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THE TRADER.

THE ABUSE OF THE OREDIT 8YSTEM. \ tion by note. Having g

Every fow weeks wo aro rominded of
tho abuso of tho credit system in Can-
adn, by letters from valued correspond.
ents, whoso lives scom at {imos to bo
mado miserable by the dilatory business
habits of romo of their customors who
seom {o look upon the protection of their
own credit as a thing of little or no mo-
ment. Nenrly four years ago wo took oo-
aasion to writo up this subject, and wo
do not think thnat a ropetition of the
gist of tho article would bo out of place
at this prosent juncture,

‘Tho business of Canadn, as n genoral
rule, is conducted on a eredit basis,which,
of itsclf, is not an alarming fact,becauso,
if kopt within proper nnd legitimate
channels, tho offect of credit is to extend
tho volume of trado without adding ma-
terially to tho risk.

As wo have frequently pointed out, on
account of the immense amount of com
potition in this country, * credit is by far
too cheap,” sud in the fact that even
strangers aud comparatively weak men
can obtain gonds on credit, liesono of its
chief sources of weakness,

In Canada, houses with unlimited cap

a8 note he
should conscientiously sarry out his ar-
rangemont and do his utmost to pay it
in full when due.

Tho system of closing accounts by
neto, while not projudicial in any way to
tho intorests of the retail merchant, is a
great convonionce to tho wholesaler, and
would, if tho system were discontinued,

| put a stop to many of the industries car-

ried on by ite aid. So long as the givers
of notes carry out their engagemonts the
system cannot be considered dangernus,
for good commercinl paper 15 alwaya in
domand and has a recognized market
value.

Whon a jebber discounts his oustom-
ers’ notes ho simply sells them to tho
beuk, and, by his eudorsation, guarantees
that in caso the makers of the notes fail
to meet them at maturity, he will. Good
notes are the next Lest thing to cash to
tho wholesaler, beecause he can at any
time convert thom into cash. Notes
given by his customers thereforo consti-
tute a part of his capiltal, eo that when
their notes are protected he not only
losos so much of his capital, but must
draw upon his resonrces to make good
the amouut, which is often a very serious

ital are fow nud far belween, and forlinconvenicnece.

this reason the majority of our whole-

Whoen & merchant's paper has been

sale men and manufacturers have to protested several times, it becomes of
raiso wmoney by discounting tho notes very hitlo value to lumself or anyone
received from their customers in payment | elge.  No bank or wholesale dealer cares
of their accounts. The sumple givivg of | to keop discounting the same paper over
n note does not make the debtor pay any , and over again, and it is only by prompt.
more for his goods, nar cause it to bo ness on the part of his customers that
paid a singlo day sconer than it would jtho rredit syst  an be mede of any
otherwise be due.  Somo merchants,  matenal benefit vither to him or them.

howover, aud we are glad to say they are  When s retail dealer gives a note in
but few in number, adopt a kind of dog- ' settlement of an account he should mske
jin-the-manger policy, and are pecaliar jup s mmnd that be will pay itin full at
enough to refuse cither to give & nole or matunty. If he has to renew any part
pay the cash :in fact they imagine tho'of it, it should bo an exceptional, and
wholesaler ought to feel honored 1n being | not a common thing for him to ask from
pormitted to sell them goods and wait | his creditors. Ho should rofnember that
for the money until they are ready to pay | renowing & note does not pay it, and in
it, whick, in most cases, is & protty long,very fow cases does it make it payable
timo, a8 such peoplo aro usually long , at a more conveniont season. It gener-
winded. elly only puts off the evil day, and often

Tho true way of doing business, how- { leaves him worse off than before.

over, is for a merchant to buy no more| A merchant who invariably mests his
than what ho can'‘pay cash for, or what!notos promptly can go into any market
his judgment tells his trado requires and | and buy at closo figures and best terms,
ho thinks bo can pay for when due. Ho{for the simple reason that the soller
should arrango with the jobber at the|knows that whon the noto matures it will

e

recoivo tho same torms asa prowpt pay.
ing man,

Although a merchapt should pay eveyy
note ho gives in full when due, 1t some. .
times happons that, owing to nnforseen
circumstances, he finds himself nnablety
do s0. Thon his best plan is to take
timo by the forelook and arrange with the
jobber about it bofore it mwaturcs. If ke
can’t pay in full he should notify tle
jobbor at least n couplo of days before. |
hand and get permission cither to dme
back onhimat sight for what hie is shoy
or remit what ho can on accouut of n
and get the note rcoalled: Whaterr
contrse he adopts, howerer, it should be done
before the note i3 due, and not after it.

Somo morchants have n bad habit of
loaving these things off until the lag
moment, or neglecting them altogether—
both bad enongl, but the former infin.
itely prefcrable to the latter mode of
doing business. If peoplo desire o
obtain credit they should see to .t tbnt
they wmoet the obligations they hase ol
untarily incurred ; if thoy cannot do s
in full they shoanld make &an effury 10 &
80, ang not simply shift the burihenon
to the shoulders of the wholesale mer.
chant without any warmug.
. Marcantilo credit is a dolicato plaai,
and every merchant foing business upon
a credit basis, shonld make it a point o
see that he does nothing of lus uwn ac
cord to affoct it injuriously 1 a cred

itor sees that a debtor is doing Ins level

best to moet ns obligations, 1t 13 vey P
seldom that ho refuses to give lum aft I8
the accommodation lLe can reasonably JE

desire.
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TOO0 MUCH WHEAT.

¢« Too much wheat " So the dealers say
Miilions of bushels vnsold
Of last year's crop ; and pow, to-24y',
Ripe and heavy and yellow as gold
This summer’s crop counts full and fair.
And muarmaurs, not thanks, arc in the air.
And storehouse doors are locked, to wait.
And men are plotting, early and late,
* What shall save the farmers from loss
If wheat too plenty makes wheat a dross *”
* Too much wheat!” Good God, what a word!
A blasphemy in our borders heard,
#Too much wheat!”
stirred,
But yesterday, and our checks like flame.

And our hcarts wee

time ho buys whether ho will pay cash
and take advantage of tho cash discount,
or let tho account run for the period of
crodit agreed upon and closo the transac-

For vengeance the Lord bhis loins doth gird,
\When 2 nation reads such a tale of shame.

Hundreds of men lie dying, dead,

Brothers of ouss, though their skins are rod:

Men we promised to teach and feed.

causs him no trouble in protecting it.
A dealer who, on tho contrary, is notori-
ous for his want of punotuality in this
respeet, nover can nor should expect to




