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BOOKS AND NOTIONS.

* I takes e anstomers hut a short me
to make their selertions, wiile others wish
to go lower, we aie bound to please tuem
all' [ answered,

**Docs it pay your house to devote so
much tmne o so small aside *” hie ingquned
again.

Vs 1 orephied, f 1 bave taken pans (o
give you what you want. 1 know that veu
will find the goads as Fsay - You wall have
confidence and come agan, and the next
time 1t will not take so oy

“After petuny s package e walked out
of the store. In thiee days 1 miuled samples
of the new dress goods 1o s wiie, and the
circumstance  passed entarely aut of my
mind.  In about a month 1 was transfer-ed
1o another counter and received a shght ad-
vance 1 wages  Much to ms astomshinent,
§ was taken away fiom ths depattment after
only a month or sivweeks' thal and placed
in another poation 1 could not heheve that
I was not giving <atisfaction, because with
each change anincrease of wages was made
One morning I was informed that Mr BB
wished to see e, 1 went to the oftice with
surprise and some fear. T was mote sur-
prised when 1 osaw iy beside my e
ployer my customer of @ few months badk.
He proved to be the moncved partner of
the concain, whose other husiness imterests
kept bim away from the dry goods «tore
almost enuirely and he was knowa to but fewn
of iy emplayees, although hie knew that |
Was 4 lew man as soon as he saw me, and

thought to «ec what metal I was made of.
That he was satishied s proved by making
me haver of the several depattments where
1 sold poods. My prospe aty began with the
tough customer, mac now | thank geodness
that 1 got ham and that 1 did not show my
disposition to stianghe i [Econotnit.

HOW TO INCREASE YOUR
WAGES.

Iovery thinker knows that the man who
would suceeed must do niore worl than he
gets paud for, m every profession and trade.
We take at for granted that the man who will
do anlv $20 worth of work a week because
his sadary i but $20 wall never get more than
$20 a week, for the sauple reason that he has
never shown his employer that he s worth
more.  We tigure it that an employee who
means to suceeed has to do from ten to
twenty per cemt. more work than he gets
actual pav for.  This he has to do until he
reaches a certain pomnt, and having reached
that point, he will tind that by as much as
s income has mereased by o much has the
demand for amount and ntensity of his
labour diminished,  To put this theory into
figures, we will say diat a boy receiving $3 a
week should do $4 werth of work : the boy
tecemang $5 a week should do 7 worth of
work , when he getcto be a manand receives
$20 a week, he should do §30 worth of work ;
o man receving $30 should do $40 worth of
work, and so on until, say, the salary reaches

$75. and then the !alourer can give himsel(
samewhat of a rest, that is to say, about $50
worth of work will satisty his cmployer.
Labour brings its matket value, and is seldom
overpaid, oftencr underpaid. 1t is the eape-
ricnce- -the *know how “--that brings the
money.~ { Philadelphia Ledger.

HOW TO ADVERTISE.

Advertsing s hoth o science and an art,
The science of attiacting the attention of the
public; the art, of Lolding the atiention
after it s attracted.  PPecple are fast learning
these facts, and adve, ustg 1s m consequence
comtamtly bamng elevated to a lugher plane.
The time was, and it wasn't a great many
years either, when it wis possible for a man
to run a busiess successfully wathout adser:
tusing.  Hejust gave st time and let it adver
tise tsell. ‘That isn’t possible now. There
15 too much competition , the world is tiving
too fiast, and money is too uncertain, The
business man of the present day who doesn’t
advertise 1s wsually of small 1 nportance in
the great world of trade.

And vet the successful adve.isers are not
abways those who fill the most :pace in the
newspapers, or who pay out the largest sums
of money in return for that space.  The
scientific advertiser does not, as a vsual thing,
spread his declaration of principles over an
entire page in a newspaper. e takes a
smaller and more modest space, writes his
advertisement in a practical, attractive man-
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