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firaîcially. It is nlot the intention to sell the machine in
( inada at present, as the present desire is to introduce the ma
ci lne into the service of the army and navy departments of tie
h ropcan governments. Then, when this is accomîîplisied, a
fa. tory will Ie started in cach country for the manufacture of
the' machines.

hlie idea is not Iimnited to the construction of a machine to
ct cloth. Machines have been constructed to eut marble, and
where hand labor cit 3 to 7 inches a day the electrie cuitter cut
-3 inches on first trial. Machines for various classes of trade
idli be introduced, and they will aid in the great revoiution
which is going on in the industrial world, but so gradually that
it ts scarcely noticeable. Llectricity has performed sote great
wonders, and this is not the Ieast, as it promises to work a
revolution in the clothing trade.

RETAIL ASSOCIATION.

i E following from the Textile Mercury of Manchester wiil
be found worthy of perusal: " As in other couitries, so i
Germany, various learned professions are forming associa-

tions; manufacturers and wholesale houses are crecting syndi
cales, even smail traders are reviving the old guilds to a certain
etent, proving by these acts that the individual is looking for
support in the ever-keener strife for existence, where the weaker
is trodden down by the stronger and less scrupulous. Therc
seens in Germany, according to the Literary World, only one
class of people who hitherto have not yet taken any siimtilar steps
for protection, and have in consequence suffered much, and will
probably suffer stili more in the near future. This class is that
of the retail traders or small ierchants. They are not pro-
ducers, but deserve to hold their own, as they fori a necessary
Iink between the producer and the smtail consumer. Of course,
to recoup themselves for their outlay and their hard work during
longer hours titan workpeople now would submit to, it is neces-
s1ry to increase tie cost of the article. In consequence, some
other meanis are frequently found even by the snaller consuners
of getting their requirements at first hand. Co-operative stores,
nutual purchase associations, etc., are increasing, and even the
Governmîtent no longer places orders with merchants, big or
snall, but invites the manufacturer to tender direct. 'l'o imtake
things worse for tite shopkecper, wholesale i Ises and nanufac-
turers flot only do nlot decline retail business, but actually send
out circulars to every private person who name cant be seen in a
directory.

' What is a retail trader to do under these circumstances ?
We are afraid many have already given up the game for lost, anid
seeking such employment as their abilhties wili allow in bigger
houses, or else they formi, by analgamation, larger establisi-
ients, which may compete with the stores. I.egislation inay,

perhaps, in course of time, give thei assistance and greater
lacilities, but the retail business, as conducted hitherto, is
dooned.'
" It i, probable that the picture drawn by our contemporary is

a good deal exaggerated. Tie influence said to be workintg
against the welfare of the retailer in Gernany may be seen also
.n this country. Civil service and other co operative stores exist
.n the most perfectly organized basis. Moreover, we also have
so.calIed " wholesale " houses and " manuifacturers " goinig
direct to the public. Strictly speaking, these concerns are
ieither wholesale nerchants nor producers. iln tei case of oie
large advertiser we have in mind, goods are extensively offered

to tie public by tite usuail flourisih ahout direct sale ' front tite
looi the cosuer," althotigl there i tint a single looi runl-
ning ont tite goods in question within a htundred mtiles of the
town in which the advertiser carries on husiness. The public,
however, are not informtted an tiese matters. and tite t'irm, no
doubt, does a good trade. Such concerns, whatever they nay
style thleimtselves in advertisemtents, are theimselves nothing more
thait retailers huyiig their goods fron the wholesaile iotise or the
manufacturer just as other retailers do. Probably the wvriter in
the:V.iterary World ias mistaken the bogus ierchaint for the
genui'ne one. Title tinte ias nlot yet comte for such a usefuil class
of men a tie retail siopkeepers to be wipted ont cither by synt-
dicates or any other feature of modern trade developmnenit."

A COMMERCIAL. HOMILY.T iERE are several proverbs in tie Einglish, and other
languages as weil, whici iidicate the unîtcertainty of
earthly affairs and tite ditliculty of correctly judging of tite

future. Business men are weil aware of the truth of all of these
sayings, and iost of ierchants hold caution to be one of tite
chiefest of virtues in doing business. tut there is such a thing
as being too cautious. "Vice is but a %irtue carried to extremte,"
says one philosopher. Tie miser is one resuilt of too mtuclt
caîujoîn.

Give a mitant a large sumf of nione in gold and ]et hin lock
it mii a root and spentd all lis tite in guarding it and lie might
keep his capital intact, but ie would starve to death. 'ie
motent lie nîsks his capital ie begins to make money, and the
returnis depend on alimost ai exact proportion of the aitount of
risk. 'ite safest investnents pay 2y or 3 per cent., white tite
wildest speculation may pay a thousand per cent. about once in
a thousand times.

Merchants who want to do business nust e.\pect to pay
pay for safety by a reduction of their profits. A merchant in-
sures his stock to guarantce against loss b> fire, but bis profits
are decreased as his safety front loss is increascd'. le inay (do
business for ycars and îlot have any occasion to call on his it-
surance company, but he may burn out and lose his ail just after
ie lias decided that it is a waste of ione to pay insurance pre
miumtîs. It is a most difficult mater to know just what risk to
take, wheni to refuse business as too risky and witen to accept it
as comparatively safe. It is this ability to formi a just decision
that formts ole of the iiost valiuable business qualifications and
whici contes only front long experience, a wide knowledge of
inen and affairs and ait exact acquaimitantce with the details of
the special linte of business. ''ie lack of this qualification is
most often the cause of failure in yong firms. Such firms are
apt to plutnge in very boldly, but ierchants iave titeir coniec-
tions formed, and the custoners that the youtg firmits c'ait imtost
readily obtain are those tiat older houses least care to sell, so
thiat without extrente care lite iew concert is apt to fimd its
books loaded with a large iumber of bad accouts. If the-y
weather this disaster they are apt to draw in and becotie too
cautijus. In order to obtain the business of tit- eash paying
customer they adopt a policy of cut prices, whiri indicates a
iack of kntowledge on their part of their business Knnwledge,
experietce and character are ail essential tn tlie youig busine'ss
isait wio hopes to succeed. I

Messrs. WValker & Mcllain, 45o Spadmla avenue, are enlarg-
ing their premises and increasintg their stock of goods, so as to
be able to coflîpete with any olter estabishment im tits city.


