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which was the cause in seven per cent. of
the cases; or from trespassing, which ac-
counts for twenty-five per cent. of the
deaths. Level crossings are blamed for
between five and six percent. of the deaths,
and ‘it is very satisfactory to learn that
only eleven persons were killed by collisions
or-accidents to trains. The following par-
ficulars are given ;—

" Of the total mumber, 107 killed and
1,408 injured were passengers, and 396
killed and 2,198 injured were railway offi-
cers or servants. Of the passengers, only
11 were killed and 594 injured in conse-
quence of accidents to or collisions between
trains, the other casualties being attributed
to various other causes, and especially to
want of caution on the part of the indi-
viduals themselves.  Of suicides there were
65 ; of trespassers 230 killed and 114 in-
jured. Fifty-three were killed at level
crossings, and 24 injured ; while from vari-
ous other causes 54 persons were killed and
87 injured.

It will be seen from the above that
almost two-thirds of those injured and 43
out of 100 of those killed were employes
of the railways ; the proportion of passen-
gers killed being 12 per cent. of the whole,
and of injured 37 per cent.

THE DRY GOODS TRADE IN 1865.
Looking over files of the Trade Review,
established in Montreal in 1865, and
amalgamated with Tue Moxerary Triues
in 1870, we find an article on business con-
ditions in the dry goods trade of former
days which is interesting and may prove
instructive. The lapse of twenty-four
years [the article was written in 1865] has
not made all the difference which such a
period might have led us to expect : there
are troubles now which were troubles then,
but instead of difficulties being lessened in
the interval, it looks as though they had
increased. What is stated with respect to
profits in those days, which we now hear
spoken of as the good old days, is very sug-
gestive as to the scale of dry-goods dealers,
profits in the year of grace 1889. We sub-
join the article :
DRY GOODS FROM A RETAIL POINT OF VIEW.
The prevailing depression, in conjunction
with an increased number of direct importers
in the retail trade, has induced many of them
to ignore the margin of profit properly accru-
ing to the importer, which forms the advance
of the closest selling!wholesale houses. As a
result, the non-importer is so disadvantage-
ously placed, that it is extremely questionable
whether in good years he could realize over a
living, and in bad ones, avoid positive loss.
Yet the majority of retail importers, though
seriously injuring the non-importer, in thus
disturbing the legitimate  landmark " of the
trade, cannot ultimately benefit themselves ;
because they fail to consider, or if so, to duly
estimate, the heavy drawbacks attending direct
importation, particularly of small stocks. The
most important of these drawbacks may be
enumerated as follows :
1st. The necessity of compiling lists, or
purchasing stock, nearly three months before
it is possible to ascertain, except approxi-

mately, what may be required. To the re- Fmajority of retailers are in the habit of favor.

tailer, who has no such outlets for redundant

stock as the wholesale man, this is a matter of
moment for more reasons than one.

2nd. Committal to the purchase of a six
months’ supply at once, involving liquidation
atan earlier date than if purchased at inter.
vals during the season here; irrespective of
the time consumed in transit of goods,
and remittances in retirement of paper.

As punctuality is expected in England on
the part of small dealers in Canada, whose
accounts are too insignificant for special ar-
rangements, this is a vital point.

3rd. Loss of the proprietor’s time, in visit.
ing Britain twice a year, to a business de-
manding continual personal supervision.

4th. Damage “or destruction. of goods in
transit, entailing loss by delay or otherwise.

Through extensive damage to a whole ship-
ment, insured against total loss, or if differ-
ently protected, delayed settlement on the
part of the underwriter, a person of limited
means might be unable to meet his engage-
ments.

5th. Difficulty of paying heavy duties and
charges at the period when cash sales are at
the lowest ebb, while the nature of the busi-
ness almost precludes the possession of custo-
mers’ paper, to discount in this or any other
exigency.

In view of these facts, it is safe to assert
that an Atlantic voyage twice a year (aside
from the prestige of importing) will not com-
pensate any one who is without an annual
outlet for stock to the value of at least three
thousand pounds sterling, in addition to what
he must necessarily purchase in a local market,
by way of ‘“sorting up.” The latter, to pre-
serve the assortment, seldom amounts to less
than 33§ per cent. of the aggregate vearly
purchase. If such is the encouragement to
the small importer, purchasing from first
hands for cash, or opening a direct credit,
what must be the position of those who trans.
act their business through agents charging
high commissions for cash advances, or a
guarantee ?

The retail trade of cities in Canada, as else
where, evinces symptoms of gradual monopoli-
zation by a few importing houses, holding
large well-assorted stocks, perhaps too large in
proportion to their retnrns. If such a con-
summation is anticipated by the smaller mer-
chant, it perhaps devolves upon him t> en-
deavor to obviate it, by turning his attention
to the conduct of a few special departments on
the same scale as his larger neighbor, rather
than, as in time past, attempting to rival him
in the number of departments, each managed
on a comparatively different plan.

The mazimum time allowed by wholesale
houses on purchases to their customers here,
without interest, is six months. Dry goods
men divide their fiscal year into two seasons
of six months each, so varied in temperature
as to require fabrics of very different charac-
ter and weight. For these reasons, to avoid
loss of interest qn liabilities overdue, or by
depreciation of surplus goods, however liberally
sustained, the retailer should aim at * turning
over " stock twice a year. This means, that
his sales after deducting gross profits should,
at the end of the year, amount to double the
sum of his average stock, estimated at cost
price. Few in the trade are aware of the
propriety of this ; still fewer of those who are
alive to it succeed in carrying their convic-
tions into practice. Why is this? Wholly
because, whether through ignorance of busi-
ness principles, * haste to be rich,” or reck-.
lessness induced by too liberal support, the

ing the public with much larger assortments
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than the amount of their m\
thus compelling others dilu“’ disponsi
either partially to follow their steps, or

virtue of the social law, get jostled ~?:

ranks. In this, as in many other depary.
ments of mundane affairs, there is only
#

choice of evils.

Among other phases of the M‘
owing to the almost universal rage ﬁ.-.
ticular mode, caused by a lack of vermiilyy
on the part of the designer mmn
customers are much more definite hlh-

merly as regards the color, p..n.."*
of their requirements. leelmnhvhh

fore less scope, proprietors must N-
upon the perfection of their general business
arrangement than upon the m‘
fastidious customers.

A common impression among dry goods
dealers who have not tried the b
the availability of country bl\ncb-nﬁ.
valves for the escape of unfashionable stock,
In addition to the facility Aﬂu“”hg
ways for the interchange and diffusion o
ideas among the rural population, increased
wholesale competition scours the remotes;
distfiots with commercial travellers, whose
numerous orders for the * latest noveltiss"
place the country, in respect to the fashion,
on a par with the town.

Reductions ad libitum in the price of ohe
lete stock in the wholesale warehouse, where
direct contact with the consumer is svoided
will always force a sale; not genenlly i
the retail, where, in the choice of articles for
personal use, price with the consumer, how-
ever anxious to buy cheap, is often & s
dary object. The last filter is, sherefore, fhe
finest.

Canada, as a dry goods mart, is most diff-

calt to cater for, because heavy duties and
charges enhance the cost of imported goods fo
a people generally possessed of large tastes
and small purses. Those in the field of com-
petition, who court the attack sabject fo three
such drawbacks, if not placed hors-de-combat,
are more likely to carry oft lead than gold, in
this triangular duel.
Retail cash trade is necessarily limited—
credit almost unlimited. The diffioulty, bow-
ever, of collecting outstanding accounts in the
aggregate is exactly in an inverse ratio fo the
facility of opening them.

It has been asserted by persons of longex-
perience and close discriminttion,“ﬂu'
5 per cent. of the retailer's gross profit is
neutralized by losses in measurement, *
tions in the sale of remnants, errors in fhe
computation of bills, omissions o enter credit
sales in the hurry of business, shoplifting, sad
embezzlement. |
Retailers, commencing business with or
without capital 1n Canads, if they e
reasonably expect to accumulate anythig,
must, while doing justice to il |
management, be possessed of sufficient in-
dustry to attend to a great P“" of the
details themselves. They have therefore 20
time for public affairs, and bub listle for
society.

“One science will one’genius only fit, b

8o wide is art, so nayrow humas wit.
Without charging the expenses of basinest
with the interest of invested capital, of ey
than a very moderate salary to ﬁ”l'*“:
and making but a slight deduction -“
preciation of stock, or bad and doubtful by
the average met profit realized on sales,
three comparatively very su
Canada “[;est during the past fen year&
below 5 per cent. -
Seeing that the margin of gain
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