1030

THEE CONMMEBRCORAL,

Oredit in Country Stores.

Tho following pamphlet on tho credit sys
tem, which has fallen into tho hands of The
Commercial, contains so many good points
that we cannot forbear publisaing it. The
py.ophlet was pnblished by W. Chifford, mor-
chant, of Auatin, Man., for distribution among
his customers, It reads:—

That we should all be the botter for paying
for tho necesszrics of life, our food and oloth-
fog, as wo uso them, will I thiok be admit-
ted by all; is such & method of livivg prac-
ticablo with us, is a subjeot this pamphlet pro-
poses to discuse,

A cash aystem is & hard system to get iuto
when times aro btad, but whon they are
“boowniog” we do not realizs that tho same
pocessity exists, Tho People’s Store was start.
od with tho object of gradually working from
a credit to o cash systom by making a differ-
ence botwoen tho ptice of goods bought on
oredit and those paid for in cash ; but unless
some more decided step is taken this objeot
will never bo attained, for there is alwaysa
tendenoy to expect more accommodation from
the local store because it is a local inatitution,
than from a firm that hay its headquartors at
soms distant poivt. The local morchant being
moré in touch with his customers, havin
more opportusities of speaking to them an
knowing their financial position, to some cx-
teot admits this olaim, but one exaggeration
grows out of another till some begin to treat,
oven if they do not maiantain it in 5o many
words, the local store as a charitable fusti.
tution and not as a business one. ‘*If I
can’c got my groceries on oredit till fall, I
don;t know how I shall pull through,” “I'm
ashamed to ask yov for oredit but—" and aimi-
lar pbrases are I tbink famillar to all country
storekeepers, while many are the men who
count themsclves excellent customers to the
local store becauso thoy pav their bill regular-
1y at the end of twelve months.

To give the best eatisfaction to all a business
should be ruan strictly od buslness lines,. We
should not look for credit where we have to
apologise for usking for it. No one thinks of
apologizing to a loan company when they nyply
for an advance on farm property. The loan
copany’s business is to advance money at in-
terest, the storekeeper’s business is to turn
over his capital as frequently as possible.

Let us look for n moment into some of the
causes that have led to the credit systom in
this zountry, to a system that has given men
the idea that they are *good pay” if they
settlo up at the end of a year. First and
foremost, this system has been bred by the fact
of Mavitoba being a new country; everything
starts at eoa level as it were ; to have left it
alone for a hundred years, it would not bave
gone behind what it was twenty years ago, be-
causeatthattimeit was practicallyuntouched by
men, therefore every step taken wasaa advance,
every acre cultivated, every building added was
a step towards a development that practically
has no limit. ‘This at once created a feeling of
confidence; men had no hesitation to buy, and
sellers parted readily with their goods, not on
the credit of the purchaser, but because of the
confidence they had in the country. Bat in
makiog their calculations they omitted to
reckon time, forgot that no matter what the
resources of tho country were, and they are to-
day juat as great as ever, it must take time as
well as capital to bring about that develupment,
hence promiscs to gay in comparatively short
lime were given and accepted with_ t due con-
sideration for unforscen risks and the time
necessary to produce the desired returns, and
it is the awakening to these facts that largely
tends to the waut of confidence and consequent
general depression of to-day. The fault was
on both sides; the salesman waa too ready to
part with his goods, for ho was confident the
amount was to be got out of the land, What
does it matter to a man, from a businecss point
of view, whether you or I cap hold on to what
wo have, provided tbat when we are wiped out
our 160 acres are in such a locality and state of

cultivstion that some ono ol2o will take hold of
it whers we loft off ! Maoy ars tho complaints
raised again ¢ machino companies and horso
dealers beoauso they have porsuaded farmers
to purchase what thoy could havo done without,
But they were simply businoss iustitutions ;
their objact was to mako salos and get their
mouey, and it was for tho purchaser to know
whethor he requited tho money or whethor he
coull purchase them withoat sacrifioing what
ho already had. The groatest fault was on the
PMt of the purchaser, bonco the punishment
alls heaviest on him, Tho salosman was like

wiso sometimosat fault in estimating the ability
of his customer to pay, hence he suflsrs fa pro

portion, and tho depression is felt by both
partios.

Another causo is that the roturns of our
year's labor only como in onca & year so loug as
wo depond on wheat alone; and a man who has
practically Dbeen without money for oight
months seems to bo urable to hold it whon he
gets it ; heaco in the years when wheat was a

igh price, or a big yleld, many coull ace
nothing better than to at once invest the bal-
anco of their earniogs, after payiog their debts
(some not even waitinz to do that) ia lind,
more machinory or some similar article which
could not bo turned into money again at & mo-
ment's notico should an emargendy like the p-e-
sent arise.

But thero is another causs which more direct-
ly affeots the country store than those just
cited. The bigger tho profits the bigger the
risk, and in order to increase his busiaees the
merchant will scll on credit, increasing the per
contage on his zoods to what he thinks will
cover the risk of bal debts; so that if he knows
& customer has only $100 cash to spsnd but will
buy $150 worth of goods if given till fall to pay
for them, ne will naturally take the risk,
which, supposing his man to be industriousand
on a good farm, is small, and thus increases
his business fifty per cent., otherwise the trade
would go olsewhere, Provided the storekeepor
adheres strictly to business principlss, and
selects only such credit customers as o knows
to be roliable, his risk is small compared with
thu inorease of business he gains, But in tak-
ing these risks the atorekeeper opens the door
to the man who lcoks upon him as a charitable
institution, ¢ If I pay the oash to you a credi
tor will sue me for an old debt.” I can give
you no security beyond my note, but will make
it a poiat to pay yon first if you will only see
me throvgh till fall.” ¢ You know I paid you
up before, won't you trust me again?” and so
they follow one another. There is not a single
one amongst them who would aimit that he
was dishoaest, that he s getting grods under
false pretences or that he is not a man of his
word; but the merchant knows from experience
that a percentage of these debts will be bad,
but that he must wait till fall to get hissas
Eicions confirmed. Why is it that the store

eeper does not draw a hard and fast line that
will exclude theso customers? Becauso ia do-
ing so he would dismiss a Jarge number who
will pay when they say they will ; he therefure
adds an extra ten per cent. on the goods he
sells to all, to cover the loss which he kaow: is
thers but cannot dotect till it is too late.

By carrying on 1 strictly cash atore all this
bad debt risk is wiped out, but in a place the
size of ours and »situated the way we are, the
question arises can we guarantee a sufficiently
large business to warraut anyone running a per-
manent cash atore ?

Five years agoa store with a stock worth
four thousand dollars supplied us with sa as.
sortment of dry good, groceries, general mer-
chandise and hardware. Today a general
store requires a stock worth at least eight
thousand dollars, exclusive of hardware to
carry the assortment desired. The 1nterest on
this amount at 10 per cent. is $2.65 per working
day, while the cost of attendance, fuel, light,
rent, taxes and insurance cannot he paid
for with less than 8$5.35 per day. Selling goods
at 12} per cent. margin it woult require a busi-
ness of $67 per day to pay oxpenses; at 15
peor cent. margin it would require $58 per day,

while if only 820 was taken in, goods would
bave to bo sold at 30 per cont. to pay expenses,
and ¢ makes uc diToronce whether the proprie-
tor attonds to the ocounter himsolf or paya
another to take his place the working expenses
chargeable to tho business will bo the same in
either caso.

We have no transient tradoe ia Austia, no
one comiug ou & holiday from a distance who
wliil spend o little money in prosonts for them.
solvos and thoir friends beforo loaving. Tho
country store’s businessis tho same year cound ;
the same customers with much the samo ro.
quiremeants for their houscholds one year as uo.
othor, tho~ofore if a cash atoro is to oxist it
must look for support from the immediate
noighborhood. Csin we guarantes 230 custom.
ors who will average $9), or 160 castoners
who wil) averago $120 per yoar at the very
least? If not, it will not pay one to carry a
stook such a we require aad sell goods near a
156 per ceat, margia.

‘Lhis is th - view tho merchant takes of the
situation and the answer is plala to each of us.
Mako no mo o effurt than we have dono in the
past towards getting into a cash system and 1t
will bo impossible to run a cash astoro in
Austin,

As business iy carried on at present, some
pay their year's bill in the fall, and somo at
the ond of overy thras meoaths, and somo at
cad of every month. If then wo can pay at
tho end of our stated term, why not at the be.
f(lnniug? It we pay 8100 overy fall, why not
ot it be paid in for what we shall reque in.
atead of always for what we have had. If we
can pay $10 iato the store on Juno lst, why
not pay that $10 for June, not for May ! This
is reversing the order of things. I wonder
what our opinica would be of the merchaant
to whom we had paid $100 in advance, and he
was to tell us with a loag face that he had
roally meant io supply the goods but on accouat
of hard times, eto., etc., he could neither aup.
ply the goods nor return the money. No! no!
this is a string we have always attached to our
owa bow, and comes in too bandy with maoy
of us nearly every year, to part with  Many
will toll you they would psy cash if they conld
only catch up with the back debts, and the
next momont turn round aund buy a horse o
some machinery to be paid for out of the next
orop. The real reaon that the cash system s
not more genera!, is that weo will speud aoy
lergth of time talking about it, but we will
pot make the effort necessary to bring about the
adoption of the system.

It is vot correct to say the cash customer
pays for the bad debts: the oredit customer
wbo pays, pays for the credit customer who
doesen’t. 'The ten per cent. added to cover
bad debts is returned to the cash customer 10
the form of discsunt, thaugh wers every articls
sold on a cash basis the cash castomer would
probably get goods to betteradvantage than hs
does at presont. Still a cash store at Awmuin
caunot be oxpected to sell every item at the
lowest price quoted elsewhero, though the cash
customer being more independent and more
desirable than the oredit one, a merchant will
invariably try and quote a price to suit him.
Some firms will sell an article as a *'leader” st
cost or Jess than cost; others will have aline
of bankrupt stosk, whilst some doing a larger
busiaess with a larger range of castomers 1¢
quice 2 amallor margin to cover runaoiog ex-
penses, and I havo ssen goods quoted by rotail
dealers in the larger t)wns at the wholenls

rices quoted to sma!l country storekeepers;
{:uc I am convinced that oven suppssiog we
could not buy much cheaper by piyiog catb
we should find our position greatly improved
by baviog no store bill to meet in the fall.

I do not wish to be underatood as condemizg
the system of dealing on credit, for withoatt
business and specnlation would be dead, bot
what is to bo avoided is the abuse of itasie
stanced in our owa province. It may payes
to raise & percentago of tho value of thefars
on the recurity of the whole; it may piy s
man with a hundred acres of cryp to boyd
binder by instalments so that instead of psyig -



