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HOW TO MAKE MONEY,

Svery merchant is supposed to be in
business for the purpose of mnking money,
at least that is what people think, says the
Comanercial Lribune, yet how many of
then: are working for the benetit of their
Inndlord or some firm who has made
reputation on a certain brand of goods,
and who generally allows the trade to sell
iton a sl per cent ¢ A grocer whois a
good salestan can sell anything he desires
—we do not mean snide goods by this
remark, but o e mean the public is not so
much wedded teo a partfcular brand as
people think. If a manufacturer expects
to make all the money out of the goods
they sell, and do net want to allow the
merchant ¢ven a fair per centage, the
mcerchant by a little extra talking can sell
other goods in place of them und make
money. It is ridiculous and nonsensical
to handle poods simply for the sake of
handling them, If you can not make
mosncey on thems, leave them alone.  If you
iind you have to keep them in stock, do so,
but never sell them unless 1 customer
demands it,  Always push the article you
can make money o, and instruct your
clerk to do likewise,

. e - .
MISREPRESEXNTING GOODS.

There is little question but what, theo-
retically, the averave merchant subscribes
to the highest ethics of shopkeeping. le
finds, indeed, 2 certain moral satisfaction
when giving his concurrence to the
opinions of speakers and writers on trade
topics, who assume to teach from an
clevated point of view, and though it is a
questios when, after all, in the practical
application of such theorics, there is not a
great deal of divergence from the theory
itself, possibly the temptations to have a
lower coue of business cthics than what is
conceived to be absolutely just, has its
strongest force in the matter of represent.
ing goods to customers,

An esteemed English contemporary sug.
gests that **there is a song of A not very
clevated character which carries the
refrain, * Itsall right, if you love the girl,”
and we fear,” it adds, ** there may bLe here
and there a tradesman who sings as a
lullaby to his own conscicuce. *It’s all
right, if you scli the goods.” B -tisat? Is
it even all safe ané prudent and good
policy I©

Whils this may be regarded as shifting
the question to a iwuch lower plane, it has
the advaniage of atiracting more aticn
tion. Qur Euglish contemporary argues
that the chicf reason for a lowering in
cthical consideration of the practical side
of thix question is that ** we ali knew how
to live uprightly and won't, whereas wedo
not kuow how 1o make fortuncs, angd wish
we did.” It undoubtedly, is true that
businesy woraldly Lias a much Letter chance
if the odds arc in favor of its paving a
dividend in bard cash.

The solation of this question in a way
that deals fairly with the consumier and
satisfies him, and justifies the merchant's
cwa conscience, even when tried rigidly
by the standard of the highest businca.s
cthics, is to handic only good goods.

We have 10 question that a man is a
better man, better satisfied with himself,
Letter contented with his business, more

successful in his business, more popular
withh his customers, and more likely to
cbtain lurger custom, if he sells goods
that he does not feel he 13 compelled to
mixrepresent In order to ‘“‘make them
move.” Good goods at fair prices, when
put into practical effect, thercfore, satistles
ot only the moral but the material sideof
the merchiant's life. ‘LThere cau be uo pos-
oible reason why a merchant should not
adopt that motto as hisown and put it
into practical operation. Poor goods at
at any price do not pay in the lomz run.
Good goous at a fair price always pay. -
Michigan Tradesnan,
—_——

ABOUT SIZES,

1n shirts, onesize is one-half an inch in
lengzih of the neck-band. With this shonld
be associated the length of the sleeve,
since wmen of the same size necks vary
widely in the length of their arms. The
best stock shirt manufacturers make six
lengths of <leeves, and the figures in-
dicative thercof are wusually stamped
under the size mark of the ncck-band.
In custom shirts many other mcasures
are taken, but the ncck-band is the onc
usced in naming the size. In collars and
cuffx one size is one-half inch in their
length. In undershirts onc size is two
mches in the measurement around the
chest, men’s ordinary sizes ranging from
thirty-four to forty-four. A size in
drawer consists of two inches in the waist
circumference, the rauge being from
twenty-cight to forty-four. In vest, coat,
and overcoat cne size is one iuch in the
chest measure, but the dimensions for a
coat should be taken over the vest, and
{or an overcoat over the coat. In pauta.
foons & size is one inch in the length
around the waist, but the inscam measure
also is usually cmployed. and its vari-
ations are likewise ncted asoncinchtoa
size. Inglove—in kid, and other snug.
fitting leather goods, = size is onc-quarter
inch. The mieasurement is taken for
stock gloves around the full width of the
palm, but conjoined with this must be
some judgment zs to other proportions.
In hcavier street gloves the sizes some.
times go by half inches, while in most
fabric gloces the differences are not carc-
fully adjusted, since the elastiz character
of the watcrials renders this alike difti.
cult and iess nccessary. Thcese latter are
desicnated as 7, 8, and 9, or by outer
figures, indicating naturally an inchtoa
size; but the differences are not so great,
being probably about a half inch to a size.
In hosiery onc sizeis onc.hialf inch in
length of the foot. Between this fact
and the shoe sizes some confusion ariscs
in people’s minds, since in shoes a full
size mcans a difference of oae-third of an
inch in length. This is not expressed xs
onc-third, but in even aumbers—6, 7, §, 9,
10, The fgures do not represent the
actual length of the foot, as do the sock
sizes, but start f{rom an =arbitrary base,
thus aveiding the use of fractions in the
expression.~Ex.
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The British Columbia Iron Works Co.,
of _Vancouver, purpose increasing the
capital stock of the company from
{50,000 to $330,000, by the issue of 4,000
shares of new stock ol $30 each.

DRY GOODS MEN COMBINE.

A combination that represents a gigantic
dry goods trust has been forsued by the
leading Importers and johbers of New
Yorlk, Boston, Philadelphia and Baltimore.
Already the firms incluled in the sgree-
ment have promulgated a circular which
cuts down the discounts to retailers and
shuts oft all bonuses aud concessions to
the trade, such as Jating bLills alhead. A
second step is naturally the reduction of
employees’ wages, and this has already
bheen decided upon by a majority of the
New York houses which are parties to the
comblnation. °

The New York houses which have
signed **the gentlemen’s agreement ™ are
the 1. B. Claitlin Company, which doesa
business of fortv millions a year; Hilton,
Hughes & Denuning, who conduct the
establishment founded by the late A.T.
Stewart, the merchant prince; .S, Jaff-
ray & Co., Sweetser, Pembroke & Co.,
Mills & Gibb: Teflt, Weller & Co., lee,
Tweedy & Co.. and Dunham, Buckley &
Co.

The Philadelphia members include every
Inrge dry goods firm in that city. Hood,
Fouldrood & Co.. the housein which Post-
master-General Jolin Wanamaker is a
special partner; Sharpless Bros,, Baily &
Co., and Wood, Browu & Co., are mem-
bers. The big Boston houses include
Jordan, Marsh & Co., Morris, White &
Co., and Shepard, Norwell & Co.; and in

3altimere are Hurst, Parnell & Co.; Hodge
Bros.,, and Armstrong, Cator & Co. The
yearly business done by all these firms
amounts to nearly half a Lillion dollars, it
is said.

The members of the combination say
that the Chicage ficmis and the large con.
servative Mew York houses, like Arnold,
Constable & Co. and James McCreery &
Co., are with themn spirit. Although
they have not signed the ' gentlemnen’s
agrecment,” they are working on the same
lincs as those who have.

An attempt at a similar combination
was made some years ago, but thecompact
was bLroken inso many iudividual cases
that the cmbyro trust fell through. Last
spring, Townsend Sharpless, of Sharpless
Bros., of Philadelphina, succeeded in form-
ing the dry goods men of that city into a
ciose combination and then lie went over
to New York aud bLegan nuissicnary work
there. e was sosucressful that by June
1 cight of the largest houses in New York
had sivned a pledge which is expressed in
the circulars sent to customers all over the
country, which limited time bills to sixty
days.

During the past twenty-five years, it
had come to be the practicein the tradeto
give 7 per cent. discount on regular goods.
Competition became so active that bills
were dated thirty, sixty, nincty and even
one hundred and twenty days ahead. 1his
practice cnabled the retailer to take
advantage of the discount far cash and
the ten and thirty days’ discounts while
he was really cnjoying three and four
monthy’ time.  The * Gentlemen's Agree-
ment™ has put & atop to that. Thesigaers
to the agrcement Lave also pledged them-
selves not Lo give a bonus to salesmen.
This was onc of the inetheds employed to
secure orders, the so-called * salesmen’s
bonus " going dircctly to the customer,



