the disposition of

the estate and that it was possible that

the desires expressed by the deceased

in his will might not be carried out

throug'h this technicality.

As the matter now stands Mr. Dav-

idson will receive iboth the theatre

and the jewellry business but he has

undertaken to turn the jewellry busi-

ness over to Mr. Bennett in compli-

ance with the apparent desire of the

deceased.

The Guelph police have received

word that Raymond Moss, alias Albert

Meihm, the young diamond thief who
was arrested here after breaking into

Savage's jewelry store, 'broke cus-

tody while being taken from Guelph

to Mimico,' Where he was to have

served a year's sentence. Moss was
escorted as far as Toronto by In-

spector Ryan, but was turned over to

another official there, and while on

the train near Coldwiater Junction 'he

made a leap through the window while

the train was moving at 25 miles an

hour. Another prisoner, named Pal-

mer, also made good his escape at the

same time, but he was later captured.

So far as is known, Moss is still at

large.

Tobias and Edelson, jewellers,

have opened a new store at 588 Sus-

sex Street, Ottawa, close to the Union
Station .

A very pretty wedding of wide in-

terest took place in Toronto, at

Chalmers Presbyterian Church, Dun-
das Street West, on September 14th,

when Miss Ada, daughter of Mr. and
Mrs. Thos. Filey, was married to

Howard Anthony, well-known in the

jewelry trade throughout Canada.

The bride looked very charming in

her travelling suit of navy blue serge.

Mr. and Mrs. Anthony left on the

evening train for Detroit, Chicago

and other American points.

Mr. Harry Brouse, jeweler, 168

Sparks St., Ottawa, received a visit

from unknown gentry who selected

some $500 worth of his stock and left

without leaving an address. The only

clue, so far, is the evidence of a

watchman employed by the Public

Works Department, on Queen Street,

who noticed four men engaged in con-

versation, later cross over to the side

from which they evidently entered the

the store from that street and left by

the same exit. The watchman went
his rounds, thinking no more of the

incident until he heard of the robbery

the next day.

Olmstead & Sons, Sparks Street,

Ottawa, are pushing their optical de-

partment, under the able management
of one of the sons, iwho, after serving

overseas, took a special course, pas-

sing with honors, and is now engaged
in helping the citizens to see better

and feel better after following his ad-

vice in the matter of glasses.

GENERAL.

In full view of hundreds of visitors

to Shawville, Que., Fair, on the after-

noon of 'September 22nd, E. G. Amey,
a prominent jeweler of Shawville,

was killed, and Lieut. Jack Drum-
mond of Ottawa painfully injured

when the airplane in which they were
flying, crashed to the earth. Mr.
Amey sustained terrible injuries and
died at the residence of his brother-

in-law in Pontiac, the same evening.

Drummond's injuries, while extreme-
ly painful, were not considered

serious.

A profit-sharing plan of an original

and unusually liberal character was
announced to the Canadian employes
of the National Cash Register Co., by
Frederick B. Patterson, vice presi-

dent', who made the trip from Day-
ton expressly to explain the many
unique features of the plan. Briefly

summarized, the plan calls for a clean

fifty-ififty division of profits between
company and all employees, who are

not members of the company, with

the odds, if any. inclining in favor of

the employees.

Mr. A. C. Skinner, jeweler, etc.,

Sherbrooke, Que., has opened new
quarters in -that city, at 4(5 Welling-

ton Street. These are of exception-

ally attractive appearance. High
show cases line the side walls, while

the centre of the store holds two
rows of slilent salesmen. Two separ-

ate rooms are set aside for the pho-
nograph department, where records
and^ machmes may he demonstrated
without disturbing or being disturbed
by busmess in the outer shop An-
other department contains the optical
testmg room, where the latest equip-
ment ,s to he found, while upstairs is
a complete outfit for the special grind-

c"an t l^?T- '\ '^^' prescriptions

r;;'^%''^^'"^he shortest possible
time. The shop as a whole is re-
ported to be up to the standard of ex-
cellence now expected of jewelrv
shops m much larger centres

W. W. Cole, of the J. Coulter Co.,
w.II make h,s detailed fall trip

H-v« r V ^^'^'^yms: a representa-

J. F. Balagno, Drumheller Alta

th;,t fl,-. f J ,
• -^^ requeststhat_the trade should keep a look-out

cia^' Jf i;™'"'""-
-'"^^'^'- =^"d opti-

soldthi r'^'" ^""^' Q"^- hassold the jewelry sectio^n of his busi-ness to Antoine Delisle, and in thefuture wiH carry on an exclu.iv
aptical busmess.

The 1920 "Blue Book" recently is-sued by the Goldsmiths' Stock Co
possesses all the aristocratic appear-
ance that Its name implies. The
coyer rs a harmony in blues, relieved
with gold embossing, and is as hand-
some as anything of the sort could
be. It .IS the two-hundred-and-six-
page mterior, however, which will
have most mterest to the trade. An
effort to estimate the number of
separate items there listed was given
up m despair. Every individual ar-
ticle listed is illustrated^and par-
ticularly clearly illstrated. Hence,
since all prices shown therein are re-
tail, the book may be used freelv and
with good effect in making safes of
articles not carried in stock by the
retailer, and which may be ordered
on short notice. Much of the work
of illustracion is done in colors, show-
ing the actual appearance of the
goods as clearly as though they were
themselves visible. Thus the publica-
tion is not only a masterpiece of the
art of the printer, but is one of prac-
tical commercial usefulness as well.

Mr. James J. O'Grady. who has
been for many years assistant man-
ager of the Chicago Ofl^ce of the
Waltham Watch Company, has been
appointed an assistant Treasurer of
the company. His office will be in

future at Waltham, where he will
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This clerk makes no mistakes in adding
the items of a sale

WHE records the price of each article on

*^ the new kind of National Cash Register.

The register does the adding. The total

always is correct.

No mental addition, and no mistakes.

The register also does many other important

things for merchants, clerks, and customers.

Every merchant should know about this new
cash register.

Let our branch manager explain it to you.

New National Cash Register
that many merchants have
been looking for

We make cash re^istets for every line of business

NATIONAL
CASH REGISTER CO.

OF CANADA LIMITED
TORONTO, ONT.
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have general charge of all account-

ing departments. Mr. Wendell Tay-

lor, formerly assistant to the Fac-

tory Sales Manager, Mr. Day, at

Waltham, will go to Chicago as as-

sistant to Mr. Curley, and Mr. Tay-

lor's place will be filled by Mr. Wm.
Murphy of the Waltham sales force.

The new "Red Book" issued by P.

\V. Ellis & Co., Ltd., has been brought

to the standard size of 9 by 12 inches,

making a convenient as well as an at-

tractive volume for the jeweler's use,

either for himself or in selling from

catalogue. Of the total of 348 pages.

no fewer than sixty are in two and

three colors, adding greatly to the ap-

pearance of the catalogue itself and

of the goods depicted therein. Fifty

pages are given over to tools and

watch repair parts : one hiindre:! and

twenty-four are required for silver-

ware ; watches and clocks as1>orb sixty-

five ; and gold goods twenty. The re-

maining pages are devoted to a variety

of wares. All prices in this catalogue,

( excepting tools and repair parts) . are

quoted "Trader List," and hence no

hesitation need be felt in permitting it

into the hands of customers.

An unusual idea in cataloguing is

that developed by the Consolidated

Plate 'Glass Co., in its catalogue of

Zouri 9afety-iSet metal store front

construction. This is not merely a

list of the different styles of sets car-

ried, but a detailed desciirption of

their construction, and of the various

uses to which they may be applied.

In addition the method of installa-

tion is shown. Possibly of even

greater interest are the numbers of

illustrations of actual uses to which

the conistruction has been put in

various store fronts, and ideal de-

signs flor the proper display of dif-

ferent classes of merchandise, in-

cluding, of course, jewelry. The issue

is probably one of the most complete

of its kind published, and should be

obtained by anyone considering new
quarters or re-arrangement of his

presenit quarters.

Mr. J. L. Suzanne, of the Euro-

pean Co., has returned from his trip

to France, Central Europe, and Eng-
liand, ibuying supplies for the fall

trade. Despite the great difficulty

still experienced in getting supplies

in some lines, he met with fairly good

success. He was fortunate in making

several opportune purchases, and

shipments were made in good time,

so that already the stock is mostly

in the Toronto premises of the com-

pany, while the remainder is expected

before long.

Mr. L. W. Jones is now represent-

ing Borrelli and Vitelli in Quebec,

and is at present showing a varied

assortment of new Himes just recently

imported from Europe.

Great interest was shown by visit-

ors to the Toronto Exhibition this

year in the display of the W^althairj

Watch Company.
The company was
back in its old booth

in the centre aisle

of the Manufac-

turers' Building.

Besides a com-

plete array of Wal-
tham watches, there

was a splendid show-

ing of mantel
clocks, desk clocks,

boudoir clocks,
travelling clocks,

and chiming . clocks.

The last named were

a very attractive fea-

ture of the exhibit,

the public showing

great appreciation

of their mellow

chimes and artistic

cases.

In this connection it should be

noted that the company ran advertise-

ments in all Toronto papers during

the Exhibiton, drawling special at-

tention to the chiming hall clocks,

and laying great stress on the idea

that every good home would be im-

proved by the presence of one such

timepliece. The interest shown -by

the public suggests that there are

scores of excellent prospects in every

locality for the more beautiful and

costly timepieces. In fact, practical-

ly every well-to-do-family in every

community is a prospect for the sale

of a chiming hall clock. Nearly all

such families live in beatuliful homes

and they take a justifiable pride in

having the furnishings of their homes

as complete and artistic as possible.

Aggressive solicitation among the

well-to-do families by retail jewelers

would result in a surprisingly large

increase in the sales of the better

grade chiimng hall clocks.

H. Hulatt. Chief Time Inspector,

Grand Trunk Railway system, was

elected chairman of the Telegraph &
Telephone Division of the American
Railroad Association at the annual

meeting of that body held in Winnipeg.

Mr. Phillip Myers, of the firm of

S. P. Myers and Co., of Montreal,

states that despite some reports that

there is a slack season in the jewel-

ry business, their firm is working
overtime almost every evening in an

effort to cope with the large number

of orders that are pouring in to them
daily.

The Express, Empress, Alta., an-

nounces that J. A. Toomb-x the local

jeweler, has recently located at his

new store on Centre Street, north of

the Union Bank.

George Westover, Rocanville,

Sask., announces in the local press,

that he has opened a .new jewelry

store in that community, doing busi-

ness in jewelry and associated lines.

A step in the right direction is

that taken by W. T. Mitchell, jewel-

er, of Strasbourg, ,'Sask. In a recent

issue of "The Mountaineer" he an-

nounces that henceforth his* business

will be run on a strictly cash basis,

this applying to both merchandise

and repairs. Goods and repairs sent

out of town will be C.O.D.

Novelties a Paying Line
{^Continued from page 73.)

tomer as many records as when his

enthusiasm is at its height. Now the

record business is a paying one in

any volume, but it is one in which
the bigger the sales, and the quicker

the turnover, the bigger the propor-

tion of profit's; for if sales are big

your profits will have increased with

very little increase in current or over-

head expenses. The same stock will

do—you merely renew it more fre-

(|uently. Anything, therefore, which

tends to renew a customer's interest

in his machine, and hence encourage

him to use it, will tend to increase

his purchases of records.

When you sell a novelty, then, you

make one profit sure, and stand a

good chance of making several others

out of it. The point is worth con-

sidering.
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They Want Pearls

With the Christmas season fast approaching,

the demand for pearls is rapidly increasing.

Progressive dealers won't be caught under-

stocked. Will You?

We have a Complete Assortment of

Guaranteed Indestructible Pearl Strings
IN ALL LENGTHS, UNIFORM AND GRADUATING SIZES

Samples Sent on Request.

EAVES BROS.
128 Bleury Street Montreal

p!iiaiaaiiiiii(aHara[giaHiiag]igi]iag[aag;i;@ig[iii(aBiigiii[ia^

If You Know a Boy
who is ambitious, clever, likely to take

full advantage of tuhatever opportun-

ity offers for advancement in life,

draw his attention or that of his parents

to the outlook provided in your own

line of business.

Ontario Horological School

Limited

is soon to be transferred to the On-

tario Department of Education, and

after the first of the year zvill be lo-

cated at

Central Technical School

275 Lippincott Street, Toronto.

\i'hcre ftdl courses of iristruction zi'ill

be given in all branches of horology.

For particulars, apply to the Principal,

Mr. T. A. Watson, c/o Ontario Horo-

logical School, Ltd., City Registry

Building, Albert Street, Toronto.

Read the leading article in this Issue of

"The Trader"—"iVIore Skill Wanted"— it

will tell you why the opportunity for

skilled workers is greater now than for

many years.

I

La
Pompadour
LONG CHAINS AND NECKLACES

PEARLS

Italian CORAL
NECKLACES, CHAINS AND EARRINGS

French J H/ 1 Italian
NECKLACES,LONG GUARDS,EARRINGS

lOK CAMEO 14K
BROOCHES, RINGS AND PENDANTS

Appro. Parcels sent upon request

BORRELLI & VlTELLI
36 Toronto St., Toronto

i

m
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We Could Cheapen

OUR LINE OF

Solid Gold and Gold Filled Goods
but we don't believe we have any right to save

money at the customer's expense.

JAMES EASTWOOD
Wholesale and Manufacturing Jeweler

65 Provost Street - NEW GLASGOW. N.S.

= ^iiiiiiiiiiiiiiiiiiiiiiiiiiiiii

European Offices •

Telephone Uptown 5396 24 Kerklaan, Amsterdam, Holland

Casino Diamond Club, Antwerp, Belgium

Your Christmas Trade
is one you cannot afford to overlook. The demand for

DIAMONDS
has increased greatly, so we suggest that you examine our

various lines and low prices before buying.

** Our Quotations Are Lowest on the Canadian Market "

SPEYER & CO.
Importers and Cutters of

DIAMONDS and PRECIOUS STONES
Head Office for Canada:

Merchants Bank Building, 364 University Street

MONTREAL
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May we offer advice?
Concerning the Mesh Bags trade, think over these facts, and we feel sure you will agree

that we are advising you to follow the right track.

WHITING & DAVIS MESH BAGS
have become so popular throughout the trad 2 that at present we are doing our utmost to

cope with the numerous orders. This war.ants us advising you to PLACE YOUR
ORDERS EARLY.

You may also be interested to know that we are showing an entirely new line of MESH
BAGS at prices that will cause you to remark their reasonableness. This line, like our

other lines, has the essentialities that fastidiojs dressers demand.

Jewellers who have already realized the tre.naendous selling power of Whiting & Davis

Mesh Bags are constantly renewing their orders, and those who have not already handled

and who are progressive and desirous of catering to the better class clientele should com-

municate with their wholesale jewellers at once.

Whiting & Davis Company
Sherbrooke, Que

Electric
We are strictly a

CHAIN HOUSE
with years of experience as specialists in

this one line.

NECKLETS WALDFMARS

Machine Cham by the Foot or Mile.

DICKENS ALBERTS

All Qualities.

ELECTRIC CHAIN CO. OF CANADA, LTD.
River Street - Toronto

Clraiii
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COALPORT'

Christmas

Sales
Would a six-foot "COALPORT" show

case, displaying attractive Christmas novel-

ties, prove a profitable investment for you?

Write for prices.

181-199 Carlaw Ave., Toronto

Mitt llrost.
IMPORTERS AND CUTTERS OF

DIAMONDS
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DISTINCTION

IROrman plate carries

that air of refinement
desired by the person
who is selecting a gift.

The Bread Tray, illus-

trated, moderate priced
though it is, attracts at

first sight. Its plain, yet

graceful lines please the

best B^^^^^^^^^^^^^^^^^^^^^^^^^^^B
We have several designs
in IRornian OMatC Bread Trays, equally attractive, why not order a half

dozen assorted? You will be pleased.

''Sold Exclusively Through Jewellers.'

^
STANLEY & AYLWARD, LIMITED JS^^^l

r

^ HJiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiinniiiiiniiiiiiiiniiiniiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiininiiiiiiiiiiiii^

ZOURI
Safety Set

METAL STORE FRONT
CONSTRUCTION

A Zouri Safety Set Store Front
When you entrust your store front problem to us we give you what is best

suited to your needs. You do not get a freak front designed largely to sell

store front materials. We give you a front designed to sell your goods, the
first requisite of any shop front.

WRITE FOR OUR CATALOGUE.

Stocks of Zouri Metal

Store Front Construc-

tion are carried at:

HALIFAX
MONTREAL
OTTAWA
TORONTO
WINDSOR
WINNIPEG
REGINA
EDMONTON
VANCOUVER

iimiiiiiiiiniiiiiiiiiiiiiimiiiiiiimiiiiiiiiiiiii iiiiiiiiiiiiimiii\iiiiiiiiMiiiiiiiiiiiii

f

13aq C0^50LIP/TTEP PMTE 61^5
OF camm limited

TORONTO -MONTREAL-WINNIPEG
TnillllMlllinilinillTTTTTTT
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TO THE TRADE
Apart from our own well-known line of high grade Electro Plated and Hall

Marked Sterling Silver HoUoware and Flatware, our representatives are now
showing the products of the well established Makers listed below, for whom we
are the Canadian Sales Agents. Do not fail to see these lines when the oppor-

tunity presents itself.

H. Clifford Davis, Birmingham, Engf.

Makers of Sterling Silver Candlesticks,

Photo Frames, Flower Vases, Toilet Sets
and Novelties, etc.

Deykin & Harrison, Birmingham, Eng.
Makers of Popular Priced E.P.N.S. Hol-
loware and Flatware, etc.

W. A. Cross & Co., Ltd., Birmingham,
Eng.

Makers of Brass Candlesticks, Ink Stands,
Jardinieres, Kerb Sets, etc.

John Blyde, Ltd., Sheffield, Eng.
Makers of High Grade Table Cutlery,

Cased Carving Sets, Pocket Cutlery, Scis-

sors, etc.

The Middletown Silver Co., Middletown,

Conn., U.S.A.

Makers of "Mid-Sil-Craft" E.P.N.S. Table-

ware, including Bakers, Casseroles and Pie

Plates with pyrex linings. Cake Baskets,

Sandwich Trays, Cheese and Cracker
Dishes, etc.

JOHN ROUND & SON, LIMITED
51 St. Paul St. West, Montreal, Quebec

Tudor Works, Sheffield, England

Unbreakable Crystal Inserter

ASSET
Our Machine is an asset to your

business and a great help to your

watch department.

'* Try It at Our Expense '*

Dominion Jewellery Importing Co.
SOLE DISTRIBUTORS FOR CANADA.

Swift-Copeland Building, 489 St. Paul St W., Montreal
Demon.strations cheerfully given at Toronto Jewellers Supply Co.,

309 Lumsden Building, Toronto.

Western Representatives;

Bricker Jarvis Co., 279 Garry Street Winnipeg, Man.
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I

can do repairs for less

guarantee all deliver-
ies within the week

First-Class Workmanship

E. CHARBONEAU
Watchmaker to the Trade

827 St. Catherine St. East
'hone i::a.st 5615. MONTREAL.

I

Horace Dorer

A ^^^^^^^^P~ •>' ^H^^^^ Jewellerv Sales Expert

k For the Legitimate Trade

^ Only. Sales Conducted
^^11*" 1

B Anywhere on the North

^^1 ^1 American Continent.

Hr 357 COLLEGE ST.,
Toronto, Ont.

^^^^^ VtjBj ^,'V 604 CANADA BLDG.,
r Winnipeg, Man.
* 669 GRANVILLE ST.,

Vancouver, B.C.

Telegraphic Address:
709 4th Avenue,

New Westminister, B C

W. CASPER, Limited
IMPORTER OF PRECIOUS STONES

Pearls and Half Pearls
Appro. Parcel* sent on Request

110 Church St.
Phone Main

4445 TORONTO

TRADE WATCH REPAIRING
Ai; kinds of high class watch repairing handled.

Efficient and capable workmen.
Service and Satisfaction.

BARTLETT & WAKEFORD
45 Richmond St. E.

Phone Main 3470.
Toronto

YOU WANT
accurate work and i)rompt returns. We assure this

in repairing chronosraphs, and all kinds of watches.
Give us a trial order and he convinced.

St. Jamfs Chambrrs.
7<) Adelaide St. t. HARPER & CO.

TORONTO.
Tel. M. 6268

EXPERT WATCH REPAIRING
TO THE TRADE

Out of Town Work Promptly Attended to.
Prices Reasonable.

B. BURNS, 854 Bloor St. W., Toronto
Phone Kenwood 3067

HOWARD ANTHONY
Specialist in trade watch repairing. Our facilities

enable us to handle your repairs quickly and with

assured accuracy. A trial order will demonstrate.

202 Hamilton Trust Building

57 Queen St. West - Toronto

Phons Uptown 6640. 511 St. Catherine St. W*st.

C. H. A. GRANT
Manufacturers' A{;ent

615 DRUMMOND BLDQ., MONTREAL.
Specialties: Bracelet Watches, Military and others.

Tavannes Watches, Diamonds.

Toronto xaDatcb dasc IRerair do.

J. C. Fi

40^
sher.

Colborne Street, Toronto
Phone: Main 2629 T. B. Hughes

English and Swiss Cases changed to take

American Movements

Wm. Campbell Engraver
Ijetter and Ornamental work to the trade

Quotations on application

Koom 323 Lister BIdg.,

(King William & James Sts.) Hamilton, Ont.

TRADE WATCH REPAIRING
We have increased our capacity and are now in a

position to look after a few new customers.

Parcels returned same week.

IDEAL WATCH REPAIR CO.
737 Bloor St. West, Toronto

Whether .vou are in Missouri or not and want to carry
out the purpose for which you are in business to-day,
t!ie uorKl insists on being shown.

The Watch Demonstrator highly
niasiiifies troubles in watches,
and is made to show them, this
eliminates arguments in ex-
plaining the work and logically
impels a prospect to pay for the
necesFary repairs. It is also
used for selling better watches,
and is built with a safety pivot
straightener which takes but
one minute to perform a $3.00
job. Tlie cleverest equipment
to make money to satisfy cus-
tomers, and to get rid of
troubles in the watch repair
trade.

Watchmakers Document, Inc.^
orth Platte,

Neb.

YOUR NAME
on this page will be read by 96 per cent,
of all the Jewelers in Canada. Cost to you
less than one-fifth of a cent per prospect.

THE TRADER
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BABE'S
BEST FRIEND

PACIFIER
AIR-PROOF

NON-CORROSIVE

PNEUMATIC

INSURES
EASY TEETHING

MADE IN GOLD, SILVER AND PEARL TRIMMINGS

Z. A UE RBACH & CO.
Distributors for Canada

120 St. James Street MONTREAL

The interior construc-
tion of

BABE'S
Best Friend

PACIFIER
is aluminum, non-cor-
rosive. The nipple is

easily replaced by un-
screwing plug— is not
gelatine filled but
pneumatic and air-
proof. Always offer-
ing a hard bite for
the gums and helping
the teeth through.

A Hygienic
Comfort for Baby

M. Lewis Mittenthal
Loose Diamonds

Returning from Europe this Address all enquiries to reach

month with a new stock of Montreal not later than Sep-

Diamonds. tember 1st.

286 St. James Street MONTREAL

WATCHMAKERS AND REPAIRERS
EFFICIENT AND CAPABLE WORKMEN.
QUICK SERVICE AND SATISFACTION.

George D. Neima & Company
Clayden Bldg. - TRENTON, N.S.

WE IMPORT
WATCHMAKERS' TOOLS AND MATERIALS

JEWELLERS FINDINGS
IMITATION AND REAL STONES

Headquarter! for Waltham Material for
Maritime Provlncee

ARTHUR W. THOMAS
188 ARGYLE STREET, HALIFAX, N.S.

Send Your Sweeps to

BAKER
NEWARK, N. J., U. S. A.

Shipping tags sent on request.

Whether your shipments are large or small;

whether they contain gold, silver or platinum,

or all three combined, you will find that Baker

Refining Service will net you "Full value for

value received."

Quick, accurate returns are made on actual

assav. There is no guesswork in any part of

the Baker organization.

BAKER & CO.. INC.
Refiners and Worker's of Plutinum Gold and Silver

54Au.slinSt , ^ m, l l» tl
30 Church St.NpwYorIt MRVVARK N J

^ -^ W^^jsh Ave Ihiiajo
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Public Clocks
Church Bells
Highly specialized skill is needed to make and
fix satisfactorily big public clocks and bells.

We have been Clockmakers since I 844 and
Bellfounders since 1877, and our work
stands all over the world.

All our clocks, from small house to largest

Town Hall sizes, are made throughout in

our Croydon workshops, and are, therefore,

guaranteed m every respect.

We cast and fix bells anywhere, in any
weight, specializing in complete peals scienti-

fically tuned and remarkably pure in tone.

Enquiries invited.

Suggestions and estimates supplied.

(5Ulett & Johnston
3foun&ers of mane famous belle

(Tro^bon
lEnfllanD

GET AFTER THE CLASS PIN TRADE
The demand for these pins is tremendous. Students of
your town are bound to be interested.

Our large assortment (Class. Club, College, School, or
Fraternity) offers a great variety of designs from which
suitable selections can be made.
Write for booklet and prices.

The Toronto Trophy Craft Company
1711-12 Royal Bank Building, Toronto

Telephone Adelaide 3393

The Imperial

Refining and Smelting Co.

of Canada

General Assayers and Refiners of

Platinum, Gold, Silver, Sweeps,

and all kinds of Precious

Metal Wastes, etc.

Exclusively a Canadian organization, hav-

ing the necessary experience to give you the

most efficient service in the refining of your

wastes.

We refer \)ou to the trade.

32-38 Beverley Street

Toronto - Ontario

Don't lose the money that can be made

in repairs. If you cannot handle the

work, send it to us. We have the men
and material to do all your repairs and

give you service.

DON'T FORGET : Every material order

is filled by a watchmaker

KLEIN & BURROWS
40 Colborne Street - TORONTO

J. G. COFFEY
Wholesale Manufacturins Jeweler

Specializing in fine 119 ST. ALEXANDER STREET
10 and 14 Karat MONTREAL
GOLD RINGS pho„e Up. 6980

R. JACOBS & BRO.
DIAMONDS EXCLUSIVELY
Servd ua your appro. or«Ur». We &Mure you of

prompt ••rrica and Taiuet second to none.

15 Yonge Street Arcade - TORONTO
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Business Opportunities

Busines* Chance*

FOR SALE—A good paying business in

one of best Northern Ontario towns. Re-
pairs over $2,500, and real opportunity
for aggressive man to make $6,000 to

$10,000 yearly. Stock and fixtures about
$10,000 which can be reduced. $2,000

cash will swing this. W. N. & P. H.
Stock, 704 Excelsior Life, Toronto.

GOOD WATCHMAKING AND JEWELRY
Business for sale, in a good Western
town; advanced age reason for selling.

Box 651, Trader.

JEWELRY BUSINESS FOR SALE—In a
good Ontario town; small stock, take
about two thousand five hundred to
handle. Best repair trade in town, can
convince anyone that it is a first class

buy. I am down and out on account of
sickness, and must sell at once. Nothing
but cash considered. Box 653, Trader.

FOR SALE—Jewelry business in country
town. One of the best and richest
farming districts in Canada. Situated
about 60 miles north of Toronto. Good
fixtures and nice clean little store, with
woodshed in rear. Fuel in for winter.
Will run about $4,500, will reduce. This
must be sold quickly as owner has
other business interests. Full informa-
tion on request. No opposition. Box
654, Trader.

SMALL BUSINESS FOR SALE—In place
of about 500 population with good farm-
ing community repairs averaging about
$50.00 a week situated in Eastern
Ontario, main line of C.P.R. For further
information apply Box 655, Trader.

FOR SALE—In a small town of Western
Ontario, watch, clock and jewelry re-

pair business; also stock of watches,
clocks and jewelry worth from $1,200.00

to $1,500.00. Apply Box 636 Trader.

JEWELRY AND OPTICAL BUSINESS
for sale in Renfrew, Ont. Established
by the late W. H. Kearney in 1874;

stock and fixtures about $8,000.00; good
repair trade. Mrs. Nellie F. Kearney,
Box 294, Renfrew.

JEWELRY BUSINESS FOR SALE—
Established 55 years in one of the best
manufacturing towns of 4,000 in Eastern
Ontario ;stock and fixtures, $6,000 cash;
$5,000 secures it; owner retiring. Ad-
dress Box 637, Trader.

JEWELRY AND OPTICAL business for
sale. Cause of selling, death and illness

of the two heads. Good saleable stock
and fine fixtures, worth $10,000, in good
repair. Trade established in 1865. Bar-
gain to quick buyer. Write Miss W. B.
Chinneck, Napanee, Ont.

Businesses Wanted
WANTED—To purchase jewelry busi-
ness in good Ontario town or small city.
Give full particulars in first letter.
Possession arranged. All replies treated
confidentially. Box 649, Trader.

WANTED—A business in good city;
Ontario or Maritime Provinces. Must be
in good location. Can arrange for large
cash payment on stock of $20,000 to
$50,000. W. N. & P. H. Stock. 704 Excel
sior Life, Toronto.

Situations Vacant
WANTED—Experienced jewelry sales-
man for retail store, apply Box 647,
Trader.

EXPERIENCED JEWELRY SALESMAN
wanted for a store in Sudbury, Ontario.
One with fair knowledge of watch work
preferred. Permanent position; give
references, and salary expected in first
letter. Apply Box 648, Trader,

FIRST CLASS WATCHMAKER reouired
immediately to take charge of repair
department. State full particulars and
salary. Rolex Watch Co., 8 Wellington
St. East. Toronto.

WANTED—Watchmaker, state what
.«alary wanted, and past experience.
Apply Mitchell & Duncan, Limited,
jewelers, Victoria, B.C.

IMPROVER—For watch work wanted
immediately, for town in Western Can-
ada, good position and steady job, apply
stating experience and wages. H. C.
Arnold, Davidson, Sask.

AGENTS WANTED—Big profit.s—Quick
returns — selling gramophones direct
from manufacturer. Attractive models,
prices, and excellent tonal quality.
Write for special agents proposition.
Voice-O-Phone Co., Factory Office No.
3, 1 Adelaide St. East, Toronto.

WANTED — A competent watchmaker
With own tools, to do all class of high
grade work. Apply at once, G. H.
Robinson, 18 West Main St., Welland,
Ont.

WANTED—High grade watchmaker. Only
expert man wanted. Ideal climate and
working conditions. Give references.
H. R. Chauncey, Ltd., Calgary, Alberta.

WANTED—Young man not over 24, with
fair experience in watch work, front
store work, and window dressing. Good
position open. Send photo. State
salary. H. R. Chauncey, Ltd., Calgary,
Alberta.

WANTED AT ONCE—First-class watch-
maker, permanent position and best
wages to the right man. State refer-
ences and full particulars in first letter.
Z. M. Leger, Moncton, N.B.

WANTED—First-class watch repairer,
state wages and experience in first

letter, also references. E. P. Battley,
Sarnia, Ont.

Positions Wanted
POSITION WANTED—Watchmaker, 25
years at bench, desires position in Al-
berta or British Columbia; coast pre-
ferred. Thoroughly competent in all
branches of the trade. Staffs, cylinders,
pinions and every class of turning and
fitting. Jeweling, renewing and refin-
ishing, springing, timing and adjusting;
general run of wheel cutting and fitting.
Could take charge of worshop. State
salary in first letter. Box 652, Trader.

POSITION wanted by Al watchmaker
before October 1st. Fourteen years' ex-
perience. Box 644, Trader.

PRACTICAL MAN, twelve years business
experience desires position as traveler,
or will accept position as salesman and
assist with watch repairing. Apply
Box 641, Trader.

Articles for Sale

BRAND NEW DERBYSHIRE LATHE
with two chucks $100. Guaranteed true.
Apply to A. E. W. Babbington, 43 Lee
Ave., Toronto.

FOR SALE—Complete outfit of jewelry
store—watches, clocks, jewelry, safe,
show cases, regulator cabinet, bench,
tables, cash register, etc. Terms ar-
ranged. Box 646, Trader.

WATCH GLASS CABINET, 4 drawers,
over 110 dozen Micon, Pat Geneva,
Geneva and Lentille Crystals. Most
useful sizes and heights. $35.00.

2x6 ft. Show Cases by Jones, Toronto, 1
liaving P. G. top and front, D. C. ends;
1 having P. G. top, D. C. from and ends,
each 2 plate glass shelves, adjustable.
In good condition, oak, price, $90.00
packed K.D. on rail.

1 Jeweler's 70 lb. ball-bearing foot wheel,
$7.00.

1 Canadian Standard Trial Set, oak case
with patent adjustable 2-cell trial
frame, $50.00.
1 Polishing Lath, iron frame, O. C.
Head, and several buffs. Like new, $8.00
crated. I. Nixon, Jeweler, Didsbury,
Alta.

FOR SALE—One good second-hand G.
Boley Lathe, 11-inch bed, 8 wire chucks,
1 screw chuck, 1 taper chuck, 3 tapers,
3 screw brasses, 2 cement brasses.
Angus MacKenzie, Jeweler, Alberton,
P.E.L

FOR SALE—Three wall show cases, suit-
able for jeweler's store. Apply 47 King
William St., Hamilton, Ont.

Wanted to Buy
ENGRAVING MACHINE WANTED —
Suitable for jewelry and optical busi-
ness. Address Box 650, Trader.

Phone

SACKVILLE 2179

Factory, Show Rooms and Office*

HALIFAX, N.S.

39 Duke Street, Opp. City Hall.

Canada

P.O. BOX 9

H. R. BERGMANN & CO., LIMITED
WHOLESALE AND MANUFACTURING JEWELERS

Waddlu Bin*
Diamond Rlnn
Brac«l«t Watcbai

WalUiam Watehc*

Tanumei Watcbai

J*«<li7 of all dascrlirtlMi—

Gold, Gold-ruled and BUtv

CblOM. Btrlkliic aad Alann Clocka

BllTtr FtaUd Hat War* and Cat Olaa

Wateb Cum. Amarleaa Watch Caaa Ca

Importers of

WATCHMAKERS' AND JEWELERS' SUPPLIES

Engravers, 6old and Silver Platers to the Trade.

EVERYTHING FORTHE JEWELER

JowaIrT Boaaa

Clock Material

Watch UatOTUI
Window Flztoraa

Toola and Machlaarr

Precloue and Beml-Pndeua
Electric Power and Pollahln* Ifeteti

and General Bunpllea of aU VaM tm
Watchmaken. lewalwi aad glar ed Ti»da
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"Goods of Quality"

SELL THE BEST

The latest addition to

our factory is a special

department devoted to

the output of silver-

plated

Shaving Sets

of all kinds. This line

features Quality

coupled with 1 o w
prices.

Announcement

We also manufacture
a full line of medium
grade plateware, a t

very low prices, that

will he found very at-

tractive b y jobbers
and dealers.

"Place Your Sample Orders Norv"

J. D. CAMIRAND & COMPANY
Manufacturers

149 ST. PAUL STREET WEST
MONTREAL

WE SPECIALIZE IN

Platinum
and Gold
Jewellery

We are capable of executing your orders

with the precision that exempHfies the master

craftsman.

We model and make to an^

design ^ou care to specif]^.

Roughton& Skelton^Limited

32 McGill College Avenue

MONTREAL

GOLDSMITH BROS.

Smelting and Refining Co.

SWEEP SMELTERS
Refiners of WfJ*i

Gold, Silver and Platinum

siBMigfa^agariBr^.
Accurate returns made on Scrap

same day shipment is received

CANADIAN PLANT

24 ADELAIDE W. - TORONTO

Wickett & Smith Co.

Gold Refiners

Sweeps Smelters

OLD GOLD, SILVER and
PLATINUM Bought

71 Lombard Street, Toronto

Kennedy & Williams
SUCCEaSOW TO

W. R. Campbell Co.

P.O. Box 223

Wholesale and
Manufacturing Jewelers

WINNIPEG
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Japanese Alphabet
THE RIGHT STYLE FOR UP-TO=DATE

RING MOUNTINGS

Made in 1=8, 3=16, 1 = 4 inch Sizes

HERPERS BROS., NEWARK, N. J.
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The illustration shows the

JAMESTOWN design — a

pattern of exclusive beauty

and instant appeal.

THE trade has quickly awakened to

the fact that "Holmes & Edwards"
has leaped to the forefront as a

i,ensational success. Our striking "June

Bride" publicity prompted widespread

interest. Now — the supreme effort is

ready—an intensive campaign to Christmas

gift purchasers. The exclusiveness and

beauty of "Holmes & Edwards" designs

—the exceptional quality of the plate and

the way in which it is "Protected Against

Wear''—the whole story will be told to

millions of Canadians.

With Christmas but a few weeks ahead and demand

rapidly approaching production, you should place

your order at once.

Let us send you a sample assortment in our two

designs—m both "Silver Inlaid" and "Super Plate."

Let us tell you of the profits this line offers. Talk

with our traveller about the line when he calls.

Manufactured Exclus'cvely in Canada by

lii^ Standard Silver Co. of Toronto
Limited

HOLMES i EDWARDS
"Protected Where the Wear Comes"
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Your Gain and Ours

Our jewelry factory constantly demands gold, and

more gold—naturally, we have to buy it.

Refining facilities are needed for our factory wastes,

so to buy your old gold and ourselves refine it adds but

little to our expenses.

Such a combination is advantageous to both of us.

Under a minimum of purchasing expense, and having

no expense m disposing of the refined gold, using it all

and much more in our own factory, we can afford to pay

the Highest Values.

Then we do so much Old Gold Buying that our

valuators are expert and can quickly and correctly

determine the quality.

Accordingly, prompt returns are made on all parcels

sent in, and, further, for your protection against any

possible error or regret, your parcel is held ample time

for you to ask its return, charges paid.

GEO. H. LEES & CO., Limited
The Old Established Refiners

HAMILTON - ONTARIO
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Waltham Watches Thin Model
This pocket watch is thin, neat and reliable. Its guarantee of time-

keeping ability has behind it the greatest watch factory in the world.

Made in 7 Jewels nickel and 15 Jewels nickel movements, with

enamel or gilt metal dial. The cases can be had in several qualities,

in Plain Polished, Engine Turned or fancy engraved patterns.

Dial View. Profile. Fancy Engraved.

No. 1410—Silver Open Face, S.B.& B.. 7 Jewels Nickel $24.80

No. 1416—Silver Open Face, S.B.& B., 15 Jewels Nickel 34.80

No. 1420—Empress Open Face, S.B.& B.. 7 Jewels Nickel 21.65

No. 1426—Empress Open Face. S.B.& B., 15 Jewels Nickel 31.65

No. 1430—Fortune Open Face, S.B.& B., 7 Jewels Nickel 25.00

No. 1436—Fortune Open Face, S.B.& B., 15 Jewels Nickel 35.00

No. 1455—Peerless Open Face, Snap Bezel, Jtd. Back, 7 Jewels

Nickel 26.00

No. 1461—Peerless Open Face, Snap Bezel, Jtd. Back, 15 Jewels

Nickel 36.00

No. 1415— 14 Karat Open Face, with inside cap, 1 5 Jewels Nickel

.

90.00

Above prices are for Plain or Engine Turned Cases.

For engraved patterns Empress, add 55 cents; Fortune or

Peerless, add $1.25, and Silver, add $1.25.

SPECIAL NOTE:— The prices quoted on this page are established to the

consumer.

For efficient Waltham Service order from

"THE HOUSE FOR WALTHAM WATCHES SINCE 1865"

'7^e GoiLBSMaTMS' STOCK C®:^iPArrr

TORONTO
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THE CANADIAN JEWELER

Your Jewel Order
For pleased and satisfied customers,

the aim of every thoughtful Jeweler,

order your Jewels from Lees.

And order early.—Lees can make
Jewels as quickly as the next fellow,

sometimes we boast, maybe, a little

quicker, and we make them right in

design, workmanship and price, but

you can give your customers better

service and earn our appreciation by
ordering at once, before the Christ-

mas special order rush is with us.

Buy your Jewels from Lees and buy ^em early

MASONIC BAST MASTER

No. 589
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WHO MAKES IT?

'J^'HE big business successes of to-day have

^^ achieved their remarkable positions by

carefully, consistently building up GOOD
WILL through courteous, conscientious service

and dependable merchandise.

Without it no business can permanently

succeed; with it there is no end to your oppor-

tunities. It is a firm foundation that withstands

everything that causes the unstable business to

fall.

ril
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NOTE:

A visit to our
showrooms,
61 Aliert St., luhrii

in Toronto. ti-'iU

give you an op-
portunity of se-

lecting from wnny
exclusive designs.

Cut-Glass That Captivates the

Eye of Gift Purchasers
'T^HE fascinating new designs— the

-*- rich and novel effects secured by fine

intagho cutting— give an interest and

charm to a display of Clover Leaf Cut

Glass that mean profitable sales all the

year round.

Especially is this true at Christmas-time

—when gifts of the better sort, gifts of

exclusive beauty and lasting value, are

the choice of thoughtful buyers.

The many beautiful motifs of fruit,

flowers and butterflies, faultlessly hand-

carved on flawless Belgian blanks, make

a Clover Leaf Cut Glass window display

an exceptional business producer.

Win the interest of Christmas gift pur-

chasers by displaying a selection of the

best Clover Leaf sellers in your show-

cases and in your windows. Catch the

early buyers by getting it in at once.

We'll gladly send you a sample assort-

ment of the most popular pieces of this

finer cut glass. A postcard will bring

you full particulars and illustrations of

the many new designs evolved in our

workshops.

^yCflmr£D

Albert Street TORONTO
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WTzy //ze i^izs/z?

—just before Christmas, when you

realize it's going to be a big season?

—When you reaHze that your gift-

buying customers want quahty and

dignity combined, with just the right

kind of originahty, as in every other

season.

—When you reahze that the MiUigan

Hne will just suit?

Better order now and make the best

selections.

W. A. MILLIGAN & CO.
LIMITED

137 Jarvis St. Toronto

^
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r^OULTDR'S
Series 1—No. 8

AGE
Being a page devoted to a
monthly buying, selling or

display suggestion to the

trade in general.

Remember Last Xmas!
Don^t Be a Last Minute-r

We have the Stock—Mail order to-day

Cabinets and Tables in Oak, Mahogany and Walnut
Lined all shades of Satin and Velvet

Blocked to hold from 26 to 300 pieces

Velvet Jewelry Cases
1

'

Per dozf-n

in stock, for immediate delivery, also Ring $ 6.50

Leatherette Boxes and fancy paper
t

•

i 8 25

covered dome top boxes, etc. Bar Pin 8.25

Brooch, small 9.00

^^ ^ ^ Brooch, medium 10.50
SPECIAL MENTION Brooch, large 12.00

Tie Pin 8.25
26 pc and 39 pc Cases Leatherette Ladies' Watch 10.80

covering satin Hned, from $3.00 up. Gent's Watch 12.00

Jev^elers' Cotton, white and colored, 0°""^^! i?"2S
tl on lU

Bracelet 11.80
^' -^U lb. Bracelet, deep 13.20

Lavalliere 12.00

Trays in oak and mahogany, velvet Universal, 2/2 inches diameter 9.00VAC- 11.11 . Watch Bracelet ; 14.20
Imed, for rmgs, lockets, brooches, etc.

Celluloid Rmg 14.40
Leather and Leatherette Covered Pendant 9.00

Cases, satin lined, to hold from 6 teas Necklet, 4/2x3 19.80

1 o 2 1 r^ • I ^ Lavalliere, SVa x 2 Vs 9.60
up, also 2 pc and 3 pc Carvers, m fact ^ p^^j^^^^ 24.00
any assortment of pieces. Ring, large 9.00

J. Coulter Co. of Toronto, Limited
80-82-84 Chestnut Street, Toronto Next Armouries



THE TRADER

Where a Hair s Breadth

Means Everything

"TiiyniiKj' Case Blank.

are cut the hair-like ridges which

permit back, bezel and cap to be

fitted together accurately and firmly.

Meanwhile, another machine is

drawing and shaping the pendants

out of gold or silver rods—a nice

process, for much of the beauty of

a case lies in the pendant. Graceful

pendants have always been an

admired feature of Cashier and

Fortune Quality Winged Wheel

T T PON the minute accuracy with

^^ which a watch case is shaped

and jointed depends the protection

it gives the movement.

Exact adjustment to the dimensions

of the movement, air-tight fitting of

snap joints and hinges—these permit

the mechanism to function freely

and protect it from dust and atmos-

phere.

So the roughly-formed "blank" goes

to the spinners, who clamp it into

the spinning-box and, by a system

of delicately directed pressures,

mould it into the desired shape.

Then, on a specially designed lathe

Leases.

Cutting and HJinpiny tJif

Pendant.

' This is No. 4 of a Series on the Maying of Winged Wheel

Watch Cases.

AVINGKD WHEEL

The Trade Mark
of Quality

The American Watch Case Company
of Toronto, Limited

511 King Street West, Toronto

mrm

m

Qii

M^^^^M
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One of the Famous ELGIN Streamline

Models

Great Watch Value

!

Price to the Consumer

Price to Retailer

12 Size

17 jewels, adjusted.

Streamline Bow & Pendant.

Flush joint. Inside Cap.

Thin model, Gold filled.

Complete in display box.

$44.40 including Tax

. . . Trader list $49.50

This ideal presentation watch may be recommended as an Exact Timekeeper

of Elegant Appearance—Economical in Upkeep.

Other Streamlines in gold filled and gold to retail at - $61, $88, $122, $150.

ALL Backed by the Elgin Guarantee.

Order Elgin Railroad watches now.

16 size B. W. Raymond 19 jewels

;

Price to the consumer, $55.50.

Including Tax.
Trader List $60.00.

The

j^'t°'"jiit

Canadian Elgin Watch Company
LIMITED

67 Yonge Street :

:

Toronto

i

^

®4

ŵ
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60,000,000

_JMorc

Smokes

!

These are the cigarettes we Canadians are smoking

more than last year.

That's one of the reasons why Cigarette Cases are

going to be big Gift-Sellers this Christmas.

English Sterling
Cigarette Cases

in Plain, Engine-Turned and Engraved. Hold ten or

twenty cigarettes. Just received a large shipment of

these in a good variety of styles. Send in your re-

quirements early and get the advantage of a wide

selection.

There's your pen!—drop us a card or wire right

now for appro, selection to choose from.

The Address is

DEFOE -WILSON, LIMITED
110 Adelaide St. West TORONTO
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L'ORIENT
SOLID INDESTRUCTIBLE PEARLS

INSOLUBLE

16, 18, 24 and 30 Inch Lengths in Various Grades.

13

"L'Orient" Pearl Necklets will bear the most critical inspection.

You can sell them profitably and be convinced of their Durability, Quality and Beauty.

Not affected by Boiling Water, Heat or Cold.

These Beads are not made of glass.

Hot water expands Glass Beads, causing same to crack or peel.

THE MOST PERFECT COPY OF THE GENUINE

The Levy Bros. Co., Limited
HAMILTON, ONTARIO
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MADE IN CANADA
c^

•enA F

Genuine Whitby Jet
Owing to our connections m England, we have secured large

stocks of genuine Whitby Jet at very attractive prices in

Jet Necklets Long Guards
with plain and cut beads

Bar Pins Earrings
You will require to replenish your stock of 14K Pendants,

Lavalliers, Tie Pins, Brooches and Necklets before the Christmas

trade starts. Anthony Brothers have a complete range of most

beautiful designs.

CUFF LINKS
MADE BY

The Elliott-Bishop Co.

In sterling silver and sterling enameled, 1 OK and 1 4K gold and

gold enameled.

Large stocks in all patterns for immediate delivery

LINGERIE CLASPS
This range now includes eight different designs in sterling silver

and gold filled. Your enquiries will receive prompt attention, as

we can make shipment same day the order is received.

IVAN :T. ANTHONY FRED. B. ANTHONY

ANTHONY BROTHERS
Makers of High Class JeXDclry

24 Adelaide St. West :: Toronto, Ont.

REGISTfREO

TRADE MARK
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Promoting Co-operation No. 5
The Shower Bath illustrated above is one of the numerous Bathrooms instituted by The Tavannes

Watch Company for the benefit of their employees. It is handsomely finished, the floors and walls

being of tile. Each room is fitted with mirrors and tables and is kept well heated. Hot and cold water

is running at all times. The charge for these baths is merely 40 centimes, or less than eight cents

under the present rate of exchange.

Different hours are arranged that the male and female employees are allowed the use of these

bathrooms, thereby avoiding any confusion that may arise were this not regulated.

This is another of the conveniences that The Tavemnes Watch Company are offering their

employees in the belief that A Contented Workman Will Do More Toward Perfecting a Product

Than Any Other Asset.

In next month's issue we will illustrate anoth r one of these Bathrooms.

Schwob Bros.
General Agents for

THE TAVANNES WATCH CO.

McGill Building, MONTREAL
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THE LARGEST WATCH
HOUSE IN CANADA

BALL WATCHES
HAMILTON WATCHES
ILLINOIS WATCHES
HOWARD WATCHES
WALTHAM WATCHES
SWISS WATCHES
GOLD WATCH CASES

GOLD FILLED WATCH CASES
GOLD WATCH CHAINS

GOLD FILLED WATCH CHAINS

ALL GRADES AND STYLES

ALL ORDERS FILLED PROMPTLY.

COMPLETE STOCK ALL MAKES.

The Canadian Ball Watch Company
Winnipeg Man.
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• Wm. Bramle])

Original Maker of the Bramley Ring

The Art of Knowing How
BRAMLEY RINGS are the Scientific Result of 35 years

of Experience, which is the Reason for their

DISTINCTIVENESS, ORIGINALITY
and CHARACTER

Each and every BRAMLEY R!NG is designed by a master hand and executed by
expert craftsmanship.

There are cheaper Rings than the ^^ BRAMLEY^'

but none less expensive

OUR REPRESENTATIVES ARE

ROWLAND & CAMPBELL ALFRED EAVES REGD.
Winnipeg, Man. i^- E. Hayes' Successor)

Montreal, Quebec
Selling Agents from Selling Agents for the

Port Arthur to Victoria. Province of Quebec.

Wm. Bramley & Co.
4 DOLLARD LANE (Cor. Notre Dame Street West)

Montreal - Quebec
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Roden Bros., Limited
ESTABLISHED 1891

MANUFACTURERS
OF

STERLING SILVER
WARE

DUCHESS E.P.N. S.

WARE
RICH CUT GLASS

TORONTO
CANADA

Cut (3Iassware for Cbdstmas

m

Berry Bowl—No. 429-12-8. $18.00 list.

Cut Glassware can now be classed as a necessity, as a home is

not complete without it. The refinement it adds to a perfectly

set table, in addition to its natural utility in serving the meal, and

when used as an ornament, commends itself at once as a "gift that

lasts."

Remember, Roden's Glassware is all on potash and lead blanks,

and each article is cut to bring out the best in the blank.

Messrs. Canadian Selling Agents:

>T

TORONTO

4
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TAe Garden of the Luxembourg, Paris

Pearls as beautiful as graced the

Queens of old

rO queen of olden days ever had a necklace more
1 beautiful than a La Tausca Pearl.

The wonderful matching, the exquisite beauty and lustre, of

these wondrous French made gems, were rarities in the

middle ages. But today nearly every American woman
seeks a La Tausca necklace.

The American jeweler will find the present season building

up toward Christmas undoubtedly his biggest single season

with La Tausca Pearls.

These precious necklaces are by no means plentiful. Impor-

tations from France are slow as quality prevents quantity

production.

"One of the Gifts That Last" truly describes La Tausca

Pearls, These necklaces can be unhesitatingly recommended

by you for gifts to women— they are always demanded.
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'Palais du Luxembourg, Paris

La Tausca ^earls^ made in Paris—
qA dream come true

FOR centuries man has worked to reproduce the fairy lignts

and lustrous hues of the pearl. In 1648 the process by

which La Tausca Pearls are made, was learned. For years the

secret has been kept in a few families of master pearlmakers.

The secret of La Tausca Pearls has never left France. That

is why La Tausca Pearls have never been excelled— and by

only one, equalled— Nature herself

The process of making a necklace of La Tausca Pearls, triply

inspected before it reaches your customers, makes perfection.

A substantial profit depends on having La Tausca Pearls in

your store. Placing your Christmas order with your whole-

saler early means

—

larger profits.

Qfac GOILDSMIT23S* STOCK CO^IP.V^nT

of C^^^cVDA /jMilicd
Canadian Distributors for

KARPELES, Maker of the World's Fine Pearls

I'aris Providence New York
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f ^
Point Oat

The Point
That handy httle pipe-emptying prong

will help build up your sales of gifts

this season. For it combines two useful

articles in one, and makes a most useful

as well as attractive gift.

Suggest it

Ash Tray

Special Exmas Buying
Prices

No. 201—With Match Box Holder and

Self-emptying Prong $4.00

No. 202—With Match Box Holder, Two
Cigar Rests and Self-empty-

ing Prong 4.40

No. 203—With Match Box Holder. Pipe

and Cigar Rest, and Self-

emptymg Prong 5.20

No. 204—With Fittmgs as 201 and Base

like 205 4.80

No. 205—With Fittings as 202 and Base

like 206 5.20

No. 206—As illustrated 7.50

'T^o GoiLDSMiTMS' Stock Co^im^^ii'

of CL^^AID>A /Jmlicii

Toronto, Ontario
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The Gilbert Winlite
A sturdy Gilbert Alarm Clock, with

bright, cheery face

—

Its Appearance Attracts

And when you tell how its radium-

treated hands and markings stand out

in the dark, making time at all times

apparent

—

Its Utility Sells!

Gilbert Clocks are made right. Best

of all, they stay right. Over one

hundred years' experience in clock-

making is built into every one.

Order your stock from

"J^e GOILBSMITMS* STOCM. COMRVNY
of C^J>*Ji\]DA /Jmted

Toronto, Ontario

4
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The Julian Sale Leather Goods Company, Limited

39
Thirty-nine—that is the number of the new "JuHan Sale" Catalogue which is just "off the press

and is being mailed out to all customers of the house— so that when you are sendihg in your

request for one—and everybody in the tradr is welcome to one—just say "Catalogue No. 39.

It's an excellent book—a useful buyers' guide—and it will be well worth your while to have one

on fyle.

The Catalogue—^No. 39—has 44 pages—it has nearly 250 Illustrations, made from direct

photographs of the "Julian Sale" goods themselves—There are about 500 lines described and

priced—and altogether it is a most comprehensive Catalogue—one of the best we have ever issued.

The New Catalogue and the Christmas Trade
Catalogue No. 39 is a very timely messenger because it carries to you information on Hnes that

you'll be needing to order right away so as to have them in time for the big holiday trade you are

hoping to do this season—-and everything "illustrated" is so life-like that you can select just about

as satisfactorily as though you were buying from "Samples"—Let us have your name noT».

When you get your copy of No. 39—do not mutilate it when you wish to place an order

—

alreays order by number—safest for you— best for us.

When you come to the city pay a visit to our new enlarged and fitted sample
and salesrooms—everything we make is sampled there

The JuUan Sale Leather Goods Company, Limited
Wholesale - Factory - Sample and Salesrooms - Offices

600 King Street West, Toronto
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Three Necessities

for Christmas trade

1 2

DIAMONDS

We are carrying an

excellent assortment of

both Loose and Mount-

ed Diamonds

JEWELLERY

Our stock is comprised of

various ranges of Solid

Gold and Gold Filled

Jewellery

3 /

WATCHES
• — •
• •

All Shapes in 8^
934: and 10>^

ligne

Approi

M. MK
DIAMONI

Power Bldg.y Craig i

nation orders quickly atte

CHAl .SON
Importers of

OS, WATCHES AND JEV

5t. West

nded to

& CO.

^ELLERY

MONTREAL

===^"
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TRADE MARK

To Keep the Stock Up to the Mark
Especially in

Emblem

Fancy

Diamond

Engraved Wedding

Onyx

Pearl

and Cameo

RINGS

Your stock would not be complete unless you have a good supply

of the John Sweet line, widely known for its attractiveness in

design and beautiful finish. It comprises a splendid assortment of

solid rings in yellow, white gold or platinum for Ladies and Gents.

The quality is Standard and the result of expert workmanship and

the most modern equipment.

On request, we will gladly quote prices and send goods on appro-

bation.

John Sweet & Co., Limited
Hamilton, Canada
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iWestclox
Alarm

Mnde by
Western Clock Co.

La Salle. Ill

U.S. A.

Increasing your list

of steady customers

THE customers who mean most to you in your
business are the "regulars"—folks who think auto-

matically of your store whenever they want something
in your line.

Every merchant is glad to add that kind of customers

to his list. It's good business for him. It swells his sales

— boosts his profits.

Alarm clocks of^er a good point of contact for brings

ing in this kind of trade. Because everybody, evdry so

often, needs a good alarm clock.

Also, everybody knows that Westclox are good alarm

clocks. The advertising has made folks acquainted with

their quality. And the clocks themselves have made good
for years in thousands of homes.

So when you become known in your community as

the dealer who has Westclox for sale, you are in a posi-

tion to command new trade, get acquainted with new
customers and make them customers for every other

piece of merchandise you carry.

You'll find that it pays.

Western Clock Co., Ltd., makers of Westclox
Peterborough, Ontario
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New Business
Is the Life of Every

Business

Jewelry Made of

David Belais' 18 Kt. White Gold

will create iVew Business

Suggestions for New Business

Father Time has placed his stamp of approval upon
Belais i8 Kt. White Gold, therefore you can safely

guarantee it.

Patented in U.S.A., England, Canada and Switzerland

Patents pending in other countries

DAVID BELAIS
13 DUTCH STREET, NEW YORK CITY
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FAST SERVICE
Winnipeg being near, you can get Quick
Action on Mail Orders which means much
to the merchant at any time, but more
particularly during the Christmas rush.

Special attention is called to our Large
Range of Rings, Pendants and Bar Pins

in White Gold, Diamond set.

Appro, parcels willingly forwarded.

INVICTA Watches
J2062— 10!4 Ligne, Regular $28.20

J 2063— 1014 Ligne, Convertible 28.80

J 2072— 9% Ligne, Regular 30.60

J 2073— 9% Ligne, Convertible 31.30

Both sizes have attractive Gilt, Silver or Cartouche dials.

1 0],'^ Ligne carries the second hand.

Prices subject to Catalogue Discounts

Rowland & Campbell, Limited

604 Canada Building

WINNIPEG CANADA
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This machine does what no other receipt-

printing cash register can do.

1. It prints the merchant's name.

2. It prints the price of each article.-

3. It adds the items.

4. It prints the total of all items.

5. It retains added and printed records.

J. SMITH
COMPANY
10 MAIN ST.

0.17

0.32

0.48

0.09

TOTAL

$01.06

Copy of receipt
printed for each

customer

It also does other important things for merchants, clerks,

and customers.

We make cash re^istets for every line of businessNATIONAL
CA.SH REOISTER CO.

OF CANADA LIMITED
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Send Your Gold Jewelry Repairing and Engraving to This Factory.

Gold Jewelry Repairing
An efficient Repair and Engraving Department is at your service. As a result of the

requests of many prominent jewelers everywhere in Canada, and as an accommodation

for the trade, our equipment and staff have been enlarged, and you may send your

Repair orders to Roy Company, Limited. Your mstructions will receive prompt

attention.

IMPORTANT
Be sure to advise us the approximate amount you expect to pay for each repair sent—
because then we will at once knov/ the weight of gold, the quality of stones needed or

the amount of labor you desire given to the job. We can then keep well within your

quotation to your customer.

AT THIS SEASON, ALSO
you should complete your stock for Christmas showing. Send for an approval parcel of our

magnificent first quality Solitaire and Cluster Diamonds, and other gold jewelry. These goods sell

readily and very profitably.

Ta{(e advantage of th^se suggestions to-da^.

Roy Company, Limited
Roy Building, 21-23 River St. TORONTO

ROSS ARCHER,
Western Representative.

T. BROADHURST,
Toronto Representative

NELSON REYNOLDS, Eastern Reprtsentative

ALBERT MIRAGLIA,
Montreal Representative.
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A Good Jewelry Box
will set off an article to its greatest advantage.

We are offering an extensive range for im-

mediate delivery at the following prices:

—

Plush Velvet Covered Metal

Boxes in both Purple and

Green, Satin and Vel-

vet Lined.

Medium Ring $6.50

Medium Brooch . . . 9.00

Scarf Pm 8.00

Link 8.00

Drop Earring 9.00

Screw Earring 8.00

Medium Lavalliere. . 10.50

Large Lavalliere ... 12.50

Locket 9.00

Band Bracelet 13.50

Bracelet Watch ... 13.50

Fancy Leatherette Covered

Metal Boxes w^ith Gold

Borders.

Medium Ring $5.00

Medium Brooch . . . 7.20

Large Brooch 8.50

Scarf Pin 5.75

Link 5.75

Bracelet 10.25

Large Pendant .... 8.50

Drop Earring .... 7.20

Screw Earring .... 5.75

Leatherette Covered

Metal Boxes.

Medium Rmg $3.75

Medium Brooch . . . 5.25

Large Brooch ..... 6.10

Scarf Pm 4.80

Link 4.80

Bracelet 7.75

Medium Pendant . . 6.10

Large Pendant .... 7.10

Band Bracelet .... 8.00

Drop Earring 5.25

Screw Earring 4.80

Another line is our Velvet Covered Ring Box with Lift Top
at $4.75

IVe will gladly send samples of the above

mentioned lines upon receipt of request.

N.B. Our stock of~ EARRINGS
still represents many valuable opportunities to you. Its quick

selling qualities and exclusive designs render it one of the finest

ever displayed for the trade.

J. L. SABBATH
5 Notre Dame St. West

& COMPANY
Montreal



THE TRADER 33

/A
' Safetr Razor

s^^V

1

Y.

Don't miss a single sale this Christmas.

They will ask you for *'The Big Fellow."

It has made good.

They will ask you for "The Standard/'

the Pocket Editions and the Com-
bination SETS too. They have

stood the test of time.

Be sure your assortment is complete.
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Are You For or Ag'in'?

—there is no middle road

—

HERE must be progress or retrogression. You
can't stand still.

A great movement has been started for the benefit

of every mdividual, every dealer, every jobber, every

manufacturer, m the entire Jewelry Industry.

The Canadian National Jew^elers' Association

calls on you to consider your personal duty as a Citizen

of the Jewelers' Industry.

No party lines have been drawn—no distinctions

are made. Every jeweler, every allied industry, will

benefit directly and indirectly by this campaign.

Planned in a spirit of co-operation—you will benefit

by this campaign whether you support or do not sup-

port this Association.

Let your co-operation be extended as a matter of

joining with the vast majority of your fellow-workers.

Let it be a matter of going forward with those who
are already doing their share.

Let it be your endorsement!

Are you "for or agin"?

Your subscription is your answer. Here's a table

that will help in deciding what to send:

—

SUBSCRIBE NOW
Send your full amount—or send any amount

—

but send it now. The work must not stop—and ex-

penses must be met.

The Plan
THE Canadian National

Jewelers' Association plan

for $10,000 advertising cam-

paign provides for the expendi-

ture of this money in weekly

publications and magazines of

national circulation. The cam-

paign will cover the entire

country.

The object of the campaign

will be: (a) Prove the intrinsic

worth and lasting value of

diamonds, pearls, gems, jewel-

ry, watches, clocks and silver-

ware, (fc) Direct the reader

to his or her local jeweler for

information or to make a pur-

chase.

What to Subscribe
Business Rating Amount to be Paid

Over $75,000 - $150.00

$50,000 to $75,000 100.00

35,000 to 50,000 75.00

20,000 to 35,000 50.00

10,000 to 20,000 25.00

5,000 to 10,000 15.00

3,000 to 5,000 10.00

Under $3,000 5.00

All Checks Should Be Made Payable to

Canadian National Jewelers' Association
O. M. ROSS, Secretary-Treasurer

71 Richmond Street West, Toronto
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The above is a black
and white reproduc-
tion of Card No. 3

of our new series ni

display cards. The
original cards are in

attractive colors.
Send for a set f"
your windows and
showcases.

•V-^

i^

9
c/fQ(3e in Qanada 6y

CANADIAN W" A ROGERS LIMITED
OfF/ce and Fhcfor/es

D70 KING ST WEST TORONTO. ONT
Down To\Nii S/iowroo/n Kent 3uildind^
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The Playtner Classes {Z!'?2^T'i^.^s)

AMONG IDYLLIC SURROUNDINGS SIX-

TEEN MILES NORTH OF TORONTO—
THERE DWELLS A CRAFTSMAN.

The illustration shows another example of our school work, cal-

culated, designed and made by Mr. J. Smith, the mechanic of

Richmond Hill, Ont. It is a 16 size, 21 jewel lever watch of the

highest type. As in all our watches, the balance starts vibrating,

after being run down, as soon as a slight portion of the main-

spring power is on, and cannot be held on lock or lift. A gentle-

man in the watch material business who had advised Mr. Smith to enter the Playtner classes,

asked to be shown his masterpiece when completed. After examining it, he showed it to a cus-

tomer, who had just been served, with the remark, "Here is a watch made by a student at the

Horological Institute." The party so addressed took a quick glance, said never a word, looked

at no one and—out he walked. No doubt he was afraid he might learn something! It was so

overwhelmingly beyond him, that a young man, when 14 months at the trade, had designed

that beautiful watch and made it complete in six months time, with 35 hours per week at

bench work.

The Master Watchmakers and Department Foremen of the

Two Largest Watch Factories in the World
Closely Examined this Watch

This is a beautifully modeled movement, of technically correct proportions, was the verdict of

all. "I like that inner terminal on the hairspring especially well," said one. "The pallet mo-

tion from drop to drop seems less than the usual 10 degrees," said another. "I see you have

convex lifting planes on both teeth and entrance pallet and concave exit pallet!" "Your cushion

bank is very fine and I notice the hair spring stud is really a grooved, curved vice, holding the

spring without pinning!" All these observations were correct, and we may remark that the

balance is so free that its angular connection with the escapement is only 28 degrees when

banked to drop.

In addition to this watch, Mr. Smith also constructed a tourbillon model with chronometer es-

capement, at the Institute. (You noticed our article last month concerning the 16 size tour-

billon watch made at our school by his namesake. Mr. W. L. Smith, did you not?) After

leaving the school, Mr. Smith designed and made, among other articles, an 8-day, quarter-

hour, repeating chime clock, beating seconds; a model of the escapement used in his watch; an

Astronomical Regulator with the famous Riefler's celebrated free escapement and invar pendulum

rod. He also made a tool for making stem wind wheel cutters with.

Mr. Smith has fine business, executive and office ability—as his promptness and explicitness in

all matters testify. He is of strong convictions, prefers to belong to the producing class, and

to live in a small place—but customers from the city have found their way "to the watchmaker

of Richmond Hill."

(To be continued.)

Canadian Horological Institute
Limited

Preston, Ontario

IIIIIIIIIIIIIIHIIIIIHIIIIIiniMlllllllUr



THE TRADER 37

Bracelet and Ribbon

WATCHES
Will be In great demand this Christmas. We have a beautiful

range in platinum, diamond set.

14kt. gold, fancy shaped, oval, tonneau, square, medallion,

round movements, with shaped dials and glasses.

14kt. gold rectangular and oval, with rectangular and oval

movements, popularly priced.

8%, 9%, 10|/2 ligne, fitted with Empress, Fortune, Cashier,

lOkt. and 14kt. American Watch Case Company Cases.

Also 8^ and 9^ ligne, fitted with fancy shaped American-

made cases in 1 8kt. white and 1 4kt. red and green gold and gold-

filled.

Order a sample selection to-day.

Material constantly on hand for all our watches.

Our representatives are now on their respective routes

Mr. W. G. Carron _ . - - Western Canada

Mr. L. Weber City of Montreal

Mr. A. E. Singer . . - _ Ontario

Mr. M. Orenstein . . _ _ Nova Scotia

Mr. J. Lecker . . . , New Brunswick and P.E.I.

Mr. J. Allard - - - - - Quebec

S. p. MYERS & CO.
SWISS WATCH IMPORTERS

230 McGILL ST., MONTREAL



38 THE TRADER

COMMU:^Y PLATE

Get ready for Holiday selling

It's not one day too early to get ready for Christmas trade.

Sales of Community Plate are growing apace. Commun-
ity advertising in the form of an intensive educational cam-
paign is now reaching your customers. We have shown women
everywhere how to improve their table service with Commi'X-
iTY Plate,

You must be fully prepared this Christmas.

Line up your stock this very week—find out how many
Community Chests and Gift Cases you will need.

And be sure you order enough Community Correct Ser-
vice pieces. They are always in great demand for gifts.

The urging in not be caught short of Community this
season applies zvith equal force to Oneida Community PAR
PLATE. You can't afford to neglect its remarkable sales
possibilities.

Oneida Community advertising, and the general desire to

own Community Plate, is heading many buyers your way
this Fall—that's our part. Be ready to satisfy their needs

—

that's your part.

ONEIDA COMMUNITY, LIMITED
NIAGARA FALLS ONTARIO
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Get Your License Early

THE last step in the welcome elimination of retail

selling by manufaoturing and wholesale houses

comes into effect the 15th of this month with the

inauguration of the license system for retail jewelers and

other "luxury" dealers. It is laid down that manufac-
turers, jobbers, and wholesalers may not sell luxury goods,

(on which the tax is collected by and from the retailer)

except to retailers who have obtained a license, and who
give their license number with their orders for such good's.

This makes it an offence punishable by law for whole-

salers, jobbers or manufacturers to sell such goods at

retail unless they first take out licenses as retailers. And
if they take out retail licenses they are brought at once

into open competition with their own trade customers.

As for the retailer, he should at once apply for his

license, if he has not already done so. On and after the

fifteenth, according to regulations, he will be required to

state his license number on all orders for luxury goods.

If he dbes not do so, the wholesaler, manufacturer, etc.,

must either refuse to fill his order or run chances of get-

ting into serious difficulties with the Department of In-

land Revenue.

Application forms may be obtained by writing to the

nearest Collector of Inland Revenue, and should be filled

out and returned to him at once. Thereafter licenses will

be sent out in order of receipt of applications. The sooner

the application is in, the better chance the applicant has

of receiving his license before the regulations requiring

it go into effect.

Technically, no merchant will be permitted to sell

luxury goods on or after the 15th of this month unless he

is in possession of a license. It is not likely, however, that

the regulation will be so strictly enforced as to make this

requirement absolute for the first few days or weeks of

the new order of things.

In the first place, orders received prior to the 15th by
manufacturers, etc., will be filled after that date without

interference from the Department. Nor, it is stated, will

the Department begin at once to check up luxury dealers

to learn whether they are in possession of licenses. In

short, a reasonable amount of latitude will be allowed to

provide for delays for which the Department itself will

be responsible. When sufficient time has elapsed, and it

is thought that every deakr should be in possession of a

license, the work of checking up will at once begin—and
woe betide the jeweler who is still doing business without

a license, and the wholesaler who sells him goods

!

One large Toronto firm states that it will not immed-
iately begin to "close down" on retailers on Nov. 15th, but

will fill all orders, attaching to invoices (for which no
license number has been given) a note requesting the

retailer to obtain a license at the earliest possible date and

to advise the firm of its number. This, however, can be

done for only a comparatively short time, and while the

Department is not minded to be unnecessarily strict, it

would be foolish for either retailer or wholesaler to "take

a chance" on too protracted' a period of leniency.

Already a warning has been sent out to wholesalers

and manufacturers of luxury goods in the following

terms:

SUPPLEMENT.ARY REGULATIONS.

Retailers selling goods subject to the Excise

(Luxury) Tax, as provided in the Amendments to

The Special War Revenue Act, 1915, are required

to obtain a Retailer's License—such retailers must
state conspicuously on their orders, the registered

number and character of license held by them,

thus :

—

"Retailer's License No "'

Persons, firms, or corporations, before selling to

a retailer goods subject to Excise (Luxury) Tax
must be in possession of evidence that such retailer

is a holder of a retailer's license.

In the above, the fact is obviously overlooked that

jewelers are given a different license from that of other

retailers of luxury goods ; so that instead of the form
given above, the jeweler would have to endorse on his

order

:

"Retail Jeweler's License Xo "

The use of revenue stamps by luxury dealers generally

comes into effect with the beginning of this month. As
far as the jeweler is conceriied, he is affected by this in

the sale of only one class of goods—pipes selling at over

$2.50. As these require a tax of twenty per cent, collected

on the net selling price of the pipe (instead of an absorbed

tax of ten per cent, on the total sum received, as in the

case of other wares of the jeweler), stamps to the neces-

sary amount must be affixed by the jeweler in the sale of

such pipes.

In making application for a license, dift'erent applica-

tion forms are used.

Although application for a retail jewelry license, for a

license to imanufacture luxury goods on which tax is paid

by manufacturer, or for the "sales tax" license for manu-
facturers and wholesalers may all be made on the one

printed form, as prepared by the Department, an entirely

dift'erent form is prepared for application of the ordinary

retailers license. Jewelers, therefore, should state, when
writing for application forms, that they are jewelers; else

they are liable to receive the wrong variety of application

form, which would result in delay of receipt of their

licenses.

39
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No Price Recession in Sight

OXE great, al]-embracing reason why no recession of

prices in the jeweler's wares i.Tnay be expected is

tha: there has l^een no undue inflation in these

commodities, with the result that no price reduction is

possible. That statement may be made fairly generally

concerning everything the jeweler handles, and the suc-

cessful prosecution of business during these months of

deflation necessitate not only that the general public be

convinced of this fact, but that the jeweler himself be

convinced of it. What small price recessions were due

have already been made, the manufacturers state; and

any economist will tell you that under these circumstances

any holding-off of buying must result only in decreased

manufacturing, which inevitably means higher prices later.

Taking the principal wares in which the jeweler deals,

we have

:

Jewelry

Watches and Clocks

Silver and Plated Ware

Concerning the first, several factors enter into the

composition of this line of goods.

One of the principal items is gold. The price for gold

is set—may neither increase nor decrease, excepting that

in' Canada it is at a premium equal to the exchange on

New York. This premium still exists and may exist for

years.

Gems, pearls, and artificial pearls are another item.

Diamonds have been committed by the mining combine to

constantly and gradually increasing prices under an agree-

ment which is effective for at least four years longer.

The gradual failure of the supply also guarantees that

there can be no recession of price. While no agreement

has been reached as to other gem-stones, the largely in-

creased demand for colored stones, and the gradually

failing supply necessitate that the price tendency must be

upward. Pearls threaten to become almost extinct, as the

supply is failing rapidly, and prices continue to advance

in consequence for such as are obtainable. Artificial

pearls are the product of labor, and as there is no indica-

tion of a recession of wages for skilled workers there

cannot jiossibly be a recession of prices in this comnnodity.

Platinum has long since reached what appears to be

its normal post-war level, and as no large or surplus stocks

of it exist, there can be no forced or "'distress'" unloading

to bring down prices. Demand is in excess of supply, as

it is put to many highly necessary scientific uses aside from

the comparatively small amount required for jewelry.

Watches and clocks are almost entirely (estimated at

90 per cent.) the product of labor; and in view of the

greatly increased wages paid to skilled' workmen, it is a

matter of wonder that prices have advanced so little as

they have. The former are stated to have advanced more

than seventy ])er cent., while prices have gone up on an

average only from twenty to forty per cent. It may be

wondered how this was possible. The explanation lies

largely in the increased gross production, which tends to

reduce costs per unit. The only possible result that could

follow if the public were to hokl off purchasing would be

a decreased production and an increased price. If the

normal demand is maintained, prices will probably remain

at their present level. But as wages remain firm, or may
even be subject to slight future readjustments upwards,

there can be no recession of prices.

Silverware is the one item of importance concerning

which a superficial examination of the situation might

lead the public to expect a reduction. It might be pointed

out that the price of bar silver has fallen from around

$1.35 to around 8()c., or approximately forty per cent. But

when this fact is being considered, it must also be remem-
bered that the rise to the peak price was very rapid ;. that

it was mostly the result of foreign demand and domestic

speculation which the foreign demand incited; that the

price did not long remain at the high figure; and most of

all, that the manufacturers of silverware bought very little

of their supplies during the time that silver was having its

little flier. Had they done so, silverware would probably

be twenty-five or thirty per cent, higher than it now is,

and there would indeed be room for price recession. As
they did not, and' as silverware is not as high as last

February's price of silver would warrant, the present price

may be accepted as stable.

It should be noticed that in none of these wares do the

circumstances compare with those in the wheat, leather,

wool or other markets where marked drops in Thrice have

taken place. There would be no fall in the price of wheat
were it not that the crop has been such an extraordinarily

good one, and one which can be harvested at very little

more than a poor crop would have cost. With wool and
leather, the price had gone abnormally high through the

profiteering efforts of speculators to corner the markets
of the raw materials. When the banks withdrew their

support from these the speculators were forced to sell at

whatever they could' get. Similar explanations are present

in the reduction of price in every article where there has

l)een price reduction. But in the jewelry trade there has

been no speculating, no profiteering, no undue advance
of prices—which, indeed, have by no means kept up to

the upward trend of other commodities. Hence, when
those other commodities are forced down to normal, or

below (due to distress sales), no similar occurrence can

be expected in the jeweler's wares.

It is eminently desirable that jewelers should know
the facts as they are, and should' make the public aware
of them—if any question of future prices arises.

The situation is summed up very nicely in a letter to

the Jewelers' Circular by J. A. Gardner of the Hughes
& Xiles Co., who writes:

"The manufacturing jewelers, although made of the

same stuff that ordinary men are made of, have rjot

profiteered during or since the war; probably not so much
because they were morally above such a procedure as

because they were not tempted to follow the line of least

resistance as were our brother manufacturers in other

lines. This being the case, there is no pinnacle for us

to topple off of, and we will probably go along with the

same old prices, as are now established, for a number of

years to come . . . and inasmuch as jewelers have not

profiteered, labor has not been babied ; consequently there

is no pinnacle for them to fall off of, and we should thank

our lucky stars to be in this position."

Taken all round, it would seem as though any retail

jeweler who may endeavor to "cut a loss"' by selling now
at cut prices in the hope of being able to make replace-

ments at a lower price will be letting himself in for a

painful awakening; and that the customer who holds off

now on the purchase of jewelry in the hope of being able

to buy cheaper next year is laying himself open to a bad

disappointment. •



1 h E T HADE 1< 41

All Saskatchewan Represented
RHGiNA, Sept. 28th.—Saskatchewan jewelers again

upheld their reputation for originahty and hard

work when they met in the fall convention to see

what had been accomplished during the year and lay fresh

plans for developing the organization. The meeting was
held' in Regina and was well attended, the whole province

being represented. Mr. M. C. Ellis, president, and Mr.

O. M. Ross, secretary, of the C.N.J.A., were present and

werfe given two very busy days, not a moment being lost

from early Monday morning, Sept. 27th, until the con-

vention closed at 6.30 p.m. on Tuesday in time for the

visitors to catch a train for Calgary.

Sessions were held morning, afternoon and evening, and
were marked by a striking series of addresses, the same
enthusiasm and cordiality being manifested as were dis-

played at Winnipeg. Two new subjects were taken up,

however, in addresses on "Banking Practice" and "Fire

Insurance," a very practical talk being given in each case

and a discussion following in which some pertinent facts

of real value to everv retailer were disclosed. The sub-

MR. A. L. WHEATLEY,
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jects of Publicity and Accounting were also presented by
Mr. Ellis along the same lines as at the Winnipeg con-
vention and were received with equal interest. Almost
every phase of the jewelry industry was discussed from
one ang'.e or another, and the series of resolutions passed
gives an indication of the views of the gathering.

Qn the social side, the evening dinner on the first day
was attended by wives- of the Regina jewelers as well as

of a number of the visitors and also by almost all the
staffs of the various stores, so that the assemblage assumed
quite large proportions and, with an orchestra of merit, a

vocalist of remarkable talent, and a skilled violini.st, the
evening was a remarkably enjoyable one. Saskatchewan
people also know how to >inj and when P)i'ly Watson got

one long table competing with the other, the volume was
surprising.

The proceedings wound up with an experience meet-
ing when a number of delegates expressed their views on
what the organization had accomplished. The testimony
was altogether favorable and exceedingly encouraging to
all who had fathered the association.

The Regina men—Art Wheatley, Fred England, Milton
Hicks, Lou Gillespie—were wonderful hosts, and with
such assistants as Watson of North Battleford and Bar-
clay Crichton of Moose Jaw, there was nothing that was
overlooked. The convention was highly enthusiastic over
the Winnipeg convention, and it is possible that the annual
meeting of the Saskatchewan jewelers may be held there
on the day preceding the national meeting which starts on
Feb. 22nd.

The convention opened on Monday morning with a
meeting of the executive committee to discuss the pro-

gramme, and the first function was a luncheon at the
King's Hotel at which about forty members were present.

President A. L. Wheatley extended a hearty welcome to

the visitors from che province and to the National offi-

cers. He regretted the enforced absence of such enthusi-

astic members as "Dick" Downing of Moosomin and
''CharHe" Clare of Prince Albert, but said they were still

whole-hearted in support of the movement. He intro-

duced Mr. W. S. Thompson, local manager of the Im-
perial Bank, who gave an entertaining and instructive

talk on the Canadian banking system, emphasizing how-

important it was for the merchant to keep his books so

that a clear statement of his affairs would always be
available and also to put full confidence in his banker, so

that the fullest co-operation might be secured.

The convention then adjourned to the City Hall where
the Council Chamber was placed at its disposal. Fred
England looked very natural in the Mayor's chair, but

unfortunately his tenure was brief, very much briefer than
the delegates would have liked it to be.

The President announced that at the morning meeting
of the executive Mr. England had been asked to act as

Chairman of a joint committee on Price Lists and Mem-
bership and asked anyone Who had suggestions to offer

to give them to Mr. England. A Regina committee would
then revise the prices, submit them to the executive and,

if approved, mail a copy to every jeweler in Saskatchewan.

Mr. Wheatley also announced that Mr. Barclay Crichton

of Moose Jaw would act as convener of the Resolutions

Committee.

He then introduced Mr. M. C. Ellis, who complimented
the association on its originality and helpfulness. When
it initiated the $10 membership fee, it had done the most
valuable work possible for the Association, as the history

of organizations showed that most of them foundered on
that point. Its example had been followed by every asso-

ciation in Canada with the result that the whole organiza-

tion was now on a firm footing. Mr. Ellis then went into

the matter of the luxury tax legislation, covering practical-

ly the same ground as in his Winnipeg speech, and a very

brisk discussion followed his speech which was heard
with the most intense interest. A lack of information

with regard to the operation of the tax was evidenced

from some towns, due mostly to the inability of the mer-
chants to ge: proper information from their revenue offi-

cers while certain towns reported that other trades were
not collecting the luxury tax at all. In other places the

tax was being collected with perfect ease and working
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highly satisfactorily. It was pointed out by Milton Hicks

that when the stamp tax was made effective on Nov. 1st,

much of the trouble with other trades would be elimin-

ated. It was made very clear, however, that the action

of the Government in granting certain exemptions to

other trades and in compelling the payment of a tax on
tax-paid goods could not be too strongly condemned and

the resolutions committee was asked to prepare a strong

instruction to the National Executive along this line.

^Ir. Watson thought the tax should be paid at the

source and didn't think the present legislation would be

repealed for six years. Mr. Wheatley opposed the idea

of being loaded up with stock on which a tax had been

paid and said it was easy to make up on other lines for

any loss on exempted goods. Mr. McLelland of Melville

added that he thought the men who had made the arrange-

ment with the Government were heroes. He never men-

tioned the word "tax" and had no difficulty in the matter

at all. He also pointed out that the price of jewelry had

not advanced in anything like the same degree as other

goods and could easily stand a slight increase to cover

losses on any line. Messrs. England and Watson were

added to the Resolutions Committee and the meeting ad-

journed for dinner.

A surprise greeted the visitors when they assembled in

the dining room as it had been handsomely adorned with

flowers and an orchestra was in full swing. An invita-

tion had been extended to the ladies to attend and it was

freely accepted, a delightful touch of color being thus

given to the scene. Song sheets with a very choice selec-

tion of numbers were distributed and, of all the associa-

tions, Saskatchewan would no doubt take the palm for

choral singing. With such conductors as Arthur Wheat-

ley and Barclay Crichton present, this is not surprising.

The songs were rendered with great gusto and were re-

sponsible for very pleasant interludes between the courses

and speeches.

After dinner. President Wheatley produced a very

mysterious looking parcel and proceeded to open it up.

To everyone's surprise, it proved to be an old-fashioned

cruet stand of very ancient vintage. The Chairman took

this as an ohject lesson to illustrate the difference between

the present and the days of yore when jewelers crossed

the street to avoid one another and travellers were con-

sidered nuisances.

Now they were all brothers and the C.N.J.A. had been

responsible for the change. There was no doubt of it

being a great benefit, socially as well as personally, and

he warmly thanked the visitors from the East. He en-

troduced Mr. M. C. Ellis, who said the C.N.J.A. was on

the high road and travelling fast toward accomplishing its

aims and purposes. It now occupied a position they should

be proud of and he was glad to see that the ladies were

being brought in because they could exert so beneficial an

influence in the campaign of education. Mr. Ellis then

addressed the gathering on the publicity question along

the same lines as before.

At the conclusion Vice-President England rose to pro-

pose a vote of thanks. He agreed that Winnipeg was

the gateway to the West but said that Regina was the

keystone of the arch. Saskatchewan had the largest rural

population of any country in the world, and he was sur-

prised to note how small a proportion of the publicity

fund had been allotted to the province. He congratulated

the National Executive on taking so active an interest in

the western associations and expressed the keenest pleas-

ure in acknowledging a speech of such eloquence and

practical value. Mr. Stevenson of Kindersley seconded

the motion which was carried with enthusiasm. The

function was then concluded with the entire party joining

hands in a circle and singing "Auld Lang Syne" and the

National Anthem.
On Tuesday morning the first event was the taking of

a group photograph after which the delegates adjourned to

a motion picture house where the Elgin reel showing the

manufacture of a watch was put on for their benefit and
created a very great deal of satisfaction and interest. The
session was then resumed in the City Hall and the ques-

tion l)ox was opened. The first query was with reference

to the unsatisfactory watch glasses that had troubled the

trade of recent years, l)ut it was pointed out that V.T.F.'s
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were now available and that the difficulty would soon dis-

appear.

The Secretary's report was then presented by Mr. Mil-

ton Hicks in the absence of C. F. Clare, showing a net

membership of 51 with a balance in the treasury of $160.

At the afternoon session a most practical and instruc-

tive talk on Fire Insurance was given by Mr. A. J. Hosie,

covering the points of co-insurance, liability for repairs,

proper wording of policies to cover the jeweler's stock,

etc. The following wording was submitted by the expert

as a clause that would absolutely protect the jeweler in

case of loss by fire and all members of the association

will be advised to have it inserted in their policies: "On
the stock in trade, goods and merchandise of every

description usual to the business of a retail jewelry store,

including merchandise manufactured, unmanufactured and

in process thereof, and all materials incidental thereto,

the property of the assured or held on commission, sold

but not delivered for which they may be liable."

Mr. Hosie strongly advised his hearers against accept-

ing any Hability for goods left in their possession for re-

pairs, unless they were prepared to accept the responsi-

biHty and take on the additional insurance necessary. The

best plan would be to notify their customers by the dis-

play of a sign to the effect that goods were left in the

store at the owner's risk.
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The extension of the Jewelers' Security Alliance to

cover the whole of Canada was then reviewed by Mr.

Ross, as was also a proposal to inaugurate a mutual fire

insurance company for the jewelry trade of Canada.

Much interest was evidenced in the proposal and it will

be gone into further by the Saskatchewan executive.

The report of the resolutions committee was then pre-

sented by Mr. England in the absence of Mr. Crichton

and enthusiastically approved as follows

:

The members of the Saskatchewan Jewelers' Asso-

ciation, in convention assembled, reaffirm their adherence

to the principles and statement of poiicy as adopted at

their convention in January, 1920', and again agree to con-

form to such principles in their business practice, includ-

ing the following:

1. To abolish the practice of giving valuations on

goods purchased elsewhere.

2. To discontinue the practice of engraving without

charge.

3. To discontinue the practice of loaning watches (ex-

cept in the case of raihvaymen).

4. To maintain a one-price system on all goods placed

in stock.

'5. To adopt the schedule of repair prices recommended
by this association as a minimum and to charge a fair and

reasonable price on every item of service and' repairs not

enumerated oirthe price list.

This convention desires to express its hearty appre-

ciation of the work done by the executive of the Cana-
dian National Jewelers' Association on behalf of the jew-

elry trade, and goes on record as unreservedly endorsing

the organization of the C.N.J.A., and pledges its undivided

support in furthering the objects of the organization.

The thanks of the Association are hereby tendered to

the C.N.J.A. executive for its practical interest in the

western associations as expressed by its action in delegat-

ing officers to attend our meetings, and' we especially ex-

press our deep appreciation of the valuable services rend-

ered at our meetings by President Ellis and Secretary

Ross.

This convention heartily endorses the jewelry publicity

campaign undertaken by the C.N.J.A. and recommends to

its members that they co-operate to the fullest possible

extent, both by subscribing as liberally as possible to the

general fund, and by giving as widespread publicity as

possible to the slogan "'Gifts that Last," by advertising and
by display of the window sign.

This convention also warmly endorses the system of

practical accounting for jewelers issued' by the Jewelers'

Research Bureau and recommends to such of its mem-

bers as may require a simple accounting system that they

secure the book of instructions and sample sheets with the

aim of installing the plan in their stores.

This convention recommends to its executive that a

booklet be prepared annually, giving the constitution and
by-laws of the association; the resolutions adopted at the

annual convention; the price list on repairs and engraving

and the names of its officers and members and that a copy

of thrs booklet be sent to every member of the trade in

Saskatchewan.

This convention places itself on record as endorsing

the forms of guarantee on watches and clocks and repair

work, limiting the guarantee to three months, as approved

by the National Convention in Montreal, and recommend's

that the executive have these forms printed in pads and a

supply mailed to every jeweler in Saskatchewan with an

invitation to place the limited guarantee in effect at once.

The action of the National Association in deciding to

present the case of the jewelry trade to the Tariff Com-
mission at its session in Toronto is heartily approved, and

it is recommended that emphasis be laid on the following

points

:

That the imposition of a luxury tax on any trade is

unjust and discriminatory legislation only justifiable in

times of extreme stress.

That the jewelry trade, having- sustained more than

its share of the financial burden during the war, was en-

titled to a full measure of relief upon the signing of the

armistice.

That the action of the Government in granting exemp-
tion to other traded on certain clauses of goods was an

outrageous violation of every principle of business ethics

and unjustifiable on any score.

That the present luxury tax legislation should be re-

pealed and in lieu thereof that the sales tax of one per

cent, should be extended to cover every trade and pro-

fession along the lines of the resolution adopted by the

National Convention in Montreal in February.

This Association strongly condemns the practice of

certain wholesalers and manufacturers in selling goods to

outside dealers in towns where a regular jeweler is lo-

cated', and that every possible support be given to such

houses as confine their dealings to the legitimate jewelry

trade. Also that all manufacturers of nationally adver-

tised lines be requested to maintain the sales price to the

consumer, and the profit to the dealer during the life-

time of the advertised price in all catalogues, and that

such manufacturers be notified that the jewelry trade will

maintain during the life of any catalogue, the prices

shown therein on their goods.
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A group of the 'mevihers
present at the Saskatchewan
convention, taken on the steps

of the City Hall in Ifegina.

Not all. It nfortunately, were
there for the photograph, hut
those who turned up seem
happy enough, icithal, if one
may judge ty the expressions
on their faces.
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That the National Executive be requested to have pre-

pared and sent to all jewelers a pamphlet outlining the

arguments in favor of the proposed general sales tax, and
that all district and provincial associations be requested

to undertake a campaign of education on taxation among
other trades with a view to securing united support for

the proposal in presenting it to the Government.

That the thanks of this association be tendered to the

Mayor and Corporation of the City of Regina for the

courtesy extended in allowing the nse of the Council

Chambers for our business sessions.

That the thanks of the out-of-town members of this

association be tendered the President, Vice-President and

city members of the association for the excellent pro-

gramme provided and the successful manner in which the

convention has been carried through.

The convention closed with an experience meeting at

which a number of jewelers gave their views. Lou Gilles-

pie, Ran Pringle, W. A. Stevenson, C. S. Boehm, R. Rob-

inson, H. H. Mac.\rthur, F. J. Wilson, A. Henneberg, W.
T. Mitchell, G. W. Harrington. W. S. McLelland. in fact

almost all those present bore strong testimony to the great

success of the co-operation movement and the adjourn-

ment was made with handshakes all round.

Among the visitors at the convention were A. E. Bel-

yea of the E. & A. Gunther Co., and Mr. Tisdall of the

Defoe-Wilson Co., both of Toronto. They were warmly

welcomed as worthy missionaries in a good cause.

Two Meetings in Alberta

CALGARN'. Oct. 2.— Hearty as was the welcome ex-

tended to the visiting representatives of the C.N.J.A.

in Manitoba and Saskatchewan, it exceeded in no

respect that tendered' by the members of the Alberta Asso-

ciation. Calgary was reached on the morning of Sept.

29th, and a fleet of motor cars was at the disposal of the

visitors, who, as a matter of fact, had hardly touched foot

to a pavement since their arrival in Winni]ieg. As no
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meetings had been arranged' for that day, the visitors were

entertained at luncheon and then escorted to the County

Club where a foursome was arranged, the Presidents,

Messrs. Ellis of the C.N.J.A., and Black of the Alberta

Association, playing against Secretary Holdsworth of the

local organization and Secretary Ross of the National

body. The result was not officially announced', but the

presidents were conceded to be up to some considerable

extent. The day was magnificent, the weather being

balmy and warm and the beautiful setting of the course

rendered the outing a most delightful one. After diimer

at the clut) the party visited a theatre and this concluded

the first really free day for the visitors on the Jri]) and

the most enjoyal)Ie one from a purely social ])oint of

On Thursday, Sejit. 30th. the convention opened' in the

l)eautiful rooms of the Board of Trade which had been

])laced at the disposal of the jewelers. The first matter

taken up was that of price lists, and on motion of Messrs.

Russell of Macleod and Moffat of Calgary, it was decided

that the eastern list on engraving be adopted, as was the

case in Manitoba and Saskatchewan. It was also decided

that an engraving price list, with a style card attached,

should go to every member of the trade. It was agreed

after some discussion that there should be no difference

in the price charged for engraving of goods bought in the

jewelry store or elsewhere.

The price list on jewelry repairs as passed at Winni-

peg was also considered and referred to a committee con-

sisting of Messrs. Craven, Jones and Walter Agnew, with

instructions to prepare a complete list. At a later session

it was decided that this committee, with the addition of

Mr. R. H. Uren, be authorized to get out the list and have

it mailed to the trade, the time not having been found

sufficient to prepare a list for presentation to the conven-

tion.

A committee on resolutions was then appointed with

instructions to report at the evening session.

Mr. M. C. Ellis, President of the C.N.J.A., was intro-

duced and explained the object of the tour of the western

provinces. Saying the dominant factor in the policy of

the association had been to make it worth while for every

jeweler to belong, he went into an elucidation of the ac-

counting system. A free discussion followed and prac-

tically every retailer present asked for a copy of the sys-

tem, but it was pointed out by Mr. Holdsworth that there

were certain points on which it was desirable to have a

report from a Canadian accountant and it was decided

that such a report should be secured and submitted to the

executive before the orders were sent in.

As the luncheon hour was reached, adjournment was

made to the beautiful dining room of the Hudson Bay Co.

where the company enjoyed a splendidly served meal.

After luncheon, Mr. Ellis went into the matter of taxa-

tion and another frank and full discussion followed, the

various questious being answered to the entire satisfaction

of the gathering. At four o'clock the session was con-

cluded and the visitors from outside points were treated

to a motor trip around the city, the wonderful growth be-

ing a subject of surprising interest.

At six o'clock the convention again asscmliled in the
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d'ining room of the Board of Trade for supper, the num-
bers being largely augmented by the selling and managing
staffs of the various local stores. Mr. D. E. Black occu-

pied the chair and complimented the gathering on the

large attendance. He was sorrv that there were not more
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men present from outside towns as it was a great oppor-

tunity that no retail jeweler could afford to imiss.

Owing to the fact that the Retail Merchants were

meeting in another room and were awaiting the result of

the jewelers" deliberations on proposed amendments to

the Factories' .\ct, the report of the Resolutions Commit-
tee on this subject was first taken up. The committee re-

ported in favor of recommending that the minimum wage
for apprentices should be fixed at $7 per week for the

first year, salesladies $12, and boys other than ap[)ren-

tices $10 per week. It was pointed out by Mr. Uren that

the labor men were demanding a minimum wage of $20 per

week all round. On motion of Messrs. f-Ioldvvorth and
Uren the report was adopted.

The resolutions adopted by the convention in Saskat-

chewan were then read and adopted in toto, with the

addition of the following: "That the Association recom-
mend to its members that they take every possible step

toward checking the practice of organizations iii soliciting

prizes and contributions from the jewelry trade."

It was pointed' out that the trade had become the tar-

get for requests for prizes for every conceivable form of

entertainment, and it had become a serious drain in some
sections. It was agreed that concerted action would check

the evil to some extent but it was also understood that

every jeweler should be at liberty to offer a trophy or give

an unsolicited prize or donation at any time.

Mr. Black then introduced Mr. Ellis again with the re-

mark that while the association was only in its infancy,

it had already produced remarkable results and would
prove an immense force in the trade. Perhaps the most
important measure undertaken was the publicity cam-
paign and he asked Mr. Ellis to enlighten them on the

subject. After a lucid and comprehensive talk on the sub-

ject, the project was enthusiastically endorsed, and the

meeting pledged itself to raise one-half of the amount
allotted to Alberta.

Secretary Ross fol'lowed with a few brief remarks on

the general objects of the movement, outlining the work
of the Jewelers' Security Alliance and the possibility of

starting a mutual fire insurance codii)any for retail jew-

elers. A general discussion follower, jjarticipated in by

Messrs. Mills of Drumheller; Godley of Claresholm

;

TurnbuM of Big Valley; Strutz of Hanna ; Russell of

Macleod; Moffat, Craven, Jones, Uren and others of Cal-

gary. The convention adjourned' at 11 o'clock after a

very pleasant and interesting evening.

The Meeting In Edmonton

Edmonton was the center for the gathering of North-

ern Alberta jewelers, but the attendance from outside

towns was not encouraging. The only meeting was one

held in the evening at the Corona Hotel, but there was a

very representative gathering, the largest yet held in the

district. It was presided over by Mr. W. J. Jackson,

Chairman of the district.

.\fter having each of those present give his name and

address, Mr. Jackson welcomed the visitors from outside,

saying the jewelers had reached the point where they

could eat with one another instead of eating one another.

He was afraid they had very slightly appreciated the great

work that the National Association had accomplished on

their behalf, and called on Mr. Ellis to explain the various

matters that had been taken up.

On account of the limited time at his disposal, Mr.

Ellis was compelled to gro^up the subjects of publicity,

accounting and ta.xation all in one address, which he did

with admirable success, speaking a little over one hour.

Every point was made clear to the satisfaction of all pres-

ent rnul' the resolutions adopted at Regina and Calgary

were warmly endorsed. The publicity campaign was thor-

oug'hly approved and the proportion for Northern Al-

berta was guaranteed, a number of subscriptions being

made. Among the subscribers was Mr. P. B. Nett of

Provost, who has attended every meeting of jewelers since

the organization was formed, although he is compelled

to lock up his store when he goes away. Mr. Nett had

to leave at 10 o'clock to catch his train and was given a

very hearty send-oft'. The meeting adjourned after eleven

o'clock.

The jewelers of Edmonton Were no less hospitable than

those of the other cities, the visiting officers of the

C.N. J.A. being imet at the depot by a deputation consist-

ing of Messrs. W. J. Jackson, '"Doc" Kirkland and W. T.

.\sh. Both afternoon.'^ were spent in driving around the

city and suburbs, one particularly striking event !)eing a

visit to the farm of Mr. Warner, a short distance from

Edmonton. Here was found a most magnificent showing

of flowers and foliage of all kinds, the visitors even en-

joying the pleasure of picking strawberries of delicious

flavor on October- 2nd. Mr. Alex Fallo of the Waltham

Watch Co.. and Mrs. I-'alle were also in the party and
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were charmed with the splendid farm buildings and resi-

dence and the beautifully laid-out gardens. It was a real

eye-opener to one who fancied he was nearing the Arctic

Circle.

Among others in attendance at the Edmonton meeting

were Mr. T. A. Burns of the Goldsmiths Stock Co., who
gave a most delightful rendering of "Bairnies Cuddle

Doon," and Mr. Kantel of Toronto.

Coast Trade Enthusiastic

Bv A. Fraser Reid.

VANCOUVER, Oct. 6.—A meeting of the mainland
British Columbia branch of the Canadian National.

Jewelers' Association was held in the Board of

Trade Chambers, Vancouver, on the afternoon of

Tuesday, October 5. Twenty-five members of the trade
were present. Among the out-of-town representatives

were Wm. Kerr, of Kamloops; W. H. Wilkerson, of Vic-
toria, and R. Kaplansky, of Nanaimo.

Geo. E. Trorey, vice-president, occupied the chair in

the absence of President O. B. Allan, Vvho had gone with
the Board of Trade excursion into the Peace River coun-
try. Briefly welcoming the assembled jewelers, Mr.
Trorey expressed the pleasure it gave him to introduce

the speaker of the day, M. C. Ellis, the president of the

National Association, whom he believed the majority of

those present had already met.

The meeting then opened with a little informal dis-

cussion on the question of prices charged for engraving

work. ]\Ir. Ellis stated that the prices charged on engrav-

ing in the cities through which he and Mr. Ross had passed,

including Winnipeg and Regina, were charging the same
as the Eastern houses who were using catalogues. In this

way a price list for engraving would be established, equally

satisfactory as that for watch repairing and general jew-

elry work.

Mr. Kaplansky referred to the fact that a meeting of

the Island branch of the Association was being held at

Victoria on the following Thursday evening, with the ol)-

ject of passing upon a price list. There was considerable

difference between the prices of the mainland branch and

that on the Island. He thought it would be a detriment

to have this difference, as there was much interchange of

traffic between the cities of Nanaimo and' Victoria espe-

cially and the city of Vancouver. These two cities were
so close to Vancouver that, in his opinion, a similar price

list should prevail. The Island list was lower in some
respects and higher in others, and some people were small

enough that they might be tempted in an endeavor to

save, even if only ten cents.

A. J. Jacoby, secretary, said that the price list, as used

by the mainland branch, was passed by practically every

member. A copy was sent over to the Island branch, but

they seemed to prefer establishing a list of their own.

Mr. Trorey thought it might perhaps be advisable to

change or revise their prices at this time.

W. M. Carson, manager of the Birks store, thought

they should go over and re-arrange their own price list,

as there had been a big increase in wages since the list

was passed originally.

Mr. Ellis suggested that they (Mr. Ross and' himself)

might take the Vancouver list over to the Island with

them and endeavor to get the Island branch to adopt it.

They wanted this branch of the trade to be established on

a firm and fair basis, so that jewelers might be able to

make a fair and legitimate profit on their work.

Mr. Kaplansky said he had just mentioned the meeting

in the hope that something might be done along these lines.

Personally, he hoped to see a uniform price list adopted

over the whole of British Columbia, but more especially

between the cities of Vancouver, Victoria and Nanaimo.

Mr. Ellis said' that it was a great pleasure for Mr.

Ross, the secretary of the National Association, and him-

self to meet with the jewelers of Vancouver and district.

The Association was looking to the west as to a powerful

right arm. From Winnipeg west the membership of the

Association was 50 per cent, of the jewelers of the prov-

inces—a better average than that of the Jewelers Asso-

ciation of the United States, which had been in existence

over fifteen years. It would thus be seen, said Mr. Ellis,

that the jewelers of the Dominion, from the Atlantic to

the Pacific, were now on a well-established basis, and all

in full and active co-operation with the National Asso-

ciation. Theirs was an association, not in restraint of

trade but in furtherance of trade and of a higher ethical

standard, giving to the public by improved methods of

salesmianship an even more satisfying and higher type of

service.

In the course of a highly interesting dissertation on

the vagaries of the luxury tax, the speaker detailed the

steps taken by the National Executive on this vexed ques-

tion, proving most conclusively that the executive were

right on the job and that they had been the means of ac-

complishing a great deal of valuable work. In seeking re-

lease from the original tax, and in proposing an absorbed

tax on the turnover of the store, the executive had pointed

out to Sir Thomas White that the jewelry trade had made
very little fuss about the tax, other than the lax method

in which the Government proposed to collect it, and the

evasions that could be made to the detriment of the honest

jeweler.

One thing which should not be ove/looked by jewelers,

said Mr. Ellis, was the fact that they were selling their

goods to-day at a lesser rate than during war-time. With
the abolition of the 10 per cent, excise tax, and the war

tax of 7 '4 per cent., jewelers were now only paying a

straight tax on turnover of 10 per cent, and were thus

giving customers goods cheaper than at any time during

the past five years. This was an important point, and

one which should not be overlooked.

The efforts of the executive of the National Associa-

tion were devoted largely now to the abolition of the lux-

ury tax in its entirety, and the substitution in its stead

of a straight tax on one-half of one per cent., or of one

per cent, on all business of every sort, speculative 6r

otherwise. They had strong evidence that the Govern-

ment were collecting from manufacturers and wholesal-

ers more than they were receiving from the luxury tax

—

and at an enormously less expense than the collection of

the luxury taxes. During the month of September, the

one per cent, sales tax collected in Vancouver amounted

to $140,000, whereas other taxes together amounted to

only .$45,000. The Government were thus getting strong

arguments, if similar reports came from other parts of

the country, in favor of a straight one per cent, tax on all

transactions. The Toronto "Saturday Night" of Septem-

ber 18th had devoted the whole of the front page to ad-
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vocating this straight one per cent, tax, so that they would
see that the newspapers and magazines were backing the

C.NJ.A. in its proposal.

Speaking on the matter of publicity, Mr. Ellis outlined

the steps being taken by the National Association in this

regard. He eulogized the good work done in getting ma-
terial and in other ways by the secretary, Mr. Ross, who
was peculiarly qualified for this work of advertising and

publicity. Under their programme, in which it was pro-

posed' to expend the sum of $10,000 for the first year,

British Colombia jewelers were expected to contribute the

sum of $750. The association were getting busy on the

publicity work and were going to start on the first day

of November Avith t'he best slogan ever invented, "Gifts

that Last." The advertising would be carried in the best

Canadian magazines and in the best magazines that came
into Canadian homes from the United States. If the jew-

elers added to this their individual advertising, emphasiz-

ing the use of the slogan, "'Gifts that Last," then they

would reap a wonderful harvest. Every jewelry store

from Victoria to Halifax, should' have right in fron|; of

their window the little sign, "Gifts that Last." The sign

prepared for the campaign was neat enough to go into the

big jewelry store or the little jewelry store, and it should

be used so consistently that its message w'ould sink into

the minds of the people and they would naturally gravitate

to the jewelry store when in search of gifts. All the

association asked was that the jewelers of British. Colum-
bia subscribe the sum of $750.

"The Jewelers Record of Progressive Ideas" was laid

on the table for the benefit of jewelers present, and the

necessity of each jeweler linking up with the slogan was
emphasized. As Mr, Ellis said, it was a class of adver-

tising that would lift the jewelry trade and put it in the

forefront of the national industries of the Dominion. He
concluded a most forceful and interesting talk by once

more reminding his hearers that the advertising would be

carried in forty of the best magazines coming into Cana-
dian homes, and that it was up to each and every one of

them to co-operate with the National body in featuring

the slogan and thus take advantage of the splendid pub-

licity by- linking up their stores in the public mind with

"Gifts that Last."

Mr. Trorey thanked' Air. Ellis for his encouraging re-

marks and expressed the hope that it would not be long

before he would be with them again.

Mr. Ross, speaking briefly, said it was a matter of

great gratitude for Mr. Young and himself to find the

jewelers of the West in such a receptive mood on the

occasion of their visit some months ago. He had come
on this present trip with the president, Mr. Ellis, with a

great deal more confidence. They were now in a posi-

tion to say, "Here is your association; it is up to you to

use it." Jewelers had already reaped benefits from the

splendid work done by the executive down at -Ottawa.

Mr. Ross dealt mainly with the accounting system
which was now being placed at the disposal of retail jew-
elers. It cost the United States Jewelers' Research Bur-
eau $60,000 to secure this expert system, of which Can-
adian jewelers were now securing advantage. "Operat-

ing Accounts for Retail Jewelry Stores" was published

at $1.00, and for about $3.00 more, sufficient sheets could

be secured which would enable the smaller jeweler to keep
his books on this system for one year. Mr. Ross empha-
sized the fact that, despite the practice of many jewelers,

profit should be estimated as a percentage of the selling

price of good's and not of the buying price.

He also rouched briefly on the work of the National

Jewelers' Alliance, which operates in Toronto, protecting

their clients against safe burglaries, etc. At the annual
meeting of the Alliance, it was decided to extend their

activities to the whole of the Dominion. The annual fee

was raised to $5, with an entrance fee of $5, and for this

sum the Alliance did good work in following up safe bur-
glaries and other worries of the jeweler, as long as any
result could be expected from their efforts. Members
have on display a card stating that the Pinkerton detective

agency are protecting their safe, with the result that

jewelers displaying these cards are singularly avoided by
safe robbers and others of that fraternity. The National
Association, said Mr. Ross, are now inquiring into the

matter of insuring jewelers against all kinds of loss.

The matter, brought up at the Saskatchewan conven-
tion, of a mutual fire insurance plan for jewelers, was
also referred to by the speaker, who instanced the plan

being followed in the United States, whereby last year
policyholders were rebated 33j of their premiums. The
responsibility of jew\elers for repairs left in their store,

in case of fire, was also briefly touched upon by Mr. Ross.

Air. Ellis reminded the meeting that the National con-

vention would be held at Winnipeg on February 22, 23

and 24. The Winnipeg jewelers, he said, were laying out

an ambitious programme, one that would' give the jewelers

the finest time they have ever had in their lives—-a pro-

gramme of educational interest as well as of enjoyment.

An endeavor was being made to secure a whole floor of

the Fort Garry Hotel, so that wholesalers might make a

display. One feature of interest would be the breakfast

table talks. This convention, said Mr. Ellis, was coming
to the West because the West had made such a splendid

impression at Montreal, and Winnipeg had asked Mr.

Ross and himself to present the matter at every meeting

they addressed.

Air. Carson asked how department stores were falling

into line in regard to repair prices.

Air. Ellis replied that even such big concerns as the

T. Eaton Co. and the Simpson Co. were working right

along on the association list. Very little trouble had been

experienced' with department stores, who, as a whole,

were conducting their business on a high plane.

Air. Wilkerson, Victoria, said that it was a great

pleasure for him to come over and hear Air. Ellis' re-

marks. Incidentally, he remarked that things were work-

ing out fine in the Capital City.

Air. Carson asked re thermos bottles, percolators, etc.,

under the luxury tax.

Mr. Ellis replied that the executive were working on

this ; they were keeping up the pressure, and would never

let up on Sir Henry Drayton. He had written Sir Henry,

putting the latter in the position of a jeweler for the time

being, and had put very forcibly the matter of hardware

dealers receiving exennption of alarm clocks, razors, etc.,

up to $10 value ; he asked particularly for a message to

carry to the West—but he was still waiting for a reply to

that letter.

Ralph Raphael of H. & A. Saunders, Ltd., a visitor at

the convention, offered greetings to the meeting. He
assured' them that the Canadian National Jewelers' .\sso-

ciation was doing wonderful work. There was no need

of pessimism; personally, he knew that Canada was
never in a better position than it was to-day. The jewelers

of the Dominion were in a far more fortunate position

than their brethren in the United States. When in Swit-

zerland, early in the present year, he had visited a number
of the larger watch factories. In some of these he was
shown wholesale cancellations from American houses,

while he had vet to be shown one cancellation from a
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Canadian house. Conditions in Canada were really good;
we had had a good year, and it was foolish to talk of bad
times and adopt a pessimistic vein. In a little dissertation

on pearls, and the almost impossibility of securing what
was known in the trade as half-pearls, Mr. Raphael stated

that within the past few months half-pearls had advanced
more than 20(; per^cent.

Mr. Kaplansky asked whether the lu.\ury tax was ap-

plicable to the sale of badges and trophies won in cam-
petition, such as those awarded for life-saving competi-

tions in mines, etc. The answer was that such goods also

came under the 10 per cent, retail tax, as all other goods
sold by the jeweler; there was no avenue of escape, even

thoug'h the goods were offered as prizes for competitive

eft"ort.

A largely augmented party gathered at the Barron
Motel for dinner. Following the coffee came a period of

delightful social intercourse while the fragrant haze

emanating from a full score of Havanas percolated

through the atmosphere. The Earle C. Hill orchestra

discoursed the latest music novelties and added much to

the enjoyment of the little function.

The evening was finished with a theatre party, some of

the iboys hitting far the bigh lights at the Orpheum, while

others i)referred a session at the fine new .Mien movie

house, opened a few weeks ago.

The Meeting (^n the Island

VICTORIA, Oct. 8.—\'ictoria jewelers provided a

highly encouraging finale for the western trip of

the National officers by turning out en masse for an

evening meeting on Oct. 7th. The capital city of British

Columbia has ahvays been enthusiastic in the co-oi)erative

movement and in January last, gave a decided inspiration

to the visiting delegates at that time by the warmth with

Which they received the organization idea. Since that

time the local jewelers have been holding monthly meet-

ings and the first of the fall series was called to synchrgn-

ize with the visit of President Ellis and Secretary Ross.

As Messrs. Wilkerson of Victoria and' Kai)lansky of

Nanaimo were the only members from the Island present

at the Vancouver meeting, the visitors from Toronto de-

cided that their trip would not be complete without seeing

the other jewelers there and accordingly arranged to at-

tend the meeting called for Thursday evening.

It was, therefore, with a great deal of jileasure that

they found almost every jeweler from Victoria present,

the only absentees being Mr. Stoddart, who is still suffer-

ing from the blow received from the villainous thug that

attacked him in July; Mr. 01der.shaw, whose wife was in

the hospital undergoing an operation, and' Mr. Clayton,

who was tied up by another engagement. The meeting

was also attended by Messrs. Ralph Raphael of H. & .\.

Saunders, Toronto, and "Jimmie" Watt of the P. W. Ellis

Co., Toronto.

The chair was taken by Mr. A. J. Mitchell, president

of the local association, who spoke, in welcoming the vis-

itors, of the splendid results that had followed the organ-

ization movement initiated in January last. A new spirit

had been created among the trade and its effects were to

be seen every day in their relationships with one another.

He was sure they appreciated the policy of the National

executive in keeping ^the western members so closely in

touch with the work of the association and was equally

confident that they all shared with him the pleasure of

having such visitors. He introduced Mr. Ellis, who was

given a most enthusiastic welcome.

The president again reviewed in brief but compre-

hensive terms the three subjects that he covered in pre-

vious meetings, those of taxation, accounting and pub-

licity. Dealing with the first, he emphasized particularly

the fact that retail jewelers were enabled under the new

regulations to sell jewelry cheaper than they had before,

because formerly the ten per cent, tax on the duty-paid

value of imiports amounted to 14.25 per cent, in reality;

and in addition to it being removed, the war tax of 7>1

per cent, had been cancelled. Now the jeweler had to

pay only when he sold the goods in.stead of having his

shelves loaded up with stock which was already carrying

a heavy tax.

Speaking for upwards of an hour, Mr. Ellis made a

profound impression, being listened to with concentrated

attention and so lucid was his explanation of the varied

activities of the association that at the close, every one ex-

pressed himself as being fully satisfied and no questions

were asked.

Mr. Mitchell then called upon Air. Ross who briefly

touched u])on the advertising service to be oft'ered the

retail trade and the scope and plans of the Jewelers' Se-

curity Alliance in extending its operations to cover the

whole of Canada.

The subject of prices on watch rejiairs, engraving and

jewelry repairs was briefly touched upon and held over

for the next monthly meeting. The three months guar-

antee, as approved by the western associations was heart-

ily endorsed and it was recommended that it be printed in

])ads and a supply furnished to every member.

Mr. M. J. Little, in concluding the meeting, gave ex-

pression to the sentiment of the meeting by proposing a

vote of thanks. He said that the association had more
than justified itself and he had vision of great results to

come in the future. The possibilities of the organization

were greater than had been dreamed of and it promoters

had certainly build'ed better than \hey knew. It was a

great pleasure to hiin to ask that the thanks of the Vic-

toria trade, be extended to the visitors. This was seconded

by Mr. J. M. Whitney and expressed in vigorous applause.

Tn replying Mr. Ellis directed their attention to the Win-
nipeg convention to be held on February 22nd, 23rd and

24th and urged every retailer to make an effort to be

])resent. He impressed upon them the great value of the

addresses on trade matters, in addition to the social side

and the exhibits to be made by the manufacturers and

wholesalers.

Mr. Raphael made a short address, commenting upon

the improved conditions in the trade for the past two

years. The whole atmosphere had been changed and now
instead of having backbiting and jealousy there was a

brotherly feeling evidenced that made it a pleasure to d'o

business. "'Jimmie" Watt also spoke briefly and the meet-

ing was adjourned at e!e\en o'clock.

.\ ring worthy of special comment has as its centre

an Alexandrite in a diamond and platinum setting. This

stone, which is of generous size, has in subdued light a

translucent green color, but in the direct rays of the sun

reveals fiery tints of the ruby alternating with emerald

hues. The ring was named for the former Czar of all the

Russias, as it was his favorite jewel. Owing to its rarity

he could never obtain sufficient stones to satisfy a sort of

craving he possessed for this particular gem.
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Twin Cities Greet Visitors

PORT ARTHUR, Oct. 14.—A final stimulus and in-

spiration to continue the work of organizing the

jewelry trade of Canada was given the National

officers, Messrs. Ellis and Ross, by their visit to the Twin
Cities Jewelers' Association at Fort William and Port

Arthur yesterday. This organization was able to report

a membership of one hundred per cent, and the feeling of

cordial good-fellowship in the trade was so clearly mani-

fested that it was a great pleasure and' joy tp participate

in their deliberations. The Twin Cities were among the

first to take up the work of organization and, with so cap-

able and efficient a secretary as Mr. J. H. Gillespie, have

built up an association that has placed the jewelry business

on a high plane in their locality.

The fine spirit prevailing was given a striking illus-

tration in July when a picnic was held down the lake and

all jewelry stores were closed for the day. The members,

with their wives and families, turned out to the number of

seventy-five and spent what has been pronounced the most

delightful day of their experience, with a consequent re-

sult that the feeling of good fellowship has never been

allowed to die away.

The National officers were met on their arrival in Fort

William by a deputation consisting of Messrs. Burke,

Strachaa and Gillespie and, after a brief drive around the

two cities, were taken to the Avenue Hotel for lunch.

Following this, "Bob" Strachan acted as host and drove

the party all over the country, including a trip to the

fariied Kakabeka Falls, a delightful spot almost rivalling

Niagara in grandeur and winding up with an inspection

of the wonderful harbor, lined with enormous grain ele-

vators. The wonderful possibilities of the cities as the

spout for all commerce from the west were graphically

revealed and could not leave any doubt as to the magni-

ficent future in store for them. The weather was de-

lightful and the trip was as pleasurable as might be imag-

ined.

In the evening a most enjoyable dinner was tendered

the visitors in a private dining room of the Port Arthur

Hotel, a dinner served in exquisite style and fully equal

to any function of the entire trip. When the cigars were

reached, Mr. George Burke, the local chairman, formally

welcomed the National officers and only regretted that

the Twin Cities Association had not been able to assist

more than it had in the work of the National organization

on account of its isolation. They had', however, done a

great deal of good among themselves as was witnessed

by the fact that all local animosities and jealousies had

disappeared.

Mr. J. H. Gillespie spoke of the work of organization,

paying tribute to the great help afforded by Mr. .\. E.

Belyea, and saying how pleased he had been of the oppor-

tunity of assisting in so good a cause. He believed that

even the founders of the National Association had not

had a true conception of the magnificent results that would
follow the work they had undertaken. The jewelers' re-

pair department had been placed on a paying basis, but,

beyond the material benefits, he considered that the main
plank in their programme was the get-together idea.

When this permeated the trade, it was soon found that

benefits followed in many ways, that they had never real-

ized. The local association owed a great debt to the men
in the East and was very glad to have the opportunity of

hearing from them at first hand.

Mr. Ellis then went fully into the taxation question

after expressing his appreciation of the wonderful recep-

tion tendered the visitors. His lucid explanation of the

whole fight on the luxury tax legislation fully satisfied

the gathering and the discussion that followed evidenced

the fact that the trade had been saved from what might
have been disaster. He then coVered the publicity matter

fully and at the conclusion a number of members offered

subscriptions to the fund at once. It was decided', how-
ever, that the secretary should canvas the entire trade and
remit the contributions in a lump sum.

Mr. Ross then followed with a brief explanation of

the service to be supplied through the "Jewelers' Record"

and spoke of the wor.k of the Security Alliance. A vote

of thanks was tendered the speakers by a standing vote

and much applause. Orders were taken for 36 of the

signs "Gifts that Last" and the secretary will take further

orders, so that the Twin Cities will have fully done its

duty in farthering the campaign to have the sign dis-

played in every store from the Atlantic to the Pacific.

Mr. Robert Strachan, in proposing the vote of thanks,

expressed his personal appreciation of what had been ac-

complished and spoke of the great charge in local condi-

tions. Mr. W. P. Cooke, the veteran of the local trade,

who has passed the half-century mark in the business and

has been a member of the Port Arthur council for 25

years, also briefly commf.nted on the value of the asso-

ciation. The meeting broke up in time for the visitors to

catch the late train for the east and home, the entire

assemblage accompanying them to the depot, with cheer-

ing assurances of good-wiil. Almost every store in the

two cities was represented and nothing could have ex-

ceeded the cordial encouragement that was given to the

National executive to "carry on."

Message from President Ellis

Ox the conclusion of a trip of almost six thousand

miles, during which I have had the privilege, in

company with Secretary Ross, of visiting the jew-

elers of the great Canadian west, I cannot refrain from

expressing my very deep appreciation of the wonderful

series of receptions that have been tendered us and of the

buoyant spirit of optimism that has evidently permeated

even the most distant outposts of our great country. We
have had the pleasure of addressing conventions in Win-
nipeg, Regina, Calgary, Edmonton, Vancouver, Victoria

and the Twin Cities of north-wesitern Ontario, and the

spirit of co-operation and good fellowship that has been

universally manifested has certainly given a very strong

assurance of a highly beneficent future for the jewelry

trade of Canada.

No one could traverse the illimitable stretches of coun-

try during the season that we have been privileged to see

it without becoming seized of the wonderful potentialities

and the magnificent development that is bound to come.

When to this is added the splendid hospitality of the peo-

ple and their undaunted enterprise, no one can doubt that

within very few decades another vast Empire will have

arisen west of the Great Lakes.

That the jewelry trade will be fully equal to playing

its part in the great era to come has been amply attested

{Continued on page 62.)
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Owen Sound District Organized
0\^'EN SOUND is the latest to be added to the

districts of Ontario in which local associations of
jewelers have been formxed. It was not through

lack of co-operation or enthusiasm that this section was
kft unorganized' so long, as the brotherhood spirit has
long been very much in evidence, and there was no hesi-
tation about the response to the invitation to attend the
organization meeting. The response to the circular calling
the convention was almost unanimous and, had the fine

weather held out for another day, a new attendance record
would probably have been set. As it was, the gathering
could hardly have been more representative and, from the
deep interest displayed, it will probably not be long before
every member of the trade in the district will be enrolled.

The visiting delegates from headquarters were Mr.
W. G. Young, of London, chairman of the Organization
Committee of the Ontario Jewelers' Association, and Mr.
O. M. Ross, National secretary. The visitors were given
a most hospitable welcome and given the freedom of the
baby city to such an extent that they were not even
allowed to leave any money in town. A motor trip around
the business and residential sections, under the chaperon-
age of "Dave" Taylor, revealed very strikingly the com-
mercial progress of the city and its natural advantages
as a residential city. The only drawback to the full
enjoyment of the occasion was the persistent rain, which
deterred quite a number of members of the trade from
making the trip across country in their motor cars as they
had intended'. There was provision, however, against
allowing the damp weather to have too pronounced an
effect on the delegates, and the proceedings were as en-
thusiastic as could be wished.

A good illustration of the value of starting off with a
luncheon was aft'ord'ed when a very happy company sat
down to a high-class meal at the Patterson House, where
Messrs. Young and Ross were the guests of the local
'jewelers. The getting-acquainted stage was very brief,
and in a few minutes all were chatting together like old
friends, so much so in fact that it was found difficult to
break up the party wdien the time came to open the regular
meeting.

An adjournment was made, after luncheon, to the
Council Chamber of the City Hall, where Mr. J. J. Doug-
las was asked to act as temporary chairman. He called
upon Mr. Ross to outline the usual course of action at
organization meetings, and the preliminary move was a.
motion by Mr. D. C. Taylor and J. H. Newton that the
meeting proceed with the organization of the Owen Sound
District Jewelers' Association. This being carried, the
next order of business was the adoption of the standard
form of constitution and by-laws. This was responsible
for a brief discussion, Elmvvood' and Meaford being added
to the list of towns in the district which was otherwise
pronounced to be admirably laid out. It was also decided
that the annual meeting should be held in the first week
of June in each year, so that arrangements could be made-
to have delegates attend the Ontario convention in the
latter part of the same month.

The election of officers was the next order, and Messrs.
Douglas, Taylor, Shoemaker and Cobean were nominated
for the office of chairman. The first two declined on the
ground that the office should not be held by an Ov^en
Sound man, and the other two declined on the opposite
ground. It was finally decided to take a ballot, and the
result was the election of Mr. E. J. Cobean of Chesley,
although the vote was very divided. Messrs. Reichenbach

and Douglas were nominated as vice-chairman, but the

former insisted that this office, as well as that of the

secretary-treasurer, should be held in Owen Sound. This
view prevailed, and Mr. J. J. Douglas was chosen as vice-

president. Mr. Chas. Buzza was then elected secretary-

treasure, Mr. D. C. Taylor, who was also nominated,

objecting to having two officers in the same firm.

As representatives on the executive committee, Messrs.

Conrad Reichenbach of Walkerton and I. Shoemaker of

Paisley were unanimously selected.

Mr. Cobean then assumed the chair and warmly
thanked the members for the confidence reposed in him.

He had always had great confidence in the possibilities

of co-operative work, and agreed with those present that

the National Association had been the salvation of the

trade this year. He was firanly of opinion that the jewelry

trade as a whole reflected the character of the men en-

gaged in it, and could be mad^e exactly what its members
set out to make of it. He promised to further the objects

of the association by every means in his power, and called

on Mr. Ross to review the work accomplished by the

National organization.

The National secretary briefly sketched the history

of the movement and its various activities, reciting in

detail the efforts in connection with taxation, beginning

with the appeal to Sir Thomas White a year ago to repeal

the excise tax and substitute a sales tax and' winding up
with the attempt still being made to have the exemptions

granted other trades extended to the jewelry trade. A
long discussion followed on the taxation question, the

general opinion being that the jewelry trade had done well

in escaping the necessity of issuing sales slips and in-

forming the customer of the tax.

Mr. W. G. Young followed with a highly characteristic

address in which he touched upon the extent to which the

old feelings of distrust and' jealousy had disappeared in a

great many localities and_had been replaced by an era of

good-will and brotherliness. He gave many instances of

former abuses which had been largely eradicated, and

strongly urged the formation of district associations,

coupled with a word of warning againSt trying to do too

much right oft' th ; bat. It were better, he said, to get

better acquainted first, to eat together once or twice, and

then gradually get rid of inequalities and forget bad

habits. He counselled them against expecting too much
from fellow members, as it was only human to fall from

grace occasionally, but if a brother should fall, not to

resort to methods of getting even, but to endeavor by a

friendly conference, to have matters straightened out and

put on a satisfactory basis.

Following Mr. Young's address, the subject of pub-

licity was discussed, and Mr. Ross elucidated the pro-

gramme of the National Association for a widespread

campaign of publicity. General endorsement of the plan

was expressed, and each of those present placed' an ord'er

for the "Gifts That Last" sign. The meeting also agreed,

as a body, to make their proper contribution to the adver-

tising fund, and the locai secretary was requested to get

into communication with all members of the trade in the

district and secure their remittances.

Mr. Johnston, the local Collector of Inland Revenue,

entered the meeting, and a general discussion on the taxa-

tion qifestion followed, the fact that jewelers would not

be required to handle stamps being considered a worth-

while result of association effort, if nothing else had been

(Coiititiucd oil page 55.)
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Notes from Britain

Trade Continues About Normal—Dealers are Hoping Christmas Business will be Good,
Regardless of Strike Situation

{From the London Correspondent of The Trader.)

FROAI a general point of view all branches of the

jewelry and allied trades continue to turn out a

normal supply of goods. There are no exceptional

demands, and there is no exceptional slackness. The
Christmas rush has not yet begun, and although the ma-
jority of traders view the next few months with the ex-

pectation of good business, there is, in some manufactur-

ing quarters, a distinctly pessimistic outlook. A fairly

good business is being done in the medium class of jew-

elry, but in the better classes of articles, with the exception

perhaps of expensive rings, trade is flat. A scarcity of

new designs is noticeable in this market, but it is expected

that with increasing demand a considerable number of

new designs and novelties will make their way upon the

market; the manufacturers evidently do not think it worth

while to place new designs out while th^ present coolness

continues. Although this state of affairs seems somewhat
slack, no jeweler has cause to worry, the Christmas and

New Year seasons are at hand, and whatever hindrances,

strikes, lock-outs, rising prices and social unrest occur,

the public may be relied upon during these seasons to give

the jeweler an extremely busy time.

With the exception of a few popular and' essential

lines, the silverware and electro-plate trades have experi-

enced a large dropping off of orders. With prices at the

present high standard buyers hesitate, and there is a tend-

ency on the part of the manufacturers to limit their pro-

ductions to cheap small plated goods which sell fairly

easily. This falling off does not interfere a great deal

with the manufacturing conditions as the drop in demand
gives an opportunity for clearing back orders of which
the books are full. There are indeed many firms who wel-

come the decline in business for this reason. The factor-

ies are still working at full pressure and it is hoped that

the Christmas demand will commence in time to prevent

any serious shortage of orders.

The demand for table cutlery continues and the factor-

ies can by no means cope with the business forthcoming.

The export is still comparatively large although there is

a marked drop in the foreign demand for pocket knives,

razors and shears. This is no doubt due to the increasing

competition from Germany. America and Sweden are also

fonmidable competitors for these articles, Sweden making
great headway in the manufacture and export of razors.

It is interesting to note that the exports of cutlery to Can-
ada from the United Kingdom for the first eight months
of the present year are estimated at $765,000.

Of late there has been a remarkable series of rises and

falls in the cutlery trade, this unsettled state of affairs

being largely due to the exceptionally high prices ruling

for steel.

Now the manufacturers of steel are beginning to realize

that something must be done to stem the increasing for-

eign competition and have commenced to lower their

prices. These continue to fall, slowly, and it would seem

that Sheffield has justification in anticipating a future of

settled prosperity. Of course, whether the manufacturers

will be able to keep steel prices normal depends greatly

upon labor, and it is to be hoped that the workers will see

reason and co-operate with the employers for the benefit

of British trade.

Sheffield silver and deotro-plate workers are begin-

ning to feel the results of their hold-up for high wages
and short hours last year. Quite contrary to the ex-

perience of the last six years, many of the outworkers in

the industry find it necessary to go about seeking jobs

instead of the employers begging them to take jobs.

Colomial and foreign business bas fallen off considerably,

but 'the big firms continue well employed on the orders
they had booked well in advance. Some of them, in par-

ticular lines, have still moniths of- work in hand and have
no qualms for the immediate future, granted labor does
not take up 'more unreasoning attitudes in regard to

wages. The trade is further handicaipped from the wan*
of glassware for mountinig, and notably cruet glasses.

Some British makers have tried to meet the demand ; but,

as previously pointed out here, much of the stuff is of
doubtful quality.

Brevities of Interest

A tour of the Dominions is being organized by the

Board of Trade with a view of pushing the sales of Brit-

ish goods in the Dominions. A cinema touring car is

travelling with the exhibition showing films of the various

productions of the U. K. A chance will thus be afforded

for the Canadian jewelers from Halifax to Vancouver
to see for themselves British silverware and cutlery.

As a result of recent investigations by American min-
ing engineers, gold has been discovered in Ireland. The
deposits, which are said to be of great value, are situated

in the hills near Horseleap, County Westmeath. At one

time in history, Ireland was the principal gold-producing

country of the world. The deposits were, it was thought,

eventually exhausted. Seemingly, however, the precious

metal is still to be found.

With the beginning of October bronze tokens are to

be circulated in France in place of the French currency

notes of small denominations. The metal, which con-

tains aluminum, is extremely hard and can be worked only

by po.werful machines.

It is reported that the Norwegian steamer "Petrel"

from Riga, arrived at Boulogne, France, with a cargo of

nineteen cases of Russian gold. The gold which has been

sent to a Lyons bank is in ingots and is valued at $6,570,-

000.

A German trade paper laments the fact that the Ger-

man fresh water pearl fisheries are becoming extinct.

The streams, which exist in the Bavarian forest, the

Fichtelgebirge and the Saxon Vogtland districts, have

been contaminated by the refuse from newly built factories

and the pearl mussel which needs the purest mountain

streams, if it is to thrive, is dying out.

A great boom in silver shares is reported from Johan-

nesburg. The Pretoria Silver and Lead Company recent-

ly offered 55,000 shares and the applicants for the issue

totalled one million.

A craze for platinum jewelry has commenced in Japan.

The Japanese, who seem to have money to spend since

the war, have become extensive buyers of diamond and

other costly jewelry.
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Aim at Uniform Lists

An effort to bring uniformity throughout Ontario in

the price lists for trade engraving is being attempted by

the Toronto engravers, not solely in their own interests,

nor even solely in the interests of the engravers of all the

province, but rather in the interests of the entire jewelry

trade of the province. So successful has been -the uniform

price list which has been given a year's test in the city,

both to the engravers themselves and to the jewelers, that

it is now hoped to extend' the benefit to other localities.

Unfortunately the first step along this line did not

bring results, principally, it is fek, because the local or-

ganization was unable to get into touch personally with

trade engravers in other centres. Notices were sent out

to the secretaries of the various jewelers' associations

throughout the province, asking them to notify local trade

engravers that a meeting of the craft would be held in

Toronto on October 5th for the purpose of organization

and to discuss uniform price lists. Practically no response

was made to this, however, and the Toronto men are now
endeavoring to get a list of the names of members of

their craft doing work for the trade, with the purpose of

taking up with them personally the two matters in ques-

tion. Copies of the Toronto price list will be sent out to

every such engraver whose name is obtained, with a re-

quest for an expression of his opinion as to whether it

should be generally adopted. If sufficient encouragement

is also found for provincial organization, this will also be

undertaken at a later meeting.

It was extremely encouraging that every trade en-

graving shop in Toronto was represented at the meeting

on October 5th; and further encouragement was found

in the fact that the list which had been in use for a year

was so thoroughly satisfactory as to be allowed to stand

without change. Officers for the year were elected. Mr.

Clark, the president, retired, his place being taken by

James Parkinson, the former vice-president. J. C. Gairnes

was chosen as vice-president, and W. Herridge was re-

elected secretary-treasurer.

As there promises to be some difficulty in locating all

trade engravers in the province, it would be well if as

many of these as possible send their names and' addresses

at once to Mr. Herridge, 158 Bay street, Toronto, so that

he may send them copies of the Toronto price list for their

comment, and take up with them the prospects of pre-

paring a list for use throughout the province. This matter

is one which intimately concerns the interests of every

trade engraver and every member of the jewelry trade,

and assistance of the sort suggested would be not only of

gratification to the leaders in the movement for uniformity,

but would be of benefit and profit to every individual mem-
ber of the craft participating.

Beads are of paramount importance for costmes or

accessory jewelry, and some of the semi-precious stones

have been wrought into necklaces that could bear com-

parison for beauty and craftsmanship with the more pre-

tentious gems. Illustrating this is a necklace of coral beads

of a delicate pink and satiny sheen suggestive of the pearl

itself. Amber, too, appears in all shades, from light cream

to a shade bordering on burnt orange, and an interesting

necklet mellowed by a beautiful warm tint by generations

was once Mohammedan prayer beads and has been worn

to smoothness by the caressing brown fingers of a devout

Mussulman. Jade has been used for the manufacture of

exquisite earrings, in which circles of the rich green stone

thinly cut hang by a slender platinum thread from an ear-

I)iece of solitaire diamond.

Canadian Jewelry Imports
Four Months

Month of July Ending July
1919. 1920. 1919. 1920.

Clocks

—

United Kingdom 3,404 590 3,71.5 2,050
L'nited States 48,741 59,625 192,834 289,683
'''••ance 186 276 1,087 1,413
•lapan 344 1,184 501 3,887
Other countries 4,124 60 4,545

Totals 52,675 65,799 198,197 301,578

Clock and watch keys,
movements and cases

—

United Kingdom . 117 43 143 1278
United States 3,898 21,274 11,813 67,937
Japan .... .... ; . . .

Other countries .... .... 5
* "28

Totals 4,015 • 21,317 11,961 69,243

Watches

—

United Kingdom 541 20 900 1,475
United States 1,218 3,066 3,657 6,098
Switzerland 3,159 19,799 11, 913 56,065
Other countries 926 2,361 926 2.378

Totals 5,844 25.246 17,396 66,018

Watch actions and move-
ments and parts there-
of-

United Kingdom 633 1.069 3,267 4 791
United States 73,535 64,865 317,911 288,951
France ],231 12.319
Switzerland 61,868 141,520 235,129 484,503
Other countries .... .... .... ....

Totals 136,036 208,685 556,307 790,564

Watch cases and part.s
thereof

—

United Kingdom 109 173 760 890
United States 13,759 11,028 57,240 66,356
Switzerland 4,760 15,624 23,'922 44,946
Other countries .... .... 3 1,576

Totals 18,628 26,825 81,925 113,768

Moulded and cut glass-
ware

—

United Kingdom 1,212 2 648 4,236 9.435
United States 55,486 113,776 194,526 317.233
France 5,510 182 6,199
Japan .... 406 200
Other countries 907 316 972 4,704

Totals 57,605 122,2.50 200.322 337,771

Electro-plated ware and
gilt ware, n.o.p.

—

United Kingdom 2,663 40,814 12,002 109 360
United States 20,266 21,612 75,312 67.258
France 7 1,441 849 4,603
Other countries 96 7 115 175

Totals 23,032 63,874 88,278 181,396

Sterling or other silver-
ware, n.o.p.

—

United Kingdom 11.805 .. 1.136 15 865 Ilfi,328

United States 4,573 7,992 20.044 38,269
France • 614 585 932 2,224
Other countries 386 386

Totals 16,992 60,099 36,841 157,207
.Silver bullion unmanu-
factured

—

United States 580,629 206,323 1,282.971 990,397

.Tewelery, n.o.p.

—

United Kingdom 3 445 21.916 6.839 76.866
United States 87.754 63.302 285.170 303,116
France 1,246 44,618 9.798 59,209
Japan 2,981 4,132 5,061 14.505
Other countries 2,025 374 6.021

Totals 95.426 135.993 307.242 459,717

niamonds. unset

—

United Kingdom 199.051 76.736 578,121 766.638
tTnited States 6,193 3,348 7,884 62,574
Belgium 28,412 43 607
France 7,168 434
Netherlands 3,694 8.900 189,303 161,298
Other countries .... .... .... 4.008

Totals 208.938 117.396 782.476 1 ,038,559

Precious stones and
pearls and imitations
thereof, strung or not.
but not mounted or
set-

United Kingdom 32.759 77,344 37,926 181.193
United States 4,960 12.019 28,024 55.307

B.E.T.—India .... 27,393
France 5,600 35,275 30,260 90.955

Germany 5.933 1,296 8,029

Italy 323 589 1 .224 4 596

Japan 874 3.451 3.530 18.546

Switzerland 1.942

Other contries 945 1.450

Total 44,516 135,556 129,653 362,018
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Prejudice Still Exists

IF
anyone is of the opinion that the prejudice against

jewelry no longer exists in the form so noticeable a

year ago, he need only consult the opinion of stock-

brokers to have the illusion instantly dispelled.

The causus belli in this particular instance is the em-

bargo which the Minister of Finance is endeavoring to

retain upon foreign securities, and the instance of the

attack is the conference which the Minister held recently

with representative brokers.

Says a despatch from Montreal

:

"One financier was very strong on the claim that

while enforcing this restriction, which, of course,

deprives the Street of a good" deal of business, the

Government ought to restrict or stop the innportation

of luxuries. He thought a start might be made on

diamonds."

While a Toronto broker is quoted as saying:

"When a security is brought into Canada the

money is not lost. When a luxury is imported the

value thereof is gone for good to another country."

It is difiicult to see how intelligent men can be on

occasion, so thoroughly inane. A security from abroad

means money gone out of the country just as much as a

luxury from abroad. In the case of securities, indeed,

they may be sold and the money brought back to the

country—or (as is just as probable) the money may be

invested in further foreign securities. In the case of

luxuries—well, it all depends on the luxuries. Some of

them, such as luxurious foodstuffs, are consumed', and

their value lost. These, seemingly, the brokers do not

attack specifically. Others, such as diamonds and other

jewelry, not only retain the value at which they are im-

ported, but actually become enhanced in value with the

passage of time, and are much more likely to bring back

increased money to the country, if eventually sold abroad,

than are foreign securities who.se value is quite as likely

to fall as to rise. These, strangely enough, are the

luxuries which the brokers single out for attack—on which
they "think a start might be made."

If this old prejudice is going to be raked up and
threshed out all over again, it behooves every jeweler in

the country to line up with the C.N.J.A. in its ceaseless

battle for fair play for the jewelry trade. The fact must
not be lost sight of that the stockbrokers arc a. tremen-
dously weighty influence in the country, constituting, as

they d'o, one of the most powerful arms of the financial

community. If, before they consent to comply with the

requirements of the Government, they should insist on a
sacrifice, and if the jewelry trade is their nominee as the

victim, then anything short of the entire force of the

jewelry trade may not suffice to save that trade from some
iniquitous imposition.

Sells Both Ways
ATTENTION is called by a Nova Scotia jeweler to

a case of questionable ethics in salesmanship, in

which a travelling diamond salesman was the

ofifender and the writer the victim. His letter follows

—

save that unfortunately the name of the individual con-

cerned must be deleted

:

'T am making a complaint about a certain Mr.
who came to my store yesterday and sold

me a large diamond' ring. He is carrying quite a

stock. He also went around to hotels and sold

goods, and at the same time informed guests what
I had paid kirn for mine. W^hat I would like to

•enow is, is he justified in soliciting business direct

from the consumer ? I think this should be given

publicity in your next edition."

Most certainly the salesman in question \va> not justi-

fied in soliciting retail business in this way. He was even

less justified in telling anyone the price at Ahich he had
sold a diamond to a trade customer. As unfortunately it

would be actionable to publish the name of the offender.

The Trader is unable to do so. Other jewelers throughout

the country should be warned, however, and would do well

to restrict their purchases to recognized vendors to the

trade.

A Delicate Point

ACORRKSPONDEXT writes to enquire whether,

imder certain given circumstances, it would be

possible—and legal—for him to constitute his store

a department store, in which all the normal wares of the

jeweler could be carried in the jewelry department, and

.the turnover ta.x paid on this department alone. Nation-

ally-advertised and other articles, which are not jewelry

and are not taxed,- could then be carried in other depart-

ments, as they are in the existing department stores, and

would not come under the turnover ta.x.

The question has been put up to the Department of

Inland Revenue, but at the time of writing, no reply has

been receix'ed.

The point is a delicate one, but The Trader fails to

see how it would be possible for the Government, in com-

mon equity, to deny any jeweler the right to turn his

business into a department store if he is so inclined; and

having done so, it surely could not reasonably deny him

the privileges allowed to existing department stores.

The -question as to the legality or otherwise of this

step would probably rest upon how many departments it

takes to constitute a department store. That is a question
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that The Trader would not care to answer, and one which
might puzzle even the Government.

Meantime, however, there seenis to be no reasonable

grounds for supposing that a jeweler may not open a

department store if he so pleases; or that, having a de-

partment store, he would not receive the same considera-

tion as other department stores. It would be necessary,

in such a case, to apply for a license for the department,

instead of for the entire store; and if luxury goods of

any sort were carried in the other department or depart-

ments (which would be almost inevitable) it would be
necessary to apply as well for a retailer's license for the

remainder of the store, of the same sort as that required

for clothing stores, furniture stores, etc.

Accounting System not Perfect

C>^

LOSER study of the system of accounting issued by

, the Jewelers' Research Bureau of the United States

has revealed the fact that it may not prove to be

so suitable for the use of Canadian jewelers as had been

hoped. Copies of the explanatory booklet were forward-

ed to each of the associations in the western provinces for

examination and a report by competent accountants actu-

ally engaged in the trade. The result has been that criti-

cisms have been received that may result in the system

being materially modified' to suit Canadian conditions.

From one point of view, it is stated that the directions

wiith regard to the apportionment of certain expenditure

are in conflict with the requirements of Canadian law

respecting income and excess profits tax returns. It is

also pointed out that the detail required is so extensive

that the retailer working at the bench would not have the

time to keep the forms fil'led out, and in fact that Ihe sys-

tem, as it stands, would prove suitable only for jewelers

who can afford to keep a bookkeeper or clerk for the pur-

pose.

As it is the purpose of the C.N.J.A. to provide a sys-

tem that will give every item of information required by

a credit man, banker, or insurance company without prov-

ing cumbersome and' unnecessarily extensive as to detail,

the various criticisms as received will be taken into con-

sideration by the National executive and a complete re-

port secured from- men competent to state exactly what is

required in the Canadian jewelry trade.

Publicity Objective Not Yet Reached

AT the time of going to press, the total subscriptions

for the Canadian National Jewelers' Publicity Cam-

paign had amounted to $5,372. According to prov-

inces, the amounts were as follows: Ontario, $3,370; Man-

itoba, $770.; Quebec, $502.; Saskatchewan, $195.;, Nova
Scotia, $185.; Alberta, $140.; British Columbia, $115.;

New Brunswick, $90. ; Prince Edward Island, $10.

As will be noted, Manitoba is the only province that

has so far exceeded its allotment but it must be borne in

mind that this aHotment was not intended as a finality, but

rather as a primary objective, it not being considered that

any provincial association would feel that it had done its

full duty when it reached the sum first assigned to it.

The returns are, of course, far from complete as a

number of the provincial and district organizations will

report their contributions in bulk and by the end of an-

other month, it is expected that the total objective will be

almost reached. It behooves every member of the trade,

however, to consider carefully whether he has done his

duty and whether he should allow other jewelers to carry

the burden of providing a service that will react to the

benefit of all. The sum which it is sought to raise is ri-

diculously small in comparison with other trades and, as

an example, it might be mentioned that the furniture men
of Canada are spending $100,000 in their first year of pub-

licity. They have already created a strong impression

and, with all the other trades that are engaged in similar

propaganda work, it has come to the point yvhere the

jewe'Iers must wake up or they will continue to lose thou-

sands and thousands of dollars that have been diverted

into other channels. The jewelry publicity movement is

very opportune and it should be supported by every deal-

er, large or small, who has the interests of the trade at

heart.

The individual subscriptions by provinces follow:

ONTARIO
Alreadv Acknowidged $2,180.00

Geo. H. Lees & Co., Hamilton 150.00

Standard Silver Co., Toronto • 150.00

W. G. Young, London 100.00

Davis Mfg. Co., Toronto 50.00

F. T. Proctor, Toronto 50.00

Can. Elgin Watch Co., Toronto 50.00

S. & E. Treifus & Stripp, Ltd., Toronto 50.00

Thos. Lees, Hamilton 50.00

S. Fremes & Co., Toronto 50.00

Savage & Co., Guelph 50.00

A. E. Turner & Co.. London 30.00

J. Sweet & Co., Hamihon '. 25.00

J. A. Knox & Co., Toronto 25.00

Von Gunten's, Chatiiam 25.00

J. S. Barnard, London 25.00

C. F. Jones & Co., London 25.00

R. C. Inkster, Hamilton 15.00

H. Williams, Hamilton 15.00

Warne Bros., Peterboro" 15.00

R. B. Maybee, Toronto 15.00

Anthony Bros., Toronto 15.00

Fergu!(on Bros., Chatham 15.00

J. C. Barr, Sarnia 15.00

Fred. Shonbeck, Hamilton 10.00

W. J. Sheppard, Toronto 10.00

Platinum Art Co., Toronto 10.00

Walter Murch, Toronto 10.00

J. W. Johnson, Toronto 10.00

W. B. Stanley, Ingersoll 10.00

H. Richardson, Ingersoll 10.00

J. L. Wilson, Woodstock 10.00

"Woodroofe & Son, Woodstock 10.00

W. F. Stretton, Hamilton 5.00

Summerfield & Baker, Hamilton 5.00

A. H. Mann, Hamilton 5.00

A. J. Gabel, Kitchener 5.00

N. Agranove, London 5.00

N. H. Corbett, Merrickville 5.00

J. Boas, Toronto 5.00

M. M. Cohen, Toronto 5.00

C. R. Ford, Chatham 5.00

J. F. Waterhouse, Chatham 5.00

J. J. McTague, Guelph 5.00

W. R. Johnson, London 5.00

J. A. Nash, London 5.00

C. R. Sumner, London 5.00

O. R. Bensette, Windsor 5.00

W. P. Frank, Waterloo 5.00

A. W. Waters, Sarnia 5.00

A. Rogul, Toronto 3.00

Harry Rosseau, Hamilton 2.00

$1,190

Total $3,370.00
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MANITOBA.
Already acknowledged $755.00

E. L. McDonald, Wawanesa • 5.00

Max J. Dilger Winnipeg 10.00

$770.00

QUEBEC.
Already acknowledged $452.00

Camille I'Heureux, Montreal 50.00

$502.00

SASKATCHEWAN.
Wheatley Bros., Regina $50.00

W. G. Watson, N. Battleford 25.00

Howard Downing, Moosomin 25.00

W. A. Stevenson, Kindersley 15.00 .

A. Henneberg, Estevan 10.00

W. S. McLelland, Melville 10.00

L. A. Gillespie, Regina 10.00

G. W. Harrington Saskatoon 10.00

W. T. Mitchelil, Strasbourg 10.00

Thomas Jewelry Co., Yorkton 10.00

W. S. Bowden, Yorkton 10.00

G. M. Cochran, Rouleau 5.00

C. S. Boehm, Tugaske 5.00

$195.00

ALBERTA.
Already acknowledged $100.00

W. F. White, Stettler 10.00

P. B. Nett, Provost 10.00

T. B. Moffatt, Calgary • 10.00

G. M. Godley, Claresholm 5.00

R. H. Watcher, Grande Prairie 5.00

$140.00

BRITISH COLUMBIA.
Already acknowledged $50.00

Mitchell & Duncan, Victoria 50.00

R. McDonald, Vancouver 10.00

H. Calvert, Kaslo, B.C. 5.00

$115.00

NEW BRUNSWICK.
Already ackonwledged $85.00

Ernest Law, St. John 5.00

$90.00

NOVA SCOTIA.
Already acknowledged $80.00

H. R. Bergmann & Co., Halifax 100.00

' A. A. Smith, Truro 5.00

$185.00

PRINCE EDWARD ISLAND.
W. W. Wellner, Charlottetown 10.00

Are You Prepared ?

A FEW months back we warned the trade against the

system of computing the ten per cent, tax on the

net instead of on the gross receipts from the custom-

er, pointing out that this was contrary to the departmental

interpretation of the tax, and that the jeweler attempting

it would be liable, sooner or later, to find himself up

against a staggering ibill for back taxes amounting to one

per cent, of his gross receipts. It is not known whether

any jewelers have yet been brought to book in this. For
the greater part, the trade is carrying on along the line

approved—that of absorbing the tax in the selling price

and paying ten per cent, of this price to the Government.
But in other trades the Government agents have already

located irregularities of methods, and the merchants re-

sponsible have not been let off lightly.

In one Ontario city the change in procedure by jewel-

ers, from the incorrect to the correct method, was but re-

cently made—and none too soon. It is to be hoped that if

the Inland Revenue officers chance to call in that com-
munity, they will not delve too far back into the past. But
even should their curiosity discover the irregularity, they

will be much more likely to be lenient, since the error has

been rectified, than they would he in cases where the in-

correct -procedure is allowed to continue until they check

it up.

From Farthest East

IN a letter to the secretary of the Canadian National

Jewelers' Association, making application for mem-
bership, Mr. George Noblett of Glace Bay, N.S.,

includes the following interesting observation:

"In passing, I might mention that this fee comes

from the most Eastern jeweler in Canada. I hope

you will be able to link me up with jewelers all along

the line to the far western point of this great coun-

try. With best wishes for the career of the

C.N.J.A. . . ."

The challenge is a proper one. Now let's hear from

the "farthest west."

A Steady Load
A lot of retailers, particularly jewelers, wait for busi-

ness to come to them. They count on good trade in De-
cember, and perhaps in June and October. The rest of

the time they take business as it comes—gladly if it is

good, complainingly if it isn't.

There is one class of retail merchants, says "Tick

Talk," the sprightly Westclox monthly, that does not fol-

low this program. They know the yearly buying habits

of the public with which they deal.

They plan to concentrate on certain lines at certain

seasons. They have a store calendar showing which mer-
chandise is to be pushed at certain seasons of the year.

Some of these events are planned for months in advance.

Yes, we're talking about the department store.

They do not wait for people to drop in, they do not

take business as it comes. They create business, and they

do it by advertising, displays and sales.

They have their most attractive offerings, from a price

standpoint, come at the dullest seasons.

These stores attract a steady stream of business. Their

sales fluctuate, but the difference between their biggest

and their poorest day's business will be very much less

than yours, simply because they planned for a year ahead.

They outlined the schemes to keep business up during the

dull months.

Owen Sound District Organized
{Continued from page 50.)

done. The gathering dispersed at six o'clock after a

well-spent afternoon. Those present were Messrs. E. J.

Cobean, Chesley; R. L. Gibson, C. Reichenbach, Walker-

ton; J. G. Russwurm, W. K. Weppler, Hanover; I. Shoe-

maker, Paisley; J. J. Douglas, D. J. Taylor, Chas. Buzza,

Jas. E. Buzza, W. G. Wright, J. H. Newton, Geo. King,

Owen Sound. There were also present Messrs. C. L.

Coulter of the Levy Bros. Co., Ltd., Morley Woodall of

the Davis Mfg. Co., and M. W. Sunley of the Bailey-

Dixon Co., umbrella manufacturers, who were very heart-

ily welcomed by the retailers.
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draws out of the organization, then it is likely to occur

again and again, until at last the departed minorities are

the majority, and the organization is left with but a frac-

tion of its former strength.

C.N. J. A. not a Catspaw

IF
any of the members of the C. N. J. A. regard that

organization as a means o f pulling their individual or

factional chestnuts out of the fire, the sooner they rid

themselves of that impression the ibetter it will be for

them, for their feilow-mem'bers of the craft and of the as-

sociation, and for the well-being of the trade as a whole.

It has come to my attention that in one or two cases a

modified form of coercion upon some members of a dis-

trict association 'by other members of the same associa-

tion has been attempted, resulting in a none-too-con-

genial atmosphere (not to put it more strongly) being

created within the trade in these districts. I have no
intention of mentioning the specific instances, nor the

questions on which the division occurred—^much less of

attempting to say which side was right and which wrong.

These matters are known to the districts concerned, and

need not be known elsewhere. But I will say this: that if

anyone wants to put the C. N. J. A. on the "everlasting

iblink," this is probably the best way of going about it.

But if he does so, if this is his wish, then he can have no

complaint if the tremendous development which is now
taking place within the trade, the vastly improved attitude

of the public toward it, and the profits which are begin-

ning to accrue in repair work and engraving are brought

to a sudden end. These things are to 'be oibtained and re-

tained only through co-operation, and co-operation does

not thrive on dissaision and attempted coercion.

All this of course, is putting the case strongly—exag-

gerating it, perhaps, since the instances which I have in

mind are in no wise so extreme as the above tirade might

lead one to believe. I exaggerate merely to give em-

phasis, to point out the disaster into which even minor

differences, if they are allowed to arise and develop in

this district and that throughout the Dominion, might

easily lead. Co-operation nece ssitates a certain amount of

compromise. Where interests vary, however slightly,

compromise is necessary for the good of all if the tre-

mendous benefits of co-operation are to be reaped. Far

better, then, that a majority should yield a point or ne-

gotiate a compromise and retain good feeling than that it

should attempt to coerce a minority into a line of action

to which that minority is strongly opposed. For if the

latter method is adopted in one instance, and the minority

Culpable Carelessness

N(JT long ago we read of a diamond salesman in

r^etroit who went in for luncheon, leaving many
thousands of dollars' worth of gems in carrying-

cases in his automobile. When he returned to the car

after luncheon they had vanished. More recently, the

combination "porter-guard" of a New York diamond firm

deposited fifty thousand dollars' worth of diamonds at

the rear of a Fifth Avenue 'bus, while he took a seat

nearby from which he could watch the cases. Despite

his "watchfulness," one of the three cases vanished, and

with it vanished $18.(XK) worth of diamonds. It would
be impossible to say just what proportion of the larger or

smaller robberies of retail jewelers are traceable to this

same carelessness, hut one may be pardoned for imagin-

ing that the percentage is large.

It is unfortunate, but seemingly true, that constant

association with wares which combine great value in

little bulk tends to induce carelessness on the part of

those responsible for their safe-keeping. There is no ex-

cuse for it. The tendency is generally recognized, and the

fact that it is recognized removes what little excuse

there might be otherwise. More : it should persuade the

custodian of gems to be more than ever on the alert

against developing this lack of care.

A few days ago I was in a large jewelry store just at

closing time. Just as the last clerk was about to leave

one of the departments his hand chanced upon a iparcel

of jewelry, not worth a fortune hut costly enough. It

had been taken out of the case to be locked up in the

vault for the night, and then had been left behind by

some careless clerk. The vault was already locked, so

the clerk who found it tucked it away in the corner of a

drawer and "took a chance" on it for the night. I've no
remarks to make on this little affair at all, ibut I can

imagine those the "boss" of the store might make had the

incident come to his attention—not because of the value

actually risked in this instance, but because of the care-

lessness shown on the part of an unknown employe who
might some day be responsible for the safekeeping of

gems of several hundred times the value.

S.o^-y^^C^e^
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The Diamond and its Gruesome Story
Reproduced by permission from the Popular Science Monthly.

ALL the diamonds in the world could be packed in your

wife's clothes closet. They could be stored in a

kitchen pantry, where, in the dim light, the cook
might mistake them for navy beans and attempt a puree.

They would form a pile about as big as the pile the coal

man dumps on the sidewalk at the basement entrance to

your apartment building or shop. If the pile had a base

diameter of about eight feet, and were rounded into a

cone, it would be five feet high. A pile of coal of equal

size—and coal by every tie of chemical relationship is

fliamond's first cousin—would cost $28. The pile of dia-

monds, reckoned at $100 a carat, would have a value of

$4,635,547,480. If figured at current diamond prices, it

would be worth three to five times that much.

There are, it is estimated, 46,355,474 carats of cut and
polished diamonds in existence. In terms of avoirdudois

they would weigh IO1/2 tons. The total includes possibly

the first diamond ever found on earth—who knows?—and
the last gem picked from the chimneys of South Africa

;

the little twinkler the shop girl wears on her finger, and
the Kuh-i-Nur that blazes in Great Britain's crown.

One hundred dollars a carat, used as the basis in

the estimate, is perhaps

below the average cost of

diamonds throughout his-

tory. Diamond prices

have been subject to

wide variations. The
war advanced the price

considerably—that is to

say, it depreciated the

value of money, and

prices were raised to

some extent in accord-

ance. Present prices

are more than a hun-

dred per cent, higher

than those fifty years

ago, and they undoubt-

edly will go higher dur-

ing the next few years

—

are going higher even

now. But every diamond
is an individual problem

as far as price is concern-

ed. Price always depends

The diamond was a clumsy jewel of dull lustre, until the art of
cutting and polishing it was discovered in the fifteenth century.
If the stone is large the first step is to make an incision, and then
to cleave it with a mallet, which two steps are illustrated in this
picture.

on the stone's color, comparative flawlessness, inherent
brilliancy and cutting. A one-eighth carat diamond sells

at present from $il2.50 to $20; one-quarter carat from
$37.50 to $62.50; one-half carat from $100 to $200; three-

fourths carat from $187.50 to $337.50; one carat from
$300 to $500. Importers buy rough diamonds in foreign
markets at about $90 a carat. A rough crystal of lYz carats,

which will cut to a gem of one carat, therefore costs $225.

Various costs bring this up to $250. If this diamond turns

out to be a gem of the first quality, it will retail at from
$500 to $550, the increase of $250 to $300 representing the

various profits taken in its progress from the hands of the

buyer of the rough stone to the finger of the ultimate pos-
sessor.

But such quotations are not wholly dependable. Some
blue-white one-carat stones sell for $2,500, while you can
buy a one-carat yellow diamond for $150. Blue-white dia-

monds bring the highest price in the market. But many
connoisseurs prefer as more beatiful the snow-white gem
found among the river diamonds, whose sharp, cold bril-

liancy is like that of clear ice gleaming in winter sun-

shine. Some collectors, however, are keen on black, blue,

yellow, and similar va-

rieties of the stone.

The United States in

recent years has become
the greatest diamond-
buying nation on the

globe. For years it ab-

sorbed from fifty to sixty

per cent., and during the

war 85 per cent, of the

outpt of the South Afri-

can mines, which supply

98 per cent, of all the

diamonds in the world
markets. A recent esti-

mate placed the value of

the diamonds in that

country at $1,350,000.

Of this, $500,000,000 was
set as the value of the

stones in the country in

1900. Importations since

1900 have amounted to

$506,000,000, this in-

A B

The Regent, or Pitt (A), weighed 410 carats, and was bought
for about $120,000 by Pitt. Governor of Madras. The Duke of
Orleans, Regent of France, paid $400,000 for it. It was cut to
nearly 137 carats, and was stolen during the Revolution, but was
recovered, and is still in France. The Kuh-i-Nur (B) led one
Indian potentate to kill his three brothers and imprison his father.
It has been cut and recut. It weighs now 125 carats and
has been valued rather fancifully at $1,000,000. The Pigott

(C) weighed 82 carats. It was last heard of in Egypt. It is

valued at $150,000, rather little for a stone of such size. The
Empress Eugenie (D) weighs 51 carats, and is the property of
the famous Gaekwar of Baroda. Two centuries before it shone
on the bosom of the proud Eugenie it was given by a peasant
to a blacksmith for mending a plow. The Duke of Westminster
owns the Kassak (E), weighing something under -79 carats.
Little is known about it.



58 THE TRADER
;luding $175,000,000 worth

of rough stones which were

doubled in value b)- cut-

ting. The remainder of

the difference between the

1900 estimate and that of to-

day is an exceedingly con-

servative allowance for ac-

cretions in value.

Prosperity has no better

barometer than the diamond

trade, and the increase in

diamond buying year by

year has reflected the grow-

ing wealth of the American

continent. Yearly impor-

tations of cut diamonds in-

creased from $1,317,420 in

1867 to $27,000,000 in 1913.

They fell to $18,000,000 the

first year of the war, and

to $9,000,000 in 1915. They
showed a reaction from war
conditions in 1916, when
they reached $20,567,222,

and were $21,855,735 in

1917 and $13,925,772 in the

first eight months of 1918.

The diamond-cutting in-

dustry in the United States

began in 1873, when $176,-

426 worth of rough stones

were imported. Importations amounted to more than half

the importations of cut stones in 1916 and 1917, and had
become almost equal in 1918.

Time was when they adorned only the princes of the

earth and sparkled only in palaces. But they have become
a democratic gem in the great democracy of the West. The
stenographer emits Kimberley sparkles. Faint Dutoitspan

gleams show in the ears of the pretty waitress. No cook

or housemaid can hold up her head without a diamond
among her jewels.

DIAMOND CUTTING A MODERN ART.

The perfectly cut and brilliant diamond the world knows
to-day is not more than fifty years old. The ancient world

knew little of diamnds. From the first Pharaoh to the

last, through all the pageantry of thirty-one dynasties, dia-

monds were unknow in Egypt. From the dawn of history,

Babylon remained unfamiliar with them for forty centu-

ries. The pioneering conquest of Alexander across the

The Cullinan Diamond. Lower, as it appeared in the rough,
weighing 3,025% carats (1|/a pounds), one-half as large again as
illustration. The stone was purchased from the Transvaal
Government in 1907, and presented to King Edward VII. It was
cut into nine large stones and a number of small brilliants.
Upper right, the largest of these stones, bW/2 carats, the largest
brilliant in the world. Upper left, the second largest stone cut
from the Cullinan, weighing over 309 carats.

surfaces and returned in

through the top of the stone.

Indus in 327 B.C. acquaint-

ed Greece vaguely with
their existence. The patri-

cians of Rome in the days
of the early empire rarely
owned them. Byzantine su-
premacy, the rise of Venice
to maritime power, the
Moorish conquest of Spain,
brought only a trickle of
diamonds into western Eu-
rope. A fashionable jewel-
ry store in America to-day
carries more diamonds in
stock than were in all Eu-
rope when Columbus sailed
from Palos.

The earliest cutters used
their wheels deftly enough,
but they neglected their

mathematics. Bringing out
a diamond's full brilliancy
is a mathematical problem.
Increase of facets adds to
surface area and surface
glitter. But the angle of
total reflection must be con-
sidered in relation to the an-
gle of incidence, and the
facts so arranged that a ray
of entering light will be re-

flected from the inner facet

refracted rainbow-sparkles

MAKING THE DIA.MOND SPARKLE.

Henry D. Morse, of Boston, in the last century was
the first to discover the balanced proportions that developed
a diamond's highest reflective and refractive possibilities.

Since brilliancy is the crowning glory of a diamond, he did
not hesitate to sacrifice whatever weight was necessary to
achieve it. Retaining the fifty-eight facets of the earlier

cutters, he found that a diamond is at its sharpest climax
of brilliancy when its depth from table to culet is ^ix-

tenths of its diameter, and a little more than two-thirds be-

low. Cut in this style, a diamond not only flashes light

from every polished facet surface, but seems alive with
coruscating inner fires.

Morse's proportions are the rule of the world to-day,

and they mark the final triumph of art in the achievement
of the perfect modern jewel.

f
i

Swallowed by a faithful serving-man to save it from the
robber who slew him, the Sancy (A) was sliced from his stomach
to adorn the royal person of Henry of France and Navarre.
The Orloff (B) was stolen by a French soldier from the eye of

an Idol In a Brahmin temple, stolen again from him by a ship's

captain, bought by Prince Orloff for $450,000, and given to the
Empress Catherine II. It weighs nearly 105 carats, and was
one of the Russian crown jewels. The great Mogul (0), most

magnificent of Indian gems, disappeared from history, never
definitely to reappear. It has a bloody history going back to
the year 1665. Its fame lured Nadir Shah to the sack of Delhi.
This is a glass reproduction made from extant descriptions. It
probably weighed after cutting, 280 carats. The Akbar Shah
(D) was originally a stone of 116 carats with Arabic inscriptions
upon it. After being cut down to 71 carats it was bought by the
Gaekwar of Baroda for $150,000. The Polar Star (E), a mag-
nificent stone weighing 40 carats, belongs to the Princess
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HAVE WOEFUL HISTORY.

Fiction in its maddest moods never invented romance

more bewildering than the stories of the great diamonds

of India. For these baubles wars have been waged, na-

tions devastated, thrones and dynasties overturned, men
slaughtered by tens of thousands. For gems men have plot-

ted, intrigued, robbed, murdered, committed every cruelty

and treachery, stained their souls with every crime.

The fame of the Great Mogul lured Nadir Shah to the

sack of Delhi. Desire to possess the Kuh-i-Nur was woven

into the complex motives that led Aurung-zeb to deluge

India with blood, slay his three brothers, and dethrone and

imprison Shah Jehan, his father.

The Orlof, stolen from the eye of a temple idol and sold

overseas, was presented to Catherine of Russia by her

princely paramour to patch a lovers' quarrel.

Swallowed by a faithful serving man to save it from
robbers who slew him, the Sancy was sliced from his stom-

ach to adorn the royal person of Henry of France and

Navarre.

The Great Mogul, the most magnificent gem of the In-

dian mines, disappeared from history, never definitely to

"

reappear, its fate a riddle of the centuries.

THE BALEFUL GLEAM OF HOPE DIAMOND.

The Hope blue diamond—stone of tragic fame—is the

only one of the great historic diamonds to come to the

United States. When Louis XIV bought it in the seven-

teenth century, it was a gem of 67j/2 carats. It disappeared

during the French Revolution, and remained lost until

1830, when it reappeared as a jewel of 44^ carats.

From its first appearance in Europe, a superstition has

clung to it that it brought disaster to all whoever owned
or wore it Certainly it has been associated with a long list

of tragedies. Tavernier, who broght it from India, failed

in business, and died on his voyage back to the Orient to

recoup his fartune Madame de Montespan, upon whom
the Grand Monarque bestowed it, was supplanted in the

king's affections by her rival, Madame de Maintenon.

Nicholas Foquet, a courtier who borrowed it, was erecuted.

Louis XVI and Marie Antoinette, who inherited it, lost

their heads on the guillotine. Princess de Lamballe, of

Marie Antoinette's entourage, was killed by a revolutionary

mob.

The thieves who stole it were executed or deported to

penal colonies. Wilhelm Fals, the gemsmith who cut it

down for them ended his life in poverty. Hendrik Fals,.

hi'; son, who stole it from the thieves, committed suicide.

Francis Bealieu, last of its underworld owners, who sold it

to Daniel Eliason, a London jeweler, died of starvation in

a garret in Soho. Lord Francis Hope became a bankrupt,

and was scandalized by the elopement of May Yohe, his

American actress wife. At last accounts May Yohe was a

scrubwoman in Tacoma.

Lorens Ladue was shot and killed by her infatuared

admirer as she danced in the glare of the footlights with

the diamond on her bosom. Her Russian cavalier, who had

hung the jewel about her neck, was assassinated. Simon

Montharides, who sold it to Sultan Abdul Hamid, was

killed in an accident. Two of its Turkish custodians were

murdered. Salma Subaya, the sultan's favorite, was shot

while in the Yildiz Kiosh ; and Abdul Hamid finally lost

his throne.

Imported into the United States, it was bought by Ed-

ward E-. McLean for $300,000. As beatiful as when, fresh

from the mystic East, it dazzled the court of France, the

d-amond for years brought only happiness to its new own-

ers. Then one day the little son of the McLeans, first-lorn

of a happy marriage and heir to vast riches, was killed at

play by an automobile. Instantly the tragic tradition re-

curred to the public.

SOME RUSSIAN GEMS.

An alternative story is given concerning the famous

Orloff diamond, the largest existent Indian gem, differing

in many particulars from the brief outline with illustra-

tion B on the preceding page. This tale says that it was

a British soldier who stole it from the idol's eye, the soldier

selling it to an Amsterdam broker, and the latter to Prince

Orloff, the reigning favorite of Catherine II of Russia,

{Continued on page 70.)

A B

The Florentine Diamond (A), among the crown jewels of
Austria, weighs 139i,2 carats and is valued at $525,000. It is a
very pale yellow. It was picked up on a medieval battlefield, and
sold for two francs. The Hope (B), 44/4 carats, is believed to
be a portion of a beautiful blue stone of 67 carats cut from a
stone weighing over 112 carats, which was discovered in India,
brought to Europe by Tavernier, and which was stolen from the
French crown jewels. The Hope has the same color as the

missing gem. The Kuh-i-Nur (C) eventually passed into the
hands of the East India Company, and was presented by it to
Queen Victoria in 1850. This is a picture of it recut to 106
carats. The Star of the South (D), perhaps the most famous of
Brazilian stones, was found in 1843. .It was cut from 254'/2

car?tF +r> 125 carats, and was bought by the Gaekwar of Baroda
for $400,000. The Pasha of Egypt (E) weighs forty carats and
is valued at $140,000.
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An Enhancer of Time
By Margaret Lynn.

ALWAYS have I wanted a clock for niysolf. By 'al-

ways' I mean since I first cast a desirin!^ eye upon

the possessions of maturity. Such a v\ish has

root, I am sure, among moral instincts and is a credit to

the wisher. It has enduring quality, also, proving its

worth. My yearning went through successive r-tages, lixing

itself in turn on cuckoo clock, grandfather's clock, banjo

clock, but in time recognizing each one as not the thing

of ultimate desire. A finer clock must be waiting some-'

where.

But all this time I conducted no search for it. So pe-

culiar a possession cannot be attained by ordinary way of

traffic. You must wait, in a sort, for your clock to come
to you. You cannot step out and buy one, like a kitchen

range or a dictionary. An object so intimate must seek

you, as well as you it. With' all my eagerness to find mine,

I yet hesitated always, fearful of not having the vision to

recognize it when I saw it. It was far better to be with-

out one than to attempt life with the wrong one.

Recently, however, my longing has been redoubled. I

have acquired a house. That is to say, I have acquired the

exclusive right to occupy it by paying monthly what is

technically known as rent, biit what I regard as an offering

to the god of contentment. At this point of my account

I am obliged to exercise great self-control, to keep from
changing my theme and lucubrating on imy house instead

of my clock. No other subject could be so engaging—nor,

I fear, so pervasive, so ubiquitous. All conversational

roads lead to it ; even bypaths and scarcely seen sheep-

tracks bring me gladly homing to my theme. I look with

wonder and puzzled admiration on people who are house-

holders, even house-owners, and who bear the glory both

lightly and modestly. I realize that I must have known
scores of persons who have houses, even houses beautiful

in their eyes, but who allow the fact to pass as a matter

of course. Such restraint is to be emulated, and at this

moment bids me not pause on my other joys, sweet though

they be, but pass on to my clock.

Even my house beautiful did not bring a timepiece with

it, and my mantel above my fire was still empty when on

a golden day not long ago I wandered into the second-

hand-furniture store which stands next to the place where

a householder may pay her monthly gas bills. There
ought to be some term more beautiful or quainter or racier

than second-hand-furniture store, every syllable of which
is prosaic, for that place of expectation and discovery and

tragedy and plaintive romance. Every time you enter one

it is an adventure in possibilities. This time I was fol-

lowing the lure of a tip-top round table, of which my
Neighbor had told me. The second-hand-furniture-store-

keeper—you can easily see the desirability of another word

—denied having it, as they always do, according to some
mystery of the trade, and I had to find it myself, as I al-

ways do, according to no mystery at all. It proved to be

a disappointment, as also frequently happens. The man.

when he had been introduced to it, said it was walnut. And
when I found a broken place on one of its rounds where

it flaked up in white fibres when scraped, he said it had

been jammed and would naturally do that way. He spoke

as if it were a bruised apple.

I was unconvinced, but I couldn't contradict a man in

his own profession. So I merely stood off and put my head

* Copyright 1920, by the Atlantic Monthly Company.

Reproduced by kind permission of the Atlantic Monthly.

on one side dubiously and said that I didn't like the lines

of it, which is always a convenient thing to say when all

vour other objections have been overruled. Lines is the

only word I know that applies to furniture at any time.

Having said it this time, I regarded the matter as settled

and myself as excused from purchasing, and turned away

in a brisk business-like manner.

.\nd there, at my very elbow, was my clock. I knew

it at once and recognizerl it as mine— I who had laughed

at love at first sight and raised my eyebrows over affinities

!

Xo one is so accursed by fate, no one is so utterly deso-

late, but there is a clock waiting for him somewhere if he

will iust delay until he has formulated his last and best

ideal. As proof of that, here was the incarnation of my

dream, my last and best—no cackling, cuckoo-clock or

pompous grandfather's clock, or anything else but a little

old mahogany Seth Thomas, right-lined and melilow-col-

ored. dignified but genial, gracious though austere, self-

contained yet temperamental. In literary quality it com-

bined a humanitarian classicism with reserved romanti-

cism ; in doctrine it was, I should say, liberal Presbyterian.

Along with its .sociable air, it wore also the slight gravity

which a clock should have, marking the reverence it feels

for the time it measures. For adornment it wore, not the

customary crude Renaissance landscape, but a piece of

illumination in wonderful red and blue and gold, undoubt-

edly a detail from some fine old rubrication. At least, it

had the combined mellowness and freshness of an old

nianuscrii)t, and the faint, very faint, ecclesiastical sug-

gestion which rightfully belongs to a clock. All in all, in

richness of personality, my clock was surpassing.

All this I saw at a glance. Nevertheless I stayed my

haste and made delays. You can't spent everything you

have, even on an affinity. I jiggled the pendulum and flip-

])e(l the hammer, I raised doubts as to the wood and skep-

tically questioned the works—though all the time with se-

cret apology In the end the man was glad to take fifty

cents for it. He couldn't send it home, since he didn't de-

liver; but he could put it into a neat box just the right

^ize—a second-hand box stood ready—and tie it with a sec-

ond-hand string in such a way as to form a handle, and I

could carry it home myself. I did no, speculating on how

I should have carried the table home, had I bought it.

From this point on, I can best give the history of our

relations, so far as they can be disentangled ivom my less

important affairs, in the form of a journal. I never could

keep a diary for myself, but there is a peculiar appropri-

ateness in setting down in such metliodical form the out-

line of one's experiences from time to time.

Saturday, 16th. I brought the clock home Perhaps I

should say the clock came home, for I had as much a

sense of being accompanied as of bringing. Without wait-

ing for the polishing or adjusting which it obviously need-

ed, I put it up on my mantel and it settled down with an air

of satis-faction which gave sweet gratification to me. Even

when we were coming home I had wondered how it would

like my house. But it seemed to fit into place like an

acorn in its cup or a flower in its calyx. It put, as I knew

it would, the last and finest touch to my house, which I had

thought almost perfect before. My Neighbor, who is a

most sympathetic person, came in and rejoiced with me,

as a neighbor should. It was with great reluctance that I

left it and went out to pur at a tea. But my best thoughts

and. I suspect, my finest conversation, were still with my
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new possession, and as the result of my eloquence a large

part of the tea-gueses came home with me when I came,

to look at my prize. All the finer-natured of them at once

saw its qualities ; I suppose there are always persons to

whom a clock is simply a machine.

I sat up late to-night, merely enjoying it. It seemed

like re-establishing my house. For this is to be not simply

a marker of time, but a miarker of my time. No relation

could be more intimate. It is to be interwoven in all my
experience, to time my duties, and announce my joys, and

limit my sufferings. Another self—if there is 'such a thing

—could not be nearer. After all, our widest notion of

existence includes only two eternities and a clock.

But I did not try to set it going; acquisition was enough

for one day.

Sunday, 17th. My Neighbor came in early this morn-

ing—she never misses church—and we wound the clock and

found that it will go. Unfortunately the pendulum-plate is

missing—though i was sure it had one when I looked at

it in the secondhand store—and the pendulum-wire waggles

away nervously, with an erratic motion. There is an eager

good-will about it, though, that goes to your heart, and
shows what its fundamental disposition is.

Not long ago I took a short trip on a local motor train,

which has a charming way of picking up and transporting

the life of the people along its path. I have travelled all

the way to California with less sociability than was con-

densed into those two hours. If I had time I should ride

up and down on that road often, so pleasing is it. The
chief interest was afforded by a large party who got on at

Weston and got off at River Falls, where they were going

to have a surprise dinner for old Mr. Daniel Bates—some
of them called him uncle—who used to live at Weston and
who now has had 'locomotor ataxia for ten years, but was
the cheerfulest thing you ever saw.' They Were carrying
all the material for their dinner with them, even to the live

rooster whom they were treating to a ride before putting

him into the pot. "Sister Aggie" sat with me chiefly,

though they all changed places many times, and conversed
agreeably about the symptoms of locomotor ataxia com-
bined -with cheerfulness.

My clock reminded me at first of old Mr. Bates. It

-certainly had the manner of locomotor ataxia, if I know
what that is, but it was also the cheerfulest thing ever
seen. It went five days before night, and even then indi-

cated perfect willingness to go on if I would wind it again.
But there was a pathos about its gay endeavor which I

could not stand. The lovely lady who reincarnates Portia
came in and said that it would not do; it must not be
wearing its little heart out that w-ay. So we went to bed
in a silent house.

Monday, 18th. When I came in from a lecture this

morning, my clock was ticking in regular rhythmic beats,

with a serenity which showed it had returned happily to

old-time habits. There was a complete at-homeness about
it that was the most musical thing I had ever heard. I

was willing to think that this was a natural happening, and
sat down to listen to its systole and diastole, in perfect con-
tent. But my Neighbor came presently to show me that
she had been in before and had tied two lead dress-weights
to the end of the pendulum, with a pink ribbon. My Neigh-
bor is both practical and esthetic, as well as neighborly.

She now had a proposal to make ; she would put my clock
in order for me and regulate it,' for a consideration. A
church society of some kind was requiring each member
to bring to it a dollar which must not be part of her regu-
lar income, but earned by some abnormal form of useful-
ness. I don't knw whether the purpose was religious or
purely oconomic—instituted to discover new industries.

My Neighbor said that she had eightv cents already, and

for twenty she would see that my clock w ent, and throw in

the dress-weights and the pink ribbons. 1 am no bargain-

driver and I accepted the offer, only stipulating for the usual

guarantee of a year's running.

Thursday, 21st. The clock is still going. I spent an

hour this morning polishing it and bathing its face and

hands. The very terminology of a clock shows how human
it is. Its door-knob proves to be pewter. Its rubrication

setms much finer since I cleaned the glass.

Even in all my yearnings for a clock I did not dream
how romantic and subtle the relation with one would be.

The sternest- faced one is not merely a monitor and a

conscience. It is that, to be sure, when necessity calls,

hut it is also a companion, a sympathizer. It is your

assurance of continuity and consistency of action, even of

individuality. The very sight of its face gives guarantee

that you are you and have been for some time, and that you
will probably still be to-morrow.

Friday, 22nd. This is my birthday and my Neighbor
brought me a brass pendulum plate which she had
wheedled out of a second-hand man. She took back the

dress-weights and the ribbon. As this is a screw-up plate

she thinks she will now be able to regulate the works bet-

ter. I don't greatly mind having them unregulated; for if

the clock is fast, it seems to me to be so because it has an
?rdent disposition and an eager heart; and if it is slow

it seems to me to be serene and quiet-hearted, and I like

it both ways. I don't care to have my clock keep exactly

the time that every clock is supposed to keep. However,
my Neighbor wants to regulate it.

Monday, 25th. I made a very annoying mistake to-day.

In the midst of a call I suddenly remembered that the

clock was slow, and I absent-mindedly rose and turned it

ahead fifteen minutes. It was very tactless, and I was
immediately embarrassed. However, my caller did not

leave, but only used the occasion to remind me that last

week when several agreeable persons were pleasantlj'

drinking tea with me, I suddenly and quite irrelevantly

exclaimed, 'Listen ! the clock is going to strike six !' I

was only wishing to call attention to the tone of the stroke.

But I must be more careful, for they all went home very

soon, and I remember that the last time they came to tea

before that, they stayed until half-past seven, and every-

body's dinner had to be put back.

Wednesday, 27th. The clock has stopped.

Thursday, 28th. My Neighbor, who has not yet re-

ceived her twenty cents, came and got the clock and took

it home, uttering her intention of taking it to pieces and
cleaning it. My Neighbor secretly wishes she were a

tinker instead of a lady, and would like to have me buy a

dozen clocks and let her take them all to pieces.

I let it go with trepidation, for it is, and can be, my
only one, and there are clockmakers ; but my Neighbor is a

inagerful' person and has me a good deal under her thumb,

where she keeps me for the purpose of dispensing favors

to me.

Saturday, 30th. My Neighbor brought back the clock,

going briskly, and apologetic for its lapse. She found
the lost pendulum-plate up among the works.

It was a rare union of heart and head. I must say.

My Neighbor took home the pendulum she ga\e me for my
liirthday—for the luicleus of a new clock. I suppose. She
now has both the dress-weights and the pendulum. She
also raised her price to a quarter, because her eighty cents

have shrunk to seventy-five

Tuesday, 3rd. I have known clocks that, when you sat

clown before them, in front of the fire, would bid you not

stay there too long—not more than twenty minutes at

most, and they will tell you when they are up—but be oft'

{Concluded on next page.)
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by the progressive and alert spirit displayed during this

tour and the eagerness and" enthusiasm with which its

members everywhere have caught up the message of co-

operation and advancement. It is with every confidence

MR. M. C. ELLIS.
President of the C. N. J. A.

that we predict that the second annual convention of the

jewelry trade of Canada, to be held in Winnipeg on Feb-

ruary 22nd, 23rd and 24th next, will set a new record in

our history and give the greatest possible stimitlus to our

work. We only trust that the jewelers of the East may
fully recognize the importance of cementing the bond be-

tween the two sections of our country and attend the con-

vention, even if personal inconvenience be entailed.

Of especial significance and' gratification has been the

zeal with which the western jewelers have caught the

spirit of the publicity campaign, a result which carries

undoubted assurance of the success of that great under-

taking. With the splendid slogan, "Gifts that Last'' dis-

played in the window of every jewelry store from coast

to coast, accentuated as it will be by the sane sentiment

impressed on the readers of almost every paper, nothing

can interfere with the future prosperity of the trade. It

is with similar appreciation that the other activities of

the National body have been received and the vision of a

one hundred per cent, membership in the western country

now seems to be tinged with an approach to reality in the

very near future.

With snch widespread and generous hospitality, the

task of conveying the appreciation of your National offi-

cers to each individual concerned would prove impossible

of accomplishment, but the experiences of the past few
weeks have repaid a thousand-fold any inconvenience

caused by the undertaking of such a trip in a busy sea-

son. To all the provincial and local associations that have

co-operated in rendering our mission a great success amd

to every individual who has co-operated by personal cour-

tesies or by attendance at the meetings, we desire to ex-

press our most heartfelt gratitude and our thanks for

their aid in furthering the most beneficent cause that

was ever undertaken on behalf of any trade.

M. C. Ellis, President.

An Enhancer of Time
{Continued from page 65.)

and about those duties. Mine is different. It beams at

me sympathetically or joyously, according to my needs,

and takes up our intercourse at exactly the point where

we dropped it, and is always urging me to stay a little

longer.

But there are people who are willing to know the

time from just any clock.

Wednesday, 4th. Since its return, the clock has settled

down again on the mantel with an air of renewed satisfac-

tion, as if even its brief absence had added to its joy in

being here. As for me, I find my courage grow under its

protection. I should find the face-to-face prospect of un-

measured time too appalling without it as an intermediary.

It ekes time out to me by degrees and makes it a service-

able instead of an awful thing.

Still, it has its whims. When I try to write verse I

find I must be iambic. I can't get a dactyl or an anapest

into the room. There are times when it insists on ticking

off heroic couplets—a form I detest—to me, to a length

that is annoying.

Saturday, 7th. I had to spend a large part of the

morning rearranging my w'alls. It began when the clock,

now thoroghly at home, said that, if it was to be on the

mantel, it must be in the exact middle; and the lady who is

Portia abetted it. So it literally threw out my magnificent

Annunciation Angel, who had been supposing himself the

greatest thing in the room. It also refused, in turn, Sav-

onarola, and Michael Angelo's notions of creation and an

innocent etching—the last because it looked too new. T

spent more than an hour offering it pictures and having

them rejected ; and in the end it had its pick of my few

humble treasures. I noticed that it finally chose the meek-

est and most gently orthodox of them all, ones which were

quite willing to be subordinate to it. And yet through the

whole performance its manner was so engaging and so

whimsically deprecatory that I was rather charmed than

impatient, although it spoiled my morning's work. At
the end it seemed to say quaintly, 'Now we are all per-

rectly comfortable' ; and I was really as well pleased as it

was.

Sunday, 8th. My Neighbor collected her quarter. I

w anted to charge her for the artistic joy she had, coming
lip here three times a day to tinker with a clock like this;

liut she .said that a subtle pleasure of that kind could not

1'e ])aid for in material foijn, and she would not try.

I am glad that the clock cannot indulge in reminis-

cence. I may be only a step-owner, but it is simply the

niere accident of missing my rightful generation that kept

me from being the original one. In all those sealed-up

experiences of which I shall never hear, my clock nuist

have had relations with people, even emotional relations,

Init I don't wish to know of them. Anyway, I am sure

it never felt for anyone else what it now feels for me.

Saturday, 14th. When I came in very late to-night

from unprofitable occupations, my clock said very dis-

tinctly, 'Wherever have you been all this long time? I

have been looking for you for hours. Now light the fire

and take that chair and let's sit up late and think about

things and have a good time.'
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"The Highest Class Talking Machine in the World"

The "Trovatore"

A New Sonora Favorite

"THE NOCTURNE"
Sonora dealers are prepared to

meet the strongest competition this

Christmas with the "Trovatore" at

$170.00 and the "Nocturne" at

$268.00.

Dealers everywhere report that the

new "Nocturne" is meeting with a

most enthusiastic reception. In fact,

it promises to be the most popular

of all Sonora models.

It has the tone that has made
Sonora famous. It is beautiful to

look upon. It sells at a reasonable

price.

Like all Sonoras, the "Nocturne"
plays all disc records made. It has

an effective automatic stop. A tone

modifier. A simple envelope filing

system ; and a silent, dependable

motor with extra long-running quali-

ties.

The "Nocturne" sells for $268.00

THE ** TROVATORE"
An instrument richly simple in

cabinet design. It has a Double
Spring Motor, playing from 4 to 5

ten-inch records with one winding,

and an Automatic Stop.

It plays every make of disc record

with the clear, golden Sonora tone.

The "Trovatore" sells for $170.00

To-day, more than in the past, the

phonograph dealer recognizes the

advantage of selling the Sonora

—

for the Sonora appeals to the better

class of buyers—it sells for cash.

Comparatively little capital is re-

quired by representatives of the

Sonora.

I. MONTAGNES & COMPANY
General Distributors.

3rd Floor, Ryrie Building - TORONTO

THE GOLDSMITHS' STOCK COMPANY, LIMITED, TORONTO
SELLING AGENTS TO THE JEWELRY TRADE



THE TRADER 65

Another Advantage

MANY a jeweler who is work-

ing up a splendid business in

records is not himself en-

tirely clear as to why this should be the

case. Yet the answer is simple enough-

Ordinarily, and excepting in big shops

which specialize in phonographs and

records, the dealer who stocks phono-

graphs has had very little experience

of the kind which assists him in the

nierchandising of records. Even the

sheet music dealer is more accustomed

to handing out or playing selections

which his customers ask for by name

than he is to merchandising his wares

with an eye to the personal tastes of

his customers. The jeweler, on the

other hand, quickly develops an intui-

tive understanding of the personality

of his customer, since so much of his

success in business depends upon his

ability to show the goods which are

likely to appeal to the customer, whe-

ther it is the simplest trinket or the

costliest jewel. The only merchant

who rivals him in this respect is the

book salesman who is really a sales-

man of books and not merely dispenser

of stationery, magazines and school

supplies.

It is because of this general lack

that record makers complain that more
than sixty per cent, of record sales are

due to their own advertising, and a

bare forty per cent, due to the sales

-

manshi]) of record dealers. This

shows the tremendous business that is

open to the man possessing the ability

and determination to "sell"' records

—

not merely to "keep" them. It explains

why jewelers are frequently so suc-

cessful in the sale of records.

Beware of Orphans

ONE of the strongest arguments

you have against the mail or-

der house, and for your own
business, is that the phonograph car-

ried l)y the former concern is all too

frequently a comparatively unknown
make. Perhaps neither you nor your

customers have considered this a very

serious matter—but it is.

Do you happen to have any friends

who invested some years ago in one

or another of the many comparatively

unknown makes of atomobile ? Do
you remember what their experiences

were with such machines? What fre-

quently happened was that the ma-
chine sooner or later became an "or-

phan,"' and then, when parts gave out,

they could not be replaced. The ma-
chine might about as well be thrown
away.

It is the same with phonographs.

Usually the unknown brand is an "as-

sembly" job—the motor from one

small manufacturer, the tone arm from

another, the reproducer from third,

and so on. ^he possibility of the pho-

nograph, or of some vital part of it,

becoming an orphan is thereby multi-

plied precisely by the number of small

manufacturers contributing to its com-
ponent parts. If a large manufacturer

makes a change in his machine, he con-

tinues to make enough of the old parts

to supply the demand for replacements.

But in the case of an assembly job,

where a small manufacturer of a sin-

gle part changes his product, or, worse

still, goes out of business, that part

can no longer be procured.

Beware of the unknown make your-

self, and warn your customers to be-

ware of it. They will see the point

quickly enough—no one wants to be

burdened with an "orphan."

Get Acquainted

IT
is not sufficient to know merely

what records you have in stock.

Phonograph music has been call-

ed "canned music," but the 'handling

of records is an entirely different

proposition from that of handing out

canned meats and vegetables. No one

would think of asking a grocer to de-

scribe the contents of a tin of peas,,

but your customer is quite within his

rights in wanting to know "What's

that one like?" in the case of records,

especially as he may not have time at

the moment to play through the

month's repertoire of selections, and

since, accordingly, he must rely to a

certain extent on your assistance in

making his choice of what you play

for him.

So get acquainted with your rec-

ords when first they come in, and keep

on speaking terms with them.

A Use for Idle Moments
NOTHING is quite so irritating

to a customer as delay, and
there are two matters on

which you or your salesclerks may
cause quite annoying delays to a

record customer. They are both mat-

ter of ignorance. One is ignorance

of your stock (for which there is no

excuse whatever) ; the other is

ignorance of the catalogue (for

which there is little if any excuse).

Of course, most merchants do

know their stocks, not only of

records, but of all other items. They

also insist that their clerks should

know stocks. But do they always

see to it that they or their clerks

know the catalogues— not only the

jewelry jobbers' catalogues, but also

those of the phonograph record

makers? These latter, of course, are

quite as much for the public as for

the dealers, and in consequence you

will find many customers who know

them thoroughly. But whether or not

the customer knows the catalogue, he

wiM expect you and your clerk to

know it. If he finds yoti do not. . . .

well, what would you think under

those circumstances if you were the

customer?

There are plenty of spare momefits

about the shop which may be spent

profitably not only in studying the

jobbers' catalogues (mo&t jewelers,

we imagine, do that) but in studying

the retail catalogue of records. You

will find it by no means uninterest-

ing; in fact, if you have any liking

for music, the study will provide you

with plenty of interest.

* *

Sell from the Top
ALTHOUGH it may be your pri-

vate opinion that a certain

"prospect" is. not likely to in-

vest in a machine worth more than

$100, it is not wise to act too freely

on that assumption. For one thing,

he may have money and a willingness

to buy which throws out all your cal-

culations. For another, even if your

judgment prove correct, it is a compli-

ment that he will appreciate if you

show him over your stock of beautiful

and expensive models.
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Judge The Opportunity

by Three Simple Facts:

If you are interested in making a
success of a phonograph depart-

ment you can't afford to overlook

these facts about The Gerhard
Heintzman:

—

Firstly—The Gerhard Heintzman is the only

Canadian-built phonograph awarded a Gold

Medal in open competition.

Secondly—Piano craftsmen design and make

it—men who for over half a century have been

building Canada's Greatest Piano. Its singing

throat IS fashioned from genuine violin spruce

—such as IS used in making piano sounding-

boards. It plays every disc record made, and

it is the only phonograph expressly designed

to play each make of record with the correct

weight of the tone-arm.

Thirdly—The Gerhard Heintzman is a com-

We are read]) lo appoint representatives plete line, offering you a model to meet every

in centres n>here we have no dealer at demand and netting you a handsome profit on

present. You are invited to get in every sale.

touch Tvith us at once. Act noTV, for

Christmas business. Gerhard Heintzman, Limited
Head Office & Factory

:

Sherbourne Street, Toronto

Gerhard Heintzman
The Only Canadian- Built Phonograph
Awarded a Gold Medal in Open Competition

?1lllllllllllllllllllllllllllllll!l!ll[||llllllllllllllll!llllllllll1l!llllllillllllllllllllllllllllllll^
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Man's Best Medicine—^ Music

67

By Hoivard Brozvn.

DID it ever occur to you that you

have in your phonograph de-

partment one of the most

effective dispensaries that exists for

treatment of the ailments of mankind ?

While medicos prescribe bromides

and osteopaths knead spinal muscles

for the relaxation of twentieth cen-

tury- nerves, or dose with mix vomica

and knead abdominal muscles for the

treatment of twen-

tieth century stom-

achs, a large and

ever-growing sec-

tion of the popula-

tion is finding its

health and appetite

in mfental relaxa-

tion or pancreatic

stimulation through

the offices of good

music.

It must not be

thought that the

medical profession

has entirely over-

looked the effect of

music in the treat-

ment of certain

cases ; but they

have more to learn

than they have to

teach in this re-

spect, as almost

anyone can tell

who has won that

inestimable prize,

an appreciation of

beautiful music.

During the war a

good bit of use was
made of music in

hospitals, but for

the most part, un-

fortunately, in a

hap-hazard sort of

way. For the sake

of "keeping the

men in good
spirits'"' concerts

were constantly

being given by

troups of volunteer musicians. But
practically never was any attempt

made by the medical authorities to lay

down for the guidance of the musi-

cians the sort of music they should

]M-ovide. In special hospitals for the

trea;tment of nervous cases
—

''shell-

shocks," neurasthenics and the like

—

slightly more deliberate use was some-
times made of music. Its tremendous
])Otential benefits were recognized

—

but unfortunate'Iv no more than that.

The medical profession, despite its

great war-time successes, seems to

have fallen down on this one thing:

that they did not go into an elaborate

and deliberate indexing of the various

classeis and qualities of music, and the

effect of each upon the various types

of mind, and in the various maladies

in which music might be used.

some writers on

You should handle Phonographs Because
\

1. You have the Business
with which phonographs link up more naturally than they do with the
businesses of those who sell people the medicine they take, the beds they lie on,
the magazines they read, or the tools they work with.

the subject that this is due in part to

the average medical man's singular

personal incapacity to appreciate

music. This may be an inborn lack

on the part of that form of mentality

which leans naturally towards the

medical profession, or it may be due
to the doctor's insufficient opportunity

to attend concerts or otherwise de-

velop a taste for music, on account of

the continual calls being made upon
his time, and the in frequency of his

moments of freedom.

Whatever the cause, the fact re-

mains that the medical profession

generally, when it thinks of the matter

at a'll, accepts the lighter types of

music as being of the sort best suited

to combat the worries arid anxieities

of the "tired business man" and to

ward oft' jihysical or nervous break-

down. So etnphatically universal has

been this idea that

t has become a

common figure of

speech in New
York City and

elsewhere to refer

to a certain type of

girl-and-music per-

formance as a

"T.B.M. show."

Yet when we
come to canvass

the opinions of

those who really

know something

about music—who
are not inerely

guessing—we learn

that of all possible

types of show this

is the least likely

to bring relaxa-

tion ; is, in fact,

well calculated to

prevent it.

The reasons are

not far to seek.

Bear in mind

that the best means

of relaxation is the

complete removal

of the thoughts

from those over-

worked brain-cells

which are devoted

to the business and

other cares of the

day. This permits

those cells to rest

by transferring the

scene of activity to

other cells, less

used. In turn, rest of the over-worked

brain-ceMs induces sleep where sleep

would otherwise be impossible. Have

you ever felt "too tired to rest" when
every (mus'ole of the body was shriek-

ing its protest, and exhaustion was

near but sleep would not come ? It is

the same with the brain when sections

of it become overtired. If those sec-

tions may first be rested while awake,

they are the more likely to take ad-

vantage of sleep when the time comes.
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PHONOGRAPHS AND RECORDS

The Best Merchandizing Proposition in

the Music Trade
The jewelry store is particularly well adapted for business in phonographs and records. This is

clearly shown by the increasing number of jewelers who are featuring these lines. Brunswick
Phonographs and Records are not only splendid profit-makers themselves, but also act as a sure

attraction for the store, thus increasing the business in other lines carried.

The Brunswick's Exclusive Features Give You a Wonderful

"Tone" is the thing people want in

phonographs nowadays—tone plus ver-

satility. And you can demonstrate to

each prospective customer that the

Brunswick excels in both, because of

these two exclusive and well-advertised

inventions:—

The ULTONA
is an exclusive Brunswick invention

which plays ALL records exactly as

they should be played. By a mere

twist of the wrist the Ultona is in-

stantly adjusted to play any make of

record with the proper diaphragm, the

correct needle and the exact weight.

Nothing to take off or put on — no

bothersome attachments or extras. The

Ultona is complete.

Opportunity

The All-Wood Oval Horn
—built like a violin—is another ex-

clusive Brunswick feature. Its oval

shape and entire freedom from metal

solve an old problem in acoustics by
allowing tone waves to unfold in a

way that is rich, mellow and, above
all, natural. This feature alone is re-

sponsible for much of the wonderful
tone of the Brunswick.

Find Out
for Yourself

how easy it is to sell Brunswick
Phonographs and Records, and how
surely the profits accumulate. Find
out NOW! Don't delay—the Christ-

mas season is always a harvest for

Brunswick dealers. We have an extra

special proposition for jewelers that

will interest you. Write our nearest
office to-day for full particulars. If

you are interested in Records, let us

tell you all about Brunswick Records.

THE MUSICAL MERCHANDISE SALES CO.

Winnipeg
143 Portage Ave. E.

Sole Canadian Distributors

General Offices: 79 Wellington St. West, TORONTO
Montreal

719 Drummond BIdg.
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Furthermore, the thoughts which

distract the mind from the use of one

set of brain cells to the use of an-

other should not be of the sort which

excite, or very little will be gained.

And above all, they should be of

the sort which distract more than

merely for the moment ; else the mind

will snap back to its more engrossing

activities, and the wear on the busi-

ness brain-cells will continue as be-

fore.

A thought will show how little the

conventional "T.B.M. show" meets

any of these requirements.

In the first place, it is but of the

moment. Once over, it is forgotten;

and I warrant you, the really ''tired"

business man will find himself, be-

tween acts, or even in the midst of the

less diverting scenes, back at his busi-

ness worries.

In the second place, neither its

action nor its music is essentially

"soothing." On the contrary, it is

ephemerally stimulating—^the sort of

stimulation which burns up and leaves

no tonic effect.

On the other hand, what may be the

effects of good music on a man in this

condition? Of course it depends

partly on the man. There are men
of a sort who could never develop a

liking for even what is technically

termed "standard" music, in the par-

lance of the phonograph trade—much
less for classic. But they are com-
paratively few. The phonograph has

made hosts of converts to the cause of

real music, and will' make hosts more.

Given a man who is ordinarily sus-

ceptible to the influence of music, and
who possesses, even latently, the abil-

ity to develop a liking for good' music,

and you have a man for whom music
may work wonders in the acquisition

of good health.

It is a pity that so few doctors

recognize the powers of music in this

respect, and that so small a propor-

tion of these realize that it is the

better class, not the cheaper, which
really has the effect they seek to bring

about. In this connection, it is of

great interest to read what Edward
Bok has to say on the subject—^the

famous, hard-working Philadelphia

editor, who recently retired from ac-

tive pursuits "just because I want to

play"

:

"The man who often stands between
the business man and', not only his en-

joyment of good music, but the re-

freshment he would derive from it, is

the physician," he says. "It has

become a positive fetish with the

average physician to counsel the so-

called 'tired business iman' not only

to keep away from the serious dra-

matic performances and attend the

'lighter shows,' but from the opera
and the concerts where 'they give

highbrow music,' and to encourage his

attendance upon musical comedies and
shows where 'he can have a laugh'

and forget his cares ! The trouble is

that this average physician does not

himself understand the mental re-

freshment that comes from listening

to a programme of good music, and
with this ignorance full upon him he
steps outside of his profession and
counsels his patient on something of

which he is absolutely ignorant. I

have again and again listened to this

counsel from physicians and followed

their advice until I awoke to the fact

that they didn't know what they were
talking about.

"I recall now six different phy-

sicians under whose care I was at one

time or another, and four of them
have acknowledged to mc that so far

as music was concerned they were
stone-deaf. I have heard other phy-

sicians disclaim the slightest interest

in music, and I wonder if stone-deaf-

ness in music is characteristic of the

medical profession. One thing is cer-

tainly true of this advice of physicians

that I should keep away from 'high-

(Continued on page 94.)

Height 37 Width 27

Depth 36"

Mahogany, Walnut

or Oak

PSlce-Ofbone

"BABY GRAND"
TPHE King of Musical Instruments. Provides ample room for a

*• tone chamber of unusual size—so large that it produces the

full—round—rich—tones of any voice or instrument in a manner

not possible with the ordinary upright.

The Something ** Different" that Sells

Voice-O-Phone "Baby Grand" is unique and beautiful in design

—

an attractive piece of furniture in any home. Special triple spring

or silent electric motor produces smooth motion.

The attractive profit on this model, and on our

other specialty—an Adam period "Cabinet Grand,"

as well as on the upright models, warrant prompt
action.

Jewelers write or wire for special proposition

mceQfbone Co.
HUGH. G. BROWN,

Production

Offices, Suite 3

1 Adelaide St. East

HAL BROWN,
Sales

Main 3944

Toronto, Ont.
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The Diamond and Its Gruesome Story

(Continued from page 59.)

who patched up a quarrel with his Imperial mistress by the

gift of the gem. Since the middle of the eighteenth, cen-

tury when Catherine came into possession of it, it has

adorned the tip of the Russian sceptre. It has been con-

fused with the Great Mogul, the largest gem ever taken

from the mines of India, which disappeared mysteriously

from history. Other writers have supposed erroneously

that the Orloff and the Kuh-i-Nur are the two halves of

the lost stone.

The Moon of the Mountains, another famous diamond

in the Russian collection, has an even more romantic his-

tory. When Nadir Shah sacked Delhi, he carried it to

Persia. It was stolen during a rebellion and carried by

the thief to Bagdad. There Shaffrass, who had been a

humdrum merchant all his life, fell under its spell and

poisoned four men, including his brother, to gain posses-

sion of it, sewing the bodies of his victims in sacks and

dropping them by night into the Tigris under the walls

of the ancient capital of the caliphs. He took the diamond

to Europe and eventually sold it to the Russian crown.

These, with many other wonderful jewels of Russia,

are now believed bv manv to ibe in Poland.

French novelty necklet plaques in round and oblong

shapes have a platinum and pearl design imposed upon
frosted crystal. They are worn on a white silk cord and

a silk tassel hangs from the plaque. Beautiful little

plaques in smaller size are of religious character, one

having a Murill Madonna carved from mother-of-pearl and
framed in a filigree of platinum set with tiny pearls.

Are You Selling

Pearls ?
Just now you must offer your customers

those Pearls that look the best, wear the

best and cost the least money). Then sell

Fhilippa Pearl Necklaces. For their true

beauty, durability and popular prices, they

offer a value that is bound to make selling

easy for you.

SPECIAL VALUES

$5.50 to $10.00
Send for appro, selections.

We have also cheaper qualities in PEARLS.
and our range of BLACK AND COLORED
BEAD NECKLACES is the largest in Canada.

Here's the address:

R. A. PHILLIPS
77 York St. - Toronto

(^rontoSnowCasfCo) Lmit^

"COALPORT"

Increased Sales
are the result of

Increased
Display

Immediate Shipment

Write for prices.

181-199 Carlaw Ave., Toronto
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Operating Accounts for Retail Jewelers

PART III.

(From Bulletin 15 of the Harvard Bureau of Business Research)

FOLLOWING naturally upon the "Expense State-

men't" is the "Net Gain Statement," which, with the

Assets and' Liabilities Accounts, is included in this

installment of Bulletin 15 of the Harvard Bureau of Busi-

ness Research

:

Net Gain Statement

REPAIRLXG AND ENGRAVING.
Receipts from Repairing and Engraving.

Credits :

Receipts from repair work on clocks, watches,

jewelry, etc.

Receipts from engraving.

Free engraving on merchandise sold to customers is a

selling ex/pense. Wihen such work is performed by the re-

pairing and engraving department, the cost of the free en-

graving is credited to the repairing and engraving de-

partment and debited as a selling expense to Boxes, Wrap-

pings, and Other Selling Expense. Eree repairing ds

handled in a similar manner.

In case an outside shop is emjployed for any repairing

or engraving work, the amount received from the cus-

tomer for such woirk is credited to this account.

Receipts from the sale of old gold and silver are cre-

dited to Sundry Rn'enue Net and not to this account.

Salaries and Wages eor Repairing and Engraving.

Debits :

Salaries and wages of repairing and engraving force,

including part of the wages of proprietor, sales

force, or other employes giving part of their time to

repairing and engraving.

Supplies and Other Repairing and Engraving Ex-

pense.

Debits :

Materialis and supplies used in repairing and en^

graving.

Repairs and depreciation of materials and tools

used by repairing and engraving employes.

Other repairing and engraving expense.

If repairing is done by an outside shop the charge for

this work is debited to this account.

Total Repairing and Engraving Expense is the sum
o^ Salaries and Wages for Repairing and Engraving and

Supplies and Other Repairing and Engraving Expenses.

Sundry Revenue (Net).

Credits :

Sales of old gold and silver and old jewelry.

Incidental receipts.

Net profit from wholesale or other departments not

strictly a part of the retail jewelry 'business.

Debits :

Incidentail losses.

Net iloss from wholesale or other departments not

strictly a part of the retail jewelry business.

INTEREST AND RENTALS EARNED.
Credits

:

Interest on capita! owned.

Rent of owned store.

Rent of owned garage.

Debits

:

Insurance and taxes on owned real estate.

Repairs and depreciation on owned real estate.

Interest on mortgage on owned real estate.

This account is really a proprietorship account for the

i>usiness. It is credited with the earnings of the capital

(interest) and of the real estate owned (rent) used in the

retail jewelry business. This account is credited with all

debits to Interest on Capital—0-Wned; with the debits to

Rent, if the store is owned; and with the amount debited to

Delivery Expense for rent oi garage, when owned.

Interests and Rentals Earned is debited with insurance

and taxes on owned real estate, with interest on mortgages

on owned real estate, and with repairs and depreciation on
owned real estate. These debits are expensess for the pro-

prietor of the real estate as landlord 'but are not operating

exipenses oi the retail jewelry store. They are covered by

the amount dehited to Rent and credited to this account.

Interest and Rentals Earned.

Total Net Gain (or Loss) is the sum of Net Profit (or

Loss), and the 'balances of Repairing and Engraving, of

Sundry Revenue (Net), and of Interest and Rentals

Earned. Total Net Gain is t'he final figure of income out

of which income taxes are paid, distributions are imade to

stockholders, partners, or proprietors, and additions are

made to surplus. It does not include the partners' salaries

or interest on partners' balances, included in expense, for

these are credited directly to the partners' or proprietor's

accoimts.

INCOME AND EXCESS PROFITS TAXES.
Debits :

Federal and state taxes levied on the net income of

the business.

Excess profits taxes.

Unllike taxes on the property of a corporation, income

and excess profits taxes are not included in expense but are

deducted from the net gain of the business.

Dividends ( Corporation),. Sharings (Partnership), or

Withdrawals (Proprietorship).

This item accounts for the portion of Total Net Gain

that is applied to dividends, if the jewelry business is a

corporation or a joint stock cintpany, or to sharings, if the

business is a partnership, or to withdrawals, if the business

is an individua'l proprietors'hiip.

Surplus (or Deficit) for the Year is the portion of

Total Net Gain (or Loss) remaining after Income and

Excess Profits Taxes and Dividends, Sharings. or With-

draivals have been deducted.

Assets and Liabilities Accounts
The accounts from which reports are made on the Profit

and Loss Statement show the results of the operation of

the business over a year or for any other definite period

of time. The assets and liabilities accounts, on the other

hand, s'how the condition of the ibusiness on a definite

date; from these accounts its net worth is determined.

This explanation of the assets and liat)ilities accounts is

given not only to provide the outline of a complete ac-

counting system, but also because operating figures and

figures to show the condition of the business are so closely
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related that any error in one set is likely to be reflected in

the other.

The assets and liabilities accounts that are described in

the following pages should meet the needs of the ordinary

retail jewelry store. They will assist the jeweler in mak-

ing out a financial statement, and at the same time show

the condition of the businesis and its net worth.

ASSETS
Cash.

Balance of cash on hand, in the store and in the

bank.

This account is debited with cash receipts from all

sources. It is credited with alil cash expenditures and

losses of cash by theft or errors in making change (debit-

ed to the Miscellaneous Expense.

Merchandise on Hand.
This is Inventory of Merchandise at End of F^ar on the

Profit and Loss Statement.

Accounts Receivable.

Balance of charge accounts owed to the business.

This account is debited with sales on charge accounts.

It is credited with cash received on charge accounts, with

credits given to customers for allowances and for merchan-

dise returned, and with bad debts. When a customer's ac-

count is closed by his giving a note, the amount of the note

is credited to this account and debited to Notes Receivable.

The balance of Accounts Receivable must agree with the

sum of the balances of customers' accounts.

The amounts entered under this account as credits to

customers for merchandise returned or for allowances are

debited to Returns and Allowances. The amount credited

to this account for bad debts is debited to Losses from Bad

Debts.

Notes Receavable.

Balance owed to the business on notes.

This account is debited with notes given to the business.

It is credited with payments on notes given to the business.

Only the principal or face of notes is entered here, for in-

terest goes to Interest on Capital—Owned.

Equipment.
Net value of equipment (after deducting depreci-

ation).

This account is debited with store equipment purchased;

freight, express, and cartage on store equipment purchas-

ed; delivery equipment purchased; transportation charges

on delivery equipment purchased. It is credited with de-

preciation of store equipment; depreciation of delivery

equipment; and thefts of equipment.

When the business is started, an account is opened for

Equipment. This account is debited with the cost of the

__
fixtures and other equiipment, including transportation

'
charges. When additional fixtures are purchased, to in-

crease the total amount, they are debited to this account.

When equipment is replaced, any depreciation that has ac-

crued, since the closing of the books, on the equipment that

is being abandoned is debited^to Depreciation and credited

to Equipment. At the time o'f replacement, the equipment

that is being abandoned should not stand on the books at

more than its scrap value. If it has not been fully depre-

ciated, an additional charge to Depreciation is made to

cover the balance of the iloss in value. The new equip-

ment is then charged to the Equipment account.

Real Estate.

Net cost of real estate.

This account is debited with the cost of real estate. It

is credited with receipts from the sale of real estate, at

cost price. Any balance of gain or loss is credited to a

general surplus or undivided profits account, not to Sur-
plus {or Deficit) for the Year, which is for this year only.

Other Assets.

In some instances other asset accounts are used, such as

Prepaid Insurance, but the above asset accounts will meet
the needs of a large majority of retail jewelry stores.

LIABILITIES
Accounts Payable.

Balance of accounts owed by the business.

This account is credited, at billed cost, with the credit

purchases of merchandise. It is debited with cash paid

on account, with cash discounts taken on credit purchases
of merchandise, and with credit allowed by wholesalers

and manufacturers for merchandise returned or allow-

ances granted.

The amounts credited to this account for credit purchas-

es of merchandise are debits to Purchases of Merchandise
at Billed Cost. The amounts debited to this account for

cash discounts taken on credit purchases of merchandise
are credited to Cash Discounts Taken. The amounts
debited here for credit allowed by wholesalers and manu-
facturers for merchandise returned or allowances made
are credited to Purches of Merchandise at Billed Cost.

When a note is given to a creditor. Accounts Payable is

debited and Notes Payable credited with the amount of the

note.

The balance of Accounts Payable must agree with the

sum of the balances of creditors' accounts.

Notes Payable.

Balance of notes and accepted drafts outstanding

against the business.

This account is credited with notes given to creditors,

or drafts accepted in their favor. It is debited with pay-
ments on notes given or drafts accepted, but not with in-

terest, which goes to Interest on Capital—Borrowed.

Mortgages Payable.
Balance owed by the business on mortgages given.

This account is credited with mortgages given on real

estate. It is debited with payments on mortgages, but not

with interest, which goes to Interest and Rentals Earned.

Other Liabilities.

If the business is incorported, a liability account for

bonds may be needed. In some instances accounts for

such items as accrued taxes are necessary. Capital stock,

reserves, surplus, undivided profits, dividends declared and

not paid, undrawn salaries and partners' sharings, etc., are

also reported, for balancing purposes, on the lialbility side

of the statement, though many of them are liabilities only

in a figurative sense.

Net Worth.
The net worth of the business is the sum of the assets

less the sum of the liabilities (including dividends de-

clared but not paid and reserves, but not including ac-

counts representing undivided proprietorship—like capital

stock, surplus, and undivided profits).

An efifort was made recently to check up the difiference

in longitude between Greenwich, London, and Le Bourget,

Paris, by transport of time in an aeroplane. Twelve

chronometers were carried, which had previously been

observed for a total of fifty-three days at the National

Physical Laboratory, Teddington. The results of the

test were practiioailiy the isame as those ohtainied by

wireless telegraphy; thus proving the potential value of

the aeroplane in time transport for longitude determina-

tion in cases where wireless is not available.
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FOBS, POCKET KNIVES
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This table set-

I'tiig for luiichenii,

sli'tius spoons,

k/iii't'S and forks in

/lie Louvaiu I^al-

tcrn— one of our

best sellers. Hoiu
is your stock:^

In the lead for

seventy years
\X71lR11 there no other proof of quahty, this one fact

would indicate that the reputation of "1847

Rogers Bros." has been built upon exceptional value.

To you, "value" may mean easy scllrr, repeater, no

coiiipl lints, c/ood profit. \'our customers think it means
attractivefies<i, diirahility, yood ta.^te.

Any way you look at "
1 847 Rogers Bros." you know

positively that there is some reason why it has been

prcferreii for seventy years.

To proi'e that they knoir exactly zchat

they ivant , customers are asking for it

by its FULL name, "1847 Rogers Bros."

MERIDEN HRITANNIA COMPANY. Limited

HAMILTON, OXTARIO

The Family Plate for Seventy Years
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Shop Policies that Paid

IN
1854 the western limit of Toronto was at Bathurst

street, and the eastern limit at Parliament street. In

both districts there was much vacant land. Toll-gates

were at the outskirts of the city. Busses were running as

far west as the Asylum. Queen and Yonge was vieing

with the corner of King and Yonge as a business centre.

A store on Yonge street two d'oors north of King street

rented for £28 15s. per year. To-day the same store would

rent for $12,000 or $15,000. Where the Royal Bank build-

ing now stands a Mr. Ridout conducted a hardware store.

The late Rice-Lewis handled a similar business at the

corner of Toronto and King streets. Such was the city in

1854. A few years later the site of the present Canadian

Pacific Railway Company's skyscraper was occupied by

John Kay, while Mr. Dineen sold furs on the opposite

corner.

In 1854 a man named Miller opened a jewelry store

on the east side of Yonge street, two doors north of

Adelaide street. A few years later he disposed of this

business to a man named Morrison, who in turn sold it to

a Mr. Segsworth. The apprentice in the business was a

boy named James Ryrie. He cleaned the windows, swept

the floor, and ran messages. He was honest, industrious,

and ambitious to possess a jewelry store of his own. When
his apprenticeship was completed, he negotiated with his

employer for the purchase of his business, but negotiations

were held up because sufficient cash was not available.

It chanced, however, that the boy's pastor heard of his

dilemma, and offered to loan the youth $400 (which was
all the money he possessed) at the usual bank rate of

interest. The offer was accepted, and the $400 became
the financial basis of the Ryrie business.

Having come into possession, and taken in the late

Harry Ryrie as partner, the new owner laid down certain

principles of his own. Two of these, which are important

because at the time they seemed radically novel, were that

goods should henceforth be marked in plain figures, and
that only goods of the best quality should be handled in

his shop. He still gave discounts, but abhorred the prac-

tice. One morning an incident decided him to throw this

practice in the discard with the others. It occurred in

this way:

A man entered the shop hurriedly and asked to see

watches. Selecting one be asked: "How much is this?"

Mr. Ryrie told him the price—$25. "I'll take it," the man
said, and placing the required sum on the counter, he took

the watch and walked out. Mr. Ryrie was surprised.

"There," he exclaimed to his brother, "that settles it.

There is an instance of the unfairness of giving discounts.

That was a decent fellow, and just because he was decent

we robbed him of three dollars—for anyone who hesitated
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could have bought the watch for twenty-two dollars. Let

us decide once and for all never to give another discount."

That decision was made; and more to the point, it

was strictly observed. It has not been broken once since

that day, over forty years ago. This "one price policy"

exists to-day as another of the foundations of the Ryrie

business.

These are but some of the more important of the

policies with regard to the service rendered customers,

decided upon by the one-time messenger-boy. Up-to-date

policies covering service to the public have long been

adopted by practically every jewelry store in Canada.

Such things as remain to be done—^the abolition of free

engraving and of loaning watches, and the charging of

reasonable prices for repair work—are being rapidly in-

troduced through the efforts of the Canadian National

Jewelers' Association. The Ryrie firm is therefore no

longer peculiar in respect of many up-to-date policies, but

much of its success may be traced to the fact that it was
among the first in the field in adopting many of those

mentioned, and several others.

Of equal importance have been the firm's policies

towards its staff. In matters of this nature it is still

among the first in the field, and the continued success of

these policies make them worthy of study for the jeweler

whose ambitions are not limited to the present extent of

his business.

First among these is the matter of hours; and while

the town jeweler, who depends upon Saturday afternoons

for much of his business, may not be able to accept the

Ryrie policy in detail, he may study it in principle, and

apply this principle in whatever manner his business per-

mits. A few years ago the Saturday half-holiday was
confined to the months of July and August. Then it was
decided to extend this to the months of May, June and
September. So successful was this that with the begin-

ning of the present year, a further extension was made,
and the store is now closed on Saturday afternoons

throughout the year with the exception of the months of

November and December.

Another step forward in the matter of hours was the

decision whereby the store is is now opened at 9 in the

morning instead of 8 and 8.30 as formerly. The need for

this arose out of the fact that so many of the employees

lived at such great distances from the centre of the city

;

while the opportunity was provided in the small percentage

of business transacted in the early morning hours. This

might be judged possible, and perhaps highly desirable

even in cases where the excuse of long distances did not

enter into consideration.

Length of service also brings special privileges. The
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The Exclusive

Piccadilly Mesh Bag

A SMART modish mesh bag with a convenient

vanity box containing a powder puff and mirror

cleverly concealed in the frame.

For motor or shopping trips, for afternoon or evening func-

tions the Piccadilly Mesh Bag is always good form.

Piccadilly Mesh Bags are exclusive in design and are made

with latest patterns of very thin model frames. They are

light and convenient and can be carried with any costume.

Made in Silver Plate, Gold

Plate, Sterling Silver

and 14- Karat Gold

rllE patentees, Henri/ Wiener &

Son, of 366 Fifth Arenue, New
York, suf/gest that you (wk your

fnrorite shop for the PICCADILLY

Mesh Baos. They will be glad to

xhow them to you.

PICCADILLY
MESH BAGS

Advertised in

Vogue
and other women interest magazines

It is YOUR advertising. We
pay for it. But it is YOURS.

YOURS to make larger,

steadier, easier and more profit-

able sales for YOU — at

YOUR counter—to YOUR
trade and to customers of other

jewelers where the Piccadilly

Mesh Bag is not yet on sale.

Ask Your Wholesaler for

the Piccadilly Bag

If your wholesaler is not in po-

sition to supply you, please be

so good as to send us his name
and we will at once take steps

to make it easy for you to see

and order Piccadilly" Mesh
Bags.

Piccadilly Mesh Bags are

made in Silver Plate, Gold
Plate, Sterling Silver and 14

karat gold.

Made in Canada for us, by

Whiting & Davis, places Pic-

cadilly Mesh Bags before the

wholesale and retail trade at

prices that prevail in the United

States.

We do not sell direct to the

retail trade. Ask your whole-

saler; if he cannot supply you,

write us and mention your

wholesaler's name.

Henry Wiener & Son
366 Fifth Ave. New York

This advertisement appears in Vogue and other weU known magazines

llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^^



THE TRADER 79

normal vacation for members of the staff is two weeks.

For everyone who has been with the firm- for more than

ten years, however, an extra week is granted—and a sur-

prisingly large numiber are qualified to take advantage.

Thereafter, each additional five years of service adds

another week to the employee's holidays, with the result

that the older members of the staff are enabled to take a

four or five weeks' trip to some distant pleasure resort,

such as Mr. Ryrie himself might enjoy.

Another feature of the firm's relations to its employees,

which has given universal satisfaction for ten years, is the

method of providing for presentations to departing mem-
bers, and for gifts of flowers and fruit to those confined

to their homes throiigh illness. The old method was to

permit anyone to canvass the staff for money contribu-

tions, demanding anywhere from 50 cents to two or three

dollars from each imember. Those of a reserved nature,

however deserving, were liable to be forgotten ; w bile

those possessed of energetic and pushing friends on the

staff would often receive an unnecessarily costly and hand-

some gift. Each collector seemed to try to outdo the other,

one departing memlier of the staff' receiving as a memento

a diamond tie-pin retailing at $250, and that was many
years ago.

Finding this sort of thing burdensome to the staff', the

management decided to eliminate it. In its place a co-

operative system was introduced, whereby the staff and
the firm would contribute alike to a general fund. Each
memfcer contributes from 5c. to 25c. per month, according
to salaries, while the firm contributes the balance. This
fund is disbursed by a committee of three, appointed by
the staff, whose duty it is to enquire into all cases, and to

make gifts accordingly. No word of dissatisfaction con-
cerning this plan has been heard by the management in its

ten years of application.

With a large and efficient staff, Mr. Ryrie, the ex-

messenger-boy, is now left free from detail, and is able

to concentrate upon the more important matters confront-
ing him. His one indulgence in detail is that of the daily

newspaper advertisements wl^ich have played so large a

part in the building of the Ryrie business. To these he
still gives his personal attention—and with what success

may be judged from the volume of business transacted

daily at the Ryrie shop.

Porcelain—a Substitute for Silver

IT
is now proposed to issue coins in Germany of a de-

nomination of 2. 3 and' 5 marks of porcelain. The
mark has depreciated to such an extent that it would

hardly pay to coin it in anything more valuable than cop-

per or iron, and porcelain seems to be an excelle>nt medium
of exchange. Municipal coins particularly for use on

cars, "tram currency," are now in use in Hamburg and

other cities. The factory facilities are large at Meissen

and there is nothing specially to make at present so that

there seems to be no reason why porcelain coins should

not be manufactured at the erstwhile plant that turned

out vases and wonderful dinner sets. The coins are very

sanitary, as to clean them it is only necessary to throw
into water. Owing to the technical plant required for

their fabrication—we cannot say minting—they are very

difficult to counterfeit. Porcelain coins are not new, as

two of the old English potteries adopted "china" or porce-

lain tokens.

It is the oriental use of porcelain for coinage which

possesses the most interest. Siamese porcelain tokens

were in use from the middle of the 18th century until

1871 when they were forbidden. The majority of these

pieces were issued in Bangkok, largely by gambling

houses, the fraternity at that time having an enviable

reputation for honesty ! There are at least 890 known
kinds. They occur in a great variety of shapes, colors

and values. The denominations are on the reverse and

are generally in blue. The native name of this currency

is "Pi.'' The inscriptions are usually in Chinese as the
gambling houses were usually owned and" operated by
Chinese.

The origin of the coins or tokens is interesting.

Gamblers in Siam squatted down on an oblong mat at

one end of which the cashier or croupier was seated in a
kneeling attitude. The coins which changed ownership
so frequently were thrown a considerable distance, and,
being bullet-shaped, often rolled in the wrong direction.

To remedy this the owners introduced special counters
like the well-known "chips" with which the average red-

blooded American is entirely familiar. In time porcelain
was adopted and the use of the counters was gradually ex-
tended to general use as they were issued under author-

Lcft : German "Biscuit"

porcelain coins, 2, 3, and 5

work pieces. Right : Siamese

porcelain tokens issued by

gamblers but prohibited in

1871.

ity granted in the gambling license or concession. So they

rapidly became a medium of exchange and were found to

fill a long-felt waiit for small money, but the circulation

went beyond its legal sphere. Counterfeits soon made

their appearance and the gamhlers made constant changes

in the size, shape and colors for they are found in round

round, oval, star, lozenge, gourd, leaf, butterfly, bat and

fish shapes. Finally the government interposed and would

not allow the tokens to circulate as money although they

probably still pass muster in the games of "fan-tan" or

whatnot which so interest the Celestial. There is a large

collection of these tokens in the Museum of the American

Numismatic Society in New York.—A. A. Hopkins, in

the "Scientific American."
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Candlesticks for Winter Sale

By W. B. Stoddard.

DURING November and December, when the days

are shortest, is felt the strongest need for artificial

light ; and if the threatened power shortage in On-

tario is reflected to any extent elsewhere, there should be

unusually good opportunity for the display and sale of

silver, brass, copper, wooden and composition candle-

sticks. They form especially appropriate remembrances

for the Christmastide, as there are so many legends, and

ceremonials and memories connected with them. Many
jewelers pushed them very successfully last Christmas

season, and they should be even more profitable a feature

this year.

A series of ads run by a Washington jeweler, each

adorned with a cut of one or more of the candles and a

Ijorder of evergreen and holly, read

:

IT IS NOT RIGHT TO HIDE YOUR LIGHT
UNDER A BUSHEL

—especially if your light is a gay candle of red, in a ma-
hogany finish stick, about which is tied a red ribbon bow.

They are just the thing for the Christmas table, and cost

but $1.75.

WHEN THE ELECTRIC LIGHTS GO OUT
—is the time when you most need candles, and if you use

candles you must needs have candlesticks to hold them.

To be on the safe side, you had better be sure that your

candlestick is ready for emergencies.

A CAMOUFLAGED CANDLE
Something Very New

A mahogany finish candlestick, colonial style, topped

with a decorated, fluted, white candle shade—underneath

a burner that with the inspiration of gas gives the mellow
light of a candle. Price $2.50.

Progressive jewelers now devote a section of the store

to a Gift Shop, especially in the pre-holiday season. One
of the most attractive of these had the gift shop on the

mezzanine floor, entirely apart from the other lines, and

here seekers after the quaint and curious could browse

to their hearts' content. A single clerk was in charge, and

about all she had to do was to wrap up parcels and make
change, as the customers for the most part waited on them-

ielves. At one side was a table set for afternoon lunch,

with masses of blue, green, pink, and yellow tulle for a

centrepiece, and at each corner wax candles in silver sticks

with shades of one of the centrepiece colors. Another
tiaible held a wide variety of candlesticks—French, Mission,

Colonial, Old English, etc. In boxes containing half a

dozen tapers each were shown fancy candles, in stripes and

floral patterns. An especially handsome candle, set in a

silver holder, had several bluebirds painted upon it. At-

tached to the candle by a blue ribbon was a card, upon
which was engraved the charming sentiment : "According

to an old French tale the bluebird is the symbol of hap
piness—a being perfect and infinitely to be desired—so I

am send'usf it to >ou, trusting that you may always have

the bluebird of happiness with you."

Of course in featuring candlesticks an appropriate win-

dow display must not be overlooked. One of the most

beautiful exhibitions of this kind w'hich featured flat sil-

ver in connection with the candles and candelbra, was that

of a leading Newark jeweler. It was floored with black

velvet, and hung with long, sweeping curtains of pale

blue silk. In the centre was a four foot blue vase filled

with masses of silver foliage. At either end were small

tables with glass tops, one of which held hammered, the

other iplain silver, with several silver candlesticks con-

taining iblue tapers. In the centre was a magnificent sil-

ver candelebra, holding a score of blue candles. Tall sil-

ver vases held blue roses with green foliage, and in front

of them were boxes of flat silver, while silver candlesticks

were set about the floor. Just inside the store was a case

containing candlestick outfits—taper, shade and stick ; and

camouflage candles for gas or electricity, with silken

shades.

Another firm, this time on the western coast, set forth

their full stock of candles and accessories in this wise:

WHEN YOU GO A-HUNTING CANDLESTICKS

Come right to us, and see the assortment that awaits

you. There are candlesticks of all kinds, but those in ma-
hogany finish are especially attractive. No matter wheth-

er you want a single holder, or an elaborate candelabra,

you will find it in our stock.

Complementing this ad they set forth a display that

for beauty and attractiveness would be difficult to surpass.

The window was arranged to represent a portion of a

dining room, having the background covered with blue

and gold brocade paper, and floor covered with a rug of

deep blue. A tall mirror on the wall was framed in dull

silver. A bufifet held a tall silver candelaJbra and this was
flanked with other silver candlesticks, all holding blue

tapers. Down in front was another candelabra, the base

banked with pink roses and maidenhair fern. At either

side were tall silver vases filled with pink chrysanthemums.

A number of pieces of individual silver, and a great silver

salver, completed this high grade window.

To a selected list of patrons, whom they thought would

be interested, they sent under letter postage a neatly en-

graved card, showing three red candles at the top, and the

suggestion

:

CANDLE LIGHT

A little flame, it may be, but somehow it imparts a re-

poseful, peaceful, hopeful, joyful atmosphere to the whole

room. To encourage the use of the wax taper, or its

modern prototype, the electric candle, to throw its cheer-

ful beams, there are cheerful modelings and carvings of

mahogany and brass, lovely shapes of sparkling glass and

decorative china, just the right size for any type of

candle.

See them in our Gift Department, 50c up.

These candles and accessories were given a special

corner in the store^—^one of the darker parts of the store,

which gave a good excuse to have a number of the lighted

tapers, with their gay shades, set about on the show cases,

talbles and in wall sconces. These not only increased the

sale of this line, but shed such a soft light on the silver

and cut glass on the tables and in adjacent sections that

they were responsible for many additional sales of table

furnishings.
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GOLD and EXCHANGE

We supply fine gold to our customers and have to

charge the prevailing rate of exchange on New York

funds, because:

FIRST, we pay our customers the same rate of

exchange on the gold we get from their refinings.

SECOND, in addition to the gold we refine here, we

have to buy many thousands of dollars worth m New

York, and have to pay the exchange on that.

By sendmg your refinmgs to us, you can either have

the gold returned to you or we will pay the regular price

plus New York exchange.

CANADIAN SEAMLESS WIRE CO.

GOLD
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Mainspring Attachments
A Form of Attachment that Gives Good Results, and How to Easily Make It

By Francis R. Bcntlcy.

IN the fitting of a new mainspring, just as in the re-

pairing of any other part of a watch, the workman who
handles nothing but American work has a good deal

to be thankful for. In the matter of experience he may
go short, but at ileast he has little to worry him.

When one spring is broken he is not concerned with

arriving first at the proper dimensions and strength of

the new spring; and given the right spring he has the

spring attachment all ready fitted exactly to suit the move-
ment in hand. If perchance the barrel itself has been in

trouble, even this he can obtain from his material house

all ready to put in place in the movement. What a happy,

care-free existence is his

!

"Not quite as easy as all that," you will be disposed,

perhaps, to retort : and yet there is really not much ex-

aggeration about it.

GOOD FOR A W.\TCH WITHOUT STOrWORK.

In the articles upon mainsprings and mainspring fitting

in the AjM'il and May issues, some of the types of attach-

ments commonly met with in Swiss watches were des-

cribed, and directions were given for fitting an ordinary

spring having a punched hole in the blade. Reference also

was made to another common form of attachment in

which a portion of the spring is heated and bent back upon
itself. This turned' back portion of the spring rests against

the barrel hook. In some cases, instead of the spring

being bent back upon itself a short length of spring is

rivetted to the blade of the spring, the action in other

respects being similar. Both these forms of attachment

are frequently found in small watches having very narrow

springs, and usually in comparatively cheap movements.

A third and somewhat similar attachment referred to in

our April article in passing, is an excellent attachment for

a watch without stopwork, and is used in some of the

makes of Swiss watches designed for railroad service.

This attachment consists of a short separate length of

spring which is inserted into a short hook bent backwards

upon the spring itself. To make the bend for this hook

the blade of the spring must be softened, just as in the

case of the ordinary turned'-back attachment. As in that

type also it is important that the spring should be annealed

at the bending point only.

CO CAREFULLY A STEP AT A TIME.

To make the necessary bend, apply the fine flame of

the alcohol lamp at a point about one-half inch from the

end of the spring; heat the blade to redness for a distance

of about two or three niilliuieters—just far enough to

The Trader.

form the bend safely; then quickl\' double the spring

backward upon itself into the form of a wide loop, as

show n in Fig. 1. Do not attempt to bring the attachment

to finished form with one bend and after one heating. By
working one step at a time and guarding against accident

you will complete the job at the first trial and' in far less

time than would be taken up in making half a dozen ill-

considered attempts.

takes but LITTLE TIME TO MAKE.

I'^or the second step, grij) the wide loop with narrow
nosed pliers at the point indicated by the dotted line in

Fig. 2 and close the extremity of the loop down to the

blade of the spring; again heat the bend to redness, and

^3^. I.

^C<». H-.

li^.^. "SC^.^.

'3^. (<>. '^^4. 5.

while still hot, grip the loop with a second pair of pliers,

lengthwise, over the bend itself and' further close it down,

as at Fig. 3. A loop still remains, and in this we now
place, crosswise, a fragment of the waste spring that was

laid aside for the purpose when breaking the spring to

correct length in the first place. Holding the spring in

the pliers to prevent softening any more than necessary,

heat the bend for the third time until both it and the en-

closed piece of spring are red. Then, resting the loop

quickly on the vise or benchblock, only a tap or two from

the hammer should close the loop neatly and squarely'

down upon the waste piece of spring. Little now remains

to be done. With a sharp file cut away the surplus part

of the loop, as at Fig. 4, leaving no more than enough

to provide safe hooking for the independent slip of spring

that will complete the attachment. This is now shaped

up, as seen at Fig. 5, from another piece of the waste

sjjring by filing the one end square and rounding off the

edges to fit snugly into the bend of the hook, while the

other end is bevelled to afford a good hold for the hook

in the barrel. The attachment, now completed, is as illus-

trated in Fig. 6. To do the job at the bench takes far

less time than is needed to describe it on paper, and done

in this way there is nothing difticult about it. A spring

with such an attachinent is wound into the barrel just like

anv other spring, the little indejiend'ent slip shown at Fig.

83
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5 being placed in position afterwards with the tweezers.

SHOULD A MAINSPRING BE TAKEN OUT.

Before leaving this consideration of the mainspring
and its attachment there are two or three practical points

that call for passing mention. Whether a mainspring
should be taken out of the barrel when a watch is cleaned
is one of the questions often asked in the trade press, and
it is answered in different ways. There are those who
claim that the spring should always be removed; that to

neglect to do so is evidence of slipshod work. It is urged
on the other hand, that to remove the mainspring when
cleaning the watch increases its liability to break, and to

that extent increases the possibility of dissatisfaction on
the part of the customer or loss to the watchmaker him-
self.

There is no doubt that the removal of the spring from
the barrel increases the likelihood of its breaking. When
in the barrel it is constantly under tension. Removal
allows relaxation of all the particles of which it is com-
posed. It is not difficult to understand, therefore, that

temporary relaxation when followed by return to the

straightened quarters and full tension of the barrel has
increased the possibility of breaking. This is an impor-
tant consideration. It is still more important, however,
for the workman to know that the spring is neither dirty

nor "set." If the watch is known to him, and the spring

is known to be in good condition, there is no need for its

removal. Should there be any question, however, of the

condition of the spring itself, or of the oil, it should al-

ways be taken out. If the spring is found to be "set" a

new one must be fitted; and if the old spring is shown
and its effect intelligently explained, with few exceptions

the customer will be willing to pay for a new spring. A
dirty spring must be cleaned. This is best done with a

soft rag held in a pair of strong tweezers. Hold the

tweezers in the right hand and the spring in the left, and
starting at the outside work gently around coil by coil to

the center. In this way the spring is not distorted or

placed under the unnatural strain that must result from
its being pulled out straight for cleaning.

MAKING A BROKEN SPRING SERVE.

It should be hardly necessary to say that to replace a

mainspring in the barrel a proper mainspring winder

should always be used, and the arbor of the winder should

correspond in size as closely as possible with the barrel

arbor of the watch. Winding a spring in by hand always

distorts it more or less. The stronger the spring and the

more careless the workman, the more marked the distor-

tion is likely to be, but it will be there in any case and

added friction and diminished power will result.

A spring broken at the end which otherwise is in good

condition, may usually be reholed and used again. Often

the hole only is broken. Even when broken half a coil or

more from the end, however, the spring need seldom be

discarded for, as we have already seen, overcrowding the

barrel and springs too strong are among the common
faults of mainspring fitting, which the breaking off of the

outside coil would tend to remedy. But when the spring

is broken in the center it is an entirely different matter.

We have seen mainsprings that have been reholed at the

center. Usually they have been softened to such an ex-

tent that two or three coils of soft, lifeless spring, incap-

able of developing any power, have become closely coiled

around the arbor. At other times the central coils have

been so distorted as to cause a constant grinding of the

spring upon the barrel. Now and again we have come
upon springs that have been painfully rivetted together

by some misguided watch repairer. All such work is waste

time, for it can never give satisfaction. Even when the

reholing is done with some care and the spring returned

as neatly as possible to its original condition, it no longer

presents the regular spiral form of a good spring in a

state of rest, nor affords the regular development and

regularly increasing tension that characterizes a good

spring in action.

Practical Correspondence
Solutions of Problems and Difficulties met with by our Readers

WHAT IS A BRACKET CLOCK?
Question.—What kind of clock is it that is often re-

ferred to among English clocks as a "bracket clock"?

Does this term refer to a special construction of the move-

ment or to the case?
*

Answer.—The term "bracket clock" is really a mis-

nomer, for the type of clock to which it is applied is not

generally placed upon a bracket, neither does its con-

struction make this necessary. The earlier type of brass

lantern clock, which was weight-driven and therefore

could not stand upon a table, might truly have been styled

a bracket clock. Such clocks had either to hang on a wall,

as they are often represented as doing in old engravings,

or else to be placed on a bracket against the wall, in order

that the weights, and the chains by which they were sus-

pended, might be free to fall with the running of the

clock. The bracket clock, so called, of which you may see

fine examples in such a work as Britten's "Old Clocks and

Watches and their Makers," is of a later spring-driven

type having a comparatively short, heavy pendulum,

wooden case and usually a fine brass dial similar to those

often used upon handsome grandfather clocks. Some
clocks of this type are exceedingly handsome, they are

usually fitted with fusee movements and not infrequently

with one or more chimes.

GOLD OR GOLD FILLED?

Question.—The other day a woman brought a ring

into the store and wanted to know whether it was gold.

I looked it over and made sure that it was. Fortunately

the boss came along just at that time, he knew the woman,
and I turned the ring over to him'. Now, he didn't test it

in any way, only looked it over with his glass just about

as I had done, but he told her right off that it wasn't gold,

only filled. How do you suppose he knew, and how can

I know same way next time?

Answer.—If you want to be quite sure in a case like

this there is only one way, the acid test. A filled ring, if

touched carefully with a file or emery buff just enough
to break through the outer shell of gold, will bubble and

boil if touched with nitric acid. The file should be applied,

of course, at some out-of-the-way point where the mark
will not be noticed. A gold ring, unless of very low

quality, will not bubble up when acid is applied. There
are other ways in which an experienced man will gener-

ally tell the one from the other, and evidently this is what
your employer did. First of all, a gold ring is much
heavier than a filled ring of the same style and about the

same size. A practiced hand will detect the difference in

weight at once as the ring is picked up. Then there is
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the evidence of filing and shaping to be seen on gold rings.

No such marks are to be found upon a filled ring, simply

because no such work can be done without breaking

through the surface of the gold*. Finally, an old hand will

notice rounded edges on a filled ring, rounded edges that

have 'been carefully preserved to prevent the outer shell

from breaking and exposing the base metal. Take an

opportunity to examine a number of rings, both gold and

gold filled, with these points in mind, and perhaps next

time you too will know the one from the other even with-

out resorting to acid. Nitric acid, however, is the one

sure test.

TO REMOVE HANDS WITHOUT MARKING THE DIAL.

Question.—Please tell through your correspondence

page what is the best way to take off watch hands without

marking the dial?

Answer.—Your question is about on a par with an-

other that is often put to us : Which is the best watch ?

Probably no twO' workmen in the same shop will agree as

to the best way of removing hands. Much depends also

upon the size and type of movement and upon whether the

hands have been fitted or only just jammed on. There are

a great many different hand removers on the market, most
of which are tolerably well thought out. Get your ma-
terial house to show you or send you illustrations. Or, if

you want to save the cost of a special tool and still have

a sure-fire hand remover, make a pair of little metal levers

about as shown in the accompanying illustration. Use
either brass or nickel, make themi about three inches long

and one-eighth of an inch wide, and shape the business

ends so that they will easily slip between the dial and the

underside of the hand. The Gruen Watchmakers' Guild,

of Cincinnati, Ohio, makers of the

well known Gruen watches, have
/* ^ recently put out a little celluloid

dial protector designed to prevent
'-''^•'' any possible marring of a dial

when removing the hands. Probably they would be glad

to send you one for the asking.

A CLEANING BATH FOR RBASS.

Question.—We have a lot of small brass parts to clean

and want to do the work in the quickest way that will

really do the job. What can you suggest in the way of

an acid bath or something. of that sort?

Answer.—^Prepare a mixture of one part ordinary

nitric acid and one part sulphuric acid in an earthen

vessel. Have in readiness at the same time a bucket of

clean water and a box of sawdust. Dip the parts you
wish to clean into the acid bath quickly, rinse thoroughly

in the water, then dry in sawdust. If the parts are greasy

or dirty, you had better first wash them in a strong solu-

tion of potash and soda.

TO SET CYLINDER ESCAPEMENT DEEPER.

Question.—When the escapement of a cylinder watch
is too shallow, so that the teeth don't fall properly on the

edge of the shell, what way is there to make the escape-

ment deeper, or is the only thing tO' do to get a bigger

wheel ?

Answer.—To make a cylinder escapement deeper move
the "chariot"—the bridge screwed to the lower plate as

shown in Fig. 2, and which carries the lower cyclinder

hole-jewel—a very little nearer to the wheel. This chariot

should be adjustable, but quite often it is not. Loosen the

screw which holds it in place when, if any provision for

adjustment has been made, it will be possible to shift the

chariot over a trifle in the direction of the escape wheel.

Tighten the screw and test. If no change, or insufficient

change, has been made, broach out the steady-pin holes a

little, then replace the chariot and see if there is now any

shake. If not, see what is preventing any movement of

the chariot. Either the screw head is too large in diameter

to permit of any motion, the screw hole in the chariot is

not large enough, or the sides of the chariot are tight

against the sink in the plate. In the latter case, file the

edge of the chariot a trifle. The steady-pins

can then be bent a little in the direction

away from the scape hole, the effect of such

bending being to advance the chariot a lit-

tle towards the escape wheel, thus bringing

wheel and cylinder nearer together. Test

the action of the escapement carefully to

see that the change has not been overdone.

In a really well-made cylinder watch a cor-

rection of this kind, and therefore methods of this kind,

will seldom or never need to be resorted to.

<3^-S.

METAL CRACKS WHEN BEING SPUN.

Question.—I have been trying my hand at simple metal

spinning, on a small, strong lathe I have picked up second-

hand. I don't expect to take up this kind of work, but

have tried it out as a 'hobby and to make uip some sm^all

articles according tO' my own ideas. Have tried using

sheet copper, but find it cracks before I 'get the thing prop-

erly shaped. Can you tell me the reason for this and tell

me how to prevent the metal getting too hard so quickly ?

Ansiwer.—The metal you are using is not sufficiently

annealed. It may have been soft and pliable enough in the

first place, provided you did anneal it, but in the process

of spinning it soon hardens again. As soon as it begins to

do so perceptibly it must be removed from the lathe and
re-annealed. Heat it to a red heat and immediately plunge

it into cold water. Repeat this process as few times as

possible, but as often as necessary, until the spinning is

completed.

We would advise you to get "Metal Spinning," by Pro-

fessor F. D. Crawshaw, of the University of Wisconsin,

the only 'book, so far as we know, that treatts of this in-

teresting work. You will 'find it thorouighly practical. It

starts at the beginning, gives clear directions, is helpfully

illustrated, and costs only 50 cents. It is published by the

Book Departiment of Po'pu'lar Mechanics Publishinig Com-
pany, Chicago.

Re'gulator pins are little things—but their adjustment

is a big thing when it comes to bringing a watch to time.

Pins that are badly fitted, out of upright or rough, will

cause a variation of rate in the long and sbort arcs. When
the spring com'es in contact with a pin that i;s out of up-

right, for instance, it is thrown out of flat and the coils

are caused to tremble. Again, variation in timekeeping is

the result. Always replace a loose pin. It wnll pay to re-

place any regulator pin that is deffective.

Cigarette cases fashioned from jade and ivory and set

with precious stones, having cigarette tubes to match, will

be included among the Christmas gifts of many a dainty

lady this year, judging from the attractive articles of this

kind now shown. One case of Nephrite, or marble jade, is

of a rich green shade with myriad colored veinings, and
has a trimming band of diamond studded platinum. The
cigarette tube is of the same material and has a platinum

and diamond band. Other cigarette tubes of tortoise shell,

ivory jade and amber for ladies' use have jewelled bands

and each fits into a handsome morocco case of trumpet

shape.
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Decrease Your Risk

By Specializing on Walthams

It is not necessary for you to tie up your capital in several different makes

of watches. Adopt, instead, the method now being followed by many of

the leading jewelers—carry a complete line of Walthams.

There is no conceivable watch demand that cannot be satisfactorily filled by

selection from the Waltham range.

And every Waltham watch, no matter w^hat its price, represents the very

best value in watch mechanism which that amount of money can buy.

This is the keynote in the gospel of quality which is being persistently de-

livered to the people of Canada through our national advertising.

When you consider the firmly-established reputation which is so intimately

associated with the name Waltham and the high character and forceful

phrasing of our national advertising, you will readily see the great advantage

to be derived from linking up your store with Waltham.

Perhaps you are not entirely familiar with the really comprehensive character

of the Waltham range! Ask your jobber's salesman, the next time he calls,

to go thoroughly into the matter with you.

Waltham Watch Company, Limited

MONTREAL
Malfers and Distributors of

IValtham Products in Canada

Factories: Montreal, Canada, and Waltham, U.S.A.
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The manufacturers' section of the

Toronto District Jewel'ers' Associa-

tion, at a meeting held on Wednesday
evening, October 27th, went into a

discussion of the situation arising out

of the new license system. It was
foreseen that for a time at least a

certain amount of dislocation of busi-

ness was liable to occur as a result of

the regulation prohil)iting wholesalers,

etc., from seliing to retailers unless

possessed of evidence that the retail-

ers held licenses. It might frequently

haippen that a retailer sending an

order froim some distant point would'

forget to endorse his license number
on the order. The wholesaler or

manufacturer VvOuId then be faced

with the problem of whether to send

the order and risk the penalty, or to

ho;ld it up au'd write for the license

number, thus causing needless and ex-

asperating delay.

It was decided to enquire whether

the C.N.J.A. wouid be wiiling to act

as a central information bureau in

this connection, by obtaining a list of

the names and license numbers of all

Canadian jewelers, which would be

open to all shippers to the jewelry

trade. By this means, should a jew-
eller forget to endorse his license num-
l)er o'n an order for goods to a firm

not already possessed of his license

number, that firm need only refer to

the C.N.J.A. list, and no delay would
be caused in delivery of the order.

John Hoffman, a Pole, a former
resident of Montreal, put over a real

moving-picture "thriller" on the night

of October 7th, when, obtaining a

room at the Municipal Hotel, Toronto,

he later descended by way of the rear

fire escape, entered' (I)y means of a

"jemmy") into a cigar store, and
thence cut his way through the wall

into the City Hall Jewelry Store

where he helped hiimself to about

$3,000 worth of watches and jewel'ry.

He even had it thought out to the

point of donning a white coat for the

task—presumably to prevent teli-tale

plaster signs from becoming his un-

doing. However, the police got him
nearly a week later : and obtained a

The Tradkk.

confession that he was after money
to buy opium. He was sentenced to

two years in penitentiary.

Another sensational robbery of the

filmdom variety was carried out at the

Horwitz Jewelry Store at Timmins.
The thieves were not caught in this

case, but their loot, fortunately, was
small, amounting only to a few hun-

dred doliars. The sensational part of

the affair was that the robbers chose

the owner's 'luncheon hour for their

effort, and having taken what goods

they wanted, set fire to the premises in

an effort to distract attention from

the robbery. They might have been

successful' in this to the extent of

hiding the fact that any robbery had
taken place, but for the fact that the

fire was noticed shortly after it start-

ed, and the evidence of the entry

remained intact. Unfortunately, how-
ever, the perpetrators appear to have

got away undetected.

More serious was the loss sustained

by Davis Bros., Sudbury, when rob-

bers entered their shop on the evening

of October 15th, by forcing the rear

doors with a crowbar, and carried off

diamond rings totalling approximately

$6,500 in value. These were custom-

arily left in the shop window in a

purple plush tray until later in the

evening when they were put into the

vault for the nig'ht. As the store was
vacant, however, the thieves, after

entering at the rear, had im'erely to

walk to the front of the shop and lift

the valuable tray from the window.

A reward of $1,000 is being offered

for information leading to recovery

of the goods and apprehension of the

thieves.

The first number of the "Ryrie

Bulletin," a new star in the journal-

istic firmament, has made its appear-

ance. Though confined to a single

sheet, it is distinctly impressive; and

being printed in rather small type,

maijages to crowd a considerable

quantit}' of matter within the compass

of its one page. We are told that

future issues will be even more exten-

sive. In addition to the introductory

salutation there are notices for the

information of the staff, discussions
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of store problems, a considerable

amount of lousiness news and gossip

from around the store, several per-

sonal items, a short article (the first

of a series on precious stones), and
a certain amount of readable and
reasonable efficiency gospel. The
editors of this ambitious periodical

are to be congratulated upon the suc-

cess of their initial effort.

W. R. McLaren announces his open-

ing of a jewelry store in the Windsor
Block at Tottenhaim, Ont. He is

stocking, among other wares, a full

line of cut glass, and will make a

specialty of repair work.

A. McMillan, diamond specialist,

Sparks street, specialized in a 25 per

cent, discount sale during the latter

part of October. Every piece of stock

in the store was included in the oft'er-

ing and prices were guaranteed to be

right in the first place so that custom-

ers cou'ld rely upon a genuine saving

at the very generous allowance of

one-quarter off.

Slogans are undoubtedly business

builders and have often been the

means of attracting attention when
other means have been a failure.

"Make Your 'Watch' Word Olmsted"

seems to be particularly appropriate

for Olmsted's, Limited, Sparks street,

and the knowledge that the watch

business is under the direct personal

attention of Mr. Olmsted, Sr., backed

up with many years of practical ex-

perience, brings .many a watch that

refuses to tell the time, or has entirely

lain down on the job, into the store.

Andrew Wilson, watchmaker and

jeweler, Carleton Place, Ont., dropped

dead on the street on October 18th on

his way home from business. A resi-

dent of the town for the past thirty-

five years, he was highly respected.

A daughter. Miss Evelyn Xeilson, is

a civil servant residing in Ottawa.

^^^Y. Cawd'rill, who has been man-
ager of H. J. Cherry & Co., Lombard
street, Toronto, has now taken over

the latter's business, and will sell the

trade froiin Ontario west under the

name of T. Cstwdrill & Co.
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A SPLENDID EXAMPLE
OF CANADIAN ACHIEVEMENT

This life-size cast bronze statue for a war memorial is the first large piece of statuary successfully cast

and finished completely from the model in Canada. The figure is seven feet high and the base or

plinth three inches high.

Tlie statue is the work of the Architectural Bronze Foundry Department of Canadian Wm. A. Rogers,

Limited, and great credit is due to this Company for their enterprise in establishing a Bronze De-

partment capable of executing such splendid work. Formerly Canadian sculptors were forced to send

their models to the United States to be completed.
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The usual October lull is on the

jewelry business in Montreal, and

things are quiet, although no more so

than they usuaMy are at this time of

the year. Future prospects are gen-

erally considered favorable amongst

the jewelers, many of whom are look-

ing forward to quite a prosperous

season.

Two distinguished visitors are with

us in Montreal in the persons of

Messrs. Walter and Herbert Mappin,

of the firm of Mappin & Webb, who
are here visiting their branch estab-

lishments throughout the American

continent. This is their first visit to

Canada since the establishment of the

Montreal branch seven years ago.

Messrs. Mappin have just come from

South America, where they visited

their branches in Buenos Aires, Rio

de Janeiro and San Paulo.

In honor of the coming to Montreal

of the annual congress of the Ameri-

can College of Surgeons, ' Messrs.

Henry Birks & Sons constructed a

magnificent reproduction of the col-

lege crest, worked out in diamonds,

sapphires and rubies to the value of

£50,000.

The framework of the crest was a

solid encrustment of diaimonds set in

wax with the lettering "The Ameri-

can College of Surgeons" introduced

in square cut sapphires. The base of

the frame, also in diamonds, had the

Latin motto of the college and its

date of foundation in rubies. A
hand-painting, the work of the firm's

artist, represents the surgeon''s symbol

—the serpent and rod—in the hands
of the patriarch, and the medicine, the

original healer of North America,
side by side, the picture being en-

closed in a jeweled setting. Approx-
imately 3,000 jewels are employed in

the making of this design, which was
exposed in Messrs. Birks' window,
and also at the Fashion Show which
was staged last Thursday for the

benefit of the ladies accompanying
delegates to the Surgeons' Congress.

During the week, Mr. L de la

Penha, Messrs. Birks' employee who
claims to be the only diamond cutter

in Canada, was engaged supervising

the process of diamond cutting being

carried out in their window.

Mr. Thos. V. Wright, representa-

tive of P. W. Ellis & Co., has been

appointed secretary of the Montreal
District Jewelers' Association, re-

placing Mr. Murphy, who retired

from that position prior to last meet-

ing.

Mr. Chas. F. Dyke, of Yarmouth,
was a visitor in the city about a fort-

night ago.

Mr. J. A. Caron, of Caron Bros.,

entered the ranks of the benedicts on

Thursday, 14th inst., at Lourdes

Chapel, his charming bride being Miss

Louisa Ida Couture, daughter of the

late Professor Guillaume Couture and

Mrs. M. Papineau-Couture. The
officiating clergyman was Abbe Cle-

ment. Mr. Guy Papineau-Couture

gave his sister away, and Mr. A. L.

Caron, the bridegroom's brother, was
best man. Mr. Caron and his bride

left thereafter on a motor trip to New
York.

Some very fine specimens of Brit-

ish made jewelry are exposed just

now at the British .Trade Commis-
sioner's office, forming part of the

exhibition of British manufactures on

show there.

The first shipment of German alarm

clocks was received last week by a

Montreal firm. The goods were of the

quality so well known in pre-war

days, and the price, though not as low

as it was five years ago, is said to be

reasonable.

A wide selection of German made
silver and nickel plate surgical instru-

ments was showTi by a United States

firm exposing at the recent medical

congress held in Montreal. The firm

in question was loud in praise of the

quality of the German product, and
stated they were importing in con-

siderable quantities.

Congratulations to Mr. M. S. Su-
perior, jewelery and leather goods, 85

Craig street, on the marriage of his

daughter on the 12th inst.

Symhols ofJove
Sternal

^OVE that endures is

^most beautifully express-

led by gifts that last.

Let jewels and jewelry carry your
Christmas messages of love and
friendship.

Diamonds, pearls, gems, jewelry,

watches, clocks and silverware are

gifts that keep alive the sentiment
that inspires the giver.

Let Your Jeweler Be Your Gift-

Counselor at this Christinas Season

©.

Above is a reproduction of the advertisement wrhlch was run by the C.N. J.A.
in connection with its national jewelry publicity campaign In the November issues of
the following Canadian publications: "Canadian Home Journal," ' "Canadian Maga-
zine," "Family Herald" and "Weekly Star," "Farm and Home," "Grain Growers'
Guide," "MacLean's Magazine," "Saturday Night," and the "United Farmers' Guide."
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RINGS RINGS RINGS
Orders placed with us this month will be delivered in time for the holiday trade.

We have an extensive line in signets which allows for variety in your selection.

CARON BROTH E'R S
Manufacturers of Jewellery

CARON BUILDING - - MONTREAL, QUE.
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LONDON AND DISTRICT.

After having conducted his jewelry

business for twenty-seven years in the

McLean Block at Goderich, Ont.,,

Councillor Humber has just moved to

a new store in the Bedford Block.

Right Excellent Companion John S.

Barnard of London, Ont., who is

Grand Superintendent of London Dis-

itrict No. 2 of Royal Arch MaSons,

recently paid' an olificial visit to Beaver

Chapter at Strathroy and was ten-

dered a most enthusiastic reception by

brethren from all over the district.

C. E. Davidson of Glencoe, Ont.,

has been making a great drive during

the past few weeks in silverware, feat-

uring especially low prices and' in-

viting comparison with city quota-

tions. Another feature which he has

found a good business getter is to

offer various pieces in specially lined

boxes. Women especially have been

"sold'" on this idea.

The wedding took place at London
recently of Clayton Dean, of the

Stevenson Baker Co., and Miss Mary
Stanfield. Mr. Dean has just given

up his position with the firm after

having been with them for many
y-ears, and with his bride left for Ari-

zona, where he intends to conduct an

ostrich ranch. Last winter ' he suf-

fered a severe attack of the flu, and it

left him in a weakened condition. He
expects to regain his health in the

South.

The Sta'rr Phonograph Co. has un-

der consideration important plans for

centralizing its production in London,

Ont., and an announcement may be

made very shortly as to what will be

done. The purchase by the Canadian
Edison Phonograph Co. of a large

factory in St. Thomas, Ont., for its

Canadian branch, makes it necessary

for the Starr people to seek new
premises. A heavy business in export

trade has been developed.

D. H. Patterson, jeweler, at Strath-

roy, Ont., has been making a season-

able drive in silver plate, and in con-

nection with it has done some most
attractive advertising. This was
backed up by well arranged window
and' store displays. A feature of the

advertising was the quoting of prices

in display type and the listing of a

number of special pieces that carried

a wide interest to the public generally.

picion that business in general is dull

at the present time, but high hopes

are still entertained for the Christmas

period.

Meantime the local members of the

trade are busying themselves over the

plans for the February convention of

the Canadian National Jewelers' As-
sociation. It is recognized that the

east has set a stiff pace, but the Win-
nipeg members of the trade are not

accepting any models from Toronto

and Montreal. It is aimed to make
the convention here the biggest thing

which the C.N.J.A. has seen.

Arthur Roland,, who, as secretary

of the local branch of the association,

has been one of the most active in

this respect, came in for some refer-

ences recently in the '"Who's Who in

Local Trade and Finance" feature of

the "Free Press." Mr. Roland's

achievements in the business world

were cited and attention was also

called to the function he is perform-

ing in connection with the coming
convention.

With the exception of Birk's stock

reduction sale which opened on Sep-

tember 15th, the local establishments

have not joined the clothiers in their

bargain appeals. The Birks' store an-

nounced, however, that they were dis-

continuing a number of lines from
this year's catalogue. The reductions

were cited as inspired by the policy

"to take our loss by reducing the price

to our customers rather than breaking

them up and making them over into

new designs for regular stock."'

The police as yet have no trace of

the thieves who broke the window of

Feintuck and Short's jewelry store on

Logan Ave., and got away with

watches, chains and rings to the value

of $250. The preference by the local

burglarizing fraternity, however, has

been expressed for the goods of other

merchants of late. The jewelers are

being left pretty much alone.

George Markle appeared as the hero

in an editorial feature which is run-

ning in the Tribune which is headed

"The first time I saw." The first

view of the Birks' manager was des-

cribed as having occurred at a meet-

ing in Grace Church. He was then a

spunky lad of some twenty-odd sum-

mers. "His bright, brown eyes were

twinkling, and the same infectious

smile, which can't be dammed any

more than 'the rushing rivulet of

springtime, was spread all over his

face as Professor W. F. Osborne, lit-

erary and form critic-in-chief of the

literary society, was "swatting the day-

lights' out of the argument of George's

opponent in debate."'

Archie McDougall's Currie bl jck

establishment is figuring in some mov-
ing picture advertisements in the local

theatres. The films being shown are

of the mechanical kind, but they ap-

pear to be effective in point of inter-

est which the audience takes in them.

The Fowler Optical Company is an-

other firm which is seeking business

through the medium of the movie fan.

After the labor organizers had fail-

ed to revive the retail clerks' union,

which collapsed as a result of the un-

successful general strike last June,

the clerks themselves succeeded' in get-

ting together an "association" which

aims at a general betterment of their

conditions. Now the labor leaders

come out and assert that the organiza-

tion which was brought into being

was inspired by the Retail Merchants'

Association in an effort to frustrate

the attempts to form another clerks'

union. It is significant, however, that

at the last meeting called by W. H.

Hoop, international union organizer,

no one turned up.

Preliminary plans for the extension

of the present department dealing with

credit information were made at a

recent meeting of the local retail mer-

chants" association. The members
considered the establishment of a mod-

ern credit bureau such as is already

operated in many large cities on the

continent. The sources of informa-

tion to be* obtained from the credit

MANITOBA.
Despite the effusions which are ap-

pearing in the press regarding the big

crop and the estimates regarding the

millions it is going to bring to the

west, trade still continues moderately

quiet with the local jewelry establish-

ments. There is a pretty strong sus-

The winning tug-of-war team at Birks' (Vancouver), Picnic at Bowen Island.

Wilson Flatten, the coach (with coat, in centre of picture), died ten days after the

picnic.
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bureax in Montreal, Toronto, Minne-

apolis and St. Louis were described.

Under the system adopted by these

cities the office files, it was stated,

show a record of the credit standing

of every customer of retail stores.

Through the co-operation of the mer-

chants it was impossible for a cus-

tomer to take advantage of dealers

by going from one store to another,

running a bill at each store without

paying the merchant with whom he

formerly did business.

GENERAL.
The trade will regret to learn that

Mr. L. S. Proctor, president of the

Benedict-Proctor Manufacturing Co.,

Toronto, has been ill for some weeks

past, and' is at present at Battle Creek

Sanitarium, w'hither he was taken on

a stretcher, in the company of his

brother. Readers will join with The
Trader in hoping that Mr. Proctor

will soon recover fromi his malady

and be able to return again to his

business.

i/^he Oneida Community is to erect

new buildings at Niagara Falls for

the purpose of making its Canadian

plant independent of the parent fac-

tory at Oneida, N.Y. Until now Com-
munity Silver has come into Canada
partly finished, but shortly it will be^^'

manufactured here in its entirety, i/

Mr. P. B. Noyes, president of the

Oneida concern, has recently made an

announcement to employees that the

"high cost of living" envelope which

they have been receiving since Jan-

uary, 1917, will be replaced by a per-

manent increase in salaries to the ex-

tent of the peak sum reached in the

graduated H. C. of L- bonus. This

will involve a wage increase of $2,-

500,000 per year—practically fifty per

cent, of the established' salaries.

Mr. Sabbath of J. L. Sabbath and

Company, Montreal, has recently re-

turned from a business trip which he

considers has turned out as a good in-

vestment. His reason is that while

away he was given the opportunity

of looking over a range of earrings

that embodied many attractive designs

which he hopes to add to the exten-

sive range he is already ofYering to

the trade.

•The new factory, of the L. E. Wat-
erman Company, Ltd., at St. Lambert,

P.Q., was formally opened on Septem-

H. L. SYMONDS
Chairman of the London, England,

Chamber of Commerce, who formally
opened the new L. E. Waterman Co., Ltd.,
factory at St. Lambert, P.Q.

ber 16th /n the presence of a number
of distinguished guests, H. L. Sy-

monds, chairman of the London Cham-

ber of Commerce, officiating. Among
those present were : H. L. Symonds,
Benj. Harrison and P. W. Jinman,

London, Eng. ; Edward Allan, New-
castle-on-Tyne, Eng. ;. Jules Fagard,

Paris; A. G. Lunn, Auckland, N.Z.

;

Senator W. M. Igou and Chas. Isted,

Eustace, Ha.
; Julius Day, Seymour,

Conn., and others, including the fol-

lowing officials of the Waterman Com-
pany : F. D. Waterman, president ; W.
L Ferris, vice-president ; Walker Ran-
dal, director; F. G. McConnell, sec-

retary, and D. J. Spence, architect.

The party was entertained at luncheon

at the Country Club, St. Lambert,
where the guests were welcomed by
Mr. Waterman on behalf of the firm

and by Mayor Gordon on behalf of

the town. Mr. Symonds, after re-

sponding to the welcoming speeches,

presented Mr. Waterman with an en-

graved gold fountain pen—a facsimile

of the pen used by King George the

fifth, and by Lloyd George in signing

the peace treaty.

While we are talking about hard
times and the price of sugar it is

pleasing to find this depression not

nearly so widespread as the daily

papers would have us believe. Gold-

smith Bros, have moved their refinery

and' office to 21 Dundas St. East,

where they have about 8,000 square

feet devoted to the jewelry and dental

industries. A visit to their plant

shows a real increase in this industry.

This Chicago concern mentions they

have installed in their Canadian plant

the very latest devices for extracting

precious metal from ore and sweeps.

Robbery of jewels worth $6,000

occurred at the home of Sir Robert

Border on the eighteenth of October.

No trace had been found of the

thieves at the time of writing.

GIFTS THAT LAST

are/'oyous/ij recel\^ec/anc/Ircasarcd
/ro/n Oeneralion lo Oencmlio/i

<' CHOOSE •»

Diamon-ds - Pearls - Ocras
cJcwelr/ - 'WalcKcs
Clocks - Silverware

Lov©//^/ Endures
/rBest EypressecL By^

fflmMfGl

GIFTS THAT LAST

Diamoa6.s - Pearls - Oents
cJewcIr/ - >VatcKes
Clocks - Silverware

The moving picture theatre to-day affords a splendid

opportunity for retail advertising, and many merchants

are taking advantage of It. In the majority of Instances,

however, the slides used are anything but attractive, and
the results therefore cannot be as good as they should

be. Those shown above, on the other hand, are exceed-
ingly neat and attractive, and are likely to gain favor-
able notice. .In addition to the "Qifts That Last" sign,
they bear a plate for the name of the retail Jeweler. They
may be obtained from the Secretary of the C.N. J.A.. Their
price is 60c each.
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BRITISH COLUMBIA.

Thomas Allan has moved to a new

location further south on Granville

Street, only a few blocks from that

which he has occupied for quite a

number of years past. The new store

is bright and admirably fitted' up.

William Kerr, the well-known jew-

eler of Kamloops, was a visitor in

town early in October, accompanied

by Mrs. Kerr.

A. J. Hood has opened a bright

little jewelry store at 742 Seymour

Street. The lay-out of the new store

is attractive, and it is well stocked

with a general line of jewelry and

cut glass. Watch repairing is a spe-

cial feature.

^ S. H. Jacoby, of S. H. Jacoby &
Co., Limited, Toronto, has left Van-

couver for home again after a pro-

longed stay at the Coast.

R. Kaplansky, Nanai-mo, who still

conducts his business under the old

name of B. Forcimmer, has moved to

a beautiful new store on Commercial

Street, after a stay of fifteen years

in one location in the Coal City of

Vancouver Island.

Harry Pickering, well-known local

jeweler, acted as team tmanager for

the Vancouver Greenshirts, who end-

ed a nine-year struggle for the Minto

lacrosse trophy by annexing the cov-

eted cup at Westminster Exhibition.

George Howe, of Saund'ers, Lorie &
Co., Limited, spent considerable time

around Vancouver in the early part

of the month.

Henry Jacoby, who opened in busi-

ness in the city some time ago. re-

ports that things are going fine and

that he is getting a fair share of the

business going.

Tom Bowen, one of the old-timers

on the road and known to practically

every jeweler in the Dominion, was
calline on the trade in the interests of

Levy Bros. Mr. Siegler, representing

the Zinns Tag Co., was also calling

on the local trade.

R. C. Manning, with .VIrs. .Mannin.ii-

and young sonny, have returned to

Vancouver after an enjoyal)le holidav

trip. The party travelled to Kdnion-

ton, spending considerable lime at

Banff and Lake Louise, and returning

to the Coast by way of Crow s Nest

Pass, with its delightful passa^je over

the Arrow Lakes. Bob says it is one

of the nicest holidays he has ever

had.

Walter Rimes, display manager of

the local Birks store, has returned

from a trip as far south as Portland,

Ore., during which he had the oppor-

tunity of sizing up the jewelry dis-

plays shown on the other side of the

international boundary line.

George Hardiman, of the electro-

plate department of the Birks store,

has again connected with that depart-

ment after a summer holiday spent in

search of better health. George speia

about five years in Overseas service,

part of which time he acted as in-

structor in charge of pigeon flights

and had a hard grind of it. He was
pretty badly run down in health on

his return to the city. He claims that

he is now feeling quite fit.

John Muter, who has been with O.

B. Allan for a number of years past,

is now in Scotland. John was called

to Caledonia through the death of his

father, whose affairs he is now busy

settling up.
,

Roljert McDonald, '"the diamond
man," left Vancouver last week on a

trip to Toronto, Montreal, New York
and other Eastern centres of com-
merce, with a view to securing the

latest novelties in jewelry and allied

lines for the Christmas trade.

Shuttleworth Bros., Grandview,
have materially improved the interior

of their store on Commercial Drive by
the addition of a fine series of wall

" ELECTRO ^^

Silver Polish

Has No Equal
FOR

Cleaning Silverware

Sold by all Leading^ Jewelers

Quality and Quantity

This is obtainable
tlirougli tlie usual
wliolesale ciiannels, and
is profitable for you to
handle.

"KINGS WAY PLATE"
(Sucklings Limited, Birmingham, England)

Your volume of business is due to undergo a rapid increase during the next few weeks,

and incidentally your stock of Silverplate will be called upon to cater to this demand. There-

fore we would point out the advisability of see.ng that your stock embraces designs and articles

that will reflect nothing but high prestige on your store.

We are now in a position to accept orders for import or from stock for Kingsway Plate.

W. T. EVANS
518 St. Catherine Street West, Montreal
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showcases. These showcases are ra-

ther unusual in design, being of leaded

art glass, and are well filled with

plate, Pyrex cooking ware, clocks,

etc.

.Arrangements have ben made l)y the

officers of the Royal Vancouver

^'acht Club to display the eleven cups

and trophies, won out of a total of

thirteen offered during the three days'

International Regatta at Cowichan

Bay. V.I., in the window of O. B.

Allan's jewelry store, Granville St.

Mr Wellman, who has conducted a

watch repair store on Seymour St.,

has been forced to move to 811 Horn-

by Street. The premises formerly oc-

cupied by Mr. Wellman have' been

pulled down in the course of some im-

provements at this busy corner of

Sevmour.

Man's Best Medicine-Music
(Continued from page 69.)

brow' music, as they called it : I used

to dread the coming each week of the

Philadelphia concerts on Saturday

evenings for fear that I would be

taken and asked to 'exercise a brain

already tired from the week's work.'

Then, one evening, I went. The re-

sult was, of course, thait I was ab-

solutely refreshed: my mind was

taken out of its rut and quieted. Now

I go every Saturday evening, and

ailways with the same result. Th,e

time of duration of a symphony con-

cert is, tO' my mind, just right for a

man wham the beauties and benefits

of music are opening up. Three hours

of opera is unquestionably a strain:

the unmusical mind cannot take in so

much, and the man often goes home
tired and at a late hour, which is not

conducive to his early rising the next

morning fit for a day's business. But
the hour and a half of a symphony
concert is about the best 'first step'

that I can imagine for a business man
to take if he wants to try the enter-

taintnent and refreshment that an

evening of music holds for him.

"It is high time, to my mind, that

the physician .shall cease his unin-

formed counsel to patients about a

subject that he knows not of: that he

shall find out for hiimself what an

evening of good music can do for a

tired' man; or, failing this, that the

tired man shall discover for himself,

as I did, that while the physicifin may
be competent to give medical advice,

he is not always equally competent to

tell a man from what kind of an

evening's entertainment he can derive

the greatest pleasure and mental re-

freshment."

The point of all this is that if

the physicians of the land have not

yet come to appreciate their duty in

this respeot, or are so blind to the

logical side of the case as actually to

prescribe the wrong "medicine," there

is a great work to be done by the

phonograph dealer, who has it in his

power not only to prescribe for the

patient what will do him untold good,

but to fil'I the prescription as well, and

to keep on filling it.

It would be better still, of course,

if the doctors themselves (as must

happen in due course) should come
to recognize the efficiency of music,

and not only to recognize it, but to

analyze it and label it, and bring the

dispensing of it down to the fine

science they have attained in the use

of drugs. Meantime the phonograph

dealer must carry on to the best of

his ability as a "quack," on the theory

that while he may not be able to say

exactly what music should be pre-

scribed for this or that particular

case, good' music is in all cases more
effective than cheap music, will create

a more lasting love for itself, is pleas-

ant to take (children cry for it !), and

may be taken in any dose without fear

of evil effects.

Mr. Bok's "hour and a half of a

symphony concert," which he pro-

claims as the ideal "dose,"' is easily

obtainable for any who care to pur-

chase machine and records.

If You Know a Boy
it'ho is ambitious, clever, likely to take

J nil advantage of whatever opportun-

ity offers for advancement in life,

draw his attention or that of his parents

to the outlook provided in your ozvn

l:nc of business.

Ontario Horological School

Limited

is soon to be transferred to the On-

tario Department of Education, and

after the first of the year will be lo-

cated at

Central Technical School

275 Lippincott Street, Toronto.

.rlwrc full courses of instruction zvill

be given in all branches of horology.

I' or particulars, apply to the Principal.

Mr. T. A. Watson, c/o Ontario Horo-

logical .School, Ltd., City Registry

Building, .llbert .Street, Toronto.

Sure You're
"all fixed?"

No matter how complete your

stock, a customer is sure to ask

for some little gift-line that you

haven't—but ive have.

You have the opportunity of

choosing from a wide range of

gold-filled, lOK and 14K jewel-

ry, as well as

Beads, Novelties, etc.

that will "just suit."

So—see our hne early!

Send for appro, selections

WOODMAN & CO.
Nordheimer Bldg.

77 York Street Toronto
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YOU CAN HAVE IT AGAIN—
Your customers, too, will be glad to see the

Halifax Hall Clock back again.

Just the thing to display for Christmas.

Makes a most appropriate addition to any
store or any home.

Mahogany or Walnut—fitted with our
Double Strike Movement, Tuned Gong
Rods and Silvered Brass Dial.

We leave it to you—it's neat.

AIND SA Y!
We've got just a limited number of the

Victoria, Grecian, Ontario, Picton,
Milton, Berlyn, Soo, Ward, Barrie and
Simcoe designs.

BE SURE AND SEE THEM

The Arthur Pequegnat Clock Co.
Kitchener Canada's Only Clock Makers Ontario

^iimiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^^^^^^

WAT C H E S

' I Still send large selections on

appro.

My variety consists of good

sellers in staple lines at reason-

able prices.

S. WIENERT
489 St. Paul St. W. - Montreal
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AVOID DISAPPOINTMENT
In either Quality or Prices, by irfspecting our range of

ROSARIES Chains Of Eveiy Description NECKLACES
Before Placing Your Orders For Your Christmas Trade

E. SAINT-LOUP *'
^iSoN^REA^"''

M. Lewis Mittenthal
Loose Diamonds

286 St. James Street MONTREAL

ISRAEL MICHALSON

Diamonds

26 Holborn Viaduct

LONDON, E.G.

ENGLAND

Cable Address

Noslahcim
London

iapl[llilllll(lHllHlll(l@Ilglllll(g]fgagil(gaSlllllS

n
H

m

La
Pompadour
LONG CHAINS AND NECKLACES

PEARLS

Italian CORAL
NECKLACES, CHAINS AND EARRINGS

French JET Italian
NECKLACES,LONG GUARDS,EARRINGS

lOK CAMEO 14K
BROOCHES, RINGS AND PENDANTS

Appro. Parcels sent upon request

BORRELLI & VlTELLI
36 Toronto St., Toronto

mmm^^^^^M^^^^s^s^^i^^^^^^^^^^m
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TOOLS OF QUALITY KENDRICK & DAVIS, Lebanon, n.h.

WE HAVE JUST RECEIVED A SHIPMENT OF

Roller Removers

No. 150—Adjustable Roller Remover, Price, each, $6.85.

This is the most practical tool for removmg almost every size and

style of roller.

Order while we have the stocl^ on hand.

SOLD IN CANADA BY

E. & A. Gunther Co., Limited

310 Spadina Avenue TORONTO

Of TIJC'C'f' I
' Means a perfect Watch Strap for both Ladies and Men, which can be worn

^i^Vx J.XJ-jJI K R with the greatest comfort and assurance that you are not going to lose your
Watch. It is easily attached, requires no adjustment, and is always ready for use, as it doe's not
become flabby by stretching.

MEN'S
STRAP i'ATi;.\Ti;ir

Closed.

Bracelet Expanded.

Both the Ladies' and Men's Straps are made in 14 Kt. gold, 10 Kt. gold, 1/10 rolled gold plate,

sterling silver and American silver, having in all qualities an expansion of 1% inches.
The catches on the Men's Strap are made in 5/16, 7/16 and V^ inch, which will fit all size watch lugs.

Now is the time to stock this item.

PATENTF.D
.khmiiliHiiikiiklik WJJJJJJJJ.

LADIES'
STRAP

Closed,

MmiL
Showing Watch Hooks and Bracelet Expanded.

This item is not a novelty, but an article which will last and be worn as long as the Wrist Watch is

in style, and it has come to stay.

Sold through the Wholesale Watch and Jewelry Trade

BLISS BROS. COMPANY, Attleboro, Mass.
"The House with Something New All the Time"

iiiiuiiiiiiiiiiiiiiiriiiiiiiiiiiiiiiiii
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As Gift-Time Approaches
progressive dealers' thoughts naturally turn to their stock of articles that make accept-

able gifts, and should they find that stock running low, they immediately take steps to

replenish it. Why? Because they are progressive.

Anyone who has seen one of Whiting & Davis' Mesh Bags will gladly admit that

they make one of the most acceptable gifts imaginable, so we earnestly advise you

to look over your stock of them and find out just what you need to cater to this

increased demand.

The new range of Whiting & Davis

MESH BAGS
is one that embodies many tasteful and artistic designs that are backed by materials

and workmanship that have proved satisfactory from every standpoint of durability.

WHITING AND DAVIS
Sherbrooke, Que.

Electric
We are encouraged by the calls for delivery of goods

in advance of shipping dates.

It is a sure sign that stocks are low.

We hope you^are not letting your stock of

Chains, Waldemars or Vest Chains

get too low. All Qualities. Any Quantity.

ELECTRIC CHAIN CO. OF CANADA, LTD.
River Street - Toronto

Cliaiii
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E
Your Christmas Needs For

Solid Gold and Gold Filled Goods
Should be anticipated and ordered with a

thought to quahty and distinctiveness in

design.

Our Range ExempHfies Both To Perfection.

JAMES EASTWOOD
Wholesale and Manufacturing Jeweler

65 Provost Street NEW GLASGOW, N.S.

rjiiiiHiiiiniiiuuiiiiniiiiiii iiiiiiiMiiiiiiiiiitiiiirniii 11
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-Mimw-^

<^.^>'

9

Product of Canada
IS SOLD EXCLUSIVELY THROUGH JEWELERS

TORONTO MONTREAL
"W. Bea o»'

"^ 'JiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiNiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiHiiiiiiiiiiiiiiiiiiin

Ask our nearest office for Zouri Catalogue

iiiiiiiiiiiiiiiMiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiiiniinmiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiimiiiiiiiill

ZOURI
STORE FRONT

built for

R. J. Siberry
337 Danforth Ave.

Toronto

Mr. Siberry stipulated

that he must have frost-

proof windows even on

the coldest days.

He attained his object

by using

ZOURI
SAFETY SET
STORE FRONT
CONSTRUCTION

Ask him what he thinks

of it!

ipJ

X]^Q C0N50LIP/ITEP PMTE GL/I5n5 COMP/^^y'
OF camm limited

TORONTO -MONTREAL-WINNIPEG
DHliliiiiiiiiiimiiiniiiiiiilllli
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Trade Mark ^1i^!!£^F[ Registered

The Trade Mark guarantees the quality.

^—
Sell Through the Eye

The quickest way to the brain is through the eye. Show Mid-Sil-Craft

Silverware—the kind that pleases and pays a worth-while profit. Fall

deliveries can now be promised and made of Bakers, Casseroles and Pie

Plates lined with Pyrex Ovenware. For the Holiday trade these items are

specially favored.

Advertising in magazines such as "Good Housekeeping" keeps thousands of

women acquainted with Mid-Sil-Craft products and trade mark.

THE MIDDLETOWN SILVER CO. OF MIDDLETOWN, CONN., U.S.A.
Canadian Salesroom and Sales Agents

John Round & Son, Limited, 51 St. Paul St. West, Montreal

Do You Need Jewelry Boxes for

Your Christmas Trade?

BOXES

Boxes

N LEATHERETTE IN BLUE VELVET

$4.80 $6.00

5.40 7.20

7.80

5.40 7.80

5.40 7.20

7.80 11.40& 12.00

6.00 9.60

6.60

Ring -

Link - -

Earring -

Brooch - '*

Tie Pin -

Watch Bracelet

Lavalhere
Universal -

EAVES BROS.
128 Bleury Street Montreal
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A^-^^ Horace Dorer

Aim Jewellerv Sales ExpertMF^ ^^ For the Legitimate Trade

1^ ^ Only. Sales Conducted^ ^ 1
^^ Anywhere on the North
^B American Continent.

\

i
' Ml

H 357 COLLEGE ST.,
pB Toronto, Ont.

604 CANADA BLDG.,
jr Winnipeg, Man.

Au>f 669 GRANVILLE ST.,
' Vancouver, B.C.

Telegraphic Address:
709 4th Avenue,

New Westminister, B.C.

WATCH REPAIRING
for the Trade Properly and Promptly attended to.

Former traveller

and Missionary
for the Elgin
Watch Co.

FRED. ARNOTT
67 Indian

Road
TORONTO

I CAN DO IIKPAIUS FOR l>KSS. I (JIARAN-
TKi: AIiI> r)KMVKHIi:s WITH IX THK AVKEK.

FIRST-CLASS WORKMANSHIP

E. CHARBONEAU
Watchmaker to the Trade

827 .St. CiUliofiiio St. KasI
IMioiic Kast .->«!.->. MONTUI Al-

W. CASPER, Limited
IMPORTER OF PRECIOUS STONES

Pearls and Half Pearls
Appro. Parcels sent on Request

1 10 Church St. ^*'°474j*"'" TORONTO

TRADE Watch repairing
Ai: kinds of high class watch repairing handled.

Efficient and capable workmen.
Service and Satisfaction.

BARTLETT & WAKEFORD
45 Richmond St. E.

Phone Main 3470.
Toronto

YOU WANT
accurate work and prompt returns. We assure this

iii repairing chronographs, and all kinds of watches.

Give us a trial order and be convinced.

St. James Chambprs.
79 Adelaide St. t. HARPER & CO.

TORONTO.
Tel. M. 6268

EXPERT WATCH REPAIRING
TO THE TRADE

High-Grade Watches and English Levers a Specialty.
Quick Service by Efficient and Capable Mechanics.

Prices Reasonable.

B. BURNS, 854 Bloor St. W., Toronto
Phone Kenwood 3067

Whether you are in Missouri or not and want to carry
out the purpose for which you are in business to-day,
the world in.sisls on beiiiH s.,o\vii.

The Watch Demonstrator highly
magnifies/ troubles in watches,
and is made to show them, this

eliminates arguments in ex-
plaining the work and logically
impels a prospect to pay for the
necessary repairs. It is also
used for selling better watches,
and is built with a safety pivot
straightener which takes but
one minute to perform a $3.00

job. The cleverest equipment
to make money to satisfy cus-
tomers^ and to get rid of
troubles in the watch repair
trade.

Watchmakers Document, Inc.^"'* n'

Platte,

eb.

WATCHMAKERS AND REPAIRERS
EFFICIENT AND CAPABLE WORKMEN.
QUICK SERVICE AND SATISFACTION.

George D. Neima & Company
Clayden Bldg. - TRENTON, N.S.

Phone Uptown 6640. 511 St. Catherlna St. West.

C. H. A. GRANT
Manufacturers' Agent

615 DRUMMOND BLDG., MONTREAL.
Specialties: Bracelet Watches, Military and others.

Tavannes Watches, Diamonds.

Toronto mnatcb Caee TRepair Co.

40i Colborne Street, Toronto
J, C. Fisher. Phone: Main 2629 T. B. Hughes

English and Swiss Cases changed to take

American Movements

Wm. Campbell Engraver
Letter and Ornamental work to the trade

Quotations on application

Room 323 Lister Bldg.,

(King William & James Sts.) Hamilton, Unt.

TRADE WATCH REPAIRING
We have increased our capacity and are now in a

position to look after a few new customers.

Parcels returned same week.

IDEAL WATCH REPAIR CO.
737 Bloor St. West, Toronto

WE IMPORT
WATCHMAKERS' TOOLS AND MATERIALS

JEWELLERS FINDINGS
IMITATION AND REAL STONES

Headquarters for Waltham Material for

Maritime Provinces

ARTHUR W. THOMAS
1SS ARGYLE STREET, HALIFAX, N.S.
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Get the Trade of

Eversharp Buyers

Eversharp continues
to sell quickly, and
steadily, because it is

always sharp yet
never sharpened,
because it is superbly
designed to give life-

long writing comfort.

Naturally ,Eversharp
sales mean gratifying

profits to Eversharp
dealers; they also
mean added prestige.

Eversharp users,
quite generally, re-

member where they
purchasedEversharp
and return regularly

to purchase Ever-
sharp Leads and
other articles of high
quality.

Strictly from the
dollars - and- cents
standpoint, consider
carefully the value of

this Eversharp pres-
tige, and then write
for the interesting
Eversharp catalog
and literature. Ad-
dress the Canadian
representatives:

The symbol of
perfect writing-:
the mark of the
Eversharp Pencil
and Tempo! nt
Pen.

Rowland & Campbell, Ltd.
Winnipeg, Manitoba

Consolidated Optical Co.
Toronto, Ontario, and Montreal, Quebec

The name is on the pencil

Made and Guaranteed by
THE WAHL COMPANY, Chicago

SETTINGS FINDINGS

Our New Addition to the

Baker Line of

Seamless Ring Blanks

SERIES 181

CHILDREN'S
BEVELED SEAMLESS RING

BLANKS

SUITABLE FOR ENGRAVING

Made in Ten Sizes

00 to 3K2

In

10 K. 14 K & 18 K, Yellow Gold

14 K & 18 K, Green Gold

14 K & 18 K. White Gold

Also in the new "Baker special,"

18 K. WHITE GOLD

BAKER & CO.,INC
Refiners and Workers of Platinum Gold and Silver \

30 Church St.New York MPWARK N J
5 S Wabash Ave Chicago.
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Public Clocks
Church Bells
Highly specialized skill is needed to make and
fix satisfactorily big public clocks and bells.

We have been Clockmakers since 1844 and
Bellfounders since 1877, and our work
stands all over the world.

All our clocks, from small house to largest

Town Hall sizes, are made throughout in

our Croydon workshops, and are, therefore,

guaranteed in every respect.

We cast and fix bells anywhere, in any
weight, speciahzing in complete peals scienti-

fically tuned and remarkably pure in tone.

Enquiries inviteJ.

Suggestions and estimates supplied.

(5fl[ett & Johnston
iFounOcrs of mang ramoug bella

JCngland

GET AFTER THE CLASS PIN TRADE
The demand for these pins is tremendous. Students of
your town are bound to be interested.

Our large assortment (Clau, Club, College, School, or
Fraternity) offers a great variety of designs from which
suHable selections can be made.
Write for booklet and prices.

The Toronto Trophy Craft Company
1711-12 Royal Bank Building, Toronto

Telephone Adelaide 3393

The Imperial

Refining and Smelting Co.

of Canada

General Assayers and Refiners of

Platinum, Gold, Silver, Sweeps,
and all kinds of Precious

Metal Wastes, etc.

Exclusively a Canadian organization, hav-

ing the necessary experience to give you the

most efficient service in the refining of your

wastes.

We refer ^ou to the trade.

32-38 Beverley Street

Toronto - Ontario

''j^^M's. K^ £.

Don't lose the money that can be made
in repairs. If you cannot handle the

work, send it to us. We have the men
and material to do all your repairs and

give you service.

DON'T FORGET : Every material order
is filled by a watchmaker

KLEIN & BURROWS
40 Colborne Street - TORONTO

J. G. COFFEY
Wholesale Manufacturing Jeweler

Specializing in fine 119 ST. ALEXANDER STREET

GOLD yiSc's MONTREALGOLD RINGS p^on^ Up. 6980

R. JACOBS & BRO.
DIAMONDS EXCLUSIVELY
SeiMl «M jrour appro, orders. We aeaure jou of

prompt aerTice and T»lue* aecond to none.

15 Yon«e Street Arcade - TORONTO
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The Design Counts

^cccn£•"&*BcTtwM

Bar Pins

Lavallieres

We specialize on original and dignified designs that appeal. ^ jL 4»-=.

You will never appreciate their saleability until you see them. 1 1 \

Pearl NeckletsC. KILPATRICK & Co.
Lombard Bidg. TORONTO Scarf Pins

JEWELERS' OPPORTUNITY EXCHANGE
THE TRADER
REACHES 96%
JEWELERS
OF THE

IN CANADA.

"Situations Wanted" and "Situations Vacant," 25 words or less, 50c per

insertion or 3 insertions for $1.00. "Business Chances," "Articles for Sale,"

and "Wanted to Buy," 50 words or less, one insertion, $1.00; three insertions,

$2.00; five insertions, $3.00. Display announcements in black type, $1.50 per

inch per insertion. Send copy by 20th of month. Remit by money order if

possible.

NO 1

ACCOUNTS 1

BOOKED FOR
"WANT ADS"
ON THIS PAGE

BuMoest Chance*

JEWELRY BUSINESS FOR SALE at a

i-ate on the dollar. About $4,000 stock,

consisting of all fresli goods, such as

watches, clocks, silverware, cut glass,

optical goods, phonograph, etc., and
fixtures, tools and materials. LOW
rent. Population of town 2, .500, and
large field to draw from in farm trade.

Reason for selling, ill health. Reply.

Box 656, Trader.

FOR SALE—In a small town of Western
Ontario, watch, clock and jewelry re-

pair business; also stock of watches,

clocks and jewelry worth from $1,200.00

to $1,500.00. Apply Box 636 Trader.

JEWELRY BUSINESS FOR SALE—
Established 55 years in one of the best
manufacturing towns of 4,000 in Eastern
Ontario ;stock and fixtures, $6,000 cash;

$5,000 secures it; owner retiring. Ad-
dress Box 637, Trader.

Businesses Wanted
WANTED—To purchase jewelry busi-

ness in good Ontario town or small city.

Give full particulars in first letter.

Possession arranged. All replies treated
confidentially. Box 649, Trader.

Situation* Vacant

WANTED—Al clerk and window dresser,

state experience and salary expected.
Wheatley Bros., Saskatoon, Sask.

WATCHMAKER WANTED—Permanent
position with pleasant working condi-
tions and good salary to competent man.
A. C. Skinner, Sherbrooke, Que.

WANTED—At once good watchmaker,
who could help wait on trade during
Xmas season. State wages, and when
you can come in first letter. A. H.
Tobey, Sudbury, Ont.

A FIRST-CLASS WATCHMAKER want-
ed, 44-hour week, best wages, comfort-
able working conditions. Apply by
letter, Ellis Bros., Limited, 96-98 Yonge
Street, Toronto.

EXPERIENCED JEWELRY SALESMAN
wanted for a store in Sudbury, Ontario.
One with fair knowledge of watch work
preferred. Permanent position; give
references, and salary expected in first

letter. Apply Box 648, Trader.

WANTED—Watchmaker, state what
salary wanted, and past experience.
Apply Mitchell & Duncan, Limited,
jewelers, Victoria, B.C.

AGENTS WANTED—Big profits—Quick
returns — selling gramophones direct
from manufacturer. Attractive models,
prices, and excellent tonal quality.
Write for special agents proposition.
Voice-O-Phone Co., Factory Office No.
3, 1 Adelaide St. East, Toronto.

WANTED—High grade watchmaker. Only
expert man wanted. Ideal climate and
working conditions. Give references.
H. R. Chauncey, Ltd., Calgary, Alberta.

-WANTED—Young man not over 24, with •

fair experience in watch work, front
store work, and window dressing. Good
position open. Send photo. State
salary. H. R. Chauncey, Ltd., Calgary,
Alberta.

WANTED AT ONCE—First-class watch-
maker, permanent position and best
wages to the right man. State refer-
ences and full particulars in first letter.

Z. M. Leger, Moncton, N.B.

WANTED—First-class watch repairer,
state wages and experience in first

letter, also references. E. P. Battley,
Sarnia, Ont.

Positions Wanted
WANTED—Position as jewelry salesman,
have had fifteen years experience in the
trade as front store salesman, window
dressing, stock keeping, also am prac-
tical watchmaker, would accept position
where most of my time would be in the
front store and spare time at tlie bench.
Have been five years in my present
position—Toronto preferred, can furnish
references if desired. Box 657, Trader.

POSITION WANTED—Watchmaker, 25
years at bench, desires position in Al-
berta or British Columbia; coast pre-
ferred. Thoroughly competent in all
branches of the trade. Staffs, cylinders,
pinions and every class of turning and
fitting. Jeweling, renewing and refin-
ishing, springing, timing and adjusting;
general run of wheel cutting and fitting.
Could take charge of worshop. State
salary in first letter. Box 652, Trader.

PRACTICAL MAN, twelve years business
experience desires position as traveler,
or will accept position as salesman and
assist with watch repairing. Apply
Box 641, Trader.

Articlet for Sale

FOR SALE—Complete outfit of jewelry
store—watches, clocks, jewelry, safe,
show cases, regulator cabinet, bench,
tables, cash register, etc. Terms ar-
ranged. Box 646. Trader.

WANTED
For Toronto and Western Ontario, special

lines of high grade merchandise for the
trade in general, on a commission basis.

. Goods will be sold to responsible dealers
only. Advertiser will furnish highest
references from banks and manufac-
turers if required. Reply, Box 658,
Trader.

Phone

SACKVILLE 2179

Factory, Show Rooms and Office*

HALIFAX, N.S.

39 Duke Street, Opp. City Hall.

Canada

P.O. BOX 9

H. R. BERGMANN &, CO., LIMITED
WHOLESALE AND MANUFACTURING JEWELERS

Waddlns Blnai

DUmond Blno
BracalM WitclM*

Waltham Wfttctaci

Taraiuu* Wfttetaa

Jcwvlnr of kll dMcrimlon—

Gold. Oold-FUled *nd BUtct

Chlm*. Strlklnc and Alum Clocki

BUtw PlaUd Flat Wan and Cut OIm
Watch CaM*. AnarlMB Watck CaM Ca

Importers of

WATCHMAKERS' AND JEWELERS' SUPPLIES

Engravers, Gold and Silver Platers to the Trade.

EVERYTHING FORTHE JEWELER

J«w*1tt Boxta

Clock Uat«rlal

Watch Uatarlal

Window Flzturca

To<ria and Macblnarr

Precious and Soml-Precloui Btonaa

Electric Power and PolUhlm Uoton

and General Suppllea of all klndi tm
Watchmakaia. Jawaian aad Kladrad Tradal
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"Goods of Quality"

SELL THE BEST

The latest addition to

our factory is a special

department devoted to

the output of silver-

plated

Shaving Sets

of all kinds. This line

features Quality
coupled with low
prices.

Announcement

We also manufacture
a full line of medium
grade plateware, a t

very low prices, that

will be found very at-

tractive b y jobbers
and dealers.

"Place Your Sample Orders Note"

J. D. CAMIRAND & COMPANY
Manufacturers

149 ST. PAUL STREET WEST
MONTREAL

WE SPECIALIZE IN

Platinum
and Gold
Jewellery

We are capable of executing your orders

with the precision that exemplifies the master

craftsman.

We model and make to an^

design you care to specify.

Roughton& Skelton^Limited

L

32 McGill College Avenue

MONTREAL

Wickett & Smith Co.

Gold Refiners

Sweeps Smelters

OLD GOLD, SILVER and
PLATINUM Bought

71 Lombard Street, Toronto

Kennedy & Williams
SUCCESSORS TO

W. R. Campbell Co.

%*$ittn»i

Wholesale and
Manufacturing Jewelers

P.O. Box 223 WINNIPEG
iiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiitiiiiiHiiHiiiiiiiiiiiiiiiiiiiiiiiHiniiiiiiiiiiiiii
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Japanese Alphabet
THE RIGHT STYLE FOR UP-TO-DATE

RING MOUNTINGS

n f

Made in 1=8, 3=16, 1 = 4 inch Sizes

HERPERS BROS., NEWARK, N. J.

INDEX TO ADVERTISERS
A

American Watch Case Co., Ltd 8

Anthony Bros 14
Arnott, Fred 102

B
Borrelli and Vitelli 96
Bartlett & Wakeford 102
Bergmann, H. R., & Co 105
Baker & Co., Inc 103
Bliss Bros. Co 97
Belais, David 28
Boas, J 6
Bramley & Co., Wm 18
Burns, B 102
Brunswick Phonographs 68

C

Camirand, J. D., & Co 106
Casper, W 102
Campbell, Wm 102
Canadian Ball Watch Co 16
Canadian Seamless Wire Co 82
Caron Bros 90
Canadian Horological Institute 36
Coffey, J. G 104
Cliarbonneau, B 102
Coulter, J. & Co., Ltd 7
Canadian Elgin Watch Co 10
Consolidated Plate Glass Co 100
Campbell, W. R., Co 106
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D
Dorer, Horace 102
Defoe-Wilson, Ltd 11

E
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Goldsmiths' Stock Co. 19 to 22 and
Back Cover.

WA>fT AD PAGE 105.

Goldsmith Bros 106
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H
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.

104
Ideal Watch Repairs Co 102

J
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Julian Sale Leather Goods Co 23

K
Klein & Burrows 104
Kent-McClain, Ltd 70
Kendrick & Davis 97
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L
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Lees, Geo. H. & Co., Ltd Front
Cover and Inside Back Cover.

Levy Bros. Co., Ltd 13
Lorsch, Albert & Co., Inc 75

M
Milligan, W. A. & Co., Ltd 5
Michalson, M. & Co 24
Mittenthal, M. Lewis 96
Mire Bros 99
Montagues, I. & Co 64
Myers, S. P. and Co 37
Mabie, Todd & Co 27
Meriden Britannia 76
Michalson, Israel 96
Middletown Silver Co 101

N
National Cash Register Co. of Canada 30
.Xeima, Geo. D., & Co 102

O
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Ontario Horological School, Ltd 94

P
Phillips, R. A 70
Pequegnat, Arthur, Clock Co 9S

R
Rogers, Wm. Mfg. Co.' 63
Rogers, Can.. Wm. A 35, 88
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Round, John & Son 101
Rolex Watch Co 12
Roughton and Skelton 106

S
Sabbath, J. L. & Co 32
Saunders, H. and A Inside Front Cover
Saunders, Lorle & Co 3
Stanley & Aylward 100
Schwob Bros 15
Sweet, John & Co 25
Sonora 64
Standaid Silver Co 108
Saint-Loup, E 96
Saturday Night Press 80

T
Thomas, Arthur W 102
Toronto Trophy Craft Co 104
Toronto Watch Case Repair Co 102

V
Voice-O-Phone 69

W
Watchmakers' Document, Inc 102
Waltham Watch Co 86
Whiting & Davis 98
Wickett & Smith 106
Wilmort Ash Tray 22
Wittnauer, Co., A 9
Wahl Co., The 103
Woodman and Co 94
Wienert. S v 95
^Vestern Clock Co 26
Wiener, Henry & Son 78
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The illustration shows the

JAMESTOWN design — a

pattern of exclvsive beauty

and instant appeal.

Watch

HOLMES & EDWARDS
Advertising This Month

^^ EVER before in Canada has silverware been

presented so effectively to gift-purchasers as a

gift of lasting charm and welcome usefulness.

Never before has a line of silverware been sur-

rounded with so appealing an atmosphere of quahty.

Every leading newspaper in Canada will carry

this advertising. Over one and a half million people

will read the story of Holmes & Edwards—the highest

quality silverware on the market.

Every week during the Christmas selling season

this advertising—prepared by the leading experts in

the country—will appear from coast to coast. And
each advertisement will dominate a newspaper page.

Look over your stock of Holmes & Edwards

flatware. Display it on your counters, in your show-

cases and in your windows.

Special Christmas orders Jvill be shipped

within forlv-cight hours of receipt.

Marjufactured Exclusively in Canada fcu

lii^ Standard Silver Co. of Toronto
Limited

HOLMES IED^RDS
Protected Where the Wear Comes



THE TRADER

CASH FOR OLD GOLD

IN YOUR STORE
Lying around your store Old Gold is not making any profit, not even

earning interest, and is liable to loss by fire and theft.

IN OUR FACTORY
Send it to us. We have to buy Gold. We have splendid refining facilities

for our own requirements, and to buy Old Gold and refine it adds but little

to our expenses. The combination is advantageous both to our patrons and

ourselves. We do so much of it that our valuators are expert, and can cor-

rectly determme the quality. Usmg all the Refined Gold in our own Fac-

tory we are at no expense in disposing of it.

OUR PLAN
Immediately a consignment is received it is accurately tested and remittance

made by first mail. If our offer is not satisfactory, the parcel will be re-

turned all charges paid. Prices recently have been high and fluctuating.

We always pay the highest current rate, making a generous allowance for

exchange.

SEND IN YOUR PARCELS

We shall continue to prove that the House for Satisfaction and the Highest Returns is

GEO. H. LEES & CO., Ltd.

GOLD REFINERS HAMILTON, ONT.
THE OLDEST ESTABLISHED GOLD REFINERS IN CANADA
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Waltham Watches

17-Jewel, No. 625,
Nickel $33.50

15-Jewels, No. 220,
Nickel $30.00

Prices «!•<• established t<)

<'OMsiiiiier.

Remember

—

When you sell a customer an inferior watch that "the

first cost IS not the last cost.
"

The memory of the quality of a Waltham Watch

remams long after the price is forgotten.

Recommend Waltham Watches, and ensure a life-

long customer.

The Staple Sizes

16 SIZE WALTHAM MOVEMENTS
Maximus, 23 Jewels, 6 positions, W.I. . . ^ $225.00

Maximus, 23 Jewels, 5 positions 205.00

Vanguard, 23 Jewels, 6 positions, W.I 1 15.00

Vanguard, 23 Jewels, 5 positions 95.00

Cres. St., 21 Jewels, 5 positions, W.I 83.50

Cres. St., 21 Jewels, 5 positions 75.00

Riverside, 19 Jewels, 5 positions 72.50

645, 21 Jewels, 5 positions 70.00

Time Ser., 1 7 Jewels, 5 positions 58.50

Royal Nic, I 7 Jewels, 3 positions 48.00

P. S. B. Nic, 1 7 Jewels, adjusted 37.00

625 Nickel, 1 7 Jewels 33.50

620 Nickel, 15 Jewels 27.00

61 0, 7 Jewels I 7.00

12 SIZE WALTHAM MOVEMENTS
Riverside Max., 5 positions, 23 Jewels $205.00
Riverside, 5 positions, 1 9 Jewels 78.00

Royal, 3 positions, 1 7 Jewels 53.50

235, Nickel, adjusted, 1 7 Jewels 41.50

225, Nickel, 1 7 Jewels 37.00

220, Nickel, I 5 Jewels 30.00
2 1 0, Nickel. 7 Jewels 1 9.00

For all Waltham requirements, write

''The House for Waltham Watches since 1865"

05^^ GoiLiDSMiTHS* Stock Company-
of GANABA ^mlied

TORONTO
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1HE CANADIAN JEWELER
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The jeweler specializing in Lees Emblem jewelry
(and his name is Legion) is truly offering his many-
customers

The slogan fits Lees Jewelry because since away back
in 1886 Lees practice has been not "how cheap" but rather
"how well" could Lees jewelry be made, and, quality con-
sidered, the prices have always been fair.

A Lees emblem ring or charm for instance sold this

Christmas as a gift will please your customer and the re-

cipient because of its beauty and durability. It is made
to honestly last.
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Your Working Partners

THE PRESIDENT, DIRECTORS AND SALESMEN
OF

H. & A. SAUNDERS, LIMITED
EXTEND

Cbiistmas (Biectin^6

A. E. CATER
Quebec

GEO. W. REID
of G. W. Reid & Co.. LtJ.

Maritime Provinces

E. L. GEOGHEGAN
Weitern Ontario

G. A. ELLIS
Western Canada
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Refreshingly Ne\v
Designs in

Clover Leaf
Cut Glass

IN our great workshops at Toronto

our designers and craftsmen have

evolved many refreshmgly new shapes

and designs m Clover Leaf Cut Glass.

Each one of these new pieces is a distinct

creation — a masterpiece of the glass-

cutter's art.

These new designs would command

world-wide attention merely for the fact

that they are beautifully hand-carved on

flawless Belgian blanks.

But, in addition, the beauty of these

pieces is wonderfully enriched by fine

intaglio engraving.

The vase illustrated here is beautifully

hand-carved in an exquisite floral design

—an excellent specimen of the wonder-

ful intaglio treatment.

A window display of Clover Leaf Cut

Glass will bring customers right into your

store. Get in touch with us, and we
will gladly tell you more about this finer

cut glass.

^/Cfl/J^/T^

Albert Street, Toronto

TfyTT
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GIFTS THAT LAST

Season's

Among the gifts that last, diamonds most

certainly stand first.

Composed of the hardest known substance

in the world, they are most durable and

brilliant, and that same brilliancy which it

possesses when it leaves the cutter's hcinds

will exist for many hundred years, to be

admired by future generations.

These features place diamonds very high in

public estimation. You can take advantage

of this "Gifts that Last ' campaign by sell-

ing diamonds.

Greetings

J. BOAS
710 Lumsden Building, Toronto

Dealers in Diamonds Exclusively

^
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ELGIN WATCHES
All Grades and Sizes Available

New Octagon Watches in 10 size

14 Karat Gold and Gold Filled

To Retailer, To Consumer,
Trader List. Including Tax.

Lady Elgin. 15J, in 14K gold, Convertible. . $87.50 $77.00

No. 447, 7J, in 14K gold. Convertible. . 74.00 63.00

Lady Elgin, 15J, in 14K gold, Silk ribbon. . 80.00 7L50

No. 447, 7J, in 14K gold. Silk ribbon. . 66.50 57.50

Engraved bezels additional 4.00 ....

Lady Elgin, 15J, in Filled, Silk ribbon 62.00 58.00

No. 447, 7J, in Filled, Silk ribbon 48.50 45.00

Engraved bezels additional 1.00

In Attractive Display Boxes with Price Cards.

m

Si

s^

H HDerr? Christmas to Hll

The

Canadian Elgin Watch Company
LIMITED

67 Yonge Street :

:

Toronto

m
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21 out of 365
These are the days when

an extra special boost to

"Gifts That Last" is going to

mean more sales for every

jeweler.

When the Milligan line is

going to demonstrate the

"good sense" in buying

"Gifts That Last."

So boost the Milligan line

-^you know why, and

—

GIFTS THAT LAST

**lKIll6bing Ibc tra^e tbe Complimcnte of tbe Seaeon
anD a Ibappp IRew l^ear."

W. A. MILLIGAN & CO.
LIMITED

137 Jarvis St. Toronto
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Appearance is second to the protection
your watch case gi\ es the delicate me-
chanism it encloses. This orotection
must be complete, and nicely adjusted.

Cashier Quality

Watch Cases
have rare beauty of appearance; but more
important still, they protect the movement
39 only a perfectly tieaigned case can.

Insist on a Winged Wheel Caw. You have a
choice of many beautiful mortels for every

American Watch Case Co.
of Toronto. Limited

Largtit .Ktakeri of Watch Cases in the

Briliih Empire.

A SQUARE DEAL
for your Watch
Oivc your watch a fair chance to ilo

Its la-st. Select a case that will pro-
tect it perfectly and allow the delicate
mechanism to function properly.

Cashier Quality

Watch Cases

ily «..ld filled, i

itlful m,„M, I„

Teaching Them to Ask

for Winged Wheel Cases

On this page are small facsimiles of some of

the advertisements for Winged Wheel Watch
Cases that will appear in the principal daily

newspapers of Canada durmg 1920-1921.

The aim of the series is to educate the watch

buyer to think of the case as an important

feature apart from the movement.

The "copy" emphasizes the value of a good
case in protecting the watch movemfent and
making it more efficient, and urges the watch-

buyer to specify a Winged Wheel Case in order

to insure this protection.

769,489 Will See These Ads

Every Month

The ads will appear regularly in prominent

"preferred position" in fifteen of the leading

newspapers from Hahfax to Vancouver. The
769,489 readers of these papers will see these

ads every month, the majority of them twice a

month.

To Help YOU Sell More

Winged Wheel Cases

Coupled with a little judicious salesmanship

over the counter, this intelligent effort to create

"consumer acceptance" for Winged Wheel
Cases will, we believe, enable our dealers to

increase materially their sales and profits.

American Watch Case
Company

of Toronto, Limited

511 King Street West - Toronto
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Do Your Customers Buy
the Best They Can?

Are you content to sell the cheaper grade of watch to a customer who

can really afford to buy something better, with which he will ultimately

be much better satisfied?

Constructive salesmanship consists in selling a prospect the hesi he can

afford, especially when the high cost of living necessitates buying less.

The first instinct of economy is to buy the cheapest; but the higher grade

is the truest economy, if a buyer can afford it, because it gives longer

and more efficient service. ,

By emphasizing this, you can frequently sell your customer something

better, to his advantage and to yours.

Endeavor to e.stimate a customer's buying power as closely as possible,

and to sell him a grade of watch in accord with his means, fitted with a

case in keeping with the movement.

WINGED -v.^^ ^_^ WHEEL

The Trade Mark
of Quality

American Watch Case Co.
of Toronto, Limited

511 King Street West - - . Toronto
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Wm. Bramle^

Original Maker of the Bramley Ring

THE PLEASING RESULT
of 35 Years of Experience Making Rings is

—

The Bramley Ring
the maker of which desires to convey his

sincere wishes, that everyone throughout
the trade, enjoys

H /Ifterc^ Cbrtstmas

Elach and every BRAMLEY RING is designed by a master hand and executed by
expert craftsmanship.

There are cheaper Rings than the ^^BRAMLEY"

but none less expensive

.^f
OUR REPRESENTATIVES ARE

ROWLAND & CAMPBELL
Winnipeg, Man.

Selling Agents from

Port Arthur to Victoria.

ALFRED EAVES REGD.
( W. E. Hayes' Successor)

Montreal, Quebec
Selling Agents for the

Province of Quebec.

Wm. Bramley & Co.
4 DOLLARD L\NE (Cor. Notre Dame Street West)

Montreal - Quebec
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GIFTS THAT LAST

Delivered in

24 HOURS
To Suit All Occasions

No. Description Contents
00 One compartment only 36 pieces

ooX One compartment only 48 pieces

Drawer and deck 43 to 60 pieces

oX Drawer and deck 48 to 52 pieces

1 Drawer and deck 72 to 78 pieces

2 Drawer, deck and tray 102 to 108 pieces

3 Drawer and deck 99 to 106 pieces

4 Drawer, deck and tray no to 120 pieces

5 Two drawers and deck 132 to 138 pieces

6 Three drawers and deck i6i to 170 pieces

6^ Three drawers and deck, spaced for

waiter and tea set r67 to 175 pieces
2 Serpentine front, drawer deck and tray 102 to io5 pieces

5 Serpentine front, two drawers and deck 132 to 138 pieces

6 Serpentine front, three drawers and
deck 161 to 170 pieces

We are pleased to extend to the

trade our best wishes for a

Happy Christinas
and a

Prosperous 1921

J. Coulter Co. of Toronto, Limited
80-82-84 Chestnut Street, Toronto

(Next to Armouries)
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TOOLS OF QUALITY KENDRICK & DAvIs! Lebanon, N.H.

Saves Your Fingers

No. 124, K. & D. Wrist Watch Winder
Nickel Plated Finish

Jaws are adjustable to any size or shape of bracelet crown.

Saves time and fingers.

Makes an unpleasant task a pleasure.

The price is only $1.90 ; is worth more to you.

NOW IN STOCK FOR IMMEDIATE DELIVERY

Sold in Canada by

E. & A. Gunther Co., Limited

310 Spadina Avenue TORONTO
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Inexpensive Novelty Clocks
FOR IMMEDIATE DELIVERY

ONE DAY
Time Pieces

PADUA
Old Brass Finish—Net $3.75

LISBON
Ormolu Gold Plate—Net $3.05

IRA
Mahogany Finish Net $3.95

Manufactured by

ISON
Old Ivory, with Blue Bird Decorations—Net $5.20

TH E Ski EWllAVENpLOCK CO.
IXEWriAVEN LONN.

ORDER
FROM E. & A. GUNTHER CO., Limited ^k-^..

TORONTO

lan

Agents
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Boost
Quality

GIFTS THAT LAST

Wishing the Trade

the Compliments of

the Season and a

New Year of Pros-

perity.

K
Trade Mark

Because we know it's good

for YOU—because we know
it's good for US— we urge

special pressure on "Gifts That

Last" this Christmas. And for

the same reasons — push

QUALITY Gifts.

The Nolan & Strachan line

is a grapyhic confirmation of

"Gifts That Last" linked with

Quality.

It will help YOU build up

a prestige for Gifts That Last

in your community.

^

NOLAN & STRACHAN
Lombard Street _ - - Toronto
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Pearls That ARE
GIFTS THAT LAST

Durability—here is a big talking point for your

prospective customer in

:•••':*••>••••: - :\ •• V*

./ I. K ^...^ V V <.,J

The trade knows them as the nearest reproduction

of the real gem; they are guaranteed against peeling

or losing their orient.

Myotis will help to build up Christmas sales.

The EUt^OPEAN C^
I Confedera.Uon Life 'CuikiiiK^

Toronto Ont
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At3

I

At the approach of the busiest Season of

the Year, we extend to our many friends

in the Jewelry-trade our sincere wishes.

Thanking you for your support during the

Year 1920, we wish you a

John Sweet & Co., Limited
Canada's Most Progressive Ring Manufacturers

Hamilton, Canada
Ontario Representative Western Representative Montreal Representative Eastern Representative

D. W. McLEOD GEORGE SPARE S. RIBACK E.V.CLARKE
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BRACELETS
fAa^ fielp make

GIFTS THAT LAST

If a customer buys a

wrist-watch knowing it to

be a gift that will endure

—then it's up to YOU to

have made sure that the

BRACELET will give

service and not detract

from the value received.

Always Specify

The Goldstein Bracelet
Made in Expansion and Ribbon Styles in All Qualities.

Sold by American Watch Case Co., Waltham Watch Co.
and all Leading Jobbers

The Goldstein Jewelry Mfg. Co., Limited
Makers of High Class Platinum and Gold Jewelry

180 John Street - TORONTO, ONTARIO
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''®ur dbristmae C^bougbte*'

/jTHRISTMAS DAY will be your day only if you do your best to make
^^

it somebody else's day. That is the wonderful thmg about Christmas.

Commemoratmg the birth of the greatest lover of men and giver to

men the world has ever known, it can be a truly happy day to none save

those who actively manifest a good heart and a generous spirit.

He who gives nothing on Christmas need not expect much from

Christmas. Yet neither can Christmas be a day of joy to him who, how-

ever lavishly he gives, gives not himself also.

A heart must go with Christmas gifts, else they might better be left

ungiven. When the heart does go with them, the slightest gifts become

treasure-trove alike for the giver and the receiver—and so, with "Christ-

mas Greetings.
"

There are a thousand ways of saying "A Merry Christmas." There

is only one way of saying it aright. Even old Scrooge, you will remem-

ber, was roused to the kindly thoughts and deeds by the fervor of Bob

Cratchit's

—

''A Merry Christmas to us all, my dears. God bless us all**

The fervor of a genuine wish must be in the heart to make "Merry

Christmas" ring true from the lips, and so "©lyp f|iiltBP of (lolhamttI]ia*
**

wish to echo their thoughts, as did Bob Cratchit, in wishing the Jewelry

Trade a

/Iberri? Tfterr? Christmas

"j^e Goij>sMiTiig* Stock Company
of G^NAB»A Jjmlicd

TORONTO
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I

Have You

Noticed the Prices?

Here is a combination of useful-

ness, attractiveness and novelty for

a most appropriate gift at a special

Christmas price.

Suggest it!

No. 206.

C us. PAT OFFICE

Ash Tray

Special Exmas Buying
Prices

No. 201—With Match Box Holder and

Self-emptying Prong $4,00

No. 202—With Match Box Holder. Two
Cigar Rests and Self-empty-

ing Prong 4.40

No. 203—With Match Box Holder, Pipe

and Cigar Rest, and Self-

emptying Prong 5.20

No. 204—With Fittings as 201 and Base

like 206 4.80

No. 205—With Fittings as 202 and Base

Hke 206 5.20

No. 206—As illustrated 6.00

(Me GoiLDSMHTais' Stock Commvny
of C^J^i\!D>A /2^micd

Toronto, Ontario
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The Gilbert Winlite

Gilbert Winlite is built for service.

It's dependable, too; made to tell

the truth.

Its radium-treated hands and
markings stand out boldly in the

dark, making time at all times

apparent.

Gilbert Winlite wakes you

promptly with vigorous, intermit-

tent alarm. It gets you there, with

time to spare.

Order your stock from

Q^f G OILEDsMJiTiis* Stock Comment

Toronto, Canada

«
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Roden Bros., Limited
ESTABLISHED 1891

MANUFACTURERS OF
STERLING SILVER

WARE
DUCHESS E.P.N. S.

RICH CUT GLASS

Sterling Silver

Toiletware

In good weight

silver, large or

medium size,

Bristles of the

finest quality

procurable. Mani-

cure parts strong,

all go to make

"GIFTSTHAT
LAST"

TORONTO
CANADA

See our catalogue for

styles.

We have the stock so

write to

843 E. T.—30.42 list.

843-a E. T.—36.45 list.

843 E. T.—22.08 list.

843-a E. T.—26.37 list.

843-1 E. T.—5.22 list.

Messrs.

me

Canadian Selling Agents:

TORONTO
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VENDOME,
PARIS

H^as formerly a group of old man'
siom of uniform architecture, de-

signed by the celebrated Mansard,

in 1708. The column wai erected

in honor of Napoleon I, and was

made from Ruaian and Austrian

cannon. The Place Vendome is

now the center of fashion of the

world, being the location of the most

exclusive designers in Parts.
LaSausca ffhiris

drench Origin

V
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Every La Tausca Necklace is from France—
A Strong Sales Argument

IN the fact that every La Tausca

necklace is guaranteed of actual

French origin, retailers have a sales

point which is undeniably strong with

their trade.

Men and women alike realize what

this means.

It means first, that each pearl is a perfect

specimen of the finest pearlmakers

in the world—located in Paris—and

second, that Paris is the fashion head-

quarters of the world, and what Paris

decrees, women of all countries wear.

Although the favorite gem of women
for centuries before the year One, it

has only been comparatively recently

that successful facsimiles have been

made by man.

The formula is an old one, but by

careful methods, scrupulous inspection

and the finest materials, La Tausca

pearls stand pre-eminent in the eyes

of the woman seeking the beautifiil in

adornment.

For more than t-wenty centuries the

chosen gem of women.

QSe GO]L5J5SRSflT3ilS' STOCK C©]>IRVmf

of CAN^^JDA /iimyed

V
TORONTO.
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BEST MADE IN U. S. A.

TRAVELIGHT Radium Lighted Alarm Clocks

Nickel Plated, Highly Polished, Seamless Cases.

All Numerals and Hands treated with Radium
material.

Superior and Lasting Luminosity Guaranteed.

"SEEATNITE"
One Day CONTINUOUS Alarm. SV2 Inches

High, S'i Inches Wide, 3"'<< Inch Silver Dial.

Heavy CONVEX Glass.

PRICE $9.00

THERE ARE NO BETTER DIALS

THERE ARE NO BETTER CLOCKS

of CANAIIDA JJumuicd

Toronto, Ont.

GIFTS THAT LAST

Of TDCTn^ Means a perfect Watch Strap for both Ladies and Men, which can be worn
kJ^^ Avl-jr \. \. with the greatest comfort and assurance that you are not going to lose your
Watch. "It is easily attached, requires no adjustment, and is always ready for use, as it dods not

become flabby by stretching.

MEN'S
STRAP

WEBBBk

. . LL I L L L Li L.L Lili L LLiii.ULi.UU L l.^ i. l ^ i-.L.i>.L.L.L.i.iU

.

PATENTED

Both the Ladies' and Men's Straps are made in 14 Kt. gold, 10 Kt. gold, 1/10 rolled gold plate,

sterling silver and American silver, having in all qualities an expansion of 1% inches.

The catches on the Men's Strap are made in 5/16, 7/16 and Y^ inch, which will fit all size watch lugs.

Now is the time to stock this item.

PATENTED mm> LADIES-
STRAP

Closed.

This item is not a novelty, but an article which will last and be worn as long as the Wrist Watch is

in style, and it has come to stay.

Sold through the Wholesale Watch and Jewelry Trade

BLISS BROS. COMPANY, Attleboro, Mass.
"The House with Something New All the Time"
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The Julian Sale Leather Goods Company^ Limited

Are You
Ready
for the

Holiday
Trade? STRAP HANDLE Fl'RSKS.

One Hundred Stylos.

LADIES' HAND liA(;s IN

SILKS AND LEATHERS

High time now that you had your holiday stocks on the shelves

—in transit—or the orders placed—and of the thousand-and-

one things that "Julian Sale" make and sell, there's not an

article which you might not well count in your selection to

meet the demand for useful, novel and sensible Christmas gifts

—and so we emphasize here such things as

—

DRESSING CASES FOR MEN
AND \VO>IEN.

Ladies' Hand Bags in Leathers and Silks—Ladies'

Lucille Bags, 40 styles to choose from—Strap Handle
Purses—Canteen Bags—Overnight Bags—Waterproof
Toilet Rolls—Writing Cases—Music Holders—Gentle-

men's Collar Bags—Military Brushes—Manicure Rolls

—Dressing Bags — Dressing Cases for Men and
Women—Fitted Bags—Fitted Suit Cases—Travelling

Bags—Visiting Cases— Kit Bags—Wallets— Letter

Cases—Tobacco Pouches—Cigar and Cigarette Cases

—Jewel Cases—and other things in Leather Goods,
which for quality and "good style" it will be a

pleasure to present to your customers.

Our New Catalogue
No. 39

Is yours for the asking—the best we have ever issued

—

The illustrations are direct from the goods—the descrip-

tions are complete, and altogether "No. 39" will prove an
excellent buying guide—So that if you are out of touch
with the "Julian Sale" traveller, let us have your name for

a catalogue—and when you get it, do not mutilate it, but

order by number and keep it on your ready reference fyle.

Orders received will have our prompt and careful attention whether you write, phone or wire.

The Julian Sale Leather Goods Company, Limited
Wholesale - Factory - Sample and Salesrooms - Offices

600 King Street West, Toronto



26 THE TRADER

This National Cash Register Shows
r. The business handled by each clerk

2. The business in each department

With this register you know which

clerks are the most valuable. You can

fix wages on actual selling records.

It gives you printed and added records

which you need for a profit-sharing

or bonus system. This makes your

employees vitally interested in increas-

ing your business.

This register tells which departments

of your business are making the most

profits.

It tells when a department is not

producing as it should. You know
when to start a selling campaign to

put any department back on a pay-

ing basis.

It is the best way to get the facts you must have
about your business

We make cash re^istets for every line of businessNATIONAL
CA.SH: REGISTER CO.

OF CANADA LIMITED
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A ^^ v^ }^L >

Schwob Bros.

General Agents for

THE TAVANNES WATCH COMPANY
McGill Building, Montreal
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How To Increase Sales

During Christmas Season
It IS usually no mere matter of chance when a dealer makes one grand "clean up" of

his Gillette Safety Razor stock and creates a great number of new customers during

the holiday season. Probably some such conversations as the following are taking

place right now, as a prelude to bigger sales:

Store Owner

:

Assistant

:

Store Owner

:

Assistant

:

Store Owner

:

Assistant

:

This folder came in the mail this morning from the Gillette people. It certainly shows

us an excellent way to get more business this Christmas.

But during the Christmas rush there isn't very much time to make long selling talks to

customers.

That is the very idea of the Gillette Christmas plan. They are doing most of the actual

selling work to make the men and women who pass our store want to buy Gillettes for

Christmas Gifts. What we have to do is to back up their work and to make it known
very forcibly that they can get the Gillettes they want right here.

"

How about a good window display? We could make a fine window with those display

signs shown there in the folder. In fact, we have several of them now.

I will send for the rest to-day. But how about stock? Have we got enough sets in

stock to make a killing?

We could use that dozen assortment mentioned on the order blank. I will move our

present stock to that part of the counter where most people stop. There's good money
in selling Gillettes, and a chance for future business on Blades.

Razoi*

KNOWN THE WORLD OVER



THE TRADER 29

Telephone or Telegraph
Your rush orders to

S. p. MYERS & CO.
WHOLESALE JEWELLERS

SWISS WATCH
IMPORTERS

230 McGill Street, Montreal

Immediate Delivery

11

takp tI|tB nppnrtunttg of ^xt^tthtttg

for

N^m ffar

S. p. MYERS & CO.
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THE LARGEST WATCH
HOUSE IN CANADA

BALL WATCHES
HAMILTON WATCHES
ILLINOIS WATCHES
HOWARD WATCHES
WALTHAM WATCHES
SWISS WATCHES
GOLD WATCH CASES

GOLD FILLED WATCH CASES
GOLD WATCH CHAINS

GOLD FILLED WATCH CHAINS

ALL GRADES AND STYLES

ALL ORDERS FILLED PROMPTLY.
COMPLETE STOCK ALL MAKES.

The Canadian Ball Watch Company
Winnipeg - Man.
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GIFTS THAT LAST

W

?x

The Cream

w

Ŵ

You will need to sort up your

trays for the Holiday Business.

Why not attend to that at once ?

Then you can take the cream
of our Stock of RINGS, NECK-
LETS, LAVALLIERES, BAR
PINS, TIE PINS, CAMEO
BROOCHES; also the ELLIOTT

BISHOP line of Gold and Silver,

Engine Turned and Enamelled

CUFF LINKS, LINGERIE
CLASPS, etc.

m^

WIRE FOR APPRO. PARCELS IMMEDIATELY

IVON T. ANTHONY FRED. B. ANTHONY

ANTHONY BROTHERS
Makers of High Class Jewelry

24 Adelaide St. West :: Toronto, Ont.

Extend to the Trade

The Season^s Greetings

S5?

ŵ
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A Good Jewelry Box
will set off an article to its greatest advantage.

We are offering an extensive range for im-

mediate delivery at the follow^ing prices:

—

Plush Velvet Covered Metal

Boxes in both Purple and

Green, Satin and Vel-

vet Lined.

Medium Ring $6.50

Medium Brooch . . . 9.00

Scarf Pin 8.00

Link 8.00

Drop Earring 9.00

Screw Earring 8.00

Medium Lavalliere. . 10.50

Large Lavalliere ... 12.50

Locket 9.00

Band Bracelet 13.50

Bracelet Watch . . . 13.50

Fancy Leatherette Covered

Metal Boxes w^ith Gold

Borders.

Medium Ring $5.00

Medium Brooch . . . 7.20

Large Brooch 8.50

Scarf Pm 5.75

Lmk 5.75

Bracelet 10.25

Large Pendant .... 8.50

Drop Earring 7.20

Screw Earring .... 5.75

Leatherette Covered

Metal Boxes.

Medium Rin^ $3.75

Medium Brooch . . . 5.25

Large Brooch 6.10

Scarf Pin 4.80

Link 4.80

Bracelet 7.75

Medium Pendant . . 6.10

Large Pendant .... 7.10

Band Bracelet .... 8.00

Drop Earring 5.25

Screw Earring 4.80

Another line is our Velvet Covered Ring Box with Lift Top
at $4.75

We will gladly send samples of the above

mentioned lines upon receipt of request.

N. B. Our stock of~ EARRINGS
still represents many valuable opportunities to you. Its quick

sellmg qualities and exclusive designs render it one of the finest

ever displayed for the trade.

J. L. SABBATH
5 N'otre Dame St. West

& COMPANY
Montreal
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Ferrero's

>
SI

Platinum Watches
set with

Diamonds & Sapphires

or black onyx

for

immediate delivery

"Approbation Orders Promptly

Attended to."

II
IB \^

HI jli

jT4l
l.B^S;

1

D. SHAPIRO
New Birks Building, Montreal
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Loyal Order of Moose:
HIS secret, fraternal and benevolent order was founded in

1888 by Dr. J, H. Wilson of Louisville, Kentucky. The first

lodge was established at Cincinatti, Ohio. At Mooseheart,
near Aurora, Illinois, the order owns and operates a large farm,
home and vocational school for the purpose of caring for orphans of
members and for dependent members of the order.

The society is governed by a Supreme Lodge, has 1610 subordinate
lodges, and counts a membership of approximately 616,000.

IRONS & RUSSELL EMBLEMS
-^5;^^ for this order, as for all the great fraternal organizations, arc

^Jva^ widely and favorably known because of their unfailing correct-

'^^K^lh) ness of design.

*^^.!%r^ A background of fifty-nine years devoted to the making of em-

'%JI blems is to a. large degree responsible for this fact.

^ Emblems Exclusively Since 1861
Three Convenient Distributing Centers

New York

11 Maiden Lane
Main Office and Factory

PROVIDENCE, R. I.

Chicago

10 S. Wabash Ave

IR.ONS y' RUSSELL CO.
PROVIDENCE R. I.
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Ne^v Business
Is the Life of Every

Business

Jewelry Made of

David Belais' 18 Kt. White Gold

will create New Business

Suggestions for New Business

Father Time has placed his stamp of approval upon
Belais i8 Kt. White Gold, therefore you can safely

guarantee it.

Patented in U.S.A., England, Canada and Switzerland

Patents pending in other countries

DAVID BELAIS
13 DUTCH STREET, NEW^ YORK CITY
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i

i

O express to the people, the motives,

the ideals and the policies of business

is one of the functions of the Printed

Word.

Because it makes printed literature ring true;

because in its printing service to business houses
it assumes the load of detail,—the creative

thought, the design, the writing, and every
mechanical operation—Saturday Night Press is

producing the printed matter of very many of the

leading business and financial houses in Ontario.

May We Serve Youi'

RICHMOND, SMEPPJRD ^ND TEMPERANCE STREETS

SATURDAYNIGHT

n

I

i

PRESS
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t this season we feel

deepiif grateful for the

consideration i/ou have
so fiindlif extendQd to

us in tho pastyearand
iafze this occasion to

Mcish ifou thai old hut
ever cheerfiil^reeiin^

AMERRY CHRISTMAS
^^4 AND <«<?:;>

A HAPPY NEW YEAR

CAh^ADIAN W^ A ROGERS.
t^%M^M LIMITED.

5TO KING ST WEST.
TORONTO. CANADA.
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You can't make Bricks withoutStraw,

and you can't expect this

slogan to help your business

unless you help to make it

mean something.

I HE National Campaign of our Association

A has accomplished results. The hundreds of

thousands of readers of nine leading national maga-
zines were impressed with the desirability of giving

"Gifts that Last." It is undoubtedly an important
factor in the magnificent Holiday business being
experienced by jewelers throughout the country.

THE Association is keeping up the work. It is

impressing upon the minds of the public the full

meaning of "Gifts that Last." The united co-

operation of the Jewelers' Industry will make this

slogan and all it stands for—one of the best known in

America. Make it your slogan. Give it a prominent

place in your advertising, in your store; feature it

wherever you can.

THEN, help make it mean something. Offer

your support to the campaign that is being so

warmly supported by the citizens of the Trade every-

where. The greater the number who adopt it, the

greater the number who contribute to our National

Publicity, the more value it has for everyone interested.

LET us all share in the expense as well as the

profits. If you are one of the few who have

not sent in your contribution—well, the Association

certainly merits your support. Send all or any part

now—but send it now! The work must not stop.

The Plan
THE Canadian National

Jewelers' Association plan

for $10,000 adverrising cam-
paign provides for the expendi-

ture of this money in weekly

pubhcations and magazines of

national circulation. The cam-
paign will cover the entire

country.

The object of the campaign

will be: (a) Prove the intrinsic

worth and lasting value of

diamonds, pearls, gems, jewel-

ry, watches, clocks and silver-

ware, (fe) Direct the reader

to his or her local jeweler for

information or to make a pur-

chase.

What to Subscribe
Business Rating

Over $75,000

$50,000 to $75,000
35,000 to 50,000

20,000 to 35,000
10,000 to 20,000

5,000 to 10,000

3,000 to 5,000
Under $3,000

Amount to be Paid

- $150.00

100.00

75.00

50.00

25.00

15.00

10.00

5.00

All Checks Should Be Made Payable to

Canadian National Jewelers' Association
O. M. ROSS, Secretary-Treasurer

71 Richmond Street West, Toronto
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The Playtner Classes (?a''«e*f6''?fi,r4/x)

The late W. Douglas Smith, son of

Mr. A. H. Smith, Jeweler, of Truro, N.S.,

was among the brightest of our students.

His passing over thirteen years ago, under
very sad circumstances, caused very wide
regret. To his instructor, he is still—and
alw^ays w^ill be—his dear former student of

cherished memory.

For the third time the honored name of "Smith" is mentioned in these articles. In October issue,

Mr. .W. L. Smith's masterpiece was illustrated, and Mr. J. Smith's in November, and now the fine

masterjiiece of Mr. W. D. Smith. All watch factories complimented our Work, especially high appre-

ciation was shown by the most phenomenally successful watch company in the world. In 1 903 the

Elgin Company offered a gold case to the student who would successfully make his masterpiece on

the "Veritas" lines. Mr. Smith undertook it, and when the work was still "in the grey," he was extended

a complimentary visit to the factory, where it was examined and approved. When finished, a heavy

1 8K case with a suitable inscription was presented to Mr. Smith, who, after graduating, at once entered

the company's employ in Toronto.

You will notice there is a change in dividing the escape and fourth bridge. The reason for this

was because the work of our students is of such a uniformly high order that many watchmakers doubt

that it can be made outside of a factory. To prove it, the change was made. The hairspring stud

is under the regulator and fits on the same boss, so it may be placed at different points on the circle.

The curb pins follow the stud, but the pointer remains in the centre of the index, this to facilitate

position timing.

The "Smiths" Masterpieces Record the

Teachings of a Real School

There is not a watchmakers' school anywhere that has turned out finer work. Not a school in

any English-speaking country approached it. The first step in all the work was to make the mathe-

matical calculations, such as numbers of wheel and pinion teeth, thickness, height and shape of curves,

pitch cknd real diameters; the entire escapement balance, hairspring and mainspring factors, etc. The

second step was to visualize the calculations in a scale drawing, in which the location of every hole, steady

pin, and radius of every curve was accurately shown, and detail drawings made of the wheel-work,

escapement and inner and outer terminals on the hairspring. The third step was to make the cutting

tools from the calculations and the drawings. After that, metal strips and wire rods were given the

students, from which their masterpieces were constructed, on such tools as may be found in a store.

From the first stage, in discussing his proposed masterpiece with the student, to the last alteration in

position timing, their instructor gave the closest attention. Every watdhmaker has a right to the ambition

to do such work, Hkewise to the thrill caused when his masterpiece—his creation—is finally completed

and admired.
(7^0 be continued)

Canadian Horological Institute
Limited

Preston, Ontario
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Kj/iat this mat/ 6e a happu
i^/iristmas una 7y27 a uear o7

success anei prosperitij is the

eurnest loisn of t/ie nia/iers f /

Community Plate.

Oneida Community, Limited
NIAGARA FALLS :-: ONTARIO
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The Best Gift for You

w HAT are you going to give yourself this Christ-

mas? Will it be worth its cost? Will it last?

Will you appreciate it ten years from now as

much as you do now ? Perhaps you think you can't ai¥ord

to give yourself anything. But in respect of the gift in

question the fact is that you can't afford not to make your-

self a present of it. For it is participation in the national

publicity campaign for jewelry, clocks, watches, silver-

ware, etc.—the famous "'Gifts that Last" campaign.

Consider the famous publicity campaigns of the past

and the slogans they brought into being. "One of the 57"

leaves us still convinced of the fact that if we buy Heintz

goods we're getting the best procurable. "Alas, my Poor

Brother !" will never fail to bring Bovril to mind. "Chil-

dren cry for it" means Castoria. "'He won't be Happy
till he Gets it" signifies Baby's Own Soap. "Hasn't

Scratched Yet" sold and still sells Bon Ami wherever sil-

ver is used. "Spotless Town" and "Chases Dirt" mean
Sapolio and Old Dutch Cleanser to every housewife. In

more poetic vein is the jingle:

"We sing a song, a song of hope,

The world is using ..."
and from every corner of the Anglo-Saxon world comes

the response
—"Comfort Soap !"

There is no getting away from them. These .«nappy

little catch phrases have sold more goods than all the

straight "selling" advertising put together. They stick in

the mind and bob up insistently at odd moments; and
every time they bob up they bring with them all the selling

force of the great advertising campaigns in which they

were launched.

Just such a phrase is "Gifts that Last." Having heard

it once, it cannot be forgotten. Having noticed once that

it referred to jewelry, it cannot be brought to mind with-

out reminding one of the jeweler's shop with its trays of

sparkling gems, its stately, handsome clocks, its cases of

neat, shining watches, its array of gleaming silver.

The present publicity campaign is being conducted by

an agency whose capacity for preparing "copy" of an

exceptionally high-class is well known. But the quality

of the advertisements for the jewelry campaign was still

a pleasant surprise. Practically nothing better has been

put out in any campaign, even in those spending many
times the sum. So that from this standpoint alone the

money put into the national jewelry publicity campaign
is bringing more than normal value.

But there is another standpoint. The campaign does

not alone advertise jewelry and associated' wares. It goes

farther. It advertises a slogan of an unusually catchy

sort.

And in doing that the campaign is giving value up to

ten, twenty—yes, a hundred times its cost. Why? Simply
because once this slogan has been "put over," every time

the words "Gifts that Last" come to the mind of a poten-

tial customer they will bring with them once again all the

splendid selling force of the present camipaign.

You subscribe a few dollars now. The advertisements

—artistic displays, worthy of the goods you sell—confront

your customers from the pages of every high-class period-

ical they pick up, either Canadian or American. But that

is not all. In later years the little "Gifts that Last" sign

on your counter, in your window', in your local newspaper
ad, calls to their mind's the impressive campaign that is

now being conducted and its convincing arguments for

jewelry. You get return value over and over again for

your present trifling expense.

Is that not a gift to yourself that is well worth mak-
ing? Can you think of another that will be worth to you
one-tenth as much? Is there another gift that will last

as long or multiply as greatly in value?

Other campaigns have appeared recently which carried

no slogans, or none that will be remembered. The con-

fectioners had one. The furniture trades are now in the

midst of one. Both of these and many others have been

exceedingly well done, and were well worth the money
they cost. But once ended they are or will be quickly for-

gotten, and their selling power is limited largely therefore

to the duration of the campaigns. Not so was the case of

the florists' caimpaign. That was several years ago, but

the slogan "Saj' it with Flowers" is still selling and will

for long continue to sell flowers to the youth of our race.

To the youth ! Yes, and when youth is done purchases

of flowers will be less frequent. But with jewelry? That
is not alone the field of youth. The youth which reads the

advertisements to-day will be the middle age, buying more
jewelry and silverware than ever, ten years from now.

That is where the jewelry campaign has the advantage

over even the successful effort of the florists.

"Gifts that Last" means three things. Impress them on
your customers. They are :

1. That your wares retain the admiration of

those who see them however old they may become.

Antique jewelry, in fact, is doubly treasured and
admired.

2. They are physically durable as few if any
other wares are ; retaining their form and appear-

ance, and capable of being handed on from genera-

tion to generation as coveted heirlooms.

3. They retain their intrinsic value, which in-
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^ THS g%8^^resT giFT OF kAj^ ^
Like Love's benediction comes the Spirit of

Christmas-time, the greatest gift of all— the

Gift of Giving. Throughout the ages it has

lasted, deep in the hearts of men, bringing

forever its joy and happiness.

It is best expressed by the most enduring of

man-made gifts—those of the Jeweler's Handi-

craft, beautiful Gifts that last.

DIAMONDS • PEARLS • GEMS • JEWELRY
CLOCKS • SILVERWARE

WATCHES

deed becomes enhanced not only with age but fre-

quently in the course of only a few years.

That is the threefold inreaning of "Gifts that Last."

Talk it. Advertise it. Don't let purchasers get away from
it for one moment. Money by the ton is "sunk" in other

gifts that do not last, simply because in recent years in-

sufficient emphasis has been laid on that first and most

natural of all gifts, the jewel.

On this page will be found a reproduction of the

Christmas advertisement which is appearing in the leading

Canadian periodicals. Somewhat similar advertisements

are appearing in the better class American magazines

.entering Canada. These latter are not costing Canadian

jewelers a cent. That part of the campaign is a free gift

to the trade this side of the border. But in addition we
must carry on our own campaign, and we miist back it

up and link it up with window signs, counter signs, news-
paper ads, etc. That done, it will react with its full

potential force in sending customers to your store, and
sending them there already convinced that they should

give gifts that last!

May you make this slogan and the campaign behind it

a gift to yourself this Christmas season, by participating

in the cost, and by backing it up with your own efforts. It

is a gift for which you will never cease to be grateful. It

is the best gift of all for you this Christmas.
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More About Prices

INFORMATION from a variety of sources all tends

to confirm the impression previously expressed by this

paper that there can be no legitimate prospect of price

recessions in jewelry, clocks and watches, silverware, or

similar jewelers' lines. If it were not so much like an

anachronism to talk of increasing prices at this particular

moment, it might even be contended, on substantial

grounds, that some prices are bound to advance for future

deliveries if their manufacture is to be continued at all.

But without going into such a possibility, it is sufficient to

say that there is nothing to justify substantial reductions

in any line, and' very little to justify even the most trifling

reductions.

As an indication of what may be expected in the case

of next year's deliveries, it is learned that the market of

same of the semi-precious stones gives prices at around a

hundred per cent, advance on those of a year ago. Sap-

phires are about 150 per cent, up, amethysts lOO per cent,

up, peridots at no increase, whole pearls 100 per cent, up,

half pearls 125 per cent, up—and so on down the list.

These high prices are at present being paid for these stones

and pearls, and the goods into which they are being made
will be accordingly governed in price.

Another point to consider is that the manufacturer of

jevN-^lry is not in the same predicament as the manufac-
turer of clothing. The latter, when once it is hinted that

demand is dropping off, must rush to unload, l^ecause his

stock, if held over only one season, becomes almost worth-

kss, due to the changing fashions. Not so the manufac-

turer of jewelry. If the worst came, and business were

to cease utterly for a season, he could still hold on' to his

stock because his stock is literally "as good as gold"

—

much of it is gold, and the rest precious stones of even

higher value. Distress sales could not therefore be ex-

pected, and the impossibility of these will serve to keep

prices stabilized on a basis of costs and' values.

It is of further interest to note that diamonds have

recently been available to the trade at a slightly lower

price than some months ago. Not that they are going

down ; on the contrary, they are going up in price. The
recent recession of price was in Canada and the United

States only, and was due to the fact that foreign exchange
took a slump during the fall which meant that English

funds could be purchased for less, and consequently en-

abled the importers to obtain diamonds at a lower price in

Canadian money. Exchange mad'e a quick recovery,

however, and at the time of writing is more than half-way

back to its former level. This means that henceforth the

price of stones will be climbing again not only to the

extent of the increases enforced by the syndicate, but also

to the extent of the recovery of English exchange.

According to Alfred H. Strawson of London, diamonds
will not stand and are not bringing inflated profits at the

present time. The price may therefore be regarded as

rock bottom. The same condition, he states, prevails in

the pearl market. These two gems (if pearls may be

called a gem) are subject to similar control at the source

of supply, which makes it impossible that there should be

more placed upon the market than the market is able to

stand.

Business conditions generally appear to be better in

this country than in the United States, judging by reports

coming from across the line. This is explained in part

by the mercurial temperament which seems to possess

Americans to a somewhat greater extent than Canadians,

and partly by the fact that over there everyone is blaming

everyone else for conditions, while no one is willing to

compromise with anyone else to the end that they may be
improved.

Quite recently the Editor of The Trader sent out a

circular to manufacturers, wholesalers, etc., commenting
on the unhealthy situation which already prevailed in some
other trades ; and suggesting that the true facts concern-
ing the impossibility of price recessions in jewelry, and the

dangers of deflation through hunger-striking, be brought
home to the public through the retailer, by laying the.

situation before the latter. The letter also requested sug-

gestions and infonmation along this line.

.
Replies have already been received from a number of

Canadian and American firms; and it is one of the latter

which unconsciously provides an explanation of why the

situation is worse there than here. One of the circulars,

which found its way to an American advertising agency,

inspired a reply in which all the blame for everything

seems to be thrown on the retailer—including that of high
prices, from which the "water," the writer states, "has not

yet been squeezed." As can readily be imagined, a stand

like that is not likely to go any great way toward restoring

confidence and persuading people to begin once more to

trade peacefully and profitably with one another.

One extract from the advertising agency letter may
prove illuminating as to the tone of the whole. The writer

says

:

"The whole trouble is that the retail dealers got to

thinking toward the last end of the war that the whole
thing was staged for their particular benefit as an excel-

lent opportunity to 'clean up.'
"

It is possible, however, that the writer is referring to

other lines than jewelry; for no such attitude is discovered

in a reply from Theodore W. Foster & Bro. Co., of Provi-

dence, R.I., who, after mentioning that the only industry

which did not participate in the profiteering game was that

of jewelry, silverware and kindred articles, continues:

. "We advanced prices slowly, as material and wages
advanced, and' just enough to meet that difference. Con-
sequently our line of jewelry was advanced on an average

of 50 per cent., and our line of sterling silverware, 60 per

cent., whereas a great many industries took advantage of

their opportunity and advanced iram 100 per cent, to 300

per cent.

"The jewelers have not got to Jiang their heads in

shame, for they kept their prices within reasonable hounds

;

and there is no chance for lowering prices, for gold has

never changed from $1.03 a dwt. and all other materials

that enter into the manufacture of jewelry have steadily

increased in costs, including wages.

"Silver increased in costs so fast that it was impossible

for manufacturers to keep their prices up to the increase

in the cost of silver, and when the drop iii' the cost of

silver came, wages and other materials and overhead had
increased at such a point that an article figured at the

present cost of silver and the present cosit of wages and
other materials and overhead figures a little higher cost

than the article did a year ago with silver high and wages
and other items not as high as the past six months. We
do not see where we could possibly sell our goods 1 per

cent, lower than we are selling them now. We did not

mark them up extravagantly. We have not got to mark
them down now.

"This spasm of keeping the lid on will pass as the

spasm for 300 per cent, profit has passed. All those ex-

tremes have short life. The millions of people in Canada
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and the hundred million or more in this country are wear-

ing out articles and using up stocks of goods on the shelves

of the dealers, and soon the dealer will find it necessary

to begin replenishing his stock. The Christmas trade will

surely deplete the stock of the retail dealers in our line

of business.

"A short period of cleaning up and readjustment will

take place and business which simply got tired and laid

down for a rest will awaken with renewed energies and

good times will 'be with us again."

One feels better after reading a letter like that, what-

ever branch of the business you are in.

Messrs. H. & A. Saunders, Ltd., Toronto, point out

concerning prices that stones are hard to obtain and high

in price, that materials are up to a very high figure, that

the premium on gold equivalent to the premium on New
York exchange makes this commodity higher than it was
a year ago, and that so substantial an item in selling costs

as travelling expense has been greatly increased by the

boost in railway fares. This letter continues

:

"The pro rata increase in salaries to working jewelers

of last September only put them on a par with other

trades. Considering that skill and honesty play such a

big part in the manufacture of jewelry, and costs of living

have not been materially reduced in the last few months,

the only hope we have is by getting more production from

our factory staff. Where an article took two or three

hours to make possibly it could be made in a little less,

thereby the cost being reduced somewhat. But with the

increase in material and stones it is impossible for the

goods to cost less than they did this year. As far as we
can see now they must cost more.

"The only reduction at present can come from over-

stocks being put on the market at reduced prices by those

who may be in need of cash, but they cannot replace the

good's sold for any price materially less than that of this

year."

Denying that there has ever been any "water" in jew-

elry prices, Messrs. George H. Lees & Co., of Hamilton,

make mention of tlie interesting fact that "a catalogue we
published in 1914 subject to 50 per cent, trade discount is

still subject to between 35 per cent, and 40 per cent, with

the exception of some few stone set articles on which the

stone prices became practically prohibitive.

"We are positive," the letter continues, "that there will

be no reduction in prices in our goods, except as possibly

may be caused by a decrease in stone costs, although the

precious and semi-precious stone merchants emphatically

state that their prices can be lowered very little if at all.

"Our experience as regards the retail prices of com-

modities would tend to prove that the retail prices haxr

advanced less on jewelry than on any other product hand-

led b\' the retail stores—this possibly with the exception

of diamonds for diamond .set goods.

"The public therefore cannot expect any dropping of

prices as regards jewelry, and // the retail jeivclry trade

of Canada zvill give publicity to this fact, it should do a

lot tozvards making this coming season a jezvelry Christ-

mas."

Commenting on the confused condition of trade in

general, to which the circular letter had called attention,

Walter J. Barr, of the Goldsmiths' Stock Co., Toronto,

writes

:

"This is really not a matter of surprise when one reads

the daily papers, and has observed for several months the

criticisms made therein of all sundry manufacturers and

di.stributors of merchandise.
• "The public have been implored to cease buying, that

prices were altogether too high, and that if they would

stay out of the market long enough, goods would be sold

to them at their own figure. Lately, however, some of the

newspaper writers have come to the conclusion that this

class of appeal was dangerous, and that buyers to refrain

from spending money on legitimate requirements, would

bring about unemployment, and all the other embarrassing

conditions necessary for a commercial catostrophe.

"It is to be hoped that the thinking men and women
will not be unduly governed by sensational newspaper

writers, but go on living their daily lives, as in the pa.st.

"We see no reason to apprehend any undue reduction

in the average Christmas trade, except possibly a lower

value average in the articles purchased. There will also

be a little more care shown on the part of the buyer in

comparing prices, with the result that the merchant who
has been also prudent in his purchases, will be benefited

thereby."

Passing on to present experiences, the writer reviews

confidentially actual business being done, as experienced

by his own coimpany, and continues

:

"Canada never was so well off financially, as you will

note in the great amount of savings in the bank returns.

"Confidence has been disturbed, and this is naturally

a condition that restricts trading.

"Sensational advertising of certain lines of merchan-

dise has been a feature more in evidence than in the past,

but I am satisfied that as the Christmas season approaches

the jeweler will have, as usual, a busy time of it.

"The trade should keep up its advertising : look after

ivindow dressing; push forward the holiday lines before

the attention of their people, and we are satisfied that

when Christmas Eve is over, one more exceedingly good

Christmas season will have been recorded."

Roy Company, Limited, Toronto, review at length the

tremendous resources and credit of the Dominion, as con-

stituting a reason why people should not allow themselves

to become panicky. They consider that if each jeweler

were to do for himself, individually, what the C.N.J. A.

is doing for the trade as a whole, there would be nothing

to fear. The letter continues

:

"Let each retail jeweler in Canada, regularly and con-

sistently, by one plan or another, say to each of his cus-

tomers and prospective customers, 'The goods I sell are

GIFTS THAT LAST. Come in and look them over,

and buy."

"Retail jewelers who will refuse to sit in their stores

and wait for business to creep in—who, on the other hand,

join with the National Jewelers' Association in its co-

operative plan, and who will as repeatedly solicit business

in their own communities—will quickly be in the market

for more goods.

"Where the orders which our travellers, our mail, and
our Trader advertising bring us now amount to thousands

of dollars, they will then amount to tens of thousands

:

and Canadians everywhere will know that there is such

an article as a GIFT THAT LASTS; and, at least as

far as the jewelry trade is concerned. Canada will not be

accused of hunger-striking."

The circular letter to which these constitute replies

was sent out in the latter part of November. It was not

intended to publish the replies, which were sought rather

for the information of The Trader than otherwise. The
response was so immediate, however, and some of the

replies received up to the time of writing were of such

great interest that it was thought advisable to publish

extracts from them herewith. It is to be regretted that

time and space do not permit publication of all, including

tho.se which are still arriving with every mail at thcitime

of writing.
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Notes from Great Britain

Unexpected Business Slump Follows Miners' Strike in Britain— Faults of Stainless Cutlery

Remedied—Greetings from Trade of Motherland

By the London Correspondent of "The Trader."

CONTRARY to expectations the home market for

jewelry and articles of the precious metals has

experienced a slump of a magnitude unknown for

many pears past. As a result, forty per cent, of the

workers in the gold, silver, and allied trades are unem-

ployed. The remainder are working but 2>2 hours. The
usual working week is 48 hours.

A moderate business is reported from Sheffield manu-

facturers of silverware and electro-plate, but it is notice-

able that the orders are in the majority for the cheaper

classes of goods, the buying of expensive articles being

strictly limited.

The cutlery trade has been adversely affected by the

recent coal strike which accentuated the general trade

slump. At the commencement of the strike the Govern-

ment restricted the consumption of fuel in the factories

by fifty per cent., which action threw a like percentage of

workers into the ranks of the unemployed. The estimated

loss of wages in Sheffield alone amounted to over $500,000

weekly.

Happily now, however, the miners have returned to

work and' for the present labor is quiet. If the workers
will only keep clear-headed there is no reason whatever

why trade should not return to normal \n time to ensure

a good Christmas season for the jewelers.

Orders continue to flow in from the colonial markets
but the inability to quote fixed prices, owing to unsettled

exchange and labor conditions, has the natural effect of

holding back the foreign and colonial buyer. Complaints

have been received regarding the cutting edge of Sheffield

cutlery, particularly in the stainless steel department, but

I am asked to state that the fault is well in hand and' by

the installation of new machinery in Sheffield it will in

future be remedied.

Silver and electro-plate exports are still fairly large.

I understand that the silverware of Germany is gaining

a very firm hold upon the world markets generally, to the

detriment of our own sales.

Exports of jewelry are small, the chief buyers being

Latin America and Australia. According to a recent

Commissioner's report, Turkey is said to be a very good
market for British silverware, electro-plate and cutlery.

So far as the watchmaking trade is concerned, business

continues good on repairs, and' there is no reason to an-

ticipate any immediate slackness. On the other hand,

most members of the trade are more and more inclined to

draw a sharp line as to what sort of repairs they will

accept. Some of them are turning down repairs of old

types of clocks, as well as of watches of uncertain styles

and qualities, as often they are not compensated by the

price paid for the time and experience put into doing such

repairs. For a long time now most shops have consistently

refused to deal with cheap watches and German varieties.

It would appear that German horology is "going

strong." The factory at Glashutte, in Saxony, increased

its profits in 1919 from 114,000 to 266,000 marks, and has

given orders for new machinery to the value of 500,000

marks. I understand that the net balance of profit is

110,362 marks. At Fribourg, in Brisbau, the Society

Fabriques d'Horologerie has increased its capital from

four to seven million marks, after paying a dividend of

14 per cent. These poor Germans !

BREVITIES OF INTEREST.

The Board of Trade state that during the first seven

months of 1920, as compared with those of 1919, British

exports increased by 1,500 million dollars and imports by

1,000 million.

The National Union of Manufacturers expresses an

opinion that the Excess Profits Duty is responsible for the

present trade lull and the ever-increasing unemployment
figures.

Silver and gold cigarette cases are losing their popu-

larity here owing to their expensive nature. There is a

tendency to purchase better cigarettes and do without the

case.

Owing to the rate of exchange, German gold and silver

leaf is being imported into this country at a cost of one-

third of British ruling price.

During the seven months of January to September,

1920, Germany exported into the United Kingdom 1,777,-

003 cheap clocks valued at $1,500,000.

Although voluntary profit-sharing schemes have been in

most cases failures, it has been recently suggested that a

Royal Commission be appointed for compulsory division

of profits between employer and employed.

German cutlery firms have been sending their repre-

sentatives to America with samples to push their sales.

These agents take a room at a large hotel and display

their goods therein. The samples are well made and num-

erous sales are reported'.

The French metal trades are said to be in a bad con-

dition. This being due to the price of steel which is

imported from Britain, the exchange rate, and the lack

of coal.

Mr. W. F. Field, H.M. Trade Commissioner at To-

ronto, has arrived in this country and is inviting firms to

communicate with hiim' if desirous of extending their

Canadian business.

Broken Hill Mines strike has at last been settled. The

stoppage has lasted over two years.

South Australia in 1919 produced $800,000 worth of

opals. The Stuart Range in particular has yielded' ex-

cellent results.

The British allied trades desire to communicate to the

trade of Canada their sincere wishes for a happy Yuktide

and a bright, prosperous New Year.

"We cannot understiand," says the W.J.S.&O., "why the

English are so rdluctant to take aidvantage of proved im-

provements. While we see a few English watches with

club tooth escapements, the majority are fitted with ratchet

tooth wheals, and we cannot help thinking that it is through

our phlegmaticness we are rapidly losing our trade in the

watch world."
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The Right Kind of Taxes

Expert Points Out how Turnover Tax on all Business Would Raise Fairly Constant Sum
and Bear Lightly on Ultimate Consumer

A .MONOGRAPH on the Sales Tax written by Dr.

Thomas S. Adams of Yale University, former

Chairman of the Advisory Tax Board of the Unit-

ed States Government, has been issued by the Business

Men's National Tax Committee of which Mr. Meyer D.

Rothschild, 6 West 48th St., New York, is Chairman. Dr.

Adams has ably .set forth all the arguments against such

a tax as well as all favorable arguments and Mr. Roths-

child has accompanied them with comments upon the point

raised. While applied to conditions across the line the

monograph is a very valuable contribution to taxation lit-

erature at the present time and should be r*ad carefully

by all who are interested in the subject. The following

summary is in explanation of the tax plan favored by the

Committee

:

The increased cost of living and the decreased purchas-

ing power of the dollar make it imperative that people

with small incomes, including .wage-earners, professional

men, farmers, and others, should obtain relief from the

present excessive income taxes.

The proposed tax on gross sales or turn-over, taking

1 per cent, as an illustration, will bear less heavily on the

consumer than the pyramided excess profits and other busi-

ness taxes under the present system. It has been estimat-

ed by the Department of Justice that the price of com-
modities has been increased to the extent of 23.2 per cent,

because of the excess profits and other taxes now levied on

business.

Persons of small income normally spend from 90 pc
cent, to 100 per cent, of it for living expenses, including

rent. Under the present -plant, as mentioned above, ful'ly

23.2 per cent, of current prices is paid by persons of small

income as an indirect tax. Under our proposed plan this

indirect tax on purchases will be a great deal less than it ,

is under the present system. It is because of this payment

of indirect taxes on all purchases that we advocate an in-

crease in the ])resent "specific exemptions." We believe

that for married persons or heads of families, the tax

should begin on incomes of $4,000 or $5,000, instead of

$2,000 ; and for single persons at $2,000 or $2,500, instead

of $1,000, retaining, and perhaps incerasing, the present

exemptions for children and other dependents.

The present personal income tax, while bearing

heavily on small incomes, often permits the very large in-

comes to entirely escape taxation, because of investment

in non-taxable bonds. The rate of tax on incomes, there-

fore, should not exceed the point at which the tax-payer

can make a profit on his investment in taxable securities.

Any rate of tax beyond that point will case investors to

dispose of taxable securities and replace them with non-

taxable ones, thus depriving the Government of revenue

and creating a class of non-tax-payers, to the extent that

people of great wealth invest their incomes in such tax-

free securities.

In addition to depriving the Government of revenue,

this practice of investing huge sums of money in tax-free

securities withdraws large amounts of investment capital

from taxable stocks and bonds and, if continued, will seri-

ously cripple many industries, including railroads and

public service corporations. The income tax should there-

fore be graduated only to the point where it shall continue

to be productive.

After determining the amount of revenue which can

be collected from such a graduated income tax, the ad-

ditional amount to be raised from taxation should be ob-

tained from a gross sales, or turn-over, tax on sales of

every kind of goods, wares and merchandise, embracing

raw materials, manufactured products, mines, oil wells,

and including transactions in real property. In addition,

a like tax should be levied on the gross receipts of theatres,

motion picture houses, billiard rooms, public games and

entertainments, clubs, public service corporations (furn-

ishing gas, electricity, water, power, transportation), on

all leases or privileges for which compensation is paid, and

o ncommissions of every kind.

These gross sales, or turn-over, taxes can be computed

monthly or quarterly, and paid to the Government during

the succeeding month or quarter, as the law may provide.

As the Government will be able to raise a sum sufficient

for the economical conduct of its affairs through these two

sources of taxation, there should be no other Federal tax

on business.

The advantages of the tentative tax plan outlined are

obvious. Every business man will know what his tax will

be and can make provision accordingly. With the re-

moval of the present uncertainty, due to the Government's

share in the profits, unusual and excessive prices will soon

.shrink to normal under the stress of competition and ef-

forts to increase the volume of business. The tax will be

so diffused, however, as to be hardly felt by the ultimate

consumer, upon whom all business taxes ultimately fall,

no matter in what guise they are levied.

There is no single factor which will so quickly assist

in getting back to normal conditions and economical man-

agement as the power and privilege to conduct internal

affairs without Government interference. There is no

reason why business conducted in a lawful manner should

not operate along the well establi-shed lines of conservative

management, permitting every merchant to so regulate the

inventory values of his merchandise, machinery and fix-

tures as to provide in days of prosperity against the hard

times which periodically recur.

Under the tax plan now in force the Government places

a limit upon the amount which a merchant may write off

for depreciation and obsolescence of goods, fixtures and

machinery, regardless of the needs of his business. Under
the plan proposed, the merchant may write off for depre-

ciation or obsolescence any sum which the exigencies of

his business may demand, because the tax will be collect-

ed solely on his turn-over, or gross sales, and the Govern-

ment will therefore have no concern in his profits or his

losses.

By continuing to levy a tax on the profits of business,

the Government will find itself face to face with a serious

[)roblem of diminished income whenever business is tem-

porarily stagnant. On the other hand, taxation based on

sales or turn-over is a tax on business operation, which

will be fairly constant in good times and bad. As we have

said before, every man in business will know what his tax

will be. and can make provision accordingly ; and, the tax

will be so diffused as to be hardly felt by the ultimate con-

sumer.
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The Wrong Kind of Taxes

WHEN the Ontario Provincial Board oi llie Retail

Merchants' Association of Canada convened in

Toronto recently for its nineteenth annual con-

\tntion, it was quite natural that the Luxury Tax legisla-

tion should be given the place of prominence on the

as^enda. How absolutely opposed were the members of the

association to legislation which they repeatedly character-

ized as '"blundering'' and ''clumsy" (and, in private, with

other adjectives) was made evident by the fact that dis-

cussion of this legislation and suggestions as to its better-

ment, occupied the time of the delegates to the almost utter

exclusion of other matters.

The alternative they evolved in place of the existing

nethod, however, will hardly recommend itself to jewelers,

since jewelers have already had experience of it—an ex-

perience which was far from pleasant, and against a repe-

tition of which they will be most implacably opposed. The
very heat in which the Retail Merchants' Association took

up the question of taxation precluded a practicable solution

of the- problem. At the close of a two day's session, u

somewhat '"lurid" and decidedly indignant discussion was
brought to a close by the formulating and passing of the

following resolution

:

"That it is the opinion of this convention that the Lux-
ury Tax is an absolutely unfair system of taxation, and
that we ask to have the same removed, and that we heartily

endorse the recommendation of the Dominion Board as

follows: 'We- recommend that instead of placing the collec-

tion of the Luxury Tax on the retail trade, that it be col-

lected at the source of sup-ly. namely, from the manu-
facturer and the importer, and in this way it would be ab-

sorbed in the same manner as all systems of taxation are

absorbed.'
"

While agreeing with all the Retail Merchants' Associa-
tion has to say concerning the unfairness, cost, wasteful-
ness, and harmfulness to business of the present system,

the objection which will at once occur to jewelers concern-
ing the system proposed in the above resolution is that it

has already been tried with unpleasant results in the jew-
elry trade.

Every jeweler recalls—painfully—the ten per cent.

Luxury Tax which, from 1918 until May of this year, waj
levied on jewelry a: the source. This was bad enough
while the tax was on, but the worst effects became apparent
only when the tax was taken off, as every extraordinary
tax for a particular object must be taken off sooner or
liter. It w-as 'then that the jeweler found himself loaded
up with tax-paid stock, which he must sell off in competi-
tion with new stock on which no tax had been raid, and on
which he must also collect a further increase to cover the
lax of ten per cent, on his turnover.

In order that the total sum required may be raised, the
(government, should it adopt the suggestion of the Retail

-Merchants' Association, would be forced to levy a fairly

substantial tax on manufactured goods. This would natur-
ally be pyramided by the profits taken by the wholesaler and
the retailer, since it becomes a part of the cost of the goods
at the source. Then, since it is unthinkable that this tax
would remain on forever, a time would come when the

same thing that the retail jewelry trade suffered* would be
experienced in all business, namely, that the tax would be
removed, or a substitute adopted, and merchants would be

left loaded up with tax-paid goods which they must sell

iii competition with new goods on which no tax is paid.

The alternative to this proposal is the system advocated
In the jewelry trade when, in convention at Montreal in

February of this year, the jewelers of Canada called upon

the Governmet to adopt a straight sales tax, levied on turn-

over, applicable to every business of any sort. Since every

business transaction would thus participate, the rate could

be a very low one and yet raise an impressive total of

revenue. One-half of one per cent., for instance, while a

negligible fraction when added to the price of any com-

modity, would raise a tremendous sum when collected from

every business transaction taking place in the Dominion

in the course of a year. "Every business' transaction," of

course, would be literally that. It would include transfers

of real estate, advertising and professional fees, commis-

sions received by commission firms, stock market transac-

tions—everything, in fact, in which money changes hands

foi an article, a franchise, service, or a consideration of

any sort. The one exception would be salaries.

Of course this system would still be open to some ob-

jection in the fact that the percentage levied on manufac-

turer's and wholesaler's turnover would be absorbed and

pyramided, and passed on to the retailer, so that the latter

would have stocks of tax-paid goods whenever the tax is

removed. • The percentage of tax would be so small under

this system, however (since it would be collected from

such a vast total of business), that this disadvantage would

be practically negligible. Certainly it would not coippare

with the disadvantage of having goods left on the retailer's

hands on which a tax of ten per cent, or thereabouts had

been paid, as would be possible under the plan advocated

by the Retail Merchants' Association.

In their criticisms of the present luxury taxation the

s])eakers had justice on their side in labelling it "'clumsy,"

•blundering," "costly,'' and the like. For it must be re-

membered that the other trades are in a far less enviable

position, generally, than the jewelry trade; having to make

out sales slips showing the separate entry for tax, and

recently having to attach stamps to the article sold, and

toeing required to collect taxes of from ten to twenty per

cent., without the jeweler's privilege of absorbing them.

Thanks to the C.N.J. A., no such business-killing, irritating

in;positions lie upon the jewelry trade.

Although this question of taxation occupied the greater

portion of the convention's time, many other resolutions

were adopted, including: That endeavor be made by the

association to prevent false advertising of goods; that

protest should be made against the practice of certain

manfacturers selling directly to persons who should be

customers of the retail trade; that the convention should

take action to carry on the work of community develop-

ment so as to induce the public to spend their money in

their own home town ; that any daylight saving act which

might be made should be made Dominion-wide and should

be effective from April 1 to September 15 of each year

(opinion was very diversified on this question) ;
that ef-

forts be made to prevent the paternal legislation which

would take away from jewelers the right to sell marriage

licenses; and that the attempt to make the operation of the

Workmen's Compensation Act applicable to retail mer-

cliants be strongly opposed.

Arrangements have been made to place three hands

upon all the French railway clocks, that is to say the

ctock-hands showing the ordinarj- hour will remain, but

a third will be added, colored red ':o indicate summer

t i.me.
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All We Like Sheep
15

An Open Letter to the Trade, from the Editor

There are so many absurdities about our so-called

"civilization" that it is difficult to say which is the most

absurd—whether our sheep-like alacrity in

Human rushing blindly with the mob from one ex-

Frailties treme to the other ; our periodic waves of

gullibility when we believe anyone who tells

us what we want to hear ; our reactionary waves of sus-

picion when we don't know what to believe; our stupid

and continual disregard of past experiences which would

show us that certain consequences are inevitable as the

result of certain actions; or our ridiculous and illogical

habit of endeavoring in a crisis to ihink as individuals

while acting as a mob.

What follows is not to be understood as applying spe-

cifically to the jewelry trade. That trade and its customers

have been offenders to a less extent than most others. But

what I have to say concerns the jewelry trade in that it

cannot help but be affected sooner or later by anything

which tends to affect either beneficially or adversely trade

conditions in general.

An unhealthy situation is developing which finds roots

in the war, but is more immediately traceable to conditions

following the war. Last year witnessed a seemingly in-

satiable demand for commodities. This year saw that

domand satisfied with disquieting ease. Next year—what?

''All we like sheep" last year dashed madly after the

things we wanted—not only those things we wanted at

once, but those we might need in the future. Why ? Be-

cause "people" said prices were going up. They did go

up. The manner in which we scrambled for goods made
it impossible that they should go anywhere else than "up."

"All we like sheep" this year hesitated as to whether

or not we should buy. Why? Because some folks said

that prices would be still higher, and some said that they

r.iust come down. Most of us compromised. We bought

some things that we wanted. We bought some things

that we thought that we might want. We went without a

great many other things whose prices we expected to drop.

Isn't it about time we quit being sheep and began to

act together, soberly, sanely, to prevent further of these

uneconomic sweeps from extreme to extreme which are

so unnecessary and so costly ?

For the better part of a year people have been hearin-^

that prices v\ere going to come down. For the past few
months prices have been coming down in

Banlter.s some things

—

on existing stocks. The
To Blame banker was responsible in the first instance.

It was he who began the campaign to let

the "water" out of high prices. The daily newspapers

chimed in in gleeful chorus. So did a few thoughtless

retailers. The intention was good, and people welcomed

the news with open arms. They chortled when the\

learned that wool and leather and grain were falling. It

didn't seem to occur to them then that lower prices might

not prove an unmixed blessing. They said—let us be fair,

itT said: "We wont buy now; we'll wait until retail prices

are down." We all said it together, and we all waited to-

gether. True, as this Christmas season approached, we
loosened up our purse strings a little, but was it not with

the mental reservation that we wouldn't buy a darn' thinq

more than we had to <'Uid that after this splash was over

v/e'd wait until prices were ricjlit before we bought an-

other nickel's worth?

And what will happen if we are all so foolish as to

stand by that determination? Well, simply that before

long we won't have another nickel to buy anything with,

whether the price is right or not.

The clothing trades are the most outstanding instance

01 what will happen throughout the business world if we

foolishly persist in waiting for lower prices. Already fac-

tories are closing down. Others are sacrificing enormous

stocks at less than their cost of manufacture. If there

ever was or will be a time to buy clothing, the time is now.

l'*or remember, the only prices that can be forced down by

a campaign of "hunger-striking'' are the prices of cxist-

iu(j stocks. When they have been sacrificed, what then?

.Are the manufacturers going to continue to make goods

and sell them at less than cost of manufacture? Very

much on the contrary. Many clothing manufacturers

are doing only enough work to hold their existing organ-

izations together, waiting for the turn of the tide. Other;,

have clo.sed down altogether. Then, when existing stocks

have been used up, what will happen ? Obviously the same

thing that happened during the war when stocks fell be-

low normal—prices will go up again.

\ou ask what all this has to do with the jewelry trade?

Il has this to do with it: that the experience of the cloth-

ing trade is an object lesson to all trades.

.\n Ohje<-t It is an object lesson again.st extremes. In

Lirssoii nothing were prices more unduly enhanced

during the period of demand than in cloth-

ing. The trade encouraged people to buy and buy, preach-

ing eternally that prices were going to go up. Then the

turn came. Large retailers became panicky and publicly

predicted price reductions. They filled the papers witli

cut-price-sale advertisements. Thus they practically urged

]!eople not to buy—and people complied. Some of the

people who complied later found themselves out of work

us a result. Others wondered why their business seemed

to be falling off.

That sort of thing is bound to affect all business it

c(jntinued long enough. We are all inter-dependent upon

one another.

Extremes will get us nowhere but to ruin. The ex-

treme of inflation was bad enough; but commercial his-

tory shows that the other extreme—that of deflation—has

always been infinitely worse.

Business, generally speaking, is good now. It will be

good for another month. We have that month in which

to get busy—the busier the better—and pound it home
in the minds of the public that if they want to prosper

during the coming year they must, every last man of

them, start out with the determination to buy what they

want when they want it. Prices are down. There is

no need of looking for them to go any lower, because

if we do, then none of us will have the money to take

advantage of them. On the other hand, if everybody buys

what he wants, there will be work for everybody. And if

everybody keeps on buying what he wants, there will con-

tinue to be work for everybody.

The water is already out of high prices. More than

water has been let out of them. We cannot continue to

manufacture goods at the prices at which many commod-
ities are now selling.

This is not intended to advocate another buying orgie

of the '•'^rt seen lart year. We have had enough of that

so t of t'ling— far too much of it. But we have also had
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too much of hunger-striking. What we need, what the

nation and the whole world needs, is normality.

Normality of demand will bring normality and conse-

quent economy of manufacture ; and prices, wages and the

rest will in time rearrange themselves on a basis of nor-

mality. But nothing can be normal, or ever will, while we,

the sheep, are rushing madly between the two extremes

of commercial gluttony and business starvation.

One man acting normally, talking normality, will en-

courage another to do the same. It requires only a little

leaven of common sense to leaven the whole nation. You
jewelers are business men of mark in your communities.

You have influence if you care to use it. Your opinion

will be accepted and acted on by many of your friends

and acquaintances. Their action in turn will influence

that of others.

But you must make up your minds as individuals, and
must act as individuals. There is no use waiting for the

crowd, for if you do you will find the crowd waiting, too.

It only a few of you take the trouble to act on this sug-

gestion, some good will be accomplished. If all of you
decide to act upon it, an unguessed amount of good will

result.

There is not the slightest reason why 1921 should be

anything but an unusually prosperous year for Canada.
The nation is capable of producing goods not only to the

total value of the goods it consumes, but with a nice little

balance over for export, to pay the debts of pre-war years,

li you and I maintain a demand for the other fellow's

goods, we make it possible for him to maintain a demand
for our goods; and there is no reason for thinking that

under the circumstances he will refuse to do so. But if

we fail to maintain a demand for his goods, how can he
do otherwise than fail to demand ours? We must decide
and act as individuals, and no one can guarantee what the

other fellow will do. But it is just as easy to decide and
act along the lines which make prosperity possible as along
the lines which make it impossible.

Let us all, then, first wipe out of our minds all that the

newspapers have been telling us about lower prices that

are still to come. That was all right while
Balloon things were inflated. But the gas has been
is Down let out of the bag. The balloon is down.

The prices the newspapers are still talking
about, parrot-like, are not low prices—they are the high
tot prices we could possibly pay for anything. They are
the price of artificial deflation, which is only to be bought
at the cost of business stagnation, higher per-unit costs
of production, unemployment, starvation, a set-back of
about five years of national growth, the loss of millions
through unproductive capital, insolvency for many busi-
ness firms, both large and small—panic!

—
''hard times!"

Does that sound like a "low" price?

We need not pay that price. We can avoid it by re-
fusing to consider it, by buying what we need, and en-

couraging others to buy what they need, by explaining the

truth about the present price situation, which has made
the present a better time to buy than is likely to be known
again for years.

We are a strange race, we humans. We rush to buy in

a rising market. We withold our buying in a falling or

fallen market, and will not buy until it begins to rise

again—until it has risen sufficiently to show that it is in

earnest. Many people scrambled for goods a year ago

which they could buy now at a much lower price. Many
people^ are refusing to buy goods at their present prices,

and will probably pay much more for them, a year or so

from now.

All this, of course, is painting the case in its extreme

colors. Whatever happens, it is entirely probable that

people will continue to live, somehow. But

No Panic there is a brighter prospect than that, fortun-

This Time ately. Panics have come before. They have

been seen coming, and no one has moved to

avert them. Now, however, the case is different. The
possibility of a panic again confronts us—but will it even-

tuate? I think not. People have seen the signs, and al-

ready action is being taken to avoid trouble. People

—

that nebulous individual, "the consumer," who is yourself

and myself and the other fellow—are beginning to realize

that if we all hunger-strike and keep on hunger-striking

we are going to rue it. And in consequence, a little fright-

ened at the prospect, we have begun to buy again. I'hat

will help things. If we keep it up, that will mend things.

It is a matter for intense gratification that the jewelry

trade has been in such splendid shape as the last few
months have shown it to be. But let us not rest on our

satisfaction. You may not consider it of great import-

ance to you whether or not the other merchants of your
community are doing or are likely to continue to do good
business. But it is. It is of very great importance. No
business can exist independent of all others. The people

who make leather products and metal products and woo!
and cotton products and food products, and the people who
transport and market them—they are your customers. ,And
if you refuse to buy their goods and they refuse to buy
one another's goods, then be sure that they will not long
continue to buy your goods. But if you buy of them and
they buy of one another, then they will also buy of you.

Frankly, this is propaganda. It is propaganda which I

am asking you to pass on to all with whom you come in

contact, by your actions as well as by your expressions of

opinion, and by your advertising—for your own good a;

well as for the other fellow's. If you do this, then there

can be little question of the resultant improvement of

conditions and a realization of that prosperity which I

wish you all, both for this Christmas season and for the

New Year.

Yours faithfully.
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Germans Gaining Trade "

"One impression I had not expected during my recent

visit to England was the number of German business men
I met in London, looking for business, and apparently

doing it," said Mr. Wim. M. Birks, who returned recently

from a business trip to England. "While I was in London
1 met a number of German business men whom I had
known both in England and on the continent before the

war. It came as a surprise to me to see so many of them
in London. They were there evidently anxious to resume
business relations, and so far as possible, forget the past.

"More than that I was surprised at the attitude of the

average English business men toward their recent enemies.

Their attitude evidently was that they would fight them
as hard as they could while they were fighting, and then

have it over. So far as business matters were concerned,

these German business men were being received on a

business basis, although I do not think they were beiufr

received much socially, as they were before the war. I

met one big Genman business man whom I had known a

long tinfe and who had written me very bitterly at the

beginning of the war, convinced that Germany was right

and we were all wrong. But he was in London, appar-

ently pleased with his reception, and evidentl}' doing busi-

ness, while the other Germans I saw in London seemed

to be anxious to re-establish business and friendly rela-

tions,' and pleased with the success they were meeting."

Mr. Birks said that he had been struck by the quantity

of German goods he saw in London shops. "I saw a lot

of these goods," he said, "l)ut I did not buy any oi them.

The English attitude toward the Germans seems to differ

from ours in Canada. When it comes to business, if the

prices are about the same the Englishman will buy English

goods, but if there is a marked difference he will buy the

German stuff, and the Germans are making every effort

to get back into the British niarket.

"Another very notable feature that struck me in my
discussion with many leading London business men," said

Mr. Birks, "was the general hope they expressed that Mr.

Lloyd George would not yield too quickly to the demands
of the coal miners. The feeling was generally expressed

that if the Government had to fight the miners and other

labor elements the\' had better fight it novw and fight it

to a finish."

As to business conditions in England, Mr, Birks said

that Great Britain was by no means comfortable yet. He
found prices of everything abnormally high, and a feeling

on all sides that the country was going to face a very hard

winter, with an unusual amount of unemployment.

"I met many large employers of labor," said Mr.

Birks, "who told me they feared that during the winter

they would have to turn off a great many of their employ-

ees for lack of business. They said they did not want to

do this, but if present low production, with short hours

and high wages, with high costs of production and every-

thing else continued, it would be very difficult for Eng-
land to retain her foreign trade—in fact the feeling

seemed rather general that unless matters improved Great

Britain would lose a great deal of her trade, which would

be a disaster to all concerned.

"I sui)pose England 'will muddle through, as usual,"

said Mr. I'irks.

A iparty of thirty-itwo students of the Department ot

Glass Technology, Sheffield 'Universfitiy, has been touring

the United States and Canada, .studying glass-making

and conditions here.

Canadian Jewelry Imports
Five Months

Month of Aug. Ending August
1919. 1920. 1919. 1920.

( 'looks
United Kingdom 697 2,189 4.412 4,239
United States 77,402 54,229 270,236 343,912
France 1,087 1,413
.lapan 204 408 70.S 4,295
Other contries 2,041 60 6,586

Totals 78,303 58,867 276,500 360,445

Clock and watch keys,
movements and cases

—

United Kingdom 23 923 166 2 201
United States 2,983 12,608 14,796 80,545
.Japan
Other contries 345 5 373

Totals 3,006 13,876 14,967 83,119

Vatrhe.'J

—

United Kingdom 463 198 1.363 1.673

i:nited States 1.626 5,950 5,283 12,048
Switzerland 6.604 12,125 18,517 68,190
Other countries 130 926 2, .508

Totals 8.693 18,403 26,089 84.419

Watch actions and move-
ments and parts there-
of-

United Kingdom ,.. 882 586 4,149 5,377
United States 82.055 84,696 399,966 373 647
KrHn<e 356 9,267 356 21,586
Switzerland 51,745 109,053 286.874 593,5.56

Other countries . 139 139

TotaLs 135,038 203,741 691,345 994,305

Watch cases and part.s
thereof

—

United Kingdom 173 760 1.063
ITnited States 18.777 18,890 76 017 85,246
Switzerland 3,366 11,153 27,288 56,099
other countries 237 6 240 1,582

Totals 22,38(1 30,222 104,305 143.990

Moulded and cut glass-

United Kingdom 1.012 11.254 5,248 20,689
United States 38.987 92 201 233.513 409,434
France 3,257 182 9,456
.Tapan 18 406 218
Other countries 401 4.900 1,373 9,604

Totals 4li.tiMi Ul.(;:iii 240,722 149. 401

lOlectro-plated ware and
gilt ware, n.o.p.

—

United Kingdom 3, 945 53,183 15.947 162.543

United States 15,693 23 234 Ol.fur. WA^?.
France 26 945 875 5,548

Other countries 7 29 122 204

Totals 19.671' 77.391 107,949 258.787

.Sterling or other silver-
ware, n.o.p.

—

United Kingdom 2,802 34,539 18.667 150 867
United States 8,253 4,580 28,297 42,849
France 382 932 2,606
Other countries 505 891

Totals 11,055 40,006 47.896 197,213
Silver bullion unmanu-

f.ictured

—

ITnited Kingdom 119 228
ITnited States 570 532 77,709 1,853,503 1,068,106

Total.s 570.532 77.828 1 ,853,503 1 ,068,334
.lewelrv. n.o.p.

—

United Kingdom 3,160 38,198 9,999 115,064
I'nited States 82.742 70.554 367,912 373,670
France 669 9.369 10 467 68.578
.Japan 1,304 2,215 6,365 16,720
Other countries 18 2,552 392 8,573

Totals 87,893 122,888 395,135 582,605

'>iHmonds. unset

—

United Kingdom 269,054 196 572 847,175 963,210
TTnited States 18.921 10,080 26,805 72,654
I',elgium 14,109 57,716
Fr;ince 23 7.191 434
Netherlands 114,404 60.524 303,707 221,822
Other countries 1,445 5 453

Totals 402.402 282,730 1,184.878 1.321,289

I'reclous stones and
pearls and imitations
thereof, strung or not,
hut not mounted or
set—

r-nited Kingdom 120,349 2.043 158,275 183,236
United States 14,378 19,.502 42,402 74 809
B.E.I.—India 27.39:<

Prance 5,663 22,786 35,923 113,741
Germany 1.296 8,029
Jtaly 353 2,794 1.577 7.390

.Japan 2,508 8,519 6,038 27 065
Switzerland 98 2.040

Other countries 682 2.132

Totals 143.251 56.424 272.904 418,442
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Marriage License Muddling

IT
is difficult to see just what public benefit would be

occasioned by removing the issuance of marriage

licenses from the jewelry trade and confining it solely

to municipal and governmental officials. It is generally

admitted' that the existing system of appointment of

issuers has been anything but satisfactory. Too frequently

political "pull" has figured in the appointments; some,

quite deserving, have been unable to obtain the privilege

:

others, also deserving, have been compelled to exercise

what "pull" they might have to obtain what should have

come to them as a matter of course ; still others, in no

wise deserving, have been able to get appointments

through "pull" alone. This state of affairs unquestionably

is open to remedy.

The present question, however, is whether the pro-

posed change would constitute any remedy, so far as the

public is concerned—and it is the public which should

receive primary consideration. The average man in

search of a marriage license knows that he is likely to be

able to obtain one at a jewelry store. He probably knows
also tihat they are obtainable from certain public officials,

but he does not usually know who these are or where they

are to be found. If the issuing of marriage licenses were
confined to public officials as one of their minor duties,

the principal effect would' be to inconvenience quite un-

necessarily that deserving individual, the young-man-
about-to-be-married.

If there is one thing more likely than another to be

of embarrassment to a man, it is going about asking

friend*—and strangers—where he can obtain a marriage

license. As things are now, he doesn't have to ask. He
does a round of the jewelry stores until he finds one with

a sign in the window proclaiming "Marriage Licenses

Issued Here." But if the issuance of these is to be rele-

gated to the obscure environs of some petty municipal or

government official, the blushing groom-to-be is liable to

do considerable blushing before he succeeds in obtaining

the desired permission to commit matrimony.

After all, he's the man who is paying for this work.

Surely his feelings deserve some consideration. As a

hasty opinion, we would be inclined to su-ggest that the

issuance of marriage licenses should be made the recog-

nized prerogative of all jewelers, since that trade is the

one which is now generally recognized in this connection.

There could then be no hard feelings concerning appoint-

ments, nor would there be any "button, button, who's got

the button" secrecy to embarrass the man who is paying

the score.

The matter is one with which the Ontario Jewelers'

Association might profitably deal, before it is too late.

It's Up to You

IX
conversation between an out-of-town jeweler and

a memher of the Trader staff recently the subject of

phonographs happened to crop up, and the jeweler

expressed curiosity as to the success of this line in a

jewelry store. Tihe Trader man cited some of the in-

stances of exceptional success which had been dealt with

at length in the Phonograph Department of this paper.

The jeweler was interested—and also surprised. He had

never read the articles in question.

It may be that The Trader is primarily to blame for

failing to play up with "splashy" headlines such striking

examples of success by jewelers in the phonograph game.

On the other hand, however, these articles have not been

hidden away. They have each occupied a page or more

of space, usually with illustrations. Our advice to jewel-

ers is that if they are in the slightest degree willing to do

more business and make more money, they should look

twice before passing up any article dealing with business

methods and success, no matter in what tlepartment of

The Trader it happens to appear.

How would it be, then, if you were to turn right noii'

to page 69 of this issue and judge for yourself whether

there is anything to interest you in Mr. Jeanneret's ex-

perience in turning phonographs into gold?

November Meetings of Executive

TWO meetings of the executive of the C.N.J.A. were

held last month at the first of which President

Ellis gave a resume of the western tour and spoke

enthusiasticaWy of the wonderful welcome tendered by the

trade. A long discussion took place over the proposal to

have exhibits by manufacturers in connection with the

convention in Winnipeg on Feb. 22, 23 and 24. A very

strong sentiment against such an innovation was expressed

by Mr. Julien Schwob of Montreal and concurred in by

practically the entire executive. It was accordingly de-

cided that a recommendation should go to the Manitoba

Association explaining the views of the executive. It was

pointed out that the presence of exhibits would tend to

detract from the interest taken in the convention proceed-

ings and that the proposal threatened to commercialize the

organization, a tendency that could not be too severely

checked.

A report was received on the publicity campaign and

a large amount of routine business disposed of.

The second mieeting was held at the National Club and

was attended by Messrs. M. C. Ellis. W. J. P.arr. Thos.
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Roden, W. G. Young, James Ryrie, Gordon McLaren, M.
T. Ellis, H. B. Kent, J."w. Millard and the secretary. The
topic under discussion was the presentation of a case for

the jewelry trade before the Tariff Commission. It was
decided that it would be unwise for the C.N.J.A. to offer

any representations on tariff matters as it was impossible

to secure the views of the general membership, and it was
felt that the National executive should not take a position

on matters that might he controversial.

The secretary read a memorandum he had prepared

on the lu.xury tax question which was highly approved.

Messrs. M. C. Ellis, James Ryrie and the secretary

were appointed a committee to arrange for the presenta-

tion of the case and also to act in conjunction with other

trades in making a joint appeal to the Govermment to re-

peal the luxury tax legislation.

It was later considered desirable that no steps should

be taken at the present time which might tend to create a

public discussion on the luxury tax as it affected the jew-

elry trade. It was felt that if the jewelers presented a

memorandum to Sir Henry Drayton and it was commented
upon at the present, the public mind would be influenced

in the direction of buying other goods as gifts and it was
accordingly arranged to have a deputation visit Ottawa
after Christmas and present an argument there, Sir Henry
having acquiesced in the proposal.

We Have Done It

SAYS a writer in System: "If I were a merchant, I

would get together with a dealer in a neighboring

town and agree to let him know my criticisms of his

store if, in return, he would give me suggestions as to

how I could better my own business."

It is gratifying to hear someone advocating the doing

of what one has already done—for that, in its broader

sense, is what the jewelers of Canada have done in form-

ing the Canadian National Jewelers' Association; only,

instead of the agreement being between two jewelers, as

many as are so minded may join in and participate in the

benefits. Even bringing it down to the narrower and
more particular application of the above idea, the C.N.J.A.

still offers peculiar advantages in its district meetings, and

provincial and national conventions, at which one meets

fellow-craftsmen from near and far and is given unusual

opportunities to become acquainted with someone who
would enter into some such personal agreement as that

advocated by the writer in System.

A "Nigger" in this Woodpile

FROM the famous Nobel laboratories at Hamburg
comes the information that German chemists have
solved the riddle of the diamond and are able to

produce stones synthetically at forty per cent, under the

value of the miined stones. It is stated that these are to

be put on the market at a price just sufficiently under that

taken by the syndicate to break the syndicate's monopoly.

All of which is intensely interesting—^but not exciting.

The first element of doubt is that none of these stones

have been shown to anyone outside the inner ring of the

Nobel plant. The second is that the announcement comes
(as did that from Paris recently announcing the pearl's

"loss of popularity") at a time when many wonderful and
costly gems are being thrown on the market—the projjerty

either of decea.sed Russian noblemen, or of impoverished

European aristocracy.

Gem speculators are not above any of the market-rig-

ging tricks common to the stock market fraternity. There

are magnificent pearls and diamonds to be purchased in

Europe just now: an assortiment that may not again be on

sale in the world at one time for many centuries to come.

The more doubt that is cast on their investment value, the

,

less competition there will be for their purchase, and the

lower the price for which they may be obtained. So rea-

sons the market-rigger, the speculator, who has money to

invest and wants to get the most value for it.

It may not be too fanciful to picture the speculator as

having a finger in this unconfirmed Tueton tale of arti-

ficial diamonds. We will be quite willing to believe in

these diamonds—when we see them.

A Brain-Wave from Brussels

PROFESSOR CASSEL of Stockholm, in a memoran-
dum to the Brussels conference on finance, comes

to the highly entertaining conclusion that (a) it is

to the common interest of the world to prevent gold from

rising again in value, and that (b) a greater production

of gold is required from the mines of the world.

Since many mines are now closed because they cannot

operate at the present high cost of production and low

price of specie, it is difficult to see how Professor Cassd
proposes to bring about an increased production with the

price of gold still anchored to its pre-war value of $20.67

per fine ounce. In fact, the professor himself does not

quite see how it is to be done.

One must conclude that the only method approved by

experts of the professor's type is that approved by bank-

ers, who have been everlastingly crying for '"deflation"

;

preferring, apparently, to wreck business by dragging

prices and wages down to pre-war levels, rather than

adopt the simple expedient of either raising the price of

gold arbitrarily to a point comparable with commodity
prices, or of freeing the markets and letting gold find its

natural level.

The attainment of so simple an end in so hideously

grotesque a manner is strangely reminiscent of a Heath
Robinson drawing.

No Stamps Needed

IT
was surprising to us to find how many men there

were in the jewelry business who did not know
whether or not they would have to buy excise stamps

and affix them to their sales slips after November 1st,

After all the publicity that had been given the matter of

h'xury tax, we had thought that every jeweler was seized

of the fact that the trade had escaped the necessity of

-issuing sales slips, and by paying a turnover tax, had
obviated any chance of being required to use stamps.

But there were many enquiries last month and a number
of telegrams, and the uninformed dealers were not re-

stricted to the retail trade either. Much of the misunder-

standing was caused by Internal Revenue officers not suffi-

ciently acquainted with the law they were expected to

administer, and it has rather been a compliment tO' the

jewelry trade that in several districts, the Internal Reve-

nue official has got into the habit of calling on the secre-

tary of the local jewelers' association to find out what the

law really is.

But the stamp nuisance was avoided, and perhaps those

who accused the National Association of falling down in

connection with the exemptions on cheap clocks, etc., will

admit that the jewelry trade was saved from at least one

petty annoyance.
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The Publicity Campaign

FUNDS to the amount of $6,773 have been subscribed

to the publicity campaign of the jewelry trade to

date, the returns by provinces being as follows

:

Ontario, $3,925; Quebec, $1,227; Manitoba, $780; Nova
Scotia, $220; Saskatchewan, $220; Alberta, $160; British

Columbia, $126; New Brunswick, $105; Prince Edward
Island, $10.

The report last month was $5,372, showing receipts of

$1,351 during November. There still remains a large pro-

portion of the objective to be realized, but returns are

still to come in from several centers where a subscription

list is being promoted by district or provincial organiza-

tions. By the end of the year it is expected that the en-

tire amount will have been subscribed and the campaign

will be continued for the balance of the year. At the

Winnipeg convention in February the time will be oppor-

tune for discussing the whole question, and determining

a course of action for the future.

There has been a steady demand throughout the month
for the advertising material sihown in the "Jeweler's Re-

cord," and business should certainly be stimulated in sec-

tions where the advertising question has been taken up in

earnest. Over 500 "Gifts That Last" signs have been dis-

tributed, along with a large quantity of stickers, window
slides and transfer signs so that the slogan should be well

brought to the attention of the public.

The subscriptions by provinces follow

:

ONTARIO.
Already acknowledged . : $3,370.00

Roden Bros., Toronto .
.' 150.00

Kinnion & D'Esterre, Kingston 50.00

Electric Chain Co., Toronto , 50.00

Smith Bros, Kingston ' 25.00

G. G. Nettleton, Ottawa 15.00

Alex. Gibson, Peterboro 15.00

Elliott-Bishop Co., Toronto 15.00

R. Patterson, Kincardine 15.00

W. Cowdrill, Toronto 15.00

J. Pequegnat & Son, Stratford 15.00

Nerval F. Bobb, Stratford 15.00

Jno Welsh & Son, Stratford 15.00

F. B. Steacy, Brockville 10.00

Wm. Coates & Son, Brockville 10.00

T. 'Blackburn, Belleville 10.00

J. R. McCurdy, Belleville 10.00

Bread'ner Mfg. Co., Ottawa 10.00

Wm. Andrews, St. Mary's 10.00

Merker & Co., Toronto 10.00

F. J. White, Walkerville 10.00

W. A. Johnstone, Listowel 10.00

J. G. Collinson, Dundas 10.00

C. Kilpatrick, Toronto 10.00

J. A. Borbridge, Belleville 5.00

\\ . McCandless, Kingston 5.00

C. J. Larkworthy, Mitchell 5.00

R. j. Bastien, Ottawa 5.00

Rowan Co., Ottawa 5.00

T. J. Seaton, Ottawa 5.00

J. Mullen, Toronto 5.00

Toronto Trophv Craft Co., Toronto 5.00

J. E. Garrett, Stratford 5.00

Friedman & iHurwitz, Toronto 3.00

J. Ward, Toronto 2.00"

Total .$3,925.00

QUEBEC.
Already acknowledged $502.00

Smith Patterson Co., Montreal 150.00

Waltham Watch Co., Montreal 150.00

A. Wittnauer Co., Montreal 150.00

Mappin & Webb { Canada) Ltd 100.00

G. Seifert & Sons, Quebec 50.00

R. Hemsley, Montreal 25.00
Wm. Bramley, Montreal 25.00
F. H. Scott, Montreal 25.00
T. A. Grothe, Montreal 15.00

Roughton & Skelton, Montreal 15.00

J. D. Camirand & Co., Montreal 10.00

Total $1,227.00

MANITOBA.
Already acknowledged $770.00
McKinney & Co., Winnipeg 10.00

Total $780.00

SASKATCHEWAN.
Already acknowledged $195.00
Crichton's, Liimited, Moose Jaw 25.00

Total . . . : $220.00

NOVA SCOTIA.
Already acknowledged $185.00
A. M. Ross, N. Sydney 25.00
F. C. Bezanson, Sydney 10.00

Total $22OjQ0

ALBERTA.
Already acknowledged $140.00
Castor Jewelry Store, Castor 10.00

Peter Borud, Camrose : 10.00

Total $160.00

BRITISH COLUMBIA.
Already acknowledged $115.00
W. M. Parker & Co., Kelowna 5.00

Chas. Sims, Courtenay 5.00

Jas. Clarke, Hadley 1.00

Total $126.00

NEW BRUNSWICK.
Already acknowledged $90.00

Shute & Co., Fredericton 10.00

flavor Bros., Fredericton 5.00

Total $105.00

PRINCE EDWARD ISLAND.
Already acknowledged $10.00

tcin^ THAT LACT^

No Sales Tax on Repairs

IX several of the Inland Revenue districts of the coun-

try. Government officials have been notifying jewelers

that a 2 per cent, sales tax is payable on the output

of watch and jewelry repair departments. Reports to this

effect have been received from London, Sherbrooke and

other places although no instructions had been received

at the Toronto office. The matter was at once taken up

by the C.N.J.A. with the Deputy Minister and the follow-

ing ruling has been received:

"Bona-fide retailers who make repairs in their repair

departments will not be subject to sales tax on repairs

made by them.

"Sales tax of 2 per cent, will be applicable at the time

such firms purchase raw material from the manufacturer

and 1 per cent, when purchased from the wholesalers.

No sales tax will apply either on the labor or materials

when used in repairs by .such bona-fide retailers."
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Playing the Game

A RECENT example of unfair business methods is

that in which the jewelers of a certain Ontario

town found themselves facing competition in the

shape of a merchant who sold taxable jewelers' wares

without collecting or making returns of taxes on them.

This man ought to be reported to the Department right

off the bat.

The jewelers of the town in question hesitated to re-

port him for the reason that it seemed like not "playing

the game" to tattle on a brother retailer.

My own opinion is that they need have no qualms of

conscience on that score. The merchant who would

descend' to business methods of the sort described has

ruled himself out of the "game" and deserves no sporting

consideration. He is a menace to his community since he

puts a handicap upon business integrity and encourages

dishonesty. Any decent, law-abiding member of the com-

munity need have no more hesitation in reporting his

practices than he would in assisting a policeman to arrest

a thief.

earth of cancelling! It simply means that the wholesaler

is compelled to hold the bag and get out of the difficulty

as best he may.
Or take the manufacturer who keeps his factory going

and turns out a heavy stock, relying upon a nice line of

orders his travelers have turned in. A slump comes and

the orders are cancelled. The manufacturer is simply up

against it and, unless he can get a good line of accommo-
dation, is forced to the wall.

There should be a strong stand taken against the can-

cellation evil and that right quickly.

At the .same time it might be pointed out that for sev-

eral years, retailers have been warned and advised to keep

their stocks as low as possible and their assets as liquid

as possible. Now soim'C of them find that they have more
goods than they can hope to dispose of. And others are

short of stock but holding back "their orders until they see

which way the cat will jump. My best bet is that a lot

of retailers are going to be caught short of goods this

month and that there will be a merry lot of last-minute

orders piling in to the factories.

T

The Cancellation Curse

CONDITIONS in business at the present time have

been responsible for the introduction into the Can-
adian trade of an evil that has been long recognized

in the United States, but is practically unknown in Europe.

I refer to the practice of cancelling orders. How any

business man can justify such a method of carrying on,

I am unable to see, and it would be well if the National

Association were to make a pronouncement upon the

subject before it becomes so widespread and common that

checking it becomes very difficult. If the retailer culti-

vates the habit of cancelling his orders or returning goods

whenever he feels so disposed, he will concurrently get

into the way of ordering goods without regard to whether

he will ever sell them or not. If he can return them with-

out question, what's the use of worrying whether he make
his order too large? experience.

But a moment's reflection will probably give him a

new angle on the situation. Supposing he place himself

in the position of the wholesaler who has ordered his

goods from abroad and hasn't a chance on God's green
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No Sign of a Scrap

HE undersigned has been endeavoring for several

months to pick a really man-sized "scrap." He
has tackled quite a number of questions in a more

or less belligerent manner, but all to no avail. He is

forced at length to conclude either that his contentions

meet with unanimous approval on the part of those who
are sufficiently thick-skinned to read this page without
suffering fatal injury; or that his physical proportions,

so artistically portrayed above, have struck terror into the

hearts of those from whom a battle might otherwise be
expected.

Of course there is a third alternative explanation-

—

which is that nobody, so far, has troubled'to read this page.

Horrible thought

!

However, "The Scrapper" is not always in a disagree-

able mood. The most abandoned "pug" that ever per-

formed in the squared circle has an occasional flash of
])eneficent feeling, and I, who am one of the least aban-
doned (and who am not really a "pug"), have them fre-

quently ! I am having one right now. It is a sincere wish
that every one of you, and especially those who follow
my vaporings from month to month, shall enjoy this

season the most gratifying holiday business and the
merriest of Christmas days; and that the New Year to

come shall be the brightest and most prosperous in all your

S.C^^^y9p€^
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Paris Still Leads the Way
Artists of the Rue de la Paix are Turning Out More Wonderful and More Exquisite

Jewels than Ever Before—A Wide Variety of Choice Offered

By Doris Hemming, Paris Correspondent of The Trader.

NEVER, since women were, have men made more
exquisite jewels for their adornment than have

the Parisian craftsmen of to-day. The jewels

tliat gleam with their soft splendor from the wonder-
windows of the rue de la Paix, are set with a taste and
re'finement that has never been knmvn before. For the

jewelers of Paris are artists in every sense of the word.

Their discrimination -is so sure that they are able to cull

the rare gems of art from a mass of overwrought

antiques, and with a master-touch of their own, adapt

them to the fashions of the time. Possibly the use of

detail was never more restrained, and therefore such de-

signs as are eventualy chosen must involve the discard

of dbzens which have been tried in the balances and found

wanting.

The demand for jewelry is much more recherche than

before the war ; and artists are obliged to seek their in-

spiration among the 'best that the Louvre contains, and
then refine their ideas in order to satisfy the capricious

taste of the modern woman. Where the average watch
purchased before the war was a thousand francs it is now
five or six thousand, and the better models run into such

small fortunes as fifty thousand francs and more. The
same applies to rings, pendants and bracelets, where my
lady insists upon a selection of fifty designs instead of

five, and demands that her purchase be not duplicated in

all Paris. Truly the imagination of the Parisian work-
man is over-taxed !

SIMPLICITY THE KEYNOTE

As one loiters down the rue de la Paix, irresistibly

attracted by the magnet that lurks in the heart of every

diamond, one is forcibly struck 'by the extreme simplicity

of all the window displays. The finest stones are set with

an invisible mounting, as if clasped tightly by a prong at

either side. The effort apparently has been to secure

large stones of great value, rather than to invest money
in elaborate setting.

With greater taste than she displays in her gowns,
the Parisienne avoids all hint of exaggeration in her

jewelry. Stones are accordingly mounted much lower

than in America, and depend upon the devices of the

craftsman to give them their full brilliance. One medium
sized diamond, for instance, was mounted on a circle of

spreading claws, which gave the impression of a diamond
twice the size when seen from a distance. Generally

speaking the height of the mounting corresponds to the

size of the stone, although occasionally one finds elaborate-

ly crusted platinum designs.

Diamonds are still the most worn of all the precious

stones, combined with pearls, sapphires, onyx, rubies and
emeralds. The fad for amethyst is on the wane and one
sees very few topazes or opals in the rue de la Paix. The
turquoise is used only for effects requiring great splashes

of color, and rarely for small settings such as rings and
brooches.

The mode has now reached the extreme point of sim-

plicity which demands rivers of gems above all else.

These unbroken bands of light are used to make every

feminine adornment in turn, now for bracelets and rings,

again for necklets and brooches, and even as the main

motif of a costly diadem. The same inspiration is even

found in the settings of rings, 'where a large flat stone

is surrounded by a fine line of brilliants, or a diamond
is encircled with sapphires or emeralds. Bracelets may
be supple and jointed or in a perfect circle, but in either

case the prevailing design is the river of stones run be-

tween narrow lines of platinum. Occasionally the stones

are varied, and diamonds contrast with sapphires, emer-

alds or rubies. Again they are varied as to size with the

most important stone in the centre and the others gradu-

ating away. Another device is to place large stones at

intervals, with little stones in between.

SOME BROOCH PINS

The favorite brooch design is undoubtedly the bar

pin, which is thinner and longer than ever. Next in

order comes the oblong which gives greater scope for

design. Here the lines of stones are apt to cross and re-

cross one another in geometric pattern, or break away
into lacy effects far removed from the severity of pre-

vaihng straight lines. Here we have a basket of fruit,

there a flower, mounted on fine bars of precious metal

or on a mesh that is cobweb fine, for marvellous are the

effects that are executed in thy name, O Platinum

!

Above all others, the ibow knot is preferred among
elaborate designs. Louis XV is sponsor for the daintiest

bow of all, but ribbons have been twisted in a thousand

fashions to give inspiration for the variations that one

finds in the Street of Jewels and Dress. Sapphires are

combined with diamonds as a rule in these popular bow-

knots, but the mode occasionally strays in favor of onyx,

emeralds or rubies.

Arrows, in their simplest form are on the wane, al-

though many beautiful examples still linger in the shops

to tell the tale, for by their very nature, jewelry fashions

are slow to change. iThe original inspiration has now
developed a hundred designs of feathers and arrows in-

tertwined, and always the point unscrews and is attached

separately after the pin has been placed. At Boucher-

on's where the rue de la Paix meets the Place Vendome,

a large corsage pin has been admired for several weeks.

The motif is two feathers with arrow heads, worked in

brilliants and sapphires, designed in two parts to be

screwed together.

SOME ATTRACTIVE PENDANTS

Boucheron also leads the way in tasselled pendants,

which he makes of pearls and slings on a black silk cord

half as heavy as an officer's whistle guard. The tassel is

headed with a jeweled crown from which fall short

strings of pearls in tossed profusion. Or again for even-

ing wear the tassel may be hung from a fine platinum

chain.

Pendants really serve as excuse for most of the ornate

designs that one finds in Paris to-day. The delicate sun-

bursts that might have been inspired by the rose windows
of Notre Dame are unfortunately giving place to ohna-

ments more purely drop-shaped. Often the design is mere-

ly the setting for a rarely beautiful stone, polished, cut,

or even engraved. And so one finds square diamonds cut

rather flat and simply; or round, like gouttes d'eau; or
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pear-shaped, and dangling from the finest Hnk of platinum.

Above, around and about the precious jewel the artist has

worked his lacy incrustations of brilliants and stones.

One of the anomalies of this Paris is that the exqui-

site taste is not only to be found behind the plate glass

windows of the rue de la Paix and the workshops that

are hidden behind the luxurious showrooms. Given the

key to the secret one may search and find astounding

jewelry in the remoter districts unknown to the elite, for

it is from the smaller manufacturers that the big houses

obtain their most wonderful wares.

TWO USES FOR Everything

Some of the rest jewels of Cartier, Arpels et Van
Cleef, Pollak Aine, and the rest, come originally from
small houses such as Pouchin, 76 rue de Cambronne down
in the fifteenth arrondissement. One of Pouchin's most

interesting new pendants is a lacy handkerchief corner,

folded in points, and worked with the utmost delicacy in

platinum and diamonds. Another marvel is a diadem
from which the centre spray may be removed at will and

worn as a brooch. His gonttcs d'eau are screwed to stems

of platinum when they hang from his snowy pendants, but

a simple turn and they are free, ready to be attached to

miladi's ear-rings or rings. This point should be specially

noted for the quality of the Parisian workmanship re-

quires the mobility of every piece. The more elaborate

pervdants are hinged at all the important points so that

they lie simply on the neck, not straight and stiff as do

so many American and Canadian pieces.

Another style that is claiming much attention just now
is the "collier drapcrie," a series of small floral or leaf

designs of incrusted platinum forming the front of the

collar which is attached at the back by a fine chain.

One of the Pouchin's most interesting novelties is the

fur clasp made to fasten the' costly neckpieces of ermine,

mink or sealskin with which Paris loves to adorn herself.

There are heart-shaped designs joined by a chain, or less

fragile motifs made by twisting rivers of brilliants into

bow-knots or semi-geometric designs.

Camieos are still in high favor, and many and delicate

are the mountings accorded these favorite shells. A
brooch is framed lightly with brilliants, or again a pastel-

colored cameo forms the ecntre of an ambitious diadem.

WATCHES WITH PAINTED FACES

Watches are the next preoccupation, and very inter-

esting they are, with their painted faces and delicate

mountings. In a certain sense, la mode is launched by

Georges Meyer of the Boulevard Sebastopol, who, like the

smaller manufacturer of brooches and bracelets, is the

power behind the rue de la Paix. The most striking novel-

ty of the Meyer collection is the montre pcndatitivc, which

brings us back to the days when watches were pinned to

the blouse before all the world determined to wreck their

movements on the turn of the wrist. Fashion repeats it-

self but never exactly, so the new watches are mounted on

bands of black corded ribbon akin to the wristlets that

are still so much in vogue. As a rule the ribbon band is

straight and fairly short, crossed by bars of brilliants and

attached with a Louis bow-knot or a simple geometric

motif. Again the watch may swing from a loop of rib-

bon folded in a V and fastened with two tiny pins to the

blouse. The ribbon may even be dispensed with in favor

of a platinum and brilliant motif from which the miniature

Watch hangs like a pendant.

The wrist watch still predominates, however, and here

the workers have lavished all the engenious contrivances

of their fertile minds. The watch face should be painted

after a Boucher or Watteau in the Louvre, and the sides

should be set with a line of brilliants. Ladies' watches

are very small and preferably square, oblong or oval than

round in shape. The oblong effect is often achieved by

finishing a square watch with bands of brilliants at the

sides to fasten them to the ribbon. Often an extra orna-

ment in the shape of a buckle of brilliants is added in the

middle of the ribbon.

MANY 'STONES IN USE

Set aside the fascination of diamonds, onyx and

precious stones and there still remain the attractions of

jade, coral, smoked amber, ivory, and crystal, which are

used to make a thousand trinkets and accessories. One
of the smart dressmakers combines eaii de nil and violet

in her latest evening gowns; and to please her, a jeweler

in the rue de la Paix has designed a clever necklet of jade

with bands of amethyst. A cross is made of crystal with

a floral design worked in platinum on the beams. Crystal

again makes a wonderful cigarette holder, bound with

fine bands of onyx between lines of brilliants. Match
boxes and cigarette cases are also made of ivory adorned

with clasps and hinges of brilliants or flowers worked in

colored stones.

Paris is not the largest jewelry centre of the world,

nor is it even a great market for precious stones. It is,

however, an unfailing source of inspiration for the world

of feminine adornment, in which the Paris jewelers hold

a place second to none. During the war the output of the

French jewelry industry fell away to a fraction of the

normal figure, but with the shadow of tragedy now slant-

ing behind therti, these ingenious craftsmen are rapidly

regaining the peak of perfection with which the world

accredited them before the war.

The Real Salesman
One who has a steady eye, a steady nerve, a steady

tongue, and steady habits.

One who understands men and who can make himself

understood by men.

One who turns up with a smile and still smiks if he is

turned down.

One who strives to out-think the buyer rather than to

out-talk him.

One who is silent when he has nothing to say and also

when the buyer has something to say.

One who takes a firm interest in his firm's interests.

One who keeps his word, his temper, and his friends.

One who wins respect by being respectable and' re-

spectful.

One who can be courteous in the face of discourtesy.

One who has self-confidence but does not show it.

—

The "Salt -Seller."

Perhaps you think that you have detected all the leaks

and waste in your business. But don't be too sure ! The
wise man uses all of his own brain power which he can
command, and buys all of the brain power of other people

which he can afford to pay for. Then, too, detecting and
stopping leaks is not so much a matter of having an eagle

eye and good judgment yourself, as it is of system kept

in active operation, and the habit of encouraging your
associates to think out ways and means whereby practical

time-saving methods may be put into actual operation.

Do you encourage such suggestions and weigh them care-

fully before adopting or turning them down?

An interesting discovery of nickel in South .Africa,

which may be of economic importance, is reported upon
in "The South .African Journal of Industries."
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Bracelets for Everyone
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B\ Estdie Arnold.

BRACEiLETS will not only be

worn this winter, 'but, I be-

lieve, will continue to be in-

creasingily popular. The fashion is

still in its infancy in this country,

tliough gradually creeping to the

fore. Paris and London are wear-

ing bracelets in every conceivable

manner : on the wrist, midway be-

tween wri.st and elbow, and on the

upper arm. There is the other ex-

treme—^the anklet or bangle worn at

the ankle, below the knee. I noted

in the early part of the year how
the jeweled ornament of the dancing

slipper was gradually creeping into

the form of an anklet, and it is so.

Therefore, the jeweler need not be

embarrassed with the request for

bracelets and bangles, to be worn in

a.\yf of these capacities.

\Mience do such fashions eman-

ate?

We look to the famous ateliers

for our gowns. Their artists take

as their models not only women who
are naturally beautiful, but those

who may be made so by their art.

So are creations brought to life, and

we no longer wonder why Madame
B, whom we have always regarded

as quite plain, has attained by her gown and its acces-

sories the reputation of a beauty. The doubter need but

turn 'to the stage to be convinced of the truth of this. So
we may truly say that the really popular fads and fancies

in the world of fashion are wrought by those artists whose
word is daw in the matter of costume and its accessories

as shown behind the footlights—especially in the musical

comedy, and more elaborate extravaganza, whose faulty

lyrics are compensated for in the gorgeousness of the

staging and costuming.

It is not an infrequent occurrence for an actress, in

her early efforts, to attract considerable notice by appear-

ance alone, and to succeed las anuch through taste in adorn-

ment as through beauty in face and form. Every article

of the toilette contributes to this effect, jewelry being as

essential as a n y
other componet part

of- the ensemble, and
more effective than

many of them, if

properly used.

That the arms
have been studied

carefuly and the

bracelets placed so

that every move-
ment brings them
into play and adds a

personal charm to

the wearer, is noted

.n the accompany-
ing portrait of

Eleanor Painter,

of carved

of a dark,

subsequent

Does the lady admire her bangles? Use-
less question. She is Eleanor Painter, prima
donna in the revival of "Florodora," which is

causing such a sensation in American
theatrical circles. The color scheme of her
battery of bangles will be found in the
accompanying article. Note also the comb
which graces her hair; also the fan.

Bangles priced at from $26 to $140, of gold and platinum, and gem-set.
The gems are placed at three points, visible from front, side, and rear. What
happens if the wearer permits the bangle to turn so that the gems face
principally inwards is a secret that each must solve for herself.

prima donna of the Florodora Com-
pany. The revival of this produc-

tion, contemporaneously with the re-

vival of the vogue for bracelets was
particularly apt, and each is doing

much to assist in the success of the

other, since bracelets form an es-

sential bit o'f '"local color" in Floro-

dora.

The original manner of wearing
tliese bracelets may best be conceiv-

ed by picturing in your mind's eye

the effect of a color scheme of jade

and coral, the latter in the daintiest

of its pink coloring, the former in a

soft, glowing green, as well as in

darker shades.

On the right arm the bracelet is

of coral, the clasp of which is a

mounting of platinum and dia-

monds ; the second is

Chinese' jade ; the third

rich green jade. On
.study it was found that the order of

dark green, pink, and pale green on

this arm was a better combination.

They are now so placed.

On the left arm the first in order

is a gold banglie bracelet failing

close to the hand ; second, the coral

band : third, the dark green, ajid

fourth, the Chinese jade oif pale green.

The general effect of these barcelets is so entirely

pleasing that it is needless to say there will be many im-

itators in these colored bands to accord with the gown, as

this little fad was quite perceptible in the audience.

In the grand ensemble—the finale—Miss Painter's

piece do rcsistencc is a diamond bracelet in keeping with

the elaborate gown of cloth of gold. It will therefore be

seen that the bracelets possessed by this one actress are

displayed with taste and judgment.

Where 'it is left to the mianagement to dictate as to

what jewelry may or may not be worn, it is noted that

bracelets bave won the choice. In the very latest musical

production of the moment—at this writing in its first

week—the following is seen : On the right arm, midway
between wrist and
elbow of the fairy

dictator is worn a

rounded bracelet of

glittering gems, to

which is daintily

attached, as if by
accident, flowing

cliiffons in tones of

rose pink

from the

sihade. The nand
extended holds her

wand, thus attract-

ing attention to the

bracelet, w h i c h,

needless to s a y .

gains its just due of

\arymg
'estpa
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Flexible, all-platinum bracelets. Upper, 7 large and
monds; lower, 31 large graduated and 60 small diamonds,
like these are turned out by modern workmen?

admiration (and subse(|U'ent imitation) from tlie audience.

Innumerable instances may be cited of the very hand-

some gem bracelets worn l)y some of our well-known

actresses and musical stars, as well as those in minor

roles, including the artists of the screen, who are devotees

to the newest modes in the fads and fancies of ornamenta-

tion, jewelry being one of their weak points. Bracelets

are especially favored, being adajjtable to disguise an im-

perfect contour as well as to dis])lay the fine points of the

arm— it is all a matter of how thes' are worn.

96 small diamonds; middle, 13 large and 93 small dia-

Why worry about tlie Russian crown jewels while pieces

fre(|uently taken as her model the beauties of stage and

screen.

Following the fad of wearing colored bands to accord

with the gown, singly or in several strings, it is but na-

tural that the bracelet should quickly have reached its

present stage of gorgeotisness, in the wearing of the very

narrow band of a colored gem, en calibre, between two

separate bands of diamonds in platinum mounting; or the

diamond and platinum mounting that has for its center

line, ruby. sapii)hire, emerald or Ijlack onyx, en calibre.

Jcicrllcd^ and cameo-
set btDu/les and a
jewelled bracelet
lohich bear a sugges-
tion of an t i q u i t y.

The central piece

above is particularly

gorgeous, vAlh . its

heavy mass of gold
richly set with
diamonds. Cameos
also form an attrac-

tive decoration, it will

he noticed.

In addition to armlets, tpiite a few have gem anklets.

One particularly we'.il-known mu.s'ical star wears a dia-

mond-mounted watch in her anklet, which she does not

ihesitate to display

—

xevy daintily and with great effect.

Then we see the very beautiful paste anklets of the

depictor of Oriental dances, and to these may be attribut-

ed as much of the applause as to the dancer herself. The
result is that the onlooker, having had brought to her

notice the attractiveness of it all, ventures to evoke the

same admiration in her own set ; and thus we find ar-

rayed in all her glory the woman of fashion, who has so

The last named is a much esteemed combination at this

time. As many as four gem bracelets are worn on one
arm, while a diamond and platinum watch bracelet, i'f

not placed atop of them, is seen on the left arm. All of

these are of the flexible type.

Paris and London are also wearing these flexible

bracelets, in the .smaller gems, for the simple day-time

jewels, while tho.se of the most elaborate design are de

rigueur for evening wear.

As the importation of jewelry is taking the line of

fashion abroad, both ^des must conform to the one style

Flexible all-platinum bracelets, set with 35 large diamonds, 9 large and 36 small diamonds, and 29 large
diamonds respectively.
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Upper, 40 large diamonds and 80 French cut sapphires. Middle, 20 square emeralds, and 20 diamonds.
Lower, 29 sapphires and 126 diamonds.

as much as possible—in the matter of bracelets as in

Other things. But while Paris and London fashions will

be in evidence, there wil'l be certain orig-inal evidences of

American taste in the jewels worn on this side of the

water.

Milady has enjoyed the admiration bestowed on her

gem bracelets, and so, for less elaborate occasions, she

may fancy the beautiful new bangle hrecelets with gem
settings, or she may incline toward the exquisite filigree

occasion, and for which the younger set have such a pen-

chant.

Then there are the novelties, and the matter of novelty

is 'becoming quite a factor in bracelets as well as other

forms of jewelry.

Noticeable among novelties are the chains oi gems
that may he combined to read as we will, each gem having

its own particular interpretation. This is a particularly

antique fad, having come dawn to us from our fore-

1. Bracelet of colored

enamel luith oval
crystal and one
amethyst and one
topaz. 2. Oold and
fancy stones. 3.

Black cord armlet
vMh two jades, pen-
dant at ends. 4.

Child's bracelet with
French charTns. 5.

Elliptical white
enamel links and
fancy stones.

QMXi^t Ynmfjijm'^ '**^3^***' .w-^.jrs*',?" - «wi^C\j,rt> •s-«6Trar*co
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work and leave for the gem conceit her birthstone. If

her birthmonth be December, she will choose a chain of

turquoise or lapis lazuli for day-time wear with her filigree

bangles, and so follow the idea for any given month .

With reference to bangle bracelets—other than those

circlets of small diamonds from wliich may be suspended

gems in the form of a rabbit, elephant, dog, horse, or

some charm indicative of a favorite sport—is the very

slender bracelet in platinum, gold and silver ; chased,

plain or engine turned, that may be worn for almost every

fathers, by whom the gems were grouped so that the

initial letters of their names formed all manner of pretty

sentiments.

A very young miss will wear the slender chain of gold

and enamel or platinum and enamel, holding an enameled

gold disc, the one side displaying a rabbit in white on a

pale blue background, while this same color background

on the other side gives prominence to a black elephant.

For a presentation to a quite young girl is the brace-

let made up of these enameled gold disc with a figure on

wmm- 1111WWtmamm^_
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1. Platinum bracelet black onyx paved, with 5 dia monds. 2. Gold bracelet, hand engraved, 4 sapphires and
3 diamonds. 3. Gold and black enamel bracelet, one oval jade and 4 diamonds. 4. Hand pierced gold bracelet, 5
sapphires. '
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one side, the other engraved with some pretty sentiment.

The bracelet so i'liustrated shows two of these engravings,

the gold letters on a dark blue background reading : "Je
porte bonheur"—I bring happiness ; "La nuit porte con-

seul"—The night brings counsel. Such a mascot would
not be taboo for day-time wear by her elder sister, who,

however, considers this as much too "youthful" when in

her evening gown. iThe latter, that she may display the

fairness of her upper arm, fastens in place the black silk

cord illustrated with its perfectly matched Chinese jade

ornaments, mounted in platinum and the smaWest of dia-

monds, or selects for her wrist the carved Chinese orna-

ments held together by small platinum links, with its

pendant ornament to match.

Then there is the ever useful and beautiful jeweled

slide. As utility pieces these cannot he bettered, since

they may adorn a band for either the wrist or the upper

arm. In one, two or three, on a black cord, they form
a handsome neck band; or one may be adjusted to the

ribbon of the dancer's slipper in the manner of an anklet.

In the plaque design for armlet decoration, the gem
studded plaque takes the place of gems running all the

way around the bracelet. This is quite practical, as,

when well fitted either just above the elbow or on the

wrist, the plaque will always remain- attractively in view.

Apropos of novelties, I would be loath to leave un-

noticed the Rosary bracelet illustrated. This is of a beau-

tiful tone of rose gold, on which the perfect arrangement

of a rosary is plainly traced.

The question arises as to whether the wearing of a

number of bracelets is an exaggeration of the mode in-

tended. We find that it is not at all, when we review the

fashions of earlier periods. Not only were they worn
either singly or in numbers, but a "single" bracelet was
often, in itself, much more gorgeous than a number of

our present-day jewels worn together. What would our

up-to-date, twentieth -century girl think of an armlet of

gold, studded with gems, that would cover her arm from

close to the hand halfway to the elbow; and held in place

hy an attached gold chain entwined' about the fingers,

whiOe a jeweled ornament, a part of this chain decoration,

rested on the back of the hand ?

In the history of jewelery, bracelets have been im-

portant factors, as up to the time of the Restoration they

were not considered strictly an ornament for women more

than any other piece of jewelry, both sexes adorning

themselves as suited their pleasure ; and thiis men and

women vied with each other in the matter of arm orna-

mentation. In fact, if one goes back far enough, he finds

that bracelets were originally, or at least predominantly,

worn by men, and were, in a way, both their purses and

their protection from the slash of an enemy's sword. When
money was needed for a purchase, a piece of gold was cut

off the bracelet and traded for the goods desired.

The insfgnia brought to David, upon the death of Saul,

was his diadem and his bracelet.

It was noit until the Puritanical Period in Britain that

l)racelets came to be regarded as essentially effeminate.

Perhaps that is why men took so readily to the watch

•bracelet and universally acclaimed its efficiency—a.s. in

excuse to adopt again their former ornament.

As to bracelets for women, however, if there is any

question whether they will be worn, it is only necessary

to view the beautiful effect produced by them for those

who have already taken up the vogue. They restrict

themselves to no one type af womanhood, and to no one

variety of taste, being available in every conceivable form,

from the antique—showing quaint and artistic crafts-

manship, lovely cameos, and gems of rare beauty—to the

smartest and daintiest of modern novelties; from the most

gorgeous combinations of diamonds and other gems in

platinum, to the simiplest of plain bangles.

The bracelet has truly come again ; and there is every

indication that its stay will be a protracted one.

Playing the Game
By B. C. Forbes.

Business is as much a game as golf or baseball or

football.

Life itself is aptly likened to a game.

To win, to earn and enjoy the fruits of victory, you

must play fair.

A cup or medal or other trophy is not the real prize

the victor receives; the real prize, the real reward,

is the satisfaction derived from superior, worthy

achievement.

The more I see of rich men and the closer my in-

sight into the workings of their minds and hearts,

the more strongly convinced do I become that great

wealth is no passport to happiness nor proof of true

success.

Wealth is not the real prize of life, it is only a

faction ; indeed it does not carry with it genuine,

trophy, a symbol, and may carry with it no satis-

lasting satisfaction unless it has been won fairly,

honestly, honorably.

It is an old truth, but it needs preaching every sun-

rise, so many do not know it, or, knowing it, do not

heed it. If they could only be made to understand,

if they could only see things in their true colors, if

they could only peer into the hearts of many million-

aires, they would order their lives more rationally

and enjoy life more thoroughly.

To win out you must play the game every time.

"Look at So-and-So; he has everything he wants,

yet everybody knows that he made his money by
shady practices," you may reply.

Don't fool yourself that So-and-So has everything

he wants. Do you imagine that he doesn't know
how you and other people regard him ? And do not

think for a moment that he enjoys being looked at

askance, or that he wouldn't exchange most of his

ill-gotten gains to stand high with you and other

people—and to stand high with himself.

There have been wholesale efforts to reap more
than has been sown, to get more than has been

earned, to tilt the scales unduly.

Sooner or later the profiteers and labor slackers will

get their just reward.

The call is for the fellows who can be depended
upon, under any and all circumstances, to play the

game.

—Reprinted from
"Forbes Magazine," 299 Broadway, New York.
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The Masterpiece of a Great Craftsman
Lever Escapement, Invented by a Pupil of the Great George Graham, at First was

Only Lightly Es'eemed

THE name of Thomas Mudge
is justly famous in the an-

nals of horology as that of

the inventor of the lever escape-

ment. A pupil of the master horo-

logist, Gieorge Graham, and a work-

man of undoubted skill and ingen-

uity, yet it was perhaps a happy

chance which lent to his name a

more lasting fame than that of

many of his no less ingenious con-

temporaries.

The eighteenth century was a

period' of widespread activity and

corresponding progress in the hor-

ological world. For nearly a thou-

sand years the verge escapement

had ticked away the moments un-

rivaled, first in massive'ly con-

structed turret clocks and later in

pocket watches. Inventors, how-
ever, were busily at work, and the

technical literature of the day is

filled with details of experimental

escapements, some of which can

hardly have gone beyond the paper

stage, and others possessing merits which appear to have

failed to win a fair measure of appreciation.

George Graham, worthy pupil of the famous Tompion,
developed the cylinder escapement for watches from an

idea of his master, and embodying the principles involved

in a clock escapement somewhat upon the lines of the re-

coil escapement which had already struck the death knell

of the verge, produced his dead-beat escajiement for

clocks.

It was the happy application of Graham's clock escape-

ment to pocket watches by Thomas Mudge about the year

1753, that marked an epoch in horological progress and

won lasting fame for this ingenious craftsman.

POSSIBILITIES OF LEVER ESCAPEMENT UNRECOGNIZED.

Neither Mudge himself nor his contemporaries were
able, however, to foresee the almost universal triumph of

the lever escapement which the passing of a century and

a half has witnessed'. Thomas Reid, in his "Treatise on

Watch and Clockmaking," published at the beginning of

the last century, describes Mudge's escapement as one

"by no im'eans suited for the execution of ordinary work-
men as it requires more address than usually falls to their

share" ; and he concludes his brief notice of the escape-

ment with the somewhat disparaging remark, "of late this

principle of Mudge's has been adopted in many common
pocket watches."

Mudge does not appear to have regarded the lever es-

capement as by any means a masterpiece, since he subse-

quently adopted for his marine timekeepers a very elabor-

ate development of the verge escapement.

FORMER CRAFTSMEN FACED BIG PROBLEMS.
Although few watchmakers in these days have the op-

portunity of dealing with any escapements other than those

in popular use, it may be of m'ore than passing interest to

give a brief description of the escapement on which
Mudge lavished so much of his skill and ingenuity.

In these days of highly detached escapements and

THOMAS MUDGE,
Inventor of the lever escapement

isochronously adjusted balance

springs, the efforts of some of the

early masters of the craft appear

almost ludicrously elaborate, but

it should be borne in mind that the

horological problems that confront-

ed them wore a very different as-

pect from that which they present

to-day. The isochronal properties

of the hairspring were not fully

understood, nor is this surprising

when it is remembered that escape-

ments up to that time had been so

largely subject to variation of mo-

tive power. Equalization of power,

first by means of the '"stackfreed"

and later by the invention of the

fusee, had enabled passable results

to be obtained from so crude an

escapement as the verge. Varia-

tions at the power end of the train

having been as much as possible

reduced, therefore, the energies of

the inventors at this period were

directed towards obtaining for the

balance or pendulum an invariable

impulse through the escapement. To this end the "re-

montoir" form of escapement had been introduced, the

principle involved being that of utilizing the power of the

train to wind springs or tO' raise weights which should in

turn transmit to the balance a practically even impulse

without regard to variation in the power applied by the

train.

That the principle was one of considerable value is

seen to-day in the modern gravity escapement, which for

turret clock work at least stands unrivaled. While the sole

credit for this invention is usually accorded to Lord Grim-

thorpe, the names of Mudge, Cummings and other work-

ers from an earlier generation, from whose inventions the

gravity escapement of to-day is but a short step, are often

overlooked.

DETAILS OF mudge's ESCAPEMENT.

It was this principle which Mudge adopted in design-

ing his later escapement. The scape wheel, by means of

the pressure of its teeth upon two curved pallets, bent or

wound up two small hairsprings, which in turn gave im-

pulse to the balance. The scape wheel, as will be seen in

the accompanying illustration, was similar to the old verge

crown wheel, except that the backs of the teeth were cut

away to give clearance for the pallets. Like the verge

crown wheel, also, it was fixed upon a pinion mounted
horizontally between the plates, and was driven by a con-

trate wheel. The balance staff took the form of a double

kneed crank sufficiently wide in its clearance to admit of

its almost encircling the scape wheel, against the pinion

of which undue motion would cause it to bank. The
pallets were pivotted independently and cocentrically with

each other and with the balance pivots. The pallets them-

selves were short curved' arcs with a projection at the

outer end upon which the scape teeth locked or came to

rest. A pin projecting from each pallet arbor, coming
into contact with a corresponding pin upon the upper and

lower arms of the cranked balance staff, served the double
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purpose of unlocking and transmitting impulse. The pal-

let springs were "set up," that is to say, they were ad-

justed so that the pallets tended to dip between the scape

teeth, their movement in that direction being linrated by

a banking pin in the pottance. The force of the impulse

given depended upon the tension or set of the pallet

1 ---'-I

Fig. 1.

Complete elevation of Mudge's escapement, but without plates
or pottance.

springs, the angular duration of the impulse being pro-
portionate to the life imparted by the curvature of the
pallet in its intersection with the scape wheel teeth.

mudge's escapement in action.

The action of the escapement is exceedingly interest-

ing, and will be readily understood by reference to the
illustrations. Fig. 1 shows the complete escapement in

elevation, but without plates or pottance. Fig. 2 shows
the position of the scape wheel and pallets looked at from
above, the two separate pallets with their hairsprings be-

ing shown in the supplementary sketches. It will be noted
that in his efforts to secure isochronism Mudge used two
balance springs, pinned in opposite directions, the one
coiling up while the other uncoiled. The upper balance
spring was fitted with ordinary curb pins for regulation,

the lower one having a compensation curb device applied

to it. The pallets in Aludge's original escapement were
made of black flint highly polished, but ruby or sapphire

pallets were used in some later escapements made upon the

same model.

The action of the escapement is as follows : A scape

wheel tooth falling upon the upper pallet slides down its

curved surface, rotates it upon its pivots through a small

arc, and finally comes to rest upon the hook-like projec-

tion. Meanwhile the balance is making its excursion in

the opposite direction and carrying the lower pallet round

freely with it. On its return excursion the balance, by

means of the contact pins, unlocks the upper pallet, and

carries it round free of the .scape wheel while the lower

pallet, by this time dipping into the scape wheel, is in turn

forced back by an advancing scape tooth which locks at

its extremity. This process is repeated alternately as each

pallet is actuated, and since each pallet under the tension

of its spring can follow up the balance on its return ex-

cursion beyond the point at which the unlocking contact

was made, an impulse is conveyed. Obviou.sly, the strength

of the impulse will be entirely independent of the force

applied by the train to the pallets, the only interference

in travel of the balance being the slight check,, subject to

some amount of variation, given by the light locking. The
impulse itself is of a peculiarly favorable type, being im-

parled without engaging or disengaging friction when the

execution of the escapement is perfect.

REQUIRED GREAT NICETY OF EXECUTION.

An escapement constructed on these lines requires

great nicety of execution, and a somewhat serious disad-

vantage is that four pivots instead of two are continually

in action. The pivots of the pallets, as well as those of

the balance, miust be fine and cap-jeweled to reduce the

injurious effects of pivot friction and adhesion.

. Mudge himself was exceedingly successful with the

escapement, but his .son, even with the best workmen he

could secure, was unable to equal the results obtained by

his father, and the elaborate and costly construction of so

intricate a piece of mechanism doubtless led to its being

abandoned. Had it been simplified, as it might easily have

been, and somewhat modified in con.struction, it might not

have been so readily cast aside, since it contained prin-

ciples of undoubted promise.

Fig. 2.

Wheel and pallets seen from above. The two separate pallets

with their hairsprings are shown in the supplementary sketches.

It is virtually the gravity escapement as applied to a

watch, hairsprings fulfilling the functions which in a clock

would have been left to gravity. The escapement was the

work of a genius, and although it has passed for ever

into the oblivion of forgotten experiments, the construc-

tion of a model of so interesting and ingenious a horo-

logical invention would not be unworthy of the skill and

efforts of the graduates of present day horological schools.

Wrist watches for ladies seem to diminish in size, but

make up in richness, so that they become more and more an

ornament, and, we are assured, not less a thing of utility.

A tiny oblong watch has a small face set in a heavy frame

of large diamonds, so that the effect at first glance is of a

diamond ornament on a silk wristlet. Another attractive

model from Paris has a small square frame of gold with

hair line of black enamel and a diamond set low on each

of the four sides surrounding the small gold face. Gold

ciselle, or gold chasing, gives special character to a round

tiny gold watch, which, with its exquisitely fine pattern

etched in the gold face and outer rim of the watch, is rem-

iniscent of the fine chasing seen on the hunting cases of

the watches of mid-Victorian davs.
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Publicity and Diamonds
WHY so many people refuse to buy diaimonds in

their iiome town, is a question asked by large and

small dealers in all parts of the country. The an-

swer is very simiiple, writes Col. John O. Shepherd in "The

Jewelers" Circular." They desire to escape the publicity

that many jewelers give to their diamond sales and if you

have the patience to foHow me I'll prove it to you.

A jeweler with whom I discussed this. c|uestion

said: "All are proud of their diamonds and, I believe,

they like to have people see them buying them as it indi-

cates wealth on the part of the purchaser." When I

a.9ked how his trade was, he 'said it was very poor, which
he could not understand.

I replied' that there are three wants that govern the

people m their purchase of diamonds. First, they want
them; second, they want them perfect; third, they do not

want anyone to know their cost, as the public idea of the

value of diamonds is based on the price paid for them,

and for this reason they prefer to buy them where their

neighbors will not know what was paid for them. A
large dealer in New York told me that he had a very large

out-of-town diaaiond trade. When I asked him the cause,

he said: "Too much publicity in their purchase at home
and they often tell me they could do as well at home and
would prefer to buy there, but the jewelers made their

diamond sales so public that everyone in town knew all

about it. Many people bought them as an investment and
wiished it kept secret, and for this reason they came to the

city tO' buy."

Now, let me tell of the experience of a dealer who
stands very high in the trade. I know his statement to

be true and so would you if you knew him, and I trust

you may gain profit from his story. He said: "When I

bought this store it was doing a very large diamond busi-

ness. It was an old-fashioned store with a small diamond
room in the rear. I at once remodeled it, at considerable

expense, putting in the most up-to-date fixtures and dis-

pensing with the diamond room, as I did not believe in it.

I made an elaborate display of precious gems in the usual
horse shoe style of showcase, where everyone could see

them. It was not long, however, before I noticed a great
falling off in my diamond sales, for which I could not ac-

count. My stock was the largest in the city and I knew
my prices were right.

"But, one day while pondering over this situation, a

wealthy lady customer came in saying she wanted to look
at diamonds. I at once made up my mind that I would
wait on her and perhaps I might discover the cause of the
decrease in my diamond sales. She took a seat at the
diamond counter and asked to .see a diamond La Valiiere.

I had a large stock of them and slie soon selected one for
which I asked $10,000, but just as I was about to close

the sale one of her fashionable friends came in and sat

down at her side. My customer showed her the La Val-
iiere that she had selected and, without looking at it. her
friend said: 'Why, my dear, surely you do not intend buy-
ing a La Valiiere; they are no longer worn by the best

people and have become quite popular with cooks and
honsemaids." My customer thanked her lady friend for

her information, and, thanking me for my trouble, said
she would think it over.' Both took their departure, and
as I saw that $10,000 sale walk out of the door, I woke
up and next morning there were a lot of workmen in my
store making some extensive changes and installing a dia-

mond room in the front of the .store that was not only
fool proof, hut a protection to myself and customers during
the time of sales, and I am sure you will not be surprised

that my diamond sales increased from that day. No more
publicity in my diamond' sales, and returning customers

told me why they had left. A diamond room is not only a

protection from curious and ignorant people but I found
it much easier to make a sale as my customer's attention

was not attracted by the going and coming of my patrons,

and they felt a privacy and security from interruption

that put them at their ea^e, and imany times was I com-
])limen'!:ed for my diamond room."

There is another diamond room story that will remind
you of the one I have just told you, because it is so very

different.

The store was one of the finest I have ever been in.

The idea was new and original, and the diamond room
was the most prominent ithing in the place. It was in the

center of the store and was m.ade of plain plate glass, and
when a customer was in there it looked as if he were on

public exhibition. When I spoke to the proprietor about

it, he said: "Why. my cu.sComers like it and they feel

that they are highly honored and in a class by themselves."

I understood, however, it was not long before the customer

in the glass diamond room could not be seen for the heavy

silk curtains that protected him from the public gaze.

There is another warning and it is a good one. It

was in one of the largest stores on the Pacific Coast, the

proprietor of which did not beHeve in a diamond room.

One of the clerks told' me of an experience he had. He
said : "One day I was showing a large fine diamond to a

gentleman who had about decided that he would take it,

when the President of one of the city banks came in and

as he jarred by my customer, he slapped him on the back,

saying, 'Hello, Bill, buying yourself a fine diamond?' My
customer said: 'Oh, no, just admiring them.' As the bank

president walked away, the customer said': 'I intended

buying that stone if he had not seen me, for I can afford

it. but I am asking a favor of that bank, and if he thinks

I anT buying diamonds I will not be able to get any accom-

modations from him.'' Every reader of this knows this

to be true. A diamond room would have prevented this.

There is a fool stunt that is often pulled off by jew-

elers in .small towns, where everybody knows the bu.siness

of everyone else. I have seen it done more than once and

that is to take the customer to the front door in order to

flash the light of the diamond in his eyes and in a short

time it is rumored around town that Bill Smith has bought

a diamond for his wife. This, however, was only a sup-

position on the part of the gossips for it was also rumored

that he had an affinity in another town. Do you wonder

that Bill buys his diamonds away from home? When I

see a jeweler doing this, I know that there is no fool

killer in that town, for if there was there woirld be a crepe

upon that jeweler's door.

When I have spoken of these things at the conventions,

many jewelers have said to me: "I notice that very often

a young man will ask me if he could not come to the store

after we had closer or on a Sunday, as he wanted to buy

a diamond' engagement ring and did not want anyone to'

know it." I asked if they had ever noticed the bashful

way in which a young man sneaks into the store to buy

a wedding ring and the boastful wa\- in which he comes

for a ring for the first baby.

Very often I have seen people step up to the counter

and look over the shoulder of a diamond buyer. It is such

things as this that drive thousands of dollars away from

the stores of dealers who cannot or do not offer any pro-

tection to their customers from the impertinent and vulgar

people who often come into their .store.
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A diamond room is also a protection to a great extent

against holdups and tray snatchers. Employes should be

instructed to keep their eyes on the diamond room when
you are. in there with a stranger. It is also the part of

wisdom to be careful about showing diamonds to strang-

ers, especially in small towns.

The foolishness of placing a value upon diamonds sold

by your competitors has been so thoroughly set forth by
the jewelry associations that it is almost a thing of the

past, and how you could pl'ace a value upon-, an article

M'hose price is rising, while you are talking about it, is

something I cannot understand, and where I too express

my opinion of those who do this I would have to make use

of some of Billy Sunday's most violent language, but will

say if you are tempted to do it, why, don't. If you do,

you know what you are without my telling you.

At a Texas convention some years ago I heard a

traveling man tell an amusing story about the sale of a

diamond. The mayor of a small town in that state bought

a three karat diamond stud from o;ie of the local jewelers,

and as no one had worn such a headlight as that it created

much excitement. The fire bells were rung to announce
it. The clergyman spoke of it, as an indication of the

refinement of the city, and the local pajjers boasted of it

in great headilineis as proof of the town's prosperity and

of its coming greatness that would soon make of it the

leading city of the state, if not of the country. A com-
petitor of the jeweler who had sold the stud denounced it

as a fake, and said he had doubts about its being a genuine

diamond. The jeweler who had made the sale at once

wrote to the dealer from whom he had purchased the stone

informing him of the statement of his competitor. The
dealer instructed his traveler to call on the knocking jew-

eler and' fix up the matter. When the traveler came, he

said to the jeweler: "You should not knock that diamond,

you have some out of the same lot, that I sold you, and

if the mayor's diamond is not genuine then yours are not,

and you are putting our house in with crooks and fakers.

The jeweler denied that he had knocked the diamond at

saying: "All I said' was that I did not believe it was a

genuine 14k. stone, that it was only 10k. fine !"

Here is another one, and it is true at that. A Masonic

lodge decided to give a diar.nond badge to one of its mem-
bers. A committee called on one of the jewelers and

made the purchase. Another jeweler in the town asked

the committee to let him see it, which they did. He said

:

"Why, it's a fish eye, full of flaws, and I would be ashamed
to sell a stone like that to a coal heaver. I can duplicate

it for less than one-half what you paid for it." The com-

mittee at once called upon the jeweler from whom they

bought it and informed him as to what his competitor had

said. One of the committee was wearing a fine two carat

ring that he said he had bought of the other jeweler. The
jewel'er who sold the badge asked for the loan of the ring,

and taking it out of its setting, mounted it as a stud, and
asked one of the committee to call on the other jeweler

and get his opinion of it. The fool jeweler let loose at

once, said it was rotten and could hardly be called a

diaimiond, and when told what it co-S-t said : "Some faker

has rolibed you. I have none in stock as poor as that but

I will send and get you one for less than half what you

paid for it." The owner of the ring called' next day and

forced him to refund the price of the ring and said that

he would buy one off the jeweler he had denounced, and

made a few remarks which that jeweler did not forget for

some time.

Just one thing more and I'll ring off. No self-respect-

ing jeweler should ever advertise "Diamonds reset while

you wait." It is a reflection upon your own honesty and
leads the jiublic to think that this is customary among all

jewelers.

I was once in the store of a jeweler out west when a

woman came in to have a diamond reset and said that she

would like to watch it being done. The jeweler returned

it to her, saying: "Madame, you are in the wrong place,

I am no crook." This was before the days of prohibition,

and when .she went out I invited him to go across the

street and have a drink. He accepted the invitation.

Diamonds from Ocean Bed
ACCORDING to a witer in "The Mining and Scien-

tific Press,'' of San Francisco, Cal., iSouth African

diamonds originally rested upon the bed of the sea,

and at the present time there is a huge deposit of the

precious stones in the ocean off the African coast. Dia-

monds are now being dredged from the sea-bottom, but

the original source has never yet been reached. The
writer's interesting article follows

:

"Various theories have been advanced as to the origin

of these diamonds, but the theory to which facts appear

most satisfactorily to lend themselves is that the diamonds

are of sea origin. It is generally believed by geologists

that primary deposits exist under the sea within the area

between Possession Island and Pomona on the mainland.

The stones already found by dredging in the sea are be-

lieved to have been thrown up on the floor of the ocean

by volcanic action, while the stones on the mainland

according to this theory have been washed up and carried

by the wind in the drifting sand dunes. Another fact

which geologists believe substantiates their theory is that

the largest stones hitherto found have been picked up just

south of Pomona, which indicates that the centre from

which the gerns were distributed is .situated in closer prox-

imity to the southern part of the Pomona claims than to

any other section of the fields. Taking everything into

consideration, they are led to believe that the Southwest
African diamonds have been derived from p'-imary de-

posits that lie buried beneath the sea somewhere in the

neighborhood, and evidently to the south of Pomona.

"Experts are agreed that the diamonds are unlike those

of any other known source—primary or alluvial—in the

Union of South Africa. This view is indorsed by the

Antwerp and Amsterdam cutters, who maintain that the

stones in hardness and other physical properties more
closely resemble the product of the Brazilion fields They
are characterized by great brilliancy, even in the uncut
state, and the quality is remarkably good. This accounts

for the fact that, notwithstanding their diminutive size,

great numbers of these stones have been absorbed by the

world markets. In weight the diamonds range from 120

to 34 carats. The average size of diamonds produced in

1913 was 1/5 carat. The largest stones have been found
in the Pomona and Ida Tal area. As regards color, dia-

monds of almost every conceivable hue are represented.

Blue-white stones occur, but are on the whole rare. On
the other hand, clear white crystals are very common and
make up the bulk of the output. Many yellow, pink, dark
red, purplish, bluish, green and black stones are also found.

During 1913, the last full year before the war, the produc-

tion amounted to 1,284,727 carats, valued at $13,132,250."
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"The

Highest Class

Talking Machine

in the World"

The "Nocturne"
which sells at $268.00

J

Although You Might Not Think So —

It*s What Happens After You Sell a

Phonograph That Counts Most

UST read this—and you will admit the truth of the

above statement.

Any Phonograph might sound good in a Dealer's Show-
rooms—even to the point of earning a sale. Because every

accessory is at hand to make it sound and look well. (Such

as a spacious mterior and attractive fittings.) The custom-

er's inexperienced judgment and enthusiasm at the prospect

of owning a new Phonograph is another temporary advan-

tage to the dealer.

But the real test of a Phonograph comes after the buyer

has had it in the home, played it numberless times, lived

with it, had friends praise or cnticize it.

Then it is that the Dealer wins or loses many future sales.

If the Phonograph you sell be a Sonora

—

You Win every

time. The Sonora is a builder of prestige for you.

The Sonora owner becomes a Sonora enthusiast. And you

will grant the fact that many a Phonograph sale can be

traced to the unsolicited recommendation of an enthusiastic

Phonograph owner.

Ample proof that Sonora Tone (the dominant feature of

any Phonograph) is equal to its beautiful appearance lies

in the fact that Sonora won highest honors for tonal quality

over all other instruments at the Panama-Pacific Exposition.

Are you interested in representing such a high-

class prestige-building instrument as the Sonora?

We would like to hear from YOU.

I. MONTAGNES & CO.
Sole Canadian Distributors of the Sonora Phonograph and Sonora Needles

Ryrie Building, Toronto

THE GOLDSMITHS STOCK CO. Limited, Toronto
SELLING AGENTS TO THE JEWELRY TRADE



They'll be Glad

SO'MiE jewelers, a good number ot

them, in fact, have handled

phonographs for a number of

years. Others, a probably larger

number, have started the line com-
paratively recently.

It is about a year since The Tr.\der

having had its attention drawn to the

success which was being made of this

line in one or two instances, started

to lay greater stress than usual on the

opportunity lying waiting for jewel-

ers in the establishment of phono-

graph departments. Possibly due in

part to this publicity concerning a

department to which all too little at-

tention had heretofore been paid by

the trade in general, a number of

jewelers have undertaken to try the

venture for themselves.

Up to the present, the instances of

jewelers handling phonographs, which
have come to our attention, have been

those of several years standing—long

enough to have proved beyond dispute

that the game is a profitable one. It

is possible, however, that during the

coming year we may hear of the ex-

periences of some more recent con-

verts to phonographs.

However, there is one prediction

that The Trader is willing to risk,

concerning those who have entered

upon the phonograph business this

year : it is that when a halt is called

to selling on Christmas Eve, and they

look back over the business of the

past season and the past year, they'll

be glad they tried phonographs.

Use Your Dealer Helps

SOMEWHERE up in an out-of-

the-way office of each big de-

partment store there is a man
whose principal business is to prepare

natty little foldiers with detachable

order slips, and booklets showing the

models of machine carried by that

store, and postal dodgers, and all

manner of artistic, snappy business-

getters.

In another office, perhaps in the

same city, there is a man whose duty

it is to prepare similar material for

use in selling the line of phonographs

vou carry.

Of the two, the latter is probably

the more expert, since the number of

phonographs he is supposed to assist

in selling is much greater than the

number the department store publicity

writer could possibly dispose of, and
his- salary is correspondingly bigger.

The difference is. however, that

when the first man produces a new
job, the mailing department takes

hold of it, and it is "shot out" to that

great list of people who order by

catalogue instead of buying in their

own town.

The other man has no such list.

His firm does business through estab-

lished local dealers, and relies upon
these dealers to have their own inter-

ests sufficiently at heart to supply the

necessary knowledge of where to

send the costly and efficient advertis-

ing matter, where it will do the mo'St

good.

But is it ever sent there ?

How much of that gilt-edged

material have you lying up on a shell

some place, covered with dust?

This stuff was made to use. With
it you can beat the mail order

house at its own game. With it you
can sell machines and make money.
But not if it lies on the shelf. Think
it over.

Records Go Like Hot Cakes

ONE phase of the phonograph
business of Mr. L. A. Jeanner-
et, described on the next page,

is worthy of special mention. It is

his record business. From the first

tliis was good, running an encourag-

ing average for all-the-year-round

sales.

But the day before Christmas, last

year, broke all records—^"'and then

some." In that one day, in addition

to what can be imagined his business

would be in regular jewelry lines, he
sold $211 worth of records.

When it is considered that Mr.
Jeanneret's establishment is a small

store in a small town, this becomes
even more remarkable. Bit by bit, and
month by month, it is becoming con-
tinually more apparent what profitable

"pickings" there are in the phono-
graph line for the jeweler.

The Slogan Fits

THE great slogan which is fated

to play so prominent a part in

the development of the jewelry

business in Canada, may well be made

to embrace the phonographs in your

store, together with the other staple

articles of your stock.

Not many years ago, perhaps, the

phonograhp was an ephemeral affair.

Scarcely would one model gain recog-

nition on the market than an improved

type was produced to oust it. From
squeaky atrocities, they progressed

through all the various stages toward

perfection. Not by the wildest stretch

of the imagination couldthey be called

'Gifts that Last." A new machine

to-day was a back number to-morrow.

But now, what a difference !

Perfection has not been reached,

any more than perfection has been

reached in any other line of human
endeavor. But in many lines of pro-

gress, there seems to be a point be-

yond which any further improvement

is a matter of small details at long

intervals. The piano reached that

stage many years ago ; and while

there is a tremendous difference be-

tween the spinet of early colonial

days and the grand piano of to-day,

there is practically nothing to choose

between the piano of to-d'ay, and

that of fifty years ago—unless it

be in favor of the fifty-year-old

model.

Phonographs have practically reach-

ed that pointl They are so near per-

fection that any further improve-

ments in them will not relegate ex-

isting machines to the scrap heap.

Their mechanism will last, their

tone will last, their appearance and

their popularity will last. They are,

from every angle, "Gifts that Last."

and as such the jeweler should be

proud to display them in company
with the best of his gifts.

Certainly no gift could be more
welcome than phonographs, and it is

equally certain that none is now more
popular as a gift within the family

circle.

Use the slogan in the sale of your

machines. It fits ; and it will help to

sell them.
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Your Profits Depend on

the Phonograph
You Handle

A PHONOGRAPH department is a big

^ •* profit-maker, provided you handle the

RIGHT phonograph — a phonograph that

bears a universally accepted name—that has

unquestioned merit— that sells on a basis of

quality rather than price.

You can sell just as many Gerhard

Heintzman Phonographs as you can sell of

other and cheaper phonographs.

You will make more money per sale!

And the beauty of design— perfection of

tone— superior merit of this supreme phono-

graph will win you customers you could never

interest with an inferior instrument.

Half-a-century's musical experience and reputation are

behind it. Piano craftsmen make it. Its singing throat is

fashioned from genuine spruce—the same as is used in piano

sounding-boards or the violins of the old masters. It is the

only phonograph expresslv designed to play all makes of disc

records with the proper weight of the tone-arm.

We qre Tvdling to appoint exclusive representa-

tives in certain centres. You are invited to

rvrite for our complete proposition.

Gerhard Heintzman Limited
Factory and Head Office - Sherbourne St., Toronto

There is a model of

this nationally-

famed phonograph
to meet every de-

mnnd.

Gerhard Heintzman
The Only Canadian- Built Phonograph
Awarded a Gold Medal in Open Competition
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Phonograph Department
Best Part of His Business

Elmira Jeweler Sells 100 Machines a Year Despite Compe-
tition from Three Music Stores—Has "Magnavox" to

let Whole County Know He's in the Game

B\< N. R. Barbour.

in 1916, when the war wasn't looking

any too rosy, by putting in a line of

small portable machines. Business

prospered in these, and Mr. Jeanneret

began to do some tall thinking. He
kept right on pushing them, and suc-

ceeded in building up a good connec-

tion, not only in Elmira, but in the

country around the town. Then, when
he thought people sufficiently cdu-

Because

THERE is a jeweler down in El-

mira, Ont., who has long

viewed with smiling uncon-

cern The Trader's efforts to convince

the jewelry trade that there is more
money in a phonograph department

than most jewelers would dream of

This jeweler doesn't have to be con-

vinced of it—not, at least, by any-

thing that could be printed in these

pages. He knows
all about it. He
has, so to speak, You should handle Phonographs
inside information

on the subject.

He's selling phon-

ographs at the rate

of a hundred a

year! And any-

one who can think

of anything more
convincing than
that has some
imagination.

L. A. Jeanneret

is the name of this

enterprising jew-

eler, who fails to

see that the trifling

fact of running a

jewelry store in a

country town is

any reason- why a

man should not

collect a pile and

retire some day.

He may not admit

it, but he's headed

that way.

Mr. Jeanneret

has been in the

phonograph busi-

ness for a little

over four years,

and already it is

the best-paying de-

partment of his

store—or so he

considers it, mak-

ing allowance for

m o n e V invested,
, 'c . \ A who represent the greater part of the spending power of your
snare Ot OVernead,

constitute an already-established clientele, and are just waiting
etc. He started in, graphs, win you oblige them?

2. You have the Customers

cated to the idea of coming to him
for imachines and records, and when
he had' a nice, long list of prospects

who had heard sufficient music on

their portables to be convinced of the

uses of the phonograph, he introduced

cabinet machines.

His repair department he has also

found to be an advantage. People

find it more convenient to buy their

machines from a man who is com-

petent to look after repair work as

it should be looked aft-er.

Now he has a large business in

machines, records, and accessories.

It must not be imagined that the

stage was all set for Mr. Jeanneret to

go in and make a clean-up. li you're

inclined to think, "That's all very well

in Elmira, but there are umpteen

phonograph dealers already in my
town to spoil the game for me"—if

you're inclined to think that, forget it.

Mr. Jeanneret has competition from

tJirce music dealers and a local phono-

graph manufac-

turer; but in spite

of them all he's

tucking away an-

nual profits on

phonographs to an

extent which most

men would con-

sider a nice, comfy
salary. And for

him it's all velvet.

Every cent of it is

strictly over and

above his potential

makings out of his

jewelry business.

The latter hasn't

suffered in the

least from the time,

money, and' atten-

tion he has given

t h e phonograph

department. In

fact, it has . . .

but I'll tell you

more about that

later.

As was mention-

ed, he started with

portables, educated

his customers (and

incidentally him-

self) to the idea of

phonographs in a

jewelry store, and

then graduated to

cabinet machines.

Now he handles

nothing but cabinet

models—a r i s t o-

cratic chaps, strong

on good looks,

"beaucoup szvank
!"

—and also beau-

community. They
to be sold phono-
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coup cash. That's the chief beauty of

cabinet models—sell a few and you've
made a killing.

Knowing a little about the price at

which cabinet models sell ($150 is a

fairly conservative estimate), and also

about the profit allowed the dealer

under the fixed price schedules gener-

ally prevailing, I started in to figure

out what Mr. Jeanneret is making per

year on this infantile sideline of. his.

It's a husky infant. The figures made
me dizzy. They were enough to per-

suade one to go right out into some
country town and open up a jewelry
store—for the purpose of selling

phonograi)hs.

It is not considered polite to iinen-

tion profit percentages in print ; but

anyone who does not now handle

phonographs, and who is as curious

as I was curious concerning Mr.
Jeanneret's private affairs, can get a

pretty good basis to work on by the

simple procedure of making the cus-

tomary enquiries concerning terms

from any of the regular manufac-
turers or agents selling phonograjjhs

to the jewelry trade. I don't think

Mr. Jeanneret would mind. In fact,

he's rather proud of his pet depart-

ment—and well he may be. Remem-
ber, he sells a hundred a year—more
this year, he hopes.

Another point on which I was curi-

ous was whether he worked himself

thin getting out after business in this

line. It was rather a shock to dis-

cover that he didn't go out after it

at all—not physically, in any event.

He makes use of advertising dodges

a-plenty, but when it comes to chasing

about the countryside drumming up

prospects and all that sort of thing

—

well, he merely doesn't. Plenty of

jewelers find this not only profitable,

but exceedingly pleasant in the sum-

cr.er months, ambling about in a flivver

with a well-swathed cabinet and a

bunch of records in the rear seat.

Mr. Jeanneret, however, finds it just

as profitable to be in the shop to

handle the business when it comes in

to him, which seemingly it does. You
can have it either way, apparently,

and still make money.

Of course he uses dealer's helps.

As he figures it, they're made to sell

phonographs, and consequently should

he used for that purpose. They do

it, too.

But he has another "stunt"—and

the most amusing part of this stunt is

that, although costly, it has paid for

itself directly as well as helping to

bring him a lot of business.

It is a magnavox.

For the benefit of non-phonograph-

ing jewelers, I may explain that a

magnavox is a sort of infernal ma-
chine invented for the purpose of

catering to our modern human weak-

ness for having our noises loud. I do

not know whether any statistics have

been compiled as to the results of a

competition between a magnavox and

a drumfire barrage, but imy money
would be on the magnavox.
Mr. Jeanneret bought himself one

of these contrivances, and now the

only man within rifle range of the

'own who doesn't know that Mr. Jean-

neret handles phonogra])hs is one who
has been deaf for several years. That,

at least, is the local legend. You can

take it or leave it. Mr. Jeanneret

failed to tell me how many others

have gone deaf since, as a result of

the magnavox. His own hearing is

still pretty good. He can hear a cus-

tomer say "I'd like to hear one of your

])honographs" every time.

{Continued 'on page 98.)

Knighthood Still in Flower

Instances of where the co-operative movement
, among jewelers has proven of immediate, material

benefit, have not been unusual, but perhaps the most

striking testimony to the value of the association

work was given at one of the recent Western con-

ventions. A retailer in a farily large city said he

wished to give his experience, and it was in some-

thing like the following terms : "I had been in the

jewelry business about seventeen years and was
ready to quit. I had done everything I could, but

fate seemed to be against me. I had seen my little

capital dwindle away and my store going from bad

to worse, until I was compelled to admit I was
beaten. I made up my mind to shirt up shop and

look for a job.

"When I told my wife of my decision, she said,

'I've heard you talk of this association business.

Why don't you ask some of the others what you

should do?' That struck me as a wise remark, and

the next day I called up the President of the Asso-

ciation in our city. He asked me to come over :;o

his store and heard my story. Then he called up the

"Vice-President and asked him to come over. The
three of us reviewed the whole situation, I showed
them my books and confessed I couldn't see any

hope. They pointed out how I had been selling

goods too cheap and doing repairs too cheap, showed

me how to keep track of my stock and told me to

go back, buy some new goods, and start afresh.

But I replied, 'I can't get any goods. My credit is

gone and the wholesalers won't sell me a dollar's

worth without the cash.' Their answer to this was:

'Then come over to our stores any time you want
any goods. We will give you anything you want
any time.'

"Well, that sounded pretty good to me, and I

accepted the offer. I fixed up the shop, made as

good a showing as possible, and every time I struck

a snag, I called up either one of the other two
jewelers. Trade seemed to brighten up at once, and
I began to see I could make .some money. Since

that time things have gone along like a song. I

made some money last year, and I've made a good
deal more this year. I pay cash for all my bills

now and take my discounts. I have a balance in

the bank, and I feel as if I had some interest in

the community. I can't express the feeling I have
toward the Association, but you can all understand
that I owe everything to it, and I wouldn't miss one
of these meetings on any account."

If there had been no other result of the move-
ment but the transition of one man from a position

facing ruin to one of financial independence, it

would be enough to justify the existence of the

Association. And it certainly is cheering to the

officers to. hear testimony of such a character.

It is a cause of still further gratification to find

in the trade such a high standard of idealism as

evidenced in the two retailers who came so quickly

and effectively to the aid of a brother in distress.

That is something to be proud of. It means some-
thing to an organization to have officers of that

type. With such men at the helm, the outlook for

the future can hardly be other than bright.
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Operating Accounts for Retail Jewelers

PART IV.

{fiuin Bulletin 15 of the Hari'ard Bureau of Research)

.

HAVING analysed the various items of income and
expenditure, etc., in the past three instalments of

the bulletin, there remains to be demonstrated the

use to which the various record sheets are put after items

have been accounted for in their proper accounts.

RECORD SHEETS.
The follovv^ing record sheets—daily, monthly, and year-

ly-—can be used by the retail jeweler who does not keep

double-entry books. In addition to these sheets, the jew-

eler will have records of his accounts with creditors and

with customers. Reproductions of these sheets will be

found in the first articles of this series.

On the Daily Record Sheet, the individual cash trans-

actions of each day are recorded. T'his sheet is a substi-

tute for a cash book and is recommended only for those

jewelers who prefer it to an ordinary cash book. On the

Monthly Record Sheet, the entries on the daily sheet are

summarized day by day. Tihere is one line for each day

in the month, with a separate column for each item under

Cash 'Received, Cash Paid Out, Accounts Receivable, Ac-
counts Payable, Equipment, Expense, and all the other

accounts. At the end of the month the totals of the

columns give the results of the month's business.

The monthly totals on the Monthly Record Sheet are

entered at the close of the month on the Yearly Record

Sheet which has one column for each of the twelve

months, and a final column for yearly totals. One of the

special features of this yearly sheet is that it makes it

easy to compare sales and some of the expense items

month iby month.

Daily Record Sheet.

On the Daily Record Sheet, cash received and cash

paid out are entered. One sheet is used for each day.

The left-hand side of the sheet is used for entering cash

received, the right-hand side for cash paid out. The bal-

ance of casih on hand is recorded at the bottom. Under
Cash Received, entries are made for e^ch item of cash

received except the individual cash sales of merchandise

and cash receipts for repairing and engraving, which are

entered as totals at the end of the day.

Thus, if a customer settles his bill by sending a check,

the customer's name is written on the first line, under

Cask Received, and the amount received is entered in the

On Accounts column. Another customer pays his bill in

cash. On the next line his name and the amount are

similarly entered. If the proprietor takes merchandise

from the store for personal use, it is recorded on the next

line and the amount is also entered in the On Account
column. Perhaps some old jewelry, gold or silver, has ac-

cumulated and is sold to a refiner; then on the fourth line

is entered "Old gold and silver," and in the column head-

ed Other, the amount received. In this column for Other
receipts is also entered the amount received for equip-

ment sold and for sundry receipts. Each item is listed

so that he individual entries included in this Other column
can be transferred to the proper column on the Monthly
Record Sheet. At the end of the day of each of these

columns is totaled.

Total cash sales, as shown by the cash register, cash

sales slips, or other means, is entered on the line designat-

ed. Total cash received from repairing and engraving is

entered on the next line.

The sum of Total "other" cash reccii'cd. Total cash re-

ceived on accounts, Total cash sales, and Total cash re-

ceived from repairing and engraz'ing is the Total cash re-

ceix'ed for the day.

During the day money is paid out for expenses, on ac-

counts, and for various items. The record of the money
paid out is entered on the right-hand side of the Daily

Record Sheet. To illustrate : A check is sent to a whole-

saler in settlement of an account. On the first line under

Cash Paid Out the wholesaler's name is written and the

amoiunt paid is entered in the column headed On Accounts.

1 he amount of the cash discount taken on the bill is en-

tered in parenthesis after the wholesaler's name. Later

in the day a check is sent for the rent. On the second

line is entered "Rent," and the amount goes in the column
headed Expense. Then a telephone bill is paid. On the

third line is written "Telephone," and the amount is en-

tered in the Expense column. For convenience, the cash

paid out for labor, materials, and other repairing and en-

graving expense is also entered in the Expense column.

The expressman delivers incoming merchandise which
has been sent on a special order. This express charge is

paid for in cash. 'Since this is not an expense, but a pari

of the cost of merchandise, the entry on the fourth lint

reads: "Express on incoming merchandise," and the

amount is entered in the column headed Other. Cash is

paid to a customer for merchandising returned. The
entry for this transaction reads : "Returns and Al-

lowances," and the amount is also entered in the column

headed Other. Under Cash Paid Out in tlie column for

Other are also entered the amounts paid for equipment

and other sundry expenditures. Each item is listed so

that the individual entries included in this Other column
can lae transferred to their proper columns on the Month-
ly Record Sheet. The explanation of accounts given in

the first part of this 'bulletin, and the index, indicate un-

der which heading each item is entered.

The sum oif Tot\al "other" cash paid out. Total cash^

paid on accounts, and Total cash paid for expense is the

Total cash paid out for the day.

At the 'bottom of the Daily Record Sheet is entered

first the amount of cash on hand (in the bank and in the

store) at the beginning of the day. On the next line is

entered the total cash received during the day—the total

of the entries on the left-hand side of the sheet. These

two items are added and the sum is entered on the next

line. On the fourth line is entered the total cash paid

out during the day—the total of the entries on the right-

hand side of the sheet. On the next line is entered the

amount of cash on hand (in the bank and in the store) at

the end of the day. The sum of these two items, which is

entered on the last line, should check with the Total cash

to be accounted for already entered on the third line.

Monthly Record Sheet

For making entries on the Monthly Record Siieet the

sheets are first arranged so that the page beginning with

Cash Sales faces the page containing the Expen.se items.

The page beginning with Cash Sales is on the left: *he

Expense page on the right. These two pages provide "or
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a complete record for one month. Each line is for one

day—thus the first hne is for the first day of the month

and the tenth line is for the tenth day, as shown by the

. numbers in the column headed Day of Month. On these

two sheets are entered all receipts and^ expenditures that

are made during the month.

The daily Cash Sales are entered in Column A. The

cash received for repairing and engraving is entered in

Column B, the cash received on accounts is entered in

Column C, and the cash received for the sale of equip-

ment or for sundries is entered in Column D. These are

totals of the entries on the Daily Record Sheet. Column

E, the sunv of Columns A,' B, C, and D is the total cash

received fcjr the day.

In the Cash Paid Out section entries are made at the

end of each day from records on the Daily Record Sheet.

The Total Cash Paid for 'Expense during the day, as

shown on the Daily Record Sheet, is entered in Column
F. The daily total of Cash Paid On Accounts, also shown

on the Daily Record Sheet, is entered in Cokimn G. The

entries for the other columns are obtained from the in-

dividual entries on the Daily Record Sheet. A separate

total is worked out from the Daily Record Sheet for Cash

Allowances and entered in Column H ; similarly totals

are worked out for Inward Freight, 'Express, and Cartage,

entered in Column J ; and for Cash Purchases of Mer-

chandise,' in Column K. Cash paid for sundry expendi-

tures, listed on the Daily Record iSheet, is totalled and

entered on this Monthly Record Sheet in Cokimn L. When
the entry is made in Column L, an entry is also made in

another column, according to the nature of the expendi-

ture. If cash is paid out for equipment, for example, the

amount entered in Column L is entered also in Column

20, Equipment. If cash is paid out for repairs to the

building that the proprietor owns, the amount is entered

in Column L, and, for convenience, is also entered, and

circled, in Column 19, Sundry Expenditures. The sum
of Columns F to L, the total cash paid out for the day, is

entered in Column M. Column N is for Cash on Hand,

shown on the next to the last line of the Daily Record

Sheet. The entry for Column N on the last day of the

month is the amount vvhich is transferred to the Yearly

Record Sheet. This column, of course, shows no total.

The next section is for Accounts ReceivaJble^—the

amount due for merchandise sold to custoaners on account.

In Column O, the amount of the total charge sales for the

day, as shown hy the charge sales slips or other records, is

entered. In Column P is entered Total Cash Received on

Accounts during the day, as shown hy the Daily Record

Sheet and by the entry in Column C. Whenever a bad

debt is charged off as luneollectaWe and entered in

Column 14, the amount is also entered in Column P. The
total amount of credit allowed to customers for merchan-

dise returned during the day is entered in Column R. If

the husiness is strictly cash. Columns O, P, and R are not

used.

The next esction is for Accounts Payable^—the amount
owed to manufacturers and wholesalers for merchandise

bought on account. In Column S, the total Credit Pur-

chases of Merchandise are entered day by day. When a

manufacturer or wholesaler gives the retailer a credit

allowance for defective merchandise, the amount of this

allowance is entered under Credit Purchases of Merchan-
dise, Column S, and the entry. circled to show that it is to

be subtracted from the total purchases at the end of the

month. When equipment is purchased on credit, the

amount is entered in Column T, Other Credit Purchases.

In Column U, Total Cash Paid on Accounts, as shown by

the Daily Record 'Sheet, is entered. This is the same
amount that is entered in Column G. Column V is for

Cash Discounts Taken. The amount of cash discounts

taken on each bill is entered in parenthesis on the Daily

Record Sheet after the name of the creditor to whom
payment is made. The total cash discounts taken during

any one day for entry in Column V is easily determined

from the Daily Record Sheet.

The right-hand "page of the Monthly Record Sheet

provides columns for itemized expenses. The colums are

numbered and also have headings to correspond to the

items listed on the Yearly Record Sheet. Entries in these

columns are made from the items that are listed on the

Daily Record Shet under cash paid out foT expense. The
sum of these entries, Total Cash Paid for Expense, is

the same amount that is entered in Column F. For ex-

ample, suppose that the Daily Record iSheet for the first

day of the month shows that $80 was paid for rent and

$2 for telephone. Then $80 is entered on the first line in

Column 7, Rent, and $2 is entered on the first line in

Column 13, Miscellaneous. If this is the only expense

incurred for the day, these are the only entries for the

day on this side of the Monthly Record Sheet. On the

tenth of the month, to give another example, suppose that

the Daily Record iSheet shows that $30 was paid for sales-

force wages, $15 for boxes, $6 for advertising, and that

the proprietor took $10 in cash and $5 worth of merchan-

dise for personal use. The $30 for salesforce wages is

entered on the tenth line in Column 1. The $15 paid for

boxes is entered on the tenth line in Column 3 ; and the

$6, for advertising, on the same line, in Column 2. The
amoiunt of cash and the value of the merchandise taken

by the proprietor, $15, is entered on the tenth line in

Column 5.

When a customer fails to pay and there is no longer

likelihod of collection, his account is charged off, and the

amount is entered in Column 14, Bad Debts. The same

amount is entered in Column P in the Accounts Receivable

section of the corresponding Monthly Record Sheet, since

in charging off the debt the halance of Accounts Receiv-

able is reduced.

Retail jewelers are occasionally troubled by the separ-

ate columns for selling and for buying and management.

A rough-and-ready method used in some small stores is

to enter in Column 5, Buying, Management, and Office

Salaries, the cash that is withdrawn by the proprietor,

and also the retail value of the merchandise taken from

the store for his own use. The division of the proprie-

tor's salary between these different accounts may be made
at the end of the month or at the end of the year.

Some retail jewelers do considerable repairing. When
possible, the receipts from repairing are kept separate

from the sales of the rest of the store. These receipts are

entered in Column 15, and the amounts paid for labor and

'Supplies used in repairing are entered in Columns 16 and

17.

Columns 18 and 19 are for receipts and expenditures

not a part of the regular retail business. For example,

the cash received from the sale of old gold and silver, as

shown on the Daily Record Sheet, and already entered in

Column D as a sundry receipt, is also entered on the

Monthly Record Sheet in Column 18. If the retailer owns
the building that he occupies, any e.xpenditures such as

those for repairs, insurance, and taxes on the building

and interest payments on mortgages are entered in

Column 19.

The last' column. Equipment, shows the purchases and

sales of equipment. For example, if a show case is pur-

chased for $100 and paid for in cash, then $1^00 is entered

under Other Cash Paid Out, Column L, and also under

Equipment, Column 20. To give another example, if a

cash register is purchased on credit, for $175, this amount
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is entered in Column 20, Equipment, and also in Column
T, O'ther Credit Purchases, on the corresponding Monthly
Record Sheet. Thus it become an account payable. When
this account is paid, the amount, $175, is entered under
Other Cash Paid Out, Column L, and also in Column U,
Paid On Accounts. But the amount is not entered a

second time in the Equipment column. Whenever a piece

of equipment is sold, the amount that is received is entered

under Equipment, Column 20, and circled to show that it

is a receipt. This circled entry is deducted, at the end of

the month, from the total of the other entries in the Equip-
column. The amount received from the sale of equip-

ment is also entered as Other Cash Received, Colunm D.

The columns on the Monthly Record Sheet, except

Column N, are totaled at the end of each month and the

totals transferred to the Yearly Record iS'heet.

Ye.\rly Record Sheet
The Yearly Record Sheet has one column for each

month of the year and a final column for yearly totals.

The entries in the January column are obtained from the

totals of the columns on the Monthly Record Sheet for

January. The entries in the February column are ob-

tained similarly from the Monthly Record Sheet for

February.

Cash Sales is the total of Column A on the Monthly
Record Sheet.

Charge Sales is the total of Column O in the Monthly
Record Sheet.

Cross Sales is the sum of total Cash Sales and total

Charge Sales.

Returns and Allozvances is the sum of the totals of

Column H, Cash Allowances, and Column R, Credit

Allowances, on the Monthly Record Sbeet.

Inventory of Merchandise at Beginning of Year is the

value of S)tock on hand at the beginning of the business

year. 'This item ordinarily is entered once only for the

year, at the beginning of the first month. There is no

monthly entry.

Cash Purchases of Merchandise is the total of Column
K on the Monthly Record Sheet.

Credit Purchases of Merchandise is the total of

Column S on the Monthly Record Sheet, with the amounts

circled subtracted.

Total Purchases of Merchandise is the sum of total

Cash Purchases of Merchandise and total Credit Pur-

chases of Merchandise.

Inward Freight, Express, and Cartage is the total of

Column J on the Monthly Record Sheet.

Cash Discounts Taken is the total of Column \^ on the

Monthly Record Sheet.

Inventory of Merchandise at End of Year has an entry

but once a year. There is no monthly entry. This entry

is made after inventory is taken at the close of the year.

The monthly entries on the Yearly Record Sheet for

items of expense are obtained directly from the Monthly

Record Sheet from Items 1-20 with the exception of two

or possibly three entries^ If the store is owned, the amount'

charged to Rent, is entered in the Yearly Totals Column
without monthly entries.

Depreciation of Store Equipment has an entry only at

the time depreciation is taken, ordinarily once a year.

Interest on Capital-Owned ordinarily has an entry but

once a year.

Repairing and Engraving Receipts, Salaries and

Wages, and Suplies and Other Repairing and Engraving

Expense are the totals of Columns 15, 16 and 17 on the

Monthly Record Sheet.

Sundry Receipts is the total of Column 18; and Sundry

Expenditures is the total of Column 19 on the Monthly

Record Sheet.

Interest and Rentals Earned also has an entry but once

a year. There is no monthly entry. The amount charged

to the business annually for Interest on CapitalMOwned

is entered here, as is also the rent charged to the business

on the owned store.

Income and Excess Profits Taxes has an entry but

once a year. There is no monthly entry.

Dividends, Sharings, or IVithdraivals has an entry

ordinarily but once a year. There is usually no monthly

entry. If the proprietor withdraws from the business,

either in value of merchandise taken for personal use or

in cash, more than he would have to pay someone else for

doing his work, the extra amount is entered here as

Proprietor's Withdrawals.

The balances at the bottom of the Yearly Record

Sheet sihow the condition of the business month by month
and furnish the information that is necessary for making
out the Balance Sheet. The balance of Accounts Receiv-

aWe is determined at the end of each month in the follow-

ing manner. The balance of Accounts Receivable at the

end of the preceding month, as shown on the Yearly

Record Sheet, is added to the Charge Sales for the month,

the total of Column O, on the Monthly Record Sheet.

From the sum of these two items is subtracted the sum
of the totals of Columns P and R on the Monthly Record

Sheet. The remainder is the balance of Accounts Re-

ceivable at the end of the current month.

The balance of Accounts Payable is similarly determin-

ed. To the balance of Accounts Payable at the end of

the preceding month, as stiown on the Yearly Record

Sheet, is added the Credit Purchases for the month, the

total of Columns S and T on the Monthly Record Sheet.

From the sum of these three items is subtracted the sum
of the monthly totals of CoUnnns U and V on the Month-
ly Record Sheet. The remainder is the balance of

Accounts Payable at the end of the current month.

The entry for Cash on Hand on the Yearly Record

Sheet is the Cash on Hand the last day of the month on

the Monthly Record Sheet.

The entry for Equipment on the Yearly Record Sheet

is determined in the following manner. The entry for

Equipment at the end of the preceding month, as shown
on tTie Yearly Record 'Sheet, is added to the equipment

purchased during the month, the total of Column 20 on

the 'Monthly Record Sheet. From the sum of these two
items is subtracted the sum of the circled entries in

Column 20, that is, equipment sold during the month. The
remainder is the value of equipment on hand at the end
of the current month. To determine the entry for equip-

ment in the December column, the amount allowed for

Depreciation of Store Equipment is also subtracted. This

allowance for depreciation has already been entered above

iu' the Yearly Totals Column.

Profits and iLoss Statement

The entries on the Profit and Eoss Statement are ob-

tained from the Yearly Totals Column on the Yearly

Record Sheet. The item Net Sales is Gross Sales less

Returns and Allowances. Purchases of Merchandise

at Billed Cost is Total Purchases of Merchandise, shown
in the Yearly Totals Column. The method of obtaining

the entries for Cost of Merchandise Sold, Gross Profit,

Net Profit, and Surplus for the Year is explained in the

first part of this bulletin. 'Sundry Revenue (Net) is the

difference between Sundry Receipts and Sundry Expendi-

tures. The rest of the entries are obtained from the

Yearly Totals Column on the Yearly Record Sheet.
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To the Jewelers of Canada

E HOPE YOU, ONE
AND ALL. HAVE
HAD A SUCCESS-

FUL YEAR £e^ <;^' £;e^

MAY YOU AND YOURS
ENJOY A VERY MERRY
CHRISTMAS AND A HAPPY
AND PROSPEROUS NEW
YEAR i3^ £^ £^

P. W. ELLIS & CO.
LIMITED

Toronto, Canada
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LET THE

EiED b©©k:
help you in your Christmas business. Leave it on your counter.

If your customers should want anything you have not in stock,

refer to the " RED BOOK "—you may thus hold many orders

that would otherwise be lost. We have the stock. Send us your

catalogue orders and they will be filled immediately.
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r

Its reputation has seventy

years service behind it

ONLY the best of things can meet with

public approval for an unbroken period

of seventy years. Quality must be there in

permanent form—and so high that none can

question it.

This is the service record of "1847 Rogers

Bros."—known everywhere as "the family

plate for seventy years." Its quality has won
the confidence of the public and held it—for us

and for you who have our confidence.

// you are not handlhuj "1847 Royers Bros.", it is

because of some misunderstanding, perhaps. May
we straighten it out?— that both of us may profit.

MERIDEN BRITANNIA CO., Limited
Hamilton, Ontario

i847 ROGERS BROS.
SILVERWARE

The Family Plate for Seventy Years

M

[^IOI<>I^T^^]f^v.I.<^l<^I-^I»^I^^I*>I->I<^K^I^^I^^T-^»I^I^I-/.>I^;=T^
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Japanese Alphabet
THE RIGHT STYLE FOR UP-TO-DATE

RING MOUNTINGS

Made in 1=8, 3=16, 1 = 4 inch Sizes

HERPERS BROS., NEWARK, N. J.
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They All Agree It's Proving a

HOLMES & EDWARDS Christmas-

EVERY jeweler we've been in touch with the

last two weeks tells us that the demand for

"Holmes & Edwards" flatware has been wonderful.

The trade is reaping a rich harvest of results from

"Holmes & Edwards" national advertising.

Firstly, because folks have turned to buying useful,

durable gifts such as this beautiful silverware "pro-

tected where the wear comes."

Secondly, because over 5,000,000 pairs of eyes have

seen striking advertisements for "Holmes & Edwards"

during the last few weeks!

These advertisements not only tell the "Holmes &
Edwards" story, but also suggest the jeweler's as the

^ • proper place to go to buy gifts of exclusiveness, use-

fulness and beauty.

Are you stocked to get full value from the power
Do you get our house

_

orgav every month? and mfluence of evcry one of the leading newspapers
"The Standard" is full of r , . i.L*L 'ill.,,.., , trom coast to coast wrucri we are using to help you
interesting items and iiw»»A .^v^^ t, t^ j

suggestions. It's sent gcU "HolmeS & Edwards" ?

free for the risking.

Manufactured Exclusively in Canada by

Iii£ Standard Silver Co. of Toronto
Limited

HOLMES i EDWARDS

"Protected Where the Wear Comes y>
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RINGS THAT LAST
Lees Rings whether in

Emblem Designs, Plain

or Fancy Signets, Stone

or Initial are made to

wear with comfort and

to wear well. They are

ideal Gifts That Last.

Suggest a Lees Ring for a Gift That Lasts

The old ever-

popular Flat

Band Initial

Ring has been

a specialty with

Lees. None
better were

ever made.

Lately they

seemtobegrow-

ing in favor.

Send your or-

ders to Lees.

Geo. H. Lees & Company, Limited
Jewelry Manufacturers

HAMILTON - - ONTARIO

Our regular OLD GOLD Ad. has been crowded out of this issue. Your parcels, of course, will have our regular prompt attention.
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WALTHAM
The World's Watch Over Time

LADIES' BRACELET WATCHES
To complete your stock for the Xmas Trade, the Wahham Bracelet Watch

is most essential.

These watches are all made with the patent "Disappearing Eye, " which is an

exclusive Waltham feature.

10 LIGNE SIZE

Series "DE"
1 4 Karat .... Full Open Face

% Opening

Gold Filled. .Finest "Waltham" Quality, Full Open Face.

^ Opening

Cat. No^

94DE
95DE
84DE
85DE

"Lady Waltham"
15 Jewels

$95.00
95.00
76.00
76.00

Telegraph
Code

Sago
Saiga

Sable

Sabot

6/0 SIZE
15 Telegraph

Cat. No Jpwels Code

Full Open Face 54I5DE $72.00 Sleep

% Opening 5465DE 72.00 Slide

Full Open Face 52I5DE 67.00 Sledge

% Opening 5265DE 67.00 Sleet

Gold Filled .. Finest "Waltham" Qual-

ity, Full Open Face.. 501 5DE 54.00 Slight

34 Opening 5065DE 54.00 Slim

Series "DE"
14 Karat.

10 Karat.

7 Telegraph
Cat. No. Jewels Code

541 ODE $63.00 Slate

5461 DE 63.00 Slaugh

521 ODE 58.00 Slip

5261 DE 58.00 Sloam

501 ODE 45.00 Sloth

5061 DE 45.00 Sloven

3/0 SIZE
Finest "Waltham" Quality Gold Filled Case, Gold Filled Bracelet

3065

—

Yi Bezel Opening, 15 Jewel Nickel Movement.
3061

—

y^ Bezel Opening, 7 Jewel Nickel Movement.
$45.00
37.00

Telegraph
Code

Soap
Sock

Prices are established to consumer, discount same as on the Waltham price list. Telegraph

your orders at our expense.

"The House for Waltham Watches Since 1865"

1^,^ GoiJj)SMHTins' Stock C®MPA:tTr

TORONTO
iiiiiiiiiiiiiiiiiiinHiiiiiiiiiiiiiiiiii illlUlllilllll
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