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THE CANADIAN WOOLEN OUTLOOK.

THI'I advances in raw anaterial are bound to send up the
price of Canadian tweeds, and 1t remans to he seen what
advantage the mills will take of the new situation, i.c., an era of
tevived trade all over the world, and a pretty certain demand
for the better class of goods in tins market. A Canadian
material has always to fight cnough native prejudice at home
without demornalizing the trade by utter collapse in prices. “This
season a satisfactory demand for Canadian fabnies is alrearly
reported both for men's and ladies® wear, and selections of the
sprung patteros have, as recorded in an incident related clse.
where, been so favorably commented on as to raise suspicions
that the goods were not Canacdian atall! There s a lesson in
this for Canadun woulen men. Let them not run o much to
cheap grades, wastuing, yes, practically wasting, the best designs
on the lowest hines, preventing both jobber and retailer from
getting any price for Canadian fabics on account of an absence
of igh repitation. Some talors will not keep Canadian 3 oods,
the reason bemg that the customer has no opinton of them and
will pay no price for them, A reputation can be enhanced by
coopetation and aterprise, and af, as Tie. Review suggested,
a Woolen Manufacturers’ Association were 1n existence, the
makers could soon use it to advantage.

This summet thete has been quite an active export trade to
the United States from some of the mills, sach as the Paton mill
at Sherbrooke, and the Cornwall mill, a trade which the McKinley
‘T'ariff rendered impossible. The Amencan market may always
be counted on, under normal tanff conditions, to take some of
the noveltics and special ines made in Canada, and when our
mills can get any standing in the States they should make an
cffort to deserve well of Canadhan opinion.

MR. CALDECOTT'S ADDRESS.

HE d.y goods trade cannot fail to hawve observed that the

only pointed, practical vtterance addressed to Sir Charles
Ruvers-Wilson since he arnved i this country was delivered by
one of themselves.  Mr. Stapleton Caldecott, president of the
Board of T'rade of Toronto, scems to have considered that the
president of the Grand Trunk Ralway was here for some other
purpose than to be loaded down with polite platitudes ; 1o eat
well-oooked dinniers ; to bisten with adimrably concealed wean-
ness to the effusions of the **address fiend.”  Mr. Caldecout
thought, as any other man of common sense was entitled to
think, that the rulway magnate was here to find out the real
sentiments of the business conumumity . to learn their wants,
and to sce i his company could supply them. sir Charies
would probably be the first to adnut that this s cenainly one of
the causes of his visit.  He camie out o wnspect the road and to
vestigate its telations with the public who contribute to its carn.
ings. His is not a pleasure jaunt, nor even a triumphal pro-
gress for the eachange of compliments at every conventent stage
of the journey.  To make the Grand Trunk a2 dividend-payving
concem 1s lus object, and any complaints which patruns of the
linc have to make are just the sery matenal he requires to help
him to a concdusion. Therefure Mr. Caldecott s entitled to
the thanks of the commun, ¥ fur spuaking vut plaaly and prac
twally when the vecasion presanted sl OF course, Sat Chatics
Ravers-Wibon wuld not at vace acquiesce in the programme
It mcant addittonai vutlay, and that has to be care-
He tenced with all the

presented.
fully wesghed befure being gond ato.

skill of a commercial diplomat. At the same time we obsen,
that, since Mr. Caldecott's ‘T'oronto speech, Sir Charles, speaking:
at Detrort, announced a very important concession in the efti
ciency of the freight service.  ‘The railway authorities are, o
doubt, anxious to do all they can to increase the road's papu
larity and sticcess, and they are helped to this goal by just such
straightforward rematks as those indulged i by Mr. Caldecott.

MERCHANTS AND THE MUNICIPALITY.

i merchants only had more tune to devote to municipal

affairs there would be less debt, less extravagance and less
dishonesty in the administration of all our urban-communitices,
Just as the cash system s infimtely preterable to credit i bus
ness, so is avordance of debt a far wiser course for a munici
pality than a career of tig loans and profuse expenditures,
Governor Macintosh, 1n his recent speech to the newly-assem.
bled Lygmslature of the Western Ferntortes, lad stress upon
this  He ponted out that a new distnict hike our ‘Ferntones,
winch are trying to secure new settlers, 1s more attractive to an
n-coming population if s debt is small and its taxes hght,
“ The Canadian Northwest ‘Terntories,” he sawd, * should be
made a cheap country to hve in”  This is equally true of older
(anada.  Merchants naturally favor a town being made attrac-
tive by well-paved streets and good drains, because 1t promotes
growth and increases their trade.  But let them take care that
the mumapal policy 1s conducted on the same lines as they
apply in th=ir own business.  Sce that the town’s debt does not
run ahead of the people's alulity to pay.  Be sure that no local
work is scamped or that ratepayers’ money is not leaking into
contractors’ pockets.  In other words, it pays the merchant to
keep a watchful eye on the municipal finances, and to have
someone in the Council who holds a brief for the business men,
.\ clean street and a good sidewalk may contribute to increased
sales, but, in the long run, 2 municipality that lives beyond its
means is on the down grade, and all the new-fangled luxuries of
asphalt, telephone or clectric light will not put the local trade on
a better basis.

ADOPT THE OASH SYSTFM.

A. E. lees & Co., of Vancouver, B.C,, clothing, hats and
men's furnishings, write to Tng Review that they have been
reading the articles in this journal favoring the cash system,and
have tesolved to adopt it.  In ar announcement to the public
through the lecal press they say :

“Qn September 1st our books will be closed and we will
scll fur cash unly.  This will enable us to give you more for
your money, because we will avoid the expense of kecping
bouks, the time it takes to cullect accounts, and the occasional
loss incidental to the credit system.  We often hear the remark
‘that man is as good as gold,’ but this is untrue, gold is a
medium of exchange, a book debt is not, and no man ever
liked us better because he uwed us, on the contrany, if he is
unable ur anwilling to pay he avuids us and pays his cash to
our competitors.

“*Selling goods at cost?  No, we are not.  You would not
believe us 1f we sad we were, Lut our profits are just as small as
we can pussibly make them, you wil find vur goods as cheap
as the same goods are suld anywhere i Vancouver, and nuch
cheaper than some people scll them.  The secret of our success
sthat we keep the kind of goods you want, we buy them 1 the




