
THE -:- DRY -:- GOODS -- REVIEW.

tie titis induceient had the effect of causing customenrs to
place large orders, trustng to tinte to aid themr in workinîg off
the stock. If the season happened t turn out unfavorable the)
bad 10 slauglter their goods in order to realize, and as a conse-
qunice the fell su tuch behind that Ilt a year Ur twu the>
found tiienselves n bankrup . Il has also been custonary
with Montreal houses to haîe iii the large towns and gencrally
througiout Ontario whiat is known as supply accounits, tiiat is
they got hold of a young man locall known and let hini have a
stock and take his notes in paynient. This practice had beconie
ainiost general with Montreal houses. The evils arising front
the above policy of long credit and having supply arcounts in
ailmost every town in Ontario becamie apparent when trade
began to shirink and goods lad to be sold ai less tihat cost to
kecp i) the sales. As a naturail consequence tlcir over buying,
mnadequate means and general incompletency becanie active
agents in bringing about disaster. lut tie cvil did tint stop
where it arose. It extended to legitimate traders because of the
competition they were subjected to by reason of the slaughtering
of titese goois by' the men who were supplied by wholesale
liotuses and also the numerous bankruptcy sales that took place
in their midst. It is no miarvel, then, that solvent retail mer-
chants bail witi deliglt and extend a liberal patronage to ite
new departure.

The new polacy is a sound one and will effectually check the
cvil of long credits and tlie still worse one of supply accounts,
biecause it places tite busncss mnîut of ieans i a position to
conpsete stccessfully withJ ticur fasured competitr, lesides it
comtpels the wholesale houses who have hitherto resorted to such
tubuste.slke netuhods tu t.all a halt and tu take a more careful
survey of lite situation whicli they are directly responsible for.
The only way 10 avert disaster is to demand of those who cm-
hark iii trade practical knowledge and experience, adequate
ieants atd business integrity. If those requirenjsens are present

business cai lie transsacted on a cash basis on a snaller margin
wth a better profit than hias hitherto prevailed under ite credit
systemt.

Vours truly,
brouta, .Xuig. ust W. H. Storr.

A NOTE OF WARNING.
lý.Ilow Dry GoaReCac

Sau, Retail ierchats oftien find tiemttselves undersold on
certain lins Iv their rnmpetitors, and they can explain il only
by cncîrludisng that a roipetitor is sellintg a particular line at or
llnw enst a,; a leader n te time ago I found I was being
unîderohl on two or thre eiirç liv a colpetitor whom I knew

was wcldo fotuid ';ellintg gonds exrceit al a flair ,dvatre un cost.
For days; I wnutde'red at this and tried to think out some -xpla
nation. i wrote to two or threce bouses for prices on the lines,
and was forced to tic conclusion that I lad got the lowest price
in the market. lut I received a hint front a traveller which led
ie to discover a practice which I think can not be too strongly

cordenned. I don't know how widespread the practice has be-
cote, but I have foîund two or three instances of it.

The tnck is as follows: A certamn wholesale house-1 woi't
say whether mt Montreal or l oronito--sends a taveller into a
town and sells one of the leadttg merchants. Abont tet days
aftervards anîother traveller for the samie house strikes the same
town and calls on a competitur of tite house previously sold to.
He showis the order gven b% tihe other nierchant and states that
he will seil iti 5 or 1o per ceti. Iess and thus give hini an ad-

vantage over his competitor. Of course this offer will -likt.ly b,
made only to metn whose orders are likely to go to anoth.
wholesalc house, andl it will thus be the nicans of opening a sa
account or increasing a small one. But at best it isa despical..
ncthod, and I show it up simply that merchants nia) b..
tiheir guard. Each onc cati draw his own conclusions from w
1 have said. .Yours truly,

bNkERCILA\T.

SILK. GOODS FOR NEXT SCASON.

HE American skirt dancer, Loic Fuler, who has taken ga%
Paris by stormt, las also been the cause of a most decided
fashion which, instead of dying out as was predicted hv

not a few, bids fair to continue with rene'wed vigor for net
season. Some of the.most careful buyers and manufacturers
lad no faitli in thre Loie Fuller colors and believed that tite)
would last just long enough to load up thie retail stocks and tien
become a drug, hard to clear out at any .price. In nothing
more than this has the uncertainty of fashion heen demonstrated,
for the popularity to-day is greater than ever.

The Loie Fuller rainbow effect differs fron the old ombre
with which the country has more or less familiarity. It has a
rainbow and lustrous effect quite ils own. Some of the iew
styles show large squares of 5 or 6 inches, each square contant.
ing a shading of one color; four or five different shades of reds
will join a square that contains as many shades of yellow, and
this in turn will join a square of green shades. When the ce
becones accustomed to this striking chromatic scale it enjoy «
the harnionious display.

Every one lias a more or less strong belief in Satin Duchte>.
in what it is generally admitted will bc a satin season.

l'eau de soie and moire antique, in both plain and change-
able effects, have many champions.

. One-color satins, with snall geometrical figures, dots, cubes,
etc., are spoken of highly, but there are not a few well-infonned
men in the trade who thmnk that the small figures have lad their
best day, and that larger and more decided patterns have a
better chance for success. Still, the majority favor the snall
effects in the less costly goods, while those who favor larger de-
signs believe that they are to find favor only with the expensive
and largely exclusiv;e trade. At all events, if there is going to be
any change it cannot be in the direction of smaller points, for
they would then becone invisible. Worth and other famous
modistes of Paris and London think that there will be mlan a
surprise in store for those who handle silk before the next season
is well advanced. Plain, rich colors will be the most in de
mand by the fashionable carl) in the season, so they report, but
iasnuch as their patrons are the ultra-fashionabie, their

opinions arc of secondar% interest to the great majority of
merchants in America, for their styles are generally a season
ahead of us. Blengalines, in both plain- and changeable
effects, are iouglit by some of us to be as strongly indicated
for the fall as they have been popular for the spring. -Rctailtu
and Jobber.

Mr. Bownan, New York, of the M. E. Q. Spool, was here
recently engaging men to travel for his firm in the States. This
is not unusual, as other spool manufacturers have donc so for
some time. Canadians arc much more popular on the otherside
than native Americans. The former are more reliable, trust-
worth and conscientious, and take a greatr iniçrest iri the affairs
of the firm ihey represent.


