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“ Never abuse competing tirai* ; leave Slow------mai.' A HT OF SELLING. I restricted to standard price*. Some appear ,
THli ' ___ to be naturally in better favor with cer- buyers tiU the last in a town, and let them »

„„ _ the author of the little tain clasaes ; it may be with the young or with know the limits of your time.” 

andertaken to an J * u u that 0ne recommend good, because of their cheapness, him ; try aomethmg else. Don t ask if he is

Ue-r-—---

|{erd' ‘ 6 jd while tM-rliaps no definite answer A large pottery and glassware jobbing house Us wanted. .... ... . .
* T “n IhkhwiUk of general applies- in Chicago sent a circular letfr to each of it. f ••Nothin, is gamed by traveling nights, 
can be given wh 1)rincipies which if I oommercM travellers and offered a prize for | and the sam. .. true of working Sundays.

Goddard thinks, | the best reply to the following questions:
1st. What constitutes a successful salesman
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lied of quite a catalogne of tbs
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provision, that, in case of bs. 
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upon which the insured a* 
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icond year of the existenesof tti 
hree fourths.

lion, there are 
stored in the mind will, Mr.
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may properly „ d th are Mr. Goddard gives a few extracts from the next week at the Merchants' Convention in
“b0rn’ Uw only unto themLves. replies : , Hamilton is one bearing the above tiU. A

•‘The successful salesman is a man that |.. Country Storekeeper has been thinking
the matter, and offers, as the result of

man. There HOW TO DISPOSE OF BANKRUPT 
STOCKS.death claims shown free 

lave occurred —and no om eu 
iany additional them wen—* 
ing in amount from 1500 to tup 
single instance last year, vkm 

>" was by the department 
into payment of a claim tfey g 
repudiate) the largest sus n* 
corporation on any one of idea 

i »189j79. The statute inteub 
Binent company shall write polios 
r sum than they are sbls to psj, 
past year the Standard Bee* 

i a single assessment but IMS, ui 
ed 140 policies for 1.500 each, ui 
each. The membership hasbsnh 

> hundred for the past two yew. 
ier last it attempted the most bus 
if death-bed robbery that huuw 
notice of this department, iadue- 
oman, three days before berdestt. 
•merit to her of $20, then dee hr 
licknese, to sign a paper whi* * 
to read, and which wasneliwdte 

;h after her death proved totes»- 
husband's right to $500 unduths 
the woman possessed no lagnl 

îquish the claim of her husband, 
is worthless, even if she hsd know» 
but the effort on the part of the 
vas none the less brutal sad nr
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- 1they are
above rule, or a

,uade those whom Yet attribute in the condition of a successful them out again. All wholesalers know that

lonof th 1 by a -• A man who is honest in hie transactions very )0w. Then expense for travellers would
sometime, counterbalanced | ^ who(tn raak, plain to LU8e a second low. and no house would doit,

the fewest words, the superior and no law would compel it. The next view 
keeping himeelf thor-1 lB to remove them into cities and diepoee of 

them in small lota. The first difficulty in this

the possess 
degree is
lack of others which are necessary to a 
end well-balanced business man. Aside from 1 them, in

of genius, the difference in selling quality of hie
eeli'w ^ener^o^W ””” demeanor, nea^ ib appearance, I i, that the aesigr.ee would not allow the

• We'used to think, said energetic, truthful, and reliable /of temperate charges for removal and breakage, and pack-
merchants of Chicago, habits ; not argumentative; a student of ing expenses to come «' "U^

Another city house would be flooded with 
in a bnsi- cheap goods which they would sell to shoddy

wares.
the men 
ability will be seen to 
than in common
patience, and tact.
one of the foremost . „

and. 9taymg .‘“^TmeTarc mu. l^A salesman is the firm's representative, up into small lots a city stock of $20.000 into 
Points of difference in sa es | ^ ghou,d therefore be a gentleman." $1.000 or $500 lots ; a country stock of $5,0<K>

article which is his 
to that and cater to it

/
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«• When an intemperate man is found 

salesman, his class of trade is

into $500 or $800 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 1 think prices realised would be ten 
per oent. higher than the usual price of whole 
stocks. How would it do to range the prices 
thus : groceries, 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 

the dollar ? At present I would

“ Every man has some

pleasant
samples, and listens to his arguments respect-rrrrrr srrrr. rrx*—. —.

f “V conundrum.
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boyin* to day. I will k„p ,o=, h„w- • «I' him »"*“• '

ever. »n.l wlien you .r, " “’".T"' »» m.ny -pi-
m and we may give you an order. H , , vnvAr. a KqoV agent

calls with similar goods and pnœs. But ** fl0m uy bat business talk with 
somehow, he gets nearer to the merchant, llisl 
talk is quiet, sensible, not stereotyped, and it | busy men. 
interests him. He seems to enter into the 
practical spirit of the merchant’s business, to I rale, give 

,r realize hie hopes and his struggles, and to great deal more 
appreciate hie prudence. He touches upon Ido. 
details, and every day results stand clearly .

that goods mast be clerk hire, etc., to carry a
1 he is also spending his own time, he

well have the increased profits. A 
can’t sell goods if he don't have them."

• leaders ’ has several
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e proceedings against this em­
ending in the Supreme Court th 
the cool impudence—to piswst 

sr the law, this department 
i) send out assessment notice and 
two‘hundred dollars, eighty pw 

which was taken, again ib- 
expenses, and when that 
had been exhausted, the 
an unsuccessful demand 
reasnrer for a few |paltry 4d- 
mulated interest upon tbs «mer-

cents on
recommend that stock lists be printed for those 
small lots 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 s day and place named 

All merchants and wholesale

fault is, that salesmen, as a 
merchants credit for knowing a 

about goods than they really

“ A common

in notice.
houses receiving these notices to pay one doi- 
lar a 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

ory of this concern, which apper 
honest breath from * I more for rent, lights, 

full line of goods.
drew an 
how much fraud may be 1*1* 
people generally ill able to bear th* 
v difficult it is, under existing pe> 
w, for the insurance department1 
e public from such imposition.

“ Tell him it costs no

out. He makes it plain 
bought, or they cannot be sold ; yet he does und, as 

than he thinks it may as wholesale houses who have supply stores, and 
where situated. Retailers then- woold be able 
to refuse to purchase from these houses, and 
in this way drive a worse business than bank 
rapt stocka ont of competition with the regular 
trade." ______________

not try to sell him more
His suggestions and I manprudent for him to buy.

recommendations are characterized by an in­
telligent interest in the welfare of the man he ! objections.
is dealing with ; he aims to do as he would be the same article into too many 
done by, and he shows it. The result is, he tends to make dealers out prices amo 
goes awav with an order, and leaves behind ^lves. It is better to look over 
him a customer and a friend. | what is short, and make some article a leader

Some salesmen are better adapted to ^a^® "'."“^"oVfdrgeÎ^hT “ nnecting links ; that 
transactions, while others feel more at home 1 ^ article is ordered, bring to notice
in small ones, where the percentage of profit . match or compte-
may be greater. Some succeed better in first such other article
sales, while others get on more slowly at the 
start, but retain their trade more firmly.
There are salesmen who can sell quantities of 
goods if permitted to cut or scale down prices, 
but who are only moderately successful if

“ The practice of using
One of the chief is, that it gets 

stores andfrom the Philadelphia Kecord 1| 
the hesitancy of British oapitetitii 
their money in the new line 

hips for which the Engli*^^ 
Governments are offering ^ 
lies is due to the belief that oc** 

state of transition, *nd ■* 
im will »• 

It sounds strung» • 
should*-

Board of Trade of the village of 
Exeter has a council, six in number, a board 
of arbitration, of equal size, and chooeee two 

the Dominion Board. The officers 
are : President, R. H. Archer ;

—The
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for 188» WF 
vice-president, J. Parkinson, secretary, E.

B. ,8. O’Neil ; council,
ment it.”
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hrfPwL trade is brisk, push all the harder." Spackman. L. H. Dickson, John ElUot.
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Mthat such caution is cm
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