
14 NOTES ON THE ROAD.
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honest in tlieir ni.inner of treating their best patrons, tliat tlie^ ^^

richly deserve liaving their names and ])laees of business made iJub-'""^'

lie in tJiese ]>a<j;es. It is witli tlie greatest reluctance that the writercbj

liju? refrained Iron 1 so d(»ing, but a desire to give them one more°^'^

chance has tempted him to show lenicncv towards them. If that**^^

same is not aj)preciated, in the secpiel to these notes I i)romise them^^'

the full I'enefit of i)rintcrs' iidc.
*-^'

•I

There are prolialtlv some voung beginners in tlie role of a

connnercial traveller wlio expect to find in this book sf)m« general

advice about how to sell goods. This can be dojie in verv few

words, and, depend u]ion it, if attended to, it will never fail of

success, vi/.: energy, j)erseverance, and lionesty. Josh Billings

aflirms, that, if you can't stiike oil in twenty minutes, it is a sure

siLTii that vour aui;ur is too short, or VdU are on bad territory. Don't

b.eed any such lesson ; try on, and try again ; it is the constant

dri[»j)ing wears the r(,ck, and it is gentlemanly ])erseverance that

Avins the day. It, on your tirst visit, you *'ail to make an impres-

sion on your customer, l)e sure and call upon him on youi' second
;

never fail to try him upon every occasion, and entleavor to make
him believe that it will be to his advantage to patronize the iirni

you represent ; but, above all things, be honest in your representa-

tions. Xever tell a custtimer a lie for the sake of selling an extra

]uece or two of goods ; it may a[)pear an apjiarent gain at the time,

but it never fails, in the long run, to injinv the house, whose real

interest can never l)e ])roinoted by .'my such conduct upon the i)art

of their traveller. IMany good eustoniers are also s])oilt by over-

crowding goods. 1 mean the jiressing u])on them of wares their

business do not really recpiii-e, but which through, perhaps?

friendship for the traveler, they are induced to order. This way
of forcing trade, to use a common saying on the road, will not ^

wear ; and the nuui who is travelling, and cramming stock ^

wherever an opportunity offers, on the strength of an ac(pKiintance,

will find in a short time that he has killed his connection. Always
endeavour to build up confidence in v<^nr word. Let vour customer

understand that you also study his interest as well as your own,

and desire oidy to sell liim that which you believe his business

re([nires. I regret to say that but few men ]>ractice this golden

rule. The consequence is that travellers of many years' standing
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