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lands, before seeking, in a foreign country,
new goil to cultivate.  But all these nation-
alities will be greatly influenced by the in-
stinct of self-interest, and if they become con-
vinced that our North West is the best place
togoto, there they will go. The average Eng-
lish farmer looks upon Canada generally as
having the climate of the Province of Que-
bec; but he will learn to know how much
that climate ameliorates as he goes west, and
as the better climate is found in connection
with the best lands, he may learn to think
less of Australia and New Zealand, and more
of the great West of Canada. The Syndi-
cate can do scmething in directing attention
to a country which the railway we are to
build will make habitable, but howy much
they can do, it would be little better than
guessing to attempt to estimate, at present.

A ———

MONEY MAKING MERCHANTS.

“ How to make money,” is the title of oc-
casional wise editorials, and even of grave,
not to say ponderous lectures. It is the bur-
den of many lengthened, sage advices, from
those who have ‘‘ been through the mill.” It
catches the eye, too, as the heading of vari-
ous advertisements, some of them snares for
the unwary, and intended tolead to gambling
in stocks or grain, that most delusive will-o’-
the-wisp. A taking title, and one pretty
sure to be read, is this, since all the world,
except a very few philosophers, are interest-
ed in the problem. To make money is the
height of a merchant’s ambition. Nobody,
we are told, works for love, neither do men
work for fun ; but they want to make money,
and most of them to make it honestly. It
was deemed a truism by Burns near a
hundred years ago, that in order to catch
the golden smile of Fortune it was necessary
to wait upon her assiduously, and to

“ Gather gear by every wile
That's justified by honor.”

But that great genius qualified his advice by
some suggestions asto the purposesof wealth;
it was not to be hidden in a hedge, not to be
used for providing an attendant retinue, but
was to be sought because it conferred the
glorious privilege of being independent.

“ Get place and wealth, if possible, with
grace,” wrote Pope, in imitation of a Hora-
tian line, thespirit of which is perhaps better,
certainly more bluntly, rendered by Ben
Jonson’s lines in the play, ¢ Get money,
still get money, boy, no matter by what
means.” The advice of a shrewd but sordid
old Yankee to a youth embarking on a busi-
ness career was “ You won’t make much
money, boy, until you have learned as T have
done, to treat every man you trade with asa
scoundrel until you have proved him honest.”
An advice, this, which was rightly described

by a high-minded statesman, a fellow-citizen
of the commercial Machiavelli from the Bay
State, as ‘‘ almost devilish in its unbelieving
worldliness,” and which even the astute
Beaumarchais would have politely con-
demned.

To come down from the great world of
financiers and speculators upon a large scale,
who are often a law unto themselves, it may
be well to dwell upon a few considerations
as to proper modes of making money honestly
by retail merchandizing. All traders are
not upon the same level in respect of their
chances of success. Some have superior
facilities to others ; more capital, better lo-
cations, better connections, and better abili-
ties than others. These may enable them to
get greater profits, and to effect larger dis-
counts off purchases. But the disadvantages,
real or apparent, of the more obscure dealer,
may be offset and conquered in the long run
by attention to governing principles and
business-like methods. Honest dealing with
his customers should be the retail merchant’s
first concern, and honest dealing as regards
himself may well be placed second. It is
not honest to deceive customers as to the
quantity or quality of the goods they buy,
to cheat them in weight or measure ; itis
not honest to defraud the Custom House
by false invoices ; it is not honest to evade
the payment of excise duties by false swear-
ing or by ‘“dummy ” boxes or barrels ; it is
not honest to mislead a banker by lying bal-
ance sheets, or a wholesale dealer by fictiti-
ous statements as to real estate, or capital at
the risk of the business.

But, we would say to our readers, no more
is it honest towards your creditors or towards
yourself, to sell goods habitually under cost;
to expend more on luxurious living than
your resources will afford ; to give away
money to charitable objects when you can-
not pay your debts. That is not the way to
make money but a sure way to lose it. To
make money nowadays, one must buy closely;
unless that be done, competitors will likely
“do " you out of any profit. And to buy to
the best advantage you must buy for cash.
It is equally plain, though not by any means
so clearly realized by retail dealers, that if
they do not get paid for the goods they sell,
their toil goes for nothing, and they cannot
make money. This points to selling for
cash. The man who buys and sells for cash
can always know where he is. One who has
a ledger full of uncertain accounts is a slave
to his debtors.

A neatly arranged and cleanly kept shop
is another requisite to a successful business.
Order, cleanliness and fresh goods attract
customers ; good value and square dealing
retain them. Thatis the plan to build upa

Ibmsiness, and the true plan to make money.
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THE DAY OF WOODEN SHF®

The business of building W‘fode: vi’ pot
has teceived a blow from whio® lis foﬂf‘:
likely ever wholly to recover. I'roﬂ t0 puil
to be a better material of which 80
ships than wood. This is the mal‘; wood e‘:
the trouble among the builder® Oitself fol
vessels. The revolution has mad® * - peo?

sously .o
wherever wooden ships had previ© ; shif

Tbe

built. From Quebec we lear
building is practically at & SE““
ship yards along the river
deserted. A local journal,
Levis, gives as the sole reason
table state of things, the 8 w0
terest which shipbuilders have

which is said to swallow UP

And it adds that the greatel
shipbuilders are of opini'On i 8
continue to ply their calling Wt a8
if they were not obliged to pay
rate of interest. What 18 t




