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THE COMMERCIAL.

the spring.wheat country hzrvesting is but two
weeks away, which has stimulated the receipts
of old wheat at primary markets, Special ad.
vices to DBradstreet’s by wire state that in
northern Da%ota and Minnesota wheat is pro-
gressing favorably, and for the whole of Minne-
sota and Dakota a hurvest of from 50,000,000
to 55,000,000 bushels of wheat is p-omised. No
gain in general business in the northwest iy
promised until the crop begins to move.  Indian
corn and provisions prices have followed in the
wake of those of wheat. Petolewtn has heen
active, Srregular and lower than the higher
range tcached, thorgh the bullish position of
the product remain unchanged. Iron is quiet,
and cosl is, if possible, duller than herctofore,
s0 'nuch so that there is talk of trying to veduce
the quota arranged for mining during Auguat,
The movement of grocery staples has been dis-
sappointing. Sugar is lower, coffce quict and
tea depressed.  Dairy products ave slightly
higher, but the consumptive dewaad unim-
proved, The sugar product, as telegraphed
frem New Orleans, amcunts to 105,000 tons.
The favorable prospect of the cottou erop,
backed by the temporary ontlooh for renewed
complications between Great Britain and Russia,
depreased prices of cotton. Therc were 185
failurcs in the United Stotes during the past
weck, ascompared with 170 the preceding week,
and with 211, 140 ~nd 131 1espeetiveiy, in the
corresponding weeks of 1884, 1883 and 1862,
About 80 per cent. were those of sma'l traders
whose capital was less than $£5,000. Canada
had 14, u dectcase of 10 — Bradetreet's,
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Recent Legal Decisions.

SHERIFF'S SALE OF PERSONAL PROrENTY--
FrATD.—A sheriff’s sale of porsonal property
in mass is not fraudulent per z¢, althongh it
may be evideuce of frand, ac rding to the ds-
cision of the Pennsylvania Supteme Coirt, in
the case of Furbush vs. Giecne.

PaTENT — WasT oF Noverry — METALLIC
Roortne.— In the case of The Awmericau Iroun
Company vs. Anglo-American Rooting Company
the United States Circuit Court for the South-
ern District of New York held that there way
no patentable novelty in the subject matter of
a pateut for a metallic roofing or covering made
of aTseries of corrugated sningles, to he sccured
to the roof by nails, us are oudinary wooden
ghiagles, onc shingle over-lapping another, so
as to cover the nail holes in the lower shingle.

Horet. Keerewr's Lianiuiry—Disease. —In
the case of Gilbers vs. Thomas, the Sapreme
Covrt of Towa held that a lotel kecper who,
with knowledge of the prevalence of small-pox
in his holel, kept it open for business and per-
mitted a person to become his guess withont in.
formiug him of the disease, was liable in dam-
apes, for the communication of the disease to
the guest, and that the guest wis not precluded
from recovering on the ground of contributing
negligence in not making inquirics as to the
truth of 2 rumor that there was small-pox in
the house,

TARIFF  LAWS -~ CONSTRUCTION —- EXVERT
Trstimoxy. —The language of tarviffactsis to be
comtructed accordirg to its commmercial sigui-

fication, but it will always be understood to
tiave the samoe wean‘ng in comworce us it has
in tho community at laige, unless the conirary
is shown, nnd the opinion of commercial oxperts
will not be pnt in the place of that of the jury
upon a question that is as well nnderstood by
the community at large as by merchants and
importers.  So held by the United States Sup-
reme Conrt in the case of Schmicder vs, Berney.

STATUTE oF LIMITATIONS --AGENT - CoLLEC.
TION. —An agent employed 1o colleet a debt
aund toremit the amount collected, after deduct.
ing his chaiges, is liable to an action by lis
principal for the recovery of the mouney without
previous demand if the agent neglects to make
remittance within a veasonable time after col
lecting, and the statute of limitations then com-
mences to run even though the principal did
not know that the money was collected, where
there has beea no fraunduleut concralment of
that fact by the agent., Must vs. Iaston, de-
cided by the Supreme Court of Minnesota,

INSURANCE PoLley — MISTAKE — RErorMa-
TI0N.—A policy of ins wrance iseucd inthe name
of the agent of the owner of the vessel iusured,
irstead of i the name of the principal, through
the mistake of ihe insurance sompauy’s agent
in preparing the application for the policy,
without any representation or mistake of the
owuer or applicant for such insurance, may be
rectified after the loss of the vessel, the act of
the company’s agent in such case heing that of
the company and uot of the insured, notwith-
standing the fact that he signed the application
with his own name ‘“‘for applicant.” So held
by Chaacelior Runyoa in the New Jersey Court
of Chancery in the fease of Hill vs, The Mill.
ville Insurance Company.— Bradstreet's,

Grabbs in Hides.

‘Theie is some agitation in Germany, in hide
dealing and tauning circles, over a reported in.
crease of grubbsin hides end enathemas are
hurled at the warble fly, which does this dam.
age, with considerable force and  eloguence.
A German trade cotemporary, bay ing devoted
ten weeks to a thorough irvestigation of the
subject, concludes that inasmuch as preveation
is better thanlcure, the agriculural and stock
papers should advise cattle raisers how to deal
with the destructive fly, to the end thet stock
may in life haveielief from the anuoying pest,
and that in death their hides may not be grub.
by. Stock raisers aie advised to wash the
animal in salt wates, especially letween the
wmonths of June and September when the fly is
most actively engaged in his work of destruc.
tion. To wremove grrbbs from hides, it is
stated that squecziug will suflice, ora wash of
tar water or acid vinegar is also cffective.

Asshowing how extensively a grubby con-
dition of bides prevais in Germany, our .
tempotuy states that examinations were made
of the following: 55 pounds; 56 to G4 and 63
to 74 pounds. In tuese weight claasifications,
1espectively, theie were found 98 grnbby to 244
sound ; 213 geubby to 363 sound ; 244 ganbly
to 450 sound. The proportion, it will be ob.
setved, is quite large and it is added that the
ten days investigation fnrther showed that
the hides of young cattle suffered most from

the grubbs.  Probably the dumage in Awerica
averages even higher, and this being the 1
801 when the grubby condition is most preva.
lent, it behooves tanne,s and hide dealers to be
cspecially rigid in the examingtion of the hildcs
they purchase.~-?he Leather Gav e,

e o g @ e e e

A Good Buyer.

He is a man of fow words ; quick to decis ;
self-confident 3 thoroughly posted as to the
quolity ad character of goods ; knows exactly
what pe wanis and how much ; keops his ciedit
high : takes cvery discount he can get; knows
the absorbing poser of his tiade or svetion;
is not deluded into purchasing undesirable
articles, because they are cheap ; is courteors,
couser vative, and blessed with common seuse,

He is an enthusiast, because ho believes sye
cess is lmgely dependeut upovn the zeal and
energy displayed. Heis in love with his 1o
cation, and therefore a thorough student and
close observer of every detail.  This means
that be regards the whims and wishes of his
customers, making them tools of his trade,

Heis an exact man, requiring and giving
horest count, weight or measure.  He eaawines
every invoice to sce if she extensions aud foot
inge ave correct, and js rigid in checXing off by
the invoice all goods received. Ca:elessness in
this respect iy a fruitful source of loss, as entry
clerks and shipping clerks ato liable to muke
mistakes.

He keeps bis stoch fresh and well, yot judi
ciously, supplied with novelfies, He recoy
nizes that it is not always good policy to huy
a large amount of one articlo in order to get it
at a lower basis of cost, inl2rest, wear and terr
of stock fiequently cost more than the extie
discount secveed. Mouney is frequently sa.ed
by making fiequent purchases. The daily
buyer of roasted coffee cun afford to pay 2 higher
price than he who purchases at a little lower
a supply suflicient for a fortn*ght or a monih.
He may make w tiifle smaller profit per pound,
but his trade will increase and Lis customers e
s0 mach better pleased thut the net resnlis of
his coffee tiade will be far more satisfactory
than arc those of his competitor who hugs
heavity to get a lower price. In sbort, stale
goods or old stock are more apt to make a los
thau a profit.

It is not to be expecled that a bhuyer of gen:
eral merchandise should be an expert in julg
ing of the quality of all articles he sells. He
cen, however, be a first-class tester.  He wilf
know from experience gained in his own home
and from customers, the merit of the flom ke
offers ; which is the best biand of lakiug pow:
der; what sors of coffee best mects the tasteof
his patvous ; which flavor of tea gives the great-
est pleasure to the palate of his customers, and
so throughout his entire line of goods.  ln buy-
ing specialtics of which he is not a first cas
judge, he 1cposes confidence in wmen whos
judgmwent is superior to his own, aml stickste
them so long as they respeet his contidenee.
‘That is sound policy, because the seller ucquirs
a knowledge of the pecubiavitics of the buyers
trade, whercas shifting is fatal to waintainicg
a uniform standard of quality.

In time the good tester becomes genenly
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