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W .uave been led to believe that tle clothing trade has been on the
jump this year and that business has been satisfactory. Subsequent
enquires lead us to doubt that thmgrs are not so " rosy" as they might
be and that bus:ness ias been discouraging, at least so far as Ontario
is concerned. That a large and profitable trade bas been dont in the
Maritime Provinces is generally admitted, but this bas been alnost
cotunter-balanced by the depression in the West. Possibly soie of
the wholesale houses expe.ted too muuh and are consequcntly dis-
appouinted. Some bouses have always the saune stereotyped answer
to any enqu:ry as to trade prospci-ts, and it is a pleasunb sign when
they tan always look upon the br:ght side but others are mure out
spoken. Amonigst ret.ulers the same wull apply. " We base dont
a splendid business this spring " us a commuon saying, but " Business,
ts verv duli and there ls httle or no profit noj as pril.es are su low "
is another not anfrequent saying. In the uties .on.petition is exces-
sively keen and " unprecedented bargaims" are the order of the day.
The ingenumty and skill displaed in the adscrtisenuents of the large
retal irms to attra.t .ustumn are endentes of the keenness of the
competition of the present time. This ias resulted mn an unferior
grade of goods beung put on the market, and retalers should seri-
ously consider whether they are serving their own interests by palm-
ing them uff upasn theur customers as supenor grade goods. It may
put an extra dollar or two mnto their pocktt at the tune, but wil ul-
timately re-act tu a startling degret. Last winter a friend of the
wrter's went uino a lcading retail store in Toronto and purchaszd
an overcoat. It was desbrnbed as a superior artidle sent along waith
others by a Morntreal manufacturer as a sarple of the fine goods
they were able to turnout. The retail prit e was $16 but they would
give hirn a reduction of a5 per cent. as thert were only two left and
they wanted thein closed out. He swallowed the bait but will not
be such a fool agaun. The material w.ts the rankest shoddy, and in
a month the <cat was unfit tu he worn. The retail flrm thereby lost
a good custoier and did nit enhance their reputation. "A penny
wise and pound fuolsh pohy " never pays. If such cases are of
frequent occurrence it is no wonder that the demand for ready.made
clothung should decine and the demand for custom.made corres-
pondnglyincrcase. Travelers for the wholesalehouses have begun the
fall campaign bnt it is toc early yet to speak of the prospects.

FOIBLES OF FASHION.

"The Arbiter" in the N Y. Clothier and Furnisher says The
more conservatihe men of the fashionable world pretend to see un
this res ival of the models of u84o n men's wear a forthcouning re-
naissance in short clotles, and are deeply agitated thertover. There
is no need for alarm, however. If that is to be, ut will be done with
care and upon the '.est judgment of the men that control at the
time. There surely was nothing more kaleidoscopically pictüresque
during the epoch of fuss and feathers than the average young man
of to-day tlat disporis un knickerbockers. The hue and cry against
.shrt-clothes loes not seem to me to bt a disunterested appeal.
Scratch an opponent of knee breeches and you will find a pers6 n-
age with bad legs, take mny word for it.

In truth, while somewhat uumpracticable, the a:sthetic side of the
quesutin has ail the best of the argument upon the question of in-
provung the breed. When men wore short clothes un olden times

they took better care of themsehes, for they had a proper pride of
personal appearance. Indeed, in the continuance of a regime of
attire ' that covers everytlhing," is it not a fact that the average in
physique has deterioriated ? There was no ne.ed to keep up to the
top-knotch of training that produced the good thighs and well-
rounded calves. The shrunk-shanked man was as good as an
Adonis in trousers. The showing up of fashionable society would
be something remarkable if the edict were to take effect immediately;
but should it come it would tend to bring about a better physical
detelopment, and the unfortunates in the meantime might have re-
course to the formulators whose skilled arts can wreathe a mobiluty
uf youth about the underpinnings of the most archaic coryphee of
spectacula: production.

It is rather amusing, noreover, to note these censors of any new
departure or experiment in .lress applaud the annual spectacle of
gentlemen of means imitatng as closely as possibly without awaken-
ing comparison their own coachmen. The drive of the coaching
club is the distinguished equipagal function of the year, and the cos-
tume of the man on the box seat, who upon this occasion is supposed
to look his prettiest, is nothing more nor less than an infringement
upon the livery of the professional Jehu.

It will be noticed that the new 'ong top coats, while they have a
pleat duwn each side seam, indicating a skirt eflect, have no buttons
upun the waist line of the back. In place thereof there is a triangle
done in self color silk. 1 long ago advocated the abolition of the
two lattle bulls-eye buttons. They are there for no purpose , they
are not decorative. They simply mean that once tipon a time when
men wore swords and square cut coats the skirts were lapped back
Mith tapes that attached to these buttons.

They should come off, and so should the buttons upon the coat
sleeves of the undercoat. They indicate no saving clause of utilhty;
they are not decosative, they do not give the finish that several rows
of stitchng would. But they have a purpose. Experience teaches
that. It is clearly the aim of the tailor that affixes them that the
silk sleeve hning of the overcoat should last as short a time as pos.
sible. The coat tail and sleeve buttons must go I

TO INCREASE BUSINESS.

There are various wavs of stimulating trade, says the Chicago
Apparel Gazette, chief of which is successful advertising in its various
branches, but there is another way of doing more business, and that
is by increasing its s.ope. It is from such a method that the great
department stores have come, by the additions of departmnents and
branches of business, more or less allied to the original character of
the store. Many dealers deprecate the spreading of a business
beyond its original lines, but-the notion is old fog'sh and the proof
is that these department stores pay.

We will suppose the store to be orignally confined to clothing.
For a time the business grows, but there comes a time when the in-
crease is small, and this un spite of the most careful, systematic and
energetic pushing. The territory bas been worked out; ail the busi-
ness in it than can be attracted to a store of the character of the one
just described bas been secured. What cormes next? There is room,
help can be readdly secured, the business bas been profitable and
capital is plenty, but the dealer finds a limit to his trade bas been


