
THE -:- DRY -:- GOODS -:- REVIEW.

A aiT o wisooM.

OME thirty years ago the late Scnator Miac-
donald, the founder of the wholesale goods
house of John Macdonald & Co. issued the
following circular letter to his travellers. .\ý

Canada never possessed a more capable
à business man than the late Senator Mac-

donald, this bit of .wisdoi fromt his pen
should be read, pondered and digested by
every Canadian merchant or traveller. A
book will shortly be published which will
chronicle most of the important events of

Vis Nir. Macdonald's career, and no doubt the
commercial mnen of Canada will be able to glean many lessons
from its pages. Moreover they will be glad to read the nany
interesting tales of a man whom to know was to .respect and
revere.

To TOF TAvE.î.Eks oF

JN. M.îco.u.n & Co.
To Mr.

Keep prominently and constantly before you the fol!owing
considerations.

ist. It is necessary in order to your securng the greatest
measure of success that you should have the most unbounded
confidence in the resources of the house which you represent.

2nd. Vou should aimi constantly by every effort in your
power to maintain the honor of the house by the manner in
which you represent its interests.

3rd. You should realize fully that every line which you show
has without exception been bought for cash and upon the best
terms.

4 th. Vou ought not to forget that all the goods in the house
are bought by experts, whose whole- time is given in purchasing
for their own departments and securing its efliciency.

5th. Vou carry with you it is believed the largest and most
complete range of samples shown by any house on the continent,
be patient and show the whole range carefully and thoroughly,
so that the orders you take may be general ones. Be thorough
in.everything you do, better one order taken patiently and ex-
haustively than three loosely and inperfectly.

6th. As the object of the house ., to continue to use all its
customers well, it cannot sell goods at cost or on terms which
wîll not repay, even the cost of handling. Prices will be named,
doubtless, to you which you cannot follow, and which no reas-
onable house should or will expect you to sell at, but in all in-
stances where extreme prices are named be careful to lcarn
whether or not quotations are speciai, whether or not they arc
net or subject to time, prices are sometimes quoted as time
prices when they are net prices, sold under very special circum-
stances, and such statements become very misleading.

* 7 th. Handle your samples with skill and judigment, a trades-
inan knows the moment you take the samples in your hand
whether or not you are thoroughly up in your business.

8th. Keep your samples scrupously clean, some sanples arc
so soiled after being shown two or thrce times that they look
like job goods, and in the showing of themi so soiled the traveller
places himself at a very great disadvantage.

xoth. There are matters in this memorandum to which you
nay refer if you find it necessary, but an earnest, quiet, per-
severing, obliging mîanner tells better in the long run than a
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waste of words. If the goods don't reconnend themselves to
your customers, the goods you sel by pufling will sooner or '-ter
recoil upon yourself. He citreful never to say too much about
your goods.

ai th. Don't lobuse our samples however trifling an) of then
may be regarded.

i2th. Vou will find certain lines which all your customers
require, for which it requires neither labor or effort to secure an
order, yet the securing orders for large quantities of goods which
may bc regarded as extraordinary value, style and quality, and
possibly confined to our own house, can haruiy be called selling.
He secures the best order who succeeds in getting fromt his
customers a general order. and gets from his customer the order
which is therefore most likely to be repeated.

13 th. To rcapitulate then. Keep your sampiles alays in
excellent order, your trunk always strong and in good repair.
Get over your ground as quickly as possible, do business with
the best men as far as possible. Show your goods patiently,
obligingly and effectivelly. Aim at a steady increase of your
turn over without taking doubtful accounts. Pay strict attention
to all advices fron counting houres about cance.s, etc. Bear in
mind chiefly that your patterns represent stock, and that it is in-
finitely more desirable to sell what you have than to reorder
goods, in other words, when one line is sold out push as a sub-
stitute the line most like it, an1 whv:h in nineteen out of twenty
cases will answer as well and can he delivered at once.

i4th. Keep> the house advi.ed of all new lines for which you
may be asked which may be offired by other houses yet which
you may not have, and when practicable send pattern with
pnices.

r5 th. It is believed that you may by carefully observing these
matters increase your trade at least 30 per cent. during the coum-
ing season.

î6th. One matter had nearly been overlooked, viz. • Be very
careful in keeping your engagements; if anything should inter-
fere with your doing so let it be the train's fault, not yours; if
you promise to be anywhere on a certain day be there on time;
if vo are found to make engagements carelessly and to keep
thaem irregularly your customers will not wait for you, but will
give your order to the first man who calls upon whom they can
depend.

7th. These remnarks are not made in a spirit o fault finding
or made su nuch bt.as they arc needed in your case, but be
..ause they contain the very essence of all that is needed by )ou
mi repirescnting the house, and inattention in any one particular
here imentioned nut only interferes with the fullest deulopmenit
of your own section, but must affect the .. iterests of ti whole
house.

The report of the trustees of the gratuity fund of the Toronto
Board of Trade has been presentetI. During the pas, year one
nmte has been added to the membership, making the total of
subscribing members 85t. There have been, 44 transfers made
this year, the average of those relinquishing their interest being
43, and of the new participants 39. There have been 15 deaths
during the year. The average age of those who died was fifty
years. The amount o mortgage is $52,-5o, invested on pro.
periy appraiset at $i zS,ooo. The amount in bonds is $23,000.
The average rate of interest is a fraction âver five per cent.
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