THE TRADER.

b

Ql;;lli(ﬁnl(o the only other stop iv their |

power, and protest thom by making it
not worth whilo for such an wnlawful
trado to be carried on., If tho dutyon
jowelry wero reduced to 10 per cent., we
are satinfied that the Government would
at least colleot os mnch revenue from it
as formorly, wiile a large moasure of pro-
tection wonld bo afforded to the manu
facturer and impnrter whoso interests in
this cago nare almost identical. 'The
higher the duty the wmoro smuggling, the
lower the duty tho loss thero will be,
People do not smuggle for the: fun of itas
some wonld have ug believe, but beeauseo
there’s monoy in it. ‘Take away that in-
centive and you knock the evil on the
hend ; in other words, make the dutylow
enough and smuggling will die ouvt, be-
cause tho “ grine won't ho worth the can.

dle.” Wo trust that the Government
will seo the necvssity of some change in .
this direction at thenext meeting of Par- {
Liament.

MARKETING GRAIN.

—

Ve have soveral times stated our be.
lief that the sooner owr farmwers can
market their grain after harvest is over,
the bottor prices they are likely to real-
ize. Of course there are years when,
owing to exceptional circumstances, grain
advances in price, but wa think we
are safe in saying that such years are the
exception, and only prove the truth of
our contention, The present scason it
scems, at all events, will not be a case of
this kind, as the followsng, from a well
posted exchaqge, will testify. Our farm-
ors would do well to take the andvicein
earnest and get their crops into o shape
that they conld put them into circula-
tion and pusy off their outstandng ac-
connts,

“Onr formers are doubtless closely
watching the grain markets of this coun-
try and Europe, and are discussing the
advansibility or otherwise of lolding
their grain for xigher prices. Any in-
formation tending to settle the point as
to whother an advance will oceur cannot
fuil to be of interest., Now the Chicago
T'ribune holds that, the prospeet of good

prices for Awmerican grain were never
more flatteriog; but its opinion is prob-
ably iufluenced by the bull movewents
1 the western grain wuncket.

Tue New".
York Bulletin, an exsellent authority,
points out, on the other hand, that in |

external sources are hlkely to fall seventy-
five million bushels below thoso of last
year. ‘Paking the quantity in store,
Europe was in a better position by sixty
million bushels on 1st Soptember than
ab the same timo lust year. To supply
the deficiency tho United States bave
thirty-one million hushels in oxcess of
lnst year, and this country hins also been
blessed with an abundant harvest. With
the uropean requirements lurgely re-
duced and inoreased crops on this conti.
nent, 1% is almost cer ain that any con-
sidersble advance in prices cannot be
waintained. In view of those facts our
farmers arvo realizing oxcellent prices,
and they would act wisely not to specu-
lute too much on a rise,"
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DEFINITION OF A REVENUE
TARIFE.

PRESIDENT POLKE ON THE TARIFY,

In his message to Congress sugges-
ting moditieations of tho taritf of 1842,
President Polk  snid—*Tho objeet of
imposing duties on imports should be to
raiso rovenuo to pay the necessary ox-
ponses ot tho Government. Congress
may undoubtedly, in the exercise of a
sound discretion, diseriminate in arrang-
ing tho rates of auty on different articles
but the discrimination should be within
the revenue standavd, and be mado with
tho viow to raise money for the support
of tho Government. Tt becomes impor-
tant to understand distinetly what is
meant by n rovenue standwrd, the maxi-
mun of which shontd not be exceeded
in rates of'duty imposed. It is conceded,
and experience proves, that duties may
bhe laid <o high as to diminish or prohibit
altogothor the importation of any given
article, and thereby lessen or destroy
the revenuo which, at lower rates, would
be derived from its importation, Such
duties oxeeed the rovonue rates, and
are not imposed (0 raise money for the
support of tho Government. If Con-
gress lovy a duty for revenue of 1 per
cont. on & given wrticle it will produce
a given amount of money to the Treas-
ury, and willineidentally and necessarily
afford protection or advantage to tho
amonnt of 4 per cont, to thohome manu-
facturer of o similar or like urtielo over
the importer. It the duty be raised tou
per cent. it will produce a grenter

England and France, the two chiet im- | protection. If it bo till raixed to twenty,
porting countries, the jeint waats from | twenty-five, or thirty per cent,, and if, | it before you have uttered a word.

s 1t is raised, tho revenue dorived from
it s found to bo increased, tho protec.
tion or ndvantage will also boinereased ;
but it it bo raised to thirty-one por cont.,
and it is found that the revenue produc-
ed at that vato iz, foss than at thivty por
cont., it ceases to bo o rovonuo duty.
Tho precise point in the asconding scalo
of dutios at which it is ascortained from
oxporinenco that the rovonuo is groatost
is the maximum rato of duty which can
bo laid for tho bona jide purposo of cql-
lectiug money for tho support of tho
Govoernment. To raise tho duties highsr
than that poiut, and thoroby diminish
the amount colleoted, is to lovy thom
for protection moroly, and not for rov-
onue, As long then as Congress may
gradually incroaso the rate of duty ona
given article, and tho rovenuo is in-
creased by such increase of duty, thoy
are within the revonuo standard, 'When
they go boyond that point, and, as they
incrense of duties, the rovenuo is dimin-
ished or destroyed, the act coases to
have for its object the raising of money
to support the Governmont, but is for
protection merely.” )

INSTRUCTIONS TO SALESMEN.

The following words of advice,. said
to have been published in a book issued
by & Now York firm, for the guidanco
of their employoces, are well worth con-
sidering:

Toward customers bo obliging, bo in-
varinbly polite and attentive, whother
thoy bue agreenble or exacting, without
any vogard to their class or condition,
unless, indeed, yoube more obliging and
serviccable to the humblo and-ignorant.

The more self-forgetting you are, and
tho more acceptable you are to whom-
soever your customor may be, the bot-
tor you are as a salesman. It is-your
highest duty to be agreenble to all.

Cultivate tho habit of doing overy-
thing rapidly, do thoroughly what you
undertake, and do not undortake moro
than you can do well,

Serve buyors strictly in thoeir turns.
If you can sorve two at once, very well,

but do not let the first one wait fora
second.
In your first minute with a customer

you give him an impression, not of
yourself, but of the house, which is
likely to determine, not whether he
buys of you, but whethor he bocomes n
buyer of the house or a talker against it.

If you ave indifferent, he will detect



