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BOOKS

AND NOTIONS.

STATIONERY !

OUR - LARGE - AND - WELL - ASSORTED - STOCK

DEPARTMENT,

IS COMPLETE IN EVERY

We carry a Stock Second to None
in the Dominion

RVERY DESCRIPTIONo{GOODS

REQUIRED IN THE TRADE.

€27 Orders by mail receive careful attention,

£ Samples sent when practicable.

WARWICK & SONS
Manufacturing and Importing Wholesale Stationers
68 & 70 FRONT STREET WEST, TORONTO.

Is an awmiliary of the

THE TRADE

The Upper Canada Bible Society

BRITISH AND FOREIGN BIBLE

SOCIETY of London, and keeps for sale in its Depository the

publications of thiat Society exclusively.

ENGLISH BIBLES

Authorized version only, 15 cents to $11.00 each, according to size

of type and style of binding.

ENGLISH NEW TESTAMENTS.

Authorized version only, from 3 cents to $3.25, according to size

of type and style ot binding.

Scriptures in the Hebrew, Greek, Latin, French, German, Italian,
Spanish, and other Ancient and Modern Langua-
ges are always kept on sale,

SUPPLIED.

JOHN YOUNG, DEPOSITARY,

BIBLE SOCIETY HOUSE,

102 YONGE STREET, - TORONTO.

abihty.  As the present purpose, however, 1s
o treat of the methods to be pursued 1 scll-
mp goods, it will be assumed that the stock
10 be disposed of has been well boughr, is
suited to the wants of the community, and
only avauts skalful and judiaous handhing by
the sadcaman to pacdd st tony sciuins o
the merchant.

MARKNING THE ¢ 00,

One of the most amportant mattcls con
nected with the mercant:le business s the
matking of goods.  1n dmnyg this three ob
wects should be keptan view . Prafit 1o the
merchant, ready sale, and satsfiction to the
custamer. This last object is often Tost sight
of, but we st that a0 pohicy on the pant of
the satesman s ho does not s Gt secatang ~at
faction to the sustomer s & shortsighted
onc. amd will ulimately prove disastrous 10
the dealer. A customer will pay for a sut »»f
uathes a price which will yield to the mer-
chant a far vront, and vet be content with
I bargamn ; butwereasack of sugas marked
w vicld half as large a profit, a customer
would feel that an attempt had been made 10
unpose upen hun - On some kids of goods,
then, customers will willingly allow the mer-
chants 4 pood prefit, but others they wall
purchase only at a very small manun above
vost

1t s the duty of the salesman 1o consider
all the cnoumstances attendant upon thas
feature of lus business, as the amount the
capital imested ought to carn, the probuble
amaunt of the vears sales, the runming o
peases of the establshment, the Kinds of
goods handled, the competitinn 1o be met,
the ass of trade to e vateted to, what wall
and wall not satisfy lns customers, X\
calimie « ld be wnitten upon tha one feature
of menantle business, but practwal evpen-
ens e and native good sudpment are the anly

means by which a salesman can become
proficient in it

Having  considered  cvery  circumstance
which ought to influence him in marking the
goods, the salesman should make his prices
and then adhere to them, A rumor that a
house has tan ar more prices, acconding o
the customer who is buying, will spread
rapidly and soon create a distrust very hurnt-
ful to its business. 1t is unfair, undignitied
and downnght dishonesty 1o make different
prices to difierent customers, other things
being cqual, such as quantity, time, &c.
Unifonn dealing one-price houses command
a respect and confidence among  customers
which shding scale dealers never enjoy.

Careful investigation has shown that in
nearly all cases of bankrupt retail dealers a
large propartion of the goods on their shelves
were unmarked, and heace in a condition of
confusion which could not but result in loss
and disaster. The retail dealerwho puts his
soads on the shielves without marking them
is tolerably certain to leamn by hitter cxperi-
ence sooner or later the folly of lus course :
and the wholesale dealer who fails to keep a
suitable recond of prices as the market fluc.
twates is omtting a vital feature of success.

THE WHOT ESATE SO ESMAN,

Whether employed ia the establishment at
home or sent “out on the road™ in the
capaaty of what s called a drummer, the
first duty of the wholeaale saleaman s 1o
make himsclf thoroughly and perfectly fami.
har with the entire stock of goods in the
depariment or house in which he is employed.
I an asticdde s mentioned, he should be able
to state anstanthy whether or notat sin stock.
11 1n ot the atmostaaportane e that he ~hould
I thoroughly posted on pnices, and able to
gnc teom memory or his pocket price-book
the price of any articde the instant it s asked.

He should be able to discriminate accurately
between brands, grades, qualities, ete., and
to cxplain differences between them to a
customer.

Neat to having a thorough knowledge of
his own stock and business, it i~ important
that the wholesale salesman should be fam-
liar with those of his customer. - He should
know what kind of & business lus customer
is doing, what class of people patronize him,
and what goods will be most popular among
and best suited to the needs of that class, A
wholesale salesman should not try to load up
a retail dealer with goods not suited to the
latter's trade.  If this is done the retailer
will meet with disappointment and loss, and
in consequence of dead stock will be unable
to meet us payments.  Iisgust at his own
bad judgment will be mingled with distrust
of the salesman who induced him to take the
unsalable goods, and he will thereafter huy
clsewhere.  Thus the retauler is injured and
the wholesaler loses a good customer. Al
this may happen when the goods causing the
trouble are really fisst-class and sold mt a
reasonable price: the difficulty lying in the
fact that the wholesale salesman cither did
not know or did not regard what the real
interests of his customer required.

All wholesale salesmen of experience un-
derstand perfectly well that, having once won
the confidence and patronage of a retait
dealer, he is influenced to a great extent by
their advice and recommendations. It fol.
lows, then, that these should be offered intcl-
ligently and in the strictest good faith, with
an camcest purpose on the part of the sales.
man to subscerve the best interests of his
customer. Their interests are identical. The
more goods the retailer sells the more he will
purchasc froin the wholesale house which has
won his confidence. A bill of goods which
is unpmftable for him to buy is unprofitable



