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THE COMMERCIAL,

The Mark Lane Express of October 22, in
its lixt of quototions of foreign wheats, quotes
Daluth at 23 to 24s per 496 pounds, ex

ship, and - Manitoba at 2% to 28
shillings,
So much for the london market. At

Liverpool on October 23, the Corn Trade
News  quotes spot prices as follows per 100
pounds :

No. 1 hard Duluth 4s 94 to 4s 11d.
hard Manitoba 4s 9d to 4s 11d.

On September 24 Manitoba hard sold at 4d
over Duluth, in London. Also on September
17 Manitoba wheat sold at 33d premium over
Duluth.

Where Manitoba and Duluth wheats meet
on common ground. as in British markets, it
will be seen from the above that the Manitoba
grade has the preference. In the United
States, owing to the limited supply of choice
hard wheats, Duluth No. 1 hard sells for the
domestic milling trade at a premium over ex-
port values. Manitoba wheat cannot be sold
in the United States for milling purposes,
owing to the existing duty of 20 per cent.,
and therefore it is unreasonable to compare
the home milling value of Duluth wheat with
the export value of Manitoba wheat. The
two grades can only be compared in open
markets where they met in fair competition.

The Commereial of October 29 contained a
statement furnished by the Minnesota State
Warehousing Commission, showing a loss of
2% cents per bushel on Duluth wheat sold in
London. In other words, the Duluth market
price was 2§ cents above an export basis,
Another statement has come to hand this
week showing a loss of 1§ cents on a similar
transaction, as will be seen by the table given
helow. These statements fully explain the
apparent difference between Duluth and
Maunitoba prices, Duluth wheat commands
a premium for the United States domestic
trade, in which Manitoba cannot compete.
Free trade in wheat is what we require to re-
move this differcnce. The Montreal Trade
Bulletin recognizes this situation in the fol-
lowing words:

* That Daluth No. 1 hard brings a premium
over Manitoba hard in New York is only
what might be expected, as the former has
the privilege of sale in two markets for home
and export, whereas No. 1 Manitoba hard has
only the export demand to depend on, and
hesides, it is hampered by customs charges,

which, elthough small, are always an extra
bother to buyers.”’

Following is the statementof the Minnesota
State Railroad and Warchouse Connnission
showing the price of No. 1 hard wheatat Duluth
on October 15, compared with the actual sale
ol 8,000 bushels of Daluth No. .1 hard at Liv-
erpool, made that day for London delivery, c.

No. 1

i, f.  (Cost, freight and insurance.)
Oct. 15—
Price per hushel No, 1 hard in Tuluth.......... 5675
Duluth elevator charges, weighing inspection.. .0085
Lake freight and insurance, Duluth to Bnfialo.. .0350
Buffalo elevator charyes, commission, ctc....., 0100
Canal freight and insurance, Buffalo to New
York ... ... ieiiieeiiiieea, . 0800
New York elevator charges, viz., weiching, de-
murrage, transferring, towing, trim-
ming, etc ... ...l ool aev.. L0150
Ocean  freight and insurance, New York to
London ...... vevieiiiiinieiiiinnnn, o L0225
Loss in weight, Duluth to London... L0050
6935

Cost delivered iu London cif......covvans, cvee

"mentat all.

Oct. 15—

1,030 qrs. (8,000 bushels) sold in Liverpoo! for
delivery, c.i.f., in London for 22s 6d per
qr. of 48 1bs (or 87ic per bushe)......

Loss in the transaction (about 1jc per bushel ...

IRRELEVANT COMMENT

A great deal of silly comment has been
made upon the question of mixing Manitoba
wheat. The following from the Toronto Mail
is about as far-fetched as anything we have
seen. The Mail says:

**On account of mixing of good Manitoba
wheat with inferior grain, Manitoba wheat
sells at from 1 to 1} cents lower in the east-
ern markets than that shipped from Duluth.
This difference i3 lost to our farmers, but it is
not lost on the intending agricultural emi-
grant from Europe. He perceives that wheat
grown in the western states sells higher than
Canadian, hence he infers that land south of
the line is more fertile. That settles his
choice of homes and we lose the immigrants.”

The paragraph quoted above, ridiculous as
it is, has been copied with apparent approval
by some Winnipeg papers, who are more con-
cerned in making political capital out of the
discussions than they are in disseminating a
reasonable view of the case. In thefirst place
Manitoba wheat does not sell at a price under
Duluath, as British market quotations else-
where in The Commercial will show.

In the second place, if Manitoba wheat did
sell at 1 to 1} cents under Duluth, it would
not prove that our farmers lost anything on
that account. Recently at Liverpool River
Plate wheat was quoted at 3s 7d per 100
pounds, and on the same day Manitoba No. 1
hard was quoted at4s9d. Now it would be as
reasonable to say that the L.rgentine farmers
were loosing 18 2d because their wheat was
not bringing the same price as Manitoba
grain. Such an argument as this is no argu-
Argentine farmers are no doubt
getting all their wheat is worth; likewise
Manitoba ; likewise farmers
Duluth erades.

In the third place, it is not likely that one
immigrant in a thousand from Europe
knows anything about the relative value
of Duluth and Manitoba wheat. Probably
very few of them would know where Duluth
wheat came from, and they would be as
liable to locate Duluth in Canada as in the
state of Minnesota. There is, however just
about as muchsense in' the mail’s comments
as in much that has been written upon this
feature of the wheat question.

INVESTIGATING WHEAT MIXING.

I'r was reported by wire from Ottawa on
Thursday that the Inland Revenue Depart-
ment has sent an officer to Fort William,
Port Arthur and Duluth to enquire into the
custom of handling wheat at those ports,
This has been done in view of the present
agitation worked up by certain parties against
mixing,and the cleaning of smutty grain. The
sending of an officer to investigate is no
doubt the best thing the department could
do. It hardly seems reasonable that any
change will be made in the regulations in the
middle of the season, as no changes could be
made now without doing a great deal of har.

who grow

If mixing is to be prevented at the lake ports,
notice should be given between seasons. In
that case a private elevator could be estab-
lished in Winnipeg before another crop comes
in, where cleaning and handling could be
done. The establishment of a handling ele-
vator at Winnipeg would no doubt be the
result of the carrying out of the demands of
the Eastern people to stop mixing andclean-
ing of smutty grain at lake ports. The great
aim in the regulations governing the grading
and handling of wheat should be to obtain
the highest possible price for the producer.
If the changes demanded by the Eastern
parties, seconded by a few misguided persons
here, are made, it will mean a considerable
loss to the farmers of Manitoba, who cannot
afford, at present prices, to have prices further
reduced.

End of the Pass Book.

One of the greatest impositions upon the
retail dealer, remarked an exchange, is the
pass-book system. He is not only expected
to keep his own books, but also to keep those
of nearly all his customers. While they ex-
pect the book to be properly kept and always
correspond with the dealer’s books, they are
careless about bringing it, and endless annoy-
ance and confusion is caused. This is bring-
ing the coupon system more than ever into
prominence.

It does away with bookkeeping, saves the
dealer much annoyance and labor, prevents .
all loss in foregetting to charge the goods sold,
and by offering them at a slight discount you
can soon put your business on a cash basis.
The customer likes them because their is no
disputing at settlement and he knows that no
goods can be charged to him by mistake.

Advertisers Please Note.

““Carbon’ in the Black Diamond strikes
the nail on the head when he says:—*The
trade paper is an indispensible advertising
medium for the manufacturer and wholesaler
of anything in the line of its trade policy.
The merchant who depends upon the retailer
for his livelihood simply cannot afford to be
unrepresented in his trade papers of charactor.
The trade paper, if it reaches anybody, and
no matter if it reaches but few, and the best
trade paper reaches a good many, must reach
those interested in its line of trade. If the
circulation is only 2,000 or even 1,000, then
the paper is read by 2,000 or 1,000 probable
buyers, not purely possible buyers. Any
medium which can reach 1,000 probable buy-
ers is worth more to the advertiser who de-
pends upon his sales to retailers than amedium
reaching 10,000 possible buyers. The adver-
tiser who expects to receive direct returns
from his trade paper advertising will be dis-
appointed nine times out of ten. The value

-of good trade paper advertising is not to be

reckoned by definite returns, so many per
hour, per day or week; it is to be reckoned
upon the value of its general whole. The
majority of people who order goods by seeing
advertisements in a trade paper, seldom take
the pains to give the paper credit for it. The
house with its advertisement in the trade
paper coutinuously, if the trade paper be the
leading one of its line, keeps the name before
the probable buyer, who may buy of him real-
ly without knowing that he saw the advertise-
ment in the trade paper; for the trade paper,
if it does nothing else, acts as a sort of unseen
introductory medium between maker and
bnyer, presenting to the travelling salesman
the best kind of respectable assistance.



