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THE ART OF SELLING.
to
ta

It seems strange 10 the author of the little
book bearing the above title that no one has
andertaken to analyse the gift, art, or knack
of selling, and to egplain -why it is that one

n succeeds as & salesman while another
fails although he has equal opportunity and
appesrs equally capable and diligent. ‘ He re-
gards the question as & curious and interest-
ing one, and while perhaps no definite answer
can be given which will be of general applica-
tion, there are certain principles which if
gtored in the mind will, Mr. Goddard thinks,
be of daily benefit to the business man. There
are, he says, few persons whose ability to sell
things is 80 superior and remarkable that it
may properl)‘ be called genius. Like poets,
not made,” and they are
unto themselves.

they are “ born,
above rule, or & law only
There is something about their personality
which, so to speak, * catches on.” They in-
stantly adapt themselves to all sorts of people,
and seem able to please, convince, and per-
susde those whom they encounter, no matter
their characteristics may be. Yet
qualities in & marked

how diverse
the possession of these
degree is sometimes counterbalanced by &
lack of others which are necessary to & broad
and well-balanced business man. Aside from
the men of genius. the difference in selling
ability will be seen to lie less in great wisdom
than sense, energy, ocourtesy,
patience, and tact. " We used to think,” said
one of the foremost merchants of Chicago,
« that & salesman should be a good | talker,
quick-witted, but we have

in common

very sprightly, and
learned from experience that reliability, good

gense, and staying qualities are better."”
Points of difference in salesmen are illus-
trated :

One introduces himself as the representative
of a&:house; his address is respectful and
pleasant, and the merchant glances qver his
samples, and listens to "his arguments respect-
put forward

the manifest

ing styles, qualities, and prices,
in the usual from

standpoint of self-interest and desire to effect
asale. At length the merchant says, “ 1 am
glad to make your acquaintance, but trade is
dull and collections slow, and I don’t feel like
I will keep your card, how-

manner,

buying to-day.
ever, and when you are in town again, touch
in and we may give you an order.”

The next day, perhaps, another salesman
calls with similar goods and prices. . But,
somehow, he gets nearer to-the merghant. His
talk is quiet, sensible, not stereotyped, ‘and it
interests him. He seems to enter into the
practical spirit of the merchant’s business, to
realize his hopes and his struggles, and to
appreciate his prudence. He touches upon
details, and every day results stand: clearly
out. He makes it plain that goods must be
bought, or they cannot be sold ; yet he does
not try to sell him more than he thinks it
prudent for him to buy. His suggestions and
recommendations are characterized by an in
telligent interest in the welfare of the man he
is dealing with : he aims to do as he would be
done by, and he shows it. The result is, he
goes away with an order, and leaves behind

him & customer and a friend.

Some salesmen are better adapted to large
transactions, while others feel more at home
in small ones, where the percentage of profit
may be greater. Some succeed better in first
sales, while others get on more slowly at the
start, bit retain their trade more firmly.
There are salesmen who can sell quantities of

goods if permitted to cut or scale down prices,

habits ;
human nature.”
« The power of entertaining men in a busi-
ness way and getting them interested in what

restricted to standard prices. Some appear

be naturally in better favor with cer-
in classes ; it may be with the young or with

the old, with men or with women, the edu-
cated
recommend goods because of their cheapness,
others because of excellence in quality.
cles

ment,
taste, fancy, or imagination of both seller d

buyer.

or the ignorant. Some can better

Arti-
may appeal either to the

A large pottery and glassware jobbing house

in Chicago sent a circular letter to each of its
commercfhl travellers and offered a prize for
the best reply to the following questions :

1st. What constitutes a successful salesman

on the road ?

2nd. What qualities do you deem most

essential to become such ?

Mr. Goddard gives a few extracts from the

replies :

«The successful salesman is & man that

knows how to talk, what to talk about, and
more especially when to stop talking.”
“The faculty of holding trade, or selling
repeatedly to the same people, is the highest
attribute in the condition of a successful
salesman.”
« A man who is honest in his transactions
with his customers, who can make plain to
them, in the fewest words, the superior
quality of his wares, keeping himself thor-
oughly posted in the line he represents.’’
« Modest in demeanor, neat ih appearance,
energetic, truthful, and reliable ;'of temperate
not argumentative; & student of

you have to sell.”
and should therefore be a gentleman.”

for a starter, and lead him on to other goods.

« When an intemperate man is

spondence with his personal condition.”

will miss him the next time.
cgtuff’ him with an order,
familiarity with him.”

or

at once,
does better with one book than with many."”

busy men.”
« A common fault is, that salesmen, as

rule,

do.”
« Tell him it costs no more

and, as
may as well have the mcreased profits.

man can't sell goods if he don’t have them.’

'
objections.

selves.
what is short,
or nucleus for other sales.”

« A salesman is the firm’s representative,

« Every man has some article which is his
favorite hobby; get on to that and cater to it

found
travelling as a salesman, his class of trade is
of the poorest, and his prosperity is in corre-

« The country merchant is & conundrum.
If you guess him right at first meeting you
Never try to
attempt

« Do not present too many various samples
it confuses the buyer;a book agent

« Refrain from any but business talk with

give merchants oredit for knowing &
great deal more about goods than they really

for rent, lights,
clerk hire, etc., to carry a full line of goods,
he is also spending his own time, he

« The practice of using ‘leaders ' has several
One of the chief is, that it gets
the same article into too many stores and
tends to make dealers cut prices among them-
It is better to look over the stock, see
and make some article u leader

« Never abuse competing firms ; leave slow
buyers till the last in a town, and let them ",
know the limits of your time.”

“ If a merchant tells you he can buy any
article below your price, do not argue with
him ; try something else. | Don't ask if he is
in need of any goods, for he will generally tell
you he is ‘full up.’ The better way is o
carry some small article, and introduce your-
gelf with that before you are told that nothing
| is wanted.”

“ Nothing is gained by travelling nights,
and the same is trie of working Sundays.”

HOW TO DISPOSE OF BANKRUPT
STOCKS.

Amongst the subjects to be deliberated upon
next week at the Merchants’ Conveuntion in
Hamilton is one bearing the above title. A
« Country Storekeeper " has been thinking
over the matter, and offers, as the result of
his cogitations, the following :

« Ag a retailer I do not go so far as to say
wholesalers should take back stocks and sell
them out again. All wholesalers know that
short ends and shop-worn goods would sell
very low. . Then expense for travellers would
cause a second loss, and no house would do 1,
and no law would compel it. The next view
is to remove them into cities and dispose of
them in small lots. The first difficulty in this
is that the assignee would not allow the
charges for removal and breakages and pack-
ing expenses to come out of the estate.
Another city house would be flooded with
cheap goods which they would sell to shoddy
peddlers and to their customers, causing &
loss to country stores. My views are, divide
up into small lots & city stock of $20,000 into
$1,000 or $500 lots ; a country stock of $5,000
into $500 or $300 lots ; leave the stock in the .
original store until sold. Have them removed
or packed at expense of buyer. New ways and
better ways of disposal will develop after one
year's trial. If bankrupt stocks were sold in
small lots I think prices realised would be ten
per cent. higher than the usual price of whole
stocks. How would it do to range the prices
thus : grooceries, boots and shoes, and crockery,
70 to 80 cents ; staple lines in dry goods, 80
and over; dress goods, 60 cents; ready made
clothing, 60 cents; and millinery, 30 to 40
cents on the dollar? At present I would
recommend that stock lists be printed for those
small lote and sent to all merchants in Can-
ada, no matter where the stocks are situated,
inviting tender for any of the lots offered, and
& | any goods unsold in fifteen or thirty days to
be sold by auction on a day and place named
in notice. All merchants and wholesale
houses receiving these notices to pay one dol-
lar & year to party sending them to cover cost
of printing and postage. The secretary who
handles this part of the business to supply all
merchants in Canada with the names of
wholesale houses who have supply stores, and
where situated. Retailers then. would be able
to refuse to purchase from these houses, and
in this way drive a worse business than bank-
rupt stocks out of competition with the regular
trade."”

A

—The Board of Trade of the village of

i8, W

ment 1t.”
« Never speak of a competitor in any wa

help you.”

but who are only moderately successful if

« Do not forget the conneating links ; that
hen one article is ordered, bring to notice | of
such other article as will match or comple-

yi

get the good-will of the clerks, for they can

« When trade is brisk, push all the harder.”

Exeter has a council, six in number, & board
arbitration, of equal size, and chooses two
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