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II EREis a great dîîleuinct iii the business
i· ethods adoptlted by different men, and

thte is no surer ndex to a man's capabil.
ity for the tonduct of any business titan thte
carefulness with which lie wsill seek fur new
ideas and the tuimkness wvith which lie will
decide wbether or not the idea which has
attractet his attention is practicable, fea-

sble and smtuable to his business. There are ien
who are m) liglht as to be carricd away with every
new idea befote carefully weighing the reasons,
pro and con, for uts adoption. Otlers agan re-
ject every new plain sinply because it is new, and
thiis i, the ilass of mer. who are generally dead to

the world several years before they rease the (on-

trtol of their business. At varions times, i tî.

C. S ~' \NM NoioNs, has shown the advisabhity and
ne'ity of Canadian bcoksellers extending their

stade um sarious ways and a recent issue c ontaun-

ed .n article on canvassing for trade.

There are soue cuîrlousily statting circtiumsstances whilch have yet
to be mentioned. Ont of titsc is the fact that soie city luses ai-

low muhlu larger discounts to house to house canvassers tiant they
do to retailers. There are of course houses uwho sell to subscriptuon
agents only and allow very large discounts on standard book. But

un the case of wholesale hotuses, which sels to both retailers and can-

vassers, many of them give a much higher discount, besides other

profitable priv ilege.i, to heir cansassing agents than to their retail

custotners. Some go even farther than this and handle certain

boolks which they refuse to seil to retailers at ail. A Toronto whole-

sale bouse which sells hundreds of thousanis of dollars worth of

hooics to the retail trade of Canada every year, is h.ndlng a lufe of
Spurgeon which it refuses to seil to the trade at ail. This is but an

exanple, and these houses justify th:tr action by saying that these

books would not sell ai ail worth mentioning if tley were lest entire-

ly to the retaller. They cite ýnstances of men selung hundreds of

these books in a month or two. The wholesaile house which we have

referred to, has an agent un a county un Quebec who disposed of

thre' hundred copies of Tama!nge's • Froi Manger to Throne," in

six weeks, besides doing other business. A certain house in Toronto

has an agent um Manitoba who sells about four hundred volumes a

month. Another instance which is welil krown to the trade and

which may further iltistrate thi,, us the way J E. Bryant & Co. have

managed the sale of the Concise Imperial Dictionary. Ail these

facts and circumistances point clearly to the fact that to secture large
discounts and to secure the handlung of ail new books, the book

Thte mîere fact that there are a n:iitcr of iiouuses lui .ie (sites
doing a large and profitable lustcss Im suppil img ilieir subst pi .,Itionu

agents only, serves to ndut ate the lige sale of books throughout
C.mauda, nhich puts no profit whatever un the piockets of the regular
booksellers. The matter is well worthy of the attention of e cei y ls c
bookseller, and he mnust net-essarily conclude that ansrassmg fir
trade by mîeans ni regular agents wils be a piolit.ible, and prhaps a
future necessaiy branch of lîusmcss. Il is not nicess.try thai tlhe
agent should carry a wagon load of sauiples with huim, n fat t, ex
perienced men sty that espet ually in booksellung nue luie aI a lutie
is suffi uent and most prohitable. To sell a bonk re imres the talent
of persuaing the pioshetu tive buyer tl.t lie wanIt that partitul.ur
book wnr,e ih.m any other biook un print, and this will not hold for
two books. Other reasons why only one line slîuhiii lie iandled at
a tine w%-ils rcathly siggest themsecltves to any one lin tlmks on the
subject. The sales.mui moakes the sales, just as the itusitr.g business
man builds upsî a huige trade uhile lis co-npetitors sletp. One agent
will seli a hundred iillas w orh of book, nhtre aunother and less
abile uman wouid (ail to m.uke a sale.

*

A city de:ier In subs-.cription bonks, wien inierrogaitei as to ea.
sons uwhy lue did not sei to retadlers, matde the followig rtmarks .
- " Vhy, retaîlers coidi't sell two of those books ui a year, het atse
they do not push for trade -they vait for it." Conuituing, lie re-
unarked iat certain < lasses of books myst be pushtd or their sales
would not lue adequate, and he eiiihasiLed the poit that su h books
couli tint safely be left to have their sales regulated by the retal
booksellers, and conseiuently the pubisher must and (toes rely on
subss ription agents. .\t presentt there are f ve (tftereiit ttiedmons of
the .ife of Spurgeon up>n the Canadian book marke, and the
at:gregate sales of these editions wuli be amîuong the tens of thou.
sands ; yet a liberal estimate would not plate the amiount sold
by regular dealers at more tihan five per (ent. of the whoile.

The discouits gentrally allowetd to subst ription :gents nay be
illustrated by those allowed by C. R. l'arisih & Co., Toronto, one of
the leading subscription honses un the city. They ailow forty per
cent. oui their regular subscription books ito aIy agent, and wien an
agent is well established lie ret eives privileges of vaonus kinds
which make the total about tifty per cent. On t!btiiis and bibles
they ailow a straught fifty per cent. The Methodist Pioîk rmou
aillows fron thirty-five to ffty per cent. to their stubst ruption agents,
of wht h thev have a large numsber. Now such dist ouits as these,
wlien combiied with certain spe ual pîrivileges, aie gîeater than
allowed to the ordinary retailer. And it is jus't litre where the te.
tailers by sending out or contoling subscription agents ani canvas-
sers, can secure to themîselves not only works whuht l they would not
otherwise be able to lectire for sale, but also grecater tlist ounts on
the works thev do sell. As a concrete instance of the latter, the
Methodist Iook. Room handles a work on which it allows thirty-
three and a third per cent. discount In retailers and fifty per cent. to
subscription agents. This us justuifable, iecaiuse if the discounts
were not so the book wotuld have a very imîiteti sale. The data here
presented will serve to indicte the advantage to be derived by
estabbiushing canvassers. The grocer trade and the hardware tradte
are doing this qutte extensively, and there is no unsiruittntalle
reason why the bookseller should not ncet the cuttng tup of the
trade ai present experienced in the manner described, and in ius
way preserve the volumle of bis trade intact, or perhaps imaterually
uncrease it with benefi sal results. Il is not ii books alonue th.it titis

can be done profitalbly, but articles :.re beung continually plat ed onu
the market vlich offer good profits to huve mrerchants. Novelties
are numerous, luith have only to be shuwn to be sold t bhoi
supplies, such as m.ips, desks, etc., forn another class. In fai t, the
man who tie ses to pursue such a plan for business extension, can
never lack in articles which will sell readily.


