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tend against, there were employed: in that year
in this iu<lîstry.in the factories of Ontario and
Quebec, leaivinxg out of sight the large mills in
the Maritime Provinces, 3,140 mare operativrs
tiiin found work in- 1878. And, aoreover, ai-
though the hands einployed have beeu working
i, bxt woo many cases ons short tinse, and al-
thougli by reason of the improved machinery
now in use a sumaller and òheiaper case of labor
Cin bc employed, the figures show thxat thei
averago wages paid vas higher by $7.50 in
1884 thsan it was fin 1878. Ilay it not therefore
withx confidence b asserted thlat tie abject of
the Government has been tixlly aclieved; that
vork has beesn more plentifil and wages highxer
Even in this much talked of industry than was
tie case previous to the change of tariff? Many
linxes of cotton goods are nvow being produxced
i, Caxnada which were not made prior ta 1870,
ald a xmongst the monst important of these is

printed goods. The year 1881 witnxessed tise
production of the first piece of printed cotton
ever made in Canada and, very appropriately,
thxe presses were first made ta revolve on the
natal dey of the Dominion.

'the agricultural imsplement industry is
specially interesting, owing te the discon-
tent which has been manifested in the
Province of ianitoba at the protective
duty exacted on foreign imports. The
new nanuifactures are 18 in number, and
there ias been an increase in the capital
invested of $2,068,500. We shall give
that portion af the report which specially
bears ons the North Western trade, and
which ie as follows :

lin the eider Provinces the market for these
impîlemxents is monopolized by the home manu-
facturer, but in the iorthwest, in spsite of thei
recenst inlcreese of duxty, thsere is stUl same
Uxited States competitio. This competition
is accounted for in several ways. There is,
first, the prejuxdice in favor of the superiority
tif United States made implements as adapted
to prairie farming, which still lingers in same
minds, but is being gradually rooted out by
reason of the excecdingly fine machxines now
being produced by Canadian 'makers, which
maîssy safely .o compared, for excellence of de-
signi, good workmiansbip and facilities for doing
tise nork for whiclh they are intended, with le
produsction of ainy nation in the world. Thon
tihere is the question of freight rates, which in
the past has militated against the -Canadians
and in avor of the Western States manufiac-
turer. This caeuse, however, does not exist nsow,
as during the past season freight rates ta the
Nortlwest have beens reduced very largely.
One manufacturer, wlho in 1883 piaidl $300 ier
car to Manitoba, waiss ible ta obtain cars during
the season of 188 1 for $150. li consequence of
this reduction ie .was enabled to sell his im-
plemsents in tise Northwest 15 pcr cent cheaeper
that in the preceding yeair, as it is the custon
ta selI goods in that country at the samse price
as in Ontario, with freiglst added. But there is
still anotiher reason why the United States
manufacturer is able ta sell some implements
in the Canadian Northwest, and it is a very
unfair advantage which this reason gives him
Cver his Canadian competitor. As le well
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known, the.harvest seaserfin theSoutlswestern
States commences at a mnch ecarlier date thin
in the more northerns territory, and at tie o en-
ing of tei season in the Soutis the United States
implement maker bas a stock of his goodi on
the groaud fer sale, and disposes of as man'y of
them as possible et a reguxlar price, a price

*whicl wili enable hlm to make a fair Profit on'
the article. Thsen as tie season advances nofth
and west, ie moves his unsold stockc Nith it,
disposinsg of as many as possible in each stat
and territory untii inally, lin lSeptember, ie finds
hiislif i the. Northwest with what is left un-
sold of hlis impléments. Having derived a
g¯od profit from his earlier sales lie is prepared
ta dispose of wiat remain even at sacrifice
prices rathexr tlan Cake them back ta his factory.
Eaci year adds snany improvem sents ta these
imilements, and ce a consequence machines
made one yecr do not bring nearly as goed xa
price the following season. In view of this
fact,aand also that the freight rate back to thse
works would b a considerable item the market
is flooded et this timae of the year with machines
for whichs almost any price efforce would ob
taken. Wsen it is considerd thxat this is the
main market of the Canadian maker, ont of
whicls if ie does not make a profit ie cannot
expect ta make aprolit at all; mixwes it is further
considered thait the Canadian-made implement
casnot renh the earlier and more profitable
imaiket in the south by reason of the prohibitive
dusties of the United States, it will be conceded
that the competition is c decidedly unfair one,
one from which hlie Canadian manufacturer may
with propriety ask the Govornmenit of the couin-
try in which ie does business to relieve him.
The lst change in the duties on these imple-
smensts ias hade its effect on this class of com-
potition, and if the duxties are retained in their
present position will eventually kill it off.
With rferexnce ta the prices at' which these im-
plements have been sold, mauifacturers gener-
ally concir in saying that during the past six
years prices have been reduced from 15 tn 25
per cent. Specific figures were given in some
cases, a few' of wrhich may be noted. One
manufacturer wha formery sold bis mialke of
reapers at S110 now sells at$80, ansother ihose
reaper in 1878 sold at $98 now selle et $80. 1-is
mowers formerly $633 are now $50; drills, $70
ta $72, are now sold at $60 ; another wiho sold
his reaters in 1878 at $105 now gets but $90 ;
another now sells mowers at $60 for which in
1878 ie got $75; asnother sells his reapers at
$80 who six years aga sol] the same descrip..
tion at $120 ; another who used te obtain $525
for a threshing machine and borse poeer now
selle et a 475; another snys ie redssced the
price of his binders 25 per cent this yenr; an-
other who fat year sold binders ait from $S300
tn .3410 thsis year sells. at from $275 ta $300.
Morc answers of a like kindmiglst be given, but
enougli has been advanced ta show the percen-
tage of decrease ivhich hias taken place during
the pasit six years. In conclusion, it may be
sale] thlat this class of manufacturers are in a
fairly prosperoiIs condition, and, taken as a
w hlse, look for vard hopefully tan remunerative
season's business in 1885.

We regret our inability to devote more
space to our notice of Mr. Blackeby's re-
part.

CAUSES 0F ÓLdÉSE "

Under this heading, the anual rort
of the Guara tee Company ar North
America contains so much souncl sense
in so little compass, that iL will vell repay
every business man ta turn again t ur
issue of tih inst. and study the question,
in the light of Mr. Rawlings' excellent re-
marks.

We. shall, however, apply the report
to other branches of business: " Many of .
the losses' in mercantile business . are.
owing ta looseness ot management ani
defective supervision of salesmen, wlere-
by irresponsible. and unreliable persons
are trusted with goods on crodit, andi are
accommoclated with renewvals of notes
which should be promptlysent for collec,
tion, whereby undue opportunities te de.
fault have been afforded.

l Many of the losses " l fire insurance
are oving to looseness a management
and defective systems of supervision over
agents and inspection of risks, wlereby',
the dangerous element of implicit con-
fidence in agents encourages.them te send
in applications whiclh they know te be
undesirable, and upon risks , which, if
thoroughly inspected by competent mien,
would be reconstructed se as not to burn,
or the policies would be cancelled.

.Many of tie losses " in Life Insurance
which come se quickly aifter the issuing
of the policies are owing te looseness of
management and defective system of
supervision of agents and nedical.exami-
ners whereby the diseased lives of per-
sons in whom they are personally inter-
ested are passed off on the companies as
sound.

c Another, and very prevalent one," is
puting inexperienced persans into posi-
tions of trust as merchants, salesmen,
bookkeepers, or agents of.companies.

When manulacturers, wholesale dealers
and merchants do not "hesitate te de-
cline further transactions " with ir'espon-
sible, inexperienced, extravagant and dis-
honest purchasers of 'goods their 'ratio
oa lasses" will be considerably reducecl,
as will those of the fire and life insurance
companies when .they. decline .further
transactions withl agents whose sole re-
commendation is volume of business.

" One of thesmost prevalent sources o
lasses " in all businesses is "speculation :'
the man who sells and the man who buys
extraordinary quantities of goods on the
chances of changes in the markret only,
or who deals in margins instead of mind-
ing bis own legitimate business is in a
fair way ta, make insolvencies and fire
losses.


