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COVERS FOR BINDING.

THY publishers have issued a handsomo cloth case for
bnding the  first volume of ¢ THE CANADIAN
MoxTALY *” ending with the Junc number. The cost will
be40c., or by postiree for 50c. Citysubscribers can have
their volumes bound, including case, for 75¢. The pub-
lishexs will issue gratuitously with the Sept. number an
degant tinted duplicato title-page, preserving the eni-
blsmatic character of the magazine cover. Subscribers
‘had better, therefore, walt receipt of this before binding
the volume.

UNDERSELLING,

TaE distussiom  which for the past vear or so has
been so vigorously carried on, concerning what is gener-
ally regarded as the one cause of the demoralization of
the book trade—underselling—is by no means new.
Theirade organs of England and America of ten years
sixcs all contain articles and communications of which
those of the past year arealmost duplicates, in form and
saggestion as well as spirit and complaivt. All this
timne, notwithstanding most vigorous protest, the evil
has been growing from bad to worse ; the chief hope
now-a-days isthat the system has become soruinous that
a change for the better must be near at hand.

The history of this matter begins early in the pre-ant
cexmtury.  Up to the turn of the century, and indeed for
a Few years later, the English country bookseller could
ro% buy on his half-yearly accountat less than 10d. on
the shilling, or16 23 disconnt. Paying transporlation
charges, and frequently giving credit, he had no idea of
slling = book at less than the stated prices. About
1820, the system of travelling camo in vegue; then trade
dinners (sales) decame commnon, at which special rates
wereoffered, and s twenty-fifth copy thrown in gratis;
413 later 25 off wes 8 common disconnt, and & thirieenth

copy Wwas given away with each dozen bought. Entur-
prising retailers began to offer discounts to customers, in
some cases 20 per cent., and the trade in England grew
thus into its present demoralization. There has been
very general complaint in England over the difficulty,
but it is nothing there to what it is here. Tiwenty-five
off and a thirteenth copy with the dozen, makes one-
third off ; here forty off is & common publishers® dis-
count ; fifty is not unfrequent ; at ¢ special sales” we
have heard that sixty has been reached ; while, at the
trade (auction) sales there is of course no limit to the
lowness of price, and books have been slaughtered as far
below cost as ninety per cent. of the published price.
The retail discounts have followed closely upon these,
with much the same history as in England. Uike com-
plaints of the .. -:oralization of the book trade come
from Italy. The difficulty has never arisen in Germany,
hecause of the thorough and excellent organization,
esprit de corps, and wise far-sightedness of the German
trade.

During these ten and more years of discussion, there
has been one cry from the trade—Fnglish not American
—the remedy unanimonsly suggested by the vetailers
themselves being the reduction of the stated price to such
an extent that not more than twenty per cent. could he
in any case allowed by the publisher. All the difficulties
and all the problems of the book trade are intimately
assnciated with this question of underselling, so that in
discussing it everything seems to come up. In connec-
tion with this suggestion, the retail trade protestsagainst
the selling of books at retail by publishers or jobbers,
especially below the stated retml price, and against the
““mailing notice ™ system, now adopted by all aur pub-
lishers in advertising, to send any of their books free of
postage on receipt of retail price. It asserts that under
the present cut-throat system, #¢ does ot pay to * keep *
up stock,” and that to earn bread and butter, the “*book-
stores” must be chiefly filled with stationery and *gim-
cracks,” and books made 2 subsidiary matter, to which
little attontion can be paid. Buyers who wish more
than a singie book, habitually order from the publishers,
~ho act also as jobbers for them, and procure what they
want at arate as low as, frequently lower than the book-
seller can himself obtain, because he must pay his own
cxpress bills, while his should-be customer is furnished
carriage frec.  And so the magjority of * Look-stores”
through the country keep but two or three hundred dol-
lars” worth of book-stock on hand, order few new books,
simply offer to obtain what the infrequent chauce-




