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‘| STATIONERY

ARE YOU A STATIONER?
e E R

N these daxs ot vapid transit and endless invention. af-
[ feetimz i branches of teade, the old saying abont the
camal of the fittest”” Iecomes more and more of
o trnisme. et here et me ask, how many stationers
wake any s cons effort (o see to it that they are among
the class likely to survive the realistic never-ceasing bat-
tle otherwise known as daily husiness.  Its conditions to-
day amd the methods of condueting it every thinkine per-
son will admit, are very different to what they were even
n dozen years ago, and yet there are seorves of merchants
whese trade. to put it mildly, has not increased appre-
eiably during the past few years and yet to whom it yon
were to even gently snggest that they were not keeping
pace with the times in their business methods vou would
be offering an affront  Still a great many of these deal-
ers comdnet, e o be more correet, (ry to conduet, sue-
cessfullv - a business whieh perhaps onee flonrvished when
the deader sat behind the connter aud waited Cor his cus-
tomers to come in, and vo doubt o great many ol these
well meaning merchants sigh for s return of what they ase
plensed to call **The good old days.”" which alas are ne
more, and  which are apparently forever to reman  an-

cient history.

To be eharitable, let us suppose that these ambitions,
though not very prosressive stationers, have never tor a
mement thought that {1 was just possible that these very
customers of theirs who onee found tine to come to their
stores to procure their wants, way now he hept too bhusy
to spare the time to do so. and ean appieeiate the con-
venienee of having a pleasant mannered salesman eall on
tem periodieally.  Espeeially is this true if he akes it
a point o come ready o show samples of the Tatest and
best of everything in his e, This ix senerally the ease
with the wore up-to-date youne men employved i this
capaecity, representing a dealer in one of the iger vities,
whose sonrees of supply are the vers same whelesale
louses whielt the dealers in the smaller towns have aceess
to. The prices ave of conrse the same, but andoubtedly
the advantage is on the side of the merehant in the small
wwn, for ftaght rates are fainy reasonable and 1t cver-
tanly oo sts less (o sell goods vight at howe than 1t doees
to send a hizh-salivied trneller o long distanee o dispose
of them.

Now ot comrse Every erow thinks i's younz the
blackest 77 and no doubt every merehant, ne matter what
hind of basiness bie be engaged ing thinks his partienlar
braneh of the trade i most sevionsty afected, by the keen
cotpenitien of the presest day. bat in one particular at
least, the stationery business is unigue.  Take, for in-
stanee, the iy gomds business. Do aunw ol the farge ve
tatl dealers in the eities send o trmveller ont thrensh the
towns calbing from store to store or from house to house
‘o solicit orders?  The auswer is. of eonrse, **Nal ™" s
anvilung of this Kind dose in the grocery business”  Not
atall  In the havdware business? No.  In the hoot and
slee busines<?  No, azain. is the answer. But when von

Boolsellor and
Stationer

come o the book and statitenery husiness, s vevy dit-
ferent, for in the cities nearly every large retatler sends
out a traveller sometimes thousands of unles, who goes
mto towns and sells goods at often higher prices than are
asked by the loeal dealers, and in this way takes the busi-
ness right frome wnder the very noses ol wen whoe have ne
one but  themselves suul notlung but their own bhehind-
the-times, back-nnmber ways of dumng business to blame.
for the ulling off in their trade. Yot as abuve mention-
cd the oryanal cost to both merchants 1s the ~ame, aml 1t
should and does eost fess for the smadl deater to <ell the
,-_'mu|.~‘.

It you should get mte conversation with a traveller
for any of the wholesale honses and ask him i any f
the merehantx of his tervitory are complaimng, he will
snarinably tell you something like tUns: ** When up m
Thrivingtown the other day 1 was showinge Me. Slow sone
of our newest gouds but was nnable ta sell nn anything
excepting some old standbys that he could wot very well
do without.  When [ sugzested that e ouzht to bhe able
to dizpoxe of quite 1 number of a certm line to some of
the large manutacturers (of which there were several. m
his town, he blandly remarked that Push & Co, of onr ety
sent amen theve every couple of months mad ~old them all
they wanted of that kind of thing. ™" And would you be-
licve it this self-same wonld-be merchant prinee had no
more intention of doing anything towards advancing his
busitieas intervests, turther than staving iy bis stove, Leep-
i s clerhs thete amd waiting till the noxt favorable
opportunity was offered i of s the same old
blue-rnin tale of woe.

A you will even sometunes be asked at ven thak
it iy~ these people to send ont travellers o solhien orders
in thix way. When asked a gquestion of this kind one
often wonders it people thisk that merelznts spend the
chormous amouttt of money they da for salaries and travel-
Linzg expenses purely for the love of e or do they for a
mament suppose that it may be beamse the conditions of
trade vender it nccessaty aml alse that at paas. Toe de-
ztee to which i s profitable depemds on the seputation ot
the house, the price and value oftered, and the alabity of
the teaveller.

Then agam yon will sowetunes be told that the e
partiient stores lunve Killed the wade of the small st
tioner, and wlale there may bhe quite a2 nt of trath w ths,
~o far as faney geoads awl Ganey stationery s affeeted, vet
so ar ax the connnereial branch of the trade 15 congeern-
el this argwient dees not hold ol Every husimess man
Kuows that, quality considered, one waill mne fies out
ol ten, and often the tenth time too, pay Just as neh o
wouds i departinent stores as amywhens else, but guat as
el as neeessity was and always will he the mother ot
wvention, wst so tach will the desire s human natute
tur conventenee ever prove the stronghold of the depart
wment stoves sl according to e extent 1o whiel the rega
Iar deader wiakes it convenient aml azsvecable For prople
to trade with it s lus bosiness bound G sliow a e -
1esponhing improvenent.

N umnstake, which niy merehiant~ wake s to buy tone
heavily e ovne or o lines of goods, tierehy locking m
to o mueh of their capital without hein able to shay muei
variety, whereas it they were 1o heep more elosely i tonch
with good up-to.date whalesalers, wateh earetnlly tor the
latest things whieh are prompthv advertised and comment
el an an the hive trade papers. then by witlon jeason,
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