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Personality in salesmanship is ‘hat force of mind whicn
inspires beligf. [ is 4 fored which spvings frcin knowls
cdge,  The real salesman solains resuls. Toaay the
right thing 21 the right time regquires pood judg-
ment and forethought, Amnbition, ectha-
sigsim, detenmination, resourcefulness
and originality are essenlial
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The Various Temperaments

The salesman shumbed become so proficient in the sty
of b vatare, 1hat he can, o less than a half st
tell the predonunant element of temperament i his peo-
spective buyer, that he may not only got thay person's at
tention, but awaken and hold 3es dnteeest while e pre-
senis and explaing the meries an: aceep'able side of lus
goods, or article. The surest asethod o porsue 15 to
sty the phrenological system of temperaments. We
will elaszify them briedy under elroe hosds, viz, The
mental or thought produocing, e metdyve, or will cepe,
the vital or [ecling tvpe. These Love o anatomical and
physiological basis aml are wery sunple and  com-
prehensive, .

The AMental temperament anbraces the brain ind ner-
vons system and s the instroment hrongh whicl mwnd
iz manifested and developes sensation, omotion, thought
and feeling, A person in whaim the mental lemperament
predominates has a very large head Tar the lody, The
forehead is large, being hrond and high the npper side-
head s expanded, the ha=e of ihe hrain is narrow amd
small; the [ace is pyriform in shape, 1he fentures are
delicately cut, iT net sharp; the covnlenince iz mobile
and very expressive s the sloull delicate and thin, as are all
the hones of the baldy, The fizure is not strongly marked
like the motve tewpermmnent ; seldom mposing, bat may
e graceful and elegant; the muscles are small and com-



part in quality, adapted to rapil action rather than
strength,  In short the whale structure is distingishel
for its fineness mud delicacy,  Suecl persons are very quick
in their moticns and  have
great sensitiveness to pain and
suffering.  They will be in-
clined to study, think, write,
teach and speals e do indoor
head work in preforence o
manual labor.  The mind will
generally predominate over the
bady and with Iair culture, the
persont will he  clear-headed,
intense, susceptille to enjoy-
1H menl and suffering and to ¢v-
“fenral, ery internal and external n-
ftuence.  The brain makes the whale body its servant amd
tience the whale body 15 the medinm e mental manifesta-
tion. If the hrain is larger in proparticen than the hody it
is lialle to exhaust the body, because the exhrusting
power i in the beain,  IL s proper to call this temperi-
ment mental rather than nervaus. Some are nervous
becavse they have taken strong tea, coffve, tohacco, or
other poisons, and alse from over work, dhi=sipation or
Lereavement of family or frieads; m these cases the
nervous system s keyed up too high, Dot the mental
Leing dependent upon nerve, 15 indieated when there is
a predominance of Lrain and pervous force over bone
and wvitality.
The Maotive temperament is indicated hy large Dbones,
strong, hard muscles, prominent joints and an angular
figure, usually associated with more than average height;
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