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The Commerant certainly  enjoys a very much
larger circulation dunang the bustness coimanity
of the vast_acgion Iying between Lake Superior
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ada, dailv or weekly, ‘The Cowmercial alwe
reaches the leading whaolesale, cominiscion, manu-
facturing and financia) houses of Easern Canadar.
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CASH FOR FREIGHT.

Winnipeg ‘wholesale <lealers have
paiil out enormous sums during the
past few weeks for freixht. This is
one of the disadvantages conmected
with doingr businas in the West, par-
ticularly o cases whers capital in-
vosted i the Dbusiness is not ample.
On rome commoilities the freight repre-
sents a very cousiderable portion of
the cost te the dealer, and it must
bo naid out in  e&pot ecash. With
freizht and duty payable in spot cash
on rec:ipt of goods, the amount which
must be paid out by importers. lonzx
before they can receive any return
from tho goodls, is very large.

Thoe large amounts which have to
Lo paid in cashi on account of freisht
charges, by dealers in the west, on
account of the long rallway haul, is
one urgent reavon why husiness shoukl
bo conducted on as near ucash basls
w3 iv is possible to get It. There has
boen considerable improvement of re-
cent years in Manitoba, in respect to
giving credits. but there is still room
for much further improvement., When
wo cousider what a larze percentage
of the cust of goods has to be paid
for in cash in the shape of freights
and duty, it scems remarkable that
credit is wo freely dispensed ln this
country.

The greatest abuse of the credit
systom. it is true, has attained In
thie country retail trade, and the re-
ail  trade, It may be said, doos
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not feel  the heavy draft  for
casht on account of froight charges,
to say nothing of duty on imported
goods, to the same extent ns the job-
bers.  Western retaflers who buy 4o
a considerable extent in the eass, of
course have to moeet freight charges
with cashi. but on goods purchased in
Winmnipey, the city jobter has to 2ear
the brunt of the heavy zash outlay for
freight. This is one of the great ad-
vantages which the local market
offers to retall dealers throughout the
country., The jobber has to cavry shoe
cost of the cash outlay for freigit,
wnd the retail dealer who buys at
home, saves the interest on the casi
which ho would have to pay for
freight on  goods Drought from o
distant market.  Providing it coss ex-
actly the snme to lay down goads at
a given point from Winnipeg as from
distant market, there wonld still bhe
an advantage in favor of the loeal
market to the coxtent of tlhe in-
terest on the cash freight charges: from
the distant market.

—

A PLEA FOR THE
TRAVELLER.

While there may he some fascina-
tion atout the life of a travelling
salesman, there are many disadvan-
tages and hardships connected with
the calling.  Many travelling men do
not selext the road from choice. We
are ull more or less the creatures of
circumstances and with most travel-
lers théy have bherome such more by
circnmstances than selection.  ‘They
have to make a living in this world
of Xeen competition and some how or
other they bave alanced to get into
this business. Once established as a tra-
velling salestinug, it is not 0 easy to
sezure employment in some less try-
ing oceupation, where more of the case
and comforts of life can be enjoyed.
If there Is any particular fascination
atout the calling of the travelling
salesman, it is with those wkhko are
young t\ the business, or who are only
lcoking forward to such an oceupa-
tion.

The travelling man cantot enloy the
comfarts of life to the same extont
that those ecarning equal sakwries
cant do at home. As for home life,
the traveller can only get occasional
tastes of the comfort of the home, be-
side which all other comforts of life
sink into insigaificance. He is vom-
pelled to spend the malority of his
days absent from his family, and this
to the average married man, pos-
sessing even moderate comestic tastes,
Is robblng him of much that
Is really worth living for. He is
toiling to bulld up a home the com-
forts and hapriness of which ho him-
selt iy debarred from enjoying, oxcept
when ho is allowed an occasional rest
at home.
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On tho road, his life must be irregu-
lar.  He must take his menls amd his
rest when he can snateh the opportun-
ity. It is true ho usually tries to se-
curo the best that is going in the way
of hotel accommodation, but this Is
only a. poor recompensoe at best for tho
discomforts and frregularities  which
he is compelled to endure.  In nddi-
tion to these discomforts inseparable
from tho mode of life of the travell-
ling snlesman, he has to put up with
many little indignities and annoyances
which he might be spared were his cus-
tomers or thoso he wonld ke to make
customers moro thoughtful as to his
loelings., The travelling salesman
may  sometimes  deserve  rebuke,
through fndiscretions committed by an
over anxiety to do business. On the
other hana ie is often not fairly treat-
od by the merchants.  Travellors ns
rule are courteous, well informed men,
and good judges of character.  They
Luow when they have said enough ana
recogrize when it is desirnblo not to
pross further for an ordor. No dis-
creet traveller would show any fecl-
Ing. under ordinary circumstaness, on
account of a failure to sccure an ore
der.  The plen The Commerceiai wouid
nmake for the traveller s, that he
should receive courleous and pentle-
manly treatment from the merchans.
Do not ook

sour  when a now
traveller  invades  your  business
in nuest of an arder,

and tr) to get rid of him as auickly as
poassible.  The merchant cannot have
onders for ali who call upors him, it
he can have a pleasant word and n
Kind wish for all. It will not cost
anything to receive  the traveller
pleasantly, and it will help smooth
down  ohe disappointment resulting
from failure to reccive nn order. It
is always good policy to be frank and
plain with the traveller. If you can-
not give him any business, do not lead
him to hope for it by excuses, or by
putting him off temporarily, with the
idea that he may see you again. It is
very trying to call several times with-
out receiving an order, when one visit
could have settled it. Merchants are
often busy »eith  thetr own affairs
when the traveller calls, but they
sometimes delay the visitor unneces-
sarily. The life of the travelling wman
is o busy one, and time is usually pre-
clous to him, Do not delay him un-
necessarily.  1In conclusion The Com-
mercial would repeat the request to
the merchant to deal gently and con-
siderately with the travelling sales-
man, for he certainly has more than
Lils share of the worries, inconvenien-
ces and hardships of life. Treas him
kindly, and if you can do anything for
hls  entertainment and enjoyment
while lie is visiting your town, it will
help to make up for tho comforts of
1ife which he is obliged to forgo by
nature of his calling.



