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MERCHANT ORGANIZATION

There is a gratifying movement on
foot among the country merchants ot
Manitoba and the Territories to-day

in the direction of forming boards of

trade, early closing associations, etc.
This is as it should be and reflects
credit upon the trading communities
of the west. Scveral new boards of
trade have been formed recently and
in a unmber of country towns agree-
ments have been made among the
merchants to close theilr places o3
business at ecarly hours durinz the
summer months. ‘Lhere is so much
that-can be done to improve the lot
of the merchant and his help if con-
certed action is taxen that it seems
a wonder that there is not a board
of trade in every lown, village and
hamlet in this country. 1ln many
cases merchants have bheen kept from
forming such institations by petty
jealousies and animosities which are
unworthy of them. In some cases
the lying practices of certain cus-
tomers who delighi to stir up strife

and its consequent price cutting
among merchants has kent
some who micht otherwise have

been the best of friends from ecven
speaking to cach other. -

The principles wnich underlie the
carrying on of business successfully
are never changed by the actlon of
any particular mevchant or set of
merchants and it inakes very little
difference in. the end as far the vol-
ume of trade done n a town is con-
cerned whether the merchants in it
are on a friendly footing with each
other or are at daggers drawn. The
community from which they draw
their custom can consume only a
given amount of goods eaclt year in
any case and the merchants among
whom the trade is divided might just
as well’ be good aifends with each
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other as bad ones as far as the ef-
fect upon the amount of goods they
sell i3 concerned. When it comes to
a questifon of profits and satistac-
toriness with which trade is carrled
on they will %e inflnitely better off
it good friends. There will not be
the endless annoyance and loss due
to price cutting and therce will be a
tendency to help one another at
times which will lift the whole busi-
ness community to a higher level.

Boards of trade o far towards
smoothing out the little differences
which sometimes arlse between dif-
ferent dea]ers‘ In towns and cities.
They bring the merchants together
and make them acquainted with one
another. They furnish opportunity
for general exchange of views on
local matters and are often the means
of advertising a district. Early clos-
ing assoclations, while limited in
their scope to one object are also
2 good thing and should be formead
in svery trading community where
the movementhas not already taken
hold.

NE'Y COUNTRY STORE
CONDITIONS.

The country general store keewaris
gradually being brought face to race
with a question affecting his interest,
In fact, his very «xisteide, growing
out of the develhypmaat of 1apid
transit and  denartanz:tal  stores
which will at no distant date tax his
ingenuity and resourcefulness to
their utmost to successfully grapple
with.  Already he has felt to a con-
siderable extent the comvetition of
large city and town stores which are
able by means of the telephone, post
and improved parcel delivery sysem
to compete with him for the business
of'all but the most remote farmers
and this competition will become more
and more keen as these convenien-
cles are improved and supplemented
by others. The electric railway for
instance will in a very few years be
serving many leading country dis-
tricts as successfully as it now
serves the people of the large cities
and will enable the farmer’s wife to
visit town as frequently as
she wishes for the purpose of making
purchases, The telephone is the most
potent factor, though, in this consid-
cration owing to the cheapness with
which it can be installed and the
willingness of the city and town
trader to undertake the delivery of
goods. Farmers readily sce the ad-
vantage of having this means of
communication which ecnables them
to fill their wants without having to
hitch up a team of horses, perhaps
Just at the busiest time, and drive
several miles.

How to successfully meet thiscom-
petition is the question which the
general store-keeper at small coun-
try points has to face He may have
thought that these -improved means
of communication were more largely
designed to give him a greater ad-
vantage in reaching town and secur-
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ing dellvery of goods but he has also
to conslder that they possecss the
same advantage to his customers,
who will not be slow to improve the
opportunity. In order to hold this
trade the country merchaut will
have to materially alter his wmethods
of doing business. He will have to
offer his customers as good induce-
ments at home as can bhe found
abroad and he will have to imitate
in many ways the methods of the
city retaller. Bargain sales have be-
come o regular feature of retalling
devices for catching trade and will
have the same effect in the country
as in the city. By running into town
frequently and personally inspecting
Jobbing stock the country merchant
could secure these bargain lines just
as well as.the city store. By dbuy-
ing more frequently and in smaller
quantities he can keep his stock as
well assorted as his city competitor
and will be able to actually undersell
him on many  lines. Close
attention to details and considera-
tion for the interests of customers
will give the country merchant ad-
vantages in the eyes of his customers
which will enable him to hold much
of the trade he now stands in danger
of losing.

EDITORTAL NOTES.

Judging by the vigor with which
the trading communities of Canada
are kicking for a Dominion insolv-
ency- blll the government will not be
able to sithstand the pressure much
longer. The reason for delay in
bringing in a Dbill to cover at least
the points which are unanimously
agreed upon by all classes of credit-
ors Is not plain to the ordinary ob-
server and there is much resent-
ment on the part of the trading com-
munity because some relief has not
long ago been granted.

The ready cash customer is becom-
fng more and more powerful in the
securing of advantages from merch-
ants and others as the intrinsic merit
of this system of doing business
manifests itself. This kind of trade
with most merchants is now in a
class by itself and many are the
tempting allurments held out to
catch it. The system is bound to
come more and more into use and
when it becomes common practice as
it should in time the retail merchant
will be happy.

P

Duncan Xenncdy has opened a hotel

« at Snowflake, Man.

An order-in-council has been passed
by the Dominion government, provid-
ing to give a rebate of duty on-all
donationg sent to Ottawa and Hull
fire sufferers. This will last for two
months, when it is expected there will
be no further need of it.

A combination to be known as tie
American Sheet Metal Company I8 be-
i organized at Tlttsburg witn a cap-
ital of £50,000,000, 7The cominne,
which takes in 29 of tho 33 plasits,
iccludes plants manufacturing cor-
rugatod fron and cornice work,



