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BOOKS

AND

NOTIONS

spent I nothing shows itself of immediate
advantage to vou, there are points to make
memoranda of, and cuts vou will need some
time, that should be transferred o an in-
dexed serap-book  The next man who cames
NNy wiant just o hat you saw on a circular
A\ short time spent in conversation with each
salesman will generally gave  vou enpugh
information regardimy us line of gonds to
pay forthe time spent Let i e underiond,
when you say you do not want any goods
this tnip, you mean it This knowing yvom
wants will save you much annoyance by men
hanging around the store, expecting to urge
orworry you into buying alall - [Storekeeper

VALUE OF COURTESY IN
BUSINESS.

1t were possible to detesmne the mones
value of business courtesy, the majonty of
peaple would  be wonderfully surprised to
tind at how hagh a Gigure it was rated ; and
stranger yvet, if this same quahty could be
giathered up or manufactured mto a market
able form, we believe that it would find very
few purchasers  In other words, courtesy s
a somcthing the worth of which i< little
appre iated, and most people would not care
to take it even asa gift  How important a
factor it is i the gencral affairs of ife is not
a question 1o be discussed w a trade paper,
but on the other hand W s cminently proper
to point out the tluence of this personal
myredient an the business world,  Further-
morg, the subject i especially pertinent gust
now, when the celebration of the centennial
anniversary of General Wislington’s inaug-
uration s tuning men’s thoughts back to
the customs of the last century.  To be sure,
the chief attentton is given to the military
witys of our ancestors, but along with this
there in a good deal of invesugating into the
every-day habits & hundred yvears, more or
less, ago. Whoever lonks up the history of
busiess and reads old correspondence and
papers relating 1o past methods of trading
cannot but be struck by the more digimtied
and courteous tone that pervaded the deal-
wgs of the merchants  then, and f the
written reconds they have left are marked by
an old-fashwmed courtess we an depend
upon 1t that the mannets of the diy possessed
the same charm. 1t is 10 excuse to sav that
business men of the present are subject 10
stch tierve competition and are so driven in
their work that they have av ume to waste
m hemy conrteons, for a gentlemanly wmanner
will faciluate rather than delay a trade, even
ot s but swappig jack-keives.  Further-
more, as there s httle prospect of the hurey
of busmess hife abaung vet a whily, we
shonkl be all the more careful o goard
agaunat the consequences that come from
fret and worry, lest our future behaviour
become intolerabhy rough.

Looking  at the matter simply from o
mercenary standpont, it wall tequire but
Inttle rettection on the part of sensible people

to discover that courtesy in business brings
an actual money reward.  There is no one
but can recall instances i is experience
where the manner of a salesman had as
much to do with a barpiun as the quality of
the goods. It would scem to be true, how-
ever, that this personal clement enters with
greater force w small transactions than m
large ones, for where considerable money s
mvalved we are less mfluenced by our feel-
s inthe matter A pleasant address will
win a fortune for a book agent, while the
presudent of 4 big corporation can be as
crotchety as he pleases without  conung
to bankruptey,  Nevertheless, the mmount
of business lost through the offensive be-
haviour of a company’s agents 1s an mdeter-
manable factor, and very hkely 1tas the
difficulty of estimatimg the losses from tins
catse thitt makes os undervalue . M, as
not infrequently happens, we are kept from
purchasing a lot of yoods or from awarding
4 contract by a disagreeable manner, we are
not apt to tell the person the reason why we
do not trade with him, and such people are
seldom modest enough to divine our motives
But if it is the price of the work or quahty of
the goods that deter us, we have no hesita.
tion in letting our reasons be known.  In the
first instance, the man injures his interests
without knowing how, and we will likely
repeat the folly many tumes over, while in
the second case we have cated the obstacle
to the trade is understood and can readily
be removed. A\s we intimated above, the
mfluence of courtesy mereases as we ap-
proach the last division in the distributing
trade, and is preatest with the retail sales.
man, but 1 every departiment of business it
15 too mportant a factor to he ignored. It
s eatremely difficult to write about this
subject in a generml way, and it would
require an infinite number of practical illus.

trations to cover the whole ficld. The best
we can hope to do 1s to direct attention to
i, and let cach one recason out for himself
the money value of business courtesy,  Afier
all, courtesy is much like advertising ; we
know that it is it good thing, but cannot tell
exactly how many dollars it is worth to
ws. Mctal Worker,

A QUEER SET OF BOOKS.

A vorrespandent of Stoves and Hardware,
of 5. Lowss, wha signed hsmself * Travelling
Tinker,” revanps a story current in wany
quartery and presents 1t with new features,
which entitle 1t to consideration,  The story
15 told a> coming from some one sitting on a
saap box or a nail ke in a store telling stories
of a winter's evening .

“Talking about bookkeeping,” said he,
“the quecrest set of books | ever saw was
kept by a chap 1 used to know by the name
of Ted Olwer. Ted was as smart as they
make ‘em, but couldn't read a word, although
he knew all abowt figures, | guess.  He was
ane of the best anthimetickers 1 ever saw,
and could do any sum you gave him without

making a mark, Before the war he used t
make his money trading round, and abou
twice a year he'd buld a dathoat, load it uy
with truck, and steer it down the nver
New Orleans, sell out the stuff and then sel
the flatboat for tirewood or lumber, which
ever it was best for, and take a steamboi:
and go back home.  Chickens was once of his
best things, and he used to always have a lot
of them on board, but good smoked stde meat
was about as good paying,

*When the war came on it stopped tha
busmess, and Ted startedd a store down t
the nver landing near where ! used to hive
He knew everybady sound that whole coun
try. and he used to trust nearly everybody fo
anything, and he kept most everything am
fellow wanted, but how he kept track of
things used to get the fellows that knew he
couldn’t read. and they tried to get the best
of him somectimes, but they cowldn't do at
Ted would open his books just like a ay
bank clerk, first look in front to sce where a
fellow’s account was, and then turn over to nt
and tell him exactly what he owed even
time. But Ted got more than he could do
himself in the store, and got me to help him

For a good while he wouldn't let me sce
his books, but evervthing he put down him
sclf.  One day a chap come in and bought 4
gnndstone, and Ted put it down, but about
three or four months after that when the
same fellow wanted to know what he owed.
and ‘T'ed told him, he reckoned the account
wasn't right.  Ted said he knew he was right,
and the chap asked him what it was he gou,
and he read off to him a whole lot of thing~
—an axe, a side of meat, a grubbing hoc,
sonie nails, a cheese - and when he comes to
the cheese the chap said he'd never bought a
cheese from him.  Well, after jawing awhie
about it, Ted brings out s book and shows
him just how he knowed what it was he
bought, and there was a picture of everything,
with a figure to 1t, which was the price, and
that was the kind of books Ted kept.  Well,
the axe and the side of meat and the nails
and other things the fellow said was all right.
but he hadn’t got no cheese and he wouldn't
pay for it.  Just as they was both getting hot
over the business, I remembered about the
grindstone, and tells them about it, and sure
enough that's what the picture was for, but
Ted says what fooled him was that he hadn*t
put a hole in the middle, and so thought »
wits a cheese.  After that [ got a good look
at Ted’s books, and before long 1 got ~o |
could read thew off pretty near as good as he
could.

** But the cutest thing about it was what you
fellows would call the index. You see, Ted
knew all the fellows’ names that bought of
him, but he couldn’t write them down, and
he knew where they all lived, too, so what
does he do but make a map on the first four
pages of his book of the country round them
pans, and it was just as snug as if it had been
drawed out by a county suncvor. All the
roiads was down, and the river where it turned




