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WINNIPEG, APRIL 2, 1898.

NURSERY STOCK SHUT OUT.

Instructions were received this week
by the Winnlpeg customs officials to
enforce the new act preventing the im-
portation of nursery stock from coutl-
tries declared to be infected with the
San Jose scale. The act has been made
to apply to the Uinited States, Aus-

snhta, Japan and Iawall.  Bulbs,
tubers, herbuceous bedding plants and
perenninls, Conifers and green-house
plants are escepted from the operation
of the act. The enforcement of the
act without any previovs warning,
will deprive many people of their ord-
ers of nursery stock for spring Jdeliv-
ery, and will also entail heavy ‘osses
upon those who have, at considerable
expense, secured thesg orders. ‘Tho
enforcement of the act will work in-
jury in Manftoba, as It will prevent
the importation of nursery stock from
tlie districts south of the border,where
stuck more suited to our chmate than
the eastern stock could Le secured.
This is a wmutter for regret. Many of
our settlerg of Inte hiave shown a dis-
position tc experiment with nursery
steek, with a view to Iinding varieties
sulted to our climate, and this work
is worthy of every encouragement.
There Is probably much more smoke
than fire in the scare about tho San
Jose sceale, wluch the castern aursery-
men have so assidiously worked up,
pcrhiaps more to secure protection
fron: United States compotitlon, than
from fear of San Jase scale,
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THE ELEVATOR SITUA-
TION.

The resolution prepared in commit-
tee and adopted by the Manltoba leg-
islature, rogarding the elevator ques-
tion may be considered as rather non-
committal, considering the elements of
which the legisluture Is composed. ‘The
memorial, which is to be transmitted
to the Dominion government, shinply
asks that the railways “shall be com-
pelled to furnish incrensed facilities to
farmears in shipping their produce.” [t
suys nothing about loading grain from
flat warechouses. The elevator iu-
terests will not object strongly to the
condession to the farmers of the right
to lond their grain directly into cars,
Such n concession will not materially
affect either the elevators or the
farmers, a8 it is well known that
londing into cars Is impractical except
under special circumstances. 1t is the
concesslon of the right to load cars
from flont wareliouses that is feared,
as this would tend to greatly increase
competition in the grain trade.

CITY vs. COUNTRY STORES.

The custom among some country
people of sending to the city for goods
which tlhey can procure at home,
teemas peculiar to those who are {a-
milar with trade condit'ons in this
country. A better selection of goods
in some lunes can be procured Itq vhe
city than can be had at the small-
er country towns, and there are, of
course, lnes of goods carried in the
city which could not Ve profitnoly
hundled at country points. So iar as
pricex are concerned, however, coun-
try merchants can seli such goods as
they handle at a gmaller margin of
profit than can be worked upoun in
the city. 1t is well known thaty the
expense of doing business, in such 1tems
a3 rent and taxes are enormously
higher in Winmpeg than in the smalier
towns. Besides these itemy, the ity
dealer has expenses which are prac-
tically unknown in the country.

The country merchant should be atle
10 hold his own easily with the city
merchant, and retain the custom of
his district for hlmsell, If lie does
not de so, it must be considered that
there is something wrong somewhere
in the way ho conducts his business.
If The Commercial were asked to point
out where the country merchant is at
a dlsadvantage with the city dealer,
the only point we could refer to would
be the credits system that prevalls in
mapy country districts. This is the
great drawback ta the country srad-
er. though it is a.drawback which
the trader Is himself responsible for to
a  considerable extent. Where the
crediy system prevalls i its  worst
form, it would not be surprising If the
murchants could not work' on smaller,
if Indeed, on ns smajl margins of prof.
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it ss prevat! fn the city. - There is n
big expense and an enormous drain of
rezcurces constantly going on In lomng
the kind of credit business that is too
often aliowed In Manitoba.

The Commerclal was only a fow
days ago given the history of a
trader, which may be used to illus-
trate the point. /This merchant went
Into business, did a liberal eredlt busi-
ness and falled, as many had dono be-
fore him. After his failure, a frlend
offered to lend him $2,000 with which
to embark In business again, on the
condition that he would buy only for
cash. The offer was accepted. 'The
merchant has been now throe years
tn business since starting up the sec-
ond time, and in these three yoars he
hias accumulated a consideradle sur-
plus. .1le hag now sufficlent cash in
the bank to put in a spring stock suit-
able for his requirements, all for spot
cash. Besides this his stock {8 all
pald for and he has a few hundred
dollars of good accounts on his books.
He has made a good living for himself
and family in the meantime, and has
paid ten per cent on the original
$2,000 loaned him.

Now, it may be sald that the secret
of this man's success was that he
bought for cash. This is part of the
secret, but it Is the smaller part of it.
Belng obliged to buy for cash, lie was
also obliged to curtall his credit busi-
ness to the smallest possible propor-
tions, and lerein lies very much of
the sccret of his success. Buying for
cash compelled him not only to keep
his stock down, but alsa to keep his
collections up. With only £2,000 cap-
Ital to start with he did a successful
cash business from the outset.

Take another case, of a trader who
was obliged to ask for an extension
of time from his creditors. Tho Int-
ter merchant has a surplus of over
$20,000 in  his business, but it Is
partly in land and store premises,
aund book debts, as well as in  stock.
With this large surplus he was not
only unable to buy for cash,but he was
tuable to meet his bills payable, and
was in a position that his creditors
could have forced him to sacrifice his
property to meet his bills. Te had
mbtwde the mistake which many do of
putting too much of his capital into
store premises and book accounts.

The merchant who drives the cash
team is bound to win, for the cash buse-
iness Is not a onec-horse turnout. Tt
is cash for goods going out as well as
cash for goods coming in. If the
trade could be got down to this basis
muany merchants would be able to
carry on husiness more successfully
than they are now doing with half
the capital which they now have in
their business.

Our trader with the $2,000 capital
had to buy very carefully on account
of the fact that he was obliged to buy




