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T liA'' there arc hidden and unknown dangers existing, and
bLsetting tie retailer of to-day, must be conceded by all

thinking and observing men.
If it bc truc that more thain go per cent. of those who

enter mercantile lire -many of them with briglit and sanguine
hopes of becoming successful business men, or, perhaps, at-
taining to the proud position of merchant princes-sooner or
Iater discover their mistaken aspirations, and utterly fait to
even lay a solid foundation upon which to rear a pernianent
business structure, but one by one disappear from the ranks
of the thousands struggling for wealth and position. Now,
there certainly must be difficulties, dangers and pitfalls, un-
known, unscen and unexpected by the lige najority of our
fellows who fai by thre way, and whose niames, instead of
being found upon the roll of honor, are only inscribed upon
the list or mercantile failures.

For the average but uninitiated young mai, the life of a
nierchant has many attractions. He is usually dressed in
"purple and fine linen," lives in good style, fares sumptuously
cvery day, figures away up in " G " in society. His work is
capy, and considered to bc highly respectable. ' Brains, skill, or
training are not supposed tu bu at all necessary i the make-
ui of a iran capable or competent to run a store.

So the farier's son, who has grown tired of the humdrum
and ionotonous life on the old lionestead, joins bis conirade,
the blacksmitlh's son, who lias also become dissatisfied with
the dirt and toil at the forge, and these two decide to be-
corne merchants, and carve out for themselves fame and for-
tune that will bc the envy of their slower and more plodding
companions.

To the young man's share of the farni is added the liard
earned savings of the mechanic, and the new firni of Smith &
Jones niake their debut on the field of mercantile glory with
flying colors and trumpet blast, in double.column advertise-
ments proclaiming themîselves as merchants of the latest cut
and design, whio intend capturing the entire trade of the con-
munity by ticir wonderful skill in being able to buy better and
sell cheaper than any other house on that part of the earth.

With a capital of a few hundreds, severai thousand dollars'
worth of goods batc been bouglit on credit--and the play
begis.

Lcadmng articles, alrcady sold below paymlig rates, are cut a
httlc J.oser , as baits, many hnes are sold below what they cost,
aind wonderful and astonislng bargamns arc to bc lad at the
netw sture. Like the new broon, the iew store sweeps every
thiog belure it for a time, but, unfortunately, tic gilt is soon
off the gingerbread, the bargain unes quickly run out, drafts
and bills paablc egn to mature, expenses have eaten up most

f tie cash receipts, a ittle more capital is secured fromt con
fidential frscendà tie t%.l da) is but pustpuned, for the bubble
soon bursts. and this new and bnihant fimi of iierchants sud-
denl goes d-nnti, iuL, r buti ~. r mu il, initu tre pitfall nf ignor
ant delusion.

That there are pitfalls mn the way of the retailer all admit.
Where are they to be found ? What are they ? low cai they
bc detected and avoided is toi be th( tiiect of this pxaper to
explain.

NO. r--.ACK OF TRAININO.

Perhaps one of the most dangerous pitfalls, and at the
present tine most frequently met with, is lack of training. In
days gone by, when merchants were not to bc found ready-
male, the yotmng man entering niercantile life was compelled to
serve fron five to seven long years, and was under bond to keep
his engagement and serve the full time. 'l'hie discipline was
exceedingly strict and rigidly enforced, the training in every
departinent was severe and thorougli, .ith the result that when
the young man's tine was out he was a competent and well-
trained mercliant's clerk, fully prepared to take a position in any
lcading city house, from whici, with extended experience and
sufficient capital, lie was fitted to go into business on bis own
account.

To-day, in Canada, in a majority of cases the training is very
superficial. Life here is too rapid for our young men to spend
more than a few months in acquiring a knowledge of any busi-
ness, especially such a simple trade as that of keeping store.
Important factors in the make-up of a successful and intelligent
mercliant-such as stock-keeping, a knowledge of qualities and
values, trained skill in colors and designs, etc.-are genierally
overlooked. The one great qualification in merchants' clerks
to-day appears to bc "ability to sell." A young mani may bc
an excellent salesman, but without a thorough training in all
departments, thus securing a proper knowledge of lis business,
lie will not likely prove a successful ierchant wlien eli attenpts
to conduct a business for hiimself.

NO. 2--.ACK OF CAPITAL.
Next in importance to a proper business tmaining is the

possession of ample capital. Conmpetition for trade is now so
keen, and profits so exceedinîgly slin, that the trader who is lot
in a position to get inside quotations, take his discounts on pre-
paynients, and make his purchases at the fountain head, is badly
handicapped-in Lact, he is not in the race. Buying on credit,
renewals, and compound interest soon produce low mercantile
rating, limited credit, with certain failure in the near future.
Going into business without sufficient capital is a delusion and
a snare. Of the many who attempt it, those who succeed are
few and far between, the greater nuniber fait to extrncate thiem
selves from the pitfall of lack of capital.

No. 3 --OVEI-CROWIF.n TERRITORV.

Competition is said to Uc thre life of trade. 'l'le axiom may
be correct up to a certain point, beyond which it niay becorie
the opposite and prove to bc the death of the trader. A mai
may bc thoroughly trained and' have ample c-pital, and yet his
venture in business may bc entirely unsuccessful. Blood caninot
bc drawn froni a turnip. Trade cannot bc secured where trade
does lot exist The population of a community can absorb
but a given quantity of goods. If the trade of the village or
town s alrecr1v cut up and so competed for that existing mer-
chants harely succeed, how will it be possible for a new estab-
lishmîîent to secure a paying trade, without forcing out the old
firns or finding themselves entrapped and destroyed in the
pitfall of an overcrowded territory ?

NO. 4 -u% 1.R-tiuviNot.
In these days o teleplhonic communication. rapid loconio-

tion and ceap lfares it is not necessary for the nierchant retailer,
as it mîighit have been thirty years ago, to purchase six months'
supplies in advance, nor carry heavy reserve stocks uponî which
interest has to bc paid. The wholesale trade now keep stocks


