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2ho present advent of machine and automatic
tools. These men—these workmen and invent-
«ors—made possibilities out of suggestions, and
wrealitics out of imaginings. T'o them beloug the
wealitics of the present machine-shop.

It would scem from this that it is not the
:tools and the appliances that make the work.
men, but the workmon who make the tools.
*Theve arc just as good mechanics to-day, with
:all our mechanical appliances for good work, as
there were when every job vequired a new
arrangement of tools for work. In fact, the im-
provement in machines presupposes the capacity
of the machine makers,

And yet thesc improvements have theiv influ-
ence on the workman ; the Letter the tool, the
more exactive the workman., There aro gray-
headed, almost superannuated, workmen in our
shops who have voluntarily discarded all their
old-time notions to take up with some * new-
fangled trick» that has proved tobe aun advauce
toward perfection. Every improvemennt in
tools—induced and perfected by mechanics—
4ends to an advance in the true mechanical
improvement of the workman.—Scientific
American.

False Methods in Trade.

The American Machinist in its last issae, in
discussing the methods pursued by various
yarties in selling machinery, takes the tenable
ground that, while it is not unfair to wmake hon-
st comparisous between the seller’s machines
and others in the market, the frequent practice
«of too highly recommending one’s goods is un.
wise, and often produces a contrary effect from
that anticipated by the over-anxious seller. The
article, which we reproducein full in the present
impression, containg several very good sugges-
tions. That one can as casily Jover-praise his
wares as under-praise them is apparent. Buyers
must be possessed of some discernment. It is
thercfore not tho part of wisdom to give the oc-
casion for distrusting the good faith of the sel-
ler. Asin law, so in trade, the maxim, ¢ False
in onc thing, false in all things,” prevails. If
the seller is canght in the act of distorting the
truth in one direction he will be accused of
stretching it in all divections. If he makes
onc claim for his machine which the buy-
er knows to he false, he has very likely destroy-
ed his chance for effecting a sale, because he will
bave the credit of making nothing but false
chims. It isnatural to make strong stateinents
in the attempt t effect 2 sale. The closeness
of competition, the anxicty to hold the trade,
and the desire to make the profits on the trans.
actions are finpelling motives to leave the nar-
row path of truth for the unlimited territory of
falschood. TRutdoes tue end justify the means?
Morally speaking, no' Even from the position
of the mere man of business, it may confidently
bo claimed that falschood rarcly aids in making
& desirable sale. Some will no doubt laugh at
this assertion. There are men who cannot do
business without dealing in deception, but for-
tunately there are many others who can,  Ob-
servation shows that nien can sell articles that
are defective, even when they peint ont such
defects to the buyer. Onc of the Lest horse-
traders we ever knew made a habit of pointing

out every conceivablo defeet in the horses he
was goiug to sell. He never or ravely failed of
making good sales at round figures. People be.
lieved what ho said, and often thought the ani.
mals they were buying were better than the
seller recommended them to be.

It should not be forgotten that buyers have
powers of observation, even frequently detect-
ing deficiencies in the article being sold which
the seller himself does not notice. Despite this
very plain fact, not a few traders scemingly op-
erate on the belief that purchasers are both
blind and deaf. It gocs without saying that this
isa great mistake.  Any number of trades have
fallen through because the seller has disgusted
the buyer with extravagant statements. He
who frankly admits an apparent defect in his
miachine stamds in a far position to maintain
the excetlence of the really good portious of it.
That man is said to be a skilful debater who
dares admit half of his opponent’s claims, and
s0 is he a good salesman who does not hesitate
to admit the defects of the article he is trying
to sell.

Trade as constituted to-day is honey-combed
with little deceptions. A good coat of paint
conceals 2 poor finish, and a smooth but nutrue
statement is often intended to mislead the buy-
er from a knowledge of the real condition of the
article he is buying. If sales could not be made
without such practices there might be a shadow
of excuge for them, although on high moral
grounds they could not be defended, but theve
is, in actual practice, no occasion for any un-
truthfulness. Scllers should be brave and hon.
est enongh to tell the exact truth, If the article
they sell is not a superior article they should
sell it for what it really is. A seller had better
obtain smaller profits and retain his manhood
than to make a trifle more and feel that he has
perpertrated a wrong.

A Promised Revolation.

The printing world is much distrrbed by the
discovery of a new process which enables any
number of copics to be taken of the oldest
book without sotting a line of type. A com-
pound has been discovered which may be spread
upona page without in the slightest way injuring
the paper and which refuses to rest upon ink.
It can be casily removed to astone, and there
become the matrix for stercotype, or can be
used for printing from at once. Yon hand your
Lest beloved Aldine to the inventor of this new
process, aud he will return it to you without a
stain or a mark, uninjured and only cleaned,
and he will give you along with it an exact fac-
simile, letter for letterand broken stop for stop,
of the volume which he has had in his porses.
sion for only a few days. Mr. Quaritch, the
second hand Lookscller, is said to be thirsting
for the blood of this too-clever inventor; but
practical printers arc already moving to see
whether they cannot save the cost of re-setting
old cditions, and, if certain difficulties can be
got over, we shall see a change not only in the
production of facsimiles of old books, but in the
reproduction of modern books. It will nolonger
be nccessary to keep typs standing. A proof
will be as good as a stereotyped plate. No book
will ever really be ““out of print ™ solong as a

copy of it remains. It wil! be nearly as cheap
to reproduce & volumeas tv print an extra copy
of a volume passing through the printing
machine. Certainly we are progressing. Al-
ready water-color drawing can be so well litho-
graphed as to deceive the very artists, The
timo is not far distant when we shall photo-
graph colors. And now that a book may be
reprinted from 1tsclf, vve may reasonably hope
to find a method whercby oil colors may be mul-
tiplicd from their own canvases.— The Week.

An English Yiew of Americans.

“ The intolerable tolerance of American feel.
ing towards speculators greatly increases the
risk in investing in American bonds, No presi-
dent of arailroad is cver nunished cither for
wmisrepresentation or for committing his share-
holders to the maddest enterprises  If he sue-
cceds ho is cousidered a great man, and if he
falls he is pitied, and sometimes presented with
great sums to live on.  Even the president of a
bank is not held criminally liable for loans to
his own relatives without seccurity, if only his
friends, when he has failed, will pay up hig de-
faults, The manager of a deposit bank who
uses deposits to buy ¢blocks’ of shares ig, if
the shares rise, cousidered clever ; and if they
fall and he fails, is after the first twenty-four
hours, ncither considered nor treated as a mere
thief. If he is well.connected, or popular, or
sheltered by friends, his ¢ ruin’ is regarded as a
sufficient penslty, and after a year or two of
retirement he usually begins again.  The effect
of this is, that any one who can obtain the con-
trol of large funds is tempted to make himself
rich at once, and that the market is always at
the mercy of men who are playing a game
which they stake temporary inconvenience and
disrepute against fortune. The temptation is
too great for a race of men who carec more to
gain money in large sums than any people in
the world, and at the same time fear poverty
less than any other people. Millionaires in
America make ¢ corners’ as if they had nothing
to lose, or let their sons amuse themselves with
‘financing® as if it were only an cxpensivo
game, 2n Englishman, however speculative he
may be, fears poverty excessively, and a French-
man shoots himself to avoid it; bnt an Ameri-
can with a million will speculate to win ten,
and if he loses takes a clerkship without think.
ing much about it. There is a good side, a very
good side to the ‘detachment ® noticeable in all
American business men, a freedorm from sordid.
ness and from petty grasping ; bat the peculi-
arity makes them the most dangerous business
gamesters in the world. You know in dealing
with & Frenchman that he will not voluntarily
risk pecuniavy ruin, but to an American that
risk rather alds to the excitement of his pur-
suit. What, indeed, is ruin, in that exhilarat-
ing air, with nobody caring, and thirty.six
states around you offcring to the skilful 36,000
ways of making moncy? An attack of dyspep-
sia is far worse ; and, in fact, when a prominent
American if ruined, we gencrally hear that he is
‘sick,’ and that his friends upon that account

are full of anxiety for his future”—London
Spectator.

More people are ruined by giving credit reck-
lessly than any other way.



