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The Commerant ceitalnly ¢njoys a very much
targer citcudetion wuang the Lustiiess conmunity
of the vust region lyipg Letwern lake Supaio
and the Pacjlic Coust, han an?{ other paper in Can-
ada, daily or weckly. *}he Conuugrcial also
renches lgt Teating wholcsale, conamission, manu-
facturing and finaneial houses of Eastern Canada,

WINNIPEG, SEPTEMBER 10, 1898.

Buying for Cash.

The cash man is the coming man
in the dry goods trade. Such wus the
view of an old country agent expressed
in our hiearing the otlhier day. Bug,
as anothe; agent pointed out, “He has
already come, the cash man i3 here—
and he Is king of the castle.” An old-
fashioned s who heard this volloyuy
desired tu Lo onlightened as t© whay
it meant. So he was informed by the
second of the persons.above mention-
ed, as follows: *“I -speak advisedly
wihen I say the importer or wholesalo
dealer who to-day cannot pay cash
for his goods is not in the swim. The
test wholesale concerns are now pay-
ing cash, ard thercby wmaking nine
per cent. per annum.” That Is, we
presume, they get three per cvent. off
every four smonths bill. ‘But do you
mean to say,” enquired the retired
merchant, “that a solvent morchant
ooy uot tuy at three, or four, or six
months If -he wishes to?” Thoe reply
of the unsmiling agent for n solemn
British house was: “I tell you' sir,
the limporter who cannot pay cash and
get his discount is & back: number. He
is bady handleapped in the competi-
tion.”

i1 would not be true to say that
all ‘Canadian fmporting houses are
now paying cash for their gooas and
taking tho discount. Some of them
wh ¢l are perfectly able to <o 50 pre-
ter not tc pay cash, we ars told, be-
cauvse the English discounts on general
dry gooas are by no meana sH great as
nine per cent per annum aal aro a0t
fufficieny inducement to pay cash. In
bhuying domestic goods trom Canadian
wanufacturers the wholesale buyer
gets Jong time, often by m2ans of unt-
mg aheao. The discount-ter-cash ar-
rangement is thus an :dvantage to
the merchant and often & conveni-
oned to the manufacturer.
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In the rotall trade propross has
been maoe in the same direction. The
shrewd and forehanded «ry goods 1c-
taliers In the Dominlen have perceived
the aavantages of cash trade aad are
now for the most pars taking the dis-
count.  Whifo it would W going too

Tar %0 say that those who sio not do

&0 are Invariably amoang those wiose
fatlures appear from time to time In
i record, 16 s still teue shat we
rarcly hear of thwe influre of & dry
gocds retaller who pays cagh. The
‘process of dovelopment has been go-
ing on [or years, and t¢ has brought
mtt a very considerable rumber of
competend retail dry goods men who
alm at sellf for cash umcre hower
1o them for it); aud who have been
taught by the logle of evanis tpat
it pays to buy for cash., It i3 much
to be hoped that their exaple may be
fuifowed by hvudreds more.~Toronto
Monetary ‘Times.

Danger of XMany Creditors,

The followjug pertinent advice to
retall merchants is from the able ad-
dross by W. H. Preston, ex-president
of the National Assoclation of Credit
Meun, delivered at the annual conven-
tlon of the Iowa amd Nebraska Re-
tall Implement Dealers® Association,
held at Council Blufs, Ia.:

I have found it the custom of many
retail dealers to buy of several houses
in the same jine of trade. When a
dealer Is compelled” to consult with «
w holesale mercliant because of his in-
ability to meet hiy obligdtions, and
tlie absolute nevessity of extensgion of
time, I have often found him indebt-
ed to so many liouses that it was al-
most impossible to obtain an exten-
sion for him. Many of the smaller
creditors, knowing that they have lig-
tle at stake, woull iusist upon being
paid, and would refuse to grant an
extension. The aggregate of the in-
debtedness represented by these smal-
ler creditors would be sufficient to
preelude the  possibllity of sccuring
the desired extension. I am sure there-
fore. that tho retail dealers will buy
to Letter advantage and have his
account In much tetter shape if he
confines his purchases t0 as few housy
as postible consistent with the need
of sufficient variety in his stock to
meet the requiremants of his trade.

One of the mbst unwise and unjnst
acts which a dealer can perform is to
attempt to tramnsfer his trade to
another house while bahinl in his pay-
ments. The fact becomas known very
speeldily and causes collections to be
vigorously cronded. * * * Be Joyal
to those who have granted-you cred-
it. Do not transfer trade when be-
hind in payments. Wait until you
hiave nothing past due, then place
your orders with the firm offering the
bost opportunities.
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Character the Basis of Credit,

The following extract from an ad-
dress before the students of Pack-
ard’s Buslness College, delivered a
short time since by James G. Cannon,
vice-president of the Fourth Nationual
Bank, New York, and presidont of the
Naticunl Credit Men's Association, pre-
sents in a forceful manner the rela-
tionship of c¢redit to character.

The three comporent parts of credit
are character, capacity and capital,
and the greatost of these is charncter.
Character counts continually for
credit, and I iatend to speak to you
for a moment upon the question of
character In its relation to credit.
Geurge Washington in his first inaug-
ural address sald: *“The foundation of
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our natlonal policy will be lald in the
pure and immutable princtples of prive
ate morality,” and n roply to this
adidress ol AWashlugton by the Sonate
of the United States tliose words were
used : “We fegl, slr, the forco and ac-
knowicdge the justice of tho observa-
tlon, that the foundation of vur na~
tlonal policy should be laki In private
morality. 1f individuals ‘be not in-
fluonced by moral principles it is vain
to ook fur public virtue” A well
known writor says: ‘“‘What we are
sooner or later shows itsell in what
we soemn. OQur character, uncon-
sciously but inevitably, expresscs it~
self in our actlons, our speech, our
moaner, our lcoks, and finally it is
seo‘x’\ by our feliows as thoy observe
us,

What g character? It is an in-
dividual matter. You cannot have
another's charpcter. You may tryto
imitate, perhaps, the oharacter of
some great man; but to  the man
himg2hh whno {s his own master, his
character standeth or faileth, Char-
acter la that something within you
which 1recelves and impresses upon
your mina and writes in indelible {et-
ters on your leart your thoughts,
words and Czeds. Character i{s the
fine toue of your lieart astrings, or
elsz it is the du!l thud of life which
seems  to chill Jou . through and
through., Character 18 that some-
thing which points you onward and
vpward in lite's work, or else drags
you down to lower and lower depths
as it becomes foul with the heavier
material of life's dregs. Some one
has well gafd that “character is nos
something that is added to your life,
but it fs life itsell.” Character build-
ing is not the work of a moment or
a day. You cannot jump into a char-
acter a8 "you would into a suit of
clothes, unless it be an assumed
character. The man with an as-
sumed character is a hypoerite, whom
we ali degpise. Character bLullding 1s
a slow process, It must he worked
at coatinually, and we are building
;:g'en when we are not conscious of

Grocery Trade Notes.

Now Valencia ralslns are expocted
at Toronto next week.

1¢ is reported that New York par-
tiet have been trying to buy Fraser
river sock-nye salmon in England for
shipment back to Canada.

The firgt direct steamer with cur-
rants for Canada left Patras on Wed-
ucsiay of last week. She railed for
Dania to take on Valencia ralsius.

Telegraplhio advices to The Com-
mercinl 1065 week snid that the peach
pack would be light anud prices prob-
ably 30c per dozen higher than =«
yoar ago. ‘fhis refers to the Ontario
pack, and ls confirmed by later mall
reports.

An tmproved dairy salt will soon be
placea ont the market, we undenstand,
ag the result of the investigations of
a competent Ontario chemist. The
process of preparing the sals Is under-
stood tc be simple and Inexpensive,
while at the same timo experimeuts
have shiown that it adds in a most
markea degree to its preservative
qualities. Y re,

Referring to the strongor tone of the
California prune market based on_tho
shortage in the crop, o prominent
New York commission merchant said
that from #ho best information he
could obtain he was inclined to beliove
that the entire output of the
state this season would not -be over



