
CLOSER CO-OPERATION.

Now, (,iir (hiild's usefuliK'ss is to nmkc for honest
and tail- conditions, and any \x<n-k wc niav attr>nii)t to
do without co-oi)cration will lu.t he a sucv-ess. Nol)od\-
shoiild ol).j("('t to a man ^^cttinf^ a fair, honest, livin-
I)rofit—and with the aid of all tJie maniifaetiirers.
wholesalers and retailers who are willinj.- to join in tliis
important work, we eould confidently look f(^r improv-
ed conditions and also protection a-ainst the manv
fallacies and innovations in trade that not only fake
the public—hut wliile doin- so are a eontiiiual source
ot irritation to the h-j-itimate trade of the country.

Now, the object of the three classes of trade is to
sell as cheaply as possible in order to create trade and
avoid undue competition.

It is out of the question—and lu.t within reason-
that uie consumer can get his goods at less than what
they cost the manufacturers and distributors with a
reasonably good profit added.

You must get down to s(mie fixed concrete prin-
ciple ot trade. (Jeneral remarks and ideas are .)f no
great value to you and will ii„t relieve vou of the
l)urdens you w ish to overcome.

Unsatisfactory conditions of trade are due, no
doubt, to a confusion of ideas and neglect of concen
trated effort to find out just what the disease is and
the remedy to apply.

In all organizations it is necessary to maintain
loyalty—frank, out-spoken loyalty—to* the objects of
the institution to which we belong. If you do that
loyally you stamp your organization with respect, and
you improve the character of the business in wdiich vou
are engaged.


