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WORRIES OF BUSINESS.
Every one has troubles of his own.
‘armers® and mechan ¢; sometimes

speak as though busine:s men wera the
favored ones. People not in trade
have lttle idea of the worries and
annoyances which business people have
to meet and contend with every day.
Of one of theso worries we propose to
speak briofly. .

Ono of the most annoying and most
frequent causes of worry on the part’
of business men ‘n aslmost cevery de-
seription of trade, i3 reports which
come in of cutting ip prices on under«
sell ng by o compotitor. Cutting in
prices to an unreasonable extent is al-
ways o bad thing. When a mopn is
struggling to make an horxxt living
and pay 100 centd in the dollar, it is
a cause of much unrest to him to be
frequently told that Lo is being under-
sold, especially when le kuows that
the goods caymot be sold below his
prices on g legitimate business basis.

These reports of underselling are, we
again say, one of the great causes: of
worry to busingss men, ana we make
thoe assertion here that most of the
reporte of this nature are not found-
ed on fact. X this bo true it would
appear that much of the annoyance
caused t business men om this ac-
count, ip unpecessaxy, and that if tie
real facts were known, there would
bo 1fttle cause for worry.

Retail dealers have thelr full share
of worriep of tlls nature. They are
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told every day by their customors,
that NMr. 80 and 6o 1is sell-
ing exaptly the same article at o
much lower prio» than thoy are agk-
ing for It. XIa nine cag?s out of ten
we may Bafely say, the customer svho,
makes statements of this kind ia
wrong. He may not alwayg be lylng,
but he is in error. Consumers as a-rule
are pot competent judges of the goods
they are purchasing. They may
think the lower priced article ig the
game, but the probability e that it
I8 & cheaper class of goods. Even
where the goods could be compared
together, in many cases the consum-
er wpuld not b2 able to plek out tho
mest  costly article, though there
might b2 a very considerable differ-
ene2 fn value. Consumers who go
from one gtore to another, and ro-
port that Mr. go and 60 hasg exactly
the same article at a much lower
prie2, are simply mistaken in probably
nine cases out of ten. ‘The writer was
in a shoe store the other day when o
customer eamo in and asked to be
shown some ¥®hoes. Ho asked the
prico of one palr, and started back in
astonishment as he explained that he
could buy exactly the same shoe at
another store at such o price. The
price named Avas so far below the
price asked by the dealer that it wan
evident at once the oustomer had
made 2 mistake. He was positive,
however, as people who make such
statements  usually are, that the
goods were cxactly the same, and
finally went off in-a huff b:enuse the
merchbant tried to persuade him that
there must be a mistake somewhero,
as the pries he said the shoes were of-
fercd at In the other store was far be-
low the cost of the goods. .

The average retall dealer has a
great many worries of this nature to
contend with, and if he be inclined
to believe the btat¢ments mado, he
will be in continual hot water about
‘being undersold by competitors. Some-
times reports of this nature lead to
senseless cutting in  prices betweon
competitors, when, if the matter were
traced back, it would be found that
either a mistake had been made, ox
a falsehood btated. .

But retatlers are not the only ones
who are worried about underseliing.
The fobber hiay iils full ghare of wor-
ries of this nature. He is frequently
regaled with kerious complaints from
his travellers on the road, about the
low prices offered by his competitors.
As in the case of the retall dealer,
the fnajority of these reports are not
founded on fact. 'The retailer who
says that hie 15 buying an article at
o lower price from another vouse, does
uot always fmean to lie outright, but
the effecct bf his Etatement often
smounts to ‘the same thing, Some-
times he may, like the retatler’s cus-
‘tomer, be iabbring under v migtake.

Sometimes he may make such a stute-
‘mont to test the market as it were.
Ho inay faney that le is not getting
the closest price obtainable, and may
Just be inmaking a bluff to see what
the offeet will e, Sometimes tho re-
taller mmay make a gtatement of this
nature to get rid of 4 traveller with
whom he does not wish to do business.
YVarious other reasons might be given,
all leadingy to the same conclusion
that if the facts were known, the re-
ported underselling would not turn
out to be a very kerious affair after
all,

The writer very recently came
acros. two cases, one immediately
after tho othier, in which reports of
underselting had cauwsed considerable
worry to local Jobbers. Circum-
stancoas led to the dlscovery, slhiortiy
afterwards, that n both the:o cases
the reports were utterly fale. In
oue case o grocery traveller wrote fn
to the effect tiiat he was being under-
sold on g, certasn line of good+, and
urzed that tho price quoted by his
louse would have to be reduced. Time
proved that no such pr.ces had been
offered as were quoted to him. In
the other case a traveller wrote to
the offecy that a competitor had
quoted much lower prices o one of
tbeoir customers, in  consequenco of
wiich lie was unable to  se-
cure the expected order, An
investigatfon sliowed that, the state-
wen bt mado to the traveller was utter-
Iy w:thout trutl, the prices quoted by
both I:ouses bamg the same. ‘Tho
woral s, that business men, whether
reta:lers or Jobbers, sbould not ac-
copt statements of this nature as cor-
rect. In tho great majortty of cases
there s cither a mistake or a mis-
representation jn connection with the
matter. DBefore engaging in an un-
profitable ana foolish price-cutting
contest, merchants will do well 10
ascortam Jju-t how much truth there
i8 iu reports of underselling. In the
majority of casos they may take it
for granted thatetlie actual under-
sell ng is not as serious a matter as
reported.

A NEW GRAIN DISTRICT.'

This is the first season that grain
from ‘points along the Calgary and
Edmonton railway has been a feature
of our grain trade. A' few odd carsg
have been handled by the Winnipeg
grain firms in recent previous years,
but this season the available surplus
of grain in northern Alberta has been
sufficlent to attract sdme attentlon
from the Winnipeg trade, As a re-
Gult & nuinber of elevators have been
egtablished by Winnipeg firms at
points along the Calgary and BEgmon-
ton raflway 1in Nortlern Alberta,
Oats have beeun grown to a consider
abie extent in the Bdmonton district,
and as in previouds years the surplus



