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THE TRADER.

ko spent o weok going the rounds before
placing hia little order, and aftorwnrds was
sure ho could have dono better somowhere
olse. This is not a profitable customer,
for ho consumaes too much time and gives
too much troublo, by his vacillating in-
deciston,

Thou thero is the nervous, impulsive
buyer who is *business” all through.
Hocotmes in with a hustlo nud rush, isin
a great hurry to got away, must catcha
trmin aud conveys the impression that the
busizess of tho universe is dependent upon
bis wovements. *'Show me somothing
new” is his ory as ho rushes from houso
to liouse, and Lo will not waste timo look.
ing at things ho has seon before. He buys
sparingly, but finds out overything so ho
can send orders a8 Lio wants moro goods,
Whorever ho goes, ho is livoly, brisk,
sharp and always in a hurry, so that
when he departs Lo leaves an impression
that a emall sized cyclono has passed
through tho store. This buyer is a desir.
ablo customor, gives littlo trouble, pays
his paper promptly at maturity aud is

countod as good for all Lo will buy.

His greatest fault is that ho doosn‘t stop
long onongh to lot any ono get acquaint.
¢d with him,

Tho pompous, solf-suflicient, hypor
critical buyer is one that salesmen do
not care to bo brought in contaot with,
Indeed, ho always asks for the head of
tho firm and doesn’t feel quito satis-
fied uuless ho is waited upon by that per-
sonrage. Ilis principal business acems to

bo to 1mpress upon every one a due senso  object to tho pleasure.
of his importance, the buying of goods , ways aud he is a good customer, but his
The , ways do not savor of the Sunday School

beiog a sccondary consideration.
fact that ho is an alderman in the flourish
g village Quohog he conceives to bo
somothiog worthy of national recognition,
and h»s fecls quite flattered if s political
influenco is alluded to. He knows all
about 10 jewelry business ; no one can
teach him anything: the goode shown
aro tolernble but not up to his standard,
if ho were a manufacturer ho would mnlm
goods that wero attractive—somcthing
arlistio and clegant; he questions the
quality and workmanship of everything,
objecting to this omamentation and to

bo invited out to Iuneb,

to linvo a
bottle of champaguoe oper.ed in his honor,
nnd to be regaled with a good cigar after
it—toothpicks hie wi'l provide himsell.
Such a buycr is n standing subject for
bad jokes nongsalesmen, and if they evor
seo an opportunity for punocturing his
powmposity they aro very sure to avail
themselves of it. 1o is, notwithstnndivg
his manuers, a very good customer to
liave on nve's bookw ; ho buys with.a fair
degreo of liberality, and his solf love.im-

commendable promptitude.

Then there is tho hail-fellow-well-met
buyer. Ha 18 always jolly and geud.
natured, is well posted on sporting events
and news of the dny, rejuices in a good
joko, lnughs npprcomhvo]y at bad puns,
18 & good feedor, enjoys a good cisar, and
if you ark him out to lunch will not be
happy unless he is permitted to spend as
wuch as you do. Ie generally has good
taste and buys judiciously, making his
selectivns of goods between stories tind
jokes, takes suggestions kindly, asks ad.
vico unhesitatingly, buys what he wauts
and no more, is up to all the tricks of the
trade and can't bo caught napping; hois
a man of good business prineiples, abhors
meanuess, bas some fixed prejudices re-
garding men and things which he ex-
presses vigorously. e buys early in the
day so ho can go to Coney Island in the
afternoon or tho theatre in the evening,
but his motto is * bueiness before ploas-

uro; ' ho lhascomo for business but don't
Fall in with lus

,'m tho least, hiois of the world worldiy,

bating cant aud hypocrisy, and nothing
pleases him better than to spond a jolly
ovening with halt a dozen jolly fellows,
not in debauchery, but in having a pieas-
aut sooial time. Salesmen always liko
theso customers, and tho head of the firm
soldom has occasion to regrat courtesies
shown them, for they Wro usually good
business men and take cave of their
creditora.

The vary preciso buyer, who knows
just what ho wants beforo ke leaves home,

that deceration, finding fault with what yond has his moemoranda all made out,

over is sh wn Lim, and wonderivg if he
hiadn t better look furthier before ordering.
The great * 1" and the little “u” figure
couspionously in his conversation, and
he wants overybody to understand that he
is conferring a great favor on the finn by
uccepting oredit from it. Ho expects to

, bays promptly and gets thrungh quickly,

13 o dosirable customer. He is sll busi.
neas and doos not waste time doing it.
He is woll posted asto manufacturers
and jobbers, and kuows just where to go
to get what he waota. Itis useless to
urge him to buy what he doesn't want,

puls Limito take care of his paper witls

for ho will put you asido in an emphatic
but uot impolite mannor. Ho uvesgy
know what a joke is, and ono would o
soon think of foc'ing with tho bumnes
end of n wasp as to play o practical joks
on hin:. He wants overy courtesy o
ndvantago that other buyers have, by
no favors. Heo will declive the lunch
tendered ki, preferring to be under obi.
gations to no one, paying his way and
being wholly indopendent. Ho is proad
of s fact that'ho pays his bills prompt
ly and is respected in his owon commnmy,
Tho only objection to him is that hiois e
intent on gotting rich ; he is ** business*
all through day and might, aud does not
kuow what it isto lave a holiday, and
never gives his mind a rest. Heo 15 one
of tho kind that will bo old ab fifty and
cither rich or baukrupt before that time,

It takes all kinds of men to make up
jewelry trade as well as the world, and the
hasty sketch wo have given of a few types
is only an illnstration of tho various
characters to Lo met in Maiden Laue
daily. We dou’s know that there is any
particular moral to be drawn from this
glimpse at the peculinritics of bugyers,
but will conolude by advising all who
desiro to purohaso goods to first under-
stand their markot, loarn what they can
soll to advantago, then buy il at the best
market rates,—Exchange,

POLITENESS.

Politeness is ono of the cheapest things
o man can deal in. It costs notlung to
be pleasant and cordinl, or to extend
agreeable courtsies to our fellow pilgnme
in this world of work and worry It n
just as casy to greet a person with a
pleasant ¢ good morning™ and a smile as
with a surly groat and a scowling connt-
enance, and it is certainly much mores
grecableto him who receives it. Pohteness
aud courtesy are twice blessed, like char-
ity, blessing Him who receives and bim
who gives,for no man ¢an bo pleasant and
cordial with others and surly and cross
with himself. Thorefore it pays to be
good natured, cordial and polte. But
there arw men in the trado who seem to
think tho roverse of this is true, and take
pleasurn 1 caltivating an abropt, c.arse,
cross manner, and displaying 1t on all
possible occasions, Travelers for jewelry
lionses often meet with great discourtesy
at the hands of the dealers whom . %
sro striving to serve. Thero aro sevensl
kinds of men who thus oultivate their




