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THE FARMIER AND RIS BORROWINGS

Çeij Reasons Why te Borrow front the. Bank ie Better Thau
te Depend on Credit f rom Everyone f rom

Whom Re Purchases

HET more you talk with farmers the more you are sur-"T riedho arai teyseinofthe bakmanager,"
aays the Septexaber number of the "Teiler," issued by the
Sterling Bank. "One would almeost believe there was a sort
of conspiracy on the part of farîners to let the banik man-
ager know as littie as they possibly can about their busi-
ness affaire. In fact, if a farmner finds it necessary tu borroýw
a hundred dollars or so for a short turne, he wlll in most
cases, sooner borrow froin some friend or sepie one who bas
a littie money to loan rather than go to the bank for it.

"One of the most unfortunate things about farming is
that s0 many of the purchases made are made on credit. A
muan will go to a sale ini the Bprlng and fali and buy a mower,
or a cow, or teain of horses, giving his note for six or eight
months with interest. If ho, fande it necessary te do much
buying and attends rnany sales, it isn't long bef ore his
notes get srattered ail ever the country, unless ho is in the
fortunate position of being able te pay cash. The farin imi-
plemnent dealer doe meet of his business, or a goudly share
of it, on the credit basis, and ne fariner need think that
becan buy on time ascheaply aslie can buy for cash. The
whole farrn implement business is baeed on credit sales, and
jt would b. the greatest possible feily on the part of the
mianufacturer if ho did net base his price on the manner
in *hieh tic payments were te ho made. John Smith goes
te an implement dealier and buys a new binder, giving hie
note for thc amount, hlai of it being payable perbaps after
the crop lias been sold in the fail, and the other half the
following year. In the course of three or four years this
thlng becomes a regular habit, wlth tho result that there is
a constant worry on the part of those not in weli.to-do cÎr-
coinstances about the notes that are scattered over the.
country.

Aaý, Example of Farmer's Credit

"The other day we met a young man who started farm-
ing for himseif several years ago, and who lias always don.
acsh business se far as the outside world le concernied,

eve r sine ho started. Hie bolioves that getting turne on a
tjhing is just libre borrowing se much money from the mian
yeu buy the. goods of, and ho made up his mind early ln the

gwm f.at he would not be borrowing frein overybody in
the country. Ris niethod la very simple. When lie ftrst
started farmlng lie got acquainted with his banker and told
him just what hie financiai circunistances were. Hc tobd

i tiiat~ h weuld probabby find it necessary te do somo
brrowing frein tira. te time, but that lie wanted te de his
borng all ia one place, aud that place was the bank.

Eve sicethon ho lias pursued that saine pollcy, nover
giiga sale note ner a note te an implenient dernier. Hie
bakrknows hirm wefl and le kept poeted frein tira. te, tiai.

on is fnaaclal circumstanees. The fariner hjislf does notf
hesltste at any trne te tell tlie banker just what lis fiuan-

cilcondition is, or whist hie prospects are. Hc believes
tht the banker la reeponeuble for the use of the meney in

bi care, and espocilly ince it belenga te the depesiters in
the bank bc mue9t not loan it eut unless ho is abmlutely
certain that it wilU bc repald.

T Moroovor, titis farmer looks upen hie banker, in a
seie as bis ilanclal adviser, althougli ho may net trouble
him for advice vory often. He pays everything by cheque,
and always brnows where ho stands. He nover need ewe
.uybedy mono>' except the. banit, sud if for soe reasoa or
othor it beceines necessary te overdraw hlm account lie pays
th ceque and <ails up hie banker b>' tebephone aeldng lima
to enor it whou presented. This niosas that he lias ever-
drwn bi# aeeount, and must sottle up with the banir by

eain ut a tempowary boan for thtrty or slxty days the,
tiettme ho <entes into towa. Thtis man has hittle patience
wihmen whro are always giving notes for whatever they>

have to buy. lie pays cash for everything, and his banker
is the only man, apart froin himself, who knows what bis
financiai circumstances are. A great many men get angry
with the banker if tliey ask for a boan and are reql4ested te
give soine account, of their financial, condition. They think
that is none o! the banker'e business, but wiIl go out the
next day and give a note for $100, and perhaps scurry
around in the cro-wd at a sale to, get sorne one who wil back
their note, if the cblerk of the sale doos flot happen to know
and feel confident of their ability te psy.

"The Sterling Bank organization le making a special
drive on farmiere' business. Ia order to win the. confidence
of our farmer friends, w. muet show thera that the bank'e
serývice meane much more than a saf e depository for keeping
monoy. We muet convîace themn that it pays te taire the
banlç inte their confidence, that it suves thein turne, trouble,
worry and money. The fariner on hie part muet realize tint
bankers of necesity have te, do thinge on the dot.

"Interest charges keep pihing Up every day the note je'
allowed to run, and they, therefore, expect those who borrow
monoy from, them te turn up on the very day that the. note
îe due. Il a man's credit ie known te be good, liowever,
and if tho banker is on te bie job, there je ne roason why
a note cannet bc renewed. The principal thîng le to te-
member when the note cornes due and get it renewed. It je
poor policy to let it run, over a few days and then maIre
saine sort o! a lame apology te the bank manager when one
happons te find it convenient te get inte tewn. It muet be
remembered that a vaet share of this country's wealth îs
owned by farmers and a trenendous amount of the natiea's
business is agricubtural business. As a banking organiza-
tien we have te rocognize tint farin business le worth-
while business te handle. We cau get more and more e!
it, tue more and more wo co-operate wîtli the farmere and
thc more and more w. show thora how te ce-operate with us."

INSUTRA'NCE LICENSES ISSU ED

The fobbowing cempanies have been licensed tu transact
ins*urance business in the province o! British Colunmbia:

General Accident Fire and Life Assurance Corp., Ltd., teý
transact automobile insurance (excluding insurance againet
los by reason ef bodily lnjury to the person>, liead office,
Vancouver.

The Liverpool Manitoba Assurance Ce., te transact ex-ý
plosion insurance (including not, and civil commotion), liead
office, Victoria.

Tihe Northern Assurance Co., Ltd., te transact accident,
sickness and automobile insurattco, ini addition te marine in-
surance.

Westchester Fire Insurance Ce., te transact explosion
insurance (including neot and civil commotion), head office,
Victoria.

China Fire Insurance Ce., Lti., te transact tire iueur-
ance, head office, Vancouver.

The Globe and Rutgers Fire Insurance Co., te tranmact
inland transportation insuranco, automobile insurance (cx-
cluding insurance againet boss by reason ef bodily injury to
theo porson), and explosion insurance (except upon steain
boilers, pipes, fly-wheels, engines, and machinery connectod
therewlth or operated thereby), head office, Vancouver.

Tii. followiag companies have been llcensed toi transact
iasurance business ia tue province of Quebec:

The London and Lancashire Guarantee snd Accident
Co. of Canada, Toronto, te transact the. business ef guarantee
lnsuraace, accident insurance, mlckness insurance, plate glass
insuraLnce, and automobile insurance lias been extended te in-
clude thre business of automobile fire insurance.

Tii. Norffhern Assurance Ce., Lai., London, England, to
transact thre business o! fire insurnce, accident inetirailce,
sichnesm insurance and automobile insurance ha., tis day,
beea extended te, include the business of guaaniteeinsurance
and plate glass insurance.

Thre Girard Fire and Marine Insurance Ce., Philadelphia,
Pa., to transact thre business of fire insurance, tornade in-
surance and marine insurance.


