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ADVANTAGE OF EXOHANGES. ™

Notwithstanding that grain prices have
ruled low in Manitoba of late, the ecrop was
novee before handled on assmall & margin as
it was the past soason. We refer to the ship~
ments up to tho close of navization, The
movoment of wheat was very heavy and the
quality was remarkably uniform, These
two features enabled exporters to haudle the
crop more cheaply than otherwise would
have been possible. Another feature which
entered into the trade waslack of speculation,
Shippers bought and sold from day to day,
taking no risks by holding. They bought on
s small margin and sold at once, thereby do-
ing a safo business.

‘The organization of the grain exchange in
Winnipeg has been an important feature in
the handling of the crop. We may say
practically the entire crop is handled by
members of the exchange. ‘The co-operative
principle which obtains to some oxtent, as a
result of the establishment of tho exchange, is
a great gelp to tho Manitoba grain trade, and
has enabled shippers to handle the crop to
the very best advantage, and on small mar-
gins, Thus the exchange is indirectly o de-
cided beneofit to the farmers and producers of
Manitoba, who get tho advantage of the more
advantageous and more cconomical handling
of the crop, which is made possible through
the working of the exchange.

Some pgerties who are entirely ignorant of
the commercial features of the grain trade,
and who are evidently anxious to tickle the
projudices of the farmeors, have of lato en-
goged in the pastime of denouncing the
Winnipeg exchange, trying tostirup a feeling
of antagonism to the exchange throughout
the country, On the same lines i3 the fool-
ish talk sometimes heard in denunciation of
the elevator system of Manitoba.

The grain trade of Manitoba is conducted
on the most modern principles, and probably
no country in the world has any better
handling system than we have here. This
cnables the farmer to realize the very
best price for his graiu. Without our
elovator system, and without the organiza-
tion of the grain trade as represented in the
Winnipeg grain exchauge, we are quite con-
fident that the  farmers of Manitoba would
not have obtained within five cents per bushel
of the prices which have ruled this season.
In Argentine-they have no clevator system,

and the result is that the farmers are obliged'

toship all the wheat in bags, which is not
only an expensive plan in handling, but also
causes a heavy outlay for bags, The greatest
drawback to wheat-growing in Argentine to-
day is the lack of organizaticn and mcdern
system in handling the crop. Thiswas recont
ly stated in a government inquiry us to the
prospects for wheat-growing in that country.
Tho experts who have luoked into the situation
in Argentine, report that if modern methods of

handling the grain in bulk were introduced,
the farmers would receive n much better
profit from their grain. In Manitoba where
wo have organization and every facility for
the rapid and economical handling of crops,
wo havoa fow parties who are demanding
tho suppression of theso advantages. It
would bo about as rational to advocate the
toaring up of railways, and substituto Red
river carts as & means of conveyance of
traffic. )

ALOPTING THE CASH SYSTEM,

The long credit system which has long
provailed in Manitoba has received a black
oye, so to speak, of late. Fow people are
aware to what o large extent credit business
has been curtailed in Manitoba of late, Dur-
ing the last two years many retait merchants
thooughout the country have adopted the
cash system, Recently The Commercial ro-
ceived a little circular containing tho follow-
ing aunouncoment:

“Believing that the present system of doing
business in Glenboro, of giving credit from
8ix to twalvoe months of the years, isinjurious
alike to tho merchant and his customers, wo
announco that on and after January Ist our
businesswill be conducted on a purely cash
basis. Experionce has taught us, that to
meot the demand for cheaper goods, which
has arisen during the present depression, we
must sell for cash, Selling for cash means
buying for cash and buying for cash means
that we can soll at prices that will astonish
you. Ths now eora begins on January lst,
when our books wil ba closed.

J. F. Fumerton & Co.”

THE Commercial has received many such
announcements as this from country mer-
chants during the past year or two. If the
majority of those who have published their
intontion to do a cash business are carrying
out their resolve, thera must now bs a large
pumber of merchants throughout the
country who are dcing a clese cash business.
‘The changing from a long credit system to
the more rational way of doing business for
cash or short dotes, will of course be felt con-
siderably at the outset, It will cause a con-
fraction of business at the start, and will
inconvenience many consumers, but in the
end it will be a great benefit to
consumers and merchants alike, and not
less to the consumer than to the merchant.
In foct, while the long credit system is bad
for tha store-keeper, it is perhaps even worse
for his customers, leading to extravagence
and frequently causing the embarrassment of
those who, through their hopefulness of the
future, go in‘o debt in expectation of better
times ahead. The future always looks bright
to o great many people, and where credit for
long dates was so casily obtained as has been
the customn in Manitoba, the temptation to
discount the future has beon very great.

The evils of tho long credit system, how-
ever, aro now very well understood here, and
being understood there is hope for better
things in the future, The change which has
been going on during the last year or two has
already greatly improved the commercial.
situation in Manitobs. In spite of the low’

prices of produce aud the talk of close tinmes,
the trade of the country is now on o batter
basis than it was three years ago.

'The low prices which have ruled for grain
and farm produce hiave necessitated economy,
and thore i3 no surer way to ecconomise
than to buy for cash. There is a sav-
ing in two ways in buying for cash,
First, the cash buyer will buy only
such things as he can afford, or ak least such
things ns he can seo his way clear to puy for,
Ho does not buy with the expectation that ho
will Le better off at some future date, and
will be able to pay fur things which, 1f he had
to pay cash for, he would not b able to pro-
cure.  Thereis in the second place the lower
pricesalways obtained by the cash buyer

This country hag received a lesson in econ-
omy which should do us good. If theo result
is the adandonment of tho long credit system
which has prevailed here, the lesson will not
have been in vain,

READ YOUR POLICIES.

The Comercial has more than once advised
commercial men to read their insurance poli-
cies. Al policies should be read over care-
fully and if there is any clause which is not
understood, have it fully explained before the
matter i3 allowed to rest. The advisability
of following this advice was recently illus-
trated by a loss which fell upon a trader in a
Manitoba town. A short time ago a stock of
goods at Portage la Prairio was damaged by
firo to tho exrent of about 3700. The stock
was insured and the merchant expected to
recover tho full amount of his loss. He was
very much surprised to find, howaver, that
the company in which he was insured was
only liable for a portion of theloss. A clause
in the policy read as follows:

“It is a part of the consideration of this
policy and basis upon which- the rate of pre-
mium ig fixed, that the insured shall main-
tain insurance concurrent in form with this
policy on each and every itom on contents
hereby insured to the extent of at least 75 per
cent of tho actual cash value thereof, and that
failing so to do the insured shall be co-insurer
to the extent of an amount sufficient to make
tho aggregate insurance on contents equal to
75 per cont of the actual cash value of cach
and every item of the contents hereby insured,

and in that capacity shall bear hs proportion
of any loss that may occur.”

This feature of the policy had escaped the
attontion of the merchant, notwithstanding
that heis considered o shrewd business man,
Tho effect of this clause was such that the
merchant was actually carrying a consider-
able portion of the risk himself, as the insuy-
ance he carried did not amount to 75 per
cent, of the value of the stock. Many would
read the clause without undrstanding fully
the meaning, and it may be illustrated as.
follows: A meorchant carrying say $6,000
worth of stock, would be obliged to insure for
an amount not less than $4,500, or 75 per
cent, of the value of the stock, in order to
obtain the full insurance in case of the loss of
the stock. If he had only $8,000 insurance
on the same amount of stock, the insurance
company would. be liable for their share of
the loss only as based pro rata on $8,000,




