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THE TRADER.

mnko cortain that theirs will show up
difforent from any othor in tho papers.
1f others uso light faced type you should
ugo hoavy, and vice-versa; this will always
mako your mattor stand out from tho
rost on o largo pago, and the chancoes are
that on account of its differont appoar-
atco it will bo moro attractive and there-
foro moro widely read.

(2). Change your matter with every issus
of the paper. Sowe werchants scom to
think that one form of advertisemont a
yoar is anbout all that is ncoossazy to
mako their business ay. They write
out o now advertisoment in tho spring
and this goes into the papers woek in
ond week out, until probably the
Christmas trade forces them to make a
splurge. It is then changed for a holiday
advertisoment, and this is often allowed
to run on till the returning spring stirs
thoir turgid blood sufficiently to make
thom think of something new. Wae have
often sedn a spocial sale of Christmas
goods advertised in February or March
of the next yoar, aud most absurd it
looked. Now this was money thrown
away, but it is no worse than many of
tho advertisemonts that we sce from one
year's end to the other, and which might
as well bo left out for any good that they
.do. Good, live, successful advertisers
\xlways change their mattor as often and
as thoroughly as possible, their reason
simply being that if not changed the
peoplo get so used to seeing it that they
ceass to take any intersst in it, and
thoreforo it does them no good. If you
want your advertisoments to pay yom
back your money, change them often,
and mako them as different as you
possibly can, both in matter and
appearance.

(¢). ZLast, but not least, advertise in a
good live paper that has a good cironla-
tion amongst the very people you want
to reach. It would be folly for any
dealor in a small backwoods village to
advortise his business in any city papers,
simply becausa the paper would not be
seon by his ocustomers, and the money
would bo thrown away, a8 {ar he was
ooncornod., Qur advice to every one of
our readors is to find out what papers
will suit them the best, by circulating
amongst the largest number of their
oustomers, and then spend their money
in aoccordance with the ranles we have
indioated aborve.

In conclusion wo noed say bat littlo as
to the necessity of advertising. Every-

ono now acknowledges it to be one of the
greatost holps that a morchant dan have
in any business, and we think that the
writer in tho “old book" must have had
somothing like this in his mind's oye
whon he wroto: “There i3 that which
goattoreth and yat inoreaseth, and thero
is, that witholdeth more than is meet,
and it tendoth to poverty.” If nol
intonded for modera advertising, it is at
least true of it. If it is worth doing at
ail, it is worth doing well.

WHAT I8 A GO0OD SALESMAN ?

" Inthis age of strong competition, every
legitimate help to gain and retain custo-
mers has to bo resorted to. While there
are many things in a morchant’s business
that aot as good helps in this direction,
wo know of nono more useful than good
salesmen in one's warehouse. The dif-
feroncs between a good and a poor
salesman i8 80 marked in the way in
whioch it affects & business, that we
wonder that any merchant ever wastes
money on poor or incompstent employees.
The fnot is that a good salesman builds
up, while a poor salesman destroys, n
business, and though there may be s
great differénoe in the salaries’ paid to
them, we think it will be conceded by all
thinking merchants that the real dif-
ferenco in value can hardly be estimated
in dollars and cents. A poor or dis-
obliging salesman is dear at any prico,
simply because, althongh he may perform
the duties assigned to bim, he.does not
attract new customers or hold the good
will of those already made. The-smart,
obliging salesman, on the contrary, is
invalnable, becanse he takes a live interest
in his employer’s business and strives in
overy way to farther its success, well
knowing that his employer's sucsess will
lead to his own advancement. .

A good salesman is always an obliging
one; ho meets his customers with a good
patured smilo, and while expressing his
pleasure at secing them, manages to
interlard his conversation with business
anough to keop his hands busily employed.

A good salesman can invariably call
his regular customers by name, a faculty
whioh is always well reccived and adds
much to his popularity. To strangers
be is particularly attentive, well-knowing
that on the first impressions made very
much of their after onstom depends. He
is always polito, but nevér offensivaly so,
and génerally manages to retain the good

will of his customors withont saorificing
tho intarests of his employer.

A good salesman is always obliging to
customors whothor rioh or poor, and he
sorvos the ten cent oustomer with as
much politeness as he does the fifty dollar
ono. Rich or poor it apparently makes no
differenco to him. Itisno trouble to him
to ghow goods, in fact he rather seoms to
liko what often seems to be guch a dis.
agreeablo task to some salesmen. After
solling a oustomor what they ask for, he
invariably directs their attention to the
new goods that his émployer has for sale,
well knowing that if not wanted at
present, the time may soon come when
thoy will be in demand, and it is well
to keep his customer posted in the goods
that they havo to gell. This easy, im-
perceptible way of advertising new goods
snd pressing oustomers to buy them,
although it does not always snccced ai
the time, is invariably successful in the
long run. :

A pgood salesman never loses his
temper no matter how diffioult a customer
is to handle. He has had experienco
enough about human nature to know
that when once a salesman offends a
customer he is twice as difficult to sell to,
and that the beiter humor he can keep
in the more goods he can sell, and the
easier he oan sell them., A sullen or bad
tempered salesman is a poor help to a
good live business.

A good salesman is never idle. If he
has any time to spare he devotes it to
getting his stook fixed up and ready for
coming sales. A good salesman never
has ~=- loafing time, he always finds
somew..ag to turn his band to, and
having found it, he does it with all his
might. His employer's interests ars his,
and he devotes the whole of his energies
to further his employer’s business. He
takes a pride in his employer’s prosperity,
and guards his employer's honor as if it
were his own. When he makes a pro-
mise to 8 oustomer he does his level best
and leaves no stope untnrned fo see that
it is faithfolly carried out. He is faithful
in small things as in large things, and
studies what is best for the business
before his own convenicneo.

A good salesman is always a sober
man. If he uses intoxicating-liquors at
all, it is so moderately as never to inter-
fere with his business, He well knows
that lionor drinking is not eonducive to
good business habits, and that the less
he inclines that way the more competent



