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Friday, March 22, 1957

LETTERS TO THE EDITOR
Continued from Page 2

organization is dead. £
In order that this letter is constructive also, I suggest that the Bruns-
wickan make a sincere effort to be unbiased towards organizations on the
campus and improve their method of determining the relevancy of student
interest in the articles.
In closing let me quote from an article in the Brunswickan of March 5.
“The university is the breeding ground for future leaders. The college
paper as part of that ground, is one of the roots of free and inde-
pendant thought.”

See the
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towards

THE BRUNSWICKAN

Yours sincerely,
M. J. O'Connor,

in no way destroy the sense of

letter. We have continually warned

students about the length of lett

and while in some cases it has been

ppssiblc to print an entire letter,
time there is not sufficient space.

By Marvin J. Meloche
This year the
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and objectivity, the activities of
other science orgamizations do

seem to merit equally high praise

There are those who contend

facuities there are

incompatible,

+nus MILDEST BEST-TASTING cicareTrTs

curricular aspects,
public relations are essential.

in our organization and to

Is the tgolit:y of the “Brunswickan”

e Newman Club really act-
ing in the interests of free and inde-
pendant thought?

President, Newman Club.
EDITOR'S NOTE: Parts of Mr.
O’Connor’s Jetter were deleted, These
were the most unimportant parts and

THE ROLLING STONE

geologists emerged
from their chrysalis and became a
relatively important and influential
group on the campus. In all faimess

it is harmful to divorce geology from
the other sciences, that there should
be closer honds tying the sciences
together. I am not at all in agreement
with this point of view. Unlike other
few similarities
between the academic interests of the
various departments of the science
faculty. 1 feel that there is a lack of
stimulation when an active depart-
ment or organization is fettered to
others who do not share the same
energetic outlook. Academically; the
various scientific organizations are
and extracurricularly
the same incompatibility exists, mainly
due to the fact that some departments
are populated by those whose lack of
pride in their department does not
spur them on to any extra effort. It
must be admitted that the basis of
success for any scientific organization
on the campus is its social and extra-
rather than the
academic. And from this aspect good

the
ers,

this
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SALES SLANTS . ..

by CALVIN MOIR

Perhaps you have never realized the cunning sales technigue which
comes into play when one enters a clothing store. Immediately, the
approaching clerk makes a tentative estimate of the victim’s intelligence
and wants. Then comes either the clerk’s winming smile or the somber
understanding look, whichever he feels will go over best with the pros-
pective customer. Next comes the conventional (sometimes sickening and
suggestive if sccompanied by an overemphasized smile) “something |
can do for you sir? (or madam). The person is immediately categorized
by the answers he gives. There are four amusing types which come to
mind: (1) The Great Pretender (2) the hick (3) the willing to please
spendthrift (4) the critic, Let's take a look at each in turn!

The Great Pretender usually bursts in with a great flourish and swag-
ger knowingly, to the rear of the store so that all may see him. He then
asks for a certain item stating the brand, colour, size and price. The clerk,
recognizing this type, leads him to the rack and produces the required pro-
duct. Our customer studies it thoroughly, comments sarcastically on the
quality, discredits the manufacturer and criticizes the store for selling such
an inferior product. The salesman will refute these arguments politely and
at the same time make the customer feel that he really knows clothing.
Strangely enough the customer will usually buy it on the grounds that it is
the closest thing to what he wants, (Note that the salesman takes all of this

the
not

.that

Thus one can see that to take pride

its present standards of activity, we
must realize that close relationships

quite passively knowing that the customer will buy anyway or else suddenly
stamp out.)

Our second type (whom some insensitive souls refer to as “the hick” is
usually the source of great delight and much joking when he is gone. He
may be lcoking for a new pair of pants or a brilliant shirt which his girl
friend has suggested would make him look handsome. Our salesman takes
him under his wing, guides him into a dusty corner and produces the latest
fashion in the product he seeks. At this point he will hear smooth words of
wisdom on the quality and soon, Completely overwhelmed, our “hick” buys
and walks out triumphantly.

Thirdly, we have the person who has just received his weekly or month-
ly pay check and decides that he needs an article or two of clothing. Sales-
men are on the lookout for this person and immediately make an attempt
to find out the state of his finances. By asking where he works, how he likes
his work, how often he is paid etc. he soon arrives at the conclusion that
our customer has just been paid. Revelling in this knowledge the clerk will
commence suggesting everything from socks to topcoat. The poor victim
who just can’t resist the flattering picture of himself in the new garb will
probably terminate his buying expedition by walking out a new man (out-
wardly) with an empty wallet. (Sometime in the not too distant future it will
suddenly dawn on him that he was took).

Our fourth characte: is indeed an interesting specimen, especially to
the alert bystander. This time our customer really knows clothing. This re-
quires all the eloquence and technique which the salesman can muster to
really convince his customer that he is getting the best. Here the salesman
does not stick to the particular piece of clothing; if he finds he is losing his
man, he will commence a discussion on the manufacturing company, its
affiliates, its history, scope of operations etc. Here we will probably (it is
hoped) find that his opponent is not so well versed. This gives the salesman
a boost in confidence and tends to put the customer on the defensive, Then
the salesman will probably come back to the product in question by following'
the line of production from the sheep to the retail store. At each point of
course he will show where the product gained superiority over competing
brands. Unless the customer is a complete pessimist he will buy the product,
As long as the customer (all types) is in the store he is “buying” the

product. When he has left the salesinan speaks to his associates in terms of
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Phone 7381
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having “sold” the product. So the next time you go into a clothing store, ask
yourself the question: “Which type am I?”

with other sciences can only be detri-
mental.

Next year, the various activities,
including the Maritime University

SMOKES

FOR CANADIAN
MILITARY PERSONNEL

serving with the
United Nations Emergency

geology convention will represent a
great challenge to the incoming execu-
tive. If there exists any pride in their
department or if there is initiative on
the part of next year's executive they
should attempt to carry the society
on to new and higher triumphs.

NEWMAN ACTIVITY
The second last meeting of
the Newman Club will be held
this Sunday at 8:30. The guest
speaker for the evening will be
Father McKendy, professor of
religion at St. Thomas University.

Force in the Middle East The important item on the agenda

will be the nominations for next

A modern university for men

UNIVERSITY
OF
NEW BRUNSWICK

GRADUATE AND &

UNDERGRADUATE
DEGREE
COURSES

ministration (B.B.A.);

(Three-year Certificate Courses a

and women, situated in Fred-
ericton, the beautiful capital city
of New Brunswick. The Faculty
of Law is maintained in Saint
John.

Arts A., M.A); Sciences (B.Sc., M.S‘c.' Ph.D.);
Engin(B' —_— szil, Mechanical, Electrical (B.Se.,
M.Sc.) ; Forestry (B.Sc., M.Sc.): L.sw (B.C.l...); Edu-
cation (B.Ed,, M.Ed, B. of Teaching); Business Ad-

vailable in Chemical and Min’ag Engineering)

year’s executive. All Newmanites
are urged to attend this meeting
to hear Father McKendy and to
take part in the selection of next
year’s executive.

—SCM—
In the porch of George St. Baptist
Church there is a small card that
points an arrow downstairs and savs:
“SCM”. If you will come here at 8:30
of a Sunday evening, and follow this
card, you will find yourself in a spa-
cious room with the genial atmos-
phere of study, discussion, and good
fellowship. This is “Open House” of
the SCM of UNB, and the people you
see about come not only from our
campus, but also from Teacher’s Col-
lege and Business College. Open
House will be held for four more
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The difference between
Second Best. .. -3

...and Rest is often the balance

in your Savings Account

open to pass and honours gradu-
ates of universities, including
1957 graduates, in physics,
physics and mathematics, science,
engineering or arts. No experi-
ence is required.

@ Those selected will start at $372,
$352, or $315 a month depend-
ing on their qualifications.

@ Graduates who have had some
training in physics and mmhc-
matics beyond the senior matric-
ulation level but lack sufficient
credits in these subjects will re-
ceive short intensive training to
bring their qualifications up to
the required standard. They w:}!,
of course, receive full pay while
taking this training.

®These positions offer numerous
opportunities _for advancement
and generous fringe benefits.

For details, write to
Civil Sevvicea Commission, Ottawa

Apply for your Passport
to Better Living at

your nearest Branch of the
Bank of Montreal

.................ﬂ.l.

Eredericton Branch
Queen & Carleton Streefs
DOUGLAS TROTTER, Manager

Pléase quote Competition 57-174.
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