
/ 

FöuknED Jtftrg 3, 1778. 

. Main Office: 1000 St. Antoiue Street, Montreal . Te le 
phone H A r b o u r 2241. Private branch exchange 
connect ing all departments day and night. 

Ot tawa: 302 Victor ia Bldg. Fred C. Hears , Chief o i 
Bureau. Telephone, Queen 0288. 

! Quebec : 27 St. Joltn Street. Ewart E. Donovan , Chiei 
of Bureau. Te lephone 2-1323. , „ 

! Toronto . J: 1511 Metropol itan Bui lding, Leonard O 
Martin. Representative of adver t i s ing Department 
Elgin 9907. , _ „ 

! L o n d o n , E n g l a n d : Miss E. Montizambert , <orre 
spondent. G J pple Tree Yard , St. James s, h.VV.l 
Telephone GVrrard 1351. The Clougher Corpora-
tion, Limited. Representatives of Advertising 
Dept. , R o v a l Colonial Chambers, 20 Craven Street 
W.C. Telephone" Gerrard 527. t 

New Y o r k : R o o m 1016, 19 West 44th Street. Oilman 
Nico l l and Buthman, Eastern Representatives of 
Advert is ing Dept. Telephone. Murray Hi l l 9049. 

; B o s t o n : Tremont Bui ld ing . Oilman. Nicol l and 
Ruthman, Eastern • Representatives of Advert is ing 
Dept. Telephone, Haymarket 5231. „ 

Detro i t : 2—208 General Motors Bldg . , Oilman, Nicol l 
and Ruthman, Representatives of Advert is ing 

Chicago : ' 410 North Michigan Ave. Gilman, Nicol l and 
Ruthman. Western Representatives of Advert is ing 
Dept. Telephone. Superior 2198. , „ „ 

San F r a n c i s c o : 507 Montgomery Street. Gllman. Nicol l 
and Ruthman. Pacif ic Coast Representatives of 
Advert is ing Dept. Telephone. Doug las 027o. 

S U B S C R I P T I O N B A T E S . 
City De l ivery : $12.00 per y e a r ; 50.00 s ix m o n t h s ; 

$1.20 per month. 
B y Mai l : $9.00 per year. 

Members Audi t Bureau of C i r c u l a t i o n ^ • 

MONTREAL, WEDNESDAY, JULY 17. 

( SOME EMPIRE TRADE ASPECTS. 
Whether or not the conference contemplated 

by Chancellor Snowden is to deal with the ques-
tion of Empire tariffs, or whether or not the 
conference which Mr. Robb has in mind one day 
and not the next is to deal with tariff .matters, 
there are other features of existing commercial 
relations between Canada and Britain which call 
for study and correction. Canadian visitors to 
London who take the trouble to study the con-
ditions under which Canadian products are 
marketed are invariably irritated upon finding 
that these commodities are rarely if ever offer-
ed as being of first quality, or even of second, 
perhaps not as third. If they seek the explana-
tion for this condition, as some of them have 
taken occasion to do, they are informed that 
Canadian goods lack uniformity of standard, 
either in respect to size or quality, and that in 
this regard they compare unfavorably with 
United States products and the products of some1 

other countries. Moreover, it is the complaint 
of the British trader that he cannot be assured 
of a continuity of supply, and that, for this 
reason, even if all requirements as to quality 
were satisfied, he is not in a position to give 
these commodities the same selling prominence 
as is given to similar lines from competing 
countries. These are faults that can and should 
be corrected. There is enough Government in-
spection in Canada, one would think, to ensure 
the maintenance of a very high standard, at 
least as regards export foodstuffs—and it is in 
respect of these, chiefly, that the complaints 
are made—and if this were not so, the Canadian 
manufacturer and packer is surely alert enough 
to his own interest to put up for the British 
market only such goods as will reflect credit 
upon him and will create a demand for addi-
tional and larger supplies. And as to the failure 
cf Canadian manufacturers and exporters to 
Jnaintain adequate stocks in British distributing 
centres, there is little room for excuse. Trans-

points and the British markets are .the equal of 
any, and the fault cannot lie with them. Clear-
ly, however, there are faults somewhere, and if 
the experiences of Canadians in London—and 
possibly in other distributing centres also—are 
to be relied upon, those faults rest with the 
Canadian producer and must be corrected by 
him. 

That is one side of the picture, but there 
are faults on the other also, and the Canadian 
Export Pioneer, in its June-July issue, deals 
with some of them. In what is described as 
a plain statement on British export trade with 
Canada, the charge is made that some who 
essay to enter this trade reveal a profound 
ignorance of the first principles of export, the 
essential considerations governing the develop-
ment of sales in Canada, and the tasks which 
confront a Canadian salesman, the result being 
that negotiations very often break down. It is 
stated that these negotiations proceed satisfac-
torily up to a point, but that the Canadian agent 
is then informed he must carry his own stocks, 
pay for them, and advertise them, with no as-
sistance from his""pnncipals. In other cases, 
after negotiations have been concluded and 
arrangements completed, there are so many de-
lays and uncertainties that by the time the 
exporter is ready_to move, the opportunity has 
passed. It is pointed out, and with abundant 
truth, that export to Canada is not a simple 
thing, and that the rich Canadian market offers 
no easy money, but that the British exporter 
must conform to the usages and credits of the 
market, must carry adequate stocks in Canada, 
must advertise in Canadian newspapers, ar.d 
must make prompt deliveries of goods absolute-
ly up to original samples. " Generally speaTt-

ing, unless the intending exporter is willing 
" to adopt these principles, he had better refrain 
" from any effort to sell in Canada." On the 
other hand, it is contended that the Canadian 
consumer would rather buy British than Ameri-
can products; but trade conditions in the Do-
minion must be observed. 

This article stresses the importance of the 
personal visit by the intending exporter, so Lhat 
he may study the requirements and conditions 
o.? the Canadian market and may know the 
problems which his representative must face; 
and he must give the agent all the backing that 
may be reasonably demanded. It, is admitted 
that some of this criticism applies to Canadian 
exporters who trade,-or attempt to trade, in the 
markets of the United Kingdom, but these mat-
ters, according to the Export Pioneer, have 
nothing to do with the main issue, " that in 
"marketing British goods in Canada, and in 
" selling Canadian produce and manufactures in 
" Britain, there are immense possibilities for 

firms on both sides." There is no market any-
where where British goods are more highly 
esteemed than in Canada. "But it must be 
"understood that export trade cannot be de-
v e l o p e d at somebody else's expense, and that 
" goods previously unknown cannot be sold with-

out advertising and stocking." All these are 
trading principles which seem elementary 
enough, but it is often in the elementary things 
that mistakes are made and opportunities are 
lost; «nd if there is to be an Imperial trade 
confewnce of any sort, these matters of mar-
keting will deserve some study, and quite apart 
from the question of preferences. 
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