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seem to ol the wheels of business, ate fea
tures of the ieeting

What s the resalt of this plan of action -
Protitible business of The house
teferred to, whichiy by the way, makes a study
of handhng customers, whoever and wher
ever then may be, does the largest business
i s hine s the Umited States [ model
tor all other houses o copy after m cach of
s vanous depattiments | ooffer these few
to the
houses that are e the habat of treating the
moommyg buyer atmost asof he were a Panab
to he shunned, o, if attended o at all, whe
consider it enougly that he s looked after by
auntor derk, whose adeas of busmess are
at best nebulous. I a merchant wishes
trade, and s paying much money o outside
salesmen to bring at in, it seems but sunple
common sense to take care of it most care
fully when it comes i of s own accord
Oftice salesmen should e provded  and
traned as well as road salesmen.
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remarks as o sugpestion busiess

CANADIAN PRESS ASSOCIA-
TION.

The Faccutive Committee of the Canadan
IressAssociation met st month to make o
vangements for the annual mecung. A the
members were present. Bowas deaded 1o
Accept ananuatatton from St John, N B te
attend the cutmmet carninval atthat place, and
the annual excursion will be held to that
The annual meeting will be held here
on Thorsday, July 18, and the excursiomsts
will leave here that night. - Notice of motion
was gnen 1o change the date of the annuad
mectng to February  The bt of members
was carefully tevised, and  alyecnon
rased toanumber of names appeanng there
on on the ground that they were not hona
tide womnabsts. These parties will be 1e
quested o shaw o the satsfaction of the
associauon that they are, else then names will
he stiwek offt The proposd to make the
tnp to the Pactie coast was not entetinoned,
esung to the eapense and length of ume 1
would take
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MAKE YOUR BUSINESS A
SPECIALTY.

W e tatelv heand the tematk from 4 mer-
chant of Lurge evpenetce m directing an
extensive busiess  “1am more than ever
cotmvinved that of vouw aant am g well done
cntiust

Ve it to some one who has

[$111RN]
made that thing a speaatty and been success
ol n Fhese s a great dead of wisdom in
this observation. 16 s often said that of a
person wishes amvthing well done he must
hunselt take hold of at, bat thas does not pro-
vide aaanst falure from mevpencace or want
of the tequinite qualitications \ great mam
Limentable mistakes woour from persons ven
iy upon undertakings tor which they are
nt quabtied, and often work s hadly done
and proves a tmlure because those entrusted

with it have not been selected with reference
to thetr speaal fithess

1135 a natural characteristic sath us, that of
deeming oursehves competent for anvthing
and evenvthing we choose to take in hand.
There s an impatience of the slow methods
by whueh in former davs irades and profes-
stons were learned, and men like to “take
hold * and trust 1o ther gmekness and adapt-
neness to help them thiough  Butg after all
whatever is worth having must he bought at
a fr price, and unless the necessary qualiti-
vations are naturat tather than acquired, ¢
man will have to go thiough o long coune of
painstaking before he is proficient ;. otherwise
his knowledge will be of ven little value from
s very conmonness,

The remark we have quated s full of prac
teal suggestiveness o eyveryimanw ho engapes
i am business. The men who really accom-
phsh anything are those who undesstand what
they undertake, and who line gihven to 1t
sutficient ime and studvtomake ita specialty.
If we take the most noted brands of goods
put upon the market we shall find that the
packers are men who hive speat a consider-
able portion of thewr lives in perfecting the
amticles they produce, and have worked hard
ta secure the reputation they enjoy.

In the same way those who have bt up
an extensive business of any kind have done
<o ot by accident, hut by patient study and
hatd work, extending over many vears.  If it
is true that men of this stamp are the only
ones who can safely be intrusted with trans-
actions for others, they are the only men who
can accomplish any solid success for them-
selves It is perfectly reasonable that this
should be ~o. “To manage a business with
success requires soomany qualitications, so
much expenence, and such an amount of at-
tention that men who are il qualified court
future A man who has the conduct of i
store hats S0 many questions to meet at every
moment, and must be well posted inso great
a vanety of subjects, that unless he s the
tight man i the right place he must needs
be losing money ditectly or indirectly ateven
turh ; and he cannot hope to succeed, espe-
aally as o most cases lie his competitors
who manage their business more intelligently.
We sin advasediy that the chances are agamst
an il qualificd person, unless, indeed, he s a
begmner, who, like some of our readers, be-
ginnng with no knowledge, has studied and
learned is business from the start  in which
case he belongs to the hopeful and not to the
hopeless class, We cannot give our young
weadess better advice than they should profit
by every opnottumty of pamng a complete
masteny of the details of the trade on which
they are entenng, for thereby they will enter
the 1anks of the only class of men who wan
look forward with any contidence to sticcess,
vz, those who undetstand practically and
thoroughlv whatever they undertake.

Fhe experiente of the authonty we have
quoted pomts to a folly of & nan s~ dabbhng
i any business that he does not understand ;

and yet there are wmany who think they can
embark i certan enterprises i which they
have had noexperience with the same chances
of suceess as old and expenenced practition
ers. “This applies more espeaially to the class
of speeulapve enterprses agamst which we
have a great many times warned our readers,
The safest occupation m whieh  to make
woney 1 that which a man thoroughly under.
stands, and if he s unable to make satisfac-
tory progress in v business he knows, it is
very unlikely that he will do better in one to
which he is a stranger.

It s alsoof impertance to eaetase discrm-
mation and sce that those mtrusted with any

duty are fited to perform . The head of
any house of constderable size is compelled
to mike a study of the peculiar qualifications
of his assistants, and to intrust to cach that
share of duty which they are best fitted o
perform. Unquestionably while mdividual suc-
cess depends largely on the experience and
mastery shown in the business, the prosperity
of large organizations is also largely depen-
dent on the judicious assignment of certam
duties to certain persons who have proved
themselves the best able to perform them.
{American Grocer.

THE MODERN STORE.

1t wall be along tune before the little local
stores find out the advantage of being just,
and a little more than just 1 but, as fast as
they do, they will cease to be litde and local.
The vention grew out of certain embarrass-
ments et i extended business. A little
shupkeeper needs no system at all. When o
customer comes, he can adapt himself ; he
can always sell, if he has what is wanted, or
something near it. A large store has its dis.
advantages.  Selhing has to be done by hured
men and women, not by the merchant, not
ceven under his eye or immediate direction.
How? The answer to that short question,
whatever the answeris, is the system. There
has to be a system.

One item of it now more or less established
s to have an mvamable price on everything,
and mark it in plain tigures.  Another is the
privilege of returning unsatisfactory articles,
which, if well managed, is an excellent one s
indeed itis indispensable, whether you like
it or not.  (The proof- you allow it and
grumble ' Another is guaranteeing more or
less, a dehicate busmess.  Another 1s gauging
the pay of your sellers ; if you pay by amoum
of sales, that is one system ; if you pay by
cfficiency and acceptability, that is another
svstem : if you pay by premiums --you dare
not let it be konown that is still another,
However vou pay is your system,

Fvery one of these tems that go to make
up the system by which o lange store is con-
strained, has its advantages.  Because of
these and other disadvantages growing out
of domng busmess at second hand, the little
lacal shopmun beats the  great merchant
whenever he can cateh his customer.

There is the litle man’s difficuty.  He
can’t catch customers.  He can provide for
the httle pm-and-needie wants, and sell to




