
usy Month.-Tiie retailer otght to be
up against it " just now, to use a

street expression. The tine hias
comne whien goods should begin to
move, and the retail ierchant wili
put on his husy air and do his
utiost to change a large portion of
bis capital from the shelves to his
bank account. With his plans ail

laid, his premises in shape, and bis staff on the alert, October
and November ought to render a good accounlt of themiselves.

Ve trust ail our reiders are harvesting just now, and we
sincerely trust the yield will be so abundant that the turn of
the year will see a handsone balance carried to the riglt side
of profit and loss account. 'ie tie for planning iF largely
over; these ouglit to be days of action in which nethods and
outlay tell their tale in definite results. If you are not busy
now, unless it be that weather
and other circumstances halk
you, there has been sonethiig
wrong in your management.

Don't Lag -With busi-
ness on the rush there is soie
danger of overlooking the
tact that eternal vigilance is
the price of success. Do not
imagine because you are
having things your own way
just now that you will never
sec the 1 dog days " nor ex.
perience dull times again.
" In peace prepare for war."
Keep your eye upon the
fundamentals. Do not grow
careless in regard to details.

Vatch your advertising as
carefuliy as though every cus.
tomer that comes in were to bc
won through your persuasive
invitation. There -ae soie
people who make the excuse that there is no need for
advertising when business is good. These are the folks
who, when trade is poor, cannot sec the. u'se of spending
money on publicity. Vou must keep up an unceasing
push on advertising, window dressing, attention to cus.
tomers, and ail the points that go to popularize your store
in harvest as well as seed time, in winter as well as summer if

you are to retain your iold upo: people. Bleware of lagging.
Let every ristomer just now be led to feel that you treat hin
as if e vere the only one in town.

Look Ahead.-It may seen inpossible to look ahead
ju<t niow, and some people becoie so engrossed in the present
that they do not seem to sec beyond. The man of the tines
keeis one eye on the present and the other on the future.
The fellow who buries bis nose so deep in to-day that he over-
looks to-morrow becomes cross-cyed. There are a great many
things that you can conveniently put aside until you have
more tine to give them proper consideration, but there are
some things in every business that require preparation in
advance. The man is truly master of bis circumstances who
has pait, present and future always before him. The past wili
help> him correct mistakes and gauge bis capacity ; the present
will give him swing fir his energy and skill, and the futute
will inspire hin with the possibilities that stretch just beyond

his finger tips. Do not bury
yourself in the past or so wrap
yourself up in the prescrnt that

Musings. you wili forget that the future
has apportunities that may

~. ,.~, * cinly be yours by preparing to,to reply promptly to
ly soon have one to seize them as tbey came.

Cash vst. Credit-Just

ois who think they are about this tinte retailers are
ot Insuring their stock. apt ta bic sigbt of the relative

Whovalues f cash and credi. In
who ~. Une, uoaj~ the general activit>' sales are

iving credit give your. too oftcn made on credit that
te doubt, not the other would hardly be considered in

calmer moments. Constant

, but don't et watchfulness must beeox
crcised in regard ta, accumu-

nyone take as much lating an undue amount af
einess as you ougyt credit sales. Keep down ur

accounts as much at possible.
To this end offer every induce.
ment a your customers t
trade an the cash basis. Give

liberal discount for cash in such ina ay as ta lead people t
sec that they can actually save noney by putting up cash for
their purchases. With many credit is a habit of which they
can easily be cured by a demonstration that will touch them
at the pocket. Some find premiumr a good means of winning
people over to the cash system. The discount plan is straight
business and gets most directly at the desired end. Try the

Mercantile

The min who neglects
business letters ma
answer.

Don't be one of those fo
saving money by n

Lawsuits are for people
end peace to waste.

When undecided about g
self the benefit of t
fellow.

Keep cool and bc polite
walk over you.

Vou will »ver flnd a
Interest In your b
yourself.


