
M4 BOOKS AND NOTIONS

PURCHASING POWER.

1 your dollar .a gond as .inyOteir tia.îî¯
Maybe it s andi maybe it is nuot. A dollar is
a hunldred cents anywhere, no matter in
whose hands at Is, but stmiie stien ,.m nake
it do a hundred and ten cents' worth of buy.
ing, winlie otiers can make it do tnly nncty
cents' worth. Therc are raore possibilhttes
mn the nere applhation of money than are
dreant of n some mterchant'' philosophy.
There is close .inalog> between " puriase "
as uscd in met hanit and as used an bui-
ness. The money gaves the mediaum and
basts of leverage, the force laid out depends
upon the agency which is hatdlhng it. A
hundred pound man at the end ofa crowbar
in position will not raise as much as a two
hundred-pound tnan on the ,ame lever.
Money has a relative as tell as an absolute
value This is 11strated in the differences
of resuit attaned by equal amounts in differ
ent hand5 . Wath one man ten thousand
dollars wlI vanish to zero in five years, wath
another st will grow to fifteen thousand dii
lars mn the same time, and ail the conditions
may be equal between the s.me two men,
with the exception of the d:sparity in their
buying abi!ity. One man applies h:s money
ta the market as an engineer applies force
to matter, wih an eye to the ma>.îmum of
effect with the minimum of energy. Another
lays out his noney as if he were simpl imlK
ing an exchange, mnstead of btyin,, There
is usually a vast difference mn the total resuit
.t the end of a lfetime Hluyang as somie
thing maie than converting noney iota
merchandise.

A dotlar can be made go farther just now
in the grocery trade than si could a year
ago. The balance is on the suie of moneyas
agamst mierchand:sc, usually it as, of course,
but is much more so now than it commonly
as lience, the presentis a buyers' marke:
'nces rule low on the generai average and

distribution is divided up The retatler has
therefore %,Ivantages that ie cannnt affnrd
tc ignore If hse does, his competitar util
not, .nl the loa. baan,.c o.f aude at ah.ft
to di t.uipet.tuis side. Il A t.an uo.ntu a
wholesale trader's sample roomt and bu> a
certain grade of article at b6c.,B bas himself
to bame aif e bu)s tht. sasn.e descriptiun of
goods (rom the sacme holesalcer .it &. it as
not desirable to depress prces unduly, but
it is matenai that cach man shoiuld look out
for the lowest that anybod% ehse san secure.
It a by attendin tu th,, that the îer.denLes
of tompertitian tan he ttiîhstoad

A tradet mnay have a spet ial point of van.
tage a% a buyer. irm hi% readeines toi pay spot
..ash cer) t.mc. an hs bi t% p;.isc larbe
orders, in hi:. knawleIgc oif the market, an
his judgment of quaity and alue. or n some
other strong point Competittrs wshob hate
no Jstanjguashang *.trong po.ni .&, buyer
rouit usuall pa% higher soneitames ton
,iderably higher prices than he does l'er
hap, it aught so be ihus, that everv man

siould gel the lenefit of hab un gifts or te
sources, but less favored competitors cantnot
allowi tlemse'ves ta be handerapped. They
(an make a specialty of close buying as a
mater of principle, and should never capitu
late to a quotation tilt the> find out il they
canntot better il. They shoiuld reitemher
tiat no matter how unequal retailers mlay be
n the eye of scllers,thIey are ail equal a the

cye ai buyers, and it is the buyers who lay
ni, the level The smallest retailer muIst seil
at the lnwest price bis big rival chooses to
fix, and the snallest retailer should gel ail
lie can get in tht way of concessions.

OVERDUE ACCOUNTS.
Wlien an account is not paid when due.

says .in exchange,nterest should be charged
on ail excess tine taken. This as right, per-
lectly legîtinate tand good business logic.
Stil oman retailers, for onc reason or an
uther, do not pay their biis when due, and
esenan soane anstn,.es after takng thirty,
stxty or ninety days extra tine, making great
consplants if interest is added. Now there
are, of course, many retailers who when their
bail >.-bout due, if tley can not meet .t, nill
write, stating they are liard up, ask for a
,hlhht exter.ston, and request the jobber to
Add interest. but these are the exception and
not the rde. llowever, as that may be, the
wholesale merchant is not a banker, and re
tailers should get .ore an the habit of bor-
anitan from. ;hc. .tter*a. banks and dis
counutng their bills with the jobbers. The
retait dealers would then soon ascerta.n
the facts that bantks do not Ican money
withoit interest, and this should tecai thent
that the charge of the jobber is perfectly cor.
rect and tut, and tiat it should ot be ob-
Jected to. but p-id withoîut question. There
is another point an relation to the above that
retaîlers should not overlook, and that as
.hat ntan) abbers ai:e coipelled, fros the
lack of capital, to borrow nonev from their
city banks in order to carry their custoners
and meet their own bills. and interest must
le paid on et et> dollar the) horrutn. If re
&.taa deders wovuld burrowt fromî t heir iocai
b.aLnss, .mld dabt uunt thear biils,.obber-, .ould
run theit business on front twenty.five to
thirty per cent. less capital. Discount all
your illis for one ycar and see how miuch
money you wall save - It will be enough to
pay for a good clerk.

If aIl retailers would adopt the plan of
sendang uut monithe st.atenents. the same
asjobbers, ai would tachtatie their maktng
collections. iost retz"lers send outstate-
ment> twîae per year, and frequently an ac-
count gets very large dunng th:st uimc,con.
se.uently at is nuth harder for the .onsum-
er to pay, and to go stîll further, st is îust so
nuch harder for the "obber, who suffTrs fron
latk of .ollef.tons on the p.art of the retail
dealer. We note ith ple.sure that
sme actailers hase aIready started un
the good work of sendang out ntnnthly
statemttents and reports have crachecd us

that it vorks splenididly, that it makes
collections better, and that it is growing in
favor with the consumer, who was at first
itclned to take exception to it. If every
retailer an the country vould turn over
a new leaf andi send out monthily statements,
surh a revolution would take place in c ollec-
tions th.it both retailers and wholesalers
would be astonishied. The smaili dealer
vould make more money by discountiog htis

bull%, and the jobber would save interest by
running lis business on less capital. Do
not wvait for your neighbor and competitori
to start in tiis good work, but commelnce
yourself, .tnd others are sure to follow.

KEEP WITHIN THE LIMIT.

Clerks in a store should reiember tiat
the way to anass a competency is to keep
their expenses lower than their income. A
fews dollars saved cati neek or each month
is that much better than beng overdrawn
ten cents. De not be in too mt.ch of a hurry
ta get rich. Estabhsh and mamîtan a good
reputation, and by fait means manage to sait
down a lattle every pay-day. The time may
cone wshen your good namne vill help you
out au the bank or with the wholesaler when
you are sufticiently educated to go ioto
business for yourself, for no man us com.
petent to engage in business on lis own
accotint until he has sersed an apprenti:e
ship. 'i he first question the jobber will ask
when credit is asked for, " What's his repu-
tation." This will cut more of a figure than
the aitount of your capital.- Ex.

A. S. Barnes & CO., 751 Broadway, New
York, whose celebrated "National" nks,
pen and muilage has been on the Canadian
market for the past five years, are mtaking
somîe extra strides to increase their trade,
which is already no small share in Canada.
These gonds are of excellent quality and
canno fai to meet with the approval of mer-
chants in general throughout the country.
Drop these people a tne for their new prace
lhst.

The Art Lithographic Publishing Co., for
merly Obpacher Bros., of Mlunich, Germany,
whose samiples were shown our representa-
tave in New York at their Amerncan utTit.,
io6 Duant street, by their manager, 'Mr.
Samuel Garre, deserve special mention. The
publications, embracng many new tnes,
have novel fcatures that arc very picturesque.
The card tane comprimes over l,ooo patterns.
The buoklets itumber i5 stdes, .nd .hey
also issue over -io varieties of novelty rar.I'
In the novelty liot one feature in cellulid
wîil be very popular this coming season. 1t
will consiîst of one style negative stock that
resembles beselled glass, so effetive thsa ait
cannot fail ta interesc Our C.nadians. Their
new tine of Sunday school cards, w:th their
trade.mark, " l)Daden line;' is a very ptrami.
nentfeature of theirbusiness, Thesecards are
put up an packets. the tatle on the outside be-
.ng in keeping with the readtng on the cards,
Inaking the same very aîprapriate. The
umne of Nmas cards aie very nch. havng
jewclled effects. This house have their own
factory. situated at Munich, Germany ; thus
ail their goods are made under their own
supervision. The onginals for their publ:ra-
tions are made by promment Enghtsh and
Amer:can aitists' 3r. J. Frank Crafis will
imake a tnp through Lanada from Windsor
c.st to the Atlanta., starting about the i 5th
of this month, shtowing a cortmplete lint of
their publications for the season 189:.'93.

its samples are very braght and attractive,
as as their advertisenent on page :3.


