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CASH PAYMENTS.
By AN O1b TRAVELLER.

e s ensy for o mwerchant to convinee Julsell that

the tune dntuys are to hns advantage, that one 18

surpised that the advastoges of cash payment are

not wore fully dwelt upon by the ttaveller and tho

g 'y heose Praaridy the wounder is that any-

thing b~ to be <afd in favor of it, but, »ince it is such

a gened tnng (o aceept the Jong datings without really

teauotinge it the tesults, much might be done by the tra-

seller o by trede Journals in drawing the attention  of

buyers to the fact that both muney and eredit are gained
by pecepting the cash discounts.

My evperience  on the rosd has taught  me that with
three out of five buyers, there is n demand for the full
tune, and very hittle terest an the cash discounts.  And
yet 1t has alvo boen a part of  my experienve  that by
reasomng and 1 earcful explunation at least one of those
three will sev the fallucy of bunking their money and tak-
g the time limit,  With wmost travellors the habit ix to
avord the mention of payment, leaving all that to head
spuntters, and relieving themselves of all responsibility Ly
nuting that the terms are printed on the copy of the order,
This y» not sufficient, however, av 1 ** 2 por cent. 10 duys,
et 30 duyr”” conveys no dden to the mind of the three
but the “net 30 duys”

A muple statement of the fact that by paying cach
that merchant i< receiving 24 per cent. on his moncey will
put the cave in n new light to him.  The saving of 82 un
&I weems a mere trifle when compared with the 30 or
60 duys which  he may have in which to  pay: but the
realization that he is gotting 3 per cont. on his bank ac
count aud pethaps 5 per cent. on hiz morteagex, while he
can wake 10 to 25 per cente on his ensh pavinensx will he
almort sure to change his wethods of buginess.

In the line  which 1 earricd there was not so  much
profit in paying cash, but there was enongh to impress
every merchant with ite zize, when it was properly hrought
before him.  Three quarters per cent. per month, although
onlv 9 per oent. per annum, was an indueeinent which they
could not pmsx by, and o the ease of o 20 per cent, profit,
1 do not think any merchant would consider for n moment
long dntings if he realized the money he could make.

The olgection nnght be raiked that when there is a lnck
of funds, the discount eannot be aceepted, however great
it b To tlas it s only necessmiy to zay that any firm
which sells 16 a man who i positively unable to pay cash,
s taking a ek which stamps 1t as o lovsely run business,
With  such nterest o merchant should make desparate
efforts to bortow chewhere of he has not the money.  He
can borrow on rvasenable svunity at 5 or 6 per cont., amd
m this way make from 1 to 16 ar 18 per cent. on the
woney he has borrtaael In general 3t is not wise to
T herow from Peter to pay Panl” and some have such
an anUupathn to 11 that they would rather not only be in
debt. but lose munev.

The benehit  derned does net provesd  only from the
actual money made, but alw from the reputation which
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a buyer grets among the supply houses.  ‘The man who
vays caxh i never put off in o rush of orders ; he sees the
very best samples of the very best houses; he is quoted
prices nt times that are minus the 3 to 6 per cent. which
many firms allow for “risk’; he is visited regularly and
treated in the very hest way by the supply houscs, cach
of which is anxious about his socount, It was often the
cage that o titne buyer was paxsed by me when 1 was in
n rush, or else he war shown only part of the xtuck, und
the price was necessarily higher thau to the cash buyer.
In the heavy  rscaxon we nnturally  left s order to the
laat, and thus he wax cither unsble to  obtain exactly
what he ordered. or any part of his purchaxe. ‘

I have in mind a merchant who kept a thriving gencral
store in a small village in Eastern Ontario, who was
cagerly bezieged by the largest and best houses with their
best samples and prices. Mr. T—— was the talk of the
travellers, and many were the tousts drunk to his health
*and more of him.”  Onc hot Summer afternoon I was
drivimr to hix store from the neighboring town of P—,
when I met him on his wav to town.  Drawing up. I told
him I was just going to sce him and was in a hurry.
Without more ado we drove under a tree, 1 oponed up my
samples, and in, less than bhali an hour had sold him a bill
of about &350 dollars worth of goods. When the business
was over and 1 had done up my trunks, he coolly put his
hand into his  pocket, pulled out 25 ten-dollar bills and
handed them over to me.  And the goods were not to be
delivered for over two months,  This was not at all an
uensual thing with him. if he had the money, and if he
hnd not he often made ont a cheque on the spot.  You
nayv be sure we used our very best manners in dealing with
him.  }M that man through adverse circumstances should
fail to-morrow, 1 know a score of firms that would fill his
orders for anv amount and wait until he was able to pay.

But such men seldom fail, for in conjunction with such
wrineipler go honesty and eare in overy other branch of
business. It is the man who has not the common sense
to realize that 20 per cent. saved is 20 per cent. gained
wha ix weak in other ways and in the end figures in Brad
street’s list of failures in the column headed “* Incompe-
tency.** It mav be only an illusion of his that a month’x
time is better than &2 on 8100, and it may require only a
few wonds from the traveller to dispel the illusion.
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A HELPFUL CARD.

The Pullman car shops at Wilmington, Delaware, have
tn une o workingmans record system which is adaptablo

clvewhere.

A eand is used for cach employe ; this containg  his
name,  number.  department in which employed,  daily,
weekly and monthly record, rearons for being absent or
discharged ; in fact, n complete report of n man's husiness
hirtory from bheginning to end.

This 1= of value to the forrman or office manager who
can deteruine at o glance whether a man is prompt for a
considerable period, if entitled to promotion or to an in-
ciqise 10 salary,
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