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THIRD PRIZE ESSAY.
110W TO DRAW AND KEEP TRADE.
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a Imeie cursory glance it would
cem to be an easy thmiig to tell howî'
SdraI and keep trade, but afier a
lore careful study of the question
secms to mne that to successfully

raw and keep trade requires a study
f the very foundation of business
riiciples and a wise application of
hese priiciples to the minute de-
ails of every.day business life. .

Tu draw trade ) ou iust b in a position to sui right. 'l'o
seli riglt ou iiust bu> right. I'o bu right you unist bu> for
cash or l'e a prompt pa>er witl suflicient capital. By suflicient
capital I dIo not meai that you must iase a large capital, but
tiat your capital imiust be in good proportion to the aiount of
stock you carry. li çonîmc ecing business start with a stock
which would be considered snall ratier than large, adding
thercto as >our business and your capital increase. Avoid over-
stocking, and keep otirself in a position to buy right, seit right,
aind draw and keei trade.

1.0( \ 1iON.

I laving mnade up vour mind as Io the town where you will
locale, look we'll to the location of vour place of business. If
possible, secure the Iost 'enîtrally' located store in townî, by
which I meai in the ven lcart of the business centre, the place
wlere the people coigregate. Po not lt the llatter of extra
relit stand in the wav tiînless it is an unreasonable reit. ('on-
siderable extra relnt vill be ilore thai iîade up Lby extra profit
on largelv increased sales. I would also prefer my store to be
near to iy opposition trade, in order that when tlcir custoiers
failed to find what suited them I iiglt be close at hand to draw
ticir trade to myself, hoping in time to keep it.

rvloF slolth.

I laviig secured the mîost favorable location possible, sec that
your store is made as suitable as possible to your trade, ample,

et not too laigt for your stock. A smîaller store well filled is
aiways pieferable to a store too large for your stock, and a
smail stock, if au error, is an e:ror on the safe side. L.et your
store be clean, brighit and well lghted. A clean, brîght store
will draw ianîy custoiiers. and carefuîl buyers will give the pre-
fereice t lte well-lgited store, other things beiiig equal, or
iearlv so. Ilave, if possible, plate glass Widows. \'our goods
Vill L'e better seen. and that wvill draw the people. lave pîlenty

of coiifortable stais, for soiIe custoiiers wlo bu> large parcels
eniov coifoit Ii buN ing. I lave show cases in whicl to show
dine and possily pI'erislable goods, which would otlierwise have
to remialin in boxes or drawers, and would thus be unseei and
oftei unsold. Ilave tables on which you cail showv ianv lines
of goods in a very m iucii be'tter way thanî on shIelves The peoile
lke to handle goods, and by cateriing to this weaknîess Vou canl
often iiake trade. The tables are alsot an excellent mîeans
through which to introduce goods, of which I will say more
later on. Keep your store warn mii cold weatiier, and as cool
as possible m warm neathtr ry m cetri way posible to m lake
'tou r store a comeet, coifortiale, lieerv place Ii Vhich to
do busmes

ni:ST (;RADES OF GoooT.

ituy and seit good goods. Inferior goods ait low prices m.
drnw a certain class of trade for a time, but it is hard work t
keep even the poorest class of trade with inferior goods, whi.
the best class of trade can neither be drawi nor kclit by suppl »%
ing inferior goods. Do not think to supply poor goods ait tir,
and afterwards work into bctter gonds, for, a customer who h.
been disappointed in the quality of your goods will be imuel
hard.r to gain again. Make a reputation for good quality, and
if prices advance do not make the mistake of kceping the prit
the saine by supplying a lower grade. Keep up your standard
of good quality, een if you have to advance the price.

REGUi..aTioN (il IiCLs.

Price is a very important factor in drawing and keepii,
trade, and, I n ould say, hauing first your quality right, 64
satisfied wîith a moderate or een a small profit, depending
ratier on increased sales than increased profits for the ultiiate.
success of your trade, and rest assured thait you have taken tliw-
best means and will surely attain yoir desire.

sTOCK-KEl'ING.
I lave your goods well kept, cleanî and tidy, Well arranîged

and vell displayed. A clean and tidy stock of goods will drai
somte customers who would not be so easily influenced bv
price. A well.arraniged stock will give case to the sales.people
in serving custoiers and avoid delays which are so annoying to
sonie people, will draw theim to your store and keep them comn
ing to the place vhere they are sure of prompt service. Mucii
of the succes:: f a business dcpends on the full and proper dis
play of goods. 1 lave your windows tastefully dressed with somne
of your mîost attractive goods, drawing into your store passers
by who would not otlherwise kiiow the class of goods you keep,
Inside of your store have leading lines of goods on counîters,
lines and tables, so arrainged as to catch the eye of custoniers
who corne to buy other goods, but are thereby reninded of other
neceds, or aire induced to anticipate future nîeeds, which I con
sider one of the best kinds of trade to draw.

Pi'tcE TieKETS.

Price tickets are excellent salesnien. They do their work
quietlv and vell, and their ratio of expense according to sales is
but very small indeed. They excel in a part of the work where
so nany sales-people are lacking, viz., introduction. They call
the attention of the custoriers to the goods, stating the quality
and quoting the price, while ail your other sales-people nay be
busy. Use theni liberally in your windows, at your door, on
your lines, and tables and in your show-cases. A price-ticket
speaks to the customer of your confidence in the value of te
goods you offer, and sales will oftei result of goods so priced,
the custoier believing they mîust be extra or good value, wiere
as without the price ticket they would have been passed by.
Let the tickets be easily read, catchy and to the point, and it is
surprising the amîount of trade they will draw.

Alv ERTis NG.

'lhe printing press holds a unique position in our day,
reacling iiin some way nearly every hotuse and alnost every
individual, and the trader who desires to mlake his business a
success will be vise ini making good use of it. One of the
mîîost successful mieans of advertising is through the local pilapers.
Slere again the best pays, even ait a considerable advance it
pice for space, and if you do not use tliem all ise the best.
Secure the best space available, and I think 'the best space in


