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COMPROMISES.

When ought we to compromise? Do not
share the belief of some that a compromise is
never advisable. It is so if a man has been
overtaken by misfortune, sickness or death has
impaired capital, if fire or tornado has swept
away his property, or even if you feel that past
experience and losses have taught their lessons
and can see opportunity for his recovery and
success. If he is thereby to be again ‘' put on
his feet,” it might be well to compromise. But
of all things the being so anxious to make col-
lections, that you grant compromises unwar-
ranted by facts, is the most to be deprecated.
Instances are known where within twelve hours
after a party sold out, his attorney had com-
Promised with four-fifths of his creditors at 70
per cent. and by wire at that. When a collec-
tor reached the place he found all this con-
fronting him. Though he had a fa]se signed
statement, his claim was too small to fight
alone, but had he been able to communicate
with the other creditors, better terms could
have been made for all. Remember that when
a debtor is anxious to compromise, he has some
8ood reason for it and it is best to take time to
investigate. - A compromise deal should be a
very slow one. If compromise offer is from the
debtor be more cautious than otherwise.— Law-
yer and Credit Man.
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DEPARTMENTAL STORES IN FOREIGN
COUNTRIES.

Frank H. Cooper, junior member of the firm
of Siegel, Cooper & Co., has recently returned
from Europe, where he has been for nearly a
year. While in Paris he made a study of the
Bon Marche, which does the largest business of
any store in the world, and in London of
Whitely’s immense store. These two stores
are known the world over on account of their
size and the immense amount of goods they sell.
Mr. Cooper, speaking of these stores to a repre-
sentative of the Dry Goods Reporter, said :

* We have nothing to learn from the depart-
ment stores of London or Paris. To tell the
truth, we can give them pointers much easier
than they can give themto us. They do an
immense amount of business, that of the Bon
Marche amounting annually to 150,000,000
.francs,. or about $30,000,000. The Bon' Marche
is an ideal store, and in one thing excels the
department stores in this country. That is, the
interest every employe takes in the business.
I wish we could get our employes to take as
much interest as those of the Bon Marche. It
is this which places this store so far ahead of
all others. The Bon Marche is run in a par-
ental sort of way, and is more like an immense
family than anything else. The employes live
in the store—that is, they eat all their meals
there and sleep in a building near by, so that
all their interests are in the Bon Marche. The
married employes, of course, live in their own
homes. Strict rules govern the actions of em-
ployes after business hours. They must all be
indoors by 10 o’clock, unless special permission
has been granted to stay out later, but no one
can stay out later than 12 o'clock, as the doors
are locked at that time.

“Then, again, women make a life business of
clerking, and do not drift from one thing to
another, as is the case here. Being so closely
allied to the store, they take almost as much
interest as if they owned stock in it.

* Now, we couldn’t do that in this country.
The American idea of freedom would not allow
clerks to live in that way. They would think
that their liberty was being infringed on if they
had to live in the store and were subject to store
rules all the time.

** The Bon Marche does not have so many
departments as our department stores. Its
specialty is dry goods, but it also handles boots
and shoes, furniture, furnishing goods, men’s
furnishings, Japanese goods, notions, and some
other lines. The store began in a very s:all
way, far away from the main part of the city,
on the west side of the city, in a locality which
would correspond to Blue Island avenue in
Chicago. The proprietor was a keen business
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man, who kept adding little by little, until it
has become the largest store in the world.

 There is one other large department store
in Paris, the Louvre, located near the famous
museum of the same name. It does a business
of $10,000,000 annually. It sells a better class
of goods than the Bon Marche, and is patron-
ized mostly by the wealthy clastes, many of
whom run accounts, while the Bon Marche does
a strictly cash business.

“In London, Whitely’s is the store which
surpasses all others in the number of depart-
ments, in the amount of business done, in fact,
in everything. Itis more like American depart-
ment stores than the Bon Marche, only that
the lines of business carried on are morevaried.
There is practically nothing that Whitely can-
not furnish you with. The story is told that a
foreigner was talking with an Englishman, when
the latter mentioned Whitely's. ‘< Who is
Whitely ?* asked the foreigner. ‘Why, he is
the man who runs every kind of business. He
can supply you with anything you want.’ ‘Bet
you a pound hecan’t.’ ‘Allright, I'll take you,’
was the reply. ‘ Well, just have Whitely send
an elephant to my hotel. I want one badly,
and I want it quick.’” The story goes that word
was sent to Whitely, who went to a circus then
in the city, bought an elephant and delivered it
as requested.

* Whitely has his own farm, and provides
his own dairy products. He even puts up his
own preserves and jellies. He runs a large
meat market, but does not raise cattle and hogs.
Running a number of omnibus lines is one of
the many things Whitely has made a success
of. He makes a specialty of providing you with
a house and furnishing it for you. All you
have to do is to notify him of the locality in
which you want to live, how much you want
to pay, and he will do the rest. All you have
to do is to take possession and—pay the khiil.

* As to the methods of doing business, neither
Whitely’s nor the Bon Marche surpass our
large department stores. They are a success,
but many of their ideas could not be used in
this country, while many of our ways of doing
business could not be carried out over there.”
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AsHEs.—Receipts are falling off, as is usuval
at this time of year. Pots are rather firmer,
but pearls are easier. First quality pots are
now quoted at $4.10 to 4.20, the latter figure
having been paid for good tares; seconds $3.90,
firm, and are very scarce. Pearls are down to
$5, with transactions reported at that figure.
CEMENTs AND FIREBRICKS.—The receipts of
cement last week were about 3,000 brls. of
English, and a moderate business is reported in
moderate lots. Prices are stiffer in England,
and the tendency, locally, is towards rather
firmer prices. We quote :—English, $1.95 to
2.05; Belgian, $1.80 to 1.90. Receipts of fire-
bricks are liberal, but the demand is not active.
We quote, ordinary brands, $15 to 18 ; Glen-
boig, $21.



