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WOOLLENS FOR NEXT SPRING.

E have got some splendid goods for nt.xt
spring" mid Mr. A. J. Johnston, the Itell-
known buyer for Wyld, Grasett & Darling,
with his usuial affabiity. "Just cone tiere
for a momtent and l'Il show you somie of the

samtples I brotiglt with tue on my return fromt
IN the old country."

Takîng down bis sample book he showed
,me beautiful patterns in Scoteh Cheviots.

-%t newest tints are in browns, fawns and
ta.I all subdued and making a pleasing and
t' tive impression upon the eye A feature
n -1 înaâke of these goods is the hoppsack

and -. ringbone weave. " They are manu,
factured specially for us" sa.id Mr Joh-iston, "and are as fine a lot
of goods as could be seen anyw.iere. Tthe fashionable houses in the
West End of London have aIl taken uap that class of stuiff."

Patterns of English tweeds were tien shiown nith the samne
teatures as the Scotch. Shepherd ctherks for trousarings and worsted
trouserings of smait, neat effects will be features in the liner trade,
also with a stripe down the side. As gond a demiand for black
trouserings as last season is anticipated Colored wnrsted suitings
in small, neat effects in ctlors simitar ta the Scotch c heviots will also
be a leading teature. Blue serges will also be in demand for suitings
and there will still be a big demand for black wnrsted coatings, a
feature of whirh will be corkscrews, venetian twill and large twill.

For Spring overcoatings, Meltons and Venetians in a variety of
colors, drabs, fawns and various new shades will be the leadmig
feature.

NEATNESS AMONG CLERKS.

It bas not, perhaps, entered the mmd of many clerks of either
sex to notice how much their hands are exposed when showng gouds
of any description says the Dry Goods Economist. Handsone
hands are at a premium, but Jean bands and nails may be had
and should never be absent when handling dry goods. % e can
readily understand that when Justing the stock the clerks hands
will become soiled, but when this is the case .atl another clerk to
waît on a customer. Ta descant upon the beauty of a ribbon held
by an untidy band can but afford the chance of comparison in ta
custoiner's mmd.

Dust creates havoc wher.ever it may stray, and a clerks clothes
are no exception to this rule. Well-combed hair, clean hands end
collar and cleanly arushed clothes and shots gave a neat appearance
behind the counter as well as in front of it.

The use of a quantity of cheap jewelry on the part of a sales.
woman is very poor taste, also of perfumes that may be very dis-
agrecable ta a customer.

The use of black aprons is universal to protect the dress, but to
wear a tarn one is a perfect eye-sore. We have never seen a clerk
so busy, except durir.g the hohidays, that she could net take five
minutes during the day ta mend a torn apron.

Black gowns are generally worn for economy at,d as they afford
a gocd background for the goods, and d Ainm the warm weather

•many skirt waists are worn that ara both neat and comfortable when
belted down, but one side pulled out. from reaching up, and soided
wrist bands, make these waists slovenly in appearance. We can
understand that low and medium salaries exist, which prevent any
excess of changes in the wardrobe of a sateswoman, but we also
know that " cleanliness is next to Godliness," and no excuse for un-
tidiness should be taken.

This properly comes under the charge of the supermntendent, as
each buyer is concerned only in the buyimg and selîng of the stock.
For this reason many times a woman would bc qui.ker to observe
such lapses and govern the clerks accordingly. 1t is a well-known
fact that saleswomen ro net like one of their own sex for a manager.
Th .know toe many ai their fauts and weaknesses, and many are
no oilbt inclined ta govern with a band of steel, net nclosed in the
glove Of velveL

OBITUARY.

Mr. Williamn A. Murray, one of the :nost prominent retail dry
goods merchants in the Dominion, died at the residence of his eldest
son, Atholbank. Scarboro, on Sepiember 7th. Early in the year he
was attacked byjaundice, and failed so rapidly that he was advised
to go ta Germany and try the battis at Carlsbad. Accompaned by
its son, Dr. Chartes S. Murray of New York, he left Toronto for
Carlsbad about three montis ago, but as he appeared to derive nu
benefit from the change he returied ta Toronto about the middle of
August. All efforts ta aineliorate his condition were unavailing
and he passed away on the date mentmned above surrounded by lis
family.

Mr. Murray was born at Perth, Scotiand, n i8t4. He learned the
dry goods business il bis native toNn and afterwards went to Lim.
erick, Ireland, where he lived for a short time. le came ta Canada
in 1854 ta join his brother, Alexander, in Hamilton where lie re-
mained for two years, ..nd then removed ta rotinto enterng mto
partnership with Mr. (à. I. Wylthe. In 1853 the firni of W. A. Mur-
ray & Co. was formed, Mr. Wylle retirng and Mr. John Drynan
beng given an interest in the business. Mr. Murray retirei fron the
busmess in March of last year lie was well known and highly re-
spected in the Englhsh markets, as during bis long connection with
the firm, cf which he was the thead, he crossed tht ocean ?very year
to personally supervise the buy.ng of goods. He was a thorough
business man and never cravei for pohtcal or municipal distinction.
The only Society he belonged to nas the St. Andrew's. Deceasei
is survived by his wife, formerly Mrs. Cawthra, whom he married
last year, and by four sons and one daughter. Three of bis sons,
William, James and John are now partners in the business, and the
fourth, Charles, enjoys a lucrative medical practice ia New York.

HOW TO MOVE SLOW GOODS.

"Matthew Marshall " says in the New York Sun . I remenber
w.lking one mornmng, years ago, anto A. T. Stewart's retaîl dry
gnndç establishment on Broadway white the old gentleman was
making bis usual round of the various counters. ;n the course of it
he rame up to the place where I was standing, and after hurriedly
saluting me he began catechizan the salesman In attendance.
Taking up one article, he said . " Hox much are you sellng chese
for >" " Forty cents, Mr. Stewart. " " Do they go welltIl Il Not
very well, sir." " Put thein down to twenty.five cents ; How much
are these ?" taking up another article. Seventy-five cents, sir. "
"Are they going well "Slnwly, sir." " Make them fifty cents.
And these " "Sixty cents, sir." " How do they selI at that tI
"Very well, sir " "Let them stay there." And so he went on
through the entire stock displayed on the counter. Observmng my
amused and interested look, ha gotd-humoredly turved to me and
said- " It is of io use to keep goods up so high tiat customers
wilt not buy them, and the vorst of ail mistakes in a îser.nant, after
he h.îs made the mistake of buying things whîch are slow of sale, is
ta hold them for a market The best way is ta clear them out at
any sacrifice, and lay in a better selected stock." Mr. Stewart
knew hum.n nature, whatever he may have lacked n knowledge of
architecture and pictures, and he was the prince ofshopkeepers.
He did not often miss suiting the taste of the public in dry goods,
but when he did, he gnt out of the scrape by appealing toits avarice.
Men and more -o women, dearly love bargans, and will buy thngs
because t'iey are cheap, when they will not buy them because they
are pretty stnd suitable Moreover, Mr Stewart hat learned a use-
fui lesson th.:t a lttie loss at the beginmng is preferable ta a great
one at the end, and made his losses as he did his profits, small and
quickly.

CORRESPONDENCE.
Wo sclicit luttera fromt our readers on bushl. -8 topiez. A pracuicai moer-

chant's.vews are etwaye oi groat valu, to others an tthe qamo businesq, ana
we shoild be pleased <c. ilavo ourpaper mado the imodiutu c exchanging
such oinIons and expferiencis.


