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THE COMMERCIAL

Business East.
ONTARIO.

M, €. Carey, grocer, Sarnia, haslassigned,

Wm. Baungarth, confectioner, Hamilton, is
dead.

Robt. Leeder, builder, Torouto, sssigned in
trust.

John Forin, beilder, Belleville ; lamher yard
Lurped.

€. W Foster, photographer, St. Thomas, has
rssigned.

Thos. Kerr, marble works, Aitov, hasassizued
in trust.

Mrs. G, Lee, milliner, Lindsay, has assigned
in trust.

Thos. Ramsay, carpentes, Brantford, was
burned out,

E. Schnidlin, Machinist, Brantford, was
burned out,

Moses Jacops, general storekeepor, Lancaster,
has assigned.

J. Oliver & Son, dealers i fuiniture, Ottawa,
factory burned,

Alex. Galaugher, jeweller, Sunbeidge ; adver-
tises selling off.

Cable & Caswell, dezlers in tinware, Eden,
have dissolved.

G. Stubbs, wagon manufacturer, Brantford,
was barned out.

J. J. Hendercon, contractor, Lucknow, has
assigned in trust.

J. C. Arnold, hotelkeeper, Waubaushene, is
mwoving to Coldwater.

Alex. McDonald, dealer in hats and caps,
London, bas sold out.

Colin McRea, dealer in boots amd shoes,
Hamilton, bas sold out.

Cameron & Co., lumberdealers, Kat Portage:
style now Cameron & Kennedy,

Mrs. W, H. McArthur, grocer, Codiirgton,
is offering to compromise at 20¢ in *he &.

T. R. Garrett, general storckeeper, Wooler,
i¢ offering 10 compromise at 60c in the .

Kelsey & Acmsteong, printers, Burk’s Falls,
have dissolved ; W, A, Kelsey continues.

QUEBEC.

Jos. Sumou, trader, Montreal, has assigned.

Denuis & Lawin, Painters, Montreal, have,
dissolved.

Bloom & Marcus, dry goods dealers, Mort-
real, have dissolved.

G. N. Brown, general storckeeper, Victoria-
ville, has assigned,

G. Auguste Martel, salooakeeper, Moutreal,
has assigued in trust.

Morris & Griffin, gail makers, Montreal, have
dissolved ;3 G, W. Mecrr s ¢satinues.

tleuthaer Bros., manufacturing agents, Mout-
veal, stock damaged by fice aud water.

———cl e e

Manager Hague’s Address.

The speech of Mr. Hague, manager of the
Merchants’ Bank, at the late ar.nual meeting of
that institution, was prolific of sound advice to
business men in all ranks and conditions ot life.
We have space for only the following cxcerpts:

The banker will often consalt his customers’
interest iy judiciously limiting the amouut of
his discounts. Loug and bitter experience

both of bankers and merchants has proved that
the banker who londs s customer too freely is
the mevchant’s greatest enemy.  The amonnt
to be loaned by a banker varies of ‘wourse with
the capital and position of the horrower. ‘Uen
thousand dollars may be an nnrcasonablo am.
ount for one man to borrow, whilst $100,000
may Do a small amount for another, Butovery
business has its limit, and it is only a certain
amount of interest that any business cau pro-
fitably pay. When o husiness borrows too
heavily the interest cats away in time the cus-
tomer’s capital,  Besides, when money can be
borrowed too casily, credit is given too freely
in return. A foundation for loss to the cust.
omer is thus laid which in time will vesnlt in
loss to the bank,

Commenting on the fact that some men make
steady progress with their business oven daring
times of depression, Mr. Hague said:

Such persons conduct their business with
prideuce and economy.  And they arc econom.
ical also in their personal expenditure. In fact
economy in personal erpenditure is the key to
the whole position in a majority of cases. Such
persons can casily tide over a few years of bad
times by being wore economical thar usual, but
when the profits of « fluctuating business zre
spent in a free-handed style and a habit of bigh
expenditure becomes fived, a year or two of
poor business is suflicicnt to bring about ruin.
Nothing can be move unwise than for a high
and liberal teale of expenditure to be indulged
in by a person of small capital and uncertain
position.  When a large capital hes hLeen ac-
cumulated and a position of solid stability ac-
quited, a correspunding expenditure is reason
able aad commendable,

My, Hagus further said:  The babit of look-
ing to the futures and hasing commercial ven-
tures upon it is a bad one. It has deceived
many to their 1uin and will do so again.  Fove-
casts of the futute in dine cases out of ten, are
falsificd by the event.  Whether it is the con-
dition of the coming harvest, or the future of
grain or couton, ur the supposed exegencies of
forcign markets, the man who 1entures upon
commercial operations on such forecasts in &
majority of cases will be disappointed, no mat
ter how shrewd the forecast may eeem. * * *
In this connection I must again warn all men
of business to heware of speculation oz margin
2ither in Chicago or New York. This is the
most dangerous of ull. Chicago is a particularly
attractive pluce for ventures of this cort. The
attraction, however, iz thet of the gas jet for
the moth. Every year numbers of traders fall
1o the greund, shipped of everything, wmany of
them Canadians, who have been euticed by
specious circulars from Chieago. If men Snew
the inner history of these cireulars they would
uaderstand (hem to tead, “Come walk into
my parlor, vaid the spider o the fly.”

The Pruits of Canada.

The fruit exhibits are for the most part
grouped 1ound the agricultuval trophy in the
eastern tianscept of the central gallery, and
will be found to comprise some 1000 jars.
Among them will be seea substantial apples of
every variety from the eastern Provinces, the

Juscious outdoor giapes of Quebee and Outario
laughing to scorn the sceptical Britisher whose
chief knowledge of Canada scems to relate to
the snow-shoo and ice.palace, the many-tinted
peaches, plums, and quinces, as well as plump
cherries, gooseberries, cranberrics, and eadless
other small fruits, cuitivated and wild, reme.
seuting nlmost every sceetion of the Domiuion of
Canada, from Prince Edward Islaud in the east
to distant Vancouvee Island on tho Pacific.
Shown in museum jars, each Jabelled with the
name of the grower and locality of growth, and
preserved either in hydvate of chlorate, boro.
glycerine, ot sulphurous acid - for all thiee so0-
lutious have proved most useful—the exhibit
would be a revelation to most Canadian eyes,
cven thongh acquaiated with the exhaustive
collections shown at Boston ju 1573, and at
Philadelphin in 1876,  Still more must it
attract attention .mong the wmany thousand
visitors to the present Exhibition, unversed as
the vast mujority of them are in the productive-
ness of the Douinion in this respect.  ** Waat,
do you mean to say that all these fruits come
from Canada, that ice.bound conutry *” asked
one visitor last week 3 and his exclamation c..-
Presses the very general tecling of surptise that
must be aroused by so admirable a display.—
Cuncdian Gazette at the Colonial Exhibition.
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How to Keep Store.

Good common sease is the first requisite. A
person who bhas that can learn to do alinost
anything, and do it well.  Storekeeping is av
art partly acquized, partly natural. Some men
are nacutal bora merchanrts.

To be a successfal werchant it is nut neces-
sary to be a bora genius, There are other
qualities move important. The {irst question to
agk is, ** Have I expericnce ¥ It would be a!
mos. as foolish in thisage to attempt storekeep-
ing without a knowledge of the business as it
would Le to attempt to build a house without
a knowledge of the ase of too's, and of archi-
tecture.

Lhe best commercial school in existence is a
general  country store.  The elementary
branches of husiness are taught in it. ‘The
young beginner learns to know hinrelf an im
portart lesson ; Jearns to acquire confidenco in
himself ; learns improvement in manuers, in
conversation, and al3o lezrns to study haman
nature.

The clerk who graduates with honor irom the
coantry atoreis well equipped for tha large marts
of trade in any part of the world. He is poss-
cssed of a practical knowledge tbat cau he
turned to good account in any department in
husiness, His diploma is common sease, forti
fied by experience as to the elementary prin
ciples of trade and Larter,

As a rule, the wost successful merchants be
gon as clerks, and worked their way up from a
boy to the head ef the firm, This is in accord
ance with the mnatural order of things. Few
men have .nade a success of merchendise who
previously were engaged in sume other pursuit.

The best way to keep store is to know how
to doit from tho ttandpoint of practical experi-
euce, beginning goung in life.—Dry Goaods
Chronicle.



