
iïr
^Published

I WEEKLY-
titiû PER YEAR

published ig tge interest of Qroeers, Qagger$, produce agd provisiog Dealers
agd Qegeral Storekeepers.

Vol. v.

J. B. McLEAN,
President.

HUGH O. McLEAN,
8ec.-Trees.

THE J. B. McLEAN PUBLISHING COMPANY,
FINE MAGAZINE PRINTERS 

AND
TRADE JOURNAL PUBLISHERS.

HEAD OFF.CE : 6 Wellington West, Toronto.
MONTREAL OFFICE : I 15 8t. Francois Xavier 8t.

Q. Hector Olemes, Manager.
NEW YORK OFFICE : Room 106, Times Building, 

Roy V. Somerville, Manager.

SPECIAL TO OUR READERS.

As the design of THE CANADIAN GROCER Is to 
benefit mutually all Interested In the business, we 
would request all parties ordering goods or making 
purchases of any description from houses advertis
ing with us to mention In their letter that such 
advertisement was noticed In THE CANADIAN 
GROCER.

Price-cutting may be prompted by aggres
siveness or by self-defence. When the latter 
is the motive which leads to it, extenuating ' 
circumstances may be allowed to moderate 
the judgment that is pronounced on the 
general practice. But the difficulty is, that 
what is an effect becomes in turn a cause, 
and a cut which begins at one end of the 
street will run to the other, each addition to 
the cutting series pleading the irresistible 
example of his neighbor as his lustification. 
The evil cannot be isolated. No cordon 
can be drawn around the infected district. 
One who is forced to price-cutting as a 
means of holding his own has to do it, but 
he ought to be sure first that he is forced. 
He must realize that he is helping on a 
général pell-mell in local business by the 
step he is taking to meet prices initiated by 
a cutting trader. To plunge the whole trade 
of a town into a state of demoralization is 
what no clear-headed, scrupulous, substan
tial business man will help to do unless 
driven by necessity, which knows no law.

* * * *

The man who is provoked to a contest in 
price cutting is usually in a position differ-/ 
ent from that of the trader who brings on
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the contest in this respect : that the former 
has everything to lose, the latter everything 
to gain. The trader who begins a cut usually 
does so because he lacks customers, and re
sorts to an attack upon profits as a means of 
getting customers. His neighbor in the same 
trade has customers. The lowering of prices 
on the part of two such dealers is for the pur
pose ol gaining customers on the one hand 
and that of saving customers on the other. 
W ith the one there is no risk, with the other 
there is the risk of losing his customers. It 
is this consideration which leads the legiti
mate, stable trader to take a hand in a cut
ting game that is inaugurated by his neigh
bor. He does not want to see his opponent 
get that which the opponent really needs to 
make competition a spirited thing between 
the two, namely, custom. The custom which 
years of square dealing has attached to the 
one store must not be let shift to another 
which makes a single momentary and not 
over scrupulous effort to get it. Once that 
custom becomes divided then the advantage 
of an established connection is lost, and the 
conditions of rivalry are equalized. To keep 
his customers a trader must be as adventu
rous as his rival who lacks customers.

* * * *

The established trader is in a better posi
tion than the one who seeks to get himself 
established. The former can choose between 
losing his profits or losing his customers. 
One is likely to be only a temporary loss, the 
other a more or less permanent one. The 
customers he must aim to retain. They 
must not be allowed to go. As long as they 
are kept there is business being done, and 
the more there are of them the greater is the 
quantity by which the small margin is multi
plied. A profit, no matter how large, is no 
gooif without'eqstomers. There is no such 
thing as profit j without customers. It is 
plairt. therefore, that the maintenance of 
prices'm-shgjace of close competition which
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narrows the margin of profit is an impossi
bility. Fire must be fought with fire. The 
main object of self-defence in such a struggle 
is to suppress the enemy in as short a time 
as possible. This can be done only by cut
ting off his supplies, by diverting all the 
money possible from his store into yours.

* » * *

Dull tinte^ often act as an irritant to 
traders’ price-cutting propensities. Such 
traders may have their share of the business 
that is going, but they want more. They 
send round a boy to a competitor to buy a 
few pounds of currants, or this or that, the 
boy doing the business in the name of a 
consumer. The price is noted and immedi
ately a compaign is started with this par
ticular commodity or article as a leader. 
This is expected to liven up trade. Such an 
expectation is illogical, as it neglects the 
consideration that the other man will lower 
his prices as well, and hold all he held be
fore. It is like the case of the old man who 
felt that the steps of the stairs he had to 
climb every night were too far apart. He 
accordingly laid a piece of two-inch plank 
on each of them. He didn’t take account 
of the fact, that although each lower 
step was brought two inches closer to the 
one above it, the latter was brought two 

.inches farther away. In the same way, the 
price cutter neglects to notice that though he 
moves a cent or two closer to the custom of 
his rival, the latter moves it a cent or two 
further out of harm’s way. Price-cutting is 
a game, and two can play at it. And the ele
ment cf bluff is not lacking to it. The man 
who begins it is usually not hard to outstay, 
if his antagonist have plenty of heart in him.

. The price-cutter wins where his opponent’s 
spirits collapse under the worry of the con
tinuous onslaught upon prices. The price- 
cutter goes to pieces when his opponent 
cheerfully follows him in every reduction.


