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Place the goods 80 a8 4o eatch. the eye of
one who is hurriedly Wmh.
terior of the store should Ill"m
soods exhibited. 1t is imperative that
tiey be free from dust. Never leave
them in one position so long that regular
customers will beoomomwmod to their
appearance and pass without noticing
them. Some neat system of rods and
hrackets will do for the fixtures. Stands
or tables will answer for the floor space
available for display, but where any
quantity of swmall or perishable articles
are sold show cases are ind

Have the prices plainly ticketed on these
soods also. 1t is not like businees, if a
customer asks thegpriou. to see the clerk
hunting or asking » fellow-clerk for the
price.

SERVICE,

The service given the public should be
a8 near to perfection as experience can
take. Resolve that it will be better than
any other store can render, and you will
never let an opportunity of improvement
pass.  Be courteous to all. Try to
honorably please every person who enters
your door. Wait on or acknowledge
them the moment they come in. Re-
member their names and faces. Pat
your whole energy into serving them.
never give the shadow of offence by
rudeness of speech or action. If youdo
not make a sale, part with the customers
pleasantly ; they will call again, Have
all stocks early to hand before they are
asked for. Be very careful to give full
measure and count ; ome mistake will
create suspicion of all. Parcel all guods
neatly and strongly so that there will be
no probability of l-ss or damage in
transi, and have them delivered
promptly.

SELLING.

Have the prices of the ariicles marked
in figures and make it the lowest possible.
Let this be the one and only price at
which it is to be sold, no matter who the
purchaser. Don't tolerate bartering ;
that belongs to uncivilized people. Don’t
give special favors, it is neither right nor
Yet enterprise must be exercised
in selling. If some lines are sticking,
lower their prices at once, the loss will
be the least. At the closing of the

wise.

seasons, be willing to sacrifice on the:

remains of the stocks so that the follow-
iug season can te opened with entirely
new purchases ; in short, don’t hold the
dimes so near your eye that you cannot
seo the dollars beyond. Constant - vigi-
lance is the only means of prueuring a
general movement of the whole stock.
Heve genuine bargaius, but don’t sell
zoods below cost merely for the purpose
of increasing the volume of your turn-
«ver. In some circumstances, such as
for introduction or advertisement, it is

settloments at the ond of the m»»«a'"-',
|oredit. Don’t be afraid to refuse credit
toone who has without a valid reason

m ‘abused your confidence in the past, nor

plmfwovayuﬁch.‘nnn a particu-
lar way and special time for transacting
and executing every part of the business.
Customers readily detect this perfection
of system in those things they can see.
It gives them confidence in those things
where they must rely entirely on the
word of the house, and this public con-
dence once secured is half the victory
for pitronage won. Be doing business
in business hours, and never close to-day
without plans for to-mutrow. Don’t do
unnecessary work ; reserve temper, time
and talents for work that tells.

Remember that nature must have rest.
It must be absolute where the thoughts
of business are replaced by some happy.
subject or pastime calculated to increase
strength of both mind and body. The
vigor of your actions and the freshness
of your work will soon tell how im-
portant rest is.

OUTSIVE CONNECTIONS,
In religious, social and political matters
the conscience must be the guide ; but
in matters where mere opinion decides
the party or doctrine you support, be
moderate. A too violent advocate creates
enemies. Be sociable and generous and
strive to make friends. !
CASH AND CREDIT SYSTEMS. -

Mouch is heard in these days of busi- |
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' o misfortune demand it, practice charity, it
end all should contribute. Have a stated | i® the right. principle as well s the best

Now just one caution. Be countent.

There is & bound to everything in time.
Success is apt to lead beyond reason.
Heuce, consider the probable result before
building larger or buying heavier ; other-
wise the accumulations of years may be
lost in as many months. Don't take a
step forward that you cannot hold
against all competition.

. Increase is the natural law.
success in the present is in & measure due
to the name of success in the past.
Finally be magnetic yourself and you
cannot fail to attain success.—Jas. C.

Campbell, in. the Dry Goods Revietw.

T. W FLETGHER,
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The Bush &
Kroger Co'y,

Organs.
The

of New York.

Mason & Hamlin. of Boston
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W. & Co., Clinton, Ont.
Wilcock & Con.
The Goderich.

te, Merriden,

B o
Electro Silver Plating and Gilding.

47 Fort Street, Victoria, B, C.

ness depression of the advantages of a
cash business. They are numerous, and
if the system were general throughout
every trade and profession it would be an
incalculable boon; but so long as the
clergyman does not receive his s'ipend
every Monday moruing,\or the doctor his

periods for their returns, wefear it can
never come to pass. Howgver, there is
a situation in which the mérchant should
always adopt strictly cash methods. This
is when commencing business without
independent capital” in a new city. The
credit system is solely the privilege of a
long established business, where experi-
ence has taught who is trustworthy,
what are the proper times and means for
collecting, and to what amount credit
should be allowed. It demands greater
foresight and more care, but, if thoroughly
done, the gain from increased business
through the accomodation given will repay
the extra labor entailed. Render item-
ized accountsto every customer regularly:

legitimate to sell even below cost, but as

monthly, if possible. Insist on promp
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