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READY-MADE WHITE-GOODS.

URING the past túelve years

the censumption oI factory
mlade ladies' unde.wc.ar liai lin

erensed very rapidly In fact, all
kinds of reay-ma.idc garînents are ex-

periencing a growing lemand, and the
ainouint sold la incrasaieng the eaap
nes of thesie mainufactured goode. At
present there are three factorles in
this clty making this clas, of goods,
but these are almost the only factores
ln Canaadai. Montreal liaid one or two
antcries, but they are not now li ex-

istence. At present thiette factoriei aire
buay making s.iîiplesi and stock for the
nexut season's triade. Among the gar-
ment madie aire chemaies, drawers,
nightgow% ns, corset-coveas, skirt,
robes, b.rricoats, pinafores, aprous,
shawls, 'boya' and ladies' blouses, con-
bination chaeamiase and drawers, barbers'
white coats, etc. These aire matIe li
white fabrics, espelally ln cambries,
but are afào matIe ln printe, delaiînes,
cashmeres and sike. Il. H. Gray &
Sons manufacture soaie ver beautiful
silk garments, for which they aire ha%
ing a special demand at present. Brit-
leih Columbia takes large quantltie of
these goods. The firm also maniiufac
tures grey flannel and flannelette skirts
and drawere, cottonade, denin and
jean overaIls; tweed, corduroy, and
moleekin pants, and plain and fancy
flannel top.shirts.

Blouses of all kids have been hiiviig
a strong demand this season, and it is
expected by the manufacturers thiat
next season's deiand wIll b a miluch
stronger cuten than thils.

'lhe mai jufacture of tlie" under gar-
luent lias been reduced to a science,
aid the great division of labor that
lias been introduced c.nables producers
to place thesae garmeniLtas on th, mar-
ket at astuiiiiingly lo pric-s. At
the sane tiue tht be.st of nateaiil le
used and tlie grcatest cire takeni tu
have every garinent perfertly made.
The cutting la done by xlertus, and its
donc ln ich a snanner tliat fron three
to ecvei duzen cain be cut at once, thiuae
redaicing thie price of accurate tuiting
t a m"rc tri!le for each garment. Then
ln thre case of white undrerwear, thc
garments are next trimmed by onc rer
son, ther tucked by another. Tlhtin
the various parts of thre garment are
ready for being put together, anil tliii,
'xgain ls donte by one persona, wçith the
nid o! ;nathinery driven t . iag ma
:hines. fUter being t'ui. furnied tit
garment goem to another machine to
bW buttoi holed. the ai to saothet-r tu
have fla huttou stewd on, then to
inuther to be irontd, after wuhiclh th( >
aire labielled, sized and packed li toxt-es.
This extrcme diltiioa of labor allons'
each band to berounît au aiJaPt at tla,
particular portion of ,work aissgned to
lier or him. and greater proflccicy ile
thua attained.

The aniaiut if tiese goodis conbuit i
ln this countr3 may hie estiminted frot
tle fact hait ti- firma of L. Il. Gra'
& Sons tarnt out about one liindred
dozen artkltles pr day. A large ain
lx r of girls are employed, and thi ma.ý
clin-e sart- alli drîvi a& by tt<ii or 1 lec

el y,-,ttiuis ligittziiig t lie work i ery
dr.eiu3ctnbly. T1e bours worked ar,
about lifty-ti-ce per week, and nost
of the handst are pald by the pece, soie
Maklug ve y ligli wagea.

THE WEAKEST LINK.

lia no part of thre mercantile round
le the true business instinct more
tu requost, or more essential to
euccess, tian in the treatmaîent of stock
tiat. show, a teiidency to becoum. a
fixture li the place. 'lhe twin teste of
a mierchant's sagacity, espeelaily a
maerchant, viose purciiases must be of
a novel character, aire his selectionsi lin
the firet place and tie condition of his
stock at the day of reckoning. Ili the
former respect the best talent find It-
self frequently at fault; fallure li the
latter, however, li oftener due to weak-
ness, irresolution or Inattention to lim-
portant detals. Fancy furnishinge, for
Instance, are perisliab\e, but they sel-
lou die a sudden or violent death.
They are subject to lingering disease,
the symptoams of n% hiacl aire hardly visi-
ble at first, and they need to be closely
watceld, even when lu apparent
lalith. Some goud. like bole clildreii,
corne into the world slckly and never
thrive. A9 soon ais the fact le disov.
ered, they should be donc for, withuut
waiting for them to mature on our
hand--the gootis, we mean, not the
ehildren.

To seil for cot, or less tihan cosut,
goods that posees real beauty or other
excellence, Is unot agreeable to one's
feelings, but the maerchantable qluality
is the only une that can lae considered
in buchî cases. À eIler cftnIot Uear a
hisa onnîa gouds, bu they eier so fine or
iandsone. If they dun't sell this wek,

w1ll they lie any more llkely to sell
next week? Will the prIce adNance,
think you, as the season uanes? The
sacriflces olten madle b3 wholebale ien
tu clean out their stotk would nake
nany a retailer shudder.

Here and there we find a man who
cau truthfully say that hils entire stock
le saleable without ioss. Every one
knows the necessity of keeping cleur
of old stoek, but few really accomplishi
it. Old stock ls a ravenouis devourer.
Every day It conseumes shop relit, clerk
hire, insurance, it vats a share of ec ry
dollar lu the business and gives nu-
thing back; every day Its merchant-
ible value beconies less, as thre day

of its former popularity-if it ever had
any-- recedes Into oblivion.

Suie men seem to becuie so u armiil3
attachied to the goods they buy as to
lac ur.able to part with them, hou -
t %er old and suptriluous tliey becoie,
uilta the prices fixed upon tien lin the
li atiky uf tiheir youth be realized. Sami-
uel Jolneon sald. "It le natural for
ian ta listcan nith credulity to tie
w hilpers of fancy and to indulge the
illusions of lop.' Men who du that,
laow ever, w oitd brst trot nonkey w Iti
thre dry goods trade, but ai good many
of thremr do. We have knoun more tiain
one w ho uwalked tihe broaid road that
leaeIrti to bankruptcy, laden like Sin-
bad with the deluilon tlaat lie would
realize goud niont) some day from his
superannunied w arts. What ought to
ie le not always what is. "It ls a good
thing and oughit to sel some t.me."
Have we not lieard titis over and over?
And the good thihng in tucked awny
in case or dra nt-r t4 at it a mor. zap-
preciatiue cus-toitr. ho. alasi neur
coines. If thie froest of public disfavor
or I:idilfferenrce has benumbed an art-
IcIt of fancy Rtuff, or a newter style has
put its nuose out of joint, the only
question 1i, how cieap nmust. I sell it
to make sure of Its quick despatcl.?
The thoight of its cogt must be wholly
ignored.

Cleartg out atock is not a labor be-

Vuggng exclusively to the close of the
seaon, much less to the beginning of
the net. Constant attention muet be
the rule. It i a work of every day lin
tie year. Thre accumuslatlon of "liard"
,styles, "iloud" colore, odd sizes, trash,
ragtag and bobtail, occupying valu-
able room and keeping fresh gouds out,
the bete noir of clerke, the eyesore and
wearineas of heart to proprietors, muet
le antleipated and guarded aigailst.
If a style, a pattern, a color lags li
pale from day to day it muet be puslied
if necessary by a reduced prIce ut once,
but certailny by taklng care never to
forget or oerlook it when there Le a
chance for a sale.

Every one likes best to show the full
box o tie uewest goods, but to Ig-
nore the seraps and sorte le mercantile
suicide. All trades are top heavy with
an insane glut of varieties, and if one
le to keep abreast of the popular drift
lie must not let bis craft become water-
logged with unisalleable, duffle.-Westt
Coast Trade.

DON'TS FOR CLERKS.

Don't lose your tewper. No natter
how provoking or ll-tempered your
custonera are, treat threm politely.
Tlhey w ill appreciate it, even though
they may not appear to. Don't be
afraid to show gouds, nor act as
though you did not wish to do it.
customers wili, always go where they
recelve the most careful attention.

Don't miarepresent goods. If you
can recommend goods truthfully, do
so, if not, do not urge thein on your
customer. They never forget it, and
will never trust you again.

j)on't alight the poor customer ai ire-
ly to wait on tie rich one. The poor
person's monley 1e as good as any and
they feel neglect more keeily than a
rich person. Wait on cach ln their
turn.

Don't be saucy. It's neither witty
nor polite. Dun't be afrald to smile,
Lveryonae likue a pleasant face. Don't
under any circuustances comment un-
fa% orabiy ou one customer to another.

Don't tell your emitoyer's buiuness
to anyone.

Don't n.'glect Sour work when your
employer is away. See that everythlng
je as well taken care of and customers;
w aited on as , cli as though lie were
in the store. Dou't make promipes,
such as proLuring certain g>ods, etc.,
unlesb youn are sure youi can fulfill them,
and, baving made them, do not ne-
glcct them. Don't attempt to wait
on a custoner and talk with a friend
at the sane time. Give your whole
attention to your cuistomer. You can-
not show goods properly while think
ing of something else.

Don't make an old lady or gentle-
man wait while you attend to others,
n.nd don t lose patience with them
because they are slow. You v ould
not like ta have others treat your
father or mother rudely because they
are old.

Don't talk too much. Don't attempt
to tell your customer -what they
should buy. They know better than
you what they require. But if they
ask your opinion give it truthfully and
courteouisly.

lu conclusion, I would eay, do know
your stock thoroughly. Understand it
eo you can show it to ite best advan-
tage.

Do keepit clean I A peron, epe-
ciaily a girl, who cannot or will not
dust properly la not fit to take care
of stock.


