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How to Sell Goods.

- t er a ales force.
How to ginger up

—How to drum b in dull sea-
Bons,

~How to routs, handle and check
salesmen,

~How to train, develop and coach @
sales foroe.

—Jlow to secure and organize salesmen
and agents,

~How to win the dealer's co-opersiien
anfl support,

~How to advertise—oconcisely and thor
oughly treated.

—How (o meet objections and how te
be a good ''Closer,”

~How to work the “big stick’” plan of
selling goods to retailers,

=Jlow to handle wholesalers and re-
tailers to the best advantage,

—How to judge a good salesman—how
to bhire, and how Lo be ome,

—How to analyze your proposition and
pick out its selling points,

—How to make the consumer influence
dealers 0 buy :‘ouruuod:hdm

- out the m™

n‘r"d::ll#md becume & real sales

man.

And hundreds of other vital pointers
and plans for clorks, city salesmen,
traveling salesmen, retailers, wholesalers,
manufacturers, mall order bouses and
adverusiog wmen.

How to Buy at Rock Bottom

~How to trap a lylog salesman,

~How to close big transactious,

~How to prevent extravaguut purchas-
ing.

—How to handle men and make guick
decisions,

—kow to koow to a nicety what stock
is oo band.

—How to avold penny-wise, pound-
foolish purchasee,

~How (o keep track of promises, agree-
menls, deliveries, elos

=—How to get up the unecessary forma,
blanks, etc,, for roguisitions, op-
ders, receipts, ete,

—How to keep in touch with your mare
kot and take advantage of speaal
oppartunitics,

=—How to play one salesman against
apother aud take adviantage of
overy opportunily to get a lower
price, |

—How to devise & simple aystemn, which
will bri.xﬁg to your notice, automati-

cally, data, prices, eto,, about
& @given article,

~How to formulate a complete purchass
g and record systemy for & madl
order house, a factory, or a retail,
wholesale or department store,

And other priceless pointers on pur-
chasing, beyond description, that every

business man, big or Mille, employer or
amploye, Lt to have owu.cniu at
his m»m

How to Collect Money.

—How to judge credita,

—How to collect by mail,

—How to handle “louchy” customers
=How to be a good collector—and how

to hire one.
—Ilow to mx:nlm a credit and ool
lecuions partment.

=How to weed out dishonest b
from e salo riaks. -

~How to know every day the state of
Jour accounts receivable,

—How to get quick, accurato, inside ln-
formation about a cusiomer's abil-
ity to pay.

~How to write smooth, diplomatie let-
ters that bring in the money withe
Oul giving offense,

—How to organize your own collection
g;Bnmneut and force worthless

tors L0 pay without auing,
~How to judge of foreign credits, and
how to collect money promptly
from foreign countries,
~How to devise a simple and effective

aystem of insuring prompt and
nodical  collections urp.u R

sccounts,
And valuable information, obtainable
no other way, for credit men, col-

lectors, accountants, and every busincss
man interested in | .
thiy wvital depart

== Yours for
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Men have sweat blood and spent fortunes to learn the very business se-
crets which you may read at your leisure and master at ease.
The six-volume, 1,263-page Business Man’s Library, described
below, places at your instant disposal the crystailized expe-
rience of practically the whole world of business. Are you
content to plod and blunder along—to spoil oppor-

tunities and waste chances through business
ignorance, when practical help such as this
is yours for only six cents a day?
The Buosiness Man's Library 1s, in reality, a Then add to the h

el
eomplete correspondence course under the great | bring you, the hel wgl ¢ch you will from
Master-Mlinds o ﬁ‘éM. re-eminent tggtm

Business, Seventy-eight men— | 8YS which stands p

mi]t mere writers, but National Business Men, | Iy magazine of Business, 260 to 858 pages In

Whose very names luspire respect and admira- | every issue of SYSTEM and
tlon and confidence-—are its authors, Alexander | to miss a gingle page of it. I
H. Revell, founder and president of the great

comptroller; John V. Farwell

win-Willlams Co.'s general

tributed to the Business Man's Library. ting out drudgery.

ence whether yon own your own business or
firm bearing bis name, Sears, Roebuck & Co.'s | whether you are worklng for somebod

y _else; eulem that
Co.’s credit | whether you sit In a private office and decide
man; Montgomery Ward & Co.'s buyer; Sher- things or whether you stand at a counter and

manager. These | answer questions—SYSTEM will show you
are only a few of the big men who have con- | new ways of saving time and effort and cut-

Cents o D Ay

How to Manage a Business,

~—How to keep track of stock,

~—How to train and test employes,

—How to hire and direct employes.

—How te figure and charge estimates

—How to check deliveries and mistakes,

=How to detect and eliminate needloss
items of expense,

~How to get the most out of (hose
under and around you.

—How t:mﬁ: the money making
s will possi new ventures,
which these book gyl & - o
onth- ords for all kinds of businesses,

~How to turn a losing business into
& profitable one—hew Lo make a
prefitable business more profitable,

~How te deviso a inventory

ou cannot afford
makes no differ-

~How to devise a simple
and paproll aysterty thar e i

you the exact eaming value of
These seventy-elght men SYSTEM goes into the inner every employe,
glve us not only the Intimate B T s offices of e biggest, most And the countless other things fne
secrets of their own successes bmugt“}glmnmgafm&h successful men, and brin cluding charts,
bot priceless business Infor- —and these are only s handful | ] forth for your benefit the fruit plans and forms that !'-'Lm in an
mation, working plans, meth- taken at random thousands {f| of thelr cost experience. executive position ueeds bis  daily
ods, nta{lllsth-s. tabulations, and thousands of purchasers, tBbYS'tI‘nEM will abou{ you Eg
systems, nts, pointers from start a new business, )
high places in the world of Marshall Field & Company, to win trade for it, establish 3
money whoere few are permit- Armour & Company, % prestige, create profits, mini- How to Get Iﬂney by uaj_L
ted to enter. In no other way N. K. Fairbank Company, mize wastes, keep down ex-
can you get the valuable in- N“H}}‘t']‘:liﬂ(_i_iﬁclurlﬁt&rrmn 7 enses, stop losses. Better, —How to write ads
formation which the Business Sears, Rosbuck & Company, YSTEM will show you how —How to begin & letter,
Man's Library will ﬁl\-e you, Joues Dry Goods Company, to accomplish more, make =—How to turn inquiries into orders,
save throngh the slow ‘and . . Mandel Brothers. more, Iln your present dally ~How to formulate a convincing e
costly ool of experience, | o Neluon Morvs & comouny. | ‘work. cument o5
Far +W ¢ y {1 s ’ \ pumbia h A
o ol businass ecverionce, | Niunad, acuty compy, | Each sane contatne special W _m0w" st sou rcer t0 acE

- " ' merican n Company, = a4l ounce,
collected, classifled, con- Goodyear Rubber Company. ing, selling, accounting, man-
densed, and crystallized fer :ﬁ;ﬁ:r l".x':rimrl’funp.?;;., utﬁcwrln & shippin gcollt'ct- ~How to writs trade winning busis
£, pping

your benefit at a cost of Arbuckle Brothem, 1sl b let- ness lettem,
. Rambast & Solndl ing, advertising, buslness le —H 2
thousands and thousandg of um:{&:“z:“ B\'\:_’;;d . 1 f:-“ ter wrmmi' banking, real es- oW to cover tefritory salesmen can’t
(‘linllllura. A:lul wl:tu oaul put an Morgan & Wright puny. tate and insurance methods, reach,
ollar aund cents value o

Cudabhy Packing Oom .
working information such as Otis Elevator f‘.ompr:;’.,

Bell Telephone Company.
i Weastern Egcctric Colr;p:uy.
Ten thonsand great concerns
—~the best concerns that Dun The United Btates Government
and Bradstreet can name— bas bought three sets, h:nd many
have bought sets of the Busl- lfg‘d" B o T Mralr
ness Man's Library for the || Z70eGe (8 0T et books 18
€ole purpose of bettering thelr
methods and Increasing thele
rofits, They had no Interest as a ﬁuide
n these boo{a a8 mere entertaining literatare. | viser. To the man In charge
They wanted the cold dollars in them; the| elther as emplo

tall salesm
ting ideas,

big or little

business management, hands
ling men, short cuts and worry mail work,
savers, store sgystems, re-

circularizing, and everything
In which a man In business,
,» s Interested,
To the man in the private
office SYSTEM js welcomed

er or superintendent

—Bowtoiupubonmuuda.u
—Bow‘to key ads, circulars and all
mail sales,

~How to secure attention and Arouse
interest by letter.

~How to prepare an enclosure for a
busivess gelting letter.

~How to keep complete information
about mail customers at your fin-
ger tips,

—How o supplement the efforts of

anghip, trade-get-
window dressing,

and counstant ad-
of other men,
8YS.

ractical, usable ideas in them—nothing more. | TEM offers business secrets which he might salesmen wilh live, busivess gei-

'his Is solld, tangible proof of the worth of | neve

r have the opportunity to find out for him-
these books—who can refute evidence like this? | self. And to the worker—the man who has

hopes above his present
The gix uniform volumes of the Business | .y ..
Man's Library are published in a handsome shows the short road to

ting letters,
~How to answer, file and follow up

osition — SYSTEM inquiries from advertisemeuts aud
I etter days, better
de luxe edition, as they deserve to be. Leautl- | S*/ary, more power—eventual

those ‘which come in the regulax
success, Ever

man who Is playing the Great Game of Bus And page upon page of al,
ful, clear, large type, fine hand-made book pa- | yoce needs § ’ﬂ'l‘!%ﬁl, tor it will belp him turn e r ~Bromig, H Imor kel
er; one edge of ﬂ““zf two edges plain; half |y day-dreams into actual achlevement, order firms, but particularly helpful
nglish Morocco binding—these are, Indeed, a q"'*'i‘l"\l h 300,000 | d It h to those not
get of books for the Ubrary or desk of which Ri5LMuM has ow, regular reqders. It hag

to be proud.

And i1als Is your money-laden

they can be bad by any man who can spare six
cents a day.

JORN FARSON _Th'g 'brary s a short

cut to more salary and
more buginess, to more knowledge and more

power. Worth a decade of experience.”

helped many of them to bette

help you?

its
name—vold of generalltles and practical Dbe-

yond expectations. Taught us a lot."

MFREB MmE “I wish the work could cﬂm E. nmES "y

be brought before ever
man, young or old, who wants to bulld a rea
buginess career.”

ter who."

Picture In your mind wix handsome gold-to
. ~topped voluames, the
EASY OFFER same binding, paper, type that are usually to be found only In costl fective

t could searcely be worth owL.
twelve months of SYSTEM—more thin 3 g P C R D

editions, 1,203 pages ti
leaf were a $10 blil: and A pages tha

profits, that would have been Im oul\:le. un-
opportunity— | dreamed of, without SYSTEM— on't you let

BYSTEM and the Busiuness Maun's brary

culated these books among our employes and
gent coples to our branch houses.”

3 “This 1ib 1 “ * ?
PENN CHOCOLATE C0. 1% "> '» | 7oM MURRAY o LoDt care how smax,

I8, hé can learn a great deal from these books. 008t Hywtam,
I will never part with my set,”

benefit and assist-
ance to any wide-awake business man, no mat-

r salaries, bigger

How to Stop Cost Leaks,

BARNHART BROS. & SPINDLER Ve [ Thov io duiee wame

el =—How to make an inventory,

—How to figure “‘ovechead” expense.

—How to systematize an antire factory
or stove,

=How to cut out red tape in & simple

—wakupdmﬂt&mmm
and supplies,

—How to apportion the right numbes
of men to a specific job,

=How to decide between plece-work,
day wages and bonus systems.,

—How to formulate a simple but ef-
cosl-keeping system of your

regard It as of

hess experience and help, convertible into ready cash—and the > thin 1Ees of current busi.

n th

$18, aprendoout thin over nine months—and they are yours rurever.lnkto‘:lrr
order for $2, or a $2 bill sent to-day, will start the books to-morrow
other charge prepald and enter your mame as a regular

now and $2 a mouth untl) $18 is pald. Less than you probabl
suraly,hmnn it costs you for carfare or the evening smoke,
these helpful books, 1if orgered now, will have a chance to put bac
their cost. Is the offer ¢lear? There is nothing to slgn. rite on
or state what busivess you are in. Slmply send $2 and say: *1 accept

Send to System, 151-153 Wabash Avenue, Chicago,

yearly SYSTEM & bmdlb i pénse, up-keep,

¥y tM gubseriber, § indirect .
spend for dally papers; less, l:-. t?iil-t--.'x Liga
ng before this month {8 out
k In your pocket more than
your business letterhead,

—How 0 keep tab on the productive
this offer: Only value of l;m:h maching and em-
ploye,

~How to figure . depreciation, burden,

check or money

your Commoner Offer, : : ; p:{m
€8s Dpians for racti

of business in wwm- 0088
system is csseutial to money




