
o 00KS AND NOTIONS.

STATIONERY !
OUR - LARGE - AND -WELL -ASSORTED - STOCK

i s Ct).\ll'î.lTE i N iCE Vt D1l'pAlTT31ENT.

We carry a Stock Second to None
in the Dominion

of

EVERY DESCRIPTION of GOODS
REQITIRED IN TIHE TRADE.

" - >rtcrs by mail receive careful attention.

gar' Saiuples sCnt when practicable.

WARWICK & SONS

Manufacturing and Imporing Wholesale Stationers
68 & 70 FRONT STREET WEST, TORONTO.

The Upper Canada: Bible Society
Is an auiliarv tif the IliRITISIl .\NI) FOlREiGN illILE

S''ll"i TY tf " .""tt", ant kelis tîr salie i its i)clisitory the

publications of thit Socicty excltsis cl.

ENGLISH BIBLES

.\thlorcize version only. 15 cents Iti S.ooi cach, accordng to size

of type ant style of bidig.

ENGLISH NEW TESTAMENTS.

.\ithorizerd version only, froi 3 cents to $3.25, according ito size

of type and style of bintling.

Scriptures in the Hebrew, Greek, Latin, French, German, Italian,
Spanish, and other Ancient and Modern Languta-

ges are always kept on sale.

Ti-E TPADE SUPPLIEDB.

JOHN YOUNG, DEPOSITARY,
BIBLE SOCIETY HIOUSE,

102 YONGE STREET, - TORONTO.

ahiity. .\s lte preselt ptrpose', however. is
ti tite.t of the methods tbe Ip' îursued in sell-

mli) goodsl it wIll be atsumeditat 1 the stIl k
ti lie tiistlx>Cl (if lias lrt-ei well boight. :s
sutiit to the ns.tntst of the omtuniiitv. anti

1#ni % aits skilftil and *uditous lhandhng liv
dot 'a1qià.: tié i.. .tlt. i ,< f.tt t..1 . tî. li

Ilte lerc hant.

.\RAIN<. 1 li- tkilst.

t)ne tif dît tsit iImportant iln.1Ite:s . tton
lc-t eti woihl the meri.mt:Ie butsines i the

inarking tif goods. ln domig tiiis ilirce ob
Jet ts shoultd le Lepit it %Ien . Profit it tiih

lmrhIni.t, rei saie, and satisft lion Ito the
i iitiir. This I.îst ohicct is often lsti sight
bf. fut ne insist th.tt pcJilac\ on dit- part of
it salestn.in nlti does îot.it set bqI.Iàg s.qt
isfar: lion toà the - istomer i, a shurt sighted
one..nd uIdl ulîltinatchl pros tlisastrous Io

tiie: dtler, A t ustominer n-ill p.î' for a stiit -af
tlthes a prit c wolhith nIll %eld to the mner-
thant a fait tiollt, anti c ue csntent %ith
hIs h.argain tit ucre a sri k of suga m.irked
to vilti lialf as large a proitit. a cuîîst.iîoer
otîitli feel that an .ilttempliit Iad been mide to

slipuse5 uloil himi iin s11me1 k1nd1s tif gotixds,

thl. - sîstoiers ud %hilnsslgly atllmbV the mer-
hant, .% gtood prstil. but ohlrs they wIll

pur. h.ve only al a verv sniall in.rgin aliiic

it the tit of it .aestn.în Io c însidr
.Hl the t lt utlisIait es atteidant uptins ii'
leature otf li, busine, as the anount the

. apîtal in esicti tiuFli li tarn. the inoluble
.înotîn ti of the ye.îr sales, ite runing c.
penses tif tih esi.bishment, li idt bf
g.ods haIdled.:lie ompet ton toc it,
the , 1.oN tsf tr.Itlr Si bcr .. trrd loi. % it w 11i

.lit wil not s,îtîfs hi i ulits, mers t. A
oslthisc , 'liti lit en i sltf t.i.nl th. ic fratuir-

of mens aiiie ihui.imiess. Iu plra t, ai eli per-
en, e and natîte godi l:dgnenl .re the o-nly

means by whicli a
proficivnt in il.

,salesma;n can becomei

I laving conlsidered e-cry cir:uimstance
which otiglit to influence hini in inarking the
goods. the salesian shtoudit iake lis prices
and thien adherc ito themt. A moir thai a
hous t n& toi joutî pi iics...trtine tu
thr custlomcr who i-s buying. will sprcad
rapidly and soon create a tîstnist sery hurt-
fui tI, is biness. t is unfair, untiagnified

and dom nriglht dishonesty to iake ditTcrent
lines to diib-reit customencrs., other things
being ettial, such as quantity, lime, &c.
ntiforn dealing onei-price houses coimîand

a respe-t ani confidence anong cuistomers
which Idtling su ale dealcrs never enjoy.

Careftil iiiestigat:on las shown thtat in
icarly all ta.scs of banknpt retail dealers a
large proportion tif the gooIs on their sicives
ucre tnmiiîarkrL, and honcer inî a condition of

t tîînfusion m hich could niot but resuit in loss
and disaser. The reail dcaler whn putis his

potds on the sics without mlarking thcmss
is toleriablv certain to lcarn by bitter experi-
ente stooiner or later the foliv of his ourse:
and he wl es.e dealer who fails to keep a
suîitable re rtird of priges as the inarket flut-
1u.1tes. is qilling al vital feature of success.

1111. l l-\t F b \l ESt.\N.

Whciier eiploye<d in the estabilishiient ai
homei or senltltît on the rad" in the

t oap.u f what is called a tutiimiter. the
lirst utit of the whitsale sal ian s to
mîake himîself uhthioutgiiliy and pîerfectl- famil-
har ws itht the entire stock of goods in the

iepriient otir h in li hI lie is eiiloy-ed.
If.ml uit& hr ie simetiotsned. lie should bc able
ts st.îtr instanth whoethier tir not il is in% situck.
1 is t l the utm ut nil uportant C thiat lie shlouild
lbi tihtotoughil postedl tili lors .n. d a bitltIie tg,
g1se Iitomi î meton or his iocket Irire-book
the pante of any arni le the tnant il i asked.

lie shouild be able to discrimninate accuratclv
bctwsen brands, grades, qualitics, etc.. and

te explain differences between themi to a
custIomer.

Next tli having a thorough. knovledge of
hls own stock and business, il ï, important
that the wsal *.tiesm.n sitiultd be faili-
liar with those of his custoier. - lie should
kno%% what kind of a buîsiness lits custoner
is doing, wshat class of people patronize him,
and what goods will be inost popular anong
and best suited to the neccis of that class. A
wsholesaile salesian should not trvto load up
a rctail cealer with goods not suitei to the
latces traie. If this is done the rctailcr
will mect witi disa ipointmîent and loss, and
in consequence of <cad stock will be unable

to mee his payments. Disgust at his own
biad judgicnt will be iningled with distrust
uf the salesma;în who induced him to take the
unsalable goods, and le will thereafter but
elsewhcre. Tliis the retadler is injured anil
the wilcsaler loses a good cusomer. A
this may happen when the goods causing the
trouble are really first-class and sold at a
rcasonable price: the difficulty lying in hie
fact iat the wholestae salesman cither did
mnt knows or ditd not regard what the real
interests of hi-; custonier required.

Al wiolesale salesien otf expCricnce un.
Icrstand pcrfectly wcll that, having once won
the confidence and patronage of a retail
dcaler. le is iniluenced to a great extcnt by
their advice and rccomnmendations. It fol.
lows, then, that these should bc oteret intel-
ligently and in the strictcst good faith, with
an carnest purpose on hic part of tle sales.
inan to subscrve the best intercsts of his
custoiner. Their interests are identical. The
more goods lte retmiler salis the more lie wiil
iurt luase fro;n tih sshoIesalc hiouse which has
won his confidence. A bill of goods whicli
i-s inpn)mtibe for hin i buy is unprfitable


