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BOOKS

AND NOTIONS,

for the wholesale house to sell to him, and
vice versa. I fact,a trunk and branch rela-
tionship exists between a wholesale house
and the retailers whom it supphes, and the
policy of the wholesale salesman should be
to cement more and more closely that réla.
tionshp, and stiengthen the ties of confidence
and fniend<lup between the two, alwiys has
mg in vew the interests of the buyer as well
as those of his ewn house,

1t 1s essential that the wholesale salesman
should be thoroughly posted respecting the
inanaial <tanding of s customer. Upon
this pomt depends to a gicat eatent s suc-
coss i the art of selling goods, It requires
bule tact or ability to sell goods to a cus-
tomer who is bent only on getting all he can
on credit, without due consideration of the
matter of making payment when due. It
may. however, require considerable tact to
prnpcrly treat i customer whose mtentions
are honourable, but whose resources, abilny
or eapenience are limited I a buyer s
known or suspected to be dishonest, sell o
ham for cash only.  If necessary, tell him
frankly that you do not know lum to be a
man whom you can afford to carn, and that
vour 1ule s to extend credit to those only
whom you can depend upon. I vour cus
tomer isworthy of credst up to a it whach,
hanerver, you do not wish to pass, mad
what, to a good salesman, 1s second nature,
pushig  goods upon ham. Endeavour o
furmsh hun with what he seally needs, and
to satnfy lim, without pomng beyond the
hmu tned for hus credit. But should it be
necessary, tell ham plaindy but an o frank and
friendly way, that at present you do not wish
to carny hun for more than a jven amount.
If he v a sensible man, he will ke no
offene e, and f he iy 0t a sensible man, it s
unsafe for vou to carry hun on your hooks.

Selling goads by trvelling salestmien with
~amples s expensive, but long expenendce has
shown it to be the best method for wholesale
dealers m many haes,  The sample tsunkaf
praperly prepared and packed. is the whele-
~tle establishiment in mantature. 13y ats ad
the country dealer s conducted throagh the
b store i the aity, from the basement 1o
the highest story, and is able to make selec-
twns s antelbgenth as af he had pad s
fare to the an dand was personally present
in the establishiment he isdealing wath. - The
salesman should ~ee that hus sample trunk s
complete, neatly and systematically arranged
and  that samples correcth 1epresent the
stk He should acquure facility i display-
my them, m desanbing grades, qualities,
et and g prces. The stationary or
tavellmg wholesale <alesman sheuld keep
complete price books and post them as often
as the pranesaay The memory should not
be depended upon without thewr ud.

THE RETAD SALRSNMAN,

Muchof the foregomg apphies to the et
~alesmuan, espeoalhy i vepard to fambant
with stk anpd prnies and the jovmg of
stedit He \huuh‘ be perfecthy tamahar with
the goods he handles and wath the prices at
shich they should be sold I his emplover
deemis 1t best to ginve lnm the “oos mark,
as will generallv be the case af he proves a
sod hand, sumuch the better He should
Know evactly where to find any arte e called
tor Tune v money 1o hover and  seller
ahike. and the time loat By both whide etk
o hunting for sone antnlde dor whuh a oo
tomie? s wartinge often amounts e 4 heany
peiientage otats salue s thus e esan
for o tetad s detk (o be onderdy and methud
valto astrst degtee an hamdbing ns stk
He must at oniee 1etam to ther plues on

shelves or in drawers, etc., the goods he has
been showing a customer, and he must do
this in such a manner as to prescrve the
stock in perfect order. A failure to keep the
stock in order and the goods in their places
and neatly arranged is possibly the most
common fault of the retail salesmen, To
avord it he must put an the spare moments
between customers in arranging  shelves,
drawers, showcases, cte, and in so display-
ing the goods as to cause them to appear
rew, fresh, varied and attractive. A retail
salesman who can and will keep the gomds
arranged and displaved to the best advan-
tage will command a high sabury and will be
a favourite with customers,

QUALITIES NECESSARY IN VLL SALESMEN,

Be industrious ; exert yoursches actively
to show goods to customers and to find
what will suit them.

Be patient ; preserve perfect equanimity,
even though your customer appears trifling,
fastidious, or exacting.  Sincere eflorts on
vour part to please him will win in the long
tun.

Be polite : under no circumstances speak
to or treat a customer with impoliteness,
Ta do ~o is to make a mistake imeacusable in
itsalesman, Your politeness to customers is
money ta your employer, and is one of the
considerations for which you are paid a
salary.

Be cansiderniite of poverty 5 do not try 1o
~ell 4 poor person a more expensive article
than he can afford to buy, By o doing you
may wound his feelings, and cause him to
aod voun future.  Ruther try to st him
with an arucle within Jus means. If aou
succeed he will iry you apain.

Be attentive to small purchasers @ if a lady
wishes only a spool of silk, and you politely
furnish her with the shade desired, she will
come to you when she has a larger purchase
to make.

e truthful ; never resort to deception n
representing the quality of the goods you
sell.  Truthfulness is in a sadesman a virtue
which wall soon begin to tell ina pecunian
as well as a moral way, for people will flock
ta the clerk whose word they know they can
depend upon respecting the value they are
getting for their moncy.

Be honest ; not merely because honesty is
the best policy, but because swithout it life is
« faulure, though wealth flow in to the amcunt
ofmillions, and the world lavish its honours
and applause.  The most hopeless and con-
temptible of bankrupts i~ the man who has
lost his honesty . and the most useless to all
cmplovers  the one who is most eapensive
while least worthy of a <alary, who is most to
be avevled by customers and abhorred by
merchants s the dishonest salesman,
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