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CURTAILMENT A WISE POLICY.
It is Only natural that a manlt:fa.cturer af

lumber sbauid endeavor ho, sectire a return as
large as possible frorn his invested capital. If
lie dici lit aitn nt sa daing, lie would be
neglccting the essential point for wvhicb ail
business exists. Tie mcthods adopted ta ob-
tain the nlast renîunerative results are ini some
instances questiaîîab!e, and perbiaps the mast
conîmon mistake is the idea that a miiil must
at ail imes be operatecl ta its maximum capa-
City. Quality is tao oftesi made stîbarditiate
to quantity, witb tie resuit that much badly
sawvn lunîber is put upoîî the market and the
producer realizes a snialler sum for bis raw
material in îîîanufactured condition than if the
sanie materiai had been carefuily sawvn.

Granting that the quality ai the lumber cati
be maintaintd Mienî the miii is operated ta its
uitmast, it does nat foiloiv tbat a restrictian ai
the ouitput is not aiten a wise palicy ta be pur-
sued. Mlic manufacturer wlic, adapts sucli a
course wvili seldoni be faund with lîeavy stocks
wlîicli lie cannot dispose af, nor is he likely ta
icel thue effects oi the periadical depressions in
the tiade as kecnly as lus caîifrere who lias
lleci forcinig the capacity ai lus iil. 1île niay
tlot îîîake as niticli îîîoîey in timîes ai abnarîîial
prosperity, but nt ail ailier tiîucs the fiuianciai
lialance is iikeiy ta be in luis favar. I-is paiicy
xviIi sustain tie shability ai the market for a
lonîger periad, wiîile at the samne hime con-
servi:îg bis tiîîîber supply.

'l'le B3ritish Itîmber mîarket, whlicli lias been
in a depressed conditiaon this year, wvould prob-
abIy have wveakened ta a qntucli greater extent
hut for the policy oi cîîriailment whicb bas
been adopted by the exporting cauntries.
Holders ai lutiller have diîus beerni asstîred that
tio large suîrplus stocks wvoîld be dtimiped ipoii
the ninrkct aîext yenr, andit have thîcrefoie beceti

enicouraged ta sustain prices. Canadian mari-
ufacturers have been nnîong the leaders in this
mavement and are ta be strangiy cornnended
for thîcir action. If we might alTer a word ai
advice, it would bc tlîat they adiiere strictly
ta their agreemenîts and curtal the production
ai lags as mucli as possible. In Luis re-
spect tbey caniiot be tao sinceee for the gaod
of the trade.

Uîîiartunately, the situation ini British Coi-
unîbia bas nat impraved, anîd thîe solution
wauld scern ta lie irn linîiting tbe production
anud in co-operative effort towards the regu-
lation ai the futue output. The closing down
of ail the milis for a briet periad nt least would
probably be a wise step.

THE DEALER A NECESSITY.
The dealer ini lumber-wvhetber wvbalesale or

retail-is nat; as a rule given as rnuch credit
for bis îvorkc as lie is entitled ta. 'That bis
position lias been improved as campared witb
earlier days is quite truc, but there is stili a
disposition ta regard him as cxisting in some
measure for the purpose ai usurping the pro-
fits whicb wauld otlîerwvise go ta, the mianu-
facturer. This is far trom the real facts, and
the saoner the idea is eîîtirely dîspeiled the
sooner ivili the relations between buyers and
sellers ai lumber become more barmoniaus
and tbe business praceed along mare natural
uines.

The dealer is a very necessary agent betwveen
the manufacturer and the consumier, and, if
given opportunity, is likely to be of assistance
ta bath. It may be possible for the manufac-
turer ta, do a successful business by selling
direct ta the cansumer, but bis annuali nven-
tory is likely ta shaw beavy lasses by reasan
ai extending credit ta persans ai wvbose stand-
ing be lind littie or no knowledge, and it is
very doubtful ibat a lumber business could be
canducted on a strictly cash basis.

In addition ta, seeking ta develop neiv mar-
kets for tbe milI product, the dealer assumes
the position ai financial guarantor ta the
manufacturer. He pays tbe manufacturer
cash in, say, sixty days, wvbereas lie may be
abliged ta carry tbe cansumer's account for six
montlîs or a year. The manufacturer is thiere-
fore able ta do business on a smnaller capital
than if lie were extending credit ta a large
number ai customiers. Besides, thîe dealer is
acquainted %vith local conditions in a manner
tbat the nmanufacturer could not possibly band, knowing the doubtlul accounts, wvill exert
lus best efforts ha, prevent loss.

It is truc that a dealer niay becomne involved
and a loss be tbus* incurred by the ianuifa-c-
turer, but witlî the number ai liis custoniers
circumscribed the danger is greatly minimized.

It is nat easy ta indicate the line wvhicli
shauld mark tbe legitimate field ai tbe dealer.
Thuis bas been under discussion for some years
ini the United States and bas tiot yet been sat-
isractorily settied, but there is a growing dis-
position there ta protect the dealer as far as
possible, experience baving proven tbat nath-
ing is gained by passing hini by.

The witlîdrawal ai the MAluiitaiîî I.umber
.Naîîllactuirers' Association ai Blritishî Cohîini-
bia (rani thue lianarary illeiiibcr-,Iiip list af tie

Western Retail Lumbcrmen's Association m*.s
foilowed by rumors. that the mianufacturer-, ld
decided ta ignare the retailers Ils a bod: tud
seil direct ta consumners. Tie difictllli,,
which such a plan wvould involve arc ver)> .p.
parent, especially whien it is considered illat
the settlement af thc North-West is of rc:,iit
devclopmcint anîd that new corners are d-il>
being ndded ta the list of lumberCoSî1î.
It is thercforc vcry satisfying ta be îiis%iiiv.

by the Secretary ai the Mautntain blatiiuf.rn.
turers' Association that the cule gcner.0I>
recognizcd tbroughout ail maîîufacturing in-
dustries iii Canada, to seli ta tic trade offiy
u:îless perbaps ini same exceptioaln cases, w~ilI
stili be otserved.

ADVANCE 0F THE MUTUAL INSURANCE
MOVEMENT.

The decision of the Canadian Manufacturer%'
Association to establish a lire insurance die-
p-irtrnent covering mercantile risks; is but alil

outcorne of the growth af popular sentiment
in favor of mutual inýurance. The Canadian
insurance companics having made a rnateri.il
advance in their rates, and this additionai ex-
pense having borne heavily upon the miaîn-
facturers, a committee wvas appointed to niake
an exhaustive investigation into the causes h r
such increase and ta suggest sornie means of
securing relief. The findingoaithis cornrnittec,
ini the opinion of the niembers; ai the Asso-
ciation, îvarranted thc organiza lion of an
insurance department, wvhicb is ilow ini pro.
cess ai formation.

f lie investigations of the cornrittee seemi to
show that the aid line coînpanics are doing a
profitable business natwithstanding that they
are operating under excessive fixed charges.
The premiunls on lire insurance in Canada
have been steadily increasing and are now
very higb. The average rate on ail policies
wvritten by the companies doing business ini
1898w~as 1.26 per cent., and in that yenr
34.91 fier cent. of the premiums was distribut-
ed for expenses of management, reserve fund
and dividends. In 1902 the rate ai premiurn
hiad incrcased ta, 1.47 Per cent., and 61.74 Per
cent. of the premiums went lor the purposes
above named. For tliirty.four years the cani-
panies crilected in premiums $62,250,192
more than tbey returned in lasses, wvbichi
amaount is 32.5 per cent. of their total prem.
sum .came. For the last eigbit years the per-
centage ivas 36.34 per cent.

The figures ab:ained by thîe comnîiittee do not
show Illat insurance in Canadla has been (Ic-
profitable, as inii 192 the dividcnds of the teni
companies doing the largcst business raîigcd
fran 5.q pier cent. ta 90 per cent. un the paid-
up capital, the avcrage dividend paid by ulîcse
compas-des being 26.43 per cent.

The wvenk-est point inî the mnethods employcd
by the regular companies is stated ta, be their
systern ofinispection, which is littie motire thali
a fname. The persan with a good risk is coni-
pelled ta lîelp pay for bis neigbbor witb a poor
one, whicli is dotxbt1ess a very wrang policy,
as it does not encourage as it shotild the pro-
tection ai propcrty.

Tie Association wvill endeavor t, ]lave exil


