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"The Line of

Unusual Values"

Hearty appreciation always

follows in the wake of the sale

of a Lang Shirt.

With every detail displaying

that desirable, individually-

tailored appearance and the

materials and workmanship
above reproach, the wearer is

sure to be thoroughly satisfied.

The Lang Shirt range not

only suits every taste with just

the right design, but also anti-

cipates new requirements,

which service has been a big

factor in Lang popularity.

The dealer who puts his cus-

tomers' interests first cannot do

better than stock this line of

'^tried-and-found-dependable"

line of shirts.

I The Lang Shirt Company, Limited |
3 Kitchener, Ontario S
ilHIIIIIIUHilllliliriilllilllllllllllilllllllllltlllllllllllllllltllHIIinillllllllllilitlllHUIIH^^
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Clothes

for exacting men
BIG BUSINESS

It is not enough
to give your customers a smart, neat fit

in a new Suit or Overcoat; or those "dif-

ferent" touches that the fastidious

dresser demands. Those smart features
satisfy when the suit is new, but if in-

ferior materials and workmanship result

in the suit soon losing its shape, demand-
ing frequent pressing and soon showing
signs of wear, that satisfaction soon dis-

appears.
The dealer, in good faith, has sold the
suit expecting it to maintain the reputa-
tion of his house, but it is most likely that

instead of complaining, that customer
simply buys elsewhere the next time.

This is a disadvantage to the dealer. The
answer is—stock a line of clothing with
the name and reputation of the maker
behind it.

We want your customers for our custom-
ers, so it is up to us to deliver the goods.

Leave it to us!

BROADWAY CLOTHES will faithfully

hold your customers and guarantee their

thorough satisfaction.

Our traveller will be glad to show you
samples of our smart, dependable

BROADWAY lines for Fall, also to ex-

plain the Broadway Made-to-Measure
System.

Drop us a card

!

Randall & Johnston
Limited

TORONTO
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WASHABLE FLEXYDE
a

m.

New WhiteMarathon Belts

Here at last is a practical and serviceable

belt for summer wear, with light clothes,

palm beach suits and flannel trousers

White Marathon Flexyde Belts can be washed repeatedly

with soap and water;—the "Giant-Grip" Buckles, Nickel-

Silver or i8 karat Green Gold Front, will not rust. Mara-
thon Belts are not affected by perspiration, dust, dirt or hard
wear. They are ideal for wear with bathing suits. Made in stand-

ard one-inch width and in three-quarter inch Sport Model width, for

both men and women.

ONE OF THE MOST POPULAR BELTS
EVER OFFERED

These New White Marathon Belts are going to sell "like hot-cakes."

It is a wonderful proposition for summer trade. Each month sees a

big new idea added to the Marathon Belt line.

Samples of the neiv White Marathon Belts and

schedule of prices covering the complete Marathon

Line tvill be sent upon request.

The big national newspaper advertising campaign has started in the

largest and best newspapers in many cities. It will pay you to cash

in on the increasing demand created by this campaign.

JONES & ROBINSON, BROCKVILLE, ONT.
Exclusive Canadian Distributors of Marathon Flexyde Belts.

FULL LINE CARRIED IN STOCK AT ALL TIMES.
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Camouflage

vs.

Real Vitality

Vitality

an

Economy

Economy

a

Necessity

Vitality in Clothing

Epidemic—the Test

In normal times outside appearances count for something.

A little powder—a little rouge—especially at a distance

—vv^ould make one attractive even if not really good look-

ing—but—during an epidemic—nothing but vitality

counts.

The robust constitution, the perfect organism, are what
sustain life.

Clothing Too
In normal times when fifteen "bucks" landed a suit, the

gingery appearance had an attraction all its own. The
sooner it came to grief, the quicker a new freak—a new^

camouflage—would replace the shabby ruins—but

—

when struck with an epidemic of high cost of living

—

then the vitality of the garment becomes indispensable.

The fundamental organism, or organic foundation,

become an economy. The interior constitution is what
w^ill keep a person respectably clad.

Progress Brand
Garments

Have that vitality. The robust constitution—the inner

construction—the pure linen (green edge) canvas, the

linen stay, the natural haircloth—and the hundred and
one small things that enter into the vitals of the garment

are all that gives it a long lease of life—a respectable

existence—and—zui absolute necessity during thei»e times

of high prices.

The best always the cheapest.

H. Vineberg & Co.,
LIMITED

1202 St. Lawrence Boulevard, Montreal

^
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]n^y^>;^> <«-«<i;^a Style No. 1561

HICKOK BELTS and

INITIAL BUCKLES
We illustrate here but a few of the hun-

dreds of beautiful designs of Hickok

Initial Buckles which are now being

made for men and boys of all ages.

Hickok Initial Buckles come in Sterling

Deposit, Solid Sterling Silver, Gold

Front, loK and 14K Solid Gold. The

belts are made of high-grade, carefully

selected leather. The work-

manship is of the best through-

out. Every Hickok Belt and

Initial Buckle is made com-

pletely in a Hickok factory.

None of the many new Spring styles

are illustrated on this page, but are

now being shown everywhere by
Hickok salesmen. If you have not

yet had an opportunity of viewing
this line write us at once and we
will arrange to get the line to you.

Write for our 60-page cata-

logue showing Hickok In-
itial Buckles in color.

Style No. 343U8

:e Hickok M^. Co.
Rochester, N.rr
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Style No. 1588

HICKOK BELTS
and Initial Buckles

Are Now Made in Canada by

THE HICKOK MFG. CO. LTD.

{Temporary Quarters)

33 RICHMOND STREET WEST
TORONTO

In order to better serve our many customers throughout the

Dominion of Canada who have favored us with a large

volume of business, all patents, good will and manufacturing
rights will be taken over by the Canadian Company, which
will manufacture and deliver in the Dominion of Canada.

The advantages of this closer relationship are apparent, and
it will enable us to give you a better service in every respect.

Salesmen are now booking orders for the Spring and Sum-
mer styles in Belts and Initial Buckles, to be delivered from
the Canadian factorv.

meHickokM^.Co.
Roche ster. N.rr
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Manufacturers and Merchants

119 Wood Street, London, E.C. 2, England

"OBERON" LINES
Sell Freely—Everywhere
A T the back of all enormous trade expan-

sion are the goods sold. They are the

vital factor, and, when examined, will in-

variably be found to be of exceptional, dis-

tinctive merit. This is exactly the case with

our famous "OBERON" branded goods.

They are sold in all parts of the world and

the ever-increasing demand for them neces-

sitates frequent enlargement of our factories

and organization. "OBERON" branded

goods are essential stock for the better to

best class trade.

"OBERON" SPECIALITIES

Hosiery, Underwear, Sports Coats, Knickers,

Knitted Scarves in Silk, Artificial Silk and Wool,

Ladies' and Men's Pyjamas, Towels, Quilts,

Rugs, Blankets, Sheets, Linens, Haberdashery,

Men's Shirts, Dressing Gowns, Ties, Braces,

Collars, Caps, Ladies' and Men's Raincoats and
Waterproofs.

Ask to see samples
at our Canadian Offices

Eastern Provinces

Marshall & Harding
Carlaw Building

Wellington St. West
Toronto

Western Provinces

Mr. G. E. Ledder
Grace Court

Cornox Street

Vancouver, B. C-

Regd. Trade Mark

"OBERON"
Men's Pyjamas

Cotton Pyjamas,
150/- to 240/- per doz.

"Ceylon and Taffeta"

Pyjamas,

168/- to 550/- per doz.

Self Colors and Fancy
Stripes—good styles.

"OBERON"
Summer Gowns

for Men
Fancy Printed Crepes,

21/9 each

Fancy Printed Lustra,

28/6 each

Fancy Printed Tw^ill

Silk,

63/- each

Exclusive designs.

GEORGE BRETTLE & CO., LTD.
119 WOOD STREET, LONDON, E.C. 2, ENGLAND

lllllllllllllllllllllllllllill|i|l|l|lllllllllll|lllllllllllllli|llill|lllll|l|lll|lll|lll|l|llill|i|l|l'il^



MEN'S WEAR REVIEW 113

WATERPROOF
BEST BRITISH MAKE

This Mark Means

REAL PROTECTION

from the sudden showers which make
things so disagreeable in Spring time.

Because of their strikingly well-tailored

appearance, and smart handsome mater-

ials, "Fit Well" Waterproofs win instant

favor with your customers.

Our line is well worth looking over, both

from the standpoint of quality, and of

value.

Our salesmen will be out this month with

a full range of samples for Fall and
immediate.

We have a large stock for immediate
delivery. Mail orders will receive spe-

cial attention.

S. RUBIN and COMPANY
Mfrs. of the

"Fit Well" Waterproofs

437 ST. PAUL ST. W., MONTREAL

After May 1st our address will'be New Sommer Building, Mayor Street
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OVERCOATS
V

Quality in Overcoatings

We have a splendid line of

^^ Ml^l^lUiNJ^ in

^^ GREYS,

^^ GREENS and

^^[ BROWNS

These overcoats are well abreast with the

times, and are thoroughly up-to-date in

e\'ery respect.

Through our foresight in getting in a large

supply of materials for our Fall and Winter
line of Men's and Young Men's wearing
apparel, we are in a position to

Promise Quick Delivery on Repeats

If our travellers have not called drop us

a line and we will arrange to send samples.

M. Feldstein^ Son & Co.

389Bleury St. Montreal
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POPULAR CLOTHING
FOR MEN AND BOYS

Popular in Style

Popular in Service

Popular in IVear

and

POPULAR IN PRICE

You have only to compare our offerings with others to

reahze the popularity of our line.

It is to your interest to see what we are showing.

Buyers visiting the markets will do well to give us a call.

THE ALERT CLOTHING COMPANY
1202 ST. LAWRENCE BOULEVARD

MONTREAL

MERIT
The reputation of HAUGH Brand pro-

ducts is the result of persistent effort on
the part of the manufacturers to make them
MERIT wide-spread popularity.

To-day the Haugh trade-mark is known
everywhere to represent the highest stand-
ard in materials and workmanship. Their
MERIT has made them recognized leaders
in their line.

TROUSERS—The completeness of ooir range in ma-
terials, coloring and sizes, ensures your being able to
find here a compre'hensive stock oif Trousers. Their
well cut lines, and the long wear for which they are
famous, will be satisfying features. Introduce them
and watch the results

!

SHIRTS AND OVERALLS The Arm and Hammer
Trade Mark has come to be known everywhere as re-

presenting, without fail, the best value obtainable in

working Shirts and Overalls.

The J. A. Haugh
Mfg. Co., Ltd.
TORONTO, CANADA

Manufacturers of the famous "Arm & Hammer"
Shirts, Overalls, Bloomers,

Trousers and Shopcoats
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Correct Clothes for Young Men
Who appreciate

INDIVIDUALITY,
LATEST STYLES,

NEW MATERIALS,
FAULTLESS WORKMANSHIP

Garments that will attract the young men to your store and hold their patronage.

New models for immediate delivery from stock. Wire in for samples.

Our FALL RANGE will shortly be shown by our salesmen.

Be sure and see these samples.

JOSEPHSON'S, LIMITED
"Makers of Correct Clothes"

520 ST. LAWRENCE STREET MONTREAL

Another W^ftk "DIXIE"
" BOSTON " j^ -" 'Via^^fc ^ "^"' '""^^ •"»*

__^ - -m-mmmMrrm^^ .„^ made especially for tall

Success '^^^m^^mmKSmF- men
Specially high crown

First in Style, Quality, and Workmanship, as usual

There is also a big demand for our numbers 191-

192-193 made for early Spring- and Fall, three beauti-

ful shades

—

olive green, brown and grey mixtures,

in all-wool Irish tweed, at $36.00 per doz. Good
value.

THE BOSTON CAP COMPANY
PHONE EAST 6040 S. RESIN, Manager

338 ST. URBAIN ST., MONTREAL
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Clatworthy & Son Limited
TORONTO

Established Incorporated
1896 1908

Fixtures espe- Coat Stands

cially suitable Shirt Stands

for the Cloth- Tie Stands

ing and Men's Hat Stands.

Wear Trade. and

Wax Figures

for your

Trade.

Order now
Recent exten- for Eamter.

sions to our

factory allow AGENTS:
for treble our

Vancouver. B.C..

former capaci- M. E. Halt & Co ,

ty and warrant
Mercantile Bldg-
Montreal, Que.. E.

our ability to O. Barette & Co.,

301 St. James St.

give PROMPT Winnipeg, Man.,

deliver;es o n
O'Brien Allan Co.,

Phoenix Block.
your Spring Halifax, N.S., D.

A. Gorrie. Bux
orders. 273.

Special Values

"Direct from Mill to the Trade

" Through Commission Merchants.
"

For Ladies' Wear
Botany Wool Serges, Gabardines, etc., etc.

For Men's Wear
Indigo and Black Serges and Vicunas

Grey and Fancy Worsteds
.\lso

Pure
Wool

iSCOniSH WOOLLEN I

Scotch

Tweeds

"Manufactured in Scotland of pure, new wool, free from
cotton or other vegetable fibre, shoddy, mungo, thread
waste or any other remanufactured wool."

On account of

THE HEATHER MILLS COMPANY, Selkirk (Scotland)

"From whom ue have Sole Canadian Selling Agency"

Stocks of all the above on hand.
Ready for immediate shipment.

C. E. ROBINSON & CO.
Importcn

Mappin & Webb Building
10 Victoria .Street Commission

MONTREAL M,,chant.

•'^is^:-

For Your Play
in the

Great Outdoors

CANADIAN BRAND CAPS
are designed for the man who
golfs, motors or travels.

CANADIAN BRAND CAPS
meet the actual needs of the

most ardent Sportsmen, being

the acme of refinement in

materials and tailoring.

There is a Canadian Cap for

every sport and every season.

Obtainable at the best Stores

in every Town or City.

CANADIAN CAPS
Dealers generally approve the

smartness of style, the good-

ness of materials, and the
cleverness of the manufacture

of Canadian Brand Caps.

Fall 1920 will find our capacity

increased and we will be in a

position to serve you even
better, but our advice is

ORDER NOW.

Canadian Cap Co.,
Richmond St., W. TORONTO
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t^ BOYS

iiir&N^

BJ^s^' CLOTHING

YOUR BOYS' DEPARTMENT
IS NOT COMPLETE WITHOUT

LION BRAND
BOYS' BLOOMERS

Their superior qualities will commend
them to your sense of good value.

Their snappy, well-cut lines and at-

tractive materials, make them ready
sellers everywhere.

The genuine, all-round wear, for

which they are noted, will bring you
customer-satisfaction and confidence
in your goods.

See our new Spring lines!

The Jackson Mfg. Co.,Limited

CLINTON, ONTARIO

Factories at

Clinton, Goderich, Exeter and Hensall

CAPS CAPS

FOR THE WELL DRESSED MAN
Our Spring range of snappy, jaunty Caps leaves

nothing to be desired by the smartly dressed man.
Included are several lines of fine English Tweeds
that are quite unusual in design and coloring,

with linings to match.

Ontario Caps are made 'by skilled workers in a

modern factory equipped with every facility that

makes for perfection in their manufacture.

If you have not had a visit from our representa-

tive, drop us a post card.

Samples will be gladly sent.

ONTARIO CAP CO.
34 St. Patrick St. - - - TORONTO
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DENT'S GLOVES
ARE THE BEST

200 Years Reputation Travellers Now Booking Orders

DENT, ALLCROFT & CO., Montreal

For Immediate
Delivery

Blue Serges.
Plain and
Fancy W o r -

s'teds that are
wonderful
value in these
days of high
prices. They
are made in

many new
smart designs,

and will be-
c o m e leaders
wherever
shown.
With a well-

selected stock
o f clothing
you can sell

every man in

your town T;vho

want-s

Up to Date

Style

with

Excellent

Workman-
ship

Our travellers

are now on
the road. If

they do not
call post card
us.

We aim to
please.

JAMES & CO., Limited
Manufacturers of Boys' and Youths* Clothing

200-206 Adelaide St. W., Toronto

Better Fabrics
mean

Better Sales
The careful selection

of materials, together

with the style, work-

manship and <i,enera]

appearance of our
Boys' Clothinff have
placed them in a

foremost position.

That is the comhina-
tion that Mothers
and Bov« like name-
ly:

Wearing Qaalities

and
Style

Our Boys' Clothing
has both.

Our line is winning
golden opinions and
making many new
friends. Have you seen
them. If not, get in

touch with us.

Toronto Clothing Mfg. Co.
200-206 Adelaide St. W. Toronto
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STARMANd
OVCRAUS

The
'BestMade

Perfect Freedom, Solid Comfort
and

Long-Wearing

Non-Tearing

Service
are the factors which boost

your sales of "Goodhue's"

ar Brand Overalls

Selling such a well and favourably-known brand of

overalls is a distinct business asset to your Store^an PAD ^Al F UFBC
asset which resolves itself into hard cash by quick I wlm vMiii nHImH
turnovers in your overall business.

The J. B. Goodhue Co., Ltd.
ROCK ISLAND. QUE.

Montreal: 21 1 Drummond Bldg. Ottawa: 76 O'Connor St.

Display this Card

in your shop

window and

watch

your overalls go

Tailor Craft

Clothes

Tailored up to the
highest standard of

excellence and second
to none.

These cleverly de-
signed models are
particularly appeal-
ing to the natty young
man of to-day, while
our more conserva-
tively styled garments
are equally 'popular
with men who do not
want the ultra-fash-

ionable.

You will find our fall line unusually tailor-

ed and well made. See our samples in the

attractive patterns and rich materials
which stamp Tailor Craft Clothes as dis-

tinctive.

Dominion Clothing Co.
157 St. Paul St. West, Montreal

|£:.; -^ j^\' : When you think of

DISPLAY '

1^1^^' FIXTURES
think of

''^^^B^V

,

DELFOSSE

'

' ^t^^^MK -

'^''

the leading fixture

house of Eastern
Canada.

New
Bust Forms,

Fixtures, and

Wax Figures

4

" Everything for the

neater arrange-
ment of your
goods.
We are mailing
now 15,000 of our
new illustrated

catalogues. If you
don't receive a
copy, a postal card

New Model Coat Form No. 2014 A
will bring it to you.

DELFOSSE & CO.
247-249 Craig St. W. Factory, 1 to 19 Hermine St.

MONTREAL
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Suits

and

Overcoats

for

Youn^ Men

Our sui'ts and overcoats for

young men <?annot be t^urpas-

sed for smartness of cut. ap-

pearance and sen'iceability of

.materials, and all-round solid

value.

Your customers are .-^ure to find wear and satisfac-

tion in our suits. They are stylish in cut, land they

stcvi stvlish.

The genuine pride of our expert dasigners and work-

ers is shown in the exacting finish of each and every

detail.

Our Fall line will convince you that nowhere can

})etter value be found. Tiie niaterials are well

selected, in smart colorings, made up in the most
iU)pit)ved styles of the .-reason.

Our travellers will soon be on the

road with samples. Be sure to see

them. If you do not have a call

from our traveller in your terri-

tory, drop us a card.

THE PUNCHARD-BIRRELL CO.
545-7-9 King Street West

TORONTO
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The Kay Cutting Company
Manufacturers of

NARROW FABRICS

WAIST BAND CANVAS
and

Bias or Straight Cut Binding of every

description

SKIRT BELTINGS
Carried in Soft and Hard Finish in widths

IVa up.

CUTTING
Have the mills ship your goods to us. We
will cut them Straight or Bias, folded or

plain edge, and forward them on to you.

Goods cut or manufactured by ms add a

distinctive finish' to a garment.

THE KAY CUTTING COMPANY
734-36-38 St. Paul St. W., Montreal

Stocks carried at TORONTO and WINNIPEG

Is your stock attractive and complete
in

Your Men^s Department?
In the different lines we offer you, you will

find genuine value that cannot be surpassed
elsewhere. Our goods always appeal to the
careful buyer. Order early to ensure best
selection at lowest prices.

Working and Outing Shirts
Flannels, all Shades
Tweeds, Sateens
Drills, Oxfords
Flannelettes
Night Shirts
Pyjamas

Boys' Waists

Ouf travellers are now on the road with our range
for Spring 1920.

A Pair of Pants
Pants are like molasses, thinner in summer and
thicker in winter.

If you want to make pants last, make the coat
and vest first, or get them from the Vineberg
Pants Company.

Owing to our stock being so heavy
and bought at old prices, we have not
advanced our prices, but will give our
customers the benefit.

Our representa-
tives are now on
the road. If you
were satisfied

last s e as o n
,

think of -them
again. \

160 McGill Street, Montreal

Qualityj
and reasonable price
combined with stylish

tailoring make our ex-

tensive range of Men's
and Young Men's for

Fall, 1920.

Our travellers will
shortly call on you with
a complete range for

Fall delivery and also a

good range which we
can offer for immediate.
Be sure you see them.

FOR THE BOYS

Our fine display of

School Suits and Knick-
ers is worthy of special

mention.

EASTERN Pants Manufacturing[o
3Z4N0TREDAMESTWEST Montreal, .Que.
AaKers of L-Z

MEN*S,YOUTHS'and boyspants
AND BOYS'SUITS.
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SPRING 1920 FALL

"UNIVERSITY CLOTHES"
for Men and Young Men

For many months WE have prepared—Now we are ready I

There awaits YOU, Mr. Merchant, a revelation in distinc-

tive model* for immediate and fall delivery, fahric;^, the finest

tliat expert selection can procure.

The Heads of our Cost Department have been remarkably
keen in holding down prices—of this you will be quickly con-

vinced.

MARCH 15th is the day set for our travellers to start; in

the office, factory, showrooms—throughout, our entire plant oui'

men are imbued with the confident .spirit that only high-grade

iiierchf.ndise instills.

may be looking for an agency in your To\Mi-.-Wrile

"Let us get acquainted."

HOFFMAN, DUCOFFE & COMPANY
MONTREAL

us

^^^^

"•^

12 to 18 1-2

4f^z^

fi^

[\--- [\- •

|\ COLLAEg

A Saving of 3 Cents a Day
is a saving well worth considering these days. Your customers

will instantly appreciate the economy of wearing K'JiiJlv^'ix Col-

lars, when you tell them how they save Laundry bills, and how

|vilJlv^"T\ takes the place of a dozen other collars—easily

effecting a saving of 3 cents a day.

Linen-like in appearance, and always up-to-the-minute in style,

they are always appreciated. All the smart, becoming styles pre-

ferred by your customers will be found in the wide range of

KW±^ Collars.

MADE IN CANADA

Parsons & Parsons Canadian Company
Makers of the

Famous Kant^racK Composition Collar

HAMILTON, .CANADA
Est. in U.S.A. 1879 Est. in Canada \<K)7

^^^

^yr

^^
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A. E. RICHARDSON & CO.
Wholesale Custom Tailors

Specializing in

STRICTLY HIGH GRADE WORK ONLY
Write for our

"SPECIAL ORDER SAMPLES"
an(

A TRIAL ORDER will CONVINCE YOU

A. E. RICHARDSON & CO.
Makers of

HIGH GRADE CLOTHING FOR MEN
172 Simcoe Street Toronto

Our traveller* are now out witli a c;)m[)lete

and up-to-the-minute display of

—

Spring Neckwear
You will find our styles and colorings inst

right, and our values mighty hard to beat.

Increasing business has made necessary

our

MOVING TO LARGER QUARTERS
at

1184-1188 Queen St. West
Toronto

Witli increased space and facilities we hope
to serve vour interests better tlian e\'er.

I THE ARROW NECKWEAR COMPANY, LIMITED

lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^
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A Little Later-

but worth waiting for

Owing to the unusual conditions

under which we are operating to-

day, both as to labor and materials,

our travellers will not leave with the

Fall Range of College Brand Clothes

before April 15th.

This delay will, however, enable us

to go out with a better line than ever

and to assure absolutely deliveries

of everything we sell.

College Brand Clothes for the com-

ing season will be better than ever,

in every respect, as to style, work-

manship, materials and snappy, at-

tractive models.

Do not miss your chance this season

to get in on the best selling line in

Canada.

A campaign of national advertising

is now in course of preparation

which will create a greater demand
than ever for College Brand Clothes.

Write us now for appointments and
exclusive agencies. .

The College Brand Clothes Co., Ltd.
45 St. Alexander Street, Montreal

(Read Building)
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"WHERE-TO -BUY"
DIRECTORY)^

TRlSiM
[WATERPROOFI

]

Waterproofs
of the

FIRST
QUALITY

for

MEN,
WOMEN

and

CHILDREN

D. A. MILLER
579-581 St. Lawrence Blvd.

MONTREAL

Agencies Wanted
Mamifacturei's afitnt with headqiiaittre in

Montreal and good connection with the
wholesale trade throughout Canada, is open
to represent manufactiirers of Men's Wear,
such as Caps, Gloves, Shirts, Overalls, etc.

Highest reference, ., ^iPlSy '%(k. M. Men^s
Wear Review, 128 g]ev«n' St.. Montreal.

SHOWER PROOF
GARMENTS

FOR

Ladies and Men
We specialize in the manufacture of
Hig-h^Class Garments made from Eng-
lish Gabardines (wool and cotton).

Neat-fitting-, stylish, comfortable and
absolutely dependable.

Our Salesmen will shortly be showing
samples for Fall and immediate.

Special discount to the wholesale trade,

SCHWARTZMAN BROS.
1448 St. Lawrence Blvd Montreal

AGENCIES WANTED
For men's and women's ready-to-wear
clothing, hosiery, knit goods, etc.

Covering Wholesale and Retail trade in

Manitoba, Saskatchewan, Alljerta and
British Columbia. Box 198, Men's Wear
Review, 143 University Ave., Toronto.

Do You Read All the News

When You Buy a Paper?

If you just skim over it you miss important items about

your business. We read every column of the Canadian

newspapers as a business and select every item on

which we have an order. In this way we gather import-

ant news for our many customers and give to them a

service which cannot be duplicated in any other way.

We cover United States as well and any subject written upon by the newspapers

can be watched for important items. We supply advertisers with ads ; whole-

salers with new stores and local demand ; manufacturers take all local mention

of their goods as well as articles on markets, imports, new products, etc. We
can supply you with a prompt service which will keep you up to the minute at

a moderate rate. Drop us a line.

Canadian Press Clipping Service

143-153 UNIVERSITY AVE., TORONTO
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Snappy Styles
tor

Young Men
anc

Juveniles
Our attractive range will make a favorable and lasting impres-

sion with the young men who visit your store. They will get

the Quality idea and help to make them life-long customers.

The variety of practical styles, coupled with quality fabrics and

thorough workmanship compels the attention of merchants who
appreciate the value of building a- Qwa/i^y reputation.

We absolutely guarantee our Styles and Fit.

Make it a point to see our attractive range.
, .ir -: -

Suit Our Specialty York Clothing Co., 35 Church St., Toronto

Introducing to the Trade

"BARRIECLOTH"
The coat illiLstrated is made of BARRIECLOTH,
a new fabric of our own manufacture. , This cloth is

all wool, and is positively GUARANTEED to out-

wear any cloth on the market to-day. Its excep-

tional wearing cjualities, and attractiveness, will com-
mend it very strongly to your custjomers.

The linings used in this coat throughout, are also of

our own manufacture—in sterling quality.

BARRIECLOTH is made in Browns, Black, Heather
Blue mixture, Green mixture and Oxford Grey.
Travellers are now out with samples for Fall. Be
sure to see samples of this unusnal cloth. You will

be delighted with it.

We make Ulster Coats for Youths, as' well as for

men. ''
"<

THE

ROBE AND CLOTHING CO.
LIMITED

KITCHENER ONTATIO
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Western Canada—Centre
of Drug Smuggling

I
S Western Canada the centre of the illicit drug traffic of the continent? Does the underground
system, by which the body and soul-destroying narcotics are distributed to the addicts of
America begin on Canadian soil?

Official U.S. investigators say so, and, in discussing the drug traffic in the March 15th issue of

MACLEAN'S, Mrs. Murphy (Janey Canuck) acknowledges that there may be some truth in the
statement.

In this article, the second in a series that she is writing after thorough investigation, Mrs.
Murphy traces the ramifications of the underground system—how the drugs are smuggled in

and purveyed to the hopeless thousands, the whole sordid story of the filching of souls and the
degrading methods by which it is done.

Mrs. Murphy's articles are beginning to stir things up in Canada on the drug question. Ottawa
is showing an interest, the police of many cities are displaying unusual zeal, the newspapers are
awakening to the menace. Mrs. Murphy will continue her series until she has laid bare the
whole truth about this danger that is gripping Canada.

Eight Months Adrift in the Arctic
By STORKER STORKERSEN

The remarkable story of how a small party of Canadian explorers, headed
by the author, spent eight months adrift on ice floes in the Arctic Ocean
and came back safe and sound and with a wealth of scientific data. This
story has been written for and appears exclusively in MACLEAN'S.

All We Like Sheep
By NELLIE L . McCLUNG

A humorous article on a Canadian author's venture into the sheep business
and what befell her.

Commerce in the Clouds
By J. VERNON McKENZIE

An interesting article on the uses of aircraft for commercial purposes in

Canada.

Letting Herb Do It
By J. L. RUTLEDGE

A sketch of the remarkable business career of a young Canadian, Herbert
J. Daly.

Get Your

Copy

Early

Another Issue

will be on

the Newstands

April 1st

In addition many other articles, stories and serials by well-known authors.

^^ Review of Reviews '^ Section
Some of the reprinted articles found in this department are:

German Government Will Be Overthrown

Chantringr the Shape of England

Eleven Millions Are Starving

Whither is the Earth Travelling 7

Farming in an Inferno

A German Plan That Failed

One Hundred Million Women Have Vote

The Inside Story of the Bullitt Mission

Locating the Reasons for Unrest

The Land of Model Husbands

"Bully" Hayes, a Modern Pirate

You pay no added exchange when you buy Canada's National Magazine

Over 80,000 Canadian Families Read

V^ACLEANS
1 "CANADA'S NATIONAL MAGAZINE "

MARCH 1 5th ISSUE 1?r^:zi'J:,.'l 20c
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He's Satisfied!

The man knows what he wants when

he sees the "Hercules" htbel. He recog-

nizes the taste and careful selection of

patterns which is so apparent in our

Spring lines.

Hercules Shirts are good to look at and

good to wear. All of which makes

tliem a good line to sell.

You can get a Heix-ules Negligee, Out-

ing, or Work Shirt, in all the popular

materials.

Garment

Head Office: Montreal

Co., Limited

Factories: Montreal and Louiseville, P.Q.

Remember—there is no low grade
or cheap "CEETEE"—only the
very highest grade and best quali-

ty underclothing bears the famous
"CEETEE SHEEP" trademark.
If you are catering to the best

trade in your district you must sell "CEETEE"

—

For ordinary underwear you will find TURNBULL'S brand at least the

equal of any made in Canada.

CEETEE
THE PURE WOOL

UNDERCLOTHING
THAT WILL NOT SHRINK

MADE BY .

THE C. TURNBULL CO. OF GALT, ONTARIO
Also manufacturers of TURNBULL'S Ribbed Underwear for ladies and children, and TURNBULL'S "M" Bands for infants

t4JJkS4 = IJJAJ^g

PREMIER PANTS
Premier in name—Premier in style,

quality, fit and material. Easily

an all-round leading line.

Always a large stock on hand for

immediate delivery.

Wait to be shown our line by our
representative before placing your
order, or we would be pleased to

submit samples upon request.

The Premier Pants Mfg. Co.

435 St. Paul St. W. MONTREAL

CONDENSED ADVERTISEMENTS

Five cents per word per insertion. Ten cents extra for bo« nnmlier.

Y\/ANTED — TRAVELLER COVERING MOST OF MARl-OME

Provinces, having good connection with Tailors and Dry Goods

Stores, would appreciate lines with reliable house. Box 18!t, Men's

Wear Review. 143-153 University Ave., Toronto.

TTSTABLISHED ENGUSH AGENT, HEADQUARTERS LONDON,

visiting Canada, desirous of representing or distributing Canadian

manufactured goods in the British Isles. Box 191, Men's Wear Review,

143-153 University Ave., Toronto.



130 MEN'S WEAR REVIEW
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Caulfeild, Burns & Gibson, Ltd 34
Claman Waterproof Company 30
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F
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Lang Shirt Company 106
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M
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Mayiiew Hats, Limited 18
Mercury Mills 99
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Milne, )ViIliam .^ .;^-.-.

.' 27

N
National Cash Register Co. of Canada. ... 37
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Scully, William, & Co 39
Shaw Correspondence Schools 96
Stanfields, Limited Front cover
Stifel, J. L., & Sons 44
Style Clothes, Limited 4-5

T
Thornton & Douglas, Ltd 100
Tip Top Cap Company ." 31
Toronto Clothing Company 119
Tooke Bros., Limited Back cover
Turnbull Co., C, Limited 129

V
Van Allen Company, Limited 105
Vineburg, H., & Co 109
Vineburg Pants Company 122
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Williams, Greene & Rome Company, Ltd. . 1

Westwood, C. H.. Co., Limited 25
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TOOKE SOFT COLLARS SEASON 1920

Tfiei<_c. 's.~,r

G.W.V.
(GREAT WAR VETERANS)

BAND 1 POINTS 3
FINEST ENGLISH POPLIN

WITH TOOKE HOOK

EWING
BAND IX POINTS. 3

FANCY SILK POPLIN
WITH TOOKE HOOK

GRENV1LLE
BAND IK POINTS 2K

SPECIAL SILK JERSEY
CLOTH

WITH TOOKE HOOK

PLYMOUTH
BAND 214 POINTS 3H
FINE FIBRE SILK POPLIN

WITH TOOKE HOOK

STANFORD
BAND tyi POINTS 3X

SILK POPLIN
WITH TOOKE HOOK

CUMFY
BAND 1 K POINTS 3

SELF STRIPED CAMBRIC
WITH TOOKE HOOK

GUNNER
BAND IK POINTS 3M

FANCY SILK POPLIN
WITH TOOK HOOK

LINWOOD
BAND 1 H POINTS 3 J4

FANCY PIQUE
WITH TOOKE HOOK

DEMPSEY
BAND 1 K POINTS 3 X
SATIN STRIPED SILK POPLIN

WITH TOOKE HOOK

CARLAW
BAND IK POINTS 3K

SILK CREPE
WITH TOOKE HOOK

PELTON
BAND IK POINTS SK
SATIN STRIPED MADRAS
WITH TOOKE HOOK

SHERBROOKE
BAND I 'A POINTS 3 'A

FANCY MADRAS
WITH TOOKE HOOK
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RECISTERED vpp/fm

^ PERRIN
^ me Wew^c7z-9titch "^Prevents" "^ivjyini

THERE WILL BE A BIG SALE FOR THIS POPULAR GLOVE
BE SURE YOUR STOCK IS EQUAL TO THE DEMAND

P. K. COMPANY, LIMITED
Successors to PERRIN FRERES & CIE, Sommcr Bldg., Montreal

J
MEN'S WEAR REVIEW., April, 1920. Volume X. Published every month by the MaeLean Publishing Co.. Limited. 1-1.3-1.53 University Ave.,
Toronto. .Yearly sub.seription price. .$2.00. Entered as second-elass matter July 1st. 1912, at the Post Office at Buffalo, under the Act of
March 3rd, 1879. Entered as second-class matter at the Post Office D ept.. Ottawa.
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liJflNGJ ISENNIS
Shirt Co.,iimitcd. Kitchener Canada

v^«.«%,.^ciir

Collar LuttoneJdown

baci ana front retains

neatness ofappeaiance.

Specially made outing

shirt fetric in ^ood

quality\^teksketweave.

Not a coat snirt.
' L f ^ 1

mattei'liow strenuous

tne^ame.

TkeLuttoned cuff is

convenient ana avoids

loss ofvaluatk links.
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WASHABLE FLEXYDE

"FHE 1920 SPRING MODELS
'*- of Marathon Flexyde Belts

are increasing in popularity with those particu-

lar dressers who want something different and

more "classy."

They are but three-fourths of an inch in width

—

the Marathon Washable Flexyde makes this

narrow belt practical for lasting satisfaction^

and come in Black, Cordovan and White, with

Nickel-Silver, or Green Gold or Yellow Gold
Front "Giant-Grip" Buckles, suitable for mono-
gram or initials. At this time deliveries can bf?

made immediately, but we suggest your placing

orders at once.

Watch for the announcement of a

complete line of Ladies' Sport Belts—of Marathon Washable Flexyde—
in plain colors and ivhite, and inot-

tled effects. A n-eiv idea for men's
stores to attract women customers and
increase business and, profits.

i

JONES & ROBINSON, BROCKVILLE, ONT.
Exclusive Canadian Distributors of Marathon Flexyde Belts.

FULL LINE CARRIED IN STOCK AT ALL TIMES.

MARATHON FLEXYDE BELTS
are being advertised nationally in scores of the

biggest and best newspapers, continually, by the

biggest campaign ever conducted on belts.
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Never Before
in the liit^tory of good flothes has the.

'"College Brand" label meant «> much to

the buyer as jiow.

In the face (jf adverse conditions, the

service and exceptional values rendered by
this company, to all who have soldCollege
Brand Clothes, is suHicient guarantee th;it

College Brand Clothes is the merchan-
dise of the da,j' to be em'brace(| -by every
live, wide-awake and reliable cl'othiev.who

is looking not only for good profit, but to

establish a trade that will 'B|-tiy with him.

Without increasing the overlieaH cost (on
account of the larger vohune of business)

we are about to connnence an extensive

plan of advertising which will educate
men shoppers and create a bigger demand
foi' College Brand Clothes.

You, a^ a dealer in high-class men's
clothes, will profit greatly by this

Campaign of

National Advertising
which is now being prepared.

Our men will start out aibout April loth
with our Fall anrt Winter range.

S. B. Dexter Belted Model

Write us now for appointments and exclusive agencies

The College Brand Clothes Co., Ltd.
45 St. Alexander Street, Montreal

(Read Building)

«^iMMmmffSiif^imfrSiifmfiSiitmmimi
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COPPLEY, NOYES &, RANDALL,
LIMITED.

for iWcn

Clotfteg

THIS LABEL IS

A GUARANTEE OF SUPERIOR WORKMANSHIP

Copplcj), J^opes^ Sc aaanbaU, Htmiteb
?|amiltan, ©ntario

R^^
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C. N. & R.
CLOTHES

Our Pride in the Name
is

Your Assurance of Satisfaction

In our Fall and Winter lines you will find the five essen-

tials of service are worked out in every garment—the

perfect fit, the durable cloth, the correct tailoring and the

pleasing style—and the standard of value which the price

of the pocket assures.

Complete confidence in goods is yours if you stock

C. N. & R. lines.

PROPER
CLOTHES

The Kind the Real Boy Wears

Their individuality and style features makes a hit with

every boy and what is just as important they will please

the boys' parents because of their splendid wearing qual-

ities. You can assure your customers with confidence

that PROPER CLOTHES will stand the supreme test of

every-day, hard, rough usage.

nH

Copplep, i^opesf ^ l^antiall, i^imiteb

Jlamilton, Ontario

^J\
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ACC'STOMER'S opinion of your store and the

j>:oods you sell is not formed when he is mak-
ing his purchases. He forms his opinion

according to the satisfaction he feels as lie walks

along the street or sits 'beside the fireplace.

You will experience a sense of secui'ity in recom-

mending Penmans Ho'^iery to your trade, knowing
that, day in and day out. they are silently driving

home the message to their wearers tliat your .store

is a quality store.

Penmans
Limited

Puia

HOSIERY for MEN
"THE STANDARD of EXCELLENCE"

169

J0
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^!T^!?>

QUALITY CLOTHES
MODELS—SUITABLE FOR ALL OCCASIONS

A BRANDED LINE OF MEN'S CLOTHES
WITH AN ESTABLISHED REPUTATION FOR
QUALITY, STYLE AND VALUE.

EXCLUSIVE SELLING RIGHTS GRANTED
TO LIVE WIRE MERCHANTS AT POINTS
WHERE THERE IS NO REPRESENTATIVE.

IF INTERESTED WRITE
PROMOTION DEPARTMENT

Fashion Craft Mfrs., Limited
MONTREAL
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Just

Good

Judgment
actuates the man who chooses T, & D.
Clothes.

Since the organization of our
business, many years ago, we have
been making clothes for men who
show good judgment in dressing.

It is, therefore, just as good judg-
ment and good business on your part

to sell T. & D. suits to your patrons,

as it is on their part to wear them. In

T.&D.
Clothes for men
you get style, fit and finish at much lower
costs than the style, fit and finish would
lead you to believe, therefore the T. & D.
line is a very profitable line to carry.

Our salesmen are out on their terri-

tories with complete lines of Fall and
Winter suits. We sell exclusively to one
high-class clothier in each district.

We will be very glad to hear from
you—write us.

Thornton & Douglas,
Limited

Hamilton -:- Canada
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STANDARDIZATION
Talk won't prove quality—when you stop and contrast the disappoint-

ment of cheap goods with the satisfaction of known and proven good
merchandise. You w^ill have to admit that— the difference is worth
while.

CROWN PANTS have set the standard for honest value and satisfac-

tion giving qualities for many years. Their reputation has been built

as a result of specialization.

Our travellers are now on their respective routes with a full line of

Tweeds and Worsteds. We are specializing on pants to match
suits in designs that are most popular. It will pay you to wait

until you see our range.

CROWN PANTS COMPANY
322 Notre Dame Street, West

MONTREAL

Special Values

Direct from Mill to the Trade"

" Through Commission Merchants.
"

For Ladies' Wear
Botany iVool Serges, Gabardines, etc., etc.

For Men's Wear
Indigo and Black Serges and Vicunas

Grey and Fancy Worsteds
Also

Pure
Wool

iSCOnisHWWLLEWJ

a"

Scotch
Tweeds

" Manufactured in Scotland of pure, new wool, free from
cotton or other vegetable fibre, shoddy, mungo, thread
waste or any other remanufactured wool.'*

On account of

THE HEATHER MILLS COMPANY, Selkirk (Scotland)
" From*whom me have Sole Canadian Selling Agency"^

Stocks of all the above on hand.
Ready for immediate shipment.

C. E. ROBINSON & CO.
Mappin & Webb Building

Importers 10 Victoria Street Commission

MONTREAL Mtrchants

Figure

It Out for

Yourself

Much can be said in favor of the ma-
terial and workmanship of

Lion Brand Bloomers

but to fully appreciate the real value

from a standpoint of profit you should

investigate our new Spring lines.

The Jackson Mfg-. Co., Ltd.
CLINTON, ONTARIO

Factories : Clinton Goderich Exeter Hensal'
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£ CLOTHING CO.
, . LIMITED ^^
-Kitchener. Ont-

Evei-y man investigating it will buy it by preference.
This cloth is a new fabric of our own manufacture,
and is positively GUARANTEED to outwear any cloth
on the market to-day.

BARRIECLOTH is made in Br>>wn, Black, {leather.
Blue Mixture, Green Mixture and Oxford Grey.

In your own interest—your request to see our lines
should not be delayed. We make Ulster Coats for
Youths as well as for men. also Mackinaw coats of
fine quality.

THE

Robe and Clothing Co.
LIMITED

KITCHENER - - ONTARIO

Arrow Neckwear

Specials

Bat Wing Ties

They will be ready sellers this

Spring and Summer. We have
an unusually good line of silks

especially suitable for this

popular tie at moderate prices.

Wash Ties

For immediate delivery, in the
newest shapes and colorings a
limited quantity at $4.25 a doz.
Order at once.

Extra Special at

$6.00 a Doz.

Shepherd Checks. We have 3
ranges of assorted 6 color bor-
der end Shepherd Check Ties.

These silks were purchased
before the war and are easily

worth twice the money.

We are now settled in our new
factory at

1184-118 8 Queen St. West

TORONTO
With increased space and fa-

cilities we hope to serve your
interests better than ever

THE ARROW NECKWEAR
COMPANY, LIMITED
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Manufacturers and Merchants

119 WOOD STREET, LONDON, E.G. 2, ENGLAND

"OBERON" PYJAMAS
for the Canadian Trade

Goods bearing the
"OBERON" mark are

"»•" trusted the world over.

To stock
"OBERON"

and
goods

show
is a

R.g-d Trade Mark sure Way of attracting new
business—and keeping it.

"OBERON" PYJAMAS represent per-

fection in materials, style, make and
finish. They are also unequalled for

value.

We have a complete range in Ceylons,
Cottons, Flannel and the well-known
Lista Cloth—all designed to meet the

special requirements of your trade.

Make a point of seeing the Fall, 1920
range now in the hands of our represen-
tatives.

The illustration is made in

the famous Lista fabric.
Note that the neckband is

in correct Canadian style.
The cloth "Lista" looks
and feels like silk, yet has
all the durability of cot-
ton. Made in an attrac-
tive assortment of pat-
terns and colourings — all

guaranteed absolutely fast
to washing.

Samples at

These Addresses

Eastern Provinces
Marshall & Harding

Carlaw BIdg , Wellington St West
Toronto

Western Provinces
Mr. G E Ledder

Grace Court, Cornox Street
Vancouver, B C.

George Brettle & Co., Ltd., 1 19 Wood Street, London, E.G. 2
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^^^Ot MARK ftg^.^

0̂^
'CHm THE HA»*^

Attention, Clo
Our travellers will leave

respective

This is done so as not to inter

our Spring Orders by

We, therefore, ask customers

orders until after

NEW ERA CLOTHES possess the maxi-

mum of quality and style at the

minimum of price. That is the

reason why dealers who handle

our goods have progressed from
success to success.

OUR RANGE for Fall, 1920, is broad
enough to comprise every require-

ment in satisfaction-giving cloth-

ing for Boys, Youths, Young Men
and their more conservative elders.

IN PRICE, we begin where we can supply

legitimate merchandise, and we
end where extravagant refine-

ments encroach on production.

jREEDMA
Sommer Building
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thing Buyers
)n April 15th for their

erritories

ere with the making up of

j^etting up Fall Samples

o kindly defer placing their

leeing our Fall line

^^^^ MAUK |»e^^

CcoTH\^^^ xS
'V

%/7y,̂ £Hm THE HAVit
X^f^'^

Z^̂
^

^

OUR CLOTHS are gathered from the

staple products of Canadian
mills, with a sprinkling of the

novelties produced by our

neighbors across the line.

OUR MODELS are up-to-date in every

respect, being the result of

vigilant study of present-day

needs and fashions.

New Era Clothes have a distinctiveness

of their own, but

—

/

i<ffi^^0f^~i

" 'Tis the Quality behind the Name that

Counts."

N COMPAiM
Montreal

(i«v:i'A5«*"
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Canadian Brand Caps for

M^m^ Particular Men and Boys

Canadian Brand Caps are perfect in every detail, being the

acme of refinement in tailoring and material and the price is

no more than asked for caps of inferior quality.

Canadian Brand Caps for every season ai reasonable prices:

Our range for Fall, 1920, is novi' complete and vi^ith our

increased capacity we are in a position to serve you even better

than we did in the past. Put us to the test.

A post card will bring our samples or salesman.

Canadian Cap Co.
Richmond St. W. - - Toronto

'

'--'^^ms^^' —-

pi
f^^^h.l-"^

__——i^t _!_:
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SPECULATION
It comes out of your pocket when you guess wrong. There
is no guessing about the durability, satisfaction and style of

DUKTEX COATS
The large scale of production has enabled us to hold our
prices down to a 25 ^/ increase over a period of 3 years, while

other similar garments have advanced 100' y . It seems in-

credible, but it is nevertheless

A POSITIVE FACT
Our 16 salesmen are now out with a complete range of

DUKTEX Coats. Individuality of style and exclusiveness

of designs are the principal features of our range.

It will be to your interest to keep your eye open for our
salesmen.

DUKTEX COAT COMPANY
Makers of Specialty Coats

322 NOTRE DAME STREET WEST MONTREAL



MEN'S WEAR REVIEW 15

ART CLOTHES
COOK BROS E>-7^

TRADE MARK

^ULCN LIAMTCR

o . c

mm
t;«o

In the making of

ART CLOTHES
we have a precious thing to guard—the

fact tliat every man wearing our clothes

is inseparably associated with us. Con-

sequently we safeguard our own business

in giving 100% satisfaction tx) the wearer.

Among the most gratifying results of

this {)olicy is the support it has won for

us among leading apparel merchants.

There are a few sets of samples to be

placed in good hands where we are not

alread}' rej^resented.

"WE SOLICIT INQUIRIES"

Better Write or Wire To-day

0^i>

Cook: Bros. ^ AllejJ
Wholesale Taiijors

TORONTO

#
h—
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A Word to The Wise
- MR. HA TTER

You recall rhe trouble you had during the past year in

getting what you wanted when you wanted it most.

Owing to conditions over which manufacturers had no
control, notably the securing of raw materials, it was
impossible to make deliveries promptly.

As these conditions show no sign of improvement, we
suggest that you let this announcement serve as a timely

reminder.

Order early and cover

your requirements fully

TheWolthausen Hat Corporation
Limited

Makers of the nationally advertised

BROCK HAT
Head Office and Factory : BROCKVILLE, Ont.

Sales Rooms

:

MONTREAL TORONTO
Mappin & Webb Bldg. Cosgrave Bldg.
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"Clothes of Distinction"

m:

Salter Blue &Company ^k^^sm
Sherbrooke. ,Que .

COAT1COOK,QUB. MONTREAL^QUE. WINNIPEG, Man.
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>"! r

Wide range to choose from—
Easy to match the fabric of your
coats and vests that promise
months of wear.

Eveiymaus Trousers are made of
high grade materials. Thej' hang
well, fib well at hips, are of good a])-

pearance and hold their shape. They
ai-e accurately tailored in every detail
Look for the label.
Insist on it Ijeiiig

on the insideof
the waistband.

^VZ?t^^TTr^^o'7rT^vT^'"5^T^

To Our Customers
The prices of raw materials are still in-

creasiiifi;. Place your orders now. By so

d'oinji you will protect yourself against

higher prices and ensure early delivery.

DAVIS BROS.
HAMILTON, CANADA

^m

pm

i to 18 12 to 19

Need

No

Laundering

Which means a saving of 3 cents a day.

Linen-like in appearance and will out-

wear 6 so-called linen collars. Every
collar is guaranteed to make good or we
will through the dealer.

Here are a few of the important features

in K^'^'^KR A Cf^ Collars—One price only,

a flexible tab, a long back slit, rein-

forced back buttonhole and superior

linen finish.

One Grade Only and That the Best.

12 to 18 1-2 12 to 18 1-2

The

Parsons & Parsons Canadian

Company
HAMILTON - CANADA

ESTABLISHED IN U.S.A. 1879

ESTABLISHED IN CANADA IN 1907
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TheMark of an Honest Product

Standardized in Quality

Reliable at any and all times

Wear-resisting, comfort-guing oxeralls with ripless

seams, for the man who works hard—the man who
insists upon getting dollar for dollar value in ever\'-

thing he buys.

(Tenerous rooniiner^s without restriding the free nioveinent of the lx)dv during the strenu-

ous work of hfting. ete.. "solidly .<ewn Inittons and Imckles, are just two of tlie qualities

wliieli have made Star Brand r)veralls the firm favorite of the workingman. •

The J. B. Goodhue Co., Ltd.
ROCK ISLAND, QUE. ^ ; V ..

Montreah 211 Drurr.mond Bldg. Ottawa: 76 O'Comjor St.

/^

The Kay Cutting Company
Manufacturers of

NARROW FABRICS

WAIST BAND CANVAS
and

Bias or Straight Cut Binding of every

description

SKIRT BELTINGS
Carried in Soft and Hard Fini-h in widths

lV4"up.

CUTTING
Have the mills ship your goodis to us. We
will cut them Straight or Bias, folded or

plain edge, and forward them on to you.

(roods cut or manufactured by us add a

(.'istinctive finish. to a. garment.

THE KAY CUTTING COMPANY
734-36-38 St. Paul St. W., Montreal
Stocks carried at TORONTO and WINNIPEG

CHARACTER

SMARTNESS

INDIVIDUAUTY

In our Caps we produce texture that has char-
acter, and through our designing department
we are able to get detailed smartness. Cor-
rect tailoring gives the individuality which id

an outstanding feature of the Ontario Range.

Included are several lines of fine English
Tweeds of unusual design and coloring. ' If you
have not had a visit from our irepresentative,,
drop' lis "a card. " '*-..

ONTARIO CAR CO.
34 St. Patrick St. T^ORONTO
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WATERPROOF
BEST BRITISH MAKE

Dressy - Looking

Waterproofs

and

Gabardines

Large Stock on hand for immediate delivery.

Our representatives are now out with a full range of

samples for immediate and Fall delivery. Mailorders

receive special attention.

S. RUBIN and COMPANY
Mfrs. of the

"Fit-Well" Waterproofs

437 ST. PAUL ST. W., MONTREAL

^^After May 1st our address will be

New Sommer Building, Mayor Street
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Get the

Habit of Selling

Our
Guaranteed

Thistle Brand
Raincoats Thistle Brand

Get th*"

Habit of Selling

Our
Guaranteed

Thistle Brand
Raincoats

Top Coats

Thistle Brand

Guaranteed

Overcoats

are sold

in all the

best stores

from

Coast to Coast

Top Coats

i5i®w wnftBa

THE SCOTTISH RUBBER CO., LIMITED
316 Notre Dame Street W. MONTREAL

'^^ J^ m^

To be a Guarantee of Perfect Protection

from Sudden Summer!Showers

Address is:

Sommer

Building

after May 1st.

is the idea behind each

Davis "Storm Resista"

Waterproof Garment—A thoroughly dependable rain-

coat which any dealer can offer his customers with
pride.

Stylishly-made and attractive-looking new models,
together with a complete range of samples, are now
being shown by our travellers for immediate and Fall

delivery.

H. E. DAVIS & CO.
Manufacturers

117-19-21 St. Henry St., MONTREAL
Address after May 1st, Sommer Bldg., Mayor St., Montreal

Ji^̂=^ ^3W
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Style and Utility

Exemplar Showerproof Coats

This combination of desirable qualities is keenly appre-

ciated by the man who is looking for a weatherproof coat,

and the time comes, sooner or later, when he realizes he

must have one.

It's a surprising thing, the number of men who actually

have never bought a raincoat simply because they need

that little extra push. Well, the "Exemplar" gives your

prospective buyer that push, the moment he sees it.

"Exemplar" showerproofs are tailored from the highest

grade gabardines. They are waterproof, fasliionable, long-

wearing, and arc

ENGLISH MADE THROUGHOUT
We have been appointed <ole agents for Canada, and
tliercf'ore can till orders promptly.

Samples and prices on request

Claman Waterproof Limited
243 BLEURY ST. - MONTREAL, QUE.

Genuine
Leather

Reversible
Coat

The All-Weather Coat

Double Service

Double Wear
Double Value

This illustration shows one of our new models, a Genuine Cape Leather
Reversible Coat.

As a 'business-getter this coat is without an equal, being positively the
best bargain you can offer your customer. The coat appeals to him
first, as a stylish, fine-looking coat ; next as a thoroughly useful coat

;

and again as a real bargain. After that it don't take long to con-
vince him that he should have one. The fact of offering him what is

practically two coats for the price of one. is a splendid selling point

to introduce into your sales argument.

We can supply the "VICTORY BRAND" coats with either a gabardine,
or a woollen lining, as desired—and AT LESS COST TO YOU than
imported coats, in view of the tariff conditions, foreign exchange, etc.

Send for samples and price list.

We carry a complete stock of waterproof clothing.

Temporary address

229 Notre Dame Street W., Montreal
Made in Canada
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More

popular

than

ever

On account of the increasingly high prices asked for both Straw and Felt Hats, there
will be a large demand for the lightweight Tweed and Silk Mixture Cloth Hat. We
are well equipped to serve you and our range is well assorted in the best sellers.

Palter Hats are well made and will retain their shape in all kinds of weather. Better
see these at once to ensure delivery.

Men's and Boys' Caps. Notwithstanding the soaring prices in all departments of manu-
facture, we have been fortunate in securing a range that we feel sure will meet with
your approval.

The House of Service.

PALTER BROS.
TORONTO

FOR MEN And young men

Embody the little niceties that mean so much to the selling

and pleasing qualities of a suit.

Planned by expert designers, created by experienced tailors, from fabrics

exclusive and appealing, they are really ahead of the times, and instant in

popularity.

Remember, we have conservative styles as well.

Our salesmen are now showing this interesting range. An inspection will be

worth while to any merchant who is catering to the young men's trade.

314 Notre Dame St. W. MONTREAL
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In

or m
i. WATERPROOF. \

Sunshine

Rain

VO SW&Co v^/

^^Uxxxxx^^^"

The knowing buyer will appre-

ciate the clever styling, coupled

with absolute dependability in

"True Fit" raincoats and motor
top coat^.

In addition to their excellent ap-

pearance they are thoroughly re-

liable in every kind of weather.

We are the sole agents in Can-
ada for the

Aquatite
Brand Gentlemen's Yarnproof
Coats.

These typically English top coats

are made in wool gabardine, full

and roomy, with or without belt.

Every detail is correct from slash

pockets to convertible collar.

Our travellers are now on their

respective routes with a full range
of these coats for Fall and Spring
sorting.

amuel Wener
SOMMER BLDG.,
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Big "Husky" Overcoats

for Fall and Winter

Great, big, warm, cumfy

ulsters including our special

"Berkley coat," made from

the best English overcoat-

ings. All the fancy tweeds

and popular weaves and colorings are re-

presented in our new range. Half silk

lined with windproof interlining, piped

seams, etc.

These are splendidly made overcoats ex-

celling in style and workmanship, but par-

ticularly in the w-onderful values offered.

Our travellers are now out with this com-

plete line of attractively-styled, quick-

selling overcoats.

and Company
Limited

M o;n t r e a l
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The

IS

Always
Cheapest

Clothing
which stands up under the test

In these days when the cash outlay for a suit of

clothes involves more thought and consideration

than in previous years, the ordinary man is more

than ever obliged to look for a suit of clothes

which will yield the maximum wear for every

dollar he spends.

This LIVE quality—this strong, robust constitu-

tion is built into the very vitals of

Progress Brand
Garments

The pure linen (green edge) canvas, the linen

stay, the natural haircloth, and the hundred and

one little things that enter into the construction

of a garment are all thought out—all plans to

give the garment the vitality necessary to a

respectably long existence.

The best is always cheapest.

H. Vineberg & Co.,
LIMITED

1202 St. Lawrence Boulevard, Montreal
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MILNE'S
NECKWEAR NEWS

BIG VALUES APRIL, 1920 rjght prices

The Milne men will be on the road after

Easter and are showing an unusually at-

tractive range of Allover Patterns and

Swiss Print Failles. Your customers will

find all that could be desired in this var-

ed assortment.

Immediate ordering will

help deliveries

WILLIAM MILNE
The Newest in Neckwear

50 York Street Toronto
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It has taken 35 years
of hard work to develop

the organization making
National Cash Registers

STARTING with two employees in one little room, The
National Cash Register Company now has a making

organization of over 7,000 people working in 21 big

buildings.

It has taken 35 years to develop this tremendous organiza-
tion.

Many obstacles had to be overcome in those years. Money,
time and energy were thrown into the enterprise by
large-visioned men who believed that cash registers were
a necessity in stores of all kinds.

Slowly but surely the business grew. Building after
building sprung up to house the expanding organization.

The National Cash Register factory of to-day is the result.

It is built on a foundation of faith in the cash register as a

business necessity. It is dedicated to the making of a
labor-saving machine that helps merchants, clerks and
customers.

The National Cash Register Company of Canada, Limited
Factory : Toronto, Ontario

BRANCH OFFICES:

Calgary 714 Second Street W.
Edmonton 5 McLeod Bldg.

Halifax 63 Granville St.

Hamilton 14 Main Street E.

London 350 Dundas Street

Montreal 122 St. Catherine Street W.
Ottawa 305 Bank Street

Quebec 133 St. Paul Street

Uegina 1820 Cornwall Street

Saskatoon 265 Third Avenue, S.

St. John 50 St. Germain Street

Toronto 40 Adelaide Street

Vancouver 524 Pender Street W.
Winnipeg 213 McDermot Avenue
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CHARACTER & I N DlV I D UA UITY

For Fall

Our young men's ex-

clusive models will be

even better than ever.

Some really new fea-

tures that will appeal to

the young man—and a

splendid range of the

better grade imported

woollens.

Ready April fifteenth.

"Style Clothes"
Limited

Successors to

The Wearbest Clothing
Manufacturing Co.

149 Notre Dame West

MONTREAL

••MMM^lte

Mk>«»«MM>V»aMWM«M«l«B *»«#*»«*«
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Up To Date Style
and

Excellent Workmanship

will be found in our many new smart
designs. They are made of Blue
Serges, Plain and Worsteds that are
wonderful value in these days of
high prices, and will become leaders
wherever shown.

Our travellers are now on the road.
If they do not call, post card us.

We aim to please.

Toronto Clothing Mfg. Co.
200-206 Adelaide St. W. Toronto

Better Fabrics
mean

Better Sales
The careful selection of materials,
together with the style, workman-
ship and general appearance of
our Boys' Clothing have placed
them in a foremost position. That
is the combination that Mothers
and Boys like, namely

—

Wearing Qualities

and
Style

Our Boys' Clothing has both. Our
line is winning golden opinions and
making many new friends. Have
you seen them? If not, get in

touch with us.

JAMES & CO., Limited
Manufacturers of Boys' and Youths' Clothing

200-206 Adelaide St. W., Toronto
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Summer Sports Wear

For Men
Fine, cool, athletic underwear, fancy colored and striped

;

hosiery; outing shirts; and striped, gaily colored ties,

that embody the very spirit of Summer airiness.

What a ManWants Most
in the warmer months is comfort and if you can show him how
good looks can be combined with that comfort, then you have

a pleased, thoroughly satisfied customer—the

best kind of an asset to vour business.

Overalls
For the Gardener

Are you prepared to meet the requirements of the enthusi-

astic amateur gardener.^ We can supply thoroughly reliable

brands of overalls, gloves, etc., which will retail at a good

profit.

Let us show you

ALPHONSE RACINE, LIMITED
"The Staple Dry Goods House of Canada"

60-98 ST. PAUL ST. WEST, MONTREAL
FACTORIES ;

Beaubien St., Montreal ; St. Denis, Que.; St. Hyacinthe, Que.

SAMPLE ROOMS :

HAILEYBURY SYDNEY. N.S., OTTAWA QUEBEC TORONTO
Matabanick Hotel 269 Charlotte Street 111 Sparks Street Merger Building 123 Bay Street

SHERBROOKE SUDBURY RIVIERE DU LOUP
4 London Street Nichol Range Hotel Hotel Antil

THREE RIVERS CHARLOTTETOWN, P.E.I.

llllllllll
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Clothes
for exacting men

APRIL. 1920 BIG BUSINESS

Getting Customers

is important, and in order to

grow, every maniifacturer or

retailer must constantly add
NEW customers. But more
important than that is to

HOLD the customers you
already have.

BROADWAY CLOTHES
will faithfully hold your cus-

tomers and guarantee their

thorough satisfaction.

A card will bring one of our
travellers to you with a full

line of samples. He will con-

vince you.

Randall & Johnston
Limited

TORONTO
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Clothes

of Distinction

Handsome exclusive models

with vim in every line— the

very kind for the well-

dressed, particular men who
do things : Men who know
the value of a spruce up-to-

the-minute appearance.

The fabrics are chosen with

an eye to quality, looks and

wear, so that the Peck repu-

tation for giving unparallel-

ed \'alue shall be upheld.

It is unnecessary to add that

the usual high standard of

tailormg prevails through-

out the entire Peck line.

For tlir convenience of our }yeiitern cufitomers, utocktf

of all lines are carried in our Winnipeg mareJionse.

John W. Peck & Co., Limited
Manufacturers of Men's and Boys' Clothing, Shirts, Caps, etc.

MONTREAL, WINNIPEG, VANCOUVER
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BOYS' CLOTHES

Tailored for real boys who forget to

be careful of their clothes.

Peck's juvenile clothes are sturdily

tailored to stand the strain of running,

jumping, climbing, and all the usual

wear and tear a "regular" boy gives

them—tailored with the care and atten-

tion that has made their reputation for

sterling worth.

A complete stock of assorting lines is

carried at our Winnipeg warehouse
for the benefit of our Western patrons.

Be sure you see our samples

John W. Peck & Co., Limited
Manufacturers of Men's and Boys' Clothing, Shirts, Caps, etc.

MONTREAL, WINNIPEG, VANCOUVER
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Leishman Clothing

from the designer's first-

idea to the finit^her's

last touch, is built on
quality, and in the re-

tail world their obvious

quality demands that

good stores sell them tx)

men who appreciate fine

clothea.

J(D£lmma/n

Makers of

THE BEST
TAILORED
GARMENTS

FOR
MEN

68 Temperance St., Toronto

Superior Workmanship

and careful designing

given to the smallest de-

tail, enables us to guar-

antee not only correct

tailoring and correct

styles, but clothes that

will retain their shape

throughout the long life

of a "Leishman Pro-

duct."
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"Mr. Mallaby-Deeley's Stunt;"

Clothes at $12 Per Suit
British Millionaire M.P. Goes Into Business With "the Avowed Object of Fighting Clothing

Profiteers"
—"Cheap Clothes at Cheap Prices"—20,000 Suits for Canada—"Glar-

ingly, Blatantly, Factory-made Goods."

TiERE has been a good deal of pub-
licity recently in connection with

a certain British M. P., Mallaby-
Deeley, who has started out to prove
that most clothing men are profiteers

by placing on the market suits of

clothes that would sell to the consumer
for about $12. He has been heralded
by the usually uninformed press with
regard to such matters in the usual

flamboyant style as the "millionaire

member of parliament," who had en-

tered into this business (much against
his will, of course) "with the avowed
object of fighting clothing profiteers".

Not only has this saviour of the public

assumed the offensive in the Homeland,
but he is carrying the war into Africa;

J. MacCormack in a special dispatch to

The Mail & Empire, Toronto, states that

twenty thousand of these suits are on
the way to Canada, and will be sold to

the public at about twelve dollars. The
dispatch states that the shipment of

these suits is being made under the
auspices of the Canadian Export Pio-

neers of Toronto bv J. Murray & Co.
MEN'S WEAR REVIEW has made ex-

tensive inquiries regarding the Canadian
Export Pioneers of Toronto and J. Mur-
ray & Co., but even Dun's have been
unable to throw any light upon their
identity or whereabouts. Reports from
London, England, state that there has
been a great sale of these suits, and
that a ban has had to be placed on ac-

cepting further orders. Little effort has
been made to give a description of the
suits, and what effort has been made is

quite contradictory. The Mail & Em-
pire heading to the article by Mr. Mac-
Cormac, states that they are the "Stan-
dard Suit" type, whereas Mr. Mac-
Cormac himself states that they are

not. The suits are supposed to com-
prise government tweeds, serges and
worsteds.

Right side
of col lap
lower than
left

Snoulders not
artistically

made

Coat
too
loose

Trousers
too
long

What "The Outfitter" Says

One of our esteemed English contem.-

poraries, "The Outfitter," under the cap-

tion, "Mr. Mallaby-Deeley's Stunt—Sim-

ply Cheap Clothes at Cheap Prices,"'

has the following to say with regard

to the matter:

"The clothing trade is interested, but

not dismayed, when the Mallaby-Deeley

Clothes Shop is mentioned. This we^l-

known M. P. has embarked upon an am-
bitious scheme with a great volume of

vituperance against the profiteering-

tailor, a big array of double-column ad-

vertisements, and paeans of editorial

praise in the popular press.

"As a consequence, the long-suffering

British public, continuously fed upon
harrowing stories of the rapacity of

tailors and others, besieged the doors of

112, Strand, Friday morning last week.

A representative of The Outfitter did

not join the eager throng clamoring for

admission to the new sartorial em-
porium.
"A glance through one of the windows

at suits displayed on models was suffi-

cient indication that the mandarins of

Saville Row need have no fear. We
would advise any reader who feels tim-

orous concerning this new competition

to take a walk along the Strand and

feast his eyes on the models at 112. He
will go back and order in some more
stock.

"To us it is not surprising that the

suits offered by Mr. Mallaby-Deeley do

not bear the impress of the tailor who
charges 12 or 15 guineas for a suit. On
the other hand they are glaringly, blat-

antly factory-made goods.

"Finished to Measure"
"Mr. Mallaby-Deeley, in his advertise-

( Continued on page 61)
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Business Men Keep Assets Liquid as Possible/'

So Advises General Manager of Imperial Bank
The Time is Coming When Ready Cash Will Be Needed—Cannot Be Had if Profits All

Go Into Permanent Fixtures or Real Estate—Long-Winded Accounts Should
Be Avoided and Collections Prosecuted With Vigor—The

Inevitable Break Must Come

"rrn HE time is coming wihen cus-
tomers will want all the loose

money they can lay their hands
on. Whether that will be in six months
or two years, I don't know; that would
be a fortune to the man who could say,"
said William Moffat, general mamagier of
the Imperial Bank of Canada, to MEN'S
WEAR REVIEW. "Business men
should keep their assets as liquid as
possible. If their profits are all gioing

in to buildings and equipments, when the
inevitable break comes they will find it

difficult to finance their affairs Every
business man should try to keep inde-
pendent of the banks."

The Inevitable Break

It was while discussing the safe policy
for business men to pursue with regard
to the future that this statement was
made. Financial men believe that what
goes uip must come downi, even when it

refers to prices and prosperous times.
In the meantime, what has the hardware
merchant done, what is he doing with the
profits he is making out of big business?
There is a widespread feeling that "The
Inevitable Break" will come, the prover-
bial rainy day, in other words. How are
business men prepared to meet that day?

Should Discard Unnecessary Buying

HARDWARE AND METAL also dis-

cussed this matter vdth W. H. Lamont,
financial manager of the H. S. Rowland
Sons & Co., Ltd., of Toronto. He and
Mr. Moffat were in entire agreement
with regard to the necessity of keeping
all as.sets as liquid as possible. Collec-

tions should be closely watched and, as
Mr. Lamont put it, "collections should be
prosecuted with the utTnost vigor." Busi-
ness men would do well to discard un-
necessary buying of permanent fixtures,

so that if the slump does come—perhaps
not this year but when it does—they
would have the money to tide them over
it. Preparation for such: a time cannot
be completed in a day or a month; it

takes time. Suppose, for instance, a
man is doing a nice business, getting
good profits by frequent turnovers, and
he figures on buying a new house or an
automobile. That is a fixed asset, one
which he could not quickly liquidate in
time of a financial crisis. Business men
should seriously ask themselves the ques-
tion w^hether it is the wise thing for them
to do to buy that house or that automo-
bile.

Don't Carry Long Winded-Accounts
It is also well to avoid the carrying of

long-winded accounts. With conditions

such as they are it is necessary, perhaps,
to buy further aihead than in ordinary
tilmes. Mr. Moffat Ipoiinted out that
banks were beginning to tighten up on
credit. He stated that the assistant

cashier of one of the National Banks of
Boston had called on him within the last

ten days and had said that barnks in the
United States were, in the case of a firm

asking for $100,000 credit, trying to get
them to accept $75,000. The same thing
is happening in Canada. In a nunnber
of the small towns, credits are being
curtailed; and it may not be long before

merchants will be asked to pay off some
of their credit. If all his profits are sunk
in assets that cannot be liquidated, how
can this be done? If the financial insti-

tutions of this country and in the United
States are beginning to curtail credit,

and if the larger firms are pressimg for

collections more vigorously than usual, is

it not time that the retail man should

do the same thing?

Get After Collections

Human nature soon bends itself tc

conditions. In prosperous times, cnedits

will be given more freely and there is

less concern about watching them. Everj'

merchant, if he looks back over the past

twio or three years, knows that he has
been less concerned about getting m his

money than during the days following

1907. for instance. Money has been
plentiful, times have been prosperous,

and there seemed no shadows ahead. But
prices have soared higher and bigher
from week to week and from month to

month, and the feeling is gaining ground
that the peak has almost been reached

and that there must be a turn in the

road. Business men are the backbone
of this country and they should be the

first to fortify themselves against "the

inevitable break." Many of the big fin-

ancial firms in this country are sinking

their profits in Victory Bonds. Why
should the merchant not do the same
thing? They can be liquidated readily.

An Ounce of Prevention

An ounce of prevention is wwrth a
pound of cure. Whether the inevitable

break comes in six months or two years,

merchants must go on doing their busi-

ness ust the same, handling stocks that
are adequate. At the same time, it

would seem to be wise to figure on quick
turnovers rather than booking too heav-
ily for the future. Collections should be
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prosecuted with vigor and long-winded
accounts should be strictly avoided. And
profits, instead of being sunk in perman-
ent fixtures or other assets that cannot
be liquidated should be kept in such
stocks as are capable of quick liquidation.

Acts as Advisor

to Lady Buyers
A haberdasher in one of the smaller

cities of Canada, told a representative

of MEN'S WEAR REVIEW recently, of

a scheme he worked with very marked

success during the last few years. This

man figured out that the women buyers

bought a considerable amount of the

staple articles which their men-folk

wear. He figured this out by watching

the women coming into his store and dis-

covering the articles which they bought.

This he did not do off-hand, but made

a careful study and found, particularly

at birthdays and Christmas, that women

buyers largely depended upon the advice

of the clerks in the store.

Meets All Women Buyers

The retailer made it a point then to

meet all the women buyers coming into

his store, learning their needs and so

becoming acquainted with them. Gra-

dually, he made them confident in his

advice, and it was not long afterwards

that these women came in and asked

for the proprietor personally. By this

method, new business was rapidly de-

veloped. This system worked out well

particularly with regard to Christmas

shopping, when women depend largely

on the advice of the salesman in the

selection of presents for the men-folk

of the house. This proprietor through

the personal interest he had taken in

his lady customers was able to be of

particular service to them at this season

of the year. He makes a strong point

in the conduct of his business of get-

ting acquainted with women customers,

finding out their likes and dislikes, and

acting as an adviser to them when they

come to purchase something for the

man of the house.



Do Business on 15 Per Cent. Gross Profit;

Up to Public to Give Support
Two Young Business Men in Toronto Adopt Novel Plan for Getting Business—Working-

man's Salary is, They Say, Fair Remuneration for Their Labor—Cloth and Making
at Cost—Will Give It a Fair Trial.

THERE are iwo young business
men at 354 Yonge street, Toronto,
who believe that a successful tail-

oring business can be done at a 15 per
cent, gross profit. At least, they are

going to give it a trial and they say
that if the public don't support them,
the public do not want clothes at a

cheaper price than others are selling

them. These young men—G. Spencer
and C. Graham—have been in business
only a few months, that is, in business
for themselves. In an announcement in

a Toronto evening paper authorized by
them they enunciated a new policy which
they were going to try out. In this an-
nouncement they stated that they were
formerly clerks in clothing stores and
had come to the conclusion that they
could sell clothing at a 50 per cent, less

profit than it was being sold by any
other clothier in the city of Toronto.

Ask Only 15 Per Cent. Gross Profit

Their plan was this: A person want-
ing a suit of clothes came into their store

and selected their cloth, which ranged
in price from $2.00 to $10.00 per yard.
They bought the cloth at wholesale price,

that is, the proprietors made absolutely
nothing on the sale of the cloth. Nor
was the customer to pay anything in the
way of profit for the making of the suit

of clothes. This item was charged to

the purchaser of the suit just as it came
to the proprietors. The profit was
charged on the two items, the cost of the
cloth and the making of the suit, and it

was to be only a modest profit of 15 per
cent, gross. The announcement went on
further to state that the Retail Clothiers'

Association would certainly want to buy
them out in the near future, because they
would do all the bu.^mess of the city at

these prices. Special consideration was
to be given to returned soldiers, because
one of the proprietors was a returned
man; therefore, returned men would get
their suits at a 10 per cent, gross profit,

instead of 15 per cent., as others would
have to pay.

Up to the Public

In discussing the plan further with
MEN'S WEAR REVIEW, Mr. Spencer
admitted that the proposition was an
experiment and that to the ordinary
business man it sounded "crazy." How-
ever, that would not deter them from
giving it a fair trial and it was "up to

the public" to prove whether they
wanted good clothing at a profit of
margin big enough for a decent work-
ingman's salary. MEN'S WEAR RE-
VIEW pointed out that most clothiers

reckoned on an overhead of about 20 to

25 per cent., but Mr. Spencer claimed

that most clothing men were not willing

to accept the wor'Kingman's salary as a

sufficient remuneration for their service

to the public. Mr. Spencer had his own
interpretation of the word "successful";

it did not mean, to him, becoming a

millionaire. He held strongly that their

object was to serve the public and that

the whole conduct of their business was
in the public interest.

Depends on Big Turnover

Getting down to how the plan must
work out to be successful, Mr. Spencer
said it would be necessary for them to

do about $1,000 worth of business a
week to make it a successful proposition.

The total expenses of the week, includ-

ing the salaries of the proprietors, de-
livery, lighting, rent, etc., he estimated
at $100. The average suit would sell at

$35, and it would, they figured, cost them
$15 to $18 to have it made. To clear

expenses, therefore, they would have to

do about $800 worth of business during
the week. Another $200 would be re-

quired to successfully finance the busi-

ness; they, accordingly, figured that it

would require the $1,000 turnover a week
to make the plan a success.

Will Give It a Trial

Mr. Spencer said they were determined
to give the plan a fair trial, and, if it

were not a success, they would not con-

tinue it. It would be an indication to

them that the public did not care any-
thing about good clothes at moderate
prices and they would then go back to

their former methods of doing business.

They were convinced that a 15 per cent,

gross profit on the turnover they reck-

oned on was enough to do business on.

The name of their firm is the United

Tailors, and, in their announcement, they

state that they are connected with one

of the largest woollen firms in England.

Their experiment will be watched with

considerable interest by the trade.

SUCCESSFUL CLOTHING
MERCHANT PASSES AWAY

On March 16, Robert B. Harcourt, pre-

sident of the Harcourt & Son, Ltd., To-

ronto, passed away after an eight-weeks

illness due to infijenza and pneumonia.
This firm of 103 King Street, West, was
one of the oldest firms in Toronto, having
been established in 1842 by the father

of the late president. At the age of 21

ROBERT B. HARCOURT
President of Harcourt & Son, Ltd.,

tailors of 103 King Street West, Tor-
onto, who died on March 16th.

years, Robert B. took over the manage-

ment of the business of his father, the

late George Harcourt. The firm made

a speoialty of designing clerical and aca-

de.mic robes and gowns. Mr. Harcourt

was a member of the Masonic Order,

having been Wor. Master of St. John's

Lodge, No. 75, G.R.C., during 1890. The

funeral took place on March 19.

'The When" is

New Name for

St. John Store

"The When" is the new name and is

an indication of a new policy adopted by

A. E. Henderson of St. John, New Bruns-

wiick. Mr. Henderson is remodelling his

store, and is adopting this new name in

order that it might not be confused with

a firm with which he was formerly con-

nected. Now, when one wants style, com-

fort, convenience, service, economy or

satisfaction, Mr. Henderson advises them

to come to "The When" as the Mecca for

these attributes of up-to-date merchan-

dismg.
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Spring Showings at Ottawa;
Capital Bright with Garments

Displays Made by Retailers Are Better Than Those of Former
Years—How Fashion is Catered To.

WTH the advent of spi-ing, the
stores devoted to men's cloth-

ing have awakened to activity,

and windows proclaim the arrival of nat-
ty spring attire which out-rivals the
spring offerings of several years.
"Wellwoods Clothes Inspire Confi-

dence," says the firm slogan of A. C.
Wellwood, Ltd., Bank Street; and the
advertisement offers two fine leaders,
one in plain blue vicuna and the other
in blue with white stripe. The young-
er set are well provided for by the lat-

est half-belted models as well as the
double-breasted ones.

E. R. Fisher, the shop of Fashion-
Craft, adds his quota of fine clothes at

the splendidly-arranged store, 110-112

Sparks Street, featuring all wool worst-
eds and Bannockburn tweeds in very
handsome models at $45.

Myles, clothier. Sparks Street, has re-

ceived such a share of patronage from
the public since he began business a
few months ago, that he is remodelling
the store interior with more up-to-date
showcases, and will soon be in a posi-

tion to greatly increase his turnover
with better service to his patrons.

The Two Macs, Sparks, Bank and
Queen Streets, "The Busy Corner," are

upholding their reputation as retailers

of fine clothes that give satisfaction.

Custom tailoring is receiving special at-

tention at this store.

Jess Abelson is going strong in his

new store. Sparks Street, and expects a

deal of support from the young men
who favor sport, as Jess, himself, is a
well-known athlete.

The Toggery Shop for men, Rideau
Street, continues to secure a fair share

of support, and caters to a class of

trade that requires something good it

a reasonable price.

R. M. McMorran, Rideau Street, offers

the man with a small purse very big

bargains and a splendid assortment of

reliable goods. This old established

business is well-known far outside the

city, and the name of McMorran stands

high in the district surrounding Ottawa.
Claude's Ltd., Upstairs Store, 47 Ri-

deau Street, is catering to the men who
want good clothes at the lowest price.

He claims that his low rental helps him
to give special bargains to his many
friends, and the trade done since the

opening one year ago, he says, proves

that he was needed in the city. His slo-

gan is "Twenty feet above the High
Rent level."

Has Your Insurance Increased

With the Value of Your Stock?

Many Merchants May Have Forgotten That Their Stock Has
Increased in Value lOO Per Cent., While Their Insurance

on Same Has Stood Still—Delav Mav be Fatal.

taken off. Every merchant should give-

his own business the same protection.

All good merchants do. Every merchant

knows that his stock to-day is almost

twice as valuable as it was before the

war and that it would cost him more

than that much to replace it. You always

figure, of course, the fire will never

come nearer you than next door. But

it may. How are you fixed for such

an eventuality? This is a reminder to

the man who has not attended to in-

surance matters.

IF a fire should break out in your
store to-day and your stock were
ruined either by flames or water,

how would you be fixed for insurance?
No doubt you have insurance placed on
your stock; perhaps you have carried

the same insurance for years and feel

snug with contentment, so far as the

possibility of fire with its ruinous conse-

quences are concerned. Premiums have
been paid promptly on the $5,000, $10,-

000, or $20,000, or more, worth of in-

surance that you have been carrying;

the rest you leave in the hands of a

merciful Providence.

But—
Providence, however, usuallv helps

those who help themselves. Have you
overlooked the fact that, during the last

four or five years, your stock has in-

creased in value from 50 to 100 per

cent.? Did you ever sit down to figure

out what it would cost to replace the

stock you are carrying to-day, and then

to compare that figure with the amount
of insurance you are carrying on that

stock? It might be time very well spent
and it might, in addition, bring you very
sharply to time with regard to insur-

ance. Many merchants may have for-

gotten that their protection against fire

has stood still while the value of their

stock has been going up by leaps and
bounds.

Stock Protectioii as Important as Self

Protection

It is just as important to the welfare

of your business that your stock be pro-

tected as that you, yourself, should be

protected both by life insurance and a

salary from your business. Many of the

leading financial men in big firms, or

the heads of big concerns are increasing

their business life assurance to protect

their business against the possibility of

shock should they suddenly die. Such a

shock is inevitable when the directing

head of a great institution is suddenly
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Should Encourage

Sheep Growing
Herbert Warren of St. Catharines,

manufacturer of knitted goods, believes

that encouragement should be given by

the Government of Canada to the grow-

ing of sheep in this country. With

supplies of Canadian wool not coming

forward, and with the British Govern-

ment, for reasons unknown, holding up

enormous supplies of raw wool under

their control, it is exceedingly difficult

for the manufacturer to get yarns from

the spinner. Mr. Warren feels that

there is a good future ahead of this

industry if more raw wool cUn be had

so that* instead of two factories of top

makers at Hespeler and Guelph, there

would be many in different parts of the

country.
Docks Breaking Down

"I can't understand why we cannot

get yarns," said Mr. Warren to MEN'S
WEAR REVIEW. "It seems that the

British Government is holding up sup-

plies too much. One of the biggest spin-

ners in the world just cabled me that

conditions were unchanged in England,

and that he could not ship me any yarns

as yet. Yet, the fact remains that the

docks over there are almost breaking

down with yarns that are being ship-

ped nowhere when there is such a great

need for them." Mr. Warren went on

to say that it was impossible to get

any yarns from the Canadian spinner,

because they were already over-loaded

with business for the whole year. It

simply meant that there could be no

relief" until some British yarns were

delivered. "I have had no Canadian

woolen yarns since the outbreak of the

war," said Mr. Warren, "and I could

use 100,000 pounds if they were rightly

made."
Production Cut 25 Per Cent.

As a result of the scarcity of yarns,

Mr. Warren declared that his normal

production was cut down to about 75

per cent, of the usual. His travellers

had been called off the road because

they could get more business than they

could handle. He believed that the

same conditions prevailed amongst most

of the manufacturers of these lines, and

that when deliveries did come, it would

be a case of fighting for supplies.



Built Business Without Paper Advertising;
Attractive Windows and Fair Profits Aid

W. F. Boughner, of London, Does a High-Class Trade Without the Assistance of the News-
paper—Got Tired of Reading About the Man Who Always Sold a $30 Suit for

$19.95 So He Quit—Easy tc Get High Prices For Ai Stuff. .

THERE are not many men in this

country doing a high-class and
successful business without news-

paper advertising of rather an elaborate
type. It seems to require a certain type
of man on such a business and such a
man is W. F. Boughner of London. He
Tias, for many years, specialized on the
highest-priced goodr perhaps, to be
bought anywhere. He carries a lot gf
English goods on his shelves, goods that
are right up to the mark in every re-
spect. Neckwear at ?5.00; silk shirts at
U5 and $18; light overcoats at $75 and
$85, these and many other expensive
lines are all in a day's business for Mr.
Boughner. And he does it all with preci-
ous little newspaper advertising. He dis-
continued it ten years ago, when, he says,
he got sick of seeing clothing men ad-
vertise every week that they were sell-
ing $30 suits for $19.95. He wondered
"how they made a living. And when he
got good and sick of this kind of adver-
tising, he quit almost entirely.

Spends it on Windows

"I cut out newspaper advertising ten
years ago," said Mr. BougTiner to MEN'S
WEAR REVlteW, though he did not for
a moment wish to give the impression
that he did not favor newspaper adver-
tising. But he wants to see that kind of
advertising that was spoken so much
about at the convention. "I cut out
newspaper advertising ten years ago and
put the same amount of money in my
A\-indows. If a man can bring people to
his windows, that, to my mind, is the
strongest method of advertising. We
try to make our windows so attractive
to the people that they will come down
from the corner to ree what is new and
that pays better than any other kind of
advertising. Were I doing a big cloth-
ing business, I would do newspaper ad-
vertising. I do a little special order
work, but I specialize on English top
coats and rain coats and my principal
business is in men's furnishings."

Built Business on Fair Profits

"We have built our business on a basis
of fair profits," said Mr. Boughner. "We
do not try to get the last cent and it has
never been my policy to get an addi-
tional profit, but merely a fair margin
of profit. What advertising we have
done we have never fooled the people,
or tried to fool them. We have a shirt
sale twice a year, and when we advertise
that sale people know that they are go-
ing to get real bargains. When we put
line of shirts in the window at $5 for
11.50, the people know that we are giv-

He Can't "Slip One Over"
If You Keep a Record

It pays to keep records of the suits sold and to have a little label on the
inside of one of the pockets on which can be written the date of sale. It

may so happen that the buyer of the suit may not be aware of that precious
little label, and if he should ever try to "slip one over you" by asking for a
iifw suit because "this one hasn't given satisfaction," you have a check on
him. All profiteers are not amongst the clothiers; there are some even
in the undefended ranks of the long-suffering public.

A couple of weeks ago a man stepped into Ed Mack's, Ltd., Toronto,
wearing a blue suit that looked somewhat the worse for wear; but even at
that it was passable. He complained t"hat the suit had not given satisfac-

tion and he gloatingly exhibited the sleeve linings to show that the suit had
not been worn very much in spite of the fact that it was in an advanced
state of disrepair.

Mr. Mack, of course, was greatly concerned and most anxious to uphold
the reputation of his store. He expressed suitable regret that the garment
was evincing unmistakable evidences of wear; but added that such a thing
was bound to happen sooner or later. But upon looking up his records Mr.
M?ek found that these evidences were coming "later" rather than "sooner."
His records showed, and on the little label on the inside pocket was the date,
"February 13th, 1918."

No, Mr. Mack didn't give him another suit.

ing them just what we say. We have
always tried to do honest advertising

when we do any at all."

Big Shirt Business
Mr. Boughner does a big business in

ordered shirts. He believes there never
was a time when men should buy the

very best stuff more than at the present

time. The man, he says, who buys cheap
stuff pays the highest price for it, and
he feels that a silk shirt at $18 is cheaper
than a cotton one at $4. Prices now
quoted for ordinary cotton shirtings

make it necessary for him to get $8.50

and $9.00 for cotton shirtings, that is,

for an ordered shirt.

Not Hard to Get Prices

Mr. Boughner said what every mer-
chant, with one exception, said to MEN'S
WEAR REVIEW in f^alf a dozen places,

namely, that he was having little diffi-

culty in getting advanced prices for

goods. He cited the case of a man who
had come into his store to buy a coat.

The customer had picked on one at $75
that suited him well. Then he saw one
on a form that cost $68, which he seemed
to like better, and when he told the cus-

tomer the price he had to sell the coat

all over again before he would buy it.

There are very fev,- men doing business

along these same lines. Mr. Boughner
firmly believes in advertising, in news-
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paper advertising; but he also believes
that it has been bedeviled by the man
who is always having a sale and who
can cooitinually give awiay a $30 suit for
$19.95. The little advertising he does is

billboard advertising along the roads
that lead to London. But he puts the
strongest store by the fact that he has
always given a man value for his money
and that he has excellent windows that
are the silent salesmen on duty twenty-
four hours of the day, telling the passer-
by what is new and good in the world of

fashion.

An attempt at burglary was made on
the store of George Bartlctt, ciothier, of

Ingersoll, Ont., on April 2. They were
evidently frightened away before an on-

rrance was made.

Four lengths of suiting valued at $160
were iccently stolen from the place of

business of F. Flower, 404 Dominion
Bank Building, Vancouver, B.C.

The Woods Manufacturing Co., of

Montreal, has been given the contract for

supplying 1,810 shirts for Montreal fire-

men at $;'..15 each, while the A. J. Scott

& Co. have been awarded the contract for
806 pairs of overalls at $2.83 1-3 .



Stock Book Gives Key to Young Men's Trade;
Helps Careful Buying, Prevents Guessing

Fred Tennant, Manager of John White Clothing Department, Finds Out Where the Bulk of

the Tr^de Comes From and Acts Accordingly—Style Books Good Advertising

—

Keeps up Mailing List—Knows Conditions of Stock at All Times.

A STOCK book that keeps him in-

formed of the reserve he has in

clothing and men's furnishings,
that enables him to watch closely the
particular lines that are selling well and
the sizes of those lines, and that acts
as a barometer of the year's business
and an indicator of what is best to buy
for the coming season is one of the most
helpful things that Fred Tennant, man-
ager of the clothing department of the
John White Co., Ltd., Woodstock, has in

his work. He believes that unless one
keeps such a record, buying is guessing
more than carefully-calculated buying,
based on a knowledge of the facts of the
business that is being done in his de-
partment day after day and week after
week.

Finds Big Trade Among Young Men

By keeping such a record as this, Mr.
Tennant has acquired the very useful and
valuable information that a large bulk
of their trade is being done amongst the
young men of Woodstock and vicinity.-

"By this record," said Mr. Tennant to

MEN'S WEAR REVIEW, "at the end of

the season I can tell exactly how many
sizes I have sold in the various lines,

and, with a little more trouble I can tell

how many of the one price I have sold."

In this way a double check is kept upon
the development of business; he can tell

not only that there is a large trade
amongst the young men, but he knows
what prices they are paying for them,
and, therefore, he knows what priced
suits it is best to buy for the coming sea-

son.

Same With Furnishings

The same record is kept of the haber-

dashery, but this is of most value, per-

haps, in keeping stocks that are held in

reserve well up. When reserve stocks

are brought forward, he checks them off

his stock book. When travellers come

around, then, he knows exactly what he

has in stock; and by the knowledge

gained as to the quantities of each line

sold the previous year, he can tell what

quantities should be bought. This

record, too, enables him to make monthly

comparisons with the business done in

the previous year, and, if there is an in-

crease in business, he knows that he is

safe in buying more heavily; if business

has been smaller he judges himself ac-

cordingly, both as 10 sorting and adopt-

ing such methods as will get rid of stock

that may become dead if allowed to re-

main on the shelves.

WOOLLEN GOODS
It is eminently pleasing to learn

from leading clothing manufactur-
ers that the quality of the woollen
goods now being made in Canada is

excellent and that the makers of

clothing are anxious to take all

they can get of them. The price is

said to be at least 25 per cent.

cheaper than the imported goods,
while the quality is the equal of

that of the foreign-made article. It

would consequently be to our inter-

est to procure all our supply of

these goods in this country if it

was possible to do so, but unfor-
tunately the supply is very much
less than the demand. Retail
dealers and ready-made clothing
establishments are at present buy-
ing only as they can be permitted
to do; that is to say, upon an al-

lotted system from the mills, and
have to be content with what is al-

lowed them. For the rest of the
supply we are compelled to utilize

imported goods. How much, there-
fore, it is to be desired that there
should be an increased output of
these woollens from Canadian fac-
tories. There has been for far too
long a time a stupid prejudice on
the part of many of our people
against Canadian woollens and fine

dress goods made by Canadian,
mills, though the purity of their
substance and their excellent wear-
ing qualities have long been
thoroughly proven. This prejudice
is fortunately dying out somewhat,
and its entire disappearance should
be hastened by the assurance of
those best qualified to judge that
the output of our own factories is

fully the equal of English-made
and lower in price at the same
time.—Quebec "Telegraph."

Live Mailing List

This record book also contains the

names of the men who bought suits of

clothing during the season. In this

way, a live mailing list is kept up. When
a new customer comes in the store, his

name is secured, whether he buys or not,

and advertising matter is sent in due

time to that prospect. Mr. Tennant finds

that sending out style books at the be-

ginning of the season is very good ad-

vertising and bring results. The big-

gest advertising done, however, is

through the columns of the county paper,

which has a wide circulation throughout

all the homes in the county.

"Hogs" Window Space—If He Can

As manager of one of the most im-

portant departments in the store, Mr.
Tennant makes every effort to keep his

lines before the public as much as pos-

sible in the windows. He, perhaps,

doesn't get as much window space as he

would like; but, if that is the case, it is

not because he does not try for it. For
the Spring opening, he secured about

two-thirds of the whole window space

available in the John White store. He
believes, as manager, that it is up to

him to push his own lines as much as he

can; it is up to the other departments to

look to their own laurels in this respect.

Prices May Affect Buying

On account of the abnormally high

prices, Mr. Tennant feels that buying for

Fall, so far as he i? concerned, will be

a little lighter than last Fall. He does not

go so far as to say that business will

not be as big, but he believes that plac-

ing orders may be smaller with larger

sorting orders if the developments of the

trade warrant it. The idea is merely to

be cautious when u seems inevitable

that the peak in prices must be reached

before long and that, when that time

comes, it is better that stocks should not

be too heavy.

ADDS SEVEN NEW STORES TO
CHAIN

During the past twelve months, Robin-

son's Clothes Shops have added seven new

stores to their transcontinental chain.

These stores are at Quebec, Kingston,

Hamilton, Montreal, Regina, Calgary and

Edmonton. In celebrating his birthday,

his seventh, Mr. Robinson announced that

he was selling ctothes this spring at

actual wholesale prices. He states that

his new policy of selling at a 20 per cent,

profit, added to the fact that he buys at

about 20 per cent, below competition

allows liim to sell to the consumer at

actual wholesale prices. He advertises

th-it his sa-\'ing on buying is 20 per cent.;

his gross pix)fit 20 per cent., and his pro-

fit charged to the consumer, therefore, is

zero.

In New York men's dress vests are

selling at $135; sack suits at s?215; silk

shirts at $38; neckties (not the most ex-

pensive) at $8.25; underwear, $40, and

shoes at special sale prices at $18.
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MEN'S WEAR REVIEW

Make Use of Strategic Position;

Mothers Are Given Introduc-
tion to the Boys' Department

\^'iles & Quinlan, of Brantford, Being Situated on a Corner Where
All Street Cars Stop, Make Use of the Position for Special

Window Dressing—Clerks Don't Say, "Is There
Anything Else?" But Show That There

Is Something Else.

A WISE general never engages in

an offensive battle until he has
studied every inch of land over

which his troops are to move and until

he has made every preparation to take
advantage of any strategic position af-

forded by a peculiar contour of the battle

area. To do so might be to commit a

fatal blunder which would result disas-

trously to his troops and to the outcome
of the battle. The same principle holds

good in the field of competition in busi-

ness. If you have a location that af-

fords exceptional opportunities for win-
dow display, use thoFe opportunities for

all you are worth. Thei'e is money in it,

just as there is money in an unique ad-

vertisement.

Window Best Advertisement

Mr. Quinlan, of Wiles & Quinlan,
Brantford, believes that his windows are

the best advertisements he has. And he
believes this because of the exceptional

location which he occupies in the city of

Brantford. All urban and suburban rail-

way cars stop right in front of his store;

city visitors coming in from different

sections of the surrounding country get
off right at the corner on which his

store is situated. Just across the corner
from his is a public waiting room; that

public waiting room adds to the value of

his window space just as surely as a new
asphalt adds to the value of any city lot.

He takes advantage of this strategic
position by making a good deal of his

windows. In the busy season he dresses
them twice a week, and never less than
once a week. He specializes on window
dressings and he says they bring returns.
The price cards he uses are very attrac-
tive; they do not so completely cover
the article that the card becomes more
attractive than the article itself, and
they are done in good colorings and with
a clever pen.

How He Pushes Boys' Dept.

Mr. Quinlan regards his boys' depart-
ment as one of the most important de-
partments in the store and as the very
foundation of a continued good business.
He believes that, having made a firm
friend of the boy, he remains a friend
for many years and that he becomes a
permanent customer. He seeks to do this
through the mothei's who come into his
store. His clerks do not say, "Is there
anything else?" They make specific
mention of the fact that thev have a

boys' department and that they would
like her to look at it, either for imme-
diate or future needs. It may be that

no sale is made at such a time, but the

seed has been sewn for future business;

when that woman wants something for

her boy she knows that Wiles & Quin-
lan have a boys' department, and, more-
over, she has seen some of the lines

carried in that department. Every
mother who comes in his store is re-

garded as a possible customer for boys'

requirements. Various methods are

adopted by this firm to get the interest

and friendship of the boys themselves.

Last year, they were all given balloons;

this year it will be something else.

Makes Use of Dollar Day

The Dollar Day has become one of the

gala days in trade in many towns and
cities throughout tlic country. Wiles &
Quinlan use it as '.he introduction to

their semi-annual sale. Not only do they

have their regular Dollar Day bargains,

but they have others on display that

herald the semi-annual sale. They know
that many hundreds of people will be in

their store on that day and they think

it is a good time to make use of them
in introducing a host of bargains that

are to continue for some days to come.

A considerable quantity of clothing

was stolen from the store of Charles

Callow, 3129 Yonge Street, Toronto, on

the afternoon of April 2. A youth six-

teen years of age, .Tames Griffin, is being

held on a charge of attempted shop

breaking.

CARPENTIER'S WARDROBE
Georges Carpentier, the noted

French prize fighter, is, as well, a

Beau Brummel. His wardrobe con-

sists of the following modest out-

lay:

100 silk shirts, 20 overcoats, 3

fur coats, 75 suits, 75 pairs of

shoes, 200 neckties.

He is now adding to it by visiting

Fifth Avenue stores in New York.

Suits Displayed

on Proper Forms
Sell the Best

M. Taylor, Manager of the Clothing

Department of the Robinson Co., Ltd.,

Napanee, believes that ready-to-wear

suits can be sold better when displayed

on forms than in any other way; in fact,

he has proven to his own satisfaction

that one of these forms will sell a suit

of clothes after salesmanship has failed.

He gives the following incident:

"One of our best lady customers, from

a nearby town, came to our boy's de-

partment to purchase a suit of clothes

for her boy of twelve years, the boy

was not with her at the time. I took

particular pains to please this custom-

er, showing her all the boys' suits of

that size in stock, but the customer

failed to see anything in stock that ap-

pealed to her fancy. Standing near the

door was a boy form on which was dis-

played a neat tweed suit which the

lady noticed on her way out of the
store. It caught her fancy and she be-

came interested at once, inquired the

price and immediately the sale was
made. The customer asked why that
particular suit had not been shown to

her. Needless to say, the proper-sized
suit for her boy, and of the same materi-
al and model had been shown her from
stock but failed to make the necessary
impression."

A Different Viewpoint
Mr. McF^arland, who does a good business iyi clothing and furnishings

In Brantford, says that people are becoming w,ore and more cautious in

thfir buying, and that they are offering pointed remarks about the high

prices they have to pay. "The people are getting cautious in buying,"

said Mr. McFarland to MEN'S WEAR REVIEW. "They come into the

store and say they have only a few minutes to look at goods before they

have to be away some place else, but ihey are only looking to get S'nne

idea of what prices are. It is getting harder to get high prices all the

time."

Mr. McFarland believes that textile manufacturers are looking for

lonr/er profits, and as an instance of if says that it is always easy to get

high-priced shirts if one wants them, but there seem to be very few of the

d fthirts on rne market.
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Getting After High-Class Trade
That Goes Out of Home-Town

IngersoU Merchants Adopt Methods to Encourage the Buying of

the Best on the Market—Should be Required to Stamp

Proportions of Cotton and Wool—Favors

Handhng All Lines Used by Men.

GENERALLY speaking, prices ob-

tainable in the smaller centres of

population do not reach the same

high level that they reach in the bigger

cities. It is but natural, of course, that

the number of high-priced suits bought

in a small town would be proportionately-

smaller than the number bought in the

large city. But there are always a given

number of men who are approachable

with the best that is on the market, no

matter what the price may be, and

MEN'S WEAR REVIEW feels that a

more successful effort might be made by

the merchants in the smaller towns to

get this trade that certainly is going out

of their respective towns. Perhaps the

consumer is not always the man to blame

for buying his suit of clothes out of

town. The man who will buy the most

expensive suit of clothes is usually the

man who travels more or less, and, if he

does not see the best in his own town,

he is bound to see it somewhere else,

and he goes home wondering, perhaps,

why he does not see the good stuff in

the windows of his home-town clothiers.

The trade is there to be had; it is up to

the merchant to get after that trade by

ways and means which he believes to be

advisable and which will bear results.

Tate's Store, IngersoU

W. C. Tate, of Tate's store, IngersoU,

has adopted the plan of handling a wide

range of samples for all suits over $65.

IngersoU is largely a manufacturing

centre, where hundreds of workingmen

are employed and with the wages work-

ingmen are getting these days there does

not seem to be much difficulty in getting

$65 for a suit where a clothier used to

get $25 or $30. But Mr. Tate feels that

there is a limit to the price which men

will pay—that is, the majority of men—
consequently he has adopted this plan.

He can give his customers a wide range

from which to choose and the delivery is

fairly prompt and satisfactory. He finds

tnat it works very well. A similar plan

is adopted to a more or less extent by

the other clothiers of IngersoU, that is,

George Nayor & Co. and George Bart-

lett.

Special Display Fashion-Craft

Smith & Kerr, who have done a suc-

cessful business for many years, are fol-

lowing a new plan this year for the first

time in their history. They had a two-

days' display of Fashion-Craft suits,

with one of the Fashion-Craft men tak-

ing charge of it. Smith & Kerr furnished

Fashion-Craft with a prospective list of

a couple of hundred men, both young and

older, and to these special letters were

mailed, informing them of the display

and asking their attendance at the same.

The plan worked out very successfully

in their case.

Favors Stamping of Goods

Mr. Tate expressed himself as being

strongly in favor of stamping all goods,

particularly woolens, with a mark in-

dicating the proportion of wool in them.

The general public, he said, knew little

or nothing about t!ie situation, and if

manufacturers were required to stamp
on the goods the quantities or percent-

ages of wool and cotton in them, it

would simplify the matter, so far as the

retailer was concerned.

The Zimmerman - Reliance Co.,

Limited, have purchased the Anglo-
Canadian Leather Building on the

southeast corner of King and
Bathurst Streets, Toronto. The
price is said to be between $150,000

and $175,000. The company's spin-

ning plant, which is now at Bath-

urst and Niagara Streets, will be

removed to the new building, the

two top floors of which have been
occupied by the company for the

past fourteen years.

The question was also raised by Mr.
Tate as to the legitimacy of the clothier

and haberdasher carrying all lines of
goods required by men. He, himself,

carried a small assortment of razors and
similar accessories and he does not see

why the clothing men and the haber-

dashers do not go in for handling all

lines of goods that a man buys. The
hardware man handles m.itts, why should

not the clothier handle razors? It is a

question that might well come up for

discussion at the next convention at

Ottawa.

The above is the picture of a store opened in Brandon, Manitoba,
eigiiiee-n mo'itths ago by 0. Vaccari and G. W. Harrup, the latter having
three yean of war experience to his credit. He served with the AAth
Battalion during the Great War. Tkey carry a complete line of gent's]

furnishings and clothing. During the month of February, which is al-

ways a slotu one, they livened up their b^isiness by giving away a new hat
with every suit or overcoat p^irchased between the 13th and the 29th of
the month. The results were very satisfactory to the proprietors. They
used a large sign which read, "Free, One Sp^'iiig Hat, Value $6.00."

There is a large pillar at the front of the store, which they make good
use of. They have had a show case built around it, which really gives

them, four windows for the display of their goods. This particular case

is dressed with collars, ties, and hosiery, and they have noticed an in-

creased sale of these since the case was built.

44



Fall Buying is More Cautious;
Uncertain Outlook Rather Than

Lower Prices is the Cause
Cloths and Trimmings Higher in Price and Labor Making Fresh Demands For Wage In-

creases—Silks, Underwear, Hosiery and Shirts Increasingly Hard to Get—Many
Merchants Buying About Seventy-five Per Cent, of Anticipated

Requirements.

BUYING for fall is being done on a

more cautious scale. That, at

least, is the impression which

MEN'S WEAR REVIEW gets from
talking with many retailers during the

last few weeks. "How are you buying

for fall?" and the answer 'has invariably

been "A little lighter". There are many
causes for it. While there does not

seem to be the least difficulty in getting

the highest prices at the present time,

the turn of the wheel may be very quick.

There is a more or less wide-spread

opinion that something is going to hap-

pen within the next year or so, perhaps

in six months. What the nature of it

may be is the merest speculation; but

there is always a tendency to hold back

when an indefinite something is in the

air. Then, again, the public attention

that has been directed toward the cloth-

ing industry during the last six or eight

months has had a more or less unset-

tling affect; and while clothing men in

general have not boosted profits with the

simple intention of trying to reach the

limit of price which the public seemed
disposed to pay, they are beginning to

wonder if the time has not come when
the public cannot afford to pay more.

MEN'S WEAR REVIEW does not be-

lieve for a moment that lower prices are

in sight in practically all lines of men's

wear for, at least, a year to come, for

reasons which we will set out later, un-

less it is caused by a distinct break in

the market which so affects the general

public that buying will be restricted to

that extent that sacrificing becomes ne-

cessary. Who will sustain the loss as

between manufacturer, wholesaler and
retailer is yet to be determined. But
these conditions, perhaps, are making
retailers more cautious in buying for

fall.

Clothing Situation

"There is no doubt that clothing will

not be cheaper for a year," said the se-

cretary-treasurer of a large wholesale

house to MEN'S WEAR REVIEW a few
days ago. There are three things to

consider in the clothing industry: cloths,

trimmings and labor. So far as the

cloth situation is concerned, there is no-

thing to indicate lower prices. They
are higher in prices than they were six

months ago, and quotations this month
for future deliveries are higher still.

British mills are loaded with orders and
cannot accept any more business until

after the summer of 1921. There is,

however, a possibility that there may

come some relief to Canadian manu-
facturers of clothing in the way of de-
liveries, though it will not affect the
price of the cloth at all. Most of the
business contracted by the British mills

has been continental. Within the last

four weeks there has been a distinct

change in the situation in Germany.
Things have got cluttered up still fur-

ther in that once-proud empire; there
is greater disorganization than ever,

with the result that business with that
country may be restricted until condi-
tions again become more normal in

character. If that is the case, there may
be a release of certain quantities of

English woolens for this side of the
Atlantic in which Canadian manufactur-

During a recent trip to St.

Catheriyies, the manager of one of
the departments is one of the

stores there enunciated a principle

of business to MEN'S WEAR
REVIEW which is well worth
passing on.

"Every merchant should feel"

he said, "that his business is a
public utility. We ivant no man
to go out of our store feeling that,

if he is not satisfied with what he

gets, he cannot come back and lot

lis fix the matter up with him- so

that he ivill be satisfied. That is

the policy of this firm."

ers will share. They will be glad to

get the goods, though they do not ex-

pect to get them at lower prices.

In trimmings, the s'tuation, so far as

prices are at issue, remains unchanged.

They are still mounting. The third ele-

ment is an important one, that of labor.

Not the most sanguine person in the

world would forecast that the demands
of labor will be softened one whit. As a

matter of fact, fresh demands are being

made for increases in wages. The pre-

sent agreement between a number of

Canadian manufacturers and garment

workers, as to wages, runs out within a

few months, and when the new agree-

ment is made, considerable increases will

be taken into consideration by both par-

ties concerned. The labor market of

garment workers is not yet flooded by

any means; as a matter of fact, there

still seem to be only two men for three

jobs. The outlook in this regard is still
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further complicated by the fact that a
number of garment workers whose
homes were formerly in England are
returning to their native land, and thus
still further depleting the available sup-
ply of laborers.

Insofar, then, as cloth, trimmings and
labor are factors in the price of cloth-
ing, there is no immediate hope for a
reduction in prices. Fall prices will be
from, perhaps, fifteen to thirty per cent,
in advance of a year ago. Fall over-
coats, for instance, that are being shown
are considerably in advance of last fall;

there will be lines on the market to
the consumer that will cost him $150.

These same conditions hold good in
practically all lines of men's wear. Silks
for ties are still scarce; while Swiss
goods are coming forward, they are
coming in such small quantities that
little difference is the result therefrom.
Manufacturers of underwear, hosiery
and knitted goods have all the orders,
and more than they can handle. The
rationing system is being largely adop-
ted in many lines because the dema.id
is still far in excess of the supply.
Shirts are increasingly hard to get and
are getting worse.

Advice is being given in certain quart-
ers to retailers to purchase seventy-five
per cent, of anticipated needs, that no-
thing above or below this will be a safe
policy. Judging from information reach-
ing MEN'S WEAR REVIEW, this is

about the proportion that is being fol-

lowed by many buyers. Such a policy
would, perhaps, be acceptable to both
retailer and wholesaler, and manufact-
urer as well, because of the difficulty in

getting goods. There is a danger of cut-
ting short on orders. A year ago many
retailers were led astray by rumors and
beliefs that, after the signing of the
armistice, hard times would come.
Papers were full of plans of the govern-
ment to cope with the unemployment
situation; national highways were to be
built to provide employment for an army
of men home from the war. But there

was no unemployment, no hardships. In-

stead, manufacturers hastened to read-
just their machinery and make an ef-

fort to fill the depleted shelves of the

world's storehouses. Many merchants
were caught short with goods and they
may be so caught again if they restrict

purchasing too much. While exercising

caution in buying, it is well also to size

up the whole situation and not buy un-
wisely either one way or the other.



Six to Eight Weeks' Delay of Shirts;

Necessary Dyes Not Forthcoming
Abnormal Conditions on the Rhine Cause Hold-Up of Transportation of German Dyes —

Buy What You Know Exists — Many Delays in Shipments —
Wholesalers Trying to Buy at Retail Prices i

IT
seems like a far cry from the Ger-

man Rhine to the shelves of the

Canadian retailer; but the fact re-

mains, according to information which

Mr. Moore, of the Lang Shirt Co.,. Ltd.,

of Kitchener, has received, that condi-

tions along this river will mean a delay

of many weeks in the delivery of shirts

to the Canadian retailer. Mills which

use German dyes in their shirtings are

advising their customers that the Tex-

tile Alliance who are handling the ex-

portation of German dyestuffs have been

unable to ship these dyes to Rotterdam

from which port the final shipment is

made. This is going to mean a delay

of six to eight weeks in the execution

of orders.

Abnormal Condition On The
Rhine

Mr. Moore showed this letter to MEN'S
WEAR REVIEW. Here it is:

"We have been advised by the Textile

Alliance who are handling the exporta-

tion of German dyestuffs that on ac-

count of difficulties which have arisen in

regard to transportation caused by ab-

normal conditions on the Rhine, these

colors have not yet been shipped from

the river wharves to Rotterdam, from

which port the final shipment will be

made. This, in our judgment, means

that there is no possibility of the dye-

stuffs reaching us before March.

"This may result in a delay of from

six to eight weeks in the execution of

the orders. We are doing everything

possible to deliver on time."

Other Delays, Too.

But this is not the only delay that

shirt manufacturers are experiencing in

their business dealings with the mills.

Mr. Moore read another letter from one

of the mills with which they deal, stat-

ing that shirtings for Fall, 1920, that

were to have been shipped in June would

not now be shipped till August. Of

course, this all re-acts on the retailer

because he cannot get the shirts till

they are out of the manufacturer's

hands and, according to this informa-

tion, it means a delay of many weeks.

Domestic Mills No Better

Domestic mills are not doing any bet-

ter than foreign mills in their deliveries,

according to Mr. Moore. With regard

to one order that had been placed with

one of the Canadian mills, Mr. .Moore

said they had just been advised that

th-? good's which they were supposes to

have delivered in October of last year

would now be delivered by the end of

February. That is, a part of them would

A local newspaper in one of the Western Ontario cities has missed
110 opportunity to display in promirient parts of its paper such news as

outlines in a sensational way the advancinri prices of clothes and other

household Commodities. In this way this paper—vnth many others—has
helped along that ill-founded campaign in ivhich most business men, and
especially clothiers, are regarded as profiteers.

Recently the advertising manager of this same newspaper dropped
in to see one of the clothiers of this city to gently advise him that his':

advertising rates were to go higher. Incidentally, it might be mentioned
that this paper is the only one in the city, and that it, therefore, holds
indisputed sway and can do as it likes xvith advertising rates. Unlike
the clotliing business in that city, there is no competition. The clothier

invited the advertising manager to go into the matter with him, the
result being that it was discovered that their rates in 1914

—

which were
14 cents—had advanced to 42 cents in 1920, or about 300 per cent.

The clothier asked the advertising manager if he would mind inform-
ing the public how their oivn rates had advanced in comparison ivith the

price of clothes in the same period of time. The clothier is still waiting
for the newspaper's confession.

be delivered, for in addition to this

naive information, they were advised

that only about 20 to 30 per cent, of it

would be delivered now. "We took or-

ders for domestic stuff to be delivered in

March but we, ourselves, will not now
get the shirting till then," said Mr.

Moore.

Buy What You Know Exists

From the experience which they are

having every day, Mr. Moore feels like

handing on a little advise to the retail-

er. "Merchants will do the best mer-

chandising when they buy goods that

he can see," is the advise which he

gives.

Prices Will Be Higher

According to this source of informa-

tion—and it agrees with every other

source in this important respect—prices

are bound to be still higher. "We are

facing a tremendous shortage of mater-

ials," said Mr. Moore to MEN'S WEAR
REVIEW\ "and prices, compared with

those of a year ago, are between 100 and

125 per cent, higher. Materials are

now being allotted by the mills, and

we have received notice from them_ ad-

vising that we can have about 50 per

cent, of the quantities for the spring of

1921 that we ordered from them for the

Spring of 1920. They further state that

these will be held subject to confirma-

tion by return wire at prices about 100

to 125 per cent, higher than for the

spring of 1920." Shirtings which cost

them 17 cents per yard in March of

1919, are now 34 cents per yard and

this take no account of the exchange

rate. Moreover, the female labor situa-

tion has shown no improvement and
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they are finding it very difficult to get
all the help they want.

No Samples Till Have Goods
Shirt manufacturers are apparently

wearying of showing samples of goods
that they have only on paper. "We will
show no more samples till we have the
goods right in the place," said Mr.
Moore.

It is evident that wholesalers are find-
ing great difficulty in getting all the
shirts they want. The Lang Company
do not sell to the wholesalers; but Mr.
Moore said they had, within the last

week, received leters from two whole-
sale houses offering to pay retail prices
for their goods.

Nuway Belts

and Suspenders
for St. Thomas

St. Thomas is to have a new factory.

The announcement has been made that

Charles W. Stanger of Adrian, Michi-

gan, has decided to locate his Canadian

factory in the Railroad City, where the

Nuway belts and suspenders will be

,'m'anuflactured.. TempionaTy iquai-ters
j

have been located in the old Masonic

Hall in West Talbot. The factory will

pTobably be in op^eration early this

month, and Mr. Stanger states that he

will employ a hundred hands within a

year.
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Staggering Colors Sell Goods;
Bad Shades Attract Attention

Hersee Bros., of Woodstock, Find That Smallwares Can be Sold by
Ingenious Methods—If the Color Combination is an Offence,

It Calls Attention to an Article For Sale
—

"Pete and
Fred" at Style Corner.

HAVE you ever felt your legs begin

to wobble anJ instinctively grop-

ed about fvT a post against

which to lean when some lady came down

the street with a combination of colors,

such as old rose and bright yellow, that

made you feel drunk? There are com-

binations of colors that act upon one that

way; their very lack of harmony is at-

tractive and holds on'^'s attention even if

it results in a mild form of sea-sickness.

Background for Display

The fundamental principle of success-

ful advertising is to hit upon something

new and attractive. Hersee Bros, of

Woodstock have found that in the sell-

ing of haberdashery this staggering

combination of colors has proven a good

thing. They will take, perhaps, a few

empty cardboard boxes to be used for

dressing the ledges of their store. These

boxes they will cover with shades of

tissue papers that harmonize about as

much as the proverbial parrot and
monkey. This week it will be old rose

and bright yellow; next week it will be

something else equally staggering to the

eye and the sense of the fitness of

things. Their idea in using these

strange colors is not to instruct in what
colors look well together—they do that

when they sell the goods—but to attract

the attention of the customer. And they

succeed very well, too, they say. After

they have covered she boxes they display

small lines of haberdashery on them.

The contrast in colors attracts the eye;

then the eye sees what is fastened on the

box. They told MEN'S WEAR RE-

VIEW that they had sold a good deal

of haberdashery by this method.

After Young Men

Hersee Bros, started in business on

October 18 of last year. One of them is

a returned soldier. From the very be-

ginning they marked everything in plain

figures and when they are busy boys

come into the store, pick out what they

want, pay for it, and go out. They try

to create the atmosphere of make-your-

self-at-home in theiv store with all the

young men. They do their advertising

over the name of "Pete and Fred," and

when young men come into their store

they call them "Pete" and "Fred." They

don't believe that "familiarity breeds

contempt," so far as their store is con-

cerned; it breeds content instead. They

call their store the "Style Corner." In

advertising they use a quarter of a page

once a week and a small space in the

daily county paper. In addition to this,

they send out many style books to a

mailing list which they keep up-to-date.

It Pays to be Frank
The value of frankness in selling merchandise, and its power to bring

the customer back, is illustrated in an interesting little story from life which

has been sent to the members of the Better Business Bureau of St. Louis,

by E. J. Brennan, manager of the bureau.

"A visitor, on business in St. Louis, went into a local store to buy socks.

He came upon some on display at a price that appeared to be reasonably

low. These stockings had above them a price sign and on this card was, in

small type, a phrase to the effect that the merchandise was not of perfect

quality.

"The buyer did not have his glasses and in that condition most likely

would not have noted the reference to imperfections.. He was accompanied,

however, by another, whose recent contact with the Better Business Bureau

prompted him to let things go in order to see what happened. The buyer

asked the salesgirl what the socks were made of. She replied promptly,

'They're silk, but they are ' "seconds." ' No quibbling or hesitating — the

answer came right out, showing definite instructions had been carefully im-

parted.

"So favorable was the impression created that the visitor to our city

bought almost ten dollars' worth of goods.

"Thus a policy of truthfulness, backed by a strict carrying of the policy

into practice, favorably advertised the store in which it happened."
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Oak Hall Opens
at Moncton, N.B.

Fine New Store Elaborately Equipped

Oak Hall has opened a fine new store

at Moncton, N.B. The opening day was
March 24th. The new store is finished

in oak and there is a great deal of the

stock enclosed in glass fixtures. On en-

tering the store one notices first a row of

six glass show-cases, the first four being
used for decorative purposes, while the
other two serve as shirt stock-cases. Be-
hind these cases are the modern improved
glass front fixtures for carrying men's
haberdashery. There is a section for

collars which makes the selling very con-

venient; and there are sliding fixtures

for gloves, hosiery, neckwear, pyjamas,
underwear and sweaters so arranged as
to get the maximum amount of stock in

the smallest possible space. These fix-

tures are topped by a row of glass front,

electrically-lighted display cases giving
an artistic finish to the entire section.

On the other side of the store are dis-

played rov/s of suit cases and club bags
arranged on inclined shelving in such a
way that all the different styles are seen
at a glace.

About half way down the stoi-e is a

lar,'):e revolving case for men's hats. This
is an oak cabinet about seven feet in

height, with a rack that pulls out and
revolves about its centre and is fitted with
tilted nickel hat brackets having a capa-
city for over 300 hats. Next to this,

come a combination cap cabinet and
mirror alcove. The triplicate mirixir is

arranged to give an all-round view while
the cap section is fitted with five glass
front doors.

Balance For Clothing
The balance of the store is given over

to men's clothing, there being five large
oak clothing cabinets about seven feet

long by seven feet high. These cabinets
are fitted with disappearing doors and
racks which pull out and revolve, having
a capacity for about one hundred and
fifty suits or seventy-five overcoats each.

Then there is the full length alcove mir-
ror with its dome light allowing a man
to see his clothes from all angles at once.

There has been introduced for the

Spring season in the Arrow line a new
style that is based, upon precedents

That assure its correctness. The collar

is narrow, has a small front opening to

go with the very small four-in-hand

knot, and the tie channel is built into

the collar so that the cravat knot can

be clinched up and kept up to the top

of the collar, v)here it belongs. The
new collar has been named the

''Prince." It is 2% inches in back and
1% inches in front, and is cut on lines

that assure n good, smart, comfortable

fit.
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MEN of the trade will do well to take heed of

the remark.^ of William Moffat, General

Manager of the Imperial Bank of Cannda, wliidi

appear in this bme of MEN'S WEAR REVIEW.
'•The inevitable Break" of which he speaks, is as

vet, mere speculation insofar as the time of its com-

ing is concerned, but it is based on the very cur-

rent belief that the crest of high prices has about

been reached, if it is not already here, and that a

•decline must set in immediately after. Even when

it does come, lower. prices can hardly affect the re-

tail trade for at least several months, but there may

be a period of rigid economy set in which will ma-

terially lessen the amount of commodities purchased

by the consumer. Clothing men wall feel the result

of that economy when it does cx)me; and, in \'iew

of that time, Mr. Moffat rightly advises that all

assets should be kept as liquid as possible so tliat

the period of hardship may be financed successfully

by the men who constitute the very backbone of

this country.

As we have said, the time of that break is mere

speculation. There are some financial men who be-

lieve it is but six months away ; others put it at

two years. There is still a vast shortage of goods

demanded by people all over the world, and the

recurrent extreme demands by labor give little hope

that production will catch up with this demand for

a considerable time. In the meantime, business

men can only carry on as before with a cautious

eye to the future and its problems.

FALL PRICES ON CLOTHING

IF NOT already, then within a few days retailers

will be selecting their fall suits and overcoats,

and there will be no surprise that prices are even

higher than those asked for spring. The advances

on all woolens from the old country have steadily

been upward during the last six or eight months;

prices have varied from day to day, and manufact^

urers in this country have not known when they

placed their orders that prices accepted by overseas

representatives would be the prices at which the

goods would ibe delivered in Canada. Confirmations

on orders have invariably been at advanced prices

on the placing orders themselves. Still another

factor entering into advanced prices, is the fresh

demands of labor for higher wages. MEN'S WEAR
REVIEW has been informed that in all the cloth-

ing centres of Canada increases ranging from twenty

to fifty per cent, have been asked or will be in the

very near future. Manufacturers would not object

to such increases were production to be improved

proportionately; but, unfortunately, about the op-

posite is the result. How soon these demands will

recoil upon the heads of those making them is one

of the uncertain developments of the future, but

come it must. In the meantime, the public will

have to pay higher prices for their fall garments. 1
PRICES EASY TO GET

THE editor of MEN'S WEAR REVIEW re-

cently took a trip through several towns and

cities of Western Ontario where competition in the

clothing trade is exceptionally keen. The same

question was put to every retailer with whom he

came in contact, "Do you find it difficult to obtain

high prices," and, with but one exception, the an-

swer was always in the negative. As a matter of

fact, the public neither seem to want nor require

any protection to-day. They want the very best

there is to be had in all lines of commodities, and

little consideration is given to prices. Merchants

state that their slowest lines are their cheapest ones;

the public seem on an orgy of expensive buying,

and the retailer is not fulfilling his duty to the public

if he fails to have on his shelves what is asked for.

While there is an effort being made to reduce the

high co«t of living, the buying public seem to be

taking onlv an academic interest in that effort.

BRIEF EDITORIAL COMMENT
KING GEORGE has given vogue to trousers

creased at the sides. It is doubtful if they will be

a^ popular as the Prince's narrow-brimmed hat.

BEFORE you close up shop to-night take a look

at your insurance policies to see if they represent

the increased value of your stock during the last

five years.

THERE is a rising tide amongst the clothing

men of this country against the reckless advertiser.

He is the man who distui'bs the public mind and
clothing men .-should protect themselves against him.

* sp *

MERCHANDISING is a queer game. If a man
sells his stock, be it old or new, at a price that will

take care of replacement (as he should), he is called

a piMifileer; if he doesn't, his auditor tells him he's

a fool and has no right to be in business. So, there

you are, between the devil and the deep sea.
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The Boy is Father of the Man;
Therefore, Don't Forget the Boy

He is Worth Remembering in Your Advertising and Window Dressing— If He is Your Friend

To-day, He Will Be Your Customer For Years to Come—Carry the Santa Claus

Idea Throughout the Rest of the Year and Create Special Attractions

For the Boys.

SOMEONE has said that "the boy
is fathei- of the itian." It is an
old adage well worth remembering

in all advertising, whether it be in the

daily newspapers, by circular advertis-

ing or in window dressing. Boys have
a wonderful influence over their "dads,"

and if the man who is advertising cloth-

ing or haberdashery can catdh the eye

of the boy, the chances are ten to one

that he has also caught the eye of tha

"d'ad". It is, therefore, well to remem-
ber that the boy is not a negligible

quantity, not only in advertising, but in

the arrangement of one's windows. If

boy's trade is worth getting after, it is

worth getting after in downright earn-

est and it can become a profitable

department in the year's turnover.

The Boy Becomes the Man

It is well worth remembering, too,

that the boy of to-day is the man of

to-morrow. Every person who comes
into your store should be regarded as

a possible customer. It is, therefore,

well worth the trouble and expense to

cultivate the friendship of the boys, and
to make special efforts to reach them
throug'h all advertisemients ithat have
to do with men's wear. They are the

"Mttle men" lof to-day; the potential

customers of to-morrow. Herman Rit-

ter of Youngs'town in addressing one
of the state conventions in the United
States, strongly urged that the boys'

department should be pushed well to

the front.

"If you go into the boys' clothing
game," he said, "go into it right. Don't
stick your boys' department into the
back corner and expect to get results.

Bring it out in the front. A woman
likes to be served in pteasant surround-
ings by somefcody who knows how to

aerve iher. TIhe woman is the ib/3st

booster in your line of business, for if

she gains confidence in your store, it

is more than likely that her husband
will be attracted and in the end, will

come to you for his clothing require-
ments. Keep your tags clean and your
department neat. Cater to her and you
will be well repaid."

Dress Windows For the Boys

It is, perhaps, a good idea to make
a practice of dressing your windows at

stated times with boys' requirements,
it might be well to take lesson's from
Christmas trade in this respect. Christ-
mas -windows 'featuring Santta CJaus
never fail to attract children, and they
will come any distance to see them.

This factor in advertising should not

be los/t sight of for the other eileven

months in the year. If the boys in your
town Or city knew that a special win-
dow of interest to them would be shown
at certain periods of the year, they
would look forward to them and would,
undoubtedly, be on hand to see them
each time. But, when the boy's cloth-

ing occupies an inconspicuous place in

it he feels that he is crowded out. If

your window possesses strong attrac-

tion for the boys, you may depend upon

it that every boy will be there to see

it, and that he will have his father or

mother down to see it also. That is

the best possible kind of advertising,

and it is advertising that pays for years.

If the boy is satisfied in your store, the

chances are very good that he will be

satisfied as a man. Man, after all, is

much a creature of habit; and if he

gets into the habit of frequenting your

store as a boy, when he is older he will

not depart from it.

Should Be Remembered in Advertising

The boy should also be remembered

in your advertising. There are some

firms which never leave the boy out of

their advertising when clothing is ad-

vertised. On this same page will be

found a section of a third of a page

advertisement by Blumenthal Sons,

Ltd., of Montreal. It is about one-

quarter of the entire advertisement. It

is a straight talk to the bread-winner

of the family. In advertising boys'

clothing, it is also well to talk to the

boy himself, and make him feel -that

you have a personal interesit in him.

Some of the most suocessfully-conduct-
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One of the partners in a big firm

in London, Ontario, selling clothes,

told MEN'S WEAR REVIEW re-

cently that he used the advertise-

ments of Toronto clothing men to

sell his own goods. He usually

made a dead set on the Friday is-

sues of the evening papers and
from these extracted the advertise-

ments. He said that he could show
his customers that certain standard
lines advertised in Toronto pape/s
could and were being sold by him
from 30 to 35 per cent, cheaper
than they were being sold in To-
ronto.

ed boys' departments have been devel-

loped by Imethods, "wthich birouglht tihe

proprietor in personal contact with the

boy. He is a valuable asset to the

trade andi, if properly catered to, can
remain so for years to come.

And to that great little chap

of yours let us introduce two
new trade-marked brands —

Tom Brown
"Made to Wear—

Not to Tear "

A line of boys' suits that ap-
peals to your sense of clothes
values and that combines all

that the regular boy wants
to wear.

These are clothes that stand
the hard wear of restless
boys on hard benches — of
the play that demands the
most of his suits. They are
priced up to $16.50,

and

Dad Junior
— another line, that starts at

$18 and goes upwards, repre-
sentative of the newest styles

which follow closely the vag-
aries of his father's new
clothes. These are for the
older boy who steps into
"young manhood" and wants
to look like dad.



Stabilizes Business; Provides Annuity;
Protects Survivors; Creates Pension Fund

Business Life Assurance Has Important Place in Modern Business — 30 Per Cent of Fail-

ures in the United States Due to Deaths for Which No Money Provision Made—
Offsets Shock to Business as Result of Death— Address by W.

A. Pearce of Imperial Life Co.

YOU are here this morning in a

business session of your conven-
tion. Therefore, I am going to

endeavor to make the best use of the

time at our disposal, and give to you as

wide a conception as possible of the ap-

plication of la Life Assurance policy to

business purposes.

The object in applying life assurance
to commercial purposes is to give to

business institutions the same protection

against contingencies, that until a few
years ago was considered to be confined

to the family circle only.

Let us consider a few typical sets of

circumstances, and see how we can best

adapt life assurance, to meet the contin-

gencies, which these particular condi-

tions are likely to produce.

For some reason the public is prone
to consider the benefits of life assurance

as confined largely to counteracting the

monetary loss incident to the death of

the assured. This is by no means its

only function, especially when applied to

a business enterprise. Some of the ser-

vices it is rendering in the market place

may be enumerated as follows:

First—To convert the interest of a

principal into cash immediately at his

death, and at the same time, if desired,

provide additional working capital for

the benefit of the surviving partners or

shareholders.

This is, perhaps, the most common appli-
cation of business assurance. It is the one
which has the widest appeal to business
men, especially to those trading as partners.
"The Pittsburgh Despatch" is authority for
the statement that, according to Bradstreets,
30 per cent, of the failures in the United
States among co-partnerships is due to

deaths for which no money provision has
been made.

There are numerous businesses wherein
each of the partners is peculiarly fitted for

handling the particular branch of the busi-

ness of which he has special charge. Fre-
quently each is unfitted for managing other
branches of the business than his own.
This means that in the event of death of any
member of such a partnership a successor

would have to be found who was possessed

of the peculiar talents and training neces-

sary to carry on successfully the work of

the deceased. The life assurance policy

provides the money at once to offset losses

incident to the disorganization and delay

in accomplishing this.

Perhaps the firm is not so specialized. It

may be a case where any one of the princi-

pals is capable of managing the business

single-handed. The death of one might

only involve the employment of a salaried

man to perform the physical duties pre-

viously performed by the member removed
by death. In such a case a problem is

likely to arise in connection with making a

settlement with the heirs of the deceased.

The difficulty of making such a settlement

puts many concerns out of business every

Business Life Assurance is

rapidly developing into one of the

essentials of a successfully con-

ducted business. It is doing so be-

cause it is part of a highly devel-

oped and scientifically-conducted

business, ayid a very necessary
part. Not only does it protect the

good name of a merchant after he
is gone—and every man honors his

(line to that point where he wants
to protect it after he is no more—

~rves «.'=' a leaning post to

those who are left to carry on his

business. It is a stabilizer of fin-

ance when uncontrollable currents
would siveep otherwise well-estab-
lished institutions into the mael-
strom, of financial panic. It is the
guarantee of a fetv years of well-

earned rest after the heat and bur-
deyi of the stress of many business
years has been borme. It is many
other things which are ably set out
in the accompanying address which
was delivered at the Provincial
Conve7ttion by W. A. Pearce of the

Imperial Life Co., of Toronto.

year— concerns which, until death inter-
venes, give every promise of being perma-
nently successful.

Seldom can you find a man who will relish
the idea of being in business with his part-
ners' widows. However highly a man may
regard his partner, he is likely to consider
that partner's family in quite a different
light.

On the other hand, it is usually more ac-

ceptable to the members of the family of

the deceased to have their interest in the
business paid in cash, because while they
might expect to receive the same returns
from the business as when he was alive,

this is seldom if ever practicable when the
salary or other remuneration paid to the
one who is to take his place is deducted
from the earnings.

An interest in an ordinary commercial
business is a form of investment that is not
satisfactory, and is frequently unsafe for
heirs, who are often inexperienced in busi-

ness matters. No court of law would allow
an executor or administrator of an estate

to purchase an investment of that kind upon
behalf of the estate.

In a recent issue of the Monetary Times
the following item appeared:

"Mr. J. P. Morgan has made application

for '$2,500,000 life insurance. This is the
largest policy ever written under one name.
The risk is to be distributed among several

companies, and the insurance is intended to

protect Mr. Morgan's partners in their mu-
tual business interests as well as for the

banker's personal protection."

A second function of business life assur-

ance is to offset the shock to a business
which would result from the death of one of

its members.
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A few years ago the manager of a depart-
ment in one of our big stores held a part-
nership in a manufacturing business. This
firm sold a large amount of its product to
the store in which he was employed. The
manufacturing business applied to one of
the chartered banks for a line of credit, and
the manager demanded life assurance to the
amount of the credit as collateral security.
The banker in this case realized that the
best customer of the manufacturing con-
cern was probably such a good customer
because of the influence of the partner upon
whom he required the assurance. He fore-
saw that the death of that man might be a
serious shock to the business to which he
was extending credit, because it might close
to that business the biggest single outlet for
its products. This man passed a good
medical examination, but died of diphtheria
within the first year.

A third function of business life assur-
ance is to strengthen the credit of a com-
mercial enterprise by protecting bankers
and other creditors from loss through the
death of a partner or executive official.

There is a rapidly increasing public ap-
preciation of this feature of life assurance.
Many of the national banks of the United
States, and several of the Canadian char-
tered banks, row embody in their applica-
tion-for-credit blanks questions to bring out
information as to the amount of business
life assurance carried by customer firms ap-
plying for credits.

The Canadian Credit Men's Trust have
prepared for the retail merchants through-
out Western Canada heart-to-heart talks

upon the necessity of carrying sufficient

life assurance. These are intended to point
out not only the necessity of life assurance
for the merchants' personal protection, but
also for the protection of those extending
credit to them. In many cases the mem-
bers of the association will insist that the
merchants carry sufficient assurance to pro-

tect their credit.

These circumstances show a trend of

events which is very significant.

No merchant of any standing nowadays
wishes to leave a string of unpaid debts be-

hind him. He is proud of his good name
while living, and an unexpected death can
not rob him of that good name if he has an

asset in the form of business life assurance,
for the protection of his creditors and his

good name.

A fourth function of business life assur-

ance is to provide a readily available source
from which money can be borrowed quickly,

without publicity, and at a moderate rate of

interest, during times of financial stress, or

sudden opportunity.

The loan privilege of the modern life as-

surance policy is one of the most valuable.

It has been over-exploited to the extent,

however, that it has become something of a

detriment to the best interest of the policy-

holders. Notwithstanding the fact that pol-

icyholders abuse this privilege, and borrow
unwisely, there are many cases where this

privilege is an unadulterated boon, provid-

ing an easy means of securing money at a

time of imperative need when no other

course is available. Especially is this the

case with business men who experience no

difficulty in obtaining necessary credit from
bankers or others during normal times, but



MEN'S WEAR REVIEW

who find these regular channels absolutely

closed in times of financial stress. When
their needs for credit are thus intensified,

an extraordinary means of raising a loan, as

by a mortgage which would have to be regis-

tered, and would be published in commercial

reports of Dun or Bradstreet, would probably

prove embarrassing. Business men can

easily see the advantage of being able at

such times to borrow under a life policy

without publicity, and at a moderate rate

of interest definitely fixed in advance and

unaffected by the conditions of the money
market at the time the lo.m is required.

It is stated that during the financial de-

pression of 1907 over 400 millions of dollars

in policy loans were effected in the United

States. In Canada we know of thousands

of instances where the policy loan privilege

was used by business men during the tight-

money period following the outbreak of the

war to meet pressing obligations when the

money for this purpose could not have been
conveniently procured from any other

source.

The value of the loan privilege under bus-

iness life assurance is not confined to times

of pressing need. To every business man
there comes sooner or later a sudden oppor-

tunity. Then, though neither credit through
regular channels nor cash is available, the

life assurance provides the means of procur-

ing ready money.

A fifth function of business life assur-

ance is to create a sinking fund with which

to retire at maturity mortgages, bonds or

stocks, or to pay off at a given time, or at

the death of the assured, bank overdrafts or

other financial obligations.

In eases where the business is one which
to a large extent is being built upon the

personality of one man the assurance should
of course be placed on the life of that man.
An interesting example of this application

of life insurance to business was outlined

by Elbert Hubbard in a booklet entitled "A
Business Necessity." The stjry as he wrote
it in his characteristic style is as follows:

"When the memorable financial blizzard

was on in November, nineteen hundred
and seven, many firms in this country started

paying their people in script. We had a

vulnerable stock of books, but nothing was
transpiring. Pay-day was coming with
damning regularity, and sundry papermak-
ers were yelling like baseball fans, for

money.

"Then it was that I laid the case before a

financial man I knew in New York. He took

my figures and said he would give me an an-

swer in three days.

"The answer came. If we could bond the

entire Roycroft plant for one hundred thou-

sand dollars, he would take the issue at par,

provided he held a life assurance policy on
my life for a like amount.

"I answered, 'Why the life assurance?'

"And I have the reply by me now. Here
it is:

"'Your brains are the chief asset in this

business. Your mind is a think factory.

Your output is ideas. Your initiative

evolved the business, and you know the

work in every part. The buildings were
built and the machinery installed with your
mental raw stock in mind. With you there,

the value of the plant is reasonably assured.

With you gone, it is a conjecture. My peo-

ple would not consider a loan for an in-

stant without the insurance on your life.'

"W'hether my sky-piece is like a sky-scrap-

er as a financial asset, and possesses the
value my friend placed upon it, is largely a

matter of assumption.

"But granting for argument's sake that

the man was right, we get an idea of the

estimated value on the Rialto of two things
— Brains and Life Insurance.

"Luckily, the storm blew over, and the

sun came out, and I was able to pass up the

propo^sed loan. But just to add to my peace
of mind and as an aid to sweet sleep o'

nights, I placed a little policy on my life

payable to the Roycrofters Corporation."

But many incorporated companies are not
one-man concerns and in such instances it is

wise to place policies on each of the offi-

cials, the death of any one of which would
involve any serious disturbance, either
through loss of business, lowering of effi-

ciency or impairment of credit.

A sixth function of business life assur-

ance is to add to the attractiveness, as an

investment, of the stock of other securities

of a limited liability company by protecting

that company from financial loss due to the

premature death of the man or men who
are in the meantime essential to that com-
pany's success.

As business is conducted on this continent
it is a common thing for a business enter-
prise to require for its proper development
more capital than can be provided out of

the private funds of those immediately as-

sociated with the conduct of the business.
This necessitates selling stock or other se-

curities to the public. But to secure capi-

tal in this way is frequently very difficult.

Business at best is somewhat precarious,
and investors are often skeptical. Life as-

surance, payable to the company in the
event of the death of an important official,

is helpful in overcoming this, and that it is

used for this purpose is shown in the case
of an Eastern Canada hat manufacturer
which in the prospectus issued in connec-
tion with the recent issue of securities to

provide additional capital cited the fact

that the company maintained $30,000 of bus-
iness life assurance.

A seventh function of business life assur-

ance is to create a fund with which to pay

off the interests of a retiring principal.

Most men harbor an ambition sooner or

later to retire from active business and to

enjoy in later life a few years of well-

earned leisure. Business life assurance
appeals to such men as a means of enabling
them to provide at a definite time sufficient

cash for this purpose. It gives to the man
retiring the advantage of permitting him to

withdraw his interest and to place it in

some more stable form of investment, free

from the hazards of an ordinary business,

and it enables the remaining members of

the firm to prevent the stock or interests of

the retiring member getting into undesirable

hands, and at the same time increases their

own holdings in their joint business.

An eighth function of business life assur-

ance is to create an endowment, or mort-

gage redemption fund for colleges, univer-

sities, hospitals, Y. M. C. A.'s, or other com-

munity enterprises.

Trinity College of Hartford, Conn., is per-

haps the most frequently quoted instance of

this application of life assurance. The plan

in this case, adopted a few years ago, is to

have the alumni of the college insure their

lives in favor of the institution. Presuma-
bly, the premiums in this instance are paid

by the assured and the policies vary in

amount according to the circumstances of

the individual participants in this co-opera-

tive effort to build up a substantial endow-
ment fund for Trinity College. Only a few

days ago there appeared in one of the Amer-
ican papers a news item as follows:

"The 1917 senior class of Trinity College,

of Hartford, Conn., wtll follow the plan

adopted by the senior class of last year of

having the entire class insured for the ben-

efit of the college. The amount of assur-

ance underwritten and assigned by the class

of 1916 amounted to $20,000. The president

of the senior class has appointed a commit-

tee to arrange for the insuring of the class."

Other colleges and universities have also

adopted this idea of insuring the lives of

their graduates.
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Endowment assurance is carried on the

lives of a number of secretaries and qCh^
officials of the New York Y.' M. C. A;; tile

major portion of the premiums being paid

out of the association's funds. Then at

least one Roman Catholic institution in the

Province of Quebec maintains endowment
policies on the lives of members of the

order, the premiums being paid out of the

funds of the institution.

A ninth function of business life assur-

ance is to compensate a business for losses

which may arise through the death of a

valued employee or official.

While the upbuilding of a corporate en-

terprise may be so interwoven with the per-

sonality of its executive head that its stock

is taken and credit extended to it, as much
in reliance upon that personality as upon
the intrinsic merit of the enterprise, there
are frequently other men in such an organi-
zation who are essential to its success. The
expert scientific or technical employee occu-
pies a position of great import.Tnce in most
manufacturing concerns.

, A chemist hold-
ing secret formula, a skilled engineer, a
mechanic possessing inventive genius, a
sialesman with marked ability to control
certain outlets for the firm's products — the
ability and peculiar skill of such men have
a very positive influence upon the success
of the institutions by whom they are ?m-
ployed. The inevitable monetary loss which
would result from the death of any such
men should be, and very frequently is, pro-
vided for by means of business life assur-
ance.

An interesting example of this use of life

assurance was that of a very prominent
Canadian retail and wholesale produce firm.
Some years ago this firm extended its whole-
sale business to the British market and was
successful in securing as its representative
in England a very capable man — a man
whose big connection was of the greatest
value in assuring the success of the firm's
efforts to break into a difficult field. Those
at the head of this then comparatively small
but rapidly developing concern recognized
the fact that the loss of this man's service,
through death before his brancn of the bus-
iness was firmly established would prove a
serious matter. Accordingly, they placed
a large policy of fifteen-year endowment as-
surance on his life. As it happened he aid
not die and the prompt payment of ihe
policy on its maturity, during the period
of tight money immediately following -he
outbreak of the European war, was the sub-
ject of much comment and created a very
favorable impression as to the solidity and
reliability of life assurance, and its value
for business purposes.

A tenth function of business life assur-

ance is to establish and build up a pension

fund for employees.

Death is not the only contingency which
may deprive a business of the services of a
valued employee. His resignation may be
a far more serious matter, if it means that
he joins forces with a competitor, or even
becomes a competitor himself by embark-
ing in the same line of business on his own
account. But aside from that feature,
there is a decided advantage to the em-
ployer in continuity of service on the part
of his employees, which wideawake business
men in many different lines are endeavor-
ing to encourage by one means or another.
The staff pension fund is one medium very
frequently adopted for this purpose. By
this means the employees acquire a gradu-
ally increasing vested interest in the busi-

ness and their disinclination to change em-
ployers and thereby relinquish this interest

certainly does add to the continuity of ser-

vice and consequent increased efficiency of

(Continued on page 57)
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Prosperous Outlook for Cotton;
World Shortage and Few Working

Hours Are Factors in Situation

.III noit

Sir Charles Macara, World Authority, Says Government's Policy of Drift Cost Milliotis^ of
Dollars and Prolonged the War—Reconstruction Work Very Costly.

F7E contributory causes to prosper-
v;u3 times in the cotton industry

are giiven by Siir Charles W. Ma-
cara, one of the world's leading authori-

ties on cotton, in an article in the Empire
Mail. These causes are as follows:

(1) The Morld scarcity of cotton

goods; (2) The reduction in the avail-

able quantity of productive machinery
by devastation in war areas and by the

decay of machinery through inability to

caj ry out repairs in places not directly

touched by war—as in Lancashire; (3)

The slow resumption of their normal
work by the textile machinery makers,
who were all engaged in war work dur-

ing hostilities; (4) The enormous in-

crease in the prices of such machinery,
which naturally acts as a brake on new
enterprises; (5) The reduction of work-
ing hours from bbVz per week to 48.

Here you have a series of factors which
tends to place the largest possible de-

mands on existing machinery, and hence
the outlook is one which gives reason-

able certainty for very prosperous trade

for some time to come.

Government Policy Harmed Industry

In his letter. Sir Charles states that
not only was the cotton industry hard-
est hit by the war, but the policy of

drift adopted by the British Govern-
ment added to that discomfiture. He
states that, at the outbreak of the wav,
he advised the governments of England
and the United States to buy up and

store the raw cotton which, under peace
conditions, would have gone to enemy
countries. He estimates that the adop-
tion of this plan would have saved the

planters some £90,000,000 on the very
large crop of that season, and would
have avoided the disastrous fluctuatioas

of price which occurred in the earliest

period of the war. Sir Charles further

points out that, had this been done,

there would have been a reserve of cot-

ton on which to fall back in time of need,

gambling on the raw cotton markets
would have been stopped; and, what s

most important, the war might have
been shortened because there would
have been abundant supplies of cotton

for the manufacture of high explosives,

the shortage of which undoubtedly did

prolong the struggle.

Renewals Very Costly

"Much of the enhanced value now
placed upon the cotton mill is due to the

fact that the industry has weathered
the storm and emerged into a period

when new values everywhere are com-
mon," says Sir Charles. "Every kind

of machinery used in cotton mills has
increased enormously in prices owing to

the war, and doubtless the provision set

aside for renewals, repairs and depreci-

ation has been utterly inadequate in

view of this increase. And if there were
a revaluation of mills, now, upon the

basis of existing prices of machinery,

expenditure in renewals, etc., would

have to be calculated at a figure which
would tend to reduce the profits now
apparently being made. Moreover, much
of the profit made is simply recouping
the industry for heavy losses sustained
as a result of the war."

I

OTTAWA'S NEWS
Alexander, The Great Tailor, has

opened a store at 108 Sparks Street,
Ottawa, and will specialise in men's
ready-to-wear and tailor-made clothing.

Jess Abelson, the clothier and furnish-
er, 188 Sparks Street, Ottawa, opened
his new store on March 20. He opened
a new field in the advertising line for

Ottawa with a chapter on "The Chroni-
cles of Jess the Clothier," with a pro-
mise of others to follow. Fifty balloons
were liberated on the Friday to boost
the opening, every balloon having a
number attached. The next move was
to draw numbers and the lucky hold-
ers of these at once became entitled to

one of the following prizes:

1. Any $50 suit in the store.

2. Any $40 spring coat in the store.

3. Any $10 Borsalino hat in the store.

4. Any $10 value in shirts in store.

5. Any $3.75 box of Holeproof Hosiery

The Two Mac's celebrated their 31st

Anniversary Sale, having that well-

known date March 17th, as their birth-

day.
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News of the Clothing Trade

Hamilton Board of Education are

ordering 250 cadet uniforms from a firm

in Scotland.

T. C. Spence, of Perth, has purchased

the stock of A. W. Cook of that town,

merchant tailor.

The stock of S. Bosada, men's fur-

nishings of Cobalt, is to be sold by auc-

tion on April 7.

A. Everitt and Alf. Schnurr, in com-
pany with a Stratford man, have started

a clothing factory in Walkerton.

J. A. Armitage, of Kincardine, after

sixteen years in business, has sold out

liis gents' furnishing business to J. Mc-
Nab, who was formerly with Wm.
Mitchell Co.'s store.

The International Clothing Co. and the

Regent Dress and Clothing Co. of 312

Yonge street, Toronto, suffered heavy
loss by fire on March 12.

The One Big Union tailor unit,

Winnipeg, has demanded a weekly wage
of $45 and a 44-hour week. The men
are, at present, earning $32 to $35.

The seventh attempt to rob the store

of J. Paul, 329 Bathurst street, Toronto,
was frustrated. On six occasions this

store has been robbc'U and valuable cloth

taken.

W. S. and G. H. Richardson, men's
furnishers, of St. Thomas, have pur-
chased 677 Talbot street from Aid. F. A.

Lemon. They are planning to make the

premises an up-to-date furnishing store.

R. H. and J. Dowler have purchased
the International Hotel property on
Ouelette Ave., Windsor, at a figure in

excess of $140,000. It is the intention
of the firm to remodel the building into

a business block for the Dowler Com-
pany.

Mr. Horowitz, of the Cornwall Pants
Co., is asking for some assistance from
the town council in view of an extension
of their business. The company has re-

cently purchased the Pamondon pro-
perty.

R. S. Cull & Co., of Guelph, have been
awarded the contract of supplying the
police force of that city with heavy
trousers at $20, and George Wallace was
given the contract for serge suits for
Summer wear at $45.

M. Garriere of Hull is retiring from
the clothing business.

I. Semil & Co., clothiers of Hamilton,
are selling out their business.

Twelve coats valued at $2,000 were
stolen from the store of J. Krahn, 531

College street, Toronto, on March 26.

Mr. Berscht, of Caledonia, Ont., has
purchased the John Martindale store and
will open out a gents' furnishing busi-

ness.

D. R. Campbell, advertising manager
of the Alphonse Racine Co., Ltd., has
returned from an extended trip to Eng-
land and the continent.

Guelph records the fact that the first

straw hat of the season has been seen in

that city. It made its appearance on
Sunday, March 14.

Albert J. Brady, a commercial travel-

ler with the Bob Long Co. of Toronto,

died on Saturday, March 20. He was
forty years of age.

Bert Inglis & Son, of Brantford, re-

cently introduced Fashion-Craft clothing

into that city. A representation of the

firm from Montreal held a two-days' ex-

hibition at Inglis' Store.

Durrant & Stanley, tailors, of 316

Donald street, Winnipeg, have recently

purchased property on the east side of

Gary street for $16,000. It is their in-

tention to remodel ti'.e premises for use

as a tailoring establishment.

William Scully, president of William

Scully, Ltd., manufacturers of military

equipment, died on March 25. Mr. Scully

was well known to many of the members
of the men's wear trade.

The New York Customs Cutters' Club

has decreed a natural fitting coat, not

so narrow and a fraction longer. The
toothpick lapel is also banned. Narrow
sleeves will be retained and there will be

practically no change in trousers.

Vivian Dowker, managing director of

Van Allen Co., Ltd., Montreal, sailed

on March 27, for an extended trip to

the United Kingdom and the continent.

He wiill visit the markets of England,

Scotland, France and Switzerland buy-

ing shirtings, neckwear, silks, etc.
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Davis Bros., clothing manufacturers,
of Hamilton, have re:;ently opened a cus-
tom department.

One Big Union tailors have decided
to strike in Winnipeg early in April if

their demands for an increase in wages
to $45 per week and a 44-hour week
are not granted.

The Wideman Tailor Shop, 936 Rob-
son Street, Vancouver, was robbed of
about $1,000 worth of cloth. An attempt
to rob the store of J. T. Wing, 611
Gore Ave., was frustrated by the police.

Messrs. Mathieu & Pagan, Kamsack,
Sask, are opening up a store in George
Moore's store building on Railway St.,

pending more extensive premises on
Main Street during the summer.

The Arrow Neckwear Co., of Toronto,
have moved to 1184-88 Queen St. West,
Toronto. In last month's issue it was
incorrectly stated that they 'had moved
to 1144-48 Queen West.

Carpenter & Packer, civil and mili-

tary tailors of Piccadilly, London, are
showing genitlemen's higTi-giradJe suits,

overcoats, etc., at the Windsor Hotel,

Ottawa.

According to the Lethbridge Herald,

a local tailor predicted that clothes next
fall wouW be $100 a suit. The despatch
stated that tailor would stick with the
business till fall and then close up shop.

J. Samuels & Sons, cap manufactur-
ers of 77-79 Peter Street, Toronto, have
purchased the building of the Warren
Manufacturing Co., 786-788 King St.,

West. It is the intention of the firm to

move into the new building when cer-

tain alterations are completed.

Richardson Bros, have opened up
their new store on East Talbot Street,

St. Thomas. There are two deep ves-

tibule windows, with mosaic flooring

entrance, and the interior has treble

the space of the old building formerly
occupied.

Lieut.-Col. J. H. Blue, son of the late

Walter Blue and President of Walter
Blue & Co., Ltd., clothing manufacturers
of Sherbrooke, Que., was married on
March 25, to Miss KatMeen Tobin, se-

cond daughter of E. W. Tobin, M. P.

for Bromptonville, Que. Lieut.-Col. and
Mrs. Blue spent their honeymoon in New
York and Atlantic City.



yi§t M^^^^^^tiirer Not Responsible

I ^ For Exchange; is Detrimental to

i " - Interests and Injures Business

'B:-;,.An Explanation of How the Exchange Rate is Brought About and How It Injures the Mer-
!p'.tr-"'-'

cj^ants and Manufacturers—Present Unfavorable Rate Between Canada and the

United States Little Understood—U.S. Manufacturers Would Do Much to

Adjust It because They Are Losing Business.

EDITORIAL inotes and sometimes
lengthy articles have lately ap-

peared from time to time in some
Off the newspapers of Canada which
-would tend to make the ordinary reader

believe that the present discount on ithe

value of the Canadian dollar in the

U.S. is an arbitrary charge made by the

U.S. merchant, constituting an extra

pirofit for him, wihich he could foreigo if

it so pleased him.

A three column article recently ap-

peared in a Toronto newspaper ex-

plaining that the discount on the Can-

adian dollar was a charge made by the

U. S. merchant to cover what he con-

sidered or wviat he pretended to con-

sider was his risk of Vsing his moi.ey

owing to Canada becoming insolvent.

It is somewihat extraordinary .that

an lartiicle of this Vind should have
been allowed to pass the editorial cen-

sorship of a paper of any standing,

showing, as it did, the writer's lack of

knowledge of the most rudimentary
principles govemirig tine rates of ex-

change between the two countries.

No Fixing by U. S. Manufacturer

It oannot be too strongly impressed

upon the Canadian merchant that the

U. S. manufactui or 'rom whom he bry?

goods, has no more influence in fixing

the present premium which he is com-
icllied fto charge ^upion U. S. monkey
than has the Canadian manufacturer
himself in fixing the rate of exchange
between Canada and Great Britain,

France, Italy or any other counitry

whose currency is now at a discount in

comparison with our own.
When the Canadian manufaoturer

makes a sale to England or France, he

fixes his price in Canadian dollars. He
cannot do otherwise as, with a fluc-

tuating rate of exchange, he would
never know, should he agree to accept

payment in sterling or francs, wihast

sum he would realize for his goods. He
has no control- ov6r what his customer
will have to pay for Canadian dollars.

Ome thing, however, is certain. He
undoubtedly v/ishes his customer to be

able to secure Canadian money at a

reasonable 'rate, knowing thiajt unless

this is possible he stands a chance of

losinig fiuture business, and that, the

lower the premium on Canadian cur-

rency the better will be liis prospects

for a continuation of his foreign busi-

ness.

Evidence of this is forthcoming in

tiie recent announcement that our cho-

colate manoifiacturers, who a year ago

were sxipplying large quantities of their

manufactured goods to Great Britain,

find it difiicult to obtain ifurther orders

owing to the depreciated value of the

pound steiiing with regard to Canadian
money.
What then would be the feelings of

the Canadian manufacturer were he to

read, in the British newspapers, tirades

against his avarice and grasping dispo-

sition in exacting from his British cli-

ents a sum only just sufficient to pay
him the value of his goods in Canadian
dollars, and this because the rate of ex-

change necessitated the British mer-
chant paying more than the pound for

five dollars. Would he not, and with

justice, strongly repudiate and resent

such a charge?
And yet, this is exactly the attitude

taken by many of our own Canadian
newspapers towards the manufactur-
ers over the border line.

Losing Customers by Exchange

The U. S. trader quotes a price to his

Canadian customer in U. S. dollars. If

his customer can get those U. S. dol-

lars at par in exchange for Canadian
dollars, no one is more pleased than the

U. S. trader. He would do anything
in his power to make that possible. He
gains not one cent benefit if his cus-

tomer has to pay five, ten, or fifteen

per cent premium to get U. S. money.
The only result of such a state of af-

fairs to him is that he stands every
chance of losing his customer. What
then must he think when he finds him-
self helid up to opprobrium by Canadian
newspapers as a very Shylock for ask-

ing that sum in Canadian dollars which
will bring him, in U.S. dollars, no more
than the fixed price agreed upon for his

goods?
Opening Canadian Rank Account
True, in some cases he is now open-

ing a bank account in Canada and ac-

cepting Canadian money, but that sim-

ply means thiat he consideirs it pays
him better to accept less for his goods
rather than lose the business.

In border towns it has been custom-
ary in the past for retailers to accept

Canadian money at par, as they were
willing to lose the small charge for ex-

change rather than worry their cus-

tomers over such a trivial matter, but
with the increased heavy discount to

which the Canadian dollar is now sub-

ject, it has become impossible for them
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And Now, By Jove,

It's a Muff!
Muff for men is 'positively the

very latest thing among the board-

walk sensations. Only one ap-
peared, I ut then Spring is only
two days old and there is no tell-

ing just 7vhat Easter will bring

forth.

Just when the afternoon prom-
enade hour had reached its peak,
the cute little hand warmer blos-

somed forth. A perfectly norrnal
looking young man, he appeared
healthy and in his right mind,
came along in a rolling chair.

There were stares, gasps and
then grins, for the young fellmo
had both hands tricked into a
brown fur muff that matched the

fur of his topcoat collar. The
notice he drew did not huffle him
a bit. He just sat back arul

serenely enjoyed the scenery re-

vealed by the playful March, while
the human tnotor propelled the
chair along the walk.

to continue to do this. It is no bene-

fit to them to have to charge their cus-

tomers the rate of exchamge, but they

cannot be expected to accept as one

dollar a voucher for which tihiey can

only get 85 cents.

So few fully understand the circum-

stances causing the rise or fall in the

rate of exchange, that it is worth while

devoting a small space to an explana-

tion, showing in as simple a way as

possible how the money of one nation

comes to be at a premium or at a dis-

count in regard to that of another na-

tion.

The Explanation of Exchange
Perhaps we shall be able to undier-

stand the causes for an exchange rate

better than in any other way if we
place ourselves, for the time being, itn

the position of the exchange broker or

bank.

Let us suppose we are in business as"
exchange brokers; U. S. merchants

come to us for Canadian money and

Canadians come to us for U. S. money.

As long as the demand from each side

is about equal we need only make an

infinitesimal (charge, a small fraction

of one per cent, being sufficient to re-

munerate us. But let us suppose that

we have a very large demand for

U.S. money and practically no demandj

I
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for Canadian money. Our capiital is

soon turned entirely into Canadian

money for which we have no use. It

is lying idle, bringing in no return. We
ti-y to dispose of it to other brokers

and bankers, tout we find they are in

the same position as ourselves, all load-

ed uip with Canadian money. What can

we do? We must dispose of it in some

way and obtain U. S. curriency, in order

to carry on our business. The only

rthing we can do is to go to our finan-

cial friends amd investors whom we
may know and induce them to take it

from us by offering it to them at a dis-

count. This discount of five, ten or

fifteen per cent., or whatever we may
offer, induces them to take it from us

for investment in Canadian securities.

This is the only purpose to which they

can put it, otherwise they would have

to hold it and it would be bringing

them in no return. As our receirpts

of Canadian money continue we have

to offer them still greater inducements

to relieve us of it. Naturally we can--

not suffer the loss of this discount our-

selves, and so we have to charge it to

all clients coming to us with Canadian

money to change. Thus as the dis-

count we have to allow increases, so the

rate of exchange inicreases, and as long

as all our clients ibring uis Canadian

money and there is no counterbalanc-

ing demanid for it we are obliged to

exact a high premium from all who
re(iuire American money in exchange

for it.

Canadian Merchant Causes Rise

It will thus be seen that it is really

the Canadian merchant himself who
causes the rtise in the exchange rate,

'because ^e is willing to pay the dis-

count rather than do without American

money.

Rt-ducing the purchasing goods and of

paying for them to a transaction be-

tvveen two individuals, the Canadian
Buyer and the U. S. Seller, the proceed-

ings might be thus illustrated:

An Example

Canadian Buyer: I wish to place an

order with you for the goods on this

list.

U. S. Seller: Glad to supply you.

Those will cost you $5,000 in U.S.

money.

C. B.: But I have only Canadian

money.

U. S. S. : Sorry, but that is of no use

to me. I cannot use it in the States.

C. B.; But it is perfectly goodi You
can invest it in Victory Bonds which

will give you a good returm

U. S. S. ;Yes, but I have already in-

vested all I can afford in that way and

I must have U. S. money to carry on
my busihiesis.

C. B.: Well I must have the goods,

cannot you take my Canadian money if

I pay you a premium?

No Quotations on Cotton Webbings ;

Seeking Materials in English Market

Advances That Used to Be One-Half Cent Per Yard Are Now
Five Cents Per Yard— American Firms Will Not Guar-

antee Delivery or Quote Prices
—

"Presidents" Will

Likely Advance Further as Webbing Goes Up

WITH cotton webbing advancing

at the rate it is, the line of

suspenders mamafaotured by the

Dominion Suspender Co., Ltd., of

Niagara Falls—^like other lines—will,

in all probability, undergo further ad-

vances. Among notions, elastics have

taken the most rapid advances due,

almost entirely, to the increasing dif-

ficulties in making the webbing. Ac-

cording to Mr. Fleming, superintendent

of the Dominion Suspender Co., cotton

webbing early in February took an ad-

vance of 5 cents per yard; and this in-

surance, after the duty and the ex

change are paid, will increase the price

of the President suspenders about $1.50

to $2.00 per dozen.

U. S. Firms Will Not Quote Definite

Prices

Moreover, as Mr. Fleming stated, the

firms in the United States from which

they buy their webbing now notify them

that the price lists which they forward

are subject to revision on June 30, and'

that they will not guarantee to deliver

all the quantities which they acecpt as

orders. Deliveries for months back

have been very slow, with the result

that the Dominion Suspender Co. are

still working on orders that were in

the house last year.

The same difficulty is being experi-

enced in getting the artificial silk

yarns which are used in the construc-

tion of overcoats. Mr. Fleming states

that United States firms are refusing

to accept further orders and will not

even quote any prices. The President

suspenders took a jump of $2.00 a

dozen the first of the year, and, if the

price of webbing continues to increase

the way it ha,^, there will be a further

increase before long. Time was -when

suspender manufacturers thought an

advance of one-half cent a yard was a

big advance, but with advances of two

to five cents per yard they can only

see prices that will show a considerable

jump.
.y,f

Try to Get Webbing in England

At present an effort is being made
by the company to get webbing in Eng-

land and an order for over a million

yards has been placed. The price, how-

ever, is not even as good as that quoted

in the United States, because the fine

yarns used in the webbing have, orig-

inally, to come from the United States.

A large proportion of the webbing used

for this purpose used to be bought in

England, but the quicker deliveries

from across the line and good prices

turned a large share of this tradte to

the U. S. Now, however, with web-

bings increasingly scarce and with the

exchange rate so unfavorable from the

standpoint -of the Canadian buyer in

the United States market. English ma-
terials are again being sought in large

U. S. S. : I would rather you paid

me U. S. money, but if you cannot do

that I will try to find someone with

money to invest who is willing to puit

it into Canadian securities, but, of course,

I should have to offer them some induce-

ment, perhaps five or ten per cent.

C. B. : Very well, do the best you

can. I must have the goods so must pay
whatever premium you have to pay to

induce an inve.'^tor to take my Canadian
money.

The above conversation covers the

fundamental points of a purchase from

a U. S. merchant acting as his cwn
broker and shows the reason for an ex-

change rate.

The question of the balance of trade
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between Canada and the U S., and the
fact that this makes necessary settle-

ment for excess of American imports
in some other medium of barter than
goods has not been enlarged on here.

The exchange transactions, howeer,
resulting from the purchase of goods
and described above, explain the more
immediate causes of the fall in value
of our own dollar, and should make it

clear that, not only is the U.S. mainiu-

facturer in no way resippnsible for, and
gets nothing from the premium we
have to pay en U. S. money, but that,

on the contrary, a high rate is very de-
trimental to Ids interests, is injurious

to his prospects of future business, and
is a hindrance to him which he would
do anything in his power to remedy.



Turns Over Stock Ten Times;
Yearly Net Profit Over $18,000

Orth, Ltd., Off to a Good Start Before the War Ended and Going Strong Ever Since—Gave
Car Service to Returned Men and Made Many Friends Who Still Visit Him—Has

Seventeen Departments in Small Store—Man Behind Counter Should
Write His Own Advertisements.

Ti
^O make a net profit of $18,295
in twelve months in a little store
about 16 or 18 feet wide and 30

or 40 feet long, and in that time to turn
one's stock over ten times is not a bad
stroke of business for a year. Yet this

is what Mr. Orth, of Orth's, Limited,
London, Ontario, says he did in the last

year. The firm was formerly known as

Selak-Orth but Mr. Orth, within the last

three weeks, has purchased the whole
business and will now run it himself.

Nor is he less optimistic about the
future, even though the bulk of what is

known as the returned soldiers' trade is

gone, because he believes he made such
firm friends amongst these men that
they will come back to him; in fact, he
says, they are now coming back to hiui.

Started September, 1918

Mr. Orth started in business in Sep-
tember, 1918—three months before the

armistice was signed. During those
three months of civilian trade he says
be did more business than had been done
in the previous twelve month* on th:;t

spot. He put new "pep" into the busi-

ness, made a specialty of his windc/V/?,

and began to advertise in such a way
±hat it brought results.

How He Handled Returned Men

Then the returned men began to need
new suits of clothes and Mr. Orth was
right on the job. He engaged motor cars

to go to the Heights, where the men
were demobilized, and he picked thorn up
and brought them to his store. Personal

cards were distributed amongst the men
.as they came into London and the sys-

tem was so organized and, Mr. Ortl;

says, he gave them such servic? that

they recommended other men to go to his

store after they, themselves, had been

served. It turned out to be a great busi-

ness, and in these twelve months, whon
the men were coming back in great

numbers from overseas, Mr. Orth ?ays

be turned his stock over no fewer than

ten times.

Seventeen Departments

Mr. Orth keeps a very careful watch
on everything in the store. Though the

store is a small one, he departmentalizes

it and has seventeen of them. At the

€nd of each month he knows exactly

what business be has done in every de-

partment and how his stock stands. The
statement of each department shows

-what he had on hand at the beginniag

of the month, what he sold, what he

ordered for each department and the JOHN PTRTTT TO
balance on hand at the end of the month. •'

In this way he is able to stop any leak-

ages that might arise, and he kn ,>ws if

some of the lines carried are moving
too slowly or not.

i
Man Should Write Own Advts.

Mr. Orth believes that the man be-

hind the counter should write his own
advertisements. Every man acquires
the reputation of a salesman behind his

own counter by the manner 'ri whii;h he
approaches the customer and the way
in which he sells goods to him; there

must be a good deal of the personal
persuasion about it. Mr. 0"th feels

that the same principle holds firm in

advertising. A man must talk to his

customer as he talks to him if he were
in the store, and he thinks that n > other
person or agency can do this for him; he
does it himself. He o^its his advertising

to conditions. So iar as newspaper aJ-

vertising is concerned, he did very little

during the days of tae returned soldiers'

rush, his money was spent in a .-ervice

that brought him in closer personal touch

than through the columns of the news-
paper. But this yea7' he expects to spend
about $200 every month in nev/jpaper

advertising, becau'si^ the personal appeal

is gone. And he is equally convinced

that newspaper advertising brings good
results. As an instance of this, he stated

that he had run a kalf-page advertise-

ment in the London papers on the Friday
of a recent week advertising a special

day for made-to-order suits. The fol-

lowing Saturday, he says, he did $950
in cash business, and $400 worth of spe-

cial ordered suits.

Xmas Sale of Ties

Mr. Orth makes the very most of his

windows and changes them not less than
once a week, and very often twice during
the busy seasons of the year. At Christ-

mas time he filled all five windows with

boxed ties for thref> weeks before the

25th, and he said people were wondering
where all the ties came from. His store

is one block away from a few large de-

partmental stores, and he figured out

that he had to make some strong appeal

for a share of the Christmas trade.

Moreover, he believed that the boxed tie

would appeal to the women more than

to the men; he says that a woman will

become more impatient in waiting for a

parcel to be wrapped up than a man.
The result was most gratifying; Mr.
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KIWANIS CLUB
Tells Why Materials Are So High in

Price

"Some phases of the Tailoring Busi-
ness" was the subject of an address
gtiven to the Kiwanis Club of Hamilton,
recently by one of the members of the
trade, John Firth.

Mr. Fiirth displayed an ivory potato,
grown in Brazil, from which buttons are
mianufaotured, and gave some illustra-

tions of the buttons going through the
several courses of manufacture. The
speaker also had different samples of
cloth, and gave an outline of tihe manu-
facture of woollens from the time the
wool is secured from Australia, shipped
to the woollen factories of England,
and manufactured into the different
grades of cloth for suitings, giving some
explanations of the dliflf(erent class of
materials, such as pure woollen goods,
worsteds, shoddy goods, and cottons,
and explained the reason the different
grades do not stand the wear and use
that the pure woollen goods will, which
under the present conditions, is some-
what difficult to procure. Kiwanian
Firth also gave some of the causes for
the present cost of materials requisite
in the tailoring business, and informed
the club that it was diffiicult for the
manufacturers of woollen goods to ac-
cept large orders, owing to the difficulty
they experience in getting stock en'ough
ahead to supply the trade.

Orth says he sold $6,000 worth of ties
for Christmas.

Will Use Mile Posts

Now that Mr. Orth has taken over the
business himself he is about to make his
name known for many miles around. In
sixteen different directions and for fif-

teen miles in these directions he will
have mile-posts put up in the near
future. With the increasing motor traf-
fice in Canada, not forgetting the
transient traffic, he believes there are
many motorists always looking for signs
along the road telling them how far they
are from the next town or city. Mr.
Orth is going to tell them; and he be-
lieves that if there are any people in the
car who want clothes or haberdashery,
he will have a very good chance to sell

them.
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Officials Think
Suit Clubs Are

Lottery Dodge
New Plan to Make Money on Clothes

Detroit.—An income estimated at from

$5,000 to $10,000 weekly was the reward

of Louis C. Wasmus from four "suit

clubs" which Sie organized and managed
in Detroit.

A warrant for his arrest on a charge

of mainta'inng a lottery has been recom-

mended by Prosecutor Bishop, after an

investigation which lasted for several

months.
Has Four "Clubs"

There are four of the suit clubs operat-

ing here, and the Prosecutor learned that

Wasmus runs every one of them. These

clubs are known as the Bell Tailoring

Company, Unique Tailors, Bradley Tail-

oring Company and Harvey Budd Com-
pany.

Men joining the "club" were required

to pay $1 a week until a certain amount
had been paid in and then had the

privilege of selecting a tailored suit.

The price ranged from $38 to $55. As
a means of inducing- victims to join, it

was announced that once each week
there would be a drawing, and the lucky

man would get a suit free.

"No Free Suits"

After weeks of investigating the

Prosecutor has been unable to find one
man who ever got a suit free. A Ford
employee came close, however. When
notified he was the lucky man he went
after his $38 suit which was to cost him
nothing. He was told the $38 suits

were gone, but he could have a $55 suit

by paying the balance in cash. In the

de])artment with this man were 100
men paying for suits.

The Prosecutor learns that no man
got his suit for the amount agreed upon.
After he paid in a stated sum he was
told goods at that price were gone and
was shown suits at from $95 to $110.

WHY STORES LOSE TRADE
Investigation among 197 households

developed the following reasons why
they quit trading at certain retail stores:

Indifference of salespeople 47

Attempts at substitution 27

Errors 18
Tricky methods 18

Slow deliveries 17

Over-insistence of salespeople .... 16
Insolence of salespeople 16

Unnecessary delays in service 13
Tactless business policies 11

Bad arrangement of store 9

Ignorance concerning goods 6

Refused to exchange goods 4

Thirty-five per cent, on account of in-

difference, insolence or ignorance on the
part of salespeople! After making
every allowance for customers' faults,

this exhibit indicates a staggering pro-
portion of inexcusable faults in the aver-
age retail store—faults which the man-
ager who knows his own interests will

not tolerate.—The "Viewpoint."

F. W. STEWART
Canadian Manager of the Clnett-Pea-
hi<dy Co., Ltd., ivho gave a Lecture
tvith Cards at the Provincial Conven-
tion at Toronto in February.

Canadian Tweeds

For Newfoundland
Canadian Tweeds — Attractive Market
For Woollens in Adjoining Colony

A number of Montreal firms have

recently been receiving inquiries from

Newfoundland for Canadian tweeds,

and it would appear that there is a

fruitful field there for greater exports

of the Canadian materials. Hitherto,

the United Kingdom and the United

States have done the buJk of exporting

to that colony, and it is altogether like-

ly that the exchange rate may now be

having the tendency to divert these in-

quiries Canada-wards. While imports of

tweeds and woolen goods into Newfound-
land from Canada have increased dur-

ing the last few years, those from the

United Kingdom and the United States

show much larger increase. Such im-

ports from the United Kingdom increased
from $201,913 in 1916, to $308,636 in

1918; from the United States, from $37,-

075 in 1916, to $137,495 in 1918; while
from Canada during the same years, the
increase has only been from $4,698 to

$16,411.

STABILIZES BUSINESS ; PROVIDES ANNUITY
Continued from page 51

the working forces of the business concern

which maintains an employees' pension fund.

Life assurance affords a most excellent

method of creating a pension or retiring

fund. Public confidence in the security and
impartiality of the regular life insurance

companies tends to make any scheme built

in conjunction with such an institution

more popular than one maintained and con-

trolled entirely by the employers of those

whom it is intended to benefit. And the

flexibility of life assurance makes it possi-

ble to adapt it to the requirements of almost

every individual case.

Where pension funds are to be established

for specified employees individually separate

endowment policies should be effected on

each life. The employee may be required to

pay a certain portion of the premium, if it

is thought advisable. In that event, an

agreement should be made between the em-
ployer and employee covering the terms

upon which the policy can be taken over by
the assured in the event of his severing his

connection with the concern which was a

party to the insurance. If the assured does

not contribute any portion of the premium
the policy can be surrendered by the em-
ployer concern in the event of the assured
leaving its service.

It has only been possible to touch upon
the various phases of business assurance in

a general way. The time will not permit
of our considering Group Insurance, which
is chiefly for the use of firms employing
fifty employees or more.

I hope that I have not created the impres-
sion that the benefits of business assurance
apply only to partnership or incorporated
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companies. It is equally applicable to the
individual proprietorship.

The man who is sole owner of a business
would do well to protect himself with busi-
ness assurance on the life of one or more
valued employees. If he enlarges his busi-
ness he could cover the temporary risk with
life assurance. If he mortgages his busi-
ness property he is not safe unless he has
life assurance protection to cover the debt,
as well as any floating indebtedness. He
would do well to carry Ijusiness assurance
for the sake of the loan value which would
grow available to tide him over times of
pressing need, or to provide ready money
when opportunity knocks, thereby avoiding
the necessity of diminishing his family's
protection by availing himself of the loan or
cash value of his personal assurance. He
should provide for the depreciation of his
stock when he is taken away from it. A
man's stock-in-trade invariably depreciates
immediately he is gone, and finally his bus-
iness owes him a retiring allowance which
can be best provided for from year to year
through the instrumentality of business life
assurance.
The business man who has only personal

life assurance is usually not half insured.
The average business man is also a home-
supporter. His family's welfare is depen-
dent upon his business welfare. Business
adversity is liable to (blight his home— to
bring home from college his son or daugh-
ter— to drive his high or public-school boy
to earn his own living prematurely—to
cause his family's removal to a smaller
house or to an upper tenement— to reduce
himself to the ranks of ill-paid employees
where executive ability is at a discount
This is an old, old story.



Will Undertake to Educate
Public Regarding High Prices

State Conventions in the U.S. Recognize That the Pubhc Needs Information Regarding Costs

in Clothing Industry—Will Take Space in Daily Papers for This Purpose

—

Similar Action Might Well Be Taken in Canada.

THE advisability of undertaking a

publicity campaign by which the

consuming public would be the

better informed regarding the increased
cost of clothing and the reasons there-

fore, and of giving an insight into the
net profits made by retail clothiers dur-

ing the year, was strongly urged at the

convention of provincial clothiers, by F.

W. Stewart, Canadian Manager of the

Cluett-Peabody Co., Ltd. The vast ma-
jority of people who constitute the con-

suming public know little or nothing
about the intricacies of modern business,

and they imagine when they see in the

asking for a 50 per cent, profit, that
that figure represents the net profit

made at the end of the year, because
it is the profit asked for on the sale of

every suit of clothes. Few people know
that it costs between 20 and 25 per cent,

to do business; which ignorance pro-

vides the necessary foundation for many
ill-considered articles appearing in the
daily press to the purpose that clothiers

are demanding too much in asking for

33 1-3 per cent, profit on suits and over-

coats.

What New England is Doing

Many of the state conventions re-

cently held in the United States, have
discussed this question, and are grap-
pling with it during the present year.

Foreseeing what they believe to be a

falling-off in the consumer's demand,
due to advanced prices that must be
asked for spring clothing, the New Eng-
land Retail Clothiers' Association in

convention in Boston, discussed means
of giving the consumer the benefit of

every possible reduction in prices con-

sistent with good business. Further than
that, they resolved to acquaint the pub-
lic with the reasons for the elevation

of prices, quoting facts and figures

which should be convincing to retail

customers that the New England re-

tailers are not responsible for high
prices, and are absolved from the charg-
es of profiteering which are rife. Jn

seeking a means of reducing prices, it

was proposed that to a certain degree,

this end might be attained by co-operat-

ive buying, which would somewhat re-

duce the wholesale selling cost of mer-
chandise.

Will Use Full Page Advertisements

The clothiers of the Satae of Georgia
are to take similar action with regard
to acquainting the public as to the high
cost of clothing. A state-wide adver-
tising campaign will be instituted, tell-

ing the public that they are going to

co-operate with the fair price commis-

sioner of that state, in an effort to re-

duce prices of clothing by selling at the

lowest possible margin of profit. This
commissioner, when asked for a state-

ment, said that he would have no fault

to find if profits were as low as 33 1-3

per cent. At the close of the conven-
tion, a resolution was adopted calling

for the publication of page advertise-

ments in the leading Georgia papers,

containing the pledge of the association.

Nebraska Advises Conservative Buying

The clothiers of the State of Nebraska
have adopted a somewhat diff'erent pro-

gram with, however, the same object

in view—that of informing the public

that they are not responsible for the

high prices prevailing in the clothing

industry. They adopted six cardinal

points to be developed from day to day,

for the enlightenment of the public.

They are: "Encourage the public in care-

ful, conservative buying;" "Discourage
numerous new models;" "Avoid speculat-

ive buying for the future;" "Advocate a

sixty-hour week for labor instead of

44;" "Co-operate with the government in

an effort to reduce the cost of living;"

"Give the law of supply and demand a

chance to operate." Absolutely no re-

duction in clothing prices is looked for

by the clothiers of this state, and they

feel that the buying public is more re-

sponsible for high prices than they are.

Getting Back to Earth

Ohio retailers in convention realized

that the time was coming when they
were getting back to earth, when they
should do some real thinking and less

speculating. The danger of the indus-

trial unrest prevalent in the country was
discussed, and the fact that the retailer

through his peculiar position was most
easily subject to the cry of "profiteer",

was a subject taken into consideration.

In order to overcome them it was re-

cognized that the retailer must do his

utmost to acquaint the public with the

real reasons underlying the high prices

and, at the same time, practise patriot-

ism in its highest conception by selling

goods at the lowest possible prices con-

sistent with good business. President

John Martin, in addressing the conven-

tion, urged that speculating and over-

buying be avoided and he advised that

it behooves clothiers to buy 75 per cent,

of his last fall's purchases this year.

Manufacturers Will Do Likewise

Not only the retailers, but the manu-
facturers, too, are to take a hand in a

campaign for the information of the

public. At the convention of the Nation-
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al Association of Clothiers held in New
York in February, the advisability of in-

stituting a $60,000 national advertising

campaign to acquaint the public with the

basic reasons for prevailing prices of

clothing for spring and fall 1920, was

discussed but action was deferred until

some conferences should be held with the

National Retail Clothiers' Association.

Might Take Action Here

It would seem that similar action

might well be taken in Canada by each

provincial clothing section of the Retail

Merchants' Association, or by a co-oper-

ative action on the part of the provinces.

The clothiers of Canada have been un-

fairly placed under a cloud of suspicion,

and the daily press, in pandering to

public opinion, has taken little pains to

ascertain the facts of the case, and has

availed itself of every opportunity to use

anything that looked like a "sensation"

in the clothing business. Might it not

be a wise plan to educate the public, as

well as the daily press, by the use of

some space in which exact information

regarding the whole clothing industry

could be given?

CANADIAN BRANCH TO A. STEIN
& COMPANY

A. Stein & Co., Ltd., a branch of the

same firm with offices in Chicago and

New York and known as the makers of

"Hickory" garters for women and chil-

dren, "Flexo" arm bands and other elastic

articles recently began active manufac-

turing in the Empire Building, 64 Well-

ington Street West, Toronto. This firm

has been in business since 1887 and their

main factory is at Chicago.

"The high standards of quality which

A. Stein & Co. have always maintained

anl which have won for them an inter-

national reputation will, of course, be

strictly adhered to," said R. S. Donnelly

theiir manager in referring to the open-

ing of this Canadian branch. "There is

a real appreciation in the Dominion for

products like ours and there is no reason

why we should not duplicate here the

same success that has rewarded our ef-

forts in the United States."



Urges Government

to Encourage the

Flax Industry
Says One Firm Contemplating Growth

of Flax in Ontario and Quebec

S. F. Glass, of East Middlesex, ad-

dressed the Commons at Ottawa the

other day on the question of encouraging

the growth of flax in Canada in which

he strongly urged that the Government
might put more "pep" into the growth
of this industry. Pointing to the world

shortage, Mr. Glass said that it would
prove a most profitable industry at this

time.

Several methods were suggested by
Mr. Glass by which the flax and hemp
industry could be encourag,ed. These in-

cluded: The establishing of experimental

and demonstration stations convenient to

the area within which the fibres have
been successfuly grown, so that scientific

direction might be given the growers; by
lending such encouragement as may be
needful to the perfecting of mechanical
labor-saving devices in handling the
crop; by scientific standardization and
grading of seed and fibres so that a per-
manent market might be obtained for the
exportable surplus; by competent direc-
tion and encouragement by propaganda
in order that production of the fibres
may be extended to all the provinces, and
by continuing and further extending
such encouragement as may be necessary
to develop the spinning industry in
Canada.

Mr. Glass said that if it were good
policy during the war to utilize all avail-
able land to increase crops, it was equal-
ly good policy now, m view of the world's
food shortage. Too many men, he thought,
were trying to find substitutes for work.
Labor and the farmer had to get to-
gether, because it was apparent at pre-
sent that their purposes were opposite
each other. Farmers had to be assured
that there was no danger of over pro-
duction of food for many years, and that
the existing prices would likely be main-
tained for a considerable time.

Great Possibilities

The speaker quoted at length various
authorities to show the possibilities for
Canada to grow flax. The Belfast Knit-
ting Mills were contemplating growing
2,000 acres of flax in Ontario and Quebec,
and it might be that their large mills
would ultimately be moved here. Steps
should be taken to develop properly the
flax straw-growing industry in Western
Canada. Mr. Glass declared that the
Department of Agriculture in the
past had not displayed the proper "pep"
in dealing with the subject that was ne-

MEN'S WEAR REVIEW

Takes Advantage of

Good Roads in His
Advertising Campaign

Robt. Doherty, of Woodstock, Will Tell Oxford County That He
is in Business—Every Fence and Many Posts Speak of

Doherty, the Clothier—Looking for Big Year's Business.

THE day of the tiresome Saturday
journey to m.arket, five, ten, or
twenty miles distant, is gone. In-

stead of lumbering along over a stoney
road in a market-waggon, which creaked
under the burden of provisions for the
city folk, Mr. and Mrs. Farmer jump
into their car and whizz away to the
market town in a few minutes. Even
though the distance be twenty-five miles,

it matters little in these days of automo-
biles, giood roads and plenty of money.
Perhaps the village storekeeper watches
his former customers thus whizzing
away with some envy, because their

super-six is as ladeiied when they come
home with merchandise as when they
started out with provisions. But the city

storekeeper is precisely in the same posi-

tion; there is, apparently, something
more inviting about the styles shown in

other towns—that ii, to a certain fixed
proportion of every town, village and
city—than in one's own. Human nature
has always been the same in some re-

spects, and always will be.

Good Roads Rrinn^ Business

The wise merchant is the one who, see-

ing this development, takes advantage
of it. Good roads have come to stay,

and the day is coming when great
asphalt highways will net their way over
the face of this country. That always
means considerable transient trade, par-

ticularly throughout the summer
months. And it also provides the op-

portunity of keeping the surrounding
countryside constantly informed of the

fact that you are in business. Every
farmer and his wife who starts out for

town is a prospective customer; the first

peep he or she gets into your store is,

perhaps, by something along the road-

side.

Doherty, of Woodstock

At least, this is what Robt. Doherty
& Co., Woodstock, Ontario, believes. Ox-

ford County is, perhaps, as well equipped

with good roads as any county in the

province, and Mr. Doherty intends to

take full advantage of that fact. He
says that roads bring big business to

his mill. He has waited on a customer
at eleven o'clock on Saturday night who
had twenty-five miles to drive home; but

it meant nothing, because the automo-
bile had taken the place of the market
waggon. Mr. Doherty, therefore, is

painting his name on fences throughout
Oxford County; he is putting up signs

along the highways that lead to the

county town of Oxioi'd; he wants to, lit-

erally, plaster the old county with the

name of Doherty. If farmers who start

for Woodstock to do their ^hopping any
morning of the week don't know that

Robt. Doherty is in business, it won't

be his fault, because he is going to re-

mind them of it at every turn of the

road.

Business is Good

Mr. Doherty says that business is good
and that there is little difficulty in get-

ting high prices for goods. There are

customers who make a brief kick about
prices, but they pay them just the same.
He says it is easier to get 35 cents for

a collar than it was to get 30 cents, and
this seems characteristic of all other

lines. He says he finds it easier to get

prices now than when they are normal.
A customer might pass the remark that

prices are "awful," but they take them
i"st the same and say little more about

it.

Look F^or Good Year

MEN'S WEAR REVIEW in visiting

Woodstock merchants found that they
were looking for as big a year as they
had last year. They pointed out that

demobilization centres, such as London
and Toronto, got a good deal of business

that was justly theirs, but, in spite of

that fact, they had a big year and look

for as big a one in 1920.

cessary to make the industry a success.

Hon. S. F. Tolmie, Minister of Agri-

culture, assured the House that the Gov-
ernment was keenly alive to the devel-

opment of the industry. As present prices

were so high, it was probable there would
have to be a certain amount of settling

down before great progress could be
made. Progress had been made in build-

ing a satisfactory pulling machine, and he
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expected by next year an efficient one
would be on the market. Seeders and
scutchers were also being experimented
with. There was need of education to show
the people that while flax-growing en-

tailed much work it was a paying pro-

position. He would try and carry out

Mr. Glass' instructions to put more "pep"
into matters pertaining to the flax in-

dustry.



Buying for Fall Commences
in Overcoats and Suitings

The Markets at a Glance—Shirts Harder to Get—Collars May Soon Take Another Jump
in Price—Silk Markets Show Little Improvement—Overalls Higher in Price.

CLOTHING

TRAVELERS with overcoats for Fall and
Winter, 1920-21, are on the road and what
^las been expected by retail merchants is

actually coming to pass. That is, prices are con-

siderably in advance of those of last Fall and
Winter. Lines that cost the retailer $44 are up
to $50 and better, and from that price they go
up to $100 and even higher than that. There
are some exclusive English styles for which $110
is asked. Prices to the consumer, therefore, will

range from $60 to $150 for the coming season.

Similar advances are being paid for overcoat

cloths. Retailers who have bought their lines of

overcoats for the next Fall and Winter season
seem to feel that the crest of hi^h prices has
been reached. Most of them are looking for a

good overcoat season and have bought fairly

heavy supplies. Many loose styles are being
shown. Clothing travelers with Fall suits will

be out on the road within a few weeks and there

will be the same proportionate advance which
will probably range from 15 to 25 or 30 per cent,

on last year's prices. Houses are sending out

their representatives later this year for various

reasons. They have felt that it would enable
them to show a more complete range because
their deliveries from the Old Land have been
late. Moreover, the question of labor has had
to be taken into consideration as requests for

increased wages on the part of the garment
makers are pending.

SHIRTS

The difficulty in getting shirts is increasing

and it can be taken for granted that the situa-

tion will get worse from month to month.

MEN'S WEAR REVIEW knows of a retailer

who had to open a new store recently without a

shirt in stock because he was unable to get

them. In three or four months' time it will be
extremely hard to purchase shirts at any price.

Deliveries that were to have been made the first

of February are just coming to hand and they
are incomplete. Wholesale buyers have visited

retail stores trying to buy up odd lots and odd
sizes but without much success. One other
thing that is very hard to get at the present time
is pyjamas.

COLLARS

One of the leading collar manufacturers in

the country refuses to take further orders for

hard collars for four months and the day may
not be far off when the consumer will be asked
to pay 50 cents for his linen collar. It is, as the
trade well knows, very difficult to get stocks of

linen and manufacturers have much more busi-

ness than they can attend to. The situation with
regard to soft collars is no better; there is an
increasing scarcity and popular sizes are very
hard to secure.

UNDERWEAR AND KNIT GOODS
Canadian mills are absolutely filled up with

all the orders they can handle for the next year
and Spring prices for 1921 will be, it is said,

about 25 per cent, in advance of those of this

Spring. A manufacturers' agent told MEN'S
WEAR REVIEW a few days ago that his selling

period for Fall had been considerably shorter
than last year. It is no trouble to sell goods at

all ; if jobbers or manufacturers will guarantee
deliveries they get rid of their lines very quickly.
Canadian mills have never had the business they
are getting now.

NECKWEAR
Though Swiss silks are reaching Canada,

manufacturers of ties say the quantities are so
small that it makes little difference in the whole
situation. There has been no easement in the
United States markets insofar as Canada is

affected. The drop in the exchange, while it has
made buying a trifle more profitable, has not
increased the quantities at the disposal of the
Canadian buyers and they are still unable to get
near the quantities they want to make up the
orders that stream in to them.

There is still no indication of improvement
in the world outlook on the silk industry. Recent
reports from Japan are that prices have ad-
vanced 10 per cent, and that further advances
are looked for. Jobbers in England and France
are asking the Swiss manufacturers to accept
open orders as far ahead as the Spring of 1921.
Quantities coming from Italy are smaller than
was expected. The eight-hour day granted to

the laborers has done much to curtail the pro-
duction. Even when the material is in hand to
work on there is frequently a shortage of fuel,

due to lack of fuel.

OVERALLS
Retailers tell MEN'S WEAR REVIEW that

overalls for Fall are to be $39 and that $36 is

being asked now. The day when overalls were
used as a leader to sell other merchandise to the
workingman is passed ; it is now an article of
itself which cannot be used further as a bait.
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MEN'S WEAR REVIEW
CLOTHES \T $12 PER SUIT

(Continued from page 37)
ment talks glibly of "mass production."
Yet the usually well-informed "Times"
commences a half-column of fulsome
praise of this scheme with the sentence,
"Thousands of people who read in the
newspapers yesterday morning that
suits of clothes made to measure could
be supplied at prices ranging from £2.

17s. 6d. to £4 17s. 6d., etc."

"Perhaps we do an injustice to Mr.
Mallaby-Deeley in this respect, for we
notice that his advertisement does not
say that the suits are 'made to mea-
sure,' but 'finished to measure,' a distinc-
tion with a very great difference.

"Any member of the public who im-
agines that these suits are cut specially
from the measures he supplies is labor-
ing under a serious misapprehension.
That would be to repudiate Mr. Mallaby-
Deeley's own statement regarding 'mass
production.'

The Factories
"Mr. Mallaby-Deeley speaks very

vaguely of three factories. He does
not tell the public exactly where those
factories are, or whose factories they
are. In the absence of such information
we have only the statement made by
Mr. Mallaby-Deeley to press represent-
atives that the factories in question were
enagaged on contract work for the War
Office.

"There is one point in Mr. Mallaby-
Deeley's announcements in regard to
which we must utter a most decisive
protest. He says that 'the present high
prices are absolutely unnecessary and
cannot be justified.' As it is only
the distribution from the factory to the
public in which Mr. Mallaby-Deeley is

taking a hand, this remark is a gratui-
tous insult to the vast body of clothing
retailers of the country. And in view
of the fact that it is now generally ad-
mitted that the retailer is not responsi-
ble for the high prices prevailing, we
are surprised at responsible public
newspapers supporting statements of
this character."

Canadian clothiers will watch this ex-
periment with interest.

LABOR UNREST FELT IN JAPAN
Button Industry Forced to Make Wage

Increases—Long Hours Still

Prevail
That labor unrest is confined to no

one continent is evidenced by the facts
brought to light in a report just received
from Japan.
The largest button factory of that

country, employing about four hundred,
is located at Kobe. It is renorted that
wage increases in this plant' to the ex-
tent of 40 per cent, have, during the past
year, been demanded and granted. Be-
cause of the increased cost of rice and
other food products demands for further
increases are becoming more and more
insistent.

Japan's present average wage for men
button makers is Yen 1.50 (about 75c)
per day, and for women who do the ma-

Want Goods According
to Sample; Saskatoon

Merchants on Record
Clothing Men Are Entertainers of Retail Merchants—Address bv

Prof. Rose, of University—Other Business.

ONE of the novel features adopted by
the Saskatoon branch of the Re-
tail Merchants' Association is a

plan whereby they hope to increase the
interest on the part of the membership
by having each different section of the
trade provide the entertainment for one
evening. "Get acquainted" is the spirit
of these general monthly luncheons. All
trades are in attendance as the business
transacted is of a general nature. The
February month-end meeting was re-

markable for the good fellowship ex-
pressed in the large attendance. Com-
petitors in business insisted on treating
the fellow across the street as though
such a thing as business did not exist.

Clothiers Entertain

The entertainment featured by the
clothing trade section, was a winner
from start to finish. A banjo quartette
and two pianists to spell each other was
at the head of the bill, and when it came
to banjo twanging, Harry Tupling of the
Nifty Man's Shoe Store, is as much at

home as when he is fitting "the latest

thing in suits" on the college student.

"From caveman to date," was the

subject of the address of the evening,
given by Professor A. S. Rose of the

University of Saskatchewan. He dealt

with the evolution of education from the

time of the caveman through the dark
ages, right down to the present time.
He showed how the caveman first learn-

ed to count by numbering the bones of
the slain in their tribal fights. The rude
pictures drawn and clipped in the walls
of the caves, he described as the begin-

ning of art. Prof. Rose showed how
man first started trading. The cave
dweller who had more fish than he need-
ed, "swapped" fish for meat or furs. The
stone as a symbol of weight, first came
into use by our ancestors suspending a
stick by the middle with a stone at one
end and weighing fish or whatever other

article they wished to trade at the other,

thus making them balance.

Resolutions Passed

After the coffee and ices, the meet-
ing was called to order for business, and
a number of important resolutions were
passed. Among them was one which is

to be presented to the Dominion Associ-

ation, asking firms selling to retailers

to fill orders according to samples. This
motion met with the hearty approval of

the clothing men present.

With a view to bringing out every
member of the association, each mer-
chant present undertook to see that at

at least one more merchant attended the

next monthly luncheon.

chine work and carding, Sen 70 (about
S.'ic) per day.

As yet there have been no demands
for shorter working hours notwithstand-
intr the fact that in some smaller estab-
lishments the hours are excessive. In

most factories the men work but seven
hours a day, while the women work nine
and ten. The apparent lack of interest

in shorter working hours may be attri-

buted to this difference in the bcurs of

men and women workers.

Clothing Mfg. Assoc,
Montreal, Elect

New Officers
Lyon Cohen Retires After Four Years

President

Mr. Lyon Cohen, who, for the past four
years, has been president of the Clothing
Manufacturers' Association of Montreal,
has retired from that office and is suc-
ceeded by Mr. B. Gardner.
When interviewed by our representa-

tive, Mr. Cohen stated that in spite of
the request and petition of the members
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of the association to continue in the
chair, he was compelled to relinquish the
reins of office, owing to the number of

activities in which he is engaged.

Mr. Cohen, in a brief summary of the
situation, said that the past year had
been an epoch-making one in the history

of the industry. Organized labor had
been recognized, and the principle of col-

lective bargaining had been adopted.
Elaborate .machinery to carry into effect

these principles had been installed, with
labor managers, statisticians and an
impartial chairman, supported by both
manufacturers and workers.

Mr. Cohen hoped that through these a
better understanding with labor would be
brought about, which would avoid strife

and insure continuity in employment.
He concluded by expressing his appre-

ciation of the co-operation which was
given him by both the manufacturers and
union leaders.

Other officers elected for the year are:
Vice-president, E. H. Smeed; secretary,
Jos. Desautels; treasurer, J. H. Brown-
lee.
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The above is a picture of a spring windoiv by R. S. Brown of Collingwood. Mr. Brown started in business in Col-

linffivood in October of last year, being a successor to C. C. Begg. He cavie from St. Chrysostome, Quebec, which is

about forty miles from Montreal. Mr. Brown stated to MEN'S WEAR REVIEW that the first change he had to make
in his store was to have a thorough understatiding that there was only one price instead of several as there had been

before; the p^-ojyrictor had one and, Mr. Brown says, the clerks in the store had aw^tJier.

To make himself known to the people of Collingwood and the surrounding country, Mr. Brown advertises liber-

ally in the two local papers. He uses alternately a different style of advertising. For one week, his advertising is more
in the nature of a talk on general conditions and the lines he carries and he follows it tip the next week with a more
detailed account of these lines and quotes prices. One of the first things he gave the people of Collingwood to under-

stand was that he was not of the class of merchants who can always sell a $30 garment for $19.50, that his business

was an up-to-date, honest business in which he would make an effort to give value for money spent in his store. In

the near future, Mr. Browyi will circidarir.e the country surrounding Collingwood, believing that he can get a good
deal of the trade that is going outside of the town.

The background of the above winiov) is finished in lattice work about 1% inches in width. A noticeable feature
about it is the absejice of price cards; Mr. Brourri states that he does not use price cards except in windows in which
the less expensive goods are displayed.

The store is a departmental store and it. so departmentalized that Mr. Broivn is able to keep a careful watch on-

each departtnent as to how it is paying. ,^(

Movement for Early Closing

Among Clothiers in Toronto
Feeling That Hours of Work Are

Clerks Alike Are Kept on th

and Haberdashers Asked

THERE is a pronounced feeling
among a number of Toronto cloth-
iers that an early-closing by-law

should be passed. Several of them have
stated to MEN'S WEAR REVIEW that
they would like to see such action taken
?nd they have asked us to brino- the mat-
ter before the clothiers all over the city
with a view to taking some action in the
matter in the very near future.

Working Hours Too Long

In expressing to MEN'S WEAR RE-
VIEW their opinion of the matter, cloth-

iers and haberdashers alike have stated
that they are getting precious little out
of life the way things are running now.
They keep open every night of the week
and tiiey are thus deprived of all pleas-
ures that go with the long Summer even-
ings. But they do not forget their clerks
in this matter. Some of them have
frankly stated that, so far as they, per-

Now Too Long—Proprietors and
e Job Too Much—Clothiers

to Express Their Views.

sonally, are concerned, they are able to

get away more or less, but that their

clerks are almost bound to stay. .All this

is the result of an established habit which
n;!any of the clothiers and haberdashers
believe can easily be upset if someone
will only take the first step, and they
further believe that the public will

readily accommodate themselves to ear-
lier closing hours if they are aware of

the fact that their shopping must be done
within prescribed hours.

AVhat .lunetion Clothiers Do

Out at th-e .Uincticn there is an agree-
ment between the clothiers and haber-
dashers theie that they remain closed

three nights of the week, namely, Tues-
days, AVednesday and Thursdays. In

addition to this they keep their doors
closed all Wednesday afternoons. Whe-
tlier an agreement of this nature would
be fcatisfaetory to all the clothiers of the
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city or whether there is some other ar-

rangement that would be more satisfac-

tory to the men of the trade, is for the

men, themselves, to say.

Please Fill in This Form
The men who are promoting the move-

ment for early closing have asked MEN'S
WEAR REVIEW to put a couple of ques-

tions to the trade and they would like

the answers sent in to the editor, MEN'S
WEAR REVIEW, 143 University Ave.:

1. Are you in favor of an early-closing

by-law ?

2. What plan do you. think would be

best for the whole city cf Toronto?

Requirements for By-law

If Toronto clothiers and haberdashers
decide tc take some action in the matter
a meeting will be called and the matter
will be thoroughly discussed. It is neces-

sary before such a by-lav/ is passed to

have the signatures of 75 per cent, of the

men in the trade. If, therefore, you are

in favor of early closing it will be well to

do some propaganda work in the very

near future, and not only make returns

to these que;:tions yourself but see that

your neighbor does the same. Only by

a full expression of opinion on the mat-

ter will tliere be any possibility of going

ahead with the plan. If you are in favor

of it,- therefore, please say so; if no

vou are asked to do the same.

1
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Keep in Touch With Local Industries
;

Profitable Field Among Young Men
E. Swayze of Swayze Bros, of St. Catharines Finds It Pays to

Follow the Young Men— Did Big Business With Returned
Soldiers — Get the Customer Into Your Store

First, You Do the Rest

I
N every industtial centre in this

country, there is bound to be a

good trade with young men. Fre-

I

quently, it may be the case that the

I

population in such centres is more or

i less of a floating population so far as

the young men are concerned, particu-

I

larly among the unmarried ones. They
! come for a while till they have exhausted

the recreative institutions in the place;

then they start out for another place,

not because they are dissatisfied with

their work or their pay, but because

they want a change. There is an oppor-

tunity here for the wide-awake merchant
to make new friends of incoming
strangers who might be in the town for

a few months or a year at most. How
to get in touch with them is a question

that should concern every clothier and
haberdasher.

How A. E. Swayze Does It

This is one of the problems with
which A. E. Swayze of St. Catharines

"has grappled for some years. Not only

in the Garden City, but in Niagara Falls,

Thorold and Port Dalhousie there are

many industries into which new young
men are always coming. He wants to

get their trade. He makes a point of

getting in touch with these industries

and finding out the names of any new
men, old or young, who have come to

them and then he sends them some kind
of a letter letting them know that he
is in business and that he wants their

business when they come to St. Kitts.

Mr. Swayze has the advantage of

knowing the Niagara Peninsula like a

book and he has little difficulty in get-

ting these names. In the year 1874,

the firm of Swayze Bros, was started by
hi? two elder brothers who, on August
12th of that year, began a business that
lias become to be known as one of the

oldest established businesses of the dis-

trict. Not many years after this, A. E.

Swayze came to St. Catharines to go
into the business with his brothers. In
the year 1912, the elder brothers re-

tired and he is now in complete charge.
In all those years, Swayze Brothers
have done business from the same store
which, however, has been extended and
altered since 1874. Mr. Swayze said
that in all that time they had always
paid 100 cents on the dollar which rep-
resented honest merchandising that
brought results.

Clipped Returned Soldiers Lists

Mr. Swayze said that he had done a
big business with returned soldiers along
somewhat the same plan. When the
lists of returning men were printed in
the papers, he clipped them out and sent

letters to all the men from St. Cath-
arines, Thorold, Port Dalhousie, Niagara
Falls and the surrounding country. He
told them that they could have 10 per
cent, off on a complete new outfit if

they would deal at his store, and he says
that many of them dealt there after they
had received their discharge. If a
stranger comes into his store, he gets his

name. He tries to keep in personal
touch with his customers and if some-
thing which he believes will be particu-
larly attractive to one of his customers
comes in,, he either calls that man by
telephone or sends him a letter. It cer-

tainly has brought good results, says
Mr. Swayze.
The main thing, he believes, is to get

the prospective customer into his store.

It is then up to him to sell him the

goods. He advertises liberally in the

local paper.

A New Style

of Advertising
John S. Capper, President of Capper &

Capper, whose firm operates a chain of
high-grade men's wear stores in the
United States and England, had an ad-

vertisement in the Chicago Tribune a

few days ago, which read as follows:

"The world is hungry for the things we
eat, wear and use, Stark Hungry! The
cupboard is bare as a bone. Prices mount
to staggering figures and the cry of our
Worker is—more pay; shorter hours—and
then a shortf^ge shoots the price of

things up another notch, again the cry

—

more pay; less hours.

"Ye gods! Must the vicious circle con-

tinue ? Shall we never see that it is more
hours we need, that to reduce the cost of

things we use, we must produce not liess

but more?
"I just received a cablegram from my

brother in London, reading: 'Market
bare, prices awful, hopeless, sailing home.
Oh, if Americans would grasp their op-

portunity.'

"Prices had gotten so high in this coun-
try and merchandise so scarce, we sent

two of our firm abroad, hoping to find

what we needed and at lower prices. The
calile message is the answer! Merchan-
dise is even shorter on the other sidle

than here. They have nothing to sell and
their shelves are bare. They want to

buy—^to buy from America—to buy the

things that Americans make—and the

answer of our worker is—reduce our
hours—44 hours instead of 60—a cut in

production of 2.5 per cent.

"Short hours in the city have made the

farm worker restless; he, too, wants
shorter hours and increased pay. May
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SIGNS OF
THE TIMES f

The Jotu'nal of Commerce, New
York, has the follotving to say re-

garding developmevlits in the

m,en's wear trade across the line

:

The conditions in ready-to-wear
industries shoxv that more resist-

ance is being shown to high prices

than at any time in two years.

It is frequently stated that the

edge is off the wild buying move-
ment in this quarter of the mar-
ket. More goods are being of-

fer^ed and all resident bwtfers

agree that they can get inerchan-

dise at more favorable -prices in

ready-to-wear channels than they

can in piece goods lines. There
; more competition for business

among garment ynakers of almost
all kinds.

The 1'nsdom shf-wn by meal's

'Dear mills in not pushing for high,

prices is already seen. Revisions

-f order'i vlaced a month ago have
been common because of the halt

that clothing manufactvirers be-

gin to sense among their retail

customers. The prudence shown
by some of the staple dress goods
manufacturers in 7iot seeking still

higher jrrices is already justified,

as cutterf- would certainly refuse
t^k" in r/oods if they did not

think they were moderately priced

under all oircumttances. There
is not enough new business com,-

ing forward in suits and skirts

to warrant hopes of great in-

creases in the yardages of cloths

required this summer.

Kind Providence preserve us if farm
workers ever insist on 44 hours per week,

or an eight-hour diay. You and I, my
friend, will go hungry. I farm 800 acres

and I know what short hours in the city

are doing for the farm.

"We may keep high prices, we may
keep our present scale, and still reduce

the cost of living by a simple remedy

—

work—good, hard, honest faithful ser-

vice—not 8 houirs, rather 10 and then

some. Let us for one year, at least, re-

solve to work, and work like—."

((Me Floget

No Savee"
A Chink's short memory cost H. Lob-

singer, tailor of Kitchener, a five dollar

bill the other day. A native of the celes-

tial kingdom walked into his store, stat-

ing that he wanted to buy a pair of trou-

sers. He paid a deposit of $5.00 with a

$10. bill, receiving $5 in change. Lat-

er in the day, another sojourner of the

ancient empire came into the store say-

ing that his brother had decided to can-

cel the order. Mr. Lobsinger made the

mistake of returning a $10. bill instead

of a $5. The Chinaman forgot all about
it and Mr. Lobsinger had to forget his

fiver.



A Retail Merchant Gives His Recipe
for Good Letters

Ways of Getting Personal Interest and Friendliness Into Letters to Bring Writer and
Recipient Closer Together

By SIDNEY S. WILSON
President, Sidney S. Wilson & Co., Willoughby. Ohio.

Reprinted fro'in "Printer's Ink"

I
N LOOKING through a family chest a short time ago I

came across a collection of old invoices. Among them
was a bill of merchandise from a wholesale house in

Cleveland made out to my grandfather, at that time a

merchant in a nearby town. The bill was quite long, con-

sisting of two or three pages, vwitten on old-fashioned

foolscap, the last page only partly filled with items.

In the open space on the lower portion of the last sheet

the merchant had written a personal note to my grand-

father, in which he made reference to the political cam-
paign then in progress and appealed to grandfather to use

his influence in a certain direction— just a few words in

free, familiar style, but, my, how different they made the

whole thing look! They transformed that mechanical and
lifeless list of items, with prices at so much per, into a

human document. My grandfather, when he received that

bill, must have felt almost as pleased as if the wholesaler

had brought it to him in person. I know I would have
been, and so would everybody, for we are all pretty much
alike when people show a personal and friendly interest

in us.

The other day I received a letter from a Cleveland mer-
chant. It was addressed to Western Reserve University,

of which I am treasurer. It read: "Gentlemen: We en-

close a statement of your account and call your attention

to the item of $ , which is past due. We cannot
understand why this has not been paid. There is no ex-

cuse for this and you will please send us your check for

the amount without delay."

I have no doubt that this is a form letter and was writ-

ten by a clerk in the credit department. The unpaid item
referred to was in dispute, and I had previously taken it

up with the company for adjustment, and the matter was
being investigated when I received the letter. Our bills

had always been paid promptly, and if the credit clerk had
taken the trouble to look up our account before writing the
letter he probably would not have written it.

Form letters, I suppose, are great savers of time, pre-

servers of nerve force, and represent the stenographer's
idea of heaven. I never see a form letter but I think of

the minister who had been called upon to officiate at the
funeral^ of a man whose life had not been particularly

exemplary. The minister tried in vain to think of something
good to say about the deceased, but in despair wound up
his prayer with: "Oh, Lord, we are sending you another
soul. Have pity on him!"

The Study of Mankind

T run a country store in Willoughby, Ohio, and have
many opportunities of studying "folks" at short range.

This is, in fact, one of my hobbies. No matter how varied

my interests have become in Cleveland and elsewhere

during recent years, I try to keep personally acquainted

with all the customers of the store. My father started

this business fifty years ago, and while conditions have
changed by reason of the telephone, improvements in

transportation and the growth of mail-order houses, and
we have necessarily had to make changes to keep abreast

of the times, there is one thing I try to keep unchanged —
the spirit of old-fashioned friendliness and personal inter-

est in our customers.

I want to make everybody who comes into the store feel

that they are at home there. I urge our salespeople to

address customers by their names. It is one of our poli-

cies for department heads, and that includes me, to get out
into the country and call on people, whether they are cus-

tomers or not.

In my advertising I try to keep the personal element
uppermost. I have built up a list of several thousand live

names. Everybody in the store watches the newspapers
daily and keeps his ears open for news about people who
are moving into town, those who move away, and others
who change their place of residence. When a new family
moves in I make it a point to write and extend them a
friendly welcome and tell them some interesting facts about
our town.

Here is another thing: It is a great mistake to look
upon a mailing list as a mailing list. I always think not
of the mailing list but of the people it represents. I

classify them with the greatest care. Then when I get
advertising literature from my wholesalers and manufac-
turers, I see that just the people who would be interested
in a particular class of goods get the right mail matter.

The Professor Was Discerning

Some forty or fifty years ago, a Harvard professor
divided all letters into two classes, personal and imper-
sonal. He placed business correspondence in the latter

class, and said that business or commercial communica-
tions contained neither style nor individuality. This
makes us smile because it sounds as though the professor
was trying his hand at formulating rules for v^rriting bus-
iness letters, instead of merely expressing his observa-
tion of how they are written, and truly the letters we see

around us to-day almost convince us that his rules have
been followed rather literally. If this is what the profes-
sor meant, however, I think he was wrong. Business let-

ters should not be devoid of style and individuality. But
the modern letter is too often cold and indifferent, whereas
it should be full of personal sympathy and friendship.

I am so determined to get this personal element into all

our correspondence that I worked out a plan some time ago
for winning lost customers back to the store. Customers
drift away because of the most unthought-of reasons.
The ordinary plan of writing them a letter expressing
regret because they no longer do business with you and
trusting for an opportunity to serve them again, does not
mean much. Each day I have a list laid on my desk of the
names of all customers whose accounts are closed. If
these accounts are not reopened within a reasonable time,,

say thirty days, I assume there is a reason.

A little girl came into the store with a jug and five

cents. Her mother had given her the money and told her
to get some vinegar. She left home repeating to herself:
"Vinegar, vinegar, vinegar, vinegar, vinegar, vinegar, vin-

egar." But on her way she met one of her intimate friends
and stopped to talk. The conversation proved interesting
and drove the object of her errand entirely out of the little

girl's mind. When she arrived at the store she had com-
pletely forgotten the name of the thing she wanted.
Thoroughly embarrassed when the clerk asked her what
she came for, she hesitated a moment, then laying the
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money on the counter, she pulled the cork out of the jug

and said: "Smell of that and give me a nickel's worth."

A letter should begin with the recipient's point of view.

Was it not Cicero who said that the writer's pleasure is to

communicate those things which it is the recipient's inter-

est to know? To my mind that is the fundamental prin-

ciple of any letter, be it personal or business. We must

begin and we must end with that which is of in-

terest to the recipient, and cover up, as it were,

or rather make it secondary, that which is of the

greatest interest to us. The skill of letter writing

is, therefore, measured by that quality. I believe

that we had more of this quality in our letters a few years

ago than we have to-day. Modern methods, the growing

use of machinery, the larger and larger scale upon which

business is being done, has inverted our estimate of things.

In the days of hand-written letters we had a more direct

relationship with our correspondent — there was nothing

between us but a sheet of paper. To-day a number of

things intervene, such as the dictating machine, or the

stenographer, the typewriter, the stamped signature, or

"dictated but not read," and other devices of questionable

value, so when our letter is received, the man at the other

end can scarcely find a thing in it to remind him of our

individuality.

The whole trend of the development of business corre-

spondence during the last few years has been toward min-

imizing the writer's personality. A great mistake, it

seems to me. The fragmentary history of different people

contained in letters is one of the greatest sources of infor-

mation we have. Passing through the steps of human
progress to this age of business, we find a production

which is not specimens of letters but a literature of letters.

In squeezing the personal element out of our businp^'- f^'^r.

respondence we are creating a reputation for our letters

that we will have to live down.

A few years ago a group of religious zealots established

tnemselves on the outskirts of the city of Cleveland. Their
activities a'"tracted the attention of one of the newspapers,
and a reporter was sent out to get the story. He asked

le of the boys from the advertising department to go
.vith him. As they viewed the proceedings from a back
seat— and, by the way, if you want to get a back seat at a
prayer meeting nowadays, you have to go early— an
elderly woman came dancing down the aisle and patting
the advertising man on the shoulder, said, "Come up, my
boy, and let us save your soul!" He replied, "Oh, no, my
dear madam, I am simply an advertising man." She an-
swered, "Never mind how low you have fallen, we can
save you." Letter writers, like this advertising man,
have a history to live down.

Let me digress a moment. Letter writing is so closely
connected with advertising that the two are inseparable.
There are two kinds of advertising — sale and institu-
tional. The business world has gone to such an extent
with sale advertising that it has almost forgotten to build
up the greatest asset of any business, that is good-will.
The kind of advertising that makes for good-will is that
which brings out the spirit of the business — propaganda,
if you please, good propaganda. With all the great inven-
tions for saving time and reducing work in the handling of
our correspondence, it devolves upon the modern student of
business literature to write the kind of letters that will
make for institutional advertising, that which builds up
good-will and carries the real message of a business house
to its patron or customer.

The Four Points of a Good Letter

The little progress that has been made in letter writing
compared with progress in other kinds of advertising is

due in large measure to the lack of proper instruction

offered by our schools and colleges on this subject. Our
educational institutions have trailed far behind and have
given their graduates only rules of rhetoric and syntax.

Business will not remain satisfied with our present school

system until it begins to give students the sort of knowl-
edge and experience that will produce initiative, person-
ality and inspiration, and not mere verbiage. Better let-

ters are produced only by better letter writers. Most of

the training to be obtained in letter writing is to be had
in commercial offices. The college man of to-day begins
his work without experience in business correspondence,
but the universities of to-morrow will turn out a finished

product ready for the payroll.

There are four points which seem to me to make up the

ideal letter— personal or business. These are (1) truth,

(2) concentration, (3) logic, and (4) diction.

One of the greatest things we can do is to impress upon
letter writers in all departments of business the necessity

and rich productivity of truth, and dispel, if we can, the

idea that the written word is not as dependable and em-
phatic as the spoken word in a personal interview.

One Monday morning, not many weeks ago, there came
to my desk an old school companion, a little the worse for

his regular week-end weakness. He wanted to know
whether I would give him a letter of recommendation.
"Why, Frank," I exclaimed in surprise, "what can I say
in such a letter?" He said, "Simply say I am sober and
industrious," and added for my information, "I have quit

drinking entirely." I asked, "When did you quit?" He
replied, "Saturday night."

This illustrates the common idea regarding a letter—
that it does not have to carry the truth itself, but simply
what the writer would like to convey. "Truth hath a voice

of its own," and indeed it has a far more potent voice than
we are apt to think. It is better to say, "One of these

razor blades can be used for twenty to thirty shaves for a
light beard, ten to twenty for a medium beard, and five to

ten for a heavy beard," than it is to say, "It is the acme of

shaving delight."

In my letters, advertising and speech, I try to avoid
superlatives. Exaggerated statements such as "better

than you can find elsewhere," and "the biggest value for

the least money," are generally associated by customers
with concerns that do not give all they claim to give. Sc
gradually I have come to the point where I eliminate the

praise and try to tell the truth about an article as accu-
rately as I can and let the customer do some of the think-

ing.

Concentration is of next importance. Stick to the main
point. Do not raise issues that divert attention from the

central theme. Personal references, and even a story,

should be apropos, and clinch the point.

Be logical. Do not jumble your reasoning. Strike right

at the heart of the matter, and then proceed in order.

By diction I mean the choice and use of words. Use
words that express your meaning exactly. Form the

habit of reading over what you have written to find out
whether it is possible to misunderstand your meaning.

Letters are playing a more important part in business

every day. It is interesting to trace their growth. Much
of the work formerly done by salesmen is now accom-
plished with letters. I do not mean that letters are re-

placing salesmen, but that both are developing into wider
fields. The letter is relieving salesmen of many details and
making it possible for them to extend their activities in

other ways. In the beginning letters had a very limited
use. Gradually they began to be employed for preliminary
work in sales campaigns along with advertising. To-day,
in many lines of business, they have proved to be a very
effective agency even when used without much help from
other forms of selling and advertising. In stfll other
lines, letters supplement national advertising and the
work of the salesman in a way that makes both more
effective than they would be without them.

To my mind, the opportunities for improvement in

letters are all ahead of us. I know of no more prolific

subject for study.
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Material for Work-Shirts
Scarce; Prices Have Advanced

About 80 Per Cent.
Mills Are Not Keeping Up Their Deliveries to the Manufacturer

and Are Refusing to Take Some Orders—Little Hope
For Improvement in the Situation.

To GET materials for fine shirtings

is difficult enough, and the prices

are constantly soaring. Hardly

less difficult is it to get the materials for

workingmen's shirts, and deliveries to

the wholesalers are incomplete and very

late. There does not seem to be much
light ahead, either; the mills are not

only failing ito make deliveries to the

shirt manufacturers, but they are refus-

ing further orders or repeats because

they are behind vi^ith their work. Prices

too, have advanced considerably; com-

paring them with twelve months ago.

these advances have been between 75 and

100 per cent.

Can't Get Materials

"Every manufacturer of work shirts,"

said one buyer of a large wholesale house

to MEN'S WEAR REVIEW, "says that

they are having great difficulty in get-

ting the materials to make the shirts.

Materials bought for delivery in Decem-
ber have not yet come to hand to the

manufacturer to work on; consequently

we cannot get the shirts from them.

Work shirts that are due us we have

already sold up on so far as spring busi-

ness is concerned, and our travellers have

nothing to sell for immediate delivery.

Shirts that we bought last May and June

for delivery in December, have only been

delivered about one-thirdi of the order."

Outlook Still Bad

Now is there any immediate prospect

of an improvement in the situation.

"Manufacturers tell us," said this buyer,

"that repeats from the mills are almost

impossible to get. I have a letter from

one manufacturer stating that the out-

look for the next three months is very

dark, because goods which were promised

to them for fall delivery have not come,

and they were advised in February that

they might deliver some in April or May,

but they questioned if they could do

that."

Big Advance in Prices

Men in the trade are so used to hear-

ing that all shirtings have advanced in

price that they will not be surprised to

learn that there is no exception to the

rule, with regard to working shirts. The

advances are about 75 to 100 per cent,

higher than last year. "We placed an

order just this morning," said a buyer

to MEN'S WEAR REVIEW, "for an

American Line at $34. and $39. They

are American cloth, and I would have

considered that $18. and $22.50 respect-

ively, was a good price to pay for them

last June. Manufacturers state the cost

of manufacturing has increased over 60

per cent, during the last twelve months.

This increase is due to higher wages be-

ing paid to laborers, increased prices for

buttons, thread, and all other materials

going into the making of the shirt."

The United Silks Mfg. Co., Ltd., has
been incorporated, with head office in

Montreal and a capital of $50,000.

A despatch from Manchester, Eng.,

states that with the approach of May
Day, labor disputes are again developing.

Lancashire cotton operatives are de-

manding an advance of 60 per cent, over
current v/ages.

Overcoat Styles Conservative

A smattering of models of Fall and Winter overcoats have already been
seen by a few men of the trade. The general inclination, as expressed to
MEN'S WEAR REVIEW by one retailer, is to get back to a more conserva-
tive style of overcoat. There, will be form-fitting styles for young men, but
many lines will be looser than they were for the last Fall and Winter, so far

as the more conservative dresser is concerned. On the whole, what changes
there are will not be of a radical nature at all. Pockets will vary from hori-

zontal to perpendicular, according to the taste of the wearer. Lapels will be
a little wider. And the prices— well, wait and see.
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New Fall overcoat viodel awarded
merit at the International Convention
of Designers held in New York in

Jannary. The model was shown by the

Campbell Clothing Co. of Montreal.

The Latest
A cable from London, England,

says:

King George's latest photographs
show that he has revived a fashion
set long ago by his father. King
Edward— his trousers are creased

at the sides instead of down the

centre.

This style of crease never at-

tained great popularity except

among a few elderly courtiers, and
tailors now say that, in their opin-

ion, most men will stick to the front

crease.

OPENS NEW STORE IN CALGARY
A new store called Paul's Upstairs

Clothes Shop was opened at Calgary on

March 13th. "Walk upstairs and save

ten" is the slogan of their opening ad-

vertisement and they feature this as the

chief attraction of their business venture.

A special attraction for the opening day

was a gift of $25 to the person who could

come nearest to guessing the weight of

Paul's English Bull Pup. Such a guesser

was required to purchase a suit or over-

coat before making a guess.

Angus McMillan, of Kelowna, has

opened a men's outfitting store. Mr.

McMillan recently returned to his home
tkywn after spending many years in the

Yukon.
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"WHERE-TO -BUY"
^^ D̂IRECTORYi^

Belt youi-self with "Victory"

The Davis Novelty Co., Regd.
Leather Goods and Novelties

212-214 Mappin Building
Montreal.

Uptown 398
Our Specialty

—

Men's "Victory" Belts
If its "Victory" it's leather.

SIGN AND CARD
WRITERS' SUPPLIES

FIRST AID TO THE
Card Writer and Window Display Man

SUPPLY DEPT.

Toronto ADVERTISING SYSTEMS Main 480

MILITARY
RIDING BREECHES
There's a growing demand for niilit.iry riding
trousers both by trade and general sporting
public, fishermen, huntsmen, etc.. etc., all

demanding the.ii. Wc have quantities to sell

either privately or to trade.

DIAMOND METAL CO., Limited
871 St. Paul St. W., Montreal

(Opposite Haymarliet Square)

SHOW CARD WRITING
A MONEY MAKING PROFESSION
FOR BOTH MEN AND WOMEN

Elasily learned in short time by simple
method. We teach you how. Write for
booklet.

AMERICAN SHOW CARD SCHOOL
220 Ryrie Building

Yonee and Shuter Sts.,TORONTO, Canada

Telephone East 7526

GOLD BROS.
Manufacturers of.

Boys' and Juveniles' Clothing

930 St. Lawrence Blvd. Montreal

BRIGHT AND SNAPPY

SHOWCARDS, SIGNS,
PRICE TICKETS

MAIL ORDERS Given Prompt Attention

SHOW CARD DEPT.

ADVERTISING SYSTEMS
16 Ryrie BIdg. TORONTO Phone: Main 480

A NEW NOVELTY?
PUT A CUT OF

IT HERE

Wool Shortage

Partly Due To
Transportation

300 Ships Needed to Remove Pre-
sent -Australian Supplies

The shortage of wool is, in a
marked degree, due to a lack of
adequate shipping facilities for
removing the present Australian
supplies. It is estimated that there
are no less than 1,300,000,000
pounds of wool in Australia at the
present time, which, if manufac-
tured into suits of clothes, would
make 477,777,777, allowing three
pounds for each suit of clothes.
The Chamber of Commerce of
Perth, Australia, in an issued
statement says that there are
1,389,000 bales of unshipped wool
in that Dominion or approximately
070,000 tons.

To ship this enormous supply it

wouki require 300 ships to move it

out from between June 30. 1919, to

the Summer of 1920, when another
new clip would be ready. As the
arrangements between the Imperial
and the Australian Government re-

garding wool expires in June, 1920,
the Australian Government will

then be in a position to deal as she
wishes with the clip of the present
year. The yearly clip amounts to

about two billion pounds.

Miller Mfg. Co.
Branching Out

Are Jncreasinjj Their Lines of Fur-
nishings for the Trade

The Miller Manufacturing Co. of

Toronto are adding to their whole-
sale stock of men's furnishings for

the trade. Beginning with the

first of the year they began to

make up complete lines of all

men's fuini.shings such as hosiery,

?]iirts, underwear, neckwear, etc.,

even though, with their present

equipment, they may not be able to

manufacture themselves all of

these lines. Neckwear and tics

they are manufacturing in their

own plant, but there are other lines

which they are not, at present,

manufacturing- at their own plant.

It is with the idea of carrying com-
plete lines of all furnishings so

that they will be able to fill every

requirement of the trade that they

f.re adding to their furnishing

lines.

Waterproofs
of the

FIRST
QUALITY

for

MEN,
WOMEN

and

CHILDREN

D. A. MILLER
579-581 St. Lawrence Blvd.

MONTREAL

TWO COURSES
ADVERTISING and
SHOW CARD WRITING

should interest many young men in
men's wear business. Write the Shaw
Correspondence School, 393 Yonge St.,
Toronto, for particulars.

LETTER SERVICE

MULTIGRAPHING
Addressing Folding inserting

Mailing
NEW UP-TO-DATE EQUIPMENT

Write for Prices
Letter Service Department

ADVERTISING SYSTEMS
216 Ryrie Bldg. TORONTO Phone M. 480

SHOWER PROOF
GARMENTS

FOR

Ladies and Men
We specialize in the manufacture of
Hig^h^Class Garments made from Eng-
lish Gabardines (wool and cotton).

Neat-fitting, stylish, comfortable and
absolutely dependable.

Our Salesmen will shortly be showing
samples for Fall and immediate.

Special discount to the wholesale trade.

SCHWARTZMAN BROS.
1448 St. Lawrence Blvd Montreal

AGENCIES WANTED
For men's and women's ready-to-wear
clothing, hosiery, knit goods, etc.

Covering Wholesale and Retail trade in

Manitoba. Saskatchewan. Alberta and
British Columbia. Box 198, Men's Wear
Review, 143 University Ave., Toronto.
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THE

SLENDER FOUR-IN-HAND
'Correct in every detail"

Designed and developed for

the more discriminating, bear-

ing the unmistakable mark, of

good form.

Printed Failles

$11.00 anJ $12.75

Jacquard Patterns

$12.75

Repps with Satin Stripes

$13.50

Fine Quality Fancies

$1 8.00 anJ $24.00

Batwings, $7.50 to $18.00

Black with White Stripes

find much favor

$13.50

A. T. REID COMPANY, LIMITED
TORONTO

Neckwear of the Better Sort
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Standard for over 73 years

ForOVERALLS,COVERALLS
and ALL WORK CLOTHES

This is Mr. Chas.
Broil, one of the
oldest engineers
on the B. & O.
who runs the
famous **Royal
Blue." Mr. Broil
wear s and swears
by "true blue"
Stifel Indigo

Cloth.

As indestructible as a fabric can be made in w^eave and
color—that's why Stifel's Indigo Cloth guarantees
satisfaction to garment manufacturers, retailers and
wearers. The dots ajid stripes of Stifel's Indigo Cloth
positively will not break in the print. Look for this
little mark stamped on the back of the
cloth. It is put there for your protec-
tion and the protection of your cus-
tomers.

J. L. STIFEL & SONS, Indigo Dyers and Printers
Wheeling, W. Va.

NEW YORK 260 Church St. BALTIMORE Coca Cola Bldg. TORONTO 14 Manchester Bldg.
PHILADELPHIA 1033 Chestnut St. ST. JOSEPH. MO Saxton Bank Bldg. WINNIPEG 400 Hammond Bldg.
BOSTON 31 Bedford St. ST. LOUIS 604 StarBldg. MONTREAL Room 508 Read Bldg.
CHICAGO 223 W. Jackson Blvd. ST. PAUL .238 Endicott Bldg. VANCOUVER 506 Mercantile Bldg.

SAN FRANCISCO. Postal Telegraph Bldg.

*r^^Vrz I IS I ^ I S I c I ^».S I

'S/iAe^e. GaorteTiS 1 <S/iAe4c Bi'ac!e0"
I

I

i
Sphere Mikado Brace,
a great improvement
on the old Mikado
style. Patent clip

fastening is extreme-
ly simple and can be

released with one
hand.

5«i

Have you sent for a sample of these high grade suspenders and garters yet? If not you are missing a valuable oppor-

tunity They are specially notable for their quality, which is always maintained at the highest standard. The word

"Sphere" is a quality mark which will be looked for by appreciative customers. Introduce them right away—you will

both benefit. British throughout.

Prices and full particulars gladly furnished on request. Enquiries welcomed and orders

executed through London House or direct.

Wholesah only:

FAIRE BRO^ & CO. LTD., LEICESTER, ENGLAND
19, Fore Street, London, E.C.2. 32, George Street, Manchester.

2«f
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FINEST HIGH GRADE HAT9
IN THE WORLD

.v*-^J"'S!f!'*»*
((

.S5A!^^

Will

Outwear
Two Hats
of any other

make"
Thi fTrade Mark in crowns of all hats

Made in Italy
Tliis Trade Mark printed on at Heathers identifies

the genuine Borsalino

Borsalino Hats
Made in Italy

New Shapes
New Colors

Our Salesmen are out
with our Complete

Lines for Fall

King Hats
Set the Styles

Felt and Tweed Hats^Velours and Hard Hats

English and Canadian Manufacture

Latest Shapes and Colors
Also Satin Finish

See our new ' 'Prince of Wales
'

'

Anderson-Macbeth, Limited
284-286 King Street West, Toronto
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ChdLlleivc^
Clc2a\aJ>le
CollaLnA.

HRAll

Here's the collar your customers want—the real
workingman's collar, from the standpoint of econ-
omy, convenience, and neat appearance.

Get acquainted with this big selling line to-day. Build
up the workingman's trade in your store—this is the
trade that sticks by you.

Challenge Cleanable Collars are being backed up by a
Dominion-wide campaign of sales promotion and adver-
tising that will convince your customers that these are
the economical collars to buy.

Line up with this advertising and get the benefit in in-
creased profits.

Order from your jobber to-day. All sizes and styles.

Write lis for dealer helps.
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ELK BRAND CLOTHES

Fall and Winter

Style Developments

are very pleasingly represented in the

new range of "Elk Brand" clothes. The
line is essentially the last word in up-to-

the-minute designing and tailoring. In

order that the^e snappy models shall

continue as leaders in the world of

clothing, nothing but the best materials,

the newest weaves and colorings; the

best linings and the most expert work-

manship, have any part in the making
of each garment, which is done entirely

under the supervision of Mr. G. A.

Beeckel.

An Exclusive Selection
of

Boys' Clothes

designed by our Mr. Jonap, is represented

in our Fall range of samples.

A card will bring one of our travellers.

J. Elkin & Co., Limited
Makers of Elk Brand Clothes

29-3 1 VITRE ST. WEST MONTREAL
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Shirts
for the

Out-Door Life

Well Known Widely Popular

Strongly made, double stitched

seams that assure long life for every

shirt that comes from a factory

famous for the merits of its products.

Mackinaw Coats

They are good looking, well cut and fit perfectly.

Made in a variety of checks and colors.

Ask to see our gloves; in them we give you value above the

ordinary. We tan our own leather and you reap the benefit.

A. R. Clarke & Co., Limited
TORONTO
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Two Attractive Models

9531

These two styles

are the popular

vogue of to-day.

MONARCH HATS
As popular to-day as in father's day.

The travellers are showing these

and many other attractive styles.

»t' »-,

HIS MAJESTY GEORGE \

L. Gnaedinger Son & Company
St. Peter Street, Montreal

1852 - THE PIONEER HOUSE OF CANADA - 1920
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Regisfered No 862 005
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The Hall-Mark of

Maximum Comfort and
Durability at Minimum Cost.

FIRST IN THE FIELD AND STILL LEADING.

Manufactured on THE GRADUATED
PRINCIPLE, and Commencing with TWO
THREADS in the TOP, it increases in

WEAR-RESISTING PROPERTIES as it

descends.

Thus THE LEG HAS THREE THREADS,
THE INSTEP AND FOOT FOUR,

and the HEEL and TOE FIVE,
making it essentially

A HALF HOSE
FOR HARD WEAR.

ABSOLUTELY SEAMLESS
PERFECT IN FIT

GUARANTEED UNSHRINKABLE

To be had from any of the Leading Wholesale Dry Goods Houses.

<'m im il MH ?im iTTTrrtM ITII M I M IIITrM >1 H T M rTT H TH TT»TTTTt

Tailor Craft
Clothes

Cleverly designed for the

careful dresser of to-day—
whether for the ultra-fash-

ionable young man or the

more conservative older man.

there is a "Tailor Craft"

model which is exactly suit-

ed to your customer's needs.

Rich Materials, Superbly Tailored

and
Reasonably Priced

DOMINION CLOTHING GO.
157 St. Paul St. West Montreal
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Immediate Deliveries

Fortunately, we are in a

position to ship promptly on

many of our new Spring

models—therefore we sug-

gest that you send us a re-

quest to ship samples or

have our salesman call.

No. 7

model shown, is an extreme-

ly popular style and comes
in many of the more wanted
patterns in plain or fancy

stripes effects of tweeds and
worsteds.

You'll be pleased with the

prices we quote.

GARIEPY & FRANK
234a St. Lawrence Blvd.

MONTREAL

iVictopyi

^thes

THE PURE WOOL
UNDERCLOTHING
THAT WILL NOT SHRINK

There is no manufacturer in Canada except ourselves making full-fashioned under-
clothing— such as Turnbull's "CEETEE," which requires special machinery. Our only com-
petition is from imported articles.

But remember—there is no low grade "CEETEE" made—only the very finest quality and
highest grade underclothing bears the famous "CEETEE SHEEP" trademark.

The C. Turnbull Co. of Gait, Ontario
Also Manufacturers of Turnbull's Ribbed Underwear for Ladies and Children and Turnbull's

"M" Bands for Infants.

I^JJ.1J -I^^J^^

DO YOU WANT
MORE BUSINESS?

One of the surest and quickest ways is to

display your goods to better advantage.

And one of the easiest and most economical
ways of doing this is to buy your

BUST FORMS
FIXTURES, ETC.

from DELP'OSSE & COMPANY. Our new
illustrated catalogue will help. If you have
not received one write us.

This boy form is made on the same prin-

cipal as the men's form sizes 24, 26, 27, 28,

Our Little Men No. 197 30, 32.

DELFOSSE & COMPANY
Corner Craig and Hermine Sts., Montreal

PREMIER PANTS
Premier in name—Premier in style,

quality, fit and material. Easily
an all-round leading line.

Always a large stock on hand for
immediate delivery.

Wait to be shown our line by our
representative before placing your
order, or we would be pleased to
submit samples upon request.

The Premier Pants Mfg. Co.

435 St. Paul St. W. MONTREAL
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Every Motor Car Owner Is

Your Prospect
PROVINCE Motor Car Owners in 1919

Alberta 34,000

British Columbia 19,500

Manitoba 29,163

New Brunswick 8,061

Nova Scotia 9,000

Ontario 139,288

Prince Edward Island 1,000

Saskatchewan 54,750

Quebec 34,987

Total 330,649

Think of it. Every one of these motor car or truck owners needs overalls

or combinations. By exactly the total shown above the possible purchasers of

Kitchen's Railroad Signal Overalls or Combinations have been increased within
the last few years. Every year the number is added to by thousands.

The motor car owner in most cases is not a mechanic by occupation. He
wears clothes that require protection when the inevitable blowout demands a
change of tires. He may ruin a good suit once—but never again. He is "sold"
on overalls before he owns his car a month.

Overalls are as important an "accessory" as anything in the tool box.

The dealer who can "feel" a new market for his goods will not fail to appeal
to the motor trade with

KITCHEN'S

COMBINATIONS
This garment is specially adapted for motor owners. It forms a complete

covering for the clothes and is made with all buttons concealed. The surface
of a car is never scratched while the owner is working around it. It is made with
ample roominess. The seams are wire string. The points where strain comes
are triply reinforced. It is just the garment to put life into your work clothes

department. You sell it and we will give you vigorous support in our sales

service and advertising.

We make them good for you to sell.

The Kitchen Overall & Shirt Co., Limited
BRANTFORD ONTARIO
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You can't

mistake that smile!
It is the "Hercules" smile—the kind
your customer wears from the first

time he puts on that Hercules shirt
you sold him.

You could satisfy all your clients just
as thoroughly—if other goods were as
good in their lines as "Hercules" is

in the shirt line.

Our Blue Railroad work shirt is also the best
that can be secured; strong, well-made and
ffcod-Iooking.

NEGLIGEE, WORK and OUTING SHIRTS

The Hercules Garment Company, Limited
Head Office : Montreal Factories : Montreal and Louiseville, P.Q.

iyt;ifr^»?^i»?^irVrtiT7riit7ri[frarriifri?iTTriifrriir7Ttit7^ir^^

ENGLISH MEN'S WEAR
The ''LOOM" Brand Goods

Silk Ties

Knitted Ties

Silk Squares

Collars

Shirts

Pyjamas
Bath Robes

Smoking Jackets

Dressing Gowns

Belts

Braces

Hosiery

Underwear
Mufflers

Motor Scarves

Handkerchiefs

Walking Sticks

Buckingham Zephyrs

J. H. BUCKINGHAM & CO., LTD.
(Manufacturers and Warehousemen)

4, 5, 6, 7 and 8 Ropemaker Street, London E.G. 2

Cable address—"Neckwear London."

"Blizzardeen" Raincoats.

"Carlington" Overcoats.

"Heath" Ready-to-Wear Suits.

Sports' Jackets and Trousers.

Flannel Trousers.

Fancy Vests.

Works:—Basingstoke, Leeds, Reading, Fleet

Lane, London E.C. 4; Golden Lane, London E.G.

1; Hackney, London E. 8.

GERRISH, AMES & SIMPKINS, LTD.
(Manufacturers

)

63 to 67 Carter Lane - London E.C. 4

Cable address—"Obligable, London."

Canadian Repretentative :

SIDNEY J. CLAYTON
307 STAIR BUILDING, BAY STREET

PHONE MAIN 4681

TORONTO
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UNIFORM EQUIPMENT
We are in a position to supply UNIFORMS for every
purpose. Quotations on request.

^\e also nianuracture Caps and • Equipment for Police
find Fire de])artnients. Railway and Steamship companies,
and any other of the numerous civilian orf^anizations
\'.hich require uniform outfits.

Metal Badges

and

Buttons

Gold and Silver

Embroidered

Badges

Special Designs Furnished on Request

We are the oldest and largest

Manufacturers of Uniform Caps and
Equipment in Canada

Write for illustrated catalog.

WILLIAM SCULLY, LIMITED
Factory and Office:

320 UNIVERSITY ST., MONTREAL
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The New-Way Collar System is an innovation,
but a successful one, as it brings every style in
sight of a customer and every size in instant
reach of the salesman. This is only one of
the hundreds of features of the New^-Way Sys-
tem for men's wear.

Let us explain the system

Jones Bros. & Co., Ltd.
29-31 Adelaide St. W.

Toronto

The

Dale

Wax

Figure

Co., Ltd.

are always
ready to meet
your require-
ments in fix-

tures especially

suitable for
your trade.

Have you seen
our new Art
Fixtures ? if

not write us
for catalogue.

They are en-

tirely new and
will enable
you to display

your goods so

as to make
customers out

of onlookers.

Dale Quality
spells perfec-

tion.

DALE WAX FIGURE CO., LIMITED
86 YORK ST., TORONTO, ONT.

Agents: P. R. Munro, 150 Bleury St., Monteral ; E. R.

Bollard & Son, 501 Mercantile Bldg., Vancouver.

Complete Stock

and

Speedy Service

With an output of 2,000 pairs

of "Wear-Well" Men's Pants

per week we have always a large

stock on hand from which to

fill our customers' orders, and

at the same time can assure

prompt deliveries.

Our guarantee goes with every

pair. We will send you samples

on request, from which you can

make an extensive selection.

Levine Mfg. Co.,

162 John St.,

Toronto
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Our Single Aim

WE NEVER STOP

MAKING THE

GOOD, BETTER,
UNTIL^IT IS

BEST

As manufacturers of better clothing for particular

young men, is to raise the standard of men's
clothing to unequalled heights; so that our gar-

ments will stand in a class by themselves, as repre-

senting

WHAT YOUNG MEN WANT:
EXCELLENCE IN MATERIALS.

ORIGINALITY IN STYLING.

comlbined with the all-important

quality of being

REASONABLE IN PRICE

That we have succeeded in our sincere, earnest

desire to reach this goal, is attested by the fact

that our offerings have always met with unvary-
ing success with the trade. And what is more,

we pledge ourselves to continue our efforts to give

you a line of clothing "just a little better."

OUR FALL RANGE
OF

YOUNG MEN'S CLOTHING

will show our sincerity far better than we can tell.

Our travellers will be on their respective territories

after April loth.

KAPLAN, SAMUELSOHN & CO.

MONTREAL
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Style Creators

The rightful reward of

ORIGINALITY
ts

RECOGNITION

Campbell styles instantly win the

admiration of the seeker of the

best in men's clothing; just as

their striking originality of de-

sign and finish won the commen-

dation of the Convention of

Designers, which was held in

New York recently.

Our travellers are now showing a

complete line of Campbell's

Clothing for Fall and Winter.

THE CAiMPBELL MANUFACTURING CO.
LIMITED

MONTREAL
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Summer Hosiery

Now is the time to lay in a good

stock of men's hosiery for the sum-

mer trade.

'You will have contented customers

and a good profit on a large turnover

at the end of the season, if you spe-

cialize in

IRONSOX
They are called Ironsox because they

wear like iron; but they feel like

solid comfort. That is the reason

for the big demand that has grow^n

up for them.

Let your share in the profits from
this big business be a large one.

Ironsox come in Lisle and Mercer-

ised lines. We are the Canadian

selling agents.

Caulfeild, Burns & Gibson, Limited
60-62 FRONT STREET WEST TORONTO
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E. G. HACHBORN & CO.
Established 1898

Toronto
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Test of Quality
If Mercury Hosiery was not right
beyond question we could not afford
to advertise.

Mercury Hosiery is widely and per-
sistently advertised. We know that
the "goodwill" and reputation bound
up with Mercury Hosiery are safe
wherever quality i.s the deciding fac-
tor.

Thousands of men have Mercury
Hosiery indelibly impressed upon
their memories as the best they can
buy.

Mercury Hosiery is carefully knit
with plenty of foot-room and no
skimping to save material. We use
tested threads and yarns and perm-
anent dyes. Comfort and durability
are thus assured.

Cashmere, mercerized, lisle, cotton,

silk ar>d wool and pure silk.

MERCURY MILLS,
LIMITED

HAMILTON • CANADA

Hosieiy



86
:\I E N ' S W K A R R 1^] V I K W

High Quality

Your customers do not ask for a
particular brand of clothing, but
they do demand quality. The
absolute correctness of style and
superior workmanship of our
clothing warrant you suggesting
them on every occasion where
quality clothes are wanted.

In 'Tirst Long" Pants we offer a
particularly attractive showing.
You will be sure to appreciate the
selling possibilities of these
clothes.

Drop us a card.

York Clothing Company
35 Church Street, Toronto

Attention ! Clothing Manufacturers

Cutting, Making

and Trimming

COATS A SPECIALTY
Tailoring you can depend upon

We can guarantee a saving on

cloth by providing better "lays,"

also reduce tailoring costs and

save the worries of running your

own shop.

Prices on application.

Schwartzman Brothers

1448 St. Lawrence Bvld., Montreal, Que.

Notice to the Trade
There is only one Vineberg Pants Co.

that sells the

Popular Brand Trousers

and any other firm selling goods
under that name is infringing on our

trade and trademark.

KINDLY BEWARE.
Our representa-
tives are now on
the road with a
full line for Fall

and immediate.
If you were sat-

isfied last season,
think of them
again.

160 McGill Street, Montreal
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Overalls
Are (iei)t'ii(lal)le,' made to

satisfy and they do satisfy

—always. They are made
to resist wear, reinforced

just where they should be

and roomy to give comfort
and protection to every

movement of the body.

^^SSis^^Shirts
Always afford longer wear

than a customer ordinarily

expects. Every shirt is well

made, having d o u b 1 e

stitched seams, roomy and

will please the wearer

from every point of view.

The J. A. Haugh Mfg. Co., Ltd.
TORONTO, CANADA

Manufacturers of the famous '''' Arm iS Hammer " Sh irts,

Overalls, Bloomers, Trousers and Shopcoais

Is your stock attractive and complete
in

Your Men^s Department?
In the different lines we offer you, you will

find genuine value that cannot be surpassed
elsewhere. Our goods always appeal to the
careful buyer. Order early to ensure best
selection at lowest prices.

Working and Outing Shirts

Flannels, all Shades
Tweeds, Sateens
Drills, Oxfords
Flannelettes
Night Shirts

Pyjamas
Boys' Waists

Our travellers are now on the road with our range

for Spring 1920.

^u!fcaiicaccfv
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Spring

!

When a man sets out to look his best ...

That's the time

to boost your sales by giv-

ing the

PAD GARTER

a little extra push

Display them more prominently

You can always sell your cus-

tomers a pair of ARROW Gar-
ters in view of their slight cost.

Retail at 35c, 50c, 75c, and $1.00

with a good profit.

Arrow Armbands, Leather Belts, Elastic Belts, etc.

Arrow Garter Manufacturing Co.

489 St. Paul St. West Montreal
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The Uncrowned King
of Canada

TS Hon. James Calder the power behind the throne at the present time in Ottawa? The master
politician who plans out all the moves in the political game?

Will Sir Thomas White shortly slip into the place of Sir Robert Borden and keep the Unionist
Government in power until 1923?

These are predictions that J. K. Munro makes in the course of a witty, informative article on
the political situation in the April 1st issue of MACLEAN'S MAGAZINE. J. K. Munro is writ-

ing the best political articles appearing in the whole of Canada.

Are we Playing into Germany^s Hands?
4JtF great BRITAIN and the United States drift into subconscious antagonism now, Germany will have won

Ii<
GREAT hJRlTAlJN and tne united stares oriit into suDconscious antagonism now, Germany will have won

in peace what she could not win in war," writes Agnes C. Laut in April 1st MACLEAN'S. She declares em-
phatically that for Canadians to create ill-will with the American people would be playing German's game in

addition to losing

—

1. Splendid trade opportunities.

2. Fully 100,000 families a year who will come over to Canada to escape agricultural difficulties in the

States.

Miss Laut is saying things that will run contrary to the ideas of many people, but it is all the more worth while

reading.

BINDING THE WEST WITH BANDS OF STEEL
The first of a series of articles telling the early story of M. J.

Haney, who helped build the C. P. R. through the Canadian
West.

A BIG NOVEL BY A YOUNG CANADIAN
In this issue will also be found the first instalment of a powerful
and cleverly written new novel by a young Canadian author,

Arthur Beverley Baxter. Do not miss "The Parts Men Play."

EIGHT MONTHS ADRIFT IN THE ARCTIC
The second and concluding instalment of Storker Storkersen's

remarkable story on his long drift on a floating island of ice off

the Northern coast of Canada.

"The Wistaria Arbor"— a short story. By Robert W. Chambers.

"Storm Along, John!"— a lacrosse story. By C. W. Stephens.

"Gentlemen of the Long Robe"— an article on the legal profes-
sion in Canada. By the Honourable W. R. Riddell.

"The Thread of Flame"— a powerful novel. By Basil King.

One Hundred Magazines in One
All magazines and periodicals pub-
lished are read carefully and the best
articles found are reprinted in part in
the Review of Reviews section of
MACLEAN'S. Here are a few found
in this issue:

The Strangest Tale of the War
The Red Hand Reaches Far East
The Triangle in the Pacific
The Rising Tide in Japan
Was Mrs. Wilson the Real President?
When the Giant Hand Falls
The Agitators in Washington
Civil War Possible in America
Romantic History of the "Chasers"
A German View of Canada
Commercializing the Coyotes
Praise and Criticism of Canadian Troops

You pay no added exchange when you buy Canada's National Magazine

^ ^ Over 80,000 Canadian Families Read

V^AQEAN'S
1 "CANADA'S NATIONAL MAGAZINE **

APRIL 1st ISSUE Now on Sale
At All News"Dealers 20c
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FELS AND LIPPE
CLOTHES

Fall Once More
And once more with the com-
ing of the Fall and Winter
buying season the

Fels and Lippe

advance models prove their

claim to distinction by the

very apparent unmistakable

excellence of the material and
cut; the correct, exclusive

styles, and the unequalled

values offered.

Even a very slight examina-

tion of these splendid clothes

will satisfy you that every

claim we make is based upon
solid fact.

Fels & Lippe
MONTREAL
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STRATHCONA
heights: 2 &.2"A wchcr
sizes. i3 to 17 wche.r
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Illustrating the

BALFOU.R
sizes 141017 incber

Go/lars are
EasY ^o puT on

a pleasure To wear
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You Profit When You Please
To carry a full line of Atlantic underwear is

to identify your store with a superior and
popular product to please your customers and
to reap prreater profits.

Your jobber has them.

Atlantic Underwear Company
LIMITED

Moncton - - - N.B.

E. H. WALSH & COMPANY
Montreal and Toronto

Selling agents for Quebec, Ontario and Western Provinces
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Miller
Neckwear

for

Immediate

Delivery

Our present showing of men's
neckwear is an effective illus-

tration of the value of Miller

Service. To have large stocks

for immediate delivery these

days is a notable achievement.
The quality of the silks re-

minds you of pre-war days

—

the prices are nearly a year be-

hind the time.

Two Specials for

Immediate

At $9.00

a big range of printed poplins in

90 colorful combinations, also polka
dots, stripes and plain color poplins.

The best value in Canada to-day.

At $12.50

Fine quality heavy-weight Repp
Silks in the new Spring diagonal
stripes—the present range in New
York. This range won't last long.

Order yours now.

Send an open order for Miller

Neckwear to be shipped at once.

Prices range from $7.50 to $27.00

a dozen. The goods are on the
shelves for immediate shipment.

The Height of Achievement in

Mens Furnishings

lyriLLER MEN'S WEAR LIMITED
^^^ aims to supply you with every-

thing in better men's furnishings. Our
service to you comprises:

Selection of Merchandise.

Anticipating Needs of

Customers.

Simplifying Your Buying.

Maintaining Large Stocks.

Miller buyers seek out and secure the highest

grade men's furnishings in the world's best

markets. Through buying farther ahead than

is possible for the individual merchant, we can

offer you immensely better values and assort-

ments than can be secured elsewhere. Through

buying the bulk of your requirements from

Miller Men's Wear Limited you save valuable

time and avoid over-buying and duplication

—

and, most important, Miller Service gets you

the goods when you need them.

.t-

UMLTEX)
NiiiLER BviLDiNG 44-46 York St., TORONTO.

Mens jFitraisfiinfis of/ifieBe^er C/ass
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Bengard
Clothes

Our traveling representatives

are now showing our lines for

Fall&Winter,1920192I.

The designs are distinguished by

our usual standard of original-

ity and the range of fabrics,

patterns and colorings is as

comprehensive as the present

market permits.

B. GARDNER & COMPANY
MONTREAL

The illustration depicts

our BARRYMORE model

Bengard

Clothes

Ihlii.n.i ..iiiiilllll
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Outing Shirts

Flannel Shirts

Night Shirts Pyjamas Dressing Gowns
Bath Robes

The Dufferin Shirt Co., Limited House c

914-916 Dufferin Street

TORONTO

oats

For Immediate Delivery from Stock,

Young Men's Spring Suits
Tweeds $32.50 Unfinished Worsteds $45.00

Garments which will attract young men who are ever on the

look-out for clothes that are correct in every detail.

Newest Materials and Weaves Popular Colorings

Exclusive Styles Excellent Workmanship

These are special values zvhich cannot be duplicated anywhere, ff'e advise prompt action.

JOSEPHSON'S LIMITED 520 St. Lawrence St., Montreal
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Dominion:

/ .{

"Dominion Raynsters" are Domin-
ion Rubber System products. They-

are designed to meet the needs of

Canadians. They are made in

Canadian factories by Canadian
workmen — and backed by the ex-
perience and resources of the
greatest rubber manufacturing
system in Canada.

When you feature "Dominion
Raynsters" you have Raincoats that
carry the Dominion "Raynster"
Label — an assurance of faultless
workmanship, service and satisfac-
tion.

For men, women and children

DOMINION RUBBER
SYSTEM

i
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TOOKE BROS., LIMITED, Montreal, Toronto, Winnipeg, Vancouver
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No. 7780—Fibre silk lisle,

high spliced heel and toe;

an extra well made sock that
is in much demand now.
Colors — black, champagne,
white, pearl grey, slate,

brown, navy. $10.50 doz.

No. 2240—Silk and cotton
mixed novelty shot effect,

fancy half hose, spliced heel

and toe. Colors—navy and
green, navy and white, cor-

dovan and green, cordovan
and white.

Specially priced at $12.00 doz.

No. 4408—Solid leather, one-
piece cross and long grain,
giving a fine check effect;

two loops; bronze buckle;
colors black and grey.
Specially priced at $5.50 doz.

No. 4418—Fine English
bridle cowhide one-piece belt

with adjustable slide novelty
buckle. Stitched edges in

contrasting color, giving an
unusual hand-stitched effect.

Specially priced at $9.25 doz.

INITIAL BELTS.
No. 4425A—Solid leather, fine

seal grain; one loop; adjust-
able nickel buckle. Attrac-
tively boxed, 11/2 dozen with
assorted initials In cabinet.
Black only.
Specially priced at $8.00 doz.

Initial belts are more popu-
lar now than ever, and this

line is a leader in a popular-
priced line.

MILLER

ds»m^MENSWEVR
Miller Specialty Clothing

Many lines of Miller Specialty Clothing are in steady demand throughout

the year and are carried in stock by successful clothing stores. The

degree of your service to your customers is often measured by your ability

to supply these goods when the customer asks for them. If your stock

for the season is not complete, let us supply you.

Palm Beach and other Summer-weight clothing—Duck Pants

in Khaki and White, Lustre Coats, Fancy Vests, Cream

Flannel Trousers, Duck Coats, Tweed Pants, Driving and

Warehouse Dusters, Official Boy Scout Uniforms, Cadet

Uniforms, etc.

yvw
^mof

^A

Hal(Bi? M^rf© W^sur
LIMITED

MitiER Building 44-48 York St., TORONTO

Men's flirnisfiinAs oft/ie Better f/ass

m
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Bengard
Clothes
the accomplished ideals

resuhing from a stand-

ard that is never altered

so far as present-day
conditions allow.

The Styles are alwaj-s

of that "crisp" fresh

sort that instantly ap-

peal to young men of

the better-dressed type

;

the workmanship is as

good as the highest paid

operators can produce,

the fabrics as depend-
able as the market
affords.

The illustration
depicts our
BERKSHIRE
model.

B. GARDNER & CO.
MONTREAL
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Underwear

Quality
Leadership

rjEALERS who sell Mercury

Underwear know by experi-

ence that they cannot over-

emphasize its quality, tit and
workmanship. Customer? come
hack again and again after realiz-

ing its superiority by actual wear.

We use highest-grade wool, soft

yet durable. Mercury Underwear
has exceptional ela'^ticity lliat en-

ables it to withstand greater

strains than ordinary underwear.

The neck fits snugly and comfort-

ably, and will not crease or bulge

like the ordinary round style.

Closed crotch cannot spread open
unless unbuttoned. The ribbed

gusset in crotch relieves all ten-

sion.

Mercury Mills, Limited
Hamilton :-: Canada

Makers of

Mercury Underwear and Hosiery

for Men, Women and Children

:!M
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QUALITY CLOTHES
Models now being shown by

our travellers on their territories

1920 AND '21

ULSTER AND
OVERCOAT
STYLES

Are most complete and unique

// interested Write

PROMOTION DEPARTMENT

FASHION-CRAFT MFRS., LTD.
MONTREAL
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C^BROCFcy^
-7AADE)E IN XJ^F^O^'^^^^^^' CANAD>

'Hp H E demand
-^ for this hat is

growing so, that

merchants are
urged to place
their orders early

in order to avoid

disappointment in

delivery.

The Wolthausen Hat Corporation, Limited

Head Office and Factory - BROCKVILLE, ONT.

SALESROOMS :

Montieal : Mappin & Webb Bldg. Vancouver : 315 Bower Block

Toronto : Cosgrave Bldg. Winnipeg : 228 Curry Block
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COPPLEY, NOYES & RANDALL,

proper

for iWen

LIMITED.

C lotted

ant. IBOPS
THIS LABEL IS

A GUARANTEE OF SUPERIOR WORKMANSHIP

C. N. & R.

CLOTHES
C.N.&R. Models
fill a definite demand whicli

every retailer has wherever
located and will strengthen

the reputation of his store

because the three fundamen-
tals of good merchandising

—

QUALITY
WORKMANSHIP
AND VALUE

are splendidly apparent in

everv model.

PROPER
CLOTHES

The kind that

stands the test

For your boys' department

we offer a complete stock of

exclusive boys' models. The
genuine all-round wearing

qualities will bring you cus-

tomer-satisfoction and con-

fidence in vour soods.

Copplep, Movtfi Sc Eanball, Himiteti

JIamilton, Ontario
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"MONARCH"
THE HAT FOR SUMMER COMFORT

STRAWS
and

PANAMAS
^

THE STANDARD FOR OVER TWO GENERATIONS

Summer heat is one of the things man has a wholesome respect
for—that's why he chooses a hat which protects him, adds to his

comfort, and enhances his appearance.

L. Gnaedinger Son & Company
St. Peter Street, Montreal

1852 - THE PIONEER HOUSE OF CANADA - 1920

ENGLISH MEN'S WEAR
The ''LOOM" Brand Goods

Silk Ties Belts

Knitted Ties Braces

Silk Squares Hosiery

Collars Underwear

Shirts Mufflers

Pyjamas Motor Scarves

Bath Robes Handkerchiefs

Smoking Jackets Walking Sticks

Dressing Gowns Buckingham Zephyrs

J. H. BUCKINGHAM & CO,, LTD.
(Manufacturers and Warehousemen)

4, 5, 6, 7 and 8 Ropemaker Street, London E.G. 2

Cable address—"Neckwear London."

"Blizzardeen" Raincoats.

"Carlington" Overcoats.

"Heath" Ready-to-Wear Suits.

Sports' Jackets and Trousers.

Flannel Trousers.

Fancy Vests.

Works:—Basingstoke, Leeds, Reading, Fleet

Lane, London E.G. 4; Golden Lane, London E.G.

1; Hackney, London E. 8.

GERRISH, AMES & SIMPKINS, LTD.
( Manufacturers

)

63 to 67 Carter Lane - London E.G. 4

Cable address—"Obligable, London."

Canadian Representative:

SIDNEY J. CLAYTON
606 CARLAW BUILDING, WELLINGTON ST. WEST, TORONTO

PHONE ADELAIDE 4449
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he Lanq Shirt Co., Limited. KitehencrSada

Tkeluttoned cuff is

convenient ana avoids

loss ofvaluable linls.

Ready for Delivery May 15th
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The Canadian Converters^ Co. Limited
Montreal
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MAY, 1920

Clothes

for exacting men
BIG BUSINESS

The Four Essentials

of Good Clothes

The Proper Fabrics,

Expert Designing,

Good Linings and Findings,

Tailoring by Experts,

—

all of which are found in

BROADWAY
Clothes for Men

You will iiud it profitable to prominently
feature BROADWAY clothing.

Our traveller will be glad to show- you
fiample.s of our smart, dependable line,

also to explain our made-to-measure sys-

tem.

Randall & Johnston
Limited

TORONTO
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Your Customer!
He thinks twice, perhaps
thrice, before he makes up
his mind to buy new clothes.

You can expect to see him
again if the last suit or over-

coat was satisfactory.

Why Risk Your Reputation?

Our Fall and Winter range of

Men's and Young Men's Suits

and 0\ ercoats are

Backed by Our Reputation

as makers of First Quality
merchandise.

Our representatives are now in their
.

fields with exceptionally well styled

and attractive models for your Fall

and Winter trade.

KAPLAN, SAMUELSOHN & CO.

MONTREAL
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Sporting Stripes
from

Switzerland
We have received 2,000 yards of SPORTING STRIPES made on POPLIN GROUNDS
in single and two tone effects, a unique departure from the old Style Club Stripe.

These goods are made in a variety of combinations, six

ranges of six different effects in three distinctive styles.

—

Long Bais Derby - - $7.85

(Loose End)

Jonteel Bar Derby - $7.50

Knubo (Tie to Tie) $7.50

Nd 30 Days

1st Following

Long Bais Derby (loose end)

Jonteel Bar Derby (open end)

Knubo (Tie to Tie)

These will make every desirable window dis-

play for the coming holiday season. Order at

once to ensure delivery by May 15.

The J. A. Sword Neckwear Co., Ltd.

Toronto, Ontario

College and Markham Streets

PM
c©MF©snTi!©iM c©lla:

12.4 to 18,4 MADE IN CANADA 12 to 18H

Better Value

Greater Profit

- and

One Price to All

3 Cents a Day
2 1 Cents a Week
90 Cents a Month
$10.95 Cents a Year
Is saved in Laundry bills by every customer

makes K^ntKracK collars a mighty

profitable proposition to every

dealer.

One Grade Only and That the Best

wearing IC^ii!!^.!^ collars. They are

Linen-like in appearance and up-to-the-

minute in style and we guarantee every

collar through the dealer,

THE PARSONS & PARSONS CANADIAN COMPANY
Established in U.S.A. 1879 HAMILTON, Canada Established in Canada 1907

4^ g3«k
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A Ready Seller

S.OW your customers Atlantics. Let tliem

feel the smooth, even weave. Let them
-eo the elastic, form-fitting yarn.

)'o'/ /'•/// jiare no trouble selling Atlantic

Underwear

All \ntic Underwear Co., Limited
MONCTON, N.B.

E. H. Walsh & Company, Montreal
end Toronto

Selling agents for Quebec. Ontaiio
and Western Provinces.
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WATERPROOF
BEST BRITISH MAKE

Snappy-Looking

Distinctively Designed

Men's Waterproofs

It had to come!
When people get acquainted with the all-

round quality, general usefulness and excel-

lence of the 'Tit-Well" waterproofs, it is

natural that the demand for them should
greatly exceed the supply.

This obliged us to build our factory at Vic-

toriaville. Que., to the point where it is now
one of the largest exclusive raincoat factor-

ies in Canada.

Our general offices and showrooms are now
located in the new Sommer Building.

''Fit-Well" Waterproofs are made in the

popular materials and we supply all

demands promptly.

Our representatives are now showing the

"Fit-Well" samples for Fall in Gabardines,
Tweeds, Leatherettes, etc.

S. RUBIN & COMPANY
Mfrs. of the

''Ftt- Weir ' Waterproofs

Our New Address:

New Sommer Building, 37 Mayor Street

MONTREAL

l!lllllllllll!lll!llll|i|i|'lillll|i|i|i|>l11'l'|!H^I!l1llll1lil1l!l1|l|1|>ll|l^ |ll!|l|||||l|i|l|||||l|||||||l|IHIMIIII'll^li|'lilil>ll|l|l|illll|ll'l<l<llilinil1llilll'lll^
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luei'.v live nieirhanl w lio wi.^^he^ to
lie in a position to meet the vvork-
inuinen's demand for good, ser-

viceable working togs should
stock

A.R.C. Brand
of

Working Shirts

Automobile

Gloves

Working

Gloves

Mackinaws

A. R. C. products appeal to the workiugman be-
cause of their dependable qualities.

Our working .-^hirts are comfortable and strongly
made, having double stitched seams.

.\. R. C. Gloves are built for '-hand comfort" and
service. They are pliable and tough without bulk,
giving the support as well as protecting the hand!

Remember, we tan our own leather—one reason
why we can offer you more attractive prices.

You will fmd splendid value in our Mackinaw
Coats; they are good looking, fit perfectly, and
are made in a variety of checks and colors.
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ChaLlleivc^
ClcajrvaJ^le
CollaLr^

.

^^Advance >>

iMery man who likes to pre«ent a neat

appearance is a prospective purchaser

of Challenue Cleanable Collars. Every
man to whom soarina; prices is a source of worry
is a prospective Challenge Collar wearer. These
men are your customers. Point out the advan-

tages of Challenge Cleanable Collars to them—show
them how they cannot be told from linen, how they
cost no more, wear longer, and eliminate laundrv
bills.

All this—backed by the intensive advertising we are

doing—will build sales and profits for you.

Your stock should include Challenge Cleanable Col-

lars in every size and style.

Order (hem from your jobber to-day.

Write us today for your supply of Challenge Counter Envelopes.

Sent free to Challenge Collar dealers.

The Arlington Co.
of Canadei

Limitect

Montreal Toronto
'Winnipeg Vancouver
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IME FOR A PALM BEACH SUIT
—for the wonderful construction
of Palm Beach Cloth—its open porous
weave, its feathery lightness— result
in the ideal garment for warm days.

So readily is it washed or dry cleaned,
so fashionable, and still so comfortable
—that it is accepted by millions of men
as the Summer Suit for all occasions.

THE PALM BEACH MILLS - GOODALL WORSTED CO
SELLING AGENT: A. ROHAUT

. 229 FOURTH AVENUE NEW YORK

^K?^^,^-^°'^ "^"^ P-^LM BEACH 'LABEL
IN THE COAT. AT ALL GOOD CLOTHIERS

HIS is the kind of advertising that will make your PALM BEACH SUIT DEPART-
MENT very popular next month—and, in fact— during all the sultry days ofSummer.

•-^ It is just one ofseveral color spreads, and is scheduled for appearance in the "Post"
and "Collier's." Another, equally striking, will be shown in the "Digest." Backed up by
full-page Black and Whites, in "Collier's" and the "Digest"— a color page in the "Post"—
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OOL PALM BEACH SUITS

come in a variety of dark shades as

well as light, and in a very wide selef'-

tion of patterns. Just a little label

—

two palm branches and the words
"Palm Beach"—proclaim the Genuine.

That little label is trademarked in the

Patent OfEce at Washington, and reg'

istered in the hearts of a great nation.

THE PALM BEACH MILLS—GOODALL WORSTED CO.
SELLING AGENT : A. ROHAUT. 229 FOURTH AVENUE. NEW YORK

LOOK FOR THE PALM BEACH LABEL
IN THE COAT. AT ALL GOOD CLOTHIERS.

THE GENUINE CLOTH
MFD. BY GOOOAUL WORSTED CO.

LOOK FGRTMIS LABEL

:iliiiii!
^.;.M;.iilill'!i:i;iii!jiiil!i!lilii;iHliiiiiliiili;

:i;lil i

a wide-spread newspaper campaign— and by beautifully designed Street Car Cards— it will

only remain for you to show the PALM BEACH LABEL in the Suits you sell to insure

quick sales and quick turn-over.

CLEVER DISPLAY MATTER—FOR YOUR STORE AND WINDOW—ON REQUEST.

The Palm Beach Mills — Goodall Worsted Co.; A. Rohaut, Agent, 229 Fourth Avenue, New York
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(CLOTHING CO.
^^- . . LIMITED ^^
^-Kitchener,Oht-

No Cloth on the market to-day can compare with BARRIE-
CLOTH for durability.

BARRIECLOTH is a new all wool fabric of our own manufac-
ture and is made in mixtures of Black, Heather, Green, Blue,

Grey and Brown.
Our lines are—Ulster Coats for men and youths, also Mackinaw
Coats.
These coats cost no more than the ordinary but their value is

far above the ordinary and when you sell a customer one he is

sure to return for another.
Travellers are now out with samples for Fall.

Be sure to see samples of this unusual cloth, you will be de-
lighted with it.

THE

Robe and Clothing Co.
LIMITED

KITCHENER - ONTARIO
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The common-sense way of handling
credit accounts

lyrERCHANTS in 182 different lines of It prevents forgetting to charge goods sold

business are using the N.C.R. Credit on account.

File.

These merchants have found that the file

gives them the common-sense way of hand-

ling credit accounts.

It eliminates

It prevents neglecting to credit money paid
on account.

It gives each charge customer a statement of
account on every purchase.

It protects every credit record until it is

paid in full.It is a one-v^riting system

book posting of accounts.
It saves time, work, and worry. It stops

It keeps each day's credit business separate, leaks and saves profits.

Investigate this common-senseway of handling credit accounts

The National Cash Register Company of Canada, Limited

BRANCH OFFICES:
Calgary 714 Second Str«rt W.
London 350 Dundas Street
Edmonton 5 McLeod Bldg.
Ottawa 306 Bank Street
Halifax o'3 Granville Street
Quebec 133 St. Paul Street
Hamilton 14 Main Street E.
Repina 1820 Cornwall Street
Montreal 122 St. Catherine Street W.
Vancouver 524 Pender Street W.
Toronto 40 Adelaide Street
St. John 50 St. Germain Street
Saskatoon 265 Third Avenue S.
Winnipeg 213 McDermot Avenue

FACTORY: TORONTO, ONTARIO.

FILL OUT THIS COUPON AND MAIL TO-DAY

Dept. 25. The National Cash Register Company of Canada. Limited,

97 Pelham Ave.. Toronto. Ontario:

I'lea.se give me full particulars about the N. C. R. Credit File way
of handling credit accounts.

Name

Business

Address
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Did You Ever Notice

the amount of business you can get by push-

ing Men's Furnishings in the Summer
Season ?

Think of the great demand created by the

annual vacation trip. It is the one time

above all others in which a man sets out to

enjoy himself without stint. His holiday

wardrobe is one of the first things he thinks

about—and that is just

WHERE YOU COME IN

He Will Want

Shirts, both Outing and Fine Dress Shirts,

Collars, Cravats, Suspenders,

Belts, Summer Underw^ear,

Sox, and Sw^eaters

Racme Quality

in

Men's Furnishings

Quality Furnishings

\ of

t Established Reputation

ALPHONSE RACINE, LIMITED
"Men's Furnishings Specialists"

60-98 ST. PAUL ST. WEST, MONTREAL
FACTORIES:

Beaubien St., Montreal; St. Denis, Que.; St. Hyacinthe, Que.

SAMPLE ROOMS:
HAILEYBURY SYDNEY, N.S,, OTTAWA QUEBEC TORONTO

Matabanick Hotel 269 Charlotte Street 111 Sparks Street Merger Building 123 Bay Street

SHERBROOKE SUDBURY RIVIERE DU LOUP
4 London Street Nichol Range Hotel Hotel Antil

THREE RIVERS CHARLOTTETOWN, P.E.I.
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H

The Outstanding Quality

of

CHARACTER & INDIVIDUALITY

IS not confined merely to being tke leaders

m style. It is tnat every ''Style Clottes
*

model is autnentic beyond any possibility

of doubt. Tne quality and excellence of

tne fabrics, wbicb come in all tbe favored
\veaves and mixtures; is a range so varied

tnat tnere are materials to suit every
individual taste.

Tne tailoring is done by men who take

pride in making ''Style Clothes tbe stand-

ard—for looks, for wear, and for value.

Every garment must come up to tbat

standard.

Our representatives are now in tbeir re-

spective territories. We will be pleased

to put you in toucb witb tbem.

STYLE CLOTHES, LIMITED
Successors o

Tne ^^earDe»t Clotliing Manufacturing Co.

149 Notre Dame Street

MONTREAL

i

I'M}

i^BwfcwM^^i i« mirjwwi>w—wiartl'*'^***'^****^***^^* J
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There's a double advantage to the garment manufacturer
who uses Stifel's Indigo Cloth, and to the dealer who
carries work clothes made of Stifel's Indigo.

1. The advantage of a work garment cloth that is firmly

woven, beautiful fast blue in color, and whose dot and
stripe patterns positively will not break in the print.

2. The advantage of Stifel's advertising which is

telling wearers of work clothes all over the

country aboutthe extra value of StifeFs Indigo
Overalls, Coveralls and other clothes—and

teaching them to look for

this trademark on the

back of the cloth in- REGISTERED

side the garment to be sure it is

made of genuine StifeFs Indi-

go Cloth, which in its lifetime

of over seventy-five years

has never been success-

fully imitated.

J. L. STIFEL & SONS
Indigo Dyers and Printers

Wheeling, W. Va. 260 Church St., N. Y.

This Baltimore isf Ohio

"Royal Blue ' Engineer,

Mr. Charles Broil, like

thousands of his Jellows,

wears Stifel's Indigo Over-

alls and Jumpers.

SALES
NEW YORK 260 Church St.

PHILADELPHIA 1033 Chestnut St.

BOSTON 31 Bedford St.

CHICAGO 223 W. J«cl«on Blvd.

SAN FRANCISCO. Postal Telegraph BIdg.

ST. JOSEPH. MO Saxu,„ Ba^lc^B^d^

OFFICES
BALTIMORE Coca Cola BUf.

ST. LOUIS 604 Star BIdg.

ST. PAUL 238 Endicott Bldg.

TORONTO ISMancheiterBldg.
WINNIPEG. 400 Hammond BIdg.

MONTREAL Room 508 Read BIdg.

506 Mercantile BIdg.
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Clothing of Quality
for

Young Men
It is to our interest to -make only the best clothing

and every model we offer is stylish and up-to-date in

every essential.

Superior workmanship and careful designing enables

us to guarantee not only the correct styles and tailor-

ing, but that they will retain their shape throughout
the life of the garment.

This is the reason "York Products" will produce satisfied cus-

tomers and build business for the retail merchant.

In "First Long Pants" we offer a particularly attractive showing
calculated to please from every angle.

Our representatives are now out and we advise early ordering

to insure prompt delivery.

York Clothing Co.
35 Church Street, Toronto

Reversible

Coat

Office and Factory :

437 ST. PAUL W., MONTREAL

NOT AN IMITATION —
But Leather, Real, Honest-to-Goodness Leather

It gives us a great deal of satisfaction to manufacture a
genuinely worth-while coat—a coat any man would feel

proud to wear.

Our proposition to the dealers is one that is particularly
worth while from every angle. You sell a coat which, be-
ing the best of its kind everywhere, reflects great credit
on your store; then as it is "made in Canada" it encourages
a worthy Canadian-made article, incidentally saving you
high foreign exchange, duty and all the rest of it.

The reversible feature of the "Victory Brand" leather coats
is a strong selling point—one you can push everlastingly.
Besides having the leather coat for motoring, etc., your
customer gets another, either a garbardine or a woollen
one (whichever he wants) all for the one price.

IT SIMPLY CAN'T BE BEAT.!
We'll be glad to send you samples and price lists; ask
about our complete line of waterproof clothing.

Made in Canada
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Photo shows one of our original designs

in pure silk, satin-foulard from England

It's hand-tailored

The ultra smart cravat for

midsummer trade!

^ slip-stitched by hand. Holds
its shape perfectly.

^ silk ribbon, easy-sliding neck-

band.

^ slender lines now so much de-

sired by particular men.

^ in failles, foulards, satins and

a host of neat jacquard designs.

^ priced from $ii.oo upwards.

Delrnery m one month

MADE IN CANADA BY

The^KING SUSPENDER
& NECKWEAR CO.

TORONTO
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The
Mackinaivs
ipcDirS^iMiinn'g Ideal Coat

Warm, comfortable and stylishly tailored, G.H.G. "Durabil" Mack-
inaws are exceptionally popular with "out-of-doors" men, who de-

mand lasting wear and dressy appearance.

"Durabil" Mackinaws are made from the finest Canadian Fleeced

Wool in Canada's greatest mackinaw house. They're fashioned in a

great variety of appealing color combinations from our own ex-

clusive patterns.

For street wear, for the country, for every kind of wear there's a

striking G.H.G. model.

Included in our lines are—Lumbermen's and Contractors' Supplies,

Tents, Awnings, Tarpaulins and Canvas Goods.

Send for our illustrated catalogue and

price quoiacions.

GRANT-
HOLDEN-
GRAHAM

LIMITED

OTTAWA
CANADA
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Quality remains supreme

Now as always you can rely

on the quai'itv' of LEISH-
MAN'S CLOTHING. Not
only are they irreproachable
for style and correctness

—

but the careful designing and
superior workmanship en-
able us to guarantee their

durability—they will retain

their shape throughout the
long life of a LEISHMAN
PRODUCT.

Makers of

THE BEST
TAILORED
GARMENTS

FOR
MEN

You will invariably find

that LEISHMAN CLOTH-
ING is sold by the merchant
who is insistent upon having
merchandise of the highest

standard represented in his

store.

We make only one grade

—

the best.

Investigation of the LEISH-
MAN line will prove that it

is made to please both the

merchant and his customers.
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QUICK SALES
GOOD PROFITS

SATISFIED
CUSTOMERS

iiiiiiiiiiiiiiiiiiiiiiit

That is what merchants make who stock PALTER BROS.' Tweed and Silk
Hats and Caps. Our range is now fully complete and it will pay you to see
our samples before purchasing,

PALTER Caps are made by operators who know how, and every detail is

looked after. We have styles that are up-to-the-minute, also conservative
shapes for Men and Boys.

Straws and Felt Hats will be high-priced this year, which means that this

will be a Cap Season : Nuff Sed.

The House of Service

PALTER BROS.
TORONTO

^

Up -To -The - Minute

in style and coloring.

You cannot afford to miss
seeing our large assort-

ment of Floral Designs.

This line is just what you
need for the holiday trade
May 24th.

PRICE $10.50 per doz.

We guarantee delivery
within 10 days.

No Task To Choose

The customer will not find

it a task to secure the tie

he wants if the merchant

i s showing ARROW
NECKWEAR.

If you are not on our call-

ing list drop us a card.

^
THE ARROW NECKWEAR COMPANY, LIMITED

1184-1188 Queen Street West, Toronto
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Style No. 1527 Style No. 151

Are You Ready for the Big Spring and Summer
Demand for Hickok Belts and Initial Buckles?

DEALERS AND DEPARTMENT MANAGERS: Are your stocks

complete with the newest designs for men, young men and boys?
Our salesmen are now booking orders. Has your selection been
made? If not, advise us.

The HICKOK MFG. CO., LTD., has taken over all patents,

grood will and manufacturing rights for the making of

Hickok Belts and Initial Buckles, which will be delivered
from the Canadian factory, now temporarily located at 33

Richmond Street West, Toronto. The advantages of this

closer relationship are apparent, and it will enable us to
give you better service in every way.

Style No. 1589 Style No. 34308

The Hickok Mfg. Co., Ltd.
33 Richmond Street West

Toronto, Canada
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QUALITY HATS
FINEST HIGH GRADE HATS

IN THE WORLD

,^^T!^<>»s
IN THE

LATEST
APPROVED
STYLES

This trade-mark m crowns of all hats

Made in Italy

Look tor this trade-mark printed on all leathers

Prices are high and buyers of Hats need not look for lower

prices—at least for some time. Therefore, look for QUALITY

KING
and

BORSALINO
HATS

Are Quality Hats

Well and favorably known QUALITY HATS are

much easier to sell than unknown lines, and the public

IS more willing to pay the prevailing higher prices for

goods which they know, through past experience, have a

quality value consistent with the advanced prices. The
public is satisfied to pay the increased costs of Quality

Hats.

Our Salesmen are out with Fall Samples

ANDERSON-MACBETH LIMITED
"Hats with a Pedigree"

284-286 King St. West TORONTO
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PELS AND LIPPE
CLOTHES

AUTUMN AND WINTER
bring with them the new

ADVANCE
MODELS

hy

FELS AND LIPPE

Distinction and personality in men's clothint^

are qnalities of immea.surable importanee to the

dealer who caters to a discriminating trade. Tt

is not expected that every man will know what
a designer and tailor will spend years learning,

h\xt it is a most unusual man who does not

recognize style in design, (piality in materials,

and above all—value.

It is in this respect that FELS and LIPPE
CLOTHES are distinguished-—because their

inherent worth is just as apparent to the or-

dinary man as to the careful, fastidious dresser.

The effect of such a wide appeal is noticed in

the way which interests dealers most, namely

—

larger, easier sales.

Our representatives are now out and will l)e

glad to show you how you can profit by hand-
ling the Fels & Lippe line.

Pels & Lippe
MONTREAL
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Manufacturers and Merchants

119 WOODJSTREET, LONDON, E.G. 2, ENGLAND

"OBERON" PYJAMAS
for the Canadian Trade

Goods bearing the
"OBERON" mark are
trusted the world over.

"**" To stock and show
"OBERON" goods is a
sure way of attracting new
business—and keeping it.

"'OBERON" PYJAMAS represent per-

fection in materials, style, make and
finish. They are also unequalled for

value.

We have a complete range in Ceylons,
Co'tons, Flannel and the well-known
Lista Cloth—all designed to meet the
special requirements of your trade.

Make a point of seeing the Fall, 1920
range now in the hands of our represen-
tatives.

The illustration is made in

the famous Lista fabric.

Note that the neckband is

in correct Canadian style.

The cloth "Lista" looks
and feels like silk, yet has
all the durability of cot-
ton. Made in an attrac-
tive assortment of pat-
terns and colourings — all

guaranteed absolutely fast
to washing.

Samples at

These Addresses

Eastern P> ovinces
Marshall & Harding

Carlaw BIdg , Wellington St. West
Toronto

Western Provinces
Mr. G. E Ledder

Grace Court. Cornox Street

Vancouver, B.C.

George Brettle & Co., Ltd., 119 Wood Street, London, E.G. 2
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"Now ForAn Active Overall Demand
Kitchen's Are Here!'' A
THE stress and bustle of rush trade in

the stores where men buy overalls

is certain to bring its irritations.

There is no experience more harassing

than to face the complaints of customers

who have been disappointed through ill-

advised purchases.

They have trusted the store in which
they secured their work garments, only

to have seams burst, buttons come off or

skimping of material cause binding

whenever they moved. They returned

to register their grievances, but to pur-

chase na more nameless overalls.

The moral is to end all risk in your

overall trade by stocking quantities ade-

quate for rush demands of

KITCHENS
<*i /'

OVERALLS
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They are made to meet every test of service to which an overall is ever sub-

mitted. That means that every merchant, who deals conscientiously with his

trade, welcomes the sight of a shipment of Kitchen's Railroad Signal Overalls

and Work Shirts.

Those retail dealers, who have visited

our factory and carefully observed our
standards, as well as our thorough
inspection, have gone away firm adher-
ents to the policy that it pays to buy
from a company that puts into its work
every detail that makes for genuine
merit. They are filled with confidence
in the goods on their shelves.

The reason that Kitchen's is the fast-

est-selling line lies in the confidence of

hundreds of dealers who know what
they need to link up steady customers.

They see many shipments of indifferent

goods. They are pleased, as the wearer
is educated to demand the best. They
are happy when the Kitchen bales

arrive.

The Kitchen Overall & Shirt Company, Ltd.

Brantford, Ontario
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You know Peck^s Clothes

by the company they keep

for Gentlemen

Men who are accustomed to the best, know
by experience what the name *Teck" stands

for in the realm of fine clothes. They are

interested in knowing, positively, just what
can be secured in the way of fine materials,

authentic styles, and real, substantial value.

OUR NEW
AUTUMN AND WINTER MODELS

are the embodiment of the same principles

which have had so much to do with the

building up of the Peck reputation.

You, Mr. Dealer, can cash in on this goodwill by
offering the wide range of Peck designs to your

customers.

Our representatives are now out with a full line

of samples, which they will be glad to show you.

MONTREAL

John W. Peck & Co., Limited
Manufacturers of

Men*s and Boys' Clothing, Shirts, Caps, etc.

WINNIPEG VANCOUVER

^^^H'
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What makes them

enthusiastic ?

M Peck^s Juvenile Clothes

style, wear and value after all,

are the main standards by

which good clothes are judged.

Boys are just as keen for stylish

suits as their older brothers,

and more than anyone else,

they are interested in getting

lots ofwear out of their clothes.

This is natural, because their

strenuous activities demand a

maximum of wear resistance.

Good materials—are the foun-

dation upon which our design-

ers have built. Style comes

easily after that in skilful de-

signing and expert tailoring.

Having reached these goals it

naturally follows that honest

value is built into every gar-

ment. Any dealer knows that

important point is a big item in

selling a suit these days.

MONTREAL

John W. Peck & Co., Limited
Manufacturers of

Men's and Boys' Clothing, Shirts, Caps, etc.

WINNIPEG VANCOUVER
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MILNE'S

NECKWEAR NEWS
Big Values May, I 920 Right Prices

Removal Notice

Owing to the growth of my bus-

iness I have been again forced to

move to larger premises and am
now located at

129-39 Spadina Ave.

Spadina Building

where I will be able to give still

better service in the future.

Remember the new address

WILLIAM MILNE
The Newest in Neckwear

129-39 Spadina Ave. - - Toronto
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Stanhelds

Underwear

'^Stands

Strenuous

Wear"

"Trade mark registered"

Standardization is undoubtedly the biggest idea in the merchandising world
to-day. Stanfield's Unshrinkable Und erwear is the standard for Canada. By
standardizing your underwear department you can reduce your underwear
stock and at the same time increase your sales.

To-day your stock—which is your money—must be kept working.

It pays to sell

Truro

11
Nova Scotia

STANFIELD'S PATENTED ADJUSTABLE COMBINATIONS
AND SLEEPERS FOR GROWING CHILDREN.
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A BETTER OVERALL MOVEMENT

WE are inclined to agree with a contem-

porary that the best kind of an overall

movement would be one in which the whole of

the population was enlisted to increase produc-

tion and, thereby, bring down the cost of neces-

saries. At such a time as this it is better, per-

haps, to first appreciate and then practise the

historical significance of overalls rather than

pay too much attention to this simple garment

itself. Overalls used to be the symbol of labor's

honest toil. We thought of the man who wore

them as giving an honest day's work. He was
grossly underpaid ; but now that he is coming

into his own in this respect there are reasons for

believing that his productive power has some-

how decreased with his rising wage scale. And
the man in overalls may not be, in fact, is not the

only man in that class. The whole nation, the

whole world needs to get down to work to so

fill the shelves of the world's warehouses that

supply and demand may be more equally ad-

justed. That, and that only, can bring down
the high cost of clothing and every other neces-

sary of life. There is a fine significance to the

overall movement if viewed in the right pers-

pective ; but we fear that this significance will

be lost to most people.

A HOPEFUL SIGN

IT seems to us that the aftermath of the over-

all movement in so far as it affects the

retailer and his stand in the community is a

very important consideration. That aftermath

is the evident intention on the part of retail

clothing men all over the country to state their

case to the public. MEN'S WEAR REVIEW
has frequently pointed out the necessity of in-

forming the public regarding the high costs of

clothing because we have felt that there are

abundant and justifiable reasons for those costs.

R. H. Blumenthal, of Montreal, has placed

many retailers under obligation to him for the

interview he gave Montreal papers in connec-

tion with the soaring costs of clothing since

1914. We reproduce that interview in this

issue and urge that it may be handed to local

newspapers all over the country by retailers in

their respective communities. Many retailers,

moreover, have expressed their views to MEN'S
WEAR REVIEW along similar lines; we feel

that they would do well to express such views

to their own local newspapers so that their

clientele would be the better informed regard-

ing those items which enter into the making of

a suit of clothes. The hopeful sign is that there

are more men, like Mr. Blumenthal, who are

hitting back at ill-informed newspapers and
others who make reckless statements which

could never be substantiated by facts. Retail

clothing men are beginning to talk and to talk

to the point.

BRIEF EDITORIAL COMMENT
DON'T get "your wind up" because business

happens to be dull. One cannot always be

riding on the crest.

* * *

THE WORST thing retailers could do in con-

nection with the overall movement would be to

begin to slaughter prices. It would be the false

admission of a falser charge.

* * *

WITH the purchase of the old Lamb Hotel by
a Toronto clothier, one will be able to say that

a section of Yonge street is paved with Brass.

* * *

RETAIL clothing men will have no cause to

remember April, 1920, with any marked degree
of kindness.

* * *

WE AGREE with the "Mail and Empire" when
it says: "If every man who dons the overalls

would do some honest work in them to add to

the output of labor and thereby increase the sup-

ply of necessaries, the effect of the movement
would be to bring down the prices, not of clothes

alone, but of all other staples of consumption."

* * *

IF THE Government would only guarantee the

price of clothes as it does the price of wheat, so

that no man need fear a slump, what a heaven
the clothier would live in?

THE AGREEMENTS concluded between the

Associated Clothing Manufacturers of Toronto,
the clothing manufacturers of Montreal and
Hamilton, and the garment workers in these

three cities indicate that lockouts and strikes

will not materialize this year to any* paralyz-
ing extent.
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Your Windows are the Soul of Your Business;

They Show Character, Taste and Self-Respect
N. L. Birrell, Whose Business is Six Years Young, Attributes His Modest Success to His

Windows and Gives Some of the Essentials of Good Window Dressing—Value of

the Price Card—Travels a Good Deal for Ideas in Window Dressing.

SIX years ago and at the age ol

twenty-three years, N. L. Birrell of

Toronto started in the furnishings

and haberdashery business in a modest
little store on Bloor street. To-day he

has forsaken the cradle of his first ef-

forts for a much larger and handsomer
store across the street near the corner

of Bloor and Bathurst streets, and. in ad-

dition, he has another store in College

Street, That, in itself, is a testimony

to hir success, and he says that the

reason for it is to be found in his win-

dows. He regards his windows as the

soul of his business, just as one says

that the eyes are the windows of the

soul. The manner in which a man
dresses his windows, says Mr. Birrell, is

an indication of his own estimation of

the stock he carries; it is the expression

of character, taste and the kind of busi-

ness he wants to do. And he places par-

ticular store by a neat, attractive card
in the centre of the window. He think*;

that a window full of goods without a

card is like a book without a title; the

tiling- that tells the story to a customer
who is out to buy is missing, or in other
words the greater part of the selling

power of the window is gone.

His Course in Window Dressing

Mr. Birrell has taken an honored prize

in a haberdashery contest conducted by
"The Haberdasher," in New York; Tiis

window was shown with thousands from
all over the United States. He started to

take his course in window dressing eleven

years ago when he came to Toronto

—

and he Is still taking it. It wasn't a
school he attended, except it be called the

school of experience in which observation
is the chief subject taught. To begin,

with, ho liked the furnishing trade, and
the thing he liked about it the most was
the window dressing end/ of it. For
years, he says, he saw every window in

Toronto every week. He was after win-
dow dressing ideas, and he got them. At
the present time there is not a week goes
by that he does not see the best windows
to be shown in his line in Toronto. But
liis course has extended far beyond the
limits of the city of Toronto. Twice a

year he goes to New York to see the best
windows on Fifth Avenue, Broadway and
42nd Street, and from there he takes a

jaunt to Chicago, Detroit, and other
x\merican cities at least once a year.

And behind all this travelling about
there is the firm-rooted belief in his mind
that his windows are the best salesmen
he has; if that be the case, why not spend
money on them? "We think we get most
of our business on account of our window
dressing," he says.

Started Six Years Ago

"Just six years ago this week," said

TJxe above is a picture of BirrelVs witidoivs at liis neiv store at the corner of

Bloor and Bathurst streets, Toronto. N. L. Birrell has acquired a considerable

reputation as a window dresser. He was recently awarded the third prize in a

haberdashery cha7npionship for windoiv dressing conducted by 'The Haberdasher'
of Neiv York. Mr. Birrell is exceedingly proud of the honors won in such a

contest, in ivhich retailers all over the American continent enter. He is proud of

it, not so ynuch because he won it, but because the worth of the Canadian win-
dotv dresser was recognized across the line, where window dressing has be-

come an advanced science. The opening days of the new store ivere March 19

and 20.

Mr. Birrel! to MEN'S WE.\R REVIEW,
"we started in business in a little store

across the street against the wishes and
advice of our fiiends, who told us that

there were old-established businesses

very near. So now I am just si.x years

young. When we started in business at

that time we had enough money to pay
the rent for four or five months, and the

rest of the money we needed we got on

ciedit. Since then I have moved to this

store and have another one on College

Street. But we would not have got

along were it not for the window dress-

ing, because we have had plenty of op-

position.

Window Dressing a Hobby
"Window dressing was the only hobby

I had, and that was the only thing I had
to gc upon—and nice merchandise and
service behind the counter. It makes no
difference what you have inside,

you must let the people on the

street knov/ what you have inside before

they are coming inside, and the window
tells the story. If your window tells the

story better than the other fellow's, you
h.ave that much better chance of success.

You may give good service behind the

counter, y.iu may treat your customers
well, customers who know you and deal

with you regularly, but how are you to

get a thousand new customers? You
must got them by your windows b^'cause

Ihev tell the character of vour business

40

and your merchandise; they convey to

people's minds what you think of your
own merchandise. If you put a shirt in

the window, for instance, that looks half

drunk instead of making a nice display

with good color sfirroundings, that is an
indication to the public what you think
of your own shirt stock."

Some .^«sistance of Good Window Dress-

ing

MEN'S WEAR REVIEW asked Mr.
Birrell to give what he considered to be
some of the main essentials of good
window dressing.

"First," said Mr. Birrell, "not to over-

crowd it. Then, there should be some-
thing bright in every window, not neces-

sarily freaky or loud, in fact I avoid

everything in the nature of a freaky or

loud window Whether it is a bright

shirt or a catchy showcard, I always
get something in the window that stands

out a little brighter than the merchan-
dise around it. If you have a window of

dark merchandise, for example, a man
passing along the street would not no-

tice it unless you have something bright

in it. Black hats with a bright showcard
will make a much more attractive win-
dov/ than the hats without the showcard.
The showcard is the attraction in that

.case, and with the price on it people will

say: 'That looks like a good hat for $3,'

(Continued on page 73)



Retailers Tell of the Overall Movement;
Reports Indicate That Little Headway Made

Being Taken Up Mostly by Civil Employees and School Boys—Has Had No Ill-Effects on
Business—Mechanics and Farmers Buying to Protect Themselves Against Rising Prices.

IN
THE opinion of many retailers

throughout the country, the overall

movement has not made an ap-

preciable difference to their business one

way or the other, neither has it the pros-

pect of a very long life. MEN'S WEAR
REVIEW sent personal letters to many
of the retailers in sections widely sep-

arated asking them to what extent the

movei-ncnt had made headway in their

town; how had it affected business, and
what they considered to be the best way
to deal with it. We did not suR-gest thai,

it should be either favored or frowned
upon; ihat aspect of the movement was
left to the retailer to view with what
concern he wished. Retailers seem to in-

'Jinc to the view that it has been a good
newspapi r story, and they do )iot hesi-

tate to say that the nawspapers have, of

course, made the very most of i^: The
newspapers make a sensation of e^•ery

movoment, good, bad or indifferent, so

long as it brings grist to the mill, what
else iiiatto's?

Three Factors Against it

It seems that there are three factors
which operate against the movement in

this country. Business men general!;
are against it and have taken no stepc-

to ally themselves with it. What head-
way it has made—and that headway is

very limited—has been among civil em-
ployees or civic employees of one kind
and another, such as post offices, city
halls, etc. Only in a few cases have re-

turned men adopted it, and it cannot be
said to ha\'e any headway amongst their.

as an organization. The Toronto "Star"
managed to work up a little enthusiasm
for the movement among college pro-
fessors and preachers, and we can well
understand and fully appreciate why
men v/ho, in view of the fact that the
splendid services they are rendering this
country are so disgracefully rewarded,
incline to such a movement. It is no dis-
credit to them but rather to those un-
grateful bodies on whom they are depen-
dent for a decent living. As one of the
ministers said: "We have overall
pm-ses." The same may be said of civil

and civic employees; they are notorious-
ly underpaid. In the second place, labor
is -against it wherever it has spoken.
Trades and labor councils have discour-
aged it because they have realized that
it is but placing an additional burden on
them in n;aking them pay advaanced
prices for their overalls, to them, an
every-day necessity.; And in the third
place, the movement apparently appears
to be impracticable to the Canadian
people and unnecessary. Clothing prices
in this country are not as high as across
the border, even at their present hiorh
levels. Moreover, the Canadian people

TIic above ?.s the i^iterior view of Birrell 's new store at the corner of Bloor and

Bath'urst streets, Toronto.

seems to understand that a run on over-

alls will do two things, namely: increase

the price of overalls and place a burden

on the shoulders of people least able to

bear it. This in substance, seems to be

the opinion of retailers.

What Retailers Say of the Movement
R. S. Cull, Guelph.—"The headway of

the movement here is nothing worth
speaking of, and on business it has had
no effect so far as I know."

R. Leo Watson, London,—"The move-
ment here has made headway only at

the Post Office, and then only during

the working hours. Up to the present

time it has had no e^ect on business."

George W. Bartiett, Ingersoll.
—"The

movement here has made v^vy little

headway—a few business men are wear-
ing khaki pants, but it doesn't seem to

take very well. The magistrate and the

town clerk started the movement here

but there are not many taking it up ex-

cept school boys. So far as business is

concerned it has increased sales to

mechanics and farmers, who want to

protect tliemsehes against Idg increases

in prices. Boys' overalls ai'e going

strong."

James E. Quinian, of Wiles & Quin-

lan, Brantford.—"The movement has

made scarcely any headway here. Over-
Ells are worn by one or two citizens
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for a joke and by a few vaudeville per-

formers playing at the local theatres.

It has not affected business at all."

U. E. MacDonald & Bros., Guelph.—

"The movement has made very slight

headway here. No business men are

wearing them on the street. The Post

Office staff are wearing them for in-

side work. Workmen are buying over-

alls freely fearing that prices may soar

should there be a general c;emand for

them "

W. H. Mills, Kitchener.—"The move-

ment is certainly not gaining any here,

in fact I think it has been dropped. It

has not affected business at all. We
had the best clothing week I have had

since coming to this live city during the

wod' April 19th to 24th."

Gt^orge Naylor, of Naylor & Co., In-

gersoll, says the only people wearing the

overalls in that town are boys going to

the Collegiate Institute and the Public

School, and the magistrate, town clerk

and town treasurer. He adds that busi-

ness was somewhat increased by the sale

of overalls but that general business was

not affected iA all.



First Steps Taken Toward Dominion Association;

Publicity Campaign to be Inaugurated at Once
Ontario Executive Decides on Important Policies at Toronto— Will Communicate With

Various Provinces to Start Dominion Association— Legislative Committee Ap-

pointed With Stewart McClenaghan Chairman.

THE first active steps toward tlie

formation of a Domiiion Associa-
tion of Retail Clothiers have been

taken. On April 22 the executive of the

clcthing branch of the Retail Merchants'
Association of Canada r-iet in Toronto
at the King Edward Hotel, representa-
tiveji being present from Ottawa, To-
ronto, Belleville, Barrie, Chatham, Sarnia
and Lindsay. President E. R. Fisher
presided at the meeting. Many matters
of interest to the clothing and haber-

dasher trade of the country were dis-

cussed, but nothing of more importance
to the welfare of the entire trade than
the formation ol the Dominion Associa-
tion. The matter of the high cost ox

clothing caine up, and a resolution was
passed (which appears elsewhere in this

issue) expressing the regret of the-cloth-

ing mon of the co^mtr^' that prices were
so high, and pledging the Provincial As-
sociation to confer with the manufactur-
ers to see if some steps could be taken
conjointly whereby clothing prices might
be reduced.

Communicnfe With Provincial Secretaries

In connection with the formation of

the Dominion Association, the first thii^g

that was done was to appoint a commit-
ter to initiate steps- whereby the various
provincial associations could be brought
more closoly in contact one with the

otLer. The committee is composed of

President £. R. Fisher, Ottawa; Vice-

President R. F. Fitzpatrick, Toronto;
Past-Prt.'ident Ed. Mack, Toronto, and
Secretary Dai' Johnson, of Ottawa. This
committee have in hand the whole matter
of starting the Dominion! association.

They will first communicate with the
various secretaries of provincial associa-

tions and point out to them what pro-
gress has been made in Ontario through
the organization of a provincial associa-

tion, and they will urge upon the pro-
vincial secretaries what further good
could be accomplished if there were a
Dominion association to protect and fur-

ther the interests of the tradt from Hali-
fax to Vancouver. In turn, these provin-
cial secretaries wi!l communicate with
secretaries of local organizations in the
several provinces, p-et their opinions re-

garding the desirability of a Dominion
association, and report to their provin-
cial secretaries.

Ask to Meet at Next Provincial Conven-
tion

When this census of opinion has been
taken, the several provinces will be ask-
ed to send a representative or represen-
tatives to the next Ontario convention,
which will be held in Ottawa next year.

Deplore Prices; To Meet Manufacturers

A meeting of the Executive of the Clothing Branch of the Retail

Merchant's Association of Ontario, over which President E. R. Fisher of

Ottawa presided, was held at the King Edward Hotel on Thursday, April

22nd. Toronto, Ottawa, Belleville, Barrie, Chatham, Sarnia and Lindsay

were represented at the meeting. The following resolution was passed:

That the retail clothiers deplore the ever-increasing price of men's

and boys' clothing, but as it is a condition over which they have no control

we have resolved that a committee be appointed to meet the executive of

the clothing manufacturers to see if something could not be done to stop

the increasing cost of clothing, so that the public might be protected

again.st the exorbitant prices which are in sight.

This is carrying out the ideas expressed

at the convention, namely, that the mat-

ter of a Dominion association should be

taken up at the next convention with

representatives from the different pro-

vinces, and that if they were favorable

the first Dominion convention might be

called later in the year of 1921. Of course

this cannot be finally settled until after

the meeting of the representatives at Ot-

tawa in the early part of next year.

Committee Will Visit Different Centres

To facilitate the work of organization

and to show of what benefit it can be to

the whole trade in general, this commit-

tee will visit different centres in order

that the value of closer co-operation may
be shown. At an early date this com-
mittee will spend a few days in Montreal,

so that, from that centre, the whole of

Quebec may in time be reached through

the assistance of the Montreal men. The
executive of the Ontario association will

hold their meetings every two months,

with the exception of July and August,

and on the second Monday of the month.

The next meeting will be held in Hamil-

ton on June 14, and the next after that

at London on the second Monday of Sep-

tember. These are regarded as import-

ant centres, and if clothiers in these sec-

tions can be enlisted in the work of help-

ing to form a Dominion organization, it

is felt that an important step will have
been taken.

Will Start Publicity Campaign

A policy that MEN'S WEAR REVIEW
has strongly urged will be followed out

by the provincial executive, that of start-

ing a publicity campaign sho\ving the

public that there are well-founded and
sufficient reasons for the high cost of

clothing, reasons which clothing men are

not ashamed of and due to conditions

over which th* y have no control. Cloth-
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ing men have come to the conclusion that

the time has long since passed when they

should allow the ill-informed daily press

to scatter broadcast the impression that

clothing m.en are all profiteers. No op-

portunity has been lost by the daily press

to give the most prominent publicity to

anything and everything that savored of

profiteering in the clothing business, and
it has never taken the trouble to inform
itself of the real reasons behind the high

cost of clothing. This publicity campaign
will be started in Toronto and Ottawa,,

and the executive will comm.unicatewith
tiie different important centres through-

out the province, asking them to use

either the same articles as are to be used

in Toronto and Ottawa or to conduct a

campaign of their ovm. This campaign
is to bo undertaken immediately.

Will Watch Legislation

Another step that is to be taken ii*

connection with the Ontario association

is the closer watching of legislation af-

fncting the trade. A committee has been

appointed for this purpose with Stewart

McClenaghan, president and managing
director of the Two Macs of Ottawa, as

tiic chairman. Mr. McClenaghan will

keep in touch with the different centres

of the province through the clothing men
in order that any local conditions crop-

ping up which may affect legislative ac-

tion mav be dealt with. As an instance

of this, it is reported that a certain mem-
ber of the Legislature made the sta'tc-

ment in his constituency not long ago
that clothing men were profiteers, that

they bought clothing at $20 and sold it

for $80. Such a statement, made by a

responsible public man, might have its

effect on legislation, and the Ontario

executive pi-oposes to watch snch things

with a view to the better protection and

furtherance of their own interests where
necessarv.



How Retail Clothiers View Turnover Tax;

Arguments For and Against the Measure

Those Who Favor Say That It Is Much Simpler Method of Collecting Taxes of the Country

And Will Save the Government and Themselves Much Money—Opposition Claim

That Burden Thrown on Consuming Public.

OPINIONS vary amongst retail

clothirg men regarding the pro-

posed Turnover Tax which has

been suggested at Ottawa. There is a

general agreement among them that, in

actual taxes, more money would be paid

to the Government; but there is likewise

a feeling on the part of the men who

have expressed themselves as favorable

to the tax that, in the long run, it will

not cost each individual merchant more

money because he will save on auditors'

fees and in time and money which it

costs him to have returns made to the

Government. It is reported from Ottawa

that the retail merchants there are a unit

in favor of the proposed measure. Many
Toronto men are favorable to it, and, in

expressing themselves sc to MEN'S
WEAR REVIEW, frequently used the

same arguments to illustrate their views.

President Fisher of Retail Clothiers

"I am thoroughly satisfied," says E. R.

Fisher, of Ottawa, president of the

Clothiers' section of the Ontario Retail

Merchants' Association, "that a small

tax on turnover, say one-half of one per

cent., is a very much better way of tax-

ation, and, if applied to the wholesaler

and manufacturer and the farmer would

yield a tremendous revenue to the Gov-

ernment. There is no doubt in my mind

that the machinery of the Tax Office has

not been equal to the task of collecting

the War Profits Tax. I think that it is

a much fairer way to tax because a mer-

chant knows approximately what his

turnover will be, consequently he can

look after this item in his expense sheet.

In the other taxation one did not know
until his balance sheet was out what the

profits were or what tax he would have

to pay. I am quite satisfied that not one

of the retail merchants in this country

would want to evade his share of taxa-

tion, but I am also quite satisfied that

the merchants wish to see the next legis-

lation on taxation fairly applied to all

lines of endeavor, many of which are to-

day paying no taxes at all.

Would Lessen Expense

"If a tax of this kind could be levied

it would do away with a big item of ex-

pense in collecting; for instance, at the

end of the month a merchant could make
\ip his tax, make out his cheque and for-

ward it to the Government direct, and at

the end of each year could make a sworn
declaration as to the turnover.

"I feel satisfied that a tax on turnover
would be one of the best modes of tax-
ation, but if the merchants accept a tax
of this k'nd I think it only fair that it

should be put on every line of business,

the wholesaler, manufacturer and pro-

ducer, and I for one would welcome a

tax of this kind, and more than that, I

would be quite satisfied to see that no

expense was attached to its collection."

President of Two Mac's

Stewart McClenaghan, president and

managing director of the Two Mac's,

Ltd., Ottawa, expresses himself as in

hearty sympathy with the proposed

Turnover Tax. "Its simplicity appeals

to me," he says, "it would lessen the cost

of accounting and collection both for the

Government and the merchants. Every

merchant knows his turnover if lie knows
anything.

Have Tax Collected Monthly

"Have the tax collected monthly; the

tax could then be looked after the same
as the rent and included in the rverhead.

The tax on sales and turnover would be a

tax levied against all sales of com.modi-

ties, produce, wholesale or retail, stock

broker, doctor's and lawyer's fees, and

real estate on sales.

"The present War Tax encourages

waste and extravagance in business oper-

ations, leads to the payment of If.rge

salaries, employment of unnecessary

people, extravagance in advertising and

wasteful methods.

"I am opposed to the present tax on

account of its uncertainty, its unsettling

effect on business. The country has a

large war debt which has to be naid; tax

on sales is one of the easy ways of col-

lecting large amounts.

"You may put me down as one strongly

in favor of the Turnover Tax."

Oak Hall Stores Opposed

W. A. McCutcheon, of the Oak Hall

Stores, takes a dift'orent view of the pro-

posed tax and expresses the belief that

the Excess Profits Tax is the only fair

method. "We believe that thero should

bo no taxation made on production or

turnover," he says, "that might have a

tendency to retard either of these. From
the consumer's point of view, such a tax-

ation, we believe, would have a tendency

to keep prices high. It is only through

production by the manufacturer and in-

creased turnover by the retailer t?Tat wo
can hope to serve the public at a lower

margin of profit.

"Taxation on excess profits seems to

bo the only fair method for everyone."

Simplest, Therefore Best

"I think that the turnover tax is the

proper kind of a tax," said Ed. Mack, of

Ed. Mack, Ltd., Toronto, and past-presi-

dent of the Ontario Retail Clothiers' As-

sociation. "It could be paid every month
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and a declaration sent in at the end oJ

the year as to the exact turnover. Tht

money received from this tax could be

used to pay off the national debt of the

country instead of a large proportion of

it being used to pay for the collection

and administration of the tax itself. We
must all wake up to the fact that the

national debt must be paid, and we might

as well pay it smilingly, and there is not

a clothing merchant in the country who
would not pay even m.ore taxes if he

knew that those taxes were being used

to pry off the national debt instead of

going to a lot of clerks and heads of de-

partments at Ottawa. It is the simplest

and therefore the best way of collecting

taxes. It will save auditor's fees to some

extent, and, though we might pay actu-

ally more money out in taxes, I believe

we will save it by not having to make
out so many returns to the Government

and prepare statements for them.. So

far as the Excess Profits Tax is con-

corned, I don't believe there will be many
excess profits next year, and anyway I

don't believe there is one merchant in

five hundred who can tell conscientiously

what his profits are in the course of the

year's business."

J. A. Banfield, of W^innipeg, president

of the Dominion executive of the Retail

Merchants' Association, expressed some
decided opinions on the question of tax-

ation as it affects the retail merchants.

The proposed tax of one per cent., or a

half of one per cent, on the gross sales

of all retailers, was, he thought, a step

in the wrong direction. If revenue was

to be collected on tlie necessities of life

it should be done at the producing, not

the distributing end.

"If the Government undertook to get

a supply of water from a certain lake,

would it not go to the lake itself, or its

large outlet vather than to the thousands

of Tittle tributary outlets?" Mr. Banfield

asked.

"The same thing applies to the taxa-

tion of retailers," he sontinued. "To tax

the gross sales of individual retail mer-

chants it would first be necessary to es-

tablish the correct figure of sales. To

do this auditors would have to go

through the books of each merchant. If

this step were not taken, what would

prevent misrepresentation of sales?

Auditors don't work for nothing, and

fees would total a considerable figure.

Add to this the expense of collecting and

of maintaining a huge accounting staff,

and I believe that any revenue which

would be derived would be eaten up by

expenses.

"Retailers will undoubtedly oppose this

proposed legislation at Ottawa, and it

(Continued on page 73)



Getting Acquainted in Cornwall;
Advertisements That Brought Results

Arch. Dover Uses Some New Ideas in Advertising—Sends Out a Picture of Himself With His

First Announcement as Successor to Mr. Fraid—Getting Young Men Into *

the Store—Fighting the H. C. of L.

ARCH DOVER, of Cornwall, be-

lieves that one of the best ways
to become acquainted when start-

ing in business is to send out your photo-

graph with your first announcement. He
believes it because he has tried it and
found it very successful.. When he start-

ed in business he carried on "a 10 Days'
Introductory Specials"; and the an-

nouncement of this sale was made by
means of a circular, in the upper left-

hand coruT of which was a ])icture of

himself. Mr. Dover succeeded Mr.
Fraid; and in making his initial bow to

the people of Cornwall, Mr. Dover said:

"Getting acquainted with all Mr. Fraid's

customers and the boys round town is

our earnest desire. Knowing them all

personally and making them feel as if

they were old friends instead of new
customers, is what we aim to do."

Through his first advertisement, Mr.
Dover extended the "Glad Hand" to the

people who were to become, if it lay in

his power, his customers; and he got
results. He stated to a representative
of MEN'S WEAR REVIEW that he
was stopped on the street many times by
people who. at the first blush, had the
advantage of him because he did not
know who they were. But when they
told him that they recogni-^ed him be-
cause of the picture accompanying his

first announcement, he knew that he
had done a wise thing and that he had,
in a large measure, become acquainted
with the people of Cornwall.

Firm Believer in Advertising

Mr. Dover is a firm believer in the
use of Printer's Ink in his business. He
does a good deal of advertising and
there are some of his advertisements
which he has found particularly fruitful
in bringing in business. He feels that
the idea of smart advertising is to at-
tract attention, get the confidence of
the people, deliver a message and, last
but not least, get the people into his
store. One of his Christmas advertise-
ments which he found especially good
started out by an historical reference to
the first Christmas gifts presented by

the wise men of the East. Then he goes

on to say "Provided they are given Jn

the right spirit, all gifts are of equal

value. A gift is just as valuable as the

sincerity with which it is given. Thus,

a pair of suspenders m.ay be worth more
than a suit of clothes." The advertise-

ment, Mr. Dover told MEN'S WEAR
REVIEW, brought results. A phrase,

"The Gift Store for Men and Boys
Where Ladies Can Shop," made an es-

pecial appeal to the ladies and brought
tliem into his store.

"Wake Up—It's Spring—Dress Up"

This catch phrase was another one

used by Mr. Dover which he found

stuck with the people. Young men
would come into his store and repeat the

phrase. And not only in reaching them
with his advertisements but after they

cam.e into his store, Mr. Dover studied

these young men and found out the best

means of approach to them. He studious-

ly used the word "you" instead of "I."

"You" are considered; "your" pocket;

"your" opinions; "your" family; "your"
taste; and "your" pride—these are the

things that must be catered to if busi-

ness is to be had and kept. Have a good
range of goods, backed up by a big range
of reasons why your store is the best

place to buy and why you should buy
now. Mr. Dover says that every man
has a weakness in his dress habits. The
salesman must find out that weakness
and then play on it. If it is with regard
to the trousers, lay particular stress on
the fact that a pair of trousers, proper-

ly made and hanging just right, im-

proves the look of the suit of clothes; in

fact, it either makes or mars the whole
suit. Or it may be the shape of the

pocket; if so, make a good deal of the

kind of pocket he likes. These are his

weaknesses, and if you have catered lo

them and satisfied them, he will come
back to your store again and will be a

regular customer.

Fighting the H. C. of L.

Mr. Dover, like every other clothier,

In spite of the adverse exchange
during the months of January and
February of this year, Toronto
wholesale retail and manufacturing
establishments increased their buy-
ings from the United States over
the same two months of last year
by a considerable margin. Silk

fabrics for neckwear, for instance,

increased from $126,000 to $215,-

874; white cottons from $76,600 to

$168,355; colored cottons from
$372,500 to $578,767; and cotton
clothing from $93,700 to $105,938.
Over the entire Dominion, the in-

crease in the two months was from
$111,000,000 to $134,000,000.

lias had to fight the argument of high
prices and the high cost of living. Every
customer was remarking to him that

clothes were an awful price. Picking
up Bradstreets one morning, he noticed

that it was reported that British buyers
were in Canada purchasing goods, as a
result of which a number of new Can-
adian products Vv'ere to be found that

week on the export list. Mr. Dover re-

produced this item as the head of his

next day's advertisement and drew from
it the logical deduction that if ^English

buyers were on this continent purchas-
ing goods which they had always sold

to this continent, it could only mean a

scarcity of goods with higher prices.

"This had two good results," said Mr.
Dover; "it eliminated a lot of questions
and brought about a changed frame of

mind in the mind of the procrastinator
who was going to wait for lower prices."

It also brought in a number 6f people
who v/ere willing to take issue with his

statements as appearing in the adver-
tisement; and, by this means, he riot

only became beter acquainted with the

people but he was able to prove to them
that there was truth in the statemeifts

he had made. This quotation from
Bradstreets satisfied a number of people
that conditions were such as he had
claimed.



What Manufacturers Say of Turnover Tax;
Cannot Evade This as They Did Excess Profits

Point Out That Government Will Know Exactly What They Are Getting From the Business

Interests of the Country—Feeling That Many Evaded Excess Profits Tax by
Creating New Funds and Raising Salaries and Giving Bonuses.

"A'
LL honest manufacturers arc in

favor of the proposed Turnover
Tax," are the identical words

used bv two manufacturers in discussing

with MEN'S WEAR REVIEW this meas-
ure which has been suggested at Ottawa.

The outstanding reasons given by several

manufacturers with whom MEN'S
WEAR REVIEW discussed the much-
debated subject are also identical; it

would simplify work both on the part of

the manufacturer and the Government,
and it would be levied against many
manufacturers who are now escaping

taxation by one means or another. Manu-
facture! s say that the Excess Profits Tax
has caused them endless trouble and ex-

pense in preparing the necessary returns

for the Government, and that many have
escaped it by devious ways. Reserve
funds have been created, unnecessarily

large salaries have been paid, bonuses
have been given in a lavish manner, plant

and equipment have been added to with-

out any apparent necessity for the same,
and annual returns of stcclc on hand have
not been exactly correct to say the least.

These are things which are pointed out

when one discusses the proposed Turn-
over Tax with a number of manufactur-
ers They say it would be much more
difficult to evade the Turnover Tax than
it has been to evade the Excess Profits

Tax. The logical outcome of this, they
point out, is that much more money
would be collected under the Turnover
Tax than imder the Excess Profits Tax,
and that the war debt of the country
would the sooner be paid off, and manu-
facturers, retailers, and all others would
the sooner be rid of burdensome taxation
of various kinds. They recognize that,

if actual returns to the Government of
taxes, they would probably pay more
than under the Excess Profits Tax; on
the other hand they believe that the un-
necessary v7ork that would be eliminated
and the corresponding expense attached
thereto would practically make up, even
in matters of dollars and cents, aside from
the trouble involved, for this small extra
amount. And they do not overlook the
fact, either, that if a levy of one per cent,

on turnover were made the first year, it

might be foimd that the returns were so
satisfactory that it might be reduced.
There seems to be general agreement
on the part of manufacturers with whom
MEN'S WEAR REVIEW discussed this
matter on this proposed tax, but it will

bo valuable to give the opinions of one
or two of them as expressing the rest.

Know Exactly What They Were Getting

William Milne pointed out in the first

place that it would place in the hands
of the Government information which

Wage Scale Fixed

The decision of the impartial chairman of the Board of Arbitration,
Dr. H. B. Sharman, in the matter of fixing a wage scale for garment workers
employed in the twenty odd manufacturing institutions in Toronto known as
the Associated Clothing Manufacturers, has been given. By this decision,

the wages of male workers are increased $5.00 a week and females $3.00 a
week. In the case of beginners, the increases are $3.00 and $2.00 respec-
tively. This agreement terminates on November 30th of the present year.

Negotiations for the following spring season begin in July or August.

According to a statement issued by the Government about the middle of

last year, a statement based on reliable information received from three dif-

ferent sources, the sustenance wage (not the comfort wage) of a man with a

wife and three children was $1,560. Since that time and up to March, the in-

crease in commodities brought the sustenance wage up to about $1,820. Prior
to the agreement being reached as outlined above, the average wage paid to

men in the industry was $1,804. Even since March, according to information
gleaned from 60 towns and cities throughout the Dominion, living has in-

creased about 13 per cent. It will be seen, therefore, that the new agree-
ment will take care of the most recent advances in the cost of living. The
recent advance noted above is between 12 and 13 per cent, of the. former
scale.

v/ould be of great benefit to them, name-
ly, almost exactly what amount tiiey

could expect from month to month. Not
only the manufacturers but retailers as

well and all other businesses would be

able to furnish this information. Most
manufacturers, he said, as well as most
retailers, know within a few dollars what
their turnover would he in the course of

the year, and there would be no uncer-

tainty, so far as the Government was
concerned, regarding the approximate
amount they would get during the year.

Will Get Little Out of Excess Tax

It was also Mr. Milne's view that, not

this year perhaps, but next year, the

Government would get little out of the

Excess Profits Tax. "'We are about due

for a slump," he said, "and when that

time comes there will be no excess pro-

fits at all. There are manufacturers who
have bought goods at high prices who,

when this time comes will have to sacri-

fice them, and their yearly profits will

be cut into to a considerr.ble extent."

Mr. Milne expressed himself as quite in

favor of the proposed tax on turnover.

Could Not Evade Turnover

"As there are loads of possibilities

whereby profits can be disposed of," said

the financial man of another manufac-
turing concern to MEN'S WEAR RE-
VIEW, "I think that the tax on turnover

would be much more difficult to evade

ynd that if a tax were so imposed there

would he a much bigger return to the

Government.

"With regard to the point that this

lur.no.'er tax would be passed on to the
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public, I do not see that there is any
argument against it on that score. There
is not a fiim but passes the other tax,
that is the Excess Profits Tax, or the
Income Tax, on to the public. It makes
no difference what kind of a tax it is,

the public pays it."

Another point emphasized by this man-
ager and other manufacturers was tTiat

it \/ould save considerable trouble in

making returns to the Government. Mak-
ing out returns for the Government has,
on the part of many businesses, liecome
many days' work, and all this work takes
time and money.

FINED $100 AND COSTS FOR FRAU-
DULENT ADVERTISING

A man by the name of Maurice Cohen
was recently fined $100 and costs by
the magistrate of Owen Sound for a
breach of the section of the Criminal
Code relating to fraudulent advertising.
Cohen came to town advertising a sale
of bankrupt stock of what looked like

very low prices; but representatives of
the Retail Merchants' Bureau who pur-
chased some of the advertised goods
found that they were far from being what
they were represented to be. The police
magistrate found that it was a clear case
of misrepresentation and said that the
public must be protected against this
class of trader. In imposing the fine,

he stated that he did so both for the of-
fence itself and as a warning to others
who might be inclined to make claims
in their advertisements which they were
unable to back up.



A Romance of Modern Business,

Empty Stomach to Merchant Prince
John S. Capper Says the Secret of Success is So Simple That It Should Not be Called a

Secret—It is Work and Service—Too Many Young Men Not Willing to Pay the

Price of Success—An Interesting Story.

THERE is romance in business just

as there is in history; there is

inspiration in the study of lives

of the present day as there was in study-

ing and emulating the lives of great his-

torical figures of the days that are gone.

Some young man who is just starting in

business, some clefK behind the counter

who sees apparently endless numbers of

men standing in his way as he strives

to reach the top of the ladder can, if he
will, see in the lives of men about him
an inspiration to struggle and to suc-

ceed. A noted writer once said that

there was no royal road to knowledge;
neither is there any short cut to real

success. Charles Schwab, the noted

steel man, once said that a man was
worth $3.50 a day from his shoulders

dov/n, but he might be worth any sum
from his shoulders up. To really suc-

ceed means work, good, honest, strenu-

ous work in which one puts the very
best they have of ability and service.

The day in which we live is, perhaps,

too given to "getting" rather than
"giving." A gentleman of the King's
highway, in other words, a tramp, once
made the statement that the world
owed him a living; but he forgot the

other side of it, namely, what he owed
the world.\ Perhaps there are proprie-

tors of stores who occasionally forget
that they owe service to the man or

woman who buys goods from them; and
there may be clerks behind the counter
who forget that they owe their employer
service just as he owes them their week-
ly wage.

John S. Capper

But this is all by means of introduc-
tion to a short story of a man whose
life and achievements are an inspiration
to any young man who looks forward
to the day when he may own a store of
his own, or who aspires to be the head
of a department in one of the largest
clothing stores on the continent. John
S. Capper, who now owns large cloth-
ing stores in Chicago, Detroit, Milwau-
kee and Minneapolis, made a statement
at the first of the year which was copied
by many of the leading papers of Can-
ada and the United States. That state-

ment was, "We may keep high wages,
we may keep our present scale, and still

reduce the cost of living by a sim.ple

remedy—work, good, honest, hard, faith-
ful service—not eight hours, rather ten
and then some. Let us, for one year at
least, resolve to work and work l!ke

h ." And when John S. Capper made
that statement, he made it out of the

DON'T DO IT

Joseph Nichthauser, one of the

best known haberdashers of West
Brooklyn, evidently preferred death
to facing a charge of profiteering.

The charge of profiteering was laid

after detectives of the Department
of Justice had de-coded his private

cost mark which was on a raincoat

displayed in his window. According
to their story, his code was "God
Help Us," and the raincoat display-

ed with the letters "O D" cost,

therefore, $23. They proceeded
into his store to inquire the cost

of the coat and were told that it

was $45. A charge of specifically

violating the Lever Act was laid

against him, he was arrested and
bailed out for $2,000. Rather than
face the charge, he committed
suicide by killing himself with a
revolver.

fulness of a rich experience. He has
been induced to give his life's story to

the public and it reads like a delightful

romance which one usually associates

with the glorious days that so many
people say are past for ever.

With the Empty Stomach Class

Mr. Capper says that business is the

setting for the modern romances of

fighting and that the men who furnish

these romances are chiefly those who
began in the empty-stomach class.

"That is where I started," he says,

"and I am not ashamed of it. A human
being could not be poorer than I was as

a boy, not if he was to live through it.

Often enough I had only a dry crust of

bread to eat. Hunger was a pretty
constant companion most of the time.

And hard knocks, hard work and hard
sledding generally kept me company
until I was a grown man."

Mr. Capper's first job in life was as

a little boy carrying water for men who
worked four miles from his home on a
bridge. He received for this work fifty

cents a day. His first clerking exper-
ience was in a grocery store at Gres-
ham at $1.50 a week. He next started
in the business to which he has since

devoted his life—the clothing business.
He thought himself a prince in a down-
town shop at $11 a week, which was
afterwards raised to $13.50. At the age
of twenty he married; Re had $80 in
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cash and a salary of $13.50 a week.

Shortly afterwards his father-in-law in-

duced him to buy a cottage, for which

he had to pay dovm $200—the $200, by

the way, he borrowed from his father-

in-law.

What Two Men Lost

The value of this property increased

somewhat until he was able to borrow
on it $1,600, and this, with a few hun-
dred extra, started him in business with
two other men. Two years later he
made a proposition to them to sell him
half the stock, they to retain the other

half, because they were not devoting

much of their time or energy to the

building up of this clothing business.

They would not consent to it, so he left

them and started in business for him-
self. "If they had accepted my offer,"

says Mr. Capper, "they vyould have re-

ceived, by this time, $250,000 in divi-

dends on their $2,500 and their half in-

terest to-day would be worth more than
half a million dollars. But they couldn't

see things my way then, so I left the

concern and started a little store of my
own."

The Small Beginning

"The whole place wasn't as big as
this office," said Mr. Capper in giving
his story. "Six customers at once
seemed like a crowd. But when the six

simultaneous customers became a com-
mon occui'rence I got a bigger store

where I could take care of sixteen at

once. Then I raised my bid to sixty at

once, and so on, until to-day in our var-

ious establishments we can take care

of six hundred as easily as I could

handle the original half-dozen twenty-
seven years ago."

How it Was Done

And here is where Capper's story is

seen in the new year's declaration to

work like H . "The secret of any
success," he says, "is so simple that it

is strange we call it a secret. It is just

this: To have a vision, a dream of some-
thing one wants to achieve, and then to

work like the devil in order to achieve
it. That—and one other thing: To put
into one's work the idea of service to

others. Some men have the dream—
but it never gets beyond that because
they are not willing to pay the price

necessary to make it come true. Work
fifteen hours a day? Not on your life!

They would rather go to the movies or

the cabarets, or play tennis or go skat-

Continued on Page 73
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HAVE A NEW IDEA

FOR A CIRCULAR

ADVERTISEMENT

ritzpatrick & O'Connell Pre-
sent Themselves to

the Public

"LET'S GET ACQUAINTED"
Features of Merit Which Add

Value to This New
Scheme

We find that retailers are always after

new suggestions for advertising, and in

spite of the millions of ways that have
been used to advertise a business, some-
thing new is always cropping up which
has in it points of outstanding interest

and merit. Fitzpatrick & O'Connell, who
are the proprietors of the Cambridge
Clothes Shop, Yonge street, Toronto,
have a new one.

Advertise Their Stafif

Apparently, Fitzpatrick & O'Connell
believe they have something in their
staff that is worth while advertising to
their customers and to others who, as
yet, may not be their customers. They
have just sent out a neat little folder
which, in size, is 9 inches by 6 inches.
The envelope in which it was mailed has
on it three words only: "Let's Get Ac-
quainted." Had it contained the name of
the firm on the outside, there is a prob-
ability that a number of people would not
have opened the envelope at all. But the
three words are arresting to the eye, and
to the mind, there is something in them
that suggests further investigation. The
front page of the folder repeats the
three words.

On opening the folder one "Gets Ac-
quainted." Seven young men (whether
they are good-looking or not we leave
to your judgment) look you square in
the eye. The pictures of these seven
young men as they appear in the ad-
vertisement sent out appear on this same
page. Aside from the pleasure one na-
turally derives from looking at these
young men, it seems to us that there
IS a feature of this folder which is of
particular value, created by the very fact
that the pictures are there. Advertisers
well know the disposition of many peo-
ple to consign to the waste-paper basket
all such folders. In the case of this fol-
der, they may consign a portion of it
to the same place, but in many cases
they will keep the photos, because every-
one likes pictures, and as long as this
picture hangs on somebody's wall, it is
potential advertising.

"Ourselves"

On the leaf opposite the photos there
IS a short biographical sketch of the

|f
H.W.BROWN.
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members of the staff. As an illustration

of how this is done: "R. F. Fitzpatrick,

better known as 'Fitz', is president and
manager of the company and 'Father af
the Family.' Has been buying and sell-

ing men's garments for over twenty-
three years. 'Fitz' is widely noted for
the 'fits' he gives." The members of the
staff are referred to in terms that sug-
gest a familiarity between themselves
and the customers with whom they come
in contact. One is described as "genial,

sincere"; another as "The Immaculate";
another "A Regular Caruso"; "Happy
Abbie"; "A practical level-headed

chap," and "The right-hand man."

The first page of the folder deals with
the motto of the firm, "Our Service."
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HAS BOUGHT LAMB'S HOTEL AND
WILL EXTEND

John Brass, clothier and haberdashei-

of Toronto, has purchased the old Lamb's

Hotel adjoining his store on the corner

of Yonge and Adelaide streets. The

amount mentioned in connection with the

purchase of the property is $150,000. It

is Mr. Brass's intention to remodel the

hotel by extensive alterations and to ex-

tend his business ventures on ; Yonge
street. In connection with this remodel-
ling, he is advertising a fifteen days'
sale of his $200,000 stock; the sale is

taking place in all th'-ee stores owned by
Mr. Brass.



The Proposed Turnover Tax
Apparent Object of the Tax is to Raise More Money—How it Would Work Out—Reasons

For Opposing the Proposed Measure—Reasons for Favoring It—Watch the Commons.

SOME time ago, the suggestion was thrown
out from Ottawa that a new tax was to be
included in the forthcoming budget speech

of the Minister of Finance, Sir Henry Drayton,
to take the place of the Excess Profits Tax. No
doubt, the suggestion was thrown out for the
purpose of getting the views of business men,
both manufacturers and retailers, on this pro-
posed tax; and there has been a wide discus-

sion of the proposed measure. There is a gen-
eral recognition of the fact that such taxes must
be imposed as will provide the necessary rev-

enue for current expenditure and for the tre-

mendous war debt which faces the country; and
the men of the clothing trade have always ex-

pressed themselves as perfectly willing to as-

sume that debt to the full measure of their

ability to do so. So far as the Excess Profits

Tax is concerned, the claim has been made by
manufacturers especially that it rather restrict-

ed than encouraged enterprise and production
because managing directors or heads of firms
knew that greater production only meant
greater taxation.

Will Bring More Money
If the suggestion from Ottawa that a Turn-

over Tax is to be substituted for the Excess
Profits Tax bears the marks of semi-oflficialdom,

then it is tantamount to an admission that the
Excess Profits Tax is not yielding a sufficient

amount to meet the financial obligations of the
Government. If such be the case, then the Gov-
ernment apparently believes that more can be
obtained through the proposed Turnover Tax.
That is obviously the case, because not only does
the man now coming within the scope of the Ex-
cess Profits Tax pay more under the proposed
new tax, but all merchants would contribute
their quota to this tax.

How It Would Work
As an example of the working out of the

proposed turnover tax in comparison with the
Excess Profits Tax, the case of a man capital-
izedat $25,000 with a $25,000 turnover might
be cited. Ten per cent, is accounted a fair net
profit, which means $2,500. Of this amount,
there is an exemption of 7 per cent, of the capi-
talization, or $1,750. This leaves $750, which
is taxable under the Business Profits War Tax.
The Government takes 25 per cent, of this
amount, or $187.50. Provision is made for a
further levy of taxation when the capitalization
is greater; but, for purposes of illustrating the
difference between the two modes of taxation,
this will serve.

Now, under the proposed Turnover Tax,
which is the levying of a tax of one per cent, on
turnover during the year, the taxes which this
man would have to pay would be one per cent,
of the $2,500, or $250. It will be seen, there-
fore, that the actual amount paid in taxes would
be more under the proposed Turnover Tax than
under the Excess Profits Tax.
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Retail Merchaints' Association Opposed
The Retail Merchants' Association have op-

posed the proposed new system of taxation for

various reasons. Perhaps the outstanding rea-

son against it is that it increases taxation. Mer-
chants feel that they are already burdened suf-

ficiently with taxes, and that with the restric-

tions that have been placed upon their merchan-
dising it is more difficult than formerly to get
their objective so far as a margin of profit is

concerned. Moreover, they point out, the Turn-
over Tax would fall more heavily on the con-
sumer. Every one who handles a commodity
from the raw state down to the time it reaches
the hand of the consumer, is charged one per
cent, on turnover. Take the case of a suit of

clothes, for instance. The sheep grower, the
spinner, the clothing manufacturer, the whole-
saler and the retailer would all be charged one
per cent, on turnover. It becomes an item of

expense that has to be reckoned in the mer-
chandising of goods. There are other lines of

merchandising where there would be more than
five people taxed one per cent, on the turnover;
and the ultimate burden would be borne by the
consumer.

Others Favor the Tax
There are, however, others who favor the

proposed tax and, from the way in which they
figure it out, would not cost the merchant any
more money in the end, neither would it fall

any heavier upon the consumer. In addition,

they claim, the Turnover Tax would be levied

against all classes of business, against the fees
of the lawyer and the doctor, against the sales

of the real estate agent, against the stock
broker. Their view is that it would entail much
less trouble on the part of the merchant in mak-
ing his returns, and much less expense—a de-
creased expense which would, in all probability,

equal the extra amount paid in taxes over the
present Excess Profits Tax. From the point of

view of the Government, they say that expenses
could be lessened materially by a reduced staff

that would be necessary to handle the simpler
returns from the Turnover Tax. The interest

on borrowings contracted by the Government
could be cut down considerably because, under
the Turnover Tax, monthly returns would be
made by the various business interests of the

country, with the result that interest would be
paid off more frequently and thereby lessened.

And, finally, they claim that the present tax is

unsettling to business interests, whereas under
a Turnover Tax no restriction would be placed
upon an impetus to do bigger business.

In all probability, the Turnover Tax will, at

least, come up for discussion in the House of

Commons when the budget is brought down by
the Minister of Finance. The matter of the

form of taxation to obtain during the current

year is of first importance to the retail clothing

men of this country.

I



Handling Overall Movement in Montreal;

Used Knockout Facts and Flashes of Humor
J. H. Blumenthal's Sons, Ltd., Deals With the Serious Aspect of the Case by Presenting Facts

Regarding Clothing Prices—Ridicules the Movement by Dressing His Staff in

Overalls and Showing Latest Cuts in Windows.

THE firm of J. H. Blumenthal's

Sors & Co., of Montreal, believed

tli.^t the overall movement was an

attf-mpt on the part of the consumer to

"kid" the clothier, though perhaps a

manifestation of how the consumer was

feeling- with regard to high prices of

clothing. And, seeing that it was a

two-angled problem, this firm went at

it in two different ways. Naturally,

when the first evidences of the move-

ment became apparent in Montreal,

newspapers interviewed retailers on the

question. R. H. Clumenthal, the vice-

president of the firm, was one inter-

viewed, and he hit out hard regarding

the high costs of clothing. There were

reasons for it, justifiable reasons, and he

proceeded to give them right out from

the shoulder. This interview is repro-

,^uced elsewhere in this issue. The firm

felt that retailers had been too back-

ward in stealing their case about the

whole clothing issue: Mr. Blumenthal

'iroceodod to state it with great clearness

and equal force.

The Other Angle of the Case

But there was the other angle of the

case to be handled. As has been said,

this firm believed the movement to be

an effort of the consumer to "kid" the

clothier; they retaliated by "kidding" the

corsumer.; MEN'S WEAR REVIEW in-

terviewed this firm to find out the idea

in the back of their mind in dealing with

it the way they did. They dressed their

model window with overalls, accompanied

by accessories that would be worn by the

ultra-fashionable set. They had their

clerks come to work dressed in overalls,

so that living models might be seen. Cel-

luloid collars and bandanna handker-

chiefs, paper dickeys, flannel shirts and
bow ties that fasten on the collar button

were the fashion of the day. Blumen-
thal's was the attraction of the day;

crowds visited the place and had a jolly,

good laugh about it; moving picture men
were on the spot and "ground" away at

them.

Move Taken by Advertising Manager
There is a point in the story that

should not be lost sight of. It was an
excellent advertisement for Blumen-
thal's. When a man can draw thousands
of people to his store in a day, can drive

a point home in such a way that they
fully appreciate the situation and go
home, saying: "Well, that was a mighty
good stunt," can get moving picture men
on the spot making films that will be
shown all over the country and in many
of Ihe prominent newspapers of the
country—when a man does all this and
more, he knows something about adver-

tising and he knows how to make the

very best out of a situation.

Advertising Manager Talks

MEN'>; WEAR REVIEW got in

touch with the firm and the whole thing-

was told by the advertising manager of

the firm, Edgar V. M. Gilbert. Mr. Gil-

bert told the whole story of the way in

which they had handled the situation,

that is, dealing with the serious end of

it—the high cost of clothing—by the in-

terview given by R. H. Blumenthal, and,

in the second place, "kidding" the move-
ment in such a way that no offence was
given and one of the best advertising

stunts imaginable put on.

"The publicity which the overall move-
ment received in all the Montreal news-
papers," said Mr. Gilbert, "was no great-

er than that which appeared in any other

city. It was good, human-interest stuff'

—as a newspaperman might say—and
the newspaper was entitled to run it as

it was straight, legitimate news. Re-

tailers of apparel who felt aggrieved

that the papers should be so free with

space for the moment forgot that the

function of the newspaper is to serve

its readers and present facts. So, no ob-

jection could fairly be taken by any re-

tailer to the space given to the overall

news.
Retailers Keep Silence

"Retailers kept silent. The news was
spreading—everybody was talking over-

alls. Everybody accused the retailer of

profiteering. ."Vnd the retailer said noth-

ing. It took a week before any of them
mentioned overalls at all in their adver-

tising: it is many weeks now and most
retailers have done nothing about it. Was
the silence of the retailer, the silence of

the guilty ? Such was the question the

consumer asked himself.

"We felt that in fairness to ourselves

and to all retailers that it was high

time to refute some of the accusations

which newspapers were making against

the retailers. One cannot blame the con-

sumer for accusing the retailer of high

prices—for the retailer is the point of

contact between the entire chain of dis-

tribution and the consumer, and the con-

sumer knows nothing of the other steps

in the process, and naturally blames the

retailer for evervthing." Mr. Gilbert

then told MEN'S WEAR REVIEW of the

interview which R. H. Blumenthal had

given to the paper, in which he had

taken up the cudgels for all the retailers,

being careful not to mention in his inter-

view his own store in such a way that it

could be construed as an advertisement

for the store. What advertising the firm

determined to get out of the situation
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certainly does not show in the interview

which is on another page of this issue.

Decided to "Kid" the Movement

"We do not carry overalls in our

store," continued Mr. Gilbert. "We knew
how ridiculous was the movement, that

it was only a manifestation of how the

consumer really felt about clothing

prices. We knew that the consumer was
kidding—pardon the Americanism

—

himself, and wanted to kid the clothier.

So we decided that mstead of being kid-

ded, we would do the kidding. And we
did.

"We advertised overalls — after

managing to get a few pairs in the store

—and said we showed the newest style

of overall first. We announced the 'King

George Model' overall, with pants

pressed on the side as King George is

said to wear his trousers. Every cloth-

ier knows that overalls are pressed that

way, but we added that touch to inject

a little humor into the thing. In the

same advertisement we announced that,

for the sane men, we were showing the

aquascutum coat—and that part of our

windows usually devoted to the newest
models would, for the day, be devoted to

overalls.

Dressed the Window with Stylish

Accessories

"So we dressed the window very care-

fully, wrapping the overall carefully on
forms and making a good-looking win-

dow with what silk handkerchiefs, top

hats, silk gloves and all accessories cus-

tomary to the display of the highest

grade suits could do. And the window
card emphasized again that we showed
the now styles first, that they could be

seen on living models inside the store,

and pointed out the King George creas-

ing. A crowd stood by the window all

day. The Pathc Freres people took

movies of our salesmen in overalls, of

the window display, and ran it in their

weekly; papers ran pictures on the front
pago showing how ridiculous the over-

all looked. And the result was that we
sncured considerable publicity from the

move)nent and ridiculed the overall

movement to a standstill. Afterwards,
one or two stores came out with an over-

all adverti.sement, but the thing was
dead. Montreal had its fun; but instead

of making fun of Blumenthal's, Blumen-
ihal's ridiculed Montrealers who might
have been tliinking of wearing overalls.

Retailer Should Present His Case

"If the retailer would present his case
aggressively," concluded Mr. Gilbert, "as
does every other factor in the chain of

(Continued on page 73)



Canadian Dresser Wants Palm Beach Suits;

Models for This Year Follow Worsted Cloths
Manufacturer Has Studied Canadian Requirements and Has Produced a Garment That Can

Be Worn as Business Suit—Price May Be a Winning Factor in the Sale—Re-

tailers Believe It Has Come to Stay.

THE Canadian dresser is beginning

to take very kindly to the Palm
Beach suit. This, perhaps, is

due to two or three causes. The first

is the weather. Just what) scientific

causes may be responsible for the fact

that, of late years, Canada seems to be

experiencing unusually long and hot

summers is not within the province of

this review to determine. The fact is

there; and the retailer, whether he be

situated in the heart of a great city or

in the quieter life of the country, or

where great drills burr into the bowels

of the earth for her undiscovered wealth

should not lose sight of the fact in pre-

pai-ing for his Summer's business. Well-

dressed or even moderately dressed men
in every section of the country are be-

ginning to find that a third suit is a

necessity—and a saving—as well as a

great comfort during the torrid rays of

the mid-summer sun. The Spring or the

Fall suit are not just the thing for blood

heat. Whether a man shakes the dust

of the city from off his feet during a

couple or three months of the year to

seek comfort and rest by the side of

lake or mountain, or whether he is oblig-

ed to remain at his work in city or town,

he is beginning to find that a lighter

weight suit is as desirable in July and

August and, perhaps, September as a

dish of ice cream.

Manufacturer has Studied Need

A second cause—and a not less im-

portant one bearing on the situation

—

is the fact that the manufacturer has

carefully studied the tastes of the Can-
adian dresser while, at the same time, he

has improved his output. The Canadian
manufacturer was willing to admit some
few years ago that the American pro-

duction was far ahead of his. True, the'

cloth was the same, whether it be in a

Canadian or an American factory; but

the finished garment was not the same.

The Canadian manufacturer to-day will

not consent to take second place in this

respect. It being a comparatively new
thing in the Canadian market, he, per-

haps, is not displaying the variety of

models displayed acros the line but it is

not because he cannot do sc or will not

do so when the demand is for it. More-
over, the Canadian manufacturer realiz-

ed that the proportion of Canadians
spending their summers at popular re-

sorts in comparison with those across

the line was comparatively small; and
that, therefore, the Palm Beach cloth

as it was first known, namely, a very
light cloth in color would have only a

limited hope of success in this countr^,^

for, at least, some years to come.
Alex. Miller, vice-president of the

Here's a Reason
If you are sometimes stuck for

a reason to give an over-critical

custom.er why clothing is so high

in price, you might use this illus-

tration, given to MEN'S WEAR
REVIEW by a hanker, whose word
cannot be questioned:

There is a certain private dwel-

ling in this city, on the second

floor of which are seven machines
—garment-making machines—and
seven workmen engaged in operat-

ing them. This banker saw, with

his own eyes, the pay-roll of these
-ivorkmen ayia states that it was
$800 per week or an average of

$115 per week, io each workman.
Moreover, he was informed, they

were going out on strike in the

near future if they could not get

higher wages.

Miller Mfg. Co., of Toronto, in discuss-

ing this question with MEN'S WEAR
REVIEW, gave a bit of interesting his-

tory in connection with the steps they

had taken to capture Canadian trade in

Palm Beach suits. Before they started

to manufactuie at all, they interviewed

many retailers, asking them what quanti-

ties they could use each year, the styles

they liked and their impressions of the

possibility of the Palm Beach suit in

Canada. At this time, they were not
in the field for orders; they were simply
canvassing the possibility. Mr. Miller

stated that only one of all the retailers

they consulted encouraged them to go on
with the manufacturer of Palm Beach
clothing; all others told them they could

not hope to compete with American
finns. Nothing daunted, however, they
went in for 't; and Mr. Miller says that

business for the Summer of 1920 in

comparison with that of 1919 is such
that a compiarison is odious.

Palm Beach Like Worsteds

Knowing that the original Palm Beach
cloth would be unacceptable to the aver-

age Canadian dresser who wanted a light

suit that he could wear to his ofilce or

his work, the product known as the

Palm Beach cloth is now following close-

ly upon the worsted designs. The effort

is being made to copy the woolen crea-

tions because they are more adaptable
to Canadian dressers. The original plain

cloth is still the vogue for a certain
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class of dressers who invade the popu-

lar Summer resorts or Avho want a

sporting suit; but the Palm Beach suit

of 1920 will look more like the ordin-

ary worsted suit in outward appearance,

while possessing the texture which

makes it lighter and more suitable and

comfortable for the hot months of the

Summer.

Worn in West and Mining Districts

"The Miller Mfg. Co.," said Mr. Miller,

"for the past fifteen years or more ex-

perienced a big demand for Summer
clothing and during this time turned out

considerable quantities for Canadian

trade. This demand, however, was con-

fined chiefly to certain districts as the

disadvantages of the ordinary cotton
fabric prevented a general adoption of

Summer clothing amongst the majority
of men. Out in the West there was
little demand for it last year even be-

cause men thought the cold nights would
make the Palm Beach suit of little use.

This year our biggest orders are com-
ing from the West. You would be sur-

prised to know that large quantities are

also being used up in the mining dis-

tricts of Northern Ontario." Mr. Miller

added that, whereas their last year's

business was principally sorting busi-

ness, this year's was largely placing
orders, demonstrating to them that the

Palm Beach suit had come to stay.

Price May Make It Even More Popular

With the price of clothing so high,

men are beginning to figure how they

can cut down on their clothing bill for

the year. The retailer can easily con-

vince the consumer that a third suit for

the hot months of the year is a saving
to the Spring or the Fall suit. The
prices of Palm Beach suits for this

Summer range from $14 to $25; they

can be sold, therefore, to the consumer
at a comparatively reasonable price.

Retailers Believe It Has Come To Stay

The Palm Beach suit came up for dis-

cussion at the last convention and many
retailers, led by E. R. Fisher, of Ottawa,
and Ed. Mack and R. F. Fitzpatrick, of

Toronto, gave their opinion that the

Palm Beai'h suit had come to stay. En-
quiries amonsrst retailers by MEN'S
WEAR REVIEW lead to the conclusion

that they are going to push the sale of

this Summer suit more this year than

over they have in the past. Many of

them are promoting the sale, as they

stated at the convention they would, by
advertising that their Palm Beach suits

are the Made-in-Canada prodoct.
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T}i.e above is a picture of the windows o} VVileti & Qninluti, o) Bruntjuid. They occupy u toiiqae position in Brant-

ford, which makes their window space doubly valuable, and they, therefore, paid double the attention to them. All

suburban street cars coming into or going out of Brantford stop in fro7it of their store. Moreover, as one comes
down from the Grand Trunk station to turn up the main street of Brantford, the windows of this store are the first

objects that strike the eye. These windows, therefore, have a great commercial value, and Wiles & Quinlan make
every possible use of them. They dress the windows frequently—never less than once a week, and generally twice—and they are dressed artistically. Just across the corner from them is a waiting-room and a big square, and
they figure out that attractive windows will draw the people to them and make sales for them. These silent sales-

men are on duty all the time; and Wiles & Quinlan have found that well-dressed windows, frequently changed, are
as good salesmen as they can get.

Over Tvt^elve Million Dollars

Invested in Furnishing Goods
Report for 19 1 8 Shows Greatest Investment to be in Quebec—Total

Value of Products $17,876,956—Interesting Figures

Regarding Wages Paid.

THE preliminary report of the
Men's Furnishing Industries in

Canada for the year 1918 has just
been issued by the Dominion Bureau of
Statistics. It covers the operations of
84 individual establishments in the Do-
minion, distributed among the different

Provinces as follows: Ontario 38; Que-
bec, 31; Manitoba 9; Alberta and Brit-
ish Columbia 4; Nova Scotia and New
Brunswick 2.

Capital Investment

The total of all the capital in the in-

dustry was $12,647,413 for the entire Do-
minion; $4,406,192 for Ontario; $6,088,-

910 for Quebec; $1,248,854 for Manitoba;
$858,356 for Alberta and British Colum-
bia, and $45,101 for Nova Scotia and
New Brunswick.

It is interesting to note the wage
scale that obtained in the year 1918,
and to observe that while only 104 males

received over $25 per week during that

year, and 5 females, it is doubtful if

many are receiving less than that now.
It is understood that one of the recent

demands of the garment workers was
that no apprentice be taken in at less

than $17 per week. This report shows 149

males and 2,052 females receiving be-

tween $5 and $10 a week; 205 and 1.197

respectively between $10 and $15 a week;
188 and 302 between $15 and $20 a

week; 114 and 59 between $20 and $25

a week, and 104 and 5 over $25 a week.

Materials and Production

Shirts 75,289,105

Collars 1,043,299

Overalls 3,953,981

Smocks 1,842,153

Working shirts 1,706,146

Neckties 602,417

Suspenders 816,000
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Would Brand Dealers

in German Goods
Must Label Themselve-s "Dealer in Ger-

man Goods"

Senator Lynch-Staunton of Hamilton

has introduced into the Canadian Senate

a bill which will be an amendment to the

Criminal Code so that "every person who
knowingly deals in goods, wares or mer-

chandise, which are in whole, or in part,

the growth, production or manufacture

of Germany or Austria-Hungary, shall

keep posted in letters easily legible over

every outside entrance to his premises,

'Dealer in German Goods' and shall print

the said words prominently in all his

advertisements and stationery."

In introducing the bill, the Senator
stated that the penalties proposed were
six months' imprisonmnt or $500 fine or

both. The law is not to apply to goods
in stock at the time of the passing of the

Act. He said he proposed to get the bill

into the Commons so that thousands of

Canadians, like himself, who objected to

buying German goods, might so be placed

on their guard on entering a shop against
having such goods passed off on them.



No Placing Orders for Silk Neckwear in 1920;

British and Continental Houses Booked Up
E. F. Ely, of Ely, Ltd., Says Silks Hard to Get, Prices Will be Higher and But a Smatter-

ing of New Creations—Production the Aim of Overseas Houses—British Cotton
and Woollen Firms Aim to Control World's Markets.

A f

kRICES are going to be higher anfl

there appears to he no tendency

for them to come down for a

long- time," said E. F. Ely, of Ely, Ltd.,

Toronto, to MEN'S WEAR REVIEW.
Mr. Ely left two months ago for the

United Kingdom and the continent in

search of silks and hosiery for his manu-

facturing and wholesale trade. He visit-

ed the principal silk, cotton and wool cen-

tres of the United Kingdom, then went to

France and Switzerland in search of

those exclusive creations that are used

in Ely's neckwear. Like many another

traveller returning from England and

the continent, he says that business

there is being done on a gigantic scale,

that industry was never more aggressive

and that, apparently, England is mak-

ing preparations to control the cotton

and wool markets of the world.

A New Factory Behind the Old One

"Don't believe all you read or hear

about production falling behind in Eng-

lan.l," said Mr. Ely. "Every manufac-

turer is making preparations to produce

more than he ever did in his life before

and there is a new factory going up be-

hind the old one. Apparently, England

is making preparations to control the

cotton and the woolen markets of the

world. Amalgamation of many of the

leading manufacturing industries is be-

coming a very common thing and big

firms are getting together. Walkers are

joining up with Jasons, and Hollands are

going in with somebody else; Horrocks

are amalgamating with other big firms."

Silks Sold Up a Year Ahead

Mr. Ely, while securing silks, was un-

able to get anything for immediate de-

livery. "So far as neckwear was con-

cerned," said Mr. Ely. "I found that

all houses were sold up for a full year

ahead and could not get any orders

booked for 1920 at all, nor have Amer-
ican or Canadian buyers been able to do

so for the last couple of months. That

does not mean, of course, that we still

get no silks during 1920; the orders

we placed six or eight months ago are

now coming in. The prices will be high-

er and there appears to be no tendency

for them to come down for a long time

to come."

But Few New Creations

Mr. Ely said that there were few if

any new creations in neckwear silks.

Whether it be in England or on the con-

tinent, manufacturers are giving their

undivided attention to production rather

than the creations of fancy or extreme

silks. The demands for silks from every

corner of the world are so insistent that

manufacture»-= figure out that it would

Wise Tricks in All Trades ;

Bucking the Mail-Order Business

Have you ever had a mother come into your store with her boy to have
several suits tried on him; and when you have found one that fits him like

the paper on the wall have her ask you what size it is, and then walk out
saying she will be back again, or that she was only looking for a friend?
Well, she possibly has an order for a distant mail-order house all filled out
with the exception of that size, which she fills in as soon as she has left the
store and posts it forthwith.

"For years," said a merchant to MEN'S WEAR REVIEW, "I spent much
of my time fitting clothes for mail-order houses. This was most noticeable

in boys' clothes. A mother would bring the boy in with an order in her
pocket for a distant mail-order house. She would ask me to try on two or

three suits of clothes on the boy until, at last, she would find the correct
size. She would ask me the size, then leave the store without buying the
suit, but saying she would be back again.

"I tried this out by taking ofif the tag and when she did not care for

the first suit I showed her another till I finally got what she wanted. I

followed this plan by taking all the sizes off the suits and making a private
code for the sizes which is known only to myself. Now, when anyone asks
me what size this or that suit is, I say 'I don't know, but it seems to fit

perfectly.'

"I believe I have stopped fifty people sending out of this town for their
suits last year. In several cases I got admissions from them to this eflfect,
* Well, I saw some nice suits in the catalogue but I hardly knew what size

he took.'
"

Here is a good tip. A word to the wise is sufficient.

be a waste of time for them to adjust

their machinery and looms to fancy de-

signs.

In hosiery, for instance, Mr. Ely
showed MEN'S WEAR REVIEW a

sample of the lines that will be strong

for Fall 1920. They are ordinary ribbed

hose in various shades, heather being

one of the strong shades. Their texture

is such because manufacturers have

found that they could use the machinery
used in making soldiers' hose during the

war for the manufacture of a little finer

ribbed hose for civilian use. Prices v/ill

be high enough but there is little that

is novel about the Fall creations. In

this line, again, manufacturers are con-

centrating on production to catch up
with the world's demands. Light weight

and fancy hosiery, said Mr. Ely, are not

to be had.

Shortage of Wool Goods

It is Mr. Ely's opinion that there will

be a shortage of wool goods during the

present year, that is, goods from the

old country. Home consumption is ,in

a large measure, i-esponsible for this;

there is also big trade with the conti-

nent. "The only man who can get goods

now," said Mr. Ely, "is the man who is

right on the spot and gets them when
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they come forward on the shelves. It is

difficult to get anything for this year
on advance orders."

Looking After Canadian Trade

The questicn was put to Mr. Ely
whether he felt that the British manu-
facturer was side-stepping Canadian or

American trade for continental orders.

He did not believe so; but on the other

hand, said that the British manufacturer
was making a real effort to cultivate

Canadian trade. "I believe," he said,

"that Canadians above all others can get

orders filled to-day. The British manu-
facturer is really anxious to develop

business with Canada rather than with

any other place in the world."

General Conditions Approaching Normal

Referring to conditions generally

amongst the British textile manufactur-

ers, Mr. Ely said it was wonderful how
quickly they were getting back to nor-

mal. "In spite of the fact that the

war has been over only about a year and

a half, conditions are almost normal
again. English industries are building

for the future. Additions are being

made to nearly all the factories so that

production may be speeded up and the

United Kingdom occupy a commanding
position in the markets of the world."



Moral of the Overall Movement;
Public Teaches Itself a Lesson

High Prices Due to the People Themselves—Can't Stand Fat Years as Well as Lean Ones

—

If They Live Extravagantly Must Pay Extravagantly— May Help Things Back
to Normal.

WHAT is the moral of the Over-

all movement?
If there is a rational an-

swer to that question, it vi^ill help the

men of the trade in their business. Be-

hind all the froth, the silly parading that

has gone on, chiefly in the United States,

and the adoption (for the time being)

of this new fad by a number of people,

the majority of whom adopt it as a

sensation rather than as the result of

any well-founded reasons for doing so,

behind all this there may be, we be-

lieve perhaps there is, developing a con-

sciousness of unhealthy conditions

whichi, it were better, did not exis*.

MEN'S WEAR REVIEW is thorough-

ly convinced that this movement is not

the outcome of conditions over which
clothing men have the slightest control.

Why it should have started on men's
clothes rather than on necessaries of life

used every day of one's life, and on
which necessaries there is every bit as

much need for investigation as on men's
clothes, is partially a mystery; on the

other hand, it is doubtless due to the in-

vestigations that have gone on in both
Canada and the United States with, so

far as Canada is concerned, no unfavor-

able results whatever.

Conditions Due to People Themselves

There are comparatively few people

in the world who are as able to stand

prosperity as they are adversity. There
will have to be a big change at heart in

the human race before it can learn as

many lessons out of seven fat years as

it can out of seven lean ones. It seems
to us that the outstanding feature of

the Overall Movement is that it is the

first indication that the public is be-

ginning to teach itself a well-needed les-

son, namely, that if it will live extrava-

gantly it must pay extravagantly. We are

glad to note that the retailers in this

country have started a publicity cam-
paign, the object of which will be to in-

form the public of the reasons for the
high cost of clothing. If that campaign
is conducted intelligently, we verily be-

lieve that the public will have a much
different opinion of clothing men at its

conclusion than it did at its commence-
ment.

These Are Some of the Fat Years

Not long after the war started, the
fat years—such fat years as this coun-
try had never before known—began.
Those who remained at home were draft-
ed into the great army behind the army,
and while their fellows fought for $1.10

a day, they received wages that mounted
ever and ever upwards. Those who be-
lieve that war is a refining fire have
been disabused of this opinion long ere

this; the fact of the matter is that we
are living, perhaps, in the most selfish

and self-centered age of all the world's

history. Everyone got big wages, the

laboring classes came into new con-

sciousness both by reason of their in-

creased numbers and influence, and de-

mand after demand was made, which,

under the pressing necessity of more and
more production, had to be met. When
the war ceased, there came another dis-

illusionment. People believed that things

would drop with a dull, sickening thud,

that prices would tumble and that hard
times would set in. The direct opposite

happened. It suddenly became evident

that the world's storehouses were emp-
ty and had to be refilled. New profits

were made, greater demands came from
the workers by hand, there seemed to

be no limit to anything. Truly, the fat

years had come. And the people began
to illustrate the old adage that they can

stand prosperity less than adversity.

They have indulged in a wild orgy of

extravagant buying. Clothing men know
full well that the hardest sales to make
are of the cheapest goods. Consumers
have come to believe that "price" is

the mark of "quality." They have de-

manded the very best that was to be had
in clothing, irrespective of price, and
clothing men would have been foolish

not to have on their shelves what the

public demanded.

Simple Law of Economics

Here again, the simple law of eco-

nomics has worked as it always does.

The thing in greatest demand is bound

to increase in price because demand
regulates supply, and short supply

means high price. The public has been

determined to wear fine chalk-lined

worsteds, with the inevitable result that

fine chalk-lined worsteds have gradually

increased in price. The public will soon

learn that this simple law of economics

will operate in overalls just as it doe;,

in worsteds, and that prices will soar

again. There is really no reason for the

people crying "High cost of clothing,"

except, perhaps, because they have cried

high cost of everything else and by their

own buying extravagantly have helped

to send prices to where they are. There

are scores of stores all over this coun-

try selling suits of clothes as low as

$18 and $20; but the peonle do not want
$18 and $20 suits, what they really want
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is a $100 suit for $50, and they don't

know why they can't get it, so they im-

bibe impressions created by an ill-in-

formed press that clothing men are pro-

fiteers.

May Help Back to Normal

Hayden, Stone & Co., in a recent week-
ly letter, said this: "We believe that one
of the most significant bits of news is

the repoi-t of the formation of Overalls'

Clubs in various parts of the country.

This is more than merely an amusing
news item. One of the underlying rea-

sons for the high prices has been reck-

less public buying. We believe that the

public are getting tired of this, they have
the remedy for the situation right in

their own hands." Clothing men will

subscribe to this statement whole-heart-

edly. While they are, for the time being,

to be the "goats" of this movement, we
believe that it may spread to other lines

of merchandise, indeed it has already
done so in some of the Canadian cities.

If the final result of the movement is

such a reduction of extravagant buying
that, because of the decreased consump-
tion, production may catch up with the

world demand for all lines of clothing,

and for other necessaries as well, then
the movement will not have been in vain

because we will go back to conditions

that are more normal, and in which
merchandising is made easier. Merchan-
dising under present conditions has not

been, as merchants well know, an easy
science. It has<^ been extremely difficult.

Clothing men quite fully realize that the

turn in the road is coming and that,

when it does, they stand-- to lose a good
deal by it. When that time comes the

public, of course, will forget all about
them. Unlike some other industries we
know of, industries that are basic, cloth-

ing, under adverse conditions, will not

be taken under the wing of the Govern-
ment and protected against a falling

market price.

GLOVE AND MITT INDUSTRY 1918

The report of the Dominion Bureau
of Statistics on the glove and mitt in-

dusti-y for the year 1918 shows that in

the 36 establishments in Ontario, there

was $2,.586,240 invested; in the 18 in

Quebec, $3,315,328, and in the 3 in Brit-

ish Columbia and Manitoba, $389,701.

The cost value of the materials used at

the works was $5,636,549; while their

selling value at the mills was $11,078,-

231.



Manufacturer Studies Fall, 1921,

as Retailer Studies It for 1920
He is Wondering How Long Consumer Will Be Able to Pay Soaring Prices—Buying for Fall,

1921, Either Light or Stopped Altogether— Believes That Crest Not Yet Been
Reached—Catching Up Because Consumption Decreasing.

M ANUFACTURER and retailer

alike are beginning to ask the

question, "How long can the

consumer pay?" For a full year ahead,

both see not only present high prices,

but higher prices still. Whether it be

clothing or haberdashery, the same con-

ditions obtain—the demand is still far

in advance of the supply. Getting back

to the simplest law of economics, until

this condition is ameliorated, prices cer-

tainly cannot fall; and if the demands
of labor keep on increasing as they have

in all textile industries during the last

two years, prices must continue on the

upward tendency. Production has either

got to increase—and there is little in-

dication that this is the case—or con-

sumption has got to decrease. The ques-

tion that is uppermost in the minds of

evei-y retailer—and he will do wisely to

study it carefully week by week—is, "Is

consumption on the decrease?" "Is

there, as yet, any indication that the

time has come when the consumer can-

not or will not pay present high prices

or higher prices?"

What Are His Motives?

It is, perhaps, of passing interest to

speculate on the motives of consumers
if they reach this attitude of mind—and
MEN'S WEAR REVIEW believes there

are not wanting some indications that

the consumer is beginning to give ser-

ious consideration to his ability to pay
higher prices for clothing. Overall

leagues and their kind may only be a

ripple on the sui-face; but, perhaps, th^y
may be the handwriting on the wall. We
do not believe that the consumer is be-

ginning to consider this question be-

cause he is imbued with a belief that the

clothing man is a profiteer. Retailers

in Toronto, where the order of the Board
of Commerce is in effect, say that cus-

tomers seldom, if ever, mention it; and
there seems no disposition on the part
of the consumer to take any refuge be-

hind it. Neither is there much indica-

tion at present that retailers are having
any difficulty in getting high prices.

But the great middle classes—the work-
ers by brain, as they are called—the men
on salaries, have not had their wages
increased in proportion as the laboring
man has. And higher still than these
are the men who can easily afford new
clothes if they want them but who real-

ize that present levels cannot be main-
tiiined indefinitely and that only decreas-
ed consumption will reduce the inflated

money circulation and thereby bring
back the world's gold reserve to some-
thing like normality. There are, per-

haps, some indications that among these

classes more conservative buying is be-

ginning to assert itself.

Looking to Fall 1921

After discussing this question with

several manufacturers, MEN'S WEAR
REVIEW got the impression that they

were looking at Fall 1921 as the retailer

is looking at Fall 1920. He is a year
ahead of the retailer. He knows that

prices of all materials which will be

used by him for Fall of 1920 and Spring
and Summer of 1921 are such that there

cannot possibly be any reduction in

prices. He has either stocked his ware-
houses with sufficient cloths for the next

full season or he knows what prices are

going to be. He knows that all British

mills are filled up with orders for this

year and half of the next—some of them
have run on to the end of 1921. But be-

yond that—what? He, too, is asking

himself the question, "How long can

the consumer pay?" There are differing

opinions, however, as to what is going

to happen; some believe that a drop

in prices will come; others that they will

mount still higher.

A Hard Situation

"It is one of the hardest situations

we have run into," said one manufac-

turer, in discussing the question with

MEN'S WEAR REVIEW. "As I see it,

and taking into consideration the posi-

tion we are in at the present time

we have simply quit buying. We
are in a position to stop buying, per-

haps, better than others are because we
have enough goods coming in or in

stock to take care of all next Fall and
the following Spring's business, that is,

we have enough goods for all of next

season's trade. Prices on these cloths

have advanced since we placed the or-

ders from six to twelve shillings per

yard. When we buy goods that the re-

tailer must sell at $125 a suit, I have a

feeling that the time is coming when
the people who buy those suits will back
up. If a man finds that to replace the

suit he is wearing he has to pay $125

when it formerly cost him $100, I be-

lieve he will wear it a little longer, even

if it is a little shiny.

Getting a Little Nervous

"It is a hard situation to size up,"

continued this manufacturei^. "I am
beginning to get a little nervous about
the prices. If we reduce the consump-
tion per capita the production will catch

up with the demand. I think that is
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what is beginning to happen now—pro-

duction is beginning to catch up with the

demand, not so much because of increas-

ed production but because of decreased

consumption. And when production

catches up with consumption, prices will

begin to come down. I feel that by the

end of this year, prices will begin to get

normal."

What a Retailer Said

MEN'S WEAR REVIEW has discuss-

ed this question with many retailers and
while they practically all say that prices

are very easy to get yet, they are specu-
lating as to the coming Fall when the

prices of clothing will be from 25 to 5(7

per cent, higher than last Fall. The
remai'k of one retailer was significant.

"I find no difficulty in getting high prices

from the laboring men," he said. "The
men who are beginning to hold back are
the men who can readily afford new
clothes if they want them; but, looking
at the whole financial situation and the

rapidly rising prices, they feel that a
halt must be called somewhere for na-
tional reasons and they are making their

old suit last a few months longer." He
supplemented the opinion by telling of

two men who had recently come into his

store: One a workman to whom he had
sold a $50 overcoat within a few min-
utes, and the other a wealthy man who
had said, on being told the price of his

usual suit, that he would make the old

one do a little while longer.

Crest Not Yet Reached

But another manufacturer had still an-

other view of the situation. "As far as

we can see," he declared, "we have not

nearly reached the crest yet. I would
not be surprised to see overcoats a year
from next November at $150 and suits

of clothes the same price. Clothing witl

be 20 per cent, higher in Spring of 1921

than it will be this next Fall. There is

only one thing that will bring down
prices and that is over-production." This

manufacturer did not see over-produc-

tion in sight yet. Labor, he said, would
never go back to where it was prior to

the war when sweat-shop conditions

were so prevalent.. Nor did the manu-
facturer want conditions to revert to

those days. For this reason, clothing

would never again be cheap as it was
before the war, and he doubted if it

would go down in price for many years.

He did not greatly believe in the view

that production would catch up with

the demand because consumption would

Continued on Page 73
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Art Percy, of Bruntford, a picture of whose window appe
Borsalino, and other first-class makes are carried in his s

Ontario. How to sell those hats is, of course, his proble

ing the Easter season, when the young men of Brantfor
sible use of this window. For three weeks or so this win
xchich they are displayed is shoivn in the above picture,

of the store, where he carries 700 or 800 ynore, neatly an
those in the window is told. He believes that with price

in the windows; they merely scare the prospective pur
news to him.

Mr. Percy does a liberal amount of newspaper advertis

is to supply the local theatres with envelopes in which th

bought. As most people in Brantford, as well as elsewhe

effective one.

Other than hats, Mr. Percy carries a good line of cloth

Special attention should be directed to the backgrouyid i

It has a good deal of "pep" in it and readily catches the

ars above, makes a specialty of hats. Knox, Stetsons,

tock, whicJt is said to be one of the largest iyi Western
m. He relies very strongly on window dressing, and dur-

d are out after their Spring bonnet, he makes every pos-

dow has nothing iyi it but hats, and the attractive way in

But his window is merely tlie stepping stone to the inside

d conveniently arranged in racks, and where the price of

as they are at present it is unwise to place price cards

chaser, so he waits till he gets on the inside to break the

ing, but a novel plaji, which he has foimd to bring results,

ey can place the tickets for their shotvs that have been

re, attend the theatre, Mr. Percy finds that scheme a most

ing and haberdashery.

n this window, which is a, simple, but very striking, one.

eye of the passer-by.

Firm's Name Now
Kay-Cornforth Co.

Silent Partner's Name No\>

Added

The Kay Cutting Co., manufacturers
o{ narrow fabrics, bindings, canvases,
skirt beltings, etc., have made a change
in their name. Mr. Cornforth, former
silent partner, having his name added,
the firm will now be known as the Kay-
Cornforth Co. They have also moved
to new and much larger premises at 373
.Aqueduct Street, where they will have
double the capacity. A quantity of new
machinery is being added and new lines

will be manufactured, amongst them
imitation leather gimp for automobile
manufacturers.

BICx SALE OF KHAKI CLOTH
Clothing manufacturers of Britain have

purchased from that Government their

remaining stock of civilian clothing in-

tended to be supplied to demobilized sol-

diers. There were approximately 580,000

suits and the amount paid to the Gov-
ernment Disposal Board was £1,750,000.

In the terms of the sale it was stipu-

lated that the suits were to be retailed

at i'3, 3s. per suit, and the purchasers

are also obliged not to export any of the

suits within two months of the date of

the contract. It is expected that these

suits of clothes will be distributed

amongst about 11,000 retailers who buy
at a fixed price whatever the quantity or-

dered. There are about thirty-five differ-

ent patterns of cloth.
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MANAGING-DIRECTOR VYKING CO.

IN CANADA.

A. B. Hargraves, managing-diirector

of the Vyking Mfg. Co., Ltd., Chorley,

Lancashire, is expected to arrive in

Toronto shortly in connection with busi-

ness interests associated with his own
firm which manufacture raincoats and

waterproofs. Mr. Hargraves, during his

stay in Toronto, will stay at the King

Edward, and all business communications

should be forwarded to that address.

Mrs. Hargraves is accompanying Mr.

Hargraves, and the trip throughout

Canada is one with which business is to

some extent combined with pleasure.
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Textile Industries Good Year;

Profits Range from 18% to 25%
Woollen, Cotton and Hosiery and Knit Goods Industries Prosper

in 1918—Profits are 18.41%, 24.7% and 25.8% Respectively

—Good Export Trade Being Built in Woollens
—Detailed Figures.

STATISTICS published recently by

the Dominion Bureau of Statistics

at Ottawa show that the profits in

the woolen, hosiery and knit goods,

cotton textile industries of Canada

during the year 1918 were 18.41 per

cent., 24.7 per cent, and 25.8 per cent,

respectively. That the woolen industry

requires the most skilled hand of the

three principal industries is shown by
the average wage, both male and female,

paid to the workers in these respective

industries. In the woolen textile industry,

the average wage paid during that year

was $624.04; in the cotton industry,

$528.23, and in the hosiery and knit goods

mills, $516.32. Since that time, two years

ago, it is pretty safe to assume that

wages have increased on an average of

75 per cent.

Production of Woolen Industry

These statistics show that during the

year 1918 the total value of the woolen

products at the works was $25,063,515;

while the total expenses were $21,485,-

197, leaving a net profit of $3,578,318 or

18.41 per cent, on the invested capital.

In this year all branches of the textile

industry in Canada experienced prosper-

ous times. There was an insistent de-

mand for textiles of all descriptions, and
although the demand fell off in certain

lines immediately after the end of the

war in war zones themselves, there was
a decided improvement in the early half

of 1919. Export business secured by the

provision of Government credits was of

material assistance to the manufacturers
of cottons, woolens and knit goods as

well as to the garment manufacturers.

This was due to the fact that clothing

was most urgently needed, next to food-

stuffs, in the countries that took ad-

vantage of the Government's offer to

provide the necessary credits. Steps were
taken by the woolen textile trade to se-

cure export trade of a permanent char-

acter, as distinguished from the tem-
porary needs of the afflicted countries

of Europe overridden by the German in-

vaders. A fair measure of success has
been attained up to date, and Canadian
goods are being sent in fair quantities

to countries that were hitherto unac-
quainted with textiles from this country.

Cotton Industry Production

The report of the cotton industry

covers some 26 plants, of which there

are 12 in Quebec, 10 in Ontario and 4

in the Maritime Provinces. The invested

capital amounts to $53,796,394, there be-

ing $36,467,625 invested in Quebec; $10,-

747,059 in Ontario, and $6,581,710 in the

Maritime Provinces. The average profit

in the cotton goods production, accord-

ing to the Bureau statement, was 25.8

per cent.

In the Bureau's report on knit goods
and hosiery there are 108 plants taken
into consideration, of which 80 are locat-

ed in Ontario, 17 in Quebec and 3 in Brit-

ish Columbia, 5 in the Prairie Provinces
and 3 in the Maritime Provinces. The
capital invested was $31,092,866, and the
average profit was 24.7 per cent.

SCHEME FOR STANDARDIZING
CLOTHING

A British member of Parliament, Sir

Charles Sykes, has taken the lead in.

prompting a voluntary standard clothing

scheme. The idea is that woollen manu-

facturers shall set aside a proportion of

their output and that the cloth shall be

worked up on a conversion cost basis by

the clothing manufacturers and sold at a

fixed cost to the public. A number of

woollen manufacturers have intimated

their willingness to take part, providing

chat the worsted manufacturers and

Scottish firms agree to make a similar

contribution of output. If the scheme is

brought to fruition it will mean a further

reduction in the export of woollens. Al-

ready the production of the mills is fully

pledged, either for home or export trade

for months ahead; and if the standard

clothing scheme is adopted, it will in-

volve further delays in shipments on cur-

rent contracts.

Labor s Vieiv of Overall Movement

J. T. Foster, President Trades and Labor Council, Montreal—"If busi-

ness men take to wearing overalls the cost will inevitably go up. That
means that the workers, who are the only ones who really need overalls, will

have to pay perhaps double, perhaps treble, for the denim that they are
paying now. There is only one remedy for that and that would be for the
workers to demand higher wages to meet the increased cost of their

overalls, which last only a few weeks under hard wear. This, in turn, would
mean that the general cost of living would go up another notch, leaving
conditions in the end worse than they are now."

A despatch from New York says that the new fad of "Overall Clubs,"
which became popular as a means of killing the high cost of clothing in a
number of American cities, is already crumbling. Due to the increased
demand for ducks and denims and other brands of overalls and jumpers,
manufacturers jumped the prices until the average overall has gone from
$2.50 as high as $6.00 a pair. This is where the innovation hits the real

workingman, the man who is obliged to wear overalls all the year round.
As a result there are loud protests from the toilers against this unnecessary
boost in prices and the U.S. Government is being appealed to for protection.

A number of the overall clubs that started out with such commendable
ambitions are already disbanding as a result.

Tom Moore, President of the Dominion Trades and Labor Congress—"It

might have been more popular if I had come to this meeting in overalls, but
I think, in connection with this movement, that if those wearing them now
had given more consideration to those forced to wear them, there might not
be so much industrial unrest In this country."

The Trades and Labor Council of Brockville has gone on record in

decided opposition to the overall fad in its effect of increasing the cost of
this class of wearing apparel.

Mr. Brown, a Labor leader of Toronto, said: "There is a far more im-
portant side to this question and that is the tendency of such new ideas to

lower the general standard of labor and industry. It is patent to me that
if the majority of business men and others buy jeans and overalls and
shoddy shoes, the tailor will go out of business, the shoemaker will become
an effete manufacturer and, in a general way, industry will deteriorate."

Karl Homuth, Labor member for South Waterloo in the Legislature,
asked the members of the House one afternoon if they knew what it would
mean if they encouraged the overall movement by joining it and appearing
in the House clad in overalls? He pointed out that the result of the move-
ment already was to jump the price of overalls, which were a necessity to

the workingman, from $2.00 to $4.00, $6.00 and even $10.00.

The Brantford Trade and Labor Council went on record as opposed to
the overall movement, believing it would have an injurious effect upon the
workers in the affiliated trades of garment workers and tailors.

hQ



MEN'S WEAR REVIEW

Cotton Threatened by
Boll Worm; Non-Planting

Cotton Zones Needed
New Blight Has Made Great Ravages in Texas and Louisiana

—

Results in Further Advance in Prices—Rigorous

Steps to be Taken to Stamp Out Infection.

A SCOURGE of unusually harm-
ful proportions has developed

within the last two years in the

cotton fields of Texas and Louisi-

ana, a scourge known as the pink boll

worm. While the supremacy of the cot-

ton growing industry of the South has,

within recent years, been challenged by
the State of California, the world's sup-

ply of raw cotton will be, in a somewhat
serious measure, curtailed by this blight,

which threatens to deprive the markets
of 1920 supply from these two sources.

This blight made its appearance in these

two states two years ago. Immediately,

planting in such sections as were invad-

ed by the boll worm was discontinued

and the beneficial results were seen.

But planters became so sanguine of these

results last year that they began plant-

ing again before the boll worm had been
entirely driven back, with the result

that the blight is more apparent than
ever this year. By so doing, they have
defeated what good was done in the

first place by restricting as much as

possible the affected area.

Conference Held on Subject

A conference, in which every cotton-
growing state of the Union was repre-

sented, was recently held in Washing-
ton, and it was pointed out by Govern-
ment authorities of the Agriculture De-
partment that only the most drastic

steps would prevent a serious injury to

the whole cotton area of the south. It is

believed that, should the States of Texas
and Louisiana refuse to take action in

the matter to discontinue cotton grow-
ing for a number of years, action would
be taken by the Federal Government to

restrict the movement of cotton and
cotton-seed from such states. It is un-
likely, however, that such drastic meas-
ures will have to be taken by the central
authorities as the representatives from
the affected states have signified their
intention of working with the Agricul-
ture Department in every possible way
to eradicate the evil. Louisiana has al-

ready taken the necessary action; it only
remains for Texas to fall in line.

Prohibition of Growth Only Cure

It is recognized that the extermination
of this insect in Texas and Louisiana is

absolutely contingent upon the prohibi-
tion of the growth of cotton in infested
areas. The growth of cotton under re-
striction or other methods of control
simply means, perhaps, the slower but
no less certain ultimate spread of this

insect. Extermination is possible only

when the infestation is just beginning,

and when the insect is scanty in num-
bers and limited in distribution. Any
posponement or limitations, therefore,

at this time mean practically the loss

of this opportunity of extermination,

and an acceptance of the ultimate spread
of this pest throughout the whole of the

South.

Prices Advance With the News
With the news that this pest had

spread to a considerable extent in these

two cotton states and that the whole
of the South was threatened unless im-

mediate drastic efforts were made to

stop it prices of raw cotton advanced

from 70 to 85 points in one day on cov-

ering. With cotton goods already nearly

out of sight so far as prices are con-

cerned, retailers will view with alarm

any further causes which may have the

tendency to still higher boost present

peak prices.

AN ARTISTIC ACHIEVEMENT
Not very long ago an artist, while

experimenting with tissue paper on
glass, accidently discovered a new means
of artistic interior lighting. By this new
process an artistic picture, a group of

human figures, or anything which the

artist may conceive, is produced by plac-

ing pieces of tissue paper on glass in

such a way that the picture will be
brought out by a light from behind. The
light is so arranged that it is diffused

back of the picture and remarkably ar-

tistic effects are produced

By means of this form of lighting, the

chandelier with its bunched lights would
be done away with. The lighting of a
store department could come from be-

hind the walls or from behind the flat

surface of a picture, at once beautiful

and in keeping with the contents of the

room.
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Some of the "Live Wires" in Business

Now Have Their Own "Clipping Bureau;"
Articles Are Filed Away for Future Use

The Real Busy Man Who Is Always On the Look-out For Anything That Will Help Him
In His Business Has Overcome the "Has-no-time-to-read Obstacle" By Filing Away

Articles From Trade Journals That Catch His Eye. II

"B
UT I don't get time to read" is

an excuse that is sometimes
heard for not using trade news-

pfipers.

There never was a time when there
was so much business information pub-
lished, and it is to the credit of business
papers there never was a time when so

mxich of it was read, thoroughly digest-

ed, and used by those who are most pro-

gressive.

And it is a peculiar thing that this

plea is never heard from the really suc-

cessful business men. The more busy
some men are the more attention they
seem to give to new articles in trade

papers and new ideas. Now here's a

secret

—

A great many business men do not

read at all. They skim over a publica-

tion, mark what they want, and have
someone file it away. This seems to be

a very wise course, for seldom does a

problem confront a merchant just at the

time an article appears in his trade pa-

per. But if he has the article on hand

where he can get it, sooner or later a

problem will come up that will be
handled by just that very article. Every
one realizes that a good trade newspaper
contains much valuable information
every week. Ideas should be available

every month in the year.

How They Do It

Every merchant does not have prob-
lems confront him at the same time a

trade journal presents the solution of

those problems in a timely article. If

trade journals could work out a plan

whereby they knew just when every mer-
chant was going to have certain diffi-

culties arid then publish aids or sugges-
tions on those problems at that time,

everything would be lovely.

But merchants can, and do, avail

themselves of the information that is

presented month by month, and week by
week, in the various publications devot-

ed to the problems of merchants and
merchandising. One of our customers
who has had much experience in writ-

The ''Live Wire" Who "Has No Time to Read"

The day of the man who is anxious to 7nake his business "go" with a vim
yet who passes up all kinds of good id?ns because he lias no tim.e to read his

trade publications has gone forever. Nowadays the livest vian in business

circles gets over this handicap by filing away articles which they think m,ight

be of use to them later on. In other wirds, they establish "private clipping

bureaux," which in course of time become as essential an adjunct to their

hxsiness as any other other department.
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ing and himdbng advertising campaigns,
also planning store openings, has evolv-
ed a plan which he has been using for
some years, and which has proven in-

valuable to him.
Briefly stated, he has been keeping for

a number of years a complete file of all

clippings from all trade periodicals
which have dealt with any or all subjects
in which he thought he, as a retail mer-
chant, might at some time in the future
be at all interested. He realized that if

he simply read the trade papers from
month to month he would be accumulat-
ing a mass of valuable information no
doubt, but information that would do him
no particular good at that time unless
it happened that some particular infor-
mation that was imparted in the columns
of a trade magazine would connect up
with something that he was needing in

his business just then. But, on the
whole, this merchant knew that he could
not count on having this happen, so he
began a filing system and a sort of pri-

vate "clipping bureau" of his own, which
has now grown to enormous proportions,
but which, during its growth, has more
than proved its worth many times dur-
ing the years that it has become estab-
lished.

Every month, instead of trying to read
all the trade periodicals, he skims over
them and culls from their contents ar-
ticles which he thinks m.ight interest him.

"Merchants will be surprised," he de-
clares, "to find how many things in most
trade papers will really apply to almost
any merchant indirectly, if he but stops
to consider. And every time I see any-
thing that applies to my business or my
business ideas for the future, even in a
remote manner, I cut it out and file it in

my loose leaf files at my desk under one
of seven headings."
These seven general headings have

been subdivided again and again, but he
is working out this system. He now has
several hundred items on every conceiv-
able business idea under the sun, and
these items are constantly proving their

inestimable value to him. There is never
a problem comes up in the stoi'e or in

the business but what he can secure help

and advice by consulting his files.

Instead of saying to himself: "Now I

remember an article about this very
thing in a trade paper some time ago,

but I can't for the life of me remember
just where it was," he merely goes to

his files and picks out that article. It

may have made only a fleeting impres-
sion on him at the time it appeared, but

it has a full and vital significance. It

(Continued on page 74)
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News of the Clothing Trade

DDE
Robin&on Clothes Shop, Ltd., have

opened a new store at Moose Jaw.

Kinton & McLean, men's furnishers, of

Toronto, have disposed of their business

to J. M. Lockhart.

•lames liogers, clothing merchant of

Listowel, was robbed of $2,000 worth of

clothing- on April 14.

Crawford & Walsh, tailors, of King-

ston, have moved into new quarters at

233 Princess Street.

The "Ole Cio'es and Overall Economy
League" has been formed in Ottawa.

Their first parade was held on May 1.

A "Celluloid Collar Club" and a "Cot-

ton Stocking Club" have been formed in

St. Louis.

Abraham Gross, of York Street, To-

ronto, was arrested for attempting to

steal nine pair of silk socks from John
Brass, 116 Yonge Street.

Jas. G. McLean, of Lanark, has moved
into new and larger quarters with his

tailoring establishment in the Costello

Block.

James J. Daniels, of Bruno, Sask., has

purchased the business of William Weir,

of Humboldt, known as the Humboldt
Tailoring Co.

Newton & Freele Clothing Store of

Strathroy was entered on the night of

April 12th and $100 worth of clothing

stolen.

Argue Bros, and the Famous Upstairs

Clothes Shop, of Winnipeg, were enter-

ed by robber;; and a quantity of clothing

taken from each.

K. Montgomery, of Southampton, has
gone into a fine new store next door to

the Post Office. It is called The House
of Quality.

Thf B. C. Tailoring Co., of Vancouver,
sustained a $20,000 loss in a recent fire

which gutted a large part of the build-

ing in which they were housed.

A collar and shirt strike is to com-
mence in Chicago on May 5 as a protest

against alleged profiteering in haber-
dashery and laundrying.

Kingston vocational students' council

have pledged themselves not to purchase
any new clothing until the price ha? been
lowered.

An unsuccessful attempt at burglary
was made on the store of the Canadian
Clothing Co. of Smith's Falls on April

12.

Charles Shane of the Style Clothes,

Ltd., has returned from England and the

continent where he was on an extended

buying tour.

Firth Bros., of Hamilton, have secured
the contract of supplying Chatham
policemen with summer trousers and
tunics at $.53 per man.

McKerracher and Wanless, of Ottawa,
have purchased the entire stock of the

Lion Clothing Co., of Kingston. The
stock amounted to about $4,000.

R. A. Buckderker, of Huget & Buck-
ierker, Morden, Manitoba, men's fur-

nisher, has sold his interest to P. A.

Kennedy. The new firm will operate

under the name of Huget & Kennedy.

Oak Hall have purchased from R. J.

Sibbery, Danforth Ave., his fine store

and will henceforth run it as one of the

Oak He.11 stores. Mr. Sibbery is on a

trip to Ireland.

Sidney J. Clayton, Canadian represen-

tative of Gerrish, Ames & Simpkins, has

moved his offices to 28 Wellington Street,

west, Toronto. He is now in the same
office with Marshall & Harding.

The Officer commanding the military

district of Winnipeg has ordered all re-

turned men who were wearing their

uniforms after discharge to beat the

high cost of clothing to remove them.

White and Manahan, clothiers of Main
Street, Winnipeg, suffered $1,000 loss by
burglary recently. Ten suits of clothing,

many ties and hats and silk shirts were
stolen.

R. H. and J. Dowler sustained consider-

able loss in Windsor by a fire which

gutted the building owned jointly by
that firm and the Dominion Bank. The
damage to the building was about

.?30,000.

Semi-Ready, Ltd., of Montreal, have

purchased the shop and building at the

comer of St. Catherine and Peel Streets,

Montreal, occupied by R. J Tooko Co.

The price paid was about $500,000. R. J.

Tooke & Co. will continue, however, to

occupy the building as at present; while

Semi-Ready will occunv the balance of

the building as a salesroom for their

nftail clothing.
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The English & Scotch Woollen Co.
have opened a new store at 288 Portage
Ave., Winnipeg, with L. A. Gareau as

local manager. This is the first store

that this company has opened in the

West and is the twenty-fifth opened in

the Dominion.

J. J. Meyerson, manager of the Belt

Department of the Marathon Tire &
Rubber Co., of Cuyahoga Falls, Ohio, is

on a business trip which covers the entire

Western coast of the United States. He
is appointing several new distributors of

the Marathon line while on this trip.

MacDonald & Co., men's outfitters,

Bank and Queen streets, Ottawa, have
announced! that, owing to greatly in-

creased averhead expenses they will go
out of business. Starting on May 3rd,

they gave reductions on all lines, the
first day's offering's being at half price.

$300,000,000 Profit

For British Government
Rea.sons Why Clothing is Such a High

Price

Reasons continually multiply in justi-

fication of the claim that retailers and
manufacturers of clothing are not re-

sponsible for the high cost of clothing.

It is evident more and more that an in-

vestigation into costs from the wool on
the sheep's back to the suit of clothes

on the man's back would show that the
"hump" was nearer the sheep than the
man's back. The biggest dealer in wool
in the world to-day is the British Govern-
ment; and by reason of the fact that it

has controlled about one-quarter of the

world's best annual clip, prices have
been fixed at high limits the world over,

and cloths coming to this country have
increased in value four times over since

1914. The British Government will ab-

solutely control the world's best wool
until June 30th. of this year, and by the

end of the year, it will have about 530,-

000 bales of wool on hand.

It has been estimated that owing to

its buying wool at controlled prices and
selling for civilian purposes at market
prices or something near it, the British

Government has made a profit of nearly
$300,000,000. The next step is in the sale

by the middleman of the merino tops, or

prepared and cleaned wool. The pre-war
profit used to be about one cent a pound;
now it is claimed it is as much as fifty

cents in some cases. The spinner's pro-

fit on worsted yarn jumped from 2 to G

cents a pound to 26 to 86 cents.



Why Does Business Go Out of Town?
Have You Analyzed the Reasons?

It May Be Due to Your Faulty Methods of Merchandising, Making it Impossible For You
to Give Best Values—It May Be Due to Lack of Advertising—What the Retail

Clothiers of the U.S. Are Doing^—The Solution of the Difficulty.

HAVE you ever frankly analyzed

the conditions which result in

a certain or a large amount of

trade going out of your town and away
from your own store which you think

should stay in town? There may be

many conditions contributing to this

result, conditions which do not throw
the entire blame on the customer.

Doubtless), you have the feeling that

citizens are not loyal to their own home-
town—and there may be some truth in

that—and you feel very much aggrieved

that the mail-order business is on the

increase to your hurt, that the chain

store is eating into your profits to a

considerable extent and that the co-oper-

ative store is making inroads into your

yearly turnover. We are living in a day

when labor organizations are banding to-

gether for the production of their own
necessities, among which clothing and

haberdashery are the chief, in the expec-

tation that they can get them at a little

above cost. In the agricultural sections

of this country farmers' co-operative

associations are being formed, and
though their chief business at present is

more in the eatable lines, they will, un-

doubtedly, branch out before long into

clothing lines. At the same time, the

rural mail service is so efficient that mail

ordering has become a boon to many of

the larger stores in the larger centres

of the Dominion. Independent retail

clothiers cannot help but view these

movements as aimed at their elimination,

and the time seems ripe when clothiers

and haberdashers should, through the

efficiency of organization, which gives

strength to the individual, take steps to

offset the disastrous results of such

movements.

Should Exchange Ideas

MEN'S WEAR REVIEW has fre-

quently urged the necessity of better

organization amongst the clothing men of

this country. One of the beneficial re-

sults of such organization is the ex-

changing of ideas amongst the members
of the trade. "If you have an
idea and I have an idea, and we
exchange ideas, each of us has two
ideas," said a delegate at the recent con-

vention. Perhaps clothing men are too

fearful of exchanging ideas. But effec-

tive organization amongst the clothing

men would have other results than Pro-
vincial or Dominion. The clothing men
of each town and city should organize
in such a way that they might take
united action against any local develop-

ment of business that is harmful to their

interests. The business that is going out

Fred P. Mann conducts a vigor-

ous and (jrowing retail business in

Devil's Lake, N.D., doing, in 1919,

$600,000 worth of business in a
town of 6,000 inhabitants.

In addition to regular advertis-

ing in the newspapers, he makes a

general use of circularizing

through a classified address list;

he uses live models in presenting
a new season's styles; he gives a

free service of coffee and wafers
to the store's customers on Satur-
day afternoons in cold weather;
and adheres closely to the policy

of rendering personal service to

his customers. The store dis-

tributes style books, with colored
illustrations, which will hold their

own beside a mail order concern's
catalogue, and in this way keeps
in close touch with the farmer
trade, which weight go elsewhere
unless shown that something of
real value awaited them in Devil's
Lake.

of Cown may be as much your fault as
the customers' if you analyze conditions
frankly and confess to yourself that you
are not making every possible effort to

so conduct your business that attractions
for out-of-town buying are materially
reduced.

Few Stores Properly Kept
The Minnesota Retail Clothiers' Asso-

ciation have gone into this matter very
fully, thoroughly realizing the dangers
that beset them on every hand from co-

operative societies and labor organiza-
tions undertaking the manufacture of
their own necessities. Fred P. Mann,
their president, is conducting a cam-
paign of education among the clothing
men in modern merchandising and he
believes that the time is ripe for retail-

ers to get together and manufacture
and job their own wares unless they get
prompt co-operation from existing
wholesalers. Here, again, the value
of organization suggests itself,

for without proper organization
there cannot be the best pos-
sible co-operation between the retailer,

and the manufacturer and the wholesaler.
MEN'S WEAR REVIEW has felt, dur-
ing the last six or eight months that if

the Board of Commerce had called in

representative retailers, wholesalers and
manufacturers and said to them in effect:

"There is a broadcast feeling that steps
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should be taken to reduce the high cost

of living. Let us put our heads together,

examine carefully our methods and costs

of doing business and see if we cannot
discover some leakages that can be
plugged up for the benefit of the consum-
er"—we say, if the Board had done this,

we firmly believe that something of real

benefit to the consumer might have been
accomplished. And, indeed, if the inves-

tigation carried on by the Minnesota As-
sociation is any criterion of general con-

ditions—^and it is an old adage that hu-

man nature is the same the world over

—

then there is good ground for supposing
that such co-operation between retailer,

manufacturer and wholesaler would not

only have resulted in cheaper production

and cheaper clothing but would have so

improved methods in the smaller busi-

nesses that the danger of elimination

to smaller men through co-operative so-

cieties and out-of-towm buying would
have been greatly reduced.

75 Per Cent. Do Not Advertise

Mr. Mann, in addressing the Minnesota
convention, referred to the investigation

that had gone on in 700 or 800 stores,

"Only a small number," he said, "showed
that they were properly kept, 75 per

cent, believed that it did not pay to adver-

tise, and only 10 per cent, had done any
real constructive v/ork along this line.

Local merchants were failing to go after

business with modern methods.
"I have found that many of these

smaller retailers were satisfied that they

could not compete with the mail order

houses which were distributing hand-
somely prepared catalogues in their ter-

ritory by the carload. They will be even

less effective in meeting the growing
chain store competition. I have put it

up to jobbers and manufacturers that

these small retailers were really their

agents in reaching the consumer and
that unless they offered co-operation

they would lose many of their agents.

Few wholesalers were willing to do any-

thing because they have found it possible

lately to sell anything they have without

effort. The members of my association

demand something tangible. The belief

is growing among them that retailers

must get together to manufacture and

job their own wares or else give way to

the mail order house or chain store."

The Solution of the Difficulty

"My solution, for the present," said

Mr. Mann, "is development of more skil-

ful merchandising among local retailers,

and particularly more and better adver-

tising." The National Retail Clothiers'

(Continued on page 72)
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Hosiery Production Increasing;

Cap Demand on the Up-Grade
Better Results Being Obtained by Co-operation Between Workers

and Manufacturers in Hosiery Trade—Felt and Velours
Hats in Demand by Canadian Buyers—Silk

Hats Going Up in Price.

30 per cent, will be mad« on current

prices.
j

Stocks of straws, both in the factories

and warehouses, have been bespoken for

some time; prices will be very high ow-
ing to the small supply available this

year.

FRED W. FIELD, British Trade
Commissioner stationed at Tor-
onto, has forwarded the follow-

ing information just to hand with

regard to men's wear lines that will be

of interest to the trade:

Hosiery. Etc.

The advance in price of yarn and cost

of labor continues. Fortunately, makers
have lately received better supplies of

yam, and more looms have been put

into motion. The call for better-class ar-

ticles was never greater than at present,

but these cannot be produced with the

same facility as were the cheaper grades
which were favored in former times. Ex-
ports have steadily moved onwards both

in regard to value and quantity. Speak-
ing generally the hosiery trade as a

whole has levelled up, workers and manu-
facturers are obtaining better results,

and if yarns are forthcoming in grea-

ter bulk a greatly increased production
would be assured.

R. Walker & Sons, Ltd., Leicester,

manufacturers of "Jason" and "Wolsey"
underwear, have recently acquired
Springfield Mills, Keighley, and Botany
Mills, Bradford, thus becoming both
spinners of worsted yarns and hosiery

manufacturers.

An important amalgamation recently
announced is that of Burberrys, Ltd.,

with S. & J. Prestwich & Co., Manches-
ter. Mr. R. H. Prestwich will be chair-

man of the company, which is to have
a capital of £2,000,00{).

Glove-s.—United Kingdom manufact-
urers continue to hold their own with
foreign competitors in the manufacture
of suede fabrics, and some of the suede
finished gloves on the market this year

are greatly superior to anything Ger-

many has ever produced. As the price

of cotton continues to rise, the outlook

for the coming Autumn and Spring sea-

son of 1921 is, however, not of the

brightest. An increase in the price of

fabric gloves is anticipated at an early

date. The best grades will probably ad-

vance by from 4 shillings to 7 shillings

per dozen.

Hats.—The demand for felt and velour

hats, both for home and overseas trade,

is steadily on the increase, and shows no

sign of declining in the near future.

Prices continue to soar and the day is

not yet in sight when a reduction may
be expected.

Strenuous efforts are being made to

cope with the serious situation in the

trade resulting from the large increase

in price of fur. At a recent sale the

price per pound ranged from 35 shil-

lings to 40 shillings. A proposal has been
made to adapt a cotton material as a

substitute for fur, and should this sub-

stitute prove successful, even if it lacks

the durability of the genuine article, it

will be readily taken up. It is possible for

a hat made from this substitute to be

marketed at a quarter of the price of the

genuine article.

The fact that felt and velours are rea-

lizing such inflated prices has greatly

stimulated the demand for well-made
stitched tweed hats, which are daily

gaining in popularity.

A big rise is shortly expected in the

price of silk hats, and it is anticipated

that an increase of from 20 per cent, to

Overall Movement in Canada

According to despatches appearing in the daily press—the Overall
Movement has made very little headway in Canada. While it has made its

appearance in a number of places, it does not appear that any considerable
iiumber of people have joined it. The general impression of the trade is

that it will soon die out, or, at most, can only last a few months during the
hot weather. So far as MEN'S WEAR REVIEW has been able to ascertain
it has not affected business generally other than to promote, in certain
centres where the population is largely made up of workingmen, the sale
ol overalls to these men who wisely seek to protect themselves against
rising prices.

A number of the places in which the movement is reported to a more
or less extent are, Toronto, Ottawa, Montreal, Brantford, London, St.
Thomas, Hamilton, Guelph, Kitchener, Ingersoll. Windsor, Kingston, St.
John, Halifax, Saskatoon, Calgary, Stratford and Newmarket.

William Milne
in New Building

William Milne, tie manufacturer of To-
ronto, of 50 York Street, has moved into

his new quarters in the Spadina Build-

ing, 129 Spadina Ave. The new building,

according to Mr. Milne, is much more
suitable for his work and will lend itself

to greater production on account of the

better facilities afforded. Among these

is a fine lunch room for the use of the
employees.

The conditions of labor or even a break
in the market will, in the opinion of Mr.
Milne, not affect the prices of neckwear
for the present year. He states that

silks are exceedingly hard to get either

in the United States or Switzerland.

As an instance of this Mr. Milne said that
he had just received word from a large

Swiss house with which he deals telling

him that his allotment for the year was
about 10 per cent, of what he normally
bought from them. Usually he bought
about 150,000 yards from this firm, but
they had notified him that he could have
13,000. And a clause was added that it

was optional with him whether he took
them or not. Mr. Milne said that num-
bers of Swiss houses would not take any
orders for 1921.

High Price Period

May Last L>onger
In a recent market letter, Hayden,

Stone & Co., one of the most reputable
financial houses of New York, said:

With the lowering of the rate for call

money, the pace in the market has great-

ly accelerated. The impression given is

that the public is an eager purchaser of

stocks. Frankly, we see very littl^

change in general conditions. There is,

perhaps, a feeling that the period of high
prices of inflation is to continue rather

longer than at one time supposed. It is

true that so far as the ultimate consumer
is concerned, there has been but little

change for the better—possibly some for

the worse in the cost of articles entering
into daily use. It must be remembered,
however, that the ultimate consumer will

be the last to feel the effect of any
change in the trend of prices. The
change will take place first at the source.

There has been a remarkable recovery
in English exchange, with some reaction

in the last few days. This recovery has,

naturally, a sentimental influence; its

actual influence will be limited to the
extent that England buys from us.

While these purchases will be large in

the aggregate, they will probably be
much less than in the recent past.
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MP]N'S WEAR REVIEW

The case of this man is well

worth looking into. Ordinarily
clothed in purple and fine linen

and as one who fares sumptuously
every day, he has taken a high
resolve that he will try to beat the

high cost of clothing by wearing
overalls. We have not the slight-

est objection to his wearing over-

alls; but we should like to know
how loyally he is devoting his

energies to the cause of reducing
the high cost of living in other
respects, and we should like to ex-
amine his consistency to this
cause in whose name he has sacri-
ficed his dignity.

Obviously, he is the head of

some institution, for he has been
described as going to his office in

this uniform. Were he any other

than the head of a member of the Board of Directors, he would never gc

in a limousine. In the first place, then, if he and his fellows—fellows who
are perfectly able to wear good clothes—are to wear overalls, they will

force the men who work under them to pay more for theirs—and they are

much less able to do so. We should like to know, therefore, in the first

place, while if he is paying for his overalls with the one hand, with the

other he is so increasing the wages of his men that they may meet the

additional cost of living forced upon them by himself and his fellows? If

he is doing that, something is to be said in his favor.

But then, there is that handsome limousine. In that limousine, there is

a large quantity of cotton used. There is a rumor that automobile manu-
facturers in the United States have bought up a number of the cotton

mills in the South because they are unable in the regular way to get all

they want. This means that many spinners who are engaged in the work
of spinning cotton for what may be called all household articles are taken
off the market where they are urgently needed to help catch up with the

world-wide demand for all cotton materials. If this overalled millionaire

really wanted to help materially with the campaign to reduce the cost of

living, he might, with his felows, store his limousine for a time, because
the cotton he is using in his car makes the cotton which his poorest
employee uses in his house just that much dearer when, dear knows,
cottons are almost prohibitive now. He could, with little less trouble,

use the street cars; and, who knows, but that the increased revenue that

would come because he and his fellows used street cars might result in

cheaper fares for the men and women who work for him during the day?

And then, there is the case of this limousine driver. His is a life of

comparative ease; the best that could be said of it is that it is not one of
production. During the war, many men owning cars were loyal enough to
the great cause to lay up their cars so that their drivers might go to the
front. Is the present cause any less urgent? This driver could be much
better employed in some factory where he could, with eight hours of honest
toil every day, help to produce at feverish rate so that the world's goods
might be plentiful enough to meet the world's demands and so reduce the
cost of living all round.

There are ways, perhaps, in which this man could help along the cause
to which he, martyr-like, is devoting himself as effectively as by wearing
overalls. Let him wear them, by all means; but let him be loyal and con-
sistent to the cause in other respects. The cause is worth it.

LATE J. W. HARRIS
Widely Known Business Man of Burks

Falls

The death occurred on April 9th of J.

W, Harris, merchant tailor of Burks
Falls, Ont., following an illness of nine

weeks due to the "flu." The late Mr.
Harris had been in business in Burks
Falls for over eighteen years and prior

to that was at Inglewood, Peel County.
After suffering considerable loss by fire

some twelve years ago, he built up an
entire block in Burks Falls, which was
known as the Harris Block. Mr. Harris

was a member of several fraternal or-

ganizations.

A country coat, called the "Race," is

shown in an Irish homespun, known in

England as Kanmare. This coal has set-

in sleeves. Its two side pockets have

buttoned flaps and it also has an outside

change pocket with buttoned flap. It

is gray, with a slight siprinkling of color

and is quarter lined with satin.

An extreme coat is seen in the model
which is called the "Exmoor." This is

practically a big cape with raglan
sleeves. The fabric is Irish fleece and
is shown dn somewhat dazzling black and
white checks. It has two very large

pockets with buttoned flaps.
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Woollen Mfrs. Have
Roumanian Order

Have Secured Large Order for Hosiery
and Underwear

The Canadian Association of Woollen
Manufacturers has secured another large

order from Roumania. It will be remem-
bered that they secured, some months
ago, a $25,000,000 order from that coun-

try which consisted largely of coarse-

grained woollens, for which there was no
demand in this country as only the finer

grades were marketable here. The As-
sociation has been very active in pro-

moting trade with the Southern countries

of Europe and recently sent one of their

officials to Roumania to see if contracts

could not be closed for Canadian goods.

The result appears to have been most
satisfactory. The official of the Asso-

cation who visited Roumania had samples

of hosiery and underwear and he

closed a contract with the Roumanian
State Railways for some $2,500,000

worth of Canadian woollens. The repu-

tation of Canadian goods established by
the shipment of a year ago stood

the Association in good stead in securing

this order, and the financial arrangements
were concluded by the members of the

'

Association themselves without Govern-

ment assistance.

The consignment of goods to Roumania
was clearly marked with distinctive Can-

adian labels printed in the Roumanian
language and accompanied by the Maple
Leaf. After securing the order, the As-

sociation emphasized to the manufactur-
ers the necessity of making the goods at

least up to sample and to even better

them if possible. They seem to have acted

on the suggestion of the Association, with

the result that Canadian woollens seem

to have established a reputation for them-

selves in the South European states,

which, when the stress on the present

Canadian mills is somewhat relieved, will

undoubtedly result in further large orders

from this source.

DEATH OF R. E. NELSON, OF
GUELPH

The death ocourred on Mayi 4 of

Richard E. Nelson of Guelph, for thirty-

five years a business man in that city.

Just before retiring he was stricken with

hemorrhage of the brain.

Mr. Nelson was born at Preston, Lan-

cashire, England, sixty-two years ago.

During his residence in Guelph he not

only conducted a very successful business

but was active in municipal affairs for

a number of years. For two years he

was mayor of the city and for ten years

he was an alderman. In business circles

he was president of the Retail Mer-

chants' Association and was a member
of the hospital board of directors. Mr.

Nelson was also past president of the

Horticultural Society. He was a Me£h-

odist, a member of the Masonic Order

and the A. 0. U. W. He is survived by

a wife and two children.

Mr. Nelson was buried at Acton on

Friday, May 6.



Weather Plays Havoc With Spring Business
From Manufacturer to Retailer, All Say Business is Dull— Warm Weather Will Help

Considerably—Placing Orders For Fall in Overcoats Good, in Suits Rather
Poor—Good Business in Overalls.

TORONTO—Business is dull. Weather con-

ditions may truly be said to be largely

responsible for a slackening in all lines of

men's wear. Whether it be in sorting business,

placing orders for Fall, or immediate sales over

the counters of the retailers, April weather has
struck a hard blow at the balance sheets for the

month. Many sales have been conducted in

this city during the month, some of them even of

Spring top coats. Merchants feel that there will

be but little Spring business at all now; the

transition from cool to warm weather will

largely eliminate the necessity for many Spring
garments that ordinarily have a big run before
this time. A week or two of good Spring wea-
ther would help considerably; but a good deal
of business has been lost through the backward
weather.

CLOTHING
Wholesale houses report that business is very

quiet in men's wear lines. Booking orders for

Fall clothing seems to have proceeded at an in-

different pace. Overcoats have sold well ; mer-
chants are evidently looking for a better season
in 1920-21 than the one just past, due to the
fact, no doubt, that the dyed greatcoat of the
returned man has served its purpose and a new
one will be required next Winter. On the other
hand, the sale of suits is reported to be slow.

Retailers are looking at Fall, 1920, as manufac-
turers and wholesalers are looking at Spring and
Fall of the next year; that is, they wonder how
high prices are going with the consumer follow-
ing all the talk that has been about high costs
of clothing. Therefore, they seem to be order-
ing sparingly, expecting to leave more to sort-
ing during the height of the season than they
have hitherto done. Manufacturers and whole-
salers realize that such buying is precautionary
rather than an expectation that there will be a
fall in prices; the reverse will be the case unless
things break up suddenly, of which there is not
the slightest evidence.

SHIRTS

Shirts continue to be about the hardest thing
in haberdashery to get; the manufacturers are
unable to get materials with which to work, and
the wholesalers complain that the mills are not
making deliveries. Another thing that has held
back the manufacturer has been the scarcity of
dyes. A shipment of German dyes is expected
very shortly—may already be in Canada by this
time—and this will enable the mills to proceed

with their work more easily. These dyes
are a portion of the indemnity which Germany
has been called upon to pay. Buyers returning
from England state that they were unable to get
anything worth while. Deliveries are not prom-
ised for inside of six months, most of them are
nine and longer. Prices continue to advance on
all lines.

HOSIERY

Deliveries of hosiery from England are slow
and incomplete. There is very little of fancy
lines reaching this country. Plain weaves in a
variety of nice colors are coming; there seems
little likelihood that real fancy hose will feature
again for some time, because manufacturers
are trying to keep up production with demand,
taking little pains to turn out anything that re-
quires extra work.

OVERALLS
The overall movement has increased the

sales of overalls, so wholesale houses report.

While this is the season for the heaviest sales, in

any case, because farmers are getting on the
land, yet there have been demands for heavier
quantities than usual. Wholesalers are unable,
of course, to tell whether these overalls are
being used by devotees of the movement or not;
the reports which MEN'S WEAR REVIEW has
received indicate that the extra quantities are
being bought by habitual wearers of the same
who are protecting themselves against an in-

crease in price.

UNDERWEAR
Manufacturers' agents are on their rounds

with underwear for Spring, and wholesalers are

rather at their wit's ends to know just what to

do. As has been said before, they are looking at

Spring, 1921, as the retailer is looking at the
coming Fall, and they wonder what the retailer

will say when he is confronted with increases of

about 25 per cent, in most lines carried. MEN'S
WEAR REVIEW has been informed tlhat is

about the increase that will be asked and, as one
wholesale buyer said to MEN'S WEAR REVIEW
in discussing what the retailer would do: "I am
afraid he will not buy very heavily." With con-
ditions as they are, however, there is no hope
for a drop in prices.

HATS AND CAPS
The weather has materially affected the sale

of Spring hats and caps and these lines have
been very quiet during the month of April. The
straw hat season is supposed to open about the
24th of May, but if May is as slow with May
weather as April has been with April weather,
there may yet be a good sale of Spring millinery.
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Pure Fabrics Bill Likely to be a Failure;

Would Not Help Consumer or Manufacturer
Would Increase the Price to the Consumer Without Giving Him a Much Better Suit of

Clothes—Shoddy Not Necessarily Poor Quality of Wool— British Merchandise
Marketing Act Suggested as Alternative.

THERE has been a good deal of

discussion amongst Canadian I'e-

tail clothiers and manufacturers,
and there have been a number of sug-
gestions made resulting therefrom that

a measure should be passed in the Can-
adian Parliament whereby manufactur-
ers of all garments containing all or a

portion of wool would be compelled to

label such garments in a manner that the

consumer would know whether he was
purchasing an all-wool garment, or how
much shoddy or cotton it contained.

Whether or not such a bill would mater-
ially benefit the great majority of con-

sumers is very problematical, indeed, it

is extremely doubtful. We venture to

say that ninety per cent, of garments
bought, garments that are all wool or

part wool, are bought according to price

rather than texture, or to style. But
if the ninety per cent, really bought ac-

cording to the amount of wool contained
in the garment, it is equally doubtful
if they would know whether or not it

was all wool, or, if not, what propor-
tion of wool it did contain, what of cot-

ton, or what of shoddy. So-called noted
experts have been frequently fooled on
this question of "Is it all wool"; what
chance is there, then, for the consumers,
the great majority of whom know noth-
ing about the subject at all and, in the
last analysis, depend upon the word of
the rnan from whom they buy.

The Pure Fabrics Bill

MEN'S WEAR REVIEW a few months
ago gave a brief interview of the Pur'=!

Fabrics Bill that had been introduced
into the House of Representatives in the
United States. Since its introduction,
there has been a good deal of investiga-
tion into the subject. It is now extreme-
ly doubtful if the measure will pass the
House because it has had and is having
opposition from many quarters. The
Merchants' Association, itself, is op-
posing the bill. A committee, represen-
tative of the various interests concern-
ed, was appointed and this committee
claim that the branding or labelling
would probably prove misleading and
instead of proving a benefit to the con-
sumer would operate in the opposite
way. Shoddy, according to this view,
is not necessarily bad. It is composed of
the same wool materials as the all-wool
garment but is the short ends of threads
and is, therefore, not so costly. It is

further argued that the mixed suit
might actually be as long wearing and
as serviceable and carry as good an ap-
p'earance as the all-wool article. There
is a rumor that the congressional com-
mittee in looking at two suits, one of
all-wool and the other containing a por-

A certain merchant in a Western Ontario city makes a practice of hold-

ing a sale only once a year, and at that sale he says he gives the values
which he says he shows in his windows. This sale he conducted in Januarv
of this year and he told MEN'S WEAR REVIEW that it was the best one
he had ever held. While his sale was in full swing the advertising manager
of one of the local papers came to him and said that other merchants were
complaining that their sale was "falling down" in spite of the elaborate
advertising they had done. This merchant whose sale was successful sim-
ply made a brief announcement of his sale and did no further advertising.

"The reason is simple," said this merchant. "For years they have been
training the people so that they will not now believe what they read in their

advertising."

tion of shoddy, picked out the latter as

the better suit, believing it to be the

better suit of the two, and the one con-

taining only wool.

Effect on the Consumer

If such a bill were introduced into the

Canadian House of Commons and pass-

ed, the effect on the consumer would, in

all probability, be to still further in-

crease the price of clothing. The manu-
facturing of suits containing a portion

of shoddy—suits which are believed to

be just as good as the all-wool suit if

the proportion is not too great—would be
discouraged in favor of the all-wool and,

consequently, the more expensive suit of

clothes. The consumer, already paying
a high price for his suit of clothes, would
have to pay a still higher price and, so

far as a suit of good wearing qualities,

style and appearance, would not have a
more serviceable suit. It would be play-
ing into the hands of an ill-informed

public which would demand an all-wool

suit, little knowing that it was not much
better, if any, than a suit containing a

portion of shoddy. The result would be
that the manufacturer would hesitate to

place clothing on the market that had to

be labelled, say, 40 per cent, shoddy,
because he would fear there would be
no sale for it.

An AUernative Plan

One alternative plan that has been
suggested is that the British Merchand-
ise Marketing Act be copied. The effect

of this Act is to make it a criminal
offence to wrongfully describe the com-
position or quality of goods they sell or

to incorrectly describe them in their ad-
vertisements, such offence being punish-
able either on the part of the manufac-
tuer, wholesaler or retailer. So far as
the retailer is concerned, this would work
no hardship on him other than that he
would have fuller explanations to make
of the relative value of all-wool and
shoddy in the average suit of clothes.

64

A suit of clothes might be all-wool and
yet contain a much greater proportion

of shoddy than "All-wool." A great

many, in fact, the majority of consum-
ers believe that shoddy in a suit of

clothes is a virtual condemnation of it

as a first-class suit, whereas it might
not be at all. It would jifive the retailer

an opportunity to educate the consumer,
an opportunity which he migiht well

take advantage of more often, particu-

larly with regard to the present upward
tendency of prices which most consumers
believe, in their ignorance, to be unneces-

sary and due to profiteering. If such a

bill were passed, the consumer, when
making a purchase, would inquire as to

the quality and make-up of the goods
and, if necessary, get a guarantee. In

the final analysis, the onus would not

fall on the shoulders of the retailer

unless he incorrectly advertised his goods
or made false statements with regard to

them in effecting a sale.

TIME EXTENDED FOR FILLING
TAX PAPERS

The Finance Department at Ottawa

has issued a statement that the time for

filing tax papers in connection with the

income tax has been extended for a full

month. According to law, this time ex-

pired on the last day of April, but it has

been found necessary and expedient to

extend the time on account of the num-

bers of persons and firms abroad unable

to get in their returns on schedule time.

Mr. Breadner, Commissioner of Taxation,

in issuing the statement said that if the

returns were not in by the end of May,

the usual penalties would be imposed.

This penalty is the adding of $10 pt-r

day for every day of default in sending

in the proper returns; in future, the per-

son failing to make returns will not bs

brought into court but the $10 per day

will simply be added to his assessment

slip when presented to him.



Outlook Better for Linen Goods;
Stabilizing Raw Material Supplies

Deflection of Russian Supply Being Made Up by Encouragement of Growth in Ireland and
Other Parts of the Empire—Farmers to Receive Dividends on Their Marketed

Flax—Fund Already Exceeds £1,500,000.

SOFT collars have a deserved popu-
larity of their own. At the same
time, their popularity has been in-

creased partly because there have been,

during the last few years, a growing
shortage of linen. This shortage of

linen has not only resulted, in fewer linen

collars at higher prices, but other linen

goods, in both men and women's wear,

have been hard and harder to get from
month to month. It has been stated by
linen buyers in Canada that within six

months there would be no linens to be

had at all.

History Repeats Itself

The whole flax situation is a case in

point where history repeats itself, or

rather, it furnishes an historical analogy.
That analogy is that one great country
has led the world in the production of a
certain article, though the raw material

has come from another, and that war
was responsible for that condition. Up
until 1860 Great Britain led the world in

the production of cotton fabrics with
the United States supplying the vast
bulk of the raw material. Then came
the American Civil War, followed by a
cessation of the export of the raw ma-
terial to Great Britain. Within the last

decade, Great Britain has led the world
in the manufacturing of linen goods; and
Avar has again divorced her from the
chief source of supply, that is, Russia.
In each historical case, there have been
sharp advances in prices. Strangely
enough, the two principal sources of
supply of flax—Russia and Ireland

—

remain unravaged by the war; but in-

ternal conditions have developed which
make the growing of the fibre under
pre-war conditions undesirable and un-
profitable.

No Flax in Russia

There have been reports from time to
time that there were vast quantities of
flax held in Russia ready for export if

only a way could be found to get these
supplies out of this revolution-torn em-
pire. It seems, however, that these re-
ports are unconfirmed by investigators
who have recently reported on the situa-
tion there. Russia has been isolated
from the world for a period of eighteen
months and farmers who habitually
grew the fibre at a good profit have
found that it no longer pays to do so
with conditions as they are. They cannot
market it; therefore, they have discon-
tinued growing it and are devoting their
energies to growing crops of food value
to offset the wave of starvation that is

stalking broadcast over the country.
Conditions in Ireland are well known;

O Land of Milk and Honey!
A Toronto man saw this happen in Marshall Field's, Chicago, not long

ago:

A man came into the Gents' Furnishing Department to buy a suit of

clothes. His hands and his general appearance bore unmistakable evidence
of the fact that he was a workingman. He wanted a suit of clothes, he
said, and the clerk, taking in his appearance, showed him a suit at $100,

at the same time explaining various reasons why clothes had gone up in

price. "Haven't you something a little better than that?" he asked.

Yes, the clerk had. And in a few minutes he had sold a suit for $125.

It was a nice blue suii with an indistinct pattern in it.

"Have you a suit like that in brown?" asked the ptirchaser. The clerk

felt that he was about to change his mind for a brown, but he showed him
the brown like the blue and that suited him perfectly.

I'll take those two suits?" he said. "Now, I want to look at an over-
coat."

In a few minutes he had sold him a $100 overcoat.

And the man walked out of the store with the $350 worth of clothes
under his arm as unconcerned as if he had bought a new pair of Boston
garters.

and though this may not be materially

affecting the growth of the fibre, the

fact remains that, with Russia cut off,

greater things will be expected of Ire-

land in producing more of the raw ma-
terial which will enable Great Britain

to hold her place as the great linen-

goods producer of the world.

Trying to Encourage Growth

It was recently urged in the Canadian
Parliament that encouragement should

be given to the growth of flax here.

Similar steps are being taken by the

British Government. In both Ireland

and Scotland there are vast linen manu-
factui-ing establishments that are threat-

ened by the shortage of the raw material

and the British Government is trying to

develop flax-growing areas in South
Africa and other parts of the Empire.

In Ireland, however, production is pos-

sible on a much greater scale, providing

there is a co-operation between the

farmer and the weather, and the Gov-

ernment. Realizing that the continued

pre-eminence in the linen markets of

the world depended on domestic supply

of the raw material, the Government
guaranteed the flax grower 25 to 30

shillings per stone, and on this under-

standing 95,000 acres were planted.

New Agreement Reached

With the soaring prices of all com-
modities, the Irish farmers began to

see that better prices were available*

for their raw material and they began
to demand compensation for their

work in producing a fibre of such worth
to the industrial activities of important
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sections of Scotland and Ireland. A con-

ference was accordingly held recently at

which growers and spinners were repre-

sented. By the terms of this agreement,

growers will receive from the Flax Sup-
plies Committee an extra £160 per ton
for any flax marketed by farmers on or

after March 21 of the present year. It

is said that 9,500 tons of the 1919 crop
have already been delivered to the spin-

ners, which will create a fund to be dis-

tributed amongst the farmers as divi-

dends of nearly £1,500,000.

Will Stabilize Market Prices

While one association has withheld its

consent to the agreement, it is felt that,

on the whole, it will be carried out faith-

fully. Linens have advanced to their

present high prices on the basis of scant
and limited supply, with the result that
the growing exclusiveness of linen has
made it no longer a ibousehold com-
modity, but a luxury, and in men's wear
substitutes, alright in themselves, have
had to be found for many of the acces-

sories used by men. Linen importers
say they are pretty well satisfied with
this change in the situation, as it re-

moves a commodity from every little

change in the trade. Moreover, it will

have the tendency to gradually increase
within the Empire those areas over
which the raw material can be grown,
so that the great linen manufacturing
centres from which Canadian buyers
secure their stocks, need no longer de-

pend on foreign countries, too frequently
torn by internal strife, for their supplies
of the flax fibre.



Facts and Conditions in

Present Price Situation
War Demand and Reduced Man-Power Started Movement, Which Has Been Continued by

Accumulated Effects of Inflation.

Written by M. Mackintosh, Department of Labor

THE average man has felt resent-

ment that the signing of the ar-

mistice has not only not brought
a decrease in the cost of living but has

been the cause of steep advances in

many cases and a considerable rise

in the general price level. A large

part of such feeling is, probably, due
to the fact that the causes of in-

creases in the amount of money that

must be paid for daily food and
shelter are not realized by the gen-

eral public, and that much loose talk

about factors that enter into the prob-

lem more or less has led people to

attach too great importance to cir-

cumstances that accompany rising

prices rather than cause them. A
fuller appreciation of the basic con-

ditions promoting the changes in the

purchasing power of money would
do much to stop the outcry against
the "profiteer" as a significant factor

in the general increase in prices, and
to remove the impression that the

Government can, by the fixing of the

prices of this or that commodity, re-

store the blessed days when a dollar

bought what we are prone to consider

"a dollar's worth."
At the beginning of the war in

1914, prices were uncertain; there

was some depression at home but the

increasing demand from Europe made
itself felt through 1915. By 1916
munitions and other war material
were being exported in large quanti-
ties as well as the foodstuffs which
had been in demand earlier. Home
requirements had expanded by this

time also, due to plentiful employ-
ment at increased wages, large profits

in the war industries and good crops

at high prices. The urgent need of

Governments for supplies permitted
high prices to be asked in the case
of both foodstuffs and munitions. In

the case of the latter, new or larger

plants had to be constructed, equip-

ment procured and considerable risk

taken as to the period during which
the demand would continue, all con-

ditions justifying an increase in

price. Higher prices once being es-

tablished, ciicumstances throughout
the world were such as to drive to

higher and higher levels the whole
range of prices.

"Variations in the general price

level may be compared -to the tides

of the sea, while individual prices

may be compared to waves. Indivi-

dual prices may vary from the gen-
eral level of prices for specific rea-

sons peculiar to individual industries,

just as the height and depth of the

waves vary from the general level

established by the tide. The causes

controlling the general price level

are as distinct from those controlling-

individual prices as the causes con-

trolling the tides are distinct from
those controlling individual waves."
This statement by Professor Irving-

Fisher of Yale University illustrates

the distinction to be drawn between
the increase in prices as a whole and
the rise in certain commodities above
the general level or their failure to

keep up with the general advance.

Two conditions made for a higher

level of prices.

One was the shortage in the sup-

ply of nearly all commodities, brought
on thi-ough decreased production of

goods not strictly war materials

(foodstuffs being included in the lat-

ter) and increased consumption along-

many lines, aggravated by the fact

that munitions were manufactured
only to be destroyed and that a num-
ber of men removed from, industry to

moi-e immediate war service was an
ever increasing one. The other cause

of the general advance was the great

increase in the supply of money or

the inflation of currency and credit.

There was an addition to the amount
of gold through payments for ex-

ports. Government notes were issued

to pay for war supplies, bank credits

were extended to enable subscription

tc Government loans and also to fin-

ance the increased production at high-

er prices. Larger money wages and
profits misled the recipients into

reckless extravagance and increased

the already rapid rate of circulation

of money—a condition equivalent to

increasing the supply. Money being
thus plentiful and demand keen, the

inevitable result was an increase in

prices. These conditions prevailed

generally throughout the world, vary-

ing somewhat from country to coun-

try. The signing of the armistice did

not relieve the general shortage nor

did it decrease the supply of money
to any appreciable extent.

The Peace-Time Rise

Such commodities as advanced
much beyond the average increase or

failed to rise at the same rate were
influenced by particular circumstances

operating with or against the factors

working towards a higher level.

Similarly the nroducts which have
risen or fallen in price since Novem-
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ber, 1918, have been affected by speci-

fic conditions in addition to the major
influences of shortage in goods as a

whole and abundance of money.
Building materials, and particular-

ly lumber, were in little demand dur-

ing the war and advanced in price

comparatively little, while the neces-

sity for new building and repairs

since the war has been the cause of a

steep rise in these articles. Some
metals and chemicals, essential in the

manufacture of munitions, far out-

distanced other commodities in price

increases during the war and they

have now declined much below the

avei'age.

It is in connection with the rise in

prices that such abntormal profits

have been made that the word "profi-

teer" has come to be used indis-

criminately by the public as a term
of censure applied to any who have

"made money" during the war. It

would seem inevitable that commodi-
ties bought on a rising market would

mean greater gain to the dealer, just

as it will be difficult for him to clear

a workable profit when prices begin

to decline. The urgent character of

war demands led Governments to fix

prices for materials suificiently high

to permit the least efficient plants to

produce at a margin of profit that

would stimulate production. The con-

sequence was that businesses produc-

ing at low cost made extraordinary

profits. Conditions will be reversed

in the coming, soon or late, of a

period of falling prices. The num-
ber of business failures has been

much below the norm.al during the

war, and it is highly probable that a

considerable number of concerns are

carrying on in the strength gained

from increasing prices. It is to be

expected, then, that an increased num-
ber of bankruptcies may be induced

by a decline in prices. It is true, of

course, that some sharp practices are

indulged in when prices are rising,

and that some deliberate buying and

holding of stocks for a gain in price

has been done, but investigators have

found that such action has been limit-

ed and has not affected prices to any

appreciable extent.

Filling Europe's Needs
Since November, 1918, food has

been comparatively plentiful in Amer-

ica, but increased exports have been

necessary. Sugar has risen sharply

owing to the greatly enlarged export.

The close of the war saw not only a
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change in material conditions such as

the demand for the construction of

houses, schools, roads, fences, etc.,

and the cancellation of orders for

munitions and ether military supplies,

but it witnessed also a slackening of

the tension which had speeded up

production and enforced economy and

thrift on the large part of the popu-

lation not enjoying the receipt of in-

flated wages or profits.

A slight fall in prices in general

occurred in the early months of 1919

but the advance began again and

has been maintained steadily. A
period of extravagance thoughtlessly

entered on in the reaction from the

strain of the war and financed by in-

creased wages, war profits, gratui-

ties, stimulated the production of non-

essentials when there was urgent need

for other commodities. Employers

combined to maintain the existing

level of prices while the workers re-

sisted any attempt to decrease wages

and put forward demands for shorter

hours and increased rates of pay.

Production is Lower

In a pamphlet issued by the United

States Council of National Defense,

it is stated that the production of

men's shoes in the quarter ending

March, 1919, shows a decrease of

more than 25 per cent, as compared

with the output in the quarter ending

December, 1918, and of nearly 25 per

cent, as compared with the three

months ending September, 1916. The

figures showing the decrease in the

production of women's shoes in the

same period are 30 and 25 per cent,

respectively as compared with the

same quarters of 1918. Coal produc-

tion and the output of many building-

materials also declined. Similar

conditions obtained in Canada. Capi-

talists hesitated to advance owing

to the uncertain price outlook and

the restless state of labor on whom
the pressure of the high cost of living-

had been especially heavy in spite of

increased rates of wages and who

saw largely decreased earnings re-

sulting from the discontinuance of

overtime work and restricted employ-

ment for young persons and women
due to the closing of war industries.

The consequent decline in production

increased the already existing dis-

proportion between the demand and

supply in certain lines, clothing,

building materials and dwellings be-

ing noteworthy in this respect. The

increase in the price of wheat permit-

ted by the Canadian Wheat Board in

December last has been followed by a

general advance in the price of our

bread. Higher rents have been

the natural consequence of the cur-

tailment of the normal amount of

building during the war, together

with the large number of houses re-

quired after the economy in housing

accommodation practised during the

war. Persons deriving income from

house rentals have had to wait till

after the war for acy increase in

money income except in centres where

the war industries or military head-

quarters drew a larger population

than usual.

Authorities seem to agree that high

prices in general may be expected

for some years. The vast amount of

work to be done in meeting civilian

needs postponed during the war, and

in providing materials for Europe, to-

gether with the loss of normal in-

crease in workers through lack of

immigration, are sufficient to keep up

the cost of labor. The restriction of

bank credit to productive uses, thus

preventing indulgence in speculation,

would do much to restore sound con-

ditions by increasing the supply of

necessaries.

Looking to the Future

Good crops this year will mean

much in relieving the food shortage

and restoring the balance of trade.

The present exchange situation also

favors Canadian exports, and will

gradually reduce imports from the

United States. • A great deal depends

on the ability of the basic industries,

railways, mines and other public utili-

ties to operate normally.) Any in-

terruption in the gradually increas-

ing industrial business of the country

would postpone or prolong the period

of readjustment. W. C. Mitchell,

speaking before the American Econ-

omic Association in December, 1919,

said: "The more conventional fore-

cast, and the one more in accord with

past experience, is that within one to

THE BUSINESS OUTLOOK
Writing of the Business Outlook, THE FINANCIAL POST of recent date said:

"There has been no time since the outbreak of the war in the Summer of 1914 that the business outlook has
been more uncertain or more puzzling than it is to-day, although, of course, the apprehension regarding national

safety has been removed. The situation is absolutely unprecedented. The upward movement of prices was in the

first place the result of demand for commodities to be destroyed and reduced man-power to produce them and it was
accompanied by financial inflation by practically all important world nations. It has been continued since the sign-

ing of the armistice by a demand for luxuries and comforts, encouraged by relief felt at the end of the war and sus-

tained by accumulated savings, while production has declined under the general relaxation and temporary impotency
of the usual incentives. The peace celebration, in fact, has taken on the semblance to a protracted spree, but there
are indications that the effects of the armistice joy draught are wearing oflf and that the public ear is becoming less

attentive to the jazz of pleasure and extravagance.

"Some time ago, prior to the recent definite action, the banks sounded a note of warning when they advised their
customers to curtail their borrowings as far as possible, so as to be prepared for developments that might other-
wise find them in an awkward position. Conservative whole.sale houses have been giving similar advice to the trade
in suggesting that stocks be kept low and collections checked up. That these warnings and the conditions which
justify them are not unappreciated is indicated by the reports that in the commercial community there is now a
tendency to reduce stocks to a minimum. This can only be interpreted to indicate that business is sensing a sit-

uation in which further advances are not confidently expected.

"Altogether there does not appear to be any need for serious apprehension if conditions are faced in 9 serious
way. There is not that over-production which has always accompanied great financial panics in the past. For
this reason it would seem that if there is a period of depression as an accompaniment of the process of deflation
it will be short-lived because of the needs at home and abroad for food-stufl"s and clothing and other necessities of
life."
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Believe Movement Will Soon Die Out

;

Retailers View It as Passing Fad

Are Not Concerning Themselves to Any Great Extent Over the

Movement—"Carry On," They Say, and Let It Die a

Natural Death—Continue Business at Reason-
able Profit and Advertise Honestly.

IT
IS the opinion of many retailers

from many sections of the country
that the overall movement is a

short-lived fad that, at best, can only
last a short time. MEN'S WEAR RE-
VIEW, in a letter to numbers of retail-

ers asked to give their views as to t)ie

best way lo treat the movement, and the

answers seem to indicate that they do

not even regard it as a "movement," but
only a fad. Our contemporary of Chi-

cago, "Men's Wear," seems to take the

movement more seriously there than it

seems to be taken in Canada, even among
the daily press, and it goes on to point

out that the psychological effect of the
movement may have a very unfavorable
result to the trade. Of course it has
made much greater headway over there
than it has here, due to the temper-
amental attitude of the i)eople, perhaps,
and also to the undoubted fact thai

clothes are higher in price than here.

Retailers across the border line are deal-

ing with it different ways. Some are
cutting prices to a considerable extent;
the same thing has been done in Canada,
though in only a few instances. Gener-
ally speaking, merchants have decried
t'le idea of a price-cutting period because
they feel that it would be a virtual ad-
mission that profits wore too high and
that they could afford to take consider-
ably less for their clothes. No such ad-
mission needs to be made.

What Retailers Say

"Personally," says R. Leo Watson, of
London. 'I think it will soon die out in

Canada, or at most, the overall would be
worn only during working hours,. I

think it is a mistake for retailers to fea-
ture overall suits."

''Let it die a natural death," is the
cryptic way which R. S, Cull, of Guelph,
expresses himself with regard to the best
way to deal Vs'ith the movement.

"By continuing to do business at a

reasonable margin of profit, fair to the

public and fair to the dealer," is the way
James E. Quinlan, of Wiles & Quinlan of

Brantford proposes to deal with it,

while Bill Mills, of Kitchener says:

"Carry on and give the public true facts

in advertising."

"It is only a fad," says George W.
Bartlett, of IngersoU, "which won't last

long. Take advantage of the free ad-

vertising and show and sell overalls.

Khaki pants may go strong as the wea-
ther warms up, but the business men
here scoff at the idea of wearing whole
suits of overalls. It is something new
and so makes good reading for the news-
papers, but when the novelty wears off

the papers will drop it."

D. E. MacDonald* & Bros., of Guelph,
advise that no agitation should be en-

couraged one way of the other. "Keep
quiet and do not agitate one way or the

ther," tiiey say. "We do not think the

geenral public will take to overalls, es-

pecially the younger men, as they want
a little style even though it costs real

money."
"Ignore it," says George Naylor, of

Naylor it Co., Ingei'soll, with regard to

the way in which he would treat the

movement. "At least that is what we
are doing. The Old Clothes League is

much more to be dreaded, but either will

not be felt here to any extent as a great
many of the men who would be apt to

go behind either fad are the very men
that haven't bought any clothes in the

last five years anyway, and are anxious
to get the young men to adopt something
that will not make them appear so

shabby. Should the overalls become the

fashion in the near future, it will have
the effect of increasing the price to the

man tliat can ill-afford to pay because
denims are now very scarce, some large

factories not being able to procure
enough to keep up with their orders."

LABOR DEMANDS EXCESSIVE
The official of the Ontai'io Spinning

Co., operating 5,000 spindles, stated that
they had closed up their factory because
of the excessive demands of labor. "Or-
ganized labor," they said, "has made it

impossible for us to continue business.
We have great difficulty in getting men,
and when we do get them they won't
work. In Japan labor costs about 30
cents a day."

With England's withdrawal from ex-

port trade in cottons to a number of

the Pacific countries, Japan stepped in

and has greatly increased her export to

South America, South Africa and New
Zealand, as well as supplying her own
Asiatic markets.

JAPS BUY AMERICAN MILLS TO
GET MACHINERY

Japanese agents have recently spent

$4,000,000 in the United States in pur-

chasing a number of cotton mills for the

purpose of getting necessary machinery
for shipment to Japan. The industrial

boom of Japan has been so great since

the end of the war that they have been

unable to keep pace with the demand for

greater production. As much machin-

ery as possible for use in the textile

mills has been bought in England and

the United States; but as yet, the re-

quired equipment has not been secured.

By the ' spending of $4,000,000 some
115,000 spindles have been secured.'
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Women Largest Users

of All Fur Products
Hat, Fur and Cap Industry Reviewed in

Annual Report

The Dominion Bureau of Statistics has

just issued its report covering the hat,

cap and fur industry for 1918. The re-

port covers the operations of 199 indi-

vidual establishments for the whole of

Canada, of which 93 were in the province .1

of Ontario, 71 in Quebec, 20 in Manitoba, ^|

7 in Alberta, Saskatchewan and British

Columbia, and 8 in New Brunswick and

Nova Scotia. Quebec leads with capital
i

invested in the industry, the total

amount being $7,585,382; while Ontario

comes second with $5,471,000. The total

amount invested in the 199 establish-

ments is $14,431,530. The total expenses

of the industries amount to $2,121,229.

Materials Used: Production

Dressed furs and skins constitute the

greatest item of expense in the materials

used, it being $2,678,144; while raw furs

and skins come second with $1,774,470.

Woolen goods are third on the list with

$1,030,747. The total value of all ma-
terials so used is $8,438,424.

That women are the larger users of fur

and furlined garments is reflected in

this report. In fur and furlined coats and

jackets the value of these garments at

the mills was $3,961,962; while the value

of the same articles for men's wear at

the mills was $1,475,661.

The total value of all articles produc-

ed at the Canadian mills was $17,112,425.

These articles, in the main, are: Fur and

furlined men's coats; fur and furlined

coats and jackets for women; fur, cloth

and uniform caps; wool hats, muffs,

stoles and other neckwear; fur and fur-
{

lined gloves and gauntlets; muff beds; i

coat shells; robes; straw hats and

shapes; velvet hats and shapes.

ROUMANIAN ORDER
Of the $3,626,820 spent in Canada by

the Roumanian Government foi- clothing

the Canadian Export Clothiers of Mont-

real, secured $1,651,019, or the lion's

share. Others getting orders above

$100,000 were: E. G. Hachborne & Co..

$159,562; W. R. Johnston & Co., $118,027;

Princhard-Birrell Co., $121,058, all of

Toronto; three Hamilton firms, W. E.

Sanford Manufacturing Co., $155,533;

Thornton & Douglas, Ltd., $98,044, and

Coppley, Ncyes & Randall, $113,320; one-

London firm, Greene, Swift, Ltd., $157,-

134; one Quebec firm, Polack, Maurice

Co , $233,546, and Royal Brand Clothing

Co., Montreal, $121,791.

Large Orders for Overalls

The overall campaign evidently struck

Roumania before Canada, as it purchased

from Ontario, Quebec, Manitoba and Al-

berta firms a total of $1,608,412, the

largest orders being obtained by Cana-

dian Converters, Ltd., $111,751; Mont-

real Shirt & Overall Co., $132,099, both

of Montreal, and Woods Manufacturing:

Co., Ottawa, $182,400.
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To Manufacture

Boys' Clothing

A new boys' clothing company has

sprung- into existence, being the outcome

of arrangements entered into by three

young clothing men of considerable ex-

perience in the clothing line. They will

manufacture a high-class line of clothes

for boys only and will devote their

entire energy to giving the boys' trade

an exclusive range-, for which the ser-

vices of a well-known designer have

been secured.

The new company will be known as the

Hartt-Brown Co., Ltd., with head offices

at 1080 St. Lawrence Boulevard, Mont-

real. M. Leibovitz, the president, was
formerly in business as a clothier in Co-

balt. M. Hartt, vice-president, travelled

for some years for Berman Bros. & Co.

in the province of Quebec, and W. H.

Brown, the secretary-treasurer, was
manager of the Berman Bros. & Co. for

the past 'seven years. It is the in-

tention of the new company to place an

assortment of patterns on the road for

immediate business about May 1st.

The above is one of the stylish over-

coats for fall and winter, 1920-21, be-

ing shown bi/ th^ Canadian represen-

tatives of Gerrish, Ames & Simpkins,
Ltd. The name of the overcoat is the

"Haymarket," and it is a Lovat tweed,
vjith one button, shore collar, side

]tockets and half-lined. It is all wool
end can be had in a number of Lovat
and heather mixtures. It is designed
for warmth o.nd will not easily crush.

R. H. Blumenthal of Montreal
Hits Out; Gives Reasons for

the High Cost ofi^Clothes

Says That Clothes Have Increased Only lOO Per Cent. Since 19 14
While Fabrics Have Increased 400 Per Cent, and

Production Has Decreased 40 Per Cent.—Not
Afraid of 0\'erall Movement.

IT will be such statements as one

made by R. H. Blumenthal of J. H.

Blumenthal & Sons, Ltd., of Mon-
treal that will help to inform public opin-

ion regarding the causes for the high

cost of clothing. When a customer comes
in to your store to buy a suit of clothes

and begins to deplore the prices he is

now obliged to pay for his Spring or

Fall suit, it would be well for you to

give him the information contained in

this statement of Mr. Blumenthal.

MEN'S WEAR REVIEW has consistent-

ly taken the ground that there were
sufficient reasons for the present high

level prices, reasons which were amply
justifiable. If customers were "preached

to" along these lines, there would be

some good missionary work done and

such things as "Overall Movements" or

"Old Patches" leagues would not exist.

Who is to Blame?

*"We hear much talk of high clothing

prices," said Mr. Blumenthal. "Who is

to blame? Here are the figures of the

clothing business to-day as compared
with 1914. In 1904 the average tailor

was making about $20 a week. To-day

that same tailor is making $45 a week
and more. A cutter who lays out the cloth

and placos a pattein over it for cutting

made $18 in 1914—to-day he earns $42

a week and more. And that same cutter

using a machine used to cut about 40

suits of clothes every day, or about 240

each week—and to-day, he cuts 100 suits

a week. In short, production has r'eaehed

a point where it is about 60 per cent, of

what it would have been under the identi-

cal conditions in 1914. Higher wages and

low production are a combination which

must increase prices.

Workers Deserve Increase

"I do not intimate that the workers do

not deserve the increase. Everything that

goes into the home has increased in

price as much, if not more, than has

clothing. But these are facts which must
be considered when high clothing prices

are under discussion. And there are

other facts, too. And fabrics have not

remained at low prices, either, as every-

one knows. Cottons have advanced from
400 to 600 per cent. Take a piece of

blue serge which, in 1914, sold at $1.35

a yard; to-day a yard of that same
serge sells at $7.25—an increase of over

500 per cent. And where in all this maze
of 300 per cent, and more increases does

the retail clothier get off? The average
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price of suits in our store in 1914 was
$25—to-day it is $50. Surely the retail

clothiers are pikers when they increase
their prices only 100 per cent, in the
face of 300 per cent, increases in all

other branches of clothing.

Retailer Accountable to Public

"Naturally the retailer is accountable
to the public—it is he who stands the
blame and meets the objections. That
keeps his prices down if nothing else

would. The retailer who realizes his eco-

nomic function knows that he is a servi-

tor of his people—^he must find ways and
means to decrease his expense to cause
lower prices. And the public has only
the retailer to thank that the increase

in price of cloth to the customer has
not increased to 300 per cent.

Not Afraid of Overall Situation

"I am not a bit frightened by the over-

all situation. Let people wear overalls.

In 1914, overalls cost wholesale about
$12.50 a dozen. To-day that same overall

cost $38 a dozen. Overalls have increased

in price over 300 per cent.—and yet the

demand is for overall clubs when the

fabric that goes into overalls is scarce

—

and demand increasing is making it

scarcer. Where overall prices will go to

nobodv can tell."

PRICES SKY HIGH
The cloth manufacturer is charging

from 4 to 6 times his pre-war price, and

his profit is even in greater ratio. Indigo

serge, weighing twenty ounces to the

yard and made of merino wool, sold in

London in 1914 for $1.40 a yard. The
manufacturers now get from $7.50 to

$8.75 a yard for some of it. Exported

woolen cloths have increased fourfold in

price compared with 1913.

A retailer, in advising how best the

overall movement should be handled, said

to MEN'S WEAR REVIEW: "Let it go

on the same as at present, unless the

better class of trade starts wearing over-

alls. Then, have one of the city street-

sweepers (white wings) parade the

streets with a suit of blue denim."
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ARE USING SILK OF CARTRIDGE BAGS
FOR MEN'SAND BOYS' SUMMER SUITS

Government Has Salvaged Thousands of Yards of Material Used

to Contain Powder Which Propelled Projectile From
Guns—Suit Can be WqII Tailored, Holds Its

Shape and is Durable.

SALVAGING of war material has

become one of the advanced sci-

ences of the present period. What
to do with this and that and the other

thing used in some phase of the great

conflict has engaged the attention of

numerous Governments. Use had to be

found for enormous quantities of steel

and iron; disposal had to be made of

millions of cords of lumber; a place

had to be found for the vast quantities

of silk used in the making of aeroplanes.

Now Using Cartridge Silk

But no one ever believed that the car-

tridge bags used to contain the explosive

charge which propelled projectiles could

ever be made use of. The Government of

the United Stt-.tes figured that this silk

—

and there were thousands of yards of it

left over when the war came to an end

—

would be almost a total loss to the coun-

try. These bags, in warfare, were con-

sumed when the gun was discharged. It

seemed likely that the only use that

could be made of these thousands of

yards of cartridge silk would be in

the making of grain bags. Their use for

clothing was, at first sight, discredited

because they contained a quantity of

The "Thames" is the name of a new

collar placed on the market by Williams,

Greene & Rome Co., Ltd., of Kitchener.

This type of collar was introduced four

months ago as one that found great

favor in England, OMd W. G. & R. be-

lieved it would find equal favor in Can-

ada. The dimensions of the new collar

are: Top at back, 1% in.; points, 2V4,

in. long; and the band, 1% in. high. The

collar is so designed that it permits of

the tie being worn at the top of the

collar, giving it a smart appearance

ivhen worn. It is low enough to be com-

fortable in the Summer and is suitable,

indeed, for all the year round.

A soft collar, much along the same

line, has been designed under the name

of "Oldfield," and will be on the market

for the coming season.

seresin, the oily substance excluded by

the silk worm in forming its cocoon.

For the use to which these bags were
devoted in war, this substance was de-

sirable because it was essential that the

fabric be completely consumed so that

no hot ash or glow might cause pre^

mature explosion when the next charge

was placed in the gun. But for clothing,

this oily substance was most undesir-

able. Officials of the United States

Government conducted experiments

with this cartridge and after several

laboratory tests, the objectionable sub-

stance was removed. Immediately these

thousand of yards became available

for use in the manufacturing of boy's

and men's summer wear and sport

clothes.

Does Not Resemble Silk

"Men's Wear" of Chicago, in de-

scribing the models shown in which this

material was used, says that they con-

vincingly demonstrated that it possess-

ed exceptional qualities for boys' and
men's Summer wear and sporting suits.

"In appearance," it says, "the fabric does

not resemble silk very strongly, al-

though it is all pure silk. It has the ap-

pearance of rattinet, a material that has

been very popular in women's garments,

and it is better adapted to tropical and
hot weather wear and sport wear than
it is a substitute for woolen clothing.

"The smart appearance of these mod-
els is proof that this fabric can be tail-

ored as effectively as any other piece

goods that might be used for Summer
clothing, while it is claimed the durabil-

ity of the fabric exceeds that of any
kind of material which thus far has been
employed in the making of men's cloth-

ing. Tested to the tensile strength up
to 150 pounds to the square inch, it is

estimated that cartridge silk will with-

stand the wear of years. It is said that

it is almost wrinkle proof, and a suit

worn by an official of the War Depart-

ment was pressed only once during all

last summer. The trousers held their

original crease all through the season.

This fabric will withstand washing, and
will not shrink or stretch, nor will it

easily become soiled, and while the

specimens shown were in the natural col-

or of the silk, it is claimed that it will

take various other colors readily."

The material is made in different

weights and qualities, due to the fact

that sixteen-inch guns required larger

bags of powder for the propellent charge
than the smaller sizes of guns. The car-

tridge silk is now being marketed by the

Government at cost.

What the Canadian manufacturer is

aiming at in Palm, Beach suits is the

exact likeness to the finest worsted
cloths. Here is one that looks like a

chalk-line ivorsted. It is made by the

Miller Men's Wear, Ltd., of Toronto.

New model double-breasted "Wales"

form coat, drop from hips, shown hy

College Brand Clothes Co., Ltd., Mont-

real.
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TFe are able to show this month some-
thing that is strictly new to the tailor-

ing world of fashion. The above is an
ilbistration showing the latest thing in

a tailored suit of denim arid is being

ivorn by a Toroyito business m,an. It

is the output of the Carhartt Cotton
Mills of Hamilton.

Hats to be Higher in Price;

So Says President Stetson Co.
Says Skins Are Ten Times Higher Than Fi\'e Years Ago—General

Shortage in All P^>uropean Countries—Shellac, Silk and
Sweat Leather Plentiful—Review of Situation.

w

New Fall two-button sack by A. L.
Shapiro Style Clothes, Ltd., Montreal.

E are paying for skins just ten

times the price we paid five

years ago," said Col. J. Howell
Cummings, president of the John B.

Stetson Co., of Philadelphia, in a

recent interview in which he gave the

explanation of the rising prices of men's
hats. This explanation, according to the

opinion of Col. Cummings, centres

around the scarcity of fur skins which
provide the material with which fur felt

hats are made, with the consequent rapid

advance in the costs of such skins.

Labor and Material Plentiful

"I see no reason for anticipating a

shortage in the supply of labor, or of

such materials necessary to hat-making
as shellac, silk and sweat leathers, but
there is a tremendous shortage in the

supply of fur. At the present time, few
supplies are coming from Australia as

they are now having their Summer. Win-
ter Australian skins will be on the mar-
ket in June or July, but the fur cut)

from those skins will not be available

for hat manufacture before the end of

the year. I understand that in Russia
there are many hare skins, but it is dif-

ficult to bring them out of that country

on account of the lack of transportation

facilities. This also applies to conditions

in the Balkan States, where we have
formerly secured a great many hare
skins. The Government of Germany has
forbidden the exportation of skins, claim-

ing that it is necessary to keep them in

the country for the use of domestic

manufacturers. That part of France de-

vastated by the Germans was the dis-

trict from which the best rabbit skins

came, but under the present conditions

very few skins can be expected from that

section.

"I understand that the supply of Eng-
lish and Scotch skins will be far below

the normal. There are several reasons

for this. One is that before the war
it was customary to send large quanti-

ties of rabbits in the frozen state from
Australia to England. The carcasses were
used for food, and the pelts sold to skin

collectors for manufacture into hatters'

fur. During the war, in order to save

cargo snace, the Australian Government
adopted the pi'inciple of skinning the

rabbits in Australia and shipping only

the carcasses to England. So the quan-

tity of rabbit skins that should be in

England has been reduced by the num-
ber of skins retained in Australia.

Using Fur For Women's Wear

"The fur shortage exists in every coun-

try in Europe, as well as in the United

States. The hat manufacturers of Italy,
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France and England face the same dif-

ficulty. Another contributing cause to

the hat manufacturers' troubles in secur-

ing furs is the extensive use of furs

in women's dress."

Col. Cummings gave it as his opinion

that the scarcity of fur will result in a
very material decrease in the production
of men's hats during the latter part of

this year, and that prices will go con-

siderably higher before they go lower.

If, within a reasonable time, there

should be a let-up in the demand for

women's garments trimmed with fur, the

hat manufacturers may have some re-

lief.

NEW TENNIS SHIRT WITH GOOD
FEATURES

The Lang Shirt Co., Ltd., of Kitchener,

have a new tennis shirt on the market
which possesses commendable features

to the devotees of the Summer game.
Tennis players in the strenuousness of

their game have often been made un-

comfortable by the coat shirt which
would gape open, or they have been wor-
ried because a valuable pair of cuff links

had been lost. The new Lang shirt is

not a coat shirt and will, therefore, not
gape open and cause discomfort; and
buttons have been put on the sleeves to

replace the cuff-links that were formerly
necessary. The collar, too, is buttoned
down in front and behind so as to pre-

serve the neatness of the shirt. The
texture is an outing fabric of white bas-
ket weave.

END WAGE DISPUTE

Manchester, England, May 6.

—The wage dispute in the cot-

ton trade, which involved 400,-

000 operatives, has been settled.

The operatives have been grant-

ed an increase of 28 1-2 per
cent, on the current wages with
an additional ten per cent, to

male card-room workers. The
agreement is to last 12 months.

The cotton employees had
given notice that they would quit

work on Saturday next unless

their demands were conceded.
The question has been the

subject of prolonged confer-

ences between the Minister of

Labor and the employers' and
employees' organizations.
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English Goods Gain in Favor;

Hose and Caps in Big Demand

Hosiery Prices to Remain High—Thinks Canadian Houses Make

Mistake to Refuse Delayed Shipments — Returned Men

Like English Cap—Silk Ties at $7.50 to the Consumer.

THAT there is a growing demand

for lines of English goods judged

by the demands being made on

Marshall & Harding, Canadian repre-

sentatives of George Brettle & Co., Ltd.,

of London, England, is the statement

made to MEN'S WEAR REVIEW by

Mr. Marshall. Mr. Marshall, too, rather

scouts the idea that there is a scarcity in

many of these lines. The deliveries, he

states, are somewhat delayed; but that

is unavoidable and due to the fact that it

is next to impossible to catch up with

the orders that are pouring in to Brit-

ish houses. But, having taken orders,

Mr. Marshall states that British houses

will fill them, and he e.xpressed the

opinion that Canadian houses were mak-

ing a mistake in refusing to accept ship-

ments of goods that came rather late

from across the water. Mr. Marshall re-

cently returned from a trip to the Unit-

ed Kingdom and he states what so many
buyers have stated, that commerce be-

tween British, Scotch and Irish houses

and countries all over the world is pro-

ceeding at unprecedented pace.

Hosiery Prices to be High

Mr. Marshall does not see any decline

in the price of hosiery for some time to

come, at all events. Manufacturers, he

says, have bought their yams for 1921,

and at advanced prices to those which

they have been paying heretofore. Most

of the English hose are in plain colors,

little attention being paid to the pro-

duction of fancy designs. This is due to

the fact that manufacturers are making

an effort to keep up with orders with

good, substantial hosiery which will give

good service as to wearing qualities.

They have found that with a slight ad-

justment of the machinery, they are able

to use the looms that were used in manu-
facturing hose for the soldiers; and this

partially explains why the designs are

simple but substantial.

Demand for English Caps

. Having seen the English cap and rea-

lizing the good quality of the same, Mr.

Marshall states that there is a big de-

mand in this country for that cap. This

demand comes from the returned men.

In addition to this, the very high prices

being paid for the felt hats is having the

result of popularizing the cap with many
consumers who are unable to pay the

prices. Many lines are being received

as low as $10.00 a dozen; on the other

ihandr, there are some very expensive

lines, some Harris tweeds, selling to the

trade as high as $28.00 a dozen.

Golf Hose Popular

A line that has gained considerably in

popularity is the English golf hose. For-

merly, there was litttle demand for these

hose; but the quality and style being

turned out by the English manufacturer

seems to appeal to the Canadian sporting

man, particularly the golfer, and there

is a big sale of them. Golf hose are

also being used largely by small boys.

The knitted silk tie, according to Mr.

Marshall, is having a very favorable run

and they are selling all they can get their

hands on. Some of the lines shown will

sell to the consumer as high as $7.50

each; and in spite of this very high price

Mr. Marshall states that they have

found a ready sale for all they can get

from the old country.

Even though prices for English shirt-

ings are high, Mr. Marshall states that

there has been a bigger sale this year

than ever, and he believes that the rea-

son is that the quality of the English

article is superior to the American.

Moreover, the exchange rate has natural-

ly driven many buyers into the English

markets, and he feels that once the Ca-

nadian has had the chance to appreciate

the English makes, he will not readily

turn to others.

SOME NEW ENGLISH STYLES

London, May 1.—If New York gets any

Piccadilly styles in men's clothes this

Spring and Summer they will show a

"waist line" and an "easy chust," for

they will be the distinguishing features

of London fashion.

The men who make London styles for

men blame the "easy chest" on the war.

They are rather proud of the "wafst

line," as something which they will do

themselves—with some other things.

Some of these other things inclu'Se

"bright velour headgear," which a cynic

remarked to-day probably will bring the

squirrels out into Piccadilly, or into

Broadway, if Kew York men take kindly

to London styles.

However, perhaps to offset this bright

plumage a man's socks will be plain, if

iiot sombre, and his shirts will be with-

out fancy stripes or figures.

Easy Fitting Coat

A distinguishing feature of his coat

will be the pockets. It will be an easy

fitting coat, with well-defined contour.

The lapels will roll softly, pleasantly, and
will not be pressed. A coat split up the

back will be as taboo as a Georgia negro

graveyard at midnight. In other words,

coats with a split in the back are out

of date. A gay little mouchoir will be

tucked carelessly in the breast pocket.
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NEW AGREEMENT
The clothing manufacturers of

Hamilton iiave reached a new
agreement with the garment work-

ers of that city whereby a sub-

stantial increase has been granted

to the latter. By the terras of the

new agreement all male workers
receive an increase of $7.00 per

week, and the female workers
receive an additional $6.00. This

represents an increase of about 35

per cent, over the former wage
paid. The demand of the garment
workers was for a -iO per cent, in-

crease. Collective bargaining was
conceded and it was agreed that
all disputes in the future will be
settled by arbitration.

Plate Glass Insurance

Is Increased

In the matter of plate glass insurance,

it is as well for the members of the trade

to know that some amendments are be-

ing made to policies on renewal. Condi-
tion No. 5 of one of the policies which
deals with the partial or entire break-
age of plate glass is being cancelled and
replaced by the following clauses:

In the event of breakage and replace-

ment of glass broken, or the payment
therefor by the company, said replaced
glass shall not be insured under the poli-

cy until the insurance is re-instated by
the payment of an additional pro rata

premium for which the company's official

receipt must be obtained.

In the event of breakage of any plate

having an area of one hundred square
feet or over, it shall be optional with
the company to replace said plate with
two plates having a combined area equal

to that of the broken plate, or to pay
to the insured an amount equal to the

cost of company at the time of the break-
age of two such plates. In the event of

such replacement or payment, the com-
pany shall bear or pay the expense of

the alterations necessary for the setting

of the two plates.

WHY DOES BUSINESS GO OUT OF
TOWN?

(Continued from page 60)

Association is also moving along similar

lines. They have recently sent out a

questionnaire for the purpose of gaining

data wherefrom to compute averages in

percentages. In the educational work
carried on by the Association, lectures on

clothing and its manufacture, and courses

in merchandising, salesmanship, advertis-

ing, credits, collections and window dres-

sing will be given. One can easily ap-

preciate the fact that such educational

work which would undoubtedly impixjve

the business methods of the little as well

as the big man would tend to get rid of

those problems presented so frequently

by the growing mail order business and

the chain store.

I
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YOUR WINDOW IS THE SOUL OF
YOUR BUSINESS

Continued from Page 40

or whatever price you have on them. If

you have a window of shirts, put a bright

one in the centre,- because the centre of

the window is the pivotal point of the

whole window. Then build up around

that one shirt. Start from the centre of

t):e window; do not crowd—I have seen

many windows that hr.ve too much stuff

in them—and space well, putting some

rich colors around as a relief. Even if

your window of shirts is a sale window,

I believe you will sell many more by

spacing them v/ell, rather t'lan putting

a big bunch of them and plar.tering them'

{.11 up with price cards.

Value of the Show Card

"A window is incomplete unless you

have a showcaru in it to tell the story.

Windows without showcards are like

books without a title. A book with a

startling name starts one thinking; one

gets interested immediately because of

the title on the cover of the book. It is

the same with a showcard. A man is

impressed in going along the street with

your window display and he stops to

look at it. He says to himself: 'That is

a nice line of goods.' And the very aext
thought that comes to him is: 'How
much are they?' The card tells the

story. I have often gone along the
street and seen nice windows of shirts

or some other line of merchandising, but
it seems to me that the window lost its

selling power to a very large extent be-

cause it did not have a show card in it to

tell the main point of the story. In

looking at a window without a price

card in it a man might say to himself:
'That locks like a $."> article; it's too high
for me.' The article might have been
only SS.no and if the card had been in

the window you would have made the
sale and probably a customer as well.

There are people who fill their windows
full of stuff but seem afraid to tell the
price of it. There are stores, of course,
in most exclusive centres where prices
cards may not be necessary, but for the
average store I believe they are most
essential."

To Illustrate the Point

To illustrate the point, Mr. Birrell told
a story. He said that a man came into
his store one Saturday night to buy a
shirt. He (Mr. Birrell") had had a ^vin-

dow of shirts in at $2..50. The man told
him he had walked a mile and a half
trying to pick out a shirt out of some of
those displayed in the windows, but there
were no price tickets on them, and he
had passed by them for the first store
that had the price on the shirts. "Now
the other shirts displayed in the other
wmdows v^ere probably just as good as
mine, but they lacked the punch in the
story."

HOW RETAIL CLOTHIERS VIEW
TURNOVER TAX

(Continued from page 43)

won't be from selfish motives," continu-

ed the trade executive. "The purchasing

public will have to pay this tax in the

end wherever it is imposed. It will be

the object of the retail merchant to see

that the tax is applied in such a way
that it will cost the public least in ex-

penses. I repeat that the logical person

to tax is the manufacturer."
In Mr. Banfield's opinion, however, the

whole plan was unjust to the general

public. The (Government undoubtedly

was in need of money and it was of

prime importance that this money should

be raised.

"Why tax the necessities of life?"

he asked. 'The man who should be made
to pay is the man who is buying luxurfe's.

Let the Government tax the man who
pays a hundred dollars for a suit of

clothes, and not tne man who pays $40

or $50. Tax the man who pays $6,000

for an automobile, and not the one who
buys one for !f 1,000 for use in his busi-

ness. If thio were done the money would

be raised without difficulty and from
people who can afford to pay it."

Will Build Up National Industries

R. H. Dowler, of R. H. & J. Dowler,

Ltd., who has stores in London, Sti.

Thomas, Windsor and Sarnia, believes

that the turnover tax has considerable in

its favor.

"The fixing of a tax is still a very in-

tricate proposition," he says, "so that

each should pay a reasonable share of the

burden. The turnover tax has undoubt-

edly more in its favor from a building

up of our national industries standpoint

which are the foundation of structure of

all successful countries.

"This method would levy a tax on all

articles which would naturally be placed

on the price of merchandise, profession-

al services, financial institutions and all

transactions for profit.

"This would naturally hit lighter on

the smaller man and the smaller pur-

chaser and heavier on the purchaser of

the more expensive articles; lighter on
the embryo professional man as well

as on the smaller merchant."

The members of the Amalgamated
Clothing Workers' Union, Montreal,

presented to their arbitration board a re-

quest for an increase of wages on March
25, 1920, their year ending then. The
arbitration board consisting of M. J.

Rishikoff, L. Marcovitch and F. A. Du-
quette for the employees; G. A. High-
pont and G. W. Raemaker for the em-
ployers, and Charles B. Barnes impar-
tial chairman, have granted male em-
ployees an increase of $5 weekly and the

female employees an increase of $3 week-
ly. The arbitration board considered

that such a raise was necessary and
giving the cost of living increase at

13 per cent. The decision of the board
was read to the employers who number-
ed seme 6,000 in the Mount Royal Arena.
The increases date from May first.
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HANDLING OVERALL MOVEMENT
IN MONTREAL

(Continued from page 49)

distribution, there would be less mis-

understanding on the part of the con-

sumer as to the cause of high prices. We
retailers want, more than any one else,

to have lov/er prices; why should we not

tell the consumer so and show our trade

that we are with them all the way, that

we are their servitors and, as such, are

deserving of their highest confidence.

With silence en our part in the face of

what might have been a vicious attack

on our business, this confidence would

not continue.; But when we come out

and face the music and show our side

of the question, we get the good will

of our trade—and good will is the most

important item in your balance sheet and

and mine."

A ROM.^NCE OF MODERN BUSINESS

(Continued from page 46)

ing. Skimp and save to pay for a little

home? Not much! They want to set

up housekeeping in a flat just a little

nicer than they can afford. When it

comes to the second part, the working

like the devil, they aren't there."

Duty to Employe«s

Mr. Capper al.-;o has views with re-

gard to the duty of the employer to

his employee. He says that during the

years he has been in business only one

man left him to start in competitfon

with him. He started at $12 a week,

and when he left him he received $150.-

000 for his interest in the business,

idlest of his old employees are stock-

holders in the business. He says IJJi-a't

his Detroit s^tore was started really to

find a better position for one of his em-
ployees who had always been on the

job from morning till night and worked
hard all the time.

MANUF\CTURER STUDIES FALL,
1921

(Continued from page 54)

decrease; his belief was that men would

continue to dress well if they expected

to mix with other well-dressed men.

European Conditions Govern

Still another manufacturer stated to

MEN'S WEAR REVIEW that he was
beginning to get a bit nervous about

conditions a year hence. "We are go-

ing very light on buying after a yeai^'s

time," he said. "The uncertainty of

things keeping up to their present levels

is such that I would not care to take a

chance on heavy buying a year from
now." European conditions, he be-

lieved, largely governed prices here.

Until cheaper goods could be had from
Europe, there was no probability of

lowering prices. Restricting money cir-

culation would, he felt, have a tendency

to lower prices because it would restrict

the buying power of the classes who to-

day are spending the most.



Overall Manufacturers Do Not Favor Movement

;

Raw Materials Scarce; Cannot Increase Output
J. B. Goodhue Co., Ltd., of

Brantford, Express Th
ment-

THAT the manufacturers of over-
alls themselves are none too fav-
orably disposed tow^ard the over-

all movement is indicated by the follow-
ing- interview's which MEN'S WEAR RE-
VIEW has had with manufacturers in

those lines. The J. B. Goodhue Co., Ltd.,

of Rock Island, Quebec, indignantly re-

pudiates the suggestion that the manu-
facturers of overalls are behind this

movement for the purpose of promot-
ing the sale of overalls, and as emphat-
ically points out that the movement can
have none other effect than that of boost-
ing the price of a commodity to men who
are much less able to bear this increased
cost than the men who are, by their ex-

ample, fathering the overall movement.
The Kitchen Overall & Shirt Co., Ltd., of
Brantford, doubts very much the wisdom
of the movement and say they do not see
-any reason for an increase in price at
the present time owing to the demand.

Raw Materials Scarce

"We consider it detrimental to identify
the overall manufacturing business,"
says Mr. Poapst, "with the present over-
all fad. Contrary to the prevailing be-
lief that has been promulgated through
this fad, the raw supplies of cotton have
been so scarce as to render them most
difficult to procure, and we think the re-
sult of the fad will simply be to increase
the cost and difficulty of production,
to the detriment of the class of people
who have legitimate use for working
clothes and upon whom the trade must
rely.

Public Greatly Mistaken

"The consuming public through char-
acteristic propensity and no practical
reason has taken a most mistaken pre-
sumption of the cause of the fad. They
appear to think that the manufacturers
rromoted it, whereas nothing could be
more erroneous so far as we can view it,

and I think it v/ould be highly expedient
to have tliis brought seriously to at'^en-

ticn in your editorial pages.. The whole
thing is undesirable and generally to the
disadvantage of the manufacturer for the
reason above mentioned. We view with
disapprov.'il the resulting imposition of
what will probably be regarded as an ex-
cessive price upon the class of people
who have practical necessity for
working clothes and for whom the
undoubtedly exhausted supplies for
cotton should be reserved as' far
as possible. It is obviously undesir-
able that the price to the consumer
should exceed a certain limit, but we
think this will be the result of the fad
and there is likely to be a breaking up

Rock Island, Que., and Kitchen Overall & Shirt Co., Ltd., of

emselves—Are Either Opposed or Lukewarm to the Move-
Do Not Care to be Identified With It.

ii
of the distribution of expense that will

simply be an extra burden to the manu-
facturer.

"We think also that a large quan-
tity of working clothes appropriated by
faddists will simply be thrown aside in a

short time and be unused and that a

needless waste will occur."

No Cause for Advanced Prices

J. F. Kitchen of the Kitchen Overall

& Shirt Co., Ltd., of Brantford, stated

to MEN'S WEAR REVIEW that they
had received extra large orders for

overalls during the past couple of weeks.
"During the past two weeks," he said,

"we have received a very large number
of mail orders; whether this is the result

of this movement or not we cannot de-

termine, but are inclined to think it is in

view of the fact that higher prices have
been intimated. We do not see any rea-

son why prices should be advanced at

this time on account of any extra de-

mand. There has been during the past
five years an exceptionally, lar^te demand
for workmen's apparel. Pi'ices have been
advanced several times but only on
account of the increased cost of material

and labor; so we wish to make it plain

that an extra demand at tnis time Vy'ill

not be the cause of any further ad-
vance in the price of our production. '

Cannot Increase Production This Year

"We are in the overall and shirt busi-

ness and naturally wish to increase our
.production. Under normal conditions

we might welcome this movement; but

owing to the scarcity of all grades of

cotton materials do not anticipate that we
can increase our production this year.

"To what extent overalls will be worn
to churches, theatres, schools, etc., we do

not know; but we mast admit that we
were very much surprised when we
ascertained that a large number of the

pupils of the Brantford Collegiate Insti-

tute are attending school in blue jeans.

One of our worthy citizens wore a suit

of our 'Signal' overalls to church with
rather dire consequences; so the overall

movement is having its ups and downs."
The "dire consequences" to which Mr.

Kitchen refers happened when a father

v/alked into church with overalls on and
sat down beside his daughter who had
preceded him to church. On seeing him,

the daughter fainted and had to be car-

ried out of church and taken home.

SOME OF THE 'LIVE WIRES" IN
BUSINESS

(Continued from page 58)

cakes up the very problem with which
this merchant is confionted.

The idea in general has been so work-
ed cut that any one can see its potential

possibilities. Any merchant can prove
to himself that such a file can be estab-

lished with only a little work and kept
up with even less. An outline in general
with a few of the subheadings is given
below;

The first general heading is Buying.
Under this come many sub-divisions:

(A) Resident buying, buying in special

lots, returning goods, and others.

Selling is another that has its place;

(B) Under this general heading can be
placed many kindred subjects—Unique
sales idea, wholesalers' suggestions, sell-

ing by mail, follow-up letters.

Store Management is also given due
attention; (C) The following were ar-

ranged: Competition, stock turns, com-
pensation, accounting systems, pay rolls,

overhead, collections, invoices, building

up weak departments, help problems,
merchandising and delivery.

Store Policy is not forgotten; (D) Here
were collected such articles as: Service

to customers, atmosphere, adjustments,
telephone orders, price culling, pre-
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miums, price maintenance, cash and cre-

dit, discounts, competitive prices, return-

ed goods' evil, one price policy, mail-

order competition, approvals, carry your
own packages, trading stamps and gift

certificates.

Retail Advertising comes in for special

mention; <E) This field took in: Co-

operation with nationally-advertised

goods, truth in advertising, space allot-

ment to departments, out-of-town adver-

tising, advertising for a new store, and

anniversary sales.

Trimming has also a place of its own;
(F) Numerous articles and illustrations

on window and interior decorating and

trimming, as well as hundreds of dis-

plays come under this heading.

Miscellaneous next in order; (G) In-

cludes everything not mentioned above.

For example: Store leads, shop-lifting,

detailed information culled from articles

dealing with the particular merchandis-

ing of particular articles, until .ilmost

any article named had a similar clipping

showing how this particular thing could

be disposed of advantageously.
Anyone can see the inestimable value

of such a system. Anyone can see that

with the number of trade periodicals the

average merchant subscribes to he has

not the time to read them all as he would

like, yet he has time to clip from these

periodicals and file these clippings away.
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"WHERE-TO-BUY"
=*^J

D̂IRECTORYi^
Belt yourself with "Victory"

The Davis Novelty Co., Regd.
Leather Goods and Novelties

212-214 Mappin Building
Montreal.

Uptown 398
Our Specialty

—

Men's "Victory" Belts
If its "Victory" it's leather.

SIGN AND CARD
WRITERS' SUPPLIES

FIRST AID TO THE
Card Writer and Window Display Man

SUPPLY DEPT.

Toronto ADVERTISING SYSTEMS Main 480

MILITARY
RIDING BREECHES
Tliere's a growing demand for military riding
trousers both by trade and general sporting
public, fishermen, huntsmen, etc., etc., all

demanding them. We have quantities to sell

either privately or to trade.

DIAMOND METAL CO.. Limited
871 St. Paul St. W., Montreal

(Opposite Haymarket Square)

SHOW CARD WRITING
A MONEY MAKING PROFESSION
FOR BOTH MEN AND WOMEN

Easily learned in short time by simple
method. We teach you how. Write for
booklet.

AMERICAN SHOW CARD SCHOOL
220 Ryrie Building;

Yonee and Shuter Sts. .TORONTO, Canada

Telephone East 7526

GOLD BROS.
Manufacturers of

Boys' and Juveniles' Clothing

930 St. Lawrence Blvd. Montreal

BRIGHT AND SNAPPY
SHOWCARDS, SIGNS,

PRICE TICKETS
MAIL ORDERS Given Prompt Attention

SHOW CARD DEPT.

ADVERTISING SYSTEMS
16 Ryrie BIdg. TORONTO Phoner Main 480

A NEW NOVELTY?
PUT A CUT OF

IT HERE

AGENCIES WANTED
For men's and women's ready-to-wear
clothing, hosiery, knit goods, etc.

Covering Wholesale and Retai! trade in
Manitoba, Saskatchewan, Alberta and
British Columbia. Box 198, Men's Wear
Review, 143 University Ave.. Toronto.

Increased Rates

On Periodicals

While the publisher of a periodical is

busy explaining to his readers the var-

ious difficulties which confront this or

that business section of the community,
it is well perhaps that he put in a word
for himself. The pathway of the pub-
lisher to-day is not one strewn with
roses; he is having to meet the same
increases in cost of equipment, labor, or-

dinary overhead and, what is most impor-
tant, raw material. And after the peri-

odical is "off the press" he is soon to be
faced with an increase in postage rates.

An indication of the scarcity of the
raw material can be gleaned from two
incidents. The "Saturday Evening Post"
—an American publication that has a
tremendous circulation in Canada—has
been withdrawn from the Canadian news-
stand trade. Similar action has been
taken by Collier's, and it is altogether

probable that other American periodicals

will follow suit in the near future. The
second incident is the proposal of U. S.

Senator Underwood that retaliatory

action be taken by the United States if

the export of Canadian pulpwood to that

country is forbidden. These are inci-

dents which point to the world-wide
shortage of paper.

Not only are certain periodicals with-

drawing their issue.s from the Canadian
newsstands, but many are increasing

their rates of subscription and advertis-

ing. Within the last year, many period-

icals and daily newspapers have almost
doubled their subscription rates and have
made substantial advances in their adver-

tising rates. Just what th& increased

costs which have been piling upon pub-
lishers amount to is illustrated in the

case of a large metropolitan daily which
will have to meet increases totalling over

$250,000 during 1920. Yet the bulk of

its subscriptions will have to be filled at

the rates prevailing last year and most
of its advertising carried at last year's

rates Ijecause of contracts which it is

under obligation to carry out.

It is little wonder that publishers are

no longer able to continue rates based on

costs of years ago. In most cases these

rates have advanced in small proportion

to the increased costs of everything that

goes to comprise the periodical.

Publishers generally are advising

either through their editorial columns or

by personal letter that subscription rates

are soon to be raised, and that renewals

in time may save money later on.

Waterproofs
of the

FIRST
QUALITY

for

MEN,
WOMEN

and

CHILDREN

D. A. MILLER
579-581 St. Lawrence Blvd.

MONTREAL

TWO COURSES
ADVERTISING and
SHOW CARD WRITING

should interest many young men in
men's wear business. Write the Shaw
Correspondence School, 393 Yonge St.,

Toronto, for particulars.

LETTER SERVICE

MULTIGRAPHING
Addressing Folding Inserting

Mailing

NEW UP-TO-DATE EQUIPMENT
Write for Prices

Letter Service Department

ADVERTISING SYSTEMS
216 Ryrie BIdg. TORONTO Phone M. 480

SHOWER PROOF
GARMENTS

FOR

Ladies and Men
We specialize in the manufacture of
Hig'h-Class Garments made from Eng-
lish Gabardines (wool and cotton).

Neat-fitting', stylish, comfortable and
absolutely dependable.

Our Salesmen will shortly be showing
samples for Fall and immediate.

Special discount to the wholesale trade.

SCHWARTZMAN BROS.
1448 St. Lawrence Blvd Montreal

AGENCIES WANTED
For

Alberta and British Columbia

Advertisers want connections in staple

dry goods, ladies' ready-to-wear, or men's
goods lines. If it would be advantage-
ous are prepared to finance a Western
stock for sorting business between plac-

ing. We are thoroughly in touch with
trade conditions in these two provinces,

and have successful experience in the
executive and financial as well as sales

departments of wholesaling and re-

tailing. We will guarantee to increase
your Western business along safe lines.

Address P.O. Box 203. Edmonton, Alta.
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Place Your
Order Now

for

Carhartt
Khaki Trousers

and Allovers

If you expect to get deliveries for this

season's trade, orders should be sent

in at once. You will then get your

goods in plenty of time to meet the

summer demand. What applies to

trousers and allovers, applies also to

overalls and work gloves. The far-

sighted merchant saves himselfmuch
worry and probable disappointment

—not to mention loss of sales through

overdue deliveries—by sending in a

statement of his requirements well in

advance.

The Hamilton Carhartt
Cotton Mills, Limited
Toronto, Montreal, Winnipeg, Vancouver

Manufacturers of Carhartt Overalls and Work Gloves
for men; and Carhartt Allovers for men and boys.
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A Carhartt special

in Gloves
For 30 days only, or until June 15 next, we will accept

orders for these Special Carhartt Gloves at the following

prices:

Lot 800—Full Split Gauntlet, $6.00 Doz.

Lot 801—Full Split Glove, Band Top, $5.75
Doz.

Lot 803—One Finger Full Split Mitten, Gaunt-
let Cuff, $5.75 Doz.

Lot 804—Full Split Mitten, Band Top, $5.75
Doz.

These gloves are well made and well finished

in every way, of first-class stock, and of

regular Carhartt standard. Let us have

your order now for what you may need.

You'll save some money and much time, and

avoid the necessity of paying higher prices

later. Write, or wire, or use the coupon. ^
/

/
/

/
/

/ Please

/ send me
/ at once

Toronto Montreal Winnipeg /
Vancouver /

/
Manufacturers of Carhartt Overalls and Work Gloves; /
and Carhartt Allovers for men and boys. / Name

Hamilton Carhartt Cotton
Mills, Limited

/
' Addfens
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If You Are Interested

in hitting the H. C. of L. a real husky smash

— and doing away with all this talk of

wearing overalls— ELK BRAND CLOTHES

Here's How!
We are offering for immediate delivery from

stock a large number of men's suits, in good

English Tweeds at

$16.50 to $30.00

These suits are exceptionally

well made and will stand a

great deal of wear.

a real bargain

Also a large variety of

Boys' Suits
for immediate delivery

at Popular Prices

J. Elkin & Co., Limited
Makers of Elk Brand Clothes

29-3 1 VITRE ST. WEST MONTREAL
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STYLE
PLUS
VALUE

To insure getting the
Hat or Cap they want, well
dressed men seek the
merchant that sells

Canadian Brand Products
In them you find style and
value combined
Make yours the sought for shop

TWEED HATS
Made of the best fabric pos-
sible to obtain, with a per-
fection of detail to finish.

Our range is well assorted,
every hat is well made and
will retain its shape in every
kind of weather.

A cardwill bring our Samples

or Salesman

Canadian Cap Co.

CANADIAN
BRAND
CAPS

Are perfect in every detail

and the price »s no more than
asked for caps of inferior

quality.

Our range for Fall 1920 is

now complete.

Richmond St. W. Toronto

SELL THE FAMOUS
"STAR BRAND"
OVERALLS

The workingmen know

Goodhue's through long

and honorable service.

A steady seller, always
above par. Now is the

time to link it up with your business. J

OVERALLS
The

"BestMade

Made By FOR SALt H»E
nri T O /^ 11 1/^ I . 1

Display this Card

Ihe J. o. LjoodhueyL^o., Ltd. m your shop

ROCK ISLAND, QUE.
| :

Montreal: 211 Drummond Bldg. Ottawa: 76_0'Connor_St.

wmdow
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Look

for the

Wear-well TradeMark
It is our guarantee of quality and work-

manship that goes with every pair of

"Wear-well" Trousers.

Our production—2,000 pairs per week

—

en-

aibles us to assure our patrons prompt de-

liveries.

Our large stock of staple goods, including

some splendid blue Serges is of such attrac-

tive value you cannot afford to miss seeing

our samples.

Riding Breeches a Specialty.

Levine Mfg. Co.

1 62 John St., Toronto

Right Now
you can sell a lot of these

Excellent Work Shirts

For they are exactly the right kind of serviceable

wear resisting shirts that the Canadian workman
needs in these days of increased industrial activities.

They are worth seeing and worth selling. And the

prices are the kind that makes selling easy and

profits good.

Our lines are: Working and Outing Shirts, Flannels,

all shades, Tweeds, Sateens, Drills, Oxfords,

Flannelettes, Night Shirts, Pyjamas and Boy's

Waists. Our representative will be glad to show

you these lines.

^7l2accfv

'IS.eACe^y^CUar'^^
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Are You Getting the Business ^
Ihe

you are justified in expecting at this time of the

year? Raincoats are a real live business-getting- line

right now—^providing you have the kind of coat Z'
the public wants, and that means the only one which /'

combines all the good points necessary for popu- /'

laritv. / y

Famous Exemplar Showerproof \
Vu 1 ij/

/

^v

The incomparable, perfect, all-weather coat, dressy /

always, always in good taste, and supreme as a /

utility garment. We are as proud to offer these /

coats to you as you would be to offer them to your /

particular trade. / \
ENGLISH MADE /

FROM THE 1

BEST ENGLISH GABARDINES
1

'

As we have been appointed sole agents for Canada, [

we are in a position to supply all demands within
the shortest time.

L^-^
\\l

''

Samples gladly sent if you are interested

'/
Claman Waterproof Limited I

i^ %.
243 BLEURY ST. MONTREAL /n ^

Advertise Your' Business

By Handling

The Label that made Canada Famous for its

Reliable Clolhing

Progress Brand Clothing

Nothing advertises a merchant more effectively than the class of

goods he sells. PROGRESS BRAND CLOTHING has built up

many a sound business in Canada. You—can do the same. Depend-

. able merchandise at reasonable prices is the keynote of success.

All orders promptly attended to. Correspondence solicited.

Write

H. Vineberg & Co., Limited
Makers of Progress Brand Clothing

1202 St. Lawrence Boulevard, Montreal
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R

WHAT YOU WANT
-AND- i

-WHAT-EA/ERYMAN-VANT5
|

TROUSERS

rv^xr

^^k^iiiii; ^iiii 3i

Wide range to choose from—
Easy to match the fabric of your
coats and vests that promise
mouths of wear.

Eveiyinans Trousers are made of
high grade materials. They hang
well, fit well at hips, a»-e of good ai)-

pearauee aiul hold their shape. They
are accurately tailored in every detail
Look for the label.
Insist on it being

on the insideot
the waistband.

O fi

m
9-^ D^-

To Our Customers
The "Overall Movement" will not have any
material effect on prices. The time to place
your order is NOW. Protect yiourself against
an advance in price and ensure prompt de-
livery.

DAVIS BROS
HAMILTON, CANADA

Special Values

"Diredfrom Mill to the Trade"

"Through Commission Merchants"

For Ladies' Wear
Botany Wool Serges, Gabardines, etc., etc.

For Men's Wear
Indigo and Black Serges and Vicunas

Grey and Fancy Worsteds
Also

Pure
Wool

Scotch
Tweeds

w
''Manufactured in Scotland of pure, new wool, free
from cotton or other vegetable fibre, shoddy, mungo,
thread waste or any other remanufactured wool."

ON account of

IHE HFA'IHIR MILLS COMPANY, Selkirk (Scotland)

"From uhom ue hate Sole Canadian Selling Agency"

Stocks of all the above on hand.
Ready for immediate shipment.

C. E. ROBINSON & CO.
Importers

Mappin & Webb Building
10 Victoria Street

MONTREAL
Commission
Merchants

NOW

TheKay Cornforth Co.
formerly

The Kay Cutting Company
Manufacturers of

TEXTILE NARROW FABRICS

WAIST BAND CANVAS
and

Bias or Straight Cut Binding of every

description

SKIRT BELTINGS and TAPES
Carried in Soft and Hard Finish in widths

IV-i" up.

CUTTING
Have the mills ship your goods to ua. We
will cut them Straight or Bias, folded or

plain edge, and forward them on to you.

Goods cut or manufactured by us add a

distinctive fini.sh to a garment.

TheKay Cornforth Company
373 Aqueduct St., Montreal

Stocks carried at TORONTO and WINNIPEG
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Twice a Month

Tore the British Flag

from theWallRACING STORIES
BY FRASER

HERE'S still another big

feature in this number
—the first of a series

ol new race-horse stories by
W. A. Fraser, the master of turf

fiction. Mr. Fraser knows"

horses and can weave better

stories about the devious ways
of the race track than any
author living. "The Man From
the Desert" is a corking good
yarn, full of action and color.

Coming in early issues in this

series, "A Safe Bet," "The
Psyichological Nut" and "The
Night-Riders."

FURTHERMORE
The Calm at Ottawa.

By J. K. Munro.

A review of political activities.

The Thread of Flame.

By Basil King.

A powerful novel.

The Market Hunter.

By Robert W. Chambers.

A short story.

Baseball in Canada.

By George W. (Knotty) Lee.

An interesting article.

The Parts Men Play.

By Arthur Beverley Baxter.

A brilliant novel.

Binding the West with Bands of Steel.

By J. L. Rutledge.

M. J. Haney's story of the building
of the C.P.R.

Bartering the Indies.

A review of press comment.

The Trade of England.

By Douglas Carswell.

A vivid poem.

IN the May 1 issue of MACLEAN'S (now on sale),

appears an article by a young Canadian girl who was
sent last Fall to teach the children of a German settle-

ment in the West. The settlers, who belonged to a

strange religious sect, were determined not to learn the

English language or to adapt themselves to Canadian
ways. The law demanded that they have a Canadian
teacher, however, and so the writer went to live at the

settlement.

She tells a graphic and sensational story of the conditions that

she found there and of the hostility which showed itself in the

tearing down of British flags and the turning of the King's
picture to the wall.

This article is bound to create a tremendous amount of interest

and discussion throughout the country. Read it
—"In an Alien

Community."

The Funniest Man in America
TAKING it all round, the funniest man in America is Pelham Grenville

Wodehouse. As the author of such laughable musical reviews as
"0 Boy" (which ran two years in New York) and "Ask Dad" and of such
deliciously humorous novels as "Piccadilly Jim" and "A Damsel in Dis-
tress," he has catered more extensively to the risibilities of the public than
any other fun-maker. He has just completed his funniest and best novel
and it starts in May 1 issue of MACLEAN'S— a big instalment full of
laughs. Don't miss the first instalment of

"THE LITTLE WARRIOR"
Illustrated by C. W. JEFFERYS

The Wagging of the World
In the "Review of Reviews" department the best articles from all maga-
dres the world over are reprinted in condensed form. There are twenty
or more splendid articles in this department.

You pay no added exchange when you buy Canada^s National Magazine

Over 80,000 Canadian Families Read

VlACLEANS
1 "Canada's national magazine '

MAY 1st ISSUE 1°r,^!:.ltuV. 20c
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Dependable

Clothes

For Boys

These wonderful boy's

suits are the nattiest

best wearing kind of

clothes any boy ever

wore.

Their snappy well-cut

lines, attractive ma-
terials and all-round

wearing qualities are

the kind that make and
keep customers.

Our travellers are
showing especially fine

values in staple goods.

See our lines—-then

judge Quality and Style

for yourself.

JAMES & CO., Limited
Manufacturers of Boys' and Youths' Clothing

200-206 Adelaide St. W., Toronto

Tailor Craft Clothes

in tlie

New Autumn Fashions

present, in an unusually com-
plete blending; the much desired

styles with the wider range of

materials. It is usual for

TAILOR CRAFT CLOTHES to

show their superiority plainly in

every respect, but never has
their supreme individuality been
more apparent than it is to-day.

With this point in view it is dis- /

tinctly to your advantage to hold

your order until you have seen »

the samples offered by our repre- -

sentatives, who are now on the
road.

DOMINION CLOTHING CO.
157 St. Paul St. West - Montreal

First in Style

Quality

and Workmanship

Your customers vrill readily recog-

nize value a:bove the ordinary in

our range of men's .ajid boys' cups.

Included in our assoitmcnt is a line

of fine English Tweeds that are a
little different from the ordinan' and
for correct headwear they are un-

equalled.

If you haye not had a visit from our
representative, drop us a card.

Ontario Cap Co.
34 St. Patrick St., Toronto

No. 11 30 Eiffel

Tie Stand

The
Very Latest

in revolving Counter Tie
Stands, 6 inch Eiffel base
and square standard, 3x5
card holder on top of
standard.

Price $7.75

Everything in Stands for

your particular trade.

Send for our new
Catalogue.

Clatworthy & Son Ltd.

Toronto

REPRESENTATIVES :

Vancouver, B.C. : M. E. Hatt & Co., Mercantile Bldg.

Montreal, Que.: Graham Harris, 31 Drummond St.

Winnipeg, Man. : O'Brien Allan Co., Phoenix Block.

Halifax. U.S.: D. A. Gorrie, Box 273.
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Big Sales Possibilities for

WHITE MARATHON
BELTS OF WASHABLE FLEXYDE

Practical — Serviceable — Washable

TWO WIDTHS—STANDARD 1"—SPORT MODEL %", WITH
GOLD ERONT OR NICKEL SILVER GIANT-GRIP BUCKLES

npriE new Ivory White Marathon Belts of
*- Washable Flexyde offer dealers an excep-

tional opportunity for profitable Summer busi-

ness—a practical, serviceable, washable belt for

Summer wear with light clothes, palm beach
suits and flannel trousers. This is one of the

most popular belts ever offered and it is sure

to increase in popularity. We suggest placing

your orders now to insure delivery.

Sdinph's (if the new Ivor)/ Marathon belt and
sr]i('(Jiilr of prices covering the complete

Marathon line forwarded on request

JONES & ROBINSON, BROCKVILLE, ONT.
Exclusive Canadian Distributors of Marathon Flexyde Belts

FULL LINE CARRIED IN STOCK AT ALL TIMES

WASHABLE FLEXYDE

Bt
are being advertised in the largest and best newspapers

in many cities, and in "Vanity F^air," by the largest and

most intensive advertising campaign ever conducted

on belts.



SG MEN'S WEAR REVIEW

Reduce the High Cost of Overalls

by offering your customers Men's and Boys'

Clothing made by—and bought from

The Alert Clothing Company
acknowledged the most popular priced Men's
and Boys' garments in Canada.

Samples with lowest quotations sent express

prepaid on application.

Write

THE ALERT CLOTHING COMPANY
1 202 St. Lawrence Boulevard

MONTREAL

The Hall-Mark of

Maximum Comfort and
Durability at Minimum Cost.

FIRST IN THE FIELD AND STILL LEADING.

Manufactured on THE GRADUATED
PRINCIPLE, and Commencing with TWO
THREADS in the TOP, it increases in

WEAR-RESISTING PROPERTIES as it

descends.

Thus THE LEG HAS THREE THREADS,
THE INSTEP AND FOOT FOUR,

and the HEEL and TOE FIVE,

making it essentially

A HALF HOSE
FOR HARD WEAR.

ABSOLUTELY SEAMLESS
PERFECT IN FIT

GUARANTEED UNSHRINKABLE

To be had from any of the Leading Wholesale Dry Goods Houses.

<>TT I IItttT M ITTTm trtltrTIT[T HM t l lT M r n TTT M T M TT>>TtltTT»TTtTTTV

The New-Way Collar System is an innovation,
but a successful one, as it brings every style in

sight of a customer and every size in instant
reach of the salesman. This is only one of
the hundreds of features of the New-Way Sys-
tem for men's wear.

Let us explain the system

Jones Bros. & Co., Ltd.
29-31 Adelaide St. W.

Toronto

>i

I
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Sock Sales
Sock sales can be made profit-

able if you carry a high quality,

dependable line for which there

is an established demand.

IRONSOX
have built up a solid following

among men who discriminate

when they buy socks.

"They wear like iron, but they

feel like solid comfort."

Ironsox come in Lisle and Mercerised lines.

We are the Canadian selling agents for this

popular and profitable brand.

Caulfeild, Burns & Gibson, Limited.
60-62 FRONT STREET WEST, TORONTO
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We Are Prepared To Take
Our Loss Now

Notwithstanding that the Clothing Manufacturers' Associations of Toronto
and Montreal have granted their employees an increase of 13^; and that our

prices for Fall have been figured at the lowest possible margin since we have
been in business, nevertheless in order to stimulate business and to unload the

enormous heavy stock we are carrying of raw materials in woollens, linings

and sundry trimmings, we are prepared to reduce 10 . on all prices quoted for

Fall, 1920.

Notwithstanding the fact that raw materials in woollens and cottons are

advancing constantly, we are doing this to stimulate business and give our
customers a chance to defy competition.

Take time by the fore-lock, and profit by our loss. Do your placing right now.

We are not panic-stricken, but we want our customers to continue doing
normal business and to place themi in a position so they can sell high class suits

of the renowned College Brand Clothes quality at reasonable figures.

Very large reductions on immediate seasonable goods on our racks ready for

shipment (including hot weather goods of two-piece suits).

Will be pleased to submit samples upon request, express prepaid with very
special quotations for quick clearance.

ACT quickly:

The College Brand Clothes Co., Ltd.
45 St. Alexander Street, Montreal

(Read -Building)
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TRADE MARK

HE can tell YOU
What a good shirt is, so can the thousands of

men who are wearing "Hercules" shirts year in

and year out. Makes no difference whether it's a
work shirt or a negligee shirt, the wearer is

enthusiastically willing to "tell the world" there
are a few good things left in spite of the prevail-
ing unrest.

It's the business of the "Hercules" to do away
with unrest. When your customer puts it on
he knows it looks good, he's sure it feels

good, and he's certain it is good. So

—

away- with unrest! He's willing to buy /
another. ty,.
That's the kind of a customer you make

every time you sell a "Hercules."
Just at present, outmg and work shirts are

especially good sellers. Let's tell you about them.

THE HERCULES GARMENT COMPANY, LIMITED
Head Office: Montreal Factories: Montreal and Louiseville, P.Q.
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Choose Your
Season's
Stock

from our fine
assortment

Our range of

staple goods in-

cluding Blue
Serges, Greys,

Fancy and
Plain Worsteds
are of such un-
n.sual value that

as a progressive

merchant cater-

ing to impor-
tant trade you
will want to .see

our models.

Our travellers are

now on the road.

If they do not

call, post card us

and we will be pleased to send samples prepaid

Toronto Clothing Mfg. Co.
200-206 Adelaide St. W. TORONTO
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Clothing thai will boost your sales and

make satisfied customers.

Our Special Line of

Boys' Suits

Bloomers and Overalls
will appeal to dealers who desire

to carry a line that will make con-

sistent customers.

Their snappy, well-cut lines, at-

tractive materials and genuine,

all-round wearing qualities make
them of such value that you can

not afford to miss seeing them

Write us for sample order.

THE JACKSON MFG. CO.
LIMITKD

CLINTON. ONTARIO

Factories at

Clinton, Goderich, Exeter and Hensall
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The "CEETEE SHEEP" trade mane is

what your best customers look for when
buying wool underclothing—there is only
one grade and that the highest.
Turnbull's underwear, which competes with every other manufactured in
Canada, sells on merit and every garment is backed by 60 years' experience

, ,,,^ ,
it is made in all weights-sizes and prices to suit every require
ment -and bears the diamond-shaped label as illustrated.

The C. Turnbull Co. of Gait, Ontario
Also Manufacturer., of Turnbull's Ribbed Underw-ar for Ladies and

Children and Turnbull's "M " Bands for Infants.

^

THE PURE WOOL
UNDERCLOTHING
THAT WILL NOT SHRINK

THIS
TRADE NARK

*^/»Ewoov. / 15 ON EVERY

GARMENT

The

Dale

Wax

Figure

Co., Ltd.

are always
ready to meet
your require-
ments in fix-

tures especially
suitable for
your trade.

Have you se^n
our new Art
Fixtures? If

not write us
for catalogue.
They are en-
tirely new and
will enable
you to display
your goods so
as to niake
customers out
of onlookers.

Dale Quality
spells perfec-
tion.

DALE WAX FIGURE CO., LIMITED
86 YORK ST., TORONTO, ONT.

Agents: P. R. Munro. 150 Bleury St., Montreal ; E. R.

Boll.ird & Son, 501 Mercantile Bldg., Vancouver.

PREPAREDNESS
Is a Big word but a small meaning.

Many a nation has nearly fallen on this word,
many Businesses have failed in not using it

—

are you PREPARED for any eventualities that
may come ? Now is the time to use our clean
cut legitimate methods of advertising and
systemizing for your Business and energy,
success and prosperity for 1920.

McNabb's Sales System
158 Wallace Ave. Toronto, Ont.

PHONE KENWOOD 1443

Notice to the Trade
There is only one Vineberg Pants
Co. that sells the

Popular Brand Trousers

and any other firm selling goods
under that name is infringing on
our trade and trademark

KINDLY BEWARE
Our representa-

tives are now on
the road with a

full line for Fall

and immediate.
If you were sat-

isfied last sea-

son, think of

them again.

160 McGill Street, Montreal

Moving Time
Better Business
One of the surest and quickest ways is to

display your goods to better advantage.

And one of the easiest and most essential ways of

doing this is to buy your

BUST FORMS
FIXTURES, ETC.

from DELFOSSE & COMPANY. Our new illus-

trated catalogue will help. If you have not re-

ceived one write us.

This boy form is made on the same principle as

the men's form sizes 24, 26, 27, 28, 30, 32.

Our Little Men No. 197

DELFOSSE & COMPANY
Corner Craig and Hermine Sts., Montreal
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Loose Credits
Mean

Hish Prices

Merchants buying for cash or its equivalent need

not pay exorbitant prices for men's and boys'

clothing.

We are serving the best and closest buyers in

Canada. We can serve you.

Write for samples and prices to

The Alert Clothing Company
1202 St. Lawrence Blvd., Montreal

Do you know
what this trade-mark means

to organizations using

GOLD AND SILVER
EMBROIDERED BADGES

It Guarantees

;i .-laiKhirdized lino of .-ti'iclly high-grade uniform equipment to every

user of uniforms, uniform caps, badges, etc., in civilian and military

life. I'and-. poli'T and fire departments, railways, steamships, express

couipanics. and many dlher branches of activity in which uniforms are

es.-(Muial.

Estimates and Individual Designs, furnished on request.

Write for illustrated catalog.

WILLIAM SCULLY, LIMITED
Factory and Office:

320 UNIVERSITY ST., MONTREAL
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THE FINAL ACHIEVEMENT
in the art of making DEPENDABLE RAINCOATS is the

DAVIS "STORM RESISTA"

Stylish and Serviceable

for Men and Women

Now Established in Our New Home in the Sommer Building

The complete line of new "Storm Resista"

models is now being shown by our travellers ^

H. E. DAVIS & CO.
MANUFACTURERS

Sommer Building - Montreal

m ^

Cornwall Pants New Factory

One of the largest and most up-to-date of its kind in Canada
devoted to the manufacture of

DRESS, WORK and

OUTING TROUSERS
For Men, Youths and Boys

enables us to

DOUBLE OUR OUTPUT OF CORNWALL PANT'-

and give our customers the very

BEST DELIVERIES POSSIBLE

with values unsurpassed.

CORNWALL PANTS MFG. CO.
Manufacturers of M>

MEN'S, YOUTHS' AND BOYS' PANTS

CORNWALL - - . ONTARIO
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HAND TAILORED
SOFT COLLARS -:-

WITH THE TOOKE
HOOK -:- -:-

TOOKE BROS., LIMITED
MONTREAL
TORONTO

WINNIPEG
VANCOUVER
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MEN'S WEAK REVIEW. June, 1920. Volume X. Published every month by the MacLean Publishing Co., Limited, 143-153 University Ave.
loronto. Yearly subscription price, $2.00. Entered as second-class matter July 1st, 1912, at the Post Office at Buffalo, under the Act of
March Srd, 1879. Entered as second-class matter at the Post Office Dept., Ottawa.



MEN'S WEAR REVIEW
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BENCARD
"ASHTON" MODEL
SUMMER, 1920.

Stabilizing Values
is—and has been, our unceas-
ing aim from the moment that
market conditions became un-
settled—and uncertain.

WITH a high standard both

of workmanship and qual-
ity to maintain, we have
laboured unceasingly to give to
our trade, the very best that is

possible.

/^N this basis, your interest is

invited in our Fall and
Winter Styles—designed with
our usual care for the details
of tasteful novelty and pains-
taking finish.

B. Gardner & Company
Montreal

Bengard Clothes
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Palm Beach-The

Only a few years ago nobody would
have suggested a Palm Beach as a

substitute for a wool or worsted suit

for spring and summer wear.

But the introduction of our De Luxe
make with its style and fit, and its

unusual percentage of hand tailoring,

brings Palm Beach to a point that

closely approximates the finer grade

of worsted suits.

So closely in fact that the retailer

who fails this season to devote a

Q>henj
PANTS
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Economy Suit

proportion of his space and efforts to

the selHng of strictly summer fabrics

may find out too late that he is not

only missing a remarkable mer-

chandising opportunity, but that he is

actually failing to adequately meet a

wide popular demand.

Our De Luxe Palm Beaches and

Crashes are not merely made for

comfort. They are made to please

the most discriminating dresser and

to sell at half the price.

Goldman & Go.
NEW YORK

3VERCOATS RAINCOATS SUMMER CLOTHING
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The Wanted Cravat
BaUvivfi ties, as you kyioiv, are very much in

favor at present—more so than for several

seasons past. We have many silks with small

designs and other suitable characteristics for

this style of neckwear. An open order ivill have

our best attention. Priced from $7.50 the dozen.

A. T. REID CO., LIMITED,

Manufacturers

TORONTO

The English Foulard shown above.

Navy or black ^i^h white dots.

Extra quality, $9.00 the dozen.
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w
/AADE IN X^ROCKVILLE, CANADA..

OUR hat requirements for Fall and Winter will

be best served by ordering your stock early.

The reputation of the Brock will

enhance the reputation ofyour store.

Made by

The Wolthausen Hat Corporation
Limited

Head Office and Factory : BROCKVILLE, ONT.
MONTREAL : Mappin & Webb BIdg. TORONTO : Cosgrave Bldg.
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A. R. C.

are IDEAL for

Sportsmen, Farmers, Lumbermen,
etc., because—they are designed
with the idea to give comfort.

This Trade Mark is our guarantee
that you can assure your cus-

tomers that the BEST material

and workmanship are embodied
in every line manufactured in

our factory—the largest Patent
Leather Plant in the British Em-
pire.

Our lines are : Working Shirts, Mackinaws, Automobile Gloves and Work-
ing Gloves.

We tan our own leather which enables us to give better value than our
competitors.

A. R. Clarke & Co., Limited
TORONTO
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MEN'S SUITS
Meet the new conditions prevailing to-day on the

market. The consumer is looking for a cheap suit

as the high cost of living is draining his pocket book.

We have made a few hundreds and they sold in

stampede! We are offering more of them at

$

In order to get there we have to make a tremendous turnover on a

very small profit and short terms to roll the ball fast, so thh Special

offer at this Special price is at the Special terms of net lo days ist

following.

We will send you a sample dozen on request, charges prepaid.

Write to-day.

GARIEPY & FRANK
234 ST. LAWRENCE STREET MONTREAL, QUE.
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Style No. 1588

Style No. 34308

Watch YourStock—There's
a Big Demand for Hickok

Belts and Initial Buckles

Keep your stock of Hickok Belts and Initial

Buckles complete at all times, especially at this

time of the year, to meet the big demand for

these famous belts and buckles for men, young

men and boys.

There are many new Spring and Summer
designs. Have you seen them ? If not, advise

us at once.

Style No. 1518

g6^>.^>^j^ > <X < <«^

^:^^'y^>^

style No. 1527

Style No. 1589

The Hickok Mfg. Co., Ltd.
33 Richmond Street West

Toronto, Canada
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colossus
THE BIG SHIRT

Made in Heavy Woven
Cloth in Plain Colors, Blue

Chambray and Fancy Stripes

and Checks.

Extra large Body and Sleeves, nz

y Double stitched throughout. C]

Full Yoke and Pocket.

=rj

Extension Neck Band and Q
Gussets. ^

HA Real Workshirt. tq

Value, Durability and Comfort. b:=:—

—

B
The Canadian Converters' ^

Company, Limited
Montreal n

^*"-v
,v^
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NOVELTY of design, combined with
unusual harmonies of color, has placed

Penmans Sweater Coats high in the

estimation of men and women who love

outdoor life.

Penmans have realized that this popu-
larity can only be retained by backing up
style and color with quality; and have ac-

cordingly knit comfort and durability into

every garment.
You will find it a pleasure to show these

coats. Your Trade understands the value
of Penmans label.

Q^nmgnJ

m

''THE STANDARD OP EXCELLENCE"

Penmons Limited, Paris. Also Makers of Underwear and Hosiery,

IIT

Sweater Coats
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WATERPROOF
BEST BRITISH MAKE

Keep Him Smiling:

Without a doubt
Many merchants have made a Suc-

cess of the waterproof trade because

they foresaw the possibilities of the

Fit-Well
the ideal waterproof, combining

security with appearance. It is of

clever and modish design— the

final achievement in the styling of

good waterproofs.

We can supply all demands prompt-

ly. Travellers are now on the road.

S. RUBIN & COMPANY
Mjrs. of the

"Fit-Well" Waterproofs

i{iiiii:iiri:iiii!iiiiiiiiii;i!i;iiiiiiiiiii!iiii;iiii:iiiii:iiiii:iiiiii|iHii'iiMii'iiiii^^

Our New Address

:

New Sommer Building, 37 Mayor Street

MONTREAL



12 x\I E N ' S WEAR R E V I E W

No. 01163—Cream Display. Costs $4.00 net. Sells for $6.00.

A Snap to Burton

KOMARffltT
1% 1 1 1 1 1 1 1 —

No. 01152 Green Display. Costs $9.00 net. Sells for $18.00.

Right now is the
biggest selling season

for^

—

:aM-A-PAUT

^"'^

mm m€^

mm mm
No. 01168—Blue Display. Costs $6.50 net. Sells for $12.00.

m

u

mm 99
'M mm

I to Button

1 1 1 1 1 1 1 1

1

No. 01159— Blue Display. Costs $6.50 net. Sells for $12.00.

THE convenience of the KUM-A-PART
idea and the classy quahty of KUM-A-
PART designs are winning milhons of

men to this new button for soft cuffs. And
ri^ht now thi.< year-round seller bits the peak of

.<ales! Don't mi.<s a KUM-A-PART sale just he-

cause the range of choice you offer is too limited.

KUM-A-PART profits are too handsome to lose!

(^lieck over your stock to-d;iy. A wire or postcard

will make your assortment complete immediately.

Send it NOW!

C. H. WESTWOOD
Mfg. Co., Limited

Distributors for Canada

108 Wellington St. W., Toronto

SB
'•KUMAPA'Rr'BuHonj.for Soft Cuffs

M,

Per pair $2.00

A Snap to Button

SCIMARMtT

n

**=

No. OIlTiS—Gray Display. Co.sf.^ $12.00 ncl. SelLs for $21.n(».
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\2Ku20 COLDS,00 COLLAR HOLDER

A Sensation in Smallwares
Big Profits — Quick Turnover
Sells on Sight—Takes Little Space

Every man \.-elcomes the comfort
of a soft collar; these warm
weather days.

But every man likes a neat collar

too.

That's why the

COLLAR HOLDER,
is proving such a sensation— it's

just the thing men have been wait-
ing for for years.

They're reading about the Hol-Tite
Collar holder now— in 24 big na-
tional magazines. Put a Hol-
Tite display card in your window
and you'll bring them into your
store. Put one on your counter
and you'll sell one or two Hol-
Tites with every sale of soft col-

lars.

And Hol-Tites will pay you a
bigger profit in proportion to the
space you give them and the effort

you put behind them than other
item in your store.

Be up-to-the-minute—order now.

Three Qualities—You
Can Sell Them All

Assortment of .50c Sellers

Mounted 2 dozen on attractive
black and orange display card.
Price complete .... $3.75 per dozen

Assortment of $1.00 Sellers

Consists of 2 dozen Hol-Tites 12k
1 20 gold. Mounted on attractive

blue and orange card. Price, com-
plete $6.00 per dozen

Assortment of $1.50 Sellers

Consists of 2 dozen
Sterling Silver Hol-
Tites. Mounted on at-

tractive display card.

Price complete
$9.00 per dozen

I

C. H. WESTWOOD MFG. CO., Limited
108 Wellington St. W., Toronto

Now's the Season

For Quick Action fill out and
Mail the Attached Coupon.

Indicate the number of assort-

ments of $o~cent, $1.00 and

$1.50 sellers you want.

If you don't take Hol-Tite profits the other fellow will.

Send NOW.

C. H. Westwood Mfg. Co., Ltd
108 Wellington St. W., Toronto.

Gentlemen: Please ship at once the following assort-ments of Hol-Tite Collar Holders

:

•;•;,;• '^*^^- ^""^ sellers (2 dozen on pad as illustrated)
at %Z.lh per dozen.

Ti^A^ •*-^'*!- ^l-"'" sellers (2 dozen on pad as illustrated)
at $6.00 per dozen.

T'.VaA ^^^*^, ^'•^° seUevs. (2 dozen on pad as illustrated)
at $9.00 per dozen.

Name

-Address
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12 to 181-2 12 to 19

KajtKr4

Men these days are willing to

be shown how to economize

—

and when you show your cus-

tomers that the original cost of

a K'*i5Il^™|^ collar is about thesame

as a so-called "linen" collar;

that it will give

Longer Service

without the daily outlay of

laundering and how the

Linen-Like Appearance

of K''^!JK^'^K makes it difficult to

detect that it is a composition

collar—they will readily see how
they could economize and still

maintain a well-dressed appear-

ance.

One Price to All Dealers

and
Satisfaction Guaranteed

One Grade Only
And That the Best

Made in Canada

The

Parsons & Parsons Canadi

HAMILTON
.ompany

anadian

CANADA

ESTABLISHED IN U.S.A. 1879

ESTABLISHED IN CANADA IN 1907

Canadian

Brand

Hats

and

Caps

You can see Style in every line—^the

distinctive Style that makes these

Hats and Caps stand out everywhere
for good taste in Men's Apparel,

and the workmanship which means
wear and lasting satisfaction is

there.

When you stock Canadian Brand
Hats and Caps you are putting in a

stock that will appeal to your cus-

tomers and attract new trade.

Our range for Fall, 1920, is now
complete. A card will bring our

samples or salesman.

Canadian Cap Co.

221 Richmond St. W., Toronto

\\*^

H ^

X-., x.-;-x.-



MEN'S WEAR REVIEW 15

At Your Service
Three Big Departments

Clothing

Shirts

Caps
Complete with all the new and standard

lines which make up for a complete con-

tinuous service.

Many merchants have recognized the

fact that PECK'S service is conducive to

good business. Better values are hard

to find.

Every buyer who aims to protect the

interest of his firm should investigate

this organization which offers its experi-

ence of over forty years to Canadian
merchants.

John W. Peck & Co., Limited
Manufacturers of

Men's and Boys' Clothing, Shirts, Caps, etc.

MONTREAL WINNIPEG VANCOUVER
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Do You Get Hot in the Summertime ?

Then Consider the Farmer

While the city worker must stand up to

his tasks during the hottest days of sum-
mer, the farmer must work in the open
beneath the sweltering sun. Not only does

the heat beat upon him, but he must per-

form the hardest sort of labor.

He drinks long draughts from the old

stone jug of spring water, kept cool in a

shady corner of the field, and he perspires

freely as his work goes on.

His clothes are soaked with perspira-

tion day after day. The hbres have to

stand the strain, but even the best of ma-
terial is apt to "give" when a farmer pulls

an old-fashioned work shirt, that "sticks

to his hide," over his head.

With a Kitchen Open-front Workshirt, the farmer has new comfort

in the hot days and longer wear from his shirts. He can easily remove

KITCHEN'S

Work Shirts
without tearing damp fabric which has a tendency to adhere to his body when yanked
off, as is necessary with ordinary shirts.

The trade will do well to recognize that the Kitchen Openfront Workshirt has a

strong and practical appeal to the farmer. Ask the farmer's wife what causes her

husband's shirt to tear in summer. It's a clear case for the Kitchen Openfront on
the farm. Be sure to reach vour farm trade with it.

THE KITCHEN OVERALL AND SHIRT COMPANY

BRANTFORD

Exclusive maimers in Canada of the

famous Railroad Signal Overalls.

ONTARIO
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Men's Knit Goods for Fall

Underwear, Sweatercoats and Socks

are

Big Business Bringers
If you carry

An assortment of standard values.

Racine Values and Assortments This Fall

are

Outstandingly Worthy
And All Bought Last Year.

Impossible to replace if bought again in the present

or Fall 1920 market.

Place early and avoid disappointment

Dept. F Buyer Mr. P. S. Hardy
Dept. I -Buyer Mr. J. L. Ampleman

ALPHONSE RACINE, LIMITED
"Men's Furnishings Specialists

"

60-98 ST. PAUL ST. WEST, MONTREAL

FACTORIES:

Beaubien St., Montreal; St. Denis, Que.; St. Hyacinthe, Que.

SAMPLE ROOMS:

HAILEYBURY SYDNEY, N.S., OTTAWA QUEBEC TORONTO
Matabanick Hotel 269 Charlotte Street 111 Sparks Street Merger Building 123 Bay Street

SHERBROOKE SUDBURY RIVIERE DU LOUP
4 London Street Nichol Range Hotel Hotel Antil

THREE RIVERS CHARLOTTETOWN, P.E.I.

^NS 0r
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}0BE&cIoTHIN€CO.
_ . LIMITED j^
-Kitchener.Ont-

Large,

Warm,

Roomy
Ulsters

Made From

Barriecloth

the best wearing

cloth on the

market to-day.

These are splen-

didly made over-

coats excelling in

style and work-

manship, but par-

ticularly in the

wonderful value

offered.

BARRIECLOTH is a new all-wool fabric

of our own manufacture and is made in

Black, Brown Heather, Blue Mixture,

Green Mixture and Oxford Grey. This

cloth is positively GUARANTEED to out-

wear any cloth on the market to-day.

As it may not be possible for our travel-

lers to call on all our customers, we will

be pleased to mail samples of BARRIE-
CLOTH on request.

The Robe and Clothing Co.
Limited

Kitchener - - Ontario

YORK
PRODUCTS

They are clothes of character—of

individuality — clothes that make
young men and boys look their best.

Perfect in fit, correct in style, reliable

in fabric and are offered at truly

POPULAR PRICES
They will bring the best people in the town to

your door.

Buy your Clothes from the York Clothing Co.
and avoid paying the tax. We are cutting our
profits to allow you to make your ordinary
profits.

Our Fall line is now being shown—be sure to
see it.

"WE WANT YOU TO KNOW THEM."

York Clothing Co.
Limited

35 Church Street

Toronto

\

^
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Get the

Habiiof Carrying

Mackenzie

Guaranteed Lines
MACKENZIE BRAND

And Learn

Why They

Are Sold From

Coast to Coast

MacKenzie Brand

Shirts

will sell better every year.

They are the ideal shirt for Sports-

man, Farmers, Lumbermen, etc.,

because of their roomy cut, giving

comfort in every movement. They
are made from first class material

and the workmanship is faultless.

We will be pleased to forward you
prices and information. Write us

to-day.

Our Lines are

—

Mackinaw Clothing

Shirts Underwear

Socks Sweaters

Overalls and Pants

Mackenzie Limited

Ottawa Canad

Star Brand Overalls

STARMANd
OVERALLS

The

STAR

FOR SALt HE;R£

f \^ Display this Card

in your shop

window

Are Made for You
and YourCustomer

Be good to your custo-

mer and he will be good
to you!

When he wants overalls see that

he gets Goodhue's old reliable

STAR BRAND

Made by

The J. B. Goodhue Co., Ltd.
Rock Island, Que.

Montreal: 211 Drummond Bldg. Ottawa: 76 O'Connor St.



20 MEN'S WEAR REVIEW

Made tolSatisfy

^^^Bs^^

You cannot offer your customers
better Trousers than what we offer you
in the HAUGH BRAND line. The mate-
rial and workmanship is the VERY BEST
in every instance.

Arm and Hammer Brand Overalls
and Working Shirts are satisfactory in

every respect. They are designed for
comfort and made to wear—and they do.

HAUGH BRAND Kiddies' Garments
are the most practical, serviceable and
attractive of their kind on the market
to-day.

The J. A. Haugh Mfg. Co., Ltd.
TORONTO, CANADA

Manufacturers of the famous "Arm & Hammer" Shirts,

Overalls, Bloomers, Trousers and Shopcoats

Get the

Habit of Selling

Our
Guaranteed

Thistle Brand
Raincoats

Guaranteed

D

Thisth Brand

Waterproof and Motoring

Top Coats
for

Ladies and Gentlemen
Supreme in design, fabric and workmanship. "Thistle

Brand" Raincoats are known and sold in all the best

stores from the Atlantic to the Pacific.

Samples are now being shown by our IratcUers.

THE SCOTTISH RUBBER CO.
LIMITED

3 1 6 Notre Dame Street W. MONTREAL

Get the

Habit of Selling

Our
Guaranteed

Thistle Brand
Raincoats

Guaranteed
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Cheilleiv^C
ClcaivaJile
CollaLrwT

.

The next twelve months hold
possibilities of greatly increased
sales of Challenge Cleanahle
Collars—the possibilities of in-
creased profits if you get behind
our intensive campaign of ad-

1
, ,

vertising. We are creating thedemand for you—urging the customers to your
store. Be sure you are in a position to meet their
requests; be sure you have all the lines thev want.
Challenge Cleanable Collars mean sales for vouand money saved for your customers, and \he
latter is the best of business-building nrincinle-^
Look over your Challenge Cleanable Collar stock"
Urder Irom your jobber to-day. '

^Vrite to-day for free supply of counter envelope.'^.

The Arlington Coc cf Canada, Limited
MoDtreal Toronto 'Winnijie^

Vancouver 4

I'M Made
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Genuine
Leather

sWi**

Reversible
Coat

''The All-Weather Coat"

Invariably Attracts
A staple investment for a shrewd investor is

found in the "Victory" Genuine Leather
Reversible Coat.

Its stylish cut, the super quality of the leather,

and the fact that it is reversible, with gabai--

dine or tweed on reverse side, render it unique.

That's why it never fails to attract the better-

class of trade. It gives personality, and
stamps you as a "live wire, up to the minute"
merchant.

Over a quarter of a million autoists in Canada,
and every one a prospect.

Victory Bonds have saved the nation.

The "Victory" Coat saves the individual both
in health and pocket.

Complete line of waterproof clothing in

stock for immediate and fall shipping.

Made in Canada

Office and Factory

:

437 ST. PAUL W., MONTREAL

:;j i
Lvj

|
tA^̂i*i^ ityjiias]5SMii5rESB^^5SJ^JS?^s^i^^' iMi'i^ iM iM ^

TRADE MARK

Work
Canada's Best

Shirts

^^^^"ii
Just now you can sell work shirts—they are in big-

demand but make sure they have the "Hercules"

label.

There's a good reason why "Hercules" work shirts

are easy to sell. Big and roomy, made of excellent

materials, with care taken to insure

the finish of a product which will

please the wearer. Dealers through-

out the country are pushing the

Hercules line. It makes them many
friends.

Other lines consist of pyjamas, sport,

outing and negligee shirts.

THE HERCULES GARMENT COMPANY, LIMITED
Head Office : Montreal Factories : Montreal and Louiseville, P.Q.

l<W^ito-;ffi?^ar^l^<lfr^ffiy^^l>;W
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Manufacturers and Merchants

119 WOOD STREET, LONDON, E.G. 2, ENGLAND

"OBERON" PYJAMAS
for the Canadian Trade

"OBERON"
fection

finish.

value.

Goods bearing the
"OBERON" mark are

< trusted the world over.

To stock and show
"OBERON" goods is a
sure way of attracting new
business—and keeping it.

PYJAMAS represent per-
in materials, style, make and
They are also unequalled for

We have a complete range in Ceylons,
Cottons, Flannel and the well-known
Lista Cloth—all designed to meet the
special requirements of your trade.

Make a point of seeing the Fall, 1920
range now in the hands of our represen-
tatives.

The illustration is made in
the famous Lista fabric.
Note that the neckband is

in correct Canadian style.
The cloth "Lista" looks
and feels like silk, yet has
all the durability of cot-
ton. Made in an attrac-
tive assortment of pat-
terns and colourings — all
guaranteed absolutely fast
to washing.

Samples at

These Addresses

Eastern Provinces
Marshall & Harding

Carlaw BIdg , Wellington St. West
Toronto

Western Provinces
Mr. G, E. Ledder

Grace Court, Cornox Street

Vancouver, B.C.

George Brettle & Co., Ltd., 119 Wood Street, London, E.G. 2
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These popular, friend-making and
profit-building Silk Covered Shell

GancU
are now being made for you in Canada

to retail at 25f^, 35^ and SOP
You will doubtless remember that the patented silk covered shell FLEXO Arm Bands were introduced

in Canada only a few years ago-—and their success was almost instantaneous. The demand for

FLEXO in Canada has grown so insistent that a factory was recently opened by us in Toronto to

enable us to serve your interests better than ever.

The patented silk covered shell was perfected only after years of experimenting in our effort to pro-

duce the ideal arm band for comfort, value and service; an arm band on which no metal parts are

exposed.

Most men prefer FLEXO and your arm band business can be appreciably benefited if you will feature

them.

The two assortments illustrated above and described below are very popular—in fact, all four of the

assortments listed are excellent values. Your jobber is ready to serve you— if not, please write us.

DESCRIPTIONS—Assortment No. 3430—To retail at llf per pair. Contains three dozen— 14 dozen
each of the six following styles: Jg-i'H'h Honeycomb; J^-inch mercerized cable; J^^ -inch Ridgeweave elastic;

oval mercerized; silk oval braid, and two colorfrilled edge silk braid—all with pat' d silk covered shell—asst. colors.

Assortment No. 3473—To retail at 35? per pair. Contains two dozen

—

^ dozen each of the four following

styles: '*4-inch cable elastic with ring and slide adjustment; i?4-inch cable elastic with slide adjustment; fancy

weave tufted centre elastic braid, silk covered shell with bow, and fiilled edge flat elastic braid with silk covered

shell and bow.

Assortment No. 3471—To retail at 50? per pair. Contains two dozen
—

'-3 dozen each of the two following

styles: 's-inch flat cable elastic with slide and ring adjustment, and Js-inch Ridgeweave elastic with patented silk

shell and large silk bow, and '3 dozen each of the two following styles: %-inch mercerized Honeycomb elastic

with gilt slide and tip adjustment and Js-in. mercerized Honeycomb elastic with special slideand buckle attachment.

Assortment No. 3439—To retail at 50? per pair. Contains two dozen

—

ri dozen each of the three following

styles: Frilled edge and tufted centre braid, patented silk shell and silk bow; J^s-inch Ridgeweave elastic with

patented silk shell and large silk bow; fancy weave, wide tufted centre elastic braid with colored frill edge and

patented silk shell and bow.

/I. STEIN & COMP/INY, ltd
58-64 Wellington Street, West Toronto, Canada
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Atlantic Underwear Company, Limited
MONCTON, N.B.
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^a Wide range to choose from—
Easy to match the fabric of your
coats aud vests that promise
mouths of wear.

Everyman's Trousers are made of
high grade materials. They hang
well, fit well at hips, are of good ap-
pearance and hold their shape. They
are accurately tailored in every detail
Look for the label.
Insist on it being

on the insideof
the waistband.

trt

<2>

i-V:;-:^
-V
x?^ D^

>i^^

To the Trade
Although our factory is especially equipped
to handle your requirements, we suggest that

you place your order Now so that you m^ay be
sure of early delivery and receive the benefit
of present prices.

DAVIS BROS.
HAMILTON, CANADA

Our Fall Models

Every suit and overcoat show^n in this

Fall range w^ill strengthen our

reputation for originality.

The point is this—you have missed
something if you have not investigated
these wonderful values in all-v^ool

goods in—Brown, Green, Blue and
Grey mixtures.

Every coat and suit is a combination
of faultless material, correct style and
superior workmanship.

Our travellers are through for the Fall

season but if they have not called, post
card us and we will be pleased to send
our representatives.

Toronto Clothing Mfg. Co.

200-206 Adelaide St. W.

Toronto

and they will be your

regular customers

for future business.

JAMES
CLOTHES
and they'll stay pleased

JAMES & CO.
Limited

200-206 Adelaide St. W., Toronto

;-<[tA^lfrr,lff^,lSTvlff^ffi7^fr^l»?^lfe^lJ7^i?^i>?^iffV.i>yr,ifnilt^^
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The common-sense way of handling

credit accounts

i\/rERCHANTS in 182 different lines of It prevents forgetting to charge goods sold

business are using the N.C.R. Credit on account.

File. It prevents neglecting to credit money paid

, -, on account.
These merchants have found that the nle

gives them the common-sense way of hand- It gives each charge customer a statement of

ling credit accounts. account on every purchase.

^^ . .^. T 1. . .
It protects every credit record until it is

It IS a one-writmg system. It elimmates pg^j^j jj^ f^j]
book posting of accounts.

It saves time, work, and worry. It stops
It keeps each day's credit business separate, leaks and saves profits.

Investigate this common-senseway of handling credit accounts

The National Cash Register Company of Canada, Limited

BRANCH OFFICES:
Calgary 714 Second Street W.
London 350 Dnndas Street
Edmonton 5 McLeod Bide.
Dttawa 306 Bank Street
Halifax ri3 GranTille Street
Qoebec 133 St. Paul Street
Hamilton 14 Main Street E.
Regina 1820 Cornwall Street
Montreal 122 St. Catherine Street W.
Vanconver 524 Pender Street W.
Toronto 40 Adelaide Street
8t. John 50 St. Germain Street
Saskatoon 265 Third Avenne S.
Winnipeg 213 McDermot Avenue

FACTORY: TORONTO, ONTARIO.

FILL OUT THIS COUPON AND MAIL TO-DAY

Dept. 25, The National Cash Register Company of Canada, Limited,

97 Pelham Ave., Toronto, Ontario

:

Please give me full particulars about the N. C. R. Credit File way
of handling credit accoants.

Name

Business

.Add ress
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The Plain Truth

Boys'

Lion Brand

Clothing

is good Clothing

Nothing More

and

Nothing Less

We are special makers of Boys' Bloomers,

and the best people in Canada handle

our "Lion Brand" make.

THE JACKSON MFG. CO., LTD.
CLINTON, ONTARIO

P'actories at

Clinton, Goderich, Exeter and Hensall

m^ -very season

^^L ^N ^'^^ demand tor

•^A Caps is greater

You will find in our assortment a line

of fine English Tweeds—and for correct

headwear they are uneqtialled.

Our Fall and Winter range is well un-

der way and you will be pleased when
you see them. Their snappy styles as

well as the more conservative patterns

will do much to attract and hold your
trade.

Write us—we will be pleased to submit
samples or have a salesman call on you.

ONTARIO CAP CO.
34 St. Patrick St. TORONTO

ill iiilllllillllliHIHlill ii

ss

straight to comfort
That's why your cus-

tomers like them ; for

the physical ease and
mental freedom from
.*ock worries.

PAt'GARTEii

are so comfortable a man never knows
he's wearing: them till he sees how
snugly and tightly his sox are kept in

l)lacc.

!nfflsftIl(BSSg ffiiona^teiirQiiBiB Il®niii°W(eiiirninii

RETAIL AT

35c, 50c, 75c and $1.00 with a good profit

Arrow Armbands, Leather Belts, Elastic Belts, etc.

Arrow Garter Manufacturing Co.

489 St. Paul St. West Montreal

liiililiiiiillilllllliiliilM^^^^^

NOW

The Kay Cornforth Co.
formerly

The Kay Cutting Company
Manufacturers of

TEXTILE NARROW FABRICS

WAIST BAND CANVAS
and

Bias or Stra,ight Cut Binding of every

description

SKIRT BELTINGS and TAPES
Carried in Soft and Hard Finish in widths

11/4" up.

CUTTING
Have the mills ship your goods to us. We
will cut them Straight or Bias, folded or

plain edge, and forward them on to you.

Goods cut or manufactured by us add a

distinctive finish to a garment.

TheKay Cornforth Company
373 Aqueduct St., Montreal

Stocks carried at TORONTO and WINNIPEG
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^^S/iAa^ GiSLVier0^ S/iAe^ie Bradei^l

Pad garter with soft
leather front and spe-
cial finish Suede Cloth
back. Extra strong
Mercerised Elastic %"
wide. Natural only.

Sphere Mikado Brace,
a great improvement
on the old Mikado
style. Patent clip

fastening is extreme-
ly simple and can be

released with one
hand.

Have you sent for a sample of these high grade suspenders and garters yet? If not you are missing a valuable oppor-
tunity. They are specially notable for their quality, which is always maintained at the highest standard. The word
"Sphere" is a quality mark which will be looked for by appreciative customers. Introduce them right away—you will
both benefit. British throughout.

Prices and full particulars gladly furnished on request. Enquiries welcomed and orders
executed through London House or direct.

Wholesale only:

FAIRE BRO^ & CO. LTD., LEICESTER, ENGLAND
19, Fore Street, London, E.C.2. 32, George Street, Mancheste

THE LION'S SHARE
of the

Uniform Trade
in your town can be readily secured by- you if you will

permit us to supply you with uniforms and equipment
for civic employees of every description

-5fr-

A consideration of the number of uniformed men who
minister to the needs of your town—railwaymen, fire-

men, policemen, etc., will convince you that there is

an enormous field for the enterprising merchant in
this direction.

Aided by our experience, extending over many years,
we are able to submit special quotations on any
quantity or design required.

You will find an interesting business proposition in
our line of chauffeurs' caps, and in our uniform caps
and badges of all descriptions.

Send for our Illustrated Catalog.

WILLIAM SCULLY, LIMITED
Factory and Office:

320 University Street, Montreal
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ENGLISH MEN'S WEAR
The "LOOM'' Brand Goods "Blizzardeen" Raincoats.

"Carlington" Overcoats.

Silk Ties Belts

Knitted Ties Braces

Silk Squares Hosiery

Collars Underwear

Shirts Mufflers

"Heath" Ready-to-Wear Suits.

Sports' Jackets and Trousers.

Flannel Trousers.

Fancy Vests.

Pyjamas Motor Scarves

Bath Robes Handkerchiefs

Smoking Jackets Walking Sticks

Dressing Gowns Buckingham Zephyrs

Works:—Basingstoke, Leeds, Reading, Fleet

Lane, London E.G. 4; Golden Lane, London E.G.

1; Hackney, London E. 8.

J. H. BUCKINGHAM & CO., LTD. GERRISH, AMES & SIMPKINS, LTD.
(Manufacturers and Warehousemen) (Manufacturers)

4, 5, 6, 7 and 8 Ropemaker Street, London E.G. 2 63 to 67 Garter Lane - London E.G. 4

Cable address—-"Neckwear London." Cable address—"Obligable, London."

Canadian Representative :

SIDNEY J. CLAYTON
606 CARLAW BUILDING, WELLINGTON ST. WEST, TORONTO

PHONE ADELAIDE 4449

Special Values

"Direct from Mill to the Trade"

"Through Commission Merchants"

For Ladies' Wear
Botany Wool Serges, Gabardines, etc., etc.

For Men's Wear
Indigo and Black Serges and Vicunas

Grey and Fancy Worsteds

Also

Pure
Wool

Scotch
Tweeds

"Manufactured in Scotland of pure, new wool, free

from cotton or other vegetable fibre, shoddy, mungo,
thread waste or any other remanufactured wool."

ON account of

THE HEATHER MILLS COMPANY, Selkirk (Scotland)

"From whom ue have Sole Canadian Selling Agency"

Stocks of all the above on hand.

Ready for immediate shipment.

C. E. ROBINSON & CO.
Importers

Mappin & Webb Building

10 Victoria Street

MONTREAL
Commission
Merchant^
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Soft Collars I

Correct Styles that Meet the Demand for Quality

MARGATE
Assorted Ejieli-'^li piqut\>, quilt-

ed band. Slip-iii FaAt«?ner,
Twin Buttonholes. Height
i%". Sizes. 13 to 17.

BAYgiI>E
Corded pique, quilted band.
Slip-in Fa-stener.

13 to 16%.
Height 2";

liAWSON

Bedford cord, quilt«d bati-l.

Height IW; W^k to 18.

HOQUHWOOD
Novelty stripe pique, quilted
band, SJip-in Fastener. Twin
Buttonholes. Height 1%": 13

to 17.

WALLIOK
Habutai Silk, quilted band.
Slip-in Fastenei-. Twin But-
tonholes. Height W\ \iy% to
17.

Vertical .stripe pique, quilted
band. buttoned down top.

Height W; IS'/z to 17.

wrDSON
English pique, quilted band.
Slip-in Fastener, Twin But-
tonholes. Heigiht 1%". Sizes,
13 to 16'^.

EAYiMORJE
A.ssorte<l .lacqnaid silks. Twin
Buttonholes, Slip-in Fa-stener.

Sizes, 13V2 to Wk.

WAWHiRC
English repp, quilted bajid.
Twin Buttonholes, Slip-in
Fastener. Size.s, 13'A to 17.

DiELiROY

Vertical stripe pique, quilted

band, Slip-in Faiitener. Twin
Buttonholes. Height, 1%"

;

L3y2 to 17.

IvOZlETO

Heayj' habutai silk, quilted
band, Slip^in (Fastener, Twin
Buttonholes. Height 1%" ; 13

to YTh.

HBRIWYiN
Silk poplin, quilted
Slip-in Fastener
ISVi to I6V2.

band,
Height 1%";

RlIDOUT
Fine imported pique, quiltcri
band, Slip-in Fastener, Twin
Buttonholes. Height \%"
13% to 17.

KBSTON
Novelty stripe iMa<iras, quilted
band, Slip-in Fastener, Twin
Buttonholes. Height 1%"; 13

to Wk.

FIIEIJDER

Imix>rted repp, quilted band.
Slip-in Fastener, Twin But-
tonholes. Height 1%": 13 to

levj.

OVEiRtLAND
Coixled silk repp, quited band,
Slip-in Fastener. Twin But-
tonholes. Height 1%"; 13% to

.17.

TWIN BUTTONHOLES OVERCOME SHRINKAGE

The Williams, Greene and Rome Co., Limited
HEAD OFFICE AND FACTORY: KITCHENER, ONT.

MONTREAL TORONTO WINNIPEG VANCOUVER

Shirts, Collars, Pyjamas, Summer Underwear, Boys' Blouses.
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FURTHER NEED OF ORGANIZATION

THE further need of a national organization

of clothing and haberdashery men is

abundantly illustrated in the scurrying to cover

under the wing of organized bodies which many
merchants have made since the announcement
of the new taxes on May 19th. Not until a

number of merchants were actually hit by this

budget did they seem to realize the necessity

for a more concerted action and the benefit to

be derived therefrom. They go to their lodges

and see over the doorway "In unity there is

strength," but they never seem to realize that

the same principle applies to business. The
effect of a few isolated retail clothing men
going to Ottawa to seek necessary amendments
to the new budget may or may not have the

desired result; one thing is sure, it will not have

the weight that the executive of a national

organization could exert did they have several

thousands of men behind them in this move. The
activities of the Board of Commerce and now
the budget, combined with the rather uncertain

outlook of the trade at present, find retail cloth-

ing men unorganized as a national body when
it is most important that such an organization

should be in existence. The executive of such

an organization, at this time, could do much to

help weather whatever storms lie ahead.

WE HOPE NOT

WE think, perhaps, that the outlook as ex-

pressed by President Fisher, of Ottawa, is

not quite so dark as he paints it. At least, we
certainly hope so. In the new Luxury Tax, the

action of the banks in curtailing credits to a

considerable extent, and the general condition

obtaining in the trade he seems to see many
wrecks cast upon the shores of the coming year.

Undoubtedly, the Spring business was poor and

the necessity was forced upon many retailers to

sacrifice some profits in order to meet their

bills. At the same time, it seems that there is

little in the general business condition to war-

rant too pessimistic a view. Wages are increas-

ing still, there is still a scarcity of labor, produc-

tion is far behind the demand for goods, and

prices of raw materials keep mounting upwards.

There is nothing, looking into the future, to sup-

port the view that lower prices (that is, radically

lower) are very possible. Unless there is a gen-

eral business depression, followed by financial

panics, it appears that the price-cutting period

is only a temporary flurry. The country is still

financially in a good position and there is no

reason why clothing men should not enjoy their

fair share of good business. Even though lower

prices may come, that does not necessarily mean
hard times.

WAS GOOD ADVICE

THE advice given to readers of MEN'S
WEAR REVIEW a couple of months ago

by William Moffatt, general manager of the

Imperial Bank of Canada, has already justified

itself. His advice was that all merchants should

keep their assets as liquid as possible in view of

the inevitable break. There are some indica-

tions that this "break" is in sight, if not already

upon us, but whether it will be temporary or of

long duration is not yet quite so certain, though

present conditions of the markets are against a

prolonged period of anything like depression.

Merchants will still do well to act upon the

advice given by Mr. Moffatt. Some are already

scurrying for cover in one way or another, be-

cause they have made too little preparation for

the proverbial rainy day. Keep your assets

liquid.

BRIEF EDITORIAL COMMENT
DOES IT look reasonable to place only a 15 per

cent, tax on automobiles which, in the vast ma-

jority of cases, are luxuries, and a ten per cent,

tax on clothes, which are an absolute necessity?

Surely the merits of the case are not sufficiently

covered by 5 per cent.

SIR HENRY DRAYTON says that the Govern-

ment desires to check extravagance and bring

down the cost of living. That seems to have

been the text of his budget sermon. Like the

proverbial preacher, he announced his text and

then never referred to it again, either directly

or indirectly.



Not a Luxury Tax, Say Retailers;

Places Burden on People Who
Buy Necessaries of Life

Entire Agreement That Tax Increases Cost of Living to People Who Were Looking For
Lower Costs—Argue That Tax Should Have Been Applied to Indulgence in

Luxury as in United States—Hard Times Are Here, Merchants Say.

GENERALLY speaking, one had
only to talk with one retailer to
get the view of the trade with

regard to the new luxury tax that has
been imposed by the Union Government.
With perhaps one' exception—that of
shirts—it is not a tax on luxuries, it is

a tax on necessities. Men of the trade
state that it is still possible to get a
good shirt under $-3, but as for suits,

overcoat?, gloves, hats, shoes, etc., the
tax is fixed at a price which could not
be taken as an indulgence in a luxury.
In another part of this issue there is a
general summary cf the new tax: buL
"MEN'S WEAR REVIEW talked with
many retailers about the new tax, and
their views are here given.

"What right has the Government to
tax clothes which are, at the price desig-
nated by the Government, a necessity,"
said ore of the diractors of the R. H.
Blumenthal Sons, Ltd., of Montreal. "It
is simply making prices higher to the
consumer when they were already hold-
ing ofl' because of high prices. Moreover,
it makes the retailer the tax collector
for the Government."

"I think it will have the effect of the
retailer making the manufacturer sup-
ply the trade with a hat that can be
sold for $5," said James T. Wade, man-
ager of the hat department of the R. J.
Devlin Co., Ltd., of Ottawa. "(Tp to the
present it has had the effect of retarding
sales for a few days, but I think this
will wear off and there will still be a
sale for th^ better hat. It may result in
the cancellation of a number of the
higher-priced lines for cheaper lines, but
I think the figure should have been
fixed at $7 instead of $5, as a $5 hat
is not a luxury these days."

President Fisher's Views

President E. R. Fisher, of Ottawa,
president of the clothing branch of the
Retail Merchants' Association of On-
trio, iias very strong views on the budget.
"We are late with the budget," he said.
"We should have had it four years ago,
and it should have been a real luxairy
tax, not a tax on necessaries. It will
simply increase the cost of living to the
ordinary man, and, as I see it. that is
not the intention of a luxury tax., A
suit of clothes at U5 is an absolute
necessity unless a man wants to wear
rags. For this figure he can get a de-
cent suit of clothes. I think that had
the price in the budget been fixed at
$6o it would have been fairer; a suit of
clothes abcve that price could be fon-

Here s a Joker

the Budgeton
Some one has said that no legis-

lation was ever passed in which
there was not a joke. The new
budget is no exception to the rule.

It has been figured out by wise-
acres that the new luxury tax on
suits of clothes can very easily be
circumvented. All one has to do is

to go into a store, buy a coat to-
day, a vest to-morrow and the
trousers the next day. A somewhat
similar scheme could be worked in

the case of having a suit made-to-
order.

MEN'S WEAR REVIEW has
been informed of a certain dry
goods store where a sale of two
pairs of silk stockings at $3.00 s,

pair was made. In making out the
bill it was for three pairs of silk

stockings at $2.00 a pair.

sidered a luxury. That is the man who
should be paying the taxes of the coun-
try—tax him as much as you like, but to

tax the ordinary individual is not a
luxury tax at all."

Mr. Fisher pointed out that the same
thing applied in the case of the tax on
a cap or a hat. He referred to the sys-

tem adopted in the United States where
the tax wa.T imposed in such a way that
it was a tax on tJie indulgence in a
lu.xury, that is, the tax should be im-
posed on the difference, say, between
$45 and anything over that. The same
principle might be applied to other ar-

ticles of moi's wear that have been in-

cluded in tlie budget.

Thinks There Will be Failures
"I see in this budget and in the atti-

tude of the banks the shores of another
year strewn with the wrecks of many
retailors. It will take a strong house,
financially, to weather the gale that we
arc coming into now. It wll not be an
ordinary windstorm; it will be a hurri-

cane, and it is Ijeing brought on much
faster by the attitude of the banks."

President Fisher, in speaking of .the

details of the builget, strongly urged
that merchants make out all their bills

now on a triplicat<^ book a^ one bill would
be required for the customer, ore for the

merchant himseif, and one for the Gov-
ernment. He expressed the belief that
all the clothing men would honestly ob-
serve the tax and not evade it by sharp
practises. He urged that a $1,000 fine
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should be imposed on !any merchant
evading the tax.

So far as the reduction in the excess
profits tax was concerned. President
Fisher said it did not much matter what
it was this year as he felt there would
be very little excess profits during 1920.

Stewart McClenaghan, president of the

Two Macs of Ottawa, pointed out that

their tailoring department would be
hard hit by the new tax as there was
nothing that could be tailored under $50.

He thought the $45 figure too low, and
the same thing applied to shoes, hats,

and other articles included in the budget.

He argued in favor of the system in

vogue in the U. S., that is, the tax should

be imposed on the difference between
*:he $45 and any price over that amount.
"It is hitting the people who cannot af-

ford to pay on the necessaries of life,"

said .Mr. McClenaghan. "Why did net
the Govv?rnment put a tax on furniture

and art? There are many people who
are paying $300 for furniture who could

get good furniture for $100, yet they are

allowed to go free of this tax. And there
are many people paying from $50 to

$500 for pictures and paintings which are

a decided luxury." Mr. McClenaghan
stated that, as a result of the budget and
late deliveries he had cancelled many
thousands of dollars forth of Fall orders.

Glad It lias Come

Dan E Johnson, of Beament and John-
son, Ottawa, and honorary treasurer of
the clothing branch of the Retail Mer-
chants' Association of Ontario, takes the

view that the new tax will still further
promote the depres:;ion Mn the clothing

business that is undoubtedly on. "The
depression, so far as the retailer is con-

ce?ned," said Mr. Johnson, "is on^ The
budget will not help business any. The
hard times are due to the fact that prices

have been (o such a height that people

will not buy. We have cancelled many
thousands of dollars' worth of goods. Do
you think we want the stuff? I think

the wholesalers will be glad to get the

cancellations because they are behind
with their orders. I an; glad that it has
come because it had to come some time.

I am going to help the Government in

every way to bring down prices; I think
that is the sane way to look at it for

the .sooner it comes and we face it and
get it over with, the better. We will be
satis:fied this year to break even on busi-

ness." Mr. Johnson expressed the view
that the new tax v/ould have the ten-

dency to create a demand for cheaper
Continued on Page 44



Weather, Banks and Sentiment Cause Unrest;

But '^Carry On" is Advice of Montrealer
Thinks Sales Conducted by Retailers Are the Result of Poor Spring Business, Accumulated

Stocks and Feeling That Period of Deflation is Here—Will Not Cut- Prices Because
Replacement Costs More.

1THE weather.
2. Tho £ ction of the banks in exer-

• cising- caution in extending further
credits.

3. A sentimental reason, due to a feel-
ing on the part of the retail trade that
the period of deflation is about to ar-
rive.

These are the three reasons assigned
by one of the large clothing manufac-
turers of Montreal for the feeling of
uncertainty amongst many of the re-

tailers in this country. That this feeling
exists is net for a moment doubted by
this and many other clothing and manu-
facturers of other lines of men's wear
with whom MEN'S WEAR REVIEW re-

cently talked. The feeling is finding ex-
pression in two distinct ways-^restricted
buying for the coming Fall, and many
sales being conducted, particularly in

the larger cities. Clothing manufactur-
ers of Montreal vary in their summary
of r-'all business: MEN'S WEAR RE-
VIEW has heard from some sources that
business was never better than it has
been since Fall business opened out; on
the other hand tho statement has been
made that F.^ll business has opened out
very poorly and that it has been neces-
sary in some cases to call travellers off
the road.

Reason for Many Sales

It was the opinion of this manufac-
turer that there was a definite reason
for the numerous sales that are going
on in many parts of the country. Ab-
normal years have been the part of the
retail merchant daring the latter years
of the war and those iromediately fol-

lowing it. Trade was good, exceptionally
good. In the rush of sales that swept
through the rtores from day to day the
buyer-, perhaps, bought more than he
actually needed, knowing that deliveries
were bad and production falling off in

spite of the increases in wages and easy
working hours. But, then again, more
of the goods that he had ordered came
on than lie expected and he began the
Spring business of 1920 with as heavv,
if not heavier stock than he had the
previous Spring, with the certainty that
business would not be in as large a

volume as the previous Spring. But
the weather knocked Spring business
very hard, v/ith the result that he w.^.s

left w'th a large part of the Spi'ing stock
and the accumulated stock of a year back
on his shelves.

Banks Advise Caution

Following this came the action of the

banks in cautioning retail men to keep
their assets liquid and, in a measure,
cutting down on credits. MEN'S WEAR
REVIEW was informed by this manu-

facturer that a number of the merchants
with whom they dealt had been advised

by the banks to cut down on their credits.

"I think it is natural," said this man,
"that the retailer get himself into a

liquid position. It is necessary that ho

do so. It is costing him more all the

time to get stocks; Fall prices are higher
than they were a year ago by a consider-

able percentage. .A.long with this, many
of the n'.erchants have informed us that

the banks have strongly advised that

they cut down on their credits. The
sales that have been going on are dv.p.

to the fact that merchants have been
left with large stocks on their hands.
The weather has been against them.
During the last few years merchants
have been buying heavily on account of

abnormal business and because they
knew that deliveries were to be late.

New, the action of the banks has result-

ed in them holding sales; they must have
money to carry on with.

No Hope of Lower Pi ices

This manufacturer could see no lower
prices in sight, though he did belie\e

that buying on the ^art of the consumer
would be sjir-ewhat curtailed. "Even
though I am a clothing manufacturer,"
he *aid, "I will buy clothes more con-

servatively and will make the old suit

last a little while longer. I think it

would be v/ise on the part of the retailer

to take a smaller profit than he has been;

so far as we are concerned, we are do-

ing this."

There was, so far as this man could

see, no deflation-in-price-period in sight.

With labor costs continually on the in-

crease and with t!ie cost of woollens still

advancing by large percentages, he fail-

ed to see how the costs of clothing could

be reduced yet. Production was certain-

ly not yet up to the demand, and every-

thing that entered into the making of a

suit of clothes was ever on the increase

in price.

.\dvises About Dtlayed Spring Stocks

Good advice was given by this in-

formant to the trade with regard to their

delayed Spring stocks. There are still

many mai;ufacturers who have not com-
pletely filled their Spring orders; the

partially-filled order will, in all prob-

abilitv le completed one of these days.

It was stated to MEN'S WEAR REVIEW
that many retailers were cancelling their

unfilled orders; others were debating^

what to do. "If retailers can handle

their unfilled orders" ?aid this man "my
advice would be to take them, because
they cannot get them again at the same
prices. If they are unable to handle
them the best thing they can do is to

cancel them immediately, and I would
advise them to do so."

Will Not Cut Prices

"Carry on" seems to be the unwritten

law of this hcuse.i They are not appre-

hensive of what the morrow will bring

forth. They thoroughly recognize the

tendencies of the tinie. But they see no

panic ahead. They are not to be

dragooned into cutting prices; if retailers

do not buy they will have to take their

travellers off the road, that is all. But
they are, apparently, firmly convinced

that replacements cannot be made at pre-

sent prices, therefore, why sacrifice good

stock ? He said that, so far as they were
concerned they were doing the best busi-

ness they had ever done. Business in

the Maritin.e Provinces was slow, owing,

perhaps to numerous labor troubles. In

some sections of the country business

was only fair. In the West, generally

speaking, it was decidedly good. On the

whole there was no great cause for com-

plaint. He said they couM handle five

times as .many shirts if they could get

them and that their trade in caps for the

Fall was 00 per cent, higher than it

had been last Fall.

Does Awav With .

The High Cost

Of Charging
Red Deer Merchant in Fight Against

H. C. of L.

Jack Fulton, of Red Deer, Alberta, has

sta'-ted out to cut down the high cost

of living by eliminating the high cost

of charging. In other words he is

adopting the strictly cash basis busi-

ness. He made his announcement in

rather a novel way. Here it is:

"With wholesale costs going up almost

daily it is left to any store that wants

to remain in business whether to raise

prices or cut down expenses.

"We don't believe in raising prices un-

less we have to. We feel our first and

greatest service to you is to give greater

clothes values; to save you money.

"So we're cuttingi down expenses.

That means, of course, that some things

we used to consider a service to you will

have to go. One of them is charge ac-

counts. The money that used to go to

keeping records will now be turned over

to you in greater values.

"We're making this change to a

strictly cash business because we believe

if you had your choice you'd prefer to

do it that way."
"AVi^'ve dene away with the high co«t

of charging."



Combines Luxury with Practicability;

Max Beauvais' Fine Store in Montreal
Every Human Need is Attended to—Locker and Shower Baths for His Customers^Knows

at the End of the Day What the Day's Business Has Been in Every Department
—The Store Arrangement.

IF
MAX BEATJVAIS, of Fashion-

Cral't, Montreal, ever gives up the

retail business, as in all probability

he will some day, merchandising will

have an historian who tells of the ro-

mances of the trade either in rythmic

verse or bijautiful prose, that is, if he

feels ?o disposed to exercise natural

talents .vhich are sc- pronounced in his

case. One wonders as he listens to this

man talking on so enthusiastically about

his business, illustrating his point of

view wHh a ready and apt figure of

speech that bears the imprint of cul-

ture gleaned from an easy knowledge of

both the Fngiish and the French, why
he wandered into what most people would
call the dull monotony of merchandising.

But nothing is dull to the poetic spirit,

and Max Feauvais has carried <"he spirit

of the poet into his business. Every
appointment of his magnificent store re-

veals the heart of the artist; he has
tried, and, it appears, has abundantly
succeeded m making business a pleasure.

It takes an exceptional man to conduct
business in the exceptional way in which
it is being conducted in this store—and
Max Beauvais is that exceptional man.
''i could go or talkine about these things

for hours," he says by v»-ay of anology
after he has revealed to you an infimate

touch with every detail of his own and
:'.icn's wear business generally, "because
I love it." And after one had wandered
thiough his palrtial store one knows that

he truly loves it.

Arr;ingement of the Store

The main floor of Max Beauvais's store

is devoted to men's suits and furnishings.
He has combined in the entire arrange-
ment of his store luxury with convenience
and practicability. The air of bustling
business is somewhat lost in the comfort-
able surroundings; yet, here again the
.'pirit of the artist is strong—the artist

in business—for there is an appeal that
is irresistible to the man who wants to

buy something. Max Beauvais has been
a most successful m.erchant; he probably
loses very few sales because of his

unique methods, yet there is a noticeable
absence of the spirit of business about
his store. Does one want 1o sit down and
rest a few minutes from the heat of the
rnid-Summer sun, or miss the chill of
the cold Winter's day—Max Beauvais
has just such a place where one might
sit down. Does the dirt of the city
streets cling to one, or does one feel the
need of the shower before beginning the
day's work—Max Beauvais has that
shower bath where one may be i efreshed.
Does some traveller wish to show his
samples of Spring or Fall goods—Max
Beauvais has equipped a separata room

of his three-floor mansion where, away
from the restless market where people
buy and sell either in haste or at leisure,

it may be done in quietness. Does one
want to sit down to have a chat with the
veiy genial proprietor about topics that
may not he si.rictly related to business

—

there is Max Beauvais private office.,

whose wall.s are adorned with the pic-

tures and paintings of favcuites, or one
.ray rest in the shadow of Burns' or
Cartier's statue.

The Second Floor and the Third

Up on the second floor and the third,

which were formerly offices, are over-
coats and sport goods. On the second
floor are the overcoats—gabardines,
leather coats, and in the Winter, the
heavier coats. Everything is curtained
off; the dust of the busy Montreal streets

is thus kept off his merchandise. On this

floor is tlie elaborate sitting room with

the statues of Burns and Cartier adorn-

ing it. There is all manner of space for

displaying the goods, and the mirrors

provide everything desirable in the way
of helping the salesman. On the third

floor are the sport goods, golfing, tennis,

autnmobiling and other garments re-

quired for various spoi'ts. He rather

specitlizes on chauffeur's liveries, carry-

ing three or four styles of them.

Eiocker and Shower Baths

Max Beauvais's store is in the heart

of Montreal's business section. Busy
men come in on the trains in the morn-
ing and want a shower before going to

their office. He has a shower bath for

them. They want to chaange in the

Continued on Paee 52
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.?»."The Survival of the Fittest
,

Many Failures in 1921?
The Public Recovering From a Spree, Says Mr. Greenblatt, of the College Brand Clothes Co.

Ltd.—Manufacturers Should Stop Buying For Six Months—Production Increased

40 Per Cent, in Cost Since May ist— Clothing Too High

THAT many of the smaller men,
both amongst the manufacturers
and retailers, will be weeded out

during the months that lie ahead and
that it will be a repetition of the first

law of nature—the survival of the fit-

test—is the opinion of Mr. Greenblatt
of the College Brand Clothes Co., Ltd.,

of Montreal. Mr. Greenblatt does not
mince matters one iota; he, apparently,

is not trying to delude himself or any-
one else. He is looking for rocks ahead;
in fact, he says he has struck them al-

ready in the way of fall business, which,
he says, is insignificant. Looking
amongst the retailers, he sees a disposi-

tion on their part to "take cover," as it

were, by placing their business with larg-

er houses that will be able to carry them
through the gathering storm. The vast
number of sales being conducted in this

country and in the United States, to

him, is the plain hand-writing on the
wall. High prices have to go; it is a
simple but inexorable law of logic that
what goes up must come down; the
higher they go, the greater the fall;

therefore, better that it should come now
than later when prices might even be
higher.

Public Like Drunken Man

"The public," said Mr. Greenblatt to
MEN'S WEAR REVIEW, "is like a
drunken man that has been enjoying a
great spree; now he is sobering up and
coming down to earth again. There are
too many retailers and manufacturers
for our population! We have been making
the mistake of taking the United States
as a Criterion for our business ventures.
The time has come when the manufac-
turers and the retailers will have to take
in their reins, and it is going to be the old
case of the law of the survival of the
fittest. There will be more failures dur-
ing the year 1921 :han in any previous
period of our history."

Production Cost Increased 40 Per Cent.
Since May l.st.

Mr. Greenblatt went into some of the
causes responsible for the conditions
which, he believed, were about to over-
take clothing men. He referred to the
increases which had been given the gar-
ment workers of Montreal, increases of
18 per cent, over their former wages.
With these increases, there had been de-
creases in production, and the workers,
seeing, too, that a break was ahead, were
trying to make the job last out as long
as they could. "The cost of production
has increased 40 per cent, since the first

What lies ahead? That is a

question which many retailers arc

asking themsehes day after day
just now. A wave of price-cutting
—much more pronounced in the

United States than in Canada—
is spreading over the country. Is

it due to a bad spring or are there

other things happening that have

a different and more significant

portent? MEN'S WEAR RE-
VIEW made many inquiries re-

cently in Montreal and Ottawa
from both manufacturers and re-

tailers as to the outlook. Varying
opinions were expressed but, judg-

ing from the opinions expressed

by the majority of retailers, the

backward spring is not the only

reason for poor business, accumul-
ated stocks arid an uncertain out-

look. Mr. Greenblatt of the Col-

lege Brojid Clothes Co., Ltd., of

Montreal, in the accompanying
article speaks very plainly on the

subject. Throughout this issue

there will be found a number of

other opinions on the same subject.

of May," he said, "and I am going to

close down tight on Friday night." This

interview took place during the week of

May 17th.

Clothing too High

It was the opinion of Mr. Greenblatt

that clothing prices were too high, and
this attitude was being reflected in the

attitude of the public in demanding lower

prices and in the buying for fall by the

retailers. He appreciated fully the fact

that spring business had been bad, par-

tially on account of the inclement wea-
ther, but he did not \^ish to delude him-

self into believing that this was the sole

reason. He would close down his factory

but keep open his sales branch. - The fall

line, he said, was stagnant, and what
they had done was insignificant. They
had already advertised a general reduc-

tion in their fall line of 10 per cent.,

announcing that they were ready to take

their losses immediately. In spite of the

fact that prices were still going up, that

the Canadian mills were announcing
their new prices at from 15 to 25 per

cent, in advance of the last spring prices,

he felt strongly that lower prices must
come.

Going to Larger Houses
Mr. Greenblatt stated that many re-
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TAILORS SEEK PROTECTION
UNDER W. C. ACT

The Executive of the Journeymen
Tailor's union have decided to seek pro-

tection under the Workmen's Compensa-
tion Act on account of the frequent

blood-poisoning which develops among
the men of the Union.

"Our opinion is that the poisoning is

due to the class of woollens which were

sold during war time and also to the

different system under which the trade

is being operated now," said James Watt,

secretary of the union. "Several mem-
bers have lost fingers and have been pre-

vented from continuing their employ-

ment."

Mr. Watt said that a committee would

ask the Minister of Labor to secure

amendments to the Workmen's Compen-
sation Act which would place the entire

industry under the act.

tailers were going to larger houses in

the hope that they would carry them and
grant them extensions of payment. The
inevitable result was that the smaller

manufacturers were suffering and some
of them would, undoubtedly, be weeded
out during the next year or eighteen

months. "The small manufacturers will

be weeded out," he said, "they have to

go. It will be the same with the retail-

ers—the survival of the fittest."

How long the period of depression

would last was a thing which Mr. Green-

blatt could not tell. It might last for

six or seven months or even a year,

"But I know the public are not buying,"

he said, "they have not the money.
If every manufacturer would simply

stop buying for a period of six months,

clothing prices would come down to

somewhere nearer normal and we would

all be better off than we are now."

Advices Slow Buying

That developing conditions should not

be lost sight of by the retailer was the

note of caution which Mr. Greenblatt

sounded for the guidance of the trade.

The kind of advice which he gave and

gave apparently with little or no con-

sideration of his own business interests,

freely was such as to call an immediate

halt and then proceed slowly. "We are

on the way of the downward path," he

said quite emphatically. "I am absolute-

ly advising my good customers to go ab-

solutely slow and buy only what they

need. Such advise is against my own
interests; it is friendly advice, not busi-

ness advice."



MEN'S WEAR REVIEW

Cheaper Gloves

As Result of

Luxury Tax
Cheaper Because Consumer Will Buy

Cheaper Lines—Materials Scarce

and Labor Higher

The one, and apparently the only thing

on the horizon that will have a tendency

to lower the price of gloves, is the new
luxury tax recently imposed by the Un-
ion Government. And that will really

not lower the prices to any appreciable

extent; it will, perhaps, have the ten-

dency to drive retailers and consumers

to buying cheaper lines of gloves in order

that the luxury tax may be escaped. This,

at all events, seems to be the opinion ot

the Acme Glove Co., Ltd., of Montreal.

Shorter Hours; Dearer Materials

The glove industry, according to in-

formation secured from this source, i!?

suffering from a shortage of helpers, a

shortage of working hours, and a short-

age of raw materials. The war played
fearful havoc with the sources of supply

of all leather goods. It was a veritable

slaughter of animals for the purpose of

getting leather so necessary to the pro-

secution of the war. It will be many
years before the world's stock of animals
will again be where it was prior to the

outbreak of the war in 1914. Mocca
gloves are especially hard to get on ac-

count of the scarcity of the Cape
leather.

And after the materials are on the

floors of the warehouse, helpers are

harder to get than they used to be and
their hours of work have been cut down
from fifty-four to forty-four. Unless
there is a crash in all markets, there is

little likelihood of cheaper gloves right
from engineer's gloves up to the finest

qualities.

Prices 15 to 25 Per Cent. Higher

It was stated to MEN'S WEAR RE-
VIEW that prices for fall were from 15

to 25 per cent, higher than a >ear ago.
There have been rapid advances within
recent years. French imported makes
that used to be $9.00 are now $48.00,

and they are harder than ever to get.

Even engineer's gloves that used to be
bought at $6.50 are now $13.50.

The new tax on gloves is ten per cent,

on everything, except fur gloves, over
$3.00. According to the Acme Co., the
effect of this tax will be to drive retail-

ers and consumers to buying cheaper
gloves. "I think it will have the ten-

dency," said one of the directors to

MEN'S WEAR REVIEW, "to somewhat
reduce the cost of gloves because it will

make people buy less expensive goods.
Retailers will go to manufacturers
who sell the cheaper lines. It will also,

I think, cut down the profits of the man.
ufacturer and the retailer alike. And
if the supply ultimately catches up with
the demand, it will then decrease the
cost of production. On the whole, I

think the budget is a fair one."

Collects His Accounts Bi-Monthly;

Bonuses Clerks; Makes Heads Partners

Smith, Chappie, Ltd., of Chapleau, Place Emphasis on Quality

in All Lines—The Only Friends They Lose Are Lost
Through Leniency in the Matter of Payment of

Accounts—Each Department Run Separately

And Pavs Its Own Wav.

A SYSTEM of bonusing or ccmmis-
sioning his clerks, having every-
thing that a customer wants and

having it in quality, making each de-
partmental head responsible for his de-

partment and making him a partner in

the firm as well—these are some of the

main features of the splendid business
conducted by Smith, Chappie, Ltd., of

Chapleau, Ont. Net less important is

the plan adopted by this firm of collect-

ing their accounts on the 1st and the

15th of eacli month. They have explain-
ed to their customers that to get goods
at the best prices requires money, ready
money, and if they do not pay their bills

it is impcs.^ible for the firm to get the

bei't that is on the market at the lov;est

prices. In Smith, Chappie Ltd., there are

nineteen salespeople, though the town is

a very smnll one.

Each Department a Separate Store

"Each department in this store," said

l^Ir. Chapplei to a representative of

MEN'S WEJAR REVIEW, "is run separ-

ately; each head is held responsible for

the success of his department. Each de-

partment is checked up every month and
allowed so much money for stock. Every
hea<l of a department is a partner in the

company and is additionally bonused.
The commission or bonus system among
the clerks is only worked previous to

Christmas sale." Mr. Chappie, who is

the general manager of the firm, says
he believes this is one of the plans in

operation in the store to which he might
attribute a good deal of its success.

H.TVC Everything and in Quality

"Having everythin.'? and having it in

quality is one of the factors that has con-

ti'ibutod largely to the success of this

firm," said Mr. Chappie. "Quality is a

winner. I spent a good deal of my time

in front of the counter, not behind it,

acting cspecialiy on busy days as a floor

walker " Tn this way Mr. Cliapple feels

that he becomes personally acquainted
with his customers and shows them that

he takes a personal interest in seomg
thnt their wants are satisfied by the

clerks behind the counter.

Prompt Pavniont of Accounts

"We do a credit business," said Mr.
Chappie in explaining their method of

financing the; business, "but prompt pay-
ments of accounts is never lost sight of.

That is essential. Every account must
Ije settled the first or the fifteenth of

every month. I have found that nearly

every customer I have lost is by being

lenient with thorn in the matter of the

payment of their accoui\t. We would
later be forced to deal liarshly with t'nem

A PATHETIC WAIL

For the following reasons I am
unable to send you the check asked
for:

I have been held up, held down,
sandbagged, walked on, sat on, flat-

tened out and squeezeid. First by
the Canadian Government for Fed-
eral War Tax, the Excess Profits

Tax, the Victory Loan Bonds,
Thrift Capital Stock Tax, Mer-
chants' License and Auto Tax; and
by every society and organizatioi>

that the inventive mind of man can
invent to extract what I may or

may not possess.

From the Society of John the
Baptist, the G.W.V.A., the Women's
Relief, the Navy League, the Red
Cross, the Purple Cross, the Black
Cross, the Double Cross, the Chil-

dren's Home, t-he Dorcas Society,

the Y.M.C.A., the Boy Scouts, the

Jewish Relief, the Belgian Relief,

and every hospital in town.

The Government has so governed
my business that I don't know who
owns it. I am inspected, suspected,
examined and re-examined, in-

formed, required and commanded,
so I don't know who I am, where I

am, and why I am here. All I know
is I am supposed to be an inex-

haustible supply of money for

every known need of the human
race, and because I will not sell all

I have and go out and beg, borrow
or steal money to give away, I have
been cussed, discussed, boycotted,

talked to, talked about, held up,

hung up, robbed and nearly ruined;

and the only reason I am clinging

to life is to see what in hell is

coming next.

and would lose them, and probably, part

of their account which would be outstand-

ing. I ha^e never had much trouble in

showing the public that th(< semi-

monthly rendering of accounts was our

system and that, if they wanted the best

value they must co-operate in helping to

carry out this system of bi-monthly pay-

ments. Rut when we weaken we lose

prestige, and, with .the loss of prestige

we often lose a friend."

Department Head Does Buying

Mr. Chappie went on to explain that

each departmental head was responsible

for the buying of that department with

more or less a supervision by himsej;f.

The buying from jobbers' lists he does

himself. .Mr. Smith is net actively en-

gaged in thv3 business.



M E N S W E A R R E V I E W

Full Text of Government Motions
Ten Per Cent. Tax Imposed on Many Articles of Men's Wear—Suits Over $45 and Overcoats

Over $50—Shirts, Neckwear, Silk Hose, Shoes, Hats and Caps Are Also

Subject to Taxation.

OTTAWA, May 18.—The new taxation provisions were
embodied by the Minister of Finance in a series of Govern-
ment motions. The first, covering excise taxes levied, was as

follows:

"Resolved, that it is expedient to amend the Special War
Revenue Act, 1915, and to provide:

"1. That the following excise taxes be imposed, levied and
collected on the total purchase price of the articles herein-

after specified, and on articles of clothing the said tax may
be imposed upon the combined selling price of materials and
cost of manufacture when sold separately:

"(a) A tax of ten per cent, on—Boots, shoes, pumps and

slippers of any material (not including shoes or appliances

made to order for persons having a crippled or deformed foot

or ankle), in excess of $9.00 per pair; hats, men's and boys',

in excess of $5.00 each; caps, men's and boys', in excess of

$2.00 each; hose or stockings, silk, men's and boys', in excess

of $1.00 per pair; neckties and neckwear and scarfs, men's

and boys', in excess of $1.50 each; clothing, consisting of coat,

vest and pants or coat and pants, men's and boys', in excess

of $45.00; cloth overcoats, men's and boys', women's and
misses', in excess of $50.00 each; waistcoats, men's, sold

separately from suits, in excess of $5.00 each; shirts, in-

cluding night shirts, men's and boys', in excess of $3.00 each;

hats, bonnets and hoods, women's and misses', in excess of

$12.00 each; hose or stockings, silk, women's and misses', in

excess of $2.00 per pair; kimonos, petticoats and waists, in

excess of $12.00 each; night gowns, in excess of $3.00 each;

house or smoking jackets or bath and lounging robes, pyjamas
and underwear, in excess of $5.00; fans, purses and pocket-

books, in excess of $2.00 each; shopping and band bags, in

excess of $6.00 each; umbrellas, parasols and sunshades, in

excess of $4.00 each; trunks, in excess of $40.00 each; valises,

travelling bags, suit cases, hat boxes and fitted travelling

cases, in excess of $25.00 each; gloves, except fur, in excess

of $3.00 per pair; dresses, women's and misses', in excess of

$45.00 each; suits, women's and misses', in excess of $60.00

each; opera coats, cloaks and robes, the component material

of chief value being fur, in excess of $100.00 each; ivory-

handled cutlery, cut-glass ware; sporting goods, such as tennis

rackets, nets, racket covers and presses, skates, snowshoes,
skiis. toboggans, canoe paddles and cushions, polo mallets,

baseball bats, gloves, masks, protectors, shoes and uniforms,

football helmets, harness and goals, basketball goals and
uniforms, golf bags and clubs, lacrosse sticks, balls of all

kinds, fishing rods and reels, billiard and pool tables, chess

and checker boards and pieces, dice, games and parts of

games (except playing cards and children's toys and games),
and all similar articles commonly or commercially known as

sporting goods, in excess of 50 cents; plated ware, not other-

wise provided for in this resolution, adapted for household
or office use; velvets, velveteens, plush and silk fabrics; em-
broideries of silk; lace, including collars or collarettes of

lace, and all manufactures of lace; ribbons of all kinds and
materials;

"(b). A tax of twenty per cent, on—Cigar and cigarette

holders and pipes, in excess of $2.50 each; cigar and cigar-

ette cases, ash trays and match boxes of gold or silver;

humidors and smoking stands; hunting and shooting gar-
ments and riding habits; hunting and bowie knives; gold

and silver-handled pocket knives and pencils; gold, silver,

ebony and ivory toiletware; articles of silver, not otherwise
provided for in this resolution, adapted for household or

office use; silver or gold deposit ware; wearing apparel, not
otherwise provided for in this resolution, the component ma-
teria! of chief value being fur; liveries, livery boots and
hats; Oriental rugs; carpets, in excess of $3.00 per yard;
curtains, including tapestry curtains, in excess of $7.50 each;
chandeliers, except for churches; articles commonly or com-
mercially known as jewelry, whether real or imitation, for

personal use or for adornment of the person.

"(c). A tax of fifty per cent, on—Articles of gold, not
otherwise provided for in this resolution, adapted for house-
hold or office use.

"2. That the excise taxes, as imposed by the preceding
resolution, shall be paid by the purchaser to the vendor at

the time of sale for consumption or use, or on importation
for consumption or use other than for resale, in addition to

the duties of customs already imposed, and by the vendor to

his Majesty in accordance with such regulations as may be
prescribed.

"3. That the following excise taxes be imposed, levied

and collected on the articles hereinafter specified, namely:

"(a). A tax of ten per cent, on—Boats, yachts, canoes
and motor boats, provided that on satisfactory proof being
furnished that these articles will be used only for trading
or commercial purposes a refund of the amount paid under
this resolution shall be granted; cameras, weighing not more
than 100 pounds; candy and confectionery; chewing gum or
substitutes therefor; firearms, shells or cartridges, for use
other than for militia purposes; pianos and organs (other
than pipe organs) ; musiical instruments, not otherwise pro-
vided for in this resolution;

"(b). A tax of fifteen per cent, on—Automobiles, adapted
or adaptable for passenger use.

"(c). A tax of twenty per cent, on—Mechanical piano-
players, gramaphones, phonographs, talking machines, music
boxes and records used in connection therewith or with any
musical instrument.

"(d). A tax on playing cards for every fifty-four cards
or fraction of fifty-four in each package; when selling at

$25.00 or less per gross packages—twenty-five cents per pack;
when selling in excess of $25.00 per gross packages—fifty

cents per pack.

"(e). A tax of thirty per cent, on—Patent and proprietary
medicines, including medicinal or medicated wines, vermouth
and ginger wine containing not more than forty per cent,

of proof spirits.

"(f). A tax of two dollars per gallon on—Rum, whiskey,
brandy, gin, wines, containing more than forty per cent,

proof spirits; cordials, liquors and spirituous and alcoholic

liquors, not otherwise provided for in this resolution, suitable

for beverage purposes; on lime juice or fruit juices, fortified

with or containing more than twenty-five per cent, of proof
spirits; on spirits and strong waters of any kind, mixed
with any ingredient or ingredients, as being or known or

designated as anodynes, elixirs, essences, extracts, lotions,

tinctures, or medicines, or ethereal and spirituous fruit es-

sences, not otherwise provided for in this resolution; on
alcoholic perfumes and perfumes spirits, bay rum, cologne
.-xnd lavender waters, hair, tooth and skin washes, and other
toilet preparations containing spirits of any kind.

"(g). A tax of thirty cents per gallon—On ale, beer,

porter and stout; on wines of all kinds, except sparkling
wines, containing not more than forty per cent, of proof
spirits.

"(h). A tax of three dollars per gallon—On champagne
and all other sparkling wines.

"(i). A tax of fifty cents per gallon—On lime juice and
fruit juices, fortified with or containing not more than twenty-
five per cent, of proof spirits, not otherwise provided for

in this resolution.

"4. That the excise taxes, as imposed by the preceding
resolution, shall be payable in addition to the present duties

of excise and customs at the time of sale by the Canadian
manufacturer, or when imported, but shall not apply to such
articles when exported, and shall be accounted for to his

Majesty in accordance with such regulations as may be

prescribed.

"5. That every person selling or dealing in the articles

upon which taxes are imposed, as prescribed by the foregoing
resolutions, may be required by the Minister to take out

an annual license therefor, for which license a fee not ex-

ceeding $2.00 shall be paid.

"6. That the provisions of the said foregoing resolutions

shall be deemed to have come into force on the 19th day of

May, 1920, and to have applied to all goods mentioned therein

imported or taken out of warehouse for consumption on and
after that day, and to have also applied to goods previously

imported for which no entry for consumption was made be-

fore that day.
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MEN'S WEAR REVIEW

Outlining the Many New Taxes
Excess Profits Tax is Reduced and a New Sales Tax of One Per Cent. Imposed on the Year's

Turnover—Increased Stamp Tax on Bills of Exchange and Promissory Notes

—

In Operation From May 19th.

"7. (a) That a tax of one per cent, in addition to the
present duties of excise and customs be imposed, levied and
collected on sales by manufacturers, wholesalers, or on im-
portations; that the purchaser shall be furnished with a

written invoice of any sale, which invoice shall state separate-
ly the amount of such tax, when not included in the pur-
cha.^e price; that such tax must not be included in the manu-
facturer's or wholesaler's costs on which profit is calculated;
and the tax shall be paid by the purchaser to the wholesaler
or manufacturer and remitted to his Majesty in accordance
with such regulations as may be prescribed, and such whole-
saler or manufacturer shall be liable to a penalty not ex-
ceeding: $500 if such payments are not made, and in addition
shall be liable to a penalty equal to double the amount of
the excise duties unpaid.

"(b). That the Minister may require every manufacturer
and wholesaler to take out an annual license for the purposes
aforesaid, and may prescribe a fee therefor, not exceeding
$5.00, and the penalty for neglect or refusal shall be a sum
not exceeding .$1,000.

"(c). That any such tax, costs or penalties may, at the
option of the' Minister, be recovered and imposed in the
Exchequer Court of Canada, or in any other court of com-
petent jurisdiction, in the name of his Majesty.

''(d). That this tax on sales shall not apply to sales or
importations of—Meats, fresh, salted or pickled; butter,
cheese, oleomargarine, margarine, butterine, or any other sub-
stitute for butter; lard; eggs; vegetables; fruits; gi-ains and
seeds in their natural state; buckwheat meal or flour; pot,

pearl, rolled, roasted or ground barley; corn meal, oatmeal,
or rolled oats; rye flour; wheat flour; coffee, green, roasted
or ground; tea; salt; cattle foods; hay and straw; nursery
stock; fish, fresh, pickled, salted, smoked, dried or boneless;
sugar, syrups or molasses; anthracite or bituminous coal;

artificial limbs and parts thereof, or to goods exported.

"(e). That the provisions of this resolution respecting a
tax on sales shall be deemed to have come into force on the
19th day of May, 1920, and to have applied to all goods im-
ported or taken out of warehouse for consumption on and
after that day, and to have also applied to goods previously
imported for which no entry for consumption was made be-
fore that day.

"8. That a stamp tax of two cents be imposed, levied and
collected on promissory notes and bills of exchange of the
value of one hundred dollars or less, and that a tax of two
cents additional be imposed on every one hundred dollars or
fractional part thereof in excess of one hundred dollars.

"9. That a stamp tax of two cents be imposed, levied and
collected on each share of stock transferred.

"10. That the provisions of the said act relating to stamp
duties on bottles and packages containing a proprietary or
patent medicine or perfumery requiring that an adhesive
stamp be affixed to such articles by the person selling the
same, or by the importer, the manufacturer or producer, be
amended to provide that the said provisions shall remain
in force as regards the stock of such articles in retail stores
remaining unstamped on the 31st July, 1920, and such stock
may be sold in accordance with such provisions until the
31st dav of December, 1920, but on and after such last men-
tioned date every such article must be stamped before being
exhibited or offered for sale. The stamps shall be affixed to

all such articles, on and after 1st August, 1920, by the manu-
facturer or importer thereof, or by such person as the Minis-
ter may prescribe.

"11. That respecting bottles or packages containing winas,
sparkling and non-sparkling, manufactured or imported pre-
vious to the 19th day of May, 1920, stamps as set forth in

the said act shall be affixed thereto under regulations made
by the Minister.

"12. That the provisions of the said act relating to mov-
ing picture films, and all the other provisions of the said act
inconsistent with these resolutions, be repealed."

New Income Taxation.

The amendments to the Income War Tax Act are embodied
in the following Government notice of motion:

"Resolved, that it is expedient to amend the Income War
Tax Act. 1917, and the amendments thereto, and to provide:

"1. That the taxes and surtaxes, including the tax upon
corporations and joint stock companies, leviable and payable
under the provisions of section four of the said act, as enacted
by chapter fifty-five of the Statute^ of 1919, shall each be
increased by five per centum on incomes of five thousand
dollars and upwards, such increases to apply to all taxes
and surtax leviable for any income received during the calen-

dar year nineteen hundred and nineteen, or the income of
any accounting period ending in nineteen hundred and nine-
teen, as t?ie case may be, and for each calendar year or
accounting period thereafter;

"2. That e.-ich person liable to taxation under the said

act and the amendments thereto for the calendar year nine-
teen hundred and twenty, or any accounting period ending
in the year nineteen hundred and twenty, and for each calen-
dar year or accounting period thereafter, shall deliver to the
Minister of Finance, with each annual return of his income
prescribed by section seven of the said act, as amended, an
amount equal to at least one-fourth of the amount of the

tax and surtax, if any, payable by such persons according
to such return, and shall pay the balance, if any, of such
tax and surtax in not more than three bi-monthly instalments
thereafter, together with interest at the rate of six per centum
per annum from the date prescribed for making such return
up to the time of the payment of such instalment;

"3. That any person making a return of income less than
the correct amount shall pay the additional amount of the
tax and surtax due and in addition interest at the rate of

ten per centum upon such amount until the same is paid.

"If such deficiency exceeds ten per centum, but is under
twenty per centum, such person shall also pay an amount
equal to one-half of the amount of such deficiency in ad-
dition, and if such deficiency amounts to twenty per centum
or more, such person shall pay an amount equal to the amount
of such deficiency in addition."

Business Profits Tax
The Business Profits War Tax Act will be amended as

indicated in the following notice of motion:

"Resolved, that it is expedient to amend the Business
Profits War Tax Act, 1916, and the amendments thereto,

and to provide:

"1. That the profits earned in any business during any
accounting period ending in the year one thousand nine hun-
dred and twenty, which do not exceed ten per cent, per
annum upon the capital employed in such business, shall be
exempt from the tax prescribed by the act;

"That upon any such profits exceeding ten per cent, per
annum, and not exceeding fifteen per cent, per annum, there

shall be paid a tax equal to twenty per cent, of such profits.

"That upon any such profits exceeding fifteen per cent,

per annum, and not exceeding twenty per cent, per annum,
there shall be paid a tax equal to thirty per cent, of such
profits;

"That upon any such profits exceeding twenty per cent.,

and not exceeding thirty per cent, per annum, there shall be
paid a tax equal to fifty per cent, of such profits;

"That upon any such profits exceeding thirty per cent,

per annum there shall be paid a tax equal to sixty per cent,

of such profits;

"That in the case of a business owned by an incorporated
company, and with a capital of not less than twenty-five
thousand dollars, and under fifty thousand dollars, employed
in such business, there shall be paid a tax of twenty per
cent, of the amount by which the profits earned in such
business during any accounting period ending in the year
1920 exceeded ten per cent, per annum;

"2. That in respect to any business liable to taxation under
the said act, having a capital of less than fifty thousand
dollars, the rates of taxation set forth in section three of

the said act, as amended by chapter six of the Statutes of
1917, shall apply in respect of the 1917 and 1918 accounting

Continued on page 63.
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What Does ''Satisfaction Guaranteed" Mean?
Does Responsibility End with the Sale?

What Do You Say to the Irate Customer Who Complains That His Silk Shirt Has Faded in

One Washing or That There is a Hole in His Suit After Two Pressings?

—

Know Your Neighbors.

SATISFACTION guaranteed" is a

very common phrase seen in many
advertisements and displayed con-

spiciously in many clothing and haber-

dashery stores. Perhaps it has become

so common in its use that its meaning is

lost or there is no serious attempt to

carry out this promise to the customer.

In the rush of the twentieth century, one

is too apt, perhaps, to make a sale and,

having done so, forget all about it. If

satisfaction results from the sale, well

and good; if not, you are soiTy, but to

the irate customer you explain that it is

really not your fault if good dyes are not

put in shirts or if a poor quality of

cloth goes to make up the suit he bought

which gave so littl« satisfaction. This

customer comes into your store to show

you how his shirt faded out in one wash-

ing, or to show you a hole that came
in his suit after he had had it to the

presser's twice. Your halting explana-

tion sems only to make matters worse,

the irate customer walks out of the store

more irate still; and you have lost a cus-

tomer who may have friends to whom he
tells the story. And the little ripple

started soon develops into quite a sized

wave of indignation against your estab-
lishment. The result is obvious.

Responsibility Goes On

The fact of the matter is that, to a
merchant who is trying to do a good,
honest, business, responsibility does not
end with the sale of the article which
passes over his counter. It goes on until

that article has given the service which
you have advertised as a principle of

your business. "Service" is one of the

strongest words in the commercial cal-

endar; and a serious inclination to live

up to it will soon ostablish a good busi-

ness. It is to your interest to see and to
know that that shii-t you sold to John
Smith is what you represented it to be.

He asked you if it would wash. You said
it would. And when he asked you that
question he meant (and you should have
understood him so) would it hold the
color in laundrying.

Laundryman Passes the Buck

It is a very easy thing for the laun-

dryman to pass the buck to someone else.

All he has to do is \o explain that there
are so many inferior goods on the mar-
kets these days, due to haste in produc-

tion and to the fact that good dyes can-

not be secured, and the reason for the

torn shirt or the faded colors is given to

the satisfaction of an ignorant custo-

mer. But if you are a wise merchant
you can easily take time by the forelock

and, perhaps, evade the unpleasant inci-

dent that will follow when the irate cus-

tomer comes back to your store to com-
plain of the cheap shirt which his

friend, the laundryman, tells him you
sold him. If that incident is to be avoid-

ed, certain knowledge must be in your
possession before the sale of the shirt is

made.

The Spoiled Suit of Clothes

Even more important is it that this

knowledge should be in your possession

before you make the sale of a new suit

of clothes. With clothing at its pre-

sent prices, it is a considerable shock to

the average customer to have to buy a

suit to-day, and when he has bought it

he wants a reasonable assurance from
the vendor of the suit that it is what
it is represented to be and that it will

give good service. Well, he bought the

suit and paid your price for it with a

little kicking, but not much. You told

him that it was first-class quality, made
by one of the best houses in the country,

that the workmanship on it was all that

was to be desired, and, with the sale,

there was satisfaction guaranteed.

Only a few months have passed and he is

back in your store with the self-same

suit with a hole in it. You have made all

the explanation that you can think of,

but the customer is still unsatisfied and
he has a feeling deep down in his heart

that "satisfaction guaranteed" meant but

very little in the case of the sale of the

suit of clothes. You have told him that

all manufacturers are dishonest when
they say that that line contained eighty

per cent, of wool.

Know Your Neighbors

The fact of the matter is that the men's
wear trade, with prices as high as

they are now, requires more attention

than ever. Service, more than ever be-

fore, should mean something to the re-

tailer. "Satisfaction guaranteed,"

should be a real principle of business,

not merely a showcard hanging up in

your store. The torn shirt, the faded

colors, and the spoiled suit may be ab-

solutely no fault of yours, only insofar

as you were negligent in the acquain-

tanceship of the men who were to handle

that shirt or that suit of clothes after

they left your' hands. There are good
laundraymen and c'^^e^e are bad laun-

40

drymen; there are good cleaners and
pressers, and there are bad cleaners and
pressers. The retailer is the man on

whom the blame usually falls, because

he is the medium of exchange between d

the buyer and the maker. The buyer |l

holds you responsible for the quality of

the article he buys. He believes you to

be an expert in selecting good quality

clothes and fast colors in shirts; he

knows nothing about such things, but he

took your word for it when you said they

were what you represented them to be.

If that has not been the case, you are the

one who is to be shouldered with the

blame.

Every retailer would do well, when
selling a high-priced shirt or an expen-

sive suit of clothes, to know a good deal

about local laundries and cleaners and

pressers. Many laundrymen are none

too careful in the handling of shirts,

and the machinery which they use may I

easily tear the silk fibre. The mere fact

that a man can wash the dirt out of

linen is no guarantee that he is a laun-

dryman; he could do the same thing to

a dirty pavement and then he would be

known as a street-sweeper. And there

are cleaners and pressers (or men who
are engaged in cleaners' and pressers'

establishments) who know absolutely

nothing about the powerful acids that

are used in cleaning and pressing, or the

effect these acids wiH have on a costly

garment. The hole that has made its

appearance in the new garment, in all

probability, is due to the fact that too

much of this acid has been applied by a

careless or ignorant worker. And he has

very cheerfully explained to the irate

customer that you sold him a poor suit

of clothes, and that it was not what you

represented it to be.

You ought to study your neighbors.

Know a good laundryman and a good

cleaner and presser, and don't hesitate

to recommend him to your customer

when he is buying a suit of clothes or a

fancy shirt. There are some stores that

go the length of attaching a card to the

suit of clothes when sold directing the

customer to a tried cleaner and presser.

A suit that is kept in shape and always

looks well is a good advertisement to

your store.

It is to your advantage to have your

clothes well kept, your haberdashery

giving the service you advertised. And
that interest can only be manifested by

an intimate knowledge of the men who

are to handle those goods after they

have pased out of your immediate

hands.



Advises Conservative Buying With Due
Regard to Necessities of Legitimate Trade

Lyon Cohen, of Montreal, Does Not See Any Blue Ruin Ahead— Thinks Merchants Are
Thoroughly Alive to the Situation — Much Depends on the Action of the Banks.

IT IS not the opinion of Lyon Colien,

of the Freedman Clothing Co., Ltd.,

of Montreal, that the retailer needs

a great deal of advice as to how he should

buy and conduct his business generally

during the remaining months of the year.

The retailer, he thinks, is quite alive to

the situation. He bases his opinion to

a considerable extent on the buying that

is being done for Fall of the present y^ar

by retailers throughout the country, buy-

ing that shows a conservativeness with

due regard, however, to the legitimate

requirements of the season. In Mr.

Cohen's opinion the banks of Canada are

to be the final court of appeal in the

clothing situation, in fact, in tlie whole
finaancial situation, as it will develop

during the months that lie ahead. He
does not believe that tl •^ manufacturer
and the retailer are in a very different

position so far as: goods on htuid are

concerned. Manufacturers, like many re-

tailers, bou?-ht very heavily during the

period of extreme optimism of i.ne last

few years. Some of these goods are still

comins: in, and while it is perfectly true

that thev cannot be duplicated at the

same prices, they do not feel that they

want them on their shelves because of

the danger of over-stocking with the

consequent financial obligations at a

time when banks are strongly advising

caution and curtailing credits.

The Retailer's Position

The po.-ition of many retailers, accord-

ing to Mr. Cohen, is somewhat like this:

He Las bought quantities of goods for

Spring business which, because of the

Aveather and the somewhat curtailed buy-

ing ef the public, have not sold any too

well. During the last few years he has

made money and has paid; his bills;

some of these profits have been used up

in store improvements, the rest in way?

best known to him.self. A dull season

has overtaken him, however, and he is

isot just in the position to pay his bills

as he bad h.opec to be with the Spring

business off his hands. Immediately hc'

asks for time from the manufacturer or
the wholesaler. The manufacturer or
wholesaler is convinced of his honesty
and is willing to extend the time. But
here comes the question. What of the
boss? In other words, what will the
banks do? If the consurriing public stops
buying to a great extent, and if the
bank? squeeze tro hard—well, there will

be a panic. The sales of the past month
have indicated that the retailer is raak-
ing an effort to get the money to pay
his bills. But if he can't get it, he
can't, and that is all there is about it.

It would mean that some men would be
forced to the wall.

Panic Not at All Likely

But Mr. Cchen does not look for a

panic because he thinlis the retailer is

conducting himself and his business wise-
ly. The retailer, he thinks, has taken
to heart the advice of the bankers and
is doing all he possibly can to keep his

assets as liciuid as possible. Moreover,
he is buying as sparingly as possible.

''We are advising our customers." said

Mr Cohen to MEM'S WEAR REVIEW,
"not to overbuy, but, at the same time
to purchase according to their legitimate

wants. Last year, on account of the

great scarcity of goods we were com-
pelled to make allotments to many cus-

tomers; this year, for Fall business we
have not been compelled to do this be-

cause the customer, in the great ma-
iority of cases, is buying more ca^'efully.

Merchants are alive to the situation and
arc not buying more than they want.
Unlike last year, they are not now worry-
ing about deliveries, knowing that they
stand a much better chance of getting

the full deliveries and they are not forc-

ed to search the markets to such an ex-

tent for goods as they were last year."

Sees No Drop in Prices in Sight

Despite all the talk for lower costs of

clothing, Mr. Cohen did not see that

lover prices were in sight as yet. The
new tariff, he thought, might have the

tendency to drive people to more econo-

mical buying, and they might buy
cheaper clothing. "With all our desire,"

he said, 'to curtail the cost ef living, the

cost of labor is continually mounting, ana
the cost of the raw materials is still

going up. In the face of these two facts

—increased labor costs and higher costs

of raw materials—it does not look as
'

if there will be a possibility of reducing

the costs of clothing or general mer-
chandise. The Canadian mills are just

out with new prices and are asking in-

creases of from 10 to 20 per cent, over

prices for the same materials sold last

year "

Should Not Get Panicky

Mr. Cohen strongly advised that mer-

chants in these uncertain times should

not get panicky. "Therefore, merchants,"

was Mr. Cohen's conclusion, "while they

would be well advised to be conservative

in their buyincr, they should not be

panicky but should buy for their legiti-

mate needs." Regardina- their business

—and it was on this that Mr. Cohen
based much of his summary of the sit-

uation—he said it had never been better

in their history, on the whole. The West,

he said, was buying' very sparingly. So

far as sales for Fall to date were con-

cerned, he stated t'^at. up to the present
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time they had had the best season of

their history. "Our sales for Fall have
been spendid," he said. "With the ex-

ception of the West they have been equal
to those of any other season."

Frices Still Up;
Deliveries Slow

Little Hope for Change in Cotton and
Woolen Industries

In view of John Patterson, of Mont-
real, a man who keeps in the closest

touch with the woolen and trimming in-

dustry, there is little in the conditions of

these industries to warrant lower prices

or better deliveries. Regarding prices

and deliveries, Mr. Patterson said every
one hoped that there would be a little

easement in the situation before long
that two considerations had to be taken
into account—raw material and produc-
tion.

"The question of raw material is very
acute," said Mr. Patterson to a rep-
resentative of MEN'S WEAR REVIEW,
"and there does not seem to be any im-
mediate hope of this being overcome.
Neither is the difficulty of production,
one to be easily solved as labor seems
very unsettled, resulting in a glowing
up of the mechanical end of production;
and until these matters adjust them-
selves we can hardly look for steady
progress in production.

"Regarding prices, there is a real
reason for the high prices prevailing and
a reasonable expectation that they will
containue so for some time to come. One
reason is the successful demand of the
cotton mill employees for more pay and
shorter hours which mill owners were
compelled to grant. The other is the
increased public demand for all cotton
materials which has brought about a
condition whereby the buyers are com-
peting before the product ;is off the
looms. For this reason very few goods
come on the open market. Unfortunate-
ly, (his condition cannot be rectified by
in arbitrary price-fixing regulation or
Government commission.

"The real trouble is that there are not
enough goods to go round and the only
remedy is more production with more
goods. This cpndition may rectifv itself
within the next few years as the de-
"lands will become so great that produc-
tion will thereby increase on account
of the hicrh prices that will attract more
capital in the industry.



How a Made-in-Canada Campaign
Was Conducted; Industrial Floats

—

Appropriate Windows—Holiday
London, Ontario, Puts on the First Campaign of Its Kind in Canada—Advertising Manager

of R. H. & J.. Dowler Says It Was Great Success — Features of the Campaign.

Written by ERIC W. GIBBERD

A CAMPAIGN that gave great

publicity to Made-in-Canada goods
and the necessity of the buying

public demanding them in their stores

was recently held in London. From start

to finish this timely event was a huge
successs.

Under the direction of the London Ad-
vertising Club, many committees were
appointed months in advance—the re-

tailers all co-operating in a splendid

manner—and from chem the Advertising

Club secured the names of Canadian
manufacturers with whom they did busi-

ness. The Club wrote these firms, some
seven hundred, requesting financial as-

sistance and samples of their produce to

be used as prizes in various competitions

that were to be arranged.

Practically every manufacturer res-

ponded in a most generous manner.
Plans were made to decorate the city,

hold a grand parade of Made-in-Canada
floats, and a big masked ball and carni-

val in the armouries.

During the week every store in Lon-
don featured Made-in-Oanada goods,

unique and striking windows earned

many valuable prizes as well as much
comment by the buying public. Each
store carried the official pennant of the

London Advertising Club.

The parade of floats was held on

Tuesday, a partial civic holiday was pro-

claimed, hundreds of decorated cars,

some 80 or 90 floats, several bands—

•

The Questionnaire -sent out to

hundreds of citizens in London dur-
ing the Made-in-Canada campaign
contained the following questions:

1. Do you buy Made-in-Canada
goods? Say why.

2. Do you buy Nationally adver-
tised goods? Say why.

3. Do you read advertisements?
Say why.

4. Do you always find advertised
goods easily in stores?

5. Do you like to see pictures of
advertised articles?

6. Do you purchase much by
mail? Say why.

7. Have you greater confidence
in advertised lines than those not
advertised. Say why.

8. Why should you save Cana-
dian money now?

9. Which is the best dressed win-
dow this week? Say why.

Whether it be a Made-in-Canada
cam];aign or ayiy other kind of

campaign which aims to promote
the interests of the retail mer-
chants of any town or city, the

accompanying article ivritten for
MEN'S' WEAR REVIEW by Eric
W. Gibberd, Advertising Manager
of R. H. & J. Dowler, Ltd., has in

it many helpful suggestions to re-

tail merchants all over Canada.
Mr. Gibberd tells how the cam-
paign was conducted and the

success which attended the efforts

of the men behind it. The pro-

motion of the spirit of pride in

one's own town or city is as val-

uable an asset to the retail mer-
chant as anything he can do from
one year's end to the other in the

way of advertising. That is what
London's Made-in-Canada cam-
paign did and it might well be

emulated as a promoter of civic

pride by many othe.'- towns and
cities throughout the Dominion.

these made a most impressive spectacle.

Various motion picture companies with
their cameras were in evidence, making
an historical record of the first big

Made-in-Canada waek.

Had Questionnaire

One feature of considerable impor-

tance was the questionnaire that was
available in every retail store through-

out the city. It was directed to the

women, asking thorn many pertinent

Manitoba Tailors

Form Association

A Manitoba Tailors' Association was

formed at a meeting of the tailors of the

province, held May 28th, in the St.

Charles Hotel, Winnipeg. It was the

opinion of the meeting that the forma-

tion of the association would add

strength to the important matters which

confront the craft at the present time.

The luxury tax came in for a spirited

discussion, but no decisions were reached

at this session.
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questions that vitally concern retail mer-

chandising. For the best answers
these over 250 prizes were given out.

These were announced at a large mass
meeting.

The final act of the great campaign
was this mass meeting. Among the

speakers at this meeting were F. W.
Stewart of Montreal, and Professor
Robertson of Ottawa.

i

The Arkansas Clothiers' Association

have changed their name to the Arkansas

State Association of Retail Clothiers and

Furnishers, and the objects of the

association are:— (1). To promote good

fellowship and to strengthen the ties of

friendship among business acquaintances

engaged in the retail clothing and fur-

nishings buiness; (2) To develop an ex-

change among its members of the new-

est, best and most successful business

ideas and to promote progressive, scien-

tific and honorable methods in the re-

tail clothing trade; (3) To encourage and

practise benevolent and charitable deeds

among its members.

Sam Salinsky, of the Ideal Raincoat

Clothing Manufacturers, 281 St. Paul

Street West, Montreal, was held up at

the point of the revolver on June 4th,

while some $3,000 was stolen from his

premises and the premises of A. G. Gig-

uere, fur manufacturer, in the same

building.

S. R. Hunter acted as chairman, and

in conjunction with C. R. McFarlane,

gave the address of welcome on behalf of

the Merchant Tailors' Association. Alex.

Taylor and Chas. Tollington spoke for

the wholesale woollen trade.

The following committees were ap-

pointed: Resolutions, J. Stanley, J. S,

Stephenson, J. S. Laughton, of Bran-

don; publicity, S. R. Hunter, Alex. Sandi-

son, G. Tollington, .1. H. Curie; organiza-

tion, R. Durrant, J. S. Laughton, C. R.

McFarlane, J. Jenning, A. Taylor and

J. Gray.
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Tip Top Tailors opened a store at

Kingston on May 15th.

Joe Barnes has opened up an up-to-

date gent's furnishings' store at 250

Danforth Avenue.

Arthur Allan, of A. A. Allan & Co.,

Ltd., Toronto, is on a purchasing trip

tc England.

Bert Corner has opened out a new
store clothing and furnishings' store at

82 King Street West, Hamilton.

Pantaloons for the constables of Mont-
real will cost $2.55 each and $3.35 for

the officers' pantaloons.

Oak Hail have returned to their old

coiner at King and Germain Streets,

St. John, after four years' absence.

Calhoun & Co., have opened up a large

gent's hat store on King Street East,

Hamilton. They have branch stores now
at Winnipeg, Regina and Vancouver.

Van Wart Waller Co., of 1254 Bloor

Street West, Toronto, have discontinued

business, and they have been succeeded

by R. D. Vl ilson, of Midland, Ont.

The House of Hobberlin is being grant-

ed a Dominion charter under the name
of The House of Hobberlin, Ltd., with

a capital of $500,000.

The Summerland Supply Co., of Sum-
merland. has sold its clothing and gent's

furnishings business at its upper store

to F. B. Corey, of Cancouver.

Electric shears for tailors which can
he used wherever an alternating current
of low freqeuncy is available have been
invented by a Frenchman.

The l.atc R. B. Harcourt, a merchant
taailor, of King Street, Toronto, wKo
died on March Ifi, left an estate of

$153,487.

.'ame*i Alli.son"s store at 109 King St.

West, Toronto, was robbed of a quan-
tity of clothing. The thieves were caught
and the goods recovered.

Garment makers in the employ of the

Punchard Birrell Co., of Toronto, went
en strike because they were asked to

sign a card giving the time put in on
the garment they were making.

William Clarkson, a veteran tailor

of the city of Winnipeg, was found dead
on May 28th, at his place of business,

415 Sherbrooke Street. He had been in

Winnipeg for 40 years.

Johnston's have opened a new store

just south of the Post Office on Brock
Street, Whitby, Ontario. L. W. Saun-
ders is in charge and is assisted by Miss
Godfrey, of Whitby.

According to the "Labor Gazette," an
English publication, prices on men's
suits, overcoats, underclothing, hosiery,

boots and textile materials purchased by
the working clas.se 3 were fi-oni 320 to

330 per cent, higher in May, 1920, than

in July, 1914.

Manitoba merchant tailors have for-

warded a resolution to the Dominion
Government asking that the minimum
price of a suit of clothes subject to the

new tax should be $65 and that tax

should be collected only on the amount
in excess of that figure.

Merchant tailors of Charlottetown

have openly protested in a letter to Mr.

Ti'owern, Dominion secretary of the Re-

tail Merchants' Association of Canada,

against the burget of Sir Henry Dray-

ton on the ground that it is an imposi-

tion and a hardship and will not get

revenue as desired.

J. C. Shannon, a clothing manufac-

turer of liOndon, England, has made the

statement that they can produce suits,

transport them to America, pay the duty

and sell them to the i-etailer for $32

each. He adds that the same quality of

suits are now selling here from $60 to

$80 while their's can 'oe sold at $38.40

with a 20 per cent, profit.

Mr. Adanis, vv-ho is a merchant tailor

in Napanee, has been oblig'^d to send

some of his work to Toronto because

workers are not willing to submit to

the quiet life of a country village. The
"Napanee Beaver" goes on to comment
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that this is a state of affairs which no
amou.t of theory or philosophy is going
tc find a remedy for. "Nothing but the
pinch of hard times will bring people to

lenlize that there is a bound to their

desires. This of course is a hard remedy,
but we have known it to be effective."

QUICK RECOVERY OF GLOVE IN-
DUSTRY

Made Phenomenal Strides in Building

Up Own Industry

The French are now manufacturing
their own fabric gloves, and are relying

on their own efforts for the materials

necessary to every stage of production.

Until the outbreak of the war, the French
were content to admire and buy the Ger-
man fabrics without dreaming of manu-
facturing for themselves.

In 1914 there were hardly half a dozen
looms for the manufacture of glove

fabric in the whole of France. Thous-
ands of bolts of this basic glove material
were brought into the country, and the

French manufacturers were perfectly

content that it should be so. They ad-

mired the perfection of the German
manufacture and business methods, and
they never dreamed of competing with
their efficient neighbors by producing
glove fabrics, dyes, and many other

articles of prime necessity to them.

At the beginning of the war the French
were thrown back on the stocks of glove

fabrics that lay piled up on their shelves.

These were sufficient to keep their in-

dustry going for some little time. Un-
expected inroads were made into their

supplies, however, as the demand for

fabric gloves increased in proportion to

the rise in the price of kid. The day
soon came when the glove manufacturers
faced a serious crisi.i. There was nothing

to do but to manufacture their own fabric

and build up a new industry from the

beginning under difficult war conditions.

Confessing their own weakness, they
sent abroad for expert mechanics, who
brought the required machinery with
them to France. "For once, says "La
Revue Textile "a new enterprise was
fostered and encouraged and given such

financial aid as was necessary." Various

methods were tried out, and the most
practical selected and installed.

The new industry developed with sur-

prising success and rapidity. The French
soon were able to supply their glove in-

dustry not only with the necessary fabric,

but with fabric made of French yarn.



M 10 N ' S W 1*: A R REVIEW

When the manarjer of a clothing department in departmental store can secure the full ivindow space of that

store for a display, he has gone a long way toward piishing the sales atid promoting the interests of his own de-

par-tment. Occasionally Fred Tennant, manager of the clothing department of the John White Co., Ltd., of

Woodstock, succeeds in doing this and, when he does, he puts the very best effort into those windows possible.

This set of windows was arranged by their display man, P. R. MacLean, during the second iveek of May. It con-

sisted of the best qualities of mien's lines carried in stock and the advertising of the week in the county newspaper
corresponded ivith the windows, that is, it promoted quality goods among the young men of the city and county.

The windows are very attractive and, as the store occupies a commanding position on the main street of Woodstock,

they had every chance to make a strong appeal.

NOT A r.T XURY TAX
(Continued from page 33)

goods and the people would wear poorer

qualities of wool in their suits. Ha
stated that one house had already offer-

ed him a ten per cent, reduction in their

prices.

Mr. Johnson said he had made some

inquiries of the Government with regard

to some p.;ints which did not seem V2ry

clear in the statement given by the

Minister of Finance. One Y;as regarding

the tax applying on the cost of the suit

or other article above the figure speci-

fied, or whether it uppMed to the whole

cost. He was informed that the tax was
applicable to the entire cost of the ar-

ticle as set out in the budget.. He had
also been informed that this tax would
be collected by the Government on the
first and fifteenth of the month. He,
along with other merchants, advised the
opening of a new account in the bank
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-vvhich v/ould be for this tax only. The
Commissioner of Taxation had also in-

formed him that the Government would
lequJre only such .^lips from the retailer

as contained articles on which there was
n luxury tax.

Jess Abelson, of Ottawa, believed it

was well to take for granted that the

people knew about the tax. "I don't talk

tax to the people at all. I simply make
out the bill and present it to the cus-

tomer and take it for granted that he

l.T.ows all about it."



Tightening of Credit; Slow Buying;
These Factors Will Lower Prices

Raw Material Has Changed Hands Many Times—Every Exchange Means Added Profit

—

Manufacturer Must Help Bear Brunt of Falling Prices.

By E. GILBERT, Advertising Manager J. H. Blumenthal's Sons, Ltd., Montreal.

HOW can prices come down in th,e

face of higher labor costs, small

production, and high cost of raw

material? That is the question that

many are asking—what's the answer?

To my mind there are two factors

which will cause prices to come down,

despite these facts. The first is the

tightening of credit, the second is the

hesitancy of the retailer to buy. Either

of these may be sufficient, both of them

will be all-powerful.

Everyone knows that raw material

has in the past few years passed back

and forth between manufacturers and

jobbers any number of times before it

was ever put on the cutting tables. And
I know of a case where piece goods al-

ready cut were sold in New York City

by one manufacturer to another who was

in dire need of the goods. This passing

back and forth of piece goods and other

materials that go into the finished pro-

ducts, necessitates that the manufac-

turer sink a great deal of capital into

material, or else borrow heavily from

the banks. And naturally each transi-

tion of the goods from one house to an-

other produced a profit for the seller

which is tacked on to the material be-

fore it is ever made up. That was to a

great degree the reason for excessive

prices. With banks tightening up on

credit and rati'jning it among industries

as is being done in the States at the sug-

gestion of the Federal Reserve Board

—

where is the manufacturer who will, in

the fast waning demand from his trade,

sink capital into material? Some there

may be, but every Tom, Dick and Harry
will not be able to do it. The manufac-
turer who is desirous of keeping capi-

tal fluid—for liquid capital is demanded
by banks to-day when a line of credit is

filed—must cease these jobbing opera-

tions and get down to production. And
out of the cellars and warehouses, will

come hundred.? of pieces of goods to bo

cut and finished at once in order that
idle capital may become fluid capital.

Now, hesitancy on the part of the re-

tailer at this time will produce a price-

cutting orgy on the part of the trade
and the first signs of it may be seen
right now as I write.

Yesterday a salesman came into our
store with samples—in which our buyer
expressed no interest. The prices on
these goods had been cut two dollars,
but the salesman said he was disgusted
—he had seen everyone in Montreal and
they wouldn't touch the stuff', as he put
it, because other manufacturers had cut
prices even more than his house. Not in

"Blinnenthal i:f with K'ana-

makcr" was the startlbig head-

line of a page advertisejucnt re-

cently run by R. H. Blumenthal's
So7i, Ltd., of Montreal. The Wana-
maker plan is now well known to

Canada. Responding to the insist-

ent demand for lower clothing

prices, this store advertised a 20%
reduction on everything in stock.

It, perhaps, was the beginning of

that price-cutting tvave that has

swept over the important cities of

the United States the ripples of

which have reached Canadian
shores. Two or three weeks pre-

vious to this announcement,
Blumenthal had "guyed" the

Overall Movem.ent and had point-

ed out that market conditions did

yiot lend themselves to the belief

that lotver prices were in sight.

But the psychological effect of the

ynovemeni to Bhmienthal ivas, ap-

parently, not to be overlooked.

Spring bi(si7iess was poor but be-

hind this there was the belief that

consumers were holding off on ac-

count of high prices.

Blumenthal believed that there

were remedies for high prices.

What were they? MEN'S WEAR
REVIEW wanted Blumenthal's

viewpoint. In the accompanying
article their advertising manager
outlines them.

With regard to their own sale,

conducted as Wanamaker adver-

tised his, Mr. Gilbert says it was
a success. It might be mentioned
that Blumenthal's received a con-

gratulatory letter from Mayor
Martin of Montreal expressing hii

appreciation of the effort they

were making to bring down cloth-

ing prices.

and more into the limelight as the pub-
lic is aroused to the fact that the re-

tailer is not solely to blame—that he
may have a profit—and that his prices
are based on cost.

years have so many special offers been

made to us by manufacturers as we
have received in the past two weeks.

Our 20 per cent, discount sale has

been a great success. It has meant a

considerable loss of profit to ourselves

and we feel that now it is up to the

manufacturer to make some sacrifices. I

have read an interview with a wholesale

manufacturer who said that the retailer

must bear the brunt of the demand for

lower prices. But you may be certain

that the manufacturer must take his

share of the sacrifice, he is coming more
4.",

Real Profiteers

in Bd. of Com.
Member for Kent Scores This Body

A. B. McCoig, who represents the

county of Kent in the House of Com-
mons, recently paid his respects to that

board by declaring that they had accom-
plished nothing since their appointment
and that about the only profiteers they
had brought to light were themselves.

He recalled that the Liberals had op-

posed the appointment of the board, and
urged instead the appointment of a pub-
lic prosecutor, who could investigate

much more cheaply cases of profiteering.

He still believed that that would be the

best way to check profiteering. "Why
are the Government going to let this

board run wild?" asked Mr. McCoig.
"Are they going to allow the board to in-

convenience beyond all reason people
who are transacting business honestly,

requiring them to have special clerks to

keep track of every article taken in

and sold, and every cent of profit which
is made?" The board had not succeeded
in putting a profiteer in jail in the last

year, nor had it extracted one dollar

of unjust profit from anyone in Canada,
yet it was going on upsetting the busi-

ness and trade of the country.

When the board was appointed the

members refused to work for a salary

of $7,000 each and $8,000 for the chair-

man. They demanded $8,000 each and.

$10,000 for the chairman. "This was the

only real profiteering that they have dis-

covered up to the present time." he de-

clared. "If we are going to keep com-
missions like the Board of Commerce,
who raise their salaries, not by 10 cents

on the dollar, but by $2,000 at a jump,
I want to say that the minister's pro-

posals for taxing the plain people for the

necessaries of life will be absolutely re-

jected when the people have an oppor-

tunity of expressing themselves."



"Putting Spotlight on Mayor^s $35.00 Suit'';

Story & Story of Winnipeg Adopt New Tactics
Reply to Mayor's Attack on High Cost of Clothing by Showing Up the Mayor's Cheap Suit

Point Out Its Glaring Faults and Make Comparisons With One of Their Own—
Can't Beat Market by Buying Cheap Clothes.

STORY & Story of 350 Portage Ave.,

Winnipeg, believe in caiTying the

war into Africa. When a prominent
man makes an attack upon the clothing

trade by advocating that cheap clothes

be worn so that the high cost of clothing

might be beaten to earth, they believe

in counter-attacking. And when the

man who makes such an attack is the

wearer of a suit of clothes which, by
his statements, he inferentially holds up
as an example to the public which might
well guide them in the purchasing of

their clothes. Story & Story have an

excellent target for their counter-attack.

So, forthwith, they make the counter-

attack.

What Mayor Gray Said

Mayor Gray of Winnipeg, was the

target. He, it was, who was blazing

the trail of the "cheap cljithes" man.
In a statement given to an interviewer

of the Winnipeg Free Press the Mayor
said:—"Winnipeg citizens are them-
selves responsible for the high cost of

clothing, and by careful buying and
pocketing some of iheir pride can bring

the cost down to reasonable figures. . .

Cost of wearing apparel is as much due

to the false pride and stupid affectation

of certain people who wish to appear as

well dressed as people who can afford it

better than they can, as to the pro-

fiteer." The Mayor went on to hold

himself up as an example by stating

that "yesterday" he had bought two
suits of clothes for $35.00 each. "And
they are as good as many $60.00 suits."

declared the Mayor, and he conclyled by
stating that he would not buy the best

in clothes as long as the cost of clothing

remained as high as it was at the present

time.

"Putting the Spot Light On"

This statement of the Mayor's aroused
the ire of Story & Story and they pro-

seeded to make an effective reply. They
did it by using a half-page of the Winni-
peg Free Press. In the first place, they
secured a photograph of Mayor Gray
a'dorned in his $35.00 suit after he had
worn it about three weeks. This was re-

produced in their advertisement. Side

by side was another photograph of one
of their Hobberlin suits which had been
worn for five months. The difference in

the appearance of the two suits is, to say

the least, very striking. Presumably,
this is a $60.00 suit, for Story & Story

state in their advertisement that "We
wish to inform the Mayor and, incident-

ally, the public, that the $35.00 suits

spoken of by the mayor and, which he

says are as good as many $60.00 suits,

THE MAYOR'S SUIT.

Our Mayor Gray, the other day.

To a Free Press scribe did say.

That all the money he had paid
For two suits (which we hope won't fade),

Was ten buclts more than half of fifty.

Which clothes, he said, wei-e plenty nifty,

And urged upon all of the rest,

"That they refuse to buy the best."

The pretty girls upon the street.

Which many men think look so sweet.

The mayor says—we s'pose he knows

—

Spend too much "dough" on pretty clothes ;

"They carry their earnings on their backs,"
The mayor states these are the facts.

The men, he said, "Are just as bad,"
But surely they are not all mad
Because they try to look as well

As others who are very swell.

For these men have to hold their jobs :

The mayor doesn't, so we're told.
. . J. .

The mayor buys the "sixty" kind
For "thirty-five" ; but in his mind.
We think, these suits must sure abound.
For we have failed to fee them 'round.
The one he is wearing surely shows
How very little our mayor knows
About the RjEAL value of MEN'S CLOTHES.

We gave the mayor our only vote
To lead the council, not "get the goat"
Of men who do know how to dress :

And really now we must confess.
'Twill hurt our pride if he should wear
This awful suit while in the CHAIR.

The "BEST" you known will last far longer.

The wools they're made from are much stronger ;

The workmanship on them is better

;

Which we have proven in our letter

:

They're sewn with silk instead of thread :

This, of course, you have often read ;

The Hobberlin suit is full of life

And ready for some further strife

:

The mayor's suit we've shown is dead.
We hope he gets this through his head.

(Signed) W. MORLEY STORY.
STORY & STORY.

do not appear to us to be as well made
as are Hobberlin tailored suits at $60."

What the Spot Light Shows

Story & Story then proceed to

tear the Mayor's suit to pieces, so to

speak. There are seven things wrong
with his $35.00 suit of clothes. Here
they are:

—

1. Collar falls away from right side of

neck, a glaring fault. No effort has ap-

parently been made to fit the Mayor's

low right shoulder and hold the front of

coat in its proper position.

2. Fronts badly broken and unsightly

(suit worn about three weeks) caused by

poor workmanship or cheap machine-

made fronts, or flimsy, inferior, low-

grade, poor quality canvass inside—the

infallible sign of a poorly-made suit.

3. Sleeves carelessly put in, not shape-

ly, but unsightly.

4. Note the hollow irregular line here

—showing poorly and unevenly cut

fronts, or carelessly made up.

5. Coat appears to be nari'ow in

width across front for the mayor's fig-

ure.

6. Trousers IV2 inches too short (with-

out cuffs). This should have been at-

tended to in the fitting.

7. Vest appears to be too small at

waist, causing it to pull at the buttons

and wrinkle badly. We think it is also

too short.

After each point is made out against

the mayor's $35.00 suit, Story & Story

proceed to show wherein their line of

clothes overcomes these glaring faults.

And as an illustration of these points,

there stands that other figure with a

good $60.00 suit on, after five months
wear, which is a model of perfection.

Get What You Pay For

Some useful morals are drawn from
the incident by Story & Story. "You get

what you pay for. It is unusual to get

something for nothing. If you buy
cheap clothes you get poor workman-
ship; it cannot be otherwise with the

present high wages being paid workers
in the tailoring trade. The confidence

inspired by good clothes is a tremen-
dous asset to a man who has to make
his own living. Good clothes are vastly

more economical in the end. Measuring
values by price alone is as absurb as

measuring a man's brains by the size

of his hat. The man who makes up his

mind that he will not buy cheap clothes

this season, is helping to bring down
prices eventually by making a suit last,

thus minimizing his purchases." The
parting shot of Story & Story is "The
way to beat the market is not to buy
cheap clothes." The advertisement has

a startling heading to it "Putting the

spot light on the Mayor's $35.00 suit."

Good Advertising Stunt

In the first place, this was a good ad-

vertising stunt for Story & Story. To
deal with a prominent figure like the

mayor and to have a picture of him as

the central figure in the advertisement

could not help but attract attention, and

that is one of the first requisites of good

advertising. They did not rush too make
their reply but waited until the mayor
had bought and worn his new $35.00

suit for three weeks. The interview was
given to the Free Press on April 22nd.

In this advertisement of May 7th, and

the very style of it there is a suggestion

for other retailers whose businef/; is

being attacked by prominent persons

who know little or nothing about the

clothing business, or by reason for the

present high costs of the same. If some

one in your town or city happens to do

the same thing, get after him.

j__
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Costs Should Not Be Estimated in Dollars;

Time and Energy Are Much Better Equivalents
Talk to the Farmer in Terms of Corn, Wheat and Oats—To the Laborer in Terms of Number

of Hours Work—The Mason, Blacksmith, Hod-Carrier, Plumber and Sheet Metal
Worker Are in the Same Class.

THERE are some extremely good

arguments for the retail clothier

in the following letter written by

M. W. Cresap, of Hart, Schaffner & Marx,

to Col. Fred Levy, president of the Na-

tional Association of Retail Clothiers,

and printed in the Chicago Apparel Ga-

zette. This letter was read by President

Levy at the recent conference of the

National Association in Chicago :

"My Dear Colonel Levy :

"The method by which your associa-

tion is approaching the question of cloth-

ing prices commands admiration. When
a business or an industry is on trial

before the public the temptation always

is to take a defensive attitude. How
much better it is willingly to endeavor

to get at facts and seek a solution.

"It is unfortunate that so many mis-

leading statements are printed about

high prices, and even more unfortunate

that there is so much misunderstanding

in regard to what a man pays for a suit

of clothes.

"The dollars that a man pays for

clothing is not a fair measure of the

cost. The amount of time and energy

required to earn the equivalent of a suit

of clothes is more nearly the ti-ue

measure.

"The farmer who has corn to sell can

get a suit for less corn to-day than 'le

could in 1914. Then he had to sell fifty

bushels of corn to get the money to pay
for a $25 suit of clothes; now his fifty

bushels of corn will obtain for him a

$60 suit and leave him $10 over.

"The same application can be made to

other crops. It took thirty-three bushels

of wheat to buy a $25 suit in 1914; on

November 1, 1919, it took only twent-

eight bushels to buy a $60 suit. It re-

quired two hundred pounds of cotton to

buy a $25 suit in 1913, and it takes only

one hundred and fifty-eight pounds to

buy a $60 suit now. Ninety-eight pounds
of butter would buy a $25 suit in 1914;

it takes no more than that to buy a $60
suit to-day. One hundred and sixty-one

pounds of wool would get a suit of $25
clothes for the sheep raiser, and now
one hundred and eighteen and a half

pounds will buy a $60 suit.

"The bricklayer in 1913 had to work
fifty-five and a half hours to earn money
for a $25 suit of clothes. Now, with the

opportunities for steady work and over-

time he can earn a $60 suit of clothes

with less effort. It took a blacksmith in

1913 seventy hours to earn a $25 suit of

clothes, and he can earn a $60 suit now
with about equal ease. An unskilled
laborer in the building trades had to

work a hundred hours five years ago to

get a $25 suit of clothes. Now he can
get a $60 one by working about ninety-

five hours. The hod-carrier, the machin-
ist, the plumber, the sheet-metal worker,

the roller in the steel mill, are in the

same general class. Their hourly rates

of work alone would make it possible

for them to put forth no more effort to

earn a suit of clothes, whereas in these

days they have steadier woi'k and plenty

of pay for overtime.

"Incomes of the greater part of the

population of the country show quite

generally that there is either less effort

required to get clothing, or at least no
more effort than before the war. There
is another class—the so-called middle

class—concerning which no figures exist;

in the last eighteen months much relief

has been afforded to that class.

"It is no wonder, considering the gen-
eral prosperity of the country, that the

demand for clothing is enormous. In

the past, many people have been denied

the luxury of quality and style, and it is

only human nature that now, having the

money, they should aspire to the satis-

faction that comes from being well

dressed.

"The fact that these things are ao

certainly does not justify an excessive

profit, nor does it warrant business men
anywhere in saying that profiteering

does not exist, because there have been
cases of profiteering and will continue

to be unless it can be reached, and good-

minded merchants everywhere ought to

be extremely glad that the government
is taking steps to discourage it.

"Entirely aside from profiteering,

there are two other vital questions. How
much can clothing prices be reduced by a

lowering of legitimate profits ? Probably
not very much. Few retailers have here-

tofore understood the necessity and
manner of making depreciations. Inven-

tories, receivables and equipment have
not been properly taken up. There
has until recently been almost no effort

in retail accounting to set up reserves

for contingencies. It has unfortunately

been the desire of most retailers to make
their showings good, and the temptation
always at the end of the year is to leave

figures at a high mark. The federal

tax laws are serving a beneficial purpose
in teaching retail merchants the neces-

sity of depreciation, but even to this day
many retail merchants are paying taxes
on profits that were not real.

"According to any records that exist,

the average retail profits over a period

of years have not been excessive, and, if
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the proper shrinkage had been applied,

they would have shown on the average

a meagre result. In the past year, on

a rising market, with an increasing

volume and an expense not increasing so

rapidly, the situation has, of course,

been improved.

"The only thing that will bring about
the reduction of clothing prices by a

closer margin of retail profits is volume,

because any business of size can afford

to operate on a closer margin of profit.

When the idea becomes firmly fixed in

the mind of retailers that volume brings

about a reduction in the percentage of

expense, and therefore enables closer

selling, a very great step toward the

solution of this problem will have been

taken.

"After all discussions of profits and
profiteering, the highly important fact

remains that the cost of distribution is

the truly great problem.

"There is no royal road to the reduc-

tion of the cost of distribution. Mer-
chants must pay rent and employ sales-

men and promote their business and give

service, and these things cost money.
How can they be made to cost less

money and distribution thus become a

steadily decreasing burden to the con-

sumer, deserves deep study. This ques-

tion is not peculiar to the clothing busi-

ness, but to all articles which are pro-

duced for human consumption.

"The chief note which should be sound-
ed to-day for all business, whether whole-
sale or retail, is that of service, and ser-

vice in this case means not only giving

good and honest merchandise at a close

profit, but in loading the processes of

production and distribution with the

least possible expense. It is not fair

to the people that the price of any com-
modity should have to carry unnecessary
cost. As a prominent writer on business

subjects recently said, business succeeds
only as it serves. Unless it adds to the

sum of human happiness or comfort
something which no other activity or

agent can supply so deeply or so well,

it is not fulfilling its real function."

R. H. & J. Dowler entered a splendid

float in the recent "Made-in-Canada"
campaign in London. It was of Twen-
tieth Century Brand clothing. Gallants
dressed in bright-colored costumes rep-

resenting each past century from the

14th to the 19th rode on the side of the

float, while a group of smartly-dressed
youths represented the twentieth cen-

tury with its neater but quieter tones in

clothinL;.



What is Happening in the Trade?
WHAT is happening in the trade? Peleg

Howland, president of the Imperial Bank
of Canada, in his recent annual address to

the shareholders of the bank, made the state-

ment that there never was a time within his

memory when conditions were so unsettled as

they are at the present time. Sooner or later,

he said, he looked for a period of deflation. How-
ever, if it came soon he believed that it would be
only temporary in view of the shortage of com-
modities throughout the world. He did not see

that there could be any real permanent reduc-

tion of prices until real work supplied a sur-

plus of goods.
Mr. Rowland's statement applies to the

trade in every respect. Conditions are most
unsettled, and these conditions obtain over the

whole continent and are even reflected in slight

ripples on European markets. Two or three

causes seem to have contributed to this uncer-

tain outlook. There was the poor Spring busi-

ness caused mostly by inclement weather, to-

gether with a slight inclination on the part of

consumers to economize in buying. Then there

was the action of the Federal Reserve in the

United States in curtailing credits with the re-

sult that a number of the smaller men began to

feel the pinch and began sacrificing their stocks.

The action of these houses was soon reflected in

the retail trade. A price-cutting wave swept
over the United States from coast to coast,

started, perhaps, by John Wanamaker, of New
York, who gave a 20 per cent, reduction on
everything in stock. This orgy of price-cutting

has been a real one, and there has, undoubtedly,
been a sacrifice of considerable profits on the

part of retailers in that country.

Movement Hits Canada

No man can live unto himself alone even in

the clothing business. Behind the price-cutting

wave of the United States were conditions ex-

actly similar to those in this country; but, by
temperament, the Canadian is not as suscept-

ible to gusts of excitement as the American.
Withal, there has been a good deal of price-cut-

ting and sacrifice of profits. The trade gives

other evidences than these of an unsettled and
altogether uncertain condition. . The sales that

have been held in many cases, no doubt, have
been necessary simply because money was re-

quired to meet obligations. It will be remem-
bered that MEN'S WEAR REVIEW a few
months ago sounded a warning by publishing an
interview with Mr. Moff"att, the general manager
of the Imperial Bank of Canada, in which he
advised that merchants should keep their assets

as liquid as possible in view of the inevitable

break. Many retailers had a fairly large stock
of goods on hand even before Spring business
opened, because of an accumulation of goods
as a result of large buying during the last few
years with delayed deliveries. With the failure

of the Spring business, stocks were too high, and
returns were not forthcoming to meet their bills.

The sales became necessary and the spirit of
competition began to assert itself as it had not
done for the past four years.

There is still one other evidence of the un-
certain outlook. Cancellations of Fall orders
have been frequent and heavy. MEN'S WEAR
REVIEW knows of cases where the whole sheet
of Fall orders has been wiped out with the ex-
ception of shirts. It is also evident that many
merchants are reducing the number of houses
with which they deal. A manufacturer stated
to MEN'S WEAR REVIEW in Montreal that,
whereas a merchant during the past four years
when he scrambled for goods dealt with three
or four houses, he was now cutting down his
accounts. Coinciding with this statement is the
statement of other houses, the very large ones,
who say that their business is bigger than it has
ever been. Some of the smaller houses are the
losers, no doubt; and there have been some
closings-down. Merchants are going to the big
houses, hoping they will be able to carry them
through whatever lies ahead.

Is It the Beginning of Lower Prices?

Many merchants are asking themselves this
question: Is it the beginning of lower prices?
Assuredlv, many merchants with whom MEN'S
WEAR REVIEW has talked believe it is and that
a period of hard times is upon them. That there
is a feeling broadcast over the country against
continued high prices of all commodities is cer-
tain, and there is the consequent economical
buying. The new Luxury Tax has not helped
matters in this respect. Continued holding off

on the part of the retailer, in all probability,
will create greater competition amongst the
manufacturers and wholesalers and may thus
lower prices. MEN'S WEAR REVIEW was in-

formed recently by a banker that banks felt

that manufacturers and wholesalers had large
stocks on hand and that they would force them
to sell before more credit was given.

Whether or not this is the case, the fact re-

mains that replacement values do not lend en-
couragement to the view that a period of
depression could long continue. Woollens and
cottons are all higher in price, while the de-
mands of labor are ever upward. Production,
while on the increase, seems yet a long way off

from satisfying the world demand for goods;
and so long as the demand is up, a break in

prices does not seem to be possible for any
length of time. As Mr. Howland stated, perma-
nent reduction in prices does not seem possible
till real work supplies a surplus of goods. The
probability is that this period of uncertainty
will continue for a time; but there does not
seem to be anything reliable on which to base
the theory that a big break in prices involving
considerable losses is in sight. The best advice,
it seems to us, is that given ,by a number of
wholesalers and manufacturers to MEN'S
WEAR REVIEW, that is to buy, having in view
the bare requirements of the trade only.
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A Luxury Tax that Does Not Tax Luxuries

and Is Not, in Any Respect, a Luxury Tax
The Man Who Buys the Thing He Needs is Taxed For Its Full Value Rather Than For His

Indulgence in a Luxurious Price of a Necessity— New Burden of Sales Tax Will

Not Likely Be Made Up by Reduction in Excess Profits

IN imposing what he calls a new Luxury Tax,

the Finance Minister, Sir Henry Drayton,

has obviously followed the lines of least

resistance. To call it a Luxury Tax is, perhaps,

the harmless, though not always intelligible,

indulgence of a politician in a practical joke.

Sir Henry had to have revenue with which to

carry on the government of the country and help

pay off the huge national debt; so he, appar-

ently, sat down with his pencil and wrote a list

of the most common articles in use to-day and
said to himself: "We will tax these because they

are most in use and, therefore, will bring the

greatest amount of revenue." He then, very

likely, reached out for his dictionary to find a

suitable name for his new tax; the dictionary

opened at L and the first word that caught his

eye was Luxury—hence. Luxury Tax. The
name was selected in a trice and clothiers will

agree that it looks like it, too.

The idea of a Luxury Tax is sound enough.
It has been the extravagant indulgence in lux-

uries on the part of the people of this country

that has tended greatly to put prices where they

are to-day. People have been mortgaging their

homes for automobiles, they have gone to wild

excesses in the pursuit of enjoyment, they have
dressed more gorgeously than ever before, both

in the style of their garments and in the num-
ber of them in their wardrobes; they have join-

ed the vicious circle of higher-wages-demands,
little thinking that this, without the accompany-
ing greater production, was at the very root of

the thing they pretended they were trying to

combat, namely, the High Cost of Living.

Sir Henry Drayton had a good idea in the

back of his mind when he decided to place a tax

on luxuries. But in his selection of luxuries he
made the grossest errors, leaving out many of

the very obvious luxuries in which people are

indulging to-day; and in those in the clothing

line which he did select he did not impose the

tax on the indulgence in luxury at all. Clothing
men would not have offered the slightest objec-

tion to the Luxury Tax if, in fact, it had been
such a tax as would have imposed additional

financial burdens on the shoulders of the people
who were bound to indulge in luxuries, no mat-
ter what happened. That is the very thing he did

not do. If he had said "We will tax ten per cent,

en a suit of clothes or overcoat or hat or cap or

shirt or necktie on the difference between a rea-

sonable figure and a higher figure," there would
not have been the slightest objection in the

world. We doubt very much if clothing men
would have objected greatly to this "reasonable
figure" being placed even lower in some cases

than it is; even the poorer man would then have
contributed a share to the national burden of

the country. As an instance : If he had placed
his ten per cent, tax on a suit of clothes, fixing

the exemption at even $40, we do not think
there would have been any great objection

taken. It would have placed a tax on a man's
indulgence in a luxury; if he bought a $65 suit,

he would then pay a tax on $25 instead of the
whole $65. True, it may be hard to get a good
suit for $40, but a fairly good one may be had
for that, and if a man wanted to pay more, then
let him pay a ten per cent, tax on the amount
over that figure. The same idea should have
been carried out in respect of the other articles

of wearing apparel.
The immediate effect of this phase of the

budget will probably be to create a demand for
a cheaper suit of clothes around the $45 and $50
priced suit. We doubt if it will have any great
effect on the higher-priced suits; men who can
afford to pay from $75 to $100 and over that
figure for a suit of clothes will not hesitate
greatly on account of the tax. The Government
probably hoped that the fixing of the tax as it

has been fixed would have a tendency to reduce
the cost of living by creating this demand for
cheaper clothes. We rather doubt it in the long
run. One thing is certain : If Sir Henry Drayton
increases his revenue by this tax he will do so

more at the expense of the people unable to

bear it than those most able to bear it. It is

neither a tax on luxuries nor a luxury tax even
in the broadest interpretation of the word.
Furniture, art, cigars and cigarettes, theatres,
are left out altogether; the first-named is a very
common article, in which there is extravagant
luxury, and the others are luxuries, pure and
simple, except wherein art may be used for edu-
cational purposes.

Retailers are bound to feel the burden of

this tax to a certain extent. It will mean, per-
haps, an adjustment of prices in which there will

be a loss of profits. The new budget affects

them in two other ways. Their Sales Tax will

mean an additional burden of one per cent, on
all the merchandise they buy from wholesaler
and manufacturer. Many of them feel that it is

another burden without the compensation which
is ottered in the reduction in the Excess Profits

Tax. There are many merchants who feel that
there would have been no Excess Profits this

year in any case on account of the very bad
Spring weather and a somewhat noticeable in-

clination on the part of the public to curtail buy-
ing. The failure of the Spring business will

make a big difference in the balance sheet at

the end of the year.

On the whole, the new Luxury Tax cannot
be said to be the effort of a statesman. It fails

to tax luxuries, it doesn't hit hard enough the
people who are indulging in luxuries. There is

nothing in it to encourage greater production
which, after all, is the heart of the whole matter.
It is a bitter disappointment.
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^1 E N ' S W E A R , R E V I E W

Retailers Seeing New Leather Coat;

Is Reversible and Made-in-Canada
Development in Aeronautics Promotes Sale of This Coat—Is Made

in Several Sporting Designs—Can be Used Either as

Overcoat or Raincoat—Product of Montreal House.

place orders for Fall. While there have
been some cancellations, he says they
have been coroparatively few.

RETAILERS in Montreal, Toronto
and other centres where sport

goods are in great demand have
recently been offered a new Canadian
production. This production is, again,

one of the outcomes of the war. Avia-
tors were supplied with leather coats be-

cause of their warmth, because they kept

out the wind as no other coat would, and
because they were strong and durable.

There is now a good deal of talk of es-

tablishing an aeroplane factory in Can-
ada. The day may not be far distant

when deliveries of clothes will be made
at your place of business via some air

route, and it is a certainty that the

aeroplane will continue to occupy an in-

creasing place not only in the commer-
cial and industrial world but in the world
of pleasure as well.

Will Need Leather Coats

The leather coat, however, is being al-

ready used for motor purposes, and it

will be in increasing need with the

greater use of the aeroplane. Consider-
able headway has already been made in

the United States in the manufacture of

these leather coats and these have been
offered quite freely in the Canadian mar-
ket. The new -coat that is being oft'ered

to the Canadian trade is, however, of

Canadian make, and possesses some new
features of interest. In is being made
by the Victoria Rubber Co. of Montreal.
Retailers who have seen the coat pass on
it very favorably and express regret that

some Canadian manufacturer was not on

the market with the coat some time ago.

It is Reversible

Perhaps the outstanding feature of

the cost is that it is reversible. It may
be used with either the leather side out

or the gabardine lining or whatever lin-

ing is chosen by the retailer according

to his wishes. One side looks quite as

well as the other. The gabardine lining

is ail wool Burbery lin:ng and has been

given a cravenette treatment so that it

is a rain coat, and may be used as such.

The leather used in the manufacture of

the coat comes from the Capetown sheep

and is exceptionally good in quality. The
coat is being made in golfing coats,

motor coats and for aeroplane purposes,

so it may be freely used as a sporting

coal of all kinds. It is not too heavy in

weight. The opposite side to the leather

is being made in different shades and
vaiious qualities of goods, this to be de-

termined by the retailer purchasing the

coats. The price to the trade ranges

fr im $60 upwards, according to the lin-

ing that is used in it.

Looking to Aeroplane Business

In conversation with Mr. Samuels, the

head of the firm, MEN'S WEAR RE-
VIEW was informed that their output

at the present time was quite limited

because they were only starting with the

manufacture of this coat and had only

recently completed a model which came
up to their ideas of workmrnship. They
were expecting to cater to aeroplane

t'-ade as it developed.

Ottawa Merchants
Pay Luxury Tax

sume the Luxury Tax
Themselves

J. B. O'Reilly & Co., of 317 Bank
Sti'eet, Ottawa, have made the announce-
ment that, in future they will pay the
luxury tax themselves. In this an-
nouncement they state that they under-
stand that there has been some deviation

from the prescribed method, that of col-

lecting it from the customer, and they
go on to say: "As we find this method
of collecting bothersome to the buying
public we have decided to pay the tax
curselves fi'om now on and discontinue
charging it to the customer. In future
there will be no luxury tax in our store,

and we will be glad if all those who have
been charged the tax by us will apply at
the store wnd have the amount so paid
refunded."

L. N. Pp.ulin, Ltd., Sparks Street, has
also a card in his window: "We pay your
luxurv tax to-dav."

Form Fit Clothes

In New Building
Fact dry and Show Room AVill Now be

In the One Building

J Ein, of Form-Fit Clothes, St.

Catherine Street. Montreal, is moving to

larger quarters on the corner of St.

Lawrence Blvd. and Mount Roval Ave.
Mr. Ein stated to MEN'S WEAR RE-
VIEW that their new factory would be
a great improvem(-nt on the old, and
would be equipped with the most up-to-

date machinery for the manufacturing
of men'? clothing and overcoats. While
their show rooms and factory are now
livided between St. Henry and St.

Catherine Streets, in the new buildinc

these will be together and will thus avoid

unnecessary confusion.

Thinks Conditions Good

Mr. Ein stated that he was very on-

timistic regarding the Fall outlook for

the clothing trade and did not see that

there was any cause for hesitating to
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No Encouragement
By Manufacturer

Carhartt Co. Denounce Overall .Move-
ment

As indicated in last month's MEN'S
WEAR REVIEW, overall manufacturers

themselves are none too favorable to the

overall movement and, in a number of

instances, have sought to discourage it

for one reason or another. Coming too

late for the last issue is the following
opinion expresed by the Hamilton Car-
hartt Cotton Mills, Ltd., an opinion re-

garding which there can be no misunder-
standing.

No Encouragement by Manufacturers.

"We, ourselves," said C. F. Fells of the
Carhartt Co., Ltd., "do not feel that this

scheme should have any encouragement
by the manufacturers, due to the fact
that they are all heavily oversold and are
experiencing enough trouble trying to
secure raw materials to keep their

plants running full capacity. The cotton
mills are in no position to take any more
orders, and if the demand increases, the
consumer is bound to suffer.

Considering the shortage of cotton
goods, we feel that this is the wrong
time to introduce a scheme of this kind,

and are not encouraging it at al!r

No Rush of Orders

"In regards to any great rush of mer-
chants to lay in supplies of overalls, we
have not noted any special rush in the
way of orders coming in, and do not
think the idea is being taken very
seriously either by the consumer or the

merchants throughout the country.
This fad, however, will have a benefi-

cial effect on the general public, as it

will make the people think of the ex-

travagant rate they are going, and no
doubt will tend to encourage them to

wear out their clothes before purchasing
new ones at the valueless prices which
are being asked to-day for clothing.

Prices Will Be Higher

"Overall prices have not yet reached
their price limit as all the manufac-
turers to-day are selling below the pres-

ent market price of raw materials, and
we look for stiff advances between now
and December 1st. Our prediction now is

that 1921 will show a gradual decline i"

value of all raw materials when over-

alls will begin showing a decline in

price.

"We do not believe that there is any
surplus of overalls in the country, r

the majority of the merchants are very

anxious to secure orders placed, and w
are finding it very difficult to make
shipments promptly."



MEN'S WEAR REVIEW

Lower Prices Only Temporary;
Replacement Values Are Higher

Mr. Kaplan, of Kaplan, Samuelsohn Co., of Montreal, Points

Out That Prices of Raw Material Are Still Mounting—No
More Buying For Spring, 1921—Future

in Hands of Banks.

ACCORDING to Mr. Kaplan, of

Kaplan, Samuelsohn Co., Montreal,

the backward Spring weather was,

to use a fip,'ure of speech, "the last straw

that broke the camel's back." In otlier

words, it was the final incident in a suc-

cession of incidents which started price-

cutting among many retailers. Nor does

Mr. Kaplan feel that the trend of events

is being lost to the manufacturers, for

he says that they are going to be satis-

fied with smaller profits from now on.

Taking all things into consideration, he

does not sec that there is much hope for

more than a temporary drop in prices

unless unforeseen things happen on the

European markets. He says that he

has protected himself again continually

rising prices and can "carry on" with-

out much purchasing for something oyer

a year yet, but the conditions obtaining

on' the British markets do not, in his

opinion, lend themselves to the belief

that lower prices in woollen goods are

yet within sight.

Question of Replacement

In conversation with MEN'S WEAK
REVIEW, Mr. Kaplan pointed to the ad-

vertisement of a lurg§ Montreal retail

firm which was advertising a straight

cut of 20 per cent, in everything they

had in their store. "This can only be

a temporary arrangement" he said, "as

this man will-be unable to replace these

goods at anything like the prices that

he paid for them. Take for instarce the

foreign woollens. Gocds that we paid

S.3.25 for last Spring are now $4.50 for

Spring 1921. The Canadian mills have

just come out with their prices, which

ere from \o to 25 per cert, higher than

a year ago, end their allotments are, in

some ca«es, 25 per cent, less than a year

ago. This is due to the fact that the

mills are producing less than they were
a year ago on account of the cutting

down '.n the hours of work. So far as

we are concerned we are not buying any
more goods for Spring 1921." So far

ns manufacturers' costs were concerned,

Mr. Kaplan was of opinion that present

prices were, in a large measure, based

on replacement value.

Referring to the recent advances that

had been granted to ;he garment work-
ers of Monti-eal, Mv. Kaplan figured that

these increases which rsnged from $;^

to $7 per week would increase the value

of each suit about $2.

Placing Orders to be Later

Wh''le business for Fall was unusually

quiet, Mr. Kaplan expressed the opinion

that the backward weather with the con-

sequent sales and the apparent on-

Llaught against the high cost of clothing

had made the retailers nervous and that

they were, in consequence, buying less

heavily in their placing orders. Much
depended on the weather. If the cool

spell were broken and seasonable
weather cam.e, trade, from the manu-
facturer's point of view, might open out

again very lively; if not, there might

be a comparatively dull period for six

or seven months.

Future Not Dark

Regarding the future, Mr. Kaplan was
not unduly pessimistic. Much, he said,

would depend upon the action of the

banks. If they tightened up too much
on credit it \vould probably have the ef-

fect of driving- some manufacturers and
retailers to the wall. So far as the aver-

age manufacturer or retailer was con-

cerned, however, he did not see that

there was great cause to worry as he
believed he would come through all right.

Kenney & Co., who have been located

foi some years on Seguin Street, will

move to the McGuire store, which is be-

ing remodelled with a new front, about
.July 1st.

The R. J. Devlin Co.. Ltd., of Ottawa, specialize on the sale of hats.

The above is a picture of their straw hat window for the 24th of May and
it is admirably set off by appropriate touches of nature. In this window an
owl looking extremely wise is perched on the bow of a tree; while in the

background can be seen a beautiful landscape view. The floor of the window
is covered with sod. The window, as a matter of fact, is a very simple one,

and its appeal is principally in its simplicity in which there is considerable

display of real art. James T. Wade, manager of the Hat Department, stated

to MEN'S WEAR REVIEW that they invariably used a light style in dress-

ing their hat windows with furniture, and draped and fancy backgrounds.
Their windows are changed at least once a week and during the height of
the hat season, more often.

Mr. Wade takes the view that their responsibility does not end with
the sale of the hat. They have a remodelling department where the hats
are re-blocked and cleaned and they make it known to the customer that
this department is at their service. He takes the view that a hat that is

kept in tip-top shape is a good advertisement for the R. .1. Devlin Co., Ltd.,

and it helps to make friends for the store. They carry about 600 dozen
hats, among which are many English styles as well as Borsalinos, Mallories
and Stetsons.

In addition to using a liberal space in the Ottawa daily papers, Devlins
issue a small booklet every other year, showing the different styles of hats
carried. These booklets are mailed to an up-to-date mailing list.
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New Taxes Mean More Bookkeeping;
Rulings by Taxation Commissioner?

Will Mean Additional Bookkeeping—Returns Must be Made Twice
a Month—System of Licenses—Technicalities

to be Considered.

ADDITIONAL bookkeeping will be
necessary under the new taxes

which have been imposed by the

Dominion Government. The first thing

that will bo necessary will be to make
out all sales slips in triplicate instead

of in duplicate as it has been in many
instances in the past. The customer will

want his slip; there must he one kept

by the merchant himself, and the third

one for the Government. It has been
learned at Ottawa that the Government
will require only those slips which con-

tain articles that are taxable under the

new budget; it will not be necessary,

therefore, to keep on file a complete set

of the slips for Government purposes

the time may come, however, when
some Government inspector may ask

to see a full set of all sales slips to

see if any have been left out on which
there v/ere articles that were taxable.

In that case the triplicate system is,

apparently, the only safe one.

Returns to be Made Bi-Monthly

It has also been learned at Ottawa that

the returns of these taxes collected by
the merchant from the customer will be
made on the first and the fifteenth of

the month. Doubtless this information
will be contained in an official announce-
ment of some kind. It is advisable, per-

hajjs, that a new account be opened at

the bank which would be used for these

taxes only.

Many merchants v/ith whom MEN'S
WE.AR REVIEW has talked have stated

that this is what they intend to do, as

they believe it to be the simplest and
m'-^st satisfactory way of handling the

•money.
System of Licenses

Check on the payment of Ihe so-called

'luxury taxes" will bs maintained by a

system of licenses, which will shortly be
put into force through the Department
of Inland Revenue < As provided in tiie

resolutions, the fee for a vendor's license

will be the nominal one or two dollars

per annum. But the license will be sub-

ject to cancellation for any failure to

comply with the luxury lax regulatior.s,

and the loss of a license would carry
with it loss of right to trade. 13y this

means, it is expected, inland revenue
oflPicials will be able to keep close track

both on the making of proper returns

and on the payment of the tax by the

retailor to the Government.

Emphasis is laid here on the fact that

the "luxury tax" is now in force -and
must be collected wherever applicable.

Licenses will be issued as speedily as

possible and will be dated from the day
when the new taxes came into force.

.\s things stand, wholesalers, manu-
fa(;turers and importers must make

monthly r-cHurns with all invoices, .and

retailers semi-monthly with all sale re-

ceipts, to tlie Collector of Inland Revenue
for their division, or the nearest "out"

office under him. These returns must
be accompanied by a sworn declaration as

to the accuracy of the returns and a

certified checjue for the total amount
due. The whole thing will be handled

by the local collectors, and the present

offices will be made in each case the

nucleus of the considerable organization

which will be needed.

Rulings of Sales Tax

There have been various discussions

with the Commissioner of Taxation on
the application of the sales tax, and the

following rulings have been given:

( 1 ) Tax was applicable en cash dis-

counts.

(2) Tax does net apply on articles sold

for export.

(3) Specified luxuries sold by whole-
sale houses to contractors subject to 1

per cent sides tax as well as luxury tax

(4) Goods delivered on May 19 or

at'ter,subject to tax, irrespective of when
contract was made.

Technicalities to be Considered

Some technicalities on whicli Mr.
Brcadner promised consideration were:

(1) That a contractor who builds a

house or a merchant tailor who builds a

suit are technically manufacturers.

(2) That small cash sales in whole-
sale houses may be reported in some
other way than by copies of invoices,

which might he difficult to produce.

As regards the taxing of luxuries or
the sale direct to the consumer, many
questions asked brought the ruling that
goods may be reduced in price to exempt
them from tax. "One of the objects is

to reduce the cost of living," said Mr.
Breadnei.

Another ruling was that vendors were
responsible for the payment of the tax
to thf. Government.

May Include Tax in Sale Price

It v^-as permissible to include the tax
in the sale price if retailers believed
that prejudice against the tax would
destroy the sale. One dealer present
stated a willingness to pay an inclusive
price, while they objected to paying the
retail price plus the tax.

When a suggestion was made that the
situation bristled with difficulties, Mr.
Breadner cheerfully agreed. "This is

unique legislation and there is nc doubt
that an act of this kind will present
many difV;cultie«." he said.
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COMBINES LU.XURY TAX WITH
PRACTICABILITY

(Coni:irued from page 35)

afternoon for a game of golf out on the
links somewhere. He has provided
lockers for them where they may lock
their business suits and come back and
into their business suits again without
having to go home to change.
But Max Beauvais is also an artist as

a business man. He is not an idle

dreamer, catering to the comforts and
conveniences of his customers without
knowing that it pays him to do so. It

is part of his business, his business that

gives him pleasure. "I know at fifteen

minutes after six every night what I

have sold during the day, what profit I

have made, or, if a loss, what that loss

has been. I know what each man has
sold and what has been sold—every tie,

collar, or collar button, shirt or what-
ever it may be. I would rather systema-
tize my business and know what I have
to pay than not have it so and not know
what I make," he said to MEN'S WEAR
REVIEW, and then he produces sheets

of paper on which it is all very plainly

told what he did the day before.

Dollar Has a New Collateral

It was while talking about high prices

and the probability of there being a
rapid decline that Max Beauvais hit up-
on a truth too often forgotten by retail-

ers who seem to have forgotten reasons
for the high cost of clothing. "The dol-

lar has a new collateral value," he said.

"Instead of it being worth one hundred
cents, as it used to be, it is now worth
only about 35 cents. We want to forget
its old value." Nor could he see much
on the horizon that lent itself to a belief

in permanent lower prices. He pointed
out that there were countries still not in

the European markets for woolen goods
—South America, Japan, China and
others. What would be the effect on the

price of woolens when these countries

began to bid for stocks of woolens ? And
hand in hand with this, the ever-increas-

ing wages to the laboring classes.

"The retailer has been as a man in a

dark cellar with only one little window
to let in the sunshine; now the full sun-

shine has burst upon him and everyone
is calling him a profiteer," rather pas-

sionately exclaimed Mr. Beauvais, when
talking about this phase of the question.

"The retailer has worked for years for

the manufacturer and the wholesaler

—

I did it for eighteen years—and now he

is only beginning to make a fair profit

because he has conducted his business in

a thoroughly systematized manner."

Information For His Customers

Max Beauvais does not always leave

it to his clerks, nor take it upon him-

self, to give information to his customers
regarding prices of materials. In a

prominent position on the main floor

he has a spot where they may go to

read letters he receives from diffe7'ent

sources, telling him of conditions in this

or that line of merchandise. In this way,

they get to know the causes for fluctuat-

ing prices. The letters, too. are not

carbon copies; they are the originals-
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Can't Place Orders For 1921;

Manufacturers Won't Accept Them
Neither Will They Quote Prices, Says Theo. Gnaedinger, of Mont-

real—Believes Limit of Prices About Reached, But Will

Not Come Down Much With Present Demands
From Labor.

A CCOKDING to Thco. Gnaedinger,

of I. Gnaedinger Son & Co., of

Montieal, the way of tlie wholesale

hatter is hard. They specialize on the

"Monarch," and Mr.. Gnaedinger says

they do not know what position they will

be in to accept business for 1921. Or-

ders for Spring hats for 1920 have not

yet been delivered to them in some in-

stances, and they seem unable to get

any information from manufacturers as

to the outlook for the coming year. Mr.

Gnaedinger believes that the peak of

high prices in hats has been reached,

though he does not see a decline of any
proportions because of the constant de-

mand's from the workers for higher

wages. This, of itself, will have the ef-

fect of keeping the prices to where they

are now.
i

Outlook Uncertain

"I can't see that we will be in a posi-

tion to sell goods for 1921," said Mr.
Gnaedinger to MEN'S WEAR REVIEW.
"We have no means of knowing that we
will be able to procure the goods to sell;

no one will take an order. I placed an
order in November last and the manu-
facturer at that time said he could not
fix a price, though he believed it would
be $34.50. At any rate it had to be an
open price. I may get them at $41 but
I think it very doubtful if I ever get
them at all. These hats were for Spring
of 1920, but I still hope to get them in

time for this Fall. Some people think
there has been a hoarding of hats, but
it has been impossible to get them at

any price. I should not be surprised if

the firm from, which I ordered these hats
would want m.ore than that for them
when they come to deliver them, if they
ever do." Mr. Gnaedinger said that
while manufacturers might accept an
order for a quantity of hats they would
not quote any price on them.

It was the opinion of Mr. Gnaedinger
that the limit of prices had about been
reached in the hat business. He could
not, however, see that there would be
.''-ny great lowering in prices because
there were continual demands from the
workers for higher wages.

High Hat Prices Sell Caps
The effect of the high prices in hats

has had the result of largely promoting
the sale of caps, and Mr. Gnaedinger re-
iterated a prophecy that this would
even be mere the case in the very near
future. He said that they had noticed
a marked demand for caps where it was
only normal before, and he would not be
at all surprised to see a $.5 cap quite the
vogue during the coming Fall and Win-
ter. He did not believe that the new
luxury tax would greatly affect the sale
of hats; a man who would pay $7 for

a hat would not object to paying 70

cents more. Under present conditions
it was hardly probable that a retailer

would be able to get much of a felt hac
for $5.

and clothing manufacturer. In 1880 he

E.nd J. D. Carscaden became associated

under- the name of Carscaden and Peck.

The early history of the firm dates back

to the days when business was carried

on largely by trading. The firm had a

number of important outposts in the

great Northwest where a thriving busi-

ness was done with the Irdian fur trap-

pers, who exchanged their reason's catch

for the clothing manufactured by this

company. This, in turn, offered another
sphere of enterprise for the company,
that of ooriverting the raw furs into fur
garments.

But the march of progress changed the

THE LATE JOHN II'. PECK

John W. Peck

Passes Away
liy the death of -John W. Peck, presi-

dent of the Jchn W. Peck & Co., Ltd., of
Montreal, which occurred on May 26, not
only is the head of one of the most suc-

cessful clotliing houses in Canada gone,
but an interesting hnk with early Con-
federation days is broken. The day.s

when clothing was exchanged for furs,

and money, as we know it to-day, was
not the modiiim of exchange, ?:ee.-ns far
away back, yet John W. Peck, during
the seventies, and even later, did ex-
change manufactured garments with the
Indian fur trappers of the Great West,
and thus began the establishment of

Western connections which have been so

profitable during the years that have
intervened.

Tlic firm, of which Mr. Peck was the

head at the time of his death, was first

organized in the year 1880, though prior

to that for a few vears Mr. Per;k had
b?en associated w'tha woollen importer
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methods of doing business, and the primi-
tive trading posts were gradually suc-

ceeded by the stores, and villages and
towns rapidly springing up in the West.
.\t this time the Peck Co. disposed of

their trading posts to the Hudson Bay
Company, and developed the business
into more direct trading channels.

In the year 1893 Mr. Carscaden re-

tired from the firm, and it was con-
tinued under the name of John W. Peck
fk Co. till 1903, when it was incorporated
as John W. Peck & Co., Ltd.

Mr, Peck retained an active interest

in the business, though seventy-one years
of age. For many years ho personally
supervised the purchase of woollms for
Peck's clothing because of his intimate
i;nowlodge of conditions in the woollen
markets and in Canadian trade generally.
He was born of English parents in Leeds
County, Ont., and went to Montreal in

the seventies. He married Miss Gibson,
of Gibson, Or.t., who, with one daughter
and four sons,, survives him. The
Jaughter is Miss Florence Peck, and the
four sons arc: Warren Gibson. John
Reginald, George W. and Ralph Feck.



Urge^Higher Rates for Parcel Post in Canada;
[Executive Council of R.M.A. Present Case

Say That Mail Order Houses Get Rich at the Expense of the General Public—Are Against the

Best Interests of the Government and Citizens and Tax Payers—Views Presented

to Postmaster-General

IN
a carefully prepared memorandum,

the Dominion Executive Council of

the Retail Merchants' Association of

Canada have presented to the Dominion

Government the views of that Associa-

tion regarding the cost of sending parcels

ty mail. In this statement the claim is

made that the government should afford

a better measure of protection to the

rniall merchants throughout the tov^^ns

and villages of the Dominion by higher

rates on parcel post, pointing out that

the existence of these small merchants is

an economic necessity to the best devel-

opment of the country. The views were

presented by the secretary of the Retail

Merchants' Association, E. M. Trowern;

and they were as follows:

"The officers and members of the Do-

minion Board and the Dominion Execu-

tive Council of the Retail Merchants'

Association of Canada, an association of

retail merchants, representing the views

of the retail trade in every important

centre in every province throughout

Canada, and who represent a body of

merchants v/ho collectively have a larger

sum of money invested in the cities,

towns and villages of Canada than

any other class, and who are the

largest tax
,

payers in every muni-

cipality, have requested us to call your

attention to the fact that there is a great

deal of dissatisfaction and unrest among
the retail m.erchants in every city, town
and village in Canada, owing to the great

development of a few mail order houses,

who, in our opinicr., have become im-

mensely wealthy by taking advantage

of the low postal «nd railway rates at

the expense of the general public, for

the reason that they have been, and are

using, public money to enable them to

have their goods delivered in all parts of

Canada, at which we consider to be a

direct loss to the Government and

against the best interest of the citizens

and tax payers of every municipality of

Canada.

In our opinion, Canada can only be-

come prosperous by having prosperous

cities, towns and villages located in con-

venient parts, so as to be of service to

the agricultural community, and to

those engaged in mining, fishing and
other productive pursuits, as well as to

serve all those who are engaged in all

sorts of occupations and professions

and who make up the civil life of every

community.

Dave Livinson, of 54 St. Catherine Street, Montreal, wants to know why
manufacturers and wholesale houses advertising nationally do not put prices
in their advertisements the same as retailers do. "I think they should quote
prices," Mr. Livinson said to MEN'S WEAR REVIEW. "When they get
a special line and advertise it at a price, why don't they quote that price?
We can't take time to sit down and write all the manufacturers and whole-
salers in the country to find out their prices. The public requires of us that
we put prices on the goods we display in the window; I think manufacturers
and wholesalers should do the same thing."

Mr. Livinson has a very good scheme for helping the buying public select
their hats. On the hats displayed in the windows he has style numbers,
running from 1 upwards. The price is also marked on the ticket. When a
customer selects the hat that suits him, all he has to do is to ask for the
style number seen in the window, and Mr. Livinson can immediately place
his hands on it. If that style does not just suit him after he has tried it on,

Mr. Livinson has the man inside his store at all events, and if he can't make
the sale then it is his own fault.

As an Association of Retail Merchants,

we are thoroughly convinced that the oc-

cupation of the retail merchant is abso-

lutely necessary and that his service

cannot be dispensed with. This being

the case, we feel that he has a legitimate

right to claim the same protection from
the Government of Canada that is ten-

dered to every other class.

From all the facts we have been able

to secure, we are of the following

opinion:

(1). Ihat the contract made between
the Postal Department of the Domin-
ion Government and the Railway
Companies of Canada for carrying

mail matter including parcel post is

much below the cost of carrying the

same and consequently, now that a

large part of the Railway Corpora-

tions have been taken over by the

Government, the loss so sustained is

coming directly out of the Public

Treasury of Canada, to the detriment

of the growth and development of the

cities, towns and villages of Canada,
and for the special advantage of a few
mail order house proprietors.

(2). That, in our opinion, if the proper

cost for carrying parcels by mail was
charged against the said parcel post,

that the cost of postage stamps on let-

tejs would be greatly reduced.

(3). That, in our opinion, the present

rates of wages and commission that

are being paid to the rural postmas-
ters, mail carriers and postal clerks

are not in proportion to the service

they render, and as this large army
of people is being underpaid they are

suffering at the expense of the public

of Canada, and the mail order house~
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are receiving the benefit to the detri-

ment of the growth of the cities, towns i

and villages of Canada.
f

(4). That when the Post Office Act was
amended creating zones of twenty
miles radius, each increasing the cost

of the mail service the further they
proceeded from the point of mailing,

we fully understood at that time that

this plan would be carried out in refer-

ence to mail order house catalogues
as well as to all articles sent by parcel

post. Since then we have learned

that mail order houses send their

catalogues by freight or express from
their central warehouses to the cen-

tral post office within the twenty-mile
zone, and from this point they are de-

livered, thus defeating the original

proposal.

There are many other important points

in connection with this subject that we

believe should receive the serious consid-

eration of your Department, and, in order

that all the facts may be brought out and
that full justice may be done to all those

who are now suffering through what we
consider to be a very unfair system, a

unanimous resolution was passed at the

last meetingg of our Dominion Board,

which represents all classes of retail

merchants in every Province of Canada,

requesting the Dominion Executive Offi-

cers of our Association to interview the

Postmaster General on this important
matter and to lay cur views before him,

and to also request him, as well as the

other members of the Dominion Cabinet,

to appoint a special committee from the

members of the House of Commons to

hear evidence on this subject and investi-

gate the same, and provide the necessary

remedy.
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There is, in this reproduction of a float arranged by R. H. & J. Doivler, Ltd., for the Made-in-Canada lo.eek

held in London recently, more than a splendid advertisement for a retailer. As will be seen, it represents the

evolution of the centuries in the matter of clothing, coming doivn to the 20th Century Brand which Doivler

handles. The float itself came near to a ivinner in the ivhole parade, receiving ''Honorable Mention" for a
leading position. It ?.- a scheme which could be well carried out in any window of moderatehj-lurge size.

Adjusts Trouble
in Hamilton

As a result of the cancellation of or-

ders that have been forwarded to cloth-

ing manufacturers in Hamilton, there

has been some temporary suspension of

work, with the result that g-arment work-
ers have been laid off for the time
being. Louis Marcovitz of Montreal, of

the Executive Board of the Amalgamated
Association of Garment Workers, was
in Hamilton recently in connection with
the point that has been raised as a re-

sult of laying off hands, namely, the

contention that clothing manufacturers
have broken the at^reement which they
entered into with these garment workers.
Following his visit and investigation into

the mater, the trouble between one
manufacturer and his workers was ad-
justed; the other one is to be left to

arbitration. As this same trouble has

made its appearance in Toronto, it was
agreed at Hamilton that the findings of

the permanent Boai'd of Arbitration lo-

cated here will be accepted in Hamilton.

Isaac Bainbridge, the district organiz-

er of the workers in the Hamilton dis-

trict, has made the statement that the

clothing industry was hard hit by the

new budget and that hundreds of workers
were now idle in Toronto, Hamilton and
Montreal. He stated that conditions in

Chicago and other larger clothing cen-

tres of the United States were much
worse than in any of the Canadian cen-

tres.

The National Association of Retail

Clothiers of the United States has

opened up four departments in connec-

tion with their work. There will be an

advertising department to help the re-
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tailers with their advertising problems;

a traffic department which \v\\\ look

after merchants' claims against rail-

roads and express companies and in-

struct retailers regarding the best

methods of preparing, marking and

packing shipments of goods; a window
service department, which will help re-

tailers with window dressing problems

and keep the members of the Associa-

tion informed as to the newest and best

ideas of window trimming; and an edu-

cational department which will aim to

broaden the scope of the merchandising

schools and salesmanship classes. This

department' will provide a lecture ser-

vice dealing with such subjects as adver-
tising, salesmanship and commuity
building.



Removal of the Burden of Collecting Taxes
Being Sought by Association on Behalf of

Two Hundred Thousand Canadian Retailers
Retail Merchants of Dominion, at Special Interview With Minister of Finance, Describe So-

Called Luxury Tax as "111 Advised, Poorly Conceived and Poorly Devised"-
Would Have Collections Made at the Source of Supply.

REMOVAL of the burden of collecting the "discriminatory and confusing" luxury tax, which they consider "ill advised
poorly conceived and poorly devised, was asked by the retail merchants of Canada at a special interview with Sir Henr\,'
Drayton, Minister of Finance, in the Chateau Laurier, at Ottawa, Ont., last week. Instead of making the retail mer-

chants collect the tax, they asked that it be collected at the source of supply, namely, from the manufacturer and importer and
absorbed in the same manner that all systems of taxation are absorbed.

One of the most striking statements in Sir Henry Drayton's reply was: "In the interests of everybody, the Government
desires to check extravagance, and pull down the cost of living. Perhaps we are already setting our faces towards lower prices
The Government wants to encourage efficiency in business. But we are not going on borrowing money."

Pointing out that the 200,000 retailers of Canada forai the largest commercial class, and are in the best position to know
the feelings of the public pulse, the retailers' memorial set forth that, in the opinion of the retailers, the ideal system was based
on the principle of "ability to pay," and one whereby it could be collected in the simplest manner.

The statement presented by Secretary E. M. Trowern on behalf of the Retail Merchants' Association of Canada is of
particular interest to every business man in Canada and is,thereiOie, reproduced in toto hereunder:

'

"We desire, first, to say that we fully

realize the great need there is of increasing

the revenue of the Dominion of Canada to

provide for the enormous expenditure
created by the war, and for other purposes.

We also recognize the many difficulties that

exist in your endeavor to arrive at a fair

and equitahle system of taxation, and, in

order to do so, it is very necessary that yoii

should have all the facts concerning each
class affected laid fully before you.

"As members of the Retail Merchants'
Association of Canada, which represents &1I

sections of the retail trade in every province
in the Dominion of Canada, we would say
that no other commercial class is in a posi-

tion to determine the needs and require-
ments of the retail trade except those who
are, or who have been, practically engaged
in it, and for whom we appear before you
to-day. The conditions which surrounded the

manufacturing and the wholesale classes are

almost entirely different to those surround-
ing the retail trade, and, this being the

case, in the presentation of our view to you
we desire to say that we are voicing the

views of the retail trade only. We would
not attempt to express the views of the
manufacturers or wholesalers, and we do not
expect them to express our views.

Know Public's Mind

"It is estimated that there are upwards
of two hundred thousand retail merchants
in Canada, which is by far the largest

commercial class in Canada. All of these

merchants have a permanent stake in the

community in which they live. They are

the distributors of merchandise and an ab-
solutely necessary class, and they have mil-

lions upon millions of dollars invested in

real estate, merchandise and other securi-

ties. They are all in the employer class

and they are consequently free to act and
free to speak, and their first and most
important interest is that of their country
and their customers, who are the public,

from whom they secure their living, and
whose interest they at all times endeavor to

serve, and with whom they are very closely

in touch. In fact, no other class in Canada
is in as god a position to know the feel-

ing of the public pulse, and whose ear is

so close to the ground at all times, as that
of the retail merchant.

"It was rumored a short time ago that
there was a likelihood of the Dominion Gov-
ernment adopting a system of taxation
known as a tax on the sales of retail mer-
chants. In order to ascertain their views
on this subject we sent out letters and ques-

tionnaires, and held meetings in all parts
of Canada, and the consensus of opinion
which was submitted to you showed that it

would not operate equitably on all classes
of the retail trade, and it would be a dis-

criminatory tax if it did not apply to every
class in the community alike. In addition
to these and other objections, we find that
the system of collecting a tax on sales has
been tried in a great many of the countrie.^,

of Europe, and wherever it has been tried
it has been abandoned.
"We have also strongly objected many

times to the system of compelling retail
druggists and general store merchants to

place war stamps on patent medicines and
on other articles. In your Budget we are
pleased to note that you have exempted re-
tail merchants from the tax on sales, and
that your purpose at an early date to re-
move the application of the war stamps
from those retail merchants to whom it now
applies, and place it under the direction of
the manufacturer.

"In our opinion, we consider that the ideal
system of taxation is a system that is based
upon the principle of 'ability to pay,' and
one whereby it can be collected in the most
simple manner and as equitably as possible
from all classes of the community at the
least possible cost. We further believe that
whatever system of taxation is adopted for
the purposes of the Dominion of Canada as
a whole should apply to no other purpose
than that of raising sufficient revenue to

pay the expenditure of the Dominion. When
anv system of taxation is used to restrict
or hamper trade it ceases to become a taxa-
tion system, and it becomes a hindrance
to the progress, development and freedom
of trade and commerce.

Taxation Always Disturbing

"In considering the subject of taxation,
we are not unconscious of the fact that
there is a great diversity of opinion, both
political and otherwise, on this question. We
are all aware that it has, unfortunately,
created more contention and more unfriendly
disturbance among nations, as well as among
the people, than perhaps any other subject.
It has been made a football for political

purposes for centuries, and we sincerely
hope that the day may soon arrive when it

can be dealt with in an intelligent and
thoughtful manner, free from all prejudices.
As an Association of Retail Merchants, we
desire to say that we have approached this
subject in a free and independent spirit,

bearing in mind the one chief and essential
feature, "What is 'the best and cheapest
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method of collecting revenue to pay the
debt, and the running expenditure of Can-
ada, and at the same time keep the wheels
of commerce, production and distribution
turning, so that there will be work and
food for all. and that each one will re-
ceive the reward of his industry according
to his ability to earn, and not be hampered
by Government interference or unnecessary
restriction."

"In reading the Budget, we note that it
IS proposed that six different systems of
taxation should be adopted:

1. Customs duty.
2. Excise tax.
3. Taxation of sales.
4. Income tax.
5. Tax on luxuries.
6. Stamp tax.

And, in addition, it is proposed to add a
license, or tax, for keeping track of the
various manufacturers, wholesalers and re-
tailers throughout Canada who are con-
cerned in the payment of the above named
taxation.

"According to the Budget, the revenue for
the fiscal year, ending on the thirty-first
day of March last, reached approximately
$388,000,000. The chief sources of revenue
were:

Customs $169,000,000
Excise 43,000,000
Business profits war tax 44,000,000
Income tax 20,000,000
Other war taxation 17,000,000

"As to the advisability of the continuation
of the customs and excise taxes, we have
no comments to make, as the figures speak
for themselves, and every business man
must admit that before any criticism of
the above could be made it would be neces-
sary for us to have some alternate system
worked out in detail, showing how it would
be collected, who from, and the cost of col-
lecting the same. So far, we have no other
proposal worked out in detail before us, and
until such proposal is laid before us we must
accept the conditions as they are now oper-
ating.

Passing the Tax Along
"With regard to the tax on the sales of

manufacturers and wholesalers, we feel that
while it may appear that the manufacturers
and wholesalers are paying this percentage
of taxation, as a matter of fact, they are
not paying it but passing it along to the

retail merchant, and the percentage is ,.'0

small that it cannot be absorbed into our
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cost, and so about ninety-five per cent, of

it comes directly out of our profits and our
pockets, and we are helpless to protect our-

selves. In many cases since this new sales

tax came into operation, we find that manu-
facturers who formerly gave us two per
cent, discount are now only giving us one
per cent., which means they are taking
their tax out of the retail trade. Then,
again, there are a number of manufacturers
who claim to do their business entirely with
the wholesale trade but who reserve them-
selves certain favored retail accounts. In

addition to the advantage these retailers now
enjoy, they will be able to save us an ad-
ditional one per cent, to the disadvantage
of those who are not allowed to buy directly

from the manufacturer, and the Government
will also lose the tax on all of these sales.

Then, again, this same loss will take place
with regard to the sales made by a host
of persons who have no particular place of
business, but who travel from place to place

and who are known generally as manufac-
turers' agents. They are in reality whole-
sale dealers, but they sell direct from the
manufacturers to the retailer, and they only
carry samples. This class, in our opinion,
under the system of a tax on sales, will

multiply, and the wholesale dealers who
carry stocks and who pay taxes will de-
cline. There are other objections in con-
nection with this proposed tax that, no
doubt, will be called to your attention from
time to time.

"With regard to the income tax, we are
surprised beyond measure to know that only
$20,000,000 was collected through this sys-
tem, and it is evident to us that a great
many persons are either evading this tax,
if the figures are correct, or that the people
of Canada are spending very little on what
you term "luxuries," as it is quite evident
that they have not got the money to spend,
and any proposed luxury tax will produce
little revenue.

"Respecting the excess war profits tax,
which, as one of the features of the income
tax, only a small portion of the retail

trade is in a. position to pay this tax, and
those who do pay it we consider are un-
fairly treated, as agricultural enterprises
and professional incomes are not affected
thus making this tax pure class legislation.

The Tax on Luxuries

"As to the proposed tax on luxuries, it is

very difficult for us to express our full views
on this subject in the short space of time
we have at our disposal. Briefly, we con-
sider it an ill-advised, poorly-conceived, and
poorly-devised measure, and one that will

be resented by every sound-thinking, com-
mercial man in Canada, including the thou-
sands and thousands of customers, who are
called upon to pay it, and to whom we are
called upon to explain it.

"In our explanation above of what we
consider the function of taxation should be,

we stated that no system should be adopted,
and named taxation that hampers and inter-
feres with natural channels of trade. A
true system of taxation should rest as
equably as possible upon all alike, and its

object should be definite, and as free of
exemptions as possible.

"The proposed luxury tax is discrimin-
atory, and confusing. On articles such as
pianos, musical instruments, and automobiles
the tax is applied on the manufacturer, who
is called upon to pay the tax, and it is

then passed on to the retailer who pays it

and absorbs it in his cost, and who collects
it from his customers, and there is no fur-
ther expense in the matter. On the other
hand, the manufacturer of jewelry is

called upon to pay one per cent, only on
the sale of his goods, and the retail jeweller
is called upon to place the tax of twenty
per cent, on the price of his goods, and
collect it from the customer at the time of
making the sale, and then keep track of the
sale and forward it to the Government at
his expense and, in addition to this, he runs
the risk of injuring his reputation, by being
fined if he neglects to carry out his duties,

and instruction from the Government for
which he receives no pay. In addition to
this, every time he makes a sale he has to

inform his customer that it is necessary to

pay a luxury tax, and by this system retail

jewellers all over Canada are losing business
every day. Why should there be two systems
of collecting this tax; either the one is right
or the other is wrong.

Many Sections Affected

"The application of this tax with its dis-

criminations applies to the following sections

of retail trade :—Boots and shoes, clothing,

furriers and hatters, gents' furnishings,
fancy and sporting goods, jewellers, women's
wear, trunks and valises, hardware,- dry
goods, tobacconists, furniture dealers, elec-
tricians, motors, boats, canoes, etc., photo-
graphers' supplies, candy and confectioners,
pianos and musical instruments, automobiles,
druggists, liquor dealers, grocers, butchers,
and coal dealers.

"Each of the above sections of trade has
held meetings and in the event of the Govern-
ment insisting that their proposal, as it af-
fects the various lines of trade, be put into
oneration, we shall be pleased to submit
their views as to how they think the tax

should be amended so as to do the least

harm, but we would much prefer if the lux-

ury tax proposal were changed so that the tax
cr,^-'''r^ be collected from the manufacturer
and importer, instead of from the customer
througn tne retail trade.

"At the present time, a large number of

wholesale merchants and manufacturers
throughout Canada, although having no re-

tail counter, and who pretend to do only a

wholesale and manufacturing trade, sell

direct to the consumer. Under the proposed
luxury tax, this system will increase by
leaps and bounds, and it will be absolutely

unfair to the retail trade to attempt to com-
pete with this unfair competition, either as

to the sale price or the amount of the

luxury tax.

"Since the new tax came into operation,

a few days ago a retai\ merchant from a

neighboring town who was In a Toronto
wholesale house, saw a laily buying silk by
the yard over the wholesale counter. The
question is, did the Government get the ten
per cent, luxury tax, and if not, what pro-
vision is made for transactions of this char-
acter? This will apply to nearly every line

covered by the luxury tax. One of the most
striking inconsistencies of this measure, and
which has possibly been called to your at-

tention, is the fact that dresses, women's
and misses', under $45, are not taxed. No
mention is made as to whether these dresses
would be of silk or otherwTse. and yet rib-

bons of all kinds and material, whether by
the yard, half yard, or less, are subject to
a tax.

Whole Proposal Wrong
"With regard to clothiers and merchant

tailors there is not the slightest indicati n
that woollen goods are going to come down
in price, and if a man buys a $45.00 suit of
clothes he pays no tax, but if he buys a
$46.00 suit of clothes he pays a tax of $4.60
to the Government. No discrimination has
been made as to whether it is more economi-
cal to buy a suit of clothes made by mer-
chant tailor at $75 00 or $80.00, or a suit
of clothes costing $17.50 and in the one case,
where the economical person using prudence
would prefer to buy a good wearing woollen
suit, he is compelled to pay a Government
tax, and in the other case he escapes entirely.
The whole proposal in our opinion is wrong.
This system of taxation will compel the mid-
dle class, and the poorer people, to wear
very ordinary clothing, while people who
have recently become rich through the war,
can flaunt their wealth and their ability to
wear fine clothes in the face of others who
cannot afford to pay the tax, there are thou-
sands of dollars of goods which come under

Continued on page 64.

Some of the Two Hundred Retailers Who Descended on Ottawa

Over 200 retailers waited on Finance Minister Sir Henry Drayton on Monday of this week, protesting against the luxury tax being collected by them.
They came from all over the Dominion.
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Many Cancellations Coming In;

Buyers Paying Higher Prices
Big Houses Are Holding Firm, Knowing That Prices Cannot Come Down— Buyers From

Old Country Pay More for Spring Goods, 1921 — Budget Makes Itself

Felt — Rain is Needed

THERE is very little, if anything, in market
conditions to warrant a calculation that

prices in lines of men's wear are due to

a slump; the very reverse seems to be the
case. Buyers have pointed out to MEN'S WEAR
REVIEW that there is a radical difference be-

tween the trend of business here and in the Old
Country and on the continent. Unfortunately,
Canadian business is too responsive to fluctua-

tions from across the line, with the result that
the unsettling of business in the United States,

due to this being a Presidential year, has made
itself felt in Canada, and the condition even
aggravated by unseasonable weather, poor
spring business and a lack of rain. Many manu-
facturers and wholesalers with whom MEN'S
WEAR REVIEW has recently talked are
anxiously peering into the skies, hoping that
some days of rain may brighten the prospects of
a bumper crop this fall ; such being the case,
they believe that the business outlook will im-
niediately improve and everyone will feel re-
lieved of rather an anxious strain.

CLOTHING

Cancellations of fall orders have poured into
many of the manufacturing and wholesale
houses in Toronto, Hamilton, Montreal and other
clothing centres. This, of itself, has been a
setback to fall business mounting into many
hundreds of thousands of dollars. Some of the
bigger houses have had comparatively few can-
cellations; some of the smaller ones have had
heavy ones. According to the information
given MEN'S WEAR REVIEW the larger re-
tailers throughout the country are doing very
little cancelling of orders, knowing full well
that higher prices will obtain when they come to
order them again. This opinion seems borne
out by recent buyers returning from the Old
Country. Without exception they state that
prices are higher, deliveries less certain, and
many orders are being placed at open prices.
One buyer stated that botanies showed an in-

crease of exactly one hundred per cent, over
the same price of a year ago.

SHIRTS

This is the one line in which there are very
few cancellations. Merchants seem fully seized
of the fact that they are the scarcest article in

the trade and they are allowing their orders to

stand as they were given. The budget is re-

sulting in an increased demand for the price that
has been popularized by the figure fixed by the

Government on which there must be a tax paid,

and there are practically none to be had fro

either manufacturers or jobbers.

UNDERWEAR 1
One buyer informed MEN'S WEAR REVIEW

that there were not a hundred dozen suits of

summer underwear to be had in any wholesale
houses in Toronto ; spot business in these lines

has been very brisk. In spite of all the talk

there is about lowering prices, the outlook for

cotton underwear does not point that way. The
crop of cotton for the present year, according
to the latest Government statement issued at

Washington, will only be about 64 per cent,

normal, and this decrease in production will

probably offset any accumulation of cotton

stocks that there may be on hand.

HOSIERY AND NECKWEAR

Buyers who have recently been on the British

market for hosiery for spring 1921, state that

they were unable to get near what they wanted,
it was all at advanced prices and the deliveries

are uncertain. Wholesalers state that there
have been some cancellations but they do not
seem to be worried greatly because they know
new prices will be higher for, they believe, a

year at least. On the whole, the cancellations in

hosiery have been light as compared with cloth-

ing. Neckwear is in about the same position.

Swiss prices show no easement and deliveries

are uncertain on placing orders. Prices cer-

tainly do not show any marked inclination

downward. Sorting business in summer ties

is reported very good.

HATS AND CAPS

Amongst the retailers, spring business in hats

and caps was decidedly poor and this condition
is being reflected in many cancellations of goods
for fall. The budget, moreover, has popular-
ized new prices in hats and caps and there seems
to be a demand for these prices on the part of

the trade. Wholesalers, however, state that they
are unable to get promises of deliveries from
the manufacturers for spring 1921, and they are

not in a very good position, at this time, to say
much about the prices except that the cost of

raw materials and mounting costs of labor

clearly indicate that, at least, there can be no
reductions. Summer business has opened out

very well, though a break in the hot weather
soon manifests itself in the trade.
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Cottons and Silks for Furnishings

Harder to Get and Higher in Price

Mr. Dowker, of the Van Allen Co., Ltd., of Montreal, Says There is

-Little to Buy in European Markets and at Indefinite
Deliveries and High Prices—Cannot See

Any Reductions in Sight.

MR. DOWKER, of the Van Allen

Co., Ltd.. of Montreal, has just

returned from England and the

! Continent where he spent considerable

I

time looking over the markets and inter-
' viewing the nianufacturei-s of both silk

?.nd cotton for shirts, ties, etc. In spcak-

;iP.g to MEN'S WEAR REVIEW with re-

' gard to his trip, Mr. Dowker stated that,

under the pre.^ent conditions there could

be absolutely no decrease in the piice of

shirts for the ne.\t year at least. Goods
which they are placing on the m.arket for

;
Spring. 1921, were bought some 6 months
ego at advanced prices, and, owing to

further advances in the cost of labcr they

have h.ad to still further advance the

price for Spring. As an example of this

Mr. Dowker stated that shirts which they

had sold for $24 a dozen would have to

sell now at $.33, and that this same rate

of increase would hold all along the line.

Regarding the supply of English shirt-

ings, he said that there was very little

in prospect and that the orders he had
placed were for very indefinite deliveries

and at alm.ost prohibitive prices. The
leason for this he ascribed to the non-
pi'cduction of the British ^oom, which is

v.'orking 'ibout 60 per cent, of its capa-
city, and to the world shortage of cotton.

Mr. Dowker states that the world
shortage of cotton is too little under-
stood, but which, nevertheless, exists,

and has now reached a very' critical

siage. The English manufacturers are

making an effort to secure cotton from
other sources than the United States, but
this is something that will take years to
secure such supplies as are necessary
for British trade, both foreign and do-
mestic.

Silks Cp to 1.5 to 20 Per Ceut.

Regarding silks for the higher grade
t'es, Mr. Dowker said that it was being
ofiered at increases ranging from. 15 to
20 per cent. Moi-eover, he says, there is

little on the market at the present time
a.nd that n'ost of this is unsuitable for,

or of a quality that would not make it

worth while the handling for ties. Here
again the production of silks is away
below the requirements and conditions
in tliis re«pect, and do not seem to have
greatly improved during tlie past year.

Sees No Keduction in Prices

Regarding the general reduction in

prices, Mv. Dowlcer stated that lie did
not see how this could happen with con-
ditions such as they are. Marufacturers
talk of advances all along the line, and
even though the profits were cut down
to a minimum, with the increased costs

of the raw material. It would not make
the costs to the retailer much less than
thoy are at the present time.; However,
Mr. Dowker hesitates to don the robes of
a prophet, though he hopes he is wrong
in his outlooic, but he says he cannot see

it any other way at the present time.

Tells History of

Scores' Clothes
Attractive Little Booklet Issued by To-

ronto Firm—Gives Cuts of Gar-
ments Made.

Scores, the high-class tailors, of King
street west, Toronto, recently issued an
attractive little booklet which not only
contains good cuts of the various gar-
ments on which they specialize, but gives
an interesting little history of the origin
nf the firm. Balaclava overcoats derive
their name from that famous battle of
the Crimea which Tennyson has im-
mortalized in his "Charge of the Light
Bi'igade" and in adopting the name as
their trade mark, the Scores aim at the
best service and the highest quality
vvhich any incident of history could in-

spire in a bu.siness man.
In giving the history of the firm, the

little booklet points out that it is re-
^^orded that one, John Score, carried
)n the business of custom tailoring in
the old Parkham Town in Devonshire,

England, that he was born in 1787, and
continued in it until his death in 1828.

Early in the last century Richard, son

of John Score, emifrrated to America
and, having learned the tailoring trade

in liis father's shop in Devonshire, came
to Toronto and established himself in

the custom tailoring business. A copy
of the city directory of 1837 shows that

Richard Score, tailor, resided on Duke
street. He died in 1896.

It was during the life of R. J. Score,

son of Richard Score, that the present
company of R. Score & Son received its

charter, and he was president until his

death in 1916. The principal officers of

the company are, to-day, all Scores.

The booklet contains the pictures of

all the Scores who have been connected
with the business since 1787. Other than
the three Scores already mentioned there

are Frank M. Score, president; Fred L.

ScOi-e, vice-president; and F. Dalrympk-
Score, secretary-treasurer.

A second little booklet of Scores is de-

voted to descriy.tions and cuts of a num-
ber of the sport garments they make,
both ladies and gents.

Other Features

Of the Budget
Luxury Tax Entries Must be Sworn

—

Reduclion in Excess Profits Tax

—

Income Tax Increased

Instructions have been received from
Ottav/a regarding the method of dealers
in making returns on excise and luxury
taxes.

Entries for luxury tax must be sworn
to, and are tc be accompanied by the
duplicate sales slip or invoices, together
with the cash or marked cheque for the
amount of the tax.

Entries for the' manufacturers' and
sales' tax must also be sworn to, and ac-

companied by a sworn statement of the

manufacturer or wholesaler as to the
total amount of sales shown by his sales

record ov a certified statement of the
chartered accountant in his em.ploy. The
sworn declaration may be made before
any Inland Revenue officer. Entries are
to be filled out in duplicate.

The sales tax applies to lead, i.-opper

and zinc when sold by a producer as
well as by a manufacturer or jobber.

Silver and gold, whan sold by a pro-
Jucer, are exempt. Repairs to garments,
if over $75, are taxable. Sales of real

estate by auctioneer.s are exempt. Raw
leaf tobacco :^l• hides sold by the farmer
are exempt.

The increase in income taxation is

not burdensome. The 5 per cent, added
is on taxes now paid on t^.e income— for

instance in 1917 th.e taxation on $5,000
was $100; in 191« it was raised to S;i20,

the United States level, and for the last

year will be S126, an increase of five per
cent.

The reduction in the business profits

is substantial. Under the old ta.x ex-

emption was given up to 7 per cent, pro-

fits, novv it is given up to 10 per cent.

The old tax took 25 per cent., betvtfeen

7 and 15 per cent, profits, the new tax
20. The old tax took 50 per cent, of

the profits, between 15 and 20 per cent.,

the new tax takes 30 per cent. Over 20

per cent, profit, the old tax took 75 per
cent., 'while the new tax takes only 50

per cent, of profits between 20 and 30
per cent., and over 30 per cent, it takes
60 per cent.

COLLAR HAS TWIN BUTTONHOLE
The "Oldficld," a soft collar manufac-

tured by Williams, Greene & Rome, of
Kitchener, has a feature which over-
comes the difficulty of shrinkage in

laundrying. This new collar has what is

called the twin buttonhole, and the
method of operation is a -"'ery simple one.

All the wearer has to do is to use the
inside half of the buttonholes when the
cellar is first worn. After the first

laundrying, which may cause shrinkage
of about Is of an inch, the inside half

of one and the outside half of the other
hole may be used, or, if necessary, the
outside half of both buttonholes may be
used. Tightness of the collar is thus
avoided and there is no doubt but that
the life of the collar is prolonged.



How to Retain a Valuable Clerk
Difficulties and Dangers of Partnership—A Minor Interest in a Corporation Obviates This

—A Satisfactory Method of Bonusing.

A MERCHANT has an exception-
ally valuable, effective clerk. The
man is industrious, earnest, a good

salesman, skilful at display work. The
time comes when auch a man gets be-
yond the wage line. He cannot be
paid more wage than he is getting be-

cause, no matter how it might be kept
"confidential," the fact would become
known and dissatisfaction would result

with the others. Yet ways must be de-

vised whereby that olerk can progress to

higher earnings or he will be lost to the
store.

The end can be reached through giv-

ing the man some kind of interest in the

business or paying him a percentage
Let us work it out both ways.
Time was when the custom of taking

the senior clerk into partnership was
common. In fact, the man began as a

boy with that plan in mind and every-
thing shaped itself to that end. But
many disasters warned merchants to go
slow on that experiment. For partner-
ship is like marriage—easy to get into

but hard to get out of—and plain pur-
gatory if not congenial, while the op-
portunity for legali7ed robbery is wide
open.

Dangers of Partnership.

The fundamental danger of partner-
ship is that partners are not only equal
owners, but in the eyes of the law each
is the sole owner of the business so far
as the outside world is concerned. Thus,
the merchant who takes into partnership
a favorite clerk to reward him and re-

tain his services may agree with the
clerk that he gives him only a quarter
interest in the business; but the minute
the papers are signed the clerk may
exercise all the functions of sole owner.
He may order goods to the limit of the
responsibility of the business; he' may
tap the till, the safe and the bank ac-

count with utter immunity from danger
of legal process, because the law says it

is all his. The idea seems to be that,

inasmuch as outsiders cannot tell any-
thing about the inside agreements be-
tween partners, each partner is vested
with full authority. Thus all who make
contracts with the firm may have full

protection and can evoke the law against
all the assets of the firm to protect their

contracts.

Aside from plain dishonesty and fraud,
there is the great clement of human
nature. Plenty of men make agreements
in entire good faith, who later on come to

misunderstand each other, grow apart,

are estranged, become suspicious of each
other, get to fighting and dissipate all

their substance in quarreling and the
costs thereof. We hear every day of

cases wherein one pailner puts it up to

the other to "buy out or sell out—an'

By HENRY JOHNSON, JR.

I don't give a continental damn which you

do." Often when the decision is finally

made, there is nothing left either to buy
or to sell. .

Contrast the Corporation

The corporation is another matter.

There the assets are taken by the courts

and formed into "an artificial person."

Fred Hanson may be a clothier in his

own individual right. He has absolute

control over his possessions and can do
with them practically what he likes. But
when he incorporates into Fred Hanson,
a corporation, he can do with his own as

he wills only through sundry -well-

defined courses of action, all subject to

legal restriction. Moreover, Fred Han-
son, a corporation, may consist of any
number of natural persons over two.

If, then, the merchant desires to take

into limited control his favorite clerk

and give him an eighth of the business,

he can accomplish this not only definite-

ly but with comparative safety through
incorporating and alloting an eighth of

the capital stock to his clerk. Further-
more, since he himself is still sole owner
of seven-eighths of the business, he con-

trols every particle of it as fully and
exclusively after a^? has incorporated

as while he owned it all; for his is the

majority interest.

The beauty of the corporation is that

it provides for a square deal to all.

Each party in interest gets what is his

—no more, no less—and it is safe-guard-

ed to him. Thus the clerk who is given

an interest will have the interest secure

from any "renegini;" or change of mind
of the boss; but ho can get no more
than is provided for him through the

action of the boss. There are other

points but these are all we need for our

present purpose.

If thp Boss Wants no Divided Interest

But let us consider the case of the man
who has this kind of clerk whom he de-

sires to retain and whom he wishes to

treat equitably, but whom he does not

want to take into the business in any
capacity. Let us suppose that the clerk

manages a department and also sells on
the floor about as much as any one man
can be expected to sell. Let us agree
that he is being paid so liberally that
any further advance in mere wages
would lead to embarrassment with the

rest of the help. How shall he be paid

more -without having an interest in the

business,

Of course, there is always the commis-
sion plan. One always can pay a man a

definite per centage for work done. The
difficulty about one who has grown to

importance on a salary basis is that it

is hard to arrive at a basis of per cent-

age which will satisfy him without en-

tailing overbalancing difficulties.
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Let us suppose the man is selling $600

a week and drawing $25 wages. That
may be $10 more than you are paying

the next man, yet it is far within the

average allowable wages expense sim-

ply figured on his sales alone. But again,

he has attained to such sales ratio and

been satisfied up to now, while doing all

the rest of the work indicated. The man
is so cheap that you cannot afford to

let him go.

If you took 8 per cent as the basis of

wages expense on sales, you would have

to pay this man $48 a week—and that,

obviously, would never do.

You might take $600 weekly sales as

your basic figure and pay him as much
as 10 per cent, on all sales in excess

thereof. But if you did that you would

have him so eager to make sales in ex-

cess of $600 that undoubtedly he would

neglect his other work and you would

merely spoil a good clerk.

Really, there seems to be only one way
to meet the difficulty; to give him a defi-

nite share in the net earnings of the

business, either in addition to or in lieu

of a salary. Of course, such a matter

must be handled with great care and

foresight. It will have the great ad-

vantage that if there are no net earn-

ings, no bonus will be due the clerk,

while every incentive will impel him to

watch and work to the end that the busi-

ness be made more profitable.

The Equitable Share

Suppose your records over a series of

years shows that your average net pro-

fits— I mean absolutely net with all

shrinkages, losses and reasonable de-

preciation of all kinds out—is $2,400 a

year. It might be good to arrange to

give the man 1-8 or 3-16 of the net profit

in addition to his salary as now fixed.

This is safe, for the net profits accrue

over and above your expenses, and those

expenses now include his salary. Yet

this would give him $300 to $450, addi-

tional a year.

That figure would be well inside the

$48 a week to which 8 per cent, on sales

would entitle him, while the chances are

that, with such incentive to work he

would •so exert himself and be so greatly

additionally helpful to you that he would

more than earn his extra pay. Supposfi,

for example, that together you could

make $3,000 net and your agreement was

to pay him 3-16 of "the net. His extra

would be $462.50, and that deducted from

$3,000 would leave you $2,537.50 or

$137.50 more than your former total.

My excuse for discussing this matter

is that I was asked a time since to write

it in confidence to one who was faced

with the problem. I hope, therefore, thai

it may be of some use to others.
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Board's Standing is Unchanged:
Opinion of Supreme Court Divided

Question at Issue Was Whether Board Could Force Ottawa
Clothiers to Sell at 15 Per Cent. Net Profit—Will the

Government Appoint a New Chairman?

DIVISION of opinion amongst the
six members of the Supreme
Court of Canada as to the con-

stitutionahty of the Board of Commerce
apparently leaves that body just v/here it

was prior to the hearing of the case be-

fore the court. An order which the
beard proposed to serve on the retail

clothiers of the city of Ottawa limiting

the profit which any retailer may take
on men's suits and overcoats to a net
15 per cent, was upheld by the Chief Jus-
tice, Sir Louis Davics, and Justices
Anglin and Mignault; Justices Idington,
Duff and Brodeur refused to uphold the
order. It is altogether probable that
reference will be made to the Privy
Council of England. Should this be done
it will mean a further delay of many
months before the matter is finally set-

tled one way or the other. In the mean-
time the status quo of the board remains
unchanged.

Questions at Issue

The two questions referred to are: (1)
Whether the Board of Commerce has
power to limit the profit which can be
(taken on a specific commodity in a speci-
fied town, and (2) Whether the board
has power to file its order in the Su-
perior Court of the province affected and
utilize the machinery of that court for
the enforcement of the order.

Board Will Not Appeal

I

Commenting upon the result of the
Ir.ppeal, the commissioners .said:

I

"The effect of the decision was that
the board's jurisdiction remains un-
impaired. The jurisdiction having been
jimpu;^ned, the board submtited to the
ISupreme Court of Canada ?. stated case
[consisting of two ouestions, as to which

the court, consisting of six judges, dif-

fered equally; in the result the questions
remain unanswered. The legal effect is

that the Supreme Court of Canada is un-
able to say that the Board of Commerce
of Canada has not all the jurisdiction
wiiich the Parliament of Canada purport-
ed to convey to the board. The board is

unable to say whether an appeal will be
asserted to the Privy Council either by
the Government or by the interests con-
cerned. So far as the board is concerned
it will not assert any appeal.
"As to the board's intentions, it will

proceed to carry on precisely as by the
legislation committed to it for adminis-
tration it is directed to cairy.

How the Matter Now Stands

What will follow this decision by the
Supreme Court of Canada, or lack of
decision, is not known at this time. Un-
der Section 17 of the Combines and Fair
Prices Act, the board has the power to
restrain dealers from either taking an
unreasonable profit or refusing to sell

at what has been established as a reason-
able profit. Commissioner O'Connor,
however, has not stated whether he will

now deliver the order on the Ottawa re-

tailers or nut, even thouj^h the standing
cf tiie board is as it was prior to the
hearing of the case. The Board is with-
out a head, as a chairman has not yet
been appointed by the Government, and
the Government itself has been rather
apathetic toward the board of late. It

would seem that the next move is the
Government's; if they appoint a new
chairman it is an indication that they are
satisfied to have the board continue its

activities; if not it indicate? that fhey
are desirous that the case proceed to

the Privy Council for final decision.

Held Boys' Ad-Writing Contest;

Promoting Boys' Clothing Dept.
Offer a Prize For the Best Advertisement Written by a Boy—Gets

New Boys Into the Store and Builds For the Future-
How It Was Done.

A STORE in Topeka, owned by the
Pelletier Stores Co., recently con-
ducted a very successful boys' ad-

ivertising writing campaign. The man-
jner in which it was conducted may be
iuseful to some readers of MEN'S WEAR
REVIEW who specialize on boys' cloth-
ing or who feel that they should special-
ize on this line more than they do. There
IS, perhaps, too great a disposition to
make the boys' department a sort of
after-thought in the business, forgetful
of the fact that the boy is the future

man and that if a firm friend is made
cf him when a boy he v/ill always be
a customer .as a man.

Did Not Increase Immediate Sales

This campaign, which was conducted
by the advertising manager did not
bring immediate sales. .A.s a matter of

fact it was not intended that it should,
and the nature of it made it almost im-
possible that it would. The prizes offer-

ed vvere, of course, a suit of clothes or
other merchandise procurable in this
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store, and the result was that the boys

who entered the contest induced their

parents to withhold their buying until

it should be seen whether or not they

secured one of the prizes.

Created Deeper Interest in Store

The objects to be attained from such
a campaign, however, were obvious in

the long run. In the first place the

whole of Topeka knew that Pelletier had
a boys' department where the wants of

the little men were looked after. That
was of a considerable value to the store.

Boys are great news-carriers, and when
it comes to buying or anything else they
can have a great influence with their

parents. Over one hundred parents were
influenced in their buying through this

advertisement-writing campaign, be-

cause over one hundred boys took part

in the contest. And whether or not this

or that boy won a prize, it had been
firmly fixed in his mind that Pelletier

had a boys' department because, the
probability is, he had been in the store a

dozen times to see what goods were car-

ried so he could write a better advertise-

ment for the store. Vv^hen the boy wanted
a suit of clothes Pel'etier stood the best

chance of getting the first opportunity
of sale because of the boy's connection
with the store. The name Pelletier was
a fixity in the mind of the boy, and the

boy would influence the father and mo-
ther.

liuilding for the Future

One of the strongest features of the
contest was that Pelletier was building
for the future. Boys are potential cus-
tomers of the future, and if they can be
made friend.'; in their early years they
will not forget in the future. Some of

the advertisements that were written
by the boys were printed in the local

papers, and that created additional in-

terest in the cont;-st. Not only did the
boys come into this store more frequent-
ly than they ever did before, but new
boys came, and, with them, often came
their mothers and fathers. People were
talking about Pellotier's store for some
weeks, and the reproduction in the hand
writing of the boy himself of those ad-
vertisements was a valuable bit of ad-
vertising for the store. The whole >'on-

test was a most successful undertaking
for the firm

"PUTTING SPOTLIGHT ON MAYOR'S
.?35.00 SUIT"

Continued from Page 46

This advertisement is along the line

which has frequently been suggested by
MEN'S WEAR REVIEW, namely, that

retailers should hit back, and hit back
hard, at the irresponsible statements
that are being paid in many quarters
about the present costs of clothing.

There are reasons for these costs and
Story & Story have pointed out several

of them.

The whole advertisement is a good
piece of work and should be helpful to

the trade.



\lll(i it Cltll-: ,'(! yjc. .s, u.s Ji.ss AbcltiOil- iCOllUl ill itt uj lltlli^clj, "thul tt HCW
store was opened on the 20th day of the third montn of the year of our Lord,

nineteeii hundred and twenty, in the city of Ottawa." This is the new store

window contuininy wreaths of flowers sent by clothing manufacturers on the day

of the openiiHj.

Scriptural Phrases for Advertising His Store;

Opens Up by Big Balloon Ascension and Prizes

Jess Abelson, of Ottawa, Chronicles the Events of the Trade—Says Novelty Catches the

People's Eye—Gives Away $115 in Prizes—Not Afraid of Competition.

THERE are ways and ways of ad-

vertising. Some advei'tising ex-

perts say that consistency is one
of the most valuable assets in success-

ful advertising. That is, selecting a

space in a daily or weekly newspaper and
always using that same space and posi-

tion in the paper. People begin to look

for it. If they are on the lookout for a

certain article in your store, they know-
exactly where to find your advertise-

ment in the paper. That is certainly an
asset. Or consistency in phraseology is

said to be a good thing. A noted writer

in a number of the MacLean publication,

H. Johnson, Jr., recently said that he be-

lieved "Red Rose Tea is a good tea" was,
perhaps, the best advertisement Red
Rose Tea ever had. Or to recall anothei-

similar instance, "Johny Walker—still

going strong" is a phrase that has
travelled tVip world over.

'And It Can,e To Pass"

"And it came to pass" is another
phrase which Jess Abelson, of Ottawa,
seems to want to travel, at least, to the
uttermost parts of the Dominion's capi-

tal. He has adopted a novel forin of ad-
vertising in the daily newspaper which,
he says, has done a great deal toward
building up his business. He declares
that people look for his daily advertise-

ments because of their novelty. He uses
Bible language with, however, no at-

tempt at mockery or sacrilege. His
headlines are consistent in their phrase-
ology; they begin with "The Chronicles
of Jess, the Clothier" or "Jess Says."

How He Opened New Store

Jess Abelson opened his new store in

a way almost as novel as his advertis-

ing. Fifty toy baloons were sent up from
the window of this new Sparks Street
emporium to which were attached num-
bered tickets. Ottawa's Mayor was se-

lected to draw the lucky numbers for
which five prizes were awarded.

lat prize—$50 suit of clothes.

2nd prize—840 Spring coat.

3rd prize—.$12 Borsalino.

4th prize—$10 in shirts.

5th prize—$3.75 Holeproof hosiery.

The opening proved very successful

from an adveilising -point of view. Mr.
Abelson said it brought hundreds into

his new store and that was what he
wanted. The financial returns of the
first day were the evidence of a success-

ful launching of bigger business.

His First Advertisement—Blk
1. "And it came to pass," so ran Mr.

Abelson's first advertisement "that a
certain clothier named Jess Abelson did

decide to open a clothing store in the

third month of the year on the Sparks
Highway oT the City of Ottawa, num-
ber 188.

2. And it is written that this mart of

trade or shop where clothing and furn-

ishings for men will be sold shall be

known and welcomed by all the young
men and men of the city.

3. Because it is to be the temple of

men's fashions, where the newest and
most up-to-date items of men's wear
will always be found.

4. And, moieovei', the prices will al-

way.- be so fixed that those of the most
modest means can buy."

Still another of his advertisements
ran :

—
1. "Vanity of vanities, all is vanity"

saith the pessimist.

2. Yet, who shall say which is vanity,

which is pride that is pardonable.

3. For the man who weareth a suit or

a coat that conieth from the shop of Jess

the clothier, shall have reason for great

pride. And, verily, such pride is not

vanity.

P.S. Come and see for yourself.
—

"

Not Afraid of Comnetit'-on

Jess Abelson is not afraid of competi-

tion even though he is surrounded by a

ho.st of clothiers and haberdashers. A
customer comes into his store and, if he

hesitates on account of values or price,

Mr. Abelson asks him to go out and

look at other values. Such an incident

occurred while MEN'S WEAR REVIEW
was talking with him.

"Have you seen other values in the

city?" he asked.

"No," replied the customer.

"Then go on out and look around and

I am satisfied you will come back."

The customer went out; he did look

around, and came back and the suit was
sold.

Perhaps it wasn't altogether the

better value that brought him back as

much as Mr. Abelson's plan of attack.

He is conducting business in a novel way
and seems to be making a good "go" of

it.

DEATH OF J. H. FOLLETT

A well-known Yonge street tailor,

Toronto, in the person of J. H. Follett,

passed away during the month of May.

For a period of ten weeks he had been

suffering from an attack of influenza and

the over-strain of hard work. The late

Mr. Follett was born in Toronto in 1878

and was educated in this city. He has

been a very successful merchant and was

an active member of St. Paul's Metho-

dist Church. He is survived by Mrs.

Follett and two sons.
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Sales Tags Will

Show New Tax
Commissioner of Taxation Explains How

Merchants Should Proceed Under
Regulations

Ottawa.—R. W. Breadner, Commis-
sioner of Taxation for Canada was asked
to explain how merchants would proceed
in connection with the collection of the
new taxes which becom.e effective imme-
diately.

Mr. Breadner said that each merchant
selling goods that come under the new
taxes would show the price of the iroods

on his invoice and also the amount of the
tax, whether it was ten or twenty or
fifty per cent. Two copies of the in-

voice would be made out, the merchants
keeping one. Ho v/ould keep his copy
in hand, and ultimately hand it over to

the Inland Revenue Department. The
money as represented by the invoices.

Thus, anyone buying a $50 suit will

get a bill reading: "To suit of clothes,

$50. To luxury tax, 10 per cent., $5.

Tttal, $f;5."

The man who buys a $200 phonograph
will receive a bill :-eading: "To phono-
graph, $200., To luxury tax, 20 per cent.,

$40. Total, $240," and so on.

A FRENCH BUYER
A Frencii fur expert, Mr. Goetze, of

Goetze Freres, Paris, one of the fore-

most fur houses in the world, v.'as found

intent upon a valuation of the offerings

of Canadian fisher. Madame Goetze has

accompanaied Mr. Goetze to Montreal

and was taking as great an interest as

her husband in the pelts.

"I have as yet only taken a casual

glance at the skins offered, for I have

only just arrived," said Mr. Goetze, "but

it is quite apparent that Montreal is of-

fering a very fine collection of furs.

These fisher, for instance, are beautiful

skins. I came over here expecting to

find something unusually good in the line

of Canadian furs, and I am not dis-

appointed. " Paris had its fur auction

sales, saiil 3Ir. Goetze. but nothing on

so large a scale as this Montreal sale.

Full Text of Government Motions
Outlining- the Many New Taxes

(Continued from page 39)

period if twenty per cent, or more of such profits have been
derived from the manufacture or dealing in munitions of war
or materials or supplies of any kind for war purposes;

"3. That the period during which the said act is to ba
in operation be extended for one year."

These on the Free List.

The following items are placed on the free list:

"Tariff item 172— Books, viz., books on the application of
science to industries of all kinds, including books on agricul-
ture, horticulture, forestry, fish and fishing, mining, metal-
lurgy, architecture, electric and other engineering, carpentry,
shipbuilding, mechanism, dyeing, bleaching, tanning, weaving,
and other mechanic arts, and similar industrial books; Bibles,

prayer books, psalm and hymn books, religious tracts, and
Sunday School lesson pictures.

"Tariff item 483—Stereotypes, electrotypes and celluloids

i;:'.

of books, and bases and matrices and copper shells for the

same, whether composed wholly or in part of metal or cellu-

loid; and

"Tariff item 698A—Typewriters and writing appliances

specially adapted for use only by the blind, under regulations

prescribed by the Minister of Customs and Inland Revenue."

Then there is a notice of a resolution which, in legal

phraseology, wipes out all the provisions in the acts of 1915

and 1919 which imposed a seven and a half per cent, extra

war tax on all imported goods. Last year many necessaries

were excepted. Now the whole tax is wiped out.

Another notice is of a motion to provide that the pro-

visions of the foregoing resolutions shall be deemed to have
come into operation on May 19, 1920, and to apply and to

have applied to all goods mentioned, "imported or taken out

of warehouse for consumption on and after that day, and
to have also applied to such goods previously imported for

which no entry for consumption was made before that day."
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BOTANY WORSTEDS ADVANCE 100% ;

NO DELIVERIES UNDER 12 MONTHS
T. Mix, of Lowndes Co., Ltd., Toronto, Says There is No Pessimism

in Old Country—Russia Offers Great Field for British

Houses—Sees No Hope of Lower Prices Yet

RESTLESSNESS and uncertainty
which, in sone cases, borders on
the verge of pessimism, do not

manifest themselves across the Atlantic

where, according to T. Mix, buyer for

the Lowndes Co., Ltd , of Toronto, con-

ditions are exactly opposite to wliat they
are here. Perhaps, as Mr. Mix suggest-

ed to MEN'S WEAR REVIEW, the im-

pression growing- in the minds of Bri-

tish houses that Canadians are becom-
ing too Americanized and susceptible to

panic, is not too far from the truth. The
presidential year, for reasons that have
never made themselves very m.anifest

to us, undoubtedly disorganizes business

over there, and these ripples more and
more seem to reach Canadian shores.

In the trade, conditions are unsettled

here. I\Ir. Mix says, after his buying
trip to the Old Country, that optimism
reigns everyv>here, and that big business

is in the air.

Conditions E.xactly Opposite

"Conditions here are the exact oppo-
site from what they are over there," Mr.
Mix said to MEN'S WEAR REVIEW.
"Business circles are full of optimism
and houses have more orders than they
seem to know what to do with. They
state over there that if Russia is put on
.T sound basis so that active commercial
relations may be re-established it will

go hard with the rest of us because of

the great possibilities for trade in that
country. There is not a maker who is

not filled up with orders for twelve
months to come, and they are asking
us to accept March to June deliveries

for Spring goods for 1921. Moi'eover,

they are asking us to accept these goods

at open prices because there is to be a

new wage scale arranged in August of

this year, and it is believed that tb?s

new scale will show increases of from
15 to 25 per cent.

Prices are Higher

"Prices are away higher than they

have ever been before," said Mr. Mix.

"The houses there are quite independent

of the Canadian or even the American
trade because they have the South
American, Scandinavian, Australian, as

v/ell as from the Continent. Many
makers altogether refused orders for

1921 Spring because they had more than

they could turn out with their present

capacity. The cloths used for Spring

1921 in a fancy botany worsted with silk

decorations is from 12 to 13 ounces, and

it is quoted at 34 shillings with open
prices awaiting the readjusting of the

wage scale in August. That is an in-

crease of just one hundred per cent, on

the same cloth we bought for Spring,

1920 in May of 1919, when we paid

17s. 6d. for it."

Cancellations Not Heavy

Mr. Mix stated that their cancella-

tions for Fall orders* were not very

heavy, little heavier in fact than those

which come in the ordinary transactions

of business during the year. He said

that very, veiy few cancellations v^ere

comiing from big retailers who recogniz-

ed that prices would not come down in

woollen goods.

REMOVAL OF THE BURDEN
Continued from Page 57

the luxury tax, which are sold by pedlars
and agents all over Canada direct to the
public. This new tax will greatly increase
this army of pedlars of clothing and other
lines wha have no permanent location, and
no provision has been made In the act to col-

lect the tax from these people.

"Neither has any provision been made with
regard to the sale of second-hand goods, and
this proposed tax will no doubt largely in-

crease this class of business.

"It seems also unfair that the Government
should determine what are, and what are not,
luxuries, without first having prepared a
list and submitted it to the trade, which
might easily have been done before present-
ing the Budget. At the present time an
alarm clock comes under the list of lux-
uries, if nickel plated, no matter how cheap
it may be, while an oil painting or engrav-
ing costing $1,000 is exempt. A, great
many cases of this kind could be mentioned.

"There are a great many lines of goods,
the prices of which would be very much
higher in the fall than they are at the pre-
sent time, and with the sales that have been
made from year to year, of goods that were

purchased before the war, the decreasing of
these stocks, and more goods being required,
ths preva')ing high rate of wages and ra.v

material, it will be impossible to reduce the

price of many lines of goods to the con-
sumer, no matter what luxury tax may be
placed upon them. If, on the other hand,
the luxury should have the effect of prevent-
ing customers from buying gools upon which
they have to pay the tax and they purchase
goods upon which there is no tax, the arti-

sans, who are now making good quality
goods, and securing good wages, will either
be thrown out of work or they will be placed
upon the manufacture of cheap and poorly
made goods at reduced wages, and, in our
opinion, the amount which is contemplated to
be secured by the Government from this tax
will be very disappointing. The cost of col-

lection will be excessive. It will have a ten-
dency to develop the incHnation, which is

common in human nature, to evale the tax,
and its ultimate object will be defeated. In
the United States they are finding this tax to
be unworkable and clothing is exempt from
its operations.

Sure to Dislocate Business
"One prominent retail merchant, in for-

warding his opinion of luxury tax, stated
that if the Government intends to dislocate
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the business of the Dominion, he is quite

sure that they will succeed. Their method

will create hosts of idle salespeople, and

people who have been engaged in the manu-

facture of goods that now come under the

luxury tax, and the business of the country

will be seriously crippled through this ill-

considered measure. Another prominent mer-

chant writes that the new luxury tax will

smash the retail trade and ruin Canadian

industries, while another retail firm states

that this tax, rather than raising revenue,

will hamper commerce. If everyone should

undertake to buy cheap goods, which are al-

ways the most expensive in the end, where

is the luxury tax coming s-rom? Can it be

possible that this luxury tax was framed

with the idea of increasing the revenue of

the Government by decreasing the earning

power of the people?

"It is also pointed out that this system of

taxation will destroy the value of hundreds

of thousands of dollars' worth of counter

check-books. It is an injustice to impose

upon the retailer the duties of a tax col-

lector, without any remuneration; it will in-

crease his work and expense, and will cur-

tail the business he should do in better class

goods. Already we find a number of retail

merchants complaining that customers are

suspicious when they are asked to pay a

luxury tax as to whether the amount that

is asked by the merchant is correct or not,

and as they have no means of finding out

what the tax should be it results in the loss

of a great many sales.

Another Difficulty Here

"Another great difficulty that the retail

merchants have to contend with is that in

some retail stores the price is quoted plus

the tax, without mentioning the tax whatever,

and this works to the disadvantage of the

retail merchant who gives a price and quotes

the war tax in addition.

"In order to remove the features we have

taken objection to, we recommend that in-

stead of placing the collection of the luxury

tax on the retail trade, that it be collected

at the source of supply, namely, from the

manufacturer and the importer, and in this

way it would be absorbed in the same man-
ner as all systems of taxation are ab-

sorbed. We feel sure that the Government
will receive more revenue, and the retail

trade of Canada will be placed in a better

position to assist the Government to accom-

plish its object.

"We desire in placing our views before

you to say that we fully appreciate the

many difficulties under which the Govern-

ment is laboring, but, as retail merchants,

we desire to offer our services, through our

association, in any manner whatsoever

whereby we can give to the Government all

the information that may be required re-

garding the retail trade in any part of Can-

ada."

VETERAN TRAVELLER DIES

The death occurred in Montreal thi.s

month of N. Brosseau, one of the oldest

French-Canadian commercial travellers

in the Dominion. Mr. Brosseau was on

the road for over thirty years repre-

senting Thibeaudeau Bros, and other

firms in the dry goods business and re-

tired about three years ago. He has

lived in Montreal over forty years

though a native of Lacadie, P. Q. The

funeral took place from the family resi-

dence, 637 Bloomfield Ave. A widow,

two sons and two daughters survive.
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"WHERE-TO-BUY"
^^'^D̂IRECTORYW^

Belt yourself with "Victory"

The Davis Novelty Co., Regd.
Leather Goods and Novelties

212-214 Mappin Building
Montreal.

Uptown 398
Our Specialty

—

Men's "Victory" Belts
If its "Victory" it's leather.

SIGN AND CARD
WRITERS' SUPPLIES

FIRST AID TO THE
Card Writer and Window Display Man

SUPPLY DEPT.

Toronto ADVERTISING SYSTEMS Main 480

MILITARY
RIDING BREECHES
There's a growing demand for niilitary riding
trousers both by trade and general sporting
public, fishermen, huntsmen, etc., etc., all

demanding them. We have quantities to sell

either privately or to trade.

DIAMOND METAL CO., Limited
871 St. Paul St. W., Montreal

(Opposite Haymarket Square)

SHOW CARD WRITING
A MONEY MAKING PROFESSION
FOR BOTH MEN AND WOMEN

Easily learned in short time by simple
method. We teach you how. Write for
booklet.

AMERICAN SHOW CARD SCHOOL
220 Ryrie Building

Yonge and ShuterSts.,TORONTO, Canada

Telephone East 7526

GOLD BROS.
Manufacturers of

Boys' and Juveniles' Clothing

930 St. Lawrence Blvd. Montreal

BRIGHT AND SNAPPY

SHOWCARDS, SIGNS,
PRICE TICKETS

MAIL ORDERS Given Prompt Attention

SHOW CARD DEPT.

ADVERTISING SYSTEMS
16RvrieBldg. TORONTO Phone: Main 480

A NEW NOVELTY?
PUT A CUT OF

IT HERE

AGENCIES WANTED
For men's and women's ready-to-wear
clothing, hosiery, knit g^oods, etc.

Covering Wholesale and Retail trade in

Manitoba. Saskatchewan, Alberta and
British Columbia. Box 198. Men's Wear
Review, 143 University Ave., Toronto.

Argues For Real

Luxury Tax
Says Tax Will Lower Standards of

Production

Sir John Willison, president of the

Canadian Reconstruction Association,

in writing of the Drayton budprct, has

the following to say:

"While recog-nizing that heavy tax-

ation is inevitable under present con-

ditions, it is the mature judgment of

the association as the result of such

investigation that, unless amended,

the new taxes will hasten serious de-

pression in this country and gravely

aggravate the problems of economic

readjustment after the derangements

caused by the war.

"Three weeks' experience with the

new Canadian levies as well as con-

siderations of sound economic prac-

tice, support the contention that the

taxes on such commodities as boots

and shoes, clothing, etc., should be

revised and made to apply only on

the excess over the non-taxable lim-

its. The present taxes place a pre-

mium of the manufacture of pooi

(juality goods, and, if continued, not

only would lower the present stand-

ards cf Canad'an productions in many

cases, but, in conjunction with the

inevitable curtailment of buying, of

which there is increasing evidence,

they threaten also to force many

Canadia:r manufacturing plants to

close their doors. One Canadian boot

and shoe factory states that it has

received from retail customers

throughout the country, since the

budget was anounced, cancellations

for more than .30 per cent, of the en-

tire business booked for fall, and that

the company's salesmen have done

practically no business whatever since

the tax was imposed.

"On national considerations alone,"

concludes the statement, "the asso-

ciation urges upon the Government
that the next taxes be made to ap-

ply only on that portion of the re-

tail selling prices in excess of the

non-taxable limits."

Waterproofs
of the

FIRST
QUALITY

for

MEN,
WOMEN

and

CHILDREN

D. A. MILLER
579-581 St. Lawrence Blvd.

MONTREAL

TWO COURSES
ADVERTISING and
SHOW CARD WRITING

should interest many young men in

men's wear business. Write the Shaw
Correspondence School, 393 Yonge St.,

Toronto, for particulars.

LETTER SERVICE

MULTIGRAPHING
Addressing Folding Inserting

Mailing
NEW UP-TO-DATE EQUIPMENT

Write for Prices
Letter Service Department

ADVERTISING SYSTEMS
216 Ryrie BIdg. TORONTO Phone M. 480

SHOWER PROOF
GARMENTS

FOR

Ladies and Men
We specialize in the manufacture of
Hiffh-Class Garments made from Eng-
lish Gabardines (wool and cotton).

Neat-fitting-, stylish, comfortable and
absolutely dependable.

Our Salesmen will shortly be shosifing
samples for Fall and immediate.

Special discount to the wholesale trade.

SCHWARTZMAN BROS.
1448 St. Lawrence Bird Montreal
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Look for this mark

fiadium^ fiosieeij
ftegi&Cered

It Means Increased Sales

for you ; and not that alone, but a reputation for

carrying the best hosiery that can be obtained.

Men, when buying hosiery, depend a great deal

on the word of the dealer, and if disappointed,

will naturally hold him in doubt in all their

future transactions (if any).

RADIUM HOSIERY is a line that you can

boost to the utmost and know that it will back
you up with qualities of endurance that will

make the wearer a consistent customer. Their

rich, lustrous appearance, coupled with their

perfect fitting shape, will readily please the most
critical of shoppers.

Radium Hosiery for Men, Women and Children

P. K. Company, Limited
Successors to Perrin Freres et Cie

SOMMER BUILDING, MONTREAL
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LOVE
MADE IN CANADA

After all

It Is Quality
that will build the prestige of your store and
increase your return sales.

In selling a man a pair of KAYSER lightweight

Summer Gloves you are assured that you are

offering an article that cannot in any manner
reflect upon the reputation of your establish-

ment. Knowing and realizing this fact, dealers

everywhere are stocking KAYSER GLOVES
and giving them preference over other makes
when serving a particular purchaser.

The reason
"They know KAYSER GLOVES."

P. K. Company, Limited
Successors to Perrin Freres et Cie

SOMMER BUILDING, MONTREAL
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Work gloves and mitts all the year

'round. The capital you put into

the Acme line turns speedily

—

earns you frequent profits.

Feature the Acme Gloves or Mitts

most in demand in your town

—

railway, farm workers, one fin-

gered mitt, or otherwise—and
watch them sell

!

Does your stock need
sorting 7

Acme Glove Works Limited
Montreal

A^ TRADEMARK

OPERATING
FIVE FACTORIES^-^ TWO TANNERIES

Pf^ODUCINC :

FINE DRESS GLOVES KNIT GOODS
WOFy^lNG GLOVES &MITTS

MACK I NAV\^ CLOTHES SHEEPLINED CLOTHES

LAF^F^IGANS MOCASSINS
WOF^KSHIF^TS OVEf^ALLS
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MILNE'S

NECKWEAR NEWS

69

Big Values June, 1 920 Right Prices

The Serviceable Tie

for Midsummer Trade!

Silk Mohair in fancy stripes.

Tubular. Will not fray.

Reversible and Washable.

12 Ranges and 6 colors in each

Range.

In Stock for Immediate Delivery

Note Our New Address

WILLIAM MILNE
The Newest in Neckwear

129-39 Spadina Ave. Toronto
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'^V*' TRADE

muwow
<fj^ MARK

IT APPEARS ON ALL OUR SOCKS

Your reputation— |

wlbuft ng nil w®irftlb ?
To your business it means success so why
risk it by selling "so-called" quality Socks.

"Hanson" Socks are guaranteed Socks

—

guaranteed to wear well and give entire

satisfaction. We make a specialty of sock-
making so why gamble with your reputation.
Make your next sock order Hanson's and
play safe.

If for any reason you have not ordered
through our representative, send order
direct to the milL It will have our
personal attention.

GEORGE E. HANSON
HULL, P.Q.

Pants Are Not a

Luxury
The necessity of buying odd pants was never

before so manifest, for "Practical Economy" has
now become the national slogan.

In buying

CROWN PANTS
whose high standard of excellence is the result

of careful and earnest specialization, you are not
speculating, you are assured of dollar for dollar

value.

We double the life of the average suit by
specializing in Pant-to-Match suits in designs that
are most popular.

Ther-e is no guessing as to the quality of

CROWN PANTS
Our travellers are now on their respective

territories with our range—or if they miss you,
drop us a line and we will be pleased to submit
samples.

CROWN PANTS COMPANY
322 Notre Dame Street West

MONTREAL

YOU SHOULD SELL
Ihe '• Wear-Well" line. The many ex-

clusive features both in material and

trimmings cannot be found in any
other Suspender.

it is these details of perfeetion that

have made Brophey-Chester Suspenders

so pojjular; and because of these features

the dealer who sells

Brophey -Chester
"Wear-Well"

Suspenders
is assured constantly increasing revenue.

They are made to give the utmost Sus-

pender Service, and you can sell them
with the fullest confidence that you are

luiildiug up repeat business.

Hee fh^if iioii order to-day.

THE BROPHEY SUSPENDER CO.
Limited

Toronto
Leather Belts, Armbands. Garters.

Ofike, Factory and
Sales Room :

266 King Street

West
/

BRflPHE

y V

'"^^/'^

'Sifmrn
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WE TAKE PRIDE %^^^
IN

ANNOUNCING

TO OUR CUSTOMERS AND THE TRADE

DENT'S GLOVES
A CANADIAN INCORPORATION

ALSO THE REMOVAL TO NEW HEADQUARTERS OF

DENT, ALLCROFT and CO. (CANADA) LIMITED
and COLONIAL GLOVE COMPANY, LIMITED

WITH ACKNOWLEDGMENTS TO OUR CLIENTS FOR THEIR

PATRONAGE AND CONTINUED CO-OPERATION.

DENT, ALLCROFT and CO. (CANADA) LIMITED
WILDER BUILDING, BLEURY STREET

MONTREAL
FACTORIES: LORETTEVILLE. QUE.; CHARLESBOURG, QUE.;

London, Ont.; Londcn, England; Worcester, England; Martock, England; Paris,

France; Grenoble, France; Brussels, Belgium; Ceroux Moustly, Belgium; Naples, Italy;

San Giovanni, Italy; New York, U.S.A.
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ForOVERALLS,COVERALLS
^ and ALL WORK CLOTHES

This IS Mr. Chas.
Broil, one of the
'c'esf engineers

on the B. & O.
who runs the
famous **Royal
Blue." Mr. Broil
wearsand swears
by "true blue"
Stifel Indigo

Cloth.

As indestructible as a fabric can be made in vsreave and
color—that's why Stifel's Indigo Cloth guarantees
satisfaction to garment manufacturers, retailers and
wearers. The dots and stripes of Stifel's Indigo Cloth
positively will not break in the print. Look for this
little mark stamped on the back of the
cloth. It is put there for your protec-
tion and the protection of your cus-
tomers.

J. L. STIFEL & SONS, Indigo Dyers and Printers
Wheeling, W. Va.

I

NEW YORK 260 Church St. BALTIMORE Coca Cola BIdg.
PHILADELPHIA 1033 Chestnut St. ST. JOSEPH, MO Saxton Bank Bldg.
BOSTON 31 Bedford St. ST. LOUIS 604 StarBldg.
CHICAGO 223 W. Jackson Blvd. ST. PAUL 238 EndicoU Bldg.

SAN FRANCISCO, Postal Telegrcrh SlJg.

TORONTO 1 4 Manchester BIdtr.
WINNIPEG 400 Hammond Bldg.
MONTREAL Room 508 Read Bldg.
VANCOUVER 506 Mercantile Bldg.

No. I I 30 Eiffel

Tie Stand

The

Very Latest

in revolving-Counter Tie

Stands., 6 inch Eiffel base

and square standard, 3x5

card holder on top of

standard.

Price ^7.75

Everything in Stands for

your particular trade.

Send for our new
Catalogue.

Clatworthy & Son Ltd.

Toronto

REPRESENTATIVES

:

Vancouver, B.C. : M. E. Hatt & Co., Mercantile Bldg.

Montreal, Que.: Graham Harris, 31 Drummond St.

Winnipeg, Man. : O'Brien Allan Co., Phoenix Block.

Halifax. N.S. : D. A. Gorrie, Box 273.

The New-Way Collar System is an innovation,
but a successful one, as it brings every style in.

sight of a customer and every size in instant
reach of the salesman. This is only one of
the hundreds of features of the New-Way Sys-
tem for men's wear.

Let us explain the system

Jones Bros. & Co., Ltd.
29-31 Adelaide St. W.

Toronto


