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ROTARY GOLDEN ROUND TABLE
"Honor Among Thieves"
(Buyer-Seller Relationships)

The Rotary Club of (Name City) in cooperation with Radio Station

brings you a projection of the drama you have just heard--a discussion by

—_

local community leaders of the application of that story to (Name City).

We have heard a story of buyer-seller relationships, and we know that such
relationships are & vital part of every community., They ere the basls of
business., (Name City) has a reputation as a good business center--but how
good are the buyer-seller relationships of our city? Do locel merchants
ever run misleading advertising? Do (Name City) merchantes ever try to take
unfair advantage of their competitors? Would you say that the price policy
in retsil business in our community is a good one? As a consumer, do you
have confidence in our merchants? Do you enjoy doing business with them?
These are some of the guestions we are going to discuss--and today's panel
is composed of three members of the (Name City) Rotary Club who are well
qualified to lesd the discussion. They are:

Mr, _A ; (Identification) ;
Mr, _EB ; (Identification! :
and Mr. C " (Tdentification) .

Mr, A, we think of Rotary as a service club, and I've always heard that
Rotary Club members try to maintain high standards in the conduct of their
btusinesses and professions. Before we really get well inte this discussionm,
it might be a geod idea to know more about those etendards, Can you tell
us in a general way just what Rotary expects of its members in the way of
buyer-seller conduct?

When we become members of the Rotary Club, we are told that a Rotarian is
expected to encourage high ideals and correct practices throughout his
profession and in the general trade of which his particular business 1s a
part, To make every member's obligation clear to him, Rotary has set forth
its ideals of vocatlonal service in this form: As a Rotarian, it ie my
purpose: to regard my business or profession as my opportunity to express
myself in service to society, as well as & mesns to materlal gain....to
maintain the dignity and worthiness of my calling by the acceptance and
promotion of high standards and the elimination of gQuesticnable practices....

to value success in my vocation as a worthy ambition when achieved as a
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(CONT,) result of service to society but to accept no profit ner
distincetion which arises from unfair advantage, abuse of privilege or
betrayal of trust,.,.,to recognize that any sound transaction muet be
governed by practices which bring satisfaction to all parties concermed,
and to esteem it s privilege, in my profession or business, to serve
beyond the strict measure of duty or obligation.

Well, certainly if every Rotarian adheres to those standards, it should be
a pleasure to do business with Rotarians,

That statement of ideals doesn't confine itself to Rotarians, though,
You'll notice that a part of the Rotarian's obligation is to accept and
rromote high standarde and eliminate questionable practices not only in
his own firm but throughout the line of business he happens to he in,

In other words, Mr, B, you want your competitors te observe high business
standards, too,

We want our vecation to be one of which we can be proud, And when a
business or profession is conducted on a high level, every member of that
business or profession profits, A few misguided unethical operators can

btring discredit to everyone in & particular line of work,

Then the (Name City) Rotary Club's committee on buyer-seller relatione is
concerned with the activities of merchants gutside the Rotary Club as well
ag in 1t?

Certainly., Every business man in sny community should be concerned about
high standards in all businese in his community, If (Name City) enjoys a
reputation ag a place where business is conducted on a high ethical level,

every merchant profits from that reputation,

We are concerned with buyer-relations, too. Buyer-seller relations are
more than the relationship which exists between the owner of a hardware
store, for example, and his customers, It is alsc the hardware owner's
relationship with his suppliers, FEach merchant is in a dual buyer-seller
role,

Exactly what is the job of the (Wame City) Rotary Club's buyer-seller
relations comnmittee,

Our bagic goal is to develop in business and professional men a will to
make busginess work in the public interest. If business is to work in the
public interest, it muet cbserve sound practices,
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What are some of the sound practices your committee tries to encourage?

Among the foremost would be truthfulness in advertising, Ceourtesy and
honesty in sll dealings with customers, certainly....giving attentive service
to both large and small purchasers...fairness in granting discounts and in
pricing policies,,,making adjustments preomptly and fairly,...opposition to
artificial restrictions that would limit proeduction, fix prices or restrain
trade....repudistion of all forms of commercial bribvery and corruptiomn...

the provision of clean, attractive premises--these are all sound business
practices, And any good merchant should give full information and the best
possible advice to a customer or client, regardless of whether or not It
will be of immediate advantage to the merchant.

Those are things a merchant can do sg a seller to promote good buyer-seller
relations. Can he do anything special ag a buyer?

He most certainly can, First of all, he can buy with honesty and fairness
to the end that each party to the transaction will be benefited, He can
avold unfair pressure to secure cut prices or special discounts. He can
settle his acenunts promptly. He should refuse to do business with
suppliers whose practices are not of a high standard. As in selling, he
should repudiate all forms of commercial bribery or corruption, and he
should give dus consideration to gll factors involved in making a purchase--
quality, service, and others--not price alone, And he should never offer
gpecial inducemente to a supplier to obtain goods which are scarce on the

market,

Those are certainly commendable objectives. But what does Rotary do to
promote those objectives?

Every member of a Rotary Club should be & one-man committee to improve
buyer-seller relations, But local clubs go far beyond that, Rotery Clubs
in some communities have sponsored "Courtesy Contests," in which the buying
public is invited to report instances of unusual courtesy on the part of
sales people., Prizes are awarded to both the winning letter writers and
the sales people.

Many Rotary Clubs have conducted "Spruce Up" campaigns among local
businessmen to induce them to make their stores clean and attractive, to
improve their displays of merchandise and generally improve their customer

zervice,
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Some clubs have sponsored salesmanship training courses, so that the buying
rublic in their communities may enjoy better retail service,

One of the most enjoyable activities is & "Peddler's Picnie," an ennual
picnic and golf tournament to which each club member invites sales
representatives who call on him regularly.

In predominantly industrial arems, Rotary Clubs have successfully promoted
exhibites or industrial expositions to show the public the goods and services
available to them in the community. Other clubs have made a library of

colored slides on major industries available to schools and clubs.

A list of Rotary projecte to improve buyer=-seller relations would be almost
endless, (Name Anncr,) One of the important things in every community is

to improve competitor-relations. We all know that bad competitive relations,
the kind involving cut-throat tactice, can be bad for business, Good
competition of the right kind is healthy--and we are constantly trying to
sell the idea that in order to have good competition, you must be a good
competitor,

Do you have any way of policing local business?

No--and police methods aren't effective in establishing good buyer-seller
relations, anyway--because police methods depend upon force, If the
merchant is forced to do something, he will deo it only while he ie being
watched, If he wants to do something, he will do it consistently.

That's right, C, I know that in my business, public opinien and the reaction
of competitors to a merchant's way of operating can have far more effect
than any "must-not” rules. No man likes to feel that either his competitors

or his customers regard him as unfair or unscrupulous,

But suppoese, for example, that a (Name City) merchant persists in rumning

misleading advertising, What can you do to stop him?

I think the most important thing we can do is point out to him in = friendly
way that he is wasting his sdvertising money.

What makes you think he's wasting his money?

Many lines of business depend upon sdvertising for a large part of their
sales, As long as the public believes their advertising, it will get
resulte, DPut once people become convinced that a merchant's advertising
is misleading, they will guit paying any attention to it, His advertising

will have to become more and more extravagant In ite claims to get any
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(CONT,) results and, finally, he will run out of new prospects, The
merchant who runs misleading advertising hurts himself more than anyone

elae,

Ts that equally true of a merchant who has three or four prices for each
item he =ells?

It certainly is, A person who pays one price for a plece of merchandise
and finds a friend who paid a lower price at the same store is rightly
regentful, You can't much blame him if he decides never to do business
with that store again.

Put what if he decides to go back and this time get the lower price on |

another purchage?

I've always been afraid to do business with stores that come down on their
prices because I'm never sure whether I'm getting the bottom price or not,
Wobedy can be sure, If a merchant establishes a fair price on his goods and
sticks to that price, everyone respects him and has confidence in him,

Then I take it that it's your feeling that merchants who deviate from sound

ethical business practice eventually run themselves out of business.

That's right, But that is no reason why you should let them run themselves
out of business, (Name City) needs 21l the businesa it can get. We try to
encourage all the new firms we can get., If a business can be made healthy
by mending its ways, we certainly shouldn't stand by and see it go to
pieces. And while an unethical firm is going through the process of
liguidating itself, it can't help but hurt other honest firms in the same

line.
T can understand that,

We would like to sell every merchant in (Neme City) on the Rotary ideals for
business conduct, There is no copyright on them. We are not only willing
but eager to share them with every businessman, We know they are right,
It's been proven time after time that he profits most who serves best, From
2 purely selfish standpoint, no merchant can afford to be greedy in the
conduct of his business, Look around (Name City), Pick the most successful
business institutions in our community, You'll find that the above-average
success in every line offers above-average service and enjoys above-average

confidence,

Feople want to trade with a firm they can rely on--and it does not take long
for the public to learn the worst when a firm is undependable, I don't

.-5.-



MR, C: (CONT.) know of any business in this community that can stay prosperous on
one-time orders, Every merchant needs repeat business, Whenever any
business man is tempted to take advantage of a customer, he should ask
himself whet that customer's repeat business might be worth to him over a
period of years, Aside from the moral satisfaction a man derives from
running his business on the highest lewvel, it is downright unprofitable
for a merchant to indulge in wnfair tactics, He gimply can't afford it,

MR, B: You see, even in the case of the rare individual who isn't bothered by
moral seruples, there is a common-sense appeal for deoing business the right

and honest way, BSharp tacties are stupid tacties in the long run,

ANNCR: But what if a merchant ig faced with unfair competition? What if his
competitors are all doing thinge he doesn't want to dof?

ME., At T wouldl say that such a merchant is in a position to do & quick job of
establishing himself as the best man in his line., He has a moral cbligation
to try to straighten out his competitors--to improve the standards of his
line of business--and he is almost certain to find at least one competitor
who feels as he does, When you get a couple of firms leading the way, the
others either fall in line cr fall by the wayside.

ANNCR: Mr, A, do you think s merchant should knock an unserupulous competitor?
Should he expose the competitorts unfalrness?

MR, At T don't think knocking a competitor ever helped anybody. If a merchant
sells what he has to offer, customers will soon enough find out that a
competitor isn't making such services available., Enocking creates emmities
apl makes business comditions slmost impossible. It eliminates any chance
of real harmony within a professional or business or trade group., And
knocking drives trade away. It hurts not only the person whose firm is
being belittled, but it hurts the knocker,

ANNCR: I see what you mean, Gentlemen, you said at the outset that one purpose
of the (Name City) Rotary Club's buyer-seller relations committee was to
sell Rotary's ideals to all business and professional men., I think you've
done & mighty convincing Job in this broadeast., I had never realized before
how impractical and improvident it is to do buesiness in an unfair way.
I wish we had more time to discuss the subject, but we haven't., Next week,
after Rotary Golden Theatre has presented a drama on a problem that affecte
all of us, Rotary Golden Round Table will follow Ilmmediately with a
discuseion of that problem as it applies to (Name City). Our panel for

T



(CONT,) next week's local participation in Rotary's Golden Anniversary
observance will consist of (NAMES AND IDENTIFICATICNS OF PANEL MEMEERS)--
all well qualified to discuss the subject to be presented, Re sure to be
with us again next week for another program presented by the (Name City)
Rotary Club and Station , a8 & public service--in your interest.




