
BOOKS AND NOTIONS. 5

THE HAPPY MEDIUM.

There are threce classes of buycrs in trade
one who buys too nuch, one ton little, tilnd

thle other n ho draws the line hetween the two.
.d strikes the happy mnediun. The first, as
.1 rule, is always burdened vith tono much
stock. Seasons coue and go and his shelves
.ire always filled with gomods out of fashion
.nd out of season. As a mie, lie is always
short of mîoney, lxhind n ith his bills, siiply
because lie buys ton Iuclih.

l'le merchant w ho buys toi little or ton
sm.all a stock lacks knowledge nf his trade,
.nd loses custon by not keeping a suficient
Nupply on hand to mcet the current wants of
his custoners. Ovcr.cautiousness in this
direction is almost as bad as over.buying. Ih
often gives bis competitors the means of
stpplying his regular customers. The good
omehant will note what lines sel] best, and
<onsult with his clerks, or those ait the hcad
nf the departnients of bis establishment.

We often hcar customners say, l WC would
like to boy of Mr. So.and.So, but lie buys
such a smal! quantity of an article that there
Is no o>pportunity for selection, s0 we go else-
where. Indeed, le is vcry careful about
ordcring goods." *I'ltis class of merchants
ne% er build up nor do a large trade. They,
.% a rule, do a snall business. Their over.
(autiousness and lack of knowledge of the
real wants of the tradce of their sections pre-
vent them from increasing sales.

The merchant who knows what to buy and
how much to buy is the progressive and suc-
cessful one. He studies his trade, cones to
market often, never overloads, and gets as
near a cash basis as possible. When bar-
gains are prescnted to him he is quick to see
tlc real one and to act accordingly. lie
buys for customers whose tastes he under-
stands, and is regarded by bis patrons, as
well as by the jobexrs, as the bright, keen
merchant who keepsabreast of the tines. lie
is in good credit and is a success in his line
of trade.

LOOKING FORWARD.

In a recent short and pleasing story by an
English writcr of note there is introducel to
the reader the case of a young German who
has left his home with thle determination to
study and acquire Englishi business method;.
le arrives in London, articles hiimself to an

influential and establisled commercial house
at a remuneration so small that i would be
possible for no one but a Germai to convert
pound, shilling and pence into proportionate
parts of maintenance with a positive margin
for a rany day. lie acquires proficiency in
a mnajonmty of the continental languages, thus
nf value to distant correspondents of his
employers. During all this time, while
closely attentive to his duties, lie possesses
hinself of ncthods and information whiclh
shall sonc day stand to hin as so nany
pounds sterling. To make a long story

short, there is that in% lis laniguage, whlen
explaining bis position to a friend of hlis,
which has furnished the thenie for our sketch.
It is this " lDo you think chat I shall bc
content to rem.tin here as a clerk ?"

W1atev-er was tlic future success nf the
young Gcrmtan, ne are fnot further informeld.
Sufice it that We have his comment, and
that it mtuay' assist tus to so limprove opportu-
nities and stimulate activity as to enliance
our present condition and iake us wvorthy
and successful in al the serious and respon.
sible business of lire we mnay be called upon
to engage in. We presmte tiere is not one
clerk aimîong all the grocers' establishments
which the Aicrican Grocer meaches whio is
not desirous of improving his condition, oi
looking forward to the tiie vheni hie shall
have worthily succeeded to his emnployer's
holding or base launched ont as a vourthil
competitor. If there is such a one, wC beg
to say to him, in ail kindness, that a grocer's
life is not for him, that the rank and file of
his fello'wemployecs vill not regard himn as
a worthy addition, that le vill be a hindrance
to themu and a source of dissatisfaction to his
employers, that the dulties of a grocer's as.
sistant cail for continued activity, of keen
watclhfulness as toi detail, for more than ordi.
nary intelligence, for gentleianly and cor-
tenus bearing towards superiors, inferiors
and equals ; in short, to endeavour towards
suclh perfection that his employer miglht be
heard to say of hin : " I don't see how i
could dispense with that young man's ses-
vices," or words of similar im-tport.

WC vill take the requisite of intelligence
alone fron the number we have nentioned
above as illustrative of one of the icans to
beget confidence and secure the regard of
the custoner. Questions suclu as these, for
instance, are asked : " Why are Vostiua
currants superior? Where is tapioca found,
and how is it prepared for market ? What
are the ncrits of Assan tea, and wîhuere is
Assam ? Vhy is the Mocha coffe berry so
unsightly?" When the customter cones to
you for information of this order, are vou
prepared to offer him an intelligent answcr'?
When an order is sent in for sone French
peas, you senti him a tin of Champignons or
Haricots zeits. Madame, who is a good cus-
tomer, is inuch displeased with the error ; she
wislhed then for dinner. The grocer or his
assistant is profuse in his apologies, the de-
livcry bov is postcd in great haste, if pos-
sible to remneu> the inatters. las it hap-
pcned before? No doubt of il. W\Tell, how
can it be avoided in the future? Does soue-
une suggest that the casiest vay out of the
woods will be to place the peas in one part
of the store aidi tlhe nushroons in anotler:

'l'le writer, in conclusion, begs to suggest
that the grocers' assstants of this country
can in un wvay advance their own interests in
every sense of the wvord and arrive at a con-
scious satisfaction wlhich will not appear in
the wveekly stipend, better than by folloning

tlue adviCe of an inspired writer " Whatsn-
'ver tI hand findeth to do, do it n ith all thy

mîuiglht." E. Il. RN n'.

OFFICE SALESMEN.

A nriter in a recent issue oif 'Thle Odfice,
discussing the treatient of customners who
call on the honme concerni, as contrastel ivith
the treatmuent of those who are regularly
visited by the tmselling salesmnen of the
house, presents the flloning :

" It has seeiied to lte, for sote time pat.,
that tle matter of oflice salesien in busines'
bouses is, in a great ieasuire, a neglected
subject. A muterchant wtill use his atinost
encleavors to secure the services of gilt.edged
roadmnn, andI, having obtained his traveller,
after inuch tinte, labor' and skilfil mnanîctuver-
ing, lie wtill sit quietly in his chair expecting
thie mnan on the road to bring in the business.
Such management plus the office in the posi-
tion of a clearing-hoJuse, not of a live, active
factor in the businless tranmsacted. Is this a
proper way to) conduct any business office ?
Frequently i have had occasion to enter large
establishntt-îs vhere, on opening the door,
a vilderness of goods grected mne, but no
human face. Sonetines I have gone a dis-
tance of fromt <001 zoo feet into a large city
warehouse, and tinally run against the office
partition at the lower end, vhuere a bard-
wsorked bookkeeper, trying to find his bal-
ance, glared at Ie througlh the cashier',
pigcon-hole, and in crusty tontes askcd,
" What do you vant ?" That this is not ait
unusual case, noran t verdrawvn picture, any
man wsho has had occasion to enter large
wiolesale houses in New' York and othter
cities ca testify.

Tlhere ire, lowever. somte brilliant and
shinng excepîtionis to the mule. Of one case,
a vhnlesale house in New York, I can speak
from pleasant experience. At the hcad oif
the entrance stairs sits one of thc partners of
the concern. It is, of course, impossible for
himt to sec every Ian wlo cotes in, but
every man wlto does coue in is itet ah the
top of the stairs by a clerk of pleasing ad-
dress, who ilnquires hi. busintess. lie is then
referred to soue salesman, nho iI, instandy)>
at his service. Shtould thle visitor happen to
be a large buyer <ut this particular hne of
goods, lhe is referred at once to the salesmtan
partner aircady mentionedc. 'This mtan vas
given ian interest in the house, originally, on
account of the immtuensecnotint of goods -he
could dispose of on the road. But docs the
ex-road salesman and present partnter greet
the t isitor who inas come muî, perhaps oily to
make a friendly call, with a curt, " What do
you wtant ?" Not so, at all. A hearty grasp
of the liand, and " i low are you ?" ttered m
whble-souled, magnetc ttes, aitinquiry as
to tle icalth of his iomily, and the'e varrou
little inmcidentals tihat miîeanut practically no-
thing, and yet are fraught with %o utch
good-wili and intierest to a nuti, and which


