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THHE TRADER.

their objection to allowing general dealers
who carry no stock, to soll watches from
list or samplo, thus making n vexatious

|

Should, liowover, any wholesalo firm

would not willingly back up tho district | of tho essoutinls in tho soience of selling
against the individunl in such a cause. | goods.

Ono of tho most important aids towards

opposition for many porsons, but this is  refuse, ‘ boycott " that firm by all m(uaing.tl\o snlo of goods i8 sincerity. Lot the

fnst being romedied by tho wholosalers.
Withiu recent times watchmakers have
had four controllable griovancos.

First, '

soon bring any dissenting dealer into
lino. For this and all gencral purposes

to patronize them. This plan would very | buyor be convinced that he is bewg dealt

with in o fair and honest way, aud he
will not hesitato to buy hborally if ho s

tho supplying of city dealers at lower section associations would be moro advan- jin o mood to buy; 1f ho ean be got to

rates thian country denlors, thus cunbling
the city wmon to flood tho country with

cntalogues and lists, at prices which tho !

counsry dealer conld not afford to sell

, «agoous than a lurge general associntion,
;but spaco won't admit of my naming
roasons in dotail,

My object in this letter, Mr. Editor, is

at, on account of his paying moro for his | {o bring tho whole matter under disous-
goods, Thie has boon romedied Ly tho|sion, with the lLopo that the roenlt

Manufaoturors’ Association.  Country
and city doalers are now on the samo
footing so far as the cost of watchos is
concerned.  Secound, tho selling by job
bers at rotail to outside dealers, who
acll from list or ssmple, carrying no stook,
This is being romediod by the J obbers
Association. Third, tho bringing in of
wntiohes by privato partios from tho U. S.,
for tho uso of thomaolves or thair friends,
avoiding tho duty. And now, Mr. Editor,
let me digress so far as to say, that you
would be doing tho trade generally a
great favor if you would fully explain
tho law on this poiut Many cilizens
and indeed many jowelors ihemselves
believo that this kind of smuggling is
within tholaw  If #n, wo can only * grin
and bear it,” but, if, as 1 beliove, it is
contrary to tho law, the watshinakors
have the remedy in their own hands,
Lot any ono intorested bring a few oases to
justico and the ovil will be considerably

losscned. Fonrth, the spirit of lxostility'

among watchmakers in the same town
and section. _That spirit whick causes
one to run down o purchase mada else-
whore, and name a sum, as its value,
about tho wholesalo cost, simply becauso
it was bought at the opposition store;

that spirit which causes them to cut an, Another is quiet and dignified, and must

articlo to tho cost to take a snlo from the
other man.  Many are not guilty in this
respoct, but 1 ask, Mr. Editor, is there a
single watchmaker who does not know of
sach things being done ? The remedy
for this lics in strangling that spirit.

‘will bo a broad comprehonsivo scheme,
j accoptable to the Manufacturers' Associa-
tiun and conducivo to the welfars of the

trade. Tho nocessity oxists and tho
watchmakors can formulate such a
schome.  Will they?

i Yours truly,

EQUITY.,

Selected Hatter.

THE S80IENTIFIC SALESMAN,

Fino salesmansbip requires brins,

}Tho mere art of selling goods is simplo

enough, but the knowledge of moving
large quantities, of understazding Low to
deal with customers, to make them feel
lwell disposed, to retain this feeling and
continue their patrouage, is as much a
science as any taugbt by soholars or
. studied by students.

In the first place, truoc salesmanship

lrq.-quirea 8 koen and ready insight into

human nature. Thero are no two men
alike and each one of us has peculi-
arities. It is necessary to study these
peculiarities. Ono is joviul and hearty,
and wants to bo treated in the same spirit.

| be handled with gloves. A third likes to
i chat and cannot be hurried, whilo his
neighbor may be short aud quick in his
mauner and anxioue to got through. Some
need to be troated to lead them into o
buying mood, while others would take

Lot the watchmakers and dealers in ench
district come togother and agree on a:
general prico list for all staple articles, |

and lct avery one abide by it ‘o the letter. |
Should any rofuse to nccopt tlus list,l

" boyoott " him by informing the whole- '
salo trader of tho faot. Tho prico List'
should be a fair one betweon dealer apd
eopsumer, and, I beliove, thero is not a |
wholesale firm i the Dominion who'

such an offer as n signal iunsult. Honce,
the salesman must be thoronghly ac-
quainted with all bis customers, must
know their peculiarities, and treat sach
in guch a way taat he will feel well dis-
posed towards the salesman. The per-
sonal characteristics of a salesman, of
course, constitute an important eloment.
Some men possess the koack of making
themselves popular, and popularity is one

!

accept the recommondation of the sntes.
men on ono artiole, he will most hkoly
accopt it on othors; but lot there bo g
suspicion of triokery or underhand work,
and ho will be strongly influonced to keep
aloof.

A aonversation with a most successful
dry goods salesman in this eity brought
out somo pomts that are worthy of men.
tion. An evident desire to help the
buyer in seleoting goods, and pointing out
tho best patterns, goos along way. “After
two or Lhreo well posted men 1n the trade
bave looked through my line,” remarked
the ealesman roforred to, “I can pretty
well seo which are going to bo tho popular
styles, znd I give sub'sequeut buyers the
advantage of tho first selections, and
trathfully inform them that such and
such patterns are taking, Tho result 1s
that thoy obtain goods that move more
readily; they sell thom and re-order, a
superstition arises that thereis luck i
the goods, and they always romember nio,
and givo me a hearty welcome and a guud
order.’ Nothing will so disgust a man
as to see styles grow old upon his hands,
and nothing will so hinder the chances
of the man who sold them in subsequent
transactions. Hence, sincerity and an
honest lookout for the welfare of cus.
tomers arc not only necossary to accom-
plish sales, but also the best policy in the
long run. The dealer who bas once been
¢ gtuck "' and discovers it, as it will not
take him long to do, never forgives the
one who has sold him tho goods, and so
the one lucky sale rmay prove the last.

A wise salesman will never enter into
an argument with a ounstomer, bo it on
religion, politics, or any other subject.
If you dissgres at the staxd, you are very
sure to disagree just as much at the finish,
and usually stir up considerable excite-
ment and some feeling of animosity, witl
nothing to show for it. The safe plan is
to sueur clenr of all forms of controversy.

A few words of advice once given by
an older brother to a young man just
abont to start out on the road are well
worthy of repetition here, and, we fancy,
should apply in tho main to the young
salosman bebind the retail counter as



