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CUTTINGPUCS
An Edmonton, Alberta, marchant, who

wus in tbe city last week purchasiag
goods, states that the trade oi that place
bas been entiroly ruined throughi a prot-
iniscuous Systeiîî of cuttiîîg prieCs, engaged
in by the local dealers. Lt seemes peculiar
that such a state af afi'àirs abould exist at
a point so far rcmnovcd f rain outside coin-
petition. Cutting prices is an oflonce the
inost seniseless and at the saie tinie tbe
lesst excussble whichi any business mnan
eau engage iii. It is an offence against
legitirnate trade of a nîast -rave nature,
and which should not be condoned in any
quarter., No rules or priticiples in corn-
niercial econoiny can be deduced te prove
tbat any permanent advantage eau corne
fromn cutting prices below a fair or living
profit. It is a senseless affence, because
it is invariably self-destructive in its ro-
sults, and like the boomnerang iii the hauds
af the unsl.illful throwver, strikes back
upon the persan wlio engages in such ille-
gitimate trade transactions. The nier-
chant who comwences a systern af cutting
prices bclow fair profits, for the sake of
underselling a neigbbor, is shaping a
weapon whichi wiIl revert against hirnself
quite as inuchi as hir competitor.

Cutting prices is geperally prornpted
fvom a number af principal motives, none
af whichà, however, warrant a resart ta
such destructive practices. Nat unfre-
quently a new bouse commnences business
with a great splurge iu the way of 1« low
prices," manifestly for the purpose cf os-
tablishing a business and securing custom.
A second cause for engaging in cutting
prices is, where an establisbed bouse, or
perbaps a cambination of several bouses
1-i tbe saine liue of business, unite tu "lrun
out" a new claimnt. Again, anothr
reason for cutting is whon an aId estab-
lished bouse finds its trade decreasing.
Semetimes jealousy af a competîtor whose
business is increasing, causes a resort ta
c;uttîng on the part af a less successful
dealer. These and other causes have ire-
quently led ta cutting prices in variaus
lines ai business, but perhaps nana bave
been more productive of tbis evil than
linancial embai-rassaments. Frequently
when a merchant finds hitnseif in a close
carner financially, a cheap sale is resorL-d

ta, for the purpose of tînporarily laver-
enniing tic difficulty, and iii this way
probalily liy far the greater nusuber ai
lov-price wars arise. Dut whîatev'er bw
the cause, tha result is invariabiy the
sanie. T1rade is isejured for aIl cancerned,
aud olten rendered altogetmer unprolitable
for the time being. If tha cutting becontie
goncral, as is aiton the case, it iii ust reauît
in the utter dernaralîzatian ai business, te
the serious injury ai îuany, and flot un-
frequently ta the entira destruction ai
wbat rnigbt otherwise hàve been very suc-
cessiul business enterprises.

First, wlien a new bouse commnences
business with the avowed intention af
breaking down establisbed pi-ices, it is in
order te look eut for an early assignient,
or perbaps an Ilaway." Many instances
have occurred whiera an adventurer lias
been able to obtain a large lineofa credit
witbaut any intention of redeeming the
obligations. In sucli cases as these the
anly abject is to get rid ai the goods as
quickly as passible before the paynients
becomne dut-. Oi course, the oîîly way te
do this is to sellIl regardiess ai case," aîîd
in a- very short tiniie iromi the date ai
apeuuîîg, a Iively trade ean gencrally be
donc. WVbolesalers are naot witbaut blame
for the tao frequent accurrenceofa sucli
instances as these, througlh which tbey
not anly sustain a direct ]oss, but alsa
lose thrau-gb injury te thie trade ai their
atîmer custaniers iii the sanie lacalities. A:
little less eagerness an the part af whaie.
salera ta (Io business, tagether with a
g"reater exorcise ai care in exteîîding
credit, especially ta parties coînmencing
business on snîall capital, would greatly
curtail incidents ai the nature abave re-
ferred ta. But even when a new begin-
ner intends te pay for bis goods, a systein
of cuttin- priceg cannot be ai any lasting
benefit. At best it eau be continued but
for a time, for if the bouse is ta st, prices
must be advanced so as ta return a fair
profit. Custemersgained through cutting
prices are generaljy not ai the rnast desir-
able cisass, and as soon as tlîey discover
that they eau no langer secure bargains,
tbey will go elsewhere, besides causiîîg
auy amounitof annayance ta the nierchant
in bis atteuîpts ta advance prifes. In
theïmeantime a genieral systern ai cutting
prices will probably bave been engagea in
by the other dealers iii the sanie liue, ta
the great demoralization ai the entire
trade. In the long r-un it will 1w fnund
that it would have been ta the advantage
ai the nev heginnler te have endeavored

to %%ork up a trade less rapidly, but in, a
mnore Iîegitimat a nîîer.

W'loere establishved bouses endeavor te
Iîold a field ta theîîîsolves by cuttinfg prices,
in the hope ofIl runîîing out" a îîew
claiîîîaut, tlîey are but acting a piece af
the inost consummnate folly, whicb is juit
as likely ta result in killing themselves as
iii cestroying the ,wew bouse. They are
oudy sure of demoralizing trade and injur-
ing tlieniselves and ail concerned.

WVbere an aid establishied 'dealer, wbo
bas boen doing a good business, finds hi%
trade (lecreasiilg, ho should look for the
real causes which have led ta the dimninu-
tion iii bis business. Pcrhaps bis gonds
are nat adapted to the trade. If the
trade is te be doie, and others are doing
it iii a lcgitiliate way, thera must be
sanie cause for the fal.ling aif in hi% eus-
toni. Let hirn loak miore carefully iuta
the details af bis business and ascertain
more ùccurately the wants of bis custoin-
ers, anticipating tbeir needs aq much as
possible. To engage in cutting priume in
cases of tbis nature is but ta undertake a
suicidai policy. Conîpetition then be-
cornes the deatb, instead of the life, af
trade. TItI inercliant wbo commences
cutting prices becauso others are doing
the business, is but acting .ike tlîe " in
the manger, which prevented -&le horse
fromn catin- the hay wbichi it coula not
devour itseli.

Thcre seenis ta be mare excuse for *cut
tiîîg prices in order ta b)ridge ii trr tern-
porary financial difliculties, but even iu
cases afl- bis nature the abject sougbt is nat
often attaincd. Wlhen one firrn resarts te
a cheap sale ta bring in cash, a number af
other firrns iii the same line will usually
follow the example in quick succession,
aud saon a general slashing of prices en-
sues Examples af this nature have
occurred in the dry gaods trade of this
city to such an ?xtent that the businças
was entirely ruined for the space of fully
three years at a stretch. Wholesale deal-
ers are opposed ta cutting prices, and as a
rule tbey would prefer to wait a short
time for payrnents, rather titan sec
the trade, of a town ruined through the
precipitatian af a war af cutting jrices.
Wbolesalers also bave it in their power
ta curtail cutting prices, by discauragiiîg
such action on the part of retailers at
every epportunity. The only legitimate
way to do busine-s is to obtaîn a fair, liv-
ing profit upon ail cammodities, and cou-
L inations among merchants ta attain this
end would be ia the interest of all. 'The
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