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BOOKS AND NOTIONS.

PORTAGE LA PRAIRIE, MAN.. MAR. 26th, ’90.
DEAR SIR, —Taking advantage of your
fair offer in Feby, No. we enclose a list of
goods we would like tosell or exchange. We
believe we are entitled to same, being pad
ahead on the subscription hst of your excel-
lent paper.
Very truly yours,
MILLER & BURLEY.

cach.
4 Lady of the Lake, with notes soc.
2 Wiite's Grammer Texts - Xenophons
Bk.1 ..« « 40
2 History of Rune, by Schuidtz . 0 33
3 “ (ireece, . . .35
3 De Fivas, Introduction B T 1
3 Health an Home, Bucton . . . 50
3 Lessonin Chemastry, Roscoe . 100
3 Homer's thad, Bk. 1 . 0
3 Anthon’s Cesar, .in leather; 110
3 Tadhunter’s Algebm, ‘lanie ed? 1 30
2 Liddell & Scot’s, Greek, English
Lexicon 2 00

Goldsimuth's Tiaveller, Deserted Vil-
lage, and the Hernut, (con
tinued) with notes 5

3 Evangelinenotesoleiographedsketchs 10

12 Succession of forest Trees and Wild

Apples, notes and sketches by
Thoreau & Emetson . 10
English Classic Serious with notes, 10c.
cach. 2 ln Memoriam, Tennyson; 3 The

Traveller. Goldsimth; 6 Armada, Macauley;

9 Modern Painter Ruskin, 11 Essays by

Lord Bacon: 10 An Essay on Criticism,

Pope, 11 The Sketch Book, Washington

Irving.

Postage prepard. Al in good condition.
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MONTREAL, APRIL 9TH, 1S90.
Entok of Books AND NOTIONS,
Toronto.

Deak Stk, Please find enddosed $1.00,
our subscnption for your BOOKS aNp
NotrioNs  We notice vour hberal offer to
publish in your paper hat of school books,
whichare unsaleable with G, but may be
used i other parts of the country.  The list
of books i as below @

12 Cicero pro Archia Pocta, 3oc¢.; 1 Cato
Major Wetherell, 50¢ ; 23 Davies Candidates
for 3¢, Class Certtic ates, 20¢ , 9 Stevens and
Morns, Traveller and Elegy, 33¢.:28 Miller's
Deserted Village 6oc.: 13 Marmion Goc.:
25 Epachs Euglsh History 1, 5o, 2 Epoch’s
Enghish History 2, 3oc, 18 Epoch’s Eng-
lish History, complete, 9oc.; 25 MceCallum’s
Examiniation papers 20c.: 3 How to write
clearly 430 3 Lewss, how to read 75¢.; 8
Bucktons Health in House 6o, t Key to H.
Smith's Staues $2.00; 09 Map Ceography, D.
40¢.: 25 MeCabes Elm, Lesson in Eng.
lish 33¢.: 3 Unplulosopic Sous les toils
3563 21 White Horave 10 306 25 White
Horace 2, 30¢:1 22 Nenoplion Auabasis 2,
10t.. 3y Xeoophon Auabasis 3, 50¢..3 Whate
lev’s Rbetone joc, 13 Snths Pruapia
Launa 1v. $1.00; 6 Leighton’s, 1st steps in
Latn 230, 11 Masson's French lLaterature,
30¢.. 30 Williamn's Traveller and Elegy 45¢.;
8§ Burke's French Revolution joc.; 14 Vir-

gils Eclogues 20c.; 9 Edith Thompson's
England 65c.; 3 Connor'sColendges Ancient
Mariner Goc.; 65 London’s Algebra joc.; 159
Thompson's Seasons goc.; 1o McLellan's
Hand Book of Algebra $1.25.

We will take 50/ off, or take other books
in exchange.

\Ve remain,
Yours truly,
ROBERT MILLER, SOoN & Co.

WHAT IS PROFIT ?

Profit is that which remains in the hands
of the storekceper after all of the vanous
expenses of doing business are paid.  Sell-
ing goods at an advance over the invoice
price 1s not always profitable.  The cost of
transportation, store rent, clerk hire, fuel,
lights, waste, spoilage and leakage must alil
be taken into consideration, and the mer-
chants who expect to do business and live
must sell their goods at such an advance as
to cover all these expenses and leave some-
thing besides. There arc changes 1n styles
that have to be considered; there are losses
incurred by bad debts.  There 1s the ex-
pense of carrying an over-supply of unsale-
able goods, in fact, there are hundreds of
things to be considered by every merchant
who embarks mn business and who expects to
be successful in lus undertakings. There 1s
fierce competition to be met, and how to do
this and make a living profit taxes the in-
genuity of the storekeeper to the utmost.

It is becoming almost imperative upon
storckeepers to reduce the running expenses
of their business to the utmost possible limit.
One excuse for trusts 15 the allegation that
they are formed for the purposc of doing
business at a rceduced expense; but the
trouble with them is that when they once
get command of the market they want to
run it exclusively for their own benefit, so it
scems that some other way will have 1o be
devised for lessenming  the cout of production
and distnbution,

There are too many men engaged in mer-
cantilc business, without doubt, and thete ss
not a iving profit for all of them, so fierce
and close 1s competition.  There are houses
which have been in business for years and
which at one time flourished and grew rich,
but now are on the decline on acceunt of the
ficrce competition which they are com.pelled
to encounter, and which compels them to do
business at a loss or go out of it.  Not long
ago a prominent and long established firm
in this city made an assignment, having be-
come cramped for funds on account of doing
business for somctime on a losing basis.
Firm after firm which has existed for years
has been wound up because it scemed clear
to the managers that ultimate failure was in-
cvitable if the business was indefinitely con-
unued. It would seem at the present time
that oniy the merchants who buy closc and
run their business economically can make a
success of merchandising.  This fact shows
the importance of being posted. Store-
keepers cannot scan the market reports too
closcly if they expect to make a success of
werchandising. They must be energetic,
possess onginat ideas and conduct their

business as nearly as possible upon a cash
basis. They must keep posted on all trade
news so as not to fall behind the age. In
almost every bLranch of business there are
goods which have to be sold at a very tn

tling advance over the invoice price, and the
grocer or yeneral storckeeper who makes a
handsome profit from the conduct of In.
business during the year must not only be a
hustler, but a shrewd and ambitious manager

The most successful business men to-day are
close readers of their trade papers.

CHATTEL MORTGAGES, BILLS
OF SALE.

Ugly words these, aren't they? Not only
to the man who gives them but to the holder
too and still more so to the firm or indivi-
dual who is foolish cuough to give the creda
under them. It 15 an old and true saymy
that it takes a fool and a knave to make a
bet, and sc it is with mortgages. No whole
saler compels a retailer to give hima chattel
mortgage without saying to himself, * Now
he's got to do as I say or I'll close him up.
And what after all does the giving of a
mortgage or bill of sale mean in the com
mercial world? It simply means the de
claration to all the wholesale trade, through
the medium of the Mercantile Agency Change
Sheets, that so and so having lost his credit,
has been compelled to hand over his whole
stock to some one clse in consideration aof
his lending him a small sum of money or
not pressing him at the present time for the
accounts he owes him. [t does not mean
than this same wolf in sheep’s clothing
intends to keep Mr. So and So stocked with
the goods his trade calls for. No, not by
any mecans. On the contrary it generally
turns out thata scries of dcl}\:lndS, accom-
panicd by unpleasant suggestions, are made
on the poor store-keeper, who goes around
to the other wholesale houses begging for
goods at any price, with no equivilent to
offer them but the assurance that their wares
will be inmediately handed over to one of
their competitors while his own ability to pay
for them 1s away below nil.  There arc al-
ways a certain number of unwary ones who
will get caught in the trap, but they are
rarely houses who sell their goods at right
prices. When, therefore, the goods are ob-
tamed, there 15 no profit made on them in
competition with other storckeepers, and so
matters gradually grow worse, untl, finally
after months of prolonged torture, our Xoor
fnend has to gve . His stock is sold by
auction, and the wholesaler loses.  Every
one clse 1s left enurcly out n the cold, and
feel angry at A man whom they would have
been ready to help, had he come to them in
a buswess like way ard laid his difficultics
before them, instead of giving one creditor
the preference.  MORAL—Never be fooled
into giving a chattel mortgage.

—_—

THANKS MR. MOWAT. \We are not poli-
ticians and will neithervote for you nor against
you, but in the name of the wholesale and
retail trade that we represent, we thank you
heartily for having the elections, after so
short a space of time, and not as you did
last tune justn the middle of our Xmas.
trade. We know of nothing short of fires
and floods that will break the back of bus-
iness worse than clectioneering, and the
less we have of it the better.



