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THE OLD YEAR AND THE NEW!

E are oncemore, in thomidst of tho festivoscason,
\ and another link is about to bo added to tho
chain of time. Eightcen hundred and sixty-five draws
nigh its close. The political press of the province is
Leginning to discuss tho imporiant events of tho year,
and upon its commercial features we purpose toadd a
fow reranrks.  During tho year tho taado of tho world
has had its ups and downs, But upon the whole, it
has been prospervus. Grest Britain may be considered
-as tho world's trade barometer, aud her thousands of
workshops snd milhons of skilled labourcrs have sel-
«lom been busicr. Tho United States vastly increased
its purchases of Biitish goeds during tho past scason,
50 that many  manufacturers could not supply their
-orders, and tho prices of fabrics rose. But while her
great manufacturin g intercsts here prospered, sho has
suffered frum o deficient harvest and from rinderpest,
which has destroycd a large number of cattle. Balap.
cing tho evil and tbe good, thero is cvery reason to
believe that Great Britain hias cnjoyed n proeperous
year, aud judging by the great and increased demand
for her manutactures throughout the world, she has
not enjoyed prosperity alone.

Upon this continent trade has been brisk during
1865, although wo fear that much of the prospenty in
the Lmted dtates has been hollow and deceptive.
Looking merely at tho surface, merchants, manufac-
turers, traders, in fact almost all classcs-—-have been
making money rapidly. Speculation has been rame
pant, aud in many cases has been crowned with success.
Moncy was never before so abundant. But notwith.
standing all this, we fear the American peoplo huve
not prospered much dunng the yesr. Theexcitement
1 their trado can bo directly traced to the ex*raordin.
ary intlation of thetr currency, and howeyer ammated
a trade may be conducted on a false basis—¢* measur-
ing valucs by a falso standard”’—it cannot be really
lealthy and prosperous. In Mexico matters have not
improved much, The Emperor Maximilian has gained
*0mMO successes, but solong as war continues, thotrade
of the Empiro must remaimn in an unsettled state.

Probably no country in the world has recetved a
larger share of the biessings of the closing year than
Cavada. Its opening months wero dark and gloomy.
As the sumnmeor canto on the gloom thickened, untit
many commercial nien became quite despondent, Qur

splendid harvest in July, coupled withlargo American
purchases of domestic and foreigh articiesin dontreal
aud elsowhere—ctlected a complete revolutiont The
tlow of our croys to market unlocked the capitel of
our Banks, money comnenced to circuiate freely, and
the wheels of commerce moved in harmony. Relying
mainly upon Agriculture, our harvests are the prin-
cipal cause of our prosperity or adversity, and there
13 httle doubt that the crop of 1§65 bas been larger
than any of its predecessors, The expansion of our
Bank circulation durmg the fall monthsaffords agsod
1mdex to tho extent of the season’s harvest, and the
eapansion during August, september, and Uctober this
fall, has been unprecedented in our history. Since
1856, tho average expansion of our Bank circulation i
tho months specificd, has been £2,433,333; but thus
sear the official statement published m tho Gazette
shows it tobe no less than £6,10),000! Thisisalarger ex-
pansiwn than for the twour three provious yearsadded
tugither, aud accounts fur the Lappy change that has
taken placo in our prospects. Bcsides thefarmer, and
iwporters, millers, producc-dealers, manufacturers,
many of our retailors—and in fact the community
generally—have made money, and have no reason to
complain of tho closing year.

But what of the New Year, now on the evo of being
born? AVill it be one of weal or of woo? So far as our.
growing crops and the present state of business are
concerned, the prospect looks encouraging. Butitis
no use to conceal the fact that there arc two dangers
looming up before us, cither of which must affect our
interests. The first of theso is the danger of a great
commercizl convulsion in the United States, and the
recond that our produce may be shut out from the
Amcrican markets except upon payment of high
duties. Theso are at present the only ot stractions to
our onward progress. If they cannot be provented,

prodably confcderation may open to us new markets,
which may Jargely compensate for any disadvantages
which may be occasivned. But it is no uso borrowing
troublo from the futurr—* sufficient into tho day istho
ovil thorcof.”” Ratl cr lot us hopo that at the close of
1666, wo may have as much causo to bo thankfu) as at
thapresent time, ¢

THE LAWS OF CREDIT AS THEY AFFECT A
‘BANKER.

T is a banker's busivess, as overybody knows, to
tako care of other people’s monoy. Butthobanker,
though it s part of hils stock in trado to have a strong
room, and double barred iron safes, is not sv simplo as
to keep tho wholo of his depositor's money thero. His
customers genorally expect interest for what they
lodgo with him, and in order that ho may pay it and
make & profit, ho must lend a portion of their money.
1o i3 subjec., howorer, to Le called on to pay a good
deal of his depositors’ money whenover thoy want it,
and tho rest at short notice. henco Lo cannot * lock
up’* the fundsin permauent investments, such as mort-
gages, bonds, and such like, but must lend it in such a
manner that it will bo continually flowing back to
him.

It Is for this reasun that the banker ompluys tho
funds at his command in discounting bills, or making
loans for commercial purposes, it being of the very
essence of such operations, if wisely carried on, to
como to a spcedy maturity, Siuco then, the banker,
whether the law allows him or not, cannot invest on
real security, except In certain cases whero advances
wro made on merchandizo, it is cssential to tho proper
conduct of lis business that ho should have a sound
and well balanced judgment as tu the porsonal sccurity
oftercd him in thie shape of notes, and bills, Upun tho
| due exercise of this, in fact, his success or failure will

rest. A banker never yet failed or became cnippled
because his expenses were too heavy, or because ho
could not get enough business, or because he allowed
too much intercst  Toone cause and ong cause aloue
all bank fuflures and Qisasters either in this or any
other country can be traced,—and that cause is Bad
Debts

Therost valuable faculty, therefore, which a banker
can possess, ts the faculty of judging 28 to personal
credit.  To illustrate the way in which a judgmont
may bo formed and put into exercise, we will suppose
that a banker, having means at his command, desires
to enter on the business of discounting. Customers
will not be loug in presenting themselves, and he has
to make his selection out of the trausactions offerod
him.

To those unacquainted with the business, it is sur-
prising what a varicty of considerations inuncdiately
present themseives  1le first looks at the customer
desiring the dizcount, and asks himself —

Is he an honourable man, whozo word can be taken
without question?

Has he capital sufficient for the business he fs carry-
ing on?

13 he master of tho business® Does he understand it
in all its phases and nodifications? Is ho doin~ well?
{an all-important qu.oseivn ) las ho always do.e well,
and succeeded in what he undertook, or is he what is
called an unlucky man?

Has he over faaled? If ey, huw was st? why nas n?
when was it? and what was the result?

Un the answers to these questions—and an almost
infimto variety ot answers may be givea—win lepend
the treatment a customer will receive, whether his
paper s rigudly scrutinised or passid without question,
whether the banker will insist on having a second

average credit, or will tuxe 11, though such second
name be only weak.

Customers sometimes wonder at tho treatment they
receivo from a banker, and ascribe it to bad temper,
or prejudice, or even to want of funds, when, if they
know tho true reason, they would cease to grumble.
A banker somctimes knows his customer better than
tho customer knows himself.

- In addition to the above ecnquitics, a banker will
often ask lumself, in the caso of-a loan, whether the
borrower wants the money for the purposes of his
own business, or to carry on some outside speculation.

o will especially (in this country) satisfy himself
that tho advance is not wanted for the purpose of buy-
ing, or improving, or making & partial payment on
Real Estate.

Even if the advance is required for the purpose of
crecting buildings in which a branch of manufacture
is to bo carricd on, and there is & prospect of lacrativo
business from that sourco—say that it is a woollen
factory, a grist ard saw mill, or & foundry and ma-
chino shop, a banker will bo extremely chary of jetting
his funds go for sucha purposo, even though tho secu-
rity be, to all appearance, good. .Expericnco has.
shown that a large portion of the losses mado by«

uame of undoubted streugth, or pass 1t though only of |

bankers, both hiero and in Europo, has atlsen from loans
to partles who required advances for the purposo of
erocting buildings or making improvements on pro.
porty.

Tho banker’s noxt business i3 with tho othor name
on tho bills of his customers, Theso are of two kinds.
Tl first are the names of custormers to whom goods
have beon sold, or forwarded on consignmont.

In tho former caso the bauker, warnod by oxperi.
enco, has to consider whothor the bill is bons fide, that
is, really ropresents goods sold, dolivered, and to bo
pald for according to contract, or whother it 1s given
by a customor of the house who is undor such obliga-
tions that he cannot refuse to. put his name on such
bills as aro vresented to him, even though thoy amount
tomoro« . his wholo debt. Thore has beon, and is
now, a mschiovous =y stom of business in certain quar.
ters, by which a wholesale houso supplies the whole of
tho goods that a rotatler may want; the rotailer, in
fact, in a large majonity of cases, being no more than
an agent for pushing off goods. Tho.wholesalo more
chant, if ho wants them, can obtain any amount of bills
fron such customers, but the banker who understands
his business, soon sniffs the air of unsoundncss which
pervedes this class of names, and values them 0 more
than the bills of clerks or shopmen.

If the bLills aro thuso of duna jide customors, o
bauker will make the samo enquirics about them that
hio does about the principal.  Ho will also sco that ho
does not get too much for the strength and character
of thename. A bill may bo perfectly safe for 500 that
would be very doubtful and risky for S2000. And ho
will generally look with more favour ou an account in
which tho risk is spread over a largo number of names
than where tho accounts arg Jarge and the names are
few. The homely proverb about putting too many
eggs into one basket applics to banking as well as to
many other things, and bankers, as well as Insurance
Companies, learn by expt “:nce the importanco of
dividing their risks.

In the caso of goods forwarded on consignment, tho
amounts arc often largo in proportion to the responsi.
ity of the parties to whom they aro sent. A vast
deal ot our export trado is douo through commission
houses, whose capital is very limited for the amount
and value of the goods they handle. A banker, in tho
case of drafts on such partics, has scveral things to
consider, for examplo, whether the draft is against o
specific conngnment, or is on general account, and, if
the last, whether it is certain to be accopted, and if the
consignco is good for the amount; whether be can so
far rely on his customer who presents i, a3 to tako it
without the production of tho bill of lading; whether,
if the bill of lading is produced, the goods shatl be
shipped dircct to the consigneo, or to the order of the
bank, and lastly, how much he shall allow to be
drawn. Nice questions of credit arise in every trans.
action of this kind, and the bauker has to avoid on the
vng hand, such a loose and casy mode of managing this
department of his business as would expose him to
heavy losses, and on the other, such a harsh and
exciting style as would drive bis customers to other
establishments. Nothing but sound judgment and
ripe eaperienco can enable him to steer clear of theso
difficulties *

The second class of bills witn which a banker has to
deal are thuse of customers who desire advances for
the purpose of purchasing produce, manufacturing
timber, and such like, and who offér the_names of other
partics as security.

A now class of considerations hiero preseat them-
selves, whichwo will treat of in our next issue, YWo will
notice at the same time, some remarks on tho subject
made by the judges of the Court of Queen’s Benchin
Uppor Canada in giviog judgment onan appeal mado
by the Bauk of dlontreal: for a new trial in a usury
case.

—Tho ribbon trade at Lyons, France, has received
tho l1~eliest impulse from America sinco the.close of
the war. Many heavy orders have been lately received.
The opcratives again have plenty of work, aud at
Dbettor wages than over before, for tho price of ribbons
Das risen almost one-third.

—A. curious and unlooked for developmentis said
to have taken place at Declaware, C. V., while sink-
fng tho ¢ Pioneer” oil well, on tho property of the
D,éawnm and Ontario Potroloum Company, in that
a’ vein of tin ore hasbeen met with at a dopth of 203
feet inthe rock. The voin has a thickness of eight
inchcs, but its breadth is, of course, at present uns
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