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OANADA'% TRAD.

ETURNS froin thc Customs oflice at Ottawa arc not cx-
actly enthusing, alnhougli they are nlot disheariteing.

June was expected to show an increased trade, as compared
wilth June last yVear, but the returns are a disappoiîntent, as the

following comiparison shows :

June ipllorts.
Cottons . ,.. ....
Fancy goods. .
Furs ..........
liats, caps, IoIIIets

Silks .

Total dutiab,: goods
Coin and bullon .

Fite Goods ..

Total . ....

Junte exports.
lroduîce of Canada.
produce of otier couni.

tries

Total..

1893.
$30,727

84,378
54,504

39,111

139,764
771,395

18)4.
$i 99,074

84,634
29,339

38,283
l13,790

442,786

1895.
$275,375

59,593
24,395

28,557
1 13,405
416,137

6.303,368 4,406,923 5,671,152
1,022,903 24,490 46,865

4,674,759 4,990,080 3,052,822

$12,00 1,030 $9,42 1,493 $8,770,839

8893. 1894. 1895.
$11,317,285 $t 1,854,088 $9,476,453

2,055,080 1•371,785 1,090,824

$13,372,295 $83.225,873 $80,567,277

In the ace of such figures it is hard to say that trade is as

healthy as cati lic desired. Jutne should have made a better

slowitng, althougli it nust be adiitted that domestic goods are

occupying the market tore and more. To this latter statemnent

wc mist make onc exception, and that is, the importation of

cottons, which is incrcasing,
hIe iillitiery trade, as a gentleman remiarked ic other day,

lias gonfe to blazes. The impoîxrtatioi of millinery lias beeni

steadily decining for twelve motilis. But iiport figures arc,

pcrhlaps, unjust in that iiore of tie mnechaniical cost or nilliiery
is lcitg added lire, only tie raw iaterials bcing iiported.

Still, the miilliiiery trade is by no means expandiig.
The iniportations or woolens arc only about one-half what

they were in 1893, and ticarly ten per cent. less than last year.
This is iosily attributablc to two causes. Domiestic tweeds,

etofftes, friezes, flannels, knitted undcrwear, and carpets are

stadily gainiig gtouid atid arc rapidly monopolizing the mar-

ket (or mîseditîn and lower grades. Tlie second cause is that

the quality of wooletis iniported has beeti iuch lower than int

previous years, and licice the value of an equail iumber of

yards is nlot so great as foriîerly. Fron these reasons it may
be inferred that the woolen trade is in alnost as good a position

as ii 1893.
'lie mncrease in tie niportation of cottons was fuly dis.

cumaed in our last issue.

Our fiscal year ends June 3oth. Ixt us again compare:
Total exports. Total inports.

Fiscal year :892. .. $113,963,375 $127,406,068
. "IS93 - - .t18, 5 64,352 129,074,368

S . . 894...... 7,524,949 123.474,940

" " 1895 .. - 13,o000,o 1 :6,ooo,o0

It dits coipaisosin aiust le reiebsicred thai the figures

given for :895 are only appro.uiatc, as full returis are not yet

to hand. lut there is no doubt that the volume o( exix, h las
fallen to the level of s892, while impoits have (allen very con.Ider.
ably. The latter is more easily explained than the foru Ille

fall in the value of produce does not wholly explain the small

export of 1894.5. but part is attributable to gencral slowa. .s of

trade.
While trade shows a slight decline, there is no reafon for

discouragement. lin fact, there is room for congratulation thait

Canada has so safely weathered a trying year.

TAKE YOUR OASH DISOOUNT.

N h etter advice cati be giveil the nierchant going mîitobusincss than ain urgent appeal to buy for cash. Are %.ouî
a young man, just opening out in what is considered a prownis.
ing locality? Then take advantage of the cash discount%.
Ilave you pretty generally followed the credit system but beigmn
to wish that circumstances enabled you to buy at cash pbrees?

Then, as often as you can, get the cash discounts,and sec, when
tle turn-over of the transaction is figured out, if you have not
secured a better profit than you looked for. Ily graduai effort
it is quite possible to substitute cash buying for credits, and
though the process requires patience and care, it invariably pays

in the end.
The whole effect of the cash system is beneficial. It makes

the merchant more cautious in giving credit. He becomstes
more systematic in making collections. Every branch of his

business fels the increased care he is bound to give it in order
to maintain ahility to buy for cash. hie experience of every
merchant who has tried it goes in favor of raking in the cash

discounits. Those who have weighed the whole niatter declare
that, in a moderate retail business, the cash buyer will clear in
discounts an average of $5oo ier year. That is, he makes hi
ing exiesaes, so that every cent beyond that is net profit.

A shrewd and exierienced member of the trade was asked
the other day by TuE REviEw if his observations confirmcd
those arguments. His instant reply was: " Yes, I knlow of a
typical case wbere it applies exactly. In a thriving western
town a man began business not far fron a weiiestablished vros.

perous store, the owners of which bought on credit, and fron
their prestige and long standing had donc well. The ncw

coner began by cash buying and saving his discounts. lie
kept this up. It became his inflexible rule. Ten years have
gone by, and ic man who started with the handicap of limited
capital, and well.devcloped comipetition near by, has distanced
all his rivals, and could purchase them out if lie desired."

One of the evils of the credit system is that it grows by wAt

it feeds upon. L.ike a crutch, the more one leans on it the

more one seems to need it. 1ly graduai effort it can at last le
dispensed with, and this is the renedy whicl every man cati
apply if lie has the mind. Tie merchant whose capital is ii
stock and book dcbts makes a living. With due care lie can
go on raking a living as long as he lasts, but he is always much
at ic nercy of bad seasons, and, moreover, there is no old
age cf retirement and prosperity bcfore hima. It is, looked at
strictly, a case cf living (rom hand to mouth, and, when we
consider that cash discounts don't mean spot cash, but gettisg
eoods for thrce, four, or even five months, according to circuni-

stances. there scems no reason why merchants, as a body,
should not lay themselves out, as a bottom principle in bui-.
:wss, to save their cash discounts.


