
14 BOOKS AND NOTIONS.

PoRT: . PRAKRIE,MAN., MARt. 26tih, '90.
I)AE.R SIR, -Takng adVantagc of your

inir offer in Feby. No. we enclose a list of
goods we would like to sell or exclange. We
beheve wc arc entitled to bsme, beng paid
ahead on the subscription lbt of your excel.
lent paper.

Very truly yours,
MLK..ER & IIURLEV.

each.
4 Lady of the I.ake, with Iotes 5oc.
SWhites Gra erTexts - Xcnophons

lik. I . . . . 40
S1 lîstury of Romeîc, b> S-huîdtiz .. 35
3 " Grce, 35
3 D>e Fi'as, Introduction 45
3 Ilealth n Hnome, Ilucton - 50
3 I.esson in Chicîuîstry. Roscoe i oo
3 llomcr's 1lhad, Ilk. 1 40
3 Anthon's Cxsor, ,in leathcr; 1 Io
3 Todlunter\ Algebra, 'large cd 1 K 30
2 Liddell & Scott's, Grecek, English

Lexicon 2 00
4 (;oldsnuth's Tîavcllcr, l>escrted VIl-

lage, and the licrnit, con
tinuedfi with lotes 5

3 Evangelinentcsoliographcdsketchs so
:2 Succession offorest Trces and Wild

Apples, notes and sketches by
Tllorc.u&Eiicson . Ko

English Classic Serious with notes, soc.
cach. 2 in Nemiiortami, I'ennyson; 3 The
raveller. ;oldsiîth; 6 Armad-, Macauley;
9 Modern l'amter Ruskn. s i Essays by
Lord flacon. lo An Essay on Criticisim,
Pope, : The Sketch iook, Washington
Irving.

l'ostage prcpad. All ii good condition.

MoN i RLAA, Ai'Ri . 9T1i, 1S9o.

El'flcîR i littKs ANA' NiTIO<s,
Toronto.

I)uxAK SAk, I'le.sc tind cnsloscd Si.o0,
our subscrnption for vour liooKS asi'
N<tAsoNs. We notice vour lberal offer to
publish in your paper lAt of school books,
wliih;arc 4.nsc.de.ble naKi a.s, but ia) be
usd n otlier parts of the c.îuntry. The list
of books is as below :

12 Cicero pro Ar-lta l'octa. ;oc.; s Cato
Maior Wclhereli. 3oc ;24 Davies Candidates
for 3 .Clas Ci tlt ates, 20c .9 Ste-vens and
Morris, Travcllcr and Elegy, 35C.: 28 Stiller's

c-serted Village 60<.: 14 Mirnion 6oc.:
25 Epoth' Enghisli sîtor> A, Sc..2 Epo>ch's
Englsh iistory 2. 5oc , IS Epoch's Eng-
lish Hlistory, comprlete, 90c.; 25 McCallum't
Exanation papers 2oc.: 3 lov tO write
clcarly 45c.; 3 l.cu i. h1ow to rea'Id 75c.; 8
Butckton, lic.it mil use 60x.. Key to Il.
Smllith Stat:c% 52.00c; og> Map Ccography, 1).
40c.: 25 lcd.bc's Elm, 1-cason in Eing.
lish 4;c. 3 Unpliilosopic Sous les toils
4;%.; 21 White lir.î.c 1. ioc.; 25 White
lorate 2, oc 2 Xciophon Auabasi: 2,
got.. Ncn.p lîAuaba.i'.3Si..4 Whate
lev's Rhectors%. ioc., 14 Smiitha- l'rutiaii).
1.atna tv. $A.o; <6 Lcightîon's. ist stcps n
Latn 25< , i: M..son' Frcn,.h 1.iterature,
3c.. Whillian's Trasller anel Elegy 45c.;
3 Hlurkc's French Revolution foc.; 14 Vir.

gils Eclogues 2oc.; 9 Edith Thompson's
England 65c.; j Connor'sColeridgesAncient
Mt ariner 60c.; 65 London's Algebra 4oc.; 159

Thompson's Seasons 40C.; to McLellan's
land llook of Algebra 51.25.
We will take 5o/ off, or take other books

in exciange.
We remain,

Yours truly,
ROBERT M 1 .LER, SON & CO.

WHAT IS PROFIT?

P1rofit is that which remains in the hands
of the storekeeper after all of the vanaos
expenses of doing business are paid. Sell-
ing goods at an advance over the invoice
prce is not always profitable. The cost of
transportation, store rent, clerk hire, fuel,
lights, waste, spoilage and leakage must all
be taken auto consideration, and the mer.
chants who expect to do business and lve
must sell their goods at such an advance as
to cover all these expenres and leave some-
thing besides. There are changes in styles
that have to be considered; there are losses
ncurred by bad debts. There is the ex.

pense of carrying an over-supply of unsale.
able goos, in fact, there are lundreds of
thngs to be considered by every nerchant
who enbarks ii business and whoexpects to
be successful in lits undertakings. There is
fierce competition to be met, and hov to dlo
this and make a living profit taxes the in-
genuity of the storekeeper to the utmost.

It is becoming alnost imperative upon
storckeepers to reduce the ruiunng expenses
of their business to the utmost possible limit.
One excuse for trusts a the allegation that
they are forned for the purpose of doing
business at a reduîced expense; but the
trouble witli thein is that when they once
get coinmand of the market thley want ta
run it exclusively for their own benefit, so it
scems that sone othier way will have ta be
dcsisel for lebcning the -o.,t of production
and dlitibution.

There are too many men engagei in mer-
cantile business, without doubt, and therc as
not a lis ing prutit for aIl of them, su fierce
and close :s compcition. There are bouses
which have been in business for years and
which ai one timne flourisied and grew rich,
but now are on the dCcline on account of the
tierce competition w'hich thcy are cor.pelled
ta encounter, and which compels thema to do
business at a loss or go out of it. Not long
ago a prominent and long established firni
;n tlis city made an assignmnent, having be-
cone cranmped for funds an account of doing
business for somctine on a losing basis.
Firn after firni which has existed for ycars
has been wound up because it seemed clear
to the managers that ultimate failure was in-
evitable if the business was indefinitely con-
tnued. It would steem at the prescnt tise
that only the imerchants who buy close and
run their business econoimically can inake a
suress of merchandisng. This fact shaws
the importance of being posted. Store-
keepers cannot scan the narket reports too
closec) if they expect to make a success of
nerchandising. They must be encrgetic,
possess original ideas and conduct their

business as nearly as possible upon a cash
bas,s. They must keep posted on all tradr.
news so as net to fall bchind the age. in
almîost every branch of business there atc
goods which have ta be sild at a very tri
tling advance over the invoice price, and th.
grocer or general storekeeper who makes .t
landsome profit froi the conduct of li,
business during the year must not only bc a
bustier, but a slrewd and ambitious manager
The most successful business men to.day are r%
close readers of thir trade papers.

CHATTEL MORTGAGES, BILLS
OF SALE.

Ugly words these, aren't they? Not onis
to the man who gives theim but to the holder
too and still more so to the firi or indivi-
dual who is foolislh euough to gis e the cred<t
under them. It is an old and truc saymKg

that it takes a fool and a knave to iake .%
bet, and se it is with inortgages. No whole
saler compels a retailer to give himi a chatte)
mortgage without saying te himself, "No%%
he's got to do as I say or l'il close him up.
And what after all docs the giving of a
mortgage or bill of sale mean in the coi
mercial world? It simply means the <le

claration to all the wholesale trade, througlh
the medium of the Mercantile AgencyChange
Sheets, that so and so having lost his credit,
has been compelled ta hand over his whole
stock to soue one else in consideration of
his lending him a small sum of money or
not pressing him at the present time for the
accounts lie owes him. It does not meian
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 incans. On the contrary it generally
turns out that a scries of demands, accom-
panied by unupleasant suggestions, are made
on the poor store-keeper, who goes around
ta the other wholesale louses begging for
goods at any price, with no equivr.lent to
offer thei but the assurance that their wares
will be imnediately landed ocver to one of
their competitors while his own ability to pay
for them as away belowv nil. There are al-
ways a certain nuiber of unwary ones who
will get caught in the trap, but they are
rarelv bouses who self their goods at right
prces. When, therefore, the goods are ob-
taned, there is no profit made on thein un
competition wilh other storekeepers, and so
inatters gradually grow worse, until, finally
after iionths of prolonged torture, our poor
Inend has to give in. lis stock is sold by
auction, and the wholesaler loses. Every
one else is left entcly out in the cold, and
feel angry at a man whon they would have
been ready to help, lad he come to theni in
a bustiess like way ar d laid his difficulties
before them, instead of giving one creditor
the preference. MORA.-Never be fooled
into giving a chattel mortgage.

THANKS MR. MOWAT. We are not poli-
ticiansandwill neithervote foryounoragainst
you, but in the naine of the wholesale and
retail trade that we rcpresent, we thank you
hcartily for having the elections, aftcr so
short a space of time, and not as you did
last tune just tn the middle of our Xmas.
trade. Wc know of nothing short of fires
and floods that will break the back of bus-
iness worse than electioneering, and ihe
less we have of it the better.


