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The Forward Movement
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Commerce

A Challenge to the Manufacturer

and the Retailer

Remember that while competition is the hfe of trade,

there are certain kinds of competition that

may be the death of trade.

Which will survive .'
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FOREWORD

The handwriting is on the wall. Can you read
it—or is your mental vision yet blurred ? Wake up be-
fore it is too late. Don't be like the man witli one
talent.

What follows is taken from the fyles of the Cana-
dian Oroeer, Vol. xxx., No. 20, of .May 14, 191.>—
What's ihe matter with the grocer now?

In a business sense the platform of the Canadian
Wholesale (Jroeers' Association (successors to tJie
Guild) is a "forward movement" which is intended to
benefit Canada as a whole, and the consumer in par-
ticular. If those engaged in commercial pursuits are
incidentally benefitted by having business conducted
along honorable, logical, ethical lines, so mu<'h the
better for the legitimate trade of this country.

We are spinning our own fates, good or evil, never
to be undone. As Prof. James, who has given nuich
time to the physiological study of mental conditions,
says:

"If a man keeps faithfully busy each ihour of the working
day, he can, with perfect certainty, count on waking up some
fine morning to find himself om of the competent ones of his
generation in whatever pursuit he ihas singled out. Silently
between all the details of his business, the power of judging in
all that class of matter will have bui!* up within him a possession
that will never pass away. Young people should know this in
advance. The ignorance of it has probably engendered more
discouragement and faint-heartedness in youths embarking on
arduous careers than all other causes put together."

Are you thinking of, and studying the future pros-
pects of Canada's upbuilding, on honorable lines, so
far as the trade and commerce of vour country is con-
cerned? Do you realize that by reason of unfair and



sclttsl. Kraspiiiff for a inoiiopoly of tin- ti of this
<'ountry—certain intcrt'sts aro insidiously ai., iU'utly

Hfhoniinj? to ^ot control of the avcinica of distrinutionf
The wonch'r is that nianufactmcrs, wht.h'saU'rM,

rctaih'rs and <'onsunicrs, and histly politicians, rimnot
visnalizj' the futm-e. If all really did realize the i. .le

state of trade and commerce tluy would have surely
shown some sij;ns of it. Thos«' who do undtTstand are
apparently too modest or too comfortably situated to
take a Jiand '

' the effort now necessary to carry on
an educational propaganda that nnist result in im-
{)roved conditions and a greater increase in Canada's
products of the soil.

To the bu-iness man who reads this, let liim re-

member that now Canada has a Hoard of Commerce

—

the business man's com-t—and that tie Board of
Commerce of <'anada has the i)ower and the right to
detern^'ne what is good business ethics, or what is bad
for the country as a wJiole, or what will be bad for the
consumer in the long run. Kemember, that while com-
petition is the life of trade—thee are certain kinds of
competition that may be the death (»f trade. Both
kinds are now at work. The question is, Which will
survive?

(«!;>at effort nuist be made nowadays to arrest the
attentitm of the unthinking and self satisfied, '^ence
the title to this ])ami>hlet. Note what a Chief Jubrice
of the King's bench says—his sound, logical judgment
fits well with a cor science A'oid of offense.

For extra copies apply

—

W. J. HOBSON,

King and McNab Sts., City

'^



From The Canadian Gro.c

May Hth 1915
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You Hhniild (liscounijjc tlils nttitiulc 'H'caiiMr it

iiH'iTnscM your (WtVu ;iltics and makes it aliiitMt impos-
sihlt' to coiM- siirci'ssfnllv with the srrious pntlilcniH
with which you have to <l«iil.

Voii art' coiit :ual!y fared with tlieoiists, who
ehiiin that the present nietJiods of husiness are all

wron^', and that the retail man and the wludesale man
have no ri^'ht to exist. It is the duty of every wholc-
saU'r who e.\i»eets your support to 'ace these issues
w ith you and help deal etTectively with th«'m.

Much confusion at present exists in the United
States on trade matt<'rs; hut we are fortunate indiavinj?
the law <(n business ethics very ch-arly detined by no
less an authority than the Hoii. Sir (lienliolm Faleon-
bridge, Chief Justice <»f the Kinjj's liench.

In his .jud>j;nient in the (Juihl ease he said—and I
quote from the judf;mont:

1st When trade conditions are bad and injurious to
those engaged in any line of business, you have
the legal right to organise for the protection and
advancement of your common interests.

Interference with the regular business channels
may be prevented by organisation, otherwise it

would injuriously affect and demoralise the trade
and the consumer would certainly not be better
off in the long run.

It is not unlawful t > protect one's trade and those
in trade have the right to protect their interests.

Exceptional insight into economic conditions is
necessary to deal with trade matters.

Sellers have the right to impose conditions of
resale, and it would be dangerous to accept as a
settled doctrine of political economy or proposi-
tion in law, that a man, person or corporation
should be declared to have an absolute right to
buy and sell, without restriction as to c^uantity
or price.

2nd

:{rd

4th

Titli



Htli A regulation fixing a fair price is not in restraint
of trade.

7tli A combination of dealers can refuse to deal with
any manufacturer . : wholesaler.

Hth This is the age of Associations in busintss, and
confined to proper limits they are laudable.

Oth Sir Olenholm says he does not approve of exag
gerated assertions as to trade combinations.

loth He says that retn'lers and wholesalers are a
public necessity and have the right to protect
their interests.

nth. Sir ait? .'lolm says that price cutters are liable
if they u^ not maintain the manufacturers' fixed
prices, and that manufacturers have the right to
fix prices.

12th Sir Glenholm completes his judgment by stating
that the proper method of distribution is from
manufacturer to the wholesaler, from the whole-
saler to the retailer, and from the retailer to the
consumer, and that any interference with these
i-egular and established channel of trade can
be of no ultimate benefit to the nsumer, mkI
ho closes by sayiuf,'—that in a ca£ ;o important,
he carefully considered the numerous authorities
cited by him so as to give a very full and elabor-
ate statement of facts.

This being so, iu»\v what will vuiir oi-iiaiii/atioii

lu'iiefit you, if it is looked up(.ii with iiuliffereiice In-

tlie wholesaler, the inanulactuicr, and the goveiiiment,
and not taken seriously.

TIow can you do your part in strengthening vour
organization? I'll tell you how: Do vour business with
(Juild houses only. Why should you do tliis? TJecause,
if the wholesalers were to unitein organization work,
we could accomplish in six rnon+'is more than you can



othonviso do in as many years. If every liouse were
a fliiild member at liearr, as well as in fact, we eould
hell) y<»n as you liave never heen helped before.

Just as you have some retail mereJiants unwillint.-
to eo-operate with you, we have wholesalers taking
the same attitude. We believe that present day evils
are due to a lack of proper conception of the value and
necessity of getting together.

The Whi.lesale (iroeers' Tluild is the onlv ori-an-
ization on record as supporting- and backiuii' np the
work you ai-e doinj;-. Then why not use vour influence
in this dii'ecti(.n, lu'cause if you did vou could more
(juickly eliminate the unfaii- 'onditii)ns that i>revail
and more easily combat the evils that are j-rowin,;:;—
in an 'ffort to put you out of business.

There is a tendency on the part of some manu-
facturers to secretly sell some favored few; on a basis
that puts you at a great disadvantage. Such conduct
is unfair and dishonest. It can only have one ultimate
result, viz., driving out of business many honorable
merchants.

For my pnvt, 1 say t(t the manufacturers, "If vou
sell a few on a favored basis, for heaven's sake sell all
on the same l)asis. Don't drive ninetv-iive per cent,
of tlic trade out of busines by making- it impossible for
them to compete!

This is not the time or place to be i)ersonal—but I

know manufacturers ai-e not playing- the game fair.
I know of manufacturers who are throwing vou down
—why do you stand for it? Such a situation is al)so-
lutely nidefensible; but still it is being done and you
stand for it. If any manufacturer or })roducer thinks
Iw can do business at less expense than doing it through
the wholesaler, I always advise him to cut out the
wholesaler and do his business direct—but the most
successful and largest manufacturers in the grocery
trade do their business through the wholesaler because
they get the biggest distribution at least expense.



Then why should they hurt you by selling a few
favored retailers on a better basis than you buy'> It
13 dishonest, and dishonesty is ruinous to business.

You are of far more importance to the manufac
turer than you think you are. He can't «ot nhnvj; witli-
;.ut you as a hmly. Thou Avhy let him put it <.v('t V(.u '

llu> rcasi.ii IS you arc too modost and loni-' siiffcHui-.

As a J. Iain, lionost fact, if you ail were ciiiiat^cd in
;i husuicss that was ^^oinjr to hv wipod out ])v thcCrfcct
or, say, a tariff change, su(Ji a condition would arouse
y»»n, hccanso each one of you w.-uld be seriouslv c(.n-
eenied. But you are just as nnicli concerned here as
an individual in connection with your own business.

It must be dear, therefore, as members of a lai-<'-e
body, you must j(.in together and express voiir views
vij,^oi()usly t<» the manufacturer in order to accomplisli
anythinj;- at the j.resent time. Unless von do that voii
will fall back and not make the progress vou are "en-
titled to—the jn-onress that will come to "vou if vou
keoi) vi<,n)rously in the way you are doinj-'.

Be a little more a,i;\yressive, be m(»re outspoken.

Each of you before me is dependent upon the
honesty, intej>rity and business christianitv of every
wholesaler and every manufacturer in tho*I)oniinion,
and therefore, in view of the present condition of
things, you must prot(>ct yourselves bv vigorous pro-
test against unfair dealing".

It does not make any difference what vou do, so
i'lng as it is reasonable and necessarv for "\'our own
protection.



THE LAW ALLOWS PROTECTION.

There hcis been, and is yet, in the minds of sonw
people, a great deal of confusion with regard to the
Combines Act in that respe(!t—but what you have to
do—and the law of the land will jjcnnit it

—

is to pro-
tect yourselves in order that \'on may maintain your
business in its integrity.

The public do not know the true condition from
merely reading newspapers—and your business is not
a matter on which the public is called upon to think
very deeply.

There is a feeling that the manufacturers, whole-
salers and retailers are antagonistic. This is perhaps
due to the fact that they stand apart and do not get
together often enough to exchange views and ideas.
Such an idea as the three branches of trade being
antagonistic is entirely a misconception, for, one must
be dependent upon the other.

Our failure to get together I can only attribute t«»

indifference and selfishness on the part of a certain
portion of those engaged in the three classes of trade.
As a matter of fact, the manufacturers, the wholesalers,
and the retailers are bound as absolutely as ties can
bind them in their own interests, and in the interests
of the public.

They stand on common ground—that each one
shall make a living and a decent profit.

The interest of the manufacturer is to sell his
goods through the wholesaler and thereby secure the
cheapest means of distribution to the public.

It is to the interest of the manufacturer that the
wholesaler handles his goods on a reasonable margin,
because if the wholesaler does not get a profit he can-
not pay the manufacturer. It means bankruptcy.



It is in the interest of the wholesaler that the re-
tailer makes a i)rofit, or how can he pay the wholesaler?

The manufactnrer should be as much interested
in the financial condition of the retailer and wholesaler
as the wholesaler should be in the financial condition
and prosperity of the retailer.

The object of the manufacturer is to get his goods
on the market and get his money eventually.



CLOSER CO-OPERATION.

Now, (,iir (hiild's usefuliK'ss is to nmkc for honest
and tail- conditions, and any \x<n-k wc niav attr>nii)t to
do without co-oi)cration will lu.t he a sucv-ess. Nol)od\-
shoiild ol).j("('t to a man ^^cttinf^ a fair, honest, livin-
I)rofit—and with the aid of all tJie maniifaetiirers.
wholesalers and retailers who are willinj.- to join in tliis
important work, we eould confidently look f(^r improv-
ed conditions and also protection a-ainst the manv
fallacies and innovations in trade that not only fake
the public—hut wliile doin- so are a eontiiiual source
ot irritation to the h-j-itimate trade of the country.

Now, the object of the three classes of trade is to
sell as cheaply as possible in order to create trade and
avoid undue competition.

It is out of the question—and lu.t within reason-
that uie consumer can get his goods at less than what
they cost the manufacturers and distributors with a
reasonably good profit added.

You must get down to s(mie fixed concrete prin-
ciple ot trade. (Jeneral remarks and ideas are .)f no
great value to you and will ii„t relieve vou of the
l)urdens you w ish to overcome.

Unsatisfactory conditions of trade are due, no
doubt, to a confusion of ideas and neglect of concen
trated effort to find out just what the disease is and
the remedy to apply.

In all organizations it is necessary to maintain
loyalty—frank, out-spoken loyalty—to* the objects of
the institution to which we belong. If you do that
loyally you stamp your organization with respect, and
you improve the character of the business in wdiich vou
are engaged.



QUANTITY PRICES.

At yoiir convention, and as a result of vour care-
ful discussions, you have unanimously decided, amonff
other things hurtful to your interests—that quantity
price is objectionable because it means discrimination
in favor of a few—because it means unnecessary tying
up of capital; it means overstocking and finally re-
sults in demoralization of retail prices.

The argument in support of a quantity price is
that the retailer who buys a large quantity is entitled
to a lower price than the retailer who does not.

Such an argument sounds natural to the unthink-
uig man of business, but let me tell vou that trade is
not a natural condition of things. It is complex and
artificial and requires understanding.

The same argument that the large buyer should
get a lower price might with equal force be used as an
argument that a man w ho buys one hundred, one thous-
and, or ten thousand postage stamps should get them
cheaper than the man who buys one—or the boy who
buys one hundred copies of the London Free Press
should get them cheaper than the boy who buys fifty
copies. The government does not favor the big buyer
in the matter of duty on importations.

II



WHxiT THE GOVERNMENT IS DOINCJ.

The government inflicts a heavy penalty on a
transportation company rebating or discrhninating in
freight rates. These regulations are artificial and have
been found necessary as a protection to the government
and the business interests generally.

Does this not, therefore, establish a precedent
that regulation in trade is sometimes necessary f(»r th(!

jjrotection of the business interests of the comnuuiity?

Gentlemen, you can only keep yourselves safe
financially by understanding what this complex arti-
ficial state of trade means, and consideration of your
Association obligations, as a big part, and a very im-
portant part, of your business.

If anything I have said leads to consultation and
discussion of these matters I will feel that I have not
taken up your time in thinking out what I have said
to 5 ou this evening.

li








