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Every Man His Own Merchant
By FORREST CR1SSEY

Difficulties of Operation
•‘It must be remembered, too, that a 

very large percentage of these share­
holders speak only their own native 
tongue, and are therefore shut off from 
any!hink like free communication with 
the men of any other race but their 
own. Of course I have been compelled 
to pick up a smattering of nearly all of 
the tongues spoken in this copper-melt 
mg pot of the North; but this does not 
affect the broad proposition that colic 
sion and co-operation are entirely for 
eign to our situation—a condition that 
is said to.have, been originally devised 
for tlo- particular purpose of prevent­
ing anything like consistent united ae 
tion on the part of the body of mine 
workers as a whole.
“By comparison it would be a mere 

Sunday school picnic to run a co-opera­
tive enterprise in an English or Scottish 
mining town, where the natural racial 
forces would lie for cohesion instead of 
against it. Not only in language but 
in point of temperament too, each race 
represented in our body of stockholders 
presents a separate problem. The Finns 
have to be handled in one way, the 
Italians in another, and the Hungarians 
in still another.
“My point is that if co-operation has 

succeeded here—and our accounts prove 
that it has for twenty-three years with­
out a break—then it certainly can be 
made to succeed, it would seem to me, 
in almost any other community the 
imagination could suggest.
“Hut it would be a mistake to over­

look the fact that this cooperative 
concern has done much more for our 
people than the mere saving of money. 
It has broadened and stimulated them 
intellectually to a surprising degree.
“Any man, except our competitive 

merchants, who has lived in this com­
munity for a number of years will bear 
cheerful testimony to this fact. When 
a man becomes a member of this asso­
ciation lie unwittingly enters upon a 
course of education not only in the 
economics of practical business but also 
in the better relations of man to man. 
Some writer, whose name has escaped 
me, has referred to the thing that we 
try to drill into our shareholders as en­
lightened self-interest. If we did not 
keep -at this educational work persis­
tently and consistently, day in and 
day out, we could not win and maintain 
our position under the handicaps that 
are imposed upon us.
“My experience has been that when 

I can get a mine-worker once thoroughly 
to understand the simple elements of 
co operation he will be a loyal and 
steady supporter of the association and 
the movement to the end. I cannot con­
scientiously say that this is always true 
of the women of the families represent­
ed in our membership. The personal 
equation seems to sway-them, in many 
instances, in the ,face of logic, self in­
terest and all ot<her considerations. If 
they do not fancy the manner in which 
they are waited on by a certain clerk 
they will often quit trading at their 
own store, cut off their own profits and 
pour them into tiie pockets of our com­
petitors -their competitors!—and cheer 
fully enlist their tongues in the service 
of the opposition, to do all in their 
power to undermine the business in 
which their own money is invested!
“I his, however, is all in a day’s 

"ork. In cases of this kind I try to 
explain to them that the sensible course 
'or them to follow would be to com 
plain to me of the point of service on 
, part of a clerk that has given of 
••nee, or, if I am the offender, to make 
‘‘"ir complaint about me to the direc­

tor» and the stockholders; but in any 
“•ent to stand loyally with their own 
“•nterprise instead of turning their 
rnonev and their influence against their 
own vested interest. Sometimes this 
•rings them round to a sensible view 

'« the matter.
This kind of trouble is by no means
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confined to the feminine contingent of 
our customers; men occasionally show 
the same weakness—but not so fre­
quently. They seem to lie more gener­
ally amenable to reason, quicker to sec 
the logic of the situation, and not so 
whimsical and exacting in their de­
mands fur service. ’ ’
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Paying Too Much for Service
1 hat word ‘ service ’ furnishes per 

haps the keynote of the success of this 
enterprise. On every hand we hear it 
reiterated that the most expensi e com­
modity sold iu the modern store today
is service.__l.Tiidmibtedly that is tlUcuf"
almost every store except thé typical 
co-operative establishment. Certainly it 
is not true of the Tamarack store, for 
the simple reason that we do not sell 
service except in the smallest way pos­
sible. From-the very beginning of the 
association our people have been care­
fully educated-to understand that ser­
vice costs money, ami that they must 
pay for it if they insist upon it, just as 
much as they must pay for prunes, flour, 
sugar or pickled fish.
“It was fortunate for our enterprise 

that it was started at a tilnc when the 
public was not demanding from the 
storekeeper anything like the elaborate 
service it now demands. This has giv­
en us time to educate our customers to

vice, and lie must make 
turners foot the bill..

1 ‘ Here is the way in which this us 
sessmeut works out in actual practice: 
The retailer finds out from liis books 
that his total service expense for a 
given time totals a certain sum, and 
that this sum is a certain percentage on 
his sales for that period. Of course, 
this percentage lias to be provided lor 
in fixing the prices nil all Ins goods. It 
is unpractical, not to say "npossible,- 
for liiin so to distribute this clement of 
cost that it shall be paid for only by 
those who create it. —

‘•'Tile customer who comes to the 
store once a week, buys a week’s sup­
ply at one time and t ikes Ilia goods 
away with him, without putting the 
merchant to a cent of expense for de­
livery service, has to pay Ins percent 
age for sending an auto delivery wagon 
three or four times a day to the house 
of the customer who demands almost 
continuous delivery.

‘‘This is rather hard on I lie house 
wife wlio is making a constant light to 
keep down' the high cost of living, who 
carefully considers the expenditure of 
every dime and nickel, and who is as 
conscientious in the ‘handling of the 
money her husband turns over to her 
for household expenses as she would bo 
if it wore a trust fund. Hhe does not
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see that they can furnikh the service 
themselves and be very well paid in 
direct saving for a little forethought, 
system and inconvenience.
“It the customers who really want to 

practice frugality and cut the nigh 
cost of living could be made to ree.li/e 
how heavily they are assessed for this 
item of service, they would rise up in 
revolt. In many cases the retailei’s ac­
tual expense for service amounts to ten 
per cent., and in some cases fifteen per 
cent, lie must add that to all hi * other 
costs before he reaches the point of 
putting on a profit. Fader the couijs; 
titive system it is not a question of 
whether the customer wants this epib 
orate and costly service he must pay 
for it just the same, whether he wants 
it or not ; in faet, w hether he gets i*. or

“Those who do not want it and do 
not get it are assessed for furnishing 
it to those who demand and receive 
most of it—for this high service >• t 
has intrenched itself in the whole com 
pet itive »v stem. The competitive re 
taller is not to blame for this; he i- 
bound to give his »o called best ‘-os 

•ton,<r-, his most, extravagant eu-toner, 
and iiis most thoughtless customers 
what they demand in the way of ser

want service at least not in the mod 
ern sense of the term.
“In.the first place, she knows she 

ran buy much more closely by going 
to the market herself and making her 
selections in person than she could by 
ordering over the telephone and trust 
ing to the storekeeper to make the se 
lections for her. Again, she is willing 
to use forethought and study," arid to 
put herself to any reasonable iuconven 
ierice in order to economize.1 ’

A Premium on Prudence 
“In short, she wants to furnish the 

service herself at least the main part 
of it and get the benefit of her fore 
thought and her care in the form of a 
reduction in the cost of her goods to 
the amount of what she saves the mer 
chant in his service cost. Hut under 
the competitive system of retailing she 
has no chance in the world to do this in 
most stores. The assessment for the 
merchant’s service expense -including 
all the frills demanded by his most ex 
acting customers- has been spread up­
on all his goods before the thrifty eus 
turner prices or buys them. ^

“No matter how glad the ordinary 
retailor might be to give the prudent 
and -‘If serving housewife the benefit 
of her reduced demands of serviqe, he

feels ho cannot do this because it would 
throw his whole pricing system out of 
joint.

“ Right he,e is where the co-operative 
store or perhaps I should say this par 
titular one cornea to the aid of the 
thrifty housewife, and puts a premium 
on her prudence and her willingness to 
dispense w ith the frills and furbelows of 
modern store service. Every one of 
our several hundred customers has re 
ccived II careful explanation of the 
high cost of service. They all unller 
sinud that they must .pay for every 
4-tcmg thry get, Including service.
“As they are part owners of the 

store, vie put it up to them mi this way: 
‘At the end of the year, when you 
draw your dividend on your stuck, you 
will get actual cash pay for helping to 
serve yourself instead of making the 
store servit you. Hy buying your sup 
plies once a fortnight,- or once a month, 
and taking them home yourself, or nl 
lowing us to deliver them on the regu­
lar weekly delivery trip, you save the 
store a certain amount of expense and 
you get that saving with your dividend 
iu cash money. ’ Because all our eus 
turners are carefully educated in this 
important mutter of minimized service 
expense we are able to give them a 
great advantage over the competitive 
merchant. '
“1 do not claim to know how much 

it costs the other merchants of Calumet 
to flu business; but 1 do know I hat 
our entire expense of operation is a 
lower percentage of our sales than is 
the cost ol service alone in some retail 
stores in the city. Our entire cost of 
doing business is only twelve per cent. 
Frantically all our shareholders are 
mighty hardworking people and they 
need every cent they can save. Nearly 
all of them have large families of chil­
dren who are growing up into good, 
husky, useful American citizens. These 
children are faithful attendants at 
school and they live in a cold climate 
where plenty of clothing is required 
through the long winter.
“All this means a heavy expense iu 

proportion to the amount of money 
earned by the head of the household. A 
mmewurker’s wage is a vt ry modest uf 

lair,, to say the least, and many of 
these laborers have anywhere from 
eight to a dozen children. They are 
leading useful lives; and their children, 
with a common school education, will as 
a rule become more able and intelligent 
than their parents.

“ I’ersonally, I cannot come into close 
contact with families of this kind with 
out feeling, at least in a sense, that I 
must make their problems my own, so 
far as helping them to make I heir 
wages go ns far as possible in providing 
the necessaries of life. To teach people 
of this kind the principles of thrift is 
a privilege; and the Tamarack Cooper 
alive Association has accomplished no 
thing of which I am more proud than I 
am of the fact, that it gives these 
good, hard w orking folks a chance to 
buy their merchandise without having 
to pay for the frills of modern store 
service that the wealthy, the extra va 
gant and the thoughtless modern Am 
encan customer habitually demands.

“It is a Keen satisfaction to fuel 
that these hardworking people have ae 
cess to a store that is able to give them 
the benefit, in dollars and cents, of 
their willingness to furnish the great 
er part of the store service themselves, 
to plan and execute their purchases with 
a view to rigid thrift and thorough 
economy, and to live like sensible work 
ing people instead of like folks having 
solid fortunes behind them.

“This may sound a little bit harsh; 
but there is not a retail dealer in food 
stuffs in America who does not know 
that one of thi- biggest troubles of the 
American people is this very tendency 
to live beyond their means and get 
away from plain, practical, old fashion 
ed thrift
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