FARM AND DAIRY
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ly, and because of our
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half the time.
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D. Derbyshire & Co.
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WHE WANT AGENTS IN A FEW UNREF AESENTED DISTRIOTS

“‘We find the dairymen of
class of farmers that we de;

Ontario by far the best pay of any
al with. They have got the money

to pay for the equipment they buy, and they order more freely

than the farmers who are

grain growing or raising beef, and

in the counties where dairying is carried on our percentage

of cash sales
greater than in
ties If you
mention of this
Dairy, we would be pleased
what we state by figures.

CASH

fully five times
the other coun-
care to make
in Farm and
for you to do so, and we can verify
Your circulation is the very best

circulation for us, and we appreciate your efforts in advertising
the dairy industry in this country."

BEATTY BROS.

, Fergus, Ont., per M. J. Beatty.

You have an audience of 17,000 and more

of these CASH Pay

ing Dairy Farmers in our

Great Exhibition Number (Fifth Annual), out

August 29.
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SELLING 3

To produce is easy, to sell ia more
difficult,~to sell at &

fit s work at which w »

may well learn to 4

is Department of Farm and Dairy *

is conducted by a Bales Expert. Ask 3

Farm Da uestions abont o

your selling probleme: anawers will iy

be glven in this coiamn 4

The Talk of Trade

Editor, Sales Dept., Farm and
Dairy,—1 would be ~lad if you could
give some hints on how to close
bargain. We have to sell the ordi-
nary products of mixed farming and
experience some difficulty when we
meet the buyer to do business.

e the case of selling a beef
animal. When the buyer comes to
my farm to inspect the animal about
the first thing is to ask ‘“What price
have you on this animal?"”’ 1 answer
$40. He pauses a moment, shakes
his head, and says, “Too high; beef
is a little easier.”” Then he looks
the animal over a little
fully and asks: “What is your sell-

“What do you feed it

ing price?”’ 1 reply that I think the
animal is worth the money. He says,
“It would be if it were in proper
condition It ought to he fatter.
What is your selling price anyway?”

I say. ‘Oh, well, $38."" He replies,
“Too high vet. D'l give you $27.”
I say, “‘No, sir’ee.”” Then he asks,
"1 tell him,
then he tells me a whole lot about
how it ought to be fed to bring the
best price, and then says, ‘“‘Are you
going to take my offer?”’ In the end
he gets the animal for less than 1
intended to take.

If you could give some hints on
how to meet such games of talk and
not be defeated, one of vour readers
at least would be obliged. If you
could mention some books or maga-
zines devoted to bargaining it might

help.—L. C. Wilde, Lincoln Co.,
Ont.
P
OUR EXPERT'S REPLY.
It is human nature to want to

dicker, A man would hardly be sat-
isfied unless he could cut off a little
fsom the price asked for an animal
Buyers of farm animals will always
cut the price as low as they possibly
can. If they want the animal for
food products they know the markets
and know what they can wet before
they buy. They can estimate within
a few pounds what the animal will
weich and then they figure to make
as much as they can

It is up to us to be just as smart as
they are. We must learn the prices
and be able to judge the weicht of
steer or a pig or a sheep and be able
to tell just what we want for it. When
we set the price we should set it

more care- |

right where we want it and don't ¢
below. If we know our buyer we
| know how to gauge him—uwe
know if he expects to cut the pr
| little and can raise our price
ingly in the first place

A TAKE 0i LEAVE PRICK

We ought to know the \.\lu.
I stock and be able to set on
| and let the buyer take it or |
| There are more buyers thar
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| prices the beef anin
| Wilde speaks of was worth
| should have stuck to the pri
made the buyer either pay or leay
He made his big mistak: in dr
ping to $38. His first
have been his last one v
usually pay what an article |
and just needs a little coaxing
In our business we sell to far
every day in the year and they
us what the price is, and then ex)
a little cut. but we know that
materials are worth what we ask
them, and stick to the price. Ift
farmer really means to deal he v

be convinced that our article is we
what we ask for it and he will pay

We must get the right things
sell and know that they are g

We must know that certain feeds
keep our animals in perfect condit
and if we expect to get high pr
we must keep articles that will br
high prices. Then we mus
the markets and market conditio
and know what others are gettiny |
their produce, and we must make ¢
prices and then stick to then
A LINE OF PROCEDURK
We must make our price and «
. Be_indifferent to offers of les
money. If the man wants what ¥
have he will buy if the price is rig
he comes to us to buy we have
half the battlo—he has show:
sire to possess what we have 1o s
Then the general condition
animal ought to do the rest
We must stick to our price
the butcher or the clothier or
grocer sticks to his. We never qu
tion the grocer when he tells us th
coffee is so much a pound and s
so much We never question
butcher when he tells us that be
steak is so much—we nay th
because we want what he has
pose we make our price and
fair—we’ll get it if we stick w0
Let us not be an easy mark
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The Dairy Herd Competition
Western Ontario will be  conduc
this year along practically tt
lines as previously. Some time
September prize lists will be iss
and sent to checse and butter makes
of Western Ontario, who will d#
tribute them to their patrons
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