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THE EVIL OF
DATING AHEAD.

NE day recently while con-
versing with a wholesale
merchant, we asked him
what was in his opinion
the greatest evil in the dry
voods trade at the present
time, and he promptly

answered “Dating ahead” He felt convinced
that unless something was done to crush out this
evil, which was getting worse and worse every
year, a crisis in the trade was inevitable at no
very distant day, such as had never been experi-
enced before in the history of Canada. “Why” said he *“to gie
you an illustration of how houses, who are endeavonng to do a con-
servative business, are handicapped, 1 was waited upon some days
ago by a customer who has always paid cash and he told me flatly
that unless 1 gave him his sorting up goods dated st Ucilober, he
would not deal with me any longer. He told me he had been
offered these terms by two other houses, and when he mentioned
their names, 1 was fairly staggered. I reasoned with hum and en-
deavored to show hin how much better off, in the end, he would be
by continuing to do a cash business, but it was useless. 1 refused
point blank to follow the example of the two firms he entioned,
and lost a good customer.” This is not by any means a solitary
case, and confirms the views exptressed by an old retail merchant, in
our last issue, that the dry goods trade is dnfting back to the time
when railways and travelers were unknown in the country.

The Drapers’ Record of London, England, expresses the follow-

ing sensible views on the subject: * The home trade houses have

only themselves to blame. The Scotch Louses have the discredit of
being the first to start the system. Theéy invaded England, and
only succeeded in gaining a footing by offering buyers more advan-

TORONTO, JUNE, 1891.
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tageous terms.  Lsadon hiouses followed suit, and are now, perhaps,
the greatast sinners.  Manchester men were slow to follow, but have
been compelled to do so or lose old connections all over the coun-
try. It is believed that one Manchester house still holds out for the
old system, but the rest have gone over like a flock of sheep. For-
merly, post-dating was confined to special show days, that is, occa-
sions when a stock had been bought, and it was offered to the trade
on exceptional terms. In such cases the merchant held out induce-
ments for drapers to come and clear the stocks. e considered he
was getting an advantage from the draper in being able to quit his
stock to suit his convenience, and therefore gave the draper a
lengthened credit. But the system presently extended to all season
goods, and intimation was given that all purchases of new season
goods would be dated forward two months. The system 1s now
general. 1t applies practically over the whole trade for ail classes
of goods and at all tunes. The wors? of it is that the practice 1s
growing. It sprang out of the determination of certain persons to
beat their competitors. The desire stull lives, and the process
15 still guing on.  No finality has been .ouched, and unless the trade
at large have the sense to combine in some measure and agree not
to go beyond a certain point, this grumbling will go on nincreasing
volume. No one can help them. The evil 1s in themselves and
their lack of backbone.”

In a letter sent us 1 reply 1o our enquiry as 0 dress goods, a re.
tailer touches upon the long credit system as follows: * Before
closing, let me say that ] have read your articles on lengthened
credits, with interest. The wholesale people need not think that
they alone suffer from this evil.  In my own town, we have had re-
cently, more than one instance of reckless dealing 1n slaugbter sales
through this long datng, followed by a smash-up, Some of my
best customers bought their supplies from these dealers, which, of
course, was so much of a loss tome. The wholesalers have nobody
to blame but-themselves. Their cry is * buy, buy,” and the fact 1s,
we can get any terms we like from them. 1, for one, would hke to
see the terms of credit shortened, and I am sure there are many
others of the same opinion.  Then there would be honest competi-
tion and we would have a chance of making a hivelihood out of the
busivess, which, let me tell you, is not an easy thing as times are.
1 have done all my purchasing fromn one house for several years
back, but it has required all my resolution to resist the inducements
offered by other houses, and if a change in the terms of credit1s
not made soon, I will be forced, against my better judgement, to
purchase my supplies from the house that will give me the longest
dating. It will be a great blessing when business, both wholesale
and retail, is done on a cash basis. 1 try to get my customers to pay
cash by holding out certain inducements, and I am glad to say many
of them have come to recognize the advantages they receive,  Sull,
there are those who will not pay cash, although they zre not Licking
in worldly means, and it is to them more particularly that retailers
have to thank for keeping them in purgatory about the time the
wholesalers’ bills come due.  This is a burning question for a Re-
tailers’ Association to take up, and I sincerely hope the tume vil}
soon come when each city and town will have its association, lor
really, comething of the kind is badly needed.”

A
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FALL DRESS GOODS. self checks will be the safer styles for this market. Rough-faced

S

ed to thetwo followm;,qucslmns we submitt.
ed in our last issue regarding dress goods :
“What color dn you think is to lead for fall
dress goods ¥ and “ Will plain or tweed ef-
fects be most largely ndemand *  Many of
the answers are tothe effect that it is too early
» yet to express an opinion as to colors, while
others say (hal there seems to be no decided preference for any
particular color. There is, however, a general belief that tweed ef-
fects will be most largely in demand.

In Toronto the feeling amongst retailers is that nothing hasbeen
developed yet 1o show that there will be any decided preference in
colors, but greys and shades of drabs and fawns will probably be the
most prominent feature. The opinion is almost general for tweed
effects.

From the replies received by mail we select the following, which
will give a fair indication of the opinions exptessed .

Montreal- John Murphy & Co. give a preference to heliotropes
and greys. Plain effects will be chielly in demand, but tweed effects
will have 2 demand as well, H. & N, E. Hamilton say the colors
will be everything dark, dark-blue and dark green with black, dark
heliotropes and greys. Taced effects will be most largely in de
mand and there will also be a demand fcr camel’s bair effects.

Hamilton—A. R. Kerr & Co.: Our opinions are that fawns and
drabs or grey efiects will take the lead. Spots, we think, will run
for the cominy season to a certan extent, but we don't think checks
and stupes will be much zought after. Tweed effects and plain
Amazon claths will take the lead. We intend to touch checks and
stripes very lightly indeed, pinning our faith more to plain stuff.
Combinauons are dead with us.

London—A. Rolfe : 1 think that fawns and greys wxll take a pro-
minent place and also green tints; of course there are the dark
shades such as browns and navys which arealways staple, [ think
the demand for tweed effscts will be good, also checks and plaids.
Plaids will be smallerin design than they have been for spring.
Camlet stnpes with broad and narrow stnipes with plain combination
make 2 very natty costume, 1 <lo not think so much about the polka
dots; there will be a few sold and the dots will be smaller than they
were for spning.  think that the checks and small plaids will take
the most prominent place for this fall,

Berlin— Smyth Bros. . \We cannot form any correct idea of what
shade will presail.  \We think plain effects will be most largely in
demand,

Stratford—G. F. Prueter, In my estimation grey will be the
leading color. Tweed effects and heavy nap cloths will be most
largely in demand.

Sault Ste Marie—\V. A, Quibell : It is rather early to predict
with certamnty what color will be most in demand for the autumn
trade, but weincline to the opinion that brown and grenat will be the
better shades with us. Plain goods will be better sellers than fancy.

Watlord—Swift Bros.: Colored dark garnet and dark stone.
Plain and cheviot effects.

Kentville, NS.—H. S Dodge It is very hard to tell so early in
the season what color or what material will take the lead in dress
goods for the autumin and winter. In this part of the Dominion we
“stick™ to plain goods, however. | imagine tweed effects will pre-
dominate, as stripes and plaids are not becoming to all figures.

‘Halifax, N.S.—~C. Robson & Co.: At this early date it is most
difficult to forn a dacided opinion. Styles and colors down here are
to a certain extent dependent on what the merchants, who visit the
London market, import or select. The fact that any color or style
auay prev il in Ontano wauld be no guide for us in the Maritime
Province:. We think, however, that cheviots in plain colors or with

good; will do well. Cashmeres or any smooth-faced goods will only
sell to a limited extent. Single width ygoods ate quite done. The
Bedford cord will do well. Black French Merinos or Thibets will
be revived as being of undoubted durability. Blue serges will be
largely used, those of home manufacture, as well as the finer
imported qualitics. 1f any color is to lead our nnpression 1s that
Royal purple will come again to the front, The medium and darker
shades of brown will be good ; the lighter colors, such as old rose,
light shades of green and terra cotta having had their day. All the®
shades of red are good ; dark green, dark olive, and navy blue heing
alt right,

Buyers for the wholesale houses are back agairf, and they have
apparently been forced to be guided to a large extent by their own
judgment. There seldom has been such a scattering of taste dis-
played by consumers as at present, and the only thing to be done
was to try and suit all tastes. One prominent feature is the intro-
duction of stripes which will doubtless take to a certamn extent.
There will likely be a big demand foe Scotch plaid eflects and nice
dark colorings and beautiful combinations in German plaids, with
miatures of tweed effects in checks and knicker effects.  One of the
comiug features is the new dress fabrics in tweeds, in greys and
fawns and tmixtures. Cashmerss, cashmerettes and Bedford cords
are prominent features in plain dyed stuffs for the coming season.
fn manthings the newest are the cheviot effects in blacks, browns
and blues. There ate also a good many broche and figured effects
and an assortment of ulsterings and tweed effects with which a biy
trade may be expected.

Inhome manufactured dress goods we were shewn by Millichamp,
Coyle & Co., some of the patterns, six-quarter, just yot from Brodie
& Co's, mulls, Hespeler, for the fall season. They are exceedingly
attracuive goods in tweed effects, neat overchecks in plain neutral
unts, fawns, drabs, browns, and greys, and hitile overchecks in reat
quiet colorings. We have no doubt there will be a big demand for
them. Fall cloakings and manthngs are in large checks and
diagonal stripes, fawn and gold mixtures, and black and gold.

The Pans correspondent of the N.Y. Dry Goods Economist
says : Dressmaterials for fall are in striped designs, bruches, foules
and chaivots with embroidered effects. Cotelines have atso been
made. Broad stnpes are admized on cheviot and foule, vigogne
and Himalaya grounds. Nappy grounds are favored, the stripes
are irregular, broad and nurrow 1n combinations, 1n two or several
colors. For these effects dark grounds are not liked as much as
medium shades; grays and dark bronzes being most favored. The
broche effects show bombs, cubes, half moons, acorns, olives, etc.,
in mohair or silk on grounds of foule, cheviot, Himalaya or vigogne,
the ground itself being ofien in lamme or in nappy effect. Em-
broidered effects are quite popular. The grounds are in foule,
vigogne, cachemire or camel's hair and carry embroidered effects in
silk in one or more colors, Piece-dyed cotelines in narrow and
broad stripes will find large consumption in plain or mixture, with
jecquard efects or with narrow silk stripes. These grounds will
also hav~ designs in embroidered effects. Piece-dyed foules with
jacquard designs find favor; also diagonal stripes in relief. Indian
cachemires and vigognes made of soft cachemire yam are fancied
in broche effects, in silk and woo), in stripes and mixtures. The
softness of the materials which act as grounds is one of the desiders
ata, as the suff finished geods which were .the favorites of previous
seasons are no longer rulers. But beauty of effect and general
ensemble are not sacrificed to softness, and if both cannot go to-
gether the latter property becomes only a secondary consideration.

e T
CORRESPONDENCE.

Wo soltait letiors trom our roadess on busigoss topies. A practical mer
chant’s viows are always of great valuo to others in e same business, and
wo should ho pleasal to have our peper msde the medium of exchauging
such opinions and experiences, )
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DOMESTIC COTTONS AND WOOLLENS.

The cotton market is in a quiescent state at present.  The nulls
are making lots of colored cotton goods for which there s no demand.
1f they wonld only keep their production down to the level of the
demand everything would soon be in a very sausfactory state,
Grey cottans are practically i the hands of the Dominion Cotton
Company and prices are faitly maintained.

The demand for Canadian woollens 13 faitly good. No large
stocks are being carned over, and as the season advances retailers
are placing orders with more freedom and confidence. [f thereista
be any change in prices it will be upward instead of downward.

GENTS’ FURNISHINGS.

While chatting with the genial John C. Fisher, of Wyid, Grasett
& Darling, after his return from the old country, we elicited the
following information regarding gents’ furnishings for the fall and
winterseason : There has seldom been a season with so little change
in the style of neckwear. The four-in-hand scarfs are still 1n largest
demand ; knots are bought in very linited quantities, being suited
only for country trade. The patterns are somewhat varied. Scroll
and sprig patterns will be mostly in request, set checks and stripes
being of no use. There is a growing tendency for a figured pattern.
There is also a slight feeling for puff shapes in large sizes, The
old black gros grain scarf is being superseded by Surah or some
kind of fancy pattern; the inclinai'sn seems to be to get away
entirely from the old gros grain.

Coliars remain about the same. There is a new shape being
worn by duds in the West end of J.ondon, but it is not expected
there will be mr<h of a demand for it here. Its distinguishing
featrreisihe cur e upwards in the fronts and then the bold rounding
off and the points so rounded off are turned over All collars are
still worn deep. Cuffs are very deep, and the stitching of both cuffs
and collars is slightly broader thun last season.

Underwear will be 1n natural wool and Scotch lambs’ wool. The
lower and medium qualities are being gradually crowded out by the
Canadian manufactures.

Rubber coats will have long capes; from 24 to 30 inches are in
demand, and there 1s a growing tendency for the Inverness—a coat
without sleeves,

Shirts show an increased demand for open fronts and large full
bosoms. [tis a matter of option whether they have one, two or
three studs.

Black hose is still in great demand.

Silk handkerchiefs, colored broraded, are dropping out, and
gents are using only white or black Japanese hem-stitched sitk
handkerchiefs. Very artistic effects are to be seen 1n ladies’ hand-
embroidered Japan silk handkerchiefs.

EDITORIAL NOTES.

A movement is on foot in England to induce women of nobility
and wealth to wear only stlks of Briish manufacture 1n order to
encourage the proposed revival of the Brtish silk industries, which
have been on the declins for many years,

¥

Among the custons’ decisions fo: the inonth of May ate the fol-
lowing : Buckles, clasps, loops, etc., for suspenders, 35 per cent.;
embroidered cotton or linen lap robes or dusters, 3o per cent. ; em-
broidered woollen table covers, 30 per cent.

*a

Mr. Warnng Kennedy, of Samson, Kennedy & Co., whoiesale
dry goods, Toronto, had the unique honor conterred upon bim at
the opening of the annual session of 1he Toronto Conference of the
Methadist' Church, on June 11th, of being eiected secretary, which
is the first instance of a layman tilling that position in the history cf
‘he Methodist Church in Canada or elsewhzre. He oblained 120

votes out of 207 (necessary to clection, 104). This 13 but a just
secognition of the unwearied efforts and nvaluable services of that

gentleman to further the cause of Methodism,

Q’Q

Owing to a quantity of cheap inferior grades of cotton spool
coming into our markets, the standard makers have decided to ve.
duce prices by fifteen per cent. so as to meet the cut.  Tius will, it
is expected, result in driving the cheap grades out of the market.

2%y

The recent ramns have done much to help the growing crops, and
there 1s now every prospect that the harvest will begood. In Mani-
toba and the North-West the prospects were never brighter for an
abundant harvest. These good indications should give ~n impeius
to trade which is bacily needed at present.

2%y

The total value of linen manufactures exported from the United -
Kingdom for the month of April was £350,694 as compared with
4,405,084 for the same month of 1890, and £448,021 for 1889, For
the four months of this yeur, ending April 3oth, the total value was
41,726,781 as compatad with £1,874,394 for the corresponding
peniad of 1890, and £ 2,018,795 for 1889,

P

The report ot the statistician of the United States department of
agriculture for june makes the acreage of cottdn 97.7 per cent. of
the area of 1890, and the average condition 85.7. The reduction ol
the area 1s attributed 1n some districts to concerted contraction on
account of low prices, but 1t 1s evident that it 1s mainly due to un-
favorable conditions for planting and germination.

At the annual meeting of the New York cotton exchange.on May
206th the yearly report favored the adoption of a standard for Amen-
can cotton and also a uniform classification of cotton i all markets.

‘The transactions in cottan for future delivery aggregate 20,389,500
bales for the year ending April 30, 1891, against 21,081,100 bales for
the vear previous. The sales of spot cotton for the same period
were 197,048 bales against 315,443 bales.

Q*i

Dry goods merchants everywhere should feel honored by the
elevation to the peerage of Sir George Stephen, whose title now 1s
Earl Mountstephen. He was born in Dufftowr, Banfishire, in 1829,
and commenred his career, at the age of fourteen, as an apprentice
10 a draper in Aberdeen, Scotland. Afterserving his apprenticeship
of four years he went to London with, it is said, only half 2 crown in
his pocket and made application for employment with Messrs, Paw-
sen & Co., Limited, but was told they bad no opening. Itisrelated
of him that he replied, *I have comne to London to g¢et a situation
in your establishment, and get it I must” This bold reply had the
desired effect, as they thought there must be push and gnt in such
a dariny youth, anc he got the situation. He remamed with that
firm for three years and then came to this country, starting out in
the manufacture of woollen goods. His progress upward was rapid,
and soon he became president of the Bank of Montreal, and head
of various syndicates, the most notable being the syndicate that
obtained the contract for the construction of the Canadian Pacific
Railway.

Toronto Fringe and Tassel coﬁ{pa';y

Manntacturers of
FRINGES, CORDS, MILLINERY,
POMPONS, TASSELS, UPHOLSTERY,
and UNDERTAKERY TRIMMINGS.

27 Front St. West, TORONTO,
TO MANUFACTURERS AND AGENTS.

The latost French, Euglish, and Gorman Pattorns of all TextHo
Novoltles cau b supplied now Those for RIPRING 1802 in packots of dw
designs, assortod as ordered or £6. Poatal Grdor addross.

EMILE LEHMANN,
136 Boulevard Magenta,

PARIS, FRANCE,
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oRITISH CREDITORS OF CANADIAN
BANKRUPTS.

ATELY a feeling of irrita-
tion has heen growing
amongst DBritish textile
manufacturers, caused by
some of our recent fail-
ures in the wholesale dry
goods trade, That the
feeling has reached an
acute stage is shown by
the following trenchant

article in the Drapers’
Record, of London, Eng-
land :—

The helpless position of Brtish credit-
u73 towards insolvent customeis who are
domiciled 1n Canada is a cause of recurting
complaint against bankiuptey arrangements
in the Dominion, and the aftaie of Messrs, John Birrell & Co., re-
ported 1n recent numbers of the Record, naturally provokes anew
some general reflection upon the subject. Such of nur readers as,
happily, have had no experimental knowledge of the way these mat-
ters are commonly managed over the water, must have felt shghtly
amazcd at the cavalier style of the circular issued by that firm to
their creditors, and published by us on the gth inst.  Yet, whatever
may be said of 1ts style, the action only illustrates a general practice.
The barkrupt arranges things comfortably with his creditors at
home, and then, it seems, notifies to those abroad that “if they
choase to accept his offer,” they can draw upon the trustee for the
amcunt of their claims, say at the rate of 423 cents per dollar, on
condition of their unreservedly .ssigning their claims to him, and
so giving an unquahfied discharge 0 the bankrupt. As we explained
in & previous issue, this so-called offer may be translated into an
order to take 1t or leave st.  True, this mode of procedure does not
enuirely deprive the creditor of freedom ot choice, and it may be
asked what will result 1if he dechines an * offer” upon which it has
not been deemed necessary to take his views? Well, he only dis-
plays a fine self abnegation in reference to lucre without beng able
to affect a predetermined settlement that may be stamped by par-
tiality and unfairness.

In the absence, as we understand, of anysatisfactory Bar .ruptcy
Act 1 the Domuinion, an insolvent debtor mnay favor any cra'itor by
puyment in full, to the prejudice and wroag of the generai body.
For what the law does not effectually prevent, the law allows ; and,
unfortunately, moral obhigations are too frequently silent 1n the pre-
sence of legal sanction ; conscier<e turns a blind eye to nghteous
precept when unnighteous gan ts within grasp. The impunity se-
cured by the Dominion laws thus becomes an encouragement to
acts of fraud upon Enghish creditors. We are not dealing with ‘-
sginary cases. Many well,.authenticated nstances have come to
our ki,owledge. The only protection which arecusant creditor pos-
sesses is, that he can afterwards proceed against the deivor if, to use
a fainiliar expression, he should be worth powder and shot. This
potential danger does sometimes produce concern in the minds of
debtors, who evince much anxiety to obtain a complete discharge,
and have, indeed, been known to visit Europe and concentrate
eve-y influence upon a creditor, in order to make him relent. But
in reality the power is not so great as it appears; and bold
men are ready enough to take their chance of ihe future
if they can make a safe haul to-day; the risk being mini-
mised it the deblor goes out of business, as then 1t does
not matter whether he obtains hus discharge ornot.  When weassert
that no Bankruptcy Act, properly so called, exists in the Dominion,

we should perhaps mention that a local law, known as an Act
1especting Assigninents and Preferences by Insolvent Persons, was
passed by the Province of Oniario, and that it contains a provision
against preference being given ; but, from all accounts, the provision
has been found n practice to be totally ineflectual. It stands to
reason that if a large proportion of the liabilitics are outside of the
Dominion (an arrangement easily effected before his credit has suf.
fered damage) an unscrupulous debtor becomes mastes of the situa-
tion, The home creditors are satisfied witheat difficulty, and the
foreign are jauntily told 1o accept or refuse the proflered dividand.
Of course, as already pointed out, they can refuse and keep the whip
in terrorem over the debtor. That might, indeed, have some
restraining effect if the debtor could be always kept in view, and the
lash could be applied + ' =never opportunity might arise. But dis-
tarce and all other circumstances tell palpably in favor of the
offender.

It is, of course, just possible to delegate the task of keepiug an
eye on him to someone permanently on the spot. Bu, not to speak
of the proverbial necessity of watching the watchman, the gain may
not be worth the trouble, the expense, and the worry. Moreover,
punishment for wrong-doing should be certain in order to be effec-
tive, and to one victim who has the tenacity of purpose to follow up
such cases, there are hundreds who are more inclined to let things
slide and put up with the lo s. These see clearly enough that while
the trustee cannot dispose of the unclaimed dividends he will not
hand them sver without a release ; and so it commonly ends by the
creditor putting up with a little in the way of dividend and a great
deal in the way of inliuslice. But surely all Canadian traders cannot
approve of a scandal which flings its shade .of suspicion over the
good as well as the bad—over solvent as well as insolvent. Obvi-
ously, the danger which British merchants rn with Canadian
customers, over and above the ordinary risks of trade, must be detri-
mental 10 the general credit of the Dominion. Surely, then, astrong
reason exists, there as well as here, for affording f;p'c:tu:r protection

i

to creditors ; and there can be' no insuperable difficulty in effecting
the necessary relorn.

We have heard some sufferers on this side go the length of de-
claring that we cannot.irade with the Dowminion while the actua!
state of the law obtains,  But that is to assuine that a large amount
of the Canadian trade is insecure, and that commercial imm.orality
1s there paramount. This, of course, would be somewhat hyperbolic,
and we cite the exaggeration merely to iliustrate the strength of dis-
satsfaction and distrust occasioned. Ample ground, however, ex-
ists for our colonial brethren’s striving after remedial measures, and
we ask whether, in the meantime, our own peopls can devise no plan
by which the evil they complain of may be more or less effectually
combatted. Individual actic.i, we bave shown, 15 pracucally fruit-
less; but we think that something mught be done by a combination
of the British houses interested in che Canadian trade, s it not
possible to form a trade protection saciety on the spot for the pur-
pose of making the reserved rights of creditors who withhold release
a reality instead of a sham? The knowledge that an argus-eyed
association was bent on pursuing the claims ot British creditors un-
relentingly, would have the eflect at least of checking malpractices,
and perhaps of hastening necessary reforms. This would prove a
boon to colonial and home traders alike, and, by removing distrust,
tend to the enlargement of our business relations with the Dominion.

Merchants of Canada.

THIS IS FOR YOU.
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Thess Tickets will sell your goods in double quick time. Send
for samples and printed list of display cards.

IMRIE & GRAHAM,

Music Printers and Publishers,
26 and 28 Colborne Street, - TORONTO, ONTARIO.
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WINDOW DRESSING AND STORZE DECORATING,

Harry Harman, Louisville, Kentucky, in lis Easter Pamphlet,
gives the following valuable hints :

WVindow dressing is an art which can only be acquired Ly experi.
ence, or by skillful imitation, and in order to be an expert, 1t 1s neces-
sary to have a natural taste for cambination of color and form, othier-
wise you will never succeed, unless it 1s a natural gift.

It is just as necessary to study this one paruicular line of business
as any other, and the fault with beginners 1s this :  Having a fair
knowledge of how a window should be dressed, they consider them-
selves professionals, and make no effort to advance in the art think-
ing they know all about it.  Mow this s 2 mistake. 1f you wish to
advance, obtain all the info. ‘ation you can, get up new ideas,
change your windows weekly, 1 'd by study and practice you will
succeed.

One of the many faults witv
much sameness that prevails £ 2
of displays in windows,

1€ you wish the public’s attention, t on offer a change, which can
only be done by changiny the foundations, and by imitating objects
whi- h can be produced trom goods in stock.

To display goods on the floor of windows presents a flat looking
appt arance, and all that tl.. draper requires 1s a number of boxes of
varinus sizes, boards, a bunch of plaster laths, and strips, which will
enable him to change the arrangement of the displays as often as
desired.

1f the window is small, arrange on the floor near the glass such
articles as you desire to display, and back of this build one or two
steps from boxes and boards which should be covered over, so the
foundation may not be seen, on which may be arranged any line of
goods.

Where there is sufficient space, steps may be built up which will
make an imposing show.

A neat arrangement to display fancy goods or furnishings, 1s to
suspend curtain poles or strips from the ceilling where there are no
window fixtures.

The tendency of the times is toward exclusive displays, but the
mixed window, offering the choice of so many departments, requires
spectal care and te group together the greatest vanety of goods con-
sistent with harmony.

Always ticket the goods and keep in mifid to arrange stock sub-
servient 10 fashions. Always have a back ground to your window,
which may consist of a neat pair of lace curtawms, or curtamns formed
of dress patterns, scnm, china silk, etc.

No matter what line of business, there 1s nothing that mars so
much a window display as 10 merely place the goods in the window
without some back-ground.

The same material may be used on the floor, arranged between
the goods to form a wavy effect, and will harmonize with the back-
ground.

In arranging dry goods, notions, and gents’ furnishing windows,
always displaygoods from the ceiling and cover the sides of the wall.
Clothiers, shoe dealers, groceis and others should never leave the
sides of the widow blank, but drape with some material which may
consist of cheese cloth, o1 cambric, and will add very much to the

| make-up of the window.

There are many salesmen whose duty tt 1s to 1 ok after the win-
dows and at the same time sell goods, who merely place the stock
in the windows, where these are small, so it will be handy in case a
customer desiresthat particulatasticle, and don't care how 3 window
may look as their time is too much occupied in the store.

1 wish to say if the salesman will place a neat back-ground to s
windows and just build a step back of the display placed on the floor
and take a little more time, he will be surprised at the effect and at
the same time create a purchase for the goods neatly displayed.

Windows change as frequently as the fashions. Live figures,
guessing schemes, etc, will do very well providing they remain in
the window only for a certain length of time, )

-esmen and drapers is the too
<k to week 1n the arriangement

The most attractive displays at times fail to gain attention, unless
some figure or fancy centre piece is kept moving 50 as to call atten.
tion to the stock in the window, :

Some very catchy displays may be arranged appropnately for
certain occasions by draping the windows with the colors of the
order or event and the emblems arranged from goods in stock, in
which I may mention the gathering of Secret Orders, Conventions,
Reunions, Races, Expositions, Carnivals, Trades Displays, ctc., as
well as Christmas, Easter, Thanksgiving, Fourth of July, Decoration
Day, and others.

All Secret Orders and gatherings have certain colors, and the
same should be used in decorating a window. National holidays
with the national colors.

For Decoration Day, a monument may be represented from
goods.

A Musical Festival, by imitating an Organ, Harp, or Lyre.

A Firemen's Celebration, by a reel worked out of lace and the
hose represented by hosiery,

Carnival or Trades Display, by imitaung a building ,arranged
from handkerchiefs and the steps filled with spectators cepresented
by dolls viewing the parade, and the floats in nuniature.

A miniature race track can be constructed if races are 1n order.

This applies to windows that are arranyged with goods repressnt.
ing some object or scene, and will readily attract the attentwon of
the passers-by who can not fail but stop and look at t.

In imitating otjects, etc., the foundation merely consists of a
skeleton frume-work, and the draper to produce a good imitation,
must obtain a picture and carefully stud, out all the details.

Whenever there is a craze throughout the country, for one par-
ticular subject, as for example, Sitting Bull, McKinley Bll, Force
Bill, etc., then is the time for the draper to work out some idea in
connection with that subject, and display it in the window. The
novelty will draw crowds of people and produce results that will be
beneficial to the merchant.

INTERIOR STORE DECORATING.

In dressing the interior of a store, 1t 15 unpossible that a display
can be made attractive by resorting to a foundation of strings and
wire supporting a variety of articles and borne down towards the
centre by the weight of the goods suspended, wihich gives the sin-
pression of “articles hung up to dry.” and neither is it attractive to
have poles and gas pipes hung from the ceiling, but it follows that
a store fitted up with l(:::lss display rods, adjustable to the ceiling or
cornice, may be made attractive and remunerative.

It matters not how low a ceilling or the want of proper hght, I

must admat that the interior may be made attractive it the goods are
displayed with some taste and judgment.

The only way that a display can be arranged to show gonds to
advantage, 1s to place them over the shelving, and it is just as neces-
sary to change the display, in the matter of arrangement and design
as often as it is to change a window.

If spare does not justify a display of goods over the shelving and
where there are no display fixtures, then light strips of lumber may
be used and suspended from the celing with strong wire and in
order to obtain a neat arrangement so that the goods will show to a
betieradvantage and may be considered sufficient dressing, a second
row, and a third row may be added.

Each line of goods should hang to face the opening in the row
before and these spaces regulated by the goods displayed behind,
which can be done by having separate wires suspended from the
ceiling. Only ight weight goods should be arranged from these
fixtures, and in order to show stock from the other depariments,
boxes covered over with material can be used to display the heavier
grade of goods placed in the centre of the store.

In order to have an attractive interior it is just as necessary that
1t should be fitted up with shelving and counters on the modern
style, and by that arrangement 1t attracts trade and at the same tim¢
enables the merchant to keep his stock in better order.

Tae best arrangement for a general merchandisestoreis to devote
one side to dry goous. shoes and clothing, and the other side to
rroceries. By this anangement a display can be made on the
leures for the dry goods department and on top of the shelving for
the grocery department,

There is no better way to displav handkerchiefs, trimmings,
neckwear, fancy vests, sitk caps, embroidered shippers, etc., than to
arrange them in show cases and in fact any novelities that you wish
10 attract atiention,

sen
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THE BUSINESS TAX.

E HAD hoped to be able to congratulate the
Ottawa ity Council upon theit sense of
justice and fair play in sabstituting the busi.
ness tax ior the obnoxious personnlty tax,
thercby showing a most worthy exanple for
other cities to fullow, but since our last issue
a chaage scems to have come over the spinit
of their drsam.  The motion for the substitu.
tion of the business tax was finally defeated
by a vote of nine to thirteen without discus-
sion. One of the nays explained that although
he hiked the tax he found opinion against it
because merchants did not understand it and
he thought a public neeung should have been

held 1o have it explained. If a public meeting is called~and we be-

tieve it will be sonon—when a full explanation of the matter could be
given by the supporters of the tax, we feel sure the City Council
would not fail to resand their former resolution. We have en-
deavoured 10 excite an interest on the subject in the minds of our
readers and do not intend to drop 1t till some defimite steps aretaken
to do away with the present iniquitous system. The principle that the
business tax advocates are contending for is fovnded upon justice
and common sense.  Can any sensible man give a reason why one
class of inerchauts should be taxed on thew capital, another class
on their income dertved from capital, and other nich capitabists
should pay no personalty tax whatever? \Why should one class of
merchants be discrmunated aganst and another class favored?

“I'he substitution of a business tax would clear away all this injustice

and unfair discrumination and inaugurate a system of equable taxa

tion for all classes.

Mr. Paul Lampbell, chairman of the comnutice appointed by the
Dry Goods Section of the Toronto Board of Trade to deal with this
question, has striven wiih a devotion and persistency worthy of a
better cause to show up the evils of the personalty tax. He has
sown good sced which will bear  at in abundance at no distant day.
At a meeting of the section on , -+ 15th, Mr. Campbell submitted
the draft of a petinon which he had prepared for presentation to the
Attorney-General,and it was adopted by the meeting  The petition
reads as follows .

“To the Hon. Oliver Mowat, Premier and Attorney General of the

Province of Ontario,

“Your petitioners, merchants and manufacturers, represent to
you and your Government that the industnal classes of this province,
vir., those employing capital in business and manufacture, are un.
justly and unfairly taxed in local or municipal taxation.

“ Your petitioners respectfully call your attention to these facts -
‘That for mumcipal taxation a municipality can tax realty and per-
sonalty , that the mode and rate of assessment on realty is alike to
all classes of citizens, the value of realty being the basis of assess-
ment, and the rate must be the same ; but unfortunately when per-
sonalty assessment is dealt with, the Act allows the assessor the op-
tion of taxing either on income or capital, a monstrous privilege and
power, and which is universally used to the detriment and persecu-
tion of the said industrial classes; the said industiial classes being
always taxed on capital instead of income, the rich and retired
classes being only taxed on their incomes derived from capital in-
vested 1n bank stocks and other investments, and besides millions
of capital in this province on deposit at interest in chartered banks,
savings banks, etc,, is eatirely and completely freed from all taxa-

tion, contrary to the intention of the Act. Your petitioners desire
to call your attention to the circumstance that in Great Britain and
all other civilized countries in the world as far as known, except in
certain sections of the United States, there 1s no tax on prrsoralty
allowed for loual taxation, this privilege and power being reserved
to the state.  Your peutioners therefore pray that the Municipal
Act be so amended that, if the personalty is to by continued, it shall
be based on income to all citizens alike.”

Mayor Sament, of New Haven, Conn,, 1n the course of his in-
augurat message to the Council last lanuary, made the following

remarks which are pertinent to the subject under discussion. He
said : It is clatmed by students on the subject of taxation that the
taxation of capital and all other personal property is unequal and
unyust to the conscientious and truthful, because only the few give
true statements of their personal wealth. One of the commissioners
of taxes in the city of New York has recently tesi'fied under oath
that “the taxation of personal property is almost an entire failure
that 1t leads to efforts, and very strenuous cfforts, on the part of
capitabists (all owners of personal property are capitalisis) to remove
their property beyond the jurisdiction of the city and state. It offers’
10 encouragement for capital to come here; that the law as con
strued by the courts enables any one who chooses ‘o so dispose of
his personal property that the tax depariment cannot reach it
Those who understand the law and can take advantage of it, do so
in a majonty of cases. Those who are ignorant of the law and do
not understand their rights, pay taxes.” The foregoing testimony
was given concerning the present tax laws of New York, which werc
inade for the express purpose of increasing and equalizing the taxes
on capital or other personal property, but resulting as usuval in havm
to enterprise and labor, and 1n no corresponding gain to any other
property nor to the body politic in morals or wealth. 1tis claimed
that by the taxation of personal property, hberal expenditures 1n
proper articles of use, or art in all forms, and howe adurnment, are
discouraged to the njury of labor. That if personal property in a
city were free from taxation more people of wealh would perman.
ently reside in that city, and there expend their income and invest,
or lend, their capital for use there, to the great benefit of labor. That
much capital new invested n other states or f{oreign countnies
would come to the place of security, and of freedom from taxation,
to the great benefit of enterprise, labor and permanent weaith. That
all mechamcal, manufacturing and commercial industries would n-
crease 1o the great benefit of labor, the necessary co-partner of caps-
tal in all such enterprises.  Any disadvantage or harm attempied to
be put upon capital always 1eacts upon labor, while capial silently
flics away to a place of securnty,if not of profit.

HINTS ON BOOKKEEPING.

The success of every merchant depends largely on the manner
in which his books are kept. .

A man may be a good buyer, a first class salesman, and havea
genal manner that wilk attract customers (o his shop, yet his bus:-
ness may not prosper, because his books are not kept in a methodical
manner and regularly posted up.

Country storckeepers neglect their books more than any other
class of merchants. In the larger towns and cities where extensive
businessesaredone,competent bookkeepers are usually emp! >yed who
devote the whole of their time to the work, and 1n such establish.
ments the bookkeeping 1s generally well attended to, but the average
country merchant who has to do his own bookkeeping or trust it to
incompetent clerks, yets his books so imuddled that they are a
heavy load on his mind by day and a mightmare at mght.

In order 10 make his business a success the proprictor should
know at least once every month, how much he has purchased, how
much he has sold for cash, how much on credit and how much he
bas collected from his accounts, and these facts can only be ascer-
tained by a proper systewn of bookkeeping. -

It 15 not at all necessary that the system should be an elaborate
one in which a great many books are used, but it is necessary that
whoever keeps the books should urderstand thoroughly the system
on which he is working.

1t 1s always better :n business to be practical rather than theore-
tical, therefore any one who has not had experience in a good office
should adopt some simple system that heis likely to be able to
master, in place of trying some intricate system which may be very
nice 1n theory, but not so easily carned out in practice.

Some very pretty theoretical bookkeeping is taught in our high
schools and commercial colleges, but 1t is (0 be feared that a larce
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is required for the bottom of a dress.
CASCADE ROLL BRAID send us a postal and we will send you a
list of leading wholesale houses that do.
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Saves Boarding, Saves Remnants, Saves Tangled Bunches, Saves
Measuring, Saves Time and Saves Money.

Put up in boaes of One Dozen Rolls, cach Roll containing just what

If your jobber does not kee,s

A beautiful cabinet presented free to the retatl trade.

CASCADE NARROW FABRIC CO.,

COATICOOK, P.{.

number of pupils trained at these institutions get into a rut which
they cannot get out of, and can s=¢ nothing good in any variation
from the system they have been tanght,

The high school or commercial collsge may possibly lay the
foundation, but common sense must raise the strocture « ¢ that
foundation, and any one who in business sticks rigidly to the formula
acquired at these institutions has wasted his time 1n studying book-
keeping. Different businesses require different variations in the
details, the main thing to be attained, whether the books are kept by
double or single entry, being the keeping of an accurate record of all
tl:e transactions connected with the business, so that a statement
can be made up from the books at any time which will show the loss
in the event of a fire occurring. 1f books are kept in such shape that
a statement of this kind can be made up without much difficulty,
there is nothing radically *vrong in the bookkeeping But how many
country merchants are there who keep their books in such order ?
Very few indeed, and to this cause may beattributed nany cf the
failures in business, because, where the books are badly kept and
irregularly posted up it is impossible for any man to know . nrrectly
how he stands.

Accountants who have had opportunities of examining the books
of some of the country storekeepers assert that there are cash books
which have come under their notice that contain nothing more than
arecord in pencil of the daily cash receipts, no entries being made
of disbursements in the same book, but occasionally a memorandum
n pencil in the margin of a bill book showing that a note has been
paid or part paid and part renewed. How any man could ever hope
1o balance his cash under such a systemis more than the accountant
can tell, and such cases are not isolated but numerous.

Some cven do not keep a record of their receipts or anything
that has the apgpearance ot a cash book, but make their tronsers’
pocket their bank, and for cash book and lsdier can show a lony
wire with a hook on one end and a knot on the other hanging by the
hook on a nail on the wali, on which is tiled invoices, receipts, bills
of lading, etc., dog-eared and well covered with dust and fly spots.
How this kind of bookkeepers ever got into business and obtained
a line of credit 1s a inystery !

{TO DE CONTINUED.}

THE TRADE IN MONTREAL.

{From Our Own Correspondent.)

The dry goods trade to date has been very satisfactory, and
ncrchants say they have nothing to complain of regarding sales or
payments, remittances showing a decided improvement  The city
and suburban trade is very active, owing, no doubt, to the prepara-
tion now in progress tor the closing of the schools and families leav-
ILg town to take up their residence for the summer in the country
and at the seaside. Cashmeres have sold well all month and stll

continue 0 keep the lead, the feeling being decidedly tn favor of
plain dress goods.  Buyers are showing a disposition to hold back,
however, preferring to wait for dcfinite information regarding the
ctop prospects, and travelers who are out on thetr late sorting trip
report only a fair trade,

MILLINERY,

It is just between seasens and in consequence very little can be
said about millinery. Samples of fall goods will not be received for
another week or two, so that notlung can be said definitely concern.
ing fashions; but the travelers will be all out by the first of the
month, and | hope to give some interesting news concerning the
autuinr: fashions in next issue.

There has been a good demand for fruit flowers, the sales beuny
particularly large in this province. Laces are still the prevailing
trimming, and 1 hear that broche effects are likely to be the feature
in fall goods. Ostnich tips, feather birds, smah effects and fancy
feathers continue to be enquired for, and wul, it ts cxpected, form a
feature in fall trimmings. On the whole merchants expect a very
favorable fall ,ade, stocks bemg well cleaned up and advices from
all parts of the Dominion being good.

CLOT HINt.,

The clothing houses have their travelers out with winter samples
—viz, overcoats, reefers and heavy winter suits.  The news from the
manime provinces is very satisfactory, the travellers up to date be-
ing very successful in booking orders. ‘Trade in Manitoba and
British Columbia 1s slow. Buyers are showing marked caution, and
refusc to place orders until the success of the crops is assured.
While orders are coming in slowly manulacturers are not grumbling,
but are pleased to sce the western men, who have been so often
fooled on glowing crop prosgects, doing business ina more business-
like wanner. If things .urn out all night, they know they will get
the orders, but if crops are bad 1t would suit them better not to have
them. Travelers have just started out 1in Untanio and Quebec, and
report business very bad so far.  Itis rather early to make predic-
tions, but the prospects are that winle business on the whole majus
not bz warge, it will be of a better character than last year.  Rennt-
tances are reported fair from all parts,

IN MEMORIAM.

Montreal was not behind in showing 1ts respeet to Sir John A.
Macdonald, a great many of the wholesale houses beiny closed on
Wednesday the 11th, during the fiours of the funeral.  Jas. O'Brien,
& Co.wholesaleclothiershad their warehouse decorated with mourning.
H Shorey & Sons’ entrance was one mass of crape, and many others
showed their sympathy for their Prenues in hike manner. R. J.
Tooke, the celebrated shirt maker had a beautitul memonat window.
It consisted of ties, gloves and Gordon sashes, ali et black, and in
the window was Sir John's photo, these being thie back ground and
decorations around. Such respect touches the heart of every true
Canadian.

»
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A CHAT WITH AN OLD COUNTRY DRY GOODS
CLERK.

HE other evening we dropped m to
have half an hour’s chat and smoke
with an old neighhour, Tom Pryne.
Tom was for many ycare ~ druper’s
assistant in the old country or, what
we call in Canada, a dry goods
clerk,

“Thuty yecars ago,” smd Tom
“after serving five years’' appren-
ticeship in the north of England &
went up to London to work i~
Merino, Melion & Matchit, one of
the largest retail houses in Londoun.

At that tine I was a pushing, ambitious young felow, and was soon

promoted to the dress goods department.

“ The salanes paid were not very high but we had a chance to
imake twenty to thirty shillings a week in premiums or * spiffs’ as we
called them in those days.

* It required a wonderful amount of tact, ingenuity, and judgment
ot human nature to make premiumns. There was nothing for the
salesman for seling new seasonable yoods , where weused o * get
in our fine work® was selling old job goods—remnants or manufactu-
rers’ stocks that came to hand. Sometimes we would get three or
four hundred picces of job stuff into the departiment, then we made
money.

“\We used to get a halfpenny per yard premium on all job lines
under a shilling and a penny for goods above that price.

‘* At first [ could not make any money for myself, although the
old hands were making lots of 1. All the customers that 1 got
scemned to vant only new goods, similar to thuse displayed in the
large show windows which by the way covered about two hundred
feet frontage.

* Like all other hands I was too anxious to sell job gnods so us to
make premiums. 1 had afterall to go 0 the window dresser and
request lim to hand me the piece of goods the customer asked for
when she first cune to the counter.

** It took me a long time to learn. The old gentleman on my left
was a London salesman of twenty years’ experience. His plan was,
to simply find out what was required and go at once to the window
dresser and he would lay it before the customer in such a way, that
the prettiest goods looked about as attractive as an old wash rag,
then in his polite manner ask how many yards he should cut without
attempting to show any other piece. The goods looked so different
from what they did in the window that the customer didn't think she
would like it ; in fact the old gentleman didn’tintend that she should
tike it.

“Now was the time the aged artist displayed his ability. He
would quietly and artistically blend half a dozen pieces,taking great
care that one shade should not destroy another. He displayed the
¢ job lines’ to such advantage—‘the peany premium’ of course had
something to do with it—that in his hands the old stuff Jooked far
better and more attractive than the dress she had chosen from the
sidewaik which now lay crumpled up and rejected by both customer
and salesman. Nine times out of twelve he made his ¢ penny ayard,’
leaving new goods as he quictly remarked for ¢ us youny fools to sell
and practice with,” .

** After the customer was gone he would take the rejected dress
back to the window dresser to replace—as a professional window
dresser only can—with the smiling remark : “Youcan put back the
decoy, the lady dido't admire it.!

My old teacher used to remark, ‘any fool from the country can
seli new fresh goods but it requires an arust to sell uld dress goods
and make spiffs’, wkich [ found 10 be true before 1 left the depart-
ment.” ToM SWALWELL.

RETAILERS AS IMPORTERS.

The N. Y. Millinery Tiade Review says : THE CANADIAN DRy
GLoONns REVIEW 1n a lengthy article gives a variety of reasons why
retaulers should not import goods direct from Europe. They canbe
summed up nearly as foliows; They must disburse 40 tn 50 per
cent. cash down. They cannot buy as favorably as wholesale dealers,
who get better ternis when buying larger quantities. They invan-
xbly oveistock themselves or select goods that are not wanred by
their limited and local trade.

The above is true, with fex exceptions, of retail houses here that
embark in the importing of mllinery. All importers in a measure
are compelled to buy blindly; in other words, they have to take the
risk of their purchases not being desirable in this market. Dutlarge
deaiers have the trade of the whole country fu: an outlet. A retailer,
unless an exceptionally large dealer, sees his money and expenses
of an European trip in the small stock he has impoited. His salva.
ion lies 1n haviog novelties not to be found elsewhere, or so scarce
..nd desirable as to command an exceptionally high price, to enable
him to realize a paying profit. In the majority of instances his com-
petitors, who have bought similar or the same goods from a home
importer, can undersell him and rake money at their prices, while
he is getiing cost or selling at a loss.

A MONTREALER'S OPINION. :

A retailer in*Montreal writes :  Just a line to express an opizion
on the two articles headed * Retailers as Importers.” The first
arucle which evidently was intended to advertise against retailers
importing was, 1 consider, exceedingly weak and nct in accordance
with facts. The latter article, which apgcaredm April's 1ssue, is 1n
accordance with facts, therefore reasonable and good. The former
seems to have been wnitten by a wholesaler who makes the mistake
of presuming to tell retailers how to conduct business. The latter
by a retailer who writes what he knows. The former a poor adver-
tisement, the latter an honest staiement of facts and free from self-
interest,

FOUR AONTHS’ FAILURES.

We are indebted to Mr. T. C. Irving, supsrintendent of Rrad.
street’s, for the following list of tailures throughout the Derinion 1t
tne dry goods and allied trades during (ue months ot January, F2h.
ruary, March and April:—

ONTARIO.
No. Failures. Assets. Liabilities.
Dry goods.. .. e 30 $502,775 $8359,657
Millinery ...... .. ciees... HO 1,2 31,540
Clothing...... ... I 13,379 43,785
Tailors c...o.cv0 Loiel. LK 20,734 66,620
Gents’ furnishings et 4 15,300 29,300
Hats, caps and furs... .......... 1 400 3,600
Totalseeeineciienaiiannen 63 $503,578  $1,032,502

QUEREC,

Drygoods...............o.... 31 $335.900  $1,008,38;3
Milbnery coo0 vieeiiiiiiiil. 6 0,050 13,295
Clothing. .. .. el 7 86,450 231,300
Talorsceevveensinnee oo ceeees 8 15,900 31,769
Hats, caps and furs..... ....... 1 700 1,600
Totals. ...vvvr ceinnaen. 33 $445,000 $1,286,349

MANITOBA.
Dry goodsl.ceveeeeanineanianns, 1 $14,0c0 $30,000
Clothing «oveeeeieinnnciaaninnnes 1 6,000 40,000
Tailors.... crre ceeeseecas 2 10,410 34,870
Totals. . . . .... 3 333,410 $101,870

NEW BRUNSWICK.
Drygoods... .civeniiiiniinnne. 3 $52.9c0 $49.500
NEWFOUNDLAND.

Dry goods.... ..coieiiiniiinnns 1 $24,00¢ $33,000

SUMMARY.
Dry goods R 66 $700,575 $1,082,342
Millinery.cee v iennninnninnanans 16 17,340 44.533
Clothing..... ... ..., B & 105,829 315,285
Tailors.. ......... ceencrernans 24 37,044 139,259
Gents' furnishingsee oo e R | 15,300 29,300
Hats, capsand furs ... ......... 2 1,100 3200
Totals .......... . o123 $899,185  $2,305,221

This would pive something less than 36 cents on the dollar,
which is 20t & favorable showing.
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MEN OF THE TIMES.

URING the past month we have received several
letters from general storekeepers on a matter
which is explamed in thé following: “l ama
subscriber for the GROCER and also for your in-
teresting paper. 1 know that I echo the wish of
others when 1 say that { would hike very much
to see the pictures of some of the prominent dry
goods merchants in the REVIEW the same as we
have had in the GROCER. We see plenty of
travelers, but many of us never see the principals,
and'l for one would like to know them. 1 feel
sure if you would do this you would not only be
doing us a great service, but would help your own
: wnterests very much.”

It was our intention to commence giving brief biographical
sketches with illustration of our wholesalemerchants at the beginning
of next year, but the letter atove referred to and other circumsitances
bave made us change our mind. We will accordingly commence
the sketches in our next issuc. Sowne of the foremost men of the
Dominion have belonged to the dry goods trade, such as Hon. John
Macdonald, Hon. Wm. McMaster, Sir Edward Kenny and others
whose names are emblazoned on Canada’s scroll of fame, and there
are those still in our midst who ave leaders in the commercial and
political life of this grand Dominion. It will therefore be a pleasure

10 us to give our readers the opportunity of becoming better acquaint-
<d with them. .

SUITIMNGS FOR NEXT SPRING.

We were shown L Mr. G. B. Fraser, Toronto, a large number of
samples of tweeds for next spring trade, manufactured by C. H. &
A. Taylor, Victona Mills,Golcar, near Huddersfield, England. They
are in stripes, checks, and overchecks in every conceivable design,
narrow, medium and broad, and in all colors. Many of the over-
checks are very pretty, the light and dark shades blending very
nicely. There seems to be as yet no decided preference, although
it 15 probable overchecks will have the greater demand.

Millichamp, Coyle & Co. show some pretty designs of home
manufactures from Brodie & Co.'s mills, 1n Halifax tweeds and
sclges and small checks and stripes. From the Waterloo mills
there are pin checks, mohair effects, Scotch cheviots, neat silk mix-
tures and new effects in their well.known twenty-five.cent line ; also
cassimere effects for trouserings.

TO GENERAL STOREKEEPERS.

\Ve are 1n a position to offer The Canadian Grocer (weekly) and
THE DrY GoODps REVIEW {montbly) for one year for $2.50, the
regular subscription price for the former being 32 and the latter $1.

You can include the amount in your remittance to any wholesale
house in Toronto with whom you do business

This is 2 chance that should not be missed.

ITEMS.
Any of our readers who are 1n need of shop window tickets or
musical and pictcrial bandbills should write to Imrie & Graham,
« Toronto, whose advertisement will be found in.another page.

_ A valuable and graceful addition to an outing, tennis, or yachting
suit, combining the ingenuity of two distinct inventions, is *‘the
Belvedere Sash” manufactured by Levian & Co., Toroato. Itis
made in 2 iarge assortment ot fabrics in all desirable colors for both
sexet. There has been a big demand forit. ¢

Radford Bros., wholesale dealers 1n gents’ furnishings, Montreal,
have been served with a demand of abandonment of their estate by
Brown & Patterson, who are creditors to the extent of £461.

RETAIL DRY GOODS ASSOCIATIONS.

We understandahere is a Retail Dry Goods Association for the
province of Quebec, with headquarters at Montreal, which was in-
corporaied in 1885. Its object is-“the advantage of forming them-

—

selves into an association for the purpose of discussing w periodical
meetings all questions affecting the interests of their business and ot
adopting such measures as the members of the society may judge
favorable to their kind of business®  \Ve have been unable to obtain
particulars as to its working, but will endeavor to doso. Ve are
waiting to hear from our readers on the subject of forming these

associations and expect to have some conumunications for our next
issue

| (ENeRAL Srerekeepers

Ho DEAL IN GROGERIES m}
CA

SHOULB SUBSCRIBE FOR \
P I n e XIS

: P S | N A&

| Z B

e
Y whieh will
Keep you informed
on all ymportant
questions affecting the
| g{roeery & allied trades,
A Its market quotations
B are full & reliable
BRI which alone
i+ 1;\rcworth the ©
g 17 "oubscription price . ¥ .
i[{/ Seno ros_s';mfcom:s } /S g

Subsnn‘ptinn $2  Tue CaNADIAN GROCER Mrorowto)
=t Cr THE J. 8. MELEAN C!.(L'-‘-‘)PUBUSHERS. . )

The Best Trade in America

handle D. S. Co.'s Goods.

He wears Hercules Braces

More profit for the seller.
Give customers satisfaction.

FOR SALE EVERY WHERE.

THE . S CoO. MAKERs

' NIAGARA FALLS.
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RULES
GOVERNING EMPLOYEES.

HE following
rules govern
a large retail
house in New
Y ork, which
may be of use
to some of the
leadinghouses
in this coun-

try :

RULE 1. Keep your eyes on the front door.
Customers should be waited on promptly
and pleasantly. .

2. \ait on children as politely as you do
on grown people. They are our future cus-
tomers. :

2. Salesmen, when disengaged, will take
posiiion near the front door, instead of the
back. Customers do not come in at the
rear.

4. Don't stand outside the tront door when
at leisure. It is an excellent notice to com-
petitors and customers that trade is dull.

5. Salesmen are paid for waiting on cus-
tomers, and are not expected to turn them
over to the boys, or new men who are learn-
ing the business, while they busy themselves
arranging or putting away goods.

6. Don't take a customer away from an-
other salesman unul he 15 through with him.

7. Don't turn a customer over ¢o snother
clerk, 1t possible to avuid it, eacept for the
dinner hour,

8. Go for business in every direction ; 1n
the storc or out of it; wherever you seea
chance to make a sale, work for 1t with all
your might. Rustle*

9. Salesmen will sell at marked prices.
Do not go to office for a cut pnce. It al-
ways makes trouble.

10. At retal the dozen price is to be al-
lowed only when the customer takes a half
dozen of cach kind, or more. Less than
half dozen, in all cases, to be at price for
each.

tt. Sortng up a line of goods allowed to
make the quantity, the highest dozen pnce
of the lot to be charged, when a half dozen
or more are bought.

2. Cletks of other dealers are to be
charged regular retad prices.  If the houses
they work for buy the goods for them s a
different matter

13. Don't send a customer up staws or
dawn by himself.

14. Salesmen wall avoid the responsibility
of trusting customers whose credit is un
known to them by refernng all such cases to
the manager. Extending credit without
authonly makes the salesmen responsible
for the amount.

<

15. In opening a new account get the
business and pe..-cdice address of the cus-
tomer correctly.

16. Salesmen are expected to sell the
goods we have, not the goods we have not.

17. Saiesmen are responsible for their mis-
takes and any expense attending thetr cor-
rection.

18. If you have a charge to make, enter it
belore waiting on another customer; your
memory is apt to be defective, and the sale
forgotten before it is entered.

19. Clerks receiving change from the desk
will count the same and see if correct before
handing 1t to the customer. Always hand
the cash mem. with the money to the cash-
ier.

20. If you know of an improvement of any
kind, suggest it at once to the manager; it
will be impartially considered.

21. Keep retail stock full and complete on
the shelves, so as to avoid detaining cus-
(omer.

22, Always put the stock mn order when
through waiting on customers.

23. Each clerk is expected 10 see that his
department is kept clean and in perfect
order.

24. Use the early part of the day and the
last hour before closing, in sorting and
straighteniug up.

23. Prices are not to be cut. Repont
every cut price vy other firms to the mana-
ger after the customer is gone, unless he is
a well known and regular customer, in
which case report at once.

26. Do not smoke during business hours,
in or about the store.

27. Employeesare requesied to wear their
coats :n the store. It is not pleasant fora
lady to have a gentleman_ waiting on her in
his shirt sleeves, or with his hat on.

28. Employees are expected to be on hand
promptly at the hour of opening.

2¢. Do not leave the store by the rear
door

;0. Employees will remain uniil the hour
of closing, unless excucsd by the manager.

31. The company will ask of you as little
work alter regular hours as possible.  \When
demanded by the necessitics of business, a
'.\;lilmg and hearty response will b2 appreaia-
ted.

32 Ifan employee desires to buy anything
trom stock, he must buy it of the manager;
in no case to take anything without dong
0.

33 In purchasing forindividual usearound
town, under no circumstances te use the
name of the company as a means to buy
cheaper.

34. Employees pay for whatever they
damage; they are placed on their Lonor to
report and pay for it.

33 Employees using bicycles will keep
them in the cellar or in the back yard; they
must not be left where they will cause in-
convemence.

36. Conversation with the bookkeeper, or
the cashier, except onbusiness, interferes ma-
tenally with the work. Do not forget this.

7. Clerks, when on jury -duty, have the
privilege of turning in‘their fees, or having

x

Noufy each man in charge of a
division, when you find anything short ‘n it.-

the time ahzent deducted from their wages.
Drawing a salary for their services, the com-
pany is.entitled to their time or its equivalent.

38. Watch the ends of stock, make as few:

.as possible, and always work them off first,

to keep the stock clean.

39.- Keep mum about your business. Al-
ways have a good word to say for it, and
never say it is dull. Keep your eyes, and
ears open about your competitors.

40. One hour is allowed employees for-
meals.

1T WILL PAY YOU TO LEARN THE FOLLOWING
. BY HEART.

Towards customers be more than reason-
ably obliging; be invanably polite and atten.
tive, whether they be courtevus or exacting,
without any regard totheirlooksor condition;
unless, indeed, you be more obliging and
serviceable to the humble and ignorant.

The more self-forgetting you are, and the
more acceptable you are to whomsoever
your custorrer may be, the better you are as
a salesman. 1t is your highest duty to be
acceptable to all.

Cultivate the habit of doing everything
rapidly; do thoroughly what you undertake,
anr'i' do not undertake more than you can do
well. .

Serve buyers in their turn. If you can
serve iwo at once very well, but do not let
theist one wait for the second.

In your first minute wih a customer youn
give him an impression, not of yourself, but
of the house, which is likely to determine,
not whether he buys of you but whether he
becomes a buyer of the house or a talker
against.

if you are indifferent, he will detect it be-
fore you sell him, and his ir:pression is made
before you have uttered a word. At the out-
set you have to guess what grade of goods
he wants, high pniced or low priced. If you
Co not guess correctly, be quick to discover
your error, and right yourselfinstantly ; itis
impertinent to nsist upon showing poods
not wanted. It is delicately polite to get
what is wanted adroitly on the slightest
hint. :

Do not try to ch7 .ige x buyer’s choice, ex-
ceptto this extent . Always use ycur know
wdge of goods to his advantage, if he wavers
or indicates a desire for your advice, The
worst blunder that you can make is to indi-
cat2 in a superailious manner that we keep
better goods than he asks for.

Show goods freely to all customers ; be as
serviceable as you canto all, whetherbuyers
or not.

Sell nothing on an understanding ; make
no promises ihat you have any doubt as to
ful.ilment of, and having made a promise, do
more than your share toward its fulfilment,
and see that the next after you does his
share, if you can.

Never run down your competitors to cus-
tomers, By so doing you advertise -them.*
It won't pay you to get trade in that way.
Competitors can talk back.

To sum up and put this whole matterina
few words : Attend strictly to business when
on duty ; be invariably polite and obliging
10 every one, not only for the benefit of the
company, but for your own good. Remem-
ber that civility, whil~ it may be one of the
scarcest articles in the market, is-also one of
the cheapest, and the net profit on it to you,
in the end, willbe greater—not only from a
soctal and moral point of view, but in dollars
and cents—than on anything else you may
have to offer a customer.

. T




3. * Woll done! try again.”,

4. * Graclous me! that must 'avo beon a dawg fish1"

GENERAL AND PERSONAL
NOTES.

Smith & Co'a. shoddy mihh Toronto,
was almoat destroyed by tire on day
23rd. The loss was about 87,000,

Y. 1. ‘Parr of Drockvlille, Ont.,, hae
&ccontcd a_ position a’ bors dyer with
the Giobe Woolen Co. of Utica, N. Y.

2ho _wholesale clotling_ cstabllsunient
ot G. F. Burnctt & Co., 072 Crali street
Afontreal, was visited by the tro flend
on Sunday May 31xt, resulting in a loxs
estimated ut $15,000, lasured 1o the ex-
tent ol $3:2,000.

Among the successful teaderers for sup-

Ifem to the Northwest Indinns are J. M.
Garland, dry goods, Ottawa, and the
Rosnmond oollen Company, Almonte
Ontarlo. o

Creo, Scott & Co., shirt and collar man.
ufacturcra. Montrcal, havo made a judi.
ciai-nbandonment of thelr astato to tho
Merchants Bank. The bank s tho prin.
cipal vreditor and I8 intercated to the
extent o1 “$15,346.

A Frenchmnn has patented a corset
with whistle attachmen?, capeclally for
ioung Indies. When pressure is applied

om the outside it shricks loudly. The
inventor, who muxt be a alele-mlndcd
man, Is just now wondering ohy Uls cor
et docsn’t sell.

On .\x:\vlz.-on:. the men’s furnishing atore
o1 Joseph I’attermon, 163 Yongo strect,
Toronto, was damaged by fire to the
cxtent o about §2,000.  Band hLoxea
caught flre from a burning gas Jet and
causcd the trouble.

Peo%lo who are alwaya on thd haut for
something cheap very often get *’left *
Severa: business men of Windsor, Ont.,
were recently wictimlzsd by a shoddy
peddier wlhose mode of qpernlnx was

not original. e pretended that he was
n tallor on his way to Toledo and had
hardly enough monoy to carry him to
his destinatlon. But he had a couple of
rlccos o cloth which ho was taklug with
nm and as he could not pay tho duty
he would scll the cluth cheap. 1In near-
Iy every case tho Linlt took ns the cloth
looked very gaudy, bLut it turned out to
be the worst kind o! shoddy.

W. H. Argles. bookkeeper tor volhn Mac-
donala & Co., Toranto, was on May 21at
presented by hin felloww employecs with
a handsomo polixhed onk ining room
sulte, on the occaston of his marrlage.

Henry DBrown, of the dry goode trm
03 Brown & White, of Vancouver and
Victoria, B. €., dled on May 13, from
tho grippe. ¢ wns grently estecmed in
husiness cireles andewas an ardent Mason
belng » Past tirand Master of the Graad
Lodge ot Britlsh Columbia aud Grand
Secretary at the time of his death,

Fred. W. Watkiux, of I’'ratt & Wat-
king, dry :oods merchants, Hamlilton,
Ont,, has Lren appolated by tho Inter-
untionn. Committee ag a defegate to the
twellth annual conference of the Young
JMen » Chiristian Association o! all lands,
to bie held In Awmsterdam, Holland, Aug.
12th to 1Gth.

The firm ot G. Lowls & Co., dry gooda
importers and manufacturers agonts, of
Mantrenl, hnve amaigned. The direct lin-
billtlen amonnt to about 30,000, duc
nlmost entirely to forelgn creditors. The
Bank ot British North America {& acred-
1tor to the oxtent o! 218,316, The firm
some month« ugo purchascil the busineas
ol the American Jerwey and Cluak Co.,
and clalm tunt thelr cmbarrasament Is
duc to loxses sustained through this pure
chane,

Toranta loxt one of her uldest clti
wenx on Juno Ard by the death of Thon
Lallcy, J. . Mr. Lalley was tho foand-
er "ol the wholsaale clothing houso of
Lalley, Wateon & Co. and retired from
the business in 1883 after making a com-
fortable fortune. IHe was n sutive of

.

London, Lnxland, and o ttled in Tor
onto In 18382, alwaya tuking an activo
luterest in thy advancement and pregress
0s the clty. He wns a promincent Itap.
tist, being ot tho timo of his sddeath a
member ol the Board of Governors and
Treasurer ot McManster Unlversity., He
wax alko Presldent of the Standard Pub-
lishing Compuny, having_succeeded tho
Inte Senntor Mclaster. He lenves two
sous and four daughters.

A German papur ktates thnt Dr Lebner
o! Augsburg, hus solved tho problem of
manulnctoring artificin) »51X which can-
not be distingzuishied from the rell artl-
cde. odmited company . <hortly to Lo
formed to work the Imventlon

Spenklug ot the Torouto Dry Goods
Clerks Arsociation cxcurslon on the 25th
ot May, Grip says. ‘Notwithstanding
the counter attractlons eclsewliere, the
excurslon o the Dry Goods Assoclation
to Hawnlton on the 26th was well nt-
tended. The participants went by train,
although one might supposo unlclpcoplo
would nnturally prefer tho water. You
would serge in valn for a Jomur part
and what with the display of dresw goods
and the gents furnfshings there wero vory
tew plain flgures in the party. When
the candy butcher passed through the
cars he did a tremendous business in pea-
auts ana lollypoups, the {zomlcmen of the
rnrty elfecting a complete clearance of
s &tock., and uxwmlln? cash In a way
that did them credlt. Hamilton was at
Tenggth reached without accldent and it
varied points of Intercst duly marked
down. Somec of tho cxcuralonlsts who
had expected 2o mee n eity llke Tornnto
were ol tourse, aokl, ot the peoplo there
were very courteous and assurod thom
{t was no_ tronble to whow the goods.
When the day & programme was complot-
ed, and the usunl queration of the wales-
Iadies, *will there bLe anythiug elso 2"
had bLeen answered in the negative, tho
party re-ombarked for home~qulck ree
turnr belng the motto of the dry goods
trade.’

»
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HE Spning season
being now over,
travelers are all in wailing
for their fall samples. They will be
again on the road about the first of
next month. The past season will
stand on the record as the bestn
miilinery for many years back. It was essen-
tially a flower season, and the quantity of flow.
ers sold was something enormous. A brisk demand has sprung up
for the sailor straw hats for summer ouung, and a good trade has
been done in them.  Buyers are not yet back from the foreign maz-
ke(s, and we are not therefore 1n a position to say anything about
fall styles.
Wholesale houses also say that the past season has been a very
good one in mantles and jackets.

SENSATION IN MILLINERY CIRCLES.

The announcement, on June 18th, that the wholesale millinery
house of JohnMaclean& Co., Montreal, had decided togointo hquida-
tonlcreated a sensation in millinery circles. The finn was one of the
best known in the trade and did a first class business. They dealt
in a superior yrade of goods suited to a mure anstocrauc and fash-
ionable community than presaids in & colony of the Empire.  The
principal creditors are the Merchants’ Bank of Canada, which isin-
terested indirectly to the extent of $135,000, and Sir Donald Smith,
to the amount of $25,000. The liabilities to foreign creditors wilt
reach abowt $125,000. The assets are estimated at $200,000. The
firtn 1s composed of John Maclean, Alexander Stewart, and J. H.
Smith. Mr. Maclean was the onginal founder of the firm, but in
1887 formed a special partnership with Stewart & Smith, each of
whom put $25,000 in the business. Mr. Stewart is 2 nephew of Earl
Mountstephen, and Mr. Smith 1s a son of Sir Donald Smith. Much

“sympathy is eapressed in the trade for the firm.

MILLINERY IN PARIS.

The Pans cortespandent of the Drapers ‘Record, says. The
artifiial luwers now shown at the Lousre are something too lovely,
and one can scarcely believe that they are artifivial, especially those
created {or millinery purposes.  The dawies, cornflowers, clusters of
auriculas, cycdamen, dandelions, iris, with natural fohage, and the
exquisite grasses and floral trimmings used for decoration round the
bottom of evening dresses are perfect specimens. There is also a
splendid show of leather bordering 10 all widths, and all the newest
shades,

There are any number of diminut:ve floral toques, with generally
abunch of yellow flowers placed on the crown. A very becoming
togue is of black rich straw with level crown, the borders tnmmed

with a fantasy of black jet
pearls. Black jet aigrette back
and front backed up by velvet
bows. On one side a quantity of yellow roses crossed
with large jet pins.

There seems to be quite a mama for brown straw
hats of every shade, the favorite shape being stil the low.crowned
and broad-brimmed sailor. Some of these turn up high behind,
and are fastened with a bow and the inevitable small wings which
are seen everywhere, and in every colour, white, cream and pale
yellow being the favorites, Ruches of tulle are placed sometimes
round the edge of the brim.

Green chestnut burrs and leaves are novelties in millinery, and
sweet peas and garden pinks are the latest in flowers,

I must not forget to say a word about the new capote they are
making for the theatres. It consists of a sort of helmet of raised
gold embroidery ornamented with two wings placed vary much in
front to resemble the head gear of Mercury, whom it ir named after.

The capotes made entirely of flowers are little more than wreaths,
with a small bunch of bloom at the back and one at the front
arranged high en aigrette. A new trellis work of jet is much used
as a foundation for these capotes. Pomponette is the name of a
new sailor hat, turned up at the back, the brim being cut and faced
with velvet, trimmed with bows and flowers. The “petit mann "
1s another and rather pretty sailors hat. The newest model is in
golden brown straw, with the brim wider in front ; at the back is a
bunch of yellow velvet, with two ends pointing upwards ; in the front
a smaller bow, and\ two seagull wings standing high. I merely de-
scribe the style worn by the best people, but the general public
exaggerate and wear hats as large as umbrellas, crowded with wings
and roses. The Cleopatra capote is very handsome ; it 1s in beaded

. and spangled net, encircied with a wreath of daisies, and adomed

at the back with a black osprey feather powdered with gold ; i the
front is a sinular feather, a little smaller, from which peeps forth a
black jet snake with ruby eves.

MILLINERS® TEAS.

Fashionable dressmakers and milliners in England serve tea to
such of their customers as care to partake of it. There 1s nothing a

woman, tired with shopping, relishes so much as a cup of tea, and -

in her gratitude she is more than likely to make a larger purchase

than she otherwise would.

MILLINERY ART.

Millinery talent appears to be inherent in most women.
Although some dowdy work is produced, the amount of such is not
greater than in professional circles. In some instances posiive
genius is developed, deft white fingers conjuring bewitchingly
“Frenchy " effects from the most unpromising matenals. These
amateur artists, proud of their newly-discovered accomplishment,
readily accede to friendly importunities and scatter evidences of
their skill with a generous hiberality that soon leaves them impover-
ished in ume and ideas.  Over fifty grawtous works of millinery art

t5 in actual recora of one young woman for a single season.—D
Goods Chronicle. 4

THE BEWITCHING SUMMER GIRL.

The summer girl attired 1n a fetching suit completed by a ¢ -
tish hat of mull, shirred on wires, bent to suit lt)he ardyz r.ff :::j
trimmed with a spray of flowers or bunch of feathery tips creates
havoc unknown among the masculine portion of the visitors at the
summer resorts. .
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NEW YORK MILLINERY.

Dawme fashion, says the Millinery Trade Review, rarely reaches
hec extremes by a sudden bound, but by easy stages. Carefully
considering their acceptance or possible populanty, her designs are
subject to a deliberate course of evolution, and she is slow in arriv-

PLATE NoO. 1.—Toque of black chip having brim draped with jet
and pearl, bows of black velvel nbbun back and front, with a chaplet
of mais shade of roses set at top of crown at back, with projecting
heads of large jet pins. Strings of black velvet.

ing at her ultimata. Feeling her way, as it were, toward favor,
she seldom abruptly forces changes of siyle upon her votanes, but
introduces them <o skilfully that the eye becomes unconsciously ac-
customed to them by the time the taste becomes reconciled to them.

It has been a comparatively short time since it seeimned almost
impossible to have the hat too towering, the crown growing higher
and higher from season to season, until it attained a height alto-
gether unexpected when first taking on the upward tendency, with

the trimming adjusted to assist the effect of altitude. After awhile, .

it is well known, the high crowns rman their course, and, gradually
lowenny them from season to season, the sagacious arbiter of the
mode toyed with the taste of the fair dependants upun her decrees
until the crown has grown to be an inconspicuous, if not a question-
able, adjunct of the fashionable head-dress. The toque has become
a mere little scoop that rests snugly down on the head, and one ot
the wmost approved shapes in hats is nothing more nor less than the
toque to which is attached a brim that projects deeply in front, and
is narrower and turned up at the back, the adjustment of the brim
at the back suggesting the present pleasing style of trimming, which
rests off the back hair.

Varying the jeneral ideas involved in the bonnets and hats allu-
ded to, one of the most approved shapes of the season, and one
which may be regarded either as a bonnet or a hat, and which be-

comes either one or the other according as trimmed, is a mere
plaque given a slight elevation in the centre so as to fit snugly on
the head, with the brim turned up at the back and voluted at the
front ; and many subtle differences of effects, 1f not of actual shape,
grow out of the plaque conceit.

But, as usual, New York shows great moderation in the styles of
Lead-dresses that rule the existing mode, and modifications of shapes
rather than the extremes ot Paris styles. The New Yark large hats
are small compared with those commonly worn thus season in the
French capital. With the low crowns and the scoop-crowns that
prevail here, the Paris large hats have brims which are very much

deeper in front than the brims of the New York hats, while the sha-
dowy eflects of the shapes are very much more pronounced.

It is easy in New York to find a hat of medium size, and one that
any lady may wear without attracting unpleasant notice, 1t is not
easy to find a hat of this description in Pans, and yet feel that one
is strictly following the mode.

As in New York, lace straw braids and transparent eflects obtain
there in the summer millinery; or with the lace Lrawds, plam sitk
tulle, point-d'esprit tuile, and laces in the toques and small bonnets,
while hats that are most sought after have the crown or the head-
piece of close braid and the brim of lace braid; and because of being
of lighter weight than the straw braids, the head.pieces or the
crowns of the large hats are frequently of Neapolitan braid.

A remembered large hat devised in Paris, with the crown of
Neapolitan brawd and the brim of a very transparent lace brawd w
black, has the brim faced with lightly-shirred point.d'espnit tulle, and
trimming of No. 16 black velvet ribbon surrounding the crown and
forming a bow at the back, the bow supporting a panache of black
ostrich-tips at the back, and having several loops to droop down un-
der the brim, and a bunch of ostrich-tips posed at the front. This
hat, however, was an exceptional model. -

Asin New York, this is essentially a season for artifical flowers
in Paris. Many of the small bonunets are objectively made of flowers,
and many httle bonnets are no more than frames lightly and loosely
covered with plain or dotted tulle or lace, with a bunch of lowers
supported by a bow of lace or ribbon upreared at the back, and
strings of lace or ribbon sct at the back.

Prate No. 2. A very Frenchy hat s here represented which
is almost crownless and widely flared n front. The brim s faced
with lace, and the outside trimmed with black ostrich tips, yellow or
red flowers. The illustration plainly shows the manner of trimming.
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The hat season 15 practically over and wholesalers and manu-
facturers congrawulate themselves that it has been on the whole saus.
factony. The recent hot spell moved off a lot of straws which is
another matter for congratulation. Travelers are now out with full
ranges of fur samples for the winter and already orders are coming
in well. Notwithstandinyg the advance in prices it would appear as
if people will have their furs. There are many entirely new novelties
shown of which we will be in a better position to speak later on.

BEHRING SEA AGREEMENT.

An agreement was concluded on June 15th between the linperial
and United States governinents for the purpose of avoiding irritat.
ing differences, and with a view to promote the friendly settlement
of the questions pending between the two governments touching
their respective nights in Behring Sea, and for the preservation of
the seal species.  The agreement 1s made without prejudice to the
rights or claims of cither party, and reads as follows:—

1. Her Majesty's government will prohibit until May next seal
killing in that part of Behring Sea lying eastward of the line of de-
inarkation, described in article No. 1 of the Treaty of 1867, between
the United States and Russia, and will promptly use its best efforts
to ensure the observance of this prolbition by British subjects and
vessels.

2. The United States government will probibit seal killing for
the same period in the same part of Behring Sea, and the shores and
islands thereof, the property of the United States (in excess of
7,500 to be taken on the islands for the subsistence and care of the
natives), and will promptly use 1ts best efforts to ensure the observ.
ance of this prolnbition by United States citizens and vessels.

3 Every vessel or person offending against this prohibition in
the said waters of Behning  Sea, outside of the ordinary territorial
limits of the United States, may be seized and detained by the naval
o1 other duly commissioned officers of either of the high contracting
parties, but they shall be handed over as soon as practicable to the
aathoritics of the nation to which they respectively belong, who shall
alone have jurisdiction to try the offence and imposc the penalties
for the same.  The witnesses and proofs necessary 1o establish the
offence shall also be sent with them.

4. Inorderto facilitate such proper inquiries as Her Majesty's

government may desire to make, with a view to the presentation of
the case of that gosernment before arbitrators and in expectation
that an agrecment for arbitration may be arrived ay, it is agreed that
the suitable persons designated by Great Bntun will be permitted
at any tin € upon application to visit or remain upon the séal istands
during the present sealing scason for that purpose.

JOHN DILLON'S OLD HAT.

It 1s uot often, says the Post, of Wellington, New Zealand, of
May 15th, that onc can turn over upwards of £6 out of an old hat.
But this 1s what Mrs. W, F. Healy has accomplished on the last
cauple of nephis of the late bazaar in aid of the Orphanage building

fund. The secret of it 1s that the hat belonged to Mr. John Dillan,
who, on the occasion of his visit to Wellington, left it behtnd at the
Hon. P. Buckley's. The raflle caused no small interest as to who
should be the winner. Eventually Mrs. Sullivan proved the lucky
investor, after which Mr. Dillonreceived threeheartycheers. Strange
to say, the lady who raffled it and the lady who won it'are both
natives of Templemore County, Tipperary.

LEIPZIG FUR NOTES.

The Leipzig correspondent of the N. Y. Hatter & Furrier says:
Business has been quite rushing after the closc of the fair, duning
which about 20 per cent. more goods were handled than during the
same period of the preceding year. The larger figure of imports and
exports 1s due to the advance in prices all round, and also to the
larger crops which have arrived, stimulated by the steady demand,
which is only the natural consequence of the unprecedented rush and
clearing of all sorts of furs last Winter. Persians, krimmer, both
raw and dressed, and astrakhans have been shipped to Leipzig in
very large quantities, and have been purchased on arrival.  The as-
sortment of krinuner, which arrive about this time, is far inferior to
last year's; it is even claimed that the crop of these lambs is not at
all satisfactory. In France this article 1s especially well taken, and
a good many big parcels have been shipped to the United States.
Teschs are taken for German and English accounts, while most of
the Post are purchased by buyers of the first-mentioned countries.
Persian lambs are quizter now than they have been tor the last two
years, but new life is expected in this article as soon as the French
buyers step in.  Stocks of all sorts of astrakhan have been well nigh
cleared of late, only those parcels being in the market which are in
the hands of the buyers. Mouflons are in good demand for England
and the Umted States. The demand jor brown-dyed American
opossum 10 tntation of skunk is well maintained, while the rush for
the Austrahan opossum imitation of seal has entirely subsided.
Some nnportant parcels of dressed nutnia selected skins have re-
cently been purchased for your side. The lutest imitation of seal
produced by dyeing this fur seal brown s about the best of that kind
which has cver been produced. Whatever stock of cutters’ skins s
in the market now are Wanter skins, as the Summer skins are not
expected before June next.  Prices are high, and all reports to the
coatrary will go still higher.

The outlook for Russian furs is very promising for the neat
season. Thesame cannot be said of Amencan furs, which met with
such good demand at the beginning of the year.  Good and medium
grades of skunk have a pood sale. Poor grades are taken for
domestic and Enghish accounts, while the black and small striped
skins are taken for French consumption. Mink does not sell half
as well as was to be expected ; as the price for dark skins appears
too high ; the lower grades are preferred and are slewly disappear-
ing. Muskrat sold fairly well, to be uscd both in the natutal state
and as imitation of seal. Otter is in good demand, but raccoon has
been somewhat neglected of late.  Good grades of red fox sell

readily, and all sorts of high grade fancies command good prices.
Badgers are doing well
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LEADING STYLES.

Below will been seen a few more of the leading styles in hats and
caps from the cuts received from A. A Allan & Co,, for which they
had a big demand during the season.

Fur or wool crush hat greatly in demand throughout the North
West.

Solt fur or wool hat principally worn by the farming community.

Naval cap for boys, but sometimes worn by girls as well

The always favorite Tam O’Shanter fur both grls and boys.

LONDON STYLES IN HATS.

Our old friend the derby hatis just now having its own little
boom. In these goods a very moderate depth of crown prevatls,
5} 10 53¢ bang the rule with rather close set brims.  There has
been an excellent demand for rough felts especially in Slacks and
lizht browns. 1 see a great number of felt goods of an unwmistak-
ably reddish hue, owing to the demand for colors to match prevail-
ing shades in tweed suits for Summer wear.  This 1s a step in the
right direction and wants to be encouraged by Amencan hatters.
1t is thoroughly fashionable in England to wear a felt bat in keep-
ing with one’s costume, and the fact that it isso will put many an
additional shilling to the hatters ordinary receipts this year.

The light weight shapesn straws which flourish on tropic mud-
sutnmer Broadway do not go here where the temperature 1s more
bracing and even. The average specimen weighs from seven to nine
ounces with depth of crown from 2} to 3 inches and brim 134 to
1%, the material being a coarse * pearl” plait of white Luton straw.
Luton by the way is the Bedfordshire village about which flounishes
the greater part of the English straw hat industry.  The popular
hat of the moment 1s of a very coarse teature whule straws beiny
employed which split and opened out measure at least i of an inch
across. Two colors are always emploved, white entering into nearly
all hats in combinations with brown, blue or black. The edges of
these hats are not round fimished but serrated. Bands employed are
of various colors, principally college ribbons, which, being usually
:I\:\(raglive tri-colors, produce very pretty eflects.—Hatter and

urrier.

BUYING NOW.

Gossip from London says the price of furs will be raised by the
Behring sea legislation.  Ladies are accordingly buying outside

winter garments at the time when 1t 1s customary (o shed winter
garments.

J. TuNnsSTEAD & CoO,,

—MANUFACTURERS Ot —

Fur Felt Hats, Wﬂ and Hexible,

271 KING ST. EAST, HAMILTON, ONT.

The first Hat Manufacturers that ever catered to
the Retail Trade exclusively.

ALL THE LATEST AMERICAN AND ENGLISH STYLES,

E. J. FAWGETT

MANUFACTURER OF

FELT HATS

STIFF, SOFT and FLEXIBLE.
NIAGARA ST, - - TORONTO.

The only manufacturer in Canada supply-
g exclusively the RETAIL TRADE. Sead
for samples of

DUNLAP, XNDX AND MILLER STYLES.

B. LEVIN & CO.,

WHOLESALE MANUFACTURERS OF FINE FURS

AND
IMPORTERS OF HATS.
491 & 493 ST. PAUL ST.,

MONTREAL.
= O ==

A large and well assorted line of  manufactured
furs and high grade hats always in stock. Orders

by mail from the trade will receive careful attention,

Sole Agents for the Dominion of Canada for
Lincoln, Bennett & Co., Sackville St., London,
Eng., and W. Wilkinson & Co., Regent St,, Lon-

don, Eng., makers of high-class Silk and Stiff Hats,
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Wt have been led to believe that the clothing trade has been on the
jump this year and that business has been satisfactory.  Subsequent
enquinies lead us to doabt that things ate not so * rosy " as they might
be and that business has been discouraging, at least so far as Ontario
is concerned. That a large and profitable trade has been done in the
Mantime Provinces is generally admitted, but this has been alinost
counter-balanced by the depression in the West. Possibly some of
the wholesale houses expected too much and are consequently dis-
appuinted.  Some houses have always the same stercotyped answer
to any enywiry as to trade prospects, and it is a pleasiny, sign when
they can always look upon the bright side but others are mure out
spoken. Amouygst retulers the same will apply. “ \We have done
a splendid business this spring ” 1s a common saying, but * Business,
15 very duli and there 15 hitle or no profit now as prices are so low "
1s another not infrequent saying.  In the cities comipetition is exces-
sively keen and * unprecedented bargams * are the order of the day.
The mgenuity and skill displayed 10 the adsertisements of the large
retail firms to attract custum are evidences of the keenness of the
competition of the present ume. This has resulted 1n an inferior
grade of goods being put on the market, and retailers should sen-
ously consider whether they are serving their own interests by palm-
ing them off upon then customers as supenor grade goods. It may
put an extra Jdollar or twointo their pockets at the tine, but will ul-
timately re-act to a startling degree. Last winter a friend of the
wrniter's went into a Jeading retail store in Toronto and purchascd
an overcoat. It was descnibed as a supenor article sent along with
uthers by a Montreal manufacturer as a sample of the fine goods
they were able to turnout. The retail price was $16 but they would
give him a reduction of 25 per cent. as there were only two left and
they wanted themn closed out. He swallowed the bait but will not
be such a fool again. The material was the rankest shoddy, and in
a month the coat was unfit to be worn. The retail firm thereby lost
a good customer and did not enhance thewr reputation. A penny
wise and pound foolish policy ” never pays. If such cases are of
frequent occurrence it 1s no wonder that the demand for ready-made
clothing should dechine ind the demand for custom-made corres-
pondinglyincrease. Travelers for thewholesale houses have begun the
fall campaign bnt it 1s too early yet to speak of the prospects.

FOIBLES OF FASHION.

“The Arbiter” in the N Y. Clothier and Furnisher says  The
more conservative men of the fashionable world pretend to see in
this revival of the models of 1840 1n men’s wear a forthcoming re-
naissance in short clothes, and are deeply agitated thereover. There
is no need for alarm, however. 1f that is to be, 1t will be done with
care and upon the est judgment of the men that control at the
time. There surely was nothing more kaleidoscopically picturesque
during the cpoch of fuss and feathers than the average young man
of to-day that disports in knickerbockers. The hue and cry against
shurt-clothes does not seem to me to be a disinterested appeal.
Scratch an opponent of knee breeches and you will find a person.
age with bad legs, take my word for st.

In truth, while somewhat impracucable, the asthetic side of the
question has all the best of the angument upon the question of im-
praving the breed. When men were short clothes in olden times

they took better care of themselves, for they had a proper pride of
personal appearance. lndeed, in the continuance of a regime of
attire * that covers everything,” is it not afact that the average in
physique has deterioriated? There was no need to keep up to the
top-knotch of training that produced the good thighs and well-
rounded calves. The shrunk-shanked man was as good as an
Adonis in trousers. The showing up of fashionable society would
be something remarkable if the edict were to take effect immediately;
but should it come it would tend to bring about a better physical
development, and the unfortunates in the meaatime might have re-
course to the formulators whose skilled arts can wreathe a mobility
of youth about the underpinnings of the most archaic coryphee of
spectaculas production.

It 1s rather amusing, .noreover, to note these censors of any new
departure or experiment in .ress applaud the annual spectacle of
gentlemen of means imitating as closely as possibly without awaken-
ing companson their own coachmen. The drive of the coaching
<lub is the distinguished equipagal function of the year, and the cos-
tume of the man on the box seat, who upon this occasion is supposed
to look his prettiest, is nothing more nor less than an infringement
upon the livery of the professional Jehu.

It will be noticed that the new ‘ong top coats, while they have a
pleat down each side seam, indicating a skirt eflect, have no buttons
upun the waist line of the back. In place thereof there is a triangle
done in self color sitk. 1 long ago advocated the abolition of the
two hittle bulls-eye buttons. They are there for no purpose, they
are not decorative.  They simply mean that once upon a time when
men wore swords and square cut coats the skirts were lapped back
with tapes that attached to these buttons.

They should come off, and so should the buttons upon the coat
sleeves of the undercoat. They indicate no saving clause of utility;
they are not decoiative, they do not give the finish that several rows
of suitching would. But they have a purpose. Eaperience teaches
that. Itas clearly the aim of the tailor that affixes them that the
silk sleeve lining of the overcoat should last as short a time as pos-
sible, The coat tail and sleeve buttors mustgo !

TO INCREASE BUSINESS.

There are various ways of stimulating trade, says the Chicago
Apparel Gazette, chief of which is successful advertising in its various
branches, but there is another way of doing more business, and that
is by increasing its s_ope. It1s from such a method tbat the great
department stores have come, by the additions of departments and
branches of business, more or less allied to the onginal character of
the store. Many dealers deprecate the spreading of a business
beyond its onginal lines, butthe notion is old fogish and the proof
is that these department stores pay.

We will suppose the store to be originally confined to clothing.
For a time the business grows, but there comes a time when the in-
crease 1s small, and this 1n spite of the most careful, systematic and
energetic pushing. The territory has been worked out; all the busi-
ness in it than can be attracted to a store of the character of the one
Just described has been secured. What comes next? There is room,
help can be readily secured, the business has been profitable and
capital 1s plenty, but the dealer finds a limit to his trade has been
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so nearly reached that the annual increase is small. This condition
is not satisfactory to the successful merchant and he says, all my
customeis wear hats, why not try and sell them? The hat depart-
ment is added. The first step taken, furnishing goods, boos and
shoes and other departments follow easily, and the department store
confined to men’s goulds 1s the result.  Then comes the add.tion of
a less direct connection and the resnltis the great department store.

Itis not e:ury merchant who can successfully handle alarge
business, but there are many who could who do not because they
will not. It is the tendency in cvery line and in every town to con-
centrate. Increased capital secking profitable fields finds it in
some such enterprise as the above, and many thunk it vastly better
thei the money be employed in one business where one hand can
often be made to wash the other, as the old saying goes, to spread-
ing 1t out 1n variety of enterprises which have no conunection beyond
the same proprietorship.

BUSIMNESS METHODS.

Merchant tailors realized several years ago that their method of
doing business was bad, and felt the need of reform. They were
too willing to extend credit and their business was seriously crippled
by bad accounts. The New York Sun did not, therefore, tell them
anything new when 1t satd, editonally, just belore the recent auction
sale of judgments, that :

“The tailors have only themselves to blame btecause of the
accumulation of bad accounts. They should have been more dis-
criminating in the extending of credit; but, of all trades, they have
been the most wedded to old fashions of doing business borrowed
from Europe, and froin Encland more especially.”

This is truth,if it1snot s, and 1t 1s keenly sarcastic. That
merchant tailors, who should, above all things else, follow the fash-
ons, are, of all trades, the most unfashionable in their business
methods, 1s discreditable to them and provocauve of ndiculé. But
they are rapidly reforming their vicious system, and through their
national exchange and local exchanges are estabhishing safegaurds
agawnst undesirable customers and acquiring an amount of know-
ledge that will enable them to conduct their business en sound prin-
ciples. They are, 1n fact, and have been for some time, doing what
the Sun says in the editonial from which we have already quoted, is
true policy, which 1t thus briefly defines :—

“ The true pohicy for the merchant tailors is to get the most they
can for thewr bad debts, accept the loss with philosophy, and then
proceed to put themselves in line with modern businiess progress.”

Continuing, the Sun says with wisdom that shines with a very
large amount of refulgence :

“The plan they have adopted of making inquiries in the trade
as to the credit of customers and theis haluts as to paying Wills, wail
be a sufficient measure of protection if they act in accordance with
the information obtained. A similar method is pursued by tke Retail
Dealers’ Protective Association, which publishes a directory giving
those particulars as to the thousands of individuals. Purchasers are
classified according to the amount of their capital, and alsoas to
their practice with reference 1o paying bills, whether they are cash
buyers, prompt or slow in paying tills, or dead beats. The mere
possession of wealth 1s no sare indicatiun that a man or woman 1s
trustworthy; for rich people may fight harder against paying smail
debts than those 1n moderate circumstances, thus putting their
creditors to much expense and annovance in making collxctions.
But the method of secuning mtormation adopted by these organized
retail dealers enables them to proceed intelligently in giving credit.”

But while the Sun is right in this it is wrong in supposing, as it
seems to do in common with the majority of newspapers, that the
high prices charged by our leading merchant tailors are excessive
because of bad accounts. These, of course have their influence on
prices, but this influence is slight compared with that of the ex-
pensive alterations they expect and genemily have to make to satisfy
the personal taste and whims of their customers who, were they
dealing with houses of less reputation, would expect no such costly

changes to be made.  We are speaking now of alterations that have
nothing to do with the fiting qualines of garments, but ot thase that
relate to style and expression,

Very often the high class tailor tinds 1t necessary, in order to
please a custemer, to make extensive changes in fimshed garments
that deaudealy impair their beauty and rwn therr style, and thus he
must do as smilingly as though he were delighted to pay the eight
or ten dollars it often costs, or he will soon find his reputation as a
high-class tailor monopolized by huuself.

Between the cost ot making a suit, including trying on and alter-
ing, as made by a good, conscientious tailor for say $50, and as
made by a high class tailor for say $75, theres at least a difference
of $10, and very often of more thun twice that amount, and this dif-
ference will continue as long as there are as many men in this coun-
try as there are now, whom notlung but the best of . orkmanship
will please, and who have ideas of theiwr own about art and style in
clothes on which they place a higher value than they do on those of
their tailor.—Sartorial Art Journal.

NEW YORK OUTING FASHIONS.

The outing season, says the N.Y. Clothier and Furnisher, pro-
mises 1n all its details to be comparauvely unsensational. The
toggery provided for the summer youth, wiile bright and pitur-
esque, in no phase transcends the bounds of propricty in color ot
design. This naturally means a more uuiversal populanty than
ever of the outing st :ffs, for there were those that under the lund
regime of past seasons hesitated in adopung the vogue at that ime
for fear of being too conspicuous. The outing maniac is, of course,
irrepsessible.  He will revel in his panoramic idivcy in spite of all
the safeguards of the fashion-framers. He will get is van-colored
and blinding color effects, if ne has to get them made to order
out of differcnt pieces of fabrics. But he will be the exception, and
he will be harmles> and humoresque in s 1soluted pre-eminence,
The promoters of outing wear have not forgotten that the slab pave-
meants of the biy cities reflect the heat of summer tune with greater
warmth than the sands of the sea-shore, and there 15 no tempernng
breeze to make life easier to endure. They have remembered the
coolness of the fabrics that mav only be worn vut of town, and have
furnished quiet designs in blue, gray and brown n tropical weights
suitable and satisfactory for town wear. The Gothamite may. there-
fore, this cominy seasun be garbed in suitings as comfortable, and
to a proper.extent as neghge in character, as the suburban youth
who may enjoy a wider scope in tint.  The washable waistcoats that
come in many well-chosen designs will be worn with the voats and
trousers. They may be worn with the cheviot, but not the flannel
shirts. Ifitis so warm that the flannel shirt must be donned for
comfery, it 1s two warm to add the weight of the dressy waisicoan.

SERVED HIM RIGHT.

—————

A Boston purchaser who looked into a clothing store for a thin
suit, was shown by the indifferent salesman a thick suit that would
have done for Fall or W:ater. On saying that would n 2t do he was
ask=., sullenly, “Don’t you know what you want #* “Yes; I can’t give
the names of the fabrics, but thin goods—suntable for the season.”
At this moment another salesman came along and addressed his
assoviate. “George, warm to-day,sn’t !’  “Yes” was the re-
sponse, “ warm enough to melt down a thick-skulled donkey.® [he
customer, somewhat annoyed, turned and looked at " Gceorge” fuil
in the face, and remarked thereupon, *1 didn't know the hot
weather affected you that way " and left the store.—N. Y. Clothier
and Furnisher,

CLOTHING OF THE HUMAN RACE.

According to statisticians, somewhere in the neighborhood of five
hundred millions of the human race are well clothed—that 1s, they
wear garments of some kind. Two hundred and fifty millions go
enurely naked, and seven hundred millions only cover certan parts
ot the body.
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AN import.
ant circular has
been issued te
the members by
Mr. Lowe, sec-
retary of the
Commercial
Travelers' Mutual Benefit Society, on the
question of additional insurance. It seems
that last year notice was given by one of the
Trustees for an alteration i the by-laws, so
that any member under 30 years, who will
furnish a medical ceruficate satisfactory to
the Board of Trustees, may take an ad-
ditional $1,000 insurance, paying another en-
trance fee of $2, and an additional assess-
ment, when issued according to the scale of
rates when second certificate was obtained,
but acuon was aeferred for another year.
Since then, so many nembers of the Society
have expressed a desire to take $2,000 insut-
ance that the Trustees intend submitting she
measure agawn at the next annuval meeting.
Meantune, with the object of arnving at the
consensus of opinion of the members, toach-
ing incresed nsurance, a post card has
been euclosed i each aircolar with the ques-
twon to be answered, * Will you take another
thousand wnsurance?” The aircular goes on
to say ; *As tlus 15 a matter of great im-
portance to the members generally, it is 10
be L.jzd the request of the Tru. ees will
meet with a prompt response. 1115 reason-
abie to assume that the Board should eapedt
the cordial asmistance of every member in
helping to further the interests of the Soar
ety. \We can cuncewve of no better way on
yout pant than by induuing anovther persun
to juin, ur by obtainmy his permissivn to
send tis name to the Secretary  Bear in
misid, old insurance companies who know the
absolute necessity of aen blood to heep
down the death rate, pay large commissions
to apents, which necessanly come out of the
pockets of theinsured.  To obtain this ac-
«ession of new members ard to avoid the
espense inudental to line companies in

accomplishing this desirable end, your
assistance is asked. \With this object
in view an application form is enclosed with
the hope that it will be used to the best ad-
vantage. That the members may more
castly remember when assessments are due,
it has been decided to issue them at fixed
dates, viz, the first lawful day of the months
of January, March, May, july, September,
and November in each year. The next as-
sessment will be made on July 1st. Itis
optional for members to pay as many assess-
ments as ihey please mn advance.”

WONDER WHO HE IS

A New York wholesale wmerchant says that
he cheerfully puts up witl. the sharp practice
of his travellers, who pad their 2xpense ac-
counts, because the sharper the drummer is
in that respect, as a rule, the more custom
he brings to the house.—Ex.

THE VICTORIA TAX,

The Counul of the Toronto Boamd of
Trade, at its mecting on May 27th, voted to
ask the City Counul of Victona, B.C, to
resand their municipal tax on commercial
travelers from outside points doing business
in that aty. We understand the tax has
since been rescinded.

THE CELEBRATED WHY1E BRUTHERS.

We do not mean the cvangelists, but two
others of the same name, J. S. & F. H,,
whose mission s to conver: others into their
way of thunking and beheving, viz.. that the
house each represents is the only one in the
Donunion having alwaysn stock the best
assortment of gouds in the mullinery line.
J. S represents S F McKinnon & Co., and
F. H, D. McCall & Co. The latter has
been for sonie ume on the North West and
B. C. ruute, and now . S. has beer assigned
to cover the same ground. The somewhat
unusual spectacle will therefore be witnessed
of tae brothers workuuy the same territory
fot rnval firms, They are both gentlemanly
youny fellows and possess all the quahties
that make successful business men. May
theuwr shadows never grow less.

OBITUARY. .

John Booth, traveler for W. E. Chala aft
& Co., Toronto, died suddenly at Milton’s
hotel, Fans station, on May 24th, from heant
falme. The deceased was a member of the

,,m;»uﬁ&‘ \Western Assoctation and lLived in

Brantlord. He was on the road

for about cleven years represent-
ing differcnt wholesale clothing firms, and
previous to that he was manager for William
Grant. Brantford. He was held in great re-
spect by all wno knew him. A wife, son,
and daughter are left to mourn his loss.

W. M. Hambly, who used to travel for
willinery firms, died at his residence, Day-
ton, Ont,, on May 3ist. He had been for
nine years a member of the parent Associa-
tion and was also a member of the Mutual
Benefit Society.

Edward Milliven, traveler for a Montreal
house, returned to his home in Halifax, on
May 29th, from a business trip to Cape Bre-
ton, and died suddenly on June 2nd, from
heart failure.

R. A. Duncan, a member of the parent
Association, died at his residence, Mitchell,
Ont.,, on June 12th. He had also been a
member cf the Mutual Benefit Society for
nine ycars.

WORTH MENTIONING®

It should not go unnoticed that the Michi-
gan Knights of the Grip refused a donation
of a case of fine wine tendered them by a
prominent hotel in that State. The travel-
ing men are setting the country an example
wn this direction which may well be followed
by many other organizations. It1s seldom,
indeed, that wine 1s served at one of their
banquets.  Within the past year we have
had occasion to notice this fact several times,
Since the organization of traveling men’s
clubs and associations, it is an indisputable
fact that the standing of traveling men has
been materially raised, in the eyes of
the world. In their ranks may be found the
most successful of business men, representa-
tives in our legislative bedies, ardent temper

ance waorkers, earnest, consistent Christian
men, who are not afraid ts proclaim theic
principles, and, 1t must be confessed, somne
few who are a disgrace to their class. But
there are black sheep in every flock, and
before criticising too severely, consider the
temptation to which he is daily subjected,
the lack of the restraming influence of home
for so much of s lfe and the strong
compeuton for business which he must
constantly meet, and say then would you,
0 his position, do better? The proportion
of this latter class 1s small, indeed—not lar.
ger than can be found in any profession,
business or calling. The ume when .he
world looked with suspicion upon a * drum-
mer” because he was a “drummer?® is past.
Now a man may well be proud to say, “1
belong to o penerous, open-hearted, joily,
houest, honorable class—! am a traveling
man.” American Commeraial Traveler.
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THE DRUMMER'S DREAM.
A httle room in hittle hotel

In a little country town,
On a hittle bed with a musty smell

A man was lying down.

A great big man, with a preat big snore—
For he lay on his back you see—

And a peaceful look on his face he wore,
For sound asleep was he.

Inhisdreams what marveloustripshe made,
What tremendous bills he sold ;

And nobody failed and everyone paid,
And his ordeis were as good as gold.

He smiled and smothered a scornful laugh
When his fellcw draininers blowed,

For he knew no other had sold the half
Of what his order book showed.

He got this letter from home one day;
“Dear Sir—We've no fitter term

To use in your case than simply 10 say,
Hencelorth you are one of the firm.”

And a glorious change this madein hislife,
He now from the roarl withdrew,

And, really, soon got to know his wife,
His son and his daughter, too.

And then moved from his obscure flat
To the house on the avenue,

Lived swell,was happy,got healthyand (at,
Respected and wealthy, too.

But with a thump—bang—whang—thump
—bang! again
The landlord stood at the door ;
“It’s puty nigh time for that 6:10 train!”
And the drummer’s dream was o'er.

- American Commeicial Traveler.

MR. ROBERT W. PENTECOST.

R. W. Pentccost represents the well-known
firm ot W. R. Brock & Co,, wholesale dry
goods, Toronto. He is an Erghshman by
birth and came to this country when quite a
young man. He commenced his bnlliant,
carecr on the road about 21 years ago as re-
presentative for T. C. Kerr & Co., Hanulton,
and after the retirement of that firm from
business he was for a short ume i the em-
ploy of D. Mclnnes & Co,, then he trans-
ferred his services to Wyld, Brock & Dar-
ling, and has remained with the old finn n
all its changes. When he went on the road
in the counties of Waterloo, Perth and Hu-
ron a great deal of travelling was done by
team. He always drove a splendid team
and dashed into the village or town handling
the nbbons with such exquisite grace and
dextenty as to excite the emvy of the men
and the admiration of the fair sex. He has
always been on the same route and i1s known
by everybody, even by the rising generauon.
Heisin every sense of the term a thorough-
ly steady, reliable and well-informed man,
who retains the cou.fidence of his customers
in a marked degree, and it would take a very
live man from a nival house to wean that con-

fidence from them. Hessad to make as
large returns in the course of a year as any
tiaveler on the road, and bears the enviable
reputation of scarcely ever making a bad
debt  An unintentional but none the less
deserved compliment was paid to Mr. Pen-
tecosts abilities as a salesman by an old
Scatchmar, while tatking with another repre-
sentative of the firm in the following terse sen-
tence . * Oh yes,”said theold S.otchman,’ ¢'ll
warrant yehe'll sell plenty o'poods.” Mr. Pen-
tecost we understand, has been as prudent
and careful inhis own affairs as in those ol the
firms he has represented and is therefore
one of the few capitalists on the road. As
an evidence of the confidence reposed in himn
by bis customers some of them have made
him sole executor to their estate and guar-
dian of their children, which is as high a
compliment as could be paid, not only to Mr.
Pentecost’s business ability, but to s pn-
vate character. Mr. Pentecost is also a ve-
teran of 1866. He was a member of the 13th

Battalion and went to the front with his
company. His many friends say that lus
remimscences of the Fenian rad are well
worth listening to.

HALF-YEARLY METRTING.

The halicyeacly meoting of the Lom
mereinl ‘I'ravelers  Assoclation ot Caune
dn, was held at the headquaters, No. 57
Yongo street, ‘Toronto, on Saturda) oven-
tug. June 6th. Prestdent Burns in the
chalr. A report was presented LY Sec
retary Sargent showing the affairs of the
Arxnuciation o by an a grauifing and
Prooperouu condition, the membership
wing over SU0V, and, avtwithstandingg
the Aanoclation had paid out to the wid
ows and orphans sluce the inception of
the Insurance schemes . aun of over
S100,000, the surplus In hamd wax 190,
AUy, The repurt. was conlirtued by ten
auditors who added that tho titlo decdw
0l the property aow yccupied by the Ane
goclation were {n the hands of tho exe-
cutive. A resolution was passed to xemd
a telegram o condolenre to Lady Mae
donnld expresstve of the profound xyw.
poathy ue the Assyddation with ber in the
death ot her husbinnd, Sir John Macdonald

TRAVELERS’ CIRCLE.
A IMORL ClpuY e vSoadia N spent

I?- the memblers of the Commerelut “Irav-
clers Clrcle and a lnrgo number ot-thelr

Iefends in Webba parlors, Laiotito, on
the evenlngg ot Monday, May 20th, in
sachn, futercourse and Ustentigg  to  the
attractlve programme provided for thele
entertatnment,  lov, e, Staflord opened
the proceadings  with o _hwmorons ad.
dress nnd at o Intor stags Itov, Dr, ‘Thow.
an dellvercd a capltal address on “l'alk
Ing,” cexplaining that bo selected thnt
aubfect a3 commerddal  traselers weeo
about the beat tulkers e knew of, ‘Lhe
wmuricny programue catsteted of wolon by
Ming J  Maun, ot Hamtlton, Misa M, Me
dra’h, Alexumder Gorele and Ldgar Buck
with o duet by Misa Mcetirath and Mr,
Gorrfe. Mira Scholey reelted Luke, and
G W, Armstrong read an Interesting
crany on “Ube Hand of God In Modern
Iventlons,® The Napulltane orhcestrn
rendered lnstrumental musle and Waoelb
furnishied refreshmente. Tho hearty rend-
erlng ot the natlonal anthem  Lronght
the programne to an spproprinte close,

HONORING AN EX-PRESIDENT.

Lhe hali-yeatly meoting of <t Comne
mereins Travelers  Awmsociation of Cana-
dn, held In thele new bulldimg, No. 87
Yongo ntreot, Torunto, on Suturday ovens
g, Juno 6th, was mude the occanlon of
a presentation to o deservedly popular
member. When A, AL Allun retired from
the office ot Prestdent at the close of
lust year. aftee n servico of over cloven
years on the Bonard of Manugement, the
members decldoed to mark thelr appre.
cintion ot hly valuably and palnstaking
cfforts In behull of the Awtocintion In a
tangible form. This took the shapo ot o
lo-xizo portralt of hbmwel! and the com.
misafun was placed 1n thy capadle hande
ot J. . L. Forator., It was felt that
this was not enough, and ‘I W, Bllls
& Co. were lustructed to manulncture
a _hunting case old wateh and chaln,
which would refleet credit upon them-
welven and all concernsd. The portralt
{n o parvticularly happy effort, cho like-
ness befug perfect, and an to thoe wateh
aml chain it in only neceaary to say
that the maunlcturers carrled out thelr
commirsfon in 0 way that loft nothin
to bie dedlred. The wateh bears tho fole
fowing {nscription : “Presented to Al A,
Allan by the memborn of thy Commerelal
Travelers  Awsociatlon of Canada, June
Gth, 1891.”

The presentation was accompanled by
rlhu following engromscd address fn boo
orm °
A AL Mlan, Esq,,

Dear Slr .—

‘The offfcers und members of the
Lommercius ‘Travelers Asdocintion ot Cans
ada deslre to express upon vour rotlre-
ment from the Preatdency of the nssocla.
tion thelr apprecintion of your valuablo
rervices.

During sour locumbenty ol the
severar offlees you have so ably filled,
many lmportant matters affecting tho
wellitre ot ot astoclatlon have been sue-
cemntully completed by your tact, sound
business nbINty and forco of character,
which have long marked you as . succeus
fur busluess wman,

A our chicl executive alficer the
zeal  and  steriing  antegrity  you have
hrought to bear upon all questious af-
fecting our welfare convines us that our
Intereste were alwasn (lose at heart,

We cannot allow you to wepurie
from un without caprossing  our regret
at your retirement und ask your uccept-
ance vl the accumpanying testtmontal an
a token ot our regard

With best wishes for yourselt nnd
Tamily  Signed on behalf of the Amso

ciution, .
JUIHN BURNY, Prestdent.
JAS. SARGENT, Secrotary

I'restdent Burnk made the presentation
In a telfcitoun nand huwns manner and
Mr. Allnn teellngly replled. An an ovle
dince o Mo great esteems in whitch the
recipient Is held congratulatory speeches
Ivllowed from bred. ke, ex-EPrestdent
o the Dominlon “Travelers  Awsuclation,
Montreal . Warning hennedy, Wi, Me-
Cabe, artuary, H  Symouw, wollsftor, ¢
o VanNorman, firkt vice-president, R. J.
Uir, accond vice presfdent of tho Cotnmers
elne ‘Travelers  Assorclation, of Canadn
Jamos P'aterson, J. O. Biack ox-prosidents,
H  Wright, vice prestdent, W . Refd,
director ot the Hamliton braneh; J. J,
Miworth and FoPleldiug Ao those
ireaent were many collengues ol the retie
BR precidcit, smoug them J, H, Devan-
ey, V. P lnyes, Wo B Duck, J Green-
field, M. C. Elis, Johu Hooper, Fred,
Warrtngton nnd E. LI, Starr,

The committee havimge chargn of the
testimontal was composed of 13, C. Van.
Norman, R. H. Gray and Jas. Haywood.

The puitrait wlHI adorn the wails of
tho readluvg roomr at tho headqunrters
vl the Association,
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Jewelers’ silk velvet goods are gaining in
favor and a better class of matenal s being
used.

Opera glasses have met with a very slow
sale duning the past season, nor can much
trade be expected.

With the advance of warm weather fans
are receiving more request, and some houses
report difficulty in filling orders.

Purses of a gu. 1 quality arc in active de-
mand, and it seems that the cheaper and
poorer qualities have had their day.

Therc nas been an active inquiry of late
for all solid leather traveling cases. Cheap
imitation goods do not seem to be wanted.

Nerlich & Co. are showing some hand-
some lines of fish, game and dinner sets.
They arc all hand decorated and are worth
seeing.

Horn goods, which were put on the mar-
ket recently in an experimental way, are fast
becoming staple, and are meeung with an
increasing demand.

One of the prettiest novelties lately brought
out is a table bell of delicate porcelan, ex-
quisitely decorated with wreaths of tiny, pink
rose buds. The tongue 1s of silver.

Very few failures in the fancy goods line
have taken place in the Donunion duning the
past month. There were one or two small
firms who were unable to keep up, but the
trade was not tn any way affected.

\V. H. Bleasdell & Co. announce to the
trade of the Dominion that they have re-
entered the fancy goods business with an
entirely new stock directly imported from
Europe. Their place of business is 74 York
street, Toronto.

The fancy goods trade for the past manth
has been very quet, and this may be said to
be the fancy goods dealer’s holiday season.
Travelers’ have started out with samples of
goods for the coming Christmas trade and
so far report a good trade for future delivery,
but for immediate shipment 15 very dull.

Pocketbooks for ladies suggest the idea
that they are seeking compensation for their
pocketlessness, as some of the new styles are
capacius enuugh to hold nearly all of a
Iady’s small belongings.  Among the new
notions 0 this hne are the baght red buoks,
which, strange to say, lid fair to be popular.

Among recent mvenuons 1s & maganne
penholder, constructed on the principle of
the maganne gun. This penbolder s “loau
ed" with a stock of pens intended to last for
a reasonable length of une, and when a pen
wears oul it 1s ejected and another, supplied
trom the reservoir in the holder, takes its
place. The same tdea 13 also worked outin
pencil holders, and we shall probably, ere

long find thesc new concomitants of the
stationer’s stock insinuating themselves into
public nntice.  The magazine penholder be-
comes distinctively the rival of the fountamn
pen. In the one the pen and in the other
the ink is fed as wanted for the use of the
writer.  Each has its place, but this late in-
vention seems to bea promising reinforce-
ment to the steel pen army.

Plush goodsthis year as shownare greatly
unproved since last season and dealers are
making for a good trade. The novelties are
bnght silks, antique oaks and other fancy
woods. Manicure goods are finding a more
extended sale. ‘Thenewest thing in this line
is the album box made in the shapo of the
ordinary photograph album, and 1s intended
to take the place of the latter.

Bright silver is holding its own in the
fancy goods world, as any one can see ;*but
as this is not the time of year for novelties
one finds hittle which 1s really new and n.
teresting to talk about. Some extremely
presty things are ofiered in the way of chate-
laine tablets, engagement, emo, and ex-
perise books for ladies’ use, all of which are
bound in white silver, with etched or en-
yraved decorations of rare delicacy and
beauty.

WHY SOME MEN FAIL.

The question was recently propounded by
a rnagazine editor totwo of our conspicuously
successful Americans: “What are the
causes of poverty ? Oune replied- “ignorance
and incapacity.” The other said that the
prevalent cause is “the number of young
men who are wanting 1n decision and fixity
of purpose. If they get intoa good place at
the start they should stick to it, knowing that
by perseverance, industry and ability they
win promotion in due course as vacancies
occur. But they see or hear of sume one
making a fortune in \Vall street, or 1n ranch-
ing, or in mining, and away they gototry
their luck. When they lose, as they do
mnety-nine cases out of a hundred, that s
the end of them; they can never settle down
to ordinary ways of living after that, and their
descent is rapid.” This reason hits the nail
s -are on the head. Go where we will we
will find men who commenced hife under
the most favorable circumstances, but who
are such complete finanual wrecks that
there is but little hope for their reforma-
uon. They may be honest and temperate;
they may even possess natural ability of a
high order, but lackiny in steadiness of pur-
pose, they will never succeed. Had they suf-
ficient wall force to stick to one thing, no
matter how disagreeable it might be at first,
were they content to advance sicwly, they
would have no reason now to talk of the
“Juck”of thost who have pushed forward
mnto the front ranks.  Another cause of pov-
erty 1s a lack of sell.confidence. Many men
seem tobave no faith in themselves, conse-
quently no assertiveness, no independence,

no pluck and no push. They arealraid to
stand up and speak for themselves, prefernng
to lean on others. They are afraid to make

an investment, because of the possibility of
farlure; they are alraid to tell what they can
do_as they might make an error in doing it;
they arc cowards in everv sense of the word.
This 15 often the result of early training. A
boy, naturally timid, s kept n the back-
ground so persistently and his mistakes are
so severely criticised that he grows up into
an entirely useless man,  Push and fixity of
purpose will always bring a measure of suc-
cess.—Ex,

AN ALL-AROUND BUSINESS
MAN.

“ Speaking of diversified lines of busiuess
being carried on in one estabiishmant,” re-
marked a traveling man whose terntory in-
cluded the far western towhs, “leads me to
remark that your big city department stores
can’t compare with some of the ten-by-
twenty business houses in the frontier towns.
In a little room about large enough if empty
to turn around in, a man will carry on more
kinds of business than you vould find in two
blocks on Olive street. Just to convince you
that I'm telhnyg the truth, let me show you
one of several business cards 1 received from
men out there.” And he exhibited a card on
which was the following .

‘. . .. ® + 4 e e .. . -*
PROFESSOR WILLIAM JONES,

: M. D, :
Attorney at Law and Notary Public. .
. Speaial attention given to Loaning .
* Money, Paymng Taxes for Non-Resi- :
dents and Collecting Accounts. Also
. dealer in Dry Goods, Groceries, Hard- .
- ware, Windnulls, Furniture, Barb Wire
and Coffins. _Highest Market price paid
: for Country Produce. Harness, Musica) :
: Instruments, Watches and Sewing Ma- :
. chinesrepaired on short notice. N. B. A
* Millinery Store 1s connected with the

: establishment,

“ His wife conducts the latter,” explained
the traveling man,” and the two of them
about make a hving.—Ex.

IT WAS NOT HE THAT
WORRIED.

* Now, sir,” cried Mr. Bagwig ferociously,
‘“attend to me ! Were you not in difficulties
a few months ago

[ No-”

“Now sir! Autend to my question. 1 ask
you again, and pray be careful in answering,
for you are on your oath, I need hardly re-
mind you. Were you not in difficulties some
months ago

“ No; not that | know of”

** Sir, do you pretend to telf this court that
you did not make a_composition with your
creditors a few months ago ¥’

A bright smile of intelligence spread over
the ingenuous face of the witness, as he an.
swered .

“Oh!ahl That's what you mean, 1s it ?
But, you see, it was my creditors who were
ll? difficulties, and not me”—The Green

ag.

THE DRY GOODS REVIEW is printed for
the I'ublishers by Tie J. B. McLean Co. (Lt'd),
Printers and Publishers, 6 Welllm;tonSt.&Vut,
‘foronte, who make 4 spoclalty of high-clase
magnzine printing.
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 TRAVELER'S
INTRODUCTION,

An advertisement in the journal representing your trade is
an introduction to your traveler. He may have been shown the
same kind of samples from just as good a house but he prefers to

wait till your representative calls upon him.  Is it net reasonable

to suppose that it was your advertisement which induced him to

do this? It is poor policy to advertise in journals in which your

adﬁertisement is only seen by accident. Is it not far better and

more business-like to place it in journals that are read by those .

who buy and retail the goods which the advertiser either manufac-

tures or. sells, and where it can be seéen by the thousands instead

of the few?

With all deference we say it is a mistake to advertise only

when trade is brisk. The retailer has more time and inclination

to read his trade paper when business is dull and consequently he
is more disposed to study the spéc‘ial features. of the advertisements
and have them impfess_ed:;On his m,. ~d for future use. There can -
be no time better than the present for keeping an advertisement in,
a paper like Tue Dry ‘Goops Review, which will be seen and

read by the trade of the country before making theirfalland winter

purchases. To the manufacturers it is also invaluable for advertis
ing that their products are now for sale by all the leading whole

salers as thereby they will not only be serving their own interests

but also those of the wholesale and retaxl trade.

P st ey e e Tosg -~V Emegare
et — T " Tam——" P bt

A a—
TS AT T

SRR Y

> L . L
N . o , . .
TS I S P e R b T S e T
SR LT AT Y o Al "




xr

JOEN VIACDONALD & G0,

WELLINGTON & FRONT STREETS E., TORONTO,

Are now showing a ‘most interesting stoeck of new goods in the followings. f
sections of their different departments : .

. . ) . ol Neckwear, Underwear, Half Hose, Collars and
Dress Goods, Silks, Muslins, Laces, Embroideries, | ™ = g "8 o ™ Handkerchiefs, Rubber Goods,

Flouncings, Veilings, Hosiery and Gloves. Umbrellas, Carriage Rugs, Valises.

Staple Linen Goods in all saleable lines, Tablings, H'il))erd'lslf;cry andSSlr}I:aIIl\vares I()iréss Tru}llﬁnng;
Towels, Towelli ands. Canvas. &c.. &c. ress Buttons, Silk, Linen and Cotton Threads
Towels, Towellings, Hollands, Canvas, &c., &e for hand and machine use, F ancy Goods, Wools

Canadian, Scotch, English and Irish manufactured and Corsets.

Woollens, in Suitings, Pantings, Coatings and | Wilton, Brussels, Tapestry, Wool and Hemp Car-

Overcoatings. Tailors' Trimmings and Linings pets, Linoleums, Floor and Table Oilcloth, Rugs,.
in all the leading lines. (I\gla.tls, Table and Piano Covers, Curtains and
uilts.

Inspection Invited. Orders solicited.
Filling Letter Orders a Specialty.

THE. GREAT ASSORTING HOUSE OF THE DOMINION.

KNOX, MORGAN & CO,

WHOLESALE DRY GOODS,
HamMirToNn, = =  ONTARIO.

OUR TRAVELLERS Are on the Road with full Ranges of samples for Fail
FLANNELS Carcfully selected.  We .oﬂ'cr the best values only.
FLANNELETTES Admited to be the best value in the Trade.
DRESS GOGDS Unusually large showing. All NEW GOODS. '

GENTS FURNISHINGS Large display of TIJES, TOP SHIRTS and UNDERWEAR.
They will stand comparison.

SORTING Our repeated importations have put stock in good shape, to fill.
orders, for present use.

LETTER ORDERS Special care and attention given to this department.
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