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SIGNING NOTES IN BLANK,

HE practice was formorly very common, nnd it i3
T not aitugether dunv anay with yut, 01 persons
siguing ot endursing uutes 1o blauk, leaving the holder
to till them up at bis convenence. 1t 13 well knowa
that porsons have by tins means bocome liablo for
rums far boyoud anything they ever dreamed of, and
havo tnvolved thomselves, their fasmlies, and thete re-
tatives 10 embarrassments, winch have burdened and
Larassed them for years. Not a fow men have gone
down 10 the gravo with sorrow, from tis cause—their
poverty (brought on solely by su.ch obligations) weighs
sugg down therspirts yntut the burden crushed thewm.

A man who gives another a note, sigued orendorsed
1n blank, piaces himeeit and all he has ontively i the
power of the person hwlding lus signature. bor, lot
1t not bo furgotten, that 1t is casy to ges on another
person s paper, but to get of 13 another matter. Let
any man who 18 in that position try the experiiment.
There are cases in which o man may rest perfectly

laws of avorage as to certainty of payment; but when
thie paper reprosents nothing but the folly ofthomaker
apnd the need of the offerer —still bearing tho appear-
ance of o genuine mercantile document - ho is as much
put out asif it were a forgery  Not only, then, outof
regard to bis own intorest, but from simplo honosty
and gnad faith, a v _a ought never to sigo his name
toa L, pu=n.ting to reprotont & meroantile tran.
sactlnn, unless the bill be complete, and for an
amount that he really owes,

The last remark covers a clars of transactions which
AT not 80 dangorous as rigning Lills in blank, but are
dangerous enough to form a subject of cautivn. A
customer of a wholesale houso will somotimes be asked
to give paper for more than the amount of hisaccount.
Noman that values his commerolal positivn will do
this  No matter how good he thinks tho bouse is, the
very fict of their asking him to beconto reaponsible
for an awount beyond what ho owes ought to put him
| on his guard. The answor to such a roquest should
| invariably be no; when a man promiscs to pay $1000

comfortable under au vbligation of which theextent | 4 only owes 8500, heis a party toa doception which
18 known, but to lic undor the load of an obligation of every houest map ought 1o keep clear uf

which the extent isunknown, which may be of trfling
amount, vr 103y any day nvolve him  hopeless rutn,

3 what nv man Wil subruit to whu values s goud
name, his property, or the wellare of his family.  I'he |

extstence of one who has put hunself in that pusitivn,
18 mory like that of the ruler who ditted every day with
anaked sword suspended over lus head than any thing
we know of.

If any such read tlus, We glve lum the =ame coutisel |

which Sulomon gase to the sureties and endorsers of
bis day It will be fuuud very plainly set forth mthe
Bouk of Proverbs, viz., not to give sleep to s cye,
nor stumber to hisegelids until he is free

The cases we are now refornng tu, are those in
which blank «ndursements are trusted with friends or
relatives, i which case there iz, of course, an implicit
relance on the honour of the person to whom the
eignature is committed. Tn the tntercourse and bust-
ness of life there has to be a good deal of reliance on
the good word, and honour uf our friends and connee-
tions, and it {s creditable to socicty that it should be
o very rarely abused But there are legitimate bounds
to af! contidence, and we do serivusly think that the
line Is passed when @ person places gratuitously in the
power of another his whole fortune, to be imperilicd
at his discrotion.

It may bo pleaded that to refuse to sign in blank
wonld often iavolve troudble and embarrassment This
is not a euflicient ground on which to rest ruch a cus-
tom, for cvery difficulty—say when reuewals are
required—would be obriated by making arrangements
in time.

There are ¢ases, howaver, of a still more repre-
hensible character than thuse nmioutioned, se mean
wh n customers of whulesale huuses mgn or accept
blank paper, leaving the merchant ty 6ill up the
amount as it may suit him  This practice used to be
very common with tho *supply houses,’ and many s
man has found to his cost that he has by means of It,
become involved in obligations vastly beyond s
power to meet  So long as the wholerale house kept
up, all weut well, for they touk care to provido for
the paper but ub the frst Lreath of troubly, prutest
after protest would be scut tothe slarmed stuscheeper,
who thea saw for the flrst time what astonishung folly
he had been guilty of, and was left to get out of his
difficulties as well as he could

If any storekceper finds it a condition of being
¢ supported,” that ho isto furnish the " housy with
his name to be used whenever wanted, at thejr discres
tiop, it would bt far butter fur Luinto sbut ap at unce
He is only deceiving Wm~1f and the pubue by tradiag
in bis own name fur hiele 0o wore master of s vwn
destiny thao if e were a clerk au the cmpluy of lus
patrons.

Wo say he deceives the public, as well as himsclf,
and capecially L banher why may bave lus paper
offered for discount  Such pagnr i o esumably for
value and possibly it may W But pussibly it may
be used for am wunts far in i «cese L ansaclions, in
which case it is something ke o fraud un the part of
the nfferer e having an upsusf cting accuimphey in
the signer  Ordirary accommdativn pajer or lvan
paper the banker knows b w to dual wath It is suls
joct to its own rules, and can be accepted ur rgjected
according to its character But this paper is deceptive
and dangerous. because it looks like, and is Intended
to pass for paper which represents a bona fide sal of
goods The baunker knows by experience that paper
representing <uch trap-actions i# subject tu curain

THE MERCANTILE PROFESSION,

commercial carcer has become one of the llberal
i prufessions, and has taken on itselt ahke the
| digniues and theduttes of its statton, * ¢ ¢ There
are few moro munificent patrons of art than tho men
uf commerce, few warmer friends of hterature, fow
whouse private houses show greater traces of refined
and clegant tastes. The old school of merchants is
| fast fading out of ight, to the intinite gricf, perhaps,
uf the survivors, but to the cortain benefit of the world
at Jarge. Tho men whose visfon was bounded by the
out-look frotn their counting louses; the men of one
1dea, that, namely, of amaseing money thoy knew not
hot to spond. the men whose pride it was to have
| ¥acnficed everytlung to moucy-gettivg, and to have
found themeelves at ity with golid fortunes, but with
shattered constitutions, are fust giving place to a
schoul of refined and cultivated gentlemen, no loss
keen in the pursuit of wealth; but regarding it as a
means rather than an eud—a means of happiness to
theruselves and of good to thur ncighbours.—Fraser's
Circwlar.

The abovo is a picture of the British merchants of
the prezont day, and will be recoguized as faithful by
thos¢ merchants of Montreal, and other cities of
“anada, whocross the Atlantic yearly and are broughit
intu contact with them Since the beginning of the
century, the business of merchant has been gradually
rising in the scale of English society, and now it is
regarded almost in the light of a profession, Nor i3
this to bewondered at. Tho successful mercantilo
man--at least in Great Britain—requires to be a very
different person from what was neccssary even fiRy
yearsago. Nouw-a-days he must go through a3 long
course of study, he must bavo enjoyed a. liberal
cducation, he must understand the laws of, political
cconomy, e must be industrious and shrewd, ho must
havo the maaners of a gentleman—in a word, he must
have had a thorough commercial training before he
can hope to succced. In point of intelligence—of
mercantile honvur—and of respectability, the mercan-
tile classes vt Great Britmn are unsurpassed in the
world, and gre therefure & good model for our Cana-
dian morchauts to strive to imitate,

The business men of young countries, taken as n
whole, do not comparo favourably with thoso of older

commercial countrics. Canadais no exception to this
’ rule, although wo have little hesitauon in asserting
| that business intcligence and morality are quite as
| lugh bero as among vur Republican peighbours. But
we hase yoi much befure us 4o tlus respect, and overy
agency calculated to advance the character, respect.
ability and infl. Luce of our commercial men, deserves
| encouragement. Gi¢at progress hHas been made of
\ late gears iathis respect.  Anignorant man, swithout
busiouss or any otlier hind of cducation, cannot now
| Fush 1nto starckeeping becauso hio bappens to have 3
fuw duilars in Jus puchet.  With thecompetition which
nuw exsts, such a guersun 1s almost sure to fail. Unly
med of goud bustuess acquiremonts—men of respecta-
Lility and of means—can now succeed 10 tho bysiness
| cuutres, and the more wmtelligence and expericnce they

Liave the more certain aro they to make money,

Competation 1s one of the main means by which tho

| character of our merchants is rased, and the Com-
mercial Colleges vatablizhed througbiout the country

| may be specified a8 another. These institutions are
estabiisbed upon a correct thcory, namely. that if a

young man is to bo successful in the world of com.
meree, ho must bo cducated spoclally forit. Insome
of theso colleges, tho Instruction probabdly Iacks 1n
thoroughness, but thoy noverthicless do a useful work,
Not many years 0go, if a Canadian 1ad could read and
write, aud had goncss far as “billsof parocia: 1o
arithmetic, ho was deemed quito qualified to take s
placo behind the counter. This day has happily
passed away, unless it be at the outekirts of civiifsa.
tion. Some knowiedgo of business s now considered
a requlsito In any ono applying for such & position;
and tho best Interests of the mercantile community, gy
indeed of all classes, will be promoted by rateng
instead of lowering tho standard,

One mode by which mercantilo respectability may
be promsted in Canada rests in the hands of tho 1m.
purters, and that Is, by using proper discrimingtion in
glvingcredits. Low ofton isit, oven at the presont day,
thatif a man cumes to buy o stock in Afentreal, if ho
canpay a small partin cash, ho gets what ho wants
witbout any enquiry whatovor Into his personat
character, or his fituess to do business. Very likey his
fguoranco of business, or bis viclous habits, render his

utterly { ible, and aftor a few yoars he
falls, involving bis creditors to a larga amaguut; on
tho other band, does it not often happen that youug
mon of spirit and enterpriso—~whoso thorough ncquatnt.
anco with business and oxcellent character render
success almost certain—aro denied stocks, because they
havo but little ready money to pay down? In giving
credite, business knowledgo and personal cbaraoter
should be the drat considerations; nnd if our Whole
salo deaters always made them so,thero would bo fewer
scandals in comnuercial lifo than we havo to roport.

Iftho standing of our business men approached
acarer that drawn by Fraser's Circular, in thoextract
given above, wo would hoar less in Canada of fatlures,
of ussignments, and of mysterious disappearanges.
The standard of bLusiuess intelligence and honour
would be higher. 1This would at onco render mercaz.
tilo business safer—eafer both to the wholosalo dealer,
and to tho retaler bimself, Compared with other
countries, eimilarly situated, wo have no reason to
complain of Canada in this respect; butso long as
thero is room for improvement, wo should not be
content to remain luactive. The proud position
occupicd by tho merchants of Britain should ba our
aim, and we should not rest content with anything
short of that,

Iron Moulder's Strike in Albany and Troy.

meeting of Iron Founders from all soctt of the
United States and Canada was- lately hold as
Albany, to take coucerted action rospecting the Iron
Moulders' International Union, a trade-organization
which aimed practicatly at dopriving tho Fourders of
the right to control their own shops, The following
resolutions were adopted, with s preamble setting forth
sorag of the more offeustve rules and regulations of the
Moulterg' Union:

‘““Resolved, That it {3 expedient and necessary to the
protection of the interests of the Iron Founders of this
country to organize themsclves into a National Asso-
ciation for the protection of their general interests, the
promotion of a friendly feeling and mutual contidenco
among the members, aud especially for the purpose of
resisting any-and all action of tho Mouiders' Union,
which shall in apy manncr interfere -with our nghs

to control our workshops and to mwansge our own
businces, ’

““Resolved, That we will procced to introduco into
our hops afl tho Apprentices or belpers wo deem ad-
visable, and that we will not allow any, Unfon Com
mittees in our Shops, and that we wn?.'ln every way
possible, free our shops from all dictation or interfer
ence on the part of our employees.” ’

This action on the part of the manufacturers was
cousidered by the Union a sufficient causo for striking
work, and in Troy alone, nearly a thousand men aban-
doned the shopg. 1t is proposed by tho workmen to
estatlish a co-operative foundry upon a largo scale.
and in this way become quite independent of thoir late
employers  The dotermination on the part of the eap
italista not to givo 1n, is becoming stronger and
stronger, and the ramutfications of their association are
overy day gruwing wider, and embracing not morely
the manufactarers, but also iron mincrs and dealersin
iron manufactares. In view of these facts, tho differ-
ences Letween mosters and men are not itkely 1o ¢
soon settled, and heavy Joss must accrue to both
parties to the dispute.

—A Company, styled Tho Bowmanvillo General Far
piture Mauufacturin;i Company, have adyertised in
tho Canadn Gazetre their intention to apply fui an
Act of Incorporation usder 27th and 25th W .




