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Selling  Agents: 

John  C.  Mundell  &  Co.,  Ltd. 
ELORA.  ONTARIO 

This  Kiddie-Kar 

is  the  hit  of  the  year,  and  the  most  popular  toy  on  the  market. 
It  is  absolutely  safe,  almost  inrlestructible,  and  for  use  indoors or  out. 
SELLS  ON  SIGHT — is  being  very  widely  advertised,  and  in 
demand  everywhere.  A  few  on  your  Hoor  will  convince  you. 
Strongly  made  and  handsomely  finished  in  light  orange  with  red 
wheels.    The  price  is  so  low  that  no  youngster  need  be  denied oi;e. 

East  Ox  the  Great  Lakes: 

No.  2.  . .  .two  to  three  years  $1.50 
No.  3  three  to  four  years   2.00 
No.  4. . .  .four  years  and  over   2.50 

West  of  the  Great  Lakes : 

No.  2.  . .  .two  to  three  years  $1.75 
No.  3.  ..  .three  to  four  years   2.25 
No.  4. . .  .four  years  and  over   2.75 

PEICES  TO  DEALEES  ou  application. 
Advertising  folders,  posters  and  newspaper  cuts  supplied. 
YOUR  ORDER  should  be  in  early  to  ensure  j)rompt  spring 
delivery.      This  is  important,  as  there  is  going  to  be  a  still 
greater  demand  for  these  Kars  then. 

Canadian  K.  K.  Company,  Ltd. 
Sole  Canadian  Rights 

ELORA  ONTARIO 

Tennessee 

Cedar  Chests 

Absolutely  moth- 
proof. Made  in 

three  popular 
sizes  Best  copper 
trimmings  used 
throughout.  We 
can  make  imme- 

diate shipment. 

Every  Woman 
Wants  One 

Their  handsome 

appearance  and 
great  utility  make 
them  favorites 
with  all.  The 

price  will  enable 
you  to  make  a 

good  profit. 

D.  L  SHAFER  &  COMPANY,  ST.  THOMAS,  ONTARIO 

THE  WABASH  SLIDE SLIDE  making  a  SPECIALTY  BUSINESS 

MADE  BY 

B.  WALTER  &  CO.,  WABASH.  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE  Manufacturers   in  America. 

Became  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articlet. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  uting  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 

DEALERS— INSIST  on  WABASH  SLIDES 
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Come  to  Stratford! 

Stratford's  Furniture  Manufacturers  invite  you  to  come  to  the  big  Furniture  Exhibition  to 
be  held  in  Stratford,  from  January  1 0th  to  20th,  1917.    Come  and  see  and  get  acquainted. 

This  exhibition  will  be  held  in  the  various  factory  showrooms,  under  the  auspices  of  the 
Stratford  Furniture  Manufacturers. 

IVe 've  got  good  furniture ; 
A  bunch  of  good  fellows,  and 
We  'II  show  ̂ ou  a  good  time. 

Stratford  lines  offer  a  diversity — a  quality — a  range  of  styles — that  are  appealing,  and  we  fee 
assured  you  will  find  this  exhibition,  not  only  an  enjoyment,  but  also  a  help  in  selecting  quality 

furniture  to  meet  your  every-day  demand  in  the  furniture  business. 

STRATFORD  FURNITURE  MANUFACTURERS 

DIRECTORY 

Geo.  McLagan  Furniture  Co. Limited 
Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Farquharson-Gifford  Co.,  Ltd. 
Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Stratford  Chair  Co.,  Limited 
Diners,  Rockers,  Bedroom  Chairs,  Office, 

Den  and  Library  Chairs,  Children's  Chairs. Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 
Davenport  Beds. 
Living  Room  Furniture. 

Globe-Wernicke  Co.,  Limited 
Globe  -Wernicke  Sectional  Bookcases. 
Globe  -  Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Imperial  Rattan  Co.,  Limited 
Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any,  American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 
Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chsurs,  Folding  Chairs  and  Tables 

Stratford  Bed  Co.,  Limited 
Brass   Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 
Office  Furruture. 

i e 
I 

I 
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ADAMS  BEDROOM  SUITE 

No.  240  McLAGAN 

This  solid  mahogany  bedroom  suite  is  one  of  our  best 
creations.  Made  in  Adams  design,  its  beauty  and 
dignity  of  appearance,  coupled  with  perfect  finish  and 
splendidly  matched  mahogany,  place  it  in  a  class  by 
itself.  On  your  floor,  it  would  add  a  touch  of  refine- 

ment that  helps  greatly  in  handling  the  medium  and 
better  class  ti-ade. 

1              The  George  McLagan  Furniture  Company  I 
m                                                                           Limited  M 
m                                               STRATFORD                      ONTARIO  1 

^     Come  to  Stratford  Furniture  Exhibition,  Jan.  1  0th  to  20th,  1 9 1  7  |  | 

Jiiiilllllliiliilllllililillii^  -''^ 
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RATFORD 

BEAUTY,  eoinfort,  convenience  and 
space  economy  are  the  character- 

istics of  every  Kltld^t  Bed. 

The  range  is  so  large  and  complete  that 
every  demand  can  be  met  from  it. 

Our  new  line  of  Upholstered  Seats. 
Chairs  and  Rockers  to  match  our 
Davenports  and  Folding  Beds,  is  ready. 

KIndfi  lines  are  the  product  of  real 
earnest  study  of  what  the  people  really 
want  and  need.  They  attract  attention 
and  appeal  to  all  classes. 

Anticipate  your 
order  early. 

reciuireuients,  and 

Kltt4^1  Bed  Company 
Limited 

Stratford  Ontario 

mnm 

Exhibit 

We  will  look  for  you  at  the 
Stratford  Exhibition  where 

our  complete  line  will  be  dis- 
played for  your  inspection. 

i  I 

I  j  Come  to  Stratford  Furniture  Exhibition,  Jan.  1  0th  to  20th,  1  9 1  7  i 

iiiiiiiiliiiiliiiiiiiiiiiiiiiliiiiiiiiiliiiiliiiiii^ 
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It's  a  Good  Buy  If  It's  Stratford 
These  pieces  shown  here  represent  a  few  of 

the  well  known  lines  we  manufacture.  Re- 
fer to  the  directory  in  this  number  for  our 

complete  line.  "Stratford"  policy  has  al- 
ways been  to  provide  the  best  and  newest, 

and  to  place  the  goods  through  the  retailer  on 

a  basis  that  will  set  him  a  good  profit.  May 
we  quote  you  prices? *    *  * 
We  extend  to  all  the  furniture  dealers  a 

hearty  invitation  to  visit  us  at  our  exhibit  at 
the  Stratford  Show,  in  January. 

WE  ALSO  MANUFACTURE  AN  UP-TO  DATE  LINE  OF  KITCHEN  CABINETS 

Stratford  Manufacturing  Co.,  Limited  -  Stratford.  Ont. 

Old  Hickory 

' '  Old  Hickory  ' '  Furniture  was  de- 
signed and  especially  built  to  satisfy 

the  demand  for  a  porch  set  within  the 
])ri('e  of  the  majority  of  people.  "Old 
Ilir-koiy"  quality  and  artistic  value 
also  nppeals  to  the  high-class.  "Old Hickory"  is  constantly  increasing  in 
demand.  "Old  Hickory"  is  now  made  in 
Canada  by  us,  and  here  is  your  chance 
and  a  certain  way  of  bringing  new  cus- 

tomers to  your  store.  Call  and  see  us 
during  the  Exhibition  or  write  us  for 
prices.     Take  a  tip  and  order  early. 

Imperial  Rattan  Co. 
„       _     ,       Limited  „ 
Stratford  Ontario 

Come  to  Stratford  Furniture  Exhibition,  Jan.  1  0th  to  20th,  1 9  ]  7  | 

■iiiiiiiiiiiiiiiii illllllllllullliUlllllilin; 
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Watch  the  Trend  of  the  Times  1 1 

It  means  Profit  for  You  | 

In  furniture  as  in  anything  else,  the  trend  is  toward  strength  and  simplicity.    In  {  I 
superiority  of  construction,  in  quaintness  and  originality  of  design,  our  furniture  is  i  H 

a  perfect  expression  of  popular  ideals  of  to-day.  j  M 
Visit  our  showrooms  during  January  and  inspect  the  new  designs  in  ample  time  |  M 
to  select  good  sellers  for  the  coming  season.  M 

We  manufacture  a  complete  line  of  Diners,  Rockers,  Bedroom  Chairs,  Office,  B 

Den  and  Library  Chairs,  Children's  Chairs,  Buffets  and  Extension  Tables,  J Dressers,  Stands  and  Chiffoniers.  ■ 

Stratford,       -  Ontario 

I      Come  to  Stratford  Furniture  Exhibition,  Jan.  10th  to  20th,  1917    j  | 

■iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 
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BRASS  BEDS 

A  Moderate  Sized 

Line  of 

Select  Designs 

There  are  not  as  many  designs  in  the  Stratford 

line  as  in  some  others;  but  every  Stratford 

pattern  is  a  seller — has  been  selected  for  that 
reason.  You  take  no  chance  when  you  buy 

Stratford  Brass  Beds. 

The  Stratford  line  of  Brass  Beds  has  no  superior 

in  design,  construction,  color  or  finish.  Come 

to  the  Exhibition  and  see  for  yourself. 

THE  STRATFORD  BED  COMPANY,  LIMITED 

STRATFORD,  ONTARIO 

g'tratforJi  Jfurmtur?  iianufarturm 

SKtmh  to  am  mh  all 

for  a 

Come  to  Stratford  Furniture  Exhibition,  Jan.  1 0th  to  20th  1917  |  | 
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THIRD  ANNUAL 

Canadian  Furniture  World 

Buyers'  Directory 

CONTAINING  THE  MOST  EXTENSIVE  AND  MOST  CONVENIENTLY  ARRANGED  BUYERS' 
GUIDE  EVER  COMPILED  FOR  CANADIAN  FURNITURE  DEALERS  AND  MANUFACTURERS 

•S™- -|HIS  DIRECTORY  NUMBER  has  not  been  hastily  compiled. 
I  I  '  I  Months  have  been  spent  in  making-  it  complete,  based  on  the 
ill  experience  of  previous  years'  directories.  The  information I  I    came  from  the  manufacturers  themselves,  and  if  there  are  any 

■^"™  supposed  omissions  or  errors,  it  is  due  to  manufacturers  who 
failed  to  supply  information  in  response  to  our  requests. 

The  Directory  is  published  as  an  editorial  service  to  the  Furniture 
Dealers  of  Canada.  Manufacturers  from  whom  the  Furniture  World 

has  never  received  a  dollar  for  advertising- — and  some  from  whom  it 
probably  never  will — have  their  lines  listed  as  well  as  other  manufac- 

turers who  are  more  progressive  and  recognize  the  advertising  value  to 
be  obtained  in  the  pages  of  a  trade  newspaper  for  which  subscribers 

pay  real  money. 

Being  an  editorial  service  to  readers,  and  not  part  of  any  advertis- 
ing proposition,  the  names  of  advertisers  and  non-advertisers  are  given 

in  the  same  style  type.  The  Directory  is  intended  to  be  a  real  Directory. 

Compare  this  Directory  with  other  publications,  consider  the  broad 
policy  of  service  followed  by  the  Furniture  World,  and  the  reason  for 
the  rapid  growth  of  this  paper  in  circulation  and  popularity  will  be 
recognized.  The  publishers  express  appreciation  for  the  liberal  support 
given  The  Furniture  World  by  the  Furniture  Trade  in  Canada  during 
the  past  six  years,  and  will  further  appreciate  suggestions  as  to  how 

next  year's  Directory  Number,  and  The  Furniture  World  every  month, 
can  be  made  of  greater  service  to  the  trade. 

THE  COMMERCIAL  PRESS  -  LIMITED  -  TORONTO  -  CAN. 
32  COLBORNE  STREET 

Publishers  of — Canadian  Furniture  World  ;  Canadian  Hardware  journal ;  The  Retail  Grocer  and  Provisioner 
The  Retail  Druggist  of  Canada  ;  The  Canadian  Manufacturer;  The  Canadian  Builder  and  Carpenter 

The  Electrical  Dealer  and  Co"*' •  Motoring 
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Bedroom  Furniture 

BEDS— Brass  only 
Canada     Furniture  Manufactureo-s, 

Lftd.,  Woodstock. 
Canadian  Mersejeau  Co,  Toronto. 
Parkhill   Mfg.    Co.,   Ltd.,  Montreal, 

Winnipeg,  Vancouver. 
Stratford  Bed  Co.,  Stratford. 

BEDS— Brass  and  Iron 
Rarcalo  Mfg.  Co.,  Toronto. 
(Janada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadiain  Mersereau  Co.,  Ttoronto. 
Dominion  Brass  &  Iron  Bedstead  Co., 

Montreal. 
Ideal  Bedding  Go.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Ontario  Spring  Bed  and  Mattress  Co., 

London. 
Parkhill  Mfg.  Co.,  Ltd.,  Montreal, 

Winnipeg,  Vancouver. 

BEDS — Iron  only 
Eeliatble  Bedding  Co.,  Weston. 

BEDS — Davenports 
See  Davenports  (upholstered  furni- ture.) 

BEDS — Folding 
Antisex)tie  Bedding  Co.,  Toronto. 
Canada  Furniture  Manufactureirs, 

Ltd.,  Woodstock. 
Canadian  Merseireau  Co.,  Toronto. 
Farquharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 
G.  H.  Haehborn  &  Co.,  Kitchener. 
Ideal  Bedding  Co.,  Toronto. 
Imiperial  Rattan  Co.,  Stratford. 
I\  es  Modern  Bedstead  Co.,  Cornwall. 
Kindel  Bed  Co.,  Stratford. 
D.  H.  Langloiis  &  Co.,  St.  Johns,  Que. 
Lippert  Furniture   Co.,  Kitchener. 
Montreial  Upholstering  Co.,  Montreal. 
Ontario  Spring  Bed  and  Mattress  Co., 

London. 
Otterville  Mfg.  Co.,  OtterviUe. 
Owen  Daveno  Co.,  Hespeler. 
Parkhill  Mfg.  Co.,  Ltd.,  Montreal, 

Winnipeg,  Vancouver. 
Snyder  Bros.,  Upholstering  Co.,  Wa- terloo. 

BEDS— Institution   
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Maple  Leaf  Bedding  Co.,  Gait. 
Ontiario  Spring  Bed  and  Mattress  Co., 

London. 
Parkhill  Mfg.  Co.,  Ltd.,  Montreal, 

Winnipeg,  Vancouver. 

BEDS — Sofa 
Canadian  Mersereau  Co,  Toronto. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 
Geo.  H.  Haehborn  &  Co.,  Kitchener. 
Ideal  Bedding  Co.,  Toronto. 
Kindel  Bed  Co.,  Ltd.,  Stratford. 
Montreal  Upholstering  Co.,  Montreal. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Parkhill  Mfg.  Co.,  Ltd.,  Montreal, 

Winnipeg,  Vancouver. 
Snyder  Bros.  Upholstering  Co,  Wat- 

erloo. ' 
Stratford  Davenport  Co.,  Stratford. 

BEDS— Wooden 
.\nthc's  Furnituie  (Jo.,  Kitchener. 
Beach  Furniture  Co.,  Cornwall. 
M.  F.  Beach  Co.,  Winchester. 
Bell  Furniture  Co.,  Southampton. 

Canada  Furniture  Manufaetureors, 
Ltd.,  Woodstock. 

Classic  Furniture  Co.,  Stratford. 
Crown  Furniture  Co.,  Preston. 
Dominion  Furniture  Mfg.  Co.,  St. 

Therese,  Que. 
Durham  Furniture  Co.,  Durham. 
Dymond-Colonial  Co.'s,  Strathroy. 
Eastern  Townships  Fum.  Mfg.  Co., 

Arthabaska,  Que. 
Flora  Furniture  Co.,  Flora. 
Gibbard  Furniture  Co.,  Napanee. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 

ronto. 
Harriston  Furniture  Mfg.  Co.,  Har- riston. 
Hepworth  Mfg.  Co.,  Hepworth. 
Hespeler  Furniture  Co.,  Hespeler. 
.Jacques  Furniture  Co.,  Kitchener. 
Kilgour  &  Bros.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
A.  Malcolm  Furniture  Co.,  Kincar- dine. 
Malcolm   &  Souter     Furniture  Co., 

Hamilton. 
IMarkdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
North  American  Furniture  Co.,  Owen 

Sound. 
Spiesz  Furniture  Co.,  Hanover. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Stratford  Chair  Co.,  Stratford. 
Tickell  Sons  &  Co.,  Belleville. 
Toronto  Furniture  Co.,  Toronto. 
Victoriaville  Furniture  Co.,  Victoria- ville,  Que. 
Windsor  Furniture  Co.,  Windsor,  N.S. 

BEDROOM  CHAIRS  ANT5  ROCKERS 
Also  see  Upholstered  Chairs. 
Anthes   Furniture   Co.,  Kitchener. 
Baetz  Bros.  &  Co.,  Kitchener. 
Ball  Furniture  Co.,  Hanover. 
Bell  Furniture  Co.,  Southamnton. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co., .  Stratford. 
F.  E.  Coomlbe  Furniture  Co.,  Kincar- dine. 
Dymond-Colonial  Co.  Strathroy. 
Elmira  Furniture  Co.,  Elmira. 
Fraserville  Chair  Co.,  Riviere  du 

Loup,  Quebec. 
Giddings,  Ltd.,  Granby,  Que. 
Hespeler  Furniture  Co.,  Hespeler. 
Hibner  Furniture  Co.,  Kitchener. 
Jacques  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 
A.  Malcolm  Furniture  Co.,  Kincar- 

dine. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Flora. 
N'orth  American  Bent  Chair  Co.,  Owen Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
Owen  Sound  Chair  Co.,  Owen  Sound. 
Preston  Chair  Co.,  Preston. 
Snyder  Bros.  Upholstering  Co.,  Wat- erloo. 
Stanfold  Chair  Mfg.  Co.,  Stanfold, 

Quebec. Stratford  Chair  Co.,  Stratford. 
Schierholtz  Furniture  Co.,  Ne/w  Ham- burg. 

Toronto  Furniture  Co.,  Toronto. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Boldue  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

BEDROOM  TABLES 

Anthes  Furniture  Co.,  Kitchener. 
Beach  Furniture  Co.,  Cornwall. 
Bell  Furniture  Co.,  Southampton. 
Canada     Furniture  Manufacturers. 

Ltd.,  Woodstock. 
Chesley  Furniture  Co.,  Chesley. 
Classic  Furniture  Co.,  Stratford. 
Durham  Furniture  Co.,  Durham. 
iK-mond-'Colonial  Co.'s,  Strathroy. 
Eastern  Townships  Phirn.  Mfg.  Co.. Arthabaska,  Que. 
Elmira  Furniture  Co..  Elmira. 
Elora  Furniture  Co.,  Elora. 
H.  E.  Furniture  Co.,  Milverton. 
Gibbard  Furniture  Co.,  Napanee. 
.(acques  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
G.  .J.  Lippert  Table  Co.,  Kitchener. 
Lucknow  Table  Co.,  Lucknow. 
D.  H.  Langlois  &  Co.,  St.  John's,  Que. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
G.  McLagan  Furniture  Co.,  Stratford. 
J.  C.  Mundell  &  Co.,  Flora. 
National  Table  Co.,  Owen  Sound. 
North    American    Bent    Chair  Co., 
Owen  Sound. 

North  American  Furniture  Co.,  Owen 
Sound. 

J  Oliver  &  Sons,  Ltd.,  Ottawa. 
Spiesz  Furniture  Co.,  Hanover. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 
Stratford  Chair  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Strathroy. 
Toronto  Furniture  Co.,  Toronto. 
Windsor  Furniture  Co.,  Windsor.  N.S. 
Victoriaville  Furniture  Co.,  Victoria- ville, Que. 
Woeller,  Bolduc  &  Co..  Waterloo. 

BED  SPRINGS 
Canada  Furniture  Manufacturers. 

Ltd.,  Woodstock. 
Canadian  Feather  and  Mattress  Co.. 

Toronto. 
Canadian  Mersereau  Co.,  Toronto. 
Colleran  Spring  Bed  Co.,  Toronto. 
Gold  Medal  Furniture  Mfg.  Co..  To- ronto. 
Ham  &  Nott  Co.,  Brantford. 
Ideal  Bedding  Co..  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Krug  Bros.  &  Co.,  Chesley. 
Leggett  and  Piatt  Spring  Bed  Co.. Windsor. 
Marshall  Sanitary  Mattress  Co.  Ltd.. 

Toronto. 
Munro  Wire  Works,  Ltd..  New  Glas- 

gow, N.S. Maydwell  Mfg.  Co.,  Toronto. 
J.  Oliver  &  Sons.  Ltd.,  Ottawa. 
Ontario  Spriii-  Bed  and  Mattre^«  Co., London. 
Parkhill  Mfg.  Co.,  Ltd..  Montreal. 

Winnipeg,  Vancouver. 
Progress  Spring  Bed  Mfg.  Co., 

Montreal. 
J.  C.  Sloane,  Owen  Sound. 
St.  Lawrence  Fuxniture  Co.,  Riviere 

du  Loup,  Quebec. .Tames  Steel  &  Co..  Guelph. 

The  Steel  Furnishing  Co.,  New  Glas- 

gow, N.S. Whitworth  &  Restall,  Toronto. 
BOX  SPRINGS 
Canada  Furniture  ^Manufacturers. 

Ltd.,  Woodstock. 
Canadian  Feather  and  Mattress  Co.. 

Toronto. 
Dymond-Colonial  Co.'s.  Strathroy. 
Gold  Medal  Furniture  IMfg.  Co.,  To- 

ronto. 
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Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  GornwiaiLl. 
F.  W.  &  S.  Mason,  St.  Andrews,  N.B. 
OnAario  Spring  Bed  and  Mattress  Co., 

London. 
Parkhill   Mfg.    Co.,   Ltd.,  Montreal, 

Winnipeg,  Vancouver. 
Quality  Mattress  Co.,  Wiaterloo. 
S'hurly-Dietrieh  Co.,  Gait. 
Standard  BeddiTifi-  Co.,  Toronto. 

BOLSTER  BOLLS 

Dymond-Colonial  Co,'s,  Strathroy. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Ontario  Spring  Bed  and  Mattress  Co., 

London. 
Parkhill   Mfg.    Co.,   Ltd.,  Montreal, 

Winnipeg,  Vancouver. 
Quality  Mattress  Co.,  Waterloo. 

CHIFFONIERS  (Odd  or  to  match  Dres- 
sers and  Stands) 

M.  F.  Beach  Co.,  Winchester. 
Beach  Furniture  Co.,  Cornwall. 
Bell  Furniture  Co.,  Southampton. 
Canada  Furniture  Manufiacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Crown  Furniture  Co.,  Preston. 
Dominion  Furniture  Mfg.  Co.,  St. 

Therese,  Que. 
Durham  Furniture  Co.,  Durham. 
Dymond-Colonial  Co.'s,  Strathroy. 
Eastern  Townships  Furn.  Mfg.  Co., 

Arthabaska,  Que. 
Gibbard  Furniture  Co.,  Niapanee. 
Harxiston  Furniture  Mfg.  Co.,  Har- riston. 
Hepworth  Mfg.  Co.,  Hepworth. 
Heepeler  Furniture  Co.,  Hespeler. 
Jacques  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Andrew  Malcolm  Furniture  Co.,  Kin- cardine. 
Markdale  Furniture  Co.,  Majkdiale. 
Meaford  Mfg.  Co.,  Meafoird. 
Moffat  Stove  Co.,  Winnipeg. 
J.  Oliver  &  Sons,  Ltd.,  Ottawa. 
Sipiesz  Furniture,  Ltd.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 
Windsor  Furniture  Co.,  Windsor,  NjS. 

COMBINATION  STANDS 
Chesley  Furniture  Co.,  Chesley. 
Durham  Furniture  Co.,  Durham. 
Geo.  Gale  &  Sons,  Wiaterville,  Que. 
Jacques  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

COMFORTERS 
Canadian  Feather  and  Mattress  Co., 

Toronto. 
Parkhill  Mfg.  Co.,  Ltd.,  Montreal, 

Winnipeg,  Vancouver. 
Toronto  Feather  and  Down  Co.,  To- 

ronto. 

COSTUMERS 
Anthes  Furniture  Co.,  Kitchener. 
Beach  Fhimiture  Co.,  Cornwall. 
Bell  Furniture  Co.,  Southianupton. 
Canada  Furniture  Manuflacturers, 

Ltd.,  Woodstock. 
Oanadiian  Mersereau  Co.,  Toronto. 
Oollie-Cockerill  Mfg.  Co.,  Aurora. 
Dymofld-Colonial  Co.'s,  Strathroy. 
Elmira  Interior  Woodwork  Co.,  El- 

mi  ra. 
Hespeler  Furniture  Co.,  Hespeler. 

Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Jacques  Furniture  Co.,  Kitchener. 
J.  &  J.  Kohn,  Toronto. 
Kneahtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 
A.  Malcolm  Furniture   Co.,  Kincar- 

dine. 
Malioolm    &    Souter    Furniture  Co., 

Hamilton. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Flora. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
North    American    Bent    Chair  Co., 
Owen  Sound. 

Ontario  Sprinpf  Bed  &  Mattress  Co., 
London. 

Parkhill  Mfg.  Co.,  Ltd.,  Montreal, 
Winnipeg,  Vancouver. 

Snyder  Bros.  Upholstering  Co.,  Wat- erloo. 
Toronto  Furniture  Co.,  Toronto. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

COTS 

Caniada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Mersereau  Co.,  Toronto. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 

ronto. 
Ham  &  Nobt  Co.,  Brantford. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Ohesley. 
Maple  Leaf  Bedding  Co.,  GaJlt. 
Maydwell  Mfg.  Co.,  Toronto. 
Munro  Wire  Works,  St.  Andrews,  N.S. 
Ontario  Spring  Bed  and  Miattress  Co., London. 
Otterville  Mfg.  Co.,  Otterville. 
Parkhill  Mfg.  Co.  Ltd.,  Montreal, 

Winnipeg,  Vancouver. 
St.  Lawrence  Furniture  Co.,  Eiviere 

du  Loup,  Quebec. 

CRADLES 
See  also  Iron  and  Brass  Beds. 

Durham  Furniture  Co.,  Durham. 
Eastern  Townships  Furn.  Mfg.  Co., 

Arthabaska,  Que. 
Gendron  Mfg.  Co.,  Toronto. 
Kilgour  &  Bros.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
North  American  Bent  Chair  Co., 
Owen  Sound. 

J.  Oliver  &  Sons,  Ltd.,  Ottawa. 
Progress  Spring  Bed  Mfg.  Co.,  Mont- 

real. 
Roxton  Mill  &  Chair  Mfg.  Co.,  Wat- 

erloo, Quebec. 
St.  Lawrence  FHirniture  Co.,  Riviere 

du  Loup,  Quebec. 

CRIBS 
See  Beds  (brass  and  iron). 

See  also  cradles. 

DRESSERS  (Only) 

Crown  Furniture  Co.,  Preston. 
Harriston  Furniture  Mfg.  Co.,  Har- riston. 

DRESSERS,  CHIFFONIERS,  CHE- 
VALS,  WASHSTANDS,  SOM- 
NOES,  DRESSING  TABLES, 
ETC. 

Anthes  Furniture  Co.,  Kitchener. 
Beach  Furniture  Co.,  Cornwall. 
Dell  Furniture  Co.,  Southampton. 

Canada  Furniture  Manufacturers, 

Ltd.,  WioodstO'Ck. Chesley  Furniture  Co.,  Chesley. 
Clasisic  Furniture  Co.,  Stratford. 
Dominion  Furniture  Mfg.  Co.,  St. Therese,  Que. 
Durham  Furniture  Co.,  Durham. 
Dymond-Colonial  Co.  's,  Strathroy. 
Eastern  Townships  Furn.  Mfg.  Co., 

Arthabaska,  Que. 
Gibbard  Furniture  Co.,  Napanee. 
Hepworth  Mfg.  Co.,  Hepworth. 
Hespeler  Furniture  Co.,  Hespeler. 
Jacques  Furniture  Co.,  Kitchener. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Malcolm  &  Souter  Furniture  Co., Hamilton. 

A.  Malcolm  Furniture  Co.,  Kincar- dine. 

Meaford  Mfg.  Co.,  Meaford. 
North  American  Furniture  Co.,  Owen 

Sound. 
Orillia  Furniture  Co.,  Orillia 
J.  Oliver  &  Sons,  Ltd.,  Ottawa. 
Spiesz  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 
Toronto  Furniture  Co.,  Toronto. 
Victoriaville  Furniture  Co.,  Victoria- ville,  Que. 

Windsor  Furniture  Co.,  Windsor,  N.S. 

DRESSERS      AND  WASHSTANDS 
(Odd) 

M.  F.  Beach  Co.,  Winchester. 
Bell  Furniture  Co.,  Southampton. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Crown  Furniture  Co.,  Preston. 
Dominion  Furniture  Mfg.  Co.,  St. Therese,  Que. 
Durham  Furniture  Co.,  Durham. 
Dymond-Colonial  Co.'s,  Strathroy. 
Eastern  Townships  Fhirniture  Mfg. 

Co.,  Arthabaska,  Que. 
Gibbard  Furniture  Co.,  Napanee. 
Harriston  Furniture  Mfg.  Co.,  Har- 

riston. 
Hepworth  Mfg.  Co.,  Hepworth. 
.Taeques  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 

•  Malcolm    &    Souter    Furniture  Co., Hamilton. 
MarkdiaJe  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
McGill  Chair  Co.,  Cornwall. 
J.  Oliver  &  Son,  Ltd.,  Ottawa. 
Spiesz  Furniture  Co.,  Hanover. 
St.  Lawrence  Fhirniture  Co.,  Riviere 

du  Loup,  Quelbec. 
Stratford  Chair  Co.,  Stratford. 
Windsor  Furniture  Co.,  Windsor,  N.S. 

DRESSING  TABLE  DESKS 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Dymond-Colonial   Co.  's,  Strathroy. 
.Taeques  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
And.  Malcolm  Furniture  Co.,  Kincar- 

dine. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Meaford  Mfg.  Co.,  Meaford. 
NationaJ  Talble  Co.,  Owen  Sonud. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 

HAMPERS 
Canada  Furniture  Manufactiirprs. 

Ltd.,  Woodstock. 
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Ideal  Bedding  Co.,  Toromto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Parkhill   Mfg.    Co.,   Ltd.,  Montreal, 

Winnipeg,  Vancouver. 

LADIES'  DRESSING  TABLES  (Odd or  to  match  Dressers  and  Stands) 
M.  r.  Beach  Co.,  Winchester. 
Beach  Furniture  Co.,  Cornwall. 
Bell  Furniture  Co.,  Southampton. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Crown  Furniture  Co.,  Preston. 
Durham  Furniture  Co.,  Durham. 
Dymond-Colonial   Co.'s,  Strathroy. 
Eastern  Townships  Furniture  Mfg. 

Co.,  Arthabaskia,  Que. 
Gibbard  Furniture  Co.,  Napanee. 
Hespeler  Furniture  Co.,  Hespeler. 
Jacques  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Kruig  Bros,  &  Co.,  Chesley. 
Malcolm  &  Souter  Furniture  Co., 

Hiamilton. 
And.  Malcolm  Furniture  Co.,  Kincar- 

dine. 
Meaford  Mfg.  Co.,  Meaford. 
J  Oliver  &  Son,  Ltd.,  Ottawa. 
Spiesz  Furniture  Co.,  Hanover. 
Stratford  Chair  Co..  Stratford. 

MATTRESSES 

Antiseptic  Bedding  Co.,  Toronto. 
Berlin  Bedding  Co.,  Toronto. 
Bothwell  Mfg.  Co-,  Bothwell. 
Caniada     Furniture     Mianuf  acturers, 

Ltd.,  Woodstock. 
Canadian  Feather  and  Mattress  Co., 

Toronto. 
Clark  Mattress  Co.,  Toronto. 
Dymond-Colonial   Co.  's,  Strathroy. 
Edmonton   Tent   and   Mattress  Co., 
Edmonton. 

Empire  Bedding  &  Upholstering  Co., 
Toronto. 

Gold  Medal  Furniture  Mfg.  Co., 
Toronto. 

Golden  Fleece  Bedding  Co.,  Toronto. 
Ham  &  Nott  Co.,  Brantford. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 
Kej'stone  Bedding  Co.,  London,  Ont. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Kneehtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
J.  B.  Larose,  Hull,  Que. 
Lincoln  Bedding  Co.,  St.  Catharines. 
Marshall  Sanitary  Mattress  Co.  Ltd., 

Toronto. 
F.  W.  &  S.  Mason,  St.  Andrews,  N.B. 
Ontario  Spring  Bed  and  Mattress  Co., 

London. 
Parkhill   Mfg.    Co.,   Ltd.,  Montreal, 

Winnipeg,  Vancouver. 
Peiterboro  Mattress  Co.,  Peterboro. 
Quality  Mattress  Co.,  Waterloo. 
Quebec  Mattress  Co.,  Quebec. 
Restmore  Mfsr.  Co.,  Vancouver. 
Sehreiter  &  Co.,  Kitchener. 
Standard  Bedding  Co.,  Toronto. 
St.  Lawrence  FVirniture  Co.,  Riviere 

du  Loup,  Que. 
Spiesz  Furniture  Co.,  Hanover. 
Thomson  Mattress  Co.,  Montreal. 
Uneeda  Mattress  Co.,  Montreal. 
Whitworth  &  Restall,  Toronto. 

PILLOWS 

Antiseptic  Bedding  Co.,  Toronto. 
Canada     FHirnitnre  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Feather  and  Mattresis  Co., 

Toronto. 
F.  W.  &  S.  Mason,  St.  Andrews,  N.B. 
Ideal  Bedding  Co.,  Toronto. 
Ives  Modern  Bedstead  Co.,  Cornwall. 

Kilgour  &  Bro.,  Beauharnois,  Que. 
Krug  Bros.  &  Co.,  Chesley. 
Munro  Wire  Works,  Ltd.,  New  Glas- 

gow, N.S. Ontario  Spring  Bed  and  Mattress 
Co.,  London. 

Parkhill  Mfg.  Co.,  Ltd.,  Montreal, 
Winnipeg,  Vancouver. 

Quality  Mattress  Co.,  Waterloo. 
Restmore  Mfg.  Co.,  Vancouver. 
Standard  Bedding  Co.,  Toronto. 
Spiesz  Furniture  Co.,  Hanover. 
Toronto  Feather  and  Down  Co.,  To- ronto. 
Whitworth  &  Restall,  Toronto. 

WARDROBES 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
M.  F.  Beach  Co.,  Winchester. 
Bothwell  Mfg.  Co.,  Bothwell,  Ont. 
Canada     Furniture  Manufacturers, 

Ltd.,  W'oodstoek. 
Oollie-Cockerill  Mfg.  Co.,  Aurora. 
Crown  Furniture  Co.,  Preston. 
Dominion  Furniture  Mfg.  Co.,  St 

Therese,  Que. 
Eastern    Townships    Furniture  Mfg. 

Co.,  Arthabaska,  Que. 
Elmira  Interior  Woodwork  Co.,  El- mira. 
Ham  &  Nutt,  Brantford. 
Hep'worth  Mfg.  Co.,  Hepworth. 
Hespeler  Furniture  Co.,  Hespeler. 
.Jacques  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesiey. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
And.  Malcolm  Furniture  Co.,  Kincar- dine. 
Markdal©  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
J.  Oliver  &  Sons,  Ltd.,  Ottawa. 
Peppier  Bros.,  Hanover. 
Spiesz  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 

Dining  Room  Furniture 

BUFFETS,  SIDEBOARDS,  EXTEN- 
SION TABLES,  SIDE  TABLES, 

CHINA  CABINETS,  DINERS. 
Anthes  Furniture  Co.,  Kitchener. 
M.  F.  Beach  Co.,  Winchester. 
Beach  Furniture  Co.,  Cornwall. 
Bell  Furniture  Co.,  Southamipton. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Crown  Furniture  Co.,  Preston. 
Durhiam  Furniture  Co.,  Durham. 
Harriston  Furniture  Mfg  Co.,  Hiar- 

riston, 
Hepworth  Mfg.  Oo.,  Hepworth. 
Hespeler  Furniture  Co.,  Hespeler. 
Hibner  Furniture  Co.,  Kitchener. 
KLnechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Lippert  Furniture  Co.,  Kitchener. 
And.  Malcolm  Furniture  Co.,  Kincar- dine. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 

Geo.  McLagan  Furniture  Co.,  Strat- ford. 
Meaford  Mfg.  Co.,  Meaford. 
North  American  Furniture  Co.,  Owen 

Sound. 
J.  Oliver  &  Sons,  Ottawa. 
Peppier  Bros.,  Hanover. 
Charles  Rogers  &  Sons  Co.,  Toronto. 
Stratford  Chair  Co.,  Stratford. 

Strathroy  Furniture  Co.,  Strathroy. 
St.  Lawrence  Furniture  Co.,  Riviere du  Loup,  Que. 

Tickell  Sons  &  Co.,  Belleville. 
Toronto  Furniture  Co.,  Toronto. 
Victoriaville  Furniture  Co.,  Victoria- ville.  Que. 

Windsor  Furniture  Co.,  Windsor, Wunder  Furniture  Mfg.  Co., 
Kitchener. 

BUFFETS  AND  SIDEBOARDS  (only) 
Also  see  Buffets,  etc. 
Dominion  Furniture  Mfg.  Co.,  St. Therese,  Que. 

Eastern  Townships  Furniture  Mfg. 
Co.,  Arthabaska,  Que. 

Gibbard  Furniture  Co.,  Napanee. 
Harriston  Furniture  Mfg.  Co.,  Har- riston. 

Kilgour  &  Bros.,  Beauharnois,  Que. 
H.  Krug  Furniture  Co.,  Kitchener. 
D.  H.  Langlois  &  Co.,  St.  John's,  Que. 
Markdale  Furniture  Co.,  Markdale. 
Megantic   Furniture    Co.,  Megantic. 

Que. 

Orillia  Furniture  Co.,  Orillia. 
Paquet  &  Godbout,    St.  Hyacinthe, 

Que. 

Spiesz  Furniture  Co.,  Ltd.,  Hanover. 

CHINA  CABINETS  (Only— Odd  or  to 
match  Sideboards  and  Bufifets) 

Crown  Furniture  Co.,  Preston. 
Dominion  F^irniture  Mfg.  Co.,  St. Therese,  Que. 

Eastern  Townships  Furniture  Mfg 
Co.,  Arthabaska,  Que. 

Gibbard  Furniture  Co..  Napanee. 
■    Jacques  Furniture  Co.,  Kit<>hener. 

H.  Krug  Furniture  Co.,  Kitchener. 

CURATES 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Gendron  Mfg.  Co.,  Toronto. 
H.  Krug  Furniture  Co.,  Kitchener. 
Toronto  Furniture  Co.,  Toronto. 

DINERS  (only) 

Also  se^  Buffets,  etc. 
Baetz  Bros.  &  Co.,  Kitchener. 
Ball  Furniture  Co.,  Hanover. 
Chesley  Chair  Co.,  Chesley. 
Chesley  Furniture  Co.,  Chesley. 
F.  E.  Coombe  Furniture  Co.,  Kincar- dine. 
Elmira  Furniture  Co.,  Elmira. 
Fraserville   Chair    Co.,   Riviere  du 

Loup,  Que. 
Giddings,  Ltd.,  Granby,  Que. 
Gold  Medal  Furniture  Co.,  Toronto. 
H.  Krug  Furniture  Co.,  Kitchener. 
John  C.  Mundell  &  Co.,  Flora. 
McGill  Chair  Co.,  Cornwall. 
National  Furniture  Co.,  Kitchener. 
Neustadt  Mfg.  Co,  Neustadt. 
North  American  Bent  Chair  Co.,  Owen 

Sound. 
Owen  Sound  Ohair  Co.,  Owen  Sound. 
Preston  Chair  Co.,  Preston. 
Roxton  Mill  &  Chair  Co.,  Waterloo, 

Que. 

Schierholtz  Furniture  Co.,  New  Ham- 
burg. 

Stanfold  Ohair  Mfg.   Co.,  Stanfold, 

Quebec. 
Victoriaville  Chair  Co.,  Victoriaville. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

DINING  ROOM  TABLES  (not  adjust- 

able) 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. Olassic  Furniture  Co.,  Stratford. 

Chesley  Furniture  Co.,  Chesley. 
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Begin  the  New  Year  with 

TILT -TOP  "T
WINS" 

DO  NOT  BE  A  LOSER  FOR  ANOTHER  YEAR 

A  year  ago  you  were  advised  to  buy  TWINS.  A  great  many  dealers 

took  advantage  of  the  splendid  opportunity  embodied  in  the  TWIN 

PEDESTAL  EXTENSION  TABLE. 

We  now  have  all  TWINS  equipped  with  Tilt  Tops. 

Get  in  right  at  the  start  and  do  not  leave  an  opening  for  anybody  to  tell 

you  "we  told  you  so,"  when  you  see  your  competitor  reaping  his  harvest. 

No.  405 

Yours  for  A  Prosperous  New  Year 

CHESLEY  FURNITURE  COMPANY,  LIMITED 

CHESLEY      -  ONTARIO 
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Dominion  Furniture  Co.,  St.  Therese, 
Que. Elora  Furniture  Co.,  Elora. 

H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 
National  Table  Co.,  Owen  Sound. 

EXTENSION  TABLES  (odd) 
Also  see  Buffets,  etc, 
Baird  Bros.,  Plattsville. 
Berlin  Table  Mfg.  Co.,  Kitchener. 
Qhesley  Furniture  Co.,  Chesley. 
Dominion    Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Eastern  Townships  Furniture  Co.,  Ar- 

thabaska,  Que. 
Gibbard   Furniture    Co.,  Napanee. 
Harris'fcon  Furniture  Co.,  Harriiston. 
Kilgour  &  Bro.,  Beauiharnois,  Que. 
H.  Krug  Furniture  Co.,  Kitchener. 
Geo.  J.  Lippert  Table  Co.,  Kitchener. 
Luicknow  Table  Co.,  Lucknow. 
Markdale  Furniture  Co.,  Markdale. 
National  Table  Co.,  Owen  Sound. 
Orillia  Furniture  Co.,  Orillia. 
J.  Oliver  &  Sons,  Ottawa. 
Sipiesz  Furniture  Co.,  Hanover. 

Parlor  and  Living  Room 

FOR  SPECIAL  LINES,  SUCH  AS  PED- 
ESTALS. TELEPHONE  STANDS, 

ETC.,  SUITABLE  FOR  VARIOUS 
ROOMS,  SEE  NOVELTIES. 

CHESTERFIELDS 
See  upholstered  furniture. 

DAVENPORTS 
See  upholstered  furniture. 

MUSIC  CABINETS 
Beach  Furniture  Co,  Cornwall. 
Bell  Furniture  Co.,  Southampton. 
Brantford  Piano  Case  Co.,  Brantford. 
Canada  Furniture  Manufaoturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Chesley  Furniture  Co.,  Chesley. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Dominion  Furniture  Mfg.  Co.,  St. 

Therese,  Que. 
Dymond-Colonial  Co.'s  Strathroy. 
Gold  Medal  FurniAure  Mfg.  Co  ,  To- 

ronto. 
Hespeler  Furniture  Co.,  Hespeler. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
And.  Malcolm  Furniture  Co.,  Kin(;ar- 

dine. 
Geo.  McLagan  Furniture  Co.,  Strat- ford. 
Meaford  Mlg.  Co,  Meaford. 
Xewbigging  GaJbinet  Co.,  Hamilton. 
North  American  Furniture  Co.,  Owen 

Sound. 
Charles  i'ogers  &  Sv/us  ( -o  ,  Toronto 

PARLOR  CHAIRS  and  ROCKERS 
See  reed  i'.nd  upholsuero  1  n;viiiture. 

PARLOR  SUITES 

See  uphilsi.ered  furmt'ire 

PARLOR  CABINETS 
Mnlfoliii  k  Souter  Furniture  Co., 

llamiliton. 
Geo.  McLagan  Furniture  Co.,  Strat- 

ford. 

PIANO  BENCHES 

Knet^htel  Furniture  Co.,  Hanover. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

PARLOR  TABLES 

Antbes  Furniture  Co.,  Kitchener. 
Beach  Furniture  Co.,  Corn-waM. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woo'dstock. 
Classic  Furniture  Co.,  Stratford. 
Chesley  Furniture  Co.,  Ohesley. 
F.  E.  Coombe  Furniture  Co.,  Kincar- dine. 
Dominion  Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Durham  Furniture  Co.,  Durham. 
Elmira  Furniture  Co.,  Elmira. 
Elora  Furniture  Co.,  Elora. 
Fnayne  Furniture  Co.,  Iroquois. 
Gendron  Mfg.  Co.,  Toronto. 
Harriston  Furniture  Mfg.  Co.,  Har- 

riston. 
Hespeler  Furniture  Co.,  Hespeler. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
J.  Kreiner  &  Co.,  Kitchener. 
H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 
D.  H.  Langlois  &  Co.,  St.  John's,  Que. 
Geo.  J.  Lippert  Table  Co.,  Kitchener. 
Malcolm  &  Souiter  Furniture  Co., 

Hamilton. 
And.  Malcolm  Furniture  Co.,  Kincar- 

dine. 
Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
Geo.  McLagan  Furniture  Co.,  Strat- ford. 
National  Table  Co.,  Owen  Sound. 
North    American    Bent    Chair  Co., 
Owen  Sound. 

J.  Oliver  &  Sons,  Ottawa. 
Orillia  Furniture  Co.,  Orillia. 
Peppier  Bros.,  Hanover. 
Strathrov  Furniture  Co.,  Strathroy. 
Stratford  Chair  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Eiviere 

du  Loup,  Que. 
Toronto  Furniture  Co.,  Toronto. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

PEDESTALS 

Baetz  Bros.  &  Co.,  Kitchener. 
Beach  Furniture  Co.,  Cornwiall 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Chesley  Furniture  Co.,  Chesley. 
Elmira  Furniture  Co.,  Elmira. 
Elora  Furniture  Co.,  Elora. 
Frayne  Furniture  Co.,  Iroquois. 
Globe  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 
T>.  Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
J.  Kreiner  &  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Ohesley. 
G.  J.  Lii)pert  Table  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
And.  Malcolm  Furniture  Co.,  Kincar- 

dine. 
Geo.  McLagan  Furniture  Co.,  Strat- ford. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Flora. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
Otterville  Mfg.  Co.,  Otterville. 
Peppier  Bros.,  Hanover. 
Charles  Rogers  &  Sons  Co.,  Toronto. 
Strathroy  Furniture  Co.,  Strathroy. 
Toronto  Furniture  Co.,  Toronto. 
WuTider  Furniture  Mfg.  Co., 

Kitchener. 
Woeller,  Bolduc  tfc  Co.,  Wa.terloo. 

Library  and  Den  Furniture 

BOOKCASES 

Canada     Furniture  Manufacturers, Ltd.,  Woodstock. 
Canada  Office  and  School  Furniture 

Co.,  Preston. 
Classic  Furniture  Co.,  Stratford. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
F.  E.  Coombe  Furniture  Co.,  Kincar- dine. 
Dominion  Furniture  Mfg.  Co.,  St. Therese,  Que. 

Elmira  Interior  Woodwork  Co.,  El- mira. 
Gibbard  Furniture  Co.,  Napanee. 
Globe  Furniture  Co.,  Waterloo. 
.Jacques  Furniture  Co.,  Kitchener. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Knedhtel  Furniture  Co.,  Hanover. 
•J.  Kreiner  &  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 
H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 
And.  Malcolm  Furniture  Co.,  Kincar- 

dine. 
Markdale  Furniture  Co.,  Markdale. 
G.  McLagan  Furniture  Co.,  Stratford. 
Meaford  Mfg.  Co.,  Meaford. 
North  American  Furniture  Co.,  Owen 

Sound. 
Charles  Rogers  &  Sons  Co.,  Toronto. 
Strathroy  Furniture  Co.,  Strathroy. 
St.  Lawrence  Furniture  Co.,  Riviere du  Loup,  Que. 
Spiesz  Furniture  Co.,  Hanover. 
Toronto  Furniture  Co.,  Toronto. 
Windsor  Furniture  Co..  Windsor,  N.S. 

BOOK  STANDS 

(See  Magazine  Racks). 

BOOKCASES  (Sectional) 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Collie-Cockerill  ^ffg.  Co.,  Aurora. 
Elmira  Interior  Woodwork  Co.,  El- mira. 
Globe-Wernicke  Co,.  Stratford. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
George     McLagan     Furniture  Co., Stratford. 

CARD  AND  DEN  TABLES 
Baetz  Bros.  &  Co.,  Kitchener. 
Bell  Furniture  Co.,  Southampton. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Chesley  Furniture  Co.,  CJhesley. 
Classic  Furniture  Co.,  Stratford. 
F.  E.  Coombe  Furniture  Co.,  Kincar- dine. 
Elmira  Furniture  Co.,  Elmira. 
Gendron  Mfg.  Co.,  Toronto. 
Hespeler  Furniture  Co.,  Hespeler. 
Hourd  &  Co.,  London. 
T>.  Hibner  Furniture  Co..  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
.1.  Kreiner  &  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Ohesley. 
H.  Krug  Furniture  Co.,  Kitchener. 
G.  J.  Lippert  Table  Co.,  Kitchener. 
Malcolm    &    Souter    Furniture  Co.. 

Hamilton. 
And.  Malcolm  Furniture  Co.,  Kincar- 

dine. 
Geo.  McLagan  Furniture  Co.,  Strat- ford. 
Meaford  Mfg.  Co.,  Meaford. 
Montreal  Upholstering  Go.,  Montreal. 
J.  C.  Mundell  &  Co.,  Elora. 
Naitional  Table  Co.,  Owen  Sound. 
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Remember 

our  Permanent 

Wholesale 

Showrooms  at 

136-140 

King  St.  East, 

Toronto 

are  open  all  the 

year  around  and 

afford  the  dealer 

with  a  prospective 

customer  every 

opportunity  to 
make  a  sale. 

When  in  Toronto 

make  our  Show- 

rooms your  head- 

quarters. 

Queen  Anne 

Furniture 

In  response  to  the  present  demand  for  popular 
priced  furniture,  we  show  here  our  No.  9590 
Buffet.  This  piece  is  made  in  Walnut,  and  is 
of  the  Queen  Anne  motif. 

The  construction  of  this  diningroom  suite  has 
been  made  with  the  practical  idea  uppermost, 
vAu\e  in  appearance  they  are  distinguished  to 
command  attention  m  any  company. 

They  unite  good  taste  with  moderate  cost,  and 
in  quality,  leave  nothing  to  be  desired. 

Drop  us  a  card  about  this  line,  and  if  conven- 
ient call  in  and  see  this  in  our  showrooms.  We 

know  you  will  be  convinced. 

No.  9590— Buffet 

FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 

Panada  fuRNlTURE^ANUFACIURERS Limited 

GENERAL  OFFICES  :   WOODSTOCK,  ONT. 

WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 

FACTORIES  : 

WINGHAM 

WALKERTON 
WIARTON 

'lllllllllllllllllllllllllllllliilllllllllllllll^ 
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North    American    Bent    Chair  Co., 
Owen  Sound. 

North  American  Furniture  Co.,  Owen 
Sound. 

Otterville  Mfg.  Co.,  Otterville. 
Snyder  Bros.,  Upholstering  Co.,  Wat- erloo. 
Stratford  Mfg.  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Strathroy. 
Walker  &  Clegg,  Wingha.m. 
Westport  Woodworking  Co.,  West- 

port,  Ont. 
Woeller,  Boldue  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

CELLARETTES 
Canada  Furniture  Manuf  aeturers, 

Ltd.  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Dymond-Colonial  Co.'s,  Strathroy. 
Hespeler  Furniture  Co.,  Hespeler. 
J.  Kreiner  &  Co.,  Kitchener. 
And.  Malcolm  Furniture  Co.,  Kincar- 

dine. 
Geo.  McLagan  Furniture  Co.,  Strat- ford. 
J.  C.  Mundell  &  Co.,  Flora. 
North  American  Furniture  Co.,  Owen 

Sound. 
Toronto  Furniture  Co.,  Toronto. 

CHAIRS  and  SETTEES 
See  upholstered  furniture. 

COUCHES 
See  upholstered  furniture. 

DAVENPORTS 

See  upholstered  furniture. 

DESKS,  LIBRARY 
Anthes  Furniture  Co.,  Kitchener. 
Baetz  Bros.  &  Co.,  Kitchener. 
Baird  Bros.,  Plattsville. 
Canada  Furniture  Manufacturers, 

I/td.,  Woodstock. 
Canada  OfS.ce  and  School  Furniture 

Co.,  Preston. 
Classic  Furniture  Co.,  Stratford. 
F.  E.  Coombe  Furniture  Co.,  Kincar- 

dine. 
Dominion  Furniture  Co.,  St.  Therese, 

Que. 
Dymond-Colonial  Co.'s,  Strathroy. 
Elmira  Interior  Woodwork  Co.,  El- 

mi  ra. 
Gibhard  Furniture  Co.,  Napanee. 
Globe-Wernicke  Co.,  Stratford. 
Krug  Bros.  &  Co.,  Chesley. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 
Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
Geo.  McLagan  Furniture  Co.,  Strat- ford. 
And.  Malcolm  Furniture  Co.,  Kincar- 

dine. 
J.  C.  Mundell  &  Co.,  Flora. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
Preston  Furniture  Co.,  Preston. 
Strathroy  Furniture  Co.,  Strathroy. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

LIBRARY  TABLES 
Anthes  Furniture  Co.,  Kitchener. 
Baetz  Bros.  &  Co.,  Kitchener. 
Beach  Furniture  Co.,  Cornwall. 
Bell  Furniture  Co.,  Southampton. 
Berlin  OflSce  &  Fixture  Co.,  Kitchener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canada  Office  and  School  Furniture 

Co.,  Preston. 

Chesley  Furniture  Co.,  Chesley. 
Classic  Furniture  Co.,  Stratford. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
F.  E.  Coombe  Furniture  Co.,  Kincar- dine. 
Dominion  Furniture  Mfg.  Co.,  St. 

Therese,  Que. 
Durham  Furniture  Co.,  Durham. 
Dyimond-Colonial  Co.'s,  Strathroy. 
Elmira  Furniture  Co.,  Elmira. 
Elmira  Interior  Woodwork  Co.,  El- 

mira. 
Hespeler  Furniture  Co.,  Hespeler. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Kilgour  &  Bros.,  Ltd.,  Beauharnois, 

Que. 

Knechtel  Furniture  Co.,  Hanover. 
J.  Kreiner  &  Co.,  Kitchener. 
Jacques  Furniture  Co.,  Kitchener. 
H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.,  &  Co..  Chesley. 
G.  J.  Lippert  Table  Co.,  Kitchener. 
And.  Malcolm  Furniture  Co.,  Kincar- 

dine. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Geo.  McLagan  Furniture  Co.,  Strat- 

ford. 
Meaford  Mfg.  Co.,  Meaford. 
John  C.  Mundell  &  Co.,  Flora. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
Peppier  Bros.,  Hanover. 
C.  Rogers  &  Sons  Co.,  Toronto. 
Spiesz  Furniture  Co.,  Hanover. 
Snyder  Bros.  TJpiholstering  Co.,  Wat- erloo. 
Stratford  Chair  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Strathroy. 
Toronto  Furniture  Co.,  Toronto 
Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

MAGAZINE  RACKS  AND  STANDS 
Baetz  Bros.  &  Co.,  Kitchener. 
Bell  Furniture  Co.,  Southampton. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Office  and  School  Furniture 

Co.,  Preston. 
Chesley  Furniture  Co.,  Chesley. 
Classic  Furniture  Co.,  Stratford. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Dymond-Cononial  Co.'s,  Strathroy. 
Elmira  Interior  Woodwork  Co.,  El- 

mira. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 

ronto. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
J,  Kreiner  &  Co.,  Kitchener. 
H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 
Lippert  Furniture  Co.,  Kitchener. 
And.  Malcolm  Furniture  Co.,  Kincar- dine. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 

Geo.  McLagan  Furniture  Co.,  Strat- ford. 
J.  C.  Mundell  &  Co.,  Flora. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
Preston  Chair  Co.,  Preston. 
Snyder  Bros.  Upholstering  Co.,  Wat- erloo. 
Strathroy  Furniture  Co.,  Strathroy. 
Walker  &  Clegg,  Wingliam. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

MORRIS  CHAIRS 

J.  P.  Albrough  &  Co.,  Ingersoll. 
Canada     Furniture  Manufa3turer8, 

Ltd.,  Woodstock 
F.  E.  Coom.be  Furniture  Co.,  Kincar- dine. 
Dominion  Furniture  Mfg.  Co.,  St. Therese,  Que. 

Ellis  Furniture  Co.,  Ingersoll. 
Farquharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 

G.  H.  Hachborn  &  Co.,  Kitchener. 
Imperial  Eattan  Co.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 
Walter  Mead  &  Co.,  Hanover. 
Morlock  Bros.,  Hanover. 
J.  C.  Mundell  &  Co.,  Elora. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Charles  Rogers  &•  Sons  Co.,  Toronto. 
Schierholtz  Furniture  Co.,  New  Ham- 

burg. 

Snyder  Bros.  Upholstering  Co.,  Wat- erloo. 
Standard  Upholstering  Co.,  Toronto. 
Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

SMOKERS'  SETS 
P.  E.  Coombe  Furniture  Co.,  Kincar- dine. 
Knechtel  Furniture  Co.,  Hanover. 
And.  Malcolm  Furniture  Co.,  Kincar- dine. 
Meaford  Mfg  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 
North  American  Furniture  Co.,  Owen 

Sound. 
National  Table  Co.,  Owen  Sound. 

WRITING    TABLES    AND  SECRE- 
TARIES 

Anthes  Furniture  Co.,  Kitchener. 
Baetz  Bros.  &  Co.,  Kitchener. 
Bell  Furniture  Co.,  Southampton. 
F.  E.  Coombe  Furniture  Co.,  Kincar- dine. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canada   Office   &  ScSiool  Furniture 

Co.,  Preston 
Chesley  Furniture  Co.,  Chesley. 
Classic  Furniture  Co.,  Stratford. 
Dominion   Furniture   Mfg.   Co.,  Sf. 

Therese,  Que. 
Durham  Furniture  Co..  Durham. 
Elmira  Furniture  Co.,  Elmira. 
Elmira  Interior  Woodwork  Co., Elmira. 

Kilgour  &  Bro.,  Beauiharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
H.  Krug  Furniture  Co.,  Kitchener. 
G.  .1.  Lippert  Table  Co.,  Kitchener. 
And.  Malcolm  Furniture  Co.,  Kincar- dine. 
Malcolan  &  Souter  Furniture  Co., 

Hamilton. 
Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 
Geo.  McLagan  Furniture  Co.,  Strat- ford. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co..  Owen 

Sound. 
Snyder  Bros.  Upholstering  Co.,  Wat- erloo. 

Spiesz  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Stratihroy. 
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Try  Our 

No.  291  E  Suite  in  Ivory  Enamel 

for  Something  Different 

Give  this  suite 

a  trial 

In  Flat  Ivory  Finish 

"for  preference 

We  know  that  it  will 

be  a  repeater 

No.  291  E  Suite,  Ivory  Enamel  Flat  Finish. 

I  'HE  making  of  Period  Patterns  at 
Popular  Prices  is  a  comparatively 

recent  policy  of  this  firm.  We  are  able 

to  offer  our  customers  complete  suites 

patterned  in  the  style  of  any  period  that 

is  selling — well  finished  and  at  a  very 

reasonable  price.  Good  outlines  and 

true  proportions  characterize  all  of  our 

designs.  The  No.  291  Suite  shown 

above  has  the  ball  turnings  of  the  Crom- 

wellian  period.  It  is  made  of  maple, 

finished  in  white  enamel  gloss  or  ivory 

enamel  flat  finish.  It  may  also  be  had 

in  mahogany  gloss  finish  at  a  saving. 

THE  KNECHTEL  FURNITURE  CO 
LIMITED 

HANOVER  ONTARIO 

111 



18 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER January,  1917 

St.  Lawrence  Furniture  Co.,  Riviere 
du  Loup,  Que. 

Toronto  Furniture  Co.,  Toronto. 
Windsor  Furniture  Co.,  Windsor,  N.S. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

Hall  r  urniture 

CONSOLE  TABLES  AND  MIRRORS 

Baetz  Bros.  &  Co.,  Kitchener. 
Canada  Furniture  Manuf  aeturers, 

Ltd.,  Woodstock. 
Hespeler  Furniture  Co.,  Hespeler. 
H.  Krug  Furniture  Co.,  Kitchener. 
And.  Mialcolim  Furniture  Co.,  Kincar- 

dine. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
Wunder  Fiirniture  Co.,  Kitchener. 

HALL  CHAIRS 

Baetz  Bros.  &  Co.,  Kitchener. 
Canada  Furniture  Manufaoturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
F.  E.  Coomibe  Furniture  Co.,  Kincar- 

dine. 
C.  P.  Gilimas  &  Frere,  Three  Rivers, 

Que. Elmina  Furniture  Co.,  Elmira. 
Hespeler  Furniture  Co.,  Hespeler. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 
H.  Krug  Furniture  Co.,  Kitchener. 
McGill  Ohair  Co.,  Cornwiall. 
Geo.  McLagan  Furniture  Co.,  Strat- 

ford. 
J.  C.  Mundell  &  Co.,  Elora. 
North   American   Bent    Chair  Co., 
Owen  Sound. 

North  American  Furniture  Co.,  Owen 
Sound. 

Preston  Chair  Co.,  Preston. 
Sfcanfold   Chair  Mfg.   Co.,  Stanfold. 

Que. Stratford  Ohair  Co.,  Stratford. 
Wunder  Furniture  Co.,  Kitchener. 

HALL  CLOCKS 

Baetz  Bros.  &  Co.,  Kitchener. 
Jacques  Furniture  Co.,  Kitchener. 

HALL  SEATS  AND  MIRRORS 

Anthes  Furniture  Co.,  Kitchener. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Ohesley  Furniture  Co.,  Chesley. 
Dymond-Colonial  Co.  's,  Strathroy. 
D.  Hibner  Furniture  Co.,  Kitchener. 
H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Ohesley. 
Lippert  Furniture  Co.,  Kitchener. 
Geo.  McLagan  Furniture  Co.,  Strat- ford. 
Meaford  Mfg.  Co.,  Meaford. 
Markdale  Furniture  Co.,  Markdale. 
North  American  Furniture  Co.,  Owen 

Sound. 
Peppier  Bros.,  Hanover, 
('harles  Rogers  &  Sons  Co.,  Toronto, 
-fames  Smart  Mfg.  Co.,  Brockville. 
Wuiuler  Furniture  Mfg.  Co., 

Kitchener. 

HALL  TREES 

Baetz  Bros.  &  Co.,  Kitchener. 
Canada     Furniture  Manufacturers, 

I/fcd.,  Woodstock. 

Classic  Furniture  Co.,  Stratford. 
Chesley  Furniture  Co.,  Ohesley. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Hespeler  Furniture  Co.,  Hespeler. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Ideal  Bedding  Co.,  Toronto. 
H.  Krug  Furniture  Co.,  Kitchener. 
Lindsay   Library   &  Office  Fittings, Lindsay. 

Geo.  McLagan  Furniture  Co.,  Strat- ford. 
J.  C.  Mundell  &  Co.,  Elora. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  bound. 
North  American  Bent  Chair  Co., 
Owen  Sound. 

North  American  Furniture  Co.,  Owen 
Sound. 

Peppier  Bros.,  Hanover. 
Snyder  Bros.  Upholstering  Co.,  Wat- erloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

HALL  RACKS 

Authes  Furniture  Co.,  Kitchener. 
Chesley  Furniture  Co.,  Chesley. 
Canada     Furniture  Mannfacturers, 

Ltd.,  Woodsitock. 
Classic  Furniture  Co.,  Scratford. 
Dominion  Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Dymond-Colonial   Co.'s,  Strathroy. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Kilgour   Bros.    &    Co.,  Beauharnois, 

Que. 

Lippert  Furniture  Co.,  Kitchener. 
Meaford  Mfg.  Co.,  Meaford. 
Geo.  McLagan  Furniture  Co.,  Strat- 

ford. 
Peppier  Bros.,  Hanover. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

UMBRELLA  STANDS 

.^nthes  Furniture  Co.,  Kitchener. 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock 
Classic  Furniture  Co.  Stratford. 
Chesley  Furniture  Co.,  Chesle3'. 
F.  E.  Coombe  Furniture  Co.,  Kincar- dine. 

Dymond-Colonial  Co  's,  Strathroy. 
Eiifi.-?!!  Furultuif-  Co..  Kliuira 
Elmira  Interior  Woodwork  Co., 

Elmira. 
Elora  Furniture  Co.,  Elora. 
Glaeser  &  Leinberger,  Hanover. 
Hespeler  Furniture  Co.,  Hespeler. 
.7.  Kreiner  &  Co.,  Kitchener. 
H.  Krug  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Geo.  McLagan  Furniture  Co.,  Strat- ford. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
Peppier  Bros.,  Hanover. 
Snyder  Bros.  TJpholsterinig  Co.,  Wat- erloo. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

Kitch  en  and  Laundry 

BAKE,  AND  IRONING  BOARDS 
Chesley  Furniture  Co.,  Chesley. 
H.  E.  Furniture  Co.,  Milverton. 
Krug  Bros.  &  Co.,  Chesley. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

CHAIRS 
Ball  Furniture  Co.,  Limited,  The, 

Hanover. 
Canada  Furniture  Manufacturere, 

Ltd.,  Woodstock. 
Chesley  Chair  Co.,  Ltd.,  Chesley. 
Danville  Chair  &  Specialty  Co.,  Dan- ville, Que. 

Dominion  Chair  Co.,  Limited,  Bass 
River,  N.S. 

Durham  Furniture  Co.,  Durham. 
Fraserville  Chair  Company,  Fraser- ville,  Que. 

C.  P.  Gilinas  &  Frere,  Three  Rivers, 

Que. 

Giddings,  Limited,  Granby,  Que. 
Harriston  Furniture  Mfg.  Co.,  Har- 

riston. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Kilgour    Bros.    &    Co.,  Beauharnois, 

Que. 

Krug  Bros.  &  Co.,  Chesley. 
Knechtel  Furniture  Co.,  Hanover. 
McGill  Chair  Co.,  Cornwall. 
North   American    Bent    Ohair  Co., 
Owen  Sound. 

Neustadt  Mfg.  Co.,  Neustadt. 
J.  Oliver  &  Sons,  Ltd.,  Ottawa. 
Otterville  Mfg.  Co.,  Otterville. 
Roxton  Mill  &  Ohair  Co.,  Waterloo, 

Que. 

Stanfold  Ohair  Mfg.  Co.,  Stanfold. 

Que. 

George  Valliere,  Quebec,  Que. 
Victoriaville  Chair  Co.,  Limited,  Vic- toriaville,  Que. 

CLOTHES  DRIERS 
Stratford  Mfg.  Co.,  Stratford. 

CLOTHES  WRINGERS 
J.  H.  Connor  &  Sons,  Ottawa. 

CUPBOARDS 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Durham  Furniture  Co.,  Durham. 
Eastern  Townships  Furniture  Mfg. 

Co.,  Arthabaska. 
H.  E.  Furniture  Co.,  Milverton. 
Harriston  Furniture  Mfg.  Co.,  Har- 

riston. 
Hepworth  Mfg.  Co.,  Hepworth. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
J.  Oliver  &  Sons,  Ottawa. 
St.  Lawrence  Furniture  Co.,  Riviere du  Loup,  Que. 

CURTAIN  STRETCHERS 

Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

KITCHEN  CABINETS 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Eastern  Townships  Furniture  Mfg. 

Co.,  Arthabaska,  Que. 
Wm.  Gray,  Sons  &  Campbell. 

Chatham,  Ont. 
Hani  &  Nott,  Brantford. 
Harriston  Furniture  Mfg.  Co.,  Har- 

riston. 
Hepworth  Mfg.  Co.,  Hepworth. 
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THE  GOLD  MEDAL  LINE 

Living  Room  Furniture 

o/  Character 

We  have  a  nice  range  of  designs  in  Chesterfields  and  Easy  Chairs 
as  well  as  an  extensive  line  of  Jacobean  and  William  and  Mary 
Chairs  and  Rockers.  Our  prices  are  low,  consistent  with  the  high 

quality  of  construction  and  finish. 

No.  692 

This  is  one  of 
our  best  sellers 

You  can  make  no  mistake  in  stocking 

up  with  Hercules  Bed  Springs  and 
Purity  Mattresses  at  present  prices. 

THE  GOLD  MEDAL  FURNITURE  MFG.  COMPANY 
Limited 

TORONTO MONTREAL WINNIPEG UXBRIDGE 
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Hourd  &  Co.,  London. 
H.  E.  rumiture  Co.,  Milverton. 
Knechtel  Furniture  Co.,  Hanover. 
Knechtel  Kitchen  Cabinet  Co.,  Han- 

over 
Krug  Bros.  &  Co.,  Chesley. 
Mark  dale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
J.  Oliver  &  Sons,  Ottawa. 
Stratford  ]VIfg.  Co.,  Stratford. 
Thompson  Kanuck  Kite-hen  Cabinet 

Co.,  Belleville. 
Watson,  Ltd.,  Bradford. 

PORCELAIN  TABLES 
H.  E,  Furniture  Co.,  Milverton. 

SAFES 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 

STEP-LADDER  CHAIRS 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

STOVES  AND  RANGES 
Beach  Foundry  Co.,  Ottawa. 
Burrow,  Stewart  &  Milne,  Hamilton. 
Canadian  Heating  &  Ventilating  Co., 
Owen  Sound. 

Clare  Bros.,  Preston. 
Gait  Stove  &  Furnace  Co.,  Gait. 
Enterprise  Foundry    Co.,  Sackvillo 

N.B. 
Findlay  Bros.,  Carleton  Place. 
Guracy  Foundry  Co.,  Toronto 
Hall-Zryd  Foundry  Co.,  He&peler. 
Hamilton  Stove  <S:  Htater  Co.,  Hamil- 

ton. 
Kir-Ben,  Limited,  Almonte,  Ont. 
McClary  IMfg.  Co.,  London. 
Moffat  Stove  Co.,  Weston. 
D.  Moore  Co.,  Hamilton. 
Jas.  Smart  Mfg.  Co.,  Brockville. 
Jas.  Stewart  Mfg.  Co.,  Woodstock. 
Supreme  Heating  Co.,  Welland. 

TABLES 
Canada     Furniture  Manufacturers, 

Ltd.,  Woods  lock. 
Chesley  Furniture  Co.,  Chesley. 
Gushing  Bros.,  Calgary. 
Durham  Furnitu.'e  Co.,  Durham. 
Eastern  Townships   Furniture  Mfg. 

Co.,  Arthabaska,  Que.  C 
Kilgour  &  Bros.,  Ltd.,  Beauharnois, 

Que. Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
H.  Krug  Furniture  Co.,  Kitchener. 
D.  H.  Langlois  &  Co.,  St.  John's,  Que. 
Lucknow  Table  Co.,  Lucknow. 
Hepworth  Mfg.  Co.,  Hepworth. 
D.  Hibner  Furniture  Co.,  Kitchener. 
G.  .J.  Lippert  Table  Co.,  Kitchener. 
Maydwell  Mfg.  Co.,  Toronto. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
J.  Oliver  &  Sons,  Ottawa. 
Peppier   Bros.,  Hanover. 
Spiesz  Furniture  Co.,  Hanover. 
St.  Lawrence  Furniture  Co.,  Eiviere 

du  Loup,  Que. 
Strathroy  Furniture  Co.,  StrathrOy. 
Victoriaville  Furniture  Co.,  VictorLa- 

ville,  Que. 
Windsor  Furniture  Co.,  Windsor,  N.S. 
Weiler  Bros.,  Victoria,  B.C. 

TUB  STANDS 
J.  H.  Connor  &  Sons,  Ottawa. 
Otterville  Mfg  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

REFRIGERATORS 
Eureka  Refrigerator  Co.,  Toronto. 
Ham  &  Nott,  Brantford. 

John  Hillock  &  Co.,  Toronto. 
Sanderson,  Harold,  Co.,  Paris. 
James  Smart  Mfg.  Co.,  Brockville. 

WASHING  MACHINES 
E.  H.  Briggs  Co.,  Winnipeg. 
.J.  H.  Connor  &  Sons,  Ottawa. 
Cummer-Dowswell,  Hamilton. 
Excello  Motor  Washer  Co.,  Kitchener. 
Geo.  C.  Kaitting  &  Son,  Gait. 
D.  Maxwell  &  Sons,  St.  Mary's. 
One  Minute  Wasiher  Co.,  Toronto. 
James  Smart  Mfg.  Co.,  Brockville. 

Bathroom  Furniture 

BATHROOM  FITTINGS 

Gendron  Mfg.  Co.,  Toronto. 
MEDICINE  CABINETS 

Canada     Furniture  M^mufaeturers, 
Ltd.,  Woodstock. 

Chesley  Furniture  Co.,  Chesley. 
Dymond-Colonial   Co.'s,  Strathroy. 
Dominion  Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Durham  Furniture  Co.,  Durham. 
Gendron  Mfg.  Co.,  Toronto. 
H.  B.  Furniture  Co.,  Milverton. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
Meaford  Mfg.  Co.,  Meaford. 
Markdale  Furniture  Co.,  Markdale. 
Matthews  Bros.,  Toronto. 
Maydwell  Mfg.  Co.,  Toronto. 
North  American  Furniture  Co.,  Owen 

Sound. 
J.  Oliver  &  Sons,  Ottawa. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
D.  L.  Shafer  Co.,  St.  Thoanias. 

MIRRORS 

See  Novelties. 

STOOLS 
See  Novelties. 

Verandah,  Lawn  and  Camp 

AWNINGS  AND  WINDOW  SHADES 
Geo.  H.  Hees  &  Sons  Co.,  Toronto. 
Fred  G.  Soper  Co.,  Toronto. 

CAMP  STOOLS 
Ideal  Bedding  Co.,  Toronto. 
Krug  Bros.  &  Co.,  Chesley. 
Maydwell  Mfg.  Co.,  Toronto. 
Otterville  Mfg.  Co.,  Otterville. 
Roxton  Mill  &  Chair  Co.,  Waterloo, 

Quebec. Stratford  Mfg.  Co.,  Stratford. 
Southampton  Seating  Co.,  Southamp- 

ton. 
CAMP  BEDS  AND  COTS 

(See  Iron  and  Brass  Beds). 
Colleran  Spring  Bed  Co.,  Ltd., 

Toronto. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 

ronto. 
Kindel  Bed  Co.,  Toronto. 
Krug  Bros.  &  Co.,  Chesley. 
Maydwell  Mfg.  Co.,  Toronto. 
Otterville  Mfg.  Co.,  Otterville. 
J.  Oliver  &  Sons,  Ottawa. 
Progress  Spring  Bed  Co.,  Montreal. 
Stratford  Mfg.  Co.,  Stratford. 

CHAIRS,  ROCKERS  AND  SETTEES 
Baetz  Bros.  &  Co.,  Kitchener. 
F.  Bibby  &  Co.,  Dun  das. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 

Canadian  Rattan  Chair  Co.,  Victoria- ville,  Que. 

Chesley  Chair  Co.,  Chesley. 
Danville  Chair  Co.,  Danville,  Que. 
FraserviUe    Chair    Co.,  Fraserville, 

Que. 

Gendron  Mfg.  Co.,  Toronto. 
C.  P.  Gilinas  &  Frere,  Three  Eivere. 

Que. 

Imperial  Rattan  Co.,  Stratford. 
W.  B.  Jennings,  St.  Thomas. 
Krug  Bros.  &  Co.,  Chesley. 
Malcolm  Co.,  Limited,  Vancouver. 
North    American    Bent    Ohair  Co., Owen  Sound. 
Royal  Chair  Co.,  Quebec,  Que. 
Boxton  Mill  &  Chair  Co.,  Waterloo, 

Que. 

Snyder  Bros.  Upholstering  Co.,  Wat- erloo. 

Southampton  Seating  Co.,  Southamp- ton. 
Stanfold   Chair  Mfg.   Co.,  Stanfold, 

Que/bec. 
Stratford  Mfg.  Co..  Stratford. Jno.  Watson  Mfg.  Co.,  Ayr. 

COUCH  HAMMOCKS 
Gait  Robe  Co.,  Gait. 
Ideal  Bedding  Co.,  Toronto. 
ParkhiU   Mfg.    Co.,   Ltd.,  Montreal, 

Winnipeg,  Vancouver. 
Steel  Furnishing  Co.,  New  Glasgow, 

N.S. 

FOLDING  CHAIRS 
Berlin  Interior  Hardwood  Co., Kitchener. 
Berlin  Oflace  &  Fixture  Co., Kitchener. 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Rattan  Chair  Co.,  Victoria- ville.  Que. 
Canadian  Steel  Specialty  Company, Grimsby. 

Chesley  Ohair  Co.,  Chesley. 
Ideal  Bedding  Co.,  Toronto. 
Krug  Bros.  &  Co..  Cheslev. 
McGill  Chair  Co.,  Cornwall. 
North    American    Bent    Chair  Co., Owen  Sound. 
Otterville  Mfg.  Co.,  Otterville. 
Roxton  Mill  &  Chair  Co.,  Waterloo 

Que. 

'Stratford  Mfg.  Co.,  Stratford. 

FOLDING  TABLES 

Canada     Furniture  Manufa<;turers, Ltd.,  Woodstock. 
Canadian  Rattan  Ohair  Co.,  Victoria- ville.  Que. 
Chesley  Furniture  Co.,  Chesley. 
Durham  Furniture  Co.,  Durham. 
Hourd  &  Co.,  London. 
Krug  Bros.  &  Co.,  Chesley. 
National  Table  Co.,  Owen  Sound. 
Otterville  Mfg.  Co.,  Otterville. 
J.  Oliver  &  Sons,  Ottawa. 
Roxton  Mill  &  Chair  Co.,  Waterloo, 

Quebec. 
Strathroy  Furniture  Co.,  Strathroy. 
Stratford  Mfg.  Co.,  Stratford. 

HAMMOCKS 

Dominion  Hammock  Co.,  Dunnville. 
Gait  Eobe  Co.,  Gait. 

LADDERS 
Stratford  Mfg.  Co.,  Stratford. 
Otterville  Mfg.  Co.,  Otterville. 

LAWN  SEATS  AND  SWINGS 
Canadian  Buffalo  Sled  Co.,  Preston. 
Canadian  Rattan  Co.,  Victoriaville, 

Que. 
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Baby  Vehicles 

Are  Different 

REED  CARRIAGES — In  addition  to  being  made  of 
bcfore-the-war  quality  reed,  thej'  are  equipped  with 
the  new  Sidway  steel  wheel,  which  gives  all  the 
strength  of  an  artillery  wheel,  more  beauty  and  less 
cost. 

COLLAPSIBLE  CARRIAGES— All  Sidways  are  equip- 
ped with  adjustable,  long  leaf  springs.  You  can  in- 

crease the  resistance  as  baby  gains  weight. 

SULKIES — ^Our  Feature  Sulky  has  a  hinged,  double 
seat.  It  can  be  unfolded  to  make  a  long,  comfortable 
bed. 

Our  1917  Catalog  illustrates  many  more  reasons  why  you  should  carefully  con- 
sider Sidway  Service  before  making  your  1917  selections.     Write  for  it. 

SIDWAY  MERCANTILE  CO. 

New  Address 
Permanent  Showroom 

215-7-9  VICTORIA  STREET TORONTO 

By  reputatioD 

one  of  the  leading 
furniture  firm§ 
of  the  continent 

OUR  1917 

SHOWING 

Correct  Period  Suites 

for  Bed  Room  and 

Dining  Room 

POPULARLY  PRICED 

On  Show  in 

Our  Grand  Rapids  Showrooms 
Keeler  Building,  Grand  Rapids 

January  2nd. 

TORONTO  FURNITURE  CO. 
LIMITED 

Showrooms  &  Cabinet  Shops 

TORONTO 
CANADA 

^DU  PDNTrv 14BR1KQU 

Craftsman 

Quality The 

Improved 
Leather 

Substitute 

UPHOLSTEREES  are  
con- 

fronted witli  tlie  ques- 
tion: "Where  skall  we 

get  our  supply  of  leatlier  at 
affordable  prices  ? ' '  Frankly, 
answers  are  not  assuring  ivor consoling. 

But  why  worry  when  there  is 
a  most  acceptable  and  satis- 

factory upholstery  material available  in  any  quantity,  and 
surpassing  in  wear-ability  any- 

thing save  the  highest  priced 

genuine  grain  leather? 
We  are  selling  more  CRAFTS- 

MAN QUALITY  to-day  than 
ever  before, — a  proof  that  it 
is  a  most  acceptable  and 
popular  upholstery  material. 
The  adoption  of  CRAFTS- MAN QUALITY  FABRIKOID 
is  a  final,  practical,  economical 
and  satisfactory  solution  of 
upholstery  material  problems. 
Write  for  samples  of  CRAFTS- 

MAN QUALITY  FABRIKOID 
— the  improved  and  guaran- 

teed leather  substitute. 

Du  Pont  Fabrikoid  Company 
Toronto  Ontario 

FACTORIES  : 
Newburgh,  N.Y.       Fairfield,  Conn.       Toronto.  Ont. 
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Danville  Ohair  &  Specialty  Co.,  Dan- 
ville, Que. 

J.  C.  Mundell  &  Co.,  Elora. 
Stratford  Mfg.  Co.,  Stratford. 
James  Smart  Mfg.  Co.,  Brockville. 
W.  F.  Vilas,  Cowansville,  Que. 

PARK  SEATS 
Stratford  Mfg.  Co.,  Stratford. 
James  Smart  Mfg.  Co.,  Brockville. 
John  Watson  Mfg.  Co.,  Ayr. 

EEED  AND  RATTAN  FURNITURE 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Rattan  Chair  Co.,  Victoria- 

ville.  Que. 
Gendron  Mfg.  Co.,  Toronto. 
Imperial  Rattan  Co.,  Stratford. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
J.  E.  Smith  &  Co.,  Windsor,  N.S. 

SEAGRASS  FURNITURE 
W.  B.  Jennings  Co.,  St.  Thomas. 
The  Malcolm  Co.,  Vancouver,  B.C. 

WILLOW  FURNITURE 
F.  Bibby  &  Co.,  Dundas. 
Brantford  Willow  Works, '  Brantford. Imperial  Eattan  Co.,  Stratford. 
MLalcolm  Co.,  Limited,  Vancouver. 

Office  Furniture 

BOARDROOM  TABLES 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canada  Office   &  School  Furn.  Co., 

Preston. 
Chesley  Furniture  Co.,  Chesley. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
F.  E.  Coombe  Furn.  Co.,  Kincardine. 
Elmira  Interior  Woodwork  Co., 

Elmira. 
Globe  Furniture  Co.,  Waterloo. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Chesley. 
J.  C.  Mundell  &  Co.,  Elora. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
Office  Specialty  Co.,  Newmarket. 
John  B.  Snider,  Waterloo. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 
Toronto  Furniture  Co.,  Toronto. 

BOOKCASES 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Globe  Furniture  Co.,  Waterloo. 
Globe- Wernicke  Co.,  Stratford. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
Geo.  McLagan  Furn.  Co.,  Stratford. 
Meaford  Mfg.  Co.,  Meaford. 
North  American  Furniture  Co.,  Owen 

Sound. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec! 

CHAIRS 
Ball  Furniture  Co.,  Hanover. 
Bell  Furniture  Co.,  Southampton. 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
Canadian  Office  &  Sohool  Furniture 

Co.,  Preston. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Chesley  Chair  Co.,  Chesley. 

Collie-Cockerill  Mfg.  Co.,  Aurora. 
F.   E.   Coombe   Furniture   Co.,  BLin- cardine. 
Danville  Chair  &  Specialty  Co.,  Dan- ville, Que. 
Elmira  Interior  Woodwork  Co.,  El- mira 

Elmira  Furniture  Co.,  Elmira. 
Fraserville    Chair    Co.,    Riviere  du 

Loup,  Quebec. 
Globe  Furniture  Co.,  Waterloo. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Knecihtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros  &  Co.,  Chesley. 
McGill  Chair  Co.,  Cornwall. 
John  C.  Mundell  &  Co.,  Elora. 
North    American    Bent    Chair  Co., 
Owen  Sound. 

Owen  Sound  Chair  Co.,  Owen  Sound. 
Stanfold  Chair  Mfg.  Co.,  Stanfold, 

Quebec. Stratford  Chair  Co.,  Stratford. 
John  B.  Snyder,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

DESKS— FLAT  AND  ROLL-TOP 
Baird  Bros.,  Plattsville. 
Beach  Furniture  Co.,  Cornwall. 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Dominion  Furniture  Mfg.  Co.,  St. 

Therese,  Que. 
Elmira  Interior  Woodwork  Co., Elmira. 

Krug  Bros.  &  Co.,  Chesley. 
Kilgour  &  Bros.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
A.  Malcolm  Furniture  Co.,  Kincar- dine. 
Markdale  Furniture  Co.,  Markdale. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
J.  Oliver  &  Sons,  Ottawa. 
Paquet   &  Godbout,  St.  Hyiaeinthe, 

Que. 

Preston  Furniture  Co.,  Preston. 
Charles  Rogers  &  Sons  Co.,  Toronto. 
Strathroy  Furniture  Co.,  Strathroy. 
Stratford  Desks,  Ltd.,  Stratford. 
John  B.  Snider,  Waterloo. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Steel  Equpiment  Co.,  Ottawa. 
Windsor  Furniture  Co.,  Windsor,  N.S. 

DESKS— STANDING 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
Canada     Furniture  Manufacturers, -  Woodstock. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Elmira  Interior  Woodwork  Co., 

Elmira. 

Globe-Wernicke  Co.,  Stratford. 
Globe  Furniture  Co.,  Waterloo. 
Knechtel  Furniture  Co.,  Hanover. 
A.  Malcolm  Furn.  Co.,  Kincardine. 
.John  B.  Snider,  Waterloo. 
Stratford  Desks,  Ltd.,  Stratford. 

FILING  CABINETS  AND  SUPPLIES 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Collie-Cockerill  M^^"  Co,  Aurora 
Classic  Furniture  Co,  Stratford 
Elmira  Interior  Woodwork  Co.,  El- mira. 

Globe-Wernicke  Co.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
Geo.  McLagan  Furniture  Co.,  Strat- ford. 
•Steel  Equipment  Co.,  Ottawa. 

OFFICE  TRUCKS 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Collie-Cockerill  Mfg.  Co.,  Aurora. 
Elmira  Interior  Woodwork  Co., 

Elmira. 
Hespeler  Furniture  Co.,  Hespeler. 

SETTEES 
Berlin  Interior  Hardwood  Co., 

Kitchener. 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Rattan  Chair  Co,  Vietoria- ville,  Que. 

Canada  Office  &  School  Furniture  Co., 
Preston. 

Collie-Cockerill  Mfg.  Co.,  Aurora. 
Elmira  Interior  Woodwork  Co., 

Elmira. 
Elmira  Furniture  Co.,  Elmira 
Globe  Furniture  Co.,  Waterloo. 
Imperial  Rattan  Co.,  Stratford. 
H.  Krug  Furniture  Co.,  Kitchener. 
J.  C.  Mundell  &  Co.,  Elora. 
Snyder  Bros.  Upholstering  Co.,  Wat- erloo. 

Walker  &  Clegg,  Wingham. 

STOOLS 

Ball  Furniture  Co.,  Hanover. 
Bell  Furniture  Co.,  Southamipton. 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Chesley  Chair  Co.,  Chesley. 
F.  E.  Coombe  Furniture  Co.,  Blincar- dine. 
Danville  Chair  Co.,  Danville,  Que. 
Elmira  Furniture  Co.,  Elmira. 
Elmira  Interior  Woodwork  Co.,  El- 

mira. 
Globe  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Mfg.  Co., 

Toronto. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
J.  C.  Mundell  &  Co..  Elora. 
McGill  Chair  Co.,  Cornwall. 
North  American  Bent  Chair  Co., 
Owen  Sound. 

Otterville  Mfg.  Co.,  Otterville. 
Snyder  Bros.  Upholstering  Co.,  Wat- erloo. 
Stratford  Chair  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 

TABLES 
Bell  Furniture  Co.,  Southampton. 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Chesley  Furniture  Co.,  Chesley. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Elmira  Furniture  Co.,  Elmira. 
Elmira  Interior  Woodwork  Co.,  El 

mira. 
Globe  Furniture  Co..  Waterloo. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Cheslev. 
G.  .7.  Lippert  Table  Co..  Kitchener. 
J.  C.  Mundell  &  Co.,  Elora. 
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One  of  Our 

New  Living  Room  Designs 

Illustrating  our  No.  2004  Upholstered 

Arm  Chair  with  tapestry  over  spring 

seat,  made  in  quarter  cut  oak  with 
rocker  to  match. 

For  the  biggest  part  of  your  trade  for 

folks  you  want  to  give  big  values  to — 

every-day  people  who  make  up  the 
bulk  of  your  business,  the  line  of  N.  A. 

Bent  Chairs  is  full  of  possibilities.  . 

Write  for  copy  of  our  catalogue 
and  prices 

THE  NORTH  AMERICAN  BENT  CHAIR  CO. 
LIMITED 

OWEN  SOUND,  ONTARIO 

lllllllll iniiiiiiiiiiiiiiiiiiiiiiiiiii 

OUR  GUARANTEE 

without  time  limit,  stands  behind  the  silvering  of  our 

COPPER  PLATED  MIRRORS 

There  will  positively  be  no  return  for  resilvering  of 

mirrors  protected  by  our  electro-plating  process;  and 
they  cost  no  more  than  the  ordinary  kind. 

Manufactured  by 

PHILLIPS  MANUFACTURING   CO.,  LIMITED 

258  to  326  CARLAW  AVENUE TORONTO,  ONTARIO 
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A.  Malcolm  Furniture  Co.,  Kinear- dine. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
Preston  Furniture  Co.,  Preston. 
Peppier  Bros.,  Hanover. 
Strathroy  Furniture  Co.,  Strathroy. 
Stratford  Desk  Co.,  Stratford. 
John  B.  Snider,  Waterloo. 
Stratford  Desks,  Ltd.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Eiviere 

du  Loup,  Quebec. 
Snyder  Bros.  Uphols'tering  Co.,  Wat- erloo. 
Windsor  Furniture  Co.,  Windsor,  N.S. 

TYPEWRITER  DESKS 
Baird  Bros.,  Plattsville. 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
Canada     Furniture  Manufacturers', 

Ltd.,  Woodstock. 
Canadian  Oflace  &  School  Furniture 

Co.,  Preston. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Dominion    Furniture    Mfg.    Co.,  St. 

Therese,  Que. 
Elmira  Interior  Woodwork  Co., 

Elmira. 
Globe-Wernicke  Co.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
A.   Malcolm  Furniture   Co.,  Kinaar- 

dine. 
Preston  Furniture  Co.,  Preston. 
John  B.  Snider,  Waterloo. 
Stratford  Desks,  Ltd.,  Stratford. 

WARDROBES 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Collie-Cockerill  Mfg.  Co.,  Aurora. 
Canada  Ofiice  &  School  Furniture  Co., 

Preston. 
Knechtel  Furniture  Co.,  Hanover. 
Meaford  Mfg.  Co.,  Meaford. 
Preston  Furniture  Co.,  Preston. 
Peppier  Bros.,  Hanover. 
Stratford  Desks,  Ltd.,  Stratford. 

WASTE  BASKETS 
See  Novelties. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock.  - 
Elmira  Interior  Woodwork  Co.,  El- 

mira. 
Globe-Wernicke  Co.,  Stratford. 
Imiperial  Battan  Co.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Malcolm   &    Souter    Furniture  Co., 

Hamilton. 
J.  C.  Mundell  &  Co.,  Elora. 
Preston  Furniture  Co.,  Preston. 

Church  and  School  Furniture 

ASSEMBLY,  HALL  AND  THEATRE 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
Berlin  Office  and  Fixture  Co., 

Kitchener. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Canadian  Steel  Specialty  Company, 

Grimsby. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Chesley  Chair  Co.,  Chesley. 
Danville  Chair  &  Specialty  Co.,  Dan- 

ville, Que. 
Dominion  Chair  Co.,  Bass  River,  N.S. 
Fraserville  Chair  Co.,  Fraserville. 
Globe  Furniture  Co.,  Waterloo. 
Ideal  Bedding  Co.,  Toronto. 

North    American    Bent    Chair  Co., 
Owen  Sound. 

J.  Oliver  &  Sons,  Ottawa. 
Owen  Sound  Chair  Co.,  Owen  Sound. 
Otterville  Mfg.  Co.,  Otterville. 
Royal  Chair  Co.,  Quebec. 
Stratford  Mfg.  Co.,  Stratford. 
Stanfold  Chair  Mfg.  Co.,  Stanfold. 
James  Smart  Mfg.  Co.,  Brockville. 
Fred  Thompson,  Southam])ton. 
Valley  City  Seating  Co.,  Dundas. 

BLACKBOARDS 
Globe  Furniture  Co.,  Waterloo. 

CHURCH,  SCHOOL  AND  LODGE 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
Berlin  Office  &  Fixture  Co.,  Kitchener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. Canadian   Steel  Specialty  Company, Grim.sby. 

Globe  Furniture  Co.,  Wiaterloo. 
J.  C.  Mundell  &  Co.,  Elora. 
North    American    Bent    Chair  Co., 

Owen  Sound. 
National  Table  Co.,  Owen  Sound. 
J.  Oliver  &  Sons,  Ottawa. 
James  Smart  Mfg.  Co.,  Brockville. 
John  B.  Snider,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
St.  Lawrence  Furniture  Co.,  Eiviere 

du  Loup,  Quebec. 
Valley  City  Seating  Co.,  Dundas. 
W.  F.  Vilas,  Cowansville,  Que. 
Watson,  Ltd.,  Bradford. 
Westport  School  Furniture  Co.,  West- 

port. 

Walker  &  Clegg,  Wingham. 

LODGE  SETTEES,  PEDESTALS,  AL- 
TARS, ETC. 

Berlin  Office  &  Fixture  Co., 
Kitchener. 

•    Canadian  Office  &  School  Furniture 
Co.,  Preston. 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

McGill  Chair  Co.,  Cornwall. 
Walker  &  Clegg,  Wingham. 

PRAYER  DESKS 

D.  H.  Langlois  &  Co.,  St.  John's,  Que. 

Upholstered  Furniture 

CHESTERFIELDS 

J.  P.  Albrough  &  Co.,  Ingersoll. 
Baetz  Bros.  &  Co.,  Kitchener. 
Canada  Furniture  Manufacturers, 

litd.,  Woodstock. 
F.  E.  Coomibe  Furniture  Co.,  Kincar- dine. 
De  Luxe  Upholstering  Co.,  Kitchener. 
Farquharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 
Geo.  H.  Haehborn  &  Co.,  Kitchener. 
Imperial  Furniture  Co.,  Toronto. 
Imperial  Rattan  Co.,  Stratford. 
Jeffries  Furniture  Co.,  Welland. 

•  H.  Krug  Furniture  Co.,  Kitchener. 
Snyder  Bros.  Upholstering  Co.,  Wat- erloo. 
Walker  &  Clegg,  Wingham. 

COUCHES 
J.  P.  Albrougih  &  Co.,  Ingersoll. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
F.  E.  Coomibe  Furniture  Co.,  Kincar- dine. 

Dominion  Furniture  Mfg.  Co.,  St. Therese,  Que. 

Dymond-Colonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Farquharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 

Geo.  Haehborn  &  Co.,  Kitchener. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Imperial  Furniture  Co.,  Toronto. 
Imperial  Rattan  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 
Jeffries  Furniture  Co.,  Welland. 
Kindel  Bed  Co.,  Toronto. 
Kilgour  &  Bros.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
H.  Krug  Furniture  Co.,  Kitchener. 
Walter  Meads  Upholstering  Co.,  Han- 

over. 
Montreal  Upholstering  Co.,  Montreal. 
Morlock  Bros.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Ontario  Spring  Bed  &  Mattress  Co., London. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Schierholtz  Furniture  Co.,  New  Ham- 

burg. 

Snyder  Bros.  Upholstering  Co.,  Wat- erloo. 

Standard  Upholstering  Co.,  Toronto. 
Steel  Furnishing  Co.,  New  Glasgow, 

N.S. 

Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

COUCH  FRAMES 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Ellis  Furniture  Co.,  Ingersoll. 
Elmira  Interior  Woodwork  Co., Elmira. 

Farquharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 

ronto. 
Knechtel  Furniture  Co.,  Hanover. 
James  Steele  &  Co.,  Guelph. 

DAVENPORTS 
Baetz  Bros.  &  Co.,  Kitchener. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
F.  E.  Coombe  Furniture  Co.,  Kincar- dine. 

Dymond-Colonial  Co.'s,  Strathroy. 
Elmira  Furniture  Co.,  Elmira. 
Farquharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 
Geo.  H.  Haehborn  &  Co.,  Kitchener. 
Ideal  Bedding  Co.,  Toronto. 
Jeffries  Furniture  Co.,  Welland. 
Kilgour  Davenport  Co.,  Toronto. 
H.  Krug  Furniture  Co.,  Kitchener. 
Lijipert  Furniture  Co.,  Kitchener. 
Montreal  Upholstering  Co.,  Montreal. 
J.  C.  Mundell  &  Co.,  Elora. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Scihierholtz  Furniture  Co.,  New  Ham- 

burg. 

Snyder  Bros.  Upholstering  Co.,  Wa- terloo. 
Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 

DAVENPORT  BEDS 

(See  also  Iron  and  Brass  Beds). 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Dymond-Colonial  Co.'s,  Strathroy. 
Farqubarson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 

ronto. 
Geo.  H.  Haehborn  &  Co.,  Kitchener. 
Ideal  Bedding  Co.,  Toronto. 
Imperial  BMt&n  Co.,  Stratford. 
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ARE  YOU  PUTTING  EFFICIENT 

METHODS  INTO  YOUR  BUSINESS  • 

ARE  YOU  buying  your  furniture  along  the  line  of 
least  resistance. 

ARE  YOU  seeing  the  maximum  lines  in  the  minimum 
time  ? 

ARE  YOU  seeing  alongside  of  each  other  the  many 
f',oncrete  ideas  of  progressive  furniture 
manufacturers,  produced  to  meet  the 
various  needs  of  your  trade? 

ARE  YOU  comparing  quickly,  with  certainty,  elimin- 
ating what  your  selling  conditions  do  not 

require,  and  thus  securing  just  the  right 

goods? 

That's  the  Chief  Opportunity  Presented  by  the 

New  York  Furniture  Exposition 

January  1  5th  to  February  3r(d,  1917 

at  the  New  York  Furniture  Exchange 

Lexington  Avenue  -  46th  to  47th  Streets 

The  ideal  market  place  from  the  standpoint  of  every 
buying  and  selling  problem  you  have. 

Tt  is  a  furniture  demonstration  bristling  with  profitable 

suggestions. 

SUBSTITUTE  POSITIVE  INFORMATION 

FOR  GUESSWORK 

Attend  the  Exposition 
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Kindel  Bed  Co.,  Toronto. 
Lippert  Furniture  Co.,  Kitchener. 
Montreal  Upholstering  Co.,  Montreal. 
John  C.  Mundell  &  Co.,  Elora. 
Progress  Spring  Bed  Mfg.  Co.,  Mont- real. 
Quality  Furniture  Makers,  Welland. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Schierholtz  Furniture  Co.,  New  Ham- 

burg. 
Snyder  Bros.  Upholstering  Co., 

Waterloo. 
Stratford  Davenport  Bed  Co.,  Strat- 

ford. 
Waterloo  Furniture  Co.,  Waterloo. 
Walker  &  Clegg,  Wingham. 

DAVENPORT  FRAMES 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
F.  E.  Coombe  Furniture  Co.,  Kincar- 

dine. 
Elmira  Interior  Woodwork  Co., 

Elmira. 
Farquharson-Gififord  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co., 

Toronto. 
J.  C.  Mundell  &  Co.,  Elora. 
Snyder  Bros.  Upholstering  Co., 

Waterloo. 
Walker  &  Clegg,  Wingham. 

DEN  CHAIRS 

J.  P.  Albrough  &  Co.,  Ingersoll. 
Baetz  Bros.  &  Co.,  Kitchener. 
Bell  Furniture  Co.,  Southamipton. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
F.  E.  Coombe  Furniture  Co.,  Kincar- 

dine. 
Ellis  Furniture  Co.,  Ingersoll. 
Elmira  Furniture  Co.,  Elmira. 
Farquharson-Gifford  Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 

ronto. 
G.  H.  Hachborn  &  Co.,  Kitchener. 
Jeffries  Furniture  Co.,  Welland. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 
A.  Malcolm  Furniture  Co.,  Kincar- 

dine. 
Walter  Meads  Upholstering  Co.,  Han- 

over. 
MeGill  Chair  Co.,  Cornwall. 
Meaford  Mfg.  Co.,  Meaford. 
Montreal  Upholstering  Co.,  Montreal. 
Morlock  Bros.,  Hanover. 
J.  C.  Mundell  &  Co.,  Elora. 
North  American  Furniture  Co.,  Owen 

Sound. 
North  American  Bent  Chair  Co., 
Owen  Sound. 

Owen  Daveno  Bed  Co.,  Hespeler. 
Quality  Furniture  Makers,  Welland. 
Charles  Rogers  &  Sons  Co.,  Toronto. 
Snyder  Bros.  Upholstering  Co.,  Wa- terloo. 
Standard  Upholstering  Co.,  Toronto. 
Stratford  Chair  Co.,  Stratford. 
Strathroy  Furniture  Co.,  Stratlhroy. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

DIVANS 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Dymond-Colonial  Co. 's,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Gold  Medal  Furniture  Mfg.  Co., 

Toronto. 
Ideal  Bedding  Co.,  Toronto. 
Kindel  Bed  Co.,  Toronto. 
Lippert  Furniture  Co.,  Kitchener, 

Montreal  Upholstering  Co.,  Montreal. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Snyder  Bros.  Upholstering  Co.,  Wa- 

terloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Co.,  Kitchener. 

DIVANETTES 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Farquharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co., 

Toronto. 
Geo.  H.  Hachborn  &  Co.,  Kitchener. 
Kindel  Bed  Co.,  Toronto. 
Lippert  Furniture  Co.,  Kitchener. 
Montreal  Upholstering  Co.,  Montreal. 
J.  C.  Mundell  &  Co.,  Elora. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Snyder  Bros.  Upholstering  Co.,  Wa- terloo. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

LIVING  ROOM  CHAIRS  AND  ROCK- ERS 

Imperial  Eattan  Co.,  Stratford. 

LIVING    ROOM   FURNITURE  AND 
SUITES 

J.  P.  Albrougih  &  Co.,  Ingersoll. 
Bell  Furniture  Co.,  Southampton. 
Baetz  Bros.  &  Co.,  Kitchener. 
Classic  Furniture  Co.,  Stratford. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
F.  E.  Coombe  Furniture  Co.,  Kincar- 

dine. 
Dymond-Colonial  Co. 's,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Elmira  Furniture  Co.,  Elmira. 
Farquharson-Gifford   Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 
Gold  Medal  Furniture  Co.,  Toronto. 
G.  H.  Hachborn  &  Co.,  Kitchener. 
Imperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
Jeffries  Furniture  Co.,  Welland. 
Knechtel  Furniture  Co.,  Hanover. 
Lipiiert  Furniture  Co.,  Kitchener. 
A.  Malcolm  Furniture  Co.,  Kincardine. 
Morlock  Bros.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
Owen  Sound  Chair  Co.,  Owen  Sound. 
Standard  Upholstering  Co.,  Toronto. 
Schierholtz  Furniture  Co.,  New  Ham- burg. 

Walker  &  Clegg,  Winghiam. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Mfg..  Co. 

Kitchener. 

LOUNGES 

J.  P.  Albrougth  &  Co.,  Ingersoll. 
Canada  Furniture  ]\£anuf  acturers, 

Ltd.,  Woodstock. 
Ellis  Furniture  Co.,  Ingersoll. 
Farquiharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 
Geo.  H.  Hachborn  &  Co.,  Kitchener. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Montreal  Upholstering  Co.,  Montreal. 
Knechtel  Furniture  Co.,  Hanover. 
J.  C.  Mundell  &  Co.,  Elora. 
Owen  Daveno  Bed  Co.,  Hespeler. 
Parkhill  Mfg.  Co.,  Ltd.,  Montreal, 

Winnipeg,  Vancouver. 
Snyder  Bros.  Upholstering  Co.,  Wa- 

terloo. 

MORRIS  CHAIRS 

See  Library  and  Den  Furniture. 

PARLOR  FRAMES 
Baetz  Bros.  &  Co.,  Kitchener. 
Berlin  Specialty  Furniture  Co., Kitchener. 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Dymond-Colonial   Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Elmira  Furniture  Co.,  Elmira. 
Elmira  Interior  Woodwork  Co., 

Elmira. 
Elora  Furniture  Co.,  Elora. 
Farquharson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- 

ronto. 
Knechtel  Furniture  Co.,  Hanover. 
J.  Kreiner  &  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 
Snyder  Bros.  Upholstering  Co.,  Wa- 

terloo. 
Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. Wunder  Furniture  Mfg.  Co., 

Kitchener. 

PARLOR,  RECEPTION  AND  DRAW 
ING  ROOM  CHAIRS  AND  ROCK- ERS. 

J.  P.  Albrough  &  Co.,  Ingersoll. 
Baetz  Bros.  &  Co.,  Kitchener. 
Canada     Furniture  Mjanufacturers, 

Ltd.,  Woodstock. 
Canadian  Rattan  Chair  Co.,  Victoria- ville.  Que. 

F.  E.  Coombe  Furniture  Co.,  Kincar- 
dine. 

Dominion  Furniture  Mfg.  Co.,  St. 
Therese,  Que. 

Danville  Chair  &  Specialty  Co.,  Dan- ville, Que. 

Dymond-Colonial  Oo.'s,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Elmira  Furniture  Co.,  Elmira. 
Farquharson-Gifford   Co.,  Stratford. 
Fnaserville  Chair  Co.,  Riviere  du 

Loup,  Quebec. Gendron  Mfg.  Co.,  Toronto. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 
G.  H.  Hachborn  &  Co.,  Kitchener. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Imperial  Furniture  Co.,  Toronto. 
Imperial  Rattan  Co.,  Stratford. 
Jeffries  Furniture  Co.,  Welland. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Krug  Bros.  &  Co.,  Ohesley. 
Lipiiert  Furniture  Co..  Kitchener. 
The  Malcolm  Co.,  Vancouver,  B.C. 
Montreal  Upholstering  Co.,  Montreal. 
Morlock  Bros.,  Hanover. 
John  C.  Mundell  &  Co..  Elora. 
McGill  Chair  Co.,  Cornwall. 
Snyder  Bros.  Upholstering  Co.,  Wa- terloo. 
Schierholtz  Furniture  Co.,  New  Ham- 

burg. 

Stanfold   Chair  Mfg.   Co.,  Stanfold, 

Quebec. 
Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 
Woeller,  Bolduc  &  Co.,  Waterloo. Wunder  Furniture  Ffg.  Co., 

Kitchener. 

PARLOR  SUITES 
.J.  P.  Albrough  &  Co.,  Ingersoll. 
Baetz  Bros.  &  Co.,  Kitchener. 
F.  Bibby  &  Co.,  Dundas. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Dymond-Colonial  Co.'s,  Strathroy. 
Danville  Chair  &  Specialty  Co.,  Dan- ville,  Que. 
Ellis  Furniture  Co.,  Ingersoll. 
Elmira  Furniture  Co.,  Elmira. 



January,  1917 
CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER'^ 

27 

The  output  of  our  factory  is  being  taxed  to  capacity  to 
meet  the  requirements  of  our  dealers.  To  insure  a 
reasonably  prompt  delivery,  send  your  order  in  now. 

IS  a  general  favorite  with  the  trade  for  these  reasons Our  advertising  has  popularized  these  handy  tables  with the  general  public  and  created  a  wide  demand.  Are  you prepared  to  cash  in  on  it?  If  not,  place  your  order  at once. 

HoUrd  &  Cn  I  imitpd  SoU  UccnKaand  Dept.'W 
AAUUIU  UL  VU.,  LilUlliea      Manufacturer,  LONDON B  ieasuiiiiui.t   [jiumpi.  ucjivBi^.  seiju  j  uur  truer  in  now.  »«  M.  ^w«)  uauiiicu      Manufacturers     LONDON  ■ 

StERlLlZED 

^1  CHEESE
 

CLOTH 
puiLlan 

20  Maud  Street,  Toronto 

The  National  Table  Company,  Limited 

The  Owen  Sound  Chair  Co.,  Limited 

The  North  American  Furniture  Co., Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 

Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 

Ring  Out  the  Old  Ring  In  the  New 

THE  ELMIRA  FURNITURE 

COMPANY 

JVishes  You  the  Compliments 

of  the  Season 

MAY  THE  COMING  YEAR  BE  ONE  OF  HEALTH.  HAPPINESS  AND 

PROSPERITY,  AND  MAY  THE  GOODWILL  THAT  PREVAILS 

AT  THIS  SEASON  OF  THE  YEAR  CONTINUE, 

AS  IN  THE  PAST.  FROM  YEAR  TO 

YEAR,  FOR  MANY  YEARS 
'  TO  COME 

THE  ELMIRA  FURNITURE  CO..  LIMITED ELMIRA   -  ONTARIO 
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Farquhiarson-Gifford  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 
0.  H.  Haehborn  &  Co.,  Kitchener. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Jeffries  Furniture  Co.,  Welland. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
Knechtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 
McGill  Chair  Co.,  Cornwall. 
Walter  Meads  Upholstering  Co.,  Han- 

over. 
Morlock  Bros.,  Hanover. 
J.  C.  Mundell  &  Co.,  Flora. 
Sclhierholtz  Furniture  Co.,  New  Ham- 

burg. 

Snyder  Bros.  Upholstering  Co.,  "Wa- terloo. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Que. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Walker  &  Clegg,  Winghaon. 
Waterloo  Furniture  Co.,  Waterloo. 
Wnuder  Furniture  Mfg.  Co., 

Kitchener. 

RECLINING  CHAIRS 
liijipert  Furniture  Co.,  Kitchener. 

Reed  and  Rattan  Furniture 

LIVING  ROOM  SUITES  —  CHAIRS, 
ROCKERS,  SETTEES,  COUCHES, 
FOOTSTOOLS,  TABLES,  DESKS, 
BOOK  STANDS,  FLOWER 
STANDS,  TEA  TABLES,  TEA 
TRAYS,  WORK  BASKETS,  CUR- 

ATES, WASTE  BASKETS, 
CRADLES 

F.  Bibby  &  Co.,  Dundas. 
Canada     Furniture  Mianufacturers, 

Ltd.,  Woodstock. 
Canadian  Rattan  Chair  Co.,  Victoria- 

ville,  Que. 
Gendron  Mfg.  Co.,  Toronto. 
Giddings,  Ltd.,  Granby,  Que. 
G.  R.  Gregg  &  Co.,  Toronto. 
Imperial  Rattan  Co.,  Stratford. 
W.  B.  Jennings  Co.,  St.  Thomas. 
Kilgour  Bros.,  Beauharnois,  Que. 
Malcolm  Co.,  Limited,  Vancouver. 
J.  E.  Smith  &  Co.,  Windsor,  N.S. 

WILLOW  AND  GRASS  FURNITURE 
Brantford  Willow  Works,  Brantford. 
Eglinton  Willow  Works,  Toronto. 
W.  B.  Jennings,  St.  Thomas. 

Novelties  and  Sundry  Lines 

ARTS  &  CRAFTS  FURNITURE 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
F.  E.  Coomibe  Furniture  Co.,  Kincar- dine. 
Elmira  Interior  Woodwork  Co.,  El- mira. 
Grant-Salisbury  Mfg.  Co.,  Hamilton. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Geo.  McLagan  Furniture  Co.,  Strat- 

ford. 
John  C.  Mundell  &  Co.,  Flora. 
National  Table  Co.,  Owen  Sound. 
Snyder  Bros.  Upholstering  Co.,  Wa- 

terloo. 
Strathroy  Furniture  Co.,  Strathroy. 
Toronto  Furniture  Co.,  Toronto. 

ASBESTOS  TABLE  COVERS 

Canadian  H.  W.  Johns-Manville  Co., Toronto. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 

BABY  CARRIAGES,  GO-CARTS  AND 
SULKIES 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Gendron  Mfg.  Co.,  Toronto. 
Giddings  &  Co.,  Granby,  Que. 
J.  W.  Kilgour  &  Bro.,  Beauharnois, 

Que. 

Sidway  Mercantile  Co.,  Goderich. 
J.  E.  Smith  &  Co.,  Windsor,  N.S. 

BABY  GATES 

Rock  Island  Mfg.  Co.,  Rock  Island, 
Que.  ,     .  .4, 

BENT  WOOD  FURNITURE 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
John  C.  Mundell  &  Co.,  Flora. 
North    American    Bent    Chair  Co., 
Owen  Sound. 

BREAKFAST  TABLES 
H.  Krng  Furniture  Co.,  Kitchener. 

BI-TABLES    (Combination  table  and 
desk) 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

BUNGALOW  CHAIRS  AND  SUITES 
Baetz  Bros.  &  Co.,  Kitchener. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Elmira  Furniture  Co.,  Elmira. 
J.  C.  Mundell  &  Co.,  Elora. 
McGill  Chair  Co.,  Cornwall. 
Walker  &  Clegg,  Wingham. 
Waterloo  Furniture  Co.,  Waterloo. 

CAMP  FURNITURE 
Ideal  Bedding  Co.,  Toronto. 
Otterville  Mfg.  Co.,  Otterville. 
Southampton  Seating  Co.,  Southamp- 

ton. 
Stratford  Mfg.  Co.,  Stratford. 

CANDLESTICKS 
H.  Krug  Furniture  Co.,  Kitchener. 

CARPETS  AND  RUGS 
Brinton  Carpet  Co.,  Peterboro. 
Canadian  Carpet  Co.,  Milton. 
Canadian  Carpet  &  Comforter  Mfg. 

Co.,  Toronto. 
Cobourg  Carpet  and  Matting  Co., Cobourg. 

Dominion  Axminster  Co.,  Toronto. 
Guelph  Carpet  Mills  Co.,  Toronto. 
Perth  Carpet  Co.,  Perth. 
Toronto  Carpet  Mfg.  Co.,  Toronto. 
Thomas  Bros.,  Toronto. 

CEDAR  BOXES 
Keenan  Bros.,  Owen  Sound. 
J.  C.  Mundell  &  Co.,  Flora. 
National  Talble  Co.,  Owen  Sound. 
Port  Dover  Planing  Mills,  Port 

Dover,  Ont. 
D.  L.  Shafer  &  Co.,  St.  Thomas. 
Tickell,  Sons  &  Co.,  Belleville. 

CHAIRS  AND  ROCKERS 
J.  P.  Albrough  &  Co.,  IngersoU. 
Baetz  Bros.  &  Co.,  Kitchener. 
Ball  Furniture  Co.,  Hanover. 
Bell  Furniture  Co.,  Southampton. 
F.  Bibby  &  Co.,  Dundas. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Chesley  Chair  Co.,  Chesley. 
F.  E.  Coombe.  Furn.  Co.,  Kincardine. 

Danville  Chair  &  Specialty  Co.,  Dan- ville, Que. 

Durham  Furniture  Co.,  Durham. 
Dymond-Colonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Elmira  Furniture  Co.,  Elmira. 
Fraserville  Chair  Co.,  Riviere  du 

Loup,  Quebec. C.  P.  Gilinas  &  Frere,  Three  Rivers, 

Que. 

Gold  Medal  Furniture  Mfg.  Co.,  To- 
ronto. 

G.  H.  Haehborn  &  Co.,  Kitchener. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Hespeler  Furniture  Co.,  Hespeler. 
Imperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
Knecihtel  Furniture  Co.,  Hanover. 
Krug  Bros.  &  Co.,  Chesley. 
H.  Krug  Furniture  Co.,  Kitchener. 
Lippert  Furniture  Co.,  Kitchener. 
A.  Malcolm  Furniture  Co.,  Kincar- dine. 
Morlock  Bros.,  Hanover. 
McGill  Chair  Co.,  Cornwall. 
J.  C.  Mundell  &  Co.,  Elora. 
North    American    Bent    Chair  Co., 
Owen  Sound. 

Neustadt  Mfg.  Co.,  Neustadt. 
Owen  Sound  Chair  Co.,  Owen  Sound. 
Preston  Chair  Co.,  Preston. 
Quality  Furniture  Makers,  Welland. 
Roxton  Mill  &  Chair  Co.,  Waterloo. 

Que. 

Charles  Rogers  &  Sons  Co.,  Toronto. 
Schierholtz  Furniture  Co.,  New  Ham- 

burg. 

Snyder  Bros.  Upholstering  Co.,  Wa- terloo. 
Stanfold  Chair  Mfg.  Co.,  Stanfold, 

Quebec. Stratford  Chair  Co.,  Stratford. 
George  Valliere,  Quebec,  Que. 
Victoriaville  Chair  Co.,  Vietoriaville, 

Que. 

Walker  &  Clegg,  Wingham. 
Woeller,  Bolduc  &  Co.,  Waterloo. 
Wunder  Furniture  Co.,  Kitchener. 

CHAIRS— Children '  s 
Ball  Furniture  Co.,  Hanover. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Chesley  Chair  Co.,  Chesley. 
Danville  Chair  Specialty  Co.,  Dan- ville, Que. 

Durham  Furniture  Co.,  Durham. 
Fraserville  Chair  Co.,  Riviere  du 

Loup,  Quebec. C.  P.  Gilinas  &  Frere,  Three  Rivers, 

Quebec. 
Gendron  Mfg.  Co.,  Toronto. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
McGill  Chair  Co.,  Cornwall. 
Neustadt  Mfg.  Co.,  Neustadt. 
North  American  Bent  Chair  Co.,  Owen 

Sound. 
Stanfold  Chair  Mfg.  Co.,  Stanfold, 

Quebec. 
Stratford  Chair  Co.,  Stratford. 

CHILDREN'S  HIGH  CHAIRS 
Bell  Furniture  Co.,  Southampton. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Chesley  Chair  Co.,  Chesley. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
McGill  Chair  Co.,  Cornwall. 
North    American    Bent    Chair  Co., 
Owen  Sound. 

North  American  Furniture  Co.,  Owen 
Sound. 

Roxton  Mill  &  Chair  Co.,  Waterloo, 

Que. 

Stanfold  Chair  Mfg.  Co.,  Stanfold, 

Quebec. 
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Leisure  reading  that  means 

more  dollars  when  you  work 

A  knowledge  of  the  big  problems  of  business, 
put  into  a  very  comprehensive  and  readable 
style,  helps  you  in  finding  easier  and  quicker 

ways  of  overcoming  them.  That's  what 
Frank  Farrington  does  in  these  two  books. 
You  will  like  the  way  his  mind  works.  The 
wide  scope  of  his  experience,  the  accuracy  of 
his  statements,  and  his  knowledge  of  human 
nature  all  combine  to  make  them  volumes 

that  will  be  read  not  only  for  the  enter- 
tainment they  afford,  but  for  their  practical 

worth  in  the  conduct  of  a  retail  store.  The 
busy  man  will  appreciate  these  books  for 
another  reason ;  they  are  written  in  concise 
form  and  he  may  start  reading  anywhere  and 

find  that  particular  chapter  complete  in  itself,  and  depending  in  no  wise  upon  those  which 
precede  or  follow.  Although  if  he  fails  to  read  every  one  of  them  he  is  depriving  himself  of 
a  privilege. 

Retail  Advertising 

"Retail  Advertising  Complete"  covers  with 
a  comprehensive  grasp  such  subjects  as 

newspaper  advertising,  how  to  get  up  the 

ads.,  many  representative  samples  being  pre- 
sented. A  chapter  is  given  to  window  adver- 

tising, and  the  subject  of  novelties  is  thor- 

oughly discussed;  that  important  part  of 
advertising  which  is  done  inside  the  store 

is  in  no  manner  overlooked,  while  equal  at- 
tention is  given  to  outside  advertising,  such 

as  bill  posting  and  other  means  of  reaching  outly- 
ing districts;  advertising  direct  by  mail  and  mail 

order  opportunities  and  advantages  are  gone  into 
carefully;  special  sales  as  business  getters,  and  some 
features  that  make  them  successful,  are  presented 
in  a  convincing  manner.  In  short,  this  book  is  the 
common  sense  psychology  of  advertising. 

266  Pages,  5x7  inches.  Cloth 
Price  $1.00  Delivered 

Store  Management 

In  "Store  Management  Complete,"  which  is  well 
illustrated,  the  author  gives  a  clear  and  concise  pic- 

ture of  the  kind  of  man,  physically  and  mentally, 
that  the  successful  merchant  should  be;  the  writer's 
experience  has  taught  him  that  one  kind  of  per- 

sonality is  most  desirable,  and  he  tells  you  about 
this.  In  a  chapter  on  "Where  to  Start"  the  ad- 

vantages of  various  locations  are  discussed;  how 
to  make  the  most  of  a  poor  one,  and  the  desirable 
side  of  the  street.  "Store  Arrangement"  dips  to 
the  bottom  in  such  subjects  as  making  entrance 
easy,  best  arrangement  of  windows;  how  to  plan 
the  lighting,  heat,  and  ventilation;  utilizing  waste 
space,  and  systems  of  storing  extra  stock. 

An  interesting  chapter  on  "Clerk  Management" brings  out  the  advantage  of  knowing  people  and 
how  to  handle  them.  The  other  chapters  deal  with 

the  buying  end;  the  store  policy;  leaks;  the  store's 
neighbors;  working  hours;  expenses;  the  credit 
business;  what  to  sell;  premium  giving.  The  man 
and  the  business;  their  relation  and  success;  that's the  book. 

252  Pages,  5x7  inches.  Cloth 
Price  $1.00  Delivered 

Both  Volumes  $1.90  Postpaid 

The  Commercial  Press,  Limited 
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CLOCK  CASES 

Jacques  Tui-uiture  Co.,  Kitchener. 
Berlin  Office  &  Fixture  Co.,  Kitchener. 
Elmira   Interior   Wooilwork  Co.,  El- niira. 

COMMODE  CHAIRS   (for  adiUts  and 
children) 

Knechtel  Furniture  Co.,  Hanover. 
CROKINOLE  BOARDS 

Canadian  Buffalo  Sled  Co.,  Preston. 

CUSHIONS  AND  FORMS  (Plain  and 
Fancy) . 

Canadian  Feather  &  Mattress  Co.,  To- 
ronto. 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Elmira  Furniture  Co.,  Elmira. 
Ideal  Beddiu"-  Co.,  Toronto. 
J.  C.  Munilell  &  Co.,  Elora. 
Toronto  Feather  &  Down  Co.,  Toronto. 
Whitworth  &  Eestall,  Toronto. 

DESK  TRAYS 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Elmira  Interior  Woodwork  Co.,  El- 

mira. 
Globe-Wernieke  Co.,  Stratford. 

DOLLS'  BEDS 
Ideal  Bedding  Co.,  Toronto. 

DRAPERIES     AND  UPHOLSTERY 
GOODS 

Daly  &  Morin,  Montreal,  Que. 
Dominion  Hammock  Mfg.  Co.,  Dunn- ville. 

DRAPERY  HARDWARE 
Daly  &  Morin,  Montreal. 

FALL  LEAF  TABLES 
Knechtel  Furniture  Co.,  Hanover. 

FERN  STANDS 
II.  Knig  Furniture  Co.,  Kitchener. 

FLOWER  STANDS 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 

FOLDING  TABLES 
(See  also  Card  and  Deu  Tables). 
Hourd  &  Co.,  London. 
National  Table  Co.,  Owen  Sound. 
Otterville  Mfg.  Co.,  Otterville. 
Stratford  Mfg.  Co.,  Stratford. 

FOOTSTOOLS 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
F.  E.  Coombe  Furniture  Co.,  Kincar- dine. 
Dymond-Colonial  Co.'s,  Strathroy. Elmira  Furniture  Co.,  Elmira. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 
Knechtel  Furniture  Co.,  Hanover. 
n.  Krug  Furniture  Co.,  Kitchener. 
J.  C.  Mundell  &  Co.,  Elora. 
North  American  Bent  Chair  Co., 
Owen  Sound. 

Otterville  Mfg.  Co..  Otterville. 
Schierholtz  Furniture  Co.,  New  Ham- 

burg. 
Snyder  Bros.  Upholstering  Co.,  Wa- terloo. 
Woeller.  Boldnc  &  Co.,  Waterloo. 

FURNITURE  POLISH 
Clements  Mfg.  Co.,  Toionto. 
Domestic  Sx)ecialty  Co.,  Hamilton. 

Eonuk,  Ltd.,  Toronto. 
St.  Lawrence  Furniture  Co.,  Riviere 

du  Loup,  Quebec. 
Wunder  Furniture  Mfg.  Co., 

Kitchener. 

GO-CARTS  AND  CHILDREN'S  SUL- KIES 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Gondron  Mfg.  Co.,  Toronto. 
W.  B.  Jennings  Co.,  St.  Thomas. 
Sidway  Mercantile  Co.,  Goderici. 

HOTEL  AND  RESTAURANT  TABLES 
Canadian   Steel   Specialty  Company, Grimstoy. 

Kneehtel  Furniture  Co.,  Hanover. 
Lucknow  Table  Co.,  Lucknow. 

ICE  CREAM  TABLES  AND  CHAIRS 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian   Steel   Specialty  Company, Grimsby. 

Chesley  Furniture  Co.,  Chesley. 
Elmira  Furniture  Co.,  Elmira. 
Knechtel  Furniture  Co.,  Hanover. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 
Lvons  &  Marks,  Toronto. 
Meaford  Mfg.  Co.,  Meaford. 
National  Table  Co.,  Owen  Sound. 
North    American    Bent    Chair  Co., 
Owen  Sound. 

.7.  Oliver  &  Sons,  Ottawa. 
St.  Lawrence  Furniture  Co.,  Eiviere 

du  Loup,  Quebec. 
INVALID  CHAIRS 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Gendron  Mfg.  Co.,  Toronto. 
Gendron  Wheel  Co.,  Toledo.  Ohio. 
Otterville  Mfg.  Co.,  Otterville. 
Victoriaville  Chair  Mfg.  Co.,  Victoria- ville.  Que. 

INVALID  TABLES 

Maple  Leaf  Bedding  Co.,  Gait. 
National  Table  Co.,  Owen  Sound. 
Otterville  Mfg.  Co.,  Otterville. 
J.  Watson  Mfg.  Co.,  Ayr. 

INVALID  TRAYS 

Canada     Furniture  Manufacturers, 
Ltd..  Woodstock. 

Malcolm    &    Souter    Furniture  Co., 
Hamilton. 

Otterville  Mfg.  Co.,  Otterville. 
J  no.  Watson  Mfg.  Co.,  Ayr. 

JARDINIERE  STANDS 
Beach  Furniture  Co.,  Cornwall. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Chesley  Furniture  Co.,  Chesley. 
Classic  Furniture  Co.,  Stratford. 
Dominion  Furniture  Mfg.  Co.,  St. 

Therese,  Que. 

Dymond-Colonial   Co.'s,  Strathroy. 
Elmira  Furniture  Co.,  Elmira. 
Elora  Furniture  Co.,  Elora. 
Freyne  &  Co.,  Iroquois. 
Gendron  Mfg.  Co.,  Toronto. 
H.  E.  Furniture  Co.,  Milverton. 
Knechtel  Furniture  Co.,  Hanover. 
G.  .J.  Li]ipert  Table  Co.,  Kitchener. 
Andrew  Malcolm  Furniture  Co.,  Kin- cardine. 
^farkdale  Furniture  Co..  Markdale. 
Geo.  McLagan  Furniture  Co.,  Strat- ford. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 
National  Table  Co.,  Owen  Sound. 
J.  Oliver  &  Sons,  Ottawa. 
Pepijiler  Bros.,  Hanover. 

Snyder  Bros.  Upholstering  Co.,  Wa- terloo. 
Strathroy  Furniture   Co.,  Strathroy. 
Windsor  Furniture  Co.,  Windsor,  N.S. 
Woeller  Bolduc  &  Co.,  Waterloo. Wunder  Furniture  Mfg.  Co., 

Kitchener. 

KINDERGARTEN  SETS 

Canada  Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Canadian  Rattan  Chair  Co.,  Victoria- ville, Que. 
Chesley  Chair  Co.,  Chesley. 
Danville  Chair  &  Specialty  Co.,  Dan- ville, Que. 
Durham  Furniture  Co.,  Durham. 
Gendron  Mfg.  Co.,  Toronto. 
National  Table  Co.,  Owen  Sound. 
J.  Oliver  &  Sons,  Ottawa, 
Roxton  Mill  &  Chair  Co.,  Waterloo. 

Quebec. LADIES'  DESKS 
Baird  Bros.,  Plattsville. 
Beach  Furniture  Co.,  Cornwall. 
Bell  Furniture  Co.,  Southampton. 
Jacques  Furniture  Co.,  Kitchener. 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Crown  Furniture  Co.,  Preston. 
D.  Hibner  Furniture  Co.,  Kitchener. 
Knechtel  Furniture  Co.,  Hanover. 
J.  Kreiner  &  Co.,  Kitchener. 
H.  Krug  Furniture  Co.,  Kitchener. 
A.  Malcolm  Furniture  Co.,  Kincar- dine. 

Malcolm    &    Souter    Furniture  Co., 
Hamilton. 

Markdale  Furniture  Co.,  Markdale. 
Geo.  McLagan  Mfg.  Co.,  Stratford. 
Meaford  Mfg.  Co..  INfeaford. 
J.  C.  Mundell  &  Co.,  Elora. 
National  Table  Co.,  Owen  Sound. 
Strathroy  Furniture  Co.,  Strathroy. 
Windsor  Furniture  Co.,  Windsor,  N.S. 

LAMPS  (Reed  and  willow) 
Imperial  Rattan  Co.,  Stratford. 

LAMPS,  Portables  and  Chandeliers 
Gendron  Mfg.  Co.,  Toronto. 
Hespeler  Furniture  Co.,  Hespeler. 
Imperial  Rattan  Co.,  Stratford. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 

MANTELS— Wood,  TUe,  Electric 
Elmira  Interior  Woodwork  Co., Elmira. 

MIRRORS 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
G.  L.  Irish  &  Co.,  Toronto. 
Matthews  Bros.,  Toronto. 
Phillips  Mfg.  Co.,  Toronto. 

MOPS  (Polish  and  dry) 

Clements  Mfg.  Co.,  Toronto. 

MOULDINGS  &  PICTURE  FRAMES 
G.  L.  Irish,  Toronto. 
S.    Knechtel    Wood    Turning  Co., 

Southampton. 
Matthews  Bros.,  Toronto. 
Phillips  Mfg.  Co.,  Toronto. 
Reliance  Moulding  Co.,  Kingston. 

NOVELTY  CURTAINS 

Daly  &  Morin,  Montreal. 

ORIENTAL  MATS  AND  RUGS 

Malcolm  Co.,  Limited,  Vancouver. 



January,  1917  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  3l 

PATRIOTIC  CHAIRS 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
PICTURES  &  FRAMING  SUPPLIES 

G.  L.  Irish  &  Co.,  Toronto. 
Matthews  Bros.,  Toronto. 
Phillips  Mfg.  Co.,  Toronto. 

PIANO  LAMPS  (Reed  and  wUlow) 
Imperial  Battan  Co.,  Stratford. 

PILLOW  SHAM  HOLDERS 
Tarbox  Bros.,  Toronto. 

SANITARY  COUCHES 
Kindel  Bed  Co.,  Stratford. 

SCREENS 
Otterville  Mfg.  Co.,  Otterville. 

SEWING  TABLES 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture   Co.,  Stratford. 
H.  Krug  Furniture  Co.,  Kitchener. 
J.  C.  Mundell  &  Co.,  Flora. 
North    American    Bent    Chair  Co., 
Owen  Sound. 

National  Table  Co.,  Owen  Sound. 
Stratford  Mfg.  Co.,  Stratford. 

SHIRT  WAIST  BOXES 
Imperial  Rattan  Co.,  Stratford. 
D.  L.  Shafer  &  Co.,  St.  Thomas. 

SILVER  CHESTS 
Brantford  Piano  Case  Co.,  Brantford. 

SLIP-ON  CHAIR  COVERS 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
SMOKING  CABINETS 

Bell  Furniture  Co.,  Southamipton. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
F.  E.  Coombe  Furn.  Co.,  Kincardine. 
Dymond-Colonial  Co.'s,  Strathroy. 
J.  Kreiner  &  Co.,  Kitchener. 
H.  Krug  Furniture  Co.,  Kitchener. 
A.   Malcolm  Furniture   Co.,  Kincar- 

dine. 
Geo.   McLagan  Furniture   Co.,  Ltd., 

Stratford. 
Meaford  Mfg.  Co.,  Meaford. 
John  C.  Mundell  &  Co.,  Flora. 
North  Ameri&an  Furniture  Co.,  Owen 

Sound. 
STATUARY 

G.  L.  Irish  &  Co.,  Toronto  (all  kinds). 
Li])|iprt  Furniture  Co.,  Kitchener. 

(Wood). 
TABLES— DAVENPORT  END 

H.  Krug  Furniture  Co.,  Kitchener. 
TALKING  MACHINES 
Columbia  Graphophone  Co.,  Toronto. 
I.  Montagues  &  Co.,  Toronto. 
Pathe  Freres  Phonograph  Co., 

Toronto. 
Pollock  Mfg.  Co.  Ltd.,  Kitchener. 

TABOURETTES 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Ghesley  Furniture  Co.,  Chesley. 
Dymond-Colonial  Co.'s,  Strathroy. 
Elmira  Furniture  Co,.  Elmira. 
Elora  Furniture  Co.,  Flora. 
Knechtel  Furniture  Co.,  Hanover. 
G.  J.  Lippert  Table  Co.,  Kitchener. 
Li])]iert  Furniture  Co.,  Kitchener. 
Andrew  Malcolm  Furniture  Co.,  Kin- cardine. 
Geo.  McLagan  Furniture  Co.,  Strat- ford. 
Meaford  Mfg.  Co.,  Meaford. 
J.  C.  Mundell  &  Co.,  Elora. 

North  American  Furniture  Co.,  Owen 
Sound. 

Peppier  Bros.,  Hanover. 
Strathroy  Furniture  Co.,  Strathroy. 
Woeller  Bolduc  &  Cu.,  Waterloo. 
Wumler  Furniture  Mfg.  Co., 

Kitchener. 
TAPESTRY  CURTAINS 

Dominion  Hammock  Mfg.  Co.,  Dunn- ville. 

TEA  STANDS 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
TEA  TRAYS 

See  also  Eeed  and  Rattan  Furniture. 
Canada     Furniture  Manufacturers, 

Ltd.,  WoodstO'Ck. 
Jacques  Furniture  Co.,  Kitchener. 
Malcolm    &    Souter    Furniture  Co., 

Hamilton. 
Toronto  Furniture  Co.,  Toronto. 

TEA  TABLES 

(See  Card  and  Den  Tables). 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Classic  Furniture  Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
G.  McLagan  Furniture  Co.,  Stratford. 
National  Table  Co.,  Owen  Sound. 
Phillips  Mfg.  Co.,  Toronto. 
Charles  Rogers  &  Sons  Co.,  Toronto. 
Woeller,  Bolduc  &  Co.,  Waterloo. 

TEA  WAGONS 
Canada  Furniture  Manufaoturers, 

Ltd.,  Woodstock. 
F.  E.  Coomibe  Furniture  Co.,  Kincar- 

dine. 
TELEPHONE  CABINETS 

Berlin  Interior  Hardwood  Co., 
Kitchener. 

Collie-Cockerill  Mfg.  Co.,  Aurora. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
TELEPHONE  STANDS 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Classic  Furniture  Co.,  Stratford. 
F.  E.  CoomTDe  Furniture  Co.,  Kincar- dine. 

Dymond-Colonial  Co.'s,  Strathroy. 
Elmira  Furniture  Co.,  Elmira. 
D.  Hibner  Furniture  Co.,  Kitchener. 
A.   Malcolm   Furniture   Co.,  Kincar- 

dine. 
J.  C.  Mundell  &  Co.,  Elora. 
National  Table  Co.,  Owen  Sound. 
North  American  Furniture  Co.,  Owen 

Sound. 
TEA  COSIES 

Toronto  Feather  &  Down  Co.,  Toronto. 
TRAYS 

Canada     Furniture  Manufacturers, 
Ltd.,  Wooflstock. 

Matthews  Bros.,  Toronto. 
TOYS 

Victoriaville  Toy  Co.,  Vietoria\"ille, 

Que. 

TOY  SETS 
Canada  Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Rattan  Chair  Co.,  Victoria- ville, Que. 
Chesley  Furniture  Co.,  Ohesley. 
Gendron  Mfg.  Co.,  Toronto. 
Kilgour  &  Bro.,  Beauharnois,  Que. 
J.  Oliver  &  Sons,  Ottawa. 
Victoria\illc  Furniture  Co.,  Victoria- 

ville, Que. 

UMBRELLA  STANDS 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
VACUUM  SWEEPERS  &  CLEANERS 

J.  H.  Connor  &  Sons,  Ottawa. 
Clements  Mfg.  Co.,  Toronto. 
On  ward  Mfg.  Co..  Kitchener. 

WAGONS  AND  SLEDS  (Children's) 
Canadian  Buffalo  Sled  Co.,  Preston. 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Gendron  Mfg.  Co.,  Toronto. 

WASTE  PAPER  BASKETS 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. 
Canadian  Office  &  School  Furn.  Co., 

Preston. 

Dymond-Colonial   Co.'s,  Strathroy. Elmira  Interior  Woodwork  Co., 
Elmira. 

Gendron  Mfg.  Co.,  Toronto. 
Globe-Wernieke  Co.,  Stratford. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel  Furniture  Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Kitchener. 
Malcolm    &    Souter    Furniture  Co., 
J.  C.  Mundell  &  Co.,  Flora. 
North    American    Bent     Chair  Co., 
Owen  Sound. 

Snyder  Bros.  Upholstering  Co.,  Wa- terloo. 
WINDOW  SHADES 

Daly  &  Morin,  Montreal. 
Geo.  H.  Heos,  Son  &  Co.,  Toronto. 
Paquet  &  Godbout,  St.  Hyaeinthe, 

Que. 

Stewart  Hartshone  Co.,  Toronto. 
WORK  BASKETS 

Canada     Furniture  Manufacturers, 
Ltd.,  Woodstock. 

Factory  Supplies 

ALUMINUM  CAULS 
British  Aluminum  Co.,  Toronto. 

ART  WOOD  STAINS 
Adams  &  Elting  Co.,  Chicago. 
Marietta  Paint  &  Color  Co.,  Marietta, 

Ohio. 

BED  FASTENERS 

Jas.  Smart  Mfg.  Co.,  Brockville. 
BRASS  TRIMMINGS 
Hahn  Brass  Co.,  New  Hamburg. 
Stratford  Brass  Co.,  Stratford. 

CASTERS 
.lohn  Duer  &  Sons,  Baltimore,  Md. 
Foster  Merriman  Co.,  Meriden,  Conn. 
.lames  Smart  Mfg.  Co.,  Brockville. 
Universal  Caster  &  Foundry  Co.,  New 

York. 
Jno.  Watson  Mfg.  Co.,  Ayr. 

HOUSE  FURNISHING  FABRICS 

Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 

Richard  Haworth  Co.,  Limited,  Man- chester, Eng. 

Stonards,    Ltd.,    Paternoster  Bldgs., 
London,  E.C.,  England. 

Thomas  Brothers,  Toronto. 
CLAMPS 

i^atavia  Claimp  Co.,  Batavia,  N.Y. 
.lames  Smart  Mfg.  Co.,  Brockville. 

CURLED  HAIR 
Delaney  &  Pettit,  Toronto. 
Griffin  Curled  Hair  Co.,  Toronto. 

DOWELS  AND  DOWEL  PINS 
S.  Knci'htel  Wood-turning  Co.,  South- 

amipton. 
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DRY  KILNS 
Grand  Ra^pids  Dry  Kiln  Co.,  Grand 

Rapids.  Midh. 
Morton  Dry  Kiln  Co.,  Chicago. 

FURNITURE  HARDV/ARE 
Hahn  Brass  Co.,  New  Hamburg. 
National  Hardware  Co.,  Orillia. 
James  Snuart  Mfg.  Co.,  Brockville. 
Stratford  Brass   Co.,  Stratford. 

FURNITURE  SHOES 
Onward  l\Ifg.  Co.,  Kitchener. 
Stratford  Brass  Co.,  Stratford. 

GLASS  AND  MIRRORS 
Berlin  Plate  Glass  &  Mirror  Co., 

Kitchener. 
Consolidated  Plate  Glass  Co.,  Toronto. 
Excelsior  Plate  Glass  Co.,  Toronto. 
Hobbs  Mfg.  Co.,  London. 
Matthews  Bros.,  Toronto. 
Phillips  Mfg.  Co.,  Toronto. 
Toronto  Plate  Glass  Co.,  Toronto. 

HAIR  SUBSTITUTES 
F.  W.  &  S.  Mason,  St.  Andrews,  N.B. 

FURNITURE  CARVINGS 
J.  Welter  &  Sons,  Kitchener. 

DRAW  KNOBS 
.J.  Walter  &  Sons,  Kitchener. 

GLUE 
Berlin  Glue  Co.,  Kitchener. 
Canada  Glue  Co.,  Brantford. 
Delaney  &  Pettit,  Toronto. 
Perkins  Glue  Co.,  Hamilton. 
Snap  Co.,  Montreal. 

GLUE  JOINTING  MACHINES 
Canadian  Linderrman  Co.,  Woodstock. 

KITCHEN  CABINET  ACCESSORIES 
American  Can  Co.,  Hamilton. 
American  Nikeloid  Co.,  Peru,  Ind. 
Northern  Aluminum  Co.,  Toronto. 
Sheet  Metal  Products  Co.,  Toronto. 
E.  T.  Wright  Co.,  Hamilton. 

LADDERS 
Stratford  Mfg.  Co.,  Stratford. 

LEATHER  and  LEATHER 
SUBSTITUTES. 

British  Leather  Cloth  Mfg.  Co.,  Man- 
chester, Eng. 

Du  Pont  Eabrikoid  Co.,  Toronto. 
Farquharson-GifiEord  Co.,  Stratford. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 
Lackawianna  Leather  Co.,  Haeketts- 

town,  N.J. 
Marlatt  &  Armstrong,  Oakville. 
Peerless  Leather  Co.,  Kitchener. 
"Rexine"  Toronto. 
Textileather  Co.,  New  York,  N.Y. 

MIRRORS  AND  GLASS 
Berlin  Plate  Glass  Co.,  Kitchener. 
Consolidated  Plate  Glass  Co.,  Toronto. 

Excelsior  Plate  Glass  Co.,  Toronto. 
Hobbs  Mfg.  Co.,  London. 

OFFICE  STOOL  SCREWS 
J  as.  Smart  Mfg.  Co..  Brockville. 

PAINT  MILLS 
Jas  Smart  Mfg.  Co.,  Brockville. 

PLATIKG 
P.  L.  Robertson  Mfg.  Co.,  Milton. 

PLATE  GLASS  FOR  DESK,  TABLE, 
DRESSER,  SIDEBOARD  TOPS 

Consolidated  Plate  Glass  Co.,  Toronto. 
REVOLVING  AND  TILTING  CHAIR 

FIXTURES 
Jas.  Smart  Mfg.  Co.,  Brockville. 

RIVETS   (Iron,  Copper,  Brass,  Alum- 
inum) AND  SCREWS  (Wood) 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
SCHOOL  DESK  CASTINGS 

Jas.  Smart  Mfg.  Co.,  Brockville. 
SANDPAPER 

Delaney  &  Pettit,  Toronto. 
SPRINGS 

Colleran  Spring  Bed  Co.,  Toronto. 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 
Ideal  Bedding  Co.,  Toronto. 
National  Spring  Co.,  Windsor. 
Parkhill  Mfg.  Co.,  Ltd.,  Montreal, 
James  Steele  &  Co.,  Guelph. 
James  Smart  Mfg.  Co.,  Brockville. 

Winnipeg,  Vancouver. 
Waterloo  Spring  Co.,  Waterloo. 

TABLE  SLIDES 
National  Table  Co.,  Owen  Sound. 
B.  Walter  &  Co.,  Wabash,  Ind. 

TRUCKS 
James  Smart  Mfg.  Co.,  Brockville. 
J.  Watson  Mfg.  Co.,  Ayr. 

UPHOLSTERERS'  SUPPLIES 
Gold  Medal  Furniture  Mfg.  Co.,  To- ronto. 
G.  H.  Hees  &  Son,  Toronto. 
Snyder  Bros.  Upholstering  Co.,  Wa- terloo. 
Thomas  Brothers,  Toronto. 

UPHOLSTERERS'  SPRINGS 
National  Spring  &  Wire  Co.,  Windsor. 
Jas.  Steele  &  Co.,  Guelph. 
Waterloo  Spring  Co.,  Waterloo. 

VARNISHES 
Adams  &  Elting,  Chicago. 
Ault  &  Wiborg,  Toronto. 
Dougall  Varnish  Co.,  Montreal. 
Glidden  Varnish  Co.,  Toronto. 
Imperial  Varnish   &   Color   Co.,  To- ronto. 
International  Varnish  Co.,  Toronto. 
R.  C.  Jamieson  &  Co.,  Montreal. 
Searfe  &  Co.,  Brantford. 
Sherwin-Williams  Co..  Montreal. 

LABELS 

For 

Furniture 

Manufactures, 
In  any  size,  Shape  or  Number 
of  Colours,  Gummed,  die  cut. 

CLOTH  TAGS.  CLOTH  LABELS— ALL  KINDS 
Proofs  or  Sketches  furnished  Free  and  no 

obligation  to  order. 

LEVY  &  (5 
LITHOGRAPHERS,  PRINTERS.  EMBOSSERS 

OFFICE  33  CHURCH  ST.        WORKS  :  64  COLBORME  ST. 
OVER   IS  YEAU^ IS  I  A  HUSHED TORONTO 

Standard  Paint  &  Varnish  Co.,  Wind- 

sor. VENEERS 

Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEERED  PANELS 

Hay  &  Co.,  Woodstock. 
VENEER  PRESSES 
Wm.  R.  Perrin,  Toronto. 

VENEERS,  PANELS  AYTD  LUMBER 
Des  Arc  Veneer  &  Lumber  Co.,  Des 

Are,  Arkansas. 
Grand  Rapids  Veneer  Works,  Grand 

Rapids,  Mich. 
Henry    S.    Holden,    Grand  Rapids, Mich. 
Geo.  W.  Hartzell,  Piqua,  Ohio. 
Indiana  Veneer  &  Lumber  Co.,  In- 

dianapolis, Ind. 
J.  J.  Nartzik,  Chicago,  111. 
Underwood  Veneer  Co.,  Wausau,  Wis. 
Wisconsin  Timber  &  Land  Co.,  Ma- 

toon,  Wis. 
WASHERS 

P.  L.  Robertson  Mfg.  Co.,  Milton. 
James  Smart  Mfg.  Co..  Brockville. 

WIRE  NAILS 
P.  L.  Robertson  Mfg.  Co.,  Milton. 

WIRE  (Bright  or  annealed) 
P.  L.  Robertson  Mfg.  Co..  Milton. 

WOODWORKING  MACHINERY 
Berlin  Machine  Works.  Hamilton. 
Canadian  Linderman  Co.,  Woodstock. 
Preston  Woodworking  Machinery  Co., 

Preston. 
WOOD  DRAWER  KNOBS 

S.  Knechtel  Woodturning  Co.,  South- 
ampton. 

WOODWORKERS'  VISES 
•Jas.  Smart  Mfg.  Co..  Brockville. 

Store  Equipment 

BANK,  OFFICE  &  STORE  FITTINGS 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
Berlin  Offiee  &  Fixture  Co.,  Kitchener. 
Cameron  &  Campbell,  Toronto. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. 
Collie-Cockerill  Mfg.  Co.,  Aurora. 
Dominion  Offiee  &  Store  Fitting  Co., 

London. 
Walker  Bin  &  Store  Fixture  Co., 

Kitchener. 
CARPET  AND  RUG  RACKS 

Steel  Furnishing  Co..  New  Glasgow, N.S. 

COUNTER  STOOLS 
Canada     Furniture  Manufacturers, 

Ltd.,  Woodstock. North    American    Bent    Chair  Co.. 
Owen  Sound. 

Otterville  Mfg.  Co.,  Otterville. 
James  Smart  Mfg.  Co.,  Brockville. 

RUG  DISPLAY  RACKS 
John  H.  Best,  Galva,  111. 
Steel  Furnishing  Co.,  New  Glasgow. 

SHOW  CASES  &  SILENT  SALESMEN 
Berlin  Interior  Hardwood  Co., 

Kitchener. 
Canadian  Office  &  School  Furniture 

Co.,  Preston. Kent-MeClain  Co.,  Ltd.,  Toronto. 
Knechtel  Furniture  Co.,  Hanover. 
Newbigging  Cabinet  Co.,  Hamilton. Walker  Bin  &  Store  Fixture  Co.. 

Kitchener. 
STORE  FRONTS 
Kawneer  Mfg.  Co..  Guelph. 

TABLE  DISPLAY  RACK 
Strabhroy  Furniture  Co.,  Strathroy. 
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>  CANADA 

FURNITURE 

EXHIBITION 

The  Exhibition  will  be  held  from 

JANUARY  10th 
to 

JANUARY  24th 

Exhibits  will  be  displayed  in  the  Auditorium,  Queen  Street 

and  in  the  Factory  Showrooms 

o    o  o 

Consult  this  directory  of  leading  exhibitors  and  announcements  on  pages  following 

Berlin  Office  &  Fixture  Co. 

Bedroom  Furniture  in  walnut,  mahog- 
any, quartered  and  plain  oak.  Library 

and  Den  Tables  in  quartered  and  plain 
oak. 

Berlin  Table  Mfg.  Co.,  Ltd.,  The 

Diningroom  Suites  and  Extension 
Tables. 

Hackborn  &  Co.,  Geo.  H. 

Couches,  Parlor  Suites,  Livingroom 
Chairs,  Divanettes  and  Davenport  Beds. 

Lloyd  Manufacturing  Co. 

Go-Carts,  Baby  Carriages,  Sulkies,  Doll 
Carriages,  Fire  Screens. 

Pollock  Manufacturing  Co.,  The 

Phonola  Talking  Machines  and  Odeon 
Double  Disc  Records. 
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Lloyd's  Princess Fit  for  the  Child 

of  a  King 

Style  Makers 

WILL  EXHIBIT  AT 

KITCHENER 

January  1 0  -  24 

View  it  with  the  eye  of  the  passer-by 

--ijtif" 

m 

.\t.   .4.    .<.  J.  .f../.J?il 

See  our  display  in  the  Auditorium  during 

Kitchener  Exhibition 

January  1 0th  to  20th,  1917 

Size  up  our  lines  from  the  outside — from  the 
viewpoint  of  the  person  who  buys  for  the 

pleasure  of  using  it.  Then  you  will  see  the 
wisdom  of  placing  our  line  of 

COUCHES 

PARLOR  SUITES 

LIVING  ROOM  CHAIRS 

DIVANETTES 
AND 

DAVENPORT  BEDS 

They  produce  profit*  because  they 

please  people 

GEORGE  H.  HACKBORN  &  COMPANY 

Kitchener  Ontario 
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New  Lib  rary  Tables 

We  offer  a  complete  line  of  Library  Tables 
and  Den  Tables  in  quartered  and  plain  oak. 
Furniture  dealers  visiting-  Kitchener  during 
the  Exhibition  will  upon  getting  particulars 
to  be  convinced  that  it  is  a  profitable  line 
handle. 

The  goods  are  right,  the  prices  are  right 

Asl(  for  full  particulars 

Bedroom  Furniture 

We  have  enlarged  our  plant  and  now  offer 
to  the  trade  a  complete  line  of  Bedroom 
Furniture  in  Walnut,  Mahogany,  Quart- 

ered and  Plain  Oak.  You  will  find  our 

lines  and  prices  satisfactory. 

See  our  display  in  the  Auditorium  on  Queen  St 
during  Kitchener  Exhibition,  fan.  1 0  to  20 

BERLIN  OFFICE  &  FIXTURE  COMPANY KITCHENER ONTARIO 

See  our  new  line  of 

Full  Dining  Room  Suites 

in  oak  and  walnut 

they  will  interest  you 

On  exhibition  at  the  Auditorium 

Kitchener,  Ont. 

THE  BERLIN  TABLE  MFG.  COMPANY,  LIMITED 

KITCHENER.  ONTARIO 
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Yes— It's  a  Great  Story  the 

Stock  Sheet  Tell 

And  there  is  real  biisiness  satisfaction  in 

knowing  that  for  every  Phonola  the  stock 

sheets  show  as  sold,  there  are  two  or  three  or 

more  emiuiries  for  the  same  machine. 

Phonola  goodwill  is  our  most  valuable  asset, 

and  we  carefully  preserve  its  integrity.  We 

consider  it  a  matter  of  vital  importance  that 

the  performance  of  every  Phonola  you  sell 

should  enhance  your  reputation  and  ours  as 
well. 

The  Phonola  incorporates  the  most  popular 

designed  cabinets,  what  has  proved  to  be 

the  best  in  motors,  tone-arms,  sound  boxes 

and  the  other  parts.  The  Phonola  will 

please  your  fussiest  customer. 

Odeon  Double  Disc  Records,  10-inch,  11-inch, 
12-inch,  90c.  to  $3.00.  No  needle  scratch. 
In  Odeon  Records  you  get  the  finest  talent  in 
the  world  at  lower  prices  than  anywhere  else 
—Emmy  Destiun,  Leo  Slezak,  Carlo  Albani, 
Frieda  Hempel,  H.  M.  Grenadier  Guards 
Band,  Paris  (jlrand  Symphony  Orchestra,  and 
others.  Odeon  popular  records  furnish  a 
variety  of  music  to  suit  all  manner  of  tastes. 

Write  for  our  list  of  Odeon  Records. 

Furniture  Dealers  visiting  Kitchener  Exhibition  should  see  our  display  in  the 

Auditorium  and  link  up  with  this  line.   It  will  bring  you  highest  class  trade. 

The  Pollock  Manufacturing  Co.,  Limited 

Kitchener, 
Canadi 

liiiBiiiiiiiiiiiiiiiiiiiiiiiiil 
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Business -Winning  Methods  for  Furniture  Dealers 

Slates  for  special  articles-^Catering  to  men —  Waste 
in  furniture  stores —  Winning  trade  by  the  telephone. 

AN  Ontario  dealer  has  two  small  slates  that  he 

hangs  on  either  side  of  the  entrance  to  his  store 
on  which  he  lists  special  articles  he  desires  to 

call  attention  to.  People  notice  them  and  many  have 
got  in  the  habit  of  watching  for  the  messages  on  them. 
It  is  not  uncommon  to  have  a  customer  come  in  and 

ask  for  "Some  of  those  ,  mentioned  on  the  slate." 

WHAT  MEN  CUSTOMERS  WANT 

The  average  man  doesn't  expect  any  special  favors 
when  he  goes  into  a  store  to  buy  goods.  He  neither 
wants  patronizing  condescension  nor  excessive  polite- 

ness. The  thing  he  wants  is  common  sense  talk  and 
straightforward  statement.  He  will  buy  the  most 
goods  where  those  things  are  accorded  and  he  learns  to 
depend  upon  the  statements  of  the  people  who  wait 
upon  him.  He  wants  to  be  treated  on  the  square,  and 
is  always  on  the  lookout  for  people  whom  he  can  trust. 

Then,  too,  a  man  wants  quick  service,  and  he'll  go where  he  can  obtain  it. 

WASTE  IN  FURNITURE  STORE 

Slow-moving  stock  is  a  serious  waste,  and  every  pre- 
caution should  be  taken  to  keep  all  items  moving.  It 

becomes  a  question  of  good  salesmanship  and  not 
strictly  one  of  efficiency.  Items  in  light  demand  if 
kept  in  obscure  places  will  very  likely  remain  in  the 
store  until  they  have  become  obsolete  or  have  passed 
into  disuse.  No  item,  however  scant  the  demand, 
should  be  allowed  to  eat  up  its  own  profit  in  the 
store.  The  subject  of  turnover  is  not  a  question  of 

the  merchandise — it  is  entirely  a  question  of  merchan- 
dising— your  method  of  merchandising.  One  must 

get  into  the  habit  of  thinking  ahead  of  the  wastes. 

DEBT  PAYING  DAY 

A  little  Western  town  recently  slipped  into  promin- 
ence overnight  because  of  the  success  which  attended 

its  first  "debt  paying  day."  The  town  has  set  aside 
one  day  in  each  year  on  which  all  debts  are  liquidated, 
or  at  least  satisfactorily  adjusted.  All  borrowed  art- 

icles are  returned  and  every  citizen  is  expected  to  start 
in  next  morning  with  a  clean  sheet  and  a  mental  vow 
to  stop  borrowing,  except  in  case  of  emergency. 

This  is  a  good  plan.  It  might  well  be  extended. 
There  is  no  reason  why  a  small  community  alone  should 
profit  from  such  an  annual  observance.  It  is  just  as 
adaptable  to  big  business,  as  to  small  town  neighbors. 

WINNING  TRADE  BY  PHONE 

Indifferent  telephone  service  can  drive  away  as 
much  trade  as  a  poor  delivery  system.  But,  properly 
operated,  it  may  well  develop  into  one  of  the  most 
potent  agencies  for  finding  new  customers  and  holding 
old  friends. 

The  argument  that  encouraging  patrons  to  telephone 
orders  is  bad  policy  because  it  prevents  their  coming 
into  the  store  and  falling  under  the  spell  of  displays  of 
goods  which  may  lead  to  chance  purchases,  has  no  real 
bearing  on  the  ease.  Even  if  this  objection  were  well 
taken,  the  department  store  man  could  not  use  it  long. 

NOVEL  SALE  STUNT 

"Buy  a  dish  pan  for  ten  cents  and  get  a  picture  of 
yourself  and  the  dish  pan."  This  was  the  unique  in- 

vitation that  brought  a  big  crowd  to  an  American  store. 
The  day  of  the  opening  sale  a  group  photo  was  taken, 
and  copies  of  this  were  given  to  customers  buying  the 
pans.     Other  goods,  of  course,  were  also  sold. 

THE  HOME-PATRON'S  CREED 

I BUY  at  home  because  my  interests  are  here : 
Because,  the  community  which  is  good  enough 
for  me  to  live  in  is  good  enough  for  me  to  buy  in ; 

Because,  I  believe  in  transacting  business  with  my friends ; 

Because,  I  want  to  see  the  goods; 
Because,  I  want  to  get  what  I  buy  when  I  pay  for  it; 

Because,  my  home  dealer  "carries"  me  when  I  run 

short ; 

Because,  every  dollar  I  spend  at  home  stays  at  home 
and  works  for  the  community  in  which  I  live ; 

Because,  the  man  I  buy  from  stands  back  of  his  goods ; 
Because,  I  sell  what  I  produce,  here  at  home,  and  here 

I  buy ; 

Because,  the  men  I  buy  from  pays  his  part  of  the  town, 
and  county  tax : 

Because,  the  man  I  buy  from  helps  support  my  schools, 
my  church,  my  lodge,  my  home ; 

Because,  when  ill   luck,    misfortune    or  breavement 
comes  the  man  I  buy  from  is  here  with  his  kindly 
greeting,  his  words  of  cheer  and  his  pocketbook, 
if  need  be; 

Because,  every  dollar  I  spend  at  home  gives  me  another 
chance  at  that  dollar. 

Here  I  live,  and  here  I  buy. 

I  Buy  at  Home. 
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Ideas  and  Methods  for  Pre-  and  After-Inventory  Sales 

After  the  holidays  or  at  beginning  of  year  good 
time  to  take  stock — Getting  rid  of  slow  sellers. 

Before  you  have  well  recovered  from  the  Christmas 
rush,  inventory  time  will  be  upon  you.  Most  merchants 
take  stock  either  in  January  or  February.  Then  is 
revealed  the  weakness  and  strength  of  the  store,  for 
the  final  figures,  if  properly  prepared  and  thoroughly 

analyzed,  should  tell  a  complete  story  of  the  year's 
operations. 
As  early  as  possible  after  the  Christmas  holidays 

should  be  devoted  to  getting  the  goods  so  well  arranged 
that  inventory  can  be  taken  with  the  least  possible  work 
and  trouble.  This  arranging  will  bring  out  some  items 
of  merchandise  that  you  know  at  once  are  slow  sellers. 

"Slow  Sellers" 

These  should  all  be  set  on  one  side  to  form  the 

basis  of  a  pre-inventory  sale.  In  preparing  the  adver- 
tising for  this  sale,  it  is  well  to  be  frank  with  your  cus- 

tomers. If  you  have  been  absolutely  truthful  in  your 
advertising;  if  you  have  not  exaggerated;  if  you  have 
not  run  cut  price  sales  in  and  out  of  season,  an  an- 

nouncement from  you  that  in  order  to  start  the  new 
year  without  any  odds  and  ends  and  with  only  the 
most  up-to-the-minute  goods,  will  bring  the  people 
flocking  to  your  store. 

In  the  editorial  at  the  head  of  the  advertisement, 

state  plainly  that  in  preparing  for  the  annual  in- 
ventory you  have  come  across  a  number  of  odds  and 

ends;  tell  the  people  that  there  are  certain  lines  that 
have  not  proven  very  good  sellers  in  the  past ;  inform 

your  readers  that,  in  order  to  "clean  house"  effectively 
and  in  the  shortest  possible  time,  you  have  cut  prices 
to  the  bone. 

Let  them  know  that  it  is  not  a  question  of  profits, 
but  that  you  will  be  satisfied  with  less  than  cost  in 
many  cases,  so  that  you  can  make  room  for  the  new 
merchandise  that  will  soon  arrive. 

Simple  Language  Best 

Word  your  talk  in  simple  language.  Give  it  that  ring 
that  can  come  only  from  speaking  the  exact  truth.  Then 
go  after  the  prices  with  a  vengeance.  Put  such  figures 
on  the  old,  shop  worn,  out-of-date  goods,  that  they  will 
simply  have  to  move. 

In  a  case  of  this  kind  half  measures  are  no  good.  If 
a  merchant  has  to  take  a  loss,  the  sooner  it  is  done  the 
better.  If  he  carries  out-of-date  merchandise  on  his 
shelves  at  its  full  value,  he  is  simply  fooling  himself. 
So  put  a  price  on  the  goods  that  will  have  the  desired 
effect. 

Of  course  your  stock  of  goods  is  all  priced  in  plain  fig- 
ures. So  get  a  bunch  of  red  or  blue  tags,  good  big  ones, 

and  mark  on  them  the  sale  price  of  the  goods.  This  is 
an  old  scheme,  but  is  effective  just  the  same,  for  it 
enables  the  people  to  see  just  exactly  how  big  the 
reductions  are. 

Now  my  idea  of  this  pre-inventory  sale  is  that  it 
should  be  made  up  of  real  odds  and  ends.  In  other 
words  do  not  place  on  sale  at  this  time  anything  that  is 
a  part  of  a  regular  line  in  good  repute. 

Have  Special  Section 

No  attempt  should  be  made  to  display  the  goods  with 
the  care  that  is  taken  in  showing  up  a  new  line.  They 

should  be  placed  in  one  corner  of  store,  so  that  people 
may  have  a  chance  to  look  them  over  and  handle  them. 

So  the  whole  stock  can  be  gone  over  and  the  inevit- 
able "trash"  that,  in  spite  of  all  care,  will  accumulate, 

even  in  the  best  conducted  stores,  made  to  furnish  the 
basis  for  a  rousing  sale. 

Now  in  addition  to  goods  of  this  latter  class  will  be 

found  many  items  that  cannot  be  called  "trash,"  or 
really  "stale,"  but  still  is  not  strictly  up-to-the-minute. 
It  would  be  folly  to  cut  the  price  as  deeply  as  on  the 
other  goods,  but  some  inducement  should  be  made  so 
as  to  move  it  as  soon  as  possible. 

The  After-Inventory  Sale 

Here  is  where  the  after-inventory  sale  comes  in.  The 
editorial  in  this  case  can  be  something  along  this  line: 

"We  have  just  completed  taking  stock  of  the  goods 
in  our  store.    We  find  that  we  have  more    and 

 and —  than  we  thought  possible. 

"Now  this  is  all  dependable  merchandise.  In  fact  it 
has  not  been  in  the  store  very  long,  but  there  are  a 
bunch  of  bills  that  we  want  to  take  the  discount  on, 
so  as  to  bring  down  our  cost.  In  order  to  do  this  we 
must  have  some  ready  money. 

"You  can  help  us  in  this,  and  at  the  same  time  make 
a  substantial  saving  for  yourself  by  taking  advantage  of 
the  real  bargains  in  fresh  dependable  furniture,  a  few 

of  which  are  mentioned  below." 
Here  again  price  reductions  that  are  worth  while 

should  be  made  and,  as  in  the  pre-inventory  sale,  dis- 
tinctive tags  should  be  attached  to  the  goods,  showing 

what  the  reduced  price  is. 
These  inventory  sales  should  be  so  planned  that  they 

take  place  in  the  first  three  weeks  of  January  if  that 
is  at  all  possible. 

Starting  the  Year  Well 

In  this  way  the  year  can  be  made  to  start  out  with  a 
good  showing  instead  of  with  small  business,  as  is  too 
often  the  case.  There  is  no  reason  in  the  world  why 
January  should  be  slack  and  should  not  be  made  to 
show  a  reasonable  profit.  The  latter  not  as  big  as  other 
months  owing  to  the  fact  that  a  good  deal  of  the  busi- 

ness will  naturally  be  of  the  small  or  no  profit  order. 
But  the  people  drawn  into  the  store  by  the  bargains 
on  the  left-over  goods  should  purchase  a  fair  share  of 
merchandise  that  bears  a  good  margin. 

This  article  has  been  mostly  devoted  to  the  newspaper 
advertising  and  merchandise  features  of  the  sales. 
Those  retailers  who  have  mailing  lists,  and  every  furni- 

ture man  should  have  one,  can  make  good  use  of  them 
in  sending  out  in  advance  of  each  sale  a  good  letter 
telling  in  a  general  way  of  the  good  things  in  store 
for  those  who  will  take  advantage  of  them. 

The  teacher  was  waiting  for  some  one  in  the  class 

to  give  her  a  sentence  containing  the  word  "dis»- 

arrange." Finally  Tony  whose  father  sells  bananas  put  up  his hand. 

"My  f adder  maka  de  fire  in  the  morning.  He  geta 

mad.    He  say,  Dama  disa  range!" 
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Why  Furniture  Exhibitions  are  Valuable  to  the  Retail  Dealer 

By  WILLIAM  LEWIS  EDMONDS. 

HE  is  a  wise  furniture  man  who  grasps  every  oppor- 
tunity for  increasing  his  business  knowledge, 

widening  his  experience  and  broadening  his  out- 
look. There  are  many  ways  in  which  he  can  do  these 

things.  In  his  trade  journal  he  will  find  a  perpetual 
source  of  information.  From  the  travelers  he  period- 

ically meets  and  from  his  fellow  business  men  with 
whom  he  occasionally  gets  into  conversation  he  can 
gather  a  great  many  helpful  ideas.  But  it  is  at  a 
furniture  exhibition  that  his  great  opportunity  is  to  be 
found  for  increasing  his  knowledge,  widening  his  ex- 

perience and  broadening  his  outlook.  For  there  the 
theoretical  and  the  practical  are  rolled  into  one,  as  it 
were. 

Main  Object  of  Exhibitions 

The  furniture  exhibition  has  in  the  main  one  object, 

and  that  is  to  provide  the  ways   
and  means  whereby  the  retail 
furniture  man  sees  for  himself  the 

very  latest  ideas  in  furniture.  And 
not  merely  to  see  them  as  indi- 

vidual pieces,  but  in  groups;  and 
to  examine  and  inspect  them  to 

his  heart's  content,  In  a  cata- 
logue he  may  gather  a  great  deal 

of  information  in  regp,rd  to  this 
and  that  piece  or  suite.  But  as 
it  is  the  picture,  and  not  the  thing 
itself,  which  he  sees,  it  naturally 
follows  that  to  get  anything  like 
an  accurate  conception  in  this  way 
is  impossible.  He  can  only  obtain 
this  by  seeing  and  handling  the 
real  thing. 

It  is  significant  that  the  dealers 
who  are  the  most  regular  in  their 
attendance  at  furniture  exhibi- 

tions are  the  most  enthusiastic  in 
regard  to  them.  It  is  because  they 
have  learned  from  experience 
their  value. 

Naturally  manufacturers  desire  to  make  sales  while 
the  exhibition  is  on.  But  this  is  no  longer  the  para- 

mount object  they  have  in  view.  What  they  most  de- 
sire is  that  the  retail  trade  shall  see  the  goods  they  have 

on  sale  in  order  that  they  may  be  etiuipped  with  infor- 
mation which  they  in  turn  can  pass  on  to  their 

customers  when  they  are  looking  for  the  latest  ideas. 

How  Dealers  Have  Benefited 

There  are  very  few  retailers  indeed  whose  business 
is  so  extensive  that  they  can  afford  to  carry  in  stock 
anything  like  a  representative  line  of  the  latest  crea- 

tions in  furniture.  But  after  having  carefully  inspected 
what  is  to  be  seen  at  an  up-to-date  furniture  exhibition, 
there  are  few  retailers  who  cannot  carry  away  with 
them  such  a  recollection  of  what  they  have  seen  that 
when  it  comes  to  handling  a  customer  who  wants 
something  different  from  that  which  they  have  in  stock 
they  are  frequently  able,  especially  when  they  have  the 
catalogue  or  an  advertisement  in  a  trade  paper  to  assist 
them,  to  make  a  sale.     The  writer  knows  of  instances 

where  this  has  been  done.  As  a  matter  of  fact  sales 
have  been  effected  of  much  higher  grades  of  furniture 
than  it  was  thought  possible  for  them  to  sell.  But 
having  seen  the  line  when  at  an  exhibition  they  knew 
where  to  get  it  when,  rather  to  their  surprise,  they 
had  a  customer  who  wanted  it  and  nothing  else.  Had 
they  not  seen  it  the  chances  are  they  would  not  have 
been  able  to  effect  the  particular  sale.  But  having 
seen  it  they  were  in  a  position  to  grasp  just  what  it 
was  the  customer  wanted. 

But  the  information  the  dealer  picks  up  regarding 
styles  and  descriptions  of  furniture  on  the  market  is 
not  the  only  benefit  which  accrues  from  a  visit  to 
furniture  exhibitions.  To  one  who  goes  about  with 
his  mind  at  attention,  there  are  opportunities  without 
number  for  the  securing  of  information  and  the  gather- 

ing of  ideas  regarding  ways  and  means  of  doing 
business. 

WHY  IT  PAYS. 

It  pays  the  furniture  retailer  to  visit 

furniture  exhibitions  because: — 

/.  He  obtains  first-hand  knowledge  re- 
garding the  latest  ideas  in  furniture. 

2.  He  comes  into  contact  with  manu- 
facturers and  travellers  from  whom 

he  can  obtain  much  valuable  in- 

formation. 
3.  He  meets  his  fellow  retailers  from 

all  parts  of  the  country,  with  whom 
he  can  exchange  ideas  and  discuss 
mutual  problems. 

4.  It  will  increase  his  f^nowledge  and 
his  efficiency. 

5.  He  cannot  afford  to. stay  away. 

Manufacturers  as  Sources  of 
Information 

The  manufacturers  and  their 
travelers  are  always  desirous  of 
meeting  men  in  the  retail  trade 
and  discussing  with  them  matters 

appertaining  to  the  general  wel- 
fare of  the  furniture  business. 

Many  a  good  idea  of  mutual  bene- 
fit has  been  developed  by  the  meet- 

ing of  men  engaged  in  the  two 
branches  of  the  furniture  trade, 
because  each  has  a  view  point  that 
is  new  to  the  other  and  an  ex- 

perience that  the  other  has  not 
had.  Consequently  when  they  get 
together  and  begin  to  exchange 
ideas  and  relate  experiences, 
benefit  is  as  certain  to  accrue  to 
the  retailer  as  to  the  manufacturer. 
In  casual  talks  with  manufacturers 
and  travelers  many  is  the  helpful 

suggestion  retailers  have  received  regarding  buying 
and  selling  methods. 

Ideas  from  Fellow  Retailers 

Still  another  reason  why  it  pays  the  retailer  to  visit 
the  furniture  exhibition  is  to  be  found  in  the  fact  that 
he  is  there  able  to  meet  his  fellow  retailers  from  all 
parts  of  the  country.  That  is  obviously  a  great 
privilege  and  one  that  cannot  be  found  in  any  other 
way.  Retailers  cannot  meet  in  this  way  without  ex- 

changing, before  they  part,  ideas  which  are  mutually 
beneficial  regarding  the  buying  and  selling  of  furniture. 
Like  pieces  of  steel  and  a  magnet,  retailers  naturally 
get  elose  together  when  they  come  within  the  vicinity 
of  each  other. 

Exhibitions  at  Three  Centres 

Retailers  in  Canada  will  next  month  have  an  excellent 

opportunity  of  participating  in  the  benefits  that  accrue 
from  visiting  furniture  exhibitions,  the  manufacturers 
in  the  important  centres  of  Stratford,  Kitchener,  and 
Waterloo,  having  decided  to  arrange  for  exhibits  in 

C Continued  on  pdge  56 ) 
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Hints  for  Putting  Pull  Into  Your  Advertisements 

Adveriising  should  be  used  not  only  for  general  pub- 
licity but  also  for  the  purpose  of  selling  goods  directly. 

By  MARCO  MORROW 

YOU  occasionally  find  a  furniture  dealer  who  thinks 

and  says  that  he  "does  not  have  to  advertise." 
"Why,"  he  will  tell  you,  "everybody  in  town 

knows  me  and  my  place  of  business.  Half  the  people 
in  town  pass  my  store  every  day.  It  would  be  a  waste 

of  money  and  effort  for  me  to  use  newspaper  space." The  trouble  with  such  a  business  man  is  that  he  has 
never  been  shown  the  fundamental  idea  of  advertising. 

He  doesn't  understand  the  chief  functions  of  adver- 
tising. No  one  has  pointed  out  to  him  that  advertising 

is  salesmanship  and  that  its  function  is  much  wider 

and  much  more  far-reaching  than  merely  "letting  peo- 
ple know  where  he  is." 

The  Simplest  Function  of  Advertising 

There  are  three  things  which  advertising  must  do 
for  you : 

First,  it  must  let  the  people  know  who  you  are,  where 
you  are,  and  what  you  are.  This  is  its  simplest  func- 

tion. The  sign  over  your  door,  your  store  front,  the 
display  in  your  window — these  help  perform  this  ne- 

cessary function ;  the  little  standing  cards  which  re- 
tailers sometimes  run  in  their  local  papers,  and  indeed 

a  greater  part  of  the  retail  advertising  in  the  news- 
papers, perform  no  higher  function  than  that,  They 

simply  let  the  people  know  who  you  are,  where  you  are, 
and  what  you  are. 

Pull  People  to  Your  Store 

But  your  advertising  must  do  more  than  that.  It 
must  not  only  let  the  people  know  that  you  are  a  pur- 

veyor of  good  goods,  but  it  must  also  give  the  buying 
public  some  reason  for  coming  to  you  for  what  they 
want  instead  of  going  to  your  competitor  in  business. 
I  do  not  mean  that  your  advertisements  should 

"knock"  a  competitor.  A  "knocking"  ad.  is  seldom, 
if  ever,  judicious.  But,  if  there  is  any  reason  why 
people  should  trade  with  you,  your  advertisement  ought 

in  some  way  to  suggest  that  reason,  even  if  it  doesn't 
give  the  reason  in  so  many  words.  It  ought  to  make 

the  women  who  read  it  think,  "I'll  go  there  next  time; 
I'll  try  that  shop."  In  other  words,  it  must  attract 
trade  to  you,  not  simply  let  the  people  come  to  you  if 
they  want  to  come,  but  pull  them  toward  you.  This 
is  the  second  function  of  advertising. 

Advertisement  Should  Act  as  Salesman 

But  there  is  another  duty  which  your  advertising 
must  perform  if  it  is  to  be  a  successful  salesman  for 

you.  And  this  third  duty  is  the  highest  and  most  im- 
portant function  of  your  advertising.  It  is  the  func- 

tion which  you  and  your  clerks  perform  every  day  if 

you  are  good  salesmen,  in  calling  attention  to  some- 
thing special,  something  extra,  something  which  the 

customer  might  not  buy  unless  you  suggested  it  to  her. 
Mrs.  Jones,  who  is  a  good  spender,  comes  into  your 

shop,  and  you  immediately  think,  "Now,  what  can  I 
sell  Mrs.  Jones  to-day?"  If  she  gives  you  a  chance, 
you  say  to  her:  "Mrs.  Jones,  I  have  an  extra  fine 

candy  here  which  I  would  like  you  to  try,"  or  "Here 
is  a  nice  line  of  stationery."    You  keep  suggesting  to 

your  customers  purchases  which  they  otherwise  wnnM 
not  make. 

Power  of  Suggestion 

I  know  a  store  which  has  brought  this  kind  of  sales- 
manship to  such  a  state  of  perfection  that  I  know 

women  who  are  afraid  to  go  into  it ;  they  say  they  pre- 
fer to  order  by  telephone,  because  if  they  go  into  that 

store  they  are  sure  to  buy  something  which  they  do 

not  need,  and  which,  maybe,  they  can't  afford.  Now, 
the  real  purpose  of  your  advertising  in  your  loca' 
newspaper  should  be  to  put  salesmanship  of  that  kinr* 
before  every  possible  customer  in  your  community.  \i 

isn't  enough  for  the  people  simply  to  know  where  yon- 
place  of  business  is.  It  isn't  enough  for  the  people 
simply  to  know  what  you  sell.  It  isn't  enough  for  the 
people  to  know  that  you  have  the  best  shop  in  town — 
although  these  things  are  of  the  highest  importance — 
but  your  advertisement  must  make  them  buy. 

Companies  With  a  Monopoly  Advertise 

If  you  pick  up  a  metropolitan  newspaper,  you  will 
see  that  public  utility  companies — electric  light  com- 

panies, street  car  companies — companies  which  have  a 
monopoly  in  their  territory,  are  advertising ;  electric 
light  companies  advertising  new  uses  of  electricity; 
street  ear  companies  advertising  special  trips.  They 

frequently  run  an  advertisement  that  is  strictly  infor- 
mative and  educational  in  its  purpose,  telling  women 

how  to  get  on  and  off  street  cars  or  telling  the  general 
public  how  to  avoid  accidents.  The  idea  is  to  improve 
the  service.  You  must  keep  in  mind  a  like  purpose  in 
your  advertising.  One  of  the  big  features  of  your  ad- 

vertising should  be  to  improve  your  service.  Your 

advertising  must  help  you  give  the  public  a  better  ser- 
vice, a  quicker  service,  and  so  be  profitable  to  both  you 

and  your  customers. 

Go  About  Advertising  Systematically 

I  appreciate  the  fact  that  not  every  man  can  write 
that  sort  of  advertising  day  after  day,  and  week  after 
week,  even  if  he  has  the  time  for  it.  Make  up  your 
mind  to-day  to  set  aside  a  certain,  definite  percentage 
of  your  cash  receipts  for  advertising.  Talk  to  your 
friend,  the  newspaperman,  about  it,  and  immediately 
start  a  systematic  campaign  of  advertising  that  will 
not  only  bring  more  people  to  your  store  but,  what  is  of 
greater  importance,  will  increase  the  individual  sales, 
keep  your  stock  better  balanced,  enable  you  to  give 
better  service  at  a  lower  cost,  and  insure  you  a  profit 
every  day  in  the  year. 

MAKING  USE  OF  ADVERTISING  MATTER 

Many  dealers  do  not  make  the  use  that  they  should  of 
advertising  matter  supplied  by  manufacturers.  A 
Saskatoon  dealer  believes  that  it  can  be  made  extremely 
beneficial  in  promoting  sales.  He  stamps  his  name  on 
all  such  matter,  and  few  parcels  leave  his  store  with- 

out some  advertising  of  this  kind.  He  also  encloses  ad- 
vertising in  all  letters  going  out  to  customers,  and  per- 

sonally selects  this  so  as  to  enclose  that  which  is  most 
likely  to  appeal  to  each  customer. 
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Window's  Purpose  is  to 

Sell  Goods 

Simple  and  tasty  window  display  of 
enamel  furniture  suitable  for 

early  fanuary  showing. 

THINK  of  your  window  always  as  being  a  sales- 
man— not  as  a  medium  for  drawing  a  crowd. 

Direct  sales  will  not  always  follow  this  or  that 
display,  but  a  continued  showing  of  well-dressed  win- 

dows will  definitely  increase  your  trade. 
How  long  you  should  keep  a  display  in  your  store 

window  depends  somewhat  on  the  kind  of  exhibit  you 
are  making  and  the  season.  If  your  store  is  located  in 
a  small  town,  it  is  poor  policy  to  keep  a  display  in  for 
any  lengthy  period;  the  same  persons  see  it  continu- 

ally, and  soon  grow  tired  of  it.  Generally  speaking, 
the  best  plan  is  to  make  a  new  display  every  week. 

Have  seasonable  exhibits — for  spring,  summer,  au- 
tumn, winter — -for  all  the  seasonal  activities  on  your 

local  calendar,  and  for  the  holidays:  Hallowe'en, 
Thanksgiving  Day,  Christmas,  etc.  Always  make  your 
display  far  enough  ahead  for  the  occasion  featured. 

Two  Classes  of  Displays 

Winaow  displays  can  be  grouped  roughly  into  two 
classes :  First,  those  which  create  interest  and  curiosity, 
but  which  give  the  spectator  little  knowledge  about  the 
articles  shown ;  so  that  he  comes  into  the  store  unde- 

cided about  buying,  and  ignorant  of  the  prices,  etc. 
Secondly,  those  of  direct  sales  appeal;  featuring  a  cer- 

tain definite  article  or  articles  and  giving  the  spectator 
virtually  a  complete  knowledge  by  means  of  demon- 

stration, "talk  cards,"  price  cards,  etc. 

A  direct  sales  appeal  display  depends  for  its  etfect- 
iveness  upon  attractiveness,  convincing  argument, 
drawing  power  of  human  interest.  Attractiveness 
here  means  the  ability  to  catch  the  eye  of  the  passerby 
and  give  a  pleasant  impression.  Strong  effects  are 
needed  to  hold  the  attention.  These  are  provided  by 
size,  bright,  vivid  colors,  novelty  of  arrangement.  A 
size  attractor  is  exemplified  by  the  huge  cardboard 
models  of  articles,  which  some  manufacturers  furnish 
dealers.  Where  articles  are  not  of  themselves  large 
enough  to  give  this  impression  of  bigness,  size  can  be 
suggested  by  quantity.  Mirrors  placed  in  the  window 
also  give,  by  their  reflections,  the  effect  of  size.  Win- 

dow trims,  draperies,  and  so  on,  are  utilized  for  lively 
color  effects. 

"Convincing  argument"  and  "drawing  power  of 
human  interest"  are  furthered  by  such  devices  as  prac- 

tical demonstrations — either  by  live  or  duraimy  figures 
or  large  cardboard  demonstration  cut-outs.  The  dem- 

onstration shows  the  article's  advantages  of  con- 
struction, points  of  superiority,  advantage  in  use,  etc. 

Work  can  also  be  shown  in  process  of  construction ; 
such  as  a  window  scene  showing  the  corner  of  a  work- 

shop. Or,  by  way  of  contrast,  presenting  an  old,  bat- 
tered piece  of  fuiniture  and  exhibiting  beside  it  a 

handsome  new  piece  with  a  "talk  card,"  urging  the 
spectator's  purchase. 

Another,  more  detailed,  classification  of  display  can 
be  made  as  follows:  1,  straight  sample  display;  2,  dis- 

play designs;  3,  advertising  helps;  4,  feature  window; 
5,  novelty  window. 

For  a  straight  sample  display  dress  your  window 
neatly  with  samples  taken  from  your  general  stock. 
Such  an  exhibit  is  not  very  inspiring. 

In  a  display  design  exhibit  arrange  goods  in  geo- 
metrical, decorative  fashion.  Such  windows  are  digni- 

fied and  always  win  a  certain  attention. 

The  advertising  help  display  is  based  on  the  elements 

of  the  dealer's  advertising.  Window  cards  of  various 
kinds  are  a  necessary  auxiliary.  They  bear  short  sen- 

tences referring  to  the  quality,  prices  and  uses  of  the 
goods;  with  suggestions  as  to  the  desirability  of  pur- 

chasing the  articles  at  this  season  of  the  year,  or  noting 
the  fact  that  inside  the  store  is  a  complete  line  of  the 
articles  displayed  in  the  window.  Cards  also  refer  to 
the  business  policy  of  the  firm.  This  type  of  window 
appeals  strongly  to  the  observer. 
— live  trade  news  to  his  interest, 

quick,  sales  stimulator. 

The  feature  window  display  is  one  in  which  one  art- 
icle or  line  of  articles  is  featured.  For  instance,  a 

culinary  window  showing  a  model  kitchen  complete 
with  household  articles ;  or  a  window  featuring  one 

kind  of  furniture.  "Talk  cards"  are  always  useful  in 
such  a  window. 

It  tells  him  things 
It  is  usually  a  good, 

SEND  US  A  PHOTO  OF  YOUR 

HOLIDAY  WINDOW 

While  the  trimmer  begins  to  feature  Christmas  goods  in  the 
window  a  full  month  before  the  occasion  arrives,  there  is  al- 

ways an  "extra  special"  display  put  in  a  week  or  so  before 
Xmas  Day.  This  is  the  grand  climax  to  the  Christmas  win- 

dow campaign  and  is  generally  designated  as  "the"  Christ- 
mas window.  It  is  the  trimmer's  masterpiece  of  the  season, 

as  it  were,  and  is  generally  worthy  of  preservation  by  means 
of  a  photograph.  It  is  certainly  nice  as  well  as  helpful  to  be 
able  to  look  back  and  see  your  masterpieces  of  previous  years. 

The  Canadian  Furniture  World  would  be  pleased  to  re- 
ceive copies  of  photographs  of  Christmas  windows  for  re- 

production in  our  columns.  We  will  appreciate  them  and  so 
will  your  brother  dealers  and  clerks  all  over  Canada.  This 
is  one  way  in  which  you  can  help  your  trade  journal  and  the 
trade  to  which  you  belong,  so  when  you  have  "the"  Christ- mas window  in  shape,  photograph  and  send  it  along  to  us 
with  a  short  description  and  the  name  of  the  firm  and  trim- 

mer. Address  photographs  to  The  Editor,  The  Canadian 
Furniture  World,  32  Colborne  St.,  Toronto. 



The  Importance  of  Good  Stove  Window  Displays 

//  properly  made  should  he  profitable  —  Value  of  window  space — 
Displays  that  pull — Fall  decorations  and  home-made  backgrounds. 

MORE  and  more  emphasis  is  being  laid  on  the  im- 
portance of  the  realistic  element  in  window  dis- 

plays, whatever  the  subject  of  the  displays  may 
be.  A  spacious  window  containing  a  cold,  inanimate 
array  of  goods  is  considered  inferior  in  drawing  power 
to  the  small  window  with  a  limited  number  of  items 

but  placed  in  an  active,  suggestive  setting. 
In  other  words,  the  display  must  be  so  characterized 

as  to  express  the  particular  function  of  the  goods 
shown.  This  delicate  element,  which  may  be  called 
environment  or  atmosphere,  is  the  thing  that  counts. 
Without  it  the  goods  are  as  completely  shorn  of  their 
attributes  as  a  bird  with  clipped  wings  or  a  fish  out  of 
water. 

The  accompanying  picture  of  a  store  window  display 
is  a  good  example  of  trimming  for  this  season  of  the 
year.  It  has  double  value  in  that  it  couples  up  with 
the  stove  display  a  number  of  utensils  used  on  the 
stove  in  cooking  and  a  variety  of  general  kitchen 
goods.  Often  the  selling  of  a  stove  means  the  sale  of 
some  household  goods  also,  and  the  sale  of  Idtehenware 
often  leads  up  to  stove  sales,  at  least  the  ambitious 
dealer  has  thereby  a  name  to  add  to  his  stove  prospects, 
and  the  proper  handling  of  these  prospects  very  often 
induces  sales. 

HOME-MADE  BACKGROUNDS 

Wall  board  makes  acceptable  and  attractive  back- 
grounds for  merchandise  displays.  It  costs  compara- 

tively little,  is  easily  fitted,  and  lends  itself  to  a  variety 
of  treatments.  It  may  be  used  either  plain  or  with 
stenciled  designs.  It  may  be  painted  from  time  to  time, 

thus  giving  the  efi'ect  of  a  new  setting  for  the  display. 
A  dealer  in  a  small  town  hit  upon  a  plan  for  making 
such  a  background.  To  the  uprights  above  the  back 
edge  of  the  window  bed  on  either  side  he  attached  two 

pieces  of  steel,  in  the  shape  of  a  capital  "E"  with  the 
central  dash  lacking.  Into  these  four  grooves  or 
holders  fitted  a  light  wooden  frame  measuring  about 
thirty-six  inches  in  width.  This  frame  work  was  cov- 

ered with  white  oilcloth.  It  was  a  simple  matter  to 

remove  or  replace  this  background,  an  upward  lift  of 
about  four  inches  being  sufficient  to  let  it  swing  free, 
when  it  is  easily  taken  out. 

When  a  dark  back  is  desired,  cloth  of  the  desired 
shade  is  quickly  placed  over  the  oilcloth  covering  of 
the  frame  work,  and  so  on  with  other  colors.  The  ad- 

vantage of  a  background  is  thus  at  a  small  cost  ob- tained. 

STOVE  DISPLAYS  PROFITABLE 

An  attractive  background  adds  as  much  charm  to  a 
display  of  stoves  as  it  does  to  the  finest  hardware  dis- 

play. Too  many  dealers  take  the  opposite  view,  and 
think  it  a  waste  of  money  to  arrange  an  attractive  stove 
display.  A  great  many  have  already  discontinued  the 
stove  business  and  many  others  are  seriously  consider- 

ing doing  so,  giving  as  a  reason  that  the  business  is  un- 
profitable. Whenever  you  find  a  dealer  in  this  frame 

of  mind,  a  little  investigation  will,  almost  without  ex- 
ception, disclose  the  fact  that  this  branch  of  the  busi- 

ness has  been  given  scant  attention,  so  far  as  arrange- 
ment and  display  is  concerned,  and  that  the  dealer 

lacks  the  nerve  to  get  a  price.  Properly  handled 
there  is  no  branch  of  the  hardware  business  more  pro- 

fitable than  stoves. 

GETTING  A  LINE  ON  THE  WINDOW 

An  interesting  way  to  get  a  line  on  or  test  your  win- 
dow is  to  go  outside  and  test  the  exact  number  of  people 

who  pass  your  store  on  the  sidewalk  in  a  certain  time, 
saj'  ten  minutes  in  the  busiest  time  of  a  busy  day. 

Note  the  number  that  go  by. 
Note  the  number  that  only  glance  at  your  window. 
Note  the  number  that  hesitate  in  front  of  your  win- 

dow. 
Note  the  number  that  actually  stop  and  are  suffi- 

ciently interested  to  look  in. 
Note  the  number  that  actually  go  into  your  store 

after  looking  into  the  window. 

What  signifies  wishing  and  hoping  for  better  times t 
We  may  make  these  times  better,  if  we  bestir  our- 

selves.— ^Benjamin  Franklin. 



January,  1917  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 

43 

As  Viewed  from  the  Business  Office 

COHERE  is  as  much  reason  for a  retail  dealer  to  study  cost 
accounting,  credits,  insurance,  etc. , 
as  for  the  large  manufacturer. 

SOME  LITTLE  BUSINESS  HELPS 

By  D.  O.  M. 

Check  Your  Cash  on  Hand 

When  was  your  cash  on  hand  checked  last?  At 
what  intervals  is  such  a  checking  made? 

It  is  an  easy  matter  to  neglect  a  simple  thing  of  this 
kind,  yet  how  often  is  it  neglected  or  done  in  a  hap- 

hazard manner ! 

Why  not  get  down  to  sound  business  principles  and 
see  to  it  that  this  work  is  attended  to  regularly. 

Allowances  to  Customers 

Most  retailers  make  certain  allowances  to  certain 
customers.  If  you  do  this,  do  you  keep  a  record  of 
such  allowances?  Such  a  record  does  two  things:  it 
serves  to  guide  you  and  your  clerks  in  future  relations 
with  these  customers  and  it  provides  a  statement  of 
how  much  has  to  be  allowed  from  the  difference  be- 

tween your  cost  price  and  expenses  on  the  one  hand 
and  the  selling  price  on  the  other.  You  may  be  sur- 

prised what  these  allowances  come  to  in  a  year. 

Keep  Correspondence  Files  Correctly 

Can  you  easily  locate  a  letter  written  to  you  by  a 
firm  you  buy  from  or  from  a  customer  say  six  months 
ago?  If  you  can,  you  will  save  many  an  hour  in  the 
course  of  a  year  that  the  average  retailer  wastes.  You 
should  be  able  to  locate  in  a  few  minutes  any  letter  re- 

ceived this  year  and  that  has  been  worth  keeping.  If 
your  system  is  not  what  it  should  be,  correct  it.  The 
proper  kind  of  files  are  cheap  and  the  work  of  filing 
can  be  easily  learned. 

How  About  Insurance? 

There  should  be  a  law  to  compel  every  merchant  to 
carry  ample  fire  insurance  to  cover  the  normal  mer- 

chandise in  his  store,  his  furniture  and  his  fixtures. 
It  is  not  your  own  lookout,  unless  you  are  in  position 

to  liquidate  within  thirty  days  all  your  liabilities  in 
case  of  loss  not  covered  by  insurance. 

One  satisfactory  sign  of  recent  years  is  that  mer- 
chants are  paying  more  attention  to  this  matter  than 

they  ever  did  before. 

STOCKTAKING  SUGGESTIONS 

Stocktaking  is  primarily  an  inventory  of  goods  un- 
sold at  the  end  of  a  financial  year  made  with  a  view  of 

determining  the  profit  or  loss  for  that  year.  Second- 
arily it  is,  as  it  were,  a  spring  cleaning.  These  two 

main  facts  are  never  lost  sight  of  in  hardware  establish- 
ments. It  is  needless  to  say  that  the  stock  should  be 

catalogued  with  the  greatest  possible  accuracy,  or  that 
no  dirty  corners  should  be  left  untouched.  The  purpose 
of  this  article  is  rather  to  point  out  a  few  contingent 

facts  and  suggest  uses  to  which  stocktaking  is  not  gen- 
erally put. 

The  writer  is  of  the  opinion  that  stocktaking  should 
be  not  annual,  but  bi-annual.  It  is  not  enough  for  the 
hardware  man  to  know  exactly  how  he  stands  once  a 
year:  an  accurate  knowledge  of  his  position  every  six 
months  would  be  of  great  advantage  not  only  in  check- 

ing leakages  but  in  computing  for  insurance.  And 

furthermore  an  inventory  taken  every  six  months  can 
be  made  use  of  for  keeping  stock  by  a  method  that  will 
be  shown  below. 

The  drygoods  man  makes  a  practice  of  having  a 
stocktaking  sale — an  example  which  furniture  dealers 
might  well  follow.  But  the  different  conditions  pre- 

vailing in  the  two  trades  make  some  alterations  advis- 
able. The  drygoods  dealer  keeps  a  full  stock  of  winter 

goods  right  to  the  end  of  the  winter,  and  trusts  to  his 
sale  to  clear  them  out.  He  requires  to  close  his  sea- 

son's business  by  getting  rid  of  as  much  of  his  season's 
stock  as  he  can,  and  with  that  end  in  view  cannot  but 
put  stocktaking  at  the  end  of  either  summer  or  winter. 
With  him  there  are  no  articles  which  he  has  to  keep  to 
supply  a  very  limited  demand ;  his  stock  at  any  point 
of  time  is  either  summer  or  winter  stock — either  fash- ionable or  bad. 

The  furniture  dealer  on  the  other  hand  has  different 

conditions  to  face.  He  has  to  keep  a  fcAV  lines  in  stock 
for  which  there  is  but  small  demand,  and  between 
these  lines  and  bad  stock  there  is  sometimes  only  a  very 
fine  line.  Although  there  are  seasonable  goods  in  a 
furniture  store  yet  these  are  proportionately  few,  and 
the  bulk  of  his  stock  is  saleable  all  through  the  year. 
And  he  follows  quite  another  procedure  in  reducing 
stock.  For  the  few  weeks  prior  to  stocktaking  he  lets 
his  stock  go  down  as  low  as  he  possibly  can  without  be- 

coming right  out  of  anything.  Consequently,  just 
when  stocktaking  commences,  his  stock  is  as  low  as  he 
can  reasonably  bring  it,  and  his  justification  for  a  stock- 

taking sale  is  not  the  same  as  the  drygoods  dealer's. 
His  idea  is  simply  and  solely  to  get  rid  of  bad  stock, 
and  he  has  to  overhaul  his  store  before  knowing  what 
has  become  bad  stock  since  the  previous  stocktaking 
overhaul.  Hence  in  a  furniture  store  the  sale  should 
follow  instead  of  precede  the  inventory.  During 
stocktaking  a  note  should  be  taken  of  all  goods  that  are 
"sticking."  and  these  should  be  pushed  at  the  ensuing 
sale  and  kept  in  mind  until  next  stocktaking. 

HOW  TO  FIGURE  PERCENTAGE  OF  PROFIT 

If  I  should  purchase  a  harness  for  $39.64  and  sell  it 
for  $44.60,  what  is  my  percentage  of  profit  and  how  do 
you  figure  it?  wrote  a  general  merchant  to  The  Hard- 

ware Age.     The  answer  given  is  below. 
Taking  the  transaction  stated  above,  the  correct 

method  of  ascertaining  percentage  of  profit  is  to  sub- 
tract from  the  selling  price  of  $44.60  the  cost  price, 

$39.64,  which  gives  the  gain  in  terms  of  dollars  and 
cents  as  $4.96. 

The  percentage  of  profit  is  found  by  dividing  this 
amount  by  the  selling  price,  which  gives  a  percentage 

of  approximately  eleven  and  one-eighth. 
It  is  perfectly  obvious  that  if  this  merchant's  cost  of 

doing  business  is  the  average  of  about  17  per  cent.,  he 
would  be  losing  a  very  nice  amount  in  selling  the  har- 

ness at  the  price  given. 
That  the  selling  price,  rather  than  the  cost  price, 

should  be  taken  as  the  basis  of  calculations  is  doubtless 
evident  to  all  merchants,  in  view  of  the  arguments  pro 
and  con  which  have  at  various  times  found  their  way 
into  the  columns  of  the  trade  press. 
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A  Study  of  Methods  in  Stock  Taking 

Suggestions  that  should  be  taken  into  consideration 
by  retailers  when  making  their  annual  investigation 

as  to  the  result  of  the  previous  year's  business. 

THERE  never  was  a  time  in  the  history  of  business 
when  it  was  not  a  wise  thing  to  take  stock  at 
least  once  a  year.  But  that  it  is  more  necessary 

to-day  than  it  ever  was,  owing  to  the  narrow  margin 
of  profit  upon  wliich  business  is  done,  is  now  generally 
recognized.  Dealing  with  the  subject  a,  writer  in  the 

Credit  Men's  Journal  says  there  are  three  important 
questions  that  require  emphasis  in  retail  stocktaking. 
The  first  is  the  method  by  which  the  merchant  arrives 
at  his  net  cost.  The  second  is  the  importance  of  taking 
the  stock  quickly  and  at  the  time  in  the  year  when  it 
is  lowest,  and  the  third  is  the  necessity  of  accuracy  in 
regard  to  quantities  and  to  depreciation. 

Stocktaking  Methods 

Dealing  with  these  in  order,  there  are  four  possible 
factors  that  enter  into  the  net  cost: 

1.  Most  goods  are  sold  on  terms  offering  to  the  pur- 
chaser a  cash  discount,  as,  for  example,  2  per  cent,  ten 

days  or  30  days  net. 

2.  Some  goods  are  sold  with  a  "trade  discount"  as 
well  as  the  regular  discount  for  casli,  as,  for  example, 
terms  2  per  cent.  30  days,  90  days  net  less  10  and  5 
per  cent. 

3.  With,  the  exception  of  a  few  retailers  in  large 
cities,  practically  all  merchants  have  to  pay  freight 
and  in  many  instances  pay  cartage  or  keep  a  horse  for 
the  purpose. 

4.  There  may  be  a  fourth  factor  in  the  case  of  very 
large  businesses  where  an  exclusive  buyer  has  to  be 
paid. 

In  practice  it  is  found  that  the  cash  discount  referred 
to  in  paragraph  1  is  counterbalanced  by  freight  and 
cartage  in  paragraph  3.  Where  such  counterbalance  is 
known  to  be  the  case  the  cash  discount  should  not  be 
subtracted  nor  the  freight  added  to  the  wholesale  price 
to  arrive  at  the  net  cost.  In  the  case  of  such  merchants 
as  pay  no  freight,  the  cash  discount  should  be  deducted, 
whether  it  is  taken  advantage  of  or  not. 

Trade  Discounts 

With  regard  to  the  trade  discount,  this  is  generally 
given  for  the  reason  that  the  retail  merchant  who  gets 
it  buys  an  unusually  large  quantity  of  goods  and  car- 

ries them  as  a  reserve  stock.  Consequently,  to  arrive 
at  a  fair  computation  of  the  goods  value  for  inventory 
purposes,  this  discount  should  be  deducted.  However, 
it  is  to  be  remembered  that  when  a  merchant  carries 
extra  goods  in  this  manner  he  requires  extra  warehouse 
room  and  has  to  pay  interest  on  the  value  of  the  goods 
while  they  constitute  part  of  his  surplus.  Thus  rent 
and  interest  should  be  added  in  order  to  arrive  at  the 

proper  price  level.  These  various  points  should  be  re- 
garded before  the  cost  mark  is  placed  on  the  goods  and 

they  are  placed  upon  the  shelves. 

When  to  Take  Stock 

The  next  question  with  regard  to  stocktaking  is  the 
time  when  it  should  be  taken  and  the  celerity  with 
which  it  should  bo  concluded.  As  most  retailers  know, 
the  time  to  take  stock  is  when  the  stock  is  at  the  lowest 
point  in  the  year.    This  usually  takes  place  generally 

in  January  after  the  Christmas  rush.  When  the  stock 
is  lowest  it  can  be  taken  more  easily  than  at  any  other 

time,  and,  in  addition,  of  course,  a  merchant's  affairs look  the  best  when  his  stock  in  trade  is  lowest  and  his 
cash  at  the  highest. 

The  requirements  of  some  businesses  may  demand 
stocktaking  more  than  once  a  year.  However,  once 
is  generally  enough  if  it  is  thoroughly  done.  Before 
stocktaking  it  is  wise  to  run  a  sale  for  two  or  three 
weeks  with  a  view  to  getting  rid  of  out-of-season  and 
shop-worn  goods.  Once  the  stocktaking  begins  it  should 
go  ahead  as  fast  as  possible,  even  if  the  staff  is  required 
to  stay  at  night  for  a  few  days  to  accomplish  it. Accuracy 

The  third  essential  is  accuracy.  This  applies  to 
measuring,  weighing  and  counting.  This  process  should 
be  done  as  carefully  as  though  the  goods  were  being 
prepared  for  a  customer.  As  the  goods  are  measured 
and  entered  in  the  stock  books,  allowance  should  be 
made  for  depreciation.  Some  merchants  simply  take 
their  stock  and  allow  ten  per  cent,  on  the  whole  for 
depreciation.  This  is  not  accurate  enough  for  the  or- 

dinary business.  Depreciation  should  be  decided  on  in 
the  case  of  each  class  of  goods  separately.  Both  as  re- 

gards the  quantities  of  the  goods  and  as  regards  the 
depreciation  allowance  the  utmost  accuracy  should  be 
observed. 

If  I  Were  a  Retailer 

'  Bf  Theo  Rist  r=:^^^^^^=z=^^=:- 

IF  I  were  a  retailer  in  a  small  town,  I  should  aim  to 
conduct  my  business  along  unusual  lines.     I  should 
be  different  in  as  many  ways  as  possible  from  my 

competitors  or  from  other  merchants  in  the  locality. 
In  a  small  way,  at  first,  to  test  the  theory,  I  should 

carry  products  which  are  not  usually  found  in  small 
town  stores.  I  should  buy  in  small  quantities  until  the 
theory  were  proven  good  or  exploded,  but  I  should  test 
it.  I  should  use  the  telephone — town  and  rural — to 
advertise  my  goods.  I  would  know,  of  course,  to  whom 
T  might  expect  to  sell  the  products  which  might  come 
in,  and  to  those  friends  I  should  offer  those  products 

per  telephone. To  cut  it  brief,  I  should  make  it  a  point  to  become 

noted  in  my  community  for  my  unusual  methods  of  do- 
ing business  and  I  don't  know  that  I  shouldn't  call  my store  the  Unusual  Store.  At  least,  in  such  terms 

would  my  patrons  think  of  me. 
And  I  should  make  it  a  point  occasionally  to  visit 

other  stores,  not  alone  in  my  community,  but  in  other 
communities,  to  see  what  is  going  on  in  the  world  and 
to  become  neighborly  with  my  fellow-merchants.  That 
in  itself,  you  see,  is  unusual. 
And  this  being  the  basis,  merely.  I  will  amend  the 

.etatement  at  the  outset  by  substituting  for  the  words 

"Small  Town,"  the  words,  "Any  Town." 
For  such  methods,  I  firmly  believe,  will  win  in  any 

community. 
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Plenty  of  One  month  after  another  during 

Money  the  better  part  of  a  year  the  de- 
posits of  the  Canadian  people  in 

the  banks  of  the  country  have  been  regularly  breaking 

records.  The  record  made  by  a  recent  month's  returns 
was  a  most  striking  one,  the  total  amount  on  deposit  in 
banks  at  home  and  abroad  being  the  enormous  sum  of 
$1,372,600,000.  This  was  an  increase  of  $227,000,000 
over  the  corresponding  month  of  last  year. 

The  amount  on  deposit  in  the  chartered  banks  of 
Canada  alone  was  $1,195,700,000,  an  increase  of  nearly 
$163,000,000  for  the  year. 

The  excellent  showing  of  the  bank  deposits  is  satis- 
factory from  a  two-fold  standpoint.  In  the  first  place 

it  reflects  the  prosperity  of  the  Canadian  people,  and 
in  the  second  place  it  shows  that  the  banks  of  the  coun- 

try are  in  an  exceptionally  strong  position  to  finance 
the  crops  when  they  are  ready  for  the  market. 

To  the  retailers  of  the  country  this  is  a  by  no  means 
unimportant  matter,  for  it  naturally  follows  that  there 
will  be  no  difficulty  in  the  farmers  obtaining  cash  for 
their  products.  That  will  not  only  enable  them  to 
liquidate  their  liabilities,  but  to  readily  purchase  such 
supplies  as  they  may  need. 

The  plentiful  supply  of  funds  which  are  in  the  hands 
of  the  banks  will  contribute  much  to  the  prosperity  of 
the  Dominion  this  Fall. 

Business  is  not  made  by  staying  awake  nights, 
but  by  keeping  awake  daytimes. 

Figuring  of  Profits  There  are  still  not  a  few  dealers 
Once  Again  who  go  badly  astray  in  the  figur- 

ing of  profits,  and  this  is  some- 
thing on  which  no  dealer  can  afford  to  make  any  mis- 

takes. The  other  day  a  merchant  was  encountered  who 
was  sellimg  for  $3.75  an  article  that  cost  him  $3.  I  took 
him  to  task  for  selling  at  that  price,  and  he  contended 
that  be  was  making  a  net  profit  of  5  per  cent,  on  it. 
Backing  up  his  argument,  he  said  that  it  cost  him  20 
per  cent,  to  do  business,  and  that  he  was  selling  at  an 
advance  of  25  per  cent. 

This  is  the  old  mistake  of  failing  to  distinguish  be- 
tween adv.°inee  on  gelling  price  and  advance  on  cost. 

This  dealer  was  selling  at  an  advance  of  25  per  cent. — 
but  on  cost,  while  he  figured  his  cost  of  doing  business 
on  selling  price.  To  figure  it  out.  he  was  making  75 
cents  on  the  article,  but  it  costs  him  20  per  cent  to 
cover  selling  expenses,  and  this  is  always  figured  on 
the  selling  price,  making  20  per  cent,  of  $3.75,  which  is 
75c..  or  exactly  the  amount  of  gross  profit  on  the  article. 
Instead  of  making  a  net  profit  of  5  per  cent.,  as  he 
thought,  this  dealer  was  really  just  breaking  even. 

This  is  certainly  a  bad  mistake,  which,  if  continued, 
would  soon  lead  to  failure,  yet  there  are  quite  a  few 
dealers  who,  like  this  dealer,  think  they  are  figuring 
profits  correctly,  and  yet  are  being  very  badly  fooled 
by  not  recognis^ing  that  percentage  advance  on  cost  and 

on  selling  price  are  vastly  different — that  25  per  cent, 
advance  on  cost  is  only  20  per  cent,  on  sellimg  price, 
33  1-3  per  cent,  on  cost  is  only  25  per  cent,  on  selling 
price,  and  so  on. 

It  behooves  every  dealer  to  stop  and  consider,  to 
make  absolutely  certain  that  he  is  figuring  his  profits correctly. 

The  dignity  of  labor  consists  in  putting  '''dig'' into  it. 

Turnover  Won't  When  you  protest  to  a  good  many 
Work  Wonders  dealers  that  they  are  selling  an 

article  at  too  low  a  figure,  they 

generally  try  to  come  back  at  you  with  the  argument 
that  their  turnover  on  that  line  is  so  large  that  they 
can  afford  to  sell  at  a  low  figure.  At  the  same  time 
the  profit  on  that  article  may  be  less  than  their  cost  of 
doing  business,  but  they  seem  to  think  that  if  the 
goods  are  sold  fast  enough  that  the  loss  will  in  some 
magical  way  be  turned  into  a  profit. 

Rapidity  of  turnover  is  no  magic  wand  and  if  an 
article  with  the  cost  of  doing  business  added  costs  you 
$1.25  and  it  is  sold  for  $1.20,  it  simply  means  that  the 
greater  your  turnover,  the  greater  will  be  your  loss. 

Do  not  get  the  erroneous  opinion  of  the  old  woman 
who  sold  apples  but  always  maintained  that  she  sold 
them  for  just  what  she  bought  them  for.  When  asked 

how  she  made  any  money  then  she  replied,  "But  look 
at  the  number  I  sell." 

A  little  discourtesy  is  capable  of  destroying  the 
effect  that  a  hundred  advertisements  have 
created. 

The  "Get  Together"  The  "get  together"  movement  of 
Movement  manufacturers,  wholesalers,  credit 

men,  retailers  and  consumers  is 

gradually  expanding.  A  couple  of  years  ago  repre- 
sentatives of  the  Canadian  Manufacturers'  Association 

journeyed  to  Winnipeg  for  the  purpose  of  conferring 
with  representative  farmers  on  matters  concerning  the 
welfare  of  each. 

Since  then  the  Credit  Men's  Association  has  suc- 
ceeded in  bringing  into  existence  a  permanent  commit- 

tee composed  of  business  men,  bankers  and  farmers, 
whose  particular  duty  is  to  consider  matters  of  general 
interest,  and  especially  to  pass  upon  any  proposed 

legislation  that  may  affect  either  of  the  classes  repre- sented. 

Now  the  Retail  Merchants'  Association  of  Canada 
has  also  embarked  in  the  movement.  At  the  recent 
meeting  of  the  Dominion  Board  of  that  organization  in 

Winnipeg  one  of  the  features  was  a  "get  together" 
meeting  of  retailers,  credit  men,  wholesalers  and  manu- 

facturers. We  are  informed  that  it  was  a  huge  suc- cess. 

That  the  "get  together"  movement  is  an  auspicious 
one  there  can  be  no  doubt,     Much  of  the  friction  which 
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has  arisen  in  the  past  hetween  the  different  interests 
was  the  result  of  misunderstandings  that  might  have 
been  avoided  had  their  cause  been  fully  understood. 

By  these  "get  together"  conferences  these  misunder- 
standings will  naturally  become  a  decreasing  quantity. 

Inspire  your  staff  with  the  right  spirit  of  ser- 
vice^ encourage  every  sign  of  this  true  spirit. 

"One"  Method  of  The  dealer  is  frequently  sorely 
Collecting  Accounts  tempted  to  resort  to  high-handed 

methods  of  extracting  money  due 
him  from  delinquent  debtors.  Without  placing  our 

stamp  of  approval  upon  the  scheme,  we  give  the  follow- 
ing plan  that  one  man  says  he  would  adopt  if  he  were 

badly  troubled  in  this  regard.     He  says : 

"I  would  pick  up  an  old  sway-backed,  flea-bitten 
sorrel  horse,  very  lame  in  one  front  foot,  the  most  dis- 

reputable harness  that  could  be  found,  for  traces  and 
reins  perhaps  a  ragged  rope,  hook  him  to  an  old  spring 
waggon  with  about  a  12-foot  reach,  a  canvas  top,  on 
the  order  of  a  prairie  schooner,  in  large  letters  printed 

on  the  sides,  "WE  COLLECT  FROM  SLOW  PAY 
CUSTOMERS,"  hang  a  bunch  of  cowbells  across  the 
horse's  wethers,  secure  a  flock  of  yellow  dogs,  train 
them  to  follow,  and  hire  a  brawny  Irishman  to  drive 
the  outfit.  Write  the  slow-pay  customer  asking  him 
if  he  preferred  to  call  and  pay  the  account  or  have  the 
waggon  call,  and  send  him  a  picture  of  the  waggon.  If 
I  did  not  get  the  money  I  would  have  the  waggon  call 

as  frequently  as  possible  until  he  came  across." 

The  way  to  get  lower  insurance  rates  is  to 
have  fewer  fires. 

Friendship  in  There  is  no  denjdng  that  friend- 
Business  ship  plays  an  important  part  in 

business.  The  dealer  himself,  if 
he  stops  to  fully  consider  the  matter  will  have  to  admit 
that  a  good  many  of  his  orders  are  given  to  certain 
wholesale  houses  just  because  of  the  friendship  that 
exists  between  himself  and  the  travellers  for  those 

particular  houses.  Other  houses  may  have  just  as  good 
goods  at  similar  prices,  but  it  is  the  traveller  with 
whom  you  are  well  acquainted  who  generally  gets  your 
business. 

The  same  thing  is  true  in  connection  with  the  deal- 
ings of  the  general  public  with  retail  merchants,  only 

probably  to  a  greater  extent.  People  like  to  deal  with 
a  man  they  know  and  who  is  interested  in  them.  It  is 
this  very  thing  that  allows  merchants  in  small  centres 
to  stand  up  so  well  against  aggressive  mail  order  com- 
petition. 
A  good  many  of  the  choice  things  of  life  go  by 

favor.  The  dealer  who  is  friendly  with  his  custom- 
ers and  who  does  them  a  good  turn  whenever  he  can, 

creates  a  host  of  willing  debtors.  He  will  find  that 
friendship  plays  quite  an  important  part  in  business. 

Get  the  confidence  of  the  public  and  you  will 
have  no  difficulty  in  getting  their  patronage. 

Registration  of  All  the  provinces  have  a  law  pro- 
Partnerships  viding  for  the  registration  of  all 

persons  who  enter  into  partner- 
•ship  or  do  business  under  a  trade  name,  but  the  en- 

forcement of  this  law  is  sadly  neglected  in  practically 
all  the  provinces.  The  fact  of  the  matter  is  that  the 
governments  have  made  no  provisipn?  for  following  up 
omissions  to  register, 

Wholesalers  and  manufacturers  are  affected  the 

most,  of  course,  by  neglect  in  this  regard,  and  the  Can- 
adian Credit  Men's  Trust  Association  has  considered 

many  suggestions  as  to  the  best  method  of  compelling 
registration.     At  the  last  National  Council  meeting  of 
that  association  a  resolution  was  submitted,  which  was 
unanimously  passed,  suggesting  that  all  declarations  of 

partnerships  or  trading  under  a  trade  name  be  filed" 
with  the  provincial  secretary;  that  all  firms  thus  re- 

gistered shall  use  the  letters  "Regd."  after  their  name; 
that  the  Provincial  Governments  shall  take  into  their' 
hands  the  duty  of  compelling  registration,  and  provide- 
suitable  penalties  for  non-observance ;  that  in  order  to- 

cover  the  expense  of  this  a  fee  of  $.5.00  be  charged  for' 
every  registration,  the  amendment  to  the  Act  to  apply' 
to  all  existing,  as  well  as  future  partnerships. 

It  is  a  matter  that  vitally  affects  retail  merchants, 
and  before  proceeding  to  interview  the  various  legisla- 

tures, the  credit  men  are  submitting  the  proposal  to 

the  retail  associations.  At  the  proposed  fee,  we  do  not" 
see  why  there  should  be  any  objections  to  the  proposal, 
as  it  is  undoubtedly  in  the  interests  of  all  lines  of  trade 
that  when  persons  enter  into  partnership  and  do  busi- 

ness under  a  trade  name  that  the  fact  be  not  hidden 
from  those  who  should  know. 

So  display  and  advertise  your  wares  that  cus- 
tomers will  buy  with  understanding. 

Use  of  Cheques  A  wholesaler  has  drawn  our  at- 
As  Receipts  tention  to  the  fact  that  some  re- 

tailers still  persist  in  the  old-time 
practice  of  expecting  a  receipt  for  payments  made  by 
cheque,  whereas  a  cheque  when  properly  endorsed,  con- 

stitutes a  receipt  in  itself. 
A  dealer  receives  a  statement  at  the  end  of  the  month 

from  a  wholesale  house  for  purchases  made  during  the 
previous  thirty  days.  He  sends  a  cheque,  noting  on  it 
that  it  covers  total  or  partial  payment  for  that  month. 
At  the  end  of  the  month  when  his  bank  book  is  balanced 

he  gets  back  this  paid  cheque  with  the  endorsement  of 
the  wholesale  house  on  the  back.  What  more  is  ne- 

cessary as  a  receipt? 
Retailers  should  rid  themselves  of  the  habit  of  ex- 

pecting receipts  when  payment  is  made  by  cheque. 

That  busifiess  which  is  so  "diffierent"  that  it 
cannot  be  helped  by  advertising — usually  re- 
mairis  about  the  same. 

Training  the  Teach  your  clerks  how  to  carry  on 
Clerks  their  work  properly.      It  is  not 

only  your  duty  to  do  so  but  you 
will  find  it  profitable,  for  an  efficient  sales  force  will  in- 

crease your  volume  of  business  and  decrease  your  ex- 
pense percentage. 

How  frequently  it  is  the  case  that  the  dealer  will  give 
the  new  clerk  a  few  pointers  on  the  first  morning  and 
leave  him  to  his  own  resources.  Naturally  he  does  not 

develop  in  the  way  he  should,  but  it  is  not  the  clerk's 
fault  so  much  as  the  proprietor's.  No  clerk  can  ac- 

quire a  proper  knowledge  of  a  business  without  some 
instructions  and  suggestions.  Of  course,  in  time,  he 
will  pick  up  a  certain  knowledge  of  what  to  do  and  how 
to  do  it,  but  he  will  be  longer  than  he  should  and  his 
idea  of  the  proper  ways  of  doing  things  will  often  de- 

velop along  wrong  lines. 
Training  of  your  sales  force  is  not  only  a  duty  but  a 

profitable  undertaking. 
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For  the  Boys  on  the  Floor 

A 

Department 
of  Salesmanship 

Pointed  Hints  for  the  Retail  Salesman 

By  Waller  D.  Moody* 
THE  safest  and  surest  way  for  the  retail  salesman 

to  advance  from  a  lowly  position  to  a  better  one 
is  by  performing  his  daily  work  in  a  thoroughly 

satisfactory  manner.  His  present  surroundings  may  not 
be  congenial,  but  all  that  can  be  changed  if  he  will  set 
his  mind  on  something  better  and  strive  hard  to  reach  it. 
Wishing  will  not  do  it.    He  must  work  and  be  patient. 
Begin  by  being  polite  and  obliging  to  every  cus- 

tomer that  visits  your  counter,  whether  you  think  there 
is  a  chance  for  a  sale  or  not.  Make  it  plain  that  it  is 
not  only  no  trouble  for  you  to  show  goods,  but  a  plea- 

sure. Make  your  customers  feel  at  home  with  you  on 
the  instant  by  an  immediate  willingness  to  serve  them 
intelligently.  Create  desire  by  making  tactful,  help- 

ful suggestions. 

Value  of  Sugfg-estion 
There  is  considerable  difference  between  the  sales- 

man that  attempts  to  force  facts  down  the  buyer's 
throat  and  the  one  that  offers  information  in  reason- 

able, smooth,  and  pleasing  doses.  Do  not  thrust  your 
ideas  upon  your  customers,  but  in  an  easy,  natural, 
and  pleasing  way  attract  their  sympathy  and  secure 
their  confidence.  You  will  then  experience  little 
trouble  in  making  sales,  even  where  desire  is  totally 
lacking,  as  indicated  on  the  surface. 

G-et  over  the  idea  that  where  there  is  no  desire  there 
is  n®  chance  to  make  a  sale,  and  that  almost  everyone 
entering  a  retail  store  has  his  mind  fully  made  up  what 
he  intends  to  purchase.  Nothing  could  be  farther  from 
the  real  facts.  The  average  shopper  is  glad  to  have 
suggestions  when  he  knows  they  are  honestly  and  in- 

telligently given.  But  the  whole  matter  rests  on  con- 
fidence. You  can  do  nothing  to  aid  a  customer  in 

making  selections  until  you  have  first  secured  his 
goodwill  by  that  indefinable  something  in  your  manner 
that  leads  him  to  believe  that  you  are  to  be  trusted, 
and  that  you  really  wish  to  be  of  service  to  him. 

Employer  is  Mindful  of  Your  Presence 

It  is  important  also  that  you  do  not  fool  yourself 
into  believing  that  your  employers  are  unmindful  of 
your  presence  in  their  establishment,  and  that  Avhether 
you  are  serving  them  ill  or  well  makes  no  difference, 
because  either  way  it  escapes  their  notice. 

That  mistaken  idea  is  at  the  foundation  of  many  a 

clerk's  failure.  Depend  upon  it,  your  weekly  sales 
are  closely  scanned,  and  your  general  deportment 
keenly  observed.  That  you  do  not  receive  periodical 
lectures  from  your  superiors,  or  that  you  are  not  dis- 

charged, as  you  might  have  expected,  is  not  good  evi- 
dence that  you  are  not  being  watched.  On  the  con- 
trary, every  move  you  make  is  mentally  or  otherwise 

recorded. 

•Editor's  Note — This  article  is  taken  from  Walter  D.  Moody's  book. 
"Men  Who  Sell  Things,"  a  book  bristling  with  stimulating  advice  to men  engaged  in  selling  goods.  The  writer  has  read  the  chapter  on 
"Retail  Salesmanship"  a  number  of  times,  and  has  found  it  exceed- ingly inspiring.  The  portion  reproduced  here  is  worth  careful  perusal 
by  every  clerk. 

If  you  are  a  half-hearted,  go-as-you-please  salesman, 
the  chances  are  that  you  would  have  been  discharged 
long  ago,  but  for  the  fact  that  your  employers  know 
from  experience  tow  hard  it  is  to  get  capable,  trust- 

worthy salespeople,  and  that  the  best  they  can  hope 
for  is  a  fair  average. 

Are  You  Above  or  Below  Average? 

Where  are  you,  Mr.  Salesman?  Above  or  below  th? average  ? 

It  matters  not  so  much  to  your  employers  to  which 
class  you  belong,  so  long  as  the  average  remains  good, 

'but  it  is  of  the  utmost  importance  to  yourself.  If  you 
are  below  the  average,  the  responsibility  rests  solely 
with  you  to  get  on  the  other  side  of  the  dead-line.  That 
tliere  is  plenty  of  room  goes  without  saying;  it  only 
remains  for  you  to  show  your  real  worth,  and  the  trans- 

fer will  take  place  without  your  givi'jg  notice  that  you are  ready  to  move  up. 

There  are  as  many  opportunities  for  advancement 
in  the  retail  as  in  the  wholesale  branch  of  any  business ; 
but  if  the  wholesale  salesman  conducted  himself  as 
thousands  of  retail  salesmen  are  doing  every  day  all 
over  the  land,  he  would  last  just  about  one  trip,  and 
that  would  end  his  career  on  the  road. 

MORE  "DONT'S"  FOR  CLERKS 

By  J.  A.  M. 
Don't  say  "What  will  you  have?"  or  "What  do  you 

want?"  to  customers. 

Don't  say  "What?"  or  "Eh?"  to  your  customers 
Keep  your  ears  open  and  catch  what  they  say  the  first 

time.    If  you  don't  catch  it  say  "I  beg  your  pardon." 
Don't  stand  talking  needlessly  with  a  customer  when 

other  customers  are  waiting. 

Don't  always  talk  about  parties  and  entertainments 
when  a  girl  or  young  fellow  comes  in.  Try  to  sell  them 
something  instead. 

Don't  be  afraid  to  pull  down  goods  to  show  cus- 
tomers for  fear  you  will  have  a  little  work  putting  them 

back. 

Don't  have  the  boss  ask  you  to  come  back  to  work 

after  hours  if  you  see  you  should  do  so.  Com-.-  back  of 
your  own  accord  and  the  boss  will  appreciate  it  more. 

COURAGE 

Courage  is  as  essential  to  success  in  business  as  it  is in  wiajr.  Faint-hearted  men  never  accomplish  anything 

worth  while  by  their  own  efforts,  although  a  quasi- 
success  is  occasionally  thrust  upon  them. 

To  have  courage  means,  albove  all,  to  be  able  to 
practice  self  abnegation,  to  nuake  real  sacrifices  of 
eveo-y  kind,  in  behalf  of  the  ultimate  object.  Tt  means 

strength  and  daring  to  depart  from  the  well-beaten 
path  and  the  ability  to  carve  a  new  way. 

A  courageous  man  is  strengthened  rather  than  dis- 
heartened by  adversity.  He  smiles  when  fate  froiwns 

until  fate  linially  smiles  with  him. 
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Interesting  Legal  Questions 
BY  M.  L.  HAYWARD.  B.C.L. 

AUTHORITY  OF  A  COMMERCIAL  TRAVELLER 
TO  COLLECT  ACCOUNTS 

Suppose  a  commercial  traveller  takes  an  order  from 
a  merchant  for  goods,  in  the  usual  way,  and  (without 
the  authority  of  his  employer)  collects  the  money  for 
the  goods  and  loses  it  in  a  poker  game,  which  com- 

mercial travellers  have  been  known  to  do.  In  such  a 
case  will  the  merchant  have  to  pay  the  amount  again 
or  will  the  payment  to  the  traveller  relieve  him? 

It  is  a  well  recognized  principle  of  the  law  of  agency 
that  an  agent  can  only  bind  his  principal  when  acting 
within  the  scope  of  his  authority,  and  the  courts  have 

decided  that  "authority  from  a  principal  to  an  agent 
to  do  a  specified  act  is  limited  to  that  act,  and  does 

not  empower  the  agent  to  bind  liis  principal  to  an  act- 
securing  essentially  different  rights  and  imposing 

essentially  different  obligations." 
Acting  on  this  principle,  the  courts  have  held  gener- 

ally, both  in  England,  Canada  and  the  United  States, 
that  when  a  travelling  salesman  merely  solicits  orders 
for  the  goods  which  are  not  in  his  possession,  he  has  no 
implied  authority  to  receive  payment,  and  that  without 
proof  of  such  authority  payment  to  him  does  not  dis- 

charge the  debt. 
On  the  other  hand,  however,  it  is  well  settled  that 

if  the  salesman  has  the  possession  of  the  goods  sold, 
that  gives  him  implied  authority  to  receive  payment, 
and  a  payment  to  him  is  sufficient  whether  he  hands  it 
over  to  the  house  or  not. 

•    «  • 

STOPPAGE  "IN  TRANSIT" 
On  a  sale  of  goods  the  seller  naturally  relies  on  the 

financial  responsibility  of  the  buyer  and  looks  to  him 
for  the  price,  but  the  seller  has  certain  rights  which 
he  may  exercise  against  the  goods  themselves  under 
certain  circumstances.  For  instance,  as  long  as  the 
seller  retains  possession  of  the  goods  he  has  under 
certain  circumstances  a  lien  thereon  for  the  price,  and 
even  if  the  goods  have  been  shipped  to  the  buyer,  the 
seller  may,  if  the  buyer  becomes  insolvent,  exercise 

what  is  called  the  right  of  "stoppage  in  transit,"  and 
repossess  the  goods  from  the  carrier  in  whose  possession 

they  are.  provided,  however,  that  the  "transit"  has  not ended. 

A  New  Brunswick  Case 

The  New  Brunswick  case  of  Mollison  vs.  Lochart  is 

an  interesting  one  as  showing  when  the  "transit"  is 
ended  so  as  to  defeat  the  right  of  the  buyer  to  retake 
possession  of  the  goods.  In  this  ease  one  Ferguson, 
of  Sussex,  in  the  County  of  Kings,  came  to  St.  John ; 
purchased  goods  from  Mollison,  which  were  shipped  to 
Ferguson  at  Sussex  by  the  Intercolonial  Railway;  the 
goods  reached  Sussex  on  the  12th  day  of  June,  and 
were  put  in  the  freight  shed  by  the  eitiployees.  On 
the  same  day  Ferguson,  who  was  still  in  St.  John, 
showed  the  invoice  of  these  goods  to  I/ochart,  and 
agreed  to  ship  the  goods  from  Sussex  to  St.  John  to 

one  Howe,  who  was  given  v,'arehouse  receipts,  and 
hold  them  as  security  for  Ferguson's  indebtedness  to 
Lochart.  Ferguson  then  wired  the  I.C.R.  agent  at 
Sussex  to  consign  the  goods  to  Howe ;  the  agent 

marked  off  Ferguson's  name;  placed  Howe's  name  in 
its  place,  and  shipped  the  goods  to  Howe  at  St,  John 

When  the  goods  arrived  at  St.  John,  but  before  delivery 
to  Howe,  Mollison  found  that  Ferguson  was  insolvent; 

exercised  the  right  of  "stoppage  in  transit"  and  took 
possession  of  the  goods. 

Court  Held  that  Transit  Ended  with  Re-Addressing  of Goods 

The  question  then  was  whether  the  "transit"  had 
ended;  and  the  Supreme  Court  of  New  Brunswick 

decided  that  it  had,  and  that  Mollison 's  right  of  stop- 
page was  lost. 

"The  goods  were  in  the  hands  of  the  Intercolonial 
Railway  as  carriers,"  said  the  Court,  "not  by  reason 
either  of  the  terms  of  the  contract  between  the  vendor, 
and  the  purchaser,  or  of  the  directions  of 
the  purchaser  to  the  vendor,  or  of  the  terms 
of  the  original  carriage,  but  by  reason  of  fresh 
directions  given  by  Ferguson,  the  purchaser, 
to  Robertson,  the  station  agent,  for  a  new  transit: 
and  in  such  cases  the  right  to  stop  is  gone.  The  original 
marks  on  the  package  were  obliterated  and  new  marks 

put  on  in  the  carrying  out  of  Ferguson's  directions,  and 
by  his  direction  there  was  a  new  consignor  and  a  new 
consignee  and  a  new  contract  of  carriage,  involving 
new  rights  and  obligations,  and  a  new  act  of  carriage; 
all  of  them  distinct  from  the  original  contract  of  car- 

riage and  the  transit  under  it;  and  this,  in  our  opinion, 
amounts  as  much  to  a  constructive  delivery  to  Fer- 

guson and  an  end  of  the  transit,  as  if  the  Intercolonial 
Railway  had  by  a  new  arrangement,  agreed  to  hold  the 
goods  as  warehousemen,  or  as  if  Ferguson  had  directed 
Robertson  to  forward  them  to  him  from  Sussex  on- 

ward by  a  different  mode  of  conveyance,  and  he  had 
done  so.  The  act  of  Robertson  in  the  matter  was  the 
act  of  Ferguson,  as  uneqiiivocally  as  if  Ferguson  had 
been  there  doing  it  himself.  Nothing  in  the  original 
contract  of  carriage  would  have  warranted  such  a  deal- 

ing with  the  goods  as  sending  them  back  from  Sussex 
to  St.  John ;  and  this  act  of  dominion  over  them  was 

an  act  done  in  compliance  with  Ferguson's  directions, 
and  it  is  inconsistent  with  the  continuance  of  the 

original  contract.  The  railway  ceased  to  be  a  forward- 
ing agent  under  the  original  transit;  the  destination  of 

the  goods  as  between  the  buyer  and  seller  was  brought 

to  an  end  when  Robertson  acted  on  Ferguson's 
telegram,  and  there  was  a  fresh  transit,  not  from  the 

seller  to  the  buyer,  but  from  or  by  the  buyer." 

"You  American  girls  have  not  such  healthy  com- 
plexions as  we  have,"  said  the  English  beauty.  "I  can- 

not understand  why  our  noblemen  take  a  fancy  to  your 

white  faces." 
"It  isn't  our  white  faces  that  attract  them,  my  dear," 

said  the  heiress.   "It's  our  greenbacks." 

HOW  YOU  CAN  HELP  TO  MAKE  THINGS  HUM 
Now  and  Always 

Keep  fche  store  alive  by  changing  things  around. 
Clear  out  the  dead  stock. 
Smile  on  the  kid  castomers. 
Be  promptly  on  the  job. 
Save  paper,  paper  bags  and  twine. Welcome  new  customers. 
Be  cordial  to  old  ones. 

Sell  something  that  wasn't  on  her  list. 
Don 't  neglect  the  show  window. 
Re-arrange  displays  in  spare  moments. 
Suggest  any  new  ideas  that  occur  to  you  to  the  boss. 
Give  your  undivided  attention  to  busines3  while  in 

the  store. 
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Knobs  of  News 

The  Berlind  Phonograph  Co.  Ltd.,  Montreal,  has  been 
registered. 

0.  B.  Ranger,  furniture  dealer,  Montreal,  has  regis- 
tered his  business. 

A  recent  fire  in  one  of  Ottawa's  business  blocks,  dam- 
aged the  furniture  store  niid  stock  of  Stewart  &  Co. 

President  J.  H.  Parkhill,  of  the  Parkhill  Mfg.  Co., 
Montreal,  has  almost  entirely  recovered  from  his  recent 
severe  illness. 

The  Canadian  Rattan  Chaiii  Co.,  Ltd.,  Victoriaville, 
Que.,  have  at  present  a  new  catalogue  of  their  lines  on 
the  press.  It  will  be  ready  for  mailing  to  the  trade 
shortly. 

J.  C.  Rait,  late  of  Robinson  &  Co.,  Ltd.,  Winnipeg, 
has  been  appointed  manager  of  the  retail  furniture  de- 

partment of  A.  Welch  &  Son,  304  Queen  Street  West, 
Toronto. 

Eddie  Bagshaw  is  to  cover  Western  Ontario  for  the 
Farquharson-GiflPord  Co.,  Stratford,  succeeding  Jno. 
McPherson,  who  has  been  promoted  to  looking  after 
Ottawa  city  and  Quebec  province. 

The  Colleran  Patent  Spring  Mattress  Co..  Toronto, 
has  changed  its  name  to  the  Colleran  Spring  Bed  Co. 
Ltd.  An  enlarged  and  more  aggressive  policy  will  be 
adopted  by  Mr.  Colleran  and  his  confreres. 

The  Berlin  Table  Company,  Kitchener,  Ont.,  are  put- 
ting an  addition  to  their  factory.  They  expect  to 

mnnufaeture  shell  boxes  this  winter,  and  in  the  spring 
tuvn  the  new  addition  over  to  their  enlarged  furniture 
line. 

One  traveller  has  returned  to  the  road  in  the  person 
of  George  A.  Somers,  who  is  looking  after  road  sales 
for  the  Dymond  Colonial  Furniture  Co.,  Strathroy, 
Ont.  Mr.  Somers  was  until  recently  assistant  manager 

for  the  Robert  Simpson  Co's  furniture  department, Toronto. 

"Tom"  Chadwick,  of  the  Gendron  Mfg.  Co.  Ltd.. 
has  been  laid  up  for  some  weeks,  following  an  opera- 

tion on  his  neck.  "Tom's"  great  regret  is  that  he 
cannot  call  on  his  customers  and  friends  in  Eastern 
Ontario  until  the  New  Year.  He  wanted  to  give  them 

the  season's  greetings  anyway. 
The  death  occurred  at  Quebec,  recently,  of  John  W. 

Anderson,  a  well-known  Toronto  business  man.  He 
was  72  years  of  age.  He  came  to  Canada  at  the  age 
of  18,  and  was  for  some  time  in  tbe  employ  of  Henry 
Morgan  &  Co.,  Montreal,  as  buyer.  In  that  city  he 
was  married  47  years  ago  to  Mi.ss  Caroline  Ramsden. 
Removing  to  Toronto,  he  was  connected  with  many 
well-known  firms  of  housf;  furnishers  there,  and  was 
subsequently  in  business  for  himself  in  carpets  and 
house  furnishings  under  the  firm  name  of  J.  W.  Ander- 

son &  Co.  Five  years  ago  he  retired  from  active  busi- 
ness. 

SIDWAY  CARRIAGES  ON  PERMANENT  DISPLAY 

The  Sidway  Mercantile  Co.,  manufacturers  of  baby 
carriages,  have  opened  permanent  Canadian  showrooms 
and  offices  at  215-219  Victoria  Street,  Toronto,  where 

they  are  displaying  a  fuH  line  of  their  "AUwin"  and 
"Sidway"  carriages  and  go-carts  in  collapsible  and  sta- 

tionary styles. 
Nearly  a  hundred  carriages  were  shown  on  the  floor. 

and  all  of  them  justified  the  statements  made  concern- 
ing them.  They  ai^e  roomy,  comfortable,  have  splencjid 

spring  suspension,  and  are  easy  to  handle.  The  col- 
lapsible "Sidway"  has  adjustable  springs,  a  commend- 

able feature  when  growing  cbildren  are  taken  into  con- 
sideration. 

This  year  a  new  feature  on  the  company's  carriage 
line  are  the  neAv  all-steel  stamped  wheels  on  the  car- 

riages, the  spokes  and  rim  being  stamped  out  of  one 
piece  of  steel.  These  wheels  will  supplant  the  wire 
wheels.  The  line  of  carriages  come  in  many  colors  in 
both  wood  and  reed  bodies.  The  new  storm  curtains  on 
the  reed  bodies  are  all  they  are  claimed  to  be. 

The  go-cart  sulky  line  have  many  adjustable  features 
that  please.  They  can  be  made  to  act  as  a  sulky,  with 
or  without  foot  rest,  and  as  a  bed.  The  company  have 
an  advertising  department  that  acts  as  a  sales  help  for 
dealers,  sending  out  window  trims,  advertising  electros, 

dealers'  imprint  circulars,  and  movie  films. 
F.  R.  Hodgens  is  Canadian  manager,  and  he  has 

assisting  him  C.  A.  Coryell,  in  Ontario;  J.  J.  Neander, 
A.  St.  Hilarie  and  G.  Ulrich,  in  Quebec;  and  A.  E. 
Sanders  in  the  Eastern  and  Western  Provinces. 

SOUTH  AFRICA  WANTS  OUR  SEATS 

W.  J.  Egan.  Canadian  Trade  Commissioner  at  Cape 
Town,  South  Africa,  has  forwarded  to  the  Depart- 

ment of  Trade  and  Commerce,  Ottawa,  data  and  illus- 
trations showing  the  kind  of  chair  seats  that  are  in 

demand  in  the  South  African  market.  These  illus- 
trations show  several  styles  of  veneer  chair  seats,  for 

children's  high  chairs,  dining  rockers  and  other  chairs. 
The  children's  seats  are  11-inch  and  12-inch.  The 
square  seats  are  bought  in  sizes  from  10-inch  to  20-ineh 
and  dining  room  chairs  from  14-inch  to  17-ineh  and 
rockers  from  17-inch  to  20-inch. 

Fibre  chair  seats  in  imitation  leather  are  said  to 

meet  with  a  ready  sale  in  sizes  from  11-inch  to  18-inch. 
These  are  usually  shipped  250  in  a  crate,  wrapped  in 
one  dozen  ijarcels,  in  paper.  The  square  seats  only 
are  imported  in  the  two  larger  sizes,  17-inch  and  18- 
inch.  The  colors  imported  into  tbat  market  are 
black,  tan  and  maroon. 

BIG  FURNITURE  ORDERS  FROM  S.  AMERICA 

A  group  of  American  furniture  manufacturers  have 
broken  into  the  South  American  market  with  a  cash 
order  for  $750,000  worth  of  household  goods.  It  is 
the  first  break  from  the  European  monopoly.  The 
Chicago,  Rockford,  and  Grand  Rapids  part  of  the  con- 

signment, a  matter  of  twenty-five  railroad  carloads,  is 

already  on  its  way  under  "red  ticket"  instructions 
that  give  the  right  of  way  en  route.  Another  thirty- 
five  cars  will  be  assembled  in  the  east  for  sailings  in January. 

"It  was  as  hard  to  put.  over  this  deal  as  it  ever  was 
to  start  something  new,"  Secretary  Sherrard,  of  the 
Baldwin  Shipping  Company,  the  Chicago  export  firm 
back  of  the  transaction,  said.  "But  we  have  our  foot 
in  the  door  now  and  we  will  open  it  Avider  from  now  on. 
The  next  thing  is  a  $1,000,000  order  for  American-made 

phonographs,  talking  machines,  and  pianos." 

The  Du  Pont  Fabrikoid  Co.  have  completed  a  road- 
building  film  for  use  in  the  movies.  It  shows  aetvial 
construction  scenes  and  takes  35  minutes  to  run  through. 
It  greatly  helps  the  movement  for  better  roads  in  rural 
communities,  and  manj^  furniture  dealers  who  take  a 
pride  in  their  towns  have  become  interested. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 

No.  2586— Adams  card  table,  folding  top.  No.  2624— Adams  cellarette  able.  No.  5!564— Jacobean  book  trough. 
Three  new  items  from  The  George  McLagan  Furniture  Co.  Ltd.,  line. 

Suggestions for  the 

Christmas 
Season 

A  new  buffet  from  the  Canada  Furniture  Manufacturers, 
Limited,  line. 
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No.  700— Couch,  of  new  lines  made  by  G.  H.  Hachborn  &  Co. 
Kitchener.  Ont 

No.  2004— Living  room  arm  chair,  upholstered  -with  roan  or 
tapestry  ;  spring  seat.  Made  in  quarter  oak  by  The  N.  A. Bent  Chair  Co.,  Owen  Sound,  Ont. 

No  22- One  of  the  newest  tilt  top  twin  dining  tables,  made  by 
The  Chesley  Furniture  Co.,  Ltd.   Chesley,  Ont. 

Mahogany  finished  bedroom  chest,  in  three  siitcs,  made  by  U.  L.  Schafer  &  Co., St.  Thomas,  Ont. 

The  "Invincible"  Sonora  Phonograph,  made  in 
golden,  fumed,  early  English,  Sheraton,  ma- hogany, and  Circassian.     Distributed  by  L 

Montagues  &  Co., Toronto. 
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The  Most  Significant  Trade  Mark  in 

the  World  of  Music 

As  a  trade  mark  the  Columbia  music  notes  are  nearly  ideal. 

They  infallibly  suggest  music.    There  is  eye-arresting  value  in  their  combination  of 
black  spots,  verticals  and  diagonals.    They  can  be  remembered. 

But  what  has  made  it  the  most  significant  trade  mark  in  its  field? 

Not  merely  its  value  as  a  symbol.  It  is  what's  back  of  it.  It  is  the  vision  and  the 
men  behind  it.  It  is  the  product  itself.  It  is  the  hundreds  of  thousands  of  people 

buying  Columbia  goods  again  and  again  on  the  strength  of  the  "music  note"  trade  mark. 
Accordingly,  one  of  our  biggest  problems  in  the  past  has  been  to  provide  for  the 
colo  sal  Columbia  demand.  Addition  after  addition  to  plant  after  plant  has  been 
made,  and  it  is  only  now  that  we  are  really  satisfied  in  our  minds  that  the  1917 

demand  can  be  properly  handled. 

Columbia  advertising  plans  are  bigger  and  better  than  ever.  If  YOU  are  not  a 
Columbia  Dealer  you  are  missing  the  most  significant  opportunity  in  the  world  of 
music  for  making  big,  quick  profits. 

Let  us  hear  from  you  to-day. 

Columbia  Graphophone  Company 

Office  and  Factory :    -      Sorauren  Avenue,  TORONTO 
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In  the  Talking  Machine  Department 
Talking  machines  as  a 

furniture  line 

TALKING-  machines  and  phonographs  as  salable 
articles  for  the  furniture  store  are  no  longer 
among  the  doubtful  things  that  may  or  may  not 

sell.  They  have  long  ago  passed  that  stage,  and  to-day 
the  best  evidence  that  they  can  be  sold  is  in  the  fact 
that  they  are  being  sold  and  being  sold  in  quantities,  and 
in  localities  where  once  the  mail  order  houses  held  full 

swaj',  saj^s  C.  A.  Binet,  in  Chicago  Furniture  Journal. 
Like  many  another  article  which  has  become  part  of 
the  stock  of  the  furniture  store,  the  talking  machine 
was  regarded  a  little  doubtfully  at  the  start.  Dealers 
regarded  it  as  a  fad,  or  as  an  article  that  would  require 
a  specialist  to  sell.  It  was  a  musical  instrument,  and 
they  were  a  bit  chary  about  selling  musical  instruments 
of  any  kind.  Perhaps  it  might  get  out  of  order — 
what  then?  All  of  these  questions,  sometimes  bother- 

some, arose  when  the  furniture  man  was  asked  to  take 

COlUMBIt 

CRAFONOLAS  &  RECORDS 
When  you  purchase  a  Columbia  Cralonola  you  know  pOBltlv>9ly  thai  you  have  Col  Ihe  Best  Money Can  Buy.  The  Columbia  will  satisfy  the  most  critical.  It  plays  all  makes  of  Disc  Records  and  plays Ihem  as  they  were  meant  to  be  played,  yot  the  prices  are  lower  than  many  other  makes.  II  Is  Ihe world's  supreme  talking  machine,  Ifs  leadership  Is  never  disputed.  The  (homes)  Chargo  Aooounl System  makes  It  easy  for  you  to  own  a  Crafonola.  No  need  to  hesitate  longer.  Our  Easy  Payment Plan  will  allow  you  Ihe  use  of  the   Instrument  while   paying  for  It:  Without  any  Extra  Cost. 
COME  IN  TO-DAY  AND  MAKE  YOUR  SELECTION,  WE  WILL  ARRANGE  THE  TERMS 
Columbia  Model  No.140 Columbia  Model  No.lOO 

Every  month  the  Home  Furniture  Co.,  Ltd.,  Toronto,  issue  a 
4-page  circular  for  distribution  in  the  east  end  of  that  city. 
Here  is  how  they  boost  their  grafonolas  and  phonolas  in  their latest  issue. 

up  the  sale  of  the  phonograph.  However,  a  start  was 
made,  and  a  few  of  the  more  enterprising  stores  began 
selling  the  line.  Others  saw  the  possibilities,  until 
at  the  present  time  the  number  of  furniture  concerns 
selling  talking  machines  runs  well  into  the  thousands. 
And  the  business  is  only  beginning. 

The  furniture  man  has  learned  among  other  things 
that  the  sale  of  a  talking  inachine  takes  up  no  more 

time  and  requires  no  more  exertion  and  no  more 

trouble  than  does  the  sale  of  a  sewing  machine — the 
demonstration  of  the  machines  is  an  easy  matter,  and 
once  the  business  has  been  started  it  grows  gradually 
until  a  full-fledged  department  has  been  established. 

"With  the  sale  of  the  machines  goes  naturally  the  sale  of 
records,  and  as  new  songs  and  new  instrumental  selec- 

tions are  being  constantly  produced,  the  business  pro- 
vides a  steady  volume  of  revenue. 

Unlike  some  articles  and  specialties  which  the  furni- 
ture dealer  sells,  the  phonograph  or  talking  machine 

has  a  market  in  every  town,  and  there  isn't  a  family 
of  moderate  means  to-day  that  cannot  afford  some  kind 
of  a  talking  machine.  In  fact  their  use  has  become 

general. While  there  is  considerable  experimental  work  still 
to  be  done  in  determining  the  kind  of  machine  and 
cabinet  that  sells  best,  the  method  of  selling,  special 
booths,  etc.,  there  can  be  no  doubt  but  the  business  is  on 
the  increase. 

RECORD  SELLING  SUGGESTIONS 

A  dealer  who  stated  that  his  record  business  was 
only  fourteen  per  cent,  of  the  total  business  of  his 
talking  machine  department  sent  to  his  supply  house 
for  an  explanation  of  his  lack  of  sales,  and  asking  for 
suggestions  to  increase  his  business. 

The  reply  of  the  supplv  house  stated  they  had  spent 
considerable  time  in  looking  up  material  for  a  complete 

answer.  "We  find,"  ran  the  reply,  "that  vour  record 
orders  for  the  last  six  months  show  an  advance  over 
previous  accounts.  You  are  to  be  congratulated  on 
that.  And  you  are  not  to  be  entirely  held  at  fault 
because  your  record  business  is  not  greater.  Yet  it  is 
certain  that  the  record  business  should  be  much  more 
than  14  per  cent,  of  the  total.  They  should  enual  the 
machine  orders.  You  have  done  splendid  work  in 

nlacing  machines,  but  yon  have  overlooked  vast  possi- 
bilities for  enlarging  your  record  business." 

There  are  several  suggestions  that  mieht  be  followed 
toward  the  increase  of  your  record  business.  One 
dealer  says  that  he  never  hears  a  customer  ask  for  a 
MeCormack  record  without  suggestins  and  nlaying 
three  or  four  other  records  of  his.  If  this  dealer  does 
not  have  a  certain  waltz  on  his  shelf  he  suggests  some 
other  good  waltz  record,  fearing  that  in  nine  cases  out 
of  ten  a  customer  will  not  come  back  for  a  certain  re- 

cord if  it  is  not  to  be  had  when  wanted.  A  keying 
system  that  classifies  waltzes,  arias,  violin  solos,  etc.. 
under  a  code  sign,  enables  him  to  nick  out  similar  re- 

cords quickly.  He  does  not  call  this  substitution  but 
restitution — saving  an  order!  He  is  a  dealer  who  sends 

out  great  quantities  of  records  on  twenty-four  hours' 
approval.  For  it's  an  active  stimulant  to  his  custom- 

ers' record  appetites — the  more  they  hear,  the  more 
they  want.  He  is  the  de.'iler  who  writes  a  breezy  letter 
with  every  monthly  list  of  records  sent  out  on  his  mail- 

ing list  and  who  calls  by  phone  all  customers  whom  he 
thinks  might  be  interested  in  special  records.  And  he 
is  the  very  same  dealer  who  is  profiting  and  profiting 
and  realizing  profit  on  his  record  department. 
Another  dealer  makes  a  practice  of  giving  monthly 
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THE  INSTRUMENT  OF  QUALITY 

CLEAR  AS  A  BELL 

Some  Reasons  why  this  is  The  Highest 

Class  Talking  Machine  in  the  World." 
1 — Universal  Playing. 
^HE  Sonora  is  designed  to  play  all  makes  of  disc  records 

perfectly.      It  was  so  designed  before  it  was  built;  no 
make-shifts  or  awkward,  unsatisfactory  devices  are  added  to secure  this  decided  advantage. 

2— Tone  Quality 

p>OB  tone  quality  the  Sonora  is  without  a  peer,  winning  the 
highest  score  at  the  Panama-Pacific  Exposition  in  com- 

petition with  the  world's  foremost  phonographs  and  talking machines. 

d — Tone  Control 

the  sound  source,  the  proper  place,  is  the  Sonora  tone 
coutrol.      It  is  simple  in  design,  but  remarkably  efCective 

in  expression.     This  is  another  notable  Sonora  patent  that 
assists  in  making  this  instrument  the  very  best  one  that 
human  ingenuity  has  been  able  to  devise. 
4 —  Sound  Box 

■pHIS  assists  in  reproducing  the  golden  tones  and  is  note- worthy for  its  excellence  of  construction.      Made  from 
the  best  of  materials,  it  sends  forth  notes  that  are  clear,  dis- 

tinct, accurate  and  beautiful. 
5 —  Automatic  Stop 

QN  all  machines  there  is  placed  an  automatic  stop,  which  is 
decidedly  convenient  and  useful.      It  is  simple  and  me- chanically correct,  and  gives  added  pleasure  and  enjoyment. 

6 —  Cabinet  Work  and  Design 
^HE  Sonora  is  extraordinary  for  the  exceptional  beauty  of 

its  design  and  cabinet  work.      The  graceful.  Sowing  lines 
("Bulge"  effect)  are  the  result  of  a  patented  process  and  are exclusive  with  Sonora. 
7—  Motor 

[pHE  motor  is  made  in  Switzerland  by  experts  with  genera- tions of  experience,  and  plays  about  twice  as  long  as  do 
motors  of  other  machines  sold  at  similar  prices.  For  con- structional excellence,  durability  and  strength,  it  is  the  supreme 
motor   of   the   phonograph  world. 

8 —  Sound  Amplifier  or  Horn 
^HE  sound  amplifier  helps  create  the  wonderful  tone  that  the Sonora  is  noted  for.    It  is  made  on  scientific  principles 
and  with  special  treatments  that  are  exclusive  with  us. 

9 — Envelope  Filing  System 
^HIS  is  a  marvel  of  simplicity  and  convenience.    Records  are 

instantly  available  and  can  always  be  located  where  and 
when  they  are  desired. 

The  Complete  Instrument 
^HE  assembled  machine  is  an  aggregation  of  individually 

perfect  parts  correctly  combined.  As  a  result,  the  tone  is 
of  unrivaled  clarity  and  magnificence,  with  a  depth  of  expres- 

sion that  makes  the  Sonora  unqualifiedly  "The  Highest  Class 
Talking  Machine  in  "-he  World." 

Correspondence  Regarding  Agencies  is  Invited 

I 

Get  agency  terms,  discounts,  etc.,  from  the  CANADfAN  DISTRIBUTORS 

MONTAGNES  &  COMPANY 

Ryrie  Building,  Yonge  and  Shuter  Sts.,  TORONTO 
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recitals,  selecting  the  headliners  of  each  record  list  and 
inviting  home  talent  to  assist — by  this  latter  feature 
attracting  more  local  interest.  He  says  pleasant  serv- 

ice in  the  store  brings  better  results  than  any  amount 
of  "i-ecord-on-approval"  bother. 

But  one  other  man  comes  forward  with  a  plan  for 
boosting  record  business  which  should  commend  itself 
to  your  attention  through  its  uniciueness.  He  em- 

ployed a  young  man  instructed  in  the  mechanical  work- 
ings of  his  machine  to  make  regular  tours  of  inspection 

among  all  the  local  owners  of  his  machines,  testing 
the  motors  to  correct  jumping,  to  see  if  they  make  the 
proper  revolutions  per  minute,  to  see  if  the  diaphragm 
is  at  proper  tension  to  bring  out  roundly  the  high  tones 
of  certain  instrumental  records  he  might  play,  and  to 
see  if  the  sound  box  is  properly  adjusted  to  produce 

powerful  vocal  records  "without  blasting."  Upon 
finishing  each  inspection  the  young  man  might  play  a 
few  other  good  numbers  and  leave  behind  a  list  of  the 
latest  records. 

When  the  man  of  the  house  gets  home  at  night  and 
discovers  that  his  talking  machine  has  been  improved 
he  will  be  in  better  trim  to  order  new  records  than  if 
no  attention  had  been  paid  his  machine. 

A  TALKING  MACHINE  DISPLAY 

Bright  colors  have  been  holding  the  boards  for  some 
time  and  they  certainly  help  in  making  displays  that  are 
out  of  the  ordinary. 

The  color  scheme  for  a  good  window  display  of  talk- 
ing machines,  seen  recently  in  ojie  of  the  larger  towns 

was  black  and  magenta — hard  to  photograph,  but  re- 
markably striking.  It  certainly  "gets  across."  The 

background  was  wall  board,  edged  with  fir,  and  all 
painted  black.  Small  circles  were  cut  from  the  same 
material  and  painted  black  and  magenta.  A  large 
panel  in  the  centre  of  the  background,  nine  and  a  half 
feet  high  and  seven  feet  wide,  had  a  couple  of  dancers 
painted  thereon  in  water  colors  on  unbleached  muslin. 
The  platform  on  which  the  panel  rested  was  ten  feet 
long,  two  feet  and  six  inches  wide,  and  eight  inches 
high.  Tavo  exaggerated  birds  were  cut  from  wall 
board  and  painted  with  the  brightest  of  red,  purple, 
green  and  yellow  paint,  and  for  a  finishing  touch,  be- 

fore the  paint  dried,  they  were  sprinkled  with  bright 
metallic  glitter. 

The  floor  was  covered  with  black  paper.  A  large 
circle  in  the  centre,  eight  feet  in  diameter,  and  made 
of  wall  board,  was  painted  black  and  magenta,  to  serve 
as  a  record  stand.  The  draperies  were  heavy  creton- 

nes, following  the  general  color  scheme  of  the  window. 
Only  two  talking  machines  were  shown  in  the  win- 

dow, but  a  number  of  records  on  small  stands  took 
away  any  emptiness  that  might  seem  to  be  apparent. 

GOOD  BUSINESS  IN  RECORDS 

When  a  dealer  sells  a  talking  machine  in  reality  he 
has  just  started  to  sell  his  customer,  as  90  per  cent,  of 
the  talking  machine  users  of  to-day  buy  50  per  cent,  of 
the  price  of  their  instrument  the  first  year  in  records. 
For  example,  if  they  buy  a  $100  instrument  their  first 

year's  buying  in  records  will  amount  to  at  least  $50,  and 
.so  on  each  year. 

IVe  would  be  glad  to  receive  from  dealers  news  and 
views  of  their  talking  machine  department. 

January,  1917,  Furniture  Exhibitions 

BECAUSE  of  the  war  the  ambitious  plans  of  recent 
previous  years  have  been  allowed  to  stand,  but 
already  furniture  makers  and  dealers  are  pre- 

paring for  peace — the  former  by  making  displays  of 
Iheir  productions,  and  the  latter  by  getting  ready 
their  stocks  for  the  new  homes  that  wnll  be  made  in 
Canada  when  the  war  does  end. 

The  furniture  trade  has  come  to  recognize  January 
as  the  big  buying  month  of  the  year,  and  in  accordance 
with  this  fact  manufacturers  look  to  the  first  month  of 

ev^ry  year  as  being  a  good  time  to  display  their  samples 
of  new  furniture  lines  for  the  year. 

The  furniture  manufacturers  of  two  cities.  Stratford 

and  Kitchener,  will  make  exhibitions  of  their  produc- 
tions during  January,  from  the  10th  to  20th. 

Tn  Stratford  there  will  be  no  central  exhibition  as  in 

former  years,  but  the  different  factories  will  make  dis- 
plays of  their  goods  in  their  individual  showrooms.  As 

the  furniture  factories  of  the  Classic  City  are  located 
in  one  section  and  in  close  proximity  to  one  another, 
buyers  will  be  enabled  to  visit  them  all  conveniently, 
and  see  a  larger  range  of  goods  than  was  possible  in 
former  years. 

The  Stratford  factories  that  will  make  displays  are: 

The  George  McLagan  Furnitui'e  Co..  Ltd. ;  Stratford 
Chair  Co.,  Ltd. ;  Imperial  Rattan  Co.,  Ltd. :  Stratford 
Mfg.  Co.,  Ltd.;  Globe  Wernicke  Co..  Ltd.;  Farqnhar- 
son-Gifford  Co.,  Ltd. ;  Kindel  Bed  Co.,  Ltd. ;  Stratford 
Bed  Co. 

Tn  Kitchener  and  Waterloo  most  of  the  factories  will 
make  displays  in  their  own  showrooms.  In  addition  to 
this,  however,  a  number  of  firms  are  taking  space  in  the 
Rink  Auditorium  Building  on  Queen  Street,  Kitchener, 
to  display  their  new  lines.  .  Among  these  are:  G.  H. 
Hachborn  &  Co.,  Pollock  Mfg.  Co.,  Berlin  Office  &  Fur- 

niture Co.,  Berlin  Table  Co.,  and  possibly  the  Onward 
Mfg.  Co.  Two  Toronto  manufacturers  are  consider- 

ing exhibiting  there,  and  two  U.  S.  manufacturers  have 
inquired  about  space. 

The  Canada  Furniture  Manufacturers,  Ltd.,  will  hold 
a  midwinter  furniture  exhibition  in  their  permanent 
Toronto  showrooms,  136-140  King  Street,  East,  where 
they  will  make  an  unusually  large  and  attractive  dis- 

play of  new  furniture  styles. 

WHY  FURNITURE  EXHIBITIONS  ARE  VALUABLE 
{Continued  from  pa^e  39) 

their  respective  factories.  The  exhibitions  will  be 
open  from  the  10th  to  the  20th  of  January. 

It  is  particularly  advisable  that  every  retailer  in 
every  part  of  the  Dominion  should  make  an  effort  to 
visit  these  exhibitions.  As  they  are  all  situated  within 

an  hours'  train  ride  of  each  other,  there  is  no  reason 
why  they  cannot  all  be  visited. 

While  this  is  not  a  year  that  is  noted  for  many  strik- 
ingly new  departures  in  styles  and  designs,  yet  the 

situation  is  one  of  more  than  usiial  interest  in  the  furni- 
ture, trade,  and  there  is  no  way  in  which  the  retailer 

can  grasp  its  import  and  enlighten  his  understanding, 
than  by  spending  a  day  or  two  at  the  exhibitions. 

He  will  lose  more  money  by  not  visiting  the  exhibi- 
tions than  he  will  save  by  remaining  at  home. 

Make  a  note  of  the  pomts  upon  which  you  want  in- 
formation, the  problems  yow.  wish  to  discuss  with  manu- 

facturers and  arrange  to  visit  all  the  cities  where  exhi- 
bitions are  to  be  held  in  January. 
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The  Following  Famous  Artists  are  but  Part 

o/Pathe  Exclusive  Talent 

We  liave  in  the  Palhe  library  exclusive  records  by  artists  of  great  fame  who 
have  never  been  heard  in  this  country,  and  because  of  their  contracts  abroad 
may  never  be  heard  in  America — except  from  a  Pathe  Disc.  We  also  have 
many  other  Pathe  artists  who  have  won  fame  upon  the  American  operatic 
stage. 
Muratore,  Chicago  Ojiera  Company;  Albers,  Opera  Comique,  Paris;  Burzio, 
La  iScala,  Milan;  Parvis,  La  Scala,  Milan;  Note,  Grand  Opera  Company, 
Paris;  Fitziu,  Metropolitan  Opera  House,  New  York;  Bassi,  Co  vent  Garden, 
London;  Burrian,  Metropolitan  Opera  House,  New  York;  Didur,  Metropoli- 

tan Opera  House,  New  York;  Rudolph  Ganz,  the  solo  pianist;  Dr.  Bernhardt 
Steinherg,  Cantor  of  Temple  Beth-El,  New  York,  recognized  as  the  greatest 
authority  in  America  on  traditional  Jewish  music;  Aumonier,  Bardi,  Chenal, 
Danera,  Thomas  Egan,  Baptiste  Hoffman,  Grace  Hoffman,  Junka  Burchardt. 
Magllulo,  Merentie,  Montesanto,  Scampini,  Sparkes,  Tanzler,  Vaguet,  Vogel- 
strom,  Weil,  Jacques  Thibault,  and  numerous  additional  ^veil-known  singers, 
soloists,  symphony  orchestras,  bands,  "trios,"  etc.,  who  record  exclusively 
for  Pathe,  place  the  Pathe  dealer  in  an  enviable  jjosition  to  supply  the  con- 

stant public  demand  for  something  New,  Exclusive,  Better. 
T!io  following  artists  of  international  fame  also  record  for  Pathe:  Vallandri, 
Sammerco,  Ancona,  Urlus,  Cavalieri,  Giorgini,  Ober,  de  Cisneros,  Slezak, 
Galvany,  Titta  Ruffo,  Lenzi,  Journet.  The  "golden  voices"  of  hundreds 
of  other  of  the  world's  greatest  artists  are  heard  at  their  best  on  Pathe 
records.  Do  you  not  see  the  impregnable  position  the  Pathe  dealer  holds 
wher  he  is  able  to  offer  his  public  such  records  as  these?  Eeeords  which, 
artistically,  are  unsurpassed. 
The  Pathe  library  meets  every  need  of  the  dealer.      Besides  these  great 
selections  by  o)>era  and  concert  stars  and  by  famous  orchestras  and  bands, 
it  is  kept  constantly  up  to  date  with  the  newest  popular  music  of  the  day. 
The  large  size  of  the  average  Pathe  Disc  makes  possible  longer  sound  waves. 
The  longer  the  sound  wave  the  truer  the  music. 

Dealers : 

Are  You  Awake  to  this 

Opportunity  ? 
Are  you  awake  to  the  fact  that 
you  really  have  something  new 
and  exclusive  if  you  secure  a 
Pathe  Agency? 
Think  one  minute,  and  you  will 
write  asking  for  full  information 
about  the  Pathe  line  and  our  at- 

tractive proposition  to  new 
dealers.    Write  now. 

Pathe  Freres  Phonograph  Company 
of  Canada,  Limited 

Factories  and  Head  Office :  4-6-8  Clifford  Street  TORONTO,  Canada 
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The  men  behind 

Pathe  Freres  Phonograph  Co. 
of  Canada,  Limited 

who  are  now  located  in  their 

new  factory  at  4-6-8  Clifford 
Street,  Toronto. 

E.  M.  KEARSING 
Factory  Superintendent 

ANDREW  MALCOLM Director 
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Turning  Old  Accounts  Into  Cash 

Plans  given  in  System  by  which  retail  merchants  have  aided  or  com- 
pelled their  slow  pay  or  doubtful  customers  to  settle  their  indebtedness 

By  FRED  COOK 

WHEN  a  great  proportion  of  retail  business  is 
done  upon  a  credit  basis  the  success  of  the 
average  retail  merchant  depends  in  no  small 
degree  upon  his  ability  to  handle  accounts. 

He  must  judge  accurately  to  whom  he  may  safely  grant 
credit,  to  what  amoxmt,  and  for  what  period— «,nd, 
when  an  account  becomes  overdue,  he  must  know  every 
available  method  for  collection  from  the  delinquent. 

Experienced  merchants  agree  that  a  system  of  limits 
is  necessary  for  the  successful  operation  of  a  credit 
business:  first,  a  limit  on  the  total  amount  of  outstand- 

ing accounts — governed  by  the  available  working  cap- 
ital; and,  secondly,  a  limit  on  the  amounts  and  terms  of 

payment  for  individual  accounts — governed  by  the  fin- 
ancial condition  of  each  customer. 

Indeed  a  system  of  limits  properly  applied  to  credit 
business  can  cut  risks  to  the  minimum;  but  it  cannot 
bring  in  the  old  unpaid  accounts  left  over  from  prev- 

ious years.  Many  of  these  are  fast  outlawing,  and  it  is 
a  big  problem  to  turn  them  into  cash. 

In  many  cases,  the  solution  can  be  found  through 
applying  the  experience  of  retailers  who  have  been 
successful  in  handling  this  class  of  collections.  Here 
and  there  one  has  discovered  a  new  way  to  get  money 
from  seemingly  worthless  accounts.  Equipped  with  a 
knowledge  of  the  successful  methods  of  others,  the  aver- 

age retailer  should  be  able  to  collect  a  portion  of  his 
"uncollectible"  accounts. 

Set  Limit  when  Account  is  Opened 

A  merchant  who  did  a  $35,000  business  last  year, 
three-quarters  of  it  on  a  credit  basis,  and  lost  but  $150 
in  bad  accounts,  believes  that  an  ounce  of  prevention 
is  worth  pounds  of  cure. 

"T  find,"  he  says,  "that  the  best  time  to  talk  to  a 
customer  is  when  account  is  first  opened.  Granting 
credit  seems  like  a  favor  then.  I  make  it  plain  that  the 
terms  will  be  rigidly  enforced,  and  it  is  seldom  that  an 
applicant  will  not  agree.  Of  course,  it  is  necessary  to 
use  some  discrimination  in  fixing  the  limit,  but  by 

learning  a  man's  salary  and  the  time  of  his  pay  day,  I 
don't  have  much  difficulty." 

"That  sounds  very  well,"  I  answered,  "but  how 
are  your  clerks  to  know  whether  or  not  a  customer  is 

in  good  standing?" 
"T  arrange  that  too,"  he  replied.  "I  use  a  filing  cab- 

inet for  the  original  sales  slips  as  an  account  register. 
The  total  is  carried  forward  each  time  a  new  slip  is 
made  out,  so  the  last  slip  always  gives  the  total  amount 
due.  T  attach  a  red  cardboard  showing  the  time  and 
amount  limits  to  the  clasps  that  hold  the  sales  slips  in 
place.  If  the  amount  of  the  purchase  added  to  that  al- 

ready owed  exceeds  the  limit  shown  on  the  red  card, 
the  clerk  notifies  the  customer." 

Believes  in  Personal  Calls 

"I  believe  that  most  small-town  merchants  rely  too 
much  on  the  postage  stamp  to  bring  in  their  slow  ac- 

counts," said  the  leading  retail  dealer  in  a  New  Eng- 
land town  of  two  thousand  people.  "There  isn't  a  re- 

tailer in  the  to-\vn  whose  books  are  more  free  from  dead 
accounts  than  mine,  and  I  know  there  isn't  one  in  the 
lot  that  sends  out  so  few  statements.   At  best  a  letter 

is  only  a  substitute  for  a  personal  interview.  So  why 
write  people  when  I  can  talk  with  any  of  them  person- ally? 

"The  first  of  each  month  T  start  out  to  see  the  worst 
delinquents  in  person.  I  take  itemized  statements  with 
me  to  prevent  disputes  and  to  stall  otf  any  pleas  for  de- 

lay until  the  account  can  be  verified. 

"I  find  that  when  I  look  a  man  straight  in  the  eye 
and  talk  with  him,  I  am  in  a  position  to  start  something. 
In  the  first  place,  I  always  get  his  admission  that  the 
account  is  correct,  and  next,  that  he  intends  to  pay  it. 
Then  I  explain  how  much  I  need  the  money  and  urge 
him  to  give  me  a  note,  or  at  least  a  definite  promise  of 
payment — one  that  I  can  really  depend  on.  And  when 
a  promise  comes  due.  I  follow  it  up  with  another  call. 
When  it  comes  to  collecting  old  accounts  I  would  not 

go  back  to  the  old  system  for  several  hundred  dollars' 
worth  of  good  reasons." 

Make  it  Easy  for  Delinquents  to  Pay 

"Make  it  easy  for  your  delinquents  to  pay,"  said  a 
general  store  proprietor  known  throughout  his  section 

as  a  successful  money  getter,  "and  you  make  it  easy  to collect  old  accounts. 

"My  first  few  years  in  business,  it  seemed  as  though 
I  couldn't  do  anything  with  the  accounts  that  slipped 
over  the  line  into  the  slow-pay  class.  Finally  I  saw 
why.  It  was  simply  because  I  was  making  it  hard  for 
the  delinquents  to  pay. 

"One  man  who  had  fallen  behind  on  account  of  sick- 
ness owed  ine  $25.  I  knew  that  $25  in  one  payment  was 

out  of  the  question,  but  I  felt  that  he  would  clear  up 
the  ledger  if  permitted  to  pay  a  dollar  a  week.  The 
scheme  worked  so  well  that  I  tried  it  with  others,  ex- 

plaining my  willingness  to  be  lenient  and  asking  for 
the  dollar  or  two  dollars  a  week  that  I  felt  could  be 
spared.  By  urging  thom  not  to  wait  until  they  could 
square  up  the  whole  amount,  I  commenced  to  get  re- 

sults, slowly  but  surely.  In  fact,  installment  collec- 
tions have  had  more  to  do  with  my  success  in  cleaning 

up  old  accounts  than  all  other  factors  combined.  They 

make  it  easy  for  the  delinquent  to  pay." 

GOOD  ADVICE  FOR  JANUARY 

Now  is  the  time  for  the  astute  retailer  to  "clean  his 
.store"  in  a  legitimate  way,  truthfully  says  The  Decor- 

ative Furnisher.  The  scarcity  of  nearly  all  kinds  of 
merchandise  makes  even  the  less  desirable  types  of  a 
few  years  ago  very  valuable  just  now.  The  retailer, 
if  he  is  lucky  enough  to  have  any  merchandise  of  this 
class,  can  feature  it  to  his  advantage,  and  to  the  ad- 

vantage of  his  customers,  and  make  a  sale  that  will 

please  all  concerned.  If  you  can't  sell  your  "old  stock" 
to-day  you  never  can  sell  it  any  time. 

The  wire  situation  has  been  bothering  mattress  mak- 
ei's  somewhat  of  late,  as  deliveries  have  been  somewhat 
slow.  Mr.  Thompson,  of  the  Marshall  Sanitary  Mat- 

tress Co.,  Toronto,  was  forced  recently  to  go  to  Chicago 
to  get  a  supply  and  wait  there  to  see  it  shipped  before 
feeling  safe,  although  he  had  placed  orders  for  wire 
that  should  have  been  shipped  six  months  ago. 
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Undertakers'  Department 
Problems  affecting  the  Undertaking  Profeasion  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 

Consumptive  Complications 

By  Howard  S.  Eckels,  Ph.G. 
Dean  of  Eckels'  College  of  Embalming,  Philadelphia,  Pa. 

(Continued  from  last  month.) 

In  still  more  troublesome  cases,  when  the  cellular 
tissue  is  leaking,  the  blood  from  the  pulmonary  cir- 

culation into  the  bronchial  tubes,  causing  more  copious 
purging;  which  as  it  runs  over  the  cheeks  appears  to 
be  worse  than  it  really  is,  it  is  advisable  to  use  the  nasal 
tube  placed  well  back  into  the  nasal  passage,  attaching 
thereto  your  aspirator.  Then  all  of  this  purged  ma- 

terial may  be  collected  through  the  aspirator  into  a 
bottle,  instead  of  leaking  and  draining  over  the  face. 
This  will  not  only  take  care  of  this  annoying  feature 

in  a  very  nice  way,  but  also  give  you  a  correct  knowl- 
edge as  to  the  amount  of  purged  material.  Even 

though  this  would  seem  to  be  mostly  fluid,  you  will 
find  it  to  be  only  a  small  quantity  as  compared  to  the 

■  amount  you  are  pumping  into  the  arteries  and  you  will 
be  encouraged  to  continue  arterial  circulation  until  you 
have  seciired  satisfactory  embalming  of  the  body.  After 
this  a  slight  pressure  on  the  chest  Avith  your  hands  will 
cause  a  further  collection  of  this  li(iuid  material 
through  the  trachea  or  windpipe  into  the  throat.  It 
can  be  drained  by  the  aspirator  into  the  bottle  and  the 
lung.s  be  altogether  relieved  of  this  sxibstance.  Fur- 

ther injection  of  the  embalming  fluid  into  the  cavities 
Avill  be  beneficial  and  the  amount  may  be  regialated  by 
the  amount  of  gases  which  were  contained  therein. 

This  particularly  pertains  to  that  class  of  consump- 
tive cases  where  the  lung  tissue  is  destroyed  by  the 

disease  so  that  leakage  occTirs  not  only  from  the  pul- 
monary circulation  through  the  embalming  process 

(which  really  does  not  interfere  with  the  arterial  cir- 
culation because  it  is  a  drainage  of  the  venous  blood 

and  not  a  direct  leakage  from  the  systemic  arteries), 
but  also  when  the  tissue  of  the  lungs  is  broken  down  to 

any  great  extent  by  the  disease.  The  bronchial 
arteries  originate  both  from  the  aorta  and  from  the 
first  intercostal  arteries,  which  supply  directly  from  the 

general  circulation  the  arterial  blood  which  vitalizes 
the  tissues  of  the  lungs.  When  these  arteries  are 
ruptured  the  fresh  fluid  may  leak  into  the  bronchial 

3(n  ilmnnam 

And  the  stately  ships  go  on 
To  their  haoen  under  the  hill ; 

But  O  for  the  touch  of  a  vanish'd  hand. 
And  the  sound  of  a  voice  that  is  still! 

lubes.  Then  it  is  difficult  to  pump  fluid  fast  enough 
into  the  arteries  to  more  than  supply  the  leakage  as  it 
occurs.  Under  these  circumstances  it  i.s  necessary  to 
treat  the  body  as  though  it  were  a  posted  ease,  and  to 
secure  circulation  of  the  face  tissue  it  will  be  necessary 
to  inject  into  both  of  the  carotid  arteries  several  ounces 
of  fluid  up  towards  the  face. 

As  the  face  and  hands  are  important  exposed  parts 
of  the  body  they  always  should  be  injected  by  the  use 
of  the  carotid  arteries  into  the  face,  and  also  the  brach- 

ial or  axillary  arteries  towards  the  hands.  The  iliac 
or  femoral  arteries  then  may  be  raised  for  the  preserva- 

tion of  the  tissue  of  lower  limbs,  and  a  good  thorough 
cavity  mjection  also  should  be  made  with  a  hypodermic 
injection  of  the  flesh  tissues  of  the  trunk  (particularly 

into  the  deeper  parts  of  tissue)  by  the  use  of  the  tro- 
car. 

As  consumption  is  one  of  the  most  common  diseases, 
and  is  both  infectious  and  contagious,  the  operator 
should  be  careful  regarding  abrasions  of  his  hands. 
He  also  should  be  in  good  physical  condition  so  that  he 
will  be  more  certain  to  resist  the  disease.  The  excit- 

ing cause  of  consumption  is  "bacillus  tuberculosis." 
The  mode  of  entrance  is  usually  respiratory,  although 
the  disease  may  obtain  entrance  into  any  part  of  the 

body.  The  hands,  face  or  any  of  the  organs  may  be- 
come infected. 

The  source  of  the  infection  usually  is  the  sputum, 
feces  and  the  miicus,  also  through  the  air.  water  and 
by  direct  contact.  Therefore,  thorough  disinfection 
should  be  given  to  the  body  by  washing  with  an  antisep- 

tic, such  as  your  embalming  fluid,  or  with  a  solution  of 
corrosive  sublimate — 1  to  1000 — or  by  using  a  good 
liquid  antiseptic  soap.  Clothing  from  such  bodies 
always  should  be  thoroughly  disinfected  by  either  boil- 

ing them  ten  minutes  or  else  immersing  them  in  a  five- 
per  cent,  solution  of  carbolic  acid,  to  make  a  gallon  of 
which  use  6V2  ounces  of  carbolic  acid  with  6^  ounces  of 
glycerine  (to  make  a  perfect  solution)  and  115  ounces 
of  Avater,  enough  to  make  a  gallon.  A  four  per  cent, 
solution  of  formaldehyde  is  also  a  good  disinfectant  for 
tbi.s  purpose.  To  make  this  yon  would  use  12  ounces 
of  40  per  cent,  formaldehyde  in  enough  water  to  make 
a  gallon.  A  sohition  of  corrosive  sublimate  1-500  may 
be  used,  which  you  prepare  by  adding  one-tenth  of  an 
ounce  of  corrosive  sublimate  dissolved  in  a  little  water 

with  the  aid  of  an  equal  amount  of  muriate  of  am- 
monia, one-eighth  ounce,  afterwards  adding  water  suffi- 

cient to  make  a  gallon.  This  makes  the  most  desirable 

solution  for  general  use,  as  it  is  odorless  and  non-irri- 
tating, and  always  retains  its  strength. 

If  the  patient  has  occupied  a  room  in  which  carpets, 
upholstery  and  furniture  may  have  been  permitted  to 
remain,  the  room  should  be  thoroughly  disinfected  by 

formaldehyde  gas,  both  for  the  purification  and  de- 
struction of  the  disease  germs  which  may  pervade  the 

atmosphere,  and  also  by  the  proper  application  of  dis- 
infecting solutions  to  the  wood  work,  the  washing  of 
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SERVICE 

Service  in  a  trade  paper  means  giving  the  reader  the  kind 
of  information  that  is  most  valuable  to  him. 

In  a  paper  covering  the  furniture  field  in  Canada  The 
Canadian  Furniture  World  and  The  Undertaker  has  con- 

sistently kept  in  mind  the  fact  that  a  very  large  portion  of  the 
furniture  dealers  throughout  the  country  are  also  undertakers, 

and  we  have  endeavored  to  make  the  paper  of  value  in  con- 
nection with  both  departments. 

As  a  consequence  of  this,  plus  the  generally  high  editorial 
standard  maintained,  The  Canadian  Furniture  World  has  won 

the  first  place  in  its  field  in  Canada. 

It  is  first  in  circulation  because  it  has  given  the  readers  the 
most  useful  service. 

It  is  first  in  prestige  because  it  has  won  the  confidence  and 

respect  of  its  readers  by  making  its  paper  useful  to  the 

retailer,  and  not  a  series  of  "write-ups"  or  "puffs"  of  manu- 
facturing concerns. 

It  is  first  as  an  advertising  medium  because  of  its  prestige 
and  its  larger  circulation. 

The  Canadian  Furniture  World 

and  The  Undertaker 

32  Colborne  Street,    -    Toronto,  Canada 
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the  floors,  carpets  and  also  the  furniture  and  draperies. 
The  body  and  bed  clothing,  particularly  handkerchiefs, 
should  be  thoroughly  disinfected  by  being  boiled  or  im- 

mersed in  a  strong  disinfecting  solution,  cuspidors  and 
places  where  the  person  has  expectorated  should  have 
careful  attention,  as  these  disease  germs  are  very  tena- 

cious, being  able  to  resist  a  high  as  well  as  a  low  tem- 
perature. 

So  much  attention  has  been  given  to  the  treatment 
of  consumptive  cases  during  the  last  year,  as  well  as 
many  of  the  other  communicable  diseases,  that  it  is  of 
the  greatest  importance  that  the  embalmer  of  the  pre- 

sent day  be  familiar  with  this  entire  subject,  for  the 
advancement  of  his  business  as  well  as  his  professional 
career.  I  would  not  be  doing  you  justice  did  I  not 
call  your  attention  to  the  benefits  to  be  derived  by  a 
further  study  of  this  subject. 

Cerebral  Apoplexy  and  Its  Treatment 

A  Maritime  correspondent  writes : — 

"T  would  like  to  have  an  answer  to  the  following 
statement  and  question  throxigh  your  valuable  paper: 
I  had  a  case  recently  of  a  man  who  died  instantly  while 
sitting  in  his  chair.  He  was  a  large  man  that  I  sup- 

pose would  weigh  about  190  or  200  pounds.  He  was 
supposed  by  the  doctor  who  examined  him  to  have  died 
of  cerebral  apoplexy.  I  took  charge  of  the  body  after 
it  had  been  dead  24  hours.  The  left  side  of  the  face 
was  considerably  discolored.  I  massaged  the  face 
with  warm  water,  but  could  not  get  it  good,  so  I 
pumped  the  blood  from  the  heart,  taking  off  a  quart  or 
more  of  blood.  Then  I  injected  about  the  same  amount 
of  fluid.  While  I  pumped  I  kept  rubbing  the  blood 
from  the  face,  neck  and  ears,  and  got  it  looking  fine. 
After  T  had  it  in  the  casket  I  called  the  family  to  see 
it  and  they  were  well  pleased  with  it,  and  I  thought  T 
had  it  all  right.  The  funeral  was  held  the  next  after- 

noon, and  it  was,  all  right  in  the  morning ;  but  during 
the  forenoon  the  eyes  began  to  puff  up,  and  then  the 

face,  and  by  one  o'clock  the  whole  face  was  swollen  or 
puffed  altogether  out  of  Its  natural  shape,  but  not  dis- 
colored. 

"I  would  like  to  know  the  cause  of  the  trouble.  If 
any  of  the  readers  have  had  similar  trouble,  what  is  the 

remedy?" 

This  subject  and  question  were  submitted  to  Robt. 
U.  Stone,  Principal  of  the  Canadian  School  of  Em- 

balming, Toronto,  one  of  the  best  authorities  in  Canada, 
and  his  reply  is  as  follows: 

Cases  of  Cerebral  Apoplexy  are  usually  discolored 
about  the  face  and  ears.  The  time  elapsing  before  the 
operator  took  charge,  would  allow  of  changes  that 
would  prevent  him  entirely  removing  the  discoloration, 
but  massaging  alone,  without  removing  blood  from 
the  veins  would  accomplish  little. 

Aspirating  from  the  heart  is  not  to  be  commended, 
as  blood  can  be  removed  in  a  more  scientific  manner, 
but  it  is  well  to  know  that  method  for  emergent  cases. 

It  was  not  stated  as  to  the  point  of  injection  of  the 
embalming  fluid,  but,  it  appears  quite  certain  that  the 
amount  of  fluid  used  was  far  from  being  enough  to 
prevent  fermentation  of  the  blood  that  was  left  in  the 
capillaries,  and  then  came  the  puffing  and  swelling.  At 
least  four  or  five  (juarts  of  fluid  injected  into  the  art- 

eries should  have  been  used  to  obviate  any  trouble.  A 

possible,  but  merely  a  remote,  cause  of  the  puffing  may 
have  been  in  the  lack  of  fluid  in  the  body  causing  fer- 

mentation of  the  blood  in  the  capillaries  of  the  brain, 
but  T  am  inclined  to  be  almost  positive  that  this  was  a 
ease  of  capillary  gas,  commonly  referred  to  as  tissue 

gas. 

Cases  of  capillary  gas  are  rare,  but  I  have  had  one, 
and  it  was  a  real  one.  No  embalming :  winter :  hot  fire 
in  room :  body  placed  in  cotfin  few  hours  after  death, 

not  seen  again  till  morning  of  funeral  at  8  o'clock. 
We  could  hardly  get  the  top  on  and  screwed  down  as 
the  body,  face  and  arms  M'ere  so  swollen.  It  was  in 
an  Italian  Catholic  family  who  preferred  such  condi- 

tion to  embalming.  Next  time  they  or  their  connec- 
tions call  on  our  services,  we  will  either  embalm  the 

body,  or  we  will  not  touch  the  case  at  all. 
When  capillary  gas  starts  to  form  it  is  difficult  to 

stop.  Cold  or  freezing  delays  its  formation.  Thorough 
arterial  embalming  prevents  it  from  starting. 

I  would  like  to  hear  from  the  operator,  writes  Mr. 
Stone,  in  conclusion,  as  to  the  point  of  injection  in  this 
ease,  and  as  to  how  much  fluid  he  uses  on  an  ordinary 
case,  and  how  many  cases  he  has  embalmed. 

Early  Days  of  C.E.A. 
Following  the  article  of  last  month  on  the  early  days 

of  the  Canadian  Embalmers'  Association,  it  might  be 
well  to  reprint  the  constitution  of  the  organization: 

Constitution 

Section  1.  This  Association  shall  be  known  as  the 

Undertakers'  Association  of  the  Province  of  Ontario, 
and  shall  have  for  its  object  the  elevation  and  protec- 

tion of  those  who  are  engaged  in  the  Undertaking  Busi- 
ness within  its  jurisdiction. 

Section  2.  This  Association  shall  consist  of  Under- 
takers doing  business  in  the  Province  of  Ontario  in 

their  own  name. 

Section  3.  The  Officers  of  this  Association  shall  con- 
sist of  a  President,  five  Vice-Presidents,  a  Secretary, 

and  Treasurer,  who  shall  be  elected  by  ballot  at  each 
annual  meeting,  and  to  hold  office  for  one  year  or  until 
their  successors  have  been  duly  appointed,  except  when 
but  one  candidate  for  any  one  office  is  nominated,  such 
candidate  may  be  elected  by  acclamation. 

Section  4.  This  Association  sliall  have  an  Executive 

Committee,  consisting  of  seven  members,  five  of  whom 
shall  be  elected  by  ballot,  or  appointed  by  the  President, 
as  the  Association  shall  direct,  and  the  President  and 
Secretary  shall  be  members  ex-officio. 

Section  5.  The  meetings  of  this  Association  shall  be 
held  annually  at  such  place  and  time  as  may  be  deter- 

mined by  the  Association  when  in  session. 
Section  6.  This  Association  shall  be  governed  by 

such  By-laws  as  it  by  a  three-fourths  vote  may  hereafter 
adopt,  not  inconsistent  with  the  Constitution. 

Section  7.  This  Constitution  can  only  be  altered  or 
amended  by  a  two-thirds  vote  of  the  members  present 
at  any  regular  meeting,  provided  that  notice  of  the 
same  was  given  in  writing  to  every  member  of  the 
Association  at  least  one  month  previous  to  the  regular meeting. 

Marshall  Ecclestone  has  opened  an  undertaking- busi- 
ness at  South  Porcupine,  Ont. 

J.  O'Leary  has  opened  an  undertaking  parlor  and 
business  at  1028  Gerrard  Street  East,  Toronto. 
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Conducting  a  Funeral 

■'I  Avould  like  to  have  you  prmt  in  your  paper,  and 
I  think  other  undertakei's  would,  too,  a  complete  in- 

struction from  beginning  to  end  of  conducting  a  fun- 
eral, both  house  and  church  funeral,  public  and  private 

funerals,  and  all  the  details.  If  you  would  get  one  of 
the  leading  undertakers  to  write  a  full  description,  it 
would  be  a  nice  thing  for  us  younger  funeral  directors 

to  read." 
This  was  the  proposition  put  to  the  editor  of  Can- 

adian Furniture  World  and  The  Undertaker,  recently, 
by  one  of  our  Ontario  subscribers.  Knowing  how  well 
Mr.  W.  K.  Murphy,  Toronto,  was  interested  in  the  sub- 

ject (he  some  little  time  ago  contributed  such  an  art- 
icle for  us)  the  editor  laid  the  query  before  him,  and 

this  is  how  Mr.  Murphy  handled  the  subject: 
Telephone  or  first  call  generally  runs  as  follows: 

The  First  Call 

"Is  that  Smith's  Undertaking  Co?" 
"Yes." 

"Well,  Mr.  Jones  has  just  died  and  the  relatives  want 
you  to  take  charge.  Can  you  come  or  send  up  right 

away  ? ' ' 
"Yes,  we  will  attend  to  it  at  once.  Now,  what  is  the 

name  again,  please?  'Mr.  Jones,'  yes,  and  the  address? 
Yes.    Thank  you,  Ave  will  be  there  in  a  few  minutes." 

Then  get  your  couch,  embalming  case,  one  black  and 
one  black  and  white  door  moui'ning.  If  it  is  an 
unmarried  person  your  black  and  white  mourning  will 
do  until  you  replace  it  with  a  grey  one  or  flowers.  If 
a  married  person,  your  black  will  be  proper  unless 
you  wish  to  put  purple  on  later.  I  always  place  the 
door  mourning  on  first,  as  it  stops  agents,  peddlars,  etc., 
from  annoying  the  family  at  this  time.  Then  ask  to 
be  shown  to  bedroom  where  the  deceased  is  laid.  The 

relatives  will  generally  ask  you  if  you  require  any- 
thing. Say.  "You  might  give  me  a  jug  of  water  and  a 

basin,  two  toAvels,  one  sheet,  underwear  and  the  clothes 

you  wish  to  put  on."  If  yovi  carry  a  collapsible  basin 
and  a  slumber  robe  you  need  not  ask  for  the  basin  or 

sheet.  Then  you  or  your  assistant  can  pi-oceed  to  em- 
balm the  remains.  If  your  assistant  is  going  to  do  the 

operating,  you  can  go  to  the  family  and  get  the  par- 
ticulars, as  follows: 

What  is  the  physician's  name  and  address? 
Get  the  family  certificate  filled  out. 

What  is  the  minister's  name  and  address  you  wish  to 
officiate? 
What  cemetery.  If  by  train,  what  railway,  the  time, 

etc.,  of  funeral? 
How  many  carriages  will  you  require?  (At  this  point 

you  will  have  to  assist  the  friends  as  to  the  niimber 
of  carriages  required.)  Ask  if  the  minister  will  ac- 

company the  friends  or  if  he  will  require  a  carriage  for 
his  own  use. 

This  point  settled,  ask  them  if  they  are  going  to  have 
pall-bearers,  and  how  many,  4,  6  or  8.  If  4,  one  car- 

riage will  do ;  if  6  or  8,  two  carriages. 

Now.  "Are  the  ladies  going  to  the  cemetery,  or  not, 
and  how  many  mourners  are  there  that  will  be  going  to 

the  funeral."  (Here  govern  yourself  accordingly,  as 
each  carriage  seats  four  people.) 

"Now,  as  to  the  kind  of  casket  you  wish  for  Mr. 
Jones,  will  you  come  to  the  office  to  select  the  same,  or 

will  you  select  one  from  the  photos  we  have  here?" 
You  will  find  that  half  your  customers  will  select 

from  catalogue  and  the  other  half  will  prefer  to  go  to 
your  office  to  select  the  goods.     It  is  more  satisfactory 

to  have  them  go  to  your  place  to  see  the  caskets  as  you 
can  explain  the  goods  better  than  from  catalogue.  Keek 
the  remains  in  the  bedroom  until  you  take  the  casket 
home,  unless  you  are  using  a  reclining  couch,  then 
place  your  couch  or  casket  in  the  library  or  drawing 
room  to  the  best  advantage,  view  and  space.  Do  not 
have  too  bright  or  too  dull  a  light,  but  a  soft,  medium one. 

All  details  now  having  been  arranged  and  the  date 
set  for  the  funeral,  you  ought  to  call  once  each  day  to 
see  if  there  are  any  changes  in  previous  orders  and  to  ■ 
arrange  the  flowers  as  they  come  in. 

Funeral  Directing 

The  funeral  director  must  be  a  man  of  (juick  thought 
and  action,  must  think  and  act  quickly  to  cope  with  so 
many  things  that  may  arise  at  a  time  Avhen  everyone  is 
in  silence  and  sorrow  and  all  eyes  are  on  the  one  in 
charge.  There  are  so  many  kinds  of  funerals  nowa- 

days, private,  semi-private,  and  public  funerals.  Fun- 
erals regulated  by  public  officials  are  the  hardest  to 

manage  by  the  director  as  there  are  so  many  different 
opinions  offered.  As  for  instance  the  last  public  fire- 

man's funeral  held  in  the  city,  there  was  a  massed  band, 
city  officials,  representatives  of  all  societies,  flower  car- 

riages, but  all  through  the  long  cortege  there  was  not 
one  funeral  director  to  be  seen.  They  were  told  to 
go  to  the  cemetery  and  meet  the  funeral  there,  and 
like  good,  obedient  children  they  did  what  they  were 
told,  and  this  was  to  my  mind  a  weakness  on  their  part. 
Sniith's  relatives  followed  Brown's  and  Brown's  rela- 

tives followed  Smith's.  There  was  a  conglomeration 
of  bungles  from  start  to  finish,  engineered  by  our  city 
officials.  When  you  are  ill  and  call  the  doctor  you  do 
as  he  tells  you,  when  you  are  about  to  erect  a  building 
and  you  call  an  architect,  you  accept  his  plans  and 
specifications.  This  should  also  apply  to  the  funeral 
director  as,  no  doubt,  his  experience  in  this  line  is 
broader  than  the  city  officials  who  are  more  at  home 
striking  the  tax  rate  than  regulating  funerals. 

Large  Church  Funerals 
See  that  there  are  some  news  reserved  for  your 

mourners.  If  possible  provide  your  own  usher= 

that  when  you  arrive  at  the  church  everything  wi'i  ̂ - 
in  readiness.  If  the  minister  meets  you  at  the  door 
and  proceeds  up  the  aisle  of  the  church,  take  your 
bearers  two  deep,  at  the  head  of  the  casket.  Place  one 
in  each  pew,  three  at  each  side  of  the  altar  so  they  form 

as  it  were,  a  guard  of  honor  to  the  dead.  Your  so- 
ciety following  up  with  the  church  cortege  and  the 

casket  followed  by  the  mourners  and  friends.  You 
may  set  the  pace  a  little  faster  in  the  lead,  so  that  your 
bearers  will  be  seated  in  their  places  and  you  will  have 
ample  time  then  to  seat  the  relatives  as  near  as  possible 
to  the  casket  on  the  left  hand  side  of  the  church.  The 
director  should  always  remain  in  the  church  to  see  that 
friends  entering  during  the  service  have  seats,  and  not 
to  be  outside  with  the  coach-drivers,  unless  to  give  them 
orders  as  to  changes  or  regulations  as  to  route.  On 
leaving  the  church  turn  your  casket  and  have  your 
bearers  follow  behind  the  casket  so  as  when  you  get 
to  the  door  you  simply  motion  them  to  come  forward 
and  take  their  places.  In  this  way  you  will  find  every- 

thing will  be  done  in  order.  It  is  not  necessary  to  call 
your  carriage  list  out  a  second  time  at  the  church  as 

you  ought  to  know  the  occupants  of  the  different  car- 
riages. 

(  To  be  continued. ) 
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Maxwell  Sanitary  Steel  Vaults 

4^ 4^ 

Our  Customers  are  Assured  of  Superlative  Quality  and  Prompt  Delivery. 

Meixwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned.  Design  and  Construction  Unequaled. 

Carried  in  Stock  i>y  ̂  H  Leading  Jobbers. 

Maxwell  Ambulance  Transfer  Case 

For  the  Handling,  Removal  and  Transportation  of  Bodies.    An  Indispensable 

Adjunct  to  the  M  odern  and  Progressive  Undertal^er. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practcal 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 

In(ide  Dimeniions:  73  in.  long,  20  in.  wide,  15  in.  deep. 

Price*:  With  Tray  $25.00;  Without  Tray  $23.00;  Tray  Alone  $4.00 

Sold  by  all  leading  jobbers.     Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.  Y. 
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Vascular Conditions  Affecting 

the  Face 

By 

•              Prof.  Chas.  O.  Dhonau 
Being  the  third  address  delivered  at  recent  convention  of 

C.  E.  A.  at  Toronto. 

ALL  men  who  have  had  something  to  do  with  the 
preservation  of  dead  human  bodies  have  found 
that  at  times  the  face  does  not  respond  to  their 

treatment  and  that  the  usual  firmness  expected  does  not 
materialize.  Many  embalmers  have  explained  that 
the  fluid  was  to  blame  for  this  condition  when  com- 

pelled to  make  some  form  of  explanation  for  the 
trouble.  As  a  matter  of  fact  a  condition  which  allows 
fluid  to  work  one  way  on  part  of  the  body  and  another 
way  on  another  part  must  of  necessity  be  a  condition 
which  limits  the  circulation  of  the  fluid.  If  it  is  a  con- 

dition which  limits  the  circvilation  of  the  fluid  it  is 

most  assuredly  not  a  condition  for  which  the  fluid  is 
itself  responsible.  This  brings  us  to  the  points  where 
we  must  take  up  the  study  of  circulation  defects  in 
the  region  of  the  blood  vessels  leading  to  and  from 
the  face. 

Most  deaths  not  caused  by  accident  or  conditions  or- 
iginating outside  the  body  are  caused  by  terminal  in- 

fections. If  a  person  undergoes  an  operation  and 
comes  through  the  operation  fairly  well  and  afterward 
dies  of  pneumonia,  during  convalescence  from  the 
operation,  the  pneumonia  stands  as  the  terminal  in- 

fection. Thus  it  may  be  entirely  proper  to  say  that 

the  "operation  was  successful — the  patient  died." 
There  may  have  been  no  direct  connection  between  the 
operation  and  the  pneumonia.  If  a  person  is  ill  with 
typhoid  fever  and  develops  jaundice  and  pneumonia 
in  the  course  of  the  illness,  the  terminal  infection  is 
pneumonia.  If  a  person  develops  rheumatism  and 

afterwards  dies  of  the  efi'ects  of  the  germ  that  origin- 
ally caused  rheumatism  producing  an  inflammation  of 

the  inner  wall  of  the  heart,  it  is  the  last  infection  or  the 
endocarditis  that  is  rated  as  the  terminal  infection. 

Thus  we  can  claim  that  pneumonia  as  a  terminal  in- 
fection causes  more  deaths  than  it  is  charged  with  in 

ordinary  medical  practice.  The  fact  that  the  average 
physician  does  not  average  100  per  cent,  in  his  diagnos- 

tic ability  is  due  in  the  first  place  to  the  fact  that  by 
the  lack  of  sufficient  postmortem  examinations  of 
bodies,  not  only  while  the  medical  man  is  a  student  in 
a  medical  college,  but  also  while  he  is  a  student  in  his 
own  daily  practice.  As  a  matter  of  fact  it  is  claimed 
by  many  that  the  average  physician  in  general  practice 
is  doing  well  under  modern  conditions  if  he  can  average 
50  per  cent,  in  his  diagnosis.  Probably  the  best  man 
in  the  work,  from  the  diagnostic  standpoint,  is  Profes- 

sor Neusser,  of  Vienna,  who  is  given  credit  for  having 
witnessed  5,000  autopsies  per  year  for  the  last  20  years. 
I  am  giving  you  this  information  to  enable  you  to  un- 

derstand that  the  cause  of  death  as  given  by  the  physi- 
cian in  the  case  at  hand  may  not  be  at  all  correct  and 

that  even  though  the  term  lobar  pneumonia  may  not 
appear  on  the  death  certificate,  it  may  appear  in  the 
lungs  on  examination.  I  have  a  particular  reason  for 
enlarging  on  the  condition  known  as  lobar  pneumonia 
as  there  is  a  direct  relation  between  pneumonia  and  a 
series  of  circulation  defects  affecting  particularly  the 
arteries  radiating  outward  from  the  arch  of  the  aorta. 

There  are  three  well-defined  forms  of  pneumonia. 

Lobar  pneumonia  is  a  consolidation  or  a  hardened, 
filled  in,  type  of  inflammation  of  the  lungs  that  affects 
either  one  or  more  entire  lobes  or  the  largest  portions 
of  one  or  more  lobes.  When  it  is  understood  that  the 
right  lung  has  three  lobes  and  the  left  lung  two  lobes 
and  when  we  speak  of  an  inflammation  of  one  or  more 
lobes  you  may  know  that  there  is  enough  interference 
with  the  circulation  of  blood  through  the  lungs  to  pro- 

duce something  definitely  harmful  to  the  circulation. 
As  a  matter  of  fact,  this  condition  in  the  lungs  acts  as 
a  partial  shutotf  to  the  circulation  in  general  and  the 
heart  is  only  able  to  do  its  work  of  supplying  the  body 
with  blood  under  a  very  severe  strain  or  tension.  It 
has  been  proven  that  the  speed  of  the  entire  circulation 
is  reduced  in  the  presence  of  lobar  pneumonia  and  that 
with  a  reduction  in  the  speed  of  the  circulation  there  is 
a  formation  in  the  arch  of  the  aorta  and  in  the  sub- 

clavian, innominate,  and  carotid  arteries  of  connected 
blood  clots  formed  principally  of  white  blood  cells  and 
fibrin. 

The  second  form  of  pneumonia  we  will  know  as 
lobular  pneumonia.     A  lobule  is  a  small  part  of  a  lobe 

Prof.  Chas.  O.  Dhonau,  Cincinnati. 
(From  a  recent  photo.) 

and  especially  a  small  division  of  a  lobe.  In  this  case 
the  consolidation  and  filling  in  onlj^  affects  a  very 
small  part  of  one  or  more  lobes.  In  this  ease  there  is 
not  enough  tension  on  the  circulation  to  cause  the  clot 
formation  mentioned  before. 

The  third  form  of  pneumonia  is  an  inflammation  of 

the  air  passage  alone,  and  this  form  is  known  as  bron- 
cho pneumonia.  There  are  no  circulation  difficulties  in 

this  form  of  the  disease. 
To  explain  the  nature  of  the  lobar  pneumonia  as  a 

circulation  shutoff  in  life  we  will  first  have  to  consider 
the  anatomy  of  the  lungs.  Each  lobe  of  each  lung  is 
equipped  with  one  large  bronchial  tube  or  air  passage, 
with  branches  extending  out  through  the  entire  lobe  in 
tree-like  or  arbor  vitas  fashion;  one  large  branch  of 
the  pulmonary  artery  carrying  venous  blood  to  the  lungs 
to  be  purified  which  is  divided  and  subdivided  the  same 
as  the  air  passage  which  it  accompanies ;  one  large  pul- 

monary vein  divided  and  subdivided  the  same  as  the 
pulmonary  artery  which  it  accompanies,  the  purpose  of 
which  is  to  carry  the  purified  blood  back  toward  the 
heart;  one  large  bronchial  artery,  divided  and  sub- 
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An  Appreciation 

At  this  Yuletide  Season  we  wish  to  express  our  most  sincere  thanks 

to  the  Undertaking  Profession  of  the  Dominion  for  the  valued 

business  given  us  during  the  past,  and  should  you  honor  us  with  a 

continuance  during  1917  we  assure  you  that  you  will  find  Central 

Methods  and  Central  Quality  ever  the  same — always  dependable. 
The  profession  have  proved  to  us  that  they  appreciate  our  quality 

regardless  the  price. 

We  extend  to  one  and  all  best  wishes  for  a  successful  Nineteen- 
Seventeen. 

CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ontario 
Telephone  126 

R.  S.  Flint,  24 1  Fern  Ave.,  Toronto 
Telephone  Parkdale  3257 

SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 

CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 

and  why  YOU  Should  Use  It! 

It  is  interesting-  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 

portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 

balming Fluid. 

We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 

balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unflt  to  the  bot- 

tom and  the  fittest  to  the  top. 

We  beheve  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 

which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fiuid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 

sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 

Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made 

H.  S.  ECKELS  &  COMPANY 
241  FERN  AVENUE 

TORONTO,  ONTARIO,  CANADA 
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ONTARIO 

Bobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 
Morris  &  Son,  L.   'Phone  10. 

Burks  Falls — 
Hilliar,  Joseph.    Box  213. 

Coboconk — 
Greenley,  A. 

Dorchester,  Ont. — 
Logan,  E.  A.    'Phone  2107. 

Dungannon — 
Sproul,  William 

Dunnville — 
D.  P.  Fry.    'Phone  68. 

Elmira — 
Dreisinger,  Chris. 

Hamilton,  Ont. — 
Blachford  &  Sons, 

57  King  Street  "Wefjt. 

Dodsworth,  A.  H. 
59  King  St.  W. 

Robinson,  J.  H.  &  Co.,  19-21 John  St.  N 

Huntsville — Hilliar,  Joseph, 

IngersoU — Mclntyres,    F.    W.  Keeler 
and  R.  A  Skinnei,  props. 

Kemptville — McCaughey,  &eo.  A. 

Kingston — Corbett,  S.  S. 
Eeid,  Jas.,  254  Princess  St. 

London,  Ont. — 
Ferguson's  Sons,  John 

174  to  180  King  St. 

Orillia — W.  A.  Straehan, 
Successor  to 

H.  A.  Bingham. 'Phone  453. 
D.  Clark.    Tel.  159. 

Oshawa — Disney  Bros. 
Lmke  Burial  Co. 

Port  Perry 

Disney,  R.  S. 
Schomberg,  Out. 

F.  Skinner. 

St.  Catharines — 
Grobb  Bros. 

144-146  St.  Paul  St. 

St.  Thomas — Williams,  P.  R.,  &  Sons,  519 
Talbot  St. 

Stirling — 
Ralph,  Jas.   'Phone  102. 

Stratford — Greenwood  &  Vivian,  Ltd., 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 

Toronto — Cobbledick,    N.     B.,  2068 
Queen  St.  East  and  1508 
Danforth    Ave.  Private 
Ambulance. 

J.  A.  Humphrey  &  Son, 
463  Church  St. 

Raper,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. East. 

J.  C.  Van  Camp, 
30  Bloor  St.  W. 

Washington  &  Johnston. 
707  Queen  St.  E. 
Corner  of  Broadview, 

Thedford,  Ont. — Wioodhall,  J.  B. 

Wallaceburg,  Ont. — 
Cousins,  Burlington  &  Saint. 

Welland— 
Patterson  &  Dart 
Sutherland,  G.  W, 

Woodstock — Mack,  Paul. 

Whitby,  Ont. — Nicholson  &  Seldon. 

QUEBEC 
Montreal — Tees  &  Co.,  912  St.  Catherine 

St.  West. 

NEW  BRUNSWICK 

Moncton — Tuttle  Bros.,  164  Lutz  St. 

St.  John,  N.  B. 
Fitzpatriek  Bros. 

100  Waterloo  St. 

MANITOBA 

Brandon — Campbell  &  Campbell. 

Dauphin — 
Farrell,  A.  F. 

Winnipeg — Clark-Leatherdale  Co.  Ltd. 
232  Kennedy  St. 

Thomipson  Co.,  J.,  501  Main. 

SASKATCHEWAN 

Moose  Jaw — Broadfoot  Bros. 

Saskatoon — YoTing,  A.  E. 

CARANAC 

EMBALMING  FLUID 

A  Product  of  Science  and  Practical  Experiment 

OF  EXTRAORDINARY  STRENGTH 

Its  qualities  have  been  thoroughly  tested  in  the  most  difficult 
cases  and  found  superior  to  any  other. 

It  is  a  combination  of  the  most  powerful  antiseptics  and 

preservatives  known  to  the  science  of  chemistry,  these  are 

compounded  to  the  limits  of  concentration,  and  it  is  im- 
possible to  produce  a  stronger  or  more  active  preparation. 

Made  in  Canada — By  Canadians — For  Canadians 

Order  direct  from  us  or  from  your  Jobber 

CARANAC  LABORATORY 
PETERBOROUGH.  ONT.,  CAN. 
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69 divided  the  same  as  the  others,  the  purpose  of  which  is 
to  supply  blood  to  the  lung  tissues  for  nourishment.  If 
it  takes  five  lobes,  each  working  full  time,  to  aerate  or 
oxygenize  the  blood  of  the  body,  any  obstruction  such 
as  the  loss  of  one  lobe  in  the  general  scheme  will  be 
followed  by  the  slowing  up  of  the  entire  circulation  of 
blood  in  the  body. 

In  my  first  lecture  I  explained  that  blood  was  really 
a  tissue.  When  any  tissues  of  the  body  is  interfered 
with  some  kind  of  a  change  is  bound  to  be  made  in  its 
form  of  makeup.  What  happens  in  this  case  is  that 
white  fibrinous  deposits  occur  from  the  slowing  blood 
stream  and  these  deposits  are  in  layers  so  that  the 
longer  the  condition  exists  in  the  lungs  the  more  layers 
of  the  deposit  we  find.  These  clots  or  deposits  are  in 
the  subclavian,  innominate  and  carotid  arteries,  some- 

times extending  far  enough  in  the  carotid  arteries  to  be 
found  in  the  internal  and  external  branches.  If  the 

clots  become  larger  as  the  pneumonia  continues  in  un- 
abated form  the  patient  finally  dies,  with  the  clots 

occupying  the  greater  portion  of  the  diameter  of  the 
arteries  mentioned. 

About  this  time  the  embalmer  comes  along  and  in- 
jects his  fluid  in  the  axillary  artery.  He  finds  a  very 

good  circulation  of  his  fluid  in  the  lower  limbs  and  in 
the  abdomen,  but  the  discoloration  in  the  face  (of  blood 
origin)  is  not  being  moved  by  the  fluid.  Later  on  he 
finds  that  the  firmness  Avhich  he  is  to  expect  from  the 
presence  of  his  fluid  in  the  face  is  missing.  In  a  case 
of  this  kind  there  is  only  one  thing  to  do  and  that  is  to 

do  the  obvious;  "raise  the  common  carotid  arteries, 
open  them  and  remove  the  clots  and  then  give  the  head 

a  special  injection."  If  you  will  operate  in  that  way; 
you  will  find  that  the  discoloration  complained  of  will 
be  displaced  and  that  you  can  get  good  drainage  from 
the  internal  jugular  vein  to  take  the  intense  pressure 
from  the  blood  vessels  of  the  head.  These  clots  will 

depend  in  thickness  on  the  duration  of  the  lobar  pneu- 
monia before  death  and  to  some  extent  upon  the  same 

cause  as  to  the  length.    Tn  no  case  will  these  clots  be 

found  to  adhere  to  the  walls  of  the  blood  vessels  and  in 

every  case  can  they  be  removed  bodily  from  the  ves- 
sels they  are  obstructing,  and  the  injection  can  be  made, 

and  the  circulation  obtained.  In  no  case  that  has  come 

under  my  observation  has  this  form  of  procedure  failed 
to  secure  the  proper  kind  of  a  circulation  after  the  dis- 

covery of  the  lack  of  fluid  to  the  head  and  face.  I  be- 
lieve you  will  agree  with  me  when  I  state  that  pro- 

ceeding in  this  way  is  to  proceed  correctly  and  after 
due  consideration  of  causes  and  affects — the  correct 
way  in  conditions  of  this  kind. 

A  CORRECTION 

R.  U.  Stone,  Toronto,  writes  the  editor,  calling  at- 
tention to  a  misstatement  of  fact  concerning  his  busi- 

ness in  our  last  issue  re  the  installation  of  a  crematory 

in  his  establishment.  "As  T  do  not  wish  anyone  con- 
nected with  the  undertaking  business,"  says  Mr.  Stone, 

"to  be  under  the  impression  that  I  would  make  a  bluflf 
or  misstatement  I  would  sincerely  ask  that  you  make 

another  item  in  the  coming  issue,  correcting  this  item." 
This  we  are  glad  to  do. 

PROFESSIONAL  NOTES 

A.  B.  Greer  &  Son.  manufacturers  of  funeral  cars, 
London,  Out.,  have  been  appointed  to  the  Ford  agency 
in  that  city. 

Mrs.  W.  G.  Stoddart,  widow  of  one  of  the  earliest 
and  most  prominent  undertakers  in  Canada,  died  at 
Toronto,  on  December  16.  She  was  the  mother  of  W. 

G.  Stoddart,  Cornwall,  and  M.  J.  Stoddart,  Wood- 
ville, both  of  them  prominent  Ontario  undertakers,  the 

latter  of  whom  succeeded  to  his  father's  business.  In- 
terment took  place  at  Woodville. 

Belair  and  Poii'ier,  undertakers,  Montreal,  have  been 
registered. 

ECKARDT  HOMESTEAD 
AT  UNIONVILLE 

This  substantial  pioneer 
house  was  built  at  Union- 
ville,  Ont.,  by  Philip  Eck- ardt,  former  president  and 
general  manager  of  the  Na- tional Casket  Co.,  Toronto. 
It  is  said  to  be  the  oldest 
log  house  of  similar  dimen- sions in  the  Dominion.  It 
was  built  124  years  ago, 
and  is  still  occupied.  Some 
of  the  logs  are  30  to  36 
inches  in  diameter,  and 
show  few  signs  of  disinteg- 

ration. The  builder,  Philip 
Eckardt,  constructed  the 
first  saw  mills  and  grist 
mills  in  Ontario,  in  1792, 
about  three  miles  west  of 
Unionville.  It  is  interest- 

ing to  note,  as  a  testimony 
to  the  comfort  of  this  log 
home,  that  its  occupants, 
numbering  thirteen.  took 
first  prize  at  a  1912  politi- 
c»l  picnic  as  the  "heaviest 
family  attending  the  event." 
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Walter  &  Co.,  B  i.f.c. 

For  Sale 

Wanted 

TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  addition*  1 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage.etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 

FOR  SALE — We  have  the  following  lines  left  on  our  hands  for 
which  we  have  no  use:  a  quantity  of  upholstering  silks,  sev- 

eral boxes  V.  S.  O.  orange  shellac,  a  quantity  of  40  in._  10 
oz.  Hessian,  3%  in.  webbing,  oxidized  upholstering  nails. 
These  we  want  to  dispose  of  and  will  let  same  go  at  a  bargain. 
For  prices  and  samples  write  to  Box  No.  781  Canadian 
Furniture  World,  Toronto,  Ont. 

WANTED — By  a  young  man  a  position  with  a  good  undertak- 
ing establishment.  I  have  had  three  years  experience  and 

can  furnish  best  references.  State  wages  in  first  letter.  D. 
G.  Gillies,  Rodney,  Ont.  -j 

FOR  SALE — Handsome  hearse,  sleighs  and  harness.  Cost 
twelve  hundred  dollars.  Take  half.  All  in  good  condition. 
Retiring  from  business.  Write  box  787,  Canadian  Furniture 
World,  Toronto.  -j 

SALESMEN  WANTED— Start  the  New  Year  right.  Carry 
Manufacturers'  Samjiles  New  Process  Floor  Coverings  at 
jiopular  prices.  Liberal  commissions.  Write  to-day.  J.  C. 
Dunn  &  Co.,  Camden,  N.  J.  -j 

Canadian  School  of  Embalming 
Instruction  in   Practical  Embalming  and  Funeral  Directing' PREPARATION  FOR  EXAMINATIONS 

New  Address 
R. U.  STONE 

Principal 
525  Sherbourne  St. 

Toronto 

The  Original 

Patented 

Concentrated 

Fluid 

Patented  Formula 
Strongest  and  Best 

Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 

ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

A(k  other*  for  their  Formula 

Special  Canadian  Agents 

National  Casket  Co. 
Toronto,  Ont. 

GLOBE  CASKET  CO. 
London,  Ont. 

SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 

GIRARD  &  GODIN 
Three  Rivers,  Qne. 

JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 

CHRISTIE  BROS. 
Amherst,  N.S. Larger  Bottles  filled  np  with  water 

Egyptian  Chemical  Co.  Boston,  u.s.a 



January,  1917 CAx\ADIAN  FURNlTUPxE  WOULD  AND  THE  UNDERTAKER 

Champion  Huid 

Champion  Fluid 

Made  in  Canada  from 

Canadian  Chemicals 

Order  direct  from  us 

or 

from  your  Jobber 

Accept  no 

Substitute 

100%  Pure 

Chemicals 

Every  1 6  oz.  bottle  of  Cham- 

pion Embalming  Fluid  is 

1 00%  pure.  The  richest  and 

purest  compound  that  will 
remain  in  solution. 

War  conditions  have  greatly  increased  the  cost  of  fluid  ingredients,  tempting  fluid  manufacturers  to  use 
cheaper  and  inefficient  substitutes,  but  Champion  Quality  will  be  maintained,  no  matter  what  the  cost. 

ALWAYS  BEWARE  THE  CHEAP  FLUID,  BUT  ESPECIALLY  SO  NOW 

Champion  for  Uniformity,  Purity,  Dependability.    It's  Worth  the  Price. 
DR.  G.  W.  FERGUSON,  CANADIAN  MANAGER 

The  Champion  Chemical  Co.   :   Springfield,  Ohio 



Our  New  "GOOD  NIGHT"  Spring (Patented) 

* '  Wovenweld  ' '  Construction 
(Patents  Pending) 

Upsets,  and  supersedes,  all  previous  ideas  in  Woven  Wire  Springs 

lu  limited  space,  we  can  only  touch  on  two  features  of  this  revolutionary  Spring. 

"Good  Night"  construction  consists  of  three  rows  of  coils  under  the  centre  of  the 
fabric,  supported  by  strong  wires  attached  to  end  helicals,  the  latter  fastened  to  cross  rods 
that  rest  on  the  side  rails  of  the  bed  at  each  end.  The  side  tubes  of  the  spring  do  not  rest 
directly  on  the  bed^ — here  is  a  particularly  revolutionary  feature — but  are  suspended  by 
eight  helical  springs  attached  to  these  cross  roda. 

This  unique  form  of  construction  gives  great  buoyancy  and  strength,  and  the  closest 

resemblance  to  "sleeping  on  air"  that  has  yet  been  invented.     Sagging'  is  impossible. 

The  new  electric  welding  process — described  by  the  copyrighted  name  "Wovenweld" 
— welds  the  patented  binding — itself  a  unique  feature — at  the  ends  of  the  woven  wire 
fabric,  solidly  unto  the  end  angle  irons.  This  greatly  reinforces  and  strengthens  the 
latter.  It  ensures  vermin-proof  construction  and  strong,  even  tension.  The  top  surface 
of  this  spring  is  smooth  as  a  board. 

Ordinary  methods  of  construction  either  weaken  the  end  angle  irons  by  punching 
holes  for  the  necessary  hooks  by  which  the  fabric  is  attached  thereto,  or  hold  the  fabric 
between  angle  irons  rivetted  together.  Both  methods  result  in  rough  unsightly  appear- 

ance and  uneven  tension. 

A  folder  describing  this  spring  will  be  issued  early  in  the  year,  enlarging  on  these 
features.  Order  now  for  New  Year's  business. 

The  Parkhill  Manufacturing  Co.,  Limited 

Successors  to 

The  Alaska  Feather  and  Down  Co.,  Limited 

Makers  of  High-Grade  Metal  Bedsteads,  Spring*, 
Steel  Couches  and  Sanitary  Bedding. 

MONTREAL 

"Alaska  on  an  article  means  high-grade  every  particle" 
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Published  by  the  Commercial  Press,  Limited,  32  Colbome  Street,  Toronto 

Buffet  No.  6111  William  and  Mary 
■ 

^  This  buffet,  because  of  its  distinctive 

appearance,  correctness  in  design,  and 

beauty  of  finish,  is  a  salable  and  most 

attractive  piece  to  feature  on  your  floor. 

THE  GEORGE  McLAGAN  FURNITURE  CO. 
MMITp;i) STRATFORD ONTARIO 
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Order  Now 

Quality  and  Prices  Right 

Living-Room  Furniture  ;  Big  Upholstered  Chairs  and  Rockers, 

in  Leather  or  Tapestry ;  Morris  Chairs;  Fancy  Rockers;  Smokers* 
Stands;  Cellarettes  and  Magazine  Stands,  etc.,  etc. 

If  our  traveller  has  not  been  around  your  way  lately,  let  us  know,  and  he  will 
call.  Or  we  shall  be  glad  to  send  illustrations,  samples  of  upholstering,  prices, 
etc.,  by  mail. 

To  ensure  prompt  shipment  and  early  de  ery  

Order  Now 

JOHN  C.  MUNDELL  &  CO.,  LIMITED 

Furniture  Makers 

ELORA  ONTARIO 

Tennessee 

Cedar  Chests 

Absolutely  moth- 
proof. Made  in 

three  popular 
sizes.  Best  copper 
trimmings  used 
throughout.  We 
can  make  imme- 

diate shipment. 
Mahogany  Finished,  Made 

in  Three  Sizes. 

Every  Woman 
Wants  One 

Their  handsome 

appearance  and 
great  utility  make them  favorites 
with  all.  The 

price  will  enable 
you  to  make  a 

good  profit. 
D.  L.  SHAFER  &  COMPANY,  ST.  THOMAS,  ONTARIO 

THE  WABASH  SLIDE 

MADE  BY 

B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manu/aclurers    in  America. 

SLIDE  making  a  SPECIALTY  BUSINESS 

Becauje  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  ihe  furniture 
manufacturer  who  makes  a  dozen  articlei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  u.ing  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  belter  slide  at  a  lower  cost. 

DEALERS— INSIST  on  WABASH  SLIDES 
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DIRECTORY 

Geo.  McLagan  Fi    iture  Co. Limited 

Medium  and  High  ̂  
Pallor,  Hall  and  Lib 

Dining  Room, 
-"urniture. 

Farquharson-Giffo  rd  Co.,  Ltd. 
Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Stratford  Chair  Co.,  Limited 
Diners,  Rockers,  Bedroom  Chairs,  Office, 

Den  and  Library  Chairs,  Children's  Chairs. Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 

Davenport  Beds. 
Living  Room  Furniture. 

Globe-Wernicke  Co.,  Limited 
Globe  -Wernicke  Sectional  Bookcases. 
Globe-Wernicke  Filing  Cabinets,  Filing 

Cabinet  Supplies,  Stationers'  Goods. 

Imperial  Rattan  Co.,  Limited 
Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields,  "Old  Hickory" Rustic  and  Garden  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 
Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Chairs  and  Tablet 

Stratford  Bed  Co.,  Limited 
Brass   Beds  and  Cottumien. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 
Office  Furniture. 

We  Thank 

You 

We  wish  to  thank  the  many 

dealers  who  visited  the  Stratford 

Furniture  Exhibition  in  January  for 

the  interest  shown  in  coming  to  look 

over  our  many  new  designs  for  the 

coming  season. 

To  those  who  were  unable  to 

attend,  we  would  like  to  remind 

you  of  the  fact  that  we  are  prepared 

as  never  before  to  meet  your  require- 

ments for  good  furniture. 

Good  Service  is  a  principle  care- 

fully observed  by  Stratford  Furniture 

Manufacturers,  and  our  shipping 

facilities  are  unrivalled. 

Write  us  for  particulars 

of  our  new  lines. 

Stratford 

Furniture 

Manufacturers 

o 
o 
o 

oooo moo 
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The  CoUeran  Line  of  Woven  Wire  Springs, 

Couches  and  Divans 

in  wood  or  steel  frames 

The  highest  standard  in  material  and  workmanship  is  being  maintained,  which 

insures  our  unrestricted  guarantee;  "And  better  still,  a  Satisfied  Customer." 

Undoubtedly  the  Neatest  and  the  Best. 

All  dealers  should  have  samples  of  our  line  on  their  floor  or  display  racks. 
If  you  have  not,  Mr.  Dealer,  let  us  send  you  a  sample  order,  when  you 
will  have  something  you  can  highly  recommend. 

Catalogue  and  Price  List  on  application. 

COLLERAN  SPRING  BED  COMPANY.  LIMITED 

45  TO  57  HAYTER  STREET.  TORONTO 

piiiiiiiiiiililililililiiiiiiiiiiiiiiiiiiiiiiiiiliiiiiiiliiiiiiiiiiiiiiiiiiH^ 

LOOK  FOR  THE  LABEL 

g  The  above  cut  is  a  facsimile  of  the  label  on  the  face  of  each  light  of  our  ^ 

I  COPPER  PLATED  MIRRORS  | 

g  The  dealer  who  insists  on  these  Mirror  Plates  in  his  furni-  g 

I  ture  has  a  positive  guarantee  against  re-silvering  troubles.  3 

=  Manufactured  by  M 

I  PHILLIPS  MANUFACTURING   CO.,  LIMITED  | 
i  258  to  326  CARLAW  AVENUE  TORONTO,  ONTARIO  | 

I  I 
iiiiiiiiiiiiiiiiiiiliiiiiiiiiiiiiiiliiiiiiiiiiiiiiiiiiiiiii^^ 
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Individuality 

The  Dealer  desiring  to  build  his  business  on  quality  and 
not  quantity,  to  make  customers  and  not  to  lose  them,  will 
fully  appreciate  the  individuality  of  Stratford  Chairs. 

Stratford  Chairs  are  made  as  chairs  should  be  made,  with 
the  idea  of  permanency.  They  are  profit  makers  to  the  dealer, 
give  permanent  satisfaction  to  the  customer,  and  sell  at  a 
moderal  e  price. 

The  simplicity  and  pleasing  designs  in  which  our  chairs 
are  made  give  them  beauty,  comfort  and  dignity,  that  perfectly 
harmonize  with  any  interior  surroundings.  You  want  to 
know  more  about  them.    Drop  us  a  card  and  let  us  tell  you. 

The  Stratford  Chair  Company 
Limited 

Stratford,  Ontario 

These  diners  shown 

here  are  real  good 
sellers  and  should  be 

on  your  floor. 

o 
o 
ol  
oooo 

No.  I65&-1 
o 
o  lo 

oooo 
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If  You  Want  Satisfied  Customers 

Recommend  the  Hygienic  Line  Mattresses 

THEY'RE 
GUARANTEED 

and  they  are 
the  kind  that 
carry  a  good 

margin  of  profit 

THE  PRICE  IS  LOAT 

BUT  THE  QUALITY  IS  HIGH 

Felt  Mattresses 

LEE-BURRELL, 

REX,  REGENT 
and 

INVICTUS 

at  four 

popular 

prices 
Place  a  trial  order  or  tend  for  further  particulars — write  to-day 

THE  STANDARD  BEDDING  COMPANY 

27-29  Davies  Avenue    'ta  orHbrr    Toronto,  Ontario 

A  Feature  of  the  Fischman  "Komfy^^  Mattress 

is  the  little  coil  springs  which  are  contained 
in  strong  cotton  pockets  (see  illustration) 
scientifically  arranged  in  rows,  each  row 

being  wrapped  in  finest  cotton  felt,  making 
it  impossible  for  the  springs  to  touch  one 
another  and  tear  the  pockets  by  friction,  and 

thereby  making  it  the  only  noiseless  spring 
mattress  built. 

There  are  840  springs  with  cotton  felt 
layers  on  top  and  bottom ;  each  spring  acts 

independently,  thus  allowing  the  mattress 
to  automatically  adapt  itself  to  the  contour 

of  the  body,  ensuring  the  utmost  in  comfort 
and  repose. 

This  mattress  has  been  subjected  to  the  severe  test  of  bearing  a  ton  weight  for  two  weeks,  leaving  it  absolutely  unaffected. 

Utterly  impossible  for  anything  but  the  tick  to  wear,  and  that  can  be  renewed,  making  the  mattress  a  new  one  again. 

What  better  proposition  could  you  offer  to  your  customers?    Link  up  with  the  "Uneeda"  Line  now.    Write  us  for  full information. 

UNEEDA  MATTRESS  COMPANY,  LIMITED 

18.  PINE  AVE.,  W.  MONTREAL,  P.Q. 

THtTlipoma  Pao  CO.,LmToaoifTD 

I 
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There  is  a  distinct  individuality 

about 

"Old  Hickory" 
Furniture 

for  Verandah  and  Garden  uses 

All  of  our  rustic  summer  houses,  lawn 
seats,  settees,  couch  swings,  etc.,  are 
constructed  from  young  sassafras 
poles,  with  the  bark  still  covering 
them,  giving  a  beautiful  rustic  effect. 

"Old  Hickory"  is  increasing  in  demand^ 

A  copy  of  our  new  catalogue  is  yours 
for  the  asking.  Get  it  now  and  order early. 

Imperial  Rattan  Co. 
Limited 

Stratford Ontario 

Mr.  Furniture  Dealer: 

Are  you  getting  and  reading  The  Canadian 

Furniture  World  and  Undertaker  regularly  ? 

If  not  send  $  1 .00  to  address  below,  and  the 

paper  will  come  to  you,  postpaid,  each  month. 

The  Commercial  Press,  Limited 

32  Colbome  St.,  Toronto 

oooo  oooo 
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CANADIAN  MERSEREAU  CO. 

lOCt 
«f  of  NAli 

LIMITED 

TORONTO  ONTARIO 

Triumph  in 

Stamped  Steel 

Efficiency 

Ten  to  twenty  pounds  lighter. 

Permanently  true  and  rigid. 

" UNBREAKABLE " 

Mersereau  Beds  with  steel 
construction  are  set  up  and 
taken  down  in  a  minute. 

Can  be  used  in  either  reg- 
ular or  reverse  positions. 

NO  HAMMERING 
Side  Rail  EnteriiK  Lock Side  Rtil  ia  ReinUr  PoiitiM Side  Rail  ia  RereiM  Peiitio* 

MERSEREAU  BEDS  OF  QUALITY 

They're  good,  steady 
sellers  and  will  reap  you 

good  profits. 

The  bed  illustrated  may 

be  had  in  any  of  the 
following  finishes : 

Satin,  Bright,  Polet,  or 
our  new  ribbon  effect. 

A  word  from  you  will 

bring  particulars  of  the 
complete  line. 

CANADIAN 

MERSEREAU 

COMPANY 
LIMITED 

81  Florence  Street 

TORONTO 
CANADA 
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The  MEAFORD  Line 

Claims  Attraction 

In  Birch  Lumber,  Mahogany,  Walnut,  Ivory 

or  White— this  fills  the  requirements  of  a 

good,  medium-priced  Bed  Room  Suite  felt 

by  every  dealer. 

The  Meaford  Line  com- 

prises most  attractive  Bed 

Room  Suites,  Dining  Room 

pieces,  odd  and  matched 

Den  and  Library  pieces, 

Centre  Tables,  Jardiniere 

Stands,  Medicine  Cabinets, 

MusicCabinets,HallRacks, 

Seats  and  Mirrors. 

If  our  traveller  is 
not  calling  regularly, 

write  us,  we  want 

every  account  looked 

after. 

The 

Meaford  Manufacturing  Company 
Limited 

Meaford,  -  Ontario 
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EASY  FOR  A  WOMAN  TO  MOVE  AROUND 

The  housewife  can  handle  this  mattress  with  ease.  It 
is  much  lighter  than  ordinary  mattresses  of  similar 
size.     It  is  filled  with 

KAPOK 

The  Queen  of  Bedding  Material 

Perhaps  you  don't  realize  the  diflPerence  between  Kapok 
and  other  mattress  fillers.     If  that  is  the  ease, 

Write  for  our  Booklet 

The  booklet  will  tell  you  all  about  the  distinctive  qualities  of  Kapok 
and  will  explain  just  how  it  is  superior  to  all  other  materials  in  all 
the  essentials  of  a  mattress  filler.  Purity,  Softness,  Lightness, 
Strength,  Elasticity  and  Durability. 

Write  for  the  booklet  to-dayi.    It  will  Put  jx>u  in  touch 
with  the  line  that  h  a  jure,  quick  'ellet,  with 

which  each  purchaser  remains completely  satisfied 

The  Canadian 

Feather  and  Mattress  Co.,  Limited 

Toronto  Canada 

The  National  Table  Company,  Limited 

The  Owen  Sound  Chair  Co.,  Limited 

The  North  American  Furniture  Co., 
Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 

20  Maud  Street TORONTO 
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THE  GOLD  MEDAL  LINE 

Davenports  and  Divanettes 

The  increasing  demand  for  Bed  Davenports  has  encouraged  us  to  present  these  two 
new  styles.  We  have  already  booked  orders  for  a  large  number  of  these,  and  have 
no  hesitation  in  recommending  them  for  a  staple  part  of  every  furniture  stock. 

No.  775 

Divanette  — closed 

No.  774 

Davenport- — open 

THE  GOLD  MEDAL  FURNITURE  MFG.  COMPANY 
Limited 

TORONTO  MONTREAL  WINNIPEG  UXBRIDGE 

Head  Office :    Van  Horne  St.,  Toronto 
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Toronto 

Furniture 

Company 

Limited 
Toronto, 

Canada 

Popular  Priced 

High  Grade 

Correct  Period 

Furniture 

Dining  Room 

and  Bed  Room 

[How  Many  Hide*  ' 

dBRIKOL 
RCC.U.  S.PAT.  OFF, CRAFTSMAN 

QUALITY 

to? 

51 

FOR  UPHOLSTERY 

PREVALENT  conditions  in  the  leather markets  make  to-day  the  opportune 
time  for  adopting  CRAFTSMAN 
QUALITY  FABRIKOID.  Such 

adoption  assures  an  ample  supply  of  covering 
material  of  uniform  quality.  Adopting 
CRAFTSMAN  QUALITY  FABRIKOID 
is  not  an  experimental  procedure.  Thousaods 
of  yards  are  now  on  many  well-known  up- 

holsterers' divans,  couches,  library  and  theatre chairs.  CRAFTSMAN  QUALITY  FAB- 
RIKOID  is  distinctive  in  appearance,  impres- 

sive to  the  customer,  and  is  superior  in  service  to 
much  of  the  so-called  leather  available  to-day. 
Upholsterers  who  have  adopted  CRAFTS- 

MAN QUALITY  FABRIKOID  are  in. 
creasing  their  orders  and  using  it  to  displace 
the  costlier  but  poorer  quality  of  leather. 
ASK  FOR  SAMPLES  OF  CRAFTSMAN 
QUALITY  FABRIKOID.  WRITE  TO-DAY 

Du  Pont  Fabrikoid  Co. 
Wilmington,  DeL 
Toronto,  Ont. 

FACTORIES : Fairfield,  Conn. 
Newburgh.  N.Y. Toronto,  Ont. 

II 

Upholstered  Living  Room 

Furniture 

This  piece  is  our  No.  2004  up- 
holstered arm  chair,  with  tapestry 

over  spring  seat,  and  made  in  quar- 
tered oak,  with  rocker  to  match. 

With  this  line  on  your  floor,  it  will 

help  greatly  in  handling  the  medium 

and  better  class  of  trade,  and  profitably 

add  very  materially  to  your  business. 

IV rite  for  copy  of  our  catalogue 
and  prices 

THE  NORTH  AMERICAN  BENT  CHAIR  CO. 
LIMITED 

OWEN  SOUND.  ONTARIO 
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Remember 

our  Permanent 

Wholesale 

Showrooms  at 

136-140 

King  St.  East, 

Toronto 

are  open  all  the 

year  around  and 

afford  the  dealer 

with  a  prospective 

customer  every 

opportunity  to 
make  a  sale. 

When  in  Toronto 

make  our  Show- 

rooms your  head- 

quarters. 

Suites  of  Real  Character 

for  the  Dining  Room 

Jlbout  the  most  marked  tendency  toda\}  is  the 

growing  response  to  good  design — a  fact  that 
makes  it  doubly  imperative  that  you  should 
keep  a  representative  selection  ofC.F.M.  new 
Queen  Anne  Designs  always  on  your 

floor. 

The  C.  F.  M.  line  is  reliable,  handsome  and 

different  in  design — although  thoroughly  au- 
thentic, of  excellent  workmanship  and  superb 

finish,  so  that  from  every  viewpoint  our  pro- 

ducts create  a  customer's  desire  and  you  make 
a  sale.  Link  up  with  this  line  now  and  have 
us  send  you  prices. 

No.  9740— Buffet 

Panada  Purniture^anufacturers 
FACTORIES:         ■    /       i#  \t^#  »■   wi  \i  1 1  i  w  i  m- ■  y  ■#«  i  wi »  »w  %w  FACTORIES 

WOODSTOCK  ■  Limited  v/lNGHAM 
KITCHENER  WALKERTON 
WATERLOO  GENERAL  OFFICES  :   WOODSTOCK,  ONT.  WIARTON SEAFORTH 

WHOLESALE  SHOWROOMS :  TORONTO  WINNIPEG 
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Mr.  Dealer : 

A  Weis-Knechtel  Filing  Cabinet  or  Desk  will  keep 

your  business  records  in  order  and  instantly  available. 

Compaxtment  L,  Letter  Size 

Contains  three  Legal  Blank  or  Electro- 
type Drawers.  Inside  dimensions  1%  in. 

high,  11  in.  wide,  22  in.  deep,  with  re- 
movable partition. 

Drawer  C.  Letter  Size 

For  3x5  cards.  Two  compartments. 
Total  capacity  over  4,500  cards.  Equip- ped with  Steel  Follow  Blocks. 

Drawer  D,  Letter  Size 

For  4x6  cards.  Two  compartments. 
Total  capacity  over  4,500  cards.  Equip- ped with  Steel  Follow  Blocks. 

Drawer  E,  Letter  Size 

For  Cancelled  Checks.  Inside  dimensions 
4%  in.  high,  9Vs  in.  wide,  22%  in. 
deep.  Steel  Follow  Block  and  Remov- able Rod. 

Drawer  B,  Letter  Size 
Two  Compartment  Document  or  Voucher 
File.  Inside  each  compartment  10  in. 
high,  5%  in.  wide,  22%  '  in.  deep. Equipped  with  Follow  Blocks. 

Drawer  A,  Letter  Size 

Capacity  5,000  letters.  Inside  dimen- sions, 10  in.  high,  12%  in.  wide,  22%  in. 
deep.    Equipped  with  Follow  Block. 

Locating  instantly  "tbat  invoice "  or  "letter"  is  one  of  the  many  useful  things  that  a 
W-K  cabinet  will  do.  Also,  it  will  take  eare  of  a  niailiag  list  or  your  ledger  accounts  just  as 
carefully  and  easily. 

Get  a  W-K  filing  cabinet,  so  that  you  can  look  up  in  a  moment  the  invoice  or  correspond- 
ence concerning  any  piece  of  furniture  in  your  store.  So  that  any  sale,  no  matter  how  far 

back,  may  be  referred  to  at  a  moment's  notice. 
Send  for  our  booklet  "Filing  Suggestions,"  and  let  it  tell  you  how  to  instal  a  proper  filing 

system,  that  will  systematize  and  regulate  your  business. 

THE  KNECHTEL  FURNITURE  CO 
LIMITED 

HANOVER  ONTARIO 
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Make  the  Most  of  February  Furniture  Sale 

A  good  opportunity  for  maintainmg  sales  figures 
and  for  clearing  the  decks  for  spring  business. 

By  Wm.  J.  BRYANS 

EVERY  furniture  man  should  make  the  most  of  his 
opportunities  during  February,  by  maintaining 
aggressivenes.s  in  going  after  sales  during  this 

month.  At  one  time  February  was  looked  forward  to 
as  a  quiet  period  by  the  majority  of  merchants,  and 
the  consequent  listlessness  that  took  place,  really  make 
it  a  dull  month  for  business. 

How  February  Sales  Developed 

Such  an  attitude  on  the  part  of  the  dealer  was  ex- 
tremely bad  business,  for  to  expect  trade  quietness  is 

to  invite  it.  However,  it  was  realized  by  the  more 
aggressive  of  dealers  that  the  only  way  to  combat  this 
tendency  to  quietude  was  to  maintain  selling  effort, 
going  after  business 
strongly  by  both 
window  and  adver- 

tising. In  this  way 
developed  the  Febru- 

ary Furniture  Sales  ' that  have  made  the 
second  month  of  the 
year  a  good  one  in 
point  of  sales  for 
many  stores,  in  addi- 

tion to  presenting  an 
opport  unity  for 
clearing  the  decks  in 
readiness  for  spring 
business. 

Advertising  is  Fire 
Under  Business 

Boiler 

It  behooves  every 
dealer  to  keep  a  full 
head  of  steam  in  the 
business  machine 
during  February,  and 
one  of  the  best  means 

at  haiid  for  produc- 
ing steam  is  the  lib- 
eral use  of  advertis- 

ing space,  for  adver- 
tising can  rightly  be 

described  as  th('  fire 
on  the  bu.siness boiler. A  sample  furniture  ad.  from  Kcg^ina  tliat  will  oHer  siiggpstione. 

It  costs  money  to  keep  this  fire  burning,  it  is  true,  but 
the  experiences  of  readers  of  The  Furniture  World  has 
been  that  the  expenditure  of  money  for  this  purpose  is 

a  good  investment. 

A  Sample  Ad. 

It  is  advisable  to  use  as  big  space  as  possible  to  give 
publicity  to  the  February  Furniture  Sale — space  that 
will  impress  on  readers  that  the  sale  is  something  spe- 

cial—and space  that  will  allow  treatment  of  offerings 
in  a  proper  manner.  We  reproduce  a  February  Sale 
ad.  used  by  R.  H.  Williams  &  Sons,  Limited,  of  Regina, 
Sask.,  that  will  offer  some  suggestions  to  readers  for 
the  preparation  of  their  ads.    The  layout  of  this  ad. 

is  very  good  as  is 
also  the  treatment  of 
the  various  lines.  The 
ad.  might  have  been 
improved  by  more 
descriptive  matter 
for  some  of  the  lines 
and  the  use  of  a  few 

appropriate  cuts. 
Feature  One  Line 

Specially 

A  plan  that  we 
would  suggest  for 
readers  for  the  Feb- 

ruary Furniture  Sale 
is  to  feature  one  line 
especially,  during  the 
month.  Take  beds 

and  bedding,  for  in- 
stance, and  make  a 

big  drive  on  this 
line,  impressing  cus- tomers with  the 
that  you  are 
cializing  on  it. 
such  featuring  might 

be  done  during  one 
week  of  the  month 

only,  attention  being 

given  to  this  particu- lar line  in  display 

and  advertising. 

fact 

spe- 

Or 



16 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER February,  1917 

Practical  Methods  Used  by  Other  Furniture  Dealers 

Ideas  and  plans  that  other  Canadian  furniture 
men  have  found  useful  in  promoting  trade. 

By  A  STAFF  EDITOR 

IX  conducting  their  February  Furniture  Sale,  R.  H. 
Williams  &  Sons,  Limited,  of  Regina,  Sask.,  held 

an  "Inspection  Day,"  on  the  day  before  the  sale 
opened,  during  which  the  public  were  invited  to  in- 

spect the  goods  on  display,  but  not  to  purchase.  The 
idea  was  to  impress  on  the  people  that  they  were  under 
no  obligation  whatever  to  buy — that  they  were  invited 
to  merely  come  in  and  look  around.  Naturally,  many 
people  who  did  this  would  see  lines  they  would  like. 
They  could  not  buy  them  that  day,  however — they  had 
to  Avait  until  the  sale  opened  next  day. 

USE  THE  PILLARS  FOR  DISPLAY 

Zoelliner  &  Son,  who  have  a  large  store  at  Prince 
Albert,  Sask.,  make  use  of  the  pillars  on  the  second 
floor  hy  having  rods  running  out  from  them,  on  which 
curtains  are  displayed. 

Dealers  should  make  use  of  all  possible  methods  of 
this  kind  to  utilize  waste  space  and  also  show  goods  to 
advantage.  For  instance,  a  ba-re  wall  can  be  used  by 
a  large  show  card  directing  attention  to  the  store's 
policy  or  special  offerings,  or  if  the  dealer  has  not  a 
picture  department  he  might  put  in  this  line  and  show 
samples  on  such  an  open  wall. 

GOOD  V/INDOW  FEATURE  USED  BY  TORONTO 
FURNITURE  STORE 

A  centra]  feature  that  has  been  found  valuable  in 
attracting  the  atteiilion  of  those  passing  the  store,  by 
the  Adams  Furniture  Company,  of  Toronto,  is  that 

wherein  people  are  advocated,  "Not  to  blow  their 
money  away." 

The  idea  has  been  used  by  them  before  and  was  such 
an  attraction  that  they  tried  it  again  just  previous  to 
Xmas.     Other  dealers  should  find  it  worth  trying. 

Dollar  l)ills  are  attached  to  a  holder  by  strings,  and 
a  strong  breeze  from  an  electric  fan  keeps  them  in  mo- 

tion, as  if  they  were  blowing  away.  The  show  card 
reads  somethitig  along  this  line: 

WE'RE  NOT  BLOWING  OUR  MONEY  AWAY 
—NEITHER  SHOULD  YOU. 

It  then  goes  on  to  point  out  the  offerings  of  the  store 
at  reasonable  prices.  Many  coins  are  generally  scat- 

tered over  the  window  floor. 

store,  one  of  the  difficulties  has  been  to  get  people  in 
the  habit  of  visiting  it  as  they  do  other  parts  of  the 
store.  By  placing  the  toj^s  there  it  brought  parents 
there  with  their  children. 

That  children  are  a  big  factor  in  linking  parents  to 
tlie  store  is  recognized  by  H.  F.  G.  Dreyer.  who  was  in 
the  furniture  and  hardware  business  at  Blind  River. 
Out.,  until  his  store  was  destroyed  by  fire  last  year.  He 
has  since  bought  out  a  business  in  Havelock,  and  in 

order  to  bring  people  to  the  store  so  as  to  get  ac- 
quainted with  them,  he  held  a  big  reception  day  for 

children,  on  which  every  child  visiting  the  store  wa^ 
given  some  small  present.  This  was  well  advertised 
and  there  was  a  big  attendance  on  that  day,  and 
naturally  many  parents  accompanied  the  children. 

HOW  FIREPLACE  WAS  ARRANGED  IN  LIVING 
ROOM  FURNITURE  DISPLAY 

A  Montreal  furniture  house  in  showing  living  room 
furniture,  in  order  to  make  the  setting  as  appropriate 
and  attractive  as  possible,  arranged  a  model  room  with 
a  fireplace  in  one  corner.  To  get  effect  of  a  burning 
fire,  the  grate  was  raised  about  three  inches  to  allow 
room  for  an  electric  fan  which  was  placed  flat  on  the 
floor,  then  two  lamps  were  placed  inside  the  grate  and 
just  above  this  Avere  fastened  several  strips  of  red  crepe 
paper.  The  fan  kept  these  strips  moving.  Large 
pieces  of  ccal  were  placed  around  the  inside  in  order 
to  conceal  the  lamps,  and  only  the  rays  of  light  showed 
up  through  the  red  paper. 

The  idea  is  one  that  could  be  used  to  advantage  by 
other  dealers. 

GETTING  ACQUAINTED 
WITH  PARENTS 

THROUGH  CHILDREN 

During  the  Christmas  sell- 
ing season,  the  first  floor  and 

basement  of  the  furniture 
building  of  the  T.  Eaton 
Company,  of  Toronto,  was 
used  by  that  firm  for  their 
Toyland.  One  of  the  reasons 
that  prompted  them  to  make 
use  of  the  building  for  this 

purpose  was  to  get  the  pub- 
lic familiar  Math  it.  As  it  is 

separate    from    the  main 

CASHING  IN  ON  EVENTS  OF  INTEREST 

Dealers  should  take  full  advantage  of  items  of  local 
or  national  interest  to  promote  sales.  For  instance, 
when  the  writer  was  in  Ottawa  a  couple  of  months  ago, 

a  Better  Babies  Week  was  being  held,  and  as  mothei*s 
were  all  deeply  interested  in  the  topics  being  discussed, 

a  local  store  took  advantage  of  that  interest  by  featur- 
ing baby  carriages,  cradles  and  other  baby  necessities 

carried  in  stock. 

Valentine  Day  is  not  far  off.  Why  not  take  ad- 
vantage of  this  special  occasion  of  interest  to  show 

baby  needs  in  one  of  your 
show  windows,  with  a  card 

reading,  "Make  Your  Baby 
Your  Valentine.  Here  are 

same  Valentine  Gifts  for  it." 

Method  used  by  A.  G.  Washington,  of  Swift  Current,  Sask.,  to 
display  rugs  effectively. 

ADS.  ARE  SHOWN  IN 
THE  STORE 

A  Winnipeg  dealer  clips 

copies  of  his  advertisements 
in  the  local  paper  and  inserts 

them  in  glass-front  frame*, 
which  are  placed  about  the 
store  where  customers  will 
see  them. 
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Splendid  Furniture  Showings  at  January  Exhibitions 

Samples  of  fumiime  on  display  were  of  a  very  fine  order — Many 
strictly  new  lines  were  shown — Period  styles  continue  very  prominent. 

THE  Canadian  Furniture  Shows  of  1917,  were  of  a 
fairly  good  order  considering  the  conditions 
under  which  manufacturers  are  operating  at 

the  present  time.  Maoy  of  the  manufacturers  made 
showings  of  a  fine  order  and  a  feature  was  the  number 
of  strictly  ne^v  lines  that  were  on  display,  indicating 
the  development  that  is  taking  place  in  furniture 
manufacturing  in  Canada.  The  attendance  Avas  not 
up  to  the  high  standards  attained  in  some  of  the  years 
gone  by,  but  both  buyers  and  manufacturers  were  ap- 

parently satisfied  with  the  results  fi-om  their  respective 
standpoints. 

Canadian  Industry  Steadily  Advancing 

That  the  Canadian  furniture  industry  is  steadily 
advancing  was  shoAvn  by  a  close  study  of  exhibits  in 
comparison  with  past  showings,  while  it  was  evident 
that  a  high  quality  of  furniture  is  gradually  being 
demanded.  Period  designs  continue  to  be  very  strong 
and  figure  prominently  in  the  samples  of  practically 
every  manufacturer.  The  showing  of  novelty  lines 
was  very  good  this  year,  too. 

It  is  to  be  regretted  that  a  larger  number  of  the 

smaller  dealers  do  not  attend  the  furniture  exhibitions 
in  larger  numbers  than  they  do.  Some  of  them  seem 
to  think  that  furniture  exhibitions  are  for  the  special 
benefit  of  the  larger  dealers.  Never  were  they  farther astray. 

As  far  as  placing  orders  is  concerned  it  is  natural 
that  mere  should  be  expected  from  the  larger  than 
from  the  smaller  dealers.  But  it  should  be  remembered 

that  the  first  and  foremost  object  in  holding  an  exhi- 
bition is  not  the  immediate  orders  that  result  there- 

from. The  first  and  foremost  object  is  to  give  retailers 
an  object  lesson  in  regard  to  the  latest  creations  in 
styles  and  designs  of  furniture.  This  lesson  is  just  as 
much  for  the  small  dealer  as  it  is  for  the  large  one. 

That  orders  will  follow  is  naturally  the  expectation 
of  exhibitors.  If  there  was  not  this  expectation  there 
woiild,  of  course,  be  no  exhibition.  Consequently 
dealers  are  welcomed  by  exhibitors  whether  they  place 
orders  or  not. 

Dealers  should  bear  in  mind  that  furniture  exhibi- 
tions afford  an  opportunity  of  studying  designs  and 

styles  such  as  could  scarcely  be  obtained  in  any  other way. 

Some  Splendid  Exhibits  at  Stratford 

STRATFORD  was  again  to  the  front  this  year  in  its 
excellent  showing  of  furniture,  made  during  its 
annual  exhibition  from  January  10  to  20.  As 

last  year  the  exhibits  were  made  by  each  company 
in  their  own  factories.  A  new  convenience  to  visitors 

in  getting  about  to  see  the  various  exhibits  was  pro- 
vided by  the  exhibitors  in  the  shape  of  a  closed  cab. 

which  was  at  the  disposal  of  retailers  for  carrying  them 
from  factory  to  factory.  This  conveyance  also  met 
visitors  at  the  stations  on  their  arrival. 

A  feature  of  the  Stratford  exhibits  were  the  number 
of  strictly  new  lines  shown,  indicating  the  advance  that 
has  been  made  by  the  furniture  manufacturers  of  this 
centre  during  the  past  twelve  months. 

George  McLagan  Furniture  Company — The  display 
of  this  company  occupied  the  whole  of  the  fourth  floor 
of  their  factory,  where  they  made  an  elaborate  display 
of  exclusively  new  goods.  Jacobean  dining  room  fur- 

niture, which  has  attracted  much  attention  in  the  past, 
has  been  followed  up  by  some  attractive  samples  of 
William  and  Mary,  Queen  Anne  and  Adams  designs. 
These  come  in  a  variety  of  woods,  but  walnut  has  been 
given  a  good  deal  of  prominence.  This  company 
showed  new  period  designs  not  only  in  dining  suites, 
but  also  in  tables,  buffets,  china  cabinets,  dinner 

wagons,  etc.  In  library  furniture  this  company  dis- 
played a  big  variety  of  samples,  including  all  styles, 

designs  and  finishes.  Showing  comprised  reading 
tables  and  sectional  bookcases,  pedestals,  lamp  stands, 
racks  and  writing  tables. 

The  exhibit  of  this  firm  included  a  handsome  line  of 
hall  furniture.     While  in  parlor  stuff  they  showed  a 

wide  range  of  tables  in  mahogany  and  oak,  for  all 
needs  and  at  all  prices. 

Bedroom  suites  were  shown  principally  of  mahogany 
and  walnut,  in  Adams,  Queen  Anne,  and  William  and 
Mary  designs.  The  exhibit  also  included  a  new  com- 

plete set  of  dining  room  furniture  made  in  mahogany. 
Diningroom  goods  were  also  shown  in  walnut,  of 
colonial  design.  The  whole  exhibit  was  a  most  elabor- 

ate and  striking  one,  and  received  a  good  deal  of  com- 
ment f!'oiii  visiting  buyers. 

The  Farquharson-Gifford  Company— Tliis  company 
made  a  very  fine  showing  in  their  factory  show  rooms 
of  their  Chesterfields,  davenports,  divanettes,  easy 
chairs,  rockers  and  couches.  These  were  all  shown  in 

a  large  variety  of  designs  and  styles,  with  both  tapestry 
and  leather  coverings.  Living-room  upholstered  furni- 

ture was  one  of  the  prominent  lines  shown,  and  in  both 
suites  and  individual  items  the  articles  shown  were  of 
very  high  quality. 

The  11.  E.  Furniture  Company,  of  Milverton.  Tins 
company  had  a  very  tasty  showing  of  their  goods  in 

the  Far((uharson-Giff'ord  Building.  One  of  the  features 
was  a  new  style  kitchen  cabinet  in  a  new  steel  gray 
finish,  with  the  various  other  features  of  value  to  the 
housewife,  that  have  made  their  kitchen  cabinets  a 
good  selling  line.  A  feature  of  their  new  cabinet  is  a 
[>orcelain  top  which  can  be  pulled  out,  which  gives 
an  extension  to  the  Avorking  surface.  In  addition  to 
their  kitchen  cabinets  this  company  displayed  fancy 
utility  boxes,  etc. 

Imperial  Rattan  Company — This  company  displayed 
their  new  atti'active  line  of  hickory  furniture  to  good 
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effect.  One  of  the  outstanding  features  that  attracted 
much  attention  was  a  new  bedroom  suite  made  in  rat- 

tan. Electric  lamps  extensively  used  gave  a  flood  of 
light  over  the  entire  floor  while  the  pillars  were  de- 

corated Avith  artificial  flowers  on  lattice  work,  giving 
a  very  artistic  setting  to  the  whole  display.  Staple 
lines  were  shown  including  lamp  stands,  work  stands, 
tables,  chaivs.  rockers,  etc.  These  were  shown  in  wil- 

low, reed  and  wicker.  A  good  display  of  livingroom 
chairs  and  rockers  was  also  shown. 

This  companj^  in  addition  to  conducting  one  of  the 
most  attractive  displays  in  the  city,  gave  a  luncheon 
to  the  furniture  visitors  every  day  diiring  the  exhibition 
a  feature  that  was  A^ery  much  appreciated  by  visiting 
retailers. 

The  Stratford  Manufacturing  Company — Another 
good  display  in  the  Imperial  Rattan  Building  Avas  that 
made  by  the  Stratford  Manufacturing  Company.  They 
showed  lawn  sAvings,  cauA^as  camp  stools  and  canvas 
back  ehaii-.s,  folding  canvas  cots  and  reclining  chairs. 
These  are  all  l)ig  selling  lines  during  the  spring  and 
summer  and  as  this  trade  is  increasing  from  year  to 
year  retailers  shoAved  a  great  deal  of  interest  in  this 
display.  Slat  lawn  and  park  seats  are  a  big  line  with 
this  company. 

The  Stratford  Chair  Company — This  company  had  a 

very  fine  shoAving  of  their  lines  in  their  own  factory. 
They  are  going  after  bedroom  .suites  strong,  and 
showed  some  very  attractive  neAV  lines  in  white,  gum 
and  mahogany.  Some  very  attractive  lines  in  bed- 

room furniture  are  being  shown  by  this  com()any,  as 

Avell  as  dining  room  suites  in  "William  and  Mary,  and 
Oueen  Anne  designs.  They  also  shoAved  an  extensive 
range  of  diners,  rockers  and  livingroom  chairs. 

C.  P.  Gelinas,  of  Three  Rivers,  Quebec,  had  a  display 
in  the  Imperial  Rattan  Building  of  their  Jumbo  rockers 
and  heavy  verandah  furniture. 

Stratford  Bed  Company  occupied  space  with  the 
Stratford  Chair  Co.,  and  displayed  samples  of  their 
latest  designs,  both  in  satin  and  polet  finishes. 

Kindel  Bed  Company — The  line  that  was  played  up 
strongly  by  this  company  this  year,  was  their  neAv 
Kroehler  kodav  —  the  one  that  has  the  largest  mat- 

tress of  any  bed  on  the  market.  This  feature  was  made 
a  strong  point  of.  The  Kroehler  kodav  is  also  very 
easy  to  open  up,  so  much  so  that  it  can  almost  be 
described  as  automatic. 

Their  ncAV  suites  were  also  shown,  comprising  the 
bed  with  chairs  and  rockers  to  match.  These  are 
taking  well,  and  are,  like  their  other  lines,  built  Avith 
beauty  and  comfort  in  mind.  A  full  line  of  couches 
and  easy  chairs  Avere  also  displayed. 

What  the  Kitchener  Factories  Showed 

ABOUT  the  same  number  of  factories  as  last  year 
had  exhibits  at  Kitchener.  Four  firms  made 
showings  of  their  goods  at  the  Queen  Street 

Auditorium,  while  some  of  the  other  firms  had  displays 
at  doAvntoAvn  points.  Period  furniture  was  much  in 
evidence  again  this  year,  and  some  attractive  samples 
were  shoAAm  by  Kitchener  manufacturers. 

Baetz  Bros.  &  Co, — One  of  the  outstanding  displays 
in  Kitchener  Avas  made  by  Baetz  Bros.  &  Co.,  including 
complete  living  room  and  hall  furniture  suites  with  at- 

tractions such  as  grandfather  clocks,  in  Jacobean  and 
William  and  Mary  designs,  pedestals,  tea  Avagons,  etc. 

One  line  that  they  are  making  quite  a  feature  of  is 
table  desks,  in  William  and  Mary,  and  also  Jacobean. 
The  top  of  the  table  lifted,  reveals  a  handy  desk,  all 
ready  for  use,  and  without  danger  of  disarrangement 
of  contents,  the  coA^er  can  be  dropped  back,  giving  a 
library  tablo.  The  display  was  illuminated  Avith  their 
line  of  fancy  lamps,  giving  a  very  attractive  appear- 
ance. 

In  bedroom,  fnrniture,  an  attractive  ncAv  suite  was 

shown  in  Chinese  chippendale,  while  another  outstand- 
ing line  Avas  a  Louis  XVI,  in  ivory  finish. 

Worthy  of  comment  in  dining  room  furniture,  Avas  a 
William  and  Mary,  in  Avalnut,  and  an  Adams  design  in 
mahogany,  as  well  as  one  in  Jacobean.  Dining  room 

furniture  in  the  \'arious  periods  was  shoAAm  in  oak, 
mahogany,  Circassian  and  walnut. 
The  Lippert  Furniture  Co. — This  company  made 

quite  an  extensive  display  of  den  furniture,  living  room 
furniture,  diners,  fancy  odd  chairs,  automatic  reclin- 

ing chairs,  bedroom  chairs  and  rockers,  at  111  King 
St.,  Kitchener. 

Their  shoAving  of  parlor  furniture  was  a  splendid 
one.  A  feature  Avas  made  of  Jacobean  in  medium  oak, 
walnut,  fninod  and  polished. 

Geo.  J.  Lippert  Table  Co. — The  display  of  this  com- 

pany included  dining  room  tables,  library  tables,  table 
lamps,  pedestals  and  candlesticks.  Library  suites  Aver» 
shown  in  Jacobean  and  William  and  Mary.  One  out- 

standing suite  Avas  in  Belgian  grey,  made  in  oak,  of 
Chinese  chippendale  design. 

H.  Krug-  Furniture  Company — This  firm  had  a  good 
showing  of  their  lines  in  their  permanent  showrooms, 
including  den  and  fancy  furniture,  and  draAving  room 
and  hall  furniture.  Just  now  they  are  particularly 
strong  in  hall  and  fancy  parlor  tables,  while  they  have 
a  good  line  of  period  stuff.  One  splendid  dining  room 
suite  in  Louis  XVI,  Avas  shoAvn. 

The  D.  Hibner  Furniture  Co. — New  lines  shoAvn  by 
this  firm  included  dining  room  suites  in  William  and 
Mary,  shown  in  Circassian,  walnut  and  oak.  Another 
feature  Avas  a  new  dining  room  suite  in  Sheridan  de- 

sign. Their  main  line  of  sectional  bookcases  Avas  also  very 
much  in  evidence  in  mahogany,  as  well  as  ncAv  parlor 
and  library  tables  in  Jacobean  design.  They  also 
shoAved  card  tables,  hall  seats  and  mirrors,  living  room 
furniture  and  couches. 

J.  Kreiner  &  Son — Ncav  showings  of  this  company 
included  secretaries  and  parlor  tables  in  William  and 
Mary,  and  Queen  Anne  designs. 

They  also  shoAved  a  good  line  of  bookcases,  card 
tables  and  den  furniture  that  Avas  well  worthy  of  in- 

spection. 
The  following  firms  had  displays  of  their  goods  in 

the  Queen  Street  Auditorium,  at  Kitchener: 
Berlin  Office  and  Fixture  Company — This  company 

had  a  number  of  new  showings  of  tables  and  desks  in 
Jacobean,  and  William  and  Mary,  as  Avell  as  a  display 
of  their  new  line  of  bedroom  suites  in  Queen  Anne  and 

Adams  designs.  These  latter  were  shoAvn  in  both  wal- 
nut and  mahogany. 

Berlin  Table  Company — ^A  very  attractive  shoAAdng 
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was  made  by  this  firm  of  their  new  high  grade  dining 
room  suites  in  William  and  Mary  and  Queen  Anne  de- 

signs.    Some  very  attractive  samples  were  shown. 

Lloj'd  Mfg.  Co. — A  good  assortment  of  I^loyd's 
Princess  baby  carriages,  as  well  as  sulkies,  were  shown 

by  this  company,  their  slogan  of,  "Fit  for  the  Child  of  a 
King,"  being  emphasized.  They  showed  a  combina- 

tion sleigh  and  carriage  that  attracted  attention. 

Geo.  H.  Hackborn  Furniture  Company — Their  full 
line  of  living  room  furniture,  parlor  suites,  couches, 
easj'  chairs  and  fancy  rockers  were  shown  by  this  com- 
l^any  in  a  variety  of  designs  and  finishes. 

Do  Luxe  Upholstering  Company — This  firm  had  a  dis- 
play at  117  King  St.,  where  they  showed  their  Chester- 

ti(>lds,  arm  and  easy  chairs. 

Wiinder  Furnitiire  Company — Dining  room  chairs 
in  various  designs  and  at  a  good  range  of  prices  are 
being  strongly  pushed  hy  this  company  as  well  as  hall 
furniture  and  parlor  suites.     Some  new  designs  were 

shown  in  hall  chairs,  hall  seats,  racks  and  mirrors,  while 
upholstered  dining  room  chairs  were  much  in  evidence. 

Writing  desks  and  cliairs  to  match,  in  all  periods,  as 
well  as  parlor  suites  in  Jacobean  and  William  and  Mary 
were  included. 

Mandel  Maiiufacturing  Co. — A  good  display  of  Man- 
del  Phonographs  was  made  at  Kitchener,  by  J.  A.  Mc- 

Laughlin, the  Canadian  representative  for  this  line, 
who  pointed  out  to  the  visiting  furniture  men,  the  ad- 

vantageous features  of  the  Mandel.  Strong  emphasis 
is  placed  on  the  motor,  which  is  a  wonderful  worm- 
driven  double-spring  power  plant,  made  of  the  finest 
grade  selected  steel  and  brass,  located  between  the 
motor  board  and  sound  chamber,  where  no  dust  can 
reach  any  of  its  parts  to  cause  wear  and  interfere  with 
its  quiet  operation.  The  combination  reproducer  and 
scientifically  constructed  tone  arm,  are  also  outstand- 

ing features  of  this  machine. 
A  display  of  this  line  was  also  made  at  the  Prince 

George  Hotel,  Toronto,  during  the  week  of  Jan.  22. 

Exhibits  at  Three  Waterloo  Factories 

WELL  arranged  exhibits  were  made  again  this 

year  by  three  Waterloo  factories,  and  a  num- 
ber of  new  and  attractive  lines  were  present- 

ed to  visitors. 

Waterloo  Furniture  Co. — This  company  showed  a 
new  and  attractive  living  room  suite  in  Queen  Anne  de- 

sign with  cane  trimmings  as  well  as  semi-upholstered 
living  room  pieces  in  William  and  Mary,  made  in  solid 
walnut.  A  very  classy  sample  of  living  room  pieces 
in  walnut  were  shown  in  Louis  XVI. 

Other  features  of  their  exhibit  were  new  drawing 
room  pieces  in  all  periods:  living  room  oak  suites: 

ovei'stuli'ed  living  rooiu  furniture  and  odd  chairs  and rockers. 

They  also  showed  four  new  lines  of  diners  in  mahog- 
any and  walnut,  running  to  different  periods  in  design. 

Parlor  suites  in  mahogany  were  also  included  in  the 
display. 

Woeller  Bolduc  Co, — This  firm  is  making  a  strong 
bid  for  the  Jiving  room  furniture  trade,  as  was 
evidenced  by  their  .showing  of  this  line.  They  are 
particularly  strong  in  the  stuffed  all-over  class.  Their 
Chesterfields,  rockers  and  arm  chairs  were  admired  by 

all  M'ho  saw  them  liecause  of  their  splendid  appearance 
and  comfortableness. 

Their  display  ijicluded  a  showing  of  library  tables 
and  den  suites. 

Snyder  Brothers — A  large  and  varied  showing  of 

upholstered  goods  was  made  by  this  firm  and  the  dis- 
play was  altogether  a  very  attractive  one.  Their 

showi'oom  walls  were  draped  artistically  with  various 
tapestries  to  harmonize  with  the  goods  being  shown, 
while  the  display  was  further  improved  by  the  use  of 

silk  shade  lamps,  which  are  also  manufactured  by  this 
firm. 

They  shov/ed  a  new  five-piece  parlor  suite  in  colonial 
design,  that  was  very  attractive,  while  a  new  suite  of 
verandah  furniture  is  also  worthy  of  note. 

In  addition  they  had  a  number  of  new  samples  of 
Avriting  desks  and  tables  in  solid  mahogany  in  both 
Queen  Anne  and  William  and  Mary  design,  as  well  as 
a  good  range  of  typewriter,  flat  top  and  roll  top  desks. 

EXHIBITION  AT  HESPELER 

The  Hespeler  Furniture  Company,  of  Hespeler,  Out., 

made  a  splendid  showing  of  their  high-grade  furniture 
in  their  permanent  showrooms.  Most  conspicuous 
were  their  new  bedroom  suites  in  hand  painted  mahog- 

any and  ivcr3^  and  their  copper  shaded  walnut  suites. 
Thej-  also  showed  some  high,  light  designs  in  walnut 
and  mahogany.  There  was  a  breakfast  suite  in 
French  grey  enamel,  and  some  attractive  dining  room 
suites  in  Quef  li  Anne,  William  and  Mary  and  Chinese 
Chippendale  designs  in  walnut  and  mahoganjr.  A  fine 
showing  of  square  and  oval  dining  room  tables  was  in evidence. 

CANADA  FURNITURE  MANUFACTURERS 
EXHIBITED  AT  TORONTO 

Canada  Furniture  Manufacturers,  of  Woodstock, 

''^nt.,  made  a  splendid  showing  during  Jaiuiary,  at  their 
l^ermanent  showrooms  at  l.'^6-140  King  St.  E.,  Toronto. 
Their  exhibit  included  some  new  high  grade  suites  in 

Queen  Anne  design,  made  in  walnut  and  a  good  show- 
ing of  Louis  XVI  designs  in  bedroom,  dining  room  and 

living  room  furniture. 
Living  room  furniture  was  very  extensively  shown 

in  mahogany,  as  were  also  library  tables,  while  there 

were  some  fine  showings  ol'  dining  room  furniture  in 
walnut.  They  also  featured  hall  furniture  and  reed 

goods. One  new  and  exclusive  library  suite  shown,  attract"d 
a  good  deal  of  attention.  It  was  made  in  reed  with  up- 

holstered sweats  and  backs.  Tlie  suite  which  consisted 

ol;  ten  pieces,  was  i)i  Avhite  ivory. 

CONVENTION  OF  ONTARIO  FURNITURE 
DEALERS 

THE  Ontario  Branch  of  the  Retail  Merchants  Asso- 
ciation of  Cauada  are  planning  a  convention  of 

furniture  men  to  be  ho\d  in  Toronto  in  February,  to 
discuss  morehaudisinfr  and  legislative  matters  pertain- 

ing to  the  trade  in  Ontario.  Further  particulars  of 
this  convention  will  be  found  elsewhere  in  this  issue. 
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Business  Suggestions  for  the  Furniture  Dealer 

GENERALLY  HAVE  TO  SELL  TWO  IN  MAKING 
SALE 

"The  salesman  generally  has  to  sell  two  people  in 
making  a  sale,"  stated  a  Toronto  dealer  to  The  Furni- 

ture World  recently.  This  is  a  point  that  a  good 
many  salesmen  neglect  to  consider  and  many  sales  are 
lost  as  a  result. 

"A  woman,  when  she  comes  in  to  buy,"  he  continued, 
"is  generally  accompanied  by  her  husband  or  a  friend, and  the  clerk  Avho  does  not  understand  that  he  must  sell 
both  will  have  a  hard  time  of  it.  The  second  one  has 
come  along  as  an  adviser  and  if  you  do  not  sell  her  she 
will  find  fault  with  the  goods,  ask  to  see  something  else, 
and  maybe  wind  up  by  declaring  that  they  had  better 
look  elscAvhere.  But  if  you  take  her  into  the  sale  from 
the  first,  accord  her  a  position  as  an  authority,  and 
simply  ask  her  to  agree  with  you,  nine  times  out  of  ten 
she  will  do  this." 

TIME  TO  INVESTIGATE  CUSTOMER'S  CREDIT 

The  time  to  investigate  a  customer's  credit  standing 
is  before  the  goods  are  delivered.  It  would  be  foolish 
to  even  mention  this — for  every  dealer  knows  it — if  it 
were  not  for  the  fact  that  this  timely  precaution  is  so 
readih^  overlooked.  Just  now  when  business  is  active 

and  mo^'iey  plentiful  there  is  a  tendency  to  be  lulled 
into  insecurity  by  the  pleasing  sound  of  big  figures. 
There  may  be  times  and  conditions  M'hen  a  dealer  may 
be  pardoned  for  taking  certain  credit  chances  in  order 
to  do  the  desired  volume  of  business,  which,  while  not 

PICTURE  FRAMING  AND 

UPHOLSTERING 

Onr  facilities  for  picture  framing  and  upholstering 
are  second  to  none.  We  are  prepared  to  carry  out  any 
kind  of  work  at  a  reasonable  price  and  give  prompt 
delivery.  No  matter  bow  large  or  how  small  the  job 
may  bo,  we  will  willingly  give  estimates.  There  is 
nothing  in  the  picture  or  upholstering  trade  we  are 
not  capable  of  doing.  Letter  or  'phone  enquiries  will 
be  promptly  attended  to. 

SHERIDAN'S  FURNITURE  STORE BROCKVILLE,  ONT. 

How  Brockville  firm  uses  small  space  to  promote  picture  framing 
and  upholstering. 

actually  dangerous,  could  not  be  considered  first-class 
credit  sales.  But  those  times  and  conditions  are  not 
now.  With  the  demand  so  greatly  in  excess  of  the 
supply  it  is  neither  wise  nor  necessary  to  extend  credit 
where  there  is  a  doubt. 

SOMETHING  TO  LOAN 

The  store  that  does  something  for  the  public  con- 
venience, something  to  make  itself  useful  to  people 

whether  they  buy  there  or  not,  is  going  to  secure  more 

or  less  of  their  business  ultimately.  There  are  many 
things  that  people  want  occasionally,  but  that  few  can 
afford  to  own.  And  there  are  things  one  wants  for  an 
emergency.  Having  a  few  such  things  that  can  be 
Dorrowed  without  incurring  any  obligation  will  help 

Furniture  and 
furnishings 
If  i.-^  as  natural  lor  you 

to  go  to  Holiiiansfor  Fur- nituR-  and  Fiiruishings  a* 
It  's  to  gc  home  to  your 
roeaU Huluian'g  huy  Furniture 
in  train  loads,  and  natur- 

ally secure  tbe  finest  avail- 
able prices.  Every  ron- cession  is  taken  advantage 

of  from  the  advantages  of 
heavy  buying  to  the  added attractions  of  spot  cash. 
If  anyone  benetit-s  by  these 
advantages  it  s  you — if  you are  a  Holmab  customer 

A  glance  through  Hol- man's  catalog  sliould  con- 
vince you  past  the  shadow of  a  doubt  that  it  will  pay 

you  to  do  your  buying 
DOW  and  here 

hvery  indication  points 
to  increased  prices.  This 
la  a  hint  if  you  are  in  the 
market  for  Furniture 

mm  HOLMAN'S 
Summers  Ide 

Novel  border  used  on  ad.  by  Holinan's,  of Summerside,  P.E.I. 

make  friends  for  the  store.  The  things  may  range 
anywhere  from  a  tally  card  punch  to  an  automobile 
pump,  preferably,  however,  bearing  some  relation  to 
the  business  of  the  store.  One  store  loans  successfully 
a  phonograph  for  dances,  another  a  vacuum  cleaner. 
It  might  pay  to  make  a  small  charge  for  the  use  of  fhe 
articles,  but  there  is  little  or  no  money  to  be  made  by 

the  renting  and  the  free  loaning  produces  a  large  re- 
turn in  good  will. 

•  HOME  LOVERS"  RUG  CLUB 

The  Ontario  Furniture  Co.  Ltd.,  of  London,  Ont., 
have  been  using  the  Home- Lovers  plan  to  extend  the 
sale  of  rugs  during  January.  They  advertised  the 
idea  in  the  local  paper. 

CATCHY  SLOGAN  ON  BILLBOARD  AD. 

A.  Welch  &  Son,  of  Toronto,  wlio  opened  up  a 
furnishing  department  a  short  while  ago,  have  been 
going  after  business  by  the  use  of  bill  boards.  In  this 

advertising  they  have  been  using  the  slogan.  "You 
furnish  the  girl  and  we  will  furnish  the  home."  The 
slogan  is  a  catchy  one  and  accordingly  has  been  at- 

tracting a  good  deal  of  attention. 
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Value  of  Furnished  Rooms  in  Selling  Furniture 

Arrangement  of  furniture  in  homelike  surroundings  clinches 
sales  and  also  sells  more  goods  for  the  furniture  dealer. 

ONE  of  the  important  developments  that  is  going 
on  in  the  retail  furniture  trade  is  the  use  of 
furnished  rooms  in  making  sales.  The  big 

stores  are  making  good  use  of  this  means  of  promoting 
trade,  and  not  a  few  of  the  smaller  ones,  too.  The 
value  of  showing  furniture  in  the  way  that  it  will  ap- 

pear in  the  home  is  indicated  by  the  fact  that  Wanna- 

maker's,  of  New  York,  have  a  total  of  about  forty 
furnished  rooms  for  this  purpose,  vfhile  some  of  the 
larger  Canadian  establishments  have  as  many  as 
twenty. 

Shows  How  Furniture  Will  Look  in  Home 

The  T.  Eaton  Company,  of  Toronto,  have  been  using 

this  idea  for  a  number  of  j'^ears,  and  find  it  an  excellent 
method  of  making  sales.  They  have  a  suite  of  rooms 
arranged  in  house  form,  both  on  the  second  and  third 
floors.  These  show  a  house  complete  even  to  the 
verandah  and  bathroom. 

A  prominent  olRcial  of 
the  furniture  department  of 
this  store  in  an  interview 
which  The  Furniture  World 
had  with  him  was  high  in 
his  praise  of  this  method  of 

inducing  sales.  ' '  Their  big 
value,"  he  says,  "is  that 
people  can  see  just  how  the 
furniture  which  they  are 
looking  at,  will  appear  in 
actual  home  surroundings. 
There  are  few  people  who 
can  picture  in  their  mind 
just  how  the  goods  they 
are  looking  at  will  appear 
in  their  own  home.  They 
have  a  room,  say  twelve  by 
twelve  that  the  goods  are 
wanted  for.  In  a  large  showroom  they  cannot  form  an 
idea  of  what  size  or  kind  would  be  suitable." 

Causes  People  to  Buy  More 

"We  even  go  so  far  as  to  transfer  the  suite  they  are 
looking  at  into  a  room  the  same  size  as  they  want  to 

furnish,"  he  continued.  "It  takes  time  to  do  this, 
but  it  is  service  that  is  appreciated  and  which  makes 

sales." 
"In  addition,  showing  in  a  room  will  often  cause  a 

person  to  buy  more  than  they  originally  intended  to. 
They  are  looking,  probably,  at  a  living  room  suite,  but 
the  other  decorations  and  goods  are  shown  up  so  well 

that  they  think  they  would  like  to  have  thein  also." 
Kingston  Dealer  Has  Rooms  on  Second  Floor 

A  furniture  dealer  in  a  smaller  store  who  is  making 
good  use  of  furnished  rooms,  is  R.  J.  Reid,  of  Kingston. 
Ont.  These  rooms  are  located  on  the  second  floor 
and  especially  built  for  the  purpose.  Two  of  them 
are  about  18  feet  s(juare,  and  another  a  little  larger. 

This  gives  an  oppoi'tunity  for  permanent  displays  of 
dining  room,  reception  room  and  living  room.  Each 
room  is  suitably  finished  with  wall  covering,  pictures. 

One  of  the  furnished  rooms  used  by  R.  J.  Reid,  of  Kingston,  Ont, 
to  sell  furniture. 

rugs,  curtains,  electric  lights,  cushions,  etc.  One  of 
them  we  illustrate  herewith.  It  shows  how  effectively 
a  room  can  be  arranged. 

Sells  Better  Class  of  Furniture 

The  Reid  Company  find  these  rooms  particularly 
valuable  in  selling  the  better  class  of  furniture,  while 
the  cost  of  arranging  them  is  not  excessive.  They  are 
changed  about  once  a  month  so  that  people  will  see 
something  different  in  the  rooms  on  each  visit. 
Where  the  dealer  has  the  space  it  is  not  a  difficult 

matter  to  arrange  such  rooms  by  temporary  parti- 
tions, as  he  has  practically  all  the  goods  in  his  store 

that  he  needs  for  their  arrangement. 

Smaller  Dealer  can  Show  in  Roped  off  Sections 

Even  if  the  dealer  cannot  arrange  separate  rooms  in 
this  manner,  he  will  find  it  desirable  to  set  aside  space 

for  the  arrangement  of 

furniture  in  homelike  man- 

ner, instead  of  piling  every- 

thing together,  as  is  fre- 
quently the  case.  The 

writer  knows  of  one  store 
that  has  spaces  roped  off 

for  the  arrangement  of  din- 

ing room,  bedroom  and  liv- 
ing room  furniture,  in  regu- 

lation home  style. 

In  view  of  the  good  re- 
sults being  obtained  by  this 

means  of  display,  even  the 
smallest  dealer  should  make 

some  effort  at  room  ar- 

rangement. 
In  the  case  of  the  larger 

stores,  the  idea  has  proved 
of  great  advantage,  and  there  is  no  reason  why  it 
should  not  be  made  use  of  by  the  smaller  dealer.  .  One 
of  the  features  of  this  method  of  display  is  that  it  helps 
to  interest  people  in  a  better  class  of  furniture,  not  to 
mention  the  increased  sales  it  brings. 

COLOR  IN  WINDOW  TRIMMING 

There  is  probably  no  more  satisfying  scheme  of  color 
for  a  window  than  a  perfectly  solid  color  upon  which 
to  show  the  goods.  It  fills  the  eye  better  than  any 
combination  of  colors  whatever.  What  woman  or 

man  can  get  by  a  window  that  is  one  solid  blaze  of 
crimson?  A  bright  red  color  scheme  that  stands  out 
conspicuously  will  draw  the  attention  of  a  person  who 
does  not  even  look  toward  the  window  in  passing.  The 

color  gets  an  entrance  into  the  eye  in  some  waj-  and 
brings  the  glance  around  just  as  surely  as  a  magnet 
draws  a  needle. 

Purple  is  a  good  color  for  a  solid  color  display,  and 
of  course  it  is  particularly  desirable  at  Easter.  A 
light,  summery  green  makes  a  good  warm  weather 
shade.     It  is  cool,  where   red  is  warm. 
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A  N'EATLY  ARRANGED  WINDOW  DISPLAY  OF  FL'JiNlTUKK  THAT  WILI,  ATTRACT  BL'VKRS.      NOTE  THE  ROOM  ARKANGEMEXT. 

Dress  the  Window  to  Make  People  Enter  Store 

IV hat  a  good  display  should  do — Some  rules  for  trim- 
ming windows  —  Value  of  display —  Color  contrasts. 

A WINDOW   properly   and   attractively  dressed 
performs  the  first  three  elements  of  the  sale.; 
first,  it  attracts  attention;  second,  it  arouses 

an  interest;  and,  third,  it  inspires  a  desire  on  the  part 
of  the  passing  public  for  the  articles  displayed  or  for 
information  pertaining  to  the  same.     It  is  always  well 
to  incorporate  into  each  display  a  feature  that  will  im- 

pel people  to  enter  a  store  and  place  themselves  in  the 
hands  of  the  sales  force.     It  is  therefore  very  essential 
that  a  window  be  arrayed  in  the  most  attractive  man- 

ner, for  if  the  silent  salesman  so-called  is  backed  up  by 
competent  salesmanship  inside  it  will  produce  greater 
returns  for  the  expenditure  than  almost  any  mode  of 

advertising  one  can  employ.     A  window  di'si)lay  may be  divided  into  two  distinct  classes,  motion  and  motion- 
less displays.     The  former  is    often    preferable  and 

should  be  used  whenever  it  is  relevant.     There  is  noth- 
ing that  will  attract  the  attention  of  the  passerby  so 

quickly  as  life  or  motion  in  the  window.  In  the  smaller 
stores  a  motion  window  is  not  always  possible.  Where 
electricity  is  available  a  motion  window  can  be  very easily  arranged.     Where  it  is  not.  motion  can  be  ob- 

tained by  fastening  a  string  to  the  door  and  connected 
with  some  object  in  the  window  so  suspended  that  in 
the  opening  and  closing  of  the  door  motion  will  be  pro- 

duced.    The  real  value  of  a  window  display  is  in  its 
effectiveness  of  attracting  attention,  soliciting  an  in- 

terest in  the  articles  displayed,  inspiring  a  desire  to  pur- 
chase on  the  part  of  those  who  view  the  display,  or,  to 

sum  it  up,  to  bring  into  the  store  those  who  might 
otherwise  have  passed  by  or  have  been  attracted  to  the 
store  of  a  competitor.    The  window  is  the  most  ef- 

fective conscientious  salesman  one  can  employ.     It  is 
the  only  employe  that  is  continually  on  the  job  and 
which,  if  properly  dressed,  gives  a  store  distinction 
which  it  is  impossible  to  acquire  in  any  other  manner. 

SOME  FUNDAMENTAL  RULES 

In  window  trimming  there  are  many  things  to  con- 
sider, three  especially.  A  trimmer  should  first  plan 

out  his  display  before  he  gets  into  his  window  to  start 

work.  Trim  your  window  to  suit  yourself  and  to  suit 
the  public  as  nearly  as  possible.  Have  plenty  of  light 
and  a  clean  front.  One  of  the  most  important  points 
in  effective  window  displays  is  cleanliness.  Nothing 
about  a  store  repels  trade  more  than  a  carelessly  ar- 

ranged or  soiled  window  display.  You  cannot  afford 
to  have  anything  except  clean  goods  and  clean  win- 

dows in  the  front  of  your  store. 

VALUE  OF  WINDOW  DRESSING 
By  C.  H.  S.  Bam  FORD 

I  want  to  say  a  word  or  two  on  the  commercial  value 
of  window  and  store  dressing.  Have  you  ever  consid- 

ered the  attention  given  these  matters  by  the  depart- 
mental mail  order  houses?  Do  you  recognize  that  the 

dressing  of  a  Avindow  or  a  store  is  practically  a  de- 
monstration of  the  extent  to  which  goods  may  be  made 

to  sell  themselves?  Not  only  this,  but  a  well  dressed 
window  and  a  well  kept  store  call  customers  in,  and 
command  the  most  liberal  and  profitable  patronage  and 
create  a  store  atmosphere  so  pure  that  the  mail  order 
germ  cannot  live  in  it.  I  urge  you  to  develop  your 
talents  in  window  and  store  dressing  to  the  highest 
pitch.  You  all  know  there  is  room  for  improvement 
in  this  respect;  you  all  know  as  a  rule  that  window  and 
store  dressing,  as  seen  in  the  average  eountrj^  store,  yes. 
and  in  some  city  stores,  is  a  distressing  sight,  driving 
away  trade  in  place  of  inviting  it.  Believe  me,  the 
skill  the  storekeeper  acquires  in  these  arts  will  be  sub- 

stantially reflected  in  the  profits  of  his  establishment, 
and  it  is  profits  you  are  working  for. 

A  Scottish  minister,  taking  his  walk  early  in  the 
morning,  found  one  of  his  parishioners  recumbent  in  a ditch. 

"Where  hae  ye  been  the  uieht,  Andrew?"  asked  the minister. 

"Weel,  I  dinn.a  richtly  ken,"  answered  the  pros- 
trate one,  "whether  it  was  a  wedding  or  a  funeral,  but 

which  ever  it  was  it  was  a  most  extraordinary  success." 
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COLOR  SELECTION  FOR  WINDOW  DISPLAYS 

Contrasts  of  graded  shades  of  one  color  are  correct 
and  are  eflPective.  In  other  words,  you  do  not  neces- 

sarily have  to  have  a  harmony  of  buff  and  red  or  green 
and  white,  but  you  can  shade  off  a  purple  from  a  deep 
royal  purple  to  a  very  light  shade  Math  white  crepe 
paper  for  a  trim  and  get  a  splendid  effect.  The  same 
is  true  of  other  colors. 

Dark  colors  should  be  used  below  light  colors  and 
never  above  them. 

Never  use  more  than  three  colors  in  one  scheme. 
If  your  window  or  store  is  dark,  always  use  light 

colors.     If  your  window  or  store  is  extremely  light  and 

A  tasty  arrangement  of  bedroom  furniture  in  comparative small  window. 

sunny,  some  darker  colors  will  give  pleasing  effects 
and  will  absorb  some  of  the  light. 

Use  soft  shades  where  permanent  coloring  is  pro- 
nounced. 

Never  put  two  floral  designs  near  together. 
When  lasing  crepe  paper  it  can  be  made  much  more 

effective  by  ruffling  it.  This  is  done  by  running  the 
edges  between  the  fingers. 

If  the  central  color-scheme  you  desire  is  a  blue,  the 
following  would  give  you  some  idea  of  color-schemes. 
Blue  contrasted  with  yellow  appears  more  brilliant. 
Blue  contrasted  with  violet  appears  more  green.  Blue 
contrasted  with  green  appears  more  violet.  Blue  with 
red  is  better  than  blue  with  green.  Blue  with  scarlet 
is  a  good  combination. 

THINGS  TO  CONSIDER  ABOUT  THE  WINDOWS 

There  are  five  important  points  to  be  considered 
about  the  window  in  which  the  display  is  to  be  made. 

First — Its  location.  This,  of  course,  cannot  be 
changed,  although  it  is  a  very  essential  factor  in  de- 

termining whether  a  display  will  be  profitable  or  not. 
Ft  stands  to  reason  that  a  window  located  on  a  street 

through  which  large  crowds  pass  daily  is  bound  to  sell 
more  goods  than  a  window  located  on  a  less  populated 
thoroughfare.  At  the  same  time,  clever  window-trim- 

mers have  been  known  to  make  displays  so  attractive 
that  people  on  the  street  talked  about  them  and  would 
go  out  of  their  way  to  view  them. 

Second — The  dimensions  of  the  window  is  another 
important  point.  Naturally,  it  is  more  difficult  to  ar- 

range a  beautiful  and  attractive  display  in  a  shallow 

window.  Nowadays  merchants  very  frequently  re- 
model their  show  windows  in  order  to  give  room  for 

deep  and  practical  window  displays. 

Third — The  lighting  of  the  window  is  a  very  im- 
portant point,  also.  The  shades  should  be  arranged; 

so  as  to  do  away  with  the  glaring  reflection  of  the  glass. 
If  possible,  the  windoAv  should  be  lighted  at  night  with 
lights  fitted  with  reflectors  which  throw  the  light  upon 
the  display  and  not  into  the  eyes  of  the  passerby. 

Fourth  — Ventilation  is  still  another  important  mat- 
ter, especially  in  winter-time.  Unless  a  window  is 

properly  ventilated,  frost  will  gather  upon  the  glass 
and  entirely  destroy  the  effect  of  the  display. 

Fifth — Cleanliness  is  a  point  so  obvious  that  it  is  sur- 
prising that  any  window-trimmer  should  ever  neglect 

it.  Yet,  how  many  times  you  see  an  otherwise  attractive 
window  display  marred  because  the  window  panes  are dirty? 

OVERCOMING  THE  FROSTY  WINDOW 

To  overcome  the  fro8t  on  the  window  it  is  necessary 

to  do  away  with  any  warm  aii-  in  this  window,  says  a 
writer  in  Retail  E(|uii)inent.  This  warm  air,  as  soon 
as  it  strikes  the  cold  plate  glass,  condenses  and  forms 
either  steam  or  frost  in  the  window.  If  the  air  in  the 
window  is  the  same  temperature  as  the  air  outside 
your  trouble  will  be  over.  To  accomplish  this  you 

will  have  to  have  your  window  closed  so  that  it  is  air- 
tight from  the  back,  with  openings  in  front  so  that  the 

cold  outside  air  can  ventilate  through  the  window. 

The  old  method  of  letting  the  outside  air  into  the 
window  was  to  bore  holes  throvigh  the  sash,  or  pipe  the 
air  in  through  the  bulkhead  and  up  through  the  floor. 
This  has  been  greatly  improved  upon  by  setting  the 
glass  in  a  metal  moulding  in  which  are  small  holes  that 
serve  both  for  ventilation  and  for  drainage. 

If  the  shoAv  window  is  enclosed  and  separated  from 
the  store  proper,  no  ventilation  is  required  other  than 
this  metal  sash,  provided  the  show  window  enclosure 
is  made  absolutely  air-tight.  In  order  to  do  this,  the 
floor  of  the  show  window,  the  ceiling  and  the  partition 
should  be  double  and  lined  with  building  paper,  and 
the  door  entering  the  show  window  should  be  made 
similar  to  that  oE  an  ice-box,  having  double  rabbets 
and  rubber  weather  strips.  Where  glass  is  used  in 
the  partitions  it  should  be  set  with  putty.  We  have 
made  a  careful  study  of  the  problem  of  ventilating  the 
show  windows  so  as  to  prevent  the  steaming  and  frost- 

ing of  the  windows,  and  it  is  our  earnest  opinion  that 
no  amount  of  ventilation  will  accomplish  this  result 
under  certain  conditions  unless  the  show  window  is  en- 

closed from  the  store  jiroper  and  made  absolutely  air- 
tight. The  show  windows  are  such  an  important  part 

of  the  store  that  too  much  attention  cannot  be  paid 
them.  Many  merchaitts  realize  in  a  measure  the  im- 

portance of  their  windows  and  try  to  meet  the  need 
by  hiring  good  window  trimmers  and  putting  in  elabor- 

ate displays  and  backgrounds.  These  same  merchants 
often  overlook  the  fact  that  in  order  to  have  this  work 
most  effective,  that  they  should  first  of  all  put  in  a 
modern  and  practical  set  of  show  windows. 
Few  merchants  have  had  much  experience  in  show 

window  building  and  this  part  of  the  new  store  build- 
ing is  apt  often  to  be  badly  neglected.  The  window 

trimmer  is  a  valuable  man  to  take  this  matter  up  with, 
as  he  has  given  the  subject  much  thought  and  is  apt 
to  know  .just  how  to  plan  windows  best  suited  to  your 

purpose. 
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Seasonable  Tips  for  the  Furniture  Dealer 

my  WM.   J.  BRYANS 

PUTTING  YOUR  STORE  ON  THE  MAP 

T HE  name  of  the  young  lady  in  the  small-time  town  who  first  appeared  in  a  short  awning-stripe 
skirt  last  spring  is  still  remembered  by  the  residents.     The  attire  was  unusual  in  that  town 
and  for  that  reason  the  young  lady  who  led  the  way  in  the  wearing  of  the  latest  pattern 

established  her  name  quite  prominently  in  the  community. 
In  just  the  same  way,  the  doing  of  something  out  of  the  usual  by  the  retail  merchant  is  sure 

to  make  an  impression  on  the  public  mind  and  assist  in  putting  the  dealer's  store  on  the  map.  So 
many  stores  are  so  monotonously  similar  both  in  appearance  and  the  methods  they  employ  that 
the  store  that  is  aggressive  enough  to  inaugurate  something  new  and  of  a  progressive  nature  is 
sure  to  get  a  more  prominent  place  on  the  stage  of  public  attention  than  the  less  aggressive 
establishments  that  operate  along  similar  and  unchanged  lines  with  the  exception  of  adopting  the 
things  that  have  proved  beneficial  to  their  more  aggressive  competitor  after  the  latter  has  reaped 
the  glory  and  benefit  of  them. 

This  plan  of  action  may  be  likened  to  what  occurs  in  a  musical  act  in  which  a  star  leads  otf 
by  singing  a  song  and  a  chorus  later  joins  in.  All  the  latter  sing  the  same  thing  and  sing  just  as 
hard  as  the  star  did,  but  they  chime  in  after  the  star  has  presented  it  to  the  audience  and  reaped 
the  greater  part  of  the  glory.  The  trouble  with  too  many  merchants  is  that  they  are  in  the  chorus 
— all  attired  the  same  and  whooping  up  the  same  tune — instead  of  being  stars  and  presenting  the 
latest  to  the  audience  first  and  reaping  big  benefits  as  a  result. 

CASHING  IN  ON  THE  MOVIES. 

IF  popularity  with  the  masses  is  the  key  for  judgment,   attending  the   "movies"  can  easily  be 
called  the  national  pastime.     They  are  patronized  by  all  ages  and  all  classes  and  increasingly 
so  as  the  standard  of  pictures  has  been  raised.     This  brings  up  the  question  of  the  use  of 

the  movie  film  as  a  means  of  advertising  for  the  retail  merchant.     Many  dealers  both  in  large  and 
small  centres  have  already  found  it  an  excellent  means  of  publicity. 

There  appear  to  be  good  reasons  why  the  movie  film  should  be  a  good  advertising  medium. 
The  ad.  of  a  dealer  flashed  on  the  screen  at  the  end  of  an  interesting  picture  is  sure  to  get  atten- 

tion. There  is  nothing  else  to  detract  attentio/i  from  it  as  is  the  case  in  a  newspaper  where 
your  ad.  is  surrounded  by  other  matter.  In  addition,  if  you  are  advertising  in  a  picture  theatre 
in  your  own  vicinity,  there  is  little  lost  circulation,  as  practically  every  member  of  the  audience 
is  a  prospective  customer. 

An  essential  of  a  movie  ad.  is  that  it  be  brief  and  breezy.  Otherwise  it  will  not  be  read. 

"When  people  are  out  for  amusement  they  are  not  going  to  read  a  long  selling  message.  However, if  it  is  short  and  written  in  a  bright  manner,  it  is  likely  to  get  attention. 

GOOD  EQUIPMENT  IN  RELIEVING  HELP  SHORTAGE. 

ONE  means  towards  solving  the  help  shortage  problem  that  at  present  exists  in  the  trade  is 
by  the  installation  of  methods  and  equipment  that  will  facilitate  the  carrying  on  of  work  in 
the  store.     One  dealer  who  previously  spent  a  good  deal  of  time  in  keeping  the  records  of 

business  in  desirable  shape,  found  that  one  of  the  latest  designs  of  cash  registers  would  do  a  great 
deal  of  this  work  for  him  and  so  he  is  now  able  to  give  more  time  to  looking  after  other  branches 
of  his  business. 

This  same  dealer  installed  shelf  window  fixtures  so  that  displays  could  be  more  quickly 
arranged.  He  also  got  the  clerk  who  looks  after  the  window  work  to  plan  his  windows  in 
advance  so  that  they  could  be  put  in  quickly. 

Dealers  doing  a  credit  business  and  who  have  not  an  account  register  will  find  it  good  busi- 
ness to  install  one,  and  so  do  away  with  the  needless  work  of  posting  books  and  making  out  bills.  In 

the  same  way,  there  are  many  other  lines  of  equipment  that  will  help  materially  in  reducing  the 
amount  of  work  in  the  store. 
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Map  Out  the  Like  the  engineer  on  a  long  run, 
Year's  Schedule.       the  business  man  should  have  a 

certain  schedule  by  which  to  run 
his  business  train.    This  should  be  mapped  out  at  the 
beginning  of  the  year. 
Every  sound  business  should  show  some  increase 

from  year  to  year.  Knowing  the  amount  of  his  sales 
during  1916,  the  dealer  should  set  his  ideal  for  1917 
somewhat  higher.  It  is  not  well  to  set  a  figure  that 
there  is  little  hope  of  attaining,  but  it  should  at  least 

be  high  enough  to  keep  the  dealer  "going"  in  order  to reach  it. 
Having  set  a  schedule,  the  dealer  should  keep  timing 

himself  as  he  goes  along,  to  see  that  he  is  keeping  on 
time. 

Treat  customers  as  guests  "when  they  come  and 
when  they  go,  whether  or  not  they  buy. 

A  Time  For  At  this  season,  with  another  busi- 
Retrospect  ness  year  ahead    of   him,  it  is 

well  for  the  dealer  to  look  back 
briefly  over  the  past  year  with  a  view  to  making  capital 
out  of  his  experiences  of  the  past  twelve  months. 
There  is  no  dealer  but  who  will  recall  a  few  mistakes — 
a  few  things  that  might  have  been  better  done. 

Now  is  the  time  to  plan  for  the  year  ahead,  incor- 
porating in  your  scheme  of  action  all  those  things  that 

have  proved  beneficial  during  the  past  year  and  dis- 
carding those  that  have  retarded  progress. 

Total  up  your  sales  for  last  year,  decide  on  a  reason- 
able increase  for  the  year  ahead,  and  then  set  out  to 

make  each  month  bring  forth  its  full  proportion  of  the 
needed  total. 

Successful  retail  selling  rests  upon  a  thousand 
and  one  details  all  performed  well. 

The  Annual  No  retailer  should  neglect  to  take 
Inventory  an  inventory  and  make   out  a 

financial  statement  at  least  once  a 
year,  and  the  present  is  one  of  the  best  times  of  the 
year  for  this  work.  After  the  passing  of  the  holiday 
rush,  there  comes  a  temporary  slackness  that  can  be 
used  to  good  advantage  in  ascertaining  the  standing  of 
the  business  and  the  progress  that  has  been  made  dur- 

ing the  past  twelve  months. 
A  full  and  accurate  statement  of  resources  and 

liabilities  is  essential,  in  order  to  ascertain  the  exact 

standing  of  a  business.  Otherwise  the  dealer's  esti- 
mate of  progress  is  pretty  well  a  matter  of  guesswork, 

and  guesswork  has  no  place  in  business  to-day.  In 
these  days  of  keen  competition  and  restricted  profits, 
no  dealer  can  afford  to  guess.     He  must  know. 

The  annual  financial  statement  is  an  X-ray  that  gets 
below  the  surface  and  brings  to  light  many  particulars 
of  a  business  that  a  casual  survey  would  not.  It 
sfiows  not  only  what  a  business  appears  to  be  doing,  but 
what  it  actually  is. 

There  is  a  tendency  to  neglect  stock-taking  and  the 
making  out  of  an  annual  statement  in  the  rush  of 
business,  but  such  a  tendency  should  be  curbed.  The 
financial  statement  is  too  valuable  as  an  indicator  of 
progress  to  be  passed  up. 

Even  though  you  fool  everyone  else,  don't fool  yourself 

Problem  of  More  than  ever  this  year  do  I 
Reduced  Profits  advocate  the  making  out  of  an 

accurate  financial  statement.  The 
prices  of  many  commodities  have  gone  up  in  such  a 
manner  during  the  past  year  that  profits  are  likely  to 
have  been  considerably  reduced  without  the  dealer 
realizing  the  fact.  Only  a  statement  showing  the  ex- 

act amount  of  profit  made  during  the  past  year  will 
bring  out  this  fact  in  the  manner  in  which  it  needs  to 
be  in  order  to  impress  on  the  dealer  that  he  needs  to 
watch  his  pricing  carefully  during  the  year  ahead  if 
he  desires  to  make  a  real  profit. 

As  has  been  pointed  out  before  in  these  columns, 
many  dealers  have  deluded  themselves  into  thinking 
that  they  were  making  good  progress  in  sales  during 
the  past  year,  when  it  has  really  been  the  higher  prices 
that  have  been  ruling  for  most  articles  that  have 
swelled  sales  figures. 

Other  dealers  do  not  stop  to  consider  that  the  per- 
centage of  profit  has  been  reduced  in  many  instances 

even  though  retail  prices  have  been  marked  up  a 
similar  amount  as  wholesale  figures.  For  instance,  a 
year  ago  an  article  cost  the  dealer  $12,  and  he  sold 
it  for  $15,  securing  a  gross  profit  of  20  per  cent.  The 
price  went  up  $3  and  he  marked  the  retail  price  up  $3 
to  $18,  yet  he  is  only  making  a  gross  profit  of  slightly 
less  than  17  p.  c.  This  illustrates  the  manner  in  which 
percentage  of  profit  is  likely  to  be  reduced  under  rising 

prices. 
One  important  thing  overlooked  by  a  majority 
of  dealers  is  the  importance  of  keeping  the 
show  windows  free  from  frost  during  the 
winter  months. 

A  Sign  of  One  of  the  best  evidences  as  to 
Healthy  the  condition  of  the  health  of  the 
Business  commercial  houses  of  the  country 

is  of  course  the  monthly  record  of 
failures.  The  record  for  October  is  particularly  grati- 

fying in  this  respect,  the  number  being  fewer  by  over 
41  per  cent,  than  during  the  corresponding  period  last 

year. 

But  gratifying  as  is  the  decrease  in  the  number  of 
failures,  that  which  we  may  take  as  the  most  gratifying 
is  the  decrease  in  the  amount  of  the  liabilities,  the  total 
for  the  Dominion  being  $1,074,591  compared  with 
$2,327,199  for  October  of  last  year.  This  was  a  de- 

crease of  over  52  per  cent. 
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Competition  Has  Not  often  does  a  dealer  regard 
Done  Him  Good  new  and  stronger  competition  as 

likely  to  prove  beneficial  to  his 
business,  but  so  it  has  proved  with  a  retailer  in  one  of 
our  large  Canadian  cities. 

The  facts  of  the  case  are  these.  A  year  or  so  ago, 
his  head  clerk  left  this  dealer  to  buy  out  a  neglected 
business  nearby  in  which  aggressive  methods  were 
conspicuous  by  their  absence.  The  new  proprietor 
started  out  with  a  burst  of  ginger  and  aggressiveness 
in  an  effort  to  put  the  store  on  the  map,  and  he  has 
kept  up  a  swift  pace  ever  since. 

He  has  been  successful  in  building  up  his  new  busi- 
ness wonderfully,  and  the  surprising  feature  is  that 

his  old  employer  is  not  finding  the  competition  detri- 
mental to  sales.  In  fact,  he  stated  to  Canadian  Furni- 

ture "World,  that  his  sales  have  improved  since  the stronger  competition  came  along.  He  admits  that  his 
new  competition  has  made  him  adopt  greater  aggres- 

siveness in  his  methods  and  their  combined  efforts  along 
this  line  has  made  that  district  a  greater  shopping  cen- 

tre, many  people  buying  there  who  previously  patron- 
ized down  town  stores. 

Remember  always    that  the   recollection  of 
quality  remains  long  after  price  is  forgotten. 

Inviting  Friends  Some  dealers  are  very  adverse  to 
to  Deal  With  You  soliciting  trade  from  their  friends 

for  fear  such  friends  may  consider 
that  they  are  taking  undue  advantage  of  their  friend- 

ship for  personal  gain. 
Any  appearance  of  trying  to  coerce  people  to  deal 

with  you  because  of  friendship  should  certainly  be 
avoided,  but  the  trade  of  friends  should  at  least  be 
solicited.  A  friend  of  a  retailer  recently  told  the 
writer  that  he  does  not  deal  with  him  because  he  has 

never  really  been  invited  to.  As  he  put  it  "If  my 
trade  is  worth  having,  it  is  certainly  worth  asking 

for." 
Stop  for  a  moment's  consideration  and  you  will 

probably  be  able  to  call  to  mind  a  number  of  people 
with  whom  you  are  quite  intimate  socially,  but  who 
do  not  deal  at  your  store.  Why  not  tell  them  that  you 
would  appreciate  their  trade? 

It  is  not  -what  a  customer  comes  in  for,  but 
what  she  walks  out  with  that  counts. 

Your  Average  Do  you  ascertain  your  average  sale 
Sale  Per  per  customer  each  month  so  that 
Customer  progress  in  the  matter  of  increas- 

,  ing  sales  in  this  regard  may-  be 
gauged.  You  may  show  an  increase  in  sales  from 
month  to  month  but  unless  your  average  per  customer 
stands  up  well  you  are  not  taking  full  advantage  of 
your  opportunities. 

It  is  desirable  that  you  have  this  information  and  it 
is  not  difficult  to  ascertain.  Every  store  keeps  track 
of  its  total  sales.  The  cash  register  shows  the  number 
of  customers  served  and  the  average  can  easily  be  ar- 

rived at. 
Possession  of  this  information  with  a  comparison 

from  month  to  month  will  be  found  to  serve  as  a 
stimulant  to  effort.  Just  think  what  it  would  mean  in 

total  sales  for  the  year  if  the  average  sale  per  cus- 
tomer could  bo  raised  just  one  dollar.  It  Avould  mean 

practically  no  increased  expense  to  get  this  extra  dollar 
from  customers  so  that  it  would  mean  just  so  much 
velvet. 

anada's  Tremendous  Fire  Loss 

CANADA  leads  in  many  things  of  which  she  can  be 
.justly  proud.  There  is  however,  one  particular 
in  which  she  leads  all  other  countries  of  the 

world,  but  to  which  she  cannot  point  with  pride,  but 
must  bear  in  humiliation  and  shame.  That  something 
is  her  huge  annual  fire  loss,  which  is  greatly  in  excess 
of  all  other  civilized  countries  of  the  world,  and  which 
appears  to  be  growing  worse  instead  of  better. 

Canada's  fire  loss  in  created  property — barring  the 
enormous  losses  by  forest  fires — reaches  the  grand 
total  of  $25,000,000  every  year.  This  is  a  huge  sum  to 
go  up  in  smoke,  and  really  means  that  every  person  in 
Canada  contributes,  indirectly  though  it  may  be.  the 
sum  of  $3.25  per  year  to  pay  for  this  loss.  This  is  an 
extremely  heavy  burden,  especially  when  one  compares 
it  with  the  average  per  capita  loss  of  about  48  cents 
existing  in  European  countries.  Some  countries,  in 
fact,  have  the  fire  loss  per  person  down  to  25  cents  per 

year. 
Even  in  the  United  States,  where  the  fire  loss  is  con- 

siderably lower  than  in  Canada,  the  National  Fire  Pro- 

tection Association  has  recently  referred  to  this  'reck- 
less and  unnecessary  waste"  as  an  "impoverishment  of 

the  nation."  How  must  we  describe  it  here  in  Canada, 
where  the  fire  waste  per  capita  is  materially  larger? 

There  is  no  doubt  that  the  huge  fire  loss  in  this  coun- 
try is  largely  due  to  carelessness.  An  investigation  of 

causes  show  this  to  be  directly  true  in  many  instances, 
while  in  many  other  cases  it  is  indirectly  the  case. 
People  are  very  neglectful  in  allowing  rubbish  to 
collect  and  this  is  a  fruitful  source  of  fires.  Canadians 
are  exceedingly  careless  in  the  handling  of  matches. 
W e  find  men  carrying  them  in  every  pocket,  leaving 
them  in  all  corners,  and  throwing  them  about  heed- 

lessly when  lighted.  If  there  was  a  personal  re- 
sponsibility on  those  who  are  responsible  for  fires,  as 

there  is  in  many  European  countries,  there  is  no  doubt 
that  this  carelessness  would  be  greatly  curbed. 

The  retailers  of  the  country  are  greatly  interested  in 
this  immense  national  waste  because  it  falls  particu- 

larly hard  on  them  in  higher  insurance  rates,  for  where 
the  per  capita  fire  loss  is  high,  insurance  rates  must 

be  correspondingly  high.  This  is  shown  in  a  convinc- 
ing manner  by  the  fact  that  the  average  rate  of 

premium  in  ten  British  cities  has  been  but  22  cents  per 
$100  of  insured  value,  as  against  an  average  of  $1.46  in 
ten  Canadian  cities. 

It  therefore  behooves  the  business  men  in  Canada  to 
lead  in  the  campaign  against  this  big.  national  waste. 
They  can  see  to  it  that  their  premises  are  kept  in  a 
condition  that  is  not  likely  to  be  the  cause  of  fire,  and 
that  other  precautions  are  also  taken.  Again,  they 
are  in  such  close  touch  with  customers  that  they  can 
wield  a  big  influence  in  getting  others  to  understand 
the  need  for  eternal  care  in  this  matter. 

They  should  certainly  do  what  they  can  in  the  way 
of  convincing  those  with  whom  they  come  in  contact 
of  the  need  of  precaution,  and  they  should  see  that 
everything  possible  is  done  around  their  own  premises 
to  prevent  fires. 

A  per  capita  fire  loss  of  $3.25  per  year  is  certainly 
a  "burning  shame."  Everyone  should  do  all  in  their 
power  to  reduce  it. 
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Brief  Editorial  Comment  on  Business  Topics 

 By  THE  SCRIBE  — 

The  light  of  advertising  puts  the  non-advertiser  in 
the  dark. 

*  *  * 

If  you  can't  make  a  sale,  at  least  make  a  good  friend 
for  the  store. 

*  *  « 

Quote  prices  in  your  ads.  even  if  they  are  regular 
prices.  The  price  is  something  the  customers  must 
know  before  buying. *  #  * 

To  get  the  full  benefits  of  any  trade-getting  plan,  it 
is  necessary  to  get  the  selling  staff  interested  and 
working  together  for  its  success. 

*  *  * 

When  you  omit  the  price  from  your  ad.  or  display, 
you  leave  out  the  thing  the  customer  is  anxious  to 
know  and  must  know  before  buying. 

*  *  • 

Don't  discard  any  department  in  your  store  without 
an  investigation  into  it  first  to  find  out  why  it  is  not 
paying  and  if  the,  trouble  cannot  be  remedied. 

*  *  « 

The  ability  to  identify  customers  by  name  immedi- 
ately when  they  come  into  the  store  is  a  great  asset. 

There  is  nothing  else  which  helps  one  feel  at  home  like 
being  readily  recognized. 

*  •  * 

Little  deficiencies,  no  matter  what  they  may  be  in — 
store  methods,  store  appearance  or  personal  manners- 
while  they  may  not  be  as  noticeable  as  the  big  ones, 
nevertheless  count  against  you  and  so  should  be  cor- 
rected. 

*  *  • 

Get  away  from  ready-made,  cut-and-dried  talks  about 
your  goods.  Too  many  men  behind  the  counter  get 
in  the  habit  of  reciting  a  set  talk  to  customers  instead 
of  fitting  the  talk  to  the  occasion  and  the  customer. 

A  bright,  cleanly  store  will  do  much  to  put  customers 
in  a  favorable  buying  mood,  but  it  can  also  be  advanta- 
CTPOusly  supplemented  by  bright  and  cheerful  people 
behind  the  counter.  Nothing  discourages  a  customer 
from  buying  more  than  glum  salespeople. 

*  •  « 

Every  merchant  should  keep  a  pad  on  his  desk  on 
which  he  can  make  notes  of  any  matters  that  renuire 

attention.  A  dealer's  memory  may  fail  him  sometimes 
with  unfortunate  results.  Every  dealer  can  recall 
cases  of  this  kind  that  could  have  been  avoided  by  the 
use  of  a  desk  pad. *  •  • 

It  will  pay  the  business  man  to  develop  self-confi- 
dence in  himself  and  his  ability  to  conduct  his  business, 

providing  it  is  not  developed  to  the  "swelled-head" 
degree.  When  it  reaches  that  stage  there  are  gener- 

ally breakers  ahead.  Over-confidence  has  wrecked 
many  a  business. *  •  • 

The  dealer  should  consider  well  before  buying  goods 
in  large  quantities.  Quantity  buying  is  to  be  favored 
only  when  a  sale  can  be  found  for  the  goods  within  a 
reasonable  time  and  can  be  secured  at  a  suflRcient  con- 

cession in  price  to  pay  for  carrying  the  goods — and  a 

little  extra  as  a  kind  of  insurance  rate  on  the  risk  you 
run,  for  occasionally  no  matter  what  degree  of  care 
you  exercise,  you  will  encounter  some  little  loss. 

*  *  * 

Who  pays  for  the  advertising?  It  is  just  as  logieaJ 

to  ask  who  pays  for  the  efficient  equipment  and  practi- 
cal business  methods  of  any  successful  institution.  Effi- 

ciency in  commercial  affairs  is  an  economy.  Advertis- 
ing, which  increases  distribution,  reduces  the  cost  of 

doing  business. *  «  * 

It  is  a  funny  thing  but  the  average  dealer  gives 
little  attention  to  the  criticisms  of  his  friends,  forget- 

ting that  they  are  outsiders  enough  to  see  faults  that 
he  cannot  himself,  and  yet  are  on  terms  sufficiently  inti- 

mate to  dare  to  make  mention  of  them.  The  dealer 
would  do  well  to  give  consideration  to  the  criticisms  of 
his  friends. 

*  *  * 

Get  right  after  sales  from  the  very  first  of  the  sea- 
son of  demand  instead  of  waiting  for  some  other  more 

aggressive  merchant  to  get  the  cream  of  the  business, 
leaving  only  the  fag  end  trade  for  you.  It  is  astonish- 

ing the  number  of  retailers  who  wait  for  customers  to 
ask  for  an  article  before  pushing  its  sale,  instead  of 
taking  the  initiative  and  featuring  the  article  from  the 
very  moment  that  there  is  a  chance  to  make  sales. 

*  *  * 

The  present  is  a  good  time  to  put  a  little  extra  money 
into  advertising.  Business  prospects  are  good  and  it 
is  the  dealer  who  makes  a  worth-while  effort  to  corral 

passing  trade  who  is  going  to  reap  the  richest.  In  en- 
larging your  advertising  appropriation,  at  the  same 

time  give  more  attention  to  the  preparation  of  your 

copy.  Spending  money  of  itself  will  not  bring  re- 
sults. You  have  not  put  something  into  your  adver- 

tising and  messages  that  will  sret  the  public  attention 
and  induce  them  to  buy.  When  money  is  spent  on 
advertising,  why  not  cash  in  on  it  to  the  full. 

The  Store  Grouch 

"No.  I  certainly  do  not  want  you  to  leave  any  ad- 
vertising placards  to  hang  up  in  the  store."  snapped 

the  Store  Grouch  to  the  traveller  who  had  thought  to 

do  him  a  kindness  by  presenting  some  beautifullv  litho- 
graphed cards  featuring  his  goods.  "What  in  thunder 

do  you  take  this  store  for  anyway — a  junk  shop  for  the 
storage  of  cards  on  every  conceivable  line  of  goods  that 

I  ever  have  handled  or  ever  will  handle.  Why,  I  can't 
find  half  the  goods  in  the  shop  now  for  the  number  of 
show  cards  that  are  hanging  around  here,  dangling  in 
my  eye  and  shutting  out  the  light.  Do  you  think  that 
this  store  is  for  no  other  purpose  than  to  advertise  your 

goods  and  swell  the  sale  of  your  lines?" 
"But  you  make  good  money  on  every  sale  of  our 

goods,"  protested  the  traveller. 
"Oh,  Bah!"  replied  the  Grouch. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 

Suggestions from  the 

Canadian 
Factories 

No.  328,  bedroom  suite  by  the  Knechtel  Furniture  Co.,  which  is  made  in  Empire  mahogany  flnisb. 

New  buffet  in  Queen  Anne  design,  made  by  Canada  Furniture 
Manufacturers  at  Kitchener  factory. 

11 

No.  308  (on  the  right)  and  No.  315  (on  the  left)  two  new  library  tables  by  the  Berlin  Office  &  Fixture  Co.,  Kitchener. 
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Model  50  phonograph,  oak  or  mahogany 
finish,  from  the  Regal  Phonograph 

Company,  Toronto. 

Imperial  Sonora,  made  in 
golden,  fumed,  early 
English  or  mission  oak, 
Sheraton  mahogany  or 
mahogany.  I.  Montagnes 
&  Co.,  Toronto,  are  Can- adian distributers. 
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No.  91,  lock  weave  spring  bed,  wood  frame,  finished  with  the  improved  rope  edge  and  the  latest  improved  steel  clamping 
bar.    Manufactured  by  the  Colleran  Spring  Bed  Co.,  Limited,  Toronto,  Ont. 
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Manufacturers'  Helps  for  Retailers 

CATALOGUE  OF  "OLD  HICKORY"  FURNITURE 
FROM  IMPERIAL  RATTAN  CO.,  LTD. 

The  iDiperial  Rattan  Company,  of  Stratford,  Ont.. 
have  recently  issued  an  interesting  illustrated  cata- 

logue of  their  "Old  Hickory  Porch  and  Garden  Furni- 
ture." It  gives  a  comprehensive  list  with  illustrations 

of  the  various  lines  of  this  furniture  made  by  this  firm, 
as  well  as  giving  illustrations  showing  some  of  the  at- 

tractive ways  in  which  Old  Hickory  prodvicts  can  be 
used. 

Originally,  "Old  Hickory"  was  made  for  porches 
only.  Now,  with  the  increasing  demand  for  decorative 
pieces,  it  is  used  not  only  for  porches,  but  for  laAvns, 
dens,  living  rooms,  summer  cottages,  bungalows  and 
many  other  useful  purposes. 

"THE  PRACTICAL  BOOK  ON  EARLY  AMERICAN 
ARTS  AND  CRAFTS" 

The  above  volume,  by  Harold  Donaldson  Eberlein 
and  Abbott  McClure,  will  be  of  interest  to  furniture 
dtalers  and  makers,  as  well  as  to  th?  amateur  collector. 

The  authors  are  those  who  wrote  '"The  Pj-actical  Book 
of  Period  Furniture." 

Our  forefathers  knew  how  to  make  beautiful  and 
useful  things  of  a  vast  variety,  whether  their  medium 
was  silver,  glass,  wood,  iron,  pewter,  or  paint.  Who 

has  not  enjoyed  rummaging  in  an  old  attic  and  un- 
earthing quaint  candle  sticks,  mugs  or  china  which 

belonged  to  those  forefathers  who  lived  in  a  more 
quaint,  but  in  a  no  less  comfortable  way,  than  we  do 
to-day.  From  the  pages  and  illustrations  of  this 
volume  all  rummagers,  whether  they  be  of  the  attic  or 
antique  shop  kind,  of  the  professional  or  amateur  type 
will  obtain  trustworthy  guidance  and  stimulus.  The 
work  represents  wide  research  and  original  knowledge 
in  all  lines  of  the  multiform  artistic  production,  with 
the  result  that,  the  whole  is  presented  in  a  manner 
rivalled  by  no  other  publication. 

Products  of  the  decorative  arts  afford  the  visible 

evidence  of  man's  progress  in  civilization.  If  we 
would  know  what  manner  of  men  and  women  laid  the 
foundation  of  our  country,  it  is  of  importance  to  em- 

phasize the  factors  of  their  social  existence  rather 
than  the  political  and  military  happenings.  The 
homely,  quiet  forces  are  illustrated  in  the  arts,  and 
thus  the  volume  is  a  treasure  house  for  the  true  his- 

torian as  well  as  for  the  collector. 

The  book  is  published  by  the  J.  B.  Lippineott  Com- 
pany, of  Philadelphia,  and  sells  at  $6.00  net. 

ATTRACTIVE  FOLDER  FROM  PHILLIPS  MFG.  CO, 

The  Phillips  Manufacturing  Company,  of  Toronto, 
sent  out  a  very  attractive  New  Year  folder  to  the 
furniture  trade,  in  which  they  emphasized  the  value  of 
their  copper-plated  mirrors.  Avhieh  are  protected 
against  moisture  and  all  clim.atic  influences  by  an  elec- 

tro-copper deposit  on  the  back  of  the  silvering. 

Suggestive  window  display.— Suggestion  for  a  simple,  yet  eflFective  window  display  to  promote  baby  carriage 
sales,  made  by  the  Sid  way  Mercantile  Company. 
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Our  message  for  1917  is  a 

most  significant  one 

Every  family  that  owns  a  piano  you  sold  them  is  ready  for 

a  Columbia  Grafonola. 

Every  family  that  you  failed  to  reach  with  a  piano  sale, 

you  can  reach  with  a  Columbia  Grafonola  or  Columbia 

Double-Disc  Records. 

Every  family  that  you  found  already  in  possession  of  a 

talking  machine  is  another  place  where  you  can  do  Columbia 

Record  business. 

Every  visitor  to  the  store  can  be  interested  in  Columbia 

Grafonolas  or  Columbia  Double-Disc  Records. 

Every  sale  of  a  Columbia  Grafonola  means  a  constant 

relationship  between  you  and  the  buyer,  which  produces 

record  business  all  the  time  and  is  likely  any  time  to 

produce  piano  business. 

This  is  not  the  place  to  discuss  the  actual  figures  of  the 

margin  of  profit,  but  we  can  assure  you  that  we  realize,  just  as 

you  do,  that  the  principal  feature  of  successful  selling  is 

successful  buying,  and  we  are  prepared  to  go  into  full 

particulars  with  any  piano  dealer  who  will  put  a  little  of  his 

time  against  a  little  of  ours. 

We  will  agree  to  make  the  conversation  interesting. 

Columbia  Graphophone  Company 

Factory  and  Headquarters : 

Toronto        -  Canada 
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Talking  Machines  as  Business  Builders 

By  WILLIAM  LEWIS  EDMONDS. 

WITH  every  sale  a  dealer  makes  he  should  have  in 
jiiind  at  least  one  other  thing  besides  the  im- 
medifite  j)rofit  he  makes.     And  that  one  thing 

is  the  possible  effect  that  the  transaction  may  have 
upon  future  business. 

He  is  not  a  far-seeing  business  man  unless  he  has  this 
object  in  view  with  every  sale  he  makes. 

Every  dealer  who  aims  at  rendering  a  high  measure 
of  service  to  his  customers  has  this  object  in  view.  He 
desires  to  jilease  his  customers  in  order  that  they  may 
be  induced  to  return  when  they  are  in  need  of  a  fur- 

ther supply  of  goods  such  as  he  carries  in  stock. 
But  there  are  also  certain  lines  of  merchandise  whose 

character  serves  a  similar  purpose.  That  is,  they  bring 
customers  back  for  more. 

The  goods  which  are  the  most  outstanding  in  this 
respect  are  talking  machines. 
When  a  customer  buys  a  suite  or  a  single  piece  of 

furniture  he  may,  if  the  service  rendered  is  satisfactory, 
make  subsequent  visits  to  the  store  when  further  pur- 

chases are  necessary.  But  if  he  returns  once  or  twice 
a  year  it  is  about  the  most  the 
average  customer  will  do,  for 
the  average  customer  does  not 
need  to  make  piirehases  of 
furniture  with  the  frequency 
he  does  many  other  lines  of 
merchandise. 

It  is  altogether  another  mat- 
ter in  regard  to  talking  ma- 

chines. 

True,  the  average  man  does 
not  purchase  a  new  machine  at 
short  and  intermittent  periods. 
But  if  he  aims  to  keep  his  sup- 

ply of  records  up  to  date,  he  must  necessarily  be  a  fre- 
quent visitor  to  the  i)lace  in  which  they  are  sold.  And 

if  he  is  a  faddist,  and  can  afford  to  eater  to  his  fad, 
he  will  now  and  then  discard  his  old  machine  and  buy 
a  new  one.  '  ' 

Gets  Dealer  in  Touch  with  Customers 

There  is  no  line  akin  to  the  furniture  trade  thai 
tends  to  bring  customers  to  the  store  with  the  same 
frequency  as  talking  machines  and  records. 

To  the  wide-awake  dealer  the  importance  of  this  is  at 
once  apparent.     He  intuitively  recognizes  it. 

In  the  first  place  it  affords  him  an  excellent  oppor- 
tunity for  keeping  in  touch  with  customers  without  a 

great  deal  of  effort  on  his  part.  And  in  the  second 
place  it  multiplies  his  opportunities  for  selling  the 
regular  lines  of  furniture  he  carries  in  stock.  It  is  of 
course  not  to  be  expected  that  every  time  a  customer 
enters  the  store  to  purchase  a  talking  machine  or  to 

replenish  his  supply  of  records  that  he  can  be  per- 
suaded to  purchase  something  else  as  well.  But  one 

thing  is  certain,  and  that  is  that  occasionally  he  can 
be  induced  to  do  so.  Skilled  salesmanship  can  be 
trusted  to  see  to  that. 

And  this  suggests  the  advisability  of  locating  the 
talking  machine  department  in  that  part  of  the  store 
where,  Avhile  favorable  for  this  particular  line,  it  will 
be  conveniently  situated  for  drawing  the  attention  of 

TALKING  machines  in the  retail  furniture 

store  is  a  potent  force  for 

pulling  business  in  other 

regular  lines  which  the 
dealer  carries  in  stock. 

customers  to  regular  furniture  lines.  This  might  be 
done  to  particular  advantage  when  special  sales  of  cer- 

tain lines  are  being  held. 

A  Profitable  Line 

Aside  altogether  from  the  importance  of  talking 

machines  and  records  as  business-pullers  in  other  lines, 
they  arc  in  themselves  of  sufficient  importance  to  de- 

mand the  attention  of  every  furniture  dealer. 
There  is  scarcely  any  line  which  he  can  carry  in 

stock  which  will  return  him  a  more  uniformly  good 
profit.  The  extent  of  the  profit  is  of  course  determined 
by  the  quantity  of  the  machines  and  records  pur- 

chased by  the  dealer  from  the  manufacturer,  but  even 
where  the  quantity  is  small  the  dealer  can  readily  make 
a  profit  of  fifty  per  cent,  upon  his  investment.  That 
this  is  a  profit  substantial  enough  to  attract  every  fur- 

niture dealer  there  can  be  no  doubt.  And  if  he  buys 

in  sufficiently  large  quantities  he  can  make  a  consider- 
ably higher  profit  than  even  that. 

Naturally  the  more  extensive  and  varied  the  stock  of 
talking  machines  and  records 
which  the  dealer  possesses,  the 
larger  and  more  profitable  will 
the  venture  be.  But  even  the 
small  dealer  v/hc  cannot  afford 

to  place  anything  but  a  small 
initial  order  can  purchase  in 
quantities  that  will  m.ake  the 
venture  an  attractive  one.  In 
order  to  get  a  start  a  couple  of 
machines  and  a  hundred  re- 

cords will  put  him  well  on  his 
way  to  doing  a  nice  profitable 
little  trade,  and  one  which,  as 

alreadj^  pointed  out,  can  be  made  to  assist  in  developing 
the  regular  furniture  branch  of  his  business. 

The  furniture  dealer  who  does  not  get  into  this  line 
of  business  is  making  a  serious  mistake.  The  talking 
machine  is  no  longer  an  experiment.  It  passed  the 
experimental  stage  long  ago.  and  is  destined  to  find 
a  place  in  the  average  home  almost  as  universal  as 
that  of  any  ordinary  piece  of  furniture.  The  re- 

latively low  price  at  Avhieh  it  can  be  purchased  and 
the  easy  terms  of  payment  in  vogue  assures  this.  As 
a  matter  of  fact  it  is  already  the  most  popular  musical 
instrument  on  the  market  to-day.  While  as  far  as 
its  versatility  is  concerned  there  is  no  other  instrument 
on  the  market  that  can  approach  it.  Music,  popular 
a?id  classical,  it  supplies  with  equal  readiness  and 
facility,  so  that  the  tastes  and  fancies  of  all  sorts  and 
conditions  of  people  can  be  supplied. 

Then  there  is  no  musical  instrument  which  is  so  ex- 
tensivelj'  advertised  as  talking  machines  and  records. 
The  magazines  and  newspapers  in  all  parts  of  the 
countrj^  are  flooded  with  the  advertisements  of  the 
different  manufacturing  concerns.  The  help  this  is  to 
the  retailer  in  making  sales  can  scarcely  be  overesti- 

mated. It  creates  a  desire  for  the  machines  before 
the  dealer  has  began  to  make  any  effort,  and  makes 
it  all  the  easier  for  him  when  he  does  begin  to  make 
an  effort. 

Without  some  effort  on  his  part  the  dealer  cannot, 
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Chicago  Evening  American,  Nov.  24. 

"If  there  is  a  greater  artist  than Lucien  Muratore  he  must  be  sitting 
unseen  on  the  heights  of  Olympus. 

"He  is  not  born  of  mortal  man. 
"Muratore  himself,  after  last 

night's  performance,  ceases  to  exist 
merely  as  a  man  —  a  singer  in  the minds  of  men.  Art  such  as  his  is 
truly  godlike.  About  this  decidedly 
masculine  and  thoroughly  human  tenor 
must  henceforth  linger  that  air  of 
mystery  and  romance  which  always 
surrounds  the  great  —  those  beings 
fashioned  seemingly  of  other  sub- stance than  mere  people. 
"He  was  last  night  enunciated King  of  Sung.  For  the  first  time 

Muratore  presented  to  the  public  his 
own  vocal  and  histrionic  conception 
of  Canio.  Caruso  has  seemingly 
monopolised  the  crowning  achieve- ment of  singers  in  this  role. 

"Ijucien  Muratore  took  his  crown 
away  with  a  single  effortless  essay. 

"His  Canio  is  a  masterpiece. 
"It  is  useless  to  dwell  on  tho 

boundless,  glorious  wealth  of  his 
voice.  Its  stream  of  endless  beauty 
is  richer,  fuller  than  ever  this  year 
and  in  Canio  he  sounds  accents  hith- 

erto untouched  in  the  lyric-romantic 
roles  he  generally  chooses.  His 
marvellous  tone  quality  is  carried 
from  the  lowest  to  highest  range.  Here 
is  a  tenor  who  fears  no  B  flats,  B 
naturals,  C  naturals,  and  who  never 
needs  to  transpose  his  roles.  His  vo- 
calism  was  a  revelation  of  art  joined 
to  sensibility  and  keenest  apprecia- 

tion of  the  emotional  depths  and 
dramatic  possibilities  of  his  character- i7.ation. 

"And  what  histrionism! 
"Muratore's  intelligence  stops  no- where  
"Even  I  was  not  ashamed  to  feel my  eyes  grow  moist  under  the  spell  of 

his   incomparable  art. 
"The  curtain  fell  among  thunders  of 

applause  and  cries  of  'bis'  were  so  in- sistent that  the  curtain  had  to  be 
drawn  and  the  entire  scene  repeated. 
The  orchestra  stood  applauding  as 
one  man  and  shouts  rent  the  air. 

"T.ucien  Muratore  sits  enthroned.' 

Chicago  Daily  Journal,  Nov.  24. 
"Muratore  is  the  most  astonishing 

artist  that  this  generation  has  beheld. 
"  .  .  .  .  People  have  crowded  into 

opera  houses  for  the  last  ten  years  to 
hear  Caruso  sing  'Vesti  la  giubba, '  at the  close  of  the  first  act.  It  was  bet- 

ter sung  last  night,  better  than 
Caruso  ever  sang  it  here  Un- 

questionably the  greatest  tenor  and  the 
greatest  singing  artist  in  America  is 
here  in  Chicago  to-day." 

Chicago  Examiner,  Nov.  24. 

■ 'MuratMri',  singing,  'Canio'  in  Leon- 
cav.-iUo's  'Pagliacf-i'  last  night,  creat- 

ed a  new  standard  of  sobtenoring,  to- ward which  Mr.  Caruso  of  New  York 
iniist  eontinue  to  struggle.  Mr.  Mura- 
tcre  is  uvi-K'ntly  the  poet  who  'with 
one  l>eat  of  pinions'  can  transcend  the 
ii'li  s.  By  his  li.at  <if  last  niglit  Mura- 

tore has  th  ise  who  suspected  his  high 
notes  groveling. 

"Apparently  hs  makes  the  choice 
Iietween  the  'headtones'  (pallid  finess- ing notes  by  which  one  e.xpresses  the 
lirccions  sejitiiiiMiits)  and  the  'chest 
tones'  (MIS',  flirilling  notes  by  which one  .•xin.  ss,  ̂   the  more  desperate  pas- sions) witli  lull  consciousness  of  the 
right  place  and  effect  of  each. 

"Last  night  he  ended  his  aria  on  a note  as  whole  as  a  hurricane.  It literally  swept  the  house  to  its  feet 
and  the  house  presented  the  scene, curious  in  this  metropolis,  of  the  con- tained enthusiasms  of  an  audience 
gone  mad. "T  distinctly  saw  a  gentleman  in  a 1  ox  throw  something  in  the  air,  and T  bplip\e  it  was  the  feather  boa  of 
the  lady  who  was  with  him  " 

"MURATORE" now  recognized  as  the 

WORLD'S  GREATEST  LIVING  TENOR 
Read  these  wonderful  newspaper  criticisms  of  his  latest  role : 

Chicaao  Sunday  Tribune,  Nov.  26. 

''Mr.  Muratore's  Canio  put  into  a  period  of  six  days,  more  excitement  than the  opera  had  known  in  the  preceding  six  years.  That  the  public  is  already 
reacting  to  the  Italian  diva  is  an  unmistakable  indication  at  the  box-office.  That Muratore  has  not  long  ere  this  been  of  capacity  allure  is  among  the  phenomena 
of  merchandising  entertainment.  Caruso  has  for  at  least  six  years  been  regarded 
by  the  Metropolitan  Opera  as  the  ultimate  bargain  in  singers;  he  recei\es,  I 
believe,  between  two  thousand  and  twenty-five  hundred  dollars  whenever  he  is  in 
the  cast,  and  is  held  to  be  worth  it  because  his  being  in  means  tlie  sale  i  f  e\ery 
seat.  He  is  not  the  equal  in  art  or,  perhaps,  utility,  of  the  French  singer — a 
iudgment  which  would  seem  to  require  no  argument  after  Thursday  night's  per- formance. Muratore,  therein  stepped  for  the  first  time  into  what  is,  doubtless, 
Caruso's  'best  part' — not  only  that  wherein  he  is  most  effective,  but  also  most 
popular — and  definitely  moved  the  Italian  singer  into  second  place." 

Muratore  is  only  one  of  the  world-famous  singers  who  record  their  matchless  art  on  Pathe  records  : 
Others  are  Didur,  Sammarco,  Ruflfo,  Bassi,  Giorgini,  Thibaud,  Cavalieri,  Cisneros, 
Fitziu,  the  Cherniavskys,  Note,  Boninsegna,  Ober,  Egan,  Slezak,  Ancona. 
Live  merchants  should  write  for  the  interesting  story  of  the  Pathe  and  terms  to  agents. 

Pathe  Freres  Phonograph  Co. 

of  Canada,  Limited 

Factories  and  Head  Office,  4-6-8  Clifford  Street, TORONTO,  Canada 

Western  Distributors :    R.  J.  Whitla  &  Co.,  Limited,  Winnipeg,  Man. 
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Past  the  Quarter  Million  Mark! 

TTiat  over  a  quarter  of  a  million  Sonoras  have  been  sold  in  a  few  years 

is  significant.    Sonora's  appeal  has  never  been  on  price — it  has 
been  exceptional  quality  and  extraordinary  merit  always 

^^0fg^  TOE  OMSTKUMiOT  ©IT  ©y^lLOTV  ^ 

TEN  SUPERB 

MODELS 

$62.50  $80  $100  $135  $205 
$240       $265    $300     $475  $1,500 

Manufactured  by 

Sonora  Phonograph  Corp. 
New  York 

IS  TO-DAY  THE  LEADER 

The  Highest  Class  Talking 

Machine  in  the  World 

The  public  is  buying  SONORAS  so  fast  that  the  manufactur- 
ing capacity  is  taxed  to  the  uttermost.  SONORA  dealers  are 

enjoying  a  phenomenal  business  right  now.  No  time  to  think  of 
anything  but  demonstrating,  taking  orders  and  making  deliveries. 

You,  too,  will  be  able  to  do  this  splendid  business  if 

you  sell  SONORAS! 

The  instrument,  the  sales  help,  the  guarantees,  and  the  repu- 
tation of  the  SONORA  should  have  your  careful  consideration  if 

you  wish  to  have  a  remarkably  prosperous  trade  this  year. 

Possibly  your  territory  is  still  open  and  you  can  secure  a 
SONORA  Agency.. 

Write  to-day  for  information  to 

THE  CANADIAN  DISTRIBUTORS 

1.  MONTAGNES  &  COMPANY 

RYRIE  BUILDING Shuter  and  Yonge  Streets TORONTO 

DEALERS    PROTECT  YOURSELVES 

The  Sonora  Phonograph  is  manufactured  and  sold  under  an  agreement  which  permits  it  to  operate  under  the 
great  basic  patents  of  the  phonograph  industry.  Therefore,  dealers  selling  the  Sonora  are  safe  from  trouble- some litigation. 



February,  1917 CANADIAN  PUENlTURE  WORLD  AND  THE  UNDERTAKER 37 

however,  expect  to  obtain  the  maximum  of  results  from 
handling  talking  machines.  Like  all  other  lines  of 
merchandise  they  must  be  pushed. 

Poor  indeed  will  be  the  results  if,  when  the  ma- 
chines and  records  are  taken  into  stock,  they  are 

relegated  to  some  obscure  part  of  the  store,  where  they 
are  more  likely  to  attract  dust  than  customers.  They 
must  be  kept  where  they  can  be  seen  and  heard,  and 
where  they  can  be  given  attention. 
Window  displays  should  also  at  least  occasionally 

be  made  of  them.  And  where  the  dealer  has  a  couple 
of  windows  one  of  them  might  with  advantage  be 

wholly  devoted  to  their  display,  the  display,  like  tha't 
of  any  other  line  of  merchandise,  being  regularly  and 
fretpiently  changpd.  By  the  exercise  of  a  little  in- 

genuity it  ought  to  be  possible  to  introduce  new  ideas 
vinth  each  change.  Tt  would  be  a  good  idea  to  occa- 
sionalljr  introduce  wax  figures  with  the  display.  If 
the  dealer  has  no  wax  figures  of  his  own  he  can  borrow 
them  from  merchants  who  regularly  employ  them  in 
their  displays  of  merchandise,  credit,  throiigh  the 
medium  of  a  card,  being  given  to  the  retail  merchant 
from  whom  they  have  beoi  borrowed. 

Importance  of  Advertising 

Advertising  is  another  thing  to  which  the  dealer 
should  give  attention  if  he  is  to  get  the  best  results 
from  his  talking  machine  department.  The  fact  that 
the  mannfacturer  from  whom  he  purchased  his  stock 
is  an  extensive  advertiser  is  undoubtedly  a  great  help 
to  him,  but  it  does  not  perform  that  which  he  should  do 
for  himself.  When  he  advertises  himself  he  links 

himself  up  with  the  national  advertising  which  the 
manufacturer  is  doing.  Otherwise  he  does  not,  and  con- 

sequently, cannot  reap  the  full  benefit  from  it.  Through 
the  national  advertising  which  the  manufacturer  has 

done,  nearly  all  the  people  in  the  retailer's  locality  may 
have  obtained  a  knowledge  of  the  particular  machine 
he  handles.  But  relatively  few  of  them  will  know 
that  it  can  be  purchased  at  his  store  unless  he,  through 
the  medium  of  advertising,  acquaints  them  of  the  fact. 

The  advertising  tTie  retailer  does  should  be  regular 
and  continiTous  if- the  best  results  are  +o  be  obtained 
When  he  takes  a  new  and  improved  machine  into  stock 
he  should  announce  the  fact.  He  should  do  the  same 
in  regard  to  new  records.  And  whether  it  be  a  new 
machine  or  new  records  he  should  invite  inspection. 
By  this  means  he  not-  only  increases  the  sales  in  his 
t-nlking  machine  department,  but  he  is  increasing  the 
effectiveness  of  that  department  as  an  aid  to  the  de- 

velopment of  business  in  the  regular  furniture  lines  he 

carries  in  stock.  There  is,  therefore,  a  two-fold  reason 
why  the  dealer  should  give  attention  to  the  advertis- 

ing of  his  talking  machine  department. 

mmmmmmmmtmmmm 

LABELS 

For 

Furniture 

iVIanufactur's 
In  any  size,  Shape  or  Number 
of  Colours,  Gummed,  die  cut. 

CLOTH  TAGS.  CLOTH  LABELS— ALL  KINDS 
Proofs  or  Sketches  furnished  Free  and  no 

obligation  to  order. 

LEVY  &  (S 
LITHOGRAPHERS,  PRINTERS,  EMBOSSERS 

office:  33  CHURCH  ST.        works  :  64  COLBORNE  ST. 
ESTABl.ISHliD TORONTO 

or/irt    IS  YEARS 

Model  No.  50— $45.00 
Fumed,  Golden  Oak,  Mahogany 

Model  No.  2— $25.00 
Mahogany  Finish 

IDEAL  PERFECT  TONE 

PHONOGRAPHS 

give  the  dealer  a  good  margin  of  profit,  and  the  customer  the  very  best  value  for  the  money  im  osted.  The  tone 
is  just  like  its  name,  "Perfect."  Every  instrument  is  guaranteed  for  one  j'ear,  and  a  written  guarantee  is  gi\en 
to  the  customer  at  the  time  of  purchase. 

We  have  other  models  and  will  send  literature  up  on  request. 

A  dealer  who  is  looking  for  a  good,  profitable  line  to  handle  in  his  town  "exclusively"  should  write  at.  once  to 

Regal  Phonograph  Co.      43  Queen  Street  E.,  Toronto 
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R.M.A.  to  Hold  Convention  of  Furniture  Dealers  on  Feb.  22 

The  Ontario  branch  of  the  Retail  Merchants'  Association  calling  convention 
of  retail  furniture  dealers  in  February — Some  of  the  subjects  to  be  discussed. 

PLANS  are  being  made  by  tbe  Ontario  Branch  of  the 
Retail  Merchants'  Association  for  a  convention 
of  Ontario  retail  furniture  dealers,  to  take  place 

in  Toronto,  in  February,  to   discuss   and   deal  with 
numerous  merchandising  and  legislative  matters  of  in- 

terest to  the  trade  in  Ontario. 

The  opening  day  will  be  Thursday,  Feb.  22,  and  plans 
are  now  under  way  to  secure  a  largely  attended  and 
successful  convention.  Further  particulars  with 
so7ne  of  the  subjects  to  be  discussed  will  be  sent  out  to 
the  trade  by  circular,  shortly. 

Matters  of  Interest  to  Embalmers,  Too 

Tn  view  of  the  fact  that  the  majority  of  fvirniture 
men  are  embalmers  as  well,  it  is  planned  to  have  some- 

thing along  the  embalming  line  to  interest  these  deal- 
ers. It  is  probable  that  an  afternoon  or  evening  will 

be  given  over  to  a  practical  demonstration  of  embalm- 
ing, and  eflPorts  are  now  being  made  to  secure  the  ser- 

vices of  an  expert  on  this  work,  to  take  charge  of  this 
part  of  the  convention. 

The  Ontario  Embalmers  Board  is  scheduled  to  hold 

a  meeting  in  Toronto,  on  February  20  and  21,  and 
efforts  are  being  made  to  have  them  join  in  this  event. 

Some  of  Subjects  to  be  Discussed 

That  there  are  plenty  of  subjects  relative  to  the  re- 
tail furniture  trade  that  are  worthy  of  consideration, 

is  quite  evident.  Freight  and  express  rates  is  one 
thing  that  will  be  brought  up  at  the  convention,  as 
well  as  the  matter  of  credits.  Tn  connection  with  the 

latter  some  proposed  amendments  to  the  Lien  Law  will 
be  taken  up. 

Another  matter  that  will  be  brought  up  is  that  of 
manufacturers  who  sell  outside  the  legitimate  retail 
trade,  as  well  as  that  of  employees  of  furniture  fac- 

tories who  arc  given  price  concessions  on  their  pur- 
chases, and  who  abuse  this  privilege  by  securing  goods 

for  their  friends  and  relatives  at  reduced  prices,  and 
accordingly  detrimentally  affecting  retail  dealers. 

Will  Form  Furniture  Section  of  R.  M.  A. 

These  and  other  subjects  of  interest  will  be  dealt 
with  at  the  convention,  where  it  is  proposed  to  establish 
a  separate  furniture  section  of  the  Ontario  R.  M.  A.,  to 
look  after  the  interests  of  the  retail  furniture  trade  in 
the  province.  Provincial  officers  of  the  Furniture 
Section  will  be  elected,  and  matters  that  they  are  to 
look  after,  outlined. 

As  many  dealers  as  possible  should  plan  to  attend 
this  convention,  which  will  be  held  at  the  offices  of  the 
Ontario  Retail  Merchants  Association,  at  the  corner  of 
Yonge  and  College  Streets,  Toronto,  where  there  is  a 
large  auditorium,  suited  for  such  a  convention. 

R.  M.  A.  AFTER  SMALL  DEBTS  ACT  FOR  ONTARIO 

The  Ontario  Branch  of  the  Retail  Merchants'  Asso- 
ciation Avill  take  up  with  the  Provincial  Legislature  at 

its  coming  session,  the  matter  of  a  "Small  Debts  Re- 
covery Act,"  similar  to  the  one  passed  last  year  in 

Manitoba.  The  present  Division  Court  Act  is  of  little 

assistance  or  protection  to  the  retail  merchant,  on  ac- 
count of  the  excessive  costs  of  collection  by  this  method 

— with  small  amounts — frequently  larger  than  the  debt 
it  is  desired  to  collect. 

The  R.  M.  A.  is  sending  petitions  for  a  Small  Debts 
Court  out  to  the  varioi^s  towns  for  the  local  merchants 
to  sign,  so  that  when  the  matter  is  taken  up  with  the 
(xovernment.  that  they  will  see  that  the  retail  trade  are 
anxious  to  secure  such  legislation. 

The  reasons  for  such  legislation  as  set  forth  in  the 

petition,  are : 
1.  Because  this  Act  will  enable  us  to  collect  accounts 

which  are  to-day  considered  too  small  to  place  in  the 
hands  of  a  solicitor. 

2.  Because  it  will  relieve  us  from  the  exploitation  of 

so  called  "Commercial  Adjusters"  or  "Collection 
Agency  Companies"  and  it  will  enable  us  to  do  our 
own  collecting  inexpensively  and  expeditiously. 

3.  Beeaiise  it  will  act  as  a  deterrent  to  professional 
solicitors  for  credit,  who  so  oftmi  solicit  without  any 
intention  of  paying,  as  they  count  on  the  fact  that  the 
account  being  small  they  cannot  be  made  to  pay  it. 

TO  KEEP  TRACK  OF  FAMILIES  WHO  MOVE 

A  good  deal  of  money  is  annually  lost  to  furniture 
men  through  extending  credit  to  householders  who 
move  to  another  locality  without  notifying  those  they 
owe.  Especially  in  cities,  the  number  of  people  who 
decamp  with  furniture  they  have  not  paid  for  is  quite 

large — at  least  large  enough  to  warrant  some  atten- 
tion to  means  of  avoiding  this  loss. 

The  Retail  Merchants'  Association,  in  order  to  over- 
come this  detrimental  feature  in  Toronto,  Avill  endeavor 

to  put  through  a  civic  by-law  requiring  all  furniture 
movers  and  expressmen  to  record  all  removals  that 
they  make.  With  such  information  available,  it  would 
be  an  easy  matter  for  the  dealer  to  trace  families  who 
move  away  without  paying  for  their  purchases. 

FIGHTING  UNFAIR  PURCHASING  METHODS 

The  Western  Retail  Furniture  and  Carpet  Dealers' Association  has  started  out  to  fight  several  of  the 

women's  magazines  in  the  U.  S.  because  of  these  papers 

having  opened  a  "service"  department,  which  the 
dealers  claim  is  nothing  more  than  a  feeder  for  mail 
order  houses,  the  papers  in  question  offering  to  supply 

goods  to  readers  from  any  of  the  advertisers  in  their 

pages. 
Wm.  Kilbanks,  of  IGlbanks  &  Howarth,  of  Hillsdale. 

Ont.,  who  died  recently,  was  in  business  for  over  50 

years.  The  business  has  been  bought  by  G.  G.  Smith 

&  Co.,  of  Barrie.  The  furniture  stock  will  be  moved  to 

Barrie,  but  the  undertaking  business  will  be  continued 

by  Smith  &  Co.,  as  a  branch. 
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A  Railway  Ticket 

Gets  You  Nowhere 

If  You  Take  The 

Wrong  Train — 

The  Phonola  "C" 
$32.50— Golden  Oak,  Mahogany. 

The  Phonola  "Princes*" 
$135.— Oak  and  Mahogany 

The  Phonola  "B" 
$45. — Golden,  Fumed  Oak,  Mahog<ny. 

Neither  does  the  growing  demand  for  talking  machines 

make  you  any  money  if  you  haven't  a  dependable 
make  to  offer  at  the  right  price,  with  a  generous 

dealers'  discount. 

"Phonolas"  should  be  your  first  choice.    As  musical 
instruments  of  the  highest  class  they  are  well  made  to 

the  minutest  detail— finished  from  bottom  to  top  inside 

and  out,  so  as  to  appeal 

to  the  most  exacting 

buyers. 

Pure  tone  and  absence 

of  needle-scratch  are 

synonymous  with  the 
name  Phonola.  It  has 

a  Dominion-wide  rep- 

utation for  up-to-date- 
ness and  progress. 

Phonolas  Please 

Phonolas  Satisfy 

Phonolas  Pay 

The  Phonola  "Duke" $90.— Golden,  Mahogany,  Fumed  Oak. 

The  Pollock  Manufacturing  Co.,  Ltd. 

Kitchener Canada 
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Knobs  of  News 

W.  J.  Bragg,  furniture  dealer  of  Brantford,  elected 
alderman. 

S.  T.  Wallace,  grocer  and  furniture  dealer,  Van- 
couver, has  sold  liis  furniture  stock. 

Gr.  D.  Membeiy,  of  G.  D.  Membery  &  Son,  mattress 
manufacturers,  Hamilton.  Ont.,  is  dead. 

Mr.  D.  Meretsky,  of  Meretsky  and  Gillin,  furniture 
dealers,  of  Windsor,  Ont.,  was  elected  alderman  in  tliat 
city. 

The  ratepayers  of  Owen  Sound,  Ont.,  passed  a  by- 
law at  the  recent  municipal  elections,  to  loan  $20,000 

to  the  Keenan  Woodenware  Mfg.  Co. 

R.  C.  Williams,  who  was' foriflerly' with  the  Ontario 
Spring  and  Mattress  Co.,  London,  Ont.,  has  purchased 
a  hardware  and  grocery  business  in  Brantford. 

Arthur  Standon  'is  now  representing  the  Colleran 
Spring  Bed  Company,  Ltd..  of  Toronto,  in  Eastern 
Ontario.  Eddie  Bagshaw  is  handling  the  same  line  in 
Western  Ontario,  .-.  j    ;  > 

H.  F.  S.  Dreyer,  the  home  furnisher  of  Blind  River, 

Ont.,  has  dropped'  out  of  the  furnitiire' line  for  a  time, 
and  has  piirchased  the  hardware;  bpsiness  at  Havelock, 
Ont.,  conducted  by  Geo.  Phillips  &  Son. 

J.  L.  Gordon,  of  Kamloops,  B.C.,  was  a  recent  visitor 
to  Toronto,  on  his  way  home  from  Brooldyti,  where  he 
spent  a  short  time  recuperating.  Mr.  Gordon,  to  the 
editor  of  Furniture  World,  said  he  was  enamored  with 
the  West.  He  has  l)oen  out  in  British  Columbia  now 

for  nearly  a  fpiartcr  of  a  century,  and  is  the  successor 

of  his  brother  in  the  furniture  '&nd  undertaking  busi- 
ness now  run  by  him  at  Kamloops.  ,  , 

ANNUAL  BANQUET  OF  CANADIAN  FEATHER 
AND  MATTRESS  CO 

The  fifth  annual  banquet  of  the  r-aiiadian  Feather 

and  Mattress  Co.,  was  held  at  the  Foresters'  Hall,  Col- 
lege St..  Toronto,  on  Wednesday  evening,  Jan.  17,  when 

city  furniture  dealers  and  salesmen  to  the  number  of 
about  90  sat  down  to  a  most  excellent  repast.  The 
chief  speaker  of  the  evening  was  Mr.  James  Acton,  of 

the  Acton  Publishing  Company,  who  spoke  on  "Con- 
science in  Business." 

■The  guests  were  welcomed  by  Messrs.  Smith  and 
Stevens,  of  the  Canadian  Feather  and  Mattress  Co., 
•and  impromptu  speeches  were  delivered  by  Robt.  Bur- 
■Voughes,  of  the  Burronghes  Furniture  Co..  Thomas 
New,  of  the  T.  Eaton  Company,  Robt.  Coryell,  of  the 
Adams  Furniture  Co.,  Mr.  Wilson,  of  the  Robert  Simp- 

son Co.,  and  Mr.  Lee,  of  the  Dale  Furniture  Com- 
pany. Regret  was  expressed  at  the  absence,  through 

illness,  of  Mr.  F.  C.  Burronghes,  of  the  Burronghes 
Furniture  Co.,  and  Mr.  Oscar  Johnson,  of  Washington 
&  Johnson. 

This  annual  affair  is  gotten  up  by  the  Canadian 

Feather  and  Mattress  Company,  as  the  means  of  creat- 
ing better  furniture  salesmen.  Mr.  Stnith,  manager  of 

the  company,  has  the  advancement  of  the  furniture 
business  in  Canada  much  at  heart,  and  is  to  be  com- 

mended for  his  efforts  to  advance  it. 

Mr.  Elwood  Genoa' was  tht;  T^ntertainer  of  the  even- 

ing, and  his  readings  were  much  appreciated.  The 
nine-year-old  son  of  Robt.  Muir,  of  the  T.  Eaton  Co. 
staff,  gave  a  number  of  instrumental  selections  on  the 
piano,  that  were  exceptionally  well  rendered.  He  was 
ably  assisted  by  his  mother,  in  two  duets. 

THE  FURNITURE  INDUSTRY 

The  furniture  manufacturing  industry,  which  during 
the  trade  depression  of  1914  and  1915,  suflFered  a  great 
deal  from  the  trade  depression  then  obtaining,  was 
pretty  well  restored  to  a  normal  condition  during  the 
past  year.  As  a  matter  of  fact,  largely  owing  to  a 
scarcity  of  labor,  the  demand  so  exceeded  the  supply 

that  manufacturers  were  often  at  their  wits'  end  to 
fill  orders.  As  a  consequence  probably  none  of  them 
were  able  to  promptly  handle  all  the  business  offered 
them.  In  view  of  the  small  stocks  existing  there  is 
every  indication  that  the  furniture  industry  has  a  busy 
time  before  it  for  some  time  to  come. 

So  far  the  efforts  made  in  the  direction  of  develop- 
ing the  export  furniture  trade  have  not  been  crowned 

with  success.  The  largest  manufacturers  who  have 
catered  to  it  are  the  most  pessimistic  in  regard  to  its 
future.  However,  during  the  first  six  months  of  the 
present  fiscal  year,  the  exports,  largely  on  Newfound- 

land account,  increased  nearlv  $37,000.  the  total  being 

$199,250. 

DECORATING  FURNITURE  BY  NEW  PROCESS 

Decorated  furniture  is  eomintr  in  very  strongly  in 
Canada  just  now,  and  some  fine  samples  are  being 

shown  by  Canadian  manufacturers.  Many  manufac- 
turers in  the  United  States  and  a  few  now  in  Canada, 

are  using  a  patented  process  for  reproducing  hand 

paintings  on  fiuniture,  in  the  foXTn  of  an  oil  decalco* 
mania.  This  decalcomania  is  very  different  from  the 
old  .style  of  transfer  manxifactured  for  years  by  Ameri- 

can and  foreign  houses.  In  the  first  place,  the  work 
is  done  by  photographic  process.  An  original  painting 
is  made  from  which  all  the  colors  are  separated  by  pho- 

tography. Color  plates  are  made  from  these  separa- 
tions and  are  printed  in  genuine  oils.  The  relief  and 

built-up  effects  are  produced  by  printing  the  same  color 
over  and  over  again,  one  on  top  of  the  other  until  a 
regular  body  of  oil  has  been  amassed,  which  in  reality 
is  exactly  what  occurs  in  the  operation  of  painting  by hand. 

This  process  has  made  possible  the  putting  of  the 
most  elaborate  decorations  on  furniture  which  could 
never  have  been  done  by  hand  work  owing  to  the  great 
expcTise  attached  thereto  and  the  scarcity  of  the  skilled 
labor  to  produce  them. 

LONG  DISTANCE  EUCHRE  CONTEST  AT 
STRATFORD 

A  long  distance  record  for  euchre  was  established 
during  the  recent  furniture  show  at  Stratford.  It 
appears  that  Ab.  Dunkey  and  the  wise  man  from  the 
East,  pitted  their  powers  against  Eddie  Bagshaw  and 
the  man  from  the  border  town,  in  an  interesting  game, 
in  Avhieh  no  stakes  were  apparent.  At  5  a.m.  the  game 
broke  up,  with  Eddie  and  his  partner  in  the  lead.  It 
was  surprising  how  refreshed  Ab.  and  Eddie  looked 
after  their  two  hours  sleep  tbat  morning.  Eddie 

sleeps  on  his  pullman  davenport  and  Ab.  on  his  Koehler kodav. 
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A  FURNITURE  CLASSIC" 

**  If  the  word  was  ever  used  to  describe  a  piece  of  furniture, 

I  should  sav  the  Victoria ville  Furniture  Co.'s  latest  suite, 

No.  3 1 ,  was  a  furniture  classic,"  remarked  a  consulting 
decorator — a  good  judge  of  furniture  and  furniture  styles. 

No.  31,  Den  Suite,  William  and  Mary  design 

Above,  a  picture  of  our  No.  3  1  suite,  which  is  only  one 

sample  of  our  Den  and  Dining-room  furniture.  Besides, 

we  have  a  large  and  comprehensive  line  of  carefully- 

designed,  popular-priced  suites  and  odd  pieces  in  the  best 
known  designs. 

We  are  featuring  new  designs  in  Satin  Walnut  finish. 

Write  us  now  for  our  price  list — it  will  pay  you. 

Manufactured  Exclusively  by 

Victoriaville  Furniture  Company 

VICTORIAVILLE,  QUEBEC 
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Undertakers'  Department 
Problems  affecting  the  Undertaf(ing  Profession  are  here  discussed  and  readers  are  incited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 

Hints  and  Helps 

By  Howard  S.  Eckkls,  Pli.G. 
Dean  of  Eckels'  College  of  Embalming,  Philadelphia,  Pa. 

IT  has  been  suggested  to  me  that  the  use  of  fur  rugs 
and  draperies  are  a  fruitful  source  of  the  spread 

of  contagious  diseases.  "What  is  your  opinion? 
Answer. — It  is  quite  possible,  of  course,  for  a  con- 

tagious disease  to  be  disseminated  in  the  manner 
described,  provided  that  rugs  and  draperies  are  used 
in  contagious  disease  cases.  My  personal  experience 
along  these  lines  has  been  limited,  but  I  never  have 
beard  of  a  case  where  either  rugs  or  drapery  were 
taken  into  a  home  Avhere  a  death  had  occurred  from 

such  a  cause.  In  most  places  public  funerals  are  pro- 

hibited in  cases  of  contagious  diseases.  "While  this  is 
a  regulation  which  seems  to  many  to  work  hardship, 
still  all  such  precautions  do,  in  one  direction  or  an- 

other. For  these  reasons  T  do  not  think  there  can 
be  any  just  grounds  for  criticism  of  either  rugs  or 
draperies.  Certainly  no  careful  funeral  director 
would  use  either  where  there  was  the  slightest  danger 
of  infection.  There  are  cities,  however,  Avhich  have 
absolutely  prohibited  the  iise  of  the  fur  rugs.  That 
is  a  question  for  the  local  Boards  of  Health  to  decide, 
and  is  quite  outside  my  province,  although  as  usually 
used  I  do  not  see  how  they  could  spread  infection.  In 

any  event,  it  would  be  only  a  moment's  work  to  disin- 
fect them  with  the  Formochloral  Gaseous  Disinfectant 

if  they  were  placed  inside  of  the  hearse  together  with 

the  embalmer's  kit  and  all  rid  of  germs  without  more 
trouble  than  it  takes  to  mix  a  seidlitz  powder. 

1HA"\nS  seen  several  trade  journal  articles  over  your 
signature  declaring  that  Peroxide  of  Hydrogen  is 
a  better  disinfectant  than  formaldehyde.  If  this 

be  true,  and  I  have  no  doubt,  after  reading  your  state- 
ments, that  it  is,  why  do  you  use  formaldehyde  in  your 

fluids? 

Answer. — Reason  No.  1 :  The  shipping  laws  of  many 
States  require  a  certain  percentage  of  formaldehyde  to 
be  used  in  embalming  fluid  where  a  body  is  to  be 
shipped. 

Reason  No.  2 :  Peroxide  of  hydrogen  does  not  have 

every  quality  that  formaldehyde  possesses.  It  un- 
questionably is  a  much  better  disinfectant  and  pure 

Peroxide  would  disinfect  a  body  better  than  raw 
formaldehyde  would  if  either  were  used  alone.  There 

seems  to  be  no  reason,  how^ever,  wh_v  the  embalmer 
should  not  have  the  benefit  of  the  good  qualities  of 
each. 

Reason  No.  3:  "While  rigidity  in  a  body  is  not  con- 
sidered desirable  by  most  embalraers,  firmness  of  flesh 

is.  Therefore,  if  wc  incorporate  in  a  peroxide  fluid 
enough  formaldehyde  to  produce  firmness  without 
rigidity  we  would  seem  to  have  attained  every  possible 
good  result  without  any  bad  ones. 

Reason  No.  4:  The  practicability  of  an  embalming 
fluid  is  dependent  more  upon  the  careful  and  scientific 
blending  of  many  ingredients  than  upon  the  individual 
merits  of  any  one.  Peroxide  of  hydrogen  has  more 
good  points  than  any  other  one  chemical,  but  I  can  see 
no  reason  why  on  this  account  I  .should  not  give  my 
patrons  the  benefit  of  whatever  scientific  knowledge 
and  experience  I  may  have  by  incorporating  in  my 
fluids  and  scientifically  blending  with  the  peroxide  any 
other  chemicals  which  experience  has  taught  me  will 
be  beneficial. 

IN  a  blood-poisoning  case  which  I  had  recently.  I  had 
I     a  rather  unpleasant  experience  and  one  which. 

moreover,  gave  me  considerable  trouble.  The 
reason  I  am  unable  to  fathom,  although  doubtless  it  is 

simple  enough.  "Will  you  kindly  try  to  put  me  straight? After  injecting  three  pints  of  fluid  the  fluid  began  to 
come  through  the  mouth.  What  was  the  reason  for 
this? 

Answer. — The  probabilities  are  that  your  trouble  was 
caused  by  a  too  rapid  injection  of  the  fluid.  The 
difficulty  of  which  you  complain  very  seldom  arises 
whei'e  a  considerable  length  of  time  is  taken  with  the 
injection.  Too  much  pressure  is  very  apt  to  rupture 
some  of  the  smaller  blood  vessels  of  the  hangs  and  to 
permit  the  flow  of  fluid  therefrom.  If  you  will  use 
less  speed  in  any  siich  cases  in  the  future  I  think  I  am 
safe  in  predicting  that  you  will  not  only  find  no  such 
escape  through  the  mouth,  but  a  nmeh  more  thorough 
and  even  distribution  of  the  embalming  fluid,  and  cor- 

sequejitly  perfect  preservation  and  a  far  better  cos- metic eflPect. 

WHAT  time  do  you  think  an  embalmer  should  de- 
mand in  preparing  a  shipping  case — that  is. 

what  time  should  elapse  before  it  is  sent  awav? 

Answer. — This  is  rarely  altogether  within  the  con- 
trol of  the  undertaker,  but  wherever  practical,  it  is 

bettor  to  take  as  near  two  days  as  possible.  This  gives 
the  shipping  director  an  opportunity  to  observe  his  ease 
closely  and  to  make  a  second  injection  of  fluid  when- 

ever necessary.  Indeed,  if  the  body  is  to  be  carried 
for  a  very  great  distance  it  rarely  is  safe  to  send  it 
away  Avith  a  single  injection.  Preferably  both  injec- 

tions should  be  made  with  extreme  slowness.  The 

proj)osition  which  faces  a  shipping  director  is  entirely 
ciiff^erent  from  the  one  he  encounters  where  the  body 
remains  perfectly  quiet  up  until  within  a  few  hours  of 
burial.  It  easily  may  happen  that  a  body  which 
seems  in  a  perfect  state  of  preservation  for  five  days 
under  norm..al  circiimstances  might  go  to  pieces  in  48 
hours  if  subjected  to  the  jolting  and  vibratory  motion 
of  a  railroad  train.  When,  however,  the  injection  has 

been  made  very  slowly  and  any  re-injection  also  with 
extreme  care,  it  is  safe  to  assume  if  good  embalming 
fluid  has  been  used  that  the  body  will  ship  anywhere 
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and  will  remain  in  perfect  condition  permanently.  It 
is  impossible  to  tell,  however,  whether  a  thoroughly 
satisfactory  circulation  has  been  secured  at  the  first 
injection  urtil  a  suificient  time  has  elapsed  to  make 
visible  at  least  some  of  the  smaller  signs  of  imperfect 
circulation. 

A MAN  weighing  about  250  pounds,  aged  about  50, 
while  intoxicated,  stumbled  almost  directly  in 
front  of  my  office  the  other  day,  and  fractured 

his  skull,  dying  shortly  after  he  was  carried  into  my 
establishment.  Nothing  was  done  to  the  body  for 
about  five  hours,  or  until  his  family  could  be  notified. 
They  left  the  case  in  my  hands  and  directed  the  body 
TO  be  embalmed.  The  stomach  already  was  filled  with 
gas  and  the  feet  and  lower  part  of  the  legs  were  much 
swollen  ̂ vith  water.  Purging  was  going  on  and  the 
odor  was  extremely  offensive.  I  immediately  injected 
the  cavities  and  saturated  heavy  cloths  with  embalming 
fluid  and  placed  them  upon  the  face,  shoulders  and 
around  the  upper  part  of  the  body.  These  - cloths  T 
kept  well  soaked,  but  the  following  morning  the  skin 
was  slipping  very  badly.  I  always  have  been  in  the 
habit  of  embalming  bodies  in  this  way  and  never  be- 

fore experienced  any  such  trouble. 

Answer. — If  you  have  embalmed  many  bodies  in  the 
manner  described  without  experiencing  even  more 
serious  trouble  than  outlined  in  your  letter  you  have 
been  an  extremely  fortunate  man.  The  method  you 
describe  is  rudimentary  to  the  last  degree.  Cavity 
embalming  is  not  sufficient.  The  arteries  should  by 
all  means  have  been  injected  and  the  blood  and  drop- 

sical fluid  drained.  Many  quarts  of  blood  and  serum 
should  have  been  withdrawn  from  a  body  of  the  size 
and  condition  described,  while  apparently  you  did  not 
withdraw  any  or  practically  none.  Injection  of  the 
cavities  alone  is  a  very  crude  method,  and  while  as  a 
supplementary  precaution  it  is  all  very  well,  it  is  far 
from  adequate.  Proper  arterial  embalming  enables 
the  fluid  to  reach  every  part  of  the  organisms,  feeding 
the  capillaries,  saturating  flesh  and  fibrin,  imparting 
firmness  to  the  muscles  and  protecting  the  skin.  Ex- 

ternal applications  through  the  medium  of  saturated 
cloths  seldom  are  effective  for  preservation,  although 
sometimes  they  do  assist  in  securing  cosmetic  effect. 
Bodies  of  infants  may,  indeed,  be  preserved  in  this 
manner,  but  even  then  it  is  seldom  resorted  to  by  really 

expert  and  scientific  embalmei-s  unless  they  already 
have  experienced  great  difficulty  in  injecting  the  art- 
er-ies.  There  is  no  scientific  reason  why  arterial  em- 

balming may  not  be  as  well  done  with  the  bodies  of 
infants  as  with  those  of  adults,  although  practically  it 
sometimes  is  found  inadvisable  on  account  of  the  great 
length  of  time  that  might  be  consumed  under  some 
peculiar  or  special  circumstances. 

COFFIN  WOOD  FROM  JAPAN 

One  of  the  princii)al  commodities  that  is  being  ex- 
ported from  Japan  at  the  present  time  to  the  battlefields 

of  Europe,  is  the  material  for  making  coffins  in  which 
to  place  the  bodies  of  the  dead  soldiers,  and  Japan  is 
doing  a  fine  business  just  now  along  that  line.  It  has 
been  found  that  the  wood  the  Japanese  send  to  Europe 
is  more  suitable  for  the  making  of  coffins  than  any 
other  that  can  be  obtained  and  for  that  reason  lumber- 

men of  the  Oriental  kingdom  are  doing  a  flourishing 
business  and  expect  to  be  in  a  position  to  keep  up  the 
supply  as  long  as  the  demand  lasts.. 

EARLY  DAYS  of  C.E.A. 

During  the  past  couple  of  months  we  have  been  pub- 
lishing articles  on  the  early  days  of  the  Canadian  Em- 

balmers'  Association,  and  they  have  proved  very  in- 
teresting to  readers.  We  are  therefore  continuing 

them.  Last  month  we  published  the  constitution  of 
the  organization,  while  this  month  we  are  giving  the 
first  twelve  of  the  By-laws.     The  others  will  follow. 

By-Laws 
Article  1.  It  shall  be  the  duty  of  the  President  to 

preside  over  all  meetiugs  of  the  Association.  He 
shall  enforce  a  strict  observance  of  the  Constitution 

and  By-Laws,  decide  all  questions  according  to  parlia- 
mentary usage.  He  shall  appoint  all  committees  un- 

less otherwise  ordered.  He  shall  have  the  casting  vote 
in  case  of  a  tie.  and  a  general  supervision  of  the  affairs 
of  the  Association. 

Article  2.  It  shall  be  the  duty  of  the  Vice-Presidents 
to  assist  the  President  in  the  discharge  of  the  duties  of 
his  office,  and  in  case  of  absence,  death  or  resignation 
of  the  President,  they  shall  act  as  President,  having 
preference  in  order  of  their  election. 

Article  3.  It  shall  be  the  duty  of  the  Secretary  to 
attend  all  meetings  of  the  Association,  keen  a  correct 
record  of  the  minutes  of  each  meeting,  and  a  correct 
record  of  all  officers  and  members  of  each  meeting,  to 
keep  a  correct  record  of  the  accounts  of  the  Associa- 

tion, to  pay  over  all  moneys  received  by  him  to  the 
Treasurer,  taking  his  receipt  therefor,  and  to  perform 
all  other  duties  that  may  belong  to  him  by  virtue  of  his 
office,  and  for  his  services  shall  receive  the  sum  of  $100 annually. 

Article  4.  It  shall  be  the  duty  of  the  Treasurer  to 
make  a  full  report  of  the  fiscal  affairs  of  the  Associa 
tion  at  each  annual  meeting.  The  money  received  by 
him  shall  be  paid  out  only  by  a  vote  of  the  Association 
or  order  of  the  President,  authorized  by  the  Secretary, 
and  he  .shall  give  such  bonds  as  the  Association  may 
direct. 

Article  5.  The  Executive  Committee  shall  have 

charge  of  all  preliminary  arrangements,  and  shall  pre- 
pare the  business  of  each  annual  meeting,  and  perform 

such  other  duties  as  they  may  from  time  to  time  deem 
for  the  best  interests  of  the  Association.  And  they 
shall  also  constitute  a  Grievance  Committee,  whose 
duty  it  shall  be  to  take  action  on  all  grievances  reported 

to  them  by  the  Secretary  as  soon  as  practicable,  re- 
porting their  decision  to  the  Secretary ;  their  decision 

being  final  and  can  only  be  reversed  by  the  action  of 
the  Association  in  Convention  assembled;  and  to  keep 
a  correct  record  of  their  actions  and  to  report  at  each 
annual  meeting. 

Ar'tiele  G.  There  shall  be  a  Standing  Committee  con- 
sisting of  five,  on  Constitution  and  By-Laws  and  Fin- 

ance, and  all  matters  relating  to  those  subjects  shall  be 
referred  to  these  Committees  for  report. 

Article  7.  This  Association  will  sustain  any  and 
all  its  members  in  good  standing,  in  the  discharge  of 
their  duties  towards  one  another,  and  protect  their  in- 

terests from  iinprofessional  conduct  by  a  brother  Un- 
dertaker or  Manufacturer,  who  may  violate  the  rules 

or  regulations  ot  this  Association. 
Article  8.  All  applications  for  membership  shall  be 

made  in  writing^  upon  blanks,  furnished  by  the  Seere- 



44 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER February,  1917 

tary  for  that  purpose,  and  shall  be  presented  to  this 
Association  at  any  regular  meeting,  and  by  receiving  a 

■  two-thirds  vote  of  the  members  present  at  each  meet- 
ing he  shall  be  elected,  providing  he  shall  comply  with 

the  By-Laws  of  this  Association. 
Article  9.  All  Undertakers  engaged  in  the  Under- 

taking Business  in  their  own  name,  at  the  present  time 
(July  8rd,  1S84,)  in  the  Province  of  Ontario,  shall  be 
eligible  for  membership,  who  is  of  good  moral  char- 

acter, and  who  is  provided  with  the  necessary  stock  and 
equipments  to  professionally  perform  his  duties. 

Article  10.  Each  and  every  party,  or  parties,  who 
may  after  this  date  start  business  as  Undertakers  with- 

in the  jurisdiction  of  this  Association,  may  become 
members  by  making  application  to  the  Secretary  and 
paying  the  sum  of  $25  dollars,  and  shall  be  approved 
by  at  least  three  out  of  four  of  the  nearest  members  of 

this  Association  in  good  standing  to  the  applicant's 
proposed  place  of  business,  and  receiving  the  approval 
of  the  Executive  Committee. 

Article  11.  Each  new  member  when  first  starting 
business,  shall  within  sixty  days  after  his  admission 

iuto  the  Association,  carry  a  stock  of  undertakers'  sup- 
plies ;  such  as  caskets,  coffins,  robes,  linings,  hardware, 

etc.,  worth  not  less  than  $500  clear  of  all  encumbrances. 
He  shall  also  be  required  to  build  or  purchase  a  hearse 
within  six  months  after  his  admission.  Any  new  mem- 

bers not  complying  with  the  Article  shall  be  dropped 
from  membership. 

Article  12.  Firms  composed  of  more  than  one  mem- 
ber, can  be  admitted  to  the  meetings  of  this  Associa- 
tion, but  will  have  only  one  vote.  Members  may  be 

present  in  person  or  be  represented  by  proxy,  said 
proxy  to  be  associated  with  him  as  an  assistant  under- 

taker, and  a  member  of  this  Association;  and  where 
the  membership  is  composed  of  a  firm  of  more  than  one 
member,  but  one  of  said  firm,  or  their  assistants  shall 
be  allowed  to  vote  or  take  any  part  in  the  business  of 
the  meeting. 

Conducting  a  Funeral 

LAST  month,  in  answer  to  a  request  from  a  sub- 
scriber, we  gave  some  interesting  and  valuable 

hints  and  suggestions  on  conducting  a  funeral. 

We  dealt  with  "The  first  call,"  "Funeral  directing," 
and  "Large  church  funerals."  This  month  we  fur- 

ther continue  the  subject. 
Service  at  the  House 

Arrange  your  chairs  so  as  not  to  crowd  the  mourn- 
ers and  clergyman  at  the  time  of  services.     Put  the 

relatives  at  the  head  of  the  casket  if  possible.  If  you 
have  a  choir  see  that  they  are  in  reach  and  touch  with 
the  clergyman  in  case  he  wants  a  certain  hymn  or 
selection  that  the  family  may  prefer.  If  room  permits 
it  is  well  to  reserve  the  room  where  the  remains  are  in 
for  relatives,  and  the  adjoining  room  for  the  friends. 
If  you  have  a  profusion  of  flowers  always  place  the 
ones  from  the  family  nearest  the  ca.sket.  I  myself  do 
not  like  the  idea  of  putting  flowers  on  the  casket  if  I 
can  avoid  it,  as  they  dampen  and  soil  either  polished  or 
cloth  caskets,  and  more  or  less  hide  the  design  on  your 
case.  Make  a  background  of  your  flowers  behind  and 
around  the  two  ends.  It  is  well  to  mix  your  flowers 
with  palms  or  evergreen  so  as  to  break  up  that  cluster 
of  sameness.  Of  course  this  is  optional  with  you.  It 
is  better  if  you  can  persuade  the  relatives  to  take  leave 
an  hour  or  so  before  the  service.  If  they  insist  on  re- 

maining vmtil  the  service  is  over,  then  remove  the  lid 
of  your  casket  so  as  the  relatives  will  not  require  a 
step-ladder  to  reach  the  loved  one.  as  you  know  some 
of  the  caskets  are  very  deep  and  it  is  very  difficult  for 
aged  people  to  reach  the  remains  through  the  face  plate 
only  to  take  a  last  farewell.  By  removing  the  lid  you 
do  away  with  stools  and  chairs  for  people  to  kneel  on 
in  taking  leave  of  the  remains.  After  they  are 
through,  ask  the  friends  if  they  wish  to  view  the  re- 

mains, see  that  no  confusion  occurs  in  the  blocking  of 
doors,  passages,  etc.,  then  I'emove  all  cards  from  flow- 

ers, and  carry  them  to  the  carriages.  At  this  time  you 
can  place  the  flowers  from  the  immediate  relatives  on 
top  of  your  casket.  Do  not  carry  them  like  a  lot  of 
cordAvood  and  do  not  r\m  up  and  down  the  steps  in 
doing  so,  as  I  have  seen  some  people  do,  move  about  in 
that  spirit-like  way,  not  too  fast  and  not  too  slow.  Be 
smooth,  quiet,  place  your  bearers  in  a  place  where  they 
can  render  you  assistance,  for  some  times  you  and  your 
assistants  have  all  you  can  do  under  the  weight.  Have 
your  carriages  arranged  so  as  to  have  no  confusion 
when  leaving  the  house.  Place  the  minister  in  his  car- 

riage, then  your  pall  bearers,  then  proceed  to  the  inner 
door  of  the  residence  and  call  the  name  that  is  on  your 
carriage  list,  while  your  assistants  see  that  they  are 
comfortabh^  seated  in  the  carriage. 

Canadian  School  of  Embalming 
Instruction  in   Practical  Embalming'  and  Funeral  Directing 

PREPARATION  FOR  EXAMINATIONS 
New  Addrau 

R.  U.  STONE  525  Sherboume  St. 
Principal  Toronto 

Undertakers  Work  A  Specialty 

Look  at  this  car.  It  is  the  kind  of  a 
funeral  car  that  will  make  an  impression 
and  set  your  whole  town  talking.  People 
will  stop  and  admire  it  on  the  street,  and 
it  may  bring  you  new  business  from 
families  you  never  expected  to  get. 

We  also  manufacture  Undertakers' 
Carriages,  Motor  Wagons,  etc. 

Drop  us  a  card  for  prices 

WM.  H.  WATTMAN 
237  Mutual  Street TORONTO,  OnUrio 
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Maxwell  Sanitary  Steel  Vaults 

Our  Customers  are  Assured  of  Superlative  Qyality  and  Prompt  Delivery. 

Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned.  Design  and  Construction  Unequaled. 

Carried  in  Stock  Leading  Jobbers. 

Maxwell  Ambulance  Transfer  Case 

For  the  Handling,  Removal  and  Transportation  of  Bodies.    An  Indispensable 

Adjunct  to  the  Modern  and  Progressive  Undertal^er. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practical 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 

Intide  Oimentions:  73  in.  long,  20  in.  wide,  15  in.  deep. 

Prices:  With  Tray  $25.00;  Without  Tray  $23.00;  Tray  Alone  $4.00 

Sold  by  all  leading  jobbers.     Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.  Y. 
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Importance  of  Our  Calling 
By  Robert  R.  Loddan,  F.L.C.E. 

Editor's  Note — The  following  address  was  delivered 
by  Robert  R.  Loudan,  F.L.C.E.,  of  Armagh,  Ireland, 
before  the  Belfast  and  North  of  Ireland  Funeral  Un- 

dertakers' Association,  on  his  return  from  a  visit  to 
Canada,  where  he  attended  the  annual  convention  of 

the  Canadian  Erabalmers'  Association.  His  remarks 
will  be  particularly  interesting  to  readers,  because  of 
his  references  to  Canada. 

Mr.  Loudan  is  a  fully  qualified  erabalmer — ^the  only 
one  in  Ireland — and  is  a  graduate  of  the  London  (Eng- 

land) College  of  Embalming.  He  has  done  much  for 
the  profession  in  Ireland.     His  address  follows: 

Mr.  President  and  Gentlemen, — It  gives  m.e  pleasure 
to  address  you  to-day,  and  although  I  purpose  dealing 
only  with  elementary  matters  connected  with  our  pro- 

fession, yet  I  trust  what  I  endeavor  to  put  before  you 
will  be  beneficial.  Our  business  is  legitimate  and  there- 

fore of  importance  to  the  world  in  which  we  live.  Ours 
is  a  business  that  is  bound  to  come  into  the  life  of 
almost  every  man  and  woman  at  some  time.  Therefore 
the  importance  of  our  calling  is  clear  to  any  thinker. 
We  are  brought  into  the  family,  when  one  of  the  most 
sensitive  and  sentimental  parts  of  our  beings  is  touched. 
A  father,  or  mother,  or  child,  son  or  daughter  has  been 
called  away  by  death;  all  the  feelings  of  nature  are 
stirred  more  or  less.     We  are  expected  for  the  time 
being  to  become  the  friend  of  the  bereaved.     The  doc- 

tor and  clergyman  have  passed  off  their  duties,  and 
their  work  is  practically  over.      Now  the  question 
arises  what  is  to  be  done  with  the  remains  of  the  loved 
one.     The  friends  can  keep  it  no  longer,  only  a  few 
days  more,  and  hence  we  in  our  business  are  called  in. 
And  then  what  should  become  the  important  question 
with  us  in  our  profession  is — How  can  I  carry  out  my 
part  properly,  and  how  can  I  best  meet  the  require- 

ments of  those  immediately  concerned?    This  in  itself 
is  no  small  question  for  the  undertaker.     We  there- 

fore require  in  the  first  place  to  know  what  is  wanted, 
and  learn  of  those  in  charge  what  is  required.  This 
being  done  we  then  suggest  that  the  remains  be  seen 
and  if  possible  find  out  the  cause  of  the  death ;  it  may 
be  a  very  urgent  case  and  if  so  will  need  immediate 
attention  for  the  sake  of  all  concerned.  (Dropsical 
cases,  for  instance,  must  be  seen  to  at  once  and  the  ne- 

cessary precautions  applied.')    Having  made  sure  that 
the  body  is  made  presentable  and  as  lifelike  as  possible, 
removing  anything  unpleasant  about  the  features  so 
that  the  friends  may  look  on  the  beloved  form  and 
think  of  them  after  the  interment  and  remember  them 

what  they  were  like  in  life.     The  professional  under- 
taker should  not  have  to  hurry  up  his  work  as  is  often 

the  case,  and  close  up  the  casket  in  order  to  hide  from 
view  what  was  a  few  days  previoiisly  living  and  part 
of  themselves.     The  undertaker  who  studies  these  mat- 

ters and  makes  it  his  business  succeeds.      If  on  the 
other  hand  carelessness  is  exhibited,  unsatisfactory 
reflections  are  expressed  for  years  afterwards.  At 
this  time  it  may  be  necessary  to  emphasize  the  fact  that 
the  up-to-date  undertaker  is  a  sanitarian  and  that  of  no 
mean  order.     He  should    understand    the  cause  of 
disease,  he  should  know  the  human  frame  and  be  able 
to  meet  any  exigency  that  may  arise  in  his  profession. 
So  that  brings  us  to  the  important  question  of  the 

higher  education  of  our  members.  We  remember  the 
past,  say  thirty  years  ago,  when  the  disposal  of  our 
dead  was  carried  out  under  very  crude  conditions. 
Ask  yourselves — Would  this  do  to-day?  Now  what 
looms  before  my  mind  is  when  every  other  profession 
has  progressed  and  developed,  and  its  members  eagerly 
sought  after  the  best,  we,  I  fear,  have  not  been  so 
energetic.  V/hy  should  we  not  have  the  best  known 
methods?  I  am  strongly  convinced  that  it  is  a  far 
more  important  matter  to  see  after  the  initial  stages, 
including  principally  the  preparation  of  the  body  prior 
to  interment.  ft  is  true  we  have  made  considerable 
advance  as  far  as  the  outside  is  concerned,  both  in 
horse  and  motor  transportation,  and  rightly  so,  but  as 
far  as  the  sanitary  and  hygienic  preparation  of  the  re- 

mains it  is  just  where  it  was  thirty  years  ago.  I  am 
sure  there  is  not  a  member  here  that  has  not  frequently 
met  with  cases  where  they  knew  not  how  to  act  and  so 
protect  the  bereaved  and  humanity  itself  from  not  only 
the  dangers  but  strikingly  unpleasant  conditions  that 
abound,  his  only  safety  being  to  luirry  matters  up.  Now 
this  shoixld  not  be.  We  ought  to  know,  and  there  is  no 

Robert  R.  Loudan,  F.L.C.E. 
Of  Armagh,  Ireland,  who  visited  Canada 
this  year,  and  delivered  the  accompany- 

ing address  on  his  return  to  Ireland. 

reason  in  the  world  why  we  should  not  thoroughly  un- derstand what  to  do.  In  Canada  and  the  United 
States,  take  the  ordinarj^  everyday  undertaker,  we 
would  have  no  standing  alongside  of  him.  In  those 
countries,  the  undertaker  and  embalmer  is  acknowl- 

edged by  the  State  and  must  pass  his  examination, 
have  his  license  and  hold  his  diploma  before  he  can 

cany  on  his  profession.  Our  business  is  honorable 
and  ought  to  be  carried  out  on  the  best  lines  known. 
The  first  question  should  not  be,  how  will  this  pan  out 
financially,  your  work  is  what  tells,  and  we  have  every 
right  legitimately  to  be  compensated  for  our  work  and 
(^nergy,  and  our  fees  are  just  as  legal  as  any  other  pro- 

fessional man.  A  pertinent  question  that  faces  me  at 
the  mo.Tient  is — Is  our  business  merely  a  trade  or  a  pro- 

fession? If  it  is  only  a  trade  it  means  we  have  a 
coffin  to  sell  and  a  motor  hearse  or  horse  to  hire,  and 
it  ends  there.  But,  if  on  the  other  hand  we  make  it  a 

profession  it  goes  beyond  this  and  the  professional  goes 
ahead:  he  thinks;  he  is  alive  to  the  best;  he  improves. 
The  tradesman  has  only  one  idea,  to  sell  his  goods; 

the  professional  goes  further  and  says — Can  I  help! 
can  I  so  get  through  my  work  that  the  friends  and 

humanity  may  be  the  better?  can  I  help  to  remove  un- 
sanitary conditions  and  stop  the  spread  of  disease? 

Professor  Charles  Dhonau,  of  America,  once  said,  "The 
professional  undertaker  goes  about  his  work  Avith  his 
first  thought,  Can  I  alleviate  the  anguish  of  the  passing 

moment  and  present  the  beloved  dead  in  a  natural  con- 

dition."   I  repeat  again  that  every  progressive  under- 
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A', 
Central  Caskets  for  ResJf  Quality 

No.  300  Elliptic  Half  Couch  Casket 

There  is  a  touch  of  distinctiveness  and  artistic  beauty  found  in  the  Central 
Line  that  makes  its  own  appeal  to  your  trade.  Better  carry  these  quality 
goods  in  stock,  especially  when  they  cost  no  more  than  the  ordinary  kind. 

CENTRAL  CASKET  COMPANY.  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  22 1  Fern  Ave.,  Toronto 
Telephone  126 Telephone  Parkdale  3257 

SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 

CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 
and  why  YOU  Should  Use  It! 

It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 

portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 

balming Fluid. 

We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 

balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 

tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 

which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 

sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 

Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made 

H.  S.  ECKELS  &  COMPANY 

221  FERN  AVENUE 

TORONTO,  ONTARIO,  CANADA 
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taker  will  see  to  it  that  when  his  services  are  required 
he  is  fully  competent  and  thoroughly  understands  his 
duty  in  order  to  carry  out  the  sacred  trust  that  is  put 
upon  him,  to  reverentially  take  care  of  and  dispose  of 
the  departed.  I  may  mention  here  that  the  formation 
of  a  class  is  contemplated,  and  if  it  meets  with  the  ap- 

proval of  our  Association  will  soon  be  formed  for  the 
teaching  of  the  art  of  embalming,  and  higher  methods. 
I  venture  to  prophesy  before  long  in  our  new  Avorld 
after  this  war  is  over,  the  health  authorities  will  re- 

quire every  undertaker  to  qualify  and  hold  his  license 
and  diploma  before  he  can  carry  on  his  profession. 

To  revert  to  our  subject.  Supposing  the  ordinary 
undertaker,  who  knows  how  to  construct  and  upholster 
a  casket,  turn  out  his  hearse  and  carriages,  was  asked 
would  he  see  after  the  sanitary  disinfection  of  a  body 
and  make  it  and  the  death  chamber  impossible  to 
spread  diseases  contagious  or  infections,  would  he  be 
prepared  to  do  this  simple  matter?  Would  he  know 
how  to  make  matters  safe  so  that  a  medical  man  could 
pass  it?  How  many  have  the  intelligence  to  carry  work 
like  this  through  satisfactorily,  or  would  be  like  a  man 
without  his  full  equipment.  These  are  pertinent  but 
important  questions  for  an  undertaker  to  ask  himself. 
These  remarks  should  help  to  impress  on  us  the  im- 

portance of  our  calling  and  urge  us  on  to  higher  meth- 
ods which  our  profession  and  humanity  lawfully  de- 

mand. 

In  closing  7  desire  to  thank  you  for  your  considera- 
tion and  I  trust  my  remarks  will  be  of  some  service  and 

show  us  the  necessity  of  being  fully  up-to-date. 

MANY  CANADIANS  AT  EMBALMING  LECTURES 
AT  BUFFALO 

The  annual  series  of  lectures  and  demonstrations  put 
on  by  the  Central  Casket  Co.,  were  held  at  Buffalo, 
Jan.  2  to  5,  and  drew  the  largest  and  most  enthusiastic 
audience  since  the  inception,  which  speaks  volumes  for 
Prof.  H.  S.  Eckels,  of  Philadelphia,  to  attract  such  a 
gathering  just  at  that  time  of  year,  and  who  in  his 
usual  thorough,  scientific,  practical  and  gentlemanly 
manner,  held  the  undivided  attention  of  his  listeners, 
with  another  session  of  high-class  lectures. 

R.  S.  Flint  and  J.  A.  McLaughlin,  representatives  of 
the  Canadian  Branch  of  the  firm,  were  on  hand,  to  look 
after  the  Vv'elfare  of  the  Canadian  visitors  who  were 
taking  advantage  of  the  opportunity  to  gain  further 
knowledge  in  the  science  of  embalming. 

There  were  about  325  visitors  in  attendance,  includ- 
ing several  lady  embalmers,  and  among  the  Canadians 

noticed,  were :  N.  A.  Craig,  Toronto ;  R.  U.  Stone,  To- 
ronto;  C.  A.  Connors,  Toronto;  F.  B.  Myers,  Toronto; 

W.  W.  Deavitt,  Toronto;  A.  McCabe,  Toronto;  F.  J. 
McArthur,  Cobourg;  E.  F.  Best,  Simcoe ;  Jos.  Taylor, 
Tilsonburg  ;  J.  T.  Romp,  Fonthill ;  Chris.  Dreisinger, 
Elmira;  R.  S.  Disney  and  F.  A.  Letcher,  Port  Perry; 
Geo.  Sutherland.  Welland;  G.  A.  Hicks,  Smithville ; 
Wm.  Dwyer,  Haiuilton;  Harry  Dell,  Ridgeway;  J.  J. 
Attwood,  Bridgeburg;  D.  A.  Bonesteel,  IngersoU ;  J. 
Carscallen.  Napanee;  John  Kalbflieseh,  Tavistock; 
Robt.  A.  Breekeuridgc,  Owen  Sound;  Jos.  Imla,  Belle- 

ville ;  C.  J.  Heaslip,  Hagcrs^  ille ;  S.  A.  Hewitt,  Mitchell ; 
0.  T.  Ball,  Ayr;  Jas.  OTIagan,  Canadian  Furniture 
World  and  The  Undertaker. 

The  affair  this  year  attracted  the  attention  of  the 
Buffalo  Courier,  who  sent  their  official  photographer 

down  to  get  a  group  view,  and  the  reproduction  ap- 
peared in  the  following  Sunday  illustrated  section. 

Mr.  R.  U.  Stone,  of  Toronto,  was  called  on  by  Prof. 
Eckels,  and  in  his  speech  proved  himself  worthy  to 
stand  beside  any  lecturer ;  with  his  high  ideals,  simple 
demeanor,  and  absence  of  bluster  he  surely  convinced 
the  audience  of  his  sincerity  of  purpose  in  this  work, 
and  the  proof  of  the  fact  that  the  best  methods  were 
the  easiest,  safest  and  most  profitable.  Anyone  who 
has  heard  Mr.  Stone  can  readily  understand  why  the 
business  he  is  at  the  head  of,  is  prospering  and  will 
continue  so,  as  thf^y  can  tell,  he  is  building  on  the  firm 
and  solid  foundation  of  real  efficiency  and  service. 

Prof.  C.  A.  Genun.g,  of  Waterloo,  N.  Y.,  dropped  in, 

and  addi'essed  the  gathering  several  times. 
Mrs.  Chandler  handled  the  buffet  luncheons  in  the 

same  excellent  manner  by  wliich  she  has  won  the  regard 
of  all  v^bo  have  ever  attended. 

On  Friday  evening,  the  Canadian  delegation  enter- 
tained Mr.  and  Mrs.  Chandler  to  dinner,  and  the  boys 

say  that  a  most  enjoyable  evening  was  spent. 
Altogether  the  visitors  had  a  most  profitable  and  en- 

joyable time,  and  it  is  assured  that  next  year  the  rep- 
resentation from  Canada  will  be  such  that  will,  make 

the  affair  really  international. 
Mr.  Chandler  and  his  firm  are  to  be  congratulated  on 

their  efforts  and  the  increased  success  of  their  conven- 
tion. 

Gossip  of  the  Profession 

Preston  Thompson  has  taken  a  position  with  ".Stone," 
Undertakers,  Toronto. 

N.  P>.  Cobbledick,  East  Toronto,  has  recovered  from 
a  severe  cold,  which  confined  him  to  the  house. 

C.  A.  Connors,  of  Toronto,  has  put  in  commission  a 
fine  combination  motor  waggon  and  funeral  car. 

In  the  recent  fire  in  the  casket  factory  owned  by 
Bertram  S.  Jewell,  of  Vancouver,  B.C..  the  loss  was 

$4,200. G.  A.  McKague,  of  Saskatoon,  has  been  visiting  in 
the  east  for  several  weeks,  spending  five  or  six  days  in 
Toronto. 

The  W.  H.  Wattman  Car  Body  Co.,  of  Toronto,  has 
received  orders  for  motor  funeral  cars  from  three  well- 
known  funeral  directors. 

John  M.  Bryne,  of  Decatur,  111.,  is  to  assume  the 
duties  of  permanent  secretary  of  -the  Casket  Manufac- 

turers'  Association  of  America. 
The  Irish  Ironmonger  states  that  a  further  increase 

of  15  per  cent,  decided  on  by  the  coffin  furniture  manu- 
facturers, makes  the  war  advance  100  per  cent. 

The  Undertakers'  .lournal,  of  London,  Eng.,  in  a 
recent  issue,  reproduced  the  address  of  Prof.  Chas.  0. 

Dhonau,  on  "The  Composition  of  the  Blood,"  which  he 
delivered  before  the  Canadian  Embalmers'  Association 
at  their  convention,  and  which  was  published  by  the 
Canadian  Furniture  World  and  The  Undertaker. 

ONT.A.RIO  BOARD  WILL  CONDUCT  EXAMINA- 
TIONS ON  FEBRUARY  21 

The  Ontario  Boarfl  of  ExaminoTS,  iimler  the  Em- 
balmers and  Fndei'takers '  Act,  will  confluet  an  ex- 

amination at  Toronto,  on  Wednesday',  February  21. 
Candidates  wishing  to  take  the  examination,  have  to 
send  applications  to  T.  E.  Simpson,  Secretary-Treas- 

urer, Sault  Ste.  Marie.  An  executive  meeting  of  the 
Board  will  be  held  on  the  previous  day. 
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ONTARIO 

Bobcaygeon — 
Byng,  G.  C. 

Bowmanvllle,  Ont. — 
Morris  &  Son,  L.  'Phon«  10. 

Burks  Fall! — 
Hilliar,  Josepb.    Box  213. 

Ooboconk — 
Greenley,  A. 

Dorchester,  Ont. — 
Logan,  R.  A.    'Phone  2107. 

Dungannon — 
Sproul,  William 

Dunnville — 
D.  P.  Fry.    'Phone  68. 

Elmira— 
Dreisinger,  Ohris. 

Hamilton,  Ont. — 
Blachford  &  Sons, 

57  King  Street  Werit. 

Dodisworth,  A.  H. 
59  King  St.  W. 

Eobinson,  J.  H.  &  Co.,  19-21 John  St.  N 

Huntsville — Hilliar,  Joseph. 

IngersoU — Melntyres,    F.    W.  Keeler 
and  R.  A  Skiunei,  props. 

Kemptville — 
McOaughey,  G^eo.  A. 

Kingston — Ck)rbett,  S.  S. 
Beid,  Jas.,  254  Princess  St. 

London,  Ont. — 
Ferguson's  Sons,  John 

174  to  180  King  St. 

Orillia — 
W.  A.  Strachan, 

Successor  to 
H.  A.  Bingham. 'Phone  453. 

D.  Clark.    Tel.  159. 
Mundell,  J-  A.     Phone  126. 

150  Mississaga  St. 

Scbomberg,  Ont. 
F.  Skinner. 

St.  Catharines — Grobb  Btos. 
144-146  St.  Paul  St. 

St.  Tbomas — Williams,  P.  R.,  &  Sons,  519 Talbot  St. 

Stirling — 
Ralph,  Jas.  'Phone  102. 

Stratford — Greenwood  &  Vivian,  Ltd., 
88-92  Onta,rio  St. 

White  &  Co.,  80  Ontario  St. 

Toronto — Cobblediek,    N.    B.,  2068 
Queen  St.  East  and  1508 
Danforth    Ave.  Private 
Ambulance. 

J.  A.  Humphrey  &  Son, 
463  Church  St. 

Raper,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. 
East. 

J.  C.  Van  Camp, 
30  Bloor  St.  W. 

Washington  &  Johnston. 
707  Queen  St.  E. 
Corner  of  Broadview, 

Thedford,  Ont. — Wloodhall,  J.  B. 

Wallaceburg,  Ont. — 
Cousirs,  Burlington  &  Saint. 

Welland— 
Patterson  &  Dart 
Sutherland,  G.  W. 

Woodstock — Mack,  Paul. 

WMtby,  Ont. — Nicholson  &  Seldon. 

QUEBEC 
Montreal — Tees  &  Co.,  912  St.  Catherine 

St.  West. 

NEW  BRUNSWICK 

Moncton — Tuttle  Bros.,  164  Lutz  St. 
St.  John,  N.  B. 

Fitzpatriek  Bros. 100  Waterloo  St. 

MANITOBA 

Brandon — Campbell  &  Campbell. 

Dauphin — 
Farrell,  A.  F. 

Winnipeg — Clark-Leatherdale  Co.  Ltd. 
232  Kennedy  St. 

Thomipson  Co.,  J.,  501  Main. 

SASKATCHEWAN 

Moose  Jaw — Broadfoot  Bros. 

Saskatoon — Young,  A.  E. 

The  Original 

Patented 

Concentrated 

Fluid 

Patented  Formula 
Strongest  and  Best 

Essentid  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 

ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  oUiert  for  their  Formola 

Special  Canadian  Agents 

National  Casket  Co. 
Toronto,  Ont. 

GLOBE  CASKET  CO. 
London,  Ont. 

SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 

GIRARD  &  GODIN 
Three  Rivers,  Que. 

JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 

CHRISTIE  BROS. 
Amherst,  N.S. Larger  Bottles  filled  np  with  water 

Egyptian  Chemical  Co.  Boston,  u.s.a 

CARANAC 

Embalming  Fluid 

The  Standard  Canadian  Fluid. 

These  are  times  of  high  prices  in  chemicals, 

but  in  spite  of  the  increased  cost  of  manu- 

facture, there  has  positively  been  no  change 

made  in  the  quality  of  Caranac  Fluid. 

It  is  Always  the  Best 

Order  direct  or  from  your  jobber. 

CARANAC 

LABORATORY 

PETERBOROUGH,  ONT.,  CANADA 
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For  Sale 

Wanted 

TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 

FOR  SALE — We  have  the  following  lines  left  on  our  hands  for 
which  we  have  no  use:  a  quantity  of  upholstering  silks,  sev- 

eral boxes  V.  S.  0.  orange  shellac,  a  quantity  of  40  in.  10 
oz.  Hessian,  3%  in.  webbing,  oxidized  upholstering  nails. 
These  we  want  to  dispose  of  and  will  let  same  go  at  a  bargain. 
For  prices  and  samples  write  to  Box  No.  781  Canadian 
Furniture  World,  Toronto,  Ont. 

FUNERAL  DIRECTOR  and  Embalmer;  high-class  man  of  good 
address  and  personality.  One  who  understands  picture  fram- 

ing. Good  salary  and  splendid  opportunity  for  right  man  in 
Western  town  of  5,000.  Apply  with  reference  to  R.  U.  Stone, 
525  Sherbourne  St.,  Toronto. 

WAGGON  for  sale.  Hig'^i-grade  single  waggon.  The  model 
of  its  kind-  In  good  order.  Photo  on  request.  "Stone" 
Undertakers,  525  Sherbourne  St.,  Toronto. 

FOB  SALE — Handsome 
twelve  hundred  dollars. 
Retiring  from  business. 
World,  Toronto. 

hearse,  sleighs  and  harness.  Cost 
Take  half.  All  in  good  condition. 
Write  box  787,  Canadian  Furniture 

-1 

UNDERWOOD  TYPEWRITERS— Thoroughly  rebuilt,  look  like 
new,  wear  like  new.  Guaranteed  five  years.  Less  than  one- 
half  manufacturers  prices.  Free  inspection,  and  sold  for 
cash  or  jiayments.  Send  for  proposition  and  protect  your- 

self wifh  fiopies  of  letters  and  orders  written.  Address, 
Arthur  O.  Secord  Co.,  Limited,  Dept.  6,  Brantford,  Ontario. 

FOB  SALE — Furniture  and  Undertaking,  with  equipment; 
store,  houso,  stable,  sbeds;  excellent  locality,  eastern  Ontario. 
Good  reasons  for  selling.  Fine  opening  for  right  man. 
Write  Box  16  Canadian  Furniture  World,  Toronto,  Ont.  f-ni 

Examination 
-By- 

The  Board  of  Examiners 

—To  be  Held  at— 

Toronto,  Wednesday,  Feb.  21st,  1917 

The  Government  Board  of  Examiners,  under 

the  Embalmers  and  Undertakers'  Act,  Avil! 
conduct  an  Examination  in  the  Parliament 

Buildings,  Toronto,  on  Wednesday,  February 

21st,  1917,  commencing  at  10  o'clock  in  the 
morning.  Candidates  Mashing  to  take  the 

Examination  for  qualification  and  Grovernment 
License,  will  send  in  their  applications  and  fee 

of  $20.00,  to  the  Secretary,  not  later  than 

February  10th,  1917.  Blank  forms  of  appli- 
cation can  be  had  on  application  to  the 

Secretary. 

T,  E.  SIMPSON, 

Secretary-Treasurer. 

Sault  Ste.  Marie,  Ont. 
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Champion  Fluid 

Champion  Fluid 

Made  in  Canada  from 

Canadian  Chemicals 

Order  direct  from  us 

or 

from  your  Jobber 
4 

Accept  no 

Substitute 

EMBALMING 

FLUID 

100^0  PURE  CHEMICALS 
PERfECT  CflSMtnC  [fnCT 

COMBINED  WITH  DHSORPASSED 
PRESERVATIVE,  ANTISEPTIC 

QUAIITIES. 

qurts  of  fijtd  fflth  t<i  tc  eif.ft*.  cuptes.  foIlc» 
With  i  vtron^er  so'ut<on  di  IHt  c»'.p  recuirr^ 

THE  CHAMPION 
CHEMICALC2. 

SPRINGFIELD.  OHIO.  ■ 

100%  Pure 

Chemicals 

Every  16  oz.  bottle  of  Cham- 

pion Embalming  Fluid  is 

1 00%  pure.  The  richest  and 

purest  compound  that  will 
remain  in  solution. 

War  conditions  have  greatly  increased  the  cost  of  fluid  ingredients,  tempting  fluid  manufacturers  to  use 
cheaper  and  inefficient  substitutes,  but  Champion  Quality  will  be  maintained,  no  matter  what  the  cost. 

ALWAYS  BEWARE  THE  CHEAP  FLUID,  BUT  ESPECIALLY  SO  NOW 

Champion  for  Uniformity,  Purity,  Dependability.    It's  Worth  the  Price. 
DR.  G.  W.  FERGUSON,  CANADIAN  MANAGER 

The  Champion  Chemical  Co.  ;  Springfield.  Ohio 



PARKHILL  BRASS  BEDS 

Combine  in  Rare  Degree 

Elegance  and  Utility 

i[  They  are  offered  in  almost  endless  variety,  from  massively  elegant  designs  to  the  simplest 
and  most  inexpensive  patterns. 

^  Some  are  made  from  square  tubing,  simple,  dignified,  genteel — such  as  the  bed  shown 
above- -purposely  devoid  of  ornament  to  meet  the  tastes  of  the  most  discriminating.  Then 
there  are  others,  in  round  tube,  more  elaborate  in  frame  and  trimmings.  All  are  rigid 
in  construction,  as  light  as  possible  in  weight,  and  beautifully  finished. 

i[  There  is  a  PARKHILL  brass  bed  suitable  for  every  need  and  every  income — priced  as  low 
as  the  decreased  cost  of  large  production  and  unequalled  factory  efficiency  can  make  them, 
yet  with  assured  built-in  value  to  protect  you  from  inferior  materials  or  workmanship. 

Now  is  the  time  to  order  a  few  of  these  beds — 
Ask  our  traveller  to  show  you  photos 

The  Parkhill  Manufacturing  Co.,  Limited 
Successors  to 

The  Alaska  Feather  and  Down  Co.,  Limited 

Makers  of  High-Grade  Metal  Bedsteads,  Springs, 
Steel  Couches  and  Sanitary  Bedding. 

MONTREAL 

"Alaska  on  an  article  means  high-grade  every  particle" 
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STRATFORD  CHAIRS 

have  the  qualities  desired  by  all  discerning  furnishers.  Above  all  they  have 

the  distinction  of  design  which  all  women  hope  to  find  when  they  buy  furniture 

1
 
1

 

I  ■ 

In  keeping  with  their  distinguished  appearance,  Stratford  Chairs  are  wholesome— tightly  made  in  every  particu- 
lar.   Write  us  now  about  our  new  lines  of  inexpensive  dining  room  and  bed  room  furniture.    It  will  pay  you. 

THE  STRATFORD  CHAIR  COMPANY,  LIMITED 

STRATFORD  ONTARIO 
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For  the  Spring  Trade 

Every  child  who  doesn't  own  a  KIDDIE-KAR  now, 
wants  one  this  spring. 

Are  you  ready  to  meet  the  demand? 

Orders  entered  now  can  be  shipped  immediately. 

THE 

ONLY 

East  of  the  West  of  the 
Great  Lakes     Great  Lakes 

No.  2 — Two  to  Three  Years 

No.  3 — Three  to  Four  Years 
No.  4 — Four  Years  and  over 

$1.50  $1.75 
2.00  2.25 
2.50  2.75 

Prices  to  Dealers  on  Application 

Advertising  folders,  posters  and  newspaper  cuts 

supplied. 

Canadian  K.  K.  Company,  Ltd. 
Sole  Canadian  Rights 

ELORA      -  ONTARIO 

KTRA  DC  MA
RK  ■WW' 

idpie
-[(ar

 

Selling  Agents 

John  C.  Mundell  &  Co.,  Ltd. 
Elora,  Ont. 

Tennessee 

Cedar  Chests 

Absolutely  moth- 
proof. Made  in 

three  popular 
sizes  Best  copper 
trimmings  used 
throughout.  We 
can  make  imme- 

diate shipment. 

Every  Woman 

Wants  One 

Their  handsome 

appearance  and 
great  utility  make them  favorites 
with  all.  The 

price  will  enable 
you  to  make  a 

good  profit. 
D.  L.  SHAFER  &  COMPANY,  ST.  THOMAS,  ONTARIO 

THE  WABASH  SLIDE  slide  making  a  SPECIALTY  BUSINESS 

MADE  BY 

B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE  Manufacturers   in  America. 

Because  of  our  SPECIAL  EQUIPMENT  we  cm  make 
SLIDES  BETTER  and  CHEAPER  than  the  funiituie 
manufactuier  who  makes  a  dozen  article*. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  belter  slide  at  a  lower  cost. 

DEALERS— INSIST  on  WABASH  SLIDES 
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DIRECTORY 

Geo.  McLagan  Furniture  Co. Limited 
Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Farquharson-Gifford  Co.,  Ltd. 
Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Stratford  Chair  Co.,  Limited 
Diners,  Rockers,  Bedroom  Chairs,  Office, 

Den  and  Library  Chairs,  Children's  Chairs. Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 

Davenport  Beds. 
Living  Room  Furniture. 

Globe- Wernicke  Co.,  Limited 
Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Imperial  Rattan  Co.,  Limited 
Upholstered  Reed  and  Willow  Furniture  ol 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields,  "Old  Hickory" Rustic  and  Garden  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any,  American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 
Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Chairs  and  Tables 

Stratford  Bed  Co.,  Limited 
Brass   Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 
Office  Furniture. 

Success 

Someone  asked  a  great  merchant 
the  secret  of  his  success. 

*'  I  make  it  a  rule,"  said  he,  "to 

carry  hnes  from  rehable  manufac- 
turers, and  nationally-known  goods 

which  have  such  great  value  and 

quality  that  the  public  always  feel 

safe  in  buying  them." 
The  above  statement  expresses 

in  one  terse  sentence  the  reason  why 

Stratford  lines  are  popular  with  the 
Canadian  Furniture  Trade. 

Nearly  every  line  of  furniture  is 

represented  in  the  Directory  list  on 
this  page. 

They  are  profitable  lines  for  you 

to  carry,  Mr.  Dealer. 

Our  combination  shipping  facili- 
ties are  also  a  decided  advantage  in 

ordering  Stratford  lines. 

Link  up  with  Stratford  lines  for 

Spring  trade  and  you'll  be  successful. 

Stratford 

Furniture 

Manufacturers 
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The  Original  Lloyd's 

PRINCESS 

Go-Cart,  Sulky 

Carriage  Line 

Fit  for  the  Child  of  a  King 

Style  Makers 

Write  for  Catalogue  or  Salesman  to  Call 

Lloyd  Manufacturing  Co. 

Kitchener  Canada 

Sleep  is  Sweeter  on  L  &  P  Coil  Springs 

because  they  adjust  themselves  perfectly  to 
every  motion  and  attitude  of  the  sleeper. 

That's  why  you  find  coil  springs  used  in  all 
luxurious  upholstered  furniture,  in  all  the 
best  hotels  and  in  every  berth  of  a  Pullman 
car.    And  easily  the  most  extensively  used 

are 

Thirty  years  ago  Leggett  &  Piatt  made  the 
first  absolutely  satisfactory  single  coil 
spring. 
Ever  since  then  they  have  held  their  place 

in  the  van  of  progress — and  quality  is  the 
reason  why. 
You  ought  to  know  more  about  Leggett  & 
Piatt  Coil  Springs— the  knowledge  will  help 
you  in  business.  Full  particulars  of  the  line 
will  be  mailed  immediately  on  your  request. 

Leggett  &  Piatt 

COIL 

SPRINGS 

TRADE  MARK 

Legcett  &  Piatt 

It's  Your  Move  Now 

Drop  us  a  line  on  your  letterhead 
(for  we  deal  with  the  trade  only) 

Leggett  and  Piatt  Spring  Bed  Co.,  Limited 

Windsor,  Ontario 
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Right 

McLagan  Bedroom  Furniture  is  right — right  in  finish,  right  in  construction 

and  right  in  design.    It  is  a  certain  profit  producer  for 

you  because  it  is  also  right  in  price. 

The  George  McLagan  Furniture  Co.,  Limited 

Stratford  Ontario 
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PoITPONf^ 

%BRIKQl!^ 

to? 5NS 

REc.u.  S.PAT.  OFF,  CRAFTSMAN 
QUALITY 

FOR  UPHOLSTERY 

PREVALENT  conditions  in  the  leather 
markets  make  to-day  the  opportune 
time  for  adopting  CRAFTSMAN 
QUALITY  FABRIKOID.  Such 

adoption  assures  an  ample  supjsly  of  covering 
material  of  uniform  quality.  Adopting 
CRAFTSMAN  QUALITY  FABRIKOID 
is  not  an  experimental  procedure.  Thousands 
of  yards  are  now  on  many  well-known  up- 

holsterers' divans,  couches,  library  and  theatre chairs.  CRAFTSMAN  QUALITY  FAB- 
RIKOID is  distinctive  in  appearance,  impres- 

sive to  the  customer,  and  is  superior  in  service  to 
much  of  the  so-called  leather  available  to-day. 
Upholsterers  who  have  adopted  CRAFTS- 

MAN QUALITY  FABRIKOID  are  in- 
creasing  their  orders  and  using  it  to  displace 
the  costlier  but  poorer  quality  of  leather. 
ASK  FOR  SAMPLES  OF  CRAFTSMAN 
QUALITY  FABRIKOID.   WRITE  TO'DAY 

Du  Pont  Fabrikoid  Co. 
Wilmington,  Del. 
Toronto,  Ont. 

FACTORIES:  Newburgh,  N.Y. 
Fairfield,  Conn.  Toronto,  Ont. 

Toronto 

Furniture 

Company 

Limited 
Toronto, 

Canada 

Popular  Priced 

High  Grade 

Correct  Period 

Furniture 

Dining  Room 

and  Bed  Room 

Limited 

The  National  Table  Company,  Limited 

The  Owen  Sound  Chair  Co.,  Limited 

The  North  American  Furniture  Co., 
I 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 
20  MAUD  STREET 

TORONTO 

No  Limit  To  Its  Uses 

Please,  please  don't  get  the  idea  tliat  the  usefulness  of  an Elite  Folding  Table  is  confined  to  cards.  The  fact  is  it 
can  be  used  for  everything  for  which  an  ordinary  table 
can  be  used — with  this  notable  difference:  an 

ffrELI
TE 

'    I     FOLDING  TABLE 

can  be  folded  up  and  put  away  when  desired.  This  is  one 
of  the  reasons  why  it  is  such  a  ready  seller.  Our  adver- tising has  done  much  to  popularize  this  table  and  create 
a  steady  demand  for  it. 

SPECIAL  NOTICE — The  output  of  our  factory  is  being  taxed  to 
capacity  to  meet  the  requirements  of  our  dealers.  To  ensure  a  reason- 

ably prompt  delivery,  send  your  order  in  now. Hourd  &  Co.,  Limited Soie  Licenuaand   Dept.  'W' Manu/acturert  LONDON 
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TFORD 

Real  Outdoor  Furniture 

You  will  surely  want 
 to 

handle  the  best  and  most 

profitable  line  of  outdoor 
furniture  this  year — that  is the 

"Old  Hickory" 
Line 

It  is  comfortable,  artistic,  al- 
most lasts  forever,  and  is  the 

only  real  outdoor  furniture, 
and  it  is  the  most  reasonable 

in  price. 

Prompt  shipments  now.  New 
catalog  upon  request. 

Imperial  Rattan  Co. Limited 

Stratford Ontario 

Mr.  Furniture  Dealer: 

Are  you  getting  and  reading  The  Canadian 

Furniture  World  and  Undertaker  regularly  ? 

If  not  send  $  1 .00  to  address  below,  and  the 

paper  will  come  to  you,  postpaid,  each  month. 

The  Commercial  Press,  Limited 

32  Colborne  St.,  Toronto 
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The  exceptional  charm  of  Mea- 
f  ord  Furniture  is  attained  with- 

out sacrificing  for  an  instant 
the  immense  merchandising 

value  of  low  prices.  The  design 
is  correct  and  attractive,  the 
prices  far  from  high. 

Thm  Meaford  Line  comprisee 
most  attractive 

Bedroom  Suites 

Diningroom  Suites 
Odd  and  Matched  Den 

and  Library  Pieces 
Centre  Tables 

Jardiniere  Stands 
Medicine  Cabinets 
Music  Cabinets 
Hall  Racks 
Seats  and  Mirrors 
Wardrobes 

Meaford  Furniture  has  all  the  qualities  of  good 
furniture,  superior  designing,  sturdy,  durable 
construction,  careful  finish,  as  well  as  good 

packing — but  the  price  is  low.  The  better  ap- 
pearance and  careful  workmanship  assure  you 

attractive  merchandise,  and  prices  make  sales 
certain.  At  the  same  time  Meaford  Furniture 

yields  a  good  profit. 

We  wish  to  call  your  attention  to  one  of  our 
new  bedroom  suites.  The  one  shown  at  the  top 
of  this  page  is  made  of  Birch  lumber,  and 
finished  in  mahogany,  walnut,  ivory,  or  white. 

This  suite  is  selling  well — get  it  on  your  floor to-day. 

The  Meaford  Manufacturing  Co.,  Limited 

Meaford  Ontario 
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Spring 

1917 

We  are  showing  this  season  many  new  and  ex- 
ceptionally attractive  groups  arranged  in  per- 

fectly matched  suites  for  diningroom  and  bed- 
room. 

No  oddities  are  offered,  as  freak  lines  add  con- 
fusion to  the  market  and  eventually  prove 

costly  to  both  buyer  and  manufacturer. 

The  new  period  groups  are  well  designed  after 
some  of  the  most  popular  period  motifs,  de- 

pendence being  placed  upon  the  true  worth  of 
these  suites  to  secure  your  approval  and  orders. 
If  you  wish  to  give  your  business  that  stabilty 
that  makes  for  a  steady  upbuilding  of  sales, 
you  must  see  that  every  piece  of  furniture  you 

sell  is  more  than  merely  satisfactory — see  that 

it  has  that  "overflow  of  quality"  that  brings 
recognition  by  the  customer  in  mouth  to  mouth 
advertising. 

We  are  putting  that  overflow  of  quality  into 

our  new  suites.  Get  acquainted  with  The  Mea- 

ford  Line  and  you'll  understand  the  significance 
of  what  others  are  finding. 

The  Meaf ord  Manufacturing  Co.,  Limited 

Meaford  Ontario 
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The  Most  Attractive  Line 

Ever  on  the  market  in  Canada 

WRITE 

US  FOR 

PRICES 

Notable  and  distinctive  in  design,  exceptionally 

fine  construction,  embodying  many  points  of 

merit  at  prices  which  enable  the  dealer  to  meet 
the  demand  of  his  trade. 

In  every  point,  construction,  durability  and 

appearance,  N.  A.  Chairs  equal  the  imported 

goods  you  have  been  buying  and  the  prices 

will  suit  you  well. 

The  North  American  Bent  Chair  Co. 

Owen  Sound Ontario 
Limited 

No.  32 

Made  in  Walnut  and  Quartered  Oak 

Each  succeeding  Furniture  Season 

proves  "  Elmira  Chairs"  are  real  sellers 

We  are  preparing  for  our 

largest  spring  business. 

Our  stocks  are  heavy,  and 
consist  of  chairs  for  the 

dining  room,  living  room, 

library,  parlor  and  bedroom. 

A  good  assortment  of  de- 
signs in  William  and  Mary, 

Jacobean,  Colonial.  Sheraton, 

and  modern  straight  line  de- 
signs. Made  in  American 

walnut,  mahogany,  and 

quartered  white  oak. 

Get  in  touch  with  represent- 

atives of  the  "Elmira  Line." 

THE  ELMIRA  FURNITURE  COMPANY,  LIMIT
ED 

ELMIRA ONTARIO 
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THE  GOLD  MEDAL  LINE 

Honest  Value  in  Bedding 

is  what  every  dealer  has  the  right  to  expect  from  the  manufacturer.  We  make  a  large 
variety  of  mattresses  in  mixed  fiber  and  felt,  all  layer  felt,  and  a  specially  high  grade 
mattress  of  pure  kapok  and  snow  white  layer  felt. 

Hercules  Silk-Felt  Mattress 

Gives 

The  Buyer 
Lasting 

Satisfaction 

Gives 

The  Dealer 

a  Fair 
Profit 

Send  in  your  orders  now  and  try  a  sample  of  "Hercules  Silk  Felt." 
possibility  of  prices  being  any  lower  this  year. 

There  is  no 

HERCULES 
REGISTERED 

BED  SPRINGS 

Made  with  all  steel  or  wood  frames.  They  are  without  a  peer  for  strength  and  resili- 
ency.  No  other  woven  wire  spring  can  approach  them  in  value. 

THE  GOLD  MEDAL  FURNITURE  MFG.  COMPANY 
Limited 

TORONTO  MONTREAL  WINNIPEG  UXBRIDGE 
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WHO   AND  WHAT 

ARE  THE  COMMERCIAL  UNDERWRITERS? 

THEY  are  adjusters  of  bad  accounts,  NOT  a  collecting  agency.  The  Commercial  Underwriters'  system  is  "Direct 
from  Debtor  to  Creditor."  They  refuse  to  handle  any  of  the  merchant's  money.  Mr.  Merchant,  if  j'ou  have 
any  bad  accounts,  write  us.  Our  system  will  make  them  pay.  Our  system  is  known  as  the  THIED  DEGEEE. 

Through  the  Commercial  Underwriters'  System  you  can  put  your  business  on  a  cash  basis-  John  ./ones  comes 
into  your  store  and  says:  "Mr.  Merchant,  I  am  working  down  at  the  Trunk  Factory.  I  get  paid  every  two  weeks.  I 
want  to  do  my  trading  in  your  store.''  "All  right,  Mr.  Jones,  how  much  credit  do  you  want  every  two  weeksf'' 
"I  want  ten  dollars'  worth,  Mr.  Merchant,  and  as  soon  as  I  get  my  pay  I  will  pay  you."  Now,  Mr-  Merchant,  you 
do  not  know  whether  John  Jones  is  sincere  in  what  he  says  or  not.  Your  past  experience  will  tell  3'ou  that  all  men 
do  not  live  up  to  their  word.  You  say,  "Yes,  sign  this  charter  of  the  Commercial  Underwriters,  and  I  will  trust  you." 
You  send  the  charter  into  the  Commercial  Underwriters'  office,  and  anytime  that  Jones  runs  away  or  fails  to  pay 
you,  we  will,  and  in  three  days  after  the  notification  reaches  our  office,  your  money  that  Jones  owes  you  is  on  its  way 
to  you — i^utting  your  business  on  a  cash  basis. 

This  morning's  mail  brings  us  letters  from  merchants  reporting  to  us,  who  have  paid.  In  a  letter  from  Oshawa 
the  merchant  says:  "Some  of  the  money  you  have  adjusted  for  us  is  like  finding  it,  and  we  thank  you."  Another 
letter  from  a  merchant  in  Hanover  says,  "Come  on  to  Hanover,  and  I  will  take  you  out  and  introduce  your  representa- 

tive to  the  other  merchants,  and  tell  them  what  the  Commercial  Underwriters  have  done  for  me-"  Another  merchant 
from  Mount  Forest  says:  "Your  system  of  adjusting  debts  is  a  Wonder."  Another  merchant  from  Palmerston 
writes:  "Note  that  Mr.  So  and  So  has  paid  his  account,  which  is  outlawed."  A  Doctor  from  Drayton  writes,  thank- 

ing us  for  adjusting  over  twentj^-five  accounts.    What  we  have  done  for  others,  we  can  do  for  YOU. 
Write  us  and  we  will  send  you  full  particulars.  The  best  piece  of  advertisement  we  have  is  "SATISFIED  MEB- 

CHANTS,"  and  we  have  them  all  over  the  country. 

COMMERCIAL  UNDERWRITERS 

36  JAMES  STREET  SOUTH  -         -  HAMILTON,  ONTARIO 

All  the  Babies 

It  takes  care  of  their  comfort ; 
their  health  and  their  little  whims 
as  well. 

This  illustrates  one  of  our  1917 

window  displays.  No  mother  can  pass  your  window  if  it's  decorated  with  these  cute  little  babies.  Yet  this 
is  only  one  item  in  our  big  campaign  to  help  dealers  sell  Sidways.    Write  or  visit  our 

Permanent  Display:    215  Victoria  Street 

SIDWAY  MERCANTILE  COMPANY,  TORONTO,  ONT. 

Manufacturers  of  REED,  WOOD  AND  COLLAPSIBLE  BABY  CARRIAGES  AND  SULKIES 
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Maintaining  Our  Lead 

For  several  seasons  we  have  enjoyed  the  reputation 

for  never  failing  originality.  From  the  illustration  on 

this  page  it  is  apparent  that  a  most  rigid  standard  is 

being  upheld. 

This  dresser,  made  in  Walnut,  William  and  Mary 

Design,  is  part  of  a  new  suite  of  four  pieces  manu- 

factured at  our  Kitchener  factory. 

No  collection  of  matched  bedroom  suites  could  be 

better  equipped  to  meet  the  needs  of  the  large  class 

of  people  in  moderate  circumstances  who  are  learning 

to  recognize  and  demand  good  furniture. 

Take  a  tip — Write  us  now  for  our  price  on  this  suite  ; 
it  will  interest  you. 

Panada  Jurniture  Manufacturers Limited 

Qeneral  Offices  :  Woodstock,  Ont.  IVholesale  Showrooms  :  Toronto  -  Winnipeg 
Factoriei:     Wingham      Walkeiton      Wiaiton      Woodstock      Kitchener      Waterloo  Seaforlh Remember 

our  Permanent 

Wholesale 

Showrooms  at 

136-140 

King  St.  East, 

Toronto 

are  open  all  the 

year  around  and 
afford  the  dealer 

with  a  prospective 
customer  every 

opportunity  to make  a  sale. 

When  in  Toronto 

make  our  Show- 

rooms your  head- 

quarters. 
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MAKE  YOUR  DOLLARS 

FIGHT 

AT  the:  fronx. 

BUY 

DOMINION  OF  CANADA 

THREE-YEAR 

War  Savings  Certificates 

$  2S.OO   roR    $21. 50 

50.00      "         43. OO 
100.00  86. OO 

INDIVIDUAL  PURCHASES  LIMITED  TO  $1500. 

FOR  FULL  PARTICULARS  APPLY  AT  ANY  BANK 
OR  ANY  MONEY  ORDER  POST  OFFICE 

JAN.  9.  1917  Ottawa 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 

THE  SIGN  OF  QUALITY 

m  The  label,  of  which  above  cut  is  a  fac-simile,  is  now  on  the  face  of  each  light  of  our  m 

I  COPPER  PLATED  MIRRORS  | 

S  It  is  a  sign  oj  quality,   as  the  silvering  is  guaranteed  for  all  time.  1 

I  Climatic  changes  have  absolutely  no  effect  on  it.    Is  this  not  w^orth  while  ?  1 

m  Manufactured  by  M 

I  PHILLIPS  MANUFACTURING  CO.,  LIMITED  | 
I  258  to  326  CARLAW  AVENUE                                        TORONTO,  ONTARIO  | 

flilllllilllllllllllllllllllllllM^^^^^ 
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TWO  POPULAR  PIECES  OF 

KNECHTEL  FURNITURE 

THE  No.  164  Chitt'robe  is  made  of  oak.  and  is  just  the  article  for  a 
bed-sitting  room  because  it  does  not  look  out  of  place  with  sit- 

ting  room   furniture.      It   contains   a   commodious  medicine 
cabinet  with  mirror  door,  five  drawers  and  a  good  sized  wardrobe. 

No.  294  is  in  polished  Empire  mahogany  finish  with  bevelled  plate 
mirror,  15x26  inches,  five  drawers,  and  a  deep  wardrobe.  A  very 
handsome  piece  of  furniture  that  matches  our  No.  146  bedroom  suite, 
and  makes  an  excellent  boarding  house  piece. 

Every  furniture  stock  should  contain  these  two  pieces. 

THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 
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The  Royal  Patent  Twin  Link  Spring 

IS  the  best  you  can  sell  or  recommend  to  your  customers 

GUARANTEED  TEN  YEARS 

The  most  comfortable,  noiseless,  and  lightest  Bed 
Spring  of  this  character  ever  devised. 

Small  mesh  openings,  longitudinal  double  wire  links  of 
just  the  proper  size  for  flexibility,  resilience,  comfort 
and  strength.  There  are  no  loose  connecting  links 
cross-wise  to  become  displaced  and  noisy.  The  straight 
pull  of  the  twin  links  on  the  helical  springs  means 
great  comfort  for  both  occupants  of  a  double  bed,  as 
there  can  be  no  sagging  whatever.   Write  for  booklet. 

The  Canadian  Feather  &  Mattress  Co.,  Limited 
TORONTO OTTAWA 

MATTHEWS  BROS.,  LIMI 

TORONTO  ^IJ'^^*^  S"^"^^"^  CANADA 

"MADE  IN  CANADA"  MOULDINGS 

of  the  finest  design  and  practicability.  All  kinds  of 

"Up-to-the-Minute"  picture  frames  at  prices  that 
defy  competition,  all  made  and  designed  by 

THE   BIG  CANADIAN   MOULDING  HOUSE 

|F  you  know  a  Furniture  Dealer  or  Funeral 

Director  in  Canada  who  is  not  receiving  the  Canadian 

Furniture  World  and  The  Undertaker  as  a  subscriber  you 

will  favor  the  publishers  by  sending  the  address  to  32  Colborne  St.,  Toronto. 
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NEW  ARTISTIC  DESIGNS 

In  Walnut  and  Oak 

OUR  new  designs  in  William 
and  Mary  period.  In 
every  detail  they  show 

quality,  and  when  placed  on 
your  floor  will  sell  at  sight. 
For  value  we  have  never  seen 

anything  that  can  touch  them 

at  the  price.  Write  us  for  illus- 
trations and  prices  of  our  new 

lines.  The  wise  buyer,  how- 
ever, will  order  a  sample  now 

for  spring  trade. 

Our  modern  plant  enables  us 
to  produce  character  furniture 
at   moderate  prices 

'Peppier  Quality  assures 
^our  customers 

satisfaction 

PEPPLER  BROS. 

No.  483.    Walnut  and  Fumed  Oak 

LIMITED 
HANOVER ONTARIO No.  482.    Walnut  and  Fumed  Oak 

No.  705.    William  and  Mary  Bedroom  Suite 
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The 

"Twin"  Pedestals 

and  the 

are  by  far  the  most  important  im- 
provements in  Extension  Table 

construction  that  have  been  devel- 

oped for  many  years. 

First,  our  board  of  inventors  devised  the  "Twin"  Pedestal, 
with  a  resulting  increase  in  the  strength,  stability,  and 

convenience  of  the  table.  Then,  struck  with  the  necessity 

of  a  more  convenient  method  of  moving  extension  tables 

from  one  place  to  another,  through  narrow  doorways  and 

passages,  also  less  dusting  and  drudgery,  they  worked  out 

the  "Tilt-Top" 

These  two  features — with  the  TWINS — 
add  the  latest  touch  and  produce  perfection. 

Yet  They  Cost  No  More  Than 

Ordinary  Good  Tables 

Is  it  any  wonder  that  furniture  dealers  in 
every  section  of  Canada  are  reaping  a  harvest 

of  profit  by  selling  TILT  TOP-TWINS  ? 

A  word  to  the  wise.  GET  ACQUAINTED 

with  the  "TWINS."  Their  company  will 
be  profitable  for  you,  and  any  inquiry  you 

like  to  make  will  be  dealt  with  by  return 
mail.    Obey  that  impulse,  do  it  now. 

Chesley  Furniture  Co. 
Limited 

Chesley,  Ontario 

IIIIIIIHIIIIIIIIIIIHIIIIIIIIIIIHIIII! 
■Illlllllllllllllllllllll 
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Feature  Furniture  for  Gift  Purposes  Whole  Year  Round 

No  reason  why  furniture  should  not  be  bought  for  birthday, 

wedding  and  anniversary  gifts  —  Value  of  special  department. 

A GOOD  deal  of  furniture  is  sold  for  gift  purposes 
just  prior  to  Christmas,  and  The  Furniture 
World  sees  no  reason  why  similar  gift  furniture 

should  not  be  sold  all  the  year  round.  A  good  many 
gifts  are  purchased  during  ordinary  times  of  the  year 
— for  birthday,  wedding  and  other  purposes — but 
dealers  in  other  lines  appear  to  be  securing  the  greatest 
benefit  from  such  purchases  because  they  make  a  real 
genuine  effort  to  cash  in  on  this  business.  Look 
around  you  and  you  will  find  the  hardwareman,  the 
druggist,  and  the  departmental  store  making  a  feature 
of  gift  articles  during  the  entire  year  and  finding  it 
advantageous.   What  about  the  furniture  dealer? 

Furniture  Well  Adapted  for  Gifts 

There  is  no  denying  that  pieces  of  furniture  are  ad- 
mirably adapted  for  gifts.  Buyers  are  realizing  now 

more  than  ever  before  that  the  greater  the  usefulness 
of  an  article  the  more  suitable  it  is  for  a  gift.  The 
day  of  giving  trifles  of  a  flimsy  and  showy  description 
which  were  never  intended  for  actual  use  has  nearly 
passed,  and  people  are  turning  to  the  stores  which 
offer  articles  of  real  service  when  they  are  buying  a 
wedding  or  birthday  present.  The  progressive  furni- 

ture dealer  has  realized  the  value  of  a  gift  department, 
and  many  stores  have  set 
apart  a  section  where  are 
assembled  articles  suitable 
for  this  purpose. 

An  All-the-Year-Round 
Proposition 

The  gift  department  is  an 

all-the-year-around  proposi- 
tion. Nearly  everyone  is 

called  upon  at  one  time  or 
another  to  buy  something 
for  a  friend.  In  many  cases 
gifts  of  wearing  apparel  or 
jewelry  are  manifestly  in- 

appropriate except  among 
intimate  friends.  There  is 

not  much  danger,  however, 
in  buying  gifts  of  furniture 
which  are  not  suited  to  the 
taste  and  personality  of  the 
recipient.  Articles  for  the 
home  are  nearly  always  ac- 

Give  Furniture  as  Gifts 

^T^HERE  is  nothing  that  is  more  appreciated 
as  a  gift  than  furniture.    It  is  a  practical 

and  servicrab/e  gi/t  that  is  certain  to  please  the 
recipient.  Bear  this  in  mind  in  selecting  gifts  for 

Birthdays,  Wedding 

A 

WE  ARE  MAKING  A  SPECIALTY  OF  GIFT 
FURNITURE.     YOU  WOULD  DO  WELL  TO 

SEE  OUR  SELECTION 

Suggestion  for  a  large  sl)ow  car 
space  in  your  store  to  boost 

eeptable.  The  assortment  of  small  pieces  of  furniture 
suitable  for  gifts  is  more  numerous  and  varied  than 
ever  before.  Besides  the  conventional  chairs  and 
tables  which  are  always  in  demand  for  gifts,  novelties 
in  the  furniture  line  are  constantly  being  placed  on  the 
market. 

Value  of  Special  Gift  Section 

Merchants  who  have  taken  the  trouble  to  fit  up  a 

gift  section  of 'the  store  have  been  well  repaid  for  their 
efforts.  Some  are  even  finding  business  is  good  in 
this  department  when  it  is  dull  in  the  lines  ordinarily 
regarded  as  more  staple.  The  most  successful  of  these 
stores  maintain  that  this  department  should  be  re- 

moved from  the  rest  of  the  store,  instead  of  displaying 
articles  intended  for  gifts  on  the  first  floor  mingled 
with  the  regular  stock. 

A  separate  room  or  section,  if  it  is  possible  to  ar- 
range such,  for  showing  gift  pieces  is  much  the  better 

plan.  Such  a  room  adds  greatly  to  the  atmosphere  of 
exclusiveness  and  distinction  which  appeals  to  the  cus- 

tomer in  search  of  a  present.  It  is  also  easier  to  sell 
goods  of  high  quality  in  this  way  and  many  persons  are 
willing  to  pay  a  little  more  for  something  they  intend  as 
a  gift  than  if  they  Avere  buying  it  for  their  own  use. 

Opportunities  for  gifts 
throughout  the  year  are  too 
numerous  and  too  well 
known  almost  to  mention. 

Weddings,  anniversaries  and 
birthdays  are  only  a  few  of 
the  occasions  which  start  a 

procession  of  buyers  to  the 

gift  stores. 
If  you  inaugurate  such  a 

department  it  would  be  wise 
to  announce  the  fact  in  quite 
large  space  in  the  local  paper 
and  mention  it  frequently  in 
subsequent  ads.  You  might 
adopt  a  line  for  the  bottom 

of  your  ad.,  "Furniture makes  an  excellent  gift.  See 

our  special  gift  depart- 
ment." Such  a  department 

would  surely  pay,  and  it 
would  bring  a  larger  num- 

ber of  patrons  into  the  store 
to  see  general  staple  lines. 

or 

nniversaries 

d  lo  use  in  the  window  or  open 
furniture  for  gift  purposes. 
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A  Campaign  to  Interest  Public  in  Better  Homes 

Big  campaign  to  be  inaugurated  to  stimulate  interest  in  the  home  and  its 

furnishings  —  Proposed  Canada  co-operate  and  make  it  continent-wide. 

THE  desirability  of  a  publicity  campaign  to  in- 
terest tbe  public  in  better  homes  has  long  been 

felt  by  those  who  have  given  thought  to  means 
and  methods  whereby  a  bigger  and  better  business 
might  be  promoted  in  furniture  and  house  furnishings. 
Efforts  to  inaugurate  a  campaign  in  this  connection 
has  been  retarded  by  the  realization  that  it  would  be 
necessary  to  approach  it  in  rather  an  extensive  and  im- 

pressive manner  in  order  to  make  it  really  effective 
and  productive  of  permanent  benefits. 

To  Stimulate  Greater  Interest  in  the  Home 

However,  the  matter  has  now  been  taken  up  by  the 
Federation  of  Furniture  Manufacturers,  which  has  its 
headquarters  at  Grand  Rapids,  and  with  the  assistance 
of  the  trade  papers  and  allied  trades,  it  is  hoped  to  in- 

augurate a  national  campaign  to  stimulate  a  greater 
interest  in  the  home  and  its  furnishings. 

Quite  rightly,  it  is  believed  that  this  should  not  be 

a  one  man's  movement  or  a  movement  by  any  one 
single  branch  of  the  trade,  but  that  it  should  be  ap- 

proached in  a  really  broad  manner  and  the  co-operation 
of  all  branches  of  the  furnishing  and  allied  trades  se- 
cured. 

All  the  Allied  Trades  to  Join  in  Movement 

A  preliminary  meeting  to  formulate  plans  was  held 
at  Grand  Rapids  on  February  6,  representatives  of 
the  Canadian  trade  papers  being  invited  to  be  present. 

Both  morning  and  evening  sessions  were  very  success- 
ful. Offers  of  co-operation  and  assurances  of  hearty 

approval  were  received  from  members  of  associations 
in  the  allied  trades  (carpets,  upholstery  goods,  drap- 

eries, lace  curtains  and  wall  paper).  It  is  also  ap- 
parent that  a  national  campaign  to  stimulate  interest 

in  the  home  and  its  furnishings,  will  have  the  support 

of  women's  clubs,  educational  societies,  art  societies, 
library  societies  and  magazine  men. 

Start  Off  by  Big-  Convention  in  New  York,  in  April 
It  is  proposed  to  hold  a  convention  in  New  York  some 

time  in  April  (date  to  be  announced  later),  when  a 
national  organization  will  be  formed.  A  great  work 
is  being  undertaken  and  the  co-operation  of  every  re- 

tailer, decorator,  manufacturer  and  wholesaler,  is  de- sired. 

The  convention  in  April  will  determine  the  ways  and 
means  to  be  adopted  to  arouse  a  better  knowledge  of 
good  furniture  and  furnishings  and  a  greater  demand 
for  them.  Prominent  retailers,  educators,  publicity 
men  and  merchandisers,  will  be  present,  and  the  sub- 

ject of  promoting  better  and  bigger  business  will  be 
gone  into  along  broad  and  extensive  lines. 

Canadian  Manufacturers  to  Consider  Matter  of 

Co- Operation 

There  is  no  doubt  that  co-operation  on  the  part  of  all 
branches  of  the  Canadian  trade  in  this  big  movement, 
making  it  continent-wide,  would  prove  extremely 
beneficial  to  all  concerned. 

The  Canadian  Furniture  World  has  taken  the  matter 

np  with  Wm.  Cawkell,  Secretary  of  the  Furniture 
Manufacturers  Association  of  Canada,  and  he  is  writ- 

ing to  members  of  the  Association  to  get  their  views  on 
the  matter  of  co-operating  in  the  campaign. 

We  believe  that  if  the  Canadian  trade  will  co-oper- 
ate in  this  movement,  or  conduct  a  campaign  in  con- 

junction with  that  which  has  been  already  started  in 
the  United  States,  that  it  would  be  an  excellent  means 
of  interesting  the  Canadian  public  in  better  furniture 
a]id  furnishings. 

Campaign  for  Better  Homes  Would  Mean  Much  to 

Furniture  Trade 

THERE  is  no  doubt  but  that  a  campaign  for  Better  Homes,  especially  if  conducted  on  a  broad 
scale,  would  prove  extremely  beneficial  to  all  branches  of  the  furniture  trade,  and  it  would 

be  a  permanent  benefit,  too,  because  once  people  get  to  appreciate  good  furniture  it  is  their 
constant  aim  to  be  continually  improving  the  appearance  of  their  home. 

Everyone  knows  the  success  attained  by  paint  manufacturers  and  retailers  in  their  "Clean  Up 
and  Paint  Up"  campaign,  which  has  not  only  meant  more  business  for  those  who  promoted  it,  but 
has  made  many  communities  more  sanitary,  healthy  and  attractive  to  the  eye.  A  campaign  for 

Better  Homes,  particularly  if  the  co-operation  of  women's  clubs  and  educational  societies  were 
secured,  should  not  only  prove  a  means  towards  better  business  for  the  furniture  and  allied 
trades,  but  a  big  step  towards  kindling  a  greater  appreciation  of  the  home  in  the  hearts  of  the 
people,  something  that  is  now  badly  needed  in  view  of  the  tendency  to  subordinate  the  home  to 
outside  amusements. 
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Splendid  example  of  what  can  be  done  in  the  way  of  store  fronts  in  the  small  town.     Show  window  in  Luke  Bros,  store,  Oshawa,  Ont. 

Good  Store  Front  Adds  Prestige  and  Increases  Sales 

Businesses  are  made  or  marred  by  character  of  store  front — Some  sug-  • 
gestions  that  will  help  the  dealer  in  considering  his  own  store  front. 

THE  value  of  putting  up  a  good  front  is  recognized 
in  every  line  of  endeavor.  Appearances  count 
for  much,  and  nowhere  is  this  more  true  than  in 

the  retail  business.  This  is  very  strongly  demon- 
strated in  our  large  cities  where  businesses  are  made  or 

marred  by  just  the  matter  of  the  store  front.  I  know 
of  a  store  that  carries  a  full  assortment  of  goods  in  its 
line,  gives  good  service  and  even  has  a  very  good  in- 

terior, but  has  been  unable  to  attain  any  degree  of  suc- 
cess for  the  simple  reason  that  the  front  is  poor.  It 

is  unattractive  and  forbidding,  giving  the  public  a  bad 
impression  and  making  it  impossible  to  arrange  window 
displays  that  sell  goods. 

How  About  Your  Own  Store  Front? 

Every  dealer  will  be  able  to  bring  to  mind  cases 
where  stores  are  greatly  handicapped  by  poor  fronts. 
And  it  is  quite  often  the  case  that  a  merchant  is  able 
to  pick  flaws  in  the  store  fronts  of  other  dealers,  but 
does  not  recognize  those  in  his  own.  A  dealer  gets  so 
used  to  seeing  his  own  store  that  he  is  unable  to  see  its 
faults.  You  may  be  such  a  dealer  yourself  for  you 
are  only  human.  Therefore,  when  you  come  down  to 
your  store  to-morrow,  try  to  view  it  through  the  eyes  of 
an  outsider — a  critical  outsider.  You  may  find  that  it 
falls  down  badly  in  its  mission  of  attracting  the  public 
and  making  sales  and  requires  a  complete  overhauling, 
at  least,  if  you  look  at  it  in  a  critical  manner,  you  can- 

not help  finding  some  features  that  might  be  improved. 

New  Store  Fronts  That  Pay  for  Themselves 

There  are  hundreds  of  cases  where  a  new  front  in 
an  old  building,  or  an  alteration  of  some  kind,  has  paid 
for  itself  in  a  very  short  time.  If  you  are  deciding  to 
alter  your  store  front,  or  if  you  are  building  a  new 
store,  give  a  good  deal  of  attention  to  the  matter.  De- 

cide on  the  type  of  front  that  is  best  suited  to  your 
locality  and  to  your  particular  line  of  business.  There 
is  no  set  design  that  will  produce  the  best  sales  results, 

but  there  are  undoubtedly  certain  types  that  tower  far 
above  others  in  the  matter  of  creating  trade.  Some 
comment  on  the  various  types  may  prove  of  interest. 

Unless  the  store  stands  in  from  the  sidewalk  or  th^ 
sidewalk  is  particularly  wide,  or  the  window  very  deep, 
it  is  generally  agreed  that  the  window  floor  should  be 
in  a  raised  position,  so  as  to  bring  the  goods  on  display 
more  within  the  line  of  vision  of  the  person  looking  in 
the  window.  Dealers  have  added  a  good  deal  to  the 
selling  power  of  the  window  merely  by  the  alteration 
of  the  floor,  so  as  to  have  the  display  so  that  it  will  be 
better  brought  to  the  attention  of  passing  customers. 
The  height  of  the  window  floor  sometimes  has  to  be 
raised  to  suit  the  class  of  goods  on  display.  -For  this 
purpose  some  dealers  have  removable  floors  of  different 
heights  that  can  be  changed  when  desired. 

Double-decked  Windows 

Quite  a  few  dealers  have  adopted  the  idea  of  a 
double-decked  display  window,  with  the  main  display 
floor  raised  up  to  a  considerable  height  and  a  supple- 

mentary display  space  below.  Most  dealers  using  this 
style  of  window  that  the  writer  has  questioned  on  the 
matter,  express  great  satisfaction  with  them.  One 
dealer  stated  that  when  goods  are  taken  from  the  mam 
display  that  they  are  arranged  in  the  lower  section.  He 
says  that  many  people  will  see  the  goods  on  display, 
are  interested  but  not  quite  decided  to  buy.  A  second 
view  might  be  the  means  of  making  a  sale,  and  if  they 
have  been  taken  from  the  main  display  floor,  they  are 
still  to  be  seen  in  the  lower  section.  He  considers  this 

one  of  the  greatest  values  of  the  double-decked  window. 

The  Rector — "What  would  be  your  idea  of  the  best 
way  to  spread  the  Grospel  to  the  uttermost  parts  of  the 

earth?" 

Fair  and  Frivolous  Parishioner — "How  would  it  do 

to  put  a  Bible  in  every  Ford  car,  doctor?" — Puck. 
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The  Basic  Reason  for  Display 

THE  management  of  a  great  industrial  show  enter- 

prise is  using  the  catch  phrase,  "An  ounce  of 
sight  is  worth  a  ton  of  print."  The  sentence  is 

not  particularly  well  constructed,  technically  speaking, 
but  the  meaning  is  clear,  even  forceful.  Articles  shown 
in  actual  operation,  right  before  the  eyes  of  the  pros- 

pective users,  will  tell  more  for  themselves  at  a  glance 
than  could  be  told  in  a  page  of  print  or  a  half-hour  of 
argument. 

Add  to  this  silent  demonstration  the  skilful  argument 

of  an  experienced  salesman  who  understands  his  sub- 
ject and  can  quickly  judge  his  prospect,  and  a  selling 

combination  is  formed  that  must  certainly  prove  ef- 
fective. Even  when  actual  sales  are  not  made,  the  pros- 

pect who  goes  away  from  such  a  demonstration  taking 
with  him  descriptive  circulars  and  catalogues  is  sure  to 
read  this  literature  with  far  greater  understanding 
than  he  will  that  of  a  competitor  whose  goods  he  has 
not  seen  in  operation. 

It  has  been  well  said  that  the  mission  of  advertising 

is  "attraction,  persuasion,  conviction,  business."  How 

Well  displayed  show  windows  are  advertising — 
advertising  of  the  best  kind — and  the  dealer  who  wants 
to  make  a  success  of  his  business  always  uses  them.  If 
there  are  posters  in  your  window  that  do  not  advertise 
you  or  your  business,  tear  them  down  and  put  up  your 
own  literature.  Wash  the  windows  whenever  they 
need  it,  and  then  make  it  your  business  to  see  to  it  that 
they  are  kept  clean. 
Every  wide-awake  dealer  can  find  a  hundred 

different  ways  of  effectively  trimming  his  show 
windows.  But  the  right  methods  must  be  used,  just  as 
in  newspaper  advertising.  It  pays  best  when  it  is 
done  right.  You  must  have  something  concrete  to 
offer — you  should  suggest  a  use  for  the  article  you  are 
offering  and  tell  how  to  use  it. 

IN  DRESSING  THE  WINDOWS  REMEMBER  THAT 

While  window  displays  are  admitted  by  all  furni- 
ture dealers  to  be  important  factors  in  trade-building, 

yet  there  are  some  dealers  who  do  not  give  this  valu- 
able sales-producer  the  care  and  attention  which  it 

Good  seasoiial)le  showing  of  furniture  which  displays    simplicity,    neatness    of    arrangement  and effectiveness,  necessary  qualities  in  any  window  display. 

better  can  this  be  accomplished  than  by  a  combination 

of  good  printing,  actual  demonstration  and  skilled 
salesmanship  ? 

SHOW  WINDOWS  AN  ASSET 

Do  neat  and  attractive  show  windows  attra6t  buy- 
ers ?  Ask  any  of  your  live  fellow  dealers,  and  you  will 

invariably  be  told  that  the  show  window  is  one  of  the 

most  important  parts  of  your  entire  store.  But  it 

must  stand  for  something  more  than  a  mere  window- 

it  .should  appeal  to  the  eye,  be  neat,  clean  and  well  dis- 
[)layed  with  seasonable  goods. 

It  costs  nothing  to  have  a  well-displayed  window, 
and  because  it  requires  no  actual  outlay  of  money  many 
dealers  overlook  it  altogether.  They  fail  to  see  that 
not  to  have  an  attractive  show  window  undoubtedly 

results  in  the  loss  of  many  sales  every  week — other 

dealers  get  'em. 

deserves.  This  lack  of  enthusiasm  regarding  displays 
is  due  in  most  cases  to  the  fact  that  the  dealers  do  not 

fully  appreciate  the  great  benefits  which  result  from  a 
proper  window  display,  and  the  influence  it  exerts  in 
building  up  a  retail  business. 

Ideas  for  new  window  displays  can  be  found  any- 
where. When  you  visit  a  neighboring  city,  just  take 

a  look  at  the  different  show  windows,  note  the  differ- 
ence in  displays,  and  then  think  up  a  good  idea  for 

your  own  window.  If  you  see  a  window  display  that 
pleases  you,  copy  it,  or  think  up  something  similar. 

It  is  none  too  much  to  suggest  that  washing  ma- 
chines and  the  other  appurtenances  of  the  weekly  wash 

day  should  be  allotted  window  display  space  every  few 
weeks.  Placed  therein,  and  exploited  in  a  variety  of 
different  ways,  they  are  constantly  kept  in  the  thoughts 

of  the  store 's  patrons.  Stored  in  the  rear  of  the  sales 
room  and  covered,  perhaps,  with  other  wares,  they  are 
sold  when  asked  for  with  no  special  effort  given  to 
their  movement. 
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Advertising  Suggestions  for  the  Furniture  Dealer 

MANY  EFFECTIVE  MEANS  OF  ADVERTISING 

While  newspaper  advertising  is  no  doubt  the  most 
effective,  considering  everything,  bear  in  mind  it  is 
only  one  of  a  great  many  ways  in  which  you  can  make 
public  statements. 

There  are  your  windows.  To  leave  them  empty 
of  good  display  now,  is  like  a  newspaper  going  to 
press  with  blank  sheets.  To  leave  a  display  in  your 
windows  too  long,  is  like  a  newspaper  reprinting  for 

to-day,  last  week's  edition. 
There  are  your  show  cards  and  other  advertising 

done  inside  your  store.  That  is  the  close,  connective 
link,  the  advertising  that  hooks  right  up  to  the  mer- 

chandise and  which  means  immediate  sales.  It  is  ad- 
vertising of  such  importance  as  to  be  very  little  lower 

than  the  salespeople  themselves. 
There  are  circular  letters,  store  papers,  hand  bills, 

bill  boards,  manufacturers'  and  wholesalers'  literature 
of  all  kinds  and  sorts  and  character  which  you  can  use 
to  advantage  now,  all  filling  more  or  less  the  demand 
of  the  public  to  know  about  merchandise  now  and  how 
you  are  offering  it  to  them. 

If  you  keep  still  now,  if  you  expect  to  get  business 
right  along  without  any  public  statements  at  all,  you 
have  a  wonderful  faith  in  your  hold  on  the  people  and 
in  their  habit  of  trading  with  you.  There  are  some 
candidates  who  can  be  elected  and  never  make  an  effort 
to  get  a  vote,  never  make  a  public  statement  of  record, 
purpose  or  policy,  but  you  know  how  few  and  how  ex- 

ceptional they  are. 
You  may  say  that  some  of  them  would  be  better  off 

if  they  kept  still,  so  would  some  merchants  when  one 
sees  their  advertising,  but  that  does  not  condemn  ad- 

vertising because  some  few  don't  know  how  to  use  it. 
Most  country  newspapers  are  full  of  ads.  now,  most 

city  dailies  are,  the  advertising  in  the  big  magazines  is 
increasing  rather  than  decreasing  because  of  present 
business  conditions,  all  of  which  adds  to  our  argument, 
but  the  biggest  and  best  argument  for  the  now  silent 

merchant  is  the  fact  that  for  once  to  keep  silent  is  to 
miss  a  golden  opportunity. 

Illustrations  go  far  towards  interesting  the  possible 
buyers  and  turning  them  into  actual  patrons.  Many 
persons  glance  over  the  advertising  pages  to  see  the 
pictures  and  only  read  what  attracts  them  in  that  way. 
Sometimes  the  pictures  do  not  represent  the  articles,  as 
was  the  case  recently  when  a  department  store  adver- 

tised a  carving  knife  that  looked  twice  the  actual  size 
in  the  picture ;  but  the  person  who  wanted  such  an 
article  bought  it,  nevertheless.  Doubtless  she  would 
never  have  noticed  the  advertisement  were  it  not  for 
the  illustration.  It  is  the  best  practice  also  to  let  prices 
be  known,  even  though  in  so  doing  one  posts  his  com- 

petitor about  goods  and  prices.  He  might  easily  learn 
the  facts  anyway,  and  he  would  undoubtedly  lose  sales 
if  he  did  not  let  the  public  know  what  was  charged  for 
the  articles  which  one  is  promoting.  The  day  has 
passed  when  misrepresentation  is  permissible  in  adver- 

tising. The  nearer  that  one  gets  to  facts  the  better 
will  the  announcements  pull  business.  The  advertis- 

ing pages  of  newspapers  and  magazines  have  become  a 
great  educational  force  and  the  people  have  learned 
more  about  values  and  qualities  than  they  formerly 
knew.  They  are  not  so  readily  deceived,  nor  do  they 
forget  when  misled.  The  store  which  gets  a  repu- 

tation of  over-stating  facts  about  the  goods  offered 
might  as  well  go  out  of  business,  for  it  is  but  a  matter 
of  time  before  the  loss  of  trade  will  be  so  great  as  to> 
compel  either  a  decided  change  of  policy  or  bank- 

ruptcy The  old  saying,  "Give  a  dog  a  bad  name  and  it 
will  stick  to  it,"  applies  equally  to  a  store.  People 
will  talk,  and  when  merchants  do  not  live  up  to  their 
advertising  it  is  sure  to  become  only  too  well  known. 
It  is  said  that  a-  merchant  once  advertised  an  article 
far  below  its  usual  price  as  a  test  of  the  drawing  power 
of  a  certain  paper.  The  result  demonstrated  to  him 
the  fact  that  purchasers  did  read  that  paper,  for  he 
sold  far  more  than  he  desired  to  do  at  a  loss. 

Mew 

FimirinintiuiF® 

Jacobean.  William  and  Mary,  and  Colonial. 
Three  styles  of  Furniture  that  are  very  popu- 

lar just  now 
Come  in  and  see  the  New  Furniture  we 

have  just  opened  and  put  on  our  floors  in  these 
styles. 

We  also  have  a  very  nice  line  of  COM- 
FORTABLE Chairs.  Rockers  and  Chester- 

fields upholstered  with  Tapestry  This  uphol- 
stery will  wear  as  well  as  leather  and  will  not 

get  shiny  or  slippery  and  is  never  cold. 

LEMONT  &;  SONS,  Ltd. 
House  FURNUHERS  -         FREDERICTON,  N.  B. 

Jacobeai!  Furniiure! 

Jacobean  u  to  c&lled  becauM  it  originated  in  tlw  tim«  of 
King  JanicB,  the  last  of  the  Stewart  tine  of  England.  The"* Stewart  line  waj  one  of  grtrnt  Social  activity,  and  the  ahips 
coming  from  India  and  the  Orient  were  eagerly  searched  for 
ideas  new  to  Europe,  and  the  eyes  of  men  were  turned  to  artis- 

tic creation  as  never  before. 
The  finest  furniture  products  of  that  age  are  being  reprf)- 

duced  in  the  leading  factories  of  Canada,  and  some  good 
specimens  may  be  found  in  our  show-rooms. 

LEMONT  &  SONS,  Ltd. 
HOUSE  FURNISHERS  FREDERICTON,  N.  B. 

William  and  Mary 

PeopU  of  re&nement  and  artistic  totte,  who  are  looking 
for  fmitura  Id  these  days  are  turning  to  the  designs  whfeli 
erigfnated  In  England  In  the  1 7tfa  fenlury. 

WUIiam  Dl.  became  King  of  England  In  the  year  1689, 
and  for  13  years  be  and  hia  Qiic«a  affected  considerable  roodi- 
fieatioa  in  the  famifive  art  of  the  coantrr.  Many  Dutch  cabinet 
makers  followed  Khig  WHUain  from  Holland  to  England.  The 
Quean  was  very  refined  and  original,  and  being  a  daughter  of 
the  Stuarts  sb«  inherited  an  artistic  temperament  The  effect 
of  theae  influences  In  the  furniture  of  the  period  of  William 
and  Mary  was  very  marked,  and  It  became  more  simple  and 
dignified.  The  beaatiful  constructional  lines  have  been  pra* 
served,  and  are  now  being  reproduced  by  oar  leading  Canadian 
(actoriea. 

SoDM  good  aanplM  ar«  bow  to  bo  aoen  on  otv  floors. 

LEMONT  &  SONS,  Ltd. 
HOUSE  FURNISHERS  -         FREDERICTON,  N.  B. 

Good  advertisementR  in  4i  by  6i  in.  space  used  by  Ijcinoiit  &  Sons,  Ltd.,  of  Fredei  icton,  N.B.  The  tallt  on  .Jacobean  and  William 
and  Mary  designs  is  educational  publicity  that  assists  in  a  greater  appreciation  of  these  designs  on  the  part  of  the  public. 
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TAKE  TIME  IN  PREPARING  ADS. 

Time  should  be  taken  for  the  proper  prepai-ation  of 
advertising  copy.  Hurrying  up  the  work  is  likely  to 
result  in  an  ad.  that  misses  the  mark,  and  does  not  draw 
the  business  that  it  should.  A  good  deal  of  advertis- 

ing does  not  pi-ove  the  investment  it  should,  just  be- 
cause the  proper  attention  is  not  given  to  its  prepara- 

tion. 

The  writing  of  advertisements  is  important,  too  im- 
portant a  matter  to  be  done  hurriedly  or  without  ample 

deliberation  and  a  knowledge  of  selling  conditions. 
Hasty  and  careless  work  always  shows,  whether  in  ad- 

vertising, teaching  a  baby  to  Avalk,  or  elsewhere.  If  a 
dealer  would  only  get  a  half  dozen  good  maxims,  write 
them  down  on  a  card,  and  pin  them  over  his  writing 
desk  in  plain  sight,  and  then  follow  them,  it  would  be 
the  making  of  his  business.  Here  are  six  good  ones: 
Haste  makes  waste.  Constant  dropping  will  wear 
away  the  hardest  rock.  No  one  was  ever  crowded  out 
of  the  straight  and  narrow  path.  A  good  start  often 
has  won  the  victory.  Being  right  on  the  job  all  the 
time  is  the  safest  way  to  keep  it.  He  profits  most  who 
serves  best. 

There  is  no  denying  that  February  Furniture  Sales 
offer  a  good  opportunity  for  increasing  trade,  as  well 
as  working  off  odd  lots  of  furniture,  and  certainly 
should  be  taken  full  advantage  of. 

Sanitary  Floor  Covering 

If  you  are  in  need  of  anything  in  this  line  of  TLOOTJ 
COVERING,  this  is  the  place  to  come.  Nowhere  in 
the  city  will  you  have  the  opportunity  to  choose  from 
such  a  large  and  comprehensive  stock.  Our  method 
of  display  is  so  simple  and  easy  that  you  have  only 
to  sit  in  a  comfortable  chair,  while  the  salesman 
swings  out  the  patterns  before  you,  when  you  can  pick 
your  choice  at  a  glance.  We  have  the  very  latest 
styles  and  patterns  in  floral,  tile,  straw-matting  and 
parquet  effects. — N.  S.  rurnishino-  Co.,  Halifax,  N.S. 

"  Brighten  the  Corner  Where 

You  Are" — Says  Billy  Sunda3\ 
Mr.  Sunday  is  right — a  bright,  hajipy  life  is  best.  So 

is  a  brigtht,  cheery,  comfortable  home.  Both  go  to- 
gether, and  a  home  where  real  enjoyment  reigns  has  no 

dark  eorners.  We  help  you  make  every  corner  in 
your  home  bright.  First,  we  procure  a  good,  substan- 

tial, high  grade  line  of  furnishings,  then  we  sell  them 
at  a  price  you  can  afford  to  pay.  Further,  if  you  do 
not  wish  to  pay  cash  we  arrange  and  open  a  charge 
account  for  you.  This  is  one  of  the  most  satisfactory 
and  convenient  methods  of  buying  anything  you  wish 
in  our  store.  Ours  is  a  modern,  businesslike  way  to 
furnish  a  home.  With  all  these  advantages  you  are 
given  the  most  attentive,  eourteouji  service  when  at 
the  store,  in  the  delivery  of  your  goods  and  with  every 
transaction  you  have  with  us.  We  just  urge  you  to 
call  this  week  and  see  the  real  home  brightness  in  com- 

fortable, well-made,  attractive  furniture  that  now  fills 
our  floors.  Commence  to  brighten  your  corner  to-day 
by  having  a  prettier  home.  You  are  always  welcome 
at  Waterbury's  Leading  Furniture  Store,  where 
qiinlity  is  highpr  than  price. 

STUDY  WHAT  OTHERS  ARE  DOING 

The  ability  to  write  and  plan  good  advertising  comes 
from  a  lot  of  hard  study,  from  a  good  sense  of  the  fit- 

ness of  things  and  from  close  concentration  to  the  mat- 
ter in  hand,  but  probably  good  hard  study  will  give  the 

advertising  man  what  he  wants  sooner  than  anything 
else,  because  before  everything  else  the  advertising 
man  must  be  a  thorough  student  of  his  business  and 
the  connection  between  his  business  and  the  people 
whom  he  must  consider  as  prospects  for  what  he  has  to 
sell.  Along  with  a  knowledge  of  what  to  put  into  an 
ad.  and  what  to  leave  out  it  is  quite  necessary  to  know 
something  of  the  artistic  in  its  relation  to  attention-get- 

ting value.  And  after  the  advertising  man  has  become 
well  posted  in  the  matter  of  what  to  write  and  how  to 
lay  out  an  ad.  there  will  be  a-plenty  to  do  in  learning 
the  best  way  to  advertise  every  special  item  in  the  store 
and  the  store  as  a  whole. 

Probably  a  study  of  how  others  are  accomplishing 
just  what  you  want  to  do  is  as  good  a  way  as  any  for  a 
beginner  to  start  his  advertising  work.  This  does  not 

mean  that  imitation  is  ever  safe,  for  it  isn't,  but  from 
what  others  are  doing  in  advertising  one  may  get  a 
general  idea  of  what  is  necessary,  and  that  idea  once 
gained  is  a  big  start. 

The  Danville  Chair  &  Specialty  Company,  of  Dan- 
Anile,  Que.,  was  damaged  by  fire  in  late  January. 

We  Consider  the  Business 

of  Home  Furnishing 

is,  more  than  that  of  any  other  type  of  mercantile  en- 
deavor, a  matter  of  service, — of  helpful  ser\-ice,  of 

]iainstaking  service;  of  considerate,  thoughtful, 
friendly  service. 

But  what  is  "service"? It  is  simple  discriminate  salesmanship,  complete 
with  stocks  of  the  best  and  newest  furniture,  moder- 

ate prices  and  promjat  deliveries. 
Yes,  these  are  the  foundations  upon  which  a 

"service"  organization  is  built;  but  helpful  service 
is  infinitely  more,  it  is  intelligent  and  efficient  friend- 
ship. 

The  furnisher  of  your  home  should  be  your  friendly 
helper.  His  experience  should  enable  him  to  intui- 

tively grasp  your  viewqioint,  building  your  selections 
to  a  complete  and  unified  scheme.  Nor  is  this  all.  To 
this  must  be  added  the  strength  of  far-reaching  con- 

nections with  manufacturers,  weavers,  designers  and 
master  craftsmen. 

That  is  wlhat  we  mean  hj  service — the  helpful  way 
in  buying  furniture. 

Going  to  Make  a  Change 
in  Your  Bedroom  ? 

A  new  Iron  or  Brass  Bed.  We  have  them  $3  to  $50 
each;  some  fine  designs  at  $5  to  $7.50. 
Or  a  new  Suite — ^why  not  get  one  in  maihogany — 

with  the  new  satin  finish,  including  a  late  style,  all- 
wood  bed — a  four  poster  or  a  Napoleon  scroll — or  the 
light,  graceful  lined  English  style.  You  would  be 
]deased  for  a  long  time — you  can  get  these  in  oak, 
Canadian  walnut,  Circassian  walnut  or  mahogany. — 
T.  F.  Harrison  Co.,  Kingston,  Ont. 

The  introduction  is  an  important  part  of  the  ad.  We  reproduce  here  some  good  samples  of  introductions  to  furnishing  advertisements. 
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Get  After  Office  We  note  that  a  stationery  store  in 
Furniture  London,  Ont.,  has  put  in  an  office 
Trade  furniture    department.     This  is 

certainly  trade  that  properly  be- 
longs to  the  furniture  dealer,  and  retailers  should 

certainly  make  every  possible  effort  to  hold  it. 
By  the  way,  have  you  ever  made  any  feature  to  im- 

press on  local  business  firms  your  ability  to  supply  all 
their  wants  in  office  furniture?  It  is  trade  that  is  well 
worth  some  effort  in  cultivating. 

A  retailer  to  whom  the  writer  spoke  to  on  the  sub- 
ject recently  stated  that  a  sale  of  office  furniture  to  a 

business  man  often  paves  the  way  to  sales  of  furniture 
for  his  home.  This  is  a  factor  that  is  worth  consid- 
ering. 

*  *  * 

Have  You  Taken  Have  you  taken  an  inventory  and 
An  Inventory?  made  out  your  yearly  financial 

statement?  If  not,  why  not?  As 
we  have  pointed  out  before,  an  annual  financial  state- 

ment showing  the  exact  standing  of  the  business  is 
essential  in  order  to  gauge  the  progress  that  has  been 
made  during  the  past  twelve  months.  If  it  has  not 

been  satisfactory  you  certainly  don't  want  to  continue 
on  in  this  same  small-profit  manner.  The  only  Avay 
to  find  out  accurately  whether  it  has  been  satisfactory 
is  by  the  compiling  of  a  statement  for  the  year. 

In  addition,  stock-taking  brings  to  light  many  im- 
portant particulars  regarding  a  business  that  a  dealer 

should  be  acquainted  with.  It  is  an  X-ray  that  gets 
below  the  surface  and  for  that  reason  is  particularly 
valuable. 

In  our  last  issue  there  appeared  articles  on  how  to 
take  stock  and  make  out  a  financial  statement.  Look 
them  up. 

*  *  * 

Appearance  There  is  a  dealer  in  one  of  our 
of  the  Store  larger  cities  who  keeps   a  most 

shabby  and  discreditable  store  and 
who  allows  his  windows  to  become  dust  covered  and 
streaked  and  very  seldom  ever  changes  his  window 
display. 

He  knows  that  his  store  is  far  below  the  standard  of 
the  average  store  in  appearance,  and  in  justification  of 
his  neglect  states  that  it  would  be  of  no  advantage  to 
him  to  give  time  and  attention  to  keeping  his  store  in 
apple  pie  order — that  the  class  of  people  who  deal  with 
him  do  not  care  a  snap  of  their  finger  for  appearances. 

We  (|uite  agree  that  many  of  the  people  in  his  neigh- 
borhood do  not  seem  overly  particular  about  their  own 

appearance,  but  we  will  not  admit  that  appearances 
do  not  count  for  much  when  it  comes  to  selecting  a 
store  at  which  to  make  a  purchase.  It  is  a  most 
peculiar  thing  that  people  who  are  most  careless  about 
the  appearance  of  their  own  person  give  attention  to 

the  matter  of  cleanliness  and  order  in  the  stores  at 
which  they  deal. 

Then  again  I  would  like  to  point  out  to  the  dealer 
whom  I  have  cited  above,  that  all  the  people  in  the 
district  in  which  his  store  is  located  are  not  of  the 
class  he  has  designated.  In  every  district,  no  matter 
how  bad  it  may  be,  there  are  many  people  with  whom 
orderliness  and  cleanliness  count  for  much — who  al- 

though they  may  be  poor  have  not  lost  their  self-esteem. 
It  stands  to  reason  that  these  people  are  going  to  deal 
at  a  store  which  has  some  regard  for  those  things  that 
they  hold  in  high  esteem.  That  means  that  they  will 
pass  by  such  a  store  as  this  dealer  keeps. 

Most  dealers  know,  from  their  own  experiences,  just 
how  valuable  a  good  appearing  store  is  in  attracting 
trade,  and  this  holds  true  to  a  greater  or  less  extent  in 
every  district,  no  matter  of  what  character  it  may  be, 
or  the  class  of  people  who  live  in  it. 

*  *  * 

tJse  a  The  salesman  should  always  use 
Little  Tact  tact  and  common  sense  in  serving 

customers.  A  gentleman  recently 
remarked  that  a  salesman  laughed  at  his  incorreet 
pronunciation  of  a  trade  name  and  corrected  him 
abruptly.  It  was  a  small  matter,  but  it  offended  him. 
He  felt  that  he  should  have  either  ignored  the  incor- 

rect pronunciation,  or  pointed  out  the  mistake  politely. 
There  is  certainlj'  no  doubt  about  the  matter.  The 

United  Cigar  Stores  Company  has  an  excellent  set  of 
nales  for  the  guidance  of  its  clerks,  and  one  of  these  is 
that  salesmen  are  to  repeat  the  pronunciation  of  the 
customer  whether  he  is  right  or  wrong. 

The  writer  does  not  believe  that  this  should  be  an  in- 
flexible rule,  as  he  feels  that  there  are  times  when  a 

customer  would  even  appreciate  being  made  acquainted 
with  the  correct  pronunciation  of  a  word,  but  it  should 
always  be  done  in  a  tactful  manner. 

This  is  just  a  sample  case  of  when  the  clerk  should 
be  tactful.     There  are  many  others. 

*  *  # 

The  One-Roof  Should  a  dealer  live  at  his  place 
Man  of  business?    This  is  the  interest- 

ing question  that  has  been  brought 
up  by  an  American  exchange,  and  the  opinion  of  most 
dealers  appears  to  be  that  it  is  better  to  live  quite  a 
distance  from  your  place  of  business. 

One  dealer  points  out  that  the  one  and  only  point  in 
favor  of  a  dealer  living  at  his  place  nf  business  is  that 
he  is  always  on  the  job.  day  or  night,  but  the  very  fact 
that  he  is  always  on  the  job  condemns  the  arrangement. 
By  confining  himself  to  one  roof  the  dealer  ties 

himself  to  a  humdrum  existence  which  narrows  his  view 

point  and  acts  as  a  drag  on  the  expansion  of  his  busi- 
ness. It  is  true  that  a  man  could  go  out  and  mix  with 

his  fellows,  if  he  would.     But  he  won't.     He  becomes 
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too  much  wrapped  up  in  his  affairs  through  his  con- 
tinued association  with  them. 

The  one-roof  man  is  narrowed  not  only  mentally,  but 

physically  as  well.  He  doesn't  get  the  outdoor  exer- 
cise, the  fresh  air  and  the  diversions  that  are  essential 

to  develop  a  sound  body.  The  confinement  and  lack  of 
exercise  resulting  from  such  a  method  of  living  unfit  a 
man  both  mentally  and  physically  to  grapple  with  de- 

tails and  bring  about  business  success. 
Another  objection  to  a  man  living  at  his  place  of 

business  is  that  a  man  cannot  avoid  mixing  up  house- 
hold affairs  with  store  matters — a  bad  combination  al- 

ways, for  he  will  neglect  either  one  or  the  other;  and 
sooner  or  later  the  neglected  one  will  cause  a  smashup. 

There  is  an  occasional  merchant  who  advocates  the 
combination  residence  and  store  on  the  ground  that  his 
wife  will  be  able  to  act  as  a  clerk  and  thus  help  cut 
down  expenses.  Such  a  policy  is  a  poor  one,  however, 

for  a  wife's  time  should  be  devoted  to  making  a  home, 
and  not  taking  the  place  of  a  ten-dollar  clerk. 

4^  4f* 
Value  of  the  David  was  invincible  against  the 
Personal  Touch  Giant  Goliath  because  he  used  his 

own  familiar  weapon — the  sling. 
In  the  same  way,  the  local  merchant  while  many  times 
smaller  than  the  big  mail  order  houses,  has  no  reason  to 
fear  them  if  he  makes  use  of  that  big  weapon  of  the 
small  dealer — personality. 

The  personal  touch  is  a  powerful  factor  in  attracting 
people  to  the  store  and  in  binding  them  to  it.  People 
like  to  know  the  man  they  are  dealing  with  and  appre- 

ciate the  kindly  interest  that  he  takes  in  them  and  their 
affairs.  To  so  know  your  customers  that  you  can  ask 
Mrs.  Jones  how  the  baby  is,  or  Jim  Smith  if  he  has  his 
new  back  stoop  finished,  or  Farmer  John  how  the  buck- 

wheat on  the  back  fifty  is  coming  on — to  have  this  fam- 
iliarity with  customers  is  a  trade  advantage,  the  value 

of  which  it  is  impossible  to  calculate. 

Dealer  is  Entitled  In  figuring  your  expenses  do  you 
to  a  Wage  make  a  fair  allowance  for  your 

own  salary?  If  not,  why  not?  Do 
you  not  think  that  your  services  are  worth  something? 
If  you  had  to  hire  a  man  to  manage  a  business,  you 
would  have  to  pay  him  a  salary  and  it  would  go  into 
the  expense  account.  So  should  a  fair  salary  for  your- 
self. 

The  proprietor  of  a  business  recently  decided  that 
selling  expenses  would  have  to  be  reduced  to  keep  the 
business  on  a  profitable  basis.  He  said  that  he  was 

going  to  do  this  by  reducing  the  selling  staff — taking 
the  place  of  one  of  the  men  himself.  He  had  not  of 
late  been  taking  an  active  part  in  the  business.  He 
did  not  realize  that  if  he  was  taking  the  place  of  a  man 
that  he  was  entitled  to  a  wage  just  as  surely  as  the 
other  had  been,  and  that  it  should  be  reckoned  in  the 
expense  account. 

If  a  dealer  were  working  for  another  he  would  get  a 
wage  and  he  is  certainly  entitled  to  it  in  his  own  busi- 

ness where  he  works  harder  than  he  otherwise  would, 
and  due  allowance  should  be  made  for  it  in  expenses. 

*   *  * 

Artificial  Limbs  A  New  York  man  equipped  with 
As  Debt  an  artificial  limb  valued  at  $250. 
Collectors  failed  to  meet  the  bill  that  he  owed 

his  dealer  and  the  latter  obtained 

judgment  against  him  in  a  court  of  competent  jurisdic- 
tion. The  only  asset  the  debtor  had  in  sight  was  the 

aforesaid  artificial  limb,  and  this  was  seized  by  an 

officer  to  satisfy  the  judgment,  the  seizure  being  made 
at  a  time  when  the  owner  had  temporarily  separated 
himself  from  his  property. 

This  unusual  circumstance  causes  one  to  philosophize 
on  the  assistance  that  would  be  given  to  debt  collecting 
if  every  person  of  the  delinquent  debtor  class  were 
only  equipped  with  an  artificial  limb  that  could  be  at- 

tached for  debt.  An  era  of  almost  perfect  honesty 
would  begin,  for  the  man  is  not  yet  born  who  would  not 
rather  pay  a  bill  than  lose  a  leg. 

*   *  * 

Proves  Profitable  How  many  dealers  put  up  their 
Investment.  hands   in   horror   at   the  very 

thought  of  the  fact,  especially 
those  apostles  of  false  economy  who  will  not  spend  a 
cent  even  for  their  own  benefit  unless  it  is  fairly  pried 
away  from  them. 

As  a  traveler  said  to  me  not  long  ago:  "It  is  a  dam 
good  thing  that  there  are  some  real  aggressive  men  on 
the  road  who  are  not  easily  turned  down,  and  who 
keep  after  some  of  these  close-fisted  merchants  until 

they  sell  them  what  the  merchant's  good  sense  should 
show  him  he  should  have.  If  it  wasn't  for  some  of  these 
aggressive  salesmen  fairly  forcing  needed  articles  on 
some  merchants,  many  retailers  would  not  make  the 

money  that  they  do." There  is  a  good  deal  of  truth  in  this  statement.  There 
are  a  good  many  merchants  who  are  altogether  too 

ready  to  say  "no"  at  the  first  suggestion  that  they 
should  expend  any  money  on  equipment,  without  con- 

sidering the  advantage  that  it  would  be  to  their  busi- 
ness, and  whether  it  would  not  really  prove  a  profit- 

able investment. 

THIS  SHOULD  MAKE  HIM  MOEE  COURTEOUS 
TO  TRAVELLERS 

A GOOD  story  is  being  told  on  an  Ontario  dealer who  has  yet  to  improve  considerable  in  his 
attitude  towards  travellers  before  he  can  be 

called  courteous  or  even  civil.  Most  travellers  who 
call  upon  him  have  lost  much  valuable  time  waiting 
to  get  an  interview  with  him.  Especially  is  this  so 
with  a  new  traveller.  He  apparently  thinks  it  a  good 
way  to  impress  a  new  salesman,  with  his  own  import- 

ance, by  making  him  wait  his  pleasure  before  he  will 
listen  to  him. 

Not  long  ago  a  stranger  entered  the  store  and  ap- 
proaching the  proprietor's  desk,  enquired,  "Mr. 

Blank?" 
"Yes,"  he  replied  in  a  haughty  manner,  "but  I'm 

too  busy  to  talk  to  you  now,"  and  he  bent  over  bis work  without  another  word  or  look  to  his  visitor. 
However,  his  caller  did  not  depart.  He  wandered 

about  the  store,  looked  at  the  goods  and  read  the  show 
cards  for  nearlj'  an  hour.  At  last  he  became  im- 

patient. Mr.  Blank  had  yet  made  no  sign  that  he 
was  ready  to  receive  him.  Finally,  he  screwed  up 
enough  courage  to  approach  the  haughty  individual  at 
the  desk  and  say,  "Might  I  speak  to  you  for  a 

moment,  Mr.  Blank!" Mr.  Blank  looked  up  with  a  scowl  on  his  face  and 
enquired,  "Well,  what  is  your  name  and  what  do  you 

want?" 

"Why,"  replied  the  stranger,  "I'm  your  brother 
Frank,  and  I  came  over  to  visit  you,"  and  Mr.  Blank 
recognized  in  the  stranger  his  brother  who  had  settled 
in  the  United  States  and  whom  he  had  not  seen  for 
twenty  years,  and  he  blushed  with  shame  as  he 
thought  of  the  reception  he  had  given  him. 

Mr.  Blank  is  now  more  inclined  to  give  a  civil  re- 
ception to  travellers  who  call  upon  him. 

Let  this  be  a  lesson  to  other  dealers  who  are  simi- 
larly inclined.  Treat  the  traveller,  or  the  man  who 

appears  to  be  a  traveller,  courteously.  He  may  be 

your  long  lost  brother- 
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Business  Suggestions  for  the  Furniture  Dealer 

J A.  BANFIELD,  of  492  Main  St.,  Winnipeg,  have 

been  quoting  "6  to  10  specials"  for  Saturday 
nights,  in  order  to  bring  people  in  for  a  grand 

wind-up  to  the  week's  business.  These  specials  are 
advertised  at  the  bottom  of  regular  advertising  space. 

Another  feature  is  a  talking  machine  concert  put  on 
at  8.30  p.m.  Saturday.  This  attracts  people  to  the 
store,  and  especially  interests  them  in  talking  ma- 
chines. 

GETTING  CUSTOMERS  TO  RETAIN  ADS. 
FOR  REFERENCE 

The  Robert  Wright  Co.  Ltd..  of  Brockville,  Ont., 

started  their  February  Sale  of£  with  a  big  advertise- 
ment in  the  local  paper  which  they  urged  customers  to 

retain  for  reference  during  the  month.  The  next 
week  they  used  smaller  space  to  direct  attention  to 

specific  lines,  with  a  note  reading,  "We  refer  you  to 
our  big  advertisement  in  Friday's  paper.  This  is  a 
money  saving  sale  and  worthy  of  your  careful  atten- 

tion. '"' The  idea  of  urging  customers  to  cut  out  advertise- 
ments which  will  hold  good  during  the  month  is  being 

used  by  firms  in  a  number  of  lines  of  business,  and 
apparently  with  considerable  success. 

PROVIDING  CONVENIENCES  FOR  CUSTOMERS 

A  dealer,  in  Trenton.  Ont.,  has  been  putting  forth 
special  efforts  to  provide  such  conveniences  for  coun- 

try customers  that  they  will  make  his  store  their  head- 
quarters whenever  they  visit  the  town. 

The  store  is  provided  with  a  rest  room  and  wash 
room  and  this  is  greatly  appreciated  by  ladies  who 
drive  in  from  a  distance.  At  the  rear  of  his  store  he 
has  an  enclosure  where  farmers  can  tie  up  their  horses. 

In  addition  to  this,  during  the  summer  he  has  a 
playground  for  children  of  customers,  where  they  may 
enjoy  themselves  while  their  mothers  shop.  Most 
women  buy  more  freely  when  they  are  not  hampered  by 
children  who  get  fidgety.  The  playground  is  equipped 
with  sand,  toys,  etc.,  and  the  children  are  in  no  hurry 
to  leave.  In  fact,  they  like  their  mothers  to  take  them 
to  that  store. 

CONNECTING  UP  WITH  ADVERTISED  GOODS 

It  is  good  business  to  impress  customers  with  the 
fact  that  you  handle  nationally  advertised  goods.  The 
public  generally  have  a  good  deal  of  confidence  in 
articles  with  which  they  are  well  acquainted  through 
advertising,  and  considerable  of  that  confidence  is 
transferred  to  the  dealer  who  features  such  lines. 

A  retail  firm  in  one  of  our  Canadian  towns,  realiz- 
ing this  fact,  featured  a  number  of  nationally  adver- 

tised articles  with  the  slogan,  "We  handle  all  the  good 
things  you  see  advertised  in  the  big  magazines." 

The  ad.  read:  "This  store  is  headquarters.  You  will 
always  find  here  everything  you  would  expect  to  find 
in  a  similar  store — and  many  things  more.  We  spe- 

cialize on  articles  of  genuine  merit.     Articles  we  have 

tested  and  tried  ourselves  and  we  can  recommend  and 

indorse.  You  will  find  here  all  of  the  good — the  best 
—the  pick — of  the  standard  household  articles  adver- 

tised in  magazines.  We  add  our  own  guarantee  to 

that  of  the  manufacturer's." 
Another  dealer  has  a  book  in  which  he  pastes  ad- 

vertisements of  goods  he  handles,  from  the  current 
magazines.  This  book  is  left  on  the  counter  where 
customers  may  look  through  it  while  waiting. 

PUBLICITY  BY  FACSIMILE  COURT  SUBPOENA 

A  western  dealer  lately  used  an  entirely  new  ad- 
vertising plan  in  order  to  get  people  to  his  store.  This 

consisted  of  a  facsimile  court  subpoena  which  was 

printed  on  imitation  parchment  and  contained  a  "sum- 
mons" to  the  reader  to  "come  immediately  and  inspect 

the  unusual  amount  of  staple  and  fancy  goods." 
This  "document"  was  made  all  the  stronger  by  a  big 

red  seal  and  was  filled  out  apparently  in  regulation 

fashion.  "The  Probable  Court  of  Manitoba"  appeared 
in  black  type  on  the  outside.  At  first  glance  one 

would  take  this  to  read,  "probate  court."  A  large 
number  of  these  were  sent  through  the  mail  to  a  selected 
list  of  names  and  the  owners  of  the  store  say  that  they 
received  much  good  advertising  from  this  innovation. 

DO  YOU  SAVE  YOUR  CASH  DISCOUNTS? 

The  retail  furniture  dealer  who  takes  every  cash 
discount  offered,  at  once  places  himself  in  a  position  of 
distinct  advantage  over  all  competitors  who  do  not. 

The  first  and  most  obvious  advantage  is  that  he  has 
a  profit  over  and  above  that  of  the  non-discounter. 
The  few  cents  it  means  on  each  dollar  does  not  seem 

much,  but  if  one  were  to  estimate  on  the  basis  of  a  ten- 
year  turnover,  its  importance  is  at  once  apparent. 

To  the  average  retailer,  however,  it  means  more  care- 
ful buying  in  order  to  keep  purchases  within  his  power 

to  pay  within  specified  time.  This  in  turn  makes  him 
a  better  student  of  his  stock  to  see  what  he  can  keep 
down  to  moderate  proportions  without  loss  of  trade. 

It  also  makes  him  more  careful  about  the  prices 
paid,  as  his  goods  must  move  freely  if  he  is  to  make 
his  payments  when  due.  It  makes  him  careful  about 
credits  to  his  customers,  as  he  cannot  discount  if  goods 
were  sold  on  account  to  customers  of  doubtful  credit 
and  for  a  long  time,  especially  if  it  should  be  necessary 
to  negotiate  with  the  bank  for  money  to  discount. 

He  could  not  afford  to  be  a  price  cutter  as  that  is  not 
the  way  to  be  a  money  making  retail  merchant.  Any 
man  who  is  making  a  success  of  the  retail  business 
knows  it  not  only  takes  money  to  discount  bills,  but  he 
has  also  learned)  to  know  that  it  costs  money  to  do 
business. 

If  you  who  read  this  should  be  of  the  number  who 
discount  all  bills,  I  would  very  much  appreciate  your 
letting  me  know  and  no  one  outside  the  office  will  get 
the  information,  although  I  think  most  merchants  who 
discount  are  proud  of  it,  a,pd  would  just  as  soon  any- 

one should  know. 
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Beds  and  Bedding 

The  Bedding  Peril 

Did  you  ever  stop  to  consider  the  close  relation  be- 
tween infantile  paralysis  and  unsanitary  bedding?  asks 

The  Grand  Rapids  Furniture  Record.  "Within  five months  that  dread  disease  stilled  the  hearts  of  over 

1,800  of  New  York's  smallest  inhabitants  and  many 
people  of  sterner  resistance.  Six  thousand  others 
lingered  near  death  in  many  hospitals  and  homes.  The 
officials  of  New  York  have  done  everything  within 
human  power  to  discover  the  origin  of  this  death  deal- 

ing plague. 
The  board  of  health  quarantined  and  fumigated 

everywhere  since  the  outbreak  of  the  disease,  and  the 
street  cleaning  department  made  the  streets  of  the 
city  claner  than  ever  before.  Eminent  physicians 
worked  unceasingly  in  an  endeavor  to  locate  the  germ, 
and  to  find  a  preventive  and  a  cure.  But  the  ravages 
of  the  disease  went  on  with  slight  abatement. 

One  important  point  was  overlooked,  but  through- 
out the  land  householders  can  avail  themselves  of  the 

precaution.  Assuming  that  paralysis  is  caused  by  a 

germ,  the  question  arises  as  to  whether  New  York's 
health  officials  acted  wisely  in  merely  fumigating  the 
bedding  used  by  paralysis  victims.  Germs  once  lodged 
in  a  cotton  or  hair  mattress  are  nine  times  out  of  ten 
safe  from  the  effects  of  fumigation.  And  once  inside 
of  a  pillow,  safely  sheltered  by  the  tiny  filaments  of  the 
feathers,  fire  is  the  only  possible  means  of  destroying 
them.  It  is  fair  to  assume,  then,  that  many  of  the 
paralysis  victims  have  contracted  the  disease  from 

"fumigated"  bedding  used  by  other  victims. 
This  matter  should  interest  every  dealer  who  handles 

bedding.  Much  of  the  bedding  sold  to-day  contains 
second-hand  materials.  How  is  one  to  know  from 
now  on  whether  the  bedding  bought  contains  contam- 

inated filling  or  not?  Parents  whose  children  are 

taken  from  them  by  disease  will  dispose  of  the  infant's 
bedding.  In  turn  it  will  find  its  way  to  the  junk 
dealer,  thence  to  the  middleman,  and  finally  to  one  or 
another  of  the  many  small  bedding  factories  where 
second-hand  material  is  used. 

Some  places  prohibit  the  use  of  second-hand  bedding 
material.  Others  do  not.  In  New  York  State  there 

is  a  law  requiring  the  stenciling  of  all  bedding  con- 
taining second-hand  material  with  the  statement  that 

the  material  used  therein  is  all  or  partly  second-hand. 
This  law  it  is  said  is  not  enforced.  The  same  condition 
exists  in  several  other  states  and  in  the  provinces  of 
Canada.  Manufacturers  are  at  liberty  to  use  second- 

hand material  as  they  see  fit,  and,  indeed,  they  do  use 
it  freely,  as  is  proved  conclusively  by  the  fact  that  over 
half  of  the  pillows  now  made  contain  old,  contamin- 

ated, second-hand  feathers. 
Dealers  cannot  be  too  careful  when  buying  pillows 

and  mattresses.  It  would  seem  wise  to  buy  only  such 
goods  as  are  guaranteed  by  a  tag  sewed  to  the  article  to 
contain  all  new,  clean,  sterilized  material. 

Health  officials  should  burn  all  infected  bedding. 
Legi.slatures  should  enforce  second-hand  bedding  laws, 
or  prohibit  the  use  of  such  material  altogether.  Re- 

tail dealers  everywhere  should  realize  that  second-hand 
material  is  a  menace  to  health,  refuse  to  buy  bedding 
with  such  material,  and  shun  the  men  who  make  it. 

TALE  OF  A  BEDSTEAD 

The  following  story,  told  by  a  buyer  for  one  of  the 
most  famous  and  exclusive  furnishing  firms  in  Great 
Britain,  suggests  a  reason  why  the  appeal  for  thrift 
sometimes  falls  on  deaf  ears,  and  also  why  furniture 
dealers  should  always  be  ready  to  show  their  best  lines 
to  all  prospective  customers. 

A  young  workman  entered  the  showrooms  of  one  of 

the  firm's  branches  in  a  northern  manufacturing  city. 
He  asked  to  see  a  double  bedstead — "a  soft,  elegant 
bed"  for  himself  and  his  "ole  woman."  After  in- 

specting, sitting,  and  lying  on  a  large  number  of  beds, 
none  of  which  came  up  to  his  requirements,  the  sales- 

man wearily  inquired  if  he  would  prefer  two  beds  to 
stand  side  by  side. 

Twin  beds  of  various  styles  were  critically  reviewed 
by  the  workman,  while  the  salesman  conferred  with  a 
colleague  as  to  the  advisability  of  showing  the  difficult 
customer  the  door.  Finally  the  latter  spied  two  ex- 

quisitely wrought  brass  bedsteads  in  an  alcove  of  an- other showroom. 

"What  about  them  beds?" 
"Those  are  exhibition  beds  made  for  the   Exhi- 

bition." was  the  reply.  "They  are  priced  at  eighty- 

four  guineas." "I'll  have  them,"  said  the  mechanic,  and  he  paid  for 
them  on  the  spot  with  greasy  banknotes.  The  beds 

Avere  duly  delivered  and  set  up  in  his  little  five-shilling- 
a-week  cottage  in  the  outskirts  of  S  . 

OFFERED  BIRTHDAY  BANK  ACCOUNT 

A  Detroit  dealer  secured  a  substantial  increase  in 

trade  by  advertising  extensively  that  he  would  open  a 
savings  account  in  the  name  of  any  child  whose  birth- 

day occurred  during  that  month,  and  whose  parents 
purchased  ten  dollars  worth  of  goods.  It  was  not 

necessaiy  to  purchase  the  entire  ten  dollars'  Avorth  at 
any  one  time,  but  a  card  was  issued  to  every  customer. 
This  card  contained  the  name  of  the  child  in  whose 
name  the  account  was  to  be  opened,  together  with  that 
of  the  parent  or  guardian.  The  card  was  the  usual 
kind  that  was  punched  to  the  amount  of  each  purchase 
and  the  moment  the  $10.00  was  reached  the  customer 

was  presented  with  a  written  order  on  the  bank,  on  the 
presentation  of  which  the  bank  issued  a  bank  book 
with  a  $1.00  credit. 

KIND  OF  CLERK  A  CUSTCIVIER  LIKES. 

"I  like  to  be  served  by  the  sort  of  a  clerk  who  is 
willing  to  meet  me  on  common  ground — neither  too  in- 

different nor  too  insistent,  a  clerk  who  can  sometimes 
get  on  the  other  side  of  the  counter  and  put  himself  in 

my  place. "I  like  the  kind  of  clerks  who  do  not  stare. 
"The  store  which  has  sickly,  unhappy  and  tired 

clerks  does  not  attract  my  trade. 
"I  like  a  clerk  who  knows  where  articles  are  located. 
"I  like  a  clerk  who  never  attempts  to  substitute 

some  brand  or  article  for  the  brand  or  thing  for  which 

T  ask." Ikey:  Father,  with  what  does  people  feather  their nests? 

Swindelbaura :  With  cash  down,  with  cash  down,  you know, 
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Knobs  of  News 

The  executive  of  the  Ontario  Provincial  Board  of 

The  Retail  Merchants'  Association,  at  a  meeting  in 
Stratford,  on  February  1,  visited  a  number  of  the  local 
furniture  factories. 

J.  A.  Banfield,  furniture  dealer,  of  Winnipeg,  who  is 

vice-president  of  the  Manitoba  Retail  Merchants' 
Association,  was  in  Ottawa,  to  join  in  the  petition  to 
the  Dominion  Government  to  establish  a  bureau  of  re- 

tail trade  in  the  Department  of  Trade  and  Commerce. 

A  meeting  of  the  Eastern  Canada  Chair  Manufac- 
turers, a  sub-section  of  the  Furniture  Manufacturers 

Association  of  Canada,  was  held  at  the  Queen's  Hotel. 
Montreal,  on  February  20. 

The  Antiseptic  Bedding  Company  Ltd.,  of  Toronto, 
has  been  incorporated  with  a  capital  stock  of  $60,000. 
The  provisional  directors  are  Abraham  Goodman, 
Esther  Goodman,  Louis  Goodman,  David  Goodman  and 
Rudolph  Coppersmith. 

Camps  Limited,  of  Montreal,  have  been  incorporated 
with  a  capital  stock  of  $50,000,  to  take  over  the  busi- 

ness of  C.  M.  Camp,  manufacturer  of  furniture. 

The  sales  rooms  and  stores  of  the  fiirniture  depart- 
ment of  the  P.  T.  Legais  Limited,  of  Quebec,  were  de- 

stroyed by  fire  early  in  February. 

Walker's  furniture  store  and  undertaking  parlors. 
Port  Hope,  Ont.,  were  destroyed  by  fire  on  February 
15,  caused  by  an  overheated  stove  in  the  office.  The 
building  was  a  three-storey  brick.  The  loss  is  esti- 

mated at  $7,000,  with  $5,500  of  insurance. 

The  Kindel  Bed  Company,  of  Stratford,  Ont.,  wei'e 
forced  to  close  their  factory  on  a  couple  of  occasions 
during  the  month,  owing  to  a  shortage  of  coal. 

Patterson  &  Darte,  furniture  dealers  and  under- 
takers, of  Welland,  Ont.,  have  been  succeeded  by  Pat- 

terson &  Sons. 

The  stock  of  J.  A.  Lamoureux,  furniture  dealer,  of 
Montreal,  has  been  sold. 

The  Uneeda  Mattress  Company  Ltd.,  of  18A  Pine 
Avenue  West,  Montreal,  is  the  name  of  the  reorganized 
Fischman  Mattress  Comnany.  which  was  formerly  lo- 

cated in  Toronto.  Mr.  Max  Fischman  is  President  of 

the  new  company;  L.  Snyder,  Vice-President,  and 
Nathan  Jurist,  Secretary-Treasurer. 

The  company's  plant  in  Montreal,  is  now  eciuipned 
with  the  most  modern  machinery  for  making  their 

well-known  mattress  and  "Komfy"  cushions  for  up- 
holsterers, automobile  manufacturers  and  others  re- 

quiring cushions  with  high-class  springs.  They  have 
just  obtained  patents  for  this  double  action  spring 
which  gives  a  cushion  that  is  soft  and  comfortable  and 
which  will  not  sag. 

The  Sanitary  Feather  Mattress  Co.,  manufacturers, 
Toronto,  has  been  incorporated. 

The  Manufacturers  Window-Drossing  Service,  To- 
ronto, has  been  registered. 

L.  H.  Phillips,  a  hardware  dealer  of  Cartwright, 
Man.,  has  formed  a  partnership  with  John  Munro,  and 
opened  up  a  furniture  and  hardware  business  at  Lo- 

mond, Alta. 

RENEW  INSURANCE  POLICIES  PROMPTLY 

What  would  you  feel  like  if  your  insurance  policy 
expired  on  February  28,  and  through  some  misunder- 

standing the  policy  was  not  renewed  promptly  and 
you  had  a  fire  on  March  1? 

Your  feeling  of  annoyance  with  yourself  would  not 
recoup  you  for  your  losses,  nor  would  your  promise  to 
yourself  that  this  would  never  happen  again. 
Why  not  get  a  daily  calendar  pad  and  mark  down 

about  a  week  before  the  expiry  of  each  policy,  a  memo, 
to  see  that  renewal  is  fully  arranged  for. 

In  this  connection,  can  you  locate  your  insurance 
policies  easily?  Are  they  kept  always  in. the  same 
place?  If  your  store  was  destroyed  by  fire,  would  your 

policies  be  safe? 
It  only  takes  a  few  minutes  to  safeguard  oneself 

against  trouble  or  loss  in  connection  with  insurance, 
and  it  is  time  well  spent. 

WEARING  SMILE  AFTER  LONG  BUSINESS  TRIP 

We  herewith  present  a  snapshot  of  two  well-known 
travellers  taken  as  they  were  nearing  the  end  of  a 
thousand  mile  trip,  and  from  the  pleasant  expressions 
on  their  faces  they  must  have  been  successful  in  pulling 
in  some  pretty  good  business.  The  two  in  question 
are  W.  G.  Bartlett,  of  the  Dominion  Manufacturers 

Ltd.,  Toronto,  and  W.  R.  Deeton,  of  Belleville,  who 
represents  the  Knechtel  Furniture  Co.,  of  Hanover, 
Ont. 

The  photograph  was  taken  in  front  of  the  store  of 
J.  J.  Marsh,  of  Smith's  Falls,  and  shows  Mr.  Smith,  of 
the  Antiseptic  Bedding  Co.,  of  Toronto,  in  the  back 

seat,  apparently  in  charge  of  the  orders  that  were  be- 
ing brought  into  headquarters. 

THERE'S  A  SAD,  SAD  STORY  IN  THIS 
The  Canadian  Furniture  World  has  received  a  letter 

unfortunately  not  signed  by  the  writer.  They  want 
us  to  write  a  little  story  about  Mr.  Tom  S — ,  the 
popular  furniture  traveller. 

It  seems  that  Tom  missed  his  train  a  few  days  ago. 
To  miss  a  train  is  not  so  i;nusual,  but  in  this  case  it 
appears  that  the  train  went  out  too  soon  for  Tom.  at 
Fredericton  Junction,  N.B. 

Do  you  know  this  spot?  We  never  missed  a  train 
there,  but  those  who  know  the  place  say  it  is  no  sort 
of  place  at  all  to  wait  till  the  next  train  comes. 

Tom,  it  seems,  was  very  angry — but  we  don't  blame 
him.  We  hardly  thinjt  jt  would  be  fair  to  tell  who 
Tom  S.  is,  either, 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 

Suggestions from  the 

Canadian 
Factories 

Queen  Anne  buffet  in  black  walnut,  made  by  The  George  McLagan 
Furniture  Co.,  Ltd.,  Stratford,  Ont. 



Maret,  1917 CANADIAN  T'URNITURE:  WORLD  AND  THE  UNDERTAKER 

31 

No.  2469,  solid  mahogany  four-poster  bed— a  new  line— made  by  Canada  Furniture Manufacturers,  Ltd.,  Woodstock,  Ont. 



One  of  the  Lloyd  Mfg.  Co.'s  (Kitchener)  latest  model  baby  carriaeos. 
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The  best  profits  are  made  from  the 

product  that  brings  the  buyer 

back  for  more 

When  you  sell  a  Columbia  Grafonola  you've  just  got  that 
customer  started. 

You've  merely  sold  him  a  first  order.  He  will  return  to  your 
store  at  least  once  a  month  to  purchase  new  Columbia  records. 

When  you  sell  furniture  you  seldom  see  the  owner  again 

except  when  he  wants  it  repaired,  or  when  instalments  are  due. 

When  you  sell  a  Columbia  Grafonola  you  have  made  a  regu- 

lar customer  who  will  begin  at  once  to  put  his  money  into  records 

— and  who  is  extremely  likely  to  keep  at  it  until  he  has  enabled  you 

to  turn  over  considerably  more  than  the  cost  of  the  instrument — 

paid  for  as  he  goes  along,  and  giving  you  a  liberal  profit  on  every  sale. 

If  Columbia  Grafonolas  and  records  are  not  being  sold  to  your 

customers,  they  are  going  to  be. 

That  money  ought  to  be  yours. 

A  furniture  store  to-day  is  as  incomplete  without  Columbia 

Grafonolas  and  Columbia  Double-Disc  Records  as  it  would  be 

without  furniture. 

Graphophone  Co.,  Toronto,  Canada 

Columbia  Products  are  Made  in  Canada 
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Increasing  Interest  in  Talking  Machines 

Sales  are  daily  increasing  and  the  number  of  dealers  who  are 
handling  machines  and  records  is  growing.  A  line  well  worth 
the  attention  of  furniture  men  in  all  parts  of  the  Dominion. 

By  WILLIAM  LEWIS  EDMONDS 

THAT  interest  in  talking  machines  is  rapidly  in- 
creasing there  cannot  be  the  slightest  doubt. 

Figures  cannot  very  well  be  produced  which 
will  show  the  actual  extent  of  the  increase.  But  the 
fact  that  interest  is  daily  gathering  in  momentum,  is  so 
obvious  to  every  one  who  will  take  the  trouble  to  in- 

vestigate that  it  is  not  necessary  to  produce  figures  in 
order  to  demonstrate  the  proof  of  the  assertion. 

It  is  not  at  all  surprising  that  interest  in  talking 
machines  should  be  increasing  as  it  is.  As  a  popular 
instrument  there  is  nothing  on  the  market  to-day 
which  has  such  great  potential  possibilities.  Its  price 
is  within  the  reach  of  all  sorts  and  conditions  of  people. 
There  are  the  costly  machines  for  the  rich  and  the  low 
priced  ones  for  those  of  moderate  means,  while  the 
instalment  plan  under 
which  they  can  be  obtained, 
increases  the  opportunity 
for  purchase. 
What  is  helping  materi- 

ally to  excite  interest  in 
talking  machines  is  the  ex- 

tensive advertising  cam- 
paigns which  nearly  all  the 

manufacturers  are  conduct- 
ing. The  trade  papers,  the 

magazines,  and  the  daily 
papers  are  all  carrying 
advertising,  which  as  a  rule 
is  of  a  most  artistic  and 
effective  character.  This 
is  bound  to  have  its  effect 
upon  the  mind  of  both  the 
trade  and  the  consumer. 

But  while  good  advertis- 
ing will  often  stimulate  a  demand  for  even  an  article 

which  has  either  little  or  no  merit  or  that  is  likely  to 
only  have  a  temporary  place  in  popular  favor,  yet  no 
such  conclusions  can  be  drawn  from  the  demand  which 
has  developed  for  talking  machines  during  the  past 
year  or  tAvo.  Neither  can  it  be  altogether  ascribed  to 
the  fact  that  the  general  public  is  more  prosperous  to- 

day than  at  any  time  in  the  history  of  the  Dominion. 
The  reason  is  more  deep-seated  than  either  of  these. 

The  basic  reason  for  the  increasing  popularity  of 
the  talking  machine  is  to  be  found  in  the  fact  that,  in 
the  first  place,  it  has  established  its  merit  as  a  musical 
instrument  which  can  be  operated  by  everyone,  no  mat- 

ter how  deficient  he  or  she  may  be  in  musical  skill,  and, 
in  the  second  place,  that  its  cost  places  it  within  the 
reach  of  all. 

A  Word  to  The  Furniture  Dealer 

Another  thing  that  has  been  demonstrated  since  the 
advent  of  the  talking  machine  is  that  the  medium 
through  which  it  can  be  best  distributed  is  the  retail 
furniture  dealer.  He  is  the  logical  distributer.  Those 
who  have  gone  into  the  business  of  handling  talking 
machines,  and  have  gone  into  it  in  the  right  way,  have 
demonstrated  this  beyond  all  peradventure. 

This  is  the  day  both  of 

opportunity  and  of  action 
for  the  furniture  dealer 

in  regard  to  getting  into 

the  talking  machine  and 

record  business. 

Or  course  the  more  extensively  a  furniture  dealer 
goes  into  the  business,  and  the  more  attention  he  gives 
to  it,  the  greater  are  the  results  obtained.  But  it  is  just 
the  same  with  the  dealer  as  it  is  with  the  con.sumer,  he 
does  not  need  to  go  into  an  expenditure  beyond  his 
financial  means  in  order  to  get  a  start.  All  he  has  to 
do  in  order  to  get  a  start  is  to  put  two  or  three  machines 
and  a  hundred  or  two  of  records  into  stock.  If  he 
features  these  and  pushes  for  business  he  will  soon  be 
in  a  position  to  put  in  stock  a  larger  number  of 
machines  and  a  greater  variety  of  records.  There  is 
no  doubt  on  this  point,  for  the  experience  of  many 
dealers  has  demonstrated  it  to  be  a  fact.  And  that 
which  these  have  done  can  be  repeated  by  others  if 
they  have  the  will  to  do  so. 

Undoubtedly,  as  time 

goes  on,  competition  will 
become  keener.  But  that 
should  not  make  any  dealer 

wholly  ignore  the  line.  On 
the  contrary  it  shoulo 
hasten  him  in  his  decision 
to  get  a  line  of  talking 
machines  and  records  in 
stock  at  the  earliest  possible 
moment.  Whatever  the 

profits  may  be  in  the  future 
when  competition  becomes 
keener  one  thing  is  certain : 
they  at  present  return  the 
dealer  a  handsome  profit. 

And  the  larger  the  quanti- 
ties the  dealer  can  handle, 

the  larger  are  the  accruing 

profits. 
As  a  matter  of  fact  no  furniture  dealer  can  atford 

to  ignore  the  talking  machine  trade.  It  is  becoming 
more  and  more  a  branch  of  the  retail  furniture  busi- 

ness. And  the  day  is  not  far  distant  when  the  retail 
sale  of  talking  machines  will  be  as  distinctly  appertain- 

ing to  the  furniture  trade  as  the  sales  of  bed  room, 
dining  room,  and  drawing  room  suites  is  to-day.  When 
that  time  comes  the  furniture  dealer  who  is  without  a 
line  of  machines  and  records  will  be  almost  as  much 
out  of  date  as  though  his  store  were  without  ordinary 
lines  of  furniture  in  stock.  Then  if  he  takes  up  talk- 

ing machines  he  will  be  like  unto  the  man  who  starts 
in  a  race  after  his  competitors  are  well  under  way. 

The  Present  a  Good  Time  to  Start 

While  those  who  have  already  began  to  handle  talk- 
ing machines  and  records  have  naturally  got  away  to 

a  good  start,  yet  the  conditions  are  still  favorable  for 
making  the  venture.  Neither  the  consumptive  demand 
nor  the  number  of  dealers  who  have  embarked  in  the 
enterprise  has  reached  its  limit.  On  the  contrary,  it 
is  far  from  the  limit  in  either  respect.  But  the  sooner 
a  start  is  made  the  better. 

That  there  is  an  excellent  variety  of  machines  and 
records  to  choose  from  must  be  patent  to  everyone  who 

lllillllli 
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The 
Line 

PERFECT  TONE JANUARY  ISn 

A  MONEY-MAKER  FOR  PROGRESSIVE  DEALERS 

Every  Ideal 
Phonograph  is 

guaranteed  for  a 
period  of  one  year 
and  a  written  guar- 

antee is  delivered 
with  instrument. 

Model  50 — Oak  or  Maliogany  Finish 
Dimensions : 

Height   13   inches.    Width   17  inches. 
Depth  19  inches. 

Retail  price  $45.00 

The  Dealer  Is 

Protected 

Model  No.   2 — Mahogany  Finish Dimensions : 
Height  8  inches.    Width  14%  inches. 

Depth  15%  inches. 
Retail  price  $25.00. 

as  we  do  not  give  the  agency  for  Ideal  Perfect  Tone  Phonographs  to  more  than  one  dealer  in  a  town.  Are  you 
going  to  be  that  dealer?  If  you  are,  write  to-day,  as  we  are  receiving  enquiries  by  every  mail  from  all  parts  of 
the  Dominion,  and  if  you  do  not  act  at  onee  you  may  be  just  a  day  too  late. 

Regal  Phonograph  Co.,  Limited  43  Queen  St.  E.,  Toronto 

THE    ONLY   COMPREHENSIVE   AND   PRACTICAL   WORK    AT  A    REASONABLE  PRICE 

THE  PRACTICAL  BOOK  OF 

Period  Furniture 

HAROLD  DONALDSON  EBERLEIN 
and 

ABBOT  McCLURE 

With  250  illustrations  that  illustrate 
RIGHT  FURNITURE 

This  book  will  be  welcomed  by  all 
dealers  in  Right  Furniture,  iA  n- 
lique  or  Reproduced),  and  those 
who  wish  to  buy  it.  and  by  all 
makers  of  Correct  Reproductioni. 

Here  is  the  book  you  need 

to  give  you  complete,  concise 
furniture  information. 

Whether  you  are  a 

Salesman  Manufacturer 
Dealer  Designer 

or  Connoisseur 

you  should  buy  this  handsome 
and  practical  volume. 

In  the  Furniture  busmen,  the  fact  is  becommg  more  and  more  important  every  day,  that  the  demand  (or  "  Period  "furniture  is  becoming  the  rule rather  than  the  exception,  and  the  customer  naturally  looks  to  the  man  in  the  store  to  give  them  what  information  on  the  subject  they  may  lack 
themselves.^  We  wf  oiider  how  many  of  the  dealers,  in  smaller  cities  and  towns,  or  their  clerks  could  go  into  one  of  the  large  city  showrooms  where 
a  line  of  Period  furniture  is  displayed,  and  correctly  pick  out  the  various  pieces  belonging  to  the  different  periods  and  explain  to  a  customer 
just  what  constituted  the  different  characteristics  of  each.  You  cannot  help  but  see  what  advantage  it  would  be  to  you  to  know  all  about  furniture, 
and  here  at  last  is  a  book,  praclically  an  encyclopedia,  at  a  reasonable  price,  which  tells  you  all  you  need  to  know  about  period  furniture. 

SENT  POSTPAID  TO  YOUR  ADDRESS,  $5.30 

CANADIAN  FURNITURE  WORLD,  32  Colborne  St.,  Toronto.  Canada 
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will  take  the  trouble  to  consult  the  advertising  pages 
of  the  trade  journals  and  other  mediums  of  publicity. 

The  fact  that  a  dealer  has  put  a  good  line  of  ma- 
chines and  records  into  stock  does  not  mean  that  from 

this  fact  alone  he  is  going  to  get  satisfactory  results. 
The  national  advertising  which  the  manufacturers  are 
doing,  and  doing  well,  will  undoubtedly  help  him  in 
disposing  of  his  stock.  But  he  who  relies  upon  what 
the  manufacturers  from  whom  he  gets  his  supplies  are 
doing  in  the  way  of  publicity,  and  does  little  or  nothing 
on  his  own  initiative,  will  obtain  but  a  modicum  of  re- 

sults. He  must  do  some  pushing  on  his  own  behalf  or 
he  will  not  get  very  far.  And  the  more  he  pushes  the 
farther  Avill  he  travel  on  the  road  to  success. 

There  is  a  certain  amount  of  local  advertising  that 
he  should  do  on  his  own  account  in  order  that  he  mav 

POPULAR  TRAVELLING  SALESMAN  RETIRES 

Robert  J.  Orr,  usually  known  among  his  friends  as 

"Bob,"  and  one  of  the  old-time  travellers  calling  on 
the  moulding  and  furniture  trade,  retired  from  active 
work  on  the  road  recently.  Mr.  Orr  entered  the  em- 

ploy of  the  Cobban  Mfg.  Co.,  as  the  firm  was  then 

known,  in  1883.  Some  years  later  the  company's 
name  was  changed  to  Phillips  Mfg.  Co.  Ltd.  Mr.  Orr 
has  since  continuously  represented  the  Phillips  Com- 

pany, covering  the  territory  from  Windsor  to  Kings- 
ton during  most  of  that  period.  By  his  genial  and 

courteous  manner  and  his  business  integrity  he  has 
won  many  friends  on  the  road,  who  will  miss  his  reg- 

ular calls.  Mr.  Orr  has  been  an  active  member  of  the 

Commercial  Travellers'  Association,  filling  the  presi- 
dent's chair  with  much  acceptance  during  the  years 

THE  TORONTO  GRAFONOLACo 

Some  suggestions  on  window  display  of  talking  machines  from  a  Toronto  store. 

link  up  his  own  business  with  the  national  advertising 
which  the  manufacturers  are  doing. 

He  must  also  look  after  his  own  window  displays  of 
machines  and  records,  although,  of  course,  it  will  be 
advisable  for  him  to  seek  suggestions  from  travellers  as 
to  ways  and  means  of  getting  the  best  results.  In 
fact  he  will  find  the  travellers  a  prolific  source  of  in- 

formation in  regard  to  many  phases  of  this  line  of 
business,  because  of  their  wide  experience  and  their 

knowledge  of  the  methods  other  dealers  have  success- 
fully employed. 

Dealers  who  have  not  yet  got  into  the  talking  ma- 
chine line  should  at  once  make  their  plans  for  doing  so, 

for  in  the  meantime  they  are  not  only  without  a  line  of 
goods  which  will  bring  them  a  handsome  profit,  but  one 
which  exercises  a  great  deal  of  influence  in  selling 
ordinary  furniture  as  well. 

This  is  the  day  both  of  opportunity  and  of  action. 

He — "Do  you  believe  in  preparedness?" 
She — "Well,  I  wouldn't  mind  being  in  arms." 

1897-1898,  and  this  year,  1917,  was  elected  to  the 
Board  of  Directors,  thus  continuing  his  interest  in  the 
association. 

His  fellow  travellers  with  the  company  and  the  office 
staff  always  looked  upon  Mr.  Orr  as  a  friend  in  every 
sense  of  the  word,,  and  as  a  memento  of  that  friend- 

ship presented  him  on  his  retirement  with  a  handsome 
easy  chair.  He  was  also  the  recipient  of  a  tangible 
expression  of  appreciation  of  his  long  services,  from 

the  President,  on  behalf  of  the  company.  At  a  compli- 
mentary dinner  given  by  the  firm  to  the  travelling  and 

office  staff,  many  kind  words  of  good  will  were  given 
expression  to  by  those  present,  which  were  responded 
to  by  Mr.  Orr  in  his  usual  happy  manner.  On  this 
occasion  reminiscences  of  old  days  on  the  road  and  at 

the  factory  were  brought  up  by  him  and  others  in  at- 
tendance. Several  of  these  had  been  intimately 

associated  with  Mr.  Orr  in  the  service  of  the  company 
for  upwards  of  a  quarter  of  a  century,  two  having  a 
record  of  years  of  service  equalling  his.  Mr.  Orr 
feels  that  he  has  done  his  share  of  travelling,  and  will 

in  future  enjoy  the  comforts  of  home. 
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What  the  Pathe  Dealer  Has  to  Offer: 

1.  — He  can  offer  exclusive  records  by  artists  famous  in  America. 

2.  — He  can  offer  wonderful  exclusive  records  by  foreign  celebrities  who  have 
not  yet  been  heard  here. 

3.  — He  can  offer  musical  novelties  which  your  competitors  will  not  have. 

4.  — He  can  offer  records  which,  musically,  are  not  equalled  by  any  records 
made  by  any  other  process  of  reproduction. 

5.  — He  can  offer  records  which  may  be  played  over  and  oyer  again,  hundreds 
of  times,  without  any  loss  of,  or  deterioration  in,  their  reproductive 

quality. 
6.  — He  can  offer  the  Pathe  Sapphire  Ball  which  does  not  have  to  be  changed ; 

which  does  not  dig  into,  cut  ̂ ^r  wear  away  the  record. 

7.  — He  can  offer  relief  from  the  bother  of  constantly  changing  steel  needles. 

8.  — The  dealer  in  a  position  to  place  the  name  "Pathe"  on  his  window  and 
business  stationery,  at  once  secures  the  splendid  prestige  which  Pathe 
Freres  have  been  twenty  years  in  establishing  in  both  the  phonograph 
and  moving  picture  fields. 

9.  — He  can  offer  handsome  cabinet  designs.     Beautiful    Pathephones  which 

show  up  well  in  any  surroundings;  which  represent  a  big  "money's 

worth." 

Join  Pathe  for  Profit,  Prestige,  Progress 

To-day  is  the  day.  Wide-awake  dealers,  those  who  look  ahead,  see  in  the  Pathe 
proposition  a  great  new,  exceptional  opportunity.  Perhaps  your  locality  can 
stand  a  stronger  Pathe  representation.  Write  us  anyway.  It  may  be  the  best 
thing  you  have  ever  done  for  your  business.     Write  right  now. 

Pathe  Freres  Phonograph  Co.  of  Canada,  Ltd. 

Factories  and  Head  Office,  4-6-8  Clifford  Street       -       TORONTO,  Canada 

Western  Distributors:  R.  J.  Whitla  &  Co.,  Ltd.,  Winnipeg,  Man. 
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Ontario  Retail  Furniture  Dealers 

Form  Association 

Much-needed  orgc  nizalion 
to  clear  trade  atmosphere. 
Grievarices  and  remedies. 
Resolutions  and  actions. 

Strong  set  of  officers  elected. 

J.  G.  Henry,  Sudbury, 
the  first  president. 

W.  C.  M  LLER,  Toronto, 
the  active  secretary. 

AT  last  an  eifort  has  been  made  to  form  an  organi- 
zation among  the  furniture  dealers  of  Ontario. 

At  a  meeting  held  at  the  Toronto  headquarters 

of  the  Retail  Merchants'  Association,  on  February  22 
and  23,  under  the  auspices  of  the  Ontario  Board  R.  M. 
A.,  the  new  movement  was  launched. 

The  first  day  was  given  over  to  a  number  of  matters 
interesting  to  the  retail  trade.  As  many  of  the  dele- 

gates coming  from  out-of-town  were  delayed  because 
of  the  lateness  of  trains,  it  was  felt  wise  to  defer  the 
first  session  to  the  afternoon.  This  arrangement  pre- 

cluded the  official  welcome  to  the  convention  by  His 
Worship  Mayor  Church.  In  lieu  thereof,  besides  the 
registration  of  delegates,  a  homely  heart-to-heart  talk 
on  trade  grievances  was  indulged  in  by  the  early 
arrivals,  and  some  things  were  said  about  some  manu- 

facturers which  must  have  made  their  ears  tingle. 

Long-felt  Org-anization 

After  lunch  the  gathering  of  furniture  dealers  as- 
sembled in  the  convention  hall.  Secretary  Miller  of  the 

Ontario  R.M.A.  welcomed  the  delegates,  and  told  the 
purpose  of  the  gathering,  saying  he  believed  it  was  a 

long-felt  want  this  furniture  dealers'  organization.  He 
asked  the  convention  to  nominate  a  chairman  so  as  to 

get  down  to  business.  On  motion  of  Messrs.  Greenwood 
and  Smith  (Barrie),  J.  S.  Henry,  Sudbury,  was  asked 
to  preside  over  the  gathering. 

Mr.  Henry  said  he  was  an  old  member  of  the  R.  M.  A. 

of  some  fifteen  years'  standing.  He  believed,  as  Mr. 
Miller  had  stated,  that  it  was  time  to  remedy  certain 
things  that  needed  to  be  remedied,  and  he  trusted 
this  organization  would  begin  a  good  and  much-needed 
work  in  this  regard. 

Secretary  Miller  read  a  number  of  letters  from 
manufacturers  and  dealers,  expressing  sympathy  with 
the  movement.  These  letters  came  from  the  Canada 

Furniture  Manufacturers;  Frank  Goodwin,  St.  Thomas; 

W.  H.  Johnston,  Seeley's  Bay;  Hepworth  Mfg.  Co.; 
George  McLagan  Furniture  Co. ;  Wright-Furniture  Co., 
Port  Arthur ;  P.  J.  Potts,  Plantagenet ;  Canadian  Furni- 

ture World;  Sudbury  furniture  dealers. 

The  report  on  proposed  legislation  was  introduced 
by  Mr.  Miller,  who  digressed  a  little  to  tell  of  earlier 
efforts  of  the  R.  M.  A.  towards  betterment  for  the 
merchants  of  Canada.  He  told  of  the  work  of  organ- 

ized labor  several  years  ago  in  having  enacted  the 

Workman's  Compensation  Act,  which  at  first  included 
retail  merchants  among  employers.  This,  if  allowed 
to  pass  into  law  would  have  meant  a  tax  of  from  1^2 
to  2  per  cent,  that  merchants  would  have  to  pay.  The 
R.  M.  A.  protested  with  the  result  that  retail  mer 
chans  were  eliminated  from  its  workings. 

The  Bulk  Sales  Act  also  came  under  discussion. 
Through  the  efforts  of  the  R.  M.  A.  this  bill  was  de- 

feated. The  bill  was  coming  up  again  this  session,  but 
through  the  combined  efforts  of  manufacturers,  whole- 

salers and  retailers,  the  obnoxious  clauses  had  been 
eliminated  and  there  was  no  further  need  to  oppose  the 
measure. 

Trading  stamps  and  similar  schemes  were  reviewed, 
and  false  advertising  came  in  for  a  knock-out  blow. 
Through  the  efforts  of  the  R.  M.  A.  false  advertising 
was  now  classed  as  a  criminal  offence.  This  law  made 
it  easier  for  the  honest  merchant  to  do  business  and 
harder  for  the  shyster.  Mr.  Miller,  under  this  head 
instanced  the  prosecution  of  the  T.  Eaton  Co.  for  sell- 

ing a  "pure"  paint  at  33  cents  a  quart;  the  fining  of 
the  Robt.  Simpson  Co.  for  advertising  adulterated 
mustard  as  pure ;  and  the  fining  of  the  Watkins  Co.,  of 
Hamilton,  for  advertising  a  $25  watch  for  $4.75,  when 
the  watches  were  worth  $25  a  dozen. 

This  session  there  would  come  up  an  amendment  to 

the  Pedlers  and  Transient  Traders'  Act  by  which  the 
obnoxious  clauses  would  be  wiped  out  and  protection 
would  be  given  to  legitimate  traders.  Another  measure 
the  R.  M.  A.  were  fighting  for  was  the  creation  of  a 
Small  Debtors  Court,  similar  to  what  Manitoba  now 
had.  This  would  simplify  for  merchants  the  collec- 

tion of  small  debts. 

What  it  Was  Proposed  to  Do 

Some  of  the  grievances  which  would  be  taken  up  by 
this  convention,  and  would  be  dealt  with  by  the  Asso- 
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"THE  SUPREME" 

"IMPERIAL"  $135 

TEN  SUPERB 
MODELS 

$62.50  $80  $100  $135  $205 
$240       $265    $300     $475  $1,500 

DEALERS 

LISTEN  ! 

If  you  are  not  a  Sonora  Dealer,  or  if  you  have 
not  tried  to  get  a  SONORA  agency,  you  are 

neglecting  your  own  best  interests.  We  will 
tell  you  why  this  is  so : 

In  November,  1915,  when  we  secured  the  sole 

agency  for  Canada  of  the  Sonora  line  we 

placed  only  a  sample  order,  but — for  the 
trade  of  1916  we  unloaded  carloads  for  im- 

mediate delivery  to  customers. 

Our  business  for  January,  1917,  was  even 
greater  than  for  December.  We  arranged  for 
monthly  deliveries  this  year,  three  times  as 
much  as  1916  business,  and  already  we  have 

had  to  duplicate  our  orders. 

Why  is  it  the  largest  dealers  and  oldest  firms 

in  the  Dominion  select  the  Sonora  in  prefer- 
ence to  any  other  to  replace  the  shortage  of 

lines  they  are  handling  ? 

Because,  if  the  Sonora  is  not  superior,  it  is  at 
least  equal  to  the  machine  they  have  been handling. 

You  can  make  money  with  the  SONORA. 

Every  Sonora  sold  gets  buyers  for  more 
Sonoras. 

EXCLUSIVE  CANADIAN  DISTRIBUTORS 

I.  MONTAGNES  &  COMPANY 

RYRIE  BUILDING Shuter  and  Yonge  Streets TORONTO 
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eiation  later  on,  were  wholesalers  selling  direct  and 
over  the  heads  of  legitimate  traders;  the  cartage 

charge;  home  buyers'  movement;  abuse  of  mail  order 
house  privileges.  In  this  latter  regard  Mr.  Miller  in- 

stanced a  shipment  of  '67  sacks  of  catalogues  to  Ft.  Wil- 
liam sent  by  freight  by  a  Toronto  house,  and  stamped 

at  Pt.  Arthur.  He  also  told  of  a  recent  Order-in- 
Council  sent  out  by  the  Department  of  Militia,  by 
which  soldiers  were  exempt  from  the  law  of  garnishee. 

The  question  of  credit  was  a  matter  of  importance  to 
the  furniture  dealer,  said  Mr.  Miller.  The  R.  M.  A. 
while  not  a  collection  agency  have  a  system,  allowable 
under  their  charter,  that  is  of  great  assistance  to  the 
retailer.  Some  $200,000  had  been  collected  last  year 
from  their  delinquent  list.  Another  service  was  the 
auditing  of  insurance  policies.  An  expert  supervised 
this  department,  and  these  services  were  free.  The 
auditing  of  freight  bills  was  still  another  service  that 
would  be  rendered  free  by  the  R.  M.  A. 

Mr.  Miller's  address  was  received  with  applause,  and 
provoked  discussion  on  some  phases  of  furniture 

dealers'  grievances  anent  manufacturers  selling  whole- 
sale direct  to  the  consumer. 

Resolutions  Numerous  and  Weig-hty 
The  secretary  next  read  a  list  of  resolutions  which  it 

was  proposed  should  be  taken  \\p  by  the  convention. 
These  were  read  singly  and  adopted,  as  follows : 

Re  the  formation  of  a  provincial  committee  of  the 
furniture  dealers'  and  undertakers'  section  R.  M.  A. — 

Messrs.  McKillop  (Brampton),  and  W.  S'.  Smith (Belleville). 
Condemning  the  practice  of  manufacturers  selling 

direct  to  consumers — Messrs.  Miller  and  Donaldson 
(Caledon  East). 

Re  Bulk  Sales  Act,  endorsing  present  form  as  drafted 
by  R.  M.  A. — Messrs.  Henry  and  Corbeau  (Penetang). 

Re  Trading  stamps  and  coupon  schemes,  strongly  fav- 
oring legislation  prohibitiner  the  giving  of  these  in  an 

illegal  manner — Messrs.  Miller  and  Dreisinger  (El- 
mira). 

Re  false  advertising,  favoring  legislation  prohibiting 
this — Messrs.  Smith  (Barrie).  and  Smith  (Belleville). 

Asking  dealers  who  do  not  Avish  to  pay  freight  and 
cartage  charges  to  specify  this  when  purchasing  goods 
— Messrs.  Greenwood  (Stratford),  and  Lippert  (Kitch- 
ener). 

Re  community  development;  to  devise  some  plan 
tending  to  keep  circulation  of  money  within  the  home 
town.    Messrs.  Dreisinger  and  Dennis. 

Re  co-operative  societies :  to  ask  executive  officers 
to  oppose  legislation — Messrs.  Vaughan  (Scotland), 
and  Donaldson. 

Re  discrimination  in  prices — ask  manufacturers  to 
adopt  price  contract  or  re-sale  selling  plan — Messrs. 
Smith  and  Smith. 

Re  changing  present  .system  of  catalogue  distribu- 
tion through  the  mails,  placing  all  dealers  on  the  same 

footing — Messrs.  Deymon  (Fenelon  Falls),  and  Dennis. 
Re  returned  soldiers — asking  that  employment  be 

given  these  as  much  as  possible — Messrs.  Greenwood 
and  Smith  (Barrie). 

Re  Workmen's  Compensation  Act — Oppose  attempt 
to  make  this  apply  to  retail  trade — Messrs.  Dennis 
(Preston),  Corbeau  (Penetang). 

Re  legislation  for  collection  of  small  debts — favoring 
amendment  to  Division  Court  Act  to  create  small  debts 
court — Messrs.  Donaldson  and  Deymon. 

Re  Pedlers  and  Transient  Traders'  Act — Approve 
executive  action  asking  legislation  to  prevent  soliciting 

business  from  householders  within  municipality  by  out- 
siders— Messrs.  Smith  (Belleville),  and  Lindsay. 

Re  amendment  to  lien  law — Messrs.  Smith  (Barrie), 
and  Lippert. 

Selling  to  employees  considered  an  unfair  practice — 
Messrs.  Corbeau  and  Donaldson. 

Re  Department  of  Inland  Trade — Favor  adoption  of 
the  proposal — Messrs.  Dreisinger  and  Miller. 

Re  mail  order  inquiry — Messrs.  Miller  and  Smith 
(Barrie). 
Re  price  maintenance  or  re-sale  selling  plan — Messrs. 

McKillop  and  Deymon. 

Favoring  inspection  of  freight  bills,  insurance  poli- 
cies and  credit  reporting — Messrs.  Smith  (Belleville), 

and  Dreisinger. 

Before  adiournment  a  committee  was  aopointed  con- 
sisting of  Messrs.  McKillin.  Greenwood  and  Smith 

(Barrie),  to  draft  a  resolution  embodving  the  correct 

wording  of  the  new  organization's  title. 
SECOND  DAY'S  ST5SSI0N 

When  the  convention  reassembled  on  Fridav  morn- 
ing the  tirst  business  taken  un  was  the  reception  of  the 

report  of  the  special  committee  annointed  to  consider 
the  resolution  re  manufacturers  selling  over  the  heads 
of  the  trade.     The  renort  of  the  committee  follows: 

"That  whereas  in  furtherance  to  the  resolution  sub- 
mitted at  the  Ontario  Furniture  Dealers  and  Under- 
takers' Convention  re  the  allegred  fact  that  a  number 

of  manufacturers  make  it  a  habit  to  sell  furniture  to 
their  employees  and  charare  them  the  same  price  and 
in  some  cases  a  lower  price  than  that  charged  to  the 

{^Continued  on  pa^re  48.') 

Trays  Make  Good  Sales 
Written  for  nanarlinTi  1'"iirnitiirp  World 

by  Henry  L'oyr). 
Undoubtedly  the  tray  is  a  very  necessary  thing  in 

the  home,  not  only  for  serving  the  usual  afternoon  tea. 
but  for  the  one  hundred  and  one  other  uses  it  has.  One 

must  always  be  in  readiness  in  case  of  sickness  in  th^ 
home  to  have  not  a  worn  out  old  trav.  but  something 

bright  and  cheery,  such  as  we  are  able  to  have  now- 
adays, with  the  pretty  chintz  or  cambric  protected  by 

glass.     In  short,  the  tray  of  to-day  suggests  daintiness. 
And  how  many  different  kinds  of  trays  we  see  in  our 

rambles  through  the  stores.  Some  of  the  larger  stores 
have  given  whole  departments  for  the  showing  of trays. 

There  are  trays  to  match  furniture  in  reception 

room,  living  room  or  dining  room;  trays  for  the  serv- 
ing of  lemonade,  travs  for  the  formal  afternoon  recep- 

tion, for  the  cosy  afternoon  tea  beside  the  fireplace,  as 
well  as  summery  trays  for  verandah  ;  trays  for  mv  ladv 

who  can  enioy  her  breakfast  in  bed.  And  how  delisht- 
ful  for  the  invalid,  the  white  enamel  trav  with  the  blue 
bird  decorations  which  are  made  with  folding  sitpports 
to  take  the  weight  so  that  the  sick  will  be  relieved  of 
any  strain. 

The  up-to-date  furniture  store,  even  in  a  small  town, 
cannot  afford  to  be  without  a  good  assortment  of  serv- 

ing trays,  as  the  taste  of  customers  may  run  from  a 

solid  mahogany  tray  inlaid,  to  somewhat  cheaper  sub- 
stitutes for  these,  including  the  ladies'  own  wool  work, 

chip,  carving,  or  fancy  work  of  some  kind.  Of  course 
in  this  case  the  dealers  will  have  to  carry  a  tray  mould- 

ing in  stock  along  with  appropriate  handles  and  make 
.sizes  to  suit  the  different  fancy  of  industrious  woman- kind. 
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THE  PHONOLA 

A  Dependable  Make 

The  Phonola  "C" 

The  Phonola  "Princess' 

The  growing  demand 
for  talking  machines 
does  not  make  you 
any  money  if  you 
haven't  a  depend- 

able make  to  offer  at 
the  right  prices,  with 

a  generous  dealers' discount. 

' '  Phonolas ' '  should 
he  your  first  choice. 
As  musical  instru- 

ments of  the  highest 
class  they  are  well 
made  to  the  minutest 
detail — finished  from 
bottom  to  top  inside 
and  out,  so  as  to 
appeal  to  the  most 
exacting  buyers. 

Pure  tone  and  ab- 
s  e  n  c  e  of  needle- 
scratch  are  synony- 

mous with  the  name 
Phonola.  It  has  a 
Dominion-wide  repu- 

tation for  up-to-date- ness and  progress. 

Phonolas 

Please 

Phonolas Satisfy 

Phonolas 

Pay 

The  Phonola 

The  Phonola  "Prince" 

The  Pollock  Manufacturing  Co.,  Ltd 

Kitchener  Canada 

II, 
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Undertakers'  Department 
Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 

Embalming  Children 
By  Howard  S.  Eckels,  Pli.G. 

Dean  of  Eckels'  College  of  Embalming,  Philadelphia,  Pa. 

Every  funeral  director — almost — shirks  the  very  op" 
portunity  for  best  displaying  his  skill — embalming 
children.  Why? 

Certainly  there  is  no  seientitic  reason  why  the  body 
of  even  the  smallest  child  cannot  be  arterially  em- 

balmed. I  even  might  say  that  there  is  no  low-limit  of 
age  to  this  proposition.  The  younger  the  infant,  the 
more  apparent  the  benefits  to  be  obtained  by  this 
modern  means  of  preservation — and  in  this  case,  what 
is  even  more  important  than  preservation,  securing 
cosmetic  effect. 
You  would  not  feed  a  new-born  infant  on  corned 

beef  and  cabbage,  and  of  course  should  not  inject  into 
its  arteries  a  raw  formaldehyde  fluid,  however  greatly 
diluted. 

With  a  peroxide  of  hydrogen  fluid,  however,  if  a 
sufficient  quantity  of  water  be  added,  a  better  cosmetic 
effect  can  be  secured  upon  even  new-born  infants  than 
possibly  can  be  gotten  from  an  adult  case,  but  every- 

thing else  aside,  mere  sentiment  on  the  part  of  the 
mother  should  inspire  the  funeral  director  to  transform 
what  otherwise  would  be  a  clammy,  nauseating  lump 
of  flesh  into  the  wholesome,  sweet  appearance  of 
slumber. 

As  these  lines  are  being  written,  I  have  just  come 
from  the  demonstrating  room  of  our  college,  where  I 
viewed  what  I  am  prone  to  regard  the  nicest  experi- 

ment I  ever  have  seen.  It  was  a  twelve-pound  still- 
born child,  embalmed  ten  days  ago  and  originally  as 

blue,  as  they  usually  are.  This  blue  color,  of  course, 
was  due  to  the  fact  that  no  air  whatever  had  been 
breathed  into  its  lungs.  Therefore,  the  venous  blood 
(the  only  kind  it  had  in  its  body)  had  not  received 
the  oxygen  from  the  air  to  give  it  the  natural,  scarlet- 
red  color  of  arterial  blood. 

A  pint  of  blood  solvent  and  capillary  wash  had  been 
injected  arterially.  Since  this  was  the  original  article 
of  this  kind,  with  sufficient  oxygen  to  change  the  blood 
and  lighten  the  color,  the  effect  was  particularly  good. 
This  was  especially  true  because  this  arterial  wash  had 
sufficient  preservative  features  to  take  care  of  the  body 
without  the  use  of  any  embalming  fluid  whatever. 

After  the  injection  the  child  had  a  natural,  waxy 
tint,  with  cheeks  as  pink  as  you  would  expect  to  find 
in  a  living  infant. 

In  all  this  world  there  is  nothing  so  beautiful  as  a 

sleeping  child.  There  is  no  time  when  the  mother-love 
goes  out  to  her  little  one  as  when  with  a  smile  born  of 
peaceful  dreams  upon  its  face,  it  lies  nestled  in  her 
arms  in  gentle  .slumber. 
Why  not  bring  to  the  body  of  every  child  you  bury 

the  attitude  and  expression,  and  above  all  the  delicate 
tints,  that  do  so  much  to  arouse  the  mother-love?  Why 
not  do  your  best  to  soften  the  blow  by  robbing  the 

mother's — aye,  and  the  father's — last  view  of  the  loved one  of  some  of  its  horror? 
The  arteries  are  as  well  defined  in  the  infant  as  in 

the  adult,  and  by  a  skilled  hand  easily  injected. 
There  is,  however,  a  sanitary  side  to  the  (juestion  not 

less  important  than  the  esthetic.  Most  of  the  con- 
tagious and  infectious  diseases  are  prevalent  among 

children.  Epidemics  of  measles,  scarlet  fever  and 
diphtheria  slay  nine  children  to  one  adult. 

One  of  the  greatest  advantages  of  embalming  is 
that  it  prevents  the  spread  of  disease,  and  since  com- 

municable diseases  are  so  much  more  prevalent  among 
children  than  among  those  older,  it  would  seem  to  be 
far  more  important  to  make  it  a  universal  rule  to  em- 

balm children  than  it  would  be  to  embalm  all  adults. 

Unfortunately — and  this  perhaps  explains  the  pre- 
valence of  communicable  diseases — the  reverse  is  the 

rule. 
In  the  majority  of  children  the  flushing  of  blood  to 

the  head  and  neck  produces  dark  ears  and  cheeks,  and 
unless  the  embalming  is  done  properly  and  this  blood 
drained  thoroughly,  the  discoloration  remains  and  is 
objectionable  not  only  in  itself,  but  also  because  the 
sugulation  of  the  blood  causes  putrefaction  to  set  in 
much  earlier  than  otherwise  would  be  the  ease. 

Try  as  we  will,  it  is  hard  for  the  one  who  dresses  the 

unembalmed  baby's  body  to  hide  this  discoloration, 
either  by  pulling  up  the  tufting  of  the  pillow  around 
the  head,  or  by  applying  cosmetics.  We  have  grown 
more  or  less  accustomed  to  seeing  cosmetics  applied  to 
adults,  but  in  children  we  have  a  right  to  look  for  the 
clear,  white,  alabaster  skin  that  exists  in  life  and 
which  can  be  restored  after  death  only  by  a  properly 
diluted  peroxide  of  hydrogen  fluid  which  will  not  burn 
the  skin,  but  will,  instead,  keep  the  tissues  plump, 
fresh  and  firm,  while  by  draining  the  blood  during  the 
injection,  the  skin  tissue  is  left  free  of  all  discolora- tion. 

In  embalming  children  over  five  years  of  age,  the 
axillary  artery  and  the  axillary  vein  may  be  used  with 
the  greatest  satisfaction.  This,  with  them  as  with 

adults,  is  the  cleanest  and  most  agreeable  in  embalm- 
ing. With  my  new  child's  axillary  vein  tube  no  diffi- 
culty will  be  experienced  in  inserting  this  small  tube  in 

the  vein. 
For  smaller  children,  the  carotid  artery  seems  to  me 

most  satisfactory.  In  so  tiny  a  child  the  neck  is  small 

and  this  artery  lies  correspondingly  close  to  the  sur- 
face, so  does  also  the  jugular  vein,  which  can  be  used 

in  such  cases,  leakage  that  is  readily  may  be  absorbed 
by  a  sponge  with  little  annoyance  to  the  operator. 

In  making  the  incision  for  the  carotid  artery  in  a 
veiy  young  child,  the  shoulders  should  be  elevated  by 
placing  beneath  them  a  roll  of  cotton  two  or  three 
inches  in  thickness.  Let  the  head  fall  backward  and 
the  guide  lines  for  the  arteries  at  the  top  of  the  breast 
bone  make  it  easy  to  find  the  carotid  arteries, 

f  To  be  continued. ) 
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QUALITY  -  FIRST 

High  grade  work- 

manship, first-class 
material..  Every- 
thing  in  motor  and 
horse-drawn  funeral 
vehicles  on  hand  and 
under  construction. 

No.  102— Motor  Hearse  on  Studebaker  Chassis 
^t^^i"".",!^,^'"'!  complete  motor  Funeral  Cars,  Combinations  and  Ambulances  on  the  different  types  of  Studebaker  chassis     We  arp  ablP  tn  nffor 
to'orler'""'  wV^J fW'^  .'"^^^^  ''"'"^  °"  '^^"^^  ^^"^  oVchassis^'esYgned'Ld  b^l't WE  HAVE  A  SPLENDID  FORD  COMBINATION  WHICH  WE  CARRY  IN  STOCK Further  cuts,  prices  and  information  upon  request. 

A.  B.  GREER  &  SON  -  LONDON  -  ONTARIO 

iIMLU£ACTlIRE^S_J^FL^IOTOR_AND    HORSE-DRAWN    FUNERAL  EQUIPMENT 
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New  Mausoleum  for  Toronto 

Toronto  is  to  have  a  new  mausoleum,  that  for  beauty 
of  architecture  and  construction  is  said  to  excel  any- 

thing on  the  continent.  It  will  be  located  in  Mount 
Pleasant  Cemetery,  and  will  be  under  the  Board  of 
Trustees  who  now  look  after  the  Mount  Pleasant, 
Necropolis  and  Prospect  cemeteries.  The  building 
will  be  constructed  of  granite  and  marble,  and  will 
contain  1,300  crypts. 

Most  of  the  better  structures  on  the  continent  have 
been  investigated,  and  under  the  personal  supervision 
of  Mr.  Frank  Darling  as  architect  the  trustees  feel  that 
they  are  now  in  a  position  to  carry  out  their  plans.  The 
location  chosen  adjoins  the  finest  family  tombs  in  the 
cemetery,  including  the  splendid  Eaton  and  Cox  struc- 

tures. This  community  mausoleum,  based  on  well-con- 
sidered designs,  of  substantial  construction,  and  with 

adequate  provision  for  future  administration  and  up- 
keep, should  prove  an  eminently  suitable  form  of  in- 

terment affording  every  guarantee  of  permanence  and 
safety. 

Early  History  of  Toronto  Cemeteries 

Ninety  years  ago,  while  what  is  now  Toronto  was 

still  "Muddy  Little  York,"  Thomas  Carfrae,  the 
younger,  and  other  inhabitants  obtained  a  charter  for 
the  first  non-sectarian  cemetery.  Their  entire  re- 

sources consisted  of  seventy-five  pounds  currency  — 
three  hundred  dollars — raised  by  public  subscription, 
no  individual  subscription  exceeding  one  dollar.  With 
this  they  purchased  six  acres  north  of  Bloor  Street, 

west  of  Yonge,  which  they  called  the  Potters'  Field. 
From  this  small  beginning  has  gradually  developed  a 
most  important  and  valuable  public  serAace  now  em- 

bracing three  cemeteries — Necropolis,  Mount  Pleasant 
and  Prospect. 

In  that  early  day  the  community  was  relatively  small, 
and  the  Potters'  Field  served  its  needs  for  almost  thirty 
years.  When  ultimately  it  became  necessary  to  close 
it,  the  trustees  purchased  in  1855  the  Necropolis,  and 

to  this  they  transferred  the  remains  from  the  Potters' 
Field.  The  purchase  price  of  these  fifteen  acres  was 

$16,000,  and  the  trustees'  available  funds  amounted  to 
one  thousand  dollars  only.  Three  members  of  the 
board  accordingly  assumed  personal  liability  for  the 
balance  of  the  purchase  money,  since  under  the  law  no 
interments  could  take  place  unless  the  property  Avere 
free  from  encumbrance. 

During  the  next  fifteen  years  the  needs  of  the  city 
grew  more  rapidly.  The  ground  at  the  Necropolis  was 
found  inadequate,  and  in  1873  Mount  Pleasant,  two 

hundred  acres  in  extent,  was  acquired  at  a  cost  of 
$20,000.  This  was  followed  in  1889  by  the  purchase 
of  Prospect  Cemetery,  one  hundred  and  five  acres,  to 
serve  the  western  portion  of  the  city. 

The  small  beginning  of  1826  is  now  represented  by 

these  three  splendid  properties,  with  their  valuable  im- 
provements, including  extensive  landscape  and  tree- 

planting  work,  elaborate  drainage  and  roadway  sys- 
tems, miles  of  permanent  pavements,  chapels,  mortu- 
aries, office  buildings,  bridges,  dams.  etc.  To  the 

board's  expenditure  for  improvements  have  been  added 
hundreds  of  thousands  of  dollars  by  lot  owners  in  the 
erection  of  suitable  tombs  and  monuments. 

Originally  lots  were  sold  subject  to  annual  charge 
for  upkeep,  but  this  village  system  was  long  ago  out- 

grown. Now  a  certain  proportion  of  the  price  of  all 
lots  is  set  apart  in  a  perpetual  care  fund,  which  at  the 
present  time  exceeds  $250,000. 

The  first  trustees  were  Peter  Patterson.  John  Ewart. 
Thomas  Carfrae,  the  younger,  Thomas  D.  Morrison, 
M.D.,  afterwards  Mayor  of  Toronto,  and  Thomas 
Halliwell.  They  were  succeeded  from  time  to  time 

by  some  of  Toronto's  most  prominent  citizens,  who 
each  in  turn  devoted  time,  thought  and  business  sagac- 

ity to  the  development  of  the  great  public  trust. 

EMBALMING  FLUID  AS  A  DRINKABLE 

A  unique  extemporaneous  little  party  was  held 
aboard  a  P.  M.  train  over  in  Michigan  a  few  days  ago, 
when  the  train  was  held  up  for  several  hours  owing 
to  the  track  being  snowbound.  A  little  banquet  for 
the  hungry  began  just  as  soon  as  it  was  learned  that 
all  on  board  were  himgry.  Travellers  representing 
grocery  houses  opened  un  their  samples  and  dispensed 
beans,  raspberries,  biscuits,  candy,  apples,  etc.  But 
there  was  nothing  to  drink  excent  water  or  the  alterna- 

tive of  eating  snow,  so  one  jovial  old  fellow,  a  war 
Ai-eteran,  who  seemed  to  be  at  the  height  of  his  glorv  in 
telling  of  his  experiences  during  his  sucee«!sful  efforts 
in  the  dry  campaign,  called  the  attention  of  the  thirsty 
to  the  fact  that  one  fellow  traveller  who  sat  hp  ahead 
and  had  fallen  to  sleep  after  eating  his  fill,  had  some 
red  pop  in  his  grip  and  had  not  offered  his  samples  as 
did  the  remainder  of  the  charitable  renresentatives  of 
commerce.  Upon  investigation  the  sleepy  head  proved 
to  be  Dr.  G.  W.  Ferguson,  of  the  Chamnion  Chemical 

Co.,  and  the  red  pop  was  a  bottle  of  Champion  em- 
balming fluid.  It  is  said  that  the  doctor,  the  grip  and 

the  bottle  were  left  unmolested.  Is  it  any  wonder  that 
he  smiled  in  his  sleep  over  his  confident  safety? 

Undertakers  Work  A  Specialty 

Look  at  this  car.  It  is  the  kind  of  a 
funeral  car  that  will  make  an  impression 
and  set  your  whole  town  talking.  People 
will  stop  and  admire  it  on  the  street,  and 
it  may  bring  you  new  business  from 
families  you  never  expected  to  get. 

We  also  manufacture  Undertakers* 
Carriages,  Motor  Wagons,  etc. 

Drop  us  a  card  Jor  prices 

WM.  H.  WATTMAN 
237  Mutual  Street TORONTO,  Ontario 
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Maxwell  Sanitary  Steel  Vaults 

Our  Customers  are  Assured  of  Superlative  Qyality  and  Prompt  Delivery. 

Maucwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned.  Design  and  Construction  Unequaled. 

Carried  in  Stocl^  by  All  Leading  Jobbers. 

Maxwell  Ambulance  Transfer  Case 

For  the  Handling,  Removal  and  Transportation  of  Bodies.    An  Indispensable 

Adjunct  to  the  Modern  and  Progressive  Undertaker. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practic.  1 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 

Iniide  Dimensions:  73  in.  long,  20  in.  wide,  13  in.  deep. 

Price*:  With  Tray  $25.00;  Without  Tray  $23.00;  Tray  Alone  $4.00 

Sold  by  all  leading  jobbers.     Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.Y. 
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Ontario  Embalming  Board's  Annual 
Report 

THE  third  annual  report  of  the  Board  of  Examiners 
of  Ontario,  covering  the  work  for  the  year  1916, 
has  just  been  issued  in  booklet  form,  and  is 

highly  creditable  to  the  officers  composing  the  Board. 
The  resignation  of  James  Torrance  as  secretary  of  the 
Board,  following  his  appointment  as  Collector  of  Cus- 

toms at  Stratford,  is  noted,  as  also  is  the  appointment 
of  the  new  officers — T.  E.  Simpson  as  Secretary,  and 
Jos.  L.  Tickell,  as  Chairman. 

The  secretary  in  his  report  notes  the  change  by  which 

the  undertakers'  license  fee  is  now  paid  the  Embalm- 
ers'  Board  instead  of  the  Secretary  of  the  Provincial Board  of  Health. 

During  1916,  two  examinations  Avere  held — in  Feb- 
ruary at  which  four  candidates  wrote,  two  of  them  be- 

ing successful ;  and  in  September,  at  which  22  out  of  27 
candidates  were  successful.  Four  meetings  of  the 
Board  were  held  during  1916. 

The  auditor's  statement  shows  the  finances  to  be  in 
splendid  shape,  the  receipts  were  $3,852.81.  which  with 
$5,415.96  cash  on  deposit  in  the  bank,  made  a  total  of 
$9,268.77  on  hand.  Out  of  this  payments  of  $3  506.62 
for  salaries,  office  expenses,  etc..  were  made,  leaving 
a  balance  of  $5,762.15  to  the  credit  of  the  board  at  the 
beginning  of  1917. 
Having  no  agent  to  investigate  reported  violations 

of  the  Act,  the  members  of  the  Board  take  charge  of  th^ 
orosecutions.  In  one  case  it  was  necessary  to  take 
legal  action  against  the  offender;  in  several  others 
satisfactory  settlement  was  made  without  going  to 
court. 

The  Board  became  affiliated  last  fall  with  the  North 

American  Conference  of  Embalming  Examii'ing 
Boards  during  the  convention  of  that  body  at  Coluin- 
bus,  Ohio. 
During  1916,  the  following  deaths  were  reported: 

Embalmers — J.  W.  Bates.  Toronto;  C.  D.  Blaehford, 
Hamilton;  T.  B.  Lawson,  Crediton ;  J.  L.  Rolston,  Met- 

calfe ;  Wm.  "Wilson,  Owen  Sound.  Undertakers — A. 
M.  Buchanan.  Picton  ;  W.  H.  Hall,  Sundridge ;  Wm.  Kil- 
bank.  Hillsdale. 

At  the  time  the  report  was  printed  nearly  six  hundred 
funeral  directors  in  Ontario  had  anolied  for  and  been 
granted  their  two  licenses;  13  had  taken  out  embalm- 

ers' licenses,  and  130  had  been  granted  undertakers' licenses. 

PROFESSIONAL  NOTES 

J.  C.  Smith,  first  assistant  to  Robt.  U.  Stone.  Toronto, 
was  called  home  to  Hartford,  Conn.,  on  February  21, 
by  the  death  of  his  mother.  The  funeral  was  held  on 
Friday.  February  23,  at  that  city. 

Wallace  W.  Foster,  who  for  the  past  ten  years  has 
been  first  assistant  for  Snow  &  Co..  Halifax,  N.S.,  has 
accepted  the  management  of  Tees  &  Co.,  Montreal,  and 
will  move  his  family  to  the  metrooolis. 

John  Lampman,  undertaker,  of  Wellandnort,  Ont.. 

is  one  of  the  directors  of  the  Farmers'  Milling  Com- 
pany, which  has  iust  been  incorporated. 

Wm.  Wray,  undertaker,  of  Montreal,  passed  away 
in  late  January. 

Wilmot  F.  Webster,  undertaker  and  embalmer,  of 
Oakwood,  Ont.,  has  purchased  the  furniture  and  under- 
takinj?  business  of  R.  Smith.  Little  Britain,  Ont. 

T,  E,.  Simpson,  of  Sault  Ste.  Marie,  Ont.,  has  been 

elected  first  vice-president  of  the  Board  of  Trade.  Mr. 
Simpson  is  the  secretary-treasurer  of  the  Ontario  Em- 

balmers' Board. 
A  dissolution  of  H.  R.  Bourgie  &  Co.,  undertakers, 

of  Montreal,  has  been  registered. 

PROMINENT  FUNERAL  DIRECTOR  BURIED. 

One  of  the  most  prominent  funeral  directors  in  Can- 
ada died  at  Montreal  on  January  30,  after  a  few  days' 

illness,  in  the  person  of  Wm.  Wray,  at  the  age  of  53, 
following  a  serious  operation.  Mr.  Wray  had  been  in 
business  in  the  Canadian  metropolis  for  17  years,  and 
in  that  time  had  reached  one  of  the  highest  pinnacles  in 
the  profession.  His  funeral,  which  was  one  of  the 
largest  in  recent  years  in  Montreal,  Avas  attended  by 
many  notable  people  of  that  city. 
Wm.  Wray  will  be  remembered  as  having  taken 

charge  of  a  number  of  the  large  recent  funerals  of  Mon- 
treal, prominent  among  them  being  the  details  of  the 

The  Late  Wm.  Wray. 

arrangements  in  connection  with  the  burial  of  the  vic- 
tims of  the  "Empress  of  Ireland"  disaster.  In  his 

younger  days  Mr.  Wray  was  (juite  an  athlete.  In  1887 
he  was  the  winner  of  the  Emerald  Club  cross  country 
race,  one  of  the  biggest  events  of  that  time. 

Mr.  Wray  leaves  a  widow,  two  sons  and  a  daughter. 

Both  sons  are  associated  with  their  father's  business. 
Mr.  Wray  was  a  Mason  and  member  of  the  Mystic 
Shrine,  and  an  adherent  of  the  Anglican  Church.  His 
funeral,  which  took  place  from  his  late  residence,  was 
held  on  Thursday,  February  1.  A  funeral  service  was 
held  at  the  home,  the  officiating  clergymen  being  Rev. 
Dean  Evans  and  Rev.  Mr.  Russell.  The  funeral  itself 
was  conducted  under  full  Masonic  auspices. 

The  floral  tributes  were  numerous  and  beautiful,  en- 
tirely filling  two  carriages.  Many  telegrams  were  re- 

ceived from  friends  in  both  Canada  and  the  United 

States,  among  them  from  E.  A.  Chandler,  of  the  Cen- 
tral Casket  Co..  Buffalo;  Chas.  Messenger,  Schenec- 

tady, N.Y.;  Fred.  Elliott.  Prescott ;  and  R.  U.  Stone, 
Toronto. 

At  the  funeral  were  noticed  R.  S.  Flint,  Toronto, 
Canadian  representative  of  H.  S.  Eckels  &  Co. ;  W. 
Rochau,  Montreal ;  Geo.  Birney.  Ottawa ;  and  J.  Don- 

nelly, Brockville,  representing  Elliott  Bros. 



March,  1917 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 

47 

4^    Central  Caskets  for  Real  Quality 

No.  300  Elliptic  Half  Couch  Casket 

There  is  a  touch  of  distinctiveness  and  artistic  beauty  found  in  the  Central 
Line  that  makes  its  own  appeal  to  your  trade.  Better  carry  these  quality 

goods  in  stock,  especially  when  they  cost  no  more  than  the  ordinary  kind. 

CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  22 1  Fern  Ave.,  Toronto 
Telephone  126 Telephone  Parkdale  3257 

SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 

CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 
and  why  YOU  Should  Use  It! 

It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 

portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 

balming Fluid. 

We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 

balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unflt  to  the  bot- 

tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 

which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 

sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 

Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 

H.  S.  ECKELS  &  COMPANY 
221  FERN  AVENUE 

TORONTO,  ONTARIO,  CANADA 
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ONTARIO  RETAIL  FURNITURE  CONVENTION 

(  Continued  from  page  40.  J 

retail  trade;  That  we,  in  meeting  assembled,  consider 
this  an  unfair  practice  and  would  respectfully  request 
that  a  committee  of  this  convention  be  appointed  to 
meet  in  conjunction  with  a  committee  of  the  furniture 
manufacturers  in  order  that  this  unfair  method  of 
merchandising  might  be  immediately  discontinued. 

"W.  S.  SMITH  "J.  G.  HENRY. 
"L.  H.  McKILLOP.  "W.C.MILLER." 
"L.  DEYMON. 
The  same  members  were  appointed  a  committee  to 

wait  on  the  manufacturers  and  discuss  this  grievance. 
Better  Homes  and  Better  Business 

A  resolution  sympathizing  strongly  with  the  "Better 
Homes"  movement  was  unanimously  adopted  following 
the  reading  of  this  letter  from  the  editorial  department 
of  Canadian  Furniture  World: 

"Furniture  dealers  who  belong  to  your  association 
will  no  doubt  be  interested  in  a  big  campaign  to 
stimulate  greater  interest  in  the  home  and  its  furnish- 

ings which  it  is  planned  to  inaugurate  in  the  United 
States,  and  which  we  believe  could  be  profitably  ex- 

tended to  include  Canada,  making  a  big  continent-wide 
movement  that  would  prove  extremely  beneficial  to  all 
branches  of  the  furniture  trade. 

' '  The  ball  was  recently  started  rolling  at  a  prelimin- 
ary meeting  in  Crand  Rapids  which  representatives  of 

the  Canadian  furniture  papers  were  invited  to  attend. 
Offers  of  co-operation  and  assurances  of  hearty  ap- 

proval were  received  from  the  allied  trades  and  a  con- 
vention proposed  for  New  York  City  in  April,  when  a 

national  organization  will  be  formed,  and  means  con- 
sidered for  arousing  a  better  knowledge  of  good  furni- 

ture and  furnishings  and  a  greater  demand  for  them. 
"The  Canadian  Furniture  World  believes  that  if  the 

Canadian  trade  would  co-operate  on  this  movement  for 
'Better  Homes,'  making  it  continent-wide,  that  it 
would  prove  extremely  beneficial  to  all  concerned.  The 
writer  has  taken  the  matter  up  with  the  secretary  of 

the  Furniture  Manufacturers'  Association  of  Canada, 
and  he  is  writing  the  members  of  the  Association  to  get 

their  views  on  the  matter  of  co-operation  in  the  cam- 
paign. 

"As  such  a  campaign  would  be  extremely  helpful  to 
the  retail  trade  and  prove  a  permanent  benefit  to  the 
furniture  business,  we  believe  the  subject  is  worthy 
of  discussion  by  members  of  your  Association  while  in 
convention.  .yours  very  truly, 

"CANADIAN  FURNITURE  WORLD." 

Toronto,  Feb.  20,  1917. 

Unsanitary  Shoddy  in  Bedding 

Unsanitary  bedding  came  in  for  a  few  rounds,  follow- 
ing the  reading  of  a  letter  from  the  Wright  Furniture 

Co.,  Port  Arthur,  and  the  Executive  was  asked  to  take 
up  the  matter  and  deal  with  it  by  urging  the  Provincial 
Board  of  Health  to  lay  down  more  stringent  rules  re- 

garding the  use  of  second-hand  mattresses.  Chairman 
Henry  suggested  Canadian  Furniture  World  reprinting 
their  articles  on  this  subject  of  eighteen  months  ago,  so 
as  to  better  inform  the  trade  of  the  conditions  prevail- 

ing in  the  sale  of  unsanitary  bedding. 
Election  of  Officers 

The  election  of  officers  resulted  in  the  following 
furniture  dealers  being  chosen  to  preside  over  the 
destinies  of  the  Association  for  its  first  year: 

'•^sident — J.  G.  Henrv.  Sudburv. 

First  Vice-President— W.  G.  Smith,  Belleville. 
Second  Vice-President— G.  Lippert,  Kitchener. 
Treasurer — W.  A.  Britton,  Grand  Valley. 
Secretary — Wm.  G.  Miller,  Toronto. 
The  following  compose  the  personnel  of  the  neces- 

sary committees: 
Grievances — C.  M.  G.  Smith,  Barrie,  (chairman) ;  T. 

H.  McKillop,  Brampton ;  E.  Dreisinger,  Elmira. 
Legislation — Robt.  Nugent,  Lindsay,  (chairman) ;  C. 

N.  Greenwood,  Stratford;  L.  Deymon,  Fenelon  Falls. 
Advisory — J.  A.  Donaldson,  Caledon  East,  (chair- 

man) ;  J.  Dennis,  Preston;  W.  Vaughan,  Scotland. 
Greetings  from  Kindred  Association 

President  Nugent  of  the  Canadian  Embalmers' 
Association,  spoke  briefly.  He  hoped  for  a  united 
effort  on  the  part  of  the  new  body,  and  the  R.  M.  A., 
and  he  promised  co-operation  by  his  own  association. 
A  vote  of  thanks  was  tendered  amid  applause,  to 

Secretary  Miller,  for  his  services  in  making  the  con- 
vention program  run  so  smoothly.  Mr.  Miller  replied. 

He  had  hoped  for  a  larger  attendance,  but  no  doubt  it 
would  grow,  and  would  in  time  become  a  forerunner  of 
a  Dominion  Retail  Furniture  Association,  embracing 
all  dealers  from  the  Atlantic  to  the  Pacific. 

Sympathy  from  Travellers 
C.  A.  Coryell,  Sidway  Mercantile  Co.,  wanted  to  saj', 

on  behalf  of  his  firm  that  they  had  one  aim  constantly 
before  their  house — they  wanted  the  trade  to  know; 
they  wanted  the  public  to  know  that  theirs  was  a  house 
in  which  every  confidence  could  be  placed.  They  sold 
only  through  legitimate  channels — to  the  trade  to  reach 
the  consumer. 

Introduced  as  a  ladies'  man,  Mr.  Black,  manufac- 
turers' agent,  congratulated  the  dealers  on  having  got 

together  to  help  to  better  themselves.  He  hoped  to  see 
the  new  association  become  a  force  in  the  elevation  of 
the  trade  as  a  trade.  He  had  been  urging  for  years 
on  all  with  whom  he  came  in  contact,  their  attendance 
at  these  annual  gatherings. 

Final  Proceedings 

A  vote  of  thanks  was  tendered  the  press  representa- 
tives— James  O'Hagan,  editor  of  Canadian  Furniture 

World,  and  A.  E.  Uren,  Furniture  Journal,  for  their  at- 

tendance, and  Mr.  O'Hagan  on  his  own  behalf  and  that 
of  his  colleague  responded.  It  was  part  of  their  daily 
work,  he  said,  but  nevertheless  a  pleasant  task.  The 
Association  idea  was  a  splendid  one,  he  felt  its  im- 

portance ever  since  entering  the  furniture  press  field 
years  ago.  The  furniture  trade  should  long  ago  have 
come  together.  The  trade  papers  would  do  their 
share  to  help  make  successful  the  work  of  the  Asso- 
ciation. 

Mr.  Henry,  in  thanking  the  convention  for  his  elec- 
tion and  in  bringing  the  meetings  to  a  close,  said  he 

took  his  position  seriously.  "All  we  want  is  fair  play," 
said  he,  "and  particularly  for  the  furniture  dealers  of 
this  Province  of  Ontario."  He  asked  the  support  of 
dealers  and  trusted  that  a  very  much  larger  gathering 
of  furniture  men  would  be  present  when  the  next  an- 

nual rolled  around. 

The  singing  of  ' '  God  Save  the  King, ' '  terminated  the 
proceedings. 

Canadian  School  of  Embalming 
Instruction  in  Practical  Embalming-  and  Funeral  Directing PREPARATION  FOR  EXAMINATIONS 

New  Address 
R.  U.  STONE  525  Sherbourne  St. 
Principal  Toronto 
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Bobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 
Morris  &  Son,  L.   'Phone  10. 

Burks  Falls — 
Hilliax,  Joseph.    Box  213. 

Coboconk — 
Greenley,  A. 

Dorchester,  Ont. — 
Logan,  E.  A.    'Phone  2107. 

Dungannon — 
Sproul,  Williiam 

Dunnville — 
D.  P.  Fry.    'Phone  68. 

Elmira — 
Dreisinger,  Ghris. 

Hamilton,  Ont. — 
Blachford  &  Sons, 

57  King  Street  Went. 

DodBworth,  A.  H. 
59  King  St.  W. 

Eobinson,  J.  H.  &  Co.,  19-21 John  St.  N 

Huntsville — Hilliiar,  Joseph. 

Ingersoll — Mclntyres,    F.    W.  Keeler 
and  R.  A  Skiunei,  props. 

KemptvlUe — 
MeCaughey,  Greo.  A. 

Kingston — Corbett,  S.  S. 
Beid,  Jas.,  254  Princess  St. 

London,  Ont. — 
Ferguson's  Sons,  John 

174  to  180  King  St. 

Orillia — W.  A.  Strachan, 
Successor  to 

H.  A.  Bingham. 'Phone  453. 
D.  Clark.    Tel.  159. 
Mundell,  J-  A.     Phone  126. 

150  Mississagia  St. 

Osbawa — Disney  Bros. 
Lmke  Burial  Co. 

Port  Perry 
Disney,  B.  8. 

Schomberg,  Ont. 
F.  Skinner. 

St.  Catharines — Grobb  Bros. 
144-146  St.  Paul  St. 

St.  Thomas — Williams,  P.  E.,  &  Sons,  519 
Talbot  St. 

Stirling — 
Ealph,  Jas.  'Phone  102. 

Stratford — Greenwood  &  Vivian,  I/td., 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 

Toronto — Cobbledick,    N.    B.,  2068 
Queen  St.  East  and  1508 
Danforth    Ave.  Private 
Ambulance. 

J.  A.  Humphrey  &  Son, 
463  Church  St. 

Raper,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. 
East. 

J.  C.  Van  Camp, 
30  Bloor  St.  W. 

Washington  &  Johnston. 
707  Queen  St.  E. 
Corner  of  Broadview, 

Thedford,  Ont. — Wioodhall,  J.  B. 

Wallaceburg,  Ont. — 
Cousirs,  Burlington  &  Saint. 

Welland— 
Patterson  &  Dart 
Sutherland,  G,  W. 

Woodstock — Mack,  Paul. 

Whitby,  Ont.— Nicholson  &  Seldon. 

QUEBEC 
Montreal — Tees  &  Oo.,  912  St.  Catherine 

St.  West. 

NEW  BRUNSWICK 

Moncton — Tuttle  Bros.,  164  Lutz  St. 
St.  John,  N.  B. 

Fitzpatrick  Bros. 100  Waterloo  St. 

MANITOBA 

Brandon — Campbell  &  Campbell. 

Dauphin — 
Farrell,  A.  F. 

Winnipeg — Clark-Leatherdale  Co.  Ltd. 
232  Kennedy  St. 

Thomipson  Co.,  J.,  501  Main. 

SASKATCHEWAN 

Moose  Jaw — Broadfo'ot  Bros. 

Saskatoon — Young,  A.  E. 

The  Original 

Patented 

Concentrated 

Fluid 

Patented  Formula 
Strongest  and  Best 

Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 

ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Fonnnla 

Special  Canadian  Agents 

National  Casket  Co. 
Toronto,  Ont. 

GLOBE  CASKET  CO. 
London,  Ont. 

SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 

GIRARD  &  GODIN 
Three  Rivers,  Que. 

JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 

CHRISTIE  BROS. 
Amherst,  N.S. Larger  Bottles  filled  np  with  water 

Egyptian  Chemical  Co.  Boston,  us.a 

C  A  R  A  N  A  n EMBALMING  FLUID 

Will 

produce the  best 

possible results 

7.50 

per  gallon (Concentrated) 

fARANA 
pwjtl  (I  Sclents  ant  Pwlleil  EiferW 
I  OF  EXTRAORDINARY  STREN6IH 

tHRrCTIONS  FOR  USE 

Your efficiency 

can  be 

increased 

by  using 

Caranac 

Fluid 

9.00 

per  case 
12-16  oz.  bottles 

'  (Concentrated) 

CARANAC  LABORATORY 
PETERBOROUGH.  ONT. 



50 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER March,  1917 

Index  to  Advertisers 

c 
Clin  a  da  Furniture  Mfrs   13 
Canadian   Feather   &  Mattress 
Co  ■  ■   16 

Canadian  Mersereau  Co   8 
Canadian  School  of  Embalming  48 
Caranac   Laboratories    49 
Central  Casket  Co   47 
Champion  Chemical  Co  i.b.c. 
Chesley  Furniture  Co   18 
Columbia  Graphophone  Co   33 
Commercial  Underwriters    12 

D 
Department  of  Finance    14 
Du  Pont  Fabrikoid  Co   6 

£ 
Eckels,  H.  S.  &  Co   47 
Egyptian  Chemical  Co   49 
Elmira  Furniture  Co   10 

F 
Frank  &  Lambert   50 

G 
Gold  Medal  Furniture  Co   11 
Greer  &  Son,  A.  B   43 

H 
Hourd  &  Co   6 

I 

Imperial  Eattan  Co   7 

K 
Kneehtel  Furniture  Co   15 

L 

Oieggett  &  Piatt  Co   4 
Lloyd  Mfg.  Go  •  •   4 

M 
Matthews  Bros.  Ltd   16 
Maxwell  Mfg.  Co   4.5 
Meaford  Furniture  Co   8-9 
McLagan  Furniture  Co.,  Geo...  5 
Montagnes  Co.  (Sonora)    39 
Mundell  &  Co.,  John  C  i.f.c. 

N 
N.  A.  Bent  Chair  Co   10 
N.  A.  Furniture  Co  ■  •   6 
National  Table  Co.  Ltd   10 

O 
Owen  Sound  Chair  Co   10 

P 
Parkhill  Mfg.  Co   .o.b.c. 
Pathe  Freres  Co.  of  Canada. ...  37 
Peppier  Bros   17 
Phillips  Mfg.  Co.  Ltd  -.  14 
Pollock  Mfg.  Co   41 
Pullan,   E   6 

R 

Regal  Phonograph  Co.  •  •   35 
S 

Shafer  &  Co.,  D.  L  i.f.c. 
Sidway  Mercantile  Co  •  • . .  12 
Stratford  Chair  Co  o.f.c. 

T 
Toronto  Furniture  Co   6 

W 
Watman   Co   44 
Walter  &  Co.,  B  i.f.c. 

FRANK  &  LAMBERT  i„c. 

115-121  Wooster  St.       New  York,  U.S.A. 

Everything  in  the 

Dry  Goods  Line 

Coverings  and  Interiors 

of  Caskets. 

Manufacturers  of  Robes, 

Dresses,  Suits,  Gloves, 

Combination  Sets,  Lin- 

ings, Door  Crepes,  etc. 

For  the  Jobbing  and 

Wholesale  Trade 

For  Sale 

Wanted 

TERMS  OF  INSERTION 

50  cents  per  iniertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 

UNDERWOOD  TYPF.WRITERS— Thoroug-hly  rebuilt,  look  like 
new,  v/ear  like  new.  Guaranteed  five  years.  Less  than  one- 
half  manufacturers  prices.  Free  inspection,  and  sold  for 
cash  or  payments.  Send  for  proposition  and  protect  your- 

self with  copies  of  letters  and  orders  written.  Address, 
Arthur  O.  Secord  Co.,  Limited,  Dept.  6,  Brantford,  Ontario. 

FOR  SALE — Furniture  and  Undertaking,  with  equipment; 
store,  house-,  stable,  sheds;  excellent  locality,  eastern  Ontario. 
Good  reasons  for  selling.  Fine  opening  for  right  man. 
Write  Box  16  Canadian  Furniture  World,  Toronto,  Ont.  f-m 

FOR  SALE — A  full  undertaker's  equipment,  including  hearse, 
wagon,  lowering  device,  gleasing  board,  embalmer's  outfit, and  everything  needed  to  conduct  a  business.  Will  be  sold 
at  a  barg;aiu  price.  Box  18,  Furniture  World  and  The 
Undertaker.  -m 

FOR  SALE — New  up-to-date  eight  columned  hearse.     For  par- 
ticulars and  photo,  apply  to  Box  19  Furniture  World.  -m 

FOR  SALE — A  snap  for  quick  buyers,  6  second  hand  hears(s, 
1  second  hand  carriage,  1  pall  bearers  coaeh.  All  in  first- 
class  condition.     Box  20,  Canadian  Furniture  World.  m 

FOR  SALE — Hearse,  team  and  harness,  moderate  price,  medium 
weight.     "Stone"  Undertakers,  525  Sherbourne  St.,  Toroato. 
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Champion  Fluid 

The  Boy: — "Mama,  when  I'm  a  man  and  become  papa's  partner 
in  the  undertaking  business,  I'm  always  going  to  use Champion  Fluid,  because  I  heard  papa  and  grandpa 
both  say  that  Champion  always  gioes  them  better 
results  than  an}/  other  fluid.  " 

Wisdom  from  the  Mouth  of  a  Child 

Champion  Fluid  has  been  used  from  generation  to  generation,  and  has  always  been  o{  highest 

quality,  and  so  recognized. 

As  the  art  of  embalming  has  progressed  the  formula  for  Champion  Fluid  has  been  revised  to  keep 
Champion  always  in  the  lead.  In  all  these  years  the  name  Champion  has  stood  for  the  best, 

as  it  does  to-day. 

^  The  Champion  Chemical  Co.,  Springfield,  O. 



The  New  Parkhill  "Good  Night"  Bedspring (Patented) 

"  Wovenweld  "  Construction 
(Patents  Pending) 

What's  In  a  Name 

If  the  name  designates  some  unusual  and  outstanding  characteristic  of 

an  article  to  which  it  is  applied,  there  is  often  great  significance. 

In  this  particular  case  the  "Good  Night"  Spring  embodies  an  en- 

tirely new  principle  in  spring  construction  that  ensures  a  good  night's  sleep 
under  all  circumstances. 

A  careful  study  of  the  illustration  will  show  that  the  frame  of  the 

spring  as  well  as  the  fabric  itself  is  buoyant,  because  it  is  suspended  by  strong 

end  helicals  from  the  cross  rods  at  each  end,  and  these  cross  rods — not  the 

frame  itself— rest  on  the  bed. 

Ask  our  salesman  to  explain  the  "  Wovenweld  "  process  to  you, 

when  he  is  telHng  you  about  the  "  Good  Night." 

We  Make  This  Spring  in  Link  Fabric  Also 

The  Parkhill  Manufacturing  Co.^  Limited 

Successors  to 

The  Alaska  Feather  and  Down  Co.,  Limited 

Makers  of  High-Grade  Bedsteads  and  Bedding. 

MONTREAL 

'^Alaska  on  an  article  means  high-grade  every  particle'^ 
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Adams 

Buffet 

McLagan  Quality 

The  exquisite  charm  of  this  buffet  will  appeal  to 

your  customers,  h  is  splendidly  constructed  from 

selected  mahogany,  beautifully  matched,  and  the 

wonderful  finish  helps  greatly  in  bringing  out 

the  qualities  of  this  wood.  The  design  being  of 

the  Adams  motif,  it  shows  a  dainty  touch  so 

characteristic  of  this  period.  You  should  feature 

this  on  your  floor.  It  will  add  greatly  to  your 

stock,  and  also  add  a  measure  of  profit  that  will 

help  you  greatly  in  your  coming  Spring  business. 

The  George  McLagan  Furniture  Company,  Limited 
STRATFORD  ONTARIO  CANADA 

Made  in Mahogany; 
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For  the  Spring  Trade 

Every  child  who  docsirt  OAvn  a  KIDDIE-KLA.R  now, 
wants  one  this  spring. 

Are  you  ready  to  meet  the  demand? 

Orders  entered  now  can  be  shipped  immediately. 

East  of  the 
Great  Lakes 

West  of  the 
Great  Lakes 

No.  2— Two  to  Three  Years  $1.50  $1.75 
No.  3— Three  to  Four  Years  2.00  2.25 

No.  4 — Four  Years  and  over     2.50  2.75 

Prices  to  Dealers  on  Application 

Advertising  folders,  posters  and  newspaper  cuts 

supplied. 

Canadian  K.  K.  Company,  Ltd. 
Sol*  Canadian  Rights 

ELORA  ONTARIO 

THE 

ONLY 

KTRA  DC  M  A
RK  ■W  m 

IDDIE-J^AR 

Selling  Agents 

John  C.  Mundell  &  Co.,  Ltd. 
Elora,  Ont. 

Feature  Shaf er  Chests 

in  your  windows 

The  sooner  you  do  it  the  better.  Winter 
clothing  will  soon  be  stored  away  and 
our  Cedar  Chests  will  be  exceptionally 

saleable.  Get  the  sugg^estion  working  at 
once  and  you  are  sure  to  reap  the  benefit. 

Send  for  prices  in  next  mail 

D.  L.  SHAFER  &  CO.,  ST.  THOMAS,  ONTARIO 

THE  WABASH  SLIDE SLIDE  making  a  SPECIALTY  BUSINESS 

MADE  BY 

B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE  Manufacturers   in  America. 

BecMiie  of  our  SPECIAL  EQUIPMENT  wc  cu  make 
SLIDES  BETTER  and  CHEAPER  than  the  huniture 
manufacturer  who  makes  a  dozen  articlet. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  u«ng  WABASH  SUDES. 

WHY  ?    Because  we  make  a  belter  slide  at  a  lower  cost. 

DEALERS— INSIST  on  WABASH  SLIDES 
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STRATFORD 

DIRECTORY 

Geo.  McLagan  Furniture  Co. Limited 
Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Farquharson-Gifford  Co.,  Ltd. 
Specialists  in  Revolving  Seat  Davenport 
Beds,  and  Living  Room  Furniture. 

Stratford  Chair  Co.,  Limited 
Diners,  Rockers,  Bedroom  Chairs,  Office, 

Den  and  Library  Chairs,  Children's  Chairs. Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 
Davenport  Beds. 
Living  Room  Furniture. 

Globe-Wernicke  Co.,  Limited 
Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 

Cabinet  Supplies,  Stationers'  Goods. 

Imperial  Rattan  Co.,  Limited 
Upholstered  Reed  and  Willow  Furniture  ol 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields,  "Old  Hickory" Rustic  and  Garden  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 
Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Chairs  and  Tables 

Stratford  Bed  Co.,  Limited 
Brass    Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 
Office  Furniture. 

R 

N 

G 

PECIAL  t'ffort  sliould  iiiatle  at 
this  season  of  the  .year  to  feature 
and  bring  before  tlie  public  spring 
goods,  and  a  careful  }ierusal  of 
Stratford  jiroducts  will  lielp  greatly 
in  solving  the  ])robleni. 
AST  efforts  along  these  lines  ihavc 
added  greatly  in  educating  the 
buyer  of  good  and  reliable  furni- 

ture of  the  great  benefits  to  be  de- 
rived in  buying  made  in  Canada furniture  of  quality. 

lOLTABLE  products  well  advertised 
cieate  a  demand  that  cannot  be 
oxerlookcd,  ami  our  efforts  along 
these  lines  have  added  \ery  much  to 
the  demand  of  Stratford  furniture, 
and  helped  the  retailor. 
N  stocking  for  the  coming  spring 
trade,  feature  these  lines  in  your 
windows  and  on  your  floors,  emjiha- 
size  tlieir  quality,  design  and  finish, 
and  we  feel  sure  yon  will  be  anqily 
lepaid  in  sales. 
0  city  in  Canada  can  boast  of  larger 
and  better  equi|iped  factories  for 
the  manufacture  of  furniture  than 
Stratford,  and  we  want  your  co- 
oi)cration  to  make  this  coming  si>>a- 
son  mutually  profitable. 

KT  in  touch  with  us,  write  for  our 
catalogues  and  ])riccs  and  prejjarc 
yourself  for  all  emergencies  to  moot 
flic  wants  of  your  customers.  Let 
Stratford  made  for  (,'anadian  trade, be  vour  motto. 

STRATFORD 

FURNITURE 

MANUFACTURERS 
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STRATFORD 

Our 

New 

Bed 

Beauty,  Comfort, 
Convenience  and 

Space  Economy 
are  the  character- 

istics of  every 

Hhidel  BED 

The  KROEHLER 

KODAV 

U^E  ANNOUNCE  to  the 
Canadian  Furniture  Trade 

that  we  have  now  ready  for  de- 

livery our  new  bed,  the  Kroehler 

Kodav.  This  is  the  newest  and 

most  up-to-date  bed  on  the  market 

to-day.  It  has  space  for  a  full 

sized  mattress,  folds  automatically 

and  when  folded  has  a  very  hand- 

some and  substantial  appearance. 

There  is  no  other  bed  hke  the 

Kroehler  Kodav  on  the  market, 

and  its  appearance  will  far  outlive 

anything  yet  produced  by  any 

manufacturer  in  Canada. 

IVe  are  prepared  to  book  orders  for 

earl^  delivery 

Kitt4^t  Bed  Company 
Limited 

Stratford  Ontario 



April,  1917 CANADIAN  FURNITURE  WORLD  AND  THE  UNJ)ERTAKER 

mm 

STRATFORD 

STRATFORD  CHAIRS 

Will  meet  with  the  approval  of 

your  customers 

Without  exception  these  chairs  are  attractively  beauti- 
ful in  design  and  finish.  Fui'ther,  these  chairs  are 

priced  to  sell  (juickiy  and  at  a  good  measure  nf  profit. 
You  owe  it  to  yourself  and  to  ,your  business  to  get  the 
facts.     Write  us. 

THE  STRATFORD  CHAIR  COMPANY,  LIMITED 
STRATFORD Chairs  of  Qualily 

ONTARIO 

iiiiiiiiiiililllliillllllilllliillil 
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STRATFORD 

Real  Outdoor  Furniture 

You  will  surely  wa
nt  to 

handle  the  best  and  most 

profitable  line  of  outdoor 
furniture  this  Spring — that  is 

99 
"Old  Hickory 

The  only  logical  outdoor 
furniture 

For  spacious  lawns  and 

fjrounds  nothing  is  more  sub- stantial and  beautiful  than  a 

well  planned  "Old  Hickory" settinij. 

Prompt  shipments  now.  New 
50-page  catalog  on  request. 

Imperial  Rattan  Co. 
_       „    ,       Limited        ^  ̂ 
Stratford  Ontario 

Prepare 
now  for 

your  Spring 
and 

Summer 
trade 

Get  oDT 
Catalogne 
NOW 

STRATFORD  lAWN  FURNITURE 

Mannfactared 

by 

The 
Stratford 

Mfg.  Co. 
Limited 

Stratford,  ObI 
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STRATFORD 

I  ANNOUNCEMENT  j 

I  Next  month  we  will  have  ready  for  shipment  the  most  | 

I  complete  Divanette  that  has  ever  been  offered  to  the  | 

I  furniture  trade.  j 

I  Mr.  Furniture  Dealer,  you  will  marvel  at  its  simplicity  of  | 

I  operation ;  it  is  absolutely  fool  proof,  while  the  accommo-  | 

I  dation  it  has  for  a  thirty-five  pound  mattress  with  bedding  | 

I  and  pillows  will  be  a  revelation.  | 

I  WATCH  THIS  SPACE  NEXT  MONTH  | 

I  "Uhe  FARQUHARSON-GIFFORD  COMPANY  | 1  LIMITED  1 

H  Specialists  in  Davenport  Beds  and  Living  Room  Furniture  g 
I  STRATFORD  ONTARIO  1 

Mr.  Furniture  Dealer: 

Are  you  getting  and  reading  The  Canadian 

Furniture  World  and  Undertaker  regularly  } 

If  not  send  $  1 .00  to  address  below,  and  the 

paper  will  come  to  you,  postpaid,  each  month. 

The  Commercial  Press,  Limited 

32  Colborne  St.,  Toronto 

^.illlllllilliillllilililiiilllllliilliiilllliiiilllll 
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^  If  you  are  a  factory  executive,  if  you  are  responsible  in  any  way 

for  the  effectiveness  of  your  machinery,  your  workmen  or  your 
office  staff; 

^  If  you  have  authority  to  buy,  or  responsibility  for  what  is  bought 

in  your  plant,  no  matter  what  your  title  is — president,  general  manager, 
secretary,  superintendent,  works  manager  or  sales  manager  ; 

^  If  you  want  to  attain  the  highest  standard  of  efficiency  in  your 

works  or  your  office 

You  should  read  every  issue  of 

The  Canadian  Manufacturer 

^  It  is  not  merely  a  paper  for  wood-working  plants,  but  rather  a 
paper  for  all  classes  of  factory  executives. 

^  Its  hints  and  suggestions  are  gathered  by  a  staff  of  practical  men, 

who  have  worked  in  well-conducted  plants  and  who  know  what 
new  idea  is  workable  and  what  merely  an  ineffective  experiment. 

^  These  suggestions  are  secured  by  personal  visits  to  plants  where 

keen,  experienced  executives  aie  steadily  increasing  efficiency,  and 

only  the  best  of  the  many  "new  '  methods  and  ideas  noted  are 
given  in  this  paper. 

^  To  the  alert  executive  the  paper  is  worth  many  times  its  cost. 

^  Also,  the  review  of  current  events  by  Mr.  W.  L.  Ed  monds, 

appearing  only  in  The  Canadian  Manufacturer,  is  worth  many  times 

$  1 .00,  the  yearly  subscription  price.    You  should  read  every  issue  of 

The  Canadian  Manufacturer 
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THE 

KAPOK 

THE  FASTEST  SELLING 

MATTRESS 

The  "  Kapok"  mattress  has  become  very 
popular  and  fast  selling,  owing  to  it  being 

of  high  quality  and  moderate  in  price. 

"  KAPOK,"  otherwise  known  as  the 
Queen  of  Beddmg  Material  is  positively 

the  lightest,  softest  and  most  durable  and 

comfortable  mattress  known  to  the  bed- 

ding industry. 

Order  a  sample  mallress  to-day  or  write  for  booklet. 

THE  CANADIAN  FEATHER 

AND  MATTRESS  COMPANY 

TORONTO  i.iMiTED  ONTARIO 

MATTHEWS  BROS.,  LIMITED 

TORONTO  DUNDAS  STREET  CANADA 

"MADE  IN  CANADA  "  MOULDINGS 

of  the  finest  design  and  practicability.  All  kinds  of 

"Up-to-the-Minute"  picture  frames  at  prices  that 
defy  competition,  all  made  and  designed  by 

THE   BIG  CANADIAN   MOULDING  HOUSE 

Above  is  shown  a  Mattress  prepared  for  tufting  and  finishing. 
It  is  sliown  as  36  inches  thick  tlirougli  the  middle,  and  when 
it  is  compressed  to  6  inches,  as  when  finished,  some  idea  can 
be  had  of  its  elasticity. 



Canadian  Bent  Wood  Chairs 

fetter  than  Imported— and  a  little  lower  priced 

IMPORTED  Bent  Wood  Chairs  are  made  of  beech,  sur- 

faced. These  Canadian-made  chairs  are  of  genuine  oak, 

showing  the  handsome  natural  grain,  and  finished  to  suit 

the  popular  taste.  Made  also  in  mahogany  finish.  They  are 

as  strong  and  light,  as  well-designed  and  constructed  as  such 

chairs  can  be  made.  You  can't  do  better  and  you  may  do 
worse,  so  buy  North  American  Bent  Wood  Chairs. 

Library  and  Living  Room  Furniture 

We  manufacture  some  splendid  chairs  for  the  Livingroom  and 

Library  ;  William  and  Mary  and  Jacobean  design  in  quarter  cut 

oak,  any  finish ;  cane,  tapestry  or  roan  leather.  These  are 

excellent  values. 

W rite  us  for  full  particulars.     You  will  be  interested 

The  North  American  Bent  Chair  Co. 

/-A  o  I  r~\        •  Limited Owen  Sound  Ontario 
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ill 

Living  Room  Suite 

No.  6375. 
Mah  ogany 

SOMETHING  new  and  beautiful  in  living  room 
suites.      This  is  exceptional  in  (luality.  finish 
and  design,  and  will  undoubtedly  be  a  fast 

seller.   Our  best  efforts  have  been  put  forth  to  make 
this  suite  attractive,  and  from  illustration,  you  can 
readily  see  we  have  been  immeasurably  successful 

Hand  in  hand  with  quality,  finish  and  design 
is  the  sturdy  construction,  and  we  have  no  hesitancy 
in  adding  that  the  build  of  this  suite  will  stand  the 
hardest  wear. 

Our  goods  are  made  in  Canada  by  Canadian 
workmen,  and  compare  more  than  favorably,  both  in 
attractiveness  and  selling  qualities,  with  any  in  the 
world,  and  our  large  factory  equipment  not  only 
gives  you  quality,  but  also  service. 

Put  this  suite  on  your  floor.  It  will  be  a 
feature  outstanding  in  appearance,  creating  sales 
without  any  etfort,  and  adding  prestige  to  your 
stock  by  virtue  of  its  drawing  and  selling  qualities. 

Write  us  a  line  regarding  this  Our  service 
department  is  at  your  disposal,  and  if  situated  close 
to  any  of  our  branch  show  rooms,  drop  in  and  get 
aeciuainted,  see  the  goods  and  be  convinced. 

Remember 

our  Permanent 

Wholesale 

Showrooms  at 

136-140 

King  St.  East, 

Toronto 

are  open  all  the 

year  around  and 
afford  the  dealer 

with  a  prospective 
customer  every 

opportunity  to 
make  a  sale. 

illiiilillllllliillliiiijlllilllllilli 

ililllllllilH^^^ 

Panada  Purniture^anufacturers Limited 

Qeneral  Offices  :  Woodstock,  Ont.  Wholesale  Showrooms  :  Toronto  -  Winnipeg 
Faclorici:     Wingham       Valkeiton       Wiaiton       Woodstock       Kitchener       Waterloo  Seaiorlh 

When  in  Toronto 

make  our  Show- 

rooms your  head- 

quarters. 
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It's  not  a  crime  to  be  a  merchant 

m  a  small  town 

A  large  number  of  our  merchant  jirinpes  live  there  and  most  of 
our  big  successful  men  started  there.  But  some  manufacturers  of 
tables  give  the  merchant  in  the  small  town  indifferent  service.  We 
don't.  If  you  want  one  or  a  dozen  tables  from  our  line,  your  order will  have  our  careful  attention.  It's  econoniy  to  order  at  least  two 
tables — they  pack  better  for  shipment — but  .just  the.  same  if  you 
want  one,  you'll  have  it  as  promptly  as  possible  and  it  will  rc>ach  you in  good  condition.  We  have  consistently  made  good  tables  and 
"made  good"  with  our  customers.  Probaisly  that's  the  reason  why 
it's  not  been  necessary  for  us  to  make  an  exhibition  display.  We 
would  like  yon  to  get  "Twins"  on  your  doors.    They  sell  themselves. 

CHESLEY  FURNITURE  COMPANY,  LIMITED 
CHESLEY  ONTARIO 
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Toronto 

Furniture 

Company 

Limited 

Popular  Priced 

High  G  raae 

Correct  Period 

Furniture 

Dining  Room 

and  Bed  Room 

Toronto, 

Canada 

^DUPONT^ 

%BRlKQl{^ 

Irtow  ftony  HitSe%  " 

REG.U.  S.PAT.  OFF.  CRAFTSMAN 

QUALITY 

FOR  UPHOLSTERY 

PREVALENT  conditions  in  the  leather markets  make  to-day  the  opportune 
time  for  adopting  CRAFTSMAN 
QUALITY  FABRIKOID.  Such 

adoption  assures  an  ample  supply  of  covering 
material  of  uniform  quality.  Adopting 
CRAFTSMAN  QUALITY  FABRIKOID 
is  not  an  experimental  procedure.  Thousands 
of  yards  are  now  on  many  well-known  up- 

holsterers' divans,  couches,  library  and  theatre chairs.  CRAFTSMAN  QUALITY  FAB- 
RIKOID is  distinctive  m  appearance,  impres- 

sive to  the  customer,  and  is  superior  in  service  to 
much  of  the  so-called  leather  available  to-day. 
Upholsterers  who  have  adopted  CRAFTS- 

MAN QUALITY  FABRIKOID  are  in- 
creasing their  orders  and  using  it  to  displace 

the  costlier  but  poorer  quality  of  leather. 
ASK  FOR  SAMPLES  OF  CRAFTSMAN 
QUALITY  FABRIKOID.   WRITE  TO-DAY 

Du  Pont  Fabrikoid  Co. 
Wilmington,  Del. 
Toronto,  Ont. 

FACTORIES : Fairfidd,  Conn. Newburgh.  N.Y. Toronto.  Ont. 

The  Chest  of  a  Hundred  Uses 

A  broad  saying,  but  none  too  broad 

to  apply  to  our  splendid  range  of 

TENNESSEE 

Red  Cedar  Chests 

And  it  is  those  very  uses  that  inake  them 
such  great  sellers. 

Place    one  or  more   on   your  floor  and 
watch  them  go. 

Send  for  our  Catalogue. 

THE  ARTISANS  COMPANY 
17  YORK  STREET GUELPH,  ONTARIO 

Limited 

The  National  Table  Company,  Limited 

The  Owen  Sound  Chair  Co.,  Limited 

The  North  American  Furniture  Co., 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 

Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 

STERILIZED 

CHEESE 

CLOTH 
E.   P  U  L  LAN 

20  MAUD  STREET TORONTO 
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UNDER  NEW  MANAGEMENT 

The  new  Adjusto  Mattress 

which  sells  itself,  makes  itself  heard 
and  proves  its  own  arguments.  All 
you  need  to  do  is  explain  that  it  is 
the  only  adjustable  mattress  on  the 
market.  Write  us  for  full  particulars 
— better  ask  us  to  send  you  a  sample 
and  be  convinced. 

Let  Us  Take  Your  Order 

for  Spring  Trade  Now 

o/laffress. 

The  Spring  With 

A  Life 

is  guaranteed  by  us  for  ten 
years.  Ft  is  a  good,  strong, 
serviceable  article,  and  every- 

day seller  that  yields  the  fur- 
niture dealer  a  substantial 

profit  and  gives  youi-  customers cxcellejit  satisfaction. 

The 

ONTARIO  LINE 

You  are  missing  a  golden  opportunity 

if  you  haven't  a  selection  of  "ON- 
TARIO" goods  on  your  floors.  Write 

us  for  full  particulars  of  oui-  line.  It's a  line  you  should  know  more  about. 

Don't  delay.     Write  us  to-day. 

Ontario  Spring  Bed  &  Mattress  Co. 

London Ontario 

Limited 
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Juvenile  Furniture 

This  toy  furniture  is  PRODUCED  IN  CANADA.  It  is  better  made 

than  any  similar  line  ever  imported  into  Canada.  Don't  buy  in  other 
countries  when  you  can  get  better  goods  and  better  values  from  A  Strictly 

Canadian  Concern.    Help  your  country.    Save  yourself  42i%  duty. 

Last  Spring  some  of  our  customers,  who  placed  their  orders  at  the  last 

minute,  experienced  a  delay  that  we  could  not  avoid,  for  we  fill  orders  as 

we  receive  them,  the  first  to  come  being  the  first  served.  This  is  only 

what  is  fair.  By  ordering  now  you  will  get  stock  at  the  present  prices. 

Delay  until  late  and  you  may  cut  your  profits  in  two.  Order  now  and 

be  assured  of  prompt  delivery. 

No.  28 
Top,  6  in.  X  11 1/2  in- Height,  19  in. 
Mirror,  5  in.  x  7  in. 

No.  29 
Top,  6  in.  X  111/2  in. Height,  20  in 
Mirror,  6  in.  x  8  in. 

No.  .30 Top,  6  in.  X  11 1/2  in. Height,  16  in. 
Door,  9  in.  x  11  in. 

No.  31 
Top  71/2  in.  X  241/2  in 

Height,  241/2  in. Mirror,  7  in.  x  13  in. 
No.  32 Top  71/2  in.  X  16 14  in. 

Height,  231/2  in. 2  Doors,  6  in.  x  16  Vi  in 

Whit*  Enamel  Bedroom  Suite  with  Cretonne  Inlaid  Panels 

The  Victoriaville  Furniture  Company 

VICTORIAVILLE  QUEBEC 

aiiiiiiiiiiiiiiiiii 
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Juvenile  Furniture 

Here  is  your  chance,  Mr.  Furniture  Dealer,  to  enlarge  your  trade  and 

increase  your  profits.  This  toy  furniture,  the  first  of  its  kind  ever  MADE 

IN  CANADA,  will  sell  wonderfully.  It  isn't  that  tiny,  flimsy  stuff 
that  falls  to  pieces,  but  is  well-made,  of  good  material,  in  our  regular 

furniture  factory.    Get  in  on  this  now.    Send  your  order  early. 

No.  9 

Shoo-Fly-Rocker 
K.  D.  Construction 

Length  of  Rockers,  37  " 

Height,  18" 

Width,  12" 

No.  10 

Shoo-Fly-Rocker 

Length  of  Rockers,  38" 

Height,  18" 

Width,  12" Wood  Seat 

No.  11 

Shoo-Fly-Rocker 

Length  of  Rockers,  41" 

Height,  20" 

Width,  12" Upholstered  Seat 

The  Victoriaville  Furniture  Company 

VICTORIAVILLE 

QUEBEC 
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Leisure  reading  that  means 

more  dollars  when  you  work 

A KNOWLEDGE  of  the  big  problpiiis  of 
hnsincss,  pnt  inio  a  very  eomprolien- 
sive  and  reMclable  style,  helps  yon  in 

lin.ling  easier  and  (iiiicker  ways  of  overecnu 

ing  thein.  That's  v/liat  Frank  Farrington 
does  in  these  two  books.  You  will  like  the 
way  his  mind  works.  Tlie  wide  scope  of 

his  experienc-e,  the  accuracy  of  his  f?tate- 
nients,  and  his  knowledge  of  human  nature 
all  combine  to  uialve  them  volumes  that  will 

l)e  read  not  only  foi-  the  entertainment  they 

att'ord,  but  for  their  iiraetieal  worth  in  the 
conduct  of  a  retail  store.  The  busy  man 

will  appreciate  these  books  for  another  rea- 
son :  they  are  written  in  concise  form  and  he 

may  start  i-eading  anywhere  and  find  that  particulai-  chapter  eoinplete  in  itself,  and  depend- 
ing in  no  wise  upon  those  which  precede  or  follow.  Although  if  he  fails  to  read  every  one 

of  them  he  is  depriving  himself  of  a  pi'ivilege. 

Retail  Advertising 

"Retail  Advertising  Complete''  covers  with 
a  comprehensive  grasp  such  subjects  as 
newspaper  advertising,  how  to  get  up  the 

atls.,  many  representative  samples  being  pre- 
sented. A  chapter  is  given  to  window  adver- 

tising, and  the  subjee'  of  novelties  is  thor- 
oughly discuss(>d ;  that  important  part  of 

advertising  which  is  done  inside  the  store 

is  in  no  manner  overlooked,  while  equal  at- 
tention is  given  to  outside  advertising,  such 

as  bill  ])Osting  and  other  means  of  reaching 

outlyi)ig  disti'icts ;  advertising  direct  by  mail 
and  mail  order  opportii unities  and  advantages  are 
gone  into  carefnlly;  spei-ial  sales  as  business  get- 

ters, and  some  features  that  make  them  successful, 
are  presented  in  a  convincing  manner.  In  short, 
this  book  is  thi'  common  .sense  psychology  of 
ailvertising. 

266  Pages,  5x7  inches.  Cloth 
Price  $1.00  Delivered 

Store  Management 

In  "ytore  ^Nfanagement  Complete,"  which  is  wiell 
illustrated,  the  author  gives  a  clear  and  concise  pic- 

ture of  the  kind  of  man,  ])hysically  and  mentally, 
that  the  successful  merchant  shouM  he;  the  writer's 
experience  has  taught  him  that  one  kind  of  per- 

sonality is  most  desirable,  and  he  tells  you  about 
this.  In  a  chapter  on  "Where  to  Start"  the  ad- 

vantages of  A'arious  locations  are  discussed;  how 
to  make  tho  most  of  a  ])oor  one,  "and  the  desirable 
side  of  the  street.  "Store  Arrangement"  dips  to 
the  bottom  in  such  subjects  as  making  entrance 
easy,  best  arrangement  of  windows;  how  to  ]>lan 
the  lighting,  heat,  and  ventilation;  utilizing  waste 
sjvace,  and  systems  of  storing  extra  stock. 
An  interesting  chapter  on  "C'lerk  ̂ Management" brings  out  the  advantage  of  knowing  people  and 

how  to  handle  them.  The  other  chapters  deal  with 
the  buying  end;  the  store  policy;  leaks;  the  store's 
neighbors;  working  hours;  expenses;  the  credit 
business;  what  to  sell;  premium  giving.  The  man 
and  the  business;  their  relation  and  success;  that's the  book. 

252  Pages,  5x7  inches.  Cloth 
Price  $1.00  Delivered 

Both  Volumes  $1.90  Postpaid 

The  Commercial  Press,  Limited 

Publiiher,  of  Q9     r    Ik                             *  PublUher,  of Canadian  Hardware  Journal  vOIDOFIlC     Otr€6t  The  Canadian  Manufacturer 
The  Retail  Grocer  and  Provisioner  rp             ■                       1  The  Canadian  Builder  and  Carpenter 
Canadian  Furniture  World  I  flffkllin     I  SlllSlnSI  The  Electrical  Dealer  and  Contractor 

and  The  Undertaker  1 UI  UlllU,   \^aiiaua  Motoring Retail  Druggist  of  Canada 
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No.  188  CHESTERFIELD 

This  Suite  is  only  one  of  our  many  designs  in  Living  Room  Suites. 

We  are  manufacturing  a  large  line  of  Chesterfields,  Chairs  and  Rockers 

to  match;  covered  in  different  grades  of  Tapestries,  Velours  and 

Silk  Striped  Plushes. 

Our  new  catalogue  is  ready  to  be  mailed.  If  you  have  not  received 

one,  write  to  us  and  we  will  mail  a  copy  at  once. 

THE  MONTREAL  UPHOLSTERING  CO. 

1611-1613  CLARKE  STREET,  MONTREAL 
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THE  GOLD  MEDAL  LINE 

Living  Room  Furniture  for  Comfort  and  Durability 

We  lia\e  many  other  (lesigii*  iu  Chestt'i'licld  sofas  and  easy  chairs  to  select  from,  and  our 
stock  of  tapestries  is  Iar<;e  and  well  assorted.    Only  the  best  English  tapestries  are  used. 

THE  GOLD  MEDAL  FURNITURE  MFG.  COMPANY 
Limited 

TORONTO  MONTREAL  WINNIPEG  UXBRIDGE 
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WHEN  YOUR  HOUSECLEANING  AND 

MOVING  DAY  TRADE  COMES  IN 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

This  is  the  year  above 

all  years  in  the  past 

when  people  will  be 

wanting  to  replace  old 

furniture.  They  have 

the  money.  And  they 

have  better  taste  than 

ever  before. 

Show  them  this  new 

bedroom  suite  from 
"THE  MEAFORD 

LINE." 

It  is  made  of  Birch 

Lumber  and  finished  in 

old  ivory  enamel ;  also 
m  mahogany. 

THE 

MEAFORD 

LINE 

is  priced  right  and  is 

made  ri  ght.  We  pro- 
duce the  best  medium 

priced  and  profit-pro- 
ducing line  of  furniture 

in  Canada. 

Get  in  touch  ruith  u$  and 

we  will  serve  you  well 

THE  MEAFORD 

MANUFACTURING 

CO.,  Limited 

MEAFORD  ONTARIO 
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There  is  no  other  Spring  liJ^e  the  Leggett  and  Piatt 

Single  Cone  Construction 

There  are  many  coil  spring  beds  on 
the  market,  but  only  one  built  like 
the  L.  &  P.  This  is  the  only  spring 

bed  in  which  each  coil  acts  independ- 
ently— yet  each  coil  is  firmly  fixed  in 

place  and  is  a  permanent  part  of  the 
whole. 

Give  your  customers  the  best  by 
stocking  L.  &  P.  spring  beds. 

You  ought  to  know  more  about  Leg- 
gett &  Piatt  Coil  Springs  —  tlie 

knowledge  will  help  you  in  business. 
Full  particulars  of  the  line  will  be 
mailed  immediately  on  your  request. 

Leggett  and  Piatt  Spring  Bed  Company,  Limited 
Windsor  Ontario 

LAWN  SWING 

For  2  or  4  persons 

The  derrick  is  9  feet  high,  painted  red,  and  glazed 
with  good  outdoor  varnish.  The  cross-arms,  hangers 
and  seats  are  finished  on  natural  wood.  The  swing 
is  amply  large  for  4  persons  and  folds  completely. 
Weight  each  115  pounds 

For  particular*  write  to 

J.  E.  Beauchamp  &  Co.,  Montreal 
Repretenlalica :    T.  A.  Corley  &  Son,  Winnipeg,  Man. 

Geo.  A.  Borsfeldt  8t  Co.,  Toronto.  W.  J.  Grant,  Maiitime  Province! 

For  Every  Furniture  Man 

How  to  Know 
Period  Styles 
in  Furniture 

A  Helpful,  Thoroughly 
Practical  Book,  Written 

by  an  Authority— 

HOW  TO  KNOW 

PERIOD  STYLES 

IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 

Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 

the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on the  subject. 
Students — The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $1.50.  Keep  the  book  10  days,  and  if  it  isn't  worth  th» price,  return  it  and  get  your  moneji  back. 

The  Commercial  Press 
Publishers  The  Canadian  Furniture  World  and  The  Undertaker 

32  Colborne  Street,  Toronto 
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No.  49  Iron  Bedstead— List  Price,  $7.30 

Pillars,  l-O^  Filler*.  h\  Top  Rod,  ̂ ^,1'^  Head,  53",  Foot,  41" 
Shipping  Weight,  63  lbs.    All  sizes.    Brass  Trimmings 

A  Popular-Priced  Bed 

That  is  an  Excellent  Seller 

This  is  just  one  bed  picked  at  random  from  the  GALE  Hne  of  attractively- 

designed,  solidly-built,  yet  very  inexpensive  iron  beds. 

It  has  proved  to  be  a  speedy  seller,  because  in  spite  of  its  light  construction, 

it  is  strong  and  well-built.  This  is  just  th^  bed  for  an  attic  or  maid's  room — 
any  place  where  service  without  any  undue  ornamentation  is  required. 

Finished  in  Snow-white  Enamel,  baked  on  by  special  process. 

Ask  our  traveller  to  show  you  the  full  line. 

GEO.  GALE  &  SONS,  LIMITED 

Makers  of  Bedsteads  and  Bedding 

(including  the  famous  DIXIE  Compartment  Mattress) 

WATERVILLE,  P.Q. 
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SOMETHING  NEW  IN  A 

Knechtel  Kitchen  Kabmet 

Made  in  Canada 

THE  door  of  business  oppor- 
tunity, particiilarly  in  thi' 

furnitui-e    line,    o|)i'ns  in 
many  eases  from  the  kitchen,  and 

leads  on  throughoiit  the  house,  ac- 
cording to  the  satisfaction  given. 

Have  yon  got  into  the  kitchen? 

Have  yon  gained  aduiittanee 

into  the  mai'y  homes  in  your  com' 
munity  via  the  Kitclien  Cabinet 

route?  If  you  have  you  are  satis- 
fying the  housewife  on  one  of 

hei'  most  important  purchases; 
one  that  is  nearest  and  dearest  to 

her  heai't,  and  one  that  will  stand 
you  in  good  stead  when  the  home 

needs  are  to  be  pui-chased. 

Tills  Knechtel  Kitchen  Kahiiiet 

is  made  in  Canada  by  skilled  Can- 
adian woi'kinen,  and  is  second  to 

none  on  the  market  for  apjiear- 
ance.  build  and  convenience.  A 

close  scrutiny  of  illnstj-alion  hei'e- 
with  will  show  the  many  useful 
features  of  this  cabinet,  and,  why 

it  will  be  a  i-eady  and  coiisisteni 
seHer. 

l\lail  us  a  card  about  this 
cabinet  and  get  full  particulars 
and  sjjecifieations.  We  will  be 
pleased  to  help  you  in  any  way  in 

maK'ing  a  selection  along  these 
lines,  and  Feel  sui'e  tliat  our  cus- 

tomers will  be  more  than  pleased 
with  the  results. 

Maple  Cabinet  No.  73 

KNECHTEL  KITCHEN  CABINET  COMPANY 

SELLING  AGENTS:     THE  KNECHTEL  FURNITURE  COMPANY  LIMITED.  HANOVER,  ONTARIO 
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Prestige  and  Profit  go  Hand  in  Hand  with 

our  No.  334  E  Bedroom  Suite 

It  is  a  well  known  fact  that  the  average  furniture  stock  does 
not  look  very  bright  or  interesting  unless  it  is  enlivened  by  a 
sprinkling  of  enamelled  goods.  We  cannot  think  of  anything 
livelier  than  our  No.  334E  suite  in  flat  ivory  or  gloss  white  enamel. 
The  dealers  who  invest  in  this  suite  are  assured  of  a  most  satisfac- 

tory appearance  on  the  sales  floor  and  a  good  profit  when  it  is  sold. 

Knechtel  enamelled  goods  sell  because  they  are  well  designed 
and  beautifully  finished,  besides  which,  the  price  Avill  allow  you  to 
sell  at  a  good  profit. 

THE  KNECHTEL  FURNITURE  CO 

LIMITED 
HANOVER  ONTARIO 
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Satisfy  Every  Customer  with 

HYGIENIC  MATTRESSES 

Made  of  the  Purest 

White  Cotton  Felt 

Better  values  in  workman- 

ship and  materials  is  what  you 

give  your  customer  when  you 
sell  them  a  mattress  from  the 

Hygienic  line. 
Try  out  the  Hygienic  line 

and  you'll  find  them  quick 
sellers  with  a  profitable  turn- 

over which  will  agreeably  sur- 

prise you. 

THE  STANDARD  BEDDING  COMPANY 

27-29  Davies  Avenue     'i^S^Sr"    Toronto,  Ontario 

The  Original  Lloyd's 

PRINCESS 

Go  -Cart,  Sull^y  and 

Carriage  Line 

Fit  for  the  Child  of  a  King 

Style  Makers 

Write  for  Catalogue  or  Salesman  to  Call 

Lloyd  Manufacturing  Co. 
Kitchener  Canada 
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Getting  Ready  for  Spring  and  Summer  Furniture  Business 

Dealers  should  get  their  lines  ready  for  early  display — Inviting 
public  to  buy  early  —  Opportunity  for  small  -  town  dealers. 

WITH  the  advent  of  warmer  weather  and  the  ac- 
companying out  door  life  indulged  in  by  all 

classes,  comes  the  time  for  the  furniture  dealer 
to  add  a  little  stimulus  to  the  sale  of  his  spring  and 
summer  furniture  lines.  Practically  everyone  requires 
furniture  suitable  for  outdoor  use,  chairs  in  all  cases, 

and  in  very  many  cases  such  articles  as  tables,  book- 
stands, tea  trays,  etc.,  that  are  light  and  easily  moved 

from  place  to  place,  cool  and  comfortable,  and  not 
easily  affected  by  climatic  conditions  and  above  all  not 
beyond  the  reach  of  the  family  purse. 

Some  retailers  may  (luestion  the  wisdom  of  making 
an  early  display  of  summer  goods,  but  most  of  the 
leaders  in  the  line,  men  who  calculate  their  moves  from 
all  angles,  now  believe  that  the  early  displays  are  a 
distinct  advantage.  It  is  but  a  few  years  ago  when 
spring  in  the  retail  furniture  trade  was  a  period  of  ut- 

most dullness.  It  is  true  that  there  was  not  so  much  in 
the  way  of  distinctive  summer  furniture  to  be  had, 
but  this  was  really  an  effect  rather  than  a  cause,  for  if 
the  demand  had  been  stimulated  there  would  have  be(^n 
goods  to  meet  it.  Now  we  would  rather  have  a  steady 
normal  business  the  year  around  than  a  succession  of 

short  "seasons"  of  feverish  activity,  followed  by  long 
|)eriods  of  deadly  inactivity.  An  early  display  gets 
[)eople  to  thinking,  and  from  thinking  to  buying,  by 
mere  force  of  suggestion.  We  want  them  to  buy  early 
and  often. 

Now  a  Staple  Line 

It  has  been  said  that  the  luxuries  of  to-day  are  the 
necessities  of  to-moi-row.  We  have  a  concrete  example 
in  the  case  of  summer  furnishings.  Spring  and  sum- 

mer furniture  has  passed  out  of  the  class  of  novelties, 
only  to  be  taken  ui)  by  the  wealthy,  and  is  now  as  truly 
a  staple  as  any  other  type.  In  fact,  it  has  gone  a  step 
beyond  this,  foi-  iiuiny  kinds  of  furniture  which  a  few 
years  ago  would  have  been  coiisidert'd  propei'  only  for 
[)orch  or  distinctly  summer  use,  are  now  being  em- 
[)loye(i  for  permanent  fui'uishing.  Tliis  movement 
may  be  treated  not  only  to  the  general  tendency  toward 
;i  lighter  and  more  simple  type  of  furnishing,  but  also 
to  the  spread  of  sanitary  knowledge.  For  bedroom 

furnishings  pai-ticuhiriy.  the  better  gi-ades  of  summei- 
furniture  ai'e  distinctly  desirable  and  this  is  being 
more  and  more  appreciated. 

it  is  not  surpi'ising,  therefore,  to  find  that  tlic 
range  of  variety  in  summer  furniture  has  expanded 
enormously  of  i-ecent  years.  From  ringing  the  changes 
on  a  few  sta[)l('  materials  and  styles,  there  is  now  a 
type  foe  every  purpose.      New  materials  have  been 

developed  and  old  ones  expanded.  Innumerable  new 
styles  have  been  designed.  One  has  but  to  compare  a 
modern  willow  or  reed  chair,  or  bedroom  suites,  with 
the  type  that  was  in  vogue  twenty  or  even  ten  years 
ago  to  understand  this  point. 

Although  the  sales  of  spring  furniture  have  in- 
creased as  tremendously  in  the  past  decade,  it  must  be 

said  that  the  field  has  been  barely  scratched  as  yet.  It 
is  a  strange  fact  that  so  far  the  heaviest  buyers  of 
summer  furniture  have  been  city  folk,  to  whom  out-of- 
door  life  is  too  often  a  dream  rather  than  a  reality, 
while  the  line  has  not  been  pushed  in  the  smaller  towns 
and  rural  districts,  the  natural  habitat  of  such  goods. 

The  furniture  man  who  is  inclined  to  stick  to  the 

staple  lines  year  in  and  year  out,  selling  dining  room 
furniture  and  bed  room  furniture  and  so  forth  to  the 
exclusion  of  everything  else,  is  frequently  bent  this 
way  solely  because  he  doubts  the  desire  of  the  public 
to  purchase  the  extremely  pretty  stuff  which  the  manu- 

facturers have  for  several  years  been  getting  out  for 
use  in  the  summer  porch  and  garden  and  lawn.  It 

doesn't  look  sufficiently  substantial  to  some  types  of 
substantial  dealers  for  them  to  devote  much  time  to  it. 

Dealers  like  this,  however,  should  revise  their  way  of 
thinking,  and  consider  the  fact  that  in  these  days,  v/hen 
the  workingman  lives  as  well  as  or  better  than  the  sal- 

aried man,  and  the  salaried  man  emulates  his  employer 
to  the  best  of  his  ability,  there  is  no  luxury  which  is 
beyond  the  reach  or  the  desire  of  the  regular  run  of 
people.  And  he  should  ponder  on  the  further  fact 
that  it  is  the  man  who  handles  most  of  the  extras,  to 
put  it  that  way,  who  has  the  biggest  business. 

Suggested  display  of  porch  furniture  for  a  spring  opening  window 
as  shown  last  year  by  a  Western  dealer. 
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Trimming  the  Window  to 

Sell  Spring  Furniture 

A  simple  background  for  the  spring  window. 

TRIMMING  a  window  is  one  thing,  but  trimming  a 
window  that  will  sell  goods  is  something  quite 
different.  The  average  window  trim  needs  a 

little  more  "punch."  Some  are  so  crowded  they  look 
like  junk-shops;  others  are  so  dignified  that  they  are 
repelling. 

The  overcrowded  window  is  particularly  abomin- 
able. While  standing  in  front  of  a  window  the  othei' 

day,  waiting  for  a  car,  the  writer  saw  a  window  that 
was  so  overcrowded  with  goods  and  miserably  lettered 
price  cards,  that  no  one  could  make  head  or  tail  of 
anything. 
Had  the  merchant  left  out  about  one-third  of  the 

goods  in  his  windows  and  paid  a  professional  card- 
writer  a  dollar  or  two  to  fix  up  some  neat  price  cards. 

I'll  venture  to  say  his  windoAvs  would  have  at  least 
fifty  per  cent,  more  pulling  power. 
Window  trimming  is  a  great  deal  like  printing.  Good 

display  means  everything.  The  overcrowded  window  is 

analogous  to  the  page  set  in  all  black  face  type  of 

many  different  styles  or  sizes.  Such  a  page  is  neither 
attractive  nor  easy  to  read. 

But  take  that  page  and  set  the  body  matter  in  neat, 

readable,  light  face  type,  with  headlines  of  the  right 

size  in  black  face  type,  and  you  have  display  that  com- 
mands instant  attention  and  invites  a  careful  reading. 

Same  way  with  your  windows.  Plan  for  high-lights 
or  open  spaces  between  the  goods.  Let  each  article 

or  group  of  articles  stand  out  boldly  by  itself.  Use 
price  tickets  liberally.  Never  mind  thinking  about 

your  competitor.  He  will  find  out  your  prices  any- 
way if  he  wants  to.  But  have  the  cards  neatly 

printed  or  lettered.  Use  descriptive  cards  on  goods 
that  are  not  well-known.  Just  a  word  or  two  will 

often  enlighten  the  curious  looker  and  possibly  con- 
vince him  that  he  needs  the  article. 

Try  to  get  the  right  effect  in  your  window  even  if 

you  have  to  do  the  work  all  over  once  or  twice  until 
you  get  it  right.  It  will  pay  big  returns  on  the  time 
and  effort  invested. 

Window  Trimming  for  Easter 

Timeliness  is  one  of  the  groat  considerations  in  win- 
dow dressing,  trnthfuUy  says  an  exchange.  Be  a 

window  ever  so  fine,  if  it  is  not  suited  to  the  season  its 

value  is  greatly  lessened.  It  is  the  timely  touch  which 

gives  weight  to  the  artistic  idea.  Easter-tide  and  the 
period  immediately  preceding  it,  have,  in  the  furniture 
trade,  come  to  be  recognized  as  the  season  which  marks 

the  spring  opening.  It  is  just  as  correct  a  procedure 
to  signalize  the  coming  of  spring  by  an  appropriate 
touch  of  color  in  a  furniture  window  as  if  the  showing 
were  of  any  other  line  of  goods.  The  simplest  way 

is  by  placing  potted  lilies  in  the  window  and  these  can 

weli  be  artificial,  for  the  makers  of  such  goods  have  at- 
tained remarkable  efficiency  in  imitating  natural 

IS  Hdwei-s.  vines  and  the  like 
1 1  ̂ 

The  window  displays  are  most  important  for  these 
spring  openings,  and  great  care  should  be  taken  to 
make  them  especially  fine.  Where  the  spaces  are 
large  and  there  are  many  of  them,  they  may  be  trim- 

med as  a  model  cottage,  each  window  being  fui-nished 
as  a  room.  These  should  come  in  natural  se(|uence. 
If  there  are  four  they  might  be  ecpiipped  as  kitchen, 
(lining  room,  bed  room  and  sitting  room.  A  few 
plants  or  fern  dishes  around  in  appropriate  places, 
would  give  a  home-like  air  to  the  roomti,  and  detract 
from  the  stiff  desolation  of  an  orderly  set  of  furniture 
that  appears  as  if  no  one  ever  had  or  ever  would  use 
it.  Books  and  newspapers  in  the  living  room,  and  a 

well-filled  bookcase,  will  help  out  in  this  respect. 
Wicker  furniture  for  summer  homes  and  porches 

must  be  put  to  the  front  at  this  time ;  chairs  and 
couches  of  that  construction  are  greatly  favored  in 
summer  on  account  of  their  coolness  and  appropriate- 

ness. Whatever  background  is  decided  upon.  and. 
howevei  simple  it  may  be,  it  should  be  planned  so  as 
to  give  a  dainty  and  spring-like  atmosphere  to  the  dis- 

play. Flowers  when  used  sparingly,  give  just  enough 
of  that  touch  of  outdoors  which  is  desirable  in  showing 
merchandise  at  this  time  of  the  year.  As  the  apple 
blossom  is  one  of  the  earliest  spring  floAvers.  it  is  ap- 

propriate to  use  it  at  this  time.  On  account  of  its 
dainty  color  and  shape,  it  lends  itself  readily  to  any 
decorative  scheme  in  which  it  is  used. 

Simple  designs  of  lattice  work,  stained  or  painted  in 
delicate  tints,  helped  out  with  a  plentiful  use  of  artifi- 

cial vines  and  blossoms  go  far  in  giving  the  desired 
atmospheric  color  to  a  spring  window.  A  pergola 
effect  is  not  hard  to  produce  by  using  such  light-Aveight 
sectional  AA-ood  pillars  as  are  noAV  sold  in  lumber  yard* 
Avhere  mill  Avork  is  kept,  and  by  these  means  the  spring 

AvindoAv  may  be  made  suggestive  of  porch,  laAA'n  or 
garden  Avithout  undue  expense. 

The  man  AA'^ho  dresses  the  AA'indoAvs  of  a  furniture 
store  must  be  observing  and  fully  up-to-date  in  the  use 
of  materials,  and  the  demand  for  the  vai-ious  articles 
displayed  Avhieh  are  timely  and  appropriate. 

Suitable  backgrovmd  suggestion  for  the  Easier  window  display 
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Pictures  and  Picture  Frames  in  the  Furniture  Store 

A  department  that  is  well  worth  receiving  more  attention  from  dealers  than 

they  are  as  a  rule  giving  it — Some  suggestions  regarding  buying  and  selling. 
By  WILLIAM  LEWIS  KDMONDS 

THERPJ  is  one  line  of  goods  1o  winch  furniture 
dealers  generally  do  not  give  the  attention  that 
it  deserves.  That  line  is  pictures,  frames  and 

moulding.  Here  and  there  are  to  be  found  dealers 

v.ho  ai-e  devoting  a  good  deal  of  attention  to  it  and 
obtaining  excellent  results.  But  their  number  is  not, 

eompai'atively  s|)eaking,  large.  A  good  many  who 
have  the  line  in  stock  seem  to  think  that  it  can  take 
care  of  itself.     Quite  a  few  do  not  touch  it  at  all. 

That  it  is  a  line  which  is  quite  in  keei)ing  with  the 
retail  furnitiire  trade  there  can  be  no  doubt.  The 

surprise  is  that  the  fact  is  not -more  generally  recog- 
nized. 

There  are  many  reasons  why  it  should  receive  wider 

and  more  genei-al  attention  fi'om  the  trade.  Pictures 
may  not  be  as  necessary  to  a  home  as  a  chair  or  a 
table.  But.  notwithstanding,  a  liome  that  is  without 
them  cannot  in  these  days  be  said  to  be  furnished.  Con- 
seijuently  there  is  an  unlimited  field  for  the  enterprise 
of  the  dealer,  and  particularly  in  view  of  the  fact  that 
there  is  probably  not  a  home  in  the  countiy  which  caji- 
not  be  induced  to  purchase  additional  pictures.  There 
are  homes  in  which  the  supply  of  tables,  chairs,  and 
beds  is  considered  to  be  so  ample  that  those  occupying 
them  could  not  be  persuaded  to  make  additional  pur- 

chases at  present.  When  it  conies  to  the  matter  of 
pictures,  however  ,the  conditions  are  the  very  opposite. 
Most  people  are  fond  of  pictures,  and  most  of  them 
can  be  persuaded  to  buy  more  when  their  attention  is 
directed  to  something  that  catches  theii'  fancy. 

A  Nice  Line 

Then,  pictures,  frames  and  mouldings,  are  a  nice  line 

for  the  furniture  dealer  to  handle.  It  doesn't  take  up 
a  great  deal  of  i-oom.  The  jnctui-es  can  be  hung  on 
the  walls  and  displayed  on  stands  and  in  the  windows. 
l>y  this  means  they  not  only  do  not  occupy  nnich  store 

space,  but  they  matei'ially  add  to  the  attractiveness  of 
the  place.  And  an  attractive  furniture  store  is  as  de- 

sirable as  an  atti'active  grocery  store. 
But  the  point  which  is  of  most  interest  to  the  dealer 

is  that  in  regard  to  profits.  As  a  mattei-  of  fact  it 
is  a  most  important  point.  There  are  in  all  branches 
of  trade  some  lines  on  which  it  is  always  easiei'  to  make 
good  profits  than  others.  For  instance  there  are  staple 
lines,  the  market  price  of  which  is  generally  known. 
Now,  in  regard  to  pictures  there  is  no  ruling  market 
price.  Consequently  a  picture  can  be  sold  for  what 
it  will  fetch  and  not  on  the  basis  of  what  it  costs.  In 
other  words,  fifty  cents  or  a  dollar  does  not  count  with 
a  per.son  who  sees  a  picture  that  catches  his  fancy.  T 
do  not  mean  that  this  gives  the  dealer  an  opportunity 

to  "bleed"  customers.  What  F  mean  is  this  gives 
him  an  opportunity  to  obtain  a  good  profit. 

Then  there  is  no  "close  season"  in  regard  to  the  sale 
of  pictures  and  picture  frames.  When  a  person  sees 
a  picture  he  will  buy  it,  whethei-  the  month  be  the 
first,  sixth  01-  last  in  the  calendar. 

Featuring  at  Certain  Seasons 

There  are  of  eourse  times  in  the  year  when  the  possi- 
bility of  increasing  sales  are  greater  than  at  others. 

This  is  pai'ticularly  true  of  the  Christmas  holiday  gift 
season,  for  there  are  few  things  that  give  more  general 
satisfaction  as  a  gift  than  a  nice  picture.  Pictures 
are  also  equally  acceptable  as  wedding  presents,  and 
there  are  certain  kinds  which  would  sell  well  during 
annual  religious  festivals.  Then  there  are  historical 

and  patriotic  pictures,  whicli.  if  featured  during  na- 
tional holidays,  would  sell  moi'e  freely  than  on  ordin- 

ary occasions.  The  specialized  picture  stores  in  the 
large  cities  are  always  alert  on  such  occasions;  and  if 
they  are  why  should  not  the  furniture  dealer,  even 
though  he  may  not  be  able  to  do  so  on  such  an  elabor- ate scale? 

Avoid  Heavy  Stocks 

It  is  not  necessary  for  the  furniture  dealer  to  burden 
himself  with  a  large  stock  of  pictures,  picture  frames, 
moulding,  and  mats  in  order  to  make  a  creditable 
start.  In  fact  it  would  be  i;nwise  for  him  to  do  so.  All 
that  is  necessary  is  to  get  in  a  well  assorted  stock  that 
is  best  vsuited  to  the  possible  requirements  of  his  neigh- 

borhood and  turn  it  over  as  rapidly  as  he  possibly 
can.  The  manufacturing  industry  in  this  line  in 
Canada  is  now  so  highly  developed  and  in  such  a  high 
state  of  efificiency,  that  the  dealer  can  readily  keep 
his  stock  well  assorted  and  up  to  date  with  the  newest 
and  latest  ideas  and  conceptions.  All  he  has  to  do  is 
to  buy  moderately,  keep  a  close  eye  on  his  stock,  and 
keep  in  close  touch  with  the  developments  which  are 
taking  place  in  regard  to  this  particular  branch  of  his 
ti-ade.  He  will  find  much  assistance  in  this  last  named 
particular  by  studying  the  trade  papers  and  keeping  in 
touch  witli  the  travellers,  who  are  always  ready  to 
lend  their  assistance. 

No  dealer  can  expect  to  get  much  out  of  his  art  de- 
partment who  does  not  devote  attention  to  it.  It  does 

not  aflt'ord  a  royal  i-oad  to  success,  any  more  than  does 
the  regular  furniture  lines  which  he  handles. 

Selling  Methods 
Attentioji  has  already  been  drawn  to  the  necessity  of 

right  buying.  But  tliere  is  also  the  necessity  for 
right  methods  in  selling.  His  art  department,  for  that 
is  what  the  dealer  ought  to  call  it,  should  be  well  lo- 

cated, and  that  means  in  a  place  where  there  is  good 
light,  either  natural  or  artificial.  It  should  also  be 
I'lade  inviting. 

Then  there  is  the  window  display.  Nothing  scarcely 

will  help  the  department  moi-e  than  neat,  striking  and 
artistic  displays.  As  practically  everyone  is  interested 
to  some  extent  in  pictures,  nearly  everyone  will  stop  to 
examine  a  display  that  is  worth  Avhile. 

While  a  picture  here  and  thei-e  in  certain  window 
displays  of  furniture  is  a  good  thing,  yet  that  is  not 
really  a  picture  display.  It  is  merely  using  pictures  in 
ordei-  to  increase  the  attractiveness  of  the  furniture  dis- 

play. If  the  dealer  has  two  windows  to  his  store  it 
would  be  well  to  devote  one  of  them,  at  least  most  of 

the  time,  to  the  display  of  goods  from  his  ai"t  depart- 
ment. If  he  has  but  one  window — or,  having  two, 

does  not  feel  warranted  in  giving  up  one  of  them  al- 
(^Continiu'd  on  page  46,) 
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Store  Service  and  Honesty  in  Advertising 

special  sales  and  cut  prices  —  Getting  into  closer 
contact  with  customers —  The  rock,  of  indifference. 

THESE  two  subjects  are  receiving  more  attention 
now  than  at  any  time  in  the  history  of  business. 
It  would  require  hours,  yes,  days,  for  me  or  any 

other  man  to  thoroughly  cover  either,  so  I  shall  give 
you  but  a  few  thoughts  on  both,  and  will  take  up  store 
service  first,  because  without  service  advertising  cannot 
be  100  p.c.  efficient. 

There  has  never  been  a  time  when  the  function  of 
service  in  business  was  developed  to  such  a  marked 
degree.  It  is  the  tendency  of  the  times  and  anyone 
ambitious  to  succeed  ought  not  to  be  so  short-sighted 
as  not  to  recognize  it.  Special  sales  and  cut  prices, 
alone,  will  no  longer  hold  or  increase  a  trade  worth 
while.  Remember,  too,  that  price  competition  can  be- 

come so  keen  that  either  you,  your  competitor,  or  both 
of  you  will  eventually  have  the  little  red  flag  hanging 
from  your  door. 

Total  cost  plus  profit.  That  is  the  only  legitimate 
basis  of  price,  and  the  merchant  who  makes  a  constant 
practice  of  selling  up-to-date,  desirable  merchandise 
below  the  gross  cost  to  him,  is  committing  comanercial 
suicide.  It  may  be  slowly  but  it  is  sure.  In  some  few 
stores  of  the  old  school,  where  salesmen  have  the  free 
hand,  price-cutting  has  become  just  poor,  cussed  lazi- 
nesis.  The  salesman  who  does  it  is  too  indolent  to  exert 

himself  to  work— and  selling  goods  is  work.  After  a 
few,  half-hearted  efforts  such  salesmen  lay  down  and 
disgrace  themselves  by  slasliing  tlie  price. 

Recent  investigations  made  by  the  System  Magazine 
show  that  quality  and  service  appeal  before  price.  In- 

quiries sent  to  a  number  of  women,  asking  for  informa- 

tion as  to  whether  price  or  quality  and  service  appealed 
first,  resulted  in  51  1/10  per  cent,  in  favor  of  quality 
and  service,  26  1/10  per  cent,  for  price,,  and  22  8/10 
per  cent,  did  not  give  any  definite  reply. 

The  most  successful  in  retail  affairs  of  to-day,  as  in 
any  other  branch  of  endeavor,  have  opened  their  eyes 
to  the  fact  that  business  is  no  longer  the  cold-blooded- 
everybody-for-himself  proposition  it  once  was.  A 
humanizing  influence  has  sprung  into  being — a  coming 
into  closer  contact  with  the  customer  by  giving  him 
more  conveniences,  greater  consideration,  and  a  higher 
grade  of  service. 

Here  I  want  to  quote  the  editor  of  the  "Silent  Part- 
ner, ' '  published  in  New  York,  who  says :  "  If  your  busi- 

ness is  bad,  get  down  off  the  load,  and  take  a  look ;  find 
out  where  the  fault  lies.  You  may  find  that  right  in 
front  of  the  left  wheel  there  is  a  rock — a,  rock  of  indif- 

ference on  the  part  of  your  selling  and  service  organ- 
ization. You  never  see  this  rock  unless  you  get  down 

off  the  load  and  mingle  with  the  salesmen;  be  one  of 

them  at  times." 

A  MISTAKEN  IDEA. 

Some  retailers  imagine  that  they  must  cut  prices  on 
goods  that  they  advertise.  On  the  contrary,  the  lead- 

ing retailers  in  this  country  do  not  emphasize  cut 
prices  but  call  attention  to  c|uality  first  and  price  after- 

ward. They  argue  "  good  values  for  the  money  " 
rather  than  "goods  given  away,"  and  it  is  noticeable 
that  they  get  the  cream  of  the  trade. 

Fancy  furniture 
Ol  dninty  cbamcler.  (or  P*rlor an*  Ktceptioo  Rof^m,  i»  bero  for four  intpeclioo.    Llgbt   id  Cuo 

t(in'''H*re  sre  the  Bowt  creiliona 

The  Cbeapcst  Spot  In  Baron 
to  boykUklDds  of  Farnltarc 

ramlnire  Dealer,  and  Piuier.l  DlreeU>r.-Pli<.ne  104 ».  Ball  1 10   EE81BENCE  PHONES —    J.  B.  4lklluOD  188 

Dining  Room  Suites 

Don  your  dinin?,'*'*'  .^p  *t;en;ion 11  dwervcs- 
Kemtmbor  thi»  the  room  whtre  your  .gi»8t* wil)  eventually  go  to  enjoy  your  hoepiUhty S«  that  It  ia  furnished  coneclly 
Wf  are  showing  some  n*w  ctesigns  in  Din- inv  Rown  furniture  including  Buffeta.  China 

VMiTifiA  Table*  and  Chair»  in  Quartered oak   in   th«  golden,   fumed,    and  Jacobean 

If  you  art-  inlcreflted  drop  in  and  set  Aem 

WRIGHT'S  LIMITEt Furniture  and  Carpats 
Charlotte  St.  Sydn^ 

EVERY  RUG  IN 
OUR  EXHIBIT 

hoa  «  chnrni  nf  lu  oirn.  Each hBR  an  InillTliluiiUtj  anil  th« t-nrlety  Is  m>  irrnat  that tA«t«  CU11  he  ernuncd.  H^re  Ar« ruga  of  Oricntai  dealjco.  othfra of  dnmwttt  oiifcln.  In  pUlo, 
floral  Mid  i^mrtrlc  pa«em». Bat  tbera  I*  onlf  me  qoatllr  In 
(he  tyillre  (-tfllBCtloa;  th(»  verj lieNi  iliai  can  be  obiAincd  for ,u  iiionP)-. 

R.  McFaul 
KIbC^*  Garp«t  Wv«bt>uB 

Save   Your  Coal 

Buy  a  Bed  Couch,  which  gives 
an  extra  bed  without  an  extra 

room,  ' We  have  a  line  of  Bed  Couches,  comfortable, 
strong  and  sanitary,  from  $11.50  up. Steel  or  Cocna  Door  Mats  keep  out  the  mod 
and  save  your  nigs. 

Comforters,  Pillows. Linoleum.  Stoves,  Rugs,  Curtains,  etc. 
THE  THOMPSON 
iRTAKEfiS. 

FURNITURE  Co. Phones:  D«y.  63;  NiRhi.  W5 

The  Fealares  of  Cur 

Furniture. 

are  Ita  ̂ aiilT,  its  fttturrd  cnnrort.  lit tQlid  ixiuBlructicn.  and  t«low  Ibr DMi«l  prici'D  AnT  our  of  thrH'poinl; *Ould  he  ttinir-i'Dt   tn  caro  it  youi 
ErcfmBcr       tVhrn  Ihey  are  all  eotn- Ihatlbiiiia  fumil-iit  tiuTinK  0|>por 
tUAilj  jo\i  car>DOI  sITr.ril  to  isoorv'.^^ 

JAS.  DUNFCRD 

Our  Showing 

of  Beds  and Bedding 

.Soiue  recent  fxamples  of  advertising  in  Canadian  dailies. 
thouglit  good, 

TliL'su  ads.  show  a  g 
even   three  years  ago. 

People  are  beginning  to  realize  that  a  comfort- able bed  is  most  essential  to  their  health. 
Our  line  will  appeal  to  any  housekeeper  with  an 

eye  for  the  beautiful  combined  with  good  quality and  moderate  prices. 
We  invite  your  inspection.  Us  attractiveness 

in  every  respect  should  induce  you  to  provide  for future  needs -AT  — 

James  Reid 

,  The  Leading  Undertaker,  with  Motor  Ambulance 
Phone  147  for  Personal  Services. 

cat  advance  over  the  publicity  which  dealers 



April,  1917  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  29 

Place  of  the  Small  Town  in  the  Industrial  Life  of  Canada 

Signs  that  a  more  general  interest  is  being  taken  in  the  subject  by  those 

discussing  ways  and  means  of  dealing  with  after-War  conditions — A 
call  to  retailers  to  give  the  matter  their  serious  and  energetic  attention. 

By  WILLIAM  LEWIS  EDMONDS 

IT  is  a  well  known  fact  that  there  has  been  a  steady 
decadence  in  many  of  the  small  towns  and  villages 
in  Canada  during  the  past  couple  of  decades  in 

spite  of  the  fact  that  there  has  been  a  steady  develop- 
ment in  the  country  as  a  whole.  True,  this  statement 

does  not  apply  to  all  small  towns  and  villages.  On 
the  contrary,  there  are  a  great  many  which  have  within 
the  period  stated,  made  marked  lieadway.  But  that 
it  does  apply  in  altogether  too  many  instances  is  un- 

fortunately only  too  true.  The  fact  that  the  popula- 
tion is  smaller,  that  fcAver  retail  stores  exist,  and  that 

small  factories  have  disappeared  is  too  obvious  to  be 
denied. 

The  causes  are  not  far  to  seek.  The  large  cities,  with 
their  supposed  greater  attractions  and  larger  market 
for  labor,  has  had  much  to  do  with  the  decrease  in 
population.  The  competition  of  the  department  stores 
and  the  mail  order  houses  has  had  something  to  do 
with  tlie  decrease  in  the  number 
of  retail  stores.  Competition  of 
the  factories  in  the  larger 
cities;  amalgamations,  which 
have  led  to  the  closing  down  of 
factories  at  some  points,  and 
lack  of  local  support  in  other 
instances,  have  contributed  to 
the  diminution  of  small  indus- 

trial enterprises. 

Signs  of  an  Awakening- 

The  movement  to  vitalize 

the  industrial  life  of  the 

small  town  demands  the 

co-operative  effort  of  its 
business  men. 

For  some  years  the  trade 
journals  of  the  Dominion  have  been  drawing  attention 
to  the  evil  effects  of  this  so-called  modern  tendency. 
Being  in  close  touch  with  the  business  interests  of  the 
country  they  naturally  were  the  first  to  recognize  the 
importance  of  having  a  large  number  of  healthy  and 
vigorous  small  towns  and  villages  scattered  throughout 
the  country  rather  than  a  few  large  and  vigorous  cen- 

tres of  population  with  their  big  stores  and  big  fac- 
tories. 

Many  pooh-poohed  the  idea  and  declared  that  it  was 
a  natural  and  a  modern  tendency,  and  that  it  was  as 
futile  to  attempt  to  stem  it  as  it  was  to  dam  the 
Niagara.  They  preferred  to  allow  the  small  towns  and 
villages  to  drift  to  destruction  rather  than  attempt  to 
devise  ways  and  means  of  saving  the  situation. 

But  opinions  on  this  subject  are  beginning  to  change. 

They  may  not  have  yet  travelled  very  fai'.  But  if  they 
haven't  travelled  very  far  it  is  some  satisfaction  to 
know  that  they  have  made  a  start  on  the  journey.  Ro 
far  not  many  voices  have  been  raised.  But  is  is  signifi- 

cant that  those  who  are  raising  their  voices  are  not, 

as  of  yore,  declai'ing  that  nothing  can  be  done.  On 
tlio  contrary,  they  ai'c  declaring  that  something  imist 
be  done. 

Only  the  other  day  the  subject  was  broughl  before 
the  annual  convention  of  Dominion  Commission  of 

Conservation,  of  which  Sir  Clifford  Sifton  is  chair- 
man.    And  it  was  introduced  by  no  less  an  authority 

than  the  Commission's  expert  adviser,  who,  among 
other  things,  declared  that  the  development  of  the  in- 

dustrial life  of  the  small  towns  and  villages  throughout 
the  country  was  a  matter  of  the  greatest  importance  to 
the  general  welfare  of  the  Dominion.  The  adviser. 
Mr.  Thomas  Adams,  is  a  man  with  a  wide  knowledge 
of  the  subject,  having  made  it  a  study  in  many  coun- tries. 

To  have  the  interest  of  the  small  towns  and  villages 
of  the  country  under  consideration  of  the  Commission 
of  Conservation  is  a  matter  of  no  small  importance. 

The  wonder  is  that  the  movement  for  the  conserva- 
tion of  the  small  towns  and  villages  of  the  country  has 

not  developed  to  a  higher  stage  of  maturity  than  it 
has.  To  one  who  will  give  anything  like  continuous 
thought  to  the  matter,  its  importance  must  be  readily 
realized. 

Why  Small  Towns  are  Needed 
There  are  many  reasons  why 

the  existence  of  small  towns 

should  be  encouraged.  Just 
now  those  in  whom  an  interest 
has  been  awakened  for  the  first 

time,  have  had  the  subject  im- 
pressed upon  them  as  a  result 

of  their  study  of  ways  and 

means  of  solving  the  after-the- 
war  problems  which  the  coun- 

try will  have  to  face  when  "the 
boys  come  home"  and  labor 
has  to  be  provided  for  them. 

After  all  the  "back  to  the  land"  ci-y  which  is  so 
common  to-day,  it  is  realized  by  those  most  competent 
to  form  an  opinion,  that  the  percentage  of  men  who 
will  take  up  farming  as  a  vocation,  will  be  small  in- 

deed. They  realize,  on  the  other  hand,  that  to  turn 
them  into  the  large  cities  of  the  Dominion,  is  neither 
possible  nor  advisable.  They  have,  therefore,  by  force 

of  circumstances  been  compelled  to  turn  their  atten- 
tion to  the  small  towns  and  villages  of  the  country  for 

at  least  a  partial  solution  of  the  problem.  This  has  in 
turn  awakened  them  to  the  importance  of  making  these 
small  towns  and  villages  centres  of  industrial  life,  for 
it  is  realized  that  without  industries  there  cannot  be 

adequate  employment. 
It  is  interesting  to  furthermore  note  that  those  who 

have  awakened  to  the  importance  of  the  small  town  as 
a  place  for  industrial  activity  have  also  awakened  to 
a  realization  of  its  importance  in  connection  with  the 
agricultural  life  of  the  country.  In  other  words,  they 
have  awakened  to  the  fact  that  the  town,  s'mall  as  well 
as  large,  is  of  great  importance  to  the  farmer.  And 
for  more  reasons  than  one.  In  the  first  place  they 

I'calize  that  the  town  is  the  fai-mer's  social  centre,  and 
that  without  it,  farm  life  is  less  attractive  than  it 
otherwise  Avould  be.  As,  for  the  general  welfare  of 
the  country,  they  want  to  keep  the  farmer  on  the  farm, 

they  say,  "let's  make  the  small  .towns  and  villages 
prosperous  and  attractive."    Then  they  also  recognize 
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that  it  is  important  for  the  farmer  that  he  should  have 
as  close  at  hand  as  possible  a  business  centre  at  which 
he  can  sell  his  produce  and  buy  his  various  necessary 
supplies. 

A  Call  to  Business  Men  in  Small  Towns 

All  this,  what  might  aptly  be  termed  "back  to  the 
village  movement,"  should  not  be  without  interest  to 
every  business  man  in  every  small  town  and  village  in 
the  Dominion. 

To  whatever  extent  the  country  as  a  whole  may 
benefit  from  the  efforts  that  may  be  made  to  establish 
industries  small  or  large,  in  small  towns  and  villages 
throughout  the  Dominion,  it  will  be  the  retailers  in 
those  places  to  whom  the  maximum  of  benefit  will 
accrue.  This  being  a  fact  which  no  one  can  reason- 

ably dispute,  it  follows  that  it  is  to  their  immediate  in- 
terest to  consider,  collectively  if  possible,  what  are  the 

very  best  means  of  both  expanding  the  industrial  life 
of  the  town  or  village  in  which  they  do  business  and  of 
making  it  more  attractive  from  a  residential  point  of 
view.  Whatever  outside  commissions  or  committees 
may  do  will  be  but  small  after  all  compared  with  what 
a  group  of  business  men  can  do  within  the  confines  of 
their  own  municipality. 

A  town  is  after  all,  that  which  its  business  men  make 
it.  If  it  is  tardy,  backward  and  effete,  ten  chances  to 
one  it  is  but  the  reflection  of  the  character  of  the  men 
who  carry  on  business  within  its  borders. 

There  are  scores  of  small  towns  and  villages  in  the 
Dominion  which  are  both  centres  of  industrial  activity 

Baby  Vehicles — 

NOT  all  dealers  in  furniture  carry  baby  carriages,  or 
anything  of  the  sort,  although  it  is  the  almost 
universal  testimony  of  those  who  do  that 

whether  times  are  good  or  are  bad,  the  demand  for 
something  in  which  the  little  ones  can  ride  is  steady, 
and  that  the  stock  is  a  profit  making  stock,  which 
should  not  be  overlooked  by  the  furniture  dealer.  Cer- 

tainly this  must  be  so  if  the  dealer  is  to  develop  his 

juvenile  or  children's  department  as  it  would  seem,  is 
likely  to  be  more  and  more  the  case  with  dealers  who 
realize  the  value  of  this  department. 

If  you  do  not  carry  baby  carriages  and  are  contem- 
plating so  doing ;  if  you  have  carried  a  line  and  intend 

to  continue  to  do  so,  the  sooner  you  place  your  orders 
the  better.  There  will  be  a  steady  call  for  them,  for 
the  crop  of  babies  never  fa^s,  and  you  can  give  first 
place  in  your  purchases  to  the  real  baby  carriages. 
There  will  be  calls  for  the  baskinet,  for  the  folding 

sulky,  for  the  go-eart,  for  the  collapsible  go-cart — -for 
about  everything  which  is  made  for  the  transporta- 

tion of  the  kiddies,  and  you  should  carry  all  of  these 
things. 

Keep  track  of  the  births  in  your  community.  Have 
ready  to  mail  suitable  literature.  Keep  a  memoran- 

dum of  the  date  of  the  different  births.  Gather  worldly 
wisdom  from  the  mothers — and  the  fathers,  too — upon 
what  time  the  little  strangers  will  need  to  be  gotten  out 
of  doors  and  be  put  somewhere  over  a  set  of  wheels ; 
study  the  weather  bulletins  in  the  spring  —  and  then 
fire  the  specially  prepared  literature  at  the  parents. 

Find  your  way  into  the  hearts  of  the  mothers  if  you 

can.  See  that  it  is  some  one  person's  business  to  do 
all  these  things — and  never  forget  that  come  what  may 
— good  times  and  poor  times — there  will  be  a  demand 

and,  because  of  their  clean  and  attractive  appearance, 
are  a  delight  to  vi.sit.  And  it  is  rarely  because  they 
are  more  favorably  situated  than  those  which  are  in 
the  decadent  class.  It  is  in  nearly  every  instance  they 
have  in  their  midst,  keen  and  alert  business  men  who 
realize  that  their  own  immediate  welfare  is  wrapped  up 
in  that  of  the  town.  They  have,  in  pursuance  of  this 
policy,  lent  their  interest,  and  in  many  instances  in- 

vested their  surplus  capital,  in  developing  local  indus- 
tries, and  their  influence  they  have  exerted  in  the  direc- 
tion of  securing  good  municipal  government  and  in 

making  the  town  attractive  as  a  place  of  residence, 
knowing  that  while  the  one  provides  employment,  the 
other  tends  to  retain  population. 

There  are  scores  of  small  towns  in  the  Dominion  in 

which  industrial  developments  little  short  of  remark- 
able have  taken  place  through  the  influence  of  even 

two  or  three  business  men  who  were  characterized  by 
their  enterprising  and  public  spirit. 

Never  in  the  history  of  the  Dominion  was  there  .such 

an  opportunity  as  the  present  affords  for  the  develop- 
ment of  the  industrial  and  general  welfare  of  the  small 

town.  Canada  generally  is  passing  through  a  period 

of  industrial  development  such  as  she  never  before  ex- 
pei'ienced.  But  the  extent  to  which  the  small  towns 
and  villages  will  share  in  it  will  be  largely  determined 
by  the  enterprise  and  energy  of  the  men  who  carry 
on  business  within  them. 

While  the  opportunity  is  here  it  is  the  time  to  grasp 
it.  Talk  it  over  with  your  fellow  business  men,  and 

start  a  "get-together"  movement. 

a  Profitable  Line 

for  babies'  vehicles  and  that  nothing  you  can  "handle 
will  make  .you  steadier,  or  better  profit,  than  will  the 
goods  in  this  particular  department.  The  handling  of 

baby  and  children's  things  will  also  be  sure  to  bring 
women  to  your  store — and  the  women  are  the  ones  who 
buy  most  of  the  furniture. 

IMPORTANCE  OF  BUYING  RIGHT 

The  success  of  many  a  I'etail  establishment  is  more 
often  based  on  the  remarkable  ability  of  it?  buyers  than 
on  the  history,  reputation  or  quality  of  the  store  itself. 
Selling,  to  be  sure,  is  a  science  and  a  necessary  adjunct 
to  any  business,  but  judicious  buying  is  the  foundation 
of  all  profits  in  the  commercial  world.  The  selling 
force  of  a  store  may  be  extraordinarily  adept  in  get- 

ting rid  of  a  consignment  of  goods,  but  if  the  buying 
force  has  been  derelict  in  the  most  essential  require- 

ments of  its  profession  and  has  purchased  the  stock  on 

a  small  margin  of  selling  profit,  the  efforts  of  the  sales- 
men will  have  been  in  vain. 

Some  merchants  seem  to  think  that  the  primal  pre- 
requisite of  buying  consists  only  in  securing  goods  of 

satisfactory  quality,  which  they  hope  to  sell  afterward 
at  a  satisfactory  price.  This  idea  is  entirely  errone- 

ous, however,  for  it  has  been  proven  that  no  matter 
what  the  quality  of  goods  be,  there  is  a  limit  to  the 

price  they  will  bring,  and  if  they' have  been  purchased 
at  a  figure  too  near  to  this  limit  they  will  not  sell  for 
enough  to  cover  the  cost  of  handling  and  storing.  A 
good  biiyer  can  frequentl.y  make  money  b.v  bu.viug  bo- 
low  the  market,  but  a  salesman  cannot  hope  to  sell 

above  the  price  fixed  by  the  laws  of  demand  and  com- 
petition.— Carpet  and  Rug  World. 
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The  Increasing  Do  you  appreciate  what  can  he 
of  Sales  done  in  the  way  of  increasing  sales 

if  a  real,  genuine  effort  is  only 
made  in  this  matter?  Do  you  realize  what  it  would 
mean  in  the  year  if  the  average  sale  to  each  customer 
could  be  increased  even  five  cents.  Yet  there  is  no 
reason  why  this  should  not  be  possible  if  gone  about  in 
the  right  way. 

For  instance,  instead  of  discussing  the  weather  and 
other  kindred  topics  that  the  customer  has  already 
heard  too  much  of,  why  not  tell  about  some  new  or 
special  line  of  goods. 

Furniture  dealers  should  study  slow-selling  lines. 

The  Well-Lighted  There  is  no  doubting  the  fact  that 
Store  good  lighting  is  an  important  fac- 

tor in  attracting  trade  to  a  store. 
A  dealer  who  installed  extra  lights  for  the  holiday  sea- 

son states  that  it  was  such  an  improvement  and  made 
his  store  stand  out  so  much  better  that  he  intends  to 

continue  this  means  of  keeping  his  store  in  the  lime- 
light. He  states  that  his  lighting  bills  will  run  a 

little  higher,  but  that  he  believes  it  will  be  a  good  in- 
vestment. 

Customers  are  attracted  towards  a  brightly  lighted 
store,  and  in  addition,  plenty  of  light  shows  goods  up 
to  better  advantage  and  accordingly  increases  sales. 
Shrewd  merchants  are  more  and  more  realizing  the 
trade-attracting  power  of  light. 

Stocktaking  time,  or  immediately  thereafter, 
is  a  good  time  to  sell  off  slow  movers. 

Getting  the  best  No  doubt  you  started  off  the  year 
Out  of  Clerks  with  a  fixed  record  of  sales  that 

you  intend  to  reach  during  1917. 
It  is  good  business  to  set  your  ambitions  on  a  certain 
figure  and  then  dig  in  to  attain  the  desired  amount. 

In  3'our  plans  to  reach  this  desired  total  have  you 
counted  on  securing  the  assistance  of  your  clerks  in  a 
manner  that  you  never  have  before?  A  good  many 
dealers  do  not  realize  just  how  helpful  clerks  can  be  in 
this  regard  if  they  are  only  interested  in  the  goal  that 
you  want  to  reach.  Why  not  call  your  clerks  together 
and  tell  them  that  you  have  decided  on  a  certain  sales 
figure  that  should  be  attained  during  the  year.  Tell 
them  how  much  goods  that  will  mean  to  be  sold  every 
month  and  ask  them  for  their  co-operation  in  getting 
that  much  business  each  month.  Tell  them  that  you 
want  to  more  than  secure  the  figure  set  for  each  month 
because  there  may  be  months  when  sales  cannot  be 
brought  up  to  that  amount. 
When  you  get  clerks  genuinely  interested  in  reach- 

ing a  definite  goal  you  can  be  sure  that  they  will  buckle 
down  to  the  task  of  helping  you  reach  that  sum.  The 
very  fact  that  you  are  taking  them  into  your  confidence 

and  soliciting  their  help  in  this  manner,  will  spur  them 
on  to  extra  effort. 

IVeed  out  the  ''star  boarders'"  on  your  floor 
and  get  ready  for  new  season's  goods. 

Business  After  Although  there  was  never  the 
the  War  slightest  possibility  of  the  Entente 

Powers  accepting  the  recent  peace 
proposals  of  the  Central  Powers,  yet,  in  spite  of  this, 
they  were  sufiRcient  to  cause  somewhat  of  a  flutter  in 
the  financial  and  commercial  markets  of  Canada  and 
the  United  States. 

The  question  that  naturally  arises  in  one's  mind  is: 
If  such  impossible  terms  of  peace  should  cause  a  flutter 
in  the  markets  of  this  continent,  what  will  be  the  effect 
when  terms  really  worth  serious  consideration  are  sub- 

mitted, as  they  certainly  will  be  some  day? 
There  can  be  only  one  answer:  For  a  period,  and  that 

will  be  until  readjustment  to  the  new  conditions  have 
been  brought  about,  the  market  will  be  at  sixes  and 
sevens  and  business  dislocated  and  disturbed. 

That  this  period  of  dislocation  and  disturbance  will 
be  long  we  do  not  for  one  moment  believe.  There  will 
be  such  a  demand  for  merchandise  the  world  over  that 

we  may  with  very  good  reason  look  for  a  speedy  read- 
justment. But  whether  it  be  long  or  short,  the  wisest 

thing  that  manufacturers,  as  well  as  other  classes  of 
business  men,  can  do  is  to  be  prepared  for  it. 

Furiiiture  dealers  should  secure  maxijmim  of 
profit  on  mitiimum  of  invested  capital. 

Paying  Too  Much  From  a  newspaper  advertisement 
For  His  Whistle  we  learn  that  a  dealer  in  a 

Western  Canadian  city  is  giving 

a  total  of  $200  in  cash  as  prize  money  in  a  bean  guess- 
ing contest.  Of  course  we  may  be  mistaken,  but  from 

our  experience  in  the  results  secured  in  bean  guessing 
contests,  we  believe  that  he  is  paying  too  much  for  the 
results  that  will  be  achieved. 

Each  50  cent  purchase  entitles  a  customer  to  a  guess 
and  the  first  best  guess  wins  a  $100  prize.  Then  there 
is  a  second  prize  of  $30.  three  of  $10,  five  of  $5.  five  of 
$2  and  five  of  $1. 

Of  course  the  very  size  of  the  prizes  offered  will  at- 
tract many  people  who  would  not  be  attracted  by  a 

contest  on  a  smaller  scale,  but  a  lot  of  extra  goods  will 
have  to  be  sold  for  this  dealer  to  clear  himself  on  the 
contest.  For  instance,  if  his  average  net  profit  is  five 
per  cent.,  he  would  have  to  sell  $4,000  extra  worth  of 
goods  to  break  even  on  the  proposition.  Of  course, 
we  will  have  to  admit  that  such  a  big  contest  is  bound 
to  have  a  cumulative  advertising  value  that  has  to  be 
taken  into  consideration  in  judging  as  to  its  value,  but 
nevertheless  we  are  inclined  to  believe  that  this  dealer 
is  paying  a  little  too  much  for  his  whistle. 
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War  is  Working  for  Greater  Efficiency  in  Retail  Business 

Shortage  of  labor  is  causing  dealers  to  adopt  more  efficiency 
methods  and  install  labor-saving  equipment — A  few  examples. 

A  retailer  who  used  to  spend  a  goodly  portion  of  his 
time  keeping  track  of  and  compiling  records  that  would 
allow  him  to  keep  a  close  tab  on  his  business,  on  account 
of  the  shortage  of  help  found  he  had  to  give  more  time 
to  general  store  work.  He  realized  the  great  value  of 
accurate  information  regarding  his  business,  but  in 
order  to  keep  these  records  he  found  it  necessary  to  in- 

stall a  cash  register  and  other  equipment  that  would 
facilitate  this  work.  Not  only  are  his  business  records 
now  kept  better  than  they  have  ever  been,  but  he  is 
enabled  now  to  give  a  good  deal  more  of  his  time  to 
looking  after  important  details  in  the  management  of 
the  business. 

And  So  it  is  all  along  the  line  in  practically  every  line 
of  retail  business  to-day.  Dealers  who  have  been 
branded  as  backward  in  the  adoption  of  methods  that 
work  for  greater  efficiency  are  being  forced  into  them 
because  of  the  shortage  of  labor,  brought  about  by  the 
war,  while  others  from  the  very  force  of  example  set 
by  their  competitors,  have  also  fallen  in  line. 

Working  for  Good  of  Small  Dealer 

One  feature  of  value  is  that  many  small  dealers  who 
have  not  been  so  inclined  as  the  larger  firms  to  install 
methods  and  equipment  that  would  work  for  greater 
efficiency,  have  of  necessity,  found  it  essential  to  join 
in  the  general  trend  in  this  direction.  This  is  a  feature 
to  rejoice  over  because  there  is  no  denying  the  fact  that 
there  are  myriads  of  smaller  dealers  from  one  end  of 

Canada  to  the  other,  whose  businesses  would  be  mater- 
ially benefited  if  they  would  only  adopt  more  system 

and  greater  efficiency.  Many,  who  would  have  waited 
years  before  taking  the  step,  have  put  in  equipment 
and  adopted  greater  efficiency  in  their  business  during 
the  past  year  or  so,  because  of  necessity  from  the  labor shortage. 

Efficiency  in  Handling  Credit  Accounts 

There  is  a  small  dealer  in  an  Ontario  town  who  does 
a  big  credit  business  for  the  size  of  his  store.  For 
many  years  he  has  kept  the  store  accounts  himself  and 
his  system  has  been  the  antiquated  one  of  posting  each 

day's  business  into  respective  customers'  ledgers  and 
making  out  their  bills  at  the  end  of  each  month.  As 
a  result  of  the  war  he  has  lost  the  services  of  his  son 
who  looked  after  a  good  deal  of  the  management  of 
the  business,  and  so  has  had  to  take  the  whole  of  this 
work  upon  himself.  He  soon  found  that  he  was  get- 

ting seriously  behind  with  the  posting  of  customers' 
accounts,  and  when  the  making  up  of  bills  came  at  the 
end  of  the  month  he  was  simply  .swamped  with  work. 
At  this  psychological  moment  a  traveller  for  an  account 
register  concern  appeared  upon  the  scene  and  was  not 
long  in  convincing  him  of  the  advantages  of  an  account 
register  whereby  his  books  are  kept  continually  posted 
to  date  and  with  only  one  writing,  and  that  the  writ- 

ing of  the  sales  check  given  the  customer  when  he  pur- 
chased his  goods. 

For  Better  Furniture  in  the  Home 

THE  Federation  of  Furniture  Manufacturers  of  America,  will  hold  its  first  convention  at  Hotel 

Astor,  New  York,  on  April  17,  for  the  purpose  of  promoting  a  continent-wide  propaganda 
to  create  a  more  general  public  interest  in  the   subject   of  interior   furnishings.  Tlie 

federation's  movement  has  the  endorsement  of  all  the  furniture  and  kindred  manufacturing  asso- 
ciations of  Canada  and  the  United  States,  and  a  committee  of  trade  journalists,  the  editor  of 

Canadian  Furniture  World  bfing  a  member,  has  been  formed  to  help  on  the  movement. 
The  matter  was  referred  to  in  our  last  issue  and  was  brought  by  Canadian  Furniture  World 

to  the  attention  of  the  Ontario  Retail  Furniture  Dealers'  Association  convention,  which  endorsed 
the  proposal. 

Of  late  years  the  public  mind  has  been  led  to  so  many  social  extravagances  that  the  home  has 
in  consequence  suffered,  especially  with  people  of  limited  means.  Few  women  realize  that  a 
neglect  of  the  home  charm  threatens  serious  consequences.  It  is  not  a  mere  business  problem, 

nor  an  art  problem.  The  betterment  societies,  civic  societies,  women's  clubs  and  local  art 
associations  have  for  years  preached  upon  the  influence  of  environment  on  character,  because  art 
in  the  home  stands  for  more  than  mere  esthetics  or  comfort.  It  strengthens  the  family  ties.  It 
holds  your  friends.     It  elevates  the  moral  code. 

The  subject  is  so  full  of  angles  that  speakers  of  national  authority  will  be  on  the  convention 
program  to  present  theii-  various  viewpoints,  enabling  dealers  to  determine  some  means  whereby 
a  campaign  for  home  betterment  may  be  successful.  The  convention  aims  not  only  to  .stimulate 
business,  but  to  establish  higher  standards.  It  aims  to  arouse  the  retailer  in  every  city  in  Canada 
and  the  Unitetl  States  to  the  necessity  for  oi'ganizing  their  sales  people  into  associations  that  will 

study  the  subject,  and  by  co-operating  with  local  art  and  betterment  societies  .arouse  public  in- 
terest in  better  home  furnishings;  and  it  aims  to  furnish  the  retailer  with  the  right  kind  of 

publicity  literature. 
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Ontario  Retail  Furniture  Dealers'  Assn.  a  Live  Organization 
5ome  of  the  grievances  of  the  trade — Selling  direct — Dis- 

crimination in  prices — Selling  to  employees — A  correction. 

"Trade  evils  will  never  remedy  themselves.  They 
fire  like  diseases,  the  longer  they  are  allowed  to  exist 
the  further  they  will  spi'ead,  and  the  fiu-ther  they 
spread  the  more  injury  ami  harm  they  will  do.  In 
Older  to  remedy  trade  evils,  after  we  ascertain  they 
exist,  we  must  have  hehind  us  the  solid  support  of  all 
who  want  them  remedied." 

The  above  may  be  said  to  be  at  the  base  of  the  struc- 
ture of  the  new  Ontario  Retail  Furniture  Dealers' 

Association,  formed  last  month,  in  Toronto.  At  the 

convention  there  were  a  number  of  resolutions  put  for- 
ward for  argument  and  for  adoption.  The  most  strik- 

ing of  these  atfeeting  the  trade  were  carried;  and  the 
new  executive,  if  they  carry  out  the  work  allotted  to 

them.  Avill  sui-ely  have  a  busy  year.  Among  these  im- 
portaiit  resolutions  were  : — 

Manufacturers  Selling  Direct  to  Customers 

That  we,  the  Retail  Furniture  Dealers,  in  convention 
assembled,  consider  that  it  is  not  a  fair  practice  for 
manufacturers  to  sell  their  goods  to  the  retail  trade, 
and  at  the  same  time  solicit  trade  from  those  who  are. 

or  should  be,  oui-  customei-s,  and  who  do  not  carry 
stocks  of  goods.  As  this  system  is  not  only  unfair  to 
us,  but  it  places  us  in  an  unfair  position  with  thos" 
persons  who  are  privileged  to  buy  at,  or  near,  the  same 
])rices  that  we  are  charged;  and  it  also  injures  th" 
business  of  the  manufacturer.  We  therefore  agree 
that  this  subject  should  be  taken  up  at  the  joint  meet- 

ing of  manufacturers  and  I'ctailers.  Avith  a  view  to  hav- 
ing the  same  discontinued. 

Discrimination  in  Prices 

That  this  convention  desires  to  place  itself  upon  re- 
cord as  being  oi)posed  to  the  system  adopted  by  some 

manufacturers  of  giving  special  prices  to  some  furni- 
ture dealers,  who  make  it  a  [)ractiee  to  advertise  cer- 
tain lines  of  goods  at  lower  rates  than  the  said  goods 

can  be  purchased  by  the  ordinary  retail  trade;  and  that 
whereas  the  legitimate  retail  trade  are  collectively 
the  largest  buyers,  and  as  such,  they  contribute  most 
towards  the  profit  of  the  manufacturer ;  that  we  ask  that 
tl'is  system  be  discontinued,  or  otherwise  Ave  ask  the 
manufacturers  to  adoi)t  the  price  contract  or  re-sale 
selling  i)lan,  Avhereby  these  price  cutters  cannot  use 

staple  lines  foi-  the  purpose  of  deceiving  the  public. 

Selling-  to  Employees 
That  it  has  come  to  our  knowledge  that  a  number  of 

manufacturers  make  it  a  habit  to  sell  furnitui-e  to  theii' 
employees,  and  charge  them  the  same  price,  and  in 
some  cases,  a  low^er  price  than  that  charged  to  the 
retail  trade,  and  that  Ave  consider  this  an  unfair 
f)raetice,  we  desire  to  «ecui-e  an  expi'cssion  of  opinion 
from  this  meeting  of  the  same,  and  submit  it  to  the 
joiiit  meeting  of  retailers  and  manufactui-ers,  to  be 
held  during  this  convention,  and  that  action  be  taken 
on  the  result  of  the  conference  at  an  e;irly  date. 

False  Advertising 

That  Ave  desire  to  place  ourselves  on  i-eeord.  as  being 
strongly  in  favor  of  the  legislation  secured  bv  the 
Dominion  Board  of  The  Retail  Merchants'  Association 

of  Canada,  to  prohibit  the  false  advertising  of  goods, 
and  that  members  of  this  section  be  requested  to  for- 
Avard  to  the  secretary  of  the  Ontario  Provincial  Board 
of  this  Association,  all  advertisements,  or  catalogues, 
in  which  they  find  goods  falsely  misrepresented,  and 
that  they  be  requested  to  take  action  thereon. 

Legislation  for  the  Collection  of  Small  Debts 

That  Avhereas  it  is  the  intention  of  the  Ontario  Pro- 

A'incial  Board  of  our  Association  to  apply  to  the  On- 
tario Government  for  an  amendment  to  the  Division 

Court  Act,  whereby  small  debts  can  be  collected  at  a 
very  much  lower  rate  than  it  noAV  costs  to  collect  the 
same ;  and  that  Ave  are  in  full  sympathy  with  such  ac- 

tion, and  Ave  Avill  do  all  Ave  can  to  assist  in  securing  the 
same. 

CORRECTION  AND  EXPLANATION 

The  foUoAving  letter  explains  itself: 
Hamilton,  March  17,  1917. 

Editor,  Canadian  Furniture  World, 
Toronto,  Ont. 

In  the  March  issue  of  your  A^alued  periodical,  on 
page  38  you  quote  from  the  address  of  Mr.  W.  C.  Mil- 

ler to  tlie  R.  M.  A.,  "and  the  fining  of  the  Watkins 
Company  of  Hamilton,  for  advertising  a  $25.00  Avatch 
for  $4.75  when  the  Avatches  Avere  worth  $25.00  a 

dozen." 

The  above  statement  is  incorrect  and  misleading.  The 
facts  in  the  matter  are  that  in  the  dim  distant  past.  Ave 

were  fined  for  a  breach  of  "The  Gold  and  Silver  Act" 
by  guaranteeing  the  wear  of  some  gold  Avatehes,  which 
Ave  Avere  offering  for  sale  in  our  establishment. 

We  are  at  present  embodying  in  all  of  our  newspaper 

advertising  the  attached  quotation:  "We  do  not  qiiote 
comparative  prices  unless  the  article  advertised 
I'cpresents  an  actual  reduction  from  our  regular  marked 

price,"  and  Ave  also  offer  cash  bonuses  to  our  em- 
ployees Avho  first  call  to  our  attention  untruthful  state- 

ments in  our  "ads." 
Mr.  Miller's  statement  may  have  sounded  amusing 

to  the  R.  M.  A.,  but  Ave  can  assure  you  that  it  looks  any 
thing  but  funny  to  us  in  print. 

May  Ave  ask  that  you  nnblish  the  facts  in  the  case  . 
THOMAS  C.  WATKINS,  LIMITED. 

CHINESE  RUG  INDUSTRY  GROWING 

The  imports  of  car[)ets  and  rugs,  Avoven  Avhole  aiid 
othei'Avise,  at  the  port  of  New  York,  during  a  recent  six 
weeks  give  an  idea  of  the  groAving  importance  of  the 
Chinese  rug  industry  and  activity  of  the  trade  in  Eng- 

land, Scotland  and  Ireland,  for  it  Avas  from  these  four 
countries  that  the  majority  of  floor  coA^erings  re- 

ceived Avere  shipped. 

England,  Ireland  and  Scotland  all  lead  China  in 
gross  yardage  by  nearly  75  per  cent.,  yet  the  market 
value  of  the  Chinese  merchandise  I'an  very  close  to  that 
of  Scotland,  and  ahead  of  botli  England  and  Ireland. 
Shipments  of  goods  from  Persia  and  other  centres  in 
the  Orient  are  few  and  far  between  these  da.ys,  and 
undoubtedly  will  continue  so  until  peace  is  made. 
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Sanitary  Beds  and  Bedding 

AT  tlio  recent  inaugural  conventio]i  of  Ontario 
Furniture  Dealers  Association,  held  at  To- 

ronto, President  Henry  suggested  to  the  editor 
of  Canadian  Furniture  World,  the  advisability  of  again 

taking  up  the  nuitter  of  "sanitary  bedding,"  as  this 
paper  had  done  a  coiiple  of  years  ago. 

Both  the  Toronto  municipal  and  Ontario  provincial 
authorities  in  communication  with  The  Furniture 
World,  expressed  themselves  as  quite  willing  that  some 
more  stringent  regulations  should  be  enforced,  but  as 
to  what  pi-actical  steps  should  be  taken  to  bring  this 
about  they  are  somewhat  undecided,  considerations  of 
interprovincial  trade  and  other  matters  standing  in 
the  way.  If  a  solution  of  this  i)oint  is  fortliconiing 
the  problem  might  be  solved  (piite  readily. 

To  give  our  readers  an  idea  of  what  is  being  don(>  in 
this  regard  in  other  places,  the  following  is  an  excerpt 
from  the  laws  of  one  of  the  states  of  the  American 
Union : 

California's  New  Mattress  Law 

Section  1.  (1)  The  term  "mattress"  as  used  in  this 
Act,  shall  be  construed  to  mean  any  ((uilted  pad.  com- 

forter, mattress,  mattress  pad,  bunk  ((uilt,  or  cushion, 
stuffed  or  filled  with  wool  hair,  or  other  soft  matei'ial 
to  be  used  on  a  couch  or  other  bed  for  sleeping  or  re- 

clining purposes. 

(2)  The  term  "person"  as  used  in  this  Act,  shall  be 
construed  to  include  all  individuals  and  all  firms  or  co- 
partnerships. 

(3)  The  term  "corporation."  as  used  in  this  Act. 
shall  be  construed  to  incliade  all  corporations,  com- 

panies, associations,  and  joint  stock  associations  or 
companies. 

(4)  Whenever  tlie  singular  is  used  in  this  Act  it  shall 
be  construed  to  include  the  plural ;  whenever  the 
masculine  is  used  in  this  Act  it  sliall  include  the  femin- 

ine and  neutei-  genders. 
Sec.  2.  (1)  No  person  or  cori)oration.  by  himself  or 

by  his  agents,  servants  or  employees,  shall  employ  or 
use  in  the  making,  remaifing  or  renovating  of  any  mat- 
ti-ess.  any  material  of  any  kind  that  lias  been  used  or 
has  formed  a  part  of  any  mattress  used  in  or  about  any 

public  or  private  hospital,  or  institution  for  the  treat- 
ment of  persons  suffering  from  disease,  or  for  or  about 

any  person  having  any  infectious  or  contagious 

disease;  any  material  known  as  "shoddy,"  and  made 
in  whole  or  in  part  from  old  or  \vovn  clothing,  carpets 
or  other  fabric,  or  materials  previously  used,  or  any 
other  fabric  or  material  from  which  shoddy  is  con- 

structed ;  any  material,  not  otherwise  prohibited  by 
this  act.«of  which  prior  use  has  been  made;  unless  any 
and  all  of  said  material  have  been  thoroughly  sterilized 
and  disinfected,  by  a  reasonable  process,  approved  by 
the  Board  of  Health  of  the  city  or  town  where  said 
mattress  is  made,  remade,  or  renovated. 

(2)  No  person  or  corporation  by  himself  or  by  bis 
agents,  servants  or  employees,  shall  sell,  offer  to  sell, 
deliver  or  consign,  or  have  in  his  possession  with  intent 
to  sell,  deliver  or  consign,  any  mattress  made,  remade 
or  renovated  in  violation  of  subsection  1  of  this  sec- 
tion. 

Sec.  3.  No  person  or  corporation,  by  himself  or  his 
agents,  servants  or  employees,  shall,  directly  or  in- 

directly, at  wholesale  or  retail,  or  otherAvise,  sell,  offer 

for  sale,  deliver  or  consign,  or  have  in  his  possession 
with  intent  to  sell,  deliver,  or  consign,  any  mattress 
that  shall  not  have  plainly  and  indelibly  stampefl  or 
printed  thereon,  or  upon  a  muslin  or  linen  tag  not 
smaller  than  three  inches  square  securely  sewed  to  the 
covering  thereof,  a  statement  in  the  English  language 
setting  forth  the  kind  or  kinds  of  materials  used  in 
filling  the  said  mattress,  and  whether  the  same  are  in 

whole  or  in  part,  new  or  old,  or  secondhand,  or  shoddy, 
and  the  name  and  address  of  the  mnnufacturer  or 
vendoi-  thereof,  or  both. 

Sec.  4.  Whenever  the  word  "felt"  as  a|)plied  to  cot- 
ton is  used  in  the  said  statement  concerning  any  mat- 

tress it  shall  be  designated  in  said  statoment  whether 
said  felt  is  "felted  cotton"  or  "felted  linters." 

Sec.  5.  It  shall  be  unlawful  to  use  in  the  said  state- 

ment concei'ning  any  mattress  the  word  "floss"  oi- 
words  of  like  import,  if  there  has  been  used  in  tilling 
said  mattress  anv  materials  which  ai-e  not  termed  as 
"kapok." 

Sec.  6.  It  shall  be  unlawful  to  use  in  said  statement 

concerning  any  mattress  the  word  "hair"  unless  said 
matti-ess  is  entirely  manufactured  of  animals'  hair. 

Sec.  7.  It  shall  be  unlawful  to  use  in  the  descrip- 
tion of  the  said  statement  any  misleading  term  or 

designation,  or  term  or  designation  likely  to  mislead. 
See.  8.  Any  mattress  made  from  more  than  one  new 

material,  shall  have  stamped  upon  the  tag  attached 
thereto  the  percentage  of  each  material  so  used. 

Sec.  9.  Any  mattress  made  from  any  material  of 
which  prior  use  has  been  made  shall  have  stamped  or 
printed  upon  the  tag  attached  thereto  in  type  not 

smaller  than  twentv-point  the  words  "secondhand  ma- 

terial." 

Sec.  10.  Any  mattress  made  from  material  known 

as  "shoddy,"  shall  have  stamped  or  printed  upon  the 
tag  attached  thereto  in  type  not  smaller  than  twenty- 

point  the  words  "shoddy  material." 
Sec.  11.  The  statement  re((uired  under  section  thi-ee 

of  this  Act,  shall  be  the  following  form: 

Materials  used  in  filling. 

Vendor   
Address  

This  article  is  made  in  compliance  with  the 
Act  of  the  State  of  California,  approved  the 

 day  of  

Sec.  12.  Any  person  who  shall  remove,  deface,  alter, 
or  in  any  manner  attempt  the  same,  or  shall  cause  to  be 
removed,  defaced  or  altered,  any  mark  or  statement 
placed  upon  any  mattress  under  the  ̂ jrovisions  of  this 
Act  shall  be  guilty  of  a  violation  of  this  Act. 

Sec.  13.  The  unit  for  a  separate  and  distinct  offense 
in  violation  of  this  Act  shall  he  each  and  every  mat- 

tress made,  remade,  renovated,  sold,  offered  for  sale, 
delivered,  consigned,  or  possessed  with  intent  to  sell, 
deliver  or  consign,  contrary  to  the  provisions  thereof. 

Sec.  14.  Any  person  or  corporation  violating  the 
pi'ovisions  of  this  Act  shall  be  guilty  of  a  misdemeanor, 
and  upon  conviction  thereof  shall  be  punished  by  a  fine 
of  not  less  than  twenty  dollars,  and  not  to  exceed  one 
hundred  dollars,  for  each  offense,  or  by  imprisonment 
for  not  less  than  three  months  and  not  exceeding  six 
months,  or  by  both  such  fine  and  imprisonment. 

Sec.  15.  Any  individual  who  has  reason  to  believe 
that  this  Act  has  been  or  is  being  violated  may  institute 

proceedings  to  enforce  this  Act  and  to  punish  viola- 
tions of  its  provisions. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 

Suggestions from  the 

Canadian 
Factories 

So.  6070,  sewing  table. No.  6071,  book  stand. 
Three  entirely  new  items  from  the  Canada  ITurniture  Manufacturers  Ltd..  line. 

No.  6150,  fancy  table. 

Mahogany-finished  cedar  clothes 
chest,  made  by  D.  L.  Shafer 

&  Oo.,  St.  Thomas,  Ont. 

White  enamel  bedroom  and  dining-room  furniture,  with  cretonne  inlaid  i)rinels,  from  the  juvenile  line  of  furniluie  made  by The  Victoriaville  Furnitiiic;  Co.,  Ltd.,  Victoriii  ville,  ue. 
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"Imperial"  Sonora,  from  T.  Mon- 
tagn(!S  &  Co.,  Toronto. 

Rocl<pr  and  arm  chairs,  from  a  n<>w  tliree-pioce  livingroom 
Owen  Sound.  Tlie  settee  is  given  the  same  treatment  as the  set. 

set  made  hy  The  North  American  Bent  Chair  Co.  Ltd., 
the  chairs.      The  Jacobean  twist  adds  a  beauty  line  to 
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Nos.  751  and  757,  two  new  rockers  of  popular  design,  made  by  the 
(Jold  Medal  Furniture  Co.,  Ltd.,  Toronto. 

Two  of  the  latest  designs  in  rockers  from  The  Stratford  Chair  Co.,  Ltd.,  line. 
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The  Most  Popular  Uprights 

On  the  Market  To-day 

The  $1  02.00  Columbia  Grafonola  is  a  sight  draft  on  any  prospect's  bank  account 
if  he  wants  the  instrument  that  shows  most  for  his  money — tone,  appearance,  finish 
and  size.  The  $1  1  2.00  Columbia  Grafonola:  the  tremendous  selling  power  of  the 

$102.00  Grafonola,  plus  the  great  popularity  of  the  Columbia  Individual 

Record  Ejector. 

The  $  1  35.00  Columbia  Grafonola  is  the  best  value  in  any  man's  money  as  an  artistic, 
perfect  instrument— measured  by  any  standard  of  tone,  craftsmanship,  finish  or  ap- 

pearance. $  1  45.00  with  the  Individual  Record  Ejector — the  convenience  that  helped  to 
sell  a  considerable  percentage  of  all  instruments  sold  since  its  first  introduction. 

The  $200.00  Columbia  Grafonola  is  convincing  evidence  that  the  Columbia  is  incom- 

parable as  a  musical  instrument.  The  highest  tone-quality,  with  every  refinement  of 
mechanism,  form  and  finish  to  correspond. 

The  250.00  Columbia  Grafonola  is  the  apex  of  achievement  in  upright  instruments. 

Tonally,  mechanically,  artistically,  it  is  the  utmost  perfection  of  the  reproducing  art. 

From  the  $21 .00  model  for  the  trade  that  demands  a  great  big  value  for  little  money, 

to  the  splendid  $250.00  instrument,  built  for  the  buyer  who  wants  the  best,  every 

instrument  in  the  Columbia  line  is  made  to  meet  a  special  demand;  to  meet  it  so 

completely  and  so  effectively  that  the  growth  of  Columbia  business  is  the  wonder 

of  the  entire  industry.  The  facts— and  how  they  affect  you  as  a  dealer — are  yours  for 
the  asking,  to-day. 

COLUMBIA  GRAPHOPHONE  COMPANY 

Factory  and  Headquarters : 

TORONTO      -  CANADA 
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April  191" Talking  Machines  and  the  Furniture  Dealer 

How  the  trade  has  taken  to  the  line — A 
specialty  worth  pushing — Some  experiences. 

By  G.  W.  WHITCOMB 

ONE  of  the  remarkable  features  of  the  fiirniturf^ 
business  during  the  past  year  or  two.  says  The 
Southern  Furnitiare  Journal,  has  been  tlie 

widespread  awakening  of  retail  dealers  all  over  the 
continent,  to  tlie  fact  that  they  can  make  money  handl- 

ing talking  machines.  This  has  been  due  in  part  to  the 
experience  of  dealers  who  have  been  enterprising 
enough  to  take  on  a  good  talking  machine  line,  but 
even  more  to  the  ediicational  efforts  of  the  talking 
machine  companies,  which  have  now  begun  to  push 
tlieir  goods,  through  advertising  in  the  trade  papers 
and  otlier  channels,  with  the  furniture  dealers.  The 
dealers,  as  a  class,  appear  to  have  suddenly  tumbled 
to  the  fact  that  the  talking  machine,  as  manufactured 
these  days,  is  just  as  much  a  piece  of  furniture  as  a 
library  table,  a  book  case  or  settee. 

It  must  be  apparent  to  any  one  that  furniture  dealers 
are  making  a  strong  drive  on  talking  ms chines.  The 
furniture  trade  has  always  been  weak  in  specialties, 
compared  with  other  lines,  and  for  this  reason  the 
average  buyer  of  a  gift  seldom  thinks  of  a  furniture 
store  when  starting  out  to  secure  a  present.  When 
the  public  learns  that  the  furniture  store  is  just  as  good 
a  place  to  buy  a  talking  machine  as  a  music  store,  peo- 

ple will  be  more  inclined  to  distribute  their  patronage 
so  as  to  include  furniture  stores  as  well  as  nnisie  stores 
and  department  stores,  when  they  start  out  to  purchase 
a  talking  machine. 

In  the  big -cities,  as  the  furniture  stoi'es  rearrange 
their  stocks  and  put  in  their  window  displays,  one  is 
impressed  with  the  predominance  of  talking  machines 
among  the  specialties.  Half  a  dozen  or  more  good 
corporations  engaged  in  the  manufacture  of  talking 
i>-achines  are  represented;  and  what  is  more  to  th*^ 
point  the  people  are  buying  them.  The  dealers  who 
have  added  a  talking  machine  line  to  their  regular 
stock  are  making  money  out  of  the  venture.  This  is 
what  one  large  dealer  who  put  in  a  talking  machine  line 
about  six  months  ago.  said  about  adding  the  line: 

Gives  Talking  Machine  Concerts 

"I  resisted  the  efforts  of  talking  machine  salesmen 
for  many  months  because  I  did  not  believe  that  the 
talking  machine  should  be  included  in  a  fiirniture  line. 
I  did  not  believe  I  had  any  more  license  to  handle  talk- 

ing machines  than  a  music  store  has  to  handle  dining 
I'oom  tables.  At  last  one  young  salesman,  represent- 

ing one  of  the  big  companies,  went  after  me  so  hard 
that  I  decided  to  take  the  step.  The  furniture  busi- 

ness had  been  a  little  slack  and  I  was  not  averse  to 

trving  something  which  would  make  for  more  i-evenue. 
I  put  in  the  line,  and  decided  that  I  would  devote  all 
my  energy  to  pushing  it  for  a  few  months,  just  to  see 
Vt  hat  I  could  do.  When  a  .young  couple,  just  married, 
l)urchase(l  their  outfit  of  furniture  from  me,  I  showed 
them  our  talking  machine  line,  with  the  suggestion  that 
as  soon  as  they  felt  able  to  assume  the  financial  respon- 

sibility, they  should  purchase  a  machine.  In  this 
manner  I  sold  a  number  of  machines  right  off  the  reel. 
I  was  encouraged. 

"T  plunged  deeper  into  the  subject,  and  learned  that 
piano  stores  in  the  neighborhood  districts  of  the  city 

had  been  meeting  with  a  gi-eat  deal  of  success  in  hold 
inuj  'afternoon  tea'  concerts.  T  decided  to  imitate  them. 
I  iiad  a  number  of  hand  dodgers  printed,  informing  the 
peoi)le  of  the  plan.  The  weather  was  hot  as  blazes 
then,  so  T  served  ice  cream  with  biscuits  instead  of  tea. 

It  cost  me  a  fcAv  dollars,  but  T  got  them  all  back,  with 
interest.  The  concerts  brought  housewives  by  the 
dozen,  and  my  only  problem  was  to  find  a  place  to  seat 
them.  T  used  my  furniture  stock  to  good  advantage, 
taking  care,  of  course,  that  all  the  velour  pieces  and 
othei's  which  can  be  damaged  in  this  manner  were  out 
of  reach  of  my  guests.  I  played  good  records,  and 
i-ot  only  sold  many  talking  machines,  l)ut  a  great  deal 
of  furniture,  such  as  |)edestals.  reed  rockers  and  library 
tables,  which  I  would  not  otherwise  have  sold. 

"Now  I  am  strong  for  talking  machines,  and  expect 
to  do  a  whale  of  a  business  on  them  dui'ing  the  CQuiing 
season.  Of  coui'se.  T  shall  keep  talking  machines  sub- 
oi'dinate  to  my  furniture  business.  I  am  a  furniture 
man,  and  any  time  T  discover  that  the  talking  machine 
department  is  interfering  oi'  hindering  my  furniture 
business  there  will  be  a  retrenchment  on  the  music  end. 
Thus  far,  however,  T  have  found  that  the  presence  of 

talking  machines  in  my  store  helps  rath'^r  than  hinders 
the  sale  of  furniture." 

Other  dealers  have  had  similar  good  things  to  say 
about  their  experience  with  talking  machines.  One 
of  them,  it  is  true,  made  an  adverse  report.  He  said 
that  he  had  added  a  few  machines,  and  some  records,  to 
his  stock  of  furniture,  and  had  made  only  two  sales  in 
several  months.  The  writer  did  not  wonder.  He  had 
the  machines  in  the  rear  of  the  store,  entrenched  be- 

hind some  dining  room  chairs  and  miscellaneous  nieces 
as  though  expecting  an  attack  any  moment.  The  lids 
were  covered  with  dust.  The  general  attiti;de  of  the 
furniture  dealer  gave  one  the  impression  that  it  would 
be  an  imposition  to  ask  him  to  give  a  demonstration. 
He  acted  about  them  as  a  parent  might  act  about  an 
idiotic  child  in  the  presence  of  company,  admitting 
ownership,  but  somewhat  embarrassed  over  the  fact. 

WINDOW  DISPLAYS  OF  TALKING  MACHINES 

Talking  machines  are  in  themselves  siieh  handsome 
l)ieces  of  furniture  that  in  making  a  window  display 
the  instrument  itself  furnishes  sufficient  attraction, 

without  adding  very  much  in  the  way  of  furniture. 
With  these  machines  there  are  greater  possibilities 
The  cabinets  lend  themselves  to  any  style  of  decoration, 
as  they  are  now  made  in  all  the  period  designs.  Re- 

cords are  great  factors  in  displays  showing  this  kind 
of  merchandise  exclusively.  Then,  too,  there  are  great 
decorative  possibilities  in  the  pictures  of  the  famous 
singers  who  make  these  records. 

For  a  display  showing  talking  machines  and  records 
exclusively,  and  in  a  small  window,  too,  a  very  good 
one  was  shown  recently  in  which  some  Columbia 
grafonolas  in  several  styles  of  cabinets  with  different 
filing  facilities  were  displayed.  A  portable  machine 
was  on  the  floor  in  front,  and  the  rug  was  bordered 
with  Columbia  records.  Advertisements  of  the  favor- 

ite records  of  the  month  added  color  to  the  display. 
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Phonographs 

Plays  all  Records.         Bigger  profits  for  you.         The  Ideal  Phonograph  means  that. 

Are  you  interested 
in  a  Mahogany  Cabinet 

Phonograph  that  retails 

at  $75.00  ? 
Our  new  model  No.  75 
is  now  ready. 

Model  50 — Oak  or  Mahogany  Finish 
Dimensions : 

Height   13   inches.    Width   17  inches. 
Dei)th  19  inches. 

Retail  price  $45.00 

Some  aggressive  dealer—may  be  your 
competitor — is  going  to  get  The 
Ideal  Agency — that  is,  if  you 
don't  beat  him  to  it. 

Model  No.   2 — Mahogany  Finish 
Dimensions : 

Height  8  inches.    Width  14  inches. 
Depth  15%  inches. 
Retail  price  $25.00. 

It  places  you  under  no  obligation  at  all  to  find  out  about  the  Ideal  proposition.  We  are  wilHng  to  tell  you. 

Write  to-day  merely  asking,  "  What  is  the  Ideal  proposition  for  dealers?  "    Then  decide. 

Regal  Phonograph  Co.,  Limited  43  Queen  St.  K,  Toronto 

Model  No.  100,  Idi'al  pcr^ct  tone  plionoBrapli, manufactured  by  Regal  Flioiiogiaph 
Co.,  Limited,  Toronto. 

One  of  the  Lloyd  Mfg.  Co.'h  latest  prorfuctions. 
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METHODS  OF  BOOSTING  BUSINESS 

Placing  instrumeuts  in  homes  on  approval,  pvef'er- 
ably  over  a  week  end  is  advocated  by  one  dealer  who 
claims  to  have  met  with  good  results  in  this  way.  Of 
course  the  machines  are  not  jjlaced  promiscuously,  but 
in  homes  selected  as  ottering  reasonably  good  prosjiects 
of  a  sale.  This  same  dealer  states  that  an  instrument 

is  always  kept  playing  in  the  store  during  business 
hours  so  that  passers-by  may  hear  it.  The  telephone, 
an  exclusive  one  for  this  department,  is  used  constantly 
to  apprise  customers  of  certain  new  records  or  to  ask 
for, the  privilege  of  placing  a  machine  on  approval. 

Another  dealer  tells  of  selling  a  sufficient  number  of 
outfits  in  adjoining  territory  to  more  than  justify  the 
method,  viz.,  a  machine  is  loaded  into  a  light  motor 
truck  with  a  generous  collection  of  records  and  demon- 

strations given  in  private  homes  and  at  stores  of  other 
merchants. 

Noon  hour  concerts  in  industrial  centres  where  tliere 
are  factory  employees  with  a  half  hour  or  more  in 
Arhich  they  have  nothing  to  do  tfut  amuse  themselves 
are  usually  productive  of  good  results.  There  is  no 
cost  attached  and  with  music  played  that  appeals  to 
the  listeners,  considerable  steady  record  business  can 
be  counted  on  as  a  result.  But  at  such  I'ecitals  it  is 
not  grand  opera  that  ̂ Vill  be  found  most  atti'active  to 
the  audience.  The  latter  can  be  encouraged  to  sug- 

gest titles  to  play,  particularly  if  made  to  feel  that 
suggesting  selections  does  not  carry  an  obligation  to 

purchase.  Neither  should  the  dealer's  anxiety  to  sell 
a  machine  be  displayed.  The  jjrimary  object  is  to  get 
people  to  the  store. 

HISTORY  OF  THE  TALKING  MACHINE 

In  1877  Thomas  Edison  applied  for  a  patent  on  a 
device  that  would  reproduce  music  from  a  wax 
cylinder.  The  patent  for  the  now  well  known  phono- 

graph was  issued  less  than  sixty  days  after  the  appli- 
cation was  filed,  Avith  full  claims  allowed  and  not  a 

single  reference,  which  is  more  of  a  tribute  to  the  in- 
ventor than  his  jiatent  attorney.  In  the  next  seven 

years  Mr.  Edison  took  out  about  eighty  patents  on  the 
phonograph,  and  since  that  period  the  progress  has 
been  wonderful. 

The  cylinder  record  has  been  improved  from  time  to 
time  until  the  flat  disc  record  came,  which  was  also 
improved  to  the  double  faced  disc  playing  both  sides. 
Thus  it  was  possible  to  have  a  song  on  one  side  and 
dance  music  on  the  other.  Large  companies  were 
formed  to  market  the  rapid  demand  for  phonographs 
from  all  over  the  world,  and  to-day  this  instrument 
proA'ides  one  of  the  most  stupendous  industries  of 
modern  times. 

It  has  found  its  way  to  all  corners  of  the  earth, 
bringing  melody  and  entertainment  to  the  homes  of 
both  the  rich  and  the  poor. 

BISHOP  TESTS  TALKING  MACHINE 

In  "The  Talking  Machine  Tells  its  Own  Story"  in  a 
recent  i.ssue  of  The  Nation's  Business,  is  told  a  story  of 
the  early  days  of  the  phonograph.  The  newspapers 
printed  columns  of  yarns  so  fabulous  that  most  i-eader^ 
thought  it  a  hoax.  Bishop  Vincent,  of  Chautau(|ua 
fame,  asked  the  privilege  of  seeing  the  marvel,  which 
Mr.  Edison  readily  granted.  The  good  Bishop  had 
planned  to  put  the  wonderful  machine  to  a  test.  He 
squared  himself  in  front  of  the  recorder  and  shouted  as 
fest  as  he  could  articulate  a  string  of  Biblical  names  to 
out-chronicle   Chronicles  —  Zaccur,   Iv/.i,  Nathanial. 

Bukkiah,  Jesharelah,  Jeshaiah,  Shimei,  Azareel,  Hasha- 
biah,  Sliubael,  Joremoth,  Joshbckashali.  Mallothi. 
Ilothir,  Giddalti,  Romantiezer,  and  so  on.  When  the 
machine  slammed  the  words  back  at  him  the  good 

■>isliop  threw  up  his  hands  and  exclaimed,  "I'm  satis- 
fied! There  isn't  a  man  in  the  country  who  could  re- 

t'tc  lliose  names  with  the  same  rai)idity." 

TALKING  MACHINE  AN  EGG  TIMER 

That  originality  pays  in  the  talking  machine  line  is 
emphasized  by  the  experience  of  an  American  house. 

This  company  i-an  a  special  advertisement  in  the  local 
papers  occupying  large  space  for  the  |jur|)0se  of  pub- 

lishing a  recipe  for  boiling  eggs,  which  was  as  follows-. 
"Have  a  kettle  full  of  boiling  water.  Drop  eggs  in 
water.  Start  a  three-minute  recoi-d  on  your  talking 
machiiu'  and,  when  through,  the  eggs  will  be  nicely 
boiled.  If  vou  have  no  machine,  see  us.  $10  to 

$300." 

REGAL  COMPANY  INCORPORATED 

The  Regal  Phonograph  Co.,  Ltd.,  with  head  office  at 
Toronto,  has  obtained  an  Ontario  chartei-  to  buy.  ex- 

change, sell  and  deal  in  phonographs,  records  and 
musical  insti-uments.     The  capital  is  set  at  .$40,000. 

PATHE  FRERES  CANADIAN  NOTES 

In  common  with  other  large  manufacturers  the 
Pathe  Company  for  some  little  time  has  experienced  a 
shortage  of  records.  This  has  been  due  to  extraord- 

inary demand,  fi'eight  congestion,  and  the  moving  of 
the  United  States  company  into  their  new  and  up-to- 
date  plant  in  Brooklyn.  Some  of  the  Toronto  officials 
of  the  Pathe  Company  made  a  special  trip  to  New  York 
for  the  purpose  of  speeding  up  shipments,  and  were 
succcssFul  in  making  arrangements  whereby  the  record 
shortage  will  be  immediately  relieved.  In  addition, 
the  Canadian  plant  is  now  fully  installed  and  ready  to 
operate.  The  ncAV  Pathe  instruments  are  nearly 

ready  to  be  announced.  They  will  be  entirely  dif- 
ferent in  design  and  eonstmction  to  any  other  machine 

on  the  market. 

Negotiations  ai-e  now  undei'  way  for  the  formation  of 
a  company  to  job  Pathe  in  tlie  i\Iaritime  Provinces. 

N.  H.  McMenimen.  managing  directoi-  of  the  Pathe 
Company,  New  York,  nuide  a  flying  trip  to  Toronto  re- 
cently. 

TALKING  MACHINE  TRADE  NOTES 

Auronolas,  Ltd..  with  a  capital  of  $40,000.  and  head 
office  at  Aurora,  Out.,  has  been  incorporated  to  make, 
buy  and  sell,  wholesale  and  retail,  talking  machines, 
music  cabinets  and  accessories. 

The  Ideal  Furniture  Co.,  Ltd.,  Breshui.  Out.,  has  ob- 
tained permission  to  change  its  name  to  the  Classic 

Phonoffraph  Co..  Ltd. 
The  Melodia  Company  of  Canada  is  being  organized 

with  headquarters  at  Montreal,  to  manufacture  a  line 
of  talking  machines  to  retail  at  from  $45  to  $350. 

In  the  club  cars  on  some  of  the  trains  running  in  and 
out  of  New  York  are  talking  machines  with  a  number 
of  the  latest  records  for  the  use  and  convenience  of  the 

l)assengers. 
Mr.  R.  Braid  has  resigned  the  management  of  the 

music  studio  of  the  Robert  Simpson  Co.,  Toronto,  in 
Avhich  Pathe  and  Edison  lines  are  featured,  and  has 

joiijed  the  selling  organization  of  Layton  Bros.,  ̂ lon- 
treal.  The  latter  firm  have  an  exten.sive  phonograph 

department. 
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Success 

and  the 

BRANT-OLA 

are  close  allies  in  the  aim  to  increase 

trade.  When  you  sell  the  Brant-ola  you 
are  assured  of  success. 

Success  comes  in  different  forms.  Just 

now  it  is  coming  to  Brant-ola  in  the  form 
of  repeat  orders  from  dealers  all  over 

Canada.  Dealership  in  connection  with 

this  profitable  line  means  to  you  commer- 
cial success  and  profits. 

Style  B 

THE  BRANT-OLA  PLAYS  ALL  DISC  RECORDS 

every  make — and  gets  all  the  music  out  of  each  record. 

The  motors,  tone-arms,  sound-boxes,  and  parts  used  are  the  most 

modern  and  most  dependable  on  the  market.  The  cabinets  are  pro- 

duced in  an  up-to-date  piano  case  plant  which  specializes  all  the  time 
in  the  finest  of  workmanship. 

Three  styles  are  being  manufactured  to 

retail  at  figures  that  give  the  dealer  a 

good  profit. 

BRANTFORD  PIANO  CASE  CO. 
LIMIT  ED 

BRANTFORD  CNTARIO 

IV rile  for  prices 

They  will  interest 

you,  we're  sure 

Style  A 
Style  C 

lll|{li!!ll{!'!!lillllliiiliSlli:ilill!ll|i|ll||||||||||||||||l!i 
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Above.— No.  7Uft,  William  and  Mary  bedroom  suite,  one  of  the  newest  suites  made  by  I'eppler  Bros., Ltd.,  Hanover,  Ont. 
Below.— Two  pieces  from  a  bedroom  suite  of  Adams  design,  made  by  The  Meaford  Furniture  Co., 

Ltd.,  Meaford.  Ont.   This  suite  is  also  made  in  mahogany. 



April,  1917 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 43 

iiim 

THE  PATHE  RECORD  PLUS 

THE  PATHEPHONE 

An  Irresistible  Combination 

Because  it  represents  the  ideal  method  of  sound 
reproduction. 

Because  it  gives  a  reproduction  more  clear, 
more  true,  and  with  more  volume  than  can 
possibly  be  obtained  in  any  other  way. 

Because  the  dealer  has  so  many  good  talking 
points.  The  Pathe  Permanent  Sapphire  Ball 
wliich  takes  the  place  of  sharp,  destructive 
needles — saves  the  bother  of  changing  needles 
every  time  the  record  is  played — does  not  rip, 
cut  or  wear  the  record. 

The  Pathe  record  itself  whose  wide  grooves 
permit  all  the  tone  vibrations  (music)  to  be 
taken  from  the  record  instead  of  only  part. 

The  Pathe  record  library  which  opens  up  a 
whole  new  world  of  music  to  the  buying  public. 

.\'ot  only  records  by  famous  American  artists, 
but  remarkable  records  by  celebrated  Eurojx'an 
(^)urt  favorites  who  have  never  been  here. 

Uni(|U('ly  beautiful  records  by  Ilungai'iaii  and 
Sardinian  oi-chestras — Gypsy  Violinists — in- 

strumental soloists — chambei'  musicians — and 
an  une(|ualled  library  of  similar  delightful 
foreign  novelties,  all  give  the  Pathe  Dealer  a 

splendid  opportunity  to  capture  the  "class' patronage  of  his  neighborhood. 

The  Pathephone  itself  with  its  famous 
sound  chamber  of  resonant  wood. 

'violin' 

The  splendid  prestige  of  the  name  "Pathe,"  a 
name  that  in  two  entirely  distinct  fields — Sound 
Reproduction  and  Film  Reproduction  (motion 
pictures)  has  become  a  household  word  the 
world  over. 

Dealers  everywhere  are  selling  attachments  to 
play  Pathe  Discs  on  machines  built  for  needle 
jdayed  records.  Such  attaclunents  serve  their 

purpose  in  a  way,  but — 

The  dealer  who  wants  to  keep  his  patronage — 
who  wants  to  give  customers  100%  satisfac- 

tion, won't  be  satisfied  to  sell  an  attachment  of 
this  kind  and  then  stop. 

He  will  keep  aftei-  "attachment"  customers 
until  they  fijuilly  exchange  the  macliiiu'  tliey 
have  for  a  Pathei)hone.  He  will  prove  to 

himself  that  the  Pathe  Recoi-d  played  with  tlu: 
Pathe  Sapi)hii'e  l>all  on  tlie  Pathephone  makes 
the  supreme  musical  combination. 

Pathe  Freres  Phonograph  Co.  of  Canada,  Limited 

Factories  and  Head  Office,  4-6-8  Clifford  Street,  TORONTO,  Canada 

Western  Distributers :  R.  J.  Whitia  &  Co.,  Winnipeg,  Man. 

iiliiiiiliillilillllililllililllllllllililliliiiiir^   I!i:il!iilli!|ii|llliliiliiillllillil'i|'!llli:iliiiiit'iiiii|i 
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Manufacturers'  Helps  for  Retailers 

NEW  CHESLEY  FURNITURE 

The  Chesley  Furniture  Co.,  Ltd.,  Cliesley,  Ont.,  are 
working  on  a  new  catalogue  which  they  expect  to  puh- 
lish  shortly.  The  company  is  now  specializing  on  din- 

ing tables,  centre  tables  and  jardiniere  stands.  They 
are  also  bringing  out  a  new  line  of  kitchen  tables.  By 
concentrating  they  believe  they  are  in  a  position  to 
give  better  service  than  ever,  to  the  trade. 

Gold  Medal  Furniture  Mfg.  Co.,  Toronto.  This  is  a 
high  grade  mattress  and  has  proved  a  popular  seller. 
There  is  a  fair  mai'gin  of  jjrofit  for  the  dealer,  who  also 
has  the  satisfaction  of  having  sold  a  reliable  article. 

KUMFY  KAB  CATALOGUE 

The  Outing  Kunify  Kab  Co..  Laporte.  Ind.,  have  just 
issued  their  1917  catalogue  of  collapsible  sidewalk 
sulkies,  Pullman  sleepers  and  carriages,  Kunify  Kab 
promenaders  and  collapsible  go-carts.  Some  64  pages 
are  given  over  to  illustrations  and  descriptions  of  the 
lines,  and  a  price  list  and  index  serve  the  purpose  of  an introduction. 

1917  FURNITURE  DIRECTORY 

The  Periodical  Pub.  Co..  of  Grand  Rapids.  Mich., 
publishers  of  The  Grand  Rapids  Furniture  Record, 
have  just  issued  a  comprehensive  directory  of  the 
fui'niture  manufacturers  of  the  United  States  and 
Canada,  containing  both  an  alphabetical  and  classified 
section.  It  makes  a  volume  of  over  300  pages,  and  the 
book  should  prove  useful  to  furniture  makers  and 
dealers.  The  Canadian  section  is  made  up  of  the 

directory  as  published  in  last  January's  issue  of  The 
Canadian  Furniture  World,  to  which  paper  credit  is 

given. 

A  STRIKING  CIRCULAR 

The  Phillii)s  Mfg.  Co.,  Ltd.,  Toronto,  have  sent  out  a 

'"safety  first"  post  card-circular,  drawing  attention  to 
their  copper-plated  mirrors,  the  silvering  of  which  is 
protected  by  the  electro-plated  copper  back,  making  it 
immune  from  all  climatic  influences — heat,  cold  or 
moisture;  nor  will  the  mirror  deteriorate  with  age,  the 
process  enabling  the  silvering  to  be  guaranteed  without 
time  limit. 

ATTRACTIVE  FENCE  POSTER 

One  of  the  most  attractive  fence  posters  seen  in 
recent  years  in  Canada,  is  that  which  can  be  seen  in 
various  cities  and  towns  of  the  Dominion,  illustrating 

the  "Osternioor"  mattress.  The  design,  coloring,  and 
the  child  figures  emphasize  strikingly  the  worth  of 
the  "Ostermoor. " 

A  STRIKING  TRADE  MARK 

The  illustration  herewith  reproduced  represents  the 

label  on  the  "Hercules"  silk  felt  mattress,  made  by  the 

THE  CARPET  AND  RUG  WORLD 

A  neAv  paper  called  The  Carpet  and  Rug  World,  has 
been  published  in  New  York,  by  T.  A.  Cawthra  &  Co.. 
publishers  of  The  Decorative  Furnisher.  The  first 
number  which  recently  appeared,  is  a  64-page  paper. 
well  printed  and  illustrated.  The  selection  of  articles 
i^  a  timely  one,  and  deals  with  many  phases  of  the 
business  of  those  catering  for  floor  covering  trade. 
Among  the  striking  articles  in  the  first  number  are. 

"Bringing  Sales  in  Through  the  Window."  "The  Big 
Problem  of  Missing  Profits,"  "Help  and  The  Problem 
it  Presents,"  "The  How  and  When  of  Advertising." 
"Secret  Price  Marks,"  "Cards  and  the  Credit  Cus- 

tomer."    The  paper  is  publi-shed  monthly. 

SIDWAY  BABY  CARRIAGE  WINDOWS 

S.  Levinter,  360-362  Queen  Street  West,  Toronto, 
made  a  window  display  a  few  days  ago,  of  a  line  of 
Sidway  Mercantile  Co's  "Allwin"  carriages,  using  a 
window  setting  similar  to  the  one  Canadian  Furniture 
World  illustrated  a  short  time  ago.  The  Reliablp 
Furniture  Company  on  Queen  Street  Ea.st,  made  a 
similar  display  the  following  week. 

ANOTHER  CANADIAN  TALKING  MACHINE 

One  of  the  latest  firms  organized  to  manufacture 
talking  machines  is  the  Canadian  Symnhonola  Co..  Ltd. 
This  firm  is  capitalized  at  $50,000.  and  the  head  offices 
are  to  be  at  406  Yonge  Street,  the  address  of  Win. 
Long,  a  Toronto  piano  dealer.  Associated  with  Mr. 
Long  in  the  organization  of  the  above  named  firm  are 
his  brother,  A.  Long,  John  W.  Dyer,  and  J.  H.  Mc- Donald. 

It  is  the  Company's  purpose  to  have  their  designs on  the  market  early  in  April.  These  arc 
to  run  from  $60  to  $150  retail.  Tho 
Symphonola  is  to  play  any  record,  and 
will  be  wholesaled  throughout  Canada. 

SAVING  THE  CARPET 

They  were  a  very  saving  old  couple, 
and  as  a  result  they  had  a  beautifully furnished  house. 

One  day  the  old  woman  missed  her  hus- 
band. 

"Joseph,  where  are  you?"  she  called 
out. "I'm  resting  in  the  parlor,"  came  the reply. 

"What,  on  the  sofy?"  cried  the  old 
woman,  horrified. 

"No,  on  the  floor." 
"Not  on  that  grand  carpet!"  came  in 

tones  of  anguish. 
"No.    I've  rolled  it  up!" 



April.  1917 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 45 

The  Highest-Class  Talking  Machine  in  the  World 

AS  Ih  ©ILL 

QUAUTY
 

TERMS 

The  Sonora  phonograph  has  never  been  featured  other  than  for  its  quality 

Many  dealers  mistakenly  believe  that 

that  growing  evil,  the  "easy-payment- 

plan"  IS  a  necessity — that  it  is  the  main 
feature  and  the  only  sales  method  by 

which  phonographs  are  sold.  This  may 

be  so  with  some  phonographs. 

Whatever  may  be  the  case  regarding 

other  phonographs,  Sonora  has  never 

been  sold  with  installment  payments  as 

the  leading  inducement. 

Sonora  sells  on  merit  alone.  Terms  are 

secondary.  To  buy  quality,  the  public 

now  realizes,  is  more  important  than  buy- 

ing terms. 

Every  dealer  has  realized  the  danger  to 

himself  of  tying  up  large  sums  in  a  long- 
time payment  system.  Sonora  dealers 

are  happy  because  the  Sonora  is  the 

phonograph  that  demands  cash. 
And  its  sales  are  increasing  by 

great  leaps. 

Investigate  this  superb  instrument.  Your  ter- 

ritory may  be  open.    Write  us  to-day. 

TEN  SUPERB 
MODELS 

$62.50  $80  $100  $135  $205 
$240       $265    $300     $475  $1,500 

Manufactured  by 

Sonora  Phonograph  Corp. 
New  York 

EXCLUSIVE   CANADIAN  DISTRIBUTERS 

I.  MONTAGNES  &  COMPANY 

RYRIE  BUILDING Skater  and  Yonge  Streets TORONTO 
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Knobs  of  News 

Win.  Stern,  formerly  bnj'cr  witli  the  Walker  Co., 
Hamilton,  for  nine  years,  has  taken  the  MeLagan  line 
of  furnitiire,  from  Kingston  to  the  Soo,  and  goes  forth 
with  the  best  wishes  of  the  Walker  Co.,  and  his  many 
traveller  friends. 

A  meeting  of  the  Executive  of  the  Hamilton  Retail 
Furniture  Dealers  Picnic  Committee  was  held  at  Ham- 

ilton, on  Thursday,  February  22,  to  discuss  plans  for 

next  summer's  outing. 
An  "at  home"  was  given  by  the  Hespeler  Furniture 

Company  recently,  when  residents  of  Hespeler  and  sur- 
rounding towns  were  given  an  opportunity  to  inspect 

the  furniture  manufactured  by  the  company.  The 

goods  were  displayed  in  the  company's  warerooms  and 
a  large  number  of  citizens  availed  themselves  of  the 

opportunity  to  examine  the  company's  products. 
The  management  of  the  Durham  Furniture  Com- 

pany, of  Durham,  Out.,  have  worked  out  a  scheme  for 
sharing  the  profits  of  the  business  with  the  employees. 
This  scheme  is  explained  in  a  letter  received  from  the 

company,  which  is  published  elsewhere  in  this  issue. 
The  Du  Pont  Fabrikoid  Co.,  are  sending  out  through 

the  press  a  circular  advocating  home  farming  to  relieve 
present  high  living  costs,  and  suggesting  that  every 
man  be  his  own  gardener  in  his  little  back  yard. 

Mr.  Alec.  Russell,  of  Georgetown,  Demerara,  South 
America,  is  representing  The  North  American  Bent 
Chair  Co.,  Ltd.,  of  Owen  Sound,  in  that  territory. 

John  Chapman  has  sold  his  furniture  and  undertak- 
ing business  at  Flesherton,  Ont.,  to  W.  H.  Bunt. 

W.  T.  Henry  has  taken  over  the  furniture  business 
at  Edmonton,  Alta.,  until  now  conducted  by  the 
Blowey-Henry  Furniture  Co. 

The  Alaska  Bedding  Co's  warehouse  at  Winnipeg, 
was  damaged  by  fire  recently. 

James  McArthur,  of  Powassan,  Ont.,  is  advertising 
his  business  for  sale. 

B.  Levin's  upholstery  shop  at  Winnipeg,  was  dam- 
aged by  fire  recently. 

P.  T.  Legare's  brancli  furniture  store  at  Quebec, 
was  damaged  by  fire  recently.  Full  insurance  was 

carried.  C.  Robitaille's  piano  and  organ  store,  in  the 
same  block,  was  also  damaged. 

E.  and  G.  Laurin,  furniture  dealers,  Montreal,  have 
had  their  business  registered;  as  also  bave  the  Reliable 
House  Furnishers,  of  the  same  city. 

J.  A.  Banfield,  the  well-known  furniture  dealer,  of 
Winnipeg,  was  elected  president  of  the  Manitoba  Motor 
League  at  its  recent  annual  meeting. 

The  Cummer-Dowswell  Co.  are  building  a  ̂1^20,000 
addition  to  their  factory  at  Hamilton. 

Ratepayers  of  Kincardine,  Ont.,  will  vote  on  a  by- 
law granting  a  free  site  to  J.  B.  Watson,  who  proposes 

to  erect  a  furniture  factory,  at  a  cost  of  $50,000. 
Henry  F.  Rapp,  who  has  been  a  traveller  for  Peppier, 

Brothers,  furniture  manufacturers,  of  Hanover,  Ont.. 
died  recently  at  his  residence  in  Stratford.  Mr.  Rapp 
was  well  known  and  respected  among  furniture  dealers 
of  the  province. 

Canada  Furniture  Manufacturers,  Ltd.,  are  complet- 
ing plans  for  the  operating  of  their  Wingham  factory, 

since  the  destmction  of  their  Wiarton  plant  by  fire. 

They  expect  to  open  with  about  30  employees,  increas- 
ing this  number  frorn  time  to  time,  The  lines  formerly 

manufactured  at  the  Wiaiion  factory  will  be  manufac- 
tured at  Wingham.  Considerable  new  etiuipment  is 

to  be  installed  and  the  factory  brought  up  to  date  in 
every  respect. 

The  Sportsmen's  Patriotic  Association,  of  Toronto, 
has  sanctioned  an  order  for  the  purchase  of  $30,000 

worth  of  toys  for  next  Chi'istiuas  for  distril)ution  to 
the  children  and  dependents  of  those  who  liave  gone 
overseas.  This  should  meaii  business  for  the  manu- 

facturers of  wooden  toys. 
The  British  Manufacturers  Association,  oF  Kitchener, 

lias  changed  its  name  to  The  Kitchener  ]\Liniifacturers' Association. 

M.  S.  Phelps,  vice-president  and  general  manager  of 
the  Brantford  Piano  Case  Co.,  Ltd..  Avhich  firm  manu- 

factures the  Brant-Ola  phonograph,  on  a  recent  visit 
to  NeAv  York  arranged  for  a  large  quantity  of  sup- 

plies. 
A  by-law  was  passed  recently,  reducing  the  number 

of  directors  of  the  Elmira  Furniture  Company  Ltd..  to three.  , 

OTTO  HEINEMAN  OPENING  CANADIAN  BRANCH 

C.  J.  Pott,  has  been  appointed  general  sales  manager 
for  Canada,  of  the  Otto  Heineman  Phonograph  Supply 
Co.,  New"  York,  and  he  has  been  in  Toronto  for  some 

little  time,  looking  over  the  field,  having  received  in- 
structions from  headquarters  to  open  up  a  Canadian 

branch.     Premises  are  being  arranged  for  in  Toronto. 
Mr.  Pott  has  also  visited  several  other  Ontario  cen- 

tres, and  is  much  impressed  with  the  rapid  development 
of  the  talking  machine  industries  in  this  country,  and 
the  number  of  firms  in  the  market  for  motors  and  sup- 

plies. The  demands  of  the  trade  here  convinced  his 
firm  that  their  policy  of  service  demands  a  Canadian 
division  of  their  company,  from  which  all  their  busi- 

ness in  this  country  will  be  handled.  A  mechanical 
expert  will  be  permanently  located  here. 

P.  K.  Wood,  from  the  Heineman  factory  at  Elyra. 
N.  Y.,  an  expert  in  motor  construction  and  principles, 
also  visited  Toronto  recently. 

CLERKS  AND  TRADE  PAPERS 

Frank  Farrington  advises  the  retail  clerk  to  read 
every  trade  journal  that  comes  into  the  store,  saying 
that  the  employer  will  be  pleased  to  note  his  interest 
and  that  he  can  profit  by  a  knowledge  of  what  is  going 
on  elsewhere  in  his  line.  Both  the  retailer  and  his 
clerk  should  read  much  and  carefully,  thinking  over 

what  is  given  and  not  hesitate  to  make  use  of  ideas  ad- 
vanced by  other  men. 

PICTURES  AND  PICTURE  FRAMES  IN  THE 
FURNITURE  STORE 
(Continued  from  pa^e  27.) 

together  to  the  display  of  ai^t  goods — then  let  him 
occasionally  devote  the  one  to  this  branch  of  his  busi- 

ness, and  particularly  during  the  Chri.>^tmas  holiday 
season. 

Then  there  is  advertising.  That  by  al!  means  should 
receive  attention.  Art  goods,  such  as  pictures,  lend 
themselves  exceedingly  Avell  to  advertising,  particu- 

larly in  view  of  the  fact  that  electros  of  famous  pic- 
tures can  often  be  borrowed  from  manufacturers. 

That  there  is  money  in  the  art  department  for  deal- 
ers who  will  give  it  the  necessary  attention,  there  can 

be  no  doubt.  Let  those  who  have  not  yet  tried  it  do 
so. 
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..."  Well,  Nellie,  if  Joe  is  going  to  get  you  a  phonograph 
by  all  means  get  a  Phonola.  Ours  is  such  a  fine  one. 

W e  wonder  now  how  we  ever  got  along  without  it — and  the 

children  have  become  so  fond  of  music. •   •  • 

Such  is  often  spoken  over  the  'phone. 
A  boost  for  talking  machines  in  general 
and  the  Phonola  in  particular. 

That's  how  a  big  proportion  of  Phonolas 
are  sold.  A  satisfied  owner,  an  entirely 
disinterested  party,  recommends  it  and  the 
influence  of  one  sales  goes  on  and  on. 

The  Phonola  "Prince" 

The  latest  Phonola  cabinets  are  a  real 
credit  to  the  furnishings  of  a  parlor,  living 
room  or  den.  In  tone,  which  according  to 
the  particular  record  is  a  sioft  falsetto 
tenor,  the  full,  rounded  out,  heavy  volume 
from  a  chorus,  or  the  pleading  strain  of  the 

'cello,  harp  or  Hawaiian  music,  the  Phonola 
is  always  clear,  always  true. 

The  PhonoU  l"Princess" 

Our  agency  terms,  co-operation  with  dealers,  and  the  margin  in 

Phonola -selling  for  our  dealers,  are  all  on  a  most  generous  scale. 

Have  You  Investigated? 

POLLOCK  MANUFACTURING  CO.,  LIMITED 

KITCHENER CANADA 



48 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 
April,  1917 

With  the  Boys  on  the  Floor 

THE  question  which  every  clerk  should  ask  every 

morning  is,  "What  can  I  do  for  the  company  to- 
day?"— and  every  night  the  question  should  be, 

"What  have  I  done  for  the  company  to-day? 
With  these  questions  in  mind,  and  with  the  thought 

that  every  one  is  a  part  of  the  company — and  that  all 
must  do  everything  in  their  power  for  the  company's 
benefit  and  success — would  soon  result  in  such  a  com- 

plete, harmonious  and  perfect  organization,  that  the 

company's  success  would  be  without  question,  and  the 
advancement  and  profit  of  each  individual  be  assured. 

Who  has  ever  seen  a  successful  man,  who  acted  upon 

the  principle  that  "so  much  work  for  so  much  money" 
was  all  that  was  required  to  make  his  life  a  success? 
Are  not  all  of  the  men  you  know  as  successful  men 
those  who  have  always  done  more  than  enough  to  hold 

a  "job,"  and  who  have  studied  their  business  and 
worked  at  it  so  much  harder  than  their  fellowmen  that 
they  have  been  promoted  because  they  deserved  it? 

SHOULD  DOVETAIL  INTO  ORGANIZATION 

When  hiring  a  clerk  look  well  to  his  personality. 
Ability  without  personality  is  like  a  horse  without  a 
cart.  It  cannot  pull  the  wagon  of  success.  Some 

clerks  are  meddlers.  They  try  to  know  everybody's 
business  without  developing  the  fullest  possibilities  of 
their  own — they  are  always  afraid  that  they  are  mis- 

sing something — they  antagonize  the  whole  store  force. 
A  clerk's  general  manner,  his  voice,  every  little  detail 
should  be  carefully  studied  before  hiring  to  be  sure 
that  he  will  dovetail  nicely  into  your  selling  force,  for 
no  matter  how  great  his  ability  he  cannot  succeed  un- 

less he  has  the  rest  of  your  workers  "with  him." 

MASTERING  THE  ART  OF  SALESMANSHIP 

The  Science  and  Art  of  Salesmanship.  By  Simon 
Robert  Hoover,  M.A.,  assistant  principal.  High  School 
of  Commerce,  Cleveland,  0.  The  Macmillan  Company 
of  Canada,  Limited,  Toronto.  75c. 

This  book  is  published  in  connection  with  Macmil- 
lan's  commercial  series,  and  while  of  interest  to  every 

business  man,  is  particularly  so  to  young  men  who  are 
desirious  of  mastering  the  art  of  successful  salesman- 

ship, that  being  the  avowed  purpose  the  author  has  in 
view.  How  comprehensively  the  subject  is  dealt  with 
may  be  gathered  from  the  titles  of  the  fourteen  chap- 

ters which  comprise  the  193  pages  of  the  book.  They 
are :  What  is  a  Salesman ;  The  Salesman ;  The  Sales- 

man's  Preparation;  The  Customer;  The  Process  of  the 
Sale;  The  Demonstration;  Closing  the  Sale;  Finding 
and  Correcting  Mistakes;  Relation  Between  Depart- 

ment Managers  and  Salesmen;  Suggestions  from  a  Sell- 
ing Letter;  Department  Store  Instructions;  and  the 

Salesman's  Rewards.  Not  only  are  these  various 
phases  of  salesmanship  dealt  with  in  much  detail,  but 
actual  experiences  are  given  by  way  of  illustrating  the 
various  points  brought  out.  A  further  aid  is  a  large 
number  of  reproductions  of  photographs  of  various 
phases  of  store  life,  arrangement  and  methods.  In 

the  preparation  of  the  book  the  author  had  the  assist- 

ance of  John  Wanamaker  and  other  well-known  suc- 
cessful business  men.  It  is  a  book  that  every  business 

man  should  study.  Employers  might  well  secure 
copies  for  their  clerks  and  salesmen. 

WHO  PAYS  YOUR  SALARY? 

Every  clerk  in  a  retail  store  may  well  ponder  the 
above  question. 

The  owner  of  the  store  in  which  you  work,  do  you say? 

Fundamentally,  you  are  wrong. 

The  person  who  pays  your  salary  is,  in  the  final  analy- 
sis, the  customer  in  front  of  the  counter.  Without 

customers,  the  services  which  you  render  and  on  which 
your  salary  is  based,  would  not  be  required. 

It  is  essential,  therefore,  that  every  clerk  realize  once 
for  all  that  the  customer  is  responsible  for  the  said 

clerk's  position,  and  that  careful  treatment  of  the  cus- 
tomer is  just  as  essential  for  the  clerk's  welfare  as  it 

is  for  the  welfare  of  his  employer. 

Handle  the  customer  in  such  a  way  that  he  or  she 
will  feel  that  the  merchandise,  service,  prices  and  gen- 

eral atmosphere  of  the  store  in  which  you  work  are 
such  that  a  return  again  and  again  is  desirable. 

Your  value  to  your  employer  is  in  direct  proportion 

to  your  value  to  his  customers.  ■ 

TWELVE  GUIDE  STONES  TO  SUCCESS 

1.  The  value  of  time.  2.  The  .success  of  persever- 
ance. 3.  The  pleasure  of  working.  4.  The  dignity  of 

simplicity.  5.  The  worth  of  character.  6.  The  power 
of  kindness.  7.  The  influence  of  example.  8.  The  ob- 

ligation of  duty.  9.  The  wisdom  of  economy.  10.  The 
virtue  of  patience.  11.  The  improvement  of  talent. 
12.  The  joy  of  originating. 

HOW  TO  REMOVE  SCRATCHES  FROM  SHOW 
CASES. 

It  may  be  interesting  to  the  dealer  to  know  how  to 
remove  scratches  from  show  cases,  and  the  following 

is  suggested  as  a  practical  method:  "Dissolve  one 
ounce  of  white  wax  in  a  pint  of  pure  turpentine.  To 

dissolve  the  wax,  place  the  vessel  containing  the  tur- 
pentine over  a  burner  and  warm,  applying  with  a  soft 

cloth.  This  will  in  every  case  greatly  improve  the  sur- 
face" For  cleaning  glass,  a  good  method  is  as  fol- 

lows: "Mix  one  ounce  of  whiting,  one  ounce  of  alcohol 
and  one  ounce  of  water  of  ammonia  in  a  pint  of  water. 
Apply  with  a  soft  cloth,  allow  to  dry,  and  then  wipe 

off." 

Numbers  of  glass  eases  are  ruined  yearly  from  lack 
of  proper  attention.  Small  cracks  appear,  caused  by 
heat  or  contact  with  hard,  heavy  bodies,  and  if  these 
cracks  are  not  at  once  attended  to  they  soon  spread. 
An  excellent  method  to  prevent  a  crack  from  spreading 
is  to  draw  a  short  scratch  at  right  angles  with  a  dia- 

mond or  a  glass  cutter;  this  will  prevent  a  crack  from 
spreading  in  every  case.  Cases  should  be  set  perfectly 
level  on  the  floor,  especially  the  new,  all-glass  variety, 
which,  if  this  is  not  done,  are  certain  to  warp.  The 
legs  of  the  case  should  be  propped  to  the  required 
height  from  the  floor  to  ensure  their  setting  true. 

The  dealer  who  does  not  fully  and  correctly  compute 

his  "overhead,"  is  likely  to  find  himself  "over  his 

head." 
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Undertakers'  Department 
Problems  affecling  the  Undertaking  Profeision  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 

Embalming  Children 
(Continued  from  last  month.) 
By  Howard  S.  Eckels,  Ph.G. 

Dean  of  Eckels'  College  of  Embalming,  Philadelphia,  Pa. 
Written  for  Canadian  Fitrnitiire  World  and  The  Undertaker. 

Make  the  incision  ribout  one-and-a-half  inches  in 
length  transverse  with  the  neck,  right  at  the  top  of  the 
breast  bone.  Begin  the  incision  at  the  articulation  of 
the  right  collar-bone  (clavicle)  yvith  the  breast  bone 
(sternum).  This  is  called  the  sterno-clavicular  articu- 

lation. Make  the  incision  in  a  straight  line  to  the 
articulation  on  the  opposite  side,  cutting  through  the 
outer  skin,  fat  and  fascia  to  a  depth  of  say  one-quarter 
to  one-half  an  inch.  Then  with  the  aneurism  hook  and 
a  pair  of  tweezers  the  separation  of  the  deeper  fascia 
easily  is  accomplished.  Opening  this  incision  to  a 
depth  of  not  more  than  half  an  inch  exposes  the  caro- 

tid plainly  to  view. 
Injecting  a  small  (juantity  of  properly  prepared  fluid 

or  capillary  wash  downward  in  the  carotid  artery  soon 
will  distend  the  veins  so  that  one  of  them  readily  can 
be  found  in  all  cases  where  it  is  necessary  to  drain  the 
blood  from  the  body.  With  this  vein  distended  in  this 
manner,  it  easily  is  dissected  to  the  length  of  half  to 
three-quarters  of  an  inch.  A  vein  clamp  put  around 
either  end  will  enable  the  operator  to  open  up  the  vein 
and  carefully  introduce  a  small  tube  which,  after  be- 

ing tied,  may  be  depended  upon  to  drain  the  blood  as 
cleanly  as  could  be  done  from  any  other  vein  in  an adult. 

The  (juantity  of  fluid  or  capillary  wash  and  blood 
solvent  to  be  used  for  children  varies  with  their  size 
and  with  what  is  necessary  to  be  accomplished.  In 
the  majority  of  children  a  few  weeks  or  even  a  few 

days'  illness  results  in  great  emaciation,  but  embalming in  such  cases  will  vastly  improve  the  appearance  to 
the  great  satisfaction  of  the  family,  and  especially  to 
the  mother,  by  filling  out  the  tissues  with  fluid.  This, 
as  before  stated,  should  be  especially  prepafed  for  this 
puri)0se.  This  can  be  done  not  only  with  a  view  that 
the  fluid  shall  not  cause  any  further  shrinking  and  the 
skin  have  a  drawn  appearance  and  a  dry,  hard  and 
mummified  condition  of  the  tissues  result,  but  that  it 
should  produce  the  clear  alabaster  complexion  which 
always  should  be  in  children.  This  may  be  accomp- 

lished by  having  the  fluid  contain  a  super-saturation 
of  mild  chemical  salts  that  will  crystalize  in  the  tissues 
and  hold  them  \\\)  to  tlie  full  round  expression  which  is 
obtained  at  the  time  of  the  injection  of  the  fluid. 

In  such  cases,  of  course,  the  embalmer  will  inject 
downward  in  the  carotid  artery  a  sufficient  quantity  oT 
fluid  to  produce  fullness  of  the  face  on  the  opposite 
side.  When  this  is  accomplished,  reverse  the  artei-y 
and  inject  the  fluid  upward  on  that  side  of  the  face 
until  a  natural  expression  is  obtained. 

There  is  no  reason  in  arguing  that  it  is  difficult  to 
embalm  children.     11,  is  not.     The  arteries  are  found 

more  readily  than  they  are  in  adults,  because  they  are 
closer  to  the  surface ;  they  are  injected  in  a  shorter 
time  because  they  do  not  require  so  much  fluid  as  does 
a  larger  body.  After  one  has  embalmed  a  child  or  two, 
he  knows  from  experience  that  they  are  much  easier 
to  preserve  than  are  adults. 

When  the  body  is  properly  embalmed  and  the  \inder- 
taker  dresses  it,  the  expressions  of  satisfaction  and 
gratification,  particularly  from  the  parents,  make  him 
realize  that  he  has  done  more  to  establish  his  reputa- 

tion on  a  firm  basis  than  would  be  possible  with  an 
adult,  just  as  success  is  assured  to  the  young  physician 
who  gains  the  confidence  of  the  family  because  he  has 
proven  unusually  successful  in  the  treatment  of 
children. 

DEATH  OF  MRS.  LEPINE 

Mrs.  Germain  Lepine,  wife  of  Germain  Lepine,  ̂ Ir., 

one  of  Quebec  City's  foremost  citizens  and  probably  its 
oldest  undertaker  and  embalmer,  died  recently  at  her 
home  in  that  city.  Among  the  floral  tributes  sent 
from  a  distance  was  a  wreath  from  A.  J.  Eckardt, Toi'onto. 

Honor  Roll 

Ontario    funeral    directors  enlisted for  overseas 
service: 

Black,  J.  N  

Craig,  R.  J    Toronto 

 Baden 
Niagara  Falls 

Harris,  F.  W  

Jebb,  W.  P  

Martyn,  H.  L    
McCrea,  J.  M  

Sims,  D.  C  Little  Current 
.  Bracebridge 

Spragge,  E.  C  
CampbeUford 

Tackaberry,  H.  A  Port  Colborne 

Wardrop,  F.  A  
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New  Casket  Company  in  Ontario  ? 

A  new  casket  factory  is  planned  for  location  in  On- 
tario, to  look  after  Canadian  business  in  competition 

Avith  existing  concerns.  The  real  promoters  of  the 
company  are  screened  for  the  present,  though  a  thor- 

oughly qualified  superintendent  who  has  had  experi- 
ence in  both  Canada  and  the  United  States,  has  had 

under  advisement  a  similar  post  with  the  projected 
company.  The  plant  to  be  erected  will  be  first-class  in 
every  particular,  built  especially  for  the  work  con- 

templated, and  the  promoters  hope  to  be  able  through 
economical  factory  management,  to  cut  costs  so  as  to 
lower  selling  prices  and  meet  any  competition  that 
may  arise. 

The  site  of  the  plant  has  not  been  given  out,  but  it 
will  be  at  some  railwaj^  centre  where  shipping  facilities 
will  be  the  best. 

CANADIAN  EMBALMERS  EXECUTIVE  MEET 

A  special  meeting  of  the  C.  E.  A.  Executive  was  held 
in  Toronto,  on  Tuesday.  February  20,  to  consider  .some 
grievances  that  had  been  placed  before  the  Association 
and  to  discuss  them  with  the  Ontario  Board 
of  Examiners,  who  were  meeting  to  conduct 
their  half-yearly  examinations  during  the  same  yveek. 
There  were  present.  President  Nugent,  Past  President 
Cobbledick,  Vice-President  McArthur,  and  Secretary 
Matthews.  T  reasurer  Coltart  was  absent,  being  laid 

up  with  a  somewhat  severe  cold,  and  so  was  Vice- 

President  P>raiidon,  of  St.  Mary's,  who  was  attending 
the  funeral  of  his  father  that  day. 

A  conference  was  had  with  the  Board  and  a  satisfac- 

tory ari-angement  entered  into  whereby  the  matters  re- 
ferred to  were  amicably  settled,  and  a  smoother  work- 

ing out  of  rules  and  regulations  of  the  Act  will  be followed. 

WHAT  DO  UNDERTAKERS  THINK? 

According  to  the  Toronto  daily  press  the  Ontario 
Board  of  Examiners  which  collects  for  the  Provincial 

Government  undertakers'  licenses  in  that  Province,  has 
turned  in  to  the  Pi'ovincial  Board  of  Health  a  sum  in 
excess  of  .$800  as  the  amount  collected  for  licenses  dur- 

ing the  past  year.  As  licenses  are  only  $1  a  .year, 
this  shows  there  are  over  800  licensed  undertakers  in 

Ontario.  "It  is  thought  in  some  quarters,"  continues 
the  press  comment,  "that  when  other  licenses  are  being 
increased  to  provide  revenue,  those  of  undertakers 
could  be  advanced  to  $5  without  imposing  a  hardship 
upon  the  men  engaged  in  that  line  of  business. 

NEW  ONTARIO  EMBALMERS 

The  Ontario  Board  of  Examiners  conducted  an  ex- 
amination of  candidates  who  had  applied  for  certifi- 

cates of  qualification  as  embalmers,  in  the  Parliament 
Buildings,  Toronto,  on  Wednesday  and  Thursday, 
February  21st  and  22nd,  1917. 

Fifteen  eandidates  presented  themselves  for  ex- 
amination, each  one  of  whom  was  asked  to  pass  a  writ- 

ten examination  consisting  of  forty  questions,  and  in 
addition  was  required  to  pass  an  oral  examination  to 
show  that  he  had  a  good  practical  knowledge  of  the 

(juestions  on  which  he  had  written.  Seventy-five  per 
cent,  of  the  total  marks  was  required  to  pass  and 
ninety  per  cent,  to  obtain  honors.  The  result  was 
that  twelve  of  the  eandidates  were  successful  in  pass- 

ing the  examination,  three  obtaining  honors.  The 
names  and  addresses  of  those  who  were  successful  are 

given  herewith: — 
Honors — F.  W.  Churchill,  Huntsville ;  Samuel  Cot- 

terell,  56  Barton  St.,  Hamilton ;  Fred  S.  Newman, 
Windsor. 

Passed — ^H.  B.  Puffer,  Havelock;  D.  E.  Knowles, 
Dundas;  0.  C.  Kalbfleisch,  Tavistock;  A.  II.  Cosby, 
Gravenhurst;  Edwin  W.  Morris,  Walkorville;  A.  R. 
Newbigging,  Listowel ;  D.  Courville,  Alexandria;  T.  A, 
Dunwoody,  Newburgh  ;  Edward  Kress.  Durham. 

ONTARIO  SEMI-ANNUAL  EXAMINATIONS 

Some  fifteen  applications  were  received  by  the  On- 
tario Board  of  Examiners  for  their  semi-annual  em- 

balming examination  held  at  Toronto,  on  February  21 
and  22.  There  were  only  four  candidates  up  for  ex- 

amination a  year  ago. 

NEW  GREER  MOTOR  HEARSES 

A.  B.  Greer  &  Son,  London.  Ont.,  among  Canada's 
largest  builders  of  motor  and  horse-drawn  funeral 

cars,  ambulances,  coaches,  buggies  and  undertakers' 
wagons,  have  decided  to  use  the  Studebaker  chassis  for 
their  larger  funeral  cars.  Their  great  range  of  styles 
and  prices  enables  Greer  &  Son  to  supply  undertakers 
with  a  car  running  around  $1,800  up  to  $3,000.  Their 
chassis  is  manufactured  in  three  different  styles — four- 
cylinder,  40  horse  power,  model  17;  a  six-cylinder,  and 
a  four-c.ylinder  special  truck  chassis.  The  fact  that 
the  Studebaker  Corpoi-ation  has  over  two  thousand 
agents  throughoiit  Canada  should  be  a  guarantee  that 
the  Greer  motor  hearses  will  have  service  no  matter 
into  what  territory  the  cars  are  sold.  Besides  these 

S'tudebaker  cliassis  Greer  &  Son  are  carrving  their 
standard  style  bodies  in  stock,  and  ai-e  making  several 
special  stvle  Ford  combinations  selling  at  $900.  $950 
and  $1,100. 

PROFESSIONAL  NOTES 

G.  M.  C.  Graham  &  Co.,  have  been  registered  as  un- 
dertakers, at  Toronto. 

Wm.  Wray,  Regd.,  is  the  new  name  of  the  firm  suc- 

ceeding to  the  late  Wm.  Wra.v's  undertaking  business at  Montreal. 

James  Torrance,  latel.y  secretary  of  the  Ontario 

Embalmers'  Board,  and  recently  appoin.ted  Collector 
of  Customs  (it  Stratford,  has  been  made  a  judge  of  the 
Juvenile  Court  for  the  County  of  Perth. 

An  officer  of  the  National  Casket  Co.,  with  branches 
in  all  the  important  American  cities,  contemplates 
visiting  Toronto  this  spring  to  look  over  the  field  in 
that  part  of  Canada.  The  National  at  present  sell 
quite  a  lot  of  the  higher  priced  caskets  in  Ontario. 

M.  Bedford,  recently  with  J.  B.  Mclntyre,  St.  Cath- 
ai'ines,  Ont.,  has  made  a  connection  with  G.  M.  C. 
(ii'aham,  Toronto. 

S.  A.  O'Leary,  T()ronto,  has  removed  his  undei'tak- 
ing  parloi's  fi-om  the  eastern  section  of  Gerrard  Street 
down  town  to  Queen  Street  East,  and  his  residence  to 
(  arlton  Street. 

Adam  Klippert.  Waterloo,  Ont.,  one  of  the  oldest 
undertakers  in  the  country,  died  recentl.y  at  his  home. 

Mr.  Klippert  was  nearing  his  eightieth  .veai-  when  he 
died,  and  was  still  in  business.  He  had  been  an  un- 

dertaker for  about  50  years. 
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Funerals  Out  of  the  Ordinary 

By  \V.  K.  MuBPHY.  Toronto. 

Continuing  the  subject  of  funerals  for  the  benefit  of 
the  writer  of  the  query  to  Canadian  Furniture  World 
and  the  Undertaker,  I  am  giving  below  some  few  help- 

ful suggestions  which  I  have  learned  through  conduct- 
ing funerals  here  in  Toronto. 

Military  Funerals 

Military  funerals  should  be  regulated  as  follows: 
First,  the  band  with  muffled  drums,  drum  major  Avith 

reversed  staff,  next  firing  party  witli  reversed  arms, 

third,  compaiij  deceased  belong  to,  then  gun  carriage- 
or  hearse,  casket  covered  with  flag  of  his  country,  pall 
bearers  walking  on  each  side  of  the  gun  carriage,  eight 
in  nuinbei',  four  on  each  side.  If  the  deceased  be  a 
mounted  man,  his  charger  should  foHov\'  the  gun  wag- 

gon w'ith  boots  in  the  stirrups  reversed,  then  the 
mourners  and  friends,  the  remainder  of  the  regiment 
following  the  mourners.  At  the  grave  when  the  chap- 

lain has  pronounced  the  benediction  or  absolution  ser- 
vice, the  firing  party  should  circle  the  orave  and  fire 

o]ie  volley,  then  the  buglers  sound  the  last  post.  When 
leaving  the  grave  try  and  avoid  the  mourners  coming 
into  contact  with  the  band  returning  from  the  cemetery 
as  they  always  plav  ragtime  music  or  lively  airs  such  as 

"The  Girl  I'Left  Behind  Me,"  and  of  course  it  would not  do  to  have  the  sorrowing  friends  hear  the  strain 
of  this  kind  of  music  at  this  particular  time. 

Society  Funerals 

The  directoi-  should  consult  the  officers  of  the  dif- 
ferent societies  that  wish  to  be  represented  at  the  fun- 

eral and  obtain  from  them  two  for  each  society  to  act 
as  pall  bearers.  All  societies  should  precede  the 

hearse,  the  family's  clergyman  should  at  the  grave  pre- 
cede all  chaplains  of  difi'erent  societies  as*  to  the  ser- 

vices. ,  The  director  should  look  after  the  welfare  of 
the  mourners  and  see  that  they  have  a  place  in  the 
inner  circle  of  friends  at  the  grave  and  not  at  the  outer 
edge  Avhere  thej^  cannot  see  or  hear  anything.  Families 
at  all  times  have  the  choice  of  the  funeral  director,  but 
sometimes  societies  try  to  influence  them  otherwise. 

Chinese,  Italian  and  Foreign  Funerals 

While  I  do  not  intend  to  dwell  long  on  these  matters, 

tlicse  ai'c  llie  kind  at  which  you  have  youi-  nerves  tested. 
My  own  experience  is  to  place  your  can-iage  in  the 
usual  way  and  keep  your  eyes  on  eveiyone  and  every- 
rhiiig  and  take  chances  on  the  result,  as  they  will  all 
talk  at  once  and  go  where  they  like,  cHinbing  into  the 
carriages  for  fear  that  they  would  be  left  behind.  Of 
course  you  cannot  blame  these  peoiile,  as  they  do  not 

undei'stand  our  custom  or  our  language,  so  just  do  the 
best  you  can  under  the  circumstances.  F  could  give 
yon  an  instance  oi-  two  of  a  Chinese  funeral  that  was 
the  lai'gest  Toronto  ever  saw.  witli  bands,  etc.,  and  as 
I  was  informed  it  was  to  be  absolutely  a  private  one, 
you  may  imagine  my  surprise  when  I  went  there  pre- 

pared for  such  a  private  funeral,  to  find  two  bands, 

two  vans,  and  all  the  cari-iages  in  the  city.  Well,  T 

won't  tell  you  what  T  thought  or  said,  T  will  h'ave  that 
to  your  own  judgment. 

The  man  who  puts  a  limit  on  what  he  thinks  he  can 
do  is  a  man  who  will  never  reach  that  limit. 

THIS  IS  "SOME"  FISH  STORY 

"Bob"  Flint,  of  the  Central  Casket  Co.,  had  a  very 
painful  accident  to  his  hand  last  fall  which  prevented 
him  getting  about  his  work  regularly,  and  during  the 

period  of  his  incarceration  at  home  under  the  doctor's 
care,  whiled  away  the  hours  by  reading  some  early 
copies  of  The  Furniture  World.  There  he  read 

about  Eddie  Bagshaw's  "bee"  fann.  Telling  the 
yarn  to  his  side  partner.  Jack  McLaughlin,  "Mac" 
grew  warm  and  told  this  story  of  his  eariy  days  on  the 
old  home  farm : 

"On  our  farm  there  is  (juite  a  good  sized 
pond,  not  far  from  the  house,  Avhich  was  well  stocked 
with  fish  (principally  catfish).  I  used  to  spend  many 

pleasant  hours  fishing  there,  when  a  boy,"  said  "Mac." 
And  then  he  grew  reminiscent. 

"One  afternoon  I  was  fishing  as  usual.  After 
catching  a  nice  string  of  fish  I  was  starting  home  when 
I  noticed  there  were  several  worms  left  in  the  bait  can. 
T  thought  I  would  throw  the  worms  in  the  pond  and 
let  the  fish  eat  them.  As  I  was  throwing  them  in  the 
water  I  noticed  a  catfish  come  to  eat  the  worms.  As 
fast  as  I  would  throw  in  a  worm  it  would  dart  and  get 
it.  T  wanted  to  see  how  large  the  fish  was,  and  threw 
a  worm  in  the  shallow  water.  The  fish  came  right  to 

the  water's  edge  to  get  the  worm,  then  I  held  the  last 
woi'm  I  had  in  my  fingers,  just  out  of  the  Avater.  The 
fish  wiggled  out  on  the  bank  about  one-half  his  length, 
and  I  gave  it  the  worm.  It  ate  the  worm  and  wiggled 
back  in  the  water.  I  Avent  home  to  tell  about  this 
fish,  and  made  lap  my  mind  I  Avould  try  to  make  a  pet 
of  the  fish. 

"Next  day  I  dug  some  Avorms  and  returned  to  the 
i)ond.  I  found  the  fish  near  the  same  spot  I  fed  it  the 
day  before.  It  acted  as  if  it  Avas  Avaiting  for  me.  I 
threAV  it  a  worm  and  it  came  right  up  to  the  edge  of 
the  Avater.  It  did  not  seem  to  be  the  least  bit  afraid. 
1  fed  the  fish  a  feAv  Avorms  and  coaxed  it  out  on  the 

bank,  aftei'  the  Avorms.  When  I  gave  it  a  Avorin.  it 
would  ti-y  to  Avink  and  look  pleased.  It  would  flop  its 
tail  as  much  as  to  say,  'that  was  a  fine  one.'  At  first 
it  did  not  like  me  to  put  my  hands  on  it,  l)ut  it  soon 
got  so  it  did  not  mind  it  at  all. 

"At  first  it  seemed  to  be  hard  for  the  fish  to  breatlie 
ont  of  the  water,  but  it  would  stay  out  as  long  as  it 
could,  then  it  Avould  flop  back  in  the  Avater  until  it 
could  get  its  breath,  then  come  out  and  try  it  again.  In 

a  fcAv  days'  time  it  got  so  it  could  stay  out  quite 
aAvhile.  It  did  not  seem  to  bother  it  at  all.  It  seemed 

to  enjoy  being  "On  the  land  better  than  in  the  water. 
"Tlie  pond  Avas  in  the  pasture.  Avhere  we  kept  the 

milch  cows.  This  fish  got  in  the  habit  of  coming  to 

whei'e  1  milked  the  cows.  1  used  to  sipiirt  milk  on  it 
fof  fun.  It  did  not  like  this  at  first,  but  Avhen  it  got  a 
taste  ol  the  milk,  it  Avould  hold  its  mouth  open  for  me 
to  milk  in  its  mouth.  The  fish  grCAv  very  fast  and  got 
in  tile  habit  of  following  the  coavs  in  the  pasture.  When 
a  coAv  would  lie  down  the  fish  Avoiild  flop  up  and  help 
itself  to  warm  milk.  It  got  so  it  Avould  hardly  ever  go 
near  the  Avater.  It  Avas  the  neighborhood  talk  for 
miles  around. 

"()n(>  day,  as  I  was  Aval  king  along  the  edge  of  the 
pond,  where  the  Avater  Avas  deep,  my  fish  was  flopping 
along,  following  me  as  usual.  The  tish  made  a  misflop 
and  fell  in  the  water  and  droAvned  before  I  could  help 

it  out  again. " 
We  do  not  vouch  for  this  story,  but  "Bob"  Flint, 

knowing  "]\Iac"  as  he  does.  Avent  out  to  see  the  pond. 
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EFFICIENCY  AND  SERVICE 

During  the  rect'iit  gathei'iiig  of  furniture  dealers,  at 
Toronto,  to  form  a  pro^^ucial  trade  organization,  R. 
W.  Stone,  Toronto,  delivered  an  address  on  efficiency 
and  service  to  tlie  undertakers  and  enibaluiers  among 
the  delegates. 

These  two  subjects  are  of  gfeat  iniportruu-e  to  those 
engaged  in  the  profession,  and  they  cannot  he  loo  often 
nor  too  strongly  emphasized. 

Interior   of  the   projected   mausoleum   in    Mount  Pleasant 
Cemetery,  Toronto. 

Mr.  Stone  is  one  of  those  who  has  made  a  life  work 
of  the  study  of  embalming  and  funeral  directing,  and 
is  a  man  who  in  his  own  calling  does  things  just  a  little 
different.  In  his  talk  he  told  his  hearers  that  while 
they  were  in  business  to  make  a  living,  and  a  good 
living  at  that,  he  believed  that  every  member  of  the 
profession  should  strive  for  perfection.  Efficiency 
would  bring  better  service,  and  in  its  train  woiild  fol- 

low a  better  clientele  and  more  money. 

CASKET  SUPPLIES  SCARCE 

Messrs.  Coles  and  Andrews,  vice-president  and  secre- 
tary of  Dominion  Manufacturers.  Ltd.,  recently  re- 

turned from  New  York  and  other  eastern  United 

States  points  whither  they  had  gone  to  try  to  get  sup- 
plies and  casket  trimmings,  also  to  look  over  the  lines 

of  the  newer  casket  designs  which  are  put  out  by  the 

American  houses.  All  the  casket  faetorii's  in  Canada 
and  the  United  States  are  handica|)ped  to  more  or  less 
extent  by  the  shortage  of  supplies. 

PROMINENT  UNDERTAKER  PASSES 

Thos.  G.  Carscallen,  M.P.P..  died  at  liis  lionie  in 
Maj)anee.  Out.,  last  moiitli.  after  a  somewhat  long  and 
serious  illness.  .  He  was  perhaps  the  most  prominent 
undei'takcr  in  Ontario,  in  that  he  took  much  interest  in 
l)ub]ic  affairs  and  was  hojiored  Avith  office  by  his  fellow 
citizens.  He  had  I'epi'csented  his  constituency  in  the 
Ontario  Legislature  for  the  past  fifteen  years,  and 
f)revious  to  that  had  been  mayoi-  of  his  town. 

Mr.  Carscallen  was  in  his  74tli  year  when  he  died. 

His  funeral  was  of  a  public  eharaetei-.  and  was  attended 
by  representatives  of  the  Ontai-io  Government,  and 
members  of  the  Provincial  and  Dominion  Houses. 

THE  CHAIN  DRIVE 

One  of  my  dealers  with  an  Irish  name,  says  Bert 
Menzie,  was  talking  not  long  ago  of  the  merits  of  a  new 
delivery  motor  truck  he  had  purchased  and  its  many 
uses,  when  an  undertaker  friend  ])assed  his  office.  He 
stepped  to  the  door  and  called  the  undertaker  in  to 

One  of  the  latest  designs  in  hearses,  made  by  Mitchell  &  Co.,  Iiigersoll, 
Ont.      The  company  makes  both  horse  and  motor  hearses. 

look  at  the  truck.  The  gentleman  in  black  gave  it 
the  "once  over"  and  remarked — "It's  some  truck  for 
the  money,  but  there  is  one  drawback  that  makes  it  un- 

suitable for  a  hearse — the  chain  drive  is  too  noisy." 
The  Irishman  looked  at  the  undertaker  a  bit  con- 

temptuously for  a  moment  and  then  asked — "What  the 
h —  is  a  corpse  going  to  care  about  a  little  noise?" 

Andrew  Carnegie  says  that  one  of  the  greatest  marks 
of  genius  is  the  ability  of  a  man  to  turn  the  brains  of 
others  to  his  own  advantage. 

No  Better  Car  Made 

for  the  Price 

This  is  the  verdict  of  all  who  have  pur; 
chased  this  funeral  car.  It  is  conceced 
by  every  funeral  director  who  has  seen  if 
to  be  the  lowest  priced  classy  vehicle 
made  in  this  country.  Let  us  tell  you 
about  it  and  about  oni-  other  motor  cars 
and  hearses. 

Drop  us  a  card  Jor  prices 

WM.  H.  WATTMAN 
237  Mutual  Street TORONTO,  Ontario 
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Maxwell  Sanitary  Steel  Vaults 

Our  Customers  are  Assured  of  Superlative  Qyality  and  Prompt  Delivery. 

Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned.  Design  and  Construction  Unequaled. 

Carried  in  Stock  by,  All  Leading  Jobbers. 

Maxwell  Ambulance  Transfer  Case 

For  the  Handling,  Removal  and  Transportation  oj  Bodies.     An  Indispensable 

Adjunct  to  the  Modern  and  Progressive  Undertal^er. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practical 
Utility  of  this  Case,  and   Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 

Inside  Dimensions:  73  in.  long,  20  in.  wide,  15  in.  deep. 

Price*:  With  Tray  $25.00 ;  Without  Tray  $23.00 ;  Tray  Alone  $4.00 

Sold  by  all  leading  jobbers.     Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY.  ONEIDA,  N.Y. 
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Early  Days  of  the  C.E.A. 
In  recent  issues  we  have  been  recounting  the  early 

history  of  the  Canadian  Embalmers'  Association.  In 
last  issue  we  gave  the  first  twelve  of  the  By-laws  of 
the  Association  as  published  in  1885.  Herewith  we 
give  another  twelve  of  them.     Tlie  others  will  follow : 

Article  13.  4-ny  member  of  this  Association  who 

shall  sell  or  dispose  of  his  business  shall  notify  the  Sec- 
retary of  same,  and  he  may  retain  his  membership  for 

six  months  upon  the  payment  of  all  claims  this  Asso- 
ciation may  hold  against  him.  And  if  he  again  desires 

to  start  business  within  the  jurisdiction  of  this  Associa- 
tion after  the  expiration  of  six  months  he  must  proceed 

in  every  particular  as  a  new  member. 
Article  14.  Any  member  of  this  Association  who 

shall  sell  or  dispose  of  his  Undertaking  business  may 
transfer  his  membership  to  his  successor  upon  a  writ- 

ten application  to  the  Secretary,  and  receiving  the  en- 
dorsation  of  the  Executive  Committee. 

Article  15.  Any  members  of  this  Association  who 
shall  fail  or  make  an  assignment,  may  retain  his  mem- 

bership providing  he  again  starts  business  in  his  own 

name,  within  three  months  after  such"  assignment,  un- 
less otherwise  ordered  by  the  Executive  Committee. 

Article  16.  No  member  is  allowed  to  hold  member- 
ship for  other  than  the  place  in  which  he  resides. 

Article  17.  An  assistant  undertaker  in  the  Province 

of  Ontario  whb  shall  be  possessed  of  good  moral  char- 
acter, and  of  a  good  professional  understanding  of  his 

duties  may,  on  the  recommendation  of  the  undertaker 
or  firm,  by  whom  he  is  employed,  themselves  members 
of  the  Association,  become  a  member  of  this  Associa- 

tion by  signing  the  Constitution  and  By-Laws,  and  pay- 
ing the  Membership  Fee  of  two  dollars.  He  shall  not 

be  eligible  for  office  or  entitled  to  vote,  except  as  a 
representative  of  the  firm  by  whom  he  is  employed. 

Article  18.  Honorary  Membership. — Parties  who 
may  live  outside  of  this  jurisdiction,  and  who  have 
rendered  valuable  services  to  the  profession,  may  be- 

come honorary  members  upon  receiving  a  two-thirds 
vote  at  any  regular  meeting. 

Article  19.  No  member  will  be  allowed  to  start  a 
branch  or  separate  store  in  the  Undertaking  business, 
or  to  remove  his  business  to  another  city,  town,  village 
or  county  without  first  obtaining  the  consent  of  the 
Executive  Committee,  and  nearest  members,  as  pro- 

vided in  Article  10  of  these  By-Laws. 
Article  20.  All  charges,  either  against  members  of 

this  Association,  or  Undertakers  doing  business  in  this 
Province,  not  members  of  this  Association,  must  be 
made  in  writing;  such  charges  to  be  delivered  to  the 
Secretary,  who  shall  place  them  in  the  hands  of  the 
proper  parties  for  investigation. 

Article  21.  Any  member  of  this  Association  who 
shall  be  found  guilty  of  selling,  giving  away,  or  not 
properly  disposing  of  or  burying  the  remains  of  the 
dead,  or  those  in  authority  shall  pay  for  the  same,  shall 
be  expelled  from  this  Association,  after  conviction 
thereof. 

Article  22.  If  in  any  case  a  member  should  be  found 

guilty  as  hereinafter  provided  in  By-Laws — Article  23 
— of  violating  any  of  the  rules  or  regulations  of  this 
Association,  he  shall  be  fined,  or  suspended  from  mem- 
bership. 

Article  23.  Any  member  of  this  Association  who 
shall  be  found  guilty  of  degrading  the  profession  by 
such  un-professional  conduct  as  individually  soliciting, 
or  employing  parties  to  secure  business,  or  paying  a 
commission,  or  agreeing  to  pay  any  person  to  solicit  for 

him,  before  death,  as  well  as  after,  or  in  any  way  con- 
ducting his  business  on  a  non-professional  basis,  which 

has  the  tendency  to  impair  the  honor  of  the  profession, 

shall  be  subject  to  the  penalties  of — Article  22 — of 
these  By-laws. 

Article  24.  Any  member  of  this  Association  who 
shall  be  suspended,  shall  not  be  countenanced  as  an 
Undertaker,  and  shall  be  deprived  of  all  the  rights  and 
benefits  of  this  Association  during  .suspension. 

R.  R.  LOUDAN  WRITES  OF  HIS  VISIT  TO  CANADA 

Readers  will  no  doubt  be  interested  in  the  following 
letter  written  to  the  editor  of  the  London,  Eng.,  Un- 

dertakers Journal,  by  R.  R.  Loudan,  of  Armagh,,  Ire- 
land, from  Niagara  Falls,  while  on  his  last  visit  here: 

Dear  Mr.  Editor,— You  will  wonder  at  my  writing 
.you  from  here,  but  I  have  been  here  for  five  weeks, 
having  a  rest. 

I  am  just  in  from  seeing  Mr.  Morse.  He  is  the  lead- 
ing  undertaker  and  embalmer  at  the  Falls,  which  on 
the  Canadian  side  is  a  city  of  18,000  inhabitants.  There 
is  a  fine  training  camp  here,  situated  in  Victoria  Park, 
and  overlooking  the  Falls. 

I  was  present  at  Mr.  Morse's  funeral  parlor  last  week 
when  the  bodj^  of  an  Austrian  was  brought  in.  who  was 
employed  at  the  Power  House  and  who  had  been  elec- 

trocuted. The  remains  were  embalmed  and  dressed  in 
the  usual  Canadian  custom  in  full  black  dress. 

I  attended  the  Canadian  Embalmers'  Convention  in 
Toronto  University,  which  lasted  three  days.  Professor 
Chas.  Dhonau,  of  Cincinnati,  was  the  lecturer.  I  also 
bore  congratulations  from  the  Belfast  and  North  of 

Ireland  Undertakers'  Association,  which  was  received 
with  demonstratioii  and  acknoAvledged,  and  I  was  called 

upon  to  reply,  which  I  did,  showing  our  efforts  were 
being  crowned  with  success  and  helpfulness.  I  had  a 
very  instructive  time  as  Professor  Dhonau  demon- 

strated on  a  cadaver  on  whom  a  post  mortem  examina- 
tion had  beeii  held,  proving  how  a  body  could  be 

reached  by  the  fluid  although  the  arterial  system  had 
been  destroyed  by  the  autopsy. 

I  also  visited  some  of  the  funeral  parlors  in  the  citj'. 
especially  that  of  Mr.  Harry  Ellis,  of  College  Street, 
Toronto,  a  most  genial  man  who  took  every  trouble  to 
let  me  see  how  mattv'^rs  were  carried  out  in  Toronto.  In 
his  establishment  there  is  a  beautifully  fitted  up  mor- 

tuary in  which  he  and  his  efficient  staff  carry  out  all 
pre-interment  arrangements.  Then  his  stock-room  is 
well  fitted  up  with  casket  presses  where  beautifully 
finished  works  in  all  woods  are  placed  for  inspection. 

I  may  say  here  that  motor  hearses  were  in  great 
evidence  in  Toronto.  The  horse-drawn  vehicles  are 

quickly  superseded.  The  motor  hearses  here  carry 
no  mourners,  but  only  the  coffin  and  attendants.  The 
bodies  are  carried  on  silent  running  chassis  and  draped 

to  suit  the  age  of  the  person  about  to  be  interred. 
The  Embalmers'  Association  is  under  State  control 

and  admitted  by  law  to  rank' amongst  the  professions. Professor  Dhonau  gave  us  a  lecture  on  Demisurgery, 
which  indeed  was  very  interesting. R.  R.  LOUDAN, 

(of  Armagh,  Ireland). 

Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming-  and  Funeral  Directing- PREPARATION  FOR  EXAMINATIONS New  Addrai* 

R.  U.  STONE  525  Sherboume  St. 
Principal   Toronto  
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%U    Central  Caskets  for  Real  Quality 

No.  300  Elliptic  Half  Couch  Casket 

There  is  a  touch  of  distinctiveness  and  artistic  beauty  found  in  the  Central 
Line  that  makes  its  own  appeal  to  your  trade.  Better  carry  these  quality 
goods  in  stock,  especially  when  they  cost  no  more  than  the  ordinary  kind. 

CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  22 1  Fern  Ave.,  Toronto 
Telephone  126 Telephone  Parkdale  3257 

SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 

CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 

and  why  YOU  Should  Use  It! 

It  is  interesting'  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 

portion to  its  deserts;  and  we  are  confident 

that  its  application  will  benefit  DIOXIN  Em- 
balming Fluid. 

We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 

balming fiuids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 

tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 

which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 

sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 

Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 

H.  S.  ECKELS  &  COMPANY 
221  FERN  AVENUE 

TORONTO,  ONTARIO,  CANADA 
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Science  in  Operating 

By  Chas.  O.  Dhonau 
From  the  Cincinnati  College  of  Embalaiing  and  the 

Pathologic  Institute  of  the  Cincinnati 
General  Hospital. 

When  a  man  iiudertakes  to  be  scientifip  in  his  work, 

there  are  always  to  be  found  men  who  delight  in  scofiP- 
ing  at  such  so-called  theoretical  "stufl. "  From  our 
knowledge  of  the  type  represented  by  the  scofiPer,  we 
know  that  it  is  simply  impo.ssible  to  expect  anything 
from  thm.  Just  for  the  sake  of  argument,  however, 
I  should  like  to  have  some  of  these  scoffers  take  ad- 

vantage of  this  opportunity  to  see  what  science  in 
operating  amounts  to  and  what  can  be  accomplished 
by  using  the  brains  we  have  been  given. 

Science  in  embalming  helj^s  us  in  thi.«  way:  If  one 
condition  existing  in  the  body,  plus  one  condition  ex- 

isting in  the  fluid,  produces  a  third  condition  in  the 
body,  and  if  it  is  impossible  to  change  the  condition  in 
the  body  that  is  partly  responsible  for  the  final  result, 
it  may  be  possible  to  change  the  fluid  and  in  that  way 
avoid  the  bad  effect.  For  instance :  If  a  normal  5% 
standard  fluid  of  extreme  acidity  produces,  when  in- 

jected into  the  face,  a  putty  color,  because  of  the  effects 
of  an  acid  formaldehyde  action  on  the  tissues  and 
blood,  the  logical  way  to  prevent  such  an  effect  would 
be  to  reduce  the  strength  of  the  fluid  that  is  to  pass  into 
the  face  and  use  it  at  half  the  usual  strength.  We 
are  not  afraid  to  do  this  because  we  know  that  thf 

preservative  action  of  such  a  standard  fluid  is  of  suffi- 
cient strength  to  allow  us  to  reduce  it  one-half  and 

continue  to  obtain  satisfactory  preservation  in  th"^ 
face. 

Regardless  of  what  the  conditions  seem  to  be  in  the 
face,  we  do  not  make  our  treatment  for  the  face  the 
spme  as  our  treatment  for  the  balance  of  the  body  un- 

less the  united  conditions  call  for  that.  In  the  in- 
jeclion  of  the  axillary  artery,  for  instance,  the  weight 
of  the  organs  lying  over  the  aorta  in  the  chest  and 
a})domen  is  sufficient  to  hold  back  the  greater  portion 
of  the  first  64  ounces  of  fluid  and  cause  this  fluid  to  pass 
into  the  face  and  into  the  opposite  arm.  When  we  use  a 
capillary  wash  in  the  axillary  artery,  and  inject  this 
ahead  of  the  embalming  fluid,  we  know  that  a  certain 
percentage  of  said  capillary  wash  passes  through  the 
circulation  of  the  face  and  cleanses  the  circulation  of 

th(^  blood  which  when  congested  in  the  small  vessels  of 
flip  face  produce  the  blood  discolorations. 
We  use  a  capillary  wash  when  blood  discolorations 

are  present  before  we  begin  the  injection,  and  when 
there  seems  to  be  more  than  a  normal  amount  of  blood 
in  the  genera]  blood  circulation.  We  use  this  capillary 

v.'Hsh  to  reduce  the  viscosity  of  the  blood  so  that  it  will 
move  through  the  small  hair-like  capillaries  with  more 
freedom.  We  do  not  use  a  so-called  blood  solvent  be- 

cause of  its  ability  to  dissolve  blood  clots  because  we 
know  that  there  is  no  possible  way  to  do  this  and  no  so- 
called  blood  solvent  solution  can  dissolve  blood  clots. 

f  To  be  contimied.  ) 

TIIGHEST  CLASS  OF  WORKMANSHIP  AND  MATERIALS.  The  accompanying 

■*  illustration  on  a  Packard  chassis  is  one  of  our  good  sellers.  We  can  supply  these  on  any 

chassis.  We  have  also  on  hand  a  high-grade  line  of  horse-drawn  hearses  which  we  will  sell  to  the 
profession  at  a  special  low  rate.    Also  a  number  of  remodelled  hearses  that  are  equally  as  good  as  new. 

MITCHELL  &  CO. Ingersoli,  Ontario 
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ONTARIO 

Bobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 
Morris  &  Son,  L.   'Phone  10. 

Burks  Falls — 
Hilliar,  Joseph.    Box  213. 

Coboconk — 
Greenley,  A. 

Dorchester,  Ont. — 
Logan,  R.  A.     'Phone  2107. 

Dungannon — 
Sproul,  William 

Dimnville — 
D.  P.  Fry.    'Phone  68. 

Elmira — 
Dreisinger,  Chria 

Hamilton,  Ont. — 
Blachford  &  Sons, 

57  King  Street  West. 

Dod'sworth,  A.  H. 
59  King  St.  W. 

Robinson,  J.  H.  &  Co.,  19  21 
Jolin  St.  N 

Himtsville — Hilliar,  Joseph. 

IngersoU — Mclntyres,    F.    W.  Keeler 
ynil  R.  A  Skinnei,  props. 

Kemptville — MeOaughey,  Geo.  A. 

Kingston — Corbett,  S.  S. 
Raid,  Jas.,  254  Princess  St. 

London,  Ont. — 
Ferguson's  Sons,  John 

174  to  180  King  St. 

Orillia — W.  A.  Strachan, 
Successor  to 

H.  A.  Bingham. 'Phone  453. 
D.  Clark.    Tel.  159. 
Mundell,  J-  A.     Phone  126. 

150  Mississaga  St. 

Oshawa — Disney  Bros. 
Lmk©  Burial  Co. 

Port  Perry 

Disney,  R.  S. 
Schomberg,  Ont. 

F.  Skinner. 

St.  Catharines — Grobb  Bros. 
144-146  St.  Paul  St 

St.  Thomas — Williams,  P.  R.,  &  Sons,  510 
Talbot  St. 

Stirling — 
Ralph,  Jas.   'Phone  !ii2. 

Stratford — Greenwood  &  Vivian,  Ltd., 
88-92  Ontario  St. 

White  &  Co..  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 

Toronto — Cobbledick,    N.     B.,  2068 
Queen  St.  East  and  1508 Danforth    Ave.  Private 
Ambulance. 

J.  A.  Humphrey  &  Son, 
463  Church  St. 

Riaper,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. 
East. 

J.  C.  Van  Camp, 
30  Bloor  St.  W. 

Washington  &  Johnston. 
707  Queen  St.  E. 
Corner  of  Broadview, 

Thedford,  Ont.— Woodhall,  J.  B. 

Wallaceburg,  Ont.— 
Cousins,  Burlington  &  Saint. 

WeUand— 
Patterson  &  Dart 
Sutherland,  G.  W. 

Woodstock — Mack,  Paul. 

Whitby,  Ont.— Nicholson  &  Seldon. 

X  QUEBEC 

Montreal — Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — 
Tuttle  Bros.,  164  Lutz  St. 

St.  John,  N.  B. 
Fitzpatriek  Bros. 100  Waterloo  St. 

MANITOBA 

Brandon — 
Campbell  &  Campbell. 

Bauphin — 
Farrell,  A.  F. 

Winnipeg — Clark-Leatherdale  Co.  Ltd. 
232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main. 
SASKATCHEWAN 

Moose  Jaw — Broadfoot  Bros. 

Saskatoon — Young,  A.  E. 

The  Original 

Patented 

Concentrated 

Fluid 

Patented  Formula 
Strongest  and  Best 

Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 

ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 

Special  Canadian  Agents 

National  Casket  Co. 
Toronto,  Ont. 

GLOBE  CASKET  CO. 
London,  Ont. 

SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 

GIRARD  &  GODIN 
Three  Rivers,  Que. 

JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 

CHRISTIE  BROS. 
Amherst,  N.S. Larger  Bottles  filled  up  with  water 

Egyptian  Chemical  Co.  Boston,  u.s.A 

Why  is  Caranac  Embalming  Fluid 

being  used  by  the  most  prominent 

men  in  the  profession  in  Canada? 

1st  Because  it  is  giving  them  better 

results  than  they  ever  have  had 

before. 

2nd  Because  the  Standard  of  Quality 

is  always  the  same. 

3rd  Because  it  is  strictly  a  "  Canadian 

Product.** 
Let  your  next  order  be  Caranac  Fluid 

CaranaC  Laboratory 

Peterborough,  Ontario,  Canada 
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R 

Regal  Phonograph  Co   41 
S 

Shafer  &  Co..  D.  L  i.f.c. 
Staiidard  Bedding  Co   16 
Stratford  Bed  Co   6 
Stratford  Chair  Co   5 

T 
Toronto  Furniture  Co   12 

V 

Victoriaville  Furniture  Co.  ..14-15 
W 

Watman  Co   52 
Walter  &  Co.,  B  i.f.e. 

For  Sale 

Wanted 

TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage,etc. 
Cash  must  accompany  each  order —  no  accounts  booked. 

UNDERWOOD  TYPF.WKITERS— Thoroughly  rebuilt,  look  like 

new,  wear  like  new.  GuaraiitcLHl  five  years.  Less  than  one- 
half  manufacturers  prices.  Free  inspection,  and  sold  tor 

cash  or  payments.  Send  for  proposition  "and  protect  your- 
self with  '".opies  of  letters  and  orders  written.  Address, 

Arthur  O.  Secord  Co.,  Limited,  Dept.  6,  Brantford,  Ontario. 

Young  married  man  of  good  character  and  ability,  capable  of 

taking  full  charge  of  furniture  business  or  department,  can 

do  ui.holstering,  picture  framing,  re-finishing  and  undertak- 
ing. Will  be  open  about  May  1st.  British  Cohnnbja  pre 

ferred,  but  would  consider  anywhere,  or  position  on  road  for 
established  firm.  Apply  for  more  information,  givinu 

particulars  as  to  position  and  salary,  to  R.  S.  Breretoii, 
Claresholm,  Alberta.   ^ 

WANTED— Bv  June  1st,  for  Toronto,  undertaker  and  embalmer, 
mivst  be  Al  man.  Give  full  particulars,  such  as  married  or 

single,  age,  experience,  height,  salary  expected,  used  to  auto- mobiles and  all  complete  information.  Box  21,  Canadian 
Furniture  World  and  The  Undertaker.  -;i 

FOR  SALE — One  of  the  most  ))aramouut  funeral  directing 
establishments  in  Toronto,  Ont.,  s.plendidly  located,  elegantlv 
eipiipped,  with  everything  in  good  working  order,  with  a 
showing  of  large  annual  profits.  Good  reasons  for  selling; 
oxicllcnt  opportunity  for  the  right  jiarty  or  parties.  Apply 
liox  '2'2,  Furnitujc  Worlil.  -a 

FOR  SALE — Hearse  gear  newly  painted  black,  good  as  new, 
]il>  in.  steel  tires,  1,000  mile  axle,  off  8  column  Guy  hearse: 
also  hea\y  set,  (juick  detachable  sleighs,  nearly  new.  Outfit 
worth  ̂ '.Wf^,  for  ̂ \'2-).    .lames  Irwin,  Campbellf ord.  -a 

FOR  SALE — New,  up-to-date  eight  coluanued  hearse.  Will  sell 
cheap  for  quick  sale.  For  particulars  and  ))hoto,  applj'  to 
Box  2"),  Canadian  Furniture  Worbl.  -& 

WANTED— Retail  furniture  salesman  and  buyer,  thoroughly 

experienced,  including  carpets,  crockery  and  stoves,  in  To 
ronto  house,  wants  a  change  in  Ontario  or  Eastern  Provim  cs. 
Box  2''>,  Canadian  Furniture  World.  i 

UPHOLSTERERS  WANTED — Several  good  positions  for  first- 
class  upholsterers.  Highest  wages  paid.  Apply  to  Box  24, 

Furniture  World.  ^-'^-f 
WANTED — Furniture  salesman,  to  take  charge  of  up-to-date 

furniture  store.  Must  be  a  live  wire.  Good  salary  to  right 

man.    Apply,  Marshall-Ecclestone,  Limited,  Timmins,  Ont.  -a 

Send  Your 

WANT  ADS 

To  the 

Canadian  Furniture 

World 
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Huid 

The  Boyt— "A/a/no,  when  I'm  a  man  and  become  papa's  partner 
in  the  undertaking  business,  I'm  always  going  to  use Champion  Fluid,  because  I  heard  papa  and  grandpa 
both  say  that  Champion  always  gives  them  better 

results  than  an\f  other  fluid. ' ' 

Wisdom  from  the  Mouth  of  a  Child 

Champion  Fluid  has  been  used  {rom  generation  to  generation,  and  has  always  been  of  highest 

quality,  and  so  recognized. 

As  the  art  of  embalming  has  progressed  the  formula  for  Champion  Fluid  has  been  revised  lo  keep 
Champion  always  in  the  lead.  In  all  these  years  the  name  Champion  has  stood  for  the  best, 

as  it  does  to-day. 

The  Champion  Chemical  Co.,  Springfield,  O. 



No.  80.  Davenport— List  Price  $19.00 

SPECIFICATIONS:  Heavy  steel  angle  frame;  Alaska  twisted 
link  fabric  attached  to  frame  with  full  helicals;  length, 
72  in.;  width,  open,  45  in.;  closed,  21  in.;  black  japan  or 
oxidized  finish;  automatic  adjustment.  Mattress  is  extra 
well  made  and  filled;  covered  with  good  quality  denim, 
and  lined  with  art  ticking.     Folds  flat  for  shipment. 

This  is  a  new  style  Davenport  that  should  be  on  the  floor  of  every  dealer 

in  the  country.  It  is  a  high-grade  article,  sold  at  a  price  that  puts  it  within 

the  reach  of  all  classes  of  buyers. 

The  three  rows  of  coils  under  the  centre  of  the  link  fabric,  make  it 

especially  comfortable,  whether  used  as  a  bed  or  a  settee. 

The  Parkhill  Manufacturing  Co.,  Limited 

TRADE.  MARK  RLCIlTCRtO 

Makers  of  Bedsteads  and  Bedding. 

MONTREAL 

"Alaska  on  an  article  means  high-grade  every  particle" 
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WILLIAM 
AND 

MARY 

MADE  IN BLACK 

WALNUT 

No.  2743  W 

A  CHINA  CABINET  BY  McLAGAN 

/JTHIS  cabinet  here  illustrated  is  one  piece  of  a  coniplete 

^  dinmgroom  suite,  and  is  reminiscent  of  the  William 
and  Mary  period  ;  a  dainty  design  and  very  popular. 
Its  attractiveness  and  distinguished  appearance  has  evoked 
much  favorable  Comment  both  from  furniture  dealer  and 

customer,  and  its  ready  salability  cannot  but  help  bring 

trade  to  your  store  as  weW  as  profits  to  your  business. 

THE  GEORGE  McLAGAN  FURNITURE  COMPANY,  LIVIITED    -    STRATFORD.  ONTARIO 

J 
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Are  You  Getting  Your  Share 

of  Kiddie- Kar  Profits  ? 

A  coast-to-eoast  fidvertising  campaign  started  on  Ajiril  16th, 
and  the  already  great  demand  for  the  ever-popular  KIDDIE- 
KAE  is  growing  steadily.  We  supply  you  with  newspa-per 
cuts  which  will  link  your  store  with  this  national  advertising, 
also  folders  and  posters  for  distribution  and  window  displays. 
Are  3"ou  in  line? 

DONT  BUY  TROUBLE- 

— by  stocking  imitations  of  KIDDIE-KABS,  all  of  which  in- 
fringe our  patents.  KIDDIE-KAES  are  fully  protected  by 

Canadian  Pioneer  Patents:  Design  Patent  issued  December 
30th,  1916;  Mechanical  Patent,  April  3rd,  1917. 

IMMEDIATE  DELIVERIES 

Increased  facilities  for  manufacture  and  shipping  insure  quick 
service,  but  owing  to  present  uncertain  freight  deliveries  we 
advise  that  vou  orilei'  earlv. 

East  of  the 
Great  Lakes 

West  of  the 
Great  Lakes 

No.  2— Two  to  Three  Years 
No.  3 — Three  to  Four  Years 
No.  4 — Four  to  Eiffht  Years 

$1.50  $1.75 
2.00  2.25 
2.50  2.75 

These  prices  strictly  maintained.  Prices  to  dealers  on  applica- tion. 

IDDIE  I^AR 

Selling  Agents 

John  C.  Mundell  &  Co.,  Ltd. 
Elora,  Ont. 

Canadian  K.  K.  Company,  Ltd.       elora  -  Ontario 
Sole  Canadian  Rights 

Tennessee 

Cedar  Chests 

Absolu  ely  mothproof. 
Made  in  three  popu- 

lar sizes.  Best  copper 
trimmings  used 
throughout. 

Every  Woman 
Wants  One 

Their  -handsome 

pearance  and 

ap- 

great 

utility  make  them  fa- vorites with  cJl.  The 

price  will  enable  you 
to  make  a  good  profit. 

D.  L.  SHAFER  &  COMPANY,  ST.  THOMAS,  ONTARIO 

THE  WABASH  SLIDE SLIDE  making  a  SPECIALTY  BUSINESS 

MADE  BY 

B.  WALTER  &  CO.,  WABASH.  IND. 

The  Largal  EXCLUSIVE  TABLE 
SLIDE  Manufacturers   in  America. 

Became  of  our  SPECIAL  EQUIPMENT  we  on  make 
SLIDES  BETTER  and  CHEAPER  than  the  hiraituie 
manufacturer  who  makes  a  dozen  article*. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SUDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost 

DEALERS— INSIST  on  WABASH  SUDES 
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Geo.  McLagan  Furniture  Co. Limited 
Medium  and  High  Grade  Dining  Room, 
Parloi,  Hall  and  Library  Furniture. 

Farquharson-Gifford  Co.^  Ltd. 
Specialists  in  Revolving  Seat  Davenport 
Bed>,  and  Living  Room  Furniture. 

Stratford  Chair  Co.^  Limited 
Dineii,  Rockers,  Bedroom  Chairs,  Office, 

Den  and  Library  Chain,  Children's  Chairs. Buffet*  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 

Davenport  Beds. 
Living  Room  Furniture. 

Globe-Wernicke  Co.,  Limited 
Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 

Cabinet  Supplies,  Stationers'  Goods. 

Imperial  Rattan  Co.,  Limited 
Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields,  "Old  Hickory" Rustic  and  Garden  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 
Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cols  and  Chairs,  Folding  Chairs  and  Tables 

Stratford  Bed  Co.,  Limited 
Brass   Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 
Office  Furniture. 

Brass 

Tack,s 

Stratford  is  potentially  a  furniture 

cit}),  and  its  manufacturers  are  Well 

organized  to  give  retail  merchants 

good  values  and  good  service. 

Furniture,  "Made  in  Stratford" 
is  high  quality  and  medium  grade. 

It  is  good  in  design  and  workman- 

ship. Its  prestige-building  qualities 

will  assist  an^  dealer  to  build  an 

enviable  reputation  on  value-giving 
merchandising. 

AsJ^  any  of  the  advertisers  in  this 

section  what  you  want  to  J^now 

about  their  particular  lines.  Write 

them  for  catalogs. 

Buy  furniture  from 

STRATFORD 

CANADA 

■  1 ■  I 
■  i 
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STRATFORD  CHAIRS 

No.  1576-6 

The  Jacobean  period  of  design  has  be- 
come a  very  popular  seller  to  buyers  of 

livingrootn  furniture,  and  we  have  kept 
abreast  of  the  demand  in  this  respect  by 

careful  design  and  finish  of  this  motif. 
These  two  chairs  herewith  are  made  in 

oak,  beautifully  finished  in  Stratford  Style 
with  cane  back.  They  will  appeal  to 

your  customers,  not  alone  because  they 
are  Stratford  Made  but  because  of  the 

comfortable  appearance  they  possess. 
Write  us  for  Particulars  and  Prices. 

The  two  chairs  illustrated  on  this  page 

are  typical  of  the  style  and  quality  of 
Stratford  Chairs.  Like  other  lines  of 

necessary  articles,  furniture  appeals  to 

the  buyer  by  its  get-up,  so  to  speak, 
that  is,  the  design,  finish,  sturdiness  and 

price,  acccording  to  the  means  of  your 
customer.  We  manufacture  a  line  for 

every  demand  of  your  customers,  and 
in  stocking  them  you  give  service  that 

will  bring  repeat  orders  and  more  sales. 

No.  1576-5 

THE  STRATFORD  CHAIR  CO.,  LIMITED STRATFORD 

■  f 
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i  a Real  Outdoor  Furniture  m 

You  will  surely  want 
 to 

handle  the  best  and  most 

profitable  line  of  outdoor 
furniture  this  Spring — that  is 

"Old  Hickory" 
The  only  logical  outdoor 

furniture 

For  spacious  lawns  and 

grounds  nothing  is  more  sub- stantial and  beautiful  than  a 

well  planned  "Old  Hickory" 
setting. 

Prompt  shipments  now.  New 
50-page  catalog  on  request. 

Imperial  Rattan  Co. Limied 

■  i 

II 

Stratford Ontario 

■  i 

Mr.  Furniture  Dealer: 

Are  you  getting  and  reading  The  Canadian 

Furniture  World  and  Undertaker  regularly? 

If  not,  send  $  1 .00  to  address  below,  and  the 

paper  will  come  to  you,  postpaid,  each  month. 

The  Commercial  Press,  Limited 

32  Colborne  St.,  Toronto 

illlllllllllllllilllllllliilllilllllilllllli lllllliilllllllllllliilllllllli!!^^ 

■  i 
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CANADA 

The  Nufold  Divanette 

The  Most  Perfect  Folding  Bed 

Manufactured 

The  F.-G.  conception  of  the  correct  idea  in  folding  bed  construction 

is  demonstrated  by  the  NUFOLD  which  is  the  closest  advance  to 

perfection  that  has  been  reached  up  to  the  present  time. 

The  many  elements  essential  to  success  as  a  merchandising  commodity 
are  embodied  in  the  NUFOLD. 

Simplicity  of  Operation.      Ample  room  for  bedding  and  pillows 
Accommodation  for  a  35  pound  mattres* 

Vhe  FARQUHARSON-GIFFORD  COMPANY,  LIMITED 
Specialists  in  Davenport  Beds  and  Living  Room  Furniture 

STRATFORD  ONTARIO 

I  1 

I  i
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The  Nufold  Divanette 

The  Most  Perfect  Folding 

Bed  Manufactured 

The  merits  of  the  Nufold 

Divanelte  sell  it  without  an 

effort.  A  single  demonstra- 
tion will  convince  a  customer. 

This  illustration  shows  the 

first  stage  of  simple  op..ration 

in  converting  from  a  divanette 
to  a  bed. 

No.  200 >^ 

No.  200', 

Thisjllustralion  shows  the 
Nufold  as  a  bed  accomo- 

dating a  thirty  five  pound 
mattress. 

The  construction  of  the 
Nufold  is  such  that  its 

operation  requires  but  the 
slightest  effort  on  ti  e  part 
of  the  operator. 

Seeing  is  believing.  Order 

one  to-day  and  ycu  will 

see  we  make  no  extrav- 

agant statement. 

"Uhe  FARQUH ARSON- GIFFORD  COMPANY,  LIMITED 
Specialists  in  Davenport  Beds  and  Living  Room  Furniture 

STRATFORD  ONTARIO 

illllllllllllllillllllllllllllllllllllllll illlillillllllllllllllllllllllllllllll 
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»  Canadian 

^  If  you  are  a  factory  executive,  if  you  are  responsible  in  any  way 
for  the  effectiveness  of  your  machinery,  your  workmen  or  your 
office  staff; 

^  If  you  have  authority  to  buy,  or  responsibility  for  what  is  bought 

m  your  plant,  no  matter  what  your  title  is— president,  general  manager, 
secretary,  superintendent,  works  manager  or  sales  manager  ; 

^  If  you  want  to  attain  the  highest  standard  of  efficiency  in  your 

works  or  your  office 

You  should  read  every  issue  of 

The  Canadian  Manufacturer 

^  It  is  not  merely  a  paper  for  wood-working  plants,  but  rather  a 
paper  for  all  classes  of  factory  executives. 

^  Its  hints  and  suggestions  are  gathered  by  a  staff  of  practical  men, 

who  have  worked  in  well-conducted  plants  and  who  know  what 
new  idea  is  workable  and  what  merely  an  ineffective  experiment. 

^  These  suggestions  are  secured  by  personal  visits  to  plants  where 

keen,  experienced  executives  are  steadily  increasing  efficiency,  and 

only  the  best  of  the  many  "new  '  methods  and  ideas  noted  are 
given  in  this  paper. 

To  the  alert  executive  the  paper  is  worth  many  times  its  cost. 

^  Also,  the  review  of  current  events  by  Mr.  W.  L.  Edmonds, 

appearing  only  in  The  Canadian  Manufacturer,  is  worth  many  times 

$  1 .00,  the  yearly  subscription  price.    You  should  read  every  issue  of 

The  Canadian  Manufacturer 
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COPPER  PLATED  MIRRORS 

will  stand  the  test  of  damp,  heat,  or  cold. 

The  silvering  will  positively  not  go  bad 

under  any  of  these  influences.  This  is  our 
story,  and  our  guarantee  (without  time  limit) 
stands  behind  it. 

PHILLIPS  MANUFACTURING  CO.,  LIMITED 
TORONTO  ONTARIO 

This  trade  mark  on  the  back 
of  all  our  copper  plated 

mirrors. 

Royal  Patent  Twin  Link  Spring 

IS  THE  BEST  YOU  CAN  SELL  OR  RECOMMEND  TO  YOUR  CUSTOMERS 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin^ 

guaranteed 

10 

years 

unexcelled 

for 

quality 

The  most  comfortable,  noiseless,  and  lightest  Bed  Spring  of  this  character  ever  devised. 

Small  mesh  openings,  longitudinal  double  wire  links  of  just  the  proper  size  for  flexibility,  resili- 
ence, comfort  and  strength.    There  arc  no  loose  connecting  links  cross-wise  to  become  displaced 

and  noisy.     The  straight  pull  of  the  twin  links  on  the  helical  springs  means  great  comfort  for 
both  occupants  of  a  double  bed,  as  there  can  be  no  sagging  whatever.      Write  for  booklet. 

The  Canadian  Feather  &  Mattress  Co.,  Limited 

TORONTO 
OTTAWA 
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mm      Popular  Priced 

|B       High  Grade 

!■       Correct  Period 

1|       Dining  Room 

M       and  Bed  Room 

Furniture 

j|iii[«imiiKiiiiiiniiiiit]iiiiiiiiiiii[iiiiiiiiii 
Factories  and 
Showrooms  for 
the  trade  only 

i    Dufferin  Si. 
T%ronto. 

"•a  mm 

mm. 

r  au  PDNT [How  Many  Hides  ' 

REC.  U.S.  PAT.  OFF.  CRAFTSMAN 
QUALITY 

FOR  UPHOLSTERY 

PREVALENT  conditions  in  the  leather markets  make  to-day  the  opportune 
time  for  adopting  CRAFTSMAN 
QUALITY  FABRIKOID.  Such 

adoption  assures  an  ample  supply  of  covering 
material  of  uniform  quality.  Adopting 
CRAFTSMAN  QUALITY  FABRIKOID 
is  not  an  experimental  procedure.  Thousands 
of  yards  are  now  on  many  well-known  up- 
holstererj'  divans,  couches,  library  and  theatre chairs.  CRAFTSMAN  QUALITY  FAB- 

RIKOID is  distinctive  in  appearance,  impres- 
sive to  the  customer,  and  is  superior  in  service  to 

much  of  the  so-called  leather  available  to-day. 
Upholsterers  who  have  adopted  CRAFTS- 

MAN QUALITY  FABRIKOID  are  in- 
creasing their  orders  and  using  it  to  displace 

the  costlier  but  poorer  quality  of  leather. 
ASK  FOR  SAMPLES  OF  CRAFTSMAN 
QUALITY  FABRIKOID.   WRITE  TO'DAY 

Du  Pont  Fabrikoid  Co. 
Wilmington,  Del. 
Toronto,  Ont. 

FACTORIES  -  Newburgh,  N.Y. 
Fairfield,  Conn.  Toronto,  Ont. 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

COIL  SPRINGS 

for  Real  Comfort 

"Ah!  this  is  comfortable!"  you 
are  apt  to  say  when  you  sink  back 
luxuriously  upon  the 

Leggett  &  Piatt 

COIL  SPRINGS 

You'll  find  the  renowned  springs 
used  in  every  berth  of  a  Pullman 
car — a  fact  which  proves  conclus- 

ively their  supreme  worth.  And 

you'll  find  them  in  the  bed  rooms 
of  the  best  hotels  and  the  better 

grades  of  upholstered  furniture. 

BEST  MADE  FOR  30  YEARS 

Drop  us  a  line  on  your  business 
letter  head  asking  for  particulars 
about  Leggett  and  Piatt  Coil 

Springs.  You  '11  find  these  particu- lars interesting  and  pointing  the 

way  to  more  profits  for  you. 

Leggett  &  Piatt  Spring  Bed 

Company,  Limited 

Windsor,  Ontario 

TRADE  MARK 
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Louis  XVI 

AN  EXQUISITE  CREATION  IN 

WALNUT,  AND  FULLY  UP  TO 

OUR  STANDARD  OF  QUALITY 

THIS  IS  A  TRUE  REPRODUC- 

TION OF  THIS  PERIOD  AND 

ONE  YOU  WILL  BE  PROUD  TO 

SHOW  TO  YOUR  CUSTOMERS. 

WRITE 

US  FOR 

PRICES 

Remember 

our  Permanent 

Wholesale 

Showrooms  at 

136-140 

King  St.  East, 

Toronto 

are  open  all  the 

year  around  and 
afford  the  dealer 

with  a  prospective 
customer  every 

opportunity  to 
make  a  sale. 

When  in  Toronto 

make  our  Show- 

rooms your  head- 

quarters. 

FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 

Panada  PurnitureManufacturers 

GENERAL  OFFICES  :   WOODSTOCK,  ONT. 

WHOLESALE  SHOWROOMS TORONTO 

Limited 

WINNIPEG 

FACTORIES  : 

WINGHAM 

WALKERTON 
WIARTON 
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The  National  Table  Company,  Limited 
The  Owen  Sound  Chair  Co.,  Limited 
The  North  American  Furniture  Co., Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 
Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 

f A»1»J 
i CHEESE ^  CLOTH 

E.   P  U  LLAN 

20  MAUD  STREET TORONTO 

GREEN  TOW 

A  small  quantity  of  Green  Tow  of  good  quality 
now  available,  for  upholstering  purposes. 

Quotations  on  application,  by  letter;  first  come, 
first  served.  Other  lots  will  be  made  later,  and 
applications  not  satisfied  now  will  be  fyled  for 
notification  as  supplies  are  available. 

A.  L.  McCREDIE 

Flax  Mill  St.  Marys,  Ont. 

Now  is  the  right  time  to  sell  Garden  Seats 

AGENTS 

J.  E.  BEAUCHAMP  &  CO. 

T.  A.  Corley  &  Son 
Winnipeg 

Ontario 
W.  G.  Grant 

Toronto 

Qu«6«c J.  Pouliot 
Montreal 

Britiah  Coloniet 
Dominion  Exportert.Ltd 

Montreal,  etc. 
Order  at  once  from 

Mfrs.  Montreal 

OUR  NEW  LINE 

Eight  Pictures  of  Historic  Interest  in  France  and  Belgium 

Courtrai—Ypres-^Malines—Dixmunde  Ghent- Bruges-  Antwerp 
On  sale  by 

THE  BIG  CANADIAN  MOULDING  HOUSE 

MATTHEWS  BROS.,  LIMITED 

788  DUNDAS  STREET TORONTO,  CANADA 
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The  Berlin  Office  and  Fixture  Company  begs  to  inform  the  trade  that  owing  to  the 

feeling  of  resentment  against  the  name  "  Berlin,"  they  have  decided  to  change  their 
name  to  "  Art  Furniture  Company,  Limited.  "  ̂   We  offer  the  assurance  with 
this  announcement,  of  our  continuance  in  the  manufacture  of  Library  Tables  in 
quartered  and  plain  oak,  also  medium  grade  bedroom  furniture  in  period  designs,  and 
will  add,  from  time  to  time,  new  designs  in  keeping  with  the  changing  demands  and 
latest  development  in  furniture  making.  ̂   Coupled  with  the  making  of  gocd  furniture 

is  service,  and  we  have  put  forth  every  effort  to  make  this  not  only  a  by-word  m  our 
establishment  but  a  rock  on  which  we  are  building  our  success.  We  ask  your  patronage. 

ART  FURNITURE  COMPANY  LIMITED  -  KITCHENER 

formerly  Berlin  Office  &  Fixture  Co. 

ONT. 

Why  This  Sulky  is  the 

Season's  Best  Seller 

Folding  Footwell, 

Cover  and 

Seat  Combined, 

Makes  a  35in.  bed 

3 
Position 

Back 

^ A  REAL 

2-Wheeled 

Carriage     SIDWAY  MERCANTILE  CO., 

As  long  as  you  offer  a  woman  any  old  sulky,  any  dealer  is  likely  to  make  the  sale.    But  when  you  show  her  a 
sulky  with  features  found  on  uo  other  sulky,  chances  are  you  have  made  a  sale  right  then  and  there. 
The  sulky  here  illustrated  has  a  double  seat  which  folds  to  form  a  long  bed;  it  has  a  throe-position  back,  large 
hood;  Sidway  three-piece  steel  wheels. 

Write  for  details  of  this  feature  line. 
Permanent  Exhll)lt: 

215    VICTORIA  ST. 
TORONTO 
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VEHICLES 

for  ChUdren 

for  immediate  ship- 

ment from  stock 

Velocipedes 

Hand  Cars 

Steel  Wagons 

Garden  Barrows 

Tricycles 

Automobiles 

Bicycles 

Write  for  Catalogue 

and  price  list 
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The  Gold  Medal  Line 

SPRING  TIME  IS 

BED  SPRING  TIME 

We  are  exlremely  busy  in  our  Bedding  Department  and  dealers  are  advised 

to  anticipate  their  requirements  ahead  so  as  to  avoid  delay 

and  disappointment  in  deliveries. 

HERCULES 
REGISTERED 

BED  SPRINGS 

Many  years  of  test  has 

put  the  stamp  of  pubhc 

favor  and  confidence  on 

the  celebrated  guaranteed 

"HERCULES" (Reg.  Trade  Mark) 

"PURITY" (Regiatered) 

Mixed  Mat- 

tresses and 

White  Cotton 

Mattress. 

"Gold  Medal" 
Felt  Mattresses 

Manufacturers  of  Parlor  and  Living  Room  Furniture 

The  Gold  Medal  Furniture  Mfg.  Co. 

Head  Office  :    Van  Home  St.,  Toronto 
Limited 

Factories  also  at  Montreal,  Winnipeg  and  Uxbridge 
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No.  198  Suite  in  plain  oak,  polished 

Col  onial  Dining  Room  Furniture 

/5  always  staple 

\TEW  styles  or  reproductions  are  constantly  being 

introduced  and  many  of  them  die  young.  But  the 

good  old  Bandsawed  Colonial  pattern  seems  to  be  here 

to  stay.  No  furniture  stock,  in  village,  town  or  city  is 

complete  without  a  representation  of  this  period. 

Our  catalogue  shows  some  first  rate  patterns  in 

Elm,  Empire  Mahogany,  Plain  Oak  Quartered 

Oak,  ranging  in  prices  from  $45.90  to  $83.90  for  a 

nine-piece  suite. 

YOUR  ORDERS  WILL  RECEIVE  PROMPT  ATTENTION  WHETHER 
THEY  COME  BY  MAIL  OR  THROUGH  OUR  TRAVELLERS. 

THE  KNECHTEL  FURNITURE  CO 
LIMITED 

HANOVER  ONTARIO 
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I  PEERLESS  Divanettes  I 

The  Peerless  bed  is  the  Only 

Divanette  made  that  will  hold  a  genuine 

full-sized  layer  felt  mattress. 

It  is  the  only  Divanette  made 

that  can  be  opened  up  with 
one  continuous  movement. 

it  is  the  simplest  operating 

sofa  bed  yet  invented  as  there 
are  no  latches  or  catches  to 

confuse. 

It  has  a  comfortable  spring  seat  with  roll  edge.  Seat  and 

Back  all  hand-upholstered,  making  durability  two-fold. 

Our  1 02  (as  cut)  complete  with  above  styled  mattress ;  Covering, 
Art  Leatherette  ;  Solid  Oak  Frame. 

$28.75  f.o.b.  Toronto 

No.  102 

The 

20TH  CENTURY 

No.  81 

MANUFACTURED  BY 

20th  Century 
is  the 

Lowest  Priced 

Divanette 

on  the  market  to-day 

It  has  a  very  soft  spring  seat 

and  edge  and  can  be  opened 
into  a  full-sized  comfortable 

bed  by  one  operation. 

The  Body  construction  is  en- 
tirely of  steel,  with  link  fabric 

spring,  solid  oak  frames. 
Upholstered  in  good  quaUty 
Art  Leatherette. 

As  cut,  complete  with  thick 

pad-mattress 

$23.75  f.o.b.  Toronto 
When  selling  the  Peerless  Make  your 
customers  are  assured  of  getting  real 
comfort  and  absolute  satisfaction. 

Every  bed  is  guaranteed.  Write  for 

complete  price  list. 

SANITARY  BEDDING  CO.,  LIMITED 

191-193  QUEEN  STREET  EAST,  TORONTO 
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A  War  Time  Message 

to  Columbia  Dealers 

Here  is  one  business  that  cannot  be  disturbed  by  upset  general  busi- 

ness conditions — a  business  that  goes  on  and  prospers  and  produces 

a  steady,  increasing  profit  for  the  dealer,  regardless  of  what  happens 

in  Wall  Street  or  abroad. 

It  is  an  established  principle  that  in  times  of  stress  people  want  the 

relief  and  forgetfulness  of  the  sort  of  amusement  Columbia  offers  more 

than  in  normal  times — and  Columbia  dealers  have  learned  to  know 

what  even  "normal  demand"  for  Columbia  product  means  in  assur- 
ance of  profits  and  prosperity. 

One  thing  is  clear :  you  are  in  a  fine  business,  a  stable  business,  a 

business  that  has  a  big  future  and  no  fears,  when  you  are  selling 

Columbia  products. 

Columbia  Graphophone  Co. 

Factory  and  Headquarters  Toronto  Canada 
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Some  Practical  Suggestions  from  a  Village  Dealer 

Dealer  in  small  town  outlines  some  methods 
that  work,  for  larger  sales  and  greater  profits. 

By  A  .STAFF  EDITOR 

K      N'lLLAGE  dealer  whom  the  editor  of  The  Can- 
adiaii  Fui-niture  World   recently  interviewed, 
gave  a  number  of  hints  and  suggestions  that  will 

no  doubt  prove  of  interest  and  value  to  others. 
This  dealer  makes  a  practice  of  carefully  cheeking 

up  freight  bills,  express  charges,  invoices  and  state- 
ments, and  has  found  it  well  worth  while.  He  keeps  n 

book  in  which  a  record  is  made  of  overcharges  and 
shorts. 

Tn  this  book  this  dealer  also  makes  a  note  of  any 
instances  where  the  price  charged  is  higher  than  thai 
he  was  quoted.  If  the  goods  Avere  bought  through  the 
traveller,  he  takes  it  up  with  him  when  he  calls  again, 
while  if  they  were  ordered  direct,  he  immediately 
writes  the  firm  in  regard  to  the  overcharge.  He  find* 
this  another  feature  of  invoices  worth  checking  up. 

Another  means  of  saving  money  that  this  dealei- 
advocates,  is  by  taking  advantage  of  discounts.  He 
sliowed  the  writer  a  statement  of  a  manufacturer 

Avho  offered  2  per  cent,  discount  for  immediate  pay- 
ment or  30  days  net.  He  was  taking  advantage  of  the 

discount.  Two  per  cent,  for  30  days  is  equal  to  2-'! 
per  cent,  a  year,  certainly  a  worth  while  interest  on 
money  as  compared  with  3  per  cent,  which  would  be 
received  if  left  in  the  bank. 

Tt  is  realized  that  money  is  ̂ vorth  money.  For  this 
reason,  whenever  he  has  an  account  with  a  ens- 

tomor  who  is  "good."  but  has  not  the  ready  money  to 
straighten  out  his  bill,  he  gets  a  promissory  note  from 
him,  bearing  interest.  Notes  are  put  into  the  bank 
for  collection,  as  it  has  been  found  that  the  average 
man  when  notified  by  the  bank,  is  more  inclined  to 
give  the  matter  attention.  Realizing  this,  he  fre- 

(|nently  gets  "bad-pay"  customei's  to  give  him  shoi't 
term  notes  for  their  accounts.  These  notes  are  put 
into  the  bank  for  collection,  and  receiving  notice  from 
that  institution,  a  customer  will  frequently  make  pay- 

ment when  he  would  not  do  so  to  the  store. 

Believes  in  Newspaper  and  Calendar  Advertising 

This  dealer  is  a  firm  believer  in  the  motto  tliat  if 
pays  to  advertise.  He  uses  space  regularly  in  the 
local  paper,  and  traces  quite  a  few  enquiries  to  this 
advertising.  He  also  realizes  that  there  is  bound  to 
be  a  good  deal  of  value  received  of  which  he  will  have 
no  knowledge.      There  is  a  cumulative  value  to  ad- 

vertising that  cannot  be  measured,  while  customers  do 
not  often  mention  the  fact  that  they  have  been  at- 

tracted by  the  store's  ad. 
He  believes  that  for  the  dealer  in  the  small  town  that 

calendar  advertising  is  profitable.  Customers  appre- 
ciate the  gift  of  a  calendar,  especially  if  it  is  a  pretty 

good  one  that  will  serve  as  a  decoration  for  their  home. 
He  always  gets  a  fairly  good  one  and  of  a  fair  size. 
And  he  believes  in  having  enough  to  give  one  to  every 
regular  customer  as  well  as  any  others  who  apply  for 
one.  A  customer  feels  slighted  if  he  or  she  is 

neglected. 
The  Late-Invoice  Difficulty 

Like  many  other  merchants,  this  dealer  has  had 
considerable  trouble  from  invoices  not  coming  along 
from  the  manufacturers  until  some  time  after  the  goods 
are  received.  In  these  days  when  prices  are  fre- 

quently changing,  this  is  particularly  bad  for  the 
dealer,  for  he  often  has  to  open  up  the  goods  and  sell 
them  before  the  invoice  comes  along.  Of  course,  such 
goods  are  generally  sold  on  the  old  basis,  and  if  there 
has  been  any  upward  movement  in  price,  he  is  the 
loser.  In  addition,  the  dealer  needs  his  invoice  in 

orde)-  to  check  iip  incoming  shipments.  This  dealer 
advocates  merchants  who  have  trouble  in  this  regard 
to  write  to  the  offending  manufacturers,  impressing  on 
Iht'ui  the  need  of  liaving  invoices  sent  promptly. 

This  dealer  believes  that  the  travelling  salesman  is 
entitled  to  a  courteous  reception.  He  believes  in  al- 

lowing them  to  state  what  they  have  to  offer  and  sizing 
up  their  proposition  on  its  merits.  He  does  not  confine 
his  purchases  to  any  certain  houses,  but  if  he  gets  a 
good  ofTer  from  a  house  that  he  has  not  been  dealing 
with,  he  takes  it  up. 

THE  wide-awake  dealer  in  the  riirnitiire  selling 
game  looking  for  arguments  to  stimulate  his 
business  should  fii'st  consider  the  character  of 

fill'  article  and  find  out  how  its  sales  were  distributed 

tliroughout  the  year.  I  believe  the  thinking  man  will 
agree  with  me  that  no  commodity  in  the  furniture  line, 
be  it  ever  so  staple,  sells  alike  in  each  of  the  twelve 

months.  Seek  out  the  goods  that  are  timely  and  sea- 
sonable and  then  [)lan  how  you  can  increase  their  sale 

tlui'iug  the  summer  months. 
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Selling  Electric  Washing  Machines  on  Installment  Plan 

How  to  begin — Make  offer  to  prospecltve  buyers — 
Business  worth  cultivating — Big  profit  for  dealers. 

Every  season  there  is  some  new  phase  in  the  elec- 
trical supply  business  that  can  profitably  be  put  into 

practice  by  any  dealer  who  takes  the  time  to  study  the 
new  methods  as  used  by  others  in  the  same  line  of 
business. 

A  large  number  of  live  dealers  throughout  the  coun- 
try are  selling  electric  washers  and  vacuum  cleaners  on 

the  installment  plan.  However,  many  dealers  think 
that  selling  on  the  installment  plan  requires  a  consider- 

able amount  of  surplus  cash.  But  this  is  not  the  case. 
In  fact,  if  the  dealer  can  buy  and  pay  for  two  electric 
washers,  he  can  buy  and  sell  a  hundred  without  an 
additional  investment,  and  this  article  will  tell  how  it 
can  be  done. 

Another  big  mistake  made  by  many  furniture  dealers 
is  that  they  try  to  sell  high-priced  articles  only  to  those 
who  can  afford  to  pay  cash  for  the  article  at  the  time  of 
purchase.  They  do  not  realize  that  for  every  customer 
who  can  pay  cash  for  a  $100  machine  there  are  a  dozen 
who  would  be  willing  to  buy  on  the  installment  plan. 

In  every  community  there  are  many  families  who 
would  appreciate  doing  their  washing  by  electricity, 
but  they  do  not  feel  that  they  can  dig  down  into  their 

pockets  and  pay  out  $100  at  one  time  without  greatly 
unconveniencing  themselves.  Perhaps  some  of  the  very 
customers  you  have  been  trying  to  sell  an  electric 
washer  on  the  cash  basis  would  be  glad  to  buy  the 
washer  if  you  offered  to  sell  it  Avith  an  initial  payment 
of  anywhere  from  $5  to  $25  and  the  balance  at  the  rate 
of  $5  per  month.  This  class  of  customers,  as  a  rule, 
do  not  Avant  to  ask  the  dealer  to  sell  a  machine  on  the 
installment  basis,  but  if  the  offer  came  from  the  dealer 
they  would  be  very  apt  to  accept  the  proposition,  even 
if  asked  to  pay  $5  more  than  the  cash  price.  And 
there  should  be  a  slight  increase  in  price  when  a 
machine  is  sold  on  the  installment  basis,  for  otherwise 
there  would  be  no  incentive  for  paying  cash. 

Suppose  an  electric  washer  costs  about  $65  and  is 
sold  for  $100.  If  the  machine  was  sold  for  $15  down 
and  the  balance  in  monthly  installments  of  $5,  it  means 
an  investment  of  $50. 

To  simply  sell  a  machine  on  this  basis  and  then  take 

the  customer's  word  for  it  that  he  will  pay  $5  a  month 
until  the  entire  amount  was  paid  is  poor  business.  There 
would  be  no  protection,  no  real  hold  on  the  customer  or 
machine,  in  the  event  he  could  not  keep  up  his  pay- 

ments. The  method  that  should  be  used  when  making 
a  sale  on  the  installment  plan  is  to  secure  yourself  by  a 
note  from  the  purchaser  and  a  mortgage  on  the  ma- 

chine, giving  the  customer  a  bill  of  sale  when  the  last 
payment  is  made.  Some  dealers  take  a  single  note  for 
the  entire  amount  and  then  credit  the  customer  with 
the  monthly  payments  as  they  are  made.  This  is  a 
fairly  good  method,  but  there  is  an  even  better  one.  In- 

stead of  taking  a  single  note  for  the  entire  payments 
due,  it  is  better  to  take  a  series  of  notes,  one  for  every 
month,  so  that  every  time  a  payment  is  made  the 
note  due  that  month  can  be  returned. 

There  is  another  great  advantage  to  this  method.  If 
the  customer  is  reliable,  and  he  should  be,  then  the 
notes  and  mortgage  can  be  taken  to  the  local  bank  and 
money  borrowed  on  them,  or  the  notes  can  be  sold  to 

the  bank  at  a  slight  discount.     In  this  event,  the  cus- 

tomer can  make  tlie  monthly  payments  directly  to  the 
bank.  This  process  can  be  repeated  a  hundred  times, 
if  that  many  machines  can  be  sold  on  the  installment 
plan,  and  no  greater  investment  will  be  re(|uired  than 
the  money  paid  for  machines  at  the  time  of  the  original 
purchase.  The  wide-awake  dealer  protects  himself 
fully  when  a  machine  is  on  the  installment  plan,  and. 
if  fully  protected  by  notes  and  mortgage,  no  trouble 
will  be  had  in  getting  the  cash  fi'om  the  local  banker. 

It  can  be  readily  seen  that  it  does  not  reciuiro  a  large 
investment  in  order  to  sell  a  hundred  machines  on  this 
plan.  As  installment  sales  are  becoming  more  and 

more  popular  every  day,  it  is  to  the  dealer's  advantage 
to  seek  prospective  buyers  who  can  afford  to  buy  ma- 

chines on  this  basis — and  that  means  practically  every 
family  where  electricity  is  used  in  the  home. 

In  every  community  there  are  hundreds  of  house- 
holders that  should  be  doing  their  washing  by  elec- 

tricity. It  requires  a  little  pluck  and  hustling  to  make 
these  sales,  but  some  dealer  is  sure  to  get  this  business 
sooner  or  later,  and  it  is  pretty  safe  to  say  that  the  first 
man  in  the  field  will  reap  the  biggest  rewards.  He 
will  have  so  great  an  adA^antage  over  the  other  felloAv 
that  it  will  be  hard  for  any  dealer  to  overcome  the 
publicity  and  prestige  gained  by  the  dealer,  after  once 
he  has  a  good  start. 

The  secret  of  financial  success  is  in  doing  those  things 
that  will  increase  business  and  leave  a  sure  profit.  Book 
accounts  are  hard  to  turn  into  cash,  as  many  dealers 
have  found  to  their  sorrow.  But  when  the  dealer  has 

a  customer's  note  or  notes,  backed  up  by  a  mortgage  on 
the  article  sold,  it  is  almost  as  good  as  cash.  Some 
customers  may  ob.ject  to  giving  from  10  to  20  notes  for 
$5.  plus  the  mortgage,  in  payment  for  a  Avasher.  but 
these  are  very  fcAv  and  usually  can  be  made  to  see  the 
dealers 's  side  of  the  transaction.  He  can  explain  to 
the  customer  that  if  it  were  not  for  the  notes  and 
mortgage,  sales  could  not  be  made  on  time  payments. 
This  Avill  usually  do  aAvay  Avith  any  objection  a  cus- 

tomer might  have.  It  is  a  particularly  good  excuse  to 
give  to  the  man  who  claims  to  be  absolutely  honest 
and  is  good  for  several  times  the  amoimt  of  the  total 
purchase  price  of  the  machine. 

Installment  selling  means  a  big  profit  to  the  dealer, 
but  he  must  set  a  standard  by  Avhich  he  is  absolutely 
protected.  And  he  must  live  up  to  this  standard.  If 
one  customer  is  favored,  others  are  apt  to  hear  about 
it  and  Avill  ask  for  the  same  terms.  If  one  sort  of  an 
agreement  is  made  Avith  one  customer  and  another  with 
the  next  one.  there  Avill  be  no  set  standard  by  which 

to  govern  sales. 
The  furniture  dealer  Avho  makes  the  biggest  success 

of  his  business  is  the  one  AA'ho  is  not  afraid  to  demand 
his  rights — and  fully  protecting  himself  is  not  only  his 

right,  but  his  duty,  both  to  himself  and  to  the  whole- 
salers and  manufacturers  Avho  sell  goods  on  credit — on 

their  confidence  in  his  business  judgment,  honesty  and integrity. 

Possible  Employer — "H'm!  so  you  Avant  a  job.  eh? 

Do  you  ever  tell  lies?" 
Applicant — "No,  sir,  but  I  kin  learn." 
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Making  the 

Window 

Pull  Trade 

Illustration  shows  simple  but  effect- 
ive display  of  bedroom  suite  in  srralt 

town  dealer's  window. 

Elinunaliiig  the  guesswork  in  any  business  means 
the  concentration  in  effort  that  puts  the  punch  in  the 
results.  Wasted  effort  is  the  worst  leak  in  modern 
business.  The  man  Avho  knows  and  goes  about  his  job 
with  a  definite  proposition  in  view,  not  only  saves  his 
time,  his  labor,  but  very  often  produces  exactly  the  re- 

sults for  which  he  is  striving. 
The  window  dresser  who  gathers  up  miscellaneous 

odds  and  ends  of  stock,  crams  them  in  and  then  Avon- 

ders  why  his  window  doesn't  make  sales,  is  the  man 
who  has  not  taken  the  trouble  to  acfjuaint  himself  with 
those  features  which  render  store  windows  attractive. 

The  ai't  of  dressing  attractively  the  furniture  store 
window  is  not  difficult  to  acquire.  Just  as  a  pictorial 
artist  considers  his  space  which  he  has  at  his  disposal, 
so  the  first  thing  to  do  is  to  study  carefully  your  own 
window  space. 

In  a  large  number  of  eases  the  size  of  the  window  it- 
self, its  cubical  contents,  eliminates  the  possibility  of 

certain  styles  of  window  dressing.  In  the  large  win- 
dow most  anything  or  everything  is  possible  in  the  way 

of  displays.  It  is  the  man  with  the  moderate-sized  or 
small  window  wlio  usually  is  puzzled  to  know  how  to 
get  the  most  out  of  it. 

ANALYZE  YOUR  WINDOW  POSSIBILITIES 

Are  you  on  good  speaking  terms  with  your  show 
window?  Are  you  thoroughly  acquainted  with  it  and 
its  possibilities  for  your  welfare?  And,  through  a  keen 
understanding  of  the  opportunities,  are  you  really  on 
friendly  terms  with  your  show  Avindow?  are  (juestions 
asked  by  a  retailer  in  The  Merchants  Record  and  Show 
Window. 

If  you  cannot  ansAver  these  fjuestions  with  a  decided 
afifirmative,  you  are  overlooking  your  one  best  bet;  you 
are  slighting  your  best  representative,  your  best  sales 
man.  Whatever  yoii  may  do  otherwise,  do  not  fail  in 

appreciation  of  the  shoAv  Avindow  with  its  long  lioui's 
of  service,  long  hours  of  exploiting  your  merchaudisi 
and  the  values  you  have  to  offer,  hours  that  begin  he 
fore  the  store  is  oi)ened  and  continue  long  after  elos 

ing  time.  Surely  this  is  service  that  should  be  appi'c 
ciated. 

That  the  show  window  is  a  powei'ful  selling  agent 
has  been  demonstrated  so  fully  and  so  thoroughly  th.ii 
there  can  be  no  further  (piestion  on  that  point.  Any 
merchant  who  lias  been  successful  in  a  l)road  sense,  whd 
has  been  the  means  of  building  up  a  big  retail  business, 
will  vouch  for  the  value  and  efficiency  of  the  show 
window. 

When  money  is  wasted  on  window  display,  the  fault 
lies  with  the  methods  employed  and  not  with  the 
AvindoAV  itself. 

The  merchant  who  wastes  money  on  his  windows  is 
one  who  is  not  really  acquainted  with  his  show  win- 
doAvs  and  their  possibilities  and  requirements.  The 
acquaintance  with  the  show  AvindoAv  and  a  friendly 
understanding  of  it  must  be  established  as  any  other 
acquaintance  would  be — the  windoAv  must  be  studied 
carefully  so  that  its  greatest  possibilities  may  be  de- 

veloped to  the  utmost. 
A  good  idea  backed  by  a  little  money  will  generally 

accomplish  much  more  than  a  lot  of  money  when  the 
idea  is  lacking. 

AN  ADVANTAGE  OF  SMALL  WINDOW 

There  is  such  a  thing  as  having  a  window  too  deep, 
with  the  result  that  people  do  not  look  at  the  goods 
at  the  rear.  This  has  been  proved  by  actual  observa- 

tion in  departmental  stores,  but  it  is  not  a  very  com- 
mon fault  in  small  stores.  The  trouble  is  generally 

directly  the  contrary — the  windows  are  not  deep enough. 

A  complaint  is  sometimes  made  by  clerks  that  the 
Avindows  they  have  to  work  on  are  not  large  enough. 
With  the  small  store  this  is  not  always  a  misfortune, 
as  it  allows  a  display  to  be  devoted  to  one  single  line. 
The  value  of  devoting  a  display  to  one  line  is  so  great 
that  some  trimmers  divide  their  large  windoAvs  into 
two  sections  by  means  of  a  neat,  attractive  dividing ledge. 

Spend  a  Little  in  Fixtures  and  Decorations 
A  little  money  spent  in  decorations  and  fixtures  for 

the  Avindow  Avill  be  found  a  good  investment  in  the 
great  improvement  that  a  few  fixtures  or  decorations 
inalvc.  A  little  tissue  paper  or  velvet-draped  pedestal 

or  other  small  feature  may  be  the  "something"  that 
will  set  off  the  display  and  greatly  increase  its  pulling 
value. 

Too  many  window  displays  that  are  otherAvise  good 
fall  down  Avhen  it  comes  to  the  background.  The  rear 
should  be  built  up  in  keeping  Avith  the  display.  If  the 
goods  cannot  be  used  for  this  purpose  a  background  of 
a  decorative  nature  can  be  arranged  to  advantage. 

The  trimmer  should  constantly  keep  his  eye  on  other 
stores  and  notice  what  they  are  doing  in  the  way  of 
display.  Even  a  store  smaller  than  yours  may  have 
an  idea  of  value  or  one  that  you  can  enlarge  on  with 

good  I'csults. 
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Metal  Beds  in  China  and 

the  East 

Iron,  brass  and  enamelled  bedsteads,  says  J.  W.  Ross, 
Canadian  Trade  Commissioner  at  Shanghai,  China, 
have  been  imported  into  the  markets  of  China  in  vary- 

ing quantities  for  a  considerable  nnmber  of  years.  In 
1!)12  these  imports  were  valued  at  $72,471;  in  1913, 
$151,051;  in  1914,  $1.38.24!);  and  in  1915,  $85,400.  Most 
of  these  were  sent  from  Great  Britain,  though  the 
United  States,  and  Japan  sent  in  a  few. 

Comparing  the  figures  of  quantities  and  values,  at- 
tention should  be  called  to  the  comparative  low  cost 

of  each  bed — about  $6.50.  Great  Britain,  with  its 
capacity  for  turning  out  articles  of  this  class  at  a  low 
price,  has  always  been  able  to  secure  the  great  bulk  of 

this  trade,  while  Gei-many,  Austrin,  Belgium  and 
France  have  evidently  not  been  able  to  compete,  and 
the  United  States  and  Japan  only  to  a  limited  extent. 

The  lessons  then  to  be  drawn  from  the  returns  are 
that  this  nmrket  demands  a  low  priced  article,  and  the 
elaborate  and  highly  ornamental  and  expensive  beds 
have  only  a  limited  sale.  It  is  necessary  to  point  out 
how  very  important  it  is  that  every  sleeping  room 
should  be  protected  against  mosquitoes  and  other  in- 

sects throughout  all  eastern  countries.  Mosquitoes 
are  present  everywhere,  many  being  of  the  malaria 
species,  consequently  for  several  months  of  the  year  in 

all  parts  of  China  a  mosquito  net  on  one's  bed  is  in- 
disi)ensable,  and  in  other  portions  of  the  East  it  will 
be  required  the  year  round.  In  India,  where  all  kinds 
of  creeping  things  abound  the  legs  of  the  beds  are 
made  to  stand  in  shallow  tins  of  kerosene,  in  order  to 
prevent  insects  from  crawling  onto  the  sleeper. 

Therefoi-e  a  large  portion  of  the  low  and  medium 
priced  iron  beds  which  are  sold  in  the  East  are  pro- 

vided Avith  frames  upon  which  to  attach  the  nets.  In 
the  case  of  the  more  expensive  brass  and  enamelled 
beds  for  use  in  the  better  class  of  houses,  the  mosquito 
net  is  arranged  in  the  form  of  a  tent,  which  is  attached 
to  the  ceiling  of  the  room  over  the  bed.  Mosquito  nets 
are  drawn  aside  in  the  daytime,  but  must  be  let  down 
and  carefully  tucked  in  about  the  bed  before  the  lights 
are  lit  at  nightfall. 

The  Chinese  domestic  bed  is  not  a  very  sanitary 
affair,  and  it  is  to  be  observed  that  many  of  the  better 
class  of  native  houses  are  more  and  more  being  fur- 

nished with  foreign  beds.  An  increased  demand  will 
also  be  created  in  the  furnishing  of  Chinese  hotels.  In 
almost  every  city  of  importance,  new  Chinese  hotels 
are  being  opened;  those  hotels  are  semi-foreign  in 
character,  and  are  mostly  furnished  Avith  foreign  iron 
beds.  The  demand  for  beds  of  this  character. will  not 
by  any  means  be  confined  to  China,  but  will  be  ex- 

perienced in  all  the  markets  of  the  East,  with  the  pos- 
sible exception  of  Japan,  where  all  the  people  sleep  on 

the  extremely  clean  matting  of  the  floor. 
The  beds  which  will  meet  with  the  largest  sale  must 

be  cheap  in  price  but  strong,  and  as  ornamental  as  the 
price  will  allow.  A  much  more  limited  demand  will 
also  always  exist  in  these  markets  for  the  higher  jiriced 
and  more  elaborate  styles,  for  sale  to  weathy  natives 
and  foreigners.  The  market  for  hospital  and  school 
beds  in  all  eastern  countries  shoiild  soon  become  of 

much  importance,  with  the  opening  up  of  many  such 
institutions  in  different  portions  of  these  countries. 

HARD  ROW  FOR  CANADIAN  METAL  BEDS 

Ik'dstead  manufactui'ers  in  Canada,  reports  J.  E. 
Ray,  Canadian  Trade  C/oramissioner  at  Birmingham, 
England,  have  recently  retjuested  information  regard- 

ing the  possibility  of  exporting  to  the  United  King- 
dom. It  may  be  stated  that  Birmingham  is  a  most 

important  centre  for  the  manufacture  of  bedsteads,  and 
prices  have  been  so  low  in  normal  times  that  even 
Germany  and  the  United  States  were  unable  to  obtaiii 
a  footing  in  the  British  market  for  completed  bed- 
steads. 

There  is  an  impression  that  Canadian  manufacturers 
might  possibly  compete  with  home  and  imjtorted  bed- 

steads at  the  present  time  when  prices  are  100  per 
cent,  higher  than  they  were  before  the  war,  but  it  is 
generally  admitted  that  cost  of  transport  together 
with  the  additional  cost  of  manufacture  in  Canada 
would  leave  only  a  small  margiii  of  profit,  if  any. 

SIBERIA  WANTS  METAL  BEDS 

Particulars  regarding  the  iiuirket  in  Siberia  for 
metallic  bedsteads  have  been  forwarded  to  the  Depart- 

ment of  Trade  and  Commerce  at  Ottawa,  by  L.  D.  Wil- 
gress,  the  Canadian  Trade  Commissioner  at  Omsk.  It 
would  appear  that  there  is  an  opening  in  that  territory 
for  the  sale  of  low-priced  iron  bedsteads,  which  wer" 
previously  imported  in  considerable  quantities  from 
Germany.  Although  wood  is  plentiful  and  cheap  in 
Siberia,  the  Russians  have  a  preference  for  bedsteads 
of  metal,  when  such  are  obtainable  at  reasonable  prices. 
The  bedstead  having  the  largest  sale  is  a  common  iron 
bedstead,  plainly  but  strongly  finished  and  fitted  with 
iron  bands  instead  of  the  spring  net  common  on  beds 
of  the  American  type.  The  retail  prices  of  such  beds  in 
Western  Siberia  before  the  war  ranged  from  78  to  20 
roubles.  There  was  only  a  limited  sale,  confined  to 
the  larger  towns,  or  higher-priced  bedsteads  of  a  more 
elaborate  nature.  At  the  present  time  stocks  of  all 
kinds  of  beds  are  very  low  and  high  prices  are  being 

asked.  A  limited  supply  is  being  obtained  from  Fin- 
land, but  apart  from  this  imports  have  practically 

ceased.  The  territory  of  Eastei*n  Siberia  with  Vladi- 
vostok as  the  distributing  centre  presents  better  oppor- 

tunities for  the  sale  of  metallic  bedsteads  of  Canadian 
manufacture  than  does  Western  Siberia,  which  is 
nearer  the  European  sources  of  supply.  Canadian 
producers  of  metallic  bedsteads  may  obtain  the  names 
of  firms  distributing  this  line  in  Siberia  on  application 

to  the  Department  of  Trade  and  Commei-ce,  Ottawa. 

EVADING  SANITARY  MATTRESS  LAW  IN  OHIO 

Furniture  dealers  in  Ohio,  who  felt  that  they  were 
safe  under  the  mattress  inspection  law  from  the  tactics 
of  uniDriueipled  second-hand  dealers  find  a  new  prob- 

lem confronting  them  in  the  trick  now  being  employed 
by  these  dealers  to  evade  the  law.  The  state  inspector 
reports  that  would-be  evaders  of  the  law  now  are 
"giving  away"  the  mattresses,  "selling"  only  the 
bedstead  and  springs.  In  the  six  months  ending 
December  31  last,  the  state  authorities  destroyed  more 
than  2,000  mattresses. 

The  Maydwell  Mfg.  Co.,  makers  of  bed  springs, 
Toronto,  has  been  taken  over  by  The  S.  and  D.  Mfg. 
Co.,  also  makers  of  a  similar  line.  The  latter  com- 

pany, of  which  A.  H.  Saunders  and  J.  J.  Dandy  are 
proprietors,  will  operate  the  Maydwell  plant,  making 
their  own  as  well  as  continuing  the  Maydwell  lines. 
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Some  Sensible  Views  on  Advertising 

Does  not  pull  big  business  immediately — Worlds 
slowly  but  surely  —  Some  hints  on  advertising. 

MANY  dealers  expect  advertising  to  work  wond- ers.    It  will  not  do  this.     It  pulls  but  it  pulls 
only  slowly  and  gradually.      What  makes  it 

seem  to  pull  slowly  sometimes  is  that  all  returns  cannot 
be  measured.     Dealers  frequently  benefit  from  adver- 

tising when  they  don't  know  it. 

One  "Splurge"  Does  Not  Work  Wonders 

Some  dealers  appear  to  think  that  one  "splurge"  in 
advertising  will  upset  the  established  habits  and  cus- 

toms of  the  folks  in  his  territory,  who,  he  supposes,  will 
come  a-hurrying  to  him,  all  of  them,  to  buy  from  him 
everything  they  need  henceforth,  right  away  quick  and 
always  thereafter.  This  is  not  the  way  advertising 
works.  Even  a  child  knows  that,  and  that  some  deal- 

ers do  expect  it,  only  exposes  them  as  children  in  busi- 
ness, and  infants  in  the  gentle  art  of  understanding 

human  nature.  When  all  is  said  and  done,  it  will  be 
found  that  the  greatest  lesson  in  advertising  and  the 
only  one  that  counts,  is  the  ability  to  be  human  and  to 
understand  human  nature. 

Because  dealers  often  expect  the  impossible  is,  there- 
fore, the  reason  why  their  business  is  not  so  profitable 

as  it  should  be.  This  whole  science  of  advertising  is  so 

simple  a  matter  of  commonsense,  that  its  very  simplic- 
ity is  keeping  away  hundreds  of  dollars  from  the  till  of 

many  retailers  every  year. 

A  Sensible  View  of  Advertising 

Now,  to  get  down  to  the  concrete,  the  practical,  the 
sensible :  When  a  dealer  starts  in  business,  he  must  set 
aside  a  certain  sum  of  money  to  pay  his  rent,  his  taxes, 
his  light  and  fuel  bills,  his  living  expenses,  his  insurance 
and  so  on ;  and  whether  this  money  is  appropriated  for 
such  a  budget  out  of  money  in  the  bank  or  out  of  the 
profits,  makes  no  difference  whatever;  it  must  be  on 
hand  every  so  often,  and  promptly  at  that.  Notwith- 

standing the  fact  that  these  expenses  are  necessary  ones 
in  the  conduct  of  the  business,  they  do  not  bring  any 
direct  financial  returns. 

Why,  therefore,  would  it  not  be  the  height  of  good 
business  sense,  to  add  another  item  of  expense  to  this 
budget,  if,  as  is  fair  to  assume,  it  would  actually  make 
the  business  grow  and  thus  make  easier  the  paying  of 
the  budget ;  if  it  would,  in  fact  turn  an  expense  into  re- 

ceipt, in  conformity  with  that  old  adage  that  chickens 
come  home  to  roost?  The  item  of  advertising  will  do  it. 
If  a  dealer  can  afford  only  twenty-four  dollars  as  his 
yearly  advertising  appropriation,  then  let  it  be  twenty- 
four  dollars,  but  spent  wisely,  dividing  it  into  twelve 
equal  instalments  (monthly)  and  spending  two  dollars 
each  month.  This  will  secure  that  one  great  desidera- 

tum in  advertising,  constancy,  or  keeping  perpetually 
at  it,  which  is  so  essential  to  success. 

The  advertising  retailer  should  get  the  idea  of  con- 
stancy, of  perpetual  effort,  before  him  in  plain  sight 

and  keep  it  there.  The  old  proverb  to  the  effect  that 
the  constant  dropping  of  water  will  wear  away  the 
hardest  rock  is  peculiarly  appropriate,  and  nothing  bet- 

ter or  more  truly  illustrates  the  fruitfulness  of  adver- 

tising. The  two  dollars'  worth  of  advertising  of  the 
retailer  should  drop  onto  his  customers  every  month, 

and  the  natural  laws  that  govern  human  nature  and 
human  nature's  moods  will  return  that  two  dollars  to 
the  dealer  many  times  in  the  months  to  come.  It  never fails. 

SOME  GOOD  THOUGHTS  ON  ADVERTISING 

By  A  Dealek 
I  want  to  say  a  word  or  two  about  advertising.  Does 

it  pay?  If  judiciously  done,  yes.  Otherwise,  no.  I 
believe  from  observation  that  there  are  vast  sums  of 
money  wasted  every  year  in  poor  advertising.  Every 
time  I  make  a  trip  into  the  country  I  am  astounded  at 
the  expensive  advertisements  adorning  hotel  registers, 
clocks,  writing  tables,  pool  rooms,  and  other  places  not 
frequented  by  the  public  who  read  advertisements.  I 
pick  up  the  local  country  paper  and  I  see  goods  adver- 

tised out  of  season.  You  might  as  well  throw  your 
money  in  the  fire  as  to  buy  and  pay  for  unseasonable 
advertising.  It  is  worse  than  useless.  I  believe  in 
advertising,  and  I  recommend  that  you  not  only  buy  it, 
but  use  it  judiciously  to  advertise  seasonable  lines. 

Change  your  advertisements  in  every  issue  of  the  news- 
paper you  are  using,  and  always  have  something  new 

and  seasonable  to  present  to  the  public.  I  realize  that 
your  copy  must  be  home-made,  but  with  careful 
thought  you  can  make  it  readable  and  attractive  and 
productive  of  results. 

I  recommend  that  in  place  of  spending  money  on 
hotel  and  pool  room  advertising,  that  you  procure  from 
a  good  sign  writer  descriptive  price  cards,  snappy  and 
attractive,  and  attach  them  to  all  displayed  goods, 
thereby  riveting  the  attention  of  the  customer,  and  re- 

sulting not  only  in  more  sales,  but  in  quicker  sales,  as 

they  help  to  expedite  the  customers'  choice.  I  think 
with  judicious  advertising,  coupled  with  the  big  ele- 

ment of  local  ownership  and  tact,  with  well  dressed 
windows,  and  a  cleanly,  well  assorted  stock,  you  can 
make  your  store  the  most  attractive,  hospitable  and 
serviceable  public  place  in  the  community,  and  from 
within  yourselves  create  a  bulwark  of  protection 
against  which  the  assaults  of  the  mail  order  houses  will 
be  impotent  and  futile. 

ADVERTISING  SIDE  LIGHTS 

Advertising  is  the  fine  art  of  drawing  attention  to 
.yourself  and  wares  through  the  use  of  cold  paper  and 

black  type.  If  your  advertising,  in  general  appear- 
ance, resembles  all  the  other  advertising  done  in  your 

locality,  if  it  is  a  general  jumble  of  badly  arranged 
type  faces  and  unattractive,  the  chances  are  you  have 
never  found  advertising  very  successful. 
Do  not  imagine  everybody  knows  you  and  your 

store — that  yon  are  so  well  known  that  there  is  no 
need  to  advertise.  Your  competitor  will  be  much  bet- 

ter known  than  you  if  you  do  not  adopt  modern  meth- 
ods and  advertise. 

Do  not  think  that  advertising  is  simply  a  hit-or-miss 
affair.  The  right  kind  of  publicity  pulls  business  and 
if  you  pay  for  an  ad.  that  brings  results,  it  is  much 

better  than  filling  your  space  with  "copy"  that  does  no 

good. 
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A  Business  It  is  to  be  hoped  that  the  Govern- 
Commission  ment  will  see  its  way  clear  to  the 

appointment  of  a  permanent  board 
for  the  purpose  of  dealing  with  matters  appertaining  to 
the  producing  and  distributing  interests  of  the  country 
as  requested  by  the  deputation  which  waited  upon  the 
iMiiiistcf  of  Tr;i(l('  and  ('oiuincrec  some  little  time  ag;). 

The  need  of  such  a  board  has  long  been  recognized 

by  the  business  interests  of  the  country.  Its  need  to- 
day is  greater  than  it  ever  was.  And  it  will  be  greater 

still  when  the  war  ceases  and  the  consequent  readjust- 
ment of  business  takes  place. 

The  time  has  therefore  arrived  when  prompt  action 
should  be  taken. 

It  took  a  long  time  to  persuade  Parliament  to  provide 
the  necessary  legislation  authorizing  the  appointment 
of  the  Board  of  Railway  Commissioners.  As  it  is  de- 

sired that  the  board  to  deal  with  business  matters 
should  be  similarly  constituted  there  ought  not  to  be 
much  educational  work  to  be  done  either  among  mem- 

bers of  the  Government  or  among  members  of  Parlia- 
ment, particularly  when  the  great  value  which  the  Rail- 

way Board  is  to  the  business  interests  of  the  country  is 
taken  into  consideration. 

Apparently  the  Minister  of  Trade  and  Commerce  has 

an  open  mind  upon  the  question.  At  any  rate  that  is 
the  inference  -we  draw  from  the  fact  that  when  the 
deputation  waited  upon  him  the  other  day,  he  requested 
that  practical  suggestions  be  placed  before  him  as  to 
the  duties  of  the  proposed  board.  There  should  be  no 

delay  in  preparing  and  submitting  these  suggestions. 

//  a  store  misrepresents  Just  one  piirticitlar 

point,  how  is  one  to  ftnow  K</icn-  tlie  lie  stops? 

The  Men  for  the  Those  who  are  engaged  in  promot- 
Commission  ing  the  establishment  of  a  board 

to  deal  with  matters  appertaining 

to  the  producing  and  distribution  branches  of  the  coun- 
try's business  should  endeavor  to  have  it  given  powers 

just  as  broad  and  extensive  as  those  which  were  dele- 
gated to  the  Railway  Board.  It  should  also  be  seen 

that  when  the  board  is  being  constructed  that  those 

appointed  to  its  membership  are  practical  and  farsee- 
ing  men,  for  the  subjects  that  must  necessarily  come 

before  it  will  often  demand  the  thought  and  considera- 
tion which  only  such  men  are  competent  to  give. 

Unless  the  board  is  composed  of  practical,  farseeing 

and  experienced  men,  and  not  politicians,  it  will  be  a 

failure  and  not  a  success.  Its  value,  in  fact,  will  de- 

pend more  upon  its  ability  to  deal  with  large  and  com- 
plex business  matters  than  upon  the  powers  that  may 

be  delegated  to  it,  important  and  all  as  these  powers 
will  necessarily  be. 

The  proposal  to  establish  such  a  board  as  that  sug- 
gested should  strongly  appeal  to  the  Minister  of  Trade 

and  Commerce,  for  its  value  to  him  in  an  advisory 

capacity  would  undoubtedly  be  very  great.  It  is 
therefore  to  his  personal  advantage  that  it  should  be 
brought  into  existence  at  the  earliest  possible  moment. 

Exaggerated  advertising,  even  if  only  lo  per 
cent.  misleadi?ig,  is  the  poorest  sort  of  an 
investment. 

Failures  from 
Inadequate 

Capital 

When  a  man  starts  into  business 

on  his  own  account  it  is  very  ne- 
cessary that  the  capital  he  has  on 

hand  is  commensurate  to  its  re- 
quirements.    How  necessary  this  is  is  evident  from  the 

fact  that  lack  of  capital  was  the  most  prolific  single 
cause  of  failure  in  Canada  last  year. 

Out  of  a  total  of  1,772  failures  from  all  causes,  no 
less  than  689,  or  nearly  forty  per  cent.,  are  ascribed  by 
tlie  agencies  to  lack  of  capital.  Among  the  other 
causes  which  led  to  failure  there  were  none  contributed 
anything  like  as  high  a  percentage.  Incompetence, 
for  example,  only  contributed  a  little  over  thirteen  per 
cent .  As  far  as  failures  from  lack  of  capital  were  con- 

cerned Canada  made  a  worse  showing  than  the  United 
States  by  over  8I/2  per  cent. 

Just  the  amount  of  capital  a  man  should  have  on 
starting  into  business  no  one  but  himself  can  very  well 
decide,  for  there  are  other  determining  factors  beside 
that  of  the  extent  of  the  stock  to  be  taken  into  con- 

sideration. Both  the  character  of  the  business  and  the 

method  of  conducting  it  have  much  to  do  in  determin- 
ing the  necessary  amount.  Some  men  in  the  same  line 

of  business  in  the  same  town  will  do  even  better  on.  say 
a  three  thousand  dollar  capital  than  others  with  four  or 
five  thousand  dollars.  The  former  is  of  course  usually 
the  man  who  closely  looks  after  his  collections,  and  by 
progressive  and  modern  methods  turns  his  stock  over 
more  frequently  during  the  year. 

If  special  lines  are  promitiently  displayed  in 
the  frojit  of  the  store  your  sales  will  be  largely 
increased. 

Using  Notes  The  local  bank  is  held  in  respect 
to  Collect  Bills  by  the  average  individual.  He 

does  not  wish  the  officials  of  that 
institution  to  have  a  bad  opinion  of  his  desire  or  ability 
to  meet  his  obligations.  This  fact  has  been  used  to 

advantage  by  a  dealer  by  getting  notes  from  delin- 
quent debtors  and  placing  them  in  the  local  bank  for 

collection.  A  notice  from  the  bank  that  his  note  is 

due  is  likely  to  be  given  more  attention  than  if  such 
a  notice  was  given  by  the  merchant  himself.  The 

dealer  in  question,  has  found  that  debtors  will  fre- 
([uently  pay  in  this  way,  whereas  no  amount  of  other 
effort  would  have  any  effect  on  them. 

Other  merchants  may  find  the  plan  of  advantage.  It 
means  interest  for  the  dealer  on  the  amount  of  his 
notes,  too. 
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Grievances  of  Canadian  Retail  Furniture  Dealers 

Some  matters  of  variance  which  trade  think,  should  be  remedied — Shipping 
Weights  —  Uniform  colorings — Mail  order  competition  —  Special  discounts. 

I\  t'onuiiig  tlie  Ontario  Retail  Furniture  Dealei-s' 
Association  as  a  branch  of  the  Retail  Merchants' 
Association  it  was  felt  that  there  were  sonu'  trade 

matters  at  variance  between  dealers,  wholesalers  and 
manufacturers  which  through  mutual  consideration 

and  conference  might  be  i-emedied.  Some  of  these 
mattei's  were  mentioned  at  the  recent  convention  of 
dealers  held  in  Toronto;  some  othei'S  wei'e  toucluMj 

upon  in  corresi)oiidence  to  the  secretaiy;  and  all  oi' 
them  were  subjects  of  con  I'ei'cnce  hetMcen  I  he  nuMubei's 
of  the  executive  and  re[)resentatives  of  the  manufac- 

turers, at  a  joint  meeting  in  Toronto  on  A[)ril  25. 

That  a  number  of  dealers  feel  they  have  serious 

grievances  may  readily  be  seen  by  a  glance  at  the  fol- 
lowing correspondence  received  by  Secretary  MiUer. 

Names  and  addresses  are,  of  course,  deleted.  Some  of 

the  letters  contain  many  valuable  suggestions,  which,  i!' 
acted  upon,  would  mean  much  foi-  the  betterment  oi' 
the  furnitui-e  trade  not  only  in  Ontai'io,  but  throughout 
the  length  and  breadth  of  Canada. 

"T  believe,"  writes  one  dealer,  "that  every  manu 
factui'er  should  classify  his  goods  on  the  shipping  bill 
and  also  mark  the  weights  of  each  article.  We  have 

considerable  trouble  in  this  respect,  as  you  Icnow  fui'- 
niture  takes  a  very  high  I'ate  and  if  not  properly 
marked  and  classified  the  railway  companies  are  justi- 

fied in  charging  us  higlu'st  class,  which  is  generally 
double  first.  I  think  the  merchants  lose  liuiulreds  of 

dollars  each  year  in  paying  for  this  oversight,  which  is 
entirely  due  to  negligence  on  the  nart  of  the  shipper. 

"T  also  wish  to  emphasize  that  the  manufacturers 
use  uniform  colors;  for  instance,  we  often  have  occa- 

sion to  sell  a  buflPet  of  one  manufacturer  and  table  and 

chairs  manufactured  in  a  diffei'ent  factoiy,  and  the 
shades  arc  entirely  diffei'ent,  although  thev  are  all 
classed  as  fumed  oak,  or  golden,  oi'  whatevei'  the  e;is  ■ 
may  be.  We  also  have  the  same  tmuble  with  ivorv 
and  grey  enamels.  T  am  of  the  opinion  that  this  could 
be  eliminated  if  the  factories  would  .qet  toa-ethei'  oi) 
the  point.  A  litth'  pressure  on  this  iiarticidai'  snbieci 
would  give  good  results. 

"f  also  would  like  to  emphasize  that  we  should  h^ixc 
a  law  in  Ontario  forbidding  the  use  of  shoddy  in  mak- 

ing matti-esses  aiul  pillows.  T  am  glad  to  say  that 
most  of  our  manufacturers  have  alreadv  discontinued 

the  use  of  this  class  of  filling,  but  there  is  still  room  foi- 
improvement.  Of  course  this  matter  would  have  to  b(. 
taken  up  with  the  Ontario  Government.  Another 
grievance  which  all  retailers  have,  and  about  which 
you  have  heard  a  good  deal,  is  the  cartage  charges.  1 
would  like  to  see  a  resolution  passed  condemning  this 
|)ractice  Mud  try  to  get  it  nut  out  of  existence." 

Another  dealei-  writes:  "  Mv  opinion  is  that  the  mail 
order  houses  are  a  great  detriment  to  the  I'ctail  dealers 
in  general,  and  1  think  it  is  very  unfair  to  us  furnitur- 
dealers  in  allowing  a  special  discount  to  th(>  mail 
ordei'  houses.  Tf  there  is  no  better  remedy  found  T 
would  unite,  if  decided  best,  to  discontinue  dealing 
with  furniture  marnifacturers  who  practiced  such  un- 
faii'  ti'adc  conditions." 

"1  am  in  full  synijiathy  with  any  reasonable  action 
which  might  be  taken  to  remedy  the  conditions  which 
now  exist  relative  to  the  mail  order  purchasing  power 
and  also  to  the  elimination  of  the  tremendous  discounts 
which  are  given  to  the  larger  buyers,  especially  in 
Toronto,"  writes  a  third  dealer.  "Several  cases 
have  been  brought  to  my  attention  lately  whei'e  differ- 

ent |)ieces  of  fni-niture  are  being  sold  in  Toronto  at 
about  the  same  price  as  the  regular  retail  store  will 
pay  at  some  factories  foi'  them.  The  snudler  retailers 
Ihi'ongliout  the  Dominion  ai-e  the  ones  out  of  \\  h'om  the 
wholesaler  makes  his  dividends.  lie  certainly  docs 
not  make  it  out  of  his  goods  after  allowing  heavy  dis- 

counts, such  as  are  being  given  to  tlie  Toronto  depart- nu^nt  houses. 

"The  discounts  above  mentioned  are  not  only  given 
on  'clear  outs,'  but  on  regular  patterns.  The  whole- 

saler, in  a  good  nuiny  eases,  possibly,  is  just  clearing 
his  actual  cost.  WheiT  is  he  ahead?  Tt  is  just  possible 
that  he  could  be  awakened  to  this  fact. 

"1  would  suggest  that  a  good  sti'ong  committee  be 
appointed  to  frame  ui)  an  agreement  to  be  submitted 
to  the  wholcsalei's  whei'eby  the  wholesalej's  as  well  as 
tlu'  retailei's  would  be  Ixniefited  by  such  co-operation. 
An  agreement  of  this  nature  Avould  tend  to  bi-ing  the 
wholesaler  and  retailer  in  elosei-  touch  with  one  an- 

other and  each  could  be  benefited  thereby. 

"Of  course  the  wholesaler  will  have  his  side  of  the 
(piestion  to  put  forth,  namely:  1st — Small  orders  from 
small  dealers;  2nd — Heavy  stocks  at  some  periods 
whicli  must  be  turned  into  cash;  3rd — Hard  times  and 
not  able  to  keep  shops  open  on  small  orders.  But  by 
cutting  prices  able  to  get  large  orders. 

"These  are  conditions  which  nnu;t  be  carefully 
looked  into,  and  possibly  could  be  overcome  by  allow- 

ing a  small  discount  on  large  oi'ilei-s,  say  by  the  cai'. 
but  giving  these  advantages  to  all  alike.  At  any  time 
or  in  any  (piantity  a  discount  lai-gei'  than  5  pei'  cent, 
for  cai's  on  standai'd  goods  should  not  be  considered. 
"As  to  'cleai-  outs,'  some  arrangement  could  also  be 

made  whereby  all  dealers  could  shai-e  alike,  so  fai-  as 
the  goods  go,  by  the  different  factories,  but  limit  the 
(luantity  to  any  large  dealer-  so  long  as  the  smaller 
dealer  wanted  to  buy." 

These  matters  should,  and  no  doubt  will,  i-eceive 
the  earnest  consideration  of  the  committee  deputed  by 
t'he  Association  to  deal  with  these  snl)iects.  The  out- 

come of  that  committee's  work  will  be  looked  for  in  a 
betterment  for  the  trade  all  I'ound. 

NEW  SANITARY  MATTR.ESS  FILLER 

The  Canadian  Feather  &  Mattress  Co..  Ltd.,  ar- 

using  a  new  product  for  filling  theii'  mattresses,  and 
have  its  sole  control  and  use  in  Canada.  Tt  is  called 
"Agave  Hair,"  a  Central  American  product,  said  to  he 
light  as  air  and  snrin.gy  as  hair.  It  is  a  vegetable 

fibre,  and  is  entii-ely  sanitary.  AnH)ng  its  character- 
istics is  resilioicy;  it  imnu'diately  s|)rings  back  into 

position  when  pi'essnre  is  removed. 
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Trade  Abuses  to  be  Remedied 

A COMMITTEE  representing  the  Ontario  Retail 

Furniture  Dealers'  Association,  and  com|)Osefl 
of  President  J.  Gr.  Henry,  Sudbury ;  Vice-Presi- 

dent G.  Lippert,  Kitchener,  and  Secretary  W.  C.  Miller, 
Toronto,  waited  upon  a  representative  gathering  of  38 
members  of  the  Furniture  Manufacturers  Association 

of  Ontario,  under  the  chairmanship  of  Mr.  Shaw,  on 
April  25th,  to  put  before  then;  their  views  on  some  of 
their  grievances,  which  had  been  brought  out  at  the 
recent  convention. 

The  following  are  the  subjects  touched  ui)on: 
1.  Selling  to  the  consumer. 
2.  Selling  to  employees. 

8.  Regarding  the  discrimination  to  mail  oi'dei'  houses. 
4.  Classification  in  freight. 

The  sub.jects  were  very  ably  presented  by  th(>  re- 

tailers' delegation  in  a  friendly  and  temper-ate  manner, 
and  the  manufactui-ers  through  theii-  president  and 
other  leading  members  expressed  themselves  as  being 
cordially  in  agreement  with  the  views  of  the  deputa- 

tion. At  the  conclusion  of  the  meeting,  which  lasted 
nearly  two  hours,  a  resolution  was  passed  asking  the 

secretary  of  the  Manufacturei's'  Association  to  send 
out  a  circulai-  letter  to  all  its  members  deploring  the 
practice  of  selling  to  the  consumer  dii'cct  and  asking 
that  the  members  do  all  in  theii-  power  to  see  to  a  dis- 

continuance of  this. 

After  some  discussion  on  the  (juestion  of  selling  to 
employees  a  committee  was  formed  to  deal  with  this 
matter,  which  it  was  alleged,  had  been  prevalent  in 
certain  districts.  It  was  pointed  out  by  many  manu- 

facturers present  that  they  had  successfully  dealt  with 
both  this  and  the  consumer  problem  in  a  m'^nner  whidi 
was  satisfactory  to  the  retail  dealers.  Employees 

when  getting  furniture  foi-  their  own  use  wei-e  charged 
ten  per  cent,  over  factory  cost  and  a  credit  given  the 
I'ctailei's  in  the  town. 

Mail  Order  House  Problem 

Regarding  the  discrimination  oF  mail  oi'der  houses 
it  was  pointed  out  by  the  mainifacturers  present  that 
this  discrimination  did  not  exist  among  the  members 

of  their  association  to  the  extent  the  retailers'  commit- 
tee had  alleged,  and  the  tendency  was  to  cut  out,  or  at 

least  lessen,  any  such  discrimination.  On  the  classifv- 
ing  of  freight  shipments,  however,  on  which  retailers 
thronghout  the  counti'y  lose  hundreds  of  dolUu'S 
yearly,  some  instances  being  pointed  out  by  IMr.  Henry, 
the  manufacturers  felt  that  something  should  l)e  done. 
Their  secretary  was,  therefore,  authorized  to  notify  all 
manufacturers  to  instruct  their  shippers  to  see  that 

fui'iiiture  shipments  were  properly  elassified  so  that  an 
unwieldly  burden  was  lifted  fi-om  the  shoulders  of  the 
I'ctail  trade. 

Finally,  the  members  of  the  Furniture  Manufac- 
turei-s  Association  put  themselves  on  record  that  they 
would  be  pleased  to  co-operate  in  every  wa.v  possible 
with  the  members  of  the  Ontario  Retail  Furniture 

Dealers'  Association,  and  they  assured  the  deputation 
that  any  points  they  wished  to  bring  out  in  the  future 
should  be  handed  to  their  secretary  and  it  would  be 
given  fullest  consideration  and  dealt  with  thoroughly 
and  fully  in  every  respect. 

The  president  of  the  Furniture  Manufacturers 
Association  assured  the  deputation  that  they  hoped 
there  would  be  more  fre(|uent  meetings  between  the 
two  bodies. 

LATEST  IN  FOLDING  BEDS 

The  Far(pdiarson-(;iffor(l  Co..  Ltd..  Stratford.  Out., 
have  just  brought  out  a  new  folding  bed,  called  the 
"Nufold,"  divanette,  which  is  said  to  be  the  closest 
advance  to  perfection  in  this  class  of  furniture  reached 

up  to  the  present.  The  "Nufold"  is  simplicity  in 
operation,  one  finger  only  being  necessary  to  open  out 
and  change  the  divanette  to  a  bed.  Its  construction 
allows  of  ample  room  foi-  ])edding  and  i)illows.  and  it 
will  accommodate  a  35-pound  mattress.  Either  as  bed 

or  divanette  the  " Nufold'"  is  a  comfortable  and  at- 
tractive piece  of  furniture.  An  exliibition  and  de- 

monstration of  the  "Nufold"  was  made  before  a  num- 
ber of  Toronto  dealers  a  few  days  ago.  and  they  ex- 

pressed themselves  as  mightily  pleased  with  the  work- 
ing of  this  new  divanette-bed. 

LIVINGROOM  AND  LIBRARY  FURNITURE 

The  vogue  in  upholstered  furniture  is  strikingly 
shown  in  Catalogue  No.  7,  just  published  by  The  Mon- 

treal Upholstering  Co.,  Montreal,  Que.  It  is  a  book 

illustrating  upholstery  de  luxe  for  both  livingi-oom 
and  library,  the  matc'hed  suites  including  adaptations 
of  styles  from  the  various  accepted  periods  and  the 
modern  English  type  of  over-stuffed  iipholstery. 

Encased  in  a  cover  of  red  with  gold  lettering,  the 
catalogue  is  one  of  the  finest  looking  received  in  this 
otfiee  in  many  a  day;  the  illustrations,  too.  are  first 
class,  and  bring  out  the  lines  of  the  items  and  the  pat- 
tei'us  of  the  coverings  in  sideiulid  shape.  I>esides  the 
tapestry  suites,  some  very  nice  couches,  divans  and 
davenports  are  shown.  Altogether  the  catalogue  is 
one  that  should  be  in  the  hands  of  furniture  dealers 

generally. 

DU  PONT  CO.  STILL  ENLARGING 

Harrison  Brothers  and  Co.,  Inc..  of  Philadelphia, 
have  been  taken  over  by  the  Du  Pont  Co.,  of  Wilming- 

ton. Del.,  and  the  paint  firm  becomes  one  of  the  Du 
Pout's  subsidiaries.  The  sale  mai'ks  the  union  of  two 
of  the  oldest  and  best-known  manufacturing  firms  in 
America.  The  Harrisons  date  from  17f)3,  and  the  Du 

Ponts,  from  1802.  The  transfer  to  new  owners  wil' 
bring  no  radical  change  in  the  conduct  of  th"  paint 
business.  This  will  be  continued  b.v  the  ne'^v  owners 
and  the  jn'oducts  hitherto  turned  out  by  the  Harrisons 
will  continue  to  be  made  by  vii'tuallv  the  same  or- 

ganization. Another  puix-hase  of  the  Du  Pont  Co.  is  the  taking 
over  of  the  Marokeue  Co.,  of  Elizabeth.  N.J.  The 
Marokene  company  manufactures  a  material  similar 
to  fabrikoid,  which  is  used  extensivel.v  by  the  autonu)- 
bile,  carriage,  and  upholstery  industries.  R.  B.  Hey- 
ward,  who  has  been  assistant  superintendent  of  the 

Fabrikoid  Company's  Newburg  plant,  will  become 
superintendent  of  the  Marokene  plant  at  Elizabeth. 
N.  J.  No  changes  will  be  made  to  the  present  staff 
of  employees. 

Whether  you  are  a  big  man  or  a  little  m;ui  does  not 
depend  upon  the  size  of  .vour  store,  or  its  location,  but 
upon  Avhat  you  determine  to  be. 
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Slobc^V^rnick^  Sectional  Bookcases 

This  is 

Moving  Time 

The  new  hoiiso,  tlu'  new  apartnient  or  any 
new  (|iijirtpi'.s  will  require  some  new  furniture. lu'W  dccoiiitions  and  new  fvirnishings. 
Fiiniiliuo  (Icalois  who  eo-opciate  with  real   estal(!  people, learn  who  is  going  to  move  and  are  the  first  to  send  solici- 

tors to  the  old  home,  will  likely  get  the  orders  to  deliver  furni- ture to  the  new  home.    Letters  of  invitation  to  visit  your  display room  will  lielp  some. 

Graduation 

Time  Approaches 

An   ap|iro|n-iate  gift  to 
the    graduate    is    a  Globe- Wernicke      Sectional  Bookcase. 

Each    additional    section  encourages 
the  acciiniulation   of  new  books  (read 

and    grew    wise,    say    the  philosophers) 
which  help  him  on  the  road  to  success. 

Write    along    these    lines    to    parents  and 
friends  of   1917   graduates  in  your  territory. 

T  h  e  fllohe-Wernicko 
factory  is  the  largest  in 
the   world    of   its  kind. 

-He  9lobc ^Wernicke  Co..£^d. 

Manufacturers  of  Sec fional  Bookcases,  Piling 

E<iuipment,  Stationers' Supplies. 
STRATFORD 

l:lilTIII;llllll1>lll1i:illillllll|;lll;l:IIIIHIIIIIIIIIIIII iiiii;iLniiMiiii iiiiiiMiiriiiiiiiMiiiiiiri:i IIIIIIIIIIIIIIIt 



28 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 
May.  1917 

o o    o  o 
"O     O— — o 

Ivory  Enamel 

With  v^arvings  and 

Mouldings  tinted  to 

give  the  "Old  Ivory 
Effect  *  is  the  popular 
finish  this  Spring. 

You  w^ill  find  several 

complete  suites,  and 

odd  pieces  in  our  line. 
The  suite  illustrated 

should  be  on  every 

retail  floor.  In  all  the 

finishes : 

Enamel 

Blended  ̂ JliCahogany 
and  Satin  IValnut 

It  is  made  of  choice 

Birch  Lumber. 

Bedroom  Furniture  is  only  a 

small  portion  of  the  ' '  Mea- 
ford  Line"  which  represents 

Dining  Room  Suites 
Wardrobes 
Medicine  Cabinets 
Hall  Racks 
Seats  and  Mirrors 
Desks,  Bookcases 
Library  Tables  and 

Centre  Tables 

Jardiniere  Stands 

The  Meaford  Manufacturing  Co.,  Limited,  Meaford,  Ont. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 

Suggestions from  the 

Canadian 
Factories 

Two  diners  from  a 
new  suite  made  by 
The  Stratford  Chair 
Co..  Ltd.,  Stratford. 

A  PAGE  OF  NEW  CHAIRS 

No.  766.  Rocker  from  a  new  tape.'-lry  suite,  with 
Kprinjf  cd(je  and  soft,  loose  custiioiis.  Made  hy 
The  Gold  Medal  Furniture  Mfg.  Co.,  l-ld.,  Toronto. 

No.  188i.— Rockei-  from  a  new  three-piece  living  rooui  suite  ninde  by Montreal  Upholslt  ry  Co.,  Montreal.  Tapestries,  velours,  and  stripeil 
silk  plushes  are  used  as  coverings. 
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No.  49.— Now  iron  bedstead,  enaiiielled.  wit  h  brass  trimmings,  made  b\ Geo.  Gale  &  Sons,  Ltd.,  Watervillc,  Quo. 
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Selling  Talking  Machines  to  the 

:ing 

armers 

A  field  which  promises  to  yield  a  rich  harvest  to  the  dealer  who 
is  enterprising  enough  to  vigorously  and  consistently  cultivate  it. 

By  WILLIAM  LEWIS  EDMONDS 

IT  lias  been  proved  beyond  all  (juestion  of  dispute  that 
farmers  as  a  class  are  the  best  purehasei's  in  the 
country  for  advertised  goods.  This  is  not  only 

due  to  the  fact  that  they  ai'e  fairly  well  to  do.  but  to 
the  further  fact  that,  having  fewe]-  things  to  attract 
them,  they  more  closely  read  the  newspai)ei's  and 
perioilicals  which  come  to  their  iiomes.  Theu  the 
largest  part  of  our  [)()i)ula1  ion  is  composed  oF  the 
agricultural  class. 

All  told  we  have  residing  on  the  eight  huiidi'ed 
thousand  farms  which  the  country  possesses  an  agri- 

cultural population  of  over  four  million,  aiu1  while  all 

these,  aside  fi'om  those  who  already  own  one.  ai'e  not 
likely  to  purchase  a  talking  inacliiiu\  yet  a  great  many 

of  them  ai'e  undoubtedly  promising  pote;ntial  cus- tomers. 

At  present  the  farmers  of  Canada  are  in  a  better 
Dosition  than  at  any  time  in  their  history  to  buy  talk- 

ing machines,  or  anything 
else  foi-  that  matter,  their 
i-evenue  for  the  past  three 
years  having  been  unpre- 
cedentedly  high. 

Tn  view  of  conditions  like 
these  there  can  only  he  one 
conclusion  as  far  as  the 
furniture  dealer  w  h  o 
handles  talking  machines 
is  concerned,  and  that  is 
that  he  should  at  once,  if 
he  has  not  already  made 
his  plans  to  do  so.  make  a 
special  effort  to  interest  the 
farmers  in  his  neighbor- 
liood  in  the  line  which  he 
carries  in  stock.  The  dealer  who  has  not  yet  even 
gone  as  far  as  to  put  machines  and  records  in  stock 
should  do  so  at  once,  and  then  make  an  aggressive  bid 

for  the  farming  trade.  He  is  missing  a  big  oppor- 
tunity if  he  doesn't. 

Except  possibly  the  very  large  furniture  dealers  who 
may  do  an  extensive  mail  order  business  it  will  hardly 
pay  to  advertise  in  the  strictly  agricultural  papers,  for 
the  simple  reason  that  they  would  be  paying  for  cir- 

culation that  would  be  of  little  oi-  no  use  to  them.  But 
they  all  have  their  local  papers,  which  of  course  largely 
circulate  among  their  respective  communities.  Then 
in  addition  to  this,  and  which  will  probably  bring  more 
direct  business,  there  are  the  mails,  which  can  be 

freely  used  for  circularizing  the  farmei-s  in  their  dis- 
trict. 

Talks  that  Appeal 

Tn  botli  the  newspaper  and  circulai'  methods  of  ad- 
vertising, the  results  obtained  will  naturally  be  deter- 

mined by  the  (juality  of  the  copy  which  is  prepared 
for  the  printers.  By  (piality  T  mean  its  ability  to  ap- 

peal to  the  farmer  and  his  family.  A  mere  announce- 
ment by  the  dealer  to  the  effect  that  he  has  talking 

machines  and  records  in  stock  will  pi'obably  secure  an 
occ.asional  order,  but  that  which  will  succeed  still  bct- 

The  farmer  who  buys 

a  talking  machine  and 

records  becomes  a  po- 
tential customer  for 

other  furniture  lines. 

ter  is  a  Ui\k  which  will  impress  upon  the  farmer  and 

his  family  the  advantages  which  ai'e  to  be  gained  by 
having  a  talking  machine  and  a  good  assortment  of  re- 

cords in  the  home.  This  can  lie  ti'eateil  in  such  a 
variety  of  ways  that  a  series  of  striking  and  effective 
talks  can  be  prepared  without  in  any  way  exiiaiisting 
the  subject. 

The  farmer  likes  to  keep  his  family  around  him 

evenings.  At  least  if  he  is  not  concerned  on  this  jjoint' 
his  wife  is.  In  the  advei'tising  bring  this  fact  out 
and  show  how  a  good  talking  machine  with  a  variety 
of  good  records  will  help  bring  this  about.  Show  also 
the  educational  value  of  the  talking  machine  on  ac- 

count of  the  ac(|uaiiitance  it  enables  the  young  people 
to  obtain  with  classical  and  popular  music,  vocal  and 
instrunienlal.  Persuade  the  farmer  that  tlie  talking 
machine  is  an  asset  to  the  home,  and  not  a  luxury,  and 
you  are  on  the  higlnvay  to  selling  hiin  a  machine. 

The  furniture  dealer 
ought  to  be  able  to  turn 
the  rural  mail  delivery  ser- 

vice to  good  account  in  de- 
A'eloping  business  in  talk- 

ing machines  and  records, 
and  particularly  for  the 
deliverv  of  records. 

Window  Displays  and 
Rest  Rooms 

As  part  of  the  campaign 
an  occasional  window  dis- 

play of  machines  and  re- cords might  be  arranged 
for  the  special  purpose  of 
interesting  the  farmers  Avho 

come  to  town.  IMai'ket  days,  if  the  toAvn  has  them, 
would  be  appropriate  times  for  making  these  displays. 

Another  helpful  thing  would  be  to  have  a  rest  room 
in  the  store  which  farmers  and  their  families  are  in- 

vited to  use  while  in  town.  While  this  room  is  being 
occupied  by  visitors,  a  talking  machine  should  be  kept 
in  operation.  On  special  occasions  at  least  it  would 
not  be  a  bad  idea  to  serve  light  refreshments  as  well. 

By  displaying  a  few  pieces  of  furniture,  rugs  and  pic- 
tures in  the  rest  room,  sales  of  these  could  undoubtedly 

be  effected. 

Still  another  helpful  thing  in  influencing  the  sale  of 
machines  and  records  would  be  for  the  dealer  to  oc- 

casionally de2)ute  a  clerk  to  visit  a  concert  or  social 
in  the  country  and  put  a  machine  in  operation,  using 
the  latest  records  for  the  occasion.  Even  if  this  did 
not  etfeet  immediate  sales  it  would  have  its  advertising 
value,  and  would  influence  future  business. 
And  then  one  important  thing  about  the  talking 

machine  and  record  business  which  the  dealer  should 
not  overlook  is  that  in  develo])ing  it  he  is  building  up 
connection  which  will  help  him  increase  his  sales  of 
regular  lines  of  furniture. 

One  important  thing  that  the  dealer  should  bear  in 
mind  is  that  the  faruKM's'  trade  has  been  but  little 
developed. 
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MODEL  NO.  75 

RETAIL  PRICE,  $75.00 

QjUCe€i^  Phonograph! 

are  sold  by  reliable  dealers  that  always  give 
the  public  the  best  possible  value  for  their money. 

The  Ideal  agency  may  be  open  in  your  town. 
If  it  is,  get  in  touch  with  us  at  once.  By 

delaying  you  are  allowing  your  bank  account 
to  grow  in  the  wrong  direction. 

Our  cabinet  model  in  fumed  oak,  No.  75, 

retail  price  $75.00,  is  a  winner.  The  reason 
is  just  this:  It  is  in  a  class  by  itself.  No 
other  make  of  machine  on  the  market  at  the 

price  in  competition  with  it.  It  competes 
with  other. makes  at  $100  and  up. 

Write  to-day  for  our  dealer' s  proposition. 

Regal  Phonograph  Co.,  Limited 

145  Church  St.,  Toronto 

i^iilillllliiilililililililililiiililililililililllilililililililililililiiililiii^^ 

Would  like  to  hear 

from  Dealers 

who  are  interested  in  handling  a  phon- 

ograph that  will  give  entire  satisfac- 
tion and  still  show  the  largest  profits 

known  to  the  Phonograph  world. 

All  machines  equipped  with  Universal 
Tone  Arm  to  assure  the  playing 

perfectly  of  all  makes  of  records. 

A II  machines  guaranteed  for  one  ̂ ear. 

Write  for  Catalogue. 

PURDY  PHONOGRAPH 

COMPANY 

High  Grade  Talking  Machines, 
Cabinets  and  Accessories 

Model  50 — Oak  or  Mahogany  Finish 
Dimensions : 

Height  13  inches.     Widtli  17  inches. 
Depth   19  inches. 

Retail  price  $45.00. 

Model  No.   25 — Mahogany  Finish 
Dimensions : 

lleifclit  8  inches.     Width  14%  inches. 
151  Church  Street      Toronto,  Canada Depth  15%  inches. 

Retail  price  $25.00. 

Model  100— Oak  or  Mahogany  Finish Retail  price  $100.00. 
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Developing  a  Stock  System 

IN  tlie  sale  of  talking  iiiaeliines.  it  is  important  that 
the  retailer  adopt  a  system  that  will  enable  him 
to  get  the  maximnm  profits  with  a  minimum  ex- 

pense on  his  part,  says  The  Furniture  Trade  Review. 

The  first  and  perhaps  most  important  step  foi-  the  re- 
tailer who  eoiil (Mui)lati's  opening  a  i)honograli  depart- 

A  Winnipeg  hardware  firm,  the  J.  H.  Ashdown  Co..  reeentl.v  made  this 
window  display  of  Columbia  machine's  and  records.  It  shows  what  an attractive  trim  can  be  made  of  talking  machines  :it  little  expense. 

iiieiit  in  iiis  store  is  tiic  selection  of  a  stoek  that  will  in- 
terest the  class  of  customers  who  will  trade  with  him. 

Especially  is  this  important  when  his  business  is  con- 
ducted on  a  cash  basis.  If,  however,  he  intends  selling 

these  machines  on  the  installment  plan,  he  will  doubt- 
less find  as  much  demand  for  the  bettei-  grade  insti'u- 

ments  as  for  the  cheaper. 

A  Workable  Stock  System 

It  is  essential  that  the  deaici'  devise  ;i  stock  system, 
comprehensive  enough  to  covei'  all  the  operations  of 
the  department,  and  so  simple  that  its  operation  will 
not  become  impeded  by  the  accumulation  of  a  lot  of  un- 
im|)ortaut  details,  which,  while  interesting  frbm  a 
statistical  ])oint  of  view,  are  as  a  rule  of  no  practical 
value.  The  stock  itself,  since  it  is  uniform  and  th;' 
individual  ])ieces  easily  kept  track  of,  admits  of  the 

keeping  of  an  accurate  record.  This  I'ecord  should 
contain  the  history  of  each  piece  from  the  time  it  is 
l)urchased  until  its  final  disposal,  and  should  be  avail- 

able at  a  moment's  notice. 

Developing  the  System 

In  the  working  out  of  such  a  system,  there  are.  of 
course,  no  hard  and  fast  rules,  and  the  dealei-  will 
doubtless  resort  to  a  modified  or  expanded  system 
similar  to  that  which  he  has  already  in  operation  in 
some  'Other  department.  It  might  be  advisable  to 
utilize  a  card  index  or  book  system,  with  a  suitable 
column  for  recording  the  number  of  the  machine,  the 

date  when  it  was  received,  the  customer's  name,  in 
fact  ,the  entire  history  of  each  instrument,  until  the 
dealer  ceases  to  have  any  claim  upon  it.  In  addition 
to  this  it  is  desirable  to  keep  a  statistical  record  of 
sales,  so  that  an  accurate  estimate  may  be  made  for 
future  requirements. 

COLUMBIA  GRAPHOPHONE  CO.  INCREASES 

The  Du  Pont  interests  recently  jjurchased  tiu-  control 
of  the  Columbia  fii'a|)hophone  Co..  adding  another  in- 

dustry to  their  gi'owing  line  of  activities,  and  are  in- 
creasing the  capital  by  over  !f^2,r)00,000.  in  11(16  the 

gross  business  of  the  company  was  $ir).000.0O0.  the 
largest  in  its  history,  and  an  increase  of  •)7  per  cent, 
over  the  previous  year. 

OTTO  HEINEMAN  CO,  OPEN  CANADIAN  OFFICE 

The  Otto  Ileiiieman  Phonograph  Supply  Co.  have 

opened  up  Canadian  liead(pun'ters  in  the  Ijumsden 
Building.  Toronto.  C.  J.  Pott  is  in  charge  of  the 
Canadian  sales  and  P.  K.  Wood  will  look  after  the 
mechanical  department. 

BRANT-OLA  FACTORY  ENLARGING 

The  Brantford  Piano  Case  Co.,  Ltd..  ai-e  erecting  a 
70-foot  addition  to  their  plant  at  IJraiitfoi-tl.  Out.,  to 
take  care  of  the  increased  demand  for  their  P>rant-01a 

l)houographs.  Manager  M.  S.  Phelps  i-eturiied  re- 
cently from  New  York,  where  he  had  hvvu  ari-anging 

to  get  the  supplies  necessary  foi-  the  increased  output. 

NEWBIGGING  CO.  GET  CANADIAN  NEEDLE 

The  .Xewhigging  Cabinet  Co..  Ilamiltuu.  Out.,  have 

secured  the  sole  Canadian  agency  for  tiie  •'(lolden- 
tone"  permanent  needles.  This  is  a  mineral  needle 
made  to  fit  any  steel  needle,  machine,  and  may  be  used 

Attractive  window  in  small  town  store  owned  by  a 
woman.  It  is  a  simple  but  compreliensive  display,, 
and  brought  good  business  to  the  store. 

Oil  lateral  cut  or  hill  and  dale  records.  By  reversing, 

this  "Goldentone"  may  be  made  into  a  four-point 
needle.     They  do  not  wear  through  use. 

The  Adams  Furniture  Co.,  Toronto,  are  said  to  have 

placed  an  order  for  their  fall  grafonolas  and  records 
witli  the  Columbia  Gi-apiiophone  Co..  which  is  larger 
than  any  ever  placed  for  talking  machines  in  Canada. 



May,  1917 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 

36a 

Note  these  facts  about  the 

"  CLASSIC  " 

It  is  made  in  Canada  by 
Canadians,  and  there  is  no 
duty  added  to  the  price. 

It  will  play  any  make  of 
disc  record,  and  play  it 
equally  as  well  as  the  best 
make  of  machine  on  the 
market. 

It  has  a  noiseless,  durable 
motor. 

The  time  to  link  the 

' '  Classic  "  P  h  0  n  0  g  r  aph 
with  your  name  is  NOW. 
Every  ' '  Classic ' '  Phono- 

graph is  absolutely  guar- 
anteed. 

The  ' '  Classic ' '  Phono- 
graph means  bigger  and 

better  profits  for  the  furni- 
ture dealer.  Get  the 

' '  Classic ' '  proposition  to- 
day. It  will  pay  you  well. 

' '  Classic ' '  phonographs  sell on  merit. 

The  "Classic"  is  made  in 
seven  different  sizes,  the 

prices  are  as  follows:— 
§25,  $50,  $65,  $85,  $105, 
finished  in  oak  and  mahog- 

any, and  $135  and  $255 
finished  in  oak,  mahogany 
and  walnut. 

Remember,  when  you  sell 
a  "Classic"  Phonograph 

you  have  the  assurance 
that  your  customer  could 
not  have  secured  a  more 
pleasing  and  accurate  tone 
anywhere. 

Sometimes  you  don't  know 
what  you  are  missing  until 
the  other  fellow  gets  it. 
Get  particulars  from  us 
to-day. 

We  require  dealers  from 
Halifax  to  Vancouver,  to 

handle  the  "Classic." Write  us  for  discounts  and 
dealer  proposition. 

Classic  Phonograph  Co.,  Limited 
Office  and  Salesroom 

No.  3  Excelsior  Life  Bldg. 

TORONTO 

Factory : 

BRESLAU,  ONT. 
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GOOD  PROFITS  IN  PHONOGRAPHS 

That  furniture  buyers  have  good  reasons  for  their 
expectations  of  a  prosperous  year  is  indicated  by  the 
fact  that  they  have  begun  to  show  talking  machines, 
a  marked  sign  of  advancement,  says  Furniture  World 
(N.Y.)  New  designs  are  constantly  appearing  and 
the  demand  is  getting  stronger  each  week  for  the 
phonograph,  as  the   manufacturers   are   offering  all 

The  Laurette,  one  uf  the  ten  model  sioiiora  phonographs 
distributed  by  J.  Montagnes  &  Cn..  Toronto. 

kinds  of  inducements  for  their  sale.  A  good  way  for 
the  retailer  to  increase  his  sales  is  to  call  all  the  people 

that  have  telephones  in  their  homes  and  say,  "Good 
morning,  Mrs.  Blank.  This  is  John  Doe  &  Co.  We 

called  to  inquire  if  you  have  a  talking  machine."  Mrs. 
Blank  is  interested  from  the  start  and  begins  to  ask 
questions.  By  this  time  you  have  invited  her  to  your 
shop  to  see  and  hear  your  new  line. 
When  Mrs.  Blank  gets  to  your  store  you  can  go 

right  over  to  the  cash  register  and  ring  up  the  amount 
of  the  first  payment,  and  then  your  profits  begin,  for 
record  after  record  will  be  purchased  by  Mrs.  Blank 
for  ca^h.  Most  people  will  spend  as  much  for  records 
the  first  year  as  the  mpchine  cost  them. 

BIG  CABINET  ORDFR 

The  Herzog  Art  Furniture  Co..  of  Saginaw.  Mich., 
have  secured  from  the  Sonora  Phonograph  Corpor  itioa 
a  contract  totaling  $25,000,000.  The  contract  covers 
a  period  of  fifteen  years,  with  a  minimum  anrual  de- 

livery of  $500,000  worth  of  cabinets,  and  a  maximum  of 
$2,000,000  annually.  George  E.  Brightson,  president 
of  the  Sonora  Phonograph  Corporation  completed  this 
mammoth  contract.  It  is  quite  likely  that  the  Herzog 
plant  will  be  utilized  by  the  Sonora  Phonograph  Cor- 

poration as  an  auxiliary  to  its  factory  in  New  York. 

THE  "CHOPIN"  IN  CANADA 

The  Chopin  Piano  and  Talking  Machine  Co.,  receilt'y 
o[)eni'd  up  an  office  and  warerooms  in  the  Keewayden 
Building,  Winnipeg,  where  will  be  handled  the  Can- 

adian trade  business  of  the  company.  The  "Chopin" 
phonograph  has  a  high  reputation,  and  the  company's 
factory  at  Chicago  is  one  of  the  largest  on  the  con- 

tinent making  talking  machines,  with  a  capacity  of 
400  machines  a  day.  It  is  the  purpose  of  the  company 

carrying  at  least  four  carloads  of  "Chopins"  in  stock 
at  Winnipeg,  so  as  to  be  able  at  all  times  to  meet  de- 

livery calls,  which  the  company  purposes  to  do  the  day 
orders  are  received. 

"CLASSIC"  A  CANADIAN  MACHINE 

The  Classic  Phonograph  Co.,  Ltd.,  with  factory  at 
Breslau,  Ont.,  and  salesrooms  in  the  Excelsior  Lift- 

Building,  Toronto,  are  putting  out  in  the  "Classic"  a 
talking  machine  made  in  Canada  by  Canadians.  It 
is  built  in  seven  styles  in  oak  and  mahogany,  and  in 
walnut  in  the  higher  grades.  These  styles  range  in 
price  from  $25  to  $255,  and  all  of  the  machines  are 

guaranteed.  The  "Cla.ssic"  has  a  pleasing  and  accnr- 
ute  tone,  and  will  play  any  make  of  disc  record.  The 
motor  is  noiseless  and  durable. 

INVENTED  EARLY  FOLDING  BED 

One  of  the  latest  Canadian  ui)holstered  bedding  con- 
cerns is  the  Sanitary  Bedding  Co.,  Ltd..  which  has 

opened  factory,  salesroom  and  offices  at  192  and  193 
Queen  Street  east.  J.  Goodman  is  president,  nnd  the 
manager  of  the  company  is  R.  Coopersmith  a  man  who 
has  had  wide  experience  in  the  making  of  davennorts. 
divanettes  and  springs.  He  was  formerly  with  the 
Kindel  Bed  Company  in  the  L^nited  States,  and  in- 
^  ented  the  soiiier.- aiilt  bed,  which  was  a  big  line  with 
that  company  in  years  gone  by.     Mr.  Coopersmith  is 

Model  100  phonogiaph,  in  oak  oi-  mnhogany finish,  made  by  Purdy  Phono^rHph 
Co. ,  Toronto. 

an  inventive  genius  and  the  new  "Peerless"  and  "20111 
Century"  divanettes  are  tAvo  of  his  productions.  The 
latter  day  folding  divanette-beds  are  so  much  superior 
to  those  put  out  in  the  early  days  that  a  resemblance 
between  them  would  be  difficult  to  find. 

J.  P.  Quinlan  will  erect  a  furniture  factory  at  North 
Bay,  Ont.     The  town  will  grant  a  bonus. 



May,  1917 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 

37 

The  Highest  Class  Talking  Machine  in  the  World 

E 

my 

"  I  never  wanted  a  phonograph  until  I  heard  the 

Sonora,"  said  a  man  who  bought  a  Sonora  Baby 
Grand  from  Messrs.  Gilmore  &  Co.,  St.  Catharines 

Sonoras  Attract  the  Cash  Buyers 

Installment  sales  covering  long  periods  of  time  are  bad  for 

business — they  are  bad  for  customers  and  bad  for  you 

Sonora  dealers  get  the, cash  sales  or  sales  with  big 

down-payments,  because  prospects  of  the  Sonora  class 
are  influenced  first  by  quality,  and  not  terms. 

One  Sonora  dealer  says:  "Most  of  the  machines  we 

have  sold  will  be  paid  for  in  full,  within  a  year." 

Another  says:  "  Regarding  selling  the  Sonora  machines 
on  terms,  would  say  we  do  not  sell  them  for  fifty  cents 
down,  ;ind  fitty  cents  per  week,  as  we  do  not  desire 
that  class  of  trade,  nor  do  we  wish  to  class  our 

goods  with  those  that  may  be  sold  on  such  terms. 

We  have  no  trouble  selling  them,  mostlj'  for  cash. 
When  terms  are  made  no  machine  is  to  be  sold  unless 

full  payment  is  agreed  upon  in  six  or  eight  months, 

at  the  longest." 

If  you're  a  millionaire — and  long  credits,  and  doubtful 
credits,  and  bad  credits,  and  tied  up  capital,  and  losses 

don't  really  make  much  difference — this  will  not  interest 

you.     If  you're  a  business  man,  it  will. 

Sell  Sonoras — it  will  improve  your  prestige  and  your 
bank  account. 

TEN  SUPERB  MODELS 

$62.50 

$240 

$80  $100 

$265  $300 

$135  $205 

$475  $1,500 

Manufactured  by 

Sonora  Phonograph  Corp. 

New  York 

EXCLUSIVE  CANADIAN  DISTRIBUTERS 

I.  MONTAGNES  &  COMPANY 

RYRIE  BUILDING Shuter  and  Yonge  Streets TORONTO 



38 ('ANAl)TAN  FURNITURE  WORLD  ANM)  TIIK  UNDERTAKER 
May,  1917 

NEW  TALKING  MACHINE  CO.  FORMED 

Tliis  is  the  day  of  the  talking  niacliine,  and  aiiothei- 
organizatiou  has  recently  been  formed  to  take  up  this 
industry  in  the  Dominion — The  Canadian  Phonograph 
S.npply  Co..  with  headcjuarters  at  London,  Out.  This 
now  company  has  secured  the  Canadian  disti-ihutioii 

W.  D.  STEVENSON, 
iif  till'  Caiuuliaii  Phonograh  Supply  Co. 

for  Starr  jihonographs  and  records,  made  by  the  Starr 
Piano  Co.,  Richmond,  Ind.  This  line  has  been  selling 
in  the  United  States  for  some  time. 

J.  A.  Croden  and  W.  D.  Stevenson  are  the  men  be- 
hind the  Canadian  Phonograph  Supply  Co.  Both  of 

them  are  well-known  in  piano  and  musical  circles,  and 
have  been  much  interested  in  talking  machines  for  a 
number  of  years  past.  The  new  company  will  carry 
a  large  stock  at  their  London  warerooms,  the  Starr 
line  of  machines  covering  eleven  different  styles  and 
designs,  and  being  capable  of  playing  any  disc  record 
as  well  as  their  own,  which  are  of  the  hill  and  dale 
type. 

NEW  TALKING  MACHINE  COMPANIES 

The  Canadian  Symphonola  Co.,  Ltd.,  with  a  capital 
of  $50,000  has  received  Dominion  incorporation  to 
make  talking  machines  and  musical  instruments.  John, 
We.sley  Dyer  and  Angus  Long  are  provisional 
directors. 

Last  month  the  Playola  Phonograph  Co..  Ltd.,  was 

incorporated  with  a  capital  of  .'f!40.000  to  take  over  the 
business  of  the  Pla.yola  Phonograph  Co.  The  officers 
of  the  company  are  P.  J.  Foley,  president,  and  A.  J. 
Bell,  secretary.  The  Playola  Co.  have  opened  offices, 
showrooms  and  factory  at  468-474  King  Street  West. 
Toronto,  and  are  manufacturing  and  making  deliveries 

of  two  sizes  of  2)honogi'aphs  which  retail  at  sf^BO  and  $75. 

TO  SELL  HEINEMAN  MOTORS  IN  CANADA 

C.  J.  Pott,  i"ecently  appointed  sales  manager  for  Can- 
ada of  the  Otto  Heineman  Phonograph  Supply  Co.,  has 

decided  to  make  Toronto  his  headquarters.  He  re- 
cently visited  the  Heineman  factory  at  Elyria,  Ohio, 

and  the  Chicago  ofifices  of  the  company.  While  away 
Mr.  Pott  conferred  with  Mr.  Heineman,  president  of 

the  company;  Mr.  Bean,  vice-president,  and  W.  f'. 
Strong,  superintendent. 

In  connection  with  the  Heineman  Canadian  branch  a 
service  department  will  be  a  feature.  Arrangeirients 
have  been  completed  to  have  this  department  in  charge 
of  a  thoroughly  experienced  mechanic  who  has  trav 
elled  extensively  in  Canada  and  the  United  States  con- 

ferring with  the  trade  on  motor  <piestions.  Tlie  fac- 
tory at  Elyria  is  Avoi'king  to  full  eai)acity  all  the  time, 

and  there  is  every  assurance  the  HM7  busiMess  will  far 
exceed  that  of  the  year  |)revious.  An  exliibil  of 
Heineman  motors  is  being  j)laniu'd  for  the  music  show 
in  Chicago,  May  1!»  to  26.  A  new  luotoi-  announced 
by  the  Heineman  fii-m  is  designed  1o  nhiy  three  12-inch 
or  four  and  one-half  10-incli  i-ecords  with  one  winding. 
The  makers  advise  that  milled  gears  and  n()t  sta)iii)ed 

geai's  will  be  used  exclusively  in  this  new  motor. 

PROMOTION  FOR  COLUMBIA  MAN 

James  P.  Bradt.  well-known  to  the  talking  machine 
trade  of  Canada,  being  manager  of  the  Toronto  branch 
of  the  Columbia  Graphophoiie  Co.,  has  been  promoted 
to  the  position  of  assistant  to  the  president,  with  head- 
([uarters  at  New  York.  Mr.  Bradt  has  been  seventeen 

years  in  the  talking  machine  business,  and  has  sem'ed 
the  Columbia  Co.  in  Gi'niiany.  Austria.  Russia.  Eng- 

land, Canada  and  the  United  States. 

NOW  MAKING  CANADIAN  RECORDS 

Pathe  Freres  Phonograph  Co.  of  Canada,  have  begun 
the  manufacture  of  records  at  their  Toronto  plant  for 
the  Canadian  trade. 

The  Ontario  Furniture  Co.,  London,  Ont.,  have  se- 
cured exclusive  rights  in  that  city  for  the  Pathe  line  of 

•T.  A.  CRODEN. 
of  the   Canadian   Phonograph   Supply  Co. 

talking  machines  and  records.  A  large  department 
with  handsome  demonstration  rooms  has  been  opened 
up,  and  at  the  recent  opening  the  proprietors  were 

obliged  to  'phone  for  more  stock,  so  good  were  the 
sales. 
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The  Palhe  Sapphire 
Ball  Playing  a  Pathe 
Record.  (  Very  much enlarged.) 

ENTER — A  Phonograph  felling 

Argument  that  SELLS 

AN  argument  which  ai)peals  convincingly — ^that sells  the  Pathephoiie.  An  argument  which 
has  no  back-kick!  This  argument  is  the 

Pathe  Sapphire  Ball.  The  story  of  this  invention 
is  proving  its  selling  power  daily  for  thousands  of 
talking  macliine  merchants  the  country  over.  It 
is  destined  to  make  its  selling  power  felt  by  all 
dealers. 

Have  you  tried  it  out? 

THE  PATHE  SAPPHIRE  BALL 

is  a  jjolished.  l)all-shaped,  genuine  jewel,  used  in 
place  of  sharp  metal  needles,  to  play  Pathe  I'ecords. 
rts  advantages  are  five-fold: 

1.  It  glides  smoothly  through  the  sound  grooves 
of  the  record  without  cutting,  digging  oi-  ripping  the 
sui-face.  This  is  why  Pathe  records  nuiy  be  played 
1.000  times  or  more  without  showing  perceptible 
signs  of  wear. 

2.  The  Pathe  Sapphiie  Ball  is  permanent.  The 
owner  of  a  Pathephone  never  has  to  fear  the  ruin 

of  an  expensive  i-eeord  just  becaijse  he  has  forgotten to  insert  a  new  needle. 

3.  No  needles  to  change.  No  worry  about  the 
supply  of  needles  running  short.  The  bother  is 
eliminated ;  the  expense  is  eliminated. 

4.  The  Pathe  Sapphire  Ball  fits  so  closely  into  the 
wide  semi-circular  sound  groove  of  the  Pathe  Record 
that  it  draws  out  all  the  music,  instead  of  only  part 

of  it. 
5.  The  combination  of  Pathe  Records  and  Pathe 

Sapphire  Ball  eliminates  surface  scratch,  such  as  is 
caused  by  a  sharp  steel  needle  operating  over  a 
surface  of  plastic  material. 
But  see  the  other  big  advantages  the  Pathe  line 

gives  you. 
COMPLETENESS  OF  PATHEPHONE  LINE 

Pathephones  are  furnished  in  prices  ranging  from 
$35  to  $300.  each  model  showing  the  greatest  value 
for  the  money.  Every  machine  is  equipped  so  it 
Avill  play  any  disc  record  on  the  market.  Every 
Pathephone  has  a  tone  control  modulator. 

Are  you  in  a  position  to  take  care  of  more  business 
and  better  business?  Then  write  us  for  details  of 
the  Pathe  proposition. 

Pathe  Freres  Phonograph  Company  of  Canada,  Limited 

Factories  and  Head  Office,  4-6-8  Clifford  Street,  TORONTO,  Canada 

Western  Distributors :  R.  J.  Whitia  &  Co,,  Winnipeg,  Man. 
Maritime  Province  Distributors :  H.  L.  Hewson  &  Son,  Ltd.,  Amherst,  N.S. 
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Talking  Machine  Trade  Notes 

H.  L.  Hewson  &  Son,  Ltd..  Amlierst.  N.S.,  have  been 
appointed  distribiiters  for  Pathe  macliines  and  records 
in  the  ]\Iaritinie  Provinces. 

H.  G.  Good  has  opened  up  a  retail  talking  maehiiie 
store  at  2191  Queen  Street.  Bast,  Toronto.  Mr.  Good 
formerly  lived  at  Denver,  Col. 

Musical  Instruments,  Ltd.,  Toronto,  a  recent  incor- 
porated organization,  has  brought  out  the  Cecilian 

Concertphones,  a  talking  machine  in  four  models. 
J.  A.  Donaldson,  Caledon  East,  Ont.,  has  put  in  a 

grafonola  and  graphophone  department.  He  got  in 
his  line  in  time  for  a  church  entertainment  in  his  town. 

The  Canadian  Talking  Machine  Co..  Montreal.,  are 
enlarging  their  premises  owing  to  increased  business. 
The  com])any  intend  going  into  the  business  in  a 
greatly  extended  scale. 

It  is  estimated  that  the  consumption  of  lumber  for 
the  making  of  talking  machine  cabinets  in  1916  was 
75,600.000  s(|uare  feet  of  manufactured  hardwood  lum 
ber  and  50,000,000  s(|uarp  feet  of  veneer. 

There  are  fifty-five  separate  makers  of  talking  ma- 
chines listed  in  a  trade  directory  published  by  Talk 

ing  Machine  World.  There  are  twenty-one  makers  of 
records,  and  forty-seven  firms  supplying  parts. 

Emile  Landerman,  of  the  Berliner  Gramophone  Co., 
Montreal,  died  recently,  after  a  short  illness  at  Winni- 

peg, whither  he  had  gone* in  the  interests  of  his  firm. 

REGAL  PHONOGRAPH  00.  SPREADING 

The  Regal  Phonograph  Co.,  Toronto,  recently  in- 
corporated witli  a  capital  stock  of  $40,000,  was  es- 

tablislu'd  in  1915  by  Edwin  A.  Stevenson,  who  has 
been  active  in  the  talking  machine  industry  for  tlie  past 
eleven  years.  Mr.  Stevenson  is  president  and  manager 
of  the  Regal  Company,  and  has  for  the  ])ast  two  years 

energetically  featured  the  Ideal  "perfect  tone"  plioiio- 
graph.  Avhich  name  he  trade-marked.  The  business 
established  by  him  continued  to  grow  and  exi)and  un- 

til lie  Found  it  advisable  to  branch  out  in  a  larger  way. 

and  tlu'  iucori)oi'ation  is  tlw  I'esult.      Lai-ger  premises 

He  was  only  34  years  of  age  and  leaves  a  widow  and 
two  small  children. 

Distributing  headquarters  have  been  opened  up  at 
Winnipeg  by  the  Melotone  Talking  ]\Iachine  Co.  Al- 
tliough  established  only  four  months,  this  young  firm 
has  made  rai)id  progress  in  developing  busine.ss  and  in 
the  output  of  instruments. 

Robert  Burgess,  the  eutliusiastic  Pathe  road  man. 
reports  that  he  is  meeting  with  a  gratifying  reception 
wherever  he  goes,  and  is  signing  up  some  of  the  most 
desirable  accounts  in  Ontario.  He  recently  closed 
with  some  live  dealers  in  Sault  Ste.  Marie,  Sudbury. 
North  Bay.  Windsor,  Oshawa  and  Chatham. 

The  Pathe  Co.  have  put  on  the  market  a  new  Pathe- 
phone  of  period  design.  It  is  constructed  on  Adams 
lines.  The  company  have  also  put  out  a  new  electric 
sign  for  dealers.  The  color  scheme  is  light  yellow  with 
blue  letters,  the  red  rooster  of  course  stands  out  prom- inently. 

The  concert  tour  of  Louis  Graveure  throughout  the 
Canadian  West  gave  a  considerable  impetus  to  the  sale 
of  Columbia  records  of  his  recording.  Dealers  were 
fnlly  awake  to  the  advantages  to  them  of  this  M'ell 
known  artist's  visit,  and  were  ready  to  cash  vi  on  it. 

Ml-.  Wright,  of  McPhail  &  Wright,  contractor,  and 
A.  W.  West,  have  formed  "Algoma  Distributers"  to 
look  aftei-  the  distribution  of  Pathe  Patliephones  and 
records  in  Algoma  district.  The  company  will  open 
retail  stores  at  Sudburv  and  The  Soo. 

at  145  Cliurch  St.,  Toronto,  have  been  taken,  and  the 

firm  pr()|)0se  materiallv  enlai-giug  the  output  of  the "Ideal  "  line. 

Mr.  Stevenson  has  now  associated  with  him  W.  J. 

Greenfield,  Port  IIoi)e,  and  A.  E.  Poster,  Toronto.^  Th- 
laitei-  was  engaged  in  another  line  of  business,  but  was 
atti-aeted  1o  the  talking  machine  ti-ade  by  its  ph^nom- 
enal  growth.  Mr.  Foster  is  seei'etai-y  of  the  company. 
W.  J.  Greenfield  assumes  the  office  of  ti-easurer.  lie 

is  a  well  known  capilalist  o!  Port  Il()|)e.  wliei-e  he  has 
resitled  for  numy  years. 

W.  .1.  GRKENPIELD Treasurer. 

K.  A.  STEVENSON 
i'resiiient  and  Manager, 

A.  E.  FOSTER, Secr;tary. 
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The  Basic  Reason 

/OR  the  increasing  popularity  of  the  "  PHONOLA  "  is  found in  the  fact  that  it  has  established  its  merit  and  reputation 

as  a  musical  instrument  which  anyone  can  operate — and  that 

its  cost  places  it  within  the  reach  of  all. 

Undoubtedly,  competition  is  becoming  keener  as  time  goes  on,  but  the 

Phonola  dealer  is  ready  for  competition.  The  musical  excellence 

of  the  Phonola  makes  it  an  admirable  confrere  of  the  high-grade  pianos 

you  have  in  your  store.  The  construction  and  parts  of  the  Phonola 

appeal  to  dealers  who  know  talking  machine  points. 

Phonola  features  commend  themselves  because  salesmen  know  that  in 

the  actual  work  of  convincing  prospects  they  are  winning  features. 

The  Pollock  Manufacturing  Co.,  Limited 

Kitchener  takers  of  the '"PHONOLA"  Canada 

The  Phonola  "Princess" 
The  Phonola  "Prince" 
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KNOBS  of  NEWS 

Reliable  House  Furnishers  have  been  registered  at 
Montreal . 

Fleury  &  Co.,  furniture  dealers.  Montreal,  have  been 
registered. 

The  furniture  business  of  A.  Beaulieu,  Montreal,  has 
been  registered. 

The  National  Household  Furnishing  Co.,  Montreal, 
has  been  registered. 

The  Monti-eal  Feather  &  Down  Co..  Ltd.,  Montreal, 
has  been  incorporated. 

The  Teahan  Furniture  Co.,  Windsor,  Out.,  are  mov- 
ing to  new  and  larger  premises. 

E.  J.  Ashton,  has  sold  out  his  furniture  and  under- 
taking business  at  Lloydminster,  Sask. 

Graham  &  Reid,  Edmonton,  have  moved  their  furni- 
ture business  to  new  and  larger  premises. 

F.  S.  Rudd's  furniture  and  hardware  store  at  Arn- 
prior,  Ont.,  was  damaged  by  fire  recently. 

J.  H.  Hanson,  president  of  the  J.  H.  Hanson  Co.  Ltd., 
wholesale  stove  dealers,  Montreal,  is  dead. 

W.  H.  Bunt  has  taken  over  John  Chapman's  furni- 
ture and  undertaking  business  at  Flesherton,  Ont. 

J.  D.  Watson,  formerly  witli  the  Coorabe  Furniture 
Co.,  intends  erecting  a  furniture  factory  at  Kincardine, 
Ont. 

The  Durham  (Ont.)  Furniture  Co.  have  inaugurated 
a  co-operative  scheme  by  which  their  employees  get  a 
proportion  of  the  profits. 

Chas.  Kusiar,  formerly  with  Murray-Kay,  Ltd.,  To- 
ronto, has  been  appointed  manager  of  The  J.  Hoodless 

Furniture  Co.,  Ltd.,  Hamilton,  Ont. 

J.  C.  Lawson,  treasurer  of  the  Gurney  Northwest 
Foundry  Co.,  Winnipeg,  has  taken  up  a  new  position 
with  the  parent  company,  the  Gurney  Foundry,  Lim- 

ited, Toronto. 
A.  0.  Skinner,  dealer  in  furniture,  carpets,  etc.,  at 

St.  John,  N.B.,  was  recently  elected  president  of  the 
Retail  Merchants  Association  of  his  city.  He  was 
toastmaster  at  the  concluding  function  of  the  conven- 

tion, a  banquet,  at  which  200  guests  were  present. 
A  big  idea  in  co-operative  sales  effort  for  the  furni- 

ture merchants  was  recently  brought  out  by  the  Bissell 
Carpet  Sweeper  Co.,  in  the  form  of  a  Household  Labor- 
Saving  Devices  Week  which  was  observed  in  the  U.  S. 
during  the  week  of  April  23.  It  suggests  a  similar 
movement  to  the  trade  here  in  Canada. 

NEW  CHESLEY  FURNITURE  CATALOGUE 

The  new  catalogue  which  The  Chesley  Furniture  Co. 
Ltd.,  has  been  preparing  for  publication  of  late,  will 
be  i.ssued  in  a  few  days. 

NEW  BED-DAVENPORT 

The  Kinde]  l>(;d  Co.,  Stratford.  Out.,  are  now  mak- 

ing the  new  "Kroehler  Kodav. "  the  latest  idea  in 
folding  beds.  In  conjunction  with  the  U.  S.  com- 
|)any  the  Kindel  Bed  Co.  are  spending  $100,000  this 

year  in  a  national  advertising  campaign,  drawing  at- 
tention to  this  new  Kroehler  bed-davenport,  the  ads. 

appearing  in  a  number  of  popular  journals  like  Sat- 
urday Evening  Post,  Ladies'  Home  Journal.  Good 

Housekeeping,  etc.  This  new  "Kodav,"  which  is  so 
constituted  that  its  operation  is  simplicity  itself,  takes 
a  mattress  of  35  or  40  pounds  weight,  and  yet  has  room 
to  take  care  of  this  when  folded  up  as  a  davenport. 

MARSHALL  SANITARY  IN  NEW  QUARTERS 

The  Marshall  Sanitary  Mattress  Co..  Ltd.,  are  now 
located  in  their  new  quarters  at  8  West  Market  Street. 
Toronto,  where  they  have  greater  room  for  manufac- 

turing and  stocking  their  products.  An  entire  floor 
has  been  taken  over  b.y  the  company  and  is  fitted  up 
to  take  care  of  their  increasing  business. 

KITCHENER  COMPANY  CHANGES  NAME 

Through  public  notice  in  the  Ontario  Gazette  the 
name  of  The  Berlin  Office  Fixture  Co.,  Ltd..  located 

at  Kitchener,  Ont.,  has  been  changed  to  the  Art  Furni- 
ture Co.,  Ltd. 

FOLDING  CHAIRS  FOR  SOUTH  AFRICA 

W.  J.  Egan,  Canadian  Trade  Commissioner,  Cape 

Town,  has  forwarded  to  the  Ottawa  Govei-nment.  par- 
ticulars relative  to  folding  chairs,  which  are  market- 

able in  South  Africa.  There  is  a  continued  demand 

lie  says,  for  folding  chairs,  more  particularly  for  the 
cheaper  variety.  At  present  some  American  chairs 
are  sold,  their  quotation  being  .$6.50  a  dozen.  They 
are  put  up  in  parcels  of  half  a  dozen  each.  Other 
grades  are  being  sold  at  $7  and  $7.50  a  dozen. 

DISCONTINUING  KITCHEN  TABLE  LINE 

The  Chesley  Furniture  Co.,  Ltd.,  draw  our  attention 

to  a  paragraph  appeai'ing  in  last  month's  issue  in  which 
it  is  said  that  company  is  bringing  out  a  "new  line  of 
kitchen  tables."  Mr.  Dui'st  writes  that  this  is  n\is 
leading,  and  as  his  company  is  getting  a  number  of  in- 
((uiries  as  to  tlie  nature  of  tliese  new  tables  he  wishes 
the  trade  to  know  that  instead  of  bringing  out  a  new 
line  of  kitchen  tables  they  are  discontinuing  their  oli! 

line  and  developing  their  tilt  top  twin  pedestal  exten- 
tion  tables. 

ENTERTAINED  CANADIAN  BUSINESS  MEN 

W.  L.  Harris,  president  of  the  New  England  Furni- 
ture and  Carpet  Co.,  Minneapolis,  was  host  at  a  lunch 

eon  at  the  Athletic  Club  in  that  city  recently  to  a  group 
of  prominent  <Janadian  business  men,  who  were  in 

Minneapolis  taking  the  short  business  men's  training 
course  at  the  University  of  Minnesota.  Mr.  Harris 

addressed  the  Manitoba  Association  of  Retail  Mer- 
chants at  Wiinii[)eg  last  summer,  and  had  met  many 

|)rominent  business  men  tliere.  He  Avill  next  month 
address  the  Alberta  R.  A.  convention  at  Regina. 
His  liuicheon  guests  were:  Horace  Chevrier,  President 
of  the  Dominion  Board  of.  Retail  Mei-chants  of  Canada  : 
J.  A.  Connell,  Treasurer,  of  Manitoba;  C.  L.  Rannard. 

President,  Geoi-ge  Markle,  Vice-President,  and  J.  H. 

Curie,  Seei-etaiy  of  the  Winnipeg  Retail  Merchants' Association,  and  E.  Y.  Pughsley,  advertising  manager 
of  the  Hudson  Bay  Company. 
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Undertakers'  Department I Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  incited  to  send  letters  1^^^^^^^^^^^^-— — - 
expressing  their  Views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada.  I 

Remember  the  Capillaries 

By  Howard  S.  Eckels,  Ph.G. 
Dean  of  Eckels' College  of  Embalming,  Philadelphia,  Pa. 

Written  for  Canadian  Furnitmr  World  anil  The  Undertaker. 

THE  public's  rapidly  increasing  knowledge  of  em- 
balmiMg  absolutely  demands  that  the  embalraer 
should  remember  that  there  are  such  things  as 

capillaries.  It  may  seem  strange  that  I  should  put  it 
this  way,  but  it  untiuestionably  is  a  fact  that  when  he 
comes  to  handle  a  delicate  complexion,  the — shall  I 
say  average? — embalmer  seems  to  forget  all  that  he 
ever  knew  regarding  these  microscopic,  but  highly  im- 

portant branches  of  the  systemic  circulation.  Sit  him 
down  before  a  desk  for  examination  and  he  will  re- 

member more  about  the  capillaries  than  the  average 
anatomist  ever  had  a  chance  to  forget.  But  put  him 
into  a  place  where  a  thorough  recollection  of  their 
structure  and  use  is  absolutely  essential  in  his  practical 
work,  and  the  chances  are  that  he  will  forget  all  he 
ever  learned  from  books  or  in  school  and  proceed  to 
clog  np  those  same  capillaries  tighter  than  ever  with 
raw  formaldehyde. 

The  average  length  of  ca[)illaries  is  not  exceeding 
one-fiftieth  of  an  inch  nor  are  they  more  than  two- 
thousandths  of  an  iuch  in  diameter.  Yet,  from  the 
standpoint  of  cosmetic  etfeet  or  even  of  preservation 
they  are  decidedly  important  parts  of  the  human  an- 

atomy. We  are  used  to  speaking  of  arterial  embalm- 
ing. This  is,  after  all,  a  misnomer.  What  we  should 

say  is  "capillary  embalming,"  because  the  arteries have  little  more  part  in  the  actual  operation  of  em- 
balming than  has  the  ai'tcrial  tube  with  which  we  iniect the  fluid. 

The  function  of  the  arterial  tube  is  to  convey  the 
fluid  into  the  arteries,  aud  the  function  of  the  arteries 
MO  more  than  to  transmit  that  fluid  from  their  branches 
to  the  capillaries.  It  is  in  these  tiny  organisms  that 
the  separation  of  the  oxygen  of  the  blood  is  effected  to 
build  up  the  tissues,  and  it  is  there  and  thus  that  the 
actual  work  of  embalming  is  accomplished. 

A  study  of  this  system  of  blood  vessels  is  therefore 
of  the  greatest  importance  because  this  net-work  of 
tiny  tubes  which  permeate  every  part  of  flesh  tissue  in 
the  body  is  where  the  einbalmers'  work  really  is done.  Varying  from  one  two-thousandths  to  one  foiir- 
tlioiisandtiis  of  an  inch  in  diameter,  they  are  of  eoiirs" 
Miicroscopicly  miniit( — so  minute  that  the  blood 
corpuselos  are  able  to  p;iss  through  their  tortuous 
course  only  one  ;it  ;i  time  and  in  single  file  uiid  then 
only  in  many  instances  by  changing  theii-  shape.  It  is 
in  this  progress  through"  the  capillaries  that  the  blood in  life  delivers  its  oxygen  to  the  tissues  and  flesh  and 
takes  u])  the  waste  mattei-  or  carbon  dioxide  and  car- 

ries it  back  through  the  venous  system  to  the  heart 
and  tlience  through  the  pulmonary  circulation  to  the 

lungs  to  be  re-cleaned  and  purified  by  the  oxygen  which 
the  lungs  extract  from  the  air  we  breathe. 

To  secure  perfect  embalming,  which  means  not  only 
perfect  preservation  and  perfect  disinfection,  but  also 
perfect  cosmetic  effect,  it  is  absolutely  essential  that 
the  capillaries  be  built  up  and  their  entire  structure 
strengthened  and  held  open  by  the  preliminary  injec- 

tion of  a  capillary  wash  and  blood  solvent.  To  secure 
the  results  we  have  a  right  to  expect,  this  substance 
must  have  several  (|ualities.  One  of  these  is  that 
it  must  be  laxative  in  its  nature.  All  fluids  are 
astringent  and  it  is  to  correct  this  astringency  and 
prepare  the  way  for  it  that  we  inject  a  combination  of 
chemicals  prepared  for  this  purpose. 

This  must  be  blood-solvent,  so  that  it  will  wash  out 
of  the  capillaries  the  blood,  which,  if  it  were  to  remain 
there  and  set  by  raw  formaldehyde,  would  show 
through  the  skin  with  a  putty  color  or  worse.  In  this 
preliminary  injection  I  incorporate  a  chemical  which 
surrenders  to  the  blood,  oxygen,  much  as  the  lungs  ex- 

tract oxygen  from  the  air  we  breathe  in  life,  to  lighten 
the  blood  and  to  increase  its  fluidity.  This  greatly 
improves  the  cosmetic  effect,  since  it  gives  the  rosy  tint 
to  cheeks  which  were  rosy  in  life,  yet  does  not  carry 

SPIRITS  OF  THE  DEAD 

I 
Thy  Soul  shall  find  itself  alone 
'Mid  dark  thoughts  of  the  gray  tomb-stone — Not  one,  of  all  the  crowd,  to  pry 
Into  thine  hour  of  secref  v: 

II 
Be  silent  in  that  solitude, 

Which  is  not  loneliness — for  then 
The  sijiirits  of  the  dead  who  stood 

In  life  before  thee,  are  again 
In  death  around  thee — ^^and  their  will 
Shall  overshadow  thee:  be  still. 

Ill The  night — tho'  clear — shall  frown — And  the  stars  shall  look  not  down 
From  their  high  thrones  in  the  heaven, 
With  light  like  Hoiie  to  mortals  given — 
But  their  red  orbs,  without  beam. 
To  thy  weariness  shall  seem 
As  a  burning  and  a  fever 
Which  would  cling  to  thee  for  ever. 

IV 
Now  are  thoughts  thou  shalt  not  banish — 
Now  are  visions  ne'er  to  vanish — 
From  thy  spirit  shall  they  pass 
No  more — like  d(HV-dro|is  I'loni  Hie  grass. 

V 
The  breeze — the  breatli  of  (iinj — is  still — 
And  the  mist  upon  the  liill 
Shadowy — shadowy — yet  unliroken, 
Is  a  symbol  and  a  token  — How  it  liJings  upon  the  trees, 
A  mystery  of  mysteries! — Edgar  Allan  Foe. 
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color  like  i)aiiit-be;u-iiig  fluids  do  to  parts  which  are  not 
naturally  pink  tinted. 
Raw  tonnaldeliydc  will  not  ])ass  through  tlie  capil- 

laries, and  t'rc(piontly  will  not  even  pciu'ti'ato  thcia, 
and  every  inaiiul'actiirci'  of  (Mubaliniiig  fluids  who  uses 
raw  formaldehyde  oi-.  indeed,  any  form  of  formalde- 

hyde in  his  products,  constantly  is  striving  to  incr-ease 
the  pcneti-ative  (pudities  of  his  fliud  by  the  inclusion  of 
chenucals  which  will  less(>n  fonnaldi'hyde 's  harshness. The  manufacturers  of  four  or  Ave  of  the  standard  fluids 

have  accomplished  this  to  a  cei-tain  extent,  but  I  do 
not  believe  that  it  is  possible  to  secure  perfect  pene- 

trability unless  a  part  of  the  basic  disinfecting  sub- 
stance of  the  fluid  be  j^eroxide  of  hydrogen  or  at  least 

some  other  oxygen-bearing  chenncal. 
Personally  I  am  convinced  tliat  pei'oxide  of  hydrogen 

is  far  and  away  the  best  of  all  substances  whieli  it  is 

possible  to  include  foi'  tliis  purpose,  because  fifteeu- 

BOB.  McM.MN. 
the  popular  furniture  dealer  and  undertal<er,  of  Milverttni,  Out,, 
explaining  to  the  girls  and  their  friiMids  liow  they  discharge 
cannon  in  the  big  war. 

sixteenths  of  its  atomic  weight  is  oxygen — the  same 
substance  which  nature  uses  in  life  for  cleansing  and 
purifying  purposes,  and  of  whose  penetrating  powers 
the  circulation  of  the  blood  in  life  is  ample  proof.  Of 
course  there  is  a  vast  dilference  in  embalming  fluids 
and  I  believe  that  if  no  capillary  wash  is  used  at  all 
that  a  peroxide  fluid  is  the  best,  but  T  strongly  recom- 

mend that  a  wash  be  injected  in  all  particular  cases,  as 

outlined  in  my  latest  book,  "Embalming  by  a  New 
Principle  and  a  New  Method." 

In  the  human  body  neither  the  veins  nor  the  arteries 
come  directly  to  the  surface.  It  is  the  capillaries 
through  which  the  surface  tissue  of  the  body  is  fed, 
and  it  is  through  them  that  the  embalming  fluid  must 
pass.  This  is  an  absolute  necessity  if  preservation  is 
to  be  accomplished,  skin  slip  prevented  or  disinfection 

secured.  It  is  doubly  a  necessity  if  cosmetic  eft'ect  is to  be  attained. 

f  To  be  continued .  ) 

GETTING  AFTER  CANADIAN  BUSINESS 

There  is  a  strong  rumor  that  one  of  the  big  U.  S. 
casket  houses,  making  very  high  grade  productions  is 
contemjilatiiig  going  after  Canadian  trade.  The  Cen- 

tral ('asket  Co.  of  Huff'alo.  whose  Canadian  plant  is  at 
Bridgeburg,  Ont.,  already  has  a  good  business  in  this 
country,  and  the  company  stands  high  among  the  fore 
most  Canadian  funeral  directors.  The  rumor,  how- 

ever, has  to  do  with  another  bouse,  and  feelers  are  said 
to  have  been  put  out  regarding  the  opening  of  branches 
at  Toronto  ;ind  Montreal. 

These  rumors,  following  the  announcement  of  a  new 
Ontario  casket  company  in  last  mf)ntirs  issue,  tends  to 
show  that  something  is  brewing  in  the  casket-nudviui: 
industry  of  Canada. 

Gossip  of  the  Profession 

Omer  Bedard,  undertaker,  Montreal,  has  been 

registered. 
Cloutiei',  Ti'udel  &  Dion,  undertakers,  Quebec,  iiave 

been  registei-ed. 
Smith,  Jr.,  and  Hunter,  liave  succeeded  Smith.  Son 

&  Clarke,  undertakers,  London,  Ont. 
A  Montreal  funeral  director  is  testing  in  the  courts 

tju!  riglit  of  the  city  council  to  jirohibit  the  display  of 
funeral  goods  in  show  windows. 

The  Romans  fi-ecpiently  used  coffins  of  a  peculiar 
kind  of  stone  brought  from  Assos.  in  Ti-oas.  which  was 
said  to  consume  the  entire  body — the  teeth  excepted— - 

in  forty  days,  atui  was  therefore  called.  ''sarco|)lia- 
gus, "'  meaning  flesh-eatei-. 

Joseph  P.  Thompson  has  joim  d  the  staft'  of  The  F. 
W.  Matthews  Co.,  Spadina  Av(>..  Toi-onto.  IIc  is  a 
graduate  em'balmer  of  the  ('.  E.  A.  school.  Xorman 
Baker,  formei'ly  with  this  eoinjjan.v.  is  helping  his 
countiy  in  one  of  the  munitions  departments. 

An  instructor  for  the  first  aero  company  at  Hemp 

stead  Plains,  L.  I.,  died  recently,  and  during  the  fun- 
eral at  the  cemetery,  a  number  of  aeroplanes  rose  from 

the  flying  field  and  passed  over  the  little  l)urying- 
ground  and  dropped  flowers  upon  the  grave. 

D.  W.  Andrews,  secretary  of  Dominion  Manufac- 
turers, Ltd.,  left  on  May  1st  by  way  of  Chicago.  St. 

Paul  and  Winnipeg,  for  a  trip  to  the  (^anadian  Pacific 
Coast.  Mr.  Andrews  ex2)eets  to  touch  all  the  high 
spots,  calling  on  branches  and  customers  both  on  the 
outward  and  inward  trips. 

The  recent  funeral  at  Toronto,  of  Mrs.  E.  R.  Harden, 

wife  of  a  returned  maimed  soldi-er,  partook  somewhat 
of  a  public  ceremony.  The  pall-bearers  were  six 
soldiers  from  the  Spadina  Hospital,  and  the  j\[ayor  of 

the  City  was  represented.  Wm.  Speers,  funeral  direc- 
tor, Dundas  Street,  had  charge  of  the  arrangements. 

UNCONSCIOUS  HUMOR 

An  undertaker  in  one  of  the  smaller  Ontario  towns, 
who  also  conducts  a  furniture  business  advertises  in 

his  local  weekly  that  he  "has  opened  a  shop  at  the  rear 
of  his  furniture  showroom  and  is  prepared  to  do  all 
kinds  of  tinsinithing.  Undertaking  receives  s|)ecial 

attention. " 

WAS  JUST  PEACEFUL 

A  fat  colored  woman  was  in  court  in  Georgia  for 

throwing  a  skillet  at  her  neighbor's  husband. 
"Why  did  you  strike  this  man?"  asked  the  judge. 
"We  was  discussin'  the  war,  Jedge,  and  wuz  talkin' 

about  dem  Germins  and  Frenchmen  and  Alleys  an'  he 
said  I  was  a  neutral.  I  couldn't  jes'  stan'  for  bein' 
called  one  of  them  critters,  and  I  up  an'  hit  'im. " 

"So  you  are  not  neutral?"  observed  the  judge. 
"Na,  sah,  I's  jes'  a  peaceful  like  culled  lady." 
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QUALIT
Y 

FIRST 

High  grade  work- 
manship, first-class 

material.  Every- 
thing  in  motor  and 
horse-drawn  funeral 
vehicles. 

A.  B.  GREER  &  SON  -  LONDON  -  ONTARIO 

MANUFACTURERS    OF    MOTOR    AND    HORSE-DRAWN    FUNERAL  EQUIPMENT 

Questions  and  Answers  on 

Circulation  and  Embalming 

L  What  is  the  vascular  system?  (a)  What  is  the 
office  of  the  arteries  and  how  are  they  constructed?  (b) 
What  are  capillaries?  (c)  What  are  veins?  (d) 
What  is  their  office  and  how  are  they  constructed  ? 
(e)  What  are  lymphatics? 

Answer — ^Vascular  means  "pertaining  to  vessels," 
and  the  vascular  system  consists  of  arteries,  veins,  cap- 

illaries and  lymphatics. 
(a)  The  arteries  carry  nutrition  to  all  parts  of  the 

body,  with  the  exception  of  the  pulmonary  artery, 
which  carries  the  impure  blood  to  the  lungs  for  aera- 
tion. 

The  arteries  are  made  up  of  three  coats:  Internal  or 
endothelial  coat  (tunica  intima),  middle  muscular  coa^ 
(tunica  media),  and  external  connective  tissue  (tunica 
adventitia). 

(b)  ('apillaries  are  a  network  of  vessels  of  minute 
size  which  pervade  nearly  every  tissue  of  the  body. 
They  are  the  ending  of  the  arteries  and  the  beginning 
of  the  veins. 

(c)  Veins  are  collapsible  tubes  to  carry  impure  or 
venous  blood  to  the  heart,  with  the  exception  of  the 
pulmonary  vein,  which  carries  aerated  blood  from  the 
lungs  to  the  left  auricle. 

(d)  The  veins  carry  impure  or  venous  blood  from 
the  body  to  the  heart.  Veins  are  made  up  of  three 
coats  very  similar  in  construction  to  the  arteries,  but 
are  provided  with  valves,  which  prevent  the  reflux  of 
the  blood. 

2.  What  is  the  function  of  the  heart?  (a)  Name 
the  different  valves  of  the  heart  and  tell  the  functions 

of  each.  (b)  Why  are  the  semihinar  valves  important 
to  the  embalmer? 

Answer — The  heart  is  the  principal  organ  of  circula- 
tion and  propels  and  receives  the  blood  to  and  from  all 

parts  of  the  body. 
(a)  The  tricuspid  valve,  located  between  the  right 

auricle  and  right  ventricle,  prevents  regurgitation. 
The  pulmonary  semilunar  valve  is  found  at  the  origi.i 

of  pulmonary  artery — prevents  regurgitation. 
The  Thebesian  valve  is  found  at  the  coronary  sinus, 

guarding  the  opening  betwen  the  cardiac  veins  of 
heart  and  right  auricle. 

The  bicuspid  or  auriculo-ventricular  valve  is  found 
between  the  left  ventricle,  and  prevents  regurgitation. 

The  aortic  semilunar  valve  marks  the  or'gin  of  the 
aorta  at  left  ventricle,  and  prevents  i-egurgitation. 

(b)  They  close,  pi'eventing  the  fluid  nassing  into 
the  ventricles,  forming  a  resistance  and  giving  one  of 
the  central  points  of  pressure. 

3.  Begin  with  the  right  auricle  of  the  heart  and 
trace  the  blood  until  it  returns  back  to  the  right 
auricle.  (a)  How  many  kinds  of  blood  do  we  come 
in  contact  with  dui'ing  the  complete  circulation?  (b) 
Name  the  principal  artei'ies  used  bv  the  embalmeV 
and  give  the  location  of  your  incision. 

Answer — From  the  i-ight  auricle  the  blood  passes 
through  the  tricuspid  valves  to  the  right  ventricle, 
and  from  there  through  the  pulmonary  semilunar 
valves  into  the  pulmonary  arteries  to  the  lungs,  where 
it  is  aerated  or  purified,  and  then  received  by  the 
pulmonary  veins,  and  conveyed  to  the  left  auricle,  from 
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there  through  the  bicuspid  valves  to  left  ventricle, 
through  aortic  semilunar  valves  to  aorta,  where  it  is 
taken  to  all  parts  of  the  body  by  the  aorta  and  its 
branches,  and  brought  back  by  the  superficial  and 
deep  veins  of  the  body  to  the  right  auricle  by  the 
superior  and  inferior  vena  cava  as  venous  blood. 

(a)  Two — pure  blood  and  venous  blood. 
(b)  Carotid — a  circular  incision  from  sterno-clavi- 

cular  articulation,  to  sterno-clavicular  articulation. 
Axillary — in  lower  third  of  its  course. 
Brachial — in  middle  third  of  its  course,  or  four 

inches  above  the  bend  of  the  elbow  on  the  inner  side  of 
the  arm. 

Femoral — in  upper  third  of  Scarpa's  triangle,  just 
below  Poupart's  ligament. 

4.  Into  how  many  systems  are  veins  divided?  State 
briefly  the  office  of  each  system. 
Answer — The  veins  are  divided  into  the  pulmonary, 

systemic  and  portal  systems;  the  pulmonary  being  an 
appendage  of  the  portal  system.  The  portal  collects 
the  blood  from  the  digestive  organs,  and  it  is  conveyed 
by  the  portal  vein  the  liver,  where  the  composition  of 
bile  undergoes  a  change.  The  blood  is  then  received 
by  hepatic  veins,  and  carried  to  the  inferior  vena  cava. 
The  systemic  veins  from  the  lower  portion  of  the  body 
empty  their  blood  into  the  inferior  vena  cava,  and  the 
systemic  veins  form  the  upper  portion  of  the  bodj^  to 
the  superior  vena  cava. 

The  pulmonary  system  has  two  from  each  lung,  aud 
carries  pure  blood  to  the  left  auricle. 

5.  Describe  the  inferior  vena  cava  and  name  the 
veins  that  unite  to  form  it.  (a)  Describe  the  superior 
vena  cava  and  give  the  branches  that  form  it.  (b) 
What  veins  have  the  most  valves,  the  upper  or  lower? 
Answer — The  inferior  vena  cava  returns  to  the  heart 

the  blood  from  all  the  parts  below  the  diaphragm,  and 
is  formed  by  the  right  and  left  common  iliacs,  and  the 
common  iliacs  are  formed  by  external  iliacs  (which  is 

made  up  of  the  veins  from  the  lower  limbs).  The  in- 
ternal iliacs  (this  is  formed  by  the  veins  from  the 

pelvis). 
(a)  The  superior  vena  cava  receives  the  blood  which 

is  conveyed  to  the  heart  from  the  Avhole  of  the  upper 
half  of  the  body.  It  is  a  short  trunk  varying  from 
two  and  one-half  inches  to  three  inches  in  length  and 
is  formed  by  the  right  and  left  innominate. 

(b)  Valves  are  very  numerous  in  the  veins  of  the  ex- 
tremities, especially  the  lower  extremities,  these  ves- 

sels having  to  conduct  the  blood  against  the  force  ot 
gravity.  A  few  valves  are  found  in  the  spermatic 
vein,  and  occasionally  a  few  in  vena  azygos  and  in- 
tercostals.  Valves  are  absent  in  very  small  veins  (less 
than  1/12  inch  in  diameter),  hepatic  veins,  portal  vein 
and  most  of  its  branches,  renal,  vena  cava,  uterine, 
ovarian,  pulmonary,  umbilical  and  its  branches. 

6.  What  are  lacteals?  (a)  What  is  the  thoracic 
duct?    (b)  What  is  the  right  lymphatic  duct? 

Answer — The  lacteals  are  the  lymphatic  vessels  of 
the  small  intenstines,  and  differ  in  no  respect  from  the 
lymphatics,  excepting  that  they  contain  milk-white 
fluid,  called  chyle,  during  the  process  of  digestion,  and 
convej'  it  into  the  blood  through  the  thoracic  duet. 

(a)  The  thoracic  duet  is  a  canal  which  ascends  from 
the  receptaeulum  chyli  to  the  junction  of  the  left  sub- 

clavian and  left  internal  jugular  veins.  It  acts  as  a 
channel  for  the  collection  of  the  lymph  from  the  por- 

tions of  the  body  below  the  dia{)hragm,  and  from  the 
left  side  of  the  body  above  the  diaphragm. 

(b)  The  right  lymphatic  duct  is  a  short  trunk  about 

one-half  an  inch  in  length,  it  terminating  in  the  right 
subclavian  vein  at  its  junction  with  the  right  internal 
jugular  vein.  Its  orifice  is  guarded  by  two  semilunar 
valves,  which  prevent  the  passage  of  venous  blood  into 
the  duct.  It  receives  the  lymph  from  the  right  side 
of  the  head  and  neck,  the  right  upper  extremity,  and 
the  right  side  of  thorax  and  its  organs. — Prof.  Albert 
H.  Warsham,  Embalmers'  Monthly. 

GREER  MOTOR  HEARSES  IN  DEMAND 

A.  B.  Greer  &  Son,  London,  Out.,  report  .splendid 
business  just  now.  This  firm  is  constructing  at 
present  motor  hearses  for  Sutton  &  Sons,  Wind.sor; 
Thompson  Furniture  Co..  Belleville ;  Phippen  &  Simp- 

son, Sarnia,  and  G.  L.  Phillips,  Sarnia. 

UNDERTAKER  SOOTHES  HORSES  WITH  MUSIC 

An  undertaker  at  Waukesha,  Wis.,  has  placed  a 
piano  in  the  stable  back  of  his  undertaking  establish- 

ment for  the  sole  accommodation  of  his  horses.  Mr. 

Biggs  said,  when  he  read  a  few  months  ago  about  a 

phonograph  being  used  in  a  chicken  coop  to  mak.^ 
chickens  lay,  he  discredited  the  report,  but  now  he  has 
been  convinced  that  music  lias  a  soothing  effect  on 
animals.  One  of  the  men  employed  at  the  stables  plays 

the  piano  proficiently  and  he  verified  Mr.  Biggs' statement  that  when  the  horses  come  in  from  a  funeral 

procession,  with  their  nerves  at  high  tension,  they  im- 
mediately become  calm  and  complacent  when  they  hear 

the  soothing  strains  of  a  popular  waltz.  Mr.  Biggs 
sfiys  he  is  thinking  of  placing  a  musical  instrument  in 
the  stable  on  his  farm  northwest  of  the  city,  Avith  tljo 
belief  that  it  may  have  some  effect  on  his  cows  when 
the  milking  hour  approaches. 

HINTS  FOR  THE  EMBALMER 

Carbqlic  .acid,  except  in  a  pure  state,  has  exti-einely 
little  value.  In  the  pure  form  it  acts  as  a  corrosive 
agent  which  destroys  all  the  tissue  that  it  comes  in 
contact  with. 

Taking  the  blood  out  of  the  ai'teries  first  gives  youv 
fluid  a  chance  to  reach  the  capillaries.  Taking  it  out 
of  the  veins  insures  you  of  better  cosmetic  results  an  1 
no  tissue  gas. 

Of  the  blood  that  cannot  be  removed  from  the  body, 
one-fourth  is  the  portal  circulation,  one-fourth  remains 
in  the  arteries,  capillaries  and  veins,  one-fourth  has  al- 

ready escaped  into  the  tissues. 
Saltpeter  does  induce  a  better  color  of  muscuhir 

tissues,  but  does  not  have  the  same  effect  upon  the  skin. 
It  is  a  good  adjunct  to  an  embalming  fluid  because  it  is 

a  good  preservative. 
There  are  seven  hundred  and  fifty  red  blood 

corpuscles  to  every  white  one  in  your  body  exc'^pt 
when  there  is  infection  or  pv^s  formation :  then  the 
riitio  of  white  ones  increases  materially. 

FURNITURE  TRAVELLERS  NOTE  HAMILTON 
PICNIC 

The  Associated  Fui-niture  Dealers  of  Hamilton,  and 
the  travellers,  have  decided  to  hold  their  annual  pic- 

nic at  Hamilton  Beach  on  Wednesday  afternoon,  July 
18th.  Great  pains  are  being  put  forth  to  make  this 
picnic  a  huge  success.  Application  for  tickets  may 
be  made  to  the  secretary.  Kirk  H.  Green,  of  the  Green 
Furniture  Company.  Furniture  travellers  are  asked 
to  send  their  names  and  addresses  to  the  secretarv  on 

oi'  before  May  28th. 
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HARD  ON  EGYPTIAN  EMBALMING 

Dr.  W.  J.  0 'Sullivan,  sanitary  expert,  of  New  York, 
declared  at  a  legislative  committee  hearing  in  Albany, 
last  month,  that  scientists  are  now  taking  cultures 
fi'om  nuimmies  buried  four  thousand  years  ago  and 
that  tlie  mummies  contain  [)athogenic  germs  in  a  state 

of  liibei'iuition.  "Imperial  Rameses.  for  instance."  he 
is  reported  as  saving,  "could  give  us  tvplioid  fever  to- 

day." This  is  very  interesting,  comments  Tlie  Casket,  ami 
if  we  accept  it  as  being  true  what  becomes  of  the 
wonderful  Egyptian  embalming,  of  which  newspaper 

and  magazine  wi'iters  always  speak  in  awe-stricken 
terms?  Many  times  have  we  denounced  it  as  a  bai- 
barous  humbug,  for  the  climate  of  Egypt  and  not  the 
misnamed  skill  of  the  Egyptian  embalmei-  kept  the 
mummies  for  ages.  And  to  appear  to  do  a  difficult 
job  these  ancient  butchers  eviscerated  the  bodies  of 
the  dead,  drew  out  their  brains  with  hooks  and  com- 

mitted other  atrocities  which  would  secure  jilil  senten- 
ces for  them  in  this  country.  They  pickled  what  was 

left  of  the  remains  and  then  stuffed  spices  and  drugs 
into  the  cavities,  but  none  of  these  had  any  disinfect- 

ting  or  sterilizing  value,  if  what  Dr.  O 'Sullivan  told 
the  legislators  at  Albany,  in  the  hearing  on  New 

York's  water-suppl.y,  is  true. 

LEADING  TORONTO  UNDERTAKER  PASSES 

One  of  Toi-onto's  leading  undertakers  for  the  past 
30  years  in  the  pei'son  of  IJen.  D.  Humphi-ey,  died  at 
his  home  in  that  city  last  month  after  an  illness  of 

three  years.  Mr.  Humph i-ey.  who  was  widely  known 
throughout  Ontario,  was  born  in  Whitby,  Out.,  coming 
to  Toronto  at  the  age  of  18,  and  for  many  years  con- 

ducted an  undertaking  establishment  at  321  Yonge 

street,  latei'  moving  to  the  nresent  office  at  1058  Yonge 
Street. 

Mr.  Humphrey  was  Avell  known  in  fraternal  circles, 
being  a  member  of  the  Knights  of  P.vthias,  Ancient 
Order  of  Foresters,  the  Masonic  Order,  the  Orange 
Order,  and  Sons  of  England.  He  was  also  an  en- 

thusiastic fisherman,  huntsman,  and  hoi-seman.  He  is 
survived  by  a  widow.  Josephine  Pearson ;  one 

daughtei-,  Ruth  P>. ;  five  brothers,  Caleb.  Julian  A., 
James.  Thomas,  Albert  E..  and  one  sister.  Mrs.  John 
Wilkinson,  all  residing  in  Toronto.  The  funeral  was 
attended  by  many  of  his  confreres  and  friends,  fully  a 

hundred  cai-riages  being  in  the  cortege.  Interment 
took  place  at  Mount  Pleasant  Cemetery. 

Rev.  Dr.  J.  H.  Hazelwood.  assisted  by  Rev.  E.  P. 
Laneeley,  pastor  of  Centra]  Methodist  Church,  con- 

ducted the  services  at  the  residence  and  graveside. 
In  referring  to  Mr.  Humphrey,  Dr.  Hazelwood,  speak- 

ing as  a  friend  of  ten  years'  ac(|uaintance,  paid  a  tri- 
bute to  his  geniality  and  brotherhood.  He  spoke 

feelingly  of  Mr.  Hum|)hrey's  conscientious  devotion 
to  duty  and  his  love  for  his  home,  family,  and  fi'iends. 

A  WESTERN  VISITOR 

George  Speei's,  one  of  Rcgina's  leading  undertakers, 
was  within  the  past  month  a  visitor  to  Toronto.  It  is 
about  ten  years  since  Mr.  Si)eers  located  in  the  West, 
and  eight  or  nine  since  he  last  visited  Ontario.  Last 
summer,  at  the  annual  convention  of  the  Saskatchewan 

Association.  Mr.  S|)eers  was  honored  with  the  presi- 
dency of  that  organization.  lie  is  a  brothei-  of  Wm. 

S[)eers,  funeral  dii-ector.  Dundas  Street,  Toronto,  with 

whom  he  visited  while  in  the  city.  While  in  Toronto 
Mr.  Speers  also  purchased  a  motor  funeral  car  for  his 
business  in  Regina. 

WOMAN  GIVEN  MILITARY  FUNERAL 

With  full  military  honoi-s.  the  funei-al  of  Miss  Con- 
stance Seymour,  youngest  daughter  of  Lord  Ernest 

Seymour,  and  granddaughter  of  the  fifth  Marcjuis  of 

Hertford,  took  place  recently.  Feb.  14th  at  Aldei-shot. 
Miss  Seymoui-  had  been  acting  as  probationer  nurse  at 
the  Connaught  Military  Hosi)ital,  where  in  the  course 
of  her  duty  she  contracted  spotted  fever.  She  was 
taken  ill,  and  in  spite  of  all  that  could  be  done  she 
died  in  the  hospital.  The  high  esteem  in  Avhich  she 
was  held  was  evidenced  at  the  funeral,  eight  senior 

officers  of  the  R.  A.  M.  C.  acting  as  bearei's,  while  the 
band  of  the  corps  headed  the  cortege  from  the  hospital 
to  the  cemetery.  All  the  nurses  who  could  be  spared 

and  members  of  the  R.  A.  M.  C.  followed  the  gun-car- 
riage on  which  the  coffin  was  carried,  and  a  firing 

party  of  the  corps  attended.  Aftei-  the  body  had  been 
committed  to  the  ground  three  volleys  were  fired  over 

the  open  grave,  followed  by  the  "Last  Post." 

PROVIDE  INTERMENT  FOR  OUR  SOLDIERS 

His  Excellency  the  Duke  of  Devonshire  has  cabled 
Colonial  Secretary  Long  thanking  the  Imperial  Gov- 

ernment for  its  decision  to  i)i'ovide  interment  in  single 
graves  for  Dominion  officers  and  men  dying  in  the  Old 
('ountry.     The  message  says: 
"My  Government  desire  for  themselves  and  on  be- 

Iialf  of  our  soldiers  overseas  and  of  the  people  of  Can- 
ada as  a  whole  to  acknowledge  the  fine  spirit  which 

actuated  his  Majest.v's  Government  in  proposing  to 
provide  interment  in  single  graves  for  all  Dominion 
officers  and  men  dying  in  the  United  Kingdom.  No 
act  could  more  deeply  touch  the  heart  of  Canada,  and 
the  knowledge  that  the  graves  of  our  overseas  soldiers 
are  under  the  perpetual  care  of  the  Motherland  will 
constitute  an  enduring  bond  of  intimate  family  re- 

la  tioiiship  between  us.' 

ODD  BREAD  AND  CHEESE  CUPBOARD 

A  writer  in  a  church  magazine  once  found  in  a  col- 
lier's cottage,  in  England,  a  coffin  used  as  a  bread  and 

cheese  cupboard.  Notwithstanding  his  wife's  re- 
monstrance, he  told  the  story  of  the  coffin  as  follows: — 

"Eighteen  years  ago  T  ordered  that  coffin.  The  Mdfe 
and  me  used  to  have  a  good  many  words.  One  day 

.she  said,  'I'll  never  be  content  till  I  see  thee  in  thy 
coffin.'  'Well  lass,'  I  said,  'if  that'll  content  thee  it'll 

soon  be  done.' "Next  day  I  gave  the  directions  to  have  the  thing 
made.  In  a  few  days  it  came  home,  to  the  wife's 
horror.  I  got  into  it  and  said,  'Now,  lass,  are  thee  con- 

tent?' She  began  to  cry  and  wanted  the  'horrid  thing' 
taken  away.  But  that  T  wouldn't  allow.  In  the  end 
she  got  accustomed  to  seeing  it,  and  as  we  wanted  to 
turn  it  to  some  use  we  had  some  shelves  put  in  and 
made  it  into  a  bi-ead  and  cheese  cupboard.  We  have 

nevei-  (|uari'eled  since  it  came." 

A  little  better  service  every  da.v  you  stay  in  business 
is  going  to  mean  in  the  end  the  best  trade  of  the  town 
coming  your  way. 
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Early  Days  of  the  C.  E.  A. 

Following  last  month's  instalment  of  the  By-Laws 
of  the  Canadian  Embalmers'  Association,  we  give  in 
tliis  issue  the  concluding  articles  of  the  original  draft 
as  adopted  by  that  body. 

Article  25.  A  suspended  member  can  only  be  rein- 
stated by  the  paynu'iit  of  such  fine  as  may  be  imposed 

by  the  Executive  Committee,  and  by  giving  evidence  of 
his  intention  to  faithfully  uphold  and  maintain  all  rules 
and  regulations  adopted  by  this  Association. 

Article  26.  Any  mamifacturing  establishment  of 

caskets,  coffins,  and  undertakei's'  supplies,  or  jobber 
of  same  of  every  name  and  natui-e,  who  shall,  after  due 
notice,  sell,  or  offer  to  sell  any  of  their  goods  to  a  sus- 
|)ended  or  expelled  member  of  this  Association,  who 
has  violated  the  By-Laws,  shall  receive  the  merited  re- 

buke from  the  members  of  this  Association  by  with- 
drawing their  patronage. 

Article  27.  Members  of  tliis  Association  will  not 
deal  with  any  manufacturing  establishment  or  jobber 

of  undertakers'  supplies  who  sell  goods  to  private 
citizens  or  jjei-sons  not  members  of  this  Association 
acting  in  an  un-professional  Avay,  provided  they  do  not 
desist  after  being  notified  by  the  Secretary  to  do  so. 

Article  28.  Members  of  this  Association  shall  not 

purchase  imdertakers'  supplies  from  jobbers,  or  from 
those  who  do  not  belong  to  the  Burial  Case  Associa- 
tions. 

Article  29.  All  members  are  forbidden  to  sell,  hire 

or  lend  any  articles  in  our  line  of  business  to  any  under- 
taker for  use  within  the  jurisdiction  of  this  Association, 

unless  he  be  a  member  hereof,  in  good  standing  and  was 
engaged  in  the  undertaking  business  prior  to  the  3rd 
day  of  July.  1884,  under  a  penalty  of  twenty  dollars. 

Article  30.  In  order  that  every  member  shall  feel 
himself  at  liberty  to  discuss  any  questions  coming  be- 

fore the  Association,  fully  and  freely,  and  without  re- 
serve ;  it  is  hereby  understood  and  agreed  to,  that  all 

such  discussions  shall  be  considered  of  a  private  nature, 
and  any  member  who  shall  be  found  guilty  of  divulging 
any  of  the  private  business,  or  discussions;  or  aflfairs 
of  this  Association ;  excepting  such  as  are  proper  to  be 
made  public,  shall,  if  convicted  after  a  fair  trial,  be 
fined,  reprimanded,  or  suspended,  as  the  majority  of 
this  Association  shall  determine,  at  any  annua]  meet- 
ing. 

Article  31.  Tl\is  Association  shall  have  charge  of 
and  general  supervision  over  all  local  and  county 
Associations  which  may  be  formed  under  the  rule  of 

this  Association ;  and  shall  decide  all  disputed  ques- 
tions arising  in  such  local  or  district  Association. 

Article  32.  Every  member  on  his  admission  to  mem- 
bership, shall  sign  a  promise  to  abide  by  the  Constitu- 

tion and  By-Laws  of  this  Association  and  pay  all  legal 
demands  against  bim,  so  long  as  he  shall  remain  a 
member. 

Article  33.  Every  person  or  firm,  on  his  or  their  be- 
ing admitted  to  membership,  shall  pay  his  or  their  An- 
nual subscription  previous  to  his  or  their  name  being 

entered  on  the  roll  of  members. 

Article  34.  The  fee  for  admission  to  membership 
shall  be  two  dollars  up  to  January  1st,  1886,  after 
which  date  it  shall  be  twenty-five  dollars. 

Article  35.  The  annual  subscription  shall  be  two 
dollars,  and  any  member  in  arrears  for  dues  over  one 
year,  or  having  any  fine  standing  against  him  over 
tliirty  days  un[)aid  sh;iJl  be  suspended,  after  due  noticn 

Funeral  car  built  by  Chris.  Dreisiuger,  of  Eluiira,  Out.,  for  his 
own  business.  Chris,  is  quite  a  handy  man,  say  the  travellers 
who  make  Elmira  on  their  trips. 

by  the  Secretary,  until  all  claims  this  Association  may 
hold  against  him  shall  have  been  paid. 

Article  36.  Any  member  in  arrears  for  dues,  or  hav- 
ing any  unpaid  fees  or  penalty  recorded  against  him 

is  not  entitled  to  vote  or  take  part  in  our  meetings 
until  all  arrears  shall  have  been  paid. 

Article  37.  All  rules  that  may  now  or  hereafter  be 
adopted  for  the  government,  benefit  or  policy  of  this 

Association  shall  be  considered  as  part  of  "the  Con- stitution and  By-Laws,  and  shall  be  respected  and  en- 
forced as  such. 

Article  38.  Not  less  than  twenty-five  members  in 
good  standing  shall  constitute  a  quorum  for  the  trans- 

action of  business. 

Article  39.  These  B.y-Laws  can  only  be  altered  or 
amended  by  a  two-third  vote  at  any  annual  meeting. 

AN  IDEAL 

FUNERAL  CAR 

Before  placing  your  order  for 
a  motor  vehicle  write  us  for 

prices.  We  build  to  order  or 

will  submit  original  designs. 
IV e  also  manufacture 

Undertakers'  Carriages,  Motor  Wagons,  etc. 
WM.  H.  WATTMAN 

237  Mutual  Street TORONTO,  Ontario 

O— 
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Maxwell  Sanitary  Steel  Vaults 

Our  Customers  are  Assured  of  Superlative  Qyality  and  Prompt  Delivery. 

Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned.  Design  and  Construction  Unequaled. 

Carried  in  Stock      ̂     Leading  Jobbers. 

Maxwell  Ambulance  Transfer  Case 

For  the  Handling,  Removal  and  Transportation  of  Bodies.    An  Indispensable 

Adjunct  to  the  Modern  and  Progressive  Undertal^er. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practical 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 

Inside  Dimensions:  75  in.  long,  20  in.  wide,  13  in.  deep. 

Price*:  With  Tray  $25.00;  Without  Tray  $23.00;  Tray  Alone  $4.00 

Sold  by  all  leading  jobbers.     Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.Y. 
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The  Funeral  Director's  Lady Assistant 

By  Mrs.  W.  D.  Jones 
Before  the  Washington  State  Convention. 

i BELIEVE  that  the  lady  assistant  has  a  great  duty 
to  perform.  There  is  work  she  can  do  that  the 
undertaker  himself  cannot  well  do.  For  a  num- 

ber of  years  I  have  assisted  my  husband  in  the  under- 
•  taking  business,  and  we  find  that  we  are  a  great  help, 
one  to  the  other.  I  go  with  him  on  most  every  call, 
especially  when  it  is  for  a  lady  or  children,  but  even 
when  it  is  for  a  man  I  find  that  I  am  a  great  help.  We 
have  learned  to  understand  one  another,  and  we  can 
do  the  work  nuieh  more  rapidly  and  much  more  (quietly 
when  we  work  together.  In  the  ease  of  a  lady  there 
is  usually  some  woman  who  will  gladly  assist,  which 

leaves  my  husband  free  to  make  the  funeral  arrange- 
ments with  the  family.  By  that  time  I  have  washed 

the  remains  and  placed  the  napkin  upon  her,  and  we 
proceed  to  do  the  embalming.  All  we  call  for  is  a 
basin  and  some  water.  We  always  carry  our  own 
sheets,  towels,  napkins,  etc. 

The  lady  assistant  can  be  very  helpful  in  the  way 
of  combing  the  hair  and  in  using  dermasurgery  or  cos- 

metics. I  find  that  so  many  undertakers  are  so  very 
careless  in  placing  the  body  in  the  casket.  It  is  our 
aim  to  make  the  body  appear  to  be  resting  just  as  com- 

fortable as  possible. 
I  also  find  that  the  lady  assistant  can  so  many  times 

assist  the  bereaved  ones  in  arranging  their  clothes  or 
in  doing  shopping  for  them.  The  lady  assistant  should 
possess  a  spirit  of  sympathy  and  helpfiilness ;  she 
should,  at  all  times,  show  her  sympathy  to  the  bereaved 
ones.  If  I  come  in  contact  with  anyone  in  sorrow  or 

trouble  my  greatest  trouble  is  to  keep  back  the  ever- 
ready  tears  of  sympathy,  and  sometimes  I  feel  if  I  could 
only  steel  myself  against  this  feeling  of  sympathy  it 
would  be  better,  at  least,  for  me. 

And  there  is  the  spirit  of  helpfulness.  You  can  in 
so  many  ways  render  help  to  those  in  mouriiing,  for  at 
this  time  those  who  have  lost  a  dear  one  are  the  most 

helpless,  and  they  ask  your  advice  on  so  many  things, 
.such  as  to  what  kind  of  burial  robe  to  select;  if  it  is 
necessary  to  have  slippers  or  shoes,  and  what  color  is 
suitable;  about  the  flowers  and  how  many,  etc.  The 
lady  assistant  can  be  of  much  comfort  to  them  at  this 
time. 

I  find  in  this  work  that  people  have  such  a  horror  of 

the  dead,  and  I  am  often  asked,  "Do  you  like  to  care 
for  the  dead,  and  how  can  you  touch  a  dead  body?"  I 
reply  that  I  like  to  do  it,  and  as  it  is  necessary  for 
someone  to  do  this  work  I  always  try  to  do  the  very 
best  possible,  so  that  their  loved  ones  may  look  as 
natural  and  life-like  as  possible,  and  the  many  thanks 
I  receive  pays  for  the  work.  There  are  so  many  things 
that  the  lady  assistant  can  do,  and  I  find  that  I  ato  well 
paid  for  any  little  thing  that  I  might  do  for  the  rela- 

tives and  family  of  the  dead. 

To  show  you  how  these  things  work  out  I  will  refer 
you  to  a  case  we  had  within  the  past  month.  We 
were  called  about  noon  to  an  adjoining  town  to  embalm 
a  lady  to  be  shipped  baek  to  the  East.  One  of  the 
daughters  of  this  lady  lived  in  Spokane,  and  she  hesi- 

tated for  some  little  time  in  calling  us.  She  was  afraid 
that  the  undertaker  in  a  small  town  could  not  do  the 
work  like  those  in  a  large  city.  But  her  sister  insisted 
on  calling  us,  as  also  did  the  local  undertaker.  After 

we  called  we  proceeded  with  our  usual  method.  In 
the  meantime  they  informed  us  that  they  would  comb 

the  hair  of  their  mother,  and  we  said  "Very  well,"  but 
about  the  time  we  were  ready  to  leave  for  home  this 

daughter  said:  "You  have  been  so  kind  to  my  mother; 
will  you  please  help  me  fix  her  hair,  and  please  stay 

and  place  my  mother  in  the  casket?"  Now  I  feel  we 
had  done  our  full  duty  in  carrying  out  their  wishes.  I 
am  confident  in  my  mind  that  the  lady  a.ssistant  had  a 
great  deal  to  do  with  winning  those  people. 

I  also  find  that  the  lady  assistant  can  be  of  great  help 
on  the  day  of  the  funeral.  She  can  be  at  the  home  to 
receive  the  friends  and  to  receive  the  flowers,  and  when 
we  have  a  church  funeral,  while  the  undertaker  is  plac- 

ing the  casket  in  position  in  the  church,  she  can  seat 
the  relatives  and  friends,  for  in. many  of  the  little 
towns  we  do  not  have  ushers,  as  in  the  large  cities. 

1  am  often  surprised  at  the  fact  that  .so  many  under- 
takers' wives  do  not  take  an  interest  in  the  work.  The 

lady  assistant  in  order  to  do  efficient  work  should  be 
the  wife  of  the  man  who  conducts  the  bnsiness.  She 
also  should  be  a  licensed  embalmer,  as  sometimes  she  is 
called  on  to  do  tlie  work  of  embalming  when  the  men 
are  absent.  She  shoiald  be  a  true  Christian,  as  that 
is  the  type  of  woman  that  appeals  to  men  and  women 
at  this  crisis  in  their  lives. 

THIS  IS  GOING  SOME 

Because  Furniture  World  and  The  Undertaker  did 

not  voiieh  for  "that  flsh  story"  told  by  Bob  Flint  and 
Jack  McLaughlin,  of  the  Central  Casket  Co..  and  pub- 

lished in  last  month's  issue,  Norman  Craig  says  it 
should  be  taken  with  a  grain  of  salt.  But  Norman 
tells  us  this  as  a  real  true  yarn : 

While  on  a  visit  down  South  some  little  time  ago 

he  overheard  two  negro  roustabouts,  who  were  con- 
tinually bragging  about  their  ability  as  long  distance 

swimmers,  so  Norman  got  up  a  match.  The  man  who 
swam  the  longest  distance  was  to  receive  five  dollars. 

The  Alabama  Whale  immediately  .stripped,  on  the 
dock,  but  the  Human  Steamboat  said  he  had  some 
business  and  would  return  in  a  few  minutes.  The 
Whale  swam  the  river  four  or  five  times  for  exercise, 

and  by  that  time  the  Human  Steamboat  i-eturned.  H,- 
wore  a  pair  of  swimming  trunks  and  had  a  sheet  iron 
cook  stove  strapped  on  his  back.  Tied  around  his  neck 
were  a  dozen  packages  containing  bread,  flour,  bacon 
and  other  eatables.  The  Whale  gazed  at  his  opponent 
in  amazement. 

"Whar  yo'  vittles?"  demanded  the  Human  Steam- boat. 

"Vittles  fo'  what?"  asked  the  Whale. 

"Don't  yo  ask  me  fo'  nothin'  on  de  way  ovah,"" 
warned  the  Steamboat.  "Mah  fust  stop  is  New  Yawk, 
an'  mah  next  stop  is  London." 
Whose  is  the  next  yarn?  It  must  be  a  good  one  to 

get  space  here,  and  of  course  must  be  vouched  for. — Editor. 

BRANDON  UNDERTAKERS  BUY  AUTO  CAR 

One  of  the  finest  auto  funeral  cars  in  Western  Can- 
ada has  been  purchased  jointly  by  Macpherson  &  Bed 

ford  and  Campbell  and  Campbell,  of  Brandon.  Man. 
The  horse  is  considered  a  thing  of  the  past  in  that  pro- 

gressive city,  and  to  be  abreast  of  the  times  the  lead- 
ing funeral  directors  there  wanted  to  have  the  latest 

and  the  best  equipment. 
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Central  Caskets  for  Real  ̂ Quality 

No.  300  Elliptic  Half  Couch  Casket 

There  is  a  touch  of  distinctiveness  and  artistic  beauty  found  in  the  Central 
Line  that  makes  its  own  appeal  to  your  trade.  Better  carry  these  quality 

goods  in  stock,  especially  when  they  cost  no  more  than  the  ordinary  kind. 

CENTRAL  CASKET  COMPANY,  LIMITED 

Bridgeburg,  Ont.  R.  S.  Flint,  22 1  Fern  Ave.,  Toronto 
Telephone  126 Telephone  Parkdale  3257 

SOME  DAY  DIOXJN  WILL  BE  USED  BY  PRACTI- 

CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 

and  why  YOU  Should  Use  It! 

It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 

portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 

balming Fluid. 

We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 

balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 

tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 

which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 

sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 

Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  I 

H.  S.  ECKELS  &  COMPANY 

221  FERN  AVENUE 

TORONTO,  ONTARIO,  CANADA 
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Science  in  Operating 
By  CuAS.  O.  DnoNAU 

From  the  Cincinnati  t'ollege  of  Embalming  and  the Pathologic  Institute  of  the  Cincinnati 
General  Hospital. 

(  Continued  from  last  month  ) 

"We  use  capillary  washes  to  cheek  the  first  of  the 
several  chemical  changes  necessary  to  produce  a  blood 
eJot.  When  the  process  of  producing  a  blood  clot  has 
progressed  past  the  first  chemical  change,  we  know 
that  our  treatment  has  been  delayed  too  long  and  we 
do  not  charge  the  capillary  wash  with  being  responsibk 
for  our  inability  to  remove  the  discoloration  held  in 
by  the  dams  in  the  circulation  represented  by  said 
blood  clots. 
When  we  are  called  upon  to  embalm  the  body  of  a 

jUM'son  dead  of  lobar  pneumonia  in  which  we  expect  the 
usual  patliological  ante  mortem  fibrinous  clot  forma- 

tions in  the  carotid  subclavian  arteries,  we  do  not  pro- 
ceed blindly  and  inject  the  femoral  or  axillary  arter- 
ies. Instead  of  doing  that  we  take  up  both  carotids 

thi-ough  a  crescent  incision,  remove  the  clots  from  the 
arteries  and  then  we  have  a  free  circulation  in  the  ves- 

sels leading  to  the  head  and  face.  Should  we,  in  these 
cases,  omit  the  carotid  injection,  the  only  possible  cir- 

culation to  the  face  should  be  venous  enes,  in  which 
case  we  would  expect  to  flush  the  face. 
When  we  are  injecting  fluid  into  an  artery,  and  find 

lliat  a  wl^ite  frothy  substance  is  coming  from  the  nose, 
we  do  not  take  that  sign  as  a  sign  that  the  body  has 
sufficient  fluid.  On  the  other  hand,  we  Icnow  from  this 
that  the  patient  has  an  edema  or  dropsy  of  the  lung,  and 
that  this  edema,  pins  decomposition  gas,  lias  |)ro(luced 
llie  fi'otli.  and  that  the  pressure  of  oui-  fluid,  filling  up 

the  bronchial  circulation  of  the  lungs  has  caused  the 
froth  to  appear  at  the  nose.  Knowing  th(-  cause  of  th? 
trouble  in  this  case,  we  give  it  a  dirt^et  treatment 
later.  The  direct  treatment  consists  of  passing  a 

child's  trocar  into  the  windpipe  at  the  upper  margin  of 
the  sternum  bone,  and  the  injection  of  not  more  than 
eight  ounces  of  normal  fluid,  to  arrest  decomposition. 
When  we  are  injecting  fluid  into  an  artery,  and  find 

that  a  brown  coflfee-colored  mixture  appears  at  the 
mouth  or  nose,  we  do  not  .stop  our  injection,  the  brown 
cof¥ee-colored  material  originates  from  the  stomach,  the 
disturbance  responsible  for  its  appearance  in  the  moutli 
being  the  result  of  the  pi'csence  of  ferment  organisms 
in  the  contents  of  the  stomach,  gas  being  formed,  and 
the  later  influence  of  the  fluid  pressure  giving  enough 
force  to  cause  the  material  in  the  stomach  to  b*>  di.s- 
charged  into  the  esophagus  from  when^^'e  it  appears  in 
the  mouth.  If  the  work  is  being  done  at  the  morgue, 
we  allow  this  material  to  run  freely  and  we  do  not 
Treat  the  stomach  directly  until  after  the  arterial  in- 

jection has  been  completed.  If  the  work  is  being  done 
at  the  house,  we  allow  the  material  to  run  freely  for  a 
time,  using  a  sponge  to  control  it,  and  later,  the  trocar 
is  passed  into  the  .stomach  allowing  the  gas  to  escape 
and  thus  relieving  the  pressure,  the  later  injection  of 

normal  fluid  dii'cetly  into  the  stomach  renders  the  fer- 
ment organism  inactive  and  the  process  is  stopped. 

When  we  inject  a  thin  diy  body,  we  know  that  a 

normal  fluid  containing  ;")  per  cent,  of  formaldehyde 
gas  is  capable  of  mummifying  the  body;  desiccating  it; 
causing  it  to  become  brown  in  color,  and  the  skin  to 
become  shrunken  and  di-y.  Knowing  that,  we  do  not 
use  a  normal  fluid,  because  preservation  of  a  body  for 
funeral  purposes  does  not  necessitate  mummification. 

(7b  he  continued) 

HARDS,  TIMPSON  &  CO. 
MANUFACTURERS  OF 

Carriages,  Motor  Wagons,  Sleighs,  Motor  Bodies,  of  all  Description 

UNDERTAKERS'  WORK  A  SPECIALTY 

Wt  build 

Hearse  Bodies 

to  suit  you,  any 

style  you  may  wish 

Our  prices  and  ser- 
vice will  interest 

you 

Write  us  fo  full 

particulars 

This  Motor  Hearse  equipped  on  Hupmohile  Self-Starting  Chassis 

Phone  Adelaide  433  188  Strachan  Ave.,  TORONTO,  Ont. 
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ONTARIO 

Bobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 
^Foi  ris  A:  Son,  L.  'Phono  ID. 

Burks  Falls — 
IJilliai',  .losepli. Box  -21:1. 

Coboconk— 
(!ircii]i"V. A. 

Dorchester,  Ont. — 
Lojraii,  R.  A.  'J'hoiu 

Dunganiion — 
Sproul,  William 

MOT. 

Dunnville — 
D.  P.  Frv. 'Phone  68. 

Elmira — 
Dreisinger,  Chris. 

Hamilton — 
Blachforcl  &  Sons, 

57  King  Street  West. 

Dodswortli,  A.  H. 
59  King  St.  W. 
E-obinsou,  J.  H.  &  Co., 

19-21  John  St.  N. 

HuntsviUe — Hilliar,  Joseph. 

IngersoU — Mclntvres. 
F.  W.  Keelev  and  B.  A. 
Skinner,  props. 

Kemptville — ^IcCanghev,  Geo.  A. 

Kingston — Corbctt,  S.  S. 
Keid,  Jas.,  254  Princess  St. 

London — 
Ferguson's  Sous,  John 174  to  180  King  St. 

Orillia — W.  A.  Strachan, 
Successor  to 

H.  A.  Bingham. 
Phone  45.!. 

D.  Clark.    Tel.  159. 
Mundell,  J.  A.     Phone  12G. 

150  Mississaga  St. 

Oshawa — Disney  Bros. 
Luke  Burial  Co. 

Port  Perry — Di.ney,  R.  S. 

Schomberg — F.  Skinner. 

St.  Catharines — (irolil)  Bros. 
144-14(i  St.  Paul  St. 

St.  Thomas — William,  P.  R.,  &  Sons,  510 
Talbot  St. 

Stirling — Ralph,   Jas.        Phone  lOi;. 

Stratford — Greenwood  &  Vivian,  Ltd. 88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Down  &  Pletning, 

94  Ontario  St. 

Toronto — Cobbledick.     N.     B.,  20(5S 
Queen  St.  East  and  1508 Danforth   Ave.  Prixatc 
Ambulance. 

J.  A.  Hum])hrev  &  Son, 
463  Church  St. 

Eaper,  Washington,  Fleurv 
Burial  Co.,  685  Queen  St. East. 

J.  C.  Van  Camp, 
.SO  Bloor  St.  W. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Thedford — Woodhall,  J.  B. 

Wallaceburg — 
Cousins,  Burlington  &  Saint. 

Welland— 
Patterson  &  Dart 
Sutherland,  G.  W. 

Woodstock — Mack,  Paul. 

Whitby— 
Nichoiso n  .V  Seldoi 

QUEBEC 

Montreal — Tees  &  Co.,  912  St.  Catherine St.  W«st. 

NEW  BRUNSWICK 

Moncton — 
Tuttlc  Bi  os.,  164  Lutz  St. 

St.  John— Fit/.patrick  Bros. 100  Waterloo  St. 

MANITOBA 

Brandon — Campbell  &  Campbell. 

Dauphin — 
Farrcll,  A.  F. 

Winnipeg — Clark-Leatherdale  Co.  Ltd. 
2.32  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — Broadfoot  Bros. 

Saskatoon — Young,  A.  E. 

Why  is  Caranac  Embalming  Fluid 

being  used  by  the  most  prominent 

men  in  the  profession  in  Canada? 

1st  Because  it  is  giving  them  better 

results  than  they  ever  have  had 

before. 

2nd  Because  the  Standard  of  Quality 

is  always  the  same. 

3rd  Because  it  is  strictly  a  **  Canadian 

Product." 

Let  your  next  order  be  Caranac  Fluid 

CaranaC  Laboratory 

Peterborojgh,  Ontario,  Canada 

The  Original 

Patented 

Concentrated 

Fluid 

Patented  Formula 
Strongest  and  Best 

Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 

ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Atk  other*  for  their  Formnla 

Special  Canadian  Agents 

National  Casket  Co. 
Toronto,  Ont. 

GLOBE  CASKET  CO. 
London,  Ont. 

SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 

GIRARD  &  GODIN 
Three  Riyers,  Que. 

JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 

CHRISTIE  BROS. 
Amherst,  N.S. Larger  Bottles  filled  op  with  water 

Egyptian  Chemical  Co.  Boston,  u.s.a 
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Walter  &  Co.,  B  'i.f.e. 

For  Sale 

Wanted 

TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty.five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postaf^e.etc. 
Cash  must  accompany  each  order 
—no  accounts  booked. 

FOR  SALE — Furniture  ami  I'ndertaking  establishment  in Western  Ontario.  Large  country  trade.  Api)lv  to  Box  :{2, 
Canadian  Furniture  World.  '  -m 

UNDERWOOD  TYPEWRITERS— Thoroug'hly  rebuilt,  look  like 
new,  wear  like  new.  Guaranteed  five  yearo.  Less  thau  one- 
liaif  manufacturers  ])riees.  Free  inspection,  and  sold  for 
cash  or  payments.  Send  for  proposition  and  protect  your- 

self with  "opies  of  letters  and  orders  written.  .Address, 
.\rthur  ().  Secord  Co.,  Limited,  Dept.  6,  Brantford,  Ontario. 

UPHOLSTERERS  WANTED— Several  good  positions  for  first- 
class  upholsterers.  Highest  wages  paid.  A|iply  to  Box  24, 
Furniture  World.  '  f.t.f 

FOR  SALE— 16  funeral  cars,  grey  or  black.  $200  up;  18  light 
country  hearses,  grey  or  black,  $125  up;  8  full  size  Cunning 
ham  broughams,  $150  up;  11  Cunningiham  landaus, 
$150  up;  H  side  door  pallbearers'  coaches;  4  rear 
door  pallbearers'  coaches,  $150  up;  •'!  ambulances,  $150 
up;  casket  wagons  and  combination  casket  wagons  and  flower 
wagons,  $75  up;  wagonettes  and  hotel  busses,  $50  up.  A 
few  of  the  many  bargains  we  have  in  used  and  rebuilt 
vehicles,  all  re|)ainted,  oxerhauled  and  put  in  first-class  con- 

dition. Many  are  Cunninghams,  Crane  &  Breed,  Savers  & 
Scovil  and  other  high  grade  makes.  Monthly  terms  if  wanted, 
also  have  seveial  horse  drawn  cars  suitable  to  mount  on 
chassis,  at  bargain  prices.  Write  us  your  wants  and  we  will 
send  you  'jthotos,  descri])tion,  prices,  terms,  etc.  Williams 
Carriage,  Hearse  and  Cab  Co.,  1900  Washington  Ave.,  St. 
Louis,  Mo.  -in 

FOR  SALE— Undertaker's  wagon  for  sale,  originallv  cost  .$525, no  reasonable  offer  refused.  Photo  on  application.  Box  28, 
Canadian  Furniture  World,  .•i2  Colborne  St.,  Toronto. 

ASSISTANT     WANTED     FOR    TuNERAL  DIRECTOR. 
Knowledge  of  office  work  and  motor  cars.  Ajiplv  Box  29 
Canadian  Furniture  World.  ' 

FOR  SALE — Furniture  and  Undertaking.  Growing  business  iu small  town,  with  .very  large  country  trade.  Business  in  good condition.  Best  reasons  for  selling.  Ai)ply  at  once.  Apply 
Box  29  Canadian  Furniture  World  and  Undertaker.       *  -m 

Furniture  Salesman 

of  initiative  and  executive  ability, 
with  gfood  personal  appearance, 
hard  worker,  and  a  hustler,  14  years 
general  experience  in  the  capacity 
as  salesman,  buyer,  and  manager, 
wishes  to  prove  his  worth  on  the 
road  in  Western  Canada. 

Salary  or  commission  basis. 
Address  Box  27,  Canadian  Furni- 

ture World,  32  Colborne  Street, 
Toronto.  m 

FOR  SALE — Eight  columned  hearse.  Up-to-date.  Have  gone 
into  motor.".  Will  consider  light  hearse  for  winter  use,  in 
e.\change.    Box  :il  Canailian  Furniture  World.  -m 

Canadian  School  of  Embalming 
Instruction  in    Practical   Embalming  and  Funeral  Directing PREPARATION  FOR  EXAMINATIONS New  Addrea* 
R.  U.  STONE  525  Sherbourne  St. Principal  Toronto 
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Champion  Fluid 

The  Boy:  "Mama,  when  I'm  a  man  and  become  papa's  partner in  the  undertaking  business,  I'm  always  going  to  use Champion  Fluid,  because  I  heard  papa  and  grandpa 
both  say  that  Champion  always  gives  them  belter 
results  than  an})  other  fluid.  " 

Wisdom  from  the  Mouth  of  a  Child 

Champion  Fluid  has  been  used  from  generation  to  generation,  and  has  always  been  of  highest quality,  and  so  recognized.  
^  ingncsi 

JLY' °'  f""*"'™"?       P'oP^^ed  the  formula  for  Champion  Fluid  ha.  b«D  revised  to  keep 

hToel°"  dlr' '  Champion  ha,  stood  for  the  Ct. 

The  Champion  Chemical  Co.,  Springfield,  O. 



Brass  Crib 

No.  2502 

Pillars  {ball  corners),  1  in.  ;  Fillers,  >2  in.  ;^  Top  Rod,      in.  ; 
lod,  >8  in-  ;  Heii 
Siiipping  Weigl Bottom  Rod,  H  in-  ! 'Height,  48  in.  ;  Size,  2-6  x  4-(5. /eight,  Crated,  lbs. 

This  is  a  PARKHILL
  Safe  Crib 

(With  the  New  "Trip  Latch.  "-Patents  pending.) 

^  The  foot-operated  trip  latch  leaves  both  han
ds  free  to  handle  the  baby. 

The  slide  drops  easily  and  with  little  noise. 

«I  This  crib  is  accident  proof;  baby  cannot  fall 
 out  or  wedge  head  between 

close-set  spindles.    One  stationary  side  ensures 
 grea/er  rigidity. 

q  This  is  only  one  of  our  new  cribs,  all  of  n
eat  design  and  handsome  finish. 

The  Parkhill  Manufactu
ring  Co.,  Limited 

Succtiion  io  the  Alaskc  Feather  &  Down  Co.,  Limited 

Makers  of  Bedsteads  and  Bedding 

MONTREAL 

"Alaska  on  an  article  means  m^..  grade
  ever^  narfide" 
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DISTINCTIVE 
IN 

DESIGN 

ATTRACTIVE 

IN 
FINISH 

WILLIAM  AND  MARY  DESIGN 

The  Very  Best  of  Quality  is  contained  in  every 

piece  of  McLagan  Furniture. 

This  high  quaHty  insures  the  dealer  of  satisfied 

customers,  and  adds  prestige  to  his  business. 

More  and  better  trade  for  those  handling  the 

McLagan  Line  is  the  result. 

Ulustralion^hows  No.  8164  Black  iValnut  Buffet 
One  piece  of  a  complete  suite 

Enquire  about  it 

j         The  George  McLagan  Furniture  Co.,  Limited 
Stratford  Ontario 

-5? 
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Are  You  Getting  Your  Share 

of  Kiddie-Kar  Profits  ? 

A  eoast-to-eoast  advertising  campaign  started  on  Ajiril  16th, 
and  the  already  great  demand  for  the  ever-popular  KIDDIE- 
KAR  is  growing  steadily.  We  supply  you  with  newspaper 
cuts  which  will  link  your  store  with  this  national  advertising, 
also  folders  and  posters  for  distribution  and  window  ilisplays. 
Are  you  in  line? 

DONT  BUY  TROUBLE- 

—by  stocking  imitations  of  KIDDIE-KAES,  all  of  which  in- 
fringe our  patents.  KIDDIE-KARS  are  fully  protected  by 

Canadian  Pioneer  Patents:  Design  Patent  issued  December 
?.nth,  lOlfi;  Mechanical  Patent,  April  .3rd,  1917. 

IMMEDIATE  DELIVERIES 

Increased  facilities  for  manufacture  and  shipping  insure  quick 
service,  but  owing  to  present  uncertain  freight  deliveries  we 
advise  that  vou  order  early. 

Fast  nf  the 
Great  Lakes 

No.  2 — Two  to  Three  Years  $1.50 
No.  S— Three  to  Four  Years  2.00 
No.  4 — Four  to  Eight  Years  2.50 

West  of  the 
Oreat  Lakes 

$1.75 

2.25 
2.75 

These  jirices  strictly  maintained.  Prices  to  dealers  on  a{)j)liea- tion. 

Selling  Agents 

John  C.  Mundell  &  Co.,  Ltd. 
Elora,  Ont. 

Canadian  K.  K.  Company,  Ltd.        elora   -  Ontario 
Sole  Canadian  Rights 

Tennessee 

Cedar  Chests 

Absolu  ely  mothproof. 
Made  in  three  popu- 

lar sizes.  Best  copper 
trimmings  used 
throughout. 

imiiiiiiaQ 

Every  Woman 

Wants  One 

Their  handsome 

pearance  and 

Mahogany  Finished,  Made 
in  Three  Sizes. 

ap- 

great 

utility  make  them  fa- vorites with  all.  The 
price  will  enable  you 
to  make  a  good  profit. 

0-— » 

D.  L.  SHAFER  &  COMPANY,  ST.  THOMAS,  ONTARIO 

THE  WABASH  SLIDE 

MADE  BY 

B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE  Manufacturers   in  America. 

SLIDE  making  a  SPECIALTY  BUSINESS 

• 
Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  malces  a  dozen  articlei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  belter  slide  at  a  lower  cost. 

DEALERS -INSIST  on  WABASH  SLIDES 
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DIRECTORY  OF  MANUFACTURERS 

Geo.  McLagan  Furniture  Co. Limited 
Medium  and  High  Grade  Dining  Room, 
Parloi,  Hall  and  Library  Furniture. 

Farquharson-Gifford  Co.,  Ltd. 
Specialists  in  Revolving  Seat  Davenport 
Beds.Living  Room  Furniture  and  Divanettes 

Stratford  Chair  Co.,  Limited 
Diners,  Rockers,  Bedroom  Chairs,  Office, 

Den  and  Library  Chairs,  Children's  Chairs. Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 

Davenport  Beds. 
Living  Room  Furniture. 

Globe- Wernicke  Co.,  Limited 
Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Imperial  Rattan  Co.,  Limited 
Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields,  "Old  Hickory" Rustic  and  Garden  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furnitute  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 
Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Chairs  and  Tables 

Stratford  Bed  Co.,  Limited 
Brass   Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 
Office  Furniture. 

Read  This 

Stratford  Furniture  Manufacturers 

give  to  retailers  better  advantages 

that  any  other  furniture  centre  can 
offer. 

The  quaHty  and  variety  of  the  goods 

manufactured  in  Stratford  form  fully 

sixty  per  cent,  of  the  stock  usually 

carried  in  the  average  furniture  store. 
It  is  the  kind  of  furniture  most 

people  buy. 

Local  conditions  make  it  possible 

for  Stratford  factories  to  give  better 

value  in  design,  material  and  work- 
manship than  dealers  usually  get 

elsewhere  for  the  same  investment. 

No  matter  where  you  are  or  whether 

your  store  is  little  or  big,  Stratford 

Furniture  Manufacturers  can  satis- 

factorily serve  you. 

Buy  furniture  from 

STRATFORD 

CANADA 
iilllii 



1 

CANADIAN  FUKiNITURE  WORLD  AND  THE  UNDERTAKER June.  1917 

We  Devote  our  time  to  Making 

Good  Chairs 

A  limitless  assortment 
that  makes  choosing 
a  matter  of  available 
space  on  your  H.oors. 

No.  1655-1 

The  wise  dealer  is  now  de- 

manding reliable  goods — and  for 
reliability  there  is  nothing  to 
excel  the  fine  line  of  chairs  we 

offer  to  the  trade.  You  are  as- 

sured of  more  chair  trade  if  you 
sell  the  Stratford  Make. 

No.  1655-5 

We  know  how  to  make  good 

chairs  better  than  any  other  kind, 
and  we  are  always  striving  to 
make  them  still  better.  In  our 

Jacobean  seat  diners  you'll  find a  touch  of  better  chair  making 
that  must  appeal  to  you. 

Stratford  Chair  Company,  Limited 

Stratford  Ontario 
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The  New 

Kroehler 

Kodav 

Room  for  35  or  40  pound 

mattress  and  all  bedding 

Style  700 

Mr.  Dealer: 

Why  Not 

Share  in 

Our  Profits  ? 

READ- 

Thousands  of  people  will  read  our  half-page  ads. 

which  will  appear  every  month  in  The  Saturday  Evening  Post,  Ladies  Home  Journal,  Good  Housekeeping.  All 
this  publicity  will  bring  a  large  number  of  people  to  your  store  asking  for  the  Kroehler  Kodav.  Dealers  who 
are  handling  Kroehler  Bed  Davenports  recognize  the  fact  that  they  are  using  a  most  convincing  sales  argu- 

ment when  they  point  to  the  trade-mark  and  say,  "That  is  a  Kroehler  Kodav"  and  also  mention  that 

Highest  award  was  given  Kroehler  Bed  Davenports 

at  Panama- Pacific  Exposition. 
Our  goods  sell  quick  and  are  in  big  demand.     Full  particulars  and  booklet  on  request.    Write  for  it  now. 

The  Kittd^t  Bed  Company,  Limited 

STRATFORD,  ONTARIO 
I""™"!"' "Ililllllilllllllllilllllllllilllliillllllill 
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Real  Outdoor  Furniture 

You  will  surely  want
  to 

handle  the  best  and  most 

profitable  line  of  outdoor 
furniture  this  Spring — that  is 

"Old  Hickory" 
The  only  logical  outdoor 

furniture 

For  spacious  lawns  and 

grounds  nothing  is  more  sub- stantial and  beautiful  than  a 

well  planned  "Old  Hickory" 
setting. 

Prompt  shipments  now.  New 
50-page  catalog  on  request. 

Imperial  Rattan  Co. 
Limied 

Stratford Ontario 

Mr.  Furniture  Dealer: 

Are  you  getting  and  reading  The  Canadian 

Furniture  World  and  Undertaker  regularly? 

If  not,  send  $1 .00  to  address  below,  and  the 

paper  will  come  to  you,  postpaid,  each  month. 

The  Commercial  Press,  Limited 

32  Colborne  St.,  Toronto 

llilllllllllill 
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I  THE  SIGN  OF  QUALITY  | 

There  is  no  better  quality  of  silvering  than 
that  in  Copper  Plated  Mirrors,  which  bear 
the  label  as  above  fac-simile.  Guaranteed 

for  all  time  by  the  makers. 

PHILLIPS  MANUFACTURING  CO.,  LIMITED 

258  to  326  CARLAW  AVE.,      TORONTO,  ONTARIO 

THE 

KAPOK 

THE  FASTEST  SELLING 

MATTRESS 

The  "  Kapok"  mattress  has  become  very 
popular  and  fast-selling,  owing  to  it  being 
of  high  quality  and  moderate  in  price. 

"  KAPOK,"  otherwise  known  as  the 
Queen  of  Bedding  Material,  is  positively 
the  lightest,  softest  and  most  durable  and 
comfortable  mattress  known  to  the  bed- 

ing  industry. 

Order  a  sample  mattreas  to-da\)  or  wrile  for  booklet. 

THE  CANADIAN  FEATHER  AND 

MATTRESS  COMPANY,  LIMITED 

TORONTO,  ONTARIO 

A))(ive  is  shown  a  Mattress  pieiJured  for  tut'tiiifj  and  finishing. It  is  shown  as  36  inches  thick  through  the  middle,  and  when 
it  is  compressed  to  (i  inches,  as  when  finished,  some  idea  can 
be  had  of  its  elasticity. 
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CHAIRS 

We  specialize  in  the  manufacture  of  Chairs.  That 

makes  for  economy  in  production,  and  it  enables  us 

Write  for  our  produce  big  values  for  the  dealer.    If  you  want 
Catalogue  quality  at  a  little  lower  price,  or  greater  value  for  the 

of^d  Price  List  same  price,  make  your  selections  from  the  N.  A.  Line. 

The  North  American  Bent  Chair  Co.,  Limited 

Owen  Sound,  Ontario 

p^HYGIENIC  MATTRESSES
*-! 

Whichever  grade  you  buy  you  are  assured  the  best  value  for  the 

money  you  can  possibly  secure. 

Made  up  in  layers  of  pure,  resilient  cotton  felt,  and  encased  in  a 

strong  attractive  ticking. 

These  mattresses  are  absolutely  sanitary  and  durable,  and  the 

methods  adapted  in  "Make  Up"  ensure  the  maximum  comfort. 

While  the  economic  administration  of  our  plant  does  not  permit  the 

use  of  cheap  or  inferior  materials,  it  enables  us  to  cut  overhead  expenses 

and  so  offer  the  trade  high  grade  mattresses  at  reasonably  low  prices. 

Order  your  mattresses  from 

The  Standard  Bedding  Co. 

27-29  Da  vies  Ave. 

TORONTO,  ONT. 
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All  Under  One  Roof 

July,  1917 

An  opportunity  to  see  the  greatest  aggregation  of  MADE-IN-CANADA 

Furniture  to  be  found  between  Halifax  and  Victoria. 

DO  NOT  FAIL  TO  CALL  AND  SEE 

OUR  GREAT 

MIDSUMMER 

FURNITURE 

EXHIBITION 

held  at  our 

Toronto  Showrooms 

136-140  King  Street  East 

It  will  pay  you  to  call  and  see  our  new  lines  before  purchas- 
ing or  loading  up  with  FOREIGN-MADE 
GOODS  at  much  higher  prices. 

BUY  CANADIAN  GOODS 

Keep  your  money  at  home.  Canada  needs  both  money 
and  men.    It  is  a  good  policy  at  any  time,  but  especially 

good  just  now. 

Call  and  see  what  we  have  to  offer. 

ONLY  EXCLUSIVE  PERMANENT  WHOLESALE 

FURNITURE  SHOW  ROOMS  IN  CANADA 

ANADA  rURNlTUREWIANUFACTURERS 

Limited 

WOODSTOCK,  ONTARIO 
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CO. 

Popular  Priced 

High  Grade 

Correct  Period 

Dining  Room 

ana  oom 

Furnifure 

Faclories  and 
Show  ooms  for 
the  trade  only 

Dufferin  St. 
Toronto. 

rnAfTSMATLouAiiTY 

AeC..U.  5  PAT.OFf. 

SELLS  FURNITURE 

It  is  the  one  pledge  of  quality  that 
every  buyer  recognizes.  He  knows 
the  whole  piece  is  perfect  if  the 
upholstery  is 
Craftsman  Quality  Fabrikoid 

If  you  want  this  endorsement  for  you-  fur- niture use  CRAFTSMAN  QUALITY 
FABRIKOID  and  say  so.  Attach  a 
Craftsman  Quality  Tag  to  every  piece  you 
ship  out  and  link  up  with  the  largest  and 
most  productive  advertising  campaign  ever 
undertaken  for  an  upholstery  fabric. 

You  will  find  satisfaction,  profit  and  pres- 
tige in  offering  a  proauct  to  the  trad',  wiih 

CRAFTSMAN  QUALITY-QUALITY TAGS 

Du  Pont  Fabrikoid  Co. 
Wilmington,  Del. 

factories:  Newburgh.N.Y. 
FairEeld,  Conn.  Elizabeth,  N.  J. 

Toronto,  Ont. 

o  mm 

For  The  June  Bride 

She  will  be  the  recipient 

of  many  handsome  gifts 
from  her  friends.  Noth- 

ing could  be  more  ap- 

preciated than  this  hand- 
some Pedestal,  which  is 

36"  nigh  and  has  an  oval 

top  1  2"xl6"  and  is  fin- 
ished in  Oak  or  Mahog- 
any. This  will  appeal  to 

eye  and  purse  and  will 
reap  you  a  nice  profit  on 

your  turnover. 

Immediate 

Shipment 

ORDER     NOW  No    121  Pedestal 

NET  PRICE  $4.50 

The  Elora  Furniture  Co.,  Limited 

Elora,  Ontario 

LAWN  CHAIRS 

Rocking  and  Folding  combined.  The  first  im- 
provement of  many  years  on  a  folding  chair. 

PalenledFeb.  8.  1915 Sold  everywhere 

For  prices  write  to 

J.  E.  BEAUCHAMP  &  COMPANY 

Head  Office,  Montreal 

AGENTS 
Hardware  Specialties  Limited.  Vancouver W.  J.  Grant,  Toronto 
J.  Pouliot,  Montreal 
T.  A.  Corley  &  Son,  Winnipeg. 
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The  Gold  Medal  Line 

SPRING  TIME  IS 

BED  SPRING  TIME 

We  are  extremely  busy  in  our  Bedding  Department  and  dealers  are  advised 

to  anticipate  their  requirements  ahead  so  as  to  avoid  delay 

and  disappointment  in  deliveries. 

HCRCUUS 
REGISTERED 

BED  SPRINGS 

Many  years  of  test  has 

put  the  stamp  of  public 

favor  and  confidence  on 

the  celebrated  guaranteed 

"HERCULES" (Reg.  Trade  Mark) 

"PURITY" (Registered) 

Mixed  Mat- 

tresses and 

White  Cotton 

Mattress. 

"Gold  Medal" 
Felt  Mattresses 

^4°^'  ̂ ^i^'"  >>-r 

5  ̂'-^'"POn 
Manufacturers  of  Parlor  and  Living  Room  Furniture 

The  Gold  Medal  Furniture  Mfg.  Co. 

Head  Office  :    Van  Horne  St.,  Toronto 
Limited 

Factories  also  at  Montreal,  Winnipeg  and  Uxbridge 
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Why  Most  Buyers 

Come  to  the  Chicago  Market! 

The  latest  ideas  in  modern  furniture  are  always 
shown  in  Chicago.    A  complete  range  of  quality 
and  value  is  represented  here.  From  the  cheapest  furniture  ob- 

tainable— through  the  medium  grades — to  the  highest  class. 
And  the  biggest  values  shown  to  the  retail  trade  w^ill  alv^^ays  be 
found  in  Chicago. 

2,776  Buyers  Were  Here  Last  January 

Here's  Why  They  Came  — 
More  Lines  to  Pick  From 

There  are  a  greater  number  of  rep- 
resentative manufacturers  exhibiting 

in  Chicago  than  in  any  other  market. 
Greater  and  Better  Buildiogs 
The  unequalled  number  of  modern 

buildings  promote  larger  and  better 
display  by  manufacturers,  and  facili- tates buying. 

Newest  Merchandising  Methods 
A  splendid  opportunity  to  see  what 

the  big  stores  are  doing,  is  afforded 
you  when  you  come  here.  The  new 
things  in  window  trims,  store  decora- 

tions, lighting,  delivering,  everything 
you  are  vitally  interested  in.  You 
can  get  these  suggestions  from  the 
big  retail  stores  in  Chicago. 

Comparing  Methods 
You  will  meet  more  men  in 

the  furniture  business  here  than 
you  will  in  any  other  market. 
Talking  and  comparing  notes 
with  these  men  is  worth  money 
to  you. 

The  Furniture  City  of  the  World 
Chicago,  today,  produces  more 

furniture  than  any  other  city  in  the 
world.  More  furniture  is  shown  and 
sold  here  than  in  any  other  city.  It 
is  the  one  real  furniture  market. 

Ideal  Transportation 

The  twenty-eight  railroad  systems 
running  in  and  out  of  Chicago,  pro- 

vide ideal  transportation  to  every  state 
in  the  Union. 

Reduced  Freight  Rates 
The  mixed  car  and  pool  car  service 

running  out  of  Chicago,  cuts  freight 
rates  materially. 

A  True  Summer  Resort 

After  the  day's  work  you  can  have 
amusements  innumerable.  The  parks 
are  cool  and  refreshing  on  the  warm 
summers  evenings.  The  amusement 
parks  — the  summer  gardens — a  ride 
on  Lake  Michigan — tfie  roof  gardens 
— and  the  theatres.  Chicago  certainly 
holds  forth  more  in  the  way  of  amuse- ment. 

BIG  UP-TO-DATE  HOTELS 
There  are  any  number  of  fine  big  modern  hotels  for  you  to  pick  from. 

Your  room  is  your  own — there  is  never  a  need  of  "doubling  up".  You 
need  not  fear  that. Come  to  Chicago  in  July— come  where  the  majority  of  exhibits  are — 
come  where  you  can  have  good  accomodations.  Bring  your  wife,  she'll 
enjoy  Chicago.   Make  up  your  mind  to  be  here  in  July. 

Chicago  £xhibitor*s  Association 1319  Michigan  Ave.  Chicago,  Illinois 
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No.  102-2875 

^  PEERLESS  Divanette 

and  Davenport 

Note  3  Essential  Features  found  in  the 

Peerless  Make"  Only 

1.  Operated  by  one  continuous 
movement. 

2  Contain  a  full-size  layer  felt 
Mattress. 

'S.  Upholstering  all  hand-made, 
making  their  duration  two-fold. 

When  selling  our  line,  you  are  assured  of  having 

the  "Peer,"  as  it  will  back-up  all  its  claims  fully. 
MANUFACTURED  BY 

SANITARY  BEDDING  CO,  LIMITED 

191-193  QUEEN  STREET  EAST,  TORONTO 

OUR  NEW  LINE 

Eight  Pictures  of  Historic  Interest  in  France  and  Belgium 

Courtrai—Ypres—Malines^Dixmude— Ghent— Bruges— Antwerp 
On  sale  by 

THE  BIG  CANADIAN  MOULDING  HOUSE 

MATTHEWS  BROS,  LIMITED 

788  DUNDAS  STREET  TORONTO,  CANADA 

We're  still  busy;  but  we  can  promise  you  quick  delivery if  you  send  your  order  in  at  once. 

can  )h:  put.  Make  your  window  displays  suggest  these uses   to   your   customers  and  others. 

Hourd  &  Co.,  Limited  ̂ '''«^'«"««<»"''  london 
'  Manufaclureri  Ontario 
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JULY  EXHIBITION 

THIRTY^SECOND  SEASON   OPENS  JULY  1st 

Furniture  Buyers  will  See  Here  the  Largest  Exhibition  of 

Standard  Popular- Demand  Lines  of  Furniture  in  America 

imiiiiiiiiimiiiiiiiiiiimniiiiiiiiiiiiiiiiiM^^^ 

Manufacturers'  Exhibition  Building  Co. 1319  Michigan  Avenue,  Chicago 
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Have  You  Seen  Their  Equal? 

The  Test  of  every  new  piece  of  Furniture  is  the  Repeat  Business. 

Both  of  these  suites  wll  be  seen  in  nearly  every  store  this  season. 

But  repeat  orders  show  they  don't  stay  long. 
Theab  ove  suite  in  Ivory,  Walnut  and  Blended  Mahogany 

on  Birch  IS  an  exceptional  seller,  with  the  William  and  Mar^ 

suite  shown  below  in  Mahogany  and  Walnut  Finish  not 
far  behind. 

Bedroom  Furniture  is  only  a  small  portion  of  the  "Meaford  Line,'* 
which  represents  Dining  Room  Suites,  Wardrobes,  Med  icine  Cabinets, 

Hall  Racks,  Seats,  Mirrors,  Desks,  Bookcases,  Library  Tables  and 

Centre  Tables,  and  Jardiniere  Stands. 

The  Meaford  Manufacturing  Co.,  Limited 

Meaford  Ontario 
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No.  561 

TILT-TOP  TWINS  are  good  dependable  merchandise.  Their 
reputation  for  steady  sale  is  based  upon  a  reliable  standard  of 
quality,  with  prices  low  enough  to  insure  ready  salability. 

This  particular  table  is  made  with  Jacobean  Finish,  but  we  have 
other  popular  individual  designs  to  meet  the  tastes  of  your  many 
customers.  We  pack  our  tables  properly  and  ship  according 
to  our  promises  made.  Write  us  for  copy  of  our  new  catalogue 
if  you  have  not  already  received  one.  It  will  enable  you  to 
better  demonstrate  and  sell  TILT-TOP  TWINS. 

CHESLEY  TILT-TOP  TWINS 

ARE  GOOD  TABLES 

CHESLEY  FURNITURE  COMPANY,  LIMITED 

CHESLEY  ONTARIO 
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For  the 
Living 

Room 

TWO  SALEABLE  SUITES 

IN  WILLIAM  AND  MARY  PERIOD  DESIGNS 

These  are  exceedingly  popular  and  have  had  great  sale. 

Living  Room  Furniture  is  steady,  every-day  saleable  goods,  and 
the  splendid  workmanship  and  finish,  coupled  w^ith  low  prices,  make 

VICTORIAVILLE  FURNITURE  PARTICULARLY  SALEABLE 

VICTORIAVILLE  FURNITURE  COMPANY 

VICTORIAVILLE,  QUEBEC 
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OUR  No.  3 1 2  SUITE  IN  ELM  IS 

A  REGULAR  "POT  BOILER" 

Goods  that  can  be  "  turned  over"  frequently  are  the  goods 
that  give  you  your  profits.  Every  wide-awake  merchant 
knows  this  and  most  of  our  wise  customers  know  that 
Knechtel  No.  312  is  in  this  class. 

■  The  principal  reason  for  this  is  to  be  found  in  the  neat, 
well-balanced  design,  and  the  next  best  reason  is  in  the 

very  popular  price. 

We  cannot  think  of  a  store  anywhere,  in  any  circumstances 
that  would  not  find  this  suite  a  good  one  to  stock,  and 

although  our  catalogue  illustrates  a  lot  of  good  "leaders," 
we  think  that  our  No.  312  should  have  your  first  consider- 

ation.   Your  orders  will  receive  prompt  attention. 

THE  KNECHTEL  FURNITURE  CO 
LIMITED 

HANOVER  ONTARIO 



D.  O.  McKINNON 
GENERAL  MANAGER JAMES  O'HAGAN EDITOR 

Published  by  The  Commercial  Press,  Ltd.,  32  Colborne  Street,  Toronto. 

Subscription  Rate  $1.00  per  year  in  Canada,  Great  Britain  and  British  Colonies ;  $1.50  to  the  United  States, 

A  Venture  in  June  Wedding  Trade 

A  story  which  recites  the  experience  of  a  small 
dealer  in  his  first  attempt  at  specializing  and 
the  results  in  his  business  career  which  followed. 

By  WILLIAM  LEWIS  EDMONDS 

WHEN  Tom  K^aii  opened  a  furniture  store  in  a 
little  but  growing  town  in  the  West,  his 
knowledge  of  the  business  upon  which  he  ha  J 

embarked  was  decidedly  limited.  His  knowledge  of 
furniture  was  confined  to  the  making  of  it,  he  having 
for  some  years  been  employed  in  a  small  local  factory 
as  a  mechanic.  As  long  as  work  was  plentiful  he  had 
been  satisfied  to  remain  as  such.  When  tlie  period  of 
depression  set  in  early  in  1914,  and  he  found  himself 
out  of  employment,  he  came  to  the  conclusion  that  the 
best  thing  he  could  do  was  to  go  into  business  for  him- 

self as  a  retail  furniture  dealer.  There  was  a  small 

store  in  the  town  which  had  recently  been  vacated  by 
a  furniture  man.  This  he  rented,  and  with  the  few 

hundi-ed  dollars  he  had  at  his  command,  invested  in  a 
modest  little  stock. 

While  Kean  knew  a  good  deal  about  the  manufacture 
of  furniture  he  knew  little  or  nothing  regarding  retail 
selling  methods.  Naturally,  therefore,  the  business 
ran  along  in  a  hum-drum  sort  of  way.  He  tried  a 
little  advertising  in  the  two  weekly  newspapers  ])ub- 
lished  in  the  town,  but  it  was  by  no  means  cfTeetive 
advertising.  He  also  put  goods  in  the  little  window 
which  the  store  possessed,  but  as  he  did  it  without 
order  or  arrangement  it  could  scarcely  be  called  win- 

dow dressing.  In  fact  the  window  looked  more  like 
a  diminutive  store  room  than  anything  else. 

One  day  in  the  spring  of  191;"),  he  was  standing  in 
the  dooi'way  of  his  store  warming  himself  in  the  sun- 

shine, when  one  of  the  travelers  of  his  old  firm  came 
along. 

"Hello,  Tom,  how  ai-e  things  going?"  enijuii-ed  the latter. 

"Oh,  not  any  too  good." 
After  critically  examining  the  window  for  a  moment 

the  traveler  reitnirked  in  an  off-handed  way:  "Let's 

go  inside  for  a  moment.  1  want  to  have  a  "little  talk 
with  you." 
.The  inside  of  the  store  was  in  a))out  the  same  dis- 

order as  the  window,  and  for  a  few  minutes  the  traveler 
(juietly  walked  up  and  down  the  floor  examining  th" 
stock.  Then  suddenly  turning  on  his  heel  he  ex- 

claimed : 

"T  hope  you  won't  take  it  unkindly  what  T  am  gointj 
to  say  to  you.  But  the  fact  of  the  "matter  is  that  you never  will  make  much  headway  as  long  as  you  employ 
your  present  methods  of  doing  business." 

"Why,  what's  wrong  with  themr'  retorted  Kean. 
"Well,  r  would  rather  say,  what  is  right  with  them? 

The  fact  of  the  matter  is,  you  have  no  methods." 
There  was  one  thing  about  Kean  that  was  always 

hi  his  favor:  he  was  willing  to  learn.  This  was  an 
outstanding  trait  of  his  when  he  was  a  workman,  and 
he  hadn't  lost  it  since  he  became  a  dealer.  He  hadn't learned  much  from  his  eight  or  ten  months  in  business 
because  he  had  no  one  to  coach  him. 

"Well,"  he  responded,  "if  you'll  give  me  an  idea 
what  I  ought  to  do  I'll  try  to  do  it." 
"Glad  to  hear  you  say  that,  old  chap,"  continued 

the  traveler.  "I  always  had  a  liking  for  you  when 
you  were  in  the  employ  of  the  firm,  and  if  I  can  sug- 

gest anything  which  will  help  to  put  your  business  on°i bettei-  basis,  why  I'm  at  your  service. 
"The  first  thing  F  would  do  is  to  get  your  stock  in  a little  better  order.  The  interior  of  your  store  looks 

too  niuch  like  a  junk  shop,  if  you  will  pardon  me  for 
saying  so.  Your  window  is  a  reflexion  of  the  interior. 
Get  that  fixed  up,  too,  and  keep  it  fixed  up.  Your 
advertising,  or  more  properly  speaking,  what  you  think 
is  advertising,  needs  attention.  Here  is  vvhat  your 
advertising  says,"  he  continued,  as  he  picked  up  a 
copy  of  a  local  paper  that  was  lying  on  a  dust-covered 
table:  "  'Thomas  Kean,  furniture  dealer.  Repairing 
lu'atly  done.'  Now,  that's  not  advertising  in  the  real sense  of  the  term.  It  is  merely  a  card.  You  want  to 
make  advertising  sell  goods.  The  best  that  card  will 
do  will  be  to  give  you  a  little  publicity,  whereas  with 
the  giving  of  a  little  attention  to  the  preparation  of 
copy,  and  by  changing  it  every  week,  you  can  make 
even  the  space  you  occupy  a  selling  force. 
"Another  thing  I  would  suggest,"  continued  tin- 

traveler,  "is  that  you  keep  your  eyes  0{)en  for  opjioi'- 

SiiKffi'Ntivo  backgnmiul  for  .liiiic  wodiliiip:  furniture  display. 
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tuuities  to  run  special  sales.  For  example,  in  another 
month  or  six  weeks  the  June  wedding  season  will  be 
on.  Why  not  here  and  now  make  up  your  mind  to 
make  a  s^jeeial  etfort  to  get  a  share  of  the  trade  which 

will  be  going  at  that  time.  If  you  will,  I'll  tell  you 
what  I'll  do:  I'll  giA'^e  you  a  hand  in  getting  things  in 
shape.  What  do  you  say?"  concluded  the  traveler,  as 
he  gave  Kean  a  friendly  slap  on  the  shoulder. 

"Why,  there  is  only  one  thing  to  say,  and  that  is,  I'll 
try  it,  and  particularlj^  as  you  have  been  kind  enough 
to  offer  to  coach  me." 
"Good,"  exclaimed  the  traveler.  "Now,  I'll  be  in 

town  for  a  few  days  next  week,  and  then  we'll  start 
right  in  to  see  what  we  can  do  towards  getting  things 
into  shape  for  the  June  wedding  trade.  But  in  the 
meantime  you  see  what  you  can  do  in  the  way  of  re- 

arranging your  stock  and  improving  your  window  dis- 
play. In  regard  to  your  window  display  let  me  say 

this:  don't  crowd  it.  Try  and  make  it  as  attractive 
as  possible.      After  you  have  dressed  it,  go  up  the 

not  display  the  skill  of  an  expert,  but  he  did  better 
than  many  green  hands  would  have  done.  He  even  did 
better  than  some  experienced  but  careless  dealers 
would  have  done.  And  while  he  worked  and  while 
he  read  the  trade  papers  which  had  come  to  him  both 
from  the  publisher  and  the  traveler,  Kean  became  en- 
thusiastic. 

"Well,  well,"  exclaimed  the  traveler  when  he 
entered  the  store  a  week  later  and  viewed  the  trans- 

formation which  had  taken  place,  and  examined  the 

plans  which  Kean  had  transferred  to  paper,  "you 
surely  have  been  doing  things,  and  doing  them  much 

better  than  I  thought  was  possible.  Why,  for  a  week's 
effort  you  have  done  remarkably  fine!" 

During  the  next  few  days  Kean  and  his  friend  the 
traveler  worked  seduously  on  their  plans  for  the  June 
wedding  trade  campaign.  First  of  all  they  went  over 

the  stock  for  the  pui"pose  of  ascertaining  the  extent  to 
which  it  needed  sorting  up.  Naturally,  in  making  up 
a  list  of  the  articles  to  be  bought  they  had  to  be  gov- 

All  ready  for  the  bridal  breakfast. Diningroom  furniture  and  furnisbings  display,  suggesting  wedding  presents  for  the 
newly  weds. 

street,  then  back,  and  as  you  pass  your  store  take  a 
glance  at  your  window  and  see  if  you  think  the  display 
would  arrest  your  attention  if  you  were  a  mere  passer- 

by. If  you  come  to  the  conclusion  that  it  wouldn't, 
then  tear  it  out,  and  begin  over  again,  and  keep  doing 
it  over  until  you  are  satisfied.  By-the-way,  do  you 

take  a  trade  paper?"  he  coatinued  after  a  pause. 
"No,  I  don't." 
"Then  by  all  means  do  so.  Send  in  your  subscrip- 

tion to-day,  and  ask  the  publishers  to  send  you  the 
numbers  as  far  back  as  January.  That  will  ensure 

your  getting  all  this  year's  numbers  in  which  they  have 
articles  and  advertisements  dealing  with  the  June  wed- 

ding gift  trade.  Possibly  I  may  have  some  back 

numbers  at  the  house.  If  so,  I'll  send  you  down  a  few. 
Between  this  and  next  week  give  a  close  study  to  these 

papers,  and  you'll  pick  up  some  ideas  for  yourself." 
Kean  did  as  he  was  instructed.  He  rearranged  his 

.stock,  changed  his  window  display,  and  subscribed  for 
a  trade  paper.  In  the  arrangement  of  his  stock  and 
in    the    dressing    of  his  window   he   naturally  did 

erned  by  Kean's  ability  to  buy.  Notwithstanding 
this  handicap,  however,  they  succeeded  in  compiling  a 
nice  little  list  of  lines  which  were  likely  to  prove  the 
most  saleable.  Then  they  made  their  plans  for  a 
series  of  both  window  displays  and  advertisements,  and 
drafted  a  circular  containing  a  list  of  articles  suitable 
both  for  the  furnishing  of  new  homes  and  for  wedding 

presents. "During  the  next  month  or  so  you  can  do  further 
sorting  up  as  necessity  demands  it,"  explained  the traveler. 

By  the  middle  of  May  Kean  had  his  campaign  in 
active  operation.  To  the  people  whom  he  had 
learned  were  to  be  married,  and  also  to  their  relatives 
and  friends,  he  sent  circulars,  giving  lists  of  goods,  to- 

gether with  prices.  To  a  list  of  names  he  had  obtained 

from  the  voters'  list  he  mailed  copies  of  the  same circular. 

"Of  course,  very  few  of  these  are  likely  to  be  in- 
terested in  June  weddings."  explained  his  traveling ( Continued  on  page  46  J 



June,  1917 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 

23 

Make  Windows  the  Voice  of  Your  Business 

An  indication  of  progressiveness  and  an  invitation  to  inspect 

goods — Helps  the  sales  staff  and  maf^es  for  greater  business. 

DO  you  realize  that  there  is  one  feature  of  your 
business,  in  your  store,  that  does  the  most  of 
the  talking — that  is,  that  talks  to  the  greatest 

number  of  people  during  the  course  of  the  day?  That 
feature  is  the  window  of  your  store. 

Suppose  we  step  outside  for  a  moment  and  look  at 
your  window  from  the  same  point  of  view  as  the 
hundreds,  or  thousands,  of  people  that  pass  your  door. 
Unless  you  are  a  mighty  progressive  retailer,  you  will 
be  ashamed  of  the  neglected  opporti^nities  that  sud- 

denly have  arisen  before  your  scrutiny. 
Turn  your  window  loose  on  the  talking  game.  It 

can't  say  too  much.  And  remember  how  little  that 
talk  is  costing  you.  It  can't  shout  too  loud.  Because 
it  is  intended  to  reach  the  greatest  number  of  people 
possible.  Make  up  your  mind  what  you  want  your 
window  to  tell. 

First — you  will  decide  that  you  want  it  to  say  em- 
phatically: "Here  is  an  honest,  clean-dealing  furniture 

store,  run  by  a  man  who  realizes  the  necessity  of  pro- 
gressiveness in  his  trade.  Conducted  on  business  prin- 

ciples of  service  to  the  customer,  on  efficiency  lines, 

and  on  the  square-deal-to-all  basis." 
Next — you  are  going  to  make  certain  that  it  extends 

a  cordial  welcome  to  the  passerby  to  walk  in — examine 
the  goods.  Remember,  it's  positively  necessary  to  get 
folks  into  your  store  before  you  can  make  sales. 
Therefore,  a  window  that  is  uninviting,  that  says  in  so 

many  words,  "I  don't  care  whether  you  come  in  or 
not,"  is  a  window  that  is  acting  directly  against  your interest. 

The  old  story  of  opportunity  knocking  once,  might 
do  for  your  grandfathers  and  great-grandfathers.  Now- 

adays a  man  creates  his  own  opportunities;  and  he  has 
no  right  to  complain,  except  against  his  own  laziness 
or  negligence  in  not  constructing  the  opportunities 
that  make  for  success. 

To-day  we  can,  by  means  of  the  talking  machine,  re- 
produce the  golden  tones  of  the  world's  vocal  artists. We  can  direct  them  where  we  want  them.    In  a  like 

manner  you  can  control  the  voice  of  your  window,  you 
can  make  it  loud  or  soft.  You  can  run  in  the  exact 

"record"  you  need,  you  can  deliver  a  message  to  the 
mechanics  of  your  town,  to  the  householders,  or  to  the 
women.  You  can  make  it  talk  directly  either  to  the 
man  of  many  purchases  in  hardware,  or  you  can  gather 
in  the  small  change  of  the  man  whose  funds  are  limited. 
There  are  great  possibilities  in  your  windows  if  ef- 

fectively displayed. 

MAKING  THE  WINDOW  MAGNETIC 

The  display  window  can  be  made  the  storekeeper's 
strongest  selling  argument  if  he  will  but  exercise  a  lit- 

tle care  and  judgment  in  properly  dressing  his  window 
and  arranging  his  exhibit  in  a  way  that  will  please  the 
eye  and  attract  the  attention  of  passers-by,  says 

System. The  powerful  pulling  window  is  the  one  that  presents 
some  unusual,  out-of-the-ordinary  aspect ;  something 
that  will  compel  the  passer-by  to  stop  and  look.  Then, 
when  his  attention  is  centered  on  the  window,  he  can't 
help  but  notice  the  goods  displayed  and  the  chances  are 
good  that  he  will  see  something  that  he  needs. 
Wide-awake  shopkeepers  realize  that  the  sales  value 

of  an  attractive  window  more  than  warrants  the  small 

extra  expense,  and  many  different  schemes  have  been 
tried. 

USE  PRICE  AND  SHOW  CARDS 

Never  put  in  a  window  trim  without  some  kind  of  a 
show  card.  A  show  card  is  the  mouth-piece  of  the 
window  just  as  the  windows  are  the  eyes  of  the  store. 
The  public  likes  to  know  the  whys  and  wherefores  of 
the  goods  shown  as  well  as  the  price.  I  like  the  idea 
of  a  general  show  card  for  the  centre  of  the  window 
and  smaller  ones  calling  attention  to  different  lines  and 

quoting  the  price.  It  should  be  remcm'bered  that 
there  is  such  a  thing  as  using  too  many  show  cards,  but 
few  stores  err  in  this  direction.  Most  of  them  do  not 
use  near  enough. 

Hummer  idea  window  trim.     A  display  of  linoleum  and  floor  covering's  for  a  wide  window. — Oourtesy  Armstrong  Cork  Co., 
Lancaster,  Pa. 
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Newspaper  Advertising  for  the  Retail  Furniture  Dealer 

IVhy  some  dealers  make  no  success  of  their  ad- 
vertising— Some  simple  rules — Mal^e  ad.  newsy. 

TO  attempt  to  lay  down  any  hard  and  fast  rules  for 
retail  advertising  Avould  be  like  giving  a  man  a 
prescription  for  getting  rich.  If  it  were  pos- 

sible for  everybody  to  take  up  a  course  of  newspaper 
advertising  that  would  invariably  bring  success,  a 
dealer  would  need  only  to  set  the  wheels  in  motion 
and  catch  dollars  in  his  hat.  To  a  certain  extent  he 
can  do  this,  but  not  everybody  can  do  it,  and  therein 
lies  the  factor  of  "brains."  It  takes  more  brains  to  ad- 

vertise judiciously  and  .effectively  than  to  do  a  great 
many  other  things  in  business. 

The  non-success  of  the  average  retailer  in  advertis- 
ing is  due  to  the  fact  that  he  knows  nothing  about  it. 

Instead  of  looking  over  his  town  and  surrounding 
country  and  planning  out  an  intelligent  course  of  ac- 

tion, he  listens  to  every  advertising  solicitor  who  comes 

along,  and  quite  as  frequently  spends  his  money  fool- 
ishly as  wisely  in  some  form  of  advertising  that  is  al- 

together a  gamble.  However,  of  newspaper  advertising 
it  may  be  said,  as  the  Kentuckian  said  of  whiskey,  it 
is  all  good  but  some  is  better  than  others.  The  trick 
is  to  choose  the  best. 

There  are  two  kinds  of  advertising  in  the  local  news- 
papers, the  kind  you  pay  for  and  the  kind  that  costs 

nothing.  The  latter  is  sometimes  the  better.  The  mer- 
chant who  can  get  his  name  in  the  local  papei-  fre- 

equally  desirsbli 
or  Mahoganr  CMidlefiUclu. EitrnnIOD  Buuk  ItAckjt  (or  the  table, T«>»  Trajs  in  many  derlsns  and  ehil JWl  Leaf  Tea  Tul4r«.  Id  various  dosl, AUItcgWiF  Cake  Stands  pl MvigailiiO  Standa  ( 

Fanct  V-mlng  Tablea Musi"  and  Rc^rd  Cublom. Cm-<1  Tabln,  faldlnv  •.nil  at Manu-1    aod    Table    Clock*,    in  « 

The  Gift  Desirable 

A  Choice  Piece  of 
Murray-Kay 
Furniture  for  tlie 

Bride's  New  Home 
If  the  qii.  -tiuii  of  wedding  gifts  is  up 
fnv  tLis(;us:.ion  iu  your  family  circle, 
do  nut  ovi'iiook  the  fact  that  a  choice 
|.i('(c  of  fiiriiitui-e  or  two  for  the  new home  is  a  gift  always  sure  of  high 

.Tjiprcriatioii. 
If  Ihe  bride,  or  the  groom,  to-be,  is  a  near  reln- 
Ti\i-  ,1  handsome  suite  for  the  dining-room  oi- ■vruild  bi-  a  most  delightful  selection. 

:  111  this  line  includes  some  very  hand- i<  s  in  Pi-riod  designs,  which  are  on 
tonishingly  low  prices. 

U  an  individual  piece  or  two  of  dccor.itive  furnitur*'  would  be  i\ore  ap- propriate you  will  be         to  make  easy  nf-Wlion  from  a  fine  collection displayed  on  our  first,  second,  third  and  fourth  floora. 
A  few  reprt'sentBtive  pif^es  arc  illastrated  in  the'  cut,  and  many  other included  at  prices  ranging  from  a  dollar  or  two  upivards.  Aa,  for  instance  : ^s.  a(   ilt.SO,  82.00  and  opnaril^ my.  at  *l.2S  to  »5,00  euh    t7.50  i»nd  upwardt 

. .  .$8.00,  $I3.&0.  »1«..*10,  S20.00  and  upwarda InialiJ  at  ■  Sft.OO.  .»IO.On  and  upwards Book  Hacks.  Dr<ssUii[  Tnbles  and  Chfvals. ChcIT.jnlrr.r  and  Wardrobes. PcdrsUiK  and  PuUn  SuindB. Culumbia  CrafrinnltA 
from »ll.50  e«ch 

Ruga  From  Great  Britain and  the  East 
The  Carp«t  and  Ro«  D«par(mcnt on  lha  Oround  Floor,  with  lu maj[nin<«nt  coUcctlon  of  Brltlab and  Original  Ru«,  aBorda  many happy   «ufBesiloR»    for   ri'M.  ih* 

Early  Engliah 
Reprodactions 
Arranged  on  tha  second fti»f  is  a  most  Inl-rett- ing  coUtction  of  Ellaa- 

Luxuriout  Uphohtered 
Furniture 

thlm  hoi btffn  ffimouft.    Thp  dcalgn: CAJiea  are  ImprovemtniB  od  impori- t<S  EnKl'ah   models.     The  uphol- 
workahopn,  and  will  aland  tho  teat of  lonff.  hard  um<o, 
A  trplondld  collection  of  (hue  lux- urlouMly  cofnfortahlo  pK^cOM,  ready for  Immedlaiv  delivery,  In  dUplayed on  our  Fourlh  Floor.  An  Ideal 
([i(r — any  one  of  Wiem. 

Kay  Store,  36  and  38  King  Street  We»t 

How  a  Toronto  firm  advertised  its  wedding  gift  furniture  a  year  ago. 

quently,  either  because  of  some  new  feature  in  connec- 
tion with  his  store  or  by  reason  of  some  personal  hap- 

pening, social  or  political  prominence  (even  a  fir<;, 
burglary  or  accident  is  better  than  nothing),  will  in- 

directly reap  benefit  from  the  publicity  which  such 
local  mention  gives.  But  if  he  is  wise  he  will  foliow 
up  this  advantage  with  a  systematic  campaign  of  ad- 

vertising in  his  local  paper. 

Don't  let  anybody  do  all  your  thinking.  Especially, 
in  newspaper  advertising,  be  original.  Contract  for  a 
given  space  in  a  conspicuous  part  of  the  paper  for  a 
year  and  then  keep  that  space  hot  with  base  hits  right 

off  the  bat.  Don't  change  your  "ad"  from  one  part 
of  the  paper  to  another.  Don't  be  afraid  to  talk  in 
your  "ad."  ju.st  as  you  would  talk  to  a  customer.  Re- 

member that  your  money  entitles  you  to  a  regular  daily 
or  weekly  editorial  preachment  on  your  business  and 
the  goods  you  handle,  limited  only  to  the  space  that  you 
pay  for,  and  sec  that  the  readers  get  it  regularly.  Al- 

ternate the  manufacturer's  electrotypes  with  personal 
talks,  if  desirable,  but  of  all  things  never,  never  put 

a  card  in  the  paper  and  let  it  .stand 'week  after  week 
and  month  after  month,  like  the  inscription  on  a 
gravestone — unless  you  are  already  dead. 

Supposing  to-morrow  morning  when  you  eagerly 
open  your  morning  newspaper,  that  instead  of  the 
usual  style  of  headlines  that  indicated  perfectly  the 
nature  of  the  news  yon  were  about  to  read,  you  found 
over  the  various  articles  such  headings  as  follows: 

ANNOUNCEMENT. 
ATTENTION. 
LOOK  HERE. 
READ  THIS. 

EXTRAORDINARY 

Imagine  hunting  under  these  headings  for  your  fav- 
orite murder,  bank  failure,  railway  catastrophe  or 

high-life  scandal!  Wouldn't  you  be  disappointed  in 
your  favorite  newspaper?  Wouldn't  you  feel  trifled 
with?   Well,  isn't  the  same  true  of  advertising? 

If  the  copy  reader  of  the  newspaper,  while  editing 
the  story  of  a  railway  wreck,  should  be  so  carried 
away  by  the  excitement  incidental  thereto  that  all  the 
heading  he  could  put  upon  his  story  was — 

' '  EXTRAORDINARY ' ' 
he  would  lose  control  of  his  position  on  the  pay  roll. 
If  the  society  reporter  should  bring  into  the  office  an 
odoriferous  yarn  and  try  to  start  off  with 

"LOOK  HERE," 

he  would  go  to  the  bench.     Then  why  is  it  that  some 

men  that  unfold  their  fountain  pens' to  write  news 
items  about  their  business,  use  trite,  vague,  bromide, 

empty  headlines? 
Again,  there  are  some  business  concerns  that  can 

think  of  nothing  better  than  their  first  name  to  put 
at  the  top  of  their  cop.y.  A  proper  name  is  not  news 
once  in  a  thousand  times.  Putting  it  another  way.  is 
never  news,  but  what  a  man  does  may  be  news. 

If  advertisers,  are  going  to  carry  the  reader  from 
the  news  of  the  woi'ld  to  the  news  of  the  shop,  let  them 
study  the  characteristics  of  news  stuff  and  put  out 
their  stories  likewise. 
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Make  Full  Use  The  postal  rate  in  Canada  is  1  cent 
of  Postage  per  ounce  for  drop  letters,  and  2 

cents  per  ounce  for  all  other  let- ters— with  an  extra  cent  war  tax  in  each  case.  Did 
you  ever  stop  to  consider  how  manj^  letters  you  send 
out  that  only  weigh  a  fraction  of  the  amount  allowed 
for  the  postage  you  pay? 
Why  not  make  full  use  of  the  money  you  pay  for 

postage  by  enclosing  some  advertising  material  in  all 
such  letters  sent  out  to  customers.  The  writer  knows 

of  one  dealer  who  makes  a  regular  practice  of  keep- 
ing advertising  material  with  his  name  on,  in  a  con- 

venient spot  to  enclose  with  any  letters  that  do  not 
come  up  to  the  maximum  weight.  Other  dealers  might 
use  the  same  idea  to  advantage. 

The  best  trade-mark  is  a  distinct  reputation 
for  reliable  and  courteous  service.  The  store 
that  builds  up  that  kind  of  a  trade-mark  is 
sure  of  a  steady  growth. 

Get  Your  Telephone  Tt  is  important  that  the  dealer 
Number  Known  get  his  customers  well  acquainted 

with  his  'phone  number.  Many 
an  order  goes  to  a  store  just  because  a  customer,  when 

about  to  order  goods,  remembers  that  store's  phone number. 

In  the  first  place  an  endeavor  should  be  made  to  ob- 
tain from  the  telephone  company  a  number  that  is 

easy  to  remember.  Telephone  concerns  are  willing  to 
do  their  best  to  give  retail  firms  a  number  of  this  kind. 

Then,  every  effort  should  be  made  to  impress  the 

number  on  customers'  minds.  Tt  should  be  kept 
prominent  in  advertising  and  on  bill  heads  and  sales 
slips. 
A  dealer  in  Toronto  has  tried  out  a  most  effective 

plan  to  have  his  'phone  number  before  customers 
whenever  they  want  it.  He  prepared  a  small  sticker 

on  which  was  printed  his  name  and  'phone  number. 
These  were  given  to  customers  to  stick  up  in  a  con- 

venient spot. 
The  idea  is  one  that  might  be  tried  out  to  advantage 

by  other  dealers.  The  cost  is  not  large,  and  as  tele- 
phone shopping  is  so  largely  indulged  in,  every  dealer 

should  make  a  strong  effort  to  secure  his  share. 

/\eep  that  show  window  in  condition  to  earn 

its  living  as  well  as  your  own.  It's  the  one 
feature  of  your  business  that  makes  the  deepest 
impression  on  a  fickle  public. 

How  Mail  Order  An  outstanding  case  illustrating 
Houses  Get  how  the  mail  order  houses  get 
Low  Postal  Rate       their  catalogues  into  the  homes  of 

distant  consumers  at  a  very  low 
rate  was  brought  to  light  recently  by  the  secretary  of 
the  Ontario  R.  M.  A.     When  he  was  in  Fort  William, 

67  sacks  of  catalogues — about  5,000  in  number — were 
received  in  that  city  from  a  large  mail  order  house  in 
Toronto.  They  had  been  shipped  by  freight  to  Fort 
William,  already  stamped  to  the  value  of  six  cents,  the 
cost  of  postage  for  local  delivery.  If  these  catalogues 
had  been  posted  in  Toronto,  it  would  have  cost  14  cents 
to  send  them  to  Fort  William.  Eight  cents  per  cata- 

logue or  a  total  of  $400  was  saved  on  catalogues  ship- 
ped to  one  centre.  Consider  what  a  huge  amount  must 

be  saved  in  all  their  catalogues  sent  out  by  this  method, 
and  consider  also  just  how  much  revenue  is  lost  by  the 
post  office  department  in  allowing  this  and  other  mail 
order  houses  to  evade  the  Post  Office  Act  which  con- 

fers upon  the  postal  department  the  exclusive  privilege 
of  conveying  and  delivering  mail  matter. 
When  the  war  tax  stamp  was  placed  on  letters  last 

year,  the  post  office  department  issued  a  warning 
against  business  men  trying  to  avoid  the  extra  postage 
by  arranging  for  the  delivery  of  letters  through  other 
means  than  the  post  office.  Yet,  they  allow  these  big 
mail  order  houses  to  deprive  them  of  revenue  of  huge 
proportions  in  the  manner  outlined  above.  Enough 
privileges  have  already  been  conferred  on  mail  order 
houses — the  inauguration  of  parcel  post,  for  instance- 
without  still  further  allowing  them  to  escape  the  pay- 

ment of  postage  similar  to  that  which  has  to  be  borne 
by  the  smaller  merchants  and  the  public  at  large. 

Are  you  using  the  ''go-getter''  or  the  "  sit- 
stiller"  methods  in  your  business? 

Advances  Prices  When  the  cost  price  of  an  article 
With  Market  goes  up,  the  dealer  is  entitled  to 

sell  the  stock  on  hand  at  ad- 
vanced prices,  in  keeping  with  the  market  value.  When 

prices  decline,  public  knowledge  of  the  fact  or  reduc- 
tion by  a  competitor  generally  causes  the  dealer  to 

reduce  his  selling  price,  with  a  consequent  clipping  of 
profit.  Therefore,  if  he  is  to  break  even  he  must  get 
an  extra  profit  occasionally  by  raising  the  price  of 
goods  on  hand  in  accordance  with  the  market. 

A  great  mayiy  possible  big  things  are  never 
accomplished  because  the  mental  focus  is  con- 

stantly directed  to  the  little  things. 

To  Compel  Retailers  At  a  recent  meeting  of  the  Can- 
to Carry  adian  Credit  Men's  Association  in 

Insurance  Winnipeg,  a  speaker  expressed  the feeling  that  when  credit  men  dis- 
covered that  no  insurance  was  being  carried  by  a  re- 

tailer, a  meeting  of  his  creditors  should  be  called  and all  credit  to  such  a  man  cut  off. 
While  such  action  on  the  part  of  wholesalers  would 

probably  be  resented  by  the  dealer  who  had  his  credit 
cut  off,  there  is  no  doubt  that  the  trade  generally  would 
be  perfectly  in  accord  with  such  a  policy.     It  is  only 
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proper  that  a  dealer  should  safeguard  the  men  who 
have  sold  him  goods  on  credit. 

Forcing  retailers  by  this  method  to  carry  insurance 
would  not  only  save  wholesalers  a  good  many  dollars, 
but  would  be  an  act  of  kindness  to  many  retailers  who 
are  neglectful  in  this  regard. 

IVa/c/i  the  windows  arid  see  that  the  advertis- 
ing changes  with  the  new  season. 

Valuing  the  Stock  While  many  retailers  are,  no 
for  Insurance  doubt,  when  adjusting  their  insur- 

ance policies,  bearing  in  mind  the 
greater  value  which  has  accrued  to  the  stock  they 
carry,  owing  to  the  general  enhancement  in  prices,  yet 
it  is  very  advisable  that  all  should  do  so.  Otherwise 
in  case  of  fire  they  might  be  compelled  to  stand  a 
serious  loss  when  they  came  to  replacing  their  damaged 
or  destroyed  stock. 

Considerable  attention  is  being  given  to  the  subject 
in  the  United  States.  The  secretary  of  one  of  the  whole- 

sale organizations,  in  reply  to  enquiries  as  to  v/hether 
merchandise  inventoried  at  the  cost  price  when  market 
prices  at  the  time  of  the  inventory  were  much  higher, 
would  not  be  at  a  disadvantage  in  the  event  of  fire — 
that  is  whether  the  prices  shown  by  the  invoices  would 
be  the  basis  on  which  adjustment  was  made — stated 
that  the  insurance  companies  had  informed  him  that 
the  basis  on  which  the  adjustment  would  be  made 
would  be  the  actual  cash  value  of  the  goods  at  the  time 
of  the  loss  or  damage. 

This  shows  the  importance  of  every  business  man 
basing  his  insurance  on  the  cash  value  his  stock 
possesses  to-day,  and  not  upon  the  lower  values  which 
obtained  a  few  months  or  a  year  ago,  when  it  was  pur- 

chased. ' 

//  certainly  pays  to  advertise  consistently. 
There  are  26  other  mountains  in  Colorado 

higher  than  Pike's  Peak. 

Mind  Influence  A  salesman  with  whom  the  writer 
In  Selling  recently  had  a  talk,  believes  that 

the  mental  attitude  adopted  by 
the  clerk  has  much  to  do  with  the  decision  of  the  cus- 

tomers. He  says  that  when  he  has  presented  his  sell- 
ing arguments  and  is  waiting  for  the  customer  to  decide 

he  says  to  himself.  "You  are  going  to  buy  this  article. 
You  have  to  buy  this  article."  He  believes  that  these 
positive  assertions  made  only  in  his  mind,  have  a  direct 
influence  on  the  mind  of  the  customer. 

There  may  be  something  in  what  this  salesman  says 
about  direct  mind  influence.  At  least  the  proper 
mental  attitude  on  the  part  of  the  clerk  has  an  im- 

portant bearing  on  the  sale,  because  if  he  thinks  along 
this  line  he  maintains  his  enthusiasm  and  does  not 
relax  in  his  selling  attitude. 

Dealers  and  clerks  should  always  maintain  a  strong 
positive  attitude  when  waiting  for  customers  to  decide. 

Are  you,  in  your  store,  insistent  upon  the 

observance  of  the  principle  of  '^^  first  come, 

first  served?  " 

Your  Co-operation  We  have  received  a  good  deal  of 
Solicited  assistance  from  readers  all  over 

the  Dominion  during  the  past,  in 
our  work  of  making  Kiirnitufo  World  a  highly  in- 

teresting and  really  valuable  journal,  and  we  wish  to 

take  this  occasion  of  thanking  those  who  have  so  kindly 
lent  their  assistance. 

We  also  wish  to  solicit  a  continuation  of  this  co- 
operation. We  realize  that  the  men  actually  engaged 

in  the  business  can  give  us  many  practical  suggestions 
that  will  be  of  value  to  other  readers.  Our  aim  is  to 
present  each  month  a  range  of  practical  methods  and 
ideas  that  have  been  tried  out  and  found  of  value. 

Whenever  you  try  out  any  new  plan  in  any  depart- 

ment of  your  business  we  will'be  glad  to  have  you  send us  along  particulars  of  same.  We  will  appreciate  it 
and  so  will  your  brother  dealers  all  over  Canada.  This 
is  one  Avay  in  which  you  can  aid  tlie  trade  in  which 
you  are  so  greatly  interested. 

THE  HOME  IS  THE  COUNTRY'S  GREATEST 
INSTITUTION 

The  home  is  America's  greatest  institution.  Why 
not  seek  to  kindle  the  appreciation  of  the  people  of 
this  great  and  prosperous  country  in  this  institution? 
With  every  wide-awake  retailer  featuring  this  idea  a 
great  service  can  be  done  to  this  country.  It  is  a 
movement  in  which  the  sellers  of  furniture,  on  the  time 
basis,  can  unite  with  the  dealers  who  handle  the  most 
exclusive  goods.  It  is  a  movement  in  which  the 

manufacturers  of  all  kinds  of  furniture'  can  unite  with 
the  retailers.  A  splendid  example  of  what  co-opera- 

tion of  this  kind — co-operative  indirect  advertising — 
will  accomplish  has  been  given  by  the  pre-Christmas 
advertising  which  has  been  done  bj^  the  dealers  in 
Grand  Rapids. 

If  the  plan  here  suggested  should  be  taken  up  by 
every  wide-awake  retailer  and  manufacturer  much 
could  be  accomplished  in  overthrowing  the  tendency 
to  subordinate  the  home  to  the  somewhat  popular,  very 
demoralizing  and  sometimes  vicious  outside  amuse- 

ments with  any  organized  effort  openlj^  directed 
against  these  dangerous  influences.  If  the  thing 
should  be  done  with  complete  unanimity,  and  as  ef- 

fectively as  it  seems  to  us  may  be  done,  inroads  may  be 
made  upon  the  business  now  being  done  by  the  automo- 

bile producers.  The  automobile  has  taken  people  out 
of  their  homes  and  detracted  from  the  interest  of  a 

very  considerable  element  in  every  community — both 
rural  and  urban — in  the  home. 
We  believe  the  time  is  opportune  for  such  a  cam- 

paign. The  national  tendency  of  Americans  is  towards 
home.  A  direct  appeal  in  behalf  of  this  institution 
cannot  go  unnoticed.  It  is  not  only  a  wonderful  op- 

portunity, but  an  absolute  duty.  Now  is  the  time  to 
fire  the  opening  gun — before  the  spring  trade  opens 
and  the  out-of-door  amusements  invite. 

We  should  make  our  appeal  to  the  middle  and  com- 
mon classes.  It  is  among  these  people  that  the  home 

means  more  than  all  else.  Let  the  manufacturers  take 

the  matter  up  and  present  it  to  every  one  of  their  cus- 
tomers. It  will  be  like  bread  cast  upou  the  waters,  to 

return  again  ten-fold. — The  Grand  Rapids  Furniture 
Record. 

A  RHYME  WITH  A  REASON. 

The  constant  drop  of  water  wears  away  the  hardest 
stone; 

The  constant  gnawing  Towser  masticates  the  toughest 
bone; 

The  constant  coming  lover  carries  off  the  blushing 

maid; 

The   constant  advertiser   is   the   man   who  gets  the 
trade. 
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Protecting  the  Future  by  Regulating  Present  Prices 

A  discussion  of  the  bullish  tendency  of  the  markets  and  the  necessity  " 
of  retailers  fixing  their  selling  price  on  the  basis  of  prevailing  values. 

To-day's,  and  not  yes 

terday's,  cost  should 
be  the  basis  upon 

which  retail 

prices  are 

regula- ted 

WHILE  funda
mentally 

the  price  at  which  an 
article  or  a  commodity 

should   sell   over  the   counter  is 

determined  by  its   first   cost,  plus 

cost  of  doing  business  and  the  per- 
centage of  profit  deemed  necessary, 

yel  in   i)ractice  it  is  not  infrequently 

determined  by  the  market  conditions  ob- 
taining when  the  sale  is  being  made. 

Sonn>times  it  works  to  the  retailer's  ad- 
va.ntage.     And,  again,  it  sometimes  doesn't. 

It  works  to  the  retailer's  advantage  when 
after  the  market  has  advanced  after  he  has 
bought,  he  marks  up  his  selling  price  to  cor 
respond  with  the  figure  he  would  be  compelled  to 
pay  did  he  at  that  particular  time  have  to  enter  the 
market  to  purchase.     It  works  to  his  disadvantage  if, 
after  he  has  bought,  the  market  takes  such  a  drop  that 
he  is  compelled  to  cut  his  ])rice  in  order  to  effect  sales. 

An  Unfortunate  Practice 

Unfortunately  for  the  retailer  the  latter  practice  is 
more  common  than  the  former.  Fearful  that  his  com- 

petitors will  not  follow  suit,  the  retailer  does  not  al- 
ways make  his  selling  price  correspond,  when  the 

market  is  an  advancing  one,  to  that  which  he  would 
then  be  compelled  to  pay  either  the  wholesaler  or  the 
manufacturer. 

In  doing  so  he  is  usually  actuated  by  either  one  or 
two  motives.  He  either  thinks  he  will  be  able  to  un- 

dersell bis  competitors,  who  may  have  been  compelled 
to  purchase  at  the  higher  figure,  or  that  he  will  be  able 
to  curry  favor  Avith  his  customers  by  informing  them 
that  although  the  market  has  advanced  his  selling  price 
remains  unchanged. 

As  statements  of  the  latter  nature,  when  made  to 
customers,  savors  of  patronage,  it  does  not  always 
create  a  good  impression  in  the  mind  of  the  customer  to 
whom  it  is  addressed.  Here  is  a  case  in  point :  A 
customer  entered  a  retail  store  in  Toronto  the  other 

day  to  p'urehase  a  certain  article. 

"The  price  of  this  has  gone  up  considerably,"  said 
the  retailer  in  a  sort  of  supercilious  air,  "but  seeing 
it  is  you.  I'll  let  you  have  it  at  the  old  price." 

"Will  you,"  replied  the  customer,  somewhat  sar- 
casticallv,  who,  by-the-way,  is  a  commercial  traveler. 
"Thanks." 

"T  don't  want  any  of  his  darned  patronage,"  re- 
marked the  customer  to  a  friend  as  he  left  the  store. 

"If  the  goods  ai'c  worth  more  he  should  have  charged 

more." 
.  In  his  efforts  to  profess  generosity  that  retailer  did 

more  harm  than  good.  And  the  family  of  that  parti- 
cular man  was  a  regulai-  customer  at  his  store.  This 

particular  case  may  be  an  exaggerated  one,  but  it  is  not 
an  isolated  one. 

Incidentally  this  |)artienhir  custoniei-'s  remark 
should  sej've  as  a  good  text  t'oi-  the  guidance  of  retailers 
;)1  lliis  particular  time. 

"If  it  is  worth  more  lie  should  get  more." 
In  at  least  the  memory  of  the  present  generation 

there  never  was  a  time  when 

the   tendency  of  the  markets 
generally  was  so  persistently  up- 

ward.   In  some  lines  of  merchan- 
disi-  it  is  more  marked  than  in 

irrs.    But  there  is  scarcely  a' line 
to  which  it  does  not  apply  to  some  ex- tent. 

What  lesson  then,  does  it  convey  to 
the  retail  trade?    Simply  and  solely  this: 

Regulate  your  selling  price  by  the  market 
cost  of  to-day  and  not  by  that  which  you 

paid  a  month  or  six  months  ago. 
Some  years  ago  a  retailer  in  a  country  town 

declared  to  the  writer  that  he  was  not  in  business 
for  the  benefit  of  himself. 

"I  am,"  he  declared  with  a  sort  of  religious  fervor, 
"in  business  for  humanity's  sake." 

His  store  and  its  whole  surroundings  did  not  look 

as  if  he  was  in  business  for  anybody's  sake.  It  was 
not  only  small  and  insignificant,  but  it  was  about  as  un- 

tidy and  uninviting  as  a  store  could  be. 
Not  a  Benevolent  Institution 

A  retail  business  is  not  a  benevolent  institution.  It 
is  a  place  in  which,  by  fair  and  legitimate  means  the 
merchant  conducting  it  shall  make  a  fair  and  honest 
living.  This,  implies  that  he  should  also  be  fair  and 
honest  with  himself.  It  furthermore  infers  that  he 

should  protect  both  his  family  and  his  creditors. 
Now  let  us  apply  this  principle  to  the  case  in  point. 

Is  a  retailer  fair  to  himself,  his  family,  and  his  credit- 
ors when  he  neglects  to  base  his  selling  price  on  the 

market  value  obtaining  to-day?  Scarcely. 
Why  not?  Simply  and  solely  because  he  is  not  pro- 

tecting himself  against  the  inevitable  day  when,  be- 
cause of  the  drop  that  will  eventually  take  place  will 

find  him  with  goods  in  his  store,  out  of  which  the  bot- 
tom has  fallen  as  far  as  the  price  is  concerned,  and 

which  he  will  be  compelled  to  sell  at  a  loss  or  without 
any  margin  of  profit,  or  keep  them  on  hand  to  eat  up 
interest  or  depreciate  in  value. 

Then,  furthermore,  is  it  good  policy,  in  fixing  the 

selling  price  of  to-day  on  the  market  vahies  of  the  past 
and  not  on  those  of  the  present,  to  overlook  the  fact 
that  when  he  does  enter  the  market  to  purchase  at  the 

higher  figure,  that  he  will  find  it  all  the  more  difficult 
to  obtain  the  price  he  will  then  have  to  quote  because  of 
th(>  sharj)  advance  he  will  be  compelled  to  make  in 
order  to  catch  up,  as  it  were,  and  earn  his  usual  and 
customary  percentage  of  profit.  If  he  does  he  will 
have  to  do  in  one  bound  that  which  he  should  have 
done  in  two. 

In  view  of  the  contrast  there  Avill  necessarily  be  be- 
tween the  old  and  the  new  prices,  his  customers  will 

naturally  come  to  the  conclusion  that  he  is  robbing 
them.  For  the  onus,  when  prices  advance,  is  usually 

upon  the  I'ctail  dealer  and  not  upon  the  manufacturer. 

Study  the  Situation 

In  view  of  the  bull  market  that  everywhere  obtains 

these  days  the  retail  dealei'  can  not  do  better  than  daily 
(Continuffi  on  next  pat^e) 
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The  Furniture  Manufacturer 

A  Department  of  Ideas  and  News  for  the  Factory  and  the  Office 

THE  DEMAND  FOR  WALNUT 

There  is  a  bigger  volume  of  walnut  in  one  form  and 
another  being  used  in  this  country  uov/  than  perhaps 
at  any  time  during  the  present  generation.  For  a 
while,  following  the  great  tlood  of  walnut  that  was 
brought  out  of  the  woods  in  response  to  the  cry  for 
gunstoek  material  early  in  the  war,  the  supply  threat- 

ened to  run  ahead  of  the  needs  for  the  time  being.  This' 
situation  has  changed  materially  of  late,  howevel-. 
There  is  a  noticeable  revival  in  the  demand  for  gun- 
stock  material,  some  big  orders  having  been  placed 
lately,  and  meantime  walnut  has  spread  over  a  bigger 
part  of  the  furniture  field,  so  that  the  demand  for 
lumber  and  veneer  in  this  line  is  of  unusual  volume. 

It  is  not  merely  a  demand  for  face  veneer  and  flat 
lumber,  either,  but  there  is  along  with  it  a  demand  that 
is  taking  care  of  dimension  stock.  Table  styles,  for 
example,  are  now  running  largely  to  legs  instead  of 
pedestals,  to  William  and  Mary  and  Queen  Anne 
l)eriod  stuff.  Along  with  these  go  chair  posts  and 
1  ungs,  bed  posts  and  wooden  novelties,  so  that  with  it 
all  it  is  rounding  out  nicely  and  making  a  good  clean- 

up, not  only  of  the  wide  face  stock,  but  also  of  the 
smaller  dimensions. 

This  makes  a  strong  situation  in  the  walnut  market, 
and  about  the  only  thing  to  be  apprehensive  about  just 
now  is  the  trade  may,  because  of  this  enlarged  con- 

sumption, find  itself  handicapped  for  lack  of  supply 
before  the  winter  is  over. 

MORE  NAILS  IN  CRATING 

The  Forest  Products  Laboratory  at  Madison,  Wis., 
has  lately  been  turning  out  some  interesting  data  on 
the  subject  of  what  a  few  more  nails  will  do  in  the 
way  of  strengthening  boxes  or  crates.  Tests  Avere 
carried  on  in  connection  with  can  boxes  and  the  report 
on  the  tests  shows  that  by  the  use  of  four  additional 
nails  in  each  end  of  such  boxes  an  increase  of  300  per 
cent,  in  strength  was  secured. 

This  is  a  very  impressive  showing  in  the  way  of  add- 
ing strength  to  a  box  or  a  crate  by  more  liberal  nail- 

ing. There  has  been  some  disposition  on  the  part  of 
box  manufacturers  in  the  past  to  skimp  the  quantity  in 
both  lumber  and  nails  and  a  series  of  tests  are  being 
conducted  to  determine  what  constitutes  the  best  re- 
sults. 

Without  going  into  this  in  detail  we  may  easily  glean 
from  it  the  fact  that  a  few  extra  nails  are  a  mighty 
good  safeguard  against  weakness  in  crating  and  that  it 
is  bettei-  to  he  too  libei'al  with  nails  than  too  sparing. 

ELECTRIC  FURNITURE  RUBBER  MULTIPLIES 
OUTPUT  BY  FIVE 

The  human  furniture-rubber  may  increase  his  out- 
put five  times  by  the  use  of  an  electric  rubber  which 

has  been  recently  put  on  the  market.  Hand  rubbing, 
which  is  generally  resorted  to  at  the  present  time  in 
finishing  all  good  furniture,  is  hard  work  and  requires 

a  rather  high  class  of  labor  so  that  it  enters  very  largely 
into  the  cost  consideration  of  the  article  being  made. 
The  electrical  rubber  has  but  to  be  intelligently  guided 
and  it  will  perform  the  work  in  a  manner  sometimes 
superior  to  that  of  the  hand  worker.  It  is  more  rapid 
for  the  reason  that  it  makes  about  400  strokes  per 
minute,  which  is  much  faster  than  it  is  possible  to  move 
the  human  hand. 

The  rubber  consists  of  a  completely  enclosed  motor 
of  one-fourth  horse-power  which  is  mounted  on  a  sub- 

stantial base  and  supplied  with  two  handles  by  which 
its  movement  over  the  surface  of  the  wood  is  con- 

trolled. A  flexible  cord  connection  carries  the  power 
from  any  convenient  lighting  socket,  and  mounted  at 
a  point  near  at  hand  is  a  switch  for  controlling  the 
motor.  The  base  of  the  device  is  oblong  in  shape  and 
at  each  end  are  two  felt  pads  Avhich  are  rapidly  oscil- 

lated when  the  motor  is  in  operation. 
For  rubbing,  the  pads  are  removed  and  covered  with 

emery  cloth  or  sand  paper  of  the  desired  quality  and 
the  surface  of  the  wood  is  cut  away  as  the  device  is 
passed  over  it.  Because  of  its  shape  it  may  be  worked 
right  up  into  corners,  and  is  said  to  be  particularly 
eificient  in  working  over  large,  flat  surfaces. 

SPRINKLER  SYSTEM  A  GOOD  PROPOSITION 

The  sprinkler  system  is  a  mighty  good  proposition, 
but  it  takes  a  sharp  pencil  to  find  out  how  much  it  will 
save  or  reduce  the  yearly  premium.  I  had  a  chat  re- 

cently with  the  manager  of  a  large  firm,  who  was  very 
enthusiastic  over  the  proposition.  He  invested  over 
$30,000  in  the  system  and  was  very  much  elated  over 
the  saving  he  would  make  on  the  yearly  premium. 
After  it  was  installed  one  of  the  sprinkler  heads  gave 
way,  and  before  it  was  discovered  the  repairs  to  the 
main  drive  belt  cost  him  over  $600.  What  was  his 
next  move?  He  had  to  carry  water  insurance,  which, 
taking  the  premium  cost  into  consideration,  added  to 
the  interest  on  the  original  investment,  and  so  far  he 

was  verj^  much  disappointed.  However,  just  a  little 
later  they  had  a  fire  and  the  sprinkling  system  came  to 
the  rescue;  it  saved  the  plant.  Noav  he  considers  the 
system  a  resource,  and  one  never  hears  anything  about 
the  excess  premium.  You  cannot  get  something  for 
nothing.  Safety  First— have  a  good  sprinkling  sys- 

tem.— Wood-Worker. 

PROTECTING  THE  FUTURE  BY  REGULATING 
PRESENT  PRICES 

(^Continued  from  preceding  page) 

sit  down  and  carefully  study  the  market  situation  as 
far  as  it  concerns  his  own  lines,  and  that  means  the 
market  for  raw  material  as  well  as  that  for  the  finished 
product  which  he  sells.  In  the  light  he  thus  obtains 
he  should  accordingly  regulate,  as  far  as  possible,  the 
selling  price  of  the  goods  he  has  in  stock. 
By  this  means  he  will  be  protecting  his  future  as 

well  as  enhancing  his  present  profits. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 

Suggestions from  the 

Canadian 
Factories 

No.     2584  —  New  parlor 
tal)le,   made  l>.v   the  George 
McLagan      Furniture  Co., 

Ltd.,  Stratford,  Out. 

No.    2618 — New  jardiniere 
stands,     made    1>  y  The 
George    McLagan  Furniture 
Co.,  Ltd.,  Stratford,  Out. 

No.  231 — Oval  dining  table 
in      oak      and  nialiogany 
22x32,  made  by  Flora  Fni- niture  Co.,  Flora,  Out. 
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No.  li)8  (liiiiiif;  suite  ill  pluin  iial<,  jiolishod,  liuilt  i>n  Ccildiiiiil  lines  by  Tlie  Kiieelitcl   l''in-niture  Co.,  Hanover. 
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Question  of  Sanitary  Bedding 

for  the  Furniture  Dealer 

How  much  does  the  dealer  understand  or  value  the 

(|\u'Stion  of  sanitation  as  applied  to  the  bedding 
industry  ?  recently  asked  Warfield  Webb  in  The 

Grand  Rapids  Furniture  Record.  The  (juestion  is 
very  pertinent  to-day  here  in  Canada,  and  especially 
in  Ontario.  To-day  the  average  householder  gives 
much  concern  to  the  question  of  sanitation  as  applied 
to  many  things.  The  kitchen,  bath,  sleeping  rooms 
and  every  other  part  of  the  house  where  light,  air  and 
ventilation  are  demanded,  come  in  for  their  share  of 

this  valuable  life-giving  essential.  In  fact  the  bed 
linen  will  be  scrupulously  clean,  in  many  cases.  Does 
the  average,  yes,  a  much  less  percentage,  ever  consider 
the  mattress  and  pillows,  and  of  what  they  might  be 
composed?  No.  The  topic  has  been  permitted  to 
escape  them,  simply  from  a  lack  of  insight  and  a  more 
careful  consideration  by  manufacturers,  dealers  and 
lastly  housekeepers.  They  have  taken  for  granted 
that  all  is  well. 

If  the  question  were  to  be  asked  as  to  the  percentage 
of  dealers  who  had  ever  considered  this  topic  as  one  of 

Tasty  arrangpment  of  bed  stock  on  floor  of  A.  G.  Washington's store  at  Swift  Current,  Sask. 

more  than  passing  fancy,  it  would  be  found  that  only 
a  very  limited  number  have  even  thought  of  the  possi- 

bility of  there  being  any  serious  danger  in  this  respect. 
This  has  given  rise,  then,  to  one  of  the  vital  questions 
that  should  arouse  in  the  mind  of  every  progressive  and 
interested  furniture  man  who  handles  bedding  a  keen 
desire  to  bring  about  such  reforms  as  will  make  pos- 

sible the  needed  changes.  That  these  changes  are  de- 
manded by  the  conditions  that  now  prevail  are  aM- 

parent  to  every  man  who  has  given  the  topic  even  a 
casual  insight. 

Like  charity  a  ticking  many  times  hides  a  multitude 
of  evils.  Inside  the  spotless  cover  of  the  mattress 
many  times  is  placed  material  that  should  not  be  per- 

mitted to  enter  the  warehouse  or  store,  to  say  nothini>' 
of  the  home,  or  other  abode  where  mankind  seeks  re- 

pose from  weariness.  Of  all  things,  if  we  exclude  food 
itself,  the  sleeping  abode  should  be  above  the  least 
.suspicion  of  foulness.  We  crave  and  demand  light, 
air  and  cleanly  rooms.  We  demand  bed  linen  that  is 
above  reproach.  Do  we  go  further  and  demand  that 
the  mattress  and  pillows  be  made  from  materials  that 
are  new,  clean  and  free  from  foulness?    Would  it  sur- 

prise many  of  vis  to  learn  that  there  are  many  cases 
wherein  there  is  used  second-hand  materials? 
What  do  we  mean  by  second-hand  materials?  Is  this 

term  only  applied  to  felt  and  hair  that  has  been  re- 
moved from  an  old  mattress,  or  feathers  that  have  been 

extracted  from  a  pillow  that  has  seen  some  usaj^^e?  If 
this  term  was  confined  even  for  the  most  part  to  such 

materials  there  could  not  be  a  verj^  large  share  of  com- 
plaint, provided,  of  course,  that  the  same  had  under- 

gone fumigation  and  other  cleaning  processes,  that 
would  make  the  materials  fit  for  further  use.  But 

this  is  not  the  case.  Second-hand  material,  many  times, 
includes  not  only  the  above  class  of  materials,  which 
have  not  undergone  any  cleaning  proce.ss,  but  other 

commodities  as  well,  that  are  unfit  for  any  decent  us<_' 
at  all. 

It  is  a  fact  that  at  least  some  of  us  know  that  ma- 
terials are  gathered  from  many  sources  and  that  these 

same  materials,  filled  with  disease  germs,  dirt,  offal, 
and  a  hundred  other  elements  that  are  unsanitary  in 
the  highest  degree,  are  placed  inside  some  mattresses 
and  pillows  and  offered  for  sale  by  some  manufacturers 
and  sold  as  bargains  for  first-class  mattresses  to  the 
unsuspecting  public.  As  the  prices  are  in  most  eases 
comparatively  low,  and  as  the  article  is  offtred  for 
sale  as  a  first-class  piece  of  merchandise,  the  poor  in 
most  instances  become  the  victims  of  this  horrible 

practice. Those  who  know  will  readily  agree  that  a  first-class 
felt  or  hair  mattress  cannot  be  purchased  for  a  mere 

song.  This  is  contrary  to  reason.  But  this  the  aver- 
age buyers  does  not  appreciate.  If  the  price  is  low 

and  the  outward  appearance  is  good,  it  suffices  to  sell 
the  stock.  The  dealer,  we  will  grant,  may  be  ignorant 
of  the  nature  of  the  materials  making  up  the  niattress, 
but  this  seems  like  an  almost  unpardonable  breach  on 
his  part.  He  should  make  it  his  business  to  ascertain, 
and  then  to  refuse  to  handle  bedding  that  is  not  at 
least  above  siispicion.  One  might  wonder  why  this 
was  permitted  to  continue  in  the  face  of  so  much  oppo- 

sition to  all  forms  of  unsanitary  agitation.  The  rea- 
son is  plain.  There  has  been  but  one  province  and  but 

few  states  thus  far  that  have  looked  into  the  subject  at 
all,  and  that  have  made  laws  covering  the  matter. 

In  fact  thus  far  only  half  a  dozen  states  have  taken 
the  subject  up  with  an  agitation  that  has  brought  about 
practical  reforms.  These  are  New  York,  Indiana, 
Ohio,  Wisconsin,  California,  Washington  and  Pennsyl- 

vania. While  in  some  the  laws  are  much  the  same,  the 

exception  is  that  of  Indiana,  where  no  second-hand  ma- 
tei'ial  is  permitted  to  be  used  in  the  manufacture  of 
bedding  without  special  notices  being  attached  to  the 
finished  article.  The  others  make  it  a  matter  of  such 

importance  that  every  article  containing  second-hand 
material  must  so  state  on  a  label  attached  to  the  article. 
In  Indiana,  the  nature  and  amount  of  this  material 
must  be  added  to  the  label,  placed  in  a  conspicuous 

place,  thus  protecting  both  the  dealer  and  the  pur- 
chaser. 

In  all  other  states  and  in  all  our  provinces  there  are 
no  laws  on  the  subject,  though  the  topic  has  been 
agitated.  As  the  matter  now  stands,  unscrupulous 
manufacturers  are  permitted  to  fill  the  mattress  with 
any  material  they  desire,  sell  it  as  a  high  grade  felt  or 
hair  mattress  or  feather  pillow  and  the  dealer  and 
ljurchaser  be  none  the  wiser. 

Sit  down  and  consider  in  what  ways  you  are  a  better 
business  man  to-day  than  you  were  a  year  ago.  and  if 

not,  why  not. 
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The  Woodward  Furniture  Store  has  'opened  for 
business  at  Calgary,  Alta. 

The  Edmonton  Tent  and  Mattress  Co.'s  factory  at 
Edmonton,  was  burned  recently 

Scott  &  Sanderson,  furniture  and  hardware  dealers 
at  Domremy,  Sask.,  have  sold  their  business  to  A.  E. 
Scott. 

Couch,  Johnston  &  Cryderman.  Ltd.,  general  mer- 
chants, Bowmanville,  Out. ..have  obtained  a  provincial 

charter.  The  company  is  capitalized  at  $40,000.  Furni- 
ture, carpets,  rugs,  curtains  and  other  household  effects 

will  be  largely  handled. 
The  capital  of  the  Victoriaville  Furniture  Company, 

Victoriaville,  Que.,  has  been  increased  from  $60,000  to 
$99,000. 

The  Furniture  Manufacturers'  Safety  Association 
has  opened  offices  at  712  Excelsior  Life  Building,  To- 

ronto. The  office  will  be  in  charge  of  F.  Tobin,  form- 
erly of  Woodstock,  who  has  been  appointed  secretary 

of  the  association. 

The  Canada  Furnitui-e  Manufacturers  Ltd..  Wood- 

stock, Out.,  have  I'esponded  to  the  Government's  appeal 
regarding  the  production  of  food  stutfs.  They  have 
put  under  the  plough  for  the  benefit  of  such  employees 
as  care  to  take  advantage  of  the  opportvinity,  several 
acres  of  land  adjacent  to  their  factory  in  Woodstock. 
This  will  be  divided  into  ten  or  twelve  good  sized 

garden  |)lots.  A  number  of  the  company's  employees 
have  applied  for  allotments.  These  have  been  given 
them  on  coiulition  that  they  will  cultivate  them  and 
raise  substantial  crops. 
We  shall  shortly  hear  of  fighting  for  the  possession  of 

Lille,  capita]  of  the  industrial  section  of  Northern 
France.  Lille  is  20  miles  north  of  Vimy  Ridge,  and 
was  until  the  outbreak  of  the  war  the  town  that  suii- 
plicd  much  of  the  tapestries  used  for  upholstering  by 
the  British  cabinet  makers. 
Women,  according  to  an  exchange,  are  beginning  to 

fill  the  places  of  men  in  furniture  factories  of  the 
United  States  who  have  enlisted  for  service  in  the 
army. 

A  furniture  man,  Philo  C.  Fuller  president  of  th" 
Luce  Furtiiture  Co.,  has  been  elected  mayor  of  Grand 
Rapids,  Mich. 

The  new  furniture  plant  which  Mr.  Wnt^on  pronoses 
to  build  at  KiiKi«rdine.  Ont.,  will  be  for  the  manufac- 

ture of  reed  fibr'e  furniture. 
H.  Walton  Heegstra,  president  of  the  II.  Walton 

Ileegstra.  Inc.,  advertising  and  merchandis'ii-^' 
agency  of  Cliicago,  addressed  the  National  Convention 
of  Furniture  Manufacturers  and  Allied  Lines  in  con- 

vention at  the  Congi'ess  Hotel,  Chicago,  Wednesdiy 
evening.  May  !>.  His  subject  was.  "The  Xeetl  o*^'  3  Xew 
Tiulustrial  Vision. " 

HAMILTON  DEALEPS  DINE  EMPLOYEES 

A  dinner,  tendered  by  A.  M.  Souter  &  ('o..  Hamilton 
to  its  employees  was  given  recently  in  the  Royal  Con- 
nautrht  hotel.  The  function  was  held  in  one  of  the 

smaller  baininet  I'ooms  on  the  nu'zzanine  floor,  where 
plates  were  laid  for  2'A  guests.  The  jinx  evidently 
had  no  tcri'ni's  for'  the  Souter  employees,  says  The  Ham- 

ilton Herald,  and  this  is  as  it  should  be,  since  its  busi- 
ness, from  the  date  of  its  foundation  to  the  present 

writing,  has  been  absolutelj^  free  of  all  pranks  and 

powers  of  the  hoodoo — the  ensign  "Success"  never 
having  for  a  moment  been  retarded  in  the  fifty  yeary 

of  the  establishment's  existence. 
The  speech-making  was  more  than  good.  A.  M. 

Souter  delivered  the  principal  address.  His  talk  was 
along  shop  lines,  and  embraced  an  epitome  of  the 

firm's  history.  D.  A.  Souter  and  James  Davidson, 
other  members  of  the  firm,  followed  with  brief  dis- 

courses, and  then,  on  behalf  of  the  employee  guests, 
replies  were  made  by  R.  A.  Cunningham  and  Robert 
McClenahan,  members  of  the  sales  staff.  At  the  close 
of  the  dinner  the  party  proceeded  to  the  Temple 

theatre,  where  they  enjoyed  Manager  James  A.  Wall's offering. 

The  Souter  business  was  established  by  the  late 
James  Reid  in  1867.  The  business  passed  into  the 
hands  of  Malcolm  &  Souter  in  1885,  and  in  1902  the 
firm  changed  to  its  present  name,  A.  M.  Souter  &  Co. 
In  all  these  years  its  success  has  been  continuous,  and 
to-day  the  establishment  holds  the  enviable  distinction 

of  being  up  in  the  front  rank  of  Ontario's  furniture  and 
carpet  institutions. 

FOR  BETTER  HOME  FURNISHINGS 

At  the  meeting  of  the  Allied  Home  Furnishing  T)i- 
dustries,  held  in  the  Astor  Hotel,  New  York,  on  April 
17th,  the  chairman  was  instructed  to  appoint  a  com- 

mittee "whose  duty  it  shall  be  to  work  out  a  plan 
whereby  this  movement  may  be  crystallized."  Chai)'- 
man  Robt.  W.  Irwin  appointed  a  committee  composed 
of  representatives  of  the  American  Federation  of  Arts : 
American  Museum  of  Natural  History;  Architectural 
League  of  N.  Y. ;  Art  in  Trades  Club,  New  York; 
Carpet  Association  of  America  ;  Curtain  Manufactur- 

ers' Assn.;  fireplace  furniture  men;  Framed  Picture 
Manufacturers'  Assn.;  furniture  manufacturers;  furni- 

ture retailers  ;  Illuminating  Engineering  Society  ;  New 
York  Furniture  Exchange ;  and  many  other  kindred 
organizations.  This  committee  will  meet  in  New  York 
early  in  June. 

NEW  CHESLEY  CATALOGUE 

The  Chesley  F'urniture  Co.,  Ltd.,  Chesley,  Ont.,  hav> 
just  put  out  their  new  catalogue  devoted  to  their  line 

of  "Twin"  pedestal  tables.  The  celebrated  "twins" 
trade  mark  is  embossed  on  the  cover  and  the  illustra- 

tions and  letterpress  are  printed  in  brown,  relieved 
with  top  and  footnotes  in  green.  Some  38  pages  are 
given  over  to  illustrations  and  descriptions  of  the  com- 

pany's extension  tables,  not  the  least  feature  of  their 
"twin"  line  being  the  tilt  top,  which  was  added  within 
the  year. 

One  advantage  of  the  "twin"  table  is  the  fact  tha'' 
when  closed  the  pedestal  is  like  one  neatly  finished  sun- 
port,  there  is  no  gaps  like  that  shown  after  a  few 

months'  use  in  the  ordinary  dividing  pedestal  table. 
Then  the  "twin"  has  an  advantage  when  extended 

over  the  solid  pedestal.  The  "twin"  pedestal  table  is 
capable  of  sustaining  a  weight  of  700  pounds  on  one 
end  when  extended  six  feet,  while  the  solid,  fixed 
pedestal  table  when  extended  may  easily  be  upset  b.v 

a  child's  weight.  This  line  has  other  good  features, 
and  is  nuide  in  a  nund)er  of  styles  and  designs.  The 

company  also  make  pedestal  tables,  five-leg  tables,  and 
fancy  parlor  and  centre  tables,  as  well  as  jardiniei-e 
stands.     These  are  also  described  in  the  catalogue. 
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The  Training  of  Clerks 

A  page  for  the  salesman 

You  can't  teach  an  old  dog  to  do  new  tricks,  but 
you  can  make  some  of  the  young  clerks  in  your  employ 
of  great  value  to  you  in  your  business  by  teaching  them 
business  methods,  says  a  writer  in  an  exchange.  Most 
clerks  just  entering  upon  their  duties  are  simply  al- 

lowed to  grow  up  in  the  business,  with  no  one  to  in- 
struct them  but  their  fellow  clerks.  In  such  a  school, 

and  with  such  teachers  can  you  expect  to  find  com- 
petent salesmen  and  saleswomen?  Are  they  ever  likely 

to  develop  into  such? 
Still  we  are  told  that  throughout  the  country  mer- 

chants are  calling  for  good,  reliable  help.  Where 
does  the  fault  lie?  With  the  help  or  with  the  mer- 

chant? The  merchant  is  neglecting  his  business  who 
takes  no  interest  in  the  people  in  whose  hands  he  places 
the  best  part  of  it. ■JE"      ̂   ^ 

When  a  fellow  gets  along  to  be  25  and  has  settled 
down  to  live  and  learn  he  has  surely  met  somewhere 
or  other  his  ideal  man — a  man  who  is  all  honor,  who  is 
wholesome,  happy  and  a  financial  success. 

That's  the  man  to  imitate.  That's  the  man  to  watch 
and  study  and  talk  with  if  possible. 

To  be  sure,  we  can  read  about  such  lives  and  such 

reading  "remind  us  we  should  make  our  lives  sub- 
lime," but  coming  in  contact  with  real  success  at  close 

range  is,  or  should  be,  most  inspiring. 
If  you  were  asked  to-morrow  to  sit  at  the  desk  of 

your  ideal  man  and  assume  his  duties  how  near  would 
you  qualify? 

If  you  have  the  right  ambition,  sir,  there  is  no  ques- 

tion as  to  your  being  "asked"  some  day. 
But  if  you  make  no  attempt  to  learn  the  things  he 

learnt,  or  to  live  the  correct  life  he  lives,  your  chance 
will  be  very  improbable  indeed,  and  the  sooner  you 
know  it  the  better. 

Remove  the  grouch.  You  can't  sell  goods  if  you  have 
a  grouch.  Remove  it.  And  the  way  to  remove  it 

is  to  go  right  to  the  cause.  Ten  to  one  you're  in  the 
wrong.  If  you  imagine  the  boss  is  sore  on  you,  or 
the  manager  has  got  it  in  for  you,  or  the  floor  man 
has  no  use  for  you — go  after  him. 

Ask  for  a  private  interview  and  say  something  like 
this :  I  feel  that  my  work  is  not  satisfactory  and  while 
in  this  condition  of  mind  I  cannot  do  my  best.  I  may 
have  misunderstood  you — I  may  have  misinterpreted 

your  manner,  but  if  I  haven't  I  want  to  knew  where the  trouble  lies. 

That's  the  way  to  go  to  a  superior  officer  and  you 
may  rest  assured  you'll  get  a  reply  that  will  "remove 
the  grouch." *   *  * 

A  New  York  wall  paper  house  has  issued  a  folder 
giving  instructions  to  salesmen,  and,  though  they  apply 
more  .specifically  to  wall  paper,  the  principles  may  fit  in 
many  cases.     Here  they  are : 
You  must  proceed  by  easy  stages  from  the  opening 

to  the  closing  of  a  sale. 
Your  opening  must  win  attention,  inspire  confidence 

and  prompt  your  customer  to  go  further  into  your 
line. 

Your  description  and  explanation  of  the  various 
papers  must  arouse  interest. 

Make  your  customer  feel  that  you  have  a  personal 
interest  in  him. 

When  the  right  paper  seems  to  please,  use  a  little 
persuasion  and  close  the  sale  right  there. 

Have  the  closing  of  every  sale  so  that  you  have 
made  a  friend  as  well  as  a  customer. 

Aim  to  sell  satisfaction. 

*  *  * 

The  employee  who  learns  to  tell  the  truth  generally 
becomes  valuable  and  is  appreciated.  The  employer  is 
not  obliged  to  strike  averages,  make  allowances,  and 

slowly  arrive  at  just  what  weight  to  give  to  the  man's 
words.  There  are  few  men  who  wouldn't  resent  it  if 
they  had  the  direct  lie  thrown  in  their  faces  and  yet 
there  is  really  so  much  of  untruth,  of  deceitfulness, 
that  he  who  sticks  strictly  to  an  honest,  straightfor- 

ward course  in  this  respect  is  often  regarded  by  fellow 
employees  as  foolish  and  quite  behind  the  times.  Never- 

theless, truth  goes  with  manliness  and  the  yoiing  man 
who  learns  to  always  stick  to  it  is  the  best  appreciated 
in  the  long  run. 

*  *  * 

A  certain  dealer  wants  his  clerks  to  tell  him  when 

there's  anything  wrong  with  the  business.  "The  right 
things,"  said  he,  "will  take  care  of  themselves." 
You're  afraid  you'll  be  called  a  kicker  if  you  find  fault 
too  often.  But  pointing  out  defects  isn't  fault-find- 

ing. Standing  still  and  letting  wrong  right  itself  is 
stupid. 

Who  knows  the  most  about  little  weak  spots  in  the 

business?  It  isn't  the  man  that's  obliged  to  spend 
four-fifths  of  his  business  hours  in  the  office.  Xo, 

sir;  it's  the  men  that  have  to  sell  the  goods.  It's  the 
men  and  women  that  meet  the  customer  face  to  face — 
they  have  it  told  to  them  all  right. 

And  let  me  say  if  you  know  of  any  condition  that  in 
your  opinion  is  positively  retarding  the  growth  of  the 
business,  and  you  fail  to  divulge  it,  you  are  not  giving 
your  full  service  to  the  man  who  employs  you. 

*  #  # 

The  selling  and  executive  force  of  nearly  every  live 
concern  experiences  a  shake-up  once  in  a  Avhile.  New 
blood  is  infused.  New  methods  adopted.  A  new  sys- 

tem established  and  often  a  complete  new  organization. 
An  old  employee,  unless  he  is  progressive  is  apt  to 

kick  the  traces.  In  other  words,  he  throws  up  his  job 
rather  than  conform  to  the  ideas  of  new  men.  Never 

be  guilty  of  this.  * In  the  first  place  the  reorganization  is  going  to  teach 

you  a  lot.    "Keep  still  and  know." 
You're  going  tq  be  trained  to  the  very  things  that 

fitted  these  new  men  to  fill  the  positions  they  were 

called  upon  to  fill.     And  they're  going  to  train  you. 
Getting  mad  and  jumping  out  isn't  going  to  change the  mind  or  affect  the  business  of  the  firm. 

It  only  shows  you  up  in  a  bad  light.  More  than  that, 
it  keeps  you  from  getting  ahead. 

8  Selling  goods  that  won't  come  back,  to  customers  S 
S     who  will  come  back,  is  good  business  practice.  S 
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Here  Is  One  Industry  That 

War  Cannot  Harm 

In  times  of  stress  people  want  music  more  than  ever.  There 

is  another  phase  of  this  war  besides  that  which  means  sacrifice 

to  so  many  of  us,  and  that  is  the  phase  which  deals  with  its 

effect  on  business. 

Based  on  past  experience  it  is  a  safe  and  sure  prediction  that 

Columbia  business  will  not  only  hold  up  under  stress  of  war, 

but  it  is  likely  to  GO  AHEAD! 

This  business  is  SAFE — that  at  least  is  certain ;  and  if  we  are 

to  be  guided  by  parallels  at  all,  Columbia  dealers  can  rightly 

look  forward  to  a  great  and  unusual  prosperity. 

Columbia    Graphophone  Company 

Factory  and  Headquarters: 

Toronto,       -  Canada 
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Talking  Machines  in  the  Furniture  Store 

Aid  in  increasing  sales — Profitable  line  to  handle — 
Manufacturers  help  —  Some  methods  that  attract. 

A WRITER  in  an  exchange  tells  of  the  "tre- 
mendous opportunity"  for  the  furniture  dealer 

who  instals  a  talking  machine  department,  and 
incidentally  mentions  that  many  enterprising  mer- 

chants were  (luick  to  take  advantage  of  the  helpful- 

ness of  the  phonograph,  which  was  a  sort  of  "double 
barreled"  proposition — not  only  was  a  profit  made  on 
the  original  sale  of  the  instrument,  but  the  purchaser 
came  back  at  frecpient  intervals  to  secure  additional 
records. 

Everyone  knows  that  a  visitor  to  the  store  is  always 
susceptible  to  advances  by  the  clever  salesman,  and 
fretpiently  sales  of  furniture  are  made  to  the  woman 
who  only  thought  she  wanted  a  record. 

Some  restrictions  were  necessary  in  the  early  days 
in  order  to  prevent  price  cutting,  and  phonograph 

manufacturers  solved  the  problem  of  price  mainten- 
ance by  making  the  fiirniture  dealer  a  licensed  dis- 

tributor or  agent.  This  sort  of  trade  arrangement 
seemed  to  work  favorably  to  all  parties  concerned — 
both  prices  and  profits  were  ade(|uately  maintained, 
and  the  phonograph  business  is  relieved  of  one  of  the 
greatest  evils  that  could  befall  it — price  cutting. 

There  is  no  reason  in  the  world  why  every  furniture 

dealei-  should  not  sell  talking  machines.  Thei-e  is  a 
satisfactory  profit  in  the  goods,  and  tlie  demand  is  con- 

stantly growing.  Local  and  national  advertising  is 
helping  on  sales.  Furthermore,  manufacturers  provide 
their  agents  with  an  abundance  of  circular  matter, 
booklets,  advertising  literature,  etc.  In  fact,  it  often 
happens  that  the  manufacturer  makes  the  sale  and  the 
dealer  reaps  the  profit. 

Nevertheless,  the  livest  furniture  dealers  do  not  rely 
entirely  on  the  help  of  the  manufacturer.  They  de- 

vise trade  winning  ideas  of  their  own.  and  perhops  the 
one  that  is  found  to  be  most  successful  is  the  conduct- 

ing of  concerts.  For  this  purpose  a  section  of  the 
store  is  arranged  as  an  auditorium  or  concert  hall.  It 
need  not  be  extensive — 100  seats  are  ample — and  in 
this  hall  concerts  and  demonstrations  are  given  at 
various  periods  of  the  day.  Here  come  the  music 
lovers  to  enjoy  new  records,  and  the  tired  shopper, 
wishing  to  recruit  her  strength  prior  to  another  buying 
tour,  finds  at  her  disposal  a  place  of  rest  and  recreation 
that  cements  her  friendship  to  that  particular  store. 

By  an  ingenious  arrangement  of  the  aisles  or  ap- 
proaches to  this  concert  hall,  the  shopper  must  pass 

through  sections  that  are  filled  with  fi;rniture.  which 
undoubtedly  leaves  an  impression,  even  though  the  sale 
is  not  made  immediately.  Then,  too,  such  a  concert 
hall  is  used  as  a  place  of  rendezvous,  and  it  is  often  that 

friends  will  agree  to  meet  at  Blank's  concert.  This 

Main  talking  machine  display  room  of  the  Kent  Piano  Co.,  Ltd.,  Vancouver.  It  gives  a  suggestion  to  the  furniture  dealer  on  the  layout  of  a similar  department  and  arrangement  of  machines. 
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We  want  one  dealer  in  every  city  to  handle 

QjUCe€l^  Phonographs 

MODEL  NO.  75 
I  ETAIL  PRICE,  $75.00 

OTHER  MODELS 

$17.50— $20 -$45— $85  and  $100. 

Our  model  No.  75  is  the  best  value  for  the  money  offered 
to  the  trade  to-day.     Note  the  following  : 
A  Jewel  Ball  to  play  Pathe  records  and  a  Sapphire  Needle  to 
play  Edison  records  are  furnished  with  each  instrument  as 
part  of  the  regular  equipment. 
The  Motor  is  powerful,  durable,  compact,  easily  accessible, 
and  is  guaranteed  in  every  minutest  detail. 
The  Tone  Arm  and  Sound  Box  is  universal,  plays  all  makes 
of  records  without  attachments  of  any  kind.  Its  Tone  is 
incomparable.  This  comes  from  an  all-wood  Sound  Box 
built  like  a  violin.  No  tin  or  cast  iron  is  used,  hence  the 
absence  of  nasal  and  metallic  sounds. 

The  cabinet  is  43  inches  high,  21  inches  deep,  and  18  inches 
wide,  and  is  equipped  with  shelves  in  the  lower  part  for 
record  albums. 

Order  one  of  the  Model  No.  75  in  Fumed  Oak  to-day. 
There  is  no  doubt  it  will  become  one  of  your  best  sellers. 

If  you  are  not  handling  phonographs  write  us  to-day  re- 
garding our  Agency  proposition. 

Regal  Phonograph  Co.,  Limited 

145  Church  St.,  Toronto 

serves  the  purpose  of  getting  people  into  the  store,  and 
"the  bird  in  the  hand  is  worth  two  in  the  bush." 

Talking  machines  likewise  provide  a  pleasing  diver- 
sion when  demonstrated  directly  in  the  main  depart- 

ment. For  example,  a  woman  is  considering  the  pur- 
chase of  an  expensive  suite.  While  she  discusses  the 

matter,  the  salesman  steps  to  a  nearby  phonograph, 
and  straightway  come  forth  pleasant  melodies.  Res- 

taurateurs dispense  music  while  people  are  eating. 
Psychologists  say  it  makes  them  eat  more,  and  it  is 
wliolly  logical  to  assume  that  music  may  make  people 
buy  more.  Certainly  it  puts  them  in  a  better  frame  of 
mind,  and  it  is  easier  to  handle  a  pleasant  minded  per- 

son than  one  with  a  grouch. 

By  iniuimerable  ways  the  phonograph  lends  itself  as 
a  help  to  sales,  and  it  is  also  an  advertisement.  Many  a 
furniture  dealer  has  placed  a  phonograph  in  the  open 
transom  above  his  store  door.  The  passers-by  hear  the 
music ;  glance  upward  to  see  where  the  strains  come 
from,  and  it  is  impossible  for  them  to  miss  seeing  the 

dealer's  name,  even  if  they  do  not  enter  the  stoi-e. 
Another  propitious  character'istic  of  the  talking 

machiiu'  is  that  it  can  be  sold  on  tlie  installment  plan. 
This  widens  the  list  of  |)eople  or  homes  that  are  patron^ 
of  the  furniture  store.  And  the  appeal  is  made  to  the 
younger  geiu^ratioii  as  well  as  the  grown-ups.  Most 
any  maid  or  youth  can  afford  to  invest  in  a  talking 

machine  when  it  only  costs  a  few  dollai's  a  month. 
These  young  purchasers  must  come  to  the  store  to  pay 

their  installiiieHts,  and  after  awhile  they  "get  the 
habit."  When  they  are  starting  homes  of  their  own, 
it  is  almost  certain  that  they  will  buy  their  equipment 
at  the  store  with  which  they  have  become  entirely 
familiar  by  reason  of  their  monthly  visits.      Thus  the 

talking  machine  trains  up  the  youths  and  maidens  in 
the  way  they  should  go. 

If  you  have  never  thought  of  tapping  this  channel  of 
profit — now  is  the  time.  Agencies  should  be  secured 
and  arrangements  made  as  soon  as  possible,  so  as  to 
reap  the  benefit  of  the  coming  fall  trade. 

PHONOGRAPHS  CULTIVATE  MUSICAL  TASTE 

We  are  told  that  the  workingman  and  his  friends 
are  fond  of  popular  and  trashy  music,  says  one  of  the 
Toronto  dailies,  editorially.  It  is  a  mistake.  They 
are  fond  of  music,  and  if  they  had  opportunity  to  hear 
something  worth  while  their  passing  interest  in  trash 
would  quickly  die  away.  This  fact  is  being  proved 
every  day  in  the  year  through  the  sale  of  phonograph 
records.  The  man  whose  uncultured  taste  demands 
vulgarity  in  music  soon  tires  of  it.  He  hears  a  record 
of  some  masterpiece  and  soon  he  buys  nothing  but 
masterpieces.  Men  with  growing  children  are  con- 

cerned if  they  do  not  early  form  a  taste  for  good  read- 
ing. They  fill  their  library  shelves  and  tempt  the 

youngsters  to  try  something  worth  while.  Yet  thf\v 
do  not  realize  the  importance  of  training  musical  taste 
by  utilizing  the  greatest  educational  invention  of 
modern  times,  the  phonograph. 

TWO  MEANS  OF  INCREASING  SALES 

Assisting  the  custonu>r  to  select  I'eeoi'ds  by  suggest- 

ing those  agreeable  to  the  prospective  customer's  taste 
is  one  good  way  of  increasing  sales. 

Another  means  of  promoting  sales  is  through  the  use 
of  the  telephone.  Do  not  overlook  this  means  of  help- 

ing on  sales. 
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OTTO  HEINEMANN  CO.  OPEN  AT  TORONTO 

The  Otto  Heinemanu  Phonograph  Supply  Co.,  Inc., 
have  opened  their  Canadian  head  office  in  the  Lumsden 
Building,  in  the  very  heart  of  Toronto,  in  charge  of  C. 
J.  Pott,  Canadian  sales  manager.  The  new  quarters 
allow  of  making  attractive  offices  and  of  carrying  a 
complete  stock  of  motors  and  parts.  A  practical 
motor  mechanic  is  in  charge  of  the  service  department. 

Mr.  Pott  recently  returned  from  New  York,  reports 
that  their  immense  plant  is  running  to  full  capacity, 

Machine  Co.  are  devoting  all  their  time  to  phonographs, 
and  within  two  months  expect  to  he  able  to  put  on  the 
market  their  own  records. 

C.  J.  Pott 
Canadian  sales  manager  of  Otto  Heinemann 

Phonograph  Supply  Co. 

and  that  such  a  condition  reflected  the  general  pros- 
perity of  the  phonograph  industry.  By  the  same 

token  the  permanent  establishment  of  the  Heinemann 
branch  in  this  country  is  further  evidence  of  the 
growth  of  the  industry  throughout  the  Dominion. 

COLUMBIA  DOUBLED  CANADIAN  BUSINESS 

The  Literary  Digest  in  commenting  on  general  trade 
matters  in  the  United  States,  now  that  that  country 
has  entered  the  world  war,  instances  the  fact  that  the 
Columbia  Graphophone  Co.  in  1915  did  he  greatest 
volume  of  business  in  Canada  up  to  that  time,  and  that 
in  1916  their  business  was  100  per  cent,  greater  than 

the  previous  year,  and  uses  this  fact  as  an  argument 
tliat  the  United  States  has  nothing  to  fear  from  any 
likelihood  of  a  stagnation  in  business. 

CHOPIN  MACHINES  IN  CANADA 

The  (Jhopin  Piano  &  Talking  Machine  Co.,  of  Chi- 

cago, who  recently  opened  a  Canadian  branch  in  Win- 
nipeg, have  now  completed  arrangements  to  open  a 

branch  in  Montreal,  under  the  management  of  James 

T.  Upton,  lately  with  Goodwins,  Limited,  Montreal. 
Stocks  will  be  carried  at  Winnipeg  and  Montreal.  The 

Canadian  sales  manager,  J.  S.  Sawyer,  was  recently  in 

Montreal  arranging  suitable  offices,  storage,  service, 

etc.,  and  as  soon  as  complete  and  satisfactory  service  is 

given  by  the  Montreal  manager  and  his  staff  of  ex- 
perts, Mr.  Sawyer  has  instructions  to  open  up  in  St. 

John,  Halifax,  Toronto,  and  Vancouver. 

N.  Jerlow,  factory  superintendent,  will  shortly  visit 
Canada  to  make  sure  that  good  export  service  is  being 

given  by  each  branch.  The  Chopin  Piano  &  Talking 

MANDEL  MACHINES  NOW  SOLD  IN  CANADA 

Tlie  Mandel  Mfg.  Co.,  with  lieadijuarters  at  (.'hicago, 
is  the  latest  talking  machine  Co.  to  enter  the  Canadian 
field.  The  company  accjuired  some  time  ago  a  large 
plant  formerly  occupied  by  manufacturers  of  high- 
grade  furniture,  at  Benton  Harbor.  Mich.,  and  the 
splendid  etiuipment  which  tliat  plant  was  possessed  of 
was  to  be  seen  in  the  construction  and  finish  tliat  char- 

acterize the  first  of  the  Mandel  machines  to  be  shown. 
The  Mandel  Company  are  in  a  favorable  position  in 

that  their  instruments  are  not  assembled  products,  but 
are  manufactured  in  their  entirety,  including  the 
manufacture  of  all  metal  parts,  in  the  Mandel  factories. 
In  addition  to  the  styles  equipped  with  spring  motors, 
the  company  have  brought  out  two  styles  that  are 
e(|uipped  with  electric  motors. 

The  proprietors  of  the  Mandel  Maniifaeturing  Com- 
l)any.  M.  and  L.  Mandel,  have  been  in  the  manufactur- 

ing business  over  ten  years,  and  they  have  been,  and 
still  are,  manufacturing  cameras  and  photographic 
materials  under  the  firm  name  of  the  Chicago  Ferro- 

type Co.  The  rise  of  the  company  from  an  insignificant 

Mandel  Model  No.  9,  finished  in  mahogany, 
golden  and  fumed  oak. 

beginning  to  its  present  large  proportions  speaks  well 
for  the  founders,  and  it  is  predicted  that  their  success 
in  the  phonograph  business  will  be  a  dixplication  of 
their  former  triumphs  in  other  lines  of  endeavor. 

Traffords,  129  Duudas  Street,  London,  Ont.,  in  order 
to  introduce  the  Mandel  Phonograph  have  inaugurated 
a  sales  club  with  a  limited  member.ship.  The  ̂ landel, 

by  the  way,  is  very  popular  thei'e,  and  its  construction 
and  musical  qualities  have  won  much  favor,  sa.vs  a 

trade  report  from  London. 
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The  Paliie  Sapphire 
Ball  Playing  a  Paine Record.  (Very  much enlarged.) 

The  Biggest  Thing 

Any  Phonograph  Can  Claim 

The  public  is  tired  of  instruments  whose  costly  records  show  wear  after  a  few  playings,  and  often 
are  actually  unpleasant  to  hear  after  fifty  or  sixty  reproductions. 

The  public  is  tired  of  the  endless  bother  and  expense  of  changing  needles. 

The  public  wants  to  be  free  from  such  phonograph  troubles.  It  wants  pleasure,  not  bother  and 
worry,  in  a  machine. 

THE  PATHE  SAPPHIRE  BALL 

gives  merchants  and  salesmen  a  chance  to  GUAE- ANTEE  freedom  from  such  troubles. 

What  is  the  Pathe  Sapphire  Ball?  It  is  a  polished, 
ball-shaped  jewel  used  instead  of  metal  needles  to 
{)lay  Fathe  records. 

IT  LENGTHENS  THE  LIFE  OF 
THE  RECORD 

Because  it  never  digs  into,  cuts  or  rips  the  surface. 
After  {I  thousand  performanies  Pathe  discs  show 
no  perceptible  wear. 

NO  NEEDLES  TO  CHANGE 

Tt  is  permanent.  No  time  wasted.  The  owner  of  a 

Pat'he])hone  never  has  to  fear  that  he  may  be  ruin- ing his  exjiensive  records  because  he  has  forgotten 
to  insert  a  new  needle.  He  does  not  have  to  worry 
about  his  supply  of  needles  running  short. 
And  the  Pathe  Sairi)hire  Ball  means  SUPEKB 
MUiSIC  Because  the  round  jewel  comes  in  im- 

mediate contact  with  all  the  sound  impressions  on 
the  record  and  brings  forth  all  the  subtle  overtones 
and  delicate  shadings  hidden  there. 

You — fhe  merchant  or  salesmen — have  only  to  make 
your  prospect  see  clearly  the  Pathe  principle  be- 

hind the  Sapphire  Ball — and  you  make  an  easy sale. 

THE  PATHEPHONE  LINE  IS  COMPLETE 
Music  lovers  can  buy  a  Pathephone  for  as  little  as 
$35,  or  as  much  as  $3.50. 
Each  of  the  models  is  equipped  to  play  all  makes 
■of  disc  records.  Every  model  has  the  living  beauty 
of  tone  that  has  made  the  name  PATHE  famous  on 
two  continents. 

THE  PATHE  REPERTOIRE  OF  RECORDS 
There  are  records  by  some  of  the  greatest  singers 
now  in  America;  by  the  idols  of  European  opera 
houses — great  singers  Who  have  never  appeared  in 
this  country.  Foreign  orchestras  and  bands.  And 
a  thousand  delightful  novelties  from  the  music 
cajiitals  of  Europe. 

THE  PATHEPHONE  IS  THE  UNIVERSAL 
PHONOGRAPH 

The  Pathephone  is  not  restricted  to  any  one  make 
of  record.  It  plays  every  type  of  disc  record.  New 
territories  are  being  opened  daily  by  Pathe  mer- 

chants. Let  us  give  you  further  information. 
Write  us  to-day. 

Pathe  Freres  Phonograph  Co.  of  Canada,  Limited 

Factories  and  Head  Office,  4-6-8  Clifford  Street,  TORONTO,  Canada 

Western  Distributors  :  R.  J.  Whitla  &  Co.,  Winnipeg,  Man. 
Maritime  Province  Distributors  :  H.  L.  Hewson  &  Son,  Ltd.,  Amherst,  N.S. 
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Talking  Machine  Notes 

W.  G.  Valiquette,  Ltd.,  Montreal,  are  carrying  a 
stock  of  25,000  Pathe  records. 

J.  P.  Kearns,  Ltd.,  Saskatoon,  Sask.,  have  opened  up 
a  Columbia  Graphophone  department. 

C.  W.  Lindsay,  Ltd.,  Montreal,  are  now  carrying 
Sonora  machines  in  all  their  branches. 

The  Fulford  Mfg.  Co.,  Fulford,  Que.,  has  gone  into 
the  manufacture  of  talking  machines. 

The  Pugh  Specialty  Co.  have  been  appointed  Can- 
adian distributors  of  Emerson  records. 

The  Melotone  Talking  Machine  Co.,  Winnipeg,  are 

making  "Recreola"  and  "Melotone"  talking  machines. 
The  Melodia  Co.,  Montreal,  have  been  appointed  dis- 

tributors for  Pollock  phonolas  in  Quebec  and  the 
Maritime. 

Because  of  increased  phonograph  business  J.  Kelles- 
tine,  music  dealer  of  Owen  Sound,  recently  enlarged  his 
store  to  a  depth  of  over  one  hundred  feet. 

Arthur  P.  O'Brien,  president  of  the  Paroquette  Re- 
cord Co.,  New  York,  visited  Toronto  recently,  looking 

over  the  possibilities  for  Canadian  sales  of  Paroquette 
records. 

R.  J.  Whitla  &  Co.  Ltd.,  Winnipeg,  western  distribu- 
tors of  Pathe  machines  and  records,  have  in  three 

months  established  over  a  hundred  Pathephone 
agencies. 

The  Canadian  Talking  Machine  Co.,  Montreal,  find 
the  growth  of  their  Columbia  business  increasing  so 
greatly  that  they  have  given  over  one  whole  floor  to 
this  line. 

The  Dominion  Sewing  Machine  Co.,  Winnipeg,  have 

been  appointed  agents  for  the  "Viola,"  and  the  Carola 
Western  Sales  Co.,  of  the  same  city,  distributors  of  the 
"Carola"  machines  in  Western  Canada. 

The  United  States  business  of  Pathe  Freres  Phono- 
graph Co.  has  increased  so  rapidly  during  the  past  six 

months  that  plans  to  erect  a  new  factory  adjoining 
their  present  seven-story  structure  in  Brooklyn,  are 
under  wav.  The  new  building  is  expected  to  go  up 

this  fall.  ' H.  L.  Hewson  &  Son,  Ltd.,  Amherst,  N.S.,  who  are 
distributors  of  Pathephones  in  the  Maritime,  have  ap- 

pointed Thomas  B.  Kenny,  who  has  had  a  long  experi- 
ence in  both  the  talking  machine  and  piano  business 

with  some  of  Toronto's  leading  houses,  as  their  whole- 
sale traveller,  covering  the  territory  of  Nova  Scotia, 

New  Brunswick,  Prince  Edward  Island,  and  New- 
foundland. 

The  Rossignol  Talking  Machine  Co.,  51  St.  Paul  St. 
West,  Montreal,  purpose  handling  on  a  large  scale  parts 
and  accessories  for  dealers  assembling  their  own  ma- 

chines. They  will  also  specialize  in  Swiss  motors. 
C.  W.  Lindsay,  Ltd.,  Montreal,  paid  on  May  1,  a 

bonus  of  ten  per  cent,  to  all  their  employees,  so  satis- 
fied was  the  company  with  the  profits  of  their  talking 

machine  department  resultant  from  the  efforts  of  the 
employees. 

The  Canadian  Talking  Machine  Co.,  217  St.  Lawrence 
Boulevard.  Montreal,  are  building  up  a  business  in 

foreign  records,  especially  Polish,  Roumanian  and  Rus- 
sian, which,  they  say,  is  showing  a  handsome  increase 

monthly. 
Mrs.  D.  M.  Pike,  an  expert  talking  machine  expert, 

has  been  appointed  head  of  the  Pathe  Freres  sales 
service,  a  new  department  at  the  Toronto  office.  Mrs. 
Pike  will  visit  new  Pathe  dealers  and  coach  them  in 
the  arrangement  of  the  department,   ordering  and 

handling  of  stock,  window  display's,  prospects  follow 

up,  etc. Hon.  J.  L.  Perron,  Montreal,  and  0.  C.  Dorian,  gen- 
eral manager,  have  been  elected  directors  of  the  Pathe 

Freres  Phonograph  Co.,  of  Canada.  The  comi)any  are 
now  turning  out  period  designed  cabinets,  and  have 
now  on  the  market  types  of  William  and  Mary,  Queen 
Anne,  and  Louis  XVI. 

The  Rayola  phonograph  is  being  manufactured  in 
London,  Ont.,  by  the  London  Phonograph  Co.  This 
company  is  controlled  by  Mr.  Wray,  a  well  known 
and  successful  retail  and  manufacturing  jeweler  of 

that  city.  The  Company's  head(|uarters  are  at  234 
Dundas  Street,  where  the  line  is  retailed,  and  from 

which  address  the  wholesale  business  is  handled.  'Mr. 
Wray  has  also  arranged  for  the  distributing  rights  in 
Canada  of  the  Crescent  phonograph  of  New  York. 

J.  J.  Callaghan,  well  known  in  London,  Ont.,  busi- 
ness circles,  and  formerly  in  the  piano  business,  has 

become  interested  in  the  manufacture  of  phonographs. 
The  London  Art  Woodwork  Co.,  Ltd.,  in  which  he  is 
interested,  are  turning  out  the  Lawcola  phonograph. 

Joseph  Tees  has  associated  with  him  Anson  Grundy, 
and  has  opened  up  a  music  store  at  235  Portage  Ave.. 
Winnipeg.  Mr.  Tees  is  well  pleased  with  his  iiew 
(juarters,  Avhieh  had  been  fitted  up  by  Frank  Morris, 
who  handled  Columbia  Grafonolas.  but  who  recently 
retired  from  business.  Mrs.  Field,  who  is  well  ex- 

perienced in  selling  Columbia  goods,  having  been  with 
Mr.  Morris  and  the  Columbia  Grafonola  Co.  for  some 

time,  is  in  charge  of  Mr.  Tees'  phonograph  department. 
A.  P.  O'Brien,  president  of  the  Paroquette  Record 

Manufacturing  Co.,  New  York,  has  taken  measures  to 
market  Par-O-Ket  records  in  Canada.  Mr.  O'Brien 
stated  that  owing  to  war  conditions  he  was  not 
sanguine  of  much  business  in  the  Dominion,  but  has 
been  surprised  with  the  orders  secured  and  the  number 
of  inquiries  received. 

The  Standish  Phonograph  Co..  Ltd..  Toronto,  has 

been  granted  letters  patent  by  the  Ontario  Govern- 
ment to  deal  in  phonographs  and  musical  instruments, 

and  to  establish  wholesale  and  retail  stores  to  dispose 
of  these  goods.  The  capital  is  set  at  $40,000,  and  the 
provisional  directors  are  A.  B.  Crosby,  and  W.  F. 
Hayes,  manufacturers,  .and  Wm.  T.  Standish,  all  of Toronto. 

BISPHAM  TO  RECORD  FOR  PATHE 

The  Pathe  Freres  Phonograph  Co..  recently  an- 

nounced the  addition  to  its  staff'  of  recording  artists 
of  David  Bispham,  the  famous  American  baritone.  Mr. 
Bispham  will  record  exclusively  for  the  Pathe  library, 
and  his  first  record  is  in  the  May  supplement.  His 
addition  to  the  Pathe  recording  staff  is  a  matter  of  keen 
interest  to  every  Pathe  dealer. 

SHOWING  SINGER  HOW  BAD  HE  IS 

For  sometime  past  talking  machines  have  been  em- 
ployed in  the  teaching  of  singing,  and  their  use  in  that 

connection  is  no  longer  a  novelty.  In  Western  schools, 
however,  the  practice  is  given  added  interest,  because 

instead  of  just  letting  the  pupil  hear  the  artist's  sing- 
ing of  a  particular  number,  the  student  himself  sings 

for  the  record.  He  does  his  best,  and  when  the  record 
is  reproduced  learns  how  bad  his  singing  really  is.  It 
is  said  that  the  system  has  been  most  effective  in  show- 

ing students  just  wherein  their  errors  lie — it  has  en- 
abled them  to  hear  themselves  as  others  hear  them. 
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Otto  Heineman  Phonograph  Supply  Co. 
INCOKPOKATED 

25  WEST  45th  STREET,  NEW  YORK 

FACTORY,  ELYRIA,  OHIO 

CHICAGO  ATLANTA  SEATTLE TORONTO 
Lumsden  BuilditiR 

OUR 

CANADIAN  BRANCH 

is  now  settled  in  permanent  quarters  at  the  Lumsden 

Building,  Yonge  and  Adelaide  Streets,  Toronto —  Rooms 

302  and  303,  Phone  Main  3054 

Centrally  located  we  will  be  able  to  render  the  trade  real 

prompt  service. 

We  are  carrying  on  hand  a  very  large  and  complete  stock 

of  Heineman  Motors — known  the  continent  over  as  the 

''Motors  of  Quality" 

In  addition  to  the  above  we  are  maintaining  a  service 

department  under  the  supervision  of  a  Motor  Expert  whose 

co-operation  is  at  the  disposal  of  the  Canadian  Trade. 

Manufacturers  will  find  it  to  their  advantage  to  install  the 

*'  Motor  of  Quality  "  in  their  machines. 

Dealers  will  be  sure  of  having  satisfied  customers  if  they  buy 

machines  from  manufacturers  who  install  Heineman  Motors 

We  are  able  to  give  you  service  with  quality  products, 

quantity  production,  and  prompt  shipments. 

Prtaidtnl 
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"  Music-in-the-Home"  Movement 

The  "Music  in  the  Home"  movement,  which  has  ob- 
tiiiaed  (juite  a  vogue  in  Canada  and  the  United  States, 
should  be  turned  to  good  advantage  by  furniture  deal- 

ers handling  talking  machines  as  well  as  by  music 
dealers. 

For  instance,  compensating  advantages  come  to  the 
children  who  live  in  Kalamazoo,  Mich.  The  School 

Teachers'  Cliib  of  that  city  determined  to  have  a  violin 
recital  for  the  children  and  engaged  Maud  Powell,  an 
eminent  American  artist.  Madame  Powell  sent  on 
ahead  a  list  of  the  compositions  she  probably  Avould 
pla.y,  and  the  children  were  encouraged  to  try  the 
pieces  on  their  home  and  school  phonographs.  The 
compositions  were  available,  for  Madam  Powell  is 
under  contract  to  one  of  the  phonograph  companies, 
and  is  enthusiastic  5ver  the  opportunity  of  making  re- 
cords. 

Here  is  a  suggestion  that  might  be  used  by  dealers 
in  every  village  and  town  in  Canada.  What  is  to  pre- 

vent them  trying  to  place  talking  machines  in  all  the 
schools  of  the  land,  and  so  encouraging  a  study  of  good 
music?  The  children  will  benefit  educationally  and  the 
dealer  commercially.  Tt  has  been  noticed  of  late  that 
quite  a  number  of  talking  machine  dealers  in  Ontario 

f-nd  the  East  are  availing  themselves  of  the  oppor- 
tunity to  take  publicity  space  in  the  weekly  page  of 

their  local  paper  which  is  devoted  to  the  encourage- 
ment of  "Music  in  the  Home,"  an  organization  for  the 

promotion  of  this  movement  having  recently  been 
formed  in  Canada. 

Model  No.  255,  "Classic"  phonograph,  made  by  the Classic  Phonograph  Co.,  Ltd.,  Breslau,  Ont. 

HAMILTON  FURNITURE  PICNIC 

Wednesday,  July  18th,  will  be  a  day,  long  to  be 
remembered  by  the  furniture  dealers  and  travellers  of 
Hamilton  and  their  guests.  Once  a  year  these  busy 
fellows  hold  an  outing.  This  year  the  careful  before- 

hand preparation  assures  a  programme  of  fun  and 
games  far  ahead  of  previous  affairs.  Frank  E.  Walk- 

er's busy  brain  is  engaged  in  handling  the  Stunts  and 
Games  Committee.  There  will  be  unir[ue  happenings 
that  must  be  seen  to  be  appreciated.  One  of  the 
musical  features  will  be  a  song  by  Walter  Bateman 
with  corn-cob  accompaniment.  Messrs.  Xash  and 
Davidson  have  arranged  for  a  menu  that  will  be  very 
acceptable  to  hungry  ball  players. 

The  new  Burlington  Beach  amusement  grounds  at 
the  canal,  will  be  set  aside  for  this  event,  and  will  be 
at  the  disposal  of  the  furniture  picnicers  only.  Some 
of  the  features  are,  Soft-ball  diamond  Avith  dressing 
rooms,  bathing  houses,  boating  pavillion,  merry-go- 
round,  miniature  railway  and  auto  ball  game.  W.  J. 
Nash,  of  the  M.  S.  Glascoe  Co.,  has  charge  of  the  in- 
vitati:in  list.  Travellers  who  desire  to  invite  an  out- 
of-Hamilton  dealer,  should  submit  name  before  June 
12.  The  next  general  meeting  to  complete  arrang*^- 
ments  will  be  held  at  the  Royal  Connaught  Hotel, 
Thursday,  June  14. 

MIDSUMIVIER  FURNITURE  EXHIBITION 

The  Canada  Furniture  Manufacturers,  Ltd..  will  con- 
duct a  midsummer  furniture  exhibition  for  the  benefit 

of  the  trade  in  their  Toronto  showrooms.  1-36  King 
Street  East,  during  the  whole  month  of  July.  The 
company  hopes  this  will  be  an  opportunity  to  show  the 
greatest  aggregation  of  made-in-Canada  furniture  got 
together  in  the  Dominion. 

APPOINTED  TO  EMBALMERS '  BOARD 
Aid.  C.  N.  Greenwood,  of  Stratford,  a  Avell  known 

furniture  retailer  and  president  of  the  Stratford  Bed 
Co..  of  that  place,  has  received  notification  of  his  ap- 
pqintment  as  a  member  of  the  Ontario  Embalmers' 
Board,  to  succeed  James  Torrance.  ex-]M.P.P.,  now 
Customs  Collector  at  Stratford.  Aid.  Greenwood  is  a 

prominent  Conservative  and  is  an  ex-mayor  of  his  city. 

OVERHEARD  IN  A  FURNITURE  STORE 

One  of  ovir  popular  travelling  men  tells  this.  He 
was  in  a  customer's  store  where  a  lady  was  looking  over 
some  period  stuff  for  her  home.  "This  chair,"  said 
the  lady,  "is  Louis  XVT,  but  my  drawing  room,  you 
know,  is  Louis  XIV.     Would  the  chair  go  to  it,  then?" 

"Sure,  madam,  sure!"  said  the  dealer.  "Louis  XIV 
and  Louis  XVI  always  go  together.  You  see,  there's 

only  two  years  between  'em." 
A.  A.  Fournello  has  opened  up  a  furniture  store  in 

Pitt  Street.  Cornwall,  Ont. 
Jas.  Dillon  and  Co.,  furniture  and  hardware  dealers 

of  Lipton.  Sask.,  are  succeeded  in  business  by  Chas. 
Walwyn  &  Co. 

Schreiters,  Limited,  Kitchener,  Ont.,  has  been  incor- 
porated by  the  Provincial  Government  with  a  capital 

of  $'.50. 000,  to  manufacture,  buy,  sell  and  deal  in  all 
kinds  of  furniture,  upholstered  goods  and  house 

furnishings ;  to  carry  on  a  general  undertaking  busi  - 
ness, and  to  take  over  as  a  going  concern,  the  business 

of  A.  G.  Schreiter  &  Company.  The  provisional  direct- 
ors of  the  cemetery  are  Alvin  George  Schreiter.  Her- 
bert Carl  Schreiter  and  Armand  Alvin  Schreiter. 
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The  Mandel 

The  Quality  Phonograph 

Plays  Any  Disc  Record 

The  proof  lies  in  the  endorsement  of  over  two  thousand 
dealers  wlio  are  now  selling  the  Mandel.  Who  can  (|uestion 

the  intelligence  of  this  army — 2000  strong-?  ('an  you  ask  for 
more  substantial  proof  of  ijuality? 

Not  Merely  Assembled 

Completely  Mandel  Built 

Few  talking  machines  are  really  built,  but  the  Mandel  is 
manufactured  by  us  in  its  entirety.  It  is  one  of  the  few 
phonographs  that  is  not  merely  an  assembled  machine. 

The  Mandel  is  mechanically  and  scientifically  correct — 
phonographically  speaking.  The  Mandel  motor  insures 
maximum  efficiency  and  service.  The  Mandel  tone  arm  and 
sound  box  (reproducer)  are  built  upon  principles  designed 
along  common-sense  ideas. 

Thus  the  manufacturer's  responsibility  is  behind  the 
product.   The  Mandel  must  satisfy.     That  is  our  guarantee. 

Model  No.  3 

Model  No.  6 

Big  Value  to  the  Consumer 

Liberal  Profit  for  Dealer 

This  combination  spells  success.  Large  quantity  output, 
plus  factory-to-dealer  distribution  method,  insures  economy 
in  production.  The  dealer  profits — the  consumer  profits. 
The  Mandel  phonograph  embodies  honest  value.  It  is  built 
to  sell  and  stay  sold  because  of  its  intrinsic  merit. 

WRITE  TO-DAY 

FOR  INFORMATION  AND 

PRICES 

Mandel  Manufacturing  Company 

501-511  S.  Laflin  Street 

CHICAGO,  ILL. 
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DANCED  IN  THE  WINDOW 

A  decidedly  novel  stunt  to  draw  attention  to  their 
Patliephone  department  was  put  on  by  the  Home  Out- 

fitting Co.,  of  Hamilton,  Ont.,  on  a  recent  Friday  and 
Saturday.  Two  real,  live  dancers  from  New  York,  a 
young  man  and  young  woman  who  have  given  similar 
demonstrations  in  some  U.  S.  cities,  were  engaged  to 
give  exhibitions  of  the  latest   dances   in   one  of  the 

Mis8  Alice  M.  Pinkham  and  Vernon  W.  Bennett,  of  Castle  House,  New 
York,  interpretiiifr  new  and  standard  dances  played  on  a  Pathe- 

phone  in  the  Home  Outfitting  Co.'s  window,  Hamilton. 

windows  of  the  store,  the  music  being  supplied  by  one 
of  the  latest  designed  Pathephones. 

Mr.  Johnston,  the  manager  of  the  store,  who  is  a 
live  wire,  was  very  much  pleased  with  the  affair,  and 
George  Honsberger,  of  Pathe  Freres,  Toronto,  who 
went  over  to  Hamilton  to  see  how  the  exhibition  was 
conducted,  says  the  nearest  he  could  get  to  the  window 
was  the  middle  of  the  road. 
A  large  ad.  in  the  Hamilton  dailies  announced  the 

event,  and  the  window,  which  is  a  particularly  large 
one,  was  specially  fixed  for  the  occasion.  Four  of  the 
best  Pathe  machines  were  used,  one  in  each  corner, 
jjietures  of  Pathe  artists  were  festooned  about  and  used 
in  the  background,  vases  of  flowers  added  some  color, 
and  two  red  roosters  (the  Pathe  trade  mark)  were 
placed  on  pedestals  in  the  doorway. 

The  artists  danced  to  the  music  of  a  Pathephone  dur- 
ing Friday  and  Saturday  afternoons  and  Saturday 

evening,  and  every  person  who  saw  the  dancers,  and 
those  also  who  read  the  ;id«..  now  know  that  the  Home 
Outfitting  Co.  sell  Pathei)hones.  Mr.  Johnston  says 
the  sales  were  splendid,  too. 

PATHE  OPENING  AT  WINDSOR 

Haum  &  l^rody,  furniture  dealers  of  Windsor,  Ont., 
who  lately  were  appointed  agents  for  the  Pathe  Freres 
Company  in  their  city,  recently  had  a  formal  opening 
of  their  Pathephone  department,  R.  W.  Burgess  of  the 
Pathe  Coini)any  having  charge  of  the  arrangements. 
The  opening  was  suitably  advertised  in  the  local 

press,  and  a  large  crowd  thronged  the  store  during  the 
day  to  see  and  hear  the  new  instrument.  Although  a 
large  stock  was  provided  for  the  opening,  the  firm  re- 
|)ort  that  every  machine  was  sold  before  three  p.m., 
the  last  delivery  being  made  at  one-thirty  in  the  morn- 

ing, when  a  machine,  which  had  been  sold  earlier  in 
the  day  and  retained  as  a  demonstrating  machine,  was 
sent  lioiiu'.      Tlie  I'esults  were  very  gratifying  to  all 

concerned,  and  necessitated  an  entirely  new  .stock  be- 
ing sent. 

The  Pathephone  department  has  been  placed  in 
charge  of  Mrs.  Mercer,  who  has  had  a  long  experience 
in  the  talking  machine  trade,  and  she  should  (juickly 
make  the  Baum  &  Brody  department  one  of  the  most 
up-to-date  and  profitable  ones  in  Windsor. 

SONORA  PRICE  CHANGES 

Price  changes  have  been  made  affecting  four  models 
of  the  Sonora  line  of  phonographs.  From  May  1st  the 
following  are  effective:  Melodic,  $65;  Barcarolle,  $7.5; 
Troubadour,  $102;  Imperial,  $137. 

1.  Montagues  &  Co.,  Toronto,  are  bringing  out  a  small 
model  Sonora  to  retail  at  about  $35.  This  is  a  special 
for  Canada  only,  and  is  in  response  to  the  demand  of 
Sonora  dealers  for  a  low-priced  type.  E.  van  Gelder, 
of  this  firm,  has  recently  returned  from  a  visit  to  the 
Maritime  Provinces. 

COLUMBIA  MACHINES  SHORTAGE  PAST 

John  A.  Sabine,  of  The  Music  Supply  Co.,  Toronto, 
the  Canadian  distributers  of  Columbia  products,  visited 
New  York,  and  early  in  the  month  was  able  to  write 
his  dealers  from  there  giving  them  good  news  regard- 

ing prospects  of  improved  service.  James  P.  Bradt. 
who  was  recently  promoted  to  the  position  of  assistant 
to  the  president  at  New  York,  accompanied  Mr.  Sabine 

Some  conception  of  the  crowd  in  front  of  the  Home  CUmitlinK  Co.'s store  at  Hamilton  looking  at  the  New  York  artists  interpreting 
dances  played  on  a  Pathephone. 

on  his  return,  and  spent  a  couple  of  days  in  Toronto 
conferring  with  Mr.  Rali)h  Cabanas,  manager  of  the 

Company's  Canadian  division. 
Mr.  Sabine  announces  that  so  far  as  the  Columbi', 

products  are  concerned  the  shortage  of  machines  is  a 
thing  of  the  past. 

The  ratepayers  of  Elmira,  Out.,  have  voted  an  in- 
ducement to  the  Phonola  Co.  of  Canada,  to  commenc- 

operations  in  the  Interior  Woodwork  Co.'s  building there.  It  is  the  intention  of  The  Pollock  Mfg.  Co..  of 
Kitchener,  who  manufactiire  Phonola  Phonographs,  to 
make  their  own  cases  at  the  Elmira  factor3^ 
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Three  of  the 
(  PtGISTEWtO  JUIYH  190/  )- 

S  family 

of  which  there  are  ten 

You  Stake  the  Sale 

on  the  Demonstration 

Tlie  result  of  the  recommendations  of  satisfied  owners, 

your  circulars,  recitals,  and  all  the  talking  machine  ad- 
vertising is  in  the  bringing  of  prospective  buyers  to 

your  store. 

Then  it's  iip  to  your  phonograph.  Everything  practi- 
cally depends  on  the  demonstration.  Salesmen  appre- 

ciate that  point,  and  that's  why  the  Phonola  is  so 
popular  with  the  boys  on  the  floor. 

The  Phonola  wins  out  in  the  demonstration.  It  ap- 
peals, pleases,  convinces.  It  shows  the  would-be  owner 

of  a  machine  that  the  Phonola,  reproducer,  tone-arm, 

sound-box,  motor  and  every  part  work  harmoniously 
together  to  get  all  the  music  out  of  every  record.  It 

displays  the  presence  of  a 
full,  pure,  accurate  tone, 
and  the  absence  of 

scratching  and  discordant 
sounds. 

The  range  of  designs  in 
the  Phonola  line  is  a 

strong  point.  There  is  a 
Phonola  at  a  price  to  suit 

every  person.  Each  model 
represents  the  maxiinum 

of  value  for  the  pi-ice,  anil 
in  each  there  is  an  ample 

profit  for  you. 

How  many  do  you  need? 
Prices  from  $18  to  $250. 

The  Pollock 

Manufacturing 

Co.,  Limited 

"  Maken  of  the  "Phonola" 

Model  Prince..  Kitchenef,  Ontario 
Price  $135  ' 

Model  Prince 
Price  $175 

Model  A 
Price  $65 
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LEADING  FURNITURE  RETAILER  DEAD 

By  the  death  of  Frederick  Childerhouse  Burroughes, 
president  of  the  F.  C  Burroughes  Furniture  Co.,  Ltd., 
Toronto,  which  occurred  on  May  24,  at  his  late  .resi- 

dence, 140  Spadina  Road,  Toronto,  Canada  lost  one  oi: 
its  leading  furniture  retailers.  Mr.  Burroughes  was 

the  second  son  of  the  late  Robert  and  Mary  Bui'- 
roughes,  and  was  born  in  Attleborough,  England,  61 
years  ago.  He  came  to  Canada  with  his  parents  in 
1862,  and  was  one  of  a  family  of  fourteen  children.  Ten 
of  them  came  to  this  country  and  settled  in  Ottawa, 
where  the  father  was  engaged  as  a  civil  servant  in  the 
Crown  Lands  Department,  and  when  the  Provincial 
Parliament  was  decided  upon  the  family  moved  to 

Toronto,  where  most  of  Mr.  Burroughes'  life  was  spent. 
Soon  after  Mr.  Burroughes  came  to  Toronto  he  en- 

gaged with  the  old  furniture  firm  of  Jacques  &  Hay, 
where  he  served  his  apprenticeship.  To  this  business 

he  became  much  attached,  and  made  it  highly  succes.-5- 

The  Late  F.  C.  Burroughes 

ful.  He  also  spent  two  years  in  Chicago,  perfecting 
himself  in  special  departments  of  the  furniture  busi- 

ness. For  three  years  he  managed  the  manufacturing 
wholesale  business  of  Campbell  &  Abraham,  at  Strat- 

ford, where  he  met  and  married  Lucy  Eleanor  Struth- 
ers  in  188.5. 

Two  years  later  he  came  to  Toronto  and  entered  into 
partnership  with  Richard  Potter  at  Queen  and  Port- 

land Streets.  He  soon  bought  Mr.  Potter's  interests; 
and  being  enterprising  and  anxious  to  extend  his  busi- 

ness he  took  over  the  concern  of  Jolil¥e  &  Co.,  at  that 

time  one  of  the  most  iin])ortant  furniture  firms  of  th*^ 
city. 

About  this  time  the  great  depression  came;  and  had 

it  not  been  for  Mr.  Burroughes'  unfailing  faith  in  the 
future  of  the  city  and  for  his  indomitable  energy  the 
business  which  he  established  would  not  have  been 

left,  as  it  is  to-day,  a  living  monument  to  his  memory. 
His  interest  in  business  was  keen,  but  his  highest  en- 

joyments lay  within  the  family  circle  and  the  life  of  a 
singularly  happy  home. 

He  was  an  enthusiastic  member  of  the  Mississauga 
Golf  Club,  golf  being  the  only  form  of  .sport  in  which 
he  took  an  interest.  About  eight  years  ago  his  health 
became  uncertain  and  he  was  not  able  to  take  his 
former  prominent  part  in  the  bu.siness  which  he  had 
founded,  but  his  interest  iu  it  remained  unabated. 
The  state  of  his  health  led  him  to  take  various  length- 

ened journeys  to  Europe,  California  and  Florida.  Froin 
the  last  of  these  he  had  returned  only  a  few  weeks  be- 

fore his  last  illness;  and  he  had  the  mingled  sorrow  and 
satisfaction  of  bidding  good-bye  to  his  younger  son, 
who  went  overseas  as  captain  and  adjutant  of  the  234th 
Battalion,  C.  E.  F. 

He  leaves  to  mourn  his  loss  a  widow  and  two  sons, 

Bert  C.  Burroughes,  who  has  been  raised  in  the  busi- 
ness and  is  a  worthy  successor  of  his  father,  and  Capt. 

C.  R.  Burroughes,  who  is  overseas.  He  is  also  sur- 
vived by  five  brothers  and  four  sisters.  The  funeral, 

which  took  place  on  Saturday,  May  26,  was  very  large 
and  included  representatives  from  furniture  firms  all 
through  Canada.  It  was  conducted  bv  Dr.  Ilineks  and 
Dr.  Tovell. 

The  floral  tributes  were  exquisite  and  so  numerous 
that  the  room  in  which  the  casket  was  placed  was  a 

complete  bower.  The  employees  of  the  F.  C.  Bu"*- 
rouglies  Furniture  Co.  attended  in  a  body.  The  pall- 

bearers were  four  brothers  and  one  nephew,  who  re- 

presented Mr.  Burroughes'  oldest  brother  in  London, 
England,  together  with  his  brother-in-law,  G.  Noble. 

A  VENTURE  IN  JUNE  'WEDDING  TRADE 
(Continued  from  paqe  22.) 

friend,  "but  some  of  them  will  probably  be  induced  to 
buy  things  which  they  see  in  the  list.  And  at  any  rate 

it  will  be  a  good  advertisement  for  you." 
In  the  window  displays  which-  he  made  and  in  the 

advertising  copy  which  he  prepared,  Kean  also  received 
the  assistance  of  his  friend. 

During  the  campaign  Kean  did  not  do  a  big,  roaring 
trade,  but  he  did  a  better  one  than  he  had  ever  done 
before.  Business  came  from  unexpected  (piarters, 
both  from  those  who  were  to  be  married  and  their 

friends,  and  from  those  who  were  not  in  any  way  in- 
terested in  contemplated  marriages.  Some  of  the  sales 

he  could  trace  directly  to  his  window  displays.  Others 
to  his  newspaper  advertisements  and  to  his  circulars. 
Kean  was  delighted  with  the  results,  and  was  en- 

couraged and  inspired  to  further  et¥oi*t.  When,  as 
time  went  on,  he  found  that  the  sales  he  had  made  to 
newly-weds  before  their  marriage  were  productive 
of  others,  he  concluded  that  campaigns  for  the  June 
wedding  trade  possessed  more  than  an  immediate 
benefit.  They  created  a  clientelle  which  was  good  for 
future  business. 

The  success  which  had  crowned  his  efforts  in  this 
particular  campaign  induced  him  to  inaugurate  others 
at  every  favorable  opportunity.  As  a  matter  of  fact, 
before  the  June  wedding  campaign  was  well  over,  he 
was  in  a  small  way  i)ushing  sunnner  furniture.  When 
the  fall  came  around  he  was  doing  a  little  specializing 
in  lines  suitable  for  that  particular  season,  while  dur 
ing  the  Christmas  season,  for  a  store  the  size  of  his,  he 
niade  quite  a  splurge. 

Since  that  time  Kean's  business  has  gone  steadily 
forward,  with  the  result  that  six  months  ago  he  found 
it  necessary  to  occupy  larger  premises.  And  natur- 

ally he  atti'ibutes  it  all  to  his  first  venture  in  specializ- 
ing for  the  June  wedding  trade. 

"Nothing  venture,  nothing  win,"  he  soliloquized 
the  day  he  opened  his  new  store  to  the  public. 
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MODEL  No.  85 

Finished  in  Oak  or  Mahogany. 

Prompt  Shipment 

Quality  is  the  foundation 

of  the  '  Classic" 
Quality  in  Material  Used 
Quality  in  Workmanship 
Quality  in  Reproduction 

The  Quality  of  Merit 

The  CLASSIC  is  the  latest  triumph  in 
tone  reproduction,  giving  a  faithful 
rendition  of  vocal  and  instrumental 

music.  It  plays  all  makes  of  disc 
records,  and  furnishes  the  fullest  and 
richest  volume  of  sound  of  which  any 
record  is  capable.  Fitted  with  all  the 
latest  improvements.  Door  or  scroll 
front,  with  Tone  Moderator,  Brake  and 
Speed  Regulator  and  Automatic  Stop. 

MODEL  No.  135 

Finished  in  Oak,  Mahogany  or  Walnut. 

Dealers  Wanted 

Send  Post  Card  for 

New  Illustrated  Booklet 

Get  our  prices  and  complete  inform- 
ation governing  our  complete  line. 

Every  Phonograph  is  guaranteed  as 
follows  :  "  If  within  one  year  from 
date  of  purchase,  anything  in  con- 

nection with  the  phonograph  should 
prove  defective  or  unsatisfactory 
we  will  replace  it."  We  guarantee your  customers  complete  satisfac. tion. 

Classic  Phonograph 

Co.,  Limited 

Office  and  Salesroom 

No.  3  Excelsior  Life  Bldg. 

TORONTO 

Factory: 

BRESLAU,  ONTARIO 

MODEL  No.  105 

Finished  in  Oak  and  Mahogany. 

Satisfied  Dealers 

MODEL  No.  105D 
Finished  in  Oak  or  Mahogany. 
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Sentiment  in  Selling  Talking  Machines 
By  E.  Richards 

First  impressions  ai*e  of  the  utmost  importance  in 
the  sale  of  talking  machines.  For  this  reason  it  is 
important  that  the  salesman  should  secure  the  atten- 

tion and  good  will  of  his  prospect  at  the  start,  so  that 
attention  may  be  held  while  a  demonstration  is  given 
and  other  arguments  offered  as  to  why  the  prospect 
should  buy. 

In  selling  a  talking  machine,  it  must  be  borne  in 
mind  that  this  is  a  luxury,  and  that,  unlike  a  piece  of 
household  furniture,  it  is  not  absolutely  essential  for 

the  family's  welfare.  Sentiment  plays  a  large  part  in 
the  purchase  of  the  "talker,"  and  it  is  in  his  appeal  to 
the  sentiment  of  his  prospect  that  the  salesman  must  be 
able  to  reach  his  buyer. 

Somewhere  in  the  catalogue  of  any  of  our  present 
day  record  manufacturers  will  be  found  the  exact  re- 

cord which  will,  whether  it  be  orchestra  selection,  song, 
band,  concert  or  humorous  dialogue,  break  the  crust, 
get  under  the  skin  and  reach  the  pocket  book  of  the 
prospective  purchaser.  The  man  who  can  judge 

quickly  the  prospect's  temperament,  nationality  and 
general  tastes,  possesses  the  open  sesame  to  success  in 
the  sale  of  talking  machines. 

There's  a  certain  amount  of  psychology  in  the  de- 
monstration that  well  deserves  the  attention  of  sales- 

men in  this  line.  One  could  almost  make  a  compari- 
son between  the  salesman  of  talking  machines  and  the 

dramatist,  who  in  order  to  keep  the  attention  of  his 
hearers,  must  not  continually  harp  on  one  string,  but 
must  inject  some  variety  into  his  theme.  Just  as  in 
every  play,  no  matter  how  sad  or  pathetic,  there  must 
be  some  humor  injected  in  order  to  please  the  auditors 
who  want  variety  or  humor  besides  tragedy,  so  the 
talking  machine  salesman  must  learn  to  understand 
the  sentiments  of  his  prospective  customers. 

In  order  to  make  a  sale  it  is  not  necessary  to  play  a 
large  number  of  records  or  to  give  a  concert  for  the 
benefit  of  the  listener.  Three  records  well  selected 
will,  as  a  rule,  draw  forth  some  expression  from  the 
prospect,  and  once  the  responsive  chord  has  been  found 
and  sti'uck  the  salesman  has  his  cue  as  to  how  to  pro- 

ceed further  in  making  that  sale. 
A  lively  band  record  followed  by  a  clear  tenor  solo 

and  a  humorous  record  will  usually  break  down  the 

prospect's  reserve,  and  once  his  sentiment  and  sense  of 
humor  is  aroused  and  resistance  to  sales  arguments 
lessened  the  responsive  chord  has  been  found,  and  the 
sale  is  either  made  or  lost. 

Playing  too  many  records  may  have  exactly  the  con- 
trary effect  hoped  for,  and  may  tire  the  patience  of  the 

listener  before  the  demonstration  is  over. 
There  are  many  little  points  of  salesmanship  to  be 

observed  by  the  clerk  which  often  are  important  in 
the  final  outcome  of  a  demonstration.  He  should  be 

certain  in  the  first  place  that  the  mechanism  of  the  ma- 
chine is  in  perfect  working  order  so  that  there  are  no 

luinecessary  halts,  delays  or  strange  noises  while  the 
(lemoiisti'ation  is  on.  Needles  should  be  carefully  in- 

spected and  he  should  be  sure  that  the  needle  he  is 
using  is  exactly  the  one  to  give  the  best  rendition  of 
the  selection  he  wishes  to  have  his  prospect  hear. 

While  demonstrating  a  recoi-d  the  motor  should  not  bf 
wound;  this  should  be  attended  to  before  the  motor  is 
started  and  a  good  start  made  before  settling  the  re- 

producer on  the  record.  The  result  of  this  will  be 
that  your  record  starts  on  the  original  pitch  at  which 
it  was  recorded  and  there  is  no  unpleasant  discord. 

The  dift'erence  between  making  a  sale  of  an  .$80  or 
$100  machine  and  one  at  -1515,  is  largelj'  one  of  good 
salesmanship,  and  the  clerk  who  has  charge  of  the  de- 

partment should  know  his  prospect.  In  the  purchase 
of  a  talking  machine  the  musical  feature  is  not  by  any 
means  the  only  one  that  appeals  to  the  customer,  espe- 

cially if  it  be  a  woman.  Nowadays  the  cabinet  plays  a 
most  important  part  in  the  sale  of  a  machine,  and  to  be 
in  harmony  with  the  other  furnishings  of  the  house 
the  music  cabinet  must  harmonize  somewhat  with  the 
room  furnishings  in  color,  nature  of  wood  and  design. 
Some  of  the  handsomest  music  cabinets  of  to-day  are 
built  to  match  period  suites  in  furniture,  and  the 
woman  buyer  is  just  as  particular  that  the  style  be 
appropriate  and  the  color  in  harmony  with  that  of  the 
room  in  which  she  wishes  to  install  the  instrument  as 
she  is  about  the  instrument  itself.  This  point  must 
not  be  lost  sight  of  in  making  a  sale,  and  a  sufficient 
variety  of  cabinets  must  be  carried  in  stock  to  meet  all 
tastes.  Nearly  every  music  cabinet  manufacturer  has 
some  special  feature  about  his  cabinet  that  well  de- 

serves consideration  ;  some  new  system  of  filing  record-, 
a  patented  sliding  compartment  arrangement  by  which 
records  can  be  reached  without  difficulty,  a  unique 
filing  system  for  records,  or  some  other  advantage 
which  it  is  well  worth  bringing  to  the  attention  of  cus- 
tomers. 

Furthermore,  the  motive  of  the  buyer  in  purchasing 
an  instrument  must  be  kept  in  sight.  Some  persons 
would  not  be  interested  in  the  slightest  in  a  comic 
dialogue  or  coon  song,  while,  on  the  other  hand,  it 
would  be  just  the  record  to  demonstrate  to  the  man 

or  woman  who  appreciates  humor  and  doesn't  care 
much  for  the  classic.  Sentimental  pieces  appeal,  o^ 
course,  much  to  young  women  of  nearly  all  types,  and 
ragtime  goes  well  with  boys  and  young  men.  Often 
a  hit  can  be  made  by  playing  some  of  the  old-fashioned 
melodies  and  Southern  songs. 

To  get  the  best  results  from  selling  phonographs  or 
talking  machines  a  booth  or  demonstration  room  should 
be  arranged  where  patrons  may  listen  without  being 
disturbed  by  other  records  being  played,  and  where 

they  may  hear  special  selections  for  which  th'\v  may  ask. 
Especially  is  this  necessary  in  the  sale  of  records,  as 
much  of  the  delicate  tone  shading  and  finer  points  of 
orchestral  selections  are  lost  when  the  demonstration 

is  given  in  the  open  store,  and  where  the  music  de- 
ti-acts  from  the  attention  which  other  salesmen  mu.st 
give  to  their  prospects.  A  loud  band  concert  piece 
played  while  a  clerk  is  trying  to  make  a  sale  of  some 
other  article  is  distracting,  and  for  this  reason  as  well 

as  the  privacy  afforded  to  record  and  instrument  buy- 
ers the  talking  machine  booth  should  be  installed 

wherever  practicable. 
All  instruments  as  well  as  music  cabinets  should  be 

kept  in  first  class  working  order  at  all  times;  the 
mechanism  of  all  machines  in  stock  needs  a  little  in- 

spection, and  cabinets  should  be  kept  clear  of  dust  and 
dii't.  Populai-  selections,  pieces  that  are  being  played 
at  the  local  theatres,  and  songs  that  are  being  sung  in 
vaudeville  are  always  among  the  best  sellers.  Tlie 
salesman  must  be  up  to  date  in  these  matters  if  he 
means  to  keej)  liis  stock  moving. — The  Talking  Machine World. 

Buying  "the  (juantity"  to  get  the  "(piantity"  price 
is  all  right  if  that  (|uantity  can  be  sold  out  in  a  few 
weeks,  but  if  it  is  going  to  last  a  year,  consider  before 

you  buy. 
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Tlfee  Highest  Class  Talking  Machine  in  the  World 

It  Brings  the  Cash  Sales 

SONORA  is  a  leader  in  the  phonograph  world,  and  has  always  been  prominent  in  the  noteworthy  advance  of  the 
industry. 

In  reviewing-  the  progress  made  in  the  last  few  years  it  is  interesting  to  observe  that  Sonora  was 
1.  The  first  to  make  a  cabinet  model  under  $200.  5.    The  first  to  have  a  motor  meter. 

2.  The  first  to  utilize  a  tone  modulation.  6.    The  first  to  produce  a  30  and  45-minute  motor — and  now  ' 
3.  The  first  to  employ  an  automatic  stop.  latest. 
4.  The  first  to  develop  a  jewelled  disc  record.  The  first  to  produce  an  acceptable  Portable  Model. 

Sonora  has  been,  and  will  continue  to 
be,  the  first  to  introduce  important  im- 

provements that  are  of  value  in  the 
use  and  in  the  operation  of  the  modern 

phonograph. 
Sonora  is  remarkable  for  its  tonal 

beauty  and  truthfulness  of  reproduc- 
tion. The  external  appearance  of  the 

Sonora  makes  it  appropriate  for  the 
very  finest  of  homes.  The  workmanship 

is  of  the  very  highest  character — noth- 
ing "good  enough"  is  ever  permitted 

to  pass  the  examining  inspector.  From 
the  bottom  tip  of  the  cabinet  leg  to  the 
last  coat  of  polish  on  the  top,  every- 

thing that  goes  to  make  the  Sonora  is 
RIGHT. 

That  is  why  Sonora  is  invariably  pre- 
ferred when  heard  in  comparison.  The 

Sonora  is  made  up  to  a  standard  and 
not  down  to  a  price.  The  Sonora 
through  merit  commands  cash.  The 
Sonora  buyer  buys  the  Sonora, — the 
price  and  method  of  payment  are  never 
primary  considerations. 

'Barcarolle"  $75.00 

'Melodic"  $65.00 

TEN  SUPERB  MODELS 

$65  $75  $102  $137  $205 
$240     $265     $300       $475  $1,500 

Manufactured  by 

Sonora  Phonograph  Corp. 
NEW  YORK 

EXCLUSIVE  CANADIAN  DISTRIBUTORS 

I.  MONTAGNES  &  COMPANY 

SHUTER  and  YONGE  STREETS 

RYRIE  BUILDING  TORONTO 

liiii;!!!;: 
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Undertakers'  Department 
Problems  affecting  the  UndeTlal^ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  wtth — News  of  the  profession  throughout  Canada. 

Remember  the  Capillaries 
(Concluded  from  last  month.) 

By  Howard  S.  Kckels,  Ph.G. 
Dean  of  Eckels'  College  of  Embalming,  Philadelphia,  Pa. 

Written  for  Canadian  Furniture  World  and  The  Undertaker. 

It  is  estimated  that  at  least  one-half  of  the  blood  in 
the  body  is  always  in  the  capillaries,  and  it  is  obvious 
that  this  blood  must  be  forced  out  of  at  least  the  sur- 

face tissue  if  an  attractive  appearance  is  to  be  obtained. 
Putty  color  is  the  old  bugaboo  of  the  undertaker  who 
uses  a  raw  formaldehyde  fluid;  and  in  most  cases  where 

such  a  fluid  is  used  it  is  absoIut(>Iy  unavoidable,  as  a 
study  of  its  cause  will  reveal.  Putty  color  is  caused 
by  the  sealing  up  in  the  capillaries  of  the  discolored 
blood  and  by  the 'affixing  of  the  color  corpuscles  to 
their  walls  by  the  astringent  action  of  formaldehyde. 

In  many  eases  it  is  practically  impossible  to  force 
fluid  through  the  capillaries  because  the  formalde- 

hyde's harshness  has  sealed  them  tightly,  at  the  sam'e 
time  holding  fast  there  the  discolored  blood.  In  other 
cases,  and  where  the  rigors  of  the  formaldehyde  have 
been  partially  abated  by  other  chemicals,  the  walls  of 
the  capillaries  are  merely  stained  with  the  discolored 
blood.  In  either  event,  the  result  is  confusion  to  the 
undertaker,  and  a  body  whose  appearance  is  a  reproach 
to  the  science  of  embalming. 
A  few  years  ago  we  had  little  criticism  to  visit  upon 

the  man  who  produced  a  putty  body,  provided  always 
that  he  secured  preservation,  for  we  regarded  this 
color  as  inevitable. 

To-day,  however,  the  science  of  embalming  has  so  far 
advanced  as  to  absolutely  eliminate  the  familiar  putty 
tint  where  a  capillary  wash  is  first  injected  and  then 
fluid  follows. 

For  the  benefit  of  those,  however,  who  have  not  yet 

seen  their  way  clear  to  try  "Embalming  by  a  New 
Principle  and  a  New  Method,"  I  would  like  to  say, a 
few  words  which  may  help  them  in  their  troubles.  It 
is  almost  impossible  to  totally  eliminate  post-mortem 
discoloration  once  it  is  set  by  a  raw  formaldehyde  fluid, 

but  the  trouble  may  be  softened  somewhat  by  elevating 
the  head  to  allow  the  natural  gravitation  to  draw  away 
as  much  of  the  blood  as  possible,  especially  when  this 
natural  drainage  is  aided  by  general  manipulation 
with  the  fingers  or  with  a  sponge.  Re-injection  of 
such  a  body  through  the  arteries,  using  a  peroxide  of 
hydrogen  fluid,  will  tend  to  force  some  of  this  dis- 

colored blood  from  the  capillaries.  But  is  is  difficult 
to  mend  a  body  whose  appearance  has  been  spoiled  by 
a  raw  formaldehyde  fluid.  If  some  of  the  discolored 
blood  be  not  removed,  it  will  offer  a  resistence  to  con- 

tinued free  circulation  through  all  of  the  tissues  all 
over  the  body  or  else  it  will  exjiand  the  veins,  par- 

ticularly those  of  the  neck — the  jugular  veins — which 
haA^e  but  two  valves. 
When  these  veins  are  stretched  so  that  these  valves 

do  not  meet,  they  lose  their  controlling  influence  and 
allow  regurgitation  of  the  blood,  which  is  now  mixed 
with  some  fluid,  back  into  the  face,  producing  a  re- 
flushing.  If  this  is  not  immediately  removed  it  Avill 
still  further  increase  the  stains  in  the  walls  of  the 

capillaries  and  lymi^hatics.  Neither  hot  nor  cold 
water  externally  applied  at  this  critical  juncture  is  of 
sufficient  value  nor  produces  good  enough  results  for 
the  practical  embalmer  of  the  present  day  to  waste 
time  on. 

The  embalmer  who  gets  his  circulation  with  a  perox- 
ide fluid  can  wash  out  this  tissue  by  general  circtila- 

tion  and  draining  the  blood ;  or  when  this  flushed  con- 
dition appears  and  has  been  allowed  to  remain  long 

enough  to  congest,  can  aid  it  greatly  by  raising  both 
of  the  carotid  arteries  and  injecting  up  into  each  side, 
manipulating  the  facial  tissue  while  doing  so  to  facili- 

tate the  passage  of  the  red  blood  corpuscles.  In  ord- 
inary cases,  arterially  embalmed,  moist  cloths  on  the 

face  will  aid  somewhat  in  securing  a  cosmetic  effect, 
but  if  kept  on  too  long  or  too  moist,  they  cause  that 
peculiar  shriveling  and  shrinkage  of  the  skin  which 
occurs  when  the  hands  are  kept  in  water  for  any  length 
of  time.  Where  it  is  essential  that  the  face  should 
not  be  allowed  to  dry  out  too  much,  thin  application  of 
facial  cream  will  go  far  toward  keeping  the  skin  soft 
and  velvety,  and  in  that  excellent  condition  which 
should  be  the  aim  of  every  conscientious  embalmer. 

It,  therefore,  should  be  apparent  that  not  only 

should  a  sttfficient  quantity  of  fluid  reach  the  capillar- 
ies, to  insure  preservation  and  disinfection,  but  enotigh 

shoitld  pass  through  them  to  wash  out  the  seeds  of  dis- 
coloration and  decay.  In  many  eases  this  can  be  ac- 

complished with  the  average  fluid;  but  I  am  qtiite  cer- 
tain that  the  embalmer  who  wishes  to  be  permanentlv 

rid  of  that  foe  to  cosmetic  effect — putty  color — will 
be  compelled  to  use  a  fltiid  far  more  blood-solvent  than 
any  raw  formaldehyde  fluid  possibly  can  be.  I  know 
of  no  fluid  which  will  accomplish  this  to  anywhere  near 
the  extent  which  a  peroxide  of  hydrogen  fluid  will, 
because  the  peroxide  which  constitutes  its  principal 
disinfecting  base  is  itself  fifteen-sixteenths  composed 

OFFICIAL  NOTICE  FOR  FURNITURE  WORLD 
READERS 

To  Members  and  Prospective  Members 
of  the 

Canadian  Erabalmers'  Association 

Your  Executive  will  meet  soon  to  arrange  programme 
for  the  next  convention.  Have  you  something  to 
offer  that  will  help  them  ;n  thoir  deliberations?  Don't 
be  backward  in  offering  your  views.  We  want  your 
advice.     Address  communications  to 

FEED  W.  MATTHEWS,  Secretary, 
65.5  Spadina  Ave.,  ToTonto. 
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of  the  very  element  which  nature  uses  to  reach  and 
cleanse  the  capillaries — oxygen.  It  is  a  safe  thing  to 
remember  that  the  worse  the  condition  of  the  body 
when  it  comes  into  your  hands  and  the  greater  the 
presence  of  capillary  or  surface  discoloration,  the  more 
vital  the  necessity  for  using  the  proper  fluid  in  order 
that  the  proportion  of  formaldehyde  shall  be  reduced 
as  low  as  possible,  so  as  to  secure  a  penetration  which 
could  not  be  obtained  were  a  harsh  or  heavily  formal- 

dehyde-laden fluid  used. 

DOC.  FERGUSON  RECOVERING 

Dr.  G.  W.  Ferguson,  Canadian  manager  of  the  Cham- 
pion Chemical  Co.  has  been  heard  from  in  the  West, 

where  he  has  been  for  some  time.  The  Doctor  met  with 
an  auto  accident  last  month,  which  accounts  for  that 

Dr.  G.  W.  Ferguson 
Well-known  "Champion"  man. 

"Scotch  limp,"  while  he  is  ;:lowly  creeping  upon  us 
here  in  the  East,  where  he  will  soon  open  up  the 
Muminer  home  at  Kew  Beach,  Toronto. 

CANADIAN  SOLDIERS'  GRAVES  IN  ENGLAND 

The  lirighton,  Eng.,  Parks  Committee,  have  had  be- 
fore them  a  letter  from  Captain  C.  L.  Turnbull,  Can- 
adian Administrative  Headtpiarters,  stating  that  it  is 

the  desire  of  the  Canadian  authorities  to  mark  the 

graves  of  Canadian  soldiers  buried  in  the  United  King- 
dom with  temporary  memorial  crosses  executed  in 

oiled  oak,  to  be  replaced  by  pei'manent  memorials  at  a 
later  dale,  and  recpiesting  permission  to  place  these 

O— 

crosses  on  the  graves  of  Canadian  soldiers  buried  in 
the  Brighton  Borough  Cemetery.  The  chairman  re- 

ported thereon,  and  it  was  resolved  "That  the  per- 
mission applied  for  be  granted  subject  to  the  observ- 

ance of  any  directions  of  the  superintendent  of  th<: 
cemetery,  and  that  the  applicant  be  supplied  with  a 
description  of  the  crosses  which  are  being  placed  on 
the  graves  of  British  soldiers  so  that  similar  ones  may 

be  used  for  the  graves  of  Canadian  soldiers  if  desired" ; 
also  "That  Lieut-Col.  Burchett  be  informed  of  the  pro- 

posed arrangement  for  placing  crosses  on  the  graves 

of  Canadian  soldiers  in  the  Borough  Cemetery." 

ONTARIO  CITY  KEEPS  MOVING 

It  is  very  noticeable  in  St.  Thomas,  says  a  corres- 
pondent, that  the  place  is  quite  alive  and  turning  from 

dead  conditions  to  those  of  a  fiery,  spicy  and  patriotic 
institution.  As  an  instance  the  store  building  former- 

ly occupied  by  Gardner  and  Popham,  undertakers,  is 
now  turned  into  a  shooting  gallery.  And  the  building 
which  the  Kerr  Undertaking  Co.  occupied  for  twenty 
years  has  lately  been  reopened  by  the  most  modern 
shot  sports,  where  one  can  learn  to  shoot  anything  from 
germs  to  Germans. 

CANADIAN  ASSOCIATIONS  CONVENTIONS 

No  date  has  yet  been  fixed  for  the  annual  meeting 
of  the  Western  Funeral  Directors  Assn..  though  it  is 
quite  probable  that  it  will  be  held  during  the  first  or 
second  week  in  July. 

The  Saskatchewan  association  will  meet  at  Regina 
on  July  23,  24  j*nd  25. 

Neither  the  Alberta  nor  British  Columbia  associa- 
tions have  arranged  their  programs  as  yet. 

The  Canadian  Embalmers'  Association  Executive 
will  meet  early  in  July  to  arrange  for  their  annual 
school  and  convention  during  the  last  week  of  August 
and  first  week  of  September. 

D.  Andrews,  secretary-treasurer  of  Dominion  Manu- 
facturers, Ltd.,  was  forced  to  postpone  his  western 

trip  a  month.  He  hopes  to  get  away  sometime  during 
the  month  of  June. 

The  Schoraberg  Cemetery  Association,  with  head 
office  at  Schomberg,  Out.,  has  received  a  Provincial 
charter.  Geo.  Fred.  Skinner,  undertaker  of  that  vil- 

lage is  one  of  the  provisional  directors. 

Mi)inmnini)iitiiiiiiiiit)uiprirrjuir)iiiiiiiiiiiM 

AN  IDEAL 

FUNERAL  CAR 

Before  placing  your  order  for 
a  motor  vehicle  write  us  for 

prices.  We  build  to  order  or 

will  submit  original  designs. 
fVe  also  manufacture 

Undertakers '  Carriages,  Motor  Wagons,  etc. 
WM.  H.  WATTMAN 

237  Mutual  Street  TORONTO,  Ontario 
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CORRESPONDENCE 

A  Well-Merited  Criticism 

Canadian  Furniture  "World  has  received  from  an 
esteemed  correspondent — a  travelling  salesman  for 
one  of  our  good  furniture  lines,  and  who  sends  us  his 
credentials — the  following  critical  letter  anent  a  story 
which  recently  appeared  in  these  columns.  We  with- 

hold the  name  for  the  present,  until  we  can  send  a 
representative  to  investigate  the  truth  of  this  yarn.  As 
we  did  not  vouch  for  the  Flint-McLaughlin  story  we 
can  but  be  fair  and  publish  this  criticism  here : — 
Dear  Editor : 

I  waited  a  whole  month  for  your  May  number  to  be 
distributed,  hoping  in  the  meantime  that  some  one 
would  put  on  the  boxing  gloves,  and  hammer  the  day- 

lights out  of  Bob  Flint,  and  ("Mac")  McLaughlin,  or 
at  least  make  some  protest  against  that  fish  story ;  but 
not  a  syllable.  So  having  raged  inwardly  for  all  these 
weeks,  I  must  now  voice  my  displeasure. 

Every  "good  fellow"  likes  a  story,  and  one  game 
enough  to  permit  some  play  of  the  imagination  to  enter 
into  it.  In  other  words,  a  certain  amount  of  elasticity, 
even  a  slight  stretching  of  the  truth.  But  even  grant- 

ing this  latitude,  every  one  prefers  to  have  the  story 
sound  reasonable  and  able  to  believe  all  that  was  said 
to  be  possibly  true. 

Now,  if  you  please,  we  might  believe  the  fish  ate 

worms  from  "Mac's"  hand.  Every  one  knows  he  has 
Avorms.  We  might  go  further  and  grant  that  the  fish 
would  flop  up  onto  the  bank  when  he  saw  him  coming. 

In  fact,  we  Avouldn't  reject  the  story  in  toto  if  he  had 
been  satisfied  in  telling  us  the  fish  finally  forsook  the 
pond  altogether,  and  became  his  daily  companion, 
but  when  he  undertakes  to  tell  the  intelligent  readers 

of  the  Furniture  World,  that,  "The  following  summer 
while  strolling  down  by  the  pond,  his  pal,  the  fish,  made 

a  miss  flop,  fell  in  the  pond,  and  was  drowned,"  thea 
it  is  that  silence  is  no  longer  a  virtue. 
Why,  my  dear  Editor,  every  one  knows  who  has 

ever  eaten  one  that  a  salt  mackerel  or  a  dried  herring 

wouldn't  drown,  if  either  were  to  fall  into  an  ocean  of 
water,  even  though  they  had  been  well  cured  for  ten 
years.  You  would  further  testify  to  the  fact,  that  they 
keep  on  clamoring  for  water,  and  more  water,  for  days 
after  their  mastication. 

Now,  Mr.  Editor,  don't  think  these  lines  have  been 
penned  through  any  feeling  of  jealousy  or  pique.  My 
criticism  is  based  wholly  upon  the  fact  that  any  right- 
minded  person,  young  or  old,  would  recognize  such  a 
yarn  as  the  production  of  a  diseased  mind,  cut  on  the 

bias;  in  fact,  a  pure  prevarication — "The  fish  fell  in 
the  pond  and  was  drowned."  Rats!  Mac,  please  keep 
away  from  ponds  in  the  future. 

A  Real  Fi —  Snake  Story 

Mr.  Editor,  T  do  not  feel  like  rjuitting  this  subject 
without  giving  you  an  illustration  of  just  what  I  mean, 
by  telling  a  story  (any  old  story)  having  some 
semblance  of  truth. 

I  have,  as  you  know,  a  brother  Charley, 

our  boyhood  days  were  spent  on  father's  farm  over  in 
Michigan.  Now,-  one  of  Charley's  dominant  char- 

acteristics was  tender  heartedness.  He  had  a  place 
in  his  affections  for  all  animals,  birds  and  reptiles.  He 

would  go  out  of  his  way  to  avoid  possible  suffering,  to 
even  a  worm. 

On  that  old  farm  was  one  field  that  Mother  Nature 
had  left  on  edge ;  it  was  either  up  hill  or  down  at  every 
step.  The  night  before  the  day  my  narrative  begins 
there  had  been  a  terrific  fall  of  rain,  and  every  hollow 
place  had  become  a  miniature  lake,  and  the  side  hills 
furrowed  out  where  the  water  had  rushed  down  to  the 

low  spots.  One  of  these  rivulets  had  met  an  obstruc- 
tion in  the  way  of  a  fairly  good-sized  rock.  The  water 

for  the  moment  dammed  up,  finally  began  to  find 
escape  at  the  side  of  the  rock,  and  the  earth  was 
washed  out  at  either  side,  sufficiently,  at  last,  to  loosen 
and  finally  dislodge  the  rock,  which  rolled  down  the 
hill,  and  by  one  of  the  perverse  laws  of  chance,  found 
lodgment  at  the  very  moment  a  large  rattlesnake  was 
passing  that  very  point.  Mr.  Rattler  all  but  escaped, 
but  the  rock  stopped  just  in  time  to  catch  the  tail  of 
his  snakeship. 

This  particular  field  was  always  held  for  providing 
the  night  pasturage  of  the  milch  cows,  and  it  was 

Charley's  first  morning  chore  to  bring  up  the  cows  for 
milking,  and,  in  getting  around  them  he  passed  near 
the  dislodged  rock  and  made  the  discovery  of  the 

rattler's  sad  plight.  One  of  the  rails  from  the  old 
rail  fence  served  the  purpose  of  a  pry,  and  in  a  few 
moments  Mr.  Rattler  was  freed. 

We  were  always  told  in  our  youth,  that  certain  birds, 
animals,  and  reptiles,  were  entirely  lacking  in  any 
sense  of  gratitude,  and  that  the  snake  family  possessed 
the  least  of  all.  Naturally,  he  felt  he  had  done  all  that 
could,  or  would  be  expected  of  him,  from  Mr.  Rattler, 

but  if  "The  exception  proves  the  rule,"  this  particular 
one  certainly  did  appreciate  what  brother  had  done, 
and  in  every  possible  manner  showed  his  thankfulness. 
He  would  rub  up  against  his  legs,  raise  his  head,  and 
receive  the  friendly  pat,  and  ask  for  more.  All  this 
had  taken  time,  and  as  the  morning  chores,  milking 
included,  were  all  a  before-breakfast  task,  brother 
turned  away  from  his  new  admirer,  and  started  to  get 
the  cows  headed  toward  the  barn  yard.  It  may  be 

that  father's  "hurry  up"  call  may  have  had  something 
to  do  with  it.  Great  was  brother's  siarprise  to  see  Mr. 
Rattler  right  at  his  heels,  and  was  Johnny  on  the  spot, 
when  the  yard  was  reached,  with  the  resiilt  that  Mr. 
Rattler  became  one  of  the  family,  and  his  greatest 

pleasure  was  to  crawl  up  on  brother's  lap  at  meal  tim(\ 
and  in  the  early  evenings  this  was  his  favorite  resting 
place.  At  night  he  would  lay  curled  up  on  top  of 

brother's  bed,  and  if  the  night  was  cold,  Mr.  Snake 
would  crawl  down  under  the  bed  covers.  In  the 
morning  he  would  lay,  with  head  well  raised,  watching 

every  nv)ve  of  brother's  dressing,  and  when  the  shoes 
were  tied,  off  the  bed  he  would  get  and  have  a  few 

minutes'  frolic  before  going  downstairs. 
One  night  brother  woke  up  from  some  unknoAvn 

cause  and  immediately  detected  a  draft  of  cold,  fresh 
sir  Knowing  the  windows  in  his  room  were  closed,  he 
wondered  where  it  could  come  from.  As  was  his  wont, 

he  began  to  feel  around  for  his  chum,  Mr.  Rattler,  but 
he  was  nowhere  to  be  found,  neither  above,  nor  under 
the  covers.  His  search  was  brought  to  an  end  by  hav- 

ing Mr.  Rattler  give  his  old  "rattle  box""  a  lusty shaking.  This  was  an  entirely  new  experience,  as  Mr., 
Rattler  went  to  bed  for  all  night  when  he  did  go,  but 

the  rattling  continuing  left  no  doubt  as  to  where  i+ 
Avas.  Brother's  room  was  just  at  the  head  of  the 
?tairs,  and  as  friend  rattler  paid  absolutely  no  heed 
to  his  call  or  whistle,  he  decided  that  IMr.  Snake  ha  1 
gotten  up  in  his  sleep,  crawled  down  stairs,  besame 
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awakened,  and  lost  in  the  dark.  So  down  stairs  goes 
brother  to  the  resene. 

If  snrprised  at  Mr.  Rattler's  desertion  he  was  donb^y 
so.  Avhen  he  went  into  the  sitting  room  (from  whenc^ 
had  come  the  sonnd  of  old  rattle  box),  to  discover  not 
only  the  source  of  the  draft  of  fresh  air,  but  also  the 

cause  of  Mr.  Rattler's  midnight  ramble.  The  window 
pushed  to  the  top  of  the  frame,  a  burglar,  Avho  was  in 
the  act  of  making  his  exit  loaded  down  with  the  family 
plate,  had  been  made  captive  by  Mr.  Rattler,  who  harl 

coiled  himself  about  the  burglar's  neck.  Eyes  glitter- 
ing, tongue  protruding,  and  the  hissing  so  terrorized 

the  burglar,  tliat  he  hadn't  made  a  single  move,  for  fear 
the  deadly  fang  would  find  a  place  in  his  flesh. 

The  cause  of  the  rattling  also  was  soon  apparent. 

Aside  fi'om  his  snakeship's  intent  of  awakening  the 
family,  he  had  let  enough  of  the  lower  2iortion  of  his 
body  inert,  so  his  rattler  was  well  below  the  raised 
sash,  and  to  such  good  purpose  was  his  rattlers  em- 

ployed, that  not  only  the  family,  but  the  sheriff  who 
lived  across  the  road,  was  awakened.  That  function- 

ary soon  had  the  "darbys"  on  Mr.  Burglar's  wrists, 
and  headed  toward  the  county  jail. 

Now,  Mr.  Editor,  have  I  made  my  ease  clear  to  you? 
Can  you  not  see  the  evident  distinction  in  the  two 
narratives?  I  should  have  stated  earlier  in  my  story, 
the  fact,  that  any  one  who  visited  at  our  home,  was 
an  accepted  friend  with  our  pet,  and  was  always  wel- 

comed by  him  ever  afterwards.  Who  dares  say  the 
lower  order  of  life  has  no  reasoning  faculties,  and  can 
not  discern  between  the  regular  and  the  irregular? 
Rattler  knew  that  Mr.  Burglar  was  not  an  acceptable 

visitor,  even  for  a  few  moments'  sojourn,  and  also 
proved  beyond  all  cavil,  its  desire  to  serve,  not  only  my 
brother,  who  had  been  his  savior,  but  the  whole  family. 

Not  long  after  the  above  noted  event,  our  friend  con- 
tracted some  disease  of  the  lungs  and  passed  away,  but 

not  Avithout  many  a  tear  having  been  shed  by  all  of  us 
at  home,  and  should  you  be  going  past  the  old  farm, 
over  in  Michigan,  walk  over  to  the  southeast  corner  of 

the  garden,  thei'e  you  will  see  to  this  day,  a  little  grass 
knoll,  and  above  it  a  wooden  tablet  marking  his  rest- 

ing place,  together  with  the  refpiest  that  all  future 
oAvners  should  leave  the  spot  undisturbed.  Up  to  this 
day  the  re(juest  has  been  fully  complied  with. 
And  now,  Mr.  Editor,  my  little  contribution  is 

finished,  except  you  will  grant  my  re(|uest,  to  call  at- 
tention to  the  moral  lesson  that  may  be  learned — i.e., 

to  my  fellow  travellers,  don't  tell  any  such  fish  stories 
such  as  Bob  Flint  accredits  "Mac"  with  telling,  but 
keep  to  the  narrow  path  as  I  have  done.  In  fact,  let 

your  conversation  be  "yea"  and  "nay,"  always  bear- 
ing the  semblance  of  "being  the  whole  truth,  and  noth- 
ing but  the  truth." 

Trusting  T  have  not  made  the  telling  to  long,  or  made 
an  extravagant  use  of  good,  white  paper  at  fifteen  cents 
per.    Thanking  you,  T  am,  dear  Editor, 

Very  sincerely  yours, 
X.  Y.  Z. 

EMBALMING  URGENTLY  NEEDED  IN  ENGLAND 

\V.  Oliver  Nodes,  of  London,  Eng.,  that  leader  in 
funeral  directing  in  Britain  whose  word  is  always 

listened  to  on  both  sides  of  the  ocean,  writes  to  Thi- 
British  Undertakers  Journal  about  an  interesting  con- 

dition of  the  profession  in  England,  at  present. 
Our  business  as  undertakers  at  present  is  threatened 

with  one  of  the  most  serious  positions  that  it  has  yet 
had  to  face.  I  refer  to  the  combing  out  of  men  engaged 
in  our  trade.  Everywhere  there  is  shortage  of  labor; 
coffin  makers,  coachmen,  and  men  engaged  in  all 
branches  of  our  business  are  gradually  going.  Tt  is 
so  serious  that  the  leaders  of  our  business  are  discus- 

sing ways  and  means,  and  doing  all  they  can  to  grapple 
with  this  tremendous  difficulty.  The  public  are  learn- 

ing of  this  bad  state  of  affairs  because  many  people 
are  suffering  great  inconvenience,  being  compelled  to 
endure  insanitary  conditions  in  their  homes  for  the 
reason  that  the  undertaker  is  unable  to  cope  with  the 
high  death-rate  that  has  now  been  obtaining  for  some 
weeks.  Some  of  the  press  have  taken  the  matter  up. 
and  one  of  our  big  London  papers  speaks  of  this  grave 
danger  to  public  health  which  has  become  a  public  dis- 

grace and  scandal. 

My  one  thought  in  referring  to  this  matter  is  thut 
there  is  every  possibility  for  the  same  conditions 

continue ;  moreover  in  a  fcAv  more  months  to  be  g7-ave]y 
accentuated  as  the  hot  weathei'  approaches.  We  all 
know  the  insanitary  conditions  of  a  body  in  the  sum- 

mer, and  those  conditions  in  very  many  cases  manifest 
themselves  a  few  hours  after  death. 

This  brings  me  to  my  ))roposition  and  the  nersonal 
note  of  my  lettev.  Will  not  the  trade  agree  that,  tak- 

ing all  these  things  into  consideration,  they  will  be  do- 
ing something  to  minimize  these  .shocking  conditions, 

if  they  can  go  to  the  house  of  mouruinsr,  and  with  a 
little  knowledge  of  post-mortem  sanitation  be  able  to 
place  a  body,  no  mattei-  how  bad  it  may  be  and  how 
hot  the  weather,  in  a  nerfectly  sanitary  condition. 
Then  the  coffin  caii  be  delayed  Avithout  any  fear  of 
something  terrible  happening,  and  funerals  can  be 

i-egulated  and  so  relieve  the  great  pressure  at  the  ceme- 
teries. 

T  shall  perhaps  haA^e  friction  Avith  manA-  embalmers 
AA'hen  T  suggest  that  we  should  so  to  our  brethren  in  all 
narts  of  the  country  and  imnart  this  simnle  sfinitarA' 
knoAvledge  to  them.  We  should  not  attemnt  to  teach 

arterial  embalming.  That  Avill  probabh^  come  lat"r. 
Tavo  or  three  lessons  should  suffice  to  eouin  a  man  Avi+h 
this  essential  knowledee.  and  the  instruments  and  dis- 

infectants necessary  for  the  Avork  Avould  be  ouite  a 
small  item.  So  far  as  T  am  nersonallv  concerned  I 

am  ready  to  go  to  auA'  town,  south,  east,  or  west,  T  w^s 
ffoing  to  add  north,  but  there  are  some  t^^'chers  there, 
if  thev  will  forget  the  old  notions  that  we  held  on  thi=: 
subiect.  in  the  face  of  a  grave  nublic  danger  and  go 
out  and  do  some  good  Avork  for  the  common  weal. 

If  readers  of  the  "II.  J."  think  the  matter  Avorth 

taking  up.  T  ask  them  to  be  busy  hoav  Don't  Avait  for 
something  to  turn  nn!  Tie+  me  knoAv  your  toAATi  and 
see  if  AVP  can't  fix  the  matter  up. 

Dear  Mr.  Editoi'.  T  hone  that  there  Avill  be  no  need 
for  a  lengthy  controversy  on  this  matter.  Some  of 
the  B.  U.  A.  National  Council  have  sooken  similarly  to 
this  before  and  if  it  s^ems  good  to  them,  they  will.  T 
knoAV,  sunrort  it. 

Canadian  School  of  Embalming 
Instruction  in  Practical  Embalming:  and  Funeral  Directing 

PREPARATION  FOR  EXAMINATIONS 
New  AddrcM 

R.  U.  STONE  525  Sherbourne  St. 
Principal  Toronto 
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SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 

CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 

and  why  YOU  Should  Use  It! 

It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fltiid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 

portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 

balming Fluid. 

We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 

balming fiuids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 

tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 

which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 

sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 

Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 

H.  S.  ECKELS  &  COMPANY 
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First  Membership  List  of  C.E.A. 

Below  is  given  a  list  of  members  of  the  old  Under- 
takers' Association  of  Ontario  for  1885,  when  J.  R. 

Mclntyre  of  St.  Catharines,  was  president,  and  tlie  late 
V,.  F).  Hlaehford  of  Hamilton,  was  secretary: 

List  of  Members 

Honorary  Members 

A.  Rciiouanl,  Kansas  i'My . 
P.  Hlako,  Dotioit,  Mich. 
W.  W.  Hal|>in,  President 
Montreal  Undertakers' 
AssoRiation,  Montreal. 

M.  Hughes,  Winnipeg. 
(J.  Le|(iiie,  Quebec. 

Members 

A.skin,  R.,  Markdale. 
Allin,  D.,  Newcastle. 
Anderson,  A.  .1.,  Wingham. 
Anderson  &  Nugent,  Lind- 

say. 
Addison,  W.  &  Son,  Nor- wich. 
Atkinson,  .los.,  Florence. 
Uartlett,  H.  €.,  Linwood. 
Boon,  T.,  Bothville. 
Hurling,  A.,  Aurora. 
Blachford    &  {Son,  Hamil- 

ton. 
Barber,  .T.  L.  &  Co.,  Wat 

ford. 
Barry,  Geo.,  Ooderieh. 
Brady,  P.  P.,  Ottawa. 
Barr,   W.   0.,  Drumbo. 
Brock,  R.  W.,  Belfountain. 
Bull,  H.  &  Son,  Thornbury. 
Butler,  A.  W.,  T'horold. 
Beal,  .John  II.,  Pickering. 

Bartlett,    R.   .W.,  Smith's Falls. 
Marbour,  J.,  Gait. 
Hvrne,  E.,  Barrie. 
Holl,  E.,  Broekville. 
Hurkholder,  S.  &  .1.,  StoiifP ville. 

Beirel,  C,  Markham. 
Belleghem,  R.,  Peterhoro. 
TUnton,  Mrs.  F.,  Duudas. 
Bolton,  A.  F.,  Mount 

Brydges. 
Buist,  R.,  C'hesterville. Bolton  &  Son,  Bolton. 
Bcuglet,  H.,  Tilbury  Centre. 
Hlanford  &  Son,  Vienna. 
BaUcr,  .).,  Waterdown. 
Hoyd,  .).  .Ir.,  Mitchell. 
Brooks,  K.  J  I.,  Mount  Al- bert. 
Best  &  Palmer,  Paris. 
Burnett,  H.,  Branii])ton. 
Bennett,  A.  A.,  Clinton. 
Borrett,  .1.,  Vankleek  Hill 
Cliapin,  O.  A.  &  Sons,  C!ol- 

borne. 
Clifford,  I).,  Branlford. 
('nnningham  Bros.,  Trenton, 
('hapnian,  .1.  M.  Sons,  Ham- ilton. 
Cronmiller,  0.,  Welland. 
Cook,  IL,  Watford. 

Crane,  W.,  Chatsworth. 
Cornell,  A.  B.,  Goderieh. 
Coltart    &    Neilson,  Chat- ham. 

Carpenter,  S.  B.  W.,  Till- sonburg. 

(loiuistock.  A.,  Peterboro. 
Clegg,  A,  Peterboro 
Corbeau  Bros,  Penetangui- sheiie. 
Cliinie  &  Hay,  Listowel. 
Cauthers,  W.,  Creemore. 
(Jlint,  E.,  Broekville. 
Cosgrove,    T.    G..  Keinpt- ville. 

Campbell,  J.  C,  Beaverton. 
Church,  .T.,  Delhi. 
(!ullen  .1.  &  Co.,  Comber. 
Cameron,   A.  M.,  Wallace- town. 
(lauHield,  H.  &  Co.,  Aylmer. 
Coats,  J.,  Simeoe. 
(lamp,  D.  M.  &  Son,  SmiMi- ville. 

Campbell  &  Abraham,  Strat- ford. 
(Iriiickshank,  .T.,  Weston. 
Cole,    1.    &    Son,    Ma  I  lory- 

town. 
Davis,  .7.  M.,  Port  Perry. 
Dillane,   A.,  Patnierston. 
Dodds,  A.,  Bolton. 
Donalilson,  .1.,  Almonte. 
Darroch,  .1.,  Stayner. 
Dwyer,  .1.,  Hamilton. 
Deihl,  Geo.,  Clinton. 
Drennen,  W.  M.,  Kingston. 
Drake  &  .Joyce,  Windsor. 
Dalton,  .T.,  Deseronto. 
Davidson,  A.,  Lucknow. 
Endress,    P.,    New  Ham 

burgh. 

Ellsworth,  E.  J.,  Port  Col- borne. 
Eddy,  J.  L.,  Harrietou. Edwards,  W.,  Gananoque. 
Edwards,  W.  A.,  Ford- wich. 

Egan,  J.  F.,  Keenansville. Eitle,  .J.  v.,  Wellandport. 
Ennis,  J.,  North  Augusta. 
Kiev,  R.  .T.,  Campbellford . 
Ferguson,  .T.,  Loudon. 
Frost,  J.  G.,  Belleville. 
Finck,  W.  A.,  Leami]igtor.. 
Ford  &  Bentley,  Blenheim. 
Fisher,  C,  Salem. 
Fessant,  W.,  Teeswater. 
Foi-bes,  G.,  Shakespeare. 
Frost,  O.  &  Sou,  Tweed. 
FoUiott,  T.,  King. 
Farmer  &  Wickett,  York. 
Foster  Bros.,  Burford. 
Guggisljerg  Bros.  &  Co., 

Preston. 
Goidon,  D.,  Goderieh. 
(ieorge,  .1.  T.,  Port  Hope. 
Gidley,  C.  &  S.,  Exeter. 
Grobs,  Bros.,  St.  'Catharines 
(iillott,  J.,  Millbrook. 
Gilibard  &  Son,  Nai)anee. 
Genge,  D.,  Ahinston. 
Gracey,  S.,  Winigham. 
Gill)ert  &  Lighthall,  Picton. 
Gibson,  VVm.,  Mount  Forest. 
(<lenni(>    &    McLean,  Lan 

caster. 
('Oodwin  &  .Jennings,  St. 

Thomas, 
(irant,  D.  .Jr.,  Singhamirton. 
(Jawley,  J.,  Binbrook. 
(iriffin,  .J.  W.,  International Bridge. 

Gillott,  T.,  Millbrook. 
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Science  in  Operating 

By  Chas.  O.  Dhonau 
From  the  Cincinnati  t'ollege  of  EmbalmiTig-  and  the Pathologic  Institute  of  the  Cincinnati 

General  Hospital. 
( Continiied  front  last  month ) 

When  we  inject  a  thin,  dry  body,  we  know  that 
a  normal  fluid  containing  five  per  cent,  of  formal- 

dehyde gas  is  capable  of  mummifying  the  body;  desic- 
cating it ;  causing  it  to  become  brown  in  color,  and  the 

skin  to  become  shrunken  and  dry.  Knowing  that,  we 
do  not  use  a  nornuvl  fluid,  because  preservation  of  a 

body  for  funeral  pui'poses  does  not  necessitate  mummi- fication. 

AVe  use  a  solution  which  is  just  one-half  the  normal 
strength  for  the  first  bottle  of  the  injection  and  not 
more  than  three-quarters  of  the  norm.al  strength  for 
the  balance  of  the  injection,  and  obtain  good  preserva- 

tion without  destroying  the  appearance  of  quiet  sleep. 
When  it  comes  to  the  heavy  moist  dropsical  or  edema- 

tous ease,  we  use  the  surplus  power  that  we  saved  from 
the  injection  of  the  dry,  thin,  body,  and  bring  it  to  bear 
on  the  excessive  moisture  condition.  For  example,  We 
use  normal  fluid  for  the  first  bottle,  one  and  one-quarter 
normal  for  the  second  bottle,  and  one  and  one-half 
normal  for  the  third  bottle,  and  regulate  our  injection 
so  as  to  get  the  maximum  power  into  the  work.  As 
where  is  usually  enough  excess  moisture  in  the  body  to 
e(|ualize  the  extra  power  of  our  fluid,  we  obtain  a 

degree  of  preservation  that  gives  us  a  very  natural  life- 
like appearance.  In  arranging  our  fluid  for  the  injec- 
tion in  these  cases  we  try  to  take  the  apparent 

moisture  percentage  of  the  body  and  arrange  the  pei-- 
centage  of  fluid  so  that  preservation  is  secured  without 
sacrificing  the  appearance  of  the  case. 

When  we  receive  a  body  with  the  ears  and  neck 
discolored,  we  press  the  discolored  parts  to  demon- 

strate the  apparent  mobility  of  the  blood.  If  the  blood 
disappears  under  pressure  we  know  that  we  can  safely 
use  a  half-strength  fluid  for  the  first  bottle  of  the  iti- 
jeetion,  if  the  blood  seems  to  disappear  partially,  under 
pressure  we  use  a  capillary  wash  ahead  of  the  fluid  so 
as  to  get  the  maximum  action.  If  the  blood  does  not 
disappear  at  all  under  the  pressure  we  use  a  capillary 
wash  and  select  the  double  carotid  and  internal  jugular 
method,  the  strongest  method  we  know  of  for  removing 
resisting  blood  diseolorations.  If  we  are  unable  to 
move  the  blood  diseolorations  with  the  last  method,  we 
know  that  we  have  done  all  that  was  possible  for  the 
ease,  and  then  use  cosmetics  and  light  effects  to 
neutralize  the  color. 

If  in  raising  an  artery  we  find  the  arterial  wall  thick 
and  brittle,  having, the  appearance  of  being  sclerosed 
f arterioclerosis)  we  expect  to  have  some  difficulty  in 
causing  the  fluid  to  penetrate  properly  and  uniformly. 
We  use  more  than  a  normal  pressure  in  such  cases  and 
know  that  anything  less  would  not  suffice.  In  one 
sided  paralysis  cases,  we  expect  to  find  the  arteries  of 
the  i)araly/.ed  side  sclerotic,  so  we  pass  over  to  the 
opposite  side  of  the  body  for  the  artery  to  be  injected. 
When  our  injection  has  been  completed,  Ave  expect  the 
jiaralyzed  side  to  show  little  or  no  formalhehyde  efiPects, 
since  the  tissues  have  been  below  normal  since  some 
time  before  death. 

In  working  on  such  cases  as  would  be  found  with 
cyanosis  (congestion  of  the  vessels  of  the  face)  Ave 
understand  that  the  cause  of  the  trouble  is  a  shut  off 

in  the  venous  side  of  the  heart  or  pulmonary  cii'cula- 

tion  and  that  as  long  as  we  can  move  the  discoloration 
under  pressui"e,  we  can  apply  the  axillary  injection 
and  drainage  and  relieve  the  trouble.  Where  the 
blood  discoloration  is  removed  Avith  difficulty  under 
pressure,  we  use  the  double  carotid  injection  with  a 
blood  solvent  or  capillary  Avash  to  help  us  cleanse  the 
vessels. 

In  the  case  of  amputation  of  the  loAver  limbs  as  in 
railroad  accidents,  where  the  patient  has  lived  long 
enough  to  have  received  hospital  care,  we  do  not  ex- 

pect a  leakage  from  the  vessels  of  the  stub  ends  and 
consequently  give  them  no  attention  until  Ave  are  ready 
to  bandage  them  after  the  injection.  Where  the 
patient  has  died  from  loss  of  blood  befo:  ;-  reaching  the 
liospital,  we  use  plaster  of  paris  paste  over  the  entire 
stub  end  before  beginning  our  injection,  in  order  to 
avoid  a  leakage  of  fluid  through  the  severed  vessels. 

This  information  is  given  to  show  that  those  who  do 
not  care  to  be  scientific  are  laboring  under  a  severe 
handicap.  Their  work  would  be  much  easier  if  they 
Avould  study  their  cases  as  Ave  do.  Success  in  the  diflfi- 
cult  cases  is  only  the  standard  by  Avhich  professional 

men  in  our  Avoi'k  sliould  be  judged  from  the  operative standpoint. 

Undertakers,  like  physicians,  can  hold  a  practice 
only  as  long  as  their  service  is  satisfactory  to  the 

people. Undertakers  must  not  forget  that  to  neglect  small 
details  is  to  soav  the  seeds  of  dissatisfaction. 

No  undertaker  has  ever  been  so  strong  that  he  has 
prevailed  against  the  competitor  Avho  proved  to  the 
people,  by  his  work,  that  he  could  be  depended  upon  to 
do  the  right  thing  at  the  right  time;  that  he  treated 
everyone  with  due  consideration ;  that  he  had  the  ut- 

most respect  for  not  only  the,  feelings  but  the  pocket 
books  of  his  patrons;  and,  that  he  considered  it  a  duty 
to  society  to  concern  himself  in  ever}^  po.ssible  thing 
that  would  help  to  solve  its  problems. 

The  undertaker  who  acts  as  though  the  Avorld  Avas 
made  for  him,  and  that  he  OAves  nothing  to  society,  i^ 
building  on  a  foundation  of  quicksand. 

TUBERCULOSIS  CAUSES 

3  per  cent,  of  all  deaths  beloAv  the  age  of  5. 
8  per  cent,  of  all  deaths  ages  5  to  9. 
24  per  cent,  of  all  deaths  ages  10  to  19. 
34  per  cent,  of  all  deaths  ages  20  to  29. 
27  per  cent,  of  all  deaths  ages  30  to  39. 
17  per  cent,  of  all  deaths  ages  40  to  49. 
10  per  cent,  of  all  deaths  ages  50  to  59. 
5  per  cent,  of  all  deaths  ages  60  to  69. 
2.5  per  cent,  of  all  deaths  ages  70  to  79. 
0.8  per  cent,  of  all  deaths  ages  80  and  over. 
Three  deaths  from  tuberculosis  at  age  100  or  over  oc- 

curred in  one  year  in  the  United  States  registration area. 

Note  that  about  one  out  of  every  three  deaths  be- 
tAveen  ages  20  and  29  are  from  tuberculosis. 

One  out  of  every  four  deaths  betAveen  ages  10  and  50 
are  from  tuberculosis. — Life  Extension  Institute. 

Bichloride  of  mercury  has  tAvice  the  poAver  of  killing 
bacteria  that  formaldehyde  has,  yet  it  is  not  availabb- 
for  use  in  embalming  fluids  because  on  reaching  the 
arterial  system  it  comes  in  contact  with  basic  elements 
Avhich  precipitate  the  metallic  merciiry,  renderiiig  it 
absolutely  Avortlhess  for  killing  bacteria  in  the  dead body. 
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ONTARIO 

Bobcaygeon — 
Byng,  O.  C. 

Bowmanville,  Ont. — 
Morris  &  Son,  L.  'Phone  10, 

Burks  Falls — 
Hilliar,  Joseph.    Box  213. 

Coboconk — 
Greenley,  A. 

Dorchester,  Ont. — 
Logan,  R.  A.     'Phone  2107. 

Dungannon — 
Sjiroul,  William 

Dunnville — 
D.  P.  Fry. 'Phone  68. 

Elmira — 
Dreisinger,  Chris. 

Hamilton — 
Blar-hford  &  Sons, 

57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 
Eobinson,  J.  H.  &  Co., 

■19-21  John  St.  N. 

Hunts  ville — Hilliar,  Joseph. 

Ingersoll — Mclntyres. 
F.  W.  Keeler  and  E.  A. 
Skinner,  props. 

Ksmptville — McCaughey,  Geo.  A. 

Kingston — Corbett,  S.  S. 
Eeid,  Jas.,  254  Princess  St. 

London — 
Ferguson 's  Sons,  John 

174  to  180  King  St. 
Orillia^ 

W.  A.  Straehan, 
Successor  to 

H.  A.  Bingham. 
Phone  453. 

D.  Clark.    Tel.  159. 
Mundell,  J.  A.      Phone  126. 

150  Mississaga  St. 

Oshawa — Disney  Bros. 
Luke  Burial  Co. 

Port  Perry — Disney,  R.  S. 

Schomberg — F.  Skinner. 

St.  Catharines — • Grobb  Bros. 
144-146  St.  Paul  St. 

St.  Thomas- William,  P.  R.,  &  Sons,  519 
Talbot  St. 

Stirling — Ralph,   Jas.        Phone  102. 

Stratford — Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 

Toronto — Cobblediek,    N.    B.,  2068 
Queen  St.  East  and  1508 Danforth   Ave.  Private 
Ambulance. 

J.  A.  Humphrey  &  Son, 
463  Church  St. 

Eaper,  Washington,  Fleury 
Burial  Co.,  685  Queen  St. East. 

J.  C.  Van  Camp, 
30  Bloor  St.  W. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Thedford— Woodhall,  J.  B. 

Wallaceburg — Cousins,  Burlington  &  Saint. 

Welland— 
Patterson  &  Dart 
Sutherland,  G.  W. 

Woodstock — Mack,  Paul. 

Whitby— Nicholson  &  Seldon. 

QUEBEC 
Montreal — Tees  &  Co.,  912  St.  Catherine 

St.  West. 

NEW  BRUNSWICK 

Moncton — Tuttle  Bros.,  164  Lutz  St. 

St.  John— Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — Campbell  &  Campbell. 

Dauphin — Farrell,  A.  F. 

Winnipeg — .Clark-Leatherdale  Co.  Ltii. 
232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — Broadfoot  Bros. 

Saskatoon — Young,  A.  E. 

c 

A  R  A  N  A 

EMBALMING  FLUID C 

f  ARANA, 
ra  
I'hMitl  tl  Scltiii  lU  Pritritil  £if« 
'  Of  FXTRMfloiHARr  SIREHBTB 

C.VRANAC  LABORATORY 

A  Product  of  Science  and 
Practical  Experiment 

OF  EXTRAORDINARY 

STRENGTH 

Its  qualities  have  been  thoroughly 
tested  in  the  most  difficult  cases  and 
found  superior  to  any  other. 

Your  efficiency  depends  to  a  great 
extent  on  the  qualities  of  your  em- 

balming fluid. 

The  fluid  that  will  produce  results  is 

CaranaC 

Your  order  by  mail  will 

prompt  attention 

receive 

Caranac  Laboratory 

Peterborough,  Ont.,  Can. 

The  Original 

Patented 

Concentrated 

Fluid 

Patented  Formula 
Strongest  and  Best 

Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 

ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formnla 

Special  Canadian  Agents 

National  Casket  Co. 
Toronto,  Ont. 

GLOBE  CASKET  CO. 
London,  Ont. 

SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 

GIRARD  &  GODIN 
Three  Rivers,  Que. 

JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 

CHRISTIE  BROS. 
Amherst,  N.S. Larger  Bottles  filled  np  with  water 

Egyptian  Chemical  Co.  Boston,  u.s.a 
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Index  to  Advertisers 

B 

Beauehamp  &  Co   12 
C 

Canada  Furniture  Mfrs   11 
Canadian   Feather   &  Mattress 
Co   9 

Canadian  School  of  Embalming  54 
Caranac   Lal)oratories    57 
Champion  Chemical  Co  i.b.c. 
Chesley  Furniture  Co   18 
Chicago    Furniture  Exhibitors 
Association    14 

Classic   Phonograph  Co   47 
Columbia  Graphophone  Co.   ...  35 

D 

Dominion  Toy  Co.    1.5 

Du  Pont  Faib'rikoid  Co   12 
E 

Eckels,  H.  S.  &  Co   55 
Kgvptian  Chemical  Co   57 
Rlora  Furniture  Co   12 

F 
Farquharson-Gifford  Co.,  Ltd...  6 
Furniture  Manufacturers  Exhi- 

bition BIdg   16 

a 
Gold  Medal  Furniture  Co   1.3 
Greer  &  Son,  A.  B   55 

H 
Heineniann  Phonograph  Sup])]y 

Co.,  Otto   '.  -»1 Hourd  &  Co   15 
I 

Imperial  Eattan  Co   6 
K 

Kindel  Bed  Co   5 
Knecluel  Furniture  Co   20 

M 

Man  del  Mfg.  Co   -13 Matthews  Bros.  Ltd   15 
Maxwell  Mfg.  Co   53 
Meaford  Furniture  Co   17 
McLagan  Furniture  Co.,  Geo...o.f.c. 
Montagnes  'Co.  ('Sonora)    19 
Mundell  &  Co.,  John  C  i.f.c. 

N 
North  American  Bent  Chair  Co.  10 
N.  A.  Furniture  Co   58 
National  Table  Co.  Ltd   58 

O 
Owen  Sound  Chair  Co   58 

P 
Parkhill  Mfg.  Co  o.b.c. 
Pathe  Freres  Co.  of  Canada  .  .  39 
Phillips  Mfg.  Co.  Ltd   9 
Pollock  Mfg.  Co   45 
Pullan,  E   58 

B 
Eegal  Phonogra])h  Co   37 

S 
Standard  Bedding  Co   10 
Sanitarv  Bedding  Co   15 
Shafer  &  Co.,  D.  L  i.f.c. 
Stratford  Chair  Co   4 

T 
Toronto  Fuiniture  Co   12 

V 
Victoria\  il]e  Furniture  Co   Ill 

W 
Watman  Co  
Walter  &  Co.,  B  i.f.c. 

For  Sale 

Wanted 

TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents,  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 

UNDERWOOD  TYPF.WKITERS— Thorougihly  rebuilt,  look  like 
new,  wear  like  new.  Guaranteed  five  years.  Less  than  one- 
half  manufacturers  prices.  Free  inspection,  and  sold  for 
cash  or  payments.  Send  for  proposition  and  protect  your- 

self with  copies  of  letters  and  orders  written.  Address, 
Arthur  O.  Secord  Co.,  Limited,  Dept.  6,  Brantford,  Ontario. 

UPHOLSTEBEBS  WANTED — Several  good  positions  for  first- 
class  upholsterers.  Highest  wages  paid.  Apply  to  Box  24, 
Furniture  World.  f.t.f 

WANTED — An  assistant  with  knowledge  of  embalming,  with  a 
reliable  funeral  director,  a  single  man  preferred.  State  age, 
experience  and  correct  address,  for  a  personal  interview. 
Apply  at  once.     Box  33,  Canadian  Furniture  World,  Toronto. 

-Je 

WANTED — An  assistant  who  can  (mbalm  and  trim.  Good  o]' 
por'uuity  to  right  jtarty,  married  or  single.  Wi'ite  Mrs.  A. 
Greer,  Lyn,  Ont.  m-je 

This  Hearse 

FOR  SALE 
CHEAP 

to  quick  buyer 
Write  Box  34 

Canadian  Fnrnitnre 
World 

32  Colborne  St.  Toronto 

The  National  Table  Company,  Limited 

The  Owen  Sound  Chair  Co.,  Limited 

The  North  American  Furniture  Co., Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High 
Grade  Dining  Room,  Bedroom,  Hall, 

Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 

STERILIZED 

P0LI
SHIN

6 L^RAGS 
rrmiS  AMD 

^1  CHEES
E 

iLJ^  CLOTH 

E.    P  U  LLAN 

20  MAUD  STREET TORONTO 
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Champion  Fluid 

16  oz. 

100%  Pure  Chemicals 

Richest  and  Purest  compound 

that  will  remain  in  solution,  con- 

sequently the  most  economical 

to  use.     It's  Worth  the  Price. 

Made  in  Canada 

from  Canadian  Chemicals 

CHAMPION  REPUTATION 

gained  by  many  years  of  fair  dealing  and 

honest  goods  is  in  each  bottle  of  Champion 

Fluid.  ̂   Nothing  but  the  best  and  purest 

ingredients  are  used,  which,  combined  with 

our  many  years  of  experience,  makes  Cham- 

pion most  dependable. 

Champion  Fluid,  Baker,  Champion  and  Boyd  Steel  Vaults,  Morgue  Furniture,  Church  Trucks, 
Cooling  Boards  and  Couches,  Embalming  Instruments,  Grips,  Cosmetics, 

Hardening  Compound,  Disinfectants,  Demi  Surgery. 

LARGEST,  BEST  AND  MOST  COMPLETE  LINE  IN  THE  WORLD 

The  Champion  Chemical  Co.,  Springfield,  O. 

DR.  G.  W.  FERGUSON,  Canadian  Manager 

50  Leuty  Ave.,  Kew  Beach 

TORONTO 



No.  83  Drop-Side  Couch 

Practically  every  home  can  use  this  adaptable  couch. 

The  frame  is  substantially  constructed  of  heavy  angle  steel,  to  which  is 

attached  by  full  helicals  the  "  Alaska"  twisted-link  fabric.
 

The  drop  sides,  when  in  use,  are  supported  by  drop  legs,  making  tipping 

impossible,  and  to  add  to  the  comfort  of  this  couch  there  is  a  buoy
ant  central 

undersupport  of  nine  coil  springs  just  where  the  most  weight  
comes. 

The  finish  is  black  japan,  or  oxidized.  Length  72",  Width  (ope
n)  46" 

(closed)  27". 

Good  quality  soft  green  denim  cushion,  with  valance.  A  very  comf
ortable 

and  useful  couch  or  three-quarter  bed  if  desirable. 

The  Parkhill  Manufacturing  Co.,  Limited 

Successors  lo  the  Alaska  Feather  &  Down  Co.,  Umiled 

Makers  of  Bedsteads  and  Bedding 

MONTREAL TRAOt  MARK 

"Alaska  on  an  article  means  high-grade  every  particle" 
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McLAGAN  BEDROOM  FURNITURE 

OF  QUALITY 

This  bedroom  suite,  Queen  Anne  Design,  is  one 

of  the  most  popular  sellers,  and,  coupled  with 

McLagan  Quality,  will  create  business  where 

ordinary  lines  lie  dormant. 

It  is  made  in  American  Walnut  and  Mahogany, 

and  is  within  the  reach  of  the  customer  you  have 

been  dealing  with.  Drop  a  line,  and  we  will  be 

pleased  to  give  you  further  information. 

The  George  McLagan  Furniture  Co.,  Limited 

Stratford  Ontario 

i][=]E 
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The  Universal  Car 

for  the  kiddies,  their  choice 

the  year  Vound,  here  and 

everywhere,  indoor  and  out. 

East  of  the  West  of  the 
Great  Lakes  Great  Lakes 

No.  2— Two  to  Three  Years    $1.50  $1.75 

No.  3— Three  to  Four  Years     2.00  2.25 

No.  4— Four  to  Eight  Years     2.50  2.7.5 

These  prices  strictly  maintained.  Prices  to  dealers  on  applica- tion. 

PATENTED  APRIU  3RO.  1917 

Selling  Agents 

John  C.  Mundell  &  Co.,  Ltd. 
Elora,  Ont. 

The  Canadian  K.  K.  Company,  Ltd.  -  elora  -  Ontario 
Sole  Canadian  Rights 

THE  WABASH  SLIDE 

MADE  BY 

B.  WALTER  &  CO.,  WABASH.  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE  Manufacturers   in  America. 

SLIDE  making  a  SPECIALTY  BUSINESS 

Became  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articlei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 

DEALERS— INSIST  on  WABASH  SLIDES 

Tennessee 

Cedar  Chests  | 

Absolutely  mothproof.  \ 
Made  in  three  popu-  | 
lar  sizes.   Best  copper  j 
trimmings    used  j 
throughout.  I 

Every  Woman 
Wants  One 

Their  handsome  ap- 
pearance and  great 

utility  make  them  fa- 
vorites with  all.  The 

price  will  enable  you 
to  make  a  good  profit. hogany 

in  Three  Sizes. 

D.  L.  SHAFER  &  COMPANY,  ST.  THOMAS,  ONTARIO 
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DIRECTORY  OF  MANUFACTURERS 

Geo.  McLagan  Furniture  Co. 
Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Farquharson-Gifford  Co.,  Ltd. 
Specialists  in  Revolving  Seat  Davenport 
Bed>,Living  Room  Furniture  and  Divanettes 

Stratford  Chair  Co.,  Limited 
Diners,  Rockers,  Bedroom  Chairs,  Office, 

Den  and  Library  Chairs,  Children's  Chairs. Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 

Davenport  Beds. 
Living  Room  Furniture. 

Globe-Wernicke  Co.,  Limited 
Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 

Cabinet  Supplies,  Stationers'  Goods. 

Imperial  Rattan  Co.,  Limited 
Upholstered  Reed  and  Willow  Furniture  ol 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields,  "Old  Hickory" Rustic  and  Garden  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 
Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Chairs  and  Tables 

Stratford  Bed  Co.,  Limited 
Brass   Beds  and  Costumiers. 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 
Office  Furniture. 

Co-Operative  Effort 

Builds  Trade 

Because  of  the  quality  Stratford 

Furniture  Manufacturers  build  into 

every  piece  of  furniture,  and  because 

of  the  ready  profit  in  their  selling, 

our  dealers  have  pushed  their  sales 

up  to  larger  and  larger  volume  each 

succeeding  year. 

Stratford  Products  are  the  real  earn- 

est study  of  what  the  people  want 

and  need.  They  attract  the  atten- 
tion of  all  classes  at  prices  that 

appeal  to  the  pocket  book. 

When  ordering  your  stock  for  Fall 

Trade  consult  the  directory  on  this 

page  and  then 

BUY  IN  STRATFORD 
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Real  Outdoor  Furniture 

You  will  surely  w
ant  to 

handle  the  best  and  most 

profitable  line  of  outdoor 
furniture  this  Spring — that  is 

99 
"Old  Hickory 

The  only  logical  outdoor 
furniture 

For  spacious  lawns  and 

grounds  nothing  is  more  sub- stantial and  beautiful  than  a 

well  planned  "Old  Hickory" 
setting. 

Prompt  shipments  now.  New 
50-page  catalog  on  request. 

Imperial  Rattan  Co. 
_       ,     ,       Limited         ^  ̂ 
Stratford  Ontario 

CAMP  FURNITURE 

No.  40 

This  camp  furniture  is  bound  to 
be  a  winner.    Get  it  on  your 
floors,  it  will  bring  you  a  good 

profit. 

No.  22 

Now  is  the  time  to  act. 

Order  at  once. 

THE  "STRATFORD 

No.  17 

Orders  will  be  filled  within  24  hours 
of  their  receipt. 

Stratford  Mfg.  Co. 
LIMITED 

Stratford,  Ontario No.  15 

0' 
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Quality  in  Chairs 

The  beauty  of  design,  choice  selection  of  materials  used, 

and  the  exquisite  finish  of  Stratford  Chairs  are  sure  to 

meet  with  the  utmost  approval  of  your  most  particular 

customers.  Stratford  Chairs  have  borne  a  reputation 

for  salability,  unsurpassed  by  none,  and  you  will  be  both 

surprised  and  delighted  with  the  results  attained  in  new 
customers  and  increased  business. 

Order  now  for  Fall  delivery. 

The  Stratford  Chair  Company,  Limited 

Stratford  Ontario 
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Triangular 

Construction 

means 

Strength 

OUR 

New  Triangular  Divanette 

For  simplicity  of  operation,   perfect  con- 
struction, and  genuine  comfort,  it  takes 

the  lead  of  all  other  Divanettes  offered  to 

the  trade  to-day  at  anything  near  the  price 
that  we  are  asking  for  it. 

We  can  assure  you  that  when  you  see  this 

Bed  you  will  agree  with  us  that  our  inven- 
tor, who  originated  the  idea  of  Divanette 

Beds,  is  still  leading  all  others  in  this  class 

of  invention.    Seeing  is  believing. 

May  we  send  you  a  sample  Bed  for  inspection  ? 

Sanitary  Bedding  Co.,  Limited 

Toronto,  Canada 

Watch  for  our  big  "ad"  next  istue 

WANT 

ADS 

BRING 

RESULTS 

2  cent*  per  word 
per  insertion 

THE 

CANADIAN 

FURNITURE 

WORLD 

J  F  you  have  something-  for  sale  try  a  want ad.  in  our  ad.  column,  and  you  will  be  sur- 
prised at  the  results. 

32  COLBORNE  STREET 

TORONTO 

OUR 

CIRCULATION 

COVERS 

THE  FIELD 

2  cents  per  word 

per  insertion 
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All  Under  One  Roof 

July,  1917 
iillllllllllllllllllllllllllllllllllllllllilllllllllllllllllllllllllllllllllllll 

An  opportunity  to  see  the  greatest  aggregation  of  MADE-IN-CANADA 

Furniture  to  be  found  between  Halifax  and  Victoria. 

DO  NOT  FAIL  TO  CALL  AND  SEE 

OUR  GREAT 

MIDSUMMER 

FURNITURE 

EXHIBITION 

held  at  our 

Toronto  Showrooms 

136-140  King  Street  East 

It  will  pay  you  to  call  and  see  our  new  lines  before  purchas- 
ing or  loading  up  with  FOREIGN-MADE 

GOODS  at  much  higher  pri'-";s. 

BUY  CANADIAN  GOODS 

Keep  your  money  at  home.  Canada  needs  both  money 
and  men.    It  is  a  good  policy  at  any  time,  but  especially 

good  just  now. 

Call  and  see  what  we  have  to  offer. 

ONLY  EXCLUSIVE  PERMANENT  WHOLESALE 

FURNITURE  SHOW  ROOMS  IN  CANADA 

ANADA  rURNITUREMANUFACTURERS 

Limited 

WOODSTOCK,  ONTARIO 
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Chairs  of  Quality 

This  engraving  illustrates  our  No.  2022 

Living  Room  Rocker  in  Quarter  Cut  Oak, 

to  be  had  in  any  finish.  This  Rocker  is 

upholstered  with  a  very  durable  spring  seat 

construction  with  Craftsman  Leather,  Tap- 

estry, or  No.  1  Leather. 

This  is  one  of  our  new  designs,  and  will 

create  more  than  ordinary  attention  on 

your  floor. 

The  North  American  Bent  Chair  Company 
Limited 

Owen  Sound,  Ontario 

Royal  Patent  Twin  Link  Spring 

IS  THE  BEST  YOU  CAN  SELL  OR  RECOMMEND  TO  YOUR  CUSTOMERS 

iliiiiiiiiiiiiiillillllilllllilllllliilllllllillllll 

guaranteed 

10 

years 

unexcelled 

for 

quality 

The  most  comfortable,  noiseless,  and  lightest  Bed  Spring  of  this  character  ever  devised. 

Small  mesh  openings,  longitudinal  double  wire  links  of  just  the  proper  size  for  flexibility,  resili- 
ence, comfort  and  strength.  There  are  no  loose  connecting  links  cross-wise  to  become  displaced 

and  noisy.  The  straight  pull  of  the  twin  links  on  the  helical  springs  means  great  comfort  for 
both  occupants  of  a  double  bed.  as  there  can  be  no  sagging  whatever.     Write  for  booklet. 

The  Canadian  Feather  &  Mattress  Co.,  Limited  ̂   ottawa 
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99 

1 

n 

/^UK.  representatives  are  now 
showing  this  line  for  the 

season  of  Nineteen -Seventeen 

and  Eighteen. 

It  will  undoubtedly  be  to  your 

advantage  to  inspect  it  before 

placing  orders. 

Write  us  to  make  sure  your 
name  is  on  our  list. 

Ontario 

Woodenware  Company 

KITCHENER,  ONT. 

F.  C.  BRANDT     -         -        Sale,  Manager 

H.  BELLINGER  - 
WM.  BUCHANAN 
D.  W.  ALBRIGHT 
B.  J.  WALKER  - 

EASTERN  PROVINCES 
ONTARIO 

-      -      -  QUEBEC 
WESTERN  PROVINCES 

'\    hi  i 

Princess 

SULKYEnE 

Surpasses  in  elegance,  luxury 

and  comfort,  any  cart 
on  the  market. 

We  are  in  a  position  to  take 

care  of  your  rush  orders 
for  Summer  Business. 

'Tit  for  the  Child  of  a  King" 

Manufacturing Company 

LLOYD 

Kitchener,  Ont. 

SEASON  1917-1918 

SLEIGHS 
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Popular  Priced 

High  Grade 

Correct  Period 

Dining  Room 

and  Bed  Room 

Furniture 

O'  ■  '  "  ■  a 

i  Factories  and  | 
I  Showrooms  for  | 
I  Ihe  trade  only  | 

I  Dujfferin  St.  j 
i  Toronto.  i 

%BRIKQll
^ 

•  eo..u.»  PAT.orr. 

SELLS  FURNITURE 

It  is  the  one  pledge  of  quality  that 

every  buyer  recognizes.  He  knows 
the  whole  piece  is  perfect  if  the 
upholstery  is 

Craftsman  Quality  Fabrikoid 

If  you  want  this  endorsement  for  your  fur- 
niture use  CRAFTSMAN  QUALITY 

FABRIKOID  and  say  so.  Attach: 
Craftsman  Quality  Tag  to  every  piece  you 
ship  out  and  link  up  with  the  largest  and 
most  productive  advertising  campaign  ever 
undertaken  for  an  upholstery  fabric. 

You  will  find  satisfaction,  profit  and  pres-' tige  in  offering  a  proauci  to  the  trade  With 
CRAFTSMAN  QUALITY  QUALITY TAGS 

Du  Pont  Fabrikoid  Co. 
Wilmington,  Del. 

FACTORIES :  Newbuigh,  N.Y. 
Fairiield,  Conn.  EJizabelb,  N.  J. Toronto,  Onl. 

Qiiiiiiii 

o  Mm 

BURNISHED  ROMAN  GOLD  ANTIQUE  FRAMES 

WE  introduced  them  to  the  trade.  WE  made  a  price  that  beat  them  all. 

WE  maintain  the  lead  we  gained.       WE  have  established  a  quality  name. 

WE  give  better  goods  for  less  money. 

THE  BIG  CANADIAN  MOULDING  HOUSE 

MATTHEWS  BROS.,  LIMITED 

788  DUNDAS  STREET TORONTO,  CANADA 

Make  a  seasonable  window 

while  you're  at  it 
Put  in  a  few  Peerless  Folding  Tables  as  a  reminder  to 
those  who  are  preparing  for  the  yearly  hike  to  the  summer 
cottage,  the  camp  and  also  to  those  no  less  comfort-loving 
stay-at-homes  who  take  their  pleasures  on  the  spacious 
verandah  or  in  the  shade  of  the  old  apple  tree.  You 
know  full  well  the  various  uses  to  which  a 

i 

fflPEERLESS 
'    FOLDING  TABLE- 

can  be  put. 
uses  to  your 

We're  still  busy;  but  we  can  promise  you  quick  delivery 
if  you  send  your  order  in  at  once. 

Make  your  window  displays  suggest  these customers  and  others. 
Dept.  W. 

Hourd  &  Co.,  Limited  ̂ ti;^^^.-"'  "Sn^^o 
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NO.  328  IS  ONE  OF  OUR 

POPULAR  PERIOD  PATTERNS 

Excellence  of  design  and  good  proportions,  together 

with  our  Empire  Mahogany  Finish,  are  qualities 

which  have  made  this  suite  a  first-class  seller.  The 

details  are  remarkably  well  carried  out  and  are  quite 

in  keeping  with  the  William  and  Mary  period  which 

they  represent — we  have  these  goods  in  stock  and 
can  ship  promptly. 

THE  KNECHTEL  FURNITURE  CO 
LIMITED 

HANOVER  ONTARIO 
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THE  MEAFORD  LINE 

We  have  used  advertising  space,  repeatedly  headlining  Bed  Room  Furniture 

until  nearly  every  Furniture  Dealer  is  stocking  liberally,  and  profiting  by  our 

efforts  in  Dressers,  Chiffoniers,  Dressing  Tables,  Beds,  etc.,  in  Surface  Oak, 

Blended  Mahogany,  Walnut,  White  and  Old  Ivory, 

AND  NOW 

TO 

DINING  ROOM 

FURNITURE 

I 

ill 

1 
 « 

THIS 

COLONIAL  DESIGN 

IN 

SURFACE  OAK 

GOLDEN  OR 

FUMED 

CLAIMS  ATTENTION 

Out  Range  Covers 

Dining  Room  Suites 
Wardrobes 

Medicine  Cabinets 
Hall  Racks 
Mirrors 
Desks 
Bookcases 

Library  Tables 
Centre  Tables 
and 

Jardiniere  Stands. 

Drop  us  a  line 

for  information 

MEAFORD  MANUFACTURING  CO.,  Limited 

MEAFORD,  ONTARIO 
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1  The  Gold  Medal  Line  | 

I          Comfortable  Living  Room  Pieces  now  take  the  foremost  place  in  upholstered  | 

I             furniture.    No  furniture  dealer  can  afford  to  have  these  lines  unrepresented  | 

I                in  his  stock.  We  are  well  prepared  with  a  number  of  ele  gant  designs  | 

I                   in  chairs  and  chesterfields,  and  a  splendid  assortment  of  fine  | 

I                                  English  Tapestries  for  prompt  delivery.  | 

* 

I  The  Gold  Medal  Furniture  Mfg.  Co.,  Limited  f 

I  Factories  at  TORONTO,  MONTREAL,  WINNIPEG  and  UXBRIDGE  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^^^^^^^^^^ 
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Columbia  Dealers  Are 

Doing  Their  
"Bit"! 

It  is  a  recognized  national  need  that  there  should  be  MUSIC  on 

the  lips— and  in  the  hearts  and  HOMES  of  a  people  at  war. 

"  The  soldier  who  sings"  and  the  nation  that  keeps  its  spirits  up 
is  the  one  that  wins,  according  to  General  Bell,  and  Columbia 

dealers  are  doing  a  patriotic  service  in  carrying  the  inspiring 

force  of  music  into  every  home  and  every  community. 

Here  is  one  thing  you  are  pretty  sure  to  know  if  you  are  a 

Columbia  dealer.  And  something  you  ought  to  know  if  you're not : 

A  Columbia  list  is  not  just  a  list  of  records.  It's  a  list  of  BIG 
SELLERS-not  ONE,  not  a  FEW,  but  EVERY  record  in  it. 

It's  a  picked  Hst.  A  list  of  WINNERS— artists,  selections,  all 
the  way  through. 

Columbia  Graphophone  Company 

Factory  and  Headquarters: 

Toronto       -  Canada 

■I 
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Speed  Up  Summer  Fumiture  Sales  this  Month 

Now  is  the  time  to  make  a  strong  drive  on  verandah, 

porch  and  lawn  furniture — Suggestions  for  the  campaign. 

By  Wm.  J.  BRYAN'S 

THE  time  is  now  at  hand  for  the  dealer  to  make 

his  strongest  drive  for  trade  in  summer  furni- 
ture lines.  The  present  is  the  psychological 

moment  and  the  most  should  be  made  of  it.  The  time 

to  go  fishing  is  when  it  is  known  that  the  conditions 
are  favorable  for  biting,  and  in  the  same  way,  the  time 
to  go  strongest  after  summer  furniture  business  is 
when  demand  is  most  likely  to  be  easily  induced. 
Now  is  that  time. 

Gcod  Opportunities  for  all  Dealers 

Locality  may  play  an  important  part  in  the  amount 
of  trade  in  summer  lines  that  a  dealer  may  be  able  to 
corral,  but  no  one  will  gainsay  the  statement  that  there 
are  good  opportunities  for  every  dealer.  Of  course,  if 
you  are  located  in  a  big  summer  resort  district,  there 
will  be  a  good  demand  from  campers  fcr  furnishings 
for  summer  cottage  and  camp.  But  even  if  you  are 
not  so  favorably  located,  there  are  opportunities  just 
the  same.  Tliose  who  remain  at  home  are  interested 
in  their  personal  comfort  just  as  much  as  those  who 
betrke  themselves  to  summer  homes,  and  are  on  the 
lookout  for  such  furniture  as  will  give  them  comfort 
as  well  as  pleasure  in  the  appearance  of  their  summer 
surroundings. 

It's  Up  to  the  Dealer 
There  is  no  doubt  about  the  opj^ortunities  for  trade 

existing,  but  the  extent  to  which  tliey  will  be  cashed  in 
on  depends  to  no  little  extent  upon  the  dealer  himself. 
If  he  wishes  to  get  his  full 
share  of  pos.sible  business 
he  must  put  forth  the  neces- 

sary efforts. 
The  degree  to  which  he 

impresses  summer  furni- 
ture on  prospective  cus- 

tomers and  gets  them  talk- 
ing about  desirable  lines, 

determines  to  a  large  ex- 
tent the  trade  that  he  will 

get  in  those  lines.  Sug- 
gestion is  an  important  fac- 

tor in  making  sales.  The 
showing  of  porch  chairs  in 
an  aj)pro|)riate  setting  will 
suggest    to    the  customer 

Good  interior  display  of  sum 
suggoNtions  to 

that  she  similarly  e(iuip  her  porch,  and  sales  accord- 
ingly follow.  The  power  of  suggestion  extends  even 

further  in  working  for  the  dealer.  One  woman  visits 

another'who  has  fitted  out  her  porch  in  a  comfortable 
and  attractive  manner.  She  is  pleased  with  its  ap- 

pearance, and  as  a  result  decided  to  make  a  similar 
purchase.  This  chain  of  suggestion  plays  an  im- 

portant part  in  sales.  For  this  reason  it  is  desirable 
to  make  sales  just  as  early  as  possible  in  the  season,  so 
that  the  purchases  of  early  patrons  will  influence 
others. 

Display  in  Appropriate  Manner 

A  series  of  appropriate  displays  of  summer  lines 
should  be  arranged  in  both  window  and  interior,  and 
as  much  as  possible,  these  displays  should  be  set  in 
natural  surroundings.  Showing  furniture  in  an  ap- 

propriate setting  has  a  great  influence  on  customers. 
The  series  of  displays  should  embrace  all  the  lines  that 
can  be  included  under  the  name  of  summer  furniture. 
One  showing  may  be  of  verandah  furniture,  another  of 
sleeping  porch  suggestions,  anotlier  of  garden  and 
lawn  goods,  and  so  on.  By  making  fre(iuent  changes, 
the  full  range  may  be  shown  within  a  short  period. 

Back  Display  by  Advertising 

Store  display  should  be  backed  up  by  a  liberal  u.se 
of  advertising  space,  in  order  to  catch  the  attention  of 
those  who  may  not  pass  or  visit  the  store.  In  addi- 

tion to  newspaper  advertising,  a  good  many  dealers 
use  circulars  or  folders, 
which  may  be  distributed 
to  residents  of  summer 

camps  or  cottages,  who  are 
likely  to  be  interested.  In 
some  cases  the  distribution 
of  these  circulars  is  fol- 

lowed up  by  the  personal 
call  of  a  salesman,  and  this 
plan  often  creates  sales 
where  the  advertising  in 

itself  would  not  bring  re- 
sults. 

In  all  advertising  a 

catchy  heading  should  be 
used  and  followed  up  by  a 

mer  furniture  that  will  otter  i,  „     j.       •    4.      j     a-  x 
oilier  dealers.  short       introduction  to 
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Display  Summer  Furniture  in  Appropriate  Setting 

WINDOW  display  is  a  valuable  means  of  suggesting  suitable  summer  furniture  to  prospective 

buyez'S.  It  should  be  worked  to  the  full  limit  during  the  summer  months,  and  especially 
the  next  few  weeks.  In  arranging  disjilays  an  effort  should  be  made  to  conform  as  far  as 

possible  to  the  natural  conditions  under  which  they  would  be  used  in  verandah,  sleeping  porch, 
garden  or  camp  life.  Even  the  smallest  furniture  store  will  find  this  possible  and  valuable,  and 

w'ithout  a  great  deal  of  trouble.  Some  suggestions  are  offered  on  this  page.  Displays  surrounded 
by  natural  conditions,  not  only  attract  greater  .attention,  but  sell  more  goods. 



Ten  Commandments  for  the  Window  Trimmer 

Ten  rules  for  window  trimming  that  dealer  and 
display  man  should  be  well  acquainted  with 

By  A  STAFF  EDITOR 

WHEN  one  considers  how  insistently  and  per- 
sistently, The  Canadian  Furniture  World  has 

told  retailers  of  the  extreme  importance  of  the 
show  window  as  a  business  getter,  it  seems  that  every 
furniture  dealer  in  this  country  ought  to  be  profes- 

sional window  dressers  by  this  time,  but  many  of  the 
windows  encountered  to-day,  bring  another  thought. 
However,  the  leaven  is  working.  Changes  have  been 
many,  and  if  one  compares  conditions  ten  years  ago 
with  those  prevailing  now,  he  will  note  a  vast  improve- 

ment. Of  course,  with  the  change  came  greater  sales 
and  profits,  for  a  good  window  display  acts  as  an 
automatic  salesman. 
We  have  prepared  ten  rules  for  window  dressing 

that  the  dealer  would  do  well  to  get  ac(iuainted  with. 
They  are  as  follows: 

1.  Inasmuch  as  the  store  is  dependent  on  net  profit 
to  meet  rent,  light,  heat  and  payroll,  the  dealer  must 
confine  his  display  to  merchandise  yielding  an  assured 
net  profit. 

2.  Goods  should  yield  a  profit  that  will  encourage 
the  dealer  to  place  them  before  the  public.  In  other 
words,  the  dealer  is  not  warranted  in  playing  up 
standard  goods  that  ate ;  price-slashed  in  the  next 
block  or  ward. 

■i.  Windows  should  be  .so  Constructed  that  goods  can 
be  effectivbly  shown.  They  should  be  large  enough, 
have  proper  backgrounds  and  the  floor  such  a  height 

as  will  bring  the  goods  properly  in  line  with  customers' vision. 

4.  (y'tean  windows,  clean  disi)lays  tastefully  ar- 
ranged, and  frequently  changed,  sell  merchandise.  Our 

stores  need  every  sale  the  windows  can  assist  in  mak- 
ing. We  are  in  business  for  ourselves  and  are  pay- 

ing heavily  for  the  privilege  of  maintaining  these 
priMnises,  therefore  our  windows  must  reflect  order, 
good  taste,  and  carefully  arranged  goods,  from  which 
we  will  derive  a  full  [)rofit. 

5.  Each  window  display  should  be  planned  in  ad- 
vance. The  goods  to  be  displayed  should  be  eolleeted, 

so  that  the  display  may  be  put  in  place  as  speedily  as 
possible.  A  good  plan  is  to  draw  a  diagram  in  ad- 

vance as  an  architect  would  plan  the  rooms  of  a  house, 
and  then  place  each  item  in  its  apportioned  part  of  the 
window. 

6.  Use  plenty  of  good  show  cards  to  draw  the  atten- 
tion of  customers  to  the  goods  on  display  and  to  point 

out  the  features  that  are  likely  to  appeal  and  prove  of 
value  in  inducing  such  interest  as  will  result  in  a  sale. 
Good  show  cards  are  desirable,  but  even  only  fairly 
well  written  ones  are  better  than  none  at  all. 

7.  Do  not  overcrowd  your  window  as  many  dealers 
do  by  trying  to  show  everything  they  have  in  stock  at 
the  one  time.  The  result  is  a  conglomeration  with 
no  one  or  two  articles  standing  out  so  as  to  catch  the 
attention  of  even  the  cu.stomer  who  is  passing  quickly. 
Neither  is  it  desirable  to  show  too  few  goods,  giving 
the  window  a  vacant  appearance. 

8.  Wherever  possible,  show  goods  with  an  appropri- 
ate setting.  The  setting  is  often  as  important  in  mak- 
ing the  desired  suggestion  as  the  goods  themselves. 

Furniture  should,  if  possible,  be  shown  just  as  it  will 

appear  in  the  home. 
9.  Make  displays  seasonable,  so  that  goods  will  be 

brought  to  the  attention  of  customers  at  the  exact  time 
when  they  are  likely  to  be  most  interested  in  the  par- 

ticular line  shown.  Take  advanage  of  all  special  occa- 
sions to  firrange  displays  in  keeping. 

10.  Last,  but  by  no  means  least,  change  your  dis- 
plays fre(|uently,  so  that  something  different  will  be 

presented  to  customers  each  time  they  p^ss  the  store. 

When  a  pei'son  sees  the  same  display  in  a  window  for 
any  length  of  time,  he  or  she  naturally  loses  interest 
in  it.  Just  as  customers  will  not  read  the  same  ad. 
more  than  once,  neither  are  tliey  likely  to  look  at  the 
same  display  more  than  once,  unless  much  interested. 
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Advertising  a  Positive  Creative  Sales  Force 

To  appreciate  what  advertising  means  we  must  get 
down  to  its  fundamental  principles.  The  divert- 

ing of  trade  away  from  your  competitor  who 
does  not  advertise  is  not  its  primary  purpose.  Ad- 

vertising, in  its  correct  sense,  is  a  positive  creative 
force  well  calculated  to  make  people  feel  that  they 
actually  need  or  want  the  article  advertised,  as  well  as 
to  tell  them  where  it  can  best  be  secured.  In  its  proper 

application  advertising  has  "news"  value  as  well  as 
psychological  power.  It  not  only  supplies  certain  in- 

formation at  regular  periods  concerning  the  best  and 
most  economical  methods  of  supplying  the  needs  of  a 
normal  and  comfortable  existence,  but  operating 
through  well-established  psychological  laws  upon  the 
human  mind  it  gradually  implants  in  multiplied  men- 

talities the  idea  that  certain  things  are  needed  which 
were  never  before  regarded  as  necessary  to  human  con- 

tentment or  happiness.  It  enlarges  and  expands  the 

horizon  of  man's  daily  life  and  experience  by  bringing 
to  his  attention  new  commodities  designed  for  his  com- 

fort and  convenience  without  which  he  would  have  been 

perfectly  happy  in  his  ignorance;  but,  having  learned 
of  their  existence  he  cannot  find  it  in  his  heart  to  be 

happy  or  contented  until  he  possesses  them. 

To  illustrate  this  we  will  give  a  moment's  attention 

to  safety  razors,  an  article  that  so  many  retailers 
handle.  The  average  man  was  perfectly  willing  to  use 
an  old-fashioned  razor  all  his  life.  It  apparently 
answered  all  the  necessities  of  his  tonsorial  perform- 

ance. The  barber,  indeed,  still  finds  it  a  very  satis- 
factory implement  for  removing  the  beards  from  the 

faces  of  his  customers.  But  along  came  the  advertis- 
ing man  to  sow  the  seeds  of  dissatisfaction,  and  now  we 

find  safety  razors  in  use  by  the  millions.  Men  were 
graduallly  impressed  by  the  idea  that  they  were  be- 

hind the  limes  and  were  unnecessarily  depriving  them- 
selves of  a  source  of  comfort  and  convenience. 

One  of  the  fundamental  principles  of  advertising, 
therefore,  is  to  create  a  desire  to  obtain  a  certain  art- 

icle, the  other  principles  follow  from  this. 

A  Cockney  angler,  thinking  his  Highland  boatman 
was  not  treating  him  with  the  respect  due  to  his  sta- 

tion, expostulated  thus : 

"Look  here,  my  good  man,  you  don't  seem  to  grasp 
who  I  am.  Do  you  know  that  my  family  has  been  en- 

titled to  bear  arms  for  the  last  two  hundred  years'?" 
"Hoots — that's  naething, "  was  the  reply.  "My  an- 

cestors have  been  entitled  to  bare  legs  for  the  last  two 

thousand  years." 

lERUUB 
(UMIIUfli E.B.  CROMPTON&GO 

■miKS 

FURMISHIIteS  FOI  Tvr 
VERANDtH  M  SUK 

iER  COntGE 

Verandah  Chain 
Table':,  Hammocks 
Sdog  Couches.  Hats litlln< 

Split  Bamlw ScresRS 
Inning  Dud 

18.00 

39c 

$7.50 HAMMOCKS— <> 
$7.50 

65c 

$3.50 

'■'  49c 

LB. 

FURNISHING  THE 

SUMMER  HOME 
Fumi»hini  ihe  tounUj  (loaw  .v  iht  pft  eftuneol  lhooj;hi  ol  ihe  mometii 

.V(  Jy.r  fvrfxitlin;  you  nte4  loi  fetumiihini  ̂ nur  lifvuM— Cil).  counit,  nr    ,  , 
Jvj<«-(tom  p*'loi  I'.  klUhen,  tomplelel,.  fi>miurtjhl,.  miefoll,.  lofl  fci»nji'l 

CASH    OR  CREDIT 

rhrffi  u  thr*  *it  *  'fi'h  vondmul  oppolunirj. 

:  Metropolitan  House  Furnishmg  Co.,  Limited :  so  *  JI  NOTRE  DOIE  fTTREET  WLST 

I  Furnishings  for  Your  Summer  Cottagel To  transform  your  Cottage 
into  an  ideal  summer  place 
to  live  in,  is  not  such  a 
very  difficult  proposition. 
It  is  surprising  what  a  com- 

paratively few  dollars  will accompolish,  and  giving  a 
coolness  and  refinement, 
which  will  greatly  add  to 
that"  summer  vacation. 
Why  not  plan  today  for 

your  wants. 
Bave  You  SeeaTlie  Crex 
Grass  Rugs  and  Runners 

$100 
tL75 
M» 

S6,78  and  t7-flO 
S7JM)  ftod  M  76 

Ras  Rugs 

]  a.  M.W  la  HO ,1  „  wTttaian 
,1.1  iu.nwti4.n 

IC"  Discount  off  All 
Hammocks 

.ir  M'r^iiLlll.  11->--"l  '  SlHteKTb 

Japanese  Mats 

Draperies  |  C_ 

Regular  20c  »«'*• 
Extension  Rods 

Window  Shades hfutst  Sam  this 

Japanese  Sea  Grass 
Furnilure 

Old  Hickory  Fuminnre 

KOCUMO  OBAIU 

3 1 

R.H.WILU  AMS  ̂ SONS 

LIMITED THE  GLASGOW  HOUSE  

W  A  N  T  E  D— FUty  Nothers  to 
Buy  £ABY  CARRIAGES  at  Half 
Usual  Prices W,  >riiboai  b''&itBboi>  fiat  j-yo  fLod  so 
It'i-^er  or  liDtT  MtecUoD  baby  caJTU^  at  aB Vuiroiiver  Cmni'taL  Aannea  tad  GsgUod  bar* >  ifd  «ilh  tvh  "iSer  tft  prwi3«  tbr  best  a*d  Ihrj, 
■rv  aU  m  Ibi*  M'lectioo. 

$10  for  $5 

9}m  for  $10 

n  A  CrtKfC  FURNITORE 
nAjlUlUd  CO.  Limited 
41  BASTINCS  STRUT  WEST  <■ 

Baby  Carriages 
Extraordinory  Pric* ConceMiona 

•18.00 S18.00 tIS.OO 

DACTfltfl^C  FURNITURE 
UAOliillid  CO.  Limited 

■  ASTINOS  STRE£T  WEST 

Gr(>:ip  of  Kcasonable  ads.  booatin^^  snTmiier  furnitiuc  for  home  and  cottage,  ustd  by  dealeis  in  various  sections  of  Can^.da. 
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How  Peterborough  Firm  Follows  Up  Prospects 

Clegg  &  Co.,  Peterborough,  Ont.,  gel  names  of  people  who  look  at  furni- 
ture and  follow  up — Get  prospects  for  baby  carriages  from  birth  column. 

By  A  STAFF  EDITOR 

HOW  many  customers  enter  your  store  and  go  away 
without  purchasing?  Do  you  make  any  efforts 
to  follow  up  such  prospects  in  an  endeavor  to 

effect  sales?  If  not,  why  not?  Good  prospects  for 
furniture  are  not  so  plentiful  that  they  can  be  passed 
up  in  this  manner,  without  any  subsetiuent  effort  to 
cash  in  on  such  opportunities  for  making -sales. 

Gets  Name  of  Prospect  and  Calls  on 

One  firm  that  does  make  an  effort  to  follo.w  up  pros- 
pects and  find  it  productive  of  quite  good  results,  is 

Clegg  &  Co.,  George  St.,  Peterborough,  Ont.  When 
customers  come  into  their  store,  a  point  is  made  to  get 
their  name  and  address,  so  that  an  employee  of  .the 
store  can  call  on  them  in  an  effort  to  close  a  sale  of  the 
goods  they  were  looking  at. 

"The  value  of  getting  a  customer's  name  and  ad- 
dress for  this  purpose  was  recently  illustrated,"  stated 

Mr.  M.  H.  Drysdale  to  an  editor  of  THE  FURNITURE 
WORLD.  "A  customer  came  in  and  wanted  a  chair 
and  settee.  He  looked  over  our  stock  but  there  was 

apparently  nothing  that  appealed  to  him.  I  gleaned 
from  what  he  said  that  he  Avanted  a  high-class  article, 
and  was  prepared  to  pay  the  price.  I  got  his  name 
and  address,  later  procured  photographs  of  some  high- 
class  stiiff  such  as  he  wanted,  made  a  call  on  him  and 
made  a  sale  in  about  15  minutes.  If  we  had  not  fol- 

lowed up  this  customer  we  would  have  lost  a  big  sale." 

Prospects  for  Baby  Carriages  from  Birth  Column 

Another  method  used  to  get  after  good  prospects  is 

that  of  watching- the  local  papers  for  birth  notices.  A 
circular  is  sent  to  the  parents,  drawing  their  attention 
to  the  fine  range  of  baby  carriages  carried  by  the  store. 
Mr.  Drysdale  states  that  a  number  of  sales  have  been 
made  in  this  way. 

The  writer  suggested  that  the  same  idea  might  be 

used  in  getting  after  prospects  for  furniture  by  watch- 
ing the  local  papers  for  marriage  announcements.  Mr. 

Drysdale  agreed  that  this  was  true,  although  he 
pointed  out  that  young  couples  contemplating  marriage 
generally  made  a  practice  of  picking  out  their  furni- 

ture in  advance.  He  instanced  cases  where  goods  had 

been  purchased  months  ahead  of  the  occasion.  How- 
ever, even  when  the  bulk  of  furniture  is  bought  in  ad- 

vance, there  are  many  odds-and-ends,  the  business  in 
Avhieh  is  worth  going  after. 

Value  of  Room  Arrangement 

Clegg  &  Co.,  have  used  the  room  arrangement  idea 
for  showing  furniture  occasionally,  in  spite  of  the 
fact  that  they  do  not  handle  rugs  or  draperies,  and 
have  found  it  advantageous.  Mr.  Drysdale  says  that 
the  room  arrangement  occasionally  is  of  value  in  show- 

ing goods  up  in  a  different  manner.  There  is  need  of 
changing  things  around  so  that  they  will  be  presented 
to  (justomers  in  a  different  manner  on  each  visit. 

The  store  has  a  large  display  window  extending  into 
the  store  and  enclosed  at  the  rear  with  framework. 

This  allows  a  good  showing  to  be  presented  to  passing 
customers. 

Truthfulness  Pays 

Mr.  Drysdale  is  an  advocate  of  absolute  truthfulness 
in  the  selling  of  furniture.  He  points  out  that  it  is 
essential  if  the  trade  of  customers  is  to  be  retained, 
and  the  kind  of  customers  who  returns  again  and 
again  because  of  satisfaction  with  purchases  is  the  most 
valuable  kind  for  any  store. 

"We  had  a  customer  come  here  some  time  ago  who 
had  left  another  store  because  they  had  sold  him  furni- 

ture upholstered  in  leather,  which  they  had  told  him 
was  real  leather,  and  which  he  found  out  later  was  not. 
He  said  that  they  could  have  sold  him  the  goods  even 
if  they  had  told  him  the  truth,  but  it  was  their  deceit- 
fulness  he  objected  to.  We  were  candid  with  him  in 
all  sales,  and  it  has  proved  the  best  policy,  because 
he  has  bought  a  lot  of  goods  from  us.  The  other  store 
might  have  had  that  trade  if  they  had  used  him 

squarely." 
This  store  also  recognizes  the  need  of  giving  good 

service  to  customers  after  they  have  made  purchases, 
so  that  they  will  be  kept  absolutely  satisfied  and  their 
future  trade  secured.  It  is  often  considerable  trouble 
to  make  little  repairs,  but  is  pays  in  the  end. 

TEN  FURNISHED  ROOMS  ALWAYS  ON  VIEW 
IN  WINDOWS 

Woodhouse  &  Co.,  of  St.  Catherine  St.  W.,  Montreal, 

are  so  greatly  convinced  of  the  value  of  showing  furni- 
ture in  furnished  room  form,  that  they  have  arranged 

to  have  ten  rooms  completely  furnished  always  on  view 
in  their  battery  of  windows  in  their  new  quarters. 
They  are  using  panels  in  their  advertising  space  to 

get  people  to  watch  their  windows. 
The  big  value  of  showing  furniture  in  room  form  is, 

people  can  see  just  how  the  furniture  which  they  are 
looking  at,  will  appear  in  actual  home  surroundings. 
There  are  few  people  who  can  picture  in  their  mind 
just  how  the  goods  they  are  looking  at  will  appear  in 
natural  surroundings. 

In  addition,  showing  in  a  room  will  often  cause  a 
person  to  buy  more  than  they  originally  intended  to. 
The  other  lines  shown  with  the  goods  they  are  looking 
at  appeal  to  them,  and  frequently  purchases  of  them follow. 

MONTREAL  FIRM  HOLDS  ANNIVERSARY 

The  City  House  Furnishing  Co.,  of  1340  S'. 
Lawrence  Boulevard,  Montreal,  holds  an  "Anniversary 
Sale"  each  year.  It  is  played  up  strong  by  newspaper 
publicity.  During  their  sale  this  year  they  offered  a 
graphophone  to  everyone  purchasing  $50  or  more 
worth  of  furniture  during  the  sale. 

An  employee  develops  in  ability  according  as  you 
place  more  responsibility  upon  him,  rather  than  as  you 

place  less. 
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Eliminating  Department  Store  Advertising 

A  significant  movement  among  certain  class  periodicals  to  preserve  the  small 
town  and  its  business  men  from  the  effects  of  an  undermining  influence. 

By  WILLIAM  LEWIS  EDMONDS 

A MOVEMENT  has  been  inaugurated  among  cer- 
tain publishers  in  the  United  States  which  can 

scarcely  be  without  at  least  indirect  interest  to 
business  men  in  Canada. 

It  is  nothing  less  than  preconcerted  and  deliberate 
effort  to  close  the  columns  of  their  respective  publica- 

tions against  the  advertisements  of  the  department  and 
mail  order  stores  of  the  big  cities. 

To  some  of  them,  at  the  start  at  any  rate,  it  will  en- 
tail a  considerable  loss  of  revenue.  One  publication, 

for  example,  a  farm  journal,  has  for  some  time  becTi 
carrying  the  advertisements  of  no  less  than  eight  de- 

partment stores.  But  in  spite  of  this  the  publisher  of 
this  particular  journal  has  notified  each  of  these  eight 
that  after  the  expiration  of  the  present  contracts  they 
will  not  be  accepted  for  renewal. 

Naturally  this  movement  is  not  meeting  with  the 
approval  of  the  department  stores.  In  fact,  some  of 
them  are  quite  wrathy.  But  wrath  or  no  wrath,  the 
publishers  seem  determined  to  stand  by  their  decision. 
It  is  not,  however,  the  department  store  proprietors 
alone  who  are  taking  umbrage.  Some  of  the  readers 
of  the  publications  who  have  taken  these  drastic  steps 
are  also  offended.  But  the  offence  in  the  latter  quarter 
is  not  general.  Neither  is  it  likely  to  be  long  sustained, 
and  particularly  when  these  readers  become  acquainted 
with  the  objects  which  the  publishers  have  in  view  in 
refusing  to  accept  department  store  advertising. 

Reasons  for  the  Movement 

Strange  as  it  may  appear  the  publishers  who  have 
decided  to  eliminate  department  store  advertising  from 
the  columns  of  their  papers  are  not  actuated  by  per- 

sonal interests,  at  any  rate  directly  so. 
The  truth  of  the  matter  is  that  they  have  awoke  to 

the  fact  that  the  prosperity  of  the  country  as  a  whole 
depends  to  a  large  extent  upon  the  condition  of  the 
small  towns  and  villages  which  are  scattered  through- 

out it  and  not  upon  the  upbuilding  of  a  few  large  in- 
dustrial centres.  In  realizing  this  they  have  also  come 

to  recognize  the  fact  that  in  prcA^enting  this  desired 
consummation,  one  of  the  greatest  negative  influences 
is  the  big  department  store. 

That  these  publishers  are  right  in  this  conclusion 
there  can  be  no  doubt.  One  has  only  to  consider  for 
one  moment  the  loss  it  would  be  to  every  agricultural 
community  if  the  villages  and  towns  which  are  adja- 

cent to  it  were  wiped  out  of  existence.  Not  only 
would  the  farmers  be  without  the  convenience  of  near- 

by stores  at  which  they  could  purchase  their  necessi- 
ties and  dispose  of  their  produce,  but  they  would  be 

deprived  of  home  centres  of  social  influence.  Under 
such  conditions  as  that,  farm  life  would  become  even 
less  attractive  than  it  is  to-day. 

It  is  not  for  one  moment  maintained  that  the  day  is 
ever  going  to  come  when  storekeeping  in  the  smaller 
towns  and  villages  will  be  wiped  out  by  department 
store  competition,  but  it  is  a  well  known  fact,  both  in 
Canada  and  the  United  States,  that  existence  for  retail 
merchants  in  these  places  is  becoming  increasingly 
difficult  because  of  the  competition  of  the  department 

stores  located  in  the  big  cities.  This  in  turn  means,  of 
course,  a  depreciation  in  the  influence,  value  and  power 
of  the  towns  and  villages  affected,  for  the  strength 
a]id  importance  of  a  toM^n  is  determined  by  the 
sn  ength,  character  and  importance  of  its  business  men. 
The  town  that  is  without  bright,  progressive  and  prcs- 
p^^rous  business  men  is  like  a  man  continuously  under 
opiates — half  dead. 

To  stimulate  business  men  to  meet  department  store 
competition  by  inaugurating  more  progressive  and 
wide-awake  methods  is  good,  and  the  more  it  is  urged 
the  better.  But  that  does  not  alter  the  fact  that  in 
spite  of  the  best  efforts  that  the  retailers  may  put  forth 
the  undermining  influence  of  the  department  store 
is  always  at  work  through  the  medium  of  catalogues 
and  advertisements  in  daily  newspapers  and  weekly 
ai}d  monthly  periodicals. 

SigTiificance  of  the  Movement 

Although  the  movement  among  periodical  publishers 
in  the  United  States  for  the  elimination  of  department 
store  advertising  does  not  so  far  appear  to  be  very  far 
spread,  the  fact  that  it  has  got  a  start,  and  that  among 
some  influential  publications,  is  significant,  evincing 
as  it  does  a  desire  on  the  part  of  the  publishers  to  no 
longer  allow  their  journals  to  be  employed  in  building 
up  the  department  stores  at  the  expense  of  the  business 
men  in  the  small  towns  and  villages  of  the  country. 

But  one  of  the  most  important  things  in  connection 
with  the  decision  of  the  papers  in  question  to  eliminate 
department  store  advertising  is  the  fact  that  the  effect 
does  not  stop  there,  for  in  explaining  to  their  readers 
the  reasons  for  their  action,  they  necessarily  are  com- 

pelled to  enlarge  upon  the  importance  of  the  small 
town  and  village  in  the  life  of  the  community  and  the 
wisdom  of  buying  from  local  merchants  instead  of 
sending  cold  cash  to  the  department  stores  in  distant 
cities.  Thus,  while  on  the  one  hand  clipping  the  wings 
of  the  department  store,  they  are  on  the  other  putting 
in  a  good  word  for  the  local  town  and  its  merchants. 

Making-  a  Start  in  Canada 

It  is  to  be  hoped  that  the  movement  will  extend  to 
Canada.  There  are  a  great  many  local  weeklies  that 
have  for  years  refused  to  accept  advertising  from  de- 

partment stores,  but  there  are  a  great  many  periodicals 
of  various  kinds  which  are  published  in  the  interest  of 
the  farmer  and  his  wife  and  family,  which  regularly 
carry  advertising  of  this  kind. 

Business  men,  and  especially  those  who  are  members 
of  trade  organizations,  ought  to  be  able  to  stir  up  a 
formidable  agitation,  having  for  its  object  the  induce- 

ment of  agricultural  and  home  journals  to  follow  in 
the  footsteps  of  their  confreres  in  the  United  States. 
Then  there  are  the  agricultural  associations.  Busi- 

ness men  ought  to  be  able  to  carry  on  a  propaganda 
among  them.  And  next,  but  by  no  means  least,  there 
are  the  publishers  of  local  weeklies.  It  should  be  an 
easy  matter  for  them  to  take  up  the  cause  of  the  small 
town  and  urge  their  readers  to  confine  their  purchases 
as  far  as  possible  to  the  merchants  of  the  home  town. 
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Make  Hay  While  "Make  hay  while  the  sun  shines," 
the  Sun  Shines  is  good  advice,  not  only  for  the 

farmer,  but  for  the  merchant  as 
well.  The  time  to  push  hard  for  business  in  any  line  is 
when,  for  special  reasons,  that  line  should  be  in  de- 

mand. "There  is  a  time  in  the  affairs  of  men,  which, 
taken  at  the  flood,  leads  on  to  fortune,"  and  likewise 
there  is  a  time  when  the  featuring  of  certain  lines 
means  big  business. 
Demand  for  summer  furniture  is  now  at  the  flood 

and  it  behooves  the  dealer  to  put  forth  his  best  effort 
to  reap  a  goodly  harvest  in  these  lines.  Verandah 
and  porch  goods,  as  well  as  furniture  suitable  for  camp 
purposes,  should  be  put  to  the  front. 

Such  lines  as  refrigerators,  hammocks,  and  other 
summer  essentials  should  also  be  played  up. 

*  *  # 

Talking  Machines  The  sale  of  talking  machines  for 
For  Summer  Homes  summer  cottages  and  camps  is 

an  excellent  avenue  of  business 
for  the  dealer  at  this  time.  The  number  of  machines 

sold  for  this  purpose  last  year  was  large,  and  there  is 
every  evidence  that  it  will  be  increased  this  season. 
As  a  source  of  entertainment  for  various  times  and 
occasions  at  the  summer  camp,  the  talking  machine  has 
many  advantages,  one  of  the  greatest  being  that  it  is 
easily  transported  and  is  ready  to  provide  entertain- 

ment at  all  times. 

Why  not  adopt  a  slogan  of,  "Take  a  phonograph 
with  you  on  your  summer  outing!"  It  can  be  used  in 
advertising  and  in  window  displays  showing  summer 
camp  scenes  and  telling  about  the  delights  of  phono- 

graph music  during  the  vacation  season.  Get  after 
this  business  right  away. 

*  *  * 

Oh,  Death,  Where  With  his  wife  and  kiddies  romp- 
is  Thy  Sting?  ing  on  flowered  axminsters  and 

lolling  serenely  on  big  arm  chairs, 
why  should  a  man  look  forward  to  death  with  anything 
but  joy  ? 

This  is  called  forth  by  the  following  quotation  from 
an  advertisement  of  an  Indiana  furniture  dealer, 
brought  to  our  attention  by  Associated  Advertising.  It 
read: 

"Buy  your  household  goods  before  the  war  be- 
gins (war  had  then  been  declared  three  weeks,  but 

perhaps  word  had  not  reached  Beanville).  If 
you  are  killed,  your  wife  will  need  it.  If  you 
are  not  killed,  the  prices  will  be  too  high  after 
the  war  is  over.  New  styles.  New  goods  every 

day." Cheerful,  eh?   But  wait! 

Surmounting  that  message  was  a  picture  of  a  motor 
hearse,  ((uite  a  good  deal  like  the  pictures  of  army 

ambulances,  and  above  it,  "Licensed  Undertakers." 
As  a  whole,  it  is  one  of  the  jolliest,  merriest  little  ad- 

vertisements we  have  seen  for  some  time.    Oh,  yes. 

Demand  for  We  knew  it  would  come  sooner  or 
Man-size  later — a  demand  for  man-size 
Furniture  furniture.    It  has  now  started,  as 

is  evidenced  by  a  contribution  to 
a  daily  newspaper  by  a  man  who  wants  to  know  why 
the  persons  who  manufacture  household  furniture 

don't  make  it  big  enough  for  a  full-grown  man,  instead 
of  "catering  to  under-sized  humans." 

The  present-day  chiffonier,  he  says,  is  a  thing  of 
torture  to  a  man  of  decent  size.  "If  he  wishes  to  look 
into  a  glass  as  he  combs  or  brushes  his  hair,  the  highest 
reflection  he  gets  is  of  his  brisket  or  neck.  To  get 
a  peep  at  his  face  he  has  to  tilt  the  glass,  and  nine  times 

out  of  ten  the  glass  will  not  remain  tilted." 
"When  that  same  decent-sized  man  undertakes  to 

bathe,  he  has  to  climb  into  a  tub  made  for  a  Liliputian. 

When  he  goes  to  bed  he  can't  stretch  his  legs  to  com- 
fortable length  unless  he  hangs  his  feet  over  the  foot 

or  sleeps  diagonally  on  a  wide  bed." 
All  this  is  lamentable  indeed.  What  happiness  can 

there  be  in  life  for  the  full-sized  man  in  a  world  of 
under-sized  furniture?  We  hope  the  furniture  makers 
will  do  something  about  it. 

*   *  * 

Character  During  a  recent  retail  conven- 
and  Credit  tion  across  the  line,  when  the  sub- 

ject of  "credits"  was  under  dis- 
cussion, one  of  the  delegates  asked  "What  is  the  most 

important  factor  that  one  must  possess  in  order  to  ob- 

tain credit?" A.  L.  Shapleigh  of  St.  Louis,  was  present,  and  as  he 
was  reckoned  as  an  authority  on  that  topic  he  was 

asked  for  an  answer.  His  reply  was  that  "the  greatest 
asset  any  man  can  possess  is  the  asset  of  good  char- 

acter and  undoubted  honesty,  together  with  diligence 
and  ability.  With  these  qualities  and  a  small  amount, 
of  money  he  can  always  obtain  credit  which  should  be 
adequate  for  his  needs,  for  such  a  man  would  not  ask 
more  credit  than  he  would  justly  be  entitled  to.  With- 

out character,  but  with  more  money,  another  man 

would  not  fare  nearly  as  well." 
Here  is  food  for  every  thoughtful  business  man.  Tlie 

idealist  says:  "Build  your  character."  This  is  con- 
firmed by  one  of  the  heads  of  a  large  wholesale  house 

who  tells  a  convention  of  business  men  that  the  prime 
essential  to  the  obtaining  of  credit  is  character. 

Character  is  an  asset  that  every  merchant  can  turn 
into  dollars  and  cents,  by  drawing  trade  and  keeping 
it  through  his  own  inherent  force ;  by  making  himself 
respected  and  looked  up  to  as  one  of  the  bulwarks  of 
the  community. 

Efficient  Telephone  The  abominable  nuisance  of  peo- 
Service  pie  wanting  to  use  the  store  tele- 

phone is  not  so  prevalent  at 
present  as  it  was  at  one  time,  as  the  public  have  come 
to  realize  to  some  extent  the  unfairness  of  tying  up  a 
line  that  should  be  kept  free  for  business  messages.  . 
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H-owever,  some  dealers  are  still  quite  badly  pestered 
in  this  way,  and  in  such  cases  some  means  should  be 
taken  to  intimate  to  those  who  still  persist  in  this 
obnoxious  practice  that  it  is  a  great  detriment  to. 
business. 

That  it  is  bad  to  have  the  telephone  tied  up  by  the 
conversations  of  outsiders,  there  is  no  denying.  This 
point  was  driven  home  in  a  striking  way  by  Kenneth 
Dunstan,  Ontario  manager  of  the  Bell  Telephone  Com- 

pany in  a  recent  conversation  with  Furniture  World 
on  the  subject  of  business  telephones. 

"No  merchant,"  he  said,  "would  think  of  locking 
the  door  of  his  store  for  any  length  of  time  during 
business  hours,  but  that  is  practically  what  he  is  do- 

ing when  he  allows  other  people  to  use  his  business 
telephone,  because  the  telephone  is  arj  important  door- 

way to  the  average  store  to-day.  It  is  the  door 
through  which  a  large  percentage  of  business  comes  to 
the  store,  and  to  have  it  closed  may  mean  a  consider- 

able loss  of  trade." 
Not  only  does  this  argument  hold  true  in  regard  to 

allowing  outsiders  to  use  your  telephone,  but  also  ap- 
plies to  those  instances  where  a  store  has  not  sufficient 

telephone  facilities — not  enough  lines  to  handle  all  the 
telephone  calls  satisfactorily. 

*  *  # 

Sales —  Sales  are  not  always  an  accurate 
and  Profits  gauge  of  profits.  Because  a  dealer 

is  doing  a  big  business  is  no  guar- 
antee that  he  is  making  money.  I  have  seen  too  many 

instances  to  the  contrary,  to  gauge  a  dealer's  success 
by  the  amount  of  goods  that  pass  over  his  counter. 

I  had  a  talk  the  other  day  with  a  dealer  who  was 
until  a  couple  of  years  ago  in  business  on  one  of  the 
main  streets  of  the  city  in  which  he  lives.  While 
there  he  did  a  big  business,  but  he  frankly  admits  that 
during  the  latter  years  in  that  stand  he  made  very  little 
money.  Big  expenses  and  many  leaks  cut  profits 
down  to  the  zero  mark. 

Since  he  moved  into  a  new  location,  where  expenses 
are  not  so  high,  and  where  the  store  is  better  suited  to 
carrying  on  business  in  a  more  efficient  manner,  he  has 

"turned  over  a  new  leaf" — he  is  now  studying  the 
matter  of  making  money  instead  of  carrying  on  a  mad 
chase  for  big  sales  without  regard  to  profits,  as  he 
previously  did. 

There  are  many  dealers  who  need  to  make  a  similar 
change.  Too  many  retailers  are  foolishly  keeping 
their  energy  concentrated  on  building  up  a  big  sales 
record  irrespective  of  profits.  And  what  does  it  profit 

a  dealer  to  do  an  enormous  business  if  he  doesn't  make 
any  money  from  it? 

*  *  * 

Watch  Your  Every  dealer  who  gives  credit 
Credits  should  conduct  a  periodical  in- 

spection of  customers'  accounts 
so  as  to  make  sure  that  none  is  exceeding  the  limit  of 
credit  that  can  safely  be  extended  to  each  customer. 
This  same  inspection  will  show  whether  customers  are 
making  the  regular  payments  that  they  should. 

An  excellent  method  of  keeping  tab  on  customers' 
accounts  is  used  by  a  Toronto  retailer.  Each  month 
he  makes  out  a  statement  of  all  accounts  on  his 

books  on  a  special  form,  with  a  space  for  the  custom- 
er's name  and  other  spaces  for  the  amount  of  the  ac- 

count for  various  months.     In  this  way  he  has  a  com- 

parison of  the  standing  of  each  account  from  month  to 
month,  and  can  tell  exactly  what  each  customer  is 
doing.  This  dealer  states  that  his  plan  has  saved  him 
a  good  deal  of  money. 

Cheerful  Store  A  cheerful  store  during  the  sum- 
For  Warm  Weather  mer  is  a  big  factor  in  increasing 

trade.  Take  steps  now  to  put 
your  store  in  proper  condition  for  the  warm  weather. 
What  about  installing  a  few  flowers  and  plants  to  give 
a  cooling  appearance?  Artificial  foliage  in  window  or 
interior  will  help  in  this  regard  also. 
What  about  the  installation  of  one  or  more  electric 

fans  for  the  summer?  They  will  put  customers  in  bet- 
ter buying  humor  on  hot  day^^  an^d^help  the..olerks  also 

in  maintaining  a  pleasant  attitu-d«>t©-a?^rds-patr©ns. 

EFFICIENCY 

By  H.  J.  Dai.y 
General  Manager  of  the  National  Cash  Register  Co. 

of  Canada,  Limited. 

A  few  years  ago  we  only  occasionally  heard  the 
word  efficiency,  which  the  dictionary  defines  as  "the 
power  to  produce  the  result  intended."  But  to-day 
it  is  a  magic  word  standing  for  the  power  of  great  na- 

tions, signifying  the  brains,  energy  and  resourcefulness 
of  millions  of  people.  It  is  to  efficiency  the  world 
owes  its  progress  and  to  this  same  power  we  are  in- 

debted for  all  the  crowning  achievements  of  the 
twentieth  eenitury. 

It  was  misused  in  1914  and  the  great  war  began, 
but  in  different  hands  it  will  likewise  end  the  war; 
yesj  and  it  will  even  rebuild  the  regions  devastated  by the  war. 

It  is  the  great  dynamo  of  humanity,  the  propeller  of 
achievement  and  progress,  the  destroyer  of  the  unfit 
and  the  builder  of  the  better-than-ever. 

But  what  is  this  much  talked  of  indispensable  effi- 
ciency— isn't  it  simply  striving  to  do  the^ things.. jou 

have  to  do  in  the  best  possible  manner? 
No  matter  what  our  avocation  may  be— soldier,  sailor, 

tiller  of  the  soil,  factory  haad-fiiniistri^^iiigf  goods — 
no  matter  if  a  man  be  a  digger ;of  -<lrainK»ra--trainer  of 
brains,  no  matter  the  work^'orSliie  r^^taBsSMlity,  we 
must  in  order  to  be  efficient  strive  to  -feB-tliB  best  in our  line. 

The  average  man  won't  do  because  he  does  things 
in  the  average  way.  He  sticks  to  the  rut  and  the  rut 

only  grows  deeper. The  man  who  is  successful  is  the  man  who  strives 
and  strives  to  do  better,  who  does  the  unusual  thing, 
who  is  even  dissatisfied  with  the  best  he  has  ever  don..'. 

At  this  particular  time  we  are  not  free  to  do  as  we 
please,  because  the  nation,  our  fellow  men,  ever}"  trait 
of  manliness  demands  that  we  put  forth  our  best 
efforts,  that  we  be  keen  enough  to  recognize  methods 
superior  to  our  own  and  big  enough  to  adopt  them. 

I  was  going  to  add  that  at  this  particular  time  we 
must  all  work — ibut  after  all  isn 't  life  one  endless 
round  of  work  of  some  kind  or  another.  Isn't  it  just 
work,  work,  work?  But  there  are  two  kinds,  crude 
and  refined.  In  its  crude  state  we  call  it  drudger;', 
but  properly  boiled  down  in  goodly  portions  of  effi- 

ciency it  becomes  a  pleasure.  It  becomes  something 
we  long  for  and  live  for. 
What  a  wonderful  nation  we  would  have  if  every 

man  in  it  determined  to  do  the  best  work  in  his  line, 
but  thy  won't,  because  all  men  are  not  so  constituted. 
However,  every  self-made  man,  every  successful  man 
you  have  ever  met  must  have  possessed  this  spirit,  this 
determination  to  be  efficient,  to  be  as  good  or  better 
than  anybody  else  in  his  line,  and  in  his  struggles  he 
very  soon  caught  up  with  success  and  even  passed  be- 

yond to  the  fields  where  men  work  for  work 's  sake. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 

Suggestions rrOTTi  cfic 

Canadian 
Factories 

120 

New  pedestal  made  by  the 
Elora  Furniture  Co.,  Ltd., 

Elora,  Ont. 

^^It"^""'  china  cabinet  made  by  the  No.  387J,  foot  rest,  and  No.  3103,  chair,  both  made  of  reeds,  new  lines  shown ■     Meatord  Mfg.  Co.,  of  Meaford.  by  the  Canada  Furniture  Manufacturers,  Limited. 
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William  and  Mary  bediooni  suite  by  the  Meafoid  Manufacturing  Co.,  Ltd.,  Meaford. 
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The  new  Kroehler  Kodav,  manufactured  by  the  Kindel  Bed  Company,  Ltd., 
Stratford,  Ont. 

Lawn  swing,  from  the  line  of  the  Stratford  Mfg.  Co.,  Ltd.,  Stratford 



Our  travellers  have  it  and  will  call  on  you  shortly, 

MOULDINGS,  FRAMES,  FRAMED  PICTURES,  MIRRORS,  TRAYS. 

Novelties  in  every  department. 

PHILLIPS  MANUFACTURING  COMPANY,  LIMITED 
TORONTO.  ONTARIO 
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Practical  Suggestions  for  the  Furniture  Retailer 

Ideas  and  plans  that  can  be  used  by  the  furniture  dealer  to  promote  trade. 

By  A  STAFF  EDITOR 

A STRONG  drive  on  rug';  v,-as  recently  made  by 

Wright's  Limited,  of  Tydney,  N.  S."    Not  only were  they  extensively  displayed  in  the  store, 
but  featured  strongly  by  newspaper  advertising.  The 

slogau  used  was,  "A  good  rug  is  a  lifetime  invest- 

ment." 
One  ad.  was  headed,  "The  finest  we've  ever  shown." 

The  introduetion  read:  "We  know  the  kind  of  rugs 
you  want  for  your  home  and  we  have  anticipated  your 
needs  in  every  respect.  Whether  your  choice  falls  on  a 
beautiful  Wilton  or  Axminster,  or  on  an  inexpensive 

door  mat  you  are  sure  to  get  your  money's  worth  in 
either  case." 

A  TIME  TO  SELL  KITCHEN  CABINETS 

If  there  is  any  time  when  the  housewife  appreciates 
such  system  and  convenience  in  the  kitchen  as  will 
lessen  work,  it  is.  during  the  warm  weather.  Accord- 

ingly, tire  present  should  prove  an  excellent  time  to 
push  the  sale  of  kitchen  cabinets.  The  dealer  knows 
the  arguments  that  should  be  used.  They  were  put 
very  nicelj'  in  a  recent  advertisement  by  The  T.  Eaton 
Co..  of  Toronto,  as  follows: 

"FOR  SYSTEM  AND  CONVENIENCE  IN 

THE  KITCHEN" 

"This  kitchen  cabinet  saves  time  by  the  convenience 
of  its  equipment.  If  you  use  an  ordinary  table,  even 
though  it  is  placed  conveniently,  you  must  carry  to  it 
and  from  it  all  your  utensils,  tools  and  supplies.  This 
takes  time  and  many  steps.  The  kitchen  cabinet  saves 
this  time  and  energy,  because  it  is  a  food  supply 
pantry,  and  a  tool  and  utensil  cupboard  around  a  sani- 

tary kitchen  table.  The  table  itself  is  covered  with 
nickeloid,  and  as  it  slides  out  16  inches  beyond  front 
of  base,  you  can  sit  dowii  at  nearly  all  your  work.  The 
pantry  part  is  arranged  so  that  you  can  store  many 
packages  of  groceries  within  convenient  reach.  I)i 
addition  to  cupboard  for  dishes,  the  tlour.  sugar,  spices, 
salt,  flavoring  extracts,  coffee,  tea  and  other  supplies 
needed  frecjuently  are  all  in  handy  compartments,  and 
labelled.  All  the  tools  you  need  are  provided  for  in 
same  way — can-opener,  egg-beater,  rolling-pin,  etc., 
are  where  you  can  reach  them  most  handily." 

Advertising  should  be  backed  up  by  window  display 

of  this  line  with  .such  show  cards  as,  "Saves  steps  dur- 
ing the  warm  weather.  Buy  a  Kitchen  Cabinet.  Step 

in  and  insf)eet  this  one." 

CASHING  IN  ON  SPECIAL  OCCASIONS 

The  furniture  dealer  should  take  advantage  of  everv 
possible  special  occasion  to  increase  business.  A  hook 
on  which  to  hang  a  special  ad.  or  sale  is  the  lever  that 
frequently  brings  considerable  trade  to  the  store.  A 
good  example  of  cashing  in  on  such  onnortnnities  was 
supplied  by  C  A.  Long  &  (!o..  and  J.  C.  Ueveridge. 
Ltd.,  of  Mf^'dieine  Ilat.  Alta..  just  previous  to  the  re- 

cent big  "Stnm[)ed(.  Week"    in    that    city.  They 

realized  that  there  would  be  a  demand  for  extra  beds 

foi-  the  occasion  and  accordingly  nKed  special  ads.  de- 
voted to  beds  and  bedding. 

C.  A.  Long.&  Co.'  made  a  feature  of  cots,  with  the 
following  introduction.  "Now  is  the  time  to  order  your 
cots  for  Stampede  Week.  Above  cot  has  a  good, 
strong  wood  frame,  spring  is  woven  fabric,  upholstered 
in  striped  ticking.  We  are  making  a  very  special  price 
on  these  cots  and  will  accept  orders  only  up  to  Juno 
25th.  The  regular  price  of  these  cots  is  $5.50.  but  we 
got  a  special  price  from  the  manufacturer  providing 
we  can  sell  800.  To  any  one  wanting  a  number  of 
them  and  have  not  enough  blankets,  the  secretary  of 
the  Stampede  Committee  will  supply  them  at  a  very 

small  rental.     Cash  must  accompanj'  order." 

UNIQUE  TALKING  MACHINE  DISPLAY 

A  big  music  store  arranged  a  novel  talking  machine 
window  recently.  It  showed  two  campers  in  a  canoe 
with  a  talking  machine  at  one  end  of  the  boat,  enjoying 

a  peaceful  rest  after  the  day's  recreation.  The  man- 
ager stated  that  the  window  was  a  big  business  puller. 

Pushing  the  Sale  of  Pictures 

Good  opportunities  in  this  line 

DO  you  give  the  attention  to  pictures  in  your  stoiv 
that  you  really  .should  ?   That  is  a  tpiestion  that 
every  furniture  dealer  would  do  well  to  ask 

himself,  because  there  are  admittedly  big  possibilities 
for  the  sale  of  this  line,  and  a  good  many  dealers  are 
not  cashing  in  on  it  to  the  extent  that  they  should. 

The  greater  interest  that  people  are  taking  in  the 
appearance  of  their  homes  is  very  apparent  from  year 
to  year,  and  there  is  nothing  more  essential  to  the  at- 

tractiveness of  the  home  than  good  pictures.  People 
will  recognize  this  fact  even  more  than  they  do  now  if 
dealers  will  only  impress  it  on  them  more  strongly. 

Not  only  are  there  good  opportiniities  for  the  sale  of 
pictures  and  associated  lines,  but  they  pay  a  nice  profit, 
do  not  require  much  space,  and  in  addition,  add  ma- 

terially to  the  appearance  of  the  store,  and  attractive- 
ness is  valuable  in  bringing  customers  in. 

The  big  trouble  with  many  stores  is  that  they  do  not 
give  sufficient  attention  to  this  line.  They  are  inclined 
to  regard  it  as  a  mere  sideline  and  let  sales  look  after 
themselves,  instead  of  making  it  a  real  important  de- 

partment and  putting  forth  some  real  genuine  effort  to 
boom  business. 

Progressive  furniture  men  are  waking  up  to  the  big 
possibilities  in  this  line  however,  and  are  featuring  it 
stronger  than  they  ever  have  before.  It  behooves 

every  dealer  to  do  likew'f^e,  and  make  sure  that  he 
secures  his  full  share  of  the  possible  business  in  this 
line. 
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We  Give  You  the  Only  Selling 

Idea  in  the  Phonograph  Field 

To-day  that  is  Non-Competitive 

WE  give  you  the  only  feature  which  no  other  phonograph  in  the  world  can  claim.     We  give  you  tlie 
selling  idea,  which  makes  the  soundest  appeal  to  the  phonograph  buyer.     The  idea  which  appeals 

to  the  average  man's  desire  to  get  the  utmost  for  his  money — and  then  proves  that  he  is  getting 
the  utmost. 

What  is  this  idea?     It  is  the  idea  embodied  in  the 

Pathe  Sapphire  Ball 

It  is  the  idea  behind  this  record-saving  jewel,  which  inthe  Pathephone  takes  the  place  of  sharp  metal  needles: 
the  idea  which  enables  us  to  guarantee  LONG  LIFE  TO  THE  RECORD.  And  the  Pathe  Sapphire  Ball, 
because  it  is  permanent,  hits  the  public  strong  with  the  argument  of  NO  NEEDLES  TO  CHANGE. 

Pathe  Supremacy 

III  Europe,  Patho  supremacy  in  the  phonograph  business  has  been  acknowledged  for  twenty  years. 
Here  in  America  the  Pathe  name  is  rapidly  assuming  the  same  significance. 
I'athe  accompliirhinent,  Pathe  qualit.v,  and  Pathe  service  all  give  the  Pathe  line  an  individuality  possessed  by  it  alone. 

Talent  Known  Internationally 

J'Mthe  Freres  were  the  first  i)!honograph  manufacturers  in  the  world  to  employ  high-priced  operatic  talent.     Many  of  the  great 
l^.'ithe  artists  are  favorites  in  America.  Equally  well-known  and  included  in  the  Pathe  library  are  such  internationall.v famous  sinuers  as: 

MURATORE        SLEZAK  BURZIO  DE  CISNEROS       PINI-CORSI  VALLANDRI  BASSI 
GIORGINI  THIBAUD  ALBANI  ANCONA  JOURNET  TITTA  RUFFO  ALBERS 
FITZIU  OBER  AFFRE  BONINSEGNA       BURRIAN  URLUS  DIDUR 
CAVALIERI        PARVIS  SAMMARCO      CONSTANTINO      SPARKES  NOTE  GALVANY 

These  famous  artists  form  but  a  small  jiart  of  the  vast  assemblage  of  talent  listed  hy  Pathe.  Many  under  exclusive  contracts. 
In  addition  are  numerous  artists  and  musical  organiy-ations  of  the  first  rank  in  Europe,  who  have  never  been  heard  in  this 
countr.v,  be;^au.ie  their  contracts  kept  them  abroad.    Patihe  brings  this  vast  assemblage  of  European  talent  to  you. 

Tell  us  to-day  that  you  want  to  be  able  to  offer  your  customers  the  Exclusive  Pathe  F'eatures — tliat  you 
want  Pathe  selling  co-operation.     Don't  wait  until  you  "think  of  it  again."    Write  now. 

Pathe  Freres  Phonograph  Co.  of  Canada,  Limited 

Factories  and  Head  Office,  4-6-8  Clifford  Street,  TORONTO,  Canada 

Western  Distributors  :  R.  J.  Whitla  &  Co.,  Winnipeg,Man. 
Maritime  Province  Distributors  :  H.  L.  Hewson  &  Son,  Ltd.,  Amherst,  N.S. 

C.  W.  Lindsay  Limited,  Montreal 
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Talking  Machines  in  the  Furniture  Store 

FURNITURE  STORE  ADS.  SHOW  THE  TREND 

THE  general  trend  towards  the  adoption  and  featuring  of  talking  machines  and  records  by 
furniture  stores,  is  indicated  by  the  space  given  to  this  line  by  furniture  dealers  in  their 
advertisements.  This  is  not  confined  to  tne  large  stores  or  the  large  centres  either,  for  even 

the  advertisements  of  dealers  in  the  small  centres  give  a  good  deal  of  prominence  to  this  line. 
These  advertisements  also  indicate  that  dealers  who  have  taken  up  the  sale  of  talking  ma- 

chines have  found  them  a  liiu-  well  worth  pushing,  for  they  have  not  been  content  to  maintain 
them  as  a  mere  sideline,  hut  liave.  in  the  majority  of  cases,  created  a  separate  department  for  this 
line. 

SPECIAL  TALKING  MACHINE  DEPARTMENTS 

THAT  the  liaiulling  of  talking  machines  is  profitable  is  shown  by  tlio  number  of  furniture 

stoi'es  that  are  opening  tip  special  departments  Avhere  eustomifs  may  come  in  and  listen  to 
the  playing  of  machines  under  the  most  favorable  circumstances. 

Foi-  instance,  Woodhouse  &  Co.,  of  Montreal,  have  arranged  for  a  large  and  elaborate  talking 
machine  department  in  their  new  (piarters.  where  customers  may  hear  tlieir  favorite  artists  in 
comfortably  furnished  sound-proof  rooms. 

There  is  no  doubt  about  the  value  of  special  rooms  where  customers  may  listen  to  mnsic.  Where 
there  is  no  noise  nor  distTirbance.  the  music  sounds  much  better,  and  besides,  customers  are  more 
likely  to  give  their  Avhole  allention  to  the  imisie.  and  accordingly  be  better  impressed. 

HOLDING  OF  RECITALS 

AJVIETHOD  that  many  dealers  might  use  more  extensively  to  induce  sales  of  machines  and 
I'ecords  is  by  the  holding  of  recitals.    One  Canadian  dealer  has  found  this  an  excellent 
idea.     lie  liolds  I'ccitals  in  the  evenings,  to  which  he  invites  customers  and  their  frieinls. 

He  announces  the  recitals  in  his  advertising  space  along  with  the  ju'ogram  to  be  given. 

Interior  view  of  the  store  of  the  Kent  Piano  Co.,  Ud.,  Vancouver,  showing  the  display  space  just  inside  the  main  entrance  and  the  prominence  given 
to  talking  machines.    This  space  is  used  periodically  for  talking  machine  recitals.    It  will  otter  suggestions  to  the 

furniture  dealer  for  the  arrangement  of  a  music  department. 



July,  1917 CANADIAN  FUENITURE  WORLD  AND  THE  UNDERTAKER 

31 

IDEAL  MODEL  NO.  85 

RETAIL  PRICE      -  $85.00 

■^RITE  us  for  special  wbolesale  price  on  above model  in  quantities.  State  how  many  you 
are  prepared  to  contract  for  per  month.  Pre- 

pare for  your  fall  business.  May  "we  send  a sample? 

IMPORTANT  NOTICE  TO 

DEALERS 

Why  Every  Dealer  Should  Handle 
The  Wall-Kane  Needles. 

First — Each  WALL-KANE  needle  is  guaranteed  to  play  10  records  on  any 
Phonograph,  the  tenth  playing  as  clear  as  the  first. 

Second — All  owners  of  Phonographs  will  always  purchase  WALL-KANE 
needles  since  they  eliminate  the  troublesome  changing  of  needles  after  each 
record. 

Third — WALL-KANE  needles  are  scientifically  prepared,  and  by  reason 
of  their  special  composition,  are  beneficial  to  the  grooves  of  the  record, 
thereby  adding  to  its  life. 

Fourth — WALL-KANE  needles  minimize  the  usual  scratching  sound  of 
the  ordinary  steel  needles,  and  greatly  improve  the  clearness  and  tone  of 
reproduction. 

Fifth — WALL-KANE  needles  are  put  up  in  a  handsome  Tile  Enameled 
Metal  Stand  holding  five  (5)  dozen  boxes.  Two  dozen  extra  loud,  two  dozen 
loud,  and  one  dozen  medium  needles. 

The  price  is  five  dollars  ninety  cents  ($5.90)  per  stand,  (holding  five 
dozen  boxes.)    Each  package  retailing  at  15c,  bringing  you  $9.00  in  return. 

After  your  first  order  for  a  stand,  you  can  procure  the  needles  without 
the  stand,  in  packages,  at  a  cost  of  9c  a  package. 

Try  out  the  WALL-KANE  needles  and  convince  yourself  they  are  all  we 
claim  they  are.    Write  us  to-day  to  forward  by  parcel  post  a  sample  stand. 

Regal  Phonograph  Co.,  Limited 

145  Church  St.,  Toronto 

HAVE  A  "CLASSIC"  ON 

YOUR  FLOOR 

Furniture  dealers  will  find  that  the  "Classic"  is 
a  fast  mover.  Its  construction  is  based  on  quality. 
Nothing  but  the  best  material  and  workmanship 
used  in  the  manufacture  of  this  instrument.  Our 

factory  is  working  day  and  night  so  that  we  can 
supply  dealers  sending  in  orders  for  immediate 
shipment.  Furniture  dealers  will  find  that  they 

do  not  have  to  wait  for  the  "Class  c"  as  we  are 
making  a  point  of  filling  orders  as  fast  as  they 
come  in. 

Drop  us  a  card  for  circulars,  price  list  and  com- 
plete information  NOW. 

We  guarantee  your  customert  complete  aatitfaction. 

CLASSIC  PHONOGRAPH  CO.  LIMITED 

Office  and  Salearooms: 
No.  3  EXCELSIOR  LIFE  BLDC. 

TORONTO 

Factory  : 
BRESLAU,  ONT. 

CANADA 
MODEL  NO.  135 

Finished  in  Oak,  Mahogany  or  Walnut, 
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Methods  for  Boosting  Sales 

We  publish  below  a  number  of  sales  stunts  and  sug- 
gestions that  have  been  tried  out  by  dealers  in  various 

parts  of  Canada  and  the  .United  States  with  benefit  to 
themselves  and  their  business,  both  from  a  sales  and 
advertising  standpoint : 

Recitals  are  employed  by  a  dealer  who  gets  local  in- 
terest by  employing  home  talent  to  assist.  The  re- 
citals are  given  at  the  store  and  the  public  invited 

through  the  regular  advertising  space  in  the  local 
paper  and  by  invitation  cards. 

Another  dealer  has  a  valuable  employee  in  a 
mechanically  inclined  young  man  who  is  quite  capable 
of  making  any  adjustment  or  repair  that  a  machine 

A  U.S.  dealer  finds  that  a  concert  helps  his  record  sales.  This  illustra- 
tion shows  what  an  attractive  recital  hall  he  has  constructed  atone 

end  of  his  store,  where  he  gives  Pathephone  concerts  once  a  week. 

might  need.  He  visits  the  homes  where  his  store  has 
sold  machines.  On  arriving  at  a  house  and  announc- 

ing that  his  mission  is  to  inspect  the  machine  he  is 
promptly  invited  to  enter.  He  plays  over  some  records 
by  way  of  entertaining  whoever  may  have  time  to  listen 
and  leaves  a  list  of  records  that  the  store  recommends 
because  they  are  desirable  and  because  they  are  in 
stock. 

A  third  dealer  makes  a  specialty  of  lending  machines 
to  church  and  lodge  entertainments  and  even  to  private' 
parties  without  charge.  He  formed  the  habit  by  chance 
some  years  ago.  He  was  importuned  for  a  donation  to 
some  little  local  at¥air  and  only  thought  of  courteously 
disposing  of  the  supplicant  when  he  volunteered  to  lend 
a  machine  for  the  evening.  To  his  surprise  the  machine 
found  a  purchaser  as  a  direct  result  and  this  led  him  to 
look  into  the  possibilities  in  this  direction. 

At  the  Edison  Experimental  Store  at  East  Orange, 

N.J.,  there  is  a  "Children's  Hour"  every  Saturday. 
This  is  an  idea  any  dealer  can  work  anywhere  and  if 
each  dealer  will  stop  to  think  he  will  remember  the 
kindly  feelings  developed  toward  the  merchant  who 
noticed  him  as  a  child.  For  the  "Children's  Hour" 
some  person  accustomed  to  entertaining  or  handling 
children  should  receive  them  and  show  them  to  seats. 

The  latter  might  be  arranged  in  a  semi-circle  if  space 
will  permit  so  as  to  be  somewhat  informal  and  the  pro- 

gram opened  and  interspersed  with  little  informal  chats 
on  music,  musicians  and  composers  that  will  give  the 
children  a  more  intelligent  interest.  The  children 
should  be  encouraged  to  put  the  names  of  their 
friends  on  cards  supplied  for  the  purpose  so  that  invita- 

tions can  be  sent  for  the  next  recital.  Naturally  the 
dealer  and  his  representatives  will  mingle  among  the 
children  and  parents  at  the  close  of  the  recital  for  the 
purpose  of  getting  into  conversation.  The  dealer  need 
not  worry  about  the  results.      They  will  follow. 

The  talking  machine  has  been  introduced  into  public 

schools  in  some  parts  of  the  United  States,  each  session 
being  opened  by  a  rendition  of  the  national  anthem.  It 
is  also  used  in  the  tire  drill,  and  at  the  end  of  the  day 
the  children  march  out  to  the  strains  of  a  popular 
march. 

With  the  advent  of  the  dance  craze,  the  talking 
machine  demonstrated  its  practical  use  in  teaching  the 
terpsichorean  art,  and  by  using  the  repeater  it  is  pos- 

sible to  play  a  dance  record  as  long  as  desired  without 
touching  the  disc.  It  has  also  demonstrated  its  value 
in  railroad  depots,  where  it  announces  the  arrival  and 
departure  of  trains,  and  it  is  used  by  lawyers  when 
taking  depositions  and  codicils  to  wills.  This  varied 
sphere  of  usefulness  has  caused  the  demand  to  become 
so  great  that  several  of  the  larger  companies  cannot 
fill  orders  in  less  than  two  or  three  months. 

BE  ORIGINAL  IN  PUSHING  FOR  SALES 

Original  methods  in  business  pay  whether  they  are 
presented  in  the  talking  machine  trade  or  in  any  other 
line.  The  results  obtained  by  the  dealer  Avho  offers  a 

nevv'  idea  in  advertising  or  selling  talking  machine  re- 
cords go  to  prove  this  fact.  There  is  so  much  done  to 

help  the  talking  machine  dealer  sell  his  goods — news- 
paper advertising  to  bring  the  people  to  his  store ;  show 

cards  and  posters  to  interest  them  after  they  get  there ; 

elaborate  catalogs  and  lists  to  help  him  find  and  de- 
scribe records ;  advice  from  his  jobber  on  ordering,  and 

a  hundred  other  items — that  this  self-same  dealer  is 
more  than  likely  to  be  satisfied  to  follow  along  the 
beaten  path,  the  line  of  least  resistance,  and  get  such 
share  of  the  business  as  is  forced  upon  him.  Little 

concerts  in  shops,  entertainments,  etc.,  o'ffer  one  means 
of  publicity.  Brief  suggestions  to  customers  regard- 

ing new  records  liable  to  interest  them  is  another  means 

Attractive  store  front  of  Southern  U.S.  dealer  in  Columbia  machines 
and  records.   It  suggests  window  trim  and  use  of  signs to  other  dealers. 

of  publicity  that  gives  results.  Putting  a  talking  ma- 
chine in  an  aiitomobile  or  wagon  and  giving  impromptu 

serenades  in  the  residence  districts  during  pleasant 
evenings  in  the  spring  and  summer  has  also  been  tried 
with  satisfaction. — Talking  Machine  World. 

The  time  is  past  when  salesmen  lied  their  way  into 

the  customer's  pocketbook.  Honesty  is  the  only  suc- 
cessful method  now. 
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The  Mandel 

The  Quality  Phonograph 

Plays  Any  Disc  Record 

The  proof  lies  in  the  endorsement  of  over  two  thousand 
dealers  who  are  now  selling  the  Mandel.  Who  can  question 
the  intelligence  of  this  army — 2,000  strong?  Can  you  ask 
for  more  substantial  proof  of  quality? 

Not  Merely  Assembled 

Completely  Mandel  Built 

Few  talking  machines  are  really  built,  but  the  Mandel  is 
manufactured  by  us  in  its  entirety.  It  is  one  of  the  few 
phonographs  that  is  not  merely  an  assembled  machine. 

The  Mandel  is  mechanically  and  scientifically  correct — 
phonographically  speaking.  The  Mandel  motor  insures 
maximum  efficiency  and  service.  The  Mandel  tone  arm  and 
sound  box  (reproducer)  are  built  upon  principles  designed 
along  common-sense  ideas. 

Thus  the  manufacturer's  responsibility  is  behind  the 
product.   The  Mandel  must  satisfy.   That  is  our  guarantee. 

Model  No.  6— $100 

Model  No.  3— $140 

Big  Value  to  the  Consumer 

Liberal  Profit  for  Dealer 

This  combination  spells  success.  Large  quantity  output, 
plus  factory-to-dealer  distribution  method,  insures  economy 
in  production.  The  dealer  profits — the  consumer  profits. 
The  Mandel  phonograph  embodies  honest  value.  It  is  built 
to  sell  and  stay  sold  because  of  its  intrinsic  merit. 

RETAIL  "PRICES: 

$50,  $100,  $140,  $210,  $350 

WRITE  TODAY 

Mandel  Phonograph  Company,  Limited 

OWEN  SOUND,  ONT. 
DISTRIBUTERS 

J.  A.  McLaughlin,  Representative 
84  Riverdale  Avenue,  TORONTO. 
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TALKING  MACHINES  IN  CHURCH  SOCIETIES 

A  dealer  in  one  of  the  Eastern  cities  has  apparently 
found  a  bright  new  channel  for  sales  of  machines  and 
records  to  church  organizations.  Some  time  ago  two 

ladies,  .who  stated  that  they  represented  the  ladies' 
aid  society  of  one  of  the  local  churches,  dropped  in 
and  purchased  a  low-priced  machine  small  enough  to  be 
carried  about  easily,  together  with  a  dozen  or  more 
well-selected  records.  Shortly  after  they  came  back 
for  a  second  machine  and  more  records.     An  intiuiry 

A  suggestion  in  talking  mnchine  parlors— new  Sonora  warerooms on  Broadway,  New  York  City. 

by  the  dealer  developed  the  fact  that  the  outfits  were 
used  for  the  entertainment  of  invalids  and  other  shut- 
in  members  of  the  churcb.  It  was  explained  that  the 

machine  and  records  were  left  at  the  home  of  a  "shut 
in"  for  a  week  or  so  and  then  removed  to  the  home  of 

another  unfortunate.  Reports  were  to  the  effect  that 
the  machine  had  proven  a  great  source  of  comfort  and 
entertainment  to  those  whose  world  was  limited  prac- 

tically to  the  four  walls  of  the  room  in  which  they  were 
confined. 

The  information  thus  brought  forth  moved  the  dealer 
to  go  into  the  matter  still  further.  He  interviewed 

the  leaders  in  missionary  and  ladies'  aid  work  in  prac- 
tically every  church  in  the  city  and  succeeded  in  con- 

vincing many  of  them  of  the  value  of  the  talking 
machine  for  entertaining  those  who  were  unable  to 
leave  their  room.  He  had  several  old  .style  horn 
machines  in  stock  which  he  considered  dead  wood  but 

even  succeeded  in  getting  rid  of  some  of  these  to  such 
organizations  as  felt  they  could  not  afford  a  more 
modern  type.  By  selling  the  cheaper  machines  he 
naturally  opened  the  way  for  record  sales.  The  dealer 
also  was  able  to  trace  through  the  connections  he  made 

in  supplying  machines  for  the  entertainment  of  shut- 
ins,  several  sales  of  higher  grade  models  to  churches 
and  Sunday  Schools,  for  use  of  church  clubs,  for  gym- 

nasiums and  other  purposes. 
The  experience  of  the  dealer  proves  that  it  is  always 

well  to  find  out  who  the  customer  is,  and  who  she  or 

he  represents.  As  in  the  ease  of  the  ladies'  aid  society 
such  an  inquiry  will  frequently  develop  an  unsuspected 
channel  for  the  disposal  of  additional  machines  and 
records.  Fields  for  the  use  of  the  talking  machine 
have  not  yet  been  exhausted  by  any  means. 

GRAFONOLAS  ON  TRAINS 

Some  little  time  ago  a  special  train  was  sent  out  from 
New  York,  with  173  superintendents  of  schools  en 
route  to  Kansas  City.  This  special  train  had  the 
finest  equipment  which  the  Pennsylvania  and  Santa  Fe 
could  offer.  In  each  club  car  there  was  a  Columbia 
grafonola,  furnished  at  the  request  of  the  officers  of 

the  superintendents'  association,  by  the  educational  de- 
partment of  the  Columbia  Graphophone  Co.  The 

delegates  of  this  convention  spent  two  nights  and^the 
greater  part  of  two  days  on  this  train,  and  so  popular 
were  the  grafonolas  that  they  were  idle  for  scarcely  a 
moment. 

IMPORTANCE  OF  SERVICE 

Service  attracts  customers  in  the  sale  of  records, 
not  cut  prices.  When  you  sell  a  record  do  you  sell 
service?  Do  you  sell  with  the  record  your  interest  in 
your  goods  and  your  customer  and  a  knowledge  of 
your  line?  You  desire  to  make  his  purchase  satisfac- 

tory to  him?  Do  you  sell  him  the  service  of  a  house 
that  endorses  the  goods  you  sell,  that  makes  deliveries 
when  they  are  promised,  not  hours  afterwards?  Does 
your  house  carry  a  well-bought  stock  of  records  ?  Does 
your  house  make  it  a  point  to  keep  record  stocks  com- 

plete and  in  such  shape  that  customers  can  be  served 
from  shelves  and  not  from  the  warehouse  of  the  whole- 

saler? Think  it  over,  and  if  you  sell  only  the  record 

when  yoi;  take  the  customer's  money  in  exchange  for 
it,  revise  your  methods,  for  some  other  house  has  al- 

ready done  so. 

Don't  allow  yourself  to  take  any  stock  in  that 
ancient  idea  that  the  "American  people  like  to  be  hum- 
bngged. "   Do  you  like  to  be  humbugged? 

I'll  bet  you  haven't  read  through  your  fire  insurance 
policy.  I'll  bet  there  are  some  clauses  in  it  you  don't know  are  there. 

A  CAMBRIDGE  PHONOGRAPH 
that  offers  you  worth  while  profits,  and  a  real  opportunity  to 
allow  attractive  prices  for  second-hand  trade-ins,  and  still  make money. 

MODEL  No.  110 
Built  by  Canadians 

RETAIL  PRICE  $110 
Specifications:  42%  ins. 
high,  18^4  ins.  wide,  19% ins.  deep. 
Finished  in  genuine  ma 
hogany,  balanced  lid  sup- 

port, tone  modulator,  auto- matic stopper. 
Triple  ball-bearing  motor with  nickled  cast  frame, 
heavy  springs,  and  worm drive. 

Multiplex  tone-arm,  abso- lutely universal,  needle  or 
.iewel  rests  on  the  same 
point  when  playing  in 
either  position. 
Edison  jewel,  Pathe  jewel 
and  a  package  of  steel needles  FREE  with  each 
instrument. 
We  offer  you  a  net  cash 
price  of  $47.50  on  orders 
for  six  or  more  machines, 
but  will  ship  to  interested 
merchants  ONE  SAMPLE 
instrument  at  this  price, 
either  cash  with  order, 
C.  O.  D.,  or  ordered 
through  your  bank. 

(Hear  it  anyway) 

instrument  to  be  absolutely  satisfactory,  and 
the  best  value  you  ever  saw,  return  it  any 

,  at  our  expense,  and  we  will  return  the  full 

We  guarantee  every 
if  you  find  it  is  not 
time  within  ten  days, 
purchase  price 

Our  floor  model  No,  75  wholesales  at  $29.75 

The  Cambridge  Piano  Company,  Limited 
363  Yonge  St.,  Toronto,  Ont. 
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AN  UNSOLICITED  TESTIMONIAL 

for 

"Dear  Sirs, — After  several  weeks'  trial  with 

the  new  'Grand  Sonora'  phonograph,  I  wish 
to  state  that  it  has  proved  a  revelation  lo  me. 

My  pupils  are  loud  in  their  praises  of  its  warmth 

of  melody.  The  tone  is  altogether  different  to 

any  phonograph  I  have  ever  heard  before.  It 
is  free  from  the  metallic  sound  so  common  to 

other  makes,  and  the  friction  is  reduced  to  the 

minimum.  At  last  I  have  found  *a  masterpiece 

of  the  phonographic  art.'  I  have  used  my  new 
Sonora  in  the  teaching  of  both  private  lessons 

and  at  assemblies,  and  never  yet  has  it  failed  to 

produce  considerable  applause  and  praise- 
worthy remarks  from  pupils  and  others.  I  only 

wish  I  had  been  fortunate  enough  to  have 

purchased  a  'Sonora'  long  before.  If  this 
letter  is  of  any  advantage  to  you  I  shall  be 

only  too  glad  to  have  you  use  it  in  any  way 

you  may  see  fit.  Believe  me,  yours  sincerely 

(signed),  B.  Laing." 

Tht  above  letter  Was  sent  to  C  JV. 

LinJsa}),  Ltd,  Ottawa,  by;  T^rof.  B. 
Laing,  the  foremost  dancing  master 
of  that  city. 

Write  for  terms  of  the  Sonora  Agency 

EXCLUSIVE  CANADIAN  DISTRIBUTORS 

I.  MONTAGNES  &  COMPANY 

RYRIE  BUILDING  Shuter  and  Yonge  Streets  TORONTO 
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Handling  of  Talking  Machines  in  the  Furniture  Store 

Some  of  the  advantages  of  handling  tallying  machines — How  they 
bring  profit  both  directly  and  indirectly  to  the  furniture  store. 

By  M.  B.  SILVERMAN 
Of  the  Mandel  Manufacturing  Co. 

THE  sale  of  talking  machines  is  no  longer  confined 
to  the  phonograph  shop  or  the  musical  instru- 

ment store.  Those  media  of  distribution  pre- 
vailed when  the  talking  machine  was  considered  a 

luxurj'.  Millions  of  dollars  spent  in  educating  the 
people  to  the  attractions  of  the  talking  machine  in  the 
home  have  created  such  a  desire  for  this  great  modern 
home  entertainer  that  it  is  safe  to  assume  that  the 

talking  machine  is  now  c'onsidered  a  necessity  for  every home. 

The  furniture  dealer  appeals  to  the  desire  for  the  ne- 
cessities and  comforts  of  the  home,  rather  than  the 

luxuries,  and  since  the  talking  machine  has  become  re- 
cognized as  a  necessity,  the  furniture  man  is  the  logical 

medium  for  its  distribution. 

Advantages  of  Handling  Talking  Machines 

From  a  purely  business  standpoint,  the  advantages 
of  handling  talking  machines  are  many.  First,  is  the 
profit  made  on  the  sale  of  the  instrument.  The  margin 
of  profit  which  manufacturers  allow  the  dealer  is 
usually  as  large  as  on  any  other  item  of  furniture  in  the 
store.  Secondly,  the  i^ossibility  of  drawing  a  new 
clientele  to  the  store  to  listen  to  the  instrument  per- 

form, opens  up  not  only  the  prospective  talking  ma- 
chine sales,  but  prospective  accounts  for  the  regular 

line  of  furniture.  Thirdly,  but  not  the  least  important, 
is  the  possibility  of  extending  accounts  that  have  been 
on  the  books  of  the  installment  furniture  store. 

A  wide-awake  furniture  salesman  should  make  it  his 
business  to  acquaint  himself  as  much  as  possible  with 
the  particular  class  of  furniture  purchased  by  the 
various  customers  of  the  store.  At  an  opportune  time 

he  may  suggest  to  Mrs.  Smith  that,  "This  beautiful 
talking  machine  will  harmonize  very  nicely  with  your 
mahogany  parlor  suite.  Let  us  send  it  to  your  home 
without  obligating  you  in  any  way  and  if,  after  a  few 

days'  trial,  you  decide  to  keep  it,  just  continue  your 
payments  as  before." 

How  One  Firm  Sold  200  Machines  in  Two  Months 

In  a  Western  city  one  large  furniture  dealer  tried 
out  this  plan  and  the  very  first  season  he  handled  talk- 

ing machines  he  sold  two  hundred  during  the  months 
of  November  and  December.  That  demonstrates  con- 

clusively that  the  plan  is  a  feasible  one  and  no  live  fur- 
niture man  can,  in  the  face  of  this  one  example,  doubt 

the  advantages  to  be  had  from  handling  talking  ma- 
chines. 

Now,  as  to  the  disadvantages.  Whatever  these  may 
be,  they  can  easily  be  overcome.  From  the  standpoint 
of  the  furniture  dealer  who  is  inexperienced  in  the 
talking  machine  line,  what  worries  him  is  the  possibil- 

ity of  having  trouble  with  the  mechanism  of  the  in- 
.strument.  Tt  is  true,  with  the  phonograph,  as  with 
any  other  mechanical  device,  for  after  all,  the  talking 
machine  is  a  mechanical  device,  trouble  may  result  on 
account  of  carelessness  on  the  part  of  the  owner  and 
failure  to  follow  instructions  of  the  manufacturer  for 

oiling  the  motor  at  stated  intervals.     This  is  the  only 

real  disadvantage  that  the  dealer  can  think  of.  But 
to  overcome  this  the  furniture  man  who  intends  to 
develop  a  talking  machine  department  for  his  business 
mtxst  have  a  handy  man  around  the  place  or  else  en- 

gage the  services  of  one  who  can  be  taught  how  to 
make  adjustments  of  the  motor,  sound  boxes,  or  any 
other  part  of  the  talking  machine  which  may  need  at- 

tention from  time  to  time. 

Periodical  Inspection  of  Machines 

A  periodical  inspection  is  advisable,  as  a  preventive 
measure.  By  making  monthly  inspections  of  all  talk- 

ing machines  the  dealer  has  sold  the  inspection  man 
v\dll  prevent  a  great  many  of  the  troubles  which  may 
arise  if  the  inspection  is  neglected. 

The  disadvantages  of  handling  talking  machines  for 
the  furniture  dealer  are  so  few  and  the  advantages  so 
many,  that  no  progressive  furniture  dealer  will  fail  to 
recognize  that  the  advantages  outweigh  the  disad- 

vantages to  a  considerable  extent. 

TALKING  MACHINE  NOTES 

The  Canadian  Graphophone  Co..  of  Montreal,  dis- 
tributers of  Columbia  products  in  the  Province  of 

Quebec,  have  moved  into  larger  qviarters  in  the  same building. 

E.  Van  Geider,  of  T.  Montagues  &  Co.,  Toronto,  is 
on  a  business  trip  to  Western  Canada,  in  the  interest  of 
the  Sonora  line  of  phonographs. 

The  Canadian  Symphonola  Co.  Ltd.,  of  Toronto,  are 
now  established  in  their  new  factory  at  31  Brock  Ave., 
where  the  head  offices  of  the  company  are  located. 

One  of  the  newest  Pathe  agencies  i«  that  of  C.  W. 
Lindsay  Ltd.,  of  Montreal.  This  house  will  be  dis- 

tributers for  the  territory  served  by  their  headquarters 
in  Montreal,  and  their  branches  located  at  Ottawa. 

Quebec,  Sherbrooke,  Three  Rivers,  Kingston,  Belle- 
ville and  Brockville. 

C.  J.  Pott,  salesmanager  for  Canada  for  the  Otto 
Heineman  Phonograph  Supply  Company,  attended  the 
Chicago  Music  Show,  where  his  firm  had  an  exhibit  of 
their  lines.  In  Chicago,  Mr.  Pott  met  the  president, 

factory  superintendent,  and  other  officers  of  the  com- 

pany. Baum  &  Brody,  furniture  dealers,  of  Windsor.  Ont.. 
have  recently  taken  on  the  agency  for  Pathephones 
and  Pathe  records,  and  are  featuring  these  lines  strong- 

ly, and  with  good  results.  The  Ontario  Furniture 
Company,  of  London,  Ont.,  are  also  making  an  excel- 

lent success  of  this  line. 

The  following  Canadian  firms  have  been  appointed 
distributers  of  Par-O-Ket  records,  which  retail  at  40 
cents  each:  Regal  Phonograph  Co.  Ltd..  145  Churcli 

St.,  Toronto;  Wilder 's  Ltd..  292  St.  Catherine  St.  W.. 
Montreal;  Melotone  Talking  Machine  Co.  Ltd.,  235 
Fort  St.,  Winnipeg ;  Brantford  Piano  Case  Co..  Ltd  . 
Brantford,  Out.,  and  the  Grant  Phonograph  Supply 
Co.,  29  Colborne  St.,  Toronto. 



Julv.  191- 
CANADIAN  FUKNITURE  WORLD  AND  THE  UNDERTAKER 

37 

TRADE 

<  PtOISTEWtO  JULY  II  130/  >- 

MARK 

Model  '  B. 

Model  "C." 

No  dealer  is  asked  to  link  up  his  business  with  the  Phonola 

line  on  any  claim  to  musical  qualities,  but  he  is  recom- 

mended to  handle  Phonolas  on  the  satisfactory  experi- 

ences of  scores  of  Phonola  dealers  who  buy  right,  sell 

readily,  and  make  good  profits. 

This  responsibility  of  catering  to  our  many  dealers  who  are 

merchandising  on  the  quality  basis  should  assure  you  that 

we  can  meet  your  requirements  satisfactorily. 

The  Phonola  holds  high  place  for  careful  Workmanship, 

quality  parts,  and  scientific  construction.  It  is  capable  of 

producing  good  music,  the  very 

best  music,  in  the  home,  and  giv- 

ing it  the  full,  rich,  natural  tone 

that  does  the  recording  artist 

full  justice. 

Secure  Phonola 

particulars  without delay. 

The  Pollock 

Manufacturing 

Co.,  Limited 

Makers  of  the  "Phonola" 

KITCHENER    -    -  CANADA 

Model  "  Prince." 
Model  "  Princess.' 
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JAMES  P.  BRADT,  BACK  TO  CANADA  AS  COLUM- 

BIA'S CANADIAN  GENERAL  MANAGER 
James  P.  Bradt  has  returned  to  Canada  in  the 

capacity  of  general  manager  for  Canada,  of  the  Colum- 

bia Graphophone  Company's  interests.  Mr.  Ralph 
Cabanas,  manager  of  the  company's  Canadian  division, 
continues  in  that  position. 

Mr.  Bradt  first  came  to  Canada  in  1909  and  remained 
until  1912.      During  this    time    he    established  the 

James  P.  Bradt. 

Columbia  factory  which  has  grown  to  such  propor- 
tions. Returning  to  the  United  States  to  pursue  other 

lines,  he  soon  rejoined  the  company,  and  made  rapid 
advances  from  one  important  position  to  another.  He 
will  be  welcomed  back  to  Canada. 

AMALGAMATION  OF  A.  F.  MEISSELBACH  &  BRO. 

'WITH  OTTO  HEINEMAN  CO.,  INC. 
The  amalgamation  is  announced  of  the  Otta  Heine- 

man  Phonograph  Supply  Co.,  Inc.,  of  New  York  City, 
and  A.  F.  Meisselbach  &  Bro.,  of  Newark,  N.,  J.  The 
Meisselbach  motor  will  continue  to  be  manufactured 

under  the  present  management  of  Messrs.  A.  F.  Meissel- 
bach and  Pliny  Catucci,  and  the  plant  will  be  known  as 

ihe  "Meisselbach  Division  of  the  Otto  Heineman 

Phonograph  Supply  Co.  Inc."  The  Canadian  brancli 
of  this  firm  is  now  settled  in  permanent  quarters  in  the 
Lumsden  Building,  Yonge  &  Adelaide  Sts.,  Toronto. 

REGAL  PHONOGRAPH  CO.  FEATURING  PAR-0- 

KET  RECORDS  AND  'WALL-KANE  NEEDLES 
Regal  Phonograph  Co.,  Ltd.,  Toronto,  of  which  firm 

Mr.  Edwin  A.  Stevenson  is  president  and  manager, 

announce  that  they  have  secured  distributing  i-ights  of 
Par-O-Ket  records.  These  retail  at  40  cents  in  Can- 

ada.    They  are  double  .side,  hill  and  dale  cut. 
The  Regal  firm  have  another  announcement  that 

should  specially  interest  their  dealers  in  view  of  the 
condition  of  the  needle  market.  They  are  featuring 

Wall-Kane  needles,  "guaranteed  to  play  ten  records  on 

any  phonograph,  the  tenth  playing  as  clear  as  the 
first."  Mr.  Stevenson  personally  endorses  Wall-Kan? 
needles,  with  the  use  of  which  he  finds  the  scratching 
on  the  record  reduced  to  a  minimum.  For  display 
purposes  they  are  packed  in  a  handsome  stand  con- 

taining five  dozen  boxes.  As  it  becomes  empty  the 
stand  can  be  refilled,  it  being  a  permanent  display  fix- 
ture. 

PHONOLA  COMPANY  INCORPORATED 

The  Phonola  Company  of  Canada,  with  head  office  at 
Kitchener,  Ont.,  has  been  incorporated  with  a  Do- 

minion charter.  The  capital  stock  of  the  company  is 
.^250,000  and  the  provisional  directors  named,  are 
Arthur  Bell  Pollock  and  Alexander  H.  Welker,  Edwin 
W.  Clement,  Wm.  P.  Clement  and  Miss  Ruble  M. 
Fisher,  all  of  Kitchener. 

Great  results  have  been  reported  by  some  dealers 
from  the  use  of  the  telephone  in  working  up  talking 
machine  sales  and  particularly  in  the  record  end  of  the 
business.  There  are  still  some  dealeri  overlooking 
this  means  of  working  their  territory. 

One  dealer  tells  that  he  had  a  bright  young  salesman 
who  by  way  of  experiment  undertook  to  call  up  one 
hundred  homes  chosen  in  order  from  the  telephone 
directory.  He  found  that  thirty-two  already  owned 
machines,  and  were,  therefore  immediate  prospects  for 
records.  From  the  thirty  other  satisfactory  responses 
he  found  that  no  less  than  ten  were  live  prospects  for 

machines.  Thirty  of  the  one  hundred  evinced  no  in- 
terest. He  did  find,  however,  that  people  generally 

were  flattered  by  being  called  over  the  telephone.  It 
pleased  them  to  feel  that  they  were  persons  of  enough 

importance  to  be  consulted  about  musical  matters.  I  • 
most  instances  they  didn't  resent  the  intrusion  at  all. 
On  the  whole  they  were  very  responsive. 

As  a  time-saver^  the  telephone  enables  salesmen  in 
talk  with  as  many  people  in  a  few  hours  as  he  couVI 
in  several  days  by  personal  calls. 

KEEPING  TRACK  OF  THE  RECORDS 

The  matter  of  records  is  an  important  item,  and  much 

care  should  be  used  in  developing  this  end  of  the  busi- 
ness. Thought  should  be  given  to  keeping  in  stock 

records  for  which  there  will  be  a  steady  demand.  It 
often  happens  that  dealers  find  themselves  with  a  large 
stock  of  deadwood  on  hand,  due  to  an  indiscriminate 
selection. 

A  good  workable  system  should  also  be  developed 
for  keeping  track  of  the  records,  and  should  enable 
the  dealer  to  make  quick  turnovers.  There  is  good 
profit  in  records,  and  besides  it  brings  customers  into 
the  store  repeatedly  and  offers  a  good  chance  to  sell 
other  lines  of  goods. 

The  Furnishers  Limited,  are  opening  up  Columbia 
departments  in  their  various  stores  throughout  the 

■  West. 

*    *  # 

Reports  from  the  Columbia  Graphophone  Co.'s  head 
office  at  New  York,  state  that  their  Canadian  business 

under  Mr.  Cabanas'  direction  shows  a  phenomenal  in- 
crease. The  figures  for  19l6  were  700  per  cent,  higher 

than  any  year's  business  prior  to  1910. 

PROMOTING  SALES  OVER  PHONE 
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Otto  Heineman  Phonograph  Supply  Co. 
INCORPORATED 

25  WEST  45th  STREET,  NEW  YORK 

FACTORIES:    ELYRIA,  OHIO  ;    NEWARK,  N.  J. 

CHICAGO      ATLANTA      SEATTLE      CINCINNATI  TORONTO 
Lumsden  Building 

More  Than 

SEVEN  MILLION 

HEINEMAN  MOTORS 

Are  in  use  in  all  parts  of  the  world. 

Does  this  not  convince  you  that 

is  the=world's 

STANDARD  PHONOGRAPH  MOTOR 

Canadian  Branch: 

LUMSDEN  BUILDING,  TORONTO 

Ptaiitnl 
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KNOBS  of  NEWS 

Quebec  and  Maritime  Provinces 
J.  Mareus,  furniture  dealer,  of  St.  John,  N.B.,  suffered 

loss  by  fire,  recently. 
Gauvin  &  Freres,  furniture  dealers,  of  Quebec,  have 

recently  been  registered. 
The  Frazerville  Chair  Company,  Frazerville,  Que., 

suffered  fire  loss  of  $30,000  in  June. 
H.  Bellinger  is  representing  the  Lloyd  Mfg.  Com- 

pany, and  the  Ontario  Woodenware  Co.,  of  Kitchener, 
Ont.,  in  the  Maritime  Provinces. 

The  Art  Furniture  Co.,  of  Kitchener,  Ont.,  is  being 
represented  in  the  Maritime  Provinces,  by  H.  Bellinger. 

Wright's  Limited,  of  Sydney,  N.S.,  have  installed  a 
new  motor  truck  for  delivery  purjioses. 
Woodhouse  &  Co.,  of  Montreal,  are  now  located  in 

their  new  quarters  at  79-83  St.  Catherine  St.,  W.,  Mon- 
treal. This  firm  has  fifteen  stores  in  Great  Britain, 

and  one  in  Canada. 
Ontario 

The  Globe  Bedding  Co.,  of  Toronto,  has  been 
registered  recently. 

Puffer  Bros  ,  of  Havelock.  Ont.,  have  sold  their  stock 

to  W.  '^^  Curtis  of  that  town. 
Ker  Woodturning  Limited,  of  Toronto,  has  been  in- 

cornorated  with  a  capital  stock  of  $40,000. 
W.  H.  Mann,  of  Cannington,  Ont.,  has  sold  his  furni- 

ture business  to  M.  R.  Summerfeldt  &  Son. 

The  Beaverton  Toy  Company  Ltd.,  of  Beaverton, 
Ont.,  has  been  incorporated  with  a  capital  stock  of 
$40,000. 

F.  H.  Corbean,  of  Penetanguishene,  Ont.,  was  in 
Toronto,  on  June  20,  attending  the  convention  of  the 
Ontario  Provincial  Board  of  the  Retail  Merchants' 
Association. 

The  Ontario  Woodenware  Co.,  of  Kitchener,  Oiat., 
have  improved  their  line,  adding  several  new  designs 
of  sleighs. 

The  corporate  name  of  the  Neustadt  Furniture  Com- 
pany Limited,  has  been  changed  to  that  of  The  Moore 

Mantle  Company  of  Canada.  Limited. 
The  Du  Pont  Fabrikoid  Co.,  manufacturers  of  artifi- 

cial leather  for  furniture  coverings,  etc.,  now  at  864 
Dufferin  St.,  Toronto,  are  completing  their  new  plant 
at  New  Toronto.  Five  acres  of  ground  are  taken  up 
with  the  new  buildings,  which  have  been  erected  at  a 
cost  of  $500,000. 

Two  carpet  manufacturing  companies  recently  re- 
ceived Dominion  incornoration — The  Toronto  Carpet 

Manufacturing  Co.,  Ltd.,  and  the  Guelph  Carpet  and 
Worsted  Spinning  Mills.  Ltd.  The  capital  of  the 
former  is  set  at  $2,000,000.  and  of  the  latter  at 

$LoOO,000.  Both  of  these  companies  have  been  manu- 
factjiring  for  a  number  of  years. 

The  Dominion  House  Furnishing  Company,  Limited, 
of  Ilamilto-i  Ont.,  has  been  incorporated  with  a  capital 
stock  of  $40,000.  The  provisional  directors  named  are 
Max  Epstein,  Sam  Enstein  fuid  Harris  Freiman. 

The  Thornton-Smith  Co..  interior  decorators,  To- 
ronto, have  moved  into  new  and  larger  premises  at  29 

King  St.  W..  Toronto,  in  the  old  MeConkey  Hotel 
Building.  The  store  has  been  remodelled  and  a  new 
front  with  two  display  windows  arranged. 

R.  G.  Tomlinson  is  covering  Ontario  for  the  Strat- 
ford Manufacturing  Company,  of  Stratford,  Ont..  in 

the  place  of  R.  E.  Harris.  Mr.  Tomlinson  formerly 
carried  the  Roos  and  Goshen  Mfg.  lines,  in  the  United 
States. 

Western 
R.  J.  Campbell,  of  Campbell  &  Campbell,  Brandon, 

Man.,  was  a  recent  visitor  in  Winnipeg. 
The  contract  for  building  the  new  warehouse  of  the 

Alaska  Bedding  Company,  in  Winnipeg,  has  been 
awarded. 

The  furniture  retailers  of  Winnipeg  recently  held  a 
meeting  at  the  R.  M.  A.  offices  in  that  city  to  consider 
the  proposed  freight  cla.ssification  and  how  it  would 
affect  the  furniture  business.     J.  A.  Banfield,  presided. 

James  Dillon  &  Co.,  dealers  in  hardware  and  furni- 
ture, Lipton,  Sask.,  has  been  succeeded  by  Chas. 

Walwyn  &  Co. 

FURNITURE  DEALER  ELECTED  1ST  VICE- 
PRESIDENT  OF  MANITOBA  R.  M.  A. 

At  the  annual  convention  of  the  Manitoba  Retail 

Merchants'  Association,  held  in  Winnipeg,  this  month, 
R.  J.  Campbell,  of  Campbell  &  Campbell,  furniture 
dealers,  of  Brandon.  Man.,  was.  elected  1st  vice-presi- 

dent of  the  Association.  J.  A.  Banfield.  of  Winnipeg, 
another  furniture  dealer,  who  has  been  prominently 
connected  with  the  Association  since  its  inception, 
and  who  was  1st  vice-president  last  year,  Avas  elected 
as  one  of  the  representatives  on  the  Dominion  Board. 

Protest  Ag-ainst  Cartas:e  Charges 

Many  interesting  addresses  were  delivered  during 
the  convention,  and  many  matters  of  interest  to  re- 

tailers generally,  dealt  with.  The  question  of  cart- 
age was  one  that  came  in  for  a  good  deal  of  discussion. 

Mr.  R.  J.  Campbell,  of  Brandon,  moved  that  the  con- 
census of  opinion  of  merchants  throughout  the  Prov- 

ince be  secured  on  the  question.  In  moving  this  re- 
solution he  stated  that  he  had  discussed  the  fpiestion 

with  a  number  of  manufacturers.  Some  of  them  re- 
funded the  cartage,  while  others  claimed  that  if  they 

did  not  charge  it  direct,  it  would  be  charged  some  other 
way.  Personally,  he  thought  there  was  something 
wrong  when  the  dealer  several  miles  from  the  centre 
of  Winnipeg  could  have  his  goods  delivered  free  of 
charge,  when  u  dealer  in  the  country  had  to  pay. 

As  it  seemed  to  be  the  feeling  of  the  meeting  th^H 

some  attempt  should  be  made  to  take  a  decisive  stand 
it  was  decided  that  during  September  or  October  that 
the  merchants  write  in,  refu.sing  to  pay  cartage. 

Object  to  New  Clauses  in  Freio-ht  Tariff 
Mr.  Campbell  protested  against  the  new  clauses  in 

the  freight  tariff  and  thought  that  they  should  be 
strenuously  fought.  He  said  it  only  made  a  difference 
of  10  or  15  per  cent.,  but  there  were  some  items  that 
went  as  high  as  100  per  cent.  At  a  time  when  they 
were  running  their  business  to  prosecute  the  war  as 
effectively  as  possible,  it  was  difficult  for  dealers  to 
.sustain  furtlier  penalties  of  this  kind.  The  Associa- 

tion is  to  look  after  the  interests  of  the  retailers. 

The  mid-summer  furniture  exposition  will  be  held  at 
the  New  York  Furniture  Exchange,  from  July  9  to 
28.  There  will  be  a  number  of  important  additions 
to  the  lines  usually  displayed  in  New  York,  one  of  the 
new  displays  covering  6.000  square  feet. 
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HAMILTON  FURNITURE  PICNIC  ON  JULY  18 

"Wednesday,  July  18,"  is  the  date  that  Hamilton 
furniture  dealers  and  travellers  have  pasted  in  their 
hats.  On  that  date,  along  with  their  friends,  they  will 
don  their  running  shoes  and  ice  cream  caps,  and  betake 
themselves  to  Burlington  Beach,  for  one  of  the  most 
eventful  picnics  that  has  yet  been  staged.  The  word 

has  gone  forth  that  this  is  to  be  a  "cracker  jack" 
picnic,  and  so  a  real  high  time  can  well  be  looked  for- 

ward to.  Any  furniture  dealer  or  employee  will  be 
welcome  at  the  picnic.  Send  your  name  and  $1.00  to 
W.  J.  Nash,  M.  S.  Glascoe  Furniture  Company,  Hamil- 

ton, Ont.,  on  or  before  July  15. 
Cars  will  leave  the  Terminal  Station  at  Hamilton, 

every  few  minutes  on  picnic  day,  and  the  scene  of 
action,  which  is  right  at  the  canal,  will  be  easily  lo- 

cated. There  will  be  sports  of  all  kinds  during  the 
afternoon.  A  sumptuous  banriuet  is  to  be  provided, 
and  the  committee  announce  that  they  have  a  treat, 
not  only  in  the  eating  line,  but  something  unique  in 
the  way  of  a  very  pleasant  surprise.  It  is  stated  that 

this  "Pleasant  Surprise"  will  be  one  of  the  features 
of  the  day. 

LARGER  PERMANENT  SHOW  ROOMS  FOR 
PHILLIPS  MFG.  CO. 

The  Phillips  Mfg.  Co.  of  Toronto,  have  recently 
made  a  great  improvement  in  the  display  facilities  at 
their  permanent  showrooms,  by  consolidating  the 
various  individual  rooms  that  they  previously  had,  into 
one  large  room  where  the  different  lines  which  they 
manufacture  can  be  effectively  displayed. 

The  setting  and  facilities  for  display  are  excellent. 
The  walls  are  covered  with  green  burlap,  which  forms 
a  good  background  for  pictures  and  mirrors.  Display 

tables  are  used  for"  showing  the  smaller  lines.  The 
room  is  exceptionally  well  lighted  so  that  dealers  are 
given  every  help  in  making  selections. 

RICHARD  CLEGG,  OF  WINGHAM,  ONT., 
PASSES  AWAY 

Richard  Clegg,  of  Walker  &  Clegg,  furniture  manu- 
facturers, of  Wingham,  Ont.,  passed  away  on  June  17, 

after  an  illness  of  several  months.  Mr.  Clegg 's  old 
home  was  in  Peterborough,  and  from  there  he  moved 
to  Ingersoll.  He  located  in  Wingham,  twenty  years 
ago,  and  formed  a  partnership  with  Mr.  C.  M.  Walker, 
and  engaged  in  the  manufacture  of  furniture.  From  a 
small  beginning,  the  factory  grew  to  be  one  of  the  best 
industries  in  the  town.  Mr.  Clegg  took  an  active  in- 

terest in  the  Wingham  General  Hospital,  and  for  a 
number  of  years  he  was  also  president  of  the  Board  of 
Trade.  He  was  an  Anglican  in  religion,  and  a  Liberal 
in  politics,  being  for  some  years  president  of  the  local 
Liberal  Association.  Interment  took  place  at  Peter- 
borough. 

WHAT  THE  TEXT  WAS 

A  newsboy,  who  does  not  like  to  spoil  the  pleasuri^ 
of  going  to  church  by  attending  too  often,  recently 
visited  a  place  of  worship  and  was  afterwards  being 
questioned  as  to  what  the  text  was. 

After  a  moment's  thought,  he  replied,  "You  should 
worry.     You'll  get  the  (juilt." 

Do  you  get  it?  The  text  had  been:  "Fejur  ye  not — 
the  Comforter  cometh." 

Should  Make  Efficient  Officer 

R.  }.  Campbell  of  Brandon,  Man.,  the 
1st  ytce-President  of  Manitoba  R.M.A. 

R.  J.  Campbell,  who  was  elected  1st  Vice-President 
of  the  Manitoba  R.  M.  A.  at  the  annual  session  in 

Winnipeg,  is  a  member  of  the  firm  of  Campbell  & 
Campbell,  furniture  dealers  of  Brandon,  Man.  He 
has  been  a  resident  of  Brandon  for  29  years.  Twenty- 
two  years  ago  he  joined  forces  with  A.  F.  Campbell 
ill  the  furniture  business.  Although  the  names  of  the 
partners  are  the  same,  they  are  no  relation.  They 

have  a  fine  "L"  shaped  store  with  a  frontage  on  two 
streets  in  the  centre  of  the  business  section  of  Brandon. 
Mr.  Campbell  took  a  prominent  part  in  the  discussions 
at  the  annual  convention,  and  should  prove  a  most 
efficient  officer  of  the  Association. 

NEW  EQUIPMENT  AND  METHODS 

During  this  war  period,  dealers,  large  and  small, 
have  found  it  necessary  to  adopt  methods  and  equip- 

ment that  work  for  greater  efficiency,  especially  since 
the  help  problem  became  acute. 

A  Western  department  store  that  previously  kept  an 
information  man  near  the  main  elevators  to  answer  in- 

quiries as  to  the  location  of  departments,  has  replaced 
him  by  a  large  directory  board  that  gives  this  informa- 

tion to  customers. 

Examples  in  all  lines  of  business  could  be  cited  to 
show  how  the  war  is  working  for  greater  efficiency.  It 
is  one  of  *:he  benefits  that  is  accruing  to  the  retail  trade 
to  balance  off,  in  part  at  least,  the  several  disadvantages 
that  the  trade  is  operating  under  as  a  result  of  hostil- 

ities. Besides,  we  must  bear  in  mind  that  the  disad- 
vantages are  only  temporary.  The  benefits  of  greater 

efficiency  are  of  a  permanent  nature. 
The  old  proverb  says  that  necessity  is  the  mother  of 

invention.  In  so  far  as  the  war  and  the  retail  trade  is 

-concerned,  it  might  be  revised  to  read,  "Necessity  is 
the  mother  of  greater  efficiency." 

If  you  do  not  advertise,  think  of  the  hundreds  or 
thousands  of  possible  customers  who  never  hear  of  your 
store  and  who  are  never  tempted  to  patronize  it. 

GOOD  COMEBACK  BY  FURNITURE  DEALER 

An  Ontario  furniture  dealer  recently  knocked  the 
wind  out  of  the  argument  of  a  farmer  who  complain'^d 
of  the  high  price  of  a  suite  of  furniture,  in  a  novel manner. 

The  dealer  had  quoted  a  price  of  $90  on  the  suite. 
"Why!"  complained  fhe  customer,  "iny  father 
bought  a  suite  just  about  exactly  like  that  for  $60." 

'Yes,"  replied  the  dealer,  "I  remember  the  sale. 
Your  father  turned  in  300  bushels  of  corn  to  pay  for 
it.  I  will  do  better  for  you  than  I  did  for  your  father. 
You  bring  in  your  300  bushels  of  corn  and  I  will  let 
.you  have  in  return,  not  only  this  suite  of  furniture, 
but  a  $7.')  ibedroom  suite,  a  $20  library  table,  a  $30 
kitchen  cabinet,  la  $10  pede.«tal,  not  to  mention  -a 
car|)et  for  .your  jiarlor  and  sitting  room." The  farmer  climbed  back  into  his  .motor  car  and 

said,  "I  guess  I  haven't  any  kick  on  the  price.  Send 
out  the  suite  at  $90." 
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Trade  Matters  Dealt  With  By  Ontario  R.M.A. 

At  the  Annual  Convention  of  the  Provincial  Board  in 

Toronto—  Man\)  subjects  of  interest  to  retail  furniture  men. 

By  A  STAFF  EDITOR 

AT  the  annual  meeting  of  the  Ontario  Provincial 

Board  of  the  Retail  Merchants'  Association  of 
Canada,  held  in  Toronto,  on  June  20,  many 

items  of  interest  to  retail  merchants  generally,  includ- 
ing retail  furniture  dealers,  were  discussed  and  dealt 

with.  The  Association  includes  all  lines  of  business, 
but  has  its  separate  branches  of  trade,  the  furniture 
section  having  been  organized  at  a  convention  in 
February,  last.  At  the  meeting  of  the  Provincial 
Board,  matters  of  interest  to  retailers  generally  are 

B.  W.  ZlEMANN 
OfPreston,Ont.,whowas 
re-elected  president  of 
the  Ontario  Retail  Mer- 

chants' Association  at  its 
annual  meeting  in  To- ronto. 

taken  up,  but  several  of  the  subjects  discussed  were  of 
much  interest  to  retail  furniture  men. 

The  officers  elected  for  the  ensuing  year  were  as  fol- 
lows : 

President — B.  W.  Ziemann,  Preston,  Out. 
1st  Vice-President — D.  W.  Clark,  Toronto. 
2nd  Vice-President — Henry  Watters,  Ottawa. 
I'reasurer — F.  C.  Higgins,  Toronto. 
Seeretar> — Wm.  C.  Miller,  Toronto. 

Want  Reduction  in  Business  Tax 

The  matter  of  business  tax  was  one  of  the  subiecls 

discussed  that  is  of^  considerable  interest  to  furniture 
dealers,  as  it  falls  particularly  hard  on  them,  because 
the  bulky  nature  of  their  goods  makes  large  premises 
necessary,  with  consequent  heavy  business  tax  under 

the  present  system.  At  present,  the  business  assess- 
ment in  Ontario  is  25  per  cent.  (Jf  the  value  of  the 

premises  occupied  by  the  merchant.  It  is  felt  that  thiq 
is  too  high,  in  view  of  the  other  heavy  taxes  paid  by 
retail  merchants,  and  an  effort  is  to  be  made  by  the 

Association  to  have  it  reduced  to  10  per  cent.  Peti- 
tions have  already  been  circulated  for  the  signature 

of  merchants,  asking  for  the  change,  and  the  matter 
is  to  be  taken  up  with  the  Legislature. 

Some  of  the  Subjects  Discixssed 

Other  matters  of  general  interest  discussed  include  1 
community  development  and  the  reduction  of  the  m^i! 
order  evil — the  promotion  of  a  Small  Debts  Court 
which  will  allow  suits  up  to  $100  at  a  nominal  charge 

of  50  cents;  discission  on  the  Workmen's  Compensa- 

tion Act ;  endorsation  of  Daylight  Savings ;  strong  re- 
commendation of  the  Act  regarding  false  advertising; 

and  support  of  an  amendment  to  the  Ontario  Lien  Law. 
A  furniture  retailer  voiced  his  support  of  the  proposed 
amendment  to  the  Lien  Law,  it  being  especially  valu- 

able to  furniture  dealers. 

Furniture  Dealer  Favors  Workmen's  Compensation 

In  the  discussion  of  the  Workmen's  Compensation 
Ael,  from  the  workings  of  which  retail  merchants  have 
so  far  been  excluded,  there  was  a  difference  of  opinion 

expressed. 

"Personally,  I  am  in  favor  of  the  retail  merchant 
being  included,"  said  Mr.  E.  F.  Best,  furniture  dealer, 
of  Simcoe.  "Accidents  are  liable  to  happen,  especially 
Vv'here  there  are  elevators  and  delivery  is  given,  and  the 
merchant  is  liable.  The  Compensation  Act  would  be 

a  protection  to  the  dealer,  as  it  has  been  to  manufac- 

turers." 
Mr.  Best  instanced  a  case  where  he  had  hired  a  boy 

just  for  Saturday,  and  in  moving  some  linolrum  it  had 

fallen  over  on  him  and  injured  him.  The  boy's  rela- 
tions had  taken  action  against  him  for  the  amount  of 

the  doctor's  bill,  and  he  had  been  advised  by  his  lawyer 
to  pay  the  amount.  If  the  retail  merchant  had  been 
included  in  the  workings  of  the  Compensation  Act  he 
would  have  been  relieved  from  all  liability. 

Catalogue  Houses  Violating  Postal  Laws 

A  protest  was  made  against  postal  authorities  allow- 
ing catalogues  t*  be  sent  out  by  freight  to  local  post- 

masters for  distribution  in  the  local  20-mile  zone,  thus 
securing  a  much  lower  rate  than  if  mailed  from  the 
head  ofifice.     Several  instances  were  given  of  this  en- 

Wm.  C.  Mir.i.ER 
The  energetic  secretary  of 
the  Ontario  R.M.A. ,  who  was 
re  -  elected  at   the  annual meeting. 

croachmeiit  on  the  postal  laws  by  mail  order  houses, 
which  practically  means  that  the  Government  is  being 
robbed  of  huge  sums  that  they  would  otherwise  secure 
in  postage.  Secretary  Wm.  C.  Miller  instanced  a  case 
where  76  sacks  of  catalogues — approximately  7,000 — 
had  been  sent  to  Fort  William  by  lake  and  rail  and 
sent  out  from  the  post  ofifice  there  at  six  cents  each, 
whereas  the  rate  would  have  been  14  cents  if  posted 
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from  the  head  office  of  the  mail  order  concern  in 
Toronto. 

Protest  Agfainst  Discrimination  in  Prices 

A  resolution  regarding  discrimination  in  prices  is  one 
that  the  furniture  trade  will  be  interested  in.  The 
convention  went  on  record  as  opposed  to  the  system 
adopted  by  some  manufactiirers  of  giving  special 
prices  to  some  dealers,  who  make  it  a  practice  to  ad- 

vertise certain  lines  of  goods  at  lower  prices  than  the 
said  goods  can  be  purchased  by  the  ordinary  retail 
trade,  and  that  as  the  legitimate  retail  trade  are  col-- 
lectively  the  largest  buyers,  and  contribute  most  to- 

wards the  profits  of  manufacturers,  that  svich  a  sys- 
tem should  be  discontinued.  Secretary  Miller  pointed 

out  that  in  the  furniture  business,  certain  large  stores 
were  frequently  given  a  preference  in  the  shape  of  a 
larger  discount  on  goods. 

Attention  was  drawn  to  some  of  the  service  features 
of  the  Association.  Freight  bills  will  be  examined  by 
an  expert  for  members,  taking  50  per  cent,  of  the  sav- 

ings where  mistakes  are  found,  and  making  no  charge 
if  no  savings  are  effected.  Insurance  policies  will 
also  be  examined  for  members,  to  ascertain  if  they  are 
properly  drawn.  Members  are  also  asked  to  take  ad- 

vantage of  the  Association's  Credit  Reporting  Depart- ment. 

Good  Work  of  Association  for  Furniture  Dealers 

Since  the  convention  of  the  furniture  section  of  the 
Association,  early  in  the  year,  the  executive  have  had 
several  conferences  with  the  furziiture  manufacturers 

in  regard  to  the  latter  selling  direct  to  consumers  and 
employees.  Secretary  Wm.  C.  Miller  stated  to  THE 
CANADIAN  FURNITURE  WORLD  that  the  manufac- 

turers have  agreed  to  comply  with  all  the  desires  of  the 
trade  in  this  connection.  Mr.  Miller  further  stated 

that  many  furniture  men  are  writing  in,  expressing 
their  appreciation  of  the  services  rendered  by  the 
Association. 

Information  from  Manufacturers 

of  Interest  to  the  Trade 

NEW  LINES  OF  PHILLIPS  MFG.  CO.  LTD. 

The  Phillips  Mfg.  Co.  Ltd.,  of  Toronto,  continue  to 
send  out  their  attractive  monthly  circulars  to  dealers. 
The  June  circular  announcing  new  lines,  has  an  at- 

tractive illustration  showing  clothes  being  put  on  th'^ 
line,  this  forming  the  basis  for  a  headline,  "Our  new 
line  is  out." 

In  mouldings,  they  announce  new  Japanese  walnut 
veneers  and  new  antiques ;  in  frames,  their  new  swing 
photo  frames  and  carved  antiques ;  many  new  subjects 
in  framed  pictures,  a  few  new  leaders  in  their  copper- 
plated  mirrors  and  new  designs  and  patterns  in  trays. 

HOW  THE  UPHOLSTERY  QUESTION  IS 
BEING  SETTLED 

The  trend  of  upholstering  in  the  construction  of  rail- 
road cars  is  indicative  of  the  whole  upholstery  situa- 

tion at  the  present  time. 
Prices  of  construction  materials  are  constantly  ad- 

vancing, and  upholstery  is  one  of  the  top  notchers. 

The  increasing  shortage  of  hides  is  the  chief  cause. 

Large  "users  of  leather  are  being  forced  to  other 
markets  for  material  to  take  its  place.  Leather  sub- 

stitutes are  coming  into  more  general  use  every  day. 
For  instance,  in  railroad  cars,  for  years  most  all 

upholstei-ing  was  of  plush.  A  few  years  ago  leather 
was  given  a  trial.  To  meet  the  demand  for  economy, 
the  leather  manufacturer  was  forced  to  make  rock 

bottom  prices.  He  soon  found  that  these  prices 
wouldn't  pay  for  the  best  leather,  and  eventually  the 
car  builders  were  being  supplied  with  split  leather,  in- 

stead of  grain  leather.  This  at  first  answered  the 
purpose,  but  it  did  not  take  long  for  it  to  crack  and 
peel.  Leather  substitutes  have  now  come  to  the  front 
and  are  proving  satisfactory,  especially  for  smoking 
cars,  and  cars  on  roads  using  soft  coal.  A  high  grade 
leather  substitute  is  stronger  than  split  leather  because 
the  latter  is  merely  a  sectional  sheet  of  a  hide  surfaced 
with  practically  the  same  coating  that  is  used  to  coat 
Fabrikoid,  and  embossed  in  the  same  way.  It  is  uni- 

form in  thickness,  comes  to  the  purchaser  in  a  roll  and 
thus  eliminates  waste  in  cutting  it ;  it  is  waterproof  and 
washable,  and  in  the  better  grades,  is  guaranteed 
superior  to  split  leather. 

The  fact  that  it  is  waterproof  puts  it  far  above 
other  upholstery.  While  it  will  not  hold  dust  like 
other  upholstering,  it  naturally  gets  dirty,  but  can 
easily  be  cleaned  with  a  wet  cloth.  Neither  is  it 
affected  by  heat. 

High  grade  leather  substitutes  answer  the  economj- 
question  by  being  much  cheaper  than  any  other  guar- 

anteed upholstery.  With  the  progress  being  made  in 
the  manufacture  of  leather  substitutes,  and  the  fact 
that  the  material  is  cheaper  than  any  other  upholstery, 
it  certainly  looks  as  if  it  had  made  its  mark  in  the  in- 

dustrial and  mercantile  world. 

LUCKNOW  TABLE  CO.  FEATURING  DROP 
LEG  BRACKET 

The  Lucknow  Table  Co.  are  now  featuring  a  drop 
leg  bracket  for  the  extension  to  8  or  10  feet,  of  solid 
pillar  pedestal  tables.  This  device  is  of  rigid  con- 

struction and  when  the  table  is  extended  to  either  S 

or  10  feet  and  drop  leg  support  used,  it  will  give  each 
end  of  the  table  absolute  support.  It  is  used  by  one  of 
the  largest  table  makers  in  the  United  States,  and  is 
meeting  with  decided  success.  The  Lucknow  Table 
Co.  are  now  prepared  to  make  deliveries  of  tables 
equipped  with  this  device  on  all  solid  pillar  extensions, 
in  all  finishes. 

LLOYD  MFG.  CO.  REPORT  BIG  DEMAND  FOR 
MODERATE-PRICED  LINES 

In  a  recent  circular  sent  out  to  the  trade  by  the 
Lloyd  Manufactiaring  Co.,  of  Kitchener,  they  point  out 
that  on  account  of  higher  prices  on  everything,  less 
money  is  being  spent  for  style,  which  means  less  money 
spent  for  baby  carriages  and  an  increase  in  the  sales  of 
well-made,  practical,  handy  collapsibles  and  sulkies. 
They  state  that  it  is  the  moderate-price  lines  that  have 
been  the  big  sellers  the  last  year,  and  while  prices 
of  collapsibles  and  sulkies  have  gone  up,  they  are  still 
within  the  price  range  of  what  people  expect  to  pay 
for  a  baby  vehicle. 

With  every  order  this  firm  sends  the  dealer  a  liberal 
supply  of  highly  attractive  store  display  matter,  which 
will  help  the  dealer  in  making  sales. 
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Why  Furniture  Prices  are  Higher 

The  Grand  Rapids  Bookcase  and  Chair  Co.,  recently 
issued  a  statement  as  to  why  furniture  is  costing  more 
to-day  than  in  1914.  The  statement  shows  that  the 
great  reason,  in  addition  to  higher  wage  schedules,  is 
found  in  the  vastly  increased  cost  of  raw  materials. 

Per 
Item  Cent 

Lumber 
Mahogany   ■  •  •  •  20 
Walnut  ■   10 Oak    10 

Crating    l'*^ 
Hardware 

Brails    90 
Butts    40 
Screws    190 
Casters    30 
Glides    33 
Pulls,    knobs,    etc.,   brass  25 
Tacks    122 
Springs    35 
Nails    124 
Sheet  glass    200 
Mirrors    91 

Cabinet  Material 
Sandpaper    60 
Glue    100 

Finishing  Material 
Alcohol    90 
Shellac    170 
Ammonia   10 
Benzol    214 
Pyrogallic    acid    160 
Nigrosine    525 
Oil  yellow    4.38 
Acid   green    900 
Alcohol  brown    285 
Walnut  crystals    700 
Filler    28 
Rubbing  oil    60 
Lacquer    67 

Per 

Item  '  Cent 
Naphtha    90 
Linseed   oil    80 
('otton  waste    55 
Rags    70 
Leather,  Fabric  and  Cotton 

Goods 
Leather    50 
Tapestry    20 
Lining    plush    92 
Muslin    55 
Drill    59 
Cambric    60 

Other  Upholstering 
Material 

Felted  cotton    ISO 
Kapok    45 
Hair  felt    100 
Burlap    65 
Buckram    109 
Welt   cord    15 
Thread    150 
Tow    20 

Packing  Material 
Crating  lumlier   .  18 
Bag  coyers    40 
Wrapping  pajier    150 
Jute   twine    84 
Tags   47 
Wadding  for  pads    33 
Nails    124 

Coal,  Etc. 
Coal    125 
Lubricating   oil    20 
Wiping  waste    30 

CANADIAN  WOODS  FOR  STRUCTURAL  TIMBERS 

Too  many  Canadians  in  the  past  have  been  prone  to 
think  that  what  comes  from  abroad  is  better  than  what 
is  produced  at  home.  Largely  because  of  this  idea 
imported  timber  has  been  used  in  buildings  on  the  edge 
of  our  timberlands.  The  Forest  Products  Labora- 

tories of  Canada,  under  the  Forestry  Branch  of  the  De- 
partment of  the  Interior,  have  been  investigating  this 

question  and  have  found  that  some  of  our  Canadian 
timbers  are  superior  to  those  imported  and  just  as 
cheap  or  cheaper.  This  means  much  to  us  in  war  time 
when  every  dollar  produced  or  saved  makes  it  by  so 
much  the  easier  to  win  the  war.  The  results  of  this 
investigation  have  been  published  in  Forestry  Branch 

Bulletin  No.  59,  entitled  "Canadian  Woods  for  Struc- 
tural Timbers."  Lumbermen,  builders,  manufac- 
turers, or  others  interested  who  have  not  yet  received 

a  copy  may  obtain  one  free  on  application  to  the 
Director  of  Forestry,  Ottawa. 

BIG  FURNITURE  AD.  CAMPAIGN 

A  movement  to  inaugurate  a  newspaper  advertising 
campaign  by  the  furniture  interests  was  started  at  a 
meeting  of  furniture  men  in  Grand  Rapids,  Mich.,  re- 

cently. The  scheme  took  concrete  form  after  an  ad- 
dress by  George  E.  Helm,  of  Knoxville,  Tenn.,  on 

"Better  Busine.ss  Talk."  Mr.  Helm  told  of  a  "dream" 
he  had  had,  in  which  he  saw  visions  of  beautiful  furni- 

ture in  the  modern  home.  The  one  hundred  furniture 
men  present  were  put  in  a  receptive  mood  at  once,  and 
the  suggestion  to  raise  a  fund  of  $1,000,000  for  news- 

paper and  magazine  advertising  was  taken  up.  A.  W. 
Wilson,  of  Halifax,  N.S.,  endorsed  the  suggestion,  but 
thought  that  it  was  a  matter  fhat  reciuired  careful 
working  out  before  hasty  action  was  taken.  It  was 
the  general  opinion  of  most  of  those  present  that  the 
scheme  will  go  through. 

FAN  SYSTEM  FOR  DRYING  VARMSH 

In  an  eastern  chair  manufacturing  plant  is  installed 
a  varnish  drying  system  which  has  been  found  to  be 
rapid  and  efficient.  A  double  row  of  steam  pipes 
4-ft.  in  height  extend  aero-^s  the  window  end  of  the 
room,  lightly  boxed  in,  with  the  exception  of  venti- 

lators near  the  door  for  the  ingress  of  fresh  air,  and  an 
opening  directly  under  the  fan. 

In  the  centre  of  the  line  of  pipes  is  the  revolving  dis'.j 
or  fan,  which  performs  the  double  duty  of  vaporizing  a 

given  quantity  of  water,  which  it  throws  out  in  an  in- 
visible vapor  to  efiPsot  the  dryness  of  the  air,  and  alsr 

acts  as  a  fan  to  draw  the  hot  air  through  the  opening 
from  the  boxed-in  pipes  underneath,  and  to  throw  this 
accumulated  heat  to  the  farthest  corners  of  the  room. 
This  fan  is  electrically  operated,  and  in  three  minutes 
after  being  started  will  equalize  the  temperature  in  all 
parts  of  the  room. 
A  thermostat  automatically  regulates  the  heat  and 

can  be  arranged  to  shut  off  at  any  required  degree  of 
temperature.  This  system  has  been  in  use  a  short  time 
in  this  shop,  and  it  is  claimed  to  cut  in  two  the  time  re 
quired  for  drying  paint  or  varnish. 

FIRE  WASTE  IN  CANADA 

Why  do  Canadians  start  five  times  as  many  fires  per 
capita  per  annum  as  do  the  inhabitants  of  civilized 

countries  in  Europe?  asks  Canadian  Credit  Men's Journal.  Are  we  civilized?  Why  is  the  fire  loss  in 
Canada  over  three  dollars  ($3.00)  per  annum  per 
capita  and  only  thirty  cents  (30c)  per  capita  per 
annum  in  Europe?  Is  it  because  we  do  things  along 
lines  that  look  like  thirty  cents  on  all  lines  of  fire  pre- 
vention? 

NOT  THE  RIGHT  KIND  OF  WOOD 

Everybody  who  knows  Toronto  knows  there  is  a 
big  furniture  store  behind  the  Municipal  Buildings, 
which  lends  weight  to  this  story  told  by  Bert  Menzie. 

"Do  I  go  upstairs  to  get  the  furniture  department?" 
asked  a  lady  of  two  Toronto  civic  employees,  who  were 
standing  inside  the  eastern  entrance  to  the  Citv  Hall. 
They  exchanged  knowing  looks,  and  after  directing  the 
enquirer  to  the  place  she  wanted,  one  was  heard  to 

remark:  "Now,  if  she  asked  for  the  fixture  department, 
I  could  have  shown  her  a  good  many  around  bere  in 

the  way  of  some  employees." 

KITCHEN  CABINETS  INCREASE  IN  DEMAND 

One  of  the  noticeable^  things  about  the  late  January 
furniture  expositions,  says  an  exchange,  has  been  the 
increase  in  the  kitchen  cabinet  industry.  This  house- 

hold necessity  is  growing  in  usefulness  and  popularity 
and  there  are  now  almost  numberless  uses  to  which  this 

pride  of  the  housewife  is  devoted. 



July,  1917 CANADIAN  FUENITURE  WORLD  AND  THE  UNDERTAKER 

45 

ECONOMIZING  BY  FILLING  THE  CARS 

A  little  more  co-operation  between  the  mercliants 
and  the  railways  will  do  much  to  relieve  the  present 
freight  situation.  The  railways  are  not  trying 
to  shift  the  responsibility  on  to  the  public, 

but  are  asking  the  public's  help.  Much  more  tonnage, 
for  instance,  could  be  handled  with  the  existing  loco- 

motive power  and  terminal  facilities  if  ears  were 
loaded  to  capacity  instead  of  being  so  often  only  two- 
thirds  full.  In  the  old  days  when  traffic  was  lighter, 
it  mattered  less  to  the  railways  if  a  shipper  did  not  use 

all  the  space  he  paid  for — that  was  the  shipper's  loss. 
But  now  it  is  realized  that  the  extravagance  of  one 

shipper  may  cause  delay  to  others  owing  to  the  limited 
amount  of  locomotive  power  and  terminal  facilities. 
The  shortage  is  not  so  much  in  equipment  as  in  train 
crews,  and  labor  in  the  yards  and  roundhouses.  Any- 

thing which  can  help  to  secure  quicker  clearance  and 
freer  movement  in  the  yards,  helps  to  speed  up  the 
movement  of  freight.  Another  drawback  to  the 
economical  movement  of  freight  is  that  a  great  many 
consignees  order  not  the  full  carload  of  freight,  but 
merely  the  minimum  allowed  under  the  classification. 
Ft  would  materially  help  to  solve  the  problem  if  in  plac- 

ing orders  consignees  would  order  enough  to  fill  a  car 

Capacity  ■  ni  Toi\i 

Contents  154  Tons 

Total  tons  freight  carried  1  mile,  1907,  11,687,711,- 
830;  1915,  17,661,309,723;  increase,  51.1%. 

Aggregate  capacity  of  freight  cars  (in  tons),  1917, 
2,908,  903;  1915,  6,731,265;  increase,  131.4%. 

Total  freight  cars,  1907,  105,540;  1915,  201,690;  in- 
crease, 91.1%. 

The  car  capacity  increased  5.8  tons.  The  contents 
increased  3.0  tons. 
48%  of  the  additional  capacity  provided  was  not 

used. 
The  public  is  asked  to  co-operate  with  the  railways 

in  an  endeavor  to  remedy  the  existing  car  shortage. 
It  can  be  done  by  utilizing  to  better  advantage  the 

present  available  rolling  stock. 
By  increasing  the  average  car  load  to  23.4  tons  or  5 

tons  more  than  during  1915  would  be  equivalent  to  the 
placing  of  54,800  additional  cars  in  service. 

FOR  SCRATCHED  FURNITURE 

When  wood  is  badly  dented  or  scratched  it  is  often  a 
problem  to  know  how  to  get  rid  of  the  marks.  This 
is  quite  easy  if  the  following  plan,  suggested  by  the 
Scientific  American,  is  adopted.  First  of  all  fold  a 
piece  of  blotting  paper  at  least  four  times,  then  satu- 

Capscity    )J  4  Tons 

HQ no  on nn. 
Car  of  1907. C;u-  of  191?. 

to  capacity  instead  of  the  minimum,  which  often  does 
not  represent  more  than  half  a  carload. 

The  question  of  the  capacity  of  cars  is  itself  the  sub- 
ject of  investigation.  The  standard  of  loading  grain, 

for  instance,  has  remained  the  same  for  many  years, 
but  improvement  in  the  engineering  of  cars  has  gone 
on  steadily,  so  that  the  modern  freight  car  can  bear 
stresses  greatly  in  excess  of  what  was  possible  twenty 
years  ago.  The  result  is  that  there  is  prospect  of  con- 

siderably increasing  the  load  line  on  quite  a  large 
proportion  of  freight  equipment,  thus  increasing  the 
train  capacity  without  rer|uiring  additional  train 
crews.  Grain  cars  rated  for  80,000  lbs.,  are  found  cap- 

able of  carrying  over  90,000. 
It  has  been  figured  that  if  the  average  load  could  be 

increased  on  Canadian  railways  in  1917  by  five  times 
over  that  of  1915,  this  would  be  equivalent  to  54,800 
additional  ears,  requiring  no  additional  locomotives  or 
man-power. 

Canadian  business  men  are,  therefore,  being  urged  to 
co-operate  with  the  railways  in  their  endeavor  to  in- 

crease the  existing  carrying  capacity,  by  using  to  bet- 
ter advantage  the  present  available  rolling  stock. 

Light,  bulky  commodities,  of  which  there  are  many, 
should  be  loaded  to  the  full  cubic  capacity  of  ears. 
Heavier  freight  should  be  loaded  to  the  full  carrying 
capacity  which  is  10  per  cent,  in  excess  of  their  sten- 

ciled capacity. 

The  following  figures  are  taken  from  the  Railway 
Statistics  of  the  Dominion  of  Canada,  issued  by  the 
Deputy  Minister  of  the  Department  of  Railways  and 
Canals,  and  cover  all  the  railways  of  Canada: 

Note.— 1907  is  the  first  and  1915  the  last  year  for 
which  figures  are  available. 

rate  Avith  water,  finally  allowing  the  superfluous  mois- 
ture to  drip  away.  Now  heat  a  flatiron  until  it  is 

about  the  warmth  required  for  laundry  work. 
Place  the  damp  blotting  paper  over  the  dent  and 

press  firmly  vnth  the  iron.  As  soon  as  the  paper  dries 
examine  the  work.  It  will  then  be  found  that  the 

cavity  has  filled  up  to  a  surprising  extent.  Where  the 
dent  is  very  deep  a  second  or  even  a  third  application 
on  the  lines  indicated  might  be  tried.  Sooner  or  later 
even  serious  depressions  can  be  drawn  up  and  most 
people  who  have  not  tried  this  plan  will  be  surprised  at 
the  result  of  the  treatment.  Repolishing  will  clear 
away  even  the  slight  marks  that  might  finally  remain. 

SUGGESTION  FOR  REPAIR  MEN 

White  spots  on  a  polished  table  top,  caused  by  hot 
dishes,  can  be  removed  by  rubbing  lightly  with  a  rag 
moistened  with  alcohol.  It  must  be  done  skillfully 
so  that  the  spirit  will  not  injure  the  varnish.  Then 
rub  with  linseed  oil. 

Diluted  oxalic  acid  will  also  remove  the  white  spot. 
In  any  event  it  is  best  to  apply  the  remedy  as  soon 
after  the  accident  as  possible.  Always  rub  with  sweet 
oil  or  raw  linseed  oil  afterwards. 

Spirits  of  camphor  is  another  good  remedy.  The 
spot  should  be  rubbed  steadily  until  it  disappears,  and 
the  surface  then  rubbed  with  linseed  oil  and  a  soft 

piece  of  cheese  cloth.  C-iuphorated  oil  is  said  to  be 
better  still,  and  it  is  also  a  very  good  cleanser  and 

polisher. 
The  peoj)le  from  whom  you  buy  goods  are  going  to 

iudgc  somewhat  of  your  business  standing  and  ability 
by  the  class  of  stationery  you  use. 
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Undertakers'  Department 
Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 

Hints  and  Helps  for  the  Embalmer 
Ry  Howard  S.  Kckels,  Ph.G. 

Dean  of  E'  kels'  College  of  Embalming,  Philadelphia,  Pa. 
Ifr(«e?i  for  Canadian  Furniture  World  and  The  Undertaker. 

ONE  of  my  friends  writes:  "Describe  ealcifieation of  the  arteries  and  tell  me  how  to  avoid  the 

difficulties  the  embalmer  meets."  In  fact,  he 
admitted  his  failure  in  embalming  a  body  on  account 
of  the  so-called  ossification  of  the  artery.  Both  of 
these  terms  are  erroneous,  and  convey  the  impression 
that  the  embalmer  cannot  obtain  circulation  through 
these  diseased  blood  channels,  while  the  only  difficulty 
encountered  is  in  entering  the  arterial  tube  within  the 
proper  coat  of  the  artery,  and  seeing  that  the  hardened 
middle  wall  is  not  broken,  so  as  to  choke  the  artery  by 
forcing  the  delicate  mucous  inner  coat  of  the  artery 
so  as  to  plug  it  up.  It  is  true,  however,  that  there  is 
more  trouble  in  injecting  a  body  in  which  the  arteries 
are  calcified  than  in  almost  any  other  case. 

Calcification  and  ossification,  it  may  be  remarked, 
are  two  terms  which  should  never  be  used  in  this  con- 

nection. They  appear  to  be  too  significant  and  to 
mean  more  than  the  conditions  warrant.  Arteries 
are  composed  of  three  coats.  The  outer  coat  is  the 
one  which  contains  the  blood  vessels  that  supply  nutri- 

ent blood  to  the  middle  coat.  The  middle  coat  is 

generally  described  as  the  fibrous  coat.  In  aged  peo- 
ple, the  lack  of  blood  circulation  through  the  arteries 

of  the  vascular  coat  results  in  atheroma  (deadened 
tissue  of  the  fibrous  coat)  which  becomes  scaly  and 
hard,  but  which  does  not  prevent  the  current  of  the 
blood  in  life  flowing  through  the  inner  and  raucous 
coat  which  is  not  affected  by  the  conditions  of  the 
middle  coat  of  the  arteries.  Therefore,  when  raising 
the  artery  in  such  cases,  it  should  not  be  stretched  so 
as  to  rupture  the  hardened  tissue  of  the  middle  coat 
to  such  an  extent  that  it  tears  the  mucous  or  inner 
coat.  If  the  embalmer  will  select  an  artery  near 
the  trunk  of  the  body;  for  instance,  like  the  axillary 
artery,  instead  of  the  radial  or  even  the  brachial  artery, 
he  will  find  it  extremely  rare  that  the  artery  is  hard- 

ened sufficient  to  hamper  his  work. 

THE  most  abundant  source  of  contagion  from  scar- 
let fever  is  the  thin  scales  of  the  outer  coating  of 

the  skin,  epithelial  desquamation.  Therefore, 
in  handling  these  cases,  the  embalmer  should  use  great 
care  in  preventing  the  spread  of  these  particles  of  skin 
by  keeping  the  surface  of  the  body  constantly  moist- 

ened with  a  suitable  disinfectant. 

The  best  known  for  this  purpose  is  a  solution  of  bi- 
chloride of  mercury,  1  to  500,  the  body  being  bathed 

with  this  solution  and  then  wrapped  with  a  sheet  that 
is  saturated  with  this  solution.  This  affords  the  least 
opportunity  for  the  spread  of  the  disease.  In  this 
disease  the  outer  coat  of  the  skin  separates  from  the 
body  in  minute  flakes,  each  bearing  germs  of  the 
disease.  These  flakes  are  so  fine_that  they  are  not 
visible  to  the  naked  eye.  Should  a  ray  of  sunlight 
enter  the  room,  these  flakes  can  readily  be  seen,  but  in 
the  shadow  or  in  ordinary  light  they  may  be  totally 
invisible.  It  is  to  prevent  their  separation  from  the 
body  and  their  being  spread  by  means  of  the  air  that 
the  body  should  be  moistened  with  a  solution  of  bi- 

chloride of  mercury. 

UNDERTAKERS  should  not  be  misled  and  believe 
that  the  physician  has  disinfected  a  room  when 
he  has  merely  hung  up  the  moistened  sheet  in 

it  during  the  illness  of  the  patient.  These  sheets, 
while  they  are  moistened  with  bi-chloride  of  mercury 
solution,  merely  destroy  or  hold  such  germ-ladened 
dust  as  may  chance  to  float  in  the  air  and  come  in  eon- 
tact  with  them.  They  lessen  the  danger  but  do  not 
eliminate  it. 

It  is  not  possible  for  the  doctor  at  that  time  to  use 
gaseous  disinfection  such  as  you  are  priviliged  to  em- 

ploy for  thorough  disinfection,  because  during  life 
these  gases  would  dangerously  irritate  the  patient.  Tbe 

physicians'  first  care  must  be  the  life  of  the  one  Avho  is 
ill.  The  undertaker  is  thus  not  restricted  and  considers 
only  the  health  of  the  remainder  of  the  family  and  of 
the  community. 

To  Readers  of  Furniture  World 

We  want  you  to  become  better  acquainted  with  our 
paper  by  reading  it  through  from  cover  to  cover  each 
month,  and  this  means  the  advertisements  also,  for 
they  contain  the  latest  and  most  important  announce- 

ments of  the  manufacturers  who  are  catering  to  your 
needs  and  wants. 

In  reading  Furniture  World  do  not  fail  to  let  us 
know  if  you  find  anything  that  you  do  not  agree  with, 
for  we  want  both  sides  of  every  question  fairly  pre- 

sented and  discussed.  We  are  not  hide-bound,  but  are 
constantly  seeking  more  light  and  trying  to  impart  it 
to  our  big  family  of  readers.  iShould  an  article  which 
you  find  in  our  columns  suggest  something  to  you 
which  would  be  of  benefit  to  the  profession,  take  a 
little  time  and  write  us  about  it.  Let  us  be  helpful 
to  one  another.  Life  is  made  sweeter  and  better  every 
day  by  those  wlho  do  this. 

The  Editor  tries  hard  to  present  to  you  each  month 
a  bright,  interesting,,  useful  paper,  the  best  that  Can- 

ada can  produce.  He  will  ajjpreciate  any  sugges- 
tions, news  or  articles  with  which  you  may  favor  him. 

The  most  successful  publications  are  those  that  are  in 
close  touch  with  their  readers.  That  is  the  positio'i 
we  desire  to  occu[)y. 

And,  i)lease,  recommend  Canadian  Furniture  Worbl 
and  The  Undertaker  to  others  if  you  find  it  worthy  nf 
your  own  sujifjort.  We  have  many  subscribers  whc) 
have  been  on  our  list  since  first  publication.  We  hope 
that  all  our  present  subscribers  will  become  just  as 
attached  to  it,  .=o  that  we  may  number  them  among 
our  lifelong  friends. 
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WE  are  hearing  considerable  nowadays  (as  an 
argument  against  formaldehyde)  of  alkaline 
ammonia,  which  some  authorities  claim  will 

neutralize  the  effect  of  the  disinfectant.  It  might  be 
true  that  it  would  have  this  effect  if  "alkaline"  am- 

monia was  ever  found  in  any  quantity  in  the  body. 
This,  however,  is  never  the  case.  The  kind  of  am- 

monia found  too  often  under  the  circumstances  is 
sithate  of  ammonia,  which  is  not  strongly  alkaline, 
and  which  has  no  effect  either  on  the  body  embalmed 
nor  will  noticeably  neutralize  the  fluid.  It  is  a  nice 
theory  but,  like  a  great  many  theories,  does  not  work 
out  in  actual  practice.  In  examination  before  a 
State  Board  it  is  all  very  well  to  mention  that  the 

presence  of  "ammonia"  in  the  body  would  tend  to 
neutralize  the  action  of  the  formaldehyde — theoreti- 

cally. Practically,  it  is  never  found  in  sufficient  quan- 
tities to  interfere.  It  is  the  amount  of  dropsical 

water  left  in  the  tissues  to  prevent  good  circulation  or 
dilute  the  fluid  which  causes  failure  in  these  cases. 

BOB  FLINT  OR  "DOC"  FERGUSON? 

Why  a  jolly-natured  drummer  should  always  be 
selected  to  push  a  funeral  line  of  merchandise  and  tho 

somber-natured  individuals  the  ".joy  lines,"  is  one  of 
the  mysteries  of  the  trade,  says  The  Detroit  News. 

The  jolliest  natured  gents  of  the  road  who  come  to 
the  Pontchartrain  and  the  Statler,  are  those  engaged 
in  selling  funeral  drapery  and  burial  vaults.  On  th>i 
other  hand  the  most  fiinereal  looking  ijien  are  those  en- 

gaged in  pushing  such  "joy  lines"  as  diamonds,  French wines  and  lobsters. 
The  conventional  idea  of  a  diamond  drummer  or  a 

wine  merchant  is  a  gay  spark  in  plaid  clothes.  At  least 

that's  the  way  they're  always  represented  in  musical 
comedy.  On  the  stage  the  diamond  merchant  is  always 

seen  wearing  'em  wherever  he  can  find  a  vacant  place 
on  his  attire.  In  real  life  the  aim  of  the  true  diamond 
merchant  is  to  look  as  little  like  diamonds  and  as  much 
like  an  animated  funeral  as  possible. 

There  was  a  man  at  the  Statler  Tuesday  selling  a  new 
invention  in  burial  vaults,  who  for  sparkling  resources 
in  conversation  and  for  daring  futurist  taste  in  haber- 

dashery with  jewelry  ornamentation,  was  all  that  the 
real  Maiden  Lane  diamond  merchant  and  French  wine 
drummer  is  not. 

The  burial  vault  man  has  a  fund  of  gruesome  stories 
that  he  retails  in  the  jolliest  manner  possible.  One 
story  about  living  inhumation  that  would  have  been 
impossible  if  his  ventilated  burial  vault  had  been  in 
use  then,  was  not  excelled  in  ingenious  and  well-sus- 

tained horror  by  anything  that  Edgar  Allen  Poe  ever 
wrote. 

In  the  world  of  the  commercial  traveller  there  are 

many  varying  personalities  and  temperaments.  But  in 
one  thing  they  are  all  agreed.  The  prices  for  lobster 
and  crabs,  French  wines  and  silk  casket  tassels,  dia- 

monds and  burial  vaults,  may  sky-rocket  some  more, 
but  never,  never,  will  they  bite  the  dust  again. 

PROFESSIONAL  NOTES 

Fitzpatrick  Bros.,  St.  John,  N.B.,  have  purchased  a 
new  funeral  car  from  J.  Cunningham  &  Son,  Boston, 

Mass.,  to  take  the  place  of  one  they  sold  Stanley  Hay- 
ward,  at  Sussex,  N.B.  On  account  of  the  large  snow- 
Falls  in  winter  in  that  section,  funeral  directors  in  the 

K.-'st  have  to  stand  by  the  horse-drawn  vehicle.  There 
are  no  motor  hearses  used  as  yet,  down  that  way. 

The  hackmen  in  St.  John,  N.B.,  have  increased  the 
charges  for  the  use  of  their  coaches  at  funerals  on  ac- 

count of  the  "increased  cost  of  living."  Everything 
has  gone  up  in  price  for  both  living  and  dead. 

The  Texarkana  Casket  Company  ,  of  Texarkana. 
Ark.,  has  tendered  to  the  United  States  Government 
the  use  of  its  plant  for  the  manufacture  of  any  wood- 
enware  that  may  be  needed  for  the  army  and  navy  in 
the  war.  The  offer  stipulates  that  the  company  would 
accept  no  profits  for  anything  manufactured  for  the 
Government. 

A.  H.  Crosby,  funeral  director,  Gravenhurst,  Ont., 
suffered  a  fire  loss  in  his  parlors  on  May  24.  He  is 
opening  up  in  a  larger  way,  and  will  start  a  furniture 
biisiness  in  connection  with  his  undertaking. 

Stop,  Look  and  Listen 

Preparations  for  the  big  annual  show  are  under  way. 
The  Executive  Committee  of  the  Canadian  Embalm- 

ers'  Association  met  in  the  secretary's  office  at  Toronto, 
on  Monday,  June  25.  and  selected  the  dates  for  the 
1917  convention,  and  as  well,  set  the  wheels  in  motion 
which  will  make  this  the  biggest  and  greatest  of  the 
long  series  of  conventions  in  the  history  of  the 
Association. 

The  convention  will  open  on  Tuesday,  September  4, 
and  continue  until  Thursday,  September  6,  during  the 
second  week  of  the  Exhibition.  The  school  will  be  con- 

ducted during  the  preceding  week,  opening  on  August 
27.  Both  the  convention  and  school  will  be  held,  as 
usual,  in  the  Anatomical  Building  of  Toronto  Univer- 

sity. Prof.  Chas.  0.  Dhonau,  President  of  the  Cincin- 
nati College  of  Embalming,  who  gave  such  satisfactory 

service  to  all  who  attended  last  year's  convention,  will 
be  the  demonstrator  and  lecturer  again  this  year. 

Within  the  year.  Prof.  Dhonau,  who  is  pathological 
instructor  at  the  Cincinnati  General  Hospital,  and  who 
does  the  embalming  of  bodies  of,  those  dying  in  that 

great  institution,  for  all  hnt  three  of  Cincinnati's  fun- 
eral directors,  has  handled  1,003  cases.  He  is  greatly 

interested  in  research  work,  and  his  coming  again  to 
Toronto  is  in  response  to  the  inquiry  which  Secretary 
Matthews  sent  out  through  Canadian  Furniture  World 

and  the  manufacturers'  correspondence. 
All  the  executive  members  but  Norman  L.  Brandon, 

of  St.  Mary's,  were  present  at  the  meeting,  those  in 
attendance  being  President  Robt.  Nugent,  Lindsay ; 
F.  J.  McArthur,  Cobourg ;  A.  R.  Coltart,  Chatham,  and 
Secretary  F.  W.  Matthews,  Toronto. 

It  was  a  pleasure  to  see  Mr.  Coltart  around  again, 
after  his  recent  illness. 

The  function  this  year  will  have  all  the  good  features 
of  former  years  and  many  new  ones.  It  will  be  an 

embalmers'  convention,  picnic,  manufacturers'  enter- 
tainment land  drummers'  snack,  all  rolled  into  one  big 

program.  The  slogan  this  year  is  "Boost,"  and  all 
members  are  asked  and  expected  to  use  their  utmos<- 
persuasive  powers  to  make  this  the  most  successful 
convention  yet  held. 

R.  B.  Barbier,  2514  Lafayette  St.,  employed  by  the 
Wildwood  Builders,  was  removed  to  the  Lutheran 
Hospital  yesterday,  where  he  will  undergo  a  surgical 

operation. Funeral  services  will  be  held  Wednesday  afternoon 

at  1.30  o'clock  at  the  residence,  425  Greenlawn  Ave. — 
The  Fort  Wayne  (Ind.)  Journal  Gazette, 
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Men  Known  to  the  Profession 

Under  the  above  caption  The  Embalmers'  Monthly 
in  a  recent  issue  gave  the  following  offering  to  its 
readers  anent  one  of  the  best  known  funeral  directors 

on  the  North  American  Continent — J.  B.  Mclntyre,  of 
St.  Catharines,  Ont. : 

Among  the  noted  men  who  have  attained  prominence 
in  the  profession  of  funeral  directing  and  embalming  in 
Canada,  as  well  as  in  organization  work  there,  is  J.  B. 
Mclntyre,  whose  name  is  familiar  to  both  the  older  and 
younger  generations  in  the  Province  of  Ontario,  where 
he  has  been  successfully  established  in  the  profession 
for  over  half  a  century. 

His  father,  Thomas  Mclntyre,  was  a  native  of  Scot- 
land, who  came  to  Canada  in  1831.  A  cabinet  maker 

by  trade,  he  settled  in  St.  Catharines,  Ont.,  in  1834,  so 
that  the  name  of  Mclntyre  has  been  prominently  be- 

fore the  people  of  that  vicinity  for  82  years.      J.  B. 

J.  B.  McIntvre,  St.  Catharines,  Ont. 
Dean  of  the  Canadian  Funeral  Directors. 

Mclntyre,  the  subject  of  this  article,  was  born  Febru- 
ary 4,  1845.  He  was  educated  at  the  public  schools, 

and  at  the  age  of  fifteen  entered  his  father's  furniture 
and  undertaking  establishment,  with  which  business  he 
has  since  been  continuously  associated.  In  1866  the 
firm  name  was  changed  to  Mclntyre  &  Son ;  in  1877  the 
furniture  department  was  disposed  of,  J.  B.  Mclntyre 
becoming  the  sole  owner  of  the  undertaking  establish- 

ment. Since  its  establishment  his  firm  has  conducted 
over  14,000  funerals,  9,000  of  these  being  under  Mr. 

Mclntyre 's  supervision. 
Besides  a  keen  interest  in  making  his  establishment  a 

leader  and  a  model  in  ethics  and  methods,  Mr.  Mc- 
lntyre finds  time  to  devote  himself  actively  to  civic 

affairs  in  the  community  in  which  he  is  established.  In 
1875  he  was  elected  an  alderman,  in  which  position  he 
served  for  ten  succes.sive  years.  In  this  capacity  his 
services  as  a  public  officer  were  highly  appreciated,  as 
was  shown  by  his  election  to  the  office  of  mayor  by 

popular  vote — the  highest  token  of  esteem  that  could 
have  been  given  by  his  fellow  citizens.  In  this  office 
he  served  for  four  years. 

Mr.  Mclntyre  is  prominently  identified  with  fra- 
ternal orders  and  societies  in  his  community.     He  is  a 

Past  Master  of  Temple  Lodge  296,  G.  R.  C.  R.  F.  A.  M., 
;ilso  a  Thirty-Second  Degree  member  of  the  Scottish 
Rite,  and  a  member  of  Rameses  Temple  Mystic  Shrine; 
he  is  also  a  Past  Grand  Master  of  the  I;  0.  0.  F.  of  the 

Province  of  Ontario  in  1881-1882.  He  is  now  serving 
his  twentieth  year  as  secretary  of  the  General  Hospital 
and  is  identified  with  several  other  public  and  charit- 

able organizations.  Because  of  his  active  interest  in 

the  uplifting  of  his  profession  his  attendance  at  con- 
ventions and  his  general  activity  in  behalf  of  his  call- 

ing, Mr.  Mclntyre  is  well  known  both  in  Canada  and  in 
the  United  States.  He  was  one  of  the  signers  of  the 
formal  call  to  meet  in  Rochester,  N.Y.,  in  June,  1882, 
and  he  was  present  at  the  formation  of  the  National 
Funeral  Directors'  Association.  He  was  one  of  the 
founders  of  the  Ontario  Funeral  Directors'  Association 
and  the  Canadian  Embalmers'  organization  in  1884. 
He  was  its  first  president  and  was  re-elected  to  that 
office  three  terms  and  was  treasurer  for  19  years.  In 
1885  the  Ontario  Association  affiliated  with  the  Na- 

tional Funeral  Directors'  Association  and  Mr.  Mc- 
lntyre was  its  representative  for  six  years,  and  served 

as  one  of  the  vice-presidents  of  the  National  Associa- 
tion for  six  years.  At  the  conventions  of  the  National 

Association  Mr.  Mclntyre  is  always  a  welcome  visitor. 

Readers  of  The  Embalmers'  Monthly  will  no  doubt  re- 
call the  interesting  talk  delivered  by  Mr.  Mclntyre.  at 

Jamestown,  in  1907,  where  he  gave  his  impressions  on 

funeral  management  in  England,  Scotland  and  Franc  ■. 
During  a  recent  visit  to  England,  a  number  of  the 
funeral  directors  there  entertained  him  at  a  banciuet. 
He  is  a  member  of  the  Canadian  Club  Board  of  Trade. 

Hospital  Board  and  Lawn  Bowling  Club.  He  has  lec- 
tured and  given  demonstrations  on  embalming  in  the 

School  of  Medicine,  Toronto  University.  Some  years 
ago  he  was  elected  as  an  honorary  member  of  the  Na- 

tional Funeral  Directors'  Association. 
The  latchstring  is  always  out  at  his  home  in  Canada 

where  in  the  past  he  has  welcomed  and  continues  +o 
welcome  colleagups  and  leaders  in  the  fraternity  from 
all  over  Canada  and  the  United  States. 

Mr.  Mclntyre  has  been  marrierl  twice,  his  first  wife 
passing  away  in  1904;  he  married  his  present  wife  in 1911. 

TORONTO'S  NEW  MAUSOLEUM 

Work  is  proceeding  briskly  on  the  erection  of  the 
new  mausoleum  at  Mount  Pleasant  Cemetery.  Toronto, 
and  it  is  exneeted  to  be  one  of  the  finest  of  its  kind  on 

this  continent.  After  years  of  investigat'on,  the  To- 
ronto General  Burying  Ground  Trust  recognized  that 

there  was  a  growing  demand  for  the  mausoleum  form 
of  burial,  and  felt  that  the  present  was  opportune  to 
make  such  provision. 

The  entire  exterior  of  this  new  mausoleum  will  be  of 

granite,  and  the  interior  of  polis^hed  marble,  the  win- 
dows of  cathedral  glass  set  in  metal,  and  the  doors  of 

bronze.  There  will  be  provided  a  large  funeral 
chapel,  with  walls  and  pillars  of  polished  marble.  The 
bxiilding  will  be  225  feet  in  length,  125  in  depth  and 
the  chapel  26  feet  by  54  feet.  It  is  the  intention  to 

build  a  limited  number  of  private  rooms  within  th'' 
mf.usoleum.  Frank  Darling,  architect,  is  responsible 
for  the  plans  of  the  building. 

"Mamma,  is  papa  goin'  to  die  an'  go  to  heaven?" 
"Why,  Willie,  what  put  such  an  absurd  idea  into 

you  head?" 
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Maxwell  Sanitary  Steel  Vaults 

9 

Advance  in  Prices  Necessary. 

Our  Customers  are  Assured  of  Superlative  Qyality  and  Prompt  Delivery. 

Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned.  Design  and  Construction  Unequaled. 

Carried  in  Stoc^  by  All  Leading  Jobbers. 

Asf^  for  Revised  Price  List 

Maxwell  Ambulance  Transfer  Case 

For  the  Handlmg,  Removal  and  Transportation  of  Bodies.    An  Indispensable 

Adjunct  to  the  Modern  and  Progressive  Undertal^er. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practic;  1 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 

Inside  Dimensions:  73  in.  long,  20  in.  wide,  13  in.  deep. 

Prices:  With  Tray  $30.00;  Without  Tray  $28.00;  Tray  Alone  $5.00 

Sold  by  all  leading-  jobbers.     Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.Y. 
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First  Membership  List  of  C.E.A. 

Below  is  given  a  continuation  of  the  list  of  members 

of  the  old  Undertakers'  Association  of  Ontario,  for 1885 : 

Hogg,  D.,  Perth. 
Herrington,     A.     F.,  St. 

Marys. 
Hovle,  W.  H.,  Cannington. 
Hault,  W.,  Brooklin. 
Huniphrey,  V.  P.,  Toronto. 
Hay  &  Co.,  Woodstock. 
Hoitorf,  H.,  Lindsay. 
Howard  Bros.,  Glencoe. 
Harvey  &  Crawford, 

Brampton. 
Howard,  W.,  Alvinston. 
Harris,  J.  W.,  Dresden. 
Hobart,  S.,  Co'bourg. 
Hess  Bros.,  Listowel. 
Horn,  A.  H.,  Pembroke. 
Hoffman,  L.,  Port  Dover. 
Haskett,  C,  Lucan. 
Harrison,  F.  L.,  Strathroy. 
Hieks,  J.  A.,  Essex  Centre. 
Harris,  G.  H.,  Caledonia. 
Hinton,  W.,  London. 
Helstrop,  R.,  Meaford. 
Hulse,  J.  H.,  Orangeville. 
Hepburn,  W.,  Stratford. 
Huffman,  Wagenest  &  Co., 

Waterloo. 
Howes,  R.  K.,  Wardsville. 
Howard  &  Sons.,  Hastings. 

Ingram,  W.  H.,  Toronto. 
Irwin  Bros.,  rShelburne. 

Jt-hnson,  E.  J.,  Whitby, 
.lahnke,  Mrs.  A.,  Chatham. 
.Jupp    &    Robinson,  Gara- 

Jewell,  C.  H.,  Dundalk. 
Johnson,  A.  M.,  Wendigo. 
.Jansen,  A.  J.,  Stevensville. 
Johnson,   W.   A.,  Seeley's Bay. 
Jones,  B.  &  Son,  Milton. 
Jarvis,  W.  H.,  Smith's Falls. 
Judson,  R.  J.  &  Son, 

Farmersville. 

Killkenney,  T.  &  Son, 
Bradford. 

Kilgour,  Jas.,  London. 
Kinsey,  H.  E.,  Beeton. 
Kinse}',  A.,  Alliston. 
Kay,  T.  W.  &  Co.,  Toronto. 
Kidd,  Jos.  &  Son,  Dublin. 
Katerson,  R.,  Hampton. 
Kilgour,  W.,  Morrisburg. 
King  &  Co.,  Orangeville. 
Kemp,  D.  M.,  Amherst- burg. 
Knight,  C.  W.  &  Co.,  Tarn 

worth. 
Knechtel,  D.,  Hanover. 
Kivell,  S.  N.,  Sunderland. 

Latshaw,  F.  A.,  Dundas. 
Luke  Bros.  &  Co.,  Oshawa. 
Long,  Mrs.  W.,  Brussels. 
Locke,  J.  C,  Ridgetown. 
Lambert,  J.  C,  Aylmer. 
Little,  T.,  Gait. 
Lesley,  G.  E.,  Carleton 

Place. 
Lawrence,  A.,  Blyth. 
London    Furniture  Manu- 

facturing Co.,  Petrolia. 
Leighton,  J.,  Barrie. 
Leibner,  A.,  Morjieth. 
Lord,  F.  W.,  North  Gower. 
Love,  W.,  Rodney, 

Lund,  R.,  Feston. 
Millard,  J.  H.,  Newmarket. 
Morse,  M.,  Niagara  Falls, 

South. 
Morris,  L.,  Bowmanville. 
Morgan,  G.,  Port  Colborne. 
Murdy,  J.,  Lucan. 
Martin,  W.,  Stirling. 
Misner  &  Kendall,  Simcoe. 
Morrison  &  Kinney,  Tren- 

ton. Minnaker,  W.  H.,  Norwood. 
Marter,  H.  H.,  Graven'hurst. 
Mitchell,  T.  B.,  Orillia. 
Moore,  G.,  Ancaster. 
Maybee,  M.,  Madoc. Morrow  &  Hensby, 

Prescott. 
Marsh,  W.  J.,  Iroquois. 
Marsh,  G.  A.,  Spencerville. 
Moyer,  T.  W.,  Campden. 
Mowbray  &  Stanley, 

Ripley. 
Miller  &  Sons,  Ayton. 
Morrow,  J.  R.,  Midland. 
Murat,  A.,  Mildmay. 
Mills,  J.,  West  Wincliester 
Muir,  J.,  Port  Elgin. 
Moodie,  R.,  Ottawa. 
Mundle,  J.  &  Co.,  Elora. 
Miller,  E.,  Kincardine. 
McCabe,  M.,  Toronto. 
Mclntyre  &  Son,  St. 

Catharines. 
Mclntyre,  J.,  Ingersoll. 
McKenzie,  W.,  Gananoque. 
McFadden,  M.,  Peterboro. 
McDonald,  A.,  Cornwall. 
McEwan,  T.,  Brockville. 
MeCallum,  J..  West  Lorne. 
McKeown,  W.,  Fenelon 

Falls. 
McLaren,  D.,  White  Lake. 
Nott,  J.,  Port  Perry. 
Nagel,  L.,  Ridgeway. 
Nolan,  M.,  Toronto.  ' Nickle,  W.  J.,  Walkerton. 
Nagel,  J.,  Cayuga. 
Noyle,  C.  P.,  Moortown. 
Offer,  T.,  Midland. 
Pattison,  J.  W.,  Brantford. 
Pra.v,  R.  &  Son.,  Hamilton. 
Prower,  W.  P.,  Bowman- ville. 
Pierce,  W.,  Brantford. 
Phippen,  N.,  Parkhill. 
Pursell  &  Son,  Waterford. 
Philip,  J.,  Manilla. 
Park  &  Borrowman, 

Amherstburg. 
Phillips,  G.  L.,  Sarnia. 
Purdy,  H.  C,  Brighton. 
Phelan,  .1.  &  Son,  Arthur. 

Quider,  B.,  Hagersville. 
Quigley,  J.,  Pakenham. 
Ronan,  T.,  Kingston. 
Robertson,  M.,  Seaforth. 
Roadhouse,  S.  &  J.,  New- market. 
Rosar,  F.,  Toronto. 
Reynolds,  C,  Bethany. 
Richmond,  W.,  Petrolia. 
Reid,  R.,  Kingston. 
Rogers,  S.  &  Son,  Ottawa. 
Rolston,  T.  H.,  Chesley. 
Robinson,  J.  B.,  Clifford. 

Rockel,  A.,  Waterloo. 
Robinson,  J.  A.,  Newbury. 
Reid,  D.,  St.  George. 
Rolston  Bros.,  Metcalfe. 
Steiihens,  G.  .J.,  Cobourg. 
Smith,  G.  G.,  Barrie. 
Strong,  Mrs.,  St.  Thomas. 
Stone,  H.  &  Sons,  Toronto. 
Stoddart,  W.  G.,  Woodvillc. 
Stafford,  B.  V.,  Arnprior. 
Sauter,  E.  A.,  Welland. 
Scott,  S.  T.,  Wyoming. 
Shedden,  D.,  Woodstock. 
Steel,  A.  F.  &  Bro.,  Forest. 
Scott,  T.,  Thornton. 
Stubbs  &  Dales,  Drayton. 
Sc'hultz,  W.  J.  &  Son, 

Dutton. 
Scholfield,  J.  A.,  Dunnville. 
Speight,  J.  &  Son,  Acton. 
Stephenson,  .J.  T.,  London. 
Sutherland,  H.,  Embro. 
Saunders,  C,  Sarnia. 
Smith,  .J.,  Glanford. 
Stephenson,  T.,  Ailsa  Craig. 
Sails,  J.,  Little  Britain. 
Sproul,  A.,  Dungannon. Sauer  &  Beard  Bros., 

Plattsville. 
Stone,  W.  H.,  Toronto. 
Simpson  &  Co.,  Berlin. 
Stoneman,  J.,  Mitchell. 
Snyder,  J.,  Selkirk. 
Smith,  G.  0.,  Jerseyville. 
Smith,  Wim.,  Otterville. 
Schoenheide,  E.,  Teeter- ville. 

Swart's,  .J.,  Princeton. 
Smith,  B.  F.,  Tamworth. 
Turner  &  Porter,  Toronto. 
Tovel,  N.,  Guelph. 
Travis,  D.  S.,  Erin. 
Trott,  H.  T.,  Collingwood. 
Thomson,  J.,  Fergus. 
Thomson,  J.,  Ohesley. 
Trotter,  A.,  Bobeaygeon. 
Thompson  &  Co.,  Belleville. 

Treadgold,  M.,  Brampton. 
Taugher,  J.,  Beachburg. 
Uxbridge  Cabinet  and 

Organ  Co.,  Uxbridge. 
Verney,  W.  J.  &  Co., 

Tottenham. 
Vivian,  C,  Woodbridge. 
Walker,  J.,  Port  Hope. 
Wolfe,  Arnprior. 
Williamson,  E.,  Burlington. 
Waddell,  J.,  Orono. 
Wilson  Bros.,  Owen  Sound. 
Wilson,  .J.  G.,  Georgetown. 
Wright,  A.  &  Bro.,  Rich- mond Hill. 
Watson  &  Malcolm,  Kin- cardine. 
White,  W.,  Bracebridge. 
Windsor,  H.,  Brigden. 
Watt  Bros.,  Meaford. 
Wettlaufer,  L.  &  Co., 

Auburn. 

Warning,  J.  G.,  Duncan- ville. 

Wigg,  W.  &  Son,  Oshawa. 
Windsor,  J.  &  Son,  Frank- 

ford. 
Watters,  J.,  Harrow. 
Walker,  G.  E.,  Norwich. 
Walton,  J.  A.,  Elmvale. 
You'^ig,  J.,  Toronto. 
Yoder,  J.  H.,  Springfield. 
Ziller,  G.,  Oakville. 

Assistants 

Bolton,  C.  R.,  assistant  to 
M.  McCabe,  Toronto. 

Leatherdale,    R.,  assistant 
to  Mrs.  W.  Long,  Brus- 
sels. Millar<l,  A.,  assistant  to  J. 
Young,  Toronto. 

Wilkes,   C.   R.,   J.  Young, 
Toronto. 

Walker,  T.,  assistant  to  -T. Walker,  Port  Hope. 

Note  and  Comment 

Death  has  made  big  inroads  in  the  membership  since 
those  early  days.  A  hurried  glance  through  the  list 
shows  that  few  of  the  early  members  are  alive  now  or 
arp  now  connected  with  the  profession. 

The  present  presiding  officer  of  the  C.  E.  A..  Robert 

Nugent,  is  entered  as  member  under  "Anderson  & 
Nugent,  Lindsay."  His  firm  has  been  a  member  of 
the  Association  ever  since  its  formation,  and  is  one  of 
the  few  who  have  retained  membership  down  the  years 
until  the  present. 

ADDED  CHARGE  ON  BOSTON  FUNERALS 

According  to  a  neAV  schedule  of  prices  established  by 
the  Boston  Hearse  Drivers'  Union,  undertakers  of  that 
city  will  in  future  pay  drivers  50  cents  a  flight  for 
assisting  in  the  carrying  of  caskets.  No  distinction  is 
made  as  to  the  size  of  the  casket,  nor  as  to  its  .weight, 
nor  as  to  whether  it  contains  the  body  of  an  infant  or 
adult. 

The  new  schedule  is  said  to  be  unique  in  the  under- 
taking business.  Carrying  a  casket  from  the  first  and 

second  floors  will  cost  50  cents;  from  the  third  floor 
$1 ;  from  the  fourth  floor  $1.50  and  from  the  fifth  floor 
$2.  Members  of  the  profession  in  Boston  say  that  this 
new  scale  will  operate  against  the  hearse  drivers,  who 
it  is  said,  will  not  be  asked  to  do  this  extra  work  and 

in  this  way  will  lose  many  "tips." 



July,  1917 CANADIAN  FURNITUKE  WORLD  AND  THE  UNDERTAKER 

5] 

SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 

CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 

and  why  YOU  Should  Use  It! 

It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 

portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 

balming Fluid. 

We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 

balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 

tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 

which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 

sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 

Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 

H.  S.  ECKELS  &  COMPANY    TORONTO,  ONTARIO,  CANADA 

A.  B.  GREER  &  SON   -   LONDON,  ONTARIO 

^^Hui-l|^B  frill 

1  H.C.WLBREATH  &  SON^^g) 

Manufacturer*  of 

Motor  and  Horse- 
Drawn  Funeral 

Vehicles. 

Combination  Hearse  and  Undertaker's  Wagon  mounted  on  extended  Ford  Chassis 
Sold  to  F.  C.  KILBREATH  &  SON,  SARNIA.  ONT. 
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CORRESPONDENCE 

A  W ilness  for  the  Defence 

The  editor  remaining  neutral  on  the  (juestion  of  fish 
and  snakes,  he  has  been  asked  to  give  space  to  the 

following — a  defence  of  "Mae,"  against  the  insinua- 
tions of  X.  Y.  Z.,  published  last  month.  In  the  in- 

terest of  fair  play  (and  because  Bert  is  a  bigger  fel- 
low than  the  editor),  we  are  glad  to  accede  to  the  re- 

quest. 
Dear  Editor  Furniture  World : 

In  your  June  number  I  see  a  letter  written  by  one 
who  seems  unwilling  to  subscribe  his  name  to  a  story 
which  he  asks  us  to  believe,  but  seems  to  be  doubtful 
that  we  will.  I  do  not  know  who  this  writer  is,  but  it 
sounds  much  like  Clarence.  He  is  the  only  person 
whom  I  know  who  has  a  brother  named  Charlie,  and 
who  was  brought  up  in  Michigan.  If  it  is  Clarence, 
then  why  in  the  name  of  all  that  is  reasonable  does  he 
not  sign  his  name,  because  that  would  put  an  end  to 
any  argument  on  the  subject.  However,  there  are 
some  things  he  says  about  Jack,  McLaughlin  and  his 
friend  which  Clarence  knows  are  not  right.  For  in- 

stance, when  he  says  that  Mac  has  worms.  That  is 
impossible,  for  worms  could  not  live  on  Mac,  there  is 
not  room  enough.  He  also  doubts  that  the  fish  would 
leave  the  water  and  follow  and  play  with  Mac.  This 
is  simply  ridiculous ;  there  are  fish  following  and  play- 

ing with  Mac  nearly  every  day.  He  also  takes  excep- 
tion to  the  fact  that  the  fish  fell  in  the  pond  and  was 

drowned.  The  statement  he  makes  that  this  is  pre- 
varication, is  utter  bosh  and  shows  that  it  is  jealousy 

which  prompts  this  criticism.  Certainly,  if  the  fish 
fell  in  the  pond  after  following  and  playing  with  Mae 
it  would  get  drowned.  The  writer  goes  on  to  tell  the 

story  about  the  snake  on  his  father's  farm  just  as 
though  some  of  us  would  doubt  it.  Now,  I  speak  as 
an  authority,  and  will  state  (juite  freely,  that  there  is 
nothing  extraordinary  in  either  story.  For  I  know  a 
man  in  the  furniture  trade  who  had  a  whole  circus  of 
snakes  and  fish,  zebras,  elephants,  rhinoceros,  and 
many  other  sort  of  animals  with  which  to  play,  and 
every  time  he  had  them  it  would  take  10  men  to  hold 
him.  Of  course  we  will  not  hear  of  so  many  of  these 
extraordinary  happenings  now,  except  after  the  return 
of  the  travellers  from  the  east.  Because  that  is  about 
the  only  place  now  that  fish  and  snakes  can  be  tamed 
into  the  condition  necessary  to  be  played  with. 

I  am  sure,  dear  Editor,  that  there  will  be  others  who 

will  take  up  poor  Mac's  defence  as  I  have  done,  and 
I  sincerely  hope  that  you  will  see  the  justice  of  my 
stand,  and  will  publish  this  letter  so  that  others  may 
be  informed  that  it  is  most  probable  that  everything 
happened  just  as  Mac  says  that  it  did. 

Yours  truly, 
"bert  MENZIE. 

*    *  * 
Another  Contribution 

Mr.  Editor — After  reading  the  snake  story  by  the 
gentleman  with  the  alphabetical  signature,  all  I  can  say 
is  that  when  the  story  was  written,  X.  Y.  Z.  was  suffer- 

ing from  a  severe  attack  of  snakeitis,  in  other  words 

D.  T.'s,  from  drinking  too  much  Embalmers'  Fluid,  in 
an  attempt  to  brighten  up. — Mae. 

____  REASONABLE  CHARGE  FOR  SERVICE 
A  small  town  undertaker  was  called  on  the  phone 

and  asked  what  he  would  charge  to  embalm  a  body  for 
shipment.     His  reply  was  $35.00. 

The  enquirer  said  that  was  too  much,  that  another 
embalmer  charged  only  $25.00.  His  reply  to  this  was. 

"If  you  want  a  $"25.00  job  done  I  can  do  it,  but  if  you 
want  the  body  thoroughly  embalmed  for  shipping,  so 
it  will  arrive  at  its  point  of  destination  in  perfect  con- 

dition it  requires  more  work  and  more  materials,  and 
my  services  are  worth  Avhat  I  ask.  You  pay  only  for 

the  degree  of  services  rendered."  He  was  awarded  the 
case. 

In  another  ease  the  mortician  was  asked  his  ehargt- 
for  embalming  a  body,  this  one  for  local  burial.  His 
reply  being  $25.00,  he  was  told  that  a  competitor 
charged  only  $15.00. 

The  response  to  this  was,  "I  can  do  the  same  kind  of 
work  that  he  does  for  that  price.  If  you  want  the 
best  you  must  pay  for  it,  in  embalming  as  in  other  mat- 

ters." 

He  took  the  case  at  the  lower  rate  with  that  under- 
standing, but  rendered  the  best  ser^ace  at  his  com- 

mand. 

By  doing  this,  the  relatives  were  .satisfied  that  they 
got  full  value  for  their  money  because  the  ease  looked 
fine  and  it  was  done  at  a  price  they  were  willing  to 
pay.  Further  than  this,  he  had  given  them  a  lasting 
impression  to  be  passed  on  to  their  friends,  that  he 
could  render  a  much  greater  service,  could  perform  a 
much  better  operation,  and  compared  with  this  case  at 
his  low  priced  service,  it  must  be  a  wonder  and  he  a 

genius. The  question  of  the  amount  of  your  charge  is  more 
one  of  convincing  customers  that  your  services  are 
worth  just  what  you  ask  for  them  and  then  render  a 
little  better  service  than  they  think  they  are  paying 

for. 
By  reducing  the  price  to  meet  competition  without 

impressing  this  thought  you  are  likely  to  be  responsible 
for  opinions  arising  that  you  are  no  better  as  a  profes- 

sional man  than  your  competitor,  that  your  original 
price  was  robbery,  and  that  you  can  be  talked  into  cut- 

ting prices  on  everything. 

There  are  many  eases  of  people  who  cannot  aflPord 
to  pay  the  regular  charge  for  this  service.  If  ycu 
make  a  lower  price  it  is  better  to  give  the  impressio  i 
that  it  is  for  a  less  expensive  service,  just  as  there  are 
cheaper  grades  in  other  commodities.  Then  if  you 
render  the  best  service  you  will  reap  beneficial  results 
from  the  advertising  it  gives  you. 

We  would  not  presume  so  much  as  to  speeifj'  the 
amount  which  you  should  charge  for  any  case.  You 
are  the  better  judge  of  the  value  of  any  service  you 
may  render.  We  do  believe  that  you  are  entitled  to 
adequate  compensation  for  such  service,  and  that,  in 
so  far  as  possible,  the  charge  should  be  listed  as  such 
and  not  tacked  onto  the  casket  or  any  other  item  of  the 
account. 

Tradition  and  custom  of  a  community  may  compel 

your  acquiescence  to  forms  of  which  you  do  not  ap- 

prove, but  if  you  use  diplomacy,  you  can  mold  the'"e 
customs  into  the  path  which  you  know  to  be  the  better way. 

As  a  member  of  the  profession,  as  a  leader  in  your 
community,  this  is  a  part  of  your  obligation. 
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ONTARIO 

Bobcaygeon — 
By:ig,  G.  C. 

Bowmanville,  Ont. — 
Morris  &  Son,  L.  'Phone  H) 

Burks  Falls — 
Hilliar,  Joseph.    Box  213. 

Coboconk — 
Greenley,  A. 

Dorchester,  Ont. — 
Logan,  E.  A.     'Phone  2107. 

Dungannon — 
Sproul,  William 

Dunnville — 
D.  P.  Fry.    'Phone  68. 

Blmira — 
Dreisinger,  Chris. 

Hamilton — 
Blachford  &  Sons, 

57  King  Street  West. 

Dodsworth,  A.  H. 
.59  King  St.  W. 
Robinson,  J.  H.  &  Co., 

19-21  John  St.  N. 

Huntsville — Hilliar,  .Toseph. 

Ingersoll — Melntyres. 
F.  W.  Keeler  and  E.  A. 
Skinner,  props. 

Kemptville — 
McCaughey,  Geo.  A. 

Kingston — Corbett,  S.  S. 
Reid,  Jas.,  254  Princess  St. 

London — 
Ferguson 's  Sons,  John 

174  to  180  King  St. 

Orillia— W.  A.  Straehan, 
Successor  to 

H.  A.  Bingham. 

Phone  45.'?. D.  Clark.    Tel.  159. 
Mundell,  J.  A.     Phone  126. 

150  Mississaga  St. 

Oshawa — Disney  Bros. 
Luke  Burial  Co. 

Port  Perry — 
Disney,  E.  S. 

Schomberg — F.  Skinner. 

St.  Catharines — Grobb  Bros. 
144-146  St.  Paul  St. 

St.  Thomas — William,  P.  E.,  &  Sons,  519 
Talbot  St. 

Stirling — Ralph,   Jas.        Phone  102. 

Stratford- Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 

TorMito — Cobblediek,    N.    B.,  2068 
Queen  St.  East  and  1508 Danforth   Ave.  Private 
Ambulance. 

.1.  A.  Humphrey  &  Son, 
463  Church  St. 

Washington,   Fleurv  Burial 
■Co.,  685  Queen  St.  E. 

J.  C.  Van  Camp, 
30  Bloor  St.  W. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Thedford — Woodhall,  J.  B. 

Wallaceburg — 
Cousins,  Burlington  &  Saint. 

Welland— 
Patterson  &  Dart 
Sutherland,  G.  W. 

Woodstock — Mack,  Paul. 

Whitby— Nicholson  &  Seldon. 

QUEBEC 
Montreal — Tees  &  Co.,  912  St.  Catherine St.  West. 

NEW  BRUNSWICK 

Moncton — Tuttle  Bros.,  164  Lutz  St. 

St.  John— Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — Campbell  &  Campbell. 

Dauphin — 
Farrell,  A.  F. 

Winnipeg — Clark-Leatherdale  Co.  Ltd. 
232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — Broadfoot  Bros. 

Saskatoon — Young,  A.  E. 

READ  WHAT  OTHERS  SAY  ABOUT 

C 

ARAN 

EMBALMING  FLUID C 

Office 
Phone  College  270 

Residence 
Phone  College  289 

HARRY  ELLIS 
FUNERAL  DIRECTOR 

331  COLLEGE  ST. 
BRANCH:   244   DANFORTH   AVE.  TORONTO 

The  CaranaC  Laboratory, 
Peterborough,  Ont. 

Gentlemen : 
I  am  very  pleased  to  be  able  to  say  that  the  fluid 

which  we  received  from  you  has  indeed  been  very  satis- 
factory, ani  has  given  us  the  very  best  of  results.  We 

can  highly  recommend  this  Fluid  to  any  m>.  mber  of  our 
profession,  and  are  pleased  to  have  you  duplicate  our  last 
order. 

Yours  respectfully, 

HE/GS.  H.  ELLIS 

The  Caranac  Laboratory 

Peterborough,  Ont.,  Canada 

The  Original 

Patented 

Concentrated 

Fluid 

Patented  Formula 
.Strongest  and  Best 

Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 

ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 

Special  Canadian  Agents 

National  Casket  Co. 
Toronto,  Ont. 

GLOBE  CASKET  CO. 
London,  Ont. 

SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 

GIRARD  &  GODIN 
Three  Rivers,  Que. 

JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 

CHRISTIE  BROS. 
Amherst,  N.S. Larger  Bottles  tilled  up  with  water 

Egyptian  Chemical  Co.  Boston,  u.s.a 
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Sanitary  Bedding  Co   5 
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Stratford  Chair  Co   5 
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Toronto  Furniture  Co   10 
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Walter  &  Co.,  B  i.f.c. 

For  Sale 

Wanted 

TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 

UNDERWOOD  TYPEWRITERS— ThorougOily  rebuilt,  look  like 
new,  wear  lilce  new.  Guaranteed  five  years.  Less  than  one- 
half  manufacturers  prices.  Free  inspection,  and  sold  for 
cash  or  payments.  Send  for  proposition  and  protect  your- 

self with  copies  of  letters  and  orders  written.  Address, 
Arthur  O.  Secord  Co.,  Limited,  Dept.  6,  Brantford,  Ontario. 

FOR  SAIjE — Old  established  furniture  and  undertaking  busi- 
ness in  Eastern  Ontario.  Large  country  trade,  in  excellent 

locality.  Poor  health  reason  for  selling;  will  give  assistance 
if  necessary,  first  year.  Apply  Box  36,  Canadian  Furniture 
World.  -.i 

FOR  SAIiE — Furniture  and  Undertaking  establishment  in 
Western  Ontario.  Large  country  trade,  and  everything  up 
to-date.    Apply  to  Box  35  Canadian  Furniture  World.  j-a 

FOR  SALE — An  old-established  furniture  business.  Apply  M. 
E.  Tangney,  Lindsay,  Ont.  -j 

FOB  SALE — iCasket  wagon,  simgle  deck,  rubber  tires,  Timkin 
axle,  in  best  of  shape,  will  sell  cheap  for  quick  sale.  M.  R. 
Nash,  undertaker,  1153  St.  Clair  Ave.,  Toronto.  -j 

Canadian  School  of  Embalming 
Instruction  in   Practical  Embalming-  and  Funeral  Directing- PREPARATION  FOR  EXAMINATIONS 

New  Address 
R.  U.  STONE 

Priacipal 
525  Sherbourne  St. 

Toronto 

The  National  Table  Company,  Limited 

The  Owen  Sound  Chair  Co.,  Limited 

The  North  American  Furniture  Co., 
Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High- 
Grade  Dining  Room,  Bedroom,  Hall, 

Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 

Send  your 

WANT  ADS 

to  the 

Canadian  Furniture 

World 
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Champion  Fluid 

16  oz. 

100%  Pure  Chemicals 

Richest  and  Purest  compound 

that  will  remain  in  solution,  con- 

sequently the  most  economical 

to  use.     It's  Worth  the  Price, 

Made  in  Canada 

from  Canadian  Chemicals 

CHAMPION  REPUTATION 

gained  by  many  years  of  fair  dealing  and 

honest  goods  is  in  each  bottle  of  Champion 

Fluid.  ̂   Nothing  but  the  best  and  purest 

ingredients  are  used,  which,  combined  with 

our  many  years  of  experience,  makes  Cham- 

pion most  dependable. 

Champion  Fluid,  Baker,  Champion  and  Boyd  Steel  Vaults,  Morgue  Furniture,  Church  Trucks, 
Cooling  BoarHs  and  Couches,  Embalming  Instruments,  Grips,  Cosmetics, 

Hardening  Compound,  Disinfectants,  Demi  Surgery. 

LARGEST,  BEST  AND  MOST  COMPLETE  LINE  IN  THE  WORLD 

The  Champion  Chemical  Co.,  Springfield,  O. 

DR.  G.  W.  FERGUSON,  Canadian  Manager 

50  Leuty  Ave.,  Kew  Beach 

TORONTO 



"Electro-Weld"  Steel  Bedstead,  No.  3610 

^  This  is  only  one  of  the  large  number  of  new  "electro-weld"  steel  bed  designs 
shown  in  our  new  catalogue  recently  sent  to  the  trade. 

^  Space  does  not  permit  us  to  go  at  length  into  details  regarding  this  epoch- 

making  advance  (patents  on  which  are  pending)  in  steel  bed  construction  that 

does  away,  at  once,  with  nuts,  bolts,  rivets;  hence,  with  all  possibility  of  rattling 

or  becoming  loose. 

In  appearance,  finish  and  durability  these  new  "electro-weld"  beds  are 
unique,  and  will,  in  the  near,  future,  sweep  the  market.  We  refer  you  to  our 

catalogue  for  further  details. 

^  If  you  have  not  received  your  copy,  write  for  it  to-day. 

The  Parkhill  Manufacturing  Co,,  Limited 

TRAOt  MARK  RCCISTCRCft 

Successors  to  the  Alaska  Feather  &  Down  Co.,  Limited 

Makers  of  Bedsteads  and  Bedding 

MONTREAL 

"Alaska  on  an  article  means  high-grade  eijery  particle" 
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Published  by  the  Commercial  Press,  Limited,  32  Colbome  Street,  Toronto 

PREPARE  NOW 

Everything  points  to  a  bigger  volume  of  business  than  ever,  next  Fall. 

One  of  the  most  important  departments  of  your  business  can  be  made 

tremendously  attractive  by  the  addition  of  a  representative  assort- 

ment of  Stratford  Chairs.  They  are  cleverly-designed,  finely-made, 

and  moderately-priced.     Anticipate   your  wants  without  delay. 

>tral 

Stratford Ontario 
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The  Portophone 

A  Portable  Phonograph 

Just  the  thing  for  Summer  Cottages, 

Picnic  Parties,  Automobile  Paities, 

Boating  Parties,   and  House  Use. 

Splendid  Tone — Plays  any  disc  Re- 
cords, and  is  sold  at  a  low  price. 

For  prices  and  particulars 
write 

The  May  Manufacturing  Co. 

ELORA,  ONTARIO 

OOlDOO" 

OOOOO 

Mr 

The  Portophone 

Tennessee 

Cedar  Chests 

Absolutely  mothproof 
Made  in  three  popu- 

lar sizes.  Best  copper 
trimmings  used 
throughout. 

O-  

Every  Woman 
Wants  One 

Their  handsome  ap- 
pearance and  great 

utility  make  them  fa- 
vorites with  all.  The 

price  will  enable  you 
to  make  a  good  profit. 

D.  L.  SHAFER  &  COMPANY,  ST.  THOMAS,  ONTARIO 

THE  WABASH  SLIDE 

MADE  BY 

B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE   Manufacturers    in  America. 

SLIDE  making  a  SPECIALTY  BUSINESS 

Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BE  FTER  and  CHEAPER  than  the  lumitute 
manufacturer  who  malces  a  dozen  articlei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  uiing  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 

DEALERS— INSIST  on  WABASH  SLIDES 
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Geo.  McLagan  Furniture  Co. Limited 
Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Farquharson-Gifford  Co.,  Ltd. 
Specialists  in  Revolving  Seat  Davenport 
Beds,Living  Room  Furniture  and  Divanettes 

Stratford  Chair  Co.,  Limited 
Diners,  Rockers,  Bedroom  Chairs,  Office, 

Den  and  Library  Chairs,  Children's  Chairs. Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 

Davenport  Beds. 
Living  Room  Furniture. 

Globe-Wernicke  Co.,  Limited 
Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 

Cabinet  Supplies,  Stationers'  Goods. 

Imperial  Rattan  Co.,  Limited 
Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields,  "Old  Hickory" Rustic  and  Garden  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 
Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cols  and  Chairs,  Folding  Chairs  and  Tables 

Stratford  Bed  Co.,  Limited 
Brass   Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 
Office  Furniture. 

Preparations 

For  Fall 

nPHE  retail  furniture  trade  of 

Canada  may  confidently  look 

forward  to  a  large  business  this  Fall. 

Let  us  tell  you  that  Stratford  furni- 
ture was  never  before  made  in  more 

pleasing,  satisfying  designs  than  now. 

You  know  the  home  to-day — the 

home  that  you  furnish — demands 

snappy,  clean-cut,  well-made  and 

properly-designed  furniture. 

Anticipate  your  requirements  for 

Fall  trade  and  order  early. 

Stratford  Furniture 

Manufacturers 
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ESTRATFORD 

MADE 

Real  Outdoor  Furniture 

'<L  /"OU  will  surely  want  to 

I    handle  the  best  and  most 
profitable  line  of  outdoor 

furniture  this  Spring — that  is 

"Old  Hickory" 
The  only  logical  outdoor 

furniture 

For  spacious  lawns  and 

grounds  nothing  is  more  sub- stantial and  beautiful  than  a 

well  planned  "Old  Hickory" 
setting. 

Prompt  shipments  now.  New 
50-page  catalog  on  request. 

Imperial  Rattan  Co. Limited 

Stratford Ontario 

We  Will  Welcome  You  at  Toronto  Fair 

The  wonderful  and 

distinct  features  of 

"Kroehler 

Bed 

Davenports" 
insure  you  a  good 

margin.  It  pays  to 

tie  up  with 

The  Kodav 

and  Daveno Style  No.  710 

Invite  your  custom- ers to  call  around  at 

the  VSmM  Booth. 
We  will  gladly 

show  them  many 

features  of  the 

Kroehler 

Bed  Davenports 

Kodav 

and  Daveno 

We  want  you  to  look  us  up  at  the  Fair.  Make  our  booth  your  Headquarters. 

Newest  designs  to  be  displayed  here  for  Fall.    Come  and  make  yourself  known. 

The  Kttd^l  Bed  Company,  Limited 

STRATFORD,  ONT. 
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STRATFORD 

"THE  McLAGAN  LINE 

99 

Your  customer 

wants  style. 

You  want  profit. 

We  give  you 

both. 

No.  250  Bedroom  Suite, 

William  and  Mary  de- 
sign, made  in  American 
Black  Walnut. 

Every  piece  of  furniture 
made  by    McLagan  is 
original  and  classy,  and  a 

bang-up  good  seller. 

THE  GEORGE  McLAGAN  FURNITURE  COMPANY,  LIMITED 

STRATFORD.  ONTARIO 



6 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 
August.  1917 

Compare  this 

DROPLEG  with 

the  ̂ ^Twin^^  below 

TWIN 

Pedestal  Extension  Tables  have  a  more  attractive 

appearance  than  any  other  extension  table  on  the 

market  whether  closed  or  extended.  Why  detract 

from  the  original  beauty  of  the  table  by  adding 

unsightly  drop  legs  when  you  can  show  a  table 

on  your  floor  that  is  just  as  attractive  when 

extended  as  closed. 

A  customer  may  just  as  well  buy  a  five  leg  table  in  the 

first  place  as  a  dropleg  table.  If  the  pedestal  table  is 

desired,  then  purchase  a  pedestal  table,  and  gel  the 

best — "  Twins." 

There  are  no  snaps  or  catches  in  the  TWIN  PEDESTAL 

TABLE,  or  loose  parts  that  have  to  be  fastened  up  when 

either  extending  or  contracting  the  table. 

/ 

Chesley  Furniture  Co. 

If  you  have  not  yet  received  a  copy 

of  our  new  catalogue  one  will 

he  mailed  on  request 

CHESLEY,  ONTARIO 

Limited 
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I   I  WINDSOR  CHAIRS  OF  NEW 

DESIGN 

This  popular  style  of  chair  has  appealed 

to  the  buying  public  for  many  years,  and 

is  still  one  of  the  best  sellers.  Our  new 

designs  in  this  line  can  be  supplied  in 

painted,  mahogany  or  enamel  finishes,  and 

they  are  fully  up  to  our  standard  of  quality. 

WRITE 

US  FOR 

PRICES 

FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 

£aNADA  pIRNIT
UREM 

Remember 

our  Permanent 

Wholesale 

Showrooms  at 

136-140 

King  St.  East, 

Toronto 

are  open  all  the 

year  around  and 
afford  -the  dealer 

with  a  prospective 
customer  every 

opportunity  to 
make  a  sale. 

When  in  Toronto 

make  our  Show- 

rooms your  head- 

quarters. 

ANADA  rURNITUREmANUFACTURERS 
Limited 

GENERAL  OFFICES  :    WOODSTOCK.  ONT. 

WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 

FACTORIES  : 

WINGHAM 
WALKERTON 

WIARTON 
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New  Rocker 

Made  in  quartered 
cut  oak,  fumed  or 
golden  finish,  or 
birch  mahogany 
finish;  with  auto- 

mobile spring  cush- 
ion. 

Here's  one  of  our 

many  new  styles, 
built  on  the  same 

basis  of  practical 
detail.  Distinctive 

in  design  and  rigid 

in  constructio'n 
they  have  made  all 

our  goods  popular 
with  the  trade. 

The  North  American  Bent  Chair  Co.,  Limited 

Owen  Sound,  Ontario 

Above  is  shown  a  Mattress  prepared  for  tufting  and  finishing. 
It  is  shown  as  36  inches  thick  through  the  middle,  and  when 
it  is  compressed  to  6  inches,  as  when  finished,  some  idea  can 
be  had  of  its  elasticity. 

THE 

KAPOK 

MATTRESS 

The  "  Kapok"  mattress  has  become  very 
popular  and  fast-selling,  owing  to  it  being 
of  high  quality  and  moderate  in  price. 

"  KAPOK,"  otherwise  known  as  the 
Queen  of  Bedding  Material,  is  positively 
the  lightest,  softest  and  most  durable  and 
comfortable  mattress  known  to  the  bed- 

ding industry. 

Order  a  sample  mattress  to-day 
or  Write  for  booklet. 

THE  CANADIAN  FEATHER  AND 

MATTRESS  COMPANY,  LIMITED 

TORONTO.  ONTARIO 
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The 

Princess 

SULKYETTE 

Where  both  appearance  and 
comfort  of  the  child  are  con- 

sidered, this  Run- About 
Sulkyette  is  much  desired. 
It  is  made  with  easy  reclining 
dash  and  back  which  can  be 

adjusted. 

WRITE  FOR 

PRICES  NOW 

^~\UR  representatives  are  now 
showing  this  line  for  the 

season  of  Nineteen  Seventeen 

and  Eighteen. 

It  will  undoubtedly  be  to  your 

advantage  to  inspect  it  before 

placing  orders. 

Write  us  to  make  sure  your 
name  is  on  our  list. 

Ontario 

Woodworking  Co.,  Ltd. 

KITCHENER,  ONT. 

*Tit  for  the  Child  of  a  King^' 

1  f  Manufacluring 

IjILjXJ  1  U  Company 

Kitchener,  Ont. 

Baby  Cutters 
FOR 

SEASON  1917-1918 

F.  C.  BRANDT 

H.  BELLINGER  - 
WM.  BUCHANAN 
D.  W.  ALBRIGHT 
B.  J.  WALKER  - 

Sales  Manager 

EASTERN  PROVINCES 
ONTARIO 
-  QUEBEC 

WESTERN  PROVINCES 
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Consider  Carefully 

QUi 

DU  PONT 

dBRIKQlj »eC  U   »  PAT. Off- 

For  Fall  Showing 

©nrnntn 

3vivmtmt 

(Ha., 

Showrooms  and  Factory  : 
TORONTO  CANADA 

SELLS  FURNITURE 

It  is  the  one  pledge  of  quality  that 

every  buyer  recognizes.  He  Lnows 
the  whole  piece  is  perfect  if  the 
upholstery  is 

Craftsman  Quality  Fabrikoid 

If  you  want  this  endorsement  for  your  fur- nilure  use  CRAFTSMAN  QUALITY 
FABRIKOID  and  say  so.  Attach  a 
Craftsman  Qualily  Tag  to  every  piece  you 
ship  out  and  link  up  with  the  largest  and 
most  productive  advertising  campaign  ever 
undertaken  for  an  upholstery  fabric. 

You  will  find  salisf  action,  profit  and  pres- 
tige in  offering  a  proauct  to  the  trade  with 

CRAFTSMAN  QUALITY-QUALITY 
TAGS 

Du  Pont  Fabrikoid  Co. 
Wilmington,  Del. 

FACTORIES  -  Newburgh.N.Y. 
Fairfield,  Conn.  Elizabtlb.  N.  J. 

Toronto,  Ont. 

mimmw llililliilllllilllliiilliiiilliiil 

iiiii 

Burnished  ROMAN  GOLD  ANTIQUE  FRAMES  on  our 

OILETTES  and  CONVEX  MEDALLIONS 

are  the  Seller  Line  of  this  season,  if  the  price  is  right,  and,  ours  is. 

THE  BIG  CANADIAN  MOULDING  HOUSE 

MATTHEWS  BROS.,  LIMITED 

788  DUNDAS  STREET  TORONTO,  CANADA 
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HERE  IS  ANOTHER  KNECHTEL 

PERIOD  PATTERN  IN  OLD  IVORY 

For  first-class  enamel  finish  and  really  good  looking, 

saleable  designs  we  yield  precedence  to  no  manufac- 

turer of  cheap  and  medium-grade  goods.  We  use 
on  ly  the  best  grades  of  enamel  and  plenty  of  it ;  our 

spraying  machines  and  kilns  are  manned  by  experts, 

and  the  lumber  which  we  use  in  enamelled  goods  is 

thoroughly  air-dried  for  at  least  a  year  before  being 
used.  With  ihese  and  many  other  precautions  we 

are  safeguarding  our  reputation  for  good  enamel  finish, 

besides  which  we  are  in  a  position  to  give  you  better 

and  quicker  service  than  ever  upon  receipt  of  your  order. 

THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 

iiiiiBiiiiiiiii 119 iiiiiiiii 

•■•1 
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I  New  Creations  in  medium 

I  priced  Bedroom  Furniture 

I  are  the  features  of  the 

I  Meaford  Line  this  season. 

M  These  are  suggestions  of  three  suites  with 

I  real  sales  value  surrounding  each. 

M  More  orders  than  any  previous  season  is 

I  the  true  worth  of  appreciation  shown  us 

I  by  the  trade. 

I  We  thank  you  and  hope  to  keep  ever 

■  prominent  in  your  mind's  eye  as  origin- 
■  aters  of  worth-while  Furniture. 

August,  1917 

|.|iyi;piiiltiiilJiii|yi^^ 

Don't  overlool^  gur 

Dining-Room, 

Library,  and 

Hall  Furniture 

also  the  complete  line 

of  Wardrobes, 

Music,  and 

Medicine  Cabinets 

We  show 

THE  MEAFORD  MFG.  COMPANY,  Limited 

MEAFORD,  ONTARIO. 

Bimrj 
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T 

HOSE  who  delay  ordering  goods  for  the  coming  season 

until  the  usual  time  will  not  have  very  much  to  offer 

their  customers.- — "T^icture  and  jirt  '^rade.  " 

The  above  item  is  from  an  American  Trade  Journal  and  applies 

to  Canadian  Trade  as  well. — Get  your  orders  in  early  for 
holiday  trade. 

Mouldings,  Frames,  Framed  Pictures,  Tra^s,  Mirrors. 

Still  selling  Circassian  Walnut  Veneer  Moulding  in  all  regular  patterns 

PHILLIPS  MANUFACTURING  CO.,  LIMITED 

258  to  326  CA.RLAW  AVE.,       TORONTO,  ONTARIO 

At  all  times  it  is  essential  (or  the  salesman  to  lent  w  his 
goods,  but  when  limes  are  a  litile  quiet  it  is  doubly  so, 
and  anyone  desirous  of  making  a  success  as  a  sales- 

man must  first  equip  himself  with  a  thorough 
knowledge  of  the  line  he  is  trying  to  sell. 

Here  is  the  book  which  you  need 
to  give  you  accurate,  concise, 
and  complete  furniture  information. 

THE  PRACTICAL  BOOK  OF 

PERIOD  FURNITURE 

By 

Harold  Donaldson  Eberlein 
and 

Abbot  McClure 

With  250  illustrations  that  illustrate 
RIGHT  FURNITURE 

A  special  feature  is  an  illustrative  chronological  key  for  the  iden- 
tification of  Period  Furniture.  Octavo.  Handsome  decorated 

cloth,  in  a  box — $6.00  net,  postage  extra. 
This  book  will  be  welcomed  by  all  those  who  wish  to  buy  Right 
Furniture  (Antique  or  Reproduced)  for  the  Household,  by  all 
dealers  in  the  same,  and  by  all  makerc  of  Correct  Reproductions. 
Whether  you  are  a  Salesman,  Manufacturer,  Dealer,  Designer, 
or  Connoisseur,  you  should  buy  this  Handsome  Practical  Volume. 

PRICE  $6.10,  Postage  Paid 

CANADIAN  FURNITURE  WORLD 
anJ  THE  UNDERTAKER 

32  COLBORNE  ST..  TORONTO 

The  National  Table  Company,  Limited 

The  Owen  Sound  Chair  Co.,  Limited 

The  North  American  Furniture  Co., Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  Hifili- 
Grade  Dininy  Room,  Bedroom,  Hall, 
Living  Room  ami  Library  Furniture. 

Catalogues  sent  on  application 

Send  your 

WANT  ADS 

to  the 

Canadian  Furniture 

World 
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I  Sell  Juvenile  Furniture  | 

m  I  'HE  furniture  dealer  never  had  a  better  chance  | 
■  A  to  enlarge  and  increase  his  trade  than  now.  ■ 

M  This  toy  furniture  will  especially  appeal  to  ■ 

I  children,  who  will  get  their  parents  to  go  into  -  J 
■  your  store  with  them  to  look  at  the  toys,  and  | 

m  very  often  these  visits  will  develop  on  a  ■ 

g  furniture  sale.  | 

■  Besides,  this  toy  furniture  is  Made  in  Canada,  ■ 

B  by  a  strictly  Canadian  firm.  It  is  better  made  a 

1  than  any  similar  line  ever  imported  into  the  | 

■  ^  Dominion.  ■ 

m  Order  now  and  be  assured  of  prompt  delivery  g 

I  The  Victoriaville  Furniture  Company  | 

I  VICTORIAVILLE      -      QUEBEC  | 
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I  The  Gold  Medal  Line  | 

I              GET  READY  FOR  FALL  BUSINESS  | 

I             The  growing  demand  for  heavy  upholstered  living  room  furniture  must  | 

I                not  be  overlooked  by  the  dealers.    If  you  expect  to  get  a  share  of  | 

I                   the  big  business  in  these  lines,  stock  up  with  a  few  choice  pieces  1 

I                      from  our  splendid  range.    The  values  will  surprise  you.  I 

I                          We  have  the  best  collection  of  Tapestries  in  Canada.  | 

=  Manufactured  by  g 

1  The  Gold  Medal  Furniture  Mfg.  Co.,  Limited  | 

I  Factories:  TORONTO,  MONTREAL,  WINNIPEG  and  UXBRIDGE.  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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Triangular  Divanettes 

Triangular  Construction 

Means  Strength 

This  new  Triangular  Divanette  will  revolutionize  the  bed  business.  For  perfect  con- 

struction and  genuine  comfort  it  takes  the  lead  of  all  other  beds  on  the  market.  The 

triangular  construction  makes  the  framework  absolutely  firm  in  operation  and  is 

guaranteed  against  any  future  wear. 

Note  the 

Triangular 

Construction 

of  this 

Divanette 

May  we  send 
a  sample  bed  ? 

Write  for 

prices  and 
complete 
information 

No.  90 

We  want  every  furniture  dealer  that  visits  the  Canadian  National  Exhibition,  Toronto, 

to  call  at  our  booth  No.  1 05  in  the  Industrial  Building,  and  see  our  complete  line  of 

Divanettes.    Dealers  will  be  surprised  at  the  prices  and  pleased  with  the  operation  of  our 

New  Triangular  Divanette 

And  another  absolutely  new  surprise  which  will  be  on  exhibit 

Sanitary  Bedding  Company  Limited 

TORONTO,  CANADA 

Manufacturers  of  the  celebrated  "Peerleaa"  Divanette 
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Making  the  Most  of  August  Furniture  Trade 

Nou)  is  the  time  to  clear  the  decks  of  hackward  lines 

— Arouse  public  interest  in  better  home  furnishings. 

DEMAND  for  furniture  is  sometimes  inclined  to  lag 
during  the  month  of  August  and  some  special 

eflt'orts  are  frequently  necessary  to  stimulate 
business  at  this  time.  A  little  aggressiveness  in  all 
branches  of  merchandising  will  frequently  turn  what 
would  otherwise  be  a  quiet  month  into  a  period  of  con- 

siderable sales  activity. 

August  Fvirniture 

Most  stores  at  this  season  of 
the  year  find  a  certain  volume 
of  slow-nioving  goods  on  hand 
that  it  is  desirable  should  be 
moved,  and  accordingly  the 
August  Furniture  Sale  has 
developed,  in  which  goods  are 
featured  at  reduced  priee;s 
through  the  advertising  col- 

umns of  the  newspapers  as  well 
as  the  windows  in  an  appeal  to 
the  buyer  who  is  economically 
inclined  and  who  is  willing  to 
take  his  goods  at  this  time  in- 

stead of  later  on. 

Use  the  Window 

There's  nothing  like  h  good 
window  display  with  attractive 
placards  to  get  some  lires  to 
moving,  and  if  there  is  a  suite 
or  two  that  you  wish  to  make 

a  sale  on,  try  the  wi^'dow  dis- 
play method  at  this  time.  Often 

a  buyer  who  cares  hn*'  little 
about  the  latest  style,  bu':  who 
is  interested  in  saving  some 
money,  finds  just  what  he  is 
looking  for  in  this  kind  of 
window  display. 

Even  the  biggest  stores  u  e 
this  metliod,  a?id  in  a  stroll 
through  the  principal  business 
thoroughfares  one  notices  some 
handsome  pieces,  perhaps  not 
just  up  to  the  minute  in  style, 
but  excellent  values,  just  the 
same,  at  the  prices  marked. 

If  you  use  the  local  news- 
papers, an  advertisement  feat- 

Sales 

Is  Your  Home  Furnished 

As  Well  as  it  Should  be? 

Better  Homes  For  I9I7 

Ad.  of  Sydney,  N.S..  firm,  aimed  to  stimulate  sales  by 
arousing  iniercs-t  in  better  homes  and  home furnishings. 

uring  your  midsummer  offerings  will  certainly  attract 
attention  and  produce  some  good  business,  if  well 
written.  With  the  fall  season  coming  on,  it  is  better 
to  get  the  money  for  backward  lines  and  get  them  of¥ 
the  floor  instead  of  crowding  them  in  with  the  new 

goods. Arousing-  Interest  in  Better  Furnishings 

The  present  is  also  an  excellent  time  to  take  up  a 

campaign  to  interest  custom- 
ers in  better  home  furnishings. 

If  a  strong  appeal  along  this 
line  is  made  it  may  result  in 

working  off  many  lines  at  bet- 
ter prices  than  if  an  effort  were 

made  to  effect  sales  on  the  bar- 
gain clearance  idea. 

We  reproduce  herewith  an 
advertisement  along  this  line 

used  recently  by  Wright's 
Limited,  of  Sydney.  N.  S..  that 
will  offer  some  suggestions  to 
other  dealers  for  an  advertise- 

ment of  a  similar  nature.  The 

aim  of  the  ad.  is  to  stimulate  in- 
terest in  furnishings  by  an  ap- 

peal to  the  desire  for  a  comfort- 
able and  good  appearing  home 

that  is  present  to  a  greater  or 
less  extent  in  every  person,  but 

which  frequently  needs  stimul- 
ating. The  introduction  to 

this  partieiilar  ad.  is  good,  avd 
the  individual  treatment  of  a 
number  of  lines  with  extensive 
use  of  illustrations  is  such  as 
should  arouse  interest  in  the 
lines  featured. 

F'urniture  dealers  shou'd. 
make  a  supreme  effort  at  this 
time  to  clear  the  decks  of  sum- 

mer furniture,  the  selling  s;';i- 
son  of  which  will  soon  be  over. 
It  is  often  possible  to  clear  our 
backward  lines  quite  late  in  the 
season  by  a  little  special  selling 
effort.  Now  is  the  time  to  act. 
Make  the  month  of  August  a 
record  month  for  summer  fur 

niture  sales. 
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Practical  Suggestions  for  the  Furniture  Retailer 

Ideas  and  plans  that  can  be  used  by  the  furniture  dealer  to  promote  trade. 

HAVE  A  SUNDRIES  COUNTER 

In  most  furniture  stores  there  is  no  such  thing  as  a 
modern  show  case  where  smaller  articles  may  be  sold. 
If  a  customer  wants  a  bottle  of  furniture  polish,  it 
may  be  in  the  window  or  it  may  be  in  the  workshop  up- 

stairs or  at  the  rear  of  the  store.  It  is  the  same  with 
other  items  that  are  not  kept  so  much  for  sale  as  for 

Suggestion   fur  inteiiur  display  of  summer  furniture. 

use.  There  is  no  reason  why  the  numerous  odd  items 
that  people  call  for  at  a  furniture  store  should  not  bn 
merchandised  in  such  a  way  as  to  bring  in  a  revenue 
worth  while  and  give  the  public  better  service.  People 
want  upholstery  tacks,  castors,  sliding  shoes,  polish, 
drawer  pulls,  door  knobs,  and  so  on.  These  things  that 
are  breakable  parts  of  furniture  can  be  replaced  by 
the  owner  and  he  wants  to  do  it.  but  he  has  to  hunt  all 
over  town  to  find  what  he  wants.  Any  furniture 
dealer  who  will  put  in  a  modern  show  case  and  keep 
an  assortment  of  such  things  there  in  order  and  in 
salable  shape. can  just  as  well  have  all  of  this  business, 
because  there  is  no  competition.  Keep  Avhat  people 
want  and  need  to  renair  their  own  furniture  and  en- 

courage them  to  do  it  instead  of  letting  the  furniture 
go  to  pieces.  Advertise  that  you  will  be  glad  to  sug- 

gest remedies  for  soiled  or  stained  finishes,  or  ways  of 
fixing  breaks.  Of  course  the  jobs  that  are  worth  while 
will  be  brought  to  the  shop  for  repairs  anyway,  and 
if  ,vou  are  the  dealer  who  seems  anxious  to  help  people 
in  this  way,  you  will  be  the  dealer  to  get  their  repair 
jobs.  This  will  develop  for  you  a  business  that  cor- 

responds very  well  to  the  business  in  shoe  findings, 
which  has  grown  to  such  proportions  in  the  shoe  stores. 

customers,  but  I  have  an  awful  lot  of  fiction  that  I  have 
read  and  have  not  a  great  deal  of  further  use  for. 

"I  think  that  it  would  prove  the  means  of  bringing 
many  customers  to  the  store,  especially  in  a  small  town 
where  there  is  no  public  library  or  in  a  place  where 
the  public  library  is  not  large.  It  would  take  some 
work  to  record  the  names  of  those  borrowing  the 
books  and  seeing  that  they  were  returned,  but  if  it 
brought  customers  in  it  would  make  up  for  the  extra 

work." 

The  idea  is  certainly  worth  considering  by  those 
dealers  who  have  many  books  of  fiction  that  they  have 
already  read  and  have  little  further  use  for.  If  such 
a  plan  was  inaugurated  it  would  do  well  to  advertise  it 
quite  extensively  £0  as  to  attract  as  many  new  cus- 

tomers as  possible,  by  it. 

TIME  TO  INVESTIGATE  CUSTOMER'S  CREDIT 

The  time  to  investigate  a  customer 's  credit  standing 
i.?  before  llic  goods  are  delivered.  It  would  be  foolish 
to  even  mention  this — for  every  dealer  knows  it — if  it 
were  not  for  the  fact  that  this  timely  precaution  is  so 
readily  overlooked.  Just  now  when  business  is  active 
and  money  plentiful  there  is  a  tendency  to  be  lulled 
into  insecurity  by  the  pleasing  sound  of  big  figures. 

Display  showing  good  use  tliat  can  be  made  of  even  small 
window  for  display  of  floor  coverings.  Cut  through  courtesy 
of  Armstrong  Cork  Co.,  cf  Lancaster,  Pa. 

WHY  NOT  A  CIRCULATING  LIBRARY  FOR 

CUSTOMERS? 

A  dealer  with  whom  The  Furniture  World  talked  re- 
cently, made  the  suggestion  that  a  retailer  might  make 

up  a  .store  library  out  of  the  books  which  he  himself 
possesses,  and  allow  customers  to  read  them. 

"T  have  never  tried  the  scheme,"  he  said,  "but  the 
other  night  when  T  was  looking  over  my  books,  the 
idea  suggested  itself  to  me.  Of  course,  T  have  some 
standard  works  that  T  would  not  want  to  loan  to 

There  may  be  times  and  conditions  when  a  dealer  may 
be  pardoned  for  taking  certain  credit  chances  in  order 
to  do  the  desired  volume  of  business,  which,  while  not 

actually  dangerous,  could  not  be  considered  first-class 
credit  sales.  But  those  times  and  conditions  are  not 
now.  With  the  demand  so  greatly  in  excess  of  the 
supply  it  is  neither  wise  nor  necessary  to  extend  credit 
where  there  is  a  doubt. 

There  is  one  quality  that  produces  immediate  results 
in  the  way  of  increased  sales  and  that  quality  is  good 
salesmanship. 
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■Windcw  displays  arranged  by  Macpherson  &  Bedford,  of  Brandon,   Man.,  in  connection  with  the  "Annual  Opening  Evening,"  this  year. Note  the  attractiveness  of  the  room  arrangements. 

Annual  Opening  Evening  Proves  Splendid  Feature 

For  Macpherson  &  Bedford,  of  Brandon,  Man. — They  state  it  has 
been  found  one  of  the  best  advertising  features  in  their  experience. 

who  affords  the  opportunity  for  the  public  to  do  this, 
will  in  a  good  many  cases  make  .the  sales  when  the 

proper  time  comes. 

Windows  and  Interior  Given  Special  Attention 

Naturally,  Macpherson  &  Bedford  not  only  advertise 
this  opening  quite  extensively,  but  they  put  forth  their 
best  efforts  to  show  the  goods  on  display  to  the  best 
advantage,  so  that  customers  will  be  appealed  to  in  a 
manner  to  create  sales.  On  this  page  we  reproduce 
the  window  displays  which  they  showed  at  their  an- 

nual opening  this  year.  It  will  be  noted  that  the 
furnished  room  idea  has  been  used  in  both  windows,  so 
as  to  show  the  goods  up  in  surroundings  just  as  natural 

as  possible. 
The  annual  opening  idea  is  one  that  many  other 

furniture  dealers  could  use  to  advantage — as  a  means 
of  getting  ciistomers  interested  in  house  furnishings. 
It  needs  to  be  quite  extensively  advertised,  and  the 
sending  out  of  invitations  by  mail  to  customers  is  a 
good  plan  as  it  gives  that  personal  touch  that  appeals 
so  strongly  to  so  many  people.  The  idea  of  having  an 
orchestra  on  hand  for  the  occasion  is  a  good  one.  while 
there  is  little  need  of  emphasizing  the  fact  that  the  store 
interior  and  windows  should  be  put  in  just  as  attra<i- 
tive  condition  as  possible. 

CHANGE  THINGS  AROUND 

If  you  keep  the  same  lines  in  the  same  place 
throughout  your  store  year  in  and  year  out  you  may 
be  sure  people  who  come  in  will  not  be  nearly  so  apt 
to  notice  the  arrival  of  new  goods  as  if  you  made  fre- 
(|uent  rearrangement  of  the  goods.  And  if  you  do 
renrrnnge  them  often,  people  will  think  you  have  new 
goods  when  you  have  merely  changed  tlie  location  of 
the  old  stock.  We  all  like  to  see  something  different 
when  we  go  into  a  store.  We  all  know  of  instances 
where  we  have  gone  into  some  other  store  and  thought 
they  had  added  a  new  line,  when,  as  a  matter  of  fact, 

they  had  simply  brought  that  line  out  into  a  more  con- 
spicuous place. — Furniture  Journal. 

AN  excellent  method  of  inducing  customers  to  come 
to  the  store  and  inspect  the  furnishings  that 
they  have  on  display  is  used  by  Macpherson  & 

Bedford,  home  furnishers,  of  716  Rosser  Ave.,  Bran- 

don, Man.  It  is  what  they  call  their  "annual  open- 
ing" evening,  and  has  been  made  use  of  on  two  occa- 
sions with  excellent  results.  The  idea  is  to  merely 

conduct  an  exhibit  of  their  goods  on  the  occasion  and 
the  fact  is  impressed  upon  customers  that  they  are 

under  no  obligation  to  buy  whatever — that  the  man- 
agement will  be  glad  to  merely  have  them  visit  the 

store  and  inspect  the  stock. 

Origin  of  the  "Opening  Evening" 

The  origin  of  the  "annual  opening  evening"  idea 
was  explained  to  THE  CANADIAN  FURNITURE 
WORLD  by  Mr.  H.  B.  Bedford,  a  member  of  the  firm. 

"In  January,  of  1916,"  he  said,  "our  stock  was  practi- 
cally destroyed  by  fire,  and  after  the  building  was  re- 

modelled and  our  stock  replenished,  we  announced  an 
opening  evening,  ac(|uainting  the  public  through  the 
medium  of  neat  invitations  sent  out  through  the  mail 
and  by  newspaper  advertising.  A  night  other  than 
Saturday  night  was  chosen  so  that  visitors  would  feel 
under  no  obligation  whatever  to  purchase.  An 
orchestra  was  engaged  and  the  store  thrown  open  be- 

tween the  hours  of  eight  and  ten. 

Many  Sales  Result  from  the  Plan 

"We  were  very  well  i)leased  with  the  result,"  states 
Mr.  Bedford,  "and  during  the  ten  or  twelve  months 
following,  our  attention  was  drawn  repeat  edly  to  sales 
that  were  made  as  a  result  of  that  one  evening. 
"We  repeated  the  same  idea  on  the  first  of  Jun- 

this  year  and  were  well  pleased  with  the  result  in  spite 
of  unfavorable  weather.  In  fact,  we  have  found  this 
one  of  the  best  advertising  features  in  connection  with 
our  exi)erienee  as  a  furtiiture  store." 

The  experience  of  Macpherson  &  Bedford  has  shown 
in  a  most  convincing  way  that  the  average  householder 
likes  to  insi)ect  new  house  furnishings,  and  the  retailer 
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What  to  Expect  from  Advertising 

THERE  is  one  lesson  in  advertising  that  a  great 
many  dealers  have  not  yet  learned,  and  they 
will  never  belong  to  the  class  of  successful  mer- 
chants until  they  have  learned  it,  and  learned  it  well. 

That  lesson  is  patience.  These  dealers  belong  to  a  ner- 
vous class,  to  a  high-tension  class,  and  are  mostly  the 

product  of  the  intensely  high-geared  city  life,  where 
everything  must  move  quickly  or  be  lost  in  the  shuffle. 
Rut  this  high-geared  life  is  a  ruinous  one,  and  every 

one  in  it  must  pay  the  price,  either  in  producing  in- 
ferior work  or  in  wearing  out  his  life  thirty  or  forty 

years  before  its  allotted  time,  or  both. 
These  dealers  make,  or  possibly  have  made,  one  very 

commendable  effort  at  publicity,  and  because  the  im- 
mediate results  of  such  effort  have  not  become  visible 

in  a  fairly  rapid  removal  of  goods  and  depletion  of 
stock,  they  considered  all  advertising  a  failure.  And 
while  no  direct  blame  for  such  foolish  conclusion  may 

attach  to  the  dealer,  owing  to  his  high-geared,  right- 
away-quick  method  of  living,  he  and  he  only  can  change 
such  a  state  of  affairs  by  a  more  moderate  and  more 
intelligent  method  of  procedure. 

Needless  to  say,  no  business,  and  especially  no  retail 
business,  has  ever  been  established  hastily.  Because 
many  have  attempted  it  and  are  attempting  it  at  the 
present  time  is  one  reason  for  the  existence  of  so  many 
cut-rate  stores,  so  much  hand-to-mouth  existence,  and 
so  many  other  evils  in  the  business.  It  is  only  another 
case  of  unpreparedness. 

Let  such  dealers  consider  well  what  happens  when 
they  are  opening  a  store,  say  in  a  neighborhood  where 
it  would  under  proper  and  aggressive  advertising 
methods,  produce  about  an  average  of  $50  in  daily 
sales.  Such  is  an  apt  illustration ;  for  the  growth  of 
business  in  that  store  may  be  compared  to  the  growth 
of  the  value  of  advertising.  Now  then,  do  the  sales 

the  first  day  amount  to  $50?  The  answer  is,  "No." 
Do  they  average  that  high  during  the  first  month?  And 

again  the  answer  is,  "No."  Do  they  run  as  high 
as  $50  even  at  the  end  of  the  first  year?  And  once  more 
there  is  a  negative  reply. 

But  after  the  first  year,  when  folks  are  just  beginning 
to  get  a  measure  of  confidence  in  the  dealer  who  has 
been  attentive  to  business,  the  $50  mark  is  gradually 
approached,  yet  it  may  be  the  end  of  the  second  year 
before  it  is  finally  reached.     This  is  fact,  and  a  stub- 

born fact  at  that,  and  every  man  who  has  opened  a 
store  knows  it.  Why  does  not  this  stubborn  fact  teach 
the  dealer  something,  besides  the  fact  that  he  has  fin- 

ally worked  up  to  a  $50  day?  He  knows  that  his  stock 
and  fixtures,  to  all  practical  purposes  are  exactly  the 
same  at  the  end  of  the  second  year  as  the  beginning  of 
the  first.  What,  he  may  ask,  has  brought  about  the 
$50  daily  sales? 

And  the  answer  is :  Because  he  has  been  patient,  pa- 
tient in  work,  and  a  good  patient  himself;  for  he  was 

"sick"  when  he  began,  and  cured  himself.  The  peo- 
ple of  his  neighborhood  have  gradually  got  acquainted 

with  him,  his  methods,  his  character,  his  qualificiitions. 
and  his  goods,  and  they  are  able  to  judge.  All  his 
customers  were  customers  elsewhere  before  he  settleil 
in  their  midst,  and  through  service  they  have  been 
weaned  away  from  their  former  purchasing  places. 

This  dealer  knows  that  the  process  is  a  slow  one,  yet 
he  was  willing  to  take  a  long  chance  to  establish  him- 

self;  he  was  willing  to  gamble  his  entire  fortune  on  the 
opportunity,  in  spite  of  the  difficulties  he  knew,  or 
should  have  known,  were  sure  to  confront  and  handi- 

cap him. 
Now,  Mr.  dealer,  why  do  you  not  give  your  advertis- 

ing the  same  "chance,"  when  it  might  increase  your 
average  daily  sales  to  $60  or  $75  in  another  two  years! 
There  is  exactly  as  much  horse-sense  in  making  one 
effort  at  advertising  and  then  quitting,  as  there  is  in 
opening  a  new  store  for  one  week,  and  tlien  because 
you  do  not  get  all  the  business  there  is  to  be  had  in 
seven  days,  closing  it  up  and  move  away. 

USE  TRADE  MARKS  FREELY 

A  western  dealer  has  adopted  a  novel  method  of 
local  advertising  by  appi  opriating  the  trade-mark  of 
the  company  whose  paints  he  sells.  Of  course  he  does 
not  represent  this  trade-mark  as  his  own,  but  uses  it 

to  show  that  the  goods  he  sells  are  first-class.  The 
same  principle  applies  to  whatever  line  a  dealer  may 
carry.  If  a  mixed  paint,  he  can  popularize  it  locally 
by  painting  the  design  on  his  store  front  or  wagon  or 
on  street  signs  and  by  displaying  it  prominently  in  his 
window.  The  same  with  other  goods.  This  idea,  if 
vigorously  followed  out,  will  be  found  an  excellent 
method  of  advertising. 

(Write  Your  Own  Headline) 

You  can  come  into  our  store  and  look  around  by 
yourself  if  you  want  to.  You  can  come  a  dozen  times 
if  you  like,  without  incurring  any  obligations  to  pur- 

chase and  without  being  made  to  feel  that  you  have 
incurred  such  au  obligation.  We  don't  want  any- 

body to  bu.y  from  us  until  they  are  ready  to  do  so.  We 
wiant  them  to  decide  what  kind  of  chair,  bed  room 
suite,  table  or  buffet  they  desire.  We  want  everyone 
to  feel  at  home  in  our  store  --to  feel  they  can  coin^^ 
freely  and  often.  So  call  oil  us.  Make  our  s-tore 
headquarters  wihether  you  want  to  buy  or  not,  you  are 
always  welcome. 

Example  of  how  ad.  might  be  worded. 

Watch  Our  Windows 

We  '11  explain  why. 
It  is  a  matter  of  common  knowledge  to  the  buying 

])ublic  that  prices^have  advanced  in  all  lines.  Furni 
ture  and  home  furnishings  are  no  exception.  Present 
stocks,  when  exhausted,  cannot  be  duplicated  at  former 
prices.  Since  we  have  not  raised  prices  on  the  great 
hulk  of  our  stock,  it  will,  therefore,  be  impossible  this 
year  to  extend  our  usual  January  reductions  through- out the  stock. 

Instead,  however,  during  this  entire  month  we  will 
offer  through  the  medium  of  our  windows  numerous 
articles  at  exceptional  reductions,  presenting  an  op- 

portunity for  unusual  saving.  "Watch  our  win- 
dows" is  our  advice  to  those  who  would  save  largely 

on  furniture  and  floor  coverings  this  month. 
Eoekers  are  featured  this  week-r-^and  they  are  cut  to 

the  core.  There  is  but  one  of  each — that 's  why  thev 
are  reduced  so  decidedly.  Don't  delay,  but  make 
your  selections  early. 

Suggestion  for  the  novice  at  wording  his  ads. 
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Push  Chairs  There  is  an  opportunity  now  for 
For  Invalids  the  furniture  dealer  to  make  a 

feature  of  invalid  chairs  with 

good  results.  Not  only  is  there  the  usual  trade  in  this 
line  to  be  secured,  but  with  so  many  wounded  soldier,^ 
returning  to  Canada,  demand  should  be  greatly 
stimulated. 

Why  not  use  show  cards  or  advertising  space  to  sug- 
gest to  customers  that  they  purchase  such  chairs  for 

their  friends  or  wounded  soldiers  who  may  be  in  need 
of  same? 

Talking  Machines  A  recent  newspaper  account  of  a 
as  Wedding  Presents  wedding  mentioned  the  fact  that 

one  of  the  gifts  received  by  the 
happy  couple  was  a  talking  machine.  This  might  well 
serve  as  a  suggestion  to  the  aggressive  furniture  dealer 
for  a  profitable  line  of  endeavor  to  take  up.  Why  not 
launch  a  campaign  to  popularize  talking  machines  as 

wedding  presents"?  There  is  no  doubt  that  a  good 
talking  machine  is  a  most  suitable  gift  and  is  one  that 
will  remind  the  recipient  of  the  donor,  more  fre- 
(luentl}-  than  any  other  gift. 

During  the  latter  part  of  August  and  the  first  part  of 
September  is  a  good  time  to  emphasize  talking  ma- 

chines for  this  purpos*^,  in  order  to  cash  in  on  the 
September  weddings. 

*   #  * 

Checking  Up  of  A  profitable  practice  for  furniture 
Freight  Bills  dealers  is  that  of  carefully  check- 

ing up  freight  bills.  It  is  a  habit 
that  will  frequently  save  a  good  deal  of  money  for  the 
dealer.  Not  that  there  is  any  attempt  on  the  part  of 
transportation  companies  to  exact  more  than  they 
should,  but  because  of  the  complicated  character  of  the 
freight  schedule,  and  the  fact  that  persons  engaged  in 
making  out  freight  bills  are  only  human,  and  accord- 

ingly liable  to  err. 
One  of  the  ways  in  which  mistakes  are  most  liable 

to  occur  is  in  the  proper  classification  of  goods.  Differ- 
ence in  packing  makes  a  difference  in  the  classification 

and  freight  rate,  and  naturally,  when  there  is  any 
question  as  to  which  classification  a  shipment  should  bo 
put  in,  the  freight  clerk  protects  his  company  and  him- 
self. 

As  an  exaTni)le,  brass  bedsteads  (knocked  down)  in 
bundles  and  wrapped,  come  under  classification  1.  Tf 
they  are  both  wrapped  and  crated  they  come  under 
classification  2.  However,  if  they  were  both  wrapped 
and  crated,  but  the  fact  was  not  specified,  the  freight 
clerk  would  probably  put  them  in  at  the  higher  rate  in 
order  to  be  safe. 

As  another  exr'tnple  both  kitchen,  centre  and  library 
tables  are  in  classification  1  if  they  are  knocked  down, 
legs  or  bases  detached  only,  wrapped,  crated  or  boxed. 

If  they  are  set  up  and  wrapped  or  crated  they  come 
under  classification  li/2>  and  if  flat  except  rims,  and 
wrapped  or  crated,  they  come  in  classification  2  and 
get  a  still  lower  rate.  But  if  not  specified,  the  clerk  is 
likely  to  put  them  in  at  the  highest  rate. 

Petty  leakages  in  freight  overcharges,  including  not 
only  wrong  classifications,  but  also  errors  in  weight, 
unjust  rates  and  mistakes  in  extensions  amount  to  a 
considerable  sum  of  money  in  a  year  with  many  con- 

cerns. That  checking  is  worth  while  is  indicated  by 
the  fact  that  there  are  freight  auditing  bureaus  that 
examine  bills  and  collect  overcharges  on  a  percentage 
basis.  There  must  be  quite  a  few  mistakes  or  they 
could  not  afford  to  operate  on  such  a  basis. 

*  «  * 

Store  Exhibits  There  is  no  doubt  about  the  fact 
of  Furniture  that  the  more  a  dealer  can  get 

prospective  customers  to  inspect 
the  furnishings  that  he  has  for  sale,  the  greater  will  be 
his  sales.  The  average  householder  likes  to  inspect 
new  house  furnishings,  and  not  infrequently  does  an 
inspection  of  same  arouse  interest  that  means  a  sale. 
The  problem  for  the  dealer  is  to  get  prospective  cus- 

tomers into  the  store  to  make  such  an  inspection. 

An  excellent  method  of  doing  this  is  that  used  by 
Maepherson  &  Bedford,  of  Brandon,  Man.  They  con- 

duct an  annual  opening  evening  on  which  customers 
are  invited  to  inspect  their  showing  of  furnishings 
without  any  obligation  whatever  to  purchase.  It  is 
described  in  some  details  in  a  special  article  in  this issue. 

The  important  fact  is  that  they  state  that  it  is  one 
of  the  best  advertising  features  that  they  have  ever 
used.  During  the  ten  or  twelve  months  following 
their  first  exhibit,  their  attention  was  repeatedly 
drawn  to  sales  made  as  a  result  of  the  one  evening. 

It  is  an  idea  that  might  well  be  tried  out  by  many 
other  furniture  retailers. 

#  *  * 

Health  is  a  Good  health  has  certainly  to  be 
Business  Asset  acknowledged  as  a  valuable  asset 

to  the  business  man,  and  every 
dealer  would  do  well  to  take  the  proper  precautions 
to  safeguard  his  health.  Th«  greatest  of  prophets 

has  wisely  said,  "What  profit  it  a  man  if  he  gain  the 
Vi'hole  world,  and  lose  his  own  soul?"  and  for  the 
benefit  of  the  business  man,  we  might  say  in  a  similar 

manner,  "What  profit  it  a  man  if  he  gain  the  wealth 
of  the  world  and  lose  his  own  health?" 

He  is  a  wise  man  who,  amidst  the  rush  and  worry 
of  business  activities,  takes  sufficient  time  for  relaxa- 

tion and  care  of  his  physical  well-being.  A  good 

<|uestion  for  each  business  man  to  ask  himself  is,  "Am 

I  doing  this?" 
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Capital  as  a  Factor  in  Business  Success 

A  study  of  the  part  that  capital  plays  in  the  success 
of  a  business  —  Some  suggestions  for  the  dealer. 

By  WILLIAM  LEWIS  EDMONDS 

OF  the  1,772  failures  in  the  Dominion  last  year, 
689,  or  38.9  per  cent.,  are  ascribed  by  the  com- 

mercial agencies  to  lack  of  capital.  It  would 
be  mteresting  to  know  how  many  of  these  failures  were 
due,  not  directly  to  lack  of  capital,  but  to  the  improper 
use  of  that  employed.  If  it  were  possible  to  closely 
analyze  every  case  it  would  undoubtedly  be  found  that 
this  was  the  root  of  the  trouble  in  many  instances. 

Where  Success  Has  Come  from  Small  Capital  Start 

That  altogether  too  many  men  start  into  business 
with  an  inadequate  supply  of  capital  there  can  be  no 
doubt.  But  on  the  other  hand  it  is  a  somewhat  diffi- 

cult thing  to  determine  the  exact  amount  of  capital 
every  dealer  should  possess  when  he  embarks  upon  a 
business  venture.  Possibly  all  will  agree  that  he 
should  at  least  have  at  his  command  a  sufficient  sura  of 
money  to  pay  cash  for  the  stock  he  installs  in  his  store. 
But  to  insist  on  this  as  a  rule  would  scarcely  be  logical, 
for  instances  are  to  be  found  on  every  hand  where  men 
have  started  into  business  with  not  even  enough 
capital  to  do  this,  and  yet  have  attained  a  high  degree 
of  success. 

Some  twenty-five  years  ago  a  venturesome  young 
man  in  a  certain  New  Jersey  town  conceived  the  idea 
that  he  would  like  to  go  into  business  on  his  own  ac- 

count. As  he  hadn't  even  a  small  bank  account  he 
borrowed  fifty  dollars.  With  the  proceeds  he  pur- 

chased a  few  odd  lines  of  merchandise  and,  during  fine 
weather,  displayed  them  on  a  board  before  his  modest 
home.  In  time  he  was  able  to  secure  a  small  store 

and  branch  out  a  little  more  extensively.  To-day  he 
is  one  of  the  most  successful  merchants  in  his  town. 

Twenty  years  ago  a  man  started  into  business  for 
himself  in  a  suburb  of  an  eastern  city.  -All  the  capital 
he  had  was  three  hundred  dollars,  and  every  cent  of 
this  was  borrowed.  But  what  he  lacked  in  cash  he 

made  up  in  energy  and  skill.  He  bought  carefully  and 
resorted  to  every  legitimate  device  that  tended  to  turn 
over  his  stock  (|uickly.  He  was  also  particular  in  re- 

gard to  the  quality  of  the  goods  he  sold,  and  as  to  the 
service  generally  which  he  rendered.  The  result  was 
that  he  forged  steadily  ahead.  Although  he  has  not 
amassed  a  great  fortune  be  is  retiring  with  a  sufficient 
sum  of  money  to  keep  him  comfortably  for  the  rest  of 
his  days. 

In  neither  of  these  instances  cited  was  there,  accord- 
ing to  the  generally  accepted  standard,  sufficient 

capital  to  warrant  success.  And  yet  success  followed 
notwithstanding.  Had  they  not  succeeded  lack  of 
capital  would  of  course  been  the  ascribed  cause  of  their 
failure. 

Stores  With  too  Much  Dormant  Goods 

It  is  therefore  evident  that  while  adequate  capital  in 
the  form  of  cash  is  a  most  important  factor  in  business 
.success  that  capital  in  the  form  of  business  ability  is 
also  important.  He  who  is  rich  in  tlje  latter,  but  poor 
in  the  former,  will  as  a  rule  succeed  where  those  in 
whom  the  order  is  reversed  will  fail. 

"As  a  proposition,"  remarked  a  leading  American 
jobber  some  years  ago  to  a  gathering  of  retailers,  "the 
capital  of  the  average  business  is  larger  than  neces- 

sary for  the  variety  of  stock  carried,  and  almost  in- 
variably the  variety  is  considerably  less  than  pos.si- 

bilities  of  the  town  warrant,  which  is  another  way  of 
saying  that  the  average  store  has  too  much  dormant 

goods." 

That  this  about  hits  the  nail  upon  the  head,  most 
experienced  dealers  will  no  doubt  agree. 

It  is  an  unwise  thing  for  a  dealer  to  have  too  much 
capital  as  well  as  to  have  too  little.  Capital,  like  a 
debt,  is  a  liability,  but  it  is  a  profitable  one — -when  it 
is  working.  Otherwise,  and  particularly  when  it  is 
tied  up  in  dormant  stock,  it  is  a  handicap  upon  the 
business,  as  many  a  dealer  has  found  to  his  cost. 

Keep  Capital  Working 

The  dealer  who  is  wide  awake  makes  his  capital  work 
as  hard  as  he  does  himself.  And  the  way  to  make  it 
work  hard  is  to  keep  his  stock  turning  over  as  rapidly 
as  possible.  This,  in  turn,  means  not  only  activity  in 
the  pushing  of  sales,  but  good  judgment  in  buying  as 

well,  for  as  the  old  maxim  puts  it,  "Goods  well  bought 

are  half  sold." "Suppose,"  again  to  quote  the  jobber  referred  to 
above,  "as  a  proposition  we  turn  our  goods  over  four 
times  each  year,  say  at  a  gross  profit  of  30  per  cent., 
which  is  entirely  reasonable,  and  a  net  profit  of  10  per 
cent,  on  the  sales,  what  would  it  mean — on  an  invest- 

ment of  .$3,000  in  eight  years  an  average  increase  of 

nearly  $9,000  per  year." 
That  is  an  ilustration  of  how,  by  keeping  the  .stock 

moving,  the  strain  upon  capital  is  kept  down  to  the 
minimum. 

Don 't  Get  Beyond  Your  Depth 
Sometimes,  of  course,  a  business  is  allowed  to  grow 

beyond  the  strength  of  the  capital  invested.  The 
writer  can  recall  two  recent  instances  of  this.  The  one 
was  the  case  of  three  young  fellows,  with  considerable 
experience  in  the  selling  of  goods,  who  opened  up  into 
business  for  themselves.  As  they  personally  had  very 
little  capital  between  them  they  organized  a  joint  stock 
company  shortly  after  they  started  for  the  purpose  of 
enlisting  the  co-operation  of  friends.  As  they  natural- 

ly wished  to  keep  the  control  in  their  own  hands  they 
did  not  dispose  of  any  more  of  the  stock  than  was 
deemed  necessary  for  immediate  needs.  During  the 
first  two  years  things  went  along  swimmingly,  and 
their  policy  of  running  along  on  a  minimum  of  active 
capital  seemed  justified.  But  then,  owing  to  the  ex- 

pansions which  had  been  made  out  of  earnings  instead 
of  out  of  capital  and  the  large  amount  owing  them,  they 
suddenly  found  themselves  unable  to  meet  their  ac- 

counts promptly.  Then  they  changed  their  policy  and 
tried  to  sell  additional  stock,  but  this,  owing  to  the 
fact  that  their  credit  had  in  the  meantime  become 
seriously  impaired,  they  were  unable  to  do.  The 
firm  is  still  in  existence,  but  it  is  a  perilous  existence, 
with  the  business  much  curtailed,  the  credit  standing 

f  Contimied  on  page  j8 ) 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 

Suggestions from  the 

Canadian 
Factories 

Pair  of  charming  Grenze 
subjects,  hand  colored, 
shewn  bv  Matthews  Bros., 
Limited.  "  Sold  in  14  x  18. antique  burnished  Roman 
gold  frames. 

Cambridge  Phonograph,  Model  No. 
75.  One  of  the  popular  machines 
made  by  The  Cambridge  Piano  Co. 
Ltd.,  Toronto. 

Chair  and  rocker  from  new  Wind- 
sor line  just  put  on  the  market 

Ij.v  the  Canada  Furniture  Manu- 
facturers Ltd.  They  can  be  sup- 

plied in  painted  and  mahogany 
or  enamel  finish. 
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Pieces  from  new  .iuvenile  bedroom  furniture  made  by  Ihe  Victoria- ville  Furniture   Co.,    Ltd.,   Victoriaville,  Que. 

No.  2026 — New  rocker  in  quartered  cut  oal<.  The     "Imperial"     Sonora,  dis- 
fumed    or    golden    finish,    or    birch    mahogany  tributed   by  I.   Montagues  &  Co., 
finish;    with   automobile    spring   cushion,    manu-  Toronto, factured    by    the    North    American    Bent  Chair 
Company,  Ltd.,  Owen  Sound,  Ont. 
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Using  Special  Occasions  to  Feature  Talking  Machines 

special  occasions  should  be  made  the  hook  on  which  to  hang 
a  feature  display  to  arouse  interest  in  talking  machines. 

IT  has  frequently  been  urged  by  THE  FURNITURE 
WORLD  that  every  special  occasion  be  taken  full 
advantage  of  to  arrange  some  feature  window  that 

will  attract  more  than  usual  attention.  The  idea  can 

be  used  to  particularly  good  advantage  in  pushing  the 
sale  of  talking  machines  and  accessories.  For  instance, 
during  Race  Week  in  Toronto,  R.  S.  Williams  &  Sons 
Co.  Ltd..  of  the  Queen  City,  arranged  a  horse  track 
display  window  that  aroused  great  interest. 

A  Race  Track  Window 

We  reproduce  herewith  a  photograph  of  the  window 
display  in  question.     The  track  and  lawn  in  the  fore- 

There  are  other  special  occasions  that  can  likewise 
be  made  good  use  of  to  push  for  more  sales  in  talking 
machines.  The  window  trimmer  realizes  that  a  mere 

display  of  machines  does  not  possess  any  great  feature 
to  grip  the  attention  of  the  passerby  unless  the  show 

cards  are  particularly  outstanding.  Howevet",  if  there 
is  some  special  feature  such  as  shown  in  the  accom- 

panying display,  it  serves  to  get  the  cittention  of  thoS'j 
passing  and  by  skillful  wording  of  show  cards,  interest 
can  be  turned  to  the  machines  on  display. 

Special  Occasions  When  Displays  can  be  Arranged 

A  good  many  towns  and  cities  will  be  holding  civic 
holidays  in  the  near  future.      Such  an  occasion  gives 

Special  window  display  made  by  R.  S.  Williams  &  Co.,  Toronto,  during  race  week.   Read  the 
accompanying  article  for  description. 

ground  are  on  a  raised  platform.  The  track  consists 
merely  of  a  board  with  rails  tacked  on.  Sand  is 
sprinkled  along  the  track  and  horses  and  riders  placed 

at  intervals.  A  judges'  stand  and  antiouncement 
board  is  al.so  part  of  the  central  feature.  It  will  be 

noted  that  the  wording  on  the  show  cards  is  appro- 
priate. The  winning  horse,  which  is  too  small  to  show 

in  detail  in  the  photograph  was  labelled  with  the  name 
of  the  machine  shown.  The  overhanging  background 
of  lattice  work  is  covered  with  imitation  flowers  and 

foliage,  giving  an  attractive  setting  to  the  display. 

an  opportunity  of  arranging  a  window  with  a  camp- 
ing or  canoeing  scene  with  a  talking  machine  as  a 

central  feature.  Thus,  another  chance  is  given  the 
dealer  to  impress  on  the  public  the  advantages  of  a 
talking  machine  while  holidaying  or  picnicing. 

Fall  fairs  will  soon  be  taking  place  in  many  centres, 
and  this  gives  the  dealer  another  chance  to  play  ui) 
talking  machines.  A  window  display  might  be 
bjicked  up  by  a  store  recital. 

September  is  another  month  during  which  a  goo'l 
f  Contiyiucd  at  end  of  page  pnge  28 ) 
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IDEAL  MODEL  NO.  85 

RETAIL  PRICE       -  $85.00 

■y^^RITE  us  for  special  wholesale  price  on  above model  in  quantities.  State  how  many  you 
are  prepared  to  contract  for  per  month.  Pre- pare for  your  fall  business.  May  we  send  a 
sample? 

Why  Every  Dealer  Should  Handle 

The  Wall-Kane  Needles 

First — Each  WALL-KANE  needle  is  guaranteed  to  play  10  records  on  any 
Phonograph,  the  tenth  playing  as  clear  as  the  first. 

Second — All  owners  of  Phonographs  will  always  purchase  WALL-KANE 
needles  since  they  eliminate  the  troublesome  changing  of  needles  after  each 
record. 

Third — WALL-KANE  needles  are  scientifically  prepared,  and  by  reason 
of  their  special  composition,  are  beneficial  to  the  grooves  of  the  record, 
thereby  adding  to  its  life. 

Fourth — WALL-KANE  needles  minimize  the  usual  scratching  sound  of 
the  ordinary  steel  needles,  and  greatly  improve  the  clearness  and  tone  of 
reproduction. 

Fifth — WALL-KANE  needles  are  Dut  up  in  a  handsome  Tile  Enameled 
Metal  Stand  holding  five  (5)  dozen  boxes.  Two  dozen  extra  loud,  two  dozen 
loud,  and  one  dozen  medium  needles. 

The  price  is  five  dollars  ninety  cents  ($5.90)  per  stand,  (holding  five 
dozen  boxes.)    Each  package  retailing  at  15c,  bringing  you  $9.00  in  return. 

After  your  first  order  for  a  stand,  you  can  procure  the  needles  without 
the  stand,  in  packages,  at  a  cost  of  9c  a  package. 

Try  out  the  WALL-KANE  needles  and  convince  yourself  they  are  all  we 
claim  they  are.    Write  us  to-day  to  forward  by  parcel  post  a  sample  stand. 

//  cheque  is  forwarded  for  sample  stand  include  1 5  cents  for  exchange 
,         and  25  cents  for  postage,  (parcel  post) 

Regal  Phonograph  Co.,  Limited 

145  Church  St.,  Toronto 

Don  *t  Wait — Write  for  Exclusive  Agency  for 

Majestic  Phonographs 

Mr.  Dealer  :- 
The  Fall  Season  will  soon  be  here  and  you  will  want  a 

good  reliable  Phonograph  line— Majestic  Phonographs  are 

beautifully  designed  and  finished — the  mechanical  construction  is 
perfect,  smooth-running  silent  motor,  automatic  stop,  universal  arm 
and  reproducer,  playing  all  makes  of  disc  records  perfectly. 

TO  PROVE 
OUR  STATEMENT 

W  e  Tvillship  to  any 
dealer  in  Ontario 

of  approved  credit 
a  sample  of  our 
No.  100  or  No. 

45  or  both  abso- 
lutely on  approval 

for  1 0  da^s. 

Our  prices  are  right 
Model  4S   Dimenaions  IS'x  17"  xl4'  high 

DOMINION  PHONOGRAPH  COMPANY 

Dimension*  22'y.  20''x  42"  high 53  CECIL  ST..     TORONTO.  ONT. PHONE  COLLEGE  7463 
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Going  After  Prospects 

EVERY  person  who  visits  your  talking  machine  de- 
partment is  a  potential  customer  and  can  be 

made  an  actual  customer  if  the  salesmanship  and 
goods  are  on  hand  to  make  the  sale,  says  the  Furniture 
Journal,  of  Chicago.  For  this  reason  the  names  of 
all  persons  entering  the  store  on  buying  missions  are 
of  value  as  future  prospects  for  talking  machines.  It 
is  not  a  difficult  feat  to  secure  such  names.  You  can 
mention  in  a  diplomatic  manner  that  you  would  like 

in  bombarding  a  prospect  with  an  entire  series  of  let- 
ters, ranging  from  one  to  probably  fifteen,  at  intervals, 

the  cost  in  paper  and  postage  alone  making  the  effort 
a  very  expensive  one.  These  letters,  no  matter  how 
well  written,  going  to  persons  not  interested,  and  who 
cannot  be  made  interested,  simply  find  the  waste 
basket. 

The  columns  of  the  local  newspapers  in  your  home 
town  will  often  furnish  excellent  tips  on  possible  buy- 

ers. Engagements  announced,  and  marriages,  as  well 
as  new  arrivals  in  town  all  indicate  a  chance  to  sell 
machines.  The  lists  of  the  gas  and  electric  companies, 

if  they  can  be  secured,  lists  of  automobile  o'rt'ners,  and 
members  of  prominent  clubs,  leading  church  members 
women  school  teachers,  professional  men  in  all  lines 

A  view  of  the  main  talking  macliire  department  of  the  Kent  I'iano  Co..  of  Vancouver, that  will  otter  suggefetious  to  the  furniture  dealer  for  such  a  depaitinenl.  This  -ound- 
proof  room  is  tinished  in  ivory  woodwork  and  panels  of  very  pale  gieen. 

to  put  them  on  your  lists  for  your  store  paper,  for  in- 
vitation cards  to  demonstrations  and  recitals,  etc., 

and  there  are  few  who  will  not  gladly  comply  with  the 
request.  Another  excellent  idea  is  to  have  your  cus- 

tomers, when  buying  records,  give  you  the  names  of 
their  friends  using  talking  machines ;  this  not  onlj^ 
opens  the  way  for  the  sale  of  new  machines,  but  gives 
you  a  good  list  to  whom  you  can  send  your  new  record 
announcements.  Once  such  a  list  is  secured,  it  should 
be  used  in  a  diplomatic  and  efficient  manner.  A  letter 
with  that  personal  yet  not  familiar  tone  that  gets  the 
prospect  interested  in  what  you  have  to  say  will  bring 
in  a  good  average  of  orders.  But  in  getting  up  such 
a  list  care  should  be  exercised  to  know  that  the  names 
shown  on  it  are  really  those  of  prospects.  A  lot  of 
money  is  wasted  on  mailing  lists  to-day  where  probably 
half  of  the  names  are  those  of  persons  who  could  not  be 
sold  records  or  machines.  If  it  is  possible,  learn  the 

occupation  or  standing  of  the  persons  whose  names  ar" 
secured  and  the  details  of  their  home  life,  size  of  fam- 

ily, children,  etc.  Some  of  the  "follow-up"  systems, 
especially  those  of  some  piano  houses,  are  simply 
money  losers,  as  they  follow  out  a  machine-like  policy 

and  high  grade  mechanics,  all  are  good  prospects  and 
of  a  high  class  that  can  pay  for  the  machines  and  re- 

cords they  buy.   
PUSHING  THE  SALE  OF  NEEDLES 

DEALERS  will  find  it  of  advantage  to  push  the 
sale  of  needles,  not  only  because  of  the  direct 

profit,  but  because  the  purchase  of  them  brings 
owners  into  the  store,  and  they  are  likely  to  become 
interested  in  new  records.  Why  not  put  a  show  card 

in  the  window  headed,  "What  about  needles  for  your machine?"   

USING  SPECIAL  OCCASIONS  TO  FEATURE 
TALKING  MACHINES 
Continued  from  page  26 

many  weddings    take    place.      Towards    the  end  of 

August,  why  not  put  in  a  marriage  scene  and  use  show 

cards  to  impress  on  the  public  that  a  talking  machine 
makes  a  splendid  wedding  gift? 

The  dealer  will  find  it  good  business  to  take  ad- 
vantage of  all  such  occasions  for  the  arrangement  of 

special  windows. 
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'  But  music's  nuprrme 
pleasure  is  the  cre<itii-c 
pleasure  of  musiral 
expression— 
of  making  music." 

^ppVERY  wide-awake  Furniture  Dealer  in  localities  not  already 
allotted  should  be  keenly  interested  in  the  possibility  of 

handling  the  AEOLIAN- VOCALION 

The  scientific  study  and  advancement  of  tone  has 
been  the  special  work  of  The  Aeolian  Company  for 
many  years.  Seven  Royal  Appointments  from  the 
leading  Rulers  of  Europe  and  a  success  that  makes 
it  the  dominating  factor  in  the  music  industry  of 
both  the  Old  World  and  the  New  are  results  in 
great  measure  due  to  its  effcrts  and  triumphs  in 
this  direction. 

Such  is  the  concern  responsible  for  the  Aeolian- 
Voralion — the  new  phonograph.  It  is  the  one  con 
cern  that  could  bring  .to  bear  the  full  power  of 
both  art  and  science  necessary  to  achieve  this  final 
transformation  of  the  phonograph. 

'T^HE  Vocalion  offers  in  physical  beauty,  in  musical  quality  or  in  fascin- 
ating  privilege,  far  more  than  you  have  ever  thought  possible  of  the 

phonograph.  Every  phonograph  owner,  every  dealer,  everyone  who  cares 
for  music,  will  be  interested  in  this  remarkable  new  instrument.  We  have 
ready  for  you  a  handsome  descriptive  Vocalion  booklet.  It  will  be  mailed 
jiromptly  ujion  request.  Do  not  fail  to  get  particulars  of  our  Aeolian- 
Vocalion  proposition  for  dealers.  There's  real  money  in  it  for  you — one 
big  factor  being  our  extensive  advertising  to  the  consumer,  which  makes 
this  the  easiest-to-sell  of  all  phonogra)iihs. 

NORDHEIMER  PIANO  &  MUSIC  CO..  LIMITED 

COR.  YONGE  AND  ALBERT  STREETS,  TORONTO 

CANADIAN  DISTRIBUTORS 
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What  Real  Talking  Machine  Salesmanship  Means 

Every  visitor  a  possible  customer — Preparing  the  arguments 
that  sell — Suggestions  from  7  he  Tallying  Machine  World. 

AS  has  been  pointed  out  on  frequent  occasions  there 
is  room  for  real  salesmanship  in  the  talking 
machine  business.  Millions  of  dollars  spent  in 

advertising  may  bring  customers  to  the  store,  and  the 
catalogues  will  give  details  of  the  machines  and  re- 

cords desired,  but  no  advertisement  or  no  catalogue 
will  close  a  sale.  That  requires  a  human  element.  For 
the  employee  of  a  talking  machine  shop  to  be  able  to 
differentiate  between  the  various  types  of  machines 

-and  to  give  the  catalogue  number  of  the  majority  of 
the  records,  or,  given  the  number  by  the  customer  to 
announce  the  title,  indicates  that  that  employee  is  a 
good  clerk,  but  not  necessarily  a  good  salesman. 

Should  Know  the  Line 

A  salesman  to  be  worth  while  should  know  sufficient 
about  his  line ;  should  be  sufficiently  acquainted  with 
the  arguments  for  and  against  it,  to  feel  competent 
when  approaching  the  most  forbidding-looking  cus- 

tomer. He  should  feel  that  no  matter  what  argument 
or  what  question  the  customer  throws  at  him,  he  will 
be  able  to  answer  it  intelligently  and  convincingly.  Tn 
other  words,  he  should  feel  sure  of  himself  and  then  be 
quick  to  go  after  the  business.  Upon  entering  a  store 
no  one  likes  to  wait  around  for  the  salesman  to  give 
him  attention.  He  may  be  one  of  those  men  who  do 
not  like  to  be  rushed,  who  prefer  to  look  around  at 
leisure,  but  at  the  same  time  when  he  is  ready  to  ask 
(|uestions,  or  to  make  a  selection,  he  wants  the  sales- 

man there.  No  matter  if  the  customer,  upon  entering 
the  store,  announces  frankly  that  he  is  simply  looking 
around  and  has  no  intentions  of  buying  at  once,  the 
salesman  can,  without  being  offensive,  show  an  interest 
in  the  visitor,  get  a  line  on  what  type  of  machine  will 
please  him  and  when  he  contemplates  purchasing. 
Every  person  who  does  not  own  a  talking  machine  is 
a  prospect  for  one,  without  regard  to  race,  color  or 
previous  condition  of  servitude.  Every  person  who 
enters  a  talking  machine  store  is  doubly  a  prospect  be- 

cause he  or  she  has  become  sufficiently  interested  to 
investigate  the  proposition. 

Everyone  a  Prospect 

"Everyone  who  comes  into  a  talking  machine  store 
or  department,"  said  a  manager  recently,  in  a  little 
chat  with  his  sales  staff,  "is  a  prospective  customer, 
whether  he  is  simply  shopping  around  or  really  has 
half-formed  ideas  of  buying.  He  may  say  to  the 

salesman,  'T  cannot  afford  a  machine  at  the  present 
time,'  but  through  careful  questioning  he  might  dis- 

cover that  he  is  in  a  position  to  make  payments  on  a 
mighty  good  article,  and  through  a  little  careful  sell- 

ing talk,  could  also  land  the  contract.  Even  where 
the  sale  is  not  made  on  the  spot,  the  saVfman  should 
always  make  it  a  point  to  get  the  name  and  address  of 
the  prospect.  Play  a  few  records  over  that  satisfy  his 
musical  desires,  and  get  his  attention  and  friendship, 
and  then  follow  up  that  prospect  until  he  does  buy. 

Explaining  Difference  in  Price 

"To  many  salesmen  one  of  the  most  difficult  proposi- 
tions they  have  to  handle  is  the  task  of  describing  to 

the  customer  the  reason  why  one  machine  co.st  $50, 
and  another  one,  apparently  only  a  little  different,  $75 
or  $100.  The  salesman  must  bear  in  mind  that  leading 
manufacturers  in  pricing  their  machines  give  value  to 
justify  the  increased  cost. 

"In  fact,  the  arguments  offered  by  the  double  spring 
motor  and  its  superiority  over  the  single  spring  are  so 
many  that  good  salesmen  can  lead  the  customer  to 
wonder  why  the  price  for  the  machine  with  the  double 
spring  motor  is  not  really  higher  than  it  is.  The 
record-filing  devices  in  the  cabinets ;  the  higher  finishes 
to  the  different  parts  of  the  cabinet,  motors  and  other 
parts  of  the  machine,  all  represent  higher  manufactur- 

ing cost  and  therefore  justify  a  higher  selling  price. 

"The  salesman  who  hesitates  to  meet  the  challenge 
of  the  customer  and  prove  the  necessity  for  the  differ- 

ence in  price  of  machines  admits  his  incompetence  as 
a  talking  machine  salesman.  In  handling  machines  I 
can  only  say,  see  that  all  machines  in  the  department 
are  in  perfect  playing  condition  all  the  time  and  then 
learn  to  play  them.  Many  a  sale  has  been  lost  because 
the  salesman  ran  the  machine  at  a  rate  to  kill  the 

musical  value  of  the  record,  sometimes  through  his  in- 

ability to  regulate  the  speed.  Don't  take  anything 
for  granted  in  demonstrating.  See  that  everything 
is  right. 

Selling  Records 

"Next  we  come  to  the  selling  of  records,  the  subject 
that  often  does  not  receive  the  proper  amount  of  atten- 

tion from  the  salesman,  because  as  a  matter  of  fact  a 
record  sale  should  receive  as  much,  if  not  more,  atten- 

tion than  a  machine  sale,  being  invariably  conducted 
on  a  cash  basis.  In  many  stores  it  is  only  the  fact 
that  a  large  number  of  records  are  sold  for  cash  makes 
it  possible  to  carry  the  he?^vy  amount  of  instalment 
paper  secured  for  machines.  The  records  furnish  the 
capital  for  the  business. 

"Selling  records  is  really  a  combination  of  art  and 
science.  A  knowledge  of  the  prt  of  music  is  necessary 
for  the  proper  selection  and  playing  of  records.  The 
science  of  salesmanship  is  necessary  to  bring  aboiit 
their  final  disposition.  Then,  too,  it  is  very  necessary 
for  a  salesman  to  have  a  good  memory  and  be  able  to 
remember,  not  only  the  titles  of  thp  selections,  the 
authors  and  composers,  the  names  of  the  songs,  but 
also  the  record  numbers  to  facilitate  his  work  when  he 
is  in  the  middle  of  a  rus-h.  There  are  so  many  sides 
to  the  selling  of  records  that  it  is  almost  impossible  to 
give  a  complete  list  of  suggestions  as  to  how  that 
end  of  the  business  should  be  conducted." 

TALKING  MACHINE  AT  FUNERAL 

A  western  undertaker  recently  had  a  funeral  from 
his  place  of  business,  and  after  the  preacher  had  said 
his  nicest  words  regarding  the  dead,  the  singers  not 
having  appeared,  the  undertaker  turned  to  one  of  his 
elegant  talking  machines  and  had  the  Metropolitan 

Quartette  sing,  "Till  We  Meet  Again."  In  the  wildest 
dreams  of  our  forefathei's  never  did  the  audience  im- 

agine that  some  day  we  would  not  only  give  the  dead 
an  auto  ride;  but  sing  sacred  songs  with  such  sweet- 

ness, done  mechanically. 
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A  Record-List  That's  Going 

to  Break  All  Sales-Records! 

It's  the  new  Columbia  Record  List  for  August— and 

every  record  is  evidence  to '  an  experienced  dealer  that 
the  August  List  simply  MUST  smash  all  records  for 

SALES ! 

You've  only  got  to  look  over  it  to  SEE  it.  Anna 
Wheaton,  Brice  and  King,  Evan  Davies,  Charles  Harrison 

— Lucy  Gates,  James  Harrod,  Vernon  Stiles,  Rode- 

heaver — the  hits  of  "Oh,  Boy!,"  "Have  a  Heart,"  "The 

Winter  Garden  Show,"  "Her  Soldier  Boy,"  "His  Little 

Widows,"  and  "Follow  Me" — every  single  name  and 

every  single  record  means  just  ONE  thing  to  you — and 

that  one  thing  is :  SALES ! 

Columbia    Graphophone  Company 

Factory  and  Headquarters: 

Toronto,     -  Canada 

II 
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Basic  Principles  of  Talking  Machine 

Merchandising 

By  C.  F.  G.  Wernicke 
In  the  Grand  Rapids  Furnituie  Record. 

THE  first  essential  is  simple.  A  ijleasantly  ar- 
I'aiiged  line  of  sample  machines  for  inspection. 
No  furniture  man  needs  to  be  told  that  the  more 

attractive  the  display  the  more  sales  will  be  made.  To 
give  such  elemental  instructions  as  not  to  put  a 
mahogany  machine  next  to  a  golden  oak  would  be  an 
insult.  (And  yet  I  know  of  one  store  where  the  only 
entrance  to  the  phonograph  department  is  through  the 
stove  display.) 

Have  Riffht  Kind  of  Booth 

The  most  important  part  of  the  display  is  the  booth. 
A  hiore  or  less  sound-proof  booth  is  important  for  sev- 

eral reasons.'  First,  because  a  booth  permits  the 
demonstration  of  machines  free  from  interruption  and 

general  noises.  Second,  because  people  buying  re- 
cord.T  can  judge  them  better  and  are  better  impressed 
with  them.      Third,  because  the  surroui!din2s  e?n  be 

shelving,  easily  reached  from  any  booth.  The  manu- 

facturer's catalogue  serves  as  the  index,  the  stock  num- 
ber of  the  record  as  the  filing  number,  the  records  be- 
ing arranged  serially. 

The  main  piirpose  of  your  display  is  to  please  the 
eye  of  the  customer,  and  make  him  comfortable  while 
demonstrating  your  merchandise.  Skimping  too  much 
on  this  side  of  things  can  make  a  big  diflPereiice  in  the 
sales  volume. 

One  good  machine  is  sometimes  left  near  the  sales- 
men's desks  for  their  pleasure.  This  can  be  played 

by  such  men  as  are  off  duty,  the  newest  records  being 
supplied  from  month  to  month.  Thus  there  is  music 
in  the  store  most  of  the  time,  and  though  occasionally 
it  seems  tiresome  and  a  nuisance,  as  a  matter  of  fact  it 
advertises  the  phonograph  department,  and  makes  the 
store  seem  more  pleasant  to  most  customers. 

Selling  Phonographs  Right 

To  hark  back.  The  phonograph  industry  was 
founded,  built  and  supported  by  advertising.  Con- 

sequently the  first  factor  in  the  re-sale  of  phonographs 
is  the  advertising. 

Man_v  companies  furnish  very  good  advertising  mat- 

We  have  suggested  that  furniture  dealers  make  use  of  booths  at  local  fairs  to  boost  talking  machine  sales. 
We  reproduce  here  the  booth  used  by  the  Gilbert  Company,  of  Picton,  Ont.,  last  year. 

made  more  pleasant  and  natural.  The  "stage"  is  set 
to  put  the  customer  in  the  buying  mood,  prepares  her 
for  the  least  resistance  to  suggestion.  The  customer 
not  only  feels  obligated  to  buy  records,  when  several 
have  been  played  for  her,  but  is  most  anxious  to  buy. 

Consequently  your  booths  should  be  beautifully 
made.  Nice  rugs  on  the  floor,  comfortable  chairs, 

table,  lamp,  pictures — everything  to  make  it  homelike. 

Bring-s  People  Into  the  Store 
One  of  the  advantages  of  a  phonograph  department 

is  the  number  of  people  brought  into  your  store.  There- 
fore the  booth  becomes  as  good  as  a  show  window.  A 

good  impression  made  there  makes  a  good  impression 
for  your  whole  store.  By  changing  the  furniture  in 
the  booth  from  time  to  time,  sales  occasionally  result 
in  the  booth. 

The  records  should  be  filed  in  a  central  cabinet  or 

ter.  The  cuts  are  excellent,  far  superior  to  most  manu- 
facturers' cuts.      The  copy  is  good  when  a  merchant 

>has  no  good  copy  writer  of  his  own. 
Personally  I  believe  that 'the  ideas  put  forth  by  the 

manufacturer  should  be  clothed  in  language  of  your 

own.  The  manufacturer  is  in  general  too  coldly  im- 
personal. His  dealer  copy  often  has  too  great  an  eye 

to  his  own  advantage,  and  yet  tries  to  make  it  fit  the 
conditions  in  all  stores,  instead  of  your  particular 
store. 

Your  store  has  a  personality  of  its  own,  which  should 

be  reflected  in  your  adA'ertising.  If  your  advertising 
does  not  reflect  this  store  personality,  now  is  the  time 
to  begin  making  it  do  so. 

In  advertising  your  phonographs  everlastingly  em- 
phasize the  service  you  give.  Prices  cut  small  figure 

in  the  business,  and  your  competitors  have  the  same 
(  Continued  on  page  j2. ) 
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TTiis  IS  a  Sample  of  the  Newspaper  Advertising 

which  is  creating  the  enormous  demand 

for  Sonora  Dealers 

Not  «o  long  ago  music  in  the  home  yn* 
represented  by  one  or  two  liaclmeyed\8eleotion« 
painfully  thumpwl  out  on  a  tuneless  piano. 

Today,  the  Phonogtaph  bring*  to  ev«ry 
home  the  entire  world  of  music— the  eternal 
beauty  of  the-  g*eat  composition*— the  song 
triumphs  of  the  'World's  artists. 

The  Sonora  bases  its  claims  as  the  **Highe8t 
Class  Talking  Mach&w  in  the  Worid,"  on  th«»» 
fecial  Captures: 

Its  golden  tone,  io^  wfatch.,  it  won  hi^iest 
honors  «t  the<  Panama-Pacific  Exposition. 

Its  tone  £ontrol.  a  ppttented  featifte.  hf 
which  you  may  increase  or  decrease  th« 
Toluma  of  sonnd  Without  intei^fcmng  with  the tempo. 

Jts  snprenve  and  silent  inoter,  running  sU 
lent!}'',  smoothly  for  oyer  hall-anrhoar  %«ith  one winding. 

The  Sonera  pla;^ 

^^^^THE  INSTRUMENT  OF  QUALITY 

CLEAR  AS  A  BELL  C 

Price*)  $65.00,  $75.00,  $102.00,  $137.00,  $205.00, 
$240.00,  $265.00.  $300.00,  $475.00,  $1,500.00. 

A5K  VOR  A  DBMOHSOCBATIOa 

I.  MONTAGNES  &  CO»D>ANT Canadian  Distributors, 
 Ryrie  Bldg.,  Toronto. 

Sold  in  Hainilton  "by HeintzmaB  &  Co.,  8t-83  Kin^  St.  Saist. 
Thos.  Anderson,  66  James  St.  KorUv 

(From  the  Hamilton  Spectator) 

Exclusive  Canadian  Distributors: 

I.  MONTAGNES  &  COMPANY 

RYRIE  BUILDING,  Yonge  and  Shuter  Streets,  TORONTO 
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Suggestions  for  the  Talking  Machine 

Department 
HV  A  STAFF  EDITOK 

DURING  the  next  month  or  so  there  will  be  many 
agricultural  fairs  held  throughout  Canada,  and 
furniture  dealers  may  find  it  profitable  to  make 

use  of  them  to  boost  sales  in  talking  machines.  The 
arrangement  of  a  booth  or  tent  on  the  grounds  should 
make  it  possible  to  interest  many  customers.  The 
dealer  does  not  want  to  expect  too  much  in  immediate 
sales,  but  it  should  prove  an  excellent  means  of  getting 
in  touch  with  prospective  customers.  A  point  should 
be  made  to  get  the  names  of  all  those  who  show  any 
great  interest  so  that  they  may  be  followed  up.  They 
should  be  given  advertising  and  descriptive  booklets 
to  take  home  with  them,  for  particularly  with  farmers, 

An  attractive  window  display  o£  talking  machines  that  the  furniture 
dealer  can  easily  arrange. 

the  reading  of  a  circular  or  booklet  in  the  quiet  of 
their  own  homes  is  frequently  what  brings  them  to  a 
decision. 

Altogether,  the  arrangement  of  such  a  booth  at  the 
fall  fair  should  prove  a  profitable  investment.  The 
sale  of  new  records  to  customers  who  already  own 
machines  should  in  itself  cover  the  expense  of  such  an 
exhibit.  Then  there  is  the  probability  of  selling  a 
number  of  machines  and  the  securing  of  many  good 
prospects.  Then,  in  addition,  there  is  the  general 
publicity  that  the  store  secures  from  such  an  exhibit — 
a  factor  not  to  be  overlooked. 

CASH  IN  ON  DEMAND  FOR  HAWAIIAN  MUSIC 

THE  passion  for  Hawaiian  music  that  has  been  so 
strong  during  the  past  year  or  so  does  not  seem 
to  abate.  At  first  many  expressed  the  opinion 

that  it  was  merely  a  temporary  craze  that  would  soon 
die  away,  but  such  does  not  appear  to  be  the  case.  It 
is  apparently  as  strong  as  ever.  The  ukulele,  the  tiny 
but  effective  little  musical  instrument  that  so  closely 
gives  back  the  human  voice  in  its  appealing  tones,  is 
being  sold  in  greater  numbers  than  ever  before. 
Hawaiian  songs  are  being  sung  and  Hawaiian  dancers 
are  seen  on  the  stages  of  all  the  principal  theatres. 
Some  of  the  window  cards  distributed  by  the  talking 

machine  manufacturers  featuring  Hawaiian  songs  are 
handsomely-colored  lithographs  and  give  the  window 
an  eflPective  appearance  that  draws  in  trade.  Get  a 
few  from  the  manufacturer  selling  you  the  phono- 

graphs and  place  them  in  your  windows;  make  a 
Hawaiian  window  for  a  week  or  so.  A  few  ukuleles 

placed  in  the  window — they  are  inexpensive  and  can 
be  sold  later  from  the  stock — will  add  decidedly  to  the 
effectiveness  of  the  display.  A  placard  or  two  show- 

ing Hawaiian  maidens  in  diaphanous  garb  on  the  beach 
at  Waikiki,  with  the  instruments  in  their  hands,  will 
give  the  window  a  human  interest. 

START  OFF  WITH  A  UNIVERSAL-APPEAL 
RECORD 

IN  demonstrating,  either  to  sell  a  machine  or  records, 
aim  to  start  of¥  with  a  record  that  is  likely  to 

appeal  to  your  prospect.  By  a  little  study  of  cus- 
tomers yon  will  soon  be  able  to  size  up  a  customer  and 

tell  what  he  or  she  is  likely  to  be  interested  in.  One 
demonstrator  stated  to  the  writer  recently  that  he 
makes  a  practice  of  starting  off  with  a  record  that  will 
be  appreciated  by  anyone.  There  are  certain  selec- 

tions that  have  a  universal  appeal — that  anyone  appre- 
ciates— and  it  is  one  of  these  that  he  always  selects. 

While  it  is  being  played,  he  has  a  chance  to  size  up  the 
customer  and  gauge  what  is  likely  to  appeal  to  him  or 
her. 

Another  talking  machine  demonstrator  says.  "Don't 
start  in  with  a  Tschaikowsky  symphony  or  a  classic  of 
any  kind  unless  you  have  a  request  for  it,  as  in  nine 
cases  out  of  ten  it  will  not  appeal  to  the  ordinary  per- 

son. Classic  music,  good  music,  is  liked  to  a  certain 
extent,  but  it  is  not  for  everybody.  On  the  other  hand 
take  a  selection  from  a  singer,  whose  songs  toi;ch  the 
popular  taste  and  range  from  the  classic  to  thf  popular 
and  you  can  safely  demonstrate  such  a  record  to  al- 

most any  caller.  It  is  not  beyond  them  and  they 

appreciate  it." 

TALKING  MACHINES  FOR  VILLAGE  CONCERTS 

THAT  dealers  in  country  towns  should  attempt  to 
poDularize  the  talking  machine  for  the  giving  of 
public  concerts,  is  the  suggestion  made  by  n 

writer  in  an  exchange.  If  a  start  could  be  made  in  a 
few  towns,  the  nossibilities  along  this  line  shrnld  be 
of  considerable  importance.  In  this  connection  our 

contemporary  says  that  few  country  villages  are  with- 
out their  local  band,  and  discordant  as  the  notes  of 

the  cornet  and  big  horn  may  be,  they  suffice  for  what 
is  called  music  in  many  small  localities.  Enterprising 
dealers  in  many  localities  have  succeeded  in  making 

sales  of  good  talking  machines  to  town  boards  and  so- 
cieties, and  phonograph  recitals  at  the  public  park  or 

village  green  are  coming  to  be  quite  a  feature  of  coun- 
try life.  The  summer  evenings  are  enlivened  by  the 

music  from  the  talking  machine,  which  never  goes  on 
a  strike,  which  always  has  new  music,  and  which 
can  give  the  town  folks  anything  they  want,  from  a 

camp  meeting  tune  to  a  selection  of  Scotti's  or  Mura- 
tore's.  This  is  a  tin  that  many  dealers  selling  to  the- 
country  trade  will  find  of  advantage,  and  that  may 

bring  in  some  good  business,  as  sales  can  be  made  with- 
in a  radius  of  many  miles. 
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Otto  Heineman  Phonograph  Supply  Co. 
INCORPORATED 

25  WEST  45th  STREET,  NEW  YORK 

FACTORIES:    ELYRIA,  OHIO  ;    NEWARK,  N.  J. 

CHICAGO      ATLANTA      SEATTLE      CINCINNATI  TORONTO 
Lumsden  Building 

A  Talking  Machine  is  Known 

by  Its  MOTOR 

The  satisfactory  service  rendered  by  Heineman  and 

Meisselbach  motors  has  prompted  the  foremost 

phonograph  manufacturers  to  use  these  motors  as 

part  of  their  standard  equipment. 

We  have  invested  thousands  of  dollars  in  experi- 

mental work  and  know  that  the  Heineman  and 

Meisselbach  motors  have  been  perfected  to  such  a 

standard  as  human  ingenuity  and  mechanical  suprem- 

acy can  create. 

The  sooner  retailers  insist  that  manufacturers  supply 

machines  equipped  with  Heineman  or  Meisselbach 

motors  the  sooner  the  dealer  will  have  well  satisfied 

customers. 

Canadian  Branch : 

LUMSDEN  BUILDING,  TORONTO  ^  ^  _ 

PratJtnl 
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Merchandising  Suggestions  From  Our  Exchanges 

Methods  and  ideas  in  furniture  retailing  as  seen  by  other  journals 

A  TRADE-ENTICING  SERVICE 

CONSPICUOUSLY  located  near  the  centre  of  a  New- 
England  furniture  and  house  furnishing  goods 
store  is  a  magazine  rack,  in  which  are  displayed 

a  nice  assortment  of  nationally  known  periodicals  of 

special  interest  to  women.  A  six-inch  card  posted  in 
the  centre  of  this  rack  states  that  these  magazines  are 
placed  there  for  the  convenience  and  entertainment  of 
customers,  and  cordially  invites  them  to  look  through 
the  publications  at  their  pleasure. 

People  coming  into  this  store  on  a  busy  day  find  the 
magazines  very  interesting  diversion  while  waiting 
their  turns.  And  there  can  be  little  question  but  that 
the  desire  to  inspect  the  assortment  of  magazines 
brings  many  buyers  to  this  store  who  would  otherwise 
go  elsewhere.  Though  prepared  to  accept  subscrip- 

tions for  any  of  the  periodicals  shown,  no  soliciting  is 
done,  for  it  is  designed  primarily  as  a  service  feature. 

This,  of  course,  can  be  gone  into  as  extensively  as  is 
desired,  but  at  least  in  a  limited  way  it  ought  to  prove 
a  good  thing. — Grand  Rapids  Furniture  Record. 

A  CALENDAR  STUNT 

Have  a  big  calendar  made  for  the  coming  month, 

being  a  reproduction  on  a  large  scale  of  the  month's 
leaf  on  your  small  calendar.  Make  this  of  such  di- 

mensions preferably  as  to  just  fit  the  back  of  your 
window  if  the  proportions  are  right.  Leave  space 
under  each  figure  in  the  box  with  it  to  put  an  announce- 

ment about  stock.  When  this  calendar  is  put  up  the 
first  of  the  month,  let  it  contain  announcements  of  all 
the  selling  events  in  your  store  for  the  thirty  days. 
You  can  get  attention  to  this  calendar  in  an  increased 
degree  if  you  will  put  in  small  letters  in  the  corner  of 

each  day's  space  a  prediction  about  the  weather.  Of 
course  you  will  go  wrong  on  this,  but  the  times  you  are 
wrong  will  cause  more  comment  than  the  times  you  are 
right.  In  addition  to  important  selling  events  an- 

nounced well  in  advance  and  advertised  otherwise,  you 
will  have  occasion  on  many  days,  if  not  every  day,  to 
write  in  something  special  for  that  day.  It  might  be 

nothing  more  than  "Two  Good  Cot  Beds  at  $1.98  Each, 
To-day  Only,"  or  "One  $75  Phonograph,  Slightly 
Scratched.  To-day,  to  Save  Repairing,  $58,"  etc.,  etc. 

If  this  calendar  idea  should  be  carried  through  the 
whole  year,  it  would  become  a  fixture  in  the  minds  of 
the  public  and  they  would  go  out  of  their  way  to  see 
what  it  had  to  offer.  It  would  get  people  interested  in 
furniture  windows  a  good  deal,  as  the  women  watch  the 

dry  goods  stores  displays. — Chicago  Furniture  Journal. 

HOW  TO  HANDLE  CUSTOMERS 

When  a  customer  enters  your  store,  do  not  try  too 
hard  to  sell  her  something.  First  be  content  to  show 
her.  Do  not  ask  her  bluntly  what  she  wants;  do  not 

call  her  "Mrs."  unless  you  add  her  last  name.  Busi- 
ness is  a  cold  proposition,  but  you  can  warm  it  a  little 

with  politeness  and  tact.  Above  all,  don't  try  to  wait 
Oil  your  customer  until  she  gives  you  a  chance.  If 

she  seems  more  concerned  about  a  street  ear  off  the 
track  than  in  buying  a  dresser,  join  her  conversation, 
but  remember  when  to  .stop.  By  and  by  she  will  tell 
you  what  she  wants.  This  kind  of  customer  is  usually 
a  slow  buyer,  so  go  slowly  with  her. 

The  next  woman  who  calls  will  probably  say,  "Show 
me  a  dining  table  and  chairs"  the  moment  she  come; 
in.  Go  quickly  with  her,  for  .she  is  likely  to  be  a  quick 
buyer.     She  knows  what  she  wants. 

The  time  may  come  during  the  rush  hours  when  you 
will  have  to  divide  your  time  with  two  or  three  eus 
tomers.  An  experienced  salesman  would  proceed  as 
follows :  A  lady  comes  in  to  buy  a  bed,  and  finds  th^ 
salesman  busy.  Right  here  the  customer  is  impressed 
with  the  thought  that  the  salesman  is  too  busy  to  wait 
on  her.  She  proceeds  to  change  her  mind  on  that 
score,  for  the  salesman  quickly  leaves  his  first  cus- 

tomer, with  proper  apology,  steps  to  the  other  lady  and 
begins  waiting  on  her  by  showing  her  goods  that  in- 

terest her.  The  customer  will  then  examine  them,  and 
while  thus  engaged  the  salesman  steps  back  to  his  first 
customer. 
By  this  procedure  you  will  realize  that  the  second 

customer  has  forgotten  the  busy  salesman,  by  reason 
of  the  fact  that  she  has  one  or  more  articles  before  her 
to  consider,  and  so  forgets  that  she  is  waiting  to  be 
served.  In  other  wOrds,  you  entertain  your  customer 
with  your  goods  until  you  reach  her  in  person.  You 
get  her  mind  fixed  on  the  furniture,  and  off  the  fact 
that  you  are  busy,  which  alone  makes  her  unpleasant 
wait  necessary. — ^Northern  Furniture. 

NOVEL  DISPLAY  OF  RUSTIC  FURNITURE 

Early  this  month  Mr.  Munro,  at  McCreery's  com- 
pleted one  of  the  nattiest  little  effects  we  have  seen,  in 

illustrating  the  use  of  different  merchandise  in  up- 
holstery departments.  In  one  corner  he  has  installc'! 

a  front  of  a  charming  cottage  of  rural  England,  with 
gable  roof  and  piazza  with  short  windows  above  piazza, 
as  well  as  regular  sized  windows  below,  the  upper 
windows  with  awnings  and  little  curtains,  and  curtains, 
of  course,  visible  through  the  windows  beloAv.  Th^ 
porch  is  screened,  the  screens,  of  course,  not  being  high 
enough  to  obstruct  the  view.  This  was  designed  by 
Mr.  Munro  and  made  by  the  people  in  his  workroom, 
the  front  being  in  stucco.  It  was  put  in  specially  for 
a  new  brand  of  rustic  furniture  he  is  featuring.  In  a 
few  days  a  rustic  lattice  or  fence  will  be  up.  coming 
out  at  right  angles  from  the  far  side  of  the  house, 
partly  for  ornament  and  partly  to  hide  the  wrapping 

counter  behind  it,  and  "over  the  garden  wall"  can  bo 
seen,  near  the  ceiling,  a  clock  on  the  distant  wall,  whieli 
has  long  been  a  fixture  and  which  is  now  the  centre 
figure  of  a  large  tower.  Mr.  Munro  explains  that  a 
clock  is  not  supposed  to  be  hung  in  the  sky,  hence  he 
had  the  church  tower  painted  to  rise  from  top  of  the 
garden  wall  so  that  the  clock  would  appear  in  the 
centre  of  this  tower — a  pretty  and  clever  conceit  which 
demonstrates  the  innate  resourcefulness  of  Mr.  Munro. 
— Furniture  Trade  Review. 
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MARK 

Model  B. Model  C. 

No  dealer  is  asked  to  link  up  his  business  with  the  Phonola 

line  on  any  claim  to  musical  qualities,  but  he  is  recom- 

mended to  handle  Phonolas  on  the  satisfactory  experi- 

ences of  scores  of  Phonola  dealers  who  buy  right,  sell 

readily,  and  make  good  profits. 

The  responsibility  of  catering  to  our  many  dealers  who  are 

merchandising  on  the  quality  basis  should  assure  you  that  we 

can  meet  your  requirements  satisfactorily. 

The  Phonola  holds  high  place  for  careful  workmanship, 

quality  parts,  and  scientific  construction.  It  is  capable  of 

producing  good  music,  the  very 

best  music,  in  the  home,  and  giv- 

ing it  the  full,  rich  natural  tone 

that  does  the  recording  artist 

full  justice. 

Secure  Phonola 

particulars  without delay. 

The  Pollock 

Manufacturing 

Co.^  Limited 

Makers  of  the  "Phonola" 

KITCHENER    -    -  CANADA 
Modal  Prince. 

Model  Princes* 
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KNOBS  of  NEWS 

A  new  furniture  store  has  been  opened  at  398  Col- 
lege St.,  Toronto,  under  the  name  of  the  Public  Benefit 

Furniture  Store. 

The  Ideal  Furniture  Company,  of  Toronto,  has  re- 
cently been  registered. 

The  Tent  and  Mattress  Co.,  Ltd.,  of  Edmonton,  have 
started  work  on  a  factory  costing  $2,500. 
Damage  of  about  $15,000  was  done  by  fire  in  the 

shipping  room  of  the  C.  Caplan  furniture  store,  Ottawa. 
The  Arts  Furniture  &  Mouldings  Co.,  Ltd.,  of  Mon- 

treal East,  has  been  started.  The  president  is  0.  B. 
Meunier.  and  the  secretary-treasurer  is  J.  T.  Morin. 

The  Acker  Furniture  Co.,  is  opening  for  business  at 
52  Carden  St.,  Guelph,  Ont.  Sam  Acker  is  the  head 
of  the  firm.  For  several  years  he  was  in  business  in 
Fort  William. 

The  entire  stock  of  J.  Marcus,  furniture  dealer  of 
St.  John,  N.B.,  was  destroyed  by  fire  last  month.  The 
loss  is  put  at  $25,000,  with  insurance  of  $13,500.  Jacob- 
son  Bros,  also  had  a  large  (juantity  of  beds,  furniture 
and  linoleum  burnt,  the  loss  being  $15,000,  with  insur- 

ance of  $7,500. 
A.  A.  Fournelle  has  opened  up  a  furniture  business 

on  Pitt  Street,  Cornwall. 
The  slogan  of  Macpherson  &  Bedford,  of  Brandon, 

Man.,  is  "The  store  that  saves  you  money." 
Turnbull's  Limited,  of  Peterborough,  Out.,  recently 

had  a  display  of  summer  furniture  showing  how  to 
make  a  pleasing  additional  room  out  of  the  verandah. 

A  show  card  read,  "Make  more  of  a  home  of  your 

house." The  London  Art  Woodwork  Co.,  makers  of  the  Law- 
cola,  phonograph,  contemplate  extending  their  factory 
at  London.  J.  J.  Callaghan,  formerly  in  the  piano 
bu.siness  at  London,  is  manager. 

TALKING  MACHINE  NOTES 

Sniders  Grafonola  Store,  Toronto,  has  recently  been 
registered. 

The  Victoria  Talking  Machine  Company,  Limited,  of 
Winnipeg,  has  been  incorporated  in  Manitoba.  The 
capital  stock  of  the  company  is  $20,000. 

J.  A.  KINSEY,  OF  CALGARY,  PASSES  AWAY 

Mr.  J.  A.  Kinsey,  one  of  the  most  popular  furniture 
men  in  Western  Canada,  died  at  Calgary,  on  June  30. 
Mr.  Kinsey  was  one  of  the  real  old-timers  in  Calgary, 
and  liad  been  connected  with  the  furniture  business  in 
Calgary  for  the  past  eighteen  years. 

FIRE  IN  FURNITURE  FACTORY 

A  blaze  originating  in  the  finishing  room  of  the 

Xorth  American  Bent  Chair  Co.'s  factory,  at  Owen 
Sound.  Ont.,  on  July  22,  damaged  the  plant  to  a  con- 

siderable extent,  but  was  prevented  from  spreading 
through  the  working  of  the  sprinkler  system  and  the 

ff-.ctory's  fire  walls.  The  plant  is  the  largest  chair 
factory  in  the  British  Empire. 

BASIC  PRINCIPLES  OF  TALKING  MACHINE 
MERCHANDIZING 

(  Continued  from  page  J2 ) 

prices  anyway.  But  if  you  do  not  keep  constantly 

telling  your  good  points,  you  won't  get  the  business. 
You  will  get  tired  of  the  grind  perhaps.  You  will 
think  everyone  is  sick  of  what  you  have  to  say.  But 
keep  at  it.  Change  the  wording,  the  picture,  the  lay- 

out, perhaps,  but  stick  to  the  main  idea.  Make  it  look 
fresh  and  new  as  possible,  but  hammer  home  the  fact 

that  you  are  the  house  with  the  service.  .  '  This  need  not be  bombastic  or  loud.  The  market  is  there.  What  you 
are  after  is  your  share  of  it.  The  illustration  (page 
29  serves  to  illustrate  what  I  mean,  although  this  is  a 
little  bit  too  quiet  and  unaggressive. 

But  there  is  personality  in  it.  Nothing  to  bring 
people  rushing  into  the  store.  Nothing  would  do  that 
anyway,  except  a  cut  price  which  is  impossible.  This 
advertisement  is  well  constructed  to  connect  definitely 

the  name  Heyman's  with  phonographs.  It  does  not 
insult  your  intelligence  by  doing  your  thinking  for 
you,  and  yet  it  leads  your  thoughts. 

Your  advertising  of  course  should  take  advantage  of 
timely  incidents,  such  as  the  visit  of  Harry  Lauder  to 
town,  or  any  other  musical  celebrity.  It  should  also 

"hook  up"  with  the  manufacturer's  publicity. 
The  first  important  thing  in  selling  right,  then,  is 

good  distinctive  advertising,  difi'erent  from  what  other houses  are  doing. 

CAPITAL  AS  A  FACTOR  IN  BUSINESS  SUCCESS 
(  Continued  from  page  22 ) 

still  poor,  and  two  of  the  original  partners  no  longer 
actively  connected  with  it. 

Maintain  Sufficient  Working  Capital 

The  other  instance  was  that  of  two  young  fellows 
who  had  worked  up  a  nice  little  business  in  a  lino 
which  was  largely  sold  to  builders.  Ultimately  its 
growth  warranted  them  seeking  additional  capital. 
For  the  purpose  of  doing  this  they  organized  a  joint 
stock  company.  Unfortunately  they  lost  their  heads 
when  the  additional  capital  came  into  their  hands,  and 
made  the  fatal  mistake  of  investing  nearly  the  whole 
of  it  in  a  new  building  and  an  extensive  line  of  new 
goods,  notwithstanding  that  a  large  portion  of  their 
business  was  done  on  long  terms  of  credit.  It  was  not 
long  before  their  last  state  was  worse  than  the  first. 
To-day  the  business  is  in  the  hands  of  a  liquidator.  Had 
they  reserved  a  fair  portion  of  their  funds  for  working 
capital  they  would  undoubtedly  have  been  in  business to-day. 

Locking  up  Capital  in  Overdue  Accounts 
To  have  a  relatively  large  part  of  capital  locked  up 

in  overdue  accounts  is  even  worse  than  having  it  tied 
up  in  dormant  or  excessively  heavy  stocks,  particularly 
when,  as  is  too  often  the  case  in  the  retail  trade,  in- 

terest is  not  exacted.  A  dealer  who  permits  this  ne- 
cessarily needs  a  larger  working  capital  than  he  whose 

business  is  either  conducted  on  a  short  term  credit 
system  or  a  strictly  cash  basis. 
Whether  the  30.3  per  cent,  of  the  failures  in  the 

U.  S.  were  directly  or  indirectly  due  to  lack  of  capital, 
the  figures  convey  at  least  one  lesson,  and  that  is 
the  importance  of  men  having  an  adequate  supply  of 
the  necessary  article  when  they  start  into  business  and 
of  keeping  it  working  at  the  highest  possible  pressure, 
year  in  and  year  out. 
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Why  we  Chose  the 

Pathe  Line 

**'\Y7'E  have  chosen  Pathe  products  because  they  have  an  interna- 
VV    tional  reputation;  because  they  are  reliable;  because  dealers 

can  sell  them  with  the  knowledge  that  customers  will  stay  satisfied. 

"We  chose  the  Pathephone  because  it  has  a  'Violin'  Sound  Chamber 
of  resonant  wood  that  adds  warmth  and  mellowness  to  tone.  Because 

it  plays  with  a  polished  Sapphire  ball  that  never  has  to  be  changed 

and  never  scratches  records  (like  sharp  metal  needles.) 

"We  chose  Pathe  Discs  because  they  reproduce  more  truly.  Because 
they  are  more  durable,  showing  no  signs  of  wear  after  years  of  use. 

Because  they  are  cheaper — All  Pathe  records  from  dance  music  to 

grand  opera  are  double-disc.  A  single  price  pays  for  two  selections. 
Because  Pathe  Discs  reproduce  not  only  the  voices  of  singers  who 

are  enjoying  triumphs  in  America,  but  also  the  voices  of  famous 

European  artists  who  have  never  sung  in  this  country.  Finally, 

we  chose  Pathe  Discs  because  the  indications  are  becoming  clearer 

and  clearer  daily  that  the  public  will  demand  Pathe  records,  no 

matter  what  make  of  machine  they  own." 
THE  HALLET  &  DAVIS  PIANO  CO.  (Established  1839) 

NEW  YORK 

Pathe  Freres  Phonograph  Co.  of  Canada,  Limited 

Factories  and  Head  Office,  4-6-8  Clifford  Street,  TORONTO,  Canada 

Western  Distributors  :  R.  J.  Whitla  &  Co.,  Winnipeg.Man. 
Maritime  Province  Distributors :  H.  L.  Hewson  &  Son,  Ltd.,  Amherst,  N.S. 

C.  W.  Lindsay  Limited,  Montreal 
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That  Hamilton 

Furniture 

Picnic 

Latest  and  best  of  series  of 
J        J     .  Percy  Brown  telling  sec- annual  gatherings  retary  NasU  be  would  do things. 

THE  best  in  the  series  of  annual  gatherings  was  the 

last  picnic  of  the  Hamilton  Furniture  Dealers' 
and  Travellers'  Association,  held  at  Hamilton 

Beach,  on  Wednesday  afternoon,  July  18.    The  slogan 

for  this  year  was,  "We  come  to  do  thee  good,"  and  it was  carried  out  to  the  letter. 

Quite  an  imposing  procession  of  automobiles  carry- 
ing the  Toronto  gang  of  dealers  and  travellers  left 

Sunnyside  under  the  superintendence  of  Bert  Menzie, 
and  they  arrived  in  time  to  see  the  Hamilton  dealers 
conclude  their  baseball  game  with  the  travellers,  trim- 

ming them  to  the  tune  of  11  to  4. 
The  travellers,  with  their  blood  up,  then  challenged 

the  Toronto  dealers  and  were  again  defeated,  the  score 

being  7  to  6.  The  Toronto  dealers'  players  were 
Montgomery,  Wilkinson,  Henderson,  Bagshaw,  Tad- 
man,  Curtiss,  Broderick  and  Welch.  Their  opponents 
were  Beney,  Adams,  Pearson,  Brown,  Robertson, 
Mackie,  Armstrong,  Biggar  and  Menzie.  It  will  be 
noted  that  Eddie  Bagshaw  who  pitched  for  the  dealers 

was  a  "ringer,"  which  may  account  for  the  tight  score. 
Besides,  George  Wilkinson's  new  dicer  kept  many  of 
the  travellers  from  travelling  past  first  base. 

However,  everybody  seemed  satisfied  and  started  in 
immediately  with  the  sports,  Clarence  Coryell  being 
official  decided  on  the  merits  of  the  various  kicks  and 
putting  in  the  list  of  winners  of  the  various  events. 
Pat.  Sommerville  was  starter  of  the  races,  and  Jas. 
Malcolm  was  the  judge  of  the  tug-o-war  event,  which 
also  was  favorable  to  the  dealers,  after  about  400 

sympathizers  tugged  on  the  end  of  the  dealers'  rope. 
The  "beauty  contest"  for  the  most  handsome  furni- 

ture dealer  present  at  the  picnic  was  easily  won  by 
Louis  Yolles  with  a  vote  of  33 ;  the  runners  up  were 
Guy  Luke  with  18  votes,  and  Frank  Walker  with  16. 
Frank  had  a  fancy  new  straw  hat  with  lovely  ribbon 

for  the  occasion,  but  it  didn't  work,  as  Bill  Beney  told 
him,  "it  was  a  beauty  contest,  not  a  millinery  show." 

The  fat  man's  race  for  those  over  219  pounds  was 
•won  by  Tom  Inglis  with  Tom  Biggar  second.  It  was 
commented  on  by  many  of  the  dealers  when  they  saw 
the  line-up  in  this  race,  how  prosperous  were  the 
travellers,  and  expression  v^as  given  to  the  old  election 

campaign  cry,  "Where  did  the  money  come  from?" 
The  furniture  employees'  race  was  run  in  two  heats. 

Bill  Day,  D.  Young  and  D.  Shea  were  the  winners  in 
the  married  men's  section,  and  A.  Lowrey,  H.  Hender- 

son and  J.  Anderson  in  the  race  for  single  men. 
The  three-legged  race  was  won  by  Anderson  and 

Lowrey;  and  the  running  backward  race  by  W.  Day, 

The  "Beauty"  parade.   The  blur  in  the         Geo.  Wilkinson  and  his  hat. 
centre  is  Alt.  Rogers,  turning  a  hand-        It  prevented  many  a  player 
spring  over  an  obstruction  after  Bert        from  reaching  first  base. 
Menzies  balled  him  out  ae  a  "ringer." Bert  is  beating  time  for  the  contestants lockstep. 

though  Eddie  Bagshaw  nearlj^  won  by  running  for- 
ward till  near  the  tape. 

T.  W.  Young,  with  Welch's,  Toronto,  won  th(» 
guests'  race;  A.  Lowrey,  the  smoking  contest;  and  Tom 
Inglis  beat  Gordon  Henderson  in  a  special  matched 
race. 

Another  matched  race  was  that  between  Bob  Coryell 
and  Minehiner,  Bob  won,  of  course. 
Bagshaw  entered  the  smoking  race  with  pipe  lit  and 

wondered  why  he  didn't  get  first,  until  Pat  Sommer- 
ville showed  Eddie  he  had  the  wrong  kind  of  a  pipe. 

Following  the  games  a  group  photo  was  taken. 
Prominent  in  the  group  was  Menzie  with  his  auto  and 

Vivian's  girl.     Bert  always  was  a  ladies'  man. 
The  banquet  menu  was  fit  for  the  gods,  but  why,  oh 

why,  did  they  put  the  fat  fellows  to  serving  the  eats. 
The  menu  was  a  fine  one,  running  the  gamut  from  soup 
to  nuts ;  Bill  Pearson  says  it  should  read  nits. 

A  decided  surprise  was  the  concert  furnished  during 

supper  by  the  "shrapnel  dodgers,"  three  returned 
soldiers,  who  with  the  aid  of  one-string  cello  (made  of 
a  tin  biscuit  box,  a  piece  of  a  door  panel,  and  a  string 
of  steel  wire),  a  kazoo  and  a  piano,  rendered  a  novel 
program  of  musical  numbers  and  songs. 

The  moonlight  ride  back  to  Toronto,  by  autos,  was 
not  the  least  of  the  enjoyable  features  of  the  day.  The 
prizes  won  were  well  worth  while  contesting  for.  and 
the  winners  were  jubilant  over  their  success. 

The  committee  having  charge  of  the  affair  certainly 
did  their  utmost  to  make  things  pleasant,  and  they 
succeeded  well.  With  Frank  E.  Walker,  Guy  Luke, 
W.  E.  Nash,  J.  Davidson  and  all  the  other  members  of 
the  committee,  nothing  was  left  undone  that  could 
have  been  done.  We  are  alreadv  looking  forward  to 

1918.  ' 
KINDEL  AT  THE  EX. 

Messrs.  Clark,  Dunke  and  Lamb,  three  "Kindel" 
men,  will  be  in  charge  of  the  Kindel  Bed  Co.'s  booth  at 
the  Toronto  Exhibition,  and  will  be  gl.id  to  show  their 
ciistomers  and  friends  the  many  good  qualities  of  the 
Kroehler  bed  davenports,  kodavs  and  davenos. 

OVER-PREPAREDNESS 

A  mail  order  house  recently  received  the  following 

letter  from  a  customer:  "I  am  returning  the  twin-baby 
carriage  I  ordered  last  month.  Please  send  a  single 

carriage  in  its  place." 
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The  Mandel 

The  Quality  Phonograph 

Plays  Any  Disc  Record 

The  proof  lies  in  the  endorsement  of  over  two  thousand 
dealers  who  are  now  selling  the  Mandel.  Who  can  question 
the  intelligence  of  this  army — 2,000  strong?  Can  you  ask 
for  more  substantial  proof  of  quality? 

Not  Merely  Assembled 

Completely  Mandel  Built 

Few  talking  machines  are  really  built,  but  the  Mandel  is 
manufactured  by  us  in  its  entirety.  It  is  one  of  the  few 
phonographs  that  is  not  merely  an  assembled  machine. 

The  Mandel  is  mechanically  and  scientifically  correct — 
phonographieally  speaking.  The  Mandel  motor  insures 
maximum  efficiency  and  service.  The  Mandel  tone  arm  and 
sound  box  (reproducer)  are  built  upon  principles  designed 
along  common-sense  ideas. 

Thus  the  manufacturer's  responsibility  is  behind  the 
product.   The  Mandel  must  satisfy.   That  is  our  guarantee. 

Model  No.  6— $100 

Model  No.  3— $140 

Big  Value  to  the  Consumer 

Liberal  Profit  for  Dealer 

This  combination  spells  success.  Large  quantity  output, 
plus  factory-to-dealer  distribution  method,  insures  economy 
in  production.  The  dealer  profits — the  consumer  profits. 
The  Mandel  phonograph  embodies  honest  value.  It  is  built 
to  sell  and  stay  sold  because  of  its  intrinsic  merit. 

RETAIL  'PRICES: 

$50,  $100,  $140,  $210,  $350 

WRITE  TO-DAY 

Mandel  Phonograph  Company,  Limited 

OWEN  SOUND,  ONT. 
DISTRIBUTERS 

J.  A.  McLaughlin,  Representative 
84  Riverdale  Avenue,  TORONTO. 
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INQUIRIES  OF  INTEREST  TO  THE  TRADE 

Reeeut  trade  inquiries  received  by  the  Department  of 
Trade  and  Commerce  at  Ottawa,  include  the  follow- 
ing: 

1010.  Iron  and  brass  bedsteads.  A  London  firm 
asks  to  be  placed  in  communication  with  Canadian 
manufacturers  of  iron  and  brass  bedsteads  in  a  position 
to  fill  export  orders. 

1011.  Bentwood  furniture.  A  London  firm  desires 
the  addresses  of  Canadian  manufacturers  of  bentwood 
furniture. 

1037 —  A  furniture  dealer  in  British  Guiana  would 
like  to  receive  catalogues  from  Canadian  makers. 

1038 —  Iron  bedsteads.  Manufacturers  of  iron  bed- 
steads might  do  well  to  send  catalogues  to  a  firm  of 

furniture  dealers  in  Demerara. 
1056 — A  furniture  dealer  in  Demerara  asks  for  ad- 

dresses of  Canadian  manufacturers  of  wicker  luiniture, 
cheap  mats  and  carpets,  and  linoleums. 

AN  EASY  WAY  TO  REMOVE  OLD  VARNISH 

Nearly  every  furniture  dealer  is  asked  some  time  or 
other  to  do  a  job  of  refinishing  for  a  customer,  and  the 
most  troublesome  part  of  the  work  is  removing  the  old 
varnish.  This  can  be  done  either  with  one  of  the 

patent  varnish  removers  or  by  the  quicker  and  cleaner 
dry  method.  This  consists  in  coating  the  surface  with 
a  very  hot  solution  of  strong  glu^,  applied  thin,  like 
thin  varnish,  and  allowing  the  job  to  stand  in  a  warm 
room  over  night.  Next  morning  most  of  the  varnish 
will  be  found  hanging  in  flakes,  and  a  little  rubbing 
with  sandpaper  of  the  right  degree  of  fineness  will  soon 
make  the  surface  clean,  right  down  to  the  wood,  when 
it  can  be  rubbed  and  made  ready  for  the  new  finish. 

The  dry  method  of  varnish  removing  has  the  added 
merit  of  not  raising  the  grain  of  the  wood.  New 

No.  337E,  dresser,  a  new  production  of  the  Knechtel 
Furniture  Co.,  Hanover  Ont. 

varnish  or  stain  can  be  applied  as  soon  as  the  sand 
papering  is  finished.  Care,  however,  is  needed  in  both 
methods.  If  every  bit  of  varnish  is  not  removed  sub- 

sequent coats  will  appear  raised  and  uneven.  This  is 
detrimental  to  good  work. 

SHOULD  YOU  AGREE  WITH  HUSBAND  OR  WIFE? 

An  exchange  editor  tells  in  his  paper  that  he  re- 
cently had  an  interesting  talk  with  a  salesman,  in 

which  he  brought  up  the  point  of  whether  a  clerk  in 
making  a  sale  to  husband  and  wife  should  support  the 
opinions  of  the  man  or  the  woman. 

Frequently  a  man  and  his  wife  will  come  in  to 
choose  an  electrical  fixture.  The  husband  will  prob- 

ably favor  one  and  the  wife  another.  In  such  eases 
they  invariably  ask  the  clerk  his  opinion. 

This  salesman  says  that  he  has  watched  a  good  many 

such  cases,  and  in  nearly  every  instance  the  clerk  ap- 
proves of  the  man's  choice.  He  says  that  he  believes this  a  bad  mistake.  A  man  likes  to  fee]  that  his  wife 

has  good  taste  in  the  selection  of  furnishings  for  the 
house  and  it  generally  pleases  him  to  have  the  clerk 
approve  of  her  choice  even  though  the  clerk  rather  be- 

littles his  own  good  taste  in  taking  sides  with  his  wife. 
This  salesman  says  that  the  proof  of  the  value  of 

favoring  the  woman's  choice  is  shown  by  the  fact  that 
in  such  cases  a  sale  is  generally  made,  while  if  the 
clerk  sides  with  the  husband,  they  most  often  say  that 

they  will  "see,"  and  go  away  Avithout  buying. 
Another  point  that  the  salesman  should  bear  in  mind 

— when  a  woman  customer  has  a  friend  with  her — is  to 
sell  both.  Women  quite  often  shop  in  pairs,  and  some 
clerks  are  inclined  to  give  all  their  attention  to  the 
prospective  customer  and  none  to  the  woman  who  ac- 

companies her.  This  is  not  good  business.  The 
second  woman  is  a  friend  of  the  one  who  buys  and  has 
come  along  as  an  adviser.  If  you  do  not  sell  to  her 
she  will  find  fault  with  the  goods,  probably  ask  to  see 
something  else  or  suggest  that  they  look  elsewhere.  If 
you  take  her  into  the  sale  from  the  very  first,  accord 
her  a  position  of  an  authority  and  simply  ask  her  to 
agree  with  you.  she  will  generally  do  so. 

IVES  BEDS  IN  WESTERN  CANADA 

J.  D.  MacBeth,  who  for  a  considerable  number  of 
years  has  been  managing  the  Montreal  branch  of  The 
Ives  Modern  Bedstead  Co..  Ltd.,  of  Cornwall,  Out.,  is 

going  to  Winnipeg  to  take  charge  of  the  company's 
business  in  the  west.  The  selling  end  of  the  Ives' 
business  in  Montreal  will  be  taken  care  of  by  Messrs. 
John  A.  and  George  Larocque.  Mr.  St.  Hilaire  will 
continue  to  represent  the  companj^  in  Quebec  province 
outside  of  Montreal. 

The  Victoria  Talking  Machine  Co.,  Ltd..  Winnipeg, 
has  been  incorporated  with  a  capital  stock  of  $20,000 
by  J.  Horn,  J.  T.  Maloney,  May  C.  Smith,  and  others, 
to  manufacture  musical  instruments,  talking  machines, 

etc. 

PETERBOROUGH  FIRM  DEVOTES  WINDOW  TO 
TALKING  MACHINES 

During  a  recent  visit  of  an  editor  of  the  Furniture 
World  to  Peterborough,  Ont.,  the  Home  Furnishing 
Co.,  Charlotte  St.,  were  devoting  their  entire  window 
to  talking  machines  and  records.  The  records  were 
arranged  on  the  window  floor  and  machines  at  the 
side. 
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//  IS  well  for  the  merchant  to  study  what  others  are  doing,  but  he 
who  would  attain  success  must  be  an  originator  and  not  an  imitator. 

By  WILLIAM  LEWIS  EDMONDS 

WHILE  there  are  certain  fundamental  principles 
which  all  business  men  must  follow  if  they 

would  attain  success,  yet  it  is  those  who  em- 
ploy them  in  the  most  unique  and  original  way  who 

become  the  big  men  in  the  mercantile  world. 
In  business  as  in  science,  it  is  always  a  wise  thing 

to  study  what  others  are  doing  in  the  same  field  of 
operation.  But  it  is  never  a  wise  thing  to  do  this  and 
nothing  more.  For  it  makes  men  merely  followers 
and  not  leaders.  And  a  follower  is  never  at  the  head 

of  the  procession.  He  may  win  the  second  prize,  but 
he  will  never  win  the  first. 

That  which  marks  success  in  any  vocation,  business 
or  professional,  is  originality. 

Naturally,  some  men  possess  more  of  the  quality  of 
originality  than  others.  But  every  sane  man  possesses 
a  measure  of  it.  There  can  be  no  doubt  upon  this 
point.  For  every  man  is  himself  and  no  one  else.  In 
other  words,  every  man  has  an  individuality  that  is 
distinctly  his  own.  John  Jones  may  be  like  John  Smith 

in  many  respects,  but  he  isn't  like  him  in  every  re- 
spect. And  it  is  in  the  respect  that  he  is  not  like  him 

that  enables  him  to  work  out  his  originality  or  to  de- 
velop his  individuality. 

If  the  merchant  is  a  particularly  good  business  man, 
it  is  well  that  the  clerk  who  is  in  his  employ  should  study 
his  methods.  He  will  be  all  the  better  business  man  if  he 
does.  But  if  he  merely  studies  his  methods  in  order 
that  he  may  imitate  him,  he  will  never  be  an  outstand- 

ing success,  no  matter  how  successful  his  employer  may 
be.  He  will  just  be  an  automaton;  and  it  doesn't  re- 

quire ability  of  a  high  order  to  be  that. 

Even  a  man  possessing  much  native  ability  becomes 
an  automaton  if  he  is  so  lazy,  mentally,  that  he  never 
does  anything  but  follow  or  imitate  those  who  are 
even  outstanding  examples  of  success  in  their  business 
ventures. 

An  imitation  is  never  the  real  thing. 
Naturally  we  are  all  influenced  to  a  more  or  less  ex- 

tent by  the  actions  and  methods  of  other  men.  And 
even  the  business  man  of  outstanding  success  is  no  ex- 

ception to  the  rule.  But  when  he  who  is  a  really  up- 
to-date  business  man  gets  an  idea  from  the  methods  or 
practices  of  a  fellow  merchant,  he  does  not  set  to  work 
to  imitate  him  in  exact  detail.  On  the  contrary,  he 
carefully  considers  how  in  developing  it  he  can  improve 
upon  it  in  order  that  he  may  give  it  a  touch  of  his  own 
individuality. 

For  example,  he  may  see  a  display  of  a  certain  line  of 
goods  in  the  window  of  a  competitor  that  strikes  him 
as  being  particularly  good.  But  he  doesn't  return  to 
his  own  store  and  attempt  to  imitate  it.  On  the  con- 

trary he  uses  it  as  suggestion  whereby  he  is  enabled  to 
work  out  something  which  is  enabled  to  work  out  some- 

thing which  is  entirely  different,  although  it  may  em- 
body some  of  the  principles  which  he  saw  in  the  other 

display.  That  is  the  difference  between  the  man  who 
calls  into  operation  his  own  personality  and  he  who  is 
merely  an  imitator. 

It  may  be  better  to  imitate  than  to  do  nothing.  But 
the  business  of  he  who  imitates  will  never  be  anything 
but  a  humdrum  affair.  It  will  never  wake  up  cus- 

tomers and  bring  them  to  his  store  to  see  what  is  going 
on. 

In  order  to  make  the  store  a  potent  force  for  draw- 
ing customers,  it  is  not  a  high  degree  of  mental  ability 

that  is  demanded,  although  the  more  natural  ability 
that  a  business  man  possesses,  the  better  it  is  of  course 

But  what  is  wanted  more  than  that  which  we  are 
accustomed  to  term  inherent  ability,  is  persistent  and 
systematic  thinking,  in  order  that  the  business  man 
may  work  out  from  his  own  mind,  and  not  from  that 
of  others,  schemes  that  will  create  effects.  In  other 
words,  schemes  which  will  give  character  and  indi- 

viduality to  his  business 
Of  course  action  is  just  as  necessary  as  thinking,  for 

the  one  is  the  handmaid  to  the  other.  Unfortunately 
there  are  some  men  who  do  a  lot  of  thinking,  but  are  so 
lazy,  physically,  that  very  little  of  their  thought  is 
transformed  into  action,  just  as  there  are  some  men 
who  are  so  full  of  action  that  they  have  little  or  no 
time  for  thinking. 

I  have  'one  man  in  mind  who  is  one  of  the  deepest 
readers  and  profoundest  thinkers  of  any  business  man 
I  ever  met.  But  the  only  thing  he  works  well  is  his 

tongue.  And  he'll  keep  that  going  relating  his  fads 
and  fancies  until  you  are  sick  and  tired  of  him,  and 
prefer  to  avoid  his  company  rather  than  to  court  it. 
He  is  noAv  a  man  well  past  sixty  and  has  never  made 
a  success  of  anything.  His  latest  business  venture  is 
chicken  farming,  and  if  I  am  not  mistaken  that  will 
also  eventually  fly  away  from  him. 

Most  of  us  need  to  be  stimulated  both  in  our  thinking 
and  our  acting.  And  in  order  to  create  the  necessary 
stimulus  there  needs  to  be  system.  This,  too,  is  within 
the  possibility  of  every  sane  man.  All  that  is  needed 
is  the  exercise  of  a  little  will  power. 

Every  business  man,  every  clerk,  ought  to  set  aside  a 
fixed  time  each  day  (most  men  will  probably  find  the 
evening  or  night  the  most  convenient)  when,  with  a 
pad  and  pencil  before  him  he  can  quietly  sit  alone  and 
meditate  upon  the  various  phases  of  his  business,  such 
as  buying,  selling,  advertising  and  window  display 
methods,  and  to  consider  what  are  the  most  important 
matters  that  should  receive  his  attention  on  the  mor- 

row, a  note  being  made  of  all  his  conclusions  and  deci- 
sions. This  done,  he  should  check  over  the  notes  he 

had  made  on  the  previous  day  in  order  to  ascertain  the 
extent  of  his  omissions  and  commissions.  At  first  he 

may  experience  a  little  difficulty  in  keeping  his  ap- 
pointment with  himself,  but  eventually  it  will  become 

a  habit,  and  then  to  meditate  at  a  fixed  hour  each  day 
Avill  be  second  nature  to  him. 

By  working  to  a  system  such  as  that  here  briefly 
outlined,  the  business  man  or  the  clerk  will  soon  dis- 

cover that  while  he  is  accomplishing  much  more  every 
day,  his  life  will  be  less  irksome  and  his  business  more 

progressive. 
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Maxwell  Sanitary  Steel  Vaults 

m  ■ 4^  %^  1^ 

Advance  in  Prices  Necessary. 

Our  Customers  are  Assured  of  Superlative  Qyality  and  Prompt  Delivery. 
Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 

Light  and  Easy  to  Handle. 

Superiority  Unquestioned.  Design  and  Construction  Unequaled. 

Carried  in  Stock  by  All  Leading  Jobbers. 

Ask  for  Revised  Price  List 

Maxwell  Ambulance  Transfer  Case 

For  the  Handling,  Removal  and  Transportation  of  Bodies.    An  Indispensable 
Adjunct  to  the  Modern  and  Progressive  Undertaker. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practical 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 

Iniide  Dimensions:  75  in.  long,  20  in.  wide,  15  in.  deep. 

Prices:  With  Tray  $30.00;  Without  Tray  $28.00;  Tray  Alone  $5.00  * 

Sold  by  all  leading  jobbers.    Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.  Y. 
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Undertakers'  Department 
Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters  ̂ ^^^^^^^^^^^^ 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 

All  in  Readiness  for  the  Big  Convention 

Canadian  Embalmers'  Association  complete  program  for 
their  34th  annual  gathering — Prof.  Dhonau  toill  con- 

duct school  —  Annual  picnic  to  be  greater  than  ever. 

THE  final  touches  are  being  put  to  the  program  for 
the  annual  C.  E.  A.  convention  at  Toronto,  which 
this  year  wil  be  held  on  Tuesday,  Wednesday 

and  Thursday,  September  4,  5  and  6 — during  the  second 
week  of  the  Toronto  Exhibition.  Secretary  Fred  W. 
Matthews  has  been  a  busy  man  the  past  several  weeks 
getting  the  various  details  whipped  into  shape. 

Convention  meetings  and  the  School  sessions  will  be 
held  as  usual  in  the  Anatomical  Bxiilding  of  Toronto 
University,  and  following  the  convention  the  Board 
of  Examiners  will  conduct  their  semi-annual  exams,  for 

those  wishing  to  take  out  embalmers'  certificates. 
The  Executive  in  arranging  for  this  year's  School 

and  Convention  have  been  fortunate  in  again 
sreuring  the  services  of  Prof.  Chas.  0.  Dhonau 
as  lecturer  and  demonstrator.  The  professor  gave  such 
satisfaction  last  year  that  his  coining  again  will  be 
both  pleasurable  and  interesting  to  those  who  attend. 

Prof.  Dhonau  is  president  of  the  Cincinnati  College 
of  Embalming,  and  is  also  pathological  instructor  at 
the  Cincinnati  General  Hospital.  He  is  greatly  in- 

terested in  research  work,  and  the  students  have  a  treat 
in  store  for  them.  Embalming  nearly  all  the  bodies  of 
those  dying  in  the  hospital,  Prof.  Dhonau  has  since  last 

year's  convention  handled  1,008  cases. 
The  first  session  of  the  school  will  open  on  Tuesday, 

August  28th,  in  the  Anatomical  Building  of  Toronto 
University,  and  continue  throughout  the  week. 

The  Executive  can  arrange  to  have  students  spend 

two  .or  three  weeks'  time  with  some  Toronto  firm  to 
give  them  practical  knowledge  before  entering  into 
their  studies  with  Prof.  Dhonau. 

All  those  who  attend  the  School  will  have  the 
privilege  of  attending  the  Convention.  The  Lectures 
and  Demonstrations  will  be  helpful  to  the  new  as  well 
as  the  older  members. 

There  will  be  several  fresh  Cadavers  for  demon- 
stration purposes. 

THE  EXECUTIVE OFFICERS  FOR  1917 

ROBERT  NUGENT  - President 
N.  B.  COBBLEDICK Past  President 
F.    J.  McARTHUR 1  st  Vice-President 
NORMAN  L.  BRANDON 2nd  Vice-President 
A.   R.  COLTART Treasurer 
F.   W.  MATTHEWS Secretary 

All  who  intend  to  be  at  the  School  please  notify  the 
Secretary  as  soon  as  possible. 

The  Professor  wishes  everyone  who  purposes  at- 
tending the  School  to  be  in  attendance  the  first  morn- 

ing; those  who  do  not  will  be  the  losers. 

The  School  Program 

Tuesday,  August  28th — 
9  a.m.  Introductory  talk.  Visceral  anatomj^;  cerebro- 

spinal cavity  and  contents;  thoracic  cavity  and  contents; 
abdominal  cavity  and  contents.  With  demonstrations  ami 
l^ractieal  studies. 
2  p.m.  Special  work  in  visceral  anatomy,  including  demon- 

strations and  topographical  work. 

Wednesday,  August  29th — 
9  a.m.  The  circulatory  systems.  The  systemic  circulation; 
pulmonary  circulation;  portal  circulation;  foetal  circula- 

tion, tlieir  functions,  etc.  Capillary  and  collateral  circula- 
tions. New  studies  of  the  circulatory  systems  and  their 

significance  in  embalming. 
2  p.m.  The  eirculatorj^  systems.  The  systemic  circulation; 
the  aorta  artery  and  its  branches;  the  vena  cavae  and  their 
tributaries. 

Thursday,  August  30th — 
9  a.m.  General  review  and  special  work  in  all  branches 
covered  up  to  this  time.  Demonstrations  of  the  vessels 
used  in  embalming.  The  injection  of  fluid  and  removal  of 
blood — descriptive  and  operative. 
2  p.m.  Hygiene  and  public  health.  The  enibalmer  and  his 
work  of  conserving  the  health  of  himself  and  patrons; 
practical  studies  of  communicable  diseases,  and  the  methods 
used  in  rendering  them  safe.  Practical  studies  of  the 
materia  of  disinfection,  etc. 

Friday,  August  31st — 
General  review;  special  information;  examination  practice. 
Any  other  work  necessary  to  accomplish  the  purpose  for 
which  the  C.  E.  A.  School  was  organized. 

SPECIAL  NOTICE — Students  should  report  to  the  sessional  financial 
secretary  as  early  as  possible  Tuesday  morning,  August  28th,  in  the 
Anatomical  wing  of  the  Biological  Building  of  Toronto  University. 
Students  should  come  prepared  with  blank  books  suitable  for  taking 
note.s  and  preparing  drawings. 

The  Convention  Program 

TUESDAY,  SEPTEMBER  4TH 

The  Officers  will  receive  members  at  9  a.m.  to  10.30  a.m. 

10.30  a.m. — Prof.  Chas.  0.  Dhonau  will  give  a  short  in- 
troductory talk,  covering  the  subject  of  his  lec- 

tures and  demonstrations. 
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AFTERNOON  SESSION 

The  Secretary  will  be  present  at  1.30  p.m. 
1.30  to  2.30 — Open  to  give  members  of  our  Association 

an  opportunity  of  addressing  the  Convention  on 
any  subject  beneficial  to  the  profession. 

Following  this  discussion  a  short  talk  on  "Salesman- 
ship," will  be  given  by  one  of  the  officers  of  the Association. 

2.30 — President's  address. 
3  to  4.30 — Lecture  by  Prof.  Dhonau. 
The  mechanics  and  chemistry  of  blood  removal  with 

the  role  played  by  the  so-called  blood  solvents  in 

Come  along  and  try  for  some  of  the  beautiful 

trophies  donated  by  the  manufacturers.  Don't  miss 
this.     Come  along.     All  welcome. 

Following  the  games  we  will  adjourn  to  Hotel 

Manitou  for  dinner,  and  to  hear  "Deacon"  Henderson, 
in  his  own  inimitable  style,  address  the  gathering  in 
an  after-dinner  speech. 

During  and  after  dinner,  Charlie  Musgrave,  Bert 
Harvie  and  their  corps  of  assisting  artists  will  entertain 
with  mirth,  music  and  melody.  And  at  its  conclusion 
the  prizes  will  be  distributed,  and  the  result  of  the  eon- 
test  announced.     Be  sure  you  are  there. 

PROF.  CHAS.  O.  DHONAU. PRESIDENT  NUGENT. 

THE  BIG  THREE  OF  THIS  YEAR'S  CONVENTION. 

■DEACON"  HENDERSON 

the  process.     "The  spot  light  of  science  on  a  mis- 
understood operation.' 

The  professor's  work  will  all  be  presented  in  under- 
standable language,  and  demonstrations  will  be  made 

whenever  it  is  necessary  to  do  this  to  make  the  work 
more  valuable. 

WEDNESDAY,  SEPTEMBER  5TH 

9  a.m. — Secretary's  report.    Treasurer's  report. 
9.30  a.m. — Lecture  by  Prof.  Dhonau. 

The  art  of  embalming  reduced  to  a  science — an 
ideal.  "A  practical  study  of  what  has  been  ac- 

complished in  that  direction." 
Four  factors  in  embalming.  An  original  presenta- 

tion of  the  fluiil,  the  vascular  system,  intra-vaseular 
jiressure,  and  the  importance  of  fluid  quantity  in  their 
relative  roles  in  the  work  of  the  scientific  embalmer, 
based  on  experimental  research  work  by  the  lecturer. 

AFTERNOON 

Ball  Game,  Picnic,  "Deacon's"  Talk! 
Meet  at  1.30  at  Bay  St.  Dock! ! 

At  which  time  we  will  leave  on  Steamer  "Mayflower" 
for  Island  Park,  to  run  off  our  races  and  play  our 
games. 

THURSDAY,  SEPTEMBER  6TH 

9  a.m. — Reports  and  unfinished  business. 
10  a.m. — Lecture  by  Prof.  Dhonau. 

Firmness,  natural  rigor  mortis,  and  acquired  rigidity. 
An  original  presentation  of  the  chemistrj^  of  these  con- 

ditions based  on  the  experimental  research  work  done 
by  the  lecturer. 

11  a.m. — Election  of  officers  and  general  business. 
AFTERNOON  SESSION 

2  p.m. — Installation  of  officers  by  retiring  president, 
followed  by  conclusion  of  unfinished  business. 

3  p.m. — Concluding  lecture  by  Prof.  Dhonau. 
Question  Box,  and  such  special  work  as  may  be 
deemed  advisable. 

Big  Picnic  and  Dinner 

The  amusement  side  of  this  year's  convention  will 
be  the  big  picnic,  games,  dinner  and  entertainment,  on 
Wednesday  afternoon,  September  5. 

The  program  of  the  sports  for  Wednesday  after- 
noon, September  5th,  is  as  follows: 

1 — A  real  ball  game  between  the  Travellers  and  the 
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Funeral  Directors.  The  teams  will  be  captained 

by  Bob  Flint  and  Norman  Craig. 
2 —  100  yards,  open  to  members  under  25  years. 

1st"  prize — Case  of  Canicula  Embalming  Fluid. 
2nd  prize— Donated  by  St.  Thomas  Metallic  Vault 
3rd  prize — Box  of  cigars.  [Company. 

3 —  75  yards,  open  to  members  between  25  and  35  years. 

1st  prize — Door  drape,  donated  by  Central  Casket 
Company. 

2nd  prize — Bottle  of  Hydroform  and  quart  bottle 

Benzol  soap,  donated  by  H.  S.  Eckels  &  Co. 
3rd  prize — Box  of  cigars. 

4_Fat  Man's  Race,  200  pounds   or   over,    open  to 
members. 

1st  prize — Donated  by  Dominion  Manufacturers. 
2nd  prize — Donated  by  H.  L.  Godin. 
3rd  prize — Donated  by  D.  M.  Andrews. 

5— Ladies'  50  yards  dash — Open  to  wives  of  under- 
takers.    Prizes  donated  by  Elliott  Brothers, 

Prescott,  Ont. 

1st  prize — Lady's  tine  burial  robe. 
2nd  prize — Umbrella. 
3rd  prize — Hand  bag. 

6_(Special)  "Evel"  Handicap  Race,  75  yards,  open  to 
proprietors  actively  engaged  in  business.  Prizes 
donated  by  Evel  Casket  Co. 

1st  prize— Half  dozen  No.  OX  3930,  silver  handles; 
value  $7.75. 

2nd  prize — Lady's  silk  robe ;  value  $5.00. 
3rd  prize — Gent's  robe,  value  $3.00. 

7 — Assistants'  Race,  100  yards,  open  to  students  at 
this  year's  school. 

1st  prize — 24  months'  paid  up  subscription  to 
Canadian  Furniture  World  and  The  Undertaker. 

2nd  prize — 18  months    paid  up  subscription  to 
Canadian  Furniture  World  and  The  Undertaker. 

3rd  prize — 12  months'  paid  up  subscription  to 
Canadian  Furniture  World  and  The  Undertaker. 

Try  for  a  prize.    Come  to  the  picnic.    All  welcome. 
The  games  will  be  followed  by  dinner  at  Hotel  Mani- 

tou.     During  its  course,  musical  numbers  will  inter- 
sperse the  proceedings,  led    by    that    musical  man, 

Charlie  Musgrave.     Bert  Harvie  will  be  there,  too,  in 
character  songs  and  sayings,  and  Jack  Kelly,  with  his 

funny  dolls,  will  sing,  "Has  Anybody  Here  Seen  Kelly 
—Like  Kelly  Did." 

There  will  be  several  fresh  Cadavers  for  demonstra- 
tion purposes. 

All  who  intend  to  be  at  the  School  should  notify  the 
secretary  as  soon  as  possible. 

Why  You  Should  Come 

THERE  are  so  many  features  to  this  year's  Con- vention that  it  is  advisable  for  merab:'rs  to  make 
early  arrangements  to  be  present.     Be  sure  to 

take  in  the  picnic  and  games,  on  Wednesday  afternoon. 
Every  member  in  good  standing  as  he  registers  nt 

Convention  Hall  will  receive  a  complim'^nt"ry  ticket, 
entitling  him  to  all  the  privileges  of  the  pi^-  i'^,  games, dinner  and  entertainment. 

Get  in  on  the  Drawing^  Contest 

Besides,  he  will  receive,  as  he  registers,  a  ticket  en- 
titling him  to  a  guess  in  the  drawing  contest  for  a 

Champion  Adjustable  Cooling  Board,  presented  by  the 
(/hampion  Chemical  Co.  This  ticket  should  be  handed 

in  at  the  Champion  Co.'s  exhibit,  116  King  St.  W., 
(opposite  Prince  George  Hotel).  Announcement  of 
the  winner  will  be  made  after  dinner,  on  picnic  day. 

The  Champion  Cooling  Board  is  one  of  the  newest  of 

the  Champion  Chemical  Co.'s  productions,  and  the  one 
presented  is  the  first  to  be  brought  into  Canada.  It, 
is  mounted  on  wheels,  has  adjustable  head  and  foot 
rests,  can  be  folded  into  small  space,  and  operated  by 
one  man. 

Nova  Scotia  Directors'  Convention 
President  G.  E.  Nichols,  of  the  Nova  Scotia  Funeral 

Directors  Association,  has  issued  his  call  for  the  an- 
nual meeting  of  that  organization,  which  will  be  held 

at  Halifax,  on  August  14,  15  and  16.  The  various  ses- 

sions will  be  held  in  Snow  &  Co.'s  parlors,  Argyle  St. 
The  program  as  arranged  is  one  of  the  best  in  the 

history  of  the  Association.  Prof.  C.  F.  Moadinger, 
New  York,  will  be  the  lecturer  and  demonstrator.  The 
professor  has  lectured  before  the  National  Association 
of  the  U.  S.,  and  is  at  the  present  time  chairman  of  the 
N.  Y.  State  Board  of  Embalming  Examiners. 

One  of  the  special  features  will  be  a  showing  of  The 

Casket's  educational  moving  pictures,  which  will  be 
run  of?  during  the  morning  of  one  of  the  convention 
days,  and  which  will  show  demi-surgery,  funerals  con- 

ducted by  leading  undertakers  of  America,  and  fun- 
erals conducted  in  foreign  climes. 

The  neat  little  program  gotten  out  by  the  officers, 
reflects  great  credit  on  their  initiative  endeavors. 

Assisting  the  president  are  Vice-President  A.  W.  Mur- 
ray, Sgt.-at-Arms  Joseph  Spencer,  Chaplain  J.  A. 

Logan,  and  Sec.-Treas.  Cecil  E.  Zink. 

FUNERAL  DIRECTOR'S  SON  INJURED 
Chas.  C.  Nichols,  son  of  G.  E.  Nichols,  manager  for 

James  Ross,  funeral  director  at  New  Glasgow,  N.S.,  and 
president  of  the  Nova  Scotia  Funeral  Directors 
Association,  had  the  misfortune  to  have  his  hand  badly 
injured  at  the  Steel  Furnishing  Works  in  his  home 
town  on  July  9.  The  injury  was  caused  by  a  machine 
that  has  been  fatal  to  the  finger  tips  of  ten  boys  during 

the  past  year  or  so.  Young  Nichols  is  sixteen  years  oL" age,  and  is  full  of  patriotic  fervor,  and  some  months 
ago  tried  to  enlist,  but  could  not  on  account  of  his  age. 
He  is  a  school  boy,  and  one  of  the  best  members  of  the 
Cadet  Corps.  For  the  past  six  weeks  he  has  been 

working  on  his  uncle's  farm  at  Annapolis,  and  just 
came  back  and  went  to  work  to  do  his  bit  during  vaca- 

tion. He  was  particularly  fond  of  music,  and  had 
spent  much  time  in  practising  pianoforte  which  he  will 
now  have  to  abandon.  His  father,  G.  E.  Nichols,  is  of 

the  opinion  that  the  machine  was  unsafe. 

Hotel  Mcvnitou,  Centre  Island,  wliero  dimiev  and  picnic  will  be  held, 
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Hints  and  Helps  for  the  Embalmer 

By  Howard  S.  Eckels,  Ph.G. 
Dean  of  Eckels'  College  of  Embalming,  Philadelphia,  Pa. 

Written  for  Canadian  Furniture  World  and  The  Undertaker. 

A  correspondent  writes  from  Vermont  to  relate  that 

recently  he  was  called  upon  to  disinfect  a  room  in 
which  there  had  been  a  death  from  a  contagious 

disease;  that  he  used  the  Permanganate  of  Potash 
method  and  that  the  heat  was  pouring  into  the  room 

so  that  when  he  was  through,  the  temperature  was  high 

enough  to  make  conditions  ideal  for  disinfection. 

Fortunately,  he  says,  he  tested  his  work  with  the 
assistance  of  the  State  Board  of  Health  and  found  that 
he  had  not  succeeded  in  destroying  the  germs,  although 

he  used  an  even  larger  portion  of  the  mixture  than  the 

cubic  contents  of  the  room  would  seem  to  have  de- 
manded. 

I  do  not  consider  the  Permanganate  of  Potash  com- 

pound as  effective  as  the  Formochloral  Gaseous  disin- 
fectant, but  either,  I  am  afraid,  would  have  been  un- 

able to  disinfect  a  room  into  which  dry  heat  was  con- 

stantly pouring.  Moisture  as  well  as  warmth  is  essen- 

tial. One  of  the  first  rules  of  disinfection  is,  to  "stop- 
up"  the  stove-pipe  hole,  if  there  is  one  in  the  room,  or 

New  Sayers  &  Scovill  motor  hearse  added  to  the  equipment  of  the F.  W.  Matthews  Co.,  Toronto. 

to  carefully  seal  the  register,  if  the  room  is  heated  with 
hot-air.  This  is  necessary  for  two  reasons :  First,  the 
atmosphere  must  contain  a  certain  element  of  moisture 
which  dry  furnace  heat  soon  would  destroy.  Second, 
it  creates  an  air  blast  which  will  force  the  disinfecting 
gases  out  of  the  room  through  the  smallest  crevices. 

The  next  time,  if  our  Vermont  friend  will  observe 
these  precautions,  I  will  be  willing  to  gamble  on  the 
result. 

*   *  * 

A  friend  from"  Texas  (Waco)  writes:  "I  have  been 
having  fine  success  with  the  axillary  method,  but  the 
other  day  had  a  case  where  results  were  not  satisfac- 

tory. Here  are  the  facts :  Body  average  size,  dead  of 
liver  trouble,  embalmed  by  axillary  artery  eight  hours 
later.  Buried  next  day,  but  one.  Preservation  was 
first-class,  but  face  was  somewhat  discolored.  I  took 
away  as  much  blood  as  I  injected  fluid.  What  was 

the  trouble?" 
Liver  cases  are  among  the  most  difficult  with  which 

the  embalmer  who  is  jealous  of  his  reputation  has  to 
deal,  since  they  present  unusual  obstacles  to  cosmetic 
effect.  To  overcome  them  I  would  recommend  in  many 

cases,  the  method  I  have  devised  for  jaundice  eases,  a3 
follows:  Raising  the  carotid  arteries  and  injecting  up 
into  the  face,  into  each  one  of  them,  about  six  ounces 
of  pure,  clear  water.  Then  using  eight  ounces  of 
peroxide  fluid  with  an  equal  quantity  of  water,  making 
a  pint,  and  injecting  this  up  into  the  carotid  arteries, 
eight  ounces  on  either  side  of  the  face.  Then  inject- 

ing the  same  fluid  in  its  full  strength  through  one  caro- 
tid artery  towards  the  body.  Drain  the  axillary  vein, 

starting  it  to  drain  even  before  injecting  the  carotid 
arteries. 

In  extremely  difficult  and  badly  discolored  cases  this 
will  be  found  a  very  efficacious  treatment,  even  aside 
from  the  bleaching  effect  of  the  peroxide  of  hydrogen. 

*   *  * 
Embalming  Hints 

"How  can  the  embalmer  distinguish  the  artery  from 

the  vein?" 
I  note  that  elsewhere  in  your  letter  you  say  that  if 

the  embalmer  were  to  place  an  arterial  tube  in  a  vein 
the  fluid  seldom  would  flow.  Now,  if  this  were  true, 

the  embalmer  would,  in  the  majority  of  cases,  by  mak- 
ing such  test,  prove  that  if  the  arterial  tube  was  in  any 

blood  vessel,  which  could  readily  be  injected  into,  that 
this  must  be  the  artery.  The  fact  is,  that  this  is  not 
the  case  because  fluid  injected  in  the  vein  towards  the 
heart  would  flow  as  easily  as  though  the  artery  were 
being  injected. 

It  is  only  when  we  reverse  the  arterial  tube  in  the 
vein,  injecting  into  the  vein  towards  the  hand,  that  it 
is  difficult  to  inject  fluid.  Therefore  this  is  one  of  the 
most  satisfactory  tests  to  distinguish  the  artery  from 
the  vein. 

Fluid  will  flow  in  the  brachial  or  axillary  artery 
when  injected  towards  the  hand  and  its  circulation 
through  the  tissue  shows  up  very  promptly.  Hence, 
whenever  the  embalmer  is  in  doubt  whether  he  has 

the  vein  or  the  artery,  this  test  is  one  of  the  most  satis- 
factory and  certain  tests  that  he  can  apply. 

TRIO  OF  MOTOR  ACCIDENTS 

It  is  not  only  a  peci'iliar  coincidence  that  three 
motor  accidents  should  occur  in  less  than  that  number 
of  weeks  involving  the  firm  of  Jos.  C.  Wray  Bro.,  Mon 
treal,  wherein  one  of  their  Winton  Six  ambulances  on 

a  hurry-up  call,  ran  over  a  motor  cyclist,  whose  ma- 
chine skidded  in  a  turn  on  wet  pavement ;  and  the 

demolishing  of  a  second  ambulance  by  a  tramway  ear, 
whose  motorman  lost  control ;  and  the  running  doAvn 
of  Jos.  C.  Wray,  pedestrian,  July  16,  by  a  speeding 
autoist,  but  the  thing  that  makes  these  regretable  en- 

tanglements doubly  noticeable  is  the  fact  that  in  the 
first  accidept  the  ambulance  passed  over  the  cyclist 

without  touching  him,  and  he  received  little  mort' 
than  a  bruise  from  his  fall;  in  the  second  accident  no 
one  was  injured,  and  in  ten  days  the  conveyance  had 
been  rebuilt  and  ready  for  duty ;  and  in  the  last  ac- 

cident Mr.  Wray,  who  was  thought  to  be  seriously  in- 
jured, proved  to  be  slightly  shocked  and  bruised,  hav- 

ing a  small  scalp  woimd  on  the  head,  and  from  latest 
reports  is  resting  at  the  farm,  and  feeling  (juite  subtle 

again. 

Sulphur  is  a  most  effective  agent  in  fumigating 
rooms  where  fleas,  bedbugs,  flies,  moths,  or  other 
animal  parasites  are  the  offending  material,  other  than 
the  vegetable  organisms  known  as  bacteria. 
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SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 

CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 

and  why  YOU  Should  Use  It! 

It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 

portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 

balming Fluid. 

We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 

balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 

tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 

which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 

sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 

Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 

H.  S.  ECKELS  &  COMPANY 

221  FERN  AVENUE 

TORONTO,  ONTARIO,  CANADA 

A.  B.  GREER  &  SON   -   LONDON,  ONTARIO 

Manufacturers  of 

Motor  and  Horse- 
Drawn  Funeral 

Vehicles. 

Combination  Hearse  and  Undertaker's  Wagon  mounted  on  extended  Ford  Chassis 
Sold  to  F.  C.  KILBREATH  &  SON,  SARNIA,  ONT. 
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MANUFACTURER  KNOWN  TO  PROFESSION 

Successful  as  a  manufacturer ;  successful  as  an  or- 
ganizer of  big  enterprises;  as  a  promoter  of  a  new  and 

untried  im-ention ;  as  a  banker,  as  a  financier,  as  a 
citizen,  as  a  social  and  philanthropic  leader,  John  Max- 

well may  well  be  considered  a  thoroughgoing  success 
in  life.  One  of  the  best  known  men  in  the  casket 
manufacturing  industry,  he  left  that  to  become  equally 
well  known  as  the  president  of  the  Maxwell  Steel  Vault 
Company,  of  Oneida,  N.Y.,  and  as  the  perfector  and 
developer  of  the  Maxwell  vaults  and  shipping  cases. 

■  Mr.  Maxwell  was  born  at  Lyndon,  N.Y.,  in  1845.  His 
first  notcAvorthy  business  experience  was  in  the  mold- 

ing business,  and  in  1873,  he  was  superintendent  of  the 
Empire  Molding  Works,  of  Rochester.  The  year  fol- 

lowing he  entered  the  casket  making  indiistry,  and 
opened  a  manufacturing  plant  in  Rochester.  In  1879, 
he  removed  his  plant  to  Oneida.  It  was  at  that  time 
that  Mr.  Maxwell  organized  the  Chappell,  Chase  & 
Maxwell  Company. 

In  1890  this  company  consolidated  with  the  Stein 
Mfg.  Co.,  Rochester,  and  the  Hamilton,  Lemmon  & 
Arnold  Co..  of  Allegheny,  Pa.,  and  thus  was  organized 
the  National  Casket  Co.  Mr.  Maxwell  retained  the 
management  of  the  Oneida  branch  of  this  big  company 
until  1908,  when  he  retired  from  the  casket  industry. 

In  1906  Mr.  Maxwell  perfected  the  original  designs 
for  and  began  the  manufacture  of  the  Maxwell  steel 
burial  vault,  since  which  time  he  has  devoted  himself  to 
the  perfecting  of  Maxwell  goods  and  the  developing  of 
the  steel  vault  business.  Being  one  of  the  pioneers  in 
the  casket  industry,  Mr.  Maxwell  was  enabled  to 
recognize  and  supply  the  requirements  of  the  trade. 

John  Maxwell  has  also  been  active  in  other  indus- 
trial and  financial  organizations.  In  1887  he  promoted 

and  organized  the  Oneida  Savings  &  Building  &  Loan 
Association,  of  which  he  was  president  for  seven  years. 
This  association  has  been  the  means  through  which 
many  of  the  citizens  of  Oneida  have  secured  their 
homes.  It  has  been  a  source  of  much  social  and  civic 
well  being.  In  1913,  he,  with  other  leading  citizens  of 
Oneida,  organized  the  Madison  County  Trust  &  Deposit 
Co.,  with  a  capital  of  $100,000,  and  a  paid-in  surplus  of 
$50,000.  He  is  a  director  and  first  vice-president  of 
this  institution,  which  has  met  with  remarkable  success, 
and  has  been  the  means  of  making  Oneida  the  banking 
and  financial  centre  for  central  New  York  state.  Assets 

of  the  institution  during  the  three  years  since  its  or- 
ganization have  grown  from  $150,000  to  $1,450,000. 

while  the  deposits  have  increased  from  nothing  to 
$1,300,000. 

In  addition  to  these  commercial  and  financial  enter- 
prises, Mr.  Maxwell  has  always  been  an  enthusiastic 

and  liberal  supporter  of  the  churches,  charities  and  all 
movements  for  the  public  good.  No  worthy  cause  has 
ever  sought  his  aid  in  vain.  He  has  never  sought 
political  honors,  but  it  may  justly  be  said  that  his 
opinion  upon  any  subject  of  public  policy  has  great 
weight  in  the  community. 

READY  FOR  THE  PARSON  AND  DEACON 

Two  little  nigger  boys  were  stealing  walnuts  in 
private  grounds.  One  was  up  the  tree,  shaking  the 
walnuts  down  and  the  other  gathering  them  up.  After 
the  one  had  come  down  and  they  had  gathered  all  the 

walnuts  up,  one  said  to  the  other:  "Now,  let's  go  to 
some  quiet  spot  and  divide  them  up  evenly." 

So  they  trotted  up  the  street  until  they  came  to  an 

old  cemetery  that  had  a  stone  fence  around  it.  Think- 

ing this  a  quiet  spot  they  jumped  over  the  fence,  but 
in  jumping  over  one  dropped  two  walnuts.  Soon  an 
old  parson  was  coming  down  the  street  and  hearing 
strange  voices  in  the  cemetery  he  came  over  to  the 

wall  and  this  is  what  he  heard:  "Now,  you  take  this 
one  and  I'll  take  this  one — now  you  take  this  one 
and  I'll  take  this  one,"  and  so  on.  He  clampered 
down  the  road  as  fast  as  he  could  go  until  he  met  one 
of  the  church  deacons  who  asked  him  what  the  trouble 

was.  The  old  parson  said,  "My  dear  sir,  the  old  world 
is  surely  coming  to  an  end.  The  Lord  and  the  Dibbil 

am  up  in  the  cemetery  dividing  up  the  dead." 
"That  can't  be  so,"  said  the  deacon,  so  the  parson 

insisted  on  the  two  going  back  to  make  positive.  Soon 

they  got  there  and  heard,  "Now,  you  take  this  one  and 
I'll  take  this  one,"  etc.,  until  finally  the  boys  had  them 
all  divided  evenly,  when  one  said  to  the  other:  "Now 
we  will  jump  over  the  fence  and  get  the  other  two." 

CHAMPION  EXHIBIT  OF  CHAMPION  GOODS 

The  Champion  Chemical  Company  will  display  a 
complete  line  of  supplies,  elaborately  arranged,  at  their 
former  stand.  North  American  Life  Building,  116  King 
West,  where  Dr.  Gr.  W.  Ferguson,  Canadian  manager, 

will  be  on  hand  to  welcome  visitors  to  the  "Cozy 
Corner."  Mrs.  Ferguson,  as  registrar,  will  receive  all 
tickets  given  out  by  Fred  Matthews,  for  the  grand 
prize  to  be  presented  to  the  funeral  director  holding 
the  lucky  number. 

SARNIA  UNDERTAKERS  INSTAL  NEW  HEARSE 

One  of  the  finest  auto  hearses  manufactured  by  A. 
B.  Greer  &  Son,  London,  has  just  been  completed  and 
delivered  to  Messrs.  Phippen  &  Simpson.  Sarnia.  It 
has  the  latest  equipment  that  the  designers  of  America 
have  brought  forward,  and  the  body  is  put  on  a  new 
Studebaker  chassis,  built  especially  for  this  class  of 
work.  The  beautiful  carved  panels  are  of  exquisite 
design  and  the  symmetry  is  carried  out  perfectly  and 
nothing  apparently  is  overdone.  The  interior  of  the 
hearse  is  Circassian  walnut  of  excellent  grain,  and  al- 

together the  hearse  is  a  fine  specimen.  Both  Messrs. 
Phippen  &  Simpson,  as  well  as  the  manufacturers,  are 
proud  of  this  production. 

INJURED  IN  FRANCE 

Lieut.  A.  H.  Ellis,  son  of  Harry  Ellis,  undertaker,  of 
Toronto,  was  injured  in  a  motor  cycle  accident  behind 
the  firing  line  in  France,  recently.  Lieut.  Ellis  went 
overseas  with  the  Royal  Flying  Corps,  but  secured  a 
transfer  to  the  Mechanical  Transport,  where  he  acted 
as  inspector  of  motor  ambulances.  It  was  while  on 
his  rounds  of  duty  that  he  met  with  his  accident,  col- 

liding with  a  big  limousine.  He  was  hurled  to  the 
roadway,  sustaining  cuts  on  both  legs  and  an  injury 
to  his  spinal  column.     He  is  now  in  hospital  in  France. 

Rogers  &  Burney,  Ottawa,  have  added  a  new  Frank- 
lin ambulance  to  their  equipment. 

Wm.  Speers,  West  Toronto,  has  added  a  new  motor 
hearse  to  his  e(|uipment.  It  was  built  by  Wm.  H. 
Wattman,  Toronto,  and  is  a  splendid  ear. 

You  have  heard  of  the  woman  who  was  shot  between 
the  kitchen  and  the  woodshed.  But  the  Erie  Dispatch 
recently  went  that  story  one  better  like  this : 
"The  woman's  body  was  found  with  two  bullet 

wounds  in  the  bath-tub." — Associated  Advertising. 

III"!  .'I'l  I' 
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OFFERS  SERVICES  TO  PROFESSION 

Frank  Hogan,  who  for  several  years  has  been  well 
known  to  the  funeral  direction  profession  of  Ontario, 
and  more  recently  has  been  with  the  F.  W.  Matthews 
Co.,  Toronto,  has  opened  an  office  for  himself  in  the 
Arlington  Hotel,  Toronto,  where  he  will  place  his  pro- 

fessional services  in  embalming,  at  the  disposal  of 
funeral  directors  and  undertakers.  He  will  not  un- 

dertake to  conduct  funerals,  but  will  do  first  call  work, 

demi-surgery,  etc.,  and  act  as  first  assistant  for  under- 
takers needing  his  serves,  at  a  nominal  fee. 

While  this  work  is  something  new  in  Canada,  it  has 
been  practiced  in  the  United  States  for  some  years.  Mr. 
Hogan  holds  two  diplomas,  being  a  graduate  of  the 

Amei'ican  College  of  Anatomy,  Philadelphia,  and  a 
j)ost  graduate  of  the  University  of  Michigan. 

Besides,  he  has  licenses  granted  him  in  Ontario, 
New  York,  New  Jersey  and  Pennsylvania.  Before 
coining  to  Ontario  some  years  ago,  Mr.  Hogan  had  ex 
pericnce  in  New  York  City  and  State,  besides  some  of 
the  large  centres  of  New  Jersey. 

In  addition  to  his  professional  calls  Mr.  Hogan  in- 
tends taking  under  instruction  a  limited  number  of 

pupils  in  embalming,  and  will  give  them  both  the 
theoretical  and  practical  sides  of  the  profession. 

EXAMINATION  FOR  EMBALMERS  LICENSES 

A  special  meeting  of  the  Board  of  Examiners  was 
held  at  the  Parliament  Buildings,  Toronto,  on  Thurs- 

day, July  26,  to  discuss  and  arrange  for  the  semi- 
annual examination  of  candidates  for  embalmers' 

licenses  at  the  close  of  the  coming  C.  E.  A.  convention. 
The  examinations  will  be  held  in  the  Anatomical 

building  of  Toronto  University,  on  Friday  morning, 

September  7.  Candidates  wishing  to  take  the  ex- 
amination should  apply  to  the  secretary,  T.  E.  Simp- 

son, Sault  Ste.  Marie,  Ont.,  not  later  than  September  1. 

DOMINION  MANUFACTURERS  IN  WEST 

The  Imperial  Trust  Co.,  as  trustee,  has  advertised  a 
meeting  on  July  27,  of  Dominion  Manufacturers,  Ltd., 
at  Montreal,  to  consider  the  closing  and  sale  of  the 

company's  branch  factory  at  Prescott,  Ont.,  and  the 
purchase  and  opening  of  a  factory  at  Winnipeg. 

PROFESSIONAL  NOTES 

The  Washington,  Fleury  Burial  Co.,  of  Toronto,  has 
recently  been  registered. 

B.  L.  Maybee,  furniture  dealer  and  undertaker  at 
Tottenham,  Ont.,  died  recently. 

Robillard  &  Lemieux,  undertakers,  of  Montreal,  have 
recently  dissolved. 

Fred  Wray,  290  Mountain,  Montreal,  lately  pur- 
chased the  farm  at  Strathmore,  14  miles  west  of  that 

city,  formerly  known  as  "Aqua  Vista,"  (Water  View). 
This  is  a  beautiful  place,  several  acres  of  which  is  on 
the  water  front  of  Lake  St.  Louis,  where  the  shores  at 
this  point  are  noted  for  their  admirable  stone,  large  oak 
and  maple  trees,  together  with  the  rarest  clinging  vines 
and  many  berry  bushes.  After  a  few  alterations  and 
added  decorations  by  the  landscape  artist.  Mr.  and 
Mrs.  Wray  and  the  ei^ht  younger  Wrays,  will  remove 
from  the  Beaconfield  summer  home  to  this  enviable 

country  place,  where  the  name  is  to  be  changed — most 
probably  to  ̂ a  phrase  meaning,  "An  Ideal  Spot  for 

Our  Family." 

New  auto  hearse  built  for  Pliippen  &  Simpson,  Sarnia,  Ont.,  by  A.  B.  Greer  &  Son,  London. 
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"BAKE"  IN  A  NEW  ROLE 

I  suppose  we  should  write  "role"  as  "roll,"  seeing 
that  it  is  into  the  restaurant  business  Baker  has  gradu- 

ated. At  any  rate  everybody  knows  "Baker,"  until 
recently  with  the  P.  W.  Matthews  Co.,  and  for  three 
years  past  registrar  at  the  C.  E.  A.  convention. 
Norman,  as  he  was  christened,  but  which  name  he  is 
seldom  called,  at  the  call  of  his  country  Avent  into  the 
making  of  munitions,  and  later  still  has  opened  up  a 
first-class  restaurant  at  143  Yonge  Street,  up-stairs. 

Norman  Baker 
Who  has  given  up  embalming  for  catering to  the  inner  man. 

He  calls  it  the  "Pekin,"  and  invites  all  his  old  friends 
in  the  C.  E.  A.  who  come  to  the  convention,  or  are  in 

town  at  any  time,  to  come  and  "peek-in"  at  him. 
As  "chop  suey"  is  a  long  suit  at  the  Pekin,  embalm- 

ers  are  asked  when  ordering  to  distinctly  call  the  order 
by  number  on  the  bill-of-fare.  There  can  then  be  no 

mistake  that  Doc  Ferguson's  fluid  will  be  served.  Mr. 
Baker's  restaurant  is  one  of  the  best  in  Toronto,  and  in 
its  own  particular  line  stands  in  a  class  by  itself.  It 
is  spotlessly  clean,  and  is  served  by  a  corps  of  white 
uniformed  Chinese  boys,  who  move  about  quickly  and 
noiselessly.  Regular  meals  are  served  at  popular 
prices.   

U.  Bourgie,  Ltd.,  Montreal, 
poration  as  funeral  directors. 

are  applying  for  incor- 

EMBALMING  CORPS  FOR  THE  FRONT 

A  movement  is  on  foot  in  the  U.  S.  to  raise  a  corps  of 
embalmers  for  professional  service  at  the  front  in 
France,  and  an  oifer  has  been  made  to  give  the  quarter- 

master general  of  the  army  such  an  auxiliary  service. 
H.  S.  Eckels  is  the  man  behind  the  movement,  which  is 
known  as  the  American  Purple  Cross  Association.  The 
matter  has  come  before  the  Military  Affairs  Committee 

of  Congress,  and  a  bill  has  been  prepared  for  presenta- 
tion before  the  House  of  Representatives.  The  same 

bill  has  been  introduced  into  the  Senate  by  Senator 
Walcott,  of  Delaware. 

The  Association  has  received  Governmental  recogni- 
tion, and  it  is  the  flrst  time  that  a  burial  and  embalm- 

ing unit  has  been  formed  as  part  of  the  U.  S.  army. 
The  passage  of  the  Purple  Cross  bill  by  Congress  will 
authorize  the  ac&eptance  of  the  service  of  a  trained, 
experienced  and  expert  body  of  scientific  embalmers 
in  addition  to  those  in  the  Government  service,  just  as 
the  Red  Cross  supplements  the  work  of  the  medical 

department. 
Many  governors  of  the  various  states  have  endorsed 

the  movement,  as  have  the  Pennsylvania  legislature, 
and  the  funeral  directors  associations  of  New  Hamp- 

shire, Pennsylvania,  W.  Virginia,  and  Arkansas.  The 
State  Board  of  Maryland  has  called  upon  Congress 
to  enact  the  bill,  and  every  undertaker  in  the  country 
has  been  urged  to  write  to  his  representative  senators 
and  congressmen,  urging  the  passage  of  the  bill. 

In  addition  to  this  there  is  a  proposition  to  raise  a 
corps  of  25  embalmers  in  Canada,  as  a  unit  in  the  U.  S. 
Purple  Cross  division. 

JOINS  THE  MATTHEWS  STAFF 

A  new  member  has  joined  the  staff  of  the  F.  "W. Matthews  Co.,  Toronto,  in  the  person  of  J.  W.  Lodge, 

an  experienced  embalmer  from  Boston.-  Mr.  Lodge 
is  an  Englishman  by  birth,  who  lived  for  several  years 
in  the  U.  S.  When  the  war  broke  out  he  crossed  the 
border  and  enlisted  for  active  service  Avith  the  26th 
New  Brunswick  Batt.,  going  overseas  with  the  second 
contingent.  He  served  18  months  in  the  trenches  and 
was  wounded  twice,  receiving  his  discharge  recently. 

Mr.  Matthews  was  glad  for  both  professional  and 
patriotic  reasons  to  make  a  place  for  Mr.  Lodge,  who 
is  an  experienced  embalmer. 

■^EVV  auto  hearse added  by  Wm. 
Speers,  WestToronto, 
to  his  equipment. 
Built  by  Wm.  H. 
Wattman  Car  &  Body 
Co.,  Toronto. 
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ONTARIO 

Bobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 
Morris  &  Son,  L.  'Phone  10. 

Burks  Falls — 

Hilliar,  Joseph.    Box  *213. 
Coboconk — 

Greenley,  A. 

Dorchester,  Ont. — 
Logan,  E.  A.     'Phone  2107. 

Dungannon — 
Sproul,  William 

Dimnville — 
D.  P.  Fry.    'Phone  68. 

Elmira — 
Dreisinger,  Chris. 

Hamilton — 
Blachford  &  Sons, 

57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J.  H.  &  Co., 

19-21  John  St.  N. 

Huntsville — Hilliar,  Joseph. 

IngersoU — Melntyres. 
F.  W.  Keeler  and  R.  A. 
Skinner,  props. 

Kemptville — 
MeCaughey,  Geo.  A. 

Kingston — Corbett,  S.  S. 
Reid,  Jas.,  254  Princess  St. 

London — 
Ferguson 's  Sons,  John 

174  to  180  King  St. 

Orillia — W.  A.  Strachan, 
Successor  to 

H.  A.  Bingham. 
Phone  453. 

D.  Clark.    Tel.  159. 
Mundell,  J.  A.     Phone  126. 

150  Mississaga  St. 

Oshawa — Disney  Bros. 
Luke  Burial  Co. 

Port  Perry — 
Disney,  R.  S. 

Schomberg — F.  Skinner. 

St.  Catharines — Grobb  Bros. 
144-14C  St.  Paul  St. 

St.  Thomas — William,  P.  R.,  &  Sons,  519 
Talbot  St. 

Stirling — Ralph,   Jas.        Phone  1011. 

Stratford — Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 

Toronto — Cobblediek,    N.    B.,  2068 
Queen  'St.  East  and  1508 Danforth  Ave.  Private 
Ambulance. 

J.  A.  Humphrey  &  Son, 
463  Church  St. 

Washington,   Fleurv  Burial 
Co.,  685  Queen  'St.  E. J.  C.  Van  Camp, 
30  Bloor  St.  W. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Thedford — Woodhall,  J.  B. 

Wallaceburg — 
Cousins,  Burlington  &  Saint. 

Welland— 
Patterson  &  Dart 
Sutherland,  G.  W. 

Woodstock — Mack,  Paul. 

Whitby— Nicholson  &  Seldon. 

QUEBEC 
Montreal — Tees  &  Co.,  912  St.  Catherine 

St.  West. 

NEW  BRUNSWICK 

Moncton — Tuttle  Bros.,  164  Lutz  St. 

St.  John— Fitzpatriek  Bros. 100  Waterloo  St. 

MANITOBA 

Brandon — Campbell  &  CampTjell. 

Dauphin — 
Farrell,  A.  F. 

Winnipeg — Clark-Leatherdale  Co.  Ltd. 
232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — Broadfoot  Bros. 

Saskatoon — Young,  A.  E. 

The  Original 

Patented 

Concentrated 

Fluid 

Patented  Formula 
Stroneest  and  Best 

Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 

ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Fonnala 

Special  Canadian  Agents 

National  Casket  Co. 
Toronto,  Ont. 

GLOBE  CASKET  CO. 
London,  Ont. 

SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 

GIRARD  &  GODIN 
Three  Rivers,  Que. 

JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 

CHRISTIE  BROS. 
Amherst,  N.S. Larger  Bottles  filled  op  with  wat. 

Egyptian  Chemical  Co.  Boston,  U.S.A 

READ  WHAT  OTHERS  SAY  ABOUT 

C 

A  R  A  N  A 

EMBALMING  FLUID C 

W,  M.  Armstrong       Tel.  Uptown  1954       W.  G.  Armstrong 

G.  ARMSTRONG  8c  CO. 
ESTABLISHED  -  SIXTY  YEARS 

I^UNDERTAKERS    EMBALMERS  1l 
Personal  Attendance 

6  PARK  AVE..— Near  Sherbrooke  St. 
MONTREAL 

The  CaranaC  Laboratory, 
Peterborough,  Onl. 

Gentlemen : 

Our  repeated  orders  niust  convince  you  that  we  are 
highly  pleased  with  CaranaC  Embalming  Fluid. 

We  have  put  CaranaC  to  some  very  severe  tests, 
and  it  has  not  been  found  wanting. 

Wishing  you  every  success,  we  remain, 
Yours  respectfully, 

G.  ARMSTRONG  &  CO. 
Per  W.  G.  Armilrong 

CARANAC  LABORATORY 

PETERBOROUGH,  ONT.,  CANADA 
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Walter  &  Co.,  B  i.f.e. 

For  Sale 

Wanted 

TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-f  ive  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 

UNDERWOOD  TYPF.WKITERS— Thoroughly  rebuilt,  look  like 
new,  wear  like  new.  Guaranteed  five  years.  Less  than  one- 
half  manufacturers  prices.  Free  inspection,  and  sold  for 
cash  or  i>ayments.  Send  for  proposition  and  protect  your- 

self with  "opies  of  letters  and  orders  written.  Address, 
Arthur  O.  Secord  Co.,  Limited,  Dept.  6,  Brantford,  Ontario. 

FOR  SAIiE — Beautiful  new  up-to-date  motor  hearse,  mounted 
on  6-cylinder  White  chassis,  for  sale.  Apply  Fitzsimmons 
Body  Works,  Lindsay,  Ont.,  manufacturers  of  motor  ambul- 

ances, hearses,  limousines  and  special  bodies. 

FOR  SALE — Furniture  and  Undertaking  establishment  in 
Western  Ontario.  Large  country  trade,  and  everything  up 
to-date.    Apply  to  Box  35  Canadian  Furniture  World.  j-a 

FOR  SALE — Furniture  and  Undertaking  establishment  in 
Western  Ontario.  Business  in  good  condition.  Best  reasons 
for  selling.  Apply  Box  38  Canadian  Furniture  World, 
Toronto.  -a 

WANTED — Salesman  wanted  to  handle  in  Eastern  Canada,  one 
of  the  leailing  lines  of  high-grade  baby  carriages,  go-carts,, 
children's  veloeijjedes,  doll  carts,  etc.,  manufactured  in  the 
T'^nited  States.  Must  be  able  to  sell  the  best  and  largest trade.  Address,  stating  age,  experience  in  selling  baby 
carriages,  references,  and  stating  what  other  lines  you  are 
now  selling.    Apply  Box  40  Canadian  Furniture  World,  -as 

WANTED — Second-hand  lowering  device,  ambulance  basket 
and  motor  hearse.  Must  be  reasonably  priced  and  in  good 
repair.  Send  ))hotographs  and  full  description.  Address, 
Jamieson  &  Co.,  Hanna,  Alta. 

Examination. 
-By- 

The  Board  of  Examiners 

—To  be  Held  at - 

Toronto,  Friday,  Sept.  7th,  1917 

The  Government  Board  of  Examiners,  under 

the  Embalmers  and  Undertakers'  Act,  will 
conduct  an  Examination  in  the  Anatomical 

Section  of  the  Toronto  University  Building,  on 

Friday,  September  7th,  1917,  commencing  at  9 

o'clock  in  the  morning.  Candidates  wishing 
to  take  the  Examination  for  qualification  and 
Government  License  as  Embalmers,  will  send 

in  their  applications  and  fee  of  $20.00,  to  the 

Secretary,  not  later  than  September  1st,  1917. 

Blank  forms  of  application  can  be  had  on  ap- 
plication to  the  Secretary. 

T.  E.  SIMPSON, 

Secretary-Treasurer, 

Sault  Ste.  Marie,  Ont. 
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CHAMPION 

The  FLUB) 

your  Grandfather  used 

your  Father  used 

you  will  hand  down  to  your  Son 

There  are 

cheaper  Fluids 

with  Traditional  Confidence 

Because  of  your  successful  experience  with  it 

Champion  Fluid  is  Compounded  by  Pioneers 

of  the  Embalming  Fluid  Business  who  have 

established  themselves  upon  a  quality  basis 

with  a  reputation  which  you  as  well  as  we 

have  been  proud  of  for  more  than  40  Years 

It's  worth 

the  price 

q  When  better  Fluid  than  Champion  can 

be  produced,  Champion  will  be  its  name, 

and  we  will  produce  it.  Our  Experimental 

Facilities  gives  us  the  opportunity  of  Discov- 

ery and  Original  Chemical  Compounds  are 

the  Results. 

but  none 

more  economical 
If  you  have  not  yet  tried  Jaundexo  the  Wonderful 

Preinjection  to  be  used  in  all  discoloration  cases  do  so  at 

once.  It  may  save  for  you  your  reputation  as  an  Embalmer. 

Mad  e  in  Canada  from  Canadian  chemicals  by  Canadians. 

100 

/o 

Chemically  Pure 

MANUFACTURED  BY 

The  Champion  Chemical  Co.,  Springfield,  O. 
The  Largest  and  Oldest  Concern  of  Its  Kind  in  the  World. 

DR.  G.  W.  FERGUSON,  Canadian  Manager 

50  Leuty  Ave.,  Kew  Beach,  TORONTO 

If  you  are  a  funeral  director  you  are  entitled  to  a  chance  on  the  Grand  Prize  to  be  given  away  at  the  Convention  and  will  be  shown 
at  our  display)  116  King  West,  North  American  Life  Bldg.     You  are  more  than  Welcome    Drop  In. 



"ALASKA"  Brass  Bed.    No.  2305  (Ribbon  Finish) 

ALASKA  "Ribbon"  Finish  Brass  Beds 

make  a  "hit"  whenever  shown,  because— 

1 .  — The  designs  are  varied  and  appealing  (above  is  only  one  of  several.) 

2.  — Construction,  workmanship  and  materials  are  of  regular  "Alaska  " 
caliber — the  very  highest  grade. 

3.  — The  "ribbon"  finish  is  very  beautiful,  appearing,  as  it  does,  on  a  back- 
ground finish  absolutely  uniform  and  durable,  secured  by  the  use  of 

the  very  best  lacquer  on  the  market,  applied  by  the  latest  patented 
process.  The  background  finish  may  be  either  buff,  satin  or  polette. 

THESE  BEDS  WILL  APPEAL  TO  THE  MOST  REFINED  TASTES.  AND  WILL  HARMONIZE  WITH 
ANY  STYLE  OF  INTERIOR  DECORATION. 

Watch  For  Our  New  Folder  Showing  Our  Augmented 
Line  of  Ribbon-Finish  Beds. 

The  Parkhill  Manufaciunng  Limited 

SaeeeaiOTS  to  the  Alaskfl  Feather  &  Down  Co.,  Limited 

Makers  of  Bedsteads  and  Bedding 

MONTREAL 
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Quality  Exemplified  in  McLagan  Furniture 

Furniture  manufactured  by  the  house  of  McLagan  has  always  been  noted  for 
its  ready  selling  qualities.  Its  individuality  gives  it  a  distinctiveness  readily 
noticed  by  purchasers.  Even  when  on  your  floor  with  other  stock,  it  stands 
out  pre-eminently  and  demands  the  recognition  that  goes  to  make  quick  sales. 

WALNUT  AND 

QUARTER-CUT  OAK 
QUEEN  ANNE 

MOTIF  - 

This  buffet  is  one- of  a  complete  suite,  made  in 
both  American  walnut  and  quarter -cut  oak. 

The  George  McLagan  Furniture  Company,  Limited 
STRATFORD ONTARIO 

lillllllillllllllllllilillilllllliillllll lillllllllllllllllliliillillllllllllllllllllllll 
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"There's  Betty  Jones,  and  Junior  too,  with 
Toys  all  good  and  sound, 

Theirs  never  break  and  get  all  loose, 
And  seem  to  tumble  down. 

I  want  a  toy  that  will  not  break; 
With  wheels  and  handle  bar 

And  one  that  doesn't  jolt  and  shake— 

— I  want  a  Kiddie-Kar ! ' ' 

 That  is  the  cry  that  ninst  he  answei'ed  this  Christinas, 
answered  with  a  KIDDIE-KAE — tlio  sturdy  toy  for  the  sturdy 
boy  or  girl.  The  only  toy  that  next  C-hristmas  will  find  as 

good  as  new.  Strongly  built,  every  part  sold  under  guaran- 
tee: a  toy  that  stauds  up  under  hardest  use. 

Have  vou  ordered  vour  Christmas  stock? 

CANADIAN  K.K.  COMPANY,  LIMITED 
(Sole  Canadian  Right*) 

ELORA ONT. 

PATENTED  APRIl.  3RD.  1917 

No.  2 — 2  to  3  years. 
No.  3 — 3  to  4  years 
No.  4 — i  to  8  years 

East  West 

of  the  of  thi' Great  (ireat 
Lakes  Lakes 
..$1.50  $1.75 
.  .  2.00  2.25 
.  .  2.50  2.75 

These  jirices  striftl.v  iiiaintaiiieii 
Prices  to  dealers  on  ajiplieatioii. 

Complete  Outfit,  Ust  Price  -  *  1 5" 

Model  13,  showing  Record  Pocket 

Our  New  Phonograph  Outfit,  as  show  a  herewith, 

consisting  of  Stewart  Phonograph  anj  Carrying 

Case,  with  pocket  for  holding  all  sizes  of  records  is,  without 

doubt,  the  best  value  ever  offered.  Just  the  thing  to  make 

every  outing  a  complete  success.  Especially  suitable  for 
Automobile,  Motor  Boat,  Canoe,  or  Picnic  Parties.  They 

sell  themselves.  Place  your  order  now  and  Le  in  line  for 

the  big  fall  business. 

Plays  All  Disc  Records 

Operaphone  Records 

Canadian  Distributors: 

HENDERSON  &  RICHARDSON 

Board  of  Trade  Building,  MONTREAL 
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DIRECTORY  OF  MANUFACTURERS  I 

Geo.  McLagan  Furniture  Co. Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Farquharson-GiffordCo.,Ltd. 
Specialists  in  Revolving  Seat  Davenport 
Beds,Living  Room  Furniture  and  Divanettes 

Stratford  Chair  Co.,  Limited 
Diners,  Rockers,  Bedroom  Chairs,  Office, 

Den  and  Library  Chairs,  Children's  Chairs. Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 
Davenport  Beds. 
Living  Room  Furniture. 
Couches,  Kroehler  Kodavs,  Divanettes 

Globe-Wernicke  Co.,  Limited 
Globe  -  Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Imperial  Rattan  Co.,  Limited 
Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields,  "Old  Hickory" Rustic  and  Garden  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furnitute  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 
Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  \'orandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Chairs  and  Tables 

Stratford  Bed  Co.,  Limited 
Brass   Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 
Office  Furniture. 

As  we  approach  the  harvest  season  of  1917,  the 
extent  of  our  harvest  impresses  us.  Mother 
Nature  has  been  generous  this  past  year,  and 
distributed  her  goods  with  a  lavish  hand. 

A  review  of  her  tremendous  harvest  which  is 
being  garnered,  and  a  glance  at  the  wealth  she 
is  about  to  release  in  the  coming  year,  must 
surely  fill  her  with  honest  pride. 

In  this  time  of  general  prosperity,  let  the  furni- 
ture merchant  not  ignore  his  own  personal harvest. 

With  Stratford  Products  playing  the  active  role 
of  reaper,  they  will  bring  you  a  harvest  of  crisp fall  trade. 

STRATFORD  FURNITURE 

MANUFACTURERS 
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KROEHLER  KODAVS  AND  DAVENOS 

Kroehler  Bed  Dav- 

ports  are  designed 
and  finished  to 

please  the  most  fas- 
tidious customer. 

Both  in  finish  and 

construction  only 
the  best  of  materials 

are  used  and  no  de- 
tail is  too  small  to 

escape  inspection. 

Kroehler  Bed  Daven- 
ports were  given  the 

Gold  Medal  Highest 

Award  at  the  Panama- 
Pacific  International 

Exposition.  Do  not 
accept  substitutes.  Bed 
frame  and  springs  are 

entirely  independent  of 
upholstering  and  when 
in  use  as  a  bed  there 
is  room  for  free  circu- 

lation of  air  underneath 
and  all  around. 

The  Klttd^t  Bed  Company,  Limited 

STRATFORD,  ONTARIO 

IMPERIAL  RATTAN  LINES 

We  are  endeavoring  to  take  care  of  business 
offered,  but  have  been  unable  to  make  prompt 

shipments  on  account  of  war  conditions.  Dealers 
will  have  to  anticipite  their  requirements  by 
several  months  if  trade  conditions  remain  as  at 

present.  Materials  are  scarce  and  high  priced, 
skilled  labor  is  scarce,  and  there  is  no  reason  to 

expect  a  change  until  "Victory"  is  achieved  on 
the  field  of  battle,  which,  after  all,  is  the  only 

thing  that  concerns  Canada  at  this  moment. 

Imperial  Rattan  Co.,  Limited  .   .  Stratford,  Ont. 
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High  Grade  Chairs 

There's  a  great  deal  of  satisfaction  in  selling  Stratford  Chairs. 
You  know  that  they  are  going  to  line  up  to  their  reputation 

and  that  they  will  bring  repeat  sales 

900—3 

900—1 

Not  once,  but  always — 

the  Stratford  line  wins  your  customer.    The  goods'  looks  and 

the  greater  comfort  of  each  piece  in  "The  Stratford  Line"  turn 
every  prospect  into  an  enthusiastic  purchaser.    For  better 

business  connect  with  this  line 

THE  STRATFORD  CHAIR  COMPANY,  Limited 

Stratford     .     .     .  Ontario 
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Globe -Wernicke  Sectional  Bookcase 

Make  a  profitable  and  attractive  line  for 

FURNITURE  DEALERS 

TX7E  extend  a  cordial  invitation  to  members  of  the 

furniture  trade  and  their  customers  to  call  at  our 

booth  at  the  Toronto  National  Exhibition,  and  see  our 

complete  line  of  sectional  bookcases  and  filing  cabinets 

STRATFORD ONTARIO 
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Compare 

These  Two  Extension  Tables 

This  is  our  No.  559  "Twin"  Pedestal  table 
in  a  closed  position — Note  the  neatly  fin- 

ished pedestals. 

This  is  an  average  Dividing  Pedestal  table 
which  always  show  the  joint,  and  usually  gap 
at  the  bottom  after  a  few  months  wear. 

Tilt-Top  "  Twins"  Extension  Tables  are  made  with  a  pair  of 

pedestals,  each  complete  in  itself.  They  always  present  a  com- 

pletely finished  appearance  whether  opened  or  closed,  showing  no 

unfinished  surfaces  when  extended.  The  three-point  support  of 

each  pedestal  give  the  table  unequalled  supporting  strength. 

In  our  range  of  designs  and  finishes  you'll  find  just  those  qualities 
that  appeal  to  the  average  women. 

If  you  have  not  a  copy  of  the  latest  catalogue,  write  for  one. 

It  will  enable  you  to  determine  the  advantages  of  the  "Twin" 
Pedestal  Extension  Table. 

The  Chesley  Furniture  Company,  Limited 

Chesley  :  Ontario 
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There  is  an  ever-growing  demand  for  Macey  Sec- 
tional Bookcases. 

This  is  due,  first  to  the  fact  that  there  have  been  thousands 
of  satisfied  piirchasers  of  Macey  bookcases  during  the  last 
25  years ;  their  libraries  are  still  growing.  Also  to  the 
fact  that  our  advertising  and  the  co-operation  of  our 
dealers  is  making  new  Macey  friends  every  day  in  the 

year. 

Dealers  Profit  by  Macey  Advertising 

You  dealers  know  this  Company  has  devoted  all  the  resources  of  a 
large  and  established  conr-ern  to  produce  a  bookcase  which  in 
workmanship,  materials,  finish  and  style  cannot  be  surpassed. 
The  buyer  of  sectional  bookcases  is  a  steady  customer.  He 
buys  with  the  intention  of  adding  to  his  library  as  it  grows.  When 
he  comes  to  your  store  to  buy  sections  for  his  bookcase  he  is  a 
prosjiect  for  other  furniture. 
Tt  pays  to  pusli  Macey  Bookcases.  Complete  catalogues  and 
advertising  helps  on  request. 

ill! 

Remember 

our  Permanent 

Wholesale 

Showrooms  at 

136-140 

King  St.  East, 

Toronto 

are  open  all  the 

year  around  and 
afford  the  dealer 

with  a  prospective 
customer  every 

opportunity  to 
make  a  sale. 

When  in  Toronto 

make  our  Show- 

rooms your  head- 

quarters. 

FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 

JanadaFurnitureM 

AN  ADA  ruRNiTURE  Manufacturers 
Limited 

GENERAL  OFFICES  :   WOODSTOCK,  ONT. 

WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 

FACTORIES  : 

WINGHAM 
WALKERTON 
WIARTON 
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I  Last       Call  I 

I  to  place  orders  for  | 

I  JUVENILE  FURNITURE  | 

I  This  Toy  Furniture  is  taking  the  country  by  storm.    Furniture  | 

I  dealers  should  place  their  orders  immediately  and  be  assured  of  | 

I  prompt  delivery.    By  ordering  now  you  will  get  stock  at  present  | 

I  prices.    Delay  until  late  and  you  may  cut  your  profits  in  two.  1 

I  g  This  Toy  Furniture  is  made  in  Canada  by  a  Strictly  Canadian  Firm  i 

DO  YOUR  DUTY  BUY  IN  CANADA  HELP  YOUR  COUNTRY 

No.    28  x.o.    29  No.    30  No.    31  No.  32 
Top   6  in.  X  llVo  ill.       Top,  6  in.  x  11 1/2  in.       Top.  6  in.  x  IIV2  in.     Top  71/2  in.  x  241/2  i'l-  Top  71/2  in.  x  16 V4  in. Height.  19  in.  Height,  20  in.  Height,  16  in.  Height,  24V2  in.  Height,  23V2  in. 
Mirror,  5  in.  x  7  in.       Mirror,  6  in.  x  8  in.       Door,  9  in.  x  11  in.       Mirror,  7  in.  x  13  in.  2  Doors,  6  in.  x  16 V4  in. 

—  White  Enamel  Bedroom  Suite  with  Cretonne  Inlaid  Panels  — 

I  The  Victoriaville  Furniture  Company  | 

I  ^        VICTORIAVILLE  QUEBEC  | 
iiiiiiiiiiiiiiiiiiiiiiiiiijiiuiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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Victoriaville  Chairs 

are  Big  Money 

Makers 

Our  extensive  range  of  Chairs  offers  a  wide 

choice  for  enterprising  dealers.  There  is 

scarcely  a  chair  need  we  cannot  supply. 

Our  lines  include 

Verandah  Chairs 

Double  Cane  Sea*,  Ash  Splint  Seat 

Wooden  Chairs 

In  Various  Finishes 

Reed  and  Rattan  Furniture 

All  exceptionally  well  made,  attractively 

finished  and  so  moderately  priced  that  they 

are  always  profitable  quick  sellers. 

No.  443.    Arm  Rocker 

Saddle  Seat,  16  x  17  in.;  Back,  21  in.;  Weight, 
16  lbs.    Packed  two  in  a  bundle. 

Let  us  send  you  our  catalogue No.  508.    Office  Tiller 

Hollow  Seat,  18  x  19  in.;  Back,  20  in.;  Weight, 
50  lb*.    Packed  one  in  crate 

CANADIAN  RATTAN  CHAIR  COMPANY,  LIMITED 

VICTORIAVILLE,  QUEBEC 
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UTILITY  BOXES 

Covered  in  assorted  Chintz,  Trimming  finished  in  White 

Enamel,  Boxes  are  made  of  Winter  Sawn  Basswood,  fitted 

with   Chest  Hinges,   Lid  Support,    and   SHdmg  Castors. 

No.  304 

No.  305 

No.  306 

No.  304  is  30"  long,  Price  $3.00     No.  305  is  36"  long,  Price  $3.35     No.  306  is  43"  long,  Price  $3.95 

One  Dozen  assorted  (4  each)  at  $40.00  Delivery  after  November  1st. 

Place  Your  Holiday  Order  Now. 

THE  H.  E.  FURNITURE  CO.,  LIMITED 

MILVERTON 

MANUFACTURERS  OF  KITCHENAID  CABINETS  AND  NOVELTIES 
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Everything  points  to  an  exceptionally  busy  time 

to  keep  up  with  our  orders;  there  is  a  reason: 

''Selling  value  in  every  piece"  (no  fads  or  fancies) 

We  can  give  you  just  what  is  required  to  touch 

up  your  stock  of  medium  and  better  Bed  Room, 

Dining  Room,  Library  and  Hall  Furniture, 

Centre  Tables,  Jardiniere  Stands,  Medicine  and 

Music  Cabinets. 

Lake  and  Rail  Shipments  for  the  West  a  Specialty 

THE  MEAFORD  MANUFACTURING  CO. 
LIMITED 

MEAFORD,  ONTARIO 
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lY yf  AKE  sure  of  your  share  of  the  coming  holiday 

*■  '  business,  by  ordering  early  and  keeping  in  stock, 

up-to-date  lines  of  our  Frame  Mouldings,  Framed 

Pictures,  Mirrors,  Tra^s,  Etc. 

PHILLIPS  MANUFACTURING  CO,  LIMITED 

258  to  326  CARLAW  AVE.,  TORONTO,  ONTARIO 

Genuine  Circassian  Walnut  Veneer  Moulding 

in  all  regular  patterns. 

YOU  CAN  make  BIG  MONEY 

Selling  0.  K.  Wood  Mantels 

1 

i 

^  M 

J  111^:11  II  lUmii 
JjirTT.iniiKiijij 

A  cosy  living  room  display  featuring  a  mantel  with 
coal,  gas,  or  the  easily  installed  electric  grate,  will 
attract  persons  wishing  comfort  during  cool  days  and 

nights,  without  the  bother  and  expense  of  running  the 
furnace,  will  surely  open  a  new  line  of  business  for  you. 

Mantels  may  be  fitted  with  wood  filling  around 
Electric  Grate  so  you  can  install  in  any  room  without 
a  chimney  or  use  of  tile.  Would  this  not  appeal  to 

persons  renting,  who  could  move  their  grate  the  same 
as  a  table  or  buffet. 

Write  for  cuts  and  sample  Mantels  Now. 

THE  WALKER  BIN  AND  STORE  FIXTURE  CO. 
LIMITED 

KITCHENER      -      -  ONTARIO 
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The  Mattresses  That  "Prove  Up" 

You  always  expect  the  best  in  every  lot  of  goods  you  buy. 

You  lose  if  they  don't  fulfil  your  expectations.  Our  line  of 
Mattresses  combine  the  quality,  price  and  service  that  inevitably 
make  a  Standard  buy  a  most  profitable  one. 

Regent 

Invictus 

The  best  value  possible 
in  every  grade. 

The  Standard  Bedding  Company 

27-29  Da  vies  Ave.  -  Toronto,  Ont. 

of  This  Bed 

The  illustration  herewith  shows  our 
No.  63  Bed.  This  bed  is  made 

of  solid  mahogany  throughout,  and 

comes  in  4'  6"  size  only. 

It  is  made  in  Adams  period  design, 

one  of  the  very  popular  motifs  with 
buyers  of  furniture,  and  as  we  have 
this  bed  in  stock  we  can  fill  your 
orders  promptly. 

List  Price  $19.00 

Order  Your  Sample  To-day. 

THE  ELORA  FURNITURE  CO.,  LIMITED 

ELORA    .    .    .  ONTARIO 

Order  a  Sample 
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THE  CLASS  OF  GOODS  THAT 

IS    SELLING    EVERY  DAY 

Showing  our  No.  443  Suite  in  plain  oak 

Most  dealers  do  the  bulk  of  their  business  on  what  we  call 

"Bread  and  Butter  Goods" — the  cheaper  grades  which  are 
made  of  cheaper  materials,  and  not  so  carefully  constructed  as 

are  the  higher  grades.  Lots  of  us  are  making  "Bread  and  Butter 

Lines,"  but  only  a  few  of  us  are  giving  the  proper  attention  to 
the  designing  of  these  goods.  Harmonious  outlines  and  well- 
balanced  proportions  are  often  lacking. 

Perhaps  you  will  agree  with  us,  in  thinking  the  KNECHTEL 

line  the  most  carefully  designed  of  any  in  this  grade.  We  be- 
lieve that  our  line  merits  the  attention  of  every  dealer  who 

places  value  upon  appearances. 

THE  KNECHTEL  FURNITURE  CO 
LIMITED 

HANOVER  ONTARIO 
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ONE  OF  THE  MOST  EXQUISITE  PATTERNS 

ON  THE  CANADIAN  MARKET 

MOTIF  LOUIS  XV 

The  special  feature  of  this  suite  is  the  closed  China  Cabinet  which 

should  appeal  to  all  discriminating  buyers.    It  is  made 

in  mahogany  and  walnut  with  crotch 

veneer  in  the  panels. 

THERE'S  STYLE,  QUALITY  AND  VALUE  IN  EVERY  PATTERN  OF  MALCOLM  FURNITURE 

THE  ANDREW  MALCOLM  FURNITURE  COMPANY,  LIMITED 

KINCARDINE.  ONTARIO 
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No.  74 

Made  in  Mahogany  and  Walnut 

Complete  Suite 

A  RT  FURNITURE  is  made  to  last.    Our  de- 

signs  are  up-to-date  and  neat  in  every  respect — 
designs  that  go  a  long  way  towards  making  a  sale. 

This  is  the  class  of  furniture  which  will  appeal  to  the 

majority  of  your  customers,  and  our  prices  allow  the 
Furniture  Dealers  to  make  a  good  profit. 

We  submit  a  range  of  Library  Tables 
and  Complete  Bedroom  Suites  in  the 

Queen  Anne,  Adam,  Colonial  and  other 

popular  periods. 

WRITE  FOR  ILLUSTRATED 
BOOKLET  AND  PRICES 

Art  Furniture  Co.,  Limited 

KITCHENER,  ONTARIO 

Burnished  ROMAN  GOLD  ANTIQUE  FRAMES  on  our 

OILETTES  and  CONVEX  MEDALLIONS 

are  the  Seller  Line  of  this  season,  if  the  price  is  right,  and,  ours  is. 

THE  BIG  CANADIAN  MOULDING  HOUSE 

MATTHEWS  BROS.,  LIMI 

788  DUNDAS  STREET  TORONTO,  CANADA 

□ 

P 

P 

k  These  Tables  Sell  Themselves 
Sounds  like  a  bromide,  we  know,  but  none  the  less  it  is 
true.  If  you  have  ever  had  a  batch  of  Peerless  or  Elite 
folding  tables  on  the  floor  you  know  it  already;  if  not, 
let  us  send  you,  say,  a  sample  dozen  of  the 

WPEERLES5 '    FOLDING  TABLE- 
and  see  how  quickly  our  words  come  true.  The  coming 
on  of  cool  weather  will  drive  people  to  play  indoors — 
that's  your  opportunity.  But  it  would  be  well  to  place your  ordfr  now  and  thus  make  sure  of  getting  your 
shipment  when  you  want  it.  We  are  busy — very  busy — 
but  we  arc  doing  all  we  can  to  despatch  orders  on  time. 

Hourd  &  Co.,  Limited      '^^^;::tZ'j:'     London,  Ontario 

Dept 

J. 
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LUCKNOW 

DROPLEG  EXTENSION  TABLES 

Every  table  is  carefully  made 
from  selected  material  and 

guaranteed  to  be  perfect,  and 

entirely  satisfactory. 

The  many  exclusive  features 

put  Lucknow  Tables  in  a  class 

by  themselves,  and  they  will 

sell  readily  at  a  very  good  mar- 

gin in  the  face  of  the  strongest 

competition. 

Lucknow  Extension  Tables 

are  attractive  in  appearance 

and  quick  sellers.  Write  us 

for  further  particulars. 

Above  is  an  illustration 

of  our  new  drop  leg  at- 
tachment. When  table 

is  closed  this  attachment 

holds  the  leg  out  of  sight 

under  the  table,  when 

extended  you  just  pull 

the  leg  down.  It  assures 

an  absolutely  solid  drop 

leg  and  does  away  with 

the  necessity  of  opening 

the  pedestals. 

This  new  attachment 

will  increase  your  table 
sales,  make  enthusiastic 

customers  and  give  pres- 

tige to  your  store. 

LUCKNOW  TABLE  COMPANY 

LUCKNOW.  ONTARIO 
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AN  IRRESISTIBLE 

COMBINATION 
Good  Furniture 
A  real  guarantee 

IVrite  for  samples  and  prices 

Du  Pont  Fabrikoid  Co. 

TORONTO,  ONT. 

LAWN  SWINGS 

for  2  and  4  Passengers  for  1918  delivery 

The  derrick  is  9  feet  high,  painted  red,  and  glazed 
with  good  outdoor  varnish.  The  cross-arms,  hangers 
and  seats  are  finished  on  natural  wood.  The  swing 
is  amply  large  for  4  persons  and  folds  completely. 
Weight,  each,  115  pounds. 

For  particulars  write  to 

J.  E.  Beauchamp  &  Co.,  Montreal 
Representatives : 

Hardware  Specialties,  Vancouver.  B.C.     J.  M.  Paquin,  MoDtreal 
T-  A.  Corley  &  Son,  Winnipeg  Landry  &  Simard,  Cbebec  City 
W.  J.  Grant,  Toronto  Dominion  Ex  ortersLjd.,  Montreal 

Tennessee 

Cedar  Chests 

Absolutely  mothproof. 
Made  in  three  popu- 

lar sizes.  Best  copper 
trimmings  used 
throughout. 

- — O 

Every  Woman 
Wants  One 

Their  handsome  ap- 
pearance and  great 

utility  make  them  fa- 
vorites with  all.  The 

price  will  enable  you 
to  make  a  good  profit. 

D.  L.  SHAFER  &  COMPANY,  ST.  THOMAS,  ONTARIO 

THE  WABASH  SLIDE       slide  making  a  specialty  business 

•"^'■ir:.^""-  ' 

■  'if'.' 
Bi 

MADE  BY 

B.  WALTER  &  CO.,  WABASH.  IND. 

Tht  Largest  EXCLUSIVE  TABLE 
SLIDE  Manufacturers   in  America. 

Becauje  of  our  SPECIAL  EQUIPMENT  we  can  m«ke 
SLIDES  BETTER  and  CHEAPER  than  the  hunituie 
manufacturer  who  makes  a  dozen  articlei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  u.ing  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 

DEALERS— INSIST  on  WABASH  SUDES 
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Royal  Patent  Twin  Link  Spring 

IS  THE  BEST  YOU  CAN  SELL  OR  RECOMMEND  TO  YOUR  CUSTOMERS 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 

The  most  comfortable,  noiseless,  and  lighte  :t  Bed  Spring  of  this  character  ever  devised. 

Small  mesh  openings,  longitudinal  double  wire  links  of  just  the  proper  size  for  flexibility,  resili- 

ence, comfort  and  strength.  There  are  no  loose  connecting  links  cross-wise  to  become  displaced 
and  noisy.  The  straight  pull  of  the  twin  links  on  the  helical  springs  means  great  comfort  for 

both  occupants  of  a  double  bed,  as  there  can  be  no  sagging  whatever. 

TTie  Canadian  Feather  &  Mattress  Co.,  Limited  ̂   ottawa 

Best  Made 

for  over 

30  Years 

TRADE  MARK 

liKOGETT  &  Pl.ATT 

Signifies  Quality 

COIL  SPRINGS 

FOR  REAL  COMFORT 

"  Ah !  this  is  comfortable !  " 
you  will  say  when  you  sink 
back  luxuriously  upon  the 

Leggett  &  Piatt 

COIL  SPRINGS 

You'll  find  the  renowned  springs  used  in  every  berth  of  a  Pullman  car — a  fact 
which  proves  conclusively  their  supreme  worth.  And  you'll  find  them  in  the 
bed  rooms  of  the  best  hotels  and  in  the  better  grades  of  upholstered  lurniture. 

Drop  us  a  line  on  your  business  letter  head  asking  for  particulars  about 

Leggett  &  Piatt  Coil  Springs.  You'll  find  these  particulars  interesting  and 
pointing  the  way  to  more  profits  for  you. 

Leggett  &  Piatt  Spring  Bed  Co.,  Limited 

Windsor,  Ontario 
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SYMPHONOLA  "JUNIOR" 

STYLE  "A" 
Width  18 y2  in.    Height  12  in. 

Deptli  19%  in. 
Finished  in 

Fumed  Oak  $30.00 

Mahogany  $33.00 

« SYMPHONOLA" 
RECORDS 

Dealers  are  assured  of  being  able 

to  secure  quickly  a  regular  sup- 

ply of  high-class  **  Symphonola" Records  in  1 0  in.  and  1  2  in. 

double-disc. 

Prompt  Service  in  our  Record 
department  is  guaranteed. 

We  have  listed  over  1  500  selections. 

FOR  FALL  TRADE 

The  Symphonola 

The  Phonograph  That  Plays 
All   Makes    of   Disc  Records 

Remember  your  experience  last  year,  the  year 

before  and  other  years.  You  lost  business  be- 
cause YOUR  ORDER  WAS  NOT  IN. 

Let  the  SYMPHONOLA  take  care  of  you 

this  year.  It  has  the  quahty,  and  look  at  the 

price.  Also  you  can  get  prompt  delivery.  We 

are  building  our  own  cabinets ;  that  means  we 
have  them  when  we  want  them,  and  we  are 

getting  cabinets  ahead  to  be  ready  for  the  fall 

rush.  It  is  to  your  interest  to  give  us  an  idea 

of  how  many  you  will  need. 

Canadian  Symphonola  Co. 
Limited 

TORONTO  31-37  Brock  Ave.  CANADA 

SYMPHONOLA 

"PREMIER" 

STYLE  "D" Wiihh  191/2  ill.    Height  43  in. 

Depth  211/2  in. 
Finished  in 

Fumed  Oali  $95.00 
Mahogany  $98.00 

SYMPHONOLA 

"EMPRESS" 

STYLE  "C" Width  171/2  ill.     Height  -10  in. 

Depth  191/2  in. 
Finished  in 

Fumed  Oak  $75.00 
Mahogany  $78.00 

"EMPRESS 
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FOR  XMAS  TRADE 

The  Symphonola 

The  Phonograph  that  plays 

All  Makes  of  Disc  Records 

You  will  need  the  SYMPHONOLA  for  Christ- 
mas business.  You  know  that  fall  and  winter 

phonograph  demand  will  be  greater  than  ever. 
The  time  to  meet  the  rush  is  before  it  is  here. 

Look  these  six  designs  over  and  get  in  touch 
with  us. 

Canadian  Symphonola  Co. 
Limited 

TORONTO  31-37  Brock  Ave.  CANADA 

SYMPHONOLA 

"POPULAR" 

STYLE  "B" 
Width  17  in.  Height  17  in. 

Depth  19  in. 
Finished  in 

Fumed  Oak  $40.00 

Mahogany  $43.00 

WHEN  IN  TORONTO  SEE  THE  SYMPHONOLA 

AT  OUR  OWN  FACTORY  AND  HEAD  OFFICES, 

OR  AT  LONG'S  PIANO  WAREROOMS  406-408 
YONGE  STREET 

SYMPHONOLA 

'  LOUIS  DE  LUXE" 

STYLE  "F" Width  2iyo  in. 

Height  4Si/>  in. 
Depth  2;5  in. 

Silk  I'lush  on  Turntable 
Gold  Ti'lniniings 

Finished  in 
Hnrl   Walnut  or Mahogany 

$180.00 

SYMPHONOLA 

"COLONIAL" 

STYLE  "E" Wi.lth  20  in.  Height  46  in, 

Dei)th  22  in. 
Finished   in   Fumed  Oak 

Miekle  Trinnneil 

$140.00 
Finished    in  IVfahogany 
Green   Plush  Turntal)le 

Gold  Trimmings 

$148.00 COLONIAL' 

"LOUIS  DE  LUXE 
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The  Gold  Medal  Line 

Luxurious  Living  Room 

Furniture  at  fair  prices 

No.  779.— Pillow  Arm 
Chesterfield  and  Chair. 

Elegant  to  gaze  upon. 

A  joy  to  rest  upon. 
Soft  as  a  down  bed. 

We  have  a  carefully  se- 
lected lot  of  living  room 

designs,  and  our  prices 

are  surprisingly  low  for 

such  high-grade  furniture 

Manufacturers  of  Parlor  and  Living  Room  Furniture 

The  Gold  Medal  Furniture  Mfg.  Co. 
Limited 

Head  Office  :  Van  Herne  St.,  Toronto  Factories  also  at  Montreal,  Winnipeg  and  Uxbridge 
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The  Gold  Medal  Line 

PURITY'*  MATTRESSES 
{REGISTERED) 

Buoyant '  and 

.'Pure 

Nothing  to 

equal  it  at the  price 

i 

''Gold  MjMar'  Quality  Pure  White  Layer  Felt,  in  Fine  Art  Ticking,  moderately  priced 

STEEL  EXTENSION  COUCHES 

No.  381. — A  popular  line 
fitted  with  our  new 

"Herculink"  fabric. 

No.  3721— with  Double  Wove 

Wire  Fabric,  or  No.  072  with 

the  celebrated  "Hercules"  Wov- 
en Wire  Cushions  in  either 

Denim  or  CIretonne. 

The  Gold  Medal  Furniture  Mfg.  Co. 
Limited 

Head  Office  :  Van  Horne  St.,  Toronto    Factories  also  at  Montreal,  Winnipeg  and  Uxbridge 
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Timeliness !     Popularity ! 

Big  Sales! 

Three  things  that  make  Columbia  Records  the  biggest  thing  in  the 

music  line  to-day. 

Three  things  that  you'll  find  behind  the  success  of  any  dealer  who 
had  the  foresight  to  put  his  name  and  reputation  as  a  music-man 
back  of  Columbia  product  any  time  within  the  past  few  years. 

Three  things  that  are  a  practical  guarantee,  stronger  every  month,  of 

a  similar  success  for  any  music-dealer  who  wants  to  take  full  advantage 
of  these  times  when  music  is  one  human  commodity  surest  to  be 

wanted  by  a  nation  at  war. 

There  is  reason  for  music-men  to  look  to  the  future  with  entire,  well 

justified  trust — and  added  reason  if  Columbia  business  forms  any 
considerable  portion  of  their  sales. 

Columbia  Graphophone  Company 

Factory  and  Headquarters: 

Toronto       ■  Canada 
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The  Dealer  and  the  Autumn  Furniture  Trade 

Some  suggestions  regarding  special  sales,  aJcertising  and  window 
displaying  methods,  in  order  that  the  best  results  may  be  obtained 
from  what  appears  to  be  the  most  promising  business  conditions. 

By  WILLIAM  LEWIS  EDMONDS 

WITH  the  disappearance  of  the  summer  and  the 
advent  of  the  autumn,  housekeepers  will 
naturally  be  thinking  less  of  outdoor  life  and 

more  of  indoor  life.  And  when  they  begin  to  think  of 
the  latter  it  follows  that  they  begin  to  consider  ways 
and  means  of  getting  the  home  in  as  comfortable  a 
condition  as  possible  for  the  long  fall  and  winter 
nights  that  are  before  them.  It  further  means  that 
their  minds  are  in  a  receptive  condition.  In  other 
words,  they  are  in  the  mood  which  makes  them  more 
susceptible  to  the  influence  of  the  furniture  dealer  who 
has  goods  to  sell  them.  This,  as  every  salesman  knows, 
is  an  all-important  matter,  for  it  makes  the  task  of 
selling  goods  less  difficult.  It  is  the  diflPerenee  the 
farmer  experiences  in  working  well-cultivated  soil 
and  the  breaking  of  virgin  lands. 

Favorable  Trade  Outlook 

Anotlier  fa\orable  factor  is  the  financial  and  com- 
mercial condition  of  the  country.  On  the  whole  it 

was  never  as  favorable  as  it  is  at  present.  Prosperity 
abounds  on  every  hand.  The  farmers,  the  manufac- 

turers, the  merchants  ,and  the  work-people  are  all  in 
good  circumstances  to  an  extent  never  before  experi- 

enced in  the  history  of  the  Dominion.  And  they  have 
as  a  conse(|uence  more  money  than  ever  before.  The 
fact  that  the  deposits  in  the  chartered  banks  of  the 
country  are  at  re-cord  figures  is  an  indication  of  this. 
According  to  the  latest  Government  returns  these  de- 

posits are  !|iir)4,484,7.52  larger  than  a  year  ago,  and 

^.'564. 501, .325  in  excess  of  four  years  ago,  when  the 
country  was  in  the  hey-day  of  its  pre-war  prosperity. 

Getting  Maximum  Business 

Hut  favorable  general  trade  conditions  do  not  in 
themselves  bring  to  furniture  dealers  the  maximum  of 
business  either  in  the  autumn 

or  any  other  season  of  the 

year.  They  who  would  get 
the  maximum  of  business 

must  themselves  put  forth 
the  maximum  of  et¥ort. 

As  a  class,  furniture  deal- 
ers stand  as  high  for  busi- 

ness ability  as  anv  other 

1)1      ■  -  - 

Fall  FoF.ivrruR^E 

In  Che  L^UsC:  Stylos  is  Now 

.Qczng  S^bov^n. 

INSP£C  T  Arc  W  £  V£/V  If  yOO  DO 

jvoT  WISH  TO  soy  A^OU/ 
Siitfjjtsiive  shovv  card  to  iiiducc  an  early  inspection  of fall  furniture. 

try.  But  ability  in  itself  does  not  count  for  a  great 
deal  unless  it  is  put  into  operation.  And  it  will  oper- 

ate all  the  more  effectively  if  it  is  preceded  by  well- 
thought-out  business-getting  schemes.  It  is  the 
dealers  who  plan  most  that  as  a  rule  get  the  best  re- 

sults from  their  efforts.  People  never  get  very  far 
in  any  walk  of  life  who  have  no  definite  object  in  view 
and  who  do  not  persistently  plan  to  bring  about  its 
realization. 

Planning  for  Business 

For  the  autumn  furniture  trade  every  dealer  who 
has  not  yet  begun  the  preparation  of  his  plan  of  cam- 

paign should  do  so  without  any  delay.  And  he  should 
begin  to-day.  To-morrow  will  be  to  lose  a  day.  His 
first  decision  should  be  to  get  his  clerks  together  and 
court  suggestions  from  them  regarding  ways  and 
means  for  securing  the  best  results.  More  ideas  are 
naturally  to  be  found  in  a  group  of  two  or  more  than 
in  a  committee  of  one.  But  it  is  better  for  the  dealer 
to  commune  with  himself  in  regard  to  the  fall  trade 
than  not  to  commune  at  all. 

There  is  the  matter  of  advertising,  for  example. 
What  results  can  be  expected  from  that  necessary 
factor  in  a  fall  trade  campaign  if  plans  for  carrying  it 
out  are  not  prepared? 
Haphazard  advertising  may  bring  results,  and  no 

doubt  does— of  a  kind.     But  it  is  not  the  best  kind. 

Hints  on  Advertising- 
In  preparing  the  plan  of  advertising  for  the  fall 

trade  campaign  it  would  be  well  to  provide  for  the 
publication  of  a  folder  of  some  kind.  This  folder 
should  be  carefully  prep'ared  and  contain  a  list  oP 
seasonable  lines,  together  with  the  prices  at  which Illustrations,  which  can  bi' 

obtained  from  manufactur- 
ers, should  also  be  used  as 

freely  as  possible.  This 
folder  should  be  liberally 
distributed  in  the  surround- 

ing territory,  the  cost  of 
which  will  undoubtedly  com- 

pensate the  dealer  for  the 
labor  entailed  in  its  prepara- 

tion    and     disti'ilmtirm  \ 

they  can  be  purchased. 
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few  good  posters  might  also  be  put  up,  particularly  on 
the  main  roads  running  into  the  town. 

These  methods  of  advertising  shovild  be  supplement- 

ary to,  and  not  take  the  place  of  newspaper  advertis- 
ing. The  one  being  the  hand-maid  of  the  other  the 

advertising  campaign  would  be  incomplete  without 

either.  Advertising  well  done  is  a'bout  the  most 
economical  as  well  as  the  most  effective  of  business- 
getting  methods  that  the  dealer  can  employ. 

Getting  Results  from  Window  Displays 

It  is  the  same  with  window  displays  as  it  is  with  ad- 
vertising: The  hest  efforts  produce  the  best  results. 

The  best  results  are  not  possible  where  the  methods  of 

arranging  displays  are  of  the  haphazard  description. 
Plans  should  be  prepared  with  a  view  to  covering  a 

series  of  displays.  Otherwise  there  cannot  be  sys- 
tem. Living  room,  dining  room,  bed  room,  kitchen, 

den  furniture,  etc.,  should  all  have  their  turn  in  the 
window. 

In  arranging  displays  there  are  two  or  three  things 
which  should  always  be  kept  in  mind.  The  first  is 
that  each  display  should  be  made  as  original  and 
striking  as  possible.  And  this  cannot  be  secured  un- 

less thought  is  given  to  the  subject.  One  cannot  ar- 
range goods  in  a  window  with  the  same  thoughtless- 

ness that  one  throws  pebbles  into  the  ocean. 

Don't  try  to  get  a  large  display.  Aim  to  get  an 
effective  one.  In  other  words,  one  that  will  arrest  the 
attention  of  people  as  they  pass  the  store,  and  enable 
them  at  a  glance  to  obtain  an  idea  as  to  the  character  of 
the  goods  that  are  on  display.  One  cannot  compre- 

hend much  in  a  crowded  window  no  more  than  one 
can  comprehend  individuals  in  a  mob. 

Aim  at  Naturalness 

Still  another  thing  to  aim  at  is  naturalness.  That 
is,  the  making  of  each  display  to  conform  as  much  to 
home-like  conditions  as  possible.    Take,  for  example, 

a  display  of  living  room  furniture.  Does  it  not  natur- 
ally follow  that  the  closer  it  is  made  to  an  actual  scene 

in  the  home,  by  the  introduction  of  wax  figures  com- 
fortably seated  around  a  grate  fire,  the  more  potent 

it  becomes  as  a  selling  force.  True,  every  dealer  does 
not  possess  wax  figures,  but  nearly  every  dealer  can 
borrow  one  or  more  from  a  fellow  drygoods  merchant. 
Even  one  figure  can  be  made  to  serve  the  purpose.  A 
hardware  merchant  in  the  west  some  years  ago  made 
a  decided  hit  by  entertaining  at  dinner  in  his  window 
a  number  of  people.  His  object  was  to  sell  cutlery. 
Why  could  not  furniture  dealers  work  a  similar  scheme 
for  selling  dining  room  furniture?  There  does  not 
appear  to  be  any  reason  why  they  should  not,  and 
many  why  they  should. 

A  resourceful  furniture  dealer  can  work  out  an  in- 
finite number  of  schemes  for  selling  furniture  during 

the  fall  provided  he  gives  a  little  continuous  thought  to 

the  matter.  One  thing  is  certain:  Without  thought  h  ' 
cannot  accomplish  much  in  the  way  of  originality  anrl 
uni((ueness. Interior  Displays 

Displays  in  the  window  should  be  supplemented  by 
displays  in  the  store.  Here  on  account  of  the  greater 
available  space,  it  is  possible  to  work  out  even  more 
ambitious  displays  than  in  the  window.  And  these 
displays  could  be  made  permanent  for  the  period  of  the 
season.  It  would  also  be  possible  to  make  them  more 
hgme-like  in  appearance. 

Just  because  you  never  have  drawn  trade  from  out- 

side a  certain  radius,  don't  think  it  isn't  worth  while 
to  try  for  it. 

The  merchant  who  is  in  the  future  going  to  get  ac- 
commodations at  his  bank  is  he  who  can  prepare  an 

intelligent  statement  of  his  business  for  the  inspection 
of  his  banker. 

BED  PILLOWS 
This  IS  an  important  department 

to  which  we  pay  great  attention  in 
keeping  an  assortment  of  prices 
and  sizes  which  meet  the  general 
need.  The  following  sizes  and 
prices  are  in  stock.  Prices  are 
quoted  for  pairs  as  usually  s»ld,  but 
single  pillows  of  any  set  will  be 
sold  at  half  the  named  price. 

Coverings  are  fancy  tickings  and 
filling  is  of  feathers  and  feather  mix- 

tures of  various  grades. 
22x28.  per  pair  $0.00      19)c27.  per  pair  $1.86 
21x27.  per  pair......  4  50      19x27.  per  pair   1;50 
20x27,  per  pair         3.00       1^x26,  per  pair   1.25 

.  19x27.  per  pair         2^0      18x2G,  per  pair   l.Ott 
And  a  pillow  for  baby  boggiea  and  cots measuring  10x18.  each  45c 

Cushion  fills  in  all  desirable  sizes 

BARTUimACDONALDSGOW UMITED. 

Beds  and  Bedding 

Halifax  Furnishing  Co., 
82  Conln^en  Street,  'Phone  768 

Boarding  House 

Keepers  Attention 
Do  you  wutl  to  rent  your  roomi  qiueUy.  Do  yoa  pr^er  permmnent  roomer*.  Would  you 

like  to  get  ■  good  deajly  rev«ao«  from  your  roonu.  Then  Sttmrd  m  few  o)f  tha*e  old  bed*  uid  re- pUce  them  with  one  or  two  of  the*e  renutrlubly  low  priced  Sample  Bed*.  It  will  be  tbe  beit  inveit- 
nent  yoa  could  make.  Study  boarder*  wuit  nice  clean  good  lookins' bed*,  and  all  of  these  Sam- ple BraM  and  Iron  Bed*  are  perfectly  new  and  hardly  smled.  THIS  IS  THE  WEEK  \VE  CLEAR  OFF ALL  BED  SAMPLES  USED  IN  OUR  WAREROOMS,  AND  REPLACE  THEM  WITH  FRESH 
ONES.  Seventy-five  of  them  gone  already — abolit  one  hundred  and  twenty-five  itiD  remainins- 
AU  Mattreuea,  Spring*  and  Pillowi  reduced  dnriog  thi*  sale.  Here'*  an.idea  of  what  you  can  do  in Genuine  Bru*  Bed»— 

Geauine Brass  Bed, 
Box  Spring 

and  Real  Felt 

Mattress 
For  $33.75 

We  are  Agents  for 
the  Celebrated 
Ostermoor  Mattress 

^a<,  ~TMCa.> 

-  $16.00 

2.S0  Pairs  of  $1.25 
Pillows  for  97c 

You  Spend  One-third 
Of  Your  Life-time 

In  Bed 
Then  wliy  not  have  n  comfOrlable  Spring  and  a 

sanilary  Mallress  to  sleep  u[>on  f  Every  MattTe,«s  we l].iDdlG  is  iiiaJe  n-itii  a  cleau.  siiiil.irj-  filling  'no  dirly wool  sliodd.v  bi'lng  used).  You  puv  less  here  for  this 
quality  of  itutlrea.s  than  you  pay  elsewliere  for  an  infer- ior ,ilrtif!e.  AVe  have  control  for  Hits  districi  of  the  best liatei  of  Mattresses  and  Spring?  maiie  iti  Canada.  Ao inspection  of  our  line  will  convince  you  of  these  facts. 
Mftttreases,  from  $2.75  to  $25.00 
Springa  from  $2.25  to  $18.00 

A  large  line  of  Iron  and  Brass  Beds  always  in stock  at  the  lowest  prices. 

The  Mclntyre  House  Furnishing  Co. 
Ingersoll  F.  W.  Keek* 

OXFORD'S  LAfiCEST  HOBSEf ORIHSHEBS. 

BEDS  AND  BEDDING 

mm 20 

Per  Cent. 

Off 
WHITE  EHAMa  BEDS 

(7,00  Brow  B«K  BO*  Jl.t*       '-w™-"™-  ■-- 
KEVERSBLE  M«TIRESSES  "I"  ««nriSSB liVEiislUE  iii*tiixs:es (Extra  Ouolltyi 

Suggestive  advertisements  for  the  fall  sales  campaign  in  beds  and  bedding,  from  ads.  of  aggressive  Canadian  dealers. 
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Begin  to  Feature  Beds  and  Bedding 

Now  is  the  time  for  the  furniture  dealer  to  begin  to  push  the  sale  of  beds  and  bedding,  for 
the  fall  season  brings  Avith  it  an  increasing  demand  for  these  lines,  and  it  is  the  dealer 
who  is  well  to  the  front  in  featuring  them  who  is  going  to  get  the  cream  of  the  business. 

The  dealer  and  clerk  should  bear  in  mind  in  the  fall  bedding  campaign,  that  people  are  be- 
coming more  and  more  interested  in  ([uality  in  the  purchase  of  beds  and  bedding,  and  in  making 

sales,  qixality  and  comfort  should  be  featured  in  preference  to  price.  Even  those  customers  who 
have  been  in  the  habit  of  buying  cheap  goods  can  easily  be  convinced  of  the  value  of  buying 
good  beds  and  bedding  by  the  intelligent  salesman. 

We  reproduce  herewith  two  suggestive  window  displays  that  might  be  used  to  interest  cus- 
tomers in  beds  and  bedding  at  this  time.  They  will,  at  least,  offer  suggestions  for  the  arrange- 

ment of  displays. 

The  bedding  department  of  the  average  furniture  store  is  receiving  more  attention  than 
ever  before.  Progressive  dealers  are  no  longer  content  to  let  these  goods  sell  themselves. 
They  are  devoting  attention  to  the  most  effective  ways  of  interesting  customers  and  making 
sales. 
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Value  to  Furniture  Store  of  Exhibit  at  Local  Fair 

Gives  an  opportunity  of  interesting  people  who  could  be  reached 
in  no  other  way — Experience  of  a  Peterboro  dealer  who  tried  it. 

By  A  STAFF  EDITOR 

THE  aggressive  furniture  dealer  is  constantly  on 
the  watch  for  methods  he  can  use  to  arouse 

greater  interest  in  the  goods  he  has  for  sale. 
He  realizes,  for  one  thing,  that  the  more  he  can  get 

people  to  inspect  fui'nishings  the  greater  will  be  his 
sales,  because  there  are  few  people  who  own  a  home 
who  are  not  interested  in  improving  it,  and  the  sight 
of  desirable  pieces  or  suites  of  furniture  naturally 
arouse  a  desire  for  same. 

Interest  Customers  Who  Could  be  Reached  in 
no  Other  Way 

In  this  connection,  the  furniture  retailer  would  do 
well  to  consider  the  advisability  of  making  displays  at 
local  fail's  or  shows.  Just  now  there  are  many  agri- 

cultural fairs  being  held  throughoiit  Canada,  at  which 

space  may  be  o'btained,  while  at  other  times  of  the  year 
there  are  business,  flower  and  other  varieties  of  fairs 
and  shows  at  which  business  concerns  make  exhibits. 
A  showing  of  furniture  at  such  an  exhibit  allows  the 
dealer  to  get  his  goods  before  many  customers  who 
could  be  reached  in  no  other  way — those  who  never 
visit  or  pass  his  store.  There  are  also  generally 
people  at  such  affairs  from  a  considerable  distance,  and 
it  frequently  opens  up  the  way  for  regular  business 
connections  with  them. 

Peterborough  Dealer  Used  Exhibit  at  Local  Show 

One  furniture  dealer  to  whom  the  writer  recently 
talked,  who  has  used  this  form  of  publicity  and  mer- 

chandising, is  D.  Belleghem,  of  Peterborough,  Ont.  He 
used  a  booth  at  a  Winter  Fair  held  in  his  city,  and 
feels  satisfied  that  it  was  a  good  investment  in  spite  of 
the  fact  that  only  a  few  immediate  sales  were  made. 

He  'believes  that  it  was  excellent  advertising  for  the 
store,  and  that  many  sales  followed  as  a  result  of  the 
publicity  received  at  the  fair. 

The  store  had  two  compartments  with  a  man  in 
charge  of  each.  The  exhibits  were  changed  each  day 
so  as  to  present  something  new  to  the  public  on  each 
visit. 

Value  of  Featuring  Latest  Goods 

The  Belleghem  store  made  a  feature  of  the  latest  and 
most  advanced  styles  at  this  exhibit.  In  fact,  a 
practice  is  made  of  showing  the  very  latest  at  all  times, 
as  it  is  such  stuff  that  arouses  interest,  and  people 
who  see  it  are  impressed  and  likely  to  tell  their  friends 
about  it.  Accordingly,  even  leaving  out  the  question 
of  direct  sales  and  profits,  the  showing  of  advance  and 
outstanding  styles  and  designs  in  furniture  has  a  value 
in  the  fact  that  it  arouses  interest  in  the  store  and 
does  considerable  advertising  for  it. 

Forms  of  Advertising  Used 

One  method  of  advertising  used  by  this  firm  is  the 
use  of  road  signs  which  are  placed  on  all  the  main 
thoroughfares  leading  out  of  the  city.  The  motor 
ambulance  which  they  operate  is  played  up  strongly 
on  these  road  signs. 

Blotters  are  another  supplementary  form  of  ad- 
vertising used  hy    this    firm.      These    blotters  are 

brightened  up  by  the  use  of  cuts  of  such  things  as 
their  motor  ambulance,  their  exhibit  of  furniture,  etc. 

The  store  has  adopted  a  registered  trade  mark  which 
they  use  quite  extensively  in  their  advertising.  The 

wording  of  it  is  "Life  Time  Furniture."  It  is  played 
up  strongly  on  a  sign  which  extends  across  the  centre 
of  their  store. 

Stock  Kept  Bright  and  Clean 

Their  store  occupies  three  stories,  and  is  located  on 
Hunter  St.,  of  the  Liftlock  City.  Goods  are  arranged 
in  appropriate  group  form  and  stock  kept  bright  and 
clean. 

Mr.  Belleghem  instanced  two  or  three  cases  to  THE 
FURNITURE  WORLD  where  contracts  had  been  se- 

cured for  all  the  furnishings  for  a  house — a  particu- 
larly pleasing  form  of  business.  There  are  some  lines 

of  furnishings  such  as  stoves,  rugs  and  talking  ma- 
chines, that  the  store  does  not  carry,  oi^  account  of 

lack  of  room,  but  these  are  secured  for  customers  who 
wish  their  homes  to  be  completely  furnished  for  them. 

FURNITURE  AND  UNDERTAKING  ADS. 
SEPARATE 

Both  Campbell  &  Campbell,  and  Macpherson  &  Bed- 
ford, furniture  dealers  and  embalmers,  of  Brandon. 

Man.,  are  extensive  advertisers  in  the  local  paper. 
However,  they  both  advertise  the  two  departments  of 
their  business  separately.  There  are  a  number  of 
advantages  for  both  branches  of  the  business  in  doing 
this.  As  far  as  furniture  publicity  is  concerned  it  Is 
certainly  not  desirable  to  cast  a  gloom  over  the 
thoughts  of  good  furniture  and  happy  homes  that  you 
have  worked  up  by  the  talk  in  your  ad.  by  the  sug- 

gestion of  death  by  an  embalming  notice  at  the  end. 
On  the  other  hand,  a  separate  ad.  devoted  to  em- 

balming, indicates  to  the  public  that  this  end  of  the 
business  is  not  a  mere  sideline,  but  is  made  a  separate 
business. 

FARMER  IS  A  THOROUGH  READER 

In  reaching  out  for  farm  trade  the  country  dealer 
should  not  overlook  the  fact  that  the  newspaper  is 
one  of  the  best  weapons.  The  city  man  skims 
through  his  daily  paper,  but  if  the  farmer  may  not  read 
as  much,  what  he  does  read  he  reads  far  more  thorough- 

ly. Actual  experience  pruves  that  the  average  farmer 
reads  and  mentallv  digests  practically  everything  in 
his  paper.  Often  he  takes  a  big  city  daily,  supple- 

ments it  with  the  local  weekly,  and  subscribes  to  farm 
weeklies  and  magazines  as  well.  This  range  of  read- 

ing matter  may  explain  to  some  extent  why  the  farmer 
patronizes  the  mail  order  house.  He  reads  mail  order 
advertising  in  the  city  or  weekly  and  in  the  farm  paper; 
and  it  is  usually  better  advertising  than  what  the 
local  merchant  hands  out  through  the  home-town 
weekly.  True,  the  local  merchant  nowadays  is  putting 
out  far  better  copy  than  he  did  a  few  years  ago;  but  it 
is  up  to  him  to  put  out  the  best  copy  possible,  and  to 
make  a  strong  appeal  to  the  farming  community. 
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The  Art  of  Salesmanship  in  Selling  a  Stove 

An  interesting  chapter  from  "Team  Work,"*  a  book  issued  by  the  Michigan 
Stove  Company  —  Many  practical  suggestions  regarding  selling  methods 

All  merchandising  is  founded  on  confidence.  Conse- 
quently, other  things'  being  equal,  anything  which 

tends  to  strengthen  public  confidence  will,  in  just  that 
degree,  make  it  easier  to  sell  goods. 
We  must  recognize  the  fact  that  the  average  con- 

sumer knows  really  very  little  alDOut  stoves. 
It  takes  years  of  experience  and  considerable  tech- 

nical knowledge  to  be  able,  from  a  mere  inspection  and 
without  operating  the  stove,  to  make  a  correct  appraisal 
of  the  merits  and  value  of  that  stove. 

In  buying  a  stove  from  you,  the  consumer  must  fol- 
low one  of  two  courses : 

1st.  To  spend  the  time  to  acquire  the  knowledge 
necessary  to  the  correct  appraisal  of  that  stove  from 
a  mere  inspection. 

2nd.  To  accept  as  literal  truths  the  statements 
made  concerning  the  quality,  workmanship,  and  per- 

formance of  that  stove. 

The  first  course  is  out  of  the  question.  The  second 
course  is  the  one  usually  followed. 

Real  salesmanship  is  an  art,  a  science;  and,  like  trout 

playing  his  fish  until  the  delicate  but  persistent  tension 

in  the  end  of  the  rod  has  worn  down  the  trout's  energy 
and  made  it  possible  to  neatly  and  gently  manoeuvre 
that  trout  until  the  landing-net  could  be  brought  into 
play,  and  the  capture  effected  without  injury  to  the 
tackle  or  risk  of  losing  the  catch  through  being  too hasty. 

Your  Customer 

To  begin  with,  you  can  divide  all  customers  into  two 
big  classes,  namely : 

1.  Those  who  must  be  shown — w'ho  gain  most  of 
their  knowledge  by  looking  at  things. 

2.  Those  who  must  be  told — who  gain  most  of  their 
knowledge  by  listening. 
Those  who  must  be  shown — who  gain  their  knowl- 

edge by  looking  at  things — will  indicate  their  prefer- 
ence by  their  manner.  Their  eyes  will  be  constantly 

employed;  their  glance  will  roam  from  one  part  of  the 
stove  to  another.  Also,  they  have  a  strong  tendencj 
to  handle  things  for  themselves- -to  bring  the  sense  of 
touch  into  play.    Should  you  make  the    mistake  of 

TIME    FOR    FURNITURE  DEALERS 
TO  FEATURE  STOVES 

FURNITURE  dealers  who  handle stoves  should  begin  now  to  play 
this  line  np  strongly.  People 

who  are  fjoiiig  to  buy  a  stove  this  fall 
will  be  looking  around  l)efore  making  a 
selection.  Make  a  strong  effort  to  in- terest them  in  the  particular  stove  you handle, 

Tlie  accom]ianying  article  gives  some 
excellent  simgestions  on  stove  salesman- 
sliip,  wliile  the  attached  view  shows  an 
excellent  an  angcnieiit  of  a  stove  and 
kitchenware  de]'a  rt  niciit .  We  will  be 
interested  in  lieiring  from  furniture 
dealers  wlio  liandle  stoves  as  to  the 
methods  wliich   they   use  to  boost  sales. 

fishing,  it  requires  intelligence,  skill  and  experience. 
Your  skilful  fisherman  equips  himself  with  a  light  deli- 

cate tackle ;  an  assortment  of  flies  designed  and  selected 
with  a  keen  understanding  of  the  habits  and  nature  of 
the  wary  trout ;  and  a  fragile  wisp  of  bamboo.  In  the 
hands  of  an  amateur,  and  with  three  pounds  of  angry, 
active  trout  thrashing  the  water  and  fighting  for  life 
with  an  energy  that  makes  the  line  fairly  sing,  that 
tackle  and  rod  would  not  last  sixty  seconds. 

The  novice,  with  a  backward  swing  of  the  rod,  would 
attempt  to  yank  that  finny  dynamo  of  concentrated 
energy  out  of  the  water  and  on  to  the  bank,  instead  of 

•A  neatand  inRtriictive  hook  for  stove  salesmen,  entitled  "Team  Work  " has  just  been  issued  by  the  Michigan  Stove  Company,  Detroit.  While  coiii- piled  principally  for  the  use  of  dca  lei  s  handling  "( Jai  land"  stoves,  it  contains 
a  Ki-eat  many  suggestions  regarding  selling  m-  thods  and  stove  installation, which  make  it  valuable  for  stove  salesmen  generally. 

describing  and  talking  about  things  to  a  customer  who 
requires  to  be  shown  things,  you  will  quickly  discover 
that  your  customer  is  growing  restless  and  lacks  in- 

terest in  what  you  are  saying.  For  instance,  you,  per- 
sonally, may  be  much  interested  in  the  principles  of 

complete  combustion  and  the  proper  radiation  of  heat ; 
and  you  may  'be  standing  perfectly  still,  looking  your 
customer  in  the  eye,  and  talking  about  those  things  but 
not  demonstrating  them.  If,  under  those  circum- 

stances, your  customer  grows  restless  and  looks  at 
the  stove  instead  of  at  you — or  perhaps  touches  or 
handles  some  portion  of  the  stove — or  keeps  glancing 
around  the  room  while  you  are  talking,  you  may  be 
sure  that  you  have  been  making  the  mistake  of  telling 
things  to  one  who  required  to  be  shown  things.  Just 
change  your  tactics — commence  to  point  out  the  dif- 



34 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 
September,  1917 

ferent  visible  details  of  the  stove^ — and  then  note  how 
quickly  the  customer  warms  up  and  becomes  interested. 
Hand  one  of  the  lids  to  the  customer  with  the  request 
that  the  weight  be  noted,  and  call  attenion  to  the  ring 
on  the  underside  of  the  lid.  Explain  how  it  serves  to 

keep  the  lid  from  warping;  and  then  show  the  many- 
other  construction  features  of  merit.  Nine  times  out 

of  ten  3'ou  will  know  that  you  have  gained  the  custo- 
mer's full  and  undivided  attention^ — that  you  are  work- 

ing up  to  a  sale. 
Suppose,  on  the  other  hand,  that  you  are  making  the 

mistake  of  continually  showing  things  to  a  customer 
who  requires  to  be  told  things;  and  that  the  customer 
does  not  readily  respond  to  your  suggestions  to  look  at 
the  particular  portion  of  the  stove  about  which  you 

happen  to  be  talking.  Change  your  methods — tell 
about  the  composition  of  the  metals;  or  the  oven;  the 
goose-neck  flues ;  the  direct  draft  damper  system,  etc., 

and  note  how  quickly  you  gain  the  eustomer's  full  and 
undivided  attention. 

By  keeping  this  point  in  mind,  and  making  a  con- 
stant effort  to  classify  those  whom  you  meet  under  the 

headings  of  listeners  or  lookers,  you  will  shortly  be- 
come so  expert  that  you  will  be  able  to  size  up  a  cus- 
tomer almost  at  first  glance. 

Your  next  step  is  to  classify  your  customers  accord- 
ing to  their  number,  and  the  relation  they  bear  one  to 

the  other.  That  is  to  say,  if  you  have  more  than  one 
to  deal  with,  as  in  the  ease  of  husband  and  wife,  you 

should  decide  whether  it  is  a  ease  of  selling  the  "boss," 
or  of  selling  a  domestic  partnership.  Or,  in  the  case 
of  two  men  or  two  women  who  come  in  to  look  at 
stoves,  you  will  often  find  that  the  one  who  is  not  buying 
the  stove — who  just  came  along — is  the  one  who  must 
be  convinced.  Often  in  the  case  of  a  mother  and  young 
married  daughter,  you  will  discover  that  you  must  de- 

pend upon  the  mother  to  cast  the  deciding  vote — she 
has  had  years  of  experience,  and  it  is  only  natural  that 
the  daughter  should  look  to  her  advice. 

Possibly  you  already  know  these  things,  and  have 
been  making  good  use  of  them  :  or  you  may  have  been 
following  the  right  course  instinctively. 

One  thing,  however,  is  certain:  you  have  ei^^her  by 
accident,  instinct  or  intelligent  reasoning,  observed 
these  things  in  all  thf  cases  where  you  have  made  a 

sale.  In  those  cases  where  you  have  "fallen  down"  the 
real  cause  may  have  been  your  failure  to  diagnose  the 
case  correetly ;  or  it  may  have  been  due  to  causes,  sev- 

eral of  which  could  not  be  laid  at  your  door. 

Right  here,  it  may  be  well  to  eall"  your  attentinn  to the  fact  that  there  is  a  human  side  to  everyone.  Poor 
or  rich;  proud  or  humble;  grouchy  or  pleasant;  happy 
or  sad:  they  are,  after  you  have  dug  down  beneath 
their  shells,  .iust  ordinary  folks  like  all  the  rest  of  us. 

ft  will  be  of  further  help  to  you  if  you  Avill  regard 
your  cu'Jtomers  as  problems — when  you  make  a  sale 
you  have  solved  the  problem;  when  you  "fall  down" 
you  have  failed  to  solve  the  problem. 

Learn  to  meet  with  your  customer,  or  problem,  on  a 

basis  of  equality.  Remember  you  ar-^  iust  two  human 
beings  who  have  a  problem  to  solve — the  one  to  select 
a  stove,  the  other  to  sell  a  stove;  and  you  must  act  in 
harmony  or  the  deal  cannot  be  completed. 

Some  people  are  quick,  snappy,  and  active,  both  men- 
tally and  physically,  and  they  must  be  handled  in  a 

manner  in  harmony  with  their  temperament.  Others, 
again,  are  slow  and  easy-going,  and  must  not  be  driven 
too  fast.  They  like  to  consider  things  carefully,  and 
prefer,  in  a  measure  at  least,  to  sell  themselves.  Then 
there  is  the  suspicious  type,  who  act  as  though  they 

\vould  like  to  bite  every  word  you  utter  in  order  to  de- 
cide whether  it  is  good  truthful  coin  or  a  lying  counter- 

feit. With  that  type  it  is  always  well  to  gain  their  con- 
fidence by  giving  them  an  opportunity  to  prove  your statements. 

The  snobbish,  supercilious  type  an-  the  easiest  of  all 
to  handle,  provided  you  don't  allow  them  to  get  on 
your  nerves.  Just  ignore  their  manner,  and  contrive 
to  m-ake  them  feel  that  you  are  absolutely  happy  in 

being  permitted  to  wait  upon  them.  Don't  misunder- stand, it  is  not  meant  that  you  should  grovel  at  their 
feet  or  anything  of  that  sort :  but,  rather,  that  you  con- 

trive to  make  them  understand  that  you  are  so  thor- 
oughly at  peace  wih  yourself  and  with  them  that  you 

just  naturally  refuse  to  be  ruffled  by  anything  they 
say  or  do.  This  method  seldom  fails  to  tame  them 
down. 

Then  there  is  the  type  who  have  trouble  in  making 
up  their  minds;  who  prefer  to  lean  upon  and  be  guided 
by  others.  When- it  is  possible  for  them  to  do  so,  they 
always  bring  with  them  someone  in  whom  they  have 
confidence ;  and  in  such  cases  you  must  contrive  to 
convince  their  adviser.  When  they  are  compelled  to 

shop  alone,  they  search  around  until  they  find  a  sales- 
man in  whom  they  feel  they  can  place  confidence.  In 

those  instanees,  you  must  contrive  to  occupy  the  role 
of  adviser — to  gain  their  confidence.  In  order  to  do 
this  you  must  be  very  patient  and  very  sympathetic, 
and  be  truly  interested  in  their  problems. 

Then  there  is  the  type,  who  may  by  nature  be  any 
one  of  the  foregoing;  and  who  have  been  shopping 
around  from  one  store  to  another.  They  have  seen  so 
much  and  been  told  so  much  that  they  are,  as  a  usual 
thing,  so  confused  they  have  ceased  to  know  exactly 
what  they  do  want.  The  chances  are,  they  have  arrived 
at  the  point  where  they  have  developed  a  mental  pic- 

ture of  a  stove  that  represents  the  iDest  features  of  all 
the  stoves  they  have  been  shown.  Now,  it  should  be 
plain  that  there  is  not  in  existence  a  stove  that  would 
compare  favorably  with  the  mental  image  of  the  stove 
they  have  in  their  minds. 

Then,  when  you  knoAv  what  your  problem  it — just 
what  cooking  or  heating  recjuirements  you  must  satisfy 
— you  can,  with  safety,  go  ahead  and  demonstrate  the 
particular  stove  you  have  decided  will  best  fill  the  bill. 

In  every  instance,  with  every  customer,  your  first 
step  should  be  to  discover  just  what  are  the  actual 
cooking  or  heating  requirements. 

"If  you  have  a  bit  of  news. Send  it  in ; 

Or  a  joke  that  will  amuse, 
Send  it  in. 

A  story  that  is  true, 

An  incident  that's  new, We  want  to  hear  from  you! 
Send  it  in. 

Will  yjur  story  make  us  laugh? Send  it  in.  ^ 

Send  along  a  photograph," Send  it  in. 
Never  mind  about  your  style, 

If  it's  only  worth  the  while. 
And  ̂ vill  make  the  reader  smile, 

Send  it  in." 

— ^Exchange. 
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Speed  up  From  present  indications  there  is 
Fall  Trade  going  to  be   a  pretty  good  fall 

trade  in  furniture,  especially  for 
those  dealers  who  make  a  real,  genuine  effort  to  cash 
in  on  the  opportunities  that  will  present  themselves 
during  the  next  few  months.  Things  are  generally 
prosperous  in  Canada  and  under  such  circumstances 
there  is  bound  to  be  a  demand  for  furniture.  It  is  up 
to  the  dealer  to  make  the  most  of  it. 

In  addition  to  general  trade  in  furniture  that  makes 
itself  felt  at  this  time,  there  are  some  special  fields  of 
opportunity  that  are  well  worth  cultivating.  For  ex- 

ample, during  this  month,  a  goodly  number  of 
weddings  take  place  and  a  strong  bid  should  be  made 
for  the  trade  of  the  newly-wedded.  Beds  and  bedding 
also  come  into  prominence  at  this  time  as  well  as 
stoves.  Talking  machines  also  take  on  renewed 
activity.  All  these  lines  should  be  played  up 
strongly. 

Sale  of  Beds  It  is  time  for  the  furniture  dealer 

and  Bedding-  to  get  his  fall  campaign  in  beds 
and  bedding  under  way.  Even 

though  the  major  portion  of  actual  sales  may  come 
later  in  the  season,  there  is  a  recognized  advantage  in 
featiiring  these  lines  early.  It  stimulates  interest  in 
them  earlier  than  it  would  otherwise  be  aroused  and 
it  impresses  on  customers  that  you  are  specializing  on 
the  line  and  when  they  desire  to  purchase  their 
thoughts  will  be  more  likely  to  turn  to  your  store. 

One  way  in  which  many  dealers  could  profit  more 
would  be  to  take  full  advantage  of  the  assistance 

rendered  by  the  bed  and  bedding  manufacturers  f'-om 
whom  they  buy.  These  supply  free  booklets,  window 
cards,  newspaper  cuts^  and  in  many  cases  they  will 
give  you  window  lay-ou^s.  These  manufacturers 
realize  that  what  is  your.gain  is  theirs  also,  and  they 
are  interested  to  the  extent  of  helping  you  in  your 
sales  as  much  as  possible.  Make  the  most  use  possible 
of  all  available  forms  of  advertising,  especially  when 
most  of  them  are  given  to  you  gratis. 

#    #  * 

Cash  Cheques  It  is  a  good  policy  for  the  retailer 
Promptly  to  cash  all  cheques  that  he  re- 

ceives promptly.  To  neglect  to 
do  so  frequently  causes  trouble  and  occasionally  loss. 
Of  course,  if  looked  after  in  the  manner  that  they 
should  be,  there  should  bo  no  danger  of  losing  che(inos, 
but  somehow  they  are  not  so  carefully  looked  after  as 
the  money  which  they  represent  would  be,  and  the 
writer  knows  of  more  than  one  instance  where  chef|ues 
have  been  lost,  and  the  dealer  would  have  never  known 
about  them  if  the  issuer  of  the  cheque  had  not  noticed 
that  it  had  not  been  cashed,  and  was  honest  enough  to 
call  his  attention  to  it  and  give  a  duplicate. 

Failure  to  cash  cherjues  promptly  is  also  liable  to 
cause  considerable  trouble  on  account  of  being  held  so 

long  that  the  bank  account  of  the  issuer  is  depleted, 

and  the  cheque  is  sent  back  N.  S.  F.  "While,  in  most 
instances,  this  may  not  mean  any  direct  loss,  it  puts 
the  dealer  to  the  trouble  of  taking  the  matter  up  with 
the  issuer  of  the  cheque  and  the  adjustment  of  the 
matter  frequently  causes  strained  relations  between 
(he  dealer  and  customer  that  is  detrimental  to  business. 

Neglect  to  cash  cheques  promptly,  also  frequently 
causes  annoyance  to  the  issuer,  particularly  if  he  is  a 
business  man  and  the  cheque  is  held  over  the  end  of 
the  month.  When  his  bank  book  is  made  up  for  the 
month  he  finds  that  the  balance  does  not  agree  with 
that  shown  on  his  own  books,  and  he  is  put  to  the 
trouble  of  finding  out  the  reason  for  the  difference. 

For  all  these  reasons,  a  practice  should  be  made  of 
cashing  all  cheques  promptly. 

*   *  * 

Golden  Rule  "Do  unto  others  as  you  would 
Works  Both  Ways  they  should  do  unto  you."  The 

little  old  golden  rule  certainly 
reads  pretty  nice.  You  notice  how  a  man  will  get  a 
nicely  embossed  motto  with  the  aforesaid  words,  nail 
it  up  in  his  office  and  expect  the  world  to  regard  him  as 
a  model  of  courtesy,  honesty  and  all  the  other  desir- 

able things,  whether  he  practices  what  the  card 
preaches  or  not. 

That  is  just  the  trouble  with  the  golden  rule.  Thf 
average  person  is  ready  to  stand  up  and  cheer  for  it  at 
any  time,  but  in  actual  practice  is  only  ready  to  give  it 
his  support  when  it  suits  his  own  interests  and  con- venience.. 

Here  i?  a  recent  case  of  the  golden  rule  gone  wrong. 
A  village  furniture  dealer  whom  the  writer  called  upon 

not  long  ago  raised  "one  terrible  holler"  ajiainst  the 
local  grocery  man  because  the  latter  sent  away  to  a 
mail  order  concern  for  furniture.  This  dealer  wanted 
to  know  how  the  people  of  the  town  were  to  be  taught 
to  deal  at  home  when  a  merchant  in  the  town  was  set- 

ting them  such  a  bad  example  by  himself  sending  out 
of  town  for  his  goods. 

I  heartily  agreed  with  the  contention  of  this  dealer. 
I  think  that  all  our  readers  will  also.  However,  I 
would  like  to  mention  that  when  I  left  the  store  of 
this  dealer  I  found  a  drayload  of  groceries  standing  at 
the  curb.  It  was  addressed  to  him  and  was  from  one 

of  Canada's  largest  mail  order  houses. 
This  dealer,  like  many  others,  has  yet  to  learn  that 

the  golden  rule  works  both  ways. "K-  "if" 

Maintain  a  When  you   are    making   a  sale. 

Selling-  Attitude       stand  up  to  your  work  in  an  en- 
thusiastic   manner.      How  fre- 

(juently  the  salesman  will  kill  the  whole  force  of  his 
selling  argument  by  relaxing  at  the  end  of  his  talk. 

If  you  have  made  a  study  of  salesmen  you  will  know 
what  I  mean.  You  have  seen  a  clerk  put  his  selling 
argument  to  a  customer  in  a  forceful  manner  and  then 
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when  the  customer  is  just  upon  the  point  of  deciding, 
the  clerk  leans  up  against  the  counter  or  back  on  the 
shelving,  or  totters  on  one  foot,  and  this  relaxation 
from  the  work  in  hand  lets  the  force  out  of  the  sales 
talk  as  a  pin  prick  lets  the  gas  out  of  a  balloon. 

Stand  up  to  j'our  work  and  look  the  customer  in 
the  eye  while  he  or  she  is  making  a  decision.  In  this 
way  the  mind  of  the  customer  is  kept  strongly  focused 
on  the  article  under  discussion  and  a  sale  is  much  more 
liable  to  be  effected. 

#   *  * 

Fall  Don't  overlook  making  arrange- 
Advertising  ments,  if  you  have  not  already 

miade  them,  for  carrying  on  a 
vigorous  advertising  campaign  this  fall.  If  th? 

campaign  is  to  be  vigorous,  and  that's  what  it  should 
be,  it  cannot  be  effectively  done  unless  much  thought 
and  preparation  is  given  to  it. 

Some  people  seem  to  think  that  advertising  copy  can 
be  prepared  on  the  impulse  of  the  moment.  Those 
who  think  so  are  usually  in  the  habit  of  waiting  until 
a  call  for  copy  is  made  and  then  tearing  off  a  piece  of 
wrapping  paper  and  hurriedly  scribbling  down  what 
they  consider  words  sufficient  in  number  to  fill  the 
allotted  space  in  the  local  newspaper.  Occasionally, 
no  doubt,  a  fairly  good  ad.  is  written  in  this  way.  But 
most  times  it  is  the  very  opposite  that  is  produced. 
But  it  is  not  occasionally  that  a  good  ad.  should  be 
written.  It  should  be  good  all  the  time.  And  it  can 
be  made  good  all  the  time,  if  proper  time  and  thought 
are  given  to  its  preparation. 

If  you  have  any  doubt  on  this  score  study  the  ad- 
vertisements of  those  who  are  consistently  turning  out 

good  copy.  And  with  practice  all  can  turn  out  good 
copy,  for  it  is  merely  putting  on  paper  either  store 
news  or  selling  talks. 

Detriment  of  Too  It  is  a  very  nice  thing  for  the 
Much  Surplus  dealer    to    have    a  considerable 
Cash  amount  of  surplus  cash  in  connec- 

tion with  his  business,  but  unless 
he  watches  himself  it  is  liable  to  prove  a  detriment. 
For  one  thing,  if  he  has  plenty  of  cash  and  payments 
can  be  easily  met,  he  is  inclined  to  buy  too  freely  and 
to  allow  his  stock  to  become  larger  than  necessary.  A 
good  many  dealers  now  in  fair  circumstances,  will  have 
to  admit,  if  they  are  perfectly  frank,  that  when  they 
had  less  money  they  kept  their  stock  in  just  as  good 
shape  in  so  far  as  ability  to  give  customers  good  ser- 

vice is  concerned,  and  yet  had  considerably  less  money 
tied  up  in  stock.  They  did  this  because  it  was  ne- 

cessary. It  is  unfortunate  that  they  do  not  continue 
to  maintain  their  old-time  efficiency  in  stock-keeping 
and  buying. 

To  the  dealer  who  gives  credit,  a  ready  supply  of 
money  is  frequently  a  bad  pitfalli  It  causes  him  to 
be  too  lenient  with  customers  who  have  accounts  over- 

due and  not  only  does  he  lose  considerable  money  by 
allowing  accounts  to  remain  outstanding  too  long,  but 
he  loses  the  interest  on  the  money. 
Money  is  worth  a  good  figure  these  days,  and  if  the 

dealer  has  any  surplus  cash  he  should  have  it  working 
for  him,  either  in  extending  his  business  or  otherwise 
invested.  Good  Canadian  Government  and  Municipal 
bonds  of  unquestioned  safety  of  principal,  and  yielding 
from  5  to  6  per  cent,  can  be  purchased  to-day,  or  indus- 

trial bonds  yielding  even  a  higher  percentage  and  which 
vary  little  in  value  are  obtainable.  These  are  a  good 
means  for  investment  for  the  business  man  because 

they  combine  safety  of  principal  with  a  good  interest, 

and  most  of  them  can  be  turned  into  cash,  if  necessary, 
on  short  notice. *  *  * 

Preparing  for  There  is  an  old  saying  to  the  effect 
the  Future  that  in  the  time  of  peace  prepare 

for  war.  It  is  also  a  good  thing  in 

time  of  prosperity  to  prepare  for  the  inevitable  reac- 
tion in  trade.  At  the  recent  annual  meeting  of  one  of 

Canada's  leading  banks  the  president  tendered  some 
good  advice  on  this  point.  In  brief,  he  urged  busi- 

ness men  to  be  very  cautious  at  this  time  to  undertake 
no  capital  expenditures,  even  at  the  cost  of  prospective 
profit.  Of  course  he  did  not  mean  to  say  that  there 
should  be  no  new  capital  expenditures,  but  that  they 
should  not  be  undertaken  as  mere  ventures.  In  other 
words,  that  there  should  be  a  solid  reason  for  every 

capital  expenditure. 
This  is  particularly  good  advice  at  this  time.  We 

in  Canada  are  enjoying  exceptional  prosperity,  but 
much  of  it  is  due  to  the  war,  which  has  created  an 
enormous  demand  for  nearly  everything  the  country 
produces.  But  when  the  period  of  readjustment  comes, 
as  it  certainly  will  when  hostilities  cease,  it  is  well  that 
every  business  man,  whether  he  be  manufacturer  or  re- 

tailer, should  not  find  himself  top-heavy. 
It  is  always  well  to  be  prepared,  in  business  as  well 

.as  at  sea,  for  sudden  squalls. 
*  *  * 

Patronize  Your  In  every  country  there  is  a  cleav- 
Local  Papers.  age    of    interests    betAveen  two 

classes  of  merchants — the  mail 
order  houses  in  the  large  centres  versus  the  local  mer- 

chants in  the  smaller  cities,  towns  and  villages  of  the country. 

The  mail  order  houses  use  the  metropolitan  dailies 
and  catalogues,  in  the  efforts  to  invade  the  territory  of 
the  local  merchants. 

To  offset  this  influence  retail  merchants  all  over  the 
country  should  advertise  in  their  home  paper,  and 
should  in  every  way  help  the  local  paper  to  greater 
strength  and  influence. 

There  is  a  definite  cleavage  of  interest  between  the 
local  paper  and  the  metropolitan  daily.  The  interests 
of  the  retail  merchant  lie  with  the  local  papers,  and  it 
is  to  your  interest  to  help  them  in  every  way.  espe- 

cially hy  wide-awake,  aggressive  advertising,  calcu- 
lated to  offset  and  withstand  the  encroachment  of  the 

mail  order  houses.  D.  0.  M. 

The  Man  Who  Didn't  Succeed 
They  sing  of  the  men  who  build  the  mills 

And  girdle  the  earth  with  steel; 
Who  fill  the  hour  and  wield  the  power 

That  moulds  the  public  weal. 
Honour  to  them  that  in  honour  do 

The  work  bhat  the  world  must  need, 
And  yet  in  chief  I  hold  a  brief 

For  the  man  who  didn't  succeed. 

Admitting  it 's  true  that  he  did  not  make The  most  of  his  talents  ten, 
He  won  no  pelf  nor  raised  himself 

At  the  cost  of  his  fellow  men. 
His  hands  are  clean,  his  heart  is  white, 

His  honor  has  been  his  creed — 
Now,  who  are  we  to  say  that  he 

Is  'the  man  who  didn't  succeed? 
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Practical  Suggestions  for  the  Furniture  Retailer 

Idtas  and  plans  that  can  be  used  by  the  furniture  dealer  to  promote  trade. 

A CERTAIN  fanner  bought  a  roll-top  desk.  His 

business  had  grown  out  of  the  old  "secretary" 
of  his  father's  fathers.  He  turned  one  corner 

of  the  dining  room  into  an  office — much  to  his  wife's 
indignation.  Later  entered  otfice  chairs  and  a  filing 
system.  It  sharpened  his  appetite,  even  at  Sunday 
dinner,  just  looking  at  them.  And  it  sharpened  the 
domestic  economy.  Business  began  to  appear  in  a 
great  many  forms.  The  housework  moved  more 
methodically.  The  maids  worked  with  less  chatter. 

Everything  grew  magically  shipshape.  The  desk  had 
done  it.  The  dealer  whose  territory  adjoins  a  pros- 

perous farming  district  may  find  an  idea  in  the  above 
occurrence. 

slii)s,  etc.  I  verify  extensions  and  additions.  I  con- 
duct a  bank  account  separate  from  my  bank  book  and 

both  have  to  agree  at  the  end  of  the  month." 

MAKE  PRACTICE  OF  CLOSE  CHECKING 

"1  make  a  practice  of  checking  up  all  freight  bills 

and  invoices  very  closely,"  stated  an  Ontario  dealer 
to  The  Furniture  World  recently.  "In  fact,  with  me, 
checking  in  various  ways  is  almost  a  hobby.  Quite 
often  it  proves  a  valuable  hobby,  too,  but  it  also  gives 
one  a  feeling  of  confidence  that  he  is  not  being  over- 

charged and  that  profits  are  not  being  cut  down  by 
mistakes. 

"I  would  like  to  say  that  a  person  cannot  judge  as 

to  the  value  of  checking  by  one  day's  experimenting, 
or  a  week  either.  Probably  for  a  week  no  mistakes 
may  be  found  and  then  suddenly  there  will  be  a  bunch 
of  them  all  at  once. 

"I  check  everything  where  there  is  liable  to  be  any 
mistakes — freight  bills,  invoices,  statements,  counter 

THE  SMALL  ADVERTISER  AND  HIS  COPY 

Smaller  retail  merchants  sometimes  become  discour- 
aged by  the  competition  in  newspaper  space  of  larger 

stores.  They  imagine  that  people  do  not  read  the 
smaller  notices. 

Any  newspaper  man  can  give  incidents  out  of  his 
personal  experience  showing  the  contrary.  A  man 
with  a  very  small  space  indeed  often  tells  his  story  in 
such  a  pertinent,  business-like,  conversational  way, 
that  readers  turn  to  his  little  ads.  just  as  an  operator 
turns  to  the  stock  market. 

It  does  not  take  a  gift  for  saying  smart  and  sharp 
things  to  make  this  kind  of  impression.  It  is  simply 
the  idea  of  writing  as  you  talk,  saying  the  things  in 
advertising  that  you  would  say  to  a  customer  if  you 
had  him  before  the  counter. 
A  merchant  who  desires  to  try  advertising  in  a 

small  way  should  have  his  notice  put  somewhere  near 
the  same  place  right  along.  He  should  not  try  to  say 
too  much  in  that  space.  Just  a  few  words  each  time, 
about  some  particular  thing,  is  most  effective. 

It's  great  stuff'  for  the  furniture  dealer  or  any  retail 
merchant  if  he  can  pull  down  profit  from  adopting  a 
plan  that  some  other  dealer  has  gone  through  with  all 
the  travail  and  experience  and  initiative  work  that  has 
made  a  success  of  the  plan. 

The  Dining  Room 

is  essentially  the  most  important  room 
in  the  home.  Every  day  it  is  in 
use,  therefore  reliable  and  strongly 
huiit  furniture  is  necessary. 

Attractive  furniture,  artistically 
arranged,  gives  the  home  that  in 
desf rihable  air  of  contentment  which 
makes  the  song  "Home  Sweet  Home" so  appealing. 
THE   SUITE   DISPLAYED  IN  OUR 

WINDOW 
is  the  most  outstanding  value  we 
have  shown,  the  price  is  so  moderate 
that  it  will  appeal  to  all — the  quality and  workmanshi])  are  guaranteed. 

The  Suite  is  tastefully  finished  in 
the  popular  fumed  shade,  and  com- 

prises Buffet,  China  Cabinet,  Exten- sion Table,  One  Arm  Chair  and  Five Side  Chairs   
The  design  is  neat  and  attractive 

throughcut,  displays  good  taste  and 
at  the  extremely  low  price  is  a 
bargain. 
The 
Suite 
Complete 

$71.50 

Made  by 

Canadian 
Workmen 

Campbell  &  Campbell 

Visit  our  newly  furnished  three- room  suite. 

The  Living  Room 

— is  the  ''beauty  spot"  of  your 
home.  Your  friends  criticize  your 
taste  from  the  appearance  of  your 
"best  room."  It  can  be  made  very 
attractive  at  a  very  small  outlay. 

To  give  you  an  idea  how  inex- 
pensively and  artistically  a  room  can 

be  furnished  we  have  fitted  up  a 
complete  living  room  inside  our  store 
showing  a  Three-Piece  Suite  made 
from  selected  quarter  cut  oak,  fumed 
finish,  upholstered  in  brown  leather, 
removable  spring  cushion  seats  with 
upholstered  panel  backs,  especially 
designed  for  comfort  and  appearance. 

This  is  an  extremely  elegant  suite 
at  an  exceedingly  moderate  cost. 
Suite  complete    $50 

Have  you  seen  the  Dining  Koom 
Suite  displayed  in  our  Rosser  win- 

dow? It's  worthy  of  your  inspec- tion. 

Campbell  &  Campbell 
Comi)lete  House  Furnishers. 

SANITARY 

CORK  LINOLEUM 

Our  imported  linoleum  is  made  from 
the  very  best  ingredients  obtainable. 
It  is .  made  principally  from  ground 
cork,  which  is  the  most  resistant  and 
durable  material.  Linoleum  has 
been  perfected  to  such  an  extent,  both 
in  quality  and  design,  that  it  is  now 
suitable  for  every  room  in  the  house. 
The  beautiful  Oak  Plank  aud 

Parquetry  Designs  are  especially 
suited  for  hall  and  living  room.  An 
exceptionally  large  choice  of  Block, 
Marble  and  Tile  Designs  for  dinini; 
room,  kitchen  and  batlirconi.  Dainty 
Floral,  Matting  and  Carpet  Designs 
for  bedroom. 

EVERY    YARD  GUARANTEED 
LINOLEUM  LAID  FREE  OF 

CHARGE 

We  have  a  preparation  for  linoleum 
which  has  been  thoroughly  tested  and 
has  proved  satisfactory.    Try  a  can. 

Campbell  &  Campbell 
Artistic  House  Furnishers. 

Campbell  &  Campbell,  of  Brandon,  Man.,  use  spacii  in  the  local  i)aper  regularly  and  with  good  r(>sult.s.    Wc  reproduce  some  samples  ot 
tlioir  advertising  licre.   The  ads,  are  reduced  from  the  originals.   
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 

Suggestions from  the 

Canadian 
Factories 

No.  780.— New  three-piece  set  in  latest  tapestry  covering,  one  of  the 
new  designs  from  the  Gold  Medal  Furniture  Mfg.  Co.'s  line. 
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No.  112.— New  pedestal  manu- 
factured by  the  Elora 

Furniture  Co., 

Ltd.,  Elora.  • 

No.  6370.  — Vew  d  ivenport  being  .shown  by  the  Canada  Furniture Manufacturers,  Ltd. 
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One  of  tlie  seven  new  brass  '  war"  bed?  now  being  manufactured  by  Ihe  Parkhill  Manufacturing  Co., 
Ltd.,  its  special  features  being  one  inch  posts  and  small  top  mounts,  resulting  in  a  better- 

proportioned  and  lower-priced  brass  bed  to  meet  the  spirit  of  economy 
now  so  prevalent. 
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No.  H3.— New  bed,  in  solid  mahogany,  Adams  period  design,  manufactured  by  tlie 
Elora  Furniture  Co.,  Ltd.,  of  Elora,  Ont. 
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No.  304,  305,  306.— Utility  boxes  of  basswood,  covered  in  assorted  chintz,  manufactured  by 
the  H.  E.  Furniture  Co.,  Ltd.,  of  Milverton,  Ont. 
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^  Introducing  the  New  Pathe 

Period  Design  Cabinets. 

q  Marking  the  beginning  of  a 

new  era  in  Phonograph  con- 

struction. 

^  An  epoch  making  event  of 

profound  importance  to  every 

Dealer  mterested  in  increas- 

ing his  sales. 

Pathe  Freres  Phonograph  Co.  of  Canada,  Limited,  Toronto 
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MODEL  NO.  40 

Finished  in  Mahogany  or 
Fumed  Oak 

Retail  Price,  $40.00 

The  New  Pathe 

Period  Designs 

HE  new  Pathe  Cabinets  are    "objets  d'art." 
temples  of  the  music  that  pours  from  them. 

Worthy 

In  the  development  of  sound-producing  instruments,  nothing  has 
been  more  "out  of  tune"^ — more  discordant — more  jarring — 
than  the  plain — often  ugly — ^boxes  in  which  many  makers  housed 
their  instruments. 

It  is,  therefore,  fitting  that  the  Pathephone.  which  has  attained 

such  signal  superiority  in  musical  and  mechanical  directions, 
should  also  lead  the  way  in  the  beauty  of  its  appearance. 

Exquisite  examples  of  furniture  periods  most  famous  in  history 
have  been  selected  as  the  models  for  the  Pathe  Period  Cabinets. 
The  result  is  a  collection  of  instruments  unique  and  beautiful. 

The  Pathe  period  design  cabinets  place  the  Pathe  agent  in  the 

unique  position  of  offering  exclusively  a  line  of  instruments 
which  will  appeal  immediately  to  the  buying  public  as  being 

new,  classic  and  artistic  and  of  extraordinary  value. 

Bearing  in  mind  that  the  Public  is  no 

longer  going  to  be  satisfied  with  com- 
monplace designs,  far-seeing  dealers 

are  now  ordering  Pathephones. 

MODEL  NO.  175 
(William  and  Mary) 

Mahogany   and   Black  Walnut 
Retail  Price,  $175.00 

MODEL  NO.  200 

(Queen  Anne) 
Mahogany  or  Black  Walnut 

Retail  Price,  $200.00 

MODEL  NO.  325   (Louis  XVI.) 

Mahogany    (Ivory,  Old  Gold 
to  special  order) 

Retail  Price,  $325.00 

Pathe  Freres  Phonograph  Co.  of  Canada,  Limited,  Toronto. 
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The  Pathephone  is  Supreme 

— in  Beauty 

— in  Musical  Perfection 

I N  Europe,  Pathe  supremacy  in  the  phonograph  business  has 
been  acknowledged  for  twenty  years. 

Here  in  America  the  Pathe  name  is  rapidly  assuming  the  same 
significance. 
Pathe  accomplishment,  Pathe  quality,  and  Pathe  service  all  give 
the  Pathe  line  an  individuality  possessed  by  it  alone. 

For  many  years  the  talking  machine  business  in  Canada  has  been 
marking  time,  but  now  Pathe  brings  a  vastly  improved  method. 
The  Pathe  record  is  played  with  a  round,  polished,  permanent 
sapphire  ball.     There  are  no  needles  to  change,  and  there  is  no 
wear  on  the  record. 

Consider  these  big  Pathe  advantages: 

Model  NOi 

Mahogany,  Golden  or  Fumed 

Oak Retail  price,  $65.00 

1st.  The  Permanent  Sapphire  Ball — no  dig- 
ging, tearing  needles  to  change. 

2nd.  Records  that  will  wear  thousands  of 
times. 

3rd.  An  all  wood  tone  chamber.  Most  tone 
chambers  are  made  of  part  wood  and 
part  metal.  The  Pathe  tone  chamber  is 
constructed  of  all  wood  on  the  principle 
of  a  violin. 

4th.  Pathe  Tone  Control — ^an  ingenious  de- 
vice enabling  j'ou  to  regulate  the  force 

and  intensity  of  sound  at  will. 
5th.  Plays  jierfectly  all  makes  of  records — 

the  Pathephone  is  equipped  to  play  Vic- 
tor, Columbia  and  Edison  records,  as 

well  as  the  Pathe,  thus  placing  at  the 

disposal  of  the  jjurehaser  not  only  the 
extensive  Pathe  repertoire,  but  the 
com;bined  range  of  records  the  world 
over. 

6th.  The  exclusive  period  design  caibinets. 
7th.  The  greatest  trade  mark  in  the  world — 

seen  by  millions  of  people  every  day  in 
the  leading  picture  shows  of  Canada — 
couples  up  the  Pathe  agent  with  the 
famous  Pathe  pictures. 

8th.  A  complete  line  of  instruments  rang- 
ing in  price  from  $40.00  to  $325.00-- 

a  machine  to  meet  the  purchasing  ca- 
pacity of  every  possible  customer. 

9th.  A  repertoire  of  double  disc  records, 
unique,  comprehensive  and  artistically 

perfect. 

MODEL  NO.  250 

(iSheraton  Inlaid) 
Antique  Brown  Mahogany 

Retail  Price,  $250.00 

MODEL  NO.  125 

(Adams) 
Mahogany  or  Fumed  Oak 

Retail  Price,  $125.00 

Pathe  Freres  Phonograph  Co.  of  Canada,  Limited,  Toronto. 

MODEL   NO.  90 

Mahogany  or  Fumed  Oak 
Retail  Price,  $90.00 
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•and  then 

as  if  making  full  measure,  "pressed  down  and  run- 

ning over,"  to  all  the  other  advantages  the  Pathe 
agent  possesses  over  his  competitors,  there  are — 

A  magnified  view  of- 
the  Pathe  Sapphire 
Ball,  compared  with 
the  usual  steel  needle. 

This  explains  the  ever- 
lasting wear  and  su- 

perior reproduction. 

Pathe  Records 

The  combination  of  the  Pathephone  and  Pathe 

records  cannot  be  equalled,  and  Pathe  agents  wel- 
come competition  confident  of  the  ultimate  result. 

Firstly  the  music  produced  by  the  Pathe  method  of 
recording  with  its  broad  sound  waves,  together  with 

the  reproduction  by  the  Sapphire  Ball,  is  full,  rich, 

natural,  undescribably  sweet. 

Secondly  the  Pathe  Freres  were  the  first  phonograph 

manufacturers  in  the  world  to  employ  high-priced 
operatic  talent.  Many  of  the  great  Pathe  artists 

are  favorites  in  America.  Equally  well-known  and 
included  in  the  Pathe  library  are  such  interna- 

tionally famous  artists  as: 

Muratore Ancona Urlus 

Giorgini Bouinsegna Note 

Ober Constantino 
Bassi Albani Journet Didur 

Sammarco Burrian 
Bispham 

De  Cisneros Slezak 

Ganz 
Fitziu Thibaud 

Althouse 
Cavalieri Titta  Ruffo Howard 

Progressive  merchants  are  invited  to  send  for 

catalogue  and  confidential  booklet,  "A  Word  With 

You." 

Write  Now — to-day. 

Don't  wait  until  your  territory  is  awarded  to 

your  competitor. 

Pathe  Freres  Phonograph  Co.  of  Canada^Ltd . 

Factories  and  Head  Office: 

4-6-8  Clifford  Street,  TORONTO,  Canada 

Western  Distributors: R.  J.  Whitla  &  Co.,  Winnipeg,  Man. 
Maritime  Province  Distributors:  H.  L.  Hewson  &  Son,  Limited,  Amherst,  N.S. 

C.  W.  Lindsay,  Limited,  Montreal. 
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Personality  in  Business 

IN  the  business  world  of  to-day  we  hear  a  great  deal 
about  personality.  What  is  the  meaning  of  this 

word  "personality."  To  my  mind  personality  is 
character  personified — that  undefinable  something — 
that  atmosphere  which  every  individual  creates  within 
and  around  himself.  In  short,  it  is  the  reflex  of  the 
inner  life. 

Effect  of  Personality 

But  you  say,  "What  has  this  to  do  with  business?" 
Well,  it  all  depends  on  how  you  use  it,  and  whether  for 
good  or  for  bad.  Very  often  it  holds  the  key  to  suc- 

cess. Very  often  in  social  or  business  life  you  come 
in  contact  with  a  certain  individual  you  have  never 
seen  before  and  know  nothing  whatever  about,  but 
whom  you  are  instinctively  drawn  in  closer  relationship 
with.  You  seem  to  trust  him  without  reserve.  His 
personality  has  a  great  effect  on  you. 

Another  man  may  have  what  you  might  call  a  strik- 
ing or  commanding  appearance  personality — he  is  one 

who  has  great  driving  power  and  is  able  to  command 
men.  Another  may  have  what  we  call  a  charming 
personality,  and  such  generally  hold  the  key  to  suc- 

cess in  the  social  world. 

Its  Value  to  the  Dealer 

How  can  we,  as  employees,  use  this  thing  we  call 
personality  in  our  business  for  the  building  up  and 
retaining  of  trade.  Our  trade  brings  us  into  contact 
mostly  with  the  opposite  sex  who  are  more  or  less  of 
a  high-strung  temperament  and  naturally  sensitive,  and 
therefore  recoil  at  any  form  of  brusqueness  or  impolite- 
ness. 

It  is  necessary  to  bear  in  mind  that  we  depend  on  the 
public  for  our  patronage  and  it  therefore  behooves  us 
to  wait  on  every  customer  with  courtesy  and  polite- 

ness, to  try  and  gain  their  confidence  and  retain  it,  to 
make  customers  feel  that  it  is  a  pleasure  to  deal  at 
j'our  store. 

You  cannot  lay  down  any  hard  and  fast  rules  for 
serving  the  various  classes  of  eustnineis.  At  all 
times  you  must  exercise  tact  and  good  judgment.  You 
should  make  a  study  of  diplomacy.  Treat  each  one 
with  courtesy,  anticipating  their  wants  and  showing  a 
willingness  to  serve.  These  are  essentials  in  our  busi- 

ness. They  have  proved  the  bed  rock  on  which  the 
foundation  of  many  a  large  and  successful  business 
has  been  laid. — J.  Ferguson. 

PRICE  AND  DISPLAY  CARDS  IN  FALL  CAMPAIGN 

In  both  the  window  and  interior  displays  a  liberal 
use  should  be  made  of  price  and  display  cards.  With- 

out them  the  selling  value  of  displays  is  undoubtedly 
greatly  diminished.  The  only  argument  against  the 
use  of  price  cards  is  that  they  convey  information  to 
competitors.  But  it  is  an  argument  too  weak  to  be 
tenable.  At  any  rate  the  dealer  that  would  lessen  the 
effectiveness  of  a  window  display  or  any  other  selling 
agency  from  fear  of  enlightening  competitors  is  not 
of  the  courageous  type  of  business  men  that  make 
their  mark  in  the  world. 

Paddle  your  own  canoe,  and  don't  look  over  your shoulder. 

Talking  Machines 

One  thing  that  the  dealer  should  not  overlook  dur- 
ing the  fall  campaign,  is  talking  machines.  It  is  true 

they  are  seasonable  the  year  around.  But  they  are 
particularly  seasonable  in  the  autumn,  when  people 
are  taking  to  indoor  instead  of  outdoor  amusements. 
They  should  have  a  place  in  all  the  advertising  matter 
and  in  the  window  displays,  while  during  business 
hours  one  or  more  should  be  kept  in  operation  for  the 
entertainment  of  customers. 

TALK  QUALITY— FORGET  PRICE 

When  you  buy  a  suit  does  a  real  salesman  begin 
with  "Oh,  this  is  awful  cheap?"  No,  he  might  thus 
offend  you,  he  speaks  of  its  wearing  qualities,  of  the 
attractive,  modish  cut,  the  value  of  the  wool,  the  dis- 

tinctive pattern,  and  goes  on  with  clever  idealization, 
all  however,  within  the  limits  of  truth,  until  he  has 
made  the  garment  so  attractive  that  when  the  price  is 
finally  mentioned,  you  are  involuntarily  pleased  at  the 
seemingly  low  figure. 

Do  this  in  selling  your  furniture,  and  the  kindred 
lines  you  may  carry.  The  average  consumer  is  in- 

telligent and  seeks  to  know  the  why  and  wherefore,' 
he  does  not  wish  to  buy  or  use  anything  blindly. 

Never  try  to  sell  a  man  off  his  guard,  persuade  him 
step  by  step,  he  then  buys  intelligently  and  in  turn 
influences  others.  Create  a  conception  in  his  mind  of 

not  only  how  he  can  get  his  money's  worth,  but  a 
profit  on  his  purchacc. — The  Furniture  Worker. 

Excellent  room  arrang'enicnt  for  featurintr  furniture  diirinir  t  lio  fall  caiimaiirn 
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Teaching  is  Keynote  of  Modem  Business  Efficiency 

The  merchant  who  wishes  to  progress  will  find  it  profitable  to 
teach  and  train  his  employees  to  a  high  degree  of  efficiency. 

TEACHING  employees  how  to  think  right  is  100 
p.e.  better  than  scolding  and  correcting  mis- 
takep.  "Teach — study — learn"  is  a  good  motto 
for  every  business  man,  and  the  merchant  who 

makes  this  his  principle  of  business  conduct  will  not 
have  to  scratch  his  head  and  worry  because  of  dwind- 

ling trade  and  profits. 

Lack  of  Training  Costly  to  Merchant 

One  of  the  greatest  causes  for  failures  in  retail  busi- 
ness is  the  lack  of  training  on  the  part  of  employees. 

Merchants  who  have  spent  many  years  in  trade,  gaining 
at  the  price  of  many  hard  knocks  and  disappointments, 
that  priceless  thing — experience — all  too  often  will 
hire  a  young  man,  green  in  business,  put  him  behind  a 
counter  and  expect  him  to  work  out  his  own  salvation 
with  practically  no  training  beyond  a  few  hints  the 
first  morning  he  is  started  in.  Experience  is  a  dear 
teacher,  and  true  to  this  old  law,  the  young  clerk  pays 
a  dear  price  for  the  experience  which  eventually  will 
enable  him  to  be  of  value  to  an  employer.  This  cost 
raiist,  by  the  nature  of  things,  come  out  of  his  em- 

ployer's profits.  If  the  bookkeeper  in  almost  any  store 
could  know  the  true  costs  and  make  his  entries  ac- 

cordingly, the  greatest  item  on  the  debit  side  would 
be  experience. 

Progress  Goes  Hand  in  Hand  With  Education 

Nothing  will  erase  this  charge  against  merchants' 
profits  so  effectively  as  schools  for  employees.  Pro- 

gress goes  hand  in  hand  with  education.  This  is  as 
true  in  relation  to  merchandise  as  in  relation  to  science 
or  any  other  endeavor.  Business  is  an  evolution  and 
each  year  calls  for  new  methods.  Conditions  in  trade 
are  constantly  changing,  making  new  demands  upon 
the  merchant  and  his  employees.  The  man  who  is 
studying  and  teaching  those  in  his  employ  how  to  meet 
and  solve  the  problems  of  each  changing  year  is  the 
man  whose  store  attracts  and  draws  the  trade  of  the 
community. 

There  has  been  an  awakening  in  every  field  of  en- 
deavor along  the  line  of  industrial  education.  No 

longer  does  the  word  "school"  suggest  bare  legs, 
blouse  waists,  gingham  dresses  and  pigtail  braids.  The 
school  bell  of  the  twentieth  century  is  sounding  beyond 
the  nursery  and  sending  its  call  into  factory,  office, 
field  and  store. 

For  example,  we  have  the  Hundred  Point  Club  which 
holds  conventions  at  Dayton,  Ohio.  This  club  is  com- 

posed of  salesmen  of  The  National  Cash  Register  Com- 
pany, who  have  done  a  stated  amount  of  business  dur- 

ing a  year.  It  is  attended  by  representatives  of  the 
company  from  all  parts  of  the  world.  The  purpo.se  of 
the  convention  is  to  teach — to  teach  improved  selling 
methods — to  discuss  problems  of  the  store,  office  and 
factory,  and  how  they  can  be  solved  by  use  of  the  pro- 

duct of  this  concern. 

Courses  in  Colleges  for  Merchants 

In  the  States,  too,  some  of  the  leading  colleges  have 
organized,  or  are  considering  establishing  courses  of 
fhidy  especially  adapted  to  the  needs  of  merchants. 

This  indicates  that  the  necessity  for  schools  of  business 
is  being  felt  to-day  more  strongly  than  ever  before. 
The  successful  merchant  of  the  present  and  the  future 
will  be — not  the  man  whose  store  is  the  most  popular 
lounging  place  for  the  idle,  but  the  man  who  is  study- 

ing and  using  system  in  storekeeping — the  best  way 
to  give  quick  service — the  value  of  accurate  records  in 
business — the  best  way  to  stimulate  ambition  in  his 
clerks — to  keep  his  customers  satisfied,  and  the  many 
other  problems  whose  solution  make  for  either  success 
or  failure  in  business. 

Every  Merchant  can  Conduct  a  School  for  His  Clerks 

It  does  not  require  hundreds  or  thousands  of  em- 
ployees to  make  an  interesting  business  school.  In 

fact,  a  problem  in  our  high  schools  and  colleges  is  to 
keep  classes  small  in  numbers — the  smaller  the  class, 
the  better  and  more  efficient  work  it  can  do. 

The  mercliant  who  has  a  few  clerks  in  his  store — 
anxious  to  progress  and  make  his  store  stand  out  as 
the  most  efficient  of  his  neighborhood,  or  community, 
can  hardly  do  better  than  start  a  school  to  improve 
their  salesmanship — train  them  to  be  careful  and  accur- 

ate in  handling  money — establish  incentives  to  increase 
each  clerk's  sales — in  short,  to  get  the  results  from  his 
business  that  every  proprietor  has  a  right  to  expect. 

Efficient  Employees  are  Essential 

Merchants  can  profit  from  the  example  set  by  in- 
dustrial concerns.  They  are  studying  new  methods  and 

adopting  new  ideas  all  the  time — training  their  em- 
ployees to  be  more  efficient — stimulating  ambition — 

making  them  feel  that  they  are  not  "so  called"  cogs 
in  the  wheels  of  industry,  but  important  and  effective 
factors  that  make  business  and  industry  everywhere 
successful — useful — efficient. 

Just  as  the  human  factor  in  business  is  demanding 
greater  attention  than  ever  before,  so  merchants  every- 

where are  coming  to  realize  that  men  and  women — 
their  clerks  and  employees,  are  as  important  elements 
in  their  success  as  the  stock  of  goods  they  eai-ry,  or  the 
location  of  the  store.  A  good  location  and  good  stock 
of  goods  are  factors  of  business  success  which  need  no 
argument  here.  The  third  element — trained,  efficient 
employees — the  connecting  link  between  store,  goods 
and  customers — requires  more  attention  to-day  than 
ever  before  from  the  proprietor.  The  storekeeper  who 

is  to  keep  pace  with  the  developments  of  modern  busi- 
ness will  follow  the  leaders  of  industrial  education — 

will  teach  and  train  his  help  through  definite  methods 
— through  a  school  for  his  employees — to  accomplish 
the  definite  results  he  is  after  in  his  business. 

FOUR  REQUISITES  OF  A  GOOD  SALESMAN 

Belief  in  himself. 

Belief  in  the  goods  he  is  selling. 
Firm  conviction  that  he  is  doing  all  mankind  a 

service  in  allowing  them  to  purchase. 

Ability  to  tell  the  people  about  it  in  interesting 
fashion. — Ex. 
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Merchandising  Suggestions  From  Our  Exchanges 

Methods  and  ideas  in  furniture  retailing  as  seen  by  other  journals 

WATCH  YOUR  PROFITS 

HERE  is  a  practical  suggestion:  Watch  your  pr
o- 

fits. In  extraordinary  times  we  are  all  of  us 

prone  to  be  influenced  by  the  new  conditions, 

quite  forgetting  the  fundamentals  that  influenced  us 

in  the  past.  Just  now  merchandise  is  selling  at  very 

high  prices.  Sales,  perhaps,  are  fewer  in  number, 

but  total  receipts  seem  greater  in  gross.  The  average 

merchant  when  he  totals  up  his  month's  business  is 
astonished  at  the  large  amounts  which  greet  him.  His 

mind  still  sluggish  to  the  new  conditions  that  are  with 

us  thinks  in  terms  of  the  past  and  conjures  up  wonder- 
ful profits  from  these  new  figures.  He  continues 

business — joyful  in  his  ignorance.  And  then  one  day 

comes  the  appalling  realization  that  his  profits — the 
actual  money  he  has  in  the  bank — are  away  below 
what  thev  have  been  heretofore  and  what  they  should 
be. 

Don't  be  fooled  by  large  profits.  Don't  consider 
totals  at  all.  Think  in  percentages.  If  you  made  ten 

per  cent,  profit  in  the  past,  make  more  than  ten  per 

cent,  to-day.  Your  sales  are  smaller  numerically — 
perhaps — and  unless  you  make  each  one  pay  its  pro- 

portional percentage  of  profit  you  will  be  losing  money 
instead  of  going  ahead. 

If  you  made  $5.00  on  a  $20.00  item  in  the  past  you 
have  got  to  make  more  than  $5.00  on  the  same  item 
now.  That  is  why  you  cannot  afford  to  figure  your 
profits  in  dollars  and  cents.  A  $20.00  item  sells  for 
$30.00  now  and  if  you  are  still  asking  $5.00  profit  on  it 
your  figuring  is  unsound.  A  $5.00  profit  on  a  $20.00 
item  is  a  profit  of  twenty-five  per  cent.  And  twenty 
per  cent,  profit  on  a  $30.00  item  is  $7.50 — not  the  old 

profit  of  $5.00  that  you  obtained  "once  upon  a  time." 
Go  over  your  old  figures.  Revise  them  carefully  so 

that  they  are  in  accord  with  new  conditions.  Don't 
think  you  are  making  more  profit  just  because  more 
money  passes  through  your  hands.  Work  out  your 
profits  on  paper  just  like  you  would  work  out  a  sum 
in  arithmetic — and  know  definitely  where  you  stand. 
— The  Decorative  Furnisher. 

YOUR  NAME  ON  EVERY  PIECE 

Every  piece  of  furniture  you  send  out  ought  to  bear 
your  name  in  some  out-of-sight  place.  This  may  be 
by  means  of  a  pasted  label  on  the  under  side  of  the 
chair  seat,  or  by  means  of  rubber  stamp  impression  on 
some  available  portion  of  the  article.  Of  course,  the 
name  should  be  invisible,  except  when  the  unfinished 
part  of  the  article  is  examined.  Not  of  very  much 
advertising  value,  you  think,  but  you  must  admit  that 
whatever  value  it  has  costs  you  nothing.  You  cer- 

tainly ought  to  get  credit  as  far  as  you  can  for  every 
piece  of  furniture  you  put  out,  and  there  are  not  in- 
fre(|uent  instances  where  someone  is  intjuisitive  en- 

ough to  turn  a  i)ioce  of  furniture  around  to  see  where 
it  was  bought — 'because  the  inquirer  wants  to  get 
something  like  it.  There  is  no  possible  disadvantage 
in  putting  your  name  on  good  goods,  and  if  you  are 

selling  goods  you  are  ashamed  to  have  your  name  on, 
the  sooner  you  change  the  better  for  all  concerned. — 
Chicago  Furniture  Journal. 

PRICE  CUTTING  IS  NOT  COMPETITION 

Price  cutting  is  generally  confused  with  competi- 
tion and,  while  it  may  be  so  classed,  there  is  a  very 

great  and  important  difference,  as  many  forms  of 
price  cutting  are  unquestionably  unhealthy  competi- 

tion. It  benefits  no  one  save  a  class  of  price  cutters 
who  could  very  well  be  dispensed  with,  for  they  live 
and  grow  rich  by  breaking  into  and  diverting  to 
themselves  the  good  will  of  a  trade  that  others  have 
created.  They  never  build  up  a  business,  but  in- 

variably appropriate  that  which  some  one  else  had 
created.  The  foundation  on  which  their  busine-s 

stands  is  not  constructive,  but  destructive  and  monop- 
olistic. They  sell  at  less  than  an  ordinary  percentage 

of  profit,  if  by  so  doing  the  trade  that  is  going  to 
many  others  can  be  diverted  to  themselves.  This  is 
the  whole  story.  There  would,  of  course,  be  a  public 
gain  in  this  were  it  done  fairly  and  in  good  faith,  but 
more  than  often  it  is  not  done  fairly,  or  even  decently, 
and  it  is  but  the  means  to  an  end  that  has  aroused  so 

much  indignation  in  this  country — monopoly.  There 
are  many  legitimate  occasions  to  reduce  prices,  but 
such  occasions  are  temporary  and  have  no  relation  to 
professional  price  cutting.  There  is  no  intelligent 
citizen  in  this  country  who  has  not  seen  the  operations 
of  price  cutters ;  who  has  not  seen  them  drive  respon- 

sible and  honest  enterprise  out  of  business  without  in 
any  possible  way  benefiting  the  public.  As  a  matter 
of  cold  facts,  a  decided  injury  has  been  done  through 

a  general  deterioration  of  product  due  to  the  inevit- 
able squeezing  down  of  profits  clear  back  to  manufac- 

turer and  the  artisans  in  his  employ,  and  then  in  turn 
s(jueezing  the  public  after  the  legitimate  trader  has 
been  driven  out. — Grand  Rapids  Furniture  Record. 

THE  COLLECTION  SYSTEM 

Regarding  proper  methods  of  collecting  accounts,  it 
is  a  wise  plan  to  write  a  personal  note  with  the  second 
bill  sent  out.  For  instance,  if  John  Jones  purchases 
$50  worth  of  goods  to-day,  and  he  is  billed  on  the 
first  of  next  month,  then  on  the  first  of  the  following 

month  when  the  bills  are  sent,  Jones'  bill,  if  still  un- 
paid, should  have  a  polite  note  with  it,  calling  his  at- 

tention to  the  fact  that  the  bill  is  overdue  and  a 

prompt  settlement  will  be  appreciated.  If  on  the  first 

of  the  third  month  Jones'  bill  is  still  unpaid,  another 
letter  should  accompany  it,  making  the  tone  a  trifle 
more  emphatic,  and  calling  his  attention  to  the  fact 
that  if  settlement  is  not  made  within  thirty  days  it 
will  'be  necessary  to  place  the  account  in  the  hands 
of  an  attorney  who  will  be  authorized  to  proceed  with 
its  collection.  All  this  should  be  said  as  politely  as 

possible,  but  so  clearly  that  he  will  not  fail  to  under- 
stand it. — The  Furniture  Trade  Review. 
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field,  selling  its  well-known  brands  direct  to  users, 
large  and  small,  everywhere  in  Canada. 

By  reason  of  his  ability  and  genial  personality.  Mr. 
Crombie  has  a  host  of  friends  who  join  his  former 
business  associates  in  wishing — and  predicting — the 
best  of  success  in  his  new  venture. 

The  Amherst  Furniture  Co.,  of  Montreal,  has  dis- 
solved.   M.  Kaplan  continuing  under  same  style. 

Letters  patent  have  been  issued  by  the  Ontario  Gov- 
ernment, increasing  the  capital  stock  of  Pathe  Freres 

Phonograph  Company  of  Canada  Limited,  from  the 
sum  of  $100,000  to  $300,000. 

Watson  Specialties  Limited,  of  Bradford,  Ont.,  have 
been  incorporated  under  Ontario  Charter  to  manufac- 

ture and  deal  in  various  lines  of  furniture.  The 
capital  stock  of  the  Company  is  $150,000. 

The  Globe  Bedding  Company  Limited,  of  Winnipeg, 
has  been  incorporated  with  a  capital  stock  of  $10,000, 
to  acquire  the  business  carried  on  by  William  Kellar, 
Morris  H.  Nathanson  and  Barney  Aaron. 

"BILL"  CROMBIE  ENTERS  A  NEW  FIELD 

W.  I.  Crombie,  after  seventeen  years  spent  in  pro- 
moting the  sale  of  furniture,  beds  and  bedding 

throughout  Canada,  has  at  last  been  lured  into  an  en- 
tirely new  field  of  endeavor. 

"Bill,"  as  his  host  of  friends  everywhere  call  him. 

FACTORY  OF  THE  CANADIAN  SYMPHONOLA 
COMPANY 

The  great  increase  in  talking  machine  business  "ha-s revealed  a  weakness  that  has  been  a  real  obstacle  to 
Canadian  manufacturers,  viz.,  a  shortage  of  cabinets. 
Enlistments  and  munition  plants  have  made  heavy 
drafts  on  organizations  in  piano  and  cabinet  plants. 
The  men  taken  are  replaced  with  the  greatest  diffi- 

culty, and  at  much  higher  wages,  or  not  at  all.  The 
problem  of  output  has  become  acute. 

Canadian  Symphonola  Co.,  Toronto.  Ltd..  early  in 
their  career  faced  this  cabinet  problem  and  decided  to 
make  their  own.  Consequently  a  factory  and  plant 

were  purchased.  The  illustration  gives  a  bird's-eye 
view  of  the  factory,  which  is  at  31-37  Brock  Avenue. 

Toronto,  a  few  minutes'  walk  from  the  Exhibition 

grounds. Dealers  are  invited  to  visit  the  Symphonola  factory 

at  any  time  they  may  be  in  Toronto.  If  more  con- 
venient the  Symphonola  may  be  inspected  at  the  piano 

salesrooms  of  Wm.  Long,  406-408  Yonge  St.,  wheie  the 
full  line  is  on  display. 

Mr.  Long  is  president  of  Canadian  Symphonola  Co.. 
Ltd.,  and  is  giving  the  production  of  the  goods  his 
personal  oversight.  As  a  piano  man  of  long  experi- 

ence, and  in  close  touch  with  talking  machine  trade 
development,  Mr.  Long  is  thoroughly  convinced  that 

W.  I.  (Bill)  Crombie "View  of  the  factory  of  the  Canadian  Symphonola  Co..  Brock  Ave.,  Toronto. 

spent  the  last  seven  years  of  this  period  in  the  service 
of  The  Ala.ska  Feather  and  Down  Co.,  Limited  (now 
The  Parkhill  Manufacturing  Co.,  Limited)  and  associ- 

ate companies,  occupying  positions  of  importance  at 
Winnipeg,  Vancouver  and  Montreal.  He  recently  re- 
.signed  his  position  with  the  Parkhill  Manufacturing 
Co.,  Limited,  Montreal,  and  is  now  a  director  and  the 
sales  manager  of  the  Budge  Carbon  Paper  Co.,  Limited 
(operating  The  Wilson  Paper  Co.,  Limited)  of  Mon- 
treal. 

This  long-established  company  manufactures  all 
kinds  of  carbon  papers,  typewriter  ribbons,  stencils 
and  inks,  and  occupies  a  commanding  position  in  its 

the  proposition  of  his  company  will  appeal  to  any 
dealer  interested  in  a  permanent  trade  building  line. 

FURNITURE  MANUFACTURER  HELPS  FARM 
PRODUCTION 

Having  failed  to  induce  any  large  number  of  men 
to  go  on  farms  for  harvest.  Chairman  H.  W.  Sturdier 
of  the  Stratford,  Ont.,  branch  of  the  Organization  of 
Resources  Committee,  will  close  his  own  plant,  the  Im- 

perial Rattan  factory,  for  at  least  one  week,  thus  re- 
leasing the  employees,  who  will  be  paid  by  the  pro- 
prietor the  difference  between  their  wages  in  the  fac- 

tory and  those  offered  by  farmers. 
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A  CHANGE  AT  ELORA  FURNITURE  CO. 

0.  C.  Schmidt  has  disposed  of  his  interests  in  the 
Elora  Furniture  Company,  of  Elora,  Ont.,  to  take  over 
the  management  of  the  National  Furniture  Co.,  of 
Kitchener.  On  his  leaving  the  old  firm,  the  Elora 
Furniture  Co.  presented  him  with  a  beautiful  solid 
mahogany  bed  as  a  token  of  the  esteem  in  which  he 
is  held  by  the  members  of  the  firm. 

The  entire  superintendency  of  the  Elora  Furniture 
Co.,  has  been  taken  over  by  Mr.  J.  E.  Walser.  The 
company  will  continue  along  the  same  lines  as  form- 

erly, with  their  art  wooden  beds,  parlor  tables, 
pedestals,  jardiniere  stands  and  talking  machine 

cabinet's. 

OPENS  UP  NEW  FURNITURE  STORE  IN 
NEW  GLASGOW,  N.  S. 

J.  W.  McLellan,  vice-president  and  secretary  of 
McLellan's  Limited,  of  New  Glasgow,  N.S.,  has  opened 
up  a  new  furniture  store  in  New  Glasgow,  in  another 
section  of  the  town  to  that  in  which  their  first  store 
is  located.  This  store  is  to  be  run  under  his  own 
name.  It  is  their  intention  to  order  the  goods  for 
the  two  stores  separately,  and  run  them  independent  of 
each  other.  Mr.  McLellan  has  been  in  the  furniture 

business  of  McLellan's  Limited,  for  the  past  fifteen 
years  and  knows  the  business  and  town  thoroughly. 
The  new  store  is  one  of  the  best  in  New  Glargow,  and 
is  located  in  a  central  part  of  the  town. 

Pictorial  Recollections  of  the  Hamilton  Picnic 

IN  our  last  icsue  we  recounted  the  story  of  the  Hamilton  Furniture  Picnic,  which  is  bouud  to  go 
down  in  history  as  one  of  the  best  of  the  annual  gatherings  that  has  yet  been  held.  We 
follow  it  up  this  month  by  more  photo  graphs  that  will  help  to  bring  back  happy 

recollections  of  that  eventful  day  to  all  who  were  present — and  the  number  was  quite  some. 
This  is  indicated   by   the   group  photograph  of  the  picnieers  reproduced  above.      It  is  seldom 
that  so  many  furniture  men  are  to  be  seen  together—  nor,  for  that  matter  such  a  group  of  fine 

looking  specimens  of  the  male  sex. 

Below  will  be  found  some  views  from  the  official  photographer's  collection  of  prominent 
figures  at  the  big  picnic.     Reading  from  left  to  right  they  are: 

Bert  Menzie,  about  to  lift  the  ball  into  Lake  Ontario — or  in  that  direction. 

"Bill"  Pearson,  winding  up  for  a  fast  one. 
Eddie  Bagshaw,  getting  the  "sign"  from  the  catcher  before  delivery. 
Adams,  catcher  for  the  Hamilton  retailers,  showing  how  a  real  catcher  should  look  in  action, 
Reo  Roberts,  just  before  he  tickled  the  pill  for  a  home  run. 

Miss  O'Dell,  of  the  J.  Hoodless  Furniture  Company  Ltd..  Hamilton. 
Harry  Lynall,  the  veteran  traveller,  who  was  the  recipient  of  a  purse  of  gold  from  hir> 

furniture  friends. 
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Talking  Machines  in  the  Furniture  Store 
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PHONOGRAPHS  ARE  FURNITURE 

After  a  very  careful  canvass  of  the  department  and 
furniture  stores  in  Greater  New  York,  we  find  the 
buyers  of  furniture  concede  that  the  phonograph  is 
furniture,  and  enjoys  the  distinction  of  belonging  to 

"furnishings,"  as  kindred  to  furniture,  says  The  Fur- 
niture World,  of  New  York.  Practically  all  depart- 

ment and  furniture  stores  carry  them,  as  the  demand 
has  become  so  general.  The  majority  of  our  inform- 

ants are  leading  men  in  the  furniture  line. 
Some  of  the  houses  selling  furniture  solely  are  very 

unfortunate,  as  they  put  it,  in  not  having  the  necessary 
space  to  at  least  carry  small  lines  of  both  phonographs 
and  records.  Other  houses  which  cater  to  the  instal- 

ment trade  report  that  the  phonograph  and  record 
business  makes  up  a  great  volume  of  their  sales  and  is 
no  longer  considered  a  side  line. 

One  informant  who  has  always  sold  high-class  fur- 
niture, had  in  his  store  at  the  time  our  representative 

called,  a  phonograph,  and  was  waiting  for  a  demon- 
stration. If  the  latter  proved  satisfactory  the  mer- 

chant was  ready  to  stock  them. 
At  one  department  store  we  were  informed  that 

while  furniture  and  phonographs  comprised  two  dis- 
tinct departments,  one  man  was  the  buyer  for  both, 

and  it  was  a  matter  of  very  short  time  Avhen  the  two 
departments  would  be  united. 

Other  houses  selling  furniture  on  a  cash  basis  said 

that  they  could  hardly  put  in  talking  machines  profit- 
ably, as  the  general  public  had  become  accustomed  to 

buying  these  instruments  on  credit.  But  it  would 
seem  to  an  observer  that  the  class  of  patrons  buying 
furniture  for  cash,  would  not  hesitate  to  purchase 
phonographs  on  the  same  plan. 

The  records  are  no  small  item  when  taken  into  con- 
sideration that  they  are  the  profit  and  bring  the  pur- 

chaser back  to  the  store  again  and  again  to  get  new 
ones,  and  the  customer  sees  other  articles,  which  often 
means  another  sale.  The  distributers  of  records  send 

out  semi-annually  or  annually  a  recall  list  which  al- 
lows the  exchange  of  old  records  for  new  at  small 

cost. 

As  a  result  of  this  thorough  survey  of  the  situation, 
it  would  appear  that  the  furniture  dealers  who  are  not 
selling  phonographs  would  gain  by  investigating,  and 
should  get  a  share  of  this  business  which  belongs  to 
them.  The  phonograph  has  become  a  universal  means 
of  home  entertainment  and  has  been  put  in  reach  of 
the  humblest  person.  Nearly  every  household  has 
one,  and  those  which  have  not.  want  one. 

SELLING  "MUSICAL  SHOW"  RECORDS 
When  a  show,  the  music  of  which  has  been  put  on 

talking  machine  records,  comes  to  your  town,  do  you 
feature  this  music  with  window  displays  and  the  like? 
Doubtless  you/have  been  doing  this,  but  next  time  try 
this  stunt,  taught  me  by  a  theatrical  press  agent.  Go 
to  vonr  thofitre  manager  first  and  ask  him  to  send  the 

advance  man  to  see  you  when  he  hits  town.  When 
the  advance  man  comes  he  will  gladly  loan  you  a  cut 

of  one  of  the  "leads"  and  furnish  you  with  a  letter 
from  her,  which  reads  like  this:  "  'The  Moon  Above' 
is  my  favorite  song.  It  expresses  a  sentiment  and  has 
a  lilt  that  has  made  it  a  country-wide  hit,  and  I  enjoy 

immensely  hearing  it  played  on  the  'Playanola.'  " Run  the  cut  and  the  letter  in  a  display  ad.  in  your 
local  paper,  and  call  attention  to  the  fact  that  you 
have  this  and  other  records  from  the  show  in  stock. 
Or  better  still,  arrange  to  have  two  or  three  members 
of  the  chorus  demonstrate  records  at  your  store  on  the 
day  of  the  show.  The  press  agent  will  fix  this  for  a 

few  dollars'  expenditure.  Advertise  the  affair  and 
you  will  pack  your  store.  Result,  many  records  sold, 
and  store  popularized.  You  might,  if  you  wish,  let 
one  of  the  girls  serve  light  refreshments  or  give  away 
souvenirs. 

A  PHONOGRAPH  LETTER 

This  form  of  letter,  to  be  sent  out  by  a  furniture — 
or  any  other — concern  with  a  talking  machine  depart- 

ment, 

Dear  Mrs.  Blank : 

"Oh,  the  worry  of  shopping!" 
When  you've  visited  half-a-dozen  stores,  looking, 

looking,  looking  for  just  the  right  shade  or  size — 
when  you're  tired,  cross  and  nervous — 

Then- 
Won 't  you  drop  in  at  our  delightfully  restful 

Phonograph  Parlor,  just  across  from  the    Build- 
ing? 'Tis  indeed  a  pleasant,  cheerful  little  shop, 

fitted  up  with  big,  easy  chairs — as  cozy  a  nook  as  ever 

you  saw. While  you're  resting  and  all  comfy,  just  tell  us 
what  music  you  would  like  to  hear.  Right  gladly 
will  we  play  your  favorite  selections,  and  the  new 

  and    records. 

No  one  will  urge  you  to  purchase — nor  do  we  want 
you  to  feel  that  you  are  under  any  obligation  to  us. 
This  is  just  an  invitation  to  come  in  and  get 

acquainted. 
So,  please  make  our  store  your  up-town  home.  Ar- 

range to  meet  your  friends  here.  Come  to  see  us 
often.  It  will  please  us  very,  very  much  to  have 

you  do  so. And  another  thing:  Many  of  our  friends  find  it 
convenient  to  have  phonograph  records  sent  to  their 
homes  on  approval.  We  are  always  mighty  glad  to 
fill  YOUR  telephone  orders.     Truly  yours. 

ADVERTISING  IMPORTANT 

A  carefully  thought  out  advertising  campaign  is 
essential  in  the  development  of  a  successful  talking 
machine  department,  and  wherever  possible  the  holding 
of  free  demonstrations  and  concerts  are  of  great  value. 
Besides  the  advertisements  in  the  local  papers,  at- 

tractively gotten  up  invitations  might  be  mailed  to  a 
selected  list  of  desirable  prospects.  
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^    $65.00  Retail Fibre  Needle",  25c.  per  100 
Double  Disc  Par-O-Ket  Records,  ■  -  40c. 
10"  Double  Side  Popular  Records,  -  75c. 
Crescent  8",  plays  as  long  as  any  10" Record,  Double  Side,    -----  75c. 
Phono  Cut  Double  Side  Records,   -   -  65c. 
All  prices  subject  to  trade  discounts. 
Write  for  particulars. 

RAYOLA  CRESCENT  SILVER  TONE 

Phonographs 

are  equal  to  any  make  on  the  market  and  superior 

to  many.  They  play  any  make  of  record  without 
the  use  of  attachments.  The  sound  box  is  made 

to  take  Diamond  point  or  Saphire  ball  points, 

Fibre  or  Steel  needles.    It  plays  in  two  positions. 

Write  for  catalogue  of  I  5  styles,  ranging  in  price 

rrom  $7.50  to  $200.00 

THE  LONDON  PHONOGRAPH  CO. 

LONDON,  CANADA 

IDEAL  MODEL  NO.  85 

RETAIL  PRICE  $85.00 

■^RITE  us  for  special  wholesale  price  on  above model  in  quantities.  State  how  many  you 
are  prepared  to  contract  for  per  month.  Pre- 

pare for  your  fall  business.  May  we  send  a sample? 

Why  Every  Dealer  Should  Handle 

The  Wall-Kane  Needles 

First — Each  WALL-KANE  needle  is  guaranteed  to  play  10  records  on  any 
Phonograph,  the  tenth  playing  as  clear  as  the  first. 

Second — All  owners  of  Phonographs  will  always  purchase  WALL-KANE 
needles  since  they  eLminate  the  trontalescme  changing  of  needles  after  each 
record. 

Third — WALL-KANE  needles  are  scientifically  prepared,  and  by  reason 
of  their  special  composition,  are  beneficial  to  the  grooves  of  the  record, 
thereby  adding  to  its  life. 

Fourth — WALL-KANE  needles  minimize  the  usual  scratching  sound  of 
the  ordinary  steel  needles,  and  greatly  improve  the  clearness  and  tone  of 
reproduction. 

Fifth — WALL-KANE  needles  are  rut  up  in  a  handsome  Tile  Enameled 
Metal  Stand  holding  five  (5)  dozen  boxes.  Two  dozen  extra  loud,  two  dozen 
loud,  and  one  dozen  medium  needles. 

The  price  is  five  dollars  ninety  cents  ($5.90)  per  stand,  (holding  five 
dozen  boxes.)    Each  package  retailing  at  15c,  bringing  you  $9.00  in  return. 

After  your  first  order  for  a  stand,  you  can  procure  the  needles  without 
the  stand,  in  packages,  at  a  cost  of  9c  a  package. 

Try  out  the  WALL-KANE  needles  and  convince  yourself  they  are  all  we 
claim  they  are.    Write  us  to-day  to  forward  by  parcel  post  a  sample  stand. 

//  cheque  is  forwarded  for  sample  stand  include  1 5  cents  for  exchange 
and  25  cents  for  postage,  (parcel  post) 

Regal  Phonograph  Co.,  Limited 

145  Church  St.,  Toronto 
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Suggestions  for  the  Talking  Machine 

Department  :  :  A  Staff' Editor 
NOW  is  a  time  when  the  furniture  dealer  should 

begin  a  good  strong  drive  for  business  in  his 
talking  machine  department.  The  season  of 

long  evenings,  when  people  return  to  the  practice  of 
spending  a  great  deal  of  their  time  indoors,  is  not  far 
off,  and  there  is  no  better  form  of  amusement  and  en- 

tertainment than  the  talking  machine.  Last  fall 
those  dealers  who  featured  talking  machines  found 
sales  larger  than  ever  before  and  there  is  every 
prospect  of  sales  this  year  establishing  another  record. 

Of  course,  the  extent  to  which  this  will  benefit  the 

dealer,  depends  to  a  large  extent  on  his  own  aggres- 
siveness. If  he  wants  his  share  of  passing  business, 

he  must  go  strongly  after  it.  What  are  you  planning 
to  do  to  corral  your  share  of  this  business? 
Now  is  an  excellent  time  to  commence  a  series  of 

talking  machine  recitals  in  an  effort  to  interest  new 
customers  in  this  line,  and  to  sell  records  to  those 
people  who  already  own  machines.  In  advertising 
these  events  make  the  point  that  those  who  attend 
them  are  under  no  obligation  whatever  to  purchase. 
It  is  necessary  to  advertise  these  recitals  in  order  to 
get  people  to  attend  them.  Newspaper  space  and 
window  cards  may  be  used  for  the  purpose,  or  spe- 

cial invitations  printed  and  sent  out  to  prospective 
customers.  A  competent  man  should  be  put  in 
charge  of  such  recitals  if  the  best  results  are  to  be 
secured. 

HIGH  PRICED  MACHINES  SELLING 

AN  indication  of  the  Increasing  interest  of  the 
public  in  talking  machines  is  indicated  by  the 
manner  in  which  higher-priced  machines  are 

selling.  "On  looking  over  the  past  six  years  of  talk- 
ing machine  business."  said  a  long  experienced  sales- 

man in  the  line,  "what  most  impresses  me  is  the 
growth  of  the  demand  for  the  higher  priced  machines. 
As  recently  as  six  years  ago  the  average  person  who 
came  into  the  store  to  look  at  and  inquire  about  talk- 

ing machines  had  in  mind  an  expenditure  of  about 
twenty-five  dollars.  To  say  that  the  average  is  now 
fifty  dollars  is  very  conservative. 

"When  we  offered  a  machine  at  seventy-five  dollars, 
the  highest  priced  the  manufacturer  made,  we  were 
afraid  of  it,  and  then  when  the  hundred  dollar  ma- 

chine came  along  we  almost  thought  a  man  crazy  to 
pay  out  so  much  money  for  a  phonograph. 

"The  good  profit,  the  satisfactory  business  and  the 
easiest  selling  is  no  longer  in  the  cheap  types,  num- 

erous as  they  have  become,  but  in  the  higher  priced 
types,  running  as  high  as  three  hundred  dollars,  and 
that  is  because  they  are  real  musical  instruments  and 

being  featured  as  such." 

EDUCATIONAL  VALUE  OF  TALKING  MACHINES 

A FEATURE  of  the  talking  machine  that  is  be- 
coming more  generally  recognized  is  its  educa- 

tional value.  That  some  knowledge  of  music  is 
essential  to  a  well-balanced  life  is  now  an  almost  es- 

tablished fact  and  the  talking  machine  is  doing  much 

to  increase  many  people's  knowledge  in  this  regard. 
It  is  playing  a  big  part  in  educating  both  old  and 
young  to  a  proner  appreciation  of  music. 

From,  the  educational  standpoint  how  potential 
would  be  the  influence  to-day  if  the  wonderful  me- 

chanical musical  instruments,  with  their  appliances, 
we  now  have,  existed  two  hundred  and  fifty  years  ago, 
thus  enabling  Bach,  Handel,  Haydn,  Mozart  and  other 
illustrious  old  masters  to  relegate  to  posterity  faithful 
reproductions  of  their  performances  by  means  of 
phonographs. 

Inasmuch  as  it  would  be  of  priceless  value  to  have 
such  recordings  at  this  time,  present  day  pupils  and 
teachers  will  find,  and  some  have  already  found  from 
experience,  that  the  records  made  by  some  of  our 
eminent  artists  of  to-day  afford  possibly  unefiualled 
facilities  for  acquiring  certain  phases  of  musical 
knowledge.  The  teacher  of  musical  history  when  re- 

viewing epochs  and  events,  giving  biographical 
sketches  of  composers  and  classifying  the  different 
schools  and  forms  of  music,  will  find  the  phonograph 
invaluable  by  demonstrating  the  record  suitable  for 
the  occasion.  When  studying  total  effects  of  the  dif- 

ferent instruments,  the  phonograph  record  would  in- 
deed be  very  helpful  and  highly  interesting. 

While  perhaps  being  efficient  in  the  art  of  voice 
production  there  are  many  teachers  who  are  far  from 
being  masters  of  interpretation,  especially  in  some  of 
the  grand  opera  arias,  for  the  reason  that  they  have 
not  had  the  opportunity  of  Avitnessing  performances 

by  artists  of  the  highest  rank.  In  many  vocal  stud'os is  the  phonograph  finding  itself  useful  as  a  coach,  as 
also  it  is  in  the  homes  of  many  pupils. 

TALKING  MACHINE  RECITAL  ON  FAIR  DAY 

In  our  last  number  we  suggested  that  furniture 
dealers  arrange  to  have  exhibits  of  talking  machines 
at  the  local  fair.  If  this  is  not  done,  arrange- 

ments should  at  least  be  made  to  hold  recitals  at 

the  store  during  certain  periods  of  the  day  which  the 
public  generally  should  be  invited  to  attend.  They 
should  be  advertised  in  advance  or  printed  invitations 
could  be  distributed  to  visitors  to  the  town  early  in  the 
morning  of  Fair  day.  The  suggestion  might  be  made 

in  advertising  that  people  would  find  the  s'^ore  a  good 
place  to  rest  and  listen  to  the  latest  records. 

FURNITURE  DEALER  IS  LOGICAL  DISTRIBUTER 
OF  TALKING  MACHINES 

IN'  regard  to  the  place  that  the  furniture  dealer  hold- in  the  distribution  of  talking  machines  and  acces- 
sories, a  recent  statement  of  D.  W.  McKenzie 

president  of  The  Playerphone  Talking  Machine  Co.. 
of  Chicago,  is  most  interesting.      He  says: 

"The  retail  furniture  dealer  is  the  logical  distributer 
of  real  talking  machines  and  records.  I  make  V-rX 
assertion  from  positive  knowledge,  based  on  person'  I exnerience.  More  than  that,  I  have  found  that  almost 
universal  success  has  followed  the  furniture  dealers 
who  handle  talking  machines  and  records  of  the  fir^t 
class. 

"T  have  seldom  known  of  a  case  where  the  profit-^ 
of  such  a  line  di<l  not  pay  the  retailer's  rent  and  net 
him  a  comfortable  margin  besides,  and  the  few  cases 
where  it  did  not,  were  due  to  local  conditions,  which 
wrre  beyond  the  power  of  anv  piece  of  merchandise  t'l 
remedy.  I  know  of  case  after  case  w^ere  furniture 
stores  have  made  a  net  profit  of  from  .$1,000  to  $5,000 
a  year  on  such  a  line  alone,  not  figuring  on  the  extra 
patronage  brought  into  tihe  store,  resulting  in  increased 
buying  in  other  lines. 
"And  the  record  business  is  a  wonderfully  steady 

one.  Unlike  a  single  sale  of  some  article  ot  furniture, 
the  .sale  of  a  phonograph  means  a  stead}-  sale  after- 

wards, of  records,  and  the  retailer's  profits  on  records 

are  large." 
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THE  PHONOLA  LINE 

Model Price  $90 

Mahogany  or  Early  English 
Golden  or  Fumed  Oak. 

SO  complete,  so  superior, 

and  so  profitable,  qualifies 

the  dealer  for  a  place  in 

the  thick  of  competition. 

It  equips  him  for  success  in 

getting  all  classes  of  trade. 

NO  BETTER 

STOCK 

for  Fall  and  Winter  trade 

from  the  standpoint  of 

immediate  profit,  quick 

turnovers,  or  building  up 

an  enviable  connection, 

than 

PHONOLAS 

AND 

ODEON 

AND 

jUMBO 

RECORDS 

Grand  Duke."  $115 Mahogany    or   Early  English. 
Golden  or  Fumed  Oak 

Model  "B." 

Price :  Mahogany  $50.  Oak  $45 

Mahogany,  Golden  and  Fumed  Oak 

Model  "  Duchess."   Price  $75 
Mahogany  or  Fumed  Oak 

The  Pollock  Manufacturing  Co. 
LIMITED 

Manufacturers  of  the  "Phonola" 

KITCHENER      -      -  CANADA 
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The  Secrets  of  Talking  Machine  Merchandising 

Basic  business  principles  that  lead  to  success  in  the  sale  of  tallying  machines 

— A  highly  instructive  article  from  the  "  Grand  Rapids  Furniture  Record." 
By  C.  F.  G.  WEKNICKE 

THIS  is  not  the  story  of  how  one  particular  retail 
furniture  store  made  a  success  of  its  phono- 

graph department,  but  the  story  of  any  success- 
ful phonograph  department  will  fit  the  facts  discussed. 

No  two  successes  have  the  same  kind  of  trimmings, 
perhaps,  but  all  of  them  have  the  same  kinds  of 
foundations,  therefore  so  far  as  possible  we  will  stick 
to  foundations. 

Gill  Moore,  who  has  charge  of  the  talking  machine 

department  at  Heyman's,  in  'Grand  Rapids,  Mich.,  is 
a  busy  man  and  in  charge  of  a  very  successful  depart- 
ment. 

"What  is  the  secret,"  I  asked  him,  "the  underlying 
secret  of  the  success  of  your  department?" 
Now  department  managers  generally  like  to  weave 

a  veil  of  mystery  around  their  merchandising  meth- 

ods. They  like\o  say,  "Sh-h-h,  I'll  tell  you.  Back 
in  '98  I  was  working  as  an  ordinary  clerk  for — . " 
You  know  the  stuff — personal  biography  with  the  de- 

partment as  a  side  line.  Mr.  Moore  surprised  me. 
His  crisp  reply  was  not  what  T  expected,  but  it  was  the 
truth. 

"Hard  work,"  he  said. 
"All  right,"  I  came  back,  "that's  the  secret.  Now 

tell  me  some  of  the  less  m.ysterious  reasons." 
He  was  equally  brief.  "Buying  right.  Display- 

ing right.  Selling  right."  And  he  considered  the matter  closed. 
There  you  are.  To  have  a  successful  phonograph 

department,  buy  right,  display  right  and  sell  right, 

working  hard  as  you  do  it.     Very  simple,  isn't  it? 
And,  leaving  aside  all  levity,  that  is  exactly  it.  The 

more  I  investigated,  the  more  department  heads  and 
merchants  I  talked  with,  the  more  I  appreciated  Mr. 

Moore's  pointed  analysis.  It  is  simple.  It  is 
straight,  ordinary  good  merchandising  at  bottom,  with 
a  few  frills  of  its  own.  which  pre  not  at  all  difficult. 

Buy  right;  display  right;  sell  right;  work  hard. 

A  motto,  isn't  it?  Pasted  under  a  merchant's  desk 
pad,  and  lived  up  to,  it  would  mean  success  in  any  line 

of  merchandising.  The  trouble  is  in  doing  it. 
Whether  inclined  that  way  or  not,  it  is  easy  to  under- 

stand working  hard.  Learning  how  to  do  the  rest  of 
it  consists  merely  in  eliminating  prejudices  and 
theories  for  facts  and  profi^^ing  by  experience,  other's as  well  as  our  own. 

Buying  Phonographs  Right 

The  first  question — which  line? 
The  phonograph  field  is  well  sown  nowadays  with 

many  lines,  all  v;ith  more  or  less  good  merchandising 
features.  But  it  must  be  borne  in  mind,  that  phono- 

graphs are  a  specialty  and  cannot  be  considered  in  the 
same  light  as  chairs  or  mattresses. 

The  entire  industry  has  been  built  up  on  advertising. 
Next  to  toilette  articles  and  automobiles,  there  is  no 
industry  which  has  done  more  to  make  public  its  pos- sibilities. 

Phonographs  are  a  luxury  pure  and  simple.  What 
is  more,  they  are  an  expensive  luxury.  Yet  they  are 
being  sold  to  all  classes  of  people,  from  working  men 
to  the  limousine  trade.  They  appeal  to  your  pride, 

your  love  of  music,  and  your  desire  for  culture.  Nellie' behind  the  ribbon  counter,  hums  Beethoven's  Minuet 
absent-mindedly,  and  you  think  nothing  of  it.  Yes- 

terday you  would  have  stared  in  amazement— that  is 
if  you  recognized  it  yourself.  Phonographs  are 
bringing  real  music  to  everyone.  They  are  bringing 
real  music  to  everyone,  because  everyone  is  buying 
them.  And  everyone  is  buying  them'  because  of  th-^ advertising. 

Let  that  sink  in.  If  advertising  built  the  industrv. 
created  it  and  supports  it,  which  line  should  be 
chosen?  Obviously  one  of  the  big  advertisers.  Either 
that,  or  a  profit  margin  wide  enough  to  warrant  ad- 

vertising generously  yourself,  or  to  cover  fewer  sales, 
if  you  do  not  advertise  them  exclusively.  It  is 
enough  for  the  present  to  establish  the  fact  that  to 

buy  wisely  demands  that  you  buy  merchandi'-e  wh'-h f  Continued  on  page  6o ) 

Window  display  used  by  furniture  to  cash  in  on  the  present  passion  for  Hawaiian  music. 
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Profits  for  Furniture  Stores  in  Talking  Machines 

A  line  that  accommodates  itself  splendidly  to  the  conditions  of  the  furni- 
ture business,  as  pointed  out  in  an  article  in  the  Talking  Machine  Journal. 

By  SAMUEL  AUERBACH 

FURNITURE  dealers  should  all  carry  a  good  line  of 

talking  machines.  Their 's  is  in  many  ways  a 
peculiar  business,  done  under  special  conditions. 

It  is  particularly  characterized  by  the  large  proportion 
of  instalment  arrangements  required  to  carry  it  on 
successfully.  Not  every  line  would  work  harmoni- 

ously in  with  these  conditions,  but  experience  has 
proven  that  the  talking  machine  line  is  a  line  that 
will. 

I  have  often  been  asked  by  furniture  dealers  to  give 
them  the  reasons  why  they  should  carry  talking  ma- 

chines. From  my  experience,  and  I  travel  much 
among  the  furniture  dealers,  I  know  the  reasons  are 
numberless.  I  wish,  however,  to  make  just  one  or  two 

points,  to  put  forward  just  one  or  two  cogent  reasons 
in  this  brief  article,  for  the  general  benefit  of  the 
furniture  trade. 

Every  one  will  admit  that  the  phonograph  has  now 
reached  a  place  in  the  public  mind  where  it  is  no  more 
considered  a  musical  novelty  or  luxury,  but  is  looked 

upon  as  an  absolute  household  necessity.  The  Newly- 
weds  unhesitatingly  decide  upon  a  talking  machine  as 
a  necessity  in  feathering  thi^ii  nest.  Those  established 
homes  that  do  not  yet  possess  one  of  some  sort  look  to 
possessing  one  as  soon  as  funds  allow.  In  refurnish- 

ing and  redecorating,  the  scheme  is  pretty  sure  to 
include  an  instrument  of  satisfactory  appearance.  In 

other  words,  to-day  a  talking  machine  is  part — and  an 
important  part — :in  the  furnishing  of  a  house,  and 
the  public  wants  an  instrument  not  only  for  its  musi- 

cal quality,  but  for  its  appearance.  Hence,  it  is  not 
so  much  the  small  inexpensive  table  models  that  are  in 
demand  as  the  $75  and  $100  models. 

This  being  the  condition  of  affairs,  what  is  the 
logical  analysis  of  them  from  the  point  of  view  of  the 
furniture  store  and  its  ability  to  do  business  with  this 
talking  machine  line?  Let  us  call  the  dealer  A  and 
the  buyer  B.  We  need  hardly  point  out  that  95  per 
cent,  of  the  furniture  business  is,  perforce,  conducted 
on  the  instalment  plan.  So  the  situation  is  this :  B 
buys  certain  items  of  furniture,  of  course  on  long  term 

payments — a  suite,  say,  for  about  $150,  agreeing  to 
pay  $3  weekly.  He  pays  down  a  deposit  of  $10  ?nd 

as  time  goes  on  reduces  his  inde'btedne  s  steadily  until 
he  owes  the  furniture  dealer  only,  say  $30.  About 
this  time  he  becomes  ambitious  to  complete  the 
furnishings  of  hi?  house  with  a  talking  machine.  He 
is  not  interested  in  a  cheap  machine.  His  friends  and 
neighbors  all  have  fine  cabinet  instruments  and  he 
wants  one  himself  at  about  $75.  He  wants,  more- 

over, something  in  keeping  with  his  fine  suite. 

Now,  here  is  the  point:  He  would  naturally  think  of 
supplying  his  talking  machine  wants  from  some  local 
house  specializing  on  talking  machines,  if  the  furni- 

ture dealer  with  whom  he  is  doing  business  is  not 

"on  the  job"  to  take  care  of  his  want.  But  if  every time  he  has  gone  into  the  furniture  store  he  has 
seen  impressive  looking  talking  machines  standing 
about  (just  as  he  saw  his  attractive  suite  before)  he 
will  not  be  inclined  to  turn  his  talking  machine  busi- 

ness in  any  other  direction.  First,  the  clever  furni- 
ture salesman  will  of  course  have  often  suggested  the 

talking  machine  purchase  to  him,  and,  being  to  some 
extent  under  obligation  to  the  house,  he  will  not  feel 
that  he  ought  to  buy  his  instrument  elsewhere.  But 
the  most  important  consideration  will  be  that  he  will 
know  that  he  can  buy  the  instrument  his  furniture 
dealer  otfers  him  the  easy  way — by  instalments.  If 
the  dealer  carries  a  reliable  line  and  stands  back  of  it 

in  the  proper  way,  he  need  not  fear  competition  from 
any  talking  machine  specialty  store  in  the  city.  He 
should,  of  course  tie  up  to  the  very  best  line  he  can  get 
the  agency  for,  and  also  stand  ready  to  take  care  of 

his  customers'  needs  in  records  and  all  sorts  of  sup- 
plies. In  this  way  he  will  add  a  department  which 

will  practically  work  itself,  and  give  him  practically 
no  added  trouble  in  collections. 

On  the  other  hand,  suppose  the  dealer  does  not 

carry  talking  machines.  The  buyer  B  is  going  in- 
evitably to  come  to  the  stage  where  he  wants  an  in- 

strument. So  he  goes  to  the  nearest  talking  ma- 
chine shop  and  buys  one — on  instalments.  Thus  ha 

ties  up  a  part  of  his  income  which  would  otherwise 
continue  to  flow  to  the  furniture  dealer,  and  on  which 
the  latter  has  really  a  just  claim.  The  result  is  most 
likely  to  be  that  in  times  of  tight  money  the  furniture 
dealer  and  talking  machine  dealer  will  have  to  fight 
for  the  weekly  payments  with  ill  feeling  among  all 
three  parties  concerned  as  the  outcome. 

The  dealer  with  the  talking  machine  line  to  offer 
will  keep  his  customers,  keep  them  satisfied,  and  will 
make  an  additional  profit  out  of  all  their  talking  ma- chine needs. 

A  "DUMMY"  SALESMAN 

A  dealer  has  made  use  of  a  phonograph  inside  a  wax 
"dummy"  man  to  attract  attention  to  his  store.  The 
dummy  was  placed  in  the  entrance  of  the  store.  A 

hidden  tube  led  from  the  phonograph  to  the  dummy's 
mouth,  making  it  seem  that  the  figure  was  talking. 
The  record  described  the  goods  on  sale  'at  the  store, 
and  the  prices.  Th'e  arms  and  legs  of  the  dummy 
were  loose,  and  were  geared  up  with  small  electric 
motors  by  means  of  pulleys,  levers  and  strings,  all  of 

which  were  effectiv'ely  concealed  in  '«the  dummy's 
clothes.  The  m.usic  dealer  found  that  'a  crowd  col- 

lected to  listen  to  the  dummy,  and  that  it  brought more  business. 

FEATURING  ADVERTISED  LINES 

Furniture  dralers  should  endeavor  to  +ake  adv'antag(> 
of  the  general  pu'blicity  of  sirongly  advertisicd  linos. 
They  should  be  featured  in  the  windows  as  Avell  as  in 
the  advertising,  that  tbe  consumer  may  be  familiar  with 
the  last  iconnecting  link.  Some  die^.Ters'  o'ceasionally 
print  a  complete  list  of  tbo  advertise'd  lines  fhcy  sell. 
Aside  front  direic't  sales,  it  pUrces  any  store  in  an  .Tdvan- 
tageous  popilion  as  a  reco'gni/ed  distnbutor  of  sub-- 
stantial  linos. 
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What  One  Dealer  Says  Of  The 

Mandel  Phonograph: 

"We  made  a  thorough  investigation  of  the  various  phonograph  propositions  that  were  submitted  to 
us  when  we  decided  to  put  in  a  line,  investigating  a  number  of  samples  that  were  sent  to  us,  and  mak- 

ing a  trip  to  Chicago  seeking  information  on  them. 

"We  decided  on  the  Mandel  machine  because  we  believed  it  was  the  best  value  for  the  money  in  the 
tnarket.  We  made  a  thorough  investigation  of  their  plant  and  saw  the  product  being  produced  in 
every  detail,  and  are  convinced  that  they  are  putting  the  right  material  into  their  machines,  and  that 
they  are  built  for  continuous  service.  Their  cases  are  beautifully  finished  ai;d  very  attractive  in 
design. 

"Their  motors  are  excellently  constructed,  and  we  are  con- 
fident that  they  will  stand  up  under  severe  use  and  reiiuire 

the  least  amount  of  adjustment  and  repairs.  Their  re- 
producer is  good  and  the  fact  that  their  machines  play  any 

record  is  a  splendid  selling  point. 

"We  have  sold  a  number  of  machines  since  we  put  the  line 
in  and  they  are  all  giving  good  satisfaction  and  we  ar'j 

thoroughly  satisfied  with  our  decision  in  the  matter." 

The  writer  of  this  testimonial  is  well-known 
to  the  furniture  trade.     Name  on  request. 

Over  Two  Thousand  Dealers 

realized  the  enormous  sales  possibilities  of  the  Mandel  phono- 
graph and  are  cashing  in  on  the  livest  proposition  ever  pre- 

sented. Who  can  question  the  verdict  of  this  army — 2.000 
strong — who  have  placed  their  stamp  of  approval  on  th^ 
MANDEL  ?  A  high-grade  phonograph,  stalling  at  a  low  price, 
giving  the  dealer  a  big  margin  of  profit,  insuring  everlasting 
satisfaction  to  the  ultimate  purchaser — these  facts  prove  why 
the  Mandel  phonograph  has  forged  its  way  to  the  front  rank 
in  the  talking  machine  industry. 

Built  By  One  Manufacturer 

The  Mandel  machine  is  Mandel  made.  Every  part  is  manu- 
factured by  us — not  merely  assembled.  Every  single  part  is 

produced  under  our  own  supervision  by  experts  in  the  art  of 

phonograph  construction. 

The  Mandel  phonograph  embodies  everything  that  represents 
real  talking  machine  value — cabinets  of  supreme  elegance, 
motors  of  wonderful  efficiency,  tone  arms  and  reproducers 
that  are  scientifically  correct.  As  manufacturers  we  guar- 

antee every  Mandel  phonograph  to  give  satisfaction. 
There  is  no  divided  responsibility  in  the  manufacture  of  the 

Mandel  phonograph.    We  make  it — we  guarantee  it. 

The  All  Around  Phonograph 

PLAYS  ALL  RECORDS 

Model  No.  3 

Retail  Price  in  Canada 

n40. 
00 

Thi*  model  stands  49)4  inches  high  on 
caster*,  is  24  inches  deep  and  23  inches 
wide,  finished  in  genuine  Mahogany  or 
genuine  Quarter  Sawed  Oak. 
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DEALERS — ORDER  NOW! 

Be  Protected  For  Your  Holiday 

Requirements 

Now  is  the  time  to  place  your  orders  for  delivery  during  the  fall 

iiionths.  Shipments  will  be  heavy  this  fall  and  dealers  who 
order  now  will  assure  themselves  of  having  talking  machines  in 
stock  when  the  big  selling  season  comes  around. 

The  two  models  illustrated  in  this  advertisement  are  the  two 

best  sellers.  There  is  no  question  about  the  big  consumer  value 
offered  in  these  two  models.  All  Mandel  machines  are  supplied 

in  golden  oak,  fumed  oak  and  mahogany  finishes. 

Investigate  now!  Get  our  complete  proposition.  Let  us  con- 
vince you  that  the  MANDEL  is  the  logical  talking  machine  for 

you  to  handle.  Even  if  you  are  already  selling  phonographs  of 

another  make,  the  Mandel  can  be  added  to  your  present  line 
with  added  profit  to  you. 

WRITE  TO  DAY  FOR  PARTICULARS 

EITHER  TO  OUR  CHICAGO  OFFICE  OR 

TO  OUR  CANADIAN  DISTRIBUTORS 
Model  No.  6 

Retail  Price  in  Canada 

*  100.55 This  model  stands  45  inches  high  by  20 
inches  wide  and  20  inches  deep.  For  the 
money  there  is  no  bigger  talking  machine 
value  being  offered  elsewhere. 

These  two  larg-e  Mandel  factories  are  devoted  to  the 
exclusive  manufacture  of  cabinets,  motors,  tone  arms, 
sound  boxes,  and  all  other  parts  which  are  used  in  the 
Mandel  Phonograph. 

Mm  • 

'» isrii 

K  M  m  _ 

MANDEL  MANUFACTURING  COMPANY 

General  Offices  : 

CHICAGO     .     .  ILLINOIS 

J.  A.  McLaughlin 
Representativm 

84  Riverdale  Ave. 

TORONTO 

MANDEL  PHONOGRAPH  COMPANY 

Canadian  Distributors 

OWEN  SOUND  ONTARIO 
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(  Continued  from  page  56 ) 

will  sell  easiest  and  quickest.     That  is  the  first  prin- 
ciple of  buying  right. 

Simple?  Of  course  it  is.  Don't  read  this  to  find 
anything  that  isn't  simple.  We  are  dealing  with 
facts,  obvious  things  which  everybody  knows — or 
ought  to,  anyway. 

The  next  factor  is  the  records.  Keep  out  of  the 

phonograph  business  unless  you  intend  to  handle  re- 
cords. The  essential  feature  of  the  phonograph  trade 

is  the  record  business.  People  buy  machines  to  play 
the  records.  The  machine  is  secondary,  albeit  ne- 
cessary. 

A  complete  stock  of  records  is  absolutely  necessary. 
Experience  in  your  community  will  tell  which  records 
to  stock  heaviest.  It  is  ruinous  not  to  be  able  to  sup- 

ply your  customer's  demands.  Fortunately  the  big 
companies  make  this  easy  for  you  as  possible,  and 
their  advice  can  be  followed.  They  will  not  try  to 
overload  you. 

How  Records  Yield  Profits 

Mr.  Moore,  aforementioned,  estimates  that  he  sells 
in  a  comparatively  short  time  enough  records  to  equal 
the  cost  of  the  mp chine  pvirehased.  That  the  number 
of  records  sold  for  each  m^ehine  during  its  lifetime 
greatly  exceeds  this  is  apparent.  One  concern,  of 
very  late  origin,  offers  a  $50  machine  free  with  a  con- 

tract signed  by  the  purchaser  to  buy  a  certain  quan- 
tity of  records  within  a  year.  They  plan  to  make 

their  big  profit  on  future  record  sales.  These  two 
illustrations  serve  to  show  how  important  the  record 
business  is  in  itself. 

COLUMBIA  CO.  INTRODUCES  NEW 
ART  MODELS 

The  Columbia  Graphophone  Co.  has  announced  the 
addition  to  its  line  of  Grafonolas  of  a  series  of  art 
cabinets.  This  line  of  art  models  was  designed  in 
order  to  accommodate  the  fast  growing  demand  for 
period  cabinet  musical  instruments  to  harmonize  with 
the  furniture  and  furnishings  of  distinctive  periods. 
At  the  present  time  period  furniture  is  in  considerable 
vogue,  and  the  new  Columbia  art  models  are  in  keep- 

ing with  the  quality  of  Columibia  product. 
About  a  year  ago  the  Columbia  Co.  decided  to  design 

a  line  of  art  model  Grafonolas,  and  with  its  customary 
progressiveness  gave  close  attention  to  every  detail  be- 

fore the  actual  designing  was  inaugurated.  Prominent 
designers  were  engaged  to  suhmit  sketches,  and  every 
model  is  the  result  of  extended  time  and  thought. 

No  expense  or  effort  has  been  spared  to  make  the 
Columbia  art  models  representative  of  the  most  ac- 

cepted ideas  in  period  furniture,  while  the  mechanical 
equipment  includes  all  the  qualities  that  have  been 
such  a  factor  in  Columbia  success.  The  line  of  new 
art  models  consists  of  eighteen  distinctive  designs,  all 
of  which  are  operated  by  electricity.  Six  of  these  are 

"Eliza'bethan,"  "French  Gothic,'''  "Early  English," 
"Adam,"  "William  and  Mary,"  and  Charles  II." 

The  Lloyd  Manufacturing  Company,  of  Kitchener, 
Ont.,  are  moving  into  their  new  offices  at  271  King  St., 
West,  the  building  formerly  occupied  by  the  Onward 
Mfg.  Co.  The  Lloyd  Mfg.  Co.  are  still  keeping  their 
warehouse  on  Queen  St. 

FEATURES  OF  MANDEL  PHONOGRAPH 
MODEL  NO.  3 

The  price  of  phonograph  Model  No.  3,  manufactured 
by  the  Mandel  Phonograph  Company  Ltd.,  is  $140, 
yet  it  is  claimed  for  it  that  it  compares  favorably  with 
other  machines  of  similar  dimensions  selling  for  a  con- 

siderably higher  price. 

It  is  ecjuipped  with  a  double  spring  worm-driven 
motor,  which  operates  smoothly  and  quietly  and  plays 
five  ten-inch  records  with  one  winding.     The  interior 

filing  device  or  record  compartment  accommodates 

fifty  records,  which  may  be  filed  vertically.  There  are 
also  two  shelves  for  record  albums. 

The  Mandel  universal  tone  arm  and  sound  box  is 

also  emhodied  in  Model  No.  3.  These  are  constructed 

along  scientific  principles,  there  being  no  elbow  in  the 
tone  arm  to  break  the  even  flow  of  sound  from  the 

time  it  is  reproduced  until  it  emerges  from  the  mouth 
of  the  sound  chamber. 

The  Mandel  cabinets  are  beautifully  finished;  in 

fact,  these  cabinets  have  won  the  admiration  and 

respect  of  critics  and  discriminating  persons  who  un- 
derstand good  ca'binet  building  and  finishing.  The 

Mandel  cabinets  are  finished  on  all  sides,  so  that  they 

may  be  placed  in  any  part  of  the  room. 

Because  people  are  attracted  to  your  store  to-day 

by  certain  features,  don't  think  those  same  features will  continue  to  attract  them  continually. 
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Otto  Heineman  Phonograph  Supply  Co. 
INCORPORATED 

25  WEST  45th  STREET,  NEW  YORK 

FACTORIES:    ELYRIA,  OHIO  ;    NEWARK,  N.  J. 

CHICAGO      ATLANTA      SEATTLE      CINCINNATI  TORONTO 
Lumsden  Building 

A  Phonograph  for  Every  Home 

The  demand  for  Talking  Machines  this 

coming  fall  will  be  larger  than  ever  in 

history. 

Make  Your  Contracts  for  Motors  NOW 

The  situation  in  the  raw  material  market 

is  becoming  very  serious,  and  may  limit 

our  production.  We  therefore  suggest 

placing  motor  orders  with  us  well  ahead 

of  time. 

WE  ARE  AT  YOUR  SERVICE 

Canadian  Branch: 

LUMSDEN  BUILDING,  TORONTO Ptaiitnl 
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Majestic 

No.  100 

Mr.  Dealer- 
Are  you  ready  to  meet  the  demand  for 
Phonographs  this  fall  ? 
There  is  every  indication  that  there  will  be 
a  greater  demand  for  Phonographs  this  fall 
than  last  year. 

Don't  let  the  demand  catch  you  unprepared, 
and  let  your  prospective  customers  go  else- 

where for  their  Phonographs. 
Majestic  Cabinets  are  beautiful,  and  will 
ornament  any  home. 

Majestic  Machines  will  play  all  makes  of  disc 
records  perfectly  without  the  use  of  any  at- 

tachments—no screws  to  loosen  or  tighten,  a 
mere  turn  brings  the  sound  box  to  the 
desired  position. 

You  can't  appreciate  what  an  exceptional  in- 
strument the  Majestic  is,  until  you  see  and 

hear  it. 

Put  the  Majestic  to  any  test  on  your  floor. 
It  will  cost  you  nothing. 

Our  prices  are  right 

DOMINION  PHONOGRAPH  CO. 

53  CECIL  ST.,  TORONTO 

THE  NEW  PERIOD  DESIGN  PATHEPHONES 

The  Pathe  Freres  Phonograph  Co.,  have  shipped  the 
first  new  period  design  Pathephones  out  to  the  trade. 
They  are  certainly  very  artistic  and  should  materially 
assist  the  furniture  dealer  in  making  sales  to  custom- 

ers who  are  interested  in  period  furniture  for  their 
homes  combined  with  a  talking  machine  of  merit. 

The  company  are  making  cabinets  in  William  and 
Mary,  Queen  Anne,  Louis  XVI..  Adams  and  Sheraton. 
They  have  issued  a  new  and  beautiful  machine  cata- 

logue listing  these  instruments,  and  also  giving  in- 
teresting and  helpful  data  on  period  furniture.  A 

copy  will  be  mailed  gratis  to  anyone  making  a  request. 

DISTRIBUTOR  of  AEOLIAN-VOCALION  IN  EAST- 
ERN ONTARIO  AND  PARTS  OF  QUEBEC 

The  House  of  Nordheimer  has  appointed  R.  G.  Cord- 
ingley,  of  Brockville,  Ont.,  distributor  for  the  Aeolian- 
Voealion  for  Eastern  Ontario  and  a  portion  of  Quebec, 
including. Montreal.  Mr.  Cordingley,  who  is  a  son  of 
D.  F.  Cordingley,  of  the  Aeolian  Company,  is  well 
known  to  the  trade  in  the  section  he  will  represent, 
having  been  a  member  of  the  firm  of  Cordingley 

'  Brothers,  formerly  distributors  of  phonographs  be- 
fore selling  out  their  business  at  Brockville.  to  C.  W. 

Lindsay  Limited.  A  wholesale  stock  will  be  carried 
at  Brockville,  where  Mr.  Cordingley  will  make  his 
headquarters. 

NEWS  NOTES  OF  THE  OTTO  HEINEMAN  CO. 

Otto  Heineman.  president  of  the  Otto  Heine- 
man  Phonograph  Supply  Co..  New  York,  has  an- 

nounced the  appointment  of  W.  C.  Pilgrim  as  assist- 
ant general  manager  of  the  company  with  head- 

quarters in  New  York.  He  will  work  in  conjunction 
with  A.  Heineman,  who  is  also  assistant  general  man- 

ager. A.  F.  Meisselbach,  head  of  A.  F.  Meisselbach  &  Bro.. 

Newark,  N.J.,  has  been  elected  second  vice-president 
of  the  Otto  Heineman  Phonograph  Supply  Co..  and  a 
member  of  the  Board  of  Directors.  The  Meisselbach 

plant  is  now  a  division  of  the  Otto  Heineman  Phono- 
graph Supply  Co.  Mr.  Meisselbach  is  one  of  the  best 

known  members  of  the  talking  machine  industry,  and 
is  recognized  as  a  pioneer  motor  manufacturer.  His 
associates  on  the  Heineman  directorate  are  pleased  to 
include  him  as  a  director,  as  he  brings  with  him  years 
of  experience  which  will  be  invaluable. 

TALKING  MACHINE  NOTES 

The  Dominion  Phonograph  &  Cabinet  Company,  of 
Montreal,  have  registered. 

The  Nova  Scotia  Furniture  Co.,  of  Halifax,  is  an- 
other furniture  firm  to  take  on  the  Pathe  line  ex- clusively. 

James  P.  Bradt,  of  Toronto,  general  manager  for 
Canada,  of  the  Columbia  Graphophoiie  Co.,  is  on  a  trip 
to  the  Pacific  Coast.  Before  his  departure  for  the 
West,  Mr.  Bradt  was  in  New  York,  inspecting  the  new 
period  designs  just  broi^ght  out  by  the  Columbia  Co. 

The  danger  of  fire  in  a  wood-working  plant  depends 
more  on  how  the  trash  is  kept  cleaned  up  than  on 
what  the  building  is  constructed  of.  Allow  neither 
tra.sh  nor  surplus  stock  to  stand  in  the  factory  over 
night. 



September,  1917 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 63 

fife  AEOLIAN 

VOCALION 

THERE  is  nothing  phonographic  in  th
e  ex- 

quisite music  of  the  VocaHon.  Its  tone  is 
the  real  tone  of  voice  and  instrument 

The  full  richness  of  the  deepest  bass,  the 

bell  clear  sweetness  c--  the  highest  treble 
it  revoices  in  the  complete  splendor  of 

the  original  tone  recorded. 

Play  the  Vocalion,  if  you  wish,  by  means 

of  the  expression  device — the  Graduola, 
Each  note  responds  to  your  touch,  you 

THE  furniture  dealer  who  considers  adding  a  Phono- 

graph Department  will  find  in  the  Aeolian-Vocalion 
the  very  line  he  needs.  It  will  assure  him  both 

prestige  and  profit.  Do  not  fail  to  get  particulars  of  our 

dealer  proposition;  and  when  you  are  considering  it, 

remember  there  is  a  big  advertising  campaign  on  Aeolian- 

Vocalion,  which  makes  it  the  easiest-to-sell  of  all  phono- 

graphs. It's  a  wonderful  instrument  and  it  is  backed  up 
by  wonderful  newspaper  advertising. 

NORDHEIMER 

PIANO  &  MUSIC  CO.,  LIMITED 

CORNER  YONGE  and  ALBERT  STREETS,  TORONTO 

CANADIAN  DISTRIBUTORS  for  AEOLIAN-VOCALION 
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Undertakers'  Department ^^^^^^^^^^^^^^^^^     Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  inoited  to  send  letters  ̂ ^^^^^^^^^^^^^^^^ 
expressing  their  views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 

And  Now  for  the  Big  Convention  Doings 

Annual  meeting  of  Canadian  Embalmers'  Association  expected  to  be 
greatest  ever  —  Outstanding  features  —  School,  picnic  and  banquet. 

WITH  the  school  opening  on  Tuesday,  August  28, 
everything  is  in  readiness  for  the  C.  E.  A. 
convention  on  Tuesday  next,  September  4. 

The  meetings  will  be  held,  as  in  the  past  recent  years, 
in  the  Anatomical  Building  of  Toronto  University  in 

Queen's  Park. 
The  lecturer  and  demonstrator  who  gave  such  effi- 

cient service  a  year  ago,  Prof.  Chas.  0.  Dhonau,  will 
again  take  charge  of  the  school  and  conduct  the  con- 

vention lectures.  The  professor,  a:  is  well  known, 
is  president  of  the  Cincinnati  College  of  Embalming, 
and  is  as  well  pathological  instructor  at  the  Cincinnati 
General  Hospital.  His  post  in  that  institution  means 
that  practically  all  the  bodies  of  those  dying  in  the 
hospital  are  embalmed  by  him.  Since  his  last  visit 
to  Toronto,  a  year  ago,  Prof.  Dhonau  has  handled 
1,003  cases. 

SOUP 

Cream  of  Tomato,  Burney-hot 

RELISHES 

Celery        Sliced  Cucumbers  Olives 
With  their  Brand-on 

ENTREE 

Fruit  Salad,  McArthur  style 

MEATS 

Eoast  Chicken  Nu-gent  Dressing 
Prime  Eibs  of  Beef       Cole  Gravy 

VEGETABLES 

French  Mashed  Potatoes,  a  la  Godin 

Henderson  Corn  on  the  Com-stock 

DESSERTS 

Stratford  Green-wood  Apple  Pie 

TEA  COFFEE 
MILK 

iianquet  menu  at  Manitou  Hotel. 

The  subject  matter  of  the  lectures  as  well  as  th? 

business  topics  to  be  discussed  this  year,  are  of  the  ut- 
most importance  to  mem'bers  of  the  C.  E.  A.,  and  it  is 

to  be  hoped  that  the  attendance  will  be  a  record 
breaker.  The  Association  needs  the  assistance  of 

every  funeral  director  and  embalmer  in  the  Province, 
and  every  person  in  the  profession  needs  the  help  and 
co-operation  of  the  Association. 

Don't  Forget  the  Picnic 

The  chief  social  event  of  the  Convention  will  be  th'? 

picnic  and  banquet  at  Island  Park  on  Wednesdaj'. 
September  5,  program  of  which  was  published  in  last 
month's  issue  of  Furniture  World.  The  baseball 
game  will  start  the  proceedings,  followed  by  the  races, 
and  ending  up  with  the  dinner  at  Manitou  Hotel.  The 
speech-making  will  be  confined  to  one  address,  when 
"Deacon"  Henderson,  the  best  known  salesman  in 
the  trade,  will  give  a  talk  that  will  be  well  worth hearing. 

Charlie  Musgrave  and  his  orchestra  will  play 
throughout  dinner,  and  Bert  Harvey  and  Jack  Kelly 
will  enliven  the  later  proceedings.  The  prize  win- 

ners will  he  announced  and  prizes  awarded.  This 

will  bring  the  day's  entertainment  to  a  close  in  suffi- 
cient time  to  allow  every  person  to  get  back  to  the 

city  to  fill  their  evening's  engagements.  The  pro- 
gram, too,  will  be  of  a  nature  that  will  keep  every- 

body at  the  Island  until  the  last  and  final  word. 
The  concert  program  will  be  a  big  new  feature  and 

with  the  first-class  artists  announced  to  take  part, 

should  prove  to  be  an  attraction  to  hold  all  the  mem- 
bers and  their  friends  until  the  end. 

NOVA  SCOTIA  TO  BE  REPRESENTED 

John  Snow,  jr.,  of  Snow  &  Co.,  funeral  directors, 
Halifax,  N.S.,  intends  to  be  present  at  the  coming  con- 

vention of  the  C.  E.  A.  in  Toronto.  "Doe."  Ferguson 
has  prevailed  on  him  to  come  up  and  see  for  himself. 
"Johnny"  is  the  youngest  member  of  Snow  &  Co.,  and 
is  the  present  "boss"  of  the  concern. 

TENDERS  ON  COFFINS  AND  CASKETS 

The  casket  manufacturers  of  Canada,  as  well  as  the 
United  States,  have  been  asked  to  supply  tenders  on 

quantities  and  prices  of  knock-down  coffins  and 
caskets  for  use  of  American  soldiers  killed  at  the 
front  in  France,  when  the  U.  S.  troops  get  into  action. 
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Maxwell  Sanitary  Steel  Vaults 

Advance  in  Prices  Necessary. 

Our  Customers  are  Assured  of  Superlative  Qyalily  and  Prompt  Delivery. 

Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet 
Light  and  Easy  to  Handle. 

Superiority  Unquestioned  Design  and  Construction  Unequaled 

Carried  in  Stock  by  ̂    Leading  Jobbers 

Ask  for  Revised  Price  List 

Maxwell  Ambulance  Transfer  Case 

For  the  Handling,  Removal  and  Transportation  of  Bodies.    An  Indispensable 

Adjunct  to  the  Modern  and  Progressive  UndertaJ^er. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practical 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 

Inside  Dimeniions:  75  in.  long,  20  in.  wide,  13  in.  deep. 

Price»:  With  Tray  $30.00;  Without  Tray  $28.00;  Tray  Alone  $5.00 

Sold  by  all  leading  jobbers.     Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.Y. 
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Nova  Scotia  Funeral  Directors'  Convention 

Marilime  funeral  directors  hold  annual  gathering 

at  Halifax — Successful  sessions — New 
officers — Interesting  features. 

Secretary  C.  E.  Zink,  Special  report  for  Cartadian  Furniture  World  and  The  Undertaker  hy  our  otcn  reporter. 
whose  paper  on  so  - 
diers'  bodies  was  a feiiture  ot  convention 

THE  annual  meeting  of  the  Nova  Scotia  Funeral 
Directors'  Association  was  held  at  Halifax  on 
August  14,  15  and  16,  and  was  an  immense  suc- 

cess from  every  point  of  view. 

The  various  sessions  were  held  in  Snow  &  Co.'s 
establishment  on  Argyle  St.,  where  'every  facility  for 
quick  dispatch  of  businses,  and  comfort  and  conveni- 

ence of  delegates,  was  placed  at  the  disposal  of  those 
in  attendance. 

The  invitation  of  President  G.  E.  Nichols  was  the 
means  of  bringing  out  a  good  attendance,  and  when 
the  convention  opened  there  was  an  immediate  settling 

down  to  business.  After  the  first  morning's  prelimin- 
aries, at  which  the  reception  of  meniibers  took  place 

and  addresses  were  made  by  representatives  of  the 
Halifax  City  Council,  the  meeting  adjourned  until 

President  G.  E.  Nichols,  New  Glasgow,  N.S.,  wlio  handled 
all  the  meetings  nicely. 

the  afternoon  when  the  reports  of  the  president  and 
secretary-treasurer  were  presented. 

President  Nichols,  of  New  Glasgow,  in  his  address; 
said  that  the  work  of  the  year  may  be  considered 
successful  in  so  far  as  the  development  to  a  larger  de- 

gree the  spirit  of  fraternity  and  enthusiasm  in  the 

hearts  and  minds  of  "our  fellow  workers."  As  a 
profession,  he  said,  marked  improvements  have  been 
noticed  in  the  past  few  years  and  the  funeral  directors 
have  gained  a  position  in  the  estimation  of  the  public 
as  a  body  of  men  engaged  in  an  important  occupation, 
although  it  often  looked  as  though  the  services  were 
not  appreciated.  Our  chief  duty  is  to  educate  not 
only  those  we  serve,  but  ourselves.  We  must  aim  to 
elevate  our  profession  from  the  crude  and  sombre 
methods  to  a  standard  which  admits  only  the  scien- 

tific, the  sympathetic  and  the  refined  into  our  ranks. 

Embalming:  Soldiers'  Bodies 
Following  the  reports,  Secretary  Cecil  E.  Zink,  of 

Dartmouth,  read  a  paper  on  the  proper  care  of  the 
bodies  of  those  who  fall  on  the  field  of  battle.  This 

paper,  which  was  one  of  the  convention's  features,  was 
so  interesting  that  it  was  reported  in  the  Halifax 
dailies,  and  a  summary  of  it  wired  to  Toronto  papers, 
and  the  gist  of  it  also  cabled  to  London.  Eng. 

"That  proper  care  of  the  bodies  of  those  who  fall 
on  the  field  of  honor  should  be  given  'by  a  staff  of  em- 
balmers  and  that  arrangements  should  be  made  where- 

by the  remains  be  forwarded  to  their  homes  for 

burial,"  was  the  suggestion  given  in  Mr.  Zink's  ad- 
dress. He  said  that  he  considered  now  was  the  t'rae 

to  take  up  this  question.  The  present  convention,  he 
thought,  should  take  this  matter  up  without  delay  and 
see  what  could  be  done  to  make  this  suggestion  a 

reality.  "We  should  show  to  the  outside  world."  he 
said,  "that  we  have  risen  from  the  level  of  the  coffin- 
keeper  of  old,  (commonly  known  as  the  old  time  un- 

dertaker), to  the  goal  of  the  funeral  director,  recog- 
nized by  law-makers,  as  men  of  the  highest  profes- 

sional type." In  view  of  the  developments  which  have  t^ken  place 
in  the  undertaking  business  and  the  scientific  way  in 
which  the  work  is  carried  on,  Mr.  Zink  said  that  it 
was  more  reason  why  the  funeral  directors  should 
offer  their  services  to  the  British  government  for  tak- 

ing care  of  the  brave  soldiers  who  fall  on  the  field  of honor. 
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BEAUTY  -  DIGNITY  -  SOLEMNITY 

and  Superior  Quality  are  Exemplified  in 

GREER  MOTOR  EQUIPMENT 

In  the  great  advancement  being  made  in  the  profession  of   Funeral   Directing   at  the  present  time,  the  Motor 
Hearse  is  playing  the  most  prominent  part. 

WHY? 
Because  members  of  the  profession  are  beginning  to  realize  the  wonderful  advantages  and  possibilities  of  the 

Motor  Service. 

HAVE  YOU 
Investigated  the  possibilities  of  this  splendid  up-to-date  service?  Let  us  give  you  facts  and  figures  so  you 
can  make  comparison  with  your  present  methods  and  cost  of  maintenance,  and  such  comparison  will  undoubt- 

edly be  much  more  favorable  to  the  Motor  Service  than  you  may  expect. 

WE  MAKE 

A  SPECIAL  FORD  COMBINATION 

Which  will  prove  particularly  interesting  and  is  well  worth  investigating. 

We  will  be  m  Toronto  during  the  Annual  Convention  which  will  afford  delegp.tes  the  opportunity  of  investigating  the 
superiority  of  GREER  PRODUCTS.  We  will  also  have  on  exhibition  at  the  convention  grounds,  one  of  our  very  special 
Ford  combinations,  as  well  as  a  Studebaker  hearse. 

A.  B.  GREER  &  SON         -  LONDON,  ONTARIO 

IIIIIIIIIIIIIIIIB 
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France,"  said  Mr.  Zink,  was  not  only  unfitting  to  the 
deceased,  but  was  a  menace  to  the  lives  of  those  who 
had  filled  the  gaps  in  the  ranks.  Burials  at  the  front 

caused  many  heartaches  to  the  relatives.  "With  the 
co-operation  of  the  funeral  directors  in  all  parts  of  the 
Dominion,  Mr.  Zink  declared  that  arrangements  could 
be  made  where  those  who  died  at  the  front  could  be 
better  cared  for  and  with  more  satisfaction  to  rela- 

tives, and  he  urged  that  steps  be  taken  at  an  early 
date  to  bring  this  matter  to  the  attention  of  the  proper 
authorities. 

"We  can  commence  our  service  where  the  world 
renowned  Red  Cross  workers  leave  off,"  said  Mr. 
Zink.  "We  may  meet  with  obstacles,  but  I  helieve 
they  can  easily  be  overcome.  Many  will  say  that  some 
of  the  bodies  are  too  badly  shattered  and  that  the  ex- 

pense in  carrying  out  this  suggestion  would  be  too 
great.  I  will  endeavor  to  show  you  how  it  could  be 
worked  out.  In  the  first  place,  assuming  that  each 
battalion  supported  a  necessary  number  of  profes- 

sional emhalmers,  who  were  licensed  in  their  respec- 
tive communities,  we  could  prove  that  by  our  ad- 

vanced process  of  preservation,  together  with  our 
knowledge  of  semi-surgery,  a  shattered  body  may  be 
re-assembled  almost  beyond  belief. 

"In  the  second  place  in  cases  of  unidentified  bodies, 
the  usual  sanitary  methods  for  the  protection  of  the 
living  may  be  used  and  the  remains  buried  and  so  re- 
ported. 

"With  regard  to  the  expense  of  forwarding  the 
body  to  relatives,  it  may  be  said  that  the  cost  would  be 
comparatively  small.  After  the  body  had  been  em- 

balmed it  could  be  forwarded  on  a  returning  steamer 
and  upon  arrival  could  'be  taken  care  of  by  relatives. 
"We  must  not  lose  sight  of  the  fact  that  many  a 

loved  one  could  forget  much  easier  the  deep  sorrow 
if  they  knew  the  last  resting  place  of  their  loved  one. 
to  say  nothing  of  the  beneficial  results  from  a  sanitary 
standpoint  to  those  who  continue  to  fight  the  hattles 

of  the  Empire." 
Sugefestion  Endorsed 

By  a  unanimous  vote  the  delegates  to  the  convention 
passed  a  resolution  endorsing  the  suggestion  of  Cecil 
Zink,  that  steps  be  taken  at  once  to  make  arrange- 

ments for  the  forwarding  of  bodies  of  those  who  fall 
on  the  battlefield  to  their  relatives  for  burial.  A 

copy  of  the  resolution  and  Mr.  Zink's  paper  will  be 
sent  to  every  funeral  directors'  asfociation  in  Canada, 
with  a  request  that  it  be  placed  before  their  next 
convention.  The  delegates  present  agreed  with  Mr. 
Zink  that  the  government  could  make  arrangements  to 

have  the  remains  of  the  Empire's  dead  sent  to  their 
native  place  for  a  proper  burial. 

Prof.  Moadinger,  of  New  York,  who  was  the  lecturer 

and  demonstrator  of  this  year's  convention,  was  to 
have  given  his  opening  address,  but  a  railway  accident 
delayed  his  train  and  he  did  not  make  Halifax  until 
the  next  day.  The  president  called  on  Dr,  G.  W. 
Ferguson,  of  the  Champion  Chemical  Co.,  to  give  the 
convention  a  little  talk,  but  the  doctor  thought  it  was 
not  in  his  line  exactly,  as  he  was  connecter]  with  a 
commercial  house.  However,  he  told  a  few  witty 
stories  that  put  the  meeting  in  good  humor,  and 
punctuated  them  with  some  good  advice. 

The  entire  morning  session  of  the  second  day  was 
devoted  to  a  lecture  and  practical  demonstration  by 
Professor  Moadinger,  of  the  State  embalming  hoard. 
New  York,  a    recognized    authority    in  the  United 

States  on  all  matters  relating  to  embalming  and  the 
preservation  of  the  bodies  of  the  dead. 

He  held  the  close  attention  of  the  members  as  he  ex- 
plained the  progress — wonderful  as  it  is — which  has 

been  made  in  the  application  of  scientific  truth  to  em- 
balming processes,  and,  in  the  demonstration,  showing 

himself  to  be  a  master  of  his  business,  not  only  in 
theory  but  in  the  practical  work. 

The  New  Officers 

In  the  afternoon  the  elections  for  office  took  place. 
These  resulted  as  follows : 

President — A.  W.  Murray,  Amherst. 
Vice-President — Arthur  Ward.  Canning. 
Secretary-Treasurer — C.  E.  Zink,  Dartmouth  (re- elected). 

Sergeant-at-arms — Joseph  Spencer,  Halifax  (re- elected) . 

Chaplain — J.  W.  Logan,  Shubenacadie  (re-elected). 
On  Thursday  morning,  the  last  day,  the  chief  fea- 

ture of  the  proceedings  was  the  running  off  of  The 

Casket's  educational  film,  in  the  Orpheus  Theatre,  the 
business  session  of  the  morning  being  adjourned  for 

this  purpose.  The  "movies"  showed  funerals  of  rich 
and  poor,  great  and  small,  and  were  object  lessons  to 
the  profession  present  in  funeral  directing  methods  in 
various  parts  of  the  world. 

In  the  afternoon  the  professor  concluded  his 
courses  of  lectures  and  the  memhers  present  voted  the 
whole  proceedings  as  the  most  important  convention 
in  the  history  of  the  Association. 

Before  adjournment  the  Association  voted  $30  to 
the  Red  Cross  and  $20  for  a  memorial  window  in  St. 

Paul's  Church,  Terrance  Bay,  to  the  200  victims  of  the 
great  S.  S.  "Titanic"  disaster  of  many  years  ago  who 
were  huried  in  the  little  cemetery  near  the  church. 

Votes  of  thanks  were  passed  to  Prof.  Moadinger,  the 
New  York  embalming  expert,  for  his  able  lectures  and 
demonstrations  and  motion  picture  illustrations ;  to 
Cecil  Zink,  of  Dartmouth,  for  his  voluntary  services 
as  secretary-treasurer;  and  to  Snow  and  Sons  for  the 
use  of  their  premises  for  the  sessions  and  demonstra- tions. 

Amherst  was  suggested  as  the  place  of  meeting  for 
next  year. 

As  the  meeting  adjourned  all  present  sang  the  na- tional anthem. 

Notes  of  Convention 

During  the  convention  a  contest  was  conducted  by 
the  Champion  Chemical  Co.,  every  delegate  present, 
his  wife  and  children,  being  entitled  to  one  guess.  The 
prize  was  a  splendid  Champion  silver  church  truck. 
The  winner  was  Bert.  Cruickshank,  of  Halifax. 

Bob.  Flint,  of  Eckels  &  Co.,  and  The  Central  Casket 
Co.,  and  Dr.  Fergiison,  of  the  Champion  Chemical  Co.. 
were  interested  visitors  at  the  convention.  Both  ex- 

pressed themselves  as  well  pleased  with  their  visit. 

CASKET  MANUFACTURERS  CONVENE 

The  fourteenth  annual  conference  of  the  Casket 

Manufacturers'  Association  of  America  will  be  held  in 
Cleveland,  in  October.  Although  the  exact  dates  have 
not  been  officially  announced,  it  is  believed  that  the 
conference  will  open  October  16,  and  continue  until 
the  18th.  The  officers  of  the  association  are  looking 

forward  to  one  of  the  'best  meetings  in  its  history. 
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RETURNED  SOLDIER  EMBALMER 

On  this  page  we  publish  a  portrait  of  Sgt.  James 

W.  Lodge,  w'ho  has  joined  the  F.  W.  Matthews  Co. 
staff.  Mr.  Lodge  resided  in  the  United  States  before 

the  war,  and  has  been  in  the  undertaking  profession 

for  three  years.  He  is  a  graduate  of  the  Cincinnati 

College  of  Embalming,  of  which  Professor  Dhonau  is 

president.  Previous  to  entering  the  undertaking 

profession,  Mr.  Lodge  was  employed  by  the  W.  G. 
Moss  Co.,  architects  and  surveyors,  Boston,  Mass.,  and 
he  is  an  experienced  draughtsman. 

He  crossed  the  border  into  Canada  on  the  outbreak 

of  war  and  enlisted  in  the  26th  New  Brunswick  Batt. 

He  went  overseas  with  the  second  contingent,  was  in 

the  trenches  eighteen  months  and  was  twice  wounded. 

After  being  an  invalid  in  about  20  hospitals,  he  was 
discharged  as  untit  for  further  service. 

Mr.  Lodge  is  no  stranger  to  Toronto.  He  has  a 
married  brother  residing  in  East  Toronto,  for  twelve 
years,  and  he  has  many  friends  in  Toronto,  wbo 
remember  him  on  his  visits  to  Toronto  previous  to  the 
war. 

WESTERN  CANADA  CONVENTION 

The  Western  Canada  Association  of  Funeral 
Directors  and  Undertakers  met  in  annual  convention 
at  Winnipeg  last  month,  and  it  was  one  of  the  most 
successful  meetings  yet  held  by  that  organization.  The 
attendance  was  good.  Lectures  were  given  by  Pro- 

fessor George  Q.  Smith,  of  the  Barnes  School  of  An- 
atomy. The  advantages  of  desiccation  in  vault  burial 

and  for  purposes  of  permanent  preservation  were  fully 
discussed  and  listened  to  with  great  interest,  as  were 
also  the  questions  of  the  advantages,  disadvantages 
and  proper  uses  of  embalming  fluids.  A  number  of 
applicants  were  given  special  instruction  before  ex- 

amination for  licenses,  which  was  one  of  the  features 

of  the  convention.  "The  members  of  this  Associa- 

tion," says  Professor  Smith,  "are  live  wires  and second  to  none  in  the  United  States.  A.  B.  Gardiner, 

of  Winnipeg,  secretary,  and  W.  B.  Dunbar,  of  Nap- 
inka,  Man.,  president,  are  splendid  workers  and  are 
sure  to  keep  up  the  interest  in  the  association  as  long 
as  it  has  a  member." 

The  closing  day  of  the  session  was  spent  in  a  very 

enjoyable  trip  on  the  Red  River.  A  picnic  was  held 
at  Kenora  Park,  nine  miles  north  of  Winnipeg,  and  the 

usual  baseball  game  was  played  between  the  under- 
takers and  the  wholesalers.  The  funeral  directors 

won,  due,  doubtless,  largely  to  the  fact  that  Professor 
Smith  played  on  that  side,  though  he  modestly  re- 

frains from  saying  so.  The  professor  also  won 
second  prize  in  the  annnal  foot  race.  The  wholesalers 
were  the  hosts  of  the  occasion.  A  complimentary  vote 
of  thanks  was  tendered  Professor  Smith  for  the  in- 

teresting and  instructive  course  of  lectures. 

UNDERTAKER  ADDS  MOTOR  HEARSE 

Mr.  Robt.  J.  Reid,  one  of  the  leading  funeral 
directors  of  Kingston,  Ont.,  writes  Canadian  Furniture 
World  and  The  Undertaker  that  he  has  received  his 
new  combination  motor  ambulance  and  hearse,  from 
the  Houghton  Motor  Car  Co.  He  took  it  new  out 
of  the  factory  and  drove  it  about  600  miles,  from 
Marion,  Ohio,  to  Kingston.  He  has  used  it  about 
sixty  times  in  his  business  since  June,  and  has  given  it 

forty  mile  drives  over  rough  roads.  "I  have  never 
had  it  in  a  garage  for  repairs  or  adjusting,  since  I  got 

it,"  said  Mr.  Reid,  who  is  more  than  pleased  with  the 
car.  .It  is  better  than  any  that  he  has  had  up  to  now. 

BUSINESS  CHANGE  AT  PEMBROKE 

M.  B.  Malcolm  has  purchased  the  undertaking  busi- 
ness, stock  and  equipment,  of  Wm.  Beamish,  at  Pem- 

broke, Ont.  Mr.  Beamish  has  been  in  the  profession 
for  the  past  40  years,  and  he  is  retaining  the  furniture 
end  of  the  business,  enlarging  his  premises  for  that 

purpose. Mr.  Malcolm  has  been  a  resident  of  Pembroke  for 

the  past  twelve  years,  going  there  from  Kingston.  He 
resided  in  Chicago  for  two  years,  and  is  a  graduate  of 

the  Chicago  College  of  Embalming,  taking  his  exam- 
inations in  October,  1897. 

NATIONAL  DECLARES  10  PER  CENT.  DIVIDEND 

A  stock  dividend  of  ten  per  cent,  on  the  outstand- 
ing capital  stock  of  the  National  Casket  Co.  of  the 

United  States,  was  declared  July  2.  The  dividend 

's  payable  to  all  stockholders  of  record  on  July  7. 

Sgt.  James  W.  I,orl(ro  (in  centre)  and 
two  viewH  he  broiijrht  bnck  with 
him  from  the  front.   One  is  a  trench 

"somewhore  in  France,"  Mr.  Lotie'e is  the  man  with  the  sheepskin  ;  the 
other  is  a  cemetery  back  of  the  linep. 
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Hints  and  Helps  for  the  Embalmer 
By  Howard  S.  Eckels,  Ph.G. 

Dean  of  Eckels'  College  of  Embalming,  Philadelphia,  Pa. 
Written  for  Canadian  Furniiure  World 

and  The  Undertaker. 

SHOULD  cancer  occur  in  the  face,  a  cloth  saturated 
with  disinfecting  fluid  should  be  laid  over  this 
portion,  thus  entirely  protecting  the  operator 

from  possible  contamination.  The  carotid  artery 
may  be  raised  on  that  side  and  the  body  injected  to- 

wards the  trunk,  and  afterwards  injected  towards  the 
face.  This  direct  injection  of  fluid  may  be  needed 
to  accomplish  circulation  of  the  fluid  through  this  in- 

flamed, swollen  and  abnormal  tissue.  The  advantages 
are  perfect  preservation  and  also  a  hardening  of  this 
tissue  which  produces  a  good  foundation  upon  which 
to  build  up  the  cavity  with  plaster  paris,  which  it 
may  be  desirahle  to  use  to  fill  out  the  face  to  a  natural 
contour. 

This  plaster  paris  should  be  used  at  the  time  of  the 
dressing  and  laying  out  of  the  body.  In  fact,  it 
should  be  one  of  the  finishing  touches.  It  soon  hardens 

New  Chiilmuis  sedan  which  Blacliford  &  Son,  Hamilton,  Ont.,  ha\  u 
added  to  their  equipment. 

and  with  a  little  experience  in  its  use  and  in  tinting  or 
painting,  a  most  natural  appearance  of  the  face  will 
be  produced. 

Cancer  conditions  otfer  no  interference  with  your 
general  arterial  circulation,  and  because  of  the  groat 
benefits  to  be  derived  from  embalming,  the  body 
shows  the  skill  and  art  of  the  embalmer  in  a  most  sat- 

isfactory manner;  so  much  so,  that  the  best  and  mo^t 
practical  embalmers  prefer  to  treat  a  cancer  case,  as 
the  good  results  therefrom  are  so  apparent  that  it 
adds  greatly  to  their  reputation  and  credit. 

You  hear  a  great  deal  nowadays  about  undertaking 
as  a  profession.  It  is.  But  remember  that  there  is 
just  one  time  during  his  handling  of  a  case  that  the 
undertaker  ceases  to  be  a  professional  and  becomes  a 
salesman.  A  successful  director  is  just  as  good  a 
salesman  as  he  is  a  scientific  man.  Therein  often  lies 

the  dit¥erence  between  success  and  mediocrity,  be- 
tween profit  and  loss. 

A  man's  aspirations  must  be  of  a  high  order.  He 
must  be  on  his  professional  dignity  always.  He  ever 
must  strive  along  scientific  lines.  Yet  even  with  all 
of  this  he  cannot  be  a  real  success  financially  unless 
he  sees  to  it  that  each  family  buys  a  casket  in  accord- 

ance with  its  means. 

We  are  the  last  to  urge  that  a  director  should  en- 
deavor to  sell  a  carved  mahogany  to  people  whose  cir- 

cumstances do  not  warrant  anything  better  than  imi- 

tation oak.  That  is  not  what  we  want.  It  is  not 

what  you  want.  The  director  who  makes  a  perma- 
nent success  is  not  the  one  who  wheedles  a  poor 

family  into  purchasing  something  they  are  not  really 
able  to  buy — who  plays  upon  their  sympathies,  takes 
advantage  of  their  bereavement  and  endeavors  to 
shame  them  into  extravagance.  Success  never  can 
come  along  these  lines. 

Yet,  a  man  or  a  woman  who  is  able  to  buy  solid 
mahogany  should  not  Tse  allowed  to  put  off  the  direc- 

tor with  a  cheap  casket.  To  permit  it  is  poor  sales- 
manship. It  is  not  the  proper  way  to  increase  your 

profits. We  hear  a  great  deal  in  the  yellow  press  of  direc- 
tors who  take  advantage  of  the  poor  and  the  ignor- 

ant by  forcing  upon  them  funeral  goods  beyond  their 
means.  While  this  occasionally  is  done,  it  so  seldom 
happens  and  brings  its  own  punishment  so  speedily 
that  it  well  may  be  left  out  of  discussion. 
What  does  happen,  and  happens  much  too  fre()uent- 

ly,  is  that  the  undertaker  will  dangle  a  minnow  bait 
before  a  sturgeon,  and  feels  content  when  the  fish 
swallows  the  hook.  More  people  buy  too  poor  a 
casket  than  buy  too  good  a  one.  Worse  than  all.  is 
the  undertaker  who  gets  the  price  for  a  good  casket 
and  furnishes  a  cheap  one.  Happily  he  is  growing scarcer  every  day. 

What  advantages  do  you  claim  for  axillary  method 
over  say,  using  the  brachial  artery  and  tapping  the 
heart?"  writes  0.  A.  P..  of  Chicago. 

To  this  I  reply:  "The  questions  in  your  letter 
certainly  go  right  to  the  heart  of  every  principle  of 
arterial  embalming,  and  it  is  with  very  great  pleasure 
that  I  attempt  to  prove  to  you  at  least  some  of  the 
advantages  of  draining  from  the  superior  vena  cava. 

"First  let  us  consider  the  family,  some  member  of 
which  may  ask  to  be  present  or  intrude  while  you  are 
working.  By  your  method  you  would  make  an  in- 

cision in  the  forearm  and  in  rather  a  conspicuous 
place  and  then  stab  the  subject  to  heart  with  a  tro- 

car. Can  you  imagine  the  feelings  of  anyone  present 
at  seeing  the  latter  operation?" 

DOMINION  CASKET  CO.  GROWING 

The  Dominion  Casket  Co..  Guelph.  Ont..  expect  to  b  - 
in  their  new  factory  in  a  month's  time.  The  Dominion 
line,  which  has  a  national  reputation  for  quality  all 

over  Canada,  is  expected  to  be  pushed  hard  during  th's 
fall  and  throughout  1918,  and  with  a  new  plant  anri 
up-to-the-minute  methods,  should  increase  its  hold 
and  build  up  the  compan.y  to  be  the  equal  of  any  other 
casket  concern  in  Canada. 

STOOD  HARD  EMBALMING  TEST 

Geo.  B.  Thomson,  funeral  director.  Fernie,  B.C..  a 
reader  of  Canadian  Furniture  World,  writes  that  ho 
embalmed  a  body  thirteen  months  ago,  weighing  300 

pounds,  using  "Champion"  fluid.  The  body  has 
been  in  his  rooms  ever  since,  where  it  has  been  sub- 

jected to  weather  conditions  existing  there  from  40 
below  to  90  above.  A  newspaper  clipping  which  he 
also  sent  from  one  of  the  daily  papers  says  that  the 
body  looks  just  as  good  as  when  it  was  first  taken care  of. 
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The  Purple  Cross  Movement 

The  organization  of  the  Purple  Cross  Association, 

mentioned  in  last  month's  issue  of  Canadian  Furniture 
World  and  The  Undertaker,  is  being  pushed  forward 

by  the  promoters.  The  fcill  authorizing  the  establish- 
ment of  the  Society  has  been  presented  in  both  houses 

at  Washington. 

Prof.  Eckels,  of  Philadelphia,  and  Dr.  Mowbray,  are 

prominent  among  the  organizers,  'but  the  trustees  in- 
clude a  host  of  prominent  officials  and  public  men  who 

have  held  office  in  the  various  funeral  directors 
associations  of  the  United  States. 

Active  membership  is  limited  to  those  who  have 
made  the  care  of  the  dead  their  life  profession,  and  to 
those  in  affiliated  industries.  It  thus  is  able  to  offer 
to  the  Government  a  highly  trained  specialized  service 
in  embalming  and  permanent  preservation  and  to 
bring  to  the  care  of  our  dead  abroad  an  efficient  service 
by  experienced  men.  There  are  approximately 
35,000  undertakers  in  the  United  States  operating 
under  State  licenses  obtained  after  strict  and  rigid  ex- 

amination. It  is  these  men  who  comprise  the  Purple 

Cross  and  from  whom  the  working  force  will  'be 
drawn. 

This  organization  has  filed  with  the  (luartermaster 
general  of  the  United  States  Army  an  offer  to  supply 

them  an  auxiliary  service  "to  be  assembled,  equipped, 
trained,  transported,  maintained,  and  provided  with 

automobile  ambulances"  at  its  own  expense  and  with- 
out any  cost  whatsoever  to  the  Government. 

The  purpose  underlying  the  organization  is  to  make 

possible  the  return  to  their  home  and  burial  grounds 
of  the  bodies  of  sold  ierswho  may  be  killed  abroad  or 
die  in  hospitals  when  and  at  such  time  as  may  be 
deemed  advisable. 

Unless  these  bodies  are  scientifically  embalmed  by 
experts  trained  in  permanent  preservation,  and  this 

work  'be  done  immediately  or  within  a  few  hours  after 
death,  it  will  be  impossible  to  return  them  to  America 
in  a  sanitary  and  recognizable  condition. 
An  auxiliary  force  of  50  embalmers  is  proposed  to 

be  raised  in  Canada.  These  men  would  constitute  a 

Canadian  unit  in  the  American  Purple  Cross  Associa- tion. 

A  PREPAREDNESS  STORY 

There  is  one  man  in  Illinois  who  believes  in  pre- 
paredness to  the  extent  of  admitting  that  death  in  in- 

evitable and  that  a  man  should  be  prepared  for  the  ul- 
timate. He  is  a  well-known  real  estate  dealer  in 

Waukegan.  While  confined  to  his  home  with  illness 
last  month,  it  developed  that  three  years  ago  Mr.  Kit- 
tridge  selected  his  casket,  purchased  a  steel  vault  and 
made  other  arrangements  for  his  funeral  with  a  local 
undertaker.     He  is  now  out  of  danger,  however. 

A  HAPPY  UNDERTAKER 

A  young  son  (111/2  pounds)  was  presented  to  Frank 
L.  Hogan,  Toronto,  a  few  days  ago.  The  happy  father 
is  walking  on  air  ever  since. 

SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 

CALLY EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 

and  why  YOU  Should  Use  It! 

It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  find  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  vnll  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 

portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 

balming Fluid, 

We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 

balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 

tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 

which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 

sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 

Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 

H.  S.  ECKELS  &  COMPANY 

221  FERN  AVENUE 

TORONTO,  ONTARIO,  CANADA 
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Samia's  Motor  Funeral  Equipment 
Saruia  is  one  of  tlie  newest  of  Ontario  cities,  but  it  is 

thoroughly  up-to-date.  At  least  the  funeral  directors 
of  that  town  have  a  reputation  for  modern  methods 
that  may  be  equalled,  but  cannot  be  excelled  by  any 
other  group  of  undertakers  in  any  city  or  town  of 
Canada. 

The  three  leading  funeral  directors  have  motor 
equipment  that  is  in  strict  keeping  with  their  high 
standard  business  and  which  shows  they  are  alive  to 
the  needs  and  requirements  made  upon  them.  All 
the  cars  were  built  and  supplied  by  A.  B.  Greer  & 
Son,  London,  Out. 

Messrs.  Phippen  &  Simpson,  who  have  a  very  com- 
plete outfit,  have  just  added  to  their  equipment  a 

particularly  fine  auto  hearse.  It  has  the  latest  equip- 
ment that  the  designers  of  America  have  brought 

forward,  and  the  body  is  put  on  a  new  Studebaker 
chassis,  built  especially  for  this  class  of  work.  The 
beautiful  carved  panels  are  of  exquisite  design  and 
the  symmetry  is  carried  out  perfectly  and  nothing 
apparently  is  overdone.  The  interior  of  the  hearse  is 
Circassian  walnut  of  excellent  grain,  and  altogether 
the  hearse  is  a  fine  specimen.  Both  Messrs.  Phippen 
&  Simpson,  as  well  as  the  manufacturers,  are  proud  of 
this  production. 

They  have  as  well  a  Ford  combination,  in  addition 
to  complete  horse-drawn  equipment. 

George  L.  Phillips,  144  Victoria  St.,  Sarnia,  in  a 

communication  to  Furniture  "World,  says  he  prides 
himself  on  having  the  best  outfit  in  Canada — four 
motor  cars  in  all.  His  latest  is  a  motor  hearse  on  a 
Cadillac  chassis.      The  other  cars  are  a  Ford  com- 

bination for  delivery  work  and  country  funerals;  a 

pall-bearers'  coach;  and  a  car  for  general  service 
work.  There  is  another  car  for  lead  purpo.ses.  Mr. 
Phillips  is  one  of  the  oldest  undertakers  in  Ontario, 
having  been  in  business  for  over  forty  years,  and  he 
carries  one  of  the  largest  stocks  and  best  outfits  in  the 
Province.  He  makes  some  of  his  caskets,  and  is  well- 
known  to  the  profession. 

F.  C.  Kilbreath  &  Son  are  new  undertakers  in 

Sarnia,  but  they  are  equally  up-to-date.  They  pur- 
chased recently  a  Greer  motor  hearse  mounted  on  a 

Ford  chassis.  In  fact  all  these  cars  supplied  the 

Sarnia  funeral  directors,  and  also  their  horse-drown 
e([uipment  were  made  by  A.  B.  Greer  &  Son. 

Greer  &  Son  will  show  at  the  Toronto  convention, 

a  very  special  Ford  combination,  and  as  well  a  Stude- 
baker motor  hearse. 

C.  E.  A.  SCHOOL  OPENING 

The  Canadian  Embalmers'  Association  annual 
school  session  opened  in  the  Anatomical  Building  of 
Toronto  University  on  Tuesday,  August  28.  When 
the  opening  hour  arrived  there  were  at  least  a  dozen 
students  present  and  more  were  expected  later  in  the day. 

Secretary  Matthews  of  the  Association  in  a  few 
chosen  words  introduced  Prof.  Dhonau.  of  Cincinnati, 
and  the  professor  immediately  set  to  work.  N.  B. 
Cobbledick  a  past  president  of  the  Association,  was 
also  present  and  took  part  in  the  opening  ceremonies 
which  were  very  brief. 

The  Examining  Board  will  conduct  their  examina- 
tions in  the  Anatomical  Building  on  Friday,  September 

7,  the  day  after  the  close  of  the  convention. 

New  aulo  hearKe  built  for  G.  L.  Phillips,  Sainiti,  Out.,  by  A.  is.  Greer  &  Son,  London. 
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Bobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 
Morris  &  Son,  L.  'Phone  10. 

Burks  Falls — 
Hilliar,  Joseph.    Box  213. 

Coboconk — 
Greenley,  A. 

Dorchester,  Ont. — 
Logau,  E.  A.    'Phone  2107. 

Dungannon — 
Sproul,  William 

Dunnville — 
D.  P.  Try.    'Phone  68. 

Elmira — 
Dreisinger,  Chris. 

Hamilton — 
Blachford  &  Sons, 

57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J.  H.  &  Co., 

19-21  John  St.  N. 

Huntsville — Hilliar,  Joseph. 

IngersoU — Mclntyres. 
F.  W.  Keeler  and  E.  A. 
Skinner,  props. 

Kemptville — MeCaughey,  Geo.  A. 

Kingston — Corbett,  S.  S. 
Eeid,  Jas.,  254  Princess  St. 

London — Ferguson's  Sons,  John 
174  to  180  King  St. 

Orillla — W.  A.  Strachan, 
Successor  to 

H.  A.  Bingham. 
Phone  453. 

D.  Clark.    Tel.  159. 
Mundell,  J.  A.     Phone  126. 

150  Mississaga  St. 

Oshawa — Disney  Bros. 
Luke  Burial  Co. 

Schomberg — F.  Skinner. 

St.  Catharines — Grobb  Bros. 
144-146  St.  Paul  St. 

St.  Thomas — William,  P.  E.,  &  Sons,  519 
Talbot  St. 

Stirling — Ealph,  Jas. Phone  lOli. 

Stratford — Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 

Toronto — Cobblediek,    N.    B.,  2068 
Queen  St.  East  and  1508 Danforth  Ave.  Private 
Ambulance. 

J.  A.  Humphrey  &  Son, 
463  Church  St. 

Washington,  Fleury  Burial 
Co.,  685  Queen  St.  E. J.  C.  Van  Camp, 
30  Bloor  St.  W. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Thedford — Woodhall,  J.  B. 

Wallaceburg — 
Cousins,  Burlington  &  Saint. 

Welland— 
Patterson  &  Dart 
Sutherland,  G.  W. 

Woodstock — Mack,  Paul. 

Whitby— 
Nicholson  &  Seldon. 
Disney,  E.  S. 

QUEBEC 
Montreal — Tees  &  Co.,  912  St.  Catherine 

St.  W«st. 

NEW  BRUNSWICK 

Moncton — Tuttle  Bros.,  164  Lut^  St. 

St.  John — Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — Campbell  &  Campbell. 

Dauphin — 
Farrell,  A.  F. 

Winnipeg — Clark-Leatherdale  Co.  Ltd. 
232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — Broadfoot  Bros. 

Saskatoon — Young,  A.  E. 

READ  WHAT  OTHERS  SAY  ABOUT 

C 

ARAN 

EMBALMING  FLUID C 

AMBULANCE Established  1854 

JAMES  REID 
THE  LEADING  UNDERTAKER 
AND  FURNITURE  MANUFACTURER 

HEADQUARTERS  TELEPHONE  147 
254  AND  256  PRINCESS  ST..  KINGSTON.  Ont. 

The  CaranaC  Laboratory, 
Peterborough,  Ont. 

Gentlemen : 

I  wish  to  convey  to  you  our  hearty  congratulations 
in  having  placed  a  fluid  well  in  reach  of  the  profession, 
which  we  have  found  to  do  all  that  could  be  desired  in 
the  most  trying  cases,  giving  a  soft  and  velvety  appearance 
to  the  features. 

Wishing  you  success,  with  a  fluid  that  has  come  to 
stay. 

Yours  respectfully, 

JAMES  REID 

CARANAC  LABORATORY 

PETERBOROUGH,  ONT.,  CANADA 

The  Original 

Patented 

Concentrated 

Fluid 

Patented  Formula 
Stroneest  and  Best 

Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 

ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 

Special  Canadian  Agents 

National  Casket  Co. 
Toronto,  Ont. 

GLOBE  CASKET  CO. 
London,  Ont. 

SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 

GIRARD  &  GODIN 
Three  Rivers,  Que. 

JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 

CHRISTIE  BROS. 
Amherst,  N.S. Larger  Bottles  filled  np  with  water 

Egyptian  Chemical  Co.  Boston,  u.s.a 
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W 
AVall-er  Bin   &  S'ore  Furniture  Co..  IR 
V.'alter    &    Co.,    B   22 

For  Sale 

Wanted 

TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additions  I 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage.etc. 
Cash  must  accompany  each  order 
—  no  accounts  booked. 

UNDF.RWOOD  TYPF.WKITERS— Thoroug*hly  rebuilt,  look  likft 
new,  wear  like  new.  Guaraiitfcd  five  years.  Less  than  one- 
half  manufacturers  prices.  Free  inspection,  and  sold  for 
cash  or  jiayments.  Send  for  proposition  and  protect  your- 

self with  r-.opies  of  letters  and  orders  written.  Address, 
Arthur  ().  Seeord  Co.,  Limited,  Dept.  6,  Brantford,  Ontario. 

FOR  SALE — Nearly  new  furniture  delivery  sleigh,  $50;  wago:i, 
$30;  up-to-date.  Owner  sold  business.  Address  R.  S.  Disney, 
Whitby,  Ont.  -s 

FOR  SALE — Funeral  directing  business  in  good  town.  First 
class  out!  t,  good  opportunity  for  young  man.  Apply  Box  41 
Canadian  Furniture  World.  -s 

FOR  SALE — A  first-class  hearse,  richly  carved.  One  of  the 
best  in  Ontario;  rubljer  tires,  roller  bearings,  made  by  A.  B. 
Greer  &  Sou,  London.  Also  an  undertaker's  coupe,  almost 
good  as  new;  rubber  tires;  driver  can  drive  from  the  inside 
with  horse  close  to  rig.  Cost  $500,  will  sell  for  $150.  Front 
seat  to  turn  down  and  hold  a  2  ft.  6  in.  casket.  Will  sen! 
photo  on  application.     Write  to  Geo.  L.  Phillips,  Sarnia.  Ont. 

-s 

FOR  SALE — Furniture  and  Undertaking.  Western  Ontario, 
or  might  take  a  partner.  Box  43  Canadian  Furniture  World, 
Toronto.  -s 

WANTED — Position  as  salesman  on  road  for  reliable  furni- 
ture or  bedding  firm.  Eight  years  business  experience  in 

hardware  and  furniture,  retail.  Salary  or  commission  basis. 
Address  Box  42  Canadian  Furniture  World.  -S 

WANTED — Salesman  wanted  to  handle  in  Eastern  Canada,  one 
of  the  leading  lines  of  high-grade  baby  carriages,  go-carts, 
children's  velocipedes,  doll  carts,  etc.,  mnnufactiired  in  the 
United  States.  Must  be  able  to  sell  the  best  and  largest 
trade.  Address,  stating  age,  experience  in  selling  baby 
carriages,  references,  and  stating  what  other  lines  you  are 
now  selling.    Applj-  Box  40  Canadian  Furniture  World,  -as 

FURNITURE  WORLD 
'WantAdT 

BRING  RESULTS 

The  National  Table  Company,  Limited 

The  Owen  Sound  Chair  Co.,  Limited 

The  North  American  Furniture  Co., 
Limitad 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High- 
Grade  Dining  Room,  Bedroom,  Hall, 

Living  Room  and  Library  Furniture. 

Catalogues  aent  on  application 
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Champion  Huid 

A  16oz.  bottle  of 

Purest 

Chemicals 

MADE  IN  CANADA 

Champion  Reputation 

gained  by  many  years  of  fair  dealing 
and  honest  goods  is  in  each  bottle  of 

Champion  Fluid 

For  Preservation  and 

Cosmetic  Effect 

Champion  is  Unexcelled 

The  Champion  Chemical  Co.,  Springfield,  O. 

DR.  G.  W.  FERGUSON,  Canadian  Manager 

50  Leuly  Ave.,  Kew  Beach,  TORONTO 



Brass  Bed  No.  1702 

Pillar*,  1';  Top   Rod,!";  Bottom  Rod,  ̂ i";  Seven       Fillers.    Double  Panel  Bar 
at  head  and  foot;  Head,  55";  Foot,  35";    All  size*. 

The  New  Alaska  "War  Beds" 

are  the  latest  "war  babies,"  born  under  war  conditions  and  sure  to  thrive  in  a  war  atmosphere. 

The  bed  illustrated  above  is  only  one  of  a  line  of  seven  new  "war  beds"  just  completed,  and  built  to 
meet  the  spirit  of  economy  now  everywhere  prevalent. 

All  these  "war  beds"  are  made  of  high-grade  materials,  under  careful  supervision,  by  expert  workmen 
— as  good  in  everyway  as  the  regular  "Alaska"  line  — but  the  posts,  top  mounts,  etc.,  are  smaller.  This 
means  a  saving  in  materials  and  manufacturing  cost,  of  which  YOU  GET  THE  FULL  BENEFIT. 

These  beds  mean  more  brass  bed  trade !  Watch  for  our  new  "War  Bed"  folder,  giving  full  information 
about  these  new  "war  beds." 

The  Parkhill  Manufacturing  Co.,  Limited 

Successors  to  the  Alaska  Feather  &■  Down  Co.,  Limitr.d 

Makers  of  Bedsteads  and  Bedding 

MONTREAL 

"Alaska  on  an  article  means  high-grade  every  particle" 



Vol.  7   No.  10 

Published  by  the  Commercial  Press,  Limited,  32  Colbome  Street,  Toronto 

McLAGAN  QUALITY 

IN 

DINING  ROOM  FURNITURE
 

This  Dining  Room  Suite,  William  and  Mary  design,  is  one  of  the 

most  popular  sellers,  and,  coupled  with  Mc Lagan  excellence 

of  quality,  will  bring  you  satisfied  customers. 

It  is  made  in  American  Black  Walnut  and  will  readily  appeal  to 

buyers  on  the  lookout  for  something  tasty,  yet  inexpensive. 

The  George  McLagan  Furniture  Company,  Limited 

STRATFORD  ONTARIO 



CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER October,  1917 

"There's  Betty  Jones,  and  Junior  too,  with 
Toys  all  good  and  sound, 

Theirs  never  break  and  get  all  loose. 
And  seem  to  tumble  down. 

I  want  a  toy  that  will  not  break; 
With  wheels  and  handle  bar 

And  one  that  doesn't  jolt  and  shake — 
— I  want  a  Kiddie-Kar!" 

 That  is  the  cry  that  must  be  answered  this  Christinas, 
answered  with  a  KIDDIE-KAR — the  sturdy  toy  for  the  sturdy 

boy  or  girl.  The  onlj'  toy  that  next  Christmas  will  find  as 

good  as  new.  Strongly  built,  every  part  sold  under  guaran- 
tee:  a  toy  that  stands  up  under  hardest  use. 

Have  vou  ordered  vour  Christmas  stock? 

CANADIAN  K.K.  COMPANY,  LIMITED 
(Sole  Canadian  Rights) 

ELORA ONT. 

KTR  A  br£   MARK  
'WW' PATENTED  APRIU  3RD.  1S17 

No.  2—2  to 
No.  3 — 3  to 3  years 

4  years No.  4 — 4  to  8  years 

East  West 
of  the  of  the 
Great  Great 
Lakes  Lakes 

..$1.50  $1.75 

.  .  2.00  2.25 

.  .  2.50  2.75 

These  prices  strictly  maintaine<l. 
Priees  to  dealers  on  ap]ilication. 

EASY  FOR  A  WOMAN  TO  MOVE  AROUND 

The  housewife  can  handle  this  mattress  with  ease.  It 
is  much  lighter  than  ordinary  mattresses  of  similar  size. 
It  is  filled  with 

KAPOK 

The  Queen  of  Bedding  Material 

Perhaps  you  don't  realize  the  difference  between  Kapok and  other  Mattress  fillers.     If  that  is  the  case, 

Write  for  our  Booklet 

This  booklet  will  tell  3'ou  all  about  the  distinctive  qualities  of  Kapok 
and  will  explain  just  how  it  is  superior  to  all  other  materials  in  all 
the  essentials  of  a  mattress  filler.  Purity,  Softness,  Lighlnes^, 
Strength,  Elasticity  and  Durability. 

Write  for  the  bookltt  to-da]).    It  will  put  you  in  touch 
with  the  line  that  is  a  sure,  quick  seller,  with 

which  each  purchaser  remains completeh  satisfied 

The  Canadian 

Feather  and  Mattress  Co.,  Limited 

41  Spruce  St.,  Toronto,  Can. 
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DIRECTORY  OF  MANUFACTURERS 
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Geo.  McLagan  Furniture  Co. 
Limited 

Medium  and  High  Grade  Dining  Room, 
Parlor,  Hall  and  Library  Furniture. 

Farquharson-Gifford  Co.,  Ltd. 
Specialists  in  Revolving  Seat  Davenport 
Beds,Living  Room  Furniture  and  Divanettes 

Stratford  Chair  Co.,  Limited 
Diners,  Rockers,  Bedroom  Chairs,  Office, 
Den  and  Library  Chairs,  Children's  Chairs. Buffets  and  Extension  Tables. 
Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 
Davenport  Beds. 
Living  Room  Furniture. 
Couches,  Kroehler  Kodavs,  Divanettes 

Globe-Wernicke  Co.,  Limited 
Globe  -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Imperial  Rattan  Co.,  Limited 
Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields,  "Old  Hickory" Rustic  and  Garden  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 
Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Chairs  and  Tablet 

Stratford  Bed  Co.,  Limited 
Brass   Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 
Office  Furniture. 

YOUR  FALL  and 

XMAS  TRADE 

The  road  to  success  in  furniture  re- 

tailing begins  with  good  buying. 

Good  buying  means  the  purchase  of 
stock  that  will  make  quick  appeal 

to  the  public,  be  well  within  the 

means  of  the  ordinary  user,  and  that 

will  produce  the  right  profit  for  the 
dealer. 

Every  furniture  merchant  should  seek  lines 
that  are  sure  to  bring  a  quick  turnover  of 

capital,  for  the  frequent  exchange  ol  goods 
is  the  mainspring  of  merchandising. 

By  every  known  test  "Stratford-made" furniture  meets  these  requirements.  The 

designs  are  good  and  attractive,  the  work- 
manship the  best,  and  the  range  of  prices 

wide  enough  to  satisfy  the  buyer — from  the 
big  city  store  to  the  rural  country  merchant. 

Shipments   from   Stratford  factories  are 

made  promptly,  because  the  manufacturers 
are  organized  to  give  the  best  possible 

shipping  service. 

Stock  up  with  furniture  from 

STRATFORD  FURNITURE 

MANUFACTURERS 
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Elegance  and  Durability 

Are  twin  virtues  always  found  in  Stratford  Chairs 

1 

1607-5 
1607—1 

Smarten  up  your  Chair  Stock 

Consult  the  large  range  of  Stratford  Chairs.  Pick  out  some 

of  the  fresh  and  new  designs  in  Diningroom  and  Bedroom 

Chairs,  Den,  and  Odd  Rockers,  and  you'll  find  it  will  greatly 

brighten  up  your  stock  and  gives  it  the  necessary  "tone." 

THE  STRATFORD  CHAIR  COMPANY,  Limited 

Stratford     .      .      .  Ontario 

a 

a  j 
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The  "Nufold"  Divanette 

A  Perfectly  Executed  Combination  oj 

ART  and  COMMON  SENSE 

BECAUSE  the  "Nu- fold" is  a  result  of 
a  careful  study  of 
the  uses  and  abuses 
of  the  folding  bed. 

BECAUSE  it  is  the 

most  correct  con- 
ception of  modern reciuirements,  and 

BECAUSE  we  bestow 
the  most  pains-tak 
i  n  g  attention  on 

every  detail  con- 
nected with  its  pro- duction, is  why  we 

can  truthfully  claim 
it  is 

The  Most  Perfect  Folding  Bed  Manufactured 

Some  of  the  outstanding 
features  of  the 

"  NUFOLD  " 

Are:— 

Simplicity  of  operation. 

Accommodation  of  a  full 

sized  mattress  and  bedding. 

Thorough  construction  and 
its  pleasing  appearance 
when  used  in  either  capa- city. 

Satisfy  yourself  regarding  the  merits 

of  the  "NUFOLD."  Order  one  to-day. 

j 

The  Farquharson-Gifford  Co.,  L  imited 
specialists  in  Davenport  Beds  and  Living  Room  Furniture. 

STRATFORD,  ONTARIO 
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o 

IMPERIAL  RA  TTAN  LINES 

We  are  endeavoring  to  take  care  of  business 

offer,  d,  but  have  been  unable  to  make  prompt 
shipments  on  account  of  war  conditions.  Dealers 
will  have  to  anticip  te  their  requirements  by 
several  months  if  tra  e  conditions  remain  as  at 

present.  Materials  are  scarce  and  high  priced, 
skilled  labor  is  scarce,  and  there  is  no  reason  to 

expect  a  change  until  "Victory"  is  a  hieved  on 
the  field  of  bat  le,  which,  after  all,  is  the  only 
thing  that  concerns  Canada  at  this  moment. 

i 

V 

Imperial  Rattan  Co.,  Limited  .   .  Stratford,  Ont. 

WANT 

ADS 

BRING 

RESULTS 

THE 

CANADIAN 

FURNITURE 

WORLD 

OUR 

CIRCULATION 

COVERS 

THE  FIELD 

2  cents  per  word 
per  insertion 

JFyou  have  something  for  sale  try  a  want 
ad.  in  our  ad.  column,  and  you  will  be  sur- 

prised fit  the  results. 

32  COLBORNE  STREET 

TORONTO 
2  cents  per  word 

per  insertion 

o 
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liilllllilllllillllllllililllllli 

THE 

GOLD  MEDAL  LINE 

of  UPHOLSTERED  FURNITURE 

WE  RESPECTFULLY  CALL  THE  ATTENTION  OF  DEALERS  TO  OUR  REVISED 

PRICE  LIST  OF  FURNITURE  AND  BEDDING,  EFFECTIVE  OCTOBER  1st. 

WRITE  US  FOR  COPY  IF  YOU  HAVE  NOT  RECEIVED  ONE  BY  MAIL 

The  Gold  Medal  Furniture  Mfg.  Company,  Limited 

TORONTO,  UXBRIDGE.  MONTREAL,  and  WINNIPEG 

illilllilllllililllllillllllillllllllllilli 
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Reed  Furniture^ 

Nothing  More  Saleable 

TWrOST  any  piece  of  Furniture  from  the  Canadian  Rattan  Line 

-■''-^    will  appeal  to  the  most  particular  customers. 

Get  a  good  showing  of  these  goods  on  your  floor  for  Fall  trade. 

WRITE  FOR  CATALOGUE  AND  PRICES  TO-DAY. 

The  Canadian  Rattan  Chair  Co.^  Limited 

VICTORIAVILLE,  QUEBEC. 
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I  Last  ̂   Call  I 

I  to  place  orders  for  | 

I     JUVENILE  FU
RNITURE  I 

I  ^  This  Toy  Furniture  is  taking  the  country  by  storm.  Furniture 

I  dealers  should  place  their  orders  immediately  and  be  assured  of 

I  prompt  delivery.    By  ordering  now  you  will  get  stock  at  present 

I  prices.    Delay  until  late  and  you  may  cut  your  profits  in  two. 

I  ^  This  Toy  Furniture  is  made  in  Canada  by  a  Strictly  Canadian  Firm 

DO  YOUR  DUTY  BUY  IN  CANADA  HELP  YOUR  COUNTRY 

No.   28  No.   29  No.   30  No.   31  No.  32 
Top,   6  in.   X   111/2  in.     Top,   6   in.   x   IIV2  in.     Top,   6   in    x   IIV2  in.     Top,  71/2  in.  x  241/2  in.  Top,  71/2  in.  x  I61/4  in. 

Height,  19  in.  Height,  20  in.  Height,  16  in.  Height,  2414  in.  Height,   231/2  in. 
Mirror,    5   in.   x   7  in.     Mirror,    6   in.   x   8  in.     Door,    9    in.    x    11  in.     Mirror,   7  in.  x   13  in.  2  Doors,  6  in.  x  16i'4  in. 

=  White  Enamel  Bedroom  Suite  with  Cretonne  Inlaid  Panelt  = 
M  — 

I  The  Victoriaville  Furniture  Company  | 

I  VICTORIAVILLE  QUEBEC  | 

fiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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AN  IRRESISTIBLE 

COMBINATION 
Good  Furniture 
A  real  guarantee 

IVrite  for  samples  and  prices 

Du  Pont  Fabrikoid  Co. 

TORONTO,  ONT. 

No.  1  Local 

Fibre 

Chair  Seats 

of  every  description 

Good  stock  and  good 

prices. From  10  to  18  inches. 
Black  and  tan. 

For  prices  and  circular 

apply  to J.  E.  Beauchamp  &  Co. 
Montreal 

Send  your 

WANT  ADS 

to  the 

Canadian  Furniture 

World 

juuniHiiKiuuiimiiiaiimtiinniiiiiiinimKiiiMiiwiiiiiiiiniinuuQ 

Tennessee 

Cedar  Chests  | 
I 

Absolutely  mothproof.  | 
Made  in  three  popu-  | 
lar  sizes.   Best  copper  | 
trimmings    used  f 
throughout.  | 

Mahogany  Finished,  Made 
in  Three  Sizes. 

Every  Woman 
Wants  One 

Their  hemdsome  ap- 
pearance and  great 

utility  make  them  fa- 
vorites with  all.  The 

price  will  enable  you 
to  make  a  good  profit. 

D.  L.  SHAFER  &  COMPANY,  ST.  THOMAS,  ONTARIO 

THE  WABASH  SLIDE 

MADE  BY 

B.  WALTER  &  CO.,  WABASH,  IND. 

The  Largezl  EXCLUSIVE  TABLE 
SLIDE  Manufacturers    in  America. 

SLIDE  making  a  SPECIALTY  BUSINESS 

Becauie  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  arliclei. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  uiing  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 

DEALERS— INSIST  on  WABASH  SLIDES 
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Dill 

There  is  an  ever-growing  demand  for  Macey  Sec- 
tional Bookcases. 

This  is  due,  first  to  the  fact  that  there  have  been  thousands 
of  satisfied  purchasers  of  Macey  bookcases  during  the  last 
25  years ;  their  libraries  are  still  growing.  Also  to  the 
fact  that  our  advertising  and  the  co-operation  of  our 
dealers  is  making  new  Macey  friends  every  day  in  the 

year. 

Dealers  Profit  by  Macey  Advertising 

You  dealers  know  this  Company  has  devoted  all  the  resources  of  a 
large  and  established  concern  to  produce  a  bookcase  which  in 
workmanship,  materials,  finish  and  style  cannot  be  surpassed. 
The  buyer  of  sectional  bookcases  is  a  steady  customer.  He 
buys  with  the  intention  of  adding  to  his  library  as  it  grows.  When 
he  comes  to  your  store  to  buy  sections  for  his  bookcase  he  is  a 
prospect  for  other  furniture. 
Tt  pays  to  push  Macey  Bookcases.  Complete  catalogues  and 
advertising  helps  on  request. 

Remember 

our  Permanent 

Wholesale 

Showrooms  at 

136-140 

King  St.  East, 

Toronto 

are  open  all  the 

year  around  and 
afford  the  dealer 

with  a  prospective 
customer  every 

opportunity  to 
make  a  sale. 

When  in  Toronto 

make  our  Show- 

rooms your  head- 

quarters. 

FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 

[ANADApURNITUREM
 

ANADA  rURNITUREMANUFACTURERS 
UiMirco 

GENERAL  OFFICES  :   WOODSTOCK.  ONT. 

WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 

FACTORIES  : 

WINGHAM 
WALKERTON 
WIARTON 
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Practical  Methods  and  Ideas 

are  a  big  feature  of 

FurnitureWorlb 

You  can  assist  us  by  sending  along  to  us  any  practical  methods  or  ideas 
that  you  have  tried  out  in  your  own  business  to  advantage.  Every 

dealer  has  some  little  idea — either  in  store  arrangement,  display, 

advertising,  or  some  other  feature  of  merchandising — that  he  has  originated 
and  put  into  use.    We  want  yours. 

Send  it  along  to  us,  and  thus  do  your  bit  in  assisting  the  trade  in  which  you 
are  so  deeply  interested.  We  will  appreciate  it  and  so  will  your  brother 
dealers  throughout  the  Dominion. 

Never  mind  about  your  literary  style.  Just  send  the  idea  along  to  us  in 

the  rough — in  your  own  words — and  our  editors  will  whip  it  into  shape 
for  publication. 

Send  us  your  Window  and 

Interior  Displays 

There  are  many  displays  being  put  in  by  furniture  dealers  every  month  that 
possess  a  good  deal  of  merit.  Jt  is  unfortunate  that  other  dealers  do  not 
have  an  opportunity  of  admiring  and  securing  pointers  from  many  of  these. 

The  way  to  make  this  possible  is  to  have  them  photographed  and  sent  along 
to  The  Furniture  World  for  reproduction.  In  this  way  reciprocity  in 

display  ideas  can  be  carried  on  by  dealers  in  all  parts  of  Clanada. 

Let  us  have  your  display. 

ADDRESS: 

THE  CANADIAN  FURNITURE  WORLD 

32  Colborne  St.,  TORONTO 
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Christmas  Suggestions 

horn  The  Meaf  ord  Line 

EVERY  Buyer  has  now  in  mind  the  purchasing  of  his  Fall  stock,  a' d  with  Christinas  approaching, 
will  naturally  give  preference  to  the  lines  which  appeal  strongly  to  his  customers  at  this  particular 

season  of  the  year. 

We  are  featuring  a  very  strong  line  of  Fall  goods,  Sectional  Bookcases  and  Desks,  Hall  Racks,  Book- 

cases and  Jardiniere  Stands,  Smokers'  Sets,  Library  Tables,  Music  Cabinets,  Parlor  Tables,  Pedestals 
and  other  goods,  which  we  feel  safe  in  predicting  will  please  your  customer  in  every  way. 

In  appearance  our  goods  are  unexcelled,  durable  in  construction,  and  will  give  your  customer  lasting 

satisfaction.    Our  advice  : — Order  as  early  as  possible. 

1917 

The  Meaford  Manufacturing  Company^  Limited 

MEAFORD,  ONTARIO 
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WONDERFUL  SELLERS 

EMBOSSED       -       ANTIQUE       -  BURNISHED 

MOULDINGS 

THE  BIG  CANADIAN  MOULDING  HOUSE 

MATTHEWS  BROS.,  LIMITED 

788  DUNDAS  STREET TORONTO,  CANADA 

^ —  -  ̂  ' 

"Has  So  Many  Unique  Talking  Points" 
That,  in  a  breath,  telLs  the  reason  why  the  Elite  and  the 
Peerless  Folding  Tables  hardly  reach  the  dealers'  fleers 
before  "they  begin  to  turn  around  and  go  right  out 
again."     Every  one  who  sees  one  wants  one.  The 

fTfTELITE 
'    '     FOLDING  TABLE 

like  its  companion  in  comfort — the  Peerless — has  so  many 
points  of  appeal  that  almost  all  the  salesman  has  to  do  is 
to  give  a  simple  demonstration  of  the  table  to  make  a 
sale.  Orders  that  keep  coming  in  indicate  the  way  in 
which  this  handy  article  of  furniture  is  "catching  on" with  all  classes  of  people  for  all  purposes. 

Write  for  our  attractive  proposition  to  buyers  of  gross  lots. Dept. 
W. 

H3URD  &  CO.  LIMITED   "'J^J;!:^::;:;:,^''        LONDON,  ONTARIO 

A KNOWLEDGE  of  the  Products  of  Eorly  American  Arts  and  Crafts 

is  absolutely  essential  to  the  up-to-date  Furniture  salesman  and" 
dealer.  Heretofore  it  has  been  necessary  to  secure  the  information  either 
through  experience  in  handling  the  objects  or  in  numerous  books.  All 
that  it  is  necessary  to  know  about  the  subject  can   now  be  found  in 

THE  PRACTICAL  BOOK  OF 

EARLY  AMERICAN  ARTS  and  CRAFTS 

By  Harold  Donaldson  Eberlein  and  Abbot  McClme. 

232  illustrations;  handsome  cloth;  octavo;  in  a  box.    $6.10  postpaid 

THE  PR  ACTICAL 
BOOK  OF 

EARLY  AMERICAN 
ARTS  AND  CRAFTS 

There  are  chapters  on  American  glass,  Mexican  majolica,  American  ironwork,  copper,  brass,  lead  and  tin, 
needlework,  silverplate,  goldsmithing,  pewter,  pottery,  decorative  painting  in  household  gear,  portraiture 
and  allegorical  painting,  coverlets  and  carpets,  illumination,  handblock  printing,  carving  and  lace.  Our 
forefathers  were  artists  in  many  spheres.    They  made  a  vast  variety  of  beautiful  and  interesting  objects. 

The  antique  makes  so  powerful  an  appeal  now-a-days  to  all  people  of  taste  that  a  knowledge  of  the  arts  and 
crafts  of  our  ancestors  is  essential  to  the  dealer  unless  he  is  to  fall  behind  his  customers  in  appreciation  and 
knowledge.  Many  of  these  objects,  or  reproductions  of  them,  have  become  of  established  demand  and  others 
might  well  be  added  by  the  wide-awake  dealer  or  decorator. 

The  long  article  on  American  Silver  is  the  latest  word  on  this  subject  and  may  be  found  of  great  profit. 

Canadian  Furniture  World  and  The  Undertaker 

32  Colborne  St.,  TORONTO,  ONT. 
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lilllillllllllllllllllllllllllllllllllllllllllllllllll 

ANOTHER  POPULAR  PRICED  PERIOD 

PATTERN  from  KNECHTEL'S  NEW  LINE 

Made  of  red  gum,  in  walnut,  mahogany,  or  natural  finish, 

or  finished  in  old  ivory  enamel,  "flat"  or  "rubbed" 
finish.  This  suite  may  be  shown  on  your  sales 

floor  in  two  or  three  of  the  above  finishes  without 

tying  up  much  money,  because  these  suites  are  low 

priced,  and  because  they  will  certainly  sell  quickly. 

Eight  pieces  as  shown  for  sixty-four  eighty-five. 

SEND  YOUR  ORDERS  IN  NOW  FOR  PROMPT  ATTENTION. 

THE  KNECHTEL  FURNITURE  CO 

LIMITED 

HANOVER  ONTARIO 
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A  MATTER  OF  IMPORTANCE. 

In  buying  or  selling  furniture,  a  matter  of  importance  is  the  quality  of  the 
mirrors.  COPPER  PLATED  MIRRORS  have  their  silvering  so  protected 
that  there  is  absolutely  no  risk  of  becoming  clouded  or  spotted  by  dampness, 
heat  or  cold. 

This  is  an  important  feature,  permitting  the  dealer  to  guarantee  the  silvering 
for  all  time. 

COPPER  PLATED  MIRRORS 

are  manufactured  by 

PHILLIPS  MANUFACTURING  CO.,  LIMITED 
258  to  326  CARLAW  AVE.,  TORONTO,  ONTARIO 

1  Facsimile  of  label  on  face  of  all  COPPER  PLATED  MIRRORS.  1 

The  customer  who  owes  you 

for  a  good  night's  rest  is  an 
asset;  his  furniture  business 

is  yours. 

The  customer  who  crawls  fatigued  from  bed 
each  morning  cursing  the  spring  you  sold  him  is 
a  liability;  he  buys  nothing  more,  and  he 

"knocks."  Experts  have  decided  that  the  right 
spring  to  sleep  on  is  the  coil  spring.  It  is  speci- 

fied for  Pullmans,  is  in  every  first-class 
hotel — every  box  spring. 

If,  then,  the  coil  spring  is  the  right 

spring  to  sleep  on,  it  is  the  right  spring 

for  you  to  sell. 

This  Leggett  &  Piatt  Coil  Spring,  No.  8,  is 

the  crowning  achievement  of  thirty  years' 
ef¥ort  to  give  sleep  its  maximum  of  comfort, 

TRADE  MARK 

Lrggett  &  Piatt 

luxury,  benefit.  It  provides,  (1)  Perfect 
conformation  to  the  curves  of  the  body, 
made  possible  by  the  hinged  construction. 
(2)  Coils  are  supported  by  spring  steel  bars. 
(3)  That  patent  bottom  construction  gives 
fhe  most  secure  fastening  known  and  holds 
he  long  supports  upright  and  true,  making 

it  impossible  for  them  to  give  down.  There 
are  seven  other  exclusive  points  of  superi- 

ority. Ask  us  for  full  particulars  and 
sales  privileges. 

The  Leggett  &  Piatt  Spring  Bed  Co.,  Limited 

Windsor,  Ont. 
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STOP! 

Protect  yourself.  Play  bufe,  Mr.  Dealer.  Don't  buy  a  single  baby 
buggy  until  you  have  investigated  for  yourself. 

The  invention  of  the  "REED-LOOM"  by  Mr.  Lloyd  has  literally 
turned  the  reed  baby  carriage  manufacturing  industry  upside  down. 

The  line  is  ready  NOW — ^far  more  even,  fine,  beautiful  work  than 
the  work  of  the  most  skilled  workman. 

Against  the  Lloyd  line  there  can  be  no  competition,  either  oi 

QUALITY  or  PRICE— absolutely  NONE. 

Therefore  do  NOT  purchase  until  you  have  seen  the  result  of  this 
wonderful  process  with  your  OWN  EYES. 

Write,  or  wire,  for  information. 

The  Lloyd  Manufacturing  Co. 

KITCHENER,  ONT. 
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MR.  FURNITURE  DEALER 

If  you  are  handling  phonographs  and  could  get  a 
HIGH-CLASS  MACHINE  that  would  attract  and  hold 
the  attention  of  everj'  prospective  customer  that  came 
into  your  store,  irrespective  of  how  many  other  ma- 

chines were  displayed,  would  you  not  think  it  a  good 
proposition,  especially,  if  the  value  was  better,  an(i 
the  proposition  more  liberal  than  anything  else  in  its 
class?  8uch  an  article  j^ou  can  have  in  our  ELBCTRTC 
MUSICPHONE. 

Your  first  surprise  upon  lifting  the  hood  of  our  in- 
itrument  is  that  a  twelve-pound  hooil  feels  like  one 
pound  in  your  hand,  owing  to  the  self -balancing  at- tachment. The  hood  will  stay  up  one,  two  or  three, 
or  fifteen  inches — requires  no  catch,  and  cannot  fall 
down.     Your  customers  will  appreciate  this  feature. 

NOW  FOR  THE  MOTOR.  No  man  or  woman 
\^  ants  to  turn  a  hurdy-gurdy  handle  every  time  a  re- 

cord is  put  on,  if  it  can  be  avoided.  Our  motor  is 
different  from  anything  you  have  seen  before,  no 
gi-ars,  no  belts,  and  never  requires  oiling.  It  is  the 
most  silent  running  motor  to  be  found  to-dav,  and  it 
runs  from  THREE  ORDINARY  DRY  CELLS,  no 
trailing  wires,  or  jumpy  current  to  trouble  it — can  be 
moved  freely  around  the  home,  and  sold  in  the  coun- 

try where  no  electric  current  is  available.  Think 
what  this  means. 

Next,  our  instrument  is  equipped  with  our  own 
SPECIAL  UNIVERSAL  TONE-ARM,  which  plays  all 
records  without  attachments  or  screw  adjustment,  and 

we  provide  a  set  of  three  permanent  needles  to  play 
any  make  of  records 

You  will  see  from  the  above  that  our  whole  idea 
has  been  to  remove  all  objectionable  features  of  the 

ordinary  type  of  machine,  and  put  on  the  Canadian 

market' the  best  instrument  that  can  be  made. 

Our  tone-control  on  the  side  gives  all  graduations  of 
tone  required. 

Either  of  the  two  designs  shown  can  be  shipped 

jiromptly,  and  until  you  have  them  on  your  floor  your 
competitor  has  the  advantage  over  you. 

Further  information  cheerfully  given.  GET  IN 
TOUCH  WITH  US. 

NEWBIGGING  CABINET  CO. 
LIMITED 

HAMILTON,  ONT. 

Manufacturers  of  Phonographs  and  Record  Cabinets 
Model  F,  $200.00 

MUSICPHONE 
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Fine  New  Furniture  Store  Opened  in  New  Glasgow,  N.S. 

/.  IV.  McLellan,  secretary  of  McLellan's,  Limited,  opens 
up  a  new  store  under  his  own  name — Some  of  its  features. 

OWING  to  the  rapid  growth of  NcAv  Glasgow,  N.S.,  J. 

W.  McLellan,  who  is  sec- 
retary and  vice-president  of  Mc- 

Lellan's Limited,  decided  that 
there  was  an  opportunity  for  an- 

other good  furniture  store  in  his 
town  and  accordingly,  in  July  of 
this  year,  he  opened  a  fine,  larg.- 
store  under  his  own  aame,  on 

Provost  St. — just  three  doors 
from  the  post  office.  He  is  still 
connected  with  the  old  firm  oi 

McLellan's  Limited,  who  run 
three  stores — furniture,  leather 
goods,  and  a  five,  ten  and  fifteen 

cent  establishment — but  he  opened 
the  new  store  himself  and  it  is 

operated  altogether  independent- 
ly of  the  other  one. 
His  store  is  located  in  the  centre  of  the  business  sec- 

tion of  the  town  and  away  from  any  of  the  other  furni- 
ture stores.  The  store  is  a  good,  large  one.  with  two 

large  plate  glass  windows  and  well  lighted  with 
electric  lights.  It  is  30  feet  wide  and  80  feet  long, 
and  occupies  two  floors. 

A  complete  line  of  furniture,  rugs,  window  shades, 
etc.,  are  carried,  and  a  strictly  casli  business  is  being 
done.  A  full  line  of  talking  machines  and  records 
are  carried,  as  this  is  found  an  excellent  line  to  carry 
with  furniture. 

JW.  McLELLAN,  who  opened  a  new furniture  store  in  New  Glasgow, 

•  N.S.,  in  July,  has  had  fifteen  years" 
experience  in  his  father's  store,  of  late 
years  having  fuU  charge  of  the  furni- 

ture business  of  McLellan's  Limited. 
He  is  twenty-eight  years  of  age  and 
has  never  worked  in  any  other  place 
than  his  father's  store  until  he  started 
for  himself  on  July  21. 
His  father  started  in  business 

twenty-five  years  ago  and  had  the 
business  incorporated  some  ten  years 
ago.  He  is  looking  after  the  furniture 

business  of  McLellan's  Limited,  him- 
self, at  present. 

by  the  statement  of  Mr.  McLellan 
that  so  far  he  has  done  a  great 
deal  more  business  than  lie  ex- 

pected to  do. 
Enthusiastic   Over  Business 

Prospects 

Mr.  McLellan  is  very  en- 
thusiastic over  the  business  pros- 

pects in  New  Glasgow.  "This  is 
one  of  the  best  towns  east  of 

Montreal,"  he  declared.  "The 
home  of  the  Nova  Scotia  Steel  & 
Coal  Co.,  is  here.  At  the  present 

time  they  pay  out  from  .$130,000.00 
to  $150,000.00  every  two  weeks  to 
their  workmen.  The  Eastern 
Car  Co.  is  also  located  here.  This 
firm  have  been  shipping  steel  box 
ears  to  Russia  and  France  for  the 

past  two  years.  At  the  present  time  they  are  loading 
a  boat  here  with  ears  to  be  taken  direct  to  France. 
There  is  a  large  shipbuilding  plant  here  making  steel 
vessels.  The  first  one  was  launched  recently  and  it 
was  the  first  steel  ship  built  in  Nova  Scotia.  There  is 
another  one  about  ready  to  launch  and  a  third  one  get- 

ting built.  They  intend  to  keep  two  or  three  under 
way  all  the  time.  There  are  many  other  firms  hero 
in  the  steel  and  iron  business  and  a  great  many  good 
coal  mines,  and  they  are  all  working  day  and  night  to 

keep  up  with  their  orders.'" 
"Mv Aims  to  Give  Good  Value 

aim."  .stated  Mr.  McLellan  to  THE  CAN- 
ADIAN FURNITURE  WORLD,  "is  to  give  the  peoph^ 

good  value  for  their  money.  T  know  the  kind  of 
goods  the  people  here  want,  and  by  close  acquaintance 
with  the  furniture  factories  and  the  class  of  goods 
turned  out.  I  believe  T  will  be  able  to  satisfy  the 

p:iblic." 
"This  town  is  growing  so  rapidly."  he  stated,  "that 

there  was  room  for  another  good  store.  Besides  New 
Glasgow,  there  is  Stellarton,  Westville  and  Trenton 
connected  by  tram  line  and  the  people  from  those 
places  come  here  to  buy  their  goods."  That  ther.' 
was  really  an  opening  for  another  store  is  indicated 

OLD  HICKORY  FURNITURE  DISPLAY  THAT 
ATTRACTED  ATTENTION 

Harmon  M.  Purvianee,  of  Huntington.  Tnd..  a 
prominent  furniture  dealer  and  undertaker  of  that 
city,  who  was  a  recent  visitor  to  Canada,  makes  a  big 
feature  of  his  windows,  aiming  to  put  in  outstanding 
displavs  that  will  reallv  attract  attention.  To  an 
editor  of  THE  CANADIAN  FURNITURE  WORLD  he 

described  a  display  of  old  hickory  furniture  which  he 
arranged  and  which  attracted  much  attention.  The 
central  feature  consisted  of  a  showing  of  old  Indian 
relics,  and  to  nuike  it  more  realistic  one  of  the  oldest 
of  the  local  Indians  was  secured  to  sit  in  the  window. 
An  old  historical  picture  was  also  shown. 
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Ideas  and  Methods  for  Going  After  Business 

Seasonable  suggestions  for  the  furniture  man  in  going  after  fall  business. 

FURNISHED  room  arrangement  in  their  windows 
is  made  a  big  feature  by  Woodhouse  &  Co.,  of 
Montreal.  They  have  a  large  battery  of  well- 

arranged  display  windows  finished  in  white  and  the 
furnished  room  idea  is  used  quite  extensively,  as  they 
realize  that  it  helps  people  to  form  an  idea  of  how  the 
goods  will  appear  in  their  own  home,  and  besides, 

WATCH  OUR  WINDOWS 

Our  windows  are  ever  a  source  of  interest  to  the 
home  lover,  presenting  as  they  do,  delightful  furnish- 

ing schemes  for  every  room  in  the  house.  Ten  rooms 
completely  furnished,  always  on  view — new  schemes 
shown  every  week. 

furniture  shown  in  natural  surroundings  appeals  much 
stronger  to  the  average  person. 

The  store  has  a  double  entrance  with  a  window  dis- 
play space  between,  giving  a  display  in  a  place  where 

it  is  likely  to  get  most  attention. 

USING  VACANT  WINDOWS  FOR  DISPLAY 

The  furniture  department  of  the  T.  Eaton  Company 
of  Toronto,  have  been  using  vacant  window  space  on 
Yonge  St..  some  distance  from  their  store,  to  display 
samples  of  their  furniture,  indicating  by  large  show 
cards  where  the  goods  are  obtainable. 

The  idea  is  one  that  many  dealers  in  other  centres 
might  use  to  advantage.  If  there  are  any  vacant 
windows  in  your  locality,  why  should  they  not  be 
utilized  by  the  merchants  of  the  community  instead  of 
being  allowed  to  become  an  eyesore  to  the  district  ?  The 
owners  of  such  stores  will  generally  be  glad  to  rent 

Suggestive  background  for  fall  window  display. 

such  windows  at  a  low  figure  because  there  is  more 
chance  of  renting  a  store  when  the  window  is  clean 
and  a  nice  display  in  it  than  when  it  is  dirty  and  bare 
looking,  or  filled  with  circus  or  show  posters. 

If  you  have  a  vacant  store  in  your  community,  give 
consideration  to  this  question.   The  use  of  the  window 

can  generally  be  secured  for  a  trifle,  and  a  bright  dis- 
play of  your  goods  with  a  show  card  telling  where 

they  may  be  secured,  should  be  productive  of  good 
results. 

HALLOWE'EN  WINDOW  DISPLAY 

Hallowe'en  is  a  time  when  people  expect  to  see 
some  clever  and  unusual  designs  in  store  windows, 
and  the  store  that  can  make  the  most  attractive  show- 

ing along  these  lines  is  the  one  that  will  attract  atten- 
tion and  make  sales. 

The  Butler  Way  gives  a  design  for  a  background 

Sketch  of  an  excellent  background  for  a  Hallowe'en  window  display.  Read how  it  is  constructed  in  accompanying  article. 

that  can  be  worked  out  with  no  great  expenditure  of 
time  and  little  expense. 
As  indicated  in  the  illustration  sihown  here  the 

background  should  be  lined  from  top  to  bottom  with 
black  crepe  paper  or  black  cambric.  A  large  moon 

should  be  cut  out  of  orange-colored  eard'board  and 
several  stars  of  white  cardboard.  Pin  these  to  the 

background. 
Then  build  a  rough  fence  with  an  opening  in  the 

centre.  This  should  be  of  plain  bo'ards  of  uneven 

design.  Cut  a  witch  out  of  Hallowe'en  crepe  paiper 
and  mount  it  on  cardboard.  Sustpend  the  witch  on 

the  broom  in  front  of  the  moon.  Use  'black  thread, 
as  this  ■will  be  practically  invisible. 

Another  way  to  make  the  witch  would  be  to  dress  a 
small  doll  with  a  high  pointed  hat  made  out  of  card- 

board with  a  long  black  dress.  You  can  make  the  doll's dreiss  out  of  black  crepe  paper. 

MIRROR  WINDOWS 

In  arranging  special  "rooms'"  inside  the  store  to 
show  furniture  in  properly  selected  suits,  if  the  room 
idea  is  carried  out  to  the  extent  of  having  one  or  more 
windows,  these  windows  can  give  a  realistic  effect  by 
using  plate  glass  mirrors  (not  beveled)  in  them  for 
panes,  instead  of  plain  or  no  glass.  If  the  panes  do 
not  coincide  with  the  size  of  any  plate  mirrors  avail- 

able and  it  is  not  desirable  to  cut  the  latter,  use  half 
sections  of  the  window  sashes,  etc.,  and  the  glass  will 
not  need  to  be  cut  to  fit. 
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liaHBBiilii 
laaiaaaii 

iBaaaaa'ai 

Back  the  Window  Up  by  Plenty  of  Advertising 

OPPORTUNITIES  for  trade  during  the  next  three  months  are  excellent,  and  the  retail  furni- 
ture dealer  should  work  his  windows  to  the  limit.  He  will  do  well,  however,  to  back  his 

displays  up  by  plenty  of  advertising,  as  it  is  combined  et¥ort  on  the  part  of  all  the  selling 

agents  that  bring  the  best  results.  We  reproduce  a  suggestion  for  a  seasonable  window,  and 

below  is  a  group  of  ads.  devoted  to  beds  and  bedding  which  sell  particularly  well  at  this  season. 

WIIDER'S  IS  CREDIT 
Davenport  Sofa  Beds 

<MMllty  of  Valewr.  Worth  S25.00.  SpmUI 

Wilder's  Limited 202  SI.  Catherine  Street  West 

Get  Under  a  NcLintock 
This  Winter 

NcLlntocli's  Eiderdown  Ooiltt 

tm  Son  itf        OF  Su 

CASH  OK  CREDIT- 
FURNITURE 

HASTINGS 
BuoouMn  to  Wldf  AvakB  ronlttm  Oo. 

41   BASTINGS  STREET    WEST  ■ 

'Sir""'"'''"*"'''"*  ̂  
Lord  Furniture  Co. 

H&ttresses 

^^■"'■"■■•"""$2.00 

Beds,  Springs,  Mattresses 

Tbirty-Three  to  Fifty  Per  Cent.  Reduced  in 
Price  For  Tlie  Entire  Balance  of  Ttiis  Weelc 

FOUR  days  of  wholesale  selling.  We  must  make  room  tor  two  car 
loads  more  that  are  on  their  way  from  the  manufacturer  Our 

present  stock  estimates  close  upon  one  thousand  Beds,  including  All 
Brass,  Brass  and  Steel,  and  All-Steel  Constructed  Beds 

PUTTT  big  auortmnot  to  ba*e  tt  an;  one  time,  while  u  lunf  mm  era  ordered  and  moetl;  ell  are 
eUpped  Tbere'll  be  eome  mlghtr  big  bed  Talnee  offered  dunng  the  nest  few  da^e  at  tbia  atore,  and it  ;ou  are  In  need  of  one.  or  contomplate  purchaalng  In  the  near  future,  700  bad  bettor  aae  about  It  wlule  tbla aalolBon. 

$3.60  All  Steel  Bed  t2.19 

SC.OOAl  steel  Bed  U.3S 

w"?;   _ 

-■■sjJs 

13  WeO  Hide  Bed  Springs  S1.7S 

$10  All  Steel  Bed  $6.25 

$6      AD  Sted  Bed  Sprints 

$3 

A"-..!"'.::-: •.•.•rr."!;"' — S3.oo 

$7.50  Binnei  Spbal  Spring!  $6.26 

The  Canadian  House 
Funilsblng  Co. 

Camp  Cot  and Mattress 

-  $3 

Lr-"  .00 

E:;--""^"  ■•■-■'■■■''"■se'7f5 

$13  All  sted  Bed  $7.36 

$3.60  All  Sanitary  Mattress  $2.36 

a     Alt  Tick  Mattress 

$3.76 $15  Pue  Cotton  Fdt  Mattress  $S.76 

eimaD 
Rideau  &  Mosgiove 

Eveiytlilng  Exactly 
As  Advertised 

Some  day  you  will  oeed  a  Couch  Bed  Iik« thia,  not  very  expeiuive,  yet  •troog,  attractivor- 
roomy  and  comfortable.  No  home  Bhould  bo 

All  itecl  frame,  tmuhed  m  sold.bronxs, 
l{uaruitc«d  Herculca  Spring,  good  moft  nut* treu,  covered  ̂ Qlfa  green  denim. 

Lemonf  &  Sons,  Ltd. 
Bouu  P^jmlahori;    FfMlorlokoa,  H.  B, 

An  8.85  Bed  Outfit 

For  6.98 
This  Remarkable  Offer  is  Oood  for 
Three  Days  Only,  Tuesday  Wed- nesday. Thursday 

The  Outfit  Cooiuti  of 

Il^JlJ^  ""  Value  ».» 

WRIGHT'S  UMITED 

AlaJtress  And  Springs 

THE  THOMPSON  FUBNITUItE  CO..  LU. 
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The  Furniture  Dealer  and  the  Christmas  Holiday  Trade 

Some  suggestions  for  the  guidance  of  dealers  regarding  buying 
and  selling  methods  for  what  promises  to  be  an  active  season. 

By  WILLIAM  LEWIS  EDMONDS 

WHILE  the  time  when  the  buying  of  Christmas 
gifts  by  the  public  becomes  general  is  some 
weeks  distant,  it  is  none  too  soon  for  there 

tail  furniture  dealer  to  begin  his  preparations  for 
catering  to  it  when  it  begins.  Several  years  ago  the 
buying  on  the  part  of  the  public  did  not  become  gen- 

eral until  well  into  December.  To-day  the  practice  is 
altogether  different.  People  now  begin  to  buy  sev- 

eral weeks  before  the  advent  of  the  holiday  season. 
Some  even  begin  months  ahead.  It  is  therefore  im- 

perative that  the  furniture  dealer  who  wants  to  get  in 

"on  the  ground  floor"  should  have  his  plans  matured 
and  his  stock  in  shape  to  catch  the  early  buyers. 

That  a  good  trade  will  be  done  the  coming  Christmas 
holiday  season  there  can  be  no  doubt.  Another  gen- 

eral year  of  prosperity  has  been  experienced  by  the 
country  as  a  whole,  while  on  top  of  it  all  h  a  harvest 
which  for  value  exceeds  that  of  any  previous  one  in 
the  history  of  the  Dominion.  As  that  in  turn  means 
a  large  Christmas  holiday  trade,  it  naturally  follows 
that  business  men  who  would  reap  the  maximum  of 
benefit  must  make  the  maximum  of  effort  in  the  way 
of  preparation. 

Suitability  of  Furniture  for  Gifts 

In  these  days,  when  the  disposition  to  purchase  as 
Christmas  gifts  articles  which  are  of  use  is  becoming 
more  pronounced  with  each  year,  it  naturally  follows 
that  the  opportunity  of  the  furniture  dealer  to  secure 
a  share  of  the  trade  improves,  for  one  cannot  conceive 
a  branch  of  the  retail  business  that  carries  in  stock  a 

line  of  goods  which  in  utility,  attractiveness  and  vari- 
ety surpasses  that  to  be  found  in  a  well-appointed  fur- 

niture store.  It  does  not  matter  whether  the  customer 
has  a  dollar  or  a  hundred  dollars  to  spend  on  an  article 
intended  for  a  gift,  his  or  her  wants  can  be  supplied 
by  such  a  store. 

This  is  a  point  Avhich  every  dealer  should  make  a 
special  effort  to  impress  upon  the  buying  oublie.  Fur- 

niture lines  as  Christmas  gifts  should  be  his  motto 
throughout  the  campaign.  And  he  should  keep  ham- 

mering away  on  that  theme  for  the  simple  reason  that 
while  furniture  lines  make  excellent  gifts  there  are 
still  a  great  many  people  who  need  to  have  the  fact 
brought  home  to  them. 

Getting  Stock  in  Shape 

Preliminary  to  driving  this  fact  home  upon  the 
minds  of  the  nublic  the  best  thing  a  dealer  can  do  is 
to  ascertain  wh'^''  lin'S  it  is  most  desirable  for  him  to 

get  in  stock.  '"h''-'  \n  turn  m'>ans  that  he  should  de- 
vote time  to  !<  study  of  what  the  manufacturers  have 

to  offer,  not  on'y  in  the  way  of  general  lines  but  in  spe 
cialties  and  novelties  as  well.  In  pursuance  of  this 

he  cannot  do  better  than  visit  a  few  of  th'^  factories. 
At  any  rate  he  rhould  discuss  the  subject  with  the 
travellers  that  call  unon  him.  From  them  he  is  cer- 

tain to  obtain  a  good  many  valuable  pointers.  He  will 
also  get  a  good  manv  valuable  pointers  from  a  study  of 
the  advertisins'  vr.d  r"nding    columns    of    the  trade 

journals  and  the  pages  of  the  catalogues  of  the  manu- 
facturers. Furthermore  he  should  discuss  the  sub- 

ject with  his  clerks,  court  suggestions  from  them  and 
endeavor  to  fire  them  with  enthusiasm.  As  a  matter 
of  fact  it  is  good  policy  to  consult  the  clerks  in  regard 
to  all  phases  of  the  campaign.  That  is.  in  regard  to 
selling  schemes  as  well  as  in  regard  to  the  matter  of 
buying. 

The  Publicity  Campaign 

When  the  dealer  has  decided  upon  the  articles  that 
he  will  push  for  the  holiday  trade  and  the  selling 
methods  he  will  employ,  the  next  thing  is  to  get  his 
publicity  campaign  in  shape.  As  it  is  the  early  bird 
that  gets  the  choicest  of  the  worms,  so  it  is  the  dealer 
who  is  early  in  the  field  with  his  announcements  re- 

garding the  goods  he  has  in  stock  for  the  Christmas 
holiday  season  that  gets  the  best  of  the  trade. 

About  the  first  thing  he  ought  to  do  in  the  prepara- 
tion of  his  publicity  plans  is  to  prepare  a  neat  little 

booklet  or  folder,  in  size  commensurate  with  the  possi- 
bilities of  his  business.  This  should  be  freely  illus- 

trated, and  as  he  can  easily  obtain  a  supply  of  electros 
from  the  manufacturers  from  whom  he  purchases  his 
stock,  his  expenses  on  this  score  would  be  insignificant. 
Where  he  can  afford  to  do  so  he  might  have  a  few 
engravings  made  on  his  own  account,  for  they  will 
always  come  in  handy  for  general  advertising  pur- 

poses. When  the  booklet  or  folder  is  ready  it  should 
be  mailed  to  householders  in  his  vicinity. 

Subsequent  Uses  for  Lists 

When  compiling  a  list  of  names  to  whom  the  book- 
let is  to  be  mailed,  it  would  be  advisable  to  place  each 

name  on  a  separate  card  and  preserved  on  the  index 
plan  for  subse(|uent  use.  Such  a  list  Avill  be  found 
very  useful  when  seasonable  or  special  sales  are  being 
conducted.  The  names  for  such  a  list  can  be  compiled 
from  either  directories  or  voters'  list  or  both.  A 
booklet  such  as  that  suggested  should  of  course  be 
furnished  with  a  list  of  prices  as  well  as  with  a  list 
of  goods,  otherwise  much  of  its  effectiveness  will  be lost. 

No  advertising  campaign  would  of  course  be  com- 
plete that  did  not  provide  for  space  in  the  columns  of 

the  local  newspapers.  Through  the  newspaper  people 
are  reached  that  would  not  be  reached  in  any  other 
way.  But  that  is  not  its  only  use.  It  serves  as  well 
to  back  up  the  influence  of  the  booklet.  Furthermore 

the  newspaper  advertisement  recalls  to  people's  miad 
the  fact  that  they  have  received  the  booklet  and  prob- 
abl}^  lead  to  their  again  consulting  its  pages. 

Lists  of  Suitable  Presents 

Another  thing  to  be  borne  in  mv'd  when  nlannitig  th  ' 
advertisine  campaign  is  the  importance  of  preparing 
lists  of  prticles  suitable  for  Christmas  ffifts.  These 
lists  should  be  made  to  serve  a  double  purnose.  The 
one  should  be  in  connection  with  the  newspaoer  ad- 

vertising, being  occasionally  inrertcd  in  Avhole  or  in 
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part.  Complete  copies  of  the  list  should  be  kept  in 
the  store  for  the  convenience  of  both  customers  and 

clerks.  The  lists  intended  for  use  in  the  store  will 

be  found  more  convenient  if  either  printed  on  cards  or 

pasted  on  cards  after  being  printed  on  ordinary  paper. 
The  time  of  the  clerks  will  be  economized  and  the 

convenience  of  the  customers  served,  if  certain  novel- 
ties and  small  articles  are  grouped. 

Preparation  of  Window  Displays 

In  arranging  for  the  window  displays  provision 
should  be  made  for  their  frequent  change.  It  is  poor 

policy  to  allow  a  window  display  to  become  stale,  but 

it  is  particularly  so  during  the  Christmas  season,  which 
at  best  only  lasts  a  few  weeks. 

As  window  displays  must  be  attractive  in  order  to 

produce  the  best  results  it  naturally  follows  that  they 
should  be  made  with  the  greatest  care.  This  can 
scarcely  be  done  unless  the  actual  work  of  arranging 
the  stock  in  the  window  has  been  carefully  thought  out 
before  hand. 

Every  display  should  be  characterized  by  a  Christmas 
atmosphere,  and  this  can  be  readily  secured  by  the  use 
of  suitable  decorations.  At  night  the  windows  should 
be  illuminated  even  after  store  hours,  for  that  is  tho 

time  when  a  good  many  people  have  the  most  leisure 
for  studying  displays. 

Price  cards  should  be  liberally  used  in  both  interior 
and  window  displays.  As  their  preparation  demands 
thought  and  attention  they  should  be  prepared  before 
the  season  begins.  This  is  work  the  clerks  can  do  in 
their  lei.sure  moments.  Some  of  them  will  no  doubt 
develop  considerable  skill  in  show  card  writing  aftei 
a  little  practice. 

Talking  Machines  for  Christmas  Trade 

There  is  one  line  that  furniture  dealers  should  put  in 
stock  for  the  Christmas  holiday  trade,  provided  it  is 
not  already  one  of  their  regular  lines,  and  that  is 
talking  machines.  It  is  a  line  which  returns  the 
dealer  a  handsome  profit,  and  a  start  can  be  made  in 
a  small  way  at  a  comparatively  small  expenditure.  A 
few  minutes  spent  with  the  representative  of  one  or 
more  manufacturing  firms  will  be  sufficient  to  demon- 

strate this.  And  there  is  one  thing  about  talking 
machines  which  is  worth  dealers  considering :  Every 
machine  sold  is  likely  to  bring  the  purchaser  back  to 
the  store.  And  that  gives  the  dealer  an  opportunity 
to  sell  regular  furniture  lines  as  well  as  records. 

That  there  will  be  a  good  opportunity  for  business 
for  furniture  dealers  during  the  coming  holiday  season 
there  can  scarcely  be  any  doubt.  But  those  who 
obtain  the  larger  share  of  it  Avill  be  those  who  put 
forth  the  maximum  of  intelligent  and  aggressive 
effort. 

A  MAIL  ORDER  BLESSING 

The  mail  order  houses  have  been,  in  one  sense,  the 
best  consumer  and  retailer  stimulants  that  have  blessed 
small  towns.  Daily  access  to  mail  order  catalogues 
has  created  desires  for  articles  that  otherwise  might 
have  been  ignored.  Though  a  considerable  per  cent, 
of  the  money  spent  to  fulfill  these  designs  finds  a  last 
lodging  place  in  mail  order  coffers,  enough  has  been 
captured  by  the  local  stores  to  aggregate  a  very  sub- 

stantial sum.  The  fight  against  the  mail  order  houses 
has  done  miTch  to  arouse  the  retailer  to  better  and 
more  modern  selling  methods.  There  are  many  stores 
in  the  small  towns  that  issue  small  catalogues,  or  dis- 

tribute by  mail  manufacturers'  literature  to  adjacent 
sections,  and  from  which  a  surprisingly  large  business 

has  been,  and  is  being,  produced. — Grand  Rapids  Fur- 
niture Record. 

USE  OF  ILLUSTRATIONS  IN  ADVERTISING 

Illustrated  advertisements  are  very  effective  if  the 
cut  is  appropriate,  but  a  good  display  of  type  with 
plenty  of  white  margin  is  usually  more  satisfactory. 
The  dealer  who  keeps  his  eye  open  for  advertising  ideas 
will  soon  fall  into  the  habit  of  producing  good  adver- 

tisements with  little  effort.  A  good  plan  is  to  keep  a 
scrap  book,  and  when  you  run  across  a  particularly 
striking  advertisement  cut  it  out  and  paste  in  the  book. 
In  this  way  a  stock  of  different  styles  will  be  on  hand 

from  which  to  prepare  your  weekly  change  of  announce- 
ments. 

Attractive  window  display  showing  excellent  use  of  furnished  room  idea.      It  will  raak§  (k  good  display  for  this  season  of  the  year. 
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Comparison  of  Cost  of  Motor  and  Horse  Delivery 

Where  One  Motor  Truck  Displaces  Tu)o  Teams  of  Horses 

The  following  comparison  of  the  cost  of  operating  a  motor  truck  as  compared  with  <wo 
teams,  which  merchants  agree  it  will  displace,  is  based  on  figures  for  five  years,  because  ?ueb 
items  as  depreeiatiou,  tire  renewal  and  maintenance,  cannot  be  calculated  with  any  close 
approach  to  accuracy  except  through  a  considerable  period.  Each  team  of  horses  is  estimated 
as  covering  20  miles  per  day,  and  the  motor  40  miles  per  day,  for  312  days  per  year. 

ORIGINAL  INVESTMENT 

MOTOE  EQUIPMENT  HOESE  EQUIPMENT 

Cost   of   light   motor   car   with   form-a-  Tour  horses  at  $125   $500.00 
truck  attachment  giving  carrying  capa-  Two  wagons  at  •*150    .300.00 

city  of  1  to  11/2  tons   .'  $950.00  Tt,-o  sets  of  harness  at  $60    120.00 
$950 . 00  $920 . 00 

FIXED  CHARGES 

MOTOE  EQUIPMENT 

Interest  on   investment,  at  7  per  cent. 
per  annum   $.3.32.50 

Dcjireeiation  (less  tires,  replacement  be- 
ing ehargcfl  in  operating  expense)  at 

20  per  cent,  per  annum    898.00 
(This  charges  olf  the  entire  cost  of 

ear,  less  tires). 

$1,230.50 

FOR  FIVE  YEARS 

HOESE  EQUIPMENT 
Interest  on  investment,  7  per  cent,  per 
annum   $64.40 

Depreciation,  wagons  and  harness,  at  20 
per  cent,  per  annum    420.00 

Depreciation,  horses.   10   per   cent,  per 
annum    250.00 

$734.40 

OPERATING  EXPENSES— FOR  FIVE  YEARS 

MOTOR  EQUIPMENT 

Driver  at  $18  per  week  (one  year)  ....$936.00 
Gasoline  at  30  cents  per  gallon,  15  miles 

to  gallon,  40  miles  per  day,  312  days 
(one  year)    249.60 

Oil  at  60  cents  per  gallon,  200  miles  to 
gallon  (one  year)    37.41 

Tire  replacement  at  IV2  cents  per  mile 
(one  year)    187.20 

Repairs  to  tires,  nnd  incidentals   92.76 

Total  operating  expenses,  motor  equip- 
ment, one  year   $1,503.00 

Total  operating  expenses,  motor  equip- 
ment, five  years    7,515.00 

Add  fixed  charges    1,230.50 

Total    charges,    motor    equipment  for 
five   years   $8,745.50 

HOESE  EQUIPMENT 
Two  drivers  at  $12  per  week  (one  year)  $1,248.00 
Feed  at  $20  per  month  per  horse  (one 
year)    960.00 

Shoeing  at  $24  per  horse  (one  year) ....  96.0(1 
Bedding,   veterinary  expense  and  barn 

supplies,  at  $10.00  per  month    120.00 
Maintenance  of  wiagons  and  harness,  .-it 

5  per  cent,  per  year  (one  year)    21.00 

Total  operating  expenses,  horse  equip- 
ment, one  year   $2,445.00 

Total  operating  expenses,  five  years.  .  12,225.00 
Add  fixed  charges    734.40 

Total    charges    horse    equipment,  five 
years   $12,959.40 

Subtract  total  charges  motor  deliverv 
for  five  years    8,745.50 

Gain  by  use  of  motor  equipment   $4,113.90 

We  believe  that  the  above  figures  give  a  pretty  accurate  comparison  of  the  cost  of  motor 
and  horse  delivery  where  a  motor  truck  displaces  two  teams  as  in  the  ease  of  Schreiters,  of 
Kitchener,  Ont.,  and  other  furniture  dealers.  Where  it  does  not  displace  two  teams,  the  sav- 

ing would,  of  course,  be  less.  In  addition  it  must  be  remembered  that  a  motor  car  allows  a 

merchant  to  reach  out  for  trade,  and  in  this  way  increase  his  business.  A  motor  car  ah-o 
has  a  considerable  advertising  value  for  a  store. 
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Advantages  of  Motor  Delivery  for  the  Furniture  Dealer 

A  number  of  dealers  who  have  tried  out  motor  delivery  give  their 
experiences  and  opinions — Comparison  of  cost  with  horse  delivery. 

STAFF  ARTICLE 

THE  number  of  merchants  who  are  adopting 

motor  delivery  in  their  business  is  steadily  in- 
creasing. There  are  a  number  of  reasons  for 

this.  The  first  and  most  important  is  probably  the 
attempt  of  aggressive  merchants  to  give  their  patrons 
efficient  delivery  service  and  at  the  lowest  possible  ex- 

pense to  themselves.  Then,  there  is  the  advertising 
value  attached  to  motor  delivery,  while  another  factor 
that  has  been  taking  on  greater  importance  of  late,  is 
the  difficulty  that  dealers  are  experiencing  in  getting 
drivers  for  their  delivery  wagons.  The  number  of 
men  required  for  delivery  purposes  is  less  with  the 
motor  than  by  horse  and  wagon,  because  one  motor 

car  generally  displaces  from  two  to  three  horses.- 

Kitchener  Firm  Reports  Savins'  of  50  Per  Cent. 
One  furniture  firm  that  has  found  a  motor  car  not 

only  a  great  help  in  facilitating  delivery  of  goods,  but 
a  money  saver  as  well,  is  Schreiters,  of  Kitchener,  Out., 
a  picture  of  whose  ear  is  reproduced  on  this  page. 

"Since  purchasing  this  car,"  they  stated  to  THE 
CANADIAN  FURNITURE  WORLD,  "we  have  dis- 

pensed with  the  two  teams  of  horses  which  we  formerly 
used,  and  find  that  it  is  a  saving  of  practically  fifty  per 
cent,  to  us.  The  delivering  is  done  much  quicker  and 
with  less  labor.  We  consider  our  little  truck  is  worth 

its  weight  in  gold." 
Toronto  Furniture  Firm  is  Well  Pleased  with  Truck 

A  Toronto  firm  that  is  exceedingly  well  pleased  with 
its  experience  with  a  motor  truck  for  delivering  goods, 
is  the  National  Furniture  Co.,  of  917  Bloor  St.  W.  They 
have  a  Ford  car  converted  into  a  truck  with  a  capacity 
of  a  ton  and  a  half.  They  have  had  it  in  operation 
since  1st  February,  and  have  had  no  expense  in  con- 

nection with  it  so  far,  'except  ordinary  maintenance 
expense. 

To  an  editor  of  The  Canadian  Furniture  World,  a 

member  of  the  firm  stated  that  their  experience  with 
the  truck  has  been  most  satisfactory.  It  not  only  more 
than  takes  the  place  of  the  team  of  horses  that  the,y 
previously  used  for  delivering,  but  it  does  the  work 
more  efficiently  and  at  a  smaller  cost. 

Cost  Cut  from  $12  to  $2.50  Per  Week 

Their  compai'ison  of  the  cost  of  operating  delivery 
by  motor  truck  as  compared  with  horse  and  wagon  is 
most  interesting.  It  used  to  cost  them  about  $12.00  a 
week  for  feed  and  bedding  for  their  two  horses.  The 
cost  of  gasoline  and  oil  for  the  operation  of  the  motor 
car  to  take  care  of  all  their  deliveries,  only  averages 
around  $2.50  per  week.  The  saving  is  therefore  very 

evident,  not  to  mention  the  fact  that  they 'can  give 
([uicker  delivery  and  also  reach  out  to  distant  sections 
of  the  city  better  for  trade.  Another  point  that  they 
make  is  that  when  the  truck  is  not  in  use  it  is  not 

costing  money  the  way  horses  do  when  they  are  not  in 
use.     They  still  have  to  be  fed. 

"No  Comparison  Betvireen  Car  and  Horse,"  says Toronto  Dealer 

Another  prominent  firm  on  one  of  the  main  streets  of 
Toronto,  have  had  a  motor  delivery  for  four  years. 
The  car  they  use  is  a  light  one  with  an  express  body. 
To  an  editor  of  Furniture  World,  this  dealer  said: 

"There  is  no  comparison  between  a  car  and  horse 
delivery,  for  if  you  have  the  work  for  it  to  do 
a  car  will  do  as  much  in  one  day  as  you  could  do 
with  a  horse  in  four  days.  Besides,  you  are  able  to 
give  a  (|uicker  delivery,  especially  to  more  distant 

customers." "Yes,"  he  concluded,  "a  motor  car  is  a  good  propo- 
sition for  a  merchant.  It  has  given  us  more  efficient 

delivery  at  a  smaller  cost  and  has  also  helped  us  in 

braiding  our  trade." 

Delivery  car  used  by  Schreiters,  of  Kitcliencr,  Ont.    Read  what  they  say  about  il  iu 
acoouipanying  article. 
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Have  a  Special  Window  Display  for  Hallowe'en 
A  good  occasion  for  something  special  in  the  way  of  win- 

dow display  —  Some  suggestions  for  appropriate  s  ttings. 

FULL  advantage  should  be  taken  of  every  special 
occasion  for  putting  in  something  extra  in  the 
way  of  a  window  display  that  will  not  only  give 

some  good  publicity  to  the  store  but  serve  as  the 
means  of  directing  attention  to  and  selling  certain 
lines. 

Good  Displays  Can  be  Arranged 

Hallowe'en  offers  unusual  opportunities  and  a  wide 
latitude  of  originality  in  the  building  of  an  attractive 
and  entertaining  window  display.  The  window  trim- 

mer is  afforded  an  almost  unlimited  amount  of  material 

at  this  time  in  the  shape  of  jack  o 'lanterns,  goblins  and 
all  sorts  of  other  grotesque  figures  which  can  be  used 
with  telling  effect. 

The  Hallowe'en  window  is  ever  one  of  popular  favor 
and  the  public  always  looks  to  the  windows  as  the  med- 

ium for  presenting  the  event  in  an  appropriate  display. 
The  attractive  and  effective  window,  accordingly, 
shows  the  goods  that  the  occasion  suggests,  featuring 
merchandise  of  a  reasonable  nature  in  such  a  way  as  to 
influence  the  public  to  buy. 

How  to  Arrange  a  Background 

The  background  and  setting  of  the  Hallowe'en  win- 
dow is  very  important.  The  background  illustrated 

herewith  is  arranged  as  follows : 

Cover  a  wide  board  with  black  cambric  or  crepe 
paper  and  put  this  along  the  top  of  the  window.  Paste 

on  this  a  string  of  .jack  o'  lanterns  cut  out  of  yellow 

An  attractive  Hallowe'en  background  that  is  not  difficult  to make. 

crepe  paper.  Or  doubtless  you  can  get  them  from  dec- 
orted  crepe  paper.  Have  them  joined  together  or 
overlapping.  Then  cut  a  fringe  of  yellow  crepe  paper 
with  strands  about  I/4  inch  wide  to  hang  from  the 
lower  edge  of  this  board.  On  this  fringe  paste  small 
cutouts  of  black  cats,  witches,  bats  and  similar  Hallow- 

e'en subjects.  You  can  cut  these  out  of  crepe  paper 
or  out  of  decorated  crepe  paper.  The  large  black  cat 
above  the  border  can  be  cut  out  of  black  crepe  paper. 

The  large  jack  0'  lantern  at  the  top  can  be  made  of 
papier  mache  or  a  real  pumpkin  can  be  used. 

If  you  want  to  you  can  put  a  few  stalks  of  corn  in 

either  of  these  windows.  This,  if  you  don't  overdo  it, 
can  strengthen  the  general  effect  of  the  window. 

Another  Attractive  Design 

Another  attractive  Hallowe'en  design  can  be  made  by 
cutting  out  a  very  large  circle  with  the  diameter  a 
trifle  more  than  the  height  of  the  background.  This 

Another  Hallowe'en  background  that  will  catch  the  public  eye. 

will  have  to  be  cut  out  of  inch  lumber  in  four  or  five 

sections  and  pieced  together  with  cleats  in  the  back. 
Cut  the  lower  part  of  the  circle  so  that  it  stands  in 

the  window  in  an  arch  effect.  Place  this  in  the  centre 
so  that  it  stands  out  about  10  inches  from  the  back 

and  fasten  it  in  place  with  strips  of  wood.  Then  fill 
in  from  the  edge  of  the  circle  to  the  corner  of  the  win- 

dow with  orange  colored  cardboard  or  crepe  paper. 

The  circle  should  be  covered  neatly  with  black  crepe 

paper  or  cambric  and  around  the  edges  should  be  ar- 
ranged a  row  of  papier  mache  jack-o-lanterns.  You 

can  illuminate  these  jack-o-lanterns  by  means  of  a 
small  electric  light  outfit  like  those  used  on  Christmas 
trees.  Paint  the  word  Hallowe'en  in  a  semi-circular 
effect  at  the  top  of  the  circle. 

In  front  of  the  circle  build  up  an  old  witch  dressed 
in  white.  You  can  make  this  by  dressing  up  an  old 
dress  form  or  corset  form,  using  a  large  papier  mache 
jack-o-lantern  for  the  head.  Then  cover  this  with  a 
loose  fitting  white  garment  and  put  a  white  cap  on  the 
head.  Crepe  paper  also  may  be  used  for  decorating 
the  witch. 

Right  Here 

IS  IV HERE  YOUR  DOLLAR 

WILL  DO  ITS  DUTY 

A  suggestive  show  card. 
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Cause  for  In  spite  of  the  smaller  crops  that 
Thankfulness  the  Dominion  as  a  whole  has  this 

year,  we  are  now  assured  of  one 
thing,  and  that  is,  thanks  to  relatively  better  quality 
and  high  prices  ruling,  that  the  field  crops  of  the 
country  will  be  more  valuable  than  they  have  been  in 
any  one  year  in  the  history  of  the  country. 

The  crop  year  which  has  hitherto  given  us  the 
greatest  value  was  that  of  1915,  when  the  yield  of 
grain,  hay  and  root  crops  was  valued  at  $841,297,000. 
That  of  last  year  was  $808,000,000.  For  the  figures 

covering  the  value  of  the  present  year's  yield  we  shall 
of  course  have  to  wait  a  few  months  yet,  when  the 
Census  Bureau  issues  its  report.  But  in  the  mean- 

time experts  assure  us  that  the  value  will  exceed  even 
that  of  1915. 

All  for  which  let  us  be  truly  thankful — and  as  busi- 
ness men  a  little  more  enterprising. 

w  "Jt" 
Plan  for  Big  In  view  of  the  confidence  in  the 
Christmas  future    of    the    trade  situation 
Trade  which  the  character  of  the  crops 
has  created,  merchants  should  map  out  plans  for  big 
buf-iness  during  the  Christmas  holiday  season. 

Although  we  are  about  two  mouths  away  from  the 
time  when  the  holiday  trade  opens  up,  yet  we  are  not 
by  any  means  too  far  away  from  the  time  when  prep- 

arations should  begin  for  catering  to  it. 
It  would,  for  example  be  unwise  to  defer  giving  con- 

sideration to  the  purchase  of  novelties  and  special 
lines  suitable  for  the  season's  trade  until  the  season  is 
at  hand  and  consumers  are  making  their  selections. 
There  are  two  particular  reasons  why  it  would  not  be 
wise. 

In  the  first  place,  with  market  conditions  as  they 

are  to-day,  it  may  not  be  possible  to  obtain  prompt 
delivery  if  the  dealer  defers  his  purchasing  till  the 
eleventh  hour.  And  in  the  second  place  if  he  has  not 
his  stock  in  shape  when  the  season  opens  he  naturally 
stands  to  lose  business.  In  other  words  he  would  be 
in  much  about  the  same  position  as  the  horse  that 
.starts  late  in  the  race. 

Let  Employees 
Share 

Responsibilities 

There  are  a  good  many  dealers 
who  seem  bound  to  carry  all  the 
work  and  worries  of  their  busi- 

ness on  their  own  shoulders  and 

who  make  no  effort  to  have  employees  share  the  re- 
sponsibilities. 

They  seem  to  have  an  idea  that  no  part  of  the  busi- 
ness can  be  properly  conducted  unless  they  look  after 

it  personally.  And  the  result  is  that  they  are  not 
only  overburdened  with  work  and  worry,  but  they 
have  no  time  for  recreation  or  for  planning  and  super- 

intending the  bigger  and  more  important  features  of 
the  business. 

Ask  such  a  merchant  why  he  does  not  hand  over 

certain  work  to  some  of  his  clerks  and  he  will  look 

horrified  at  the  very  suggestion.  "Oh!  I  have  to  look 
after  it  myself  in  order  to  be  sure  that  it  is  done  right," 
is  the  answer  he  is  likely  to  make.  And  yet  such  a 
merchant  has  dreams  of  sometime  owning  a  real  big 
business.  I  wonder  what  he  would  do  if  his  business 
was  so  big  that  it  would  be  impossible  for  him  to  give 
attention  to  any  details. 

Men  who  have  charge  of  big  stores,  of  course,  have 
trained  men  under  them  who  are  competent  to  look 
after  such  work.  In  the  same  way,  the  dealer  with 
even  a  comparatively  small  store  should  train  his 
clerks  to  look  properly  after  many  of  the  branches  of 
work  that  take  up  his  time  and  prevent  him  from  giv- 

ing the  attention  he  should  to  bigger  matters.  It 
will  not  only  relieve  him  of  a  good  deal  of  work  and 
leave  him  open  for  bigger  matters,  but  it  will  make  his 
clerks  take  a  greater  interest  in  the  business  and  ac- 

cordingly become  more  valuable  employees.  Placing 
responsibilities  on  employees  helps  them  to  develop 
and  become  more  valuable  cogs  in  the  store  machinery. 

Merchants  Who  Set  At  the  annual  convention  of  the 
Bad  Example  Ontario  R.  M.  A.,   a  discussion 

took  place  on  community  develop- 
ment during  which  it  was  stated  that  it  was  the  inten- 

tion of  the  Association  to  hold  community  meetings 
with  the  idea  of  educating  the  public  to  boost  their 
home  town  and  incidentally  to  give  up  the  evil  habit 
of  sending  away  to  the  mail  order  houses  for  goods.  A 
Lindsay  dealer  suggested  that  there  should  first  be 
n  campaign  to  educate  the  merchants  themselves  to 
deal  at  home,  as  a  good  many  dealers  themselves 
patronize  the  mail  order  houses  for  other  lines  of 
merchandise  than  those  which  they  sell. 

There  is  no  denying  that  this  is  true  to  a  greater  ex- 
lent  than  the  average  person  realizes.  The  writer 
receives  many  complaints  on  this  score.  Dealers  who 

are  raising  an  "awful  holler"  about'  people  sending 
out  of  town  for  the  goods  they  sell  are  themselves 
guilty  of  buying  the  goods  handled  by  other  merchants 
^rom  mail  order  houses. 

As  we  pointed  out  in  a  recent  editorial,  a  good  many 
retailers  do  not  seem  to  realize  that  the  golden  rule 
works  both  ways.  Dealers  who  are  conscientious  in 
regard  to  community  development  will  take  a  firm 
stand  in  the  matter  of  home  trading  and  see  that 
neither  they  nor  their  families  send  out  of  town  for 
goods  that  can  be  purchased  at  home. 

T'he  Daily  versus  The  metropolitan  daily  paper  is 
The  Trade  Paper  supported  by  the  mail  order 

houses — Eaton,  Simpson,  Murray- 
Kay,  etc.  Without  these  advei-tisers  they  would  die  or 
become  minor  influences  in  the  community. 

The  trade  pai)er  is  supported  by  tlie  local  merchant 
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aud  by  the  advertiser  whose  appeal  is  directly  to  the 
retailer. 

Consequently  the  metropolitan  dailies  have  for  some 

years  been  endeavoring  to  "knife"  the  trade  papers. 
They  have  even  gone  so  far  as  to  use  their  influence  to 
have  the  postage  on  trade  papers  increased,  and  to  try 
to  force  them  out  of  the  Canadian  Press  Association. 

The  rural  weeklies  and  many  of  the  smaller  dailies 
have,  however,  realized  the  objective  of  the  metro- 

politan dailies — to  build  up  the  mail  order  houses  and 
to  make  more  difficult  the  work  of  the  trade  papers  in 
giving  information  to  the  local  merchants. 

Hence  the  big  dailies  have  failed  so  far.  The  fight 
is  still  on,  however. 

"We  want  retailers  to  know  of  this  fight.  Use  your 
influence  with  your  home  paper  to  build  up  home  in- 

dustries and  to  back  up  the  trade  papers  that  are  help- 
ing the  retailer.  D.  0.  M. *  *  * 

Our  Big  If  one  is  to  judge  by  the  Govern- 
Fire  Losses  ment  report  just  issued  the  move- 

ment for  fire-prevention  in  Can- 
ada has  so  far  made  little  or  no  headway.  At  any  rate 

the  losses  reported  through  the  insurance  companies 
do  not  indicate  an  improvement.  On  the  contrary, 
they  indicate  increases  rather  than  decreases. 

The  total  amount  of  the  losses  incurred  during  the 
year  was  $16,218,103,  an  increase  of  $2,563,640  over 
1915.  Large  as  this  amount  is  it  does  not  of  course 
include  the  total,  for  there  are  a  great  many  fires 
which  are  not  covered  by  insurance,  and  are  therefore 
unrecorded  in  the  Government  report.  And  when  it 
comes  down  to  the  fine  point,  neither  does  the  sixteen 
millions  cover  the  total  losses.  Even  if  they  cover  the 
direct,  which  is  very  unlikely,  they  do  not  cover  the  in- 

direct. That  is  to  say,  the  losses  which  business  men 
Suffer  because  of  the  dislocation  of  their  trade  for  the 
time  being.     And  that  is  often  a  serious  item. 

It  is  very  important  that  business  men  should  see 
that  their  stock  and  buildings  are  adequately  covered 
bv  insurance,  but  it  is  also  important  that  they  should 
see  that  every  precaution  is  taken  to  prevent  the  out- 

break of  fire.  Even  where  the  best  of  methods  are 

employed  to  prevent  fires  they  sometimes  break  out, 
but  from  the  investigations  which  experts  have  carried 
out  it  has  been  discovered  beyond  peradventure  that  in 
the  majority  of  instances  they  are  preventable. 

An  ounce  of  prevention  is  better  than  a  pound  of 
cure  in  regard  to  fires  as  well  as  in  regard  to  health. 
And  business  men  should  see  that  rubbish,  empty  pack- 

age boxes  and  oil  rags  are  not  allowed  to  be  placed 
where  they  invite  fire. 

As  long  as  the  country's  fire  losses  remain  at  their 
present  high  scale  we  cannot  hope  for  a  material  re- 

duction in  rates  of  insurance.  And  insurance  is  an 
item  which  figures  in  the  cost  of  doing  business. 

*  *  m 

A  Bad  An  inspector  of  one  of  the  chart- 
Record  ered  banks  of  Canada,  recently 

stated  that  from  an  investigation 
made  in  the  case  of  890  merchants  doing  business  in 

140  places  in  "Western  Canada,  no  less  than  532,  or 
nearly  60  per  cent.,  do  not  keep  a  proper  set  of  books. 
In  defining  what  he  meant  by  a  proper  set  of  books  he 

explained  that  he  had  reference  to  "a  system  of  book- 
ing sufficient  to  strike  a  profit  and  loss  statement  at 

the  year  end." If  this  does  not  indicate  a  serious  state  of  affairs  it 

certainly  indicates  conditions  which  are  anything  but 

satisfactory.  We  do  not  believe  that  conditions  in  this 
respect  are  worse  than  they  were  a  few  years  ago.  On 
the  contrary,  we  believe  they  are  better,  for  there 
never  was  a  time  when  so  much  attention  was  being 
given  to  the  subject  of  retail  bookkeeping  as  at  present. 
But  the  result  of  the  above  investigation  by  one  of  the 
leading  banks  in  the  Dominion  shows  that  there  is  still 
a  great  deal  of  room  for  improvement. 

As  long  as  a  retailer  employs  a  system  of  bookkeep- 
ing which  is  not  sufficient  to  enable  him  to  strike  a 

profit  and  loss  statement  he  is  laboring  under  a  de- 
cided disadvantage.  He  may  think  he  is  doing  nicely, 

and  possibly  he  may  be.  But  as  long  as  he  cannot 
show  by  an  inventory  exactly  where  he  stands  finan- 

cially he  is  to  some  extent  "at  sea."  And  where  an 
inadequate  system  of  bookkeeping  is  employed  it  is 
impossible  to  prepare  an  accurate  inventory.  Without 
a  proper  system  of  bookkeeping  the  retailer  is  like  a 
mariner  without  a  chart:  He  cannot  tell  "where  he  is 

at." 

Not  long  since  a  retailer  discovered  that  although 
his  business  was  a  great  deal  larger  than  it  was  a  few 
years  back,  his  profits  were  not  growing  in  anything 
like  the  same  ratio.  Fortunately  he  had  a  fairly  good 
system  of  keeping  books,  and,  acting  upon  the  advice  of 
a  friend,  he  had  a  careful  inventory  made,  with  the 
result  that  he  discovered  the  source  of  his  trouble.  He 
found  that  he  was  carrying  too  much  stock,  that  his 
expenses  were  too  high,  and  that  he  was  not  employ- 

ing the  right  method  in  figuring  his  selling  prices.  With 
this  discovery  in  his  possession  he  started  upon  a  new 
tack,  and  he  already  has  his  reward. 

The  lesson  to  retailers  who  have  not  an  adequate 
system  of  bookkeeping  is  obvious. 

The  Gospel  of  There  is  no  denying  the  fact  that 
System  system  is  the  salvation  of  many 

stores.  Without  it  a  dealer  is 

liable  to  wander  from  the  path  of  profitableness  out 
into  the  valley  of  business  death.  The  fact  has  been 
nicely  brought  out  in  the  following  paraphrase  of  the 
23rd  Psalm: 

.   "My  store  system  is  my  salvation.     I  shall  not 
fail. 

It  maketh  me  lie  down  in  peaceful  slumber; 

It  leadeth  me  beside  the  still  'leaks'; It  restoreth  my  intellect ; 
It  guideth  me  in  the  path  of  cost  finding  for  my 

own  name's  sake. 
Yea,  though  I  walk  through  the  battles  of  compe- 

tion  I  will  fear  no  danger,  for  it  is  with  me: 
Its  accuracy  and  knowledge  they  comfort  me. 
It  prepareth  a  table  before  me  in  the  presence  of 

my  family ; 

It  anointeth  my  purse  with  profit  and  establish- 
eth  my  credit ;  my  purse  runneth  over. 

Surely  success  and  happiness  shall  follow  me  all 
the  days  of  my  life  and  I  will  dwell  in  the 

house  of  Prosperity  forever." 
There  are  a  good  many  dealers  who  are  not  making 

the  profit  they  should  because  no  system  is  used  in 
the  conduct  of  their  business.  If  you  are  one  of  these, 
it  is  time  for  you  to  turn  over  a  new  leaf. 

One  of  the  great  advantag'^s  of  a  proper  iise  of  the 
windows  is  that  they  bring  in  new  customers,  people 
who  are  in  the  habit  of  buying  elsewhere. 
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The  Local  Paper  as  an  Advertising  Medium  for  Retailers 

BY  WM.  J.  BRYANS 

IN  the  larger  cities,  where  newspaper  rates  are  ex- 
ceedingly high,  the  question  of  advertising  is  a  dif- 

ficult one  for  the  retail  merchant.  It  is  a  puzzle 
for  him  to  determine  just  what  form  of  advertising  he 
should  adopt  in  order  to  attract  trade  to  his  store  and 
do  so  in  a  profitable  manner.  With  the  dealer  in  the 
smaller  centre,  however,  the  advertising  problem  is  a 
much  simpler  one.  For  him  the  local  paper  is  the  one 
best  bet.  It  is  the  most  effective  medium  for  carrying 
his  message  to  the  people  he  wishes  to  feach  and  is 
available  at  a  rate  that  gives  him  both  publicity  and 
direct  returns  at  a  rate  that  turns  his  advertising  ex- 

pense into  an  investment. 
Just  a  word  as  to  why  this  is  so.  In  the  first  place 

there  is  little  lost  circulation.  In  most  eases  from  90 
per  cent,  upward  of  the  circulation  is  among  people 
who  are  possible  eustomers  of  the  dealer.  In  addition 

to  this,  the  local  paper  is  closely  read — and  by  all  mem- 
bers of  the  family.  The  personal  items  that  are  the 

big  feature  of  the  weekly  papers  are  of  deep  interest 
to  everyone  because  the  majority  of  the  persons  men- 

tioned are  known  to  them. 
The  writer  has  lived  in  a  country  town  and  knows 

that  the  local  paper  is  read — and  that  the  ads.  are 
read,  too.    This  fact  was  demonstrated  in  a  convinc- 

ing manner  when  a  mistake  was  made  in  an  ad.,  and 
a  staple  article  advertised  at  half  its  real  value.  The 
demand  for  that  article  at  the  price  quoted  showed  that 
people  not  only  follow  the  ads.  of  loeal  dealers,  but 
read  them  closely. 

Sometimes  the  dealer  is  inclined  to  think  that  his 
ad.  is  not  read  because  there  is  no  rush  of  direct  re- 

turns, but  returns  from  advertising  are  not  always 
direet.  Advertising  has  a  big  cumulative  value.  It 
implants  your  name  firmly  in  the  minds  of  the  purchas- 

ing public.  It  establishes  your  store  as  a  buying 
centre. 

There  may  be  various  forms  of  publicity  that  the 
dealer  in  the  country  town  can  use  to  advantage,  but  he 
cannot  afford  to  overlook  the  local  paper  in  his  plans 
for  advertising. 

It  is  a  poor  salesman  who  stands  behind  his  counter, 
makes  a  sale  and  allows  the  customer  to  pass  out  with- 

out suggesting  another  sale.  Hardly  anything  is 
bought  in  a  store  that  does  not  suggest  something  to 
go  with  it.  The  person  behind  the  counter  who  does 
not  take  advantage  of  this  fact  is  not  a  salesman — -he 
is  merely  an  order  taker. 

Better  Furniture  Seems  to  be  a  Household  Slogan 
It  is  spreading  like  wildfire  all  over  the  country.  Every- 

body is  beginning  to  ask  for  it.  The  woman  who  makes  tlie 
home  nowadays  is  not  satisfied  with  poor  quality  and  un- 

attractive patterns. 
She  wants  Better  Furniture  and  she  knows  it  when  she 

sees  it. 
That  is  why  we  are  selling  such  enormous  quantities. 
Every  woman  who  has  ever  read  our  advertisements  knows 

that  we  have  always  talked  Better  Furniture  and  that  is  the 
only  kind  we  have.  No  matter  what  price  the  article,  it  is 
the  best  to  be  had  for  that  price. 

You  Have,  No  Doubt, 
often  been  struck  with  the  appearance  of  a  living  room  into 

which  you  were  ushered,  and  upon  analysis  you  found  that 
the  lamps  and  their  arrangement  were  the  things  that  first 
caught  the  eye. 

This  store  is  famous  for  its  living  room  furniture;  here  you 
can  get  every  conceivable  equipment,  from  the  small  outfit 
for  the  young  couple  of  modest  means,  to  the  elaborate  and 
sumptuous  furnishings  for  the  millionaire's  home,  and  we make  it  a  point  to  carry  a  line  of  lamps  suitable  for  all  needs. 

.lu.st  now  we  have  a  very  attractive  showing  of  a  great 
variety  of  lamps.      Come  and  see  them. 

This  Store  Concerns  You  Intimately 
We  Furnished  the  Homes  of  Your  Parents. 
We  are  not  inexperienced  youngsters  in  the  Home  Furnish- 

ing business.  Away  back  yonder — a  quarter  of  a  century ago,  when  your  parents  were  having  their  romances  and 
dreaming  of  homes  of  their  own — we  started  this  business. 
Then  it  A-as  that  we  decided  to  apply  every  effort  towards creating  the  ideal  Home  Furnishing  business. 

Concentration  is  the  source  of  strength  in  war,  in  trade, 
and  in  all  human  affairs.  Any  end  can  be  attained;  if  you 
concentrate  sufficiently  upon  your  ideal.  We  believe  we 
have  created  the  ideal  Home  Furnishing  business. 
We  Hope  to  Furnish  the  Homes  of  your  Children. 
We  are  not  one  of  those  business  houses  here  to-day  and 

gone  to-morrow.  As  we  told  you  before,  we  have  l)een  here 
at  the  time  of  your  parents  and  we  expect  to  be  \n  your 
midst  as  long  as  this  is  a  city.  We  hope  to  furnish  the 
homes  of  your  children.  We  want  your  good  will  and  wi' 
know  that  the  only  way  we  can  retain  it  is  to  merit  it  by 
being  sincere  and  fair.  Our  goods  are  of  the  highest  quality, 
our  stock  the  largest  in  the  city.  You  are  our  friends  and 
we  expect  to  be  yours. 

You  May  Think  This  a  Peculiar  Furniture  Ad. 
Well,  Kotteman's  is  "a  diiTerent  sort''  of  furniture  store. 
We  save  a  customer  maybe  90  cents  (a  genuine  saving, 

mind  you)  on  a  $2.50  rocker.  The  same  customer  tells 
possibly  half  a  dozen  relatives  and  friends  about  the  great 
bargain  from  Kotteman's — best  advertising  in  the  world,  and 
it  doesn't  cost  us  a  cent.  RESULT: — One  new  customer may  come  in  and  buy  a  fine  bedroom  suite  and  save  several 
dollars — another  may  take  a  china  closet  and  save  three 
or  four  dollars — A  third  will  buy  furniture  for  an  eight- room  house  and  save  several  hundred  dollars.  Nearly  every 
new  purchaser  becomes  a  permanent  customer,  and  tells  other 
people  about  Kotteman's. 

Lookers  and  Lookers  and  Lookers 
Result  in  Buyers  and  Buyers  and  Buyers. 
This  store  wants  lookers,  for  we  know  they  will  grow  up 

into  buyers.  We  want  lookers  to  come  and  see  for  them- 
selves that  this  is  the  one  place  to  buy  when  they  are  ready. 

We  always  welcome  lookers  with  the  same  courtesy  we  do buyers. 
Here  and  Now  are  to  be  had  those  things  which  will  make 

your  home  the  best  place  in  all  the  world  for  all  your  family. 
We  are  now  displaying  the  smartest  models  of  the  best 

manufacturers'  newest  creations  in  furniture.  For  weeks 
we  have  been  unpacking,  assembling  and  arranging  on  our 
floors  the  many  New  Period  suites  and  pieces.  Furniture  for 
every  room  in  every  home  for  every  pocketbook. 

There  is  a  Store  in  Marion — 
a  furniture  store — which  specializes  in  charming  furniture. 

.\ny  home  that  is  furnished  by  Schaffner's  will  not  only  be 
of  dependable  furniture,  but  also  of  the  prettiest  styles  ob- 

tainable. If  you  care  to  have  us,  we  will  plan  your  entire 
home  or  give  you  suggestions  as  to  color  and  arrangement. 
This  feature  appeals  to  young  folks.  People  like  to  say  it's 
Schaffner's  furniture  because  it  carries  prestige  and  every- 

one knows  that  it's  the  best.  .Ml  of  this  is  true,  because 
we  try  to  sell  the  kind  of  furniture  which  will  give  service 
and  make  it  worth  every  dollar  you  pay  for  it. 

Before  you  buy  your  furniture  look  here — you'll  enjoy 
seeing  our  model  home,  anyway— but  we're  sure  you'll  like 
our  stock,  our  prices  and  our  met  bods. 

Some  good  introductions  to  furniture  advertiaenients,  reproduced  from  dealer  ads.  by  the  Furnituie  Journal,  of  (^hiciigo. 
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Test  These  Trade  Winners 

Little  advertising  ideas  every  dealer  should  k.now 
By  John  Boyd 

IF  you  have  been  in  business  for  a  few  years,  few  of 
the  little  trade  winners  that  follow  will  be  new 

to  you,  but  recalling  them  may  lead  you  to  prac- 
tise some  of  them  again.  And  why  shouldn't  you? 

They  are  inexpensive,  sure  to  succeed,  and  probably 
new  to  the  people  whose  custom  a  dealer  should  always 
strive  to  secure — the  rising  generation. 

Have  you  ever  on  Arbor  Day  given  away  little  trees 
to  children  accompanied  by  their  elders?  Some  deal- 

ers this  spring  have  distributed  5,000  in  this  way.  As 
the  tree  grows  up  the  children  grow  along  with  it,  and 
recall  the  day  you  gave  it  them  to  help  beautify  the 
town. 

Making  Friends  With  the  Children. 
Another  way  to  make  friends  with  the  children  is  to 

get  to  know  their  birthdays  and  send  them  picture  post 
cards  with  your  greeting  on  them  on  that  day,  as  well 
as  on  other  festal  days  of  the  year. 

Let  the  farmers  who  come  to  shop  in  your  town 
know  they  can  have  the  benefit  of  free  shelter  for  their 
horses  in  your  stables,  whether  they  buy  in  your  store 
or  not,  and  perhaps  you  can  throw  in  a  free  feed  for  the 
farmers.  It's  a  safe  bet  the  next  time  Mr.  Farmer 
comes  to  town  your  store  is  the  one  he  buys  from. 
You  have  a  door  in  your  store.  Place  on  each  and 

every  door  a  small  sign  reading : 
HAVE  YOU  FORGOTTEN  ANYTHING? 

Then  take  your  stand  near  the  door  and  watch  the 
people  read  it  and  go  back  to  make  a  purchase  they 
have  forgotten. 

Other  Little  Trade-Getters. 

An  illuminated  window  sign  that  is  all  the  rage  just 
now  takes  the  form  of  a  gramophone  mouthpiece  with 
a  ground  glass  front,  behind  which  is  a  flashing  incan- 

descent lamp  connected  with  the  electric  light  circuit. 
On  the  ground  glass  is  painted  in  black  some  inscrip- 

tion, visible  by  day  when  the  light  is  out,  and  sparkling 
in  all  the  colors  of  the  rainbow  when  lit  in  the  evening. 

Is  your  telephone  service  unlimited?  Then  place  a 
table  and  chair  in  the  telephone  booth  and  invite  your 

patrons  to  use  the  'phone  as  often  as  they  wish  with 
your  best  wishes.  They  will  use  it,  and  you  will  profit 
by  its  being  used. 

If  your  store  is  near  a  car-stopping  place,  put  a  no- 
tice on  your  door  inviting  people  to  step  inside  from 

the  heat  and  dust  or  from  the  wet.  If  you  have  room  to 
provide  a  rest  chair  or  two,  travelers  will  vote  you  an 
even  more  obliging  person  and  one  whom  they  ought 
to  deal  with. 

Cards  With  Ad.  On  Back. 

Whist  parties  are  popular  in  some  towns.  Where  such 
is  the  case,  certain  storekeepers  have  found  it  a  good 
idea  to  give  away  cards  with  their  advertisement  on 
them.  You  bring  your  name  in  this  way  before  a  class 
of  the  community  you  might  not  otherwise  reach. 

Are  you  a  photographer?  If  you  are,  you  will  occa- 
sionally be  able  to  secure  an  up-to-date  news  photo- 

graph that  you  can  attach  to  a  window  advertisement 
of  some  of  your  goods  with  the  assurance  it  will  at- 

tract the  curious. 
A  form  of  advertising  that  can  sometimes  be  made 

to  produce  results  is  chalking  on  the  pavement  itself. 
The  English  suffragettes  have  exploited  this  publicity 

method  to  the  limit,  and  perhaps  it  annoys  as  many 
people  as  it  attracts.  If  you  do  try  this  method,  see 
that  the  lettering  is  effaced  before  people  tire  of  looking 
at  it. 

Further  advertising  can  be  done  on  the  sidewalk 
when  the  store  is  circulating  any  kind  of  printed  mat- 

ter, by  putting  a  boy  out  there  with  a  fancy  cap  and 
jacket  with  brass  buttons  on  it,  to  hand  the  circulars 
to  passers-by.  The  value  of  such  work  is  increased 
about  a  hundred  per  cent,  by  having  the  uniform  on the  boy. 

Bicycle  racks  with  signs  at  the  top  are  not  uncom- 
mon outside  advertisements,  as  are  free  bicycle  pumps 

or  pipes  giving  free  air  for  bicycles. 
Anything  that  will  make  the  public  stop  and  take 

notice  while  being  told  something  about  the  store  or  its 
stock  will  be  good  advertising. 

ADVERTISING  THAT  WON'T  PAY 

Half-hearted-once-in-a-while  advertising  won't  pay. 

exaggeration  won't  pay.  Misrepresentation  won't 
pay.  Red-flag-brass-band  methods  won't  pay.  Ad- 

vertising not  based  upon  true  worth  and  merit  will 

never  pay.  Advertising  is  a  man's  game,  and  must  be' 
played  as  such.  Successful  advertising  requires  the 
highest  type  of  business  instinct,  energy,  judgment  anil 
integrity.  More  than  that,  it  takes  patience  and  time 
to  let  the  work  of  constant  repetition  convince  and 
educate.  Most  men  who  do  business  on  a  broad  basis 
advertise  liberally,  intelligently,  forcefully,  regularly, 
because  they  have  learned  that  wide  publicity  of  true 
worth  and  merit  pays,  and  pays  big. 

INTERIOR  DISPLAYS  BEAR  FRUIT 

The  man  just  starting  in  business  need  not  despair, 
nor  need  he  feel  that  he  can  do  nothing  in  the  way  of 
displaying  his  goods  and  fitting  up  the  interior  of  his 
store.  On  the  contrary,  a  little  thought  on  his  part 
and  the  expenditure  of  as  much  money  as  his  means 
will  allow,  can  be  made  to  bear  fruit  most  abundantly. 
Advertisement  and  show  windows  will  bring  the 

people  into  the  store ;  a  courteous  clerk  and  good  mer- 
chandise will  sell  the  article  the  purchaser  originally 

intended  to  buy.  A  good  salesman  will  sometimes 
sell  something  more.  There  is.  however,  still  another 
factor  to  be  considered  and  that  is  the  matter  of  in- 

terior display. 

An  attractive  line  of  goods  shown  off  inside  the  store 
to  the  best  advantage  will  stop  many  a  passing  man. 

or  woman  for  that  matter,  and  bring  about  a  closer  in- 
spection. Even  if  the  sale  is  not  made,  an  impression 

is  created  which  is  likely  to  result  in  a  sale  at  some 
future  date. 

This  sort  of  thing  is  likely  to  build  up  a  reputation 
for  a  merchant  which  will  prove  of  great  value  to  him. 
People  will  come  to  consider  that  he  is  the  man  to 
whom  they  should  go  when  in  need  of  this,  that  or  the 
other  thing,  in  accordance  with  the  interior  displays 
which  they  have  seen  at  different  visits  to  the  store. 

ECONOMY  IN  LIGHT. 

Thomas  A.  Edison  has  little  placards  posted  all 
through  his  factories,  of  which  most  householders  will 

approve.   They  read: 
"Save  the  juice!    Save  the  juice! 

Turn  off  this  light  when  not  in  use. ' 
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"It  is  new  and  wonderful— this 

Phonograph" 
"My  views  on  the  phonograph  have  heen 
completely  reversed.  It  is  new  and 
wonderful  —  this  phonograph,  the  Aeoliaii- 

Vocalion. ' ' This  is  typical  of  the  reception  the  Aeolian- 
Vocalion  receives  at  every  hearing. 

Playing  automatically  like  other  phonographs 
when  desired,  the  Vocalion  offers  in  addition 
the  priceless  privilege  of  self-expression  in 
music  which  only  those  who  play  or  sing  have 
hitherto  enjoyed. 

AEOLIAN- VOCALION 

To  Furniture  Dealers : 

If  you  are  seeking  a  representation  bringing  with  it  unlimited  prestige  you  will  be 
interested  in  the  "Vocalion."  Its  "Graduola" — the  tone  control  device — by  rea 
son  of  its  remarkable  advertising,  is  familiar  to  most  folks  on  this  continent.  It 
gives  the  dealer  the  strongest  possible  selling  argument  over  other  phonographs. 
If  the  Aeolian- Vocalion  has  no  representation  in  your  town,  we  should  be  glad  to 
hear  from  you. 

THE  NORDHEIMER  PIANO  &  MUSIC  CO.,   Limited,  Toronto 

Sole  Canadian  Distributors  for  Aeolian- Vocalion 
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SUGGESTIONS  FOR  WINDOW  DISPLAY 

IT  is  becoming  more  apparent  every  day  that  talking 
machine  dealers  at  last  are  beginning  to  realize 

the  tremendous  importance  of  window  display  ad- 
vertising. While  most  dealers  agree  that  their  win- 

dows should  be  properly  taken  care  of,  the  majority  of 
them  lack  the  knowledge  and  determination  to  go  at 
the  work  in  the  proper  spirit.  Too  many  dealers  go 
at  the  work  in  a  vague  indefinite  way  and  try  to  invent 

the  display  while  building  it.  The  result — if  any  re- 
sult is  attained — is  bound  to  be  bad  and  the  money 

and  time  spent  is  so  much  money  and  time  misspent. 

Have  Definite  Plan 

To  make  an  eflPective  display  you  must  know  what 

you  are  doing  from  the  start  to  the  finish.  Don't 
leave  anything  to  luck.  Make  deliberate  plans  and 
preparations  for  your  display  at  least  a  week  before 
you  install  it.  Have  a  definite  idea  in  mind  and  give 
at  least  as  much  time  and  care  to  your  window  as  you 

Diagram  of  an  cicceUent  window  display  of  talking  machine  records. 
Read  accompanying  article  for  description 

would  to  plan  out  an  expensive  newspaper  advertise- 
ment. Don't  believe  you  can  take  proper  care  of  your 

show  widows  without  personal  effort  and  without  a 

proper  expense  account.  It  can't  be  done.  When 
you  buy  newspaper  space  you  surely  give  lots  of 
thought  to  your  copy — your  window  space,  however, 
must  be  paid  for  whether  you  make  the  most  of  it  or 
not.  Attractive  window  displays  promote  good  will 
and  every  dollar  invested  in  good  will  is  capital. 

A  fine  di.splay  in  your  show  windows  bring  custom- 
ers nearer  to  your  store  than  any  other  form  of  advei- 

tising  and  the  cost  is  probably  less. 
Newspaper  and  window  advertising  makes  a  happy 

combination.  A  very  stimulating  influence  on  the 

prospective  buyer  is  produced  when  he  sees  the  ad- 
vertised article  in  the  show  window  before  entering 

your  store. 
Timeliness  in  Display 

I  have  found  timeliness  the  secret  of  successful  win- 
dow trims.  Talking  machine  records  can  be  adapted 

to  all  holiday  trims.      Of  course,  dealers  interested 

must  study  their  window  space  and  adapt  the  display 
material  to  the  limitations  of  their  windows. 

The  display  illustrated  on  this  page  will  give  a  sug- 
gestion for  a  good  record  window.  The  diagram  shows 

the  back  view  of  the  three  frames  with  records  at- 
tached and  requires  a  window  at  least  eleven  feet  in 

length.  The  records  are  twelve-inch  size.  If  your 
window  is  only  ten  feet  long  ten-inch  records  can  be 
used  to  save  space.  If  window  is  smaller  than  ten 
feet,  only  one  or  two  frames  are  required.  Wire 
frames  high  enough  so  your  instruments  in  front  will 
not  hide  any  part  of  the  graceful  S  curve,  formed  by 
the  records. 

To  Make  the  Display 

Buy  three  oval  gold  frames,  size  twenty-two  by 
twenty-six  inches,  which  can  be  obtained  in  most 
cities  for  about  $1.50  each.  Make  for  each  frame 

five  extension  arms — little  strips  of  wood  one-fourth 
inch  thick,  one  inch  wide  and  nine  inches  long.  Make 
a  hole  one  inch  from  the  end  big  enough  for  a  three- 
sixteenths  inch  by  three-quarters  inch  stove  bolt  to 
fasten  records.  Screw  the  five  extension  arms  to 
back  of  frame  so  the  five  records  will  barely  touch  each 
other.  Wire  the  three  frames  to  ceiling  as  indicated 
in  diagram.     Have  appropriate  trimmings. 

Sign  Work  Including  Record  Rings 

Purple  cardboard  with  white  lettering  is  appropri- 
ate. Have  small  cards  made  for  your  different  types 

of  machines.  The  record  rings  form  a  very  important 
part  of  the  window  display. 

Ask  you  card  writer  to  make  the  rings  one-half  inch 
smaller  than  the  records  so  the  outer  edge  shows.  The 
name  of  the  selection  and  name  of  performer  should 
go  on  each  record  ring  and  if  you  use  purple  board  for 
the  rings  a  narrow  Avhite  edge  shoiild  be  painted  to 
make  the  ring  stand  out.  Fasten  rings  to  records 
with  ordinary  office  clips  and  be  sure  the  label  is 
placed  straight.  If  you  want  to  elaborate  the  rings 
you  can  buy  some  post  cards  and  carefully  cut  out  the 
ornaments  and  paste  these  on  your  rings,  only  be  care- 

ful not  to  overdo  this  additional  ornamentation. — 
Ellis  Hansen,  in  The  Talking  Machine  World. 

TALKING  MACHINES  IN  GALLERY 

In  the  new  store  of  Woodhouse  &  Co..  79-83  St. 
Catherine  St.,  Montreal,  talking  machines  are  dis- 

played and  demonstrated  in  a  gallery  running  around 
the  sides  and  the  rear  of  the  store.  This  makes  an 
excellent  department  for  this  line,  separating  it  from 
the  general  furniture  stock.  Of  course,  some  ma- 

chines are  also  shown  on  the  main  floor  in  order  to 
interest  those  customers  who  come  in  to  look  around. 

A  QUESTION 
Should  the  furniture  man  tell  the  newly  weds  that  he 

stands  behind  every  bed  he  sells? 
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Are  you  interested  in  a 

Phonograph  Agency? 

Write  us  to-day  for  further  particulars. 

Do  not  delay. 

IDEAL  MODEL  NO.  85 

RETAIL  PRICE    -  $85.00 

Walnut,  Mahogany,  and 
Fumed  Oak  finish. 

If  you  are,  why  not  consider  the  Ideal 

Perfect  Tone  Hne  of  Phonographs? 

They  are  guaranteed,  will  play  Edison, 

Pathe,  Columbia  and  Victor  Records 

without  any  attachments. 

The  No.  85  Model  compares  favor- 

ably with  other  makes  that  sell  from 

$102.00  up. 

Listen  to  this: 

It  comes  from  Hunter  &  Company, 

Cornwall,  Ontario,  a  firm  that  have 

sold  other  makes  of  phonographs  before 

taking  on  the  Ideal  Agency,  and,  there- 

fore, they  know  whereof  they  speak. 

This  is  what  they  sa^  : 

"You  ask  our  opinion  of  Walnut  Ideal, 
Model  No.  85.  We  like  it  immense,  the 

last  four  arrived  Saturday  morning  and 

we  placed  three  before  night.  Ship 

us  six  more,  as  we  feel  sure  we  can 

place  them." 
The  above  letter  Was  dated  Oct.  1st. 

If  it  does  not  convince  you  that  the 

Ideal  Phonograph  is  the  right  instru- 

ment for  you  to  sell,  just  let  us  send  you 

a  sample  Model  No.  85  in  Walnut, 

and,  nough  said,  you'll  be  convinced. 

Regal  Phonograph  Company,  Limited 

145  Church  St.,  Toronto 
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Sentiment — Its  Force  in  Selling  Talking  Machines 

An  instructive  article  on  tallying  machine  selling,  written  for  the  Furniture  Journal, 
of  Chicago,  by  the  manager  of  the  tallying  machine  section  of  a  furniture  store. 

By  E.  RICHARDS 

THE  first  impression  is  of  utmost  importance  in  the 
sale  of  talking  machines.  For  this  reason  it  is 
important  that  the  salesman  should  secure  the 

attention  and  good  will  of  his  prospect  at  the  start,  so 
that  attention  may  be  held  while  a  demonstration  is 
given  and  other  arguments  offered  as  to  why  the 
prospect  should  buy. 

In  selling  a  talking  machine,  it  must  be  borne  in 
mind  that  it  is  a  luxury  and  that  unlike  a  piece  of 
household  furniture,  it  is  not  absolutely  essential  for 

the  family's  welfare.  Sentiment  plays  a  large  part  in 
the  purchase  of  the  phonograph,  and  it  is  in  his  appeal 
to  the  sentiment  of  his  prospect  that  the  salesman  must 
be  able  to  reach  his  buyer. 

Select  a  Record  that  Will  Appeal 

Somewhere  in  the  catalogue  of  any  of  our  present 
day  record  manufacturers  will  be  found  the  exact  re- 

cord which  will,  whether  it  be  orchestra  selection, 

song,  band,  concert  or  humorous  dialogue,  "break  the 
crust"  and  get  under  the  skin  and  reach  the  pocket- 
book  of  the  prospective  purchaser.  The  man  who 

can  judge  quickly  the  prospect's  temperament,  na- 
tionality and  general  taste  possesses  the  open  sesame 

to  success  in  the  sale  of  talking  machines. 

There's  a  certain  degree  of  psychology  in  the  de- 
monstration that  well  deserves  the  attention  of  sales- 

men in  this  line.  One  could  almost  make  a  compari- 
son between  the  salesmen  of  talking  machines  and 

the  dramatist,  who,  in  order  to  keep  the  attention  of 
his  hearers,  must  not  continually  harp  on  one  strini,% 
but  must  inject  some  variety  into  his  theme.  Just  as  in 
every  play,  no  matter  how  sad  or  pathetic,  there  must 
be  some  humor  injected  in  order  to  please  the  audi- 

tors, who  want  variety  or  humor  besides  tragedy,  so 
the  talking  machine  salesman  must  learn  to  understand 
the  sentiments  of  his  prospective  customers. 

Large  Number  of  Selections  Not  Necessary 

In  order  to  make  a  sale  it  is  not  necessary  to  play  a 
large  number  of  records  or  to  give  a  concert  for  the 
benefit  of  the  listener.  Three  records,  well  selected, 
will,  as  a  rule,  draw  forth  some  expression  from  the 
prospect,  and  once  the  responsive  chord  has  been 
found  and  struck  the  salesman  has  his  cue  as  to  how 

to  proceed  further  in  making  that  sale. 
A  lively  band  record,  followed  by  a  clear  tenor  solo 

and  then  by  a  humorous  record,  will  usually  break 

down  the  prospect's  reserve,  and  once  his  sentiment and  sense  of  humor  are  aroused  and  resistance  to  sales 
arguments  lessened,  the  responsive  chord  has  been 
found  and  then  the  sale  is  either  made  or  lost. 

Playing  too  many  records  may  have  exactly  the 
contrary  effect  hoped  for  and  may  tire  the  patience 
of  the  listener  before  the  demonstration  is  over. 

Have  Machine  in  Order 

There  are  many  little  i)oints  of  salesmanship  to  be 
observed  by  the  clerk,  which  often  are  important  in 
the  final  outcome  of  a  demonstration.     He  should  be 

certain  in  the  first  place  that  the  mechanism  of  the 
machine  is  in  perfect  working  order  so  that  there  are 
no  unnecessary  halts,  delays  or  strange  noises  while 
the  demonstration  is  on.  Needles  should  be  carefully 
inspected  and  the  salesman  should  be  sure  that  the 
needle  he  is  using  is  exactly  the  one  to  give  the  best 
rendition  of  the  selection  he  wishes  to  have  his  prospect 
hear.  While  demonstrating  a  record  the  motor  should 
not  be  wound ;  this  should  be  attended  to  before  the 
motor  is  started  and  a  good  start  made  before  settling 
the  reproducer  on  the  record.  The  result  of  this  will 
be  that  your  record  starts  on  the  original  pitch  at 
which  it  was  recorded  and  there  is  no  unpleasant  dis- cord. 

Selling  Higher  Priced  Machines 

The  difference  between  making  a  sale  of  an  $80  or 
$100  machine  and  one  at  $15,  is  largely  one  of  good 
salesmanship,  and  the  clerk  who  has  charge  of  the  de- 

partment should  know  his  prospect.  In  the  purchase 
of  a  talking  machine  the  musical  feature  is  not  by  any 
means  the  only  one  that  appeals  to  the  customer,  espe- 

cially if  it  be  a  woman.  Now-a-days  the  cabinet  plays 
a  most  important  part  in  the  sale  of  a  machine,  and  to 
be  in  harmony  with  the  other  furnishings  of  the  house 
the  music  cabinet  must  harmonize  somewhat  with  the 

room  furnishings  in  color,  nature  of  wood  and  de- 
sign. Some  of  the  handsomest  music  cabinets  of  to- 

day are  built  to  match  period  suits  in  furniture,  and 
the  woman  buyei  is  just  as  particular  that  the  style 
be  appropriate  and  the  color  in  harmony  with  the  room 
in  which  she  wishes  to  install  the  insti'ument  as  she  is 
about  tlie  instrument  itself.  This  point  must  not  be 
lost  sight  of  in  making  a  sale,  and  a  sufficient  variety 
of  cabinets  must  be  carried  in  stock  to  meet  all  tastes. 
Nearly  every  music  cabinet  manufacturer  has  some 
special  feature  about  his  cabinet  that  well  deserves 
consideration ;  some  new  system  of  filing  records,  a 
patented  sliding  compartment  arrangement  by  which 
records  can  be  reached  without  difficulty:  a  uni(iue 
filing  system  for  records,  or  some  other  advantage 
which  it  is  well  Avorth  bringing  to  the  attention  of  cus- 
tomers. 

Study  Customer 

Furthermore,  the  motive  of  the  biiyer  in  purchas- 
ing an  instrument  must  be  kept  in  sight.  Some  per- 
sons would  not  be  interested  in  the  slightest  in  a  comic 

dialogue  or  coon  song,  while,  on  the  other  hand,  .it 
would  be  just  the  record  to  demonstrate  to  the  man 

or  woman  who  appreciates  humor  and  doesn't  care 
much  for  the  classic.  Sentimental  pieces  appeal,  of 
course,  to  young  women  of  nearly  all  types,  and  rag 
time  goes  well  with  boys  and  young  men.  Often  a  hit 
can  be  made  by  playing  some  of  the  old-fashioned 
melodies  and  southern  songs. 

To  get  the  best  results  from  selling  phonographs  or 
talking  machines  a  booth  or  demonstration  room  should 
be  arranged,  where  natrons  may  listen  without  dis- 

turbance to  the  iTCords  being  played,  and  to  hear  spe- 
cial selections  for  wliieh  they  may  ask.     Especially  is 
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It's  Easier  to  Sell 

Columbia  Records! 

If  you  know  how  to  read  the  market  right,  you  must  know  pretty  definitely  by 

now  that  it  is  easier  to  sell  Columbia  Records — and  that  it's  going  to  be 
a  lot  easier  yet. 

For  one  thing,  because  of  Columbia  prestige — because  excellence  of  Columbia 
product  and  the  force  of  Columbia  advertising  combined  are  making  the  great 

part  of  the  record-buying  public  thmk  "Columbia" — and  "Columbia"  first. 

And  for  another  thing,  because  we  are  giving  the  dealer  what  we  know  from 

experience  that  the  public  wants :  records  he  can  sell  by  just  telling  his  patrons 
the  mere  Name  of  the  artist  or  title  of  selection. 

Every  step  in  Columbia  progress  has  been  a  step  nearer  to  ideal  co-operation : 
to  such  close  relations  with  the  dealer  and  the  public  that,  with  every  monthly 

list  issued,  we  could  more  and  more  confidently  predict :  "  These  are  the  records 

the  dealer  wants  and  the  public  is  going  to  buy ! " 

Columbia  Graphophone  Company 

Factory  and  Headquarters: 

Toronto,  Canada 
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Majestic 

No.  100 

Mr.  Dealer- 

Are  you  ready  to  meet  the  demand  for 
Phonographs  this  fall  ? 

There  is  every  indication  that  there  will  be 
a  greater  demand  for  Phonographs  this  fall 
than  last  year. 

Don't  let  the  demand  catch  you  unprepared, 
and  let  your  prospective  customers  go  else- 

where for  their  Phonographs. 
Majestic  Cabinets  are  beautiful,  and  will 
ornament  any  home. 

Majestic  Machines  will  play  all  makes  of  disc 
records  perfectly  without  the  use  of  any  at- 

tachments— no  screws  to  loosen  or  tighten,  a 
mere  turn  brings  the  sound  box  to  the 
desired  position. 

You  can't  appreciate  what  an  exceptional  in- 
strument the  Majestic  is,  until  you  see  and 

hear  it. 

Put  the  Majestic  to  any  test  on  your  floor. 
It  will  cost  you  nothing. 

Our  prices  are  right 

DOMINION  PHONOGRAPH  CO. 

53  CECIL  ST.,  TORONTO 

this  necessary  in  the  sale  of  records,  as  much  of  the 
delicate  tone  shading  and  finer  points  of  orchestral 
selections  are  lost  when  the  demonstration  is  given  in 
the  open  store,  and  where  the  music  also  detracts  from 
the  attention  which  other  salesmen  must  give  to  their 
prospects.  A  loud  band  concert  piece  played  while  a 
clerk  is  trying  to  make  a  sale  of  some  other  article  is 
distracting,  and  for  this  reason  as  well  as  the  privacy 
afforded  to  record  and  instrument  buyers  the  phono- 

graph booth  should  be  installed  wherever  practicable. 
All  instruments  as  well  as  music  cabinets  should  be 

kept  in  first-class  working  order  at  all  times;  the 
mechanism  of  all  machine  stock  needs  a  little  inspec- 

tion, and  cabinets  should  be  kept  clear  of  dust  and 
dirt.  Popular  selections — pieces  that  are  being  played 
at  the  local  theatres  and  songs  that  are  being  sung  in 

vaudeville — are  always  among  the  best  sellers  and  the 
salesman  must  be  up-to-date  in  these  matters  so  as  to 
keep  his  stock  of  records  moving. 

To  get  the  best  results  from  a  phonograph  depart- 
ment a  sufficient  variety  of  machines  to  meet  all  tastes 

and  pocketbooks  must  be  kept  in  stock.  Low-priced 
machines  should  be  talked  only  after  the  prospect  has 
expressed  a  preference  for  one  of  this  type,  and  it 
is  freiiuently  easy  to  make  a  sale  of  a  high-priced  in- 

strument where  the  buyer  would  not  purchase  if  a 
cheap  or  low-priced  machine  was  demonstrated.  Good 
judgment  is  therefore  indispensable  on  the  part  of  the 

phonograph  salesman. 

USE  "READERS"  IN  LOCAL  PAPER 
TO  ADVERTISE 

H.  Hilder  &  Co.,  furniture  dealers,  of  Welland,  Ont.. 
have  recently  been  advertising  in  the  local  paper  by 

means  of  "readers"  in  the  local  news.  Some  samples 
of  these  readers  are  as  follows : 

"It's  easy  to  pay  the  Hilder  way." 
"No  home  is  completely  furnished  without  a  sewing 

machine.  No  need  to  do  yonr  sewing  by  hand.  A 
small  deposit  Avill  place  a  machine  in  \  our  home.  H. 

Hilder  &  Co." 
"Will  you  give  us  the  pleasure  of  demonstrating  a 

phonograph  to  you?     H.  Hilder  &  Co." 

Hotel  Clerk:  "What's  your  line?" 
Commercial  Traveller:  "Yarns." 
Hotel  Clerk :  "I  know  that;  I've  heard  some  of  'em. 

But  what  do  you  sell?" 

The  Value  of  Courtesy 

There  is  nothing  that  brings  greater  results  in  pro- 
portion to  the  investment  than  courtesy.  It  costs 

practically  nothing — not  even  effort,  if  properly  prac- 
ticed. Courtesy  is  the  natural  attribute  of  those  who 

possess  the  finer  susceptibilities  and  who,  by  reason  of 
the  advantages  of  birth  and  education  are  taught  it, 
by  example,  from  infancy.  It  is  readily  acquired  by 
the  less  fortunately  situated,  particularly  so  if  they 
are  associated  with  those  who  exemplify  by  their  ac- 

tion that  they  possess  this  valuable  characteristic. 
One  of  the  largest  telephone  corporations  in  this  coun- 

try recognizes  the  value  of  "the  smiling  voice" through  the  transmitters  and  considers  it  one  of  the 
necessary  essentials  to  success.  Another  large  cor- 

poration catering  almost  exclusively  to  men,  demands 
of  its  employees  that  however  small  the  sale,  the  words, 
"Thank  You"  must  be  courteously  extended  to  the 
customer. 
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LYRAPHONE 

for  Christmas  Trade 

Here,  Mr.  Dealer,  is  a  line  that 

will  bring  you  good  profits  and 

satisfied  customers. 

No.  3.  "PRINCESS" 
Height  45in.  Width  19in.    Depth  2 1  in. 

Built  along  the  most  approved  scientific  lines. 
You  have  but  to  hear  them  to  appreciate  the 

clear  bell-like  tone  of  the  Lyra. 

No.  4.   "  LOUIS  XV  " 
Height  47in.    Width  21  j4:in.    Depth  22 X in. 

The  Lyraphone  means  perfection  in 

musical  reproduction  with  aitistic  de- 
sign and  superior  workmanship. 

Plays  all  makes  of  disc  records  with- 

out change  of  sound  box.  Fitted  only 

with  high -class  motors  and  fittings. 

All  material  and  workmanship  guaran- 

teed. Let  us  send  you  illustrations  of 

our  complete  Lyraphone  lines,  and  lib- 

eral discounts.  Write  to-day,  it  will 

pay  you. 
MANUFACTURED  EXCLUSIVELY  BY  THE 

LIPPERT  FURNITURE  COMPANY,  Limited 

KITCHENER,  ONT. 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiihiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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MOTOR  MEN  FROM  DAYTON  VISIT  CANADA 

H.  H.  Matthews,  president  of  the  Thomas  Manufac- 
turing Co.,  of  Dayton,  Ohio,  manufacturers  of  talking 

machine  motors,  was  in  Toronto  during  the  Exhibi- 
tion, along  with  M.  L.  Baxter,  vice-president  of  the 

company,  and  superintendent  of  factories.  This  com- 
pany is  equipped  to  turn  out  750  motors  per  day,  and 

machinery  is  being  added  to  double  the  output  if 
necessary. 

AD.  SERVICE  FOR  AEOLIAN-VOCALION 
DEALERS 

The  Nordheimer  Piano  &  Music  Co.,  Ltd.,  Toronto, 
Canadian  distributers  of  the  Aeolian-Vocalion,  now 
announce  a  free  service  to  Vocalion  representatives. 
Thej^  have  prepared  a  series  of  advertisements  in  one. 
two,  three  and  four  column  Avidths  and  various  depths. 
These  advertisements  are  all  illustrated,  and  the  mat- 

ter has  been  carefully  written.  Plates  of  the  complete 
advertisements  can  be  secured  by  Vocalion  dealers  free 
of  charge.  A  blank  is  left  for  the  name  of  the  dealer, 
w^ho  is  relieved  of  all  worry  about  suitability  of  ad- 

vertisement, the  securing  of  appropriate  illustrations, 
etc.  The  arranging  for  space  in  the  newspaper,  which 
is  the  easiest  part  of  advertising,  is  all  the  Vocalion 
dealer  need  do. 

BUY  500,000  POUNDS  OF  IMPORTED  SWEDISH 
BRONZED  SPRING  STEEL 

Mr.  C.  J.  Pott,  Canadian  salesmanager  of  the  Otto 
Heineman  Phonograph  Supply  Co.,  Inc.,  New  York, 
has  received  word  that  his  company  has  just  purchased 

500,000  pounds  of  tlie  highest  grade  imported  Swedish 
bronzed  spring  steel.  This  product  is  known  as 
"Uddeholm"  spring  steel,  and  is  said  to  be  recognized 
the  world  over  as  a  quality  product  and  a  leader  in  its 
field. 

Mr.  Heineman  states  that  it  is  the  intention  of  his 

company  to  use  this  spring  steel  exclusively  in  the 
future,  as  the  Heineman  experimental  laboratory,  after 
exhaustive  tests  and  trials,  has  found  that  this  steel 

eliminates  spring  breakage,  and  gives  maximum  serv- 
ice. In  fact,  it  is  stated  that  the  tests  have  proven 

that  this  particular  make  of  spring  steel  is  the  best 
that  can  be  used  for  phonograph  motors. 

,      FEATURING  WALL-KANE  NEEDLES 

The  Regal  Phonograph  Co.,  Limited,  of  145  Church 
St.,  Toronto,  manufacturers  of  the  Ideal  Phonograph, 

are  making  a  big  drive  on  Wall-Kane  needles  and  are 
well  satisfied  with  the  way  they  are  selling.  This 
needle  is  guaranteed  to  play  ten  records  on  anv 
phonograph,  the  tenth  playing  as  clear  as  the  first. 

They  are  put  up  in  a  handsome  tile-enameled  met.-'l 
stand  holding  five  dozen  boxes — ^two  dozen  extra  loud, 
two  dozen  loud  and  one  dozen  medium  needles. 

They  had  been  spooning  a  bit,  and  when  she  raised 
her  face  from  his  shoulder  and  they  both  observed 
the  white  streak  on  his  coat  he  patted  her  affection- 

ately, and  said : 
"Never  mind,  dearie,  it  will  all  brush  off." 

At  this  the  yoiang  thing  began  to  sob.  "Oh,  Harry." 
she  exclaimed,  hiding  her  head  again  on  his  shoulder, 
"how  do  vou  know?" 

In  quartered  or  Fumed  Oak  or  Mahogany 

Running  time — Four  1 0  inch  Records 

Height  48".  Width  18X".  Depth  20}^". 

Sale  price  in  Canada  -  $100 

Rayola  Cabinet 

Phonographs 

among  the  best  on  the  market, 
both  in  finish  of  Cabinet  and  tone. 

They  are  fitted  with  noiseless 

motors  and  play  any  disc  record 
without  attachments. 

AGENTS  WANTED  IN  EVERY  CITY. 

London  Phonograph  Company 

Office  and  Show  Rooms : 

234  Dundas  St.,  LONDON,  Ontario 

IV.  J.  WRAY,  Manager. 
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Otto  Heineman  Phonograph  Supply  Co. 
INCORPORATED 

25  WEST  45th  STREET,  NEW  YORK 

FACTORIES:  ELYRIA,  OHIO  ;  NEWARK,  N.  J.  PUTMAN,  CONN. 

CHICAGO      ATLANTA      SEATTLE      CINCINNATI  TORONTO 
Lumsden  Building 

Give  Your  Dealer  Every  Possible 

Selling  Point! 

Phonograph  Manufacturers  Using  the 

HEINEMAN  MOTOR 

Give  their  dealers  an  opportunity  to  talk  motor  service 

and  quality  to  every  prospective  purchaser. 

THE 

MEISSELBACK  MOTOR 

is  recognized  everywhere  as  the  perfect  motor  for  the 

highest  grade  machines.  It  is  backed  by  the  Otto 

Heineman  Phonograph  Supply  Company  with  its  service 
stations  from  coast  to  coast.  This  motor  has  been 

adopted  by  the  leading  talking  machine  manufacturei s. 

WE  ARE  AT  YOUR  SERVICE 
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Suggestions  for  the  Talking  Machine 

Department        :  : 

By 

A  Staff  Editor 

A GOOD  many  furniture  dealers  who  handle  talk- 
ing machines  do  not  follow  up  prospects  for  this 

line  in  the  manner  that  they  should.  A  cus- 
tomer comes  in  to  look  at  a  machine,  displays  consid- 
erable interest  in  it,  but  departs  without  buying.  Do 

you  make  it  a  point  to  always  secure  the  name  and  ad 
dress  of  such  customers  and  to  call  on  them  a  short 

time  after  and  try  to  close  the  sale?  A  customer  who 
displays  enough  interest  in  a  machine  to  come  in  and 
inspect  it  is  surely  worth  following  up.  There  are 
many  reasons  why  he  or  she  may  not  have  made  a  pur- 

chase at  the  time  of  visiting  the  store.  It  may  have 
been  a  question  of  not  having  just  sufficient  money  to 
make  the  purchase,  or  indecision  as  to  which  style  or 
size  of  machine  to  buy.  The  salesman  should,  in  a 
diplomatic  manner,  try  to  find  out  the  reason  from  the 
customer  before  he  or  she  leaves  the  store.  He  is  then 

in  a  position  to  make  an  intelligent  follow-up  call. 
One  dealer  whom  the  writer  knows,  secures  the 

names  and  addresses  of  all  those  who  visit  the  talking 
machine  section  and  sends  out  a  letter  tothem  a  few 
days  after  their  visit,  mentioning  the  fact  that  they 
had  inspected  a  machine,  but  not  reached  a  decision, 
and  that  he  would  like  to  have  them  call  again  to  hear 
a  couple  of  the  new  records  on  the  machine  Avhich 
they  were  interested  in.  Where  prospects  for  a  sale 
are  particularly  good,  he  generally  sends  one  of  his 
salesmen  around  for  a  personal  interview. 

CONDUCT  DEPARTMENT  IN  BUSINESS  MANNER 

EVEN  though  his  talking  machine  department  may 
be  small,  the  dealer  should  conduct  it  on  a  busi- 

ness basis.  The  writer  heard  of  one  dealer  re- 

cently, who  displayed  a  fine  sample  of  haphazard  man- 
agement. He  has  not  yet  got  a  very  large  busine'^s 

built  up  and  only  has  a  few  machines  in  stock.  In 
the  middle  of  the  summer,  a  nearby  camper  displayed 
some  interest  in  a  machine  and  asked  if  it  would  be 

possible  to  have  it  for  a  few  day's  trial.  The  dealer 
agreed  to  this  and  delivered  the  machine  with  some  re- 

cords, at  the  cottage.  He  made  no  mention  of  how 
long  a  trial  would  be  given,  and  failed  to  call  in  the 
course  of  a  few  days  as  he  should  have  to  attempt  to 
close  the  sale.  Also,  the  customer  said  nothing  as  to 
whether  she  had  decided  to  buy  the  machine  or  not. 
Things  ran  along  this  way  until  the  end  of  the  camp- 

ing season,  when  the  customer  returned  the  machine, 
stating  that  she  had  decided  that  it  was  not  a  large 

enough  one — that  she  might  be  interested  in  a  larger 
one  later  on.  She  had  had  the  machine  for  a  couple 
of  months  without  any  cost,  as  nothing  had  been  said 
about  rent  for  the  machine  if  it  was  not  purchased. 
Thus,  the  dealer  was  without  the  machine  for  two 
months  when  he  needed  it  badly  on  account  of  the 
smallnes.s  of  his  stock,  he  got  back  what  was  practi- 

cally a  second-hand  machine  and  got  nothing  for  the 
use  of  either  machine  or  records.  No  doubt,  the 
haphazard  methods  that  allowed  of  this  was  due  to  a 
realization  of  the  smallness  of  his  department,  but  that 
is  really  no  excuse.  The  way  to  develop  any  depart- 
ment  in  a  store  is  to  conduct  it  on  a  busniess  basis  and 
this  should  be  done  no  matter  how  small  the  depart- 

ment may  be. 

RECORDS  ON  APPROVAL 

THE  writer  heard  a  dealer  saying  some  very  un- complimentary things  the  other  day  regarding 
the  plan  of  sending  out  records  on  approval.  A 

lady  had  got  some  records  on  approval,  kept  them  for 
a  week  while  some  friends  were  visiting  her,  and  then 
sent  them  all  back. 

This  brings  up  the  question  of  whether  submitting 
records  on  approval  is  a  profitable  means  of  making 
sales.  As  an  exchange  says,  the  theory  of  records-on- 

approval  is  good  if — .  But  there  is  always  the  "if." If  people  would  only  be  fair  and  honest  and  buy  the 
records  they  want,  returning  the  others  promptly,  as 
some  customers  do,  the  approval  plan  would  be  fine. 
Unfortunately  for  the  dealer  there  are  many  people,  of 
seeming  respectability,  who  have  no  scruple  in  making 
the  dealer  supply  their  entertainment.  They  will  with 
malice  aforethought  telephone  the  dealer  to  send  a 
choice  selection  of  his  best  records  and  in  a  day  or 
two  he  has  to  send  and  bring  back  the  whole  lot.  In 
the  meantime  he  has  read  in  the  society  column  of 
the  local  paper  that  Madame  gave  a  dance,  dinner  or 

bridge  party,  or  entertained  the  members  of  the  local 
slumming  society  and  he  realizes  that  he  Avas  the 

sucker  who  provided  the  musical  part  of  the  entertain- 
ment. 

The  custom  of  records-on-approval  is  well-rooted  in 
the  minds  of  the  public.  So  anxious  are  dealers  to 
close  up  machine  sales  that  they  voluntarily  enlarge 
upon  the  fact  that  they  will  submit  a  generous  list  of 
records  at  any  time  from  which  the  customer  may 
make  a  selection  at  leisure.  It  has  been  advocated 
that  if  records  were  never  to  be  sent  out  unless  paid 
for  and  then  a  rebate  allowed  for  the  returned  records 

much  of  the  troubles  in  connection  with  records-on- 

approval  would  disappear. 
This  particular  phase  of  the  talking  machine  business 

is  a  live  subject  with  the  Detroit  dealers  who  in  their 
local  association  have  discussed  it  repeatedly.  They 
seem  to  feel  that  they  do  not  sell  more  records  by  the 

approval  plan  and  yet  they  do  not  feel  that  it  would 
be  wise  to  suddenly  eliminate  the  custom.  They  be- 

lieve that  by  weeding  oiit  those  customers  who  abuse 

the  privilege  and  gradually  educating  the  public  they 

could  eventually  dispose  of  the  records-on-approval 

KNOWING  THE  RECORDS 

No  retailer  of  talking  machines,  and  no  salesman  in 

this  department  of  the  music  business  needs  to  be  im- 
pressed with  the  necessity  of  knowing  the  records. 

Knowing  the  records  embodies  considerably  more  than 

merely  being  able  to  locate  in  the  racks  or  shelves  the 
record  the  customer  asks  for.  Any  schoolboy  could 
do  that  with  five  minutes  instruction. 

Knowing  the  records  embraces  an  intimacy  result- 

ing only  from  such  close  study  of  his  stock  that  the 
salesman  knows  something  about  each  artist  on  his 

list,  what  songs  by  the  better  known  artists  have  been 
recorded  on  the  records  he  sells  and  the  ability  to 

connect  up  by  name  and  number  many  of  the  records. 

Occasionally  "a  salesman  is  found  who  can  instantly name  the  title  of  any  record  number  given  him  or 

instantly  name  the  number  of  a  title  that  may  be  men- 
tioned. This,  however,  is  merely  a  feat  of  memory 

and  by  no  means  essential  to  success,  but  it  can  reason- 
ably he  expected  of  the  man  interested  in  his  work 

that  he  can  connect  from  memory  the  names  and  num- 
bers of  many  of  his  records. 
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DEALERS!    ORDER  NOW! 

Be  Protected  For  Your 

Holiday  Requirements 

Now  is  the  time  to  place  your  orders  for  delivery  during  the 
fall  months.  Shipments  will  be  heavy  this  fall  and  dealers 
who  order  now  will  assure  themselves  of  having  talking 

machines  in  stock  when  the  big  selling  season  comes  arou^'d. 
Investigate  now!  Get  our  complete  proposition.  Let  us  con- 

vince you  that  the  MANDEL  is  the  logical  talking  machine  foi- 
you  to  handle.  Even  if  you  are  already  selling  phonographs 
of  another  make,  the  Mandel  can  be  added  to  your  present  line 
with  added  profit  to  you. 

Over  Two  Thousand  Dealers 

i-ealized  the  enormous  sales  possibilities  of  the  Mandel  phono- 
graph and  are  cashing  in  on  the  livest  proposition  ever  pre- 

sented. Who  can  (juestion  the  verdict  of  this  army — 2,000 
strong — who  have  placed  their  stamp  of  approval  on  the 
MANDEL  ?  A  high-grade  phonograph,  selling  at  a  low  price, 
giving  the  (iealer  a  big  margin  of  profit,  insuring  everlasting 
satisfaction  to  the  ultimate  purchaser — these  facts  prove  why 
the  Mandel  phonograph  has  forged  its  way  to  the  front  rank 
ill  the  talking  machine  industry. 

Built  By  One  Manufacturer 

The  Mandel  machine  is  Mandel  made.  Every  part  is  manu- 
factured by  us — not  merely  assembled.  Every  single  part  is 

produced  under  our  own  supervision  by  experts  in  the  art  of 
phonograph  construction. 

The  Mandel  phoiu)graph  embodies  everything  that  represents 
real  talking  machine  value — cabinets  of  supreme  elegance, 
motors  of  wonderful  efficiency,  tone  arms  and  reproducers  that 
are  scientifically  correct.  As  manufacturers  we  guarantee 
every  Mandel  phonograph  to  give  satisfaction. 

There  is  no  divided  responsibility  in  the  manufacture  of  the 

Mandel  phonograph.     We  make  it— we  guarantee  it.  Mahogany  or  genuine  Quarter  Sawed  Oak. 

Read  What  One  Prominent  Dealer  Says: 

We  made  a  thorough  investigation  of  the  various  phonograph  propositions  that  were  sulbmitted  to  us 
when  we  decifled  to  put  in  a  line,  investigating  a  number  of  samples  that  were  sent  to  us  and  making  a  trip 
to  Chicago  seeking  information  on  them. 

We  det-ided  on  the  Mandel  machine  because  we  believe  it  is  the  best  value  for  the  money  in  the  market. 
We  made  a  thorough  investigation  of  their  plant  and  saw  the  product  being  produced  in  every  detail  and  are 
convinced  that  they  are  putting  the  right  material  into  their  machines  and  that  they  are  built  for  con- 

tinuous service.      Their  cases  are  beautifully  finished  and  very  attractive  in  design. 
Their  motors  are  excellently  constructed  and  we  are  confident  that  they  will  .stand  up  under  severe 

use  and  require  the  least  amount  of  adjustment  and  repairs.  Their  reproducer  is  good  and  the  fact  that 
their  machines  |)lay  any  lecord  is  a  s])lendid  selling  ])oint. 

We  have  sold  a  number  of  machines  since  we  put  the  line  in  and  they  are  all  giving  good  satisfaction 
and  we  are  thoroughly  satisfied  with  our  decision  in  the  matter.    NAME  ON  BEQUEST. 

MANDEL  MANUFACTURING  COMPANY         MANDEL  PHONOGRAPH  COMPANY 

General  Offices:  —       —        CHICAGO,  ILLINOIS.  Canadian  Distributors,    OWEN  SOUND.  ONTARIO 
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HANDLING  THE  CUSTOMER  WHO  PUTS  FOR- 

WARD THE  "MAIL  ORDER"  ARGUMENT 

NO  two  customers  are  quite  alike,  and  in  selling 
talking  machines  it  seems  as  if  there  were  more 
varieties  of  customers  in  this  than  in  almost 

any  other  line.  Each  individual  ease  has  its  own 

peculiarities.  "One  way  to  get  on  with  people  is  to 
keep  your  mouth  shut,"  says  a  contributor  in  the 
Talking  Machine  World,  who  adds:  "The  man  who 
says  nothing  when  he  has  nothing  to  say,  the  salesman 
who  keeps  his  mouth  shut  a  good  deal  of  the  time  and 
lets  the  customer  do  most  of  the  talking,  will  prob- 

ably get  along  with  the  trade  all  right.  The  only 
trouble  will  be  that  he  will  not  sell  many  machines. 

"Getting  on  with  customers  without  making  them 
mad  or  disgruntled  is  not  all  there  is  to  salesmanship. 
It  is  good  as  far  as  it  goes,  but  it  stops  considerably 
short  of  being  a  real  success.  What  we  need  to  know 
is  how  to  get  on  with  customers  and  at  the  same  time 
make  sales  to  them.  Of  course  the  salesman  must 
keep  his  temper.  Any  one  who  cannot  do  business 
without  getting  mad  about  it  has  no  chance  or  right  in 
the  talking  machine  business.  When  you  show  the 
least  anger  at  a  customer,  puf¥!  Your  customer  is 
gone,  gone  for  good,  probably  taking  other  prospec- 

tive customers  along.  Quite  naturally  it  is  aggra- 
vating to  have  to  smile  under  some  of  the  remarks  and 

even  accusations  of  buyers.  Tt  is  humiliating  to  one's 
pride,  but  after  all,  many  things  are  humiliating  tn 
our  pride  that  will  not  do  us  any  real  harm.  We  do 
not  always  feel  as  cheerful  as  we  might,  and  there  are 

View  of  a  well  laid  out  talking  machine  department. 
It  will  offer  suggestions  to  other  dealers. 

times  when  we  want  to  "take  it  out"  on  some  one.  Ff 
we  ourselves  were  buying  instead  of  selling  at  such 
times,  who  knows  what  we  might  do  or  say  to  the  man 
waiting  on  us? 
"A  customer  comes  in  and  looks  over  your  best 

offering  at  $100.  She  says  she  can  buy  the  same 
grade  of  machine  from  the  mail  order  house  for  $89. 

You  know  she  cannot,  but  don't  say  it  in  just  so 
many  words.  When  you  take  exception  in  that  way 

to  a  customer's  statements,  you  have  an  argument  on 
your  hands  right  awa.y,  and  perhaps  you  have  found 
out  for  yourscdf  that.no  matter  whether  you  get  the 

best  of  an  argument  with  a  customer  or  not,  you  don't make  a  sale. 

"Don't  Hfgue.  Produce  the  mail  order  catalogue — 
you  ought  to  liave  thom  all  handy — or  ask  the  cus- 

tomer to  see  her  catalogue,  and  then  go  right  along 
down  the  line  on  description,  point  for  point,  from 

castors  to  needle  socket.  Don't  be  disagreeable. 
Don't  even  disagree      Simply  say,  "Is  that  so?  Let's 

compare  the  two  instruments  and  see  where  they  are 
alike."  Just  as  soon  as  you  show  the  customer  a 
willingness  to  be  fairminded  and  reasonable,  just  so 
soon  will  you  find  her  willing  to  be  reasonable  too.  If 
the  advantages  of  your  instrument  are  as  obvious  as 
they  should  be,  you  will  have  no  trouble  in  convincing 
that  customer. 

"But  the  prospect  may  not  be  convinced.  She 
may  say,  "Well,  of  course,  you  claim  a  good  deal  for 
your  machine,  but  you  don't  make  these  yourself  and 

Phonograph  manufactured  by  the  Newbiggiug 
Cabinet  Co.,  Ltd.,  of  Hamilton,  Ort. 

you  only  have  somebody's  word  for  it  that  they  are  as 
you  say.  I  guess  I'll  send  to  the  mail  order  house." 
That  is  the  culminating  point,  the  place  where  a  good 
many  salesmen  go  right  up  in  the  air.  They  absolutely 
cannot  hear  a  customer  talk  that  way  and  not  lose 
their  temper.  But  the  successful  salesman  just  be- 

gins to  get  his  second  wind  at  this  juncture.  He  sees 
that  he  must  begin  back  with  the  matter  of  responsi- 

bility and  show  the  advantage  of  his  own  guarantee 

over  that  of  some  one  else's  a  thousand  miles  away. 
Instead  of  telling  that  customer  to  go  to  the  seventeen 
blue  blazes,  thereby  putting  an  end  to  her  relations 
with  the  store,  he  smiles  and  starts  in  at  the  beginning 

to  lay  a  foundation  that  will  give  the  customer  some- 
thing to  think  about,  whether  it  develops  a  sale  or  not. 

He  explains  how  and  why  he  knows  his  goods,  what 
his  guarantee  is  and  how  easy  it  is  to  get  at  him  to 
make  a  claim  at  any  time. 
"When  a  salesman  has  learned  always  to  keep  his 

temper  he  has  made  a  good  start  on  .success.  Next  to 

keeping  your  own  temper,  it  is  important  to  see  that 
you  don't  let  the  customer  lose  his.  Why,  there  are 
some  salesmen  who  can  keep  their  own  temper  while 
exasperating  customers  beyond  endurance.  When 

'  you  let  a  customer  get  mad,  you  lose  him." 
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What  a  Pathe  Dealer  Wrote 

'Pathe  Freres  Phonograph  Co.,  Ltd., 
Toronto. 

T)ear  Sirs, 

l^he  "William  and  Mar])"  Model  {1 75)  Pathephone  duly 
to  hand,  and  must  sa^  thai  it  is  greatly  above  the  standard  of 

my  sanguine  expectations.  It  certainly)  should  prove  a  great 
seller.  The  price  is  right,  the  goods  are  right,  these  being 

the  chief  points  the  dealer  wants. 

Am  looking  forward  to  some  big  phonograph  business,  and, 
with  the  help  of  \)our  national  advertising,  there  is  no  doubt  as 
to  the  results. 

I  might  add  that  I  have  not  lost  one  sale  from  people  Want- 
ing to  buy  a  phonograph  after  showing  and  demonstrating  the 

Pathephone. Yours  trul}), 

[Name  on  request.] 

Our  big  national  advertising  campaign  has  just  started.  It  will  create  a  demand  for  the  Pathephone  with  its 

many  new  and  exclusive  features  which  no  other  talking  machine  can  satisfy. 

Now  is  the  time  for  you  to  obtain  the  Pathe  agency. 

Pathe  advantages  are — 

THE  SAPPHIRE  BALL 

NO  NEEDLES  TO  CHANGE 

NO  WEAR  ON  THE  RECORD 

EXCLUSIVE  PERIOD  DESIGN  CABINETS 

PLAYS  ALL  MAKES  OF  RECORDS 

TONE  MODULATOR 

Write  now  for  catalogue  containing 

scientific  data  on  the  exclusive  Pathe 

system  of  recording  and  reproducing 

sound  and  interesting  chats  on  period 
furniture. 

Also  confidential  information  for  the 

prospective  agent. 

Pathe  Freres  Phonograph  Co.  of  Canada 
LIMITED 

Factories  and  Head  Office: 

4-6-8  Clifford  Street,  TORONTO,  Canada 

Western  Distributors:    R.  J.  Whitia  &  Co.,  Winnipeg,  Man. 
Maritime  Province  Distributors:    H.  L.  Hewson  &  Son,  Limited,  Amherst,  N.S. 

C.  W.  Lindsay,  Limited,  Montreal. 

Illlliiliiiilliillllllllllllilli 
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HINTS  FOR  CONDUCT  OF  TALKING  MACHINE 
DEPARTMENT 

Consider  the  salesman.  Regardles  of  the  method  of 
conducting  your  sales,  one  man  should  have  charge  of 
the  phonographs.  He  should  be  a  live  man,  a  good 
student  of  all  machines,  as  well  as  his  own,  courteous, 
educated,  neat  appearing,  and  a  diplomat.  He  should 
have  a  good  frank  eye,  a  convincing  manner  and  the 
gift  of  contagious  enthusiasm.  In  short,  as  good  a 
natural  born  salesman  as  possible. 
Make  him  responsible  for  the  department.  He 

should  have  as  part  of  his  duties  to  keep  all  salesmen 
who  come  in  contact  with  the  sale  of  phonographs  well- 
informed.  The  first  time  he  shows  fear  that  someone 

will  get  his  job  if  he  tells  him  too  much — fire  him. 
There  are  far  too  many  heads  lik^e  that,  and  they  cost 
the  firms  who  employ  them  a  pile  of  money.  Get  the 
kind  of  a  chap  with  enough  faith  in  himself  and 
loyalty  to  the  house  that  pays  him,  to  give  his  best  to 
the  house,  knowing  that  when  the  chance  for  promo- 

tion does  open  up,  he  will  have  a  man  to  take  his  place. 
With  such  a  man  a  good  share  of  the  selling  problem 
is  solved. 

The  Importance  of  Service 

Prompt  deliveries,  trial  of  machines  and  records  in 

the  prospect's  home  for  short  periods,  salesmen  who 
can  talk  phonographs  like  the  national  game,  sales- 

men who  will  take  the  trouble  to  learn  to  talk  music 
as  readily  as  prices,  and  most  of  all,  good  advertising 
— these  things  constitute  selling  phonographs  right. 

The  service  of  selling  right  is  important.  Think  of 
as  many  little  inexpensive  things  to  do  as  you  can. 
For  instance,  one  firm  saves  some  of  its  crates  when 
the  machines  are  unpacked.  After  a  sale  has  been 
made  (they  do  not  use  it  as  a  sales  argument,  but  as 

a  good-will  builder),  they  agree  to  crate  for  shipment, 
free  of  charge,  any  machine  they  have  sold  -in  case 
the  customer  ever  moves  away.  A  little  thing — but  it 
counts. 

The  question  of  training  all  your  salesmen  is  highly 
important.  Every  salesman  should  be  able  to  dis- 

cuss intelligently  all  machines  on  the  market.  A 

knowledge  of  the  other  fellow's  weak  points  enables 
you  to  emphasize  your  own  machine's  strong  points. 
But  more  important  still,  each  salesman  should  have 
at  least  a  working  knowledge  of  the  more  famous  and 
the  most  popular  pieces.  Also  he  should  be  familiar 
with  the  jargon  of  musicians.  Whether  a  customer  is 
a  musician  or  not,  she  places  more  confidence  in.  the 
salesman  who  can  tell  her  to  observe  the  overtones  in 

a  certain  piece,  than  to  hear  him  say,  "Ain't  that  a 
swell  tune?" 

A  Record  Stock  Essential 

There  is  really  no  need  to  dwell  on  the  fact  that  the 
phonograph  business  cannot  separate  records  and  ma- 

chines successfully.  If  you  try  to  handle  machines 
alone,  you  get  a  poorer  class  of  phonograph  trade.  I 
mean  by  poorer  class,  people  who  come  into  your  store 
to  buy  the  machine  and  regularly  go  into  a  competi- 

tor's store  for  records.  You  can  guess  which  man 
gets  the  rest  of  her  furniture  business,  when  she  is  in 
there  more  or  less  every  month. 

That  is  about  all  there  is  to  it.  Of  course  there  is 
the  feature  of  selling  a  low  priced  machine  now,  and 
then  later  trading  it  in  on  a  higher  priced  machine, 
thus  stepping  a  customer  up  to  an  expensive  machine. 
Such  things  are  mere  sales  tricks  familiar  to  every 
salesman. 

TALKING  MACHINES  BEING  MANUFACTURED 
BY  LIPPERT  FURNITURE  CO. 

The  new  Lyraphone  manufactured  by  the  Lippert 
Furniture  Co.,  Limited,  Kitchener,  Ont..  is  a  talking 
machine  of  the  higher  class.  Its  reproduction  is 
sweet,  clear  and  distinct.  It  comj^ares  mo.st  favorably 
with  the  highest  type  of  machines  on  the  market  and 
is  a  product  of  which  the  firm  can  feel  justly  proud. 

One  of  the  models  being  manufaotiired  l)y  the 
Lippert  Furniture  Company. 

It  has  all  the  latest  improvements  and  plays  any  make 
of  disc  records. 

They  make  a  complete  line  of  machines,  ranging 
from  the  cheaper  grades  to  the  higher  class  machines. 

This  is  a  line  that  ought  to  appeal  to  all  up-to-date 
and  progressive  furniture  and  music  dealers. 

ENQUIRIES  RECEIVED  BY  TRADE  AND 
COMMERCE  DEPARTMENT 

1261.  Furniture. — An  East  London  (South  Africa) 

firm  wish  to  receive  catalogues  and  pi-ice  lists  Avitli 
complete  details  re  method  of  packing  on  Canadian- 
made  furniture  shipped  in  the  k.d.s. 

1263. _  Woodenware. — An  East  London  (South 
Africa)  firm  requests  samples  when  possible  and 
catalogues  and  price  lists  on  woodenware  of  all  kinds, 
including  stepladders  and  handles. 

1281.  Woodenware. — A  Cane  Town  firm  of  general 
merchants  request  catalogues  and  price  lists  of  all 
kinds  of  woodenware,  including  folding  chairs. 

1274.  Furniture. — A  Kimberley  firm  of  wholesale 

importers  request  catalogues  and  price  lists  of  chair-;, 
tables  and  other  furniture,  shipped  in  the  k.d.s. 
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Motor  G.  F.    Nickleplated.    Two  springs.    Plays  four  ten-inch  records.' Noiseless,  smooth  running,  durable. 

THIS  MOTOR 

WAS  MADE  IN 

SWITZERLAND 

where  the  world's  best  phonograph 
motors  come  from;  where  factory 

owners  and  operators  have  special- 

ized for  generations  on  this  class 
of  work.  The  best  phonographs 

made  contain  Swiss  motors,  which 

have  made  the  phonograph  possible. 

The  Motor  here  shown  is  one  of  the  styles  in  a  , 

shipment  just  landed.    This  Motor  is  well-known 
to  a  number  of  our  customers,  who  have  found 
it  a  marvel  in  performance  and  durability. 

Last  month  in  our  advertisement  in  this  jourilal  we  told  you  of  a  shipment  of  Swiss  motors 
expected.    It  was  then  on  the  ocean.    The  motors  are  now  here,  the  ship  conveying  them 
having  safely  crossed  the  Atlantic.    In  spite  of  high  freight  rate  and  war  insurance  these 
motors  can  compete  in  quality  and  price  with  anything  made. 

MAESTOSO 

Outside  diameter  2  3-8  inches,  diameter 
o(  the  mica  2  inches.  Body  in  one  piece, 
solid  brass  rounded  edge,  with  interior 
jointed  attachment,  specially  jointed  needle 
holder.  Powerful  and  harmonious  tone. 
Specially  adapted  to  play  all  makes  of 
records,  both  sapphire  and  needle  discs. 

For  Main  Springs,  Re- 

pair Parts,  and  Phono- 
graph Accessories  of 

all  kinds,  get  in  touch 

with 
us. 

Diamond  Needles  at 

$2.75  each  in  dozen 
lots.  This  is  a  special 

opportunity. 

Get  prices  and  terms  from 

1.  Montagnes  &  Co. 

Exclusive  Importers  of  this 

Special  Make 

EXPRESSION 

Outside  dimensions  2  inches  diameter, 
diameter  of  the  mica  1  11-16  inches. 
Produces  that  most  perfect  and  clear  tone. 

New  Ryrie  Building 

Yonge  &  Shuter  Sts. 

Toronto,  Canada 
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KNOBS  oj  NEWS 

H.  W.  Storey,  hardware  and  furniture  dealer,  of 
Strome,  Alta.,  has  sold  to  W.  J.  Brown. 

A.  Welch  &  Son,  Limited,  of  Toronto,  have  been  in- 
corporated with  a  capital  stock  of  $300,000. 

F.  E.  Coonibe,  of  the  F.  E.  Coombe  Furniture  Com- 
pany Ltd.,  is  on  an  extended  trip  through  Western 

Canada. 
Mr.  Tobin.  of  the  Juvenile  Vehicle  &  Furniture 

Agency.  Montreal,  was  a  caller  on  the  Toronto  tra^le 
recently. 

W.  6.  Stoddart,  of  Cornwall,  Out.,  is  erecting  a  tine, 
new  furniture  store.  He  expects  to  be  in  it  for  the 
{,'hristmas  trade. 

Veneers  &  Panels  Limited,  of  Montreal,  have  been 
incorporated  with  a  capital  stock  of  $500,000,  to  deal 
in  veneers  of  wood  and  products  of  the  same. 

The  Lippert  Furniture  Co.,  Ltd.,  an  old  established 
and  well-kn«wn  furniture  firm  of  Kitchener,  Out.,  are 
now  manufacturing  a  line  of  talking  machines. 

The  George  McLagan  Furniture  Co.  Limited,  of 
Stratford,  are  bringing  out  a  line  of  talking  machines. 
They  expect  to  have  the  line  ready  for  the  market, 
shortly. 

Stanley  Schierter,  of  Kitchener,  Gut.,  who  was  killed 
in  action  a  month  ago,  was  a  gunner  Avith  the  43rd 
Battery,  11th  Howitzer  Brigade.  Prior  to  enlisting 
he  was  manager  of  the  De  Luxe  Upholstering  Co.,  of 
Kitchener. 

The  Curtis-Wilson  Furniture  Company,  Youge  St., 
Toronto,  is  dissolving.  Mr.  Herbert  W.  Curtis  will 
engage  in  manufacturing,  while  Mr.  Wm.  R.  Wilson, 
the  other  member  of  the  firm  is  joining  the  staff  of  the 
Dale  Furniture  Co.  Ltd.  The  latter  firm  has  piirchased 
the  stock  of  the  Curtis-Wilson  Company. 

NEW  PROCESS  OF  MANUFACTURING  REED 
BABY  CARRIAGES  AND  FURNITURE 

Marshall  B.  Lloyd,  president  of  the  Lloyd  Manu- 
facturing Company,  has  just  been  granted  basic 

patents  on  a  new  process  which  will  revolutionize  the 
manufacture  of  reed  baby  carriages  and  furniture,  by 
an  entirely  new  plan,  never  before  attempted  in  the 
working  of  reed,  and  the  success  of  which  is  already 
assured,  not  only  by  experiments,  but  by  actual  manu- 

facturing tests. 
Reed  work  is  among  the  oldest  of  manufactured 

products.  There  has  never  been  any  development  in 
this  line  which  is  worthy  of  the  name,  and  reed  work 
has  been  done  in  the  big  factories  of  to-day  almost  in 
the  identical  manner  and  by  the  same  methods  used  by 
the  ancient  Egyptians  and  followed  painstakingly  by 
the  American  Indians.  By  the  same  ancient  process 
reed  work  has  been  woven  by  hand  and  is  so  being^ 
made  to-day  in  every  factory  in  America,  including  the 
Lloyd  plant. 

For  two  years  Mr.  Lloyd  has  been  at  work  on  a 
method  which  would  do  by  the  new  process  the  Avork 
which  has  been  done  so  slowly  and  laboriously  by  hand. 
He  has  succeeded  in  his  efforts,  and  obtained  patents 
on  a  method  which  is  even  more  wonderful  than  the 
steel  tubing  machine  which  he  invented  a  few  years 

ago  and  which  has  absolutely  revolutionized  the  weld- 
ing of  steel  tubes.  The  new  method  has  been  in  use 

for  several  months  at  the  Lloyd  plant  and  has  been 

the  wonder  of  those  visitoi's  permitted  to  see  its 

operation. 

FIRE  AT  WINNIPEG  FACTORY  OF  GOLD  MEDAL 
FURNITURE  MFG.  CO. 

The  fire  which  destroyed  the  Winnipeg  factory  of 
the  Gold  Medal  Furniture  Mfg.  Co..  Ltd..  on  August 
28,  caused  quite  heavy  loss.  It  broke  out  in  the  pil- 

low room  of  +he  top  flat,  in  the  middle  of  the  after- 
noon. Although  the  flames  spread  w^^h  great  rapi  1- 

ity,  all  of  the  employees  succeeded  in  escaping  without 
accident.  The  stock  carried  Avas  enohnously  heaA-y. 
there  being  sufficient  raAV  material  on^hand  to  last 
until  after  the  New  Year.  A  fcAv  days  after  the  fire, 
the  adjustments  were  all  made  by  the  insurance  com- 

panies, and  a  big  gang  of  men  Avere  at  Avork  rebuild- 
ing the  factory  which  it  is  expected  to  have  in  opera- 
tion again  early  in  October. 

USES  DOOR  FOR  DISPLAY  PURPOSES 
AT  NIGHT 

A  furniture  firm  on  Yonge  St.,  Toronto,  practically 

makes  an  additional  display  AA'indow  out  of  its  door 
after  the  store  is  closed  in  the  evening.  A  piece  of 
furniture  is  wheeled  into  position  behind  the  door  and 
a  shoAv  card  used  to  draAv  attention  to  it.  This  is  a 
good  means  of  publicity  and  the  idea  is  one  that  might 
well  be  used  by  other  furniture  firms. 

NEED  BETTER  FACILITIES  FOR  TALKING 
MACHINE  FIRMS  AT  C.  N.  E. 

THE  need  for  better  facilities  for  the  display  and 
demonstration  of  talking  machines  at  the  Can- 

adian National  Exhibition,  was  strongly  em- 
phasized this  year  and  extensively  commented  on,  not 

only  by  those  directly  interested  in  the  sale  of  talk- 
ing machines,  but  by  many  others  as  well. 

Unable  to  secure  space  in  any  of  the  buildings,  the 
talking  machine  firms  were  forced  to  occuipy  tents  on 
the  grounds  where  it  was  not  an  easy  matter  to  lo- 

cate them  and  where  they  operated  under  conditions 
that  did  not  allow  machines  to  be  demonstrated  to  the 
best  advantage.  The  talking  machine  industry  is 
becoming  an  exceedingly  important  one  in  Canada, 
and  is  worthy  of  encouragement  by  the  C.  N.  E. 
Board,  and  one  of  the  best  ways  in  which  they  can 
assist  it  is  by  providing  proper  facilities  for  the  dis- 

play and  demonstration  of  machines  at  the  Exhibi- 
tion. This  big  annual  institution  is  supposed  to  be 

largely  of  an  educational  character,  and  it  is  realized 
that  the  talking  machine  is  playing  an  important  part 
in  educating  both  old  and  young  to  a  proper  appre- 

ciation of  music.  Every  opportunitA'  should  be  given 
to  talking  machine  manufacturers  to  carry  on  this 
educational  work. 

The  facilities  jn-ovided  for  piano  manufacturers  in 
the  Manufacturers  Building  are  excellent — there  being 
display  booths  backed  by  sound-proof  rooms  in  which 
machines  can  be  demonstrated  to  prospective  custom- 

ers under  the  most  favorable  conditions.  Similar 
facilities  should  be  provided  for  talking  machine 
firms  in  some  of  the  buildings.  In  view  of  the  big 
development  in  musical  instruments,  and  particularly 
in  the  talking  machine  field,  it  has  been  suggested 
that  it  would  be  an  excellent  stroke  of  business  for 
the  C.  N.  E.  Board  to  provide  a  separate  and  specially 
constructed  building  for  musical  instruments.  It 
would  not  onl}'  prove  a  profitable  undertaking  for  the 
Exhibition,  but  would  be  a  big  attraction  for  the 

public. 
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SIX  Business -Getters 

from  the  "Phonola"  Line  that  put  you  beyond 
the  fear  of  competition. 

Pollock  Mfg.  Company,  Limited 

Manufacturers  of  the  "Phonola" 

KITCHENER      -      -  CANADA 

Model  "C: 
Golden  Oak  or  Birch  Mahogany 

D  •  *"5o  en  Model  "B."  Price:  Mahogany Price  $32.50  ^^q. 
Maliogaiiy    Golden   and   Fumed  Oak 

Model  "Duchess."    Price  $75 
Mahogany  or  Fumed  Oak. 

(  Pt&ISTERtO  JUITII  190/  )- 
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Maxwell  Sanitary  Steel  Vaults 

Our  Customers  are  Assured  of  Superlative  Qyality  and  Prompt  Delivery. 
Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet Light  and  Easy  to  Handle. 

Superiority  Unquestioned  Design  and  Construction  Unequaled 
Carried  in  Stock  by  All  Leading  Jobbers 

Ask  for  Revised  Price  List 

Maxwell  Ambulance  Transfer  C 
ase 

For  ihe  Handling,  Removal  and  Transportation  of  Bodies.    An  Indispensable 
Adjunct  to  the  Modern  and  Progressive  Undertaker. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practical Utility  of  this  Case,  and   Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Removable  In^^rior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling ol   Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. Inside  Dimensions:  75  in.  long,  20  in.  wide,  15  in.  deep. 
Prices:  With  Tray  $30.00;  Without  Tray  $28.00;  Tray  Alone  $5.00 

Sold  by  the  Leading  Canadian  Jobbers. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.Y. 
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Undertakers'  Department 
Problems  affecting  the  Undertalfing  Profession  are  here  discussed  and  readers  are  inviled  to  send  letters 
expressing  their  Views  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 

Canadian  Embalmers'  Association  34  th  Convention 

Successful  annual  meeting  of  parent  body  of  funeral  directors 

of  the  Dominion — Service  the  keynote  of  Convention — Splendid 
course  of  lectures — Picnic  and  games  toere  the  jolliest  yet  held. 

(OFFICIAL  REPORT  OF  THE  CONVENTION) 

STILL  growing,  is  the  verdict  of  all  who  attended 

the  ."Jith  Annual  Convention  of  the  Canadian 
Embalmers'  Association,  held  on  the  4th.  5th 

and  6th  September  last,  at  Toronto.  On  opening  day 
hardly  as  many  members  had  registered  as  was  the 
case  a  year  ago,  but  the  afternoon  of  that  day  brought 

if  I  a  large  delegation,  and  at  Wednesday  morning's  ses- 
sion there  were  in  attendance  the  largest  assemblage  of 

membei's  of  the  Association  in  its  history. 
The  Anatomical  Building  of  Toronto  University, 

situated  in  Queen's  Park,  was  the  scene  of  the  Conven- 
tion meetings,  as  has  been  the  practice  in  recent  years, 

and  much  the  same  working  out  of  the  program  as  ob- 
tained last  year  Avas  the  case  at  this  Convention. 

Prof.  Chas.  0.  Dhonau,  President  of  Cincinnati  Col- 
lege of  Embalming,  was  the  lecturer  and  demonstrator, 

and  his  series  of  discourses  was  voted  to  be  the  best 
the  members  had  listened  to  in  recent  years.  For 

foundation  work  the  professor's  talks  were  excellent. 
In  his  choice  of  language  and  in  his  grasp  of  his  sub- 

ject he  raised  a  higher  standard  for  those  funeral 
directors  who  were  present,  at  least. 

The  minutes  of  last  year's  meeting  as  published  in 
the  October,  1916,  issue  of  Canadian  Furniture  World 
and  The  Undertaker,  were  accepted  and  taken  as  read 
on  motion  of  Wm.  Edwards,  Gananoque,  and  J.  Earle, 

Sudbury,  and  the  editor  of  that  paper,  James  O'Hagan, 
was  appointed  convention  secretary. 

President  Robert  Nugent  called  the  meeting  to 

order  at  the  Tuesday  morning's  session,  and  in  a  very 
brief  speech  welcomed  the  delegates.  He  was  glad  to 
meet  again  so  many  of  his  confreres  in  the  profession, 
and  while  he  had  hoped  for  a  larger  attendance,  he 
trusted  that  later  on  the  convention  hall  would  hold  a 
larger  representation  of  members.  He  then  in- 

troduced and  called  on  Prof.  Dhonau  to  conduct  his 
iiist  address. 

Professor  Dhonau 's  Introductory  Address 
The  professor,  on  rising,  was  warmly  applauded.  He 

spoke  substantially  as  follows: 

N0RM.\N  L.  BRANDON, 
St.  Mary's. Promoted    First  Vice-President. 

P.    J.  Mc.\RTHUR, ColiourK. 

President    for  1917-18. 

The  three  chief  officers  of  Canadian  Embalmers'  Association  for  1917-18. 

1''.  MORRT.S, 

Bownianville. 
Klected    .Second  Vice-President. 
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Mr.  President  and  Members  of  the  Canadian 

Embalmers'  Association — 
I  feel  that  I  am  back  among  old  friends  and  ac- 

quaintances. I  look  upon  this  trip  as  a  very  beneficial 
one  to  myself.  I  know  that  while  working  through 
the  hot  weather  at  Cincinnati,  this  summer,  it  made 
life  more  bearable  to  look  up  at  the  calendar  and  see 

"Toronto"  marked  for  a  visit  during  the  latter  part  of 

RETIRING  PRESIDENT  NUGENT, 
who   handled  the  business  meetings. 

August  and  the  early  part  of  September.  I  feel  that 
this  meeting  is  going  to  be  beneficial  to  all  of  us ;  that 
it  is  going  to  prove  to  me  and  to  you  that  none  of  us 
should  be  content  with  what  we  know  about  that  work 

we  are  trying  to  make  a  life  work — worthy  of  the 
name.  I  personally  find  time  to  put  in  about  18 
hours  a  day  in  the  several  branches  of  my  work,  which 
includes  meditating,  thinking  and  planning,  in  addi- 

tion to  the  more  exciting  phases,  and  I  feel  that  many 
of  you  devote  a  considerable  portion  of  your  time  in 
the  same  way — the  more  time  the  better.  None  of  us 
can  devote  too  much  time  to  the  work  we  have  volun- 

tarily taken  up — to  make  every  one  look  up  to  us  as 
representing  a  real  profession,  one  which  is  doing  a 
real  good,  and  one  which  numbers  men  who  are  not 
only  able  to  do  their  work  in  the  proper  manner  but  to 
be  able  to  talk  intelligently  about  it. 

In  making  up  my  program  for  this  year  I  have 
planned  to  treat  my  subjects  in  a  different  manner 
than  they  have  ever  been  treated  in  the  past.  I  have 
planned  to  introduce  fundamental  scientific  work  from 
the  physical  and  chemical  sciences  into  the  work  so 
as  to  facilitate  the  work  of  making  embalming  a  real 
science.  Embalming  as  it  is  constituted  at  present  is 
not  a  real  science.  It  takes  more  than  talk  to  make  a 
science,  and  if  you  will  bear  with  me  during  this  entire 
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convention,  and  realize  that  I  am  trying  to  impart  a 
message,  which  for  convenience  has  been  divided  into 
the  various  sections,  according  to  the  program,  and 

not  pass  judgment  on  the  program  unless  j'ou  have 
heard  and  seen  all  of  it,  I  am  sure  that  we  will  all 
benefit.  It  will  be  necessary  to  risk  the  wrath  of  the 
convention  in  choosing  language  and  words  which 
shall  serve  best  to  convey  the  meaning  as  I  go  along, 
but  if  you  will  remember  that  my  efforts  shall  be  like 
those  of  an  artist  whose  work  cannot  be  judged  until 
the  picture  is  finished,  .you  will  have  more  patience 
with  me,  and  I  will  be  inspired  to  greater  heights, 
knowing  that  you  are  as  interested  in  the  explanations 
as  I  am  in  preparing  them  for  you.  We  must  all  start 
on  the  ground — foundation — that  embalming  as  it  is 
usually  practiced  now,  is  not  a  real  science,  and,  that 
we  must  prepai'e  ourselves  for  a  venture  in  the  higher 
planes — higher  than  those  Avhich  have  obtained  in  the 
past — if  we  and  the  public  would  recognize  embalming 
as  an  applied  science. 

Taking  up  the  heads  of  my  convention  work  here 
this  year  we  find  first,  the  mechanics  and  chemistry  of 
blood  removal,  and  in  this  connection  I  think  it  would 
be  proper  to  say  that  most  of  us  have  been  satisfied 
with  the  mechanical  processes  of  injecting  fluid  and 
drainage  of  blood  and  that  we  have  not  been  as  alert 
as  we  should  have  been  in  the  fundamentals  and  scien- 

tific problems  and  propositions  involved  in  those  pro- 
cesses. Therefore,  I  propose  to  deal  with  these  prob- 

lems as  the  engineer  would  deal  with  an  analysis  of  a 
construction  contract  or  problem.  In  the  old  day.s, 
when  embalming  schools  were  first  active,  the  student 
was  taught  the  rudiments  of  the  injection  in  a  very 
simple  and  plausible  manner.  No  reference  was  made 
to  what  happens  in  the  body  that  makes  it  possible  for 
an  embalming  fluid  to  preserve  the  body  tissues.  No 
reference  was  made  to  removal  of  blood  to  facilitate 
the  circulation.  Later,  when  blood  was  removed,  no 
reference  was  made  to  the  simple,  scientific  rules  or 
laws  which  were  applied  in  process.  With  the  advance 
of  time,  however,  the  public  demand  for  better  work 
has  also  called  for  better  knowledge,  for  without  bet- 

ter knowledge  we  cannot,  except  by  accident,  do  bet- 
ter work. 

Some  of  the  manufacturers  of  embalming  fluids  would 
have  us  believe  that  the  price  of  success  and  the  price 
of  their  fluid  was  one  and  the  same.  In  good  embalm- 

ing work  or  when  the  embalming  results  in  a  good 
showing,  only  25  per  cent,  of  the  credit  for  the  show- 

ing, properly  belongs  to  the  embalming  fluid — tht- 
other  75  per  cent,  belongs  to  three  other  phases  which 
shall  be  touched  upon  in  due  time.  Likewise,  only 
25  per  cent,  of  the  debit  for  a  bad  result  should  be 
charged  to  the  fluid — the  balance  to  the  same  three 
other  phases.  A  full  discussion  of  this  will  be  made 
Wednesday  morning. 

Treatment  of  Cases 

We  all  have  bad  cases  now  and  then.  Those  who 
have  not  had  bad  cases  have  had  but  very  few  eases 

or  they  are  misstating  facts,  or  they  are  not  Avell  en- 
ough informed  about  their  work  to  know  a  bad  case 

when  they  see  one.  The  man  who  knows  the  most 
about  his  work  can  keep  the  bad  eases  down  to  a  very 

low  percentage — the  percentage  bearing  an  inverse 
ratio  to  his  degree  of  knowledge.  I  know  one  firm  who 
have  used  every  brand  of  embalming  fluid  the  market 
affords,  and  this  firm  place  the  stamp  of  disapproval 
on  every  kind.  This  makes  me  feel  personally  that 
there  may  be  something  wrong  with  the  firm  itself. 
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One  who  uses  embalming  fluid  should  know  that  with- 
out intelligent  direction  any  fluid  is  handicapped,  and 

that  mistakes  that  are  made  instead  of  being  charged 

to  the  fluid,  should  in  most  cases  be  charged  to  the  75 

per  cent,  of  responsibility  other  than  the  fluid.  We 

should  diagnose  our  cases  before  we  begin  our  treat- 
ment. We  should  spend  five  or  ten  minutes  if  neces- 

sary to  outline  the  treatment  we  wish  to  give  a  body 
and  we  should  know  enough  to  be  able  to  base  that 

treatment  on  conditions  within  that  body.  We  can- 
not always  anticipate  conditions  that  are  unusual,  but 

the  percentage  is  large  enough  to  help  us  raise  our  per- 
centage of  absolute  successes  to  a  remarkable  degree. 

When  we  are  able  to  embalm  a  body  by  diagnosing  the 

conditions;  giving  the  proper  treatment;  using  the 

proper  strength  of  fluid ;  in  other  words  when  we  can 

jplace  it  on  an  A  plus  B  plus  C  plus  D  basis  and  have 

them  equal  E — a  good  case,  we  will  have  embalming 
on  such  a  plane  that  we  can  call  it  a  real  science  and 
tell  it  to  the  world. 
Where  most  embalmers  make  a  mistake  is  in  not 

treating  an  honorable  fellow  professional  man  as  he 
himself  would  like  to  be  treated.  What  would  be 

nicer  than  to  be  able  to  call  in  your  friend  and  neigh- 
bor to  help  you  on  that  diffieidt  ease?  What  would 

be  nicer  than  to  have  him  return  the  call  wlien  he 

needed  help.  Get  your  heads  together — remember 
two  heads  are  better  than  one  anytime.  Anyone  can 
handle  an  ordinary  case,  but  it  is  the  odd  case  we  need 
help  on.  Just  another  viewpoint  in  the  case  is  fre- 
(Uiently  all  that  is  necessary  to  feel  your  way  out  of  the 
difficulty.  Some  men  say  practice  is  what  you  want. 
Others  say  that  theory  is  the  princioal  requirement. 
AVhen  some  men  have  all  practice  and  no  theory,  they 
have  a  one-sided  education — one  which  does  not  allow 
them  to  expand  their  mind  to  the  requirements  of  many 
cases.  This  is  what  we  may  term  getting  an  education 
from  the  wrong  end.  Medical  students  are  in  most 
eases  ruled  out  of  hospitals  bv  their  colleges  until  they 
are  ready  for  their  regularly  scheduled  liosnital  work. 
When  they  become  familiar  with  hosnital  work  be- 

fore the  proper  time  has  arrived  thev  absorb  much 
knowledge  without  a  proper  foundation  for  it,  and 
are  very  much  like  the  erabalmer  who  has  a  world  of 

"practical  experience,"  but  so  little  theory  that  he 
cannot  think  or  talk  intelligently  about  that  which  he 
has  made  his  life  work.  Practice  without  the  proper 
theoretical  foundation  is  like  an  army  without  officers, 
or  without  a  knowledge  of  the  school  of  the  soldier, 
the  sfjuad,  and  the  officer.  Practice  without  a  proper 
theoretical  foundation  is  like  mob  law,  which,  unlike 
the  usual  brand  of  law  most  of  us  are  well  acquainted 
with,  only  works  out  to  advantage  now  and  then,  and 
by  accident  when  it  does  occur. 

TUESDAY  AFTERNOON'S  SESSION 
When  the  meeting  was  called  to  order  after  lunch, 

R.  U.  Stone  moved,  seconded  by  Wm.  Edwards,  the 
following  resolution: 

"That  the  expression  of  the  sympathy  of  this 
assembled  convention  be  conveyed  to  our  member,  Mr. 
Albert  Ingram,  of  Toronto,  on  the  loss  of  his  wife,  who 
has  just  passed  away,  and  the  Secretary  be  instructed 
to  forward  same  at  once." 

This  was  adopted  unanimously,  and  the  secretary 
later  on  sent  a  letter  of  condolence  to  Mr.  Ingram,  as 
directed. 

The  president  announced  that  this  first  hour  of  the 
afternoon  was  open  to  members  to  discuss  any  subject 

that  might  prove  profitable  to  the  Association  or  the 

profession. Under  this  head,  Secretary  Matthews  introduced 
Mr.  Seibert,  of  the  Studebaker  Corporation,  who  spoke 
on  the  mechanical  and  commercial  features  of  motor 
cars,  and  of  their  use  by  funeral  directors. 

N.  B.  Cobbledick  said  that  since  this  is  a  round 
table  talk  there  is  one  subject  that  interests  some  of 

PROF.  CHARLES  O.  DHONAU 
This  year's  lecturer  and  demonstrator. 

US  and  that  is  the  question  of  advertising,  particularlj"" 
the  advertising  done  by  some,  of  oflfering  embalming 
work  free.  Is  there  any  person  here  who  has  had  this matter  crop  up? 

One  of  the  delegates  from  a  Western  Ontario  town 
told  of  his  opposition  who  got  charge  of  a  funeral  be- 

cause he  did  his  embalming  free.  The  relatives  of 
deceased,  who  was  a  friend  of  the  speaker,  came  to  him 
and  asked  if  he  made  a  charge  for  embalming ;  on  be- 

ing told  that  he  made  a  charge  for  all  his  work,  the 
relative  said  he  would  have  to  go  to  the  other  under- 

taker because  that  man  would  do  the  embalming  free. 

"I  did  not  get  the  funeral,"  said  the  speaker. 
There  was  very  little  discussion  following  and 

President  Nugent  took  occasion  to  deliver  his  presi- 
dential address,  giving  it  orally. 

Presidential  Address 

Last  year,  said  the  president,  you  did  me  the  honor 

of  electing  me  President  of  the  Canadian  Embalmers' 
Association,  and  I  want  to  thank  you  for  the  trust  you 

reposed  in  me.  I  welcome  you  here  to  this  conven- 
tion and  I  want  to  remind  yju  of  the  benefit  we  will 

derive  by  listening  to  the  address  of  the  professor.  If 
we  attend  regularly  we  will  never  regret  the  time  and 
money  spent  in  coming  to  the  convention.  I  think  if 
we  keep  on  attending  these  conventions  regularly  and 
boosting  for  the  Association  we  will  be  making  our- 

selves and  our  profession  stronger,  and  so  bettering 
ourselves  in  every  way.      I  want  to  bespeak  for  my 

Canadian  Furniture  World  and  The  Undertaker  was 
again  selected  as  the  official  medium  for  disseminat- 

ing the  minutes  of  the  1917  C.  E.  A.  convention. 
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successor,  whoever  he  may  be,  the  same  whole-hearted 

help  and  co-operatiovi  you  ha^-e  given  me. 
Prof.  Dhonau  then  took  up  his  talk  on  "The 

Mechanics  and  Chemistry  of  Blood  Removal."  This 
address  in  full  will  be  reported  in  the  next  issue  of 
Canadian  Furniture  World  and  The  Undertaker. 

WEDNESDAY  MORNING'S  SESSION 
When  President  Nugent  called  the  meeting  to  order 

Secretary  Matthews  presented  and  read  his  report 

covering  the  year's  work,  as  follows: 

The  Secretary's  Report 
Mr.  President,  Otificers  and  Fellow  Funeral  Directors 

of  The  Canadian  Embalmers'  Association — 
As  your  secretary  I  submit  my  report  for  the  year 

1017,  i  wish  to  reiterate  my  words  of  thanks  to  the 

FRED.   W.  MATTHEWS 
Re-elected   Secretary   for  another  term. 

members,  commercial  travellers  and  manufacturers, 
for  their  co-operation  and  support,  in  the  past  year. 

Considering  the  existing  condition  of  our  country  I 
feel  that  we  have  reason  to  be  thankful  for  the  ad- 

vancement (as  an  association)  we  have  made  in  the 
past  year. 

In  my  report  of  1916  I  made  mention  of  the  fact  that 
we  had  sent  out  a  circular  letter  to  all  members  in 

arrears,  asking  them  for  a  remittance,  and  while  this 
involved  a  considerable  amount  of  labor  and  cost,  [ 

feel  that  it  was  well  spent,  judging  from  the  difference 
in  our  bank  balance  for  this  year,  which  is  several 
hundred  dollars.  This  should  not  exi.st.  each  member 
of  this  organization  should  have  an  equal  interest  in  it, 

I  am  now  appealing  to  you  individually  to  make  a  spe- 
cial effort  to  put  our  Association  on  a  prooer  financial 

basis.  How  nice  it  would  be  to  have  a  ledger  clean 
cut,  and  every  name  appearing  on  its  pages  paid  rieht 
up-to-date,  I  think  you  will  agree  with  me  that  such  a 
condition  would  mean  strength,  and  something  we 
collectively  would  be  proud  of. 

The  Executive  met  once  since  our  last  meeting,  that 

meeting  took  place  on  June  18,  1917,  at  the  secretary's 
office,  665  Spadina  Avenue,  Toronto,  at  which  all  ar- 

rangements were  made  for  this  year's  convention,  and 
T  trust  the  deliberations  will  prove  satisfactory  to  you. 

The  question  of  lecturer  and  demonstrator  took  up 
considerable  time,  and  judging  from  the  an.swers  to 

the  en((uiries  made  by  pamphlets  sent  out  to  the  mem- 
bers, Professor  Dhonau  seemed  to  be  in  great  favor, 

we  therefore  have  the  honor  of  having  him  with  us 
again  this  year.  Our  little  outing  at  Centre  Island 
seemed  to  be  a  feature  that  appealed  to  many,  and  we 

hope  to  have  a  repetition  of  our  last  year's  proceed- 
ings this  afternoon.  Ball  game,  picnic.  Deacon's  talk. 

Be  sure  to  meet  at  1.30  p.m.  at  Bay  St.  dock. 
I  would  like  to  again  extend  my  thanks  to  the 

manufacturers  and  their  representatives  for  their  co- 
operation, in  making  our  annual  meeting  a  success. 

They  leave  nothing  undone  that  will  tend  to  further 
our  interests. 

The  secretary's  cash  book  shows  for  the  year:  Re- 
ceipts, $353.25;  sundry  expense  account  (paid  out) 

$13.96. 
If  there  is  anything  I  have  overlooked  I  would  be 

glad  to  answer  any  questions  in  my  power. 
Again  thanking  you  for  your  assistance  rendered, 

and  confidence  in  placing  me  in  charge  of  your 
finances.    Respectfullv  yours, 

FRED  W.  MATTHEWS, Secretary. 

Needs:  of  the  Association 

In  explaining  the  present  financial  statement  Mr. 
Matthews  told  of  the  working  of  the  circular  letters  he 

sent  out  before  last  year's  annual  meeting,  and  the  re- sults obtained  therefrom.  He  also  stated  the  need 
the  Association  had  for  money.  The  Association  as 
an  organization,  as  a  unit  of  men,  did  not  need  money, 
but  when  it  had  money  it  was  always  possible  to  make 
the  Association  stronger.  The  lecturers  and  demon- 

strators who  teach  us  new  things  and  new  way3  had 
to  be  paid.  The  booklets,  programs,  picnic,  amuse- 

ments, etc.,  gotten  up  for  us  every  year,  must  be 
financed.  Then  there  is  the  stationery,  postage  and 
other  expenses  which  are  increasing  yearly.  There  is 
in  every  line  of  business  at  present  a  higher  charge 

made  for  all  kinds  of  goods,  but  memb'.'rship  in  the 
C.  B.  A.  remains  the  same.  It  really  should  not  be 
necessary  for  us  to  plead  for  our  fees,  and  it  would  be 
a  nice  thing  if  every  member  was  paid  up  to  date. 
That  is  as  it  should  be.  If  the  members  paid  their 
dues  every  year  promptly  it  would  allow  the  officers 
to  do  other  necessary  work  for  the  betterment  of  the 
Association  and  the  profession. 

Mr.  Matthews  adverted  to  the  previous  afternoon's 
program.  He  understood  that  the  president  was  to 
talk  (|uite  extensively  on  salesmanship,  but  seeing  that 
he  did  not  do  so,  he  (Mr.  Matthews)  would  like  to  talk 

on  the  growing  expenses  of  our  commercial  and  pro- 
fessional work.  Are  we  asking  enough  for  our 

services?  He  drew  attention  to  the  fact  that  in  many 
lines  sufficient  charge  was  made  to  cover  all  overhead 

expenses  connected  with  the  business.  This  is  as  it 
should  be,  as  it  forms  part  of  the  cost.  Some  funeral 
directors  whose  wholesale  cost  of  a  casket  say  is  $40. 
charge  $75  for  the  funeral,  and  imagine  they  Inve 

made  a  profit  of  $35.  This  is  not  so.  If  you  add  one- 
third  of  selling  price,  which  is  $75,  for  overhead  to 
01  iginal  cost,  $40,  you  will  get  a  delivered  cost  of 
$65,  and  show  a  profit  of  $10.  Is  this  enough?  Add 
50  per  cent,  to  cost,  $65,  and  the  selling  price  will  be 
$102.50,  leaving  a  legitimate  margin  of  $37.50.  Three 
ner  cent,  of  this  will  go  for  bad  accounts,  leaving  about 
30  per  cent,  clear.  Do  you  thi^k  you  are  entitled  to 
;he  percentage? 
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There  are  some  funeral  directors  in  the  smaller 

towns  who  run  a  combined  furniture  and  undertaking 

business,  and  who  do  not  allow  for  any  overhead  on 

their  undertaking  department,  the  furniture  depart- 

ment taking  care  of  all  running  expenses.  But  under- 
takers in  large  centres  have  to  allow  on  their  business 

an  overhead  of  33  1/3  per  cent.  A  year's  turnover 
that  totals  $30,000  w^ill  have  cost  to  handle,  $10,000. 

plus  3  1/3  written  off  for  bad  debts.  Then  we  are 
called  "robber"  and  other  names,  if  a  reasonable  price 
is  set  on  for  funeral  charges.  We  have  to  live  in  good 

houses,  wear  good  clothes,  and  ow^n  big  cars,  to  keep 
up  our  standard,  but  it  costs  money  to  do  this.  Any 
I'ctailer  doing  business  on  a  one-third  margin  would  be 
reckoned  crazy.  They  get  50  per  cent.  This  50  per 
cent,  added  to  the  cost  means  a  profit  of  33  1/3  per 
cent.  Mr.  Matthews  knew^  of  an  undertaker  who  was 
getting  on  an  average  of  $10  per  funeral  less  than  he 
should,  and  at  the  end  of  ten  years  found  he  had  no 
profit  at  all. 

Another  thing  he  would  like  to  mention  was  the  use 
of  a  plate  on  the  casket.  Why  should  we  label  h 
casket,  said  Mr.  Matthews,  why  not  put  it  on  the  out- 

side box  instead?  In  Toronto  we  have  to  wait  from 

one  and  a  half  to  two  hours  to  have  our  plates  en- 
graved, for  which  an  extra  charge  is  made,  and  then 

perhaps  find  that  some  members  of  the  family  object 
to  the  age  that  has  been  given,  or  someone  says  it  is 
the  wrong  age.  Then  we  have  to  make  the  change, 
engrave  a  new  plate,  for  which  we  are  charged  again, 
and  have  no  chance  to  collect  for  this.  In  my  own 
business  I  am  doing  away  with  the  name  plate  alto- 

gether, except  where  the  family  state  they  want  it.  In 
60  per  cent,  of  my  funerals  there  is  no  name  plate  on 
the  casket. 

Another  matter  is  the  use  of  door  drapes.  I  dare  to 
say  that  in  ten  years  from  now  the  use  of  door  drapes 
will  have  gone  out  of  existence.  Quite  a  number  of 
funerals  that  I  have  conducted  of  late  for  very  nice 
people,  r  have  used  no  drape  at  all.  Sometimes  I 
liave  asked  regarding  the  wishes  of  the  family  in  this 

matter,  and  the  reply  has  been,  "Now,  Mr.  Matthews, 
what  do  you  think  of  this  yourself ;  what  is  the  cus- 

tom? We  should  like  the  funeral  as  simple  as  pos- 
sible, and  think  like  you,  that  the  door  drape  is  un- 

necessary and  only  causes  curiosity." 
For  appearance,  simplicity  and  well-conducted  fun- 

erals we  should  cut  out  the  show  and  make  the  cortege 
as  simple  as  possible,  in  keeping  with  good  taste. 

On  motion  of  Harry  Ellis,  seconded  by  Chas.  Smith, 
the  report  of  Secretary  Matthews  was  adopted  and 
sent  on  to  the  committee. 

Treasurer's  Report 
Mr.  Coltart  submitted  his  report  verbally.  He  had 

not  much  to  add  in  the  way  of  information  regarding 
the  finances,  on  account  of  the  manner  in  which  the 
matter  was  covered  by  Mr.  Matthews  in  his  report  and 
in  his  explanation.  He  had  all  the  books  and  vouchers 
of  the  Association  and  these  he  would  hand  over  to 
the  auditors  who  would  bring  in  a  report  later  on.  Mr. 

('oltart  hinted  at  his  not  being  a  candidate  for  the 
office  of  treasurer  for  another  year  because  of  his  ill 
health.  He  had  taken  pleurisy  last  Christmas  and 
had  been  weak  and  ill  ever  since,  so  much  so  that  he 
could  not  attend  the  Executive  meetings.  This  was 
the  first  time  that  he  had  missed.  Because  of  this  he 
thought  it  judicious  to  retire. 

Mr.  Edwards  moved  that  the  report  of  Mr.  Coltart  be 

referred  to  the  Finance  Committee,  but  he  trusted  that 

Mr.  Coltart  was  not  serious  in  even  thinking  of  resign- 
ing the  office  of  treasurer.  All  the  members  of  the 

Association  were  sorry  to  know  of  his  ill  health,  and 
tiiey  hoped  from  now  on  he  would  improve.  He  did 
not  think  the  Association  would  consider  Mr.  Coltart 's 
resignation.  Jos.  Phelan,  of  Arthur,  seconded  the 
motion. 

The  President  now  called  on  Prof.  Dhonau  to  take 

up  his  morning  address,  on  "The  Art  of  Embalming 
Reduced  to  a  Science."  This  subject  will  be  printed 
in  full  in  a  subsequent  issue  of  Canadian  Furniture 
World  and  The  Undertaker. 

Before  the  close  of  the  morning  session.  President 

Nugent  named  the  membership  of  the  convention  com- 

A.  R.  COLTART 
Re-elected   to    the    Finance  Ministry. 

mittees,  asking  them  to  report  for  service  at  nine 
o'clock  the  next  morning.  He  then  adjourned  the 
meeting  for  the  day,  as  the  afternoon  was  given  over 
to  the  annual  picnic  and  dinner  at  the  Island. 

Convention  Committees 

Committee  on  President's  address — Messrs.  Ellis,  of 
Toronto;  Boyd,  of  Mitchell,  and  Porter,  of  Toronto. 

Secretary's  report  —  Messrs.  McKillip,  Brampton; 
Earle,  of  Sudbury,  and  Barlett,  of  Toronto. 

Treasurer's  report — Messrs.  Greenwood,  of  Strat- 
ford ;  Smith,  of  Barrie,  and  Phelan,  of  Arthur. 

Finance — Messrs.  Stone,  of  Toronto ;  Boyd,  of 
Mitchell,  and  Knetehel,  of  Toronto. 

THURSDAY  MORNING'S  SESSION 
When  the  convention  came  to  order,  Aid.  Ryding 

was  introduced.  He  came,  he  said,  as  the  representa- 
tive of  the  Mayor  and  City  Council  of  Toronto,  to  wel- 

come the  delegates  to  the  city  and  to  give  them  the 
freedom  of  the  town.  He  knew  their  work  w'as  use- 

ful work,  dealing  as  it  did  with  sanitation  matters  and 
the  proper  care  of  the  dead.  He  hoped  none  of  those 
attending  the  convention  would  need  any  assistance 
while  in  the  city,  but  if  they  did  he  wanted  them  to 
call  on  him. 

Prof.  Dhonau,  at  the  exit  of  Aid.  Ryding,  embalmed 

a  cadaver,  with  the  assistance  of  some  of  this  year's 
students,  and  demonstrated  on  the  body,  explaining 
some  of  the  points  he  had  brought  out  in  his  lectures 
during  the  preceding  two  days. 

The  Elections 

Pres.  Nugent  called  for  nominations  for  oflficers  for 
the  ensuing  year. 
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On  motion  of  Messrs.  Cobbledick  and  Harry  Ellis, 
Fred  J.  MeArthur,  Cobourg.  was  named  for  president, 
and  no  others  being  nominated  he  was  declared  elected. 
On  motion  of  Messrs.  McKillip  (Brampton),  and 

Boyd  (Mitchell),  N.  L.  Brandon,  St.  Mary's,  was 
named  for  first  vice-president.  There  being  no  other 
nominations  he  was  declared  elected. 

On  motion  of  Harry  Ellis  and  Jos.  P-helan,  Frank  F, 
Morris,  Bowmanville,  was  named  for  second  vice- 
president.  Mr.  Scott,  Woodbridge,  also  nominated, 
withdrew,  and  Mr.  Morris  was  declared  elected. 

Fred  W.  Matthews  and  A.  R.  Coltart  were  renomin- 
ated and  re-elected  unanimoiasly  on  motions  of  Messrs. 

Boyd  and  Ellis. 

The  Committee  on  By-laws,  Messrs.  C.  N.  Green- 
wood and  T.  H.  McKillip,  were  re-elected ;  as  also  were 

the  trustees  of  the  Eckardt  stock,  Messrs.  R.  U.  Stone, 
N.  J.  Boyd  and  C.  N  Greenwood.  Mr.  Stone  will  be 
the  retiring  member  next  year. 

Mr.  Purvianee,  of  Indiana,  brought  greetings  from 
the  funeral  directors  of  his  state  to  those  of  Canada. 
He  had  been  in  the  business  for  15  years,  the  first  eight 
as  an  assistant.  He  retired  a  short  while  ago,  but 
returned  two  years  ago. 

Mr.  Purvianee  did  not  think  undertakers  as  a  class 

were  exacting  enough  in  business.  They  were  not  get- 
ting all  that  was  due  them.  In  his  own  business  he 

talked  quality  and  he  visited  the  factories  to  see  how 
his  goods  were  made.  He  had  at  his  home  a  record  of 
funerals  and  burials  conducted  by  his  firm  and  pre- 

decessors from  1863.  Service  should  be  the  keynote 
of  all  funeral  directors,  and  they  should  attend 
regularly  all  convention  meetings. 

Thanking'  Manufacturers  end  Travellers 

Secretary  Matthews  in  the  few  minutes  intervening- 
until  the  noon  recess,  wished  to  say  something  u'^der 
the  head  of  "unfinished  business."  While  the  ledger 
was  yet  unfinished,  and  there  were,  he  knew  a  number 
of  outstanding  accounts,  good  returns  had  resulted 
during  the  past  two  years,  due  principally  to  the  work 
of  members  in  good  standing.  He  hoped  these  mem- 

bers would  continue  that  good  work.  There  is  no 
reason  in  the  world  why  we  should  not  have  our  mem- 

bership lists  clean  with  all  members  paid  up-to-date. 
If  all  those  attending  this  convention,  on  returning 
home  would  speak  the  right  word  to  any  in  their 
locality  who  were  absent  this  year,  an  improvement 
in  our  finances  would  surely  result. 

There  is  another  matter  T  should  like  to  speak  about 
said  Mr.  Matthews.  For  the  past  two  years  we  hav<^ 
had  the  support  of  the  manufacturers  and  the  helo 
of  the  travellers  in  boosting  our  Associ-^tion.  The 
manufacturers  havo  contributed  in  large  measure  to 
the  success  of  our  pleasures,  and  it  would  be  the  right 
thing  to  do  to  pas^  a  vote  of  thanks  to  the  manufac- 

turers for  their  contributions  and  to  the  travellers  for 

their  co-operation.  Harry  Ellis  seconded  this,  which 
was  entered  on  the  minutes  as  an  official  resolution, 
and  letters  wera  ordered  to  be  sent  the  manufacturers 
thanking  them  for  the  support  given  the  Association 
in  getting  up  the  program  of  sports  and  pleasures  for 
the  conventions  of  1916  and  1917.  (Applause). 

Harry  .Ellis  took  occasion  to  suggest  that  the 
Executive  look  into  the  matter  of  having  life  member- 

ships in  the  Association.  Other  organizations  have 
these  and  it  might  l)e  beneficial  to  the  C.  E.  A. 

Secretary  Matthews  thought  the  suggestion  should 

go  to  the  Committee  on  By-laws,  and  then  entered  as 

a  notice  of  motion.  It  will  be  dealt  with  by  the 
Executive. 

THURSDAY  AFTERNOON'S  SESSION 
Prof.  Dhonau  concluded  his  demonstration  and 

opened  a  (|uestion  box  discussion. 
Harry  Ellis  mentioned  the  fact  that  .some  Toronto 

undertakers  had  difficulty  in  getting  bodies  out  of  the 
hospitals.  The  matter  should  first  be  taken  up  by 
the  local  Association,  was  the  opinion  of  those 

present. Pres.  Nugent  at  this  stage  rose  and  said  he  had  a 
pleasant  duty  to  perform.  On  behalf  of  Prof. 
Dhonau,  and  the  Cincinnati  College  of  Embalming,  he 

presented  James  W.  Lodge,  this  convention's  registrar, 
with  a  life  membership  certificate  in  the  Cincinnati 
College,  in  token  of  his  efforts  in  the  present  world 
war.  As  a  citizen  of  a  neutral  country,  Mr.  Lodge 
had  crossed  the  border  to  another  country,  enlisted 
as  a  private,  and  went  to  the  front  to  fight  the  battle 
of  liberty.  Wounded  at  the  front,  Mr.  Lodge  was 
discharged,  returning  to  Canada  as  a  sergeant. 

Mr.  Lodge  thanked  Prof.  Dhonau  and  the  .staff  of 
the  Cincinnati  College  of  Embalming  for  this  token  of 
their  regard. 

The  certificate  carries  with  it  all  the  privileges  of 
the  College,  including  all  regular  and  special  lectures 
and  practical  demonstrations  in  the  art  of  embalming, 
sanitation  and  disinfection. 

N.  J.  Boyd  presented  the  committee's  reoort  on  the 
president's  address,  saying  the  members  were  m^r? 
than  pleased  with  the  work  of  Mr.  Nueent  during  the 

year  past.     R.  U.  Stone  seconded  Mr.  Bovd's  remarks. 
The  other  committee's  also  presented  their  reports. 

Secretary's  Report  Committee 

We.  the  Committee  on  Secretarv's  Report,  desire  to 
compliment  Mr.  Matthews,  our  able  secretary,  for  the 
splf^ndid  report  he  has  presented. 

On  behalf  of  this  Association  we  desire  to  th^"k 
Mr.  Matthews  and  appreciate  hi«  endeavors,  and  the 
careful  attention  he  has  given  to  the  office  of  secretary 
of  this  Association. 

We  are  sorry  to  note  that  the  members  have  not  b°en 
prompt  in  paving  un  their  dues,  as  asked  for  in  our 
"secretary's  letter  of  1916. 
We  would  beg  of  each  member  to  pay  particular  at- 

tention to  this  appeal,  as  it  is  very  necessary  for  the 
welfare  of  this  Association. 

We  congratulate  the  executive  on  their  securing 
Prof.  Dhonau  to  lecture  at  this  convention,  and  also 
for  the  splendid  entertainment  at  the  Island. 
We  move  that  the  report  be  adopted  ̂ nd  a  heartv 

vote  of  thanks  be  extended  to  Mr.  Matthews  and  oxir Executive.  ^-^^^^^ 

A.  W.  BARLETT, 

G.  W.  EARLE. 
T.  H.  McKILLIP. 

Installing  the  New  Officers 
The  installation  of  officers  next  claimed  attention, 

the  president  being  assisted  in  his  work  by  Messrs. 
Boyd,  Cobbledick  and  Stone. 

President  Nugent  turned  over  his  office  to  President- 
elect MeArthur,  in  a  very  short  address,  in  which  he 

told  the  new  officer  of  his  duties  to  the  Association.  N. 

J.  Boyd  installed  First  Vice-President  Brandon :  N.  B. 
Cobbledick  placed  in  office  Second  Vice-President 
Morris;  R.  U.  Stone  escorted  Secretary  Matthews  to 
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High -Grade  Funeral  Cars 

This  hod^  was  built  for  Mr.  }.  A.  Humphrey, 
Undertaksr,  of  Toronto,  on  a  Ford  Chassis. 

Hards-Timpson  Funeral  Cars  are  noted 

for  their  handsome  appearance  and  the 

quahty  of  material  and  workmanship 

used  in  their  construction, 

We  specialize  in  the  manufacture  of 

hearses,  ambulances.  Waggons,  and  all 

kinds  of  funeral  equipment. 

Get  our  prices  before  placing  your 

orders  elsewhere 

HARDS  -  TIMPSON  &  COMPANY 

188  STRACHAN  AVE.,  TORONTO 

SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 

CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 

and  why  YOU  Should  Use  It! 

It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 

portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 

balming Fluid. 

We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 

balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 

tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 

which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 

sional sentiment  is  rapidly  turning  in  its 
favor ;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 

Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 

H.  S.  ECKELS  &  COMPANY 

221  FERN  AVENUE 

TORONTO,  ONTARIO,  CANADA 
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his  chair,  and  President  Nugent  turned  over  again  the 
finances  to  Treasurer  Coltart. 

Mr.  McArthiiv  thanked  the  convention  for  the  honor 
they  had  conferred  on  him.  During  the  coming  year, 
provided  he  had  his  health  and  his  strength  it  would 
be  his  duty  to  attend  to  his  work  in  the  C.  E.  A.  It 
was  his  pleasure  to  say  that  no  society  or  organization 
he  knew  of  had  a  finer  set  of  officers  than  those  who 
had  been  selected  to  assist  him.  He  thanked  Prof. 
Dhonau  for  his  able  lectures,  and  commented  on  the 

United  States'  participation  in  the  war. 
Mr.  Brandon,  in  taking  office,  thanked  the  installing 

officials  for  the  kind  words  said  of  him.  He  would 

try  this  year  to  make  the  Association's  work  as  suc- 
cessful as  he  could  make  it.  Mr.  Morris,  too.  was 

glad  of  the  honor  conferred  on  him.  He  would  do 
all  he  could  to  uphold  the  dignity  of  his  office. 
Mr.  Matthews,  on  resuming  the  secretaryship, 

wanted  to  say  that  he  needed  help,  and  help  from  the 
officers.  The  treasurer  also  had  his  wants,  he  wants 
money;  and  the  president  wants  membership.  We 
cannot  do  all  this  work.  Mr.  Matthews  thought  the 
Association  to-day  was  stronger  than  a  few  years  ago, 
not  perhaps  in  membership  but  in  interest  and  en- 

thusiasm. He  recalled  the  incident  five  or  six  years 

ago  when  he  had  been  inveigled  into  taking  the  sec- 
retaryship ;  how  a  'phone  message  got  him  down  to  the 

Palmer  House  to  smoke,  as  he  thought,  a  few  cigars. 
When  offered  the  post  he  asked  his  nominators  to  for- 

get it,  but  they  persisted,  and  he  took  the  office 
temporarily — and  is  still  in  it. 

Mr.  Matthews  humorously  brought  out  the  fact  that 
he  wanted  to  retire,  especially  as  his  wife  did  not  like 
him  to  be  taken  out  at  nights.  (Laughter).  He 
would  willingly  give  up  the  post  if  he  could  find  some 
man  in  the  city  who  could  aiad  would  undertake  its 
duties.  '  . 

Helps  the  Young  Man 
In  regard  to  the  profession  he  felt  that  the  young 

fellows  coming  along  needed  help  and  guidance  from 
the  older  practitioners.  In  fact  all  of  us  needed  help. 
There  was  in  this  respect  a  better  uplift  movement 
than  was  the  case  a  few  years  ago. 

Mr.  Coltart,  introduced  as  "Minister  of  Finance," 
thanked  all  for  their  kindly  expressions  of  feeling  and 
for  re-electing  him  to  office,  althoush,  he  said  one  of 
the  younger  men  might  better  have  been  persuaded  to 
take  the  post.  He  had  no  objectioiis  of  course  to  un- 

dertaking the  Avork  of  treasurer,  but  believed  that 
owing  to  his  recent  illness  and  the  uncertainty  of  the 
future,  it  was  better  that  some  other  person  might 
grow  up  in  the  work.  He  would  dn  his  dutv  and 
hoped  everything  would  be  satisfactorily  done  during 
the  year. 

N.  J.  Boyd  moved  a  hearty  vote  of  thanks  to  Prof. 
Dhonau,  and  wished  to  have  the  vote  recorded  in  the 
minutes  and  in  the  press.  In  24  vears  Mr.  Boyd  had 
missed  but  three  conventions.  He  was.  therefore,  he 

^bought,  right  in  saying  that  the  members  gained  more 
information  in  regard  to  embalming  this  year  than  in 
anv  previous  series  of  lectures. 

This  motion  was  seconded  bv  N.  P>.  Cobbledick,  who 
elated  that  Prof.  Dhonau  had  come  to  the  Toronto 
convention  for  the  third  time  in  recent  years.  When 

he  said  he  would  try  to  put  this  year's  work  on  a 
hieher  plane,  he  as  well  as  some  other  members  were  a 
little  sceotical,  but  the  professor  did  what  h^  said,  and 
the  members  had  the  pleasure  of  listemno'  to  the  best 
series  of  lectures  ever  "iven  before  th^  C.  E.  A.  Mr. 

r'f.h})li>flicl<  nut  in  ;i  ulea  for  the  C.  E.  A.  affiliating 

with  the  National  Association,  and  he  hoped  the  pro- 
fessor who  was  going  to  attend  the  National  conven- 

tion would  do  what  he  could  to  forward  that  interest. 

Prof.  Dhonau,  replying,  said  he  thought  God's 
greatest  gift  to  man  is  work.  He  was  glad  to  come  to 
Toronto,  to  help  in  the  work  of  the  C.  E.  A.,  and  glad 
to  know  that  his  efforts  were  of  assistance  to  the  mem- 

bers of  the  Association  in  their  professional  work.  The 
professor  explained  the  new  monthly  paper  published 
by  his  college  devoted  to  research  work,  and  men- 

tioned, too,  the  clubbing  proposition  he  had  arranged 
with  Canadian  Furniture  World  and  The  Undertaker. 

Ho  liked  his  work,  and  hoped  to  come  again  to  To- 
ronto.    It  was  one  of  the  beauty  spots  of  the  earth. 

R.  U.  Stone  now  stepped  to  the  front,  and  on  be- 
half of  the  Association  presented  Retiring  President 

Nugent  with  a  beautiful  gold  locket  as  a  slight  remem- 
brance of  his  association  with  the  members  of  the 

C.  E.  A.  in  the  office  of  president  during  the  past  year. 
Mr.  Nugent  suitably  reolied.  and  thanked  all  for 

their  kindly  expressions  of  good  will. 

The  singing  of  "God  Save  the  King.""  brought  th« convention  to  a  close. 

Convention  Notes 

The  new  face  on  this  year"s  Executive  is  F.  F.  Mor- ris, of  L.  Morris  and  Son,  funeral  directors  and 
and  furniture  dealers,  Bowmanville.  His  firm  also 
conduct  branch  stores  at  Orono  and  Hampton. 

A.  B.  Greer  &  Son  had  two  splendid  motor  vehicles 

on  exhibition  outside  the  convention  hall  in  Oueen 's 
Park.  One  was  a  motor  hearse  on  a  Studebaker 

chassis  with  a  6-cylinder  engine,  built  for  the  Thomn- 
son  Furniture  Co.,  Belleville;  the  other  Avas  a  combina- 

tion hearse  and  casket  wagon  built  on  a  Ford  chassis. 
A  number  of  these  latter  are  already  used  by  funeral 
directors  in  many  towns  in  Ontario. 

Chas.  Staunton,  manager  of  the  Dwver  Estate,  Ham- 
ilton, was  in  evidence.  This  was  the  first  convention 

Charlie  has  attended  in  a  number  of  years.  His 
splendid  singiner  voice  in  the  choruses  at  the  dinner 
was  easily  the  best  heard.  He  was  .iust  as  enthusi- 

astic about  the  ball  same  as  he  was  about  the  dinner. 

The  West  and  th"  East  met  at  this  vear's  conven- 
tion. G.  H.  McKague  of  Saskatoon.  Sa^k  an  officer  of 

tbe  Saskatchewan  and  a  member  of  the  Wpsfer'i  Can- 
arln  Funeral  Directors'  Association's  and  John  Snow, 
of  Halifax,  N.S.,  were  interested  visitors. 

Ben.  Davis,  nof  the  Apnle  Kinqr,  but  Ben.  of  the 
Western  Casket  Co..  Winnipear.  Avas  an  interested 
spectator  at  the  bnll  {?ame  and  races  at  the  Island. 
Like  his  countrvman,  D.  M.  \ndrew'  of  Dominion 
Manufacturers.  Mr.  Davi=  was  hovn  in  Wales  but  from 

his  boyhood  up  was  an  Ontario  bov.  He  served  his 
apprenticeship,  alouff  with  out-  la«t  voar's  president. 
T?obert  Nugent  in  Lindsav.  under  -Tohn  Anderson's 
"■upervision.  Later  be  struck  out  for  hims'^lf  as  i 
fu?ieral  director  and  furnituvp  dealer,  fir-st  at  INLdland. 
and  later  at  Cannington.  Favninar  in  the  W»^st  after- 

ward took  his  fanev.  Then  he  came  ba^k  to  his  old 

love  and  is  now  managinar  iha  Western  <^a«ket  C^i.'s 
business  at  Winnines:.  Mr  Davis  came  down  east  on 
a  combined  business  and  plpf^nre  trip. 

The  W.  H.  Wattman  Car  <fe  Bodv  Co..  of  Toronto,  are 
shinning  a  ncAV  motor  hearsp  to  Geo  Sneers  Resina, 
Sask.  It  is  mounted  on  a  1915  Cadillac  chassis.  This 
is  the  best  car  yet  turned  out  by  the  Wattman  Co. 
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The  Sports  and  Banquet 

Ball  game,  picnic,  "Deacon's"  talk Meet  1.30  at  Bay  Street  dock. 

— Original  poem  by  Fred  Matthews. 

LOOKED  forward  to  as  the  big  feature  of  the  an- 

nual gatherings  of  the  C.  E.  A.  this  year's  frolic 
on  Wednesday  afternoon,  surpassed  any  of  its 

predecessors.     There  were  baseball  games,  races,  din- 
ner, a  speech,  songs  and  fun  galore.     Something  doing 

all  the  time. 

The  program  started  off  with  a  baseball  game  be- 
tween the  travellers  and  the  funeral  directors,  the 

travellers  being  the  victors  by  20  to  12  runs,  not  count- 
ing the  errors,  which  it  was  hard  to  keep  track  of. 

Norman  Craig  captained  the  undertakers,  and  Bob 
Flint,  the  traveller?.  Norman  pitched  for  his  team, 
his  mates  being  Lorne  Barlett,  W.  Tovell,  A.  Tovell, 
Newton  Boyd,  J.  Earle,  E.  Allen,  C.  Smith  and  Will 

Britton.  Prof.  Dhonau  pitched  for  Flint's  gang,  the 
other  helpers  being  McLaren.  Staunton,  Doc.  Fergu- 

son, Buck  Cummings,  Jack  McLaughlin,  and  Brown. 
The  umpires  were  Chas.  Johnston,  of  the  Chamoion 
Fluid  Co.,  on  the  bases,  and  Charlie  Tassell,  behind  the 
bat. 

On  account  of  a  cash  bet  Jack  McLaughlin  put  more 
than  his  usual  enthusiasm  into  the  game,  and  at  its 
conclusion  ran  for  the  boat  so  that  he  could  not  be 
pinched  for  betting. 

Charlie  Johnston,  who  umpired  the  game  gave  good 
satisfaction — almost.  He  is  a  (juiet  sort  of  chap,  but 
is  an  enthusiastic  ball  player,  and  would  sooner  be  on 
the  playing  lines  than  handling  the  indicator. 

Bob  Flint  broke  the  prize  box  of  cigars  among  his 
victorious  team  mates  and  his  erstwhile  opponents. 

The  Races 

There  was  plenty  of  interest  taken  in  the  races  and 
all  of  them  were  keenly  contested. 

The  100  yards  race  open  to  members  under  25  years 
of  age,  was  won  by  C.  A.  Butler,  St.  Catharines,  with 
Lorne  Barlett,  second,  and  P.  L.  Moflfatt,  Toronto, 

third.  The  prizes  were  a  ease  of  "Canicula"  embalm- 
ing fluid,  a  gift  from  the  St.  Thomas  Metallic  Vault 

Co.,  and  a  box  of  cigars. 
75  yards,  open  to  members  between  25  and  35 — A. 

McNiven,  Guelph ;  J.  C.  McNabb,  Cobalt;  A.  R. 
Climenhage,  Stevensville.  Prizes,  door  drape  by 
Central  Casket  Co..  bottles  of  hydroform  and  benzol 
soap,  by  H.  S.  Eckels  &  Co.,  and  box  of  cigars. 

Pat  man's  race — N.  L.  Brandon,  St.  Mary's;  W.  H. 
Harmen,  Cochrane;  W.  J.  Mather,  Stouffville.  Prizes 
donated  by  Dominion  Manufacturers. 

Ladies'  50  yards  dash — Mrs.  Ferguson,  Miss  C.  Kil- 
breath,  Sarnia ;  Mrs.  McNiven,  Guelnh.  Prizes 

donated  by  FHiott  Bros.,  Prescott,  ladies'  burial  robe, 
nmbrella.  and  hand  bag. 

Special  Evel  handicap.  75  yards,  for  active  funeral 
directors — C.  A.  Butler.  St.  Catharines;  Lorne  Barlett, 
Weston;  J.  A.  Phelan.  Arthur.  Prizes  donated  by 
Evel  Casket  Co..  half  dozen  silver  handles,  ladies'  silk 
robe,  gentleman's  robe. 

Assistant's  race.  100  yards,  for  students  at  this  year's 
school— M.  Kitehing,  Waterdown J.  T.  Ellis..  St. 
Catharines;  C.      Allen,  Hamilton.     Prizes  donated  by 

Canadian  Furniture  World  and  The  Undertaker,  24, 

18  and  12  months'  subscription  to  that  paper. 
Consolation  race  for  contestants  who  did  not  win  a 

prize — 0.  J.  Thorpe,  Haileybury. 
A  second  baseball  game  played  by  teams  of  under- 

takers from  the  north  and  south  of  the  Province,  tilled 
out  the  afternoon  until  the  dinner  bell  rang.  The 

"Cocks  o'  the  North"  won  by  a  score  of  8  to  4.  The 
players  were :  North — Harmer,  McNabb,  Thorpe. 
Earle,  Phelan,  Wainsborough,  Smith,  Climenhage. 
Britton.  South— Staunton,  McLaren,  Motfatt,  Allen, 
McElroy,  Brown,  Jonstone,  Snow,  Ellis. 

Drawing-  Contest 

Walter  Edington,  assistant  with  A.  W.  Miles,  396 
College  St.,  Toronto,  won  the  drawing  contest  prize — 
the  Champion  adjustable  cooling  board.  His  was  the 
34th  ticket  drawn  and  the  number  was  1,226. 

Bob  Stone  came  within  one  of  getting  the  prize.  The 
adage,  however,  says  an  inch  of  a  miss  is  as  good  as  a 
mile.    Better  luck  next  time. 

The  Big-  Banquet 
The  dinner  was  the  best  of  the  series  of  these  events 

so  far  held.  The  eats  were  fine  and  plenty  of  them; 

the  talk  was  short,  one  little  speech  by  "Deacon" 
Henderson ;  and  the  fun  was  really  funny  with  such 
capable  artists  as  Chas.  Musgrave,  Bert  Harvey  and 
Jack  Kelly.    They  gave  of  their  best. 

The  "Eats"  were  interspersed  with  choruses  from 
all  the  popular  topical  musical  hits  of  the  day,  and 

after  everybody  had  his  fill  "Deacon"  Henderson  was 
called  on  to  respond  to  the  toast  of  "Our  Association." 

Mr.  Henderson,  on  rising  to  respond,  was  greeted 

with  the  singing  of  "He's  a  Daisy."  When  he  was 
able  to  get  a  hearing,  he  mentioned  the  pleasure  it  was 
for  him  to  meet  so  many  of  his  old  friends  again.  He 
had  expected  to  be  away  this  year,  as  the  fish  were 

biting  well,  and,  of  course,  they  won't  be  denied.  But 
when  the  Executive  said  he  was  to  be  the  only  speaker, 
he  had  to  break  away  from  the  fish.  Last  year  when 
he  spoke  out  on  the  common  he  was  iust  in  the  spirit 
for  speaking,  but  just  now  he  felt  very  much  like  the 
bantam  a  small  boy  had  whose  eggs  were  remarkably 
small,  so  small  in  fact  that  the  boy  hung  an  ostrich 
egg  from  the  rafters  in  the  barn  and  carrying  in  the 

bantam  showed  it  the  egg  and  said,  "Take  that  for  a 
model  and  do  the  best  you  can." 

Before  experienced  speakers  like  Mr.  Mcintosh  he 
felt  small  indeed,  but  taking  him  for  a  model  he  would 
do  the  best  he  could. 
We  all  know  what  the  Association  has  done  for  us 

in  the  past,  and  what  it  is  doing  at  present.  What 
fire  we  doing  for  it?  Are  we  boosting  or  knocking? 
We  should  set  before  us  the  motto  of  the  man  who 

wrote,  "I  believe  in  working,  not  weeping;  in  boost- 
ing, not  knockinsf:  a'ld  in  getting  pleasure  out  of  my 

job."      That's  the  thing. 
You  are  all  memb'^rs  of  an  Association  that  was  well- 

builded  by  tho=e  who  have  passed  away,  and  you 
.■■hould  be  improving  all  the  time,  moving  around  and 
coming  into  contact  with  one  another  and  bringing 
about  a  relationship  that  nuikes  for  a  better  eom- 
nanionshin  and  for  a  higher  standard  of  the  profes- 
sion. 

There  is  one  resri'ct,  and  it  is  th;)t  while  the  boys  on 
the  road  are  toilina  all  tlie  while  to  build  up  this  oi-- 
ganization  and  other  similar  orsanizations,  our  efforts 

( Continued  at  end  of  page  59 ) 
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Registered  at  the 

Convention 

Robert  Nugent,  Lindsay. 

Fred.  "W.  Matthews.  Toronto. 
Cbas.  0.  Dhonan.  Cincinnati. 
E.  T.  Thompson,  Belleville. 
Neil  MePhee,  Parkhill. 
Thos.  Porter,  Toronto. 
W.  H.  Harmer,  Cochrane. 
G.  Z.  Trudeau,  Steelton. 
W.  A.  Hunt,  Belmont. 
A.  R.  Coltart.  Chatham. 
R.  U.  Stone,  Toronto. 
H.  Holmes,  Dresden. 
Wm.  Edwarcl!^  Gananoque. 
R.  S.  Preston,  Toronto. 
N.  B.  Cobbledick.  Toronto. 
N.  C.  Rundle,  Toronto. 
E.  S.  Lorriman,  Inwood. 
R.  Moffatt.  Inwood. 
Jas.  McFar(|uhar,  Toronto. 
Joseph  Brophey,  Goderich. 

W.  K.  Murphy*.  Toronto. 
J.  B.  Martyn.' Ripley. F.  G.  Wilcox.  Waterford. 
H.  H.  Keegan.  Kemptville. 
C.  N.  G.  Smith.  Barrie. 
J.  H.  Sumraerfeldt,  Cannington. 
A.  McNiven,  Guelph. 
P.  C.  Lloyd,  Barrie. 
J.  C.  McNiven,  Dorchester. 
G.  W.  Earle,  Sudbury. 

James  O'Hagan.  Canadian  Furniture 
World  and  The  Undertaker,  To- 
ronto. 

•T.  Donaldson,  Caledon  East. 
^.  Fischer.  Elora. 
N.  J.  Boyd,  Mitchell. 
Chris.  Dreisin^er,  Elmira. 
TTarry  Ellis,  Toronto. 
A.  J.  Jackson.  Sudbury. 
G  S.  dimming,  Arthur. 

T.-  E.  Simpson,  Sault  Ste.  Marie. 
Alexander  Logan,  Parry  Sound. 
J.  M.  Logan,  Parry  Soimd. 
Roger  Milson,  Chatsworth. 
Wm.  J.  Osborne,  Warkworth. 
J.  G.  McFadden,  Peterborough. 
Jno.  C.  Brady,  Port  Burwell. 

N.  L.  Brandon,  St.  Mary's. 
W.  6.  Watson,  Priceville. 
G.  L.  Watson,  Walters  Falls. 
A.  W.  Barlett.  Toronto. 
A.  R.  Climenhage,  Stevensville. 
J.  Paul,  Feversham. 
P.  M.  Howard,  Hastings. 
A.  E.  Maynes,  Toronto. 
W.  A.  Britton,  Grand  Valley. 
G.  H.  Swartz,  Jerseyville. 
Stafford  R.  Rudd,  Arnprior. 
W.  H.  Dobson,  North  Augusta. 
J.  Runge,  Clit¥ord. 
E.  F.  Best,  Simeoe. 
W.  J.  Ward,  Weston. 
Wm.  Speers,  West  Toronto. 
J.  C.  McNabb,  Cobalt. 
C  J.  Thorpe,  Haileybury. 
W.  J.  Mather.  Stoiiffville. 
\.  R.  Newbigging.  Toronto. 
Tjorne  R.  Barlett.  Weston. 
Frank  C.  Reid.  Kingston. 
MeKillop  &  McTntyre,  Brampton. 
J.  Roger.  Atwood. 
Charles  R.  Bolton,  Toronto. 
H.  J.  Daniels.  Grand  Rapids,  Mich. 
S.  Cotterell,  Hamilton. 

'Tas.  Taylor,  Sutton. 
F.  A.  Windover.  Frankford. 
-T.  A.  Robinson.  Newbury. 
Tfls,  Baird,  Plattsville. 
Chas.  Dunham.  Aurora. 
"P'rerl  Scott,  Woodbridge. 
Ti"  J.  McArthur.  Cobourg. 
Greenwood  &  Vivian.  Stratford. 
W.  J.  Morrison,  Kincardine. 
F.  Skinner.  Sehomberg. 
T1.  F.  G.  Dreyer.  Havelock. 
K  A.  Brpckeiiridore.  Owen  Sound. 
J.  P..  McTntvre,  St.  Catharines. 

Norman  A.  Craig.  Toronto. 
W.  G.  Evel,  Hamilton. 
W.  H.  Henderson,  Ottawa. 
A.  J.  H.  Eckartd,  Toronto. 
Thos.  Chadwick,  Toronto. 
Jas.  Dore,  Hamilton. 

A.  B.  Greer,  London. 
A  E.  G.  Tovell.  Guelph. 
W.  L.  Brown,  Dundas. 
Max  MaePherson,  Delhi. 
J  R.  Tupper.  Toronto. 
C.  R.  Turner.  Milton. 
C.  Haskett,  Lucan. 
G.  H.  MeKague.  Saskatoon,  Sask. 
A.  F.  Stager.  Hespeler. 
F.  F.  Morris,  Bowmanville. 
Geo.  Hetherington,  Langton. 
J.  G.  Henry.  Sudbury. 
G.  M.  Sutherland,  Welland. 
T.  M.  Comstock.  Peterborough. 
John  P.  McCammon,  Paris. 
A.  Black,  Orillia. 
S.  R.  McCully.  Toronto. 
J.  Keeler,  Ingersoll. 
E.  Bidwell.  Sills. 
G.  W.  C.  Graham.  Toronto. 
M.  S.  Bedford,  Toronto. 
W.  Johnston,  Toronto. 
H.  H.  Hutchinson.  Peterborough. 
T.  E.  SiniDson.  Sault  Ste.  Marie. 
P.  R.  Williams.  St.  Thomas. 
E  C  Williams,  St.  Thomas. 
W  G.  BurrOAvs.  Chatham. 
W.  X.  Kneehtel.  Toronto. 
M.  Lorriman,  Inwood. 
M.  Davison,  Lucknow. 

C.  Seldon.  Whitby. 
James  Nicholson,  Whitby. 

W.  Haslip,  Hagersville. 
Jas.  Long.  Faversham. 
M,  Laurie,  Maple. 
-T.  Minniker.  Barrie. 
M.  Put¥er.  Norwood. 
T'ptterson  Bros..  Carleton  Place. 
McRae  &  Son  Vankleek  Hill. 
Gordon  Jex.  Cobourg. 
W.  A.  Wright.  Richmond  Hill. 

A  SPLENDID  OFFER 

Canadian  Furniture  World  and  The  Undertaker  has 

effected  a  clubbing  offer  with  "The  Journal  of  Re- 
search in  Embalming  and  Allied  Sciences,"  edited  by 

Prof.  Chas.  0.  Dhonau.  From  now  until  the  end  of 

1918  these  two  papers — one  giving  the  news,  the  other 
the  technical  and  professional  points — will  be  sent  to 
any  address  in  Canada  for  $1.50.  Either  paper  will 
be  sent  until  the  end  of  1918  for  *1 .  Address,  Editor 
Canadian  Furniture  World.  Toronto. 

EXHIBIT  OF  CHAMPION  PRODUCTS 

The  champion  Chemical  Co.  onened  their  "Cosy 
Corner,"  in  the  same  location  as  last  year,  116  King 
St.  W.,  opposite  the  Prince  George  Ho+el,  with  Dr.  and 
Mrs.  Ferguson  in  charge.  Chas.  Johnston,  from  the 
home  office,  was  also  on  hand.  A  regist/>r  was  kept  of 
all  visitors,  and  little  souvenirs  given— .jottles  of  per- 

fume to  the  ladies  and  paper  pop  guns  to  the  children. 
While  not  open  for  business,  the  idea  of  the  booth 

being  a  meeting  place,  there  was  a  splendid  showing 
of  "Champion"  and  "Jaundexo"  fluids,  and  various 
other  products  of  the  Champion  Co..  including  couches, 
couch  covers,  grips,  instruments,  church  trucks,  casket 
throws,  manikins,  text  books,  perfumes,  disinfectants 
and  a  general  line  of  supplies.  A  number  of  striking 
and  telling  wall  cards  and  hangers  directed  attention 
to  the  merits  of  the  Champion  line. 

WEDDING  BELLS 

The  marriage  was  celebrated  at  Danforth  Avenue 
Methodist  Church,  Toronto,  recently,  of  Alice  Evelyn, 
daughter  of  John  Hutchison,  to  Mr.  Lorne  W.  Trull, 
the  well-known  east  end  undertaker.  Rev.  R.  J.  D. 
Simpson  officiated.  The  bride  wore  cream  em- 

broidered Brussels  net  over  white  satin  adorned  with 
pearls.  Miss  Edith  Hiitchison,  in  peach  taffeta,  with 
white  picture  hat,  was  bridesmaid  and  Mr.  Melville 
Roberts  was  best  man.  Later  Mr.  and  Mrs.  Trull 
jnotored  to  Ottawa  and  Montreal,  and  will  later  reside 
at  751  Broadview  Avenue,  Toronto. 
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59 PRESENTATION  TO  FUNERAL  DIRECTOR 

On  a  recent  Wednesday  evening,  the  home  of  Mr. 
and  Mrs.  Geo.  E.  Nichols,  East  River  Road,  New  Glas- 

gow, N.S.,  was  the  scene  of  a  happy  gathering,  and  the 
result  was  an  evening  of  enjoyment  after  which  every- 

one participating  felt  happier.  It  was  the  seven- 
teenth anniversary  of  the  marriage  of  Mr.  and  Mrs. 

Nichols  and  their  friends  and  co-workers  in  the  First 
Baptist  Church  decided  to  surprise  them.  This  they 
successfully  did.  To  the  number  of  about  thirty  they 
took  charge  of  the  Nichols  home  and  made  the  lady  of 
the  house  and  her  husband  the  guests.  Not  only  that 
but  after  music  and  a  luncheon  they  presented  Mr. 
and  Mrs.  Nichols  with  a  handsome  electric  reading 
lamp.  The  presentation  was  made  by  the  pastor,  Rev. 
A.  Judson  Archibald,  in  a  humorous  and  happy  speech. 
The  anniversary  will  be  one  those  present  will  long 
pleasantly  remember.  Mr.  Nichols  is  the  manager  for 
James  Ross,  the  New  Glasgow  funeral  director  and  em- 
balmer. 

The  Sports  and  Banquet 

(  Continued  from  page  57  ) 

with  the  exception  of  the  C.  E.  A.  have  been  but  tran- 
sitory. The  Association  in  the  East  did  good  for  a 

little  time.  There  should  be  nothing,  however,  to  de- 
bar men  from  the  East  coming  to  Toronto.  Then  there 

was  a  time  when  we  gathered  at  Ottawa,  just  as  good 
a  gathering  as  at  Hamilton,  Toronto,  or  London.  There 
are  good  towns  down  East — Prescott  and  other  towns 
— yes,  and  Gananoqiie. 

We  are  living  in  an  age  of  service.  Life  itself  is  a 
service.     Are  we  giving  of  our  best?   It  does  not  mat- 

ter whether  we  belong  to  the  high  and  mighty  or  the 
lowly,  but  are  we  doing  our  best?  Are  you  doing  the 
best  you  can;  am  I  doing  the  best  I  can?  And  what 
about  the  service  we  are  giving  to  others.  Your 
assistants,  what  are  they  to  you,  and  what  are  you  to 
them?  Are  you  holding  them  outside,  or  helping  them 
by  keeping  them  close  to  you?  Remember  these 
assistants  will  be  those  who  come  after  you,  the  pro- 

fessional men  of  the  future.  They  should  be  taught 
to  handle  the  public  kindly,  and  the  dead  sacredly. 
What  a  day  of  service  we  are  living  in.  To-day 

there  is  a  world  service ;  and  how  great  is  the  call. 
There  are  those  who  are  serving  to-day  whether  at  the 
front  or  at  home,  on  one  side  or  the  other,  in  a  cleanly 

life,  so  let  us  all  give  a  whole-hearted  service  in 
thought,  and  word,  and  life ;  so  let  us  labor  on.  After 
it  all  will  come  rest.  A  well-spent  life  in  any  calling 
will  bring  no  regrets. 

I  can  do  no  better  in  conclusion  than  quote  Bab- 

cock's  beautiful  thought,  "Be  Strong": 
"We  are  not  here  to  play,  to  dream,  to  drift; 
We  have  hard  work  to  do,  and  loads  to  lift. 

Shun  not  the  struggle,  face  it — 'tis  God's  gift. 
It  matters  not  how  deep  entrenched  the  wrong. 
How  hard  the  battle  goes,  the  day  how  long ; 

Faint  not,  tight  on,  to-morrow  comes  the  song ! 

Messrs.  Greenwood  &  Vivian,  Stratford,  Ont.,  have 
purchased  a  motor  hearse  from  the  W.  H.  Wattman 
Car  &  Body  Co.,  Toronto.  This  hearse  is  mounted  on 
a  1913  four-cylinder  Cadillac,  equipped  with  electric 
light  and  starter,  and  is  up-to-date  in  every  respect. 
The  car  is  a  powerful  one,  and  ought  to  be  of  great 
service  to  this  firm. 

Funeral  Cars,  Ambulances,  Wagons— at  Right  Prices 

I  his  licarse  is  up  to-date  in  e\  er)  respect.  Weight 
of  body  less  than  1,000  lbs.  Can  be  fitted  on  any 
chassis  that  has  136  inch  wheel  base.  We  put  no- 

thing- but  the  best  material  in  every  part.  Work- 
manship the  very  best.    We  will  build  you  this  body 

or  furnish  the  job  complete.  Write  to  us  for  prices 
before  placing  your  order.  Among  recent  shipments 
are  handsome  hearses  to  Messrs.  Greenwood  and 
Vivian  of  Stratford,  George  Speers  of  Regina, 
R.  U.  Stone,  and  Mr.  Ingram,  of  Toronto. 

Ask  our  customers  if  they  are  SA  TISFIED 

Wm.  H.  wattman  car  body  CO.       237  Mutual  St.,  TORONTO 



60 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER October,  1917 

Hints  and  Helps  for  the  Embalmer 
By  Howard  S.  Eckels,  Ph.G. 

Dean  of  Eckels'  College  of  Embalming,  Philadelphia,  Pa. 
Written  for  Canadian  Furniture  World  and  The  Undertaker. 

"¥N  taking  up  the  axillary  artery  and  axillary  vein 
I  we  make  one  comparatively  small  incision  in  the 

most  obscure  place  in  the  body — the  arm-pit.  This 
is  an  operation  so  neat  and  so  cleanly  that  it  may  be 
performed  without  hesitation  in  the  presence  of  any 
member  of  the  family.  To  draw  blood  from  the 
superior  vena  cava  by  way  of  the  axillary  vein  a  tube 
is  placed  directly  into  the  vena  cava  itself  and  past  the 
central  valve  in  the  innominate  vein.  In  this  way  we 
are  able  to  drain,  if  necessary  or  desirable,  practically 
every  drop  of  blood  from  the  portions  of  the  body 
which  we  desire  to  beautify  for  funeral  purposes. 

"Moreover,  this  tloAv,  by  means  of  the  stop-cock  on 
the  instruments,  can  be  regulated  absolutely  at  will, 
can  be  shut  ofiP  when  it  is  desirable  or  turned  on  when 
the  injection  of  the  fluid  shows  signs  of  distending  the 
veins. 

"Another  -point  in  favor  of  the  method  is  that  the 
fluid  can  be  injected  by  gravity  alone  and  the  blood 
withdrawn  in  the  same  manner,  so  that  the  hands  of 
the  embalmer  are  left  absolutely  free  for  such  massage 
and  manipulation  as  may  be  necessary  to  secure  the 
very  best  cosmetic  effect.  The  ability  to  secure  this 
cosmetic  effect  is  greatly  aided  by  the  fact  that  a  much 
larger  (juantity  of  blood  can  be  withdrawn  in  the  man- 

ner given  above  than  from  the  basilic  vein  and  the 

right  ventricle  of  the  heart  combined — and  no  pump 
is  necessary  to  withdraw  it,  either. 

"I  should  say,  as  a  broad,  general  proposition,  that 
tapping  the  heart  is  a  nineteenth  century  method  and 
a  very  good  method  for  the  nineteenth  century,  but 
most  decidedly  out-of-date  in  the  twentieth. 

"Arterial  embalming  is  not  very  many  years  old, 
and  it  has  been  a  progressive  science.  The  method 
that  was  rated  the  best  five  years  ago,  now  is  super- 

seded by  something  more  scientific  and  therefore  mos' 
effective.  You  will  pardon  me  if  I  class  the  brach-al 
artery  and  the  trocar-to-the-heart  method  as  being  de- 

cidedly out  of  date.  But  if  there  were  no  other  rea- 
son than  the  one  I  am  about  to  give,  I  should  say  tht  t 

every  progressive  embalmer  should  abandon  it. 

"How  often  it  is  that  on  your  second  visit  a  soft  or 
a  bad  spot  is  found  where  a  re-injection  of  the  fluid 
is  desirable.  Users  of  the  axillary  method,  when  they 
embalm  a  case  about  which  there  is  the  slightest  sus- 

picion of  danger,  permit  the  flexible  arterial  tube  to 
remain  in  place  until  the  second  visit.  The  circula- 

tion is  absolutely  unbroken,  of  course,  and  all  that  is 
necessary  to  reinject  the  body  and  to  obliterate  any 
spots  that  have  gone  wrong  is  to  attach  the  siphon  and 
to  permit  the  fluid  to  flow  in  by  gravity.  When  the 
circulation  has  been  broken  by  tapping  the  heart  re-in- 

jection is  absolutely  impossible  without  a  very  gr^at 
deal  of  trouble  and  the  body  has  to  be  practically  re- 
embalmed  at  even  a  greater  cost  of  time  and  trouble 
than  at  the  first  injection. 

"I  am  confident  that  a  careful  consideration  of  these 
points  will  make  you  feel  that  you  would  like  to  at  least 

try  it  for  yourself.     After  all,  that  is  the  best  test." 

SUCCESSFUL  EMBALMING  CANDIDATES 

The  Board  of  Examiners,  appointed  under  the 

"Undertakers  and  Embalmers'  Act,"  conducted  an 
examination  for  those  wishing  to  qualify  as  embalm- 

ers, in  the  Anatomical  Section  of  the  University 

Building,  Toronto,  on  Thursday  and  Friday,  Septem- 
ber 6th  and  7th,  immediately  following  the  convention 

of  the  Canadian  Embalmers'  Association.  Twenty- 
seven  candidates  presented  themselves  for  examina- 

tion, nineteen  of  whom  were  successful  in  passing,  six 
obtaining  honors,  and  eight  failed  to  secure  the  re- 

quired number  of  marks.  The  examination  was 
thorough  and  practical,  consisting  of  a  written  paper 
of  forty  questions,  an  oral  examination  of  at  least 
twenty  questions,  and  practical  demonstrations  on  a 
cadaver. 

The  names  of  the  successful  candidates  are  as  fol- 
lows : 

Honors — ^^T.  W.  Cavanagh,  Sault  Ste.  Marie ;  Ian  C. 
Martyn,  North  Bay;  Donald  G.  Gillies,  Hamilton; 
Harry  A.  Ostrander,  Simcoe ;  J.  Irvine  Ellis,  Fenwick: 
Geo.  L.  Bailey,  Toronto. 

Pass — Henry  Smart,  Tillsonburg;  Chas.  E.  Allen, 
Dundas ;  Wilfred  A.  Thorpe,  Hamilton ;  Bidwell  E.  M. 
Sills,  Brockville;  A.  J.  McEvoy,  Ottawa;  Mervyn  D.  E. 
Kitching,  Waterdown ;  Jas.  A.  Cain,  Lindsay ;  Albert 
J.  Brown,  Dundas ;  A.  P.  McCabe,  Toronto;  J.  A.  Men- 

ard, Blind  River;  A.  H.  Swarfs,  Brockville;  F.  J. 
Hamon,  Ottawa ;  B.  C.  Hubbell,  Marmora. 
We  understand  the  next  examination  will  be  held 

in  Toronto  some  time  in  February  next,  and  those  who 
failed  to  pass  in  September,  will  be  permitted  to  write 
again,  without  payment  of  any  additional  fee. 

GOSSIP  OF  THE  PROFESSION 

D.  M.  Andrews,  secretary  of  Dominion  Manufactur- 
ers, Ltd.,  is  slated  for  an  important  address  at  the  an- 

nual mass  conference  of  the  Casket  Manufacturers' Association  of  America  to  be  held  at  Cleveland.  Ohio. 
October  17  to  19. 

Dr.  G.  W.  Ferguson,  of  the  Champion  Chemical  Co., 
has  started  on  his  r.nnual  fall  business  trip  to  the  West. 
He  expects  to  go  right  through  to  the  Coast  and  be 
back  before  the  snow  flies. 

The  Evel  Casket  Company,  Hamilton,  has  been  given 
a  permit  to  alter  and  extend  its  new  premises  at  the 
corner  of  King  and  Tisdale  Sts.,  to  cost  $5,000.  The 
extension  will  be  of  brick  construction. 

Canadian  Furniture  World  readers  will  be  sorry  to 
hear  of  the  continued  illne.«s  of  W.  F.  Nichols,  funeral 
director  of  Weymouth,  N.S.  Mr.  Nichols  has  been  in 
failing  health  for  a  year  past,  and  no  hopes  of  his  being 
better  are  entertained. 

Major  W.  A.  Bishop,  the  famous  aviator  who  was  re- 
cently officially  welcomed  by  the  Toronto  City  Coun- 

cil, is  a  cousin  of  Mr.  A.  J.  H.  Eckardt.  His  home  i.s 

in  Owen  Sound.  The  captain  has  among  his  decora- 
lions  the  Victoria  Cross  and  the  Distinguishrd  Service 
Order. 

James  W.  Lodge,  late  assistant  with  Fred  W.  ]\Iat- 
thews  Co.,  Toronto,  and  a  returned  soldier,  who  has 
been  doing  some  extra  work  for  the  Hydro-Electric 
Commission,  was  the  hero  of  a  recent  fire  in  the  Hydro 

retail  shop.  Mr.  Lodge  was  working  on  the  switch- 
board when  the  fire  broke  out,  but  stuck  to  his  post 

until  all  the  officers  had  been  notified.  He  then 
crawled  to  the  door,  fell  unconscious,  and  was  carried 
into  a  nearby  drug  store  where  he  was  set  right. 

Mrs.  Ruth  Ingram,  wife  of  Albert  Ingram,  ore  of 

Toronto's  oldest  undertakers,  died  early  in  September. 
The  funeral  took  place  during  the  convention  of  the 
C.  E.  A.,  and  many  of  the  members  attended  the funeral. 
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ONTARIO 

Bobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 
Morris  &  Son,  L.  'Phone  10. 

Burks  Falls — 
Hilliar,  Joseph.    Box  213. 

Coboconk— 
Greenley,  A. 

Dorchester,  Ont. — 
Logan,  E.  A.    'Phone  2107. 

Dungannon — 
Sproul,  William 

Dunnville — 
D.  P.  Fry.    'Phone  68. 

Elmira — 
Dreisinger,  Chris. 

Hamilton — 
Blachford  &  Sons, 

57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 
Eobinson,  J.  H.  &  Co., 

19-21  John  St.  N. 

Huntsville — Hilliar,  Joseph. 

IngersoU — Mclntyres. 
F.  W.  Keeler  and  R.  A. 
Skinner,  props. 

Kemptville — MeCaughey,  Geo.  A. 

Kingston — Corbett,  S.  S. 
Raid,  Jas.,  254  Princess  St. 

London — 
Ferguson's  Sons,  John 

174  to  180  King  St. 

Orillia — W.  A.  Strachan, 
Successor  to 

H.  A.  Bingham. 
Phone  453. 

D.  Clark.    Tel.  159. 
Mundell,  J.  A.     Phone  126. 

150  Mississaga  St. 

Oshawa — Disney  Bros. 
Luke  Burial  Co. 

Schomberg — F.  Skinner. 

St.  Catharines — Grobb  Bros. 
144-14G  St.  Paul  St. 

St.  Thomas — William,  P.  R.,  &  Sons,  519 Talbot  St. 

Stirling — Ralph,  Jas.        Phone  102. 

Stratford — Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 

Toronto — Cobbledick,    N.    B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

J.  A.  Humphrey  &  Son, 
463  Church  St. 

Washington,   Fleurv  Burial 
Co.,  685  Queen  St.  E. 

J.  C.  Van  Camp, 
30  Bloor  St.  W. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Thedford — Woodhall,  J.  B. 

Wallaceburg — 
Cousins,  Burlington  &  Saint. 

Welland— 
Patterson  &  Dart 
Sutherland,  G.  W. 

Woodstock — Mack,  Paul. 

Whitby— Nicholson  &  Seldon. 
Disney,  R.  S. 

QUEBEC 
Montreal — Tees  &  Co.,  912  St.  Catherine 

St.  West. 

NEW  BRUNSWICK 

Moncton — Tuttle  Bros.,  164  Lutz  St. 

St.  John— Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — Campbell  &  Campbell. 

Dauphin — 
Farrell,  A.  F. 

Winnipeg — Clark-Leatherdale  Co.  Ltd. 
232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — Broadfoot  Bros. 

Saskatoon — Young,  A.  E. 

READ  WHAT  OTHERS  SAY  ABOUT 

C 

ARAN 

EMBALMING  FLUID C 

AMBULANCE Established  16S4 

JAMES  REID 
THE  LEADING  UNDERTAKER 
AND  FURNITURE  MANUFACTURER 

HEADQUARTERS  Telephone  147 
254  AND  256  PRINCESS  ST..  KINGSTON.  Ont. 

The  CaranaC  Laboratory, 
Peterborough,  Ont. 

Gentlemen : 

1  wish  to  convey  to  you  our  hearty  congratulations 
in  having  placed  a  fluid  well  in  reach  of  the  profession, 
which  we  have  found  to  do  all  that  could  be  desired  in 
the  most  trying  cases,  giving  a  soft  and  velvety  appearance 
to  the  features. 

Wishing  you  success,  with  a  fluid  that  has  come  to 
stay. 

Yours  respectfully, 

JAMES  REID 

CARANAC  LABORATORY 

PETERBOROUGH,  ONT.,  CANADA 

The  Original 

Patented 

Concentrated 

Fluid 

Patented  Formula 
Strongest  and  Best 

Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 

ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formala 

Special  Canadian  Agents 

National  Casket  Co. 
Toronto,  Ont. 

GLOBE  CASKET  CO. 
London,  Ont. 

SEMMENS  &  EVEL  CASKET  CO. 
Hamilton,  Ont. 

CIRARD  &  GODIN 
Three  Rivers,  Que. 

JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 

CHRISTIE  BROS. 
Ambers',  N.S. Larger  Bottles  filled  up  with  water 

Egyptian  Chemical  Co.  Boston,  u.s.a 
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Aeolian  Voealion  Co   31 
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I 

Imperial  Rattan  Co   6 

K 

Knechtel   Furniture   Co   15 

L 

Leggatt  &   Piatt    16 
Lippert  Furniture  Co   37 
Lloyd  Mfg.   Co   17 
London  Phonograph  Co   38 

M 

Mandel  Mfg.  Co   41 
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Maxwell    Mfg.    Co   48 
Meaford   Furniture   Co   13 
McLagan  Furniture  Co.,   Geo  o.f.c. 
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National  Table  Co.   Ltd   62 
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Owen  Sound  Chair  Co   62 
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Parkhill  Mfg.    Co  o.b.c. 
Pathe  Freres  Co.  of  Canada    43 
Phillips  Mfg.   Co.   Ltd   16 
Pollock    Mfg.    Co   47 

B 
Regal    Phonograph   Co   33 

S 
Shafer  &  Co.,  D.  L   10 
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V 
Victoriaville   Furniture   Co   9 

W 
Walter  &  Co.,  B  •   10 Wattman  Car  Body  Co.,  William  H  59 

G 
Gold  Medal  Furniture  Co   7 

For  Sale 

Wanted 

TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 

FOR  SALE — Light  hearse.    Eogers  &  Burney,  Ottawa,  Out.  -o 

FOR  SALE — At  a  snap.  Tirst-elass  hearse  and  casket  waggoa 
in  A-1  condition.  Have  gone  into  motors.  Clark-Leather- 
dale  Co.  Ltd.,  Winnipeg.  o 

FOR  SALE — ^C'heap.  A  first-class  hearse  and  double  deck  dead 
wagon.  Sleighs  for  each.  All  in  perfect  condition.  Ford 
&  Sons,  Blenheim,  Ont.    -o 

POSITION  WANTED — As  funerail  director  ancl  eimbalmer  with 
a  reliaide  city  firm  doing  a  good  class  of  work,  by  a  man 
qualified  to  take  full  charge,  or  as  first  assistant.  Experience'! 
in  all  branches  of  the  business  and  ideas.  Single,  temi)er- 
ate,  reliable,  full  of  energy,  both  licenses,  and  belongs  to 
several  orders.  No  objection  to  investment  and  nothing 
but  a  permanent  location.   Box  44,  Turniture  World,  Toronto. 

o 

WANTED — A  first-class,  energetic,  resourceful  manager,  for  a 
new,  well-equipped  chair  plant  in  a  good  live  furniture  town 
advantageously  situated. 

One  who  understands  the  business  from  the  ground  up  and 
who  can  take  full  charge  of  manufacturing. 

A  good  opportunity  for  ability  to  display  itself.  A  man 
who  can  associate  himself  with  a  concern  financially,  pre- 

ferred.   Apply   box  4.5,  Canadian   Furniture  World.  -o-n 

WANTED — At  once.  Undertakers'  assistant,  with  knowledge 
of  furniture  business.  Good  position  to  the  right  man. 
Apply  to  N.  J.  Boyd,  Mitchell,  Ont.  -o 

WANTED — ^Commission  for  Province  of  Quebec  of  case  goods 
only,  by  experienced  furniture  salesmen.  Address,  Juvenile 
Vehicle  &  Furniture  Agency,  2628  St.  Denis  St.,  Montreal. 

-0 

Send  your 

WANT  ADS 

to  the 

Canadian  :rniture 

World 

The  National  Table  Company,  Limited 

The  Owen  Sound  Chair  Co.,  Limited 

The  North  American  Furniture  Co., 
Limited 

Owen  Sound Ontario 

Manufacturers  of  Medium  and  High- 
Grade  Dining  Room,  Bedroom,  Hall, 

Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 
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Champion  Huid 

A  16oz.  bottle  of 

Purest 

Chemicals 

MADE  IN  CANADA 

Order  direct  from  us 

or 

from  your  Jobber EMBALMINO 

FLUID 

100%  PURE  chemicals; 
PLRFECT  COSHETiC  UMl 

COMBINED  WITH  UNSORPASSED 
PRESERYATIVE,  ANTISEPTIC 

AND  DEODORIZIfiC  QOAIITIES. 

For  !- Qsarfs  c' 

THE  CHAMPION 
CHEMICALC9. 

SPRINGFIELD.  OHIO. 

Champion  Reputation 

gained  by  many  years  of  fair  dealing 
and  honest  goods  is  in  each  bottle  of 

Champion  Fluid 

For  Preservation  and 

Cosmetic  Effect 

Champion  is  Unexcelled 

The  Champion  Chemical  Co.,  Springfield,  O. 

DR.  G.  W.  FERGUSON,  Canadian  Manager 

50  Leuty  Ave.,  Kew  Beach,  TORONTO 



"Alaska''  Sanitary  Mattresses 

^  Hundreds  cf  thousands  of  "Health"  Mattresses  have  been  sold 
throughout  Canada  during  the  past  1  7  years,  and  to-day  they 

are  the  most  popular  low-priced  mattresses  on  the  market. 

^  The  filling  is  wood  fibre,  made  amid  the  most  sanitary  surround- 

ings from  selected  sun-dried  white  wood.  This  fibre  is  placed 
in  the  mattress  with  the  curl  intact  and  is  then  covered  with 

layers  of  soft,  carded  felt — the  whole  process  being  carried  out 

by  automatic  machinery. 

^  For  comfort  and  sanitary  qualities  at  a  low  price,  "  Health" 
Mattresses  are  unrivalled.  In  appearance  they  are  very  attrac- 

tive, and  the  tickings  are  strong  and  durable. 

Canada  Has  No  Pure  Bedding  Laws:    WE  HAVE. 

The  Parkhill  Manufacturing  Co.,  Limited 

Successors  to  the  Alaska  Feather  &  Down  Co. ,  Limited 

Makers  of  Bedsteads  and  Bedding 

MONTREAL 

'^Alixska  on  an  article  means  high-grade  every  particle'* 



Vol.  7   No.  11 NOVEMBER,  1917 

f)  \i .  xfl  TT^MPiT?  *  Yn^ 

Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

A  Logical  Combination 

LYRIC 

One  of  our  many 

superb  designs. 

Phonographs = Records 

"The  Phonograph  that  is  supreme  in  tone  quality"  must 
inevitably  be  an  instrument  of  great  possibilities  for  dealers 
selling  it.  The  plays  all  records  feature  and  all  features 
of  merit  are  embodied  in  the  Lyric.  The  Lyric  case  designs 

are  of  the  foremost  period  creations  by  masters  in  this  art. 

in  other  words  it  is  destined  to  be  Canada's  Premier  Phono- 

graph. 

Lyric  Records  are  records  of  (juality,  with  one  hundred  and 

fifty  grooves  to  the  inch.  There  is  as  much  music  on  a 

Lyric  10-ineh  record  as  on  an  ordinary  ]2-inch  disc  of  other 
makes,  selling  at  a  much  higher  price.  In  addition  to  the 

large  list  of  records  in  the  Canadian  and  American  depart- 

ments, there  is  a  catalogue  of  six  hundred  selections  cover- 

ing other  languages.  Lyric  records  come  in  10-inch  and 
12-ineh  sizes.  .  We  are  the  exclusive  distributers  for  Canada. 

Liberal  Discounts. 

Territory  now  being  assigned. 

The  George  McLagan  Furniture  Company,  Limited 

STRATFORD  ONTARIO 
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"There's  Betty  Jones,  and  Junior  too,  with 
Toys  all  g-ood  and  sound, 

Theirs  never  break  and  get  all  loose. 
And  seem  to  tumble  down. 

I  want  a  toy  that  will  not  break; 
With  wheels  and  handle  bar 

And  one  that  doesn't  jolt  and  shake — 

— I  want  a  Kiddie-Kar ! ' ' 

— — That  is  the  cry  that  must  be  answered  this  Christmas, 
answered  with  a  KIDDIE-KAR — the  sturdy  toy  for  the  sturdy 
boy  or  girl.  The  only  toy  that  next  Christmas  will  find  as 

good  as  new.  Strongly  built,  every  part  sold  under  guaran- 
tee :  a  toy  that  stands  up  under  hardest  use. 

Have  you  ordered  your  Christmas  stock? 

CANADIAN  K.K.  COMPANY,  LIMITED 
(Sole  Canadian  Rights) 

ELORA ONT. 

Kid 

M  i 

a 

miKar PATE NT E >  APRIt.  3RD.  18ir 

.  2 — 2  to  -i 

No 

No.  3—3 
No.  4 — 1 years. 

t(  4  years . 
t"  8  years. 

East  West 
of  the  of  the 
Great  (ireat 
Lakes  Lakes 

..SI. 50  $1.7.5 

.  .  2.00  2.25 

.  .  2.50  2.75 

These  prices  strictly  maintainefl. 
Prices  to  dealers  on  ai)plication. 

Illlllllllillilllllllllllllllllllllllllllllllllllllllllllllilllllllllllllllill^^ nj:lillJI:lllllllUIIIJIJI.III.I 

A  TALKING  POINT ! 

Mr.  Retail  Furniture  Dealer !  Do  you  realize  in  selling  dresser,  sideboard,  or 

any  furniture  containing  mirrors,  the  talking  point  you  have  in  the  guarantee 
that  goes  with  all  Copper  Plated  Mirrors.  The  blue  label  on  front  and 

stamp  on  back  permit  you  to  guarantee  the  silvering  for  all  time. 

When  purchasing  furniture,  insist  on  the  label  and  use  it  in  your  selling  talk. 

This  is  a  fac-simile  of  the  label. 

I  COPPER  PLATED  MIRRORS  | 
^  are  manufactured  by  | 

I  PHILLIPS  MANUFACTURING  CO.,  LIMITED  | 
I  258  to  326  CARLAW  AVE.,  TORONTO,  ONTARIO  | 

?i,iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiMiiiiiiiiiiiiiu,i:iii^ 
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DIRECTORY  OF  MANUFACTURERS 

1  Geo.  ft  Lagan  Furniture  Co. \  Limited 
I  Med  a>  and  High  Grade  Dining  Room, 

I  Patio  'Hall  and  Library  Furniture. 

i  Farquh;  son-Gifford  Co.,  Ltd. 
I  Spec      s  in  Revolving  Seat  Davenport 
I  Beds,    >ing  Room  Furniture  and  Divanetles 

I         Stratfori  Chair  Co.,  Limited 
I  Diners^  Rockers,  Bedroom  Chairs.  Office, 
I  Den  am*  Library  Chairs,  Children's  Chairs. 
I  Buffets  and  Elxtenston  Tables. 
I  Dressers  and  Stands,  Chiffoniers. 

The  Kindel  Bed  Co.  Limited 
Davenport  Beds. 
Living  Room  Furniture. 
Couches,  Kroehler  Kodavs,  Divanettes 

Globe-Wernicke  Co.,  Limited 
Globe -Wernicke  Sectional  Bookcases. 
Globe  -Wernicke  Filing  Cabinets,  Filing 
Cabinet  Supplies,  Stationers'  Goods. 

Imperial  Rattan  Co.,  Limited 
Upholstered  Reed  and  Willow  Furniture  of 
every  description.  Upholstered  Living  Room 
Furniture  and  Chesterfields,  "Old  Hickory" Rustic  and  Garden  Furniture. 

Classic  Furniture  Limited. 

High  Grade  Bedroom  Furniture  in  Mahog- 
any, American  Walnut  and  Quartered  Oak. 

Stratford  Manufacturing  Co. 
Limited 

Kitchen  Cabinets,  Bake  Boards,  Ironing 
Boards,  Clothes  Racks,  Step  Ladders,  Lawn 
Swings,  Park  and  Verandah  Seats,  Camp 
Furniture,  Assembly  Room  Seats,  Canvas 
Cots  and  Chairs,  Folding  Chairs  and  Tables 

Stratford  Bed  Co.,  Limited 
Brass   Beds  and  Costumiers, 
Brass  Fire  Place  Rails. 

Stratford  Desk,  Limited 
Office  Furniture. 

SERVICE 

Furniture  dealers  all  know  ihe  value 

of  service  to  customers — know  it 

makes  friends,  brings  them  back 

and  keeps  them  coming. 

Stratford  manufacturers  also  know 

this,  and  practice  it.  They  do  many 

things  for  furniture  merchants  that 

never  figure  in  the  invoice.  They 

do  them  willingly  because  they 

know  that  the  right  goods,  backed 

by  good-will  and  service,  help  the 

furniture  into  the  home — where  the 

dealer  gets  his  money. 

Ask  any  of  the  advertisers  in  this 

section  what  you  want  to  know 

about  their  particular  lines.  Write 

them  for  catalogue.  They  will 

give  you  unequalled  service. 

Buy  Furniture  from 

STRATFORD 

CANADA 

? 
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THE  "KROEHLER  KODAV" 
A  Masterpiece  in  the  Art  oi 

Folding  Bed  Construction. 

Now  that  Christmas  is  drawing  near 
furniture  n  should  be  preparing  for 
the  increase  in  business  by  placing 

quick  selling  lines  on  their  floors. 

There  is  no  better  gift  for  the  house- 
wife than  a  Kodav.  Dealers  should 

have  one  of  these  new  beds  on 
exhibit  for  the  Christmas  trade. 

We  have  chairs  to  match  so  that  you 

can  make  up  a  living-room  suite, 

featuring  the  "Kroehler  Kodav" 

The  Kindel  Bed  Company,  Limited,  Stratford,  Ontario 

IMPERIAL  RA  7  TAN  LINES 

We  are  endeavoring  to  take  care  of  business 
offered,  but  have  been  unable  to  make  prompt 
shipments  on  account  of  war  conditions.  Dealers 

will  have  to  anticipite  their  requirements  by 
several  months  if  trade  conditions  remain  as  at 

present.  Materials  are  scarce  and  high  priced, 
skilled  labor  is  scarce,  and  there  is  no  reason  to 

expect  a  change  until  "Victory"  is  achieved  on 
the  field  of  batile,  which,  after  all,  is  the  only 
thing  that  concerns  Canada  at  this  moment. 

Imperial  Rattan  Co.,  Limited 

7 

Stratford,  Ont. 
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Specialists 

This  is  an  age  of  specialists.  Almost 

every  profession  and  trade  of  to-day 
have  their  separate  and  distinct  classes 

that  make  a  life  study  of  some  one 

special  line.  In  the  manufacture  of 

chairs  we  are  specialists— one  of  the  few 

that  enjoy  that  distinction.  We  manu- 
facture chairs  for  every  room  in  the 

house,  and  give  this  line  earnest  study 

and  constant  thought.  That  is  why 

we  can  meet  your  customers'  most 
exacting  demands. 

Brighten  up  your  stock  for  Christmas 

showing.  Write  us  for  illustrations  of 

our  new  and  latest  designs. 

The  Stratford  Chair  Co. 
LIMITED 

Stratford,  Ontario 
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What  Dealer  Has  Not  Felt  the  Need  of  More  Floor 

Space  Without  Detracting  From  the  General 

Good  Appearance  of  the  Store? 

TWIN 

With  the  Tilt-Top  "Twin"  Pedestal  Tables  this  is  possible. 

Only  the  base  determines  the  floor  space  needed.  This  is  usually  about  30x30 

inches,  where  formerly  the  table  top  (42  inches  to  60  inches,  round  or  Square) 

occupied  that  much  floor  space.    This  saving  of  floor  space  is  a  big  item. 

it  enables  you  to  place  the  tables  now  on  your  floor  into  33 Wo  less  floor  space. 

Or,  it  enables  you  to  show  six  Tilting-Top  "Twins"  in  exactly  the  floor  space 
occupied  by  four  Pedestal  Tables  of  any  other  construction. 

Besides,  it  makes  an  "out  of  the  ordinary"  table  display  one  that  attracts  atten- 
tion. Customers  immediately  see  that  you  have  the  latest,  and  gives  them  a 

"  hunch"  that  iheir  table  is  out  of  date,  it  gives  them  a  desire  for  a  Tilt-Top 

"Twin"  on  account  of  its  labor-saving  conveniences  in  the  home — easily  dusted, 
easily  moved  from  one  room  to  another. 

Chesley  Furniture  Co.,  Limited 

Chesley  -  Ontario 
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THE  KNECHTEL 

FURNITURE  CO. 
Limited 

HANOVER  ONTARIO 

No.   34% — Secretary — $14.25 IfiOE — Bath  Stool — $4.95 No.    322 — Secretary — $18.00 

No.    193 — F()iitst(H.l. 
Tipather — $5.10. 

Gift  Furniture 

No  furniture  dealer  should  overlook  the 

opportunity  presented  by  the  Christmas 
Season  for  increasing  his  sales. 

See  our  catalogue  No.  49  for  complete 
showing  of  suitable  goods. 

No.    133 — Pnntstool. 
Genuine    Siianisli  l^catlicr. 

$9.75. 

No.  422 
Record   Cabinet — $18.75. 

No.  204 — Morris  Chair. 
Spanish  Roan — $47.25.  Geiniine   Sjianish — $59.10. 

DISCOUNT   THESE    PRICES   66-2  3    PER  CENT. 

No.  709EM 
Medicine  Cal)inet  witli 

Mirror — $13.95. 

lllllllllllllUII  Jlliill! illlllllllllllllil illlillllilliillilllllllllllllllHI!! 
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WONDERFUL  SELLERS 

EMBOSSED       -       ANTIQUE       -  BURNISHED 

MOULDINGS 

THE  BIG  CANADIAN  MOULDING  HOUSE 

MATTHEWS  BROS.,  LIMITED 
788  DUNDAS  STREET TORONTO,  CANADA 

Mattresses  That  Measure  Up  to  a  Standard 

Furniture  dealers  will  have  a  line  of  mattresses  that 
will  sell  themselves  in  the  face  of  any  competition, 
and  we  know,  from  the  demand  among  progressive 
dealers  that  our  lines  have  measured  up  to  this 
standard. 

Our  mattresses  combine  every  genuine  advance 
along  these  lines,  and  will  give  splendid  service  to 

your  customers. 

One  of  the  big  problems  of  dealing  with  prospect - 
live  customers  is  being  able  to  give  service,  and 
while  you  may  extend  it  in  the  store,  you  have  got 
to  follow  it  up  in  the  home. 

Our  mattress  not  only  sell  themselves  in  the  face  of 

competition,  but  they  bring  back  the  satisfied  cus- 
tomers to  your  store  by  the  service  and  satisfaction 

they  give  in  the  home. 

Get  in  both  ways  on  this  line.    A  card  will  bring  particulars. 

THE  STANDARD  BEDDING  COMPANY 

27-29  Da  vies  Avenue 
Sole  Manufacturers 
and  Distributors Toronto,  Ontario 
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THE  BIGGER  AND  BETTER 

Meaford  Line 

Of  To-day 

mutually  profitable. 

The  Meaford  Manufacturing  Co. 

MEAFORD,  ONTARIO 
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^  DU  PONT  f& 

i<&^  U  S-  PAT  OFF 

Mtc  in  in    vca  ^  ol  ex|ieriei  ci.'  vviih        kinds  of 
u  ■>hol>l  ry  materi.ils    ihe  celebrjittd  house  of  S 
Karp^  n  &  Bro-    writes  as  'ollows. 

S.  KARPEN  &  BROS. 
Mik-'s  of 

UPHOLSTEHED  FURMTURE 
of  AH  K'.,ds 

Chicago.  August  6,  1917 
DU  PONT  FABRIKOID  CO. 

WILMINGTON.  DEL. 
Gentlemen  : 

In  line  with  the  establish  d  policy  of  the  well-known 
House  of  Karpen,  we  use  only  the  best  grades  of  m-ilerials  in  the 
manufacture  of  our  products,  and  on  all  grades  of  furniture  on  which 
K-a  pen  Sterling  Leather  is  not  specified  or  used  we  prefer  to  use 
Craftsman  Quality  Fabrikoid  rather  than  interior  split  leather  or 
substitutes  for  leather. Yours  truly, 

S.  KARPEN  &  BROS. 

Ask  /<"■  samples  and  prices 

Du  Pont  Fabrikoid  Co. 

TORONTO,  ONT, 

The  World's  Largest  Manufacturers 
of  Leather  Substitutes. 

At  all  times  it  is  essential  for  the  salesman  to  know  his 
goods,  but  when  limes  are  a  little  quiet  it  is  doubly  so, 
and  anyone  desirous  of  makmg  a  sue  ess  as  a  sales- 

man must  first  equip  himself  with  a  thorough 
knowledge  of  the  line  he  is  trying  to  sell. 

Here  is  he  book  which  you  need 
to  give  you  accurate,  concise, 
and  complete  furniture  information. 

THE  PRACTICAL  BOOK  OF 

PERIOD  FURNITURE 

By 

Harold  Donaldson  Eberlein 
and 

Abbot  McClure 

With  250  illustrations  that  illustrate 
RIGHT  FURNITURE 

A  special  feature  is  an  illustrative  chronological  key  for  the  iden- 
tification of  Period  Furniture.  Octavo.  Handsome  decorated 

cloth,  in  a  box — $6.00  net,  postage  extra. 
This  book  will  be  welcomed  by  all  those  who  wish  to  buy  Right 
Furniture  (Antique  or  Reproduced )  for  the  Household,  by  all 
dealers  in  the  same,  and  by  all  makers  of  Correct  Reproductions. 
Whether  you  are  a  Salesman,  Manufacturer,  Dealer,  Designer, 
or  Connoisseur,  you  should  buy  this  Handsome  Practical  Volume. 

PRICE  $6.10,  Postage  Paid 

CANADIAN  FURNITURE  WORLD 
and  THE  UNDERTAKER 

32  COLBORNE  ST.,  TORONTO 

TRADE  MARK 

Leggett  &  Piatt 

She  Doesn't  Know  It 

But  that  customer  of  yours  wants  a  L.  &  P.  Coil  Spring  RIGHT  NOW. 

She  has  a  contraption  on  her  bed  that  keeps  the  mattress  off  the  floor.  But  it's  a  sleep- 
murdering,  back-breaking  thing  to  spend  a  third  of  a  life  time  on.  Her  husband  thinks  he  has 

"back  trouble,"  but  the  truth  is  it's  "spring  trouble."  But  don't  wait  for  her  to  ASK  for  an 
L.  &  P.  Next  time  she  comes  in  tell  her  how  comfortable,  how  essentially  healthful,  how  neces- 

sary to  the  well-being  of  the  whole  lamily  is  the  gently  yielding,  body -fitting,  noiseless  Leggett  & 

Piatt  Coil  Spring.  You'll  make  a  sale,  a  profit  and  a  friend.  There  is  a  big  dormant  demand 
for  L.  &  P.  springs  in  your  town.    Wake  it  up. 

The  Leggett  &  Piatt  Spring  Bed  Co,,  Limited 

Windsor,  Ont. 
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QUEEN  ANNE 

DINING  ROOM  SUITE 

IN  AMERICAN  WALNUT 

No.  9700 

OUR  SPECIALTY 

i$  comple  e  suites  in  correct  and  exclusive  "period"  defigns. 
Our  lines  containing  splendid  samples  o(  chaste  designs 

and  superior  workmanship.    Write  for  prices. 

Remember 

our  Permanent 

Wholesale 

Showrooms  at 

136-140 

King  St.  East, 

Toronto 

are  open  all  the 

year  around  and 
afford  the  dealer 

with  a  prospective 
customer  every 

opportunity  to 
make  a  sale. 

When  in  Toronto 

make  our  Show- 

rooms your  head- 

quarters. 

FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 

Panada  Furniture^anufacturers Limited 

GENERAL  OFFICES  :   WOODSTOCK.  ONT. 

WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 

FACTORIES  : 

WINGHAM 
WALKERTON 

WIARTON 
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G.  L  IRISH 

499  WEST  QUEEN  ST.,  TORONTO 

Manufacturer,  Importer  and  Wholesale 
Dealer  in  Picture  Frames,  Mirrors, 

Mouldings,  Mat  Board, 
Statuary,  etc. 

ALWAYS  SOMETHING  NEW 

Dealers  should  write  us  for  our  big 

$50  assortment  of  framed  pictures, 

including  oil  paintings,  artotypes,  photo- 

gravures, etchings,  chromos,  pastels. 

Our  $50  assortment  of  statuary  is 

making  a  big  hit.  The  biggest  assort- 
ment of  ornamental,  historical  and 

classical  statuary  on  the  market  for 

$50. Thi«  picture,  with  glass,  size  16  x  20  inches. 
Assorted  Frames  and  Assorted  Patriotic  Pictures,  $12  per  doz. 

Royal  Patent  Twin  Link  Spring 

IS  THE  BEST  YOU  CAN  SELL  OR  RECOMMEND  TO  YOUR  CUSTOMERS 

guaranteed 

10 

^ears 

unexcelled 

/or 

quality 

The  most  comfortable,  noiseless,  and  lightest  Bed  Spring  of  this  character  ever  devised. 

Small  mesh  openings,  longitudinal  double  wire  links  of  just  the  proper  size  for  flexibility,  resili- 

ence, comfort  and  strength.  There  are  no  loose  connecting  links  cross-wise  to  become  di.splaced 
and  noi.sy.  The  straight  pull  of  the  twin  links  on  the  helical  springs  means  great  comfort  for 
both  occupants  of  a  double  bed,  as  there  can  be  no  sagging  whatever. 

The  Canadian  Feather  &  Mattress  Co.,  Limited 

TORONTO 
OTTAWA 
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The  Last  Word 
in  Sofa  Beds 

DIVANETTES 

Means  Quality  and  Strength 

This  Divanette  is  something  new  in  this  line  of  furniture  and 
has  made  a  popular  appeal  to  all  buyers. 

Its  outstanding  features  are: 

/  st  —  Triangular  support  on  all  frame  work-  2nd — Separate  bed  spring  and  mattress. 
3rd — Troubleproof  in  operating. 

4ih — Rigidity  and  firmness  found  in  no  other  bed.       5th — One  finger  will  open  it. 
Now  is  the  time  to  show  this  feature  line. 

Your  customers  are  looking  for  something  suggestive  of  com- 
fort for  the  coming  winter,  and  you  can  satisfy  their  wants  with 

this  line,  as  well  as  make  a  nice  profit  for  yourself. 
MANUFACTURED  BY 

Strength, 

Durability  and 

Easeof  Operation 

THE  SANITARY  BEDDING  COMPANY,  Limited 
TORONTO      -      -      -  ONTARIO 

SHAFER  CHESTS 

for  XMAS  GIFTS 

Th  s  Shafer  Chesl  is  a  live  seller  because  it 
combines  attractiveness,  fashion  and  util  ty 
with  moderate  price.  An  appeal  the  modem 
woman  can  t  resist.  Send  us  a  trial  order  for 
the  holiday  trade.     Write  for  catalog. 

D.  L.  SHAFER  &  COMPANY 

ST.  THOMAS  ONTARIO 

THE  WABASH  SLIDE 

MADE  BY 

B.  WALTER  &  CO.,  WABASH.  IND. 

The  Largest  EXCLUSIVE  TABLE 
SLIDE  Manufacturers   in  America. 

SLIDE  making  a  SPECIALTY  BUSINESS 

Because  of  our  SPECIAL  EQUIPMENT  we  can  make 
SLIDES  BETTER  and  CHEAPER  than  the  furniture 
manufacturer  who  makes  a  dozen  articles. 

Many  of  THE  BEST  CANADIAN  TABLE  MAKERS 
are  using  WABASH  SLIDES. 

WHY  ?    Because  we  make  a  better  slide  at  a  lower  cost. 

DEALERS— INSIST  on  WABASH  SLIDES 
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Your  Business  Prosperity  is 

closely  related  to  the  Success  of 

Canada's  Victory  Loan 

YOUR  business  prospers  because 

your  customers, — farmers,  mechan- 
ics, clerks,  workmen  and  others — have 

plenty  of  money  to  spend.  They  have 
plenty  of  money  to  spend  because 
business  has  been  good. 

And  business  has  been  good  largely 
because  of  the  millions  upon  millions  of 

dollars  spent  by  Great  Britain  for 

Canada's  natural,  agricultural  and 
manufactured  products. 

But  Great  Britain  needs  credit,  if  she 

is  to  continue  spending  money  in  Can- 
ada. Otherwise  she  will  buy  where 

credit  is  available. 

Canada's  Victory  Bonds  are  being 
sold  to  the  people  of  Canada  in  order 
that  the  credits  Great  Britain  requires 

may  be  established. 

This  money,  loaned  by  the  people  of 

Canada,  and  re-loaned  by  Canada  to 
Great  Britain,  will  find  its  way  back  to 

the  people  of  Canada. 

The  relation  between  your  business 

prosperity  and  the  success  of  Canada's 
Victory  Loan  is,  therefore,  very  close 
indeed.  In  fact,  your  business  cannot 
continue  to  prosper  as  it  has  been 

prospering,  unless  the  issue  of  Canada's 
Victory  Bonds  is  a  complete  success. 

Canada's  Victory  Bonds,  moreover, 
are  an  exceptionally  good  investment. 
They  earn  a  good  rate  of  interest;  the 
principal  is  secured  by  the  signed  pledge 
of  Canada  backed  by  all  the  resources 
of  Canada.  Any  bank  will  lend  money 
upon  their  security  alone.  And  the 
Bonds  can  be  sold  at  any  time. 

INVEST  YOUR  MONEY  IN 

CANADA'S  VICTORY  BONDS 

And  take  every  opportunity  to  explain 
to  your  customers  how  necessary  the 

success  of  Canada's  Victory  Loan  is  to 
their  own,  and  their  country's  pros- 
perity. 

It  is  the  part  of  wisdom  to  do  so  be- 
cause of  the  reasons  given.    And  it  is  a 

patriotic  duty  because  Canada  needs 
money  so  that  she  may  continue  to 
provide  her  fighting  forces  with  food, 
clothing  and  munitions  necessary  to 

keep  on  fighting  shoulder  to  shoulder 
with  Great  Britain  and  the  Allies  until 

victorious  peace  is  achieved. 

Your  Banker  will  help  you  to 

BUY  CANADA'S  VICTORY  BONDS 

to  the  fullest  possible  extent. 

Issued  by  Canada's  Victory  Loan  Committee 
in  co-operation  with  the  Minister  of  Finance 

of  the  Dominion  of  Canada. 

52  , 
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THE 

GOLD  MEDAL  LINE 

of  UPHOLSTERED  FURNITURE 

WE  RESPECTFULLY  CALL  THE  ATTENTION  OF  DEALERS  TO  OUR  REVISED 

PRICE  LIST  OF  FURNITURE  AND  BEDDING,  EFFECTIVE  OCTOBER  Ist. 
WRITE  US  FOR  COPY  IF  YOU  HAVE  NOT  RECEIVED  ONE  BY  MAIL. 

The  Gold  Medal  Furniture  Mfg.  Company,  Limited 

TORONTO,  UXBRIDGE,  MONTREAL,  and  WINNIPEG. 

liilllllliilliilillillillllliiililillililiiilii^ 
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Riccardo 

Stracciari 

as  "Figaro" 

Another 

Triumph 

for 

Columbia 

Records 

Riccardo  Stracciari, 

the  great  Italian  baritone, 
makes  records  exclusively 
for  Columbia. 

In  line  with  the  Columbia  policy  to  always  give  you 
the  best,  we  have  secured  the  services  of  Riccardo 
Stracciari,  the  great  Italian  baritone,  who  will  sing 
exclusively  for  Columbia. 

Stracciari  has  sung  in  the  great  operatic  centres  throughout  the  world  ;  at  La  Scala 
in  Milan,  at  the  opera  houses  of  Moscow,  Petrograd,  Havana  and  Buenos  Ayres— and 
this  season  will  appear  with  the  Chicago  Opera  Company  in  Chicago  and  New  York. 

Stracciari's  superb  voice,  so  wonderfully  deep  and  powerful,  is  perfectly  reproduced in  the  records  he  has  made  for  the  Columbia. 

This  acquisition  of  one  of  the  world's  greatest  baritones  is  just  another  step  toward 
that  goal  of  ideal  co-operation  between  the  dealer  and  the  public  which  is  the  con- 

stant aim  of  Columbia. 

Columbia  Records  are  easier  to  sell  because  they  are  the  records  the  public  wants. 

Columbia  Graphophone  Company 

Factory  and  Headquarters 

Toronto,       -  Canada 
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Practical  Suggestions  for  Going  After  Xmas  Trade 

A  few  ideas  that  can  be  utilized  to  advantage 
by  the  furniture  dealer  in  his  Xmas  campaign. 

THE  featuring  of  small  pieces  of  furniture  for 
I  Christmas  gifts  in  a  department  especially  set 

aside  for  them  is  an  idea  that  every  furniture 
store  should  make  use  of.  Such  an  arrangement  is  of 
great  convenience  to  customers  looking  for  holiday 

gifts,  as  it  allows  of  a  ready  selection  without  journey- 
ing throughout  the  store  to  find  what  they  want.  It 

accordingly  saves  a  good  deal  of  the  time  of  clerks  in 
serving  customers  during  the  rush  season. 
When  the  stock  of  the  gift  section  has  been  selected, 

advertise  the  opportunity  offered  the  gift-seeker  in 
the  convenient  as  well  as  the  practical  solution  of  the 
Yuletide  problem.  Establish  your  gift  stock  as  a 
store  within  a  store  and  give  it  the  proper  setting  and 
atmosphere. 

An  Unusual  Xmas  Furniture  Window 

An  unusual  window  trim  was  arranged  last  year  by 
a  furniture  store.  It  showed  the  Nativity  scene,  with 
its  stable,  scenery  of  the  town  of  Bethlehem  and  the 
sloping  hillside  pastures,  where  the  shepherds  were 

"tending  their  flocks."  The  groupings  of  Mary  and 
Joseph,  the  three  wise  men  and  the  shepherd  boy, 
about  the  manger  where  lay  the  Christ  Child,  offered  a 
simple  but  beautiful  illustration  of  the  Bible  story. 
With  its  brilliant  coloring,  electric  lighting  and  effect- 

ive arrangement,  it  gave  a  lasting  impression  of  the 
true  Christmas  spirit. 

It  took  considerable  trouble  to  stage  this  setting, 
and  the  average  dealer  would  not  be  able  to  attempt 
anything  so  elaborate.     There  is  no  reason  however, 
why  the  idea  should  not  be 
worked   out   to   good  ad- 
vantage. 

Feature  Pictures  as  Xmas 
Gifts 

The  advent  of  the  Christ- 
mas season  should  be  the 

sign  for  the  furniture  deal- 
er to  swing  his  picture  de- 

partment into  prominence, 
for  the  last  two  months  of 
the  year  are  the  best  of  the 
twelve  for  this  line.  A 
good  picture  is  always  ac- 

ceptable as  a  Christmas 
gift,    and    t  h  e  furniture 

Tlio  store  should  be  given  a  fest 
selling  season.      Here  is 

dealer  Avho  stocks  pictures  to  any  extent  whatever, 
should  take  advantage  of  the  Christmas  season  for 
augmenting  his  sales.  They  should  be  well  arranged 
in  the  interior,  and  also  given  prominence  in  the  Avin- 
dow.  If  your  stock  is  large  enough  it  will  be  found 
good  business  to  devote  an  entire  window  to  the  line 
previous  to  Xmas. 

The  store  should  have  a  representative  selection  to 
choose  from,  so  as  to  impress  customers  with  the  fact 
that  pictures  form  a  regular  department,  and  not 
merely  a  holiday  sideline. 

Attention  to  Holiday  Lighting 

Plenty  of  light  is  a  good  trade  attractor.  So  imieh 
so  that  the  business  men  in  certain  centres  find  it  profit- 

able to  arrange  for  special  street  lighting  during  the 
Christmas  season  in  order  to  draw  the  crowds  to  their 
street. 

In  the  same  way  it  is  desirable  that  the  store  itself 
be  well  lighted.  The  illumination  in  many  stores  dur- 

ing the  Christmas  season  is  bad.  This  is  a  mistake. 
If  necessary,  more  lights  .should  be  added  or  at  least, 
good  bulbs  should  be  installed,  so  as  to  brighten  up  the 
store. 

Short  Holiday  Selling  Ideas 

One  dealer  last  year  in  giving  a  variety  of  sugges- 
tions in  his  ad.  arranged  the  works  in  the  shape  of  a 

Xmas  tree. 

A  Toronto  dealer  sent  out  a  typewritten  circular 
letter,  calling  attention  to  the  appropriateness  of  a 

kitchen  cabinet  for 
"Mother." 

Special  window  back- 
grounds and  settings  can 

frequently  be  arranged  in 
advance  .«o  as  to  save  time 
in  changing  displays  at  a 
season  Avhen  it  is  desirable 
to  keep  the  window  work- 

ing full  time. 
A  mirror  can  be  arranged 

on  the  window  floor  to 

represent  ice  in  a  winter 
scene.  Cotton  batting  will 
do  for  snow. 

A'  Santa  Clans  makes  a 
good    feature    for    a  tov ive  appearance  during  the  holiday         \j.  ̂  

a  suggested  arrangement.  display. 



18 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER November,  19T 

Suggestions  for  Promoting  Sale  of  Christmas  Goods 

Ideas  that  the  furniture  dealer  may  use 
to  speed  up  sales  in  the  Xmas  campaign. 

IT  is  the  constant  reminder  that  impresses  a  thing  on 

a  person's  mind.  Realizing  this,  one  dealer 
prepares  a  Christmassy  card  early  in  November, 

pointing  out  that  his  store  is  the  headquarters  for  the 
best  in  Xmas  gifts.  These  are  enclosed  in  all  out- 

going packages  and  serve  to  drive  home  strongly  to 
customers  that  a  feature  is  being  made  of  gifts  by  the 
store. 

AIRSHIP  AS  FEATURE  OF  GIFT  WINDOW 

Now  that  aeroplanes  are  so  prominent  in  the  public 
I'.'.ind.  why  not  have  a  representation  of  one  as  a  cen- 

tral feature  for  a  Christmas  window,  showing  Santa 
Clans  using  one  as  a  means  of  carrying  suitable  Xmas 
gifts? 

The  bottom  of  the  window  could  be  made  to  repre- 
sent the  roof  of  a  house  with  a  chimney  in  the  centre. 

White  cotton  can  be  used  to  represent  snow.  The 
moon  and  stars  might  be  represented  by  yellow  cheese- 

cloth, cut  out  and  pasted  on  the  background. 

STUDY  COLOR  EFFECTS  IN  WINDOW 
TRIMMING 

Til  order  to  make  your  window  displays  effective  you 
must  study  color  efiPeets.  A  harmonious  Avindow  will 
attract  unconsciously,  while  one  in  which  the  colors 
are  badly  and  untastily  mixed  will  repel — unconsci 
ously.  too,  quite  frequently.  Also,  you  must  be  care- 

ful to  use  light  colored  things  as  much  as  possible  and 
fivoid  dai'k,  solid  masses.  A  window  trimmed  en- 

tirely in  black  is  nothing  more  nor  less  than  a  mirror. 
The  glass  against  the  dark  makes  a  good  reflector,  but 

a  poor  display.  Where  black  or  dark  things  are  to  b° 
used,  a  light  backgroimd  should  by  all  means  be  em- 
nloved. 

DON'T  NEGLECT  STAPLES 

In  the  rush  of  Christmas  business  and  the  special 
lines  that  it  brings  into  demand  do  not  neglect  the 
staple  lines.  The  aim  should  be  not  to  have  Xmas 
business  take  the  place  of  regular  trade,  but  merely 
be  a  supplement  to  it.  By  all  means  go  after 
Xmas  business  for  all  you  are  worth,  but  remember 
there  is  a  demand  for  staples  at  this  season  just  as 
well  as  any  other  time.  Go  after  both  regular  and 
special  business. 

MAKE  A  NOISE 

T  recall  when  the  United  Cigar  Stores  were  first 
started  by  Mr.  Whelan.  He  told  me  he  had  been 
advertising,  but  without  any  results.     T  said  to  him: 

"You  advertise  as  my  eat  walks  into  the  room.  If 
I  don't  see  her  by  accident  T  don't  know  she's  there. 

"You  advertise  as  if  you  went  to  the  cigar  counter 
ir.  a  hotel  and  told  the  girl  you  were  selling  cigars  and 
aslscd  how  much  the  hotel  would  charge  you  to  whisper 
the  fact.    She  told  yon  a  whisper  would  cost  you  $0, 

and  then  you  asked  her  how  much  for  a  yell.  When 

she  told  you  $50,  you  handed  over  $5  and  said  you'd take  one  whisper. 

"You  whispered,  but  nobody  heard  you,  and  you 
left  the  hotel  imagining  that  you  had  saved  $45, 

when  you  had  really  thrown  away  $5." 
No  matter  what  you  say  with  the  written  or  spoken 

word,  you  must  say  it  as  if  it  had  never  been  said  be- 
fore. I'd  be  ashamed  to  write  an  advertisement  that 

was  not  looked  at  by  every  reader  the  paper  had.  You 
must  write  an  advertisement  so  that  people  will  see, 

will  read,  Avill  understand  and  will  believe. — Arthur Brisbane. 

A  CHRISTMAS  DISPLAY  SUGGESTION 

A  platform  for  the  display  of  Christmas  goods  may 
be  in  an  open  space  on  the  floor  or  in  a  window.  The 
best  method  is  to  build  three  platforms  out  of  inch 
lumber  and  build  them  up  in  a  sort  of  pyramid  as 
shown  in  the  accompanying  illustration.  These 
should  be  perfectly  rigid. 

The  first  platform  should  be  about  24  inches,  the 

Interior  platform  for  displaying  small  Xmas  goods.      Its  con- struction is  described  in  accompanying  article. 

second  about  18  inches  and  the  third  about  15  inches. 
All  three  should  be  covered  with  red  cambric. 

On  the  top  build  a  framework  in  the  shape  of  ;i 
chimney  and  cover  with  brick  crepe  paper,  or  mark 
bricks  on  the  red  cambric  with  white  chalk. 

Coming  out  at  the  top  put  a  Santa  Claus  figure.  A 
Santa  suit  can  be  stuffed  out  for  the  body,  mittens  for 
the  hands  and  a  Santa  mask  and  cap  stutfed  out  for  the 
head.  If  you  can  borrow  an  old  wax  head  to  use  the 
mask  on  you  can  get  a  better  effect. 
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Back  Xmas  Windows  Up  by  G  ood 

Interior  Display 

DURING  the  Christmas  sales  campaignthe  windows  should  be  worked  to  the  limit  in  a  grand 
effort  to  establish  a  new  sales  record  for  the  festive  season.     It  is  a  good  plan  to  prepare 
a  schedule  of  window  displays  for  the  season  and  make  preparations  in  advance  for  turn- 

ing out  displays  that  will  really  attract  attention. 
Windows  should  also  be  backed  up  by  good  interior  arrangement.  Beautify  your  store  and 

give  it  the  Christmas  air  in  every  way  possible.  Make  use  of  flowers  and  foliage  decorations  to 
give  an  attractive  appearance  to  the  store.  Study  the  arrangement  of  stock  so  as  to  appeal  to 
the  eye,  and  use  plenty  of  show  cards  to  interest  customers  in  lines  on  display. 
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Use  Advertising  Liberally  in  Christmas  Drive 

Advertising  allows  the  dealer  to  reach  out  for 
trade — Some  suggestions  as  to  wa\;s  and  means. 

ONE  of  the  most  effective  means  of  securing  the 
best  results  from  the  Christmas  campaign  is  by 
a  liberal  vise  of  advertising.  Attractive  dis- 

play in  store  and  window  coupled  with  good  salesman- 
ship may  get  the  trade  of  those  who  visit  your  store, 

but  advertising  allows  you  to  reach  out  and  gather  in 
the  patronage  of  a  larger  circle.  It  also  brings  sug- 

gestions to  customers  in  the  quiet  of  their  own  home, 
where  many  important  decisions  regarding  Xmas  pur- 

chases are  made.  In  addition,  advertising  spreads 
the  Christmas  spirit  which  is  quite  an  important  factor. 

Kind  of  Copy  Important 

Retail  advertising  ranges  the  highest  both  in 
quantity  and  quality  during  the  campaign  for 
Christmas  business.  Every  retailer  realizes  that 
there  is  business  to  be  had  at  this  time  and  that  it  is 
incumbent  upon  him  to  make  a  strong  bid  for  it.  One 
of  the  things  that  we  wish  to  impress  upon  the  dealer 
is  that  the  mere  use  of  larger  space  is  not  going  to 
produce  big  results.  He  must  put  selling  copy  into 
the  larger  space  used. 

Time  and  attention  should  be  given  to  the  prepara- 
tion of  copy.  The  plan  used  by  one  dealer  last  year 

of  preparing  the  major  portion  of  his  Xmas  campaign 
copy  in  advance,  is  one  to  be  commended.  When  the 
big  selling  season  arrives  the  dealer  has  so  many  things 
to  look  after  that  it  is  difficult  in  the  rush  of  business 

to  settle  down  to  writing  good  copy.  This  difficulty 
is  overcome  to  a  large  extent  by  preparing  copy  in  ad- 

vance. Of  course  there  will  be  some  details  that  can- 
not be  put  in  until  just  before  the  ad.  is  used,  but  such 

minor  matters  are  easily  looked  after  once  the  general 
scheme  of  the  ad.  has  been  arranged. 

For  the  dealer  in  the  smaller  cities  and  towns,  the 
local  paper  is  one  of  the  best  mediums  that  can  be 
used.  The  merchant  in  the  larger  centre,  without  he 
has  an  extensive  business,  will  find  the  use  of  cir- 
ciilars  or  letters  to  be  sent  only  to  prospective  pur- 

chasers, preferable.  An  attractive  letter  might  be 

gotten  ■  up  with  some  appropriate  decorations  in  red 
and  green.  It  might  be  made  to  read  something  along 
the  line  of  the  following  letter,  taken  from  an  ex- change : 

"DO  YOUR  CHRISTMAS  SHOPPING  EARLY 

Dear  Madam :  Now  that  the  Christmas  season  is  here 
again  you  will,  no  doubt,  be  looking  for  appropriate 
gifts  for  members  of  your  family  and  friends.  We 
cordially  invite  you  to  call  at  our  store  and  inspect 
the  many  useful  and  beautiful  articles  that  we  have 

grouped  together  for  the  convenience  of  our  customers' selection. 

You  can  shop  at  our  store  in  comfort,  free  from  the 
crowds  and  turmoil  of  the  big  stores.      We  believe 

The  Robert  Simpsosi  Company,  Limited 

You  are  Invited  to  Attend  the  Opening  of  Simpson's 
FURNITURE  GIFT  SHOR 

GIFT  FURNITURE  FOR  CHRISTMAS 

ThcRobert  Simpson  Companj'.Limiied 

Are  You  Spending  Your  Mone>  To 
Best  Advantage  fot^Chnslmas  Gifts? 

•t  »4  OO.  aSMK  SS.M  I 

i<  M.M.  VT  SO.  •  ■"■  » 

'cTit,  D-  A.  5mith  Limited 931  GRANVILLE.  STREtT 

Chri&tm&s  4  Weeks  Away 
41  Barringtoo  Street 

>«>OC::;:::::;:::::::;:::::::::::>«o<:-^ 

M  o  n  c  t  o  i\         I  ,"m™T',S    I  ? 
Carpel  fir"  Furniture  Company  :: 

11  Christmas  Gifts  ThaitLastjll 

y  We  Will  jfol  De 
"" 

Wrigbft 

Moncton  Carpet  Furniture  Co.  j 
lt>oo<::::;:::::;:;:::::::::;:::;::>oo<:::::::;;::;::":;;;;::::::;:>^ 

This  Miction  Morris  Chair 
«pn  or  nucuiiw  rvk  un  nrh  tidr  undn  ̂ rmt.  tJtKb- .Mr  iprvsg  bark  uid  Ml  upholitrmi      im-'nifnliitr.  tmk 

Price  9.4S 

WRIGHTS  LIMITED 

Group  of  Christmas  advertisenieiits  of  Canadian  dealers  that  will  offer  suggestions  to  the  reader. 



November,  1917  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER 21 

you  will  be  better  able  to  find  here  just  what  you  want. 
A  visit  of  inspection  places  you  under  no  obligation. 

Trusting  that  we  may  have  the  pleasure  of  serving 
you,  and  thanking  you  for  past  custom,  we  are. 

Yours  for  a  Merry  Christmas, 

The  Up-to-Date  Store. 

If  we  are  to  ask  people  to  "Do  their  Christmas  shop' 
ping  early"  it  will  be  necessary  for  the  dealer  to  be 
up  and  doing  that  he  may  be  prepared  for  it.  It  is 
absolutely  necessary  that  the  store  should  make 
an  efiPort  to  secure  its  share  of  Christmas  trade,  other- 

wise— it  will  be  only  a  period  of  stagnation  for  you 
while  other  dealers  are  reaping  the  harvest. 

PLANS  FOR  THE  ADVERTISING  CAMPAIGN 

As  a  campaign  cannot  be  carried  on  successfully 
without  the  aid  of  advertising,  it  is  advisable  that  plans 
should  be  made  for  carrying  this  out  in  the  most  ef- 

fective manner  possible.  Advertising  to  be  ef¥ective 
demands  time  and  attention.  It  does  not  require  great 
skill  to  write  an  ef¥ective  advertisement.  All  that  the 
dealer  has  to  bear  in  mind  is  that  he  should  put  on 
paper,  in  as  brief  and  concise  a  way  as  possible,  the 
particular  selling  points  about  the  goods  he  is  advertis- 

ing. If  he  turns  over  in  his  mind  what  he  would  say 
to  a  customer  were  he  talking  to  him  face  to  face  he 
would  soon  be  able  to  determine  what  he  should  say  in 
his  announcement.  Give  particular  attention  to  the 
first  lines.  The  very  first  line  is  intended  to  arrest 
and  hold  the  attention  of  the  reader.     Consequently  it 

should  deal  specifically  with  the  subject  in  hand.  It 
is  inadvisable  as  a  rule  to  put  the  name  of  the  adver- 

tiser both  at  top  and  bottom  of  the  advertisement.  Not 
only  is  it  waste  of  space,  but  it  impairs  the  effectiveness 
of  the  advertisement. 

WHEW  TO  STOP  ADVERTISING 

Will  a  merchant  who  is  wise 
Ever  cease  to  advertise? 
Yes — when  the  trees  grow  upside  down; 
When  the  beggar  wears  a  crown; 
When  ice  forms  on  the  sun ; 
When  the  sparrow  weighs  a  ton ; 
When  gold  dollars  get  too  cheap; 
When  women  secrets  keep ; 
When  a  fish  forgets  to  swim; 
When  Satan  sings  a  hymn ; 
When  girls  go  back  on  gum; 
When  the  small  boy  hates  a  drum; 
When  no  politician  schemes; 
When  mince  pie  makes  pleasant  dreams, 

When  it's  fun  to  break  a  tooth; 
When  all  lawyers  tell  the  truth ; 
When  the  drummer  has  no  brass — 
When  these  things  all  come  to  pass, 

Then  the  man  that's  wise 
Will  neglect  to  advertise. 

The  Lady  (engaging  a  new  maid) — And,  of  course,  I 
expect  you  to  be  very  discreet. 

The  Maid  (eagerly) — Yes,  mum,  certainly,  mum. 
And  will  there  be  much  to  be  discreet  about,  mum? 

None  Too  Soon  to 

Face  the  Xmas  Gift  Question 
We  will  all  be  happier  Christmas  Day  if  the  presents  that  are  to  be  bought  are  selected  early  ana  tucked  away 
awaiting  the  festal  morn.  The  Adams'  Store  is  fully  ready  to  help  you  to  an  early  solution  of  the  (jitt  ljues- tion.    We  have  assembled  thousands  of  things  givable  that  can  be  bought  at  moderate  prices.  ■ 
In  IhU  ttore  il  i«  extrtmtly  «<"y  'o  l>*y  eft:    Tht  whoU  Immilr  'od  thote  attached  to  it  by  eariaat  tiei  ol  Iricndthip  can  be 
by  making  UM  af  our  "Charge  Account"  plan,  which  make*  it  eaaier  to  buy  good  gifta  than  could  be  otherwise  bought. 
One  doet  not  need  to  be  extravagant  il  one  wanU  to  be  economical.    Some  tplendid  chances  to  practice  economy  are  olfered  lor  Monday^ 

Odd  Wood  Beds 
CiMrtn*  at  Under  Cost  Prlcaa 

GOOD  introductory  ad.  to 
the  Cliristmas  campaisn 

used  to  good  advantage  by  a 
Toronto  firm.  Deaiers  would 
do  weil  to  get  customers  to do  as  mucli  of  tlieir  Xmas 
slio])i)ing  in  advance  as  pos- sibh'.  Customers  liave  then 
an  opportunity  for  better 
selecting  (if  gifts,  and  by  get- 

ting a  good  deal  of  Xmas 
shopping  over  early,  the 
dealer  is  in  a  better  position 
to  cope  with  the  rush  of  the last  week  or  so. 
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Some  Pertinent  Views  on  Advertising  for  Retailers 

An  educational  force  Adoertising  as  news 
—  Some  pointers  —  Plans  for  a  campaign. 

ADVERTISING  is  art,  science  and  education  com- 
bined.  It  is  a  profession  yet  in  its  dawn.  No 

one  man  can  claim  to  be  it,  to  know  it  all,  or  to 
be  able  to  tell  what  kind  of  publicity  will  result  in  thi; 
success  of  the  products  exploited. 

Good  advertising  is  anything  that  causes  people  to 
know,  to  remember,  to  act.  Advertising  is  a  great 
deal  like  fishing,  you  angle  for  business.  If  your  bait 
is  good  and  you  put  your  hook  into  the  right  pool  you 
will  get  bites.  When  you  have  an  inquiry,  if  you 
handle  it  right,  you  will  get  a  sale. 

The  first  requisition  to  successful  advertising  is  a 
meritorious  article ;  second,  confidence  in  its  merit ; 
and  third,  enthusiasm.  Advertising  must  be  persistent 
— spasmodic  advertising  never  pays,  it  is  too  soon  for- 

gotten. An  effective  form  of  advertising  is  the  praise 
of  customers.  Make  your  customers  satisfied  and  feel 
that  your  interest  in  them  does  not  end  when  they 
have  bought  your  goods,  and  you  have  one  of  the  best 
forms  of  advertising  in  existence. 

Advertising  is  becoming  a  great  educational  force. 
The  people  are  educated  to  call  by  name  for  almost  ail 
of  the  articles  they  now  purchase  to  eat,  to  wear,  or  to 
use.  It  is  a  reasonable  prophecy  that  in  ten  years  it 
will  be  almost  impossible  for  the  dealer  to  sell  un- 

known, unnamed  and  unadvertised  goods. 
When  the  consumer  sees  a  certain  brand  of  goods 

and  these  goods  give  satisfaction,  he  invariably  wants 
more  of  the  same  kind  and  it  is  an  easy  matter  for  him 
to  secure  the  goods  if  the  article  is  trade-marked,  and 
he  can  call  for  it  by  name ;  and  the  customer  who  buys 
goods  by  name  is  the  best  customer  for  the  dealer,  be- 

cause when  he  comes  to  the  store,  he  knows  exactly 
what  he  wants,  calls  for  it  by  name,  and  it  is  necessary 
only  for  the  dealer  to  deliver  the  article  asked  for.  It 
is  possible  for  the  dealer  to  transact  twice  the  volume 
of  business  in  the  same  period  of  time  with  customers 
who  are  educated  by  advertising  and  do  their  buying this  way. 

ADVERTISING  AS  NEWS 

The  great  progress  which  has  been  made  in  the 
science  of  advertising  within  the  past  twenty  years  is 
nowhere  more  convincingly  evidenced  than  in  the  ad- 

vertising pages  of  almost  any  popular  magazine,  which 
are  fully  as  interesting  to  the  average  reader  as  the 
reading  pages. 

Yet  they  can  never  be  as  interesting  as  the  advertise- 
ments in  a  good  trade  paper,  for  there  are  many  ad- 

vertisements in  a  popular  magazine  which  are  not  of 
interest  to  every  reader,  while  in  the  trade  paper  there 
is  not  one  which  does  not  directly  concern  the  reader 
in  his  business  and  which  does  not  offer  him  something 
which  will  either  bring  him  more  business  or  enable 
him  to  take  care  of  what  business  he  already  has  with 
greater  economy,  less  work  and  trouble,  or  increased 

profit.  Instead  of  saying  to  the  reader:  "Buy  my 
wares,"  as  the  advertisements  in  the  popular  magazine 
do,  the  advertisements  in  the  trade  papers  say:  "Let 
me  show  you  how  I  can  help  you  in  your  business." This  could  not  be  true  were  it  not  for  the  fact  that 
wholesalers  and  manufacturers  have  learned  to  make 

their  advertising  interesting,  to  put  real  news  into  it. 

A  COMFY  CHAIE  IS  A  PERSONAL  GIFT 

YOU  desire  to  be  personal  in  your  gift-making — your  lan-e  im- portant   Christmas   thought?       Then   choose    a    Chair,  from 
among  the  many  at  Holland's — they  are  as  comfy  as  they  are beautiful. 

Choose  from  the  assortment  that  we  have  gather?d  together 
specially  with  Christmas  in  view — every  chair  an  exemplifica- 

tion of  the  furniture  maker's  craft  at  its  best. Perhaps  you  would  be  even  more  pretentious  in  your  gift? 
Then  a  Chesterfield — the  very  "making"  of  a  cosy,  comfortable 
room — and  more  than'  for  the  comfort  of  it  alone — select  in  this too,  the  artistic,  the  beautiful.  And  where  will  you  litid  it  but 
at  Holland's? • — G.  A.  Holland  &  Son  Co.,  Montreal. 

TREAT  HOME  LIKE  A  REAL  BEING  THIS  CHRISTMAS 

JpURNITURE  is  animate — it  likes  to  be  placed  where  it  is wanted  first  and  where  it  is  needed  afterward.  You  can 
almost  feel  the  "smile"  of  the  old  home  if  you  dress  it  up  a bit  this  Christmas.  Try  a  new  dining  suite;  make  a  library 
out  of  what  is  now  the  sitting  room;  equip  a  den,  using  the 
little  spare  bed  room.  Talk  it  over  with  mother  and  tlie  girls — 
there's  lots  of  fun  in  planning — there's  double  pay  in  possession. 

FACING  THE  GIFT  QUESTION 

"QTE  will  all  be  happier  Christmas  Day  if  the  presents  that  are to  be  bought  are  selected  early,  and  set  aside  awaiting  the 
festal  morn.  The  Adams  Stcre  is  fully  ready  to  help  you  to  an 
early  solution  of  the  gift  question.  We  have  assembled 
thousands  of  things  givable,  that  can  be  bought  at  moderate 
prices.  One  does  not  need  to  be  extravagant  if  one  wants  to  be 
economical.  Seme  splendid  chances  to  practice  economy  are 
offered.  — Adams  Furniture  Co.,  Toronto. 

LET'S  MAKE   THE   OLD   FOLKS  COMFORTABLE AT  YULETIDE 

■^HAT  a  surprise  Grandma  should  have  when  our  big  wagon rolls  up  to  her  door  Christmas  Eve.  And  when  the  cover- ing is  turned  back  and  a  big,  deep  cushioned  rocker  is  revealed, 
how  happy  she  will  be.  She's  getting  old  and  feeble,  but  she will  be  at  ease  and  happy  in  a  big  arm  chair.  Chairs  for 
Grandfather,  too — a  gift  that  will  brighten  the  light  of  waning days. 

WHO   SAYS   THERE  IS  NO   SANTA  CLAUS? 

J)ARE  any  one  make  so  bold  and  false  a  statement?  Of  cotirse 
there's  a  Santa  Claus.  To  all  of  us  he  may  not  be  the  j'^lly saint  with  a  round  pink  face  and  patriarchal  beard  who  merrily 

drives  his  reindeer  over  the  housetops  and  climbs  down  the 
chimney  of  every  house  in  the  whole  wide  world.  But  just  the 
same  we  are  all  counting  on  him — on  the  wonderful,  mysterious 
packages  that  he  will  send  to  us  on  this  eventful  Christmas  eve. 

liut  we  must  "talk  of  other  things."  The  days  are  quickly passing.  Are  you  ready  ?  Have  you  done  your  buying  yet ! 
And  don't  forget  that  the  slogan  of  these  troublous  times  is 
"Buy  gifts  that  last'' — and  can  you  imagine  anything  that  will give  more  pleasure  than  a  nice  gift  from  this  quality  furniture 
gift  store? — A.  M.  Souter  &  Co.,  Hamilton. 

WHY  NOT  A  KITCHEN  CABINET  AS  A  XMAS  GIFT? 

■pHIS  Christmas  will  be  a  Christmas  of  practical  giving,  and 
what  gift  is  more  practical  tli-in  a  kitchen  cabinet?  Con- solidate your  family  funds  and  buy  Mother  a  gift  that  she  will  be 

thankful"  for  every  day  of  her  life.  A  gift  that  will  save  her miles  of  weary  steps. 
— Veale  Bros.,  St.  Catharines. 

Sariiiilis   (■{   introductions  to   Christmas  advertisements. 
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In  place  of  the  old  style  "business  card,"  which  was 
once  considered  all  that  was  necessary,  wholesalers  and 
manufacturers  now  offer  to  retailers  new  and  attract- 

ive merchandise  and  remind  them  of  what  they  ought 
to  be  thinking  about  buying  in  order  to  be  prepared 
for  coming  demand.  There  is  real  profit  in  dollars  and 
cents  for  the  retailer  in  the  advertisements  in  the 
modern  paper. 

There  is  a  lesson  for  the  retailer  in  them,  too.  If 
wholesalers  and  manufacturers  have  found  it  profit- 

able to  make  their  advertisements  of  real,  practical 
value  to  retailers,  why  should  not  the  retailer  put  as 
much  care  and  thought  and  expense  into  his  advertis- 

ing and  make  it  as  newsy  and  interesting  and  profit- 
able? What  sort  of  an  advertisement  appeals  to  you 

as  a  retailer  most  strongly,  one  that  is  full  of  ornate 
verbal  extravagances  or  one  which  tells  you  in  a  simple, 
sincere  way  of  something  which  means  profit  for  you? 
The  customer  is  impressed  in  exactly  the  same  way  by 
retail  advertising.  Tell  your  readers  something  inter- 

esting, offer  them  something  that  means  actual  profit 
for  them,  and  your  advertisement  will  be  interesting, 
and  will  if  your  story  is  told  in  a  way  that  is  simple 
and  sincere  carry  conviction  with  it. 

SOME  ADVERTISING  POINTERS 

Knocking  a  competitor  is  poor  advertising  for  the 
knocker.  More  than  likely  it  benefits  the  knockee, 
for  there  are  not  a  few  people  who  resent  anything  of 
that  kind  and  hasten  to  the  support  of  the  party  that  is 
attacked.  Knocking  is  time  and  energy  wasted  that 
ought  to  be  devoted  to  the  legitimate  business  of  push- 

ing one's  own  goods.  Tell  of  the  virtues  of  your  goods 
and  not  of  the  faults  of  your  competitor's. 

It  is  a  fact  that  people  are  more  active  both  physically 
and  mentally,  in  summer  time  than  in  winter.  Con- 

sequently they  are  more  open  to  advertising  sugges- 
tions, and  this  accounts  for  the  vast  amount  of  profit- 

able open-air  advertising  that  is  done  in  the  summer 
time.  The  fact  that  summer  is  the  vacation  season  in- 

terferes with  business,  but  should  not  interfere  with 

advertising,  which,  to  secure  the  best  results,  should 
claim  all  seasons  for  its  own. 

Most  advertisers  seem  to  have  the  idea  that  the  only 
way  they  can  get  more  business  is  to  get  it  away  froiii 
competitors,  says  the  Mail  Order  Journal.  Many  seem 
to  have  the  impression,  in  fact,  that  there  would  be  no 
advertising  but  for  competition.  It  cannot  be  denied 
that  competition  makes  it  necessary  for  many  to  ad- 

vertise, if  only  for  self-preservation.  But  remove  com- 
petition entirely  and  advertising  would  still  be  an  es- 

sential force  in  "creating  the  demand,"  not  alone  for 
new  articles,  but  for  many  of  which  there  is  a  plenty. 
The  Business  Philosopher  comments  as  follows  upon 

the  subject:  "The  average  advertiser  seems  to  work  on 
the  theory  that  the  maximum  consumption  of  the  pro- 

duct which  he  has  for  sale  has  already  been  attained, 
and  that  the  only  way  he  can  get  more  business  is  by 

taking  it  away  from  his  competitor."  The  proper 
function  of  advertising,  on  the  contrary,  is  to  create 
new  demand. 

KEEP  ON  TALKING 

One  step  won't  take  you  very  far — 
You've  got  to  keep  on  walking. 

One  word  won't  tell  folks  who  you  are — 
You've  got  to  keep  on  talking. 

One  inch  won't  make  you  very  tall — 
You've  got  to  keep  on  growing. 

One  little  ad.  won't  do  it  all — 
You've  got  to  keep  them  going. ■ — Allen's  Magazine. 

"I  am  looking  for  the  store  where  there  is  less  talk 
of  service  waiting  and  more  proof  of  service  rendered. 
I  shall  be  able  to  recognize  that  store  without  diffi- 

culty, for  its  advertising  will  be  truthful,  its  windows 
attractive  and  its  merchandise  of  obviously  superior 
standards.  And  when  I  have  found  it,  I  shall  not 
hesitate  because  of  the  prices  I  am  asked  to  pay.  For 
the  record  of  service  performed  is  the  best  proof  of  its 

own  equable  value.  "^ — Many  a  Customer. 
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Gift  Plan  that  Sold  Stoves  and  Doubled  Furniture  S 

ales 

B SI        ̂ 'V^'  ̂ ''^  of  increasing 
method.  «r  par? 

into  n  fv ^'"^^  ^  description  of  a  scheme  put 

peoofe  i^tn/T'  'f'  ̂ "'^"^^^  thousand 

Sss  the  ?ie  
^^^^^^^ 

The  campaign  was  planned  to  cover  six  davs  and 

When  the  possiWe  customer  entered  the  store  it  was  UD to  the  sa  es  staff  to  do  the  rest.  The  campaign  was 
befoTe  tT*'/  ''^'r^^  Pap^one  wiek 
ment  wa^'th/""?'?"''""  ^^at  advertise- 

Se  offer        '  ^^^^^^Panying  it  was 

Brought  4,000  people  into  store-Demonstration 
Idea  helped  sales—Five-day  campaign  that  paid. 

Free.  This  handsome  range  given  to  the person  who  sends  the  greatest  number  of  his 
or  her  friends  to  our  store  during  our  cooking demonstration,  October  24  to  29." 

wel'Ts'f"       ̂ ^^^^  --t-t,  which 

tionft'n^^''"  ̂ ""^1  ̂"''^^  ̂   """'^^^  °f  postcard  invita- 
t,-lp      /°  demonstration.     You  can  come 

fZ.!^  '•^"•'^  ""'"'^  ̂ ''"y  0^  t^^^^se  cards  as  you  have 
friends,  signing  your  name  to  each  card  you  mail  but sending  only  one  card  to  each  friend 

.ol^?''^"'^'^'  ̂ ""^  cards  when  they come  to  the  demonstration.     We  will  keep  the  cards 

the  range  to  the  person  whose  name  appears  on  the greatest  number  of  these  returned  cards-in  other 

Tf^fsito^s.  
^^^ber 

hJ'ft'^  r-""'^",  T'^  ?^  brought  to  our  store  in  person by  the  friends  to  whom  you  mail  them.  We  cannot count  cards  that  are  sent  in  by  messenger  or  mail.  No cards  will  be  given  to  children. 

"If  you  will  get  busy  at  once  and  make  up  a  list  of your  friends,  mailing  each  of  them  one  of  these  cards and  insisting  upon  their  returning  them  to  our  store 
rr.Y^"'r?-r'^  this  handsome range.     Isn't  it  worth  trying  for? 
"Remember,  the  more  cards  you  mail  the  better your  chance  to  win.  We  will  supply  you  with  cards as  otten  as  you  need  them,  up  until  the  last  day  of  the demonstration.  Come  in  as  often  as  you  like  and  get a  fresh  supply  of  cards."  ^ 
The  company  then  ordered  several  thousand  postal cards,  upon  which  was  printed  their  invitation.  After 

the  scheme  had  beei.  running  two  days,  they  found  that 
the  demand  for  the  eai-ds  was  going  far  beyond  any- thing they  had  expected,  and  they  had  the  next  lot  of invitations  printed  on  plain  cardboard,  in  the  form  of  a post  card.  Their  reason  for  changing  was  to  avoid  the 
expense  of  the  regular  one  cent  postal,  as  they  dis- covered that  by  far  the  greater  number  of  the  invita- 

tions were  being  delivered  by  hand,  so  that  the  con- 
testants could  personally  urge  upon  the  person  asked to  call  at  the  store  the  necessity  of  taking  it  there  in person.  

" 

The  half-page  announcement  was  followed  witl,  o 
en-mch  advertisement,  every  day  up  to  thnpen"l\? 

Is  dtrWhTT'        ̂ '"^^^^  ca'rds  we?e 

used  while  the  scheme  was  running.     This  was  to  k*>Pn the  contestants  working  and  hold  the  pubHc  interest 

up  to  the  top  notch.  
puoac  interest Altogether  they  put  out  nearly  10,000  of  the  invita tion  cards,  nearly  one-half  of  which  were  returned  to 

nt'ntr-.  "^^f  ''^^^  P^^««^«  carried  the  eJrds 
into  the  store  between  Monday  morning,  October  24th 

and  Saturday  night,  October  29th  ̂ ^rooer  ̂ 4th, The  cooking  demonstration  was  in  the  hands  of  a 

ttltL^'^'BuT'art'  T''  «PP- 
ranities.     But  at  times  the  crowd  was  too  much  for 

opLbrthat''"''''  proprietors  are  now  of  th 
had  t>,l   f  ""f  ̂   "^^^^  ^'^^Id  have  been  made 
had  there  been  two  men  on  the  floor 

There  was  a  fine  window  display  during  the  week 

^offet  "''T?'  the  oitside  o^f  the  Tore 

toffee  and  biscuits  were  served  free. What  Did  It  Cost? 

The  total  cost  of  the  newspaper  advertising,  cir- 

mo'  '^t'^l^'^'^on  cards  was  something  less^'than 

fncreased  tVp     T        '^'"l^  ̂ °  ̂he  week  and 

ner  cent  In    T    '^^f  ^y  one  hundred 
per  cent,  for  the  six  days.      The  proprietors  have  a right  to  feel  that  it  was  a  great  success 

tH.  ^^y^"^  that  came  later  from this  advertising,  and  from  the  calls  of  over  four  thou- sand people  in  the  store. 
The  committee  of  three  appointed  to  count  the  cards took  a  whole  day  for  the  work.  The  winner  was  a woman  who  had  1,404  callers  to  her  credit.  The  next had  1,230  the  third  604,  and  so  all  the  way  down  to the  lowest  which  was  28. 

Some  Lessons  Taught 

Said  H.  F.  Eldridge,  who  originated  the  scheme,  and 
had  Its  advertising  m  charge:  "If  I  wished  to  try  it again,  there  would  be  several  minor  points  that  could be  improved  upon.  We  found  that  one  lady  had 
agreed  to  sign  cards  with  her  name,  but  in  reality  she had  a  whole  church  at  work  for  her.  and  the  range  was to  go  to  the  church  if  she  won  it.  News  of  this  leaked 
out  m  some  way,  and  some  of  the  contestants  stopped working,  as  thy  felt  that  they  would  have  no  chance 
against  an  organization  of  this  kind.  In  any  future contest  I  would  bar  anything  but  individual  contest- ants. 

"Another  weak  point  was  in  the  fact  that  we neglected  to  state  in  our  advertisements  that  only  one card  would  be  accepted  from  each  visitor,  and  we  had 
to  explain  this  to  those  who  tried  to  vote  for  more  than 
one  contestant.  Later,  we  made  the  visitors  put  their 
names  on  the  address  side  of  the  postal  before  they  put it  in  the  ballot  box.  In  counting  the  votes  we  had  to 
throw  out  quite  a  number  that  had  been  east  by  the 
same  person.  This  last  point  is  but  a  minor  one,'how- ever,  as  some  dealers  would  be  glad  to  have  visitors  call 
and  vote  as  many  times  as  they  liked,  but  of  course  this 
would  take  more  postals,  as  one  person  might  vote  any 
number  of  times  and  for  each  contestant." 
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x2nf  T^Ln  J*  the  dealer  to Amas  Trade  launch  his  Christmas  campaign. T  ,  Prospects  for  trade  are  good  this 
year,  and  a  little  energy  in  all  the  sales-crefting  de! partments  should  bring  excellent  results.  It  is  ̂ ood business  to  get  of¥  to  an  early  start 

It  will  be  well  to  put  in  a  few  window  displays  of 
uitable  lines  right  away,  and  also  use  some  newsp^aper 
lZ7^a  t,  T'f''''i''''  This 

*    *  * 

Busineir  ̂ ^'''t^y     frequently  the  mother Business  of  efifieieney— for  instance,  con- 
,  ,        ,        .       sider  the  more  efficient  systems 

hat  have  been  installed  in  many  retail  stores  during the  past  couple  of  years-and  of  necessity.     Owin^  to 

To"Z"\T^      ̂ '^P'  ^^^^  f^^^d  it  necessliry 
in.f.H  !    if  ^  "'^^^  systematic  basis  and install  such  equipment  as  allows  work  to  be  don^ speedily  and  accurately  even  with  depleted  staffs 

verv  helff^Twl  '^'^  ^ave'  been very  helpful  to  many  dealers.     The  account  register for  instance,  eliminates  book-keeping   in   conn! ction with  customers'  accounts,  as  accounts  are  kept tinually  posted  to  date,  and  with  only  one  writ  ng  and that  the  writing  of  the  sales  cheek  given  the  cusfomer 
when  each  purchase  is  made.  customer 
Then  again,  the  cash  register  allows  the  dealer  to secure  accurate  information  regarding  his  business wi  hout  giving  too  much  of  his  oM^n  time  to  the  com pihng  of  records.     It  helps  clerks  to  do  their  wo^k quickly,  accurately,  and  well,  keeps  them  from  temnta 

tion,  and  allows  the  dealer  to  check  them  up  aSst" possible  error  or  theft.  ^  against 
And  so  it  is  all  along  the  line.     Merchants  whn handicapped  by  lack  of  help  will  find  that  un  to 

equipment  will  assist  materially  in  the  conduc't  o? business  and  will  also  put  the  business  on  a  mo?e  svs tematie  and  efficient  basis. 

methods  to  be  employed  in  attracting  customers  to  the 

win^'i^'fi!^^'  original  the  methods  the  better 
will  be  the  results,  provided  of  course  the  methn?« 

Xrnitu  "TV"  ̂ ^^^  businesTprincipir;''"^ 
s  ̂ ivl  \  ^'^^^'^  th^t  ̂ here  thou-ht 
ori!LT«i^^'-'^^^''*       'P''^^^  for  farmers 
veloped        busanes^s-getting  ideas  of  value  will  be  d^ 

dknfavll         P'-fP^'^^'^^  of  advertising  copy,  the 
displaying  of  windows  and  the  selection  of  approDri 

ate  merchandising  lines.  ^ppropri- Reg-ard  Work 
As  a  Game 

fepCerJ"""""  f/'^*  »PP--1>-  when 
orjiarmers  the  crops  are  being  turned  into 

m  tmvns  where  there  are  certain  specified  market days,  the  natural  thing  of  course  woukl  be  to  selec them  as  the  days  on  which  to  hold  the  special  sale 

aptroprSe"'^^'^^  ''^^  ̂   ̂ oXt 
.  The  most  difficult  matter,  however  for  cnnsiMpr-nf 
IS  not  the  day  or  days  for  the  specTl  sales  f^r  the  "s- tom  of  the  locality  practically    settles    that  TW which  requires  the  most  though  and  attenfi^n  is  JhJ 

If  clerks  could  only  be  got  to  re- 
gard their  work  as  a  game,  and 

together  to  seenre 

comphshment  of  great  value  ^" 

footVaVa^llThi''  ̂ ^'l^  ̂   ̂^^^  °f  ̂a^eball  or 
lootball,  all  the  members  of  the  team  give  their  best 

hardest' o?wo\'"'n'^"'^^  '''^^  underLke  the fn.  7  i  ̂  ̂'  '^'"'''^  to  applaud  a  brother  nlaver 
for  a  good  piece  of  work  or  assist  hi'm  "'"^f.P^^yer 
work  count  V^f  +Z  ."^  assist  Him  in  making  his 

vail  in  business  this  spirit  frequently  does  not  pre- 
^"^^'"i^^^-  C;^erks  are  often  working  at  cross 

purposes  and  are  not  enthused  by  one  another's  inT 

and  en"!       r*"^  ^'""<^^'  i"  tk"  enthnsiSe 
^    #  # 

Sdef  House  w  *  m  .'""^  ̂ ^^«rld. 
aer  iiouse  Wo.dd  drive  local  merchants  out 

V     ̂         ,  ot  business  if  it  could 
Employs  cheap  labor 

Uses  bargain  "ads."  to  get  customers  into  the  store <^ut  sel  s  ordnianly  at  prices  any  merchan   can  enual' 

eoinftry'  "^^^^tution  not  advantageous  to  the Is  tlie  chief  support  of  metropolitan  dailies-henc^ 
T-T  than  one,  the  power  behind  the  n Hence,  the  metropolitan  dailV  naper  is  to-div  "tb. bitter  co.npetitor.  if  not  the  definite  enemy    of  t small  city  daily  and  of  all  rural  weeklies 
ine  local  merchant's  interests  lie  wifli  i 
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Credit  Business  The  big  trouble  with  the  credit 
Like  a  Toy  business  as  conducted  by  the  aver- 
Balloon  age  dealer,  is  that  he  tries  to 

stretch  it  too  far.  He  doesn't 
realize  that  he  is  overdoing  it,  until,  like  a  toy  balloon 
in  the  hands  of  a  youngster,  it  finally  reaches  its  point 
of  endurance  and  goes  ker-bang,  giving  him  a  wallop 
in  the  eye  and  then  crumbling  up  like  a  German  dirig- 

ible that  has  wandered  within  range  of  the  Allies'  guns. It  is  a  wise  kid  who  knows  when  he  has  stretched 

his  toy  balloon  to  the  limit.  "When  he  sees  the  thing 
that  he  has  invested  his  money  in,  fade  away  into  a 
useless  piece  of  rubber,  he  wishes  he  had  been  wise  in 
time.  And  so  it  is  with  the  retailer  who  overtaxes 

bis  credit-giving  limit  by  allowing  customers  to  over- 
inflate  their  accounts  with  him. 

The  credit  business  is  all  right  providing  it  is  not  al- 
lowed to  spread  out  too  much,  like  a  fat  man  in  a  lawn 

swing.  The  man  who  is  insulted  when  he  is  presented 
with  a  bill  that  has  been  in  existence  since  the  last 
Federal  elections  is  a  trial  and  tribulation  to  the  timid 
storekeeper,  but  his  money  is  worth  more,  at  such  a 
stage  of  the  game,  than  his  friendship  and  long-term 
credit  business.  If  merchants  were  more  careful  about 

long-term  credits  and  unreliable  accounts,  more  of 
them  would  be  riding  around  in  their  own  gas-wagons 
and  spending  week-ends  at  the  summer  resorts,  in- 

stead of  walking  home  to  save  car  fare  and  sitting  up 
nights  wondering  if  the  sheriff  will  be  sitting  on  the 
doorstep  when  they  get  down  in  the  morning. 

#    «  # 

Saving  Waste  There  are  good  reasons  why  the 
Paper  dealer  should  save  and  bale  his 

waste  paper.  Waste  paper  to- 
day is  bringing  quite  a  high  price  and  an  investment  in 

a  baler  will  be  found  profitable.  A  baler  also  saves 
trouble  in  getting  rid  of  waste  paper  and  also  removes 
a  dangerous  fire  element. 
A  Toronto  dealer  with  not  a  very  large  store  is 

well  pleased  with  the  purchase  of  a  waste  paper  baler. 
He  bought  his  last  January,  paying  $16  for  it.  He 
has  already  received  over  $12  for  waste  paper  sold,  and 
in  addition,  he  finds  it  helpful  in  keeping  the  store 
premises  clean. 

Then,  the  saving  of  waste  paper  is  important  in  the 
fact  that  it  assists  in  the  conservation  of  paper  stock. 

The  amount  of  paper  that  is  burnt  annually  by  the  re- 
tail merchants  of  Canada  is  a  shameful  waste  of  huge 

proportions. 

CANADA'S  "VICTORY"  WAR  LOAN 

Every  reader  of  this  paper  owes  it  to  the  Allies,  to 
Canada,  and  to  himself,  to  make  the  Fourth  Domestic 
War  Loan  a  success. 

He  owes  it  to  the  Allies,  for  success  in  this  Avar  de- 
mands that  every  country  engaged  contribute  in  men, 

in  munitions,  in  foodstutiS  and  in  financing  to  the 
maximum  of  its  power. 

He  owes  it  to  Canada  because  the  good  name  of  the 
Dominion  is  at  stake.  Until  now  Canada  has  done 
wonders,  far  beyond  what  was  thought  possible:  in 
the  number  of  men  sent  overseas;  in  the  extent  to 
which  she  has  made  munitions;  and  in  the  degree  to 
which  she  has  financed  herself  through  this  trying 
period.  If  Canada  is  to  continue  making  munitions 
as  she  has  been  doing;  if  she  is  going  to  make  conscrip- 

tion effective  and  keep  an  adequate  number  of  men 
engaged  in  France,  this  loan  must  be  made  a  success. 
He  owes  it  to  himself  as  a  business  man  because  it 

will  mean  a  continuance  of  the  agricultural  and  indus- 
trial activity  that  has  existed  for  many  months.  Avhich 

has  meant  prosperity  in  the  country  and  better  busi- 
ness for  all  retailers,  wholesalers  and  manufacturers. 

How  can  the  average  business  man  help  to  make 
this  loan  a  success? 

First,  by  buying  the  bonds  as  freely  as  he  can. 
Second,  by  influencing  his  customers  to  do  so. 
Remember,  this  loan  will  yield  practically  as  much 

in  interest  as  he  can  get  with  any  safe  investment — 
and  all  the  taxable  wealth  of  Canada  stands  as  se- 

curity behind  the  loan.  In  case  of  sudden  need  the 
bonds  can  be  sold,  or  may  be  deposited  in  the  bank  as 
security  for  a  loan. 

Your  plain  duty  lies  before  you. 

TALK  VICTORY  LOAN" 
The  average  retailer  is  on  such  terms  of  intimacy 

with  his  customers — or  a  large  number  of  them — -that 
he  can  without  giving  offence,  say  to  any  of  them : 

"Well,  Mrs.  Smith,  I  trust  you  are  buying  some  of 
the  Victory  Loan  bonds?"  or 
"Have  you  bought  your  Victory  Loan  bonds  yet, 

Mrs.  Jones?" To  do  this  the  retailer  should  understand  the  loan — 
should  know  why  it  is  being  asked  for;  why  it  is 
needed;  what  the  rate  of  interest  is  to  be.  Therefore, 
between  now  and  the  time  the  loan  is  issued,  every 
retailer  should  make  a  study  of  the  issue ;  should  read 
carefully  the  advertisements  announcing  it,  and  be  in 
a  position  to  answer  questions  concerning  it. 

A  "WINDOW"  SALE 

A  medium  sized  departmental  store  has  a  good  deal 

of  success  with  a  "Window  Sale"  which  it  has  been 
conducting  once  a  month.  They  advertise  it  in  the 

local  paper  but  do  not  advertise  anj'  prices  in  the 
paper,  although  price  tickets  are  placed  on  the  goods 
ill  the  window.  The  idea  is  to  get  people  to  give  at- 

tention to  their  windows  and  to  visit  the  store.  Each 
wijidow  is  numbered,  and  in  advertising  the  goods  in 
the  paper,  the  number  of  the  window  in  which  they 
v.'ill  be  found  is  given.  The  goods  are  placed  in  the 
window  two  days  before  the  sale,  the  first  day  without 
the  price  and  the  day  before  with  the  price.  Good 
values  are  given  in  these  sales. 

SEND  US  A  PHOTOGRAPH  OF  YOUR 
XMAS  DISPLAY 

WHILE  the  trimmer  begins  to  feature  Christmas 
goods  ill  the  window  a  considerable  time  be- 

fore the  occasion  arrives,  there  are  always  one 
or  more  "extra  special"  displays  which  are  given 
more  than  ordinary  study  and  attention.  These  are 
the  trimmer's  masterpieces,  as  it  were,  and  are  worthy 
of  preservation  by  means  of  a  photograph.  It  is 
certainly  inspiring  as  well  as  helpful  to  have  photo- 

graphs of  them  to  look  back  upon  in  other  years. 
When  you  have  photographs  taken  of  such  displays 

do  not  forget  to  send  them  along  to  us  for  reproduc- 
tion. We  will  appreciate  them  and  so  will  your 

brother  dealers  and  clerks  all  over  Canada. 
So  when  you  have  one  of  your  special  Christmas 

windows  in  shape,  have  it  photographed  and  send  it 
along  to  the  editor  of  your  trade  journal,  with  a  short 
description. 

Address  The  Editor,  The  Furniture  World,  32  Col- 
borne  St.,  Toronto. 



Slcbc^V^rntcks  Sectional  Bookcases 

Fireside  hours 

will  soon  be  with  us 

Are  you  awake  to  the  important  fact  that 
with  the  coming  of  the  long  winter  evenings 
the  natural  inclination  turns  to  hooks;  and  psr- 
ticuler  people,  as  in  other  things,  wish  to  have 
their  reading  at  their  command.      You  can  help 
yiur   particular   customers   hy   suggesting   a  Glohe- Wernicke  bookcase  to  house   their  fireside  pleasures 
this  coming  winter.    These  bookcases  not  only  take  care 
of  valued  literature,  but  are  an  ornament  to  any  house 
and  a  credit  to  the  furniture  dealer  who  sells  them 

Christmas 
is  almost  upon  us 

This  holiday  season  offers 
the    greatest    possibilities  to furniture    dealers,    and   with  a 

good  line  of  Globe-Wernicke  book- cases to    feature    as    gift  sugges- 
geptions,    you   are   well-equipped  to 

satisfy  your  customers  and  add  a  holi- 
day   profit    to    your    Christmas  trade. Get  in  touch  with  us.    We  can  help  you 

on  the  road  to  more  and  better  business. 

q.— ... 

STRATFORD ONTARIO 
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Co-operation  Between  Small  Town  Dealers  and  Newspapers 

What  advertismg  can  do — Address  on  "Belter  Business"  delivered 
before  the  recent  Manitoba  R.  M.  A.  Convention  at  Winnipeg. 

By  W.  J.  KEYES,  of  the  Kelvin  Technical  School. 

EVERY  man  in  business  needs  the  service  ofiPered  in 
the  columns  of  the  live  newspaper  if  he  wishes  to 
develop  his  interests  to  the  maximum.  It  is  true 

that  there  are  men  who  have  made  fortunes  without 

advertising — but  why  try  to  labor  under  so  great  a 
handicap  ? 

The  time  when  everybody  will  knoAV  about  you  will 
never  come.  The  audience  of  the  business  man  is  a 
constantly  changing  one.  You  have  got  to  tell  people 
who  and  where  you  are  and  what  you  are  offering.  And 
you  have  got  to  keep  on  telling. 

If  you  are  a  good  merchant,  the  biggest  investment 
you  have  is  not  in  stock,  but  in  the  good-will  of  your 
customers  and  good  advertising,  backed  by  good  busi- 

ness methods,  is  a  short  cut  in  obtaining  good-will. 
The  big  corporations — corporations  who  have  what 

appear  to  be  monopolies  are  spending  hundreds  of 
thousands  of  dollars  every  year  for  good-will — such 
firms,  for  example,  as  the  Bell  Telephone  Company 
and  the  Pullman  Car  Company.  The  American  Sugar 
Refining  Company,  from  its  receipts  of  the  last  fiscal 
year  has  set  aside  $1,000,000  as  part  of  its  reserve  for 
advertising  purposes. 

This  is  probably  the  first  time  that  a  corporation  has 

recognized  advertising  as  a  fixed  liabili'^y  on  the  same 
basis  as  insurance,  betterment,  depreciation  and  pen- 
sions. 

This  new  departure  puts  advertising  in  newspapers 
and  in  magazines  in  its  proper  place  in  business  esti- 

mates— not  as  a  contingent  or  fluctuating  item,  but  as 
a  necessary  permanent  fixed  charge,  inseparable  from 

the  proper  conduct  of  the  year's  output  and  sales. 
Kitchener's  Army — the  army  that  gave  us  time  to 

prepare  to  do  our  bit  and  take  our  place  in  world  af- 
fairs, was  raised  through  advertising.  Seven  thousand 

recruits  were  brought  into  the  British  War  Office  short- 
ly before  the  war  broke  out  by  advertising  at  57  per 

cent,  on  the  cost  of  old  methods  of  recruiting. 
At  Dublin,  a  most  difficult  recruiting  centre,  the 

previous  recruiting  rate  was  doubled  in  a  fortnight. 
The  first  British  war  loan  of  three  hundred  million 

dollars  was  subscribed  for  in  two  weeks  through  ad- 
vertising. 

The  Admiralty  put  on  an  advertising  campaign  that 
increased  recruiting  in  that  branch  of  the  service  from 
an  average  of  100  a  week  to  an  average  of  over  1,000  a 
week. 

The  successful  experience  of  the  Dominion  Gov- 
ernment in  advertising  for  settlers,  in  stimulating  the 

demand  for  Canadian  fruit,  fish  and  other  products, 
caused  it  to  turn  to  advertising  as  the  means  of  market- 

ing Government  war  bonds  and  loans,  and  in  each  case 
the  issue  was  over-subscribed — in  the  case  of  the  last 
issue  the  books  were  open  only  two  weeks.  Sir 
Thomas  White  asked  for  $150,000,000,  and  advertising 
brought  him  requests  for  over  $300,000,000  more  than 
he  asked  for,  and  I  do  not  think  it  will  be  long  before 
Provincial  governments  and  municipalities  will  take 

advantage  of  advertising's  economical  salesmanship 
to  market  bonds  and  debentures. 

Japan  is  advertising  various  lines — tea,  for  one — 

to  promote  a  better  feeling  for  that  country  on  thii 
continent. 

The  foregoing  data  may  give  you  the  impression  that 
advertising  is  for  governments  and  large  manufactur- 

ing concerns  only.  That  it  is  not  for  the  merchant — 
but  the  reverse  is  the  case.  Thousands  of  merchants 
found  the  secret  of  successful  advertising  long  before 
the  large  corporations  discovered  it.  That  wizard  of 
merchants,  John  Wanamaker,  sold  the  entire  edition  of 
the  Century  Dictionary  and  Cyclopedia  (a  work  in  ten 
volumes,  for  which  the  purchaser  had  to  pay  from  $80 
to  $120  a  set)  by  advertising,  and  those  of  you  who 
have  had  experience  in  selling  books  will  appreciate  the 
magnitude  of  that  undertaking. 

A  knife  grinder  in  Cleveland  started  in  a  small  way. 
He  hr.s  been  able  to  buy  a  new  ca?h  register  every  year 
since  starting  business,  and  each  t;me  a  larger  one,  be- 

cause he  has  been  able  to  put  an  edge  on  his  advertising 
as  well  as  cutlery. 

Seven  brothers  operate  a  wholesale  plumbing  estab- 
lishment in  Cleveland,  and  by  their  unique  business 

methods  keep  their  books  on  a  cash  reg'ster — (think  of 
plumbers  doing  a  strictly  cash  business) — and  through 
their  clever  advertising  have  built  up  a  trade  that 
rerches  to  every  part  of  the  world. 

The  merchant  and  the  publisher  have  interests  in 
common  and  interests  that  are  dependent  one  on  the 
other. 

The  merchant  requires  the  services  of  the  publisher's 
newspaper  in  order  to  carry  his  message  economically 
to  the  group  of  people  he  wishes  to  interest  in  the  goods 
he  has  to  sell. 

The  publisher  requires  the  patronage  of  the  mer- 
chant that  he  may  continue  to  publish  his  newspaper, 

and  both  merchant  and  publisher  must  work  to  make 
that  paper  readable  and  influential,  that  the  messages 
it  carries  shall  have  weight,  and  through  their  justice 

and  sincerity  build  up  a  prosperous,  growing  com- munity. 

To  do  this  successfully  the  publisher  must  publish  a 
paper  that  gives  the  entire  news  of  the  district  it 
serves  in  a  truthful  and  accurate  manner,  and  to  en- 

able the  publisher  to  accomplish  that  desired  result  the 
merchant  must  pay  a  price  that  will  enable  the  pub 
lisher  to  do  his  part  without  financial  loss,  and  there  is 
not  a  local  newspaper  publisher  among  you  who  can 
bring  his  paper  up  to  highest  possible  efficiency  on  the 
rates  now  being  charged  for  advertising,  without  finan- 
citl  loss,  and  there  is  not  a  merchant  among  you  who 
will  secure  the  maximum  amount  of  benefit  from  the 

money  he  spends  on  advertising  until  such  time  as  he 
devotes  more  care  in  the  preparation  of  his  advertis- ing copy. 

Push  collections  when  money  is  plentiful,  because 
it  is  easier  to  get  payment  then.  Push  collections  when 
money  is  scarce,  because  there  is  always  danger  of  it 
getting  scarcer.  Push  collections,  because  business  suc- 

cess depends  upon  efficiency  in  that  department.  Push 
collections. 
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Boost  Furniture  for  Xmas  Gifts  This  Year 

Public  are  more  inclined  to  practical  gift  giving, 
and  furniture  is  the  ideal  gift  of  that  character. 

By  the  SCRIBK 

MORE  than  ever  this  year,  fiimiture  dealers  should 
play  up  the  idea  of  the  selection  of  practical 
gifts  for  Christmas  presents.  The  giving  of 

useful  things  is  coming  into  greater  vogue  each  year, 
and  there  is  no  more  practical  or  more  appreciated  gift 
than  a  piece  of  furniture.  A  regular  campaign  to 
popularize  furniture  as  Xmas  gifts  shoiild  be  carried 
on  by  furniture  dealers  both  collectively  and  individu- 

ally. The  increased  trade  resulting  will  well  warrant 
considerable  trouble  and  expense  in  such  a  campaign. 

Boost  Slogan  "Furniture  for  Xmas  Gifts" 
Considerable  space  in  your  advertising  should  be 

used  to  spread  the  slogan  of  "Furniture  for  Xmas 
Gifts  this  year."  There  are  many  slogans  that  might 
be  adopted,  such  as  "Gifts  of  furniture  are  most  ap- 

preciated"— "Give  something  useful — a  piece  of  fur- 
niture"— "A  time  for  practical  gifts — give  furniture." 

Also  play  up  the  idea  that  furniture  is  a  gift  that  re- 
minds the  recipient  continually  of  the  giver.  You  might 

use  a  paragraph  in  your  ad.  something  along  this 
line : 

"Select  a  gift  this  year  that  goes  into  the  home 
and  stays  in  the  home — something  that  will  give 
years  of  wear  and  service  and  will  be  a  constant 

reminder  of  your  thotightfulness  and  affection." 
Use  Banners  or  Wagon  Cards 

The  plan  used  by  the  electrical  dealers  of  Brantford, 
Out.,  last  year,  exhorting  the  public  to  buy  electrical 
goods  as  Christmas  presents,  by  means  of  banners  on 
their  cars,  might  well  be  used  by  the  furniture  dealers 
in  any  community  to  get  the  public  to  buy  furniture 
for  Xmas  gifts.  Dealers  might  club  together  and 
have  cards  or  banners  with  a  suitable  slogan  prepared. 
These  could  be  placed  on  delivery  wagons  and  motor 
cars  and  about  the  store,  and  should  be  productive  of 
good  results  in  directing  public  attention  to  the  merits 
of  furniture  as  Xmas  gifts. 

Suggestive  Show  Cards  and  Ads. 

A  number  of  large  show  cards  might  also  be  arranged 

throughout  the  stoi-c.  Suggestive  matter  for  them 
might  be : 

"Give  something  useful.  Once  we  threw  our  money 
helter-skelter — we  tried  to  see  how  much  in  tinsel  and 
how  little  in  practical  worth  we  could  give  away  at 

Xmas  time.  But  the  old  order  changeth — a  prac- 

tical age  is  here.  That's  why  we  suggest  a  kitchen 
cabinet;  everything  at  hand;  a  step  and  money  saver." 

"The  Sensible  Gift — We  know  that  you  are  looking 
for  a  sensible  gift  this  year.  What  we  mean  by  sen- 

sible, is  something  that  will  be  practical  and  yet  will 

be  appreciated.  What  is  better  than  a  piece  of  furni- 

ture?" 

"Time  to  give  a  practical  gift — There  is  no  better 
season  of  the  year  to  make  a  present  of  a  practical 
character  than  during  the  holiday  season.  When  the 
spirit  of  happiness  and  goodwill  is  supreme.  Furni- 

ture is  the  most  welcome  of  all  Xmas  gifts. ' ' 
The  above  might  well  be  used  as  introductions  lor 

ads.     We  also  reproduce  some  suggestive  ads.  below. 

WHAT  ADVERTISING  IS 

Advertising  is  not  a  miracle;  it  is  not  magic;  it  is 
not  sorcery;  it  is  not  mystery.  There  is  nothing 

peculiar  about  it — nothing  hazy  or  unusual  or  vision- 
ary in  it.  It  is  just  a  part  of  selling ;  just  the  initial 

move  by  the  party  of  the  first  part  upon  the  party  of 

the  second  part — an  incident  in  a  commercial  transac- 
tion— a  bit  of  selling  sense  delivered  at  a  distance. 

Copy  is  what's  put  into  an  advertisement  to  make  it 
sell  things.  Its  brains,  if  it  has  any,  are  found  in  the 
copy.  Its  personality  is  there,  filling  in  between  the 
lines  with  force  and  conviction  and  honesty,  or  weak- 

ness and  suspicion  and  crookedess,  according  to  the 
man  behind  the  advertisement  and  the  proposition  be- 

hind the  man.  Art  helps.  A  photograph  and  a  good 
printer  will  cover  a  multitude  of  sins.  But  the  man 
behind,  giving  up  the  selling  talk  that  will  turn  dollars 
from  the  party  of  the  second  part  into  the  party  of  the 
first  part,  must  make  himself  felt  in  the  copy,  if  at  all. 

Something  Sensible 

For  Christmas  Gifts 

FURNITURE.— Book  Cases.  China  Cabtneta,  Fancy Tables,  Jardiniere  Stands,  Card  Tables,  Celarettes, Easels,  Cedar  Boxes,  Easy  Chairs  and  Rockers  in great  variety,  Kitchen  Cabiaets,  &c. 
FOR  CHILDREN— High  Chairs,  Rockers,  Kinder 
gajrien  Stls.  Rocking  Horses.  Doll  Beds.  Doll  Car- riages, Doll  Sleighs,  &c 
MQSIO  DEPARTMENT— Pianos,  Organs,  Phono graphs.  Violins.  Banjos.  Music  Satchels,  &c. 

Muek^  Voii  urt-  olwuv^ wliflln'i  *ou  buv  or  iiol. 
Aii«-li-(>me  to  gfi  thruu^. 

SWINTONS 
The  Home  Fwnlshera    Oppaallo  Public  Library 

Useful  Gift Giving 

Chiistmas  gifts  that 
are  useful  aa  well  as  or namental  are  more  ap 
predated. 

DowjQ  Qallb  sa.  $10,  til  M. 
lUjw.  27  «  B4        »a.OO,  QOAO 

Mrroni.  SI.AO  to  910.09  oo. 
BUAroom  C^biru.  CA.OO  cn. 

R.  mm. 
Oarpot  Warebmues 

Useful  Presents 

Have  You  Seen  Our  Wond?rfui  Gifts  ? 
Everything  You  Need   for  the  Home. 

rhiv  Chnrtmw  Oitusual  ii  li  ni.iess3r>  for  juu  lu  make  your 
wuncs  lai  a;.  possibL-     I  his  can  ti.  d.jno  b>  coming  to  this 
lore'  li  IS  i.  wetl  known  fan  thar  We  Are  10  per  cent.  Oiea|Mr 

^fiao  iJi>  lo'v-n.  Simply  because  our  expense^  arc  lo»er.  being  out of  Uk*  liigh  rent  zont. 
Crrr:  a  id  Cboote  vour  Gtfto  (rnm  our  large  and  varied  stocV 
r^T'o-  ̂ .Tid  Bedroom  Suitn        I  MittrcMm 
Moms  Chair*  Dinmr  SeU 
Lorary  Tnblci  |  China 
Sii<  .rw>rc  I  C«rpeli  and  Rugt 
B^icII'b  C»rpe*  Swecfwri  Bookc«Mt 
StovM  ar.d  Hratera  Chitar«i'«  Toy*.  Sleishu,  Dafl Dc-.crpod:,  '  Buffffi<a. 

J.  W.  BURGESS 
THE  EAST  END  STORE 

3^:8,  330,  332  Colborne  Street,  Brantford 
0[><(t  Ev*a  n£m  Until  9  «'Cloc1> 

B«ll  -phoM  last 

Advertisements  used  by  Canadian  furniture  firms  U<  l.oost  furniture  for  Xmas  gift  Kiving. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 

Suggestions from  the 

Canadian 
Factories 

Xmas  pieces  from  the  George  Mc- Lagan  Furniture  Co.  Ltd.  On 
left — No.  2570,  cellarette  stand, 
of  Jacobean  design.  On  riglit — No.  2586,  card  table  with  felt 
covered   folding  top  in   Adam  de- 

No.    1044-6 — New    rocker    manufactured  by 
the   Stratford   Chair   Company  Limited. 

Suggestive  Xmas  lines  manufac- tured by  the  Knechtel  Furniture Co.  Ltd., 
On  left — No.  422,  record  cabinet. 
On    right — No.    709EM,  medicino cabinet  with  mirror. 
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Si 

New  pieces  being  shown  by  the  Phillips 
Manufacturing  Co. 
Top — No.  23,  comb  and  brush  tray,  5% 
by  12%  inches.  Mahogany  finish  with 
brass  handles,  decoration  under  glass  be- 

ing a  Japanese  water  color  on  plaited satinwood  veneer. 
Left — No.  20,  cream  and  sugar  tray,  ."> by  7  inches.  Mahogany  finish  with  brass 
handles — fancy  filling  under  glass. 
Right — No.  20,  pin  tray,  3  by  4  inches. Mahogany  finish  with  brass  handles. 
Below — No.  1979.  Genuine  walnut 
photo  frame  in  brown  or  French  grey. 
Sizes,  cabinet  to  8  by  10. 

Two  secretaries  suitable  for  Christmas  giving,  manufactured  bv  the 
Knechtel  Furniture  Oo.  Ltd.,  of  Hanover.  Right — No.  322  'Left- No.  34%. 
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KNOBS  of  NEWS 

Gauviu  &  Freres.  fiimiiture  dealers,  of  Quebec,  have 
recently  registered. 

The  U.  E.  Johnston  Co.,  of  Brockville,  Ont.,  are  now 
settled  in  their  new  stores  at  15  and  17  King  St.  W. 

The  Alexandei-  Furniture  Company,  of  Montreal, 
has  recently  been  registered. 

The  Canadian  Toy  Works,  Ltd.,  of  Three  Rivers. 
Que.,  have  recently  been  registered. 

Public  Benefit  Fui'uiture  Co.,  of  Toronto,  have 
3'egistered  recently. 

I.  Acker  has  opened  a  new  furniture  stoi-e  at  2.']6 Danforth  Ave..  Toronto. 
Signaller  Wilfrid  Holden,  who  has  been  killed  iii 

action,  was  the  only  son  of  V>.  P.  Holden,  furnituie 
dealer,  of  Melita,  Man. 

The  Arnprior  Cabinet  Company  Limited,  of  Ai'u- 
prior.  Out.,  has  been  incorporated.  The  capital  stock 
is  $100,000. 

A.  B.  Graham  &  Co..  furniture  dealers  and  undei'- 
takers,  of  Pilot  Mound,  Man.,  have  been  succeeded  by 
D.  B.  Graham. 

The  fire  loss  at  the  plant  of  D.  L.  Shafei-  &  Co..  of 
St.  Thomas,  Ont.,  was  mostly  in  the  lumber  sheds  and 
dry  kiln,  the  damage  to  the  factory  being  small.  They 
have  a  large  stock  of  finished  goods  in  all  their  lines, 
and  can  fill  orders  without  delay. 

FACTORY  WELFARE  CONVENTION 

The  Industrial  Accident  Prevention  Association, 

Inc.,  which  is  authorized  by  the  Workmen's  Compen- 
sation Act  of  Ontario,  and  of  which  F.  M.  Tobin, 

Toronto,  is  secretary-treasurer,  intend  holding  a  con- 
vention of  manufacturers  and  others  interested  in  the 

safety  of  employees,  in  the  Normal  School,  Toronto,  on 
November  20.  The  Furniture  Manufacturers  Safety 
Association,  is  a  branch  of  this  organization,  and  it  is 
expected  that  industry  will  be  largely  represented,  as 
also  the  railway  corporations,  civic  authorities,  en- 

gineering associations,  school  teachers,  labor  bodies, 
etc.  Secretary  Tobin  has  sent  out  some  4,500  invita- 

tions. Two  prominent  U.  S.  speakers  are  to  be 
present,  C.  W.  Price,  Chicago,  field  secretary  of  the 
National  Safety  Council,  and  Miss  Nestor  C.  Edwards, 
of  Neenah,  Wis.,  an  expert  authority  on  factory  wel- 

fare work. 
Mr.  Tobin  is  greatly  taken  with  the  conservatioTi 

idea  in  the  work  of  accident  prevention,  and  states  it 
has  been  proven  that  while  machinery  guards  have 
cut  down  factory  accidents  25  per  cent.,  educational 
work  among  employees  has  cut  dovra  75  per  cent,  of 
accidents.  This  eflfeets,  of  course,  a  saving  in  money, 

employees'  time,  and  means  also  a  larger  prodijction. 

AN  IMPORTANT  DISPATCH  FROM  OTTA'WA 
A  closely  censored  dispatch  has  come  through  to  The 

Furniture  World  from  Ottawa,  that  indicates  some 
events  of  importance  that  have  hitherto  never  been 
mentioned  in  any  newspaper  dispatches,  have  been 
transpiring  at  the  Canadian  Capital.  It  appears  that 
a  union  party  has  been  formed  there — we  refer  not 

to  the  parliamentary  one  that  we  hear  so  much  about, 
but  a  more  exclusive  one — consisting  of  L.  E.  Adams, 
of  the  Ideal  Bedding  Company,  and  James  Malloy. 
manager  of  the  furniture  department  of  Brysoii. 
Graham  &  Co.,  of  Ottawa,  who  have  been  beating  all 
comers  in  bowling.  The  latest  report  on  the  matter 
has  to  do  with  a  strenuous  battle  in  which  three  heavy- 

weights— Tom  Biggar,  Alf.  Roberts,  and  Tom  Ingles — 
essayed  to  put  a  crimp  in  their  success,  but  all  to  no 
avail.  In  fact,  one  of  their  opponents  is  reported  to 
have  given  up  the  battle  after  one  game,  necessitating 
the  calling  in  of  a  substitute  for  the  remainder  of  the 

evening.  The  censor  got  in  his  woi'k  on  this  dispatch 
so  that  Ave  are  unable  to  give  the  name  of  the  default- 

ing party.  We  might  say.  however,  that  it  is  rumored 
that  Adams  and  Malloy  are  willing  to  make  a  .side  bet 
for  three  strings,  with  all-comers. 

REFRIGERATOR  PROSPECTS  IN  CHINA 

The  Canadian  Trade  Commissioner  at  Shanghai.  J 
W.  Ross,  says  that  refrigerators  and  ice-boxes  are  ex- 

tensively used  throughout  all  parts  of  China,  par 

ticularly  among  the  foi'eign  population.  The  variety 
cf  refrigerators  used  is  much  the  same  as  that  em- 
[)loyed  in  Canada,  and  is  quite  uniform  in  divergent 
parts  of  the  country.  The  sale  of  foreign  manufae- 
tured  refrigerators  is  not  large,  owing  to  the  fact  that 
similar  ones  can  be  manufactured  there  for  almost  half 

the  cost  of  those  imported.  The  greater  part  of  thos<> 
imported  come  in  from  the  United  States. 

In  an  interview  Avith  the  manager  of  a  large  furni- 
ture store  in  Shanghai,  it  was  stated  that  a  refrigerator 

of  the  latest  design  AAdth  asbestos  and  charcoal  in.sula- 
tion  and  lined  with  white  tiles  could  be  built  which 
would  be  a  better  made  article  than  that  imported,  but 
which  would  cost  only  a  little  more  than  the  freight 
charges  on  one  shipped  from  New  York.  Many  of  the 
furniture  stores  manufacture  refrigerators  lined  with 
galvanized  metal. 

If  a  customer  has  to  wait  ten  minutes  or  even  only 
five  just  to  ask  if  you  keep  something  Avhich  it  turns 
out  you  do  not  keep,  that  customer  goes  out  dis- 

gruntled. 

AN  IMPORTANT  DECISION  BY  COURT 
OF  APPEAL 

Dealer  Does  Not  Have  to  Pay  Damages 

Judgment  in  a  case  of  great  interest  and  importance 
to  retail  mercKants  generally,  was  given  at  Toronto 
recently,  when  the  Court  of  Appeal  dismissed  the 
action  brought  by  a  Mrs.  Hoffman,  against  R.  Hig- 
gins  &  Sons,  grocers,  of  Yonge  St.,  Toronto,  for 
damages  for  injuries  received  while  in  the  defendant's store.  The  action  was  dismissed  without  costs. 
Thus  reversing  the  decision  of  a  lower  court  which 
iu  April  last  awarded  the  plaintiff  damages  of  $1,500 
in  her  suit  to  recover  .$5,000  for  a  'broken  leg,  etc., 

received  by  a  fall  on  the  floor  of  the  defendant's store. 
The  Retail  Merchants'  Association  interested  them 

selves  in  the  case  because  they  felt  that  it  would  be 
most  serious  for  retail  merchants  to  allow  such  a 
judgment  to  go  unchallenged,  as  they  would  be  in 
danger  of  actions  against  them  by  customers,  who 
through  their  own  fault,  came  to  harm  while  in  a 
store.  In  fact,  there  are  some  cases  on  this  very 
[joint  jiending  at  the  present  time,  and  the  judgment 
by  tills  higher  court  in  the  Hoffman  v.  Higgins  ease, 
will  be  of  great  help  to  the  defendants. 
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The  AEOLIAN-VOCALION 

A  phonograph  of  sucli  impressive  capabilities  that  it  virtually  creates  a 
musical  instrument  of  a  distinctive  type. 

The  distinguishing  features  of  the  Aeolian-Vocaliou  line,  which  is  larger 

and  more  complete  than  that  of  any  other  ])honograph  npon  the  market,  are — 
the  good  taste  displayed  in  stock  models,  and  the  group  of  special  art  cases 
which  far  surpass  anything  hitherto  known  in  connection  with  the  phonograi)h. 

There  ai-e  many  features  in  the  Aeolian-Vocalion  that  contribute  to  its 
pronounced  musical  superiority  and  its  extraordinary  tone.  Some  of  these, 

like  the  marvelous  Graduola  device  for  controlling  tone.  ai'C  entirely  novel. 

No  intelligent  merchant  need  be  reminded  that  there  is  a  hirge  clientele  in 

every  community  that  appreciates  real  beauty  and  art,  and  that  this  elientel" 
constitutes  a  highly  desirable  addition  to  his  trade. 

To  Furniture  Dealers : 

If  you  are  seekiuji'  a  lopresciitutioii  brinaiuo  vvith  it  unlimiti'il  |)rest.ige,  you  will 
be  intcresterl  in  thi^  "  Vocalion. ' '  Its  "  Oraduola  ' ' — the  tone  oontrol  <levir-e — V>y 
reason  of  its  remarkable  advertisiiif;'.  is  familiar  to  most  folks  on  this  continent.  Tt 
gives  the  dealer  the  strongest  possible  selling  argumenl-  over  other  phonographs.  Tf 
the  Aeolian-Vooalion  has  no  rejiresentation  in  your  town,  we  should  be  glad  to  hear 
from  you. 

THE   NORDHEIMER   PIANO   &   MUSIC   CO.,   Limited,  Toronto 

Sole  Canadian  Distributors  for  Aeolian-Vocalions 
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HARVEST  SEASON  IN  TALKING  MACHINES 

FROM  now  until  the  end  of  the  year  is  the  harvest 
season  in  talking  machines,  and  the  furniture 
dealer  should  make  the  most  of  his  opportuni- 

ties. He  should  push  hard  for  business  for  the  carry- 
ing of  stock  will  not  alone  bring  trade.  It  must  be 

gone  after. 
Talking  machines  have  become  very  popular  as 

Christmas  gifts  and  for  good  reasons.  They  make  a 

most  appreciated  gift  and  have  the  advantage  of  serv- 
ing as  a  reminder  of  the  givei-  for  years  to  come. 

This  year  especially,  there  will  be  a  big  sale  for 
machines  both  in  city  and  country,  as  things  are  gen- 

erally prosperous.  The  dealer  should  make  the  most 
of  his  opportunities. 

GOOD  TIME  FOR  RECITALS 

The  present  is  a  good  time  for  the  holding  of  re- 
citals in  an  effort  to  interest  more  people  in  talking 

machines  and  to  make  sales  of  records.  A  special 
room  should  be  fixed  up  for  this  purpose,  where  there 
will  be  no  noise  or  disturbance  to  interfere  Avith  the 
music  rendered  on  the  machines.  These  occasions 
should  be  advertised,  and  a  large  card  placed  in  the 
window  or  hung  in  a  prominent  place  announcing  the 
demonstration  and  inviting  people  to  enter  and  enjoy 
it. 

Occasionally  light  refreshments  might  be  served  in 
connection  with  these  demonstrations. 

It  might  not  be  a  bad  idea  to  have  a  visitor'vS  register on  hand  at  the  same  time,  in  which  the  names  of  those 
who  enter  can  be  placed.  In  time,  by  this  means,  a 
good  list  could  be  comjjiled  which  would  come  in 
handy  when  carrying  on  subse(|uent  campaigns,  either 
for  the  sale  of  talking  machines  and  records  or  ordin- 

ary furniture  lines. 
A  list  of  this  kind  would  prove  valuable  either  when 

literature  is  being  mailed  or  when  it  is  thought  de- 
sirable to  send  a  bright  young  salesman  out  to  make 

a  personal  call. 

FORGET  YOUR  OWN  TASTES 

"Keep  in  mind."  admonished  the  salesmanager  in 
giving  instructions  to  his  new  talking  machine  sales- 

man, "that  you  will  be  doing  business  here  with  mill 
hands,  business  men.  society  women  and  farmers,  so 

you  must  forget  your  own  personal  tastes  and  think 

from  the  customer's  viewpoint.  That  viewpoint  will 
vary  from  rag  time  to  grand  opera  and  it  will  vary 
from  twenty  dollars  to  two  or  three  hundred  and  it 

will  be  sliding  back  and  forth  many  times  in  a  day." 
"One  man  I  had  here,"  continued  the  salesmanager. 

"never  sold  a  machine  above  fifty  dollars  while  he 
was  here,  and  a  record  priced  higher  than  a  dollar  and 
a  half  seemed  to  him  too  expensive  for  anyone.  His 
idea  of  what  he  could  afiFord  himself  was  about  twenty- 
five  dollars  and  he  measured  too  many  people  by  his 

own  bushel  to  be  a  real  success." 
"Still  another  man  on  onr  staff  was  extreme  the 

other  way.      He  disconraged  more  than  one  good 

'prospect'  by  making  them  think  they  should  invest 
a  couple  of  hundred  dollars  in  order  to  get  real  en- 

joyment. All  people  cannot  afford  that  amount  and 
many  people  that  can  afford  it  need  considerable 

educating  via  a  less  costly  outfit." 
"I  believe  in  specializing  on  records."  concluded  the 

salesmanager.  "By  maintaining  a  good  record 
service  and  keeping  your  customers  always  interested 
new  machine  customers  are  made  for  you  without 
direct  effort  on  your  own  part,  whereas  if  you  special- 

ize on  machines  and  neglect  the  record  end  of  the  busi- 
ness you  simply  build  up  a  nice  profitable  record  trade 

for  a  competitor.  Individual  record  sales  are  small  in 
comparison  with  machine  sales,  no  doubt,  but  they 
represent  a  steady,  regular  profit  and  by  setting  out  to 
sell  each  machine  owner  records  up  to  at  least  five 
times  the  value  of  his  outfit  one  will  gain  that  point 

with  a  surprisingly  large  proportion  of  the  total  num- 

ber." 

WHY  TALKING  MACHINES  ARE  BECOMING 
POPULAR 

That  the  talking  machine  is  doing  more  to  supply 
the  human  race  with  music  than  any  other  kind  of 
musical  instrument  there  can  be  no  doubt.  There  are 
many  reasons  why  it  should  be  so. 

In  the  first  place  it  is  in  price  more  within  the  reach 
of  the  means  of  the  great  mass  of  the  people  than  any 
other  musical  instrument.  That  is  one  very  strong 
feature  in  its  favor.  But  it  is  by  no  means  the  only 
one,  important  and  all  as  it  might  be  from  that  par- 

ticular standpoint. 

Still  another  strong  feati;re  about  the  talking  ma- 
chine is  its  simplicity.  Some  musical  taste  may  be 

demanded  in  the  selection  of  records.  But  when  it 
comes  to  operating  the  machine  itself  it  is  within  the 
province  of  every  one — young  or  old.  great  or  small. 

But  the  greatest  and  most  outstanding  feature  in  re- 
gard to  the  talking  machine  is  the  variety  of  music 

that  can  be  obtained  from  it,  either  vocal  or  instru- 
mental. Those  whose  preference  is  for  the  classical 

can  be  furnished  with  it  to  their  heart's  content.  Those 
who  want  "rag  time"  music  or  current  popular  songs 
can  be  just  as  readily  supplied.  It  is  a  case  of  "pay- 

ing your  money  and  taking  your  choice." 

DON'T  LET  DEPARTMENT  STAND  STILL 

Perhaps  one  of  the  best  receipts  that  can  be  given 
the  furniture  dealer  who  wi.shes  to  keep  his  sales  of 
machines  and  records  up  to  the  maximum  is  not  to  let 

the  talking  machine  department  "stand  still."  even 
for  a  day.  Keep  up  the  interest,  the  attention  of  the 
trade,  and  keep  telling  them  from  day  to  day  by  means 
of  your  recital  booth,  your  newspaper  advertising  and 
your  circular  letters  and  announcements,  of  just  what 
you  have  to  offer  them.  Do  you  know  what  is  hap- 

pening at  your  local  theatres?  Is  an  opera  company 
in  town — even  a  second  class  one?  Watch  for  the 
newspaper  announcements,  learn  what  the  songs  and 
instrumental  pieces  are  and  play  up  to  the  public 
taste. 
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Why  Every  Dealer  Should  Handle 

The  Wall-Kane  Needles 

We  can  make  immediate 

shipment  of  the  best  loud 
and  medium  tone  Needles 

made  (in  packages  of  100), 

any  quantity. 

Remember  there  is  sure 

to  be  a  serious  shortage 

of  Needles  long  before 
Christmas. 

Write  for  sample  packages 

and  prices. 

First — Each  WALL-KANE  needle  is  guaranteed  to  play  10  records  on  any 
Phonograph,  the  tenth  playing  as  clear  as  the  first. 

Second — All  owners  of  Phonographs  will  always  purchase  WALL-KANE 
needles  s:nce  they  eliminate  the  trouhlesome  changing  of  needles  after  each 
record.  I -l^ili 

Third — WALL-KANE  needles  are  scientifically  prepared,  and  by  reason 
of  their  special  composition,  are  beneficial  to  the  grooves  of  the  record, 
thereby  adding  to  its  life. 

Fourth — WALL-KANE  needles  minimize  the  usual  scratching  sound  of 
the  ordinary  steel  needles,  and  greatly  improve  the  clearness  and  tone  of 
reproduction. 

Fifth — WALL-KANE  needles  are  put  up  in  a  handsome  Tile  Enameled 
Metal  Stand  holding  five  (5)  dozen  boxes.  Two  dozen  extra  loud,  two  dozen 
loud,  and  one  dozen  medium  needles. 

The  price  is  five  dollars  ninety  cents  ($5.90)  per  stand,  (holding  five 
dozen  boxes.)    Each  package  retailing  at  15c,  bringing  you  $9.00  in  return 

After  your  first  order  for  a  stand,  you  can  procure  the  needles  without 
the  stand,  in  packages,  at  a  cost  of  9c  a  package. 

Try  out  the  WALL-KANE  needles  and  convince  yourself  bhey  are  all  we 
claim  they  are.    Write  us  to-day  to  forward  by  parcel  post  a  sample  stand. 

If  cheque  is  forwarded  for  sample  stand,  include  15  cents  JoT  exchange 
and  25  cents  for  postage  [parcel  post). 

Regal  Phonograph  Co.,  Limited 

145  Church  St.,  Toronto 

In  Quartered,  Fumed  Oak,  or  Mahogany 
Running  Time — Four  10  inch  Records 

Height  48".    Width  18X".    Depth  20 ,'4: 
Sale  Price  in  Canada    -  $100. 

Rayola  Cabinet 

Phonographs 

among  the  best  on  the  market, 
both  in  finish  of  cabinet  and  tone. 

They  are  fitted  with  noiseless 

motors  and  play  any  disc  record 
without  attachments. 

AGENTS  WANTED  IN  EVERY  CITY. 

London  Phonograph  Company 

Office  and  Show  Rooms : 

234  Dundas  St.,  LONDON,  Ontario 

IV.  J.   WRAY,  Manager. 
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Talking  Machines  for  the  Christmas  Holiday  Trade 

Some  reasons  why  furniture  dealers  who  have  not  already 
done  so  should  put  into  stock  a  line  of  machines  and 
records.     A  more  than  usually  favorable  opportunity. 

By  WILLIAM  LEWIS  EDMONDS 

That  talking  machines  will  play  a  greater  part  in 
the  coming  Christinas  holiday  trade  than  ever  before, 
there  can  be  no  doubt.  There  are  two  particular  rea- 

sons for  coming  to  this  conclusion.  And  both  are 
sound,  logically. 

In  the  first  place,  talking  machines  are  growing  in 

popularity.  One  could  go  about  with  one's  eyes  shut 
— provided  one's  ears  were  kept  open — and  discover 
that.  It  is  one  of  those  modern  developments  that  will 
go  on  developing,  at  least  until  some  thing  at  present 
unforeseen  comes  upon  the  scene  to  take  its  place. 
And  should  any  other  device  attempt  to  usiiri)  it,  it 
will  be  led  a  merry  chase  before  it  succeeds  in  its  pur- 
pose. 

In  a  Class  of  Its  Own 

But  whatever  the  future  may  contain  in  its  lap.  for 
the  present  the  talking  machine  imdoubtedly  has  the 
field.  There  are  competitors  in  the  talking  machine 
field,  but  the  machine  itself  has  no  competitor,  because 
it  is  in  a  class  of  its  own.  A  home  may  have  a  piano 
or  an  organ,  but  that  is  no  reason  why  the  same  home 
should  not  have  a  talking  machine  as  well.  The  one 
is  the  handmaid  to  the  other.  In  one  respect  the  two 
former  have  one  thing  in  common  with  the  latter.  They 
supply  instrumental  music.  But  there  the  compari- 

son ends.  And  even  in  supplying  instrumental  music 
the  advantage  is  with  the  talking  machine,  for  it  cRn 

supply,  provided  the  records  are  on  hand,  the  world's 
greatest  masterpieces,  which  the  piano  or  the  organ 
cannot  yield  unless  a  master  sits  at  the  key  board. 
Aiid  it  is  not  one  home  in  a  thousand  that  oossesses  a 

iiuistei'  in  a  musical  sense.  But  wli"i'e  the  great 
ilifferenee  from  the  efficiency  standnoint  hetwee^i  the 
liiano  and  the  talking  machine  comes  in.  is  that  the 
latter  can  reproduce  with  a  naturalness  and  faithful- 

r.ess  almost  incomprehensible  the  voice  of  the  woi'ld's 
greatest  singers  as  well  as  the  characteristics  and  ex- 

pressions of  the  world's  greatest  musiciars.  These 
are  the  things  Avhich  are  carrying  the  talking  ma- 

chine forward  on  a  wave  of  popularity. 

Still  another  exi)lanation  of  the  incrpasing  popular- 
ity of  the  talking  machine  is  the  fact  that  it  can  be  ob- 

tained at  such  a  variety  of  prices  that  it  comes  within 
the  reach  of  all  sorts  and  conditions  of  people.  And 
not  only  is  the  price  within  the  reach  of  all.  but  so  are 
ihe  terms  and  conditions  under  which  it  can  be  ob- 
tained. 

Money  for  Talking  Machines 

The  second  reason  Avhy  talking  machines  will  be  in 

good  demand  for  the  ("hi'istmas  holiday  trade  is  that 
1hf  people  of  Canada  ai-e  in  a  more  than  usually  favor- 

able f)osition  to  purchase  them.  The  money  value  of 
tlie  field  crops  of  Canada  is  this  year  the  largest  on 

i-ecoi-d.  While  that  in  the  first  place  means  that  the 
fj-rmers  have  more  money  than  usual  to  spend,  it 
I'leans  as  well  that  nearly  everybody  else  has  more 
money  to  Sj)end.  the  condition  of  the  farmer  being  as  a 
i'ule  a  reflection  of  the  condition  of  the  rest  of  the 
people  in  the  country. 

That  there  is  more  monej^  than  ever  before  in  the 
history  of  the  country  there  can  be  no  question.  There 
are  figures  to  prove  it.  Taking  the  total  deposits  of 
the  Canadian  people,  that  is,  the  amounts  they  have  on 
deposit  in  the  banks,  the  government  post  office  and 
savings  banks,  and  with  the  trust  and  loan  companies, 
there  is  a  surplus  of  cash  to  the  extent  of  $1,645,500,000 
laid  away,  or  about  half  a  billion  dollars  more  than 
three  years  ago.  But  in  addition  to  this  evidence  of 
wealth  there  are  the  bank  notes  in  circulation  to  be 
taken  into  consideration.  They  exceed  the  amount  of 
three  years  ago  by  over  $58,000,000.  To  put  it  an- 

other way,  whereas  three  years  ago  there  were  suffi- 
cient bank  notes  in  circulation  to  give  $13  to  every 

man,  woman  and  child  in  the  country,  there  are  now 
enough  to  give  $20  to  each. 

A  Suggestion  to  Furniture  Dealers 

Now,  these  conditions,  that  is,  on  the  one  hand  the 
increasing  popularity  of  the  talking  machine  and  the 
increased  ability  of  the  people  of  Canada  to  purchase 
it.  suggest,  by  implication  at  any  rate,  two  things  to 
the  retail  furniture  dealers  of  the  country.  The  one 
suggestion  is  to  those  who  do  not  handle  them.  The 
second  is  to  those  who  do. 

The  suggestion  tn  those  who  have  not  yet  made  the 
step  is,  do  it  now.  If  you  have  been  waiting  for  a 
more  convenient  season,  like  the  man  who  is  waiting 
for  a  more  convenient  season  to  quit  doing  evil  and 
beginning  to  do  good,  the  present  is  the  most  accept- 

able since  the  talking  machine  came  into  vogue.  It 
^\('uld  in  a  sense  have  been  better  had  you  made  the 
venture  a  year  or  two  back,  because  you  would  have 
had  the  benefit  of  the  past  as  well  as  the  benefit  which 
the  future  promises  to  those  who  begin  now.  But 
while  you  cannot  call  back  the  water  which  has  passed 
under  the  bridge,  there  is  no  reason  whv  you  should 
not  get  the  benefit  of  that  which  will  be  nassing  under 
the  bridge  during  the  Christmas  season,  and  for  all 
time  thereafter,  as  long  as  you  are  in  business. 

Getting  the  Start 

If  you  cannot  begin  on  an  extensive  scale  that  is  no 
reason  why  you  should  not  begin  at  all.  Two  or 
three  machines  and  a  well-assorted  suoply  of  records 
will  start  you  on  the  way.  And.  provided  .vou  do  not 
allow  the  department  to  take  care  of  itself,  it  will  be 
a  money-making  way  as  well.  In  the  first  place  there 
is  a  good  profit  in  handling  machines  and  records,  and 
the  more  you  sell  the  greater  your  nrofit  will  be.  the 
profit  being  largely  regulated  by  the  quantity  bought. 

But  the  immediate  profits  from  the  sale  of  talking 
macliines  are  not  the  only  profits  to  be  taken  into  ac- 

count. Neither  has  the  writer  reference  to  the  subse- 
(juent  profits  that  accrue  from  the  selling  of  additional 
lecords,  although  that  is  a  good  thing  for  the  dealer 
to  take  into  consideration  and  accordingly  keen  his 
stock  of  records  well,  assorted  and  up-to-date.  That 
which  the  writer  has  particular  reference  to  is  the 
possible  business  connections  which  it  is  possible  for 
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You  Ought  To  Be  Getting  Some  Of 

The  Phonograph  Business  This  Year. 

Furniture  Dealers  in  all  parts  of  Canada  are  taking 

on  this  100%  efficient  phonograph. 

ALL  PHONOGRAPHS  IN  ON£ 

MADE  IN  CANADA. 

THE  Phonograph  line  is  a nice  clean  business  which 

will  bring  a  good  class  of  people 

into  your  store.  You  have  a 

splendid  opportunity  in  interest- 
ing your  regular  customers  in 

this  "Final  Phonograph"  which 
plays  all  records. 

You  might  just  as  well  be  mak- 
ing the  extra  profit  which  the 

Brunswick  Phonograph  brings 

you;  many  furniture  dealers  are 

realizing  that  with  very  little  ex- 
tra store  expense  they  can  handle 

the  Brunswick  Line  because  this 

phonograph  plays  ALL  records, 
any  make,  yet  costs  no  more.  It 
is  ALL  phonographs  in  One. 

Watch  the  full  page  Brunswick 

ads.  in  Saturday  Evening  Post, 

Literary  Digest,  Colliers,  and  Life. 

Models  From 

$45  to  $2500 

THESE  Brunswick  Features are  the  features  all  Phono- 

graph buyers  appreciate: 
1 .  — Tone.  The  wooden-walled 

tone  chamber,  built  like  a 

violin. 

2.  — Beauty.      The    house  of 
Brunswick  has  been  famous 

m  wood -working  for  76 

years. 

3.  — Auto  Stop.    Stops  the  mo- 

tor any  place  desired. 
4.  — Brunswick  Records.  You 

have  the  advantage  of  a 
future  record  business  with 

these  records. 

5.  — PLAYS  ALL  RECORDS. 
Choice  not  limited. 

6.  — Two  Reproducers.  One 
for  jewel  pomts,  other  for 
needle  records.  No  extra 

cost. 

WRITE  TO-NIGHT  FOR  SALES  PLAN  AND  PRICES. 

We  are  prepared  to  take  on  high-class  dealers  in  unoccupied  territory. 

You'd  better  send  To-Night  for  the  Brunswick  Profit-Making  Sales  Plan 
PHONE,  WRITE,  OR  WIRE. 

ROOMS  204-205         npi  •        1    Bjf  1  1*  O     1  Phone  Main  7024 
Ihe  Musical  Merchandise  oales  to. EXCELSIOR  LIFE  BLDG. TORONTO 
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PLAYOLA 

Cabinet  Phonograph 

Tone  —  Quality  —  Appearance 

'X'HERE  has  long  been  a  demand  for  a  phonograph  that  will  play  all 
records  perfectly — that  embodies  highest-grade  maferiah,  workman- 

ship and  finish — that  sells  at  a  popular  price. 
Playola,  Style  A,  fully  meets  every  such  condition. 
By  a  simple  readjustment  of  the  Reproducer,  you  can  play  any  make  of 
rec  rd — Victor,  Columbia,  Edison,  Pathe — without  any  extra  attachment. 
Leading  scientific  principles  are  employed  in  making  the  Reproducer, 
which  is  attached  to  the  Tone  Arm  by  a  ball  joint,  giving  free  movement 
and  correct  balance  on  any  record. 
The  construction  of  the  Amplifying  Chamber  ensures  perfection  in  lone- 
quality  with  both  vocal  and  instrumental  records,  while  the  Tone 
Modulator  enables  you  to  regulate  the  sound-volume  to  suit  your 
requirements 
There  is  also  a  Filing  Cabinet,  numbered  for  records,  and  an  Index  Card 
for  easy  reference. 

STYLE  A. 

Size  :  38>i  in.  high  ;  1  7  in.  deep;  16  in.  wide. 
Solid  Quarter  Cut  Oak.    Mahogany  and  Walnut  Finish. 

RETAIL  $pe.00 
PRICE 

'55-^ 

These  instruments  are  ready  for  immediate  shipment.     Send  your  order 
in  to-day,  and  have  one  on  your  floor  for  the  Christmas  trade. 

PLAYOLA  PHONOGRAPH  CO. 

TORONTO,  ONT. 

the  dealer  to  make  through  the  sale  of  talking  ma- 
chines. 

Helps  the  Sale  of  Furniture  Lines 

When  a  dealer  sells  an  ordinary  piece  of  furniture 
there  is  no  particular  reason  why  the  customer  should 
ever  return  to  the  store,  although  he  might  do  so  pro- 

vided good  service  has  been  rendered.  But  with  the 
talking  machine  the  case  is  a  little  different.  The  cus- 

tomer who  buys  one  will  from  time  to  time  want  new 
records,  because  most  purchasers  of  talking  machines 
aim  to  keep  their  records  up-to-date,  at  least  as  far 
as  they  can  afford  to  do  so.  Now  it  naturally  follows, 
provided  the  dealer  keeps  his  .stock  of  records  up  to 
date,  that  he  will  have  the  first  opportunity  of  supply- 

ing the  subsequent  demands  for  records.  That  means, 
of  cour.se.  that  the  customer  will  get  the  habit  of  com- 

ing to  his  particular  store.  And  it  furthermore  means 
that  every  time  the  customer  enters  his  store  for  re- 

cords that  an  opportunity  is  afforded  of  occasionally 
selling  him  a  piece  of  furniture.  That  is  one  good 
reason  why  furniture  dealers  should  handle  talking 
machines  and  records — and  look  after  them  when  they 
do  take  them  into  stock. 

Aggressive  Selling  Methods 
It  is  of  very  little  use  putting  a  supply  of  talking 

machines  into  stock  if  they  are  to  be  relegated  to  an 
out-of-the-way  part  of  the  store.  If  they  are  about 
the  only  thing  they  will  do  is  to  accumulate  dust  and 
eat  up  the  capital  that  is  invested  in  them. 
Keep  them,  in  the  lime  light,  not  only  during  the 

Christmas  season  but  at  all  seasons,  for  music  is  al- 
ways seasonable,  and  particularly  the  music  which 

the  talking  machine  can  supply.  The  piano  or  the 
organ  may  go  untouched  during  the  summer  mouths 
when  people  live  out  of  doors.  But  with  the  talking 
machine  it  is  different.  It  can  be  carried  to  the 

verandah,  the  summer  resort,  or  whei'ever  the  people 
rendezvoiis.  Therefore  it  is  a  good  line  to  keep  in  view 
every  month  during  the  year. 

Window  Displays  and  Advertising 

Make  occasional  window  displays  of  them.  And 
make  the  displays  as  unique  as  possible.  The 

Christmas  holiday  season  is  a  particulai"ly  good  time 
to  do  so.  And  when  customers  are  in  the  store  see 
that  a  machine  is  kept  in  operation.  A  remark  passed 
by  a  customer  may  afford  an  opportunity  to  make  a 
sale  of  either  a  machine  or  of  a  record  or  two. 

And  don't  overlook  the  importance  of  advertising. 
Use  the  local  papers.  And  supplementary  to  the  local 
papers  use  circulars,  addressing  them  to  the  oeople  in 
your  locality.  Do  this  for  the  Christmas  trade  by 
all  means,  and  occa.sionally  during  other  parts  of  the 
year.  A  nicely  gotten  up  circular  will  serve  the 
double  purpose  of  reminding  the  people  of  your 
neighborhood  that  you  are  still  in  business.  If  you  do 
the  thing  properly  it  will  also  suggest  to  them  that 
you  are  wide  awake,  and  that  is  a  reputation  well 
worth  earning. 

If  you  have  not  yet  made  un  your  mind  to  handle 
talking  machines  do  it  now.  It  will  help  you  in  your 

Christmas  trade  and  for  all  time  to  come.  Don't  let 
any  more  water  run  under  the  bridge  without  your 
getting  some  benefit  from  it. 

You  may  do  a  nice  business  without  using  a  single 

show  card,  but  wouldn't  you  welcome  the  extra  sales 
the  show  cards  woxild  make  without  anv  extra  effort? 
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SUGGESTIONS  FOR  HANDLING  TALKING 
MACHINES 

A  big  factor  in  choosing  a  line  to  handle  is  that  oi 
concentration.  It  is  certaia  that  you  can  get  further 
(and  get  there  better)  concentrated  on  one  line  ox 

phonographs.  Better  salesmanship  results,  bettei' 
handling  of  stocks,  better  display  and  fewer  compli- 
cations. 

This  brings  us  plumb  up  ngainst  the  most  dangerous 
problem  of  all  merchandising — turnover.  All  of  us 
with  the  least  bit  of  enlightenment  know  that  the 
way  to  get  rich  in  business  is  to  turn  over  the  least 
amount  of  investment  the  greatest  numlber  of  times 
each  year.  In  other  words,  it  is  better  to  make  5 
per  cent,  on  $5,000  three  times  a  year,  than  10  per 
cent,  on  $7,500  once  a  year. 

But,  on  the  other  hand,  an  adequate  stock  to  show 
customers  and  make  reasonably  prompt  deliveries 
must  be  maintained.  Judiciously  generous  expendi- 

tures on  service  and  advertising  must  be  made.  The 
fine  dividing  line  between  smallest  possible  expendi- 

tures and  the  greatest  profitable  sales  is  the  reef  of 
many  a  wrecked  department.  Of  course,  if  phono- 

graphs are  not  treated  as  a  separate  department,  the 
failure  may  not  show,  being  hidden  under  the  success 
of  other  merchandise.  (By  failure,  I  do  not  mean 
necessarily  actual  loss,  but  failure  to  be  as  highly 
profitable  as  possible.)  To  really  succeed  the  rate  of 
turnover  should  be  fast,  at  least  three  or  four  times. 

The  Stock's  the  Question 
There  is  only  one  way  to  determine  how  much  and 

ju't  what  stock  to  carry.  That  is  by  experience. 
Allot  on  the  start  a  certain  sum  beyond  which  the 
department  head  cannot  tie  up  money.  He  should 
purchase  as  full  a  display  line  as  practical,  and  back 
this  with  a  stock  of  the  best  selling  machines  and 

records.  "Which  will  sell  best  will  depend  on  your community.  The  higher  priced  machines  are  being 
sold  now  at  an  unprecedented  rate.  Those  priced 
above  $150  of  course  do  not  sell  so  rapidly,  but  a  sur- 

prising number  of  $100  and  $75  machines  are  sold. 
Still,  the  cheaper  machines  move  most  rapidly  as  al- 

ways. The  traveller  calling  on  you  will  start  you  as 
nearly  right  as  possible,  but  that  is  about  all  he  can 
do. 

A  simple  card  record  for  perpetual  stock  keeping 
will  be  invaluable  for  determining  the  ratio  of  stock 
carried  to  sales  made.  The  department  head  who  does 
not  keep  such  a  record,  who  depends  on  memory  or 
guesswork,  is  bound  to  be  inefficient,  to  find  himself 
regularly  overstocked  or  understocked  on  certain 
goods,  and  forced  to  put  too  great  efforts  on  slow  mov- 

ing items.  As  he  accumulates  experience  in  his  stock 
record,  however,  he  will  makr-  few  mistakes  with  the 
machines,  and  Isss  and  less  with  records. 

ADVERTISE 

CTune — Tipperary.) 

It's  the  wrong  way  to  go  about  it. 
If  we  don't  advertise. 

Take  the  strong  way — you  'vc  got  to  stand  it 
To  attract  the.  man  who  buys ; 

>So  let's  all  pull  together. 
Team  work  wins  the  prize. 

Talk  of  something  else  besides  the  weather 
And  let's  advertise. 

Majestic 

No.  100 

The  "Majestic"  is  a  truly  musical 
instrument,  such  as  is  wanted  in 
every  home. 

It  gives  the  most  natural  tone. 

It  will  play  all  disc  records  per- 
fectly. 

Its  all-wood  sound  chamber  ampli- 

fies the  music  in  the  fullest  mannei-. 

It  will  cost  you  nothing  to  test  the 

Majestic  on  your  own  floor. 

Write  for  particulars  to-day. 

DOMINION  PHONOGRAPH  CO. 

53  CECIL  STREET 

TORONTO 
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XMAS  WINDOW  OF  TALKING  MACHINES 

Full  advautage  should  be  taken  of  window  display 
to  boom  Christmas  business  in  talking  machines  and 
records.  A  particularly  el¥eetive  display  is  repro- 

duced herewith.  It  not  only  emphasizes  the  spirit  of 
Christmas,  with  evergreen  and  holly  in  profusion,  but 
also  presents  the  featuring  of  various  popular  models 
of  machines,  so  that  the  display  and  its  object  are 
linked  closely  together. 

The  letters  "Merry  Christmas"  at  the  top  are  of 
Japaneze  frieze  fastened  to  records,  with  ropes  of 
frieze  leading  from  each  letter  into  the  sound  chamber 
of  the  central  machine.  The  arch  made  of  holly  and 
evergreen  gives  the  seasonable  finishing  touch. 

SUGGESTIONS  FOR  GOOD  WINDOW  CARDS 

In  order  to  make  good  window  cards  for  talking 
machine  displays  one  dealer  makes  use  of  the  consumer 
advertising  done  in  newspapers  and  magazines  by  the 
firm  whose  goods  he  handles.  These  are  cut  out  and 

pasted  on  show  cards.  Some  times  they  make  excel- 
lent show  cards  in  themselves,  while  at  other  times  the 

trimmer  will  need  to  add  some  wording  himself. 
Cuts  of  various  models  of  machines  for  show  card 

work  may  also  be  secured  from  trade  papers  featuring 
talking  machines. 

THE  FURNISHED  ROOM  ARRANGEMENT 

In  talking  machine  displays  it  is  desirable  to  show 
models  in  natural  home  surroundings.  It  has  a 

stronger  appeal — emphasizing  to  customers  the  beauty 
of  having  a  machine  in  their  own  home.  If  you  can 
r(jpresent  a  model  home  setting  with  a  talking  ma- 

chine as  a  central  feature,  it  is  going  to  appeal  much 
stronger  to  the  average  man  and  woman. 

Have  appropriate  show  cards  such  as  "Make  your 
home  a  real  home" — "A  talking  machine  keeps  the 
family  circle  intact  at  nights" — "Provide  entertain- 

ment for  your  children  in  your  own  home" — "Just  th'' 
entertainment  for  the  home  during  the  long  winter 

evenings." 

EMPHASIZE  SIMPLICITY  OF  OPERATION 

Just  as  some  people  are  kept  from  purchasing  a 
motor  car  because  of  a  feeling  that  they  will  not  be 
a.ble  to  operate  it  competently,  so  there  are  some  peo- 

ple who  are  deterred  from  buying  a  talking  machine 
because  they  think  it  is  somewhat  difficult  to  operate. 

Efforts  should  be  put  forth  to  banish  this  ̂ -rroneous 
idea  from  the  minds  of  prospective  customers.  Win- 

dow cards  might  be  used  for  this  purpose.  One  card 

rnight  read,  "A  talking  machine  is  exceedingly  simple 
to  operate.  Come  in  and  let  us  demon.strate  its 

simplicity  of  operation  to  you." 

DON'T  FORGET  NEEDLES 

Needles  may  seem  like  a  small  item,  but  they  should 
not  be  neglected.  Small  sales  soon  run  into  dollars 
and  besides,  the  elastomer  who  comes  into  your  store  to 
purchase  needles  may  become  interested  in  new 
records. 

Some  dealers  make  a  practice  of  inviting  people 
who  come  into  their  store  for  small  items,  to  sit  down 
and  listen  to  new  records.  They  are  put  under  no 
obligation  to  buy,  but  sales  often  result. 

An  .attractive  Christmas  window  of  talking  machines  and  records  which  will  offer  some  good  suggestions 
to  readers. 
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Smooth 

Permanent 
Never  Wears 

Records 

Scratchy 

Wears  out  Records 
Nuisance  of  Constant Changing 

\ 

The  Pathe 

Sapphire  Ball 

versus 
The  Old 

Scratchy  Needle 

PERIOD  PATHEPHONE 
In  the  style  of  William  and  Mary 

Price  $175 

The  type  here  illustrated  is  one  of  the  new 
Pathe  Period  Designed  Cabinets,  another 
selling  feature  exclusive  to  Pathe  Agents. 

VY/HO  to-day  wants  a  talking  machine  equipped  with  a 

digging,  scratchy  needle  that  wears  out  records  and 

necessitates  the  nuisance  of  ever  changing  needles?  The 

Pathe  genuine  smooth  polished  Sapphire  Ball  never  wears 

out,  never  requires  changing.  It  reproduces  the  music  in 

richer,  more  natural  tones — for  it  completely  fills  the  grooves 
of  the  record  and  gathers  the  music  from  a  greater  surface 

of  contact,  so  that  it  does  not  lose  the  slightest  shading  or 
tonal  effect. 

A  nation-wide  publicity  campaign  is  telling  the  public 
about  this  wonderful  Pathe  feature. 

It  is  a  big  selling  advantage  as  well  as  a  genuine  improve- 
ment in  the  talking  machine  art. 

If  you  have  room  for  a  Pathe  agency  in  your  store  write 

now — immediately— for  full  particulars  of  our  wholesale 
selling  plan. 

Here's  the  Pathe  guarantee : 

"Every  Pathe  record  is  guaranteed  to  play  at 
least  one  thousand  times  without  impairment 

to  the  unexcelled  beauty  of  tone." 

Pathe  Freres  Phonograph  Co.  of  Canada,  Ltd. 

Factories  and  Head  Office 

4-6-8  Clifford  Street,  TORONTO,  Canada. 

Western  Distributors;  R.  J.  Whitia  &  Co.,  Winnipeg,  Man. 
Maritime  Province  Distributors :  H.  L.  Hewton  &  Son,  Limited,  Amherst,  N.S. 

C.  W.  Lindsay,  Limited,  Montreal. 
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Talking Machines  are  Big  Feature  of 

Small  Town  Store 

Dealer  in  town  of  5,000  finds  them 

a  profitable  line. 

ALKING  machines  are  proving  a  good  selling  and  profitable  sideline  for  a  good  many  furni- 
ture stores.     One  dealer  who  has  made  a  big  feature  of  them  was  recently  visited  by  the 

writer.  He  has  handled  talking  machines  for  a  number  of  years,  and  is  very  enthusiastic 
over  them  as  an  excellent  line  for  the  merchant.  Not  only  is  the  sale  of  each  machine  a  profit- 

able transaction,  but  it  means  future  business  in  records  that  is  of  great  value.  The  talking 
machine  business  is  much  like  the  camera  business — the  original  sale  brings  in  its  wake  a  good 
deal  of  business  in  accessories. 

There  is  a  certain  sale  for  machines  at  all  seasons,  but  from  now  until  the  end  of  the  year  is 
the  real  harvest  season,  stated  this  dealer  to  The  Furniture  World.  Not  only  does  the  talking 
machine  appeal  to  people  as  a  means  of  entertainment  during  the  long  evenings  of  fall 
and  winter,  but  it  is  a  favorite  form  of  gift  for  Christmas  presents.  It  is  something  that  is 
certainly  appreciated  by  the  recipient,  and  also  serves  as  a  reminder  of  the  giver  for  years  to 
come.  He  says  he  sells  quite  a  number  for  Christmas  presents  and  finds  it  a  good  idea  to 
begin  to  feature  them  for  this  purpose  early,  as  people  who  intend  to  purchase  a  gift  of  such 
value  generally  begin  to  look  around  for  something  suitable,  well  before  Christmas. 

It  is  realized  that  in  order  to  interest  people  in  talking  machines  tljat  their  value  as  a 
means  of  home  entertainment  must  be  impressed  on  them.  Accordingly,  several  machines  are 
kept  in  the  store,  and  customers  given  plenty  of  opportunity  to  hear  them  play.  For  instance, 
a  machine  is  kept  in  constant  operation  on  Saturday  night  when  a  great  many  people  visit  the 
store.  It  is  the  work  of  one  clerk  to  change  the  records  and  keep  the  machine  in  operation. 
Not  only  is  interest  in  machines  aroused  in  this  way,  but  it  proves  very  beneficial  to  the  sale  of 
records. 

Last  spring  this  dealer  held  a  formal  recital  in  his  store.  For  this  affair,  printed  invita- 
tions were  sent  out  by  mail  to  those  who  were  likely  to  be  interested.  Only  those  who  had  in- 

vitations were  admitted.  This  was  done  in  order  to  keep  out  children  and  others  not  likely  to 
be  interested  in  the  purchase  of  a  machine,  and  whose  lack  of  interest  might  interfere  with  the 
demonstration.  The  recital  was  held  on  an  evening  when  the  store  was  closed  for  business. 
Other  goods  were  moved  back  to  the  walls  and  chairs  put  in  for  the  occasion.  It  served 
to  bring  talking  machines  and  records  effectively  before  those  who  attended. 

Demonstrations  of  machines  are  also  made  at  the  local  fall  fair,  and  many  prospects  are 
secured  by  this  means.  A  point  is  made  to  get  the  names  and  addresses  of  those  showing  any 
special  interest  and  they  are  later  followed  up.  The  fall  fair  also  serves  as  a  means  of  bringing 
new  records  to  the  attention  of  those  who  already  possess  machines. 

Altogether  this  dealer  finds  his  talking  machine  department  a  good  proposition,  and  this 
is  no  doubt  due  to  a  considerable  extent  to  the  fact  that  a  real  effort  is  made  to  effect  sales. 

Present  is  Harvest  Season 

Held  Formal  Recital 

Booth  at  Fall  Fair 
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DEALERS!    ORDER  NOW! 

Be  Protected  For  Your 

Holiday  Requirements 

Now  is  the  time  to  place  your  orders  for  delivery  during  the 
fall  months.  Shipments  will  be  heavy  this  fall  and  dealers 
who  order  now  will  assure  themselves  of  having  talking 
machines  in  stock  when  the  big  selling  season  conies  around. 

Investigate  now!  Get  our  complete  proposition.  Let  us  con- 
vince you  that  the  MANDEL  is  the  logical  talking  machine  for 

you  to  handle.  Even  if  you  are  already  selling  phonographs 
of  another  make,  the  Mandel  can  be  added  to  your  present  line 
with  added  i)rofit  to  you. 

Over  Two  Thousand  Dealers 

realized  the  enormous  sales  possibilities  of  the  Mandel  phono- 
graph and  are  cashing  in  on  the  livest  proposition  ever  pre- 

sented. Who  can  question  the  verdict  of  this  army — 2,000 
strong — who  have  placed  their  stamp  of  approval  on  the 
MANDEL?  A  high-grade  phonograph,  selling  at  a  low  price, 
giving  the  dealer  a  big  margin  of  profit,  insuring  everlasting 
satisfaction  to  the  ultimate  purchaser — these  facts  prove  why 
the  Mandel  phonograph  has  forged  its  way  to  the  front  rank 
in  the  talking  machine  industry. 

Built  By  One  Manufacturer 

The  Mandel  machine  is  Mandel  made.  Every  part  is  manu- 
factured by  us — not  merely  assembled.  Every  single  part  is 

produced  under  our  own  supervision  by  experts  in  the  art  of 
phonograph  construction. 

The  Mandel  phonograph  embodies  everything  that  represents 
real  talking  machine  value — cabinets  of  supreme  elegance, 
motors  of  wonderful  efficiency,  tone  arms  and  reproducers  that 
are  scientifically  correct.  As  manufacturers  we  guarantee 
every  Mandel  phonograph  to  give  satisfaction. 

There  is  no  divided  responsibility  in  the  manufacture  of  the 
Mandel  phonograph.    We  make  it — we  guarantee  it. 

Read  What  One  Prominent  Dealer  Says: 

We  made  a  thorough  investigation  of  the  various  phonograph  j-ropositions  that  were  submitted  to  us 
when  we  decided  to  put  in  a  line,  investigating  a  number  of  samples  that  were  sent  to  us  and  making  a  trip 
to  Chicago  seeking  information  on  them. 

We  decided  on  the  Mandel  machine  because  we  believe  it  is  the  best  value  for  the  money  in  the  market. 
We  made  a  thorough  investigation  of  their  plant  and  saw  the  product  being  produced  in  every  detail  and  are 
convinced  that  they  are  putting  the  right  material  into  their  machines  and  that  they  are  built  for  con- 

tinuous service.      Their  eases  are  beautifully  finished  and  very  attractive  in  design. 
Their  motors  are  excellently  constructed  and  we  are  confident  that  they  will  stand  up  under  severe 

use  and  require  the  least  iimount  of  adjustment  and  repairs.  Their  rppvoducer  is  good  an(l  the  fact  that 
their  machines  [day  any  lecord  is  a  sjilendid  selling  point. 

We  have  sold  a  number  of  machines  since  we  put  the  line  in  and  they  are  all  giving  good  satisfaction 
and  we  are  thoroughly  satisfied  with  our  decision  in  the  matter.    NAME  ON  REQUEST. 

MANDEL  MANUFACTURING  COMPANY         MANDEL  PHONOGRAPH  COMPANY 

General  Offices:  —       —         CHICAGO,  ILLINOIS.  Canadian  Distributors,    OWEN  SOUND.  ONTARIO 



44  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  November,  1917 

How  Talking  Machine  Dealer  Gets  His  Prospects 

Dealer  outlines  a  number  of  the  methods  whereby 
he  secures  prospects  for  machines  and  makes  sales. 

THE  furniture  dealer  who  is  considering  the  ques- 
tion of  putting  in  a  talking  machine  department 

is  naturally  interested  in  how  prospects  for  this 
line  are  secured.  The  answer  of  a  dealer  who  has 
handled  talking  machines  for  some  time  in  reply  to 
this  question  gives  a  good  deal  of  advice  both  to  the 
new  handler  of  machines  as  well  as  the  dealer  who  al- 

ready has  a  department. 

Makes  Good  Use  of  Advertising 

"Well,"  replied  the  one  of  talking-machine  experi- 
ence, "my  'prospects'  come  in  different  ways  and 

some  I  hunt  up  myself,  but  it  may  help  you  if  I  try 
to  explain  my  methods,  which  are  governed  more  by 
conditions  than  any  definite  policy.  First  of  all,  I 
advertise  in  both  of  our  local  papers,  and  I  say  some- 

thing in  the  space  that  I  buy.  One  week  I  tell  about 
a  certain  type  of  machine,  perhaps  the  next  week  T 
single  out  a  record  that  I  emphasize.  Before  Christ- 

mas I  give  the  titles  and  number  of  a  dozen  or  so 
records  suitable  for  the  Christmas  season.  This  always 
brings  results.  I  work  the  same  idea  at  Easter.  When 
I  learn  of  someone  being  initiated  into  the  local  Odd- 

fellow's Lodge,  I  send  him  a  special  letter  telling  him about  certain  records  that  he  will  be  interested  in.  I 
do  this  whether  I  know  him  to  have  a  machine  or  not. 

It  arouses  curiosity  and  generally  desire  if  he  hasn't one. 

"There  are  not  a  great  many  people  passing  my 
store,  but  those  that  do  always  see  something  in  the 
window  worth  stopping  to  look  at.  Sometimes  it  is  an 
advertisement  or  clipping  from  a  trade  paper  pasted 
on  the  glass  and  if  it  refers  to  an  artist  some  of  that 

artist's  records  are  shown  and  usually  a  picture  of 
the  artist  also.  I  take  every  advantage  of  the  factory 
helps  in  supplying  window  ideas  and  cuts  for  news- 

paper advertising. 

Goes  Out  After  Trade 

"I  have  done  some  canvassing,  but  not  much.  When 
drop-in  trade  is  quiet  so  I  think  my  assistant  can 
raanage  without  me  I  put  some  records  and  a  machine 
in  the  buggy  and  drive  around  visiting.  There  are 
always  places  that  I  know  I  can  go  to  on  a  friendly 
basis  as  well  as  a  prospective  business  basis.  I  may 

say  that  on  these  'visits'  I  don't  drive  business  as  I 
would  on  a  sale,  but  do  a  little  entertaining,  some  sug- 

gesting and  if  there  is  no  machine  at  the  last  home  I 
call  on  I  leave  mine  with  some  records  if  there  is  the 
remotest  chance  of  a  sale.  I  have  found  this  plan  a 
profitable  one. 

Showing  Appreciation  of  Assistance 

"Then  again  when  a  customer  or  personal  friend tells  me  of  someone  in  the  market  I  make  it  understood 
that  I  appreciate  the  favor.  There  is  a  great  deal  in 
the  theory  that  if  people  do  something  for  you  they 
take  more  interest  in  you.  But  this  may  be  overworked. 

I  do  not  go  out  buying  names  of  'prospects'  nor  do  I 
pay  commissions,  but  through  a  box  of  candies,  a 
bouquet,  tickets  for  a  concert,  a  box  of  cigars  or  by 

means  of  some  other  suitable  present,  I  acknowledge 
information  that  results  in  a  sale.  One  man  here  has 
sent  me  hundreds  of  dollars  worth  of  business  ju.st  be- 

cause I  acknowledged  the  first  'prospect'  he  sent  me 
to  whom  I  sold,  by  sending  a  bouquet  to  his  home.  The 
fact  that  I  appreciated  his  kindness  enough  to  sur- 

prise his  household  with  the  flowers  pleased  him  im- 
mensely. He  had  evidently  been  treated  otherwise 

on  other  occasions.  A  lot  of  my  business  comes 
through  the  recommendations  of  other  customers. 

Attention  to  Children 

"Another  thing,  I  never  neglect  the  children.  Only 
this  week  I  sold  an  outfit  to  a  young  man  of  about 
twenty-five  or  six.  I  did  not  recognize  him.  It  seems 
he  went  to  work  in  one  of  the  local  factories  after  he 
left  school  and  shortly  afterwards  moved  away  and 
got  along  very  well.  A  brother,  who  was  a  farmer  in 
the  neighborhood,  was  to  be  married,  and  he  wrote  for 
prices  and  suggestions  of  an  outfit  suitable  for  a  wed- 

ding present.  I  hardly  knew  what  price  to  suggest 
but  sent  catalogues  marking  the  machines  I  had  in 
stock.  I  had  little  hope  of  hearing  from  him.  He 
came  in  and  left  with  me  one  hundred  and  twelve  dol- 

lars. He  then  told  me  why  I  was  favored  with  his 
business.  When  he  had  lived  in  the  toAvn  as  a  school- 

boy I  always  spoke  to  him  when  I  met  him  and  had 
once  or  twive  given  him  a  seat  in  my  buggj'.  The 
little  act  of  courtesy  made  him  friendly  to  me"  becauss 
he  contrasted  it  with  the  treatment  of  some  others  of 
the  local  business  men  and  that  was  why  he  thought  of 
me  supplying  the  wedding  present. 

"Apart  entirely  from  the  sentiment  involved  in  the 
courtesy  to  children  it  is  mighty  poor  business  to  ignoj'e 
them.  I  frequently  have  a  couple  of  dozen  children 
drop  in  here  after  school  and  have  a  little  recital.  They 
have  found  that  they  are  always  welcome  and  I  see  to 
it  that  they  behave  themselves.  Very  often  one  of 
the  teachers  comes  along  and  asks  for  special  records, 
suggested  by  some  lesson  or  incident  during  the  day. 
These  children  are  at  present  influences  in  the  town 
and  will  be  the  heads  of  homes  of  their  own  in  a  few 

years." 

THE  PERSONAL  TOUCH 

Here  is  a  tip  for  the  man  who  handles  the  phono- 
graph and  record  customers  in  your  store.  When- 

ever you  make  a  record  sale  make  it  a  point  to  find  out 
the  kind  of  music  the  customer  likes,  the  artists  she 
prefers,  and  as  soon  as  you  get  in  a  bunch  of  new  rec- 

ords write  her  a  personal  note,  saying  that  you  have 
something  new  you  think  she  would  like,  and  asking 
her  to  call.  If  possible,  write  it  by  hand,  or  have  the 
stenographer  do  it.  It  is  not  a  bad  idea  to  use  social 

stationery,  with  the  firm's  name  printed  in  small  type 
at  the  top.  Such  unusual  service,  and  one  so  evidently 
involving  trouble  and  expense  will  tickle  the  custom- 

er's vanity  and,  laying  aside  the  practical  results  to 
be  obtained  from  it,  will  fix  your  store  indelibly  in  the 
mind  of  the  person  who  receives  the  letter  as  a  store 
with  a  unique  way  of  doing  business. 
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Motor  G.  F.    Nickleplated.    Two  springs.    Plays  four  ten-inch  records. 
Noiseless,  smooth  running,  durable. 

THIS  MOTOR 

WAS  MADE  IN 

SWITZERLAND 

where  the  world's  best  phonograph 
motors  come  from  ;  where  factory 

owners  and  operators  have  special- 

ized for  generations  on  this  class 
of  work.  The  best  phonographs 

made  contam  Swiss  motors,  which 

have  made  the  phonograph  possible. 

The  Motor  here  shown  is  one  of  the  styles  in  a 

shipment  just  landed.  This  motor  is  well-known 
to  a  number  of  our  customers,  who  have  found 

it  a  marvel  in  performance  and  durability. 

Last  month  in  our  advertisement  in  this  journal  we  told  you  of  a  shipment  of  Swiss  motors 
expected.  It  was  then  on  the  ocean.  The  motors  are  now  here,  the  ship  conveying  them 

having  safely  crossed  the  Atlantic.  In  spite  of  high  freight  rate  and  war  insurance  these 
motors  can  compete  in  quality  and  price  with  anything  made. 

MAESTOSO 

Outside  diameter  2  3-8  inches,  diameter 
o(  the  mica  2  inches.  Body  in  one  piece, 
solid  brass  rounded  edge,  with  interior 
jointed  attachment,  specially  jointed  needle 
holder.  Powerful  and  harmonious  tone. 
Specially  adapted  to  play  all  makes  of 
records,  both  sapphire  and  needle  discs. 

For  Main  Springs,  Re- 

pair Parts,  and  Phono- 
graph Accessories  of 

all  kinds,  get  in  touch 
with  us. 

Diamond  Needles  at 

$2.75  each  in  dozen 
lots.  This  is  a  special 

opportunity. 

Get  prices  and  terms  from 

I.  Montagnes  &  Co. 

Exclusive  Importers  of  this 

Special  Make. 

EXPRESSION 

Outside  dimensions  2  inches  diameter, 
diameter  of  the  mica  1  11-16  inches. 
Produces  that  most  perfect  and  clear  tore. 

New  Ryrie  Building 

Yonge  &  Shuter  Sts. 

Toronto,  Canada 
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TIME  SAVING  IN  CLOSING  SALES 

As  he  starts  out  from  the  store  each  morning  to  be- 

gin his  day's  labor,  the  outside  salesman  is  generally 
supplied  with  a  list  of  prospects  to  be  worked  upon 
that  particular  day  or  for  such  a  fixed  period  as  the 
manager  may  decide,  and  from  that  list  the  outside 
man,  if  he  is  good  or  has  some  luck,  may  close  a  satis- 

factory number  of  sales.     In  closing  those  sales,  how- 

■  Give  Records  for  Christmas  1 

Jf  THE  ONE  YOU  WISH  TO  REMEMBER HAS  A  TALKING  MACHINE,  ONE  OR 
MORE  OF  OUR   NEW  RECORDS  WILL 
MAKE  AN  APPRECIATED  XMAS  GIFT. 

;riiiiiiiii!iiiiiiiiiiiiiiiiiiiiiinii!iii!iiiiiii!iiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 

A  seasonable  show  card  for  boosting  record  pales. 

ever,  there  is  still  another  factor  and  that  is.  what 
about  the  people  that  were  not  closed? 

There  are,  of  course,  a  large  number  of  prospects  on 
the  list  of  every  house  who  never  buy  a  talking  ma- 

chine, who  are  anxious  to  own  one,  and  perhaps  have 
actually  made  known  their  desires,  but  who,  for 
financial  or  other  reasons,  are  not  in  a  position  to  be- 

come purchasers.  There  is  also,  of  course,  the  usual 
proportion  of  loss  to  a  competing  house,  maybe 
through  superior  salesmanship  on  the  part  of  the  com- 

petitor, through  some  feature  of  his  line  that  makes  a 
special  appeal,  or  for  other  reasons  that  cannot  be  so 
readily  explained.  The  real  question,  however,  is 
that  of  the  prospect  who  ultimately  purchases  from 
the  house  first  securing  the  name.  What  about  that 
prospect?  Why  the  delay  in  selling  him?  If  it  takes 
tAvelve  calls  to  convince  a  prospect 
that  he  should  become  a  customer,  why 
could  it  not  have  been  done  in  six.  or 
if  it  takes  six,  why  could  it  not  have 
been  done  in  three?  A  call  made  by  a 
salesman  without  direct  results  costs 
the  house  he  is  working  for  money.  He 
may  be  drawing  a  salary  based  upon  a 

certain  (piota  of  sales  a"d  may  exceed 
that  (juota  regularly  and  make  a  com- 

mission on  the  additional  business,  but 
the  calls  he  makes  without  results  are 
still  to  be  checked  up  against  him. 
Probably  it  is  not  his  direct  fault  that 
results  have  not  been  obtained,  but  it 
is  his  prosi)ect  and  he  is  responsible. 

In  the  brilliant  articles  on  salesman- 
ship, there  has  been  frequent  mention 

made  of  the  man  who  likes  a  hard  nut 
to  crack,  who  passes  by  the  easy  sales 
with  scorn  and  dives  right  into  a 
doubtful  proposition.  As  a  matter  of 
fact  it  is  human  nature  to  take  the 
easiest  way.  If  an  outside  man  has 
twenty  prospects  to  call  upon,  and 
actually  knows  that  five  are  practically 
ready  to  buy  and  that  the  five  at  the 
other  end  of  the  list  have  not  yet  been 
convinced  of  the  value  of  the  instru- 

ment he  is  selling,  he  is  going  after 
those  who  are  ready  to  buy.  The 
supersalesman    we    sometimes  read 

about  would  abandon  them  to  some  of  the  weaker 

sisters  of  the  sales  force  and  spend  his  time  convinc- 
ing the  hard  ones,  but  the  average  man  is  going  to 

pluck  the  easiest  ones  first  every  time.  When  it 
comes  down  to  the  more  difficult  ones,  however,  and 
becomes  a  question  of  what  can  be  said  or  done  that 
will  convince  them  to  make  a  quick  decision,  that  is 
where  the  salesman  can  either  save  or  spend  money  for 
his  institution. 

There  may  be  a  legitimate  reason  for  putting  off 
buying  that  can  be  so  recorded  on  the  card  and  the 
minimum  of  calls  arranged  to  keep  the  prospect  in 
line  until  he  is  ready  to  capitulate.  Then  there  are 
cases  where  there  is  no  real  reason  for  holding  off  buy- 

ing. The  prospect  is  simply  "stalling"  and  probably 
shopping  around.  Every  visit  the  salesman  pays  to 
that  prospect  without  selling  means  just  one  visit 
taken  away  from  some  other  prospect.  It  means  just 
so  much  time  taken  from  the  work  of  the  house.  It 

means  just  so  much  lost  opportunity  for  him  to  in- 
crease his  sales  total,  and  sales  and  time  undoubtedly 

represents  money,  whether  the  salesman  is  working  on 
salarv  or  commission. 

HANDSOME  BRUNSWICK  PHONOGRAPH 

The  handsome  cabinet  shown  herewith  is  a  Bruns- 
wick phonograph,  .$2,500  model.  This  is,  indeed,  a 

magnificent  example  of  cabinet-making  that  shows  the 
capability  of  modern  craftsmen  to  produce  work  of  the 
highest  excellence.  The  makers  of  the  Brunswick 
phonograph  are  the  Bnmswick-Balke-Collender  Co.  of 
Canada,  Limited,  whose  selling  agents  for  the  Bruns- 

wick phonograph  and  records  in  Canada  are  the  Musical 
Merchandise  Sales  Co.,  Toronto. 

He — I  suppose  you  think  I'm  a  perfect  idiot? 
She — Oh,  dear,  no.     We're  none  of  us  perfect. 

One  of  the  designs  of  Brunswick  phonographs  sold  by  the  Musical 
Merchandise  Sales  Co..  of  Toronto. 
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Six^^ME^Business-Getters (  PtGISTEBtO  .lULYII  190/  >- 

The  "Phonola"  holds  a  high 
place  for  care!  ul  workmanship, 

quality  parts,  and  scientific 
construction.  It  is  capable  of 

reproducing  good  music,  the 

very  best  music,  in  the  home, 

and  giving  it  the  full,  rich, 
natural  tone  that  does  the 

recording  artist  full  justice. 

Secure  "Phonola"  particulars 
without  delay. 

Pollock  Mfg.  Company,  Ltd. 

Manufactarers  of  the  "  PHONOLA  " 
KITCHENER  CANADA 

Model  "Princess."    Price  $135 Mahogany    or   Early  English, 
Golden  and  Fumed  Oak. 

Model  "Prince."     Price  $175 
Mahogany  or  Early  English, 

Golden  and  Fumed  Oak. 

Model  "Duchess."    Price  $75 
Mahogany  or  Fumed  Oak. Model  "B." 

Price:  Mahogany  $50 ;  Oak  $45 
Mahogany  Golden  and  Fumed  Oak. 

Model Price  $90 

Mahogany  or  Early  English, 
Golden  and  Fumed  Oak. 
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SONORA  RETAIL  STUDIOS  IN  TORONTO 

A  retail  dejjartment  has  been  opened  up  iu  their 
premises  in  the  Ryrie  Bldg.,  Toronto,  by  I.  Montagnes 
&  Co.,  Canadian  distributers  of  the  Sonora  line.  Mr. 

Harry  R.  Braid,  well-known  in  talking  machine  circles, 
and  who  is  experienced  in  the  leading  makes,  is  in 
charge  of  this  new  department.  Mr.  Braid  returned 
from  Montreal,  where  he  was  manager  of  Layton  Bros, 
phonograph  branch,  to  open  up  Messrs.  Montagnes  & 

Co.'s  new  department.  Mr.  H.  V.  Kautzman,  form- 
erly manager  of  the  Mason  &  Risch  Victrola  depart- 

ment in  Toronto,  has  also  joined  the  Montagnes  firm, 
and  is  engaged  with  their  new  retail  branch. 

Already  the  firm  report  considerable  success  in  in- 
ducing people  to  call  at  the  Sonora  retail  studios,  as 

this  branch  is  designated,  located  on  the  third  floor. 
They  have  attractively  fitted  up  premises,  and  are  us- 

ing liberal  newspaper  space  to  feature  the  Sonora  to 
the  public. 

TALKING  MACHINE  NOTES 

The  Home  Outfitting  Co.,  of  Hamilton,  have  opened 
up  a  branch  store  on  James  St.  N.,  for  the  exclusive 
sale  of  Pathe  lines.  They  also  feature  Pathe  lines  in 
their  main  store. 

Russell  L.  Teeple,  of  the  phonograph  division  of  the 
George  McLagan  Furniture  Co.  Ltd.,  of  Stratford,  was 
a  recent  visitor  to  New  York. 

The  Canadian  Symphonola  Co.  Ltd.,  of  Toronto,  an- 
nounce the  addition  of  another  model  to  their  line  of 

phonographs.  This  is  designated  Style  "C"  Special, 
and  retails  at  $64  in  fumed  oak  and  $67  in  mahogany. 

The  Montreal  Symphonola  Co.,  has  recently  been 
registered  and  opened  up  an  office  in  the  Mappin  & 

Kathleen   Honaid,    id-iiiia    doiu^a   contralto,    Metropdlitaii    Opera  House, 
N'ew   Yt)rk,    is   here   shown    pressing   one   of   her   own    exclusive  Path© 
records,  in  the  factory  of  the  Pathe  B'reres  Phonograph  Co.  of  Canada, r^imited,  Toronto. 

Webb  Building,  Montreal,  for  the  wholesaling  of  the 
Symphonola,  manufactured  by  the  Canadian  Sym- 

phonola Co.  Ltd.,  of  Toronto. 

WILL  DISTRIBUTE  LYRIC  RECORDS  IN  CANADA 

The  phonograph  divi.sion  of  the  George  McLagan 
Furniture  Co.,  Ltd.,  of  Stratford,  has  arranged  to  dis- 

tribute Lyric  records  in  Canada.  These  records  are 
in  10  and  12  inch  sizes,  are  all  double-sided  and  can  be 
played  on  any  universal  machine.  They  are  played 
with  steel  needles.  The  catalogue  already  embraces 
about  two  hundred  standard  selections  and  the  manu- 

facturers propose  to  issue  twenty  new  selections  each month. 

OTTO  HEINEMAN  CO.  ACQUIRES  NEEDLE 
PLANT 

The  Otto  Heineman  Phonograph  Supply  Co.,  Inc.. 
has  purchased  the  John  M.  Dean  Corp.,  of  Putnam. 
Conn.,  manufacturers  of  the  Dean  steel  needles,  and 
one  of  the  best  known  concerns  in  the  industry.  The 
plant  will  be  known  as  the  John  M.  Dean  division  of 
the  Otto  Heineman  Phonograph  Supply  Co.,  and  the 
factory  will  be  continued  under  the  same  manage- 
ment. 

BETRAYED 

The  other  night 
I  went  to  the  theatre 
With  a  low-brow  friend, 
And  the  orchestra  played 

"The  Little  Brown  Jug." 
And  he  thought 
It  was  the  national  anthem 
And  stood  up. 
And  I  did  too. 
Darn  him. 

Stvle    A,    Plarola.    manufactured    by    the  Playola 
Phonograph   Co.,    Limited,    of  Toroitto,  Ont. 
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Otto  Heineman  Phonograph  Supply  Co. 
INCORPORATED 

25  WEST  45th  STREET,  NEW  YORK 

FACTORIES:  ELYRIA,  OHIO  ;  NEWARK,  N.  J.  PUTNAM,  CONN. 

CHICAGO      ATLANTA      SEATTLE      CINCINNATI  TORONTO 
Lumsden  Building 

Motor  Perfection 

Heineman  and  Meisselbach  Motors  are 

known  to  be  the  best  manufactured.  Manu- 

facturers using  them  know  they  are  using  the 

highest  grade  motors  and  are  sure  to  satisfy 

their  dealers  and  please  their  customers. 

The  demand  for  talking  machines  is  in- 

creasing more  every  day,  and  the  coming 

months  will  be  the  biggest  in  history. 

^lace  your  order  for  Motors,  Sound  Boxes, 

Tone  Arms,  and  Needles  'WO^.  " 

Canadian  Branch: 

LUMSDEN  BUILDING,  TORONTO 

PrtslJtnl 
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QUEEN  ANNE  FURNITURE 

In  a  recent  advertisement,  the  T.  Eaton  Company, 
of  Toronto,  gave  an  interesting  talk  on  Queen  Anne 
designs.  It  is  the  kind  of  educational  talk  that  they 
frecjuently  run  in  their  ads.,  and  the  idea  is  one  that 
furniture  stores  might  use  to  advantage  in  interesting 
customers  in  their  goods. 

Their  talk  read : 

Queen  Anne  furniture,  Queen  Anne  tea  sets,  Queen 

Anne  gables — she  is  an  oft-(iuoted  lady,  is  Queen  Anne, 
in  the  matter  of  household  affairs.  And  not  without 
reason. 

She  was  a  simple-minded  woman,  alternately  timid 
and  obstinate,  and  her  husband,  George  of  Denmark, 
was  a  dull,  good-natured  man.  Neither  was  of  the 
type  to  stimulate  the  art  of  the  period.  Yet  "Good 
Queen  Anne,"  as  her  people  called  her,,  exercised,  con- 

sciously or  unconsciously,  a  most  happy  influence  on 
the  history  of  cabinet-making  and  kindred  crafts. 

One  of  her  biographers  declares  that  the  salon  of 

Queen  Anne  was  a  sewing  bee.  "We  know,  at  any  rate, from  old  costume  prints,  it  was  at  this  time  the 

"pinner,"  or  apron,  flourished  as  a  fashionable  ap- 
pendage to  wom',^n"«  dress — ati  fiched  to  the  most  elabor- ate costumes.  The  chief  di.ssipation  of  the  court 

ladies  was  to  meet  for  needlework  and  conversation. 

Read  the  life  of  Anne's  lady-in-waiting  and  intimate 
friend,  the  beautiful  Mrs.  Churchill,  afterwards  the 

Duchess  of  Marlborough,  and  you  will  get  many  an  in- 
teresting glimpse  of  these  prosaic  gatherings,  and  of 

how  they  palled,  often,  upon  the  brilliant  wife  of  the 
great  Duke.  It  was  with  characteristic  dislike  of 

regal  pomp  that  Anne  called  the  Duchess  "Mrs.  Free- 
man," and  was  in  turn  addressed  by  her  favorite  as 

"Mrs.  Morley." 
Such  being  the  domestic  spirit  of  the  day,  it  is  not 

to  be  wondered  that  articles  of  furniture  should  as- 
sume a  human,  feminine  (piality 

that  the  stiff,  rectangular  lines 
Jacobean  styles  should  dissolve  into  the  soft  curves  of 
the  cabriole  leg  and  the  jjentle  uiulnlations  of  the  pedi- 

ments that  mark  the  do>i,Q;ns  of  the  Queen  Anne  period. 

hitherto  unknown — 
of   Elizabethan  and 

While  her  life  was  marked  by  much  grief  and  dis- 
appointment— of  her  seventeen  children,  only  one  sur- 

vived infancy — Queene  Anne  was  yet  a  martinet  in 
trifles.  She  had  her  servants  paraded  before  her  each 
day  that  she  might  see  if  their  ruffles  were  fresh  and 
their  periwigs  dressed.  But  to  this  love  of  order  may 
we  not  attribute  the  introduction  of  the  sewing  tables 
and  writing  desks  which  made  their  first  appearance 
at  this  date? 

THE  SCRIBE. 

STRIKE  WHILE  THE  IRON  IS  HOT 

In  selling  a  talking  machine  the  salesman  who  has 
the  assurance  or  feels  that  the  sale  can  be  closed  on 
the  next  call  should  pound  just  that  much  harder  to 
close  the  deal  at  once.  He  should  be  less  willing  to 

accept  "no"  for  an  answer,  for  that  next  call  if  given 
to  another  prospect  may  mean  still  another  sale.  There 
always  is  the  qn.estion  of  lost  interest.  When  pros- 

pects take  the  trouble  to  inquire  about  the  details  of 
a  certain  make  of  talking  machine,  or  to  visit  the 
warerooms  and  inspect  the  line,  they  are  interested. 

That's  certain,  although  they  may  not  be  interested 
?ufificiently  to  buy  on  the  spur  of  the  moment.  The 
fact  remains,  however,  that  if  a  prospect  is  ignored 
or  is  not  followed  up  closely,  that  interest,  in  mo.st 
cases,  lags  with  the  passing  of  time. 

When  the  talking  machine  is  first  seen  it  is  much 
admired.  The  prospect  feels  that  he  must  have  it. 
The  next  call — it  is  a  very  fine  instiniment  and  he 
would  like  to  have  it.  The  third  call — he  Avishes  he 
could  spare  the  money  to  buy  it.  The  fourth  call — 
he  can't  see  how  he  will  be  able  to  finance  it.  and  so  on. 

In  brief,  it  will  be  well  to  get  the  order  signed  while 
the  glamour  of  the  instrument  is  still  in  the  eyes  of 
the  prospect.  As  the  old  saying  very  aptly  put*  it. 
"strike  while  the  iron  is  hot." 

If  you  stop  climbing  before  you  get  to  the  top  of 

the  hill  you  will  never  reach  the  top.     You  can't  ex 
peet  to  coast  up  the  last  pitch. 

Well-arranged  window  dis .f  talking  machines  and   records.       Note   the  room   arrangement    and  nioiiiud  of  displaying  records. 
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Merchandising  Suggestions  From  Our  Exchanges 

Methods  and  ideas  in  furniture  retailing  as  seen  by  other  journals 

NEW  ADVERTISING  IDEA 

WE  have  just  read  of  a  furuiture  dealer  who  had 
a  dozen  photographs  made  of  the  interior  of 
his  store  and  who  through  arrangements  with 

various  store  owners  in  other  parts  of  the  city  was  per- 
mitted to  place  these  pictures  on  an  easel  in  the  lat- 

ter's  show  windows.  Underneath  the  picture  was 
printed  a  description  of  the  view,  with  the  name  and 
address  of  the  furniture  store. 

The  furniture  man  generally  succeeded  in  getting 
the  use  of  a  window  for  a  period  of  a  month  or  so  by 
paying  a  small  sum  of  money  or  else  giving  an  eciuiva- 
lent  amount  of  furnishings  The  photograph  did  not 

take  up  enough  space  to  kill  the  merchant's  display  of 
his  own  goods.  Instead  of  the  photograph  being  an 

objection  from  the  store  owner's  viewpoint,  some  own- 
ers frankly  acknowledged  tliat  it  really  helped  the 

window,  as  being  something  out  of  the  ordinary,  and 
thus  forming  a  target  for  the  eye. 

The  plan  of  the  furniture  owner  worked  so  satisfac- 
torily that  he  became  convinced  that  he  had  struck  a 

new  and  valuable  advertising  medium.  He  has  now 

contracted  for  a  month's  privilege  in  twenty  windows 
eligibly  located  in  semi-central  and  outlying  residence 
districts.  A  nice  drug  store  corner  is  a  favorite  place 
for  the  photo.  The  i-eal  punch  to  the  scheme  was  its 
novelty.  There  is  always  force  in  something  new. — 
Pacific  Furniture  Review. 

LANGUAGE  OF  THE  CUSTOMER 

A  salesman  is  an  interpreter.  He  takes  the  technical 
jargon  of  the  manufacturer  and  translates  it  into  the 
everyday  language  of  the  public.  He  studies  the  en- 

thusiastic claims  and  assertions  of  the  producer  and 
adapts  them  to  the  understanding  and  needs  of  the 
consumer. 

Ask  any  student  of  languages,  and  he  will  declare 
that  interpretation  is  a  fine  art  and  one  at  which  few 
excel.  It  is  an  art  requiring  sympathy  with  and 
understanding  of  two  languages.  This  is  true  also  of 
selling.  The  manufacturer  talks  of  woods,  finishes, 
construction  and  style.  The  customer  understands 

such  words  as  strength,  non-fading,  polish,  etc.  The 
representative  who  can  most  easily  and  convincingly 
interpret  between  maker  and  user  is  the  best  salesman. 
— .Southern  Furniture  Journal. 

IT'S  EASY  TO  WASTE  MONEY 

Pi'OfTi'Mins  and  souvenir  publications  are  rai-ely  good 
advei'tising  mediums.  Money  so  spent  is  generally 
wasted.  Better  to  give  the  cash  outright  to  charitv. 
Special  editions  of  newspapers  do  not  usnally  pay  the 
advertiser.     Few  people  read  them. 

Souvenirs  ai-e  a  big  expense,  and  their  advertising 
is  (luestionable.  Of  course,  people  will  ask  for  them, 
if  they  are  worth  while.  But  that  is  not  proof  that 
they  pay.      A  judicious  use  of  folders  and  booklets 

furnished  by  the  manufacturers  is  good  advertising. 
Discriminate  between  them,  however.  Better  not 
distribute  those  whose  copy  exaggerates,  or  does  not 
fit  your  store  policy.  Better  to  pay  a  little  for  good 
ones  that  will  reflect  credit  on  your  store,  than  accept 
free  ones  from  other  manufacturers  that  boost  the 
makers  and  ignore  you. 

Form  letters  are  good,  if  they  are  good.  But 
money  is  easily  wasted  this  way.  First  know  that 
you  have  the  best  mailing  list  you  can  compile.  Be 
reasonably  sure  that  these  people  will  be  interested 
in  the  subject  of  this  particular  form  letter.  Have 
a  definite  purpose  in  view  with  the  letter.  Be  con- 

vinced that  a  letter  Avill  serve  this  purpose  better  than 
a  newspaper  ad.  Write  the  best  letter  you  can.  Take 
a  day  or  week  for  it  if  necessary.  Fill  it  with  human 
interest.  Avoid  the  stereotyped  phi'ases  used  in  most 
letters.     Test  it  out  on  a  few  first. — Furniture  World. 

A  SYSTEM  FOR  BETTER  ADS. 

Better  ads.  can  be  written,  and  with  much  less 
labor,  if  you  will  systematize  your  work.  Here  is  a 
plan  as  used  by  some  furniture  advertising  men:  First, 
an  ordinary  small  index  book  and  a  sufficient  number 
of  folders,  or  large  envelopes,  are  provided.  In  the 
book,  indexed  under  "Summer  Furniture,"  for  in- 

stance, you  have  the  date  and  page  number  of  every 
article  pertaining  to  summer  furniture  that  you  have 
read  in  your  trade  papers,  and  wherever  you  have 
found  something  that  will  be  helpful  when  preparing 
copy  on  summer  furniture. 

In  one  of  the  folders,  which  will  also  be  indexed 
under  the  same  title,  you  will  keep  all  of  your  own 
previous  ads.  on  summer  furniture,  all  of  your  com- 

petitors', and  all  from  outside  newspapers  that  you 
happen  to  run  across  and  that  look  good  to  you.  In 
this  same  folder  you  can  also  keep  proofs  of  all  of 
your  summer  furniture  cuts,  both  featui-e  and  of  actual 
pieces.  Also  any  literature  in  the  way  of  booklets, etc. 

The  same  thing  is  done  on  refrigerators,  on  kitchen 
cabinets,  on  special  sales,  on  openings,  on  holiday  and 
gift  furniture  advertising — in  fact,  on  everything  you 
have  occasion  to  advertise.  The  folder  and  the  index 
book  enable  you  to  lay  your  hand  on  everything  you 
have  collected  on  the  subject  for  your  ad. ;  you  find 
suggestion  there,  inspiration,  help. 

If  you  had  started  the  system  a  year  ago  you  can 
imagine  when  you  start  your  stove  advertising  how 
convenient  it  would  be  to  be  able  to  turn  to  all  of  this 
(lata.  When  you  start  on  your  Thanksgiving  or 
holiday  advertising  here  you  have  an  insurance  againi  t 
ovei'sight — against  forgetting  some  feature  necessary 
to  that  particular  advertising.  It  is  a  great  heli), 

costs  nothing  practically  but  the  work "  of  a  few moments;  you  do  not  have  to  tax  your  memory  with 
many  details,  leaving  your  mind  to  work  on  other  sub- 
.ii^cts,  it  saves  scratching  your  head,  and  it  is  a  good 
plan  any  way  you  figure  it.— Chicago  Furniture Journal. 
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Maxwell  Sanitary  Steel  Vaults 

Our  Customers  are  Assured  of  Superlative  Qyality  and  Prompt  Delivery. 
Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes.  Yet 

Light  and  Easy  to  Handle. 

Superiority  Unquestioned  Design  and  Construction  Unequaled 
Carried  in  Stock  by  All  Leading  Jobbers 

Ask  for  Revised  Price  List 

Maxwell  Ambulance  Transfer  Case 

For  the  Handling,  Removal  and  Transportation  of  Bodies.     An  Indispensable 
Adjunct  to  the  Modern  and  Progressive  Undertaker. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practical 
Utility  of  this  Case,  and   Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

Flemovable  Interior  Tray  Retains  All  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling 
of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. 

Iruide  Dimensions:  75  in.  long,  20  in.  wide,  15  in.  deep. 
Price*:  With  Tray  $30.00;  Without  Tray  $28.00;  Tray  Alone  $5.00 

Sold  by  the  Leading  Canadian  Jobbers. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.  Y. 
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Undertakers'  Department 
Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  OieWs  on  any  of  the  subjects  dealt  with — News  of  the  profession  throughout  Canada. 

Hints  and  Helps  for  the  Embalmer 
By  Howard  S.  EcKELa,  Ph.G. 

Dean  of  Eckels'  College  of  Embalming,  Philadelphia,  Pa. 
Written  for  Canadian  Furniture  World  and  The  Undertaker. 

"1   TOW  can  I  tell  when  I  have  used  enough  fluid  in 
I    I  arterial  embalming,  and  how    can    I  guard 

against  injecting  too   great  a  quantity?"  a 
correspondent  asks. 

Do  not  let  the  fear  that  you  may  inject  too  much 
fluid  worry  you.     In  ninety-nine  out  of  a  hundred  \m- 
successful  cases  the  trouble  is  too  little  and  not  too 
much  fluid. 

Too  much  raw  formaldehyde  will,  of  course,  produce 
disastrous  results,  but  even  these  should  be  plainly 
apparent  and  injection  stopped  before  the  operation 
had  gone  too  far. 

A FRIEND  write
s : 

"Not  long  ago  I  had  a  case  which  seemed 
to  be  otherwise  thoroughly  embalmed,  but  it 

.'showed  no  elfects  of  the  fluid  around  the  chin.  I  had 
used  the  brachial  artery  in  the  first  place,  but  when  I 
discovered  this  on  the  day  after,  I  promptly  took  up 
the  carotid  artery.  Even  through  this,  however,  T 
was  unable  to  get  the  fluid  into  the  chin.  There  was 
considerable  discoloration,  so  I  deemed  it  advisable  to 
use  the  hypodermic  needle  rather  freely,  but  since  each 
])uneture  meant  a  mark  on  the  surface,  the  result  was 
not  entirely  satisfactory.  What  method  should  I  have 

pursued?" When  you  began  the  hypodermic  injection  you 
should  have  pulled  down  the  lower  lip  and  inserted  the 
needle  inside  the  mouth.  When  the  lip  went  baek 
into  place  all  marks  would  have  been  hidden  and  the 
chin  and  lower  lip  would  have  looked  as  natural  as 
any  other  part  of  the  body. 

6.  B.  H.,  of  Nuremburg,  Pennsylvania,  writes:  "Will 
you  kindly  advise  me  how  you  would  care  for  the 
bodies  dying  from  malaria  or  any  other  case  in  which 

methylene  blue  has  been  administered?" 
T  would  advise  you  not  to  inject  an  embalming  fluid 

that  contains  any  iron  preparation  into  a  body  of  a 
person  who  has  taken  methylene  blue  for  medicinal 
purposes  before  death.  If  you  do,  a  discolored  body 
is  inevitable.  You  will  find  Dioxin  Fluid  admirable 

for  these  cases,  because  it  contains  no  acids,  iron  or  in- 
organic poisons,  and  also  no  astringent  nor  unmodified 

formal  dehyde. 

M.  J.  B.,  Davenport,  Iowa,  writes  as  follows:  "I  had 
a  j)osted  case,  the  othei-  day,  on  which  I  secured  rea 
sonable  satisfactory  results,  and  yet  of  which  I  am 
very  much  ashamed.  Somehow  or  other  I  lost  ray 
nerve  and  after  injecting  the  upper  part  of  the  body 
to  get  the  face  in  the  best  condition  possible,  my  con- 

fidence went  baek  on  me  and  I  depended  entirely  on 
cavity  embalming  with  the  needle  for  preservation.  T 
know,  theoretically  at  least,  the  circulation  and  what 

I  should  have  done,  but  when  I  stood  there  before  that 

body  I  just  couldn't  seem  to  brace  myself  to  do  what 
T  should  have  done  to  make  a  scientific  job.  It  got  by 
the  family  all  right,  but  I  never  want  to  see  such  an- 

other body  in  my  charge  go  into  church." 
I  never  could  quite  understand  why  any  embalmer, 

COLUMBIA'S  PLEA 
Written  specially  for  and  respectfully  dedicted  to 

the  Order  of  the  Purple  Cross,  with  the  compliments 

of  "Angus,"  a  Canadian  friend  of  the  embalming  pro- 
fession. This  is  the  first  of  a  series  of  poems  which 

the  author  has  consented  to  write  for  Canadian  Furni- 
ture World  and  The  Undertaker. 

Slowly  and  lowly  I'd  bear  in  my  gloom 
l^]very  shell-shattered  corpse  to  its  own  native  tomb. 

America !   Thy  tranquil  hour  is  past. 
Once  more  the  hosts  are  gathering  to  the  blast 
Of  mart  and  bugles.    Thy  thundering  drums 
Beat  louder  to  the  cheers,  and  each  who  comes 
Is  precious  now.     Will  you  their  dust  neglect? 
Will  you  not  now  enhance  by  due  respect 
The  heroic  dead — Claim  from  an  alien  sod 
Dust  consecrated  to  the  cause  of  God? 

I^y  just  enactment  of  our  righteous  laws 

You've  trained  and  prompted  men  in  common  cause. 
Bade  science  lend  her  aid  to  martial  art, 
To  prove  each  worthy  of  his  glorious  part. 
Added  true  spirit  and  departing  cheers 

To  many  a  matron's — many  a  maiden's  tears. 
My  sons  face  dangers  of  the  field  and  sea. 
That  by  their  deeds  you  may  have  liberty 
And  every  blessing  sacred  to  the  hearth. 
Shall  they  be  tomlbed,  unknown,  in  alien  earth? 

Each  son,  each  brother,  and  the  widow's  stay — 
All  much  beloved — must  they  depart  away 
Because  they  dared  the  fringes  of  the  earth 
To  cross,  to  save  the  land  that  gave  them  birth? 
Turn  no  deaf  ear  while  silent  voices  cry: 

"Accept  us  back.     Have  we  not  dared  to  die? 
Don't  forget.     Do  not  forget."     That  call 
May  yet  reverberate  throughout  this  hall  •.   ■  ■  ■• 
Wherein  you  stand  the  chosen  of  our  land,.   - 
Reclaim,  reclaim.     Bring  back  their  native  mould 
To  mingle  with  the  dust  they  knew  of  old. 
As  boys  they  revelled  in  their  joyous  glee 
Where  whence  their  dust  must  ever  sacred  be. 
Let  science  shatter  brow  and  limb  and  nerve. 
Yet  human  matter  science  shall  preserve. 
If  you  as  statesmen  act  as  man  to  man 
Then  give  Columbia  each  American! 
Nor  count  their  ashes  as  a  total  loss 

While  true  men  live  to  wear  a  Purple  Cross. 
—ANGUS. 



54 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER November,  1917 

who  knows  the  circulation  of  the  blood,  should  lose 
his  nerve  in  the  presence  of  posted  cases.  Perhaps, 

it  is  another  case  of  "giving  a  dog  a  bad  name."  At 
any  rate,  many  otherwise  very  capable  embaliu'i'rs 
seem  to  go  to  pieces  in  the  presence  of  such  cases  with 
such  a  bad  name.  Certainly,  there  is  nothing  in  a 
posted  case  that  will  do  more  than  cause  a  little  extra 
woi'k.  Any  one  who  knows  how  to  make  a  ligature 
and  who  knows  the  circulation,  can  produce  as  good 
results  in  a  posted  case  as  in  any  other.  This  is  not 
true  of  drowning  and  many  other  cases,  for  there  skill 
has  a  great  deal  to  do  with  results.  Personally  I  feel 
that  a  posted  body  imposes  nothing  more  upon  me  than 
a  little  extra  labor,  the  results  of  which  amply  repay 
me. 

Chance  for  Post  Graduate  Course 

Those  members  of  the  C.  B.  A.  who  attended  the  late 

convention  at  Toi'onto,  must  have  been  forcibly  taken 
with  the  excellent  addresses  on  ejnbalming  given  by 
Prof.  Chas.  0.  Dhonau.  On  many  sides  those  ad- 

dresses were  reckoned  to  be  the  best  series  ever  de- 
livered before  this  body  of  funeral  directors. 

in  Canada,  and  all  subscriptions  should  be  sent  direct to  him. 

Our  regular  subscription  rate  for  Canadian 
Furniture  World  and  The  Undertaker,  is  per 
year   $  1 .00 

The  regular  subscription  rate  for  the  Journal  of 
Research  in  Embalming  and  Allied  Sciences  is 
per  year    1.00 

Or  both  would  cost    2.00 

Our  special  rate  for  both  papers  is  $  1.50 

In  addition  we  will  send  both  pai)ers  until  the  end 
of  1918  for  this  price  to  funeral  directors  sending  in 
subscriptions  during  this  month,  and  added  to  this  we 

will  send  (as  long  as  they  last)  back  numbers  of  "Re- 
search Journal,"  from  August  issue. 

Here  is  an  opportunity  to  get  all  the  Canadian  pro- 
fessional  news  and  all  the.  latest  professional  ideas 
contained  in  these  two  papers  for  a  small  fraction  of 
the  cost  of  gathering  and  compiling  the  information. 

Address  club  subscriptions  to — 
JAMES  O'HAGAN. 

Editor.  Canadian  Furniture  World  and  The 
Undertaker.  Toronto.  Ont. 

Fine  new  auto  liearse  which  A.  L.  Oatman,  funeral  director  at  Tillson 
burg,    Ont.,   recently   added  to   his  equipment. 

In  connection  with  his  work  in  the  Cincinnati  Gen- 
eral Hospital,  of  which  he  is  pathological  instructor. 

Prof.  Dhonau  handles  or  supervises  the  embalming  of 
over  a  thousand  bodies  in  a  year.  This  gives  him  ex- 

ceptional opportunities  to  test,  demonstrate  and  in- 
vestigate many  features  of  his  work  likely  to  be  in- 
teresting and  indeed  valuable  to  embalmers  and 

funeral  directors  generally. 
So  much  matter  and  so  many  varied  features  have 

been  brought  forth  in  this  work  that  Prof.  Dhonau 
conceived  the  idea  of  embodying  all  these  facts  in  a 
paper  while  the  matter  was  fresh  in  his  mind.  The 

result  is  "The  Journal  of  Research  in  Embalming  and 
Allied  Sciences,"  a  monthly  paper  which  is  really  a 
post-graduate  course  for  the  practical  embalmer.  At- 

tendants at  the  late  convention  received  a  copy  of 
this  paper  and  know  its  Avorth,  and  all  our  readers  of 

(.'anadian  Furniture  World  and  The  Undertaker  will 
have  received  a  copy  of  the  "Journal  of  Research," 
ere  they  get  this  paper.  If  you  have  not  received 
your  copy  write  to  us  for  it. 

Canadian  Furniture  World  and  The  Undertaker  has 
been  fortunate  in  arranging  with  Prof.  Dhonau  a 
clubbing  proposition  by  which  our  subscribers  may  re- 

ceive both  papers  at  a  specially  low  rate.  The  editor 
of  Furniture  World  and  The  Undertaker  is  the  special- 
]y  apj>ointed  representative  of  the  Journal  of  Research 

VISITOR  RELATES  HIS  EXPERIENCE 

Mr.  H.  M.  Purviance.  the  Huntingdon. 
Ind.,  funeral  director  Avho  was  a  guest  at 
the  late  C.  E.  A.  convention,  on  his  re- 

turn home  delivered  an  address  before  the 
local  Red  Cross  Society,  telling  of  his  visit 
to  Toronto,  and  of  the  doings  of  the 
Red  Cross  in  Canada.  Mr.  Purviance 
favored  Canadian  Furniture  World  and 

The  Undei'taker  with  a  copy  of  the  ad- 
dress, which  was  also  reported  in  extenso 

in  The  Huntington  Herald. 
Mr.  Purviance  came  to  Canada  on  Red 

Cross   work,    visiting   Walkerville,  To- 
ronto, Montreal  and  Ottawa.   His  experi- 

ence in  those  cities  formed  the  basis  of  his  address. 

PRESENT  CASKET  MAKING  CONDITIONS 

Judging  from  the  reports  of  casket  makers  in  the 
United  States,  the  cost  of  doing  business  is  steadily  in- 

creasing, and  there  appears  to  be  no  let  up  in  the  con- 
stant rise  in  materials,  with  transportation  difficulties 

at  times  almost  insurmountable.  Until  the  recent  re- 
duction in  night  and  Sunday  work,  managers  stated 

that  there  had  been  a  steady  drift  of  labor  towards 
other  lines  where  hours  were  easier. 

CASKET  TRAVELLERS  CONVENE 

The  Casket  Travellers"  Association  of  America,  met 
in  Syracuse,  N.Y.,  last  month  for  their  eighth  annual 
convention  in  the  St.  Cloud  Hotel,  with  President 
Simeon  Will  conducting  the  proceedings.  The  mem- 

bership is  now  180,  52  new  members  being  enrolled 
within  the  year.  W.  G.  Evel,  Hamilton,  was  the  only 
Canadian  present.  He  was  elected  a  state  vice-presi- 

dent, to  represent  Ontario. 

The  labor  unions  in  St.  Louis  are  tiying  to  have 

Sunday  funerals  discontinued.  - 
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Mechanics  and  Chemistry  of 

Blood  Removal 

Address  delivered  by  Prof.  Chas.  O.  Dhonau  before 
recent  Canadian  Embalmers '  Association Convention  at  Toronto. 

The  success  of  an  embalmer,  to  be  uniform,  must  depend  upon  the  use  of definite  laws  and  rules. 
Science  is  simply  knowledge  reduced  to  laws  and  rules 

m 
THAT  there  is  little  science  in   the   work   of  the 

embalmer  is  acknowledged  by  all,  even  by  the 
embalmer  himself.      This  makes  him  all  the 

more  anxious  to  learn  how  his  work  may  be  perfected 
until  it  may  be  called  a  science.  We  hope  to  contribute 
something  during  this  meeting  toward  that  end. 

Blood  is  made  up  of  liquids  and  solids.  The  li(|uid 
is  known  as  blood  plasma  and  the  solids  are  known  as 
corpuscles.  These  corpuscles  are  so  very  small  it 
takes  a  high  power  microscope  to  disclose  them  to  the 
eye ;  they  measure  about  1-3200  inch  in  diameter. 

Arterial  blood  contains  about  25  per  cent,  of  carbon 
di-oxide  or  carbonic  acid  gas.  You  are  taught  ordin- 

arily that  all  this  gas  is  removed  by  the  lungs  as  venous 
blood  passes  through  them.  That  this  is  not  so  is  at- 

tested to  by  all  the  physiological  chemists. 
Venous  blood  contains  about  45  per  cent,  of  carbon 

di-oxide  or  carbonic  acid  gas.  Arterial  blood  with  25 
per  cent,  of  carbonic  acid  gas  has  a  bright  scarlet  color 
in  the  blood  vessels.  Venous  blood  with  45  per  cent,  of 
carbonic  acid  gas  has  a  dull  red  color  in  the  blood  ves- 

sels. Seen  through  the  veins,  venous  blood  appears 
to  be  blue  in  color,  but  when  the  vein  is  opened  you 
see  that  it  is  not  blue,  but  dull  red.  The  difference  in 

color  between  dull  red  and  blue  is  simply  the  differ- 
ence in  the  number  of  color  vibrations  that  are  ab- 

sorbed by  the  wall  of  the  vein.  Thus,  dull  red  with 
more  color  vibrations  is  seen  as  blue  through  the  wall 
of  the  vein  because  the  wall  of  the  vein  subtracts  from 
the  number  of  color  vibrations  as  the  color  passes 
through. 

The  congestion  of  bright  scarlet  arterial  blood  in  the 
capillary  vessels  of  the  skin  of  the  face,  seen  when  the 
person  blushes,  gives  this  skin  a  momentary  red  color, 
because  the  arterial  blood  being  pumped  into  these 
vessels  by  a  rapid  heart  action,  is  brighter  to  begin 
with,  and  sufficient  color  vibrations  are  not  absorbed 
by  the  skin  to  make  the  color  blue.  When  the  quality 
of  the  blood  is  not  so  good — when  disease  for  instance 
reduces  its  (juality — the  congestion  of  the  blood  in  the 
vessels  of  the  skin  gives  a  blue  color  to  the  skin  ;  proof 
that  the  blood  itself  was  not  of  good  quality  when  it 
became  congested  in  these  vessels.  The  congestion  of 
dull  red  or  venous  blood  in  the  capillaries  of  the  skin 
of  the  face  is  represented  externally  by  a  blue  or  black 
color,  depending  upon  the  amount  of  carbonic  acid  gas 
in  the  blood.  This  sometimes  appears  just  preceding 
death,  when,  in  medical  parlance,  the  condition  is 
known  as  cyanosis.  The  longer  this  congestion  exists 
and  the  more  congestion  there  is,  the  darker  the  colo!' 
becomes  because  the  color  depends  upon  the  quantity 
of  carbonic  acid  gas  there  is  in  the  blood  and  the  ((uan- 
lity  of  carbonic  acid  gas  always  increases  when  the  cir- 

culation is  not  perfect  or  when  there  is  no  respiration 
or  breathing  to  supply  oxygen. 

At  this  point  the  professor  illustrated  on  the  black- 
board an  enlarged  blood  vessel,  to  show  the  relation  of 

the  corpuscles  to  the  walls,  and  he  related  an  incident 
of  an  examination  question  put  to  •'Dplieants  for 
license  by  the  Michigan  State  Board.  The  question 

was  as  follows:  "How  would  you  distinguish  arteries, 
capillaries  and  veins,  if  you  dissected  them  from  a 

body?"  How  many  here  know  how  to  distinguish 
arteries,  capillaries  and  veins,  asked  the  professor.  (No 
answer).  There  is  quite  a  kick  in  that  question.  You 
may  dissect  arteries  and  veins,  of  the  larger  class,  from 

the  body,  but  you  cannot  dissect  the  eapillai'ies  from 
the  tissue.  When  you  dissect  the  arteries  and  veins 
you  destroy  the  tissue — and,  capillaries  form  an  im- 

portant part  of  the  tissues,  and  fiirthermore,  as  you 
will  remember,  the  capillaries  are  so  small  you  could 
not  see  them  to  do  this  dissection.  It  is  in  the  veins 
and  capillaries  that  the  most  blood  is  found  in  the  dead 
body.  The  usual  exception  is  in  those  cases  where 
death  is  sudden. 

Quoting  from  a  work  on  "Physical  Science"  we  find- 
that  there  are  certain  physical  laws  that  affect  the  be- 

havior of  blood  after  death.  Newton's  first  law 
of  motion,  for  instance,  shows  that  everj^  body  (or 
matter)  continues  in  a  state  of  rest  or  of  uniform  mo- 

tion in  a  straight  line,  except  insofar  as  it  may  be 
compelled  by  force  to  change  that  state.  It  is  not  pos- 

sible for  blood  to  remain  in  a  state  of  rest  in  the  body 
because  the  law  of  gravity,  which  in  that  ease  is  a 
force,  causes  it  to  settle  or  gravitate  toward  the  most 
dependent  parts  of  the  body. 

Thus  we  see  produced  the  congestion  of  blood  in  the 
vessels  that  lie  closest  to  the  skin  of  the  back  that 

produces  the  color  on  the  back  that  we  call  cadaveric lividity. 

Liquid  may  be  forced  into  a  glass  tube  with  a  very 
small  diameter,  and,  when  upturned,  the  Avater  will  not 
run  out.  This  is  given  to  explain  that  blood  does  not 
always  gravitate  out  of  the  capillaries  and  smaller 
vessels.  This  is  due  to  the  working  of  another  physi- 

cal law:  the  law  of  capillary  attraction.  The  attrac- 
tion of  the  wall  of  the  vessel  for  the  li()uid  contained  in 

the  vessel  holds  it  in  a  position  of  rest,  from  which  it 
will  not  move  until  some  force  is  applied. 

Force  is  used  in  massaging.  Massage  contracts 
capillaries  momentarily,  forcing  their  contents  to  move 
on,  providing  these  contents  are  in  liquid  condition. 
Therefore,  massage  suspends  the  law  of  capillary  at- 

traction because  you  are  using  force  to  cause  the  ves- 
sels to  contract  momentarily.  If  there  is  so  much 

blood  in  the  vessels  that  enough  of  it  does  not  pass  to 
what  we  call  the  lower  levels  of  the  body  to  allow  the 
upper  vessels  to  empty  themselves  and  thus  rediice  or 
eliminate  the  discoloration,  the  embalmer  takes  a  hand 
in  the  process  himself — providing  more  room  below  for 
the  blood — by  removing  some  himself.  He  then  com- 

pletes the  removal  by  massaging  and  overcoming  capil- 
lary attraction. 

At  times  the  foregoing  methods  are  not  sufBoient, 
and  we  must  use  another  force  with  which  to  overcome 

the  discoloration.  At  this  time  we  use  Newton 's 
second  law  of  motion.  We  inject  an  embalming  fluid 
or  still  better,  a  capillary  wash,  and  change  the  motion 
of  the  blood  from  downward  to  a  sideway  movement, 
forcing  it  to  pass  sideways  into  the  venous  channels, 
from  which  we  drain  it  into  thp  proper  receptacle.  In 
this  method,  the  statement  has  been  made  to  you  that 
the  fluid  or  the  wash  mixes  with  the  blood  in  the  capil- 

laries and  thus  helps  you  to  move  it  on  and  out.  We 
must  criticise  such  a  statement.  These  vessels  are  so 
small  that  before  the  fluid  or  wash  can  gain  an  entrance 
to  them,  the  fluid  or  wash  must  first  ram-rod  the  blood 
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out ;  therefore,  the  only  point  where  there  could  pos- 
sibly be  any  mixing  of  wash  or  fluid  and  blood  would 

be  at  that  point  where  the  fluid  or  wash  is  actually  in 
contact  with  the  column  of  blood  ram-rodding  it  along 
and  out  of  the  vessels. 

For  various  liquids  and  the  same  temperature,  and 
in  tubes  of  the  same  diameter,  the  heights  to  which 
li(]uids  will  rise  varies  with  the  nature  of  the  liquid. 
As  water  rises  in  these  tubes  to  a  greater  degree  than 
a  heavier  solution,  we  use  a  watery  non-astringent 
capillarj'  wash  in  cases  that  demand  the  capillary  wash 
treatment.  According  to  the  third  law  of  capillary 
action,  the  height  to  which  a  liquid  rises  in  a  capillar}^ 
tube  diminishes  as  the  temperature  of  the  liquid  in- 

creases ;  thus,  we  would  obtain  a  better  natural  pene- 
tration of  capillaries  (without  much  force  behind  it) 

with  a  cold  solution. 
Since  it  is  the  rule  for  a  liquid  to  move  in  a  straight 

line  from  one  place  to  another,  we  may  conclude  by 
saying  that  the  blood,  fluid  or  wash,  moves  most  rapidly 
through  those  capillaries  that  give  a  straight  line  path- 

way from  an  artery  to  a  vein.  It  is  due  to  this  law 
that  we  have  difficulty  at  times  in  removing  a  stated 
blood  discoloration  even  though  we  inject  a  lot  of 
fluid  and  drain  considerable  blood  and  fluid  from  the 
vein.      We  ha^e  no  assurance  in  drainage  cases  that 

Motor  hearse  just  put  into  commission  by  J.  MacPherson  &  Son,  Delhi, 
Ont.  It  is  built  on  a  Hupmcbile  chassis  of  latest  design.  Rear  doors 
and  centre  panels  are  of  British  bevelled  leaded  plate  glass.  Hards, 
Timpson  &  Co.,  Toronto,  are  the  builders. 

the  fluid  or  wash  is  going  to  pass  into  the  by-paths 
among  the  capillaries  unless  we  hold  back  on  our  drain- 

age at  times  during  the  injection  to  force  the  fluid  or 
wa.sh  to  take  a  wider  path  through  the  circulation. 
Therefore  it  is  bad  practice  to  keep  the  drainage  tube 
open  continuously  while  the  injection  is  going  on.  We 
prefer  an  intermittent  method  where  we  drain  during 
the  injection  of  alternate  pints  or  quarts  of  the  injec- 

tion; especially,  in  those  ca.ses  which  seem  to  resist  the 
force  of  the  fluid  or  wash  as  a  flexible  mechanical  ram- 
rodding  capillary  cleanser,  the  only  function  of  the  so- 
called  capillary  washes. 

PROFESSIONAL  NOTES 

Mrs.  Belleghem,  wife  of  D.  Belleghem,  fmieral  direc- 
tor, Peterborough,  Ont.,  died  on  October  8,  at  her  home. 

190  Hunter  St..  that  city. 
Chris.  Dreisinger,  of  Elmira,  has  formed  a  partner- 

ship with  J.  Letter-  &  Son,  furniture  dealers  and  funeral 
directors,  Waterloo,  Ont.  The  new  firm  name  is 
Letter  &  Dreisinger. 

F.  Slaght,  of  Wellandport,  Ont.,  has  taken  over  the 
furniture  and  funeral  directing  business  of  W.  C. 
Brown  &  Son,  Alvinston.  Ont. 

J.  A.  Ried,  of  Banff,  Alta.,  is  just  finishing  a  beauti- 
ful new  bungalow,  his  former  residence  is  to  be  used 

as  his  undertaking  fjuarters,  and  when  remodeled  to 
suit  the  purpose  will  have  very  modern  facilities. 

H.  J.  McKenzie,  formeily  with  Fred.  Wray.  of  Mon 
treal,  is  now  managing  the  undertaking  bu.siness  of  J. 
L.  Gordon,  in  Kamloops,  B.C.  Mr.  McKenzie  likes  the 
west  very  much,  and  since  Mr.  Gordon  is  much  pleased 
with  his  new  undertaker,  conditions  seem  perfectly 
mutual,  and  the  friends  of  both  gentlemen  look  for- 

ward to  success  on  the  part  of  each,  with  the  concern 
thus  strengthened. 

Milton  Mclntyre,  formerly  of  Toronto,  and  a  nephew 
of  Mr.  Bates,  of  the  Bates  and  Dodds  firm  of  that  city, 
is  now  the  funeral  director  for  the  Dominion  Under- 

taking Parlors,  Vancouver,  B.C..  making  himself  righ; 
at  home  among  the  people  of  Vancouver,  where  he  has 
many  friends. 

T.  J.  Kearney  &  Co.,  have  just  installed  a  new 
Cadillac  motor  ambulance,  in  Vancouver,  B.C..  whicli 

is  being  very  favorably  accepted  by  the  medical  pro- 
fession and  the  hospitals  of  that  city. 

WON  ECKARDT  LAWN  BOWLING  TROPHY 

The  sixth  annual  Eckardt  Lawn  Bowling  Trophy 

Tournament  took  place  on  the  Unionville,  Ont..  greens 
this  year  on  September  10,  11  and  12.  Twelve  rinks 
competed,  Unionville,  Markham,  Stouffville  and 
Almira.  Mr.  A.  J.  H.  Eckardt.  the  donor  of  the 

trophy,  was  called  to  Buffalo  on  business,  so  could  not 

be  present.  The  competition  was  keen.  A.  L.  Brown'* Unionville  rink  Avinning  by  one  point  after  three  extra 
ends  had  been  played.  The  win  was  a  popular  one. 

especially  as  one  of  the  winners  was  "Uncle"  John Eckardt,  an  uncle  of  the.  donor,  and  a  man  well  iip  in 
the  seventies. 

A  STRONG  RECOMMENDATION 

Ml'.  A.  W.  Murray,  of  Amherst.  N.S..  writes  this  in- 
teresting letter  to  the  editor  of  Canadian  Furniture 

World  and  The  Undertaker: 

"T  notice  in  the  September  number  of  your  valu- 
able paper  an  account  of  a  body  embalmed  in  Fernie. 

B.C.,  with  "Champion"  fluid  which  was  keeping  very 
well.  I  think  T  can  go  one  better.  In  the  year  1886 
T  embalmed  H.  C.  G.  Ketchum.  the  promoter  of  the 

Chigneeto  Ship  Railway,  with  "Champion"  fluid. 
Seventeen  years  afterwards  I  moved  the  body  from 
Tidnish,  X.S..  to  Sackville,  X.B.,  at  the  re(|uest  of  his 
widow.  The  body  looked  as  natural  as  when  he  died. 
Several  who  knew  him  before  he  died  told  me  that  he 

looked  as  he  did  when  he  died." 

Frank  E.  Campbell  and  The  Funeral  Church.  1970 
Broadway,  New  York  City,  have  leased  from  the  Land 

Improvement  Company,  the  street  level  floor  of  the  ad- 
joining building,  at  Nos.  1964-68  Broadway,  says  The 

Casket,  and  will,  after  extensive  alterations  occupy 

the  building  with  a  large  floral  establishment  to  be  con- 
ducted in  conjunction  with  his  undertaking  and 

ambulance  business.  The  new  lease  gives  Mr.  Camp- 
bell, who  is  one  of  the  world's  greatest  funeral  direc- 
tors, control  of  much  of  the  Bast  Side  of  Broadway 

Itetween  Sixty-sixth  and  Sixty-seventh  Sts. 

A  Danville.  111.,  undertaker  advertised  a  complete 
funeral  for  $1,  including  a  casket,  embalming,  shroud, 
hearse,  etc.,  for  any  one  who  managed  to  die  between 
the  hours  of  6  a.m.,  and  6  p.m.  on  a  certain  day  re- cently. 

Mayer  &■  Raymond,  undertakers.  Graiiby.  Que.,  have 
been  registered. 
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SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 

CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 

and  why  YOU  Should  Use  It! 

It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  flviid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 

portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 

balming Fluid. 

We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 

balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 

tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 

which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 

sional sentiment  is  rapidly  tiirning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 

Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 

H.  S.  ECKELS  &  COMPANY 

221  FERN  AVENUE 

TORONTO,  ONTARIO,  CANADA 

AFTERMATH  OF  THE  CONVENTION 

An  interested  visitor  to  this  year's  convention  was 
Harmon  M.  Pnrviance,  of  Huntington,  Ind.  Mr. 
Purviance  came  over  to  Canada  in  the  interests  of 

Red  Cross  and  patriotic  worli,  and  while  here  gave  a 
short  talk  to  the  (!.  E.  A.  He  was  formerly  president 
of  the  Indiana  Association. 
Mr.  Purviance,  in  conversation  with  Canadian 

Furniture  World  find  The  Undertaker,  told  an  inter- 
esting story  of  an  exhumation  from  an  old  cemetery  in 

his  city,  of  a  body  that  had  been  buried  58  years  by 

liis  j)rp(h'cessor  in  business.  The  body  was  buried  in 
ISf)!);  latei-  the  ceineterv  was  abandoned,  and  finallv 

was  sold  for  residential  purposes.  Recently  the  owner 
of  part  of  the  laud  decided  to  build.  To  do  this  he 
had  to  remove  a  monument  that  stood  in  his  lot.  He 

had  the  grave  opened,  Mr.  Purviance  being  called  in 
to  look  after  the  arrangements  and  re-burial. 

To  the  surprise  of  all  it  was  found  that  though  this 
casket  was  covered  by  more  than  a  foot  of  water,  when 
brought  to  the  surface  it  was  seen  to  be  in  perfect 
condition,  and  the  body  within  was  in  an  excellent 
state  of  preservation.  The  features  of  the  corpse,  that 

oi'  a  middle  aged  man,  were  perfect,  and  the  aged  phy- 
sician, now  more  than  88  years  old,  but  still  active  in 

mind  and  body,  who  had  attended  the  deceased  in  his 
Inst  illness  easily  identified  the  bodv. 
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Bright  Ottawa  Funeral  Directors 

Below  We  show  a  couple  of  illustrations  of  part  of 
the  equipment  of  Brady  &  Harris,  funeral  directors. 
Ottawa,  Ont.,  one  of  the  brighest  and  most  up-to-date 
firms  in  the  Dominion.  At  the  recent  Ottawa  Exhibi- 

tion, Brady  &  Harris  made  a  display  of  their  funeral 
and  ambulance  service — an  unusual  publicity  stunt 
thought  by  some,  but  one  that  just  shows  how  pro- 

gressive this  firm  is. 
Brady  &  Harris  showed  their  new  funeral  car,  made 

for  them  by  Crane  &  Breed,  Cincinnati,  Ohio,  after  a 
design  sent  them  by  the  firm.  This  is  a  new  type  of 
funeral  car  and  the  only  one  of  its  kind  in  Canada. 
The  entire  carving  on  the  car  was  done  by  hand,  and 
carries  out  a  drapery  effect  which  is  both  beautiful 
and  impressive.  There  are  no  glass  sides,  and  the 
departed  is  not  carried  in  a  moving  showcase  for  the 
crowds  to  gaze  on,  but  in  a  manner  that  is  sacred  to 
themselves  and  respectful  to  the  family  and  friends. 

A  new  motor  ambulance  was  also  displayed.  This 
ambulance  is  complete  in  every  detail,  insuring  the 
utmost  comfort  to  the  patients.  The  interior  is  fin- 

ished in  Morocco  leather.  There  are  two  side  doors 
giving  perfect  ventilation  and  a  specially  designed 
chassis  makes  the  riding  of  the  car  extremely  smooth. 
The  cot  bed  is  equipped  with  an  adjustable  head  piece 
and  Marshall  sanitary  mattress. 

Refined  service  is  the  motto  of  the  firm,  and  Brady 

&  Harris  have  taken  the  city  of  Ottawa's  slogan — 
"Advance" — as  their  watchword.  The  firm  is  com- 

posed of  D.  J.  Harris,  D.  Roy  Harris  and  F.  W.  Harris, 
the  latter  of  whom  enlisted  and  is  now  overseas.  Their 
funeral  parlors  are  at  375  Lisgar  St. 

The  firm  of  Brady  &  Harris  is  one  of  the  oldest 
established  undertaking  concerns  in  Ottawa.  Philip 
Brady  founded  the  business  in  the  early  sixties.  In 
1886  Donald  James  Harris  became  a  partner  and  as- 

sumed the  managership  of  the  firm.  His  genial  dis- 
position and  strict  attention  to  business  won  him  the 

confidence  of  a  large  portion  of  the  community.  At 
this  time  the  growth  of  the  business  necessitated  the 
firm  moving  from  85  York  St..  to  larger  premises  on 
Wellington  St. 

With  the  demise  of  Mr.  Brady,  in  1905,  new  blood 
was  taken  into  the  firm  in  the  person  of  D.  Roy  Harris, 

son  of  Mr.  D.  J.  Harris.  "Roy,"  as  he  is  familiarly 
known,  installed  the  ambulance  department  in  1909, 
and  also  planned  and  supervised  the  building  of  new 
quarters  at  375  Lisgar  St.,  where  the  business  is  now 
located.  This  building  is  second  to  none  as  a  modern 
undertaking  establishment,  having  public  and  private 
offices,  a  show  room  displaying  thirty  cases,  funeral 

chapel  and  mortuary.  A  commodious  barn  and  gar- 
age are  at  the  rear. 

Frank  W.  Harris,  another  son,  now  on  active  service, 
entered  the  business  in  1912,  thus  making  it  pos.sible 
for  the  firm  to  direct  three  funerals  of  a  morning,  and 

have  a  "Harris"  at  the  head  of  each  procession,  a 
feature  much  appreciated  by  the  clientele  of  this  pro- 

gressive house. 
Particular  attention  has  been  given  to  equipment 

and  nothing  has  been  spared  to  place  at  the  disposal 
of  the  public  the  best  that  can  be  had.  The  ac- 

companying cuts  speak  for  themselves.  "We  will.'' said  Mr.  Harris  to  Canadian  Furniture  World  and  The 

Undertaker,  "be  glad  to  have  any  brother  funeral 
directors  call  on  us.  Co-operation  will  do  much  to 
bring  our  profession  to  the  high  plane  where  it  be- 

longs." PROFESSIONAL  NOTES 

M.  J.  Mahon,  the  furniture  dealer  and  undertaker 
of  Sault  Ste.  Marie,  Ont.,  is  a  great  booster  for  the  Red 
Cross  and  hospitals  campaign  in  his  town.  His  chief 
assistant  is  Mrs.  Mahon,  who  makes  the  nifty  little 
flower  tags.  Both  of  them  have  conducted  profitable 
tag  days  in  furtherance  of  their  local  institutions. 

The  firm  of  Henderson  &  Co.,  of  Port  Arthur.  Out., 
has  been  changed  to  Henderson  &  Macnamee.  Mr. 
Macnamee  is  late  of  Winnipeg,  and  was  formerly  the 
junior  member  of  the  firm  of  Kerr  and  Macnamee,  of that  city. 

W.  J.  Barker,  of  Winnipeg,  Man.,  has  just  added  a 
most  elaborate  motor  hearse,  service  wagon  and  seven 
passenger  limousine  to  his  equipment.  Mr.  Barker 
went  to  Winnipeg  only  three  years  ago.  from  Ontario, 
and  since  that  time  has  met  with  remarkable  success 
and  made  many  friends  in  the  city  of  his  choice. 

P.  A.  Chapman,  formerly  with  Thompson  &  Co., 
Winnipeg,  Man.,  has  just  siicceeded  Geo.  E.  Bowker, 
of  Regina,  Sask.,  in  business  there.  The  new  firm  will 
be  conducted  under  the  name  of  The  Regina  Burial 
Co.  Mr.  Chapman  is  a  young  man  of  exceptional 
merits,  and  his  many  friends  wish  him  unlimited  suc- 

cess in  his  new  location. 

T.  S.  Fetterly,  of  Lethbridge,  Alta..  has  recently 
added  a  new  motor  hearse  to  his  equipment,  which 
from  all  reports  is  taking  very  well  in  that  location, 
so  well,  says  Mr.  Fetterly,  that  he  is  of  the  opinion 
that  Lethbridge  in  all  of  its  late  and  unprecedented 

prosperity,  will  demand  of  him  about  two  more  "gaso- 
line rigs" — all  of  which  will  sound  like  music  to  the 

firm  of  Greer  &  Son,  who  supply  his  rolling  stock. 

Part  of  the  equipment  of  Brady  &  Harris,  in  front  of  their  parlors  at  375  Lisgar  Street,  Ottawa. 
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ONTARIO 

Bobcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 
Morris  &  Son,  L.  'Phone  10, 

Burks  Falls — 
miliar,  Joseph.    Box  213. 

Coboconk — 
Greenle}',  A. 

Dorchester,  Ont. — 
Logan,  E.  A.     'Phone  2107. 

Dungannon — 
Sproul,  William 

Dunnville — 
D.  P.  Fry.    'Phone  68. 

Elmira — 
Dreisinger,  Chris. 

Hamilton — 
Blachford  &  Sons, 

57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 
Eobinson,  J.  H.  &  Co., 

19-21  John  St.  N. 

HuntsviUe — Hilliar,  Joseph. 

Ingersoll — Melntyres. 
F.  W.  Keeler  and  E.  A. 
Skinner,  props. 

Kemptville — 
McCaughey,  Geo.  A. 

Kingston — Corbett,  S.  S. 
Eeid,  Jas.,  254  Princess  St. 

London — 
Ferguson's  Sons,  John 

174  to  180  King  St. 

Orillia — W.  A.  Strachan, 
Sud  essor  to 

il.  A.  Bingham. 
Phone  453. 

D.  Clark.    Tel.  159. 
Mundell,  J.  A.     Phone  126. 

150  Mississaga  St. 

Oshawa — Disney  Bros. 
Luke  Burial  Co. 

Schomberg — F.  Skinner. 

St.  Catharines — Grobb  Bros. 
144-146  St.  Paul  St. 

St.  Thomas — William,  P.  E.,  &  Sons,  519 
Talbot  St. 

Stirling — Ealph,   Jas.        Phone  lOli. 

Stratford — Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. Down  &  Fleming, 
94  Ontario  St. 

Toronto — Cobbledick,    N.    B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

J.  A.  Humphrey  &  Son, 
463  Church  St. 

Washington,   Fleurv  Burial 
Co.,  685  Queen  St.  E. J.  C.  Van  Camp, 
30  Bloor  St.  W. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Thedford — Woodhall,  J.  B. 

Wallaceburg — 
Cousins,  Burlington  &  Saint. 

Welland— 
Patterson  &  Dart 
Sutherland,  G.  W. 

Woodstock — Mack,  Paul. 

Whitby— 
Nicholson  &  Seldon. 
Disney,  E.  S. 

QUEBEC 

Montreal — Tees  &  Co.,  912  St.  Catherine 
St.  West. 

NEW  BRUNSWICK 

Moncton — Tuttle  Bros.,  164  Lutz  St. 

St.  John— Fitzpatriek  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — Campbell  &  Campbell. 

Dauphin — 
Farrell,  A.  F. 

Winnipeg — Clark-Leatherdale  Co.  Ltd. 232  Kennedy  St. 

Thompson  Co.,  J.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — Broadfoot  Bros. 

Saskatoon — Young,  A.  E. 

READ  WHAT  OTHERS  SAY  ABOUT 

C 

A  R  A  N  A 

EMBALMING  FLUID C 

AMBULANCE Established  1854 

JAMES  REID 
THE  LEADING  UNDFRTAKER 
AND  FURNITURE  MANUFACTURER 

HEADQUARTERS  Telephone  147 
254  AND  256  PRINCESS  St..  KINGSTON.  Ont. 

The  CaranaC  Laboratory, 
Peterborough,  Ont. 

Gentlemen : 

I  wish  to  convey  to  you  our  hearty  congratulations 
in  having  placed  a  fluid  well  in  reach  of  the  profession, 
which  we  have  found  to  do  all  that  could  be  desired  in 
the  most  trying  cases,  giving  a  soft  and  velvety  appearance 
to  the  features. 

Wishing  you  success,  with  a  fluid  that  has  come  to 
stay. 

Yours  respectfully, 

JAMES  REID 

CARANAC  LABORATORY 

PETERBOROUGH,  ONT.,  CANADA 

The  Original 

Patented 

Concentrated 

Fluid 

Patented  Formula 
Strongest  and  Best 

Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 

ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  for  their  Formula 

Special  Canadian  Agents 
National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 

London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 

Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 

JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 

CHRISTIE  BROS. 
Amherst,  N.S. Larger  Bottles  filled  ap  with  water 

Egyptian  Chemical  Co.  Boston,  U.S.A 
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Knechtel  Furniture  Co   7 

L 

Leggatt   &   Piatt    10 
London  Phonograph  Co   35 

M 

Mandel  Mfg.  Co   43 
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■Walter  &  Co.,  E   13 

For  Sale 

Wanted 

TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  two  cents.  If  Box  is  required 
5  cents  extra  to  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 

FOR  SAIjE — An  up-to-date  furniture  and  undertaking  busi- 
ness in  western  Ontario  town,  two  hearses,  one  casket  wagon, 

sleighs  for  each,  all  in  j)erfect  condition.  Proprietor  wants 
to  retire  on  account  of  advanced  age.  Box  No.  47,  Canadiai. 
Furniture  World  and  the  Undertaker,  Toronto.  -n 

WANTED— A  first-class,  energetic,  resourceful  manager,  for  a 
new,  well-equiijped  chair  plant  in  a  good  live  furniture  town 
advantageously  situated. 

One  who  understands  the  business  from  the  ground  up  and 
who  can  take  full  charge  of  manufacturing. 

A  good  opportunity  for  ability  to  display  itself.  A  man 
who  can  associate  himself  with  a  concern  financially,  pre- 

ferred.   Apply   box  45,   Canadian   Furniture  World.  -o-n 

WANTED — Furniture  line  for  Eastern  Ontario,  by  experienced 
traveller  with  7  years  connection  in  same  territory.  Applv 
Box  46,  Canadian  Furniture  World,  Toronto.  -n 

WANTED — Eepresentative  for  high-class  parlor  furniture  line 
for  west  of  Toronto  and  north-west  territory.  Commission 
arrangement  only  considered.  Must  be  well  acquainted 
with  furniture  store  buyers.  Commission  paid  on  all  mail 
orders.  Answer  with  references  to  Parlor  Furniture  Manu- 

facturers   Limited,    Points    Aux-Trembles,    near  Montreal, 
_  P.  Q.  -n 
WANTED — Undertakers'  assistants  may  add  materially  to 

their  income  without  inconvenience  to  their  regular  duties, 
by  addressing  California  Refinery,  Station  C,  Los  Angeles, 
Cal.  -n 

WANTED — We  buy  all  kinds  of  discontinued  lines  of  furniture, 
and  pay  cash.  J.  Young,  College  Auction  Mart,  461  College 
St.,  Toronto.  -n 

The  National  Table  Company,  Limited 

The  Owen  Sound  Chair  Co.,  Limited 

The  North  American  Furniture  Co., 
Limited 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  High- 
Grade  Dining  Room,  Bedroom,  Hall, 

Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 

o  26 

Your  line  of  high-gnde  uphol- 
stered furniture  is  no  better  ihan 

the  springs  you  are  using.  Why 

take  a  chance?  Specify  Steele's Best  Quality 

Upholstering  Springs 

they  are  guaranteed  to  retain  their 
original  height  indefinately. 

Canadian  Made  fot  the 
Canadian  Trade 

Ettablished  1885 

James  Steele,  Limited 
Guelph,  Ont. 
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Champion  Fluid 

A  16oz.  bottle  of 

Purest 

Chemicals 

MADE  IN  CANADA 

Order  direct  from  us 

or 

from  your  Jobber 

Champion  Reputation 

gained  by  many  years  of  fair  dealing 
and  honest  goods  is  in  each  bottle  of 

Champion  Fluid 

For  Preservation  and 

Cosmetic  Effect 

Champion  is  Unexcelled 

The  Champion  Chemical  Co.,  Springfield,  O, 

DR.  G.  W.  FERGUSON,  Canadian  Manager 

50  Leuty  Ave.,  Kew  Beach,  TORONTO 



"Florida"  Felt  Mattress 

The  "Florida"  is  one  of  the  large  family  of  "Alaska"  Guaranteed 
Felt  Mattresses.  These  mattresses  are  famous  all  over  Canada  for  enduring 

comfort,  absolute  cleanliness  and  high  quality  of  filling  materials,  plus 

attractive  and  varied  ticking  patterns. 

The  "Florida"  is  filled  with  high-grade  carded  felt  and  covered  with 
art  ticking  of  very  attractive  design.  It  is  provided  with  side  straps  that 

make  easy  handling  .    4"  border.    Weight,  45  lbs. 

It  is  moderate  in  price,  profitable  and  safe  for  every  dealer  to  handle. 

Note  that  word  "safe."  Every  "Alaska"  mattress  is  covered  by  the 

broad  "Alaska"  guarantee,  backed  up  by  the  largest  organization  in  the 
British  Empire  manufacturing  beds  and  bedding.  THERE  IS  NO  RISK  TO 

THE  DEALER  OR  USER  IN  BUYING  ANY  "ALASKA"  MATTRESS. 

Your  orders  will  receive  prompt  and  courteous  attenticn. 

Canada  Has  No  Pure  Bedding  Laws :    WE  HA  VE. 

The  Parkhill  Manufacturing  Co.,  Limited 

5ueecMef(  lo  the  Alc$ka  Feather  Sr  Doton  Co. ,  HmUed 

Makers  of  Bedsteads  and  Bedding 

MONTREAL 

"Alaska  on  an  articlm  means  high-grade  every  particle" 
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Published  by  the  Commercial  Press,  Limited,  32  Colborne  Street,  Toronto 

WE  EXTEND  TO  ALL  OUR  FRIENDS  AND  CUSTOMERS 

OUR    WISHES   FOR    A    MERRY    CHRISTMAS    AND  A 

HAPPY  NEW  YEAR. 

WHILE  THE  SHADOW  OF  SADNESS  WILL  HANG  OVER 

MANY  HOMES  THIS  COMING  NEW  YEAR,  AND  THE 

PATH  THAT  LEADS  ON  IS   STREWN  WITH  SORROW 

AND   STRUGGLES,    LET    US,    LIKE    TRUE  SPARTANS 

RISE  TO  THE  TASK  AND  "CARRY  ON." 

(ifnrijr  MrlCagan  Jitrnttiir?  (En.,  ICtmttpJt 

^tratfnrft.  ODutariu 
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Wt  Wxb\^  nil  of  am  tnatamnB 

JOHN  C.  MUNDELL  &  COMPANY,  LIMITED 
FURNITURE  MAKERS 

ELORA    ::  ONT. 

OUR  CAMPAIGN 

for  COPPER  PLATED  MIRRORS  is  on.  and  the  blue  label  with 

the  all-time  guarantee  is  being  shown  on  the  mirrors  of  more  furniture 
as  the  value  of  this  guarantee  is  realized.  Remember!  The  silvering 

of  COPPER  PLATED  MIRRORS  is  guaranteed  by  the  manufac- 
turers, not  for  one  year  only,  but  for  all  time,  against  moisture,  heat 

or  cold.  Absolutely,  no  cloudmg  or  discoloration  will  appear  in  the 
silvering  of  mirrors  that  are  copper  plated. 

THIS  IS  THE  LABEL. 

PHILLIPS  MANUFACTURING  CO.,  LIMITED 

258  to  326  CARLAW  AVE.  TORONTO,  ONTARIO 
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you,  Mr.  Furniture  Dealer,  realize  the 

-^-^  trade  advantages  of  the  man  who  goes 

to  the  furniture  market  instead  of  making  the 

market  come  to  him? 

He  gets  the  new  things  and  he  gets  them  first. 

He  gets  the  personal  attention  of  the  manufacturer. 

He  gets  the  service  and  every  ounce  of  it  the  manu- 

facturer can  give  him. 

He  can  see,  feel,  and  inspect  the  furniture  he  buys. 

STRATFORD 

FURNITURE  EXHIBITION 

January  10  to  19. 

We  want  the  furniture  dealers  of  Canada  to  come  and  visit  us  in 

January,  and  we  want  each  dealer  to  stay  with  us  two  or  three  days. 

We  have  the  hotel  accommodation,  and  we  have  the  class  and  variety 

of  furniture  you  need  m  your  store.  Go  through  each  of  our  large 

factories  and  showrooms,  and  take  your  time  doing  it.  We  are  satisfied 

that  two  or  three  days  spent  in  Stratford  will  be  a  great  benefit  to  you. 

We  are  glad  to  have  you  come  and  visit  us  at  any  time,  but  we  are 

better  prepared  than  ever  to  show  our  goods  during  this  Exhibition. 

JANUARY  10  to  19. 

^iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 
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RATFO 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^ 

FARQUHARSON-GIFFORD 

Living  Room  Furniture 

This  handsome  Chesterfield  and  Chair 

is  one  of  the  many  new  designs  being 

shown   by  the    Farquharson  -  GifFord 
Co.,  Limited,  at  the 

FURNITURE  EXHIBITION 

at  Stratford,  JANUARY  10  to  19 

We  invite  you  to  come  and  inspect 

our  line  in  January.  You  will  be  in- 
terested in  the  display,  and  we  are 

confident  your  visit  will  be  profitable. 

The  Farquharson-Gifford 

Company,  Limited 

□ 
SPECIALISTS  IN  DAVENPORT  BEDS 

AND  LIVING  ROOM  FURNITURE 

Stratford Ontario 

-^llllllllllllllllllllllllllllllllllllllllihlsl llllllllllllllllllllll 
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TFOR 

MAKE  THIS  A 

GLOBE-WERNICKE  CHRISTMAS 

AMONG  YOUR  CUSTOMERS 

Creates 

A  Merry  Christmas 
at 

Christmas  Time 

Makes 

A  Happy  New  Year 
from 

Year  to  Year 

You  can  add  to  your  customer's  enjoyment  at  Christmas  time, 
and,  you  are  creating  continued  satisfaction  from  year  to  year 

by  featuring  this  Globe-Wernicl^e  Hne.  Order  at  once  so 

that  you  may  be  prepared  for  the  holiday  rush. 

STRATFORD  SlctC^Vc  tt)  iCkC  (^O.  £t6.  ONTARIO 
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TFOR 

A  Merry  Christmas 

7 

VV7E  WISH  TO  CONVEY  THROUGH 

THE  MEDIUM  OF  THIS  PAPER 

OUR  SINCEREST  WISHES  FOR  A 

MERRY  CHRISTMAS  AND  A  PROS- 

PEROUS NEW  YEAR  TO  THE  FUR- 
NITURE TRADE  OF  CANADA,  WHO 

HAVE  SO  LIBERALLY  PATRONIZED 
US  DURING  THE  PAST  YEAR  ^  ^ 

MAY  YOUR  NEXT  YEAR'S  BUSINESS 

BE  THE  BIGGEST  EVER!  WE  CAN'T 
WISH  YOU  BETTER     m      ̂       m  ^ 

Imperial  Rattan  Co.,  Limited  --  Stratford,  Ont. 

WANT 

ADS 

BRING 

RESULTS 

2  cents  per  word 
per  insertion 

THE 

CANADIAN 

FURNITURE 

WORLD 

JFyou  have  something  for  sale  try  a  want 
ad.  in  our  ad.  column,  and  you  will  be  sur- 

prised at  the  results. 

32  COLBORNE  STREET 

TORONTO 

OUR 

CIRCULATION 

COVERS 

THE  FIELD 

2  cents  per  word 

per  insertion 
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lATFORK 

CANADA 

liiii' 

Getting  Adequate  Xmas  Results 

The  appeal  of  Stratford  Chairs  to  the  beauty-loving 

public  is  a  guarantee  of  adequate  results — satisfactory  sales. 

The  finest  materials  are  used,  with  high-class,  conscientious 

workmanship.  Nevertheless  the  prices  are  kept  within 

the  limits  which  experience  has  shown  to  be  at  once  the 

most  attractive  and  profitable  to  the  dealer. 

]Ve  extend  to  one  and  all  best  wishes 

for  a 

Bright,  Merry  Christmas  and  Prosperous  New  Year, 

The  Stratford  Chair  Company,  Limited 

Stratford  Ontario 

Wniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiriiiiiiiiiiiiiiiiiiiiiiiitiiiiiiiiiriiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiih   iiiii{iiiiiiiiiiiiiiiiiiiii:iiiiiiiiiiiiiiiiiiiiiiiii!iiiiiii[iii!iiiiiiiiiiiii!t  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiijiiiiiiiiiiii!iiiiiiiii{iii!iiiiiiiiiiiiiiiiiiffS 
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The  best  wishes  of  The  Chesley  Furni- 

ture Company,  Limited,  to  their  friends 

and  patrons  is — That  one  and  all  may 
have  a  Merry  Christmas  and  health  and 

prosperity  throughout  the  coming  year. 

May  Old  Dame  Fortune  be  liberal  with 

her  smiles  and  Father  Time  deal  lightly 

with  you. 

"TWINS"  will  be  a  large  factor  in 
helping  the  furniture  dealers  of  Canada 

to  greater  successes  during  the  coming 

year. 

CHESLEY  FURNITURE  COMPANY 
LIMITED 

CHESLEY  ONTARIO 
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The  Parlor  Furniture  Line 

We  beg  to  introduce  one  of  our  latest  designs  in  Living  Room  Suites 

This  suite  of  newest  de- 
sign— 352 — made  with 

spring  back  and  spring 
edge,  may  be  had  with 
either  spring  seat  or  loose 
cushion,  upholstered  in 
tapestry,  denim,  imitation 
leather  or  solid  leather. 

In  stuff-over  goods  we  have  a 
large  variety,  such  as  daven- 

ports, living  room  suites  and  odd chairs. 

Also  we  manufacture  three- 
piece  and  five- piece  suites. 
We  specialize  in  wire-back 
chairs,  those  of  the  flexible  sort 
you  have  found  it  so  hard  to 
get  during  the  past  few  years. 

i 

are  open  all  the  year  round,  offering  the 
dealer  with  a  prospective  customer  every 
opportunity  to  make  a  sale. 

Respectfully  calling  the  attention  of  dealers  to  our  large  variety  of  upholstered  goods,  we  wish  to 
announce  that  we  now  have  travellers  covering  Canada  from  coast  to  coast.  One  of  these  will  be 
calling  very  soon  with  our  full  lines.    A  sample  order  placed  with  us  will  be  mutually  profitable. 

Give  us  a  trial !    We  ship  promptly ! 

Parlor  Furniture  Manufacturers  Limited 

POINTE-AUX-TREMBLES,  QUE. 
(Near  MONTREAL.) 
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YOU   KNOW   US  AS  THE   BEST  HOUSE 

WITH  THE  BEST  GOODS 

Our  1918  line  of  Burnished,  Antique,  Gold  Embossed  Frames,  will  be  new,  every  one. 

So,  for  1918,  why  not  have  1918  lines? 

THE  BIG  CANADIAN  MOULDING  HOUSE 

MATTHEWS  BROS.,  LIMITED 

1906  DUNDAS  STREET  WEST TORONTO,  CANADA 

AGAVA 

HAIR 

Has  been  giving  the  best  results.  Light  and 

airy,  with  an  elasticity  and  springiness  that 

responds  under  all  kinds  of  treatment  and 

atmospheric  conditions. 

ODORLESS      DUSTLESS      VERMIN  PROOF 

Has  all  the  appearance  and  results  of  horse  hair  without  the  defects,  and  many  times  cheaper. 

The  Mattress  Filling  that  "Comes  Back" 

THE  CANADIAN  FEATHER  &  MATTRESS  CO.,  Limited 

TORONTO  ONTARIO 
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THE  GOLD  MEDAL  LINE 

CHRISTMAS  CHAIRS  AND  ROCKERS 

No.  750— Chair  or  Rocker  No.  749— Chair  or  Rocker  No.  757— Chair  or  Rocker 

See  our  catalogue  for  other  designs. 

The  Gold  Medal  Furniture  Mfg.  Company,  Limited 

TORONTO,  MONTREAL,  WINNIPEG,  and  UXBRIDGE. 

liililliiiiiiiiiiilillliilllllliilililiilillllii 
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GET  THIS  SUITE  ON 

YOUR  FLOOR— NOW 

I             The  holiday  season  is  upon  us;  is  your  stock  complete  ?  | 

I             This  Diningroom  Suite  is  constructed  in  birch,  finished  | 

I             surface  oak.    It  is  built  and  designed  with  very  nice  | 

I             proportions  and  is  of  an  extremely  low  price.    During  | 

I             these  days  when  dollars  are  so  precious  and  your  cus-  | 

I             tomers  looking  for  real  value,  this  suite  will  sell  quickly.  j 

I             Shipment  can  be  made  immediately.    Write  us  now  | 

I             for  prices.  | 

No.  103 

A  Good  Seller  for  Christmas  Trade 

I  Victoriaville  Furniture  has  more  style  and  individuality  that  other  medium-  | 

I  priced  furniture— the  demand  is  always  steady  and  the  quality  never  varies.  | 

I        The  Victoriaville  Furniture  Company  | 

1  {Manufacturers  of  Medium  Furniture)  I 

I  VICTORIAVILLE,  QUEBEC  | 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^ 
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Chairs  for  Christmas 

Possibly  more  individual 

Chairs  are  sold  for 

Christmas  presents 

than  any  other  class 

of  furniture. 

There's  a  mighty  big 
selection  of  suitable 

gift  chairs  in  the 

VICTORIA  VILLE 

LINE 

THE  RANGE  EMBRACES  :- 

Verandah  Chairs  In  Double  Cane  Seats  and  Ash  Splint  Seats. 

Wooden  Chairs  In  Big  Variety  of  Designs  and  Finishes. 

Reed  and  Rattan  Furniture  in  Artistic  Models. 

Kindergarten  Sets 

ALL  BIG  BOOSTERS  FOR  THE  HOLIDAY  SEASON 

Send  in  your  orders  at  once  and  get  these  goods  on  your  floor 

Canadian  Rattan  Chair  Company,  Limited 

VICTORIAVILLE,  QUEBEC 
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^  DU  PONT 

BE*  U  S.  PAT  OFF 

After  many  years  of  experience  with  all  kinds  of 
upholstery  materials,  the  celebrated  house  of  S. 
Karpen  &  Bros,  writes  as  follows. 

S.  KARPEN  &  BROS. 
Makers  of 

UPHOLSTERED  FURNITURE 
of  All  Kinds 

Chicago.  August  6,  1917 
DU  PONT  FABRIKOID  CO. 

WILMINGTON.  DEL. 
Gentlemen  : 

In  line  with  the  established  policy  of  the  well-known 
House  of  Karpen,  we  use  only  the  best  grades  of  materials  in  the 
manufacture  of  our  products,  and  on  all  grades  of  furniture  on  which 
Karpen  Sterling  Leather  is  not  specified  or  used  we  prefer  to  use 
Craftsman  Quality  Fabiikoid  rather  than  inferior  split  leather  or 
substitutes  for  leather. 

Yours  truly, 
S.  KARPEN  &  BROS. 

Asl^  for  samples  and  prices 

Du  Pont  Fabrikoid  Co. 

TORONTO,  ONT. 

The  World's  Largest  Manufacturers 
of  Leather  Substitutes. 

The  National  Table  Company,  Limited 

The  Owen  Sound  Chair  Co.,  Limited 

The  North  American  Furniture  Co., 

Owen  Sound  Ontario 

Manufacturers  of  Medium  and  Hig^h- 
Grade  Dining  Room,  Bedroom,  Hall, 

Living  Room  and  Library  Furniture. 

Catalogues  sent  on  application 

Limited 

Your  line  of  high-grade  uphol- 
stered furniture  is  no  better  than 

the  springs  you  are  using.  Why 

take  a  chance?  Specify  Steele's Best  Quality 

Upholstering  Springs 

they  are  guaranteed  to  retain  their 
original  height  mdefinately. 

Canadian  Made  for  the 
Canadian  Trade 

Established  1885 

James  Steele,  Limited 
Guelph,  Ont. 

The  Season's  Greetings 

We  take  this  opportunity  of  thanking  our  many 

friends  and  customers  throughout  Canada  for  their 

many  favors  and  their  patronage  in  time  gone  by. 

We  extend  to  you  greetings  and  good  wishes  for  a 

Merry,  Merry  Christmas  and  a  Happy  and  Prosperous 

1  Q 1  7  Year.    May  our  relations  in  the  future  be  as 

i  «/ 1  /       congenial  and  mutually  profitable  as  in  the  past. 

Colleran  Spring  Bed  Co.,  Limited 
47  HAYTER  STREET  TORONTO.  ONT. 
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Remember 

our  Permanent 

Wholesale 

Showrooms  at 

136-140 

King  St.  East, 

Toronto 

are  open  all  the 

year  around  and 
afford  the  dealer 

with  a  prospective 

customer  every 

opportunity  to 
make  a  sale. 

When  in  Toronto 

make  our  Show- 

rooms your  head- 

quarters. 

No.  9443 

Colonial  Library  Tables 

Made  of  solid  mahogany,  with  exception  of  the  top 

which  is  five-ply  veneer.  Dark,  English  brown,  or 

light  antique  finish,  dull  or  polished.  Mahogany 

drawer  interiors,  finished  Tuna,  rubbed  dull.  Fitted 

with  steel  glides. 

We  have  a  very  large  line  of  Furniture  Novelties  for 

the  Christmas  trade.  Write  us  for  illustrations  and 

full  particulars. 

FACTORIES  : 

WOODSTOCK 
KITCHENER 
WATERLOO 
SEAFORTH 

Q\NADA  FuRNITURE^ANUFACTURERS 
UlMITEO 

GENERAL  OFFICES  :   WOODSTOCK.  ONT. 

WHOLESALE  SHOWROOMS  :  TORONTO  WINNIPEG 

FACTORIES  : 

WINGHAM 
WALKERTON 

WIARTON 
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JANUARY  EXHIBITION 

THIRTY^THIRD  SEASON  OPENS  JANUARY  1,  1918 

THIS  MARKET  HAS  SET  THE  STANDARD  OF 

FURNITURE  VALUES  FOK  MORE 

THAN  SIXTEEN  YEARS 

OPEN  THE  YEAR  'ROUND 

ADMITTANCE  TO  DEALERS  ONLY 

wiiiiiininiiiiiuiiiniiiniiM   iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiii^ 

Manufacturers'  Exhibition  Building  Co. 1319  Michigan  Avenue,  Chicago 
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Facts 

/^HICAGO  has  a  wider  range  of  lines  on  exhibition  than  any  other  Furniture 

market.    You  can  fill  all  your  needs — from  the  highest  grade  pieces  to  the  lowly 

l^itchen  chair — in  Chicago.    Why  go  elsewhere  ? 

Several  new,  popular  selling  lines,  will  be  shown  in  Chicago  in  January — and 
of  course  you  know  all  the  newest  designs  are  on  exhibition  here. 

2.588  buyers  visited  Chicago  in  July — 1,156  more  than  went  to  any  other 
western  market.    These  are  the  reasons  why  they  came : 

More  Lines  Here 

A  larger  percentage  of  representative 
manufacturers  show  here  than  in  any  other 
market. 

Bigger  and  Better  Buildings 
Give  manufacturers  the  opportunity  of 

of¥ering  fine  displays  calculated  to  aid  you 
in  buying. 

Transportation 

Twenty-eight  railroad  s^ysteuis  run  in  and 
out  of  Chicago — making  it  easily  accessible 
from  every  State  in  the  Union. 

Reduced  Freight  Rates 

The  mixed  car  and  pool  car  service  run- 
ning out  of  Chicago  cuts  freight  rates. 

$54,000,000  for  Chicago 
Chicago  leads  all  in  manufacturing  and 

selling  furniture — $54,000,000  represents  in 
dollars  and  cents  what  she  made  and  sold 

in  1916 — that's  why  Chicago  is  the  REAL market. 

Big  Stores  Offer  Suggestions 

A  visit  to  the  big  stores  here  will  give  you 
ideas  you  can  turn  into  money. 

Mix  With  Other  Dealers 

You  are  bound  to  get  practical  suggestions 
from  talking  with  dealers  from  all  over  the 
country- — more  of  them  come  to  Chicago. 

Amusements 

You  are  entitled  to  some  diversion  after 

the  day's  work.  Chicago  offers  you  city 
amusenientS' — the  theatre —  movies —  cafes — 
music — opera — certainly  more  than  any 

western  market.  You  don't  have  to  spend 
your  evenings  in  a  hotel  lobby. 

You  Don't  Have  to  "Double  Up" 

There  are  plenty  of  high-class  hotels  here 
to  take  care  of  you — your  room  is  your  own 
— no  inconvenience  on  that  score. 

Chicago  wants  to  see  you  in  January — certainly  she  offers  you  inducements — 
and  you  can  buy  all  you  want  right  here.  A  trip  to  market  will  be  an  inspiration 

to  you — you  will  go  home  a  better  business  man — with  energy  and  ideas  that  will 

put  more  money  in  the  cash  drawer.  Your  wife  will  enjoy  the  trip — bring  her  along 

—but  make  up  your  mind  now  to  come  to  Chicago. 

The  Official  Guide  to  all  Furniture  Exhibits  in  Chicago 

for  January,   1918,   is  on  the  press  now. 
Write  for  it,  it  will  be  sent  FREE. 

Chicago  Exhibitors'  Association 
608  S.  Dearborn  Street Chicago,  Illinois 
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Christmas  and  New  Year  Greetings 

At  this  season  of  the  year  we  take  particular 

pleasure  in  wishing  our  many  friends  and 

customers  the  compliments  of  the  season. 

May  your  Christmas  be  a  Merry  One,  and 

may  you  have  a  Happy  and  Prosperous  New 

Year. 

We  desire  to  express  our  thanks  for  the  many 

favors  received  in  the  past,  and  trust  that  you 

will  continue  to  let  us  share  your  patronage. 

THE  NORTH  AMERICAN  BENT  CHAIR  COMPANY,  LIMITED 

OWEN  SOUND  ONTARIO 

A KNOWLEDGE  of  the  Products  of  Early  American  Arts  and  Crafts 

is  absolutely  essential  to  the  up-to-date  Furniture  salesman  and 

dealer.  Heretofore  it  has  been  necessary  to  secure  the  information -either 

throug-h  experience  in  handling  the  objects  or  in  numerous  books.  All 
that  it  is  necessary  to  know  about  the  subject  can  now  be  found  in 

THE  PRACTICAL  BOOK  OF 

EARLY  AMERICAN  ARTS  and  CRAFTS 

By  Harold  Donaldson  Eberlein  and  Abbot  McClure. 

232  illustrations ;  handsome  cloth ;  octavo;  in  a  box.    $6.10  postpaid 

There  are  chapters  on  American  glass,  Mexican  majolica,  American  ironwork,  copper,  brass,  lead  and  tin, 
needlework,  silverplate,  goldsmithing,  pewter,  pottery,  decorative  painting  in  household  gear,  portraiture 
and  allegorical  painting,  coverlets  and  carpets,  illumination,  handblock  printing,  carving  and  lace.  Our 
forefathers  were  artists  in  many  spheres.    They  made  a  vast  variety  of  beautiful  and  interesting  objects. 

The  antique  makes  so  powerful  an  appeal  now-a-days  to  all  people  of  taste  that  a  knowledge  of  the  arts  and 
crafts  of  our  ancestors  is  essential  to  the  dealer  unless  he  is  to  fall  behind  his  customers  in  appreciation  and 
knowledge.  Many  of  these  objects,  or  reproductions  of  them,  have  become  of  established  demand  and  others 
might  well  be  added  by  the  wide-awake  dealer  or  decorator. 

The  long  article  on  American  Silver  is  the  latest  word  on  this  subject  and  may  be  found  of  great  profit. 

Canadian  Furniture  World  and  The  Undertaker 

32  Colborne  St.,  TORONTO,  ONT. 

THE  PR  ACTIC.4L 
BOOK  OF 

EARLY  AMERICAN 
ARTS  AND  CR  AFTS 
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No.  443.— DRESSER. 

Case  top  19x38";  Mirror  20x24" 
plain  British.- Price,  $44.25 

No.  444. -DRESSER. 

Sample  this  New  Line  of 

Oak  goods  from  our  Walk- 
erton  Factory. 

A  New  Yearns 
Resolution 

(Hold  up  your  right  hand.) 

"I  will  try  to  keep  my  stock 
so  attractively  selected  and 

cared  for  that  my  townspeople 

will  not  be  tempted  to  buy 

elsewhere." Signed, 

Mr.  DEALER. 

No.  444.— DRESSER 

Case  top  1 9  X  38" 
Mirror  1 8  x  30"  plain 

Price.  $45.75 

No.  436.— BED 

Quartered  oak  panel.  Height 

54",  Slat  54" 
Price,  $39.00 

No.  441. -BED 

Plain  oak,  otherwise  same 
as  No.  436 

Price,  $36.00 

DISCOUNT— 66-2/3    PER  CENT 

No.  44  H4.— DRESSER 

Case  top  2 1  X  40"  ;  Mirror 
28  x  22"  bevelled 

Price,  $53.25 

No.  44 1 . — Without  carving 
on  mirror  frame 

Price,  $52.50 

No.  436.  BED. 

THE  KNECHTEL  FURNITURE  CO. 
LIMITED 

HANOVER  ONTARIO 
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Upholstery  Leather 

W e  carry  in  stock  oil  grades  in  standard  colors 
for  immediate  shipment 

Spanish,  Fancy,  Enamelled 

and  Goat  Grain  Finishes 

Unsurpassed  Selections 

Well  Trimmed  Hides 

The  most  economical  leather  on  the 

market. 

Let  us  quote  you  on  cut  stock. 

BouUee  Fraser  Leather  Mfg.  Co., 

234  Canal  Street,  NEW  YORK 

WE  TAKE  PLEASURE  IN  EXTEND- 
ING TO  OUR  MANY  FRIENDS  AND 

CUSTOMERS  IN  THE  FURNITURE 

TRADE  OUR  BEST  WISHES  FOR 

A  MERRY  CHRISTMAS  AND  A  ❖ 

HAPPY  AND  PROSPEROUS  NEW 

YEAR.  WE  EXTEND  OUR     ❖  ❖ 
THANKS  FOR  THE  MANY  FAVORS 

RECEIVED  IN  THE  PAST  AND  ❖ 

TRUST  THAT  OUR  PLEASANT  RE- 
LATIONS WITH  THE  TRADE  WILL 

CONTINUE  THROUGH  THE  ❖ 

COMING  YEAR       ❖         ❖  ❖ 

ART  FURNITURE  CO.,  LIMITED 
KITCHENER.  ONTARIO 

A  Splendid 
Line  of  Genuine 
Tennessee  Red 

Cedar  Chests. 

Absolutely  Moth 
Proof.  Made  with 

copper  trimmings. 

We  can  put  these 
Cedar  Chests  in 

your  store  on  a 
selling  basis  that 
offers  exceptional 

profits.  Write  us 
for  catalog  and 

further  information 

D.  L.  SHAFER  &  COMPANY,     ST.  THOMAS,  ONT. 

THE 

HEART 

OF  YOUR  EXTENSION 

TABLE  IS  THE 

SLIDE 

1 

i 

1 

YOUR  TABLE  IS 
CONDEMNED  IF  THE  SLIDE 

DOES  NOT  WORK 
PROPERLY 

WABASH  SLIDES 
INSURE 

SATISFIED  CUSTOMERS 

THE 

WABASH 

TABLE  SLIOi 

MANUFACTURED  f 

B.WALTERSCO 
WABASH 

IND. 

WABASH  SLIDES 
HELP  SELL  TABLES. 
ELIMINATE  SLIDE  TROUBLES 

WE  ARE 

SLIDE  SPECIALISTS 

Having  manufactured  SLIDES 
exclusively — for  30  years 

Many  Canadian  Table-makers  use 

WABASH  SLIDES- 
Because 

We  furnish  Better  SLIDES  at 
Lower  Cost. 

Made  by 

B.  WALTER  &  COMPANY 
Factory  St.      WABASH,  IND. 
The  Largest  Exclusive  Table-Slide manufacturerM  in  America 
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ANNOUNCEMENT 

TO   FURNITURE  DEALERS 

We  Wish  to  announce  to  the 

furniture  dealers  of  Canada 

that  we  have  purchased  the 

business  of  the  Ontario  Spring 

Bed  &  Mattress  Co.,  Limited, 

and  that  we  will  conduct 

the  new  company  under  the 

same  name  as  the  old, 

although  in  no  way  connect- 
ed with  same. 

We  are  in  a  position  to  supply  the  trade  with  a  complete  range  of  Beds  and 

Bedding  and  will  assure  dealers  that  the  highest  quality  of  goods  will  be  supplied. 

We  hope  to  retain  the  good  will  of  the  many  friends  and  customers  of  the  old  firm, 

and  to  earn  that  of  many  more  members  of  the  trade. 

Let  us  know  your  needs  in 

the  Bed  and  Bedding  line 

and  we  will  do  everything 

in  our  power  to  supply  them 

at  right  prices. 

We  extend  to  the  furniture 

dealers  the  Compliments  of 

the  Season.  May  you  all 

have  a  Merry  Christmas 

.  and  a  Happy  and  Prosper- 
ous New  Year. 

Ontario  Spring  Bed  &  Mattress  Co 

London  Ontario 
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=  INCREASE  YOUR  CHRISTMAS  PROFITS  — 

These  Brunswick  Features 

Are  the  Features  All  Phonograph 

Buyers  Appreciate 

-TONE- 

The  wooden  -  walled  tone 
chamber  (built  like  a  violin), 
is  responsible  for  the  superior 
tone  of  the  Brunswick.  A 
demonstration  will  convince 
the  most  skeptical. 

-BEAUTY- 

other  phonograph  makers 

concede  the  Brunswick's 
beauty.  The  House  of  Bruns- 

wick has  been  famous  for  76 
years  in  wood  working. 

-PRICE- 

Judging  by  all  things,  people 
expect  to  pay  more  for  the 
Brunswick  than  for  other 

phonographs.  To  the  con- 
trary, the  prices  are  less. 

AUTO  STOP- 
(Made  in  Canada) 

Another  Brunswick  feature. 

Can  be  set  BEFORE  play- 
ing the  record  to  stop  the 

motor  at  the  end  of  the 
selection. 

TWO  SOUND 
 BOXES  

Two  Sound  Boxes  are  fur- 
nished without  extra  cost. 

One  with  a  jewel  point  and 
the  other  with  the  needle 
holder. 

BRUNSWICK 

—RECORDS— 

Experts  acclaim  the  Bruns- 
wick Records  are  business- 

builders  for  Brunswick 

dealers. 

PLAYS  ALL 
—RECORDS- 

Phonograph  buyers  will 
not  be  satisfied  with  an  in- 

strument that  limits  them 
to  one  make  of  records, 
when  they  can  get  the 
Brunswick,  which  plays  all 
records. 

-SUPER  MOTOR- 

The  motor  is  instantly  ac- 
cessible for  adjustment  or 

repairs.  Extra  large  and 

powerful.  Plays  seven  rec- 
ords without  rewinding. 

-FINISH- 

The  House  of  Brunswick  is 

the  largest  user  of  import- 
ed hardwoods  in  America; 

the  choicest  of  these  woods 

are  used  in  making  Bruns- 
wick cabinets. 

Prices  $45  to  $2,500. 

Did  you  notice  the  double  page  spread  ad.  of  The  Brunswick  Phonograph  in  the  Saturday  Evening 

Post  of  Dec.  8th?  That's  the  kind  of  backing  you  get  when  you  have  the  Brunswick  Line — 
besides  your  local  advertising. 
It  is  this  intensive  selling  campaign  and  the  above  features  which  are  all  selling  features,  and  most 
of  them  exclusive  with  the  Brunswick,  that  make  one  phonograph  better  and  easier  selling  than 
another  phonograph. 

You  had  better  write  TO-NIGHT  for  this  "All  Phonographs  in  One"  proposition,  because  we  can 
make  PROMPT  deliveries  and  give  you  the  goods  when  you  need  them. 

The  Musical  Merchandise  Sales  Company 

204-206  Excelsior  Life  Building, Toronto,  Ont. 

iALL  PHONOGRAPHS  IN  ONE; 
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Suggestions  for  the  Last  Lap  of  the  Christmas  Campaign 

Ideas  that  will  help  the  furniture  dealer  in  his  bid  for  holiday  business. 

By  THE  SCRIBE 

THE  time  is  now  at  hand  for  the  furniture  dealer  to 
launch  his  last  grand  drive  for  1917  busines.s. 
Conditions  are  favorable  for  record  business  this 

year,  and  a  strong  and  aggressive  bid  should  be  made 

for  it.  A  little  extra  gingei'  and  pep  put  into  efforts 
during  the  last  month  will  mean  much  in  the  final 
reckoning. 
Window  display,  advertising  and  all  other  branches 

of  busines.s-getting  sliould  be  worked  to  the  limit,  and 
in  unison  during  this  final  drive.  Jump  into  the  game 
with  eagerness  and  enthusiasm. 

WHAT  ABOUT  A  GUESSING  CONTEST? 

Aiid  what  about  our  old  friend  the  bean-guessing 
contest? 

Fill  a  large  glass  jar  with  the  beans  and  otfer  prizes 
to  the  two  or  three  who  guess  nearest  the  number  of 
beans  it  contains. 

It  may  be  a  good  idea  to  restrict  the  guessing  priv- 
ilege to  those  who  buy  a  certain  item.  Or  you  can 

make  it  apply  to  anything  in  the  store. 
The  contest  can  be  started  early  in  December  and 

continued  until  December  24. 

"FURNITURE  FOR  XMAS  GIFTS" 

Continue  to  give  prominence  to  this  slogan.  Tt  is  a 
worthy  one  for  the  public  to  adopt,  and  the  furniture 
dealer  should  not  be  backward  in  preaching  it.  There 
is  no  doubt  about  furniture  being  an  appreciated 
Chrisftmas  gift.  Why  not  have  cards  printed  to 
herald  the  gospel  of  practical  gift  giving  to  those  who 
visit  and  pass  your  store?  Have  a  banner  prepared 

for  the  front  of  your  store,  I'cadiag.  "Give  Sometliing 
Useful — A  Piece  c)f  Fnniitni'e." 

GIFT  CERTIFICATE  PLAN 

Why  couldn't  the  fnrnitui'e  dealer  adopt  the  gift 
certificate  jilaii.  He  could  prepai'e  cards  reading  as follows : 

"THIS  COUPON  TS  GOOD  FOR—  DOLLARS 
AT  THE  PARAGOX  FURNITURE  STORE,  10 

MAIN  ST." 

Any  person  desiring  to  give  a  piece  of  furniture  for 
Xmas,  and  not  knowing  exactly  what  the  recipient 
most  desired,  could  purchase  a  coupon  for  the  amount 
he  or  .she  Avished  to  spend,  and  present  it  to  the  one  to 
be  remembered,  so  that  they  might  make  their  own 
selection.  This  would  be  better  for  the  reciuients,  as 

they  would  not  get  ai'ticles  which  they  did  not  require. 
ft  woidd  be  desiivihle  to  give  considerable  |)ublicity 

to  the  dUiii  in  ordi-r  to  make  it  a  succes*^.  Coupons 
might  be  left  at  the  store  until  the  week  before 
Christmas,  when  they  could  be  distributed  by  the  store 
with  the  compliments  of  the  giver.  The  recii)ients 
could  go  down  to  the  store  at  any  time  and  select  tli(> 
goods  desired. 

SPEND  A  LITTLE  IN  FIXTURES  AND 
DECORATIONS 

A  little  money  spent  in  decorations  and  fixtures  for 
the  window  will  be  found  a  good  investment  in  the 
great  improvement  that  a  few  fixtures  or  decorations 
make.  A  little  tissue  paper  or  velvet-draped  pedestal 
or  other  small  feature  may  be  the  "something"  that 
will  set  ofi"  the  display  and  greatly  increase  its  pulling value. 

Too  many  window  displays  that  are  otherwise  good 
fall  down  when  it  comes  to  the  background.  The  rear 
should  be  built  up  in  keeping  with  the  display.  If 
the  goods  cannot  be  used  for  this  purpose  a  background 
of  a  decorative  nature  can  be  arranged  to  advantage. 

HINTS  FOR  XMAS 

Get  ready  for  the  Christmas  rush. 

The  war  has  created  a  special  demand  for  useful 
gifts.     Feature  them. 

if  you  would  do  a  big  Christmas  business,  don't 
neglect  your  advertising. 

Don't  advertise  what  you  can't  deliver.  Rack  up 
your  advertising  with  your  window  di.splay. 
Make  tlie  beginning  of  your  Christmas  ads.  strike 

liome.  Remember  that  the  average  i)erson  won't  read 
a  ])rosy  introduction. 

A  I'cference  to  Santa  Clans  is  always  a  good  opener. 
People  are  still  in  love  with  old  Santa,  and  never  tire 
of  hearing  his  greetings. 

Window  displays  should  play  a  pi'ominent  part  in 
your  Christmas  campaign.  Mal<e  them  original  and 
change  them  often. 
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GIVE  THE  STAPLES  A  FAIR  DEAL 

Are  j'ou  going  to  let  your  regular  business  be  broken 
into — or  even  broken  up,  for  the  time  being — by  the 

holiday  trade?  Christmas  is  the  time  when  the  year's 
profits  will  be — or  should  be — made.  But  is  it  going 
TO  snap  the  thread  of  your  business  and  bring  about 
such  a  condition  in  your  store  that  you  will  have  diffi- 

culty in  getting  back  to  earth  again  next  January? 
In  other  words,  are  you  going  to  be  so  enthused 

over  the  Christmas  selling  that  you  will  force  all  your 
regular  stock  to  the  background  and  pay  little  or  no 
attention  to  it?  The  ideal  Christmas  business  is  one 
which  takes  in  the  sale  of  the  regular  lines  and 
Christmas  lines  as  well. 

Give  the  staples  a  chance !  Any  merchant  who  is 
tempted  to  sidetrack  his  staples  at  Christmas  time 
should  remember  that  many  lines  in  this  regular  stock 
can  easily  be  featured  for  gift  purposes. 

Of  course,  your  Christmas  merchandise  should  have 
Ihe  place  of  honor  both  in  the  store  arrangement  and  in 

the  advertising.     But  don't  forget  the  staples. 

Get  the  Christmas  profit,  by  all  means.  You  need 

it  to  make  the  year's  figures  look  well.  The  getting 
of  it  will  be  a  great  opportunity  which  you  .should 
force  to  the  limit.  But  get  the  profit  on  the  staples, 
also. 

A  GOOD  PICTURE  SEASON 

Pictui'es  make  acceptable  Christmas  gifts.  Feature 
them  for  this  purpose.  Make  a  window  display  of  them 
to  acquaint  the  public  with  the  nature  and  extent  of 
your  stock.  A  good  plan  is  to  place  a  short  descrip- 

tion and  the  price  on  a  small  card  in  the  corner  of  each 
picture  on  dispjay.  for  the  information  of  the  possible 

purchaser. 

The  business  nuui  should  always  try,  if  at  all  pos- 
sible, to  make  capital  out  of  any  misfortune  that  may 

come  his  way.  A  big  plate  glass  window  in  the  store 
of  an  Ontario  di  alcr  blew  in,  so  Avhilc  it  was  of  neces- 

sity, boarded  up,  he  put  up  a  sign.  "The  Window  Blew 
Out— You  Blow  In." 

Have  Appropriate  Setting  for  Xmas  Window 

THERE  is  no  time  during  the  entire  year  when  appropriate  settings  for  window  displays  are 
more  needed  than  during  the  Christmas  campaign.  The  spirit  of  Christmas  should  be 
properly  injected  into  the  purchasing  public,  and  Christmassy  displays  will  help  materi- 

ally in  this  regard.  They  should  be  such  as  to  impress  people  with  the  idea  that  the  dealer  is  the 
personal  agent  of  Kris  Kringle,  and  the  guy  that  put  the  claws  in  Santa  Claus, 

Windows  must  be  made  to  possess  a  Christmas  atmosphere.  When  people  are  abroad  in 
quest  of  goods  suitable  for  Christmas  gifts  they  have  their  eyes  about  them.  They  are  looking 
for  the  store  with  the  Christmas  appearance,  and  every  dealer  should  make  his  store  outstand- 

ing in  this  regard. 

Some  especially  appropriate  settings  for  Christmas  displays  are  reproduced  here.  They 
are  well  worth  studying. 

How  window  can  be  made  valuable  selling  agent--another 
Christmas  suggestion.  A  Santa  Claus  suggestion  for  window  display 
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I     Work  Windows  to  Limit  This  Month  1 

r'ROM  now  until  the  end  of  the  year  is  certainly  the  harvest  season  for  the  retail  furniture 
dealer,  and  during  this  period  the  window  proves  an  exceedingly  valuable  agent  in  attract- 

ing trade  to  the  store.  It  should  be  worked  to  the  limit  from  now  until  the  turn  of  the  year, 

time  and  attention  being  given  to  arrangement,  and  frequent  changes  of  displays  made.  No 

dealer  can  afford  to  give  anything  but  his  best  attention  to  his  display  windows  at  this  time. 

In  our  last  issue  we  gave  some  good  suggestions  for  seasonable  window  displays.  We 

follow  up  with  more  suggestions  along  the  same  line  this  month. 

Every  trimmer  should  put  forth  an  effort  to  make  his  Xmas  windows  pull  big  business. 

^illlllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 



24 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER  December,  1917 

Feature  Juvenile  Furniture  Strongly  This  Month 

Thh  is  the  harvest  season  in  juvenile  furniture 
and  toys  and  the  most  should  be  made  of  it. 

THIS  is  tlie  month  for  the  furniture  dealer  to  make 
a  good  strong  drive  on  ,iuvenile  furniture  and 
toys.  Not  only  is  there  a  big  busines  possible  in 

these  lines,  but  the  featuring  of  them  helps  to  bring 
people  into  the  store,  and  gives  an  opportunity  of  in- 

teresting them  in  otber  lines. 
Christmas  gifts  for  the  children  should  be  given 

prominence  during  the  next  few  weeks,  both  in  adver- 
tising and  window  display.  We  reproduce  herewith 

an  advertisement  that  was  used  to  good  advantage  by 

Wright's  Limited,  of  Sydney,  N.S.,  that  will  offer 
some  suggestions  to  other  dealers. 

Value  of  a  Santa  Glaus 

In  featuring  these  lines  do  not  forget  Santa  Claus. 
He  is  one  of  the  best  salesmen  you  ever  saw.  and  never 
fails  to  bring  satisfactory  results  when  he  is  given  a 
chance. 

It  is  an  advantage  to  have  some  one  dressed  in  a 
Santa  'Claus  costume  to  be  regularly  at  work  in  your 
store  during  the  holidays.  This  idea  is  very  well  set 

forth  on  another  page  in  this  issue  in  "The  Story  of  a 
Successful  Failure." 

Santa  Claus  costumes  are  rather  warm  affairs  to 
Avear  all  the  time.  So  you  can  let  Santa  Clans  spend 

a  part  of  his  time  outside  the  store  entertaining  pass- 
ersby.     He  is  sure  to  attract  the  youngsters. 

Another  good  plan  is  to  have  Santa  Claus  be  a  sort 
of  travelling  ad.  for  your  store.  Let  bim  walk  around 
the  town  giving  out  cards  and  inviting  the  children  to 
the  store.  These  cards  can  list  a  number  of  after 

dinner  specials  which  will  be  placed  on  sale  eaeb  even- 
ing say  at  7  or  7.30. 

Another  good  thing  for  Santa  to  do  would  be  to 

call  at  the  children's  homes  and  leave  some  slight  re- 
membrance, together  with  a  warm  invitation  to  visit 

the  store.  If  any  of  the  children  are  sick,  a  cheery 
little  visit  from  Santa  Claus  would  make  a  warm  place 
for  your  store  in  the  hearts  of  both  the  children  and 
their  parents. 

Suggestions  for  a  Window 
Here  is  a  suggestion  for  a  Toyland  window.  The 

background  should  be  covered  with  red  or  green  crepe 

paper.  Then  the  word  "Toyland"  should  be  worked 
out  on  a  board  the  whole  length  of  the  background. 
Each  letter  can  be  surrounded  by  a  wreath. 

Large  squares  representing  blocks  can  be  placed  at 
each  side.  You  can  make  these  out  of  card  board  or 

women's  hat  boxes,  and  cover  them  neatly  with  colored 
glazed  paper.  On  the  sides  of  the  blocks  paste  pic- 

tures of  animals  and  other  toy  designs  which  can  be 
cut  out  of  nursery  wall  paper.  Others  can  be  lettered 

to  spell  out  "Toys"  and  "Games."  •  Suitable  goods 
can  be  placed  in  the  foreground. 

ECONOMY  IDEA  IN  STORE  PAINTING 

A  Toronto  store  has  the  interior  finished  in  two 
"Colors,  panelling  being  done  in  a  bright  outstanding 
color.  There  is  a  decided  advantage  in  this.  When 
it  is  desired  to  brighten  up  the  store,  the  repainting  of 
the  panel  color  at  little  expense,  will  in  itself  make  a 
decided  improvement.  The  idea  is  one  that  might 
well  be  used  bv  other  dealers. 

Christmas  Gifts 

For  The  Little 

Ones 

It  is  much  more  satisfactory  not  only  ffrt'ie  Mver  out 
.or  the  child  who  receives  the  gift,- to  have  sonething 
useful  and  durable  at  Chrisi:mas  rather  tnan  ̂   f)re3ent 
which  is  of  iittle  use  and  easily  destroyed. 

Dolls'  Beds 
There  are  few  things  whi, 

give  a  little  girl  moi^  plei5.ire 
than  a  doB's  bed.  They  are 
gotten  up  very  riicely.  come  in 
either  white  enamel  or  bras- 
and  are  fitted  with  niattresj 
and  pillows. 

Prices,  White  Enamel  1.35. 
..    . .  -  2.25,  2.48 

Prices  Brass  1.80,  3.J5,  4.25 

Dolls' 

Carriages
 

Another  gift  •  v  always 
pleases  is. the  Doll's  Carriage. We  have  a  great  variety^  some 
beauties lamong  tbera  liited^Ui 
with  hoods,  rubber  tires,  etc.. 
and  finely-  finished.  In  dark- 
green  or  rich  brown  color.  ' ' Prices  .68,  2.00,  2.93,  4.-ef. ..-   7.t5 

Seleighs  For 

Boys  and  Girls 
.  Boys'  -coasters  in  four  slzei. made  of  hardwood  painted  aaj 
decorated  in  bright  colors. 
Strong  and  duraoio.  •  <. Prices  .25,  .35,  .55  and  l^J 

J  Girls'    frame    sleifehs.  well 
iJiUlt,  strong  and  durable,  hard- 

wood.- painted  and  decoi-atod 
in  bright  colors. _  Prices  .40,  .60  and  1.50. Rocking 

Horses 

Every   baby-  enjoys  rockins 
in  one  of  these  rocking  horses. 
Well  made'  and  duraule,  seii 
painted  -  red,    horses  white. 
Prices   I.IO  and  1.43 

Dolls' 

Cradles
 

Then  there  are  dolls  swinging 
cradles  in  while  enamel  with  gold 
trimmings  and  in  the  brown  color. 
Priced  as  follows: 
Brown,. .  .1.35,    1.80,  2.25 
White     .  ..1.58,  2.00,  2.70 

Kindergarten 

Sets 
For  both  boys  and  girls  are  the 

Kindergarten  ,  Sets  consisting  of 
one  table  and  two  chairs.  In  red  or 
in  the  golden  color.  Prices  .1.58 
and..  ..  .-.  ,  .2.48 

Child's  Rockers 
A  most  use- ful gift  for  the 

littie  one.  ~  We have  quite  a 
variety,  made 
of  hardwood  in ihe'golden  gloss 
finish  and  .  in 
solid  oak. 
frices  .85,  l.iO, 1.20,  1.50.  ̂ 

1.58,  2.90.' 

i 

Our  store  is  open  every  evening.  Goods  selected  now 
will  be  reserved  and,  deliv-ercd  Chi-is.l,mas  Eve.  oij.  wlien- 

ever  you  wish. 

CHARLOTTE  ST. 
SYDNEY,  N.  S. 

% 

i 

1^1 
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Now  for  the  The  furniture  dealer  is  now  on  the 

Last  Lap  home  stretch  of  the  year.  The 
finishing  tape  is  already  in  sight, 

and  before  long  he  will  be  coming  under  the  wire.  He 
should  put  forth  a  supreme  effort  to  come  in  a  winner. 

This  is  the  time  to  make  your  greatest  bid  for  record- 
breaking  business.  You  started  the  year  with  a  de- 

termination to  establish  a  new  record.  You  have 

probably  run  a  great  race  so  far,  but  it  is  well  that  you 
speed  up  coming  down  the  home  stretch.  You  have 
every  incentive.  Increased  business  and  profits  will 
be  yours,  and  you  will  also  have  the  satisfaction  of 
having  run  a  good  race. 

Money  for  the  That  there  is  an   abundance  of 
Christmas  Trade  money  in  Canada  for  the  Christ- 

mas trade  there  can  be  no  doubt. 
HoAv  much  the  average  person  has  in  his  or  her  pocket 
no  one  of  course  can  say.  But  the  official  bank  re- 

turns give  us  some  idea  of  the  amount  that  is  on  de- 
posit and  the  notes  that  are  in  circulation. 

The  total  on  deposit  at  the  end  of  September 
amounted  to  the  enormous  sum  of  $1,418,143,073,  which 
is  $147,625,853  more  than  there  was  a  year  ago,  and  by 
far  exceeds  any  previous  record  in  the  history  of  the 
Dominion. 

The  notes  in  circulation  total  $117,589,268.  This  of 
course  represents  the  amount  of  money  in  the  shape  of 
bank  bills  which  the  seven-and-a-half  millions  of  peo- 

ple are  carrying  about  in  their  pockets.  And  plus 
this  is  the  untold  amount  of  "siller." 

Naturally,  the  amount  of  this  money  which  the  furni- 
ture dealers  of  the  country  will  receive  for  the  goods 

they  sell  during  the  Christmas  holiday  season  will  be 
largely  determined  by  the  schemes  they  employ  to 
attract  customers  to  their  respective  stores. 
One  thing  is  certain:  the  greater  the  effort  the 

gi-eater  will  be  the  results. 

Christmas  While  planning  ways  and  means 
"Left-overs"  for  securing  business  during  the Christmas  holiday  season  it  is 
also  not  out  of  place  to  give  some  thought  as  to  ways 
and  means  of  disposing  of  lines  which  may  be  unsold, 
and  which  it  is  not  desirable  to  carry  over.  This  is 
particularly  true  of  lines  which  after  the  holiday  trade 
is  over  are  likely  to  be  slow  sellers.  Even  if  they  do 
not  actually  deteriorate  in  quality,  they  do  in  value, 
and  as  such,  eat  up  profits,  and  thereby  add  to  the 
cost  of  doing  business. 

Tt  is  better  to  sell  them  at  bargain  prices  and  utilize 
the  proceeds  in  securing  better  selling  lines  than  keep 
them  lumbering  about  the  store  eating  their  heads  off. 

Fashions  in  What  do  you  think  about  fashions 
Furniture  in  furniture?     Some  one  declared 

recently  that  to  encourage  the 

purchase  of  "heirlooms  in  furniture" — to  suggest, 
however  indirectly,  that  good  furniture  should  be 
cherished  for  generations  because  of  its  material  merit 
— is  to  undermine  turnover,  and  curtail  profits.  The 
sponsor  would  promote  a  vogue  of  fashions  in  furniture 
as  transitory  as  fashions  in  dress,  says  the  Grand 
Rapids  Furniture  Record,  in  a  recent  editorial — he 
urges  the  "education"  of  the  public  mind  to  such  a 
degree  that  our  home  furnishings  may  become  as 
changeable  as  our  wardrobes. 

The  trouble  with  the  furniture  industry  may  be 

under-education  instead  of  over-production,  as  a  prom- 
inent manufacturer  suggested  several  years  ago.  But 

to  dissipate  a  well  founded  faith  in  the  potential 
service  of  good  furniture  and  to  foster  a  public  senti- 

ment that  shall  regard  fiTrniture  as  of  merely  tempor- 
ary worth,  is  not  to  solve  the  difficulty.  When  it  was 

proposed  that  the  Allies  launch  a  ship-building  cam- 
paign that  should  produce  three  new  bottoms  to  every 

victim  of  a  Teutonic  submarine,  some  elear-visioned 
thinker  raised  the  objection  that  such  a  procedure — ■ 
because  of  its  tacit  aeceptance  of  a  fundamental  prin- 

ciple that  is  contrary  to  civilization;  the  implied  re- 
cognition of  the  right  of  wanton  destruction — em- 

bodied not  a  solution  but  an  avoidance  of  the  problem. 
It  may  not  be  illogical  to  suggest  that  there  are 

points  of  similarity  in  the  two  theories.  The  public 
acceptance  of  furniture  as  of  merely  temporary  value 
will  encourage  the  making  of  furniture  of  temporary 
value.  And  such  a  program  is  farthest  from  the  ad- 

mirable principles  that  govern  the  production  of  the 
conscientious  manufacturer.  To  promote  frequent 
and  repeated  sales  of  furniture  on  the  ground  that 
that  which  is  essentially  good  to-day  ̂ vill  be  undesir- 

ably bad  to-morrow,  is  to  demoralize  popular  educa- 
tion; to  make  negligible  any  advantages  that  might 

be  secured  through  such  a  campaign  as  the  "Better Home"  crusade. 
Good  furniture  butchered  to  make  a  commercial 

holiday — if  you  will  permit  the  paraphrase!  There 
never  has  been  a  more  desirable  conception  of  furni- 

ture, from  a  merchandising  standpoint,  than  that  typi- 
fied by  the  reverence  with  Avhich  the  better  pieces  in- 

herited from  former  generations  are  commonly  re- 
garded. Thus  has  good  furniture  been  endowed  with 

personality;  with  the  factor  of  faithful  service;  with 
that  quality  which  goes  to  make  better  homes  and 
better  citizenship. 

Even  were  the  goal  proposed  achieved — even  were 
furniture  bought  for  a  fortnight  to  be  relegated  to 
dusty  attics,  the  Salvation  Army  or  the  second  hand 
store,  when  its  brief  ascendancy  were  ended. — the 
means  would  not  justify  the  end.  The  market  would 
be  restricted;  demoralized;  rather  than  invigorated. 
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And  the  trade  would  descend  to  a  level  unplumbed  by 
even  those  ([uestionable  institutions  that  do  business 

on  the  strength  of  to-day's  profits,  and,  the  public  be damned ! 
Fashions  in  furniture  should  not  be  discouraged ; 

the  idea  is  an  excellent  one  and  will  do  much  to 
stimulate  a  wider  interest  in  furniture  of  merit.  But 
let  them  be  fashions  of  enduring  worth  because  of 
their  artistic  attainment;  not  fashions  of  freakishness; 
interesting  only  because  of  their  defiance  of  accepted 
traditions. 

#  #  # 

"Life's"  Funny  Furniture  is  used  in  department 
Furniture  Man  stores,  homes,  hotels  and  auction 

rooms ;  and  when  you  get  up  in 
the  dark  night  it  will  follow  you  doggedly  about  the 
room,  will  hit  you  on  the  elbows  and  stins  and  toes 
and.  in  fact,  display  an  extraordinary  amount  of  per- 

nicious activity. 
Furniture  is  divided  into  two  classes,  antique  and 

modern ;  but  owing  to  use  of  furniture  factories  and 
the  spread  of  industrialism,  antique  furniture  is  be- 

coming more  and  more  common.  Chippendale  side- 
boards now  being  made  while  you  wait.  Furniture  is 

made  of  shellac  and  glue  arranged  in  convenient 
forms  to  attract  the  attention  of  the  passerby.  Some- 

times wood  is  used  in  furniture. 

Furniture  is  bought  on  the  installment  plan  when  it 
does  not  come  as  wedding  presents.  Some  people  get 
married  every  once  in  a  while  just  to  have  a  new  din- 
ingroom  set.  But,  tried  too  often,  this  does  not  always 
work.  When  you  buy  furniture  on  the  installment 
plan  you  have  the  satisfaction  of  owning  something 
that  does  not  belong  to  you  and  of  being  entertained 
and  uplifted  by  the  monthly  visits  of  a  representative 
of  the  furniture  company,  who  usually  breaks  in  on 
you  when  you  are  giving  a  dinner  party  to  some  people 
with  whom  you  would  not  ordinarily  associate  if  they 

didn't  have  more  money  than  you. 
#  #  * 

Clean  Up  As  the  end  of  the  festive  selling 
Holiday  Lines  season  approaches,  the  furniture 

dealer  would  do  well  to  give  spe- 
cial attention  to  the  sale  of  tbose  lines  that  are  special 

gift  pieces.  After  the  turn  of  the  year  demand  will 
slacken  off  for  these,  so  that  it  is  desirable  to  clear  the 
decks  of  any  goods  that  are  liable  to  stick  and  eat  up 
their  profit  in  interest  on  investment. 

It  is  wonderful  what  can  sometimes  be  done  to  work 
off  such  lines.  An  effort  to  do  so  should  at  least  be 
made. 

#  *  * 

Development  There  are  some  dealers  who  com- 
of  Clerks  plain  of  the  lack  of  interest  and 

initiative  on  the  part  of  their 
clerks,  and  yet  they  never  really  give  them  a  chance 
to  show  what  they  can  do.  They  appear  to  think  that 
no  one  can  do  any  of  the  work  of  any  importance 
around  the  store  except  themselves.  If  they  do  let 
a  clerk  look  after  it  they  have  to  be  offering  sugges- 

tions as  to  how  it  should  be  done,  instead  of  letting  the 
clerk  shoulder  the  responsibility  and  accordingly  de- 

velop a  little  interest  and  enthusiasm  in  his  work. 
As  a  clerk  remarked  to  th«  writer  not  long  ago. 

"The  boss  thinks  that  no  one  can  do  anything  but  him- 
self. Even  if  we  go  about  such  a  small  thing  as  trim- 

ming a  show  case  or  making  a  show  card  he  has  to  have 
his  oar  in.     It  makes  us  afraid  in  a  way  to  try  out  any 

of  the  ideas  that  suggest  themselves  to  us.  If  we  had 
more  of  a  free  hand  there  are  many  things  we  would 
undertake  that  I  feel  sure  would  be  beneficial  to  the 

business." 
The  statement  of  this  clerk  should  offer  a  good  sug- 

gestion to  dealers  as  to  how  they  can  get  better  work 
out  of  their  employees.  Give  them  a  chance  to  de- 

velop. A  bird  would  never  learn  to  fly  if  it  wasn't 
given  a  chance  to  try  out  its  wings.  Neither  will  a 

clerk  ever  develop  if  he  isn't  given  an  opportunity  of 
sharing  some  of  the  responsibilities  and  doing  some 

things  "on  his  own  hook." 
*  *  * 

Importance  One  thing  that  should  be  borne  in 
of  Service  mind   while    preparing   for  the 

Christmas  holiday  trade  is  the  im- 
portance of  service.  It  is  an  important  factor  in  busi- 

ness at  all  seasons  of  the  year,  but  it  is  particularly  so 
at  the  Christmas  season,  when  in  the  hurry  and  bustle 
whicb  naturally  characterizes  business  at  that  time  a 
little  slip  in  the  service  rendered  customers,  is  more 
likely  to  occur  than  during  more  normal  periods.  Cus- 

tomers, however,  are  no  more  likely  to  overlook  inade- 
quate service  then  than  at  any  other  time. 

Most  retailers  are  desirous  of  giving  good  service. 
But  unfortunately  they  do  not  all  make  a  definite  study 
as  to  the  best  ways  and  means  to  employ  in  putting 
their  desires  into  practice. 

Impress  upon  clerks  the  importance  of  courtesy  and 
promptness  in  waiting  upon  customers,  the  bad  effects 
which  are  likely  to  follow  assertions  regarding  the 
quality  of  goods  which  are  not  strictly  in  accordance 
with  the  facts,  and  the  annoyance  which  is  certain  to 
follow  delay  in  the  delivery  of  orders. 

As  Christmas  time  is  a  season  when  many  customers 
are  likely  to  enter  the  store  who  never  did  so  before, 
it  is  particularly  necessary  that  more  than  usual  pains 
should  be  taken  to  leave  a  good  impression  with  them 
regarding  the  service  which  characterizes  it. 

Particular  service  catches  the  fancy  of  particular 

people. 
*  *  # 

A  Hint  or  Two  re  To  put  in  a  line  of  talking  ma- 
Talking  Machines  chines  does  not  necessarily  de- 

mand large  capital  expenditure. 
For  a  few  hundred  dollars  a  start  can  be  made.  All 
that  is  necessary  is  to  put  in  two  or  three  machines 
which  sell  at  a  variety  of  prices,  and  an  assortment  of 
records.  Of  course,  if  good  results  are  to  be  obtained, 
some  attention  must  be  given  to  the  line.  They  must 
not  be  kept  where  they  can  neither  be  seen  nor  heard, 
Once  and  a  while,  and  particularly  during  the 
Christmas  holiday  season,  a  window  should  be  de- 

voted to  making  a  display  of  them.  Advertising  is 
;mother  thing  to  which  some  attention  should  be  given. 

It  pays  to  give  attention  to  the  machines,  because 
it  allows  the  dealer  who  sells  them  a  good  profit. 

But  there  is  still  another  commendable  feature  about 

the  handling  of  talking  machines.  And  that  is  this: 
People  who  buy  them  naturally  come  back  to  the 
store  for  a  further  supply  of  records,  which  in  turn 

means  that  this  increases  the  dealer's  opportunities 
for  selling  regular  lines. 
Now  is  the  time  to  make  the  venture. 

When  you  get  too  exalted  an  opinion  of  your  ability, 
your  ability  is  likely  to  decline  because  you  begin  to take  it  easy. 
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GERHARD  HEINTZMAN 

PHONOGRAPHS 

Half  a  century  before  the 

public  as  producers  of  the 

highest  grade  of  musical  in- 
struments. 

We  want  a  furniture  dealer  in 

every  town  in  Canada  to  handle 
this  handsome  phonograph. 

WRITE  FOR  CATALOG  AND 

FURTHER  PARTICULARS 

Gerhard 

Heintzman 

Limited 

75  Sherbourne  St. 

TORONTO 
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Furniture  Dealers  are  Deeply  Interested 

1^ 

Style  "B,"  $90 

in  a  line  of  phonographs  that  are  just  a  little 

different  to  the  ordinary  instrument.  Our 

cabinets  are  made  in  a  piano-case  factory  and 

they  all  have  that  high-class  finish  so  essential  to 
the  piano  trade.    Furniture  dealers  will  find  that 

THE  BRANT-OLA 
IS  A  SURE  SELLER 

To  hear  this  instrument  playing  is  a  musical 

appetizer.  It  makes  the  customer  want  one  in 

his  home.  Tone  Quality  is  superb.  There  is 
an  immense  difference  between  the  instrument 

that  is  hurriedly  assembled  and  the  Brant-Ola 
which  is  built  and  finished  in  our  own  factory 

where  the  greatest  of  care  is  taken  that  each 

part  is  perfect. 

The  superiority  of  our  silent,  even-running  motor 

is  apparent  to  every  one  that  examines  it,  includ- 
ing the  dealers  and  the  buying  public.  We  are 

satisfied  that  you  will  find  this  instrument  a  credit 

to  your  store  and  a  great  profit  producer. 

Write  us  for  further  particulars,  or,  better  still,  send  in  an 
order  for  some  of  the  instruments  illustrated  and  we  will 

ship  so  that  you  will  have  them  on  your  floor  before 
Christmas, 

Prices:  $65,  $90,  $130,  $150,  $200. 

Write  for  liberal  discounts. 

Style  "C."  $65 

Style  "O,"  Louis  XV,  $200 
Electric,  $250 

Brantford  Piano  Case  Co.,  Limited 

BRANTFORD       {Manufacturers  of  the  Brant-Ola.)  ONTARIO 
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Merchandizing  Problems  from  the  Retailer's  Viewpoint 
As  viewed  by  Frank  Stockdale,  advertising  counsel  of  the  A.A.C.  of  W. 

In  view  of  the  wide  discussion  by  public  speakers,  by 

politicians  and  the  public  generally,  of  "The  high  cost 
of  living,"  retailers  should  make  a  note  of  the  state- 

ments made  by  Frank  Stockdale,  advertising  counsel 
of  the  Associated  Ad.  Clubs  of  the  World. 

Mr.  Stockdale,  who  has  made  investigations  in  forty 
out  of  forty-eight  states  in  the  U.  S.  A.,  is  authority 
for  the  statement  that  the  cost  of  doing  business  in 
retail  stores  had  doubled  in  the  twenty-five  years  im- 

mediately prior  to  the  war,  and  were,  of  course,  rapidly 
advancing  now.  Yet  the  gross  margin  of  profit  had 
not  increased.  As  the  cost  of  living  increased,  the 
cost  of  doing  business  would  continue  to  increase,  yet 
competition  tended  to  prevent  similar  enhanceineiit  of 
margins. 

These  conditions  were  not  true  merely  of  certain 
sections  of  the  eoiuitry,  but  of  all. 

These  figures  were  startling,  yet  on  close  examina- 
tion it  was  not  so  difficult  to  find  the  explanation. 

Twenty-five  years  ago  general  stores  dominated  re- 
tailing. Their  ci'cdits  were  long  and  their  margin:-; 

large. 

To-day,  in  the  speaker's  opinion,  the  crossroads  gen- 
eral store  is  doomed,  because  of  the  competition  of: 

Specialty  stores — grocers,  drug  stores,  hardware 
stores,  furniture  stores,  etc. 

Departmental  stores. 
Mail  order  houses. 
Chain  stores. 

The  last  three  mentioned  v/ere  developments  of  the 

present  generation — and  they  were  all  here  to  stay. 
The  outstanding  chai'aeteristic  of  these  three  classes 

(;f  merchandising  houses  was  that  they  recognized 

management  "as  the  great  essential  to  sviccess. 

I^RANK  StOCKDALE-« g —  

In  each  of  them  there  were  executives  who  gave  no 
time  whatever  to  dealing  directly  with  customers,  but 
instead  gave  all  their  time  to  planning.  This  planning 
included  such  questions  as  cost  of  doing  busiri,ess, 

margin  of  profit,  turn  over,  mark  downs,  waste,  de- 
preciation, delivery,  advertising,  selling,  returns,  etc., 

not  only  in  relation  to  the  entire  store,  but  also  to  the 
varioiis  departments  and  to  different  lines  of  goods  in 
each  department. 

In  his  investigations  Mr.  Stockdale  had  become  con- 
vinced that  it  was  in  the  comparative  excellence  of 

their  management  that  department  stores,  mail  order 
houses  and  chain  stores  had  an  advantage  over  the 

average  specialty  stores.  There  were  many  outstand- 
ing exceptions  where  specialty  stores  were  handled  in 

masterly  fashion,  where  management  was  brought  to 
a  high  state  of  excellence,  and  not  a  few  stores,  of  the 
other  classes  where  the  management  fell  down. 

He  had  found  three, types  of  managers: 

1 .  The  fearful. 
2.  The  domineering. 
3.  The  expectant. 

The  first  type,  the  fearful,  were  men  who  were 
afraid  that  others  could  not  do  work  as  well  as  they 
could,  and  so  tried  to  do  everything  themselves.  Such 
men  fre(|uently  became  so  lost  in  the  detail  of  each 

day's  work  that  they  had  no  time  for  planning,  for 
studying  out  better  methods.  The  result  of  such  a 
condition  was  that  the  merchant  failed  or  continued  in 
business  earning  a  mere  pittance.  In  any  .case  his 
earnings  were  less  than  they  would  be  if  he  turned  over 
more  of  the  detail  to  others  and  looked  after  only  the 

bigger  problems  himself. 
The  domineering  type  of  manager  was  more  fre- 

(juently  successful,  yet  many  of  them  failed  in  bring- 
ing their  organization  to  the  highest  possible  level 

because  of  their  rough-shod  methods.  This  type  of 
manager  got  his  results  by  driving  his  staff.  This  worked 
out  to  perfection  in  a  railway  construction  gang  or  any 
other  place  where  cheap,  unthinking  labor  was  suffi- 

cient. It  failed  most  fre([uently  where  high-salaried, 
keen-minded  men  were  necessary. 

The  expectant  manager  was  the  type  which  seldom 
failed  to  succeed.  This  type  of  manager  under- 

stands his  business ;  employs  the  best  men  he  can  get. 
and  then  sets  out  work  for  them  to  do,  tells  them  what 
he  expects  of  them  and  insists  on  them  coming  up  to 
expectations,  each  man  working  in  his  own  way,  yet. 
of  course,  with  due  regard  to  the  policies  of  the  store. 

A  safe  rule  to  follow,  said  Mr.  Stockdale,  is  "When- 
ever you  can  hire  a  man  to  do  a  thing  cheaper  than 

you  can  do  it  yourself,  you  lose  money  when  you  do 

it  yourself  instead  of  hiring  the  other  man." 
In  connection  with  this  the  merchant  sliould  re- 

member that  two  sources  of  loss  ai"e  the  clerk  or  em- 

ployee who  is  doing  nothing,  and  the  niei'chandise  lying 
on  the  shelves  doing  nothing. 

Keep  your  clerks  and  your  stocks  moving — always 
training  each  clerk  to  do  more  difficult  things,  and 
tlie  stock  to  inove  more  rapidly. 
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Suggestions  for  Christmas  Furniture  Advertisements 

Suggestive  matter  that  will  help  the  furniture  dealer 
in  the  preparation  of  his  Christmas  advertising  copy. 

IN  our  last  issue  we  gavo  a  number  of  suggestions  to 

lielp  the  furniture  dealer  in  his  Christmas  cam- 
paign. We  follow  it  up  by  more  suggestive  mat- 

ter tliis  month,  for  use  during  the  last  lap  of  the  Xmas 
sales  season.  As  we  previously  pointed  out.  the  op- 

portunities for  trade  at  this  time  are  such  that  full 
advantage  should  be  taken  of  them  by  liberal  use  of 
advertising. 

A  Good  Christmas  Ad. 

We  reproduce  herewith  an  advertisement  used  by 
the  W.  II.  Whalen  Co.  Ltd..  of  Fort  William,  featuring 

furnitui-e  for  Xmas  gifts.  It  will  be  noted  that  a 
large  number  of  lines  are  treated  individually,  and 
tluit  good  use  has  been  made  of  appropriate  illustra- 

tions.    Prices  are  (jiioted  in  each  case. 

Note-  the  panels  at  the  top,  one  reading.  "Whalen 
furniture  will  not  only  be  a  Christmas  gift,  but  a  life- 

long remembrance  of  the  donor  in  both  usefulness  and 
adornment.  Every  article  we  sell  is  sold  with  a  guar- 

antee of  satisfaction,  and  to  be  all  we  claim  for  it — 
and  also  the  best  value  that  can  be  secured. 

Appropriate  Introductions 

Wi-ight's  Limited,  of  Sydney.  N.S.,  used  an  ad. 
headed.  "The  Christmas  Store  of  Useful  Gifts."  A 

laige  number  of  lines  wcic  dealt  witli  in  it.  each  one 

being  illusti'ated.  and  the  price  (juoted.  The  intro- 
duction read : 

"Of  course  you've  begun  to  tliink  of  Christmas  gifts 
for  the  dififei'ent  members  of  the  family.  You  Avill 
expect  your  gifts  to  give  the  utmost  pleasure  to  the 
ones  that  receive  them.  If  you  make  the  gifts  useful 
aiul  comfort-giving,  you  will  show  more  real  thoTight- 
fulness.  Home  furnishings  make  the  mo.st  delightful 

gifts.  They  are  not  just  foi-  ;i  day.  They  are  for 
years,  and  even  for  a  lifetime.  And  every  piece  you 
give  a  member  of  the  home,  adds  to  the  comfort  and 

l)leasure  of  the  Avhole  family."' 
"Why  Xot  Furniture  foi'  Christmas?"  Avas  the 

lieading  of  an  ad.  by  J.  Gilber.  of  Windsor.  Ont. 
"Fui-niture  will  last  a  lifetinu\  furniture  makes  a  most 
practical  gift,  and  never  was  there  a  better  time  to 
buy  furniture  than  now.  Oi-der  now  and  we  Avill 
deliver  it  the  day  befoi'e  Chi-istmas  if  you  Avish — and 
you  couldn't  select  gifts  that  would  be  more  appre- 

ciated than  furniture." 
Descriptive  Matter  for  the  Ad. 

Medicine  chests — A  well-made  and  practical  medicine 
chest.     Thev  are  made  with  removable  shelves,  extra 
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rooiny,  and  the  outside  of' the  door  has  a  set-in  mirror. 
Made  to  hang  on  the  wall. 

Easy  rocker — These  chairs  are  made  to  last  a  gen- 
eration— real  heirloom  furniture.  They  are  designed 

in  styles  that  yon  won't  tire  of.  Cane  backs  and 
genuine  leather  cushions. 

Book  cases — Make  the  living  room  more  cheerful 
because  you'll  have  a  place  to  store  your  books  and 
you'll  perhaps  stay  home  more  and  read.  They  come 
in  golden  oak  and  are  a  book  case  and  writing  desk 
combined. 

China  cabinets — Choice  of  fumed  or  golden  oak, 
roomy,  splendid  designs,  furniture  that  will  freshen 

up  the  dining  room.  They're  handy  because  they 
take  the  place  of  a  crowded  pantry. 

Hall  trees — Oak  hall  trees — six  feet  high,  with  mir- 
I'or,  chaii'  and  handy  compartment  combined. 

Hall  racks — They  come  in  oak  and  are  made  to  hang 
on  the  wall  in  the  hall.  They  come  with  large  mirror 
and  plenty  of  hooks. 

CHRISTMAS  ADVERTISING  SUGGESTIONS 

Have  you  bought  that  present  for  your  wife  yet? 
Let  us  suggest  that  there  is  nothing  she  will  appre- 

ciate more  than  furniture — something  for  her  home. 
Come  into  this  store  and  let  us  help  you  choose. 
Make  your  wife  happy — give  her  a  kitchen  cabinet. 

— No  present  will  prove  moi'e  welcome  to  the  house- 
wife than  one  of  our  kitchen  cabinets.  They  will  save 

her  many  a  step,  and  will  lighten  her  work  to  a  gi'eat 
extent.  We  have  just  unpacked  a  large  number  of 
dififerent  styles. 
A  china  cabinet  makes  a  most  suitable  gift — Any 

woman  will  be  proud  of  her  china  cabinet  if  it  is  pur- 
chased here.  You  can  give  no  present  whieli  will  be 

more  appreciated  or  prove  moi-e  serviceable.  We 
have  them  in  golden,  mission  or  fumed  oak  in  a  great 
variety  of  designs. 

Davenports^ — No  article  of  furniture  will  make  the 
home  more  comfortable  or  be  more  used  than  a  good 
Davenport.  Tn  no  one  line  do  we  show  a  more  com- 
l)li'te  display.  We  have  them  in  mahogany,  fumed 
oak  and  Early  English  finish,  upholstered  in  a  great 
variety  of  leathers.  Ask  to  see  our  line  upholstered 
in  long  grain  Spanish  leathers. 

Every  woman  wants  a  parlor  suite — We  ask  you  to 
come  and  examiiu'  our  showing  of  parloi-  suites,  price 
1hem,  then  compare  them  with  other  stores'  offerings. 
Xo  other  store  has  ever  had  a  finer  or  a  larger  showing. 
We  have  many  3-piece  suites  in  genuine  mahogany, 
iipholstei'ed  in  silk  or  best  of  leather,  from  $28.00  up. 
Tf  you  are  looking  foi-  a  parlor  suite,  we  can  satisfy 
you — no  matter  Avhat  amount  you  intend  paying. 

Give  "him"  a  comfoi-table  I'ocker  for  Christinas  - 
A  comfortable  rocker  makes  the  ideal  gift  for  a  man. 
It  is  something  he  uses  daily,  a  constant  reminder  of 

the  one  who  presented  it  to  him.  We  have  them  fi'om 
$4.25  up,  all  styles,  all  finishes,  all  |)rices  and  always 
the  lowest. 

How  many  beds  are  in  your  house,  sii"? — Christmas 
is  coming  and  company,  too.  Where  will  you  put  all 
the  loved  ones  who  are  to  gather  beneath  your  roof? 

Yoti'll  need  good  bed  springs  and  deep  tufted  mat- 
tresses for  the  little  folks  or  they'll  dream  of  goblins 

and  witches  iiistead  of  oranges  and  galloping  steeds. 

Of  course  we  don't  believe  always  in  buying  the  "need- 

fuls" at  "gift  time."  Still,"  it  takes  Christmas  to bring  such  things  home  to  us  som(>times.  You  will  be 
welcome  here. 

A  hajjpy  setting  for  Christmas  dinner — One  of  the 
I'ich  browns  we  sugge-st — a  color  that  blends  with  al- 

most every  shade  of  woodwork  and  wall  decoration. 
How  much  more  tasteful  the  Christmas  dinner  when 

the  dining  room  is  fittingly  furnished?  Here  is  a  sug- 
gestion :  Buffet,  table  and  serving  table,  6,  9  or  12 

chairs,  cost  $90.  Other  sets  higher,  a  few  lower. 

Suites,  too,  in  golden  oak  and  mahogany — a  gift  ac- 
ceptable to  the  good  wife. 

A  new  kitchen  cabinet  for  mother's  Christmas — Once 
we  threw  our  money  helter-skelter — we  tried  to  see 
how  much  in  tinsel  and  how  little  in  practical  worth 
we  could  give  away  at  Christmas  time.  But  the  old 

order  changeth — a  practical  age  is  here.  That's  why 
we  suggest  a  kitchen  cabinet ;  everything  near  at  hand ; 
a  step  saver  and  money  saver.  In  our  store  you  will 
find  them  at  $10.50,  $25  and  up  to  $— . 

Rich  gifts  for  the  lord  of  the  house — A  great  roomy, 
easy  chair  is  what  every  man  longs  for.  In  the  old 

days  Morris  chairs  covered  the  range  of  "lay  back  and 
rest"  chairs.  Now  there  are  many  kinds,  many  im- 

provements. Here  you  will  find  a  variety  of  restful 
patterns.  Add  to  this  gift  that  of  a  tall  reading  lamp 
and  you  have  solved  the  problem  of  keeping  father  at 
peace  with  all  the  world. 

HAVE  RECITAL  HALL  FOR  AFTERNOON 
CONCERTS 

In  tlie  new  i-e-modelled  premises  of  the  Robert 
Wright  Company,  Limited,  of  Brockville,  Out.,  the 
furniture  department  is  located  on  the  top  floor,  along 
\nth  the  rug  and  carpet  department  and  upholstering 
room.  In  the  west  annex  on  the  third  floor,  the  sew- 

ing machine  department  is  located,  and  here  also  are 
three  large  music  rooms.  One  room  is  devoted  ex- 

clusively to  Columbia  grafonolas,  another  to  Edison 
phonographs,  and  the  third  is  being  fitted  up  for  a 
recital  hall,  where  daily  afternoon  concerts  will  be 

given. 
A  NEW  YEAR'S  WINDOW 

The  window  trimmer  should  arrange  something  spe- 
cial in  the  way  of  window  display  at  the  turn  of  the 

year,  with  a  setting  that  is  symbolic  of  the  coming  of 
a  new  year,  Avith  its  new  hopes  and  aspirations.  For 
instance,  a  special  background  can  be  arranged  of 
beaver  board  on  which  decorative  paper  can  be  glued, 
if  desired.  The  edges  might  be  trimmed  witYi  braid ■■)]■  molding. 

A  figure  symbolic  of  the  New  Year  can  be  cnt  from 

beaver  boai'd  and  painted  in  natui'al  colors — or  a 
jointed  doll  with  white  wings  will  suit  the  purpose  ad- 

mirably. A  card  may  be  used  "1918 — May  Health 
and  Prosperity  be  Yours." 

SOME  STORE  PHILOSOPHY 

Just  because  people  do  not  fall  over  one  another  to 
buy  immediately  the  goods  you  show  in  the  window 
is  no  sign  Avindow  displays  are  not  profitable. 
When  collections  are  slow,  all  the  more  reason  for 

keeping  after  the  debtor  rather  than  getting  discour- 
aged and  giving  up. 

Plug  up  the  little  leaks  as  fast  as  you  find  them 
rather  than  let  them  go  while  you  look  for  bigger ones. 

It  is  easy  enough  to  work  hard  on  a  plan  while  it  is 
new,  but  the  good  man  is  the  one  Avho  sticks  to  his 
plan  after  the  novelty  has  worn  of¥. 
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Planning  During  the  Holiday  Season  for  Future  Business 

Some  suggestions  as  to  the  importance  of  taking  advantage  of  the  oppor- 
tunity which  the  Christmas  holiday  trade  affords  for  securing  future  business. 

By  WILLIAM  LEWIS  EDMONDS 

THE  Christmas  holiday  trade  season  is  usualh^  a 
busy  time  for  the  fiirniture  dealer,  and  particu- 

larly for  he  who  has  made  a  special  effort  to 
attract  customers  to  his  store.  But  notwithstanding 
this  it  is  not  too  busy  a  time  for  any  dealer  to  keep  a 
corner  in  his  mind  open  for  the  consideration  of  ways 
and  means  regarding  future  business.. 

The  experiences  of  the  present  are  to  alert  minds  the 
opportunities  upon  Avhieh  they  build  future  schemes. 

Gathering  in  New  Customers 

As  a  matter  of  fact  every  dealer  should  try  to 
develoj)  from  daily  experiences  ideas  which  he  can  put 
in  pickle  for  the  future,  if  not  adaptable  to  immediate 
needs. 

But  the  Christmas  holiday  trade  season  gives  him  a 

better  opportunitj'^  than  is  afforded  by  any  other 
period  of  the  year  for  laying  wires  and  forming  con- 

nections which  will  bring  future  business  to  his  store. 
Why?  How?  Because  more  people  enter  furniture 

as  well  as  other  kinds  of  stores  at  that  season  than  at 
any  other  time  of  the  year. 

Of  course  it  does  not  follow  that  every  customer  who 
enters  the  store  at  that  season  will  then,  or  at  any 
future  time,  as  far  as  that  goes,  make  a  purchase.  As 
a  rule  the  (luestion  of  effecting  a  sale  is  determined  by 
two  things.  The  one  is  the  qualities  of  salesmanship 
which  the  person  possesses  who  waits  upon  the  cus- 

tomer. The  other  is  the  character  and  variety  of  the 
goods  which  the  dealer  has  in  stock.  For  instance, 
during  the  Christmas  season  the  dealer  who  has  made 

no  attempt  to  eater  to  the  season's  trade  is  much  less 
likely  to  effect  a  sale  than  he  whose  stock  has  been  put 
into  particular  shape  for  the  season.  But  that  does  not 
alter  the  fact  that  there  are  more  people  skirmishing 
around  during  the  Christmas  holiday  season  to  see 
what  they  can  buy  than  at  any  other  time  of  the  year. 

Service  and  Future  Business 

One  of  the  best  of  foundations  upon  which  to  build 
for  future  business  is  service.  All  stoi-e  service, 
briefly  speaking,  is  of  two  kinds.  One  kind  is  embodied 
in  the  goods  sold.  The  other  is  embodied  in  the  general 
business  policy  of  the  store. 
When  goods  are  sold  both  for  what  they  really  are 

and  just  exactly,  as  far  as  it  is  possible  for  the  sales- 
man to  ascertain  what  the  customer  wants,  good 

service  is  being  rendered.  It  is  true  that  some  cus- 
tomers are  dissatisfied  to-morrow  with  that  which  they 

buy  to-day,  in  spite  of  the  efforts  of  the  most  con- 
scientious and  best  of  salesmen.  But  they  are  excep- 

tions and  not  the  rule.  Probably  ninety  per  cent,  of 
customers  appreciate  good  service  when  it  is  rendered. 
Consefjuently,  when  good  service  is  rendered  the  store 
in  turn  secures  the  confidence  of  the  customer.  And 

if  the  customer  is  a  new  one,  the  foundation  is  es- 
tablished upon  which  it  is  possible  to  build  a  perman- 

ent connection. 

It  by  no  means  follows  that  even  because  he  is  satis- 
fied that  the  transient  customer  will  become  a  perman- 
ent one  on  his  own  volition.     Many  people  have  short 

memories  and  forget  the  character  of  service  that  was 
rendered  them.  And  that  suggests  that  the  dealer 
should,  during  the  Christmas  holiday  season,  make  an 
effort  to  secure  the  name  and  address  of  every  new 
customer. 

Naturally  neither  name  nor  addres.s  is  of  any  value 
for  future  business  unless  it  is  made  use  of. 

Using  Name  of  New  Customers 

In  order  to  turn  to  good  account  the  names  of  new 
customers  which  have  been  secured  during  the  Christ- 

mas holiday  trade,  it  is  obvious  that  some  use  must  be 
made  of  them. 

In  the  first  place  every  name  should  be  transferred 
to  a  list.  And  the  best  way  to  compile  a  list  is  by 
the  card  iiulex  system,  for  it  can  be  more  conveniently 
handled.  On  the  card  might  be  put  an  entry  of  the 

article  that  was  sold,  together  with  any  other  informa- 
tion that  might  possibly  be  useful. 

The  firsj  use  to  which  the  list  might  be  ])ut  would 
be  the  mailing  of  a  New  Year  greeting  card  to  each 

person  thereon.  Of  course,  that  would  be  a  rather  un- 
usual procedure,  but  the  fact  that  it  would  be  unusual 

would  make  it  all  the  more  eft'ective,  because  it  would 
be  all  the  more  appreciated.  But  the  office  or  pur- 

pose of  the  list  should  not  be  allowed  to  end  there.  To 
end  it  there  would  be  to  deprive  it  of  its  greater  use- 

fulness and  potency.  Its  most  potent  use  would  be 
the  getting  of  future  business.  And  the  opportuni- 

ties for  such  use  are  almost  legion. 
For  example,  in  the  furniture  trade,  as  in  many 

other  lines  of  business,  there  are  certain  seasons  for 
certain  lines.  Here  is  where  the  list  could  be  made 

valuable  by  mailing  to  those  on  the  list  letters  or  cir- 
culars or  booklets.  Of  course  the  measure  of  the  re- 

sults that  would  be  obtained  would  be  largely  deter- 
mined by  the  character  of  the  literature  itself.  It 

need  be  neither  elaborate  nor  costly  in  order  to  produce 
results.  But  it  should  be  to  the  point  and  as  brief 

as  possible.  It  should  also  be  as  unique  and  as  at- 
tractive as  possible.  If  the  literature  is  in  the  form 

of  a  folder  or  booklet,  even  if  it  be  a  circular  for  that 
matter,  it  will  be  all  the  more  effective  if  illustrated 

with  engravings  of  a  few  of  the  articles  which  are  be- 
ing offered.  The  same  principle  should  be  applied 

when  circulars  are  being  sent  out  for  the  purpose  of 
drawing  attention  to  special  sales. 

It  naturally  follows  that  when  a  list  of  the  kind 
suggested  is  undertaken  it  should  be  supplemented  as 

far  as  possible  every  day,  year  in  and  year  out.  It 
should  also  be  revised.  One  thing,  the  more  the  list  is 

looked  after,  the  greater  becomes  its  potential  value. 

DURING  THE  CHRISTMAS  HOLIDAY 

TRADE  ENDEAVOR  TO  SOW  SEED 
THAT    WILL    YIELD   A   CROP  OF 

FUTURE  BUSINESS. 
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Merchandising  Suggestions  From  Our  Exchanges 

Methods  and  ideas  in  furniture  retailing  as  seen  by  other  journals 

THE  GOOD  OLD  POSTCARD 

IN  determining  tlie  amount  of  monej^  you  will  spend 
for  advertising  this  month  do  not  overlook  the  ad- 

vertising value  of  a  postcard  on  which  is  printed  a 
photograph  of  the  front  of  your  store.  The  cost  of 
such  postal  cards  ordered  in  quantities  of  5,000.  will 
not  be  excessive.  Several  firms  make  a  specialty  of 
this  line  of  printing.  The  editor  of  this  paper  can 
give  you  their  addresses.  If  preferred,  the  interior  of 
your  store  can  be  shown.  When  photographs  are 
good  and  the  printing  is  done  in  colors,  postal  cards 
make  a  neat  ad.  They  are  especially  suitable  for  mail- 

ing to  lists  of  prospective  customers. — Southera  Furni- 
ture Journal. 

STAND  WHILST  YOU  SELL 

The  salesman  who  stands  while  he  sells,  adds  to  his 
efficiency,  while  one  who  remains  seated  is  placed  at 
a  decided  disadvantage.  It  is  a  well-known  fact  that 
you  can  bring  out  the  -points  of  your  selliiig  argument 
in  a  more  forceful  and  telling  manner  if  you  stand,  and 
if  possible,  have  the  prospect  seated.  Perhaps  you 
have  noticed,  if  yoiT  stand  and  the  prospect  is  seated, 
your  goods  well  displayed,  you  are  in  full  battle  array. 
Some  use  the  hands  to  aid  in  bringing  out  some  telling 
points,  others  use  the  eyes  in  an  expressive  manner: 
none  can  use  these  tools  to  the  best  advantage  while 
seated.  Again,  have  you  noticed,  if  you  be  seated, 
the  other  person  standing,  it  places  you  under  a  dis- 

advantage, hard  to  explain,  but  true?  Try  it  some- 
time and  note  the  difference.  The  reason  of  the  above 

is  a  simple  one  of  ps.vehology,  the  person  standing  is 
the  positive  force,  the  one  seated  the  negative  One 

forces,  the  other  receives-,  one  is  on  the  firing  line,  the 
other  on  the  defence.  One  cannot  combat  argument 
in  a  forceful  manner  or  carry  a  convincing  air  while 
seated.  Notice  the  orator,  for  example.  A  sorry 
figure  he  would  cut  if  he  attempts  to  deliver  a  force- 

ful lecture  while  seated,  or  perhaps  chewing  gum. — 
Globe-Wernieke  Doings. 

A  BASIS  OF  COST  COMPUTATION 

In  starting,  installing  oi-  resystematizing  a  cost  sys- 
tem for  a  retail  furniture  store,  it  is  often  difficult  to 

determine  the  correct  method  of  ascertaining  tlie  num- 
ber of  times  the  stock  in  a  certain  department  has  been 

turned  over  .yearly,  as  a  basis  of  cost  computation.  The 
first  step  taken  b.y  a  Baltimore  dealer,  who  is  a  crank 

on  s.vstem,  is  to  ascertain  the  average  value  of  m-ittr'  s- 
ses.  for  instance.  This  amount,  M'hen  divided  into 
cost  value,  incliuling  freight  charges,  of  all  the  mat- 
ti-esses  |)ui'chased  during  the  year,  will  represent  the 
average  number  of  times  the  stock  of  mattresses  luis 

been  tui-ned  over.  For  example,  if  by  taking  invent- 
ories at  the  beginning  of  the  period  and  at  the  end,  it 

is  ascertained  that  the  average  value  of  the  mattresses 
carried  during  the  year  was  $2,000,  and  that  $10,000 

worth  of  mattresses  had  been  bought  dui'ingthis  period, 
then  the  stock  of  mattresses  had  been  turned  over  six 

times  during  the  year. — Grand  Rapids  Furniture 
Record. 

HOW  DEALER  ATTRACTED  TRADE 

A  dealer  whose  store  was  on  a  side  street,  saw  trade 

that  he  thoug^ht  he  ought  to  have,  l^assing  his  door  on 
the  way  to  the  stores  on  the  main  business  thorough- fare. 

"If  I  can  only  get  the  attention  of  these  wealthy 
gadders  before  they  get  over  to  the  Big  Shops,"  mused 
the  merchant,  "I  may  get  some  of  them  in  here,  and 
if  T  do,  I'll  sell  goods,  for  I  have  as  good  a  line  as  any, 

but  maybe  not  as  big. ' ' 
He  overheard  a  woman  say  to  her  escort  one  day, 

"Let's  go  in  and  look  at  that  lovely  ivory  dressing 
table;"  to  which  the  man  replied,  "Oh,  never  mind 
this  small  place ;  they  probably  have  the  same  thing  in 

some  of  the  big  stores  on  the  avenue ;"  and  they  passed 

on. 

The  dealer  gritted,  "I'll  make  'em  look!  I  may 
not  always  sell,  but  I'll  have  the  satisfaction  of  making 
them  look  at  the  goods  and  read  the  prices." 

He  made  his  window  all  that  a  good  furniture  win- 
dow ought  to  be,  keepi'ig  the  shades  down  while  he 

dressed  it.  Strong  lights  were  placed  overhead.  The 
furniture  was  arranged  to  represent  a  cozy  room,  with 
the  daintiest  furniture  and  rugs  in  stock.  Before  the 
shades  were  raised,  the  dealer  papered  the  window  in- 

side with  rolls  of  black  paper,  so  as  to  exclude  every 
ray  of  light.  In  the  centre  of  this,  on  a  level  with  the 

height  of  an  average  person's  e.yes.  a  circular  opening 
three  inches  wide  was  cut.  and  the  glass  in  the  open- 

ing polished.  A  big  white  arrow  cut  out  of  white 
paper  was  pasted  on  the  oiitside  of  the  glass  so  as  to 
point  directly  to  the  hole.  No  sign  or  invitation  ap- 

peared on  the  window — nothing  but  a  smooth  black 
surface,  with  one  bright  eve  that  gleamed  like  a  search- 
light. 

"Watch  them  come  to  it,"  said  the  patient  mer- 
cliaut.  And  they  did  come.  They  came  and  pushed 
each  otlier  away  to  get  a  look.  Every  article  bore  a 
descriptive  card,  readable  at  a  glance. 

In  less  than  an  hour  after  the  shades  had  been  raised, 
tlie  lookers  began  to  line  up  for  their  turn.  Nobody 

knew  wnat  the  attraction  was  because  people  don't 
tell  others  what  they  see  until  they  are  asked.  Many 
passed  on,  smiling;  others  turned  into  the  store  where 
the  agreeable  dealer  and  his  aides  did  their  best  to 

keep  the  visitoi's  interested  in  the  stock. 
The  idea  was  quite  new  in  that  town,  and  as  there 

was  something  in  the  window  really-  worth  seeing,  it 
could  not  be  called  a  hoax.  It  was  a  harmless  device 

to  take  advantage  of  a  powerful  human  impulse — 
('nriosity. 

If  any  inei-ehaiif  feels  like  following  fliis  dealei-'s 
lead,  let  him  take  heed  that  hi.s  window  is  ])erfectly 
dressed,  perfectly  clean,  and  that  there  is  a  real  in- 

ducement in  it  to  enter  the  store.  Otherwise  the  whole 
|)]an  is  likel.v  to  prove  a  boomerang,  for  the  public 

nowadays  simply  won't  stand  for  being  fooled,  and 
their  resentment  will  be  shown  in  a  careful  avoidance 

of  the  store  when  they  are  ready  to  buy. — Northern Fui-niture. 
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Practical  Pointers  on  the  Supervision  of  Salesmen 

Extracts  of  interest  to  retailers  taken  from  an  address  at  a 

recent  meeting  of  the  New  York  Sales  Managers'  Club. 

By  BEVAN  LAWSON 

WILLINGNESS  is  the  keynote  of  eo-operation,  and 
personal  consideration  shown  to  an  individual 
salesman  will  induce  more  real  voluntary 

service  than  anything  else.  It  is  all  very  well  to  be  a 
cog  if  you  are  a  recognized  cog,  but  if  you  get  the  idea 
that  you  are  a  forgotten  cog  it  changes  your  viewpoint 
entirely. 

Nothing  will  rob  a  man  of  willing  impulse  so  quickly 
and  effectively  as  delayed  recognition  of  his  personal 
value,  and  yet  on  the  other  hand  there  are  men  who 
are  so  constituted  that  any  recognition  or  praise  which 
they  may  receive  is  only  a  sop  to  their  vanity,  and  in- 

stead of  acting  as  a  stimulant  it  has  a  sedative  effect 
and  gives  them  a  false  estitnation  of  themselves. 

Praise  is  Like  Wine 

Therefore,  the  exact  degree  of  stimulation  which  may 
be  exerted  through  the  medium  of  praise  and  recogni- 

tion is  indeed  a  problem.  Praise  is  like  wine :  it  is  food 
for  the  invalid,  stimulation  for  those  who  are  moderate, 
but  poison  to  those  who  do  not  know  how  to  use  it.  In 
what  manner,  therefore,  and  to  what  degree  should  a 
salesmanager  communicate  his  satisfaction  to  his  sales- 

man upon  an  individual  success? 
In  my  opinion,  the  direct  message  of  praise  should  be 

quite  as  carefully  pondered  over  as  the  message  which 
carries  blame  or  criticism,  and  praise  should  only  be 
given  where  it  is  reasonably  certain  to  inspire  renewed 
effort  and  sharjoen  the  desire  for  continued  commenda- 

tion. Each  salesman's  singularity  should  be  studied 
in  either  case,  and  equal  consideration  should  be  given 
to  the  probable  effect  of  blame  or  praise  on  that  sales- 

man's self-esteem. 

Must  Awaken  and  Preserve  Salesman's  Faith  in  Self. 

It  is  the  task  of  every  salesmanager  to  carefully 
awaken  and  preserve  in  all  salesmen  their  own  self- 
faith.  A  man's  achievement  can  never  rise  higher 
than  his  own  self-faith,  and  there  can  be  no  consistent 
success  unless  it  is  relentlessly  pursued.  If  a  salesman 
thinks  that  he  can  do  a  certain  thing,  it  is  more  than 
half  done,  but  so  long  as  he  has  even  a  remote  idea  that 
he  cannot  do  it,  it  is  a  moral  certainty  that  he  never 
will. 

Considerable  thought  should  be  given  to  some 
method  whereby  a  salesman  may  be  able  to  gauge  his 
effectiveness  in  comparison  to  some  standard,  which 

may  either  be  his  own  quota  or  the  quota  of  other  sales- 
men. He  will  then  be  able  to  take  his  own  bearings. 

Thus  he  will  find  out  exactly  where  he  stands  and  also 
learn  to  look  into  himself  for  his  own  endorsement  of 
the  work  which  he  is  doing. 

This  is  where  the  "Game"  idea  is  specially  valuable, 
because  it  gives  the  salesman  a  mark  to  aim  at  and 
brings  the  knowledge  of  his  success  or  failure  right 
home  to  him  without  the  need  of  any  official  comment. 

Next  to  the  "Game"  idea  the  geometrical  charting 
of  comparative  sales  also  carries  the  message  without 
committing  the  sales  department  to  any  personal  com- 

ment, and  where  the  sales  force  is  .not  large  enough  to 

carry  on  a  "game."  the  chart  is  eloquent  of  compar- ative success  or  failure. 

Qualities  That  Are  Essential  to  Good  Salesmanship 

The  namable  qualities  which-  a  salesmanager  must 
create  and  nurture  among  his  salesmen  are  wide  and 
varied,  yet  for  definite  purpose  I  will  name  those  which 
chiefly  form  selling  ability  in  successful  salesmen: 

Initiative  is  essentially  the  ability  to  start  something. 
Initiative  gives  birth  to  an  idea  or  purpose.  It  is  an 
independent  action  of  some  nature  which  neither  de- 

pends for  its  origin  upon  a  prearranged  plan  or  idea. 
This  is  the  most  valuable  asset  which  a  salesman  can 

possess.  It  is  usually  born  in  a  man,  and  yet  it  can 
also  be  acquired,  and  if  encouraged  it  becomes  a  habit 
both  of  mind  and  action.  At  the  same  time  initiative 
can  be  hopelessly  killed  in  its  earliest  infancy  if  it  is  in 

any  way  frowned  upon,  and  that  manager  is  wise  in- 
deed who  is  ready  to  recognize  the  difference  between 

initiative  and  rebellion.  The  first  indication  of  initia- 
tive in  a  salesman  is  sometimes  branded  as  a  mistake. 

A  salesman  who  has  ability  to  decide  quickly  can  afford 
to  make  mistakes  because  he  has  equal  ability  to  quick- 

ly rectify  them,  and  therefore  if  a  mistake  is  made  early 
in  the  game  by  a  traveler  who  evidently  had  to  think 
for  himself  before  he  departed  from  fixed  rule,  comment 
or  criticism  from  headquarters  should  only  be  made 
after  close  analysis  of  the  impulse  which  prompted  it. 
What  may  look  like  a  glaring  irregularity  may  have 
behind  it  a  far  bigger  idea  than  the  rule  which  governs 
the  regulation  circumstance. 

A  salesman's  personal  judgment  is  often  the  fund 
from  which  a  salesmanager  may  draw  for  his  future 
success,  and  it  should  be  in  no  measure  unduly  re- 

stricted or  destroyed.  If  a  salesman  is  forced  to  yield 
always  to  precedent,  he  is  taught  dependency  in  the 

place  of  independence,  his  field  of  opportunity  is  im- 
mediately limited.  The  problems  of  origination  are 

then  exclusively  dependent  upon  the  director  of  sales, 
whereas  the  entire  sales  force  should,  in  the  highest 
sense,  be  the  laboratory  of  all  sales  experiment. 

Every  man  who  is  worth  the  process  of  engagement 
as  a  salesman  may  be  endowed  by  nature  with  all 
qualities  to  rise  to  executive  position.  But  the  qualifi- 

cation for  present  fitness  as  a  salesman,  and  his  ulti- 
mate destiny  for  higher  position,  depends  upon  the  one 

question  whether  he  is  afraid  to  do  things,  or  whether 
he  has  the  courage  to  have  convictions  of  his  own.  If 
you  hire  a  man  who  has  all  the  earmarks  of  a  good 

salesman,  and  before  you  give  him  a  chance  of  self- 
development  you  proceed  to  dominate  him  and  compel 
him  to  measure  only  up  to  the  standard  of  your  own 
experience,  you  merely  teach  him  to  agree  with  you 
on  all  points  before  he  dares  to  do  his  own  thinking, 
and  his  consequent  opinion  is  only  a  modification  of 

your  own. Initiative  then  is  both  a  heritage  and  an  accomplish- 
ment— an  exotic  which  may  wither  at  a  touch,  but  a 

hardy  annua]  if  it  is  nurtured  in  proper  surroundings. 
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SPECIAL  ILLUSTRATIONS 

Showing  Some  of  the  Newest  Articles  of  Furniture 

Sugges  tions from  the 

Canadian 
Factories 

No.    103 — Diningroom    suile    in    liircli,    fiiiishcil    in    surfaiM'    oak.  Manufactured 
I'v   tin-   A  ictoi-iavillc        ni  it  ore   Co.,   Victoriavi!!i\  Qut^. 

Rocker  and  chair  from  a  new  living  room  suite  of  tln'r/  pu'ce Furniture   Man\ifaclurers   Ltd.,    of  Pointe 
,  No.  nianufaclur Aux   Trenilili  s.  Que. ■d    li.v    I  lie  L'arh 
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No.  2 — Special  Riiynla.  mnnufactured  by  thr 
London   Plionoe;i'ni)h   C<'nii)anY,   London.  Ont. 

'1  wo  attractive  colonial  library  tables,  in  solid  mahogany,  with  .)-])ly  vfiieer  top,  by  The  Canada  Furniture  Manufacturers Limited. 
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The  Nature  and  Laws  of  Business  Partnership 

What  partnership  implies  to  those  associating  together 
in  this  manner — Registration  in  the  various  provinces. 

PARTNERSHIP  has  been  defined  as  "the  relation 
which  subsists  between  persons  carrying  on  a 

business  in  common  Avith  a  view  to  profit."  In 
all  partnership  contracts  certain  essential  elements  will 
be  present:  (a)  the  agreement  of  competent  parties, 
fb)  that  each  partner  contributes  something  towards 
the  capital,  whether  money,  property,  credit,  skill  or 
industry,  (e)  that  the  business  is  carried  on  with  a  view 
to  profit  in  which  the  partners  can  hope  to  have  a  share 
in  proportion  to  what  eaeh  has  contributed  to  the 
capital. 

Partnership  Capital 

Capital  and  property  are  not  synonymous  terms.  The 
fund  which  is  formed  of  the  contributions  of  the  part- 

ners to  the  business  is  its  capital.  This  capital  may 
consist  of  mone3^  lands,  goods,  secret  processes,  pat- 

ents, trade-marks,  good  will,  skill  or  industry.  The 
capital  is  a  fixed  sum.  whereas  the  property  of  the 
partnership  may  vary  in  amount  as  the  partnership 
prospers.  The  capital  may  of  course  be  increased  or 
diminished  by  agreement.  Once  contributed,  and  the 
partnership  organized,  the  capital  belongs  to  the  part- 

nership— it  must  be  held  and  applied  by  the  partners 
exclusively  for  the  purposes  of  the  partnership,  and  in 
accordance  with  the  partnership  agreement. 

Losses  of  Capital  Shared  Equally 

Losses  of  capital  will,  unless  there  is  a  contrary 
agreement,  be  shared  equally.  Upon  ;i  final  settlement, 
the  capital  remaining  will  be  divided  among  the  part- 

ners in  proportion  to  their  contributions  thereto.  They 
may  have  contributed  unequally  to  the  capital,  but  un- 

less there  is  an  agreement  to  the  contrary,  profits  and 
losses  will  be  shared  equally.  If.  on  the  other  hand, 
by  agreement  the  profits  are  to  be  shared  in  a  given  pro- 

portion, it  will  be  inferred  (in  the  absence  of  any  agree- 
ment) that  the  losses  are  to  be  borne  in  the  same  pro- 

portion. Lindley  remarks  that  "an  agreement  for  in- 
equality may  be  conclusively  inferred  from  the  mode  in 

which  the  partners  have  dealt  with  each  other,  and 

from  the  contents  of  the  partner.ship  books." 
A  partner  who  has  contributed  tn  the  capital  only 

labor  and  skill,  unless  the  contract  otherwise  provides, 
may  be  called  upon  to  share  with  his  co-partners  any 
loss  of  capital,  though  upon  a  dissolution  of  the  firm 
he  would  not  be  entitled  to  receive  a  share  of  the  cap- 

ital. Labor  and  skill  are  not  "capital"  in  the  same 
sense,  as  are  money,  land  or  goods. 

Title  to  Firm  Property 

In  the  mercantile  sense  above  noted,  and  in  the  view 
of  the  law  of  Quebec,  a  partnership  exists  and  has 
rights  and  obligations  and  may  acquire  and  own  prop- 

erty, and  is  distinct  from  the  partners  of  whom  it  is 
composed.    It  is  a  third  person. 

Even  under  the  English  practice,  movable  property— 
choses  in  possession  and  choses  in  action — are  held  and 
dealt  with  in  the  partnership  name.  For  instance  a  note 
is  signed,  or  draft  or  chattel  mortgage  made  in  the  part- 

nership name.  To  that  extent  the  partnership  acts  as 
an  artificial  person.    The  distinction  is  enforced,  how- 

ever, in  the  acquisition  holding  or  transfer  of  immov- 
able property.  As  the  partnership  is  not,  in  law,  a 

legal  person,  land  cannot  be  sold  to  or  transferred  by 
it  in  the  firm  name.  The  partners  must  themselves 

appear  in  the  deed  as  purchasers  or  vendors — that  is 
the  partners,  not  the  firm,  must  buy  or  sell  the  land. 

The  deed  would  read  that:  "A.  J.  Jones,  B.  Jones  and 
C.  Jones,  of  the  City  of  Toronto,  druggists,  and  they  are 
carrying  on  business  as  such  in  co-partnership  under 
the  firm  name  and  style  of  'Jones  &  Company,'  do 
grant,  bargain  and  sell."  or  as  the  case  may  be. 

In  the  Province  of  Quebec,  also,  the  partners  would 
appear  in  the  deed  in  the  same  way ;  but  in  the  eye  of 
the  law  the  transaction  would  be  a  sale  or  purchase  by 
the  firm  through  its  agents,  the  partners. 

Partner's  Interest  in  Firm  Property 

Because  a  partner  is  described  as  having  a  certain 
share  in  a  partnership,  it  is  not  meant  that  he  owns  a 

similar  proportion  of  the  firm's  property.  He  has  an 
interest  in  all  the  property,  both  real  and  personal,  of 
the  firm.  But  he  can  pick  out  no  object  or  objects  as 
belonging  to  him ;  his  undivided  .share  or  one-third 
share  in  any  object  he  cannot  transfer.  His  share  or 
interest  is  onl.y  his  proportion  of  any  surplus  that  may 
remain  after  the  firm  has  been  dissolved,  the  assets 
realized  and  all  the  debts  paid  and  discharged.  His 

"share"  may  then  prove  to  be  worth  nothing. 

Compensation 

The  article  of  partnership  may  provide  that  the  part- 
ners, or  one  of  several  of  them,  shall  be  paid  for  their 

services  to  the  firm.  Such  a  provision  is  not  uncom- 
mon in  the  case  of  a  managing  partner.  Yet  if  the 

articles  do  not  so  provide,  no  partner  is  entitled  to 
compensation  for  the  services  he  may  render,  whether 
in  the  form  of  salary  or  commission.  It  would  not 
matter  that  one  partner  had  done  practically  all  the 
work.  He  is  in  the  hands  of  his  co-partners,  who.  from 
a  sense  of  honor  may  compensate  him.  but  who  cannot 

he  compelled  to  do  so.  Nor  would  the  rule  be  differ- 
ent if  one  partner,  owing  to  the  illness  of  a  co-partner, 

were  forced  to  do  more  work  than  usual.  Where,  on 
the  other  hand,  a  partner  wilfully  neglects  his  duties 
and  his  co-partners  are  thus  forced  to  do  work  and 

carry  his  responsibilities,  it  is  probable  that  the  co- 
partners would  be  entitled  to  compensation  for  their 

services.  But  it  has  been  held  that  in  the  absence  of  a 

special  agreement,  a  partner  is  not  entitled  to  be  paid 
for  his  services  in  winding  up  the  partnership  business. 
Where,  as  in  Quebec,  a  liquidator  is  appointed,  the 
court  will  fix  his  remuneration. 

Notice  of  Withdrawal 

Partners  who  retire  from  a  firm  must  also  be  careful 
that  they  do  not  omit  to  give  sufficient  notice  of  their 
retirement,  or  they  may  he  considered  to  have  held 
themselves  out  as  partners.  Thus  in  a  case  decided  by 
the  Supreme  Court,  one  of  the  defences  set  up  was.  that 
even  if  the  defendant,  who  permitted  his  name  to  be 
continued  in  the  firm,  after  retirement,  was  liable  at 
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all,  he  was  only  liable  for  debts  injeurred  in  respect  of 
the  class  of  business  (that  of  a  general  store)  which  the 
firm  carried  on  wliile  he  was  a  member,  and  not  in 
respect  of  transactions  in  real  estate  and  investing  in 
securities  carried  on  by  the  remaining  partner  after  his 
withdrawal.  It  was  held,  however,  that  as  no  public 

notice  of  dissolution  had  been  given,  and  as  the  de- 
fendant was  aware  that  his  name  still  appeared  in  the 

firm,  and  was  also  aware  of  the  general  nature  of  the 
new  business  carried  on  in  the  firm  name,  he  was  liable. 

As  to  sufficiency  of  notice,  it  may  be  said  that  a  spe- 
cial notice  should  be  sent  to  each  customer  of  the  firm. 

The  general  public  are  sufficiently  notified  by  a  notice 
published  in  the  newspapers.  It  will  in  most  prov- 

inces be  also  necessary  to  file  a  certificate  of  dissolution 
of  the  partnership. 

Limited  Partnership 

Limited  partnership  is  that  carried  on  in  the  name  of 
one  party  alone,  but  to  which  another  party  contributes 
a  certain  sum  of  money  to  serve  as  part  of  the  partner- 

ship capital,  upon  condition  that  he  will  have  a  certain 
share  in  the  profits,  if  there  are  any;  and  that  he  will 
bear,  on  the  other  hand,  a  certain  share  of  the  losses, 
but  in  any  event  only  to  the  extent  of  his  contribution. 

In  other  words,  there  are  one  or  more  general  part- 
ners and  one  or  more  special  partners.  The  general 

partners  are  responsible  towards  third  parties  for  all 
debts  of  the  firm;  whereas  the  special  partners  are  re- 

sponsible only  to  the  extent  of  their  capital.  The 

general  partners  alone  are  authorized  to  transact  busi- 
ness for  a  firm.  If  the  special  partners  interfere  in 

the  management  of  the  business,  they  may  be  held  as 

general  partners,  though  they  may  examine  the  firm's 
books  and  advise  as  to  its  policy  and  management.  The 
special  partner  cannot,  while  the  partnership  exists, 
draw  out  the  money  he  has  contributed  to  the  capital; 
though  he  may  receive  interest  thereon,  if  the  capital 
sum  is  not  thereby  impaired,  and  of  course  he  is  entitled 
to  his  share  of  any  profits.  The  advantage  of  being  a 
special  partner  lies  in  the  fact  that  a  man  can  invest 
his  money  in  a  partnership  where  he  has  no  time  to  give 
to  its  management  and  wishes  to  limit  his  liability. 

Registration  of  Partnerships 

In  forming  partnerships  care  should  be  taken  to  con- 
form with  the  statutes  of  the  province  you  live  in.  A 

main  provision  is  for  the  registration  of  a  declaration 
setting  out  the  names  of  the  partners,  the  date  of  com- 

mencing and  terminating  the  partnership  business,  the 
general  nature  of  the  business,  and  so  on.  Changes  in 
partnership  and  dissolution  should  also  be  registered. 

Features  of  Partnership  Laws  in  Various  Provinces 

Alberta — Partnership  must  be  registered  within  six 
months  from  commencement  of  business.  Penalty  for 
non-registration  is  SilOO,  to  be  forfeited  by  each  and 
every  member.  Changes  in  partnership  and  dissolu- 

tion should  also  be  registered. 

British  Columbia — All  general  partnerships  must  be 
registered  within  three  months  next  after  formation  of 
firm. 

New  Brunswick — Partnership  must  be  filed  under 
IK'nalty  of  $60.  Limited  partnership  must  be  filed  in 
the  office  of  the  registrar  of  deeds  of  the  county  and 
publication  made  in  some  public  newspaper  or  the 
Royal  Gazette,  for  3  months  immediately  following 
such  registry.  If  publication  is  not  made,  partnership 
is  deemed  general. 

Nova, Scotia — All  partnerships  and  cases  where  per- 
son engages  in  business  under  some  name  or  business 

style  other  than  his  own  name,  or  uses  his  name  with 

the  words  "and  company"  must  register  within  3 months. 

Limited  partnership  must  be  registered  and  publica- 
tion of  terms  made  in  the  Royal  Gazette  and  one  other 

newspaper  published  in  Halifax,  and  by  hand  bills 
posted  up  in  the  place  of  business. 

Ontario — Partnership  must  be  registered  within  six 
months,  as  well  as  change  in  partnership  or  dissolution. 
Person  carrying  on  a  business  under  a  firm  name  or 
name  other  than  his  own  must  also  file  a  declaration 
of  same. 

In  Limited  partnership,  a  certificate  of  agreement 
has  to  be  signed  by  all  partners  before  notary  public 
and  filed  in  the  office  of  the  County  Court  Clerk. 
Failure  to  comply  makes  special  partner  liable  as  gen- 

eral partner. 

Prince  Edward  Island — Partnership  must  be  regis- 
tered and  no  suit  or  action  may  be  brought  in  the 

Province  for  any  debts  due  the  partnership  until  a  cer- 
tificate shall  be  registered. 

Saskatchewan — Certificate  of  partnership  must  be 
filed  within  six  months.  Any  person  using  any  busi- 

ness style  other  than  his  own  name  or  adding  "and 
company"  denoting  plurality  of  members  in  the  firm, 
must  file  certificate  of  fact.  Failure  to  comply  incurs 

penalty  of  $100. 

WHY  HE  LEFT  THE  ARMY 

W.  R.  Deeton,  of  Belleville,  tells  this  of  a  new  re- 
cruit friend  of  his  who  had  been  appointed  orderly  to 

the  captain,  from  whom  he  was  receiving  his  instruc- 
tions. 

"You  rise  at  five  o'clock,"  said  the  captain,  "shave 
yourself,  clean  your  boots,  and  your  e(|uipment,  then 
you  clean  my  boots,  buttons,  belt,  etc.  Then  you  shave 
me,  see  to  my  horse  and  groom  him.  After  that  you 

go  and  help  to  serve  the  breakfast,  lend  a  hand — " 
The  recruit,  whose  face  had  been  growing  longer  and 

longer,  interrupted:  "Beg  pardon,  sir,  but  ain't  there 
anybody  else  in  the  army  besides  me?" 

HERBERT  KAUFFMAN  ON  RELIABILITY 

When  every  ot'her  ability  fails  you  take  a  try  at reliability. 

The  snail  can't  in  a  inillion  generations  increase  his 
)iace  sufficiently  to  gain  a  reputation  for  speed,  but  he 
can  always  keep  going  straight  ahead. 

The  sprinter's  fleetness  is  given  to  few,  but  a  steady 
walker  can  usually  manage  to  reach  any  reasonable 
destination. 

The  high-strung,  nervous  temperaments  which  seem 
essential  to  daring  and  dazzling  performances  are 
usually  incompetent  of  sustained  effort. 

Talent  is  essential  to  many  sorts  of  undertakings, 
but  tenacity  is  equally  necessary  to  success. 

Utilize  your  strength  to  its  utmost  and  if  trust- 
worthiness is  your  most  remarka<b]e  asset,  value  its 

\  irtue  as  true  worth. 

It's  la  scarce  quality — the  demand  for  which  exceeds the  known  supply. 

Somebody  somew'herc  is  constantly  seeking  a  de- 
pendable man,  and  willing  to  pay  high  for  the  cer- 

tainty of  efficient  assistance. 
There  is  a  living  for  every  man  on  earth,  and  failure 

to  prosper  usuallv  lies  in  the  mis-marketing  of  one's 
self. 
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KNOBS  0/  NEWS 

The  Thompson  Furniture  Exchange,  of  Montreal, 
has  recently  been  registered. 

A  stock  of  furniture  has  recently  been  added  by  L. 
C.  Tepple.  Lethbridge,  Alta. 

Gr.  T.  Stewart  has  been  appointed  general  manager 
of  Beach  Furniture  Limited,  of  Cornwall.  Ont. 

Greenwood  &  Veston,  furniture  dealers  and  under- 
takers, of  Blenheim.  Ont..  are  retiring  from  business. 

Geo.  Badger,  a  prominent  furniture  dealer,  of 
Niagara  Falls,  Ont.,  died  at  his  home  on  November  1. 

The  AndreAv  Malcolm  Furniture  Co.  Ltd..  "will  erect 
a  $7,000  one-storev  brick  factory  addition  in  Listowel, 
Ont. 

Thomas  Veitch,  furnitiire  dealer  and  undertaker,  of 
North  Gower.  Ont.,  has  been  succeeded  by  Sutton 
Frizell. 

The  Victoria  Doll  &  Toy  Manufacturing  Company. 
Limited.,  of  Yietoriaville.  Que.,  has  recently  been  in- 
corporated. 

H.  Wolf  &  Sons,  of  London,  Ont.,  are  retiring  from 
the  retail  furniture  business,  in  order  to  look  after 
other  interests. 

R.  J.  Ball,  of  Hanover,  Out.,  is  the  Unioni.st  standard 
bearer  for  the  constitutney  of  Southeast  Grey,  in  the 
coming  federal  elections. 

Billy  Smith,  of  Smith  Bros.  &  Clark,  London.  Ont.. 
who  is  recovering  from  a  serious  illness,  has  gone  to  the 
Southern  States  to  recuperate. 

A  number  of  alterations  and  improvements  are  being 
made  to  Schreiters  furniture  store  at  Kitchener.  Some 

of  the  depai-tments  are  being  moved  about,  and  a 
phonograph  section  is  being  laid  out  on  one  of  the 
upper  floors. 

The  Middlesex  Furniture  Company.  Ltd..  of  Strath- 
roy,  Ont..  has  been  incorporated  with  a  capital  stock  of 

$50,000.  The  incorporators  ai'C  James  W.  Cameron. 
John  C.  Scott.  Herbert  E.  Mitchell.  Richard  M.  Pin- 
combe,  Arthur  W.  Bixel  and  Duncan  Ross. 

A.  H.  Cosby,  furniture  dealer  and  undertaker. 
Gravenhurst,  Out.,  is  now  located  in  his  new  store,  one- 
half  of  which  is  devoted  to  furniture,  and  the  other  half 

to  an  up-to-date  funeral  chapel,  showrooms,  etc.  The 
store  has  a  front  of  43  feet  by  a  depth  of  90  feet. 

A  new  general  manager  is  in  charge  of  the  Beach 
Furniture,  Ltd..  at  Cornwall,  Ont.  G.  T.  Stewart,  now 
looking  after  that  office.  Mr.  Stewart  is  a  young 
man  of  experience  in  the  furniture  field,  having  been 
connected  wnth  one  of  the  bigger  concerns  in  the 
South.  His  advent  -in  office  will  allow  Mr.  Beach  to 
get  outside  inore  than  was  possible  in  the  past. 

BIG  MATTRESS  ORDER 

The  (Canadian  Feathei-  &  Mattress  Co.,  Toronto  and 
Ottawa,  are  busy  on  a  Government  contract  to  make 

and  ship  7,000  mattresses.  The  company's  factories 
are  working  overtime  on  this  order,  and  shipping  the 
mattresses  as  soon-  as  made,  as  the  contract  calls  for 
completion  of  order  and  shipment  to  Halifax,  by 
January  1. 

PRESENTATION  AND  BANQUET  TO  JACK 
GIBSON,  OF  WINNIPEG 

Mr.  Jack  Gibson,  the  popular  salesman  of  "Potter's 
Furniture,"  Winnipeg,  was  tendered  a  farewell  ban- 
([uet  on  October  30,  at  the  St.  Charles  Hotel,  on  the 
eve  of  his  departure  for  Toronto,  to  go  into  training  as 
a  member  of  the  Royal  Flying  Scpiadron. 

The  gathering  was  a  representative  one  of  the  furni- 
ture dealers  and  salesmen  of  tlie  city.  Those  present 

were,  F.  U.  Humphries,  of  th(>  Wilson  Funiiture  Co., 
A.  M.  Tanny,  of  J.  A.  Baufield  Co..  E.  A.  Rae.  and  Ed- 

gar Roberts,  of  the  Leslie  Furniture  Co.,  F.  Dale,  of  the 
Overland  House  Furnishing  Co.,  A.  R.  L.  Collins,  of 
G.  R.  Gregg  &  Co.,  W.  H.  Rennie,  of  Robinson  Co.  Ltd., 
and  A.  W.  Johnson,  sales  manager  of  the  Alaska  Bed- 

ding Co.  Ltd.  The  following  represented  the  travel- 
ling fraternity:  Archie  McTntyre.  Wm.  Quast.  W. 

Jones,  E.  J.  Brownlee.  D.  Bouey.  Bert  Woodcock  and Wm.  Gregg. 

Mr.  W.  H.  Rennie  made  an  ideal  chairman  for  the 

occasion,  and  in  his  usual  humorous  manner,  intro- 
duced the  various  speakers.  After  first  proposing 

the  toast  to  the  king,  he  called  on  Mr.  A.  W.  Johnson, 

MR.   .TACK  GIBSON, 
of   Potters,    Limited,    of   Winnipeg,  who 

has  joined  the  Royal  Flying  Corps. 

who  in  his  happiest  vein,  presented  the  guest  of  the 
evening  with  a  wrist  watch,  and  spoke  of  the  sterling 
qualities  of  character  of  Jack,  and  the  manner  in 
which  he  had  won  for  liimself.  the  respect  and  high 
esteem  of  the  business  men  with  whom  he  had  come  in 
contact.  His  genial  disposition  and  stpiare  dealing 
had  made  hiin  a  general  favorite. 

Mr.  Gibson  was  entirely  taken  by  surprise,  but  his 
native  Irish  wit  came  to  the  rescue  and  helped  him  out 
of  his  trying  position.  He  spoke  of  the  pleasant 
associations  that  existed  among  his  numerous  Winnipeg 

fi'iends,  but  also  of  the  higher  call  to  service  to  which 
it  was  his  duty  to  respond. 

The  other  speakers  testified  in  the  highest  terms  of 

Jack's  many  good  qualities,  and  appreciated  the  sacri- 
fice he  was  making,  but  admired  the  spirit  Avhich 

prompted  him  to  give  all  that  he  possessed  in  the 
sei'vice  of  his  adopted  country. 

Mr.  Edgar  Roberts,  on  behalf  of  the  retail  merchants, 
voiced  the  sentiments  of  all  present,  that  when  our 
guest  returned  to  Winnipeg,  every  effort  would  be 
made  to  obtain  for  him  as  good  or  a  better  position,  as 

he  now  occupied  among  the  "Ambassadors  of  Com- 
merce," hoping  that  his  loss  would  only  be  a  temporary 

one,  and  looking  forward  to  the  day  when  we  would 
welcome  him  back  to  the  west.  Song,  story,  readings 
and  music,  made  the  evening  all  too  short. 
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Columbia 

Grafonola 

and  Columbia  Records 

Mr.  Furniture  Dealer — Some  one  is  going  to 

sell  your  customer  a  Grafonola  this  Christmas 

The  electrically  operated  Grafonola  shown,  is  going  to  be  mighty 
popular  this  season.    Grafonola  models  run  from  $24  to  $300. 

Something  to  suit  every  taste  and  purse. 

Our  delivery  facilities  are  exceptionally  good  this  season. 

Write  us  now  for  our  inviting  proposition. 

Columbia  Graphophone  Company 

Sorauren  Avenue,  Toronto 
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Talking  Machines  m  the  Furniture  Store 

ill ■III lllliilliliilililllilllllillilliilli                                                                                             .  : .iiiiiiii 
iiiil 

LOTS  OF  PEP  DURING  WIND-UP  OF  XMAS 
CAMPAIGN 

THE  present  is  the  acknowledged  harvest  season 
for  the  sale  of  talking  machines,  and  every 
furniture  dealer  should  make  the  most  of  it. 

During  the  pa.st  few  months  you  have  no  doubt  had 
many  prospective  purchasers  looking  at  machines  for 
Xmas  presents.  Now  is  the  time  to  make  a  strong 
drive  to  close  sales  to  any  such  prospects  who  have  not 
yet  made  a  purchase. 

There  should  be  big  sales  of  talking  machines  this 
year  because  the  public  are  in  a  position  to  buy  them. 
Conditions  in  the  industrial  centres  are  most  bright, 
Avhile  the  money  value  of  the  crops  in  Canada  this 
year  is  the  largest  on  record.  It  is  certainly  a  time 
to  make  a  drive  for  sales  in  talking  machines  and 
records. 

Use  Windows  and  Advertising 

Make  occasional  wijidow  displays  of  them.  And 
make  the  displays  as  unique  as  possible.  The 
Christmas  holiday  season  is  a  particularly  good  time 
to  do  so.  And  when  customers  are  in  the  store  see 
that  a  machine  is  kept  in  operation.  A  remark  passed 
by  a  customer  may  afford  an  opportunity  to  make  a 
sale  of  either  a  machine  or  of  a  record  or  two. 

And  don't  overlook  the  imj^ortance  of  advertising. 
Use  the  local  papers.  And  supplementary  to  the  local 
papers  use  circulars,  addressing  them  to  the  people  in 
your  locality.  Do  this  for  the  Christmas  trade  by 
all  means,  and  occasionally  during  other  parts  of  the 
year.  A  nicely  gotten  up  circular  will  serve  the 
double  purpose  of  reminding  the  people  of  your 
neighborhood  that  you  are  still  in  business.  If  you 
do  the  thing  properly  it  will  also  suggest  to  them  that 
you  are  wide  awake,  and  that  is  a  reputation  well 
worth  earning. 

MAKING  SALES  FROM  THE  VILLAGE  STORE 

The  following  account  of  the  introduction  and  suc- 
cCvS-sful  working  out  of  a  talking  machine  department 
in  a  village  store  is  adapted  from  an  article  by  Howard 
Taylor  Middleton,  which  appeared  in  Talking  Machine 

World:  "When  our  stock  came  a  bright  young  woman 
with  plenty  of  tact  and  good  common  sense,  was  in- 

stalled as  assistant  manager  and  sort  of  social  hostess. 
"Our  salesman  went  out  after  business.  While  he 

was  making  a  carefully  planned  tour  of  the  surround- 
ing farming  community  and  making  friends,  his 

assistant  was  entertaining  the  village  sewing  circle,  the 

girls'  sunshine  club,  the  Browning  league,  and  the 
women's  thimble  bee,  serving  tea  in  fragile  cups,  and 
thin  sandwiches  on  paper  napkins  bearing  a  neat  and 
dignified  ad.,  also  rendering  a  skilfully  arranged  con- 

cert of  choice  records. 

Creation  of  Enthusiasm 

"The  plan  adopted  from  the  first,  both  in  the  store 
and  on  the  road,  was  to  create  enthusiasm.  When 
the  salesman  called  on  a  farmer,  he  explained  very 

thoroughly  just  how  badly  that  farmer  and  his  family 
needed  a  talking  machine.  He  simply  used  the 
methods  employed  by  every  up-to-date  salesman,  but 
his  pleasing  manner  and  general  air  of  optimism  were 
largely  responsible  for  the  .satisfactory  orders  he 
brought  in.  Once  his  prospective  customer  became  in 
the  least  interested,  he  was  asked  to  call  at  the  shop  for 
an  hour  of  good  music  and  good  cheer.  He  was  in- 

formed that  as  it  was  the  off  season  on  the  farm  lie 

could  easily  get  away  for  that  length  of  time,  and  as  a 
party  of  his  friends  were  expected,  it  would  be  in 
bad  form  socially,  for  him  to  disappoint  them.  His 
wife  was  told  that  her  chum,  Mrs.  Brown,  had  given 
her  word  to  be  among  those  present,  and  would  ex- 

pect her  also. 
Recitals,  Local  Events 

"In  the  capable  hands  of  the  assistant  manager  these 
parties  were  a  pronounced  success  from  the  beginning. 
By  the  display  of  rare  tact  ju.st  the  folks  who  were 
most  apt  to  be  congenial  were  assembled  at  the  same 
time,  and  it  soon  became  quite  the  usual  thing  for  a 
matron  in  the  village  to  ask  this  question  of  her 

spouse,  'Groing  to  lodge  or  the  talker  .shop  to-night. 
Sam?'  and  the  answer  would  probably  be.  'Well.  I'll 
run  down  and  hear  a  few  records.  I  reckon ;  some  of 
the  fellows  I  like  are  going  to  be  there.  I  can  send 

my  dues  over  by  the  boy.' 
"The  store  had  not  been  opened  two  weeks  before 

the  minister  called  to  congratulate  us  upon  our  hos- 
pitality, and  to  assure  us  that  we  were  doing  real  good 

in  the  community.  After  this  visit  of  the  clergyman, 

and  at  his  suggestion,  our  salesman  attended  a  meet- 
ing of  the  school  board,  Avhile  his  assistant  talked 

business  to  the  pretty  principal  and  her  staff.  This 
resulted  in  the  sale  of  a  machine  and  a  large  collection 
of  educational  records. 

"He  sold  the  chief  of  the  Boy  Scouts  an  instrument, 
to  be  used  as  an  accompaniment  for  drills. 

"The  yoiuig  men's  associations,  not  only  in  this 
village  but  in  surrounding  villages,  have  been  in- 

oculated with  the  desii-e  for  talking  machines  in  their 
meeting  rooms. 

"Dances  and  operatic  performances,  both  of  the 
evening  dress  and  informal  varieties,  were  given. 

"The  little  weekly  paper  in  the  village  carried^  a 
good  advertisement  of  ours  in  every  edition,  contain- 

ing a  list  of  all  the  new  records  as  they  appear,  and 

little  items  of  news  interesting  to  the  talker  fan." 
This  last  paragraph  is  a  good  argument  for  a 

" Musie-in-the-Home "  corner  or  column,  even  in  the 
smallest  weeklies  throughout  the  country. 

S  Music  is  nature's  necessity.      It  is  controlled  by  S 
8  laws  just  as  valid  and  abiding  as  those  that  govern  § 
S  the  supply  and  demand  of  the  food  on  our  tables  and  ̂  
S  the  clothes  on  our  backs. — Raymond  L.  Forman.  ^ S 
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The  Perfect-tone 

PHONOGRAPH 

rVERY  Live  Dealer  should  have 

the  agency  for  this  perfect  tone 

instrument. 

The  clear,  perfect  and  distinct  repro- 

duction that  the  IDEAL  gives,  is  the 

reason  that  it  is  quickly  superceding 

higher  priced  machines. 

The  makers  of  the  IDEAL  are  men 

of  long  experience  in  the  phonograph 

business,  and  they  have  succeeded  in 

producing  a  musical  instrument  that 

plays  all  makes  of  records  with  a  beau- 

tiful, even  tone,  that  is  a  delight  to  all 

who  hear  it. 

The  model  shown  here  is  fully  equal 

to  any  other  machine  on  the  market  at 

$150.00.    Send  in  your  orders  now. 

MODEL  85 

$85.00 WALNUT,  MAHOGANY,  FUMED  OAK 

Model  shown  above  will  boost 

your  Xmas  sales — order  now. 

Write  at  once  for  exclusive  territory 

Regal  Phonograph  Company,  Li  mited 

145  Church  Street,  TORONTO,  CANADA 
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Find  It  Profitable  to  Handle  Talking  Machines 

A  Cincinnati  furniture  firm  says  that  it  pays  to  handle  the 
line — An  interesting  article  from  The  Furniture  Record. 

By  KENNETH  C.  CARDWELL 

CONSIDERING  the  extent  to  which  phonographs 
are  now  handled  by  furniture  dealers,  it  is  really 
hardly  debatable  as  to  whether  they  are  good 

merchandise  for  the  trade ;  but,  on  the  other  hand, 
there  are  still  many  dealers  who  either  do  not  handle 
them  at  all,  thus  proving  that  they  are  not  convinced, 
or  who  nibble  at  the  business,  so  to  ispeak,  and  thus 
do  not  get  out  of  it  anything  like  what  they  should. 
This  makes  it  worth  while  to  cite  a  concrete  case,  now 
and  then,  to  show  that  leading  members  of  the  trade 
think  pretty  well  of  the  phonograph  as  a  leading 
item  in  a  retail  furniture  stock. 

Success  of  Furniture  Firm 

For  instance,  there  is  the  Lowry  &  Groebel  Co.,  of 
Cincinnati,  a  concern  well  Imown  in  the  trade,  and 
numbered  among  the  leaders  in  the  Queen  City. 
Lowry  &  Goebel  are  progressive,  which  means  ,  that 
they  overlook  no  bets  in  the  matter  of  improving  their 
business ;  but,  at  the  same  time,  they  are  not  the  sort 
of  business  men  who  take  on  untried  and  experimental 
plans,  entirely  without  reference  to  their  chances  of 
success.  That  is  why  the  marked  success  they  have 
accomplished  in  handling  phonographs  is  an  excellent 
illustration  of  what  can  be  accomplished,  within 
reasonable  limits,  by  any  furniture  dealer. 

Up  to  three  years  ago  the  eompaiay  did  not  handle 
phonographs.  It  will  be  recalled  that  at  that  time 
there  was  nothing  like  the  number  of  furniture  stores 
handling  phonographs  that  there  now  is,  and  that, 
moreover,  there  were  only  a  comparatively  few  makes 

on  the  market,  in  proportion  to  the  number  of  good 
instruments  now  offered.  In  short,  neither  the  furni- 

ture manufacturer  nor  the  furniture  dealer  had  up  to 
that  time  fully  realized  the  possibilities  which  lay  in 

the  "talking  machine.'"'  The  Lowry  &  Goebel  Co.. 
however,  was  considering  taking  on  a  well-known 
make  of  machine,  when  it  had  an  opportunity  to  se- 

cure the  Cincinnati  representation  of  another  phono- 
graph, which  was  just  being  placed  on  the  market. 

Did  Not  Hide  on  Upper  Floor 

Investigation  revealed  that  the  machine  was  satis- 
factory in  all  respects,  and  the  company  accepted  the 

agency,  and  at  once  prepared  to  push  the  business  with 
its  usual  vigor.  Instead  of  placing  its  stock  of  phono- 

graphs up  on  one  of  the  upper  floors,  hidden  from  the 
public,  difficult  to  get  at,  and  more  or  less  mingled  wirh 
the  furniture  departments,  the  company  realized  at 
once  that  the  line  was  one  which  would  respond  to 
publicity,  and  decided  to  give  it  all  pos.sible  promin- ence. 

This  was  done,  as  far  as  location  in  the  store  was 

concerned,  by  giving  the  phonographs  the  most  prom- 
inent position  in  the  establishment — the  space  at  the 

front  of  the  store,  immediately  to  the  left  of  the  en- 
trance— occupying  the  entire  left  side  of  the  store. 

This  space  was  about  36  feet  in  depth,  and  15  or  16 
feet  wide ;  not  a  large  space,  but  one  of  considerable 
value  for  display  and  selling  purposes,  inasmuch  as 
every  person  entering  the  store  was  bound  to  see  it. 
The  phonograph  department  has  been  kept  here  ever 

Cue  of  the  soundproof  demonstration  booths  in  tlie  phonograph  department  of  Lowry  &  Goebel. 
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since,  the  success  which  has  attended  the  business, 
partly  by  reason  of  this  highly  favorable  location,  be- 

ing ample  reason  against  any  change. 

Department  Properly  Fitted 

Moreover,  the  department  was  fitted  up  in  tasteful 
and  practical  style,  the  same  general  plan  being  fol- 

lowed as  in  music  stores,  where  phonographs  have 
been  handled,  as  a  matter  of  course,  for  years.  This 
is  a  point  where  many  furniture  dealers  make  a  great 
mistake.  They  place  the  instruments  in  stock,  put 
one  in  the  window  now  and  then,  and  expect  them  to 
sell  themselves.  Naturally,  the  music  stores,  where 
every  proper  facility  is  provided  for  the  sale  of  phono- 

graphs, gets  the  major  share  of  the  business  in  such 
cases. 

The  Lowry  &  Goebel  Co.,  however,  like  other  furni- 
ture concerns  which  realize  that  a  thing  worth  doing 

at  all  is  worth  doing  well,  has  a  system  of  soundproof 
demonstration  booths,  enabling  salesmen  to  show  cus- 

tomers the  machines  in  the  desirable  ((uiet  and  seclu- 
sion of  a  separate  room,  and  to  play  records  without 

interference  from  other  instruments  or  from  outside 
noises.  The  space  referred  to  is  divided  into  four  of 
these  booths,  with  a  narrow  space  left  next  to  the 
wall,  accessible  from  both  ends  and  from  all  of  the 
booths,  for  the  record  department. 

Attractive  Booths  Arranged 

The  company  has  been  told,  and  has  reason  to  be- 
lieve, that  the  appearance  of  its  phonograph  depart- 

ment is  as  attractive  as  that  of  any  similar  department 
in  the  country.  The  woodwork  of  the  booths  is  in 
white  enamel,  while  hangings  of  French  cretonne,  with 
wicker  furniture  upholstered  in  the  same  material, 
lend  an  air  of  brightness  and  luxury  which  can  hardly 
fail  to  make  a  good  impression  on  customers.  A  hand- 

some rug  covers  the  floor  of  each  booth,  giving  a  finish- 
ing touch  of  comfort  and  good  taste. 

The  record  department  is  unusiuilly  comjjlete,  some 
thousands  of  discs  being  carried,  embodying  an  al- 

most infinite  variety  of  classic,  popular  and  otber 
selections.  These  are  carefully  indexed  by  number, 
so  that  it  is  a  matter  of  a  moment  to  find  any  record 
desired,  whether  for  sale  or  for  demonstration.  In 
this  connection,  it  should  be  borne  in  mind  that  a  com- 

plete record  department  is  one  of  the  best  i)ossible  in- 
vestments for  a  dealer  carrying  phonographs,  as  it 

calls  for  comparatively  little  money,  and  keeps  turning 
over  rapidly. 

Records  Are  Big  Feature 

"In  fact,"  said  an  officei'  of  the  Lowry  &  Goebel  Co., 
"the  record  department  is  one  of  the  best  features  of 
the  phonograph  business.  If  you  handle  the  business 
properly,  every  customer  wTio  buys  a  phonograph  is 
therefore  a  pretty  regular  buyer  of  records,  thus  keep- 

ing a  stead}'  stream  of  business  coming  into  the  store. 
A  parallel  is  the  safety  razor  business,  in  which  it  is 
said  the  manufacturer  can  afford  almost  to  give  the 

razor  away  in  the  first  place,  in  order  to  obtain  a  cus- 
tomer for  blades.  You  don't  have  to  give  phonographs 

away,  by  any  means,  but,  at  the  same  time,  every  in- 
strument makes  you  a  customer  for  records. 

"Phonographs  themselves,  we  have  found,  are 
rather  easily  sold.  For  instance,  during  the  holiday 
season,  when  the  bulk  of  the  furniture  stock  is  not 
moving,  phonographs  furnish  a  line  which  is  at  its 
best,  as  people  are  learning  that  such  an  instrument 
is  highly  appreciated  as  a  gift,  and  that  it  is  not  too 

expensive,  considering  the  wide  range  of  prices  avail- 
able. At  other  times,  too,  phonographs  will  respond 

readily  to  extra  selling  and  advertising  efforts,  thus 
furnishing  a  source  of  business  to  help  along  things  in 
general  whenever  the  demand  for  furniture  gets  too 

(luiet. Sell  to  Regular  Customers 

"Sales  are  readily  made  to  customers  coming  to  buy 
furniture.  Purchasers  of  a  (|uantity  of  furniture,  as 
in  cases  where  people  are  just  starting  housekeeping, 
readily  buy  a  phonograph  as  well,  as  it  adds  compara- 

tively little  to  the  total  amount.  It  is  just  that  much 
more  for  the  store,  however,  whether  the  instrument 
sold  is  priced  at  $75  or  is  one  of  the  higher-priced  kind. 
Tn  other  words,  it  is  an  extra  item,  which  is  not  diffi- 

cult to  sell,  and  which  adds  substantially  to  the  total 
volume  of  business  in  the  course  of  a  year. 

"There  is  another  feature  of  the  phonograph  busi- 
ness which  we  regard  as  highly  valuable,  aside  from 

the  merchandising  value  of  the  instruments  them- 
selves. They  are  amply  able  to  stand  on  their  own 

legs  in  the  matter  of  earnings;  but  as  a  means  of 
bringing  people  into  the  store,  they  have  proved  to  be 
very  useful,  providing  an  avenue  to  additional  furni- 

ture business.  People  come  in,  for  example,  who 
have  seen  our  phonograph  advertising,  or  who  for 
some  other  reason  desire  to  look  at  the  instruments; 
and  this  often  brings  to  their  attention  articles  of 
furniture  they  want  to  buy,  or  interests  tbem  in  the 
store,  so  that  they  return  for  furniture  purchases. 

Plenty  of  Opportunities 

"The  fact  that  phonographs  are  usually  sold  on 
monthly  payments  helps  this  feature,  as  people  come 
in  at  least  once  a  month  to  make  their  payments,  and 
so  become  used  to  visiting  the  store.  Naturally,  when 
they  think  of  furniture,  the  store  where  they  go  so 
often  is  the  one  they  do  busiiiess  with.  In  the  same 
way,  the  fre([uent  visits  of  phonograph  eiistomers  for 
the  purpose  of  buying  records,  serves  to  bring  people 
back  time  and  again  who  might  otherwise  never  have 
been  in  the  store,  and  this  has  a  splendid  effect  on  the 

furniture  business. ' ' 
It  is  easy  to  gather,  from  what  has  been  said,  tliat 

the  Lowry  &  Goebel  Co.,  is  thoroughly  convinced  of 
the  value  of  a  phonograph  department  as  a  part  of  its 

business;  and  this  is  the' case.  As  pointed  out,  how- 
ever, the  company  did  not  go  into  the  matter  half- 

heartedly, but  took  every  possible  means  of  seeing  to 
it  that  the  phonograph  section  was  handled  in  first- 
class  fashion.  It  is  undoubtedly  to  this  that  the  com- 

pany owes  much  of  its  success  with  the  line ;  and  it 
may  be  ventured  that  many  furniture  dealers  who 
have,  perhaps,  not  done  well  with  phonographs,  would 
find  their  returns  from  the  business  much  more  satis- 

factory, all  around,  if  they  woxild  only  give  similar 
care  and  attention  to  it. 

PLAY  NATIONAL  ANTHEMS 

At  this  time  when  the  patriotic  spirit  is  so  strong, 
the  furniture  dealer  can  attract  the  attention  of  cus- 

tomers to  his  store  on  special  days,  and  also  interest 
them  in  talking  machines,  by  having  a  machine  to  play 
the  national  anthems  of  the  Allies.  A  great  number 
of  persons  are  not  familiar  with  the  anthems  of  other 
nations,  so  that  the  rendering  of  them  with  a  cai'd 
telling  which  is  which,  would  be  a  feature  both  educa- 

tional and  patriotic  at  this  time. 
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APPRECIATION  OF  TALKING  MACHINE  AT 
FRONT,  AS  FACTOR  IN  SALES 

The  extent  to  which  nieu  at  the  front  and  in  the 
hospitals  in  England  have  been  entertained  and  cheered 
by  talking  machines,  is  going  to  be  of  great  benefit  to 
the  talking  machine  indiistry.  Men  who  come  back 
from  the  front  have  been  educated  to  the  value  of  their 
music,  and  it  is  going  to  mean  many  sales.  Besides, 
others  have  come  to  appreciate  their  value  from  the 
statements  of  such  soldiers. 

The  connecting  up  of  the  soldiers'  appreciation  of 
the  talking  machine  with  the'  making  of  sales,  will prove  of  value,  both  to  manufacturers  and  retailers. 
Tlie  Nordheimer  Piano  &  Music  Company.  Ltd..  of 
Toronto,  recently  made  use  of  the  idea  in  an  ad. 

Invaded,  "Music  from  home — a  story  of  a  wonderful 
phonograph  and  a  soldier  lad  in  France."  It  read  as follows : 

Set  like  a  jewel  on  a  softly-rolling  hill  "somewhere 
in  France"  is  a  beautiful  old  Chateau,  which  hns  been 
turned  into  a  Red  Cross  hosi)ital  for  convalescent 
soldiers. 

To  the  lad  seated  in  the  big  chair  on  the  restful, 
breeze-swept  terrace  the  past  months  spent  in  that 
other  far-away  world  seem  but  a  blurred  and  fantastic 
dream.  He  folds  the  home  letter  Avhicli  has  absorbed 

him  for  some  time,  and  closes  his  eyes  rather  wearily — 
for  the  ache  of  knitting  bone  and  healing  ligament  is 
persistent  to-day. 
Suddenly  he  starts — and  listens.  Is  it  a  dream- 

voice  he  hears  singing  the  familiar  "Little  Grey  Home 
in  the  West?"  No,  the  nurse  has  rolled  a  phonograph 
out  on  the  terrace,  and  this  it  is  he  lu-ars — a  voice  is 
singing  tenderly — a  voice  that  reminds  him  of  Hers! 
He  presses  tight  in  his  ])alm  the  letter: 

"When  the  golden  sun  sinks  in  the  hills, 
And  the  toil  of  a  long  day  is  o'er, 
Though  the  road  may  be  long,  in  the  lilt  of  a  song 
I  forget  I  was  weary  before. 
Far  ahead  where  the  blue  shadows  fall. 
T  shall  come  to  contentment  and  rest. 
And  the  toils  of  the  day  will  be  all  charmed  aAvay 

In  my  little  gre.y  home  of  the  West." 
Like  the  touch  of  her  cool  hand  on  his  brow,  the 

soothing  memory-laden  melody  wafts  to  his  senses.  The 
first  verse  ends — the  boy  leans  forward,  a  new-found 
interest  in  his  expressive  face. 

"I  never  heard  a  phonograph  play  like  that  before — 
.so  clear  and  natural,  I  mean.     What  one  is  it?" 
"The  Aeolian-Yocalion, "  replies  the  nur.se.  "The 

tone  is  wonderful,  isn't  it?" 
"It  doesn't  sound  like  a  phonograph — a  friend  of 

mine  at  home  sings  that  song,  and  in  the  part  "And 
the  toils  of  the  day  will  be  all  charmed  away"  she 
softens  her  voice  almost  to  a  Avhisper — and  it  just  gets 

you. " 
"Well,  the  best  part  of  this  ])honograph  is  that  you 

can  play  it  just  as  she  sings  it.  See,  you  pull  or  press 
in  this  little  device  called  the  Graduola,  and  .so  vary 

the  expression  any  way  you  wi.^sh." 
Eagerly  he  takes  the  Graduola  in  his  hand,  and  the 

nurse  starts  the  Voealion  again.  The  second  verse 

begins,  and  at  the  line  "But  with  love  brooding  there" 
he  gently  draws  out  the  Graduola,  and,  true  enough, 
the  clear  voice  drifts  away  to  a  tender  softne,ss  which 
falls  on  their  ears  like  a  caress: 

"But  with  love  brooding  there. 
Why,  no  place  can  compare 

With  my  little  grey  home  in  the  West." 

"That  is  wonderful — to  be  able  to  play  it  as  she 
sings  it;  it  makes  me  feel  as  if  T  were  singing  with  her 

— it  almost  brings  her  here." 
So  the  Voealion  does  bring  real  musical  personality 

right  to  your  own  hearth.  If  you  simply  listen,  it  re- 
produces with  marvellous  fidelity  the  artistry  of  the 

nuisician  who  sang  or  played  the  record.  If  you  play 
it  with  this  astonishing  Voealion  tone-control,  the 
Graduola.  you  may  give  the  music  the  interpretation 
of  some  friend,  or  your  own  musical  fancy,  as  you 

.nlease. The  Aeolian-Vocalion  is  on  sale  in  England  and  in 
France,  and  is  being  played  and  enjoyed  there  to-day. 
While  its  price  is  no  higher  than  other  phonographs, 
its  value,  on  account  of  un(|uestioned  tonal  i)erfection 

and  this  delightful  expression-conti'ol  privilege,  is  in- 
comparably higher. 

The  same  idea  could  be  used  to  advantage  by  any 
dealer  in  talking  machines.  It  is  a  line  of  sales  crea- 

tion that  will  be  found  well  worth  developing. 

NO  APPREHENSION  FOR  THE  FUTURE 

Every  now  and  again  some  chronic  prognostieator 
looms  up  with  the  warning  that  the  talking  machine  is 

"at  the  flood  tide  of  its  prosperity."  and  that  before 
long  machines  in  large  quantities  will  become  silent 

thiough  their  owner's  interest  dying  out.  Thinking 
of  the  talking  machine  nierely  as  a  means  of  amuse- 

ment these  people,  though  let  it  be  admitted  they  are 

very  few  in  number,  see  the  "craze,"  as  they  term  it. 
on  its  last  legs,  the  novelty  almost  worn  off.  and  the 
doom  of  the  industry  almost  sealed. 

Nobody  but  the  most  blinded  to  facts  would  take  re- 
s[)Ousibility  for  saying  that  people  tire  of  good  music. 

THE  VALUE  OF  THE  TALKING  MACHINE 

Educational  leaders  of  an  outworn  day  have  degen- 
erated into  common  scolds  in  their  denunciation  of  the 

modern  devices  of  the  talking  machine  and  the  motion- 
picture  machine  as  giving  a  machine  finish  to  the  art 
and  science  of  teach.ing.  It  seems  strange  now  that 
most  of  the  opposition  to  the  talking  machine  in  the 
educational  field  came  from  music  teachers.  Yet 

vocal  students  use  the  phonograph  to  study  the  phras- 
ing, expression,  and  enunciation  of  the  great  singers. 

Olsen's  white-headed  kids,  through  the  imitative  in- 
stinct, learned  this  without  i-ealizing  it.  Operatic 

stars  employ  the  phonograph  to  cinticize  their  omi 
.'^inging.  Titta  Rutfo.  the  great  baritone,  is  said  to 
have  declared  that  he  learned  more  from  his  talking 
machine  than  from  his  teachers. 

Now  the  school  value  of  the  phonograph  is  every- 
where acknowledged.  More  than  three  thousand 

cities  in  this  country  have  them  in  their  public  schools. 
New  York  alone  has  459  to  use  in  connection  with  phy- 

sical training,  and  this  does  not  include  those  bought 
by  individual  schools.  They  keep  time  in  marching 
to  assemblies,  they  lead  concourse  singing,  add  to  en- 

tertainments; folk  dances,  drills,  calisthenics  are  all 
conducted  with  their  aid. 

Music  is  given  its  place  in  the  treatment  of  the  sick. 
The  phonogi'aph  is  the  only  source  for  any  and  all 

types  of  music  at  will.  The  wounded  in  Europe's  war liosnitals  have  reason  to  be  thankful  for  it.  One 
French  soldier,  wounded  at  Verdun,  wrote  back  to  an 

American  benefactor,  "T  could  not  get  the  poimding 
of  the  guns  out  of  my  ears  until  T  heard  the  old  folk- 
;'ongs  on  the  phonograph." 
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"The  Vocalion  Produces  the  Sort  of  Music 

We  Want  in  Our  Home." 

"/  Was  intensely  interested  by  the  very  first  record  that  was  played 

for  us  by  the  Vocalion.  " 

"Before  we  heard  any  more  we  had  determined  that  there  Was  a 

place  in  our  home  for  the  Vocalion. " 

Many  letters  have  we  received  from  Vocalion 

representatives,  reporting  conversations  much 

like  this.  Everywhere  the  Aeolian- Vocalion 
is  heard  it  is  received  with  wonder  and  en- 

thusiastic satisfaction. 

The  full  significance  of  the  Vocalion  Expression 

device — the  Graduola — is  quickly  realized  by 

the  dealer.  Let  the  customer  play — let  him 

or  her  experience  the  actual  practice  of  music- 

ianship— and  a  sale  almost  inevitably  follows. 

(3AEOLIAN 

VOC/JJON 

Backed  up  by  remarkable  advertising,  the 

length  and  breadth  of  the  continent  —  the 
Aeolian-Vocalion  dealer  has  a  sales  argument 

and  support  superior  to  any  other  phonograph 

representative.  If  the  Aeolian-Vocalion  is 

not  represented  in  your  town,  write  us. 

The  Nordheimer  Piano  &  Music  Company^  Limited 

TORONTO 

Sole  Canadian  Distributors  for  the  Aeolian-Vocalion 
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Explanation  of  a  Successful  Record  Follow-up  System 

//  is  necessary  for  the  dealer  to  have  a  little  system  in 
this  department — Outline  of  the  methods  of  one  store. 

KEEPING  track  of  the  goods  delivered  to  homes 
on  approval  or  on  other  conditions  is  a  very 

necessary  part  of  the  talking  machine  dealer's 
bookkeeping.  The  most  satisfactory  system  is  the 
one  that  is  non-complicated  yet  complete.  We  here 
publish  a  description  of  the  system  employed  by  an 
American  departmental  store  in  the  musical  instrument 
department.  It  is  adapted  from  various  forms  used 
in  other  departments  of  the  store. 

Keeps  Stock  Down  to  Minimum 

Incidentally  it  provides  a  way  for  taking  care  of 
everything  the  talking  machine  department  has  to  sell. 
This  in  itself  is  important,  inasmuch  as  it  further  re- 

duces the  number  of  records  which  the  department  has 
to  keep,  and  means  that  references  to  them  can  all  be 
made  at  one  time  and  in  the  same  filing  case,  instead 
of  it  being  necessary  for  the  bookkeeper  or  wlioever 
handles  that  part  of  the  work  to  wade  through  one 
file  for  the  records  of  machines,  and  perhaps  another 
for  the  records  of  records,  if  not  a  third  for  a  record 
of  those  transactions  involving  both  machines  and 
records. 

Leaving  machines  and  cabinets  out  of  consideration 
for  the  time  being,  suppose  that  a  customer  called  at 
the  store  and  made  a  selection  of  records  she  wanted 
to  have  sent  out  for  trial.  Of  course,  the  matter  of 
the  credit  of  the  customer  has  to  be  settled  first.  In 
this  store  the  extension  of  credit  is  handled  in  a  com- 

mon-sense way.  Often  the  sales  people  know  the  cus- 
tomer, and  if  not  it  is  an  easy  matter  to  in(|uire 

whether  the  customer  has  an  account  at  tlie  store.  The 
credit  department  passes  the  ease  in  a  moment.  Then 
for  the  record. 

Forms  Used  for  Approval  Trade 

The  forms,  printed  in  triplicate,  serially  numbered, 
ets.,  are  supplied  in  books.  A  white  sheet  on  top  is 
for  the  store  record  and  files,  the  tissue  which  takes 

the  impression  on  the  under  side  from  the  double- 
faced  carbon,  and  the  pink  or  yellow  sheet,  which  is 
delivered  with  the  goods.  The  tissue  remains  in  the 
book  for  later  reference  in  case  of  accident  to  one  of 
the  records,  etc.,  and  for  use  in  making  up  the  report, 
of  the  department  manager.  This  book  always  lies 
on  the  desk  next  to  the  little  filing  cabinet,  where  the 
permanent  file  is  kept,  and  this  is  arranged  conveni- 

ently to  the  section  where  the  stock  of  records  is  kept. 

When  tlie  selection  of  records  to  go  out  is  made  up, 
etc.,  the  blank  is  filled  in.  Beginning  at  the  top.  the 
number  of  days  allotted  for  trial  is  noted — usually  two 
— though  it  sometimes  is  advisable  to  be  somewhat 
more  generous  in  cases  of  free-buying  customers.  Then 
the  date  is  written  in,  name  of  customer,  address,  etc. 
The  space  for  description  of  the  records  is  divided  into 
six  columns.  This  is  a  convenience  and  enables 
separation  according  to  the  cost  of  the  several  records. 
These  are  listed  by  number  only,  the  numbers  repre- 

senting $1.50  records  going  in  a  column  by  themselves, 
the  same  with  the  $1  records,  and  so  on  up  or  down 
the  list.  In  this  manner  the  totaling  of  the  valuation 
is  expedited,  it  being  necessary  to  count  the  records  in 

one  column  and  multiply.  Then  the  total  amount  is 
ascertained  and  entered  in  the  space  provided. 

The  white  sheet  goes  into  the  A  to  Z  file,  according 
to  the  name  of  the  person  to  whom  shipped.  Every 
morning  this  file  is  run  through  by  one  of  the  men  who 

is  assigned  to  that  duty,  and  the  "call-in"  items  listed, 
with  numbers  of  records,  nature  of  articles,  etc.  Com- 

parison of  the  date  and  number  of  days  allotted  is  the 
work  of  a  moment,  and  the  list  of  calls  the  drivers  are 
to  make  is  made  up  in  a  few  minutes,  at  least  when  the 
file  is  not  bursting  full,  as  it  would  like  to  be  seen  by 
any  dealer.  As  the  drivers  report,  that  same  day  or 
the  first  thing  the  next  morning,  the  returns  they  re- 

port are  checked.  In  the  case  of  a  report  showing 
no  success  in  recovering  records,  a  penciled  note  is 

made  on  the  edge  of  the  record,  such  as  "Not  in," 
"Nobody  home  who  could  attend  to  the  matter,"  or 
"Want  records  another  day."  In  each  case  like  that 
the  date  on  which  the  "call  in"  was  attempted  is 
noted  for  later  reference.  All  the  alibis  that  house- 

holders know,  find  their  Avay  to  such  entries,  and  they 
are  numerous. 

When  Records  are  Returned 

When  records  are  returned,  however,  the  memoran- 
dum is  checked  against  them.  A  record  in  good  condi- 
tion, and  represented  by  a  number  on  the  memoran- 
dum is  indicated  as  returned  by  a  pencil  line  drawn 

through  the  number.  When  the  whole  stack  is  gone 
over  the  lists  will  usually  show  one  and  often  several 
numbers  not  checked  off.  In  other  words,  sales  have 
been  made.  And  then  the  account  is  handled  in  ex- 

actly the  same  manner  as  any  other  charge  account, 
the  bill  being  made  out  in  the  usual  manner  on  one  of 
the  duplicating  books,  the  record  going  to  the  book- 

keeping department  of  the  main  store  for  further 
handling.  The  white  slip  itself  is  put  away  in  a 

large  filing  case,  A  to  Z.  like  the  smaller  one.  and  re- 
tained for  a  varying  period,  sometimes  for  months, 

before  the  file  is  gone  through  and  the  old  records 
destroyed. 

It  has  proved  necessary  to  preserv^e  these  records  in 
this  manner,  for  sometimes  there  are  disputes  as  to  the 
accuracy  of  the  bills  presented.  A  customer  will  say 

he,  or  she,  is  being  charged  with  something  never  re- 
ceived. The  record  shows  distinctly,  the  number  of 

the  record  is  there.  If,  as  is  uniformly  the  case,  the 
customer  is  honest  about  the  deal,  she  will  identify  the 
record  in  her  collection  by  the  number,  and  will  then 
often  recall  that  she  did  get  it  such  and  such  a  collec- 

tion, and  will  pay  Avith  no  further  objection.  The 
system  is  so  carefully  followed,  however,  that  there  are 
ordinarily  few  mistakes,  the  plan  of  double-cheeking 
and  following  up  serving  to  keep  records  that  are  out 
at  the  same  time  well  in  hand. 

Whether,  as  sometimes  happens,  the  person  who  is 
noted  as  having  received  a  selection  of  records,  etc., 
proves  too  much  for  the  drivers  to  handle,  the  white 
slip  comes  out  of  the  original  file  and  goes  to  the  man- 

ager's desk.  Here  it  is  collected  with  the  statement 
of  charge  for  the  whole  selection  which  went  to  the 
customer's  home,  the  duplicate  of  the  bill  made  out 
by  the  department ;  notes  as  to  what  she  said.  etc.  The 
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1         ̂     ̂     OIIjjrialmaB  Utatj 

^  We  take  pleasure  in  extending  to  the  Fur- 
niture Dealers  of  Canada  the  heartiest  good 

wishes  of  the  Season.     May  your  Christmas 

I  be  a  merry  one,  and  may  you  prosper  through- 
\  out  the  New  Year. 

I  "  If  You  can  ensure  the  prosperity  of  the  New 
^  Year  with  a  Pathe  agency. 

!  ^  In  the  year  just  closing  the  Pathephone 
!  and  Pathe  Records  have  been  the  sensation  of 

I  the  talking  machine  trade. 

j  T  The  national  advertising  relative  to  Pathe, 

I  together  with  the  unique  and  high  quality  of 

I  the  goods,  make  this  line  a  profitable  one  for 

I  the  furniture  dealer  to  handle. 

I  1"  Link  up  now  with  the  Pathe  and  make 
I  1918  a  red-letter  year  in  your  history. 
( 
i 

!  ^  

Pathe  Freres  Phonograph  Company  of  Canada,  Limited 
Factories  and  Head  Office  : 

4-6-8  Clifford  Street,  TORONTO,  Canada. 
Weitern  Dittributors:  R.  J.  Whitia  &  Co.,  Winnipeg  Man. 

*  Maritime  Province  Diittibutois:  H,  L.  Hewson  &  Son,  Limited,  Amherst,  N.S. C.  W.  Lindsay,  Limited,  Montreal. 



52 CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER December,  1917 

manager  then  undertakes  to  straighten  ont  the  tangle 

by  letter,  writing" according  to  the  facts  in  the  case  and 
l  eminding  the  enstomer  of  the  nnderstanding  that  the 
records  were  to  be  charged  for  at  the  end  of  a  speci- 

fied time,  together  with  what  otlier  information  that  is 
available  from  looking  np  to  the  men  whose  cheek 
marks  are  signed  to  the  memorandum.  The  whole 

coi'respondence  is  kept  together  by  clips,  and  on  a 
corner  is  marked  a  date,  thus:  "8/20,"  meaning  that  it 
is  to  be  followed  up  on  the  20th  of  August.  If  iu(|uiries 
prove  that  the  first  letter  got  results,  the  incident  is 
closed.  If  not,  another  communication  follows,  marked 
to  be  followed  up  at  a  certain  soon-following  date.  By 
running  through  the  file  of  this  matter  every  morning, 
not  a  tedious  undertaking  when  the  follow-up  system  is 
followed  up.  the  bulk  of  matter  in  this  file  is  held 
down. 

A  Simple  System 

In  other  words,  hert^  is  a  simple  system  in  the  ex- 
treme. It  is  one  that  calls  for  few  motions.  One  set 

of  entries,  only;  one  record,  only;  and  a  complete  and 
perfect  record  of  every  transaction  the  department 
could  be  expected  to  make.  It  is  used  when  the  house 
supplies  some  other  dealer  with  a  record  or  records 
he  does  not  happen  to  have,  and  the  record  of  these 
transactions  thus  kept  to  be  checked  against  similar 
favors  asked  of  that  other  concern.  In  cash  sales, 
also,  the  system  eould  be  used,  and  thus  would  give  a 
complete  record  of  every  item  handled  by  the  depart- 

ment. It  is  a  system  that  cannot  make  mistakes — ^pro- 
vided the  men  Avho  make  the  records  make  them  ac- 

curately. And  that  is  a  qualification  that  must  be  ap- 
plied to  whatsoever  system  of  record  keeping. 

The  system  has  been  in  use  from  the  time  the  com- 
pany l)egan  to  handle  musical  instruments.      All  the 

managei-s  of  the  department  have  employed  it.  and 
the  back  files  show  that  it  has  generally  been  well handled. 

THIS  IS  SOME  JOKE 

"Jock,  mon,  I'll  go  ye  a  round  on  the  links  i'  the 

morn. " 

"The  morn?"  echoed  Jock,  doubtfully. 
"Ay.  mon,  the  morn ;  I'll  go  ye  a  round  if  ye  like." 
"Ay,  weel!"  said  Jock,  "I'll  go  ye.     But  I  had  in- 

tended to  git  marrit  i'  the  morn." 

SUGGESTIONS  FOR  THE  XMAS  CAMPAIGN 

This  week  would  be  an  excellent  time  for  a  recital 
to  interest  peo])Ie  who  are  thiiikiii<>  of  buying  a  ma- 

chine for  an  Xmas  gift. 

Adopt  a  slogan  "Will  you  have  a  talking  machine 
in  your  home  this  Christmas?"  and  give  it  publicity 
by  news])aper  space  and  show  card. 

Put  in  a  s|)ecial  Xmas  window  of  talking  machines. 
We  gave  a  good  suggestion  for  such  a  window  in  our last  issue. 

If  you  don't  ordinarily  send  out  a  salesman  to  fol- 
low u]i  prospects,  this  month  would  be  a  good  time  to 

give  the  plan  a  trial. 
Use  show  cards  to  diive  home  the  simplicity  of 

ojierating  a  talking  machine. 
Use  the  consumer  advertising  of  the  manufui-turer 

whose  machine  you  sell,  to  boost  sales.  To  connect 
up  your  store  with  advertising  in  a  worth-while 
magazine  is  good  business. 

Suggest  that  peojde  who  alreaily  have  a  machine 
will  welcome  some  new  records  at  Xmas  time. 

Now  is  a  good  time  for  a  special  cii-cular  on  talking macliines. 

No.  2  Special  Rayola  which  sells  for  $55.00 

Dimensions  \  7h;  x  \9w,  height  20",  made 
of  quartered  golden  or  fumed  oak.  Has 

double  spring  motor,  large  nickel  plated 

tone  arm  with  adjustable  sound  box  which 

will  play  any  make  of  disc  record.  Has 

large  wooden  horn  to  magnify  the  sound, 
with  a  tone  modifier  to  reduce  the  tone  if 

required.  We  consider  this  the  best  value 

on  the  market  in  the  phonograph  line. 

Liberal  discount  to  the  trade. 

We  also  carry  a  stock  of  Wonder  Phono- 

graphs which  retail  at  $  1 0.00.  They  also 

play  any  make  of  disc  record. 

LONDON  PHONOGRAPH  CO.     234  Dundas  Street     LONDON,  ONT. 
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Otto  Heineman  Phonograph  Supply  Co. 
rNCORPORATED 

25  WEST  45th  STREET,  NEW  YORK 

FACTORIES:  ELYRIA,  OHIO  ;  NEWARK,  N.J.  PUTNAM,  CONN. 

CHICAGO      ATLANTA      SEATTLE      CINCINNATI  TORONTO 
Lumsden  Building 

!l918j 

The  Phonograph  Year 

Make  your  arrangements  NOW  for  your 

MOTOR,  TONE  ARM,  and 

SOUND   BOX  requirements. 

Heineman  and  Meisselbach  Motors 

and  the  World-Famous  Dean  Needle 

Are  the  standards  in  the  talking  machine  field. 

Manufacturers  who  use  them  state  that  they  are 

the  finest  motors  in  the  world,  and  reahze  that 

their  dealers  and  the  dealers'  customers  can 
depend  on  the  quality. 

WE  ARE  AT  YOUR  SERVICE 

Canadian  Branch: 

LUMSDEN  BUILDING,  TORONTO 

Pttsiitnl 

liiiiyliiiiite 

TOME  ARMS 

iiSsilii 

i^ilili 

irii 'liiiiiilliliiiiH  iiiililiiiliM ;!  SOUND 
BOXES!:; i  ii  i! 

IliiiiiliiiiilSiisiii 
ilMliiilli il  li'iiiifl ill  iiii 
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TALKING  MACHINES  BIG  FEATURE  OF  YEAR 

ONE  of  the  big-  features  in  tlie  luerchandisiiig  field 
during  the  past  year,  has  been  the  development 
in  the  production  aiul  sale  of  talking  machines. 

The  progress  during  1916  was  (piite  outsfanding.  but 
has  been  far  surpassed  by  the  developments  of  the  past 
year.  Not  only  has  the  big  concerns  that  wei-e  al- 

ready established  continued  to  make  headway,  but  a 
large  number  of  new  concerns  have  entered  the  field, 
and  quite  a  few  of  them  have  become  factors  of  con- 

siderable importance. 
The  fact  that  people  both  in  the  industrial  centres 

and  agricultural  districts  have  had  plenty  of  money 
has  made  possible  a  considerable  degree  of  success, 
even  to  certain  firms  that  did  not  have  strong  financial 
backing  and  who  have  not  given  much  study  in  the 
production  of  their  product.     There  is  no  doubt  that 

A  Talking 

Machine 

Makes  an 
Excellent  Xmas  Gift 

J^O  matter  who  you  may  wish  to rememlDer  at  Christmas  time,  no 
more  appreciated  gift  could  be  given 
than  a  good  talking  machine.  It  will 
provide  years  of  entertainment  for 
the  recipient,  and  remind  her  or  him 
constnnfly  of  your  kindly  feeling. 
Not  (inly  is  it  an  excellent  source  of 
entertainment,  hut  a  piece  of  furui- t\ire  that  will  add  to  the  adornment 
of  the  home. 

Inspect  the 

Blank  Phonograph 

at  our  store  and  allow  us  to  demon- 
strate it  to  you.  You  will  he  pleased 

with  its  tone  and  the  other  features 
that  make  it  an  outstanding  machine 
and  one  which  you  can  give,  know- 

ing that  it  will  give  pleasure  and 
satisfaction  to  the  recipient. 
We  will  be  pleased  to  have  you 

visit  our  talking  machine  department. 
You  will  he  under  no  obligation  what- ever, to  buy. 

Frank  Johnson 
10  Main  St. Phone  47 

Siiggestion     for     advertisement     to  secure 
Xmas  trade  in  talking  machines. 

quite  a  few  of  the  concerns  that  have  sprung  up  during 
the  past  year  will  fall  by  the  wayside  under  the  strain 
of  keen  competition  because  of  lack  of  capital  or  lack 
of  quality  in  their  product,  more  particularly  the  lat- 

ter. The  extent  to  which  advertising  is  used  to  back 
up  their  product  will  also  play  quite  an  important  part 
in  the  survival  of  the  various  concerns. 

An  incentive  to  all  manufacturers  as  well  as  all  re- 
tailers is  the  manner  in  which  the  public  are  taking  to 

talking  machines,  recognizing  them  as  a  desirable  asset 

of  the  home,  both  because  of  their  entei'tainment  as 
well  as  their  educational  features.  As  more  talking 
machines  are  sold,  this  tendency  will  increase  just  as 
the  sale  of  an  automobile  in  a  town  is  a  big  factor  in 
influencing  others  to  buy.  Tn  addition  to  this,  the  in- 

creasing amount  of  advertising  that  is  being  done  by 
manufacturers  is  bringing  about  a  great  appreciation  of 
talking  machines  on  the  part  of  the  public. 

This  is  all  of  importance  to  the  furniture  dealer  be- 
cause he  is  the  logical  distributor  of  talking  machines, 

as  they  are  so  closely  related  to  furniture.  Besides, 
1he  success  that  furniture  dealers  are  having  with  their 
phonograph  departments  is  ample  proof  of  the  suit- 

ability of  the  furniture  store  for  the  sale  of  this  line. 

TONE  CONTROL  DEVICE  IS  FEATURE  OF 
AEOLIAN- VOCALION 

One  of  the  big  features  of  the  Aeolian-Vocalion,  for 
which  the  Nordheimer  Piano  &  Music  Co.,  Limited,  of 
Toronto,  are  the  Canadian  distributors,  is  its  "Gradu- 
ola"— a  tone  control  device.      The  inventor  of  this feature  was  F.  J.  Empson, 

of  Sydney,  Australia,  who 
felt  keenly  the  inability  of 
the  phonograph  he  had 
purchased  to  reproduce 
certain  of  the  finer  and 

more  subtle  musical  ef- 
fects. Instead  of  finally 

discarding  the  phono- 
graph, or  resting  content  Avith  its  limitations, 

he  devoted  himself  to  overcoming  them.  He  sought  a 
means  by  which  the  wonderful  records  of  the  world's 
master  artists  could  be  heard  again  and  again  without 
monotony — a  means  for  introducing  the  subtle  and 
changing  shades  of  expression  with  which  the  musician 
himself  varies  each  performance.  His  efforts  met  witli 
success  and  he  took  his  invention  to  London.  Tn 
London,  however,  he  found  so  much  difficulty  in  get- 

ting a  satisfaetory  hearing  from  phonograph  manufac- 
turers that,  becoming 

discouraged,  he  made  his 
arrangements  to  return 
home,  and  had  he  not 

just  at  this  period  met  a 
friend  who  gave  him 

good  advice,  the  wonder- 
ful results  of  his  labors 

would  have  been  lost  to 
the  world.  This  friend 
was  well-acquainted  with 
the  management  of  the 
Aeolian     Company     i  n 
London,  and  strongly  urged  that  before  giving  up,  he 
submit  his  invention  to  this  house. 

It  was  approved  of  by  the  London  management,  and 
the  inventor  was  sent  on  to  New  York  with  his  inven- 

tion, which  was  adopted  by  the  Aeolian  Company,  and 
incorporated  in  their  machines,  which  are  now  obtain- 

able in  Canada  in  many  designs  at  moderate  prices. 

THOMAS  MANUFACTURING  COMPANY  IN- 
CREASES ITS  CAPITAL  STOCK 

The  Thomas  Manufacturing  Company,  of  Dayton. 
Ohio,  manufacturers  of  phonograph  motors  and  parts, 
has  increased  its  capital  stock  from  $25,000  to  $300,000. 
The  enlarged  capital  will  allow  for  further  develop- 

ment of  the  business,  and  enable  the  company  to  build 
up  some  reserve  stocks  of  motors  and  parts,  in  order 
that  deliveries  may  be  made  the  same  day  orders  are I'cceived. 

The  Phonograph  Shop,  Toronto,  has  recently  been 
registered. 
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THESE  ARE  TIMES 

0/ CAREFUL  BUYING 

Model  "C."    Price  $32.50 
Golden  Oak  or  Birch  Mahogany. 

Model  "B."  Price:  Mahogany 

$50,  Oak  $45 
Mahogany,   Golden  and  Fumed  Oak. 

The  attitude  of  the  pubHc  is  thoughtful.  They  want  full  value  for  every 

dollar  expended.  The  Phonola  appeals  to  that  thoughtful  attitude, 

because  it  gives  all  that  is  required  in  a  phonograph  at  a  moderate  cost. 

This  fact  is  the  reason  our  two  factories  are  working  to  full  capacity— and 

at  nights.    Write  us  for  our  agency  proposition. 

Model  "Duchess."    Price  $75 .MMlioEaiiy  or  Kumod  Oak. 

Other  models 

from 

$18.00 

to 

$250.00 

Pollock 

Manufacturing 

Company 

Limited 

Mak ers  o fthi 

PHONOLA 

KITCHENER,  CANADA 

Model  "Prince."    Price  $175 
Mahogany  or  Early  English, 
Golden   and   Fumed  Oak. 
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The  Voice  of  the  Home 

Editorial  note — The  folJowiiig  article  from  the  New 
York  Journal,  is  a  good  boost  for  talking  machines. 

It  ■\^•ill  prove  good  material  for  the  dealer  to  use  in  a 
circular  or  to  get  the  editor  of  the  local  paper  to 
publish. 

THE  machine  that  reproduces   the   human  voice, 
miisieal  ijistriiments.  all  music,  and  dramatic 
power,  is  to  the  huiuan  race  a  discovery  as 

great  as  the  printing  press,  which  gave  us  the  printing 
of  cheap  books. 

The  extraordinary  inventions  for  artistic  automatic 
piano  playing  are  equally  valuable  and  marvellous  in 
their  benefits  to  the  race,  in  their  spreading  of  educa- 
tion. 

The  work  of  the  greatest  musicians,  and  the  technical 
.skill  of  the  greatest  artists  can  be  reproduced  at  will, 

adding  to  the  production  the  player's  own  tempera- 
ment and  feeling — without  undergoing  the  long  years 

of  tedious,  painful  preparation  and  study,  and  without 

undergoing  the  toi'ture  of  imperfect  performance. 
The  machine  that  reproduces  the  human  voice,  and 

Ihe  machine  tliat  reproduces  the  piano  reeitals  of  the 
greatest  artists  of  this  age.  are  the  greatest  intellect- 

ual triumphs  of  this  age.  They  mean  more  to  the 
human  race  even  than  the  flying  machine  or  the  wire- 

less telegraph.  For  those  are  mechanical  instruments, 
dealing  only  with  tlie  physical  problems  and  the  physi- 

cal part  of  mail.  The  marvellous  inventions  that  put 

.the  musician's  genius  and  the  artistic  talent  of  the  pro- 

Two  models  of  phonographs  manufactured  by  The  George  McLagan 
Furniture  Company. 
Right.  L  15— Can  be  supplied  in  mahogany  and  walnut.  Left,  L  13 — 
In  quartered  oak.  mahogany  and  ■walnut. 

fes.sional  performer  within  the  reach  of  all  are  aids  to 
the  human  intellect — and  those  are  the  most  important 
of  all  aids. 

The  .self-)-especting  man  woiild  scarcely  admit  that 
he  lives  in  a  house  without  books. 

Just  as  great  a  misfortune — greater,  even,  for  young 
people  and  for  children — is  to  live  in  a  house  without 
the  modern  miracle  of  art,  the  machine  that  talks  and 

sings,  the  ])iano  that  contains  within  itself,  or  the  ma- 

chine that  gives  a  voice  to  the  millions  of  piano.s  that 
are  dumb  because  none  in  the  household  can  make 
them  speak. 

In  ancient  days  few  men — only  the  rich — could  own 
good  books. 

Each  book  was  written  by  hand,  illustrated  by  hand. 
Men  travelled  thousands  of  miles  to  visit  the  librarj'. 
and  the  burning  of  a  libi-ary  was  a  misfortune  for  the 
Avhole  of  civilization. 

To-day  the  poorest  man  may  own  the  greatast  books. 
The  intellectual  genius  of  all  ages  is  on  the  shelf,  ask- 

ing only  to  be  taken  and  made  part  of  the  owner. 
As  it  was  with  books  and  the  thoughts  of  the  great- 

est writers,  so  it  was.  until  recently,  with  music  and 
the  genius  of  the  great  musician. 

Music  was  for  the  few.  Year  after  year  of  painful 
study  was  necessary  to  enable  the  individual  to  re- 

produce, even  in  a  faulty  manner,  the  creations  of 

genius. Concerts  and  operas  were  few  and  expensive.  The 
knowledge  of  the  best  music  throughout  this  country 
was  practically  nil. 

To-day,  thanks  to  the  invention  of  the  machine  that 
speaks,  not  only  the  greatest  music,  but  the  greatest 
musicians,  singers  and  players  of  musical  instruments, 

are  at  the  command  of  every  family,  of  everi-  mother 
and  father,  of  every  child. 

It  is  impossible  to  predict  the  wonderful  results  that 
Avill  come  to  the  human  race  in  a  few  generations  from 
this  making  of  good  music  universal. 

"Wherever  the  father  and  mother  Avill  it.  the  children 
may  hear  from  their  infancy  the  Avork  of  genius,  the 
greatest  composers,  the  most  Avonderful  artists. 

Painful  labor  and  the  unsatisfactory  results  of 
musical  study  are  done  aAvay  with. 

Tlu'  genius  of  Beetho\'en.  the  dramatic  power  and 
voice  of  the  greatest  artists,  are  at  hand  on  your  shelf, 
like  the  poems  of  Shakespeare — and  great  personality 
is  added  to  the  beauty  of  the  nnisic. 

There  are  many  presents,  useful  and  otherwise,  that 
may  be  appropriately  giA-en. 

But  for  the  home  that  lacks  the  singing  and  talking 
machine,  Avith  an  er|uii)nient  of  good  records,  music 
gay  and  light,  music  serious  and  noble,  there  is  but 
niie  gift  to  be  thought  of. 

The  greatest  addition  to  the  education  of  man  since 
the  days  of  Gutenberg,  is  the  machine  that  does  for 

music  AA'hat  the  printing  press  did  for  books  and knowledge. 

If  you  ha\'en't  in  your  house  a  machine  that  makes 
all  music  and  all  artists  your  oAvn.  GET  ONE. 

If  the  friend  to  Avhom  you  mean  to  giA'e  a  present, 
lacks  the  modern  machine  of  civilization,  GIVE  HTIM 
ONE,  or  give  him  a  better  one  than  he  has. 

A  man  AA'Ould  feel  himself  disgraced  if  one.  entering 

his  house,  should  ask:  "Have  you  a  book  in  this 
house?"  The  ansAver  Avould  be  :  "Do  you  suppose  that 

Ave  are  not  civilized?" The  house  in  Avhich  there  is  no  machine  to  interpret 
musical  genius  and  artistic  genius  is  just  as  far  from 
the  latest  civilization  a<  the  house  in  Avhieh  tliere  are 
no  books. 

"My  dear,"  called  a  Avife  to  her  hnsband  wlio  Avas  in 
tlie  next  room,  "Avhat  are  you  opening  that  can  with?" 
"Why,"  he  said.  "Avith  a  can  otiener.  What  did 

.vou  suppose?" "Well,"  replied  his  Avife,  "T  thought  from  your  re- 

iiun-ks  you  Avere  about  to  open  it  Avith  prayer." 
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DEALERS!   ORDER  NOW! 

Be  Protected  For  Your 

Holiday  Requirements 

Now  is  the  time  to  place  your  orders  for  delivery  during  the 
fall  months.  Shipmenis  will  be  heavy  this  fall  and  dealers 
who  order  now  will  assure  themselves  of  having  talking 
machines  in  stock  when  the  big  selling  season  comes  around. 
Investigate  now  !  Get  our  complete  proposition.  Let  us  con- 

vince you  that  the  IMANDEL  is  the  logical  talking  machine  for 
you  to  handle.  Even  if  you  are  already  selling  phonographs 
of  another  make,  the  Mandel  can  be  added  to  your  present  line 
with  added  profit  to  you. 

Over  Two  Thousand  Dealers 

I'ealized  the  enormous  sales  po.ssibilities  of  the  Mandel  phono- 
graph and  are  cashing  in  on  the  livest  proposition  ever  pre- 

sented. Who  can  (juestion  the  verdict  of  this  army — 2.000 
strong — who  have  placed  their  stamp  of  approval  on  the 
MANDEL?  A  high-grade  phonograph,  selling  at  a  low  price, 
giving  the  dealer  a  big  margin  of  j)rofit,  insuring  everlasting 
.satisfaction  to  the  ultimate  purchaser — these  facts  prove  why 
tlie  Mandel  phonograph  has  forged  its  way  to  the  front  rank 
ill  th  '  talking  machine  industry. 

Built  By  One  Manufacturer 

The  Mandel  machine  is  Mandel  made.  Every  part  is  manu- 
factured by  us — not  merely  assembled.  Every  single  part  is 

produced  iinder  our  own  supervision  by  experts  in  the  art  of 
phonograph  construction. 

The  ]\Iandel  phonograph  embodies  everything  that  represents 
real  talking  machine  value — cabinets  of  supreme  elegance, 
motors  of  wonderful  efficiency,  tone  arms  and  reproducers  that 
are  scientifically  correct.  As  manuufacturers  we  guarantee 
every  Mandel  phonograph  to  give,  satisfaction. 

There  is  no  divided  responsibility  in  the  manufacture  of  the 

Mandel  phonograph.    We  make  it — we  guarantee  it. 

Model  No. 

$100 
This  model  stands  49 '4  inches 

high  on  casters,  is  24  inch'"s  deep  and 
23  inches  wide,  finished  in  genuine 
Mahogany  or  genuine  Quarter  Sawed  Oak. 

Read  What  One  Prominent  Dealer  Says : 

We  made  a  thorough  investigation  of  the  various  phonograph  propositions  that  were  sulnnitteil  to  ns 
when  we  decided  to  put  in  a  line,  investigating  a  number  of  samides  that  were  sent  to  us  and  makinu  a  trip 
to  Chicago  seeking  information  on  them. 

We  decided  on  the  Alandel  machine  because  we  believe  it  is  the  best  value  for  the  money  in  the  market. 
We  made  a  thorough  investigation  of  their  plant  and  saw  the  product  being  produced  in  every  detail  and  are 
convinced  that  they  are  putting  the  right  material  into  their  machines  and  that  they  are  built  for  con- 

tinuous service.      Their  cases  are  beautifully  finished  and  very  attractive  in  design. 
Their  motors  are  excellently  constructed  and  we  are  confident  that  they  will  stand  ui>  under  sexerc 

use  and  require  the  least  amount  of  adjustment  and  repairs.  Their  re]. reducer  is  good  and  the  fact  that 
their  machines  ]>lay  any  record  is  a  splendid  selling  point.  ' 

We  have  sold,  a  number  of  machines  since  we  put  the  line  in  and  they  are  all  giving  good  satisfaction 
and  we  are  thoroughly  satisfied  with  our  decision  in  the  matter.    NAME  ON  BEQUEST. 

M/VNDEL  MANUFACTURING  COMPANY 

General  Offices: CHICAGO,  ILLINOIS. 

MANDEL  PHONOGRAPH  COMPANY 

Canadian  Distributors.    OWEN  SOUND,  ONTARIO 
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A    SHADOW  BOX"  DISPLAY 

We  reproduce  here,  from  the  Crrand  Rapids  Furni- 
ture Record,  a  novel  background,  suggestive  of  the 

French  poster  art  so  much  in  vogue.  The  principal 
feature  of  the  display  is  the  shadow  box  placed  in  the 
centre,  through  which  the  gaze  of  the  passerby  is 
focused  on  the  article  it  is  desired  to  exploit.  The 
box  shown  in  the  sketch  was  used  to  display  a  gold- 
plated  machine,  and  proved  unusually  effective. 

The  box.  in  front,  measured  6  feet  by  5  feet  6 
inches  it  Avas  5  feet  in  depth  and  narrowed  to  a  rear 
aperture  of  ri  feet  by  4  feet  6  inches.    Its  frame  was 

Illustration   showing  the  construction  of  shadow  box  window. 

made  of  light  lumber,  covered  with  black  canton  flan- 
nel, tightly  stretched  over  three  sides,  top  and  floor.  On 

the  floor,  the  covering  was  "puffed,"  which  added  to 
the  attractiveness  of  the  display.  A  large  frame, 
placed  before  the  box,  was  painted  white,  with  the 
scroll  or  carvings  in  gold.  The  contrast  against  the 
dead  black  of  the  interior  was  striking.  A  row  of 
electric  lights,  concealed  behind  the  frame,  was  placed 
in  such  a  manner  that  their  illumination  was  directed 

downward  on  the  gold  machine.  Cut-outs  represent- 
ing Madamoiselle  La  -Mode  were  placed  at  either  side 

of  the  box  and  in  front  of  the  frame.  A  black  canton 
flannel  curtain  hung  from  the  ceiling,  dropped  directly 
behind  the  figure.  Before  each  figure  of  Madamoiselle 
a  talking  machine  was  placed. 

Featuring  Hawaiian  Records 

If  you  handle  phonograph  records,  few  displays  are 
of  greater  sales  value  than  that  of  Hawaiian  atmos- 

phere. Paint  a  scenic  beach  background  on  un- 
bleached sheeting  with  dry  water  colors,  for  the  rear 

wall.  Construct  a  typical  hut  of  bamboo  poles  and 
.straw  and  place  ferns  and  palms  to  conceal  the  u})- 
rights.  Seat  wax  figures  in  Hawaiian  costumes,  Avith 
ukeleles.  on  a  rustic  bench  beside  the  door.  Natural 

foliage  may  be  used  with  excellent  results  for  decora- 
tion, if  prociarable  at  this  time  of  year. 

Sprinkle  sand  in  the  foreground,  where  record  hold- 
ers should  be  placed,  displaying  popular  Hawaiian 

records.  Use  one  or  more  display  cards,  calling  atten- 
tion to  new  songs  and  inviting  the  public  to  visit  your 

booths,  where  the  latest  compositions  are  being  played. 
Colored  electrics,  placed  in  your  overhead  reflectors, 
will  afford  an  attractive  moonlight  effect  at  night.  In 
case  you  wish  to  color  your  own  bulbs,  have  them  free 
of  dust  and  grit,  and  immerse  them  in  dye  Avhieh  may 
be  obtained  at  anj^  electric  supply  house.  A  coating 
of  glycerine  will  help  to  keep  the  colors  from  cracking. 

BIG  SUCCESS  OF  HAMILTON  FURNITURE  FIRM 
WITH  TALKING  MACHINES 

The  great  opportunities  for  furniture  dealers  in  the 
sale  of  talking  machines  and  records  is  demonstrated 
by  the  success  of  the  Home  Outfitting  Company,  of 
Hamilton.  They  have  been  featuring  talking  ma- 

chines in  their  store  at  170-178  King  St.  E..  for  over 
a  year,  and  sales  have  been  so  good  that  they  have 
opened  a  br-anch  store  at  77  James  St.  W.,  Hamilton, 
where  Pathe  goods  will  be  sold  exclusively.  They 
have  also  opened  a  branch  in  St.  Catharines.  In  addi- 

tion to  this,  they  have  added  three  more  demonstration 
booths  in  their  main  store,  giving  them  six  rooms  al- 

together. 
The  success  of  this  company  is  due  to  a  large  extent 

that  they  have  put  some  real  efforts  behind  the  line, 
and  made  it  a  prominent  department,  and  not  a  mere 
sideline. 

TALKING  MACHINE  NOTES 

W.  A.  Britton,  Grand  Valley.  Ont.,  has  taken  on  the 
Mandel  i)honograph  line,  and  has  opened  a  phonograph 
room  in  his  furnitiire  store. 

The  Rieardo  Gramophone  Co.  Ltd..  of  Montreal,  has 
been  incorporated  with  a  capital  stock  of  $20,000  to 
manufacture  and  sell  phonographs  and  pianos. 

T.  F.  Harrison  Company,  furniture  dealers  of  Kings- 
ton, Ont.,  report  excellent  returns  from  the  talking 

machine  department  thev  recentlv  installed. 
The  T.  Eaton  Co.  Ltd..  of  Toronto,  have  extended 

their  facilities  for  demonstrating  talking  machines,  and 
now  have  sixteen  sound-proof  rooms. 

Charles  Harris  has  been  appointed  superintendent 
of  the  factory  of  the  Canadian  Symphonola  Co.  Ltd.,  of 
Toronto.  He  was  formerly  with  the  Karn  Piano  & 
Organ  Co.  Ltd.,  of  Woodstock. 

Mr.  P.  K.  Wood,  formerly  with  the  Otto  Heineman 
Company,  of  Elyria,  Ohio,  and  Toronto,  has  severed 
his  connection  with  that  firm  and  taken  a  position  with 
the  Thomas  Mfg.  Co..  of  Dayton,  Ohio. 

Possible  Employer — "H'm!  so  you  want  a  job,  eh? 

Do  you  ever  tell  lies?" 
Applicant — "No,  sir,  but  I  kin  learn." 

"Are  you  unmarried?"  inquired  the  census  man. 
"Oh,  dear,  no,"  said  the  little  lady,  blushing;  "I've 

never  even  been  married." 

Robt.  P.  Harris,  president  of  the  Harris  &  Barry  Ltd., 
furniture  dealers,  of  Ottawa.  Ont..  passed  away  in  late 
November, Brass  bert.'^iuanufactured  by  the  Untari"  Spjiug-  Bed and  Mattress  Co.,  of  London,  Ont. 



Chesterfield,  by  The  Faniuharson-Gifford  ( 'oiiipaii.v,  Limited 
Stratford,  Ontario 
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Undertakers'  Department 
Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  With — News  of  the  profession  throughout  Canada. 

War  Will  Bring  rrogress 
By  Howard  S.  Eckels,  Ph.G. 

Dean  of  Eckels'  College  of  Embalming,  Philadelphia,  Pa. 
(Written for  Canadian  Furniture  Iforld  and The  Undertaker.) 

THE  great  world  war  in  which  Canada  and  the 
United  States  are  now  so  earnestly  enrolled  on 

the  side  of  liberty  and  democracy,  will  presen' 
to  the  undertakers  who  get  to  the  front,  either  thi'ougli 

'the  Graves  Registration  Service  or  through  the  Purple 
Cross,  opportunities  for  advancement  such  as  never 
have  come  to  the  profession  in  the  past.  During  the 
nearly  three  and  one-half  years  in  which  Europe  lias 
been  battling,  the  professions  of  medicine  and  surgery 
have  made  most  notable  strides.  Conditions  have 
been  met  and  conquered  beyond  even  the  dreams  of 
peaceful  days.  It  is  not,  therefore,  too  much  to  ex- 

pect that  he  who  serves  our  heroes  at  the  front  will 
at  the  same  time  be  serving  himself  and  the  profession, 
and  that  the  advances  he  will  make  in  permanent 
preservation,  in  derma-surgery,  and  in  iiltra-embalm- 
ing,  will  be  quite  as  notable  as  those  achieved  by  other 
pi'ofessions. 
A  very  large  proportion  of  the  bodies  to  be  em- 

balmed abroad  doubtless  will  partake  of  many  of  the 
characteristics  of  posted  cases.      Embalming  of  these 

CAN  YOU  AFFORD  TO  DO  WITHOUT  THEM? 

IX  the  last  issue  of  The  Journal  of  Research  in  Em- 
balming and  Allied  Sciences,  Prof.  Dhonau  has  an 

original  article  on  the  "treatment  of  a  case  of 
carcinoma  of  the  face,"  a  ease  which  came  under  his 
personal  supervision  in  the  Cincinnati  Greneral  Hos- 

pital. The  professor  also  has  an  article  entitled,  "Is 
Hardening  a  Sign  of  Preservation?"  Two  shorter 
articles  on  "Closing  the  Mouth,"  contributed  by  pro- 

fessional embalmers  also  have  place  in  this  number. 
The  articles  which  Prof.  Dhonau  writes  are  illustrated 

by  photogravures,  charts  and  diagrams,  making  the 

whole  number  of  "Research  Journal"  alive  with  prac- 
tical stuff  for  the  embalmer. 

Canadian  Furniture  World  and  The  Undertaker  has 
effected  a  clubbing  arrangement  with  The  Journal  of 
Research,  whereby  both  these  papers  will  go  to  any 
undertaker,  embalmer  or  assistant,  in  Canada,  from 
now  until  the  end  of  1918.  for  $1.50.  As  each  of  these 
papers  ordinarily  costs  $1  a  year,  it  will  be  seen  that 
quite  a  saving  is  effected. 

The  World  gives  the  news  of  the  Canadian  funeral 
directing  field;  The  Research  Journal  gives  the  very 
latest  information  on  the  puzzling  problems  which 
meet  the  undertaker  and  embalmer  in  his  every  day 
work.     Can  you  afford  to  be  without  them? 

Address,  on  this  clubbing  proposition,  James 

O'Hagan,  editor  Canadian  F\irniture  World  and  The 
Undertaker,  32  Colborne  St.,  Toronto,  Ont. 

will  be  more  difficult,  therefore,  and  consequently  the 
practise  they  will  give  will  be  doubly  valuabli-. 
Wherever  circulation  has  been  broken  by  ljullet.  shell 
or  shrapnel,  the  affected  arteries  Avill  have  to  be  care- 

fully searched  out  and  injected  beyond  the  point  of 
the  break.  A  second  injection  will  have  to  be  given 
to  many  cases,  but  these  will  be  principally  these  who 
(lie  in  hospitals  and  at  a  time  when  there  will  be  ami)l<' 
leisure  for  extra  careful  work.  In  the  midst  of  .i 

great  general  engagement,  only  the  ino.st  experienced 
and  expert  men  can  be  used;  but  since  it  is  the  [ilaii 
of  the  Purple  Cross,  at  least,  to  have  a  metal  tag  at- 

tached to  each  body,  giving  the  name  and  address  of 
the  man  who  does  the  embalming,  it  is  e(|ually  cer- 

tain that  no  slighting  of  the  work  Avill  be  tolerated. 

When  the  bodies  of  our  soldier  dead  eventually' an- 
returned  to  this  country  it  will  thus  be  possible  for  the 
receiving  undertaker  to  know  exactly  what  embalmer 
did  the  work,  and  so  be  able  to  communicate  with  him 

regarding  results.  This  personal  responsibility  will 
do  much  to  insure  care;  while  the  fact  that  he  is  likely 
to  hear  of  the  results  attained  on  practically  every 

body  he  handles  will  make  it  highly  desirable  for  th.' 
embajiners  who  work  with  the  Purple  Cross  to  kepp 
elaborate  notes  on  each  ease  so  that  the  methods  use  l 
and  the  results  obtained  may  be  carefully  cheeked  up 
after  the  war.  This  will  furnish  a  renewed  inspira- 

tion towards  care  and  perfection,  and  will  be  invalu- 
able in  that  the  notes  and  results  ultimately  may  be 

published  in  the  trade  magazines,  as  a  guide  to  the 
profession  at  large. 

In  any  event,  it  is  certain  that  the  band  of  embalm- 
ers who  serve  throughout  this  war  will  at  its  conclu- 

sion be  the  most  expert  and  experienced  body  of  em- 
balmers on  earth.  The  new  arts  of  ultra-embalming 

and  derma-surgery  also  will  be  put  to  their  first  test  on 
a  large  scale,  when  the  Purple  Cross  swings  into  actio:i 
and  a  study  of  these  vital  subjects  will  be  well  worth 
the  embalmer 's  attention  at  this  time. 

It  might  be  pointed  out  that  practically  every  condi- 
tion that  will  be  met  with  on  the  European  battlefields 

is  duplicated  to  a  greater  or  lesser  degree  here  at  lioiiie 
in  industrial,  railroad  and  automobile  accidents,  a.-! 
well  as  in  hunting  casualties,  and  that,  therefore,  lie 
Avho  studies  them  even  though  he  does  not  expect  to  go 
abroad  and  who  equips  himself  for  their  practice  i> 
but  fitting  himself  the  better  for  the  work  of  his  pro- 

fession at  home. 

I  have  prepared  two  booklets,  one  on  permanent 
preservation,  the  other  on  derma-surgery  and  nltra- 
einbalraing,  and  I  shall  be  very  glad  indeed  to  have 
anv  undertaker  who  is  interested  in  the  subjects,  write 

to 'me  at  1922  Arch  St.,  Philadelphia,  Pa.,  in  order  that T  may  send  him  without  charge,  copies  of  these  Two 
woi'ks.  In  the  booklet  on  permanent  preservation.  T 
have  dwelt  largely  upon  the  double  injection  method 
and  the  axillary  system  because  I  believe  that  these 
two  best  suit  the  great  majority  of  cases.     The  under- 
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taker  who  is  in  tJie  habit  of  usiug  some  other  artei-v however,  can  still  attain  practical!,  every  .o^d  -  uU 

i/he^Tifl  ̂ ■''T'  -^^'J^^^  .nost'aCst^rd he  sec,   i,  '^"'^       ̂ '""''^^  principles,  behind the  secunng  of  permanent  and  perfect  preservation. Ihe  first  vital  principle  to  l,e  borne  in  mind  is  that 
to  be  permanent  y  preserved,  a  body  must  be  cou.p  e-" ly  saturated  with  a  good  disinfecting  embalmin/fluid 
Any  of  the  standard  fluids  will  do  this  work  if  proper 

base,  such  as  peroxide  and  formaldehyde  is  the  best just  as  believe  that  through  the  axillary  a rterv  w e can  reach  he  centre  of  cireulatici  more  speedi  v  in  a more  cleanly  manner,  and  with  more  certaintv  than  by tlie  use  of  any  other  artery.  "  ^ 
It  always  should  be  borm>  in  mind,  however  that  if 

<-omplete  saturation  is  to  be  secured,  that  the  fir     i  , 
injection  IS  to  be  used    must  be  of  a  mild  bland 'flnirl 

.?f,i        1  "P'  «s  a  stronger  and  more 
as   i  igent  raw  formaldehyde  fluid  will  do      f^c  t^e n  nlation  IS  obtained  and  the  arteries  and  capillarie liold  open  by  injection  of  this  mild,  bland  fluid  the 

f:i^'Z:l^''-'7        .-eatly  ■  reduced  aiKl  li 
MiTei  pait  of  the  injection,  or  the  second  inieetion 
the  case  may  be,  made  of  very  much  s'rongeffluid In  my  booklet  on  permanent  preservation.  I  have 
well  I*''''  V'  ^^^^^  avoidincll  o 

battlefields,  these  are  two  points  which  are  not  (fuite 
hoine'"  ''"^  clomestfc  praetic  a 

ttofal^-i^e-^.:-  - 

burilg^ounds    "'-^^  ''^^"'""^^^    to  it/home 
Tn  taking  up  the  thread  of  our  argument  1  know  nf 

flmds  fol  ow  the  line  of  least  resistance  is  a nnivdsal  U^^ .      hut  go  even  a  little  further.  When 
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the  blood  ceases  to  flow  M-hen  the  body  is  level  elevate 

Remember,  each  of  these  little  point.,  is  i-sse^tial  it 

rm:.,reS,^t,,s^:^i7;i™   When  the  tubes  are  inserted  thev  reach  either  the 

~  L^:z^^  "^•^"■^'^    aorL  isrsS^ 

ti  rnreslim  ,  ,  i  "l'i">«im'te  vein,  thereby  relieving t  .  ).      I  flnuning  of  the  blood.     With  these 

1  th  t'  ln^";;  :  ''''''        ̂ e  dimcult  to  emp" H?ve  i-h  ̂̂ "^^^'^yj^^l  be  m  proper  condition  to  re- 

Ei:;^a^^;hf'i:;^sh!^;ddc^^^^  ̂ l-sible  reslst^f 

your  boa  d  wi  1  p    m     '  "       vA'^^'         '-'^  '"^^^ 

po.t-n.ortem  tail^         yea  s  ̂  been  ,nanu1J,cturing 
-.soHiattheund.^ 

th^'thei;  "^if,!!::  T'T'  T-^-^^^--  R--mber 

^Stti:?fS'r:rSHZS 'nnst  be  obvious,  therefore,  that  in  d'eath  if  th    K  I 
were  laid  perfectly  level  that  the  Ln.l        i     '  ̂""-^^ four  times  as  much  fluid  as  ei^^er  fi  b'oi 
words,  sixteen  timpc  ..c        i  u  ̂   other 
weighi.  ^^^^"^^  ̂ "^^        ounce  of  body f  To  be  continued. ) 

PROFESSIONAL  NOTES 

Tho     Vei  cl,   f  •  from  business. 

Prizell  ^'^        ''"sineiss  to  Sutton 

«f f!.t^'af.^r,Lt.sf;r^:;j-r;'"-  ̂ - 

Hie  U.  S.  coni'.ngen,  *"  ̂""'"^  "i'h 

dinSh?J"iL,':,V;',I''"'!  "  to  their  f„„er„l 
'I'Hctiiig  ,,„1  „t  tliejr  ljusiness  at  Kitchener,  Out 

fl^^te  in  Algonui  West.  <^oxer„ment  candi- 

''"4         !'"■    la'<-st    innovations  in asl,.|s    IS    tins    put    out    bv  Tho 
,»it.  It  ,s  ,„,,(le  of  cvpi-Pss  wood '"'■«l><.d    >n    old    silv,.,-    dull     w  h 
;;r"x;';:''  .haded  dark;  and  ̂i.;,, in     dark  antitiuo     bronze  Tlw '■N-  I'Msion  h,,„dlps    ar,.    in  .silver "1(1   .silxer  or  Venetian   bronze  to 
Z  •'fket.     Cypres.^  ;:„od 
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Maxwell  Sanitary  Steel  Vaults 

Our  Customers  are  Assured  of  Superlative  Quality  and  Prompt  Delivery. 
Maxwell  Vaults  are  Abundantly  Strong  for  All  Burial  Purposes,  Yet Light  and  Easy  to  Handle. 

Superiority  Unquestioned  Design  and  Construction  Unequaled 
Carried  in  Stock  by  All  Leading  Jobbers 

Ask  for  Revised  Price  List 

Maxwell  Ambulance  Transfer  C 
ase 

For  the  Handling,  Removal  and  Transportation  of  Bodies.    An  Indispensable 
Adjunct  to  the  Modern  and  Progressive  Undertaker. 

Recent  Changes  in  Design  and  Construction  have  Greatly  Improved  the  Appearance  and  Practical 
Utility  of  this  Case,  and  Reduced  its  Weight,  Making  it  much  more  Convenient  to  Handle. 

f^emovable  Interior  Tray  Retains  AU  Leakage  and  Discharge,  and  Greatly  Facilitates  the  Handling of  Bodies.     Handles  conveniently  placed  to  enable  two  persons  to  remove  without  difficulty. Inside  Dimensions:  75  in.  long,  20  in.  wide,  15  in.  deep. 
Prices:  With  Tray  $30.00;  Without  Tray  $28.00;  Tray  Alone  $5.00 

Sold  by  the  Leading  Canadian  Jobbers. 

Manufactured  by 

MAXWELL  STEEL  VAULT  COMPANY,  ONEIDA,  N.  Y. 
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International  Brotherhood 

Address  gioen  at  the  annual  meeting  of  the  National  Funeral 
Directors  of  the  United  States  at  Jacksonville, 

Florida,  November  15,  1917. 

By  J.  B.  McIntvue,  ^t.  Cat'naiiiios,  Out. 
Special  correipondence  of  Canadian  Furniture  World  and  The  Undertaker. 

I CONSIDERED  it  ray  duty  to  come  here  to  show  my 
regard  for  my  brother  funeral  directors,  and  to 
meet  those  to  whom  I  have  become  so  warmly  at- 

tached. T  am  not  unmindful  of  the  special  honor  be- 
stowed, by  placing  my  name  on  your  honorary  list,  and 

I  trust  the  pleasant  remembi-ances  and  friendships 
formed  shall  not  be  broken,  but  continue  to  grow 
stronger  so  long  as  our  lives  shall  be  spared.  I  look 

through  this  assemblage  at  the  present  session,  and — 
how  few  there  are  Avho  were  at  the  organization  of  this 

National  Funeral  Directors'  Association  in  the  month 
of  June,  1882?  It  seems  not  Icng  ago,  but  it  is  35 
years  and  more  since  it  was  my  privilege  and  pleasure 
to  be  present  at  the  inaugural  meeting.  Much  has 
happened  in  the  intervening  years.  You  have  made 
progress.  You  have  not  only  been  successful  in  some 
things,  but  are  doing  splendid  work  along  educational 
lines.  By  frequently  meeting  together  in  friendly 
association  you  become  mutually  interested  in  the  wel- 

fare of  each  other;  a  kindly,  brotherly  sentiment  is 
kindled  in  the  work  in  which  you  are  all  co-workers, 
propelled  by  the  genius  and  energy  of  the  American 
funeral  director. 

You  assemble  here  in  the  highest  and  best  motives  of 
humanity  to  do  what  you  may  to  elevate  the  dignity  of 
your  calling.  T  congratulate  you,  Mr.  President,  upon 
the  auspicious  character  of  this  organization  which 
has  arisen  to  prominence.  I  see  here  men  of  high 
character  and  ability,  representatives  of  nearly  every 
state,  meeting  to  discuss  fiuestions  relating  to  your  spe- 

cial line,  to  promote  education,  who  worthily  reflect  by 
their  leaniing.  their  achievements  and  accomplish- 

ments, some  of  the  best  intellects  of  the  vast  and  noble 
country  of  mighty  interests,  those  engaged  in  funeral 
management,  who  by  their  own  experiments  and 
tender  solicitude  have  done  so  much  to  open  the  eyes 
of  the  people  to  the  methods  by  which  you  lead  the 
way.  Having  an  intelligent  appreciation  of  the  sacred- 
ness  of  your  calling,  the  genius  of  the  modern  funeral 
director  has  brought  to  bear  the  fruits  of  education 
and  many  years  of  active  experience,  with  the  aid  of 
science  in  the  art  of  embalming. 

Acting  on  the  pi'ineiple  "that  knowledge  is  power," 
schools  and  colleges  haA'e  now  become  part  of  your 
education,  and  progress  has  ever  been  your  watch- 

word. F  see  no  )'eason  why  this  session  should  not 
be  the  most  interesting  and  helpful  of  any  that  has 
ever  been  held,  based  upon  fratei'^al  and  educational 
re\'itions  that  should  exist  between  man  and  man  as  it 
advances  in  its  mission.  The  union  among  men  is 
)U)w  regarded  as  one  of  the  conditions  of  life,  tliereforc 

it  is  a  good  thing  to  call  the  funei'al  directors  of  the 
different  states  to  meet  one  another  in  annual  session. 

In  every  country  where  liberty  is  |)rized,  and  eitizen- 
siiip  is  appreciated,  men  assemble  and  counsel  to- 

gether, to  cultivate  a  broader  fraternal  spii-it  between 
those  engaged  in  the  same  calling.  I  rejoice  that  1  am 
here  to-day  to  take  pait  in  your  proceedings.  We 
Canadians  take  sjjecial  pleasure  in  joining  hands  with 

our  big  neighbors  in  their  educational  work.  As  a 
Canadian,  it  is  always  a  pleasure  for  me  to  speak  of 
my  native  country.  We  are  an  international  brother- 

hood on  this  continent.  I  extend  to  you  the  fraternal 
greetings  and  best  wishes  of  the  Canadian  people.  We 
I'pjoice  Math  the  United  States  in  all  their  successes, 
all  their  prosperity,  all  their  happiness,  and  we  pro- 

foundly and  earnestly  sympathize  with  you  when  mis- 
fortune overtakes  you.  In  presenting  the  greetings 

of  the  Canadians,  it  may  surprise  you  to  know  that  in 
the  last  half  of  the  past  century  Canada  sired  and 
trained  3,250,000  Canadians  and  gave  them  to  the 
United  States  as  citizens,  nationally  the  greatest 
gift  one  nation  can  give  to  another;  in  the  last  census 
of  the  United  States  there  were  2,600,000  Canadians 
and  children  with  at  least  one  Canadian  parent  in  the 
United  States,  and  you  have  no  finer  type  of  citizen  in 

youi-  great  Republic. 
On  the  other  hand  Canada  received  from  the  United 

'^4ates  in  the  five  years  ending  1914,  350,000  American 
settlers  in  our  north  west,  who  brought  with  them 
$135,000,000  in  value  as  per  return  made  by  them  to 
the  Canadian  Government,  thus  showing  a  strong  in- 

ternational brotherhood  is  being  developed.  And  there 
is  another  bond  of  union  beyond  the  natural  one  to 
which  I  have  alluded,  and  that  is  the  commercial  in- 

terests of  these  two  countries.  Those  who  are  in- 
terested cannot  but  be  gratified  to  observe  that  in  the 

'luestion  of  relationship  between  the  American  and 
Canadian  people  there  is  a  growing  desire  for  a  closer 
partnership,  and  we  can  look  forward  to  a  future  tie 
more  influeneial,  more  prosperous,  more  brilliant  than 

even  the  past  has  been.  Canada's  national  standing 
on  this  continent  binds  the  British  Empire  and  the 

American  Republic  in  one  world-spanning,  English- 
speaking  fraternity. 

Let  us  ever  bear  in  mind  that  we  are  only  part  of 
one  grand  brotherhood,  and  that  we  have  a  duty  to 

perform  to  others  as  well  as  ourselves.  We  are  per- 
petuating that  freedom  of  thought,  that  civil  liberty 

and  religious  independence  which  have  been  be- 
(|ueathed  to  us  by  our  forefathers,  but  a  greater  value, 
an  infinite  worth,  belongs  to  the  friendly  relation  be- 

tween man  and  man,  between  state  and  state,  which 
shall  grow  up  in  the  intimacies,  the  confidences,  in 
what  we  learn  and  what  we  teach  as  Ave  come  to- 

gether, in  the  blending  and  intercommunication  of  the 
moral  resources  of  both  nations  that  shall  make  i;s 

more  and  more  one  people  in  laws,  liberties  and  na- 
tional glory.  The  world  would  be  indeed  uninviting 

if  affectionate  and  brotherly  regard  existed  only  in 
imagination.  It  is  by  means  of  such  contact  as  your 

presence  here  to-day  produces,  that  fraternity  and  in- 
ternational brotherhood  is  extended,  and  that  we 

leai'n  to  understainl  each  other.  This  interchange  of 
thoughts  and  ex|)ei'iences  by  [)ei'sons  living  in  differ- 

ent countries,  must  lead  to  the  advancement  of  both. 
T  have  been  ianpressed  during  my  frequent  visits  to 
the  United  States  with  the  large-heartedness  of  the 
people,  and  I  see  no  reason  why  .vou  should  not  be 
large-hearted,  for  you  are  composed  of  the  best  and 
most  energetic  classes  of  the  civilized  nations  of  the 
vvoi-ld  ;  nowhere  is  freedom  more  bi'avely  maintained; 
An  imaginary  line  divides  the  United  States  from  the 
Dominion  of  Canada;  we  have  lived  side  by  side 
as  neighbors  and  frends,  almost  as  fellow  citizens,  for 
more  than  a  century,  and  the  barriers  between  trade 
and  commei'ce  have  been  gi'eatly  lessened.  May  we 
look  foi'ward  to  the  time  when  the  only  barriers  be- 

tween these  two  counti'ies  will  be  the  barriers  which 
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nature  has  created,  and  that  so  far  as  we  can,  we  will 
endeavor  in  the  future  as  1  believe  we  have  done  in  the 
past,  to  promote  those  feelings  of  peace  and  amity 
between  these  two  nations,  the  maintenance  of 
which  is  one  of  the  objects  to  be  more  desired  in  the 
interests  of  the  world  at  large.  As  the  heart  of  these 
two  countries  beat  in  unison,  and  having  a  common  in- 

terest, we  are  one  in  blood,  one  in  language,  in  hatred 
of  ojjpressiou.  and  love  of  liberty :  our  interests  are 
more  intensely  international  to-day  than  ever  before. 
A  fellowship  of  service  and  sacrifice  has  sprung  up 
that  will  add  a  new  element  to  our  international  bond. 
We  are  not  only  neighbors,  but  comrades  joined  in  a 
common  effort  to  achieve  a  common  goal.  May  we 

hope  that  in  the  end  we  shall  find  ourselves  still  bet- 
ter neighbors  and  still  more  understanding  friends 

than  before.  We  have  no  longer  to  prove  to  each 
other  or  to  the  world  that  Americans  and  Canadians 

are  high-spirited  and  fearless,  and  will  have  justice, 
and  will  put  up  with  nothing  else  from  each  other,  and 
from  nations  at  large.  It  will  not  be  disputed  that 
we  are  approaching  a  critical  stage  in  the  history  of 
self-governing  countries,  these  great  nations,  which 
have  within  them  every  element  of  national  life,  have 
taken  their  rank  amongst  the  nations  of  the  world. 
It  is  impossible  not  to  feel  that  this  year  niark.>  an 
opoch  in  the  history  of  the  United  States,  and  the  re- 

lations which  the  United  States  is  to  bear  to  Great 
Britain,  and  the  I'elation  wfiich  Great  Britain  has  to 
bear  to  the  United  States,  and  the  union  which  ani- 

mates these  two  nations  becomes  of  more  importance 
thaji  ever  before.  I  see  in  that  union  a  real  safeguard 

for  the  maintenance  of  the  peace  of  the  wovld.  To- 
day we  salute  our  comrades  across  the  seas,  our  Hag 

is  uplifted  to  welcome  the  gallant  men  who  have 
overleaped  the  barriers  of  the  United  States  and  have 

shared  in  our  countrj-'s  struggles  and  its  honors,  as 
comi'afk>s.  brothers  and  friends,  Avith  whose  sons  we 

claim  kinship;  whose  national  hymn  is  set  to  the  saiiu- 
air  as  our  own.  A  new  chapter  in  the  science  of  life 
has  begun.  Governments  are  instituted  to  secure  the 
inalienable  rights  of  the  people,  among  which  are  life, 
liberty,  and  the  pursuit  of  happiness.  Tliis  great 
nation  has  at  its  head  an  elected  President,  a  man 

more  powerful  than  the  most  despotic  motuuch,  b<»- 
.•aiise  he  represents  the  will  of  the  great  nation,  whicli 
elected  him — tlie  chief  for  the  time  of  a  vast  English- 
speaking  people.  Your  President  has  shown  himself 

worthy  of  the  nation's  trust  in  its  days  of  trial.  Let me  think  that  the  United  States  and  Great  Britain, 

and  may  T  add.  the  Dominion  of  Canada,  have  come  to- 
gether, and  may  they  ever  stay  together.  1  desire 

personally  to  express  my  admiration  for  your  honored 

Mr.  Robt.  U.  Stone,  525  Sher- 
bourne  Street,  Toronto,  is  in  need 

of  a  high-class  man  for  a  first- 
class  place. 

President.  Woodrow  Wilson,  whose  diplomacy  ha-s 
shed  so  much  lustre  and  glory  on  the  United  States 
during  all  the  trying  months.  Patience,  tact,  wisdom, 
statesmanship,  in  h  high  degree;  his  dignity  to 
govern,  his  self-possession,  his  every  act  inspired  the 
l)eop]e  to  highei-  thought  and  noblei'  ideas.  Guided 
as  he  was  by  an  abiding  sense  of  duty,  his  fidelity 
to  his  high  responsibilities  has  impressed  every  nation 
of  the  civilized  world.  The  most  enduring  laurels 
any  man  can  wear  is  the  love  and  regard  of  his  fellow- 

man.  Among  life's  throng  of  impi-essions  there  are  a 
few  men  that  stand  out  cleai-Iy.  At  this  time  the 
world  has  to  depend  largely  on  the  devotion  of  the 
brave  men  who  are  giving  their  lives  for  the  ideals 
which  we  hold  dearer  than  life — liberty.  The  world 
is  learning  as  it  never  has  before,  the  importance  of 
our  liberty  and  our  homes.  We  have  a  connnou 
origin,  a  common  history,  a  common  language,  a  com- 

mon love  of  liberty  and  law.  We  liave  common  prin- 
ciples to  assert.  We  have  commo;i  intei-ests  to  main- 

tain, that  appeal  to  the  higher  sentiments  of  patriot- 
ism, as  well  as  our  material  interests  which  are  calcu- 

lated to  stimulate  and  inspire  every  one  who  cares  for 
the  future  of  the  Anglo-Saxon  people.  Let  our  voices 
always  be  lifted  togethei'  for  the  cau.>-e  of  human  pro- 

gress and  the  advance  of  civilization.  ^May  that  flag 

of  yours,  and  that  flag  of  mine,  continue  to  eni-ich  the 
skies  and  wave  over  a  great  free  people.  T  nsk  you  to 
accept  in  frankness  and  sincerity  this  message  of 

goodwill  and  friendship  to  my  brothei-  finieral  direct- 
ors. I  assure  you  T  am  deeply  sensible  of  the  warm 

welcome  that  you  have  extended  to  me;  not  merely  as 
a  compliment  to  myself,  but  because  you  were  regard- 

ing me  rather  in  the  character  of  a  representative  of 
my  country.  Your  welcome  indicated  to  me  a  con- 

viction that  in  the  continuance  of  friendlj-  relations  be- 
tween the  United  States  and  the  Dominion  of  Canada 

there  were  involved  blessings  to  those  countries  we 

love  so  well.  And  I  look  forward  and  see  the  L'nited 
States  and  Great  Britain  standing  shoulder  to  shoulder 
with  trancpiil  and  excellent  spirit.  The  victory  yet  to 
come,  the  outcome  of  which  shall  be  liberty  to  all 
peoples  of  the  world,  and  that  benign  and  Divine 
peace,  which  is  the  sure  and  sovereign  fruit  of  such 
liberty  Avhich  shall  bind  us  together  in  a  bond  of  in- 

ternational brotherhood. 

"We  speak  the  same  dear  niotlier  tongue 
Our  blood  is  your  blood,  too : 

The  colors_^of  our  countries'  flags, The  same  Red.  White  and  Blue. 

Two  flags,  one  land,  one  people — 
Two  nations,  yet  the  same; 
One  thought,  one  hope,  one  purpose. 

One  object:  win  the  game." 

W.  n.  Tuck,  the  well-known  emhalmer.  of  Oakville. 

Ont..  is  purchasing  a  motor  hearse.  The  "Old  ]Mill 
Parson,"  is  always  up-to-date. 

David  P.  Fry.  of  Dunnville,  Ont..  is  installing  a  new 
motoi-  hearse.  It  is  being  made  by  Greer  &  Son.  Lon- 

don, an  Overland  chassis  being  used. 

G.  A.  Roy.  of  G.  A.  Roy.  Limited.  Bagot.  P.Q..  has 
been  granted  a  +85,000  bonus  by  St.  Ilyacinthe.  Que., 

the  agi-eement  becoming  operative  without  the  neces- 
sity of  a  poll.  It  is  undei'stood  that  a  new  company 

will  erect  a  large  plant  for  manufacturing  caskets  and 
casket  hardware.  The  new  concern  will  buy  out  G. 

A.  Roy.  fjimited,  and  the  Godue  Casket  Mfg.  Co. 
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A  VISIT  TO  FLANDERS 

Second  of  the  series  of  poems  on  current  topics  written  for 
Canadian  Furniture  World  and  The  Undertake'. 

Dedicated  to  Sir  Robert  Borden  by  kind  permission 
following  the  return  of  the  Premier  from  his  first  visit 
to  the  field  of  battle.  The  following  poem  which  was 
extensively  copied  in  CJanada,  was  also  published  in 
England,  I^elginm,  France,  and  the  United  States,  re- 

ceived the  I'ecognition  of  Sir  Robert,  who  favored  the 
author  with  his  autographic  portrait: 

r  saw  the  flash  of  thundering  war; 

The  flames  of  Moloch  thi'eatening  far — 
And  scores  of  glorious  cities  doomed, 
Wheri-  Art  and  Beauty  lay  entombed. 
1  seemed  to  hear  the  helpless  cry 
While  Prussia  laughed  to  see  them  die. 
A  million  spiteful  tongues  of  light 

Leai)ed  out  fi'oni  hamlet,  field  and  height; 
A  star-shell  to  the  heavens  flung 
Revealed  a  sentry  as  it  hxing; 
Canadian  born  and  strange  to  fear, 

lie  faithful  hurled  his  answer.  "Here."' 
From  rapid  firei'S  lightning  jets. 
Leaped  from  the  British  parapets, 
Directing  death  with  steady  gaze 
The  gunners  aimed  a  thousand  ways 
Hurling  the  deadly,  leaden  stream 
Responsive  to  the  Prussian  scream. 
A  distant  boom  across  the  plain 
Re-echoed  from  the  siege-gun  train. 
I  saw  the  long  white  fingers  work. 
Across  the  zone  and  sj)lit  the  murk; 
A  buist  of  flame,  a  savage  bark. 
Then  detonation  at  the  mark. 

Oil  high  the  pilots  of  the  .sky, 
ill  s[)eedy  flight,  Avith  eagle  eye. 
Looked  down,  unloosed  the  deadly  bomb 
To  kill  and  delve  a  ready  tomb — 
Then  dipped  the  banking  aileron 
For  home  their  ghastly  duty  done. 
I  saw  the  path  where  duty  lead 
Aerofs  the  banks  of  heroes  dead. 
And  cursed  in  my  imagining 
At  one  whose  madness  schemed  to  bring 
A  world  of  slaves  beneath  his  feet. 
And  prayed  devout  for  his  retreat. 
Speed  on  the  day  when  peaceful  (|uest 
Shall  .shackle  Mars  and  lull  to  rest 
Ambition,  drunk  with  vain  desire 
To  rule,  or  drench  the  earth  with  fire. 

The  like  of  Mons,  the  Manic,  the  Aisn'e. 
Of  Laiigemarck,  Ypres,  Rheiins.  fjonvain. 
Ye  heroes,  stout  as  classic  gods. 
Arise!      Put  down  the  ruthless  Prussian  odds. 
And  flash  new  light  across  the  world. 
And  keep  the  triple-cross  unfurled 
As  signal  to  humanity — 
'I'lie  beacon  light  of  Liberty. 

'l'r(>moiit  i>ark,  —ANGUS. 
CanaiKxiue,  Out. 

TORONTO  EMBALMER  WOUNDED 

II.  W.  lirowii.  until  enlisting,  an  embaliiiers"  assist- 
ant, in  Torontd.  was  wfuinded  in  the  head,  arm  and  leg 

in  a  recent  battle  in  France.  lie  is  26  years  of  age. 
His  mother,  w  ho  resides  at  W-)  llarconrt  Ave..  Toronto, 

has  given  three  sons  to  the  Empire,  Herbej't  Walter 
being  the  third.      One  of  the  boys  was  killed  in  action 

two  years  ago.  Mr.  Brown  left  Toronto  as  a  sergeant, 
but  reverted  to  the  ranks  in  England,  in  order  to  get 
to  the  fighting  in  France. 

FUNERAL  DIRECTOR'S  SON  KILLED 
Lieut.  Arlington  IJeckett,  son  of  H.  B.  Beckett, 

funeral  director.  Brantford,  Out.,  was  killed  in  the 
battle  of  Lens,  on  August  15,  last.  He  was  but  20 

years  of  age.  He  enlisted  in  the  21.'5th  Brant  Co. Baft.,  and  while  in  training  at  Niagara  camp  answered 

THK    h.ATE   LTF;UT.   A.  BECKETT, 
killed  ill   nction   .it  the  front. 

the  call  for  volunteers  to  go  immediately  to  England, 
finishing  his  training  there. 

Lieut.  Beckett  had  been  only  three  months  in  France 
when  he  was  killed.  His  father  received  a  long  let- 

ter from  Lt.-'Col.  H.  ̂ ^  Rorke,  of  the  20th  Canadians, 
his  superior  officer,  telling  in  detail,  how  well  the  boy 
had  behaved  in  leading  his  men  into  action. 

NEWS  FROM  THE  FRONT 

J.  L.  Jones,  who  was  for  some  time  IMoiitreal  repre- 
sentative of  the  Kindel  Bed  (Jo.,  and  who  enlisted  in 

Toronto  with  the  208th  Irish  (Janadians.  is  now  in  Eng- 
land, and  has  risen  to  the  rank  of  corporal.  lie  is 

(jualifying  at  pi-esent  for  sergeant's  stripes. 
In  a  very  interesting  letter  to  a  fellow  traveller. 

Jack  McLaughlin,  of  the  Central  (basket  Co.,  Corp. 
Jones  tells  his  impressions.  He  was  sorry  to  miss  this 

year's  Ex.,  also  the  ball  games  in  which  Toi'onto  won 
the  pennant.  He  likes  England  for  her  scenery  and 
some  other  things,  but  would  not  give  a  S(|uare  mile  of 
Canada  for  the  whole  island.  Visiting  Ireland,  he 
had  a  kind  word  for  the  hospitality  of  her  people. 

"it  is  a  good  idea,"  continues  I\Ir.  Jones,  "of  the 
U.  S.  to  make  arrangements  for  the  return  of  the 
bodies  of  theii-  dead  soldiers, and  lie  has  a  good  word 
for  the  Purple  Cross  movement.  He  has  another 
furniture  man  in  his  battalion,  Arthur  Lowery.  of  the 
(iold  Medal  Knrniture  Co.,  and  they  are  anxious  to  get 
to  the  front.  He  thinks  that  when  properly  going, 

with  the  help  of  Uncle  Sam,  they  will  make  short  woi-k 
of  the  (Jerman  sausages.  As  to  souvenirs,  Corp.  Jones 

intends  to  bring  to  his  fi'iends  a  number  of  things, 
running  from  German  battleships  to  frauleins. 
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MORE  SCIENCE 

Third  address  delivered  by  Prof.  Chas.  O.  Dhonau  before  recent 
Canadian  Embalmers'  Association  Convention  at  Toronto. 

From  official  records  for  Canadian  Furniture  World 
and  The  Undertalfer. 

SECRETARY  MATTHEWS  has  just  finished  telling 
us  about  the  science  of  business  in  connection 
with  the  business  side  of  our  work.  He  has  made 

calculations  from  his  own  experience  and  from  the  ex- 
perience of  others,  which  go  to  prove  certain  things  or 

conclusions.  His  advice  along  lines  of  overhead  ex- 
pense is  extremely  valuable,  not  because  he  is  advis- 

ing you  how  to  calculate  costs,  selling  prices,  etc.,  but 
because  the  advice  he  gave  to  you  was  based  on  busi- 

ness reason  and  experimentation,  experience,  theory 
and  practice ;  and,  being  based  on  all  of  those  things 
the  advice  is  sound.  Most  anyone  could  take  a  few 
minutes  to  tell  you  how  to  run  your  business,  but  you 
would  not  ktiow  whether  it  would  be  good  policy  to 
shape  your  affairs  according  to  advice  unless  you  knew 
that  the  advice  was  sound.  When  you  hear  advice, 
such  as  was  told  this  morning,  you  know  it  is  sound 
because  it  is  based  on  the  five  things  mentioned  above 
and  is  therefore  scientific ;  which,  in  a  certain  sense, 
makes  the  term  scientifie  synonymous  with  the  term 
sound.  When  anything  is  truly  scientific  it  is  sound. 
Science  therefore  is  only  organized  i^nowledge — that 
knowledge  which  comes  of  a  listing  of  facts  and  from 
interpretations  based  on  actual  occurrences. 

Science,  like  the  information  given  by  Mr.  Matthews, 
is  an  accei)ted  trutli  ui)on  which  we  can  safely  build 
our  work.  It  is  a  foundation,  and  all  foundations 
must  be  without  flaws  or  it  would  not  be  safe  to  build 
on  them.  Embalming  is  still  more  of  an  art  than  it  is 
a  science.  We  feel  tlie  necessity  for  a  better  and  more 
.seientiflc  fomidation  for  embalming,  but  cannot  report 
at  this  moment  more  than  a  partial  STiceess  along  this 
line.  A  practical  study  of  what  has  been  accomplished 
in  the  art  of  embalming  will  show  hoAV  far  we  have 
advanced  toward  that  ideal  which  we  see  before  us — 
embalming  reduced  to  a  science. 

It  seems  to  us  that  there  are  four  principles  on 
which  a  proposed  science  of  embalming  could  be  built. 
These  are  as  follows:  The  embalming  fluid  or  sohition 
must  be  right ;  the  proper  amount  should  be  used ;  the 
proper  distribution  must  be  obtained;  and.  the  proper 
pressure  of  fluid  in  the  blood  vessels  must  be  main- 

tained during  the  process. 
An  embalming  fluid  to  be  elassed  as  a  standard  em- 

balming fluid  should  be  one  which  has:  (a)  the  proper 
germicidal  effect;  (b)  the  proper  cosmetic  properties; 
(c)  the  proper  composition  to  enable  it  to  be  diffused 
from  the  vessels  in  which  it  is  brought  to  the  tissues ; 

(d)  a,  low  viscosity  degree — the  property  which  en- 
ables it  to  pass  into  the  smallest  of  the  vessels  of  the 

body;  and,  such  evidence  that  the  fluid  has  such  prop- 
erties from  the  history  of  the  fliiid  while  it  is  on  the 

market  and  in  use  generally  by  embalmers.  An  em- 
balming fluid  which  has  been  giving  satisfaction  for  at 

least  two  years  under  all  kinds  of  conditions,  including 
various  degrees  of  use  and  misuse  that  it  would  have 
to  undergo  for  that  length  of  time  should  be  a  fairly 
good  embalming  fluid  to  say  the  least. 

Now,  to  show  some  of  our  limitations,  we  will  dis- 
cuss a  case  of  paralysis,  the  underlying  cause  of  which 

is  arteriosclerosis.    Persons  lose  control  of  their  mus- 

cles in  paralysis  because  the  sclerotic,  hardened,  closed 
condition  of  the  arteries,  prevents  the  blood  from 
reaching  the  tissues  in  sufficient  cpiantity  to  keep  the 
tissues  healthy.  If,  then,  the  smaller  arteries  do  not 
allow  of  the  passage  of  sufficient  blood  to  keep  the  tis- 

sues in  a  healthy  condition,  we  cannot  hope  to  achieve 
a  better  result  with  the  embalming  fluid  which  will  be 
similarly  handicapped.  Therefore,  given  a  good  fluid 
and  good  intentions  behind  it,  we  are  then  handicapped 
l)y  circulation  defects  in  cases  of  this  kind.  Science, 
therefore,  tells  us  not  only  why  we  can  do  certain 
things,  but  why  we  cannot  do  other  things,  and 
when  1  said  that  we  had  not  achieved  a  full 

measure  of  success  in  conquering  the  science  of  em- 
balming, it  was  because  we  have  not  been  able  as  yet 

to  work  out  all  of  the  reasons  pro  and  con  for  all  the 
happenings.  Until  we  have  been  enabled  to  do  this 
we  cannot  claim  to  have  made  the  work  truly  scientific. 

In  dropsical  cases,  cases  that  are  saturated  in  life, 
the  tissues  surrounding  the  blood  capillaries  are  (|uite 
full  of  moisture.  This  being  the  case  it  is  (|uite  diffi- 

cult to  make  them  absorb  as  much  fluid  per  pound  of 
body  weight  as  in  thin,  comparatively  dry.  eases,  in 
which  the  tissues  are  dry  and  ready  to  absorb  the 
moisture  of  the  embalming  fluid.  In  dropsical  eases, 
which  are  in  most  cases  marked  by  circulation  defects 
even  in  life,  we  do  not  seem  to  be  able  to  use  the  blood 
vessels  to  their  fullest  extent,  because  of  those  defects. 
So.  as  you  ̂ vill  see,  we  are  handicapped  in  dropsical 
cases  not  only  because  of  the  great  saturation  which 
jirevails,  but  also  because  of  the  imperfections  in  the 
circulation  pathways. 

The  laws  by  which  bodies  are  allowed  transporta- 
tion, specify  that  the  injection  into  the  arteries  should 

consist  of  an  amount  of  fluid  weighing  at  least  one- 
tenth  as  much  as  the  body.  We  find  it  impossible  to 
inject  that  much  fluid  in  the  dropsical  case  in  one  in- 

jection, and  we  also  flnd  it  possible  to  inject  more  than 
that  into  the  arteries  of  the  comparatively  dry  body. 
These  conditions,  as  you  see,  depend  greatly  upon 

what  is  already  in  the  tissues  before  we  begin  the  in- 

jection. We  take  the  man  who  has  passed  the  meridian  of 
life,  after  his  capillaries  have  become  so  comparatively 

empty  that  wrinkles  form  in  the  skin,  and  by  an  injec- 
tion of  sufficient  fluid  to  refill  them,  cause  him  to  ap- 
pear in  some  cases  ten  to  twenty  years  younger.  The 

comparatively  dry  condition  of  the  tissues  in  these 
cases,  gives  us  an  opportunity  to  induce  a  greater  de- 

gree of  absorption  of  embalmhig  fluid  by  the  tissues 
which  helps  to  produce  the  above  mentioned  effect. 
The  gradual  decrease  in  saturation  of  the  tissues  after 
the  meridian  of  life  has  been  reached,  causes  an  ever 

increasing  formation  of  wrinkles,  and  when  Ave  mas- 
sage the  face  and  thus  stimulate  the  circulation  to  its 

tiny  vessels,  they  flll  up  and  the  face  loses  many  of  its 
wrinkles,  and.  therefore,  appears  to  show  a  reduced 

age. 
We  can  learn  much  from  the  intra-vascular  pressure 

in  life  and  in  the  living  circulation.  The  fluid  de- 
pends for  its  ability  to  reach  all  parts  of  the  body  on 

.sufficient  pressure  within  the  blood  vessels  to  force  it 

everywhere.  In  making  proper  comparisons  we  al- 
ways experiment  with  a  great  number  of  eases. 

It  is  possible  to  inject  as  much  as  flve  gallons  of  fluid 

into  a  body  without  securing  what  is  known  as  a  com- 
plete' circulation.  On  one  occasion,  in  experimenting 

with  capillary  circulation,  we  injected  two  gallons  of 
fluid  into  the  axillary  artery,  with  a  draining  tube  in 
the  femoral  vein.     When  we  had  not  drained  a  drop 
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SOME  DAY  DIOXIN  WILL  BE  USED  BY  PRACTI- 

CALLY  EVERY  GOOD  UNDERTAKER! 

These  are  Some  of  the  Reasons  why  WE  Recommend  DIOXIN 

and  why  YOU  Should  Use  It! 

It  is  interesting  and  impressive  to  talk  with  the 
funeral  director  who  has  adopted  DIOXIN, 
the  Peroxide  of  Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  un- 
certainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the 
world  and  he  will  tell  you  WHY. 

And  we  firmly  believe  that  the  weight  of  his 
experience  soon  will  result  in  the  majority 
of  other  funeral  directors  using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that 
business  law  which  rewards  a  product  in  pro- 

portion to  its  deserts;  and  we  are  confident 
that  its  application  will  benefit  DIOXIN  Em- 

balming Fluid. 

We  believe  in  the  professional  world — whether 
it  be  caskets,  or  hardware  or  linings  or  em- 

balming fluids — a  sifting  process  goes  on  con- 
tinuously which  sends  the  unfit  to  the  bot- 

tom and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  mo- 
tion by  an  exacting  professional  demand 

which  unerringly  will  hunt  out  DIOXIN  as 
the  best  fluid  just  as  it  has  hunted  out  the 
best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS 
the  best  fluid  made  in  America  to-day;  that 
the  sifting  process  is  under  way ;  that  profes- 

sional sentiment  is  rapidly  turning  in  its 
favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral 
director  who  demands  the  best. 

Dioxin  Contains  More  Peroxide  than  Any  Other  Fluid  Made  ! 

H.  S.  ECKELS  &  COMPANY 
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of  blood  or  fluid  during  tlie  injection  of  tliat  (luantity 
of  fluid,  we  instituted  an  examination  to  discovei-  why 
drainage  did  not  occur,  and  to  our  surprise  noted  that 
the  abdomen  seemed  to  have  been  filled  Avith  the  fluid. 
Autopsying  this  body  to  arrive  at  the  cause,  we  found 
that  at  some  time  previous  to  our  injection  some  one 
had  used  the  trocar  in  the  abdomen,  and  through  its 
use  had  severed  one  of  the  larger  branches  of  the 
superior  mesenteric  artery  of  the  intestines,  and  it  was 
through  this  severed  artery  that  embalming  fluid  van 

into  the  cavity,  rather  than  to  make  the  long  eii-eula- 
tiou  to  the  veins. 
We  found  that  much  of  the  blood  coming  from  the 

vein  tube  in  the  drainage  operation  with  the  ordinary 
method  of  continuous  drainage  was  in  reality  embalm- 

ing fluid  wasted,  and  that  we  could  save  half  of  this 
waste  by  only  draining  during  the  injection  of  altern- 

ate pints  or  quarts  of  fluid. 
As  to  the  injection  of  fluid  in  ordinaiy  funeral 

practice,  we  find  that  about  5  per  cent,  of  the  body 
weight  in  fluid  is  the  rule,  and  that  thin  bodies  would 
take  more  than  10  per  cent,  with  one  injection,  and 
that  we  could  only  inject  about  6  per  cent,  in  the  aver- 

age heavy  case  in  oiu'  injection,  but  that  in  either  case 
we  could  return  in  eight  hours  and  i-e-inject  as  much 
as  we  injected  the  first  time. 

As  to  making  a  charge  for  embalming;  son;e  undei'- 
takers  charge  .$10.00;  some.  $25.00;  and  others  $50.00; 
wliile  others  charge  nothing  at  all.  Perhaps  it  is 
worth  nothing,  or  $10.00,  or  $25.00.  or  $50.00.  as  the 
case  may  be.  The  man  who  does  the  charging  is  per- 

haps in  the  best  position  to  say  what  his  work  is  worth. 
You  have  no  legislation  in  Ontario  to  govern  the 

transportation  of  bodies,  but  you  should  have.  In 
some  of  the  states  it  is  pi'ovided  that  the  bodies  be 

held  for  at  least  12  hours  after  embalming,  for  ob- 
servation and  further  treatment,  if  same  is  found  ne- 

cessary before  shipping  a  body  to  its  destination.  If 
you  are  working  along  scientific  lines  you  will  find  it 
necessary  at  times  to  re-inject  a  body  that  is  to  be 
shipped,  particularly  in  those  cases  which  have  a  long 
way  to  go.  With  a  law  like  that  above  mentioned,  it 
would  be  within  your  power  to  hold  a  body  legally 
until  you  were  sure  of  liaving  the  proper  degree  of 

preservation. 
The  question  now  comes  up  as  to  whether  the  em- 

balming fluid  should  be  used  hot  or  cold.  If  .von  want 
to  obtain  the  maximum  rigidity  effects  from  the  use  of 
a  string  formaldehyde  fluid  you  must  use  it  hot.  A 
hot  solution  acts  more  rapidly  than  a  cold  one.  This 
is  in  line  with  the  well-known  physical  law  that  heat 
hastens  chemical  changes,  and  as  the  embalming  of  a 
body  is  in  fact  chemically  changing  it  so  that  decay 
may  be  held  back,  the  rule  holds  good  here.  Tf  you 
have  an  extreme  case:  one  in  which  the  maximum 
chemical  effect  is  desired,  the  hot  solution  will  have  the 

maximum  eft'ect.  because  any  hot  solution  has  a  greater 
penetrating  eff'ect  than  cold,  and  ((nicker  action  when it  arrives  at  its  destination. 

Ex-Mayor  John  Shaw,  of  Toronto,  clerk  of  the 

County  Court,  died  on  November  28.  His  funei'al. 
W'hich  was  of  a  semi-public  charactei-,  was  conducti^d 
by  Robt.  U.  Stone. 

Gas  formed  in  the  living  body  as  a  I'csult  of  chemical 

activity  is  known  as  eft'ei'veseenee,  but  tliere  are  also 
gases  formed  in  thr  living  body  due  to  fermentative 
bacteria.   These  are  confined  to  the  colon. 
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Energetic  Northern  Funeral  Director 

A.  H.  Cosb.y,  Graveiihurst,  Oat.,  has  grown  to  be  one 
of  the  biggest  funeral  directors  in  the  district  north  of 
Toronto.  He  recently  built  for  himself  a  new  furni- 

ture store  and  funeral  parlors,  laying  out  the  premises 
on  up-to-date  lines. 

The  building  is  40  feet  front  by  a  depth  of  75  feet, 

with  sepai'ate  entrances  to  the  undertaking  pai'lors 
and  furniture  department.  An  archway  at  the  rear 
of  the  store  connects  the  two  departments. 

Entering  on  the  I'ight  hand  side  of  the  building,  one 
comes  into  the  office,  and  behind  that  is  the  chapel, 
with  the  morgue  still  further  back.  The  whole  suite 
is  finished  in  white  enamel,  and  the  morgue  Is  equipped 
with  the  latest  sanitary  devices,  hot  and  cold  water, 
etc. 

The  furniture  department  is  on  the  left  hand  side, 

with  a  display  window  very  atti^activcly  laid  out.  The 

who  came  down  to  the  convention  by  boat,  from 
New  York. 

Both  the  N.  F.  1).  A.  and  the  conference  of  Enibalin- 

ers'  Examining  l^oards  endorsed  the  Purple  ('ros-; 
movement;  and  the  gatliering  went  on  record  to  push 
strongly  the  work  of  higher  education  among  the  pro- 

fession. The  dues  and  fees  of  members  on  active 

serA'ice  are  to  be  remitted  dui'ing  the  pei-iod  of  the  war. 
Chas.  C.  Reel.  Pittsburgh,  was  elected  [)residing  officer 
for  the  next  year,  and  H.  i\I.  Kilpatrick  was  re-elected 
secretary  for  the  twentieth  time. 

Splendid  entertainment  was  provided  by  the  F]f)rida 

funeral  directors.  .Next  year's  converitif)n  will  be  held 
at  Grand  Rapids,  Mich. 

PURPLE  CROSS  IN  WESTERN  CANADA 

A.  I).  Gardiner,  secretary  of  Funeral  Directois' 
Association  of  Westei'u  (•'aiiada,  is  another  funeral 
directoi'  wlio  is  intenstcd  in  the  I'nrple  Cross  move- 

A.   H.   Onsbv,    st:indinu'    in    diuirway   of   his  new •fiuipiiil    liDuse"    at    GravfTilmrst.    said   to  Ik-  i>i:v  uf  tlit-  tiiitsl  north  of  Toronto. 

main  salesroom  is  20  x  35  feet,  with  a  l)ig  shipping  and 
leceiving  room  at  the  rear. 

Upstairs,  Mr.  (Josby  has  laid  out  an  attractive  hoiiu^ 
for  his  family.  Because  of  liis  attention  to  his  busi- 

ness and  profession,  Mr.  Cosby  has  made  great  strides 
forward.  In  the  past  six  months  he  has  looked  after 
55  funerals. 

THE  BIG  NATIONAL  CONVENTION 

Jacksonville,  Fla. — The  36th  annual  convention  of 
the  National  Funeral  Directors'  A.ssociation  of  America, 
was  held  here  at  Hotel  Windsor,  commencing  an 
Thursday,  November  15.  The  attendance  was  both 
large  and  representative,  some  600  visitors  being 
j)resent.  M.  II.  Alexander,  retiring  president,  was 
chairman  of  the  i)roceedings. 

J.  P>.  Mcliityre.  St.-  (Catharines,  Out.,  represented  the 
(.'anadian  Embalmers'  Association,  and  the  other  sister 
organizations  in  the  Dominion.  His  address  (printed 
on  another  i)age  of  this  issue)  was  well  received.  Mr. 
Mclntyre  was  the  cenlre  of  a  group  of  eastern  delegates 

ment  to  raise  50  embalmers  in  Canada  to  accompany 

the  American  military  corps  across  the  sea  and  prop- 
erly embalm  and  inter  the  bodies  of  the  dead  soldiers. 

He  recently  told  the  Winnipeg  newspapers  that  the 
object  had  been  taken  up.  there  and  would  be  discussed 

at  the  executive  meeting  of  the  Association  in  Decem- 
ber.    The  idea  at  present  is  that  the  bodies  would  be 

embalmed   by   a   special   process   in   the   front  line 
trenches,  and  at  a  convenient  opportunity  they  wouk^ 
be  sent  back  to  Canada  for  interment.  * 

One  suggestion  is  that  bodies,  after  undergoing  a  si)e-' eial  process  for  preservation,  should  be  interred  in 
Euroi)e  until  after  the  war,  and  then  brought  back  for 
burial. 

C.  G.  Smith,  of  Barrie,  Ont..  is  installing  a  new  motoi- hearse. 

W.  A.  Strachan,  of  Orillia,  recently  formed  a  part- 

nership with  J.  Day,  under  the  firm  name  of  Day  &" 

Strachan.  They  are  I'emodelling  their'  undert<iking 

parlors,  and  will  install  a  phonograph  and  piano  de- 
partment in  thft  f'-ont  section  of  their  building. 
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ONTARIO 

Boljcaygeon — 
Byng,  G.  C. 

Bowmanville,  Ont. — 
Morris  &  Son,  L.  'Phone  10, 

Burks  Falls — 
Hilliar,  Joseph.    Box  213. 

Coboconk — 
Greenley,  A. 

Dorchester,  Ont. — 
Logan,  R.  A.     'Phone  2107. 

Dungannon — 
Sproul,  William 

Dunnville — 
D.  P.  Fry.    'Phone  68. 

Elmira — 
Dreisinger,  Chris. 

Hamilton — 
Blaehford  &  Sons, 

57  King  Street  West. 

Dodsworth,  A.  H. 
59  King  St.  W. 
Robinson,  J.  H.  &  Co., 

19-21  John  St.  N. 

Huntsville — Hilliar,  Joseph. 

IngersoU — Melntyres. 
F.  W.  Keeler  and  R.  A. 
Skinner,  props. 

Kemptville — 
MeCaughey,  Geo.  A. 

Kingston — Corbett,  S.  S. 
Reid,  Jas.,  254  Princess  St. 

London — 
Ferguson's  Sons,  John 

174  to  180  King  St. 

Orillia — W.  A.  Strachan, 
Suci'essor  to 

i£.  A.  Bingham. 
Phone  453. 

D.  Clark.    Tel.  159. 
Mundell,  J.  A.     Phone  126. 

150  Mississaga  St. 

Oshawa — Disne}^  Bros. 
Luke  Burial  Co. 

Schomberg — F.  Skinner. 

St.  Catharines — • Grobb  Bros. 
144-14G  St.  Paul  St. 

St.  Thomas — William,  P.  R.,  &  Sons,  519 
Talbot  St. 

Stirling — Ralph,   Jas.        Phone  lOi:. 

Stratford — Greenwood  &  Vivian,  Ltd. 
88-92  Ontario  St. 

White  &  Co.,  80  Ontario  St. 
Down  &  Fleming, 

94  Ontario  St. 

Toronto — Cobblediek,    N.    B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave.  Private 
Ambulance. 

J.  A.  Humphrey  &  Son, 
463  Church  St. 

Washington,   Flenrv  Buvia! 
Co.,  685  Queen  St.  F 

•I.  C.  Van  Cam[i, 
30  Bloor  St.  W. 

Washington  &  Johnston, 
707  Queen  St.  E. 
Corner  of  Broadview. 

Thedford— Woodhall,  J.  B. 

Wallaceburg — 
Cousins,  Burlington  &  Saint. 

Welland— 
Patterson  &  Dart 

Sutherland,  G.  W.  ' 
Woodstock — Mack,  Paul. 

Whitby— Nicholson  &  Seldon. 
Disney,  R.  S. 

QUEBEC 
Montreal — Tees  &  Co.,  912  St.  Catherine St.  West. 

NEW  BRUNSWICK 

Moncton — Tuttle  Bros.,  164  Lutz  St. 

St.  John— Fitzpatrick  Bros. 
100  Waterloo  St. 

MANITOBA 

Brandon — Campbell  &  Campbell. 

Dauphin — 
Farrell,  A.  F. 

Winnipeg — Clark-Leatherdale  Co.  Ltd. 232  Kennedy  St. 

Thompson  Co.,  .1.,  501  Main 

SASKATCHEWAN 

Moose  Jaw — Broadfoot  Bros. 

Saskatoon — Young,  A.  E. 

READ  WHAT  OTHERS  SAY  ABOUT 

C 

ARAN 

EMBALMING  FLUID C 

172   HUNTER  STREET 
PETERBOROUGH,  Ont 

Nov.  1.  1917 

LANE  &  EANO 
Furniture  for  Home  and  Office 

Funeral  Directors 

The  CaranaC  Laboratory, 
Peterborough,  Ont. 

Gentlemen : 
1  am  so  greatly  impressed  with  the  re:.ulls  I  have  obtained  from 

Uiing  your  CaranaC  Fluid  that  1  (elt  I  would  like  you  to  know  my 
candid  opinion  of  it. 

In  the  past  eleven  years  I  have  used  every  kind  of  fluid  on  the 
market,  and  find  that  yours  produces  the  finest  results  1  have  ever 
had;  in  fact  I  cannot  speak  too  highly  of  your  preparation,  and  con- 

sider it  produces  the  most  lifelike  appearance  of  any,  and  from  now 
on  will  use  your  fluid  exclusively. 

If  you  care  at  any  lime  to  refer  any  one  to  me  I  would  be  pleased 
to  write  a  personal  letter. 

Yours  very  respectfully, 
LANE  &  EANO, 

per  Frank  J.  Eano. 

CARANAC    LABOR  ATOR Y 

PETERBOROUGH,  ONT.,  CANADA 

The  Original 

Patented 

Concentrated 

Fluid 

Patented  Formula 
Strongest  and  Best 

Essential  Oil  Base,  com- 
bined with  Alcohol,  Glycer- 

ine, Oxidized  Formaldehyde 
and  Boron-Dioxide. 

Ask  others  (or  their  Formula 

Special  Canadian  Agents 
National  Casket  Co. 

Toronto,  Ont. 
GLOBE  CASKET  CO. 

London,  Ont. 
SEMMENS  &  EVEL  CASKET  CO. 

Hamilton,  Ont. 
GIRARD  &  GODIN 
Three  Rivers,  Que. 

JAS.  S.  ELLIOTT  &  SON 
Prescott,  Ont. 

CHRISTIE  BROS. 
Amherst,  N.S. Larger  Bottles  filled  up  with  water 

Egyptian  Chemical  Co.  Boston,  u.s.a 
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Index  to  Advertisers 

A 
Aecliiin  Vocalion   Co   49 
Art   Kiiniiture  Co   18 

B 
Brantfovd   Piano  Case  Co   28 
1?iTli)U'r    Co.  45-46 
HovUlci',    Friiser  Leather  Co   18 

C 
Canada   l-'urnitnre  Ml'rs   13 Canadian  Feather  &  Mattress  Co.  .  .  S 
Canadian   Rattan   Chair  Co   11 
Carnnnc    Ijalinratories    69 
('li;iin|iiini    Clicmical    Co  i.b.e. 
Ciii*sle\'     I'ai'iiiture    Co   6 
Chicaii'o   I'jxhitiitors   Association    ....  15 CoUeran    Siirins   Bed   Co   12 
Colunil)ia    Graplioj^iione    Co   41 

D 
Du  Pont    Fal)ril<oid   Co   12 

E 
Kcliels,  H.  S.  &  Co   67 
Egyptian    Clieniical    Co   69 

T 

Kar(|uliarson.   Gift'ord  Co   2 

G 
(ilo)ie-Weriiicke    Mfg.    Co   3 Gold  Medal  Fnrniture  Co   9 

H 
Heineman    Phonograph    Supply  Co., 

Otto   ■.  Heintznian    Co..    Gerhard    27 
Hourd   &   Co   8 

I 

Imperial   Rattan   Co   4 

K 
Knechtel    Furniture    Co   17 

L 

London  Phonograph  Co   52 

M 

Mandel   Mfg.   Co   57 
Manufacturers    Exhibition    14 
Matthews   Bros.    Ltd   8 
Maxwell    Mfg.    Co   62 
McLagan   Furniture  Co.,   Geo  o.f.c. 
Mundell  &  Co.,  John  C  i.f.c. 
Musical   Merchandise  Co   20 

N.  .\.  Furniture  Co   12 
National  Table  Co.  Ltd   12 

O 
Ontario  Spring  Bed  Co   19 
Owen  Sound  Chair  Co   12 

P 
I'arkliill    Mfg.    Co  o.b.c. Parlor  Furniture  ilfrs.  Co   7 
Pathe  Freres  Co.  of  Canada    51 
Phillips  Mfg.  Co.  Ltd  i.f.c 
Pollock  Mfg.  Co   55 

K 
Reiial    Plionograph   Co   4;i 

S 
Shafer  &  Co.,  D.  L   18 
Steele  &  Co.,  ,Jas   12 
Stiatford  Chair  Co  -   5 

V 
Victoriavillc  Furniture  Co   in 

W 
Walter  &  Co.,  B   18 

For  Sale 

Wanted 

TERMS  OF  INSERTION 

50  cents  per  insertion  up  to 
twenty-five  words.  Each  additional 
word  twocents.  If  Box  is  required 
5  cents  extra  lo  cover  postage, etc. 
Cash  must  accompany  each  order 
— no  accounts  booked. 

FOR  SALE — Cheaj).    A  fii'st-dnss  hea-rse  and  double  deck  dead 
\va,uon.    Sleighs  for  eacli.    All  in  perfect  condition.  Ford 
cS:  Sons,  Blenheinf,  Ont. d-j-f 

SALESMAN  of  many  j-ears  experience  in  the  furniture  busi- 
ness, with  the  best  of  couueetions  in  the  Province  of  Quebec, 

feels  that  if  entrusted  to  represent  some  good  furniture 
lines,  whether  cased  or  ujiholstered  goods,  can  get  a  volume 
of  business  which  would  make  things  mutuallj'  satisfactory. 
Best  of  references.  Address  J.  E.  C,  Box  49,  Furniture 
World.  -d 

UPHOLSTERER  SEEKS  POSITION 

A  thoroughly  exjiericneed  u))holstering  fovemaii  seeks  position 
in  Ontario,  now  living  in  Jamestown.  Address  replies  to 
Chambers,  Canadian  Furniture  World,  Toronto.  -d 

FURNITURE  WORLD 

'WantAdV 

BRING  BIG  RESULTS 

At  all  times  it  is  essential  for  the  salesman  to  know  his 
goods,  but  when  times  are  a  litlle  quiet  it  is  doubly  so, 
and  anyone  desirous  of  making  a  success  as  a  sales- 

man must  first  equip  himself  with  a  thorough 
knowledge  of  the  line  he  is  trying  to  sell. 

Here  is  ihe  book  which  you  need 
to  give  you  accurate,  concise, 
and  complete  furniture  information. 

THE  PRACTICAL  BOOK  OF 

PERIOD  FURNITURE 

By 

Harold  Donaldson  Eberlein 
and 

Abbot  McClure 

With  250  illustrations  that  illustrate 
RIGHT  FURNITURE 

A  special  feature  is  an  illustrative  chronological  key  for  the  iden- 
tification of  Period  Furniture.  Octavo.  Handsome  decorated 

cloth,  in  a  box — $6.00  net,  postage  extra. 
This  book  will  be  welcomed  by  all  those  who  wish  to  buy  Right 
Furniture  (Antique  or  Reproduced)  lor  ►he  Household,  by  all 
dealers  in  the  same,  and  by  all  makers  of  Correct  Reproductions. 
Whether  you  are  a  Salesman,  Manufacturer,  Dealer,  Designer, 
or  Connoisseur,  you  should  buy  this  Handsome  Pra  tical  Volume. 

PRICE  $6.10,  Postage  Paid 

CANADIAN  FURNITURE  WORLD 
and  THE  UNDERTAKER 

32  COLBORNE  ST..  TORONTO 
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Champion  nuid 

A  16oz.  bottle  of 

Purest 

Chemicals 

MADE  IN  CANADA 

Order  direct  from  us 

or 

from  your  Jobber 

Champion  Reputation 

gained  by  many  years  of  fair  dealing 
and  honest  goods  is  in  each  bottle  of 

Champion  Fluid 

For  Preservation  and 

Cosmetic  Effect 

Champion  is  Unexcelled 

The  Champion  Chemical  Co.,  Springfield,  O. 

DR.  G.  W.  FERGUSON,  Canadian  Manager 

50  Leuty  Ave.,  Kew  Beach,  TORONTO 



"ALASKA" 

Extension 

Couches 

make  practical 

Christmas  Gifts 

No.  81.  Wovenweld  Extension  Couch 

— and  under  the  stimulus  of  the  strenuous  times  which  we,  as  a  nation,  are  passing  through,  and  of  the  repealed  and  forceful 
appeals  for  thrift,  it  is  the  really  useful  and  practical  Christmas  gift  suggestions  that  the  buying  public  are  partial  to  this  year. 

LIST  PRICE 

Including  Cushion  Covered  with  Choice  Art 

Tapestry  {as  in  illustration  opposite) 

$22-
22 Q  Both  these  couches  have  a  heavy  angle  steel  frame,  securely  braced,  and  fitted  with  a  special  locking  device  that  holds 

the  couch  rigid  when  open.    Size  (closed)  2-4,  open  4-2  by  6-0.    Shipping  weight  complete  85  lbs. 

^  No.  81  has  fine  double  weave  fabric  attached  to  frame  by  our  special  patented  "  Wovenweld  "  process  and  has  a  heavy 
rope  edge. 

^  No.  82  has  the  famous  "Alaska"  Twist  Link  Fabric.  Both  are  very  resilient  and  durable  and  can  be  used  either  as  couch or  bed.    The  double  cushion  supplied  has  valance  and  is  soft  and  comfortable. 

There  is  no  time  to  lose.      Send  as  your  order  to-day. 

THE  PARKHILL  MANUFACTURING  CO.,  LIMITED 

Successors  to  The  Alaska 
Feather  &  Down  Co. 

Makers  of  Bedsteads 
and  Bedding 

MONTREAL 

TRAOC  MARK  RECIST£R£ft 

'The  mark  that  guards 

a  nation's  sleep" No.  82.  Link  Fabric  Extension  Couch 










