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lng to the risks of handling, and to other
well-known business principles. For in-
stance, perishable goods canno$ be profit-
ably handled upon as rarrow a margia as
siaple articles of comwerce which are
usually in good demand atall seasous. For
the same reason goods linble to readily go
ouf of fashion, or onlyin demand fora short
titno at stated seasons, must be cousidered
as more or less risky, and a profit fixed
accordingly. The wise merchant will
take cognizance of all these circumstances,
and arrange his prices accordingly, in so
far as he is permitted to do so by the
nctions of his competitors. On staple
goods, which aro always in good demand,
and which ave not readily liable to deteri-
orate in value from remaining in stock,
the merchant can readily afford to-take a
smaller advance upon cost for his profit,
but on no class of goods can a deuler af.
ford to go withovt a fair profit or to sell
at 2 loss. In some instances it is often
necessary to sell goods which have gone
out of fashion, deteriorated in quality or
which have otherwise become damaged,
at an actual loss, but this is something
which almost every merchant will have to
make allowance for, and as previously
stated, which must be taken’lnto consider-
ation when fixing the precentage of profit
to be realized from such commodities.
The fact that merchants in ahnost every
line of trade are compelled at times to
lose in this way, only proves more clearly
the necessity of making a fair profit oun all
merchantable commodities. In spite of
this, however, it has become the uunbusi
ness-like custom in many places to sell
certain staple lines of goods at about ¢ost.
Nothing can be brought forward iu justi-
fication of such a course, and as a rule very
little advantage can be gained from it.
1f one dealer reduces the price of a line
of staple goods, othets in the same
business will soou find it out and follow
suit, and the only result is to curtail the
profits of every merchant doing business
in the same branch.  In case of damaged,
unfashionable or shop-worn goods it is
always advisable to sell such, even ata
sacrifice, rather than allow a place of
business tobecome shabby with uasaleable
articles, and get the name of being out of

style, slow-going and away behind the
times ; but this is quite a different thing
from cutting prices on fresh, saleable
staples.  For instance, it is a very foolish
and unbusiness-like custom which deprives
the grocer of hisprofit upon sugar and
flour, or the dry goods dealer of his profit
on white and grey cottons.

-

This injuriods custom of cutting under
legitimato prices in order to gain some
temporary advauntage has unot been con-
fined to the retail trade alone. Whole-
sale dealers have also suffered from the
same-style of procedure, generally brought
about by the action of some new houso
which is anxious to wotk up a connection,
regardless of consequences. The Dominion
Whiolesale Gracers’ Guild has lately come
to an understandiug by which it has been
arranged to sell granulated sugar at a
stated price. The wholesalers will be
able to effectually carry out this under-
standing through an arrangement with
the refiners, wherein the latter bind them-
selves not to sell to any wholesaler who
has been found guilty of selling sugar at
less than the prices fixed by the guild.
The result of this understanding between
the refiners and the wholesalers will be to
completely choke any house breaking the
agreement, or desiring to act independent
of the guild. One or two houses held
aloof from the arrangement at first, but
they have since been compelled o submit.
Profiting by the example of the wholesale
arocers, the Toronto retail arocers have
taken action in the same direction. At
a Jargely attended imeeting of the grocers
held lately in that city, it was decided to
fix uniform prices for sugar at a reason-
able profit. DBy a large majority vote
which was afterwards made unanimous,
the price of granulated sugar was fixed
at Sc. per pound, with thirteen pounds
for one dollar, or T4c. per pound in 100-
pound lots. Wholesalers will be asked
to co-operate with the Toronto retailers
in assisting to carry out the arrangement
thoroughly. The result will be to very
materially udd to the legitimate profits of
the Toronto retail grocers. Grocers in
other castern cities are reported to be
moviug in the same direction.

llcre is an opportunity for the Winni-
peg grocers to jmprove their prospects,
There is no good reason why some such
arrangement shonld not be arrived at,
whereby the grocers would realize a fair
profit upon sugar. Grocers, no more than
any other class, should be expected to do
business for glory alone, and the conmu.
nity would have no just reason to grumble
should the grocers come to au understand-
ing whereby they could realize a lesiti-
mate profit upon sugar. A grocers’ asso-
ciation alreauy exists in the city, and this
orgavization should be able to bring the
question to a successful issue in the in-

| terests of the retail grocers of Winnipeg.

HOME INDUSTRIES.

Tt has been shown clearly in several in-
stances that Winnipeg retail dealers aro
firn: in their belief that a prophet should
have no honor in his own country. It
always has been the most difticult under-
taking to induco retailers here to handlo
home manufactures. The city wholesale
trade have as a general rule taken hold
of home manufactures freely, and doue
everything in their power to encourage
the location of industries in our midst,
but when it has come to the retail trade,
exactly the opposite course has been pur-
sucd. This is o most mistaken policy,
and one which musi work greatly to the
disadvantage of the city,especially against
the rotail trade. One would think that
retail dealers especially would be ready
to encourage by every meauns in their
power, such industriesas have been estab-
lished here, as such a course would be
directly in their own interests, Lvery
additional man employed in these indus-
trial pursuits is worth several hundred
dollars during the course of a year to the
retail trade. The discouragement of local
industries is a very poor way to build up
a city and giveit a prosperous trade.
We have now located in this city several
manufacturing establishmeets, which by
no means receive that support which they
are justly entitled to from the retail trade
of the city. Some of these have been refer
red to in previous issuesof Tre CostmERCI-
Ar,and it will be but necessary to mentior
oneat thepresent time. Reference ismade
to the soap manufacturing company. The
wholesale dealers have taken hold of the
goods turned out by this company with
excellent success so far as provincial deal-
ers are concerned, and a good trade has
been worked up in the country, but in
the city many dealers have been very
reluctant about showing, the goods. It
is not the fault of the quality of the -
article, for those who have used it are
well satisfied, and declare the soaps to be
equal to any cther brands manufuctured
in the country. Several city laundries
are using the goods entirely, end prefer
them to other makes. The maunufacturers
are endeavoring to build up an industry
which shall be a benefit to the city, and
they have given their attention to tuining
out the very best qualities of goods, It
seems strange that the city trade should
be away behind the provincial trade in
introducing the soaps. One ‘would sup-
pose that the city dealers would be the
very first to do all in their power in sup-
port of the industry. There arc other
local industries which have not received
more generous treatment, and if the same
course is persisted in, there will be little
encouragement to capitalists to embark
in manufacturing industries here,



