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Wriiten for this Paper
A HOMILY ON TRADE.

Buying and selling, trading and ex-
changing, i8 & Jaudsble—a necessary—
business. Human needs and desires
have become 80 numerous and maybe
artificial, that gratification is im-
possible, it personal effort alone was
exercised. There are men everywhere
who from individuel taste and aptitude
engage in collenting, transporting and
distributing the produects ot climes and
countiries almost unkoown and unex-
plored but a very few years ago, but
now by the enterprice of specific deal-
ere, through the combinations of com-
merce, these are at our very doors.
We may not be as familiar with vames,
ports, localities, proounciation or
qualities of all tbat comes within our
range of observation and use, as are the
specially interested parties; but we are
advantaged, eratified, comfortea, and
after all at so little cost, that the in-

guiry 18 not at all infrequent, as
to now (if distance is 80 great,
etc.) we can buy the sirange,

uneummon or adopted article for so
little money. If it were not so common
to ne—if every viliage had not thisob-
jeet lesson be ore it,it would be thought
almost impossible to get together the
products of countries g0 remote and so
far separate, asis done every day.

The world was calle! upon to in-
spect and miarvel at the tirst universal
exposition in Hyde Park, London, in
1851; at many continental duplicates
since then; at the Centennial in this
country, and later at the World’s Fair
jn 1893, But =all that brilliance,
grandeur, varlety, magnificence and
overwhelming greatness was but an
ultra enlarged or extended reproduc-
tion of Z. C. M., L., or similarly diver-
sified depote in the worlu of common
trade. it waseald once that ““compari-

gsons are odious,”” and this may provoke
a smile, But the masses of the Terri-
tory—nay, of this city, have but little
idea &8s to how many coun-
tries are drswn upon for their
supplies, and even employes are few
who can tell how or where is pro-
duced that which they handle all the
time, Ask the average grocery clerk
where pepper is grown, the difference
between the black and white varieties;
inquire as to where nutmegs come
from; what I8 mace; where was this
coftee grown; and Is your olive oil
genuine, or but a cotton-seed product;
how few can telll 'Which of your dry
goods clerks can give an idea as to
where many of their every-day goods
were made, in France, Germany,
England or America? Which is wool
or mixed; is this pure sllk or otherwise;
what of hoslery, of flowers, of fur trim-
ming? Pass throughany other depart-
mentand the same superficial educa-
tion or indifference is noted. They
make no claim to know—they are
mechanical, and as far from being
experts almoet ag it is poseible to be.

S0 we have met booksellers who
know nothing of booke;school teachers
who knew nothing of human nature;
doctors who had no idea as tothe
power of druge or whether they pro-
duced the desired ¢ffect; lawyers who
could not draw up a brief; politiclans
who could not tell the views or give
the platform of their party; preachers
who had neither logle nor consecutive

thought; and vast numbers who take
the world and clrcumstances just as
they are, without understanding as to
the why, or idea as to improvement—
or whether this was possible or proba-
ble in the future.

Some men acquire development by
compulsion as it were, If in business,
natural indolence i overcome by fear
of loss or greed for gain. If in the
missionary fleld, some smattering ot
the system they represent ie scught,
because this knowledge is made ob-
ligatory, and fdilure means disgrace.
It burthened with & family, soclety
compels some show of labor tfor their
maintenance. But thoroughness is a
very rare ingredient in humanity, save
where love ig the mainspring or the
motive power.

Bo we have seen men engaged

merchandizing’'— they love to
indeed, it is a joy to
them to bandle goods; it is sec-
ond nature as it were, They diu
not vpen the store particulacly for
a llving, or to make mouney, but be-
cauge their heart was iu il, ana they
gave it attention; they studied it; they
wanted to know, and then found out all
about Lhe goods they handled. They
were able to commend, to give in-
tormation; they could explain the dif-
ference pelween this anu that., Buch
men are liked; they accumulate; they
make frlends, and become authorities
and experts 1n thisand many collatersl
directions.

Far too many men, perchance, are
engaged in pursuits for which they
have neither taste mor aptitude, like
our old class of echool teachers who
became pedagogues for the winter—
for a putting-on—a liviag, or until they
could ‘do something better; ir sohool
had been cuntinuous, some Wwere 8o
listless that they never would have
had any higher ambition than **board-
ing round;’’ but with late epring they
were thrown out, and elther urirted
into somethingequally disliked or found
work which they partly enjoyed.

There is not a few In stores who
need to be **thrown out,” figuratively.
‘They are dying of inanition, and atraid
to leap in the dark or trust to theirown
native energy and resources, They
would make good farmers, good me-
chanice, professionals, some, but they
vegetate, and die because unmoved,
There are men in businees for them-
pelves who have ne business there, but
they caunot get out or sell out. . They
arejalways on the ragged edge; they
are not s success; afraid to buy or sell,
afraid to give credit or refuse, they
vegetate; no brisknese, no enterprise,
no ambiltion; in debt and difficulty,
smotherea with Jiabilities and mort-
gages, life becomes a burthen and a
disappointment at best. Aesignment
or bankruptcy weeds them out from
time to time, and 8o the whole bus:-
ness world has become one great apnd
melancholy grave yard, and aimost
every one bears as an epilaph the
signiticant, fateful words—of failure.

Such have selected an occupsation
for which they were unfitted by nature
or experience. A small acoumulation,
a friendly credit, wes all they had with
which to meet the competitive spirit,
the restless energy and the force ana
culture of a rival in the other street.
Buying ability, selling ability, trade
magnetism, popularity and hustle,
were strangers in' the disorderly store,

in
trade,

in the dirty windows, in the lumbered
store room, and all appoiniments were
suggestive of uncleanliness, inefli-
clency, repulsion and non-success,
Parucularly is o.ol business tact
and all-round observation needed in
Utah, where barter is the convenience
of interchange rather than oash,
Every trapsaction op the latter basis ig
final; there 18 no dubiety about thie,
no possible discount, no waste or loss
or urawback. Gious are bought and
paid for witbout circumlocution; while
Almopt-—yes, We may eay, all prouuce

joses in storing and  handling;
ther: 18 & perceniage of less
even in the most careful hands;

there are also probabiiities or loss
i accommodation or the giving of
credil; and mapy such customers will,
by being dilatory, eat out the entire
profit of the transaction, if only & mod-
erate interest wag considered. The
shrewd and cautious man understands
this; the other one takes no account of
an item, serivus under any circum-
stances almost. There is another fea-
ture of trading, nowever. As Was
said, all are not thus eugaged because
they love it, and would rather be there
than anywhere. We allude to thoee
who are in busipess purely for money
—tor the profit there I8 in it. Now,
the undue cultivation of this spirit
leads to selfishuess, to A forgetiulness
of meum anda tuuwm, to a cold, grasping,
avaricious way of deal. ‘I'ne final
drift is to depreciale that which
is being bought, to get it for the
lowest possible price, and in sell-
ing to secure all that can possibly be
got—this governed in fact by the green-
ness or ignorance of ‘“‘the party ot the
second part.”” This is not legitimate
businese, yet men who s0 act
are ocounted emarf, even when
despised, and disliked even when suc-
cessful. In plain English, this s
taking auvantage; il Is undisputed
thievery;and men who under the guise
of business demean themeselves in this
way, usiog trickery and misrepresenta-
tion in a stable community like ou s,
go down to deserved and unregretted
ignominy, first or last.

In & large city transient trade has
given many a man wealth, We never
heard of but one trader here who
acknowledged that “when a man
came into his store he got all
he could out of hbim, as he
never expected to see him again.”
This was business sulclde, tor he gave
up wmany, many years ago, Butthere
are some sharp ones now, when they
get a chance, Although competition
may compel close shaving when an
article is abundant or the price well
known, soarcity, however, makes a
corner and it s amazing how readily
business human nature adapts itself to
conditions when & dime ig in the way
—much more readily, says our experi-
ence, than when the end is social,
gpiritual or mental. Belah!

TERRITORIAL FAIR MATTERS.

Not much time now remains before
the opening of the great Territorial
Exposition, From every quarter comes
the flattering and promising assurance
that the Fair will be & most succesaful
one, '

The elegsnt mineral eabinet belong-
ing to Mr. Richard Mackintosh is
neatly arranged for ‘the Ooptober show,



