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stands liis business, will not he i^iiilty of eitlier of the above-juiniedcoiulnet,

objections. I consider liini just us likelv to do so as the mosttrjivelliiii

inexi)erienced bagman on the road, for the .^irnj)le reason that thobecornes

majority travel not for pleasure, but to make money, knowing thatcredit sta

the larger their onlei-s, and the more they can obtain ai' tliem, thepast e.\}ii

greater is their own gain. Balanced against this weigiity coii-refnsing t

sideration, 1 fear the judgment will be tound wanting in manyin gi^ttiiii

cases. The traveller's opinion ni' a customer guides liis emjJoyerVtbat if tli

decision about selling liim goods. If the em])loyee is receiving ato thi* li<

statel salary, and his ixpenses ])aid, he is likely to ])e much monneiH-ssai's

searchini; in his>n(Miirie8 than when remunerate<l l>v commission. thv I»esr <

Such, at least, is the writers opinion. It has l)een formed from trouble ;

a personal knowledge of many facts, that, to liim, heai-s out the with out-

truth of the deductions. He only hopes, for the sake f)f the l)lack person;:!

side ot the Ledger account, that they were isolated e.\ce])tions. 1 b"^' ]'•'

In a settled C(»untrv like England, Avhere nearly every mile ot firms nii>

one's journey can be ])erfornud by railroad, and where one is sure resort to ;

to meet with comfortable hotel iiccommodation, the jKisition of a the wuiv.

connuercial traveller is a much more desirable one. There, also, coui'sc. ai

your customers are more easily dealt with than with ns. Xiiio* injnty U|i

tenths of the goods ])Ui-chased in Kngland hy letail dealers ureeralwhol

bought through commercial travellers. Such a medium is recoir- indulge in

nized by the purchaser as one in e\erv May satisfactory, and nnich their cust

more convenient to himself. AVith us in Canada it is Midelv the secot

different. If I may be allowed to say it, the retail dealers of the when tiie

Dominion are not as yet educated u]i to that mark of intelligence, oltlimes i

True, every year shows an imj»rovemeiit in this respect, but still tio; is mat

there is upon the part of a great many buyers, an unwillingness to 8ucb thr

l^urchase from sample agents ; and I feel comj)elled to admit that itable to

much of this unwillingnessV'an he traced to the conduct of some of point of ^

our wholesale dealers. In England, a country merchant gives his the h--'st.

order to the traveller, selecting from his samples what l)est suits his business

trade, and orders these goods with confidence that he will have countena

sent him that which he bought, and nr)thing more. I wish I could de])end i

say the same amount of confidence existed here, but the experience It won

of every man on the road declares the contrary. The svstem of class call

stufiing, Avhich, to a certain extent, is still practised, is ]n-ejudicial chant ii

to tlie interests otj every firm that allows such dishonorable commen


