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THIS WEEK’S MOTTO:

Keep your place of business
tidy. Customers have eyes and
noses and they aré easily dis-
gusted.

Advertisers and Subscribers may have their
correspondence addressed to the care of any of
our offices and they are invited to use them at
any time. At the'Head office, Toronto, & place is
set apart where they can see all the latest news-
papers and the latest issues of trade papers from
all parts of the world, where they can do their
correspondence or obtain any information. Par-
cels may also be directed to the Head office.

Certain retail grocers of this city continue
to wage relentless competition against their

fellew merchants. Profits they are deter-

mined nobody shall have, but customers they

pursue with an ardor that hardly seems
rational. Their feverish eagerness to check-
mate all rivals who aim to make business pay
is difficult to understand because of its en-
tire purposelessness. They care not who
gets the people’s money so long as they sup-
ply the people’s goods. For that laudable
ambution they are willing evidently to forfeit
their commercial future. They appear to be
transported, by the intensity of their opposi-
tion, from the sphere of irade to the arena of
sport or war, where there 1s no glory except
in the defeat of every rival, where no com-
promise is consistent with success. There
is no room for indulgence, moderation, con-

steadfast purpose to overthrow everybody
that is not on the same side. Such feelings
as these appear to have the upper hand
amorng. the grocers who are cutting prices
out of all reason in this city to-day. They
have a conception of business that is entire-
ly wrong. It is the conception of war that
they misapply to business, and with it goes
that loose morality of which the most ex-
pressive motto is “ Everything is fair in

war.”
* * *

That sport, not business, dominates some
men’s course in trade appears to be demon-
strated by the risks they frequently take, of
which none are more daring than those they
run in cutting prices. They take their sol-
vency in their hand, and not only occasion-
ally venture, but continually hover, on the
very brink of disaster, like some foolhardy
coachmen whose conceit in their own driv-
iag leads them to hazard their lives that they
may show how ~lose to destruction they may
run along the edge of a precipice. There are
some people who appear to court danger and
are mercifully spared from falling a prey to
it. They make bad rivals in business. If
conservative traders had to encounter an op-
position that was strong by reason of its
economy which made cheapness possible,
they could hope to train down to conditions
to cope with their antagonist, much in the
same way as navvies in certain parts of the
United States Eave begn able to compete
with Chinese labor, on account of their des-
cending to a lower scale of comfort. This
would be undesirable, but it would be pre-
ferable to putting capital in such peril as it
putin bythecompetition the boastfully agres-
sive traders carry on. These professors of
agressivetactics are the men who make bad
debts or depreciated accounts for the whole-

salers.
- - *

It 1s a hard matter to keep up the standard

of quality and at the same time arbitrarily
force down the level of prices. Any attempt
so to frustrate normal market tendencies
may for awhile repress value that is deter-
mined by the cost of production, or that is
the resultant of the comparative quantity of
supply and demand, but it cannot long keep
the market from righting itself by bringing
about a change in quality. As between a given
price and a given article, there may for atime
be imperfect equivalence, but one or the other
has to adjust itself in the end. If the cut price
prevails, the quality has to come down to it.
It 1s true that very often the descent to lower
quality to accommodate the article to a cer-
tain cut price, 1s but a step towards securing
both quality and economy, for the very per-
sistence of low prices has sometimes so over-
ruled ideas founded on value, that invention
has been thereby stimulated to reduce the
cost of production and so finally bring about
the restoration of former quality for the fa-
But too generally all there
comes of it is loss.

vorite price.
The quality of granulat-
ed sugar is now suffering in this country as
the result of letting down the price unduly
for the sake of business. In no country in
the world was there a higher quality of gran-
ulated sugar produced than in Canada. Of
course not all our refiners, nor a very large
munority of them for that matter, had attain-
ed to this excellence in product, but we have
refiners who made -and still make the very
finest granulated sugar. It would be a great
pity that they should be deterred from stea-
dily continuing to make that class of sugar.
Itis to the credit of those who refuse to make
a poorer granulated sugar, that they resist a
pressure which so many of their fellow-refi-
ners are yielding to, the tendency of low pri-
If we still have the
best granulated sugar to be found anywhere,
we probably also have the worst, and it s to
the depressing competition among sellers to’
surpass €ach other in making low offers that

ces to degrade quality.




