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QUEER BUSINESS METHODS.

S TRANGE, indeed, are the business
methods of a great many of the book
and stationery dealers of this country.

la fact, their methods in many cases are not
business methods, but simply business hap-
penings. Many of them have no system
whatever.

They have no bill book, and do not know
when their Bills Receivable and their Bills
Payable fail due. Some of them have and
study them like their Bibles, but these are
the minority.

They do not check over their creditors'
monthly statements, and hence do not know
when accounts should be paid in time to
secure cash discounts.

They do not know the value of a five per
cent. cash discount, and cannot realize that
it means anywhere (rom 2o t t6o per cent.,
according to the circumstances of time.
They have no method of financing, and
never have tried to ma,ter the subject.

They have no nethod of buying and sel-
ling. They guess how much to buy, guess
ai how Much to sell, and guess as to the
amount of stock in band. They never know
whether they are buying dearer or selling
.cheaper than their competitors.

But these are generalities-examples are
better.

goodis were due, the bill was sent. but it was
unnoticed. rhen a draft was made on hitm.
This also was unnoticed. Then a letter was
writte.n, asking politety for an explanation.
No answer. Then another and another,
unt:l patience was exhausted. The accouînt
was then placet for collection. The law-
yer's 1 tter was unanswered. Suit was en-
tered Then he paid the claim plus over
$3 custs. His whole profit was gone, and
he had te pay just as soon as he wnuîld have
if he asked for the indulgence of the cred-
itor. A nirely written letter would have
saved him over $3, his creditor $2 or $3,
and his own reputation.

* *

Another sinilar case may be mentioned.
A large retailer owed a wholesaler Sço0.
Mter several ineffectual attempts to gel a
settlement of some kind,he was suied for 5z5o,
and paid it and the costs promptly. Then
the tirm wrote letter after letter ask ng him to
make arrangements foi the other part ofthe
account, and affering hini every chance. But
everything was treated with indifference.
Answering letteri did not seem to be part
of his business. Another suit for $250 was
entered and the anount was paid mn a few
day.. These casei are facts and accurred
quite recently.

There is to-day a retailer in an Eastern
town, between Toronto and Montreal, who
carries a $lo oao stock where a $6,ooo would
do better. For ibis reason the commercial
agencies give hini a poor rating, the whole.
salers give him fewer snaps, and he himself
is loaded down to the ground w.th the
burdens of bis debt-payin.t. Liquidation
will help him if he undertakes it, but it w Il
be unprofitab'e. Never overload for the
sake of an extra 5 or lo per cent. It
doesn't pay.

N'ot many miles from Toronto there is a
young man in the stationery business. He
is bright, capable and might have been
successful in life. ilut he made a misstep.
He ordered goods train a Toronto whole-
saler until he had run up what was for him
a pretty large bill. When asked ta settle he
rerused, and did not try to make any
arrangements for its payment. lie would
not give a note of any kind, and, as a result,
the wholesaler sued him. The defendant
put in as his plea that he was an infant,
under at years ofage, when he bouglht the
goods. lie slipped out of a claim of nearly
a hundred dollars, but he damned his
business reputation for ever in this province
He loit ten times as nuch as he gained. A
man's reputation is worth hundreds of
dollars so long as il is spotless. Once let it
be dragged in the mire and it takes many a
ycar of purity-bleaching ta restore it to its
original chastity.

A man owed a Toronto wholesaler a bill Talking with a banker the other day he
for about St, eold ai net prices. When the remarked : ' I refused him the loan because

he was an habitual poker player." Gamb-
ling is a curie to many a business man.
Vere it our calling to do the preaching act,

we would say more. As il is, the incident
is mentioned and the reader is left to draw
bis own conclusions or lessons.

Sp.ce forbids any further enlargement of
ibis subject, but it is one worthy ni the
study and thought of the best of business
men. The railroad has its printed guide, ils
schedules and ils methods. So the reail
merchant must lay out his work and decide
as to the means to be used to accomplish
certain ends. Methad in business will pay
an extra lo percent. on the capital invested.

THE STATE OF TRADE.

N OrwTWSTANIN; 
the general

cry of hard times, the wholesale
stationery trade bas held ils own com-

pared with lant year. One houte claims to
have made a *ubstantial increase in the
volume of ils business each month of the
present year compared with the correspond.
ing month of lait year. Whether profits
have increased in proportion is another
question. Four other wholesale stationery
hojses emphatically declared that the orders
for September delivery were fully equai to
the volume of lait year. This is exceedingly
encouraging, and shows that stationers do
so little anyway that that little cannot be
affected by hard limes. The goods are such
as are always wanted, and always sell.

With the book men and the fancy goods
dealer it is different. The book trade of the
present season is froin five to ten per
cent. less than last year. The school-
book trade has declined very little, but the
itscellaneous and toy book trade bas gone

down very considerably in volume.
The fancy goods jobbers are the men who

feel the p*nch most. Fifteen per cent. is a
saie estimate of the dechine in the volume of
trade. l'art of this is due ta the decision of
most jobbers ta take fewer risks this year.

In spite of the decline in some lines, trade
is seemingly healthy and collections are
(air.

LIKELY TO BE SCARCE.

t wing to the circumstance that the lIoys'
Own, the Girls' Own, the Sunday at 1iome,
and the Leisure flour are bound in Canada,
there is often a scarcity of them during De-
cember. when il is too late ta order on
sheets.

Dealers wlo would avoid beng left in the
lurch with unfilled orders should not delay
too long. Delays are dangerous, if there
are reasons why they are dangerous-not
unless. In this case the delay is a dang-r-
ous one, as bas been proven by the experi-
ence of former years.


