
* - ~ ~. - I

THE -:- DRV - GOODS -:- REVIEW.

A CHAT WITH RETAILERS.

W/A NA R are a riskanîce in tins country
and the retailers should combie to

sit on them." Tlhey rob) the mer
chant or his daily bread. Supposing
your wife or daugliter does get her
iiniae in the piper as having lent lier
genial smiiles to aid in the selling of
goods, reniember you are losing mioney
l yl Nintreal i; rursed with tlm.
the plapierq advertise theni rreely. fuily
a cond tiniv. and without charge
in Tnrnto it il nearlv as had lin

the. Other cities and tov:nis of ranîada.
the curse i found. man tir less lpveryboov rushes to themt.
and, in spite of thi.r better judgmient, are cajolcd into paying
two prices for unnecessary articles. li the interests the
trade. it should le stopped. and iradesmien should have back.
bone enougli to frnily oppo.le al such contrivances and arrange.
mients whicli derange or lessen trade.

WrFRvi TiiF nom-itsv*s

ihen the Chrstmas trade is over, ansd thi big sales are,
secminigly, gone by, du not :,t downs and suck your pa%%, like a

bear, for lack of %omevtliimg tu du. Rush for tradt. lien. just a.
liard as ever. Devise ail mîanner of sc.hemes tu attract pecople.

. Special lines and bargains, well ad'ertised and displayed, will
kcep tlhe coin rolling in. Keep > our clerks bus) and actie. A
half.woîked clerk will soon becoite positively lazy. in his own
interest and yours, keel himi active. If lie has nothing else to
do, tell himîî to huint up sonie new designs for winîdow dressing,
or inside decorattons. When trade grows duller in January and
Febritary, nlever grow duil yourself. Then i;the time wlen you
can exhibit your superiority over your circumstances and your
comipetitors ; and you cati push for a trade which is only secured
by those who are ahead on the homle stretch.

The mîerchiants of Hastings, Nebraska, tried the experimenît
of laving thcir gonds dehivered on the co.operative pkan, but
discontinued it afier une month. A number of those who were
in the schemte said that it worked well, was muîch cleaper thau
ruming a waggon themiselves, but thait petty jealousy anong
somte of the merchimts preented its success. Froni the various
views cxpressed it would %csi that the plan might be nade a
success amonig miert hants in an> snall townl, provided aill the
merchants went into it and mainîtainîed the right kind of feeling
amîong tuemlcs utk .ar<. that gonds wurc got ready prompt
1>, su as nout tu kçq, tht waggns naiting, and cmplou edi reliablh
delitr>men with a thurugh kiuwedgc f the tun. Surt
these would tnt seei impossible requisites.

l'le uew year ts yet too young to warrant a prediction io
what the mtfant wil grow to be. Muclh depends on liow ve
nurse the new born. hacli or us must assume a certain amount
of responsibahtty mu bringmg hie chld to the ape. of success.
The buyer and the salesman mus cach feel equally bound to
adince the interests ut their enployers. i he employer, ili
turn, must 1cel a certaim anat out responsiblhty as to the suc.
cess of lits emnployce. Their mtierests miust bc mutual, the
success of one ms dependent uapona tih success of the other.
hvery effort durng 94 of iîrclait, buter and salesî.m nîust

bc founded upon the principles or co.operation. It miust be a
"l pul liard and a pull together." 'h'lie laggard in the business
race of '94 will bc traipled utpon anid will have perforce to
"get down and out."

There must bc a different business tonie used this year fromt
that used last. l'he amimunition must be cleaned with -i better
oil, and the army of dry goods mei, the old vcterans and the
new recruits, mlust be more thoroughly drilled, so as to "stand
attention " to the i394 business cati or "every mat is expected
this day to do his duty." 'lhle smi with rusty arms and with
lis knapsack (stock) out of order ouglit to bc court-niartialcd,
drunined out of the arny and dishonorably disclharged. There
miust b eerywhiere a healthy iîind and a lealthl> bod>, and
there will thieni bu a healthy trade. Feuds bîetween employer
and emiplo ce should not exist, for on the adlierence of its sev
erat parts does the safety of the business building depend.
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Don't carry goods as ballast. It is not profitable, says the
Dry Gonds Economist.

Throw ail dead weiglit overboard.
puslh your odds and ends and brokeen lots before the end of

ti scason, and rully resolve tocarry nothing over not necessary
tu the wel.beitng of the departnient.

)hort season gonds. want more attention still.

A style or color mn parasols that pronised well in the early
spnnmg umîay not bc half as desirable a few weeks lator, and those
you werc a ble afraid of nu makng first purchases miay bc

quite the rage later on ; or a new style may be introduced that
wdll necessitate quite late purchases or lss of trade. A loss of
that ki d mancas also, in a measure, loss of prestige.

Keep your stock well in hand. Niake snall purchases, and
e-order as often .1- necessary.

Do not delay an ihour in ordering if the goods are needed,
and do not hesitate a monent. to cut the price Ôf the styles
whieh are slow.

That stock of waslh gonds sold well at 4o cents, but a eut to
25 cents july ist would have closed out the balance, given -you
money instead of merchandise, and you would have been selling
new gonds in September at a profit instead of struggling with
those few odd pieces at half.price.

Fili up broken lines tunless you wish to close then out ; if
so. act as though you meant it; let them go.

Don't nverload. Il these davs of rapid transit it is fnot
necessary.

An .'ctive stock is more profitably handled, cati be kept
bright and freshi, and can be turnied over rapidly, necessitating
sialler capital and less risk, which is equivdlent to more profit.

If the experience of the past dull period teaches the dry
guuds nerchant not to overbiy, then it will have been profitable
indecd.

PRIZE CoMPETITloN.

i'E RE:vEw's prize Competilon is a new departure in
Canadian trade journahsmi. It should draw out much practical
information from retailers. Do not be hoggish with.your ideas.
l'ut theni down on paper. It will do you good, even if you do
tnt get a prze. Moreover, it will do the trade good to have
your ideas and your experiences. An interchange of opinions
us always beneficial. If you baven't tinie yourself, gîve your
best clerk a few ponters, and a chance. It will do himî good.


