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TRADE TOPICS.

CLEAR atmosphere 1l &
necesary circumstance
when healthy growth ia
de.lred. The events of
the part year have
clenred the wholcsnle
¢ statlonery  atmosphere
in such a thorough
manner that those who
have managed to llve through the fog
have now the benefit of a most healthy
alr. With the number of wholesale sta-
tlonery houses reduced by two, the rest
have already begua to profit by an in-
creased trade. Those that remain are
firm as rocks, and ten years bulfeting
by waves of Lad trade would hardly
munke . noticeable effect on thelr ata-
bility. Muarglns are close, but the guan-
tity »old lesseny the danger of this de-
fect fa trade.
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But with regard tc the city the
wholesnlers are not dolng what they
shculd do. Nearly every wholesale
house has 01¢ or more hangers on, who
camax the businew men for orders much
ot the detriment of the retall station-
ers of the clty. These hangers-on are
olten unrellable 1aen, who pay no taxes,
are poor citizons, and carry thelr stocks
in thelr hands. They buy In littles and
sell in littles. They Injure such men an
8tanton & McCrae, (irand & Toy, Blight
Bros., etc. That Js, they tajure the men
who have a moral right to the retafl

trado of the city, and 1t they are loaing
It, they are loring 1t because the whole-
snles has bLeen overly anxlous to sell
goolle, It such n system as this 1s ‘to
obtaln, the retalil aystem will be Llight.
ed, and surely It has enough ditficulties
to contend with without bLeing injured
by those who should ald it. It reminds
oune of t'ie class of beasts which bring
forth yoang only to eat them up. The
retall trade le the necemsary oflspring
of the wholesnle {(rade, and should bLe

treated as such.
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The wholesnlers often complain that
the retall buyecsa are too conservative.
When new articles are brought out and
carefully advertised, many applications
are recelved from men not In the trade
for ugencles, and the trade will perhaps
take no notice of the artlcie. Bvery
new article that a8 wholesnler gete o
worthy of at least serious consideration
by evéry llve retaljler. The wholesaler
by long years of study knows pretty
well what the trade can sell and what
it cannot. The retaller who Is too plg-
headed to examlae new goods, or de-
scriptions of these, Is mighty slow, or
else he is In that pecullar summer-{ly
situntion—stuck on himsel!, The whole-
saler miny manke mlstakes, 8o may the
retaller; but for thia renson the retaller
should wnot entirely ablhor the new

thinga hrought out by the wholesnler.
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‘The bLeet rectallers of the country get
a sample of every new articlte and they
try it. If it goes they get In a small
shipment. It these wxell, they order
aguin, watehing ngulnst the overdolng
of it. Thus a retaller gainss n reputa-
tion for having every thing new. Last
summer the writer was n a small
town, and a retall statloner made a
moan to hlm about & peddlar who came
into the town und sold a gross of a cer-
tain article he had fn stock. When
asked hoav much stock he had, he an-
swered a quarter-dozen. Had he ever
advertised them? No. Shown then in
his window ? No. Pushed them over
the counter? No. That shows where
couservatimm lovt a number of rales. No
matter how small the stock 03 hand of
a new article, rhow it, explain it and
push 1t. Whether ft will take can then
te declded, but not untjl then, Staples
aneed little pushing, but new articlex
and llnes must alway. he SDrought
to buyers' notlce in a1 thorough and

capahble mauner. .
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POOKS AND NOTIONS publishes, {rom
time to tlme, deacriptions of varjous
new articles as they come out. It also
publishes notes of the new lines shown
each mouth by the leading wholesnlers.
It does this gratultously, and from such
notices recelves not a cent o! revenue.
They are Inserted as information for the
great bLody of retallera In whose Inier-
es{ this fournal Is pulilished. Moreover

thix Journal s willing to stake its ro-
putation on the truth of every descrip-
tion and notice whilch appears In its
columues. Retallers throughout the
country huve 20t tlme to look through
the stmples of esery traveler who comes
aloag and plck the whent out f{rom
amoug the—to them—chaff, A traveler
Is miswed by absence sometimen. New
lines are often neglected by travelers,
who make a run on the llues they nre
more famflinr with., Retaliers cnnnot
vielt the city ecvery moath. BOOKS
AND NOTIONS tries to ronder these
circumstances less costly, by publirhing
rellable Informdation concerning what
In new., Whother dealers order or not
makes no difterence to this Journal, but
it 1s satistactory to know that the re-
tajlers of Canada depend on this Journal
for Iutormation which Iz always new,
and which fs always opportune, rellable

and usefnl.
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Witep n new merchant is placing or-
ders, or when an old merchant is open-
ing u new acoount with a wholesnler,
he should not get angry when asked
about his standing and for reter-
ence. The wholesaler wuants your trade
If you are sound; it you are not, he
doesn’t, and you have no right to ask
It. It 14 almply o Lusiness caution
which should be admlred rather than
denounced. Palse modesty on this ques-
tion should not be tolorated or harhor-
ed. Business confidences should be giv-
en In a bhuslnesx-llke manner. Hence
canutlon on the part of wholeanl-
ers Is fn the loag run for the benefit

of the retaller.
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Retailers are oflen Induced to place
all chelr orders with one firm on the
promlse of bhotter terms. A xharp
tradesman, the other day, ralsed the
question of whether this end was at-
tained. Suppose n man owes $2,000 and
ult to one house; that houwse wlll per-
haps connider this amount too large to
allow of a4 renowanl of some note or
some «Imblar privilege. Suppose, on the
othier hand, thot the same man owes
$2,000, but to five different houses. The
house to whom he owes $400 thinks It
very smull-and there are {ive of them
--aad he could get & renewal at any
one or all of the flve. Thir Ix a point
which retajlers would do well to con-
nlder, when concentrating their trade.
Dealers who never need renewals need
give the case but trivial consideratlon.
These are the lucky onea.
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‘The wholesnle booksellers uand stas
tioners are strongly In favor of & Na-
tlonal Imsolvency Law ns they are dis.
guuted with the different proceedings
which obtain In each of the seven prov-
Inced. They find themselves In awkward
positions at tlmes. Nlnce the Ontarlo
Act was discredited by a declslon of
the Court of Appeitl of Ontarlo in June
Inst, the necesnlty has  bhecome more
pressing.



