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<LL
& T. BELL.
MANUFACTURERS OF

FINE BOOTS AND SHOES

WEOLESAILLE.

J.

1667 NOTRE DAME STREET

MONTREAL.

THE SUB-AQUEOUS
MINING MACHINE,

(Patented in Canada and U, &)

11 been constucted and is now offered
FOR SALLE.

H. T. SCURRY,

Juv ntor and Patentee,
22 ABBNTT STREEL, VANCOUVER.

Theo. R. Hardiman,
PIONEER ART GALLERY.

Represen's At Union of London, England,
Presuden, Right Hon. the Eatl of Derby,
K. G.

Full supply «f Arist * Goods, Mouldings, etc

623626 Cornnva Si1 ., VANCOUVER,
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Union Pacific
steamer leaves
Turner, Beeton

: A & Co's whaif

‘ PR daily except,
17 Saturday, at 7

; a. m. for Port

{ Townsend, Se-

- attle & Tacoma,

F o fortherinf rma insegarding tackets
to all piints in United Stues, Ca ada and
European ports, all on or address

C. G. RAWLINGS,
100 COVERNMENT ST.
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MUNROE MILLER

UNION
PACIFIC

GEN'L AGENT .

Printer and Bookbinder

77 JOHNSON STREET

VICTORIA, - - B. C.
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TIE STORE SALESMAN,

Selling goods is an art that many strive
for and few attain; thereare salesinen and
salesmen, some born with the gift, others
trained to the work, and still again others
forced into it by pure necessity, A man is
likely to have the idea that, if he cannot
minke a success at bookkeeping, clerking
or invoicing, that he can scll goods, Oh
yes 1 anyone can sell goodsin astore where
a person comes in with his mind all made
up as to what he wants; o very simple job
to take his order ; anyone can sell goods in
the store.

The person who allows himeelf to be car-
ricd away with this idea makes a large
and ragged-edged error.  In this age of
close business competition the average
customer has not made up his mind as to
what he wants; the buyer of to-day ex-
peets to have the merits of the goods, in a
eortain lin~, brought out lucidly, he
expects the salesman to be able to explain
mechanical detafls, advantages in using a
certain make or brand of goods, and to
clinch the whole matter by convincing him
that the article oflered is just the thing he
requires. ‘The customer of to-day goesout
with the idea in his head that he requires
sach and such goids and he expeets the
salesman to decide the quality and grade
that is most suitable for his especial case.
Why is this so? Decause the many people
engaged in any particular line of business
must make a living, the living must be
made -generally speaking—by the art of
persuasion, and only the man who has the
peculiar faculties for the persunsiveness
and intelligent descriptive quaiitics can
ever hope to lLe successful behind the
counter,

The necessary qualitics in a man to be
able to mwake a success in this line are
these : Capability to judge human nature,
tenacity and politeness, and with these
abilities he must combine a thorough
knowledge of the goods he is selling. By
this is meant not merely a superficial ac-
quaintance with the zoods, Lut a detailed
knowledge of construction. application
and comparative merits, Take, for in-
stance, a man as a customer who comes
into your store aftera lock, Iestates that
he requires a lock for a closet door; as to
the stvle, quality, make and price, he ex-
pects the salesman to be able to settle
these points, and so he should be. The
enbryo salesman has the superficial know-
tedge, which by the aid of the catalogue
he applies to the case in question, and in
all probability will be able to take the
order ; he may g0 so far as to persuade the
buyer to purchase & mortice instead of a
rim lock, and the customer gocs away
pleased. It will be rather unpleasant for
that salesman if he happens to be in when
the customer returns and informs the pro-
prictor that the lock he has purchased is &
inch thick and that the door is also § inch.
Whalt is the trouble? Theinexperienced
salesman, in his aunxiety to sell a more
expensive lock, has forgotten, or perhaps
never knew, that there are a number of
details in reference to lock application,
such as hand, thickness, level, etc., that
are very necessary in selling this descrip-
tion of goods. This might, and in fact
does, occur in various other lines connect-
ed with the hardware business. A very

common fault coming under this head is
to show tho cheapest grade of goods first.
It is casicr to fall than it is to rise.

If a huyer wants a barb wire fenceandis
looking for the wire, it is poor policy, on
account of eagerness, to show the cheapest
grade, simply for the sake of selling him a
bill, Show the bhest goods, prove your
ability to scll goods by clearly showing the
customer wherein he will be benefitted by
expending a little more ard receiving a
proportionatcly better result. Be enthusi.
astic, it is & necessity to be ablevo enthuse
over your goods, The man who has not
the ability to show an interest in his goods
sureiy cannot cxpect interest to arise
spontaneousiy in the purchaser. In fact
most customers center a store with an
antagonistic feeling, and they expect to be
“pulled up to the point,” The proprictor
who hires a2 man to sell hisgoods and hires
him because he can be had at a low figure
per week, does himself and his businessan
injury, There is an art in sclling goods.
Few possess it. Get the man that has it
if you have to pay double. It will pay in
the end.—Hardware.

P SO N—
KEEP ON TIME.

An exchange is of the opinion that if all
the money lost through delays in giving
orders could be gotten together in one pile,
the acgregate would make a gooid round
sum. Weall know full well tha!l tardiness
in purchasing stock has ccst us muih
money, and yet, somehow or other, we
never manage to keep on time in this
respect.

Travelllng salesmen say it is an every-
day occurrence to find some of their cus.
tomers so nearly outof & cerain article
that it is impossible to get a frosh supply
in on time to meet the requireme:t~ of the
consumers, A salesman tells of an in-
stance that aptly illustrates this point.
“My customer,” said che salesman, *‘had
quite a run on a certain brand of goods, I
never called upon him when his stock was
full. I urged upon him to always send in
his order when he saw he was running
short, and even went to the trouble of
writing out blank orders, It did no good.
His ~ustomers would call only to be dis.
appointed, and would therefore go some
pluce else for the next desirable brand.,
The last time I called there he complained
bitterly about the loss of some of his best
trade,”

There is more in thisthan may appear at
first gsight. DBuyers are sensitive, and
when they think that the dealer is ignor-
ing them they hasten to some other store.
The dealer himself would not long patron-
ize a house that did not look after his in.
terests. A little promptness always saves
trouble, cven if it don’t retain a customer.
Every dealer understands that it is not
always possible o0 fill an unusual order the
day it is received, yet some of them seem
to work upon the plan that t> keep a cus.
tomer waiting several days would indicate
to him that they are doing a rushing busi-
ness, The customer don't regard itin that
light, however. It works against the in-
terest of beth wholesaler and retatler to
keep a customer waiting when it is possi-
ble to be prompt. Only the houses that
arc regular in their methods do a large
business for any length-of time.




