
THE -:- DRY -:- GOODS -:- REVIEW
achieved, and the public never know the extent of the corrup.
tion which prevailed. The daiily expenses of court procecedings
are heavy anîd neither party wants to continue thmcii.

1i 1 -87 the lection an Kmgston only resuited ii the return
of the late Sir Joui Macdonald by about a dozen votes. A pro.
test was entered and the case came to trial. Aller hearing the
evidence the judge said it was onc of the cleanest clections he
had ever mvestigated. Why ? Because the organizers on each
side had publicly agreed to co-operate in putting down corrup.
tion in their respecrtie parties. It scems, therefore, that if both
parties are honcstly anxious to keep politics clean then they can
do so.

THE FLANNELETTE WAR.

T 1- lEcadîg subject of conversation in the trade during the
past tenl days las been the cut in flannelettcs. Th'ie facts,

brielly, are tait when the mîils of W%'mu. Parks & Son, I.td., de-
cided to manîuf.acture flannelettes soie tine ago, the price ofthe
Colored Cotton Co. for hie sane was qtioted ai ( 5 Sc. The
Parks' makes, being of liglter weight, werc put on the market
ai (e., and large orders were at once placed, as the goods were
exceedingily file, and promised to seil well. The Cotton
Co., it vas understood by the trade, would mcet the pnce of
te rival iili, and even go a little under. Wh'lien the company,

however, cul tIhe price of 2 inch flannelettes to 5c., the sur
prise wa, great. Wholesaile houses began immediately to quote
lower figures on these hnes, and retailers who had bouglht at
the old figures complained thiat it was not fair to thiem. So
gencral was the feeling, that a meeting of the dry goods section
of the Toronto Board of Trade was held, .Mr. Andrew Darling,
the chairmaan, presidmng, and the leading menbers bemeiz present.
The suîbject was thorotgliy discussed, and the board, believing
that in this niatier it represents both the wholesale and retail
trade, fornulated a strong protest against the cit in prices, as
being an uonwise moove, and not warranted by the firi prices for
raw cotton no1w prevailing.

Tiir REviw voiccs tht opinion courent on ail sides in de. sprecating a cut like that to 5C., which, there i., every reason to 1
suppose, means a dead loss to the mills. 'lie result is to para- -
lyze a good many stapile lies, while the net effect to trade ali
round as injurious. 'lhe retailer feels it diffhcult to buy at
present figures, because onc break mnay lead toanother, and, al- dthough the pnrces on raw naterials afford no warrant for such a
thing just iow, how can a retailer tie surte of this?

lhe opialon is freely expressed that the cut is a war be. t
tweeni the two mails, and mn the Maantime Provinces Parks & i
Son, Ltd., have the sympathy of the trade an whaat is apparently
an attempt to cut away below profitable values and concentrate
the imîakmrg of Canadian flannieties i onc company. In th.
west, too, "e lcar at sad thai, while all were prepared for th i
Colored Cotton Co. to mcet a rival's price, the 5c. quotatior a
was unwise, and that Parks & Soi I.td., are mii no way respon. ad
sible fur the break. THE Ri:viEw las always taken ti groud t
tait business must lie done on a profitable basis, and this is wi
just as true wlen applaed to a manufacturer as a wliolesaler or stret:aiirr. tas

of course, if unduly ligli pruces have been charged for flan. sr
nelettes, that is aiotlcr matter, and the trade would welcone ie
rather ilian resent a reduction i these goods. But it is
is generally believed that 5c. does not relesent a pro•i A
t, the mills, and is only a temaporary incident in a figlt o
betweei rival makcrs. Jf, hiowever, the new price is re

defended as sound and reasonable, will the question
flot b raised ether profits in the past were not swolien far
bcyorid legitimite figures. and will îlot mierchants bc forced to
caisider the tîiiiy ai a poiicy that permitted such a condition?
Surcy the cotton compalies i.re not anxious to raise this point
wat he aresdnt juicture. Other things being equal, we have al.

ays favored Caiadian industries, and regret excecdingly any
occureîces dit tend ta create the idea that our mills do not de-
serve fair treatment in tarifT egisiation. 'here is noa reason -

wny flinielettes, or any class of cottons, should be confined to
onîe mii, and any attempt to force a concern like the Parks Co.out of the market is iot merely uninecessary, but cannot succeed.l'ie proper policy is to put prices on a living basis, andstick to tait.

KEYS TO SUCOESS.

B E sysenitic in your advrtising and window dressing ifyou wish to be successful. Vou don't take your meais
just when you happen ta bc nîear home. Nor do you take infive minutes enougli to last you a week or a month. Vet, how
nany mi e i of your acquaintance, yourself perhaps aioe of the
intber, take only a few minutes to scribble off an advertise.

nient wliiclh is to stand for a week or a month. Besides, theyhave not thouglht of it before, and have to put down wat oc-curs to thelim at the moment, whenî there is noa time to look tpnateral for a good advertisement.
A much better way would be to have a book mn which toenter any good catchy idea in advertising. Often in ordinaryconversation soiething niay coie tp which would be the foui-

dation of a good advertisement. Put it do-vn in black and
white. No matter how large your liead is it can't hold every-
thing. Froin a hundred different sources suggestions may begot. Keep y'our eye open for them. Vrite theni down. Tlieywill be useful. Vou canî't write an ad. off-hand any more than a
cook can prepare a dinner at the last monent with no time to
get the proper materials. You would kick lustily at such acrub dinner. \et you expect the public to swallow your hasti-
y gotten-up ad., prepared just in time for the press. and grumble
f there are no results.

'lie sanie suggestion applies to winidowa-dressing. Get a
ook im whici you cari enter any ideas on attractive window
isplay. Don't be content with getting the book. Use it.

li these days advertising and window-dressing are the keyso success i business. Pay attention to theni or not, as youke Only, if you neglect tlhem Jon't grumble. Do some
-ork, and do it systeamatically.

CONTINUOUS ADVERTISING.
Many a mai who feels le must do something to keep up his

Lisuiess goes into advertisimg i a half.hearted way. He spends
lit'ie oney and gets noa results. He is firmly convinccd thaodvertisimg does not pay. So lie sits down and waits for the ,
c. lie is much like the mian who is at the foot of some cliff
lh tie tide coming in. A rope is langing down. He takes arand or so and can break theni. So he says the rope is noe and calnily awaits lis faie. B3ecause you can break a singlerand is no reason for saying the rope will not bear your weight.cause a single insertion of an advertisement brings no resuits
no proof that either the medium or the advertisement is bad.
single insertion nay bring results. It very often does. Butu can't be sure. Carefully choose your medium. Carefully
pare youradvertisements. Results must and will follow.


