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<. on the dollar on the ground that the

Aate would not realice that sum.  Although

w meeting had been adjourned from the

v before, it broke up in confusion. The

molvents showed a deficit of about $2,000,
wd clearly had no interest in the estate be-
cond seeing that full value was realized for
the assets. One creditor pointed out that the
neeting could have no legal status withont
n assigninent, that he wished to closely
qestion one of the creditors who had only
a few days previously grossly misrepresented
lus affairs, and he stated that in all his busi-
uess experience e had never known such a
Jllainous outrage to have been perpetrated
on a meeting of creditors.  The same gen.
deman said that these needy, second-rate,
pettifogging lawyers in the country did more
harm to business than all the bad law on the
Statute Book,

\We can readily sce the great injury to busi-
ness men, and especially to the retail mer-
Jhant, by coming in coniact with this class
of lawyer. A retailer is probably threatened
by some impatient wholesaler, and perhaps
ahamed to go and consult a well-known
barnster.  He rushes to one of the class of
lawvers referred to above.  limmediately a
scheme 1s devised by this rotten limb of the
faw to ask for a compromise, and the client
that went into this plotter’s office an honest
man goes out with his head full of perplexities
«nd the assurance that he will bhe pulled
through his difficulties to his satisfaction. In
order to do this a *statement” has to be
* prepared,” and of course this must appear
as favourable as possible for the nsolvent,
The beginning is made with just a little mis-
tepresentation, and when the end is reached
the unfortunate merchant is as dishonest as
hes adviser. Stripped not only of his business
hances but of his honor and integrity as
well, he s turned out into the world an object
of reproach by respectable people,  The
whaolesale houses make a bad debt.  The
retul trade has to compete with bankrupt
stock, and the consumer buys in quantties
tar beyond his actual wants, It scems to us
that with the exception of the unfortunate n-
insolvent the consumer is the greatest sufferer.
Under the allurement of big bargains, he
huys goods that he does not require and that
he will never use and that must become an
absolute waste.  The next greatest sufferers
are the remaining retail merchants, whosc
whole trade is demoralized until the market
i~ relieved of these bankrupt goods.

All this is brought about by consulting a
*sharp” lawyer, who has no interest shis
«lient not beinyg considercd) except to make
tees for himself out of the wreck. When a
merchant finds himself in difficulties his
manifest duty is to go straight to his largest
creditors and consult them. They will advise
hin to do what is best in his own interest as
well as in theirs. The record of the Taronto
merchants warrants us in saying he will be
dealt with generously,  Besides, he will have

to come before his creditors some time, and
hehad muchbetterdo so before putting himself
m a false position, Whatever he does, let him
avoid consulting lawyers, and especially sharp
ones, they are in bad odor with the wholesale
merchants, and an insolyent attempting to be
steercd through his troubles in this unsavory
way is sure to receive but lintle consideration
from his creditors.

CHEAP BOOKS.

As noted last month, books will be very
cheap during the coming scason, The stand
ard t2mos,, poets, cte., will be sold at very
low prices. owing to the great competition
amony the manufacturers in New York, One
large house is offering the 12mos. as low as
16¢. to 17¢.  Cheap novels are now sold in
New York as low as 5c. apiece.  From this
it will be seen that the book market is *in
the soup,” so to speak,

DUTY ON PAPERS.

The question of duty on Christmas papers
has not yet been finally seitled.  If it be im-
posed it will prove a very serious matter to
the trade.

Toronto and Hamilton booksellers pay an
unport duty of 3%c. or 4. per copy on Har-
per's Bazaar, while in other cities, such as
Ouawa, this publication is admitted free.
This is manifestly unfair. Toronto and
Hamilton should be placed on a piar with
other places.

THE MERCHANTS’
TION.
The following is the copy of a circular sent
out by the Hamilton Board of Trade :

HaMILTON, Ont., May 29th, 1889,

DEAR Sir, -Atamecting of the committee
in charge of the Merchants’ Convention, held
at the Board of Trade Rooms on the 21st
inst, & resolution was passed, “That the
Sceretary be instructed to write to all Boards
of Trade, and to merchants in all towns in
Ontario, explaining the objectin view in hold-
ing the conmvention, and the reasons for fixing
the dates during the carnival week in Hamil-
ton on the 19th to 23rd August néxt.”

In accordance with the above resolution 1
have the honor to intormn vou that for some
time past there has been a desire on the part
of merchants all over the P’rovince to meet
and discuss matters in connection with trade
and commerce affecting their particular in-
terests. Sucha meeting must resultin finding
remedies for-many irritating  clements which
at present are a serious cvil to trade in gen-
eral, and to the retail trade in particular,

The wholesale and retail merchants and
manufacturers of Hanulton desire to bring
together representative men of every branch
of cominerce, and have proposcd a inerchants’
convention, to be held in this aty during the
camival week, and bave selected a comnuttee

CONVEN-

of the most prominent business men to carry
out the proposed convention to a successful
issuc. These gentlemen are doing all in their
power to armpge matters so that delegates
from Boards of “I'rade and merchants from
every place in Omario who may take the
opportunity atforded by the convention, shall
be cordially welcomed,  The camival week
has been sclected, thus combining business
with pleasure,

You are partcularly mvaited to be present,
and to forward at your earliest convenience
any suggestions on any subject relating to
trade and commerce wlich you may decmn it
advisable to be discussed.  This will very
materially iud the committee in arranging for
the business programme of the convention.

I may mention that the commitice have
already decuded upon three important subjects
to be brought forward, viz. : 1st In relation
to bankrupt stocks the best means for theit
disposal’so as to cause the least injury and
annoyance to others in a similar branch of
business in same locality. 2nd—Unjust com-
promises. 3rd- -lnsurance.

Special rates with railways and steamboats
are being arranged for all those who may
attend the mectings of the proposed Mer-
chants’ Convention, | have the honor to be,
dear sir, your obedient servant,

C. R. SmiTH, Sccretary.
THE TRAVELLING MER-
CHANTS.

The old adage that “gonds well bought are
half sold” is a good one, and one that every
merchant should keep constantly before him,

Years ago when a merchant had needt to
replenish his stock in trade he was com-
pelled to leave his place and travel great
distances to find the manufacturer of the
class of goods he handled, and this entailed
much cxpense and loss of time. But the
times have changed.  Now the manufacturer
or importer finds it to his advantage to do
the travelling, and so he gets together small
samples of his goods and sends his deununer,
or travelling salesman, out over the country
to do for the retail merchant what he for-
merly had to do for himself, Like all new
systems, however, this one met with obstacles
and was not looked on favorably at the
first.  ‘The mission of the drummer was not
thoroughly understood, as his reception in
too many cases demonstrated, but the sys-
tem has grown, and now the travelling
salesman is a fixture, and has come tn be
looked upon as a valuable adjunct to trade.
The drummer may be regarded as a neces.
sary evil, or a blessing, accordiny to the man;
but the merchant and the drummer are of
mutual benefit to cach other, and every travel-
ling man should be entitled to a courteous
reception and subseqhent considerate treat-
ment.  For change in prices, new goods,
and a hundred and one other points of infor-
mation, we arc dependent on him.  So treat
him nicely, A thorough perusal of prices
current, advertising leaflets, and such matter
as he may hand you, is well worth the time



