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nimnths they have done a successful "cash and onc pîrice busi.
it s." ''he people have confidence in them, their prices take
a.ii. their goods sell. Ar other merchanit by the naime of Rob
mi,on has started to do the cash business. le finds it most
sa:sfactory, pecople beng willing to pay cash when the) are
ci, wmvnced there are counterbalancing advantages.

Another town in iuron County is cailled Blyth, and the
le.ithng dry goods firni in the place is AlcKinnîon & Co., man-
ag. d by a brother of.S. F. McKnnon, wholesale miliner) dealer
o ihis city. Mr. McKinnon has becn running a cash business
fa about two years and is anply convinced that it is a feasible
and proper method. Hllyth contains less than Soo inhabitants
aud conseqiuently the bulk of the customers are farmers. They

piv McKinnon & Co., cash or produce whîen they take away
goods, and yet weakling ierchants througout the country still
utter the old cry, "the farmer cannot pay until fait." That tits is
iot the case, the experience of ail the merchants cited goes to
prove. 'hie farimer who cannot pay is puttng moiney mn
the batik, doing a note-shaving business, or layng out the
iioncy where the cash is absolutely necessary.

Up on the borders of Huron and Bruce counties is another
town of a thousand or so inhabitants and i this town is a firm
bv the niamiîe of Cameron, Murdock & Co. Their trade is fifty
per cent agricultural-yet they do a cash business, claiming ta
do to per cent. better for ticir custoiers thran credit merchants
cai. They find the cash method thie most satisfactory and lae
no intention of reverting to old practices.

If there is a retail dry goods merchant in this country who
is not convinced by this recital if facts, that the cash systen is
feasible, le must be pig headed. elie country is full of similar
c\periences. The retail dry goods trade of Toronto is being ail
.wooped in by The T. Eaton Co., and they sell for cash only.
In the cities of Canada, the retail business cati be said to be 75
px r cent. cash. A few.years ago, in the towns and villages the
business was 75 per cent. credit. But credit in the retail busi-
mness bas received its death blow, and t is onily a matter of time
until the fossilized dry goods merchants of this country drop it
entirely. The brightest men are dropping it now-abandon-
ment is the order of the season.

Nincty per cent. of the dry goods retailers of this country are
in favor of the cash system, yet they go'on selling for credit and
settiinig with their debtors once a year. Why ? Sinply because
they lack the moral courage to niake the change. The practice
remains diametrically opposite to their sentiment because they
believe that certain inexorable circumstances exist which prevent
theni fron making sentiment and practice harmonise. 'l'he object
of this article is to show that these circunistances do not exist.

The credit system shortens the merchants life because it im-
poses a great strain on his nervous system. The degree of labor,
thought and energy that is required is trying indeed. The cash
system prolongs the nierchants life.

The credit system brngs loss-loss through noney with-
drawn from use-loss fron bad debts-loss from slow paying
èbstomers remaining away fron the store. As the Germans say:

To lose a friend, lend him money.»
Credit is costly, and thre credit merchantt makes his cash cus-

tomers pay for the losses and expense of the credit customers.

Whei they buy on credit customners are under great telpta-
tion to buy beyond thteir ability to pay. ''he cash sys;temt avoids
this and the merchant is savei the rt proachl of haviig pushetd
goods on soiieotne who didi not really need tiemr.

A credit store in New York lias thirty bookkeepers. What
a prodigious waste of money, and yet one bookkee-per may be
more costly according to the business done.

Low prices, bargains, drives -these are what the people of thre
day are after. It i: the cash retailer who offers tiet the best
bargains, hence lie gets tite trade.

Aiother argument in, favor of cash retailing perhalis thre
mlîost important one-is the fact that thet mîtatn who sells his
goods for cash, cati buy for cash. in these days this is ati itms-
portant consideration. ''he w'hîolesale merchant will sell cheaper
to the cash buyer, just as tie retail merchant does. Ii the dry
goods trade the cash discount is important. Suppose a tmer
chant buys $5,0oo of goods on July îst, and lias thet dated
Oct. rat, four nonths. 'ihens lie finds on the imiioice sent huim
that the cash discouit is 5 tper cent., 3o days, and thiat to per
cent. interest is charged on overdue accounts. île lias thre
motney and lie desires ta See what lie cai save b> paying that
bill on August ist. Were lie to pa> it oti Noveiber ist lie
would get 5 per cent. disuntit, whith amli titîîs to $5o. But
fron August ist to Nov emtîber itst is three mînnths. Three
monthts' ititerest otn $1,000 at ta per cent., tht rate thre firi
charge on overdue accounts, is $33 !, total discount a1i $t ,ooo
is $83,13. That is, the aerchant who sells for cash and uses the
cash to advantage cati makc $831,. on every $1,ooo in six
months, or m60ýl per cent. on his moncy. Is that rate of in
terest any inducement to you to start cash retailing or are you
still unconvinced?

A cash retailer related an instance told him by a whiolesaler.
A certain getieral tirm sonewiere in Ontario, lad bought a bill
of goods at 90 days iet or 6o days, 6 per cent. That firni were
rated in thie Mercantile Ageticies at over $40,ooo, and yet they
lad so much on their books, and so little cash coming in, that
they were forced to take the ninet> days and lose the 6 per cent.
Do you grasp that rate of interest ? Six per cent. for 3o days is
72 per cent. a year-lost because those merchants allowed their
customers to buy fron them on credit and carry their cash else
wiere.

These are days of close competition and of accurate finanse
ing. 'lie dealer wio succeeds to-day must be an excellent
arithnietician and lie must use his accomphlishient constantly
and intelligently. 11y its aid Ie may be able to so arrange his
business that lie cati make profits, while otter men are starving
at the same wvork. A manufacturer remtarked the othier day, that
lie could inake 25 per cent. profit wlien other manufacturers of
the same line were making nothing. Therc are retail nierchants
to day, who are making from ten to fifteen per cent. more on
their investment tian itlicir conpetitors wvith tie sanie voame
of business. But to merchant .cati buy cheaply and take ad-
vantages of drives and discounts, unless le lia., a certain amoiunt
of cash, and he cannot hold this cash, if le gives unrestricted
credit to his customers. He mnust sel] for cash himself, if le
wishes to buy with cashi-and this is thre only satisfactory and
proper method of buying.
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