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DRY GOODS

——AND—

SMALL WARES OF ALL KINDS.

343 and 345 Richmond St.,
LONDON, ONT.

. Trade, Business Cards, Letter Headings, Buildings, ele.
. -photograph or drawings for. esum.ucs

| scribers,  Your excellent paper fills a-lung felt want,

| pearance and. contents -of THE DRy GOODS REVIEW,

-iom, $1, for DRy Govvs Rev LW, one year.
-success, and 1f we_can serve you'in dny way; please let us know.

1 for for some time,

“week.
_post.card and:it will'be forwarded at-once.

Toronto Rrings and Tassel Company

. Manufacturors ot
FRINGES, CORDS, MILLINERY,
PO\H’(,N§ ‘TASSELS, UI‘I!OLS’I‘ER\’,
and UNDER'I‘AI\ERS' TRIMMINGS.

27 Front St West, West, TORONTO

The Hanson Photo-Engraving Co.,
8. Hs MUTRHEAD. W.J. HANSON. J. A.MUIRHEAD.
59 Yange St., Toronto.

Engravers of Fine Book Hlustratiuns, Circulars:for Dry - Ggodé
cn

WQRDS OF ENCOURAGEMENT.

L. J. Hixon, Glen Oak, Ont. -1 saw the first number, and- am
ery.nuch pleased with the sound information it-contained.

W. A. Quibell, Sault Ste. Marie, Unt.  Enclosed please find the
suimn of one dollar for which kindly entet sny name on he.list of <ub-
I 2m more:
than pleased with the first number. Wishing you every s.ccess, étc.

H. S. Dodge, Kentville, N, 5.—1 ammuch pleased with the ap-
Enclosed
youwiil find P, O. Note for $1 for the samme.

Manks & Co., St. John, .\ B. Enclosed please find subscrip
We wish you every

A. Woadcouk, Uttawa,:Unt, - Enclosed please find one dollar for
one year s subscription'to THE CANADIAN DRy GooDS REVIEW,
the sample number of which I have received and pcruscd mth

| pléasure.

Win.-Pickard, Seaforth, Ont. - You.will please commuc |ssumg
your paper to me. I'like your first number very-much.

& ‘Prueter, (A, Macdonald-& Co,) Stratford, Ont.—- l had the

|- pleasure of Igoking over your first issue of THE DRY GoODS RETIEW,
-with which I was much pleased.

'H. S. Daly, Momrea\—l ‘was quité pleased mth the: sa-np!e com-

of your new venture. ..

Jas. C. Campbell, Woodstock, Ont. - Please find enclgsed the
sum of -one dollar, in. payment of one year's subscnphon for Tlll».
Dxy- GooDS REVIEW; to commence from:its first ‘hurnber. Such
practcal snformation-as your.article on threads, will make your joust

| mal of great valie to clerks searching-~and hitherto nm]y-;;a

make themselves better educated with the. trad. - May you prom
Smyth ‘Bros,, Berlin, Ont.—We shall cenmuly subscribe. ’l‘he&
is-ane article alone.in your first number that is:worth $100 :to-aty
retail mcrcham. We wish'you every. success, - -
J. N. Adams, Winnipeg, Man —The Jmtial number o( your ek~
ceedingly bright and newsy journalto hand yestérday, and’ aler *
glanmng through-it, 1 find it ta be exactly.what-L have been: loolung

one of (I-hope) your many:subscribers, Wxshmg )ou ever) success

«| in your enterprise, ‘etc.

Similar words of encouragement have come: from many otber;,
but-we unfortunately have not space to pubhsh them, We sincercly:
thank them-individually and-collectively.

The-subscription to the Revikw is $1 per )ear--'rwo cents. pc._
1§ any retatier -has not received a sample - copy,. sena us .4

THE DRy CooDs. REVIEW. CO,, )
-6 Wellington Street West, Toconto,

-1 enclose you $1, for which- please enrol.me-ay .
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HERE is much reason for us to
feel exceedingly gratfied at the
very flattening reception ac.
corded THE REVIEW by the

Words of

bouth from

wholesalers and retailers, have
not been wanting. Subscrip-
tions have come in freely from
all parts of the Dominion,

trade and press.
encouragement,

and traders in our own city
have walled at the office to sub.

’ scribe, at the same time drop-
ping a few kindly words. Could any better evidence be required
of the urgent need for an organ devoted to the interests of the dry
yoods and allied trades? We think not. We publish in this issue
a few of the press notices to which we point with pride and take
this opportunity of extending our cordial thanks to our brethren of
the press. Wealso publish a few of the kindly comments by our
subscnbers and we can assure them that no effort will be spared on
our part to merit their approbation and sui-port. We desire to
cmphasize the fact that the columns of THE REVIEW will always be
open to vur readers for the exchange of views and for the discussion
of questions affectng the trade, and we hope that this will speedily
become one of its most prominent and interesting features. Ve
are not infallible and any article is open to criticism. We shali also
be glad to receive from the trade, personal or general items of in-
terest. We repeat what we said in our salutatory. * Qur mission will
be to make this journal a medium of valuable information as between
buyer and seller, to keep the former posted in all matters affecting

his welfare, the introduction of new styles, condition of the
markets, etc.”

Advertising in Trade Papers.

~ OTWITHSTANDING the feeling of sus-

picion and distrust still entertained by

some merchants toward irade journals,

they are becoming more and more a

power 1n business circles, their manifest

{ A advantages as advertising mediums being
fully appreciated by those who patronize

them, The country merchant reads the trade paper with growing
interest, as he knows that the general matter contained therein often
saves him money because of timely suggestions made. The matter
is laid before him in an attractive form, and instead of throwing the
paper in the waste basket he puts it carefully away for future refer-
ence. There is no doubt that as time progresses, the object and
aim of trade journals are becoming better understood, and it is seen
that the field they occupy is one combimng instruction with influ-
ence. They are practically the only source from which business
men can acquire informaton relating particularly to their trade in-
terests. The advertisements are a useful source of information to
the country dealer, because the wholesaler and manufacturer are
making advertising the medium of business uanouncements to the
trade. An advertisement in a journal devoted to a certain trade
goes direct to the retailers engaged in that trade who lovk eagerly or
it, because they know it will contain information of value to them in
the conduct of their business. On the other hand, an advertisement
in a daily paper goes to a very small proporttion of the sarie class
of retailers who look for its coming, not for the information it con-
tains regarding their trade, but for general or political news. They
may see the advertisement or they may not. Is it not, therefore,
better and cheaaer to adv.ortise in the trade journal than in a num-
ber of daily papers who cater to an indiscrimicate body of readers?
A veteran advertiser gives his views of advertising as follows:
“The objects to be attained by advertising are: to increase busi-
ness; to procure additional trade; to win the attention of persons
who have not acquired a habit of bestowing their custom at any
tixed place; to atrract valuable patr.u. now dealing with competi-
to1s; to secure the order to be executed to-day by the man who
never did anything in your line until now, and never expects to do
so again, but happens now to want what you have to sell, and is
ready to go for it wherever heis told that it can be obtained on rea-
sonable terms.  Who has never bad his attention directed to you
cannot trade with you.  Your possible customer must. have heard,
read or 1n some way become informed concerning you in connection
with the business which you conduct. Until he has so heard or be-
come nformed, he cannat be your custemer, patror, ot client.  The
sooner your possible customer becomes aware of your existence

*
and your willingness and ability to serve him, the sooner he 1s likely
to become your customer in fact. The objective point, then,at which
an advertizer aims is 1o anacunce his name 1o as many people as is
possible and as =?requcmly, with the intention or hope of making it
so famihar that 1t cannot be forgotten. To so couple his name with..
the Lusiness he conducts that its announcement shall suggest the
business, and the aonouncement of the business suggest the name
of the advertiser.”
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Retallers as Importers.

E understand that some
few retailers, who un.
port their own goods,
have not taken kindly
to the article in our
last issue under the
above head. If they
would only take the
trouble to read the ar-
ticle carefully we feel
sure they could come
to no other conclusion
than that it was writ.

ten with an earnest desire to benefit the trade, both wholesale and

retail.  We endeavored to point out that there were no advantages
to be gained Ly dealing with foreign houses, but that there were
manyfest disadvantages. [f any retailer can show us wherein we

were wrony, the columns of THE REVIEW are open to hum, e

are, however, not yet donc with the subject. The Trade Bulletin, in

arecent issue, says:—* Last weck we made reference to the miscal-

culations that are frequently made regarding the exact cost of im-

ported diy goods, and from further investigation we are satisfied

that a great deal of financial trouble is brought about througha want

of knowledge of the actual cast of foreygn goods laid down to the im-

porters.  An instance was given us a few days ago in which a lot of

Enylish goods were purchased at a closely caloulated cost of 63

cents per yard laid down in Montreal, but after the goods arrived

and every item was catefully gone over again, it was discovered that
they cost fully 75 cents per yard, There are so many incidental
charges to be taken into account that accerding to the opinions of
sonie of our best posted houses there are few men 1n the wholesale
trade who, in reckoning the first cost of unportations, make suffi-
cient allowance {or wcidental charges to fully cover the agyregate
expense incurred in laying down goods here and in delivening them
to customers.” ‘This its the nil squarely on the head and enuirely
corroborates what we pointed out in our article. 1f wholesalers make
such a serious biunder, retailers are just as liable to do so, But there
arc other things which we finled to notice m our previous arucle. As
the question of cost is the main point for the retailer, who impornts
gooils, to consider, does he take into account the fact that for a bill
granted in payment of these goods the money has to be remitted
about a fortmght at least before the due date, whereas if he
purchased from a local house he would have the use of the money
for that time longer, and this added 1o the time lostin getting the
goods from Biitasn, which will be about a month, makes a loss of six
weeks tn all as between buying here and importing.  This may scem

a tnfling atter, bt it is by saving in trifles that a profit is realized.

Then again the retailer in Canada buys from the London, Man-

chester, or Glasgow houses, but the wholesalers in Canada buy from
the manufacturers direct.  The retailers thevefore pay from, say ten

to twenty per cent., in the shape o! piofit to the Bntish houses, more
than the wholesalers.  Following out tis argument, the retailers
pay duty on the price bought frum the Bntish houses, whichn-
cludes the extra percentage as profit; on the other hand, the whole-
salers pay duty on the price paid to the manufacturers.  Therefore
the wholesaler can sell the goods cheaper 10 thair customers than
he retailers can purchase them in Brtun and have a fair margn of
profit. Ifretailess who import would only think over these things
they must see that it would be to their advautage to buy from the
local wholesale houses.  \We beheve we are not far astray in assert-
ing that very few of the retailers who buy from foreign housey take
into consideration all these small tems, and 1f they do not cover
them and others how are they to know what margin of so-called
gross profit to put upon their goods? Bv not doing so they are liable
to make their prices tno high or too low. They may from ignorance
of these matters fisy the pnce below what the goods actually cost, or
from lack of exact xnowledye they may overestimatz and mark their

prices above their neighbor’s.  So much for the financial part of the
subject. Let us now consider another aspect of the question, Surely
a retailer who is 1n a good position and able to buy anywhere can do
better by suppesting the local houses than by trading with foreign
houses, and forthis reason:  He has the run of all the best houses
in the trade, and has at his command the collective wisdom and ex-
peticace of their leading buyers who are experts in the business and
know exactly what the paruculas tastes and wants of the Canadian
trade are. 1t should not be forgotten that, on the contrary, the great
bulk of the stock 1n the Butish houses is for that trade only, and on
this ground we should think there is a material advantage in patron
1zing Canadian houses from whom the retailer can buy cheap en
ough. Do retailers cver consider that by not being loyal to Cana
dian houses they raise up a class of fresh competitors for the local
trade, because men in the wholesale trude, by losing accounts
through retailers importing direct, are forced to seek new outlets fot
their goods whicl’) come into direct competition with the retail trade?

Editorial Notes.

The exports of American manufactured cotton goods during the
last year exceed in value $11,000,000, 61 more than ten per cent.
over the previous vear. China is the largest consumer.

0’.

1t 1s probable that Guelph, Ont., will soon have a knitting ma-
chine factory. Two American gentlemen offered to start thie factory
on condition that they were givea a free site and exeinption from
taxation for a term of years. Both conditions have, we understand,
been complied with,

”Q

The imports of manufuctured and raw cottons into the Dominion
for last year show a heavy decline. The total value of manufactured
cottons of all kinds imported was $3,991,795 and the quantity of raw
cotton, 33,450,015 pounds. Unul the glut in the market is removed,
1t 15 beheved importations will continue on the declire. In this
respect, however, 1t 1s satisfactory «o find that the demand for both
domestic and foreign cottons is good. \Vhat effect the new combine
will have upon nnportations remains to be seen.

#’i

It is sixteen years ago since Messrs. Robinson, Little & Co.,
wholesale dry goods merchants, London, Ont., started business,
although Mr. Robinson, the senior partner, had been in the dry
goods business for fourteen years previously. The firm doss a very
extensive business in the West and has a representative with head-
quarters 1n Winnipeg, who has always a full set of samples, They
adopt the conservative policy of having one price, and one price only,
for their goods, and make it a point of not forcing their goods on the
trade. Iftheir customers are not in immediate need of certain goods
they prefer to let them alone untis the proper tune arrives. By this
policy they are able to do a safe and increasing business.

»%a

The Dominion Parlizimnent has been dissolved and nominations
will take place on Thursday, February 26th, polling on Thursday,
March sth.  The official reasons given for the appeal to the country
are as fo)t ws: It 15 understood that the Dominion Government
have, through Her Majesty’s Government, made certain proposals
to the United States tor negotiations looking to an extension of our™
commerce with that country. These ptoposals have been submitted
to the President for his consideration, and the Canadian Government
is of the opinion that if the negotiations arc to result in a treaty
which must be raufied by the Parliament of Canada, it is expedlient
that the Government should be able to deal with a Parliament ‘resh
from the people, rather than with a moribund House,

T e
CORRESPONDENCE.

Wo solicit lettors from our roadors on business topics. A practical mer.
clianit’s viows are always of great valuo to others in the sax e dusincss, and
wo should be pleased to have our paper made the medlum of exchanging
such oplnlous and experisnces.
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Lengthened Credits.

NE of the greatest evils, if not the greatest,
that injuriously affects both the wholesale
and retail trade is lengthened credits.
Many aacputable firm hay gone to the wall
from this evil alone, and until some radical
change 13 effected it will sunply resolve tself
into the “survival of the fittest.” It opens
wide the doors to designing and incom-

petent men, who not only ruin themselves by their recklessness and
extravagauce, but drive honest and competent dealers cither out of
the trade or wto bankruptcy. The subject has formed a fruitful
theme for discusston, but no concerted effort seetms to have been made
to get rid of the evil. And still it goes on and on like  roaring lion
seckipg whom it may devour. How can the evil be remedied ?
That is a difficult question to answer. It may be stopped for a time
but like a festering sore it bursts out again worse than ever. An
unscrupulous and designing man, or a man without capital can now
purchase goods, say, in November, and by getting prompt delivery
he can sell them without profit during the rush of the holiday trade.
He is able to put off the few bills maturing on January 4th, and
when the gth February comes round he has got the cash inlus
pockets and is in a position to settle for both his fall: purchases and
spring staples at fifty cents on the dollar or any higher figure 1t may
please lim to name. This s where the long credit system affedts
the solvent, honorable and competent traders, and in view of what
we have pointed out—which everyone kn.ws 1s no unusual circum-
stance—would it not be to their advantage if terms were shortened ?
Suppose th terms *.ere shortened to, say, 60 or 9o days from de-
livery, it would e impossible fi r designing men to carry on such
practices.  Another s'song point to be thought of is this.  If re.
tallers wili not bu; I anticipation of their wants; will not, for in-
stance, commence to buy their spring goods till after st of January,
the commercial travellers will be enabled to spend their holidays
leisurely and quietly with cheir own samilies, instead of being wor-
sted to death thinking that by spending a few days at home they are
allowing their rivals to get ahead of them in the race for orders.
Wholesale houses must see that it means to them a considerable
loss to send their travellers out with spring goods too early in the
season. If that were stopped it would save the retailer from getting
overstocked, because then he would anly buy from hand to mouth
and as his trade warranted him. He would thus carry a smaller
stock; would not be tempted to do a credit business for the sake of
reducing his stock, and with a little forethought he would be able to
meet his bills at maturity and save the worry and unpleasantness of
asking renewals and paying interest.  This long credit system car-
ries many evils in its train. It tends to flood the market with bank-
rupt stocks through the insolvency of reckless and incompetent
traders. It has led wholesalers to start rival houses to the i~jury of
other retailers, and may even have that effect at the present day.
1t is the means of raising other men in the business who get reckless
and sell goods at sacrifice prices to the loss and injury of honest
traders.  In fact, what has it not done? Speaking of this subject,
the N. Y. Dry Goods Chronicle says: ‘“With the system of travel-
ting salesmen, now become a tixed method, and who are, in one
sense, the means of forciig the season's trade, there have been
carhier deliveries of merchundise at the beginning of every season,
with no corresponding benefit derived from it.  In fact, the earlier
dcliveries carry with them a long dating, with cash discount and an
open account. * + * Notwithstandinyg the fact that transporta-
tion facilities have reduced the tme of delivery all over the country
to one-half, and one-third the time of former years, still shipments
are required to be made carlicr than heretofore. Though it is patent
that the actual consumption of goods has not changed one whit.
Whereir, then, is the advantage to dealers to so anticipate trade
wants? No reasonable explanation or apology can be yiven, save
that in the nivalry existing between dealers of all the leadieg cities,
forced easly sales are accompanied only by early deliveries and long

datings. * * * \What is more absurd in sound merchandising
than giving a cash discount without its cquivalent ? to force trade,
through vicious methods, thirty or sixty days earlier, with a cash dis-
count? It means long credit to retailers, without any security.
Were the system of ante-war times in vozue, of requiring the buyer
to issue his note within thirty days on the actual time granted, and
abolish the ridiculuus cash discount,the hardships of the credit system
would be greatly nutigated. The note given would be the merchan.
dize voucher, negotiable with or without recourse by the taker, by
which his payments in turn could be met, and aiso be the means of
limiting credits.  While we are ‘ree to adm.t that the panics of past
yeare have not brought relief to the present credit system, we do
think that a continuance of it will produce an upheaval sooner
or later, out of which the few survivers will build a more sensible
method.”

Causes of Fallure.

One of the principal features in connection with the failures last
year thraughout Ontario, as seen in the article in our January issue,
was the record of causes. For the ten months commencing with
March the total failures were 206. Of these 94 were directly at-
tributable to “undertaking to do too much business for capital em.
ployed,” and 36 to that and some other cause combined. \Ve have
therefure 130 failures in ten months, or five eighths of the whole
from, it mught be said, this one cause. The next largest on the list
15 “incompetence {lacking inJjudgment, consideration, tact, or gene-
ral ability),” with 52 to its credit, or one-quarter of the whole. Here
then we have 182 failures, out of 206,from two causes —“undertaking
to do too much business for capital employed” and “incompetence.”
This certainly does not show a healthy condition of affairs.

The consututionality of the McKinley Bill 1s being tested in the
United States courts. The question has been raised by Herrman,
Sternbach & Co., in protesting agamnst the levying of a duty of 45
per cent. ad valorem on colored cotton goods. Argument was heard
before Judge Lacombe, in the United States Circuit Court, New
York, on January 27th, who announced that he would affirm the
decision of the appraisers, and upon the entry of the order to this
effect would grant an appeal 1o the Supreme Court of the United
States.

Every merchant should insure his stock and bwildings, net be-
cause there is any danger of him suffering by fire resaltung from his
own carelessness, but to protect himself frutn the possible loss that
will be caused by some other merchant's fire extending to his estab.
lishment. Besides, if he does not pay spot cash for Ins yoods, it is
aduty he owes his creditors to take every possible precauuon
against loss by fir.. The slight cost of insurance can be saved in
various ways, and if a fire should conie he will he able then to ap.
preciate his wise forethought.

It is reported, says The Drapers’ Record, of London, Eng., that
the negotiations for a fusion of interests amongst the calico printers,
which has Leen much talked of for some time past, have now as-
sumed a definite torm and are hikely soon to be brought to a defimte
conclusion. 14 is stated that the syndicate will embrace .rms hav.
ing about 500 machines—onc-half the producing power of the coun.
try —and that the nominal capital of this gigantic organization will
reach £5,000,000. The expectation of the promoters is not only that
prices for printing will in future be kept more regular and more re-
muneiative than they have been in recent years, but also that im-
poctant econumies will be eflected n the cost of manzgement,

Window Dressing and Store Decorating fully ex-
plamned. Merchants, salesmen, and others interested in displaying
goods to best advantage.in show windows will be greatly benefited
by forwarding their address to Harry Harinan, Decorator and Win.
dow Craper, P.O. Box 113, Louisville, Kentucky.
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Important Preference Declsion.

15 an undisputed fact that the law
1s mighty and complex. [t 1s.1m.
possible for the average mind to
grasp its intricncies or follow its
twistings and turnings. ‘The mer-
cantile community may be gliding

serencly atong, feeling that notlung can disturb
their equilibnum, as they are protected by Acts
of Parhament, when some fine morning, to their
amazement, they learn that “things are not as
they seem.”

In the “Act Respecting Assignments and
Preferences Ly Insolvent Pessons,” Section 2
reads as follows i~

*Lvery gift, conveyance, assignment, or trans
fer, dclivery over or payment of goods, chattels,
or eflects, or of Lills, bonds, notes, securities, or
of shares, dividends, premtums or bonus in any
bank, company or corporation, or of any other
property, real or personal, made by a person at a time when he is in
wsolvent circumstances, or is unable to pay his debts in full, or
knows that he is on the eve cf insolvency, with intent to defeat, delay
or prejudice his creditors, or to give to any onc or more of them a

preference over hisother creditors, or over any one or more of them,
or vhich has such eflect, shail, as against them, be utterly void.”

L]

A judpgment was given by the Court of Appeal of Ontario on
January 13th last 1 the case of Gibbons v. McDonald, by which the
proverbial coach-and-four can be driven through the section referred
to. It appears that in January last year the Court of Appeal, in
Joh.rson v Hope, decided that a mortgagemade when the mortgagor
was insolvent, to secure a debt due to a creditor, could not te suc-
cessfully nnpeached by another creditor unless the mortgagee had
notice or knowledge of the insolvency of the mortgagor. When the
case of Gibbons v. McDonald was tned Mr. Justice Street decided,
contrary to his own opinion, that the judgment of the Court of Appeal
in Johnson v. Hope must hud goud.  The planuff appealed on he
ground among others that the language f the judgment in Johnson
v. Hope went peyond what was uecessary for the decision of that
case, the mortgagee there not being a cred.tor but the holder cf a
mortgage for an actual and Lona nde advance. It was upon this
appeal that judgment was given on the 13th January, the decision of
the majority bemng a sumple tegistration of the obedience of the
Court to the decision of the majorityof the SupremeCourt of Canada
in a recent case of Molsons Bank v. Halter, which went much fur-

thet than what wasdedided v1 hinted in Juhnson « Hope, and | ac

tically reads out of Section 2 of the Act the words *‘or which ras
such effect.” It s laid down in Molsons Bank v Halter that wlen
a creditor obtams from a debtor on his urgency or desire for secunty
for his deby, and the latier in (unseyuence thereof gives such se
curity, the mere fact of the latter Leing in {act insolvent at the time
and shortly after guing into insulhvendy, dues not, in the absence of
any collusion ot guilty knowled,e on the (reditor’s part, defeat the
transaction at che sutt of the assignee or creditors, It must be the
illegal inte=, to defeat, delay, or prejudice the (reditors, or to give &
preference to eae over the others, that brings it within the statute.
By this deusio s of the Supteme Count one of the greatest safeguards
afforded the business community by the statutes is destroyed. The
Boards of Trade shoald take the matter up and petition the Leyisla-
tures to restore the Act to its original state of efiectiveness.

1t may be as well to point out that when the case Molsons Bank
v. Halter was before the Courtof Appeal, Mr. Justice Burton held
that the wurds in Section 2, * or which has such effect,” apply only
1o a preference of one cieditor over another, and even then only
where there 1s an actnal intent to prefer.  Mr. Justice Osler, on the
other hand, held that the words apply to the whole of the antecedent
part of the section, embracing as well conveyances made with intent

todefeat, delay or prejudice, as those made with intent to prefer
only, and that any conveyance or transfer by an insolvent (with cer-
tain exceptions spectally mentioned in the Act) which has the effect
of defeating, delaying, prejudicing, or preferring creditors, whatever
may have been the intent with which it is made, is within the stat.
ute. When the case came before the Supreme Court three ot the
judges (Strang, Gwynne, and Taschercau), constituting a majority,
took the same view as Mr, Justice Burton.  Although all the judges
of the Court of Appeal individually agreed with the opinion expressed
by Mr. Justice Osler, they felt bound to recogmse tl~ authority of
the Supreme Court and had to give their decision accordingly.

A Falthful Record.

——
o

{——0~" 7= HERE are many good stories told about,

w }  country storckecpers of the oiden tune mn

Canad. —as to the prices at which they
sold their goods, the kind of articles they
sometimes were compelled to take in pay-
ment, the manner in which a record of
credit sales was kepf, etg, erc. | knewa
man who was for a long time a very suc.
cessful business man, accumulating property, and to all appearance
wealthy, who could not write his own name, much less keep a set of
books. He attended his store himself, and did a considerable part
of his business on credit. How dic he doit? [ have often heard
thatke had a particular set of marks to designate his customers and
another set to designate the articles he sold—a scrt of embryo
stenographer, in short, who quite unconsciously anticipated the
short-hand man of the present day. Thus if his customer had any
p=culiarity of person or feature it was seized upon at once as a per-
manent ledger heading for that individual, and down he went in
white chalk on the back of the door. Say that he was possessed of
a prominent proboscis, all that was necessary to do vas to write
down a nose and opposite to it the more or less artistic outlines of
the several articles “nose” might purchase during the year. When
the account was scttled how easy it was, with a single sweep of the
arm, to balance the account, leaving *nose” or “big foot” or “cross
eye” 1o begin anew with a clean sheet. Still it would scarcely do
for now-a-days, although 1 am told tkat evern now there are mnen en-
gaged in business who are using styles of bookkeeping not much
supenior to the one I have instanced, If so, of course itis not sur-
prising that we hear of so many faivres all over the country. The
man we speak of failed, then died, leaving behind him a monument
inscnibed with hieroglyphics of so mysterious a natuve that the most
learned savants quailed before them. How much better are some
of the books that assignees have to take hold of now ?

Bookkeeping 1s regarded in many cases as an evil - a necessary
evil, perhaps, but still an evil—and therefore to be called into requi-
sition as spaningly as possible. It seemis also to be accepted by
many as an axiom that while they have a “system” in measuring
factory cotton, weighing sugar, counting money, etc., there is pos-
tively no system required in keeping a correct record of the transac-
uonsof a day or a week or a year. This 1s wrong, Every business
man should be able to tell periodically how many goods he has pur-
chased, how many he has sold, how much for cash, how muchon
credit , how much money he has made during the said period, and
what his assets and liabiliues are atits ciose. Without some such
record aubusiness ought to be considered safe  As tomethods 1t 1s
not my purpose at present to speak, except to say that while there
are many methods 1n vogue among business men—soine simple,
some complicated—there is no method or system which can be
thoroughly depended upua except that of double entry.

At some future time, if thought desirable, I may enter more fully
into this subject, which is, or should be, one of interest both to whole-
saleand retail men. And in the meantime if any reader of these
words has hitherto been keeping his books by rule of thumb, he
might begin to reflect as to whether it would pay him to be more
systematic in so important a duty. J. B. HARRIS
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Look on this Picture and on that.
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ADVERTISE
NEVER 2 Co.
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Signs of Ruiz,
Boss asleep,
Rats and mice
Play Bo-peep.
* Poor old man,”
Each one cries,
'Cause he won't
Advertise.

We present with this number of
Tue Reviewa picture whichisworthits
weight 1n gold as it teaches the grand
commercial lesson “always advertise.”
While this old man doses in his office
chair anudst a scenc of desolation and
ruin, waiting, Micawber-like for some-
thing to turn up, his rivals who are
liberal advertisers, are alert and active
and happy n the knowledge that
business 1s booming.

Sericusly speaking in view of the
great competition of the present day

it 1s absolutely necessary for the merchant to advertisc and it stands to
reason that the journal which appeals directly to the trade is the proper

medium.

To advertise in a number of papers, which cater to an indis-

criminate mass of readers?,"so as to reach the Dry Goods and allied trades,

means a considerable outlay. @ Tue

Dry Goobs Riview reaclies every

retailer, which is more than can be claimed by all the other papers combined.

Is it not therefore much cheaper and better to place an advertiscment in

columns? Try it and be convinced

President  Davidson, of the To-
ronto Board of Trade, in his annual
address said: “The advertising system
bas grown to enormous proportions.
No merchant can hope to build up or
maintain a successful business who
docs not advertise liberally, and we
can form some idea of what that means
by a glance at the well-filled "columns
of our daily journals and trade papers.”

Write us for sample copy and card
of advertising rates.

its

Signs of Wealth,
Boss alert,
Clerks at work,
None inert.
Lesson take,
Every man
Advertise
All you can.




i g

25,

.
faar o complade o £ <

PR oy, o ST

6 THE - DRY -- GOODS -- REVIEW.

Tho Trade In Montreal.

(WY OUR OWN CORRESPFONDENT.)

I recent developments in the Dry
Goods and allied trades 1n the distnct of
which Montreal is the centre, point to
thus, that while there is an unprovement
for the moment 1t cannot be sound or
enduring until many of the disturbing
elements are cradicated.  Amongst these
18 the long credit system, and until tlus
18 curtarlea, as has been done in other
lines, periods of chstrust and depression
must recur to the general disturbance of
the business of the country. In certain
lines the orders that have come in during
recent weeks place the business ahead
of the corresponding weeks of last year,
but this1s due in part to the traveilers
being cazhier on the ground, to covering
it more mpidly and anticipating the
business that usually comes later in the
season, Merchants who do business on a conservative basis, that
is merely expecting a reasonable intcrest on their capital invested
and a fair profit on the turnover, have just ground for grievous com-
plaint that there are firms content to sell for the sake of selling, and
willing to cut below the requitements of legitimate business. ‘That
thus reckless cutting has been and will be followed by collapse does
not go to reassure thc merchants who are willing to accede to the
inflexible laws of rade.  Unul the dry goods trade 1s placed upon a
sounder basis and more reasonable methods prevail 1t 1s useless to
suppose that any spasinodic improvement can have an ulumate good
effect. The crucial penod for the present 1s past and the trade has
not stood the test of setthng day in such a way as to inspire confi-
dence. Ttis impassible to gauge the situation accurately, but it 1s
a fair esumate 1o say that paper was taken up in sbout one half the
cases. aird that people asked for renewals who never hefore have
had to demand such a favor. Tlus apphes more particularly to the
retalers throughout she country distitcts and small towns; the
wholesalers thea fell back upon the banks and were freely accom-
modated owing to the easy condition *he money market, and it
was this alone that warded off a gnevous _wite of affars.  Travellers
are sending in good suzed orders for certain hines of cottons that
were lightly beld, for carpets and for gentlemen’s furmshings, but
many of them are subject to evere scrutiny before they are executed.
They report great difficulty i procuring orders, as the country 1s
flooded with bankrupt stocks, and retalers are shrewd enough to
suspect that there are guanutics yet to be thrown into arculaton.
What with the failure of McLachlan Bros., Lindsay, Gilmour & Co,,
Parker & Popham, and numberless smaller concerns, goods to the
value of a million dollars must be slaughtered, and retailers are not
to be blamed if they wait for the plethora that must ensue,

CLOTHING. .

The clothing trade has not suffered severcly from the general
depression. In some respeats it has made a distinct gan, since
many are now compelled to buy who never previously were in the
habit of wearing ready-mide clothing. One wholesale house reports
the sales $3¢.,000 ahead of last year, and looks with some confidence
to what the next few weeks will bring.

FURS.

The returning sharp weather has stunulated the demand for furs,
and the market remamns firn and steady with an enquiry sufticient
to keep the goods moving.  But furs are considered in the light of a
luxury, and those who did not purchase early in the year will pro.
bably not now be aithng to invest this season.

MILLINERY,

There 1s more hopefulness in the millinery trade.  Opening day
brought out buyers who purchased largely, and most of the houses
will have their representatives in New York shertly looking up
hose povelties tha always give a vim to this line of businesz,

Big Fallures.

HI year has beagun inauspiciously for the
wholesale dry goods trade: at least for
some houses. The first surprise was the
announcement that the long-established
firm of McLachlan Brus. & Co., Montreal,
was in difficulties, which was followed in a
day or two by the news of theirassignment
and also that of Lindsay, Gilmour & Co.,

who were so mixed up with each other that if one assigned the other

had to follow suit. ‘The latilities of McLachlan Bros. are placed at
$700,000, amony: the in-irect habilities being the Bank of Toronto
$220,000, Merchants' Bank of Canada $160,000, Canadian Bank of

Commerce $35,000, Molsons Bank $100,0co.  The English, French,

and German creditors are 1n luck, as the inspectors of the estite

have Jecided that £20,000 woith of goods Lelonging to them, which
were seized in transit, shall be given up, the inspectors being of the
opimon that they have no legal nght to hold them. The liabilities
of Jandsay, Gilmour & Co. are placed at $225,000,, Molsons Bank
holding the firm's paper,endorsed by McLachlan Bros., for $112,000.

They bad supply houses in Montreal, Toronto, Kingston, Napance,

Smith's Falls, Aylmer, Sudbury, and other towns. ‘The total liabili.

ties of these two firms are in round numbers over a million dollars.

The falure of McLachlan Bros. also led to the assignment of Alex-

ander & Co., wholesale dry goods, \Vinnipeg, as the former at ihe

last faillure of Alexander & Co, became sccurity for them. The
second surprise was the assignment of Boyd Bros & Co., Toronto.

On Feb. gth their paper went to protest and they were forced to

assign. The liabilities are placed at about $100,000, with nominal

assets of about $145,000, It 18 expected that the creditors vvill be
paid one hundied cents on the dokar, and the general hope 1s ex-
pressed that the firm will be able to resume business.

: -

Carpet Weaving in Persia.

ANDEL'S Muscum quotes from a report re-
cewed from Techeran, as follows: Itis
generally known that Persian carpets are
not ** manufactured” in the proper sense
of the word, for they are not produced by
comphicated machinery which is capable
of repeating the same pattern ad libitum.

The weaving of these carpets 1s, on the other hand, done by manual
labor eaclusively, which allows the maker to follow the bent of lus
lively imagination, always accompanicd by a sense of what1s beaut-
ful ; he does not mund small irregulanti-s in the details, if the gen-
eral design of the carpet has a pleasing and artistic effect.  Persian
carpets are rarely large, and arc mostly made by women and child-
ren in the villages. The carpet industry of Persia may be divided
into three principal classes, viz. : large carpets, small carpets, and
«Ghilims,” to which a fourth class, the so-called * Nemeds” or felt
carpets, might be added. Most of the carpets intended for floor
covering are made at Sultanabad and ih several districts of Irak,
and these carpets are known in the trade as “ Ferehan.” They are
firmer and stronger than other Persian carpets, durable, and suitable
for largs rooms, The colours formerly used by the Persian carpet-
weavers were imperishable.  Carpets a hundred years old show no
want of freshness of colour, but rather soft tones like ancient oil-
paintings. The use of auniline colours is strictly prolubited. A kind
of carpe’, which is exclusively Persian, 1s the so-called * Ghilim,”
the pattern of which is alike on both sides. Most of these carpets
are made in Kurdistan ; the colours are vigorous and bright, and
the patterns are often of wondrous. beauty. The light weight and
pliability of these carpets renders them suitable for covering divans
and tables, and large quanities are exported to Europe. The
“ Nemeds,” or felt carpets, are made from hair, beaten with ham.
mers until they adopt the shape of the latter.
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Cash v. Credit.

OUNTRY merchants are often very friendly to
the credit system for they know that the aver
age man will buy more goods if he has an
account than il he pays cash. There is some.
thing about paying out hard-earned dollars
that makes one pause and consider whether
the purchase is a necessary one; besides a

purchaser will not scrutinize the price so closely when buying on
credit as when paying cash, and so often pays much more for an
article.  Credit is the result of civilization, and it is not likely that
the credit system will ever be banished from the world so long as
mankind have confidence in the honor, honesty, and ability of their
fellow-men. It is the abuses of the credit system that should be
abolished—buying without the probatnlity of paying, buying things
people could do without until they are able to pay for them, and get-
ting trusted at the stores when there is no necessity for it. Retailers
are asked to think over what two leading farmers have to say on the
subject, cash v. credit. One says: “I have never run up store
bills, No matter how large or how small my purchase at the village
‘or city store, [ pay for the goods when I receive them. Sometimes
I have been compelled first to go to the bank and borrow the money
that ) paid for the goods, and it has paid me to do so. I kept intact
my reputation for paying spot cash, and 1 saved in my purchases
more than the bank discount. [ have never failed 1. gottin, om
merchants an ample consideration for cash payments. Now many
werchants boldly announce a certain per cent. discount from prices
for cash payments ; and the number of such has rapidly increased
of late. Others, though careful to conceal any discounts they may
make, give them to me nevertheless, as I find by a little quiet in-
vestigation of the prices paid by my neighbors who buy on credst.
Some merchants—1 find this particularly true of village merchants -

are really very much afraid that it will become known that they
make lower prices for cash. They think that if their doing so be-
came known they would lose :he trade of some that do not pay cash.
But these merchants nevertheless give me a consideration for cash
payments. ! would not buy of a merchant who charged e the
same prices as the man who has everything charged, and
settles only once a year if he settles at all. There are ulways
good merchants who will give a consideration for cash payment.
Of course the consideration will vary with the line of purchascs. The
merchant's profit on groceries is now so small that he cannot give
much of a discount from prices, and he cannot give a much lurger
discount from the price of the lower grades of dry goods.” The
other farmer says : “If we could always put our hands in our pockets
and find money there, cash payments would be an easy matter and
nobody would evar ask for cradit ; but some of vs are not always
able to do this, and if we do not want to get into debt at the store,
some other plan must be adopted. 1 would not go to a bank to
borrew money to pay for my goods. Bank officers are as kind-
hearted and obliging as anybody, but the banks over which they
preside, and which have the safe keeping of other people's money,
have strict rules which they must follow, and a debtor should not
expect the same leniency from a bank as from an individual. A
farmer’s ability to pay a note at maturity depends in a great measure
on the good yield of his crops ; if the scason should be bad and the
crops poor, then he might not be able to meet his obligations.
When it is necessary for a farmer to borrow, instead of going to the
bunk it would be better to borrow from some other farmer who
knows his circumstances and would be willinyg i\ lend without
security, and in case of a bad harvest would not press for payment.
If fasmers would only practice a little forethouzht and self-demal
there s no class of people in the world better situated to pay, as they
g0, at the stores than they. They could always have butter, eggs,
poultry, honey, wool, sheep pelts, or something else to exchange for
goods. 1t is a mistaken notion that the merchant makes a great
profit on farmers' produce, and that it should be sold dizectly to
consumers for cash, and cash paid at the stores. My father bad a

country store, and having been one of his clerks to wait on farmers,
and afterwards a farmer myself, I have had experience on boih sides
of the counter.  Merchants do not expect to make profit on the pro.
ducts they take from farmers in exchange for goods. If they can
dispose of them for cash without loss, they are well eatisficd for their
trouble. They get more trade thereby and wrake a seasonabiv profit
on the goods. | have known several farmers who never had a store
account, and am well acquainted with several excellent ladies who
buy all the necessary dry goods and fanul, groceries by selling
butter and eggs. They consider it just as genteel and honorable to
goto the store with a basket of eggs as with a reticule full of dollars.
It is a mictaken pride that would prevent either a man or a woman
from exchanging something valuable, of which they have a surplus,
for something else which they need.”

-

A Timely Suggestion.

ANKERS sclect capable merchants when they
)/ open a discount account and satisfy themselves
that the names on the paper are not men of
Q‘\"" straw ; most wholesale merchants exercise care
in the selection of their customers, and so does
every employer, male or female, in the sclec.
tion of his or her help. Why shouldn the
retail dry goods merchant exercise the same care in the selectic.n of
people with whum he opens accounts? \While we regret the recent
failuras n the wholesale trade we can at the same time sympathise
with retailers who will be disappownted in getting delweries of thewr
spring selections, and with some general storekcepers who will
require to establish fresh credits.  In view of the reduction in grocery
terms and the more v:gilant scrutiny of credits we weuld respectfully
advise our retail friends to select one or two good, rehable houses
in each hine of goods carried and stick closely to them, giving them
the fullest confidence about finanuial affairs should a little assistance
be required at certamn seasons of the year. Itis a very unwise
policy for a retailer to have twenty or thirty creditors unless he 13
perfectly independent and can pay cash. Iiis much easier to
manage eight or ten creditors who would not hasitate to help any
deserving and capable merchant in an emergency, brought on by
overbuying or g, .tting too much on his books temporanly, prefernng
to keep a good customer°on in business instcad of forcing tim to
assign with all the accompanving trouble and expense. ‘We heard
of a storckeeper, the other day, whose capital at starting consisted of
$6001n past due wages and who has gradually dnfted into the hands
of forty credstors, and owing to one cf the 1ecent wholesale failures
has been obliged to seek pastures new. This is an illustration
showing that credit 15 too cheap, but showing also the folly of giving
an order to every traveller who calls. Retailers should select their
creditors as well as their debtors, and then they could rely on orders
being carefully executed ; on getung value for their money and the
correct and seasonable styles, tesides a reasonable amount of finan-
cial aid after satisfactory ewplanations at certain periods of the year.
Such houses will be found in our advertising columns.

The Dry Goods Market.

Ga another page we have referred to dress goods and prints, and
have to add in regard to the latter that an ottoman printed cotton
cloth vath sateen stripe, called * Sicilian " is one of the navelties in
these goods. It s being shewn by a few of the leading houses and
is bound to become popular, especially for the better class trade.
There 15 2 growing demand for Ladies' Blouses which will be largely
worn with the new styles of prints, especially for outing and boat.
ing costumes.

There has been an unusual demand for Flannclettes, both in
stripes and checks. Owing to this active demand, the mills bave
advanced about fiftcen pzr cent., and will not accept iepeat orders
except for April-May delivery.

In Men's Furnishings, top shirts are shewn in great variety.
They are most attractive goods, and are being freely purchased,
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Around the Festive Board.

AST month, at the an-
nual meeting of the
Dry Goods Section of
the Toronto Board of
Trade, it was decided
to hold tb:ir first an-
nual dinner on Feb-
ruary 6th. Thedinner
was held in the N»
tional Club on thr
evening of that da;
and about sixty yen-
tlemen, representing
every flrm in the city,
sat around the festive
board. Mr. S. Calde-
cott, President of the

Scction, occupied the chair, and had on his right Mayor Clarke,

and on his left Mr. john I. Davidson, President of the Board

of Trade. Among the visitors were Messrs. Joha Knox, A.

Morgan, George Sweet and Joseph Green, Hamiilton; and A.

E. Pavey and Gecrge S. Birrell, London. Letters of regret

were received from a number of Montreal merchants who were un-

avoidably prevented from being present.

Mr. Barnett, steward of the club, surpassed himself in the magni-
ficent spread laid before the Dry Goods gentlemen, and it was
acknowledged to be the finest that ever graced the tables of the
National. It was his last effort at the club, as he remcves to the
Board of Trade restaurant witkin a few days, and it was a tdumph
of the culinary art.  Great credit was also due to the dinner om-
mittee, who so carefully atiended to the details that not a single
hitch occurred, and punctually almost to-the minute the guests sat
down to the tables, and 1t is needless to say did ample justice to the
good things provided.

Alter the clatter of knmives and forks had subsided the chairman
proposed the tcast ot “The Queen,” which was loyally honored.

Thechairman, in proposing the next toast, * The City of Toronto,”
dwelt particularly upon the idea that though they were all competi.
tors for business they were not antagonists. They had } common

purpose, cotnmon mectkods, and common interests.  All aimed to be
successful merchants, and one purpose of the present gathering was
for a thorough ventilation of some practical questions with the view
of avoiding the rocks upon which so many wholesale and retaif mer-
chants make shipwrec,. Ofthe capacity of Dry Goods men he had
the greatest respect, and from the ranks of the tradehad comesome
of the most eminent men in the walks of life, notably the author of
“ Robinson Crusoe ;" the famous angler, 1zaak Walion, and in the
present century Cobden, the great apostle of Free Trade, and John
Bright, the greatest orator of the British House of Commons, while
m our own coun'ry one of the most enunent lawyers commenced his
career with a five years’ apprenticeship in a wholesale dry goods
house. In other words, the man wno could steer a wholesale dry
goads house into the haven of success was capable of conducting the
affairs of the government of a country. They must rise above the
pride of trade and be not merely merchants but Canadians. They
oaght to take proper pride in having such cities as Quebec, Mon.
treal, Toront, Hamilton, London, and Winnipeg. He saw no
reason 10 fear for the future of Canada. There was a movement on
foot to prownvte Commercial Union with the United States. For

.
-
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his part, and he beheved he spoke the sentiments of the commexcial
community, he did not believe in Commercial Union, nor was he in
favor of annexation. As Shakespeare says:
* Blow, blow thou wintry wind;
Thou art not so unkind as man's ingratitudo.”

What, he asked, could England do for us more than she has
done? \What gave efficiency to our fishery rights >~ the guns of
England. What now makes our rights in Behring’s Stri.its respected ?
—the guns of England. Has she not opened her markets freely to
us? Cannot we send there all the cattle, wheat, butter, and cheese
that we have to export? Dic she not nurse us in our infancy
and shall we now discriminate against our mother tand? (Cries of
“No, no,” and tremendous cheening). We could not tell what
might be the outcome of the McKinley Bily, but McKinley Bill or
no McKinley Bill, Canada was bound to go forward. We were
hiving under the best Queen and the best Government and had a
grand and glorious ternitory, and it only required us, in the language
of Shakespeare, -

*“To ourselves prove true,
And it follows as tho night to day
Wo cannot then be false to any man.”

And i1 the language of Mrs. Browning :

“Let us gird up ourselves to the fulfilling of our great mission.
We will curb the rough mouths of our wilderness steeds ; we will
plough the seas with our ships double-decked ; we wiil build the
great cities and do great deeds.”

His Worship the Mayor, in 1eplying to the toast, referred to the
danger which threatened Taronto from the imperfect appliances for
supplying water, and urged the business men present, in the most
cmphatic terms, to see to it that the new by-laws for procuring new
engines were trivmphanily carned when submitted to the vote of the
ratepayers. He referred to the rapid progress of the city, and felt
confident that if the Board of Trade would take a livelier interest in
the city’s aflairs, his hauds would be much strengthened in his efforts
to bring about much needed reforms. ’

The toast of “The Board of Trade” was responded 15 by Presi-
dent Davidson, who drew attention tr the successful way in which
the grocers were carrying out the reduction in the terms of credit,
and hoped their example would be followed by such an important
section of the Board, as the Dry Goods.

Addresses on the following important questions by prominent
genti-men in the trad~ then followed : Business tax, dating ahead,
cash discounts, grantir.g credits, shortening credits, retait importing
and renewals, comnpromises, inadequate profits, insurances, good-
fellowship. Al were handled with an intimate knowledge of the
subject and contained a number of valuable suggestions which will
doubtless be taken advantage of in the future, and inaugurate a new
cra and particularly create a good feeling among Dry Goods inen,
which was the chief reason for the pleasant gathering.

The addresses were followed by a few. practical remarks by Mr.
Donaid Mackay, the father of the Dry Goods trade, and by Mr.

Drynan, as representing the retail trade, who expressed his gratifi-
caut;n at what he had heard, and hoped that nothing but good would
result,

At 12.30 the National Antherp was sung and the gathenng dis-
persed, each expressing his gratification at the splendid success of
the first annual dinner, and lioping to meet around the festive board
again neat year.

Dress Goods and Prints.

Buyers for the wholesale houses report that the leading styles in

dress goods for the Canadian trade for this year willgcor)nprisc
plaids, baiges, shepherds, Henriettas, nun's cloths, 1ailor made
tweeds, cashmeres in wonderful shades and varieties, mohairs, spot
tweeds, Camel's hair tweeds, printed_all-wool delaines, benyalines,
surahs and faille silks,. The principal novelvis the new corn-
flower color in hearisttas. There has already been a very large
demand for dress goods more particularly Henrettas.
. In_prints the styles this season are more inclined to “set™ ob-
jects than sprays, and spots of all kinds are great favorites. There
1s already a big demand for them;—in fact cotton goods of all kinds
are in great demand. The advance in the market abaut two months
ago has caused pricesto be maintained firmly, and jobbers are look-
ing for advances in many lines. .
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A. VISIT just now to

the leading whole.
sale houses 1n Toronto is
something to be keenly appreciated
by lovers of the beautiful. One is
not only dazzled, but amazed, at the
endless variety of pretty and charm-
ing articles displayed. It is safe to say that
when the opening day arrives there will be a
laige influx ot buyers from the country who will not go away disap-
pointed at what they have seen.

‘D. McCaLt. & Co.

The rapidity with which the firm of I). McCall & Co. rushed
to the front in their panticular line has been a marvel. The firm is
composed of D. McCall and Wm. Blackley, both Scotchinen, thoi-
oughbred in their business, full of energy, push and determination,
It 15 over ten years since they started the present extensive busimess,
and dunng that period have earned an enviable reputation
for straightforward dealing. Mr. Blackley, besides being thor-
oughly up ir the business in every depariment, 1s an
expert accountant and looks after the details of the office work
with the pertinacity of a watch dog, while Mr. McCall
caters to the tastes and whims of the trade. and having
been in the trade for the past thirty years, is the best known
millinery man in Canada. Their trade is not only local but reaches
as far east as Nova Scotia, and British Columbia in the west. Ten
tzaveilers scour the cauntry for arders, and one of the finest warehouses
in the country contains the immense stock they carry,  Eatensive
alierations and improvements are being inade, but will not be com-
pleted till next fall.  The.spnng trade . plaung tnp has been very
satislactory, and the firm look forward to a good trade. In taking
4 look through the grear warehouse, we were surprised at the piles
of goods consisting of Hats, Flowers, Feathers, Silks, Laces, Rib-
bons, etc,, in endless variety.

S. F. McRiNNox & Co.

This old established and popular firm have been making eatensive
preparations {or thew spring opening, and their large and commo-
dious premises begin to look bright and cheerful with their new
anportations which have been arriving daily. They report that the
bulk of their stock is now to hand, and they have cverything n
shape for their visiting customers. Travellers orders have been
plac.d on a liberal seale, and altogether the prospects are much
better for a good millinery seasorn.  They state that flowers will be
+ery much worn during the coming season, and there is every indi-
cation of its being a bette, lace season than the last.  Ribbons are
shown as largely as ever.  Hats are again with wide bruns and low
rrouns.  Very few plain goods are being shown, all being mostly
fancy brads.  Leghoms will be much in demand for the coming
scat 2, and bonnets will be again small,

REID, UavIOR & BAVYNE

This progressive fiim, which
is composed of comparatively young men, full of push and
vigor, have now on view a splendid assortment of nuthn-
ery goods. They have had a busy time lately m unpack.
ing goods, embracing all the latest novelties, and dis-
pliying them to the best advantage. A speual feature with the
firm this season is a mourning depariment, and great care and taste
are shown in the goods selected for it. They are now ready to re-
ceive visits from early buyers.

PLATE No 1.
A close toque, composed of overlays of black gaure, edged with

gold galloon. A sample trimmnng of cluster of yellow chrysanthe-
mums and aigrette.

THE COMING MILLINERY.

As mulliners can make more on a fabne than a straw kat, says
the N. Y. Dry Goods Economast, they will not be averse to learming
that the former will ben the ascendancy this coming season. Flow-
ers will take, also ostrich tips and agrettes.  Both may appear on
the same hat.

In fabrics crepes, nets, and gauzes are already made up 1in shirred
and puffed bnms and soft crowns. A velvet wreath of shaded
flawers may suwrround the crown and a bunch of 1ips cuil over
from the back, mingling with loops of silk, gauze, or velvet ribbon,
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While velvet lowers are recommended for the early season, the
lovely silk and muslin aesigns will be worn later.  Wreatlis, grace-
ful sprays and bunches arc all scen, and the violet, rose, daisy, chrys-
anthemum, worning-glory, forget-me-not, pansies and other wild
and rarcly cultivated blossoms, are of every hue and combination,
as the natural colorings are by no means consistently followed.

MLATE No. 2

A low crown poke of Helgan split straw, faced with soft net lace.
The crown 1s covered with black-dotted white gauze, drawn out at
brm and scatloped atedge. A band of black velvet ribbon surrounds
crown and bows of same with fitling of the gauze is arranged at back.
A cluster of carnation-pinks is pliced at front : strings of pale pink
satin.

An cvening bonnet is catled Henry HI, as it reminds one of the
plumed casques of that period. 1t scems to be i crownless toque
brimmed with 2 band of estrich trimning, and has ostrich wfis at
the back falling forward and downward cver the crown part and
hair.  In front rests two large velvet roses aud a few loops of velvet
“ribbon

Shaded tips will be one of the season’s novellies.  Pink, yellow,
pale green, lavender, turquatse, black, tan and gray promise to be
“raging successes”  Vehet-dotted nets will form some of the pret.
tiest hats, with velvet ribbon loops.  (alt and jet passementerie will
be preatly used as bands and ornaments.

Picce velvet is such a staple article in millinery that 1t is often
not mentioned, but 11 15 “always there™ nevertheless. The straw
stocks show many black, tan and gray shades.  Euhera sinall close
turban, onc projecung A tnde, or a large brim in a wodified poke or
pent-house shape, with a close back, are thie chiel sivles.

ARTIFICIAL FLOWERS

Mr. Adolf Fahrenbach, Montreal, wntes: 1 read with much
pleasure your interesting article refernnyg to the Millinery trade, and
Ley to call your attention to the fact that the Canadians aic not
behind the Amencans in their efforts to make their country produc-

tive. What Chicago does on a laree scale, Montreal is doing on a
more moderate scale, owing to the demand being considerably
smaller. but the iact 1s that Montreal possesses an establishment
that produces the most beautiful Flowers, Buds and Leaves, and
mounts them for bouquets, garlands and bonnets, equal to the most
clegant and exquisite that can be imported from Franceor Germany,
whers this industry is about as old as the countrics themselves, Ot
course, only long experience i these two countries could have
accomplished the taste and skifl of the manager of this establish-
ment, and her help to such perfections, which 1s highly appreciated
by those Canadian Millinery houses, wha bought through Messrs.
Feodor Boas & Co., of this aity, the flowers made in said establish-
ment.

Prate No. 3.

A toque-turban of lace straw, natural colar, bound with edging of
gold galloon and faced with blick seine 1nesh of net. The trimmings
are Watteau green and brownish silk faille with interwoven figure in
gold and delicate pink wild roses and folinge. An ornamental pin
with jewelled head is at back.

. About Braids.

Mz J. N. Adams, Winnipeg, Man,, writes:—The following may
be of some interest to some of the trade, vie—\Vhy braids always
come in odd numbers. The explanation is as follows:—Count the
number of threads in a piece of biid, muliiply the same by four,
and add one to the amount.  For instance, take a 39 braid, and in
1t you will find 8 threads or cords, add onc and you wiil have = num-
ber 39. This may be a chestnut o you, but to very many it will be
quitc new.



THE -- DRY -«- GOODS -- REVIZW. 11

WHOLESALE MILLINERY

The bulk of our importations have already been
passed into stock, and we shall be pleased to receive
a call from carly buyers who may be visiting
this market previous to the General Openings
{due notice of which cvent will be furnished the
trade in ample time).  The stock was never in a
more complete cordition at this early date, and
buyers would do well by placing at least a portion
of their orders carly.

STYLES CORRECT. PRICES RIGHT.

LIBERAIL TERMS.

S.F McKINNON&C0,

35 Milk St,, London, E. C. England.
Corner Wellington and Jordan Sts,, Toror)to.

RED, TAVLOR & BAYNE

Our stock is fast approaching completion and we
are in a position this week to attend 1o the wants
of carly buyers who may visit this market previous
to the General Millinery Openings.

There is a thorough change in gtyles this
scason especially in Novelties which will give
ample scope to the Milliners” art. We have a
choice. stock replete with every requisite in this
line,

An important feature with us this season is a

Special Mouring Department,

We have given particular attention to this branch
and no Milliner should miss giving it alook through.

REID, TAYLOR & BAYNE,

9 and 11 Wellington St. East,
TORONTO.

Facts Worth Knowing.

(JUR preparations for Spring trade are the most eaensive we
ever anempied.

“I"'HE reputation we bave earned since the establishment of our
business for EXCLUSIVENESS OF STYLES-

Yariety of Desigus and Elaborateness of Display

will excel any previous cfforts made.

Anticipauions for a good trade are very cheering, and we look for
a visit ftom all our customers during March,

Goods are arnving daily. Placing orders will be shipped as
<~ mamdly as possible, and then annovnce our spring opening—FIRST

WEEK IN MARCH. .

We do notntend to rush the season by makmy an attempt to
forestall our confrercs.

We know the trade arc on the lookout for OUR OPENING
and will not come a day sooner than we aunounce ; therefore we
will open on the *

FIRST TUESDAY IN MARGH.

We say TUESDAY ac Monday is not a cenvenient day to
reach the city.

BEAR THIS DATE IN MIND.
MONEY TO YOU.

IT WILL. BE WORTH

D. MeCALL & CO.,
WHOLESALE MILLINERY,

12 and 14 Wellington St., East,

TORONTO.
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THE HAT TRADE.

Wholesale houses iare now busy receiving and unpacking their
consignments of English feliz for spring delivery.  Travellers have
been on the road sincethe New Year, and orders are fully up to the
average. The prospects for large sales by the retail trad ¢ are pood.

Messrs. AL A, Allan & Co. report that their importations of
straws arc heavier than cver. The flat“brim boater is the mos:
fashionadle hat, and black and brown are the leading colors.
Mackinaw hats will also be worn very much.

THE TUNSTEAD HAT.

Messrs. J. Tunstead & Co., Hamilton, Ont,, were the original
manufacturers of fur felt hats in Canada. The business was started
in 1882, as the Dominion Hat Co, of which Mr. Tunstead was
manager. Mr, Tunstead was the first manufacturer to cater to the
tetail trade and has continued to do so ever since. The business
has rapidly increased until now there is scarcely a retailer in the
Dominion that doesn’t know the Tunstead hats,and who thoroughly
believe in them for dumbility and finish.

ELECTION HATS.

The general elections should prove a bonanza to the retail trade.
People who have the betting propensity in a mild form, go in for a
hat bet.
last general electiuns, and he was gencrous enough to share his luck
with his friends, who were able to sport a handsome “ule.” Retail-
ers skould get in their supplies early and be prepared for the deluge

We know a man who won seventeen hats on the result of

after the elections arc aver
BEHRING SEA,

In the Sayward case, brought into the United States Supreme
Court by the Dominion Government with the object of settling the
points at law involved in the international dispute as to Behring’s
Sea, the Court has deaided to grant the spplication forleave tomove
for a wnt of prohibition staving the eaecution of the decree of the
Alaska District Count libelling the Sayward. Canada therefore
scores point one.

Capt. Terry of the Sayward is authonty for the statement that
the seals arcnot decreasing.  He says that instead of decreasing
they are increasing.  He saw more seals last summer than he had
cver scen before in the northern Pacific ocean and Behnoy sea. He
also makes another very interesting statement.

seals, when retuming 1o the rookeries are, in the case of the females,

He says that the
laden with young. If those female seals are allowed to enter
Behning sea and detiver their youny, the perpetuation of themce is se-
cured. 1If, however, the United States forbid killing the seals i
Rehning sea, the sealing vessels would simply take a position at the
outer entrance to the sea by the Aleunan islands, and kil the ani-
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mals, thus destroying old and young together.
kill seals in the North Paafic ocean, where there is no possible

]
1T
In other words. to

question of restriction, means the destruction of the species, while
the killing of seals in Behnng sea, after the period of maternity, has
pazsed, means the perpetuation of the species.
that the seals are found in schools of about thirty, and only two, or
rarely three, can be killed before the rest escape. At this rate, he
says the seals can never be exterminated.

LONDON FUR SALES.

Messrs. T. Dunnet & Co's., London correspondents report the re-

Capt. Terry says

sult of the fur sales on January 19th to 23rd as follows -

HUDSON BAY COMPANY'S SALE.

Beaver 13 per cent. higher than in January, 1890
Musquash 10 per cent. highes than in January, 1890.

MESSRS. € M. LAMPSON & CO.'S SALKE
Beaver 15 per cent. higher than in June, 1890
Marten 135 per cent. higher than in October, 1890,
Walverine same as in June, 1890
Lynx 15 per cent. higher than in October, 1890,
White fox 15 per cent. lower than in October, 18g0.
Skunk 23 per cent. higher than in October, 1890,
\Waif 10 per ¢ nt. lower than in October, 1890,
Japanese fox 20 per cent. higher than in October, 1890,
Austrahan opassum 1o per cent. higher than in October, 1890.
Black and brown bear same as in October, 1890
Gray fox same as in October, 1890,
Grizzly bear 10 per cent. lower thian in QOctober, 1890,
Muskrat, sprinj; skins, 25 per ceat. higher than in October, 1890.
Muskrai, fresh spring and early winter, 10 per cent. higher than

in October, 1890,
Black muskrat 20 per cent. higher than 1n October, 1890.
Mink 235 per cent. higher than in October, 189a.
Raccoon 73 to 10 per cent. higher than in Octaober, 1890,
Opossum 50 per cent. higher than in Octoaber, 18g0.
Haur seals, ddry, 10 per cent. higher than in October, 18go,
SALTED FUR SEALS.

Alaskas, quality considered, same as in October, 1890,
N.W. Coast pups 734 per cent. lower, large sues 7% per cent.

higher, than in October, 1890,

Lobos Island seals 5 per cent. lawer than in October, 1890,
Cape Horn seals same as in July, 1890. . -
The next fur sales will be held by the Hudson Bay Co., on March
9th to 12th, and by C. M. Lampson & Co., March gth to 23¢d.
1N EUROPE.
Mr. B. Hertel representing T. Dunnet & Co,, Toronto, has lefi
for Leipsic X Moscow to make purchases of furs for next season.
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J. TuNsTEAD & CoO,,

= MANUFACTURERS OF--

Fur Felt Hats, St_iﬁ,_Sqﬁ and Flexible.

271 KING ST. EAST, HAMILTON, ONT.

No

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 PLEXIBLE,
. H. Storey & Son, NAGIRA ST, - - TORONTO.

The Patented Napa Buck Glove has no equal
Price refunded if they do not meet our representa-
We have the exclusive right for Canada.

others genuine.

tions.

GLOVE MANUFACTURERS, ) The onl-y nmnuhctgry in Cmmd:\‘supply-
ing exclusively the RETAIL TRADE, Send
A CTO N O N T for samples of
’ .

DUNLAP, KNOX AND MILLER STYLES.

B. LEVIN & COMPANY,

M T
ANUFACTURERS 491 and 493 St. Paul St.,
—_—OF—
FINE FURS. MONTREAL.

WE beg to announce to the Trade that we will in the course of a few
weeks, through our representatives, show an unusually large and fine line of
manufactured furs for the FFall and Winter Season of 1891-92.  Our buyer
who is now placing orders for skins in the European markets has advised

<us that he has secured a choice collection of furs of every description.  We
can therefore assure merchants throughout the Dominion that we will be in
a position to fill orders in a way that will reflect credit on ourselves and give
every satisfaction to the purchaser.

N.B.—We are sole agents for the Dominion of Canada of the following celebrated manufacturers
of English Silk and Stiff Hats : LINCOLN, BENNETT & CO.. London. Eng.
W. WILKINSON & CO., Regent St., London, Eng.
JAMES E. MILLS, Stockport, Eng.
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Gloves,

NTIQUITY of gloves is very great, says an
exchange. They doubtless antedate history, for
the earliest literature altudes to them.  They have
been known and worn from the remote age
of the world. I[fomer, in the Odyssey, de-
scnibes Laertes, the former King, the father
of Ulysses, in his retirement . * \While gloves
secured his hands to shield them from the
thorns.” Nenophon jeers at the Persians for wearing gloves as a
protection from the cold. “ Not only did they have umbrellas borne
over them in the summer,” he says, “butin winter it is not sufficient
for them to cfothe their heads and their bodies and their teet, but
they have coverings made of hait for their bands and fingers.” The
Romans scorned such effeminancy at that time, but we are told that
at about the time of Christ the amanuensis of Pliny, the historian,
wore gloves to keep his fingers aimble in cold weather. Gloves
were, in 1416, often set with precious stones, and sufficiently valuable
to be left as legacics. They have ever been an accessory to the
dress of royalty. They have a place in the regalia, and we read of
purple gloves, ornamented with peatls and precious stones, which
were deemed ensigns of impenal digmties.  They were sointimately
connected with kingly power that monarchs were invested with
authonty by the delivery of a glove.
THEIR MANUFACTURE IN CARADA,

A representative of THE REVIEW paid a visit last month to the
factory of Messrs. W. H, Storey & Son, Acton, Ont., and was courte-
ously shown over their extensive establhishment by Mr. Storey jr. It
is an nteresting study to watch the various processes a glove has to
go through before it reaches the hands of the wearer. The manu-
facture of gloves was commenced by Mr. Storey in Acton in 1867 in
a very small way, but being a man full of push and energy he rapidly
made a name for his gloves second tonone on the continent. In 1884

the firm were forced to erect very large and commodious premises to
meet the growing demands of the trade and from a few employzes
at the start in 1867 they naw employ over 200 hands in the vanous
departments.  The output has increased considerably year by year
until now 1t has rcached giganuc proportions. One of the chief
articles produ.ed by the firm is the patent Napa buck glove for which
they hold the exclusive right in Canada. For toughness and dura-
bility these gloves have no equal and have become famed through-
out the American continent. Regarding these gloves the retler 1s
refunded is money should they not prove as serviceable as repre

sented. They are uselul both for dnving and walking, and every
genuine pair bears the stamp of the firm.

Talks with Traders.

‘“ A merchant cannot make any greater mistake than to be mean
in Ins business. There are people in the world who are short-sighted
enough to beheve that thewr interests can best be promoted by grasp-
ing and chinging to all they can get, and never letting a cert slip
through thetr fingers. Asa generl thing it will be found, other
things being equal, that he wkais most liberal is most successful in
business. Of course 1 do not mean that a man should be prodigal
in his expenditures, but he should show Ins custamers, thatin all his
transactions, as well as social relations, he acknowledges the ever-
lasting fact that there can be no permanent prospenty or good feel-
ing in a community where benefits are not reciprocal. 1 believe
in the proverd *penny wisc and pound foolish.'”

* The mania for cheapness, the desire to get everything as cheap
as possible, 15 the charactenistic of far 100 many people. To spend
valuable tme higgling over a cent, and to become biased in favor of
an article merely by the element of cheapness, 15 evidence of great
weakness. The inconsistent speciacie 1s often witnessed of men who
demand fair pnces tor their own wares, seeking 1o procure what they
need from others at ruinously low figures. The man whoisloud in his
demand for fa's wages for ai honest day's work is often seen passing
by an honest dealer’s store who sells at a far pnce, and purchasing
of the chieap tradesinan who has come into the commumty to under-
sell regular dealers.  Tlis demand for cheapness compels the pro-
duction of infenior arnticles, and in the ocnd becomes a false cconomy.”

* Many merchants seem to for§ct that goods will not sell them-
selves, and they wonder why it 1s that business is so dull with them.
I by anacadent, the goods are easily disposed of for a short time,

soon competition appears, and then the trade will have to be divided
between the two. There is then needed, if not before, the talent
of the merchant to sell the goods, A well:kknown dry goods mer-
chant used to say, he would not give a cent fora salesman who
could only sell those things that were wanted. The kind of sales-
man he desired to employ, was one who could sell, even though the

buyer was especially anxious not to purchase.” .

“{ never talk price, but always quality, and my trade continues
steadily on the increase. Quality is what makes or loses a customer.
If an article 1s offered cheaper by some competitor, the customer,
mine times out of ten, will argue that it is because the service 1s in-
cfficient, or that a low price in one article is only an excuse for an
extravagant price on another, and therefore he becomes the steady
patrofi of the store where quality isth.efirst consideration, and where
a fair price is the rule.”

Personal and General Notes.

The parninership existing between J. W. Russell and J. A. Seybold,
trading as Russell, Seybold & Co., wholesale dry goods, Ottawa,
Ont,, has been dissolved, and in future the business will be conduct-
ed by J. A. Seybold & Co.

The firm of Caldecott, Burton & Co., wholesale dry goods,
Taronto, has been dissolved, Mr. W. C, Harris retiring  The busi-
ness will be continued by the remaining partners under the style of
Caldecott, Burton & Spence.

Mr. Warning Kennedy, of Samson Kennedy, & Co., Toronto, de-
livered an interesting and eminently practical lecture to the students
‘of the Hamilton Business College on Feb. 4th, on * Five essentials
to success in business life.” At the close he was tendered a hearty
vote of fhanks by the students of the institution. Mr. John Knox,
President of the Board of Trade, another wholesale dry goods mer-
chant, occupied the chair.

Mr. John Wilson, lately with Mr. S. Davison, Manufacturers’
Agent, Toronto, was last month_offered and accepted an appoint.
ment to represent Clark’s Mile-End Spool Cotton in the State of
Missouri, with headquarters at St, Lows. Dunng his brief residence
in Toronto Mr. Wilson, vho is a native of Paisley, Scotland, made
wmany warm friends who sincerely wish that every success may attend
him 1n his new and important sphere of labor.

On Feb. 11th, Mr. Clayton Slater, for a long time one of the
“cotton lords” of Canada, died at Brantford, Ont. He was born in
Barnaldsurck, Yorkshire, in 1839, and came to Canadain 1880, when
he built a large cotton mill at the Holmedale, Brantford, and in 1883
started the wincey mill.  Mr. Slater was educated, as he used to say,
‘i the high school of practical evperience.” He leaves a widow, a
daughter and two sons to mourn his loss.

Mr. James Lockhart, of the firm of James Lockbart, Son & Co.,
wholesale woollens, Toronto, met with a sad bereavementon Feb,
and. His son Gilbert, a bright and promising youth, 18 years of age,
who held a pasition in the Bank of Montreal, had been confined to
the house by an attack of bronchitis, and when his mother saw him
before reuring for the might he complained of the room being suffo-
cating. Durning her absence for a few minutes he rose and opened
the window, but in doing <o overbalanced himself and fell to the
ground, a distance of about 4o feet. He died within an hour,

A horrible accident, by which over twenty pecple were killed and
30 injured, occurred at the works of the Quebec Worsted Co., Que.-
beccity, on Feb. 12th,  The works had been closed for two or three
weeks for repairs to the boilers and machinery, and on the 12th the
hands returned to work. It was decided not to start that day,as the
boiler had not been tested. Many of the employes hung around the
boiler room warming themselves, when suddenly the boiler exploded,
blowing the building and a Jarge chimney to the ground and burying

a laige number of the employes in the ruins with the result stated.

above. The nulls were recently purchased by the Paton Manufac-
turing Co., of Sherbrooke, Que.

Since out last issue the fire fiend has been keeping up his record
of disaster. Amonyst the fires afiecting thedry goods and allied trades
we have nnticed the following: Jan. 14th. Wm. Ewan & Sons,
wholesale clothing, and G. R. Ross & Co., woollen commission mer-
chants, etc., Montreal; loss about $40,000. Jan. z20th. H. Kellent,
wholesale clothing, A. Jacobs, wholesale woollens, Montreal; losses
$4.000 and $15,000 respectively. Jan zoth Chas. Richardson, dry
goods and gents furnishings, Owen Sound, Ont.; loss about $6,000,
insured for $4,700.  Jan. 28th. James Harnis, furrier, Toronto; loss
several thousand dollars covered by insurance. Feb. 6th, T E,
Jackson, dry goods and carpets, Gananoque, Ont.; loss $15,000, in-
sured for $8,500.

»
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Fashionable Ladies’ Jackets.

The new spring collections of ladies’ jackets show the same ten-
dency which we observed during the present winter.  We mean to
say that the shawl collar, which, turned up, almost makes a Medicis
collar, will remain in favor, These shawl collars are of plain or
embroidered silk, and sometimes show very elaborate designs. The
plain, everyday lapels, however, are not forgotten, and, as usual, fol-
low closely the style of those worn by men.  The latter are more
used for garments made ot dark material, while the shawl collars,

(cither plain or embroidered, arc.seen on light colored jackets. The
only novelty in this linc is to be found in jackets which are cut ex-
actly like a coat. Whether these jackets will find favor in the eyes of
the fashionable dames remains to be seen. A very prettymodel of this
kind consists of a jacket made with long cut lapels. The front hangs
down loosely,while the back s tight fitting. The lapels are so long that
they go down to the waist, where they are kept together by an instde
fastened hook. Some of these coat jackets show Brandenbourgs,
which arrangement 1s old, and consequently can make no pretence
for novelty. Fancy capes will also be worn.  The new Talmas which
are nothing more nor less than long pelerines, are made with large
embroidered front and back mmsertions, and show volants round the
border of the garment. The collar is of the usual Stuart pattern,and
«onsequently not new.  Light, plain, colored draps de dame 15 the
preferred matenal for the manufacture of all kinds of Talmas. Dust
and rain mantles are once more made with large puffed shoulder
capes. At.the waist the mantle is plaited and hangs down in long
folds which give ita rather bulkyappearance. Dry Goods Chronicle.

First French Novelties of the Season.

The Pans correspondent of the London \Varehousemen and
Drapers’ Journal describés the first French novelties of the spring
season of 1891 asfollows :—The great majority of the silks provided
for this and the coming season are figured with floral patterns. Large
designs are principally reserved for the thickest and richest of the
silken brocades intended for trains and manteaux de cour. For the
rest, small single flowers and bouquets are preferred. The blossoms
chosen are mostly of an ordinary type, violets, pinks, hilies.of-the.
valley, cyclamen, blue-bells, primroses, daisies, hyacinths, cowshps,
roscbuds, wild roses, and such like, drawn with careful regard to the
natural forms, and woven in soft sattny silks. The exceptions to the
floral figuning are the spots, generally elongated oval form or shuttle-
shaped. These are often applied to thin matenals whercon they are
reproduced in satin or perhaps in velvet pile.

In the carly spring we shall doubtless see a good deal of grey,
especially the pearly and lavender shades of this neutral, while for
ribbons and flowers, hyacinth and periwinkle grey-dblue promise
well.  Woolen dress goods 1n greys and dull browns and the beiges
are woven hke sitks with small flowers, spots and sunple forms, but
placed wider apart.  All kinds of bead-work and metal passemen-
terie are in great request.  Imitation jewels set in gold arabesques
or velvet'bands, or mounted so as to be sewn on separately, have by
no means fallen 1n public estimation, since they have become more
general; the taste for them, indeed, seems to have grown on what
it feeds upon.

Fine and Stylish Embroideries for Summer.
* —

On entering the large importing houses of embroideries to-day,
says the N. Y. Dry Goods Economist, one will find a marked change
fiom foriner years. Where from the earliest tme the general appear-
ance and impressicn was white, we find now one half of the store
filled with black goods, or black mixed with colors. The reason for
the change lies principally in the fact that white dresses became too
<heap and therefore too common. A few steps off a lady in a hne
white dress of great value appeared no better dressed than onc
wearing a common “ Schiffle flouncing.”  As business in fine white
nuncings became dull within the last year a new idea was needed
for new life in this trade, and so we find now black embroideries and

black Swiss viith coloted embroidery. Never before was it possible
to show experience and artistic taste so well as in the manufacturing
of colored emuroideries on black ground, because flowers, lcaves
and brarches can all be made in natural colors, without a loud
effect or produaing an article too dear for general trade. In the
novelty department of some importers, we find the handsomest de-
signs of pansies, daisies, American beauty roses, pinks, hechotrope
and other flowers, all on black 1n colors. Such dresses have the
advantages that they don’t nced washing, and are all made on fast
black, which can stand rain and sun withjut damage,

Ladies’ Linen Cuffs.

Fashion has ordained that linen cuffs are once more to be worn
by the fair sex in London, England., At the same time, fortunately,
animprovement has been introduced which should effectually dis-
pose of the complaint that cuffs can not be kept in their proper
place. These new cuffs are of the usual appearance externally, but
they contain an inner band, which can be buttoned tightly round
the wrist, and n this manner all danger of slipping up the ann or
over the hand is completely obviated.—Ex.

Three and Four-piy Cloths.

In addition to double cluths pure and sunple there ace many
others known as * three-ply,” “four-ply,” etc, implying that the
cloth 15 nat merely a double, but a three or four-fold cluth. It doés
not always follow, though, that a three or four-ply cloth means that
there are three or four distinct fabrics woven together, though that
may be so; there may be two perfect and complete cloths and flling
between them, which is not in itself, strictly speaking, a complete
cloth ; or it may bLe that two double-faced cloths are combined, asis
the case with some very thick, bulky cloths which arcused for cover-
ing rollers and other purposes.—N. Y. Dry Goods Chronicle,

Photographing on Cloth.

Among the recent discoveries in the art of photography, says the
Textile World, is one claimed to be made by English chemists of a
chemical which when applied to cotton cloth or silk puts it in a con-
dition to be “‘sun pr'nted” n a somewhat similar manner, we should
imagine, to that in which blue prints are made. The colors aresaid
to be permanent.

An English journal says that the chemical that is employed in
obtaining this result has been patented, and receives its name
“primuline ” from the primrose color it imparts to the material im-
pregnated with it.

The process gives the best results when employed on cotton
goods, owing to the more perfect absorption of the chemical. The
first operation consists in obtaining the finest calico. free from dress-
ing and soakiny it thoroughly in a solution of primuline, and neat
seasatizing it in a bath of nitrate of soda and oxalic acid performing
this later operation in a dark room.

The Needle-and-Thread Tree.

Imagine the luxury of such a tree and the dehight of going out to
your needle-and-thread orchard and picking a needle threaded and
ready for business. Odd s it may seem to us, there is, on the
Mexican plains, just such a forest growth. The tree partakes of the
nature of a gigantic asparagus, and has large, thick, flesh leaves,
reminding one of a cactus, the one popularly known as the “prickly
pear.” The needles of this needle-and-thread tree are set along the
edges of these thick leaves. In order to get one equipped for sewing,
it is only necessary to push the thorn or needle gently backward into
its fleshy sheath, this is done to loosen it from the tough inside
covering of the leaf, and then pull it fromn the socket. A hundred
fine fibres adhere to the thorn like spider webs. By twisting the
needle dunng the drawing operation this fibre can be drawn out to
almost indefinite length.  The action of the atmosphere toughens
these minute threads to such a degree as to make a thread twisted
from it, not larger than common No. 4o, capable of sustaining a
wezht of five pounds, about three times as strong as common six
cord thread. The scicntific name of this forest wonder 1s Tensyana
mucanina.

-
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The Art of Selling.

To the student of human nature probably no greater field to
study odd and peculiar characters presents itself than in the several
departments of a large clothing house, writes Samuel Wielar in the

Pittsburgh Dispatch. A few days spent at one of these houses will

bring one n contact with more quaist and curious people than one
would encounter in a long journey. The machinery of a salesman's
life does not revolve as smoothly as one would suppose judging by
a superficial glance.

It is generally supposed that a salesman'’s duties consist merely
in showing his goods, fitting them on, and having them wrapped up.
A more mistaken idea could not be imagined; for, if this wereall,
sclling would be pastime,
observer to enable him to “sizeup” his customer at a elance and
know how to approach him. le must be cool, cautious, determined,
and possess an almost inexhaustible supply of patience.

In nearly all houses there 1s a rule that if a salesman fails 10
effect a saie he must transfer his customer to another salesman.
The sales made by these transfers are numercus, proving conclu-
sively one of two things—either the first salesman, through some
reason or other, failled to make the proper impression, or the cus-
tomer was such a peculiar character that the manner and language,
combined with the different tactics of the second salesman, happened
to catch his fancy. No one without the personal experience can re-
alize the tremendous stmin and tax to which a salesman’s patience
1s subjected. He must be prepared 1o mect all sorts of statements
and arguments and be able to disprove them promptly andina
genial marner.  Under no circumstances must he lose his temper;
if he does he is lost, ne matter how much time and labor he has spent
or mental worry he has suffered.

Customers as a rule are very practical, unsympathetic and inde-
pendent, and imagine they have unbounded rights to which poor
salesmen must pay due deference.  Should they be gently reminded
of the trouble and annoyance undergone to effect a sale, he will
probably be informed with the coolest effrontery imaginable that
“that’s what you are here and get paid for.” and they “don’t propose
to buy"” untl they “look around and see where they can do the
best.”

Here comes the cranky customer walking in nervously : “1
want some clothes I®  ** What kind?” asks the salesman,  * 1 don"t
know, {etme see somc and il tell you,” he answers very snappishly.
The salesman, not affecting to notice the slight, shows this sort of
customer a good smit atonce.  The customer glances at it, and with
the remark, “That isn’t what 1 want ; there's notking in this house
that suits me,” starts to rush out. Now comes the tug of war that
gives the salesman an opportunity to display his ability  Politeness
and suavity are of no avail with this * subject,” so other tactics must
be resorted to, and that very quickly.

The salesman must use a certain amount of independence to
prevent his customer getting the upper hand, and by a short, sharp,
decisive argument convince him of his inconsnstcncy and unreason-
ableness.  Unless a customer is a hopeless case this usually has the
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‘The successful salesman must be a close-

cffect of bringing him back ; the salesman can talk more naturally,
the customer acts more rationally and generally a sale will eventually
be made.

The “undecided customer” enters with a very unsteady gait, an
*1.don't-know-whether-1'll-buy-or-not” expression on his counten-
ance, and 1s continually looking about him, He likes everything in
a measure, that is shown him; “this is pretty,” “that looks well,”
“the ather is cheap,” and so on, but he cannot make up his mind to
purchase. This customer is difficult, as he agrees with you in every-
thing and leaves no room for argument. The first salesinan becomes
worn out and vsually transfers him ; the second salesman talks a
little sharper and then assumes an air of sociability,. He apparently
becomes personally interested in him, converses with him on various
subjects and finally gets him interested in a suit, and by an indom-
itable will and perseverance a sale will often be effected.

The customer who walks in whistling or picking his teeth with a
toothpick, or the one who approaches with a slow, steady shuffle of
the feet or a swaggenng gait, belong to the same class. They
always have more time than money  There is no use trying to push,
hurry or persuade them, and the easier and more indifferent a sales-
man acts the better chance hie stands of selling.

Nearly analogous to the lztter class is the customer who sees
just exactly what he wants wn style and price, but will not decide
until he looks around, for perhaps he will find something that wiil
“ please him sull better at a lower price”; the customer who cannot
inake up his mind whether 10 buy a ready-made suit or “leave his
measure with his own tailor, you know”; the customer who is in-
different asto whether he buys to-day, next week, or next month,
and the one whodoesn’t know whether he wants light or dark, ined:-
um or Leavy weight, business or dress suit, but wants time to study
over it, and * will callin again.”” These customers all require deli-
cate and skillful handling. No specific rules can be lzid down, as
no two cases are precisely alike, and the salesman must use con-
siderable discretion in using an argument that will at once be brief
and effective.

An entirely oppostite, though none the less curious character, is
the “ would-be dude.” Heis generally a diminuuve specimen of
hmmnanity, and his clothes always appear as if they had done con-
siderable service. The coat he wears is a little *“dinky” and looks
about two sizes too short for him, and his trousers want coaxing
down. He is invariably a “bargain hunter,” and as he examines
goods, with his thumb and forefinger twisting the end of his thin,
sickly-looking moustache, he excites a feehng of mingled pity and
contempt. He usually wants a sunt costing anywhere between 33
and $10, but which must have the appearance of a $20 suit, and he
is as exact in regard to material, style, fit and workmanship as if he
were really purchasing a suit at the latter price.

The oddity who worries you for half an hour trying on clothes
and admiring himself in the mirror and finally tells you he dare not
purchase unless he brings his wife along, is a nuisance and is about
on a par with the customer who wants * just anything? to wear for
a few days, for as a rule this latter individual can hardly be pleased
from your whole stock. There is the “tony” customer who walks
in like a lord, and after consuming considerable time, coolly informs
vou he does not want a suit, because he “never could wear ready-
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made clothing”; or perhaps pulls out his watch, and like a “Rip Vo
Winkle” after twenty years sleep, suddenly awakens to the fact that
he has a train to mmake within five minutes, and of course cannot
remain any longer. A somewhat sinular, although a more con.
siderate customer, is the one who tells you as he enters that he
knows it is impossible to fit him, but wants to try * just how near he
can get a ready-made suit to match the custom suit he had seen
somewhere clse, but which was too expensive.” He expectr close at.
tention, although he h1s not the slightest idea of purchasing.

The customer who brings three or four friends to assist him in
selecting is worse than a pestilence.  Through their various derisive
rematks the would-be purchaser becomes disheartened. His friends
have vitrious tastes, but he must have them all pleased as well as
bimself, and should they finally agrce on the same article, the
chances arehat the buyer will tell you he *“wouldw't wear it as a
gift” A salgsinan must be on sociable tertus with the crowd and
act as a sort of arbitrawr i€ he wants to effect a sale.

Considerable talking and n.anwuvering are required to handle
the customer who has his heart set on a suit which is about $5 more
than be intended to lay out, before he will pay the value or pur-
chase something else not so expensive.

One customer exnands his chest two or three inches, and 1s not
satisfied unless hz gets a garment with the enlarged measure marked
theceon to £k bim.  The contrary customer who wants a heavy-
weight suit with the thermom-~ter at g6 degrees or the onc who wants
a summer wear for winter : the “smart Aleck” who knows 1t all
and the “country jake” from Greenville who imagines he will be
cheated unless he keeps a sharp lookout, are a few of the types met
with daily.

There is a really shrewd class of customers, mostly business
men, who must be worked as carefully and systematically as
the solving of a gcometrical problem. You do not know when
you've got him or when you haven't, for he is as slippery as an eei,
He will eye you like a hawk, cross-question you closely, and appears
to be constantly studying ; the answers must be prompt and plausi-
ble, his gaze met unflinchingly and without betraying the slightest
cmotion, otherwise he loses confidence and will make some excuse
to get out.

The subterfuyes customers resort to in order to depart, are often
amusing. * Wrap that suit up, Ul be back for it in 15 minutes;”
I must meet a friend down the street to get some money ;" *1
didn't intend to buy to.day ; lmerely wanted to pick it out and have
1t laid aside," area few of the stercotyped, worn-out 2acuses.  Suffice
it to say the salesiman's path is not altogther strewn with roses ; and
if he sometimes becomes despondent, 1s it to be wondeied at?

Boys' Clothing.

The kilt suit is the favorite at present for boys of three to six
years for every day wear. Their best suits are of dark brown or blue
diagonals, made with a lony ~oat and a short kilt reaching to the
knees. The coat has a wv.ivet front piece, forming a long vest,
which is crassed by a belt, and sloped away below ; it 1s fastened by
steel buttans, and there is 2 steel buckle on the belt, The back is
wide and the sides have pocket flaps of velvet. Sailor suits of dark
blue diagonals are stidl worn by these little fellows.  They are made
with a sailor blouse with deep square collar, and a kilt skirt or else
with long sailor trousers.  Louis Quinze suits of velvet or velveteen,
made with a short round jacket, & white embroidered blouse, and a
velvet kilt also remain in favor. Boys of six years wear trousers
with a plated Norfolk jacket, a patrol jacket, or a double-breasted
recfer as the coat of their school suits. Rough surfaced Scotch
goods in small plaids are used for those suits because they are dura-
bleand are always in good style.  Tobacco-brown, grayish-blue, and
dark-gray are the colors wmost used. The belied Norfolk jacket is
single breasted, with a notched collar ; the belt is strapped on at
the sides, and the buttons are of dark vegetable ivory, with eyes in
the centre.  Standing linen collars and “scarfs, like those wom by

men, are put on quite small boys, but are seldom becoming to those
under twelve. The Eton suit with long trousers, and the Chester-
field suit with cutaway coat, vest, and short trousers are the dressy
suits for boys of seven or eight years, up to thirtecn or fourteen.

°  The Clothing Trade.

Wholesale clothing houses report that orders for the spring trade
are coming in fast and the prospects are very good indeed. Placing
orders from the Maritime provinces are as great, if not greater, than®
last year. There has been a lull in the retail trade, which 1 looked
for, alter the rush of the holiday trade, but-one good sign is that the
shelves have been pretty well cleared of winter stocks,

The month has not passzd without s quota of failures. One of
the largest was the whelesale house of Parker & Popham, Montreal,
with liabilities of $78,000. The firm had been in hard luck, six of
their supply houses having recently had losses by fite, and they,
themselves, meeting with the same misforiune.

They had a Good Time,

The Toronto Custom Cutters' Association had a merry time tn
one of McConkey's elegant dining rooms on the evening of Thurs-
day, Feb. 5th, the occasion being their second annual dinner. Presi-
dent Burton, occupied the chair, and Mr. B. Saunders jr., the vice-
chair. Among the guests were representatives from the wholesale
dry goods houses. The toast list was brief, comprising * The Queen”;
“ Kindred Socicties” responded to by Mr. J. W. Cheeseworth; “ Qur
Guests” responded toby Mr. H. A. Taylor and Ald. Score; and * The
Wholesale Houses” responded to by Mr. J. Muldrew of McMaster
& Co. During the evening songs, duets and quartettes enlivened
the proceedings, those taking part being Messrs. J. Woods, . Milne,
J Thompson, A. L. E. Davis, and E. Dwyer. * Everything was
lovely and the ‘goose’ hung high” Messrs. D. O'Brien and B.
Saunders jr., forined the commuttee to whom the success of the bau-
quet was due.

Fantastic Full Dress.

A beautifully printed circular has been issued by a New York
tailor in which he describes the long talked about innovation in even-
ing dress, which he declares has at last become an accomplished
fact. The coat is described of a dark Llue twill, waistcoat of white
embroidered satin, and trousers of a beautiful shade of lavender A
society observer says that no such remarkable combination of gar-
ments has yet been seen on any one. The man who has the courage ;
to appear in such a fanciful dress in Canadian society circles should
have his name handed down to postenty like the famous Beau
Brummel.

MISLED BV SIMILARITY OF SOUND.
Customer—"* Suaty-five dollars 2 That's an. awful price for a plain
business suit for a man that pays cash on delivery.”
Tailor—" Cash on delivery ?  You nusunderstood we, sir. Isaid
$34.7¢."—Exchange.
WIIAT HE IS FITTED FOR. .
“ Do you forget, sir, that you are to be in the next world what
you are fitted for in this ¥
“ Reawly ¥ said Chappie. “Then I'll be a suit of clothes, [
fawncy.”—New York Herald.
THE REASON WaAY.
Issac—*1 dells you, mine frent, dese goats dat | sells for den
dollars gonrt twelve dollarsto make.”
Customver—** But how can you afford 1o sell them and lose money
en them
Issac—*" Abh, mine frent* You see I sells 10 many of dem.” —
Harvard Lampoon.
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WE want the
members of the
different Com-
mercial Travel-
lérs’ Associa-
tions to dlearly
understand that we freely and ungrudgingly
place our columns at their dispesal for the
iterchange of opinions, and for the discus-
ston of questions of general interest to the
fraternity. Any personal or general items
will also be .velcomed. Now gentlemen,
don’t be backward in sending in your con-
tributions. When you have a few monents
to spare after hustling for orders and writing
your firm, send a note, with any news or
ideas you may have come across, to the edi-
tor. Secretaries of Associations might also
keep us posted on wems that come under
their iminediate observation. 'We hope that
every commercial traveller will take a per-
sonal interest in this department of our
paper.
TAKE NOTE.

The attention of commercial travellers 1n
the dry goods and allied trades is specially
asked to the circular which accompanies this
number. It explains itself.

SHOW YOUR CERTIFICATES.

A large number of the members of the
Commercial Traveilers’ Associations, espec.
1ally among the older ones, take strony ex-
ception to ticket clerks asking them to show

«&heir certificates. In conversation with Mr.
Orr, second vice-president of the Toronto
association on this subject, he strongly em-
phasized the adwisability of every traveller
cheerfully acquirscicg in this request when
made. He pointed out that the mere fact of
the traveller being granted the certificate,
bearning certain privileges, laid upon him the
obligation of presenting such certificate
without the necessity of being asked to do
so. Another thing wabe considered was the
fact that bystanders on hearing a traveller at
the ticket office calling out his number with-

[0

out showing his certificate, might,
and possibly do, take advantage of
the travellers’ privileges by giving a number
without detection. Besides, it is a part of
the ticket clerk’s duties to ask for produc-
tion of these certificates, and no man
should be blamed, but rather praised, for per-
forming his duty faithfully. Mr. Orr is
very severe in his strictures upon older
members of the Association being guilty
of this practice as they thereby show a bad
example for the younger members to follow.
He states that he personally knows of in-
stances where this has been takingadvantage
of by non-members and he thinks, in view of
the privileges and courtestes extended by the
transportation companies to the fraternity,
every member should be willing and anxious
1o further their interests and comply with
their reasonable conditions. Itis to be hoped
that there will be no necessity for calling
attention to this matter again.
OBITUARY.

Mr. Chasles E. Stevens, a well known
commercialtraveller,diedat MamitouSprings,
Colorado, on January 19th. He was in his
manhood but fell a victim to that relentless
discase, consumption. His youny wife was
with him and helped to soothe his dying
moments. She came with the remains to
Toronto, and the funeral took place from the
residence of the deceased’s father in that
city to Mount Pleasant Cemetery en Sunday
the 25th.  As an evidence of the respect in
which the deceased was held, the funeral
was attended by a large number of the
members of the Commercial Travellers'
Association and of Zetland Lodge, A. F &
A. M. No. 376 G. R. C,, of which the de-
ceased was a member.

Thomas G. Ralston, a commercial travel-
ler of St. John, dropped dead at Chatham
Junction, N. B., Friday morning, Feb. 6th.

THEIR NEW QUARTERS.

The Commercial Travellers’ Association
of Canada 1s now ensconced in its new head-
quarters, 51 Yonge Street, Toronto, a des-
cription of which was given in our last issue.
The rooms occupied by Secretary Sargant
present a most comfostable and cheerful ap-
pearance. The furnishing of the other
rooms 1 not yet completed, but when that

/A -.g_. .
NS quanardS% 4y accomplished the fraternny

will have for business and recrea-
tion a suite of rooms that each
and all will have cause to look upon with
pride and pleasure.  May cvery success at-
tend the Assaciation in its new headquarters
is our earnest wish,
FREIGHT TRAINS.

While waiting at a wayside station on the
Grand Trunk the other day a REVIEW re-
presentative got into conversation with an
intelhigent railway official. The long spell
between trains was talked about, the scribe
complaining that as he could have done his
business in the village in half an hour it was
a serious loss of time to him to have to wait
five or six hours before he Lould get a train.
“ Why" said the railway man *“*don’t you men
who are almost constantly on the road make
an application to the superintendent for the
privilege of riding on freight trains? 1 am
sure it would be granted and would be a
great boon to you. Now two freight trains
pass here before the neat passenger tram
comes and you could save considerable time
by travelling on one of them.” The railway
official was not far wrong. Any one zarrying
light baggage could jump on a freight train,
and be takento the next station very handily
without interfering in any way with the rules
and regulations of the ralway company.
Would it not ve a help to commeraial travel.
lers in many instances ?

TRAVELLERS' TAXED.

Some years ago the municipalities of Three
Rivers, Que., the city of Quebec, and St.
John, N. B, imposed a tax upon visiting
commercial travellers but they were forced
to repeal it. The municipality cf Victoria,
B. C. has stepped into the arena ~nd itnposed
a tax of $50 upon every commercial traveller
before he can do any business in that city.
The Board of Trade has asked for the repeal
of the tax and will no doubt be successful.
It1s a poor rule that doesn't work both ways
and if the travellers of the wholesule houses
in Victoria weretaxed by other municipalitics
in like manner, wculd their principals not be
the first to make a vigorous kick und de-
nounce the tax as a most unjust and iniqui-
tous measure?

——

Ita provislons are remarkable, as can but he
notorlous Lou Scsalous, then o -Schator He
leglslatures, for, UXo the ghioat of Banquo, “t.
dintlsni.  Such a law 1nakos no allowanoe for
Houso It was taken from thelr hands. Then
‘The law cannot invado persounal and private
tion of the property destroyod.”
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Mutual Beneflit,

L.ifc 1s so uncertin n tis busy, husthng
world of ours 1hat 1t becomes a solemn duty
to every man who has others dependant up-
on him for support not to leave them totally
unprovided for in case of s death.  Many
men do not from vanous causes save any-
thing out of their earmings, and when the
dread summons arnves their fanuhes find
themselves 1n a position that need not be
desenbed A man who could ve guilty of
such conduct, considering the various ways
in which it can be avaided through life in-
surance, 18 not worthy of the name of man.

Always | enly alve to the best interests of
their members, the vanous Commercinl
Travellers' Assaciatians 1 Canada have in-
augurated life insurand e schemes which have
proved most successful  The members
themselves have also fully recogmsed the ob-
ligatlons sncumbent upon them and have
started mutua)l benefit schemes which
are i a most flounshing condition  We
propose in this issue to devote someat-
tention to these schemes, as we are fully
impressed with the fact 1hat every com-
mercial traveller should, whether marned
or single, support them lovallv, and they
can best do so by becoauny members.

It wasin March, 188, that a special
meeung was held in Taronto at whieh at
was deaded to form the “Commercial
Travellers’ Mutual Benefit Society ” The
oniginator of this humane scheme was the
late Mr. Lews Samuel, of Samuel, Hen-
janun & Co., Toronto, who was honored
by being elected the first President of the
Society  That year an Act of Incorpora-
ticn was apphed for, the members named
in the charter being  [ewts Samuel,
Witham Chnstuie, Warnng Kennedy, lobn
F Elbs, W G H Lowe, Joha Zinmer-
man, Robert Edunnson, Jahn Burns, \WW
P Garvin, E R Prole, R B Linton, R
S. T Davidson, James Sargant. of To-
ronto, Adam Brown, E A Dalley, of Hamil-
ton The Act of Incorporation was passed
in January, 1882 The soctety begar. with a
comparatively smwall membership, the Adeath
benefit beng only $100, but 1t quickly grew
an populanty and membership and the by-
laws were amended providing for the pay-
ment of a definite sum upon each certificate

$1.000 whih certamly was more satis-
factory than the ordinary system of so much
percapita  This sum has been paud to the
beneficiances of deqeased members for the
past seven years  Another progresave fea-
ture was introduced n estending the bene-
fits of the sacwety to whalesale merchants
and manufacturers and therr salesimer and
clerks an equal terms with the angin ¢ inem-
bers  Up to date nearly $°0.000 has been

paid to beneficaanes at a small average cost
to the members, makmng 1t about as cheap a
scheme of life msurance as there s i exist-
ence. The only expenses are for the Secre
tan's office, the President and Trustees gav
ing their servues gratatously  There are

no cansvassers to pay, every member being
expected to help the Secretary as much as
pIssible n inrreasing the membership,
which hasnow reached over i,700. Last
sear $12,000 1 death clums was pad and
2,000 reserved for two other claims for
which the necessary papers had not been
filed, but notwithstanding this heavy call of
$14.00¢ 'n one year, the reserve {und amounts
to nearly $13.000, and at the close of the
vear there was a balance of over $1,200 at
the credhit of General Expense Account,

Any person n snound health between 1§
and 5o years of age may apply for member
ship, and if accepted has to pay an admission
fee of $2 and a small fee for medical exam-
ination.  The graduated table of assess-
ments 1s as follows : —

AGE AT ENTRY

Under 25 years $1 10
24 years and under 30 years 1220
30 (13 “ ;S " l 35
zs " . 40 (13 x 50
40 % - 445 " 178
45 * 50 2 0o

Mr WARRING KENNEDY, Treasurer.

only $2. The average yearly cost for $1,000 1s
$9.10, a very trrfling amount, constderiug the
benefit (0 be ulumately derived from 1ts pay

ment  There are no restrictions upon certi.
ficate holders travelling in the United States,

Brinsh Provinces and Europe, excepting 1in
times of war.

The advantges to be obtamed Ly this
mode of insurance need not be commented
upon, and they should appeal to the common
sense of every intelligent person 1t may be
pmnited out that the Commercial Travellers’
Mutual Benefit Society ts the only society of
its kind 1o Canada which 1s not only incor-
porated by Act of Parllament, but 1s licensed
by the Domuimon Government and 1s under
the supervision of the Department of insur-
ance « Ottava, which forms a guarantee of
its stability

Two unportant clauses m the By-laws are
as follows

17 Any member who does not pay to the
Secretary the amount of the assessment

within forty days from the date of such
nolice shall forfeit his membership, and the
certificate 1ssued to him shall thereupon be-
come and be nuil and void, and of no cffect

(a) Every such person may agan become
a member upon payment of all arrears, fur-
nishing a new medical certificate and such
other cvidence of good health as shall be
satisfactory 1o the President and obtaining
s approval in wnting, which approval shall
operate as a revival of the certificate.

(b) No forfeiture shall be wawved n any
case by payment after the expiration of the
said forty days or by any action or notice, of
or from the Secretary, or other officer of the
Society without full comphance with the
foregoing and obtaimng the approval of the
President as aforesaid.

(¢) Non-payment of the annuoi fee on or
before the 1st day of Marsh in each year,
shall operate as a foeferture as in the case of
default in payment of an assessinent, and re-
admussion shall only be secured by full com-
plhiance with the provisions of this By-law.

21. Should any memberinrespect of whose
death any benefit 1s claimed have been per-
sonally engaged in transportation of
highly mflammable or explosive sub-
stances or 1n any extra hazardous occu-
pation or shall have entered any military
or naval service whatsover (except the
militia when not 1n actual service), or
shall die 1n consequence of a Juel, or
of the violation of the laws of any nation,
state or proviuce, or shall become so
far intemperate as to seriously or per-
manently wnpar his health or induce
delirium tremens, or 1a case the answers
and declarations made in the apphca.
tion for membershup shall be found 1n
any respect untrue n any matter ma-
tertal to the contract, then the certificate
1ssued to hun as such member shall be
null and void, and 1n every such case
the Society shall ant be at all hable
thereunder or under the provisions of
these By-laws.

The following gentlemen are the
past presidents of the Society .— Lews
Samuel, John k. Elis, W. ;. H. Lowe,
and R. L. Patterson.

The present officers are President,
los. Bonnick; Vice-President, James
Greeafield ; Treasurer, Warring Ken-.
nedy; Trustees for Toronto, T. M.
Bayne, Rubert Crean, Thos. Dunnet,
W. B. Dack, H Goodman, W H. Lailey,
Hector Lamont, Joseph Taylor, S. R
Wickett ; Trustees for Hamilton, Wm,
Bremner and E. A. Dalley.

Mr. W G. H. Lowe, a past president of
the Society, 1s the Secretary, whohas earned
for himself the respect of every member by
his admirable conduct of its affairs,

It 1s surprising to us, n view of the very
small annual outlay, that every commercial
traveller, young or old, and every salesman
in a wholesale house, is not 2 member of the
Mutual Benefit Society. The business s ad-

S

mirably managed, being under the super- *°

vision of two of themost competent actuaries
n the Domin.on.  The members have every
reason to feel proud of s success, and itis
safe to say that no other society of is kind
has such a thoroughly devoted anc enthusi.
astic membership.  Every membe: takes a
personal pride in furthenng its interests, and
we trust the day 1s not far distant when all
wno are eligible will have their names in-
scribed on the roll of membership.

THE DRY GOODS REVIEW Ik printed for
the Publishers by The J. B. McLean Ca, (Lt'1),
Printors and Pubillahers, 3 WellingtonSt, West,

Toronte, who make a specialty of high.clase
wmagazine printing.,




Thanks Brethren, Thanks!

THE CANADIAN DRy GOODS REVIEW 15
the latest trade journal ‘launched upon the
stormy sea of joumalism. It is a bright,
newsy,-30-page paper, conwining pom"uts
of well-known tmvellers and much.useful in.
formation for the class in whose interests it
is published. Its special department will be
hats, caps and furs, miilinery and clothing.
Publication will .be monthly and the sub.
scnpuon $1 per year. Mr. Charles Morrison
is editor and’ busmessnnnager‘——'l‘he Globe,
Toronto.

Dry Goops is the name of & new trade
paper which has entered:the field ot jour-
nalism, with Toronto as it headquarters. its
first issue is just'to hand,andifit 1s a criter-
ion, is certainly deservmg of support, the
make up, rcgdmg matter, . ctc., being up top
A special feature, which no doubt will receive:
considerable attention'from the “boys of the
rozd,” is a supplement devoted solely to the
interests cf ‘commercial travellers. Ifthey
tell all their stories in its pages, it should
fumlsh some racy and icteresting - reading.—
The Gazétte, Momn:al

The first uumber of 'l‘"P. CANADIAN DRY
Goobs, Hats, Caps AND.FURS, M ILLINERY
"AND. CLOTHING REVIEW, a monthly pub-
lished in Toronto in- the intefest of these
tradw, 15.to-hand, 1It.is a' very creditable
ptoductmn 1 every respect, -and if it keeps
«up to the high standard ‘as shéwn by the
first number it will-become a popular journal
with the trades indicated: It is safe to say
that4s a trade journal.it has few equals and
J)o~superior. Thematter is instructive and
mlercstmg to its .réaders, various points of
1mportance to the trades bemg dealt with.
It is under the editorial supervision of Mr.
Charlés Morrison, .who has for many years
been connécted’ with the :press inthis city,
and for several years occupied the- city. edit.
'or's -chair of the Mail.—The:Empire, To-
-ronto.

A tribute at once to the power of the press
and to the: enterprise. of: the modern com-
raercial world.is the large 3 number of journals
throughout the counlry which are devoted
exclusively to the interests of various lines of
basiness. ‘The latest of these is THE CANA.
DIAN Duvcoops R__:_:vww. At & atwenty
.page monthly, and devoted to thetrade in
drygoods, :hats, caps, furs, mxllmery and.
clothing. Anovel feature is:a .department
for the commercial travelers of the- trade.
The: abshxy with: which the various depart-
‘ments are handled convinces the reader of
the. capabahty of: the editor. The work is
executed in the pnnter’s beststyle. A good

0,
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effect is produced by the employment of a
number of vignets. It is published by T1e
Drycoops Revikw Company, of which Mr.,
J. B. McLean is president. Mr, Charles
Morrison is editor-in.cluef and business
mwaaager. The World doubts not that a pros.
iperous and uscful carcer is before it,—The
‘World, Toronto.

THE CANADIAN DRY GOODS REVIEW is
on¢. of the most recent applicants for popular
favor that has bowed froim its Toronto

.

rostrum to a Canadian audience, {t cameinto.

being with the new year, and it promises to
make visits to its friends'as regularly as the
months roll by. Being-the organ of.the
Canadian dry goods, hats, caps' and- furs,
millinery and clothing trades, as we are told,
we will be disappointed il in the future the
air is not redolent of the music that should
emanate frotn such an instrument, telling . all
that there is-to be told regarding the trades
in question. ‘But there can be no suspicion’

‘of doubt regarding the-totie and quality of

this org in, nor of the sweetness of its music,
ahen it is remembered that JohnnyMcLean,

as president of the company, turns the crank,
or blows the bellows, and Charlie Morrison,

as-editor, presides:at -the finger -board and:
produces the fluent notes. The trade should

e proud of the REVIEW. -—Canadnn Manu-

f'\cturer

“A new monthly has come to,hqnd.\whxch
will be hailed with pleasure by-the dry goods
and associate trades, in theé shape of the
CawapiaN DRy Goops REVIEW. As-the
title page mdlcates. this ‘handsomely.devised
twénty-page journal is 'the organ of the dry
goods, hats;caps, and furs, and mnllmery and.
clothing trades. The -REVIEW is neatly
gotten up, well and - clearly pnntcd and its
arrangement 15 all that could 'be desired. It

18 very complete, having something to say of:

interest 1 all departments, not-unly to those

‘actively engaged in the tndc, b alsotothe

general public,. When it is staiv  *hat the
editorial management 1s-under thie persorial
supervxsnon -of. Mr.-Charles Morrison, whose
expencnce in-this field has been largeand

wvaried, it will'not be. necessary to assuresthe

trade that it has ‘come to stay. Its success
is already assured. The prominent retailers
throughout the Dominion: have entered cor-
dnally into the scheme, and. doubtless the
conﬁdence of the trade in general. will. be
qulckly secured. The phenomenal growth

. of such trade. journals in the United States

.is the best evndence of the necessity for. such
4 medium between the m1nul’acturer, whole:
seler, -and retailer. The intention of ‘the
‘publishers-is.to make-the journal a-medium

“favor.

of valuable informatior between the buyer
and seller, and to keep them informed in
matiers concermng their wellare, The first
nuniberis carefully and attractively prepared,
and, as stated in the salutation, it has pro-
bably no superior in this respect. Mr, J. B,
McLean is the publisher.~Toronto Daily
Mail.

Our compliments to Mr. Morrison. We
have recewved the first number of the CaNa-
DIAN DRY GoObS REVIRW,. and fidd it a
welcome Jooking addition to the field of {rade.
joumnalism. Itis stylishly printed, carefully
cdited, and ought to be heard from fora long\
time to come. It is.published at'6 Welling-
ton street west, Toronto, Canada. Charles
Morrison is the editor and business manager.
—The Amencan Carpet and Upholstery
‘Tradé, Philadelphia,

Theiniual number of THE CANADIAN DRY
GoOoDs.REVIEW is to hand, and 15 in every-
‘way.-worthy of the importait trade it proposes
to represent, The dry goods ‘trade has of
late beén about the only one.in:Canada that,
has aot been specially represented byatrade .
journal, and the REVIEW will in reality there.
fore fill the conventional®long felt want”

‘that has heretofore brought so many journals

into-existence. Its first issue 1s 2 very elegant
production: both as to -literary matter and
typograph:cally. and ifits promotérs can keep
it, up to its present high standard they should.
receive the hearty- support of the ‘Canadian
dry goods.trade generally.. The subscription
price has.been placed at the very low figure:
of $1.per:ysar.—~The Trader, Toronto.

With the dawn-of 1891, THE.CANADIAN
DRy Goops REViEW, a monthly publication,
of twenty pages.devoted-to.the -iuterests. of
the dry-goods, hats. caps, furs, millinery-and:
clothing. trades, makes-its ‘bow for papular
The- inttial number. has mched this
o'fice, and typographxcally is one of the most
artistic ventures in trade journalism.coming
under our observation. THE DRY GOODS'
REVIEW.Company—]J..B. McLean, President
and Charles Morrison, Editor and Manages
—of Toronto, Canada;. are. the .publishers.
Inits spec:al field our Canadian young friens}-
must be a power. forgood. Its “Salumory,

.couched as- it is in fnodest- language, is an

evidence that the Editor realizes fully the re-
sponsibility of his position. His articles.ate
well- written. -In the bonds of-“Reciprocity,”
we ¢xtend to him.the hand of fellowship, and
hope that .the mission of.the REVIEW- may
be for all'time - commensurate with' the high- .
degree of ment of which it:gives_promise at.

its birth~the best wish we. can offer. N, J. .
Trade Review.

~
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KNOX, MIORGAN & GOY

Wholesale Dry Goods Importers,
HaninTronNn, ONT.

NN Ny )
) ( A@ESU LTS for Spring with us have been very encouraging
! ' X\ and numbers of repeat orders have been cabled home which
e LB we are receiving weekly. A gouds are passed mto stock,

balances of customers” orders are being laid aside pending completion.

Owing to the sharp rise in Colored Cottons, fresh orders must advance
10%.  We trast, however, that the large number of friends to whom we

have sold, have taken advantage of the Market and will realize increased

profits on their Staples.  Let us remind them that Flamiltou is the best

point to buy Shirtings and Cottonades, as it is within an hour's distance of

Six Cotton Mills.

LETTER ORDERS having increased our trade much during the
past few vears, correspondence about goods demands more care, MR, ALEX.
FINLAYSON. who has been associated with this business during the last
twenty years, has the charge of this department and we hope to further
merease our sales thereby, Tle will also see the TRAVELLERS
ORDERS carcfully and exacth filled and prompth- shipped:
and we trust the extra attention now paid to the details of this
most important department will result in a larger share of vour

orders bung placed with us. Stoek fully assorted now.

SPECIAL VALUERES IN
Tweeds, Tailors’ Trimmings and Gents’ Furnishings,

Prints and Dress Goods, Laces and Embroideries,
Hosiery and Parasols.




