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outtingin prices. One man with a ponchant
for outting prices will demoralizo the trade
of an ontirs community, and not only
mako busiocss unprofitable for himsolf, but
also destroy tho prospecta of overy othor
porson in the trade. )

Cutting prices does not show good busi-

ness ability, as a rulo. It elongs to the
cioap John style of d.ing business. The
zaan who habitually resorts to cutting prices
in ovder to draw trado, probably lacks the
ability of working up business in a more
legitimato fashion, At least, it indicates a
lack of ability to draw trado by ordinary
business methods. In a well ordored estab-
lishment habitual price-eutting is not ono
of tho features of the plecs, It may draw
& cortain class of oustom for a time, but
it does not wear. A legitimato prefit on
business conducted in an honest and honor-
able way will count more in the long run.

Catting prices vory nften does not indicate
simply a desire to extend business, It is
often resorted to out of jealousy of a compoti-

tor, Sometimes it is the result of a personal
fenling against o computitor. To resort to
price cutting for any such reasca as thie, is
more unbusinessliko and moro objectionable
than to do it with tho objoct solely of drawing
trade. Catting prices is at best a dog-in the-
manger policy, which says in effect that **i(
I cannot do a profitable business myself, |
will seo that no oneelse will do it."”

Business mon are often induced to cut
prices by paying too much attention to gos-
sip thoy bear from their customers. The
Commarcial has in view at the presoat time
some instances where business men have beeu
hindered from gotting a reasonablo margin of
profit, through reports brought to them by
custoraers, For instance, a customer in
examining goods will declaro that ho can
parchascoxactly the same article at another
store for a certain sum less than is asked by
the salesman with whom he is dealing. The
customer is always extremely positive that
the article is exactly tho samo, but in nine
eases out of ton, if & comparison were mady,
it would at onco be found that the articles
were quite differcnt, Sometimes the dealer
will accapt a statemont as true and mako up
his mind that the competitur is cutting prics,
and bo at onco starts in to adupt the same
unbusinesslike course.  Sometimes the cus-
tomers who says hecan getan articlecheaper
at anotherstoro, is telling a straigbt untruth,
and does 80 for the purpose of sceuring tho
goods at a lower price. The Commercial has
apother caso in view where cutting wasstart-
ed in a stable line of goods through a lie of
this nature, Tho dealer helioved the state-
ment and cut the price of the goods, en-
tailing comsiderableloss on himselfand others
in thesame line, After the season's trado in
this line of goods was over it was discovered
that the statement that another desler weas
selling at & lower prico, was a straight ua-
truth, made with tho object of securing the
goods at & cut rate,

Somotimes it is & customer who has gcols
to sell who makes false statoments of this
nature, Yartics who bave butter. egge,
hides, wool, or other commodities to dispose
of,willoften make the rounds of all the dealers,
intimating to o3ch one that thoy can got a

botter price from another dealor. A suspicion
is thus aroused that another dealer is paying
more than the market prico, and an unsatis-
factory condition is often tho result, through
peying moro for tho guods than tho market
will stand.

There is often altngother too much joalousy
and mistrust of caoh othor among Lusiuess
men in she samo branches of trade, and when
credonce i3 placed in ovory statomont mudo
by customers that they can buy an arti-
cle cheaper or soll at a botter prico to a com-
potitor, thero will alwaya bo danger of mak-
ing business unprofitable by cutting priecs,
orif in a purchasing busiuess, of paying moro
than the goods are worth.

Business mon witl bo wiso to pay vory httle
attention, as & rule, to statoments of this
nature mado to thom by customers. [t isall
the samo whother the customor is buying
from thom or selling to them. In the grest
majorily of instances statemonts of this
nature aro either based on a misconception or
they aro absolutely falso. At any rate, they
soldom form any reasonable excuse for resort-
ing to a war of cuttiag prices.

MINIG SPECULATION.

A wavo of mining speculations scoms to be
developing both east and west ¢fusat prosont.
Guar advices from British Columbia intimato
that some questionable mining enterprises
have or aro being floated there. During a
time of mining activity thero will always bo
somosuch onterprises floated, and it is not
always easy to distinguish between sound and
unsound concerns. This has creatoed s mis-
trust for mining investmouts which has
groatly injured and retarded many legitimato
mining enterprises.

Mr. Kingsmill, presideat of tho Ontario
Mining Institute, in a letter to the president
of tho T'oronto board of trade, recently en-
umerated several important points on which
investorsshould satisfy thomselves bofure part-
ing with their monoy. Theso he states as
follows:

(1) Whethor the company has been incor-
porated, and where ?

(2) Whether tlo stock is paid up and un-
assessable; if not, what is the oxtent of the
liability ot tire holders of 1t ? (I'his depends
on the lagislatiun of the place of incorpora-
tion.)

(3) Whother the company has procured a
crown graut for the mining locations.

(4) Whethor any dovelopment work has
been done; and if so, whether it i3 established
that the location justifies further expenditure.

() Whother the imcorporators are mon
worthy of the trust reposed in them, and such
men a8 the investors would trust with the
managemont of their aifairs and the invest-
ment of their money.

(6) Whether money raised on the first sale
of stock is o be devoted to dovelopment pur-
poses or not; if not, a good reason for declin-
ing to accopt shares would bo afforded
tharoby.

Mr.
follows :

‘*In my opinion no portion of promoters’
stock should bo placed upon the markot untal
sufliciont treasury stock has boen disposed of
and expended to domonstrato the value of the
property.

‘t Of those points perhaps nono is mors im-
portant than the filth. Trustworthiness is

Kingsmill commeonts fuithor as

perhaps an indisponsiblo qualification, but a
mining manager must be equipped with mare
than honesty. No higher recommendation

could begivon & mino than the fact of its bo- :

itgin tho hands of men of oxperience, and
whyse oxporionce has been crowned with suc-
cesy,

the promoters have given ovidenco of their
faith by making largo investmeonts thom-
solves. The wm‘ning0 regarding asscssablo

and unassessable stozk does not necessarily ¥

condomn the former, if the iLvistor fcels as-
sured ho is propared for assessmonts and can
awnit profits as slow to come as thoy may bo
onormous when they do come.”

RELATIONSHIP WITH THE UNITED
STATES.

Tho statement of Mr. Laurier madein a
lottor to a Chicago paper, regarding our re-
Intivnship with the United States, is receiv-
ing considerablo attention throughout the
country, Very fow people in Canada will
tako any oxcoption to tho romarks of the
first minister, in oxprossing his desire for
friondly rolationship with the Unitod States,
** Providenco has placed us in tho position of
noighbors,’’ says Mr. Laurier, * ond we
should strive to live side by sido on terms of
mutual friendship and respect.” This 19
what overy one in onch country should beo
prepared to acquieses in. Politicians in both
countries sometimes talk in a strain calcu-
latod to stir up international animosities, to
further political ends, but it is oncouraging
to boliove that the trend of oveats is in the
direction of closer relationship and greater
friendehip betweon the two countries. Any-
thing Mr. Iaurier can do to render intac-
course betwoon the two countries more
friendly, will bo welcomed by the people of
Canada, 80 longas 1t i3 not dono at any
sacrifice of onr naticpal intorosts,

Aftor oxpressions of friendship for the
United States, Mr. Laurior proceoeds to discuss
several questions which have formed sub-
jects of nogotiation with the Repablic in the
past. Regarding the Atlanticfishery dispute
ho says :

**Ido not see now why an arrargoment
should not bo mmade resembling that effected
under the treaty of \Washington 1a 1871 and
the treaty of 1851, whereby not only the
ports but the inshore waters of both coun-
tries wero thrown upen to the fishermon of
both on equal terms, and tho markets for the
fish of the two countries made equally free.”

Woin the West are not directly interestad
tu the fishery question. No doubt Mr.
Laurier's propusal would be acceptable to our
Atlantic fishery intercsts, but it is hardly
likoly to prove accoptable to the Uanited
States, under & high tariff administration at
least. Under such an arrangemsnt the
United States would have the advantagein
respect to tho value of the fishories, as our
fisheries are immensely morc valuable than
those of the Republic. In throwing open tho
inshore fisheries of both couniries it would
thereforo be Canada which would bo making
the sacrifice. On tho otbor hani, Canais
would be tue ganer by freo trade in fish be
tweon tho t #o countrivs.

Regarding the tradesituntion Mr. Laurier's
remarks do not convey any now proposition.

He says:

C Tho investor will have a very convine- .
ing guaranteo of a mine's merit, if ho knows -
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