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

Part I-An Introduction: Salesmen as a Civilizing Influence

  There’s the turn-of-the century story about some salesmen who were chewing the rag in the lobby of the Hotel Astor.  The Chicago salesman was being particularly arrogant when a bystander interrupted with the following story: 

A Chicago salesman sold his last bill of goods, died, and went straight to Hell.  There the Devil immediately took him in hand and began to show him about.  Here were the pits of molten lead for the New York drummers, the sulfur caves made especially for the torture of St. Louis drummers, and the lake of fire for drummers from Cleveland.  Then he was shown into a very hot room where a lot of people were suspended by the neck from the ceiling.  ‘This,’ said the Devil, ‘is the drying room.’  ‘The drying room?’  ‘Yes, these are your Chicago drummers.  They’re so green we’ve got to hang ‘em up to dry before we try to burn 

‘em’’.1 

  That story probably originated with some eastern drummer who, was, in fact, a bit envious of his Midwestern counterparts, especially the Chicago “whizbangs.”  “Whizbangs” was in fact what Marshall Field called his late 1800’s salesmen who like “the drummers of an earlier time, knew all the jokes and sayings of the day – and could sell thousands of handkerchiefs in a two-day stay in Detroit or hundreds in a few hours in a Nebraska town,” according to Lloyd Wendt and Harry Kogan who chronicle the creation and growth of Marshall Fields in their 1952 book, Give the Lady What She Wants.  “They were gay, energetic, and smooth, these new drummers.  They told their rollicking stories and, when they were finished, they whisked out their sales books and asked offhand, ‘Now, Mr. Smith, how many dozen of these you gonna need this season, eh’?”2
  As it turns out, these whizbangs have been much more than storytellers and order takers.  Illinois’ traveling salesman, commercial traveler, drummer, peddler, lineman, colporteur, and most recently, hunter, have been instrumental in developing the techniques and modes of persuasion that we now associate with modern merchandising, marketing, promotion, public relations, and advertising.  In addition, because our traveling 

salesmen has had to be ever responsive to the changing needs of his customers, they have played a key role in creating and developing new products and services to meet those needs.  In a word, Illinois has been home to more than its fair share of outstanding sales men and women who have contributed substantially to the practice of salesmanship and to the offerings merchandised by our sales people. 

  Author and historian Truman Moore has written that the traveling salesman has been called a civilizing influence because he carried the latest products and newest inventions to the far reaches of the world.3  Furthermore, Timothy Spears, in his book, 100 Years on the Road writes that examining American culture and the history of face-to-face commercial relations between the 1830’s and the 1930’s reveals the salesman’s important contribution to the triumph of the everywhere community.4  

  An examination of “face-to-face commercial relations” 

in Illinois, in particular, reveals the important contributions the state’s salesmen were making to the nation’s overall movement.

One of the best examples of one who extended a civilizing influence is John Warne “Bet a Million” Gates, born in Winfield, Illinois and a college student at Naperville’s Northwest College.  In the 1870’s, Gates was selling something called barbed wire to Texans.  It was not an easy sale.  At one point, he had to “make a bet” with skeptical San Antonio cattlemen that his new wire would hold a herd of 25 of the “toughest longhorn cattle in Texas.”  It did.  And by nightfall, Gates had more orders for the wire than he could fill.  Because of his success, Gates was able to start up his own barbed-wire company.  One thing leading to another, Gates’ later achievements included ownership or control of several steel companies, including the Republic Steel Company.  

  One of his most notable accomplishments was the establishment of a “small” Texas company that would eventually become known as Texaco.5  Barbed wire was originally invented by Illinois Farmer Joseph Glidden in 1874. Fortunes generated by the sale of barbed wire helped settle and develop DeKalb, Illinois and its college, Northern Illinois University.6
Part II-America’s Legends

  Several of America’s legendary traveling salesmen have been linked inexorably to trees and by their books and music.  First and foremost among them was John Chapman, better known as Johnny Appleseed.  

 A peddler like no other.  So outstanding in his accomplishments and distinctive in his ways that it’s difficult to separate fact from fiction and reality from legend.  

  He has been portrayed and reported on in literally hundreds of different venues – biographies, folklore and popular tradition, poetry and novels, children’s fiction, music, film, and several festivals and memorials.  Even a Johnny Appleseed Society celebrates his life and contributions both in a museum housed at Urbana University, Urbana, Ohio and on a website, www.urbana.edu/appleseed/museum.htm. 

 “Unseen Chorus of Fairies”

Peace and love attend you, gentle comrade;

God above defend you, gentle comrade;

All along your kindly way,

We shall guide you day by day.

Dreams of beauty send you, gentle comrade,

So farewell!

From Johnny Appleseed, an operetta for children

Libretto by David Stevens

Music by Harvey Worthington Loomis

  Chapman was born in 1774 in Leominster, MA, of a father who was a farmer and carpenter who had served in the Revolutionary War as one of the original “Minute Men” and later was with Washington’s army in New 

York.  Chapman’s mother who died when he was only two, was related to the “notorious” Englishman, Count Rumford, politician, scientist, and possessed of a vast fortune.  

  Little is known of “Johnny” before the age of 23.  It was then, in 1797, that he began his trek westward from eastern Pennsylvania up the Susquehanna River with apple seeds in tow.  As he traveled he stopped to plant his seeds in nurseries that would eventually total more than 30 in the states of Pennsylvania, Ohio, and Indiana.  In Ohio and 

Indiana, the traces of such orchards that were started from John Chapman’s stock alone extend over hundreds of square miles.”7  In fact, it is estimated that by 1838 Johnny had planted seed that had grown into trees bearing fruit over an area of 100,000 square miles.8   In addition, his eventual land holdings that he owned by deed outright or on long-time lease were nearly 1200 acres.  

  Author Edward Hoagland in a December, 1979 American Heritage article describes Johnny as “wiry in build, short by our standards but average for then, with peculiarly piercing blue eyes, good teeth, a scanty dark beard that later turned gray, and uncut dark hair, parted down the middle and tucked behind the ears.  When not in a coffee sack, he dressed in a collarless tow-linen smock or straight-sleeved coat that hung down to his heels, over a shirt and burr-studded pants that had been traded to him for his apple seeds.”  At his death in 1845, Hoagland tells us he was dressed in his coffee sack “as well as waist sections of four pairs of old pants cut off and slit so that they lapped ‘like shingles’ around his hips, under an antiquated pair of pantaloons.”

The soft spoken salesman strikes

 the hardest bargain. – Anon.

  Although in demeanor he appeared penniless, he was in no way a pauper.  Permitting people along the way to think that he was an innocent bumpkin to whom money meant nothing may have been an intentional “act” on his part, considering that he was occasionally carrying large sums with him on “the lonely ways he traveled.”9  He 

lived simply, had no family and no home.  He was the penultimate peddler of apple seeds and seedlings.  

The Apple-Pickin’ Pig

It was in the hills of Kentucky that a peddler came upon a farmer holding a pig in his arms so that the creature could eat the apples right off the tree.

  “Won’t it take a long time to fatten your hog that way?” asked the peddler.  

  I suppose so,” replied the farmer.  “But what’s time to a durned old hog?”-Anon. 

  One cannot overestimate the value of the product Johnny was selling and distributing to the settlers of frontier America.  The need for the apple was urgent.  No other fruit could be so easily cultivated and put to so many uses – apple butter, sweet cider, a sweetener (sugar as we now know it was unavailable), and flavoring and preservative.  As an important use not to be overlooked, apples were basic for apple brandy and apple jack, the alcoholic drinks of choice for these early Americans.  American-raised grapes were unacceptable (and unavailable) to the 19th century settlers to be used for making wine.  The American grape was the apple.  Perhaps, and probably even more important, Ohio required some indication of permanency from those laying claim to land.  The planting of appleseeds or peachstones was a common guarantee, warranting the establishment of a legal title. 

“A wife and a babe and an apple tree,”

Jonathan Chapman cried,

“Are the finest things that a man can see!”

Then – Jonathan’s sweetheart died.

Jonathan’s loss, the neighbors thought,

And some of them plainly said,

Turned him more than a sane man ought

To the third of the three, instead.
From “Johnny Appleseed Song”

By Virginia Scott Miner

  Chapman’s sales technique was unique.  He moved his seedling tree business westward with the frontier.  “Few other nurserymen could adjust their lives and their business to such a plan.  So far as records now make known, no one else ever did.”10 

  The stories that have come down to us about Johnny, though possibly fictional, do tell us something about his manner.  All his life, bare feet, concern for animals, and ice competed with apples as symbols of his career.  One story tells about the time Johnny punished his foot because it had accidentally trampled a worm (or, more realistically, a snake).  He would even entertain children he met along the way by pressing needles and hot coals into the horny soles of his feet.11  An ice story has him hitching a ride on a cake of ice on a fast flowing river.  He fell asleep in his canoe that was resting on the ice and, eventually, waking up hours later, found himself nearly 100 miles below his intended destination.12
Colporteur- “The term ‘colporteur’ is of early 16th century French origin, from col, ‘the neck,’ and porter, ‘to carry,’ and has been from an early period applied to the bearer of religious books from house to house.  Even centuries before the Reformation travelling merchants carried about with their wares manuscript chapters, and sometimes entire copies of the Scriptures . . . The American Tract Society, under whose auspices the system of colportage was introduced and applied to the American field, was founded in 1825.  Its name, like that of the parent society in London, is expressive of a publishing institution, in distinction from a missionary society.13 

  Chapman was also something of a colporteur, one who distributes or peddles religious tracts and books.  On his frequent visits with settlers, he would give them “some news right fresh from Heaven.”  Then 

he would produce a Swedenborgian tract or two for their reading.  The Swedenborgians, followers of Emanuel Swedenborg, held that everything on earth corresponds directly to something in the afterlife.  “Chapman saw himself as a bumblebee on the frontier, bringer of both seeds and the word of God – of both sweetness, that is, and light.”14
  Johnny Appleseed’s greatest contribution, according to Botanist and Author Michael Pollan, may have been the preservation and dissemination of a vast assortment and varieties of the “wild” apple, thus ensuring its continued existence, at least for the time being.  Pollan explains that “to domesticate another species is to bring it under culture’s roof. But when people rely on too few genes for too long, a plant loses its ability to get along on its own, outdoors.  Something like that happened to the potato in Ireland in the 1840s – and it may be happening to the apple right now.”15
  Through all of this one wonders where or how “Johnny Appleseed,” the itinerant peddler and salesman of the apple, learned his art and craft.  He did things right for his time.  He loved and had an intimate knowledge of his product.  He understood the need.  He had compassion for his customer.  And he certainly had an uncanny sense about the territory.  Did he learn all of this, or, was he born to be the wondrous peddler of myth and legend?  The answer may be in his name.  No, not the moniker “Johnny Appleseed” pinned on him by later generations.  Rather, it was his surname, “Chapman.”  For the name Chapman, comes from the Old English word, ceapman, meaning “trade” + “man.”  The British used the word “chapman” for itinerant dealer or PEDDLER!

Zig Ziglar on what happens 

when you make a sale . . .

  “A lot of people don’t really understand the critical importance of their roles.  But when you make a sale, an awful lot of things happen.  To begin with you write the order on an order pad.  How many of you use an order pad or sales slip when you make a sale?  I guess that includes everybody who sells.  Well, you’ve got to understand that that order pad did not start out as an order pad.  It started out as a tree.  And somebody had to go out in the woods and cut the tree down before you could make the sale.  

  “Before you had the order pad, you’re the person who paid those people who went out in the woods and cut that tree down when you got out there and made the sale.  They hauled it to the paper mill.  You paid those people to haul it to the paper mill when you got out there and made that sale.  

   ‘Hundreds of people are involved in manufacturing that tree and the paper.  You’re the person who paid those people to manufacture that tree and the paper when you got out there and made that sale.  Not only that, but you see, when you made the sale, you made a profit.  Not only did you make a profit, but your manager made a profit and if you’re lucky, your company made a profit.  That way you can stay in business.  

  “You take part of your profits; you go to the grocery store and you buy a can of beans.  And the Grocery Man, in essence, says, ‘Are you going to buy my beans?  I’ve got to get some more.’  He goes to the Wholesaler and says, ‘Need more beans.’  The Wholesaler says, ‘If you’re going to buy my beans, I’ve got to get some more.’  He goes to the Canner and says, ‘I need more beans.’  The Canner says, “If you’re going to buy my beans, I’ve got to get some more.’  He goes to the farmer and says, ‘Need more beans.’  

  “The Farmer says, ‘If you’re going to buy my beans, I’ve got to raise some more of that.  I’ve got to get a new tractor because the one I’ve got is all worn out.’  He goes down to the Implement Dealer and says, ‘I’ve got to have a new tractor.’  The Dealer says, ‘If you’re going to buy my new tractor, I’ve got to go to the Manufacturer for more tractors since you have just bought my last one.’  

   “He goes to the Manufacturer, saying ‘Got to have more tractors.’  The Manufacturer says, ‘If you’re going to buy more tractors, I’ve got to manufacture some myself.  To do that I’ve got to bring in iron, copper, plastic, steel, aluminum, lead, zinc, spark plugs.  We’ve got to set up factories all over the world.’  

  “And all of that happened one day, my friend, because you got out there and made a sale.” (Courtesy of Zig Zigler Enterprises)

  Although Mason Locke “Parson” Weems did not leave behind the legendary reputation of a Johnny Appleseed, he is the perpetrator of a legend that is still with us today.

  As is the case with many good traveling salesmen, they understand what the customer wants and needs and then go about creating or modifying the product to meet that need.  So it was with Weems, (pronounced “wems” as in “gems or “hems”), “the best known and most romantic book peddler of all”16 who was born in Maryland in 1759.17 

  In 1784 he was ordained a deacon in England by the Bishop of Chester and a week later consecrated a priest by the Archbishop of Canterbury.  

At that point he returned to Maryland to become Rector of All Hallows Parish, at South River Creek, in his native Anne Arundel County.  Not 

entirely satisfied with remaining ensconced in a church, the Parson became a kind of evangelist for books, observing that he found people, especially in the backcountry, “unformed, their minds bitter, and their manners savage.  Humanity and Patriotism both cry aloud,” he said, “for Books, Books, Books.”  Such would be the Parson’s battle cry, the remaining years of his life.  

  On his local book tours he took with him his fiddle, a device that would continue to serve him well as an attention-getter at various gatherings – fairs, “hoe downs,” horse races, and public sales.18  “What a merry picture he must have made, this white-haired parson who would play for you to dance, would sell you a book, pray with you, or preach you a sermon.”19  

Arkansas Traveler- Traveling Salesman Sandford C. Faulkner of Little Rock, Arkansas, is considered the first of the Arkansas Travelers, according to tradition.  The story goes that in 1840 Faulkner got lost in the area’s mountains.  Approaching a log cabin, Faulkner met up with a squatter to ask for directions.  Stubbornly ignoring Faulkner’s initial questions, the squatter eventually acquiesced when the lost traveler asked to play a tune on the squatter’s violin.  Afterwards Faulkner was welcomed as a friend.  Amiable contacts between reclusive locals and the gregarious travelers continued, following this classic “Arkansas Traveler” pattern.20
  In 1791 he began reprinting and publishing “improving books,” – “little paperbacks on the necessity for tolerance, on the dangers of drink, gambling, dueling, and marital infidelity sold widely in many editions, most of them at twenty-five cents each.”21  

  Weems found an especially good market for his books in the South where people didn’t have access to the bookstores that flourished in the urban centers of Boston, New York, and Philadelphia.  It was at this time – in 1794 – that Weems partnered up with Mathew Carey, the famous pioneer publisher.  Though it was a tempestuous relationship, the two made most of what the other provided – inexpensively published works sold by a determined and persuasive salesman who traveled the Southern hinterlands, “selling books, it is said, as if they were bottles of snake oil.”22   

Mathew Carey made the transition from printer to publisher in his own business in the 1790s.  One of the first American publishers to secure a national market for his books, competing successfully with English imports, through his network of book dealers and traveling salesmen.  Hiring book salesman Mason Weems, Carey created one of the most dynamic partnerships in the history of publishing.23
  When suitable books were unavailable from Carey, Weems went ahead and authored his own pamphlets and booklets, many of which were “ripoffs” 

of other authors.  He had almanacs printed off by the hundreds . . . and, selling them by many different titles – The Bachelor’s Almanac, The Virginia Almanac, The Washington Almanac, and The Franklin Almanac were some examples.  Though none was more appealing than his 1799 Lover’s Almanac.  Besides containing the usual helpful information, it offered ‘A very seasonable, savory Dissertation on Love, Courtship and Matrimony – with a most enchanting Flourish on Beauty, admirably calculated to disclose those two most delectable and desirable of all Secrets, how the homely may become handsome, and the handsome, angelic.”24  
Peddling Eloquence (1859)

Gentlemen, these razors were made in a cave, by the light of a diamond, in Andalusia, in Spain.  They can cut as quick as thought, and are as bright as the morning start.  Lay them under your pillow at night, and you will be clean shaved in the morning.25
  In the early years the real staple of Weems’ plethora of books was the Bible.  It pleased Weems no end that he was able to convince the Roman Catholic Carey into printing Protestant Bibles with the promise, “If due attention be paid, you may monopolize the Bible business of America.”  Weems never really fulfilled that promise, though his Bible sales did contribute to an annual income of $15,000 to $20,000.26  

  Weems eventually discovered that his customers had a real interest in his biographies of notables of the day.  Though the Weems-written biographies tended to be more fiction than fact,that seemed to make little difference to the readers.  “Quite frankly, he preferred interest to accuracy . . . and made no pretense of their being more than biographical fiction.”27  He wrote “biographies” of General Francis 

Marion, Benjamin Franklin, William Penn, and his most popular subject, George Washington. 

He who has a thing to sell

And goes and whispers in a well,

Is not so apt to get the dollars

As he who climbs a tree and hollers – Anon.

  “The Life and Memorable Actions of George Washington” began as a pamphlet, as many of Weems’ works did.  Because of the growing sales success of the biography, Weems expanded the “little book” into a much longer narrative, “a potpourri, with something for everyone. No wonder it sold, and kept selling.  “I could maintain my family handsomely on that single book,” said Weems.28
  Weems’ tale of Washington’s chopping down of a cherry tree remains an important and enduring addition to America’s collective legend about the country’s heroes.  Supposedly, Weems heard the story from an “amiable ‘aged lady, who is a distant cousin’ of Washington, ‘and when a girl spent much of her time in the family’.”  

  Weems has the aged lady saying: 

  “When George was about six year old, he was made the wealthy master of a hatchet! Of which, like most little boys, he was immoderately fond, and was constantly going about chopping every thing that came in his way.  One day, in the garden, where he often amused himself hacking his mother’s pea-sticks, he unluckily tried the edge of his hatchet on the body of a beautiful young English cherry-tree, which he barked so terribly, that I don’t believe the tree ever got the better of it.  

‘The next morning the old gentleman finding out what had befallen his tree, which, by the by, was 

great a favourite, came into the house, and with much warmth asked for the mischievous author, declaring at the same time, that he would not have taken five guineas for his tree.  Nobody could tell him anything about it.  

 “Presently George and his hatchet made their appearance.  ‘George,’ said his father, ‘do you know who killed that beautiful little cherry-tree yonder in the garden?’  This was a tough question; and George staggered under it for a moment; but quickly recovered himself; and looking at his father, with the sweet face of youth brightened with the inexpressible charm of all-conquering truth, he bravely cried out, ‘I can’t tell a lie, Pa; you know I can’t tell a lie.  I did cut it with my hatchet.’  

  ‘Run to my arms you dearest boy,’ cried his father in transports, ‘run to my arms; glad am I, George, that you killed my tree; for you have paid me for it a thousand fold. Such an act of heroism in my son, is more worth than a thousand trees, though blossomed with silver, and their fruits of purest gold’.”29   

  Although his tale about George Washington is probably the best known, Weems’ biography of General Francis Marion may have had the greater long-term effect.  Illinois historian Charles Chapin reports that the Revolutionary War heroes and comrades Jasper and Newton, mentioned only briefly in five pages of the Marion biography, became the names of many communities and counties, fanning out from the point of origin in South Carolina/Georgia, (Weems’ book-selling territory).   

  In many instances, says Chapin, a community named Jasper or Newton resides within a corresponding county named Jasper or Newton.  Chapin has identified 17 counties and 31 cities with the name of Marion; 8 counties and 12 cities, named Jasper; 6 counties and 14 cities, Newton.  

  “Not all may be attributed to the book,” according to Chapin. “Newton County, Arkansas is asserted to be named for an Arkansas State Senator named Thomas Willoughby Newton.  Remarkably, it is the county seat of Jasper County.  Newton County, Missouri is supposedly named for Sir 

Isaac.  Coincidentally, it is bordered on the south by Jasper County!  The admiration the early settlers had for these Revolutionary soldiers 

was truly remarkable – and we have Parson Mason Locke Weems to thank for that.”30
  For thirty years, Parson Weems traveled the South, “providing gypsy-like with horse and wagon, traveled his long route year after year, sleeping in wayside inn, farmhouse, or forest, fiddling, writing, selling books, living in the open, and learning some new road lore, field lore, or wisdom of the road with each new day that passed.”  In 1825, while on business in Beaufort, SC, he died in an inn, “far from his wife and home.”31    

Part III-“If it’s round, it can’t be square” 

Author’s Note: “If it’s round . . .” is an excerpted scene from the play, 

A.M. Jones: Colporteur, which I adapted from Quaint Characters or Colportage Sketches, a kind of journal written in 1891 by Book and Bible Salesman A.M. Jones.  The play adaptation provides some insight as to the customs of the time, including one bookseller’s sales techniques. 

Jones’ own introductory words to Quaint Characters follow: 

 “These Sketches are only a few of the incidents and events which occurred in my travels during a period of five consecutive years, while canvassing, for the American Bible Society, twenty-one counties of the State of Alabama.  They were written for my own amusement, and published in the New Orleans Christian Advocate, in 1881 and 1882.” And “To My Devoted Wife, Mrs. Fannie Ophelia Jones, who so patiently endured my absence, and so lovingly cared for the children, during those memorable five years, this little volume is most sincerely inscribed by her grateful husband.” -- A.M. Jones

(Standing stage center, Jones is wiping his face with a handkerchief. In background, 2-3 tree stumps, suitable for  sitting upon, are spaced around.  He speaks to audience.)

Jones: 

It was a July day, 1881, and excessively warm.  While Molly and Jolly, hot and tired from hours of severe travel over rocks and hills, and through small fertile valleys, stood in a beautiful limpid mountain-stream 

quenching their thirsts, faint, feeble strains of music were heard in the distance. 

(Faint square dance music is heard, slowly rising in volume – but only as background, continues through Jones’ following lines)
When I ascended the bank, making a turn in the road and passing a cluster of undergrowth, the enigma was explained, and a scene for an artist was spread out before me.  Wagons, buggies, oxen, mules, horses, colts, dogs, and people, old and young, were arranged in the style of a modern picnic.

The first thing that attracted my attention was the dance, which seemed to be in full blast.  The drive of a hundred yards gave me a little time for reflection, and I resolved, if not repulsed, to say something to the thoughtless multitude of the God whom I served, and exhibit before them a few copies of the Bible.  

Stopping just before coming to the crowd, I asked a young man for the privilege of an introduction to the leaders of the occasion.  Soon an old man of at least seventy summers approached my buggy.

(Man walks onto stage hailing Jones as he does so, holding out his hand to shake hands.  Old Man is dressed in colored shirt and bib overalls.) 

Old Man: 

Greetings, stranger.  The youngin’ says you asked for a meetin’?

Jones: 

I’m a man of the Bible, Sir.  May I have a few minutes of your gatherin’s time and show my books?  

Old Man:  

Yes, you can set down with us for a bit.  Follow me, but wait some ‘til they done finished their dancing. 

(Old man walks off. As Jones begins to speak he moves to one of the tree stumps and sits.)
Jones: 

I rested and waited for the set to close, but my mind and eyes were by no means unemployed.  By considerable labor the plot of ground had been made smooth and level, freed from rocks and roots, but was destitute of both sawdust and bran.  The dancers danced upon the naked dirt, without anything to protect their delicate feet and snow-white skirts from the dust which, so very dry, rose at the least movement and mounted higher, and still higher, at every jump.  

I supposed it was a square-dance, or at least the dancers, the men and women, danced square up to each other, face to face, joined hands, turned, backed, wheeled, and made for each other again.  All these various movements, especially on the part of some, were accompanied by the most violent exertions.

(Music fades)  

When the music ceased, and they began to apply both handkerchiefs and fans, their red faces, profusely covered with perspiration and dust, presented more of a sad than a laughable picture.  What complete nonsense and folly!  

(A few people, men and women, walk onto the stage, dressed as for a square dance and wiping their faces and fanning themselves with their handkerchiefs. They assemble informally in front of Jones, who is now standing off, at angle, in front of the group.)  

Having been formally introduced, I began . .  

I have before me today the youth and beauty, the age and wisdom of this community engaged in a scene of revelry and mirth.  The Bible, the Word of God, the Book of books, which I hold in my hand, will teach you a more excellent way.  It will impart to you higher, holier, nobler, purer and more 

lasting pleasure than that of dancing between these two hills, in an atmosphere so still that there is not a leaf moving in the forest, and heat so intense that the thermometer at this hour is not less than ninety-nine degrees. 

I am a Methodist preacher, and you never saw one who was not opposed to dancing.  If you will dance, however, in this terrible heat, dance on; but in my opinion the young man who has no Bible is not even a fit dancing companion.  If I were a marrying man, that lady who does not appreciate the Bible high enough to have a copy of her own would never be led to the sacred altar by me.

(Jones hands out a few Bibles to the assembled and waves to them as they depart.  Jones turns to audience, speaking.)  

Thus, concluding my speech and disposing of a half dozen or more Bibles, I bid them adieu.  





(Music fades in again)  

Before I was out of sight the music began again, and another set was on the dirt.  Some good may have been accomplished by that day’s work, after all.  For I observed that the fiddler was a woman, and a young man made up a purse and had presented her a Bible worth thirty cents.





(As Jones moves stage right, a young man 





approaches him from off stage. Jones is 





speaking to audience as he meets up with him.)

Some weeks later, having related this before-mentioned adventure to a young gentleman, he said that he would not, under any circumstances, engage in an indecent scene like that.  I immediately agreed with him, pleased that we were of a similar mind.  

Young Gentleman:  

It does not look well to dance in the woods, and the best class of young ladies won’t do it.  Besides that, the ground is not suitable for the round-dance, and I have but little use for the square-dance anyway.

Jones: 

Why is it that you do not like the square-dance?

Young Gentleman: 

It is so tame and tasteless.

Jones:  

I have often heard of the round-dance, but never saw it performed.  Will you explain the difference?

Young Gentleman: 

In the square-dance you never touch the lady at all, except her hand occasionally; but in the round-dance you are in close contact with her all the time.  A man having once danced the round-dance will never take pleasure in the square-dance again.  I sometimes dance the square-dance now, but it is always dull and without animation.   I would not give a cent for it.

Jones: 

Do you like the round-dance?

Young Gentleman: 

Yes, I could dance it all night.

Jones: 

I mean no harm by the question, but will you be so kind as to tell me the position of the 

parties while engaged in this pleasant exercise?

Young Gentleman: 

I have no objection to doing so; but I know what you will say.  You preachers think all such as that a great sin.  I place my arm around the lady’s waist, she her around mine, and with her head or the side of her face against my bosom, we, keeping time to the music, go round and round.  

 (Young gentleman demonstrates the movement)

This is about the best description I can give.

Jones: 

It seems to me that is more of a hug than a dance.

Young Gentleman: 

No, sir; there is no hug about it.

Jones: 

See here!  Tell me the truth.  When a young man has a lady in that position, is he not tempted to give her a slight pressure?
Young Gentleman: 

That is altogether owing to his partner.  If she is fully initiated, and an old hand at it, she will not object; but if she is just learning the round-dance, he had better be prudent.  When the ladies become accustomed to the round-dance, they enjoy it as much as men do.

Jones: 

Honestly, do you think it proper for men and women to dance together in such style?

Young Gentleman: 

I don’t know as to that, but you will never break it up.  Men will dance the round-dance as long as they can get ladies to dance with them.






(Jones turns to audience, obviously agitated)

Jones: 

I was furious.  I told him that this abominable dance ought to be stopped.  It ought to be frowned upon by all good people, and discarded from every class of society.  While human nature remains as it is now, if such dancing is practiced at all, it should be confined to married men and married women, and then every man should be strictly required to dance with his own wife.  

Part IV-Salesmen Marching to a Different Drummer

  Reminiscent of the legendary peddler, “Johnny Appleseed,” Bascom Lamar Lunsford, (1882-1973) early in his life, sold nursery stock on his “jaunts” through the Carolina hills.  Though, the word “sold” may be an exaggeration, as his employer once said that “Lunsford’s excursions cost the company $500 on one trip for lodging and food in 

exchange for fruit trees.  Today that area is widely known for its annual apple festival.”  There the similarity with “Appleseed” ends.  

  As one might be tempted to link Bascom to the moniker, “Appleseed,” another comes to mind as he moved on as “The Traveling Beekeeper.”  However, Lunsford was to become much more than nurseryman and beekeeper as he was also a professor, lawyer, county solicitor, publisher, Department of Justice special agent, and father of seven.  While Lunsford would eventually give up on his peddler ways, moving on to these other activities, it was his early experiences associating with the mountain people that would introduce him to the folk music of the region.  In fact, as it turns out, Lunsford was frequently bartering away his nursery stock, not only for food and lodging, but for the peoples’ music.  One night he stayed up late with a family who did buy some cherry trees.  When he asked for a bill for lodging, they told him “All we want is for you to get the banjo and play ‘Mole in the Ground’ one more time.32 
 “In a period in which an army of profit oriented shysters and hucksters from Nashville to New York were buying and selling the mountains and their culture, Bascom Lamar Lunsford kept his integrity, his eye and his ear authentic, his respect for performer and audience.” – David Whisnant, Appalachian Journal
  In the end, Lunsford’s real passion became the “creating, collecting, performing, and advancing the music and dance of his native western North Carolina mountains.”33  His greatest accomplishment would be the preservation of over 3,000 folk songs and the founding of numerous folk 

festivals, including the prestigious Bascom Lamar Lunsford Mountain Music and Dance Festival of Mars Hills, North Carolina.  Lunsford’s substantial music collection is currently housed in the Appalachian 

Room of the Memorial Library at Mars Hill College.  Today, Lunsford’s nickname?  “Minstrel of the Appalachians.”34 
  Max Hunter, (1921-1999) was another traveling salesman, although not a nurseryman, who bartered goods and services to collect songs of the people.  A peddler of tools and other items, Hunter became known as one of the nation’s premier collectors of traditional Ozark songs, stories and expressions.

  A native of Springfield, Missouri, Hunter’s collection of 1,600 Ozark Mountain folk songs, recorded between 1956 and 1972 on 40 2-disc CD sets, and transferred to several volumes of manuscript, is permanently housed at the Springfield-Green County Library.  

  Some of his more notable expressions include: “Ugly as a mud fence,” “Pretty as a speckled pup,” “I’m tellin’ you boys, and it’s God’s own truth, there are people in this town who wear clean shirts over dirty underwear,” and “You’re spreading it faster than I can shovel it.”  

  Other tidbits that Hunter collected included ways to cure warts “by stealing your neighbor’s dish rag” and warding off bad luck after a black cat crosses your path “by putting on your hat backward and the cat won’t know if you’re coming or going.”  

  Hunter’s son David says that his father ran moonshine down into Arkansas on several occasions.  “Then he would go back and get a song for doing the delivery.”  

  For his monumental 30-year effort of collecting the “hillbilly” music and stories, Missouri’s State Arts Council in 1998 presented Hunter with its prestigious Missouri Arts Award.35  

  Early American tree salesman John Davey was an innovative marketer and promoter, taking his message and products nationwide.

  Davey, born and trained in England in horticulture and landscape gardening, moved to America in 1873, eventually living in Kent, OH.  In 1901 John Davey wrote the book, The Tree Doctor, a milestone in his career, landing him speaking engagements and clinics.
  John Davey created the Davey Tree Expert Company and its nationwide network of salesmen in 1904 to keep tree surgery business busy and profitable. 

Sales champions sell something “entirely” different, or in an “entirely” different way, or in a “far” better way than do other salespeople, by which they provide “extraordinary” value to “high potential” customer segments. – Michael Baber

  Eventually John, along with his sons, Wellington and Martin, established several different schools and institutes for tree science and surgery.  

  Davey began a long association with the federal government with the treatment of trees at the White House, the Washington elm in Washington D.C., and a horse chestnut planted by the first president in Fredericksburg, V.A.  Davey also performed work on trees on the Parliament Grounds in Ottawa, Canada.  

  The NBC “Davey Radio Hour,” which included an eight-minute talk by Martin Davey on tree care, was on the air for 26 weeks in 1930.  The Davey family sold the company in the late 1900s.36
Part V-Illinois Salesmen Create Products

and Innovative Sales Techniques

  Another Illinois salesman who provided that “civilizing influence” was C.W. Post.  Raised in Springfield, Illinois, Post was a traveling salesman for farm implements.  In due course he became an inventor and manufacturer of such implements as the seed planter, steam pump, cultivator, sulky plow, harrow, and hay stacker, establishing his own company, the Illinois Agricultural Works in 1885.37
  However, Post would become better known in later years for his development of the coffee substitute Postum and the breakfast cereals Grape Nuts and Post Toasties.  Called the “grandfather of advertising,” Post is credited with introducing the first nationwide advertising campaign to promote food products.  Throughout his life, Post advocated nutritional and dietary reforms that may have contributed in part to the Pure Food and 

Drug Act of 1906.  In addition to his many other achievements, Post established the model town of Post in West Texas in 1907.38
  In the late 1800’s another Illinois salesman was walking door-to-door, selling his father’s soap and baking powder products.  As a door-opening sales tactic, he gave away chewing gum as a premium.  He soon discovered that the chewing gum was much more 

attractive than the household items he was trying to sell.  He quickly reversed the procedure, giving away household items to persuade customers to buy his gum.  Thus, began William Wrigley Jr.’s rise to fame and fortune as chewing gum magnate.39 

  In 1892-93 Wrigley started manufacturing his own gum, introducing his Spearmint and Juicy Fruit, both of which became America’s top sellers at the turn of the century.  In an innovative merchandising move, in 1915 Wrigley began sending out free sticks of gum to more than 8 million listed telephone subscribers, reverting to his earlier door-opening technique via the mails.40 

  A late 19th century Illinois cobbler turned salesman would eventually invent product and introduce innovative merchandising techniques to sell the product.  Apprenticed at age sixteen to a shoemaker, this young man gravitated to shoe sales.  His shoe sales by day paid for his medical school by night.  Dr. William Scholl received his degree in 1904.41 

  Soon after graduation Scholl patented his first arch support, the “Foot-Eazer,” a product that would launch an industry in foot care products.  Convinced that knowledge of proper foot care was essential to selling his support pads, Scholl established a podiatric correspondence course for shoe store clerks.  In an especially creative merchandising move, Scholl assembled a staff of consultant/salesmen, who crisscrossed the country delivering medical and public lectures on proper foot care.42
  In yet another creative move, Scholl generated a national surge in foot consciousness in 1916 by sponsoring the “Cinderella Foot Contest.”  The search for the most perfect female feet in America sent tens of thousands of American women 

to their local shoe stores.  A panel of foot specialists selected “Cinderella,” and her prize-winning footprint was published in many of the country’s leading newspapers and magazines.  As Scholl had hoped, thousands of American women compared their own imperfect feet with the national ideal and rushed out to buy his products.43
  His yellow-and-blue packages are a familiar part of the American scenes in stores across the country.  For many years, until 2005, Scholl’s College of Podiatric Medicine and its museum were headquartered in a landmark building site in downtown Chicago.  Scholl died in 1968.44 

Part VI-Salesmen Refine Merchandising 

and Promotional Techniques

  Although catalogues had been introduced as early as 1749 by English printer William Caxton and in America by Tiffany and Company in 1846, the important impetus for the “Great American Catalog” came with the introduction of Aaron Montgomery’s Chicago mail order business in 1872.  Though it would be former watch salesman Richard Roebuck and partner Alva Curtis Roebuck of Chicago who would become synonymous with the mail order business when they introduced their catalogue in 1897.45 

  The Sears name would become synonymous with yet another important and successful sales tactic in a different kind of 

business entirely – book sales.  Sears, Roebuck & Company acquired Encyclopedia Britannica in 1915.46 

  Following the crash of 1929 it became increasingly difficult to sell the “pricey” product by catalogue only.  Sears put a vice president, Elkan Harrison Powell in charge of marketing the encyclopedia.  Powell developed a sales methodology that increased profits and came to characterize the culture of the Britannica operation through the rest of the century.  Powell organized a sales force of 400 salesmen “who knew how to leverage parental aspirations and anxieties into a sale worth between $1500 and $2000, depending on the choice of binding.  The company was a culture of sales, not scholars.”47
  A man labeled as a “supersalesman” by Edwin P. Hoyt in his 1962 book, The Supersalesmen, had a connection to Chicago and to Britannica – that was William Benton.  Benton, who clearly excelled in many different careers – successful salesman for the National Cash Register Company, co-founder of New York advertising agency Benton & Bowles, creator of subscription radio (forerunner to pay television and satellite radio) with the acquisition of Muzak, and vice president of the University of Chicago, 1937-1945.48 

  While at Chicago he provided for the University’s acquisition of Encyclopedia Britannica from Sears, becoming the Encyclopedia’s chairman of the board and publisher.  In addition, he spearheaded the publication and promotion of Mortimer Adler’s The Great Books and Syntopicon with considerable success.  The Great Books were eventually selling 

at the rate of nearly $30 million annually, or ten times the Britannica Company’s total volume when Benton took 

it over.  Not one to rest on his laurels, Benton went on to become U.S. Senator from Connecticut in 1949.49
  One usually ascribes provenance to tracking down the origins of ownership of expensive pieces of art.  However, in this work, we’re applying the principles of provenance to track down the origins of sales techniques and tactics.  For example, there is little doubt that John M. Patterson, Dayton, Ohio, NCR founder and Benton’s early boss, would have had a profound effect on Benton.  With military-like precision and regimentation, Patterson organized one of the most aggressive and tenacious sales forces in all of industry.50  In fact, his effect on his salesman was so substantial that many of the “graduates” from the “NCR University” (as it was called) went on to sales and management leadership in other companies.51  It was estimated that in 1984 that as many as one-sixth of the CEO’s of the period had been NCR men.52
Part VII-They Sold and Promoted Salesmanship

  Another whose sales philosophy had considerable effect on others was salesman, businessman, philanthropist and self-help book author W. Clement Stone.  Born in Chicago in 1902, Stone started out by selling casualty insurance.  Based on his early success in the 1920s, Stone established the Combined Insurance Company of America, headquartered in Chicago.  By 1930 the 

company had over 1000 agents selling for him across the country.  The company became the Aon Corporation in 1987.53
  In 1960, Stone teamed up with Napoleon Hill to write Success Through a Positive Mental Attitude.  Stone’s “PMA” became a 

familiar motivational acronym for salesmen who were seeking to maintain an upbeat sales performance.  Undoubtedly, Stone’s written and spoken words are the provenance for many a successful salesman.  Stone’s influence on one such person, in particular, would have, in turn, a profound impact on the entire field.  That one person was Og Mandino, author of several very popular philosophy and sales motivational books, including the best-selling The Greatest Salesman in the World.54
  By his own admission, Mandino struggled for ten years, selling insurance and barely making ends meet.  Following his continuing bout with the bottle, Mandino’s wife and daughter walked out on him.  As he hit rock bottom, Mandino considered suicide, though he commented later that “I joke about it now and say that I was such a spineless individual at the time that I couldn’t even muster enough courage to do away with myself.”55
  Then on a serendipitous visit to a library, Mandino discovered “PMA” in Stone’s book.  “My life has never been the same since then.”  Mandino returned to the insurance business, working for 

one of Stone’s East Coast agencies.  Eventually, Mandino was promoted to sales manager.56 

“I will act now.  I will act now.  I will act now.  Henceforth, I will repeat these words each hour, each day, every day, until the words become as much a habit as my breathing, and the actions which follow become as instinctive as the blinking of my eyelids.  With these words I can condition my mind to perform every action necessary for my success.  I will act now.  I will repeat these words again and again and again.  I will walk where failures fear to walk.  I will work when failures seek rest.  I will act now for now is all I have.  Tomorrow is the day reserved for the labor of the lazy.  I am not lazy.  Tomorrow is the day when the failure will succeed.  I am not a failure.  I will act now.  Success will not wait.  If I delay, success will become wed to another and lost to me forever.  This is the time.  This is the place.  I am the person.”  -Og Mandino
  It was Mandino’s talent as a writer, however, that drew the attention of Stone who needed an editor for his Chicago-based company magazine.  Soon, Mandino’s successful writing and editorial activities would interest a publisher to offer Mandino an opportunity to author a book.  That book became The Greatest Salesman in the World, a best seller with over two million copies currently in print.  Though he died in 2001, Mandino’s work and ideas live on in eleven other books and an active sales consulting business.57
  Mandino and Stone are not the only ones to have influenced salesmen with the written word.  The Chicago-based Dartnell 

Corporation, founded in 1917 by John Cameron Aspley, has published thousands of newsletters, workbooks, monographs, books, video and audio tapes about the art of salesmanship.  The company’s main contribution has been the use of statistics and 

other data to make the art of selling more predictable, and, thus, manageable.58
  Our Illinois salesman made substantial contributions to the academic side of the business, as well.  William Dill Scott, born in 1869 in the rural town of Cooksville, Illinois, went on to play an important role in defining the psychology of the successful salesman.  A prolific writer on the topic, Scott headed up Northwestern University’s Psychology Department in 1909.  In 1916 Scott became head of the Bureau of Salesmanship Research at the Carnegie Institute of Technology (now 

known as Carnegie Mellon), undertaking a substantial effort to identify the characteristics of successful salesmanship.  The American 

Psychological Association elected Scott as president in 1919.  In 1920 Scott became president of Northwestern University, a post he held 

until 1939.  Scott’s most important contribution may have been his work on standardizing personnel hiring policies, that were eventually used not only by sales-related organizations but by the US Army.59
Part VIII-Door-to-Door Salesmen Become Giant Retailers

  The nation’s first female African-American millionaire was probably Annie Turnbo Malone, born in Metropolis, Illinois in 1869.  Malone developed hair care products that she sold door-to-door through the African American community of Lovejoy (now called Brooklyn, Illinois). It is said that Malone, attending high school in Peoria, learned from her chemistry lessons there that harm was being done to hair follicles and scalp by the mixture of goose fat, meat drippings, and coarse soaps used by Black women to style their hair.60 

  Malone moved her business to St. Louis in 1904, coinciding with the World Fair there.  During the 1920s, Malone was reported to have been 

worth 14 million dollars, a fortune made with the development of non-damaging hair straightening products, hair growers and conditioners.  

  Under the “Poro” name Malone built a financial empire as well as the Poro College, aimed at educating the St. Louis Black community and training women as agents for Poro products.  Later the college was moved to Chicago.  By 1926, the college claimed to have graduated 75,000 agents, serving customers worldwide.  A philanthropist in later years, Malone made substantial contributions to Howard University and donated monies for the construction of the St. Louis Colored Orphan’s Home, now known as the Annie Malone Children and Family Service Center.61
  Marshall Field was another such person who started out as a door-to-door salesman and eventually became a major retailer.  Field began his sales work in the 1840’s as a commercial traveler for the Chicago dry goods business Cooley, Farwell, & Co.  Later, when Field had established his own business with partner Levi Leiter, he was sending out a large force of jobbers and drummers to compete with Eastern wholesalers.  The substantial force helped Field survive the financial “Panic” of the 1870’s and the “Great Chicago Fire” of 1871 that decimated Field’s flagship building on State Street.62 

  Field came to employ two types of traveling salesmen – the general lineman who sold a variety of items within a specific territory and the specialty salesman who sold specific and higher quality goods that included linen and lace.63
 When Field acquired Potter Palmer’s dry-goods business in 1865, Field continued Palmer’s courteous consumer policies, such as the money-back guarantee.  The policy, “unprecedented in contemporary Chicago,” helped 

distinguish Field from other retailers doing business in the Midwest.64 
  Frank Vernon Skiff was employed with the India Tea Company in Chicago in the 1890s.  Concerned about the product’s freshness, Skiff was dissatisfied with the way coffee was being sold out of bags, bins, and large canisters.  In 1899 Skiff went into business for himself with only $700 cash, a horse, wagon, and his idea to operate a business that would offer freshly roasted coffee daily directly door-to-door to the consumer.65 

  As his coffee business increased, he was asked about other products.  Skiff added teas and an assortment of spices to the list of household necessities.  Earlier, Skiff’s brother-in-law Frank P. Ross had joined 

him in the business.  Originally they were doing business under the “Skiff and Ross” name but changed their venture to the “Jewel Tea 

Company,” chosen because in those days, anything special was called a “jewel.”  Eventually, in the 1980s, the route-service program was 

eliminated altogether in favor of the Jewel store-based business.  Skiff and Ross had left the Jewel business in 1919.66
  In 1954, at age 52, a resident of Oak Park mortgaged his home and invested his entire life savings to become the exclusive salesman and distributor of a five-spindled shake maker called the “Multimixer.”    

  Hearing about a hamburger stand in California running eight Multimixers at one time, he packed up his car and headed West.  Arriving at the California hamburger stand, Ray Kroc proposed that 

Rick and Mac McDonald open up several restaurants, convinced he could sell eight of his Multimixers to each and every one.  The brothers inquired as to who might open them up.  Kroc volunteered to do so – and 

he did so in Des Plaines, Illinois in 1955. In 1961 Kroc bought out the McDonald brothers for $2.7 million after annual sales hit $54 million.  The rest is history, of course, as Kroc revolutionized the fast-food business with a clean, efficient, and economical offering of standardized, appetizing fare, worldwide.  When Kroc died in 1984 there were over 7,000 restaurants that had served 45 billion hamburgers.67
Part IX-Showmen Past and Present

  A Chicagoan who, today, is better known as a children’s author than salesman, influenced modern merchandising and marketing techniques.  

L. Frank Baum, author of The Wonderful Wizard of Oz was a very successful traveling salesman, founding his own business, Baum’s Castorine Company, which made axel grease out of crude oil.  Later he became the top traveling salesman for a Chicago crock and glassware wholesaler, Pitkin and Brooks.  Most importantly, Baum was also a window display pioneer, founding in 1898 the National Association of Window Trimmers, a first-of-its-kind trade organization whose object was “the uplifting of mercantile decorating to the level of a profession.”  A year earlier he published the first issue of The Show Window, a medium-sized monthly journal of decorative art.  He continued editing the publication until 1902 when it was sold.68
  Baum, it seems, wrote in a key figure in the Wizard of Oz as a caricature of the traveling sales and medicine men of the day.  When the book’s Wizard is finally exposed as being just a “little old man, 

with a bald head and a wrinkled face,” the wizard explains that he was originally a circus barker, (and ventriloquist), from Omaha, Nebraska.69
  While Baum says little more about the Wizard’s background, the 1939 movie elaborates on his persona by making Dorothy’s Emerald City wizard a reincarnation of “Professor Marvel, Acclaimed by The Crowned Heads of Europe, Let Him Read Your Past, Present & Future in His Crystal, Also Juggling and Sleight of Hand."  Dorothy had met the professor and his 

medicine show wagon on a road near her farmhouse shortly before she was whisked away by “the cyclone.”70
  The Oz screen writers were probably correct to amplify on this caricature.  Baum refers to the would-be wizard as a “humbug” – not just once, but several times – “’Really,’ said the Scarecrow, ‘you ought to be ashamed of yourself for being such a humbug.’  ‘I am —-I certainly am,’ answered the little man, sorrowfully.”71  It is not so coincidental then that P.T. Barnum, a prominent showman and salesman of the day, had authored the 1866 book, The Humbugs of the World: An Account of Humbugs, Delusions, Impositions, Quackeries, Deceits, and Deceivers, Generally in All Ages.  Barnum was himself called “the Prince of Humbug.”72 

Humbug- The origins of this word, meaning a fraud or hoax, are unclear.  Charles Dickens popularized the word with Scrooge’s “Bah, humbug” in the Christmas Carol.  Some authorities point to the Irish expression “uim bog,” meaning “soft copper,” a debased money with which James II flooded England from the Dublin mint.  Others suggest that because the original meaning of bug is “bogey,” a “humbug” originally referred to a bug that harmlessly hums but yet frightens.73 

  Some might think of modern-day television salesman Ron Popeil as a “showman” of sorts.  However, Popeil has become the model of his type, 

successfully promoting and selling more than 30 different products, many of which he created himself.  The sale of such products as the Veg-O-Matic, Pocket Fisherman, Automatic Pasta Maker, and Ronco Power Scrubber contributed to a telemarketing gross of more than $1 billion over 40 years.74
  At age 16 Popeil officially began hawking his father Samuel’s food-preparation products on Chicago’s Maxwell Street, a sort of open-air flea market.  Popeil admits that this daily work on the street honed his pitching and selling style that he would eventually use on the air.75 

  Popeil began supplementing his Maxwell Street activity by making arrangements with Woolworth’s flagship store in Chicago to sell his father’s food choppers, shoeshine spray, and plastic plant kits just inside the store’s door.76  Soon after, Popeil took his show on the road to various state fairs, selling such products as the Feather Touch Knife and the Kitchen Magician (peeler, grater, and serrater all-in-one).77 

  Popeil moved his spiel to television in the late 50’s, producing 30-, 60-, 90-, and 120-second commercials to sell the Ronco Spray Gun that 

dispensed soap, wax, weed killer or insecticide.  Heeding the advice of such salesmen as King Camp Gillette, Popeil indicated that the Gun’s 

tablets would run out.  “And, I was in the razor blade business, the business of selling tablets.”78
The Pitch- Often, a high-pressure sales talk.  The origin of the word ‘pitch’ was explained by Dr. N.T. Oliver, a 70-year-old ex-medicine-show star who published his memoirs in the Saturday Evening Post in 1929.  Wrote Oliver: “The word ‘pitch’ and its derivative, ‘pitchman,’ come either from the pitch-pine torch under which he once worked by night, before the coming of the gasoline flame and the electric light, or from the verb, as ‘to pitch a tent’.”79
  Popeil’s contribution to the sales world?  His pitch: Make the product sound indispensable; repeat important points; don’t be afraid to use superlatives; don’t reveal the price until the end; Then, the bonus --  “but wait, there’s more.”80 

  Here is Popeil’s on-the-air script for the 1963 Veg-O-Matic: 

This is Veg-O-Matic, the world famous food appliance. Slice a whole potato into uniform slices with one motion.  Hamburger lovers, feed whole onions into the Veg-O-Matic and make these tempting thin slices.  Simply turn the ring and change from thin to thick slices.  Isn’t that amazing?  Like magic, you can change from slicing to dicing.  No one likes dicing onions.  The Veg-O-Matic makes mounds of them fast.  The only tears you’ll shed will be tears of joy.  You can make hundreds of French Fries in one minute.  Isn’t that sensational?  Here’s your chance to own one for only $9.99.  At no extra cost we’ll throw in this extra booklet of recipes from world famous chefs.81 

  More about provenance – origins.  Ron Popeil and his sales techniques live on in a myriad of television infomercials and with people like David Oreck who has taken to the tube to sell his own product -- a commercial-grade vacuum cleaner. 

Part X- The Future of the Traveling Salesman

  Whizbangs, indeed.  Illinois’ sales men and women have had considerable influence on the field of salesmanship, even on into the present day.  Some might suggest that speaking about a traveling salesman in today’s world is an anachronism.  That may be so if we’re thinking of salesman in only a narrow, traditional “door-to-door” sense.  Clearly, though, many of their contributions and methodologies live on in the way goods and services are merchandised to us all.  

  For example, some Illinois-based businesses are discovering that the face-to-face calls offered by the “traveling salesman of old” work as well today as they did in the past.  A 2002 Chicago Tribune front-page business article trumpeted the “Return of the Salesman.”  The Itasca-based office supplier Boise Office Solutions reported that it was reintroducing the traveling salesman with a “couple dozen reps . . . hoofing the streets of Atlanta, New York and Chicago.”  Boise called these salesmen “hunters” because “they’re aggressive, unafraid and don’t mind embarrassment.”  Office Supplier Quill was following suit with eight salesmen “pounding Chicago’s pavement.”82
  In one way or another, it’s the salesman’s personal contacts with customers that may be his enduring strength that will be with us always.  When Ron Popeil was asked what people will remember about him, he said:  

I think people will perceive me as a very successful marketer and inventor of products, but what they really will remember is that I was a part of their lives in their bedroom, living room, anywhere they had a TV set.  It was my voice, my face, my hands, and it always ended in ‘And it’s only four easy payments of $39.95’ or ‘Still just $2.98 and it makes a perfect gift!83
Study Questions

Part I- An Introduction 

1. List the several words used for salesman mentioned in this first section.  Checking the words in a dictionary, provide their origins.

2. Do any of the words have a positive or negative connotation? 

3. Merchandising, marketing, promotion, public relations, and advertising are all mentioned.  Define these words.  

4. Timothy Spears is quoted as saying that the early salesman contributed to the “triumph of the everywhere community.”  What does that mean?  Are salesmen still contributing to the “everywhere community?”

5. John Warne Gates is identified as a salesman who extended a “civilizing influence.”  How so?

6. What long-term effects did Gates’ “civilizing influences” have on Americans?  Can you think of any of these effects that have directly impacted you, good or bad?

Part II-America’s Legends

1. Some consider John Chapman one of the most successful traveling salesman ever.  What do you think?  If so, what qualities and accomplishments would have made him so?  

2. One might think that John Chapman’s outrageous dress and overall

appearance would put off his customers.  Yet, it didn’t seem to be so.  Why?

3. What qualities would have made Chapman the legendary figure he has become?  Are there some “Appleseed” characteristics and qualities that might have been misinterpreted in the legendary character we know today?  In what way, if any, has your opinion of Chapman changed or deepened from your reading of the narrative?

4. In what respects was the apple such an important commodity to the early Americans?  

5. Why were Parson Weems “products” so popular with his customers?  

6. Do you think Weems was wrong in deceiving his customers with his “true” hero stories, including his George Washington cherry tree tale?  Was he being dishonest?

7. In your estimation, what was Weems’ greatest accomplishment?  Do you see anything he might have been doing in his day that salesmen, booksellers and publishers are doing yet today?  

Part III-“If it’s round, it can’t be square” 

1. Like Parson Weems, A.M. Jones was a book salesman.  What appears to be the similarities between the two?  Differences?  What would have made Jones more or less successful than Weems?

2. The stories about and by Weems remain with us even today.  Though Jones wrote about his travels in his “Sketches,” which were published in a newspaper, little more is remembered about him.  Why the difference?  

Part IV-Salesmen of a Different Type

1. Lunsford and Hunter were a considerably different type of salesman 

than Chapman, Weems, and Jones.  How so?  Some might not consider Lunsford and Hunter salesmen at all.  Were they really selling anything?  What do you think?

2. Max Hunter tells us that his father “ran moonshine down to Arkansas” on several occasions.  What was his father doing?  Why do you think his father was doing this?  

3. How do you compare the accomplishments of tree salesmen Davey with that of Chapman?  

4. Davey’s sales techniques changed from those used by the other five.  How so?  Is there an important trend we’re seeing that continues through to today? 

Part V-Illinois Salesmen Create Products

and Innovative Sales Techniques

1. What several contributions did C.W. Post make to modern salesmanship, merchandising, and product development?  In your estimation, which appears to be the most important?  Explain your answer.

2. What does the text above mean when it says that Wrigley was reverting to his earlier door-opening techniques when he sent out sticks of gum via the mails to more than 8 million telephone subscribers?  Can you think of specific examples in which this promotional technique is used even today?

3. List the different promotional tactics that Scholl used to merchandise his foot-related products.  Which of them would be considered as public relations tactics?  Why?

Part VI-Salesmen Refine Merchandising 

and Promotional Techniques

1. Why did Sears move to a direct-sales force to sell Encyclopedia Britannica instead of using its catalog?  Why do you suppose the “traveling salesman” was so important in making this sale?  How is the Encyclopedia sold today?  Why the change?

2. How is the word “provenance” used in the above text?  Why is it appropriate to use the word to describe the relationship between Benton and Patterson?  Describe the nature of this provenance.

3. Is the “mail-order catalog” used today to sell product?  If so, what kind of products and in what kind of format?

4. List the important experiences (and jobs) that Benton had that probably contributed to his rich understanding of merchandising techniques.

Part VII-They Sold and Promoted Salesmanship

1. Clearly, W. Clement Stone’s PMA, “Positive Mental Attitude” philosophy permeates the work of Og Mandino (see Mandino quote).  Why would this so appeal to the salesman? 

2. On the other hand, Scott’s and Aspley’s approaches would have been significantly different from those used by Stone and Mandino.  What is the difference and is there a contradiction or conflict here?  Do you think one approach would have been more effective than the other?  Explain.

Part VIII-Door-to-Door Salesmen 

Become Giant Retailers

1. While Malone’s and Field’s businesses eventually depended on a cadre of traveling salespeople, Skiff’s and Kroc’s enterprises evolved in quite a different way.  Explain why that would have been so.  Would the type of products that they were selling have anything to do with this? 

2. However, changes have continued to this day in the way products are sold to customers by Field and by cosmetics businesses (Avon, Mary Kay) – Malone is no longer in business.  Do you know what those changes are?  Why would these changes have occurred. 

3.  What were/are the qualities of the products and delivery systems of these four salesmen that would have made them so successful?  What challenges to continued success are McDonalds, Fields, and Jewel facing today?  

Part IX-Showmen Past and Present

1. Salesmen Baum and Popeil are characterized here as “showmen.”  Why?  Does the description of them as “showmen” necessarily make them any less a good salesman?  Is there some implication that a “showman/salesman” uses some deception to sell product? Is that Baum’s take on it when he has the Scarecrow call the Wizard a “humbug?”  

2. Who was P.T. Barnum?  Is there some irony in the fact that Barnum, who himself was called the “Prince of Humbug,” wrote a book exposing “humbugs of the world?”  Can one trust a “humbug” to write a book exposing “humbugs?”

3. What does Popeil mean when he says, “…And I was in the razor-blade business…?”  Can you think of any modern-day businesses that are in the “razor-blade business” (aside from those who are in the razor-blade business) with their particular products? 

4. Create and demonstrate a Popeil-like product and present a 30-second “pitch” to the class as you imagine Mr. Popeil would have done. 

Part X- The Future of the Traveling Salesmen

1. What does the above article say about the enduring quality and presence of the traveling salesman?  What point does Popeil make about what people will remember about him and his salesmanship tactics?

2. Have these successful tactics been used in other forms of communications?  In advertising?  Give examples.

3. Why do you think that Chicago and Illinois have been the 

  “birthplace” of so many successful and innovative salesmen?  Will 

  the city and state continue to contribute more than its fair share 

  of salesmen?  Why or why not?

A Supplement: Salesmen and Humor

  Going back to the early and mid-19th century, American traveling salesman humor is a genre unto itself, filling literally dozens of pamphlets and books.  The jokes, originally perpetuated more by the salesmen than by those who might be characterizing them and their ways, are quite enlightening as to how to these men (and women) of the road and their working conditions were/are seen by those around them.  In fact, one historian has asserted that the “life of a drummer is more graphically described in the jokes about it than in any of the many autobiographies of traveling salesmen written during this era.” 1
  As the jokes presented here indicate, much of the humor chronicles the “city-slicker” salesman encounters with the turn-of-century country “hick.”  Sometimes the commercial traveler may best the farmer, but more often than not the farmer raps the salesman with a zinger or two as in “Just lucky” and “Which side of the fence are you on?”  On the other hand, “Those add-on’s will get you every time” implies that in some instances they come out about even.

  The jokes and the news he carried were a way for the salesman to ingratiate himself to the customer.  One merchant at the time wrote, “I like his breezy ways, his unaffected and easy style of approach, the bits of news he brings me of trade changes and conditions, and the . .

insincere deferences (which never deceived, nor is it intended they should) that he seeks opportunity to ladle out.  He is a newspaper-market report, funny column, society and police news, and all the rest 

of it, with editorials upon every page.  He is a blessed nuisance; a pervading, invading, awakening influence with a mixed tendency to good 

and evil.”3  “Salesmanship by the numbers” supports the merchant’s characterization.  

*   *   *

Just lucky

“Hey, Hiram, which way to Pittstown?”

“How’d you know my name was Hiram?”

“Just guessed it.”

“Then guess the way to Pittstown.”4
*   *   *

Which side of the fence are you on?

“Not much difference between you and a fool is there?”

‘No,” said the farmer.  “Just this fence.”

*   *   *

Those add-on’s will get you every time

  The implement salesman stopped by the farm to close the deal on a tractor in which the old farmer had earlier expressed an interest.  After telling the salesman which tractor he wanted, they set down to do the paperwork.  The salesman handed the farmer the bill, and the farmer declared, “This isn’t the price I was given!”  The salesman went on to tell the farmer how he was getting extras such as power steering, power brakes, an enclosed cab with air conditioning and stereo radio/CD player, special tires, etc. and that was what took the price up.  The farmer, needing the tractor badly, paid the price.

  A few months later the salesman called up the farmer and said, “My son is in 4-H and he needs a cow for a project.  Do you have any for sale?”  The farmer replied, “Yes, I have a few cows I would sell for $500 apiece.  Come and look at them and take your pick.”  The salesman said he and his son would be right out.  After spending a few hours in the field checking out all the farmer’s cows, the two decided on one and the salesman proceeded to write out a check for $500.  

  The farmer said, “Now wait a minute, that’s not the final price of the cow. You’re getting extras with it and you have to pay for that too.”  “What extras? Asked the salesman. The farmer gave the salesman the following list: Basic Cow-$500; Two-tone exterior-$45; Extra stomach-$75; Product storing equipment- $60; Straw compartment-$120; 4 spigots @ $10 each- $40; Leather upholstery-$125; Dual horns-$45; Automatic fly swatter-$38; Fertilizer attachment-$185.

*   *   *

Never kick a feller when he’s down

The salesman’s car was mired in a muddy country road.  While he was walking along looking for a service station, the salesman noticed a hat in the mud.  He gave it a kick.  “Cut that out, mister,” gurgled the voice of a farmer beneath the hat.  “I’ll be darned,” said the salesman.  “Is the mud as deep as all that?”  “Don’t be crazy, mister,” said the voice.  “I’m a standin’ on my mule.”

*   *   *

Let’s keep it clean

  “I’m a sanitary engineer,” said the bathtub drummer to the farmer.  “What are you doing to protect your family from the flu epidemic raging the country?”

  “I bought a sanitary cup and we all drink from it.”

*   *   *
It’s better than watching grass grow

  A commercial traveler having missed the bus found himself with two hours to spend in Brushville.  He approached an ancient porter.  

  Traveling Man-“Got a picture show here?”

  Porter-“No.”

  Traveling Man-“A pool room, or library?”

  Porter-“No.”

  Traveling Man-“Well, how on earth do you amuse yourselves?”

  Porter- “We go down to the grocery store in the evenings.  They have a new bacon slicer.”

*   *   *
The gripe: Get a grip on your grip

By George W. Peck

  There was one of those old-fashioned mistakes occurred on the train from Monroe to Janesville a week or so ago.  A traveling man and a girl who was going to Milton College sat in adjoining seats, and their satchels were exactly alike, and the traveling man took the wrong satchel and got off at Janesville, and the girl went on to Milton.

The drummer went down to Vankirk’s Grocery store, and asked Van how his liver was getting along, while he picked off a piece of codfish and ate it, and then smelled of his hands and said “Whew!”  Van said his liver was “not very torpid, thank you; how are you fixed for tea.”

  The drummer said he wished he had as many dollars as he was fixed for tea, and began to open his sample case.  Van cut off a piece of cheese and was eating it while he walked along toward the drummer.  

  When the case was opened, the drummer fell over against a barrel of brooms, and, grasping a keg of maple syrup for support, turned pale, and said he’d be dashed.  Van looked in the sample case, and said, “Fixed for tea! I should think you was, but it wasn’t the kind of tea I want.”

  There was a long female night-shirt, clapboarded up in front with trimming and starch, and buttoned from Genesis to Revelations.  Van took a butter trier and lifted it out, and there was more than a peck measure full of stuff that never belonged in no grocery.  Van said: “If you are traveling for a millinery house, I will send a boy to direct you to a millinery store.”

  The drummer wiped the perspiration from his face with a coffee sack and told Van he would give him a million dollars if he never would let the house in Milwaukee know about it and he chucked the things back in.

  “What’s this?”  said Van, as he held up a pair of giddy-looking affairs that no drummer ever wore on his own person.

  “Don’t ask me,” says the drummer, ‘I am not a married man.”

He took the satchel and went to Milton on the next train.  The girl had opened the satchel, which fell to her in the division, to show her 

roommate how to make a stitch in crochet, and when the brown sugar, coffee, tea, rice, bottles of syrup, macaroni and a pack of cards came in sight, she fairly squealed.

  Along after dinner, the drummer called and asked for an exchange, and they exchanged, and it was hard to tell which blushed the more. 

*   *   *
What about the pillows?

A drummer went to the front desk to leave a wake-up call.  “Never mind,” said the clerk.  “We get everybody up at six, so we can use the sheets for tablecloths.”

*   *   *

A Yankee Trick

An Eastern pedlar lately desired accommodation for the night at a tavern in the south part of Virginia; but from the prejudice frequently existing against this class, our host for a long time refused.  At last, he consented, on condition that the pedlar should play him a Yankee trick before he left him.  The offer was accepted.  

  On rising in the morning, Jonathan carefully secured the coverlet of the bed, which, among other articles he pressed the landlady to purchase.  The low price of the coverlet operated at once upon the latter, who insisted that her husband should buy it, adding, that it would match hers exactly.  

  Jonathan took his money, mounted his cart, and had got fairly under way, when our host called to him that he had forgotten the Yankee trick he was to play him.  Oh, never mind, says Jonathan, you will find it out soon enough.” 
*   *   *

He got the point

There was a convention in town and the salesman managed to get only half a bed at the town’s leading hotel.  He was determined to get the best half of the bed and, with this end in mind, fastened a pair of spurs to his heels before turning in.  The other occupant of the bed stood it as long as he could.  Finally, he spoke up.  “Say, mister,” he wailed, “if you were any kind of a gentleman at all, you’d cut your toenails.”  
In This Corner

The traveling saleswoman was unhappy.

“There are two mice fighting in my room,” she complained to the clerk.

“What room are you in?” inquired the clerk.

“506,” said the lady drummer.

“Oh, madam,” declared the clerk, “that’s a two dollar room.”

“What difference does that make?” responded the lady.

“Madam,” said the clerk, “what do you want for two dollars – the Tunney-Dempsey fight?”

*   *   *

Just checking

  The salesman was writing his name in the register of a Leavenworth hotel when a bed-bug approached and waltzed blissfully across the page.  The salesman paused in wonderment and then remarked: “I’ve been bled by St. Joe fleas.  I’ve been bitten by Kansas City spiders.  But this is the first time I was ever in a place where the bed-bugs looked over the register to find out where my room was.”

*   *   *

I miss that radio most of all

  “I can’t get back to the office this afternoon,” reported the salesman to his sales manager on the phone.  “A bunch of thieves stripped my car while I was at lunch.  They’ve stolen the steering wheel, the brake pedal, the accelerator and the entire dashboard.”

  The sales manager expressed his regrets, suggested a call to the police, and said he’d see the salesman in the morning.  A few minutes later the phone rang again.
  “I’ll be in after all,” said the salesman with a slight hiccup.  “I got in the back seat by mistake.”  
*   *   *

This lady knows her ‘punchuation’

Mr. Ego, the hot-shot salesman, was dictating his sales report to a public stenographer.  After addressing it to his boss, and detailing his successes, he went on with:

“I feel you should know, sir, that in order to obtain the above mentioned contract, I found it necessary to employ every ounce of my personal charm and magnetism, my diplomacy was the most deft, and flawless tact was imperative.  With these fine efforts, I am pleased to inform you, I was able to crown my approach with success.”

  The steno smiled wryly and asked, “’Crowtation’ marks on that last paragraph?” 
*   *   *

A good old sawbuck* will do just fine

  As a newly engaged commercial traveler was about starting on a commercial trip from his place in Chicago, the other day, he suddenly turned to the employer, a brave old merchant, and inquired: “I say, boss, what shall I do when I get out of soap?”

  “Soap?” said the old man,” why save your samples and you won’t get out.”

  “But I mean what shall I do when I get out of greases,” continued the young man.

  “Grease? Grease?” pondered the old man, “why, you don’t need any grease – you are not working for a lubricating estab—“

   “Oh, but you don’t understand me,” chimed in the youthful employee, 

rather embarrassed.  “I mean what shall I do if I run out of 

spondulix,+ -- stamps – wealth.”

  “Spondulix? Stamps? Wealth?” echoed the mystified merchant, looking at the young fellow over his glasses, to see if he had gone crazy.

  “Yes, currency – greenbacks,” exclaimed the drummer, “cash, money, you know!”

  A light seemed to dawn on the old gentleman’s mind at the moment, for gazing upon the creature before him with a look of contempt and pity, broke forth: “Young man, what are you giving us?  I rather guess you needn’t go out, for I don’t believe your class of customer could get along very well with you – they all speak English.  Pull down your vest, step up to the cashier’s desk and get your sugar.  Now cheese it, cully, you’re bounced.”  And that is the way the high-toned kid got bounced – all through the pernicious habit for slinging slang. 

* Sawbuck is slang for a ten-dollar bill.  First used in 1850; so named because the Roman numeral X for 10 resembles the x-shaped supports on each end of a sawbuck (sawhorse). 

+ Spondulix is an old American word for money, recorded as early as 1856.  Origins unclear. A funny word that Mark Twain used in Huckleberry Finn. 

*   *   *

Salesmanship by the numbers

  A certain salesman, who shall remain nameless, gave the following itemized account of his spring operations to the home office:  “Miles, 3,964; trunks, 4; Shown goods, 116; sold, 98; been asked the news, 5,061; Told, 2210; Lied about it, 2160; Didn’t know, 691; Been asked to drink, 1861; Changed politics, 46; Daily expenses allowed by house, $10; Actual average, $7; Profit, $3; Cash on hand, $2.60; Been to church, 1.”

*   *   *

How about, “May I have your attention, please?”

The traveling salesmen had their own lodge.*  At one meeting, a new man was called upon to act as chairman.  Ignorant of the lodge rules, the chairman rapped heavily with his gavel, shouting, “Order, order!”  

Instantly, three hundred salesmen leaped to their feet, pencils and notebooks ready, and the poor chairman was killed in the rush.

* Lodge, as used here refers to a club or organization

*   *   *

You salesman, me sheriff

  A certain sheriff in a certain mid-western county has a reputation of being out to get all traveling salesmen and peddlers for selling without a license.  However, the story is told of one salesman named Johnson, who managed to outsmart the peace officer.  

  Johnson was selling brushes when he was accosted by the sheriff.  The sheriff asked him if he had anything to sell.  Johnson promptly began his sales talk.  At last, the sheriff bought a brush for a dollar, figuring he could arrest the salesman for selling without a license.  The sheriff demanded the man’s license that Johnson promptly produced.  

  The sheriff was a bit nonplussed.  “I’ll have to confess, he said, “that I only bought the brush to trap you and I don’t really want it.”  “Alright,” said the salesman.  “No hard feelings.  I’ll buy it back from you.”  So the salesman paid the sheriff a dollar and the salesman had him arrested for peddling without a license.

*   *   *
A Drummer’s Prayer

  Oh Lord, look with a forgiving eye, we beseech thee, on the buyers who lie to us about the low prices our competitors give them; Lord, soften the hearts of the buyers who as soon as they see a drummer, get 

as busy as a hen with one chicken and keep us standing around until our feet warp and then buy as much as two dollars and sixty-five cents worth and want that billed out the first of next month.  Good Lord, curb our tendency to flirt with the married women; the single ones don’t count, and they expect it.  Teach us not to complain at the roller towels that the multitude has used before we get there.  Lord, give us digestions like alligators, that we may well digest the loin steaks cut from the neck where the yoke+ worked.  Teach us to be thankful for the slum-water served us and called coffee.  Toughen our hides, that we may sleep soundly in hotel beds already inhabited.  Cause us to look with charitable eye on our competitors, who are a sorry lot anyway.  Lord, soften the heart of our employers, that they may render us what little commission is due us in full.  Oh Lord, teach our wives patience, so they won’t expect our wages until we get them.  And in conclusion, when we have our last trip, please don’t send us below.  We have had our part of that place on earth. Amen. 

+ A yoke is a crossbar with two U-shaped pieces that encircle the necks of a pair of oxen or other draft animals working together. Thus, very tough meat, indeed!

*   *   *

He nearly missed the boat

The cub Florida real estate salesman asked his boss if he could refund the money to an irate customer who discovered the land he had bought was under water. “What kind of salesman are you?” demanded the boss.  “Go out there and sell him a motor boat.” 
*   *   *

She’s a better man than I am

  “There is a new racket on the road,” said a commercial traveler; it’s a female drummer.  I met her the other day, and she is a dandy.  Of course she travels for a Chicago house, and she sells goods like a January thaw.  She has been out so long now that she is as independent as a hog on ice.  

  “She sits in an ordinary railway car, and charges up sleeping berths in her expenses, just like the rest of us.  She walks to the hotels from the stations, and charges up the hack fares, just as we do.  She beats the landlord down to $1.50 a day, and charges the house $2.50 in the regular old style.  

  “She can take care of herself every day in the week; and she knows how to order up a bottle of wine, and work it on the expense account, too.  Why, when I saw her last she was a new silk dress ahead of the law firm, and by New Year’s proposed to have a sealskin sacque * out of her expenses.  

  “And that isn’t all: she has half of the hotel clerks in the Northwest mashed on her; and the way the little rascal knocks ‘em down on her bill is a caution.  She has a regular trick of staying over Sunday where one of her admirers runs the house; and she walks off Monday morning, forgetting to pay the bill.  

  “What does she sell?  That’s the funniest thing about it.  You would think she would handle jewelry or millinery, or dry-goods, wouldn’t you?  But she doesn’t.  She sells gents’ furnishing goods; and the young men who usually keep that kind of stores buy of her as if they hadn’t seen a commercial traveler for six months.  

  “And she is a dandy poker player, too.  She handles the cards awkwardly, and acts as if she didn’t know a full hand from two pairs, and raises $2 on deuces and nearly cries when t’other fellow shows up three of a kind, and then gets excited in a big jack pot, and raises the opener, and bets the limit, and raises back and scares t’other fellow out, and slides into the deck a little pair of sixes or sevens or a bobtail+ as innocently as you please. 

  “She’s a daisy; and I tell you it’s mighty lucky for the boys that there ain’t any more like her on the road.” 

* Sacque is a short loose-fitting garment for women and children.

+ A bobtail refers to a three-card flush (same suit) or three-card straight (cards in increasing sequence such as an 8,9 and 10). A worthless hand because poker rules require five-card flushes or straights.  Apparently originated in the West in the mid-19th century, modeled on the short-cut tails of “bobtailed” horses.

*   *   *

The Drummers

by Florence Josephine Boyce

I kind o’ like to see ‘em come,

They look so might smilin’,

They sort of ‘liven up the town,

And keep the pot a-bilin’;

The landlord hurries in and out,

An’ has a brisker walk,

And all the loafers stand about,

An’ grin to hear ‘em talk

They ask the merchant o’ his health

An’ if the trade is pleasin’

An’ take an’ shake his hand as if

They’d never leave off squeezin’;

And then with grip a standin’ nigh,

A-tradin’ and a-lyin’,

The merchant vows the goods are high,

But still he can’t help buyin’,

An’ if there’s any news a-shore,

They’re sure to bring it to you ye;

I allus like to see ‘em come,

It sets us all a-smilin’,

Because they ‘liven up the town,

An’ keep the pot a-bilin’. 

*   *   *

And I bet her name is Suzie

  A couple lived near the ocean and used to walk the beach a lot. One summer they noticed a girl who was at the beach pretty much every day. She wasn't unusual, nor was the travel bag she carried, except for one thing; she would approach people who were sitting on the beach, glance around furtively, then speak to them.

  Generally the people would respond negatively and she would wander off, but occasionally someone would nod and there would be a quick exchange of money and something she carried in her bag. The couple assumed she was selling drugs, and debated calling the cops, but since they didn't know for sure they just continued to watch her.

  After a couple of weeks the wife said, "Honey, have you ever noticed that she only goes up to people with boom boxes and other electronic devices?" He hadn't, and said so. Then she said, "Tomorrow I want you to get a towel and our big radio and go lie out on the beach. Then we can find out what she's really doing."

  The plan went off without a hitch and the wife was almost hopping up and down with anticipation when she saw the girl talk to her husband and then leave. The man walked up the beach and met his wife at the road. 

  "Well, Is she selling drugs?" she asked excitedly "No, she's not," he said, enjoying this probably more than he should have. "Well, What is it, then?  What does she do?" his wife fairly shrieked. 

  The man grinned and said, "She's a battery salesperson." "Batteries?" cried the wife. "Yes," he replied.  She Sells C Cells By The Sea Shore!
*   *   *

Faster than a speeding slug

The drummer asked the conductor what the delay was.

“A cow on the track,” he replied. 

“I thought that cow was chased off an hour ago.”

“Yes, but we caught up with it again.”

*   *   *

A lamentable tale of the plastered drummer

  The Whiffins were on the way to the Hot Springs where Mr. W intended to get relief from his rheumatism in the baths.  At a way station a drunken traveling man boarded the train and was put to bed in the berth 

next to Mr. and Mrs. W. by the porter.  Shortly after, Mr. W. woke up with a dreadful stitch in his side.  Like a good, dutiful wife, Mrs. W. arose and went to the lavatory to make a strong, extra strong, mustard plaster* with which to relieve the pain of her liege+ lord.

  On her return she pulled the wrong curtain aside and placed the plaster upon the stomach of the senseless drunken drummer.  Then she went to the lavatory, washed her hands, and returned to her berth, getting into the right section, and finding Mr. W. asleep.

  Finally a loud groan was heard, then these words: “Oh, my stomach, my s-t-o-m-a-c-h, oh-h-h!”  This was followed by “I’ll never touch another drop as long as I live.  Oh, it’s burning a hole in me, oh-h-h!”

  By this time heads were peeping out from behind curtains, and the porter was on his way to the traveling man’s berth.  All of a sudden out came the bed clothes from the T.M.’s berth, and a cry of ‘Oh, my, there is my stomach!  I’m dead!” The exclamation was topped off by the mustard plaster being thrown out on the aisle of the car. The porter then grabbed the drummer and shook him until awake.  During the first stages of sensibility he muttered: “Oh, my stomach is gone, gone!” 

* Mustard plaster- a medicinal plaster made with paste-like mixture of powdered black mustard, flour, and water, used

  especially to relieve an irritation. 

+ Liege is used here as to indicate loyalty or faithfulness to a spouse.  Not in current use since it tends to depict the wife as subservient to the husband “as in days past.”

*   *   *

What’s good for this goose is no sauce for the gander

  “Is this seat engaged?” he asked of the prettiest girl in the car, and finding that it wasn’t, he put his sample box in the rack and braced himself up for solid enjoyment.

  “Pleasant day,” said the girl, coming for him before he could get his tongue unkinked.  “Most bewildering day, isn’t it?”

  “Y-yes, miss” stammered the drummer.  He was in the habit of playing pitcher in this kind of a match, and the position of catcher didn’t fit him as tight as his pantaloons.

“Nice weather for traveling,” continued the girl, “much nicer than when it is cold.  Are you perfectly comfortable?”

  “Oh, yes, thanks,” murmured the drummer.

  “Glad of it,” resumed the girl, cheerfully.  “You don’t look so.  Let me put my shawl under your head, won’t you?  Hadn’t you rather sit next to the window and have me describe the landscape to you.

  “No, please,” he murmured, “I am doing well enough.”

  “Can I buy some peanuts or a book?  Let me do something to make the trip happy!  Suppose I slip my arm around your waist!  Just lean forward a trifle, please, so that I can!”

  “You’ll – you’ll have to excuse me,” gasped the wretched drummer; “I don’t think you really mean it.”  

  “You look so tired,” she pleaded; “wouldn’t you like to rest your head on my shoulder?  No one will notice.  Just lay your head right down and I’ll tell you stories.”

  “No, thanks!  I won’t to-day! I’m very comfortable,” and the poor drummer looked around helplessly.

  “Your scarf-pin is coming out.  Let me fix it.  There!” and she arrayed it deftly.  “At the next station I’ll get you a cup of tea, and when we arrive at our destination you’ll let me call on you?”  And she smiled an anxious prayer into his pallid countenance.

  “I think I’ll go away and smoke,” said the drummer, and hauled down his gripsack and made a bolt for the door, knee-deep in grins showered upon him by his fellow passengers

  “Strange!” murmured the girl to a lady in front of her.  “I only did with him just what he was making ready to do with me, and big and strong as he is, he couldn’t stand it.  I really think women have stronger stomachs than men; besides that, there isn’t any smoking-car for them to fly to for refuge.  I don’t understand this thing.”  But she settled back contentedly all the same; and at a convention of drummers, held in the smoker that next morning, it was unanimously resolved that the seat was engaged, as far as they were concerned, for the balance of the season. 

1 Moore, Page 7

2 Spears, Page 109

      3 Moore, Page 51

       4.We haven’t credited the source for this and other jokes listed here because we have discovered,   

       (except for a couple of longer poems), that jokes are infrequently original with any written telling.  We 

      saw example after example where the same joke, with some minor alterations, appeared again and   

      again in different sources. 
Salesman & Humor Activities

1. Which of the above jokes suggest there may have been some discrimination against women or others by the salesman?  Explain.  Which of these stories may have been told about salesmen by salesmen?  Stories told by others about salesmen?

2. Are there stories that discriminate against the salesman?  If so, 

  identify the stories and explain the discrimination.

3. Some of the stories address the working, traveling, and living 

   conditions that the traveling salesmen experienced.  Select a 

4. story for each condition and explain what it says about that 

   condition.  

5. A historian suggests that the “life of a drummer is more 

graphically described in the jokes about it than in any of the many autobiographies of traveling salesmen written during this era.”  Select one of the stories not referenced in the introduction that you think “most graphically” describes the life of a salesman.  Estimate the era or time during which the story is taking place and detail the many things the story is telling you about the salesman and his/her times. 
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The Whizbangs of Oohs and Ahs


History of the Salesman in U.S. & Illinois Lesson Plans


By Ronald Solberg (solbergeasycom@aol.com)





































































































The Salesman in U.S. and Illinois Test:


 Parts 1-4 (64 Total Points)





Name:											Date:





Multiple choice.  Indicate letter of word or phrase that best completes or responds to the introductory question. (30 pts)





____ 1. All of the following statements about “whizbangs” are true 


except a) a name Marshall Field gave his drummers; b) refers to the speed of a hard thrown baseball and sound it makes as it hits a catcher’s mitt; c) The name, used in part, by an early 20th century humor magazine; d) a WWI artillery shell.





____ 2. A drummer is someone who a) sells his goods and products to


merchants and retailers; b) probably has no territory or geographic area for which he is responsible; c) disappeared as a salesman by the late 19th century; d) beat on a drum with him as he went from customer to customer to draw attention to his presence. 





____ 3. One may draw all of the following meanings from the introductory


“drying room” story except a) Salesmen enjoyed relating humorous stories about themselves; b) Eastern drummers may have been envious of the success of their Midwestern counterparts; c) Most drummers are destined for Hell because of their excessive and evil ways; d) Chicago drummers are much more experienced than any other salesmen. 





_____4. The main difference between a peddler and colporteur is 


peddlers always walked while colporteurs traveled in horse-drawn wagons; b) colporteurs sold their goods only in the south; 


c) colporteurs specialized in books and religious tracts; 


d) peddlers sold only in towns.





_____5. That John “Appleseed” Chapman dressed sloppily probably meant 


he a) was poor; b) was ignorant; c) would be turned away by his


customers; d) wouldn’t be assaulted and robbed.





_____6. One might consider Mason “Parson” Weems an Arkansas traveler


because a) he sold books; b) his customers all lived in Arkansas; c) he sold to squatters; d) he frequently played the fiddle to attract the attention of his customers.





_____7. Although Weems’ George Washington cherry tree story is


still remembered, another Weems’ legacy, perhaps as important, is a) the naming of several US cities and counties after Revolutionary War characters in a Weems’ authored book; b) his biography of Abraham Lincoln; c) his election as governor of Virginia; d) his early use of the printing press.








_____8. It’s clear from the scene “If it’s round, it can’t be


square,” that A.M. Jones a) had an excellent understanding of and appreciation for his customers b) was not a colporteur; c) had strong feelings and prejudices about some of the activities of his customers; d) met up with customers in several states.








_____9. Lunsford and Hunter were a different kind of salesman


from Chapman, Weems and Jones in that a) Lunsford and Hunter sold their products only in the summer months; b) Lunsford and Hunter bartered their products for the songs and music of the “hill people;” c) Chapman, Weems and Jones were drummers; d) Lunsford and Hunter hired other salesmen to assist them in their work.








_____10. Both John Davey and Parson Weems authored books but for


different reasons a) Davey wrote his book The Tree Doctor to make money from its sale; b) Weems wrote his several biographies of well-known people to make himself famous; c) Weems wrote his books so that he could compete with his former publisher Mathew Carey; d) Davey wrote his book to promote his tree nursery business.








II. True/False.  Use a “O” if the statement is false; a “+” if


true. (10 pts)





______11. The point of Zig Ziglar’s long quote “On what happens when


you make a sale” is that salesmen frequently overlook the importance of that single sale and the positive effect it has on many different people.





______12. The “Johnny Appleseed Song,” on page 5, suggests that 


Chapman turned to the apple as the love of his life when his wife died.








______13. Because Max Hunter was hauling “illegal” moonshine down 


into Arkansas, Missouri decided against giving him the prestigious Missouri Arts Award.





______14. John Warne Gates is credited with “extending a


civilizing influence” because of his ownership or control of several steel companies. 





   ______15. The salesman’s early contribution to the triumph of the


 everywhere community meant that he was bringing with him news and much-needed products to settlers in the farthest reaches of America’s frontier.  








III. Short Response. List brief but concise answers to the following questions. (24 pts)





16. Provide five reasons for Johnny Appleseed’s success as a traveling salesman.


	a.


	





	b.








	c.








	d.








	e.





17. We discussed in class how the salesmen changed their techniques and tactics through the years, from John Chapman to John Davey, both nurserymen.  List three important differences.  





	a.








	b.








	c.







































































The Salesman: Parts 5-8 & Humor (100 Total Points)





Name:											Date:





I. (30 pts.) Multiple choice.  Indicate letter of word or phrase that 


   best completes or responds to the introductory question. (30 pts)





____ 1. C.W. Post made all of the following contributions as salesman 


and product developer except: a) farm implement inventor and salesman; b) advocate of nutritional and dietary reforms; c) one of the first salesmen to use the door-opener; d) introduced the first nationwide advertising campaign to promote food products.





____ 2. When William Wrigley sent out free sticks of gum to more than 


8 million listed telephone subscribers he was a) reverting to his earlier door-opening techniques via the mails; b) duplicating a technique that was started by John Davey; c) disappointed by the poor response; d) arrested for selling without a license.





____ 3. An example of salesmanship “provenance” is a) William Benton 


“mentors”(instructs) John Patterson; b) Annie Turnbo Malone mentors Sarah Breedlove Walker; c) Og Mandino mentors W. Clement Stone; d) John Cameron Aspley instructs William Dill Scott.





____ 4. Marshall Field started out as a) a shoe salesman; b) an 


inventor of farm implements; c) a watch salesman; d) a dry goods salesman.





____ 5. In addition to being a “supersalesman,” William Benton a) 


owned a television station and an advertising agency; b) became a U.S. vice president; c) was a creator of subscription radio and became a U.S. Senator; d) made a trip around the world in 80 days.





____ 6. John Cameron Aspley, through his company Dartnell, a) 


investigated the psychology of the good salesman and receptive customer; b) collaborated with Sears & Roebuck to sell the Encylopedia Britannica; c) worked with William Dill Scott to standardize personnel hiring policies; d) used statistics and other information to make the art of selling more predictable.























____ 7. Georgetown, Colorado’s Hotel de Paris a) contained two 


salesman’s rooms where salesmen could display their wares to local merchants and customers; b) featured a special game room for traveling salesmen; c) was the first location for the 1881 meeting of the National Association of Traveling Salesmen; d) was the first hotel in the nation to discount their rates to traveling salesmen. 





____ 8. Dartnell has a) expanded its services to include travel and 


auto sales; b) moved its catalog to the Internet; c) disappeared as a company selling salesmanship literature and videos; d) made a Hollywood-based film, documenting the life and times of the traveling salesman. 





____ 9. All of the following were notable accomplishments by Dr. 


William Scholl except a) establishment of a college of podiatric medicine; b) a clever search for the “perfect” female foot; c) established a podiatric (foot medicine) correspondence course for shoe store clerks; d) constructed a statue of a giant foot/shoe for Paul Bunyan. 





____ 10. The first catalog in America was created by a) Aaron 


Montgomery; b) Tiffany and Company; c) Richard Roebuck; d) Marshall Field.








(10 pts) True/False.  Use a “O” if the statement is false; a “+” if true. 





______11. Madam C.J. Malone appears on a postage stamp, observing 


	 Black Heritage. 





______12. Aaron Montgomery made the money-back guarantee famous.





______13. Sears turned to a direct-sales force to sell Encyclopedia 


Britannica following the crash of 1929.





______14. Og Mandino’s quote that begins with “I will act now, I will 


	 act now” is a good example of W. Clement Stone’s PMA, “Popular 


	 Mental Attitude.”





______15. Ray Kroc who was selling “Multimixers” got into the 


hamburger business when he volunteered to open up a Rick and Mac McDonald hamburger stand in Des Plaines, IL.





























Short Response. Below each of the following salesman jokes and anecdotes are questions.  Respond to each with short but concise answers, using complete sentences.  You may use dictionaries, atlases, encyclopedias available to you in our classroom to identify places, people, ideas, things to put the story in perspective and correct time period. 








Why don’t you call in the militia!?





  “Will you be kind enough to take the gripsack off that seat?” said a countryman who got on a train at Luling.


  “No sir, I don’t propose to do anything of the sort,” replied the drummer, who was sitting on the other side of the seat.


  “Do you say that you are going to let that gripsack stay right there?”


  “Yes sir, I do.”


  “In case you don’t removed that gripsack, I shall be under the painful necessity of calling the conductor.”


  “You can call in the conductor, the engineer and the brakeman, if you want to.  Perhaps had better stop at the next station and send a special message to old Jay Gould himself about it.”


  “The conductor will put you off the train.”


  “I don’t care if he does.  I am not going to take that gripsack from that place where it is.”


  The indignant passenger went through the train and soon returned with the conductor.


  “So you refuse to remove that gripsack, do you?” asked the conductor.


  “I do.”


   “Why do you persist in refusing to remove that gripsack?”


   “Because it’s not mine.”


   “Why didn’t you say so at once?”


   “Because nobody asked me.” 





	16. (15 pts) In what state or part of the country is it likely 


that the event described above took place?  Can you be specific?  Approximately when does it occur?  How do you know?









































Older than dirt





Three traveling salesmen were having dinner together in Chicago.  They decided the one with the oldest name be exempt from paying the check.  “My name is Richard Eve,” said the first salesman. “Surely, that’s the oldest name.”  “Not at all,” said the second salesman.  “My name is Adam Law.  That must be the oldest name.”  The third salesman said nothing.  He merely took from his pocket a business card that read, “Mr. B. Ginning.”





17. (10 pts) What does the above story tell you about how 


traveling salesmen spent their free time?  And doing what?


























And the way I figure, it all adds up





  Two grads met at the 20th reunion.  One had been on top of the class, the other, now a salesman had a tough time getting his diploma, having had particular trouble with math.  The latter seemed to have prospered.


“Joe,” said the top man, “you seem to have done exceptionally well.  How did you do it?”


  “Well,” said Joe, “after graduation I realized I was pretty dumb, and I had better get into some line where I didn’t need to be smart like you and some of the others.  So I found a product I could make for one dollar and sell to the public for five dollars and believe me that steady four percent really mounts up over the years.” 





	18. (20 pts) What two salesman stereotypes do you see in the above story?  Are they accurate?  Why or why not?  Cite real salesmen who support or defy the stereotypes.












































What is Your Line?





But at the gate I met my fate,


For I found the blamed thing locked,


I waited around and I pawed the ground


While I knocked, and knocked, and knocked.





At last it turned and I discerned


Old Peter inside the gate,


As he grinned at me, says he, “Let’s see


Just what your papers state.”





He looked them o’er and he grinned some more,


And the chills went down my spine;


“Oh, you’re one, then, of those drummer men;


Tell me, what is your line?”





My legs grew weak, I could scarcely speak,


As I answered, “Coal,” and I know


That he shook with glee as he beckoned to me,


And motioned me down below. 





19. (15 pts) Estimate the era, period-of-time, during which the 


above story is taking place.  Cite the clue that suggests the era.  


Where does this salesman end up?  Why?






















































































The Salesman: Parts 9-10 (70 Total Points)





Name:											Date:





I. (10 pts.) Multiple choice.  Indicate letter of word or phrase that best completes or responds to the introductory statement. 





____ 1. All of the following are true of the word “humbug” except a) Charles Dickens popularized the word with Scrooge’s “Bah, humbug’ in the Christmas Carol; b) L. Frank Baum’s Dorothy refers to Professor Marvel as a “humbug;” c) possibly originated with a debased money flooding England; d) included in the title of an 1866 book by P.T. Barnum. 





____ 2. Ex-medicine-show star N.T. Oliver a) suggested that the word “humbug” came from “bogey,” a harmless bug that frightens; b) explained that the word “pitch” might come from the pitch-pine torches under which he worked by night; c) was a friend of Ron Popeil who taught Popeil how to sell; d) wrote a book condemning P.T Barnum for his deceptive sales techniques.





____ 3. The “but wait, there’s more” phrase was a) first used by L. Frank Baum in the Wonderful Wizard of Oz; b) made famous by Samuel Popeil, father of Ron Popeil; c) always used by Popeil as an introduction to his pitches; d) considered the concluding “bonus” to a successful pitch.





____ 4. Ron Popeil indicates that a) his early work on Chicago’s Maxwell street perfected his selling style; b) he nearly failed as a salesman because of the severe pressures put on him by his father; c) people would forget him and his sales techniques that he used on television; d) he preferred selling his products on radio.





____ 5. Boise Office Solutions called their salesmen “hunters’ because a) the company spent so much time searching for and “hunting-up” successful salesmen; b) it thought of its salesmen as “big-game hunters”; c) they were aggressive and didn’t mind embarrassment; d) the salesmen were required to carry guns with them in the tough neighborhoods in which they were selling. 





II. (15 pts) Completion. Fill in the word or phrase that best completes the following statements.





6. When Ron Popeil said he “was in the razor blade business” he meant that 








____________________________________________________________________.




















7.-8. Another current non-razor-blade company that is “in the razor blade business” is _____________________________because


 








_______________________________. 





9. Both P.T. Barnum and Ron Popeil would be considered 





_____________________ because they used hyperbole (exaggeration) to 





promote their products and services.








10. Some might think that traveling salesmen in today’s world are an 





anachronism (out of place) because___________________________________





____________________________________________________________________.








III. (20 pts) Short Response.





11. If one of the important enduring strengths of a traveling salesman is that he or she is making personal contacts with customers, in what respect(s) can Ron Popeil still be considered a traveling salesman?


























12. In his 1865 book Humbugs of the World, P.T. Barnum writes: “But there is a more thorough humbug than any of these enterprises or systems (note: that he is describing in his book).  The greatest humbug of all is the man who believes – or pretends to believe – that everything and everybody are humbugs.”  What does P.T. Barnum mean?  Do you agree with his statement?



































IV. (25 pts.) Short essay.  We have discussed more than 30 different Americans – from John Chapman to Ron Popeil -- who have been salesmen or contributed to salesmanship (author, speaker, educator) in one way or another.  Using one or all of the following criteria, designate one of them (or another with whom you are familiar) “the greatest American salesman” of all time, explaining why you named the person, “greatest.’  Criteria could include: innovative, impressive understanding of customer and his/her needs, persistent, contributed to the greater good of the customer with quality product, service and/or advice, honesty, significant sales generation with items sold and/or money made, and provenance – effect on others who have attempted to imitate his/her ways and methods.  Be specific, citing particular qualities and accomplishments, to support your choice.




















































































































Answers to Test, Parts 1-4


I.				II.			III. Possible five reasons for 


1. b				  11. +			 “Johnny’s” success


2. d				      12. +			 1. Understood his customer &   


3. c           13. 0              needs


4. c				  14. 0			 2. Knew the territory


5. d				  15. +			 3. Sold valuable product


6. d				     		     4. Lived simply, low overhead


7. a								 5. Dealt honestly with  


8. c                               customers


9. b							IV.  Possible different sales 


10.d                           techniques from Chapman to


								 Davey


								 1. Davey offered broader array 


                                  of nursery products							              2. Chapman made his sale


								    personally to customers


								 3. Davey used broadcast media 


                                  and a sales force to sell


									products and services





								


Answers to Test, Parts 5-8 & Humor


I. 				II. 		III. Possible responses


1. c				  11. 0		 16. 1. A Luling is located in 


2. a           12. 0             three different states- 


3. b				  13. +			    – IA, LA, and TX.


4. d				  14. +			 2. Jay Gould was a well-known 


5. c           15. +              late 19th century U.S. 


6. d			  			             railroad developer &


7. a				  				    speculator		


8. b								 3. Gripsack is an “archaic” 


9. d                              word for a suitcase or 


10.b							        sample case that is rarely


								    used today


							 17. 1. Dining together,  


                                  socializing


								 2. Gambling, telling stories


							 18. 1. Poorly educated; 


                                  unscrupulous; braggart


								 2. Any number of sales men and   


                                  saleswomen can be named. 


							 








							19. 1. A couple clues suggest era: 


                                  use of the word “drummer”


								    (going out of 


								    style at end of 19th 


                                  century) and


									that the drummer is selling 


								    “coal” a common 19th century


									home heating fuel. 


                                  Primarily used 


									today commercially                                   


							    2. St. Peter sends the coal 


                                  salesman to Hell for a 


                                  couple of reasons –


								    the salesman can sell coal 


                                  to stoke Hell’s fires and 


                                  he may have been


								    less than honest in his          


                                  dealing while alive on 


                                  Earth


Answers to Test, Parts 9-10


I. 				II.


1. b				  6. Selling products that 


2. b					 needed to be replenished 


3. d				  7-8. e.g. Printer companies using


4. a				      ink cartridges


5. c				  9. Humbugs, showmen, hucksters, barkers


				  10. They no longer sell door-to-door; 


				      communicate using modern media


III. 


11. Though he is using television, he is speaking to each


of us through the medium.  He is traveling the airwaves to 


direct his message to us in our livingrooms, 


bedrooms, etc.





12. Though some skepticism is good, Barnum seems to be suggesting that we shouldn’t be skeptical of all people and things, all the time.  Doing so, could lead to an on-going pessimism and unwarranted negativity.  





IV. Very subjective.  Students need to support selection, using the criteria mentioned: innovative, understanding of customer, persistence, honesty, contributing to the greater good, successful sales record, and positive effect on others who have imitated his ways and methods.  
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.  “They were gay, energetic, and smooth, these new drummers.  They told their rollicking stories and,when they were finished, they whisked out their sales books and asked offhand,‘Now, Mr. Smith, how many dozen of these 


you gonna need this season, eh’?”2
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2. Drummer’s Yarns/Barbed Wire Fences 





3. Smokehouse Monthly/Gates Funeral 





4. C.W. Post/Wrigley’s Chewing Gum





5. Sears, Roebuck Homes/Salesman’s Rooms





6. Supersalesman Benton/John Patterson





7. W. Clement Stone/Og Mandino





8. Dartnell Website/P.T. Barnum





9. Ron Popeil/Annie Turnbo Malone





10.Marshall Fields Bldg./First McDonald’s





11.Parson Weems/Abe Lincoln





12.Johnny Appleseed/”Whizbangs of Oohs and Ahs”
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