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wants five
hundeed or a thousand dollars worth of goods, he seems to
think that all he has to do s to mention the fact i order to

into the wholesaler's office and informs hun that he

get them. Doces the whalesaler ask im a tew keading ques.
tions about lus standing and atfaus, how he proposes to vay
s bills, he gets insulted at once, and fancies he as being
accused of having dishonest designs upon the wholesaler's
roods,

The merchant who has this busimess super sensitiveness, has
sometimes ovcasion 10 sech the services of a banker i his own
He wants to raise money, and getung together the
notes of some of the best of tus customers, he endorses them
and goes tomterview s banker

town,

Now n offening such paper
for discount, the merchant pledges to the bank, not only tus
own worth and reputation, bat that of his custometr, the maker
of the note  Does this ausfy the banker’ Not at all
Betore be will entertain the matter, he not only wants from the
metchant a statement of s busimess affars, but the facts
tegand to s property and nterests of every kind, and not
untal he gets these does he consider hamsell 10 a position to
make up his nund as to whether he will advance the money
upon the secunty of

the notes offered

ence being that the former sells *“money,” while the latter sc s
“goods © Merchandie 1s only money i another form, and tue
wholesaler's goods have been paid for with the banker's mone,,
probably within a few days of their having been passed into
stock, so that to all mtents and purposes they are money tothe
wholesaler.

There are very few merchants who would care to go o
their wholesalers and ask them to loan them say, $500 or $1,0¢ 5
m cold cash for four months : but these same gentlemen do
exictly the same thing when they ask them to sell them their
merchandhse on four months’ credit.

Now we don't desire any of our readers to carry away the
wlea for one moment that we are averse o the credit system,
While we beheve that the cash system is best, and that the
closer we can approach 1t the better st will be for this or ans
other country, stll 1t s not feasible at this stage of Canadian
pational development. It may, and probably will, come later
on, but this country 15 not yet ripe for it. Under presem
condhtions, credit must and ought to be extended to setul
merchants, but this should be carefully done, and not indis.
criminately as was formerly the case.

Itis to theadvan
tage of the honest,

Dies the mer -
chant kick when tl
asked by the tanker %
about lus affans? 119
Not by a long chalk
Why?  Sumply be
ause he hnows that
‘e can’t get the loan
wn any other way, and
he s only conform
g to the usual cus
tom of the banking
He kpows
very well thatatas of

business

nucatthly use for him

to go to the banker and ash 2 lvan of money, samply on s
own ward, of even on bis own promissory note No, in order
to get a heanng at all, he must take m fanly good business
papet madc by somc voc dse. and add to it bas own andorse
ment

How dffircat s all thes from bus action whon he iterviews
the whoiesain matchant for the purpose of obtammg say the
e dcand aiiactchandoe Ho dues not offce the merchant
anotlt wan's note endansed Ly Limsdf to secure the payment
of the account whan doe No andeed, far from 11, and he
alment (e Csansaltad when the merchant bindly and Cautously
suggests that hie ginve lum some particulars about s resources
and chances of payment Bo fact he seams o consder, that
Althoughs the hanka aas ey 1t 1o get both secunts and
mbatmation, e wholesaic ocrchant has nu Jdaam to any con
suderation s this 1espect at all

That su 'an wdea s unfaur and dlogical may be readily
sven fsa b eple would oidy tak the trouble to think vves
the thag oty

Jstas much of 2 mcrchiaot as the whoiesaler, the only differ

TORONTO HIELD BATIERY,

As womattar of tact, the bankar s really -

- careful, 100.cent.on
the-dollar mercham,
that the giving of
credit should be
conservatively ad-
ministeted by the
wholesalers, for indis
criminate credit was
undoubtedly the
cause of the inordi
nate and often dis.
honest competition,
that was years ago so
prevalent amongst
Canadian trade.

‘T'he merchant who pays cash for his goods when he buys
them, will always be carcful to see that not only does he sell
them at a living profit, buttnat if he sells on time, the purchaser
will be goud for the amount of his purchase.  He is selling his
own money, and 1t 1s only reasonable to suppose that he should
want to see it agam, if not, he has to pocket the loss himself.

Next to the cash merchant, the one who buys on credut
and pass his notes at matursty, will sncline to do a safe and
leptsmate business, because he knows that honor demands his
carrying out lus obligations nromptly and faithfully.

The must dangerous compentor that cither of these mer
chants can have, 15 usually one who without any resources of
s own, buys entirely on credit, and has no real care whether
I'hese are usually the men who slaughter |
goods, selt any Tum, Ihck or Harry, and demoralize trade §
generally.

In asking for a better system of giving credit among our
wholesalors, 1t 15 not entrely i therr interests that the retail 8
trade should Le required to furmish sausfactory information ¥
before such is eatended, but cqually in the intetests of the

“QUARTER COLUMN.”

he succeeds or not.




