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CANVASSING FOR TRADE.

Editor BOOKK AND NOTIONS :

8Sir, 1 desiee to give oy expericnee
regarding Cansansing  for ‘Urade”
After geveral dears' experlenee in the
ook aud stutionery trade, and viewing
with some  concern  the amount  of
money aearly taken from the  people
by book canvasaers, 1 concluded that
ifit were posssinie 1 wonld i sotme way
prevent the money going into what
seems an Jlegitumate channel. 1 say
illegithunte, advisediy: for, as a rule,
hook agents puy no taxes, rent, or
license, and conscquently make lurge
profita on very smaall investments, A
difficulty which the bookseller must
face at the outset s that if he wishes
1o be successful he must pualify himself
or have a qualificd man to sell xub.
scription booke. It is a mistake to0
suppose that anyoue can take orders
for a hook. There is as inuch xpecial
knowledge and tact requingd as 8 ne-
cepRary i a commercial man, i one
would e a succeasful book canvasser.
I the buokseller has not the knowledge
himaclf, he must pay for expericnced
Lelp. and to do so, must give away by
far the larger portion of his profits.
1, on the other hand, he proposes to
give 1L his personal atteatfon, other
watters are likely to suffer. Thea an
exprericnced collector is even more ne-
cessary than the eaprerienced canvasser,
or the bookseller will find himaclt buy-
Ing some very costly experience. Often
a great deal of annoyance and trouhke
is occansioned by submcribers declining
to accept delivery of their ook or e
ing unable to pay when the time fur
delivery comes. My eaperience after
handling n very large number of sabe
seription buoks in connection with my
othier buslness, rxteading over a period
of some five or six yeard, I8 that the
subscription ook business 8 1 very
troublesome thepartment of the ook-
2°ller’s trade, and tic returns unsatis-
factory when the amount of tine, mon-
cy aud worry sccessarily capeanded to
make It a succown are considered.

A3 to cauvamlug for trade In the ata.
tionery departaacat, 1 can ecarcely see
how one is 1o help himwell Iif he i to
keep his head above water, for offices
are systematically cauvassed  these
days, and the stationer who does not
do g0 s likely to find bis trade mowt
surcly slipping from his grasp. Ax to
whether it is wimT 10 engage a special
hand to do the canvassing, or to have
1t done «censionally by oue of the
clerks, o a quostion that must be regu-
Inted largeld by the aize of the ficld and
nature of buslness 1o Ine dowe. My own
custom has been to have the work done
Wy oue ol the hands from the store
orcastonally, am the circumsiances
seemed 1o demnand it 1 would be glad
to hear from othiers in the trade as o
Their sacthods {a this lntter particular,
1 want to aay this, however, that a
ool camvamer who will xtay with hix
job 8 worth his weighi in gold.,

Yours sincerely,
INO. H. FERGUSON, Wininpeg.
Fditor BOOKR AND NOTIONN

Nr,  8tveral editoriale and a number

of klters have appearcd In BOOKSK

AND NOTIONS during the last three
or four mouths on “Canvassing for
Trade.” .

My own seelings are decidedly against
canvassing, The canvasser is becoming
such an intollerable nuigrance that the
loug sulfering  houscholder  will some
day rise in his might and destroy him,

1t is quitc probable that eanvassing
might conslderably jucrease the sales
of booksellers without incereasing thelr
profits. Booksellers usually find cnough
to do without canvassing persoually,
aud persons who will accept emplo)y -
uent of that Aind are some times not
the most trustworthy., My own  ex-
perience In sellingg gowds through agents
hus not been ecrcoaraging, Manufae-
turers and wholesale dealers  might
take a diffecent view of the matter.
'l'c’. them it would auean increased sibes
without the annoyances of canvassing
from house to house, and cotlections
without the jarge proportion of loss
which i» alinost certain to follow.

I, however, the sale of goods by can-
vassers pecomes general, would hook-
sellers continue doing business as at
present, paylug high reut, taxes and
all the other expenses of a4 respectable
store? 1 think it is more kely that
the business would degenerate.  The
Lookscllers now doing business would
cither discontinue or adopt the new
method, and the bookseller of the future
would rent 2 cheap room for storage,
and the wholesale men might. then have
1 hens responsible claira of customers to
deal with,

Perhaps 1 am behind the times in
my views, but it appeuars to me the
objections to camvassing far outweigh
the advantagges,

Yours truly,
M. Y. KEATING.

St. Catharines, Ont.

WHEN ADVERTISING DONT PAY.

Many burincss firms who ought to
advertise persisteatly gefuse to do so
because they have tried advertising 1o
2 limited extent and faiied to get any
direct benelit from it. Thelr trial of
the experiment begau and ended with
an Insiguificant card continued for per-
haps three or six mounths, and the
result, of course, was what might have
been expected—u dismal failure. The
wmouney expended migat have heen put
1o hetter use, we confess.

No one with ordinary common sense
ought 10 expect a very small adver-
Hsement (o pay unkess it I continued
for a very great leagth of Ume. Rut
small advertimmenta  are something
which should uever Le cncouraged, os-
peclally when they apply 1o hagses
which can afford to advertine on n
larger scake. They are rarely, if ever,
xatiefactory, lecause they can never
bring the reaults that  advertising
whould briug. when it is dowe at all.

Judicious advertising always pays.
The use of the right mediums and a1
Pproper proportion of space, to cnable
the making of au effcctive display, are
always productive of good results; and
when advertising is done o this plan
it #a never discontinucd by live busineas
wen who have anything worth adyer-
tising.

We never hear a complaint made by
any busiuess house that advertiaing has
not paid them hutl we can easily trace
the cawse. The firm i question has
elither advertined in a half-way fashion
or been too timorous to stick to it
until the results were watisfactory.—
ey Goods Chrouicle.

AN INPROVEMENT IN CHECK
BOOKS.

There are few merchants of stand-
ing in the commercial world who do
not use and appreciate the counter
chieek ook, In many cases by adopt-
ing the rule of giving to each eustomer
a bill of geauds purchased on eredit,
and retaining a copy thercof, i sys-
tem has been established  which has
been the means of saving hundreds of
dollars every year to the merchants
adopting the aystem.  That counter
check books more than pay their cont
cevery day of the year, ir the testimony
of all wha use them systematically.
Thousnnds of merchunts, nevertheless,
Jose money  daily Ly a negleet to
charge goods sold on credit. To avoid
such loms the adoption of the check
LOOK is 1 pecessity. It xaves Josses by
thoughtlessness or carchssness. Cash
siles are recorded and the duplicate
placed in the till; while the credit dup-
licnte Is placed on the charge fyle.
The salesman thug geix Into the habit
of recording every sale.

A new style of check book is now
heing placed on the market, which hias
an advantage over the old kind, in that
no carbon leal ix required, yet every
page copics to a duplicate bill with
neatness, clearness and permanency. It
often happens with the old style that
parte of the black leaf are wora out
or torn off, or the leal may he mis-
Placed or Ieft ont, and thus the copy
is imperfect or wanting. This new
check ook obviates all such difiical-
ties, and it Is impossible to have an
imperfect copy, while no placing of
leaves is nocessary, thus saving much
time aud troubde. The carbon paper
is dircarded and the record is muade
with a printed heading and duplicate
alone. This counter check book is en-
titled the “Happy Thought,” aud is
handied exclusively in Canada by the
J. K. Crauston Store and Office Sup-
PIy Co,, Galt, Ont. This bouk is cheap-
or than other counter books and must
cventually displace  the older kinds.
Wide-awake merchants wonld do well
to cxamine it carefully. Another strong
feature of the hook is the tally aheet,
which is placed on the cover oppo-
site to the writing pages, and can
thus be casily used by the aalesman
to cuter the amount of each cash or
credit xale. These when added up give
the total of cach clerk’s sales, and
thus prova an incentive to them and
produce n good-aatured rivalkry as to
who can scll the most. Also, when
these aales are added up the total am-
ounts shonld corrcapond with the sum
total of the checks, and thus an ac-
curate result is obtainalie. Any mer-
chant can procure a sample of the
book by writing J. K. Cranston, Galt,
Ont., whose advertiscment appears in
another column.



