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ILLICIT DISCOUNTS.

An article appears in another col
on the subject of "The Odd Pence."
reference is to the pence which it is
custom of some retailers to deduct w
paying an account. The excuse for
practice is that it simplifies the kee
of a banking account; the real reaso
that it annually puts a considerable
into the pocket of the customer.
desirability of speaking the plain trutl
this point has long been recognized
the wholesale trade, but the difficult
doing so without giving offence
proved insuperable. But it is time
retailers clearly understood how ther
ter is regarded in wholesale count
bouses, and, indeed, by all right-thi
ing people. The fact that payees ge
ally submit to the imposition wit'
protest is possibly regarded as an in
tion that they don't mind it. That, h
ever. is an altogether mistaken view
the situation. Wholesa!e houses ac
short payments of accounts becauset
do not like to make a fuss about tr
But they are beginning to recognize
in the aggregate these illicit disco
are very far from being a trifle. If it
not seenied worth while to dispute
deduction of odd pence in a few scatt
instances, it is becoming decidedly n
sary to take some action in the ni
now that the practice of making such
ductions appears to be spreading.1
such is the growing opinion am
wlholesale houses we are in a positio
affirni, and the sooner the retail trad
cognizes the fact the better.

It is not a little curious that person
the strictest probity in ordinary ma
of business should see no harm inp
pilferings of the kind in question. If
respectable retailer were told that lie
secretly annexed a pile of coppers whe
a London counting-house. he would
miiightily offended, not only at the
truthfulness of the statement, but at
mîere suspicion that he could be guili
sucli a thing. And he would do rigi
be angry. Nothing could ever in
hii to steal coppers from anybody.
deed, if he should happen to be ac
panied by his chief cashier, and the l
should joyfully produce a pocketful
coppers in the evening, and say:
prigged these from the various coun
houses we visited to-day," we ventu
say that the employer would be very
from gratified at this proof of his cash
sharpness and devotion to his int
Yet that very same retailer is quitec
placent regarding that same cash
practice of deducting illicit disc
when drawing cheques in payment o
colunts. Where is the essential diffeî
between the two transactions? It is
a matter of "odd pence" in both; ye
one is looked tupon as venial and
other as criminal.-Draper's Record

A TRAVELLER WHO LOVES
BUSINESS.

I have travelled twenty years,
never missed a season. I have been1
ried eight years, and spent only
Christmas with my wife. But I w
rather be a travelling salesman th
lawyer or a doctor, writes Henry
Chapman, in the Boston Globe.

Perhaps it is true. that to succee
anvthing a man must prefer that t
If I am to be guided by my own ex
ence, there are also other essential
even a reasonable success. Know
goods, know your market, know
customers. Work by day and trav
night. Keep your digestion and
temper even. Keep your eye clear
your hand steady, and tell your custo
the truth-not fairy stories, not
"good stories."

Goods are no longer sold on fri
ship. They must have merits of
own, and they nmust be offered for
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at the right time. Anticipation is haîf mc.ney. So if a person wished to do a
the battie. crtdit business it would be at a

umn In the development of this country the risk.
The part played by commercial travellers is As for the country trade, it again de-
3the rarely considered. Yet it is a most im- pends on the ciass o, people wtfl whotn
xbeni portant one. But it is a great deal easier you are dealing. Here in my neighbOr-
this to go out and do a thing than it is to tell hood you cati safely run a credit business

ýping how it is done. and collect 99 cents on the dollar of it,
n is He is the middle man between the sel- but on the other hand, I have a brother
sumi ler and the buyer and hie must command in a certain part of Missouri (I do 'lot
The the respect of each of them. wish to state what part because I do nlot
h on In order to do this, hie can't well avoid wishi to reflect on good persons' char-
d in being truthful, courteous, and polite. It acters), where you conld do a credit

lias feel well and keep well to be able to do of it.
that this, and his digestion must be equal to A great deal depends on the people,
mat- alrrost any kind of food hie finds. their surroundings and their honesty.
ing- If my own experiences are ot any value have had men who owed me as much as
ink- to young men wbo may think of start- $150, when the same men could not get
mer- ing ont in this business, they are welcome credit for five cents outside. They were
bout to it. I began on the road about the time I w( rthy of confidence, and whien he1ped
lica- reached miy majority; already I had so that they got a start again, tbey paid
howv- served a useful apprenticeship in the re- me my money first and gladly.
v of tail trade. As for changing from a credit to a cash
:cept Why xvas that useful? Becanse you system., I know it could not be done Ir,
they can't seil goods unless you know them; a farming commnnity, as a general mile.
ifies. you cant convince a customer unless you but still sometimies it cati be done. That
that cati answer bis questions and anticipate bias to be decided by the neighborhood.
unts his objections. There's no use wasting It must be consîdered whetber if the
b las time in trying to make friends with hini change is made from credit to ýash, th'

1the niess you can sell him goods. Drinking peuple as a mile would have the ready
ered with bimi and teliing bim good stories niuney, and whiether you would gain Or
eces- does niot count for mucli now-a-days. It's lose customers by the change.
atter more and more straight goods and In saying that the cash basis wonld not
ide- straight business, do in a farming community, I have re-
Ibat The best customer last year may not ference to a community wvhere ail tne
nong be so good this year; discounts may hiave farmers depend upon is their butter, eggs
n to fallen off, ill-health hurt bis business; lie and other produce, and where they have
e-re- may have quarrelled by letter with the cash for their crops only once a year.1

becme bouse. Now, the home bouse not do not mean to apply it to a localitY
is of only wants to weed ont undesirable cus- where farmers ship milk or other Pro-
tters toiners, but to replace themn with good dnicts of the farm and get cash for the
petty1 ones. It is the experienced travelling same every two or four weeks In, sncb
any salesmnan wbo alone cati know not only cases, of course, the farmers are on the

once wlîen but where to go. same basis as the laborers in a cîty, who
en in Concentration is what pays the bouse are paid every two or four weeks, or event
1be as well as its travellers. Know yonr mar- weekly.
un- ket. know your customners, and know As for changing froin credit to cash

Lthe yùur special line of goods. Every suc- in a city, it cani easily be accomplished.
yv of cessful road salesman bias offers to take For every, customer lost you get aniother
hit t o outside lines. But I have always refnsed; one who thinks you cani afford to sel, at
duce it's better to have one thing to seil and a still lower price than you could before
In- to seIl that, and nothing else. on the credit system. The fact that 99

:om- In ail my twenty years on the road I per cert. of the dealers who have a credit
atter have neyer been insulted, neyer had a system in a large city do not mnake an'Y
il of personal altercation. And the one Christ- money, and also that a great many fail,
:"I nias that my wife did spend with me she shows whicb way the straws foilow the

ting- travelled 2,000 miles to do it. breeze.
re to But I love my business. I wouldn't I have known of dealers changing fr00'l
y far give it up. Event if, like some habits, it a credit sx'stem to a cash basis, who after
Ier's does "unfit a man for anything else." wards hadl to return to the credit systeil
erets.____ bccause tbey found the cash basis imiprac-
rom- ticable. So I think the question canloOt
hier's RELATIVE METHODS 0F THE bc decided off-hand by arguiientsy but
nnts CASH AND CREDIT SYSTEM«'%S. ev-ery dealer must stuidy bis own business.
f ac- witb ahtbe conditions. and judge for
-ence The following essay, written for the iioself as to wbicb will be profitable for'
only "Boot and SboedRecorder," contains iin.
ýt the about as much common sense on the__________
1 the cash v. credit issue as anvthing elsewhere

* read. It is important to observe, how-
ever, in considering it, that tbe arguments -A decision bias just been rendered t)Y
for the credit system apply mnch mare JuIdge Car!and, of Deadwood,. Southî

THIS strongly to the grocery than to the hoot Dakota, which is considered by some to

and shoe business, for the reason we have be a blow to the boan and saving ass0cl-
previously pointed ont, that the grocery ations of the state. A nman namied Crysiet

and buyer is a regular every-day customer. se\veral years ago came to Deadivood
mar- w'hilst the buyer of boots and shoes is from Minneapolis, and organized a local
one only an occasional one. board for the American Savings and Loan

vould In response to your cail for prize Association of that city. For a tîmne 't
ian a essays, on the question of cash or credit, xvas a popular institution. and a numnlr
y W. I cari give you a few points from my ex- of persons in this city took boans With

perience whicy may perhaps be of some the expectatiôn of paying thef up by i

,d at interest. I wiIl not attempt an essay of staiments in about seven years. The
bing. 2,500 words or more, but will try to place affairs of the concern were not rnanIage
:peri- my meaning in as few words as possible. well and a receiver was necessary to Close
Is to As far as I have had experience I have np the business. Many of the share-
your found some advantages in both cash and lielders paid instalments and interest Un-
your credit systems. The choice must depend tii the boans matnred, under the belief
el by laîgely on the location and conditions. that the stock wonld cancel the boan. This
your I have had a store in the city of Chicago, was denied and then payment was resiste<î
and and in any large city you cani do only a on the plea of usury. Action to recover

:mers cash business with safety. I do not mean on foreclosure was begun in the Federal
even by this that the people are not hontest, Court. Jndge Carland held that the in-

& but as you deal largely with the laboring terest agreed upon and paid waS not
iend- class you must depend on their earningzs. usurions, and that the purchase of Stock<

therass oga hyhv okte aewa nidpnetivsmn.Ae
thalet ny u bnteei owr ocnIvsmns


