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own View, upon your own judgnent, and do the boat you pos-
sibly can under the -cireunwstanees, The flnancial conditions of
your client and of the opp. iite narty are always important fac-
tors in dealing with settleinat, bý cause one would take less as
against a man who is worthlesa than you would from the man
who is rich. In view of any settiement, no matter what your
own view may be, the fact is that when you approacli this
feature iL litigation, you have to drop the legal end of it cutire-
ly, and take up the business end, because if you begîi to assert
your client's rights, that he la bound to suceeed and the law is
in his favour, that the opposing litigsiit i s no chance and the
iaw is against him, you wvil hardly ever get a settiement in any
case. It is only by frankly admitting that there is douht about
the case, that both parties perhaps stand to lose, and that one
cannot tell who is going to succeed in this rnatter, that settie-
ments are brought about. Then the question is, what would be
a fair, reasonab:e basis upon which a settiement could be arraug.
ed. If you are acting for the plaintiff and you admit that
the defendant miglit be quite right and you may be wrong, the
very fact of exercising frankness leads to a certain degrce of
confidence of the other party in your judgxnent, and it lool<s
always to be a fair proposition at any rète under whieh you
ean approacli a settiement. But if you are standing up for
your strict rights and you insist upon it that the Iaw is ivith you
and ail against the opposite party, no settiement could be
arrived at or hoped for. Therefore, my idea is that the great
secret of settling cases lies in the absence of insistcnec on the
part of the man who im seeking settiement, either that lie la riglit
or thât the other man is wrong, but lie cornes down to, a fair,
frank, business proposition, and lie says iu effect-"Let us
abandon the law, let us see what w'c can do for t'tese parties, to
get thein tûgether."


