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WINNIPEG, JANUARY 22, i898.

WINNIPEG AS A JOBBING
CENTRE.

1t s & common wsaying that far off
fields look green, ‘Mhe same saying
might be applied to markets. ¥Far
away markets are very tempting to
the average buyer. ‘We have con-
sumers sending to distant markets for
goods which they could buy to het-
ter advantage at home, all things con-
sidered. We have retailers wlo try
to or pretend to do an import busi-
ness, when in many cases they would
do better by buylinp nearer home. The
{den of going to headquarters for sup-
plies is further jllustrated in the
branding of package gools with the
retaller® names, such as ‘“imported
direct from the packers or producers,
by John Smith & Co.,” ete,, ete.

Winnipeg jobbers have always had
t0 contend against the idea that far
away markets wure the Dbest for
the retail buyers. It hias been a dif-
ficult task ‘to convince the western
trade that they tould buy to just ab
good If not better advantage in Win-
nipeg than by bkending their orders to
more distant muarkets. Competition
is vory keen in the jobbing trade in
Winnlpeg. There I8 not only com-
petition between local houses, but the
local lioukes are hlso obliged to com-
pete with castern bouses. Prices in
this market have therefore been ro-
duced to about 48 finc a point as it
is possiblo Yo bring them and con-
tinue business.
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In the grocery trado, for Instance,
it 1s well known that prices In this
market have long been reduced to ex-
veedingly close margins, Notwith-
gtanding this faet, Winnipeg foblers
have wonderol ot tlie amount of buy-
ing which hak been done in the cast
by retailers, They could not Imag-
no where the preat advanbage could
come I from buying in eastern mur-
kets, as claimed by some retailers,
knowing as they did what a ¥inall
margin is allowed on grocerles in this
market. Recently a Winnipeg jobber
obtained an invoice of a large order
for grocerfes, pluced with an castern
house, which was quite a revelation
to him. Instead of finding that the
goods were belng soid at closer prices
than rule liere, it was discovered that
the average of the invcice was decld-
edly above Winaipeg values,

The involeco comprised a list of about

fifty articles and commoditics. A few
of them would cost tho buyer about
threo #o five cents per 100 pouuds
under Winnipeg prices, but the cost
generally was much above Winnipeg
prices, tho range in favor of this max-
kev, varying from five to as much as
fifteen per cent, after allowing for
the difference in the cost of Irelght.

The real situation may be shown
more clearly by giving sowe actual
figures of the comparative cost of theo

goods, as taken from tho invoice re- ,

ferred to. , Sclected Valencik ralsins
oost the buyer 30 cents per box more
than if he had purchaged in Winnipes.
Strawberries figured out 13 ccnts per
casc above Winnipeg prices. Such o
staple as gallon apples cost 30 cents
per case above o parity with present
quotations liere, though at the timeo
the goods wore purchascd gallon ap-
ples were 25 conts per case  lower
than now. Gooseberries were “actual-
ly invoiced at 50 cents per cas? above
the price of cholee brands here, muking
them cost the buyer, with the differ-
ence in frcight added, abaut 33 ceuts
per caso above the cost laid down
from Winnipeg., Lunch tongue and
chicken cost about the same as if
bought here, but corn bee! cost 7 cents
per case above the Winnipeg price.
Pegrline and gold dust cost 36 cents
above Wiunipog prices. Salmon and
lobsters were involad the samo as
Winnipeg prices, 50 that the difference
in the freight would bo saved by buy-
ing here. Beans ccst 13 cents  per
buslicl above a parity with Winnipeg
quotations. Dried and evaporated ap-
ples, sago, tapioca and rico cost tho
samo ag’'if bought in this markot, af-
ter allowing for the difference in the
freight.

On o staple like T, & B. tobacco,
thero was a difference of 23 cents per
100 pounds in favor of Winnipeg. The
invoice price wag 75 ccuts, insuranco
8-4 cents, {reight §1.28 per 100 pounds;
total cost to the hayer 76.93 cents per
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pound. Cost lnld down from Winnj-
peg. 76,70 cents per pound. Muscatel
ralsins were invoiced 1-2¢ higher than
Winnipeg prices, besides the loss of the
higher freight charges from the east.
The involco prisn of several varle-
ties of prunes was also higher than
Winnipeg prices, besides the loss in
freight charges., Currants made the
hicavy net loss of 3-4¢ per pound to tho
buyer. Salt herings were  Invoiced
about the sume as prices here, making
a loss of the difference in frelght.

Thess are some examples selected
at random from the Iinvolca. Most
other articies showed about the same
difference in favor of the locul mark-
et. On the entire involee it was es-
timated that the castern house had
a profit of $300 above the margin
which would have aczrued to a dealer
here from the sale of these goods. The
freight on the goods amounted to
$701 by the water route, and tho
shipment “vas carried by a tramp
steamer at that, thereby making the
rate 12 oents per 100 lbs. less than
the regular lake and rail rates. The
all rail rates would, of course be stilk
much higher. There wag algd o charge
of 332 for insurance. The total cost
of laying the goods down from Win-
nipeg would have been $391. The huy-
er had therefore to pay out cash for
freight charges, etc., almost equal to
double the amount which it would
have cost him to lay down tho same
goods from Winnipeg. Ho got a lit-
le longer time to pay for the goods,
but the extra charges for Ireight—
which is paid by the jobbar on goods
bought here—would render this feat-
ure of little value. The freight from
Winnipeg is the same winter and
summer, .

Besides the direct loss in the cost of
his goods, und the heavy cash out-
lay for freight, there were further
losses to the buyer which do not ap-
pear on the surface. This was a
large purchase of goods, and the buy-
er was inconvenienced by having his
promises overcrowded. e would have
extra. Insuraued to pay to protect
himself from loss by fire. There would
b2 deterioration in the quality of the
goods and shrinkage In weight from
lolding longer in stock than was ne-
cessary. There was the risk of over-
-buying, and the danger of getting
loaded up with dead stock. The goods
coald have been purchased in Winni-
peg in smaller quantities, as required,
at an actual saving in net cost, be-
sides all the other advantages arlsing
from keeping a stock well in hand,
well assorted up—which means not
too much of any Uuo as well as
cnough of cach line—and turning over
goods promptly.

It appears from this that many re-
tallors do not figure out the actual
tomparative cost of laying down
goods from different markets,



