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READY-MADE WHITE-GOODS.

URING the past twelve yenrs
the censumption ol factory
made ladles' undeswear has In
creased very repidly In fact, all
kinds of ready-madc garments are on-
periencing a growlng demand, and the
amount s0ld is increasing the cheap
ness of these manufactured goods. At
present thero are three factories in
this city making this class of goods,
but these are Almost tho only factories
in Cunadnr. Montreal hud one or two
jucicries, but they are not now in ex-
Istence. At present these factories are

busy making samples and stock for the
next season's trade. Awmong the gar-
ments made are chemises, drawers,
nightgowns, corset-covers, skirts,
robes, barricoats, pinafores, aprous,
shawlis, boys' and ladies’ blouses, com-
bination chemise and drawers, barbers'
white couts, etc. These ure made in
white fabrics, cspecially in cambrics,
but are also made in prints, delulnes,
cashmeres and seitks. R. . Gray &
Sons manufacture somae ver) beautiful
s8ilk garments, for which they are hay
ing a speclal demand at preseat. Brit-
ish Columbia takes large quantitics of
thege goods. The firm alko mauunfac
tures grey flannel and flannclette skirts
aml drawers, cottonade, denim  and
jean overalls, tweed, corduroy, and
moleskin pants, and plain and fancy
flannel top-shirts.

Blouscs of ull kiuds have heen haviug
a strong demand thig season, and it Is
expected by the manufacturers that
next season’s demand will be much
stronger cyen than this.

The ma sufacture ol thess under gur-
ments has been reduced to o sefence,
and the great division of labor that
has been introduced cnables producers
to place these gurmwents on the mar-
ket ot astonishiugly low prices. At
the same time the best of matetfal s
used and the greatest care taten to
have cvery garment perfectly made.
The cutting is dvae by «aperts, and is
done In such & manner that from threo
to seven duzen can be cut at opce, thus
reduclng the price of accurate cutting
to a mere trifle for each garment. Then
in the case of white undcrwear, the
garments are ncxt trimmed by one por
xon, thern tucked LY another. Thun
the various parts of the garment are
ready for being put together, and this
agaln {8 done by one person, with the

. 81d of machinery driven scwing ma

-hines. After belng thue furmed the
rarment gocs to avother machine to
Lr buttoun Loled, then to another to
have the buttous sewed on, then to
unuther to be frondd, after which they
are Iabelled, sized and packed in boxea.
This extreme diviglou ol labor allows
cach band to become an adept at th
particular portion of work assigned to
licr or him, and greater proficiency is
thus attained.

The amount of these goods consumed
in this country may be catimated from
the fact that the flrm of R. H. Gray
& Sons tarn out about onc hundred
dozxen asticles per day. A large num
W r of giris are cmployed, and th, m.
chinea are al) drivin by stcam or «lec

Ctylelty,thus Hghtening the work very
. ¢opx{Jecnivly.

1be hours worked arn
about flty-threo per week, and niost
of the hands «re paid by the picee, some
making vers hlgh wages.

THE WEAKEST LINK.

In no part of the mercantile round
Is the true buslpess instingt more
W request, or more essontial to
success, than in the treatment of stock
that show. a tendency to becoumr: a
fixture in the place. the twin tests of
a merchant’s sagacity, especially a
merchant. whose purchases must be of
u novel character, are his selections in
the first pluce and the condition of his
stock at the day of reckoning. In the
former respect the best talent fiuds it-
self frequently atv Iauly; faflure in the
latter, however, fs oftener due to weak-
ness, irresolution or inattention to fm-
portant details. Fancy furnishings, for
instance, are perishably, but they sel
doma dle¢ a sudden or violent dcath.
They are subject to lingering digeases,
the symptoms of which are hardly visi-
ble at first, and they need to be closely
watched, even when {u appuarent
health. Some goods, ke svime children,
come into the world sickly and never
thrive. As soon as the fact s discov-
ered, they should be doae for, without
waiting for them to maturc on our
hands—the goods, we mean, not the
children.

To sell for cost, or less than cost,
goods that possess real beauty or vther
vxcellence, is not agreeable to one's
feelings, but the merchantable qoality
is the only vne that cuan be considered
in buch cases. A deuler cansot wear all
Iiis own goouds, be they ever 8o fine or
handsome. If they dun’t sell this week,
will they be any more likely to sell
next weeh? Wil the price adyvance,
think you, as the scason wanes? The
stterifices viten made by wholesale men
to Jdean ovut their stuchs would mahe
wany a retailer shudder.

Here and there we find 2 man wbo
can truthfully say that his entire stock
is saleable without ioss. Every one
knows the necessity of keeping clear
of old stock, but few really accomplish
1it. Old stock is a ravenous devourer.
Every day it consuwes shop rent, clerk
hire, insurance, it cats a share of every
dollar in the busincss and gives no-
thing buck, every day its merchaunt-
able value becomes less, as the day
of its former popularity—if it ever had
any— recedes into oblivion.

Some men seem L0 become 80 wartly
attached to the goods they buy as to
be urable to part with them, how-
vver uld and superfluous they become,
utilves the prices fiaed upon them in the
hed day of their youth be realized. Sam-
uel Jolinson safd. ‘It is natural for
man to Hsten with credulity to the
whispers of fancy and to indulge the
illusions of hupu. ™ Men who do that,
however, wowild Lest not monkey with
the dry goods trade, but & good many
of them Jdo. We have hknown more than
one who walked the broad road that
lcadeth to bankruptey, laden like Sin-
bad with the dclusion that he would
realize good monc) some day {from his
superannuated wares. What ought to
be is not nlways what §s8. It s a good
thtng and ought to scll some time."
Have we not heard this over and over?
And the good thing s tucked away
in case or drawer to await a mor: ap-
preciative customer, who, alas! never
comes. If the frost of public disfavor
or judifference has benumbed an art-
tcle of fancy stuff, or & ncwer style has
put ite nosc out of joint, the only
question g, how cheap must I sell it
to make sure of its qaick despatcel. ?
The thought of {te codt mast bd whally
ignored.

Clearing out stock {r not o labaor Le-

tonglog excluslvely to the close of the
season, much less to the beglnuing of
the next. Constant attention must be
the rule. It 18 a work of every day in
the year. The accumulation of “hard”
styles, “loud’” colors, odd sizes, trash,
ragteg and bobtall, occupying valu-
able room and hkeeping fresh gouvds out,
the bete nolr of clerks, the eyesore and
weariness of heart to proprietors, must
be anticipated and guarded aguinst.
If a style, & pattern, a color lugs in
gale from day to day it must be pushed
it necessary by a reducced price at once,
but certainly by taking core never to
forget or overlook it when there I8 a
chance for a sale.

Every one likes best to show the full
box of the newest goods, but to ig-
nore the scraps and sorts {8 mercantile
sujcide. All trades are top heavy with
an insane glut of varieties, and if one
is to keep abreast of the popular drift
he must not let his cralt become water-
fogged with unsaleable duffle.—West
(‘oast Trade.

DON'TS FOR CLERKS.

Don’t lose your temper. No matter
how provoking or ill-tempered Yyour
customers are, treat them politely.
They will appreciate it, even though
they may not appesr to. Don’t be
afraid to show gouds, nor act as
though yovu did not wish to do ft.
Customers will always go where they
receive the most carceful attention.

Don't misrepresent goods. If you
can recommend goods trurhfully, do
90, if not, do not urge themn on your
customer. They never forget it, and
will never trust you aguin,

Jon't slight the puor customer 1 re-
1y to wait on the rich one. Tlhe poor
persun’s mouey is as good as any and
they feel neglect more keenly than a
rich person. Walit oo each In tbeir
turn. .

Don't be suucy. It's neither witty
nor polite. Dou't be afraid to smile,
Lveryone likes a pleasant face. Don't
under any circumstances comment un-
favorabiy on one customer to another.

Don't tell your employer’s busluess
to anyone.

Doun’t neglect your work when your
employeris away. See that everything
;8 as well taken care of and customers
waited on as well a8 though he were
in the store. Dou't make promiees,
such as prucuring certuin goods, ete.,
unless you arve sure you can fulfill them,
and, baving made them, do not ne-
glect them. Don't attempt to walt
on a customer and talk with a friend
at the same time. Give your whole
attention to your customer. You can-
not show goods properly while think
ing of something clse.

Don't make an old lady or gentle-
mao wailt while you attend to others,
and don t lose patience with them
because they are slow. You would
not ke to have others treat your
tather or mother rudely because they
arc 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 it they
ask your opinioun give it truthiully and
courteously.

In conclusion, 1 would 8ay, do know
your stock thoroughly. Understand it
80 you can show it 1o its best advan-
tage.

Do keep it clean! A person, espe-
cialls & girl, who cannot or will not
AQust properly 18 not {it to take care
ot stock.




