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WILL IT PAY?
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A good deal of cheap talk has of late becn indulged 1n
'regarding the way in which wholesalers, who are members of
the Canadian Association of Jobbers in Amcrican Watches,
.have been living up to their contract to sell at the prices and
on the terms laid down by the Manufacturers’ Association. It
is not an uncommon thing to hear a retailer say, ** Oh, this hist
- price is all very well for the young fellows, but you can't foul
old heads like me , why, I can getall the goods 1 want at ten
per cent. discount off the list price.” While such things may
be done in the futurc, and no duubt have been dune in the

_past, we think that the genuine cases are very few and far be-
- weun, and we do our jobbers only justice when we say that the
. most of them have lived faithfully up to their agreement in
“respect to prices and terms. It is possible, when retalers
make such sweeping misstatements as the one we have quoted,
" th.t there may be found traveliers, or even jobbers thanselves,
so weak in the back, that they take such talk for pure gospel,
_and determining not to be undersold by an oppuncnt, actually
+ sell the goods at the price the retailer claims he can buy them
"at, Our honest opinion is, however, that in nine cases out of
ten, such statements are deliberate falsehuods, and the buyer
knows he is only trying the jobber when he makes them.
. Qur advice to all jobbers and travellers is to trust imphtly in
the integrity of the members of your Associatiun, unless the
.buyer can back up his statements with written prouf in the
form of an invoice of goods delivered. In any such case, take
a memorandum of the date and other particulai,, and report at
- once to the Secretary of the Association, and have the offender
" cut off.
.. A great many persons in the retail trade appear to believe
,tfm they are doing a big thing if they can induce a jobber to
’.brcak his contract and cut the price of watch movements and
cLes to them. We think, however, that if they would look at
, the matier in a proper light they would see that 1t 1s thesr duty,
-as well as in their own interest, to prevent any such wviolation
.-on the jobber's part. If the Association 1s any good atall, and
_We cerainly think that any urganization .hat makes a defimte
and uniform price for such staple goods as watches undoubred-
ly are, is a benc.ﬁt, it is because.that by its working, retailers are
certnm that if an oppon at sells goods below the regular rates it

is not because he buys them lower, but because he s sacnfiang
part of lus profit.  ‘The experience of the retail trade through-
out the United States and Canada is that since the organiza-
tion of this Association, retail pri ~s have become more uniform,
and, as a conscquence, profits have increased.  In addition to
thi> benefit the Canadian Assuctation has protected the retailer
by making it impussible for anyune but a jubber to buy these
guuds at whulesale prices.  They have alsu opened a crusade
against jubbers selling at retad, the result of which will prob-
ably be that the retailer will be amply protected against this
cvil in future. Now, these safeguards to the retail merchant
on the part of the jobber, whith are far in excess of those
enjoyed by retailers in the States, can only be secured to them
by the co-operation of such an organization as the Jobbers’
Association, and we argue, therefore, that 1t is to the direct
intcrest of every retal jeweler in Cunada to see this institution
live and prosper.

‘The jeweler, therefore, who tries to, or who does induce
any member of the Association to violate his contract, is thus
breaking down a very strong safeguard to the retail trade, and
one morcover, whose protection cannot be secured in any
uther way,  He may argue however, that although this may be
quite true, the dircet advantage he receives in the way of a
reduction of price, by far outweghs the indirect benefits he
can secure by having the members of the Jobbers™ Assudiation
keep their contract inviolate. - Whle at the first blush this may
appear tu be corredt, we think a very lide reflecton will con-
vince any thinking person that even this advantage is more
apparent than real.  Any retailer who buys his guods from a
jobbier who thunks su lightly of an agreement entered into with
others, and which he s in honor bound tu carry vut faithfuily,
may be pretty sure of the fact thatif he will thus pracucaliy
perjure humself in such a case, his word, to put it very mildly,
is not tu be Jepended upon in any other case.  They may rest
assured that the man who, under pressure, cuts five per cent.
to them, will, if the wnducement be sufficiently great, cut ten
to thar neighbor, or lower still if it scems to be to his own
interest to du su. He could never be sure, therefore, that he
was buying at buttom figures, or that whatever cut he had
induced the jubber tu give hum, sume oppunent would not
possibly be buying at lower prices.

Taking it altogether, as far as we can see, it is to the nter-
est of the retail trade to discourage any violation of their con-
tracts by jubbers, and to do everything that Lies in ther power
to help the incmbers of the Jubbers™ Association to keep therr
pledges inviolate.  If they could possibly induce enough of
jubbers tu go back on their word of honor to break up the
Assouation or make its operation a dead letter, we think they
would find the cordition of trade very much worse than 1t 1s at
present. The large dealer would, as before, be able to buy
very much cheaper than the small one, and, as a result, would
be able to sell at the other’s cost and still make a profit. Under
such a system, prices would quickly bacome demoralized,and the
average retailer wor'd find it very much harder to make muney
than he does at present.  Our disinterested advice tu retaders,
therefure, is to weigh this matter fully Lefore being led
away with the idea that they can derive any real or lasting
benefit from the violation of a jobbuers' contrant, and to dis-
trust thoroughly any one who offers of his own aword to vie-
late his solemn word of honor.
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