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PREFATORY NOTE.

. o -

Portions of the contents of this ]M)ll}'}ll‘f oriein lH". :‘.I»;--drmi at
the close of 1867 and beginning of 1868, 1n the form of artieles, in
t}n' ('rlml:/fvlu ./m//'/wl/ 'Z/' "fm///l'/'u_ .'Hl'l ,;I i~ }'1’“1\1‘41 t}mf I]l«'il
re-publication will be ecenerally acceptable to the mercantile body
This will account tor an occasional reference to the state of trade at
Ill" Pt .'iml l'«‘i}‘)'rwl 10, \N]lit‘}l may not be \il'i('ll»\ :tl)})“ml}'lt' to the
altered circumstances of this or a future year. The ‘_'o*.ln‘l‘:ll principles

however. which underlie these references, will always be found useful

The articles themselves were mostly written by stated contributors of

the journal. some of whom occupy positions in the mercantile and
finarcial worid, which g¢lve peculiar weight to their opinions. Others
have been contributed with a special view to this publication

18 Kine-st. Kast, Toronto.

January, 1869,
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PRACTICAL HINTS.

There are few topics of greater importance or of wider interest
than that treated in the present publication. On the prosperity of the
cetail merchants no slight part of the welfare of our social fabric
depends.  They constitute a main and substantial element in the popu-
lation of the country. Cities, towns, and villages, derive some of their
chief characteristics from the men who collect in them the manifold
forms of merchandize and distribute them from their various stores to
every family in the land. KEnterprising and money-making mer-
chants in a country town, are often, to use a popular phrase, the mak-
ing of the place. From the ranks of successful men of business are
constantly recruited our Town Councillors, our Reeves, our Mayors,
our Members of Parliament. At the same timme commerce has its
peculiar hazards, which call for the exercise of some of the best quali-
ties of the character. It is the subject of close competition, and ad
there is no mode by which unprincipled persons can be prevented en-
gaging in it, its pursuit is perhaps more exposed than that of any other
calling to temptation.

The Editor wishes it to be understood that this pamphlet is not in-
tended to be exhanstive of the subjes® of which it treats. He has
g:ltha-rq-({ In;wlhrl' <everal articles, some of which have never bcﬁn'v
been published, and offers them as * hints.”  The thoughts thrown
out. often he admits without a close logical regard to séquence, may be
considered as blocks of granite; the person who_comes across them may,
by the process of thought carried on in his own mental lubnrutnry.
chisel them into more perfect shape, and adapt them to his own parti-

cular case.

In speaking of success in business, the first thing to be considered is
what are the elements of success. Here reference is made not to the
moral qualities of the merchant, about which a distinct treatise might
be written, especially if one were addressing young men just starting in
life, Qut certain practical points bearing upon a man’s judgment, such
for instance hs the question of insurance, the selecting of stocks, and
the necessity of avoiding encumbrances. Then follow short disser-
tations on caution in business, and other topics of practical importance,
in reference to which the Editor would admit that some of the remarks
on the state of different trades are not applicable to the present mo-
ment, however appropriate they were when first written, and although
they may be so again at no distant period. [t is. however, to the
ceneral prineiple and not to the particular application of it that atten-
tion is egpecially directed.
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ELEMENTS OF SUCCESS IN BUSINESS.

INSURANCE.

Every man who commences business does g0 with-the-intention to
succeed, but it has been a lamentable fact that in LCanada a consider-
able proportion of those who eriter on a commercial career end in in-
solvency. Deducting the small per centage of those whose failure arises
from causes wholly beyond their control, as for example, long continued
sickness, and the like, 1t 1s simply the truth to say that the large re-
sidum fail, either from neglecting certain conditions which experience
has demonstrated to be essential or from practising certain modes of
business which experiénce has shown to be mischievous. Mr. A. for
example, failed the other day, and his estate pays only 25 cents to the
dollar, though everybody ~uppnw(l him to be a prosperous man. . What
was the cause? He was burnt out, and lost nearly all his stnﬂ( be-
sides the building in which he carried on business. But was he not
insured ? No. His policy expired the previous week, and he neglect-
ed from day to day to renew it. He was pressed with business, that
is with buying and selling, forgetting that this business of keeping his
premises insured was the most pressing of all, and not to be neglected
for an hour beyond that twelve o’clock, when the risk of insurance
ceased. His neighbors say, what a calamity ! His friends add, what
a strange occurrence that the fire should come just at that moment !
He himself thinks that Providence must surely be against him ; but
his creditors have a right to say, ‘what culpable and scandalous
negligence, when he l\mw that a fire could destroy his power to pay
his debts.” And a similar remark applies to all cases of nsufficient in-
surance, when the property to be insured is not wholly paid for. No
man has a right to be his own insurer, even to a partial extent, if he
owes anything. Till he has attained this position, and has no creditors
to call him to account, it is simply dishonest to leave their property at
the mercy of the innumerable chances of fire which are incidental to
such buildings as are common in this country.

Our purpose, however, is not with such an obvious matter as in-
surance, though, after all it is one of the -most important that can
claim the atténtion of a man of business; and if there is any one who
has the property of creditors in his possession uninsured, we say let
him not sleep another night, if he wishes to be considered an honest
man, without having the risk fully covered. Let not the cost deter
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him. He is baund to do it, and the expense is one which his business
ought to bear. A man might as well complain of the expense of rent-
ing a building in which to protect his goods from the weather, as at
the expense of protecting them from the risk of fire. There are
causes of failure which operate silently and through a course of years,
yet not the less sure that they are slow. When a man, after a long
course of honest and industrious trading, breaks down i the end, this
is indeed apt to be considered an unavoidable misfortune. He worked
early and late, he was obliging and hdad a good runof customers, he
did not make more than a fair average of bad debts, and yet, after
toiling for nearly a life time, he found himself no better off than when
he started, or was obliced to call his creditors together, and make the
humiliating confession of lnmlwn() This 18 no uncommon case 1n
Canada. and it is worth while to give it a close investigation.

SELRCTING STOCKS.
The two main elements of success in commercial life are these,
first to Buy well, and second to Sell well. To buy well, means to buy
gxactly what you want, and what your customers will buy from you:
—to l)uy just as much as you want, and not to encumber your shelves
with uesless stock : to lm\ what you can pay for at maturity, and not
have heaps of stuff whic h drive you to constant renewals, or he avy bort

'llmm‘r, or disreputable protests. A grand maxim of good trade is

«“ Keep your stock light, and well aesorted” Have «ur)t}mw that
customers want, but clear out eve rything that is cumbering the shelves.
To buy well, means to buy from a personal inspection of goods rather
than from samples carried by travellers,—to visit the market frequently,
pather than to lay in stocks for a long period beforehand. Facilities
for buying well are now within every man’s reach in the West, for in-
stead of, as formerly, being obliged to take a long and tedious journey
to Montreal, and Lt\ in a stock which would last him six months, he
can run down to Toronto or’Hamilton and back in a few days, look
round ambngst the wholesale houses, pick up what he wants, and be
back to business almost before he has been missed. And every busi-
ness man knows the lm]»mt nce of keeping mostly at home and giving
constant personal attention to his store. The old adage of poor Rich-
ard is still true, ¢ Keep thy shop, and thy shop will keep thee.”

In the matter of buying, evety man of business will strive to the
utmgst to maintain a pmitiun of| independence. To be (-um}wll«d to
buy from one house is in effect to become simply @ servant of that
house. Kven if a man }nwrms business with the support of a wholesale
firm, it is a mistaken idea to continue leaning on that support. A
trader can never buy well under/such circumstances. He must often
take what he does not want, and as to making keen bargains, seeing
what various houses have got, comparing the prices of one with ‘umt}ur,
buying this article here, and that there, all which is the essence of good
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buying,—why it is evident that if he attempt it, he will soon be made
to feel that he is not in a position to do it. If we takg the trouble to
look round on the scores and hundreds of tradgrs who ?mvc arried on
business during the last twenty years on t}w*principlc of being sup-
ported by wholesale houses, can we find one in twenty that®has suc-
ceeded ? Is it not a fact that at least three-fourths of them have
broken down and gone into bankruptcy, while of the rest, the griager
part have just barely made a living. A few solitary traders here
there, of unusual energy and capacity, may have overcome the d
culties of their position, and made money in spite of disadvantages,
but they are rare exceptions. A trader should practice the severest
economy, and strain every nerve, and not let the smallest opportunity
slip by, auntil he attains a position which will enable him to buy where
and when he pleases. Otherwise he can never buy well. And there is
an old maxim of tradé¢ which every storekeeper should learn by heart,
“(xoods well bought are/more than half sold.”

ENCUMBRANCES TO BE AVOIDED.

Pursuing the subject we have further to remark that in order
to ‘buy well, a trader must kfep clear of encumbrance. A
oreater blunder cannot be perpetrated than for a sorekeeper to acquire
a mass of real estate, when he has ay the same time to buy goods on
credit. Still worse is it when he hag not only to do that but to borrow
money from a bank, if’ one can be found \\IHIH“ to lend to him. When
a trader can buy for cash and is(under obligation to nobody, he can of
course do what he likes. But nothing can be more suicidal than for a
man who is in debt to own property. Even when the property is good
and paying a fair interest, the money would be vastly better e mployed
in his bustness. But what can be said of such ]nn;n rty as wild land,
village lots, half cleared farms, unoccupied water privileges, or perhaps
saw-mills, or village property l»..\uw only 4 or D per cent, unoccupied
half' the time, and const: mtl\ going to tlll.qml ition.

We speak from a very wide and extensive knowle dge of facts in
stating that at least one half of the failures that have tormented the
country during the last ten years have arisen from the stupid and un-
wnnmtablv holding of property by traders who were not clear in the
world and had to buv on credit. And singular a8 inmay appgar, the

Rfact of a trader being talked of as the owner of property “would rather
injure his credit than improve it with those who-had experience and
discrimination; that is, until it was evident that therproperty was paid
for, unencumbered, and yielding a good interest.

Traders in the country durmv a long course of business come
across favorable opportunities of bu\ ing property, or they have to take
it to save themselves from a bad debt. In the first case the temptation
is to buy what can be sold again bye and bye at a great profit, but the
fact is forgotten that as it was bought at a sdcrlhco it will probably
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have to be sold at a sachifice, if sold at all. So when the trial is made
at some time or other td sell, only to end in dissappointment, the
property is held on from yeax. to year, yielding perhaps two or three
per cent; sometimes less .~ Now mark the effect—the mone y the trader
has locked up at two or three per cent. compels him to hux mppe on
eredit, for which he pays at least ten per cent. ; or it may compel him
ecome subserviept to a large house, in which case it will cost him
en or twenty. It is'not difficult to foresee what the end must be.
e creditor will get the property.

When real estute is taken for a bad debt by a trader who buys on
credit, the most safjsfactory way of dealing with it is to sell at once.
Make the best of it)turn it into money, and write off the differe nce to
bad debts. It is hard to do but it is best in the end. The temptation
to hang on for better prices should, at all hazards, be resisted. Weare
speaking, of course, only for men who have to buy on eredit, and it is
only as regards such that the advice has any pe rtinence. No matter
how many people may advise a policy of " di Jlay, —waiting for better
times and so on, the true policy is to sell. Sell and realize, oet the
money in your business, and buy'less on credit; keep independent;
huluqnt the market often, and compare the price of one firm \\nh
another; work towards a system of buying for cash, and never rest

till it i3 accomplished ; these are the w: tys in which money will
made, and the man that follows such a policy will be almost sure to
.\u(‘('w'(l.

Now if there are any traders who read this, and own real estate,

buying on credit and borrowing all the time, we have but one word of

advice to give them at present and that is, sell your property, sell your
property, SELL YOUR PROPERTY, and buy goods for cash.

~®e

\UTION IN BUSINESS.

Nothine 1s caster than to take advice, but there 18 a eoreat differ-
ence be.ween giving and taking it.  We have urged a policy of caution

on our readers in every de pntnn nt of business: no doubt e very one of

them will acknowledge the propriety of it as applied to his Htl”hlmr\
but he will find it very hard to conceive that it has any ~[n-(nl refer-
ence to himself. The produce merchant, with wheat at a high price,
has every confidence in the market, and boldly bids for fresh lots, to
add to the store \\huh will have to be t\]mrtul or consumed 1n the
spring.  He thinks it very proper that importers, when cotton has
fallen very low, and u!hwr coods are sympathizing with it, and when
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zoods have been forced on the country at any price, should curtail their
operations considerably, and if tht) won't t}n\ deserve to suffer. The
lumber merchant looks at the price of pmduw with alarm, apd judges
it the height of madness to spec ulate  Other men may have nerve and
boldness to do it but if he were in the trade he would just buy from
hand to mouth, and be content with a simple living profit. The
importer looks with :Mnniﬂhnmn at the lumberer, who has been so
terribly bitten by one year’s operations, and is yet prepared to go into
the bush acain, and try the risky game of wttm” out timber once
more. So with the manufacturer of ever y shs ade and degree. He
thinks all the traders are mad tocether, while he himself. thouch rest-
ing for };lm}nnt\ on’ the general condition of the country, goes on
enlarging, improving, and extending, and often on borrowed money.
We can all see the mote in our neighbor’s eye, but it is hard indeed to
see the beam that 1s in our own.

To exercise cantion properly, one does not need to stop doing busi-
ness. A man may ¢o on doing business quietly, feeling his way,
weighing every step carefully, doing considerably less business probab Iy
than before, and yet his balance sheet may show a very respectable
ficure at the end of the year. How m: \ny men in the prmllu e trade
regret the heavy ventures made by them in the spring of 1867, and the
confidence which led them to hold on. Their boldness was their ruin.
[ndeed, it has been said that none but a timid man can possibly succeed
in that uncertain business, and certainly the numerous wrecked houses
and stranded fortunes that are to be found in all the large centres of
commerce would justify the assertion.  Liverpool, London; Glasgow
and New York, not to speak of Montreal, are full of men who Have lost
their all by boldness in buying grain. Here and there a solitdyy firm
may be found that has prospered by the same course, but they aye few
and far between, while the others may be found at every street gorner.

(‘aution was never more demanded than in the fall of-1R867 and
the beginning of 1868; yet there was an extraordinary demand for
erain on the part of de: alers, and prices were ]»ml which no quotations
of any leading market justified. [t was a game in which a man stood
ten chances to loose, against one to win.  The excitement is not unpleas-
ant while it lasts, but the reaction is terrible.  Utter brokenness of
spirit, weariness, hieartache, bitter (livlp]mintnwnt and a 11i<]»<»~‘itiun to
break with the world and everybody in it; these are the experiences of
those who lose heavily in the \\nullnw up of a produce season.

We have heard that in the North and North-western sections of
the country, so keen is competition and so wild the notions of buyers,
that wheat shipped-to Toronto on speculation in the fall of 1867 could
actually be sent back to Collingwood and sold at a profit.

Now, considerine that all the chances of winter had to be gone
throuch before most of the grain of this scction could find a market, 1t
did seem imprudent in the highest degree to add one parcel of wheat to
another, bought at prices such as were then prevalent.  The holders of
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Ih‘ge lots might gain, if markets should still rise, but the chances were

\more likely that when navigatien opene d  a fall would take

6 in Europe. For what opens our navigation “also opens the navi-
gation of the Baltic and gives access to the grain markets of northern
Europc. '

(Caution would dictate, under these circumstgnpes that holders of
grain should avoid accumulating large quantities, And rather seek to
divide their risks. We are strongly of opinion that the more grain and
flour there is shipped to a foreign market during the winter, in a season
of high prices, the better is it for the country. When prices are
remunerative, they certainly ought to be taken advantage of. Of
course the same end, to a certain extent, will be answered if grain is
brought here for account of parties on the other side—always supposing
that they will fulfil bargains and take the property at the price it has
been bought at.

As to lumber, when once arrangements have been made, and men
are out in the woods, it is no doubt difficult to curtail or control opera-
ations. But there can be no doubt whatever that all parties in this
trade ought to procced at a cautious pace. Things are looking so
gloomy in the United States that no one can be certain of realizing his
own whose business rests og_ a market there. Saw-millers must cut
down their operations if they 'ldm to avoid disaster and make.a profit.
And so with the manufacturery of board timber, oak and elm. The
Quebec markét is in a most depressed condition, and nothing can pos-
sibly save operators from heavy losses but restriction—what with the
pn(v of oats, flour and pork, the leading elements in the cost of timber,
it is scarcely possible there can be any r(dm*tlon in the cost of nmnu
facturing. The Quebec market will then have to be faced with more
timber in addition to what is now held there, and costing as much ag
that which entailed loss last year. Thergcan be but one conclusion to
such a trade, viz., heavier losses than e¥er.

We believe that the bankers of the country fully dm;]ct‘ldt(' the
importance of the policy we have advocated. The tlll\x of unlimited
and unrestricted accomodation, are, we trust, ¢one b_y for ever. No

bank has had more to answer for in this respect than the Bank of

Montreal. Its enormous losses, however, have taught its directors a
lesson. A few years ago, nothing would satisfy them but to grasp after
all the banking business of*the country, and large loans long continued,
and seldom wound up, often to very rlsl\) people, were the order of thu
day. .The pmu]t‘, however, was pdl(l an the loss of one-sixth of the
whole capital in Canada West alone in the short space of three years.
Management like this, if continued long enough, would bring any in-
stitution to the ground, and the effect was as bad for the country as
themselves.

The banks of Ontario for some time back have required trans-

actions to have a sound mercantile basis,;and if they steadily pursue

this policy, they will do much to prevent/rash spwuldtmn and so keep

business in a healthy position.
W
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PROMPTITUDE IN BUSINESS.

-

The ability to see an_ advantage quickly, is a great talemt in. a
man of busiess, and for wint of it many men lose in the battle of
life. This talent is born in some people, and in others it comes only
as the result of careful training and the foree of circumstances. For
instance, a man is thrown upon the world early in life, and has“o con-
tend against many drawbacks and difficulties. This sharpens his
faculties. \"nurnl]) shrewd men increase their shrewdness by travel,
mingling with the world, and, not least, by reading. Fve Ty COI-
mercial man ought to spend a portion of his ]l(blldd)\ in the great
centres of mmnn(r(v not to dissipate his hours in foolish and (o.stly
pleasures, but to frequent the Chambers of (‘ummcr('c, mingle with
successful men, and generally to take mental notes; and no man of
business worthy the name should be unacquainted w1th the best com-
mercial literature of the age. We have known mgn of
business throw aside the commeréial paper, as something too
dry for them. Their mental appetite needs no more pabulum tHan the
daily market report and the ephemeral, hastily written articles f the
d.ul_v press. Such men may have made money in their time by ‘sheer
good luck, just as a gold dm«:u may stumble on a precious nugget ; but
the battle of life is not wmmll\ so epsily won. It requireg .111 the
gkill and knowledge, and experience (which observation, good soelety,
and reading gives a man, to enable him to know how to detecy and take
advantage of opportunities. Hence, you invariably find that eminent
commercial men are well read and observant men. and to them the
comparatively dry and solid reading of the weekly journgl, or the
monthly magazine; sparkles with prv(-inus suggestions, ‘n’d gyides them
out of many a difficnlty.  This too, in addition to the nnlcxcnhnble
pleasure e nwn(l« red by useful re: nl'ng and the consciousness/that one’§
reading has a substantial purpose in it, and qualifies one for intercourse
with the better class of minds.  Commerce is not intended by divine
providence as a means, simply, of making men rich ; it has & nobler, a
civilizing effect upon society, and by making men wiser, may be made
to contribute to their happiness and their usefulness, as well as their
wealth. ‘

Next to the imgportance of being able soon to see an advantage is
the faculty of decisipn.  First-class men of business are men of decision.
Peddling men of bdsiness are generally waverers, and hesitate long
before taking a single step in advance. Sometimes the advantage of a
particular course is 8lear, but then it is remote and indireot, and a
second or third rate man—a very selfish man—or an ignoramus, will
refuse to see it. Sometimes a proposal is made haviug some publie object
in view. Men concede the usefulness and the desirability of the thing,
but theéy see no immediate good likely to result to their own business,

¥




and so they will not give their names nor their money to advance it,
though they may be in a position to afford both. «They argue that if
they do not lulp other men may, and that they will therefore escape a
tax ; and even should the prnpmnl fall thrnuu]n they contend that lhc)
will not be materially injured. This may be true, but the world is so
constituted that if a city or a nation neglect its public interests in the
eager pursuit of present private gain, it will assuredly lose ground in
the long run. Business will gradually gravitate to other centres, and
once prosppfdus firms will wither \lm\l\ away, and gradually expire by

sheer inanition.  We have not only to think about the present—we
have the fudure tq lay our plans for.  We have not only to provide
for ourselves. our descendants must be thoucht of. Times change,

commerce takes to itself new channels, different modes of conducting
business come into favor, new inventions and ideas take the place of old
ones, and the man who would do his work in life well as a merchant
must be thnrmwhl\ furpished in every good word as well as in every
good work. And a tlmlnuwhly furnished man will be a prompt man,
taking a broad and liberal view of matters, and whenever he sees a
clear advantage, near or remote, public oy ]nri\'-xtc he will measure his
ability to compass it, and, when once thét is determined, hesitancy will
2o to the winds. It is impossible to associate with the successful men
of the oreat cities in the world without being struck by the rapidity
with which they can see through a proposal and the promptitude with
which, having determined its .l(l\AllLd;_’"(’. they will support it to the ex-
tent which the eircumstances seem to ruluin

There will always, of course, be a class of men who will try and
turn all their shrewdness to account for the purpose of (,ll(llll]\(lltill;_"
others, and gdining unfair advantages in Tite. ¢ Offences must needs
come.” Hence all the greater reason why honest men should be ¢ far
seeing’ men. Happily, the world always, in the long run, declares in
favor of honesty, and against roguery, but le as a rogue who 1s a
really clever man will always command a certain style of admiration, so
an honest man who 1s \1”\ or igmorant will alw: ays be laughed at.
Nature and providence alike intended it to be so.

MERCANTILE REFORMS

There are some reforms which cannot be brought about except
through the intervention of the legislature, but there are others which do
not comeswithin the province of the law. Amongst the former are included
such subjects as the amendment of the b: ml\ruphy law, and among the
Jatter may be named the improvement of the social feeling of the com-
munity with respect to credits. We desire to direct .spw,ml attention
to one or two of those topics which come under the latter category.
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Merchants in Canada generally do business on a system of long
credit, say four or six months. There are advantages and disadvantages
in this, but it 1§ a matter on which it 18 almost useless to theorize. It
orows out of the general financial condition of a country which has had
to contend against a deficiency of trade capital, and with the increase
of wealth the eviL.will die out naturally. - Preaching against it will do
very little good, for 'when a merchant must gither ask a long credit or
¢shut up shop,” he is not in a position to 13011 to argument. On the
other hand, where a trader has a good/cash balance at his command,
and knows that by a judicious employment of it he can undersell his
(‘mnp( titors, he will, as arule, avoid lofg credit. The change of custom
in a community will, of course be a lghg time in coming about, but it
will be inevitable agthe traders ef.thé country grow in vwxlth and inde-
pendence. The systenrof long credit has been strengthened of late by
the results of over imfportation. Within the past year or two stocks
have accumulated in{Montreal, and so eager have the holders been to get
them off their h(mdm that they have, as we are informed, in numbers of
cases offered their -rn&dﬂ at less than cost, with a length of credit that is
totally subversive of edery good principle in business. Can it be a
he: tlthv state of things which induces a wholesale house to put off its
goods at a sacrifice and accept bills of exchange at six or eight months,
dated, as in some cases they have been, two months forward?” Does
not this reveal the shifts and dangers to which commerce~has been
exposed of late ? And yet we arecre :dibly informed that*instances in
point have been by no means uncommon of jate. T heddvantages of such
bargains to the country merchant are very dubious. He is tunptwi to
overweicht himself with unsaleable stock out of season. Other
merchants in his own neighborhood do the very same thing, and the
result is the market becomes glutted, and the goods either remain for
months on the shelves or are got rid of at an enormous loss. A mer-
chant ‘'who selects his stock with imlwmvnt under the conviction that he
will very shortly be expected to pay for it, or, in default, lose credit
and standing, will be the most likely to buy with*judgment, and he will
fell obliged also to select his customers and to refuse credit to parties
of less than thorough responsibility ; whereas he who gives large orders
at random under cover of an almost indefinite credit, generally finds pay
day come before he is prepared for it. Still there is \no he lp for this
state of things but patience. In the long run sound wmg will tell.
Wholesale firms who trade cautiously, as men do who hége much to lose,
are able to stand by and assist their customers when the speculative
and pushing man breaks down and dracs His customers with him.

There is another social evil in commerce which ought to be fear-
lessly testified against, namely, that of dishonoring mercantile paper.
It is a common saying among the business men~of Canada, that a mer-
chant must be prepared to take up his customers’ bills when they/are
due, or he will stand a good chance of failing himself. Over and over
again one hears merchants complain that their customers are utterly
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oblivious ef the stigma which attaches to a man who does not promptly
meet engagements of this character. A merchant gives a promissory
note for, sayy"$300 or $400, payable in four m(mths, for goods re-
ceived. Iof the course of time the bill finds its way to the bank and is
there discounted with other paper of the same sort. The chances are
two to one, however, that the bill will not be paid at maturity, or that
1t will only be paid in part, and so strong has this custom grown that it
has ceased to appear so obnoxious as it really is. If a merchant finds
he cannot provide for his paper when due, he ought, in justice to the
holder of the note, to give at least some days’ notice of his inability,
but it is no uncommon thing for several bills of large amounts falling
due on the same day to be allowed to go to protest without a word. In
other cases a fifth or a fourth part of the amount is forwarded so as to
reach the holder of the bill on the very day it falls due, or perhaps not
till the day after. This is m: -llliut]\ unjust to the wholesale dealer,
who has his own engagements to meet and who dare not trifle with
them, and we have no hesitation in saying that this common and reck-
less habit of not attending to pecuniary engagements with ])Ull(tll‘lllt)
18 productive of more real annoyance and anxiety to persons engaged in
the wholesale trade of Canada, than any other single cause which can
be mentioned. It necessitates the l\upm" of ln«w cash balances to
provide for these broken promises, and where from any cause such
balances are reduced below a substantial ficure, there 1s ground for
endless anxiety.

Our retail friends will forgive us for plainly pointing out these
social evils of trade, and for asking them to join with us in the en-
deavour to reform them. The evils and the remedy alike lie beyond
the province of the legislature. They must be counteracted by a
healthy public sentiment, and for this purpose we venture to discuss
them in these columns. The habit of paying for goods with written
promises, instead of with cash, has grown with the growth of modern
commerce, untill it appears a necessary part of it, but it can be pro-
ductive of nothing but evil and evil continually, unless these promises
are regarded as solemn pledges, to forfeit which is a signal mark of
mercantile discredit and dishonor.

DEFALCATIONS AND FORGERIES.

Readers of the police and other Criminal Court reports must have
noticed, with alarm and regret, the éontinued spread of one of the
most dangerous crimes that can pu«ibly ocecur in a commercial com-
munity. The factor of spurious notes is a wholesale dealer, against
whom every one 18 1rf some degree on hig guard, and whom every man
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of business involuntarily endeavours to baffle, when he looks at each
note which comes into his hands. But who i8 to provide against for-
gery by the clerks and servants in capacities more or less confidential,
to say nothing of those by trusted friends, favoured customers, and
special intimates? Yet we can scarcely take up a newspaper without
being reminded, not only that such things are, but that they are get-
ting common. Notlong ago some members of the London Stock Exchange
had to prosecute a clerk they had trusted implicitly for years, but who
had wound up by robbing them of £14,000, while mercantile cases in
which even that enormous deficiency has been doubled and tripled
have come within our personal observation.

[t is easy enough to propound a theory as to the causes of this
criminal epidemic. In some unhappy l\dlll])l\‘h speculafion has
led to embarrassment, and embarrassment to crime, by a swift suc-
cession of downward steps, pointing a new the old moral SJacilis descens-
us Averni. But we are afraid that the majority have their origin in
the expensive habits which the young men of the period teo commonly
contract, and in which they indulge until their employers’ till or
banker’s balances become reserve fund on which they draw when their
own pockets have been emptied by a course of reckless extravagance,
begotten of their craving for vicious pleasure and selfish indulgence.
We are not preaching, and therefore we do not enlarge upon the moral
aspects of the question, or we might find the subject grow upon us, to
the exclusion of all others. We have only to add a word or two of
commonplace caution ; of advice to keep cheques and cheque-books in
the strong box, accounts carefully examined and posted up, and em-
ployees of all kinds under proper supervision. We advocate no iron
rule. We detest and dv\plw a system of’ perpe stual v\plnlm,:t‘ or un-
reasoning suspicion. But, in justice to the rigidly faithful, whom we
believe to constitute the majority; in tenderness to the careless and
unthinking, whom levity often betrays into wrong-doing; ay, and in
regard even to those who are only honest by wmpulawn. do we advo-

cate a constant observance of business-like precaution, a constant exer-

cise of business-like and supersgsory vigilance.  The lack of this may
be traced in alnigt all the melancholy histories at which we have
glanced. The balances have been le ft unstruck, the vouchers unex-
amined, the genuine and the fictitious drafts undistinguished for so long,
that in an evil moment, the erst impeccable servant listens to the deceit-
ful whisper which suggests that he may make a fine thing by a little
temporary borrowing, which, once commenced almost nnarmbl) ends
in ruined prospects and blasted reputation.
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SPECULATION.

Speculation is not, under\all circumstances, an evil. One
short rule of judging asto whether it be right or wrong to specu-
late, is to ask whether or not yon can stand t!:u loss, should the
speculation turn out badly. Angther rule is, that the nearer
speculation approaches. to wnnl;ﬂm: the more it p‘uml\m of
the nature of moral and mercahtile evil. Speculation is not
necessarily a gambling transaction, any more than ordinary
trade, since it is merely one way of |>u\ ing cheap, and se llnw
dear, and we all know that a merchant alw: 1ys tries, other t}nnma
Iwin‘«,,r equal, to lay in his stocks when they are cheap. But
gpeculation is always more or less dangerous, and merchants
will do well, as a rule, to avoid it and to “keep to their shop.”
A strange infatuation at times seizes upon persons engaged
in the grain trade of Canada. When there 1s no market in
which the grain they buy can be sold to a profit, they will go on
buying as if profit were of no consideration, and, strange to say,
there is sometimes keen competition for business even when
certain loss stares in the face those who carry iton. Ordinarily,
competition is the result of realized profit, but here men seem to
competoe which shall go in for the heaviest share of a general
loss. Again and again has the price of wheat in our Western
markets been far above that at which it could be exported to
any market abroad, the result being heav y losses to holders of
stock, which lossex, by tlie way, very generally, are thrown back
on their creditors. Storekeepers in the country lose on grain
they have taken in—bye and bye, the time for remitting to the
wholesale merchant comes lunnd, and they are short, or they
cannot remit all. Atter dragging along for a season or two,
under a burden of renewal and heavy interest, they are forced
to succumb. A considerable portion of the failures amongst our
country merchants arise from this cause, the real root of the
mischief being the insane spirit of competition which the grain
trade, as carried on by them, (l(\'(l(»'m Three or four store
keepers in a thriving village may ruin one another most effectu-
ally by bidding against eac h other for produce. Men who miz;ht
have gone on in a quiet and moderate way, making and saving
money, in the course of their legitimate business, get entangled
in such a vortex of speculation as to lose all control of them-
selves and their business too. Borrowing money from the banks,
they offer inducements to farmers to come around them with
their grain, giving prices at which they cannot sell again, even
to realize their own. Their habit then is to hold on, until a

heavy stock is accumulated; then they must sell or in default
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pay heavy interest on renewals, selling being inevitable after
all. This cannot be called legitimate trading, nor isit legitimate
speculation. The fact, is, the corn trade of a country storekeeper
is carried on with other objects in view besides the chances of
pmnh He calculates that even if he makes nothing on grain,
he gets his store bills paid, and further, he thinks he may run
the n.~l\ of a loss now and then for the sake of the custom the
grain trade brings round him. This we believe to be the real
secret of the occasionally high prices of whedt in the country,
and the reason why storckeepers will keep on buying it long
after any profit on the operation has disappeared.

Hh\wusl_\ all this is illegitimate. It is rare that it answers
for the same man to be an exporter and an importer. Merchants
who have tried it, find by experience, that it is best to stick to
one line of business. And when a storekeeper tries the opera-
tion, he is apt to go far beyond his depth. It is seldom indeed
that he works on his own capital. Being in debt for his im-
ported goods, he goes further into debt to buy goods to export.
In the latter case he sometimes can run up an immense line of
discount, by putting up margins or obtaining endorsements.
Thus he has two se parate lines of business on his hands, either
of which is quite enough to absorb his attention to do it profit-
ably, both resting on credit, both bearing the burden of interest,
and one exposed to enormous fluctuations. Can any one wonder

that one of them gets neglected under such circumstances—that
in giving attention to grain, credit is foolishly given on impoxted
goods, or in giving needful attention todry goods and credit, the
fluctuations of the market are forgotten and the critical time \to
realise is allowed to pass by ?

We commend this matter to the careful attention of whole-
sale merchants and bankers; they who have the power of credit
in their hands can check what is illegitimate, and put a stop to
untound modes of doing business. Tho fact of higher prices
being often paid than markets warrant is undeniable. This is
notoriously the case at present. It is also a fact that store-
keepers can scarcely ever be prevailed on to withdraw from the
market, no matter how unreasonably prices have been inflated.
It is certain, also, that in buying grain, many of them have
ulterior objects in view, and do not look for profit on the article.
And nothing can be clearer than that this mode of doing busi-
ness is very damaging to men who are legitimately engaged in
the grain trade, viz., to millers and corn merchants. And it is
no less clear that, in a large number of instances, this course is
very damaging to the parties themselves, and to their creditors.

Let country storekeepers, instead of becoming buyers on
their own account, be encouraged to buy on commission for those
who know the value of the article and will restrict its price.
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They will then be clear of speculation, with its fatal excitement
and danger. The spirit of competition, of course, will creep in
even here; but there will always be a check on its going too
far. Commission men render accounts of their purchases, and
they can be stopped by their principals, at once, if they go beyond
the limits assigned them. Besides, the y will n.uumll\ be desir-
ous to buy cheap for their employer, in order to have the busi-
ness continued for another season. This course puts the respon-
sibility of watching markets, and calculating probabilities, on
those who carry on trade at commercial centres. In every way
this is the best for the country storekeeper, and we recommend
that wholesale me ulmntr« in selling goods, should set their faces
against the system by which their customers for dry goods be-

come grain merchants as well. It would be well, also, if the
banks discriminated, in granting credits, against men of this
class, and confined advances for grain to those who understand
the trade, who have no ulterior <)|t‘jm'!~ to serve l»\' engaging in
it, and whose whole interest is in buying in the ¢ ]w:l]u st market

and selling Th the dearest

/

WAREHOUSE RECEIPTS.

These documents may be trusted in both too much and too little.
There are pe rsons who suppose that when once they have a document
in their Liands, in which another person acknowle dees to have received
certain goods, :nul binds himself to deliver them in a certain way, they
are in possession of a security which is solid and incontrovertable.
There are others who have an entire distrust in their efficacy under any
circumstances, and will not recognize them as a seourity at all. That
both these are wrong it does not require much argument to convince
any reasonable and practical man. The truth in this matter lies, as
usual, between two extremes. There is a right way and a wrong way
of taking warehouse receipts, like any other security, and we propose to
show, as briefly as may be, what is the right way and what the wrong.

[t isobvious, that any person can sign a receipt for goods that may
be in his possession; but the engagement to hold them to the order, or
for the account of another person, is a different affair. The first con-
sideration here would be, that such an engagement could only be f ur]y
"1\' >n to a purchaser, who had paid for them, but desired them to remain
in charge of the seller till it was convenient to remove them. In this
case such an undertaking would be natural and proper; but then, the
purchaser would not expect the law to intervene to protect him from any
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consequences that followed from hie leaving goods there. They are
plainly at his risk. But the very fact of a person signing a wulpt for
goods at all (except to a carrier who delivers them to him) implies that
they aré held under some sort of trust and not as his own property.
The original and fundamental notion of a warehouse receipt is, that
certain goods are placed in charge of a person for safe keeping. The
keeper of the warehouse gives a receipt to the owner, and the owner by
that receipt can call for the property. There are thus two parties to
the transaction, and it 18 with: both these,—the owner and the receiver,
that a money lender has to do, when a warehouse receipt is of the kind
which the law contemplated in authorising a certain use to be made of
such du(‘umvmm The receiver of the property, who has it me u']) for
safe keeping, )\ not naturally supposed to have any interest in it, and
a8 he may be |called upon to fill his engagements any day, under penalty
of disgrace and perhaps ruin if he fail to do it, he has the strongest
possible motive for giving a-receipt only for what he actually holds, and
for taking the best care of what he has given a receipt for. It isupon
this principle that the law respecting warehouse receipts is based.
Recognising the custom of entrusting property to others for “safe
keeping or safe conveyance—for the principle which applies to d-ware-
houseman applies to carriers by land and water, and keepers of booms
and coves for timber,—it steps in and says,—the owner of these goods
shall have power to plwlnv them as security for advances of money by
transferring the receipt for them by endorsement to the lender, which
endorsement shall operate as a transfer of ownership. This ownership,
however, is made subject to certain limitations and conditions, the
principal of which are that the receipt must be given at the time the
loan was contracted, that property shall not be held for more than a
specified time, and that in case of default in payments the property can
only be sold after notice. The first two of those provisions are
obv 1ously to guard against the transfer of property without considera-
tion for the purpose of giving a fraudulent preference, and the last to
guard the debtor from having his property unreasonably sacrificed. As
the law invests a warehouse receipt with these powers, it restricts the
persons who can give one to the following classes:—a warehouseman,
wharfinger, carrier, cove keeper,—or the kee per of a yard or harbor for
timber—captains of vessels, and millers. All but the last are clearly
persons whose business is to take care of the goods and property of
others.  The last is a singular exception, and there can be little doubt
that the word 1s an after-addition, tacked on the original bill, and not
consistent with its general spirit. There is no reason that can be given
for a miller’s being empowered to convey the ownership of his wheat
away to a lender that would not equally apply to an importing merchant,
or a pork-packer, or a cloth-manufacturer. A miller does not store the
property of others in his mill and hold it for them in safe keeping till
they want it. That, at any rate, is not his business. The receipts
shen, if given, must represent property that is his own, and is never
intended to be called for. It represents also property that is intended
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to be changed by a process of manufacture, and which consequently.can
never be subsequently identified. goods
The law even goes ln 'yond this, and empowers a warehouse receipt that
to be given for goods nof ac tuall\ on hand, but which are to be delivered. enabl
[t authorises a warehguseman or a miller to say he has received grain had 1
when he has not recefved it.  This singular provision is oquu“v con-
trary to.common sende and common morality. Nevertheless it is the other
law ; but it is at the perit-of a warehouseman or a miller if he acts
upon it. Yet it opens a downright door of temptation to people who whea
desire to raise money in a disreputable manner: recel
Subsequent amendments to the original warehousing Aect empower can e
a person to give a legal receipt, who, lwmu a warehouseman, or a carrier. by o«
or captain of a vessel, or cove keeper, is himself' the owner of the the
property warehoused. 'I'his provides for the case, we will say, of a sue b
crain merchant who himself owns or rents the warehouse in which grain ment
13 deposited ; or of a lumber merchant who has a stock in his own
yard; or of a pork-packer who stores a quantity of pork in his own hims
premises ; in all which cases the property for which a rv(-mpt 18 given 18 : more
transfered to the u\nwhhlp of the person legally holding it, provided busiy
the receipt was given for a loan contracted at the time. casé,
Thus the Act stands, and the mere recital of these provisions whre
~hows plainly that it is necessary to hmk at much more than the mere As to
fact of a document being drawn out in compliance with it before a loan / anotl
can safcly be made on such security. / seein
Indee
\ V woul
When g person lends money on real estate he enters upon a cabe mew
ful enquiry mto the title by which the property 1s held. He would incre
he a simpleton indeed who would give a man money on the mere pro- ‘ a rej
duction of a deed. In discounting an ordinary commercial bill, a
hanker will wlhi\ himself as to the standing of the parties who have signed prop
'I. s0ome (Hm S };\ lt'll"dml e lulmr. cm{umv.\ Tl VH“ sec ile ﬂm! lhq 4 one (
signatures are genuine, that the bill has not been altered in any '
material feature, that it is properly stamped, that it is endorsed by the made
persons to whom it 1s payable, and that the place of payment is properly beyo
designated. These two instances of the care which is taken before ‘ of th
money 1s lent upon property or on commerc 1al bills should suggest that perfe
warehouse receipts lulnm searching scrutiny before they can be ac ber o
cepted as valid security. very

PRECAUTIONS NECESSARY

1. The first enquiry, obviously, is as to the calling of the person whn'
siening it. . suspi
[f he is a person who makes a business of storing property for those
others, receiving a renumeration therefor; if he is, in faet, a ware the p
houseman proper, such as are to be found in all commercial cities, the un!{n
first condition of a valid security is satisfied. ~The same remark will talist
apply in case he is a miller, or wharfinger, or captain of a vesgel, or the make
keeper of a timber yard, or boom, or cove, or if the receipt (is that of who
a railway company. Such a receipt will so vest the ownership of the nent
up a
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goods in the lender of money who complies with the terms of the Aect
that a judgment either against the borrower or the holder will not
enable them to be taken. They are as secure to the lender as if he
had them on his own premises, under lock and key

But suppose the receipt is given by a party not engaged in one or
other of the above occupations, what then ?

Can a produce merchant who owns a warehouse and stores his own
wheat in it, convey the ownership of that wheat away by giving a
receipt for it to a money lender? We sliould say, ce rt.un]y not. He
can enghge to hold the wheat to the order of a money lender, and there-
by constitute himself a Baillee, in which case ‘if he makes away with
the property he becomes liable to prosecution. But if another creditor
sue him and get judgment, the property can be seized under that judg-
ment. So, at any rate, it has been held.

It is obvious, moreover, that a receipt given by a party who
himself prnfusw to own the property ought to be looked on with a far
more suspicious eye than a receipt given by a person whose only
busipess with the property 1s to take care of it. For in the former

casé, what can be an easier mode of raising money than to fill up a
w‘lrehmmc wupt —that 1s, \uppmmu a party tn b(' not very h(‘l‘(lpll]()llh

As to means?  Whereas, in the other, the person storing property for
another has no temptation to give a receipt for what he has not got,
seeing he will derive no benefit from the deception. There may,
indeed, be collusion between a borrower and a warehouseman, but this
would be far more difficult to bring about, inasmuch as two unscrupulous
mew would be required inste: ad of one, and, what would mate rially
increase the difficulty, two unscrupulous men who had hitherto borne
a reputable character.

Let it be borne in mind that the law now empowers the owner of
property to give a valid warehouse receipt, provided he be engaged i
one or other of the callings above named.

. The next matter on which ecareful ’('nquirv requires to be
nmd« is the character of the party granting a receipt. Some men are
}N‘)(Hld ﬂll\pl( ion both for honesty and prudence. A warehouse receipt
of theirs is as safe as a bill endorsed by the Barings. Other men are
perfectly honest, but are careless and confiding. They will sign a num-
ber of blank receipts,‘and leave them for a clerk to fill up, placing their
very character, means, and personal liberty at their mercy. Any man
who is found to do this is totally unwnrﬂn of confidence, not from any
suspicion of his honesty, but from a conviction of his folly. He is like
those foolish people who sign their names to blank notes, leaving it in
the power of a neighbor to ruin them, a case unfortunately by no means
unknown in practice. In taking a warehouse receipt, a banker or capi-
talist will enquire how the criminal liability will affect the person who
makes it. Has he ties to the country ; is he married, has he property,
who are his connections, what are hig-antecedents ?  All these are perti-
nent considerations ; and when aggewname is presented they will come
up and be satisfactorily answered befe a prudent banker will advance

»
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money. The receipts of a public company signed by its authorized
officers are perhaps the most hdtlsfd('mr) of al'; inasmuch as the possi-
bility of collusion, the te mptatum of dishonesty, and the chance of suc

(Mtullv removing property are in this case reduced to a minimum.
Any inquiries as to the standing and character of a warehouseman pro
per, or other party not owning the goods, require to be vastly more
searching where a receipt is given by a person who himself professes to
own the property.

3. Careful scrutiny of the document itself 1s required. All ware
house receipts should be signed by the warchouseman himself, not by
another for him. No person can empower another to sign a warehouse
receipt which will bind him in the penalties of the Act. If a clerk
sign a warehouse receipt it is the clerk only that is responsible.  The
fact of signing for his mastcr makes no difference. It may be ques
tioned, even, whether it is desirable to take any warehouse receipt
which is not wholly written by the warehouseman.

In certain cases this rule should undoubtedly be insisted on. It
would, of course, be a check on the practice of signing warehouse
receipts in blank, and leaving the clerk to fill them up. A banker will
always be cautious about taking warehouse receipts from a person who
lives elsewhere and represents property stored in another town or city.
He will ask himself, why were these not negociated by the party in his
own town? There may be exceptions as there are to every rule, but
the rule is a sound one in the average of cases. Warehouse receiptggit
should be remembered, must be given at the time a bill 18 nugm-iuz(l
and the property cannot be held longer than six months if it be general

merchandise, or twelve months 1f it be lumber or timber.

HOW MONEY 1S LOST.
The following chapter 18 extracted by permission from a valuable
but hitherto unpublished leeture on Money, delivered before the Young
Men's Christian Association, in Toronto, by George Hague, KEsq.,
Cashier of the Bank of Toronto. Mr. Hague's observations embody
the result of many )'v:n‘s’ practical vxp«'ricn(-v in gaining which he has
had peculiar opportunities of studying the principles which underlie the
science of money making and money losing ; and we tender him our cor
dial thanks for permitting us the use of his manuscript.—EDITOR. ]
Mr. Hague says:—

Money is generally lost, as it appears to me, in one or more of the

following ways :—
By undertaking a business we do not understand.
. By undertaking too much business.

. By an 1nJudu~mu~ mode of carrying business on.

. By false estimates of the value of property.

By suretyship,
). By overspending.
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[t will be observed that all these are within our own eontrol. I
have not named losses by misfortune, by war, or by unforseen legislation,
though they are very heavy, my object being to point out such losses
as may be prevented by prudence, foresight and economy. I do not
include losses by fire in this category, for every man ought to keep
insured, and the charge for insurance ought to be reckoned against
profits before its net amount is realized. . A business which will not
pay for insurance is not worth carrying on.

I have put down, first, as a cause of loss, the undertaking business
we do not understand.

Kvery business has its secrets, known only to the initiated, and it
18 1in these secrets that the ])lnilt lies. - In store- l\upln" it is the know-
ledge where and what to buy, in what quantities, and at what scason ;°
also to whom to sell. In manufacturing it is the knowledge of your
raw materials and their various combinations,—knowledee of the manu-
facturing process, and of ‘the market for your goods. In agriculture it
1s a l\nn\\l dge of soils, seeds, crops, and attle. In a profession, it 1s, of
course, the special knowledgé suitable to it. To attain such knowledge
many years of unprofitable Illhm have to be spent.  When life is entered
on properly these are our younger years, when time is not of so much
value ; but if by force of circumstances, or otherwise, the acquisition
has to be made in mature life, we must lay our account for ygars of ill-
success.  If our capital will tide us over that period we may go on and
prosper ; if not we must surely break down.

[t is a bad habit with some in this country, perhaps borrowed
from our neighbors, perhaps inevitable in our raw condition, that of
being everything by turns and nothing long. It is not an uncommon
thing for example, for a storekeeper to turn farmer, or a farmer a
ttorckeeper, a miller; or what not. A farmer, we will say, has
done well, and got a }_mml property about him; but becoming
tired of what he calls his hum-drum life (though there is hum-drum
work in every occupation), he fancies he will take a store and get
rich. An opening offers; and he huys a stock of goods, mortgaging
his farm for the purpose. He thinks he knows a thing or two, and
won't be taken in, but manages, notwithstanding his smartness, to
pay for an ill-assorted stock considerably more than an experienced
trader would for a well-assorted one. He then commences to sell.
He sells away,—for nothing is easier than dealing on credit,—and
buys “again, and all goes well for a year or two, by which time he
manages to have his name on a considerable amount of paper. He
may possib ly have taken stock, but not knowing how to do it he has
nnly deceived himself. Moreover, he has been living in better style out

his store than he used to do on his farm, for he takes no acgpunt
ut' what is given to his family, supposing it costs him little or nothing.
Meanwhile a deadly enemy called BAD DEBTs—an ominous and ugly
monster whom he never saw on his farm—has gradually been creeping
nearer and!nearer, until he has firmly established himself in the store.
Into his voradious maw package after package of croceries, dry goods,
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hardware and sundries, is poured, until in course of time he has con

sumed as much as the whole value of the stock. As the voraciousness meant
of this monster increases the storekeeper’s credit declines; so does his , busine
stock ; so does his trade ; so do his profits. But not so the urgency of out of
his creditors, for this increases, and at length reaches a point when for d
bearance can no longer be exercised, and the sheriff's sale, bankruptey, husin
and ruinvclose the scene. ~ Warnings like this abound on every hand, sivin
and there is perhaps not a town, not a village, not a hamlet, bus can fluctr
furnish m?t‘mu of 1 The evil 18 one of the worst that afflicts this comi
country, f6r ruin, like tlns almost surely brings d(mumlmnmn If 1 dispe
had a voise that could reach every corner of the ldnd I would say, in exer(
the language of an apostle, “ Let every than abide in the calling whereto exam
he is called,” that 1s, if the (-lllmu 18 useful, and duty has no other trust
claim.  Notgithstanding its inconveniénces—and every occupation at he
has its own—persevere and overcome them: resist inducements to unde
change; make the most of what you have; be content with your lot ; be e
and it will be better for you in the end, better for your fuml\ better calle
for your neighborhood, and better for the country at large. with
The undertaking too much business is a most fruitful source of to o
loss. Business, in this country especially, requires the constant over “'i”.
sight of the principal.  Trusted to servants—unless they are of that unt
confidential sort akin to partners—it goes wrong, even if they are honest and
and well intentioned. Now, when business is engaged in beyond what be 3
can be well overseen, its profitableness is gone. A storekeeper in a in )
town does well, and g¢ets together a snug business. He fancies, 18° 0
however, he can make money by extending, and opens another in a this
neichbouring villace. 9He gets credit for the additional stock and puts be
a person in charge. Sales are made, returns come in; and things go on be
well for a time H_\' and-by, however, he finds it necessary to go over tha
occasionally and sce how things are going on. He leaves his town
business to his clerks, who don’t work as well in his ‘absence as if he Th
were present; and some perhaps yield to temptation He finds, too.
his business takes far more of his time than it used to do. He has 10
more letters to write, more invoices to cheek, more bills to provide Il'tl
for, and a heavier banking account to take care of. In fact he gets .
too much to do, and having too much, he cannot give that minute 'Lt)]?
attention to details which is essential to profit. It may he that his I
new storc shows a fair balance sheet when stock is taken, but against w'
it has to be put the derangement of his own business, interest on \”
increased accommodation, and loss of credit through a want of punc wl
tuality with wholesale houses. In addition, it is almost certain that b wl
some bad debts will be made in both places If these things are w
perceived in time the business may be wound up without much sacrifice ; w
but if not, and it takes time to develop them, the consequence may " A
be ruin, but in any case it is loss. ] T
One of the most common forms of this evil is for a farmeér to \ 3
zet too much land for his capital.  Land cannot be successfully culti ' d
vated, to any extent, without money, and when a farmer of small Q
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means gets more thian he can cultivate well, 1t 1s a miserable dragging
business.\ In factthe more land he has, the less profit he will make
out of 1t
The next source of loss 18 an injudicious mode of carrying on
husiness. Of these the principal is in giving too much credit, and
eiving credit to improper persons. I a country of shifting population
fluctuating business. and uncertain resources, where the habit of be
coming security for another 1s very common, and the facilities for
tlhpmmw of property great, few things are more difficult than to
exercise with |ud'"m«nt the power of granting credit. Take, for
example, the case of persons of property, whom most would agree in
trusting as a matter of course. But the property may be mortgaged.
at heavy interest, and the interest be in default ; or the party may b

under engagement to mortgage whenever rwlnirml to do so.  He may
be endorser on the paper of another, and liable any moment to be
called on to pay it.  He may, though the re pnh d owner, have parted

with his interest in the property for years. Hemay be heavily in debt
to other storekeepers, and wish to open a new account because they
will no longer trust him. These circumstances may be unsus }n(fui
until an attempt is made to recaver the debt, when all comes to light
and the man who was generally supposed to be substantial is found to
be worth nothing.  Even greater difficulty surrounds persons engaged
in mercantile pursuits, professional men, &e.  Who is good and who
18" not, 1t 18 1&\11‘1‘11!:‘1)' Jifficult to find out t‘\'w‘])t li\' t‘\:pl'l‘in‘ln'('. and
this, as all men of business know, is a very costly affair.  Now, if such
be the difficulties that beset the tradesman who is careful, what can
be thought of one who trusts almost indiscriminately?  What, but P

that he will be s]wulil‘\' ruined ? ‘

\]mn\ is often lost }i\ false estimates u/ what /IIHIHI/I/ '8 worth
There 1s an opinion, «lupl\ rooted and wide ly prevalent, difficult
to get rid of, and yet mischievous in its practical results, that property
in real estate differs from all other property in being.worth more than
it will teteh at fair sale after sufficient notice.  Such a house, you say
cost L1000 cash, the lot £500; and you naturally value them at
£1500.  But the house may be too costly for the neichborhood ; 1t
may be built after some curious tancy that not one perfon in a dozen
would be pleased with: or it may be in an unhealthy or bleak situation
[t brought to a sale, after fair notice, it may realize in cash one-half
what it cost, and instantly there is’a cry—what a ruinous sacrifice !
what a frichtful depreciation!  Yet it may have sold for all it was
worth, for the things which made it costly jmicht be exactly those
which did not add to its value in the market.  You are a capitalist
and have money to lend A mortgage 18 offered you on a handsome
building in a town. [t cost $20.000, and you are asked to lend
$10,000" upon it. It seems safe, and the loan is made.  By-and-by
default supervenes. \'ull Ii)ru'](n-«' and .~(‘”. '”u‘ }rrn]wrt_\' realizes
$8.000, which is £500 less than you lent upon it, and you lose so much.
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Yet the purchaser may pay high enough, and for this reason, that the
building, costing $20,000, was three times the size it needed to be for
any wse that could be made of it.  Use 1s the medsure of the value of
property [t two stores are all that a village can support, and two
more are built, the four will be worth no more than the originaptwo.
[{ the four increase to six, the whole will be worth precisely the same ;
and if. under some mad spirit of infatuation, you make the six twenty
and bring the twenty to a sale; you will get no more for them than you
would have done for the two—that 1s, 1f the trade of a place, present
and prospective, were as before. [t the business of a place is such
that stores of a certain cost will pay, that cost will be their utmost
averdze value and they will be worth no more, if they are as grand
as Stewart’s of New York, and decorated with carving from top to
bottom.  An enormous amount of money has heen thrown away upon
property in our towns ahd villages, owing to forgetfulness of these
things, and to a delusive habit of building for the future rather, than
for the lvl't‘.\t‘]ll,

There have been two very prevalent delusions respecting landed
property. The one, that it was not liable to fluctuations in value, and
the other. that its value was certain to 2o on ingreasing—the limits
to the latter not being very clear, but generally referring to the value of
land in England. Now the value of landed property in this country has
been proved, during the last ten years, to be liab le to fluctuations of a
violent character, and to be dependent, in some measure, upon every
changing season. And as to a gradual advance in value—the limit appears
to be reached when land is at such a price that no more can be afforded
for it by one who invests tn it for a /[r/;r‘«/. This of course, as a general
rule, is liable to exceptions. Land is not here as in England. There,
its possession implies position, character, deference, rank; all which
being objects of desire, are worth money, and command it. Here, land
is simply a means of living, and is valued accordingly. It cannot be
too strongly urged—and I must be excused repeating it—that the cost
of property is not necessarily the measure of its value; that two houses
where only one 1s wanted, reduce each other’s value onc-half, four to
one-fourth, ten to one-tenth; and that though you build your store of

o [talian marble and make it a very gem of beauty, it 18 worth no more
than the business of the place will warrant a person in giving for it.
There 1s one ]mlnt about real n>l‘llvt which should never be forgotten
by a trader’ Until he can spare ‘:npit‘xl out of his own business, and
pay for all he buys in cash, he has no business to own property. More
traders have been embarrassed by buying real estate on credit. or with
money which ought to have been l\«pt in their business, than perhaps
from any other cause. It is a very laudable desire, that of owning a
howse or homestead, but it is dishonest to indulge in it at the expense
of creditors.

[t would be too much to say that Suretyship is so dangerous that
it ought never be undertaken, though Solomon’s advice leans In
that dirbetion. » It may be assumed, however, that his warnings
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agajnst 1t should be interpreted of such as are undertaken rashly
There must, in a new country, be mutual help, and ~unty~lnp for

another may be the means of his fortune. It is nece ssary, in fact, where
commerce is carried on, and the question is, on what principles it should
be pegulated, and to whom 1t should be extended A treatise would

be required to elucidate this fully, but the following may serve to
indicate what are perhaps correct conclusions. In becoming surety for
apother, by endorsing, by bond or otherwise, a person should consider,
first, his own means; can he afford to lose?  For a man has no right
to becomea surety when his suretyship is worth nothing. Second, the
character of the party for honesty and business capacity; and third,

the risk of the'business he is engaced in [f satisfied on these points
the engagement may be undertaken [t should not be forcotten that
by becoming supety, or by endorsing, a person acquires the right to

look into the affddrs of the party }nmhttul and this oversicht he is
bound to exercise 1n ¢illt\ to himself, to his own creditors, and to his
family For want of attention to these things, losses, reverses, and
calamities of the most terrible character have occurred, and are occur-
ring.constantly among ourselves

The last cause of the loss of money, but by no means the least,
overspengling.  This is a leak which, be it large or small, will inevit: .M)

sink the \hl]» unless stopped in time.  The evil 1s apt to creep in unex
pectedly, and only to be found out when irreparable mischief has been
done The irrecular, complicated, and speculative character of much

of our business makes it difficult for many to know what they really
make, and how much they have to spend. This, instead of producing
«':llllinll YI\:H fIH'.\ may }n on the safi \11]1& often }»Im]llu‘\ ]i]‘vth(l\
the opposite effect.  Sanguine of success—confident that business will
turn out well, that such a speculation will yield so much profit—the
man of business lives in liberal style, occupies a goodshouse, keeps a
cood table, dresses well—himself and family (an exce ssive ly costly busi-
ness in this country), gives his note for store bills, and l\up~ his paper
afloat, perhaps, for years.  Bat by-and-by affairs come to a point. Hix
powers of borrowine are exhausted He is compelled to overhaul his
affains thorodchly, and then he finds to his alarm that notwithstanding
all #he business he has done the net profit amoynts to far less than
])1‘41”\ }u'u'll \]N‘H'“!l: :

The habit of lnl\'ill;' houschold uwni» and stores on eredit 1s a
}»1‘ulitiw souraee of 1|||~.h‘!‘l'il)]\‘ «'\l]. for \\'|ll'l| We ruan H}i accounts fUl'
our dress, our meat, our eroceries, our fuel, it rwll‘xil’:‘-\ more calculation
than many are master of, to find out what their expenditure really 1s
The rule should be this [f household ¢oods have to be boucht on
credit, keep well on the safe side, and never buy on credit more than
you would buy with cash in hand.

[ have an npiniun”it is only an opinion at present, but it may
ripen to a convietion by-and-by— that, as a whole, the country 1s spe nd-
ine more than it can afford. ~ Our staple is agriculture, a certain but

<Jow business. It is the main interest of the country, and all the rest
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depend on it. Qur storekeepers, lawyers, physicians, importers. bankers,
all live out of the land. Now, except in times of excessive prices, the
land yields only a slow return for the' money invested in it. 1t will not
support many luxuries until it has been long cultivated, and when one sees
people wearing costly foreign silks and velvets, furnishing houses in the
grpmdest \t\lv and lnm” exactly as people do in countries of vast re-
sources .m«l accumulated wealth, the suspicion can hardly be avoided
that as a people we are not gaining ground as we might be. One of
the ;_:rvnt loan companies which have so rapidly de n]npui of late years
had, some time ago, about a million pounds sterling lent among us.
The interest on this sum would require about 400,000 bushels of wheat
annually ; yet this company is but one amongst many doing a large
and profitable business. 1 think it probable that four or five millions
of bushels of wheat are required annually to pay interest on money
borrowed on real estate; and yet, bearing such enormous burdens,

we ¢o on consuming luxuries at a rate which would have ‘made

our economical forefathers stand aghast. [t may be said, 1If we
consume less imported articles what will our nnpumrw and merchants
do? For it is by dealing in these things that their profits are made.

The proper answer to this question 18 that if a course of strict economy
were pursued, though they might not do half as much business, they
would make as much net profit, for lh() would not lose half or a fourth
of what the 'y now do by bad debts. And ] am very sure that, as a
class, they would prefer to do the smaller }umm'skwll than the larger
one in the loose manner in which most business is carried on now. For,
besides making as much net pmht they would save themselves constant
anxiety ‘and much temptation. To liye just up to our income and
not beyond is well for those who have a capital to fall back on, but the
rule for a young country should be to live considerably within it, and

leave an ample margin for contingencies.  Frugality and cconomy
must unite with enterprise and industry; and wealth, by the blessing
of God, will be the result.  And this course, out of refzard to our

children, to whom none would desire to leave an impoverished inherit-
ance, [ regard as the duty of every man,who cares for the future of

his country.

RIGHT OR WRONG, KEEP COOL

JJt must not be supposed, from the heading of this chapter
that we advocate wrong doing under any circumstances, but still,
occasions often arise in the litfewf a trader when he has to sufter
all the anxiety of the wrongdoer. He may have been impru-
dent; he may have over- speculated ; e may have become surety
and have been “let in” for a loss ; his servants or clerks may
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have defrauded him ; a sudden turn in the market may impo-
verish him; a spell of unseasonable weather or one of those
ungccountable changés of trade to which it is always liable may
render him unable tokeep all his engagements punctually. No
one but a trader knows the anxieties of trade. They are many
and great,even in tolérably prosperous times. Itis not every man
who lays his plans so well and lm#\\ so far ahead as never to
overstep the bounds of perfectly sodnd trading, and then there
are losses, and reverses, and bad debts, ang il1- paying customers,
all of which sorely try the patience of the merchant, especially
the honest merchant, \\I.u wishes and intends to pay his way
and who 1s careful of his credit. Under these circumstances it
is very hard to keep cool and self-collected ; to look at reverses
and losses, and disappointments straight in the face, to avoid
being unduly depressed, to steer his way through complications
with a due regard to his own interest and that of' his creditors
It often happens that a merchant’s time is so taken up with the
details of his business, that he has very little leisure to look into
his position and to decide upon what is best and what is right;
and again, at other times he will get ln-\\'ihlvrwl and feel quite
nn.n}mllu of giving due attention to it—yearning after some
Io'.~l>l[(,' from 1ts cares, and feeling that c¢ven the rest of the
grave would be welcome to him. Men who know the real an-
xieties of business, will bear us out that this picture is not over
drawn. Happily it is not universal, but alas it is far too com
mor. When o business is commenced with inadequate
capital the merchgnt must lay his account to a long struggle,
and the only wi \\‘\ni pulling through, even with prosperous
times at his bac l\‘\:« rigorously to keep down all extraneous
expenses, to attend px rsonally to business, to select stocks with
the greatest prudence, and to kee p his ul lirations well under
the mark. But there is another maxim which the merchant,
under all circumstances, will do well to keep in mind—it may
save him many a rash step, and many an hour of valuable time
—it is the maxim at the head of this article—right or wrong,
keep cool.  We know that coolness in a General or an Admiral,
in a <iil»lmn'lti\t in a public speaker, in an argument, in the
battle field, is a quality of the very first order.  Lose it and it
will be mere luck if all is not lost. The man who can keep
his head ” longest stands the best chance. Many a merchant,
with u;_:l\ bills mlmll\ maturing against him, spends night after
night in sleepless cogitabjon—all to no purpose. Far better to
slee p and forget, and to wake with the p hysical strength renewed,
for it will frequently happen that while the jaded brain refuses
to strike out any new idea, or to discover l}lt‘ proper course to
pursue under an embarrassment, a sudden light will dawn upon
the man who comes fresh to his work.,  Over anxiety and rest
lessness betrays itself too to subordinates and to customers, and




remarks of a nature calculated to do harm
rather than “‘wnl l’w"lnl or wrong then, we say, I\H" cool.

Lay your pl ans deliberately, work them out lH(hl\Ylh)U~|\ but
‘to err is human.” He is a very wise man who

mistakes, and when a 1n1~n:kv or miscalcula
tion is made and you tind yourself' in an uncomfortably ¢ tight

lay 1t down as a maxim that it will do neither you nor
:m.\i«-t.\A

L’i\‘('\ occasion to
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never makes any
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anybody good for you to make yourself ill with
Nl«4>u1«'\wu|rilnlh11h) fairly. If you cannot surmount it all at
once \\':l”\' round it. Do the best you can, and leave the rest to
the disposal of an al} merciful Providence, of whom we are told
that “ like as a father pitieth his children, so the Lord pitieth
that fear him.’
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IN BUSINESS

DIEPORTMENT

[t m: 1y not be amiss to offer a sugpestion or {wo in this

}n.ut l' spe 'ting the proper de ]nullllu nt ot a business man. There

15 a great difference in this respect between different men

Some are uniformly ohsequiousto their paying customers, harsh
to ']wllul‘ﬂ and tl«'~]>uli1 :llul authoritative to ”l(‘il'l{1‘}b"|lil4‘lll‘
We are }u»nxul;f»~A\ that the annals of successful business men
—men who hate really \H(ft(th'llllnllklll\IIHHIU)"&lH‘]l”] of
such characters l]lv}'HIW'IlHtWINU!}' selfish. It they can rave the
hundredth part of a cent by shaving their work people they
will do 1t. Men of this \IHH[;.II* Lf(‘lll'?'.'lH‘\' hard headed, «(ml\
men, with not a particle of the milk of human kindness about
they would sell their wives and daughters, vea their owr

them : )
resent money  advantage in the bargain

souls, 1f tﬂ(}'\u\v:l ;
But nevertheless, the suecess which: such men attain is really
worth very little They prosper for a time, but all the dearer
and sweeter affeetions of life are unknown to them.  Their ~w1H\
up in their bodies till they are utterly incapable of

shrivel
o of moncey, or

single thought or emotion apart from the u‘nvln.h of

the counting of bank hills. But “the life 1s more than meat t. md

the Mw]_\' more than raiment.” “A man’s life consisteth not in the
Ill'll]|<lltllt'\‘ of li]ill‘J‘ \\'lit"l IH‘ ])H\M‘\\«‘YII "

[t \\XH however. L'\"W'.’\ll’\' conduce to success in any kind of

a reputation for kindliness and courtesy. There

which is far removed from obse

" kindliness of disposition, which

honestly \('q‘]\'ill'_" to serve oneself,

to all alike. Wi

|»|1\i11v\\ to have
s a manly way of showing this
(lllmll\llx\\ [? 1s begotten of
desires to serve others while
and when it 18 genuine it will manifest itself
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heard lately of a great merchant in New York who witnessed
the rather rude oft-hand behaviour of one of his clerksto a poor
servant oirl who ecame ito the store to '»!1.\ SO0Mme H'if“llg article.

Calling the young man to him he severely reprimanded him, it
ln‘ did not timms\ him, ‘“for,” said he, ‘I ‘would have you know
that every customer who walks into my store 18 an object of in-
terest to me whether he buy little or much.” 1In dealing with
debtors, personal re spect and courtesy are never thrown away.
It is possible to refuse: a further extension of credit in such a
manner that the most sensitive will rather like you the better
for your frankness, and it is equally possible to injure a busi-
ness irreparably by allowing book debts to accumulate negli

gently and then sudde nly resorting to harsh measures of recovery.

BORROWING AND LENDING.

Of really successful men very few are borrowers, for borrow-
ing -~lu(mll\ 1f 1t be hulmnll‘\ resorted to—lowers a mer
chant’s reputation exceedingly. Still there are times when it is
a man’s duty to borrow if he can. An old quaker friend once
informed us that he once saved«himself from absolute ruin by
using his credit in this manner with his friends. He had
engaged to make a large payment on a certain day, and a failure
to keep his engagement would have drawn down upon him a
variety of other claims, which at that moment he could not meet.
The day before the claim was due, he went among his friends
and succeeded in raising in small amounts for definite periods
sufficient to tide him over his engagement. Of course, he saw
the rest of his way clear. If he had not—if, for instance, his
embarrassments were thickening, and he saw no way to repay
those small advances [numpllx far better for him not to have
borrowed them at all, but to have succumbed to the difficulty and
made the best of it.  The fact is, that it needs a very wise and
clear-headed man to make a good borrower. Many a man upon
the first break of a difficulty, rushes to all his frie lni\ }mllu\\lllw
right and left, and in the end manages to convert his best friends
into his bitterest enemies, when a little cool reflection might
have shewn him that he could really do better without borrow-
ing.  As a rule, it is better to meet your creditors or creditor
face to face and tell,him or them the worst, and in nine cases
out of ten they will'give you all the time you ought to have as
a man of business; and then, if you find that after every indul-
gence you cannot keep up your payments, it 18 a pretty good
indication that you are in your wrong ‘m\lll()ll and that the

sooner vou strike the docket and make an alteration the better.
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And us tolending money. There are many men who abso-

lutely refuse to lend under any circumstances, except at high

interest or on j_:'wl \((UIII\ Such men are 1\1<l\nll\ not

Christian men in ]n'm 1ce, hu\\\ wer much the )y may be in Ihu»x\
for we are positively taught in the scriptures that from him who
would borrow of us we &re not to turn away. Still, there are
some principles which ought to regulate a man of businessin lend
ing money and it is well to have some rule.  Of course, we are
Nnow Nln‘:tl\'ing. not ot ]H'Hﬁ'\siuh.‘ll moncy lending nor of invest-
ments, but of loaning sums of money for temporary needs.

In the first place, never lend money to an immoral man—
a man of questionable character.  You

a drunkard, a gambler,
yvour reasons for declining the accom-

are not u}»li*_f\‘tl 1o g‘i\t'
you have merely to say firmly, but kindly, that

modation asked ;
r that you are very sorry you must decline

it 1s not convenient, «
He will moxst probably press you with arguments and reiterations
of his honest intentions; but you must turn a deaft car, for if' you
attempt to reason you will only make matters worse.  Listen
patiently to all he has to say, and then, in the fewest possible
decline He will go away angry, but better that he
T encourage a

words
should be angry than that you should in any way
bad man. Divine Providence intends to dise 1;ninn such a man,
and it 18 not for you to stand in the way.

When a good man—by which we mean a man of high moral
character comes to borrow moncy—two questions should be
n] permost in your mind. Is he a careful and industrious man ?
Can I afford to lose by him? There are cases in which a com
parative ly rich man may be almost the salvation of a struggling
brother I»\ offering him a lititle he Ip, by way of" loan, with the
conviction that if the man can he will repay, and that if he can
not you can attford to lose it.

Then there are cases in which me 1‘«1\&1.\ accommodate each
other in moments of temporary difliculty with the loan of a few
dollars or a few hundreds.  This is g mh allowable and business
like, especially in a young country Mn,, ours, provided you have
perfect confidence that your man is Arue to the backbone. and
will consider the debt under all ¢ircumstances a debt of honor.
All the above cases come under the class of” disinterested
money made with a view to self-interest or

loans. Of loans of
Those who

high rates of profit 1t is not our purpose to speak.
deal in such things do not require any instruction from us, but

are generally quite able to take care of themselves.

@ — —

BOOK-KEEPING

This p.’lmphlt'l would be ilu-um]']n-h‘ were we not to add a word 1n

reference to the ilnl»u]‘t;nuw of book Lu-]rin: as an clement in a mer
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chant’s success.  Without an accurate set of books he will soon be in a
perfect state of bewilderment as to his affairs.  The principles of book-
keeping may be learned in a few hours, and ought to form a portion
of the regular instruction 1 our common schools Should the nature
or extent of the business require the services of a special book-keeper,
the merchant will find it advantageous occasionally to go through the
books himselt.  The science of book-keeping is, however, so ably dis-
cussed in several excellent treatises on the \ulnjw't_ that 1t does not call
for further remark in this pamphlet

- -

\DVICE TO EMBARRASSED DEBTORS.

The tollowing remarks are the result of very wide experience and
observation upon the relations subsisting between debtor and ecreditor,
and are published in the hope that they may have a two-fold effect.
namely, in strengthening the determination of the honest merchant
to eschew th¥ tricks and subterfuges of unprincipled men, and in
checkine some of the evils of mmnu rce especially prevalent in this
country. The Bankruptey Law of Canada has been framed with a
very tender recard to a debtor in embarrassed circumstances. and so
far as the ]:llln I}‘]« ooes, 1t 18 well enouch. There oucht to be an 1m
}mrti:t! court in which a person who cannot pay his debts may take
refuge, in his last extremity, from angry and vindictive creditors. but
the Bankruptey Law defeats itself and holds out 2 positive premium to

rascality when 1t enables a debtor at nll}'dnnlln'ln! to make a valid

assienment of" his ]rrn}n‘l‘!\ without civir any notice, and to et
through his \unl\m]m\ on such casy terms as any calculating rogue
can generally succeed in wresting from his reluctant creditors. It is a
common :»thlnn to the |).mkru]'t( [Law of this (-uumr} that 1t can
very readily be used by dishonest men for the purpose of making
«:q»‘iln\ and wvetting a fresh start in business. A person gets credit for
merchandize on every hand—and unfortunately the state of competi-
tion is such that mercantile credit is very easy of attainment; he
carries on his trade for two or three years and then fails, but i1s known
to come out of' the failure a richer man than when he first began busi-
ness. A Bankruptey Law under which this is not only IM\\]}IO' but
common. is not a sound law. It leaves too much of the serutiny which
ought to be exercised into a bankrupt's affairs to the whims or abilities
of the creditors themselves, and does not sit in judgment with sufficient
force and authority upon the bankrupt’s own acts, independently of the
creditors. for the encduracement of the honest debtor and the confusion
of the rascal. in whatever position of life he may be found.  Steps will,
1t i~ to be m]wl })« taken before ]HH" to }'Ywdll(( a be tter H(ml\rupt( \%
[Law—one more adapted to the circumstances of this country, but mean-
while, what is the advice which a thoughtful and diseriminating man
of business, zealous for the honor of humanity and the credit of com
merce, and svmpathizing with every honorable man in his strugeles
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and difficulties, might be supposed to offer 7 Be it remarked, it is with
\ll(‘]x men we are \llp}NN'(] to in 11«’.’1““'_’ men \\'}lu l\'llu\\ Iht' }Hll‘(lt'lh
and anxieties of business, but who are honest. We have no hesitation
in putting the advice into this shap He would say, Lay it down as
a rule that if it 18 within the bounds of possibility, your creditors shall
at the earliest period you can compass, receive twenty shillings in  the
pound. If you are un tble to meet your engagements now, 1t 1s a proof
that your position requires careful looking into You may be suffering
from a commercial disaster—from the failure of other men to pay you
from causes which necessitate a prompt suspension—and’ 1n - that case
act promptly Do not let your credit get sapped and undermined by
dishonoring your bills and by similar unbusiness-like practices, but call
in your creditors, and wind up your affairs consulting an attorney of
established re putation as to tec hnicalities, but avoiding as the suggestion
of an evil spirit which ]»\ut\ against your future peace any idea of making
a purse for yourself. Creditors are }mm rbially indulgent and forbearing,
and 1t 18 their interest to be 80 as lHH‘__' as tlu Te 18 any chance of f»(lll:
paid, and you will have very little difficulty in getting all the time you ask
for if you show a determined spirit to meet your difficulties like a man.
There may be occasions in which dithe ulties thicken round a man
eradually, and he will go on strugeling for years with a waning repu
tation and credit, but there i1s a limit beyond which this kind of thing
should not be carried Better to come to a halt, and if there 1s a
reasonable ]'lnm]u'<'1. l"\ ]vill\\lih: the ]r::l]l of strict economy 1n ]u‘l‘.\l»ll:ll
CXpenses, }»\ a (1“1:'~l|1 attention to business, })\ a wise H})N'I'\.'Ili“ll of
the ¢ apac ities of’ your trode and the wants of the })llMi«' in relation to
it, combined \\ltll the lorbearance of your creditors—if' there 1s a rea-
sonable prospect of paying in full, ask for time— taking care to make
the time lone enouch—and make the effort [f there be no reasonable
prospect of doing this, or if’ some of" your creditors are determined to
wind you up, then th Mnl\m]m\ law 18 designed to throw around
\Hll I||n \lll( 1 1 of }»lmu ton, m(l Inmll fl \Hll \}lullhlu»nn ful!h hnm lln
ordeal stript of everything you ]»uwu_ vou will come forth with a clear
conscience, with the sy m|n..t}1_\ of all discernine men, and with really
better chancesin your favor, in the long run, than he who forces a com
position upon his creditors and walks off with a heavy purse in his
hands.  The high phonor and satistaction of” doing right, even although
for a time you should suffer, will give a buoyancy to your spirit which
will tide you through many a dark hour, whereas it is a feature of
questionable and dishonest practices to make large demands upon the
memory and conscience in future days; so that should a tide of pros
}n‘l‘it_\' set in as the result of one digshonest action,the remembrance of
the wrong deed will embitter every cup of peace. A man may have a
secret determination to pay his creditors in full some day or another,
but very few men who begin by doing wrong have the power or the
will to retrieve their position.  Better to do right now as the prelude
to a course of right doing hereafter, than to do wrong now in thv hope
by and by of setting matters right again. The day for setting matters
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richt may never come, and meanwhile you have to carry about with you
the heavy burden of doing wrong.

An instance has recently come to our knowledge in whieh a debtor
meditated making an assignment and offering ten shillings in the pound.
He consulted his largest creditor who, it so happened, was an in
fluential and considerate man.  After looking into his affairs, his pros-
pects in business and so forth, this gentleman encouraged him to make
another effort, holding before him arguments similar to those we have
just urged, and offering him, so far as his debt was concerned, to consent
to wait for any length of time that the debtor chose to name without
charging interest.  The other creditors fell in with the idea, and an
arrangement was concluded which freed the debtor from pressure and
enabled him to take such steps in his business ag will in the judgment
of all concerned lead to a highly satisfactory isgue. Here was a man’s
reputation saved—nhis hands strengthened—his brow lightened of care

and at the same time the man himself went to his work with hope,
and that most courage-giving of all feelings—the feeling that he was an
honed man and able to look the world in the face, notwithstanding
his inability, for the present, to pay the world its dues. If every
debtor wre alike honest and every creditor alike considerate, the list
of disgraceful insolvencies would be very much shorter than it is.

ON PERSONAL RELIGION.

Perhaps it will not be considered out of place if we make a sug
cestion or two upon this matter.  Far be it from us to urge upon
men the cultivation of piety merely or even chiefly as a means of suc
cess 1n business. It is too often done. Both from the |>l|||>il and
in the family, it i¥ too much the habit to hold forth a religious life
to young men as, above all things, the path to worldly honor, ease,
and contentment. Honestly, and after the most careful attention
to the slll[iwm we would say to our readers, cultivate l'(‘}igiull for
its own sake, irrespective of any pecuniary motive. It may be,
it doubtless is in some cases, hard to do so. This is the kind of
struggle our Saviour referred to when he said ¢ How hard it is
for a rich man to enter into the kinedom of heaven!” We would
say in all earnestness, let there be one thing sacred as between
your own conscience and (zod—one thing with respect to whicl
you will brook no interterence from the world—one thing which
shall not be tainted with worldly ipfluences—one thing which
when you die you will feel cleaves (n yvou when all the world
forsakes you—your faith in God. Sometimes a religious lite
does undoubtedly promote a man’s advancement, and when this
is the case he ullg'}ll to be thankful, but not ever confident. The
temptation and trial will be sure to come and discover whether
the edifice of his piety he substantial and precions; or whether
it be mere stubhle.
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