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THE -:- DRY -:- GOODS -:- REVIEW
PRAOTIOAL HINTS ON:BUSINESS SUOOESS.

W lIV are sonie mens more successful in business than
others ? writes W. P. M. in N. V. Journal of Coi

merce. This faci in hluman experience las been variously
accounted for, the sulbject being a wide one. Thus gifts or ac-
complishments which lead to success ins one direction may a.t
as hindrances in another. To be successful in some lines it
will bc to ones advantage to bc born a fighter. That is
ta say lie must be aggressive, always on the alert to stand
up foi his interests ratier than literally to love his neigh
bor as himsclf. l'he question under revicw is not considered
on ils nierits froms a moral standpoint, but strictly in its practical
bcarings.

Many successful nien who have amassed wealth have doie
so bccause every other consideration was nade to yîeld to the
onc of making moncy. It miay bc that they have become more
grasping and unscrupulous in proportion as the felt the suinse
of power which large possessions arc apt to give. It is con.
sidered tait A. T. Stewart. John jacob Astor, Cornelius Van.
derbilt of a past generation, and Jay Gould of tlc present, de-
veloped a genius for money-making, from better or eicaner
motives. Wc know of some ien wlose fortunes have bcen
amassed by money-lending on real estate, which property bu-
camse theirs through foreclosure, bccause the borrower could
ncitier pay principal nor interest : others we know who dis.
clainied the rnght, althougli legally warranted ta put it in exe.
cution. This, lowever, does not bear directly on our main
question

Some men arc excllent sailesnen, cither bccause they have
a glib tongue to throw a glamor over thre desirability of their
wares, or because of personal magnetismîi inaking the custo-
ier like to deal witli such a man in spite of hîîimself. A degrec

of iis faculty oftinmakes up for defincics, intellectuail or
otlherwise, on the lart of the salesmîan. Masy arc successful
because tlicir good., are desirable, as loiw In price as those of
competitors and popular sa iliose imes. Somîe mien have a
trck of holdig certain custoiers against aill comîpeltition fron
Ile k-clng of obligation, citier by occasionally gctting thcm
bargams or in soie way or otlier crcating the impression thiat i
is the buyer's literest to keep in with ilis seller.

Manv a salesiian loses lis trade by chaniging to) an mienlor
lurse' t'n ih tepiatuion lo lager salary . as il ite traveler
necessaily ownied lis coniectlioi anld could take il with hii lo
Ilhe new louse reprcsented. Sonîe iel are Iopular because
ltey have :miparted useful ideas to tieir custoniers, tlerycly
licIping Ilieni to soit, extent tl niake sales. Habitual cheter
fulncss and a habit cf teling onc good anecdote each time they
imeet have had a onîderiful influence i drawing an order out of
a buyer after Is protestations of beng unable to grant a single
hnc. Croakers, or those who habitually look on the gloomy
side of thiigs. are likely ti gîve up in despair bccause nolwhierc
madie welcome.

No merchant necds to bc told too often about liard timies or
commercial stagnation. Soie men succcd bccause they are
known ta adlicre to the truth always; thîey never represent a
tiuig different firon what il is; at the same time they secure

o.nit'itience by aniticipating the wants of the huyer, iakig it s
appear thai this is the prime object. Somtie mien beconie falilures
tbeauser tliey treai a buyer 'as if he did not know anvthing. or, as t
if lie had l nights oi chiîce '. . cutonier iay le list Iv i
allouing Isn to lind oui thie nerciant dutca. not knuw cnough s

about lis business. While some buyersare wide-awake enough
to niake ilcir own selection every time, more are willing to be
set right if the seller is able to present an alternative. In the
latter case the buyer is helped toward the selection, although
ostensibly it was conceded lie had used the right of choice.
Knowledge of human nature is a nost important factor in the
art of selling goods. Resiectful attention and promptitude will
often make up for the lack of other faculties, in any calling. TO
bc always on tinie at onc's post is a good reputation for anyone
serving the public. 'lie boy never late at school bids fair to
win favor by promptnîess in after life.

Sonie younîg merchants have scored a success by sending an
innediate reply to an order they were unable to fill, suggesting
whîere it inight bc filled. This kind of alertness (especially in
wholesalc) is sure to be appreciated. implying a sense of obliga-
tion. Owning a useful patent has created many a fortune.
Certai houses gel a large share of business by making reason-
able concessions in cases of eiergency or distress. 'The msan
who acts a dishonest part is soon found ouit ; the strain to reputa-
lion may outlive hini. A clean record is thre best reconinienda-
tion to a renewal of credit aifter it lias once been lost.

lHeavy expenses cause niany a nerchant to lose credit and
thie confidence of friends. Il may have cone fron extravagant
habits of living, or froms an over-anbitious spirit, as if to aston-
isli the world by this semblance of success. Sonie nien can
work well in a subordinate position, but could never succeed as
thie respoisible hiead. Over.sensitive natures ofteni break down,
and such persons die before their tine bccause unequal to the
straii of responsibility, involving much care and worry. Stolid
indifference has sonictimes been utilized to good purpose, since
il often passes for stability of character, inspiring a degrec of
confidence on the part of creditor and customer. Verily " the
race is not to the swift nor the battle to the stroig."

The mari iay count hiimscif fortunate, in any sphere in life,
who has found his proper niche. Many a good mian never finds
il, but beconies a waif as it were on the billows of so-called fate.
In no a few instances tlis is thie result of parentail preference
mîispliaced. Mansy a boy lias been obliged to lcarn a profession
who would have shone as a business man and vice versa. A
uore piuudent course would have been to test the boyishi pre-
ference for trade or profession : also to watclh the bsent of
ajpitude. The origii of miost commercial failures nia> bc set
down eithier as insufficient capital or the giving of too nuch
credit.

W.i:le in places reniote froms business centres it nay be easy
to net a hîandsone profit, the crying evil of our time us that so
mîîaniy fal inlto tIe teiiipation to sel without adequate profit.
This touches on anothier topic -onc of supreme importance-
viz., commercial demnralizationî, its cause, and dire results.
We are assured ' Thcre is a tide in the affairs of men, which
whicn taken ai its fiood will iead to fortune." "Thcre is no
royal road to learning "; icithier can any one path bc outiiied
whichi leads to inevitable success.

FLANNELETTES, ETC.
31cMtastcr & Co. arc just opcning out their flanncelttes and

hirtings for fall, both imported and Canadian, and an exceed.
mgly brisk deiand for tcm is already ninîifested. They show
his season an opaline moire for blouses in wave and fancy
oral cFeexts, whichi are charriing and have every appearance of
ilk, sclbig at sight.


