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STOCK.TAKING—THAT BALANCE
SHERT.

It is the duty and privilege of every
merchant to utilize the next few days or
weeks that shall intervene before the time
arrives for taking his annual inventory of
stock and striking the usual halance sheet,
ina vigorous effort to werk off, at almost
any price, as much as possible of the old,
unsalable stock he has on hand. Thusnot
only will the task of making out the
halance sheet be lightened, but, his state.
ment will present a more satisfactory’

howing, and the cash received from this
source may be expended in purchasing
newer and more salable goods. The
Merchant has annually urged tbe fmport-
ance of every business man making this
inventory an absolutely faithful exhibit of
the actual value of all assets—in order that
he may neither deceive himself nor his
creditors. A truthfulinventory iathe first
step towards closing the year's affairsin a
satisfactory and business-like manner, and
it is equally indispensable to a fair com-
mencement of the New Year. If the
pruning-knife has not been regularly and
judiciously employed throughout the year,
the task will not be found easy, and it will
repay the storekeeper to personally ex-
amine and fix a price on every item of the
account which is not strictly fresh and
new stock, and determine the quality and
nature of everyaccount on his books. If
clerks be entrusted to make a list of stock
and fixtures, at cost price,and of accounts,
old and new, the results are likely to be
misleading, and may even lead to bank-
ruptey. Stock and fixtures are worth just
what they can be sold for, and if the
market price of any article has been re.
duced, the estimated cost must be reduced
to the same extent. The original cost has
comparatively little to do with fixing the
selling or inventory value. It is
nccessary that the manager of an
cotablishment  should discover  all
sarplus stocks that are Dbeing
carricd over, have the prices of these
lines marked down and the goods dis-
posed of as quickly as possible, in order
that their true value, as asse’'«, may be
ascertained. The estimate of the collect-
able value of book accounts should always
bea conservative one, made with due
allowauce for subsequent shrinkage. The
merchant who has not ascertained with
rcasonable certainty the true worth of
these elements of his inventory is working
in the dark, and may, sooner than ex-
pected, receive a rude awakening, which
will cripple him for life.

The causes of leakage arc many, and
sorr ¢ of them apparently so small and un-.
important as to seem insigunificant and
not worth considering. But the trouble
is there may be a dozen or more of such
Icakages, which in the aggregate may be
doing more towards accomplishing your
dowh<{all than the one vig lcak which you
are endeavoring to stop. The leaks in
different stores arise from Qifferent causes.
In oune it may be from not knowing how
to buy to advantage, or perhaps in selling
too cheaply through costs not baving bean
properly computed. Another leakage and
one from which ninety-uine oat ot every
hundred probably suffer more orless is
bad book debts, With others it may bein

the deterioration in the value of stock,
while still others may be traced to per-
s00al extravaganee, excessive cost of man-
asgement, dishonest or too wmany em.
ployes. or perhaps carclessness in book-
keeping. But whatever the cause may be
it is the duty of every merchant in pre.
paring his balance sheet, to endeavor to
ascertain what it is; his duty tohimself
and to his creditors demand it. If you
discover it to be in your purchasea resolve
to be more careful in this respect, if in
your sales be more exacting {n future in
figuring out the costs, it in bad book debts
or failures, inaugurate a more cautious
policy for future guidance.

As we havs already said, a frequent
source of unreliable assets is found in the
losses made by bad debts, and not carried
into the “ Suspense Account,” to be finally
closed in the ** Profit and Loss Account.”
The neglect to do this has often grossly de-
cefved both creditors and debtor. Another
element of uncertainty tending to dis.
credit the balance sheet fs the accounts
receivable. Every account has a-time
fixed for its payment, and only such asare
paid promptly are good, There is no such
thing as an account ““good, but alow;”
it may not be bad, but it 1s not good.
Much tact and knowledge of human
nature is required to make collections
without losing desirablc patrons, but it

season to fnsist upon settlements with all
customers.

To make such a cold-blooded inventory,
especislly for the first time, meansnolittle
work, and requires courage, p&tlenee and
determination—it calls into exercise all
the qualities which tend to make a suc-
cessful merchaut. Every mistake, every
bad purchase, every siow or bad aceount
must be met and disposed of, or—shirked
and run away from. Some years ago it
became necessary, in autumn, for s trm
some years in business to make « state-
ment of assets and liabilities, To get at
the value of the stock—merchandise only,
that is—an inventory made in January of
that year was taken as a starting.point;
to this was added the total of purchases,
as shown by merchandise account. From
this amount was dsducted the total of
sales, as shown by the proper account, less
the estimated average percentage of profit
on such sales. There remained about
$14,000, which was assumed to show the
real value of merchandise actually in stock,
To close 'an estate it was determined to
dispose of the business. A purchaser was
found and an atterapt made to settle the
price to be paid by taking the latest in-
ventory as a basis. It turning out, how-
ever, that the inventory of January, on
which that of September was based, bad
been made by listing goods at cost, the
propoeed purchaser and the surviving
partner went through the stock and
agreed upon the price of every item. In
takingthis final account of stock 0o de-
duction was made which the surviving
partner did not readily aseent to as rea-
sonable, yet the total thus arrived at was
but $8,200—a of more than 40

fell through. An assignment followed;
the stock was 30id by order of the court at

must be done, and the presant is a fitting} -

tory. Moral: .Exclude from your balance
shoet everything that is not 3 good aseet,
and ascertain exactly how you stand at
the close of your finaficial year.—Ehe
Merchant.
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PRECIOUS METALS PRODUCT.

According to Wells, F.r.o&Co'- aanual
report of precions metals prodqeod in the
states and territories west of the Missouri
river (including British Colunibia)-during
1801, the aggregate was : Gold, $31,076.9043
silver, $00,614,004; ocopper, $18,301,008;
lead, $12,385,780, Toul xroes result, $118,.
237,441, The “commereial” value at which
several metals named herein have beex
estimated is: Silver, 98 cta. per oz.; cop-
per, 11 cta. per 1b.; and lead, $4.30 per cwt.
British Columblia forwarded $290,976 in

gold dust and bullion by express. -

The groas yield for 1801, segregated, Iy
approxlmotely as follows ;
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The oxpom of snver during| u:e pest yoax
to Japan, Chiuas, the Straits, etc., were s
follows: From London, $33,467,075 ; from
San Francisco, $7,912,370. Total, $41,39,
443, as against $47,074,900 last year. Ponud
sterling estimated at $4.84.—Coloniist.
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PATRONIZING SMALL STORBS.
Says a woman : ‘‘In mylhopplng,pu-
ticularly in the crowded times, I'find th
smaller shope very satistying, The grea
trading places hold such throngs that iti
not easy often to get near enough to:
counter to examine an intended purchase
I saw a woman swept by a counter ‘on
day wildily gesticulating in the .surgin
crowd, *‘I'll take the pink one.’ I doum
believe she evergot it. It was a vase sh
waunted. In a store a few doors away, de
voted solely to thesale of porcelain ware o
all grades, she could.find plenty of vase

aud a chance to bay them.

% The great emporinms, where it is po
sible to buy a gridiron and a sealski
sacque, a plece of bronzeand a volume ¢
Browning, al! under one roof, naturall
attract, in this catholic eoterlng,lmmm
numbers of people. At times to shop |
them is merely a case of survival of-td
fittest, and 12 it is an extra that X am lool
fug for, something out of the generalds
goods list, I unsually find my way to
smaller place.

“And I patronise, too, whenever po
sible, the corner shops near my residenc
It such shops are conductsd by persons.
taste and activity, as they often are, t/
assortment, though small, will be choic
At a little jewelry shop just -around t!
block ta the avenue Ihave often pickeds
the daintiest pleces of bricabrac.
plece of Dresden, perhaps, or a bit of ¢
silver carefully chossn from a large who
saleassoctment. And the price has alwa
been satisfactory, too. I think a wo
should be spoken for the small shops,
ouly on the principle of ‘liviag and :
u".”

‘Walter Woods & Cotnpany, woodeaw:
merchants of Hamliton, Ont., bave cal

|70 cents on the dollar per the last iuven,

a toecting of thelr creditors.



