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UNLICENSRD PRA CTITIONERS.

The above heading can bc made to caver a great deal of
ground, but we intend, at present, ta confine aur rernarks under it
ta one particular point. A correspondent sends us a note-paper
heading corning fromn a certain village in the West, which reads
thus: "«Office of--, Notary Public, Canveyancer, etc. Mfan-
ager at -for - Barristers, etc.," the offices of this
flrmi being at a different place from that where the 1'man-
agcer " resides, and from %which lie dates his letters.

We have always thought that the establishment of "< branch
offices," as they are called, by a professional flrm, in other places
than that where the so-called head office is situated, is an objec-
tionable procetding, sa long as the branch office is under the sole
cha.rge of an uncertiflcated practitiar er. It has been saught ta
excuse it on the ground that this manager does flot give
,idvice, nor actually practise in his own naine; that when advice
is sought frorn Iirn, lie submits the case to bis principals, and
obtains frorn thezu the advice the client requires; and that this
mnanager is merely a clerk in charge iii the absence of the
principals. Again, the fact that one of the flrm mnakes periodical
visits ta the branch c..ice is relied on as sufficient excuse for
this practice.

NVe confess that neither on these nor on any other gro-ands
do wo see that there is anythi ng which world warrant the pro-
priety of such a r.actice. The abject of it is, cf course, th e
;iquisition of clients. If t.he rnountain won't corne ta Mahornet,
Mlahornet nust go ta the mountain.

Here we wviIl be miet with the plea that such a course saves the
,,oulcl-be client fromi the expense of a visit ta the counit),town, or
wher'jver the head office rnay be situate. 111 the business
ta be transacted alwvays reached the principals, andi if the

* client would in any case have gone ta the head office, if the
branch had flot been available, this excuse might be allowed
to pass, But does the manager of the branch office always
net as a miere mnedium for the procuring and transfer of
business ta his principals ? NVe have good reason ta believe
this is îlot so ; but, on the contrarj;, the manager ofterî ntiiders
hin self coinpetent ta give- the advice sought for, or ta do the
bulsiess required, without seeking the intervention of his princi-
pals. A would-be client, seeing the nanie of a wehi-known fiin,


