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s e i g n e r s u r l ' é v o l u t i o n d e s i d é e s e t d e s f a i t s d a n s l e 
d o m a i n e d e s r e l a t i o n s i n d u s t r i e l l e s . 
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Institute of Technology. 
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ment — The Canadian Congress of Labour. 

Fact Finding in Industrial Disputes, Bryce M. STEWART and 
Walter J. COUPER— Industrial Relations Counselors Incorporat
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Profit Sharing and Stock Ownership for Wage Earners and Executi
ves, Bryce M. STEWART and Walter J. COUPER — Industrial 
Relations Counselors Incorporated, New York, 1946. 

Périodiques 

C A N A D A 

La C.T.C.C. présente son mémoire à Ottawa — Le TravaU, mai 
1946. 

L'organisation Internationale du travail et les Nations unies — 
Le Monde ouvrier, 13 avril 1946. 

The Congress Memorandum to the Dominion Government — 
The Canadian Unionist, avril 1946, p. 79. 

Canada's Labour Movement — The Canadian Unionist, avril 1946, 
p. 83. 

Programme de formation professionneUe — La Gazette du Travail, 
février 1946, p. 201. 

N o relat ively small group of men in the na t ion m a y 
have more influence on how soon we get away toward 
reconversion and readjus tment t h a n the wage negot ia tors . 
T h e y are ve ry much on the scene these days . And the 
p ro to type of the effective negot ia tor , pa t t e rned after 
his successful colleagues who are a l ready a t work, is 
beginning to emerge. Let us examine, t hen , some of 
t h e qualifications of the skilled negot ia tor . 

1. He is skillful as a negotiator and understands the 
technique of coUective bargaining conferences. 

2. He knows the place and importance of the personnel, 
and industr ia l engineering issues that are raised. 

3. He knows the procedural aspects of wage negotiations 
the so-called « legalistic » side. 

4- He knows the general economic « line » of the moment, 
and is informed on the broad issues of labor-management 
relations. 

5. The negotiator must have a fortunate personality 
either by natura l instinct or through development. 

6. He thinks beyond the conference room and the im
mediate negotiations at hand. 

M a n y managements are recognizing in their wage 
negotiat ions an oppor tun i ty for educat ing their em
ployees as to the fairness of the managemen t and its 
wise handl ing of company problems, a n d for enl ightening 
the public abou t hea l thy management - labor relat ions. 

In selecting negot ia tors and grooming t h e m for t h a t 
vi tal ly impor t an t job, each of the abovement ioned quali
fications should be kep t in mind . 

Ex t r ac t from an article by John F . Sembower, 
Indus t r ia l Relations, J a n u a r y 1946. 
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can Federationist, avril 1946, p. 18. & W. P. MALLARD — Personnel, janvier 1946, p. 237. 


