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Middlemen, declining importance

of, 40.

Milllng-in-transit privilege, 447-440.

Mixing privilege, the, in freight ship-

ping. 367-371.

Modification of typical purchasing

system, 308.
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Relation of credit to, 316.

Sign of economic progress, 314.

Montreal hart)or, 550-554.
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Murphy, D. B., on business losses,
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National Association of Credit Men,

308-310.

Form used by, 395.

Purposes of, 395.

National banlcruptcy laws, 301-303.

Nature of credit, 313-334.

Nature of product, S3.

Objections, how to overcome, 145.

Ocean traffic,

Distinguished ftom railway traffic,

559.

Factors affecting, 555-556.

Freight rates, 558-560.

Liability, 560-563.

Tonnage, 547-548.

Office committee, 80.

Ontario Wholesale Grocers' Guild,

376.

Open-mindedness, 158.

Opportunities in salesmanship, 136.

Opposing considerations, 170-171.

"Order" bill. 483-483.

Orders,

Placing, 300.

Tracing, 301.

Order record, 198-199.

Ottawa Canals, 336.

Pacific Car Demurrage BnrMO, 499-

493.

Panama Canal, 569-574.

Panics and depressions, relation of

credit to, 317-331.

Particular sal^ supervision over,

114.

Passenger fare a multiple of rate

and distance, 457-458.

Passenger traffic, 454 «< mj.
Pedler, The, defined, 8.

Per diem charge, 497-499.

Perpetual ip-entory, 906.

Persistence, 159.

Personal credit, 396.

Relations of, to other credits, 999.

System not well organised, 336.

Personal interviews, 115.

Personal interviews with salesmen,

99.

Personality of salesman, 148.

Placing orders, 300.

Possibility of depreciation, 173.

"Postage stamp" rates, 387-380.

Potential railway traffic, 346-347.

Practical results of committee sys-

tem, 90.

Present law, advantages of, 90S.

Price scales, variable, 186.

Prices, judging future, 181.

Principles of organisation, 46.

Principles of salesmanship, 136-147.

Training In, 103.

Problem of distribution, importance

of, 1-3.

Problems, buyer's, 170.

Problems of manufacturer, 31-45.

Problems peculiar to business, meet-

ing of, 111-113.

Profit-sharing to induce eoBper»>

tion. 81.

Promises, ability of salesman's house

to keep his, 183.


