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Commence the
New Year Right

Handle Ebeling’s Spring Wheat Flout.
It is a trade winner. If you handle car
lots write

JOHN H. EBELING,

GREEN BAY, WISCONSIN.

Or you can get small lots from

S. S. SCHILLING

PETOSKEY, MICH.

WATSON & FROST,

GRAND RAPIDS, MICH.

Would be glad to quote you prices.

1 ol oI oI of of of of o of of of o oI ¢l <3

Not by lines of Palmistry but by 1
Profitable Lines of Goods upon J
your counters. Attractive lines .
of confections from the

1FORTUNE | Hanselman Candy Go, 1
! _|_ O |_ D of Kalamazoo,

are getting onto new counters
every day.

w TI¥ffTrffwWw

Four Kinds of Coupon Books |

= ==— n 411 =3 '

*
are manufactured by us and all sold on the a
same basis, irrespective of size, shape or de- X
nomination. Free samples on application.

TRADESMAN COMPANY, grand rapids.
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Are You Pushing

your flour trade for all there is
in it? Are you selling a flour
that gives complete satisfaction ?
Are you selling a flour that you
can guarantee to give satisfaction
or money refunded? Are you
selling a flour that you know is
the best f 7 the money in the
market? If not, you should sell

“LILY WHITE”

flour.
above.

Valley City Milling Co,,

GRAND RAPIDS, MICH.

We have described it

THE RAMOUS

m

5 OENT CIGAR.
Sold by all jobbers. Manufactured by

G. J. JOHNSON CIGAR CO., Grand Rapids

CAKE FROSTING.

Ready for Immediate use. Simply re'&uires beatindq. Always reliable and absolute'y pure.
anufactured by
TORQESON-HAWKINS CO.. Kalamazoo. M ich.



Largest Assortment

Lowest Prices...

****)******************

No matter what may be your requirements in the line
of printing, there is an establishment in Grand Rapids which

can meet your requirements. The establishment is known

as the

Tradesman Company

and it is located in one of the finest office buildings in the
city, the

New Blodgett Building

occupying two floors, each 66 x 132 feet in dimensions, which

is the largest floor space utilized by any printing establish-
ment in Western Michigan. Why deal with establishments
which have not the necessary assortment or experience to
turn out first-class work when the same money will buy full-
count, full-weight, artistic work? Remember we have the

Largest Floor Space
Best Equipment
Most Complete Facilities

A Free
Salt Seller.

DIAMOND CRYSTAL
SALT is a “free” seller be-
cause it is free from all salt
objections. No odor and no
grit— nothing but pure salt.

See Price Current

DIAMOND CRYSTAL SALT CO., St. Clair, Rich.

Strike while the

Iron Is Hot
and send us your order for
OLD COUNTRY SOAP while

you can secure one box free
with every order for io boxes.

néalleat . W rislej

ALLEN B.WRISLEY'S

.0LD COUNTRY

SOAP.

has stood the test of time and is everywhere
recognized as one of the Ieadin? brands’on the
market. This offer holds good for a short time
only, being subject to withdrawal at any time.

ALLEN B. WRISLEY CO., Chicago

neipp
MALT

Pgffeel

k
*

A
PURE
MALT

SUBSTITUTE
FOR

COFFEE

MANLFACTURED
BY

Kneipp Malt Food Co.

C. H. STRUEBE, Sandusky, Ohio,
Agent for Ohio, Indiana and Michigan.

Travelers* Time Tables.

Chicago "W:N&; R

Oolng to_Chicago

LV G’d. Rapids.....-.... 8:30am 1:25pm tII:OOgm
U. Chicago... ..._ 3:00pm6:50pm t 6:30am
g from Chica

Re 0.

L.IV.C icago. ., . 7:20am 5:0% m tll:30gm
r.G’d Rapids............ 1:25pm 10:30pm t 6:10am
Muskegon and Pentwater.

Lv. G’d. Rapids............ 8:30am 1:25pm 6:25pm
vr. G’d. Rapids 10:15am .......... 10:30pm

m.

) PARLOR AND SLEEPING CABS. .
Chicago. Parlor cars on afternoon trains and
sleeperson night trains. i i
North. Parfor caron morning train for Trav-
erse City.
tKvery day. Others week days only.

Geo. DbHaven, General Pass. Agent.
DETROIT

Apids AWestern.

Going to_Detroit.

Lv. Grand Rapids......... 7:00am  1:30pm 5:25pm

Ar. Detroit..... 11:40am  5;40pm 10:10pm
X from Detroit.

Lv. Detroijt... :00am  1:10pm 6:00pm

Ar. Grand Rapids....... 12:30pm  5:20pm 10:45pm
Saginaw, Almaand_Greenville.
Lv. GR 7:1am 4:20pm Ar. G R 12:20pm 9:30pm
To and from Lowell.
Lv. ?rand R\{;\\Plds ........ /:"0am _1:30pm 5:25pm
Ar. from LoweU.."12:30pm 5:20pm
THROUGH CAB BBBVICB'.
. Parlor cars on all trains between Grand Rap-
ids and Detroit and between Grand Rapids and
Saginaw. _Trains run week days only.
Geo. DeHaven, General Pass. Agent.

n p A vjrv Trank Railway System
V»m v A lvI/ Detroit and Milwaukee Dlv.

Eastward.
tNo. 14 tNo. 16 tNo. 18 *No. 82

Lv. G’d Rapids.6:45am 10:10am 3:30pm 10:45pm
Ar. lonia........ 7:40al :17am 4:3%8m 12:30am
Ar. St. Johns..8:25am 12:10pm 5:23pm I:57am
Ar. Owosso__ 9:00am 1:10pm 6:0?ggm 3:25pm
Ar. E. Saginaw 10:50am : :
Ar. W._Ba%/ C’y11:30am X :
Ar. Flint...... 10:06am :
Ar. Pt. Huron. 12:06pm .. :
Ar. Pontiac.. 10/53am 2:57pm 8:25pm 6:
Ar. Detroit... 11:50am 3:55pm 9:25pm  8:06am

Westward.
For G'd Haven and Intermediate Pts__ 7;00am

For G’d Haven and Intermedjate Pts— 12:53pm
For G'd Haven and Intermediate Pts™ 5:12Pm
tDally except Sunday. »Dally. Trains arrive
from the east, 6:35a.m., 12:4%). . 5:O7E.m 9:55
.m Trains arrive from the west, 10:05a.m.,
:22ap.m., lO:lSF.m.
Eastward—No. 14 has Wagner parlor car. No.
1'\?0 plaSr\IRIra ﬁ%rr' V\Ile?tg:’/izrard—No. 11 parlor car.
e Y hes. A G.P. BT A,

Ben. Fletcher, Trav. Pass. A%q

Jas. Campbell, CI% Pass. Agent
No. 23 Monrtoe St

n D AwRN A Indiana Railroced
UK A itl/ Sept. 17, 1896.

Northern Dlv. i
ve  Arrive

ea!
Trav. C', Petoskey & Mack., .t 7:45am t 5:15pm
Trav, C'))//, Petoskey &Mack...t 2:15pm t 6:30am
Cadillac.......ccoveeiivenseneriiineranns t 5:25pm +11:10am
Train leaving at 7:45 a.m. has parlor car to
Petoske)i and Mackinaw. i
Train’leaving at 2:15 p.m. has sleeping car to

Petoskey and Mackinaw.
Southern Dlv.

Leave Arrive
:10am

as parlor car to Cincinnati.
sleeping car to Cincinnati.
Muskegon Trains.

[eo]

.. ¥7:35am t1:00pm +5:40pm
Ar Muskegon.... 9:00am 2:10pm 7:05pm

Lv Muskegon.... ..+§:10am' +11:45am +4:00pm
ArG’d Rapids............ 9:30ﬁm 12:55pm  5:20pm
tBxcept Sunday.” »Dally.

IR ASEUN. sta_ Gen e R Tht. Agt

LvG’dRaplds

Every Dollar

Invested In_Tradesman Company's
COUPON BOOKS ‘WIH yield 'hard-
some returns in saving book-keeping,
besides the assurance that no charge
Is forgotten. Write

TRADESMAN COMPANY, Grand Rapids

£8:25pm
+1:56pm
»7:25am
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Tl»e........
PREFERRED
BANKERS
LIFE
ASSURANCE
COMPANY
........ of NiCHIGATff
Incor?orated by 100 Michigan Bankers. Pays
| death claim$ promptly ‘and in full. This
Com any sold Ewo and One- half jlllgns of I -
sural ce In Michigan in ein
rnltted into s ven of the Nor[] fter States at
tllme mot %esnab plan before ihe
people Soun

Home offlce DETROIT, Michigan.

Established nearly one*ha!f a century.

Ruess; Ni
All mail orders promptlﬁ attended to, or w&tee

o a(ﬂ] %n ﬁgerﬁo\\livvl IaSmOV%o&]gl?rOUBroémlfe

ars
n %1 onnor wil eeté
Hote Thur! da}qan Fr| ay, Fe

at the Palmer House, C I\/P frem Wednesday,
March 3, until Thursday, arch 11, inclusive.

Tre Ml Trust &0,

Grand Rapids, Mich.
Acts as Executor, Administrator,
Guardian, Trustee.

Send for copy of our_pamphlet, “Laws of the
OéaFt)erz opf M;chlgan on Descent and Distribution

Commrerdial Credit Co,,

(Limited)
ESTABLISHED 1886
Reports and Collections.
4iH12-413 Widdlcomb Bldg, Grand Rapids.

.THE

- FIRE*
AR S A

A Prompt, Conservatlve Safe.
J.W.Champlin, Pres.” W. FreliMcBaih, Sec.

Snedicor & Hathaway

80 to 89 W. Woodbridge St., Detroit,
Manufacturers for Michigan Trade.
DRIVING SHOES.

MEN'S AND BOYS* GRAIN SHOES.

Smith Shoe Co., Agts. for Mich., O.and Ind.

Tradesman Coupons

Save Trouble
Save Losses
Save Dollars

GRAND RAPIDS, WEDNESDAY, FEBRUARY 17,1897.

FROM FRESH TO SALT WATER.

Despite the fact that the United States
enjoys a half ownership in the great
lakes of Superior, Huron, Erie and
Ontario, and the whole of Lake Michi-
gan, the outlet to the sea from these im-
portant waters is through British terri-
tory.

This is a fact which is not only hu-
miliating to American pride, but, in
time of war, would operate most seri-
ously to the disadvantage of the great
republic. There is, therefore, an anx-
ious and deep-seated desire on the part
of many people to create an artificial
channel wholly in the territory of the
United States, giving direct communi-
cation for shipping from the lakes to
the sea.

In order to secure reliable information
on the subject, by authority of Congress,
a commission was appointed to ex-
amine and report, and the report has
been recently transmitted by the Presi-
dent to Congress. It gives in detail,
with maps and plans, descriptions of
the several available routes from Chi-
cago and Duluth through the lakes to
the sea.

The figures given show that the dis-
tance from Chicago to the mouth of the
St. Lawrence, at Pointe des Monts, is
i,6q8 miles; to the Atlantic Ocean, at
Sandy Hook, the distance by the Cham-
plain route is 1,642.5 miles; by the Mo-
hawk route it is 1,440 miles. The dis-
tances from Duluth are 67.5 miles
greater.

In order to get to the sea through
home territory it is necessary either to
enlarge the Erie Canal for the passage
of ships, or make a route from Lake
Ontario, at Oswego, to the Mohawk
River, and thence to the Hudson, or to
open a route through Lake Champlain
to the Hudson River. Assuming a
depth of thirty feet to be necessary, the
length of the artificial channel to be
constructed is 202.8 miles by the St.
Lawrence route, 304.6 by the Champlain
route and 272.3 by the Mohawk route.
The proposed Nicaragua Canal is 170
miles long (fifty-seven miles in open
lake), with six locks, lifting the traffic
110 feet above the sea. The new Pan
ama Canal is forty-three miles long,
with ten locks, and the total lift is 112
feet.

By the Mohawk route a summit 444
feet high must be passed, whence the
descent is made to Lake Ontario, 252
feet above the sea. Lake Erie is 573
feet above the sea, and to lift the traffic
from Lake Ontario to this level will re-
quire several locks. It will be seen
that the Nicaragua Canal and the Pan-
ama Canal, immense and costly as those
undertakings are, must still be far
cheaper than the aggregate of the arti-
ficial channels to be constructed for
either of the proposed deep waterways.

The commission discusses at some
length the various possible routes.
These begin at Chicago and at Duluth,
and there can be no question as to what
the routes should be until the eastern
end of Lake Erie is reached. Then
the commission considers a ship route

through Western New York, along the
general course of the Erie Canal, as not
desirable. It would involve from 120
to 140 miles more of artificial canal
than the route by way of Lake Ontario
and the Oswego-Oneida-Mohawk route.
It would be crossed by many bridges
and might have as many locks as the
other route, and would have a side hill
location across lines of drainage for
much of its course.

Furthermore, it is considered desir-
able to bring Lake Ontario into the line
of deep-water navigation because of its
local commercial possibilities.  The
question of a trunk route is thus re-
duced to the natural course through the
great lakes, and from Lake Ontario by
the St. Lawrence to tide-water at Mon-
treal or to Lake Champlain, and thence
down the Hudson, or by Oswego and
Lake Oneida to the Mohawk valley, and
thence to the Hudson. Each of these
three routes is considered as having in-
dependent merits, but the enormous cost
of any one of them must prevent for a
long time its construction as a highway
of commerce.

AMERICA MUST RETALIATE.

The way in which European coun-
tries have long discriminated against
American products, and the subterfuges
to which they have resorted, to exclude
them from their markets, have proven
exceedingly exasperating to the Ameri-
can people, and it would not be surpris-
ing if a strong demand were made
upon the next Congress to adopt retali-
atory legislation. President Cleveland
has already sounded the keynote in the
case of Germany, by withdrawing from
German tonnage the exemption tax
which had been previously enjoyed, and
no doubt other ways of retaliating could
he easily found.

While Germany is not alone among
the European powers in discriminating
against us, her hostility has been bolder
and more far-reaching. Although com-
pelled to withdraw the absolute pro-
hibition against the importation of
American meats which once existed,
Germany has constantly tried to restrict
the entry of American meat and pork
products in every possible way. Charges
that American pork is trichinous were
trumped up on every possible occasion,
and an almost prohibitive inspection
system inaugurated.

So burdensome have the exactions of
the German government become, that
the packing interests of the West have
formed a protective association for the
express purpose of combating this Euro-
pean trade hostility, and an executive
committee has been appointed for the
purpose of devising the best method of
offsetting the opposition of Europe.

Recent cables from Berlin indicate
that investigations made by the Prus-
sian Minister of the Interior prove that

the allegations that American pork isiern centers.

trichinous are groundless. Some time
ago the Prussian Minister of the In-
terior issued instructions to the heads
of the government districts in Prussia to
obtain, in cases where trichinae had
been found in American pork, data
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which would enable the American Gov-
ernment to trace the offending shippers
and officials. It now appears that only
five out of thirty-three districts sent any
reports of instances of trichinous Amer-
ican pork, and these reports were not ac-
companied with the data asked for by
the Minister of the Interior, so that
proof of the trichinous character of the
pork is not forthcoming in a single in-
stance. Of even these doubtful cases
the number is only thirteen.

The Prussian government has not yet
published a report embodying this in-
formation, and, owing to its favorable
character to American meats, it is
probable enough that it may never be
published. Such a report would give
mortal offense to the agrarians who are
now a power in politics in Germany.

GENERAL TRADE SITUATION.

On every hand the greatest signifi-
cance is attributed to the breaking up of
the steel rail combination, the last of
such organizations to endeavor to keep
the price of a great iron product far
above its normal value. Extensive or-
ders were placed and the steel rail
industry sprang into instant activity,
although, in some cases, the companies
took advantage of the decrease in price
of their product, or were compelled by
it to make a reduction in the scale of
wages. In most other branches of man-
ufacture there has been an increase of
activity and many factories have re-
sumed operation or increased force dur-
ing the week. Notwithstanding the de-
cline in steel rails,the general tendency
of prices has been upward during the
week,to an extent which would indicate
that the low ebb is past in most lines
of trade.

It is interesting to note that the tend-
ency in all lines of iron and steel manu-
facture, except rails, has been upward.
Prices have advanced for Bessemer pig
and are firm for steel billets. The num-
ber of iron industries to resume opera-
tions during the week has been greater
than for some time previous.

The purchase by one speculator of
750,000 pieces of print cloths has had
the effect of stimulating the cotton fab-
ric market and there is considerable
movement, with advance in prices.
Cotton has declined slightly but wool
continues active and demand is finally
materializing for some of its manufac-
tures.

Wheat has fluctuated within a range
of about 3 cents, with a general tend-
ency downwards. Other grains have
shown a weaker tendency.

The leather and shoe trade is in a de-
cidedly better condition than at the
same season for several years. Eastern
shipments are reported heavy and the
outlook is decidedly encouraging.

Money continues plentiful at the East-
Exports and imports have
not been as favorable—the former in-
creasing with a diminution of the lat-
ter. Bank clearings have shown a con-
siderable increase and failures have de-
clined to 267, against 321 for the cor-
responding week of last year.



Bicycles

Some Bicycle Advertising—McLaugh-
lin Up to His Old Tricks.
Written for the Tbadisman.

The most prominently advertised ar-
ticle at this season is the wheel; and
among the bicycle advertisements in
the magazines at present, | believe may
be found some of the best that have
ever been written, and | will also ven-
ture to say that there are some of the
very worst as well.

Among the former may be classed
that series of illustrated adlets the Clip-
per people are running in the Trades-
man. Everyone in the lot tells some-
thing of interest to bicycle riders;
something of interest or information
about the Clipper bicycle. They are
all neatly and artistically designed and
most of them are eye-catchers.

“ Rugged as its name implies:—‘The
Outing Bicycle’ “ is good, too, and it
is something rather out of the common.
Almost anybody would remember it,
and associate qualities of durability and
toughness with that wheel forever after-
ward. A wheelman who has been read-
ing the advertisements of the Trinity
bicycle and who thinks he doesn’t want
one of the wheels, would, | imagine,
be rather bard to find. The Trinity
wheel is so new that none of us have
seen it, nor a picture of it, nor a de
scription of it, unless at one of the re-
cent cycle shows, but its advertising
has been new and unique. The state-
ments made have been emphatic and
full of earnestness and they have im-
pressed riders with the idea that the
makers of this wheel know their busi-
ness, that they are hustlers, and that
they will produce the best that can be
made.

The Monarch people recently awarded
some prizes for poster designs. If these
posters were intended merely for. deco-
rative purposes, the award of first prize
may have been worthily bestowed ; but
were the object the advertising of Mon-
arch bicycles, it seems as though the
judges shot rather wide of the mark.
The design thought best is a drawing of
a lion and it is splendidly done. The
trade-mark of the Monarch people is a
lion's head, but there is nothing in the
design suggestive either of wheels or of
the regular trade-mark of the company.
The words, “ Monarch Bicycles: The
King can do no wrong,” might, with
nearly as much propriety, be attached
to the picture of a dromedary. It is
easy enough to quarrel with the adver-
tisements of others, however, and per-
haps the Monarch people will sell
enough wheels through the seductive
influence of this poster to enable them
to retire from bu‘sinsss*at an early day.

Some time ago the Tradesman got
after Mr. Four Ex McLaughlin and gave
that gentleman so hot a chase that he
made bis first compromise with the re-
tail trade. He stopped the practice of
throwing a handful of advertising mat-
ter promiscuously into his packages of
roasted coffee and enclosed it in an
envelope. This was an improvement.
Now, however, although his paper dolls
are placed in the envelope, a small
square printed circular is still “at
large,” and it gets into the coffee mill
and gums it up, and fills the customer's
coffee pot with scraps of paper, just as
of yore. For this reason, among others,
grocers are becoming less and less will-
ing to handle package goods and many
merchants have thrown them out alto-
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gether. It takes good judgment and
considerable perseverance to work a
package coffee community over into
consumers of a superior article in bulk ;
but it can be done—has been in many
places—and there is money in it for the
grocer. Now | don't want Mr. Mc-
Laughlin to start a suit for damages
against the Tradesman on account of
this article; but if he can construe any-
thing in it into a free advertisement for
his goods, | am sure he is welcome to

the notice. . x %

“ 1 always try to do the square thing
between my customers and ‘the
house,” " said a veteran traveling man
recently, “ but it’'s mighty hard some-
times to tell what to do. | never worked
for a firm yet that didn’t want to make
all the profit it could, and that man
never lived who could get big prices
in the face of competition and hold his
trade. Most houses begin to sock on
the profits as soon as a customer com-
mences to get embarrassed, but I could
never see the sense of that, for you only
beat yourself in the end. Now 1 had a
customer at Smith's Lake who got in
bad shape. He owed us and couldn’t
pay and the house always shipped him
hard stuff' if there was any in stock. |
sold him three barrels of pork at $11.50
that cost us $10. That made us $1.50 a
barrel, and it was enough, but the old
man kicked when the order went in and
said Jones would stand more'n that;
said he'd stand another dollar. ‘What
d'ye want to do that for?’ I asked.
'You'll lose it in the end, anyway, and
if you charge him fair prices now he
won't owe so much when he busts.'
Well, that was the worst pork that | ever
saw. It was a special brand, and just
a little the rankest that ever went out of
Grand Rapids. When Jones got it, he
rolled the whole business into the lake.
Sent him a dozen cheese one time—
bard cheese—and he fired that all in
the lake, too. There was a walk lead-
ing from his store to the water, and
he’'d start those cheeses rolling, and
then just stand there and watch 'em
plunk. Next time he saw me he says:
‘There’s your cheese, right out there in
the lake, chasin' the pork.” Dry goods,
too. Got a lot of socks that wouldn't
sell, and he used 'em fer kindling.
He'd throw a bundle of 'em in the
stove, pour kerosene on 'em and just
watch 'em burn. Said socks beat any-
thing he’'d ever used. When he went
broke he owed the gang—agroceries,
dry goods and shoes—about $4,500. We
had $1,500 in it. | got there first and
secured $800, but nobody else got a
cent.” George Crandall Lee.

News and Gossip of Interest to Dealer
and Rider.

The New York cycle show which
closed Friday night was, as expected,
the largest in both exhibits and attend-
ance of any ever held in this country.
The Cycle Board of Trade, under whose
auspices the exhibition was given, very
largely increased the handsome surplus
already enjoyed as the result of similar
exhibitions previously held. The opin-
ion seems to prevail that there will be
such exhibits in the future, notwith-
standing the fact that they impose a
tremendous cost upon the manufactur-
ers. The interest shown at these ex-
hibits leads to the urging of local ex-
hibits with a view to their effect upon
the retail trade. When it is remembered
that the national exhibits offer no at-
traction to the people other than the
new makes of wheels and their adjuncts,
the fact that many thousands attend

every session—that the crowds invari

ably increase from the opening to the
close—certainly indicates a remarkable
interest in the subject. If it is owing to
a “ wheel craze” there are certainly no
indications of its abatement; indeed,
there seems to be a constant increase.
That such vast crowds should flock to
see the almost imperceptible difference
in the various wheels, discuss the
points and relative merits of the great
variety of saddles offered, and even to
give attention to the minor articles of
the wheelmen’s outfit, shows an interest
which, to say the least, is curious.

The question of what is the best in
saddles is one of engrossing interest.
So much has been said and written up-
on the injurious consequences likely to
follow the use of poorly-constructed sad-
dles, there is more attention given the
matter than it really deserves. Not that
there may not be injurious saddles, but
that when there are such their injurious
effects become quickly manifest. It is
the experience of the oldest riders that
the best saddle is the one most comfort-
able to ride. There need be little con-
cern as to the saddle if its use is not
attended by any immediately unpleas-
ant consequences. The comfortable
saddle is the sanitary saddle. The in-
experienced rider, in selecting a saddle,
is most apt to consider softness as a
most desirable quality. Longer experi-
ence demonstrates that the firmer and
most suitably shaped for comfort is the
best, and a test in actual use is of more
value than anatomical treatises and

diagrams. y xox

The advertising of bicycles and bi-
cycle sundries shows the greatest pos-
sible diversity of methods and degrees

of effectiveness. It is noticeable that
many of the most prominent advertisers
show the least ability in representing
their goods in an attractive manner.
Thus, to demonstrate the excellence of
certain saddles and the opposite quali-
ties of certain othefs, a section of the
human skeleton is made the prominent
feature of the advertisement. Such a
repugnant feature can but cause sur-
prise to any who may have given study
to the science of advertising. And the
same defect is seen in much of the ad-
vertising of prominent wheels. One is
characterized by a repugnant picture of
an obese rider on a slender wheel,
which seems, of course, entirely out of
proportion. Now, to heavy people, to
whom such advertisements are ad-
dressed, there is the suggestion that
they might present a similar appear-
ance. The more common use of at-
tractive, graceful pictures of well-
formed wheelmen,and well-proportioned
riders and wheels, is by far the most
effective.
[ S

The winter exhibits are considered as
marking the time for the real begin-
ning of the season’s business, that is
the preparation for the retail trade. Of
course, the placing of orders has been
going on for many weeks, and ship-
ments have gone forward to a consider-
able extent, but these exhibits will
mark a sudden and rapid increase in
the movement; for a great proportion
of the dealers have been waiting to see
what improvements and novelties were
likely to be developed, before placing
orders. The season for the retail trade
is so near that there will be a general
rush, even of those who do not attend
the shows, to lay in their stocks.

Nate.

B Few Weeks

the festive bicycle salesman will be trying to con-
vince YOU that his is the only “high grade” bicycle.
He will tell you all sorts of yarns and give you all

sorts of reasons why you should buy

a------- wheel

You may be told that Clippers are “cheap wheels,"‘
“never were high grade,” are “not up-to-date,” “ run

hard,” etc., etc.

Thissaleman told his customers the

same story last year, and before the season had
closed his so-claimed “high grade” was selling at

retail for less than Clippers are wholesaled at.

New

Clippers have forced the prices of some standard $.00
wheels to $75.00 and $30.00, and have come up like

a cyclone
grades.

into the ranks of the highest of high
Buy a Clipper and get your money’s Worth.

Ipids (Tcle (0*

A LINE OF

BICY

CLES

FOR LIVE RESPONSIBLE DEALERS.

THE TRUSS FRAME AMERICA.
THE HAMILTON-KENWOOD.

THE WORLD.

Write for Catalogues and Prices.

ADAMS & HART,

DISTRIBUTING AGENTS,

GRAND RAPIDS, MICH.



Petting the People

Some Suggestions on the Wording of
Advertisements.
Written for the Tradesman.

There are two ways of writing an ad-
vertisement—the right way and the
wrong way. To go at the matter in the
right way, there are a few rules one
should follow:

The first thing in importance is the
heading. It should be bold, concise
and truthful. It should be something
out of the general order—something
that by its uniqueness and originality
will command attention at once. As |
have said many times, it should have a
direct bearing on the advertisement
itself.

Too much matter of a general sort in
the advertisement is worse than not
enough. Make it terse, crisp and to
the point. Eliminate all words which
are not a necessity to a full understand-
ing of what you desire to convey.

Generalities should not be indulged
in, but particularization is the life of
an advertisement. Some particular ar-
ticle should be made prominent, with
the advantages fully set forth which
will make that article a seller. Bring
out your arguments in a manner so log-
ical and clear that, when the reader
finishes, he is convinced that yours are
the goods he wants and will buy. There
is nothing salable that may not be ad-
vertised in such a way as will sell it.

Only a few points are necessary in
advertising any article, and they are
plain and practical and of use to the
buying public. Among them are the
value of the article, intrinsically and
usably, where to buy it and WHY it
should be bought at that place.

Repetition in advertising phraseology

is a vain effort and of no avail. Once
said, rightly, is enough. Verbiage
brings forgetfulness—brevity insures
remembrance.

Take one thing at a time and have
something to say of it which will com-
mand the attention and confidence of
the reader.

Confidence is a prime requisite for
success in advertising. It is of slow
growth and results from an absolute
backing up of every statement made in
the advertisement by the goods sold and
the manner of selling them. The hon-
esty of one merchant in advertising is
of benefit to every dealer, in that it be-
gets confidence in the class as a whole.

* * *

Advertising is the standard by which
your business is judged. It is like a
traveling man. No reputable house
knowingly sends out to its trade a dis-
reputable traveler, for he, like the ad-
vertisement, meets the public, and from
him are their impressions largely gained
of your business and goods. Shabby
advertising bring*s s*hal’J(by returns.

To one not posted, it seems an easy
matter to be as natural and free in writ-
ing as it is to talk, but in reality it is
one of the most difficult things possible.
To write an advertisement in a conver-
sational, convincing manner, with no
trace of snobbishness, vulgarity, stilted-
ness—no straining after effect and with
utter absence of artificiality—is a knack
too few people possess.

One of the commonest things in mer-
chandising is, to put it in a homely
phrase, too big stock, too little advertis-
ing. The merchant fills his shelves with
all the goods his capital and credit will
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stand, exhausting all his resources.
Then, when it comes to selling them,
he is cramped for cash and all expenses
are cut down to the lowest possible
notch. This includes advertising,
which, as we know, is not an expense
but an investment. With his money
tied up in stock which sells slowly for
lack of publicity, the merchant is too
often seriously inconvenienced, when,
with less stock and more advertising,
he might be enjoying a profitable busi-
ness. A little, well advertised, is far
better than much, with no publicity.

* x % Nemo.

Below are a number of newspaper ad-
vertisements which are to be com-
mended as being excellent samples of
what good advertising should be :

I

Happiness In the Home!

RR@ARRRRE®®<ft

Where’s TFhere’s ®
Music There’s...

Not only that, but it refines
and, elevate We mind, Mu-
sic is one of the best gifts to
man. It sheds a blessed in-
fluence all around;
to lighten one’s cares, and
¥nzﬂ<e time pass delight-
ully:

Look over our line of
Musical Instruments.

J. P. LOSEY.
YALE, niCH.
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Seeing Is Believing.
Unless we can get you to visit this
store and “see With your own eyes
just what we are doing to deserve
our Patronafqe, there is not half the
pportunity for us to obtain it. Once
you visit the store, however, an
come under the witchery of our val-
ues, you’re sure to be a frequent and
legufar  visitor.  Then we »hall be
satisfied, for no woman who fully
understands and a%)re lates this
store |53|kely to go elsewhere to buy
dry goods.

ust at present, weare offerln? val-
ues in certain lines which should in-
terest every shrewd, well-posted buy-
er. Read” these prices and see if
they do not agge | tﬂ your judgment
and your pocket-book.

?00000000000000000000000<K)
x Perhaps....

ou are not entirely sujted with the
tore where you have been buying
groceries. “Prices may be “low
enough, but ue“ltly Rot s(?tlsfac—
tory, or quality all right and prices
all'wrong. In" either case, you are
invited t? giveourgroceries a trial.
It ‘is_well “to 'impress on you, the
fact that the quality must be right,
and the price’ attractive before"we
will admit any line of goods to our
ro tir stock; otherY\nse the seller
»obliged to seek a less particular
buyer.” That’s why we are able to
lead. These asseftions can best be
proven to you throu a sample
o]rd_er. k;?ee%d this lis anf%ttehstour
claims ryjng some of the ar-
tlges on)\//vhl%h g/e quote prices.
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Both of Us...

Will profit by your trading here.
Our Interests are mutual.” You
save money trading with us be-
cause we give betfer values for
less monea/ than others, while
our added patronage swells our
usuhess; so both “of us profit
together.

J. H OOTSHALL & QO,
Flint, nich.

Strategy Behind the Counter.

The woman was one of those night-
mares of busy clerks—a professional
shopper- and she had the man at the
dress goods counter take down half his
stock for her examination, and after
consuming nearly an hour of his time,
she decided that nothing suited her ex-
actly and rose to leave.

The proprietor of the store was stand-
ing in the door, as was his custom, and
he always accosted the customers as they
came out, to see if they had found what
they desired. If a clerk failed to make a
sale he generally heard from it as soon
as the customer left. This particular
clerk was in line for the chief place in
his department, and he wanted it. He
knew that if the proprietor should find
out from the woman that her wants had
not been supplied it would not be
greatly to his credit, so he said :

“ Madame, do you see that man stand-
ing in the door?” *“ Yes.””

“ Well, if he should speak to you as
You go out don’t be alarmed. He is a
unatic, but being a relative of the
owner of the store he is allowed a great
deal of liberty, as he is dangerous only
at times.”

The woman gathered her handker-
chief and umbrella and started for the
door looking a little nervous. When
she was about to pass out the proprietor
turned to her suddenly and said :

“ Madame, did you get what you
wanted?’’
The woman uttered a frightened

squeak, swung her umbrella at a parry,
skipped out the door and fled up the
street three or four doors before she
slowed down to a fast walk.

The proprietor, filled with surprise,
went back to the dress goods counter
and said:

“ What in the world was the matter
with that lady who just went out?”

“1'd like to know myself,” said the
clerk. “ She acted very queerly while
she was back her. 1 really think she
must be crazy.’’

And the proprietor evidently thought
so himself, for he said no more about it.

King Tommy’s Rise and Fall.

Tommy was ruled by bis father and mother,
Tomm¥ was bossed %y hSIS oﬁder brother.

Tommy was tyrannized over each hour
By a very small maid with the face of a flower,

But one day Tommy was given a wheel
And he felf like a King on'a throne of steel.

Now, a sudden rise from a serf to a king
Has always proven a dangerous thing

The people who come into power too quick
Go up like a rocket and down like a stick.

King Toro, befare the first day was done,
Was Emperor, Sultan and Czar in one.

He owned the pavement, he owned the street.
He ran the officers off their beat.

He frightened the coachmen out of their wits
As he scorched right under their horses’bits.

Pedestrians fled when they saw him approach;
He caused disaster to carfiage and coach,

F%ior\ﬁ ever turned out and his pace never
His bell Was a signal to clear the road.

And | would not repeat, indeed, not I,
What the truckmen said when his bike went by.

King Tom only winked in their eyes with a grin,
Proud of his power to make theni sin.

And bolder and bolder each day he grew,
And faster and faster his bicycle flew;

And he was certain he owned the earth
And all that was on it from girth to girth.
And he always got off without hurt or scratch,
Till'all of a sudden he met his match.

eigning one time in his usual splendor.

came face to face with a Cable’s fender.

R
He
He rang his bell for the right of wz&y;
But a biker may ring till his hair turns gray,
And a Cable Car or its Cousin Trolley
Will pay no heed to that sort of folly.

a
Allthat King Tom recalls of that day
Was riding into the milky way,

Where_he saw all the stars in the heavens. Well,
There isn’t much more of his reign to tell.

He gave his wheel to his brother Bill i
And walks on two crutches—and always will.

.as he looks at his wooden leg,
like a rocket and down like a peg.”
Ella Wheeler Wilcox.

And he says
“1 went up

Our
New
Cake

To grocers isa

Business
Tonic

To consumers is a delightful and
sought-for confection.

MINCE PIE

Are you handling it?

The New York Biscuit'co.

Grand Rapids.



Movements of Merchants.
Plainwell—Young & Tefft have opened
a new market.
Nashville—Fred Baker has opened ;
confectionery and fruit store.

Shepherd—Judson H. Scott succeed
Walker & Scott in the drug business.

Charlotte—J. H. Green has purchased
the clothing stock of J. Levy & Sons.

Birch Run— Mclntosh & Hover havi
discontinued their general store busi
ness.

Fairgrove—J. R. Hamilton has pur
;:haged the drug stock of Chas. Moore
and.

Cass City—Simeon Ostrander sue
ceeds L. E. Karr in the furniture and
undertaking business.

Rose City—Jacob Litman has sold hi
dry goods, clothing, grocery and boo
and shoe stock to S. Langsberg.

Harrisville—Kahn & Michelson sue
ceed Sandorf, Kahn & Co. in the dry
goods, clothing and shoe business.

Sand Lake—H. Blackburn has closed
out his meat business at Trufant and
opened a meat market at this place.

Cambria—R. Franks & Co., dealers
in dry goods, clothing and boots and
sho_es, have dissolved, J. M. Isenstadt
retiring.

Munith—Walton & Co. have sold
their general stock to Freeman Salis
bury, of Middleton, who will remove i
to that place.

Benton Harbor—Hutt & Anderson
proprietors of the Benton Harbor Hard
ware Co., have dissolved, Geo. Ander
son succeeding.

Big Rapids—W. H. Swift has sold
his interest in the grocery firm of Bar-
ton & Swift to his partner, who will
continue the business under the style of
C. W. Barton.

Shelby—F. W. Van Wickle has sold a
half interest in his drug, grocery and
commisson business to C. D. Lewis and
the style of the new firm will be Van
Wickle & Lewis.

Orangeville—Eli Nichols has sold his
general stock to J. M. Burpee, who re-
cently sold his grocery stock at Way-
land to C. A. Ryno. Mr. Nichols has
been in business since 1854.

Owosso—L. O. Underwood, who has
been in the employ of the Johnson Bak-
ing Co. for some time, has leased the
business. E. M. Johnson will give his
entire time to the wholesale business.

Lansing—The Colonial Insurance Co.,
New York,and the Home Mutual Insur-
ance Co. of San Francisco, both stock
fire and marine companies, have been
authorized to transact business in Mich-
igan.

Pentwater—D. D. Alton and a silent
partner have purchased the interest of
Will J. Hopper in the Crescent drug
store, which will be under the efficient
management of Mr. Alton. Mr. Hopper
returns to bis first love, the dry goods
and millinery business at Fremont.

Middleville—J. W. Armstrong has
purchased the Dr. Hanlon brick build-
ing, on the north side, and, after re-
modeling same, will move his drug and
wall paper stock from the store on the
south side, where he has been located
for several years, to the north side store.

Mackinaw City—W. E. Robinson
has purchased the fishing business of
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Lake Ann—O. C. Fish, who has al-
ways been considered one of Lake
Ann’s most prominent citizens, filed a
trust deed Feb. 9, covering property

should be, an important part cf aclerk’s
business.

An incident in this connection was
told me the other day : A wealthy man

amounting to about $870 and naming |in Wilmington, Delaware, had been, for

M. L. Lake and C. S. Linkletter as
trustees. Since that date Mr. Fish’s
whereabouts have been unknown.

St. Johns—A difference of opinion
having arisen between H. V. Hughes
and some of the other stockholders of
the Alderton Mercantile Co., Mr.
Hughes has resigned the position of
Secretary and relinquished the manage-
ment of the business, having disposed
of his stock in the corporation to Mr.
Alderton. At the annual meeting of the
corporation, held Feb. 15, the following
officers were elected: President, Geo.
A. Alderton; Vice-President, Ed. P.
Waldron, Secretary and Treasurer, F.
M. Spaulding.

Manufacturing Matters.

Mt. Pleasant—Chas. S. Moore con-
tinues the hoop manufacturing business
formerly conducted by Prince & Moore.

Detroit—The Enterprise Foundry Co.
has filed articles of association. The
capital stock is $5,000. of which $1,200
is paid in.

Bailey—Thbe Bailey creamery has been
leased by Chris. Hansen and Tbos.
Hagadorn, of Trufant, who will con-
tinue the business;

Benton Harbor—Geo. Butzbach suc-
ceeds Butzbach & Schultz in the pro-
duce and fruit business and the manu-
facture of fruit boxes.

Standish—The Standish Electric &
Manufacturing Co. has merged its busi-
ness into a stock company under the
style of the Standish Electric Co.

Lakeview—C. M. Northrop’s cold
storage building collapsed last week,
the owner having finished getting in his
ce only the day before. The loss to
the building is about $1,000. The
creamery machinery is not damaged.

Thompsonville—The Tbompsonville
Cooperage Co. has bought from the
Thompson Lumber Co. the lots and
store building now occupied by Mr. An-
derson. Extensive alterations and re-
pairs will be made on the property as
soon as the weather will permit.

Bradley—The Bradley Creamery Co.
has been organized here with a capital
stock of $3,375 for the purpose of build-
ng and equipping a creamery, which
will begin operations about March 15.
The officers of the corporation have not
yet been elected, operations so far be-
ng conducted under the supervision of
a building committee consisting of B.
Burlington, A. Deuel, S. S. Fox, W. R.
Fox and Joseph Fansler.

The Wrapping of Packages.
Written for the Tradesman.

Wrapping packages, in the larger
stores of the cities, is confined to a de-
partment and is reduced to a science,
but in the retail stores of the villages

nd smaller towns each clerk wraps up
whatever he sells.

It is hard for one to realize the im-
portance of neatly-wrapped bundles.
Buyers are full of whims, if I may use
the word, and it often happens that an
lly-wrapped parcel, trifling though it
may seem, is the cause of the loss of
that particular customer's trade.

Merchants cannot be too particular
about this. It should be insisted upon

D. A. Trompour & Co., and in a few that every bundle be wrapped up as

days, as soon as the business of the old
concern can be settled up, Mr. Robin-
son’s name will be substituted in all
business transactions for that of the old
firm.

carefully and neatly as it is possible to
do it. 1 was told, the other day, of a
merchant who drilled his employes as
carefully in this matter as if it were a
trade by itself, and, in fact, it is, or

a long time, accustomed to buy his
cigars in a certain cigar store, and, as
be was a heavy smoker, using only the
highest priced brands, his trade was
valuable. It chanced, one day, that a
clerk sold him his usual quantity for the
day and, upon the gentleman’s request
to have them made into a package in
order to save breakage, the salesman
wrapped the cigars in a slovenly man-
ner and banded them to the buyer.
That was the end of his buying in that
store. He transferred his trade toa
place where his instincts of order and
neatness were not outraged, although
otherwise he had been perfectly suited
with the goods at the old place.

A merchant who has his best business
interests at heart will insist that goods
sold be wrapped neatly, and a good
clerk will always do it. *

The Produce Market.

Apples—Local dealers hold carefully
selected Spys and Steel's Red at $1.50
per bbl. and other varieties at Si.25.

Butter—Fancy dairy is scarce and
higher, on account of the falling off in
receipts, commanding 12@i4c per Ib.
Factory creamery has advanced to 20c.

Cabbage—5°@55c Per doz., according
to size and quality.

Celery—15c per bunch.

Cider—$4 per bbl., including bbl.

Cranberries—Cape Cods have ad-
vanced to $2 per bu. and $6 per bbl.

Eggs—So far this week the receipts
have not been equal to the demand, but
the return of warmer weather is ex-
pected to bring an influx of shipments.
Handlers hold candled stock at i2™@
13c, pickled and cold storage being
slow sale at 7@8c.

Honey—White clover is in fair de-
mand at 12°@i3c. Buckwheat is not
so salable, bringing 8@ioc, according
to quality and condition.

Lettuce—15c per Ib.

Onions—The recent sharp advance is
well maintained, dealers still paying
75c for all offerings of choice stock,
holding in a small way at $L per bu.

Potatoes—Handlers pay ii@i2c for
stock in carlots on track. In a small
way dealers find no difficulty in obtain-
ing is@2o0c per bu.

Squash—In light demand and ample
supply at 3c per Ib.

Sweet Potatoes—Kiln-dried Illinois
are in only fair demand, commanding
$2.25 per bbl.

The American Hog Is Vindicated.
From the New York Shipping List.

The frequent charge that American
pork in Prussia is a detriment to pub
lie health and should be excluded has
fallen to the ground by a thorough in
vestigation, which was pressed by the
United States Minister in Berlin. An
official Government report utterly dis-
proves the allegations, but an effort is
made to prevent tbe report from being
published, as it would be an excellent
recommendation of American hog prod-
ucts. The United States Minister is
now endeavoring to procure a copy for
the State Department, but he is not cer-
tain of securing it. There is a faction
in the Prussian Legislature favorable to
the unrestricted importation of Ameri-
can pork as a wholesome and cheap
food for the masses, and when the facts
of the investigation are officially made
known the government will be asked
by this faction to give reasons for con-
tinuing the prohibitive tariff regulations
on the”American products.

The whole trouble was caused by rival
German concerns, who packed diseased
meat in American packages, according
Elooﬁhe disclosures made in the investiga—

No advance on Gillies New York teas.
Phone Visner, 1589.

In the Still Night.
Bowers: “ Livewell has grown
stout that his wife has put three V's
bis trousers.”
Powers: “ 1 must be growing thin
then, for my wife always takes them
out.”’

)
in

Something Saved.

Mrs. Gadsby: “ Bridget is going to
leave us.”

Mr. Gadsby: “Well, I'm glad of
that. She’s broken everything else.”

The authorities in Pittsfield, Mass.,
have recently added to the fire depart-
ment’s apparatus a sort of restaurant on
wheels, or “ night lunch” cart, a vehicle
stocked with doughnuts, sandwiches
and coffee, which follows the engines
when the department is called out to
fires.

Manufacturers of

Eop Gasss aall neers

are placing on the market a

GROCERS’ DELIVERY CASE

This case being shipped folded flat goes at low
fret, ht rate, and occupies little room on count-
er. Containing a complete filler, carries eggs
safely. Will bé printed with your “ad” free
when ordered in thousand lots.” Price JO.fO per
thousaud. Can bereturned and used many times.

We are largest manufacturers Egg Case Fillers
Ier(]qua[e , and our cold storage” filler is not

Ofurfbarmers ltzjdoz_. cats;ehlstrﬁadettoi)s_et In ba%k
of abuggy and is just the thing to bring eggs to
malrketgl%y ! g 9649
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The Grocery Market.

Sugar— Last Wednesday prices were
advanced on all hards and i-i6c on
all Nos. from i to 8 inclusive, and 1-16,
on Nos. 9 to 12 inclusive with other
grades unchanged. Thursday, No. 4 was
advanced i-i6¢c, since which time the
market has been strong, with many in-
dications of a higher range of values.

Coffee—The war between the package
coffee houses is still on, although no
cuts in price have been made this week.
The trade in this and other markets is
going heavily to package coffees, to the
detriment of trade in bulk.

Fish—The Lenten season has not yet
had effect on this trade, although it is
measurably affecting the trade in salt
fish. No changes are to be expected in
prices even during the Lenten season,
as the visible and probable supply of
fish will doubtless take care of the de-
mand. This line of meats has had fewer
fluctuations during the year past than
any other line. This is not because of
the larger demand, but the lighter sup-
ply. Neither the Great Lakes nor the
inland lakes of the State furnished their
usual amount of fish the past season.

Oatmeal—There is no general recov-
ery from the recent lapses in the mar-
ket. It is thought by buyers that the
advances on oatmeal by the manufac-
turers was caused by mills that over-
sold and named high prices to protect
themselves. Sales were made for im-
mediate needs only at the high prices,
but being above the reasonable level
.they could not be held.

Syrups and Molasses—'‘The Trades-
man did good work some years ago in
exposing the short count nuisance in the
pickle business,” remarked a wholesale
grocer the other day, ‘‘and it is now in
order for it to use its influence in put-
ting an end to another abuse which has
crept in the grocery trade in some sec-
tions, but has not, so far as my knowl-
edge goes, reached the Grand Rapids
market. | refer to the custom of some
jobbers having syrups and molasses
put up short measure. This is a short-
age which can be easily detected by the
dealer by simply rolling his barrel or
other package onto the scales, noting
the gross weight and dividing by i2j£. A
gallon of syrup or molasses weighs prac-
tically HJ4 pounds and the package, as
a rule, will weigh a pound to the gallon,
so that a computation of this kind will
disclose the existence of any consider-
able shortage. | would suggest this
plan to the readers of the Tradesman,
believing it will post them to that ex-
tent that they will refuse to be imposed
upon by disreputable dealers who are
seeking to make a small extra percent-
age by adopting this sort of practice.”

Crackers—Staple brands have been
reduced in price ic per Ib., and other
grades are affected by the downward
movement, but not to so large an extent.
In view of the demoralized condition of
the market, the Tradesman feels im-
pelled this week to withdraw all quota-
tions, as the market is practically open
and is likely to remain so for some
time to come.

Provisions—There has been much of
steadiness during the week in a general
way, and meats and pork are firmer
than a week ago, while lard is slightly
lower at Chicago. The supply of hogs
at Chicago has fallen short of expecta-
tions, and this appears to have given
some strength to the market sentiment.
The fact remains, however, that prices
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of hogs are relatively above a parity
with corn, and that the abundance of
corn, far in excess of any requirement
before another crop will be harvested,
gives assurance of a continuance of low
values for this grain, which will prob-
ably continue to be a factor in shaping
the market for pork, so that any strik-
ing advance, for some time to come at
least, is not reasonably to be counted on.

Some Comparisons Showing the Fu-
tility of Free Telephones.

The last general telephone directory
issued by the Bell Telephone Co., in
Grand Rapids, was dated May 1, 189%.
It contained twenty-five pages of names
—in ail 1,800—the highest telephone
number issued being 1448 and the actual
number of telephones in service being
1,481. Three supplementary lists have
recently been issued, showing new tele-
phones alleged to have been put into
service as follows:

May 1to Dec. 1 18% Offiges Resiggnces
Dec. 1to Jan. 1,1897, 5 ill
Jan. 1to Feb. 1,1897, 13 M

40 250

Total in nine months, 299.

As there has been no revised list of
the May, 1896, subscribers issued, in
order to ascertain the exact number of
Bell phones in use, the names of all
subscribers whose instruments had been
removed, to the certain knowledge of
the writer, were crossed out, and the
remainder determined by crossing out
the names of those reported by the
operator at the central office as being
no longer connected—which methods
resulted in showing 660 telephones in
actual use on December 1; and it is
estimated that since Dec. 1 the Bell
Co. has lost 120 subscribers, making the
present number of connections 839.

Reference to the supplementary list
issued by the Bell Co. this month dis-
closes several very amusing subterfuges
which have been adopted to pad out the
list and make it appear larger than it
really is. For instance, it will be noted
that the two telephones in the Democrat
office are repeated three times each, as
follows:

21, Daily Democrat.

23, Daily Democrat.

2!, Grand Rapids Democrat.

23, Grand Rapids Democrat.

21, Democrat, Grand Rapids.

23, Democrat, Grand Rapids.

These two instruments have been in
service for several years under the num-
bers ” 21-1 ring” and ” 21-3ringsand
while the change in numbering adds to
the list of names, it does not increase
the actual number of instruments in
service. Because of the difficulty in
eliminating the duplicates, as indicated
above, it is probable that the actual
numbtr of instruments in service is less
than the 839 above indicated.

A comparison of the above with the
figures furnished by the Citizens Tele-
phone Co. as to the actual number of
telephones in service is of interest:

Oct 1.18% .. .

ov.

Dec. 1, 18%.

Jan. 1,1 .

Feb. ijx .

Feb. 1897.... e

The Citizens Co. has not lost a single
telephone subscriber because of the free
service of the Bell Co.

The following comparison is interest-
ing :

Citizens phones in use ...1,837

Bell phones in use, mostly free............... 839

Excese of independent phones........ 998

Also the following:

The Citizens Co. (with competition)...... 1L8&37

The Beli Co. (May, 18%, without eom.).. 7¥81

Excess of independent telephones... 356

Grand Rapids Retail Grocers’ Asso-

ciation.
At the regular meeting of the Grand
Rapids Retail Grocers’ Association,

held at Retail Grocers’ Hall on Tuesday
evening, Feb. 16, President Winchester
presided.

Thirteen applications for membership
in the Association were received and,
on motion, accepted. They are as fol-
lows :

H. J. Grit, 114 Jennette.

John Y. Dykstra, 233 Seventh.

R. Lindemulder, 105 Alpine.

T. Van Kruller & Co., 127 Alpine.

0. A. Anderson, 278 Fifth.

A. Vogel, corner Second and Lane.

A. Beamer, 57 Fourth.

Jesse S. Valentine, 161 Turner.

G. E. Carter, 240 Scribner.

Thos. Hart, South Division.

Heman Parish, 43 Fountain.

J. Lambrix & Sons, 222 West Bridge.

Marguerette Conneley, 47 Eleventh.

Chairman Winchester, of the Com-
mittee on Flour, asked further time to
conduct the work inaugurated some time
ago.

A. W. Rush asserted that, in his opin-
ion, the sale of flour by the retail gro-
cers is about the whitest ghost that
haunts the trade.

J. J. Wagner insisted that the mills
ought not to retail flour; that that part
of the business should be left to the re-
tail grocer.

J. Geo. Lehman called attention to
the fact that the city millers made faith-
ful promises two or three vears ago that
they would no longer sell flour direct to
the consumer. As a result of such
promises, many Grand Rapids grocers
received orders from the mills for flour
which had been placed with them, but
for some months back the old abuse has
been allowed to creep in again. He
stated that Mr. Rowe, of the Valley City
Mills, talked very favorably some” time
ago in regard to placing flour on the re-
bate or discount plan, and he believed
the millers would be willing to enter
into an arrangement of this kind if the
dealers would agree to handle city flour
only. He did not believe the millers
would be willing to stop selling flour to
farmers, but thought they could be per-
suaded to put an end to the sale of flour
to consumers in the city.

Mr. Rush stated that the millers had
what is laconically described as a
“ pudding.” They dump the flour down
at the door of the grocer in quantity,
take the cash for it, and the grocer
peddles it out in small quantities at lit-
tle or no profit and takes his chances on
getting his pay at that. Some arrange-
ment should be made whereby the gro-
cer can at least secure enough profit to
equal the interest on the money he lends
the miller with which to conduct bis
business.

Mr. Lehman stated that, if the local
trade were to discontinue the sale of
outside flour prices would, in all prob-
ability, advance.

Mr. Rush stated that it made very
little difference with the grocer what
price he paid for flour, so long as he se-
cured a living profit thereon. Speaking
for himself, he said he would be will-
ing to stop handling any but city
brands.

Mr. Wagner stated that, in his opin-
ion, less outside flour was being sold
here now than at any time for years.
When there is a considerable difference
between outside flour and local brands,
the people naturally take the foreign
flour, but when they are on a parity, so
far as price is concerned, they naturally
insist on having city brands, in prefer-
ence to outside goods.

Frank J. Dyk moved that the Com-
mittee be requested to continue the
work for which it was created—the at-
tempt to secure some concession from
the mills in the way of a rebate or dis-
count on flour sold at stipulated prices,
to be established by the millers—and
also that the Committee use its best en-
deavors to secure from the millers an
agreement to discontinue the sale of
flour at retail to consumers in the city.
Adopted.

A. W. Rush, chairman of the Sunday

Closing Committee, stated that he ha8 store at that place.
officers |Wells Co. furnished the stock.

interviewed several municipal

on the subject and that, in his opinion,
such an ordinance as he had suggested
at a previous meeting would meet with
favor at the hands of the Common Coun-
cil. He suggested the preparation and
circulation of a series of petitions ask-
ing the Council to pass the ordinance.

On motion of Mr. Wagner, the Com-
mittee was requested to communicate
with the Retail Meat Dealers’ Associa-
tion, with a view to securing the co-
operation of that organization, dralt the
desired ordinance and prepare the
necessary petitions with as little delay
as possible.

Secretary Klap read a letter from the
Secretary of the Detroit Retail Grocers’
Association relative to the proposed
amendment to the wages exemption
laws, which was laid on the table for
the present.

Treasurer Lehman reported a balance
on hand of $271.48, and the meeting
adjourned.

The Grain Market.

The prices on wheat have declined
fully 3c per bushel during the week.
This is contrary to the laws of supply
and demand, but by the simple force of
the money power, which at present
holds sway, prices are depressed. Tak-
ing the actual facts into consideration,
prices should have turned upward, in-
stead of downward. Argentine shipped
only about 100,000 bushels, against 800,-
000 bushels during the corresponding
week last year. Shipments from this
country (Argentine) during three weeks

were only 160,000 bushels, against
1,720,000 bushels during the corres-
ponding week last year. Our visible

decreased 1,227,000 bushels during the
week, against 193,000 bushels during the
corresponding week in 189. The situ-
ation is stronger than it was last No-
vember, when May wheat sold at 85%c
in Chicago. Foreigners are holding
off, simply because they see the droop-
ing prices on this side. However, this
country is now in a position to dictate
prices. The bear element is in the sad-
dle and for the present, at least, every
strong argument is totally ignored. It
is a question how long they can con-
tinue in this path. Many mills, both
in the spring and winter wheat sections,
have contracted their output, but are
now shut down, and many others are
running very light; but a change will
come, when everyone will say, “ 1 told
you so.” Wheat is getting scarcer
every day. Chicago holds about 10,000,-
000 bushels, of which probably 5,000,-
000 bushels is available, and on the
strength of this 60,000,000 bushels have
been sold. The receipts are limited,
but the exports and consumption go on
just the same. Now the question arises,
Where are we to get the 60,000,000
bushels of wheat to supply the short
sellers of May wheat? The flour trade
is fair, but more business could be done
were it not for the high price and scar-
city of wheat. A reckoning day must
come before long.

There is no change in the coarse grain
market, nor will there be much change
until the volume is reduced to where it
can be more easily controlled. There
is no speculation in these grains at pres-
ent.

The receipts during the past week
were: wheat, 37 cars; corn, 9 cars;
oats, 8 cars. The receipts of wheat
were about normal, but very large for
both corn and oats.

Notwithstanding the decline in prices,
local millers continue to pay 82c for
wheat. C. G. A. Voigt.

D. G. Newberry, shingle mill opera-
tor at Germfast, has opened a grocery
The Clark-Jewell-
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News from the Metropolis—Index to
the Market.
Special Correspondence.

New York, Feb. 13—When a holiday
here comes on a Friday, it means that
practically there will be no business un-
til Monday. Besides, we have had a
severe snowstorm and this has inter-
fered with speedy deliveries of goods
on train or boat. There have been
few features of interest during the
week. The committee that is investi-
gating trusts has been taking a vacation
and no further developments have oc-
curred, but the Trust (big T) trembles
not.

Coffee remains quiet, about the most
interesting item in this connection be-
ing the announcement of a man owning
some eighty retail groceries that be will
sell Lion coffee at 15c. This is below
the department store quotation. There
have been about the usual transactions
on the street, sales Thursday reaching
something like 5,000 bags. The mar-
ket shows a decline of five points.
Warehouse deliveries for three days ag-
gregated 72,000 bags. Rio No. 7 1s
quotable at g”~c. Mild coffees are
steady and holders adhere firmly to
rates previously made. Sales have
been mostly on private terms.

Granulated sugar at 4~c has been in
better demand than for a long time and
the outlook is very encouraging. Prices
are fractionally higher, the market be-
ing largely oversold, and orders are
taken subject to delay. Arbuckle’s big
refinery is being pushed to completion
as rapidly as a large force of men can
do the work. Raw sugars are very firm,
with importers asking higher figures.

There has been a quite satisfactory
business in high grades of Japan teas;
but, for the greater part, transactions
have been slow. Prices are low and
sales at auction have attracted very few
buyers aside from the usual attendants.

The satisfactory condition in the rice
market noted last week still obtains and
the market presents the most encoura-
ging aspect. Advices from abroad ate
of a character indicating that large sup-
plies are still being drawn upon to meet
the wants of India, and it certainly
seems as though the present were as
good a time to buy as we shall see for
some time.

Of the canned goods market the less
said the better. It was only three or
four weeks ago that everything seemed
in a most flourishing condition, and all
hands expressed the opinion—or at least
the hope—that we had reached the turn-
ing point. To-day we have a market
about as dull as it has been at any time.

Prices are depressed and the bottom Iry

seems to have fallen out. However,
brokers are not discouraged. They pro-
fess confidence in the future and say,
"You just wait until after April, and
you'll see a different state of things.”
So we are waiting.

Lemons and oranges have both been
in usual demand, with, perhaps, more
interest than usual displayed in the
latter fruit. Bananas and pineapples
are in very light request, bananas es-
pecially being extremely dull.

Pepper shows more strength and, with
much smaller supplies, dealers main-
tain that the market will advance very
materially. Cloves are firmer. Other
lines are practically unchanged.

In molasses and syrups there is no
change to note in either. O. K. prime
molasses, 24c.

There is a little better feeling in but-
ter and the supply and demand are now
about equal. Extra Western creamery,
2ijEc, best State creamery, 20c.

Cheese is very firm. Quotations are
firmly adhered to and all concerned are
in a happy frame of mind. Exporters
are showing an unusual amount or activ-
ity and altogether a very satisfactory
condition of affairs prevails.

Supplies of eggs have been more than
equal to the demand and we have rather
a depressed condition.  Prices show
some weakness and a lower range can
be looked for very soon.
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The bean market is quiet and the de-
mand is rather light. No changes have
been made in quotations of any im-
portance.

Sensible Advice for Women Clerks.

Clinton Locke, a writer in The Living
Church, has the following advice for
saleswomen, which is extremely perti-
nent and valuable:

One of the first things | would say to
working girls is, "Do your work well."
There is this great difference between
young working men and working wom-
en: The former expect to keep on at
that work, while the latter usually look
on it as only a temporary experiment,
which they will give up at the time of
their marriage. This has a tendency to
lead young working women to learn a
thing only superficially, and to do it
just well enough to be kept at it. | do
not mean that women deliberately re-
solve not to be thorough, but an uncon-
scious influence says to them all the
while: "It is not worth all the atten-
tion necessary to attain perfection, for
1 shall soon be leaving this, and will
not think of itagain.” Now, this is
unsound reasoning, and is only covert
dishonesty—only a roundabout way of
leceit. Doing a thing well is not only
good for the work and for your em-
ployer’s interest, but it is good for
vou, for your character, your truthful-
ness, your consistency. So, take my
tdvice, and do what you have to do as
well a& you possibly can.

Then, do not be so independent, as
vou call it (though very often it is sim-
ply impertinence) toward the customers
whom you serve. The unbearable man-
ner, the disdain—not in words, but in
looks—the inattention of many women
clerks in the stores, is a subject of gen-
eral complaint. | grant that you are
very much tried by the unreasonable-
ness and the utter disregard of your
feelings shown by the women on om
vou wait, but men clerks have to bear
the same, and yet they seldom act as
you do. You often hear people say
they would much rather be waited on
by a man than a woman. It is simply
because of the lofty indifference as to
whether they are suited or not with
which some saleswomen treat their cus-
tomers. So many of you seem to be
afraid you will not be thought "ladies. ”
Now all that is very absurd. One of
the first marks of a lady is patience,
courtesy, calm endurance of disagree-
able things. This word "lady" has
been so abused, of late years, that in the
best society you seldom hear it. A
party of duchesses and countesses in
England would speak of themselves,
and be spoken of by their friends, as
women, and it is the same in this coun-
. Do not be guilty of the amusing
folly of calling yourself a saleslady or a
forelady. You laugh, yourself, at wash-
lady and cooklady, and the whole com-
munity would laugh if the foremen
in the factories where they are employed
took to calling themselves “foregentle-
men.”” A friend of mine was quite
taken aback when she was told by the
"cooklady" that her"swillgentleman”
wished to see her in the back vard.

Never be ashamed of the noble word
"woman.” It seems to me to convey
more than its equivalent in any other
language; that dignity, that reserve,
that sweet helpfulness, which gather
around you wherever your sex is men-
tioned, in public or private.

An amusing incident recently occurred
among the students at the Madison
Dairy School. Great stress is laid on
keeping everything neat and clean and
a certain number of students ate de-
tailed each afternoon to scrub. Printed
instructions are given each boy, and
among other sentences occurs this one,
"Use warm water and plenty of elbow
grease.” One of the boys, on receiving
his sheet of instructions, read it over
very carefully and then asked, in an
anxious sort of way, where would he

find the can of elbow grease?

The sayings banks of New York State
show an increase in surplus, but a de-
crease in deposits, for i8qg6.

When You See An}/thing Green

Think of Vinkemulder.

When You Need Anything Green
Send Your Order to Vinkemulder.

We sell Fruits and Produce, sell them at mail order prices. Try us for a year ortwo We
are now making up list of customers who want our price list. Send us your name, and
keep posted on onr market prices

HENRY J. VINKEMULDER, Grand Rapids, Mich.

The season for FdII%LD SE[EDS kSUICh ss CLOVE® anddTI{\/IObTHY i,st nowfat band. We are
repared to meet market prices, ready to buy write us for prices
prep or send orc@:rs. WlYIVB?ﬂ at n%\rket\}élue. P

| MOSELEY BROS,,
Wholesale Seeds, Beans, Potatoes, 26-28-30-32 Ottawa St, Grand Rapids.

APPLES

Any kind $1.50 per barrel.

SWEET POTATOES, CAPE COD CRANBERRIES, SPANISH ONIONS,
ORANGES, LEMONS, FANCY WHITE CLOVER HONEY.

BUNTING & CO.,,

20 & 22 OTTAWA STREET,

ANCHOR BRAND

Prompt attention given telegraph and mail orders. See quotations in price current.

I F. J. DETTENTHALER, Grand Rapids, Mich.

M. R. ALDEN
Cou !

98 S. DIVISION ST., GRAND RAPIDS.

HEN FRUIT

Is always seasonable. § S
the very highest market price with me.

Jt:

Write me

GRAND RAPIDS, MICH-

EXLIRY

Eggs “just laid” get

R. HIRT, JR., flarket St., Detroit.

\ petiiis | Bess, -ir HICES, Fors, Wool ami Tallow

We carry a stock of cake tallow for mill use.
Nos. 122 and 124 Louis St., Grand Rapids.

THE

TRADESMAN

Reaches the buyer
The buyer sells the goods—
The goods you have to sell
The moral is plain—USE THE TRADESMAN,
LARGEST PAID CIRCULATION.

¢



Profit in Soda Water.
L. N. D. in the Helper.

There are thousands of persons in the
confectionery and baking lines who
would put in a soda fountain if they
knew anything about it. They have not,
as yet, the faintest conception of the
profit that can be made from a single
fountain, rightly managed, and they do
not realize that one of the best-paying
investments in retail trade lies uncul-
tivated at their elbow.

Added to the number of these per-
sons, there are many more who have
reached the stage of owning a fountain,
from which they are already deriving a
good profit, but, in some vague and in-
distinct way, they realize that they are
not working the investment to anything
like its full capacity. They know that
where they are making cents, other and
brighter people, with no better facili-
ties of location, are making dollars,
and they naturally want to understand
the business a little better and see
wherein they can improve their present
income. To each of these two classes
The Helper may, perhaps, justify its
name by giving some practical sugges-
tions about the dispensing of soda water,
and a few facts as to the profit which
may be made from this legitimate
branch of the business.

It was Motley, the historian, who
said, “ Give us the luxuries of life, and
we will do without the necessities.”’
Odd as the saying sounds, there are
many persons who very nearly justify it
in the conduct of their affairs. Nearly
everyone has pin-money to spend for
the little dainties and delicacies which
appeal to the palate. Soda water is one
of those delicacies. Its appeal is prob-
ably keener and more frequent than is
the desire for candies and sweets, in the
same way that an appetite for thirst is
stronger than an appetite for food. In
a very true sense, each helps the other.
Few persons, when drinking a glass of
soda, can overlook the temptation to
carry awa?/ a few sweets, and vice versa.

Naturally these remarks must be qual-
ified for certain localities, as, for ex-
ample, a little country village. No
man is so clever that he can build up
a soda water business where the popu-
lation is scanty, or where the people are
unable to pay five cents for an oc-
casional luxury. But wherever a rea-
sonable number of people are gathered
together,and wherever money Is spent
for car fares, candv, amusements,
cigars or ice cream, it will always be
spent for soda water. Putting It in
still another way, in any town or city
where a bar-room can be supported,
there is certainly a soda water constit-
uency.

The proof of the statement that soda
water is a profitable branch of business
is not far to seek. Druggists are contin-
ually buying new fountains, but who
ever beard of a druggist putting a foun-
tain out of his store because there was
no business for it? Is it not the uni-
versal experience that the constant
change in fountains means simply that
the trade has outgrown the capacity of
the apparatus, and that where the drug-
gist formerly did a business amounting
to hundreds of dollars, he now has a
trade reaching up into the thousands?
These figures are not imaginary. There
are many well-authenticated cases of
druggists who, starting their first foun
tain, and building up a trade of two or
three hundred dollars, have, in a series
of years, without any special advan-
tages of exceptional location, developed
a business in soda water alone of from
$15,000 to $20,000 a year.

Start, then, with the idea that the
opportunity to make hundreds of dollars
a year is open to anyone who will in-
stall a good fountain in his store; the
opportunity to make thousands of dol-
lars a year is open to the man who can
realize how rare good soda is, and can
see, in that fact, the opportunity tor
him to build up a constantly enlarging,
permanent custom therefor. Not all
soda is good soda. As a drink, it per
haps varies more, and is more sensi-
tively affected, than either tea or coffee.
Many persons drink poor tea or coffee,
for the simple reason that they know
nothing better. But let them enjoy
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good tea and coffee for a while,and they
will take no more of the poor stuff that
is accepted as tea or coffee in nineteen
families out of twenty. Now, not one
person in twenty knows what fine soda
Is, but in just this one fact lies the
golden opportunity for the enterprising
baker or confectioner. Teach them
what good soda is, and they will repay
you liberally for the instruction.

Next, consider for a moment the mat-
ter of a fountain. Your business is go-
ing to grow; do not make any mistake
in the selection of your outfit! The
guestion is not what your needs are to-
day, but what they will be two years
hence. It is a wise maxim that you
should buy for future needs, and not
for the present. You will find many
bargains offered you in second-hand
fountains, but as a rule they are not
near as cheap as they look. Appear-
ance counts for a great deal in the dis-
pensing of soda water. You can enter
a restaurant and, no doubt, enjoy a
meal whether the surroundings are con-
genial or not. But one must eat food.
It is a necessity, whereas the drinking
of soda water is a pure luxury, a matter
always of choice, and, with the present
plentiful supply of soda fountains in
every block, 1t is always possible to
make your choice between two stores,
and probably the majority of purchas-
ers exercise this prerogative.

Ask yourself whether a glass of water
tastes as good when drunk from a dip-
per at a public iron fountain on the
sidewalk as it does when served in a
thin, delicate glass in the dining-room
of a first-class hotel? In either case it
is the same pure water, but in the for-
mer instance the temptation, the at-
tractiveness, the inducement, are all
wanting. You drink merely to satisfy
your actual thirst. Now apply this
same idea to soda fountains. ltyou are
really thirsty, the old-fashioned, dingy
fountain will, no doubt, be acceptable
to you. But nine persons out of ten, as
experience shows, will always prefer
to walk a few steps down the street for
the added attractiveness of the fine
fountain. Then, too, the size of your
fountain shows every customer the ex-
tent of your soda water trade, and this
means the amount of pains and effort
that you have put into it, and the
measure  of success that you have
achieved with it. The size of the foun-
tain tells whether soda is a specialty
with you, or an ordinary, uninteresting
detail of your business. It is wise ad-
vice, therefore, to select a new foun-
tain, and as large a one as you can
reasonably hope to require at the end of
a year or two of successful effort di-
rected at this branch of your business.

Next, as to tumblers. Ask yourself
another question—whether coffee drunk
from a heavy, thick cup weighing
nearly half a pound is as refreshing
and delicious as if served in a dainty
cup of thin French china? We must
admit that the little minor details are
of great importance in a business of
this nature, where so much depends
upon the temptation or inducement
which is embodied in the mere appear-
ance. It will be urged that thin glasses
cost more and are easily broken. This
is true; but do not rumsellers use thin
tumblers and thin glass? Will more
glass be broken in the drinking of soda
water or in the drinking of rum? Are
soda water drinkers, as a rule, less ap-
preciative of refinement than dram
drinkers? The fact is that the very
frailty of a glass makes it luxurious.
Some of your customers may not know
the difference between good soda and
poor soda, but there is not one of them
who will not recognize the advantage of
a thin glass.

Now a word as to quality. Give as
little soda as you wish! Make your
glasses as small” as seems to you wise!
But insist that the soda shall be fine
soda and finely served. Do not exper-
iment with your own flavoring and
juices. The bottling of juices is a com-
plete business in itself; it has to be
done under the most careful and exact-
ing conditions, the fruit selected with
extra care, in a locality where it is very
low in cost, and by experts who know
the various brands and qualities of

fruit, and are able to choose them at
sight. The process of making the rich
juices is not a secret, but, on the other
hand, it is not given to everyone to ac-
complish it. Buy your flavors and
juices, then, and do not tiy to manu-
facture them. The saving (which may
appear to you large) in using home-
made extracts can scarcely be greater
than one-tenth of a cent a glass, and for
that one-tenth of a cent the whole suc-
cess of your new business is jeopardized.
Good soda (the very best) need never
cost you more than two and one-half
cents a glass, and this allows you a full
100 per cent, of profit. It is not wise
to take risks with a business which pays
so handsomely as this.

It goes without saying that soda must
be served ice cold. Surely the most
expensive of all supposed economies is
the economy of ice. There are many
ways of protecting ice so that it lasts
much longer; wrapping it in three or
four thicknesses of newspaper wili go
far toward retarding the process of
melting; but beyond this it is net safe
to economize. Have plenty of ice, and
use it freely. The money thus ex-
pended, like bread cast upon the waters,
will come back handsomely with a lit-
tle waiting.

It is not, perhaps, necessary to go
into the enumeration of the many little
delicacies and nicer points which go to
make up the difference between good
soda and bad soda. These little deli-
cacies start with the fountain (which is,
really, more than half the battle), and
then .go on down through many minor
points, all of them important, because
the business we are considering is one
which must be tempting to be anything
more than merely prosperous. The
difference between a profit of hundreds
of dollars and a profit of thousands of
dollars, whether in a confectioner’s, a
bakery, or a drug store, is the simple

difference between a second-hand, dingy Y

fountain and a new and improved
make; between Iluke-warm soda and
that delicious drink v/hich is cold as
ice; between thick tumblers and the

ONIONS

Nuts Figs

Oranges
Sweet

STILES &

Both Telephones 10. 9

STERSL

127 Louis St.,

ORANGES

BANANAS, LEMONS,

M CRANBERRIES. ETC.  J. M.
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delicate glass which tempts the visitor;
between bungling service, dirty hands
and soiled iinen, and the careful and
painstaking cleanliness which every
soda drinker so appreciates. We em-
phasize these matters, not because of
any lesser excuse than the fact that such
niceties pay the profits. It is a mistake
to think that soda is pretty much all
alike. There is no justification for this
theory in actual experience. When two
dealers, within a stone's throw of each
other, divide the business so that nine-
tenths of it goes to one store, and only
one-tenth to the other, it is time to
wake up and ask ourselves the reason
which lies behind this fact. It is use-
less to contend that the majority of peo-
ple do not know good soda from poor
soda. They need only to locate the store
which sells the former, and they are
regular customers of that fountain
thenceforth.

Business and Pleasure.

“ Highmore, what are your plans for
your spring vacation?’’

“ 1 am going to Nevada in March to
see the Corbett-Fitzsimmons fight, and
then | expect to come back by way of
South Dakota and get a divorce.”

The returns for the Manchester canal

seem to bear out the supposition that it
is not such a “ white elephant’’ as has
enerally been supposed. The tonnage
or the month of December footed up to
181,144 tons, or an increase of about 40
per cent, over the same month of 189%5.
The increase in revenue is put down at
42 per cent, for the same period.

The official returns of the German
quinquennial census have just been
published and show a remarkable in-
crease in the population for the past five
ears. The total population was found
to be 52,279,901, against 49,428,470 five
years ago. The increase of 2,851,431 is
made up of 1,430,418 males and 1,421,013
females.

Are still advancing. Buy now.
Our Michigan Selects, red or yel-
low, are fine, soare our ....

Honey Lemons
Cranberries
Potatoes

PHILLIPS,

NORTH IONIA ST., GRAND RAPIDS.

| Extra Fancy Navels
Extra Fancy Cali-
fornia Seedlings.

ALLERTON & HAGGSTROM,
Jobbers of Fruits,

GRAND RAPIDS, MICH.

VALENCIAS
SEEDLINGS
NAVELS

Fancy stock at close prices.

DRYSDALE & CO,,

WHOLESALE FRUITS AND PRODUCE, SAOINAW, E. S,, MICH.

Pure Mincemeat

is the “ Upper Crust” from

MEADER & KNUTTEL,

WEST SAGINAW.
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THE CRETAN DIFFICULTY.

Europe is becoming thoroughly
alarmed over the situation of affairs in
the Mediterranean. It is now admitted
on all hands that the powers have a
formidable difficulty to cope with, and
it is very apparent that there is a lack
of harmony among them. They had
about agreed upon a line of policy with
respect to the Armenian question ; bu’
the revolt in Crete, coming suddenly
and unexpectedly, opened up problems
in which conflicting interests were in-
volved.

It is almost impossible to suppose
that Greece undertook to foment trouble
in Crete and sent a fleet of warships to
prevent the landing of Turkish troops,
without having had some secret en-
couragement from one or more of the
great powers. The certainty of that
fact has made all the powers suspicious
of each other, so that there is really very
little prospect of any united action on
the part of Europe in solving the Cretan
difficulty.

Already there is a disposition shown
to allow matters to take their course.
Should there be no intervention, Turkey
will be sure to send troops to Crete, and
any attempt on the part of Greece to
prevent it will lead promptly to war.
Turkey is already massing troops on
the Grecian frontier, and is preparing
to send a large force to Crete. There
is, therefore, imminent danger of a
clash.  Should Greece, by a sudden
“ coup de main,” succeed in annexing
Crete, the powers would probably make
no opposition, but would quietly ac-
cept accomplished facts. The Greeks
having been the aggressors, however, it
is difficult to see how any of the powers
can attempt to prevent Turkey from at-
tacking Greece. Decayed as is the Ot-
toman Empire, the Turks still have a
formidable army, and they are excellent
fighters; hence Greece is attempting
a very serious task which it may well
be doubted she will be able to accom-
plish without outside assistance.

Many of the continental papers de-
clare that England is back of the at-
tempt to absorb Crete, and point to the
fact that the British fleet in the Medi
terranean has gradually increased to a
strength of forty vessels. If Great
Britain has really connived at the course
of Greece, then what was the underly-
ing motive? That is a difficult ques-
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tion to answer, and the people who have
given rise to it content themselves with
mere assertion, without attempting to
assign motives.

It is barely possible that Great Britain
might desire to force the hands of Rus-
sia and France. There is no doubt
that those two powers had resolved to
act together in solving the Turkish
problem, and had matured their plans.
The Cretan trouble has created a diver-
sion and disrupted all combinations,
thus placing Great Britain in a better
position to gather together the threads
of the situation. The formation of a
powerful Greek state would bea stum-
bling-block in the way of Russia, while
the confusion which a war between Tur-
key and Greece would engender would
enable England to work out some of
her pet schemes undisturbed.

In the meantime the latest reports
state that Greece has notified the powers
that she will resist the landing of Turk-
ish troops in Crete in every way in her
power. That notification, of itself, is
sufficient to constitute a casus belli.

In fighting strength, Turkey is vastly
superior to Greece, and were the Turks
allowed a free hand, and were not han-
dicapped by a depleted treasury, they
would make short work of their ambi-
tious neighbors. The Turkish army is
thoroughly well organized and, on the
whole, is well armed. Making no al-
lowance for the horde of irregular troops
that could be put in the field, the Turk-
ish army, including the Nizam and the
various classes of the reserves, aggre-
gates 700,000 men, divided into 583,200
infantry, 55,300 cavalry, 54,720 artillery
ind 7,400 engineers. Fully 1,000,000
men could be pressed into service in
time of war. The regular or standing
trmy, exclusive of reserves, on a peace
footing numbers 200,000 men.

The standing army of Greece num-
bers 25,000 men, but it is expected that,
on a war footing, about 200,000 men
could be put in the field. Greece could
also count on the Cretan and Mace-
donian rebels, an assistance difficult to
properly estimate. It is possible, also,
that Bulgaria might make common
cause with Greece. Such assistance
would prove very formidable, as the
Bulgarian army is as well armed and as
well disciplined as any in Europe. Its
peace footing is 40,000 officers and
men, and, in time of war, Bulgaria
could probably put in the field 400,000
men. She has a population of about
4,000,000 souls.

A notable result of the bicycling craze
is that in England the demand for
skilled mechanics has become so strong
that young men are turning away from
business offices and entering factories,
where they can earn two or three times
the wages they would receive as clerks.
Already the merchants of Birmingham
are beginning to complain of the diffi-
culty of obtaining young clerks. Edu-
cators have for a long time been wor-
ried by the ugly fact that our public
schools turn out boys fit to earn a liv-
ing for the moment only by office work.
They only know how to read, write and
cipher; any further knowledge they
must acquire by an apprenticeship
which requires more time often than
iheir parents can afford to support them,
while their school training tends to de-
velop a distaste for manual labor. In
many communities an attempt to remedy
this condition of things has been made
by the establishment of schools for man-
ual training. Perhaps the trouble here
described Is to be very largely remedied
by the bicycle.

THE IRON COMBINATIONS.

In the organization and management
of combinations and trusts there seem to
be two very different methods pursued.
In such combinations as the oil and
sugar trusts, the policy seems to be to
depend upon the reduction of the cost
of production and distribution in every
possible way to secure the furnishing of
the product at prices to exclude com-
petition—a policy which cannot be con-
sidered inimical to public interests, so
long as the wages of the producers are
maintained and the prices are kept be-
low what they would be by the ordinary
operations of competitive trade. That
many of the leading combinations are
pursuing this policy seems likely to be
demonstrated by the investigations now
under way in New York.

There is another policy pursued in
many instances in which the only con-
sideration seems to be the enhancement
of the prices of productions to the ut-
most at which they can be maintained.
Less attention is given to the lessening
of the cost of production and distribu-
tion, but every influence is brought to
bear to secure the control of all com-
petition and then an arbitrary scale of
prices is demanded, as high as it is
possible to secure. This class of com-
binations is sufficiently exemplified in
the iron and steel trusts and pools which
have been undergoing disintegration
during the past few months.

It appears to have been the policy of
these organizations, during the period
of depression, to maintain the scales of
prices at figures which nearly com-
pleted the paralysis of production, hop-
ing that returning business activity
would force returns even upon such un-
reasonable schedules. The fallacy of
this expectation has been sufficiently
demonstrated by the utter demoraliza-
tion which has overtaken most of the
iron combinations. In the early weeks
of the resumption of business activity
the demand for the combination prod-
ucts began to be filled by outside pro-
ducers which the combinations could
not control. Thus, in the nail industry,
the great proportion of the nailmaking
machinery of the country lay idle while
a new plant was being installed to sup-
ply the demand at greatly reduced
prices. The consequence was the dis-
ruption of the combination and the re-
duction of the prices of nails to one-
half the former scale in less than a
week. The history of this branch of iron
manufacture has been repeated, invary-
ing degrees, by a number of others, un-
til, with the breaking up of the steel
rail combination, it would seem that
prices have come to the standard pre-
scribed by the laws of supply and de-
mand. The breaking up of the rail
combination is of the utmost signifi-
cance in the movement toward business
activity. Under the inflated prices
which had been so long maintained the
railroads refused to place orders except
for small lots for the imperative need
of repairs. The great plants of the
country have long lain idle, keeping
great numbers of operatives out of em-
ployment, railway extension has been
hindered and the iron and steel industry
dependent on the rail manufacture has
likewise suffered. The indications are
that no single incident will have so
great a bearing on the return of general
business prosperity, outside the settle-
ment of the political distractions, as the
final collapse of the rail pool.

The Tradesman sees a peculiar sig-
nificance in some of the circumstances
attending these changes in the iron in-

dustry in that a prominent factor rep-
resents the policy which has apparently
made the Standard Oil Company a per-
manent institution. For a considerable
time the John D. Rockefeller interests
have been preparing for gigantic oper-
ations in the iron industrial field. Prac-
tically, the limited mining properties
have been acquired in the most access-
ible of the Superior regions, and fleets
of the most economical ore carriers have
been constructed for the conveyance of
the product down the lakes to the mar-
kets and works. Thus, in these opera-
tions economy of production and
handling seems to have been the first
consideration. Now these movements
are about to assume their place in the
iron industry of the country; but the
restricted conditions which have so long
existed are not favorable to such a
movement, and there is more than co-
incidence in the fact that prices are at
this particular time brought down to the
right commercial basis for this country
and the world.

This breaking up of the combinations
does not necessarily imply that there
are to be no more iron monopolies, but
it means the end of those which depend
for profits on unreasonable inflation of
prices. It will be the policy of the com-
ing monopolies to keep prices where
they will be enabled to compete in the
markets of the world. There is little
doubt that the influences actuating the
present movement have taken into con-
sideration the fact that the natural ad-
vantages of American production en-
title us to such competition, and this
is the goal for which they are striving.

The importance of this movement to
the general trade of the country can
scarcely be overestimated. While to
meet the new conditions it may be nec-
essary to cut down wages to some ex-
tent, it is better that hundreds of thou-
sands should be at work at moderate
wages than that a few thousands should
be kept at artificial scales. Already
American exports of iron and steel are
beginning to cause apprehension in
English markets. Considerable ship-
ments are being made, both from Bir-
mingham and Pittsburg, which are be-
ing sold at less than the English mines
and works can produce them. The
English economic journals see in this
an abnormal result of trade demoraliza-
tion in this country, but they will soon
awaken to the fact that it is a manifes-
tation of new conditions in which the
Americans are simply taking their nat-
ural advantages in cheap production
and improved methods to claim their
proper place in the world’s industry.

It is probable that, so far as the ac-
complishment of any material work, out
side the consideration of appropriation
bills, Congress has about completed its
session. There are three measures of
considerable importance, whose friends
hoped would become laws this session
which seem likely to be left for the
coming Congress. One of them, the
treaty with Great Britain, is of great
political importance, while of the others
the immigration bill is of considerable
economic significance, and the bank-
ruptcy bill is one engaging the interest
of the business world. It will be a
matter of general regret that complete
action is not taken on all of these with-
out the delay of passing over to an-
other Congress.

In Paris it is estimated that there are
no less than 50,000 victims of the mor-
phine habit.
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A BIT OF HISTORY.

HE SIMPLE PACTS concerning the growth of a great business are of public interest. When any industry
has reached such proportions as to become a real factor in the current history of the commercial world,

N s g § r the story of its development is worth reading. Such a story is told on this page.
The business of J. L. Prescott & Company, who now manufacture more stove polish than
any other firm in the world, had its beginning in a humble way only a quarter of a century ago.
In the Spring of 1870, in a small village in Maine, Mr. J. L. Prescott began the manufacture of stove polish.
A one-story shed, about sixteen by eighteen feet in size, constituted the whole plant, and the output of about five
gross per day was carried to the railroad station in a wheelbarrow. Year by year, solely through the merit
of the goods made and the personal effort of the manufacturer, the sales increased until in 1888 they
reached about 18,000 gross, when Mr. A. L. Prescott and Mr. C. O. Littlefield, under the firm name of
J. L. Prescott & Company, succeeded to the business. They soon prepared and put upon the market the first
paste stove polish which ever proved to be a success, christening the new product, ENAMELINE, “The Modern Stove
Polish.” Confident that they now had what the world wanted, they began to make it known by extensive advertising.
Their expenditure for the first year was equal to twice the amount of their capital at the beginning of the year. They
believed in ENAMELINE, and were not disappointed, as the demand for their goods, resting primarily upon their real
merit, which was made known by liberal advertising, soon made it necessary to run their plant night and day, and
called loudly for larger facilities. The development of their business was the first purpose of the firm, and year by
year the appropriations for advertising were larger and larger, until now the figures reach hundreds of thousands of
dollars annually. Increased factory facilities were yearly provided, to handle the rapidly increasing volume of business.

It soon became evident that ENAMELINE was to be the world’s stove polish, the demand even then reaching
beyond the American market, and that a new location must be selected near one of the great centres of commerce, where
adequate facilities for manufacture and shipping could be provided. The very logic of the situation, led to the selection
of h«ew York City for the new head-quarters, and in the Spring of 1896, an extensive factory, constructed after modern
plans, was put in operation at Passaic, New Jersey. The five gross per day of 1870 had then grown to between three
and four carloads daily, and the product was being distributed to every English speaking country on the globe, also to
Germany and Scandinavia, from warehouses conveniently located as noted on the other side of this sheet.

The year 1896 has witnessed the largest growth of any in the history of ENAMELINE. Two additions to the
main factory, and three separate buildings are now being erected at Passaic. The combined length of these new buildings
is nearly four hundred feet, and when completed, will practically double the present capacity of the works. The sales
for the year exceeded one-half the stove polish consumed in the entire world during the year and were nearly three times
the amount made by any other single manufacturer.

The reader can better appreciate the phenomenal growth and magnitude of this business from the following facts.
Nearly three million feet of pine lumber are now used annually for shipping cases. About five tons of tin plate are used
each day in making the tin boxes in which ENAMELINE is packed. This amount of tin plate, when spread out, would
cover nine acres. Paper labels are put upon each of these tin boxes. These labels are now bought in one hundred
million lots. About fifty gallons of paste are used each day in putting the labels upon the boxes. All Wholesale and
97 per cent, of the Retail grocers, also nearly all House Furnishing, Stove and Hardware dealers of the United States
sell ENAMELINE.

This brief sketch, which is a characteristic one of American enterprise, will do more to sustain the confidence of
the trade, by its plain statement of facts concerning the history of ENAMELINE, than much vain boasting, which has
no more substantial foundation than the fertile brain of the paid writer.

BLACKENE, “ The Modern Benzine Paste Stove Polish,” is made and guaranteed by the same firm, and is to the
Stove Dealer what ENAMELINE is to the Housekeeper.

The trade are often imposed upon by irresponsible parties, who Haim
that their paste stove polish will not dry out or harden in the box. From
such parties there is no redress when the goods spoil. There need be no
loss on ENAMELINE, as it is guaranteed to keep perfectly, and should it
in any case prove in the least defective, the manufacturers will gladly redeem
it in cash.



SOCIALISM AND IMMIGRATION.

Foreigners constantly express aston-
ishment that there should be so many
evidences of the extensive spread and
strong hold of socialism among the
American people.

In European countries, where social
classes are established and protected by
law and one man is better than another
by virtue of his connection with such a
class and possesses and is guaranteed
by law the enjoyment of superior or ex-
clusive privileges, it should be expected
that many people in the lower classes,
knowing that they can never attain to
the benefits of the higher, should revolt
and desire to see put in operation a
leveling-down process which shall de-
stroy all social distinctions and specially
protected social classes.

It might be natural enough, under
those circumstances, for the lowest
classes to desire to drag down the
higher; but in a democratic republican
country like the United States, where
the law neither creates nor recognizes
social classes, and where any individual
may aspire to the highest official posi-
tion in the nation and may compete for
supremacy in wealth or in political in-
fluence, it is astonishing to foreigners
that there should be any great move-
ment to level down and to destroy social
prestige and to confiscate and distribute
private property. It might be supposed
that, in a country like this, every indi-
vidual animated by honorable ambitions
and spurred on by the fact that all suc-
cess is open to him so far as opportu-
nity is concerned would be striving to
elevate himself socially and financially,
and that any desire to drag all down to
one common level would be an unheard-
of thing in the United States.

But the contrary is true, and the as-
tonishing fact appears that socialism
has gained a powerful foothold in this
country and claims millions of adher-
ents. The most astonishing fact of all
is that socialism, under its party name
of Populism, prevails most—perhaps al-
most exclusively—among native Ameri-
can people and not among the foreign-
ers who have become American citi-
zens, so that, if democratic liberty and
free institutions in the Great Republic
should be overthrown by a socialistic
party, no matter under what name, it
would be done by the American people
themselves and not by the foreigners
who have come among them.

It is difficult to -explain such a re-
markable state of affairs, so absolutely
contrary to all the accepted theories of
the effect of human freedom, but it is
a fact, established by history, that the
citizens of republics in every age have
either feebly or voluntarily surrendered
to despotic rule, and have changed
their institutions, which guaranteed the
freedom of the individual, for one that
virtually made him a slave or serf.

It seems that people who become too
indolent to improve their opportunities
and to use the exertions which are nec-
essary to advance them in the social or
pecuniary scale seek to prevent the use
and enjoyment of such advantages by
others and to drag down all to the low-
est level of stagnation ; but this is not
the case with the Europeans who come
to America to better their condition.
On the contrary, finding themselves, for
the first time in their lives, in a situa-
tion where all opportunity for advance-
ment is open to them, they at once seek
to make the most of it, and the result is
that, in nearly all, if not all, the cities
and towns of this country, many of the
most prosperous and successful men are
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those of foreign birth. They have
known what it is to be borne down by
laws which chained them to the lowest
social positions, and which denied
them all opportunity for advancement
save under the most rigid restrictions.
In this country they find themselves not
only permitted, but fully authorized to
engage in the competition for every
social, financial and political prize in
the land, being only denied admission
to the highest executive office of the re-
public, but eligible to everything else;
and they are not slow to take advantage
of the situation.

It is true that the proportion of for-
eigners in the prisons and asylums of
the United States is unduly large, but it
is because the criminal and pauper
classes of every people in the world
have found here a haven from the pur-
suit of justice in their own countries,
and abundant opportunity for plying
their nefarious avocations. But the in-
dustrious and honest immigrants of
every superior race who have come to
this country have, almost without ex-
ception, prospered and advanced in all
that makes success in life. They are
not the socialists, they are not the Pop-
ulists. They have something to lose
and nothing to gain by socialistic and
radically-leveling laws. They want no
confiscation and distribution of prop-
erty and no dragging down of men
from the high social and financial sta-
tions they have gained by their own
exertions.  Such immigration is not
damaging, but is a benefit to the coun-
try. If the criminal and pauper classes
could be kept out there would be no hue-
and-cry against immigration to this
country.

Men and Meat.

“It is a fact that there are more
cranks coming to butcher shops than
you'll find anywhere else,” observed
the butcher, as he sharpened bis knife,
and carved away at a quarter of beef
lying on the block before him. *“ I sup-
pose it is the trouble cf trying to satisfy
the cranky husbands with meat that
does it. **

The butcher’s wife smiled brightly in
assent and carried on the remarks be-
gun by her husband, in her own way:

“It is harder to please a man with
meat than with anything else that is
put on the table. | know that, al-
though my husband is a butcher and
can tell me just what to get. | have
seen that man turn up his nose at the
most beautiful steak at breakfast and at
dinner time grumble because he could
not have just that particular cut. They
are the most inconsistent people on
earth. ”

* Who—butchers or men?”

“Men. | don’t think butchers are
woise than other men; but there is
something in meat that brings out all

the crankiness in a man’s nature. It is
not the woman’'s fault that she cannot
be pleased with the meat that is offered
to her by the butcher. She would be
willing to take most anything, but she
knows that she has that hungry,disagree-
able man coming home to dinner, and
that the chances are he will complain
about bis food, whatever may be set be-
fore him. If I had my way, | would
make every man buy his own meat.
Then he would know what it is.”
“ Good!” said the smiling butcher.

At Louisville a tenor singer who sued
a theater manager for breach of contract
demanded a jury of musicians, in order
that they might be competent to judge
of the quality of his voice, as he in-
tended to sing for evidence.

GRAND RAPIDS IN
Written for the Tradesman.
Thus far in my recollections of Old
Grand Rapids, | have given only the
business side of active life in those
early days, in contrast with that swarm-
ing hive in every branch of mechanical
industry and mercantile progress, the
Grand Rapids of 1897. A brief sketch
of Old Grand Rapids from a social
standpoint | hope will not be con-
sidered out of place in this medium,
but serve to revive pleasing memories
for some of your readers.

It has been often said, “ Music hath
charms;” and nowhere can this be so
fully realized as in the social circle of a
comparatively isolated community. The
local musical talent of Grand Rapids,
both vocal and instrumental, was of a
high order. In the front rank of these
local artists were my old friends, Peter
R. L. Peirce, and his gifted wife,
whose clear soprano notes are singing
in my ears as | write. Mrs. Thomas
B. Church (mother of the famous New
York artist, Fred B. Church), for thirty
years organist in old St. Marks church,
had but few equals as a performer, and
was a successful teacher of the art she
so dearly loved. Mrs. John C. Wen-
ham, whose fine voice and musical ed-
ucation made her a successful teacher
of vocal music and the piano, filled
with sacred song the old Congregational
Church at the corner of Monroe and
Division streets as regularly as the
church bells broke the stillness of the
Sabbath morning. Mrs. Wenham's
brother was the late Dr. D. W. Bliss,
Surgeon-General of the U. S. A. Both
of the ladies last named are living in
Grand Rapids and, | am told, retain
their devotion to music and its charms
the same as in the days of which I
write.

In a former contribution | spoke of
Old Grand Rapids as peculiarly a
church-going people. | have no doubt
the exquisite musical repast that church-
goers were sure to enjoy had much todo
in giving Grand Rapids the reputation
of being a city of Sunday observers.

Without railroad facilities, Grand
Rapids was thrown upon her own re-
sources. No concert halls or any public
place of amusement. Visits of concert
troupes or exhibitions of any kind were
few and far between. Occasionally a
quartette company, a soloist, or com-
pany of “ Swiss Bell Ringers” would
have the courage to face a fifty-mile
ride in a stagecoach, when one of the
churches would be used as an audito-
rium. These occasional visitors were
always well patronized and well pleased
with their financial success and the
hospitality of a cultivated audience.
Any celebrated attraction on the Detroit
boards was sure to be met by an ap-
preciative delegation from Grand Rap-
ids. | recall a very pleasing excursion
of this kind that occurred later on when
the Swedish Nightingale, Jenny Lind,
visited Detroit. This pilgrimage was
at the suggestion and under the direc-
tion of the music-loving critic and ar-
tist, Peter R. L. Peirce, mentioned be-
fore, and his estimable wife. | believe
there are still living in Grand Rapids
some old residents who will recall with
the most pleasurable emotions that in-
describable musical feast.

Home talent in various ways supplied
the want of public entertainments in the
way of concerts, lectures, tableaux and
frequent social gatherings, always ac-
companied with the best of vocal and
instrumental music, and dancing when
circumstances were favorable. The
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only passport necessary to these social
gatherings was a clear bill of mental
and moral worth. Old and young alike
mingled together in one common round
of innocent enjoyment. Society was not
divided into sets involving caste.
Money cut no figure in these events.
Lawyers and doctors, clerks and other
employes, mechanics and artisans—all
met on one common social level. The
clergymen of the various churches
mingled in the general enjoyment, thus
tempering exuberant mirth and adding
dignity to the occasion. No social
gathering was complete unless the gen-
ial face and form of the Reverend F.
H. Cuming of old St. Marks was seen
mingling with the merrymakers. No
less conspicuous was the presence of
the Reverend Francis A. Blades, of the
“little church round the corner”—
Methodist—on Division street. Of tall
and commanding stature *and courtly
manners, he mingled in the festivities
with a becoming dignity all his own.

In addition to these sources of enjoy-
ment, frequent sleighrides out to John
W. Fisk’s old Lake House, built partly
of logs, with its long low dining room
turned into a dancing hall, and the
bountiful collation that followed made
up the program of Old Grand Rapids’
amusements.

My memory vividly pictures some of
the characters whose company gave life
and character to these social events.
The portly form and jolly face of War-
ren P. Mills might always be seen
where the fun was unconfined. The
Hon. Thomas B. Church, Judge Solo-
mon L. Withey, Edward E. Sargeant,
Wilder D. Foster, Noyes L. Avery and
others discussed thé current events and
literature of the times. John and Peter
R. L. Peirce, Carlos Burchard and Wm.
J. Wells, with their jokes and repartee,
kept up a round of merriment not easily
forgotten. The supper served, music
and song made up the balance of the
evening’s entertainment.

The home life of many of these old
families was a marvel of domestic
felicity that is pleasant to recall, but |
am admonished that this is not the
place to unveil their beauties.

From scenes like these the seeds of
Grand Rapids’ hospitality have grown.

W. S. H. Welton.

Owosso, Mich.

The Philadelpha Times notes a curi-
ous coincidence at a quiet family hotel
in Philadelphia. One of its regular
patrons is a man from a distant city,
with the rather unusual name of Beebe.
Sometimes his visits are a month apart;
sometimes only a week. It happens,
however, almost invariably that when-
ever he arrives another gentleman
named Beebe, from a different city in
another part of the country, comes and
registers the same day. Sometimes one
arrives first; sometimes the other. They
do not know each other and have never
seen each other, but each has noticed
the coincidence and enquired about it.
Sometimes one puts off an expected
visit, and then, strange to say, some-
thing intervenes to postpone the visit of
the other. There is no doubt about its
being a strange case of continued coin-
cidences, and without any collusion or
premeditation.

A story, claiming to have its origin
in the sacred press, is going the rounds
of the secular press, about an Irishman
and a Frenchman who were disputing
over the nationality of a mutual friend.
“ | say,” said the Frenchman, “ that if
he was born in France, he is a French-
man.” “ Begorra,” said Pat,” if a cat
should have kittens in the oven would
you call them biscuits?”
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A Grocer’s Scheme Relative to Co-
operative Distribution.
Stroller in Grocery World.

It is all very well to congratulate our-
selves that we live in an advanced gen-
eration, and all that, but I tell you if |
were a retail grocer | would a 'thousand
times rather have lived twenty-five years
ago than to-day. Why, the life of the
retailer of the last generation was'a’bed
of roses compared with the troublous
existence of the modern grocer. I'm
not sure whether the present retailer,
badly as he is situated, isn’'t in better
shape than the retailer of 1922 will be.
Every day the retailer is getting it
Every day brings new schemers to com-
pete with him and to outdo him. Every
day the prices get lower and the profits
smaller.  Tell me, has he it as easy as
the grocer who did business before com-
petition got this way—before the~day of
cutters and of schemers? Why, twenty-
five years ago all the retail grocer had
to do was to sell goods and pocket 25 or
30 per cent_ profit. He didn’t *have to
meet the cutter, and everything he sold
netted him a good percentage.

One day last week a young fellow in
a small Vermont city unfolded to me a
scheme which just shows how many
new things are constantly coming up
to push the grocer down.

This fellow 1 speak of learned the
grocery business as a clerk, and several
months ago opened a store of his own.
He hasn't made a success of it, because
he hadn't enough ready capital and be-
cause he couldn’'t get any. He's a
good business man and could have suc-
ceeded under favorable circumstances.
I like the fellow and he confides in me
a good deal.

“Well,” he said, when | entered his
place last week, “ I've got a scheme.”

**There are others, '’ | observed.

“That's all right,” he said ; “ there
aren’t any others with my scheme.”

I'm not a believer in schemes. So
many of my own have turned out badly.
So 1said, resignedlK:

“ Well, if I must hear it, let me have
it and get it over with.”

MICHIGAN TRADESMAN

“ If you don’t change your tune before
I'm through, I shall be greatly mis-
taken,’’ said the young fellow. Then he
unloaded.

“ My store here ain’'t paying me,”
he said. “ 1 haven't made $8 a week
clear out of it any week since | started.
That ain’t much for a man with a wife
to keep, is it?”

Being a bachelor, i
press myself.

“ Now, the scheme | propose to work
is this, ” hecontinued. “ | have selected
a list of forty of the best families in the
town. 1 know they will average $13
worth of groceries and provisions every
week. 1 shall go to them and offer to
let them have everything they buy at
actual cost, provided they pay an aver-
age of 75 cents a week as salary to me.
I shall be acting as sort of manager for
a store owned, In a way, by forty differ-
ent families. Do you see?”

I certainly did, and I lost my breath
as | thought of the condition of the
other grocers of that town if that scheme
worked.

“It's a great scheme,” went on the
young fellow, enthusiastically. “ Forty
times $13 is $520 worth of goods | shall
be selling every week. If each one of
the forty pays me an average of 75 cents
a week, 1 shall be making $30, with my
business assured and no need to worry.
You see, where a family only uses $10
worth of stuff a week they won’t pay
me 75 cents a week, while a family that
uses $20 will pay me a little more.

“ And they’ll save enough to make it

declined to ex-

worth while, too,” he said. “ Take a
family that uses $20 worth of groceries
a week and that pays me, say $t salary.

They’ll save a clean $2 on the deal. A
grocer makes about 15 per cent, on his
goods, which would be $3 on $20 sales.
They’ll save that $3 minus the $1 | get.
The same way with the family that only
uses $10, and that pays me 50 cents.
They'll make a dollar, don’t you see?”

‘*Have you tackled any of those forty
families yet?” | asked.

“ Oh, no,” he said, “ 1 don’t expect
to for a month yet. Oh, and there’s

JAM O
BISM ARCK

CAROY i

®ge three leading brands in the State and the best that can be

roduced for the money. Increase your trade by handling

them. Free samples of Jamo and Bismarck to introduce them.

anotherend to it!” he ejaculated. “ You
see, new people will be coming into
the scheme all the time. As fast as it
gets about, more and more will want to
get in, and so the money | make will
increase all the time. In fact,” he
said, modestly, “ in time 1 expect to
have the only store in this town.”

“ Well, you mark my words,” | said,
“you'll have trouble in making your
families believe that this isn’t some big
fake. You can’t make them believe
that your idea isn’t to get their trade,
sell them goods at regular prices and
then collect 50 cents or a dollar every
week beside.”

“1've thought of that,” he said,
coolly, “ but two things will prevent the
scheme failing through it: In the first
place, | think | may say that my repu-
tation in this town is absolutely unim-
peached. [I've lived here thirty odd
years; | was born here and so was my
father before me. 1 know everybody,
everybody knows me, and knows, be-
sides, that when | say a thing 1 mean it.
And then there will be ways of finding
out whether I'm selling goods under
other grocers who make a profit. | shall
ask, and even insist, upon every cus-
tomer making it his business to investi-
gate, too. Oh, | expect to have some
little trouble in getting the thing
started, but after it's once on its feet
it'll go like a snowball!”

As the young fellow argued | began
to see the entire feasibility of the idea.
I believe, now, if the thing is managed
properly it'll succeed; | didn’t think
so at first. And if it does succeed what
is to become of the other twenty-four
grocers in that town? What is to be-
come of the grocers of the other towns
where the same scheme will be worked
when it gets to be known?

Verily, verily! we are come upon
times of bitter trouble!

When a dentist in China is pulling a
tooth for a patron an assistant hammers
on a gong to drown the cries of the
victim.

A Dodrotten Fool.

I was the only passenger in the car.
Midway of a block another came in.
His hat was crushed and his clothing
daubed with mud. For a long time he
sat in gloomy meditation. Then he
hitched up toward me and said: “|I
guess 1'm the dodrottenest fool running
loose in this town!” “So?” | said.
“ Yes, sir. | ain’t got sense enough to
be let go without a guardeen. See that
car up ahead there?” [1did. It was
half a dozen blocks away. “ Waal, sir,

| run like sixty for more'n a block to
ketch that car.” *“ Couldn’t catch it,
eh?” “Yes, | could. That's the
trouble. | did ketch it, and | gin the

conductor a dime on the hind platform
an’ he gin me a nickel change. Then
somehow | up an’ dropped the nickel
overboard. | hollered to the conductor
to stop the car, but he wouldn’t do it
so | ups an’ jumps off back'ards.
Look a’ my clo’es. When | got up that
car was out o’ reach, so I had to wait
for this one.” *“ Did you-find your
nickel?” “ Oh, yes; found that right
enough. Lost my car, split my clo’es
and skint my back jest for the grat-
ifyin’ privilege of pickin’ up that
doddeen nickel an’ givin’ it to this con-
ductor. | used to think Bill Thomp-
son was the dingedest fool agoin’, but |
guess I'm close onto him.” “ What
did Bill do?” “ W'y, don’t you know?
Bill's dog got his head stuck in a
pitcher, and Bill cut off the head to
save the pitcher, and then broke the
pitcher to get the head out.”

A Novel New Fruit.

The strawberry-raspberry is said to
be a fine and novel fruit. It is described
in the Southwest as a dwarf raspberry,
%rowing only fifteen to eighteen inches

igh, spreading considerably, sdon
forming dense clumps of solid green
foliage. The plant itself is handsome;
its bright gieen foliage resembles that
of a rose. The large, pure white, wax-
like flowers, with snow-white stamens,
are even larger than a single rose, and
produced in great abundance.
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JANE CRAGIN.

Will the Tables Turn at Colorado
Springs?
Written for the Tradesman.

There were three letters lying on Jane
Cragin's lap, as she sat in her room at
sunset looking into the glowing west.
One was from Cyrus Huxley, saying that
he was to start for Colorado Springs on
the following Monday morning; another
was from Mrs. Willowby, and the third
was from “ Auntie” Walker. They did
not seem to be of much interest, for Mrs.
Willowby’s letter soon fell to the floor,
where it was allowed to remain, Cy’s
numerous sheets had been carelessly
gathered together and crowded halfway
into the envelope, while Mrs. Walker’s
apology of a letter was crushed in the
little woman’s band. Pikes Peak at
sunset is always companionable. It has
its moods as we have ours; but, as if
determined that the sun should never go
down on its wrath, it is sure to be itself
when evening comes, and talks and
listens as its visitor wills.

Jane and the mountain had become
acquainted early. The acquaintance
had ripened rapidly into the firmest
friendship; and it soon became com-
mon for Jane to sit in the fading day-
light and, after awhile, totalk freely to
the mountain, who liked to pillow its
head upon the sunset and listen to the
fair-haired woman, who learned to tell
it without reserve whatever was passing
through her mind.

“ It seems strange to me,” she said
as an argosy of purple cloud with silken
sails floated close to the mountain and
dropped anchor into the golden sea, “ it
seems strange that that woman should
want to write to me such a letter as
this,” and the crumpled paper again
protested under the compressing fingers.
“Is it possible that she hopes to en-
lighten me in regard to anything that
pertains to Cy? Have | ‘summeredand
wintered’” with him to be told at last
that he is unlike some Kentucky colonel
of a couple of generations ago, and
that he is equal to a whole family of
Evanses in the resenting of an insult?”

There was a pause then and the
mountain made reply—a pleasing one,
for Jane smiled as she listened, and
soon again began: “ Was there any-
thing ever quite so silly as Lilian Wil-
lowby’s twaddle! Her corn-colored
gown and her slangy ‘Dick’ are the
only ideas she has managed to ring the
changes on. Cy comes in as a sort of
laughable sideshow, and then she finds
it necessary to make up for that by fool-
ishly trying to make believe that she
likes him. Her corn-colored gown and
her coming wedding have affected her
mind, | guess. It’'s so fortunate for Cy
that he's a self-made man and, so, ‘en-
titled to much respect!” Humph! Poor
Cyrus! If 1 didn't know that he was
laughing this blessed minute at that silly
woman with her airs and her nonsense,
I might be induced to give him a little
of that sympathy which he doesn't ask
for because he knows he doesn’t de-
serve it and wouldn’t get if he did ask
for it.

“ 1 sometimes wonder if it wouldn’t
have been just as well if he had made
up his mind to go to Los Angeles. |
honestly think, if he regards his peace
of mind and rest of body, Colorado
Springs is one of the worst places in
the world, if not the worst, for him to
come to at this particular time. For
his peculiar complaint the climate here
this season is positively dangerous.
His system, as the Doctor would say, is
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in just the condition to yield to the at-
tacks of a most insidious disease; and
it does seem to me that the man is rash
to expose himself to what, without the
slightest doubt, will prove fatal.

“ Suppose the climate should be found
favorable, however, | wonder if | could
have that fellow here in the same hotel,
remembering as | must—and ought—re-
member the mean game he tried to
play, and not give him a dose of the
same medicine he tried to force me to
take. There’'s where | think Cy shows
his want of wit. But that is like all of
’'em—there isn’t a man in the world who
won't play his pranks with the woman
he *loves with all his heart' and all that
nonsense; and then, when he finds he is
getting the worst of it, he comes whin-
ing around and admits that ‘he did
wrong,” and ‘made a fool of himself,’
and ‘didn't think," and ‘if his heart's
dearest love will only forgive him just
this once, you know! And then they
expect that’s all there is to be of it,
and they have such confidence in ‘the
dearest woman in the world’ that they
put themselves in her power and are
mightily aggrieved if she even hints at
making the most of the opportunity
given her. That's what Cy’s doing,
only he isn’t quite sure of the ladylove
part. That's one place where he’s
rightt Now | don't know why it
wouldn’t be a good thing for him—I
know I should enjoy it—to give him a
sample of success in the same field
where he has made such a conspicuous
failure. 1 know I could rely on my
friends here to carry out any such Un-
dertaking. | can see Captain Walker’s
face light up with that radiant smile of
his, the minute 1 suggest to him this
opportunity of benefiting his fellowman !
I can see Mr. Smith's professional look
trying to crowd back out of sight the
intense delight at the prospect of worry-
ing the man until life shall be found a
burden. I—I—don’t know—whether Dr.
Day—"

It must be that the mountain broke
in here, for Jane Cragin’s face became
thoughtful as she sat resting her head
upon her hand and gazing into the pur-
ple twilight that veiled in shadow the
mighty mountain before her. In the
gloaming she placed side by side the
two men who had drifted into her life
with no desire to drift farther. The
one she had always known to be just
and generous and true. In season and
out of season, she had found in him but
one fault, a love for her, with the un-
dying hope that some day, when she
would, her love should crown him king.
There at his side was another. A few
weeks only of golden summer had meas-
ured their acquaintance. They had, in-
deed, been often thrown together. The
morning had seen them walking in the
sunshine; the hot noon had found them
in cool retreats where the swinging
hammock held all that was dear to him
on earth, and the only voice she cared
to hear read to her as she swung; and
the evening shadows that wrapped the
mountains at Manitou wrapped them in
the same soft mantle as they walked
homeward together in the starlight. She
had, indeed, “ summered and wintered”
with the one; but, in all that summer-
ing and wintering, had she known the
deepening joy that these few summer
weeks had brought? If she should turn
from him after Cy had come, would he,
to win her favor, resort to Huxley’'s
measures? There lay the difference be-
tween them : The one, from childhood
up, had known the influences of refine-
ment; the other bad made bis own en-

vironment, and she had largely helped
him. Both were large of heart. Both
were respected by those who knew them.
Both knew how to get on in the world
and bow to make the most of them-
selves. The balance, so far, stood even
between them. What was it that drew
her to the one and, while it did not re-
pel the other, had kept her from him
all these years? She could not trust her-
self to answer. She was not willing,
just yet, to answer. But she dreamed
of a pair of eyes, large and dark and
handsome, that looked down into her
own with something like a benediction
in them. And then she thought of the
years of devotion that had blessed her
life, and wondered, as women will,
whether her duty did not call upon her
to repay that devotion with the only A,
recompense devotion craves!
Richard Malcolm Strong.

Weather experts are just now com-
mencing to pay studious attention to
animals, which are often better weather
indicators than the expensive instru-
ments in the weather bureaus. Most ani-
mals are exceedingly sensitive to
changes in the weather. A small green
frog has been found in Germany which
always comes out of the water when
cold or wet weather is approaching. The
ftogs are caught and kept in glass jars
half-filled with water and with a tiny
ladder up one side. The frog sits high
and dry on top of his ladder several
hours before a storm, and when it is
going to be clear he climbs down to the
bottom.

The shoe and leather trade of Balti-
more has an invested capital of nearly
$7,000,000, and the amount of the whole-
sale and manufacturing trade of the city
in this line is estimated at $16.000,000
annually, the retail and customs trade
adding $4,000,000 more.

The Ghost of John Gear.

In Ms coffin bed John Gear la dead
é‘ t John Gear's Fhost stoo
An the clerl%/man ta ked at the funeral
bent low to hetr:
The Waltm Ghost ot the man who wss dead.
He lingered to hear what the clergyman said;
Sothe clegﬁ/man spake and the people wept,
And the st looked on and” the dead man

slept— And the dead man slept.

man who is dead,” the clergyman said,
as the true true salt of th

haII gauge the go d of bis well-s; ent life

the measure of his worth?

For he was a mau of the olden type.

Of the honest noble sterling strlgg

e Ghost as he stood ni

r he alone knew these words were a |e—

These words were a lie.
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And the Ghost was afraid and was sore dismayed
As he heard the words of praise;

And hﬁ tdh%ught of the wreck and 'the wrong he
Through the stretch of the long-gone days;
And a woman’s face that was blanched Wwith

| onmedau from the vast of the clamoring years;
And the host while he heard all the praise of

ihe
Felt burn %n his forehead the mark of the Beast—
The msrk of the Beast.

And Bhe priest preached on, but the Ghost of

Heard naught but the woman's tears;
For the silent tears of her silent life
re thunder in his e
And the prlest still preached with his words of

And &e Face loomed up from the long-gone

a
The prle);.t still praised and theCFeopIe wept,
And the Ghost passed on and the dead man

The dead man slept.
Sam Walter FOSS.

It has been truly said that it is not al-
ways the merchant who does the largest
business who makes the most money. A
big trade with a poor system for
handling it brings only disappointment.
The merchant who wishes to perma-
nently succeed will adopt the best
known system tor handling the transac-
tions occurring between his salesmen
and his customers.

Motor cars capable of drawing three
wagons carrying ten tons of produce
are about to be introduced into Liver-
pool.

The Staff of Life

should be made of the best flour
—flour that embodies the great-
est quantity of nutriment and
strength-giving properties.  If

GRAND REPUBLIC

did not meet this requirement
and please every flour cus-
tomer of your establishment, we
could not expect to enjoy a
continuance of your flour trade.

Considering

the number of

flour customers on our books,
we know our brand is all we

claim for it

Note quotations

in price current.

Bakl-Barnhart-Putman Co.,

GRAND

RAPIDS.
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clerk forgets

to "charge It? igji
tl?e customer gets#
tI7e goods and you
get

TRADESMAN

One of the greatest sources of loss in
retail stores is the failure to charge goods
sold on credit. Clerks put up the goods
and deliver them all right, but forget to
make the proper entries. In that case the
customer gets the goods and you get noth-
ing.

The National Cash Register systems
prevent losses of this kind, and furnishes
as well a complete check on all transac-
tions between clerks and customers.

Send us your name, address, business
and number of clerks employed, and state
whether or not you employ a cashier, and
we will send you a beautifully-printed pam-
phlet describing a system for use in stores
like yours. Address Department D, The
National Cash Register Company, Dayton,
Ohio, U. S. A.



The Proper Place for Woman.

It is reported that, in the course of a
recent lecture, Felix Adler went so far
as to assert that woman’s proper place
is home. There is nothing strikingly
original in that proposition, considered
by itself; but Mr. Adler is also credited
with the saying, uttered on a former oc-
casion, that home is man’s proper
place. The two propositions, taken to-
gether, convey a statement of profound
social philosophy. Neither the one nor
the other of them is likely to be sub-
jected to a direct denial, but there will
be a disposition on the part of many
critics to qualify them both. Men, of
course, must work, and housekeeping is
not in their line. Moreover, a man who
is always in the house becomes more or
less of a nuisance to his women folk.
They like to see him at his meals and
they feel safer when he is within doors
after nightfall. They like to go out with
him, and, if he is not an altogether im-
possible sort of person, they will some-
how manage to enjoy his society. In-
deed, it has even been intimated that
the favorite study and pursuit of wom-
ankind is man. Still it is necessary to
draw a line, and it must now and.again
occur to every ciose-observing, deep-
thinking family man that his personal
charm, as well as his business interests,
will suffer if he remains forever in evi
dence at his own fireside.

The woman, too, has interests, rights
and duties that occupy a good deal of
her time and often take her from her
home. She must visit her friends, and
especially those who are in need of
cheering up, or of any kind of help,
that she can give. She probably be-
longs to various charitable associations,
and it will be admitted that organized
charity is in many instances largely de-
pendent upon womanly sympathy, tact
and mother wit. Then there are the
demands of culture. The wife and
mother, if she be of a cultivated circle,
is expected to be also something of a
student. It may be that she is a mem-
ber of some society devoted to the study

of Browning, Shakespeare, Dante or
Aeschylus. And then there is the whole
wide realm of art. To all this, add
exercise, physical culture. It is well

known that the men of ancient Greece
attached as much importance to the de-
velopment and training of the body—or
at least gave as much time to that work
—as to the cultivation of the mind;
but the physical culture of the women
of ancient Greece appears to have been
neglected. There was no running of
races, no wrestling, no quoit-pitching,
no hurling of javelins, no charioteering
for them. Whether they suffered more
from dyspepsia and nervous troubles
than the ladies of the present time can-
not be decided by positive authority ;
but, in the absence of evidence, the
contrary may be assumed. It was not
considered the correct thing for them
to show themselves away from home,
and what exercise they got was in the
discharge of their household duties.
“ We have changed all that,” however,
and the girl of this period is becoming
an athlete. Yachting, driving, riding
to hounds, bicycling, swimming, ten-
nis, golf, and even cricket playing, are
among the accomplishments of the mod-
ern maid and young matron.

It is easy to see how some desirable
results may be produced by this multi-
tudinous variety of feminine pursuits.
The intellect, the heart, the body, al-
ways alert, always engaged in some
wholesome or beneficent activity—what
a beautiful combination of graces may
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be expected! But, after all, is not the
home in danger of being left too much
in the background? It has been re-
marked that the test of civilization in
any country is the condition of its
women. It is one of the crowning
glories of the present age that, beyond
all others, it has recognized the woman’s
intellectual equality with the man. So
far so good; but if women, as a rule,
are to take up the learned professions,
or go into business, what is to become
of the home? Well, then, some one
asks, ought women never to study and
practice medicine, never to fit them-
selves to serve as book-keepers, clerks,
reporters, editors, artists? If woman
may teach, why may she not write a re-
port for a newspaper? And if she may
write a report, why may she not argue
a case in court or make a speech on a
platform? The questions come thick
and fast enough, but the answer to them
all is that they ignore the real ground
of objection. There is nothing wrong
in a woman’s doing any of the things
just mentioned. On the contrary, it is
often best that she should do them.
There is room and there are especially
appropriate places for women in medi-
cine, in journalism, in trade, and, of
course, in almost every philanthropic
enterprise. The point is not that the
work is unfit for her hands; it is,
rather, that the woman's vocation is
home-building, and that the world can-
not afford to have her neglect it. To
be sure, there are women who will never
marry. There are other women who are
compelled by circumstances to work
behind a counter or at a desk. And
there are other women yet who are
driven by the force of a special genius,
or who are irresistibly prompted by
their love, for a particular kind of
work, to adopt some profession, or to
devote themselves to some branch of art.
Neverthelesss, it would be extremely
unfortunate if girls generally were sent

from school and college to the office or.

the shop as boys are sent, and were
taught to regard marriage as a mere in-

cident in the course of a life of busi-
ness.
Mr. Adler was right when he said

that home is also the man’s proper
place. It is his first duty to provide for
the comfort and happiness of that home.
There his heart should be while he is
working for it elsewhere. When he re-
turns at the end of his day’s labor, he
expects, and he has a right to expect,
that his wife will be there to welcome
him. And let this be remembered,
when a man finds his pleasure away
from home, there is something very
serious the matter with that home.
Frank Stowell.

Tobacco Adulteration Abroad.

In England, according to official re-
ports, tobacco is adulterated with sugar,
alum, lime, flour or meal, rhubarb
leaves, saltpetre, fuller’'s earth, starch,
mait-coomings, chromate of lead, peat
moss, molasses, burdock leaves, com-

mon salt, endive leaves, lampblack,
gum, red dye, scraps of newspapers,
cinnamon stick, cabbage leaves and

straw brown paper. The record of its
sophistication here is not officially cer-
tified, but there is no reason to surmise
that our tobacconists allow those of
perfidious Albion to exceed them in
business ability.

One of the provisions of the Greater
New York charter, a provision existing
in the present law, is that the walls and
ceilings of every tenement house shall
be whitewashed at least once a year.
The definition of tenement house is so
framed that it includes the most beauti-
ful and expensive apartment houses in
the city.

Another Solution of the Prison Labor
Problem.
Written for the Tradesman.

The first thing to determine is the
object of the prison. To most people it
seems a place where law-breakers are
punished.  What! All law-breakers?
No, only those convicted of breaking
some statutory law. (Many of the un-
written laws are broken daily, with im-
punity.) There is a better use for
prisons than making them ponal insti-
tutions. Make them a refuge for those
who are not so constituted that self-

control, at all times and under all cir-
cumstances, is possible. Yes, make
them still more. Give the inmates a

chance to make restitution, in a meas-
ure, for wrongs committed, and they
will do better work and do it more wiil-
ingly. Instead of giving the State or a
number of contractors (many of them
are veritable robbers) the profits of the
convicts’ labor, send it to recompense
the wronged ones; or, in case that is
impossible, send it home to the mother,
wife or children of the prisoner.

Nothing is of so reforming a nature
as work and plenty of it, and any law
that hinders any man from doing his
level best is an unjust one and should
be repealed. There is no reason why
the products of prison labor should be
branded or tabooed. They should be
sold on their merits only. The vexing
question of competition with free labor
would then count for nothing. What
difference does it make to me, if I wish
to purchase a suit of clothes or furnish
my house, who manufactured the ar-
ticles | wish to buy? All I am consid-
ering is the quality of the article and
the price to be paid therefor. If prices
are maintained on a par with living
wages paid men who have families to
support, | am no more apt to buy
prison-produced goods than otherwise.
The only question to be taken into con-
sideration is quality.

Some will say that there would be no

profits to recompense either the wronged
ones or help to support the dependent
ones, as most of the prisoners are not
self-supporting.  Perhaps, under the
present management, they are not. But,
pray tell me, why need this be so0?
There are no children, no invalids, no
insane and few women prisoners, the
larger portion confined being young and
middle-aged men, who, if outside,
would not only be self-supporting, but
would support, on an average, four
others.
' Some are, at the present time, agita-
ting the idea of making convict labor
repair our highways.
seem practical. Either the men must
be hampered by ball and chain and so
be able to only half work, or it would
cost too much to guard them when lib-
erty is almost within their grasp. But
the greatest objection to this question is
the coming in contact of young people
with criminals. And | think there are
but few grown people who would not
shrink from traveling alone a road
where it was known convicts were
working. Give them work inside the
prison walls. Alice Harrison.

The Tale of a Worthless Check.

It was a bad debt or it never would
have happened.

“1I'm in a dreadful hurry or | would
go down to the bank with you,” reit-
erated Bolton, passing over his signed
check.

Hazelton took it ruefully.

“ It wouldn't take you more than
fifteen minutes,” he suggested ; “ then |
wouldn't have to be identified.”

“ But | must catch the 3 o’clock train

This does not te
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out of the city,” and with the word
Bolton began to straighten his desk.

“ Anyhow,” thought Hazelton, “a
piece of paper is better than nothing.
Only the.cashier may think 1I'm a ninny
to take Bolton’s check for $150.”

But Hazelton went at once to the
bank, taking with him a business ac-
quaintance who had a deposit there,

The paying-teller looked the check
over and turned to the depositors’ bal-
ances. Then, excusing himself, he
walked out of his cage to consult with
the cashier.

“ Looks bad,” suggested Hazelton's
friend. Hazelton smiled in-a sickly,
gulping way.

“We shall have to refuse payment of
this,” said the teller, again appearing
at the window.

“ No funds?” queried Hazelton.

“ Insufficient funds,” returned the
teller.

It was a delicate situation on the part
of the teller, but Hazelton felt none of

It.

“ Has he got any money here?” he
demanded. The teller admitted that he
had.

“ How much?”

There was some quibbling, but finally
the teller admitted that there was $131
to the credit of Bolton.

“ Well, here,” blurted Hazelton, “ I'll
take the $131 and call it square.”

The teller told him that he couldn’t
do it; that he must pay out the full$150
or nothing.

Hazelton picked up the check and
turned away from the window.

“Do you know,” he said to his
friend, “ | believe that Bolton worked
that scheme purposely, knowing that |
wouldn’t protest the check and knowing
also that the teller wouldn’t ﬂay it?”

His friend thought as much, too.

“And to think that the whelp owes
me $150 and has $131 right there where
I can’t touch it!”

He was kicking into the mosaic of
the floor, when all at once he straight-
ened up.

“ By George!

I've got it!”
“What?” and

the friend’s eyes
opened.

But Hazelton had already turned to
the writing-table and was filling out a
deposit slip. .

“ See here,” he exclaimed, after a
moment, turning about with a slip of
pink paper. It read:

“ Credit to the account of Henry Z.
Bolton $19,” and below was the signa-
ture of Hazelton.

With this slip and a handful of change
Hazelton passed to the receiving tel-
ler’'s window and took a receipt for $19
deposited to the credit of Henry Z. Bol-
ton. Then he walked up to the paying-
teller’'s window, presenting the check
again, together with his receipt.

“ Bolton’s funds are sufficient now, |
believe,” he suggested.

The teller looked at the receilpt,
smiled, questioned the receiving teller
through the wire partition, turned and
paid to Hazelton two $50 bills and five

ns.

“ Well, by hokey!” was all that the
friend could say. As for Hazelton, he
was too full for utterance of any kind.

Bolton is still out of town.

But | shouldn’'t be surprised if he
drops dead in that bank the next time
he presents a check there!

And from the way Hazelton chuckles
it is easy to see that he wouldn’'t be a
mourner at Bolton's funeral.

They Will Appreciate It.

Show your clerks that you appreciate
their good efforts, and that you are do-
ing your best to help them and to make
any extra labor as easy as possible.

The interest you take in their welfare
—although it may be for your own good
—will cause them to take an increased
interest in yours. Consideration and
kindness cannot fail to produce good
results.

Instead of finishing the day with a
tired-out lot of clerks, whose only thought
is to get through with each customer
with as little trouble as possible, you
will have a bright, cheerful band of
real helpers trying to sell all the goods

.they can to. every buyer.
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Shoes and Leather

Pertinent Suggestions for Live Re-
tailers.
From the Shoe and Leather Gazette.

“Judge their worth by the months
they wear, ” is a good phrase used by a
successful advertiser.

“ No guarantee on colored goods’’ will
be the burden of the manufacturers’
song this year. Retailers should take
the cue.

Pointed toed shoes are called for in all
grades for spring, both in men's and
women's, although women are particu-
larly fond of them.

Broad-toed bicycle shoes possess one
advantage over narrow-toed—when used
against the front tire as a brake they
are not drawn in between the forks and
the foot hurt.

More women are wearing calfskin
shoes this winter than in years. The
styles are handsome and possess that
peculiar quality dubbed *stunning.”
Women like them and they're sensible.

An English concern sends out a dozen
left shoes made to measure on applica
tion, the customer selecting to suit him-
self, returning the remainder with a re-
mittance, whereupon rights to mate are
shipped him.

Bull-dog toes for women have not
proven popular in the East, where the
Bull-dog tor men caught on first and
has held on tenaciously since. Wom-
en’s taste seems better in this case than
men's, so far as looks go.

It is predicted that cheap rubbers will
be made in large quantity the comin?l
season,but that they will not be as muc
in demand from retailers as they have
been, the complaints proving altogether
too numerous.

Dealers in glazed kid find it necessary
to wipe the chill off the stock in cold
weather in order to make it come up
smooth and bright. Retailers will do
well to follow the same rule with kid
shoes before showing them to custom-
ers, giving them a brisk, quick rub
with a cloth.

A French oddity is a pantaloon guard
which looks not™ unlike a very short-
handled spoon with a flat surface in
place of the bowl. This flat piece is
inserted between the heel and the sole,
the “ handle” portion sticking out and
upward, preventing the trousers scraping
the ground.

One St. Louis retailer is helping the
suffering poor these cold days by pay-
ing ten cents a pair for the old shoes of
customers and presenting them to
charitable institutions. Of course, it is
a business idea, the ten-cents-per-pair
feature attracting customers, but it is
none the less charity.

Competitors are wondering how a cer-
tain retailer can sell a well-known brand
of rubbers for 9 cents, as he advertises.
It’s very simple. He paid 25 cents per
pair for them, they being old stock,
odd sizes, old-style toes and generally
out of date. All that is necessary is to
lose 16 cents a pair.

Business is being done by lastmakers
now on shorter lasts. In toes that are
not extreme points requiring consider-
able length in order to make room for
the toes widthwise, consumers do not
like too much leather for their money,
but prefer shoes somewhat shorter. The
chief reason, however, for this is that
the toes break down. Long vamps give
much the same effect as a long shoe,
but extremely long vamps are not grow-
ing in favor.

A suit was recently decided which
had its inception in the death of a big
healthy man caused by tight shoes. A
short time ago a young lady vain of
her figure committed suicide in New
York because of misery resulting from
injury to her spine by tight lacing. It
would be well to advise customers
against contracting the various parts of
the body too much. Shoes too tight
usually result in complaint and some of
it is sure to be against the dealer, no
matter how little merited.

In Mexico small feet are an economy
and large feet an expensive luxury.
Shoemakers charge according to size.
Even then shoes are not expensive, a
very good pair being made to order for
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$7 Mexican money, or;J$3.50 in our
money. Shoemakers make from 50
cents to $L a day Mexican, and some of
them do first-class work. Their work is
all hand work, even to the pegs, which
they whittle out by hand. Most of the
lower classes don't bother with shoes at
all, wearing a sort of sandal consisting
of a piece of leather tied onto the foot.

Rainy-Day Boots for Women.
From the New York World.

One rainy day last week a perceptible
flurry of ihterest was aroused among the
women who were paddling about on
upper Broadway. It was caused by a
woman who was evidently a sworn
champion and exponent or rainy-day
club principles. She wore a short, very
short, skirt, a neat little reefer, a water-
proof Alpine hat and triumphantly
marched along without a suspicion of
an umbrella.

What attracted most attention, how-
ever, was the boots which this very ad-
vanced and apparently very comfort-
able young woman wore. The absence
of rubbers, overshoes, leggins, orany of
the ordinary clumsy accessories of a
rainy-day garb was very conspicuous,
and the manner of the young woman
seemed to express her satisfaction with
her own excellent arrangement for dis-
pensing with useless paraphernalia and
keeping her feet and skirts dry at the
same time.

The rainy-day boot, which was the
most conspicuous feature of this cos-
tume, merits a detailed description. It
is one of the most representative prod-
ucts of end-of-the century feminine in-
ventiveness. Miss Marguerite Lindley,
an enthusiastic champion of exercise,
hygiene and short skirts, is understood
to be the patentee of this boot, but
doubtless it represents the combined in-
tellectual energy of many women whose
active energies all work towards the
same glorious end. The beauty of the
new boot is that it is entirely water-
proof. The vamp is of viscolized
finish, and the upper of soft chromo-
finished kid, which is perfectly pliable
and does not restrict the motion of the
ankle. The upper portion of the boot
top is of some porous material, permit-
ting of ventilation and giving an orna-
mental value at the same time to the
upper part of the boot.

The boot is laced the entire length,
and when it is considered necessary
there are ankle supports of firmer
leather. The boot reaches nearly to the
knee, but its porous quality and the
variety in its make-up prevent its be-
ing the frightfully clumsy affair that
high boots wusually are. The woman
who wears it is not vulnerable at any
possible point and can brave floods
and snowstorms with equal alacrity.
Startling affair as it is, the rainy-day
boot is something to be welcomed.

Any one familiar with bicycle boots
will detect a great many points of sim-
ilarity between the rainy-day boot and
its immediate predecessor in this par-
ticular department of inventiveness.
The bicycle boots which have been
worn by women for some time doubt-
less paved the way to this newest inno-
vation. And any one accustomed to
wearing a stiff, heavy bicycle boot will
welcome its more pliable successor with
enthusiasm. The new boot does not
tire the leg, does not make the foot feel
like a lump of lead, does not grow stiff
through the repeated action of mud and
rain and in other ways avoids the ob-
jectionable features of much of the foot-
gear worn by riders of the wheel.

Women who have a passion for color
and for having everything to match have

decided that their rainy-day boots must
match their rainy-day costumes. While
black is of course the color most worn
when skies are gray and streets are wet,
some altogether charming waterproof
costumes are made in dark blue, ecru,
red or even violet. In these cases the
boot is of the required shade, and is
therefore very expensive. A dark blue
boot is a very pretty and dainty affair,
but it cannot be bad for a song, and the
women who aim simply to keep dry will
probably be quite contented with the
simple "boot that fulfills its function so
admirably.

Good Things Said by Up-to-Date
Shoe Dealers.

We're making a fine display in our
show cases and windows of evening
slippers—give you an idea of all the
newest things. We show the handsom-
est slipper styles and the best variety at
lowest prices. No finer stock—not an-
other so fine. Young women consider
our store the big center for evening

footwear—P. T. Hallaban, Philadel-
phia, Pa.
Shoe Talk. Ours is the plain kind.

No long arguments are necessary to
turn our goods into cash. With us,
solid leather means solid leather—no
more, no less. Two dollars per pair
means two dollars of good honest shoe
leather.— Printers’ Ink, New York, N. Y.

Up to the present time no such shoe
prices have ever been made, and it’s
Just possible you'll never have another
opportunity as good.—T. P. Cartwright
& Co., Omaha, Neb.

buie, 1 m

Johnson's on top of the shoe npile.
The other fellows are barking at our
heels, but we don’t mind little things
like that. We lead on.—Johnson’s Shoe
Palace, Altoona, Pa.

Shoes for men, women, children—
thousands of pairs. The bad fortune
of money-losing is good fortune to the
thousands who are money-finding in
these bargains.—John Wanamaker, Phil-
adelphia, Pa.

In buying my hand-sewed welt shoes
you are guaranteed to get shoes that will
not rip, that are flexible and yielding
to the foot, and will always remain
smooth on the inside; no nails or pegs
to ruin feet, stockin%s or tempers.—A.
J. Cammeyer, New York, N. V.

Boys’ and girls’ $1.50 shoes for 85c.
A large factory that had been waiting
for better times concluded it wouldn’t
wait any longer—and we have their en-
tire output at our own price.— Marks
Bros., Philadelphia, Pa.
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MANUFACTURERS AND JOBBERS OF

BOOTS, SHOES
AND RUBBERS

We are now receiving our new spring styles in all the new colors

and toes—the nobbiest line we

ever had

You should see them

before ﬂlacing your order. Our prices z%re' rri]ght and we feel con-

fident that we can please you.

gents for the

BOSTON ROBBER SHOE CO.

' In selecting your spring stock, do not omit
adding our celebrated line of . . .

CHINESE CALF GOODS

to your SHOE department, if you want the very

best values for your trade.
name on the shank.

Misses’, Children’s.

Every pairhas our
In Men’s, Women'’s,

HEROLDBERToH 3HE 60,

GRAND

Ifzyou will send us
sizing-up orders;,on
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THE GOODYEAR GLOVE

HIRTH, KRAUSE & CO., Grand Rapids, nich.



The Grace of Disgrace.
Russell Gardner in Money Saver.

She is a handsome woman.

He is an ugly man.

Together they present as striking a
contrast as Venus and Cyclops would
have made.

| have known them for years, and can
remember, as if it were but yesterday,
when Fred Darwin was as fine looking
as if Apollo himself had in him a coun-
terpart.

To-day | am an old, worn-out rem-
nant of humanity, retired from the
a_%tive hustle of a competitive business
ife.

Sitting on my shady porch this hot
September morning, 1had let my daily
stock report slip away into dreams, and
once more | was the active senior mem-
ber of Mason & Ryer, jobbers of boots
and shoes, the best-known firm on the
street, and doing more business and
with the finest line of trade of the whole
bunch.

I was sitting at my desk, running
rapidly through a pile of orders just
brought in by my head salesman, Fred
Darwin.

He had come to me nearly ten years
before, as green a country lad as ever
sought the city to win a fortune or
wreck a life.

When he presented himself, hat in
hand, in my private office and asked
for a "*job, "’ | had run my eye—I always
had a keen eye—over his tail, straight
figure, scanned the frank, handsome
face, looked into his mild blue eyes,
and made up my mind he had in him
the stuff that makes men.

I hired him. In five year's he was a
salesman, as good a man as ever laid
out a line of samples. And now, after
ten years in my service, he had come
to make a request.

Forgive me if |1 ramble, for I am an
old man, almost in my dotage, and my
head is not as clear as it was before i
ceased to be Mr. C. E. Mason, of Ma-
son & Ryer, and became simply Mr.
Mason, retired.

My wife—she’s dead these four years
—was of an old aristocratic family with
high notions about blood, and with but
one idol, and that idol our only child.

Grace was a beautiful girl, with the
same rich dark eyes and hair that had
made her mother seem to me like one
of the goddesses of ancient time.

We had been married ostensibly
against the will of her father and
mother. They had *“ blood” notions,

too; but appearances require money in
order to be kept up, and blueblood, no
matter how deep its indigo, must lose
its caste unless it has yellow gold to
help it circulate in the proper channels.
So I, who had the necessary prop for
the tottering aristocrats, was tolerated.

Wife and | never had a thing in com-
mon until God sent our baby girl.
Then— There 1there! I'm chatter

ing over matters that are dead and of no
interest to you; but an old man must be
pardoned If he wanders, specially on a
sultry morning when he dozes in his
armchair.

Fred was always for business first; so
he turned in his batch of fall orders—
and they were of the size and kind that
make a business man smile in spite of
himself—then he said :

Mason, I'm going to ask you

I broke in—" Fred, I've thought
over the business you've been doing,
and your faithful service to us, and
have decided to make your salary one
thousand dollars more, commencing the
first of this month. ”

You see, | thought this generosity on
our part would sort of stagger him, and
| felt he was goin? to strike for more
money. Not a bit of it.

He calmly waited until
through my oration.

“ Mr. Mason, that thousand a year
will come in very handily just now, for
the step 1 am going to take is one that
the more money | have, the more com
fortable it will be for my partner.”

“ What! going into business for your-
self?” | broke out, for it made me feel
weak to think of losing him.

“Yes, Mr. Mason, provided | get
your consent You see it's this way,

I had got
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sir; my prospective partner and | have
known each other some time; we've
talked over matters carefully ; we real-
ize the opposition we are going to meet;
we will not start for a year at least,
aud, finally, we concluded that | should
come to you, Mr. Mason, you who have
been such a friend to me, and ask your
advice. ”

When he said they would not start for
a year, | grew sort of magnanimous.

“ Well, Fred, are you sure you are
suited to each?”

“ Certainly, sir; my partner that is to
be is a perfect jewel, clear headed,
conservative, brilliant, knows my in-
come, my savings, and thinks the world
of me.”

“ That’s the way to figure, my boy,”
| said to him, for his enthusiastic man-
ner had warmed me up on the subject.

“ Do I"know him, Fred?” | added.

“ The party of whom | spoke is very
well known to you,” and 1 thought the

bo¥ was sort of smiling, as he turned
half away and picked up his hat.
“ Mr. Mason, suppose | bring my

partner that is to be in to see you some
day, and we can talk things over.”

“Bring him up to the house this
evening; and if he is what | judge him
to be from your description, why, I'll
do all I can to give you a lift, for I'm
not the one to stand in the way of as
good a man as you are, Fred."’

“ Thank you,” he said, and was gone.

That night at home (my wife had
gone out to some five-o'clock gossip
party), Grace and 1sat on the porch, |
smoking and thinking, she patting Ted,
the big brute of a mastiff that had been
her playfellow when only a chick of
five, and her daily companion now at

twenty.
“ Father, Ted’s getting awfully ugly
lately. Hear him growl, and I only

laid my hand on him just as light as
could be. He’s a lovely big fellow!”

A snap and a snarl followed the com-
pliment, and with a slight scream,
Grace jumped up and came over to me,
her face pale with her half fright.

“ Why, father, he never did that be-
fore. What has happened to him?”

“ Dog days, dear,” | mumbled, too
deep In my thoughts to pay much at-
tention.

“Grace,” |
Fred Darwin. '’

1 thou%ht she started nervously, but
as that brute, Ted, just then made a
move, | judged him responsible.

“ Of course | know him. Haven't you
brought him here lots of times?”

“Yes,” | said dryly, for somehow |
felt then as though 1 had been a fool.

"Well, Grace, | guess he’s going to
leave me. He talked to me a good
deal to-day about taking a partner, and
he’s going to bring the infernal idiot here
to-night to talk things over. He ought
to be here any moment. ”

“1 must go in the house and dress,
father,” and Grace started for the side
door.

As she neared Ted, he sprang up and
half growled as she swept past.

“ Confound the dog, what ails him!”
| muttered, and instantly forgot him in
the arrival of Fred, who came briskly
up the walk, dressed as slick as a good
shoe drummer on seventy-five hundred
a year knows how.

“ Where's your partner, my boy?” |
said,after we were seated and had light-
ed our cigars.

“ Be here in a few moments, sir; you
see, sir—” just then a vicious growl
;ollowed by a shriek brought us to our
eet.

Fred sprang down the steps, and |
saw him pull out his pocket-knife,
opening it as he ran. Behind a big
elm, only a short distance from the
house, was Grace, her wide, staring
eyes fixed in terror on Ted, every mus-
cle of his huge body knotted and
swelled into rigidity by his fury, his
bloodshot eyes and dripping mouth tell-
ing plainly that he had gone mad, and
was seeking the death of his mistress.

Neither moved as we rapidly ap-

roached. Only a low, fierce snarl
rom the monster now lashing his tail
and making ready for a spring.

I never knew exactly what happened.

| have a vague remembrance of a

broke out, “ you know

man rushing between Ted and the tree;
of the quick spring of a huge body, a
snaﬂ,_ a growl, screams and curses, a
flashing knife, the quivering body of a
dog, and over it, with face bloody and
arm crushed, a human form that tottered
and fell as if dead, directly on top of
the brute he had conquered.

My servants had come at the sounds
of the scrimmage, and lifting up the
limp, torn body, they carried poor Fred
to the house. A doctor soon arrived,
and anxiously we awaited his verdict.

“ Mr. Mason, he’ll live. The dog did
not get at him with his teeth; his
ugly paws and sharp claws did this
frightful work,”” and he pointed to the
lacerated face that bore no resemblance
to the handsome Fred Darwin that had
come up my walk so smilingly only a
short time since.

“ Doctor, will he ever be able to see
again?” | asked in awe-stricken voice.
_“With God'’s help, yes,” he answered
simply.

Just then Grace came silently in, and
kneeling down by the quiet figure, she
wept, saying again and again :

“ Fred, | love you, | love you!”

A scratched, tremblin(};} hand moved
feebly toward her bowed head, and over
the pitiful bandaged face crept what
seemed to me the smile of a god.

That was ten years ago.

The “ partners” are coming up my
walk now. She is leading him, for his
steps would stumble but for her; she
looks into the ugly, distorted face and
says something. 1 can guess what, for
around his scarred mouth creeps the
same smile | saw when she first said, “ |
love you. "’

I'm drowsy, and in this happy pic-
ture | feel a perfect content, and cannot
help a thrill of satisfaction in what my
wife’s aristocratic relatives called the
* disgrace of Grace.”

Men of genuis may wear frayed pan-
taloons and go with unkempt hair, but
worn-out trousers and scragg% hair are
no marks of genuis, for those things
the tramps have also.
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successors to

REEDER BROS. SHOE CO.

Michigan Agents for

and Jobbers of specialties in Men's
and Women's Shoes, Felt Boots,
Lumbermen's Socks.

Lycoming Rubbers Lead all other
Brands in Fit, Style and Wearing

Qualities. Try them.
This rs]tarrp?pkz;l pearsf
1278 on the Rubber o
p:n u 2 all 0L|1r “Ndeverslip"
- Bicycle and Winter
TIEJKbb*  shoss.

DO YOUR FEET SLIP?

The “Neverslip” gives elasticity and
ease to every step taken by the wearer.
It breaks the shock or jarring of the body
when walking, and is particularly adapted
to all who are obliged to be on their feet.
None but the best of material used in
their makeup. Every walking man
should have at least a pair.

PINGREE & SMITH, Manufacturers.

GENERAL STAMPEDE
FROM THE CURSE OF CREDIT

Hundreds of merchants are now aban-
doning the old-time credit system and
discarding the pass book for the cash
and coupon book system, which en-
ables the dealer to avoid all the losses

and annoyances

inseparably con-

nected with the credit business. If
you are a victim of the credit business
and desire to place your business on
a cash basis, send to us for a cata-
logue and samples of our several
kinds of coupon books, which will be
forwarded free on application.

TRADESMAN COMPANY,

GRAND

RAPIDS.
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Growing Importance of the Clerk—
Shortcomings to be Avoided.

It is well for the clerk to appreciate
at its full value the fact that sticks out
everywhere that business to-day is not
what it was a few years ago. People
are more easily drawn away from one
store to another than they used to be.
The personality of the merchant hasn’t
the potency that it once had. Consum-
ers distribute their patronage more to-
day than ever. If they think they can
buy cheaper at Brown'’s, they will look
at Smith’s first and then at Brown’s,
unless Smith’s clerk can hold them. It
devolves upon the salesman to make up
by his treatment of the customer for
that which is lacking or is supposed to
be lacking in the goods or the price
thereof. . %

The clerk is really of far greater im-
portance than formerly. People expect
more to-day than in former years. They
want more guarantees, more promises,
and those guarantees strictly lived up to.
The clerk, to the patron, is the propri-
etor. He talks for the merchant, prom-
ises for the merchant and is, as a mat-
ter of fact, the merchant’s mouthpiece.
He must conduct himself in full ap-
preciation of this fact. He should rec-
ognize the importance of his duties
without permitting his mind to become
burdened with the impression that it is
his own importance. There are plenty
of men who are ready and anxious to
take his place and do his work as well
as or better than he does it.

t $£

A good clerk must understand that
customers become piqued on very slight
cause. They know they can buy what
they want somewhere else. No par-
ticular store has strings on them. No
one merchant is the only pebble on the
beach—that is, ordinarily. Where there
is competition the customer must be
handled with kid gloves. He must be
more than satisfied. He must be
pleased. Very often a tradesman can
hold trade on higher prices than his
competitors by such generous treatment
that they are willing to pay more in or-
der to receive treatment that pleases
them. The importance of this feature
of modern business must not be over-
looked—and it is the clerk who is the
agent for extending this business-bring-
ing treatment. It is his duty to see
that he exerts himself to the utmost in
this particular.

Manley M. Gillam, formerly advertis-
ing manager of Wanamaker's Philadel-
phia store, writing in Brains, notes a
case in point. “A lady bought two
pairs of shoes which were to have been
delivered free. When they came the
expressman collected thirty cents. On
her next visit to the store soon after, a
report was made of the overcharge. A
supercilious underling, with an air of
condescension and a tone and manner
of disbelief in her truthfulness, told the
lady a number of things that she must
do in the way of identification and
proof before her case could be acted
upon. She did nothing, preferring to
lose the thirty cents rather than be
raced about, cross questioned and
treated as a false pretender. One of the
pairs of shoes turned out very badly.
That settled it. She would neither re-
turn the shoes nor report them. She has
no further use for that store. She is set
in her prejudice against it to a degree
that is really unlsgasgnible.

Now, as a matter of fact, that store
is conducted on liberal lines. The
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proprietor would not for a moment
countenance the cavalier treatment of
his representative. If he were told of
the bad service the one pair of shoes
gave, he would be more than glad to
make the matter right, either by giving
a new pair of shoes or by returning the
money. He has been put in a wrong
light by his employe. He has lost trade
that he could easily have kept, that he
was entitled to keep. | said some of
these things to the lady, but she was
piqued and hurt and insisted on taking
her trade elsewhere. The real fly in
her ointment is that supercilious under-
ling. She does not want to see him
again or be seen by him in that store.
If she were an aggressive body she
would go to the firm or crush supercil-
iousness with cold disdain. She is not.
She is a shrinking creature, but proud.
There are myriags Lnoie like her.”

More trade is lost, probably, through
the shortcomings of clerks than any
other one thing. Once a clerk snubs or
slights a customer, that customer is
pretty sure to avoid that clerk and that
store in future. It's the same way if a
patron is obliged to wait. Not long
ago, | was waiting for a purchase to
be wrapped up for me in a grocery
store. A man came in with a kerosene
can. A clerk standing near the door
talking to a friend about a party the
night before never offered to attend to
the newcomer, notwithstanding he was
the only one at leisure in the establish-
ment. The new arrival, noting the triv-
ial trend of the conversation, showed his
disgust plainly. “ Do you keep coal 0il?”
he asked. *“ Yes, sir,” answered the
clerk, interrupting himself, but in-
stantly resuming his social gossip. “ All
right, you can keep on keeping it,” re-
turned the newcomer, starting for the
door. “ I wanted it for use to-day, not
next week.” The clerk made a wild
dash, grabbed the can and hustled back
to fill it so fast that his coattails trailed
out straight behind. When he returned,
the customer took the oil, paid for it
and then remarked most emphatically,
“Young man, | have just moved into
the next block. | shall need groceries
and this store is nearest, but let me tell
you now that, if this is a sample of the
business methods of this place, the
sum total of the trade you get from me
won't be sufficient to pay for the
matches you use on the cigar case!” —
Shoe and Leather Gazette.

The Looks of the Store.
Nath'l C. Fowler, Jr., In Hardware.

Misers have lived in hovels.

Rich men have lived in dug-outs.

Poor men have lived in mansions.

Men of shoddy have lived in palaces.

By the house we live in so may we
not be judged, but so will we almost al-
ways be reckoned.

Many a clerk on his little pay is
dressed better than his employer, but
he is no less a valuable clerk for that.

There are branches from even the
straightest beaten track of safety, but
the law of averages accepted by the

majority is less dangerous to follow
than even the successful rules of ex-
ception.

The well-dressed man is more likely
to be a prosperous man than the man of
shabby overcoat, and the poorly-dressed
man is more likely to be an unsuccess-
ful man than the man with tailor-made
clothes.

The beautiful office may be a den of
swindlers, but it is more likely to be
the business home of profitable business.

Keep the dust out of the way. Let
the sunlight in. Make the clerks wear
clean collars and clean cuffs. Supply
blacking and brushes. Have plenty of
clothes brushes.

So long as comfort, convenience, and
eye-pleasing luxury appear to accom-
pany successful business, just so long
will these things count in profit-build-
ing.

%hoes or overcoats or anything else
may be sold in the store of darkness
and dust, but more shoes and more
overcoats and more of everything else are
sold in cheerful places, well furnished
and conveniently arranged.

The most successful factories are well
kept, roomy, with the best of sanitary
arrangements, and each girl or man has
a locker, a cake of soap and a wash-
basin and towel.

The most successful retail stores are
those of good location, plenty of room,
every convenience, and artistic arrange-
ment.

There may not be necessity for solid
mahogany desks and leather-cushioned

chairs, but there is every reason why
the office and the store should have
some of the comforts of home and the
appearance of painstaking arrangement.

Cleanliness is the most economical,
the most healthful, and the most ap-
preciated business essential.

Plenty of light is necessary to plenty
of business.

Plenty of comfort means more work
and more profit.

Neatness of store, neatness of office,
neatness of clerk, neatness everywhere,
are absolutely necessary to the success-
ful conduct of any trade.

Even the dirtiest lines need not be
all dirt, for dirt where dirt should be is
not dirtiness. Dirt where dirt should
not be is dirty business.

The most careless clerk is not care-
less in the office and store of careful-
ness.

ROOFS AND FLOORS

OF TRINIDAD PITCH LAKE ASPHALT

Write for estimates and full Information to

Warren Chemical & Manufacturing Co.,

81 Fulton St., New York,

94 Moffat Bld’g, Detroit.

Offices also InCLEVELAND, CINCINNATI, TOLEDO, BUFFALO, UTICA, BOSTON and TORONTO.

For onlg one cent you cafn have an expert
examin

YOUR LEAKY

roof and tell you why It leaks and how
much It will cost to “stop that hole.” We
have had 28years’ experience in this busi-
ness, and are reliable and responsible.
We have men traveling all the time and
can send them to you on short notice. All
kinds of roofs put on and repaired by

H. M. REYNOLDS & SON,

GRAND RAPIDS OFFICE, CAMPAU & LOUIS.
DETROIT OFFICE, FOOT OF THIRD STREET.

DEALERS IN

ILLUMINATING AND LUBRICATING

Ol

LS

NAPHTHA AND GASOLINES

Office and Works, BUTTERWORTH AVE.,

GRAND RAPIDS, MICH.

Bulk works at Grand Rapids, Muskegon, Manistee, Cadillac, Big
Rapids, Grand Haven, Traverse City, Ludington, Al-
legan, Howard City, Petoskeyand Reed City.

Highest Price Paid for Empty Carbon and Gasoline Barrels.



CommercialTravelers

Michigan Knights of the Grip.
President, Jas. F. Hamme11, Lansing; Secretary,
D. c. Siagiit, Flint; Treasurer, Chas. McNoltt,
Jackson.

Michigan Commercial Travelers’ Association.
President, S. H. Hart, Detroit; Secretary and
Treasurer, D. Morris, Detroit.

United Commercial Travelers of Michigan.
Chancellor. H. U. Marks, Detroit; Secretary,
Edwin Hudson, Flint; Treasurer, Goo. A. Rey-

nolds, Saginaw.
Michigan Commercial Travelers’ Mutual Acci-
dent Association.

President, A. F. Peake, Jacksan; Secreta&y and
reasurer, Geo. F. Owen, Grand Rapids.
Board of Directors—F. M Tyler, H. B. Fair-
child,Jas. .Bradford,J Henry Dawley.Geo.

J. Heinzelman, Chas. S. Robinson.

Lake Superior Commercial Travelers’ Club.

President, W. C. Brown, Mari&uette; Secretary
and Treasurer, A. F. Wixson, Marquette.

Gripsack Brigade.

It is easy to sell goods when your
whole heart is in your work.

Let your purposes be as straight as
the rails upon which you travel from
day to day!

People are kicking because they have
the grippe. Traveling salesmen carry
theirs all the year around without a
murmur.

Harry Metziger, formerly with Fisher
Bros., of Fort Wayne, is now with the
National Paper & Supply Co., of Elk-
hart, Ind.

The number of commercial travelers
in the world to-day is estimated at a
round million, of which the United
States justly claims one-fourth.

Time is said to even up all things.
The time sufficient to pay off an ordi-
nary debt varies in the different states,
according to the statute of limitation.

"Long before the iron horse had been
broken to harness the man of samples
was in evidence, not as numerous as he
is to-day—but he was here, all the same,
hustling after trade.

The man on the road to-day may
think he has obstacles to contend with,
and he has some, of course, but they
are not to be compared with what they
were twenty years ago.

The average value of a silver dollar
is said to be 75 2-10 cents. There are
lots of men on the road, however, who
will not know the value of a dollar even
after reading this.

Wm. Boughton (C. E. Smith Shoe
Co., has been confined to his room for a
week by illness. He is on the mend,
however, and expects to resume his
work on the road in a few days.

It can be unhesitatingly claimed that
the journeying of the commercial trav-
eler, unlike that of the ordinary traveler,
is a general commercial and economic
educator, and that it is directly of great
interest and profit to every man, woman
and child in the land, and that there-
fore the general system of traveling
salesmen must be considered a great
public benefit, and as such entitled to
every possible encouragement from our
Government.

A Marquette correspondent writes :
The most successful meeting Ahmed
Temple, Mystic Shrine, ever had was
held here Feb. 10. Ten novices crossed
the hot sands and, while Ahmed Temple
numbers among its members the repre-
sentative men of the Upper Peninsula,
it is proud to include a few commercial
travelers. The boys are ever ready to
work—they will do anything, from rid-
ing the camel to washing the dishes.
The Illustrious Potentate, F. E. Ketcb-
um, knows how” anxious the”~boys "are
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to help things along and he appointed
three of them on the reception com-
mittee and was mean enough not to
provide an expense account. What en-
tertaining can a commercial traveler do
without an expense account to work?
He did not even let up on them there—
he called on them for after-dinner
speeches. Because he weighs about 250
pounds, he thinks he can use the boys as
he pleases. He is a capital toastmas-
ter, just the same, and the boys all
swear by him. Mr. Ketchum is Assist-
ant Superintendent of the D., S. S. &
A. R'y. Alex. Simpson acted as Con-
ducting Arab. The hotter the sands,
the more profuse were Alex's smiles.
W. R. Smith and H. C. Work would
have made handsome Arabs had their
pants been creased. J. R. McKeand
was very deaf and he continually re-
quested “ louder.” All in all, every-
body was satisfied and all were very
liberal with compliments for the newly-
elected officers, who did their work
without a break.

Fun on the Road.
“ What did you save from the fire at

the hotel last night?” was asked of a
traveler.
“ 1 saved paying a four days’ board

bill,” was the reply.

Jack (to hotel clerk)—Gimme zer
besht room in zer houshe.

Hotel Clerk (blandly)—Sorry,
I'm full.

Jack— Zhat so?* Sg’m*l. Good night.

sir;

Head of Firm (going over expense
account seriatim)—What of this item,
Mr. Fuller; funeral expenses $ in your
expense account?

Mr. Fuller—Oh, that was the cost of
burying my sorrow when 1 learned that
King Bros, had the day before given a
heavy order to one of our competitors.

Will Cover the Entire State.

From the Boot and Shoe Recorder, Feb. 10, 1897.

John H. Darrow, who has a perma-
nent address at Lansing, Mich., and
who has been representing the Central
and Northern portion of that trade for
C. L. Weaver & Co., exclusive rubber
boots and shoes, Detroit, since they first
commenced in business, has been en-
gaged by Edward R. Rice, of Buffalo,
and will have the entire State of Mich-
igan, selling the Joseph Banigan Rub-
ber Co.’s goods. Mr. Darrow will make
Detroit, Mich., his permanent head-
quarters.

The St. Ignace Enterprise has been
changed from blanket form to magazine
form—the same size of the Tradesman.
The change is certainly in the interest
of the readers and advertisers; whether
it will prove equally advantageous to
the publisher will be demonstrated by
time. The innovation enables the edi-
tor to carefully classify his matter, so
that even the cursory reader can readily
turn to the department which is of most
interest to him. The Tradesman com-
mends the enterprise of the St. Ignace
publication to other journals of similar
character.

Indications point to a large and suc-
cessful convention on the occasion of
the semi-annual meeting of the Michi-
gan Retail Grocers’ Association, to be
held in this city March 3 and 4. Refer-
ence to the list of topics selected for
presentation to the members discloses a
wide latitude of discussion and action,
including nearly every perplexing prob-
lem now confronting the grocery trade.

The monthly report of the Grand
Rapids Gas Light Co. shows net earn-
ings during January of $14,472, com-
pared with $14,030 during the corres-
ponding month last year, a net gain of
about 3 per cent.

Association Matters

Michigan Hardware Association

President, Henry C. Weber, Detroit; Vice-Pres-
ident, Chas. F. Bock, Battle Creek; Secretary-
Treasurer, Henry C. Minnie, Eaton Raplds.

Michigan Retail Grocers’ Association
President, J. wister, Mancelona; Secretary, E.
A Stowe, Grand Rapids; Treasurer, J. F
atman,

are.
Next Meeting—At Grand Rapids, March 3and
i A P

Traverse City Business Men’s Association

President,_Thos. T. Bates; Secretary, M. B.
Hoty; Treasurer, C. A. Hammond.

Grand Rapids Retail Grocers’ Association

President, E. C. Winchester; Secretary, Homer
Kiap; Treasurer,J. Geo. Lehman.
Regular Meetings—First and_ third Tuesda}/

evenings of each month at Retail Grocers’ Hall,

over E-J. Herrick’s store.

Owosso Business Men’s Association

President, A. D. Whippie ; Secretary, G. T. Camp-
bet1; Ireasurer, W. E. Collins.

Jackson Retail Grocers’ Association

President, Byron C. Hit1; Secretary, wW. H. Por-
ter; Treasurer, J. F. Helmer.

Alpena Business Men’s Association
President, F. W. Gitchrist; Secretary, C. L.

Partridge.

Lansing Retail Grocers’ Association

President, F. IS Johnson; secretary, A. M.
Darling; Treasurer, L. A. Gilkey.

Grand Rapids Retail Meat Dealers’ Association

President, L. J. Katz; Secretary, Phitip Uilber;
Treasurer, S. J. HrppoRn.

Winter Meeting of the Michigan Retail
Grocers’ Association.

Grand Rapids, Feb. 15—The semi-
annual convention of the Michigan Re-
tail Grocers’ Association will be held
in Pythian Temple, Grand Rapids,
Wednesday and Thursday, March 3 and
4, convening at 9 o’clock on the day
first named. Every grocer doing busi-
ness in Michigan is invited to attend
the meeting and participate in the pro-
ceedings of the convention, as matters
of great importance to the trade will
come up for discussion and action.

Owing to the convention occurring at
the same time as the Democratic State
Convention, those who desire to attend
can obtain half-fare tickets at any rail-
way station in Michigan, good going
Tuesday and Wednesday, and good re-
turning Wednesday and Thursday.

It is proposed to hold business ses-
sions Wednesday forenoon and afternoon
and Thursday forenoon. An entertain-
ment feature will be provided for Wed-
nesday evening in the shape of a com-
plimentary banquet, tendered by the
Michigan Tradesman, to which repre-
sentatives of the wholesale grocery and
allied interests of the State will also be
invited.

Among the special topics already as-
signed for presentation at the conven-
tion are the following :

“ How the food laws should be en-
forced” —Hon. E. N. Bates, Moline,

“ The exemption laws again” —Rob-
ert Johnson, Cadillac.

“ Co-operative buying among gro-
cers”—N. H. Beebe, Big Rapids.

“ My experience in shipping produce
outside of Michigan”—E. E, Hewitt,
Rockford.

“ Is the basket branding law enacted
by the Legislature a desirable one” —
John W. Densmore, Reed City.

“ What effect has the sale of butterine
on the price of dairy butter’—J. Ma-
son, Clare.

“ Retail grocers’ associations; their
objects and benefits”—W. H. Porter,
Jackson.

“ Reasons for the January slump in
eggs”—M. R. Alden, Grand Rapids.

“The peddling manufacturers” —E.
Marks, Secretary Detroit Retail Gro-
cers and Butchers’ Protective Associa-
tion.

“ The retail grocer”—W. H. Porter,
Jackson.

“ Relation of wholesale and retail gro-
cers” —Wm. Judson, Grand Rapids.
.“‘Value of Equality to the Retail
Grocer”—H. P. Sanger, Secretary
Michigan Wholesale Grocers’ Associa-
tion.
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“Where Are We At?”—P. F. Trea-
nor, Saginaw, E. S.

“ Attitude of the New Administration
Relative to the Food Laws”—E. O.
Grosvenor, Monroe.

“Thirty Years a Grocer”—Julius
Schuster,” Kalamazoo.

“ Some Requisites to Success as a
Grocer”—0O. P. DeWitt, St. Johns.

“ Howto Overcome Competition” —

" D. S. Fleming, Jackson.

“ Effect of City Competition on Coun-
try Towns” —W. H. Whitmarsh, Milan.
Believing that our Association is des-
tined to accomplish much good for the
grocers of Michigan, and confident that
you will feel like doing your share to
assist in the good work, we earnestly
invite you to be present on the occasion
of our midwinter convention. Come
one; come all!
Jess Wisler (Mancelona), Pres.
E. A. Stowe (Grand Rapids), Sec'y.

THE WIERENQO

E. T. PENNOYER, Manager,
MUSKEGON, MICHIGAN.

ectric "grh(}aé)l/nd bath rooms.

Steam Heat, E
82.00 pe

|
Rates, 8150 and

in New Hands.

H. D. and F. H. Irish, formerly landlords at
the New lemgéton Hotel, at Grand . Rapids,
have leased the Cutler House, at Grand Haven,
where they bespeak the cordial co-operation
and support of the traveling public. They will
conduct the Cutler House as. a strictl LIJ‘S -class
Pe%t?%n giving every detail painstaking at-

Cutler House

NEW REPUBLIC

Reopened Nov. 35.
FINEST HOTEL IN BAY CITY.
Electric Bells ang Lighadg throughout
ectric Bells and, Lighting throughout.
. ates, Sl 50th $900. 9
Cor. Saginaw and Fourth Sts.
GEO. H. SCHINDHETT, Prop

Commercial House

Iron Mountain, Mich.

Lighted bl){ Electricity, Heated by Steam.
All modern conveniences.

2 per day. IRA A. BEAN, PfOp.

A CLEAN SHAVE

while you take a snooze is
quickest acquired at

FRED MARSH'S

barber shop in Wonderly
Building, at Grand Rapids.

P

Young men and women attain greatest financial
gain bv securing a course in the Business. Shorthar d,
English or Mechanical Drawing Departments of the
Detroit Bus ness University. 11-19 Wilco* St, Detroit,
Mich. Send for catalogue. "W. if. Jewell, P. R. Spencer,

S BIRNHIM COVPANY

CARRIAGES, BAGGAGE
AND FREIGHT WAGONS

15 and 17 North Waterloo St.,
Telephone 381-1 Grand Rapids.

CREDGPOSSOSIBIBISPOSSS

SELL THESE

CIGARS

and give customers good
satisfaction.
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Drugs”™Chemicals

MICHIGAN STATE BOARD OP PHARMACY.
Term expires

C. A Bugbee. Traverse City Dec. 3

8. E Pakkill.Owosso . - - Dec. :J

F. W.R. Perry. Detroit - Dec. 31,18
A. C. Schumacher, Ann Arbor - Dec. 31,
Geo. Gendrum, lOnia - Dec. 3], 900

President, S. E. Parku-I, Owosso,
Secretary, P. W. R. Perrt, Detroit.
Treasurer, Geo. Gusdrum, lOnia.

Coming Examination Sessions—Grand Rapids,
Marcl and 3; Star Island (Detroit), .Tune
3Band 29; Sault Ste. Marie, Aug. -—; Lans-
ing, Nov. 2and 3.

MICHIGAN STATE PHARMACEUTICAL
ASSOCIATION.

President. G. C. phirtips, Armada. .
Secretary, B. schrouber, Grand Rapids.
Treasurer, Chas. Mann, Detroit.

Executive Committee—A. H. Webber, Cadillac:
H. G. Oolman. Kalamazoo; Geo. J. Wari> St.
Detroit; F. W. R

lair; . Stevens,

Perrt, Detroit.

The Drug Market.

Alcohol—Unsettled as to grain, but
there is no further change in prices.

Balsams—Copaiba, jobbing values
are fairly maintained. Tolu is being
steadily held, but Peru is dull.

Beans—All varieties of vanilla are
firm as to quotations, under restricted
supplies and a steady demand. Tonka,
inactive, but values for jobbing parcels
are fairly steady.

Bismuth  Preparations—No
changes; the undertone is steady.

Cantharides—The stronger feeling in
Chinese mentioned last week has cul-
minated in an advance. Russian, no
quotable change, but steady.

Cassia Buds—With available supplies
very light and the market steady, the
recent advance is being firmly main-
tained ; and the tendency is upward,
holders not being willing to sell, and
business is confined to small parcels.

Cincbonidia—Some improvement as
to enquiry, values steady.

Cocaine—Feeling is unsettled, partly
owing to the reduction in prices for
crude, and partly to cable reports of
competition between makers across the
water.

Cod Liver Oil—Consuming demand
has continued active, but as markets
abroad are easier and there is more or
less pressure to realize, prices show no
betterment.

Colocynth Apples—Fair demand as to
samll parcels, and quotations are main-
tained.

Cream Tartar—Quiet but firm.

Cubeb Berries—Holders are exhibit-
ing a steadier feeling, but there is no
mentionable change in prices.

Essential Oils—But few changes to
note. Anise has been reduced, and is
weak and tending downward, due to
abundant crops of seed and easier pri-
mary markets. No change here as to
cassia, but firmness prevails at sources

recent

of supply. Peppermint, easy, at the
recent reduction. Wormwood is still
firm.

Flowers—Quiet, so far as the general
market is concerned, little business go-
ing forward outside of small jobbing
transactions in leading descriptions.

Glycerine—Moderate consuming de-
mand is reported, with prices ruling at
the former range.

Gums—Asafoetida, demand good and
market firm, and the tendency is up-
ward.  Camphor, enquiry good and
values firm.

Leaves—Short buchu, active consum-
ing demand and, with values firm, the
tendency is upward. Senna, very good
consuming demand and quotations
steady.

Lycopodium—Values are lower, un-
der the influence of liberal stocks and
more or less pressure to realize.
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Menthol—Market continues
prices are somewhat nominal.
Morphine—Tone of the market is
easy, in sympathy with the continued

inactive;

95 Weakness in opium, but manufacturers'
24 prices are unchanged on the old basis.

Opium—Market is depressed" and
values have been further reduced, on
account of continued absence of demand
and some pressure to realize, together
with continued free arrivals.

Seeds—Nothing specially new and
general trading slow, transactions be-
ing chiefly in jobbing parcels.

Sponges—Market is reported as firm
at the various sources of supply and
prices are well maintained for all de-
sirable varieties.

Sugar of Milk—Demand for powdered
is still active and the output of manu-
facturers is meeting with ready sale.
Prices firmly sustained.

Liquor Legislation for Pharmacists.
Prom the Pharmaceutical Era.

In the New England States the liquor
question is a source of perennial dis-
turbance. Particularly is it a vexatious
factor when it must be considered in its
relations to the drug business. In the
desire to regulate the drink evil the
temperance people, the law and order
organizations, look upon druggists as
born law-breakers, and impose such
regulations that the legitimate sale of
liquor for medicinal purposes is made
almost impossible, or, erring on the
other side, frame regulations which
actually tempt to infractions, virtually
putting a premium on wrong-doing. It
is right that druggists should not be
prevented by exorbitant license from
using liquors for legitimate medicinal
purposes. Therefore, the merely nom-
inal sixth class license fee in force in
Massachusetts is a good thing. Then,
too, it is right that the sale of liquors
for beverage uses should be taxed highly
in proportion to the prevailing senti-
ment of the community. The trouble
comes when the distance between these
two extremes is great, as in Massa-
chusetts, for this very difference invites
unscrupulous persons to operate drug
stores under the low tax as a blind for

illegal traffic in liquors. So has
reputable pharmacy suffered the re-
proach brought upon it by this con-

scienceless class.

The Massachusetts Board of Pharmacy
is the instrument of the law, and en-
joys almost autocratic power in its exe-
cution. The board says whether any
druggist shall be trusted to observe the
requirements of the sixth class license,
ana the board can revoke the pharma-
cist’s license of any one proven to have
violated the liquor regulations. And
Massachusetts is to be congratulated
upon having such a board of pharmacy
as it has, one which has nobly per-
formed the duties laid upon it. Its
judgment, activity and thoroughness
are worthy of all praise.

We are not competent to argue the
merits or demerits of any particular
liquor law. This is a matter requiring
the most careful consideration, but on
general principles we hold and have
often asserted that the legitimate use of
liquors in the drug business should not
be hampered by any restrictions (or
very light ones at most), while on the
other hand law-breaking of any descrip-
tion should be visited upon the drug-
gist as upon any other; perhaps the
penalties for such acts should be heavier
in his case, as his responsibility is
reater and bis duty clearer, making his
ailure to discharge them the greater
crime. No maudlin sympathy should
be accorded the dram-selling druggist.
He is a pest of the most noxious de-
scription.

We leave the minute and detailed
study of the question to those who are
better qualified for it. Ours only to
commend all efforts to rid the drug
trade of the black sheep within its fold,
to further all legislation which con-
cerns the drulqlgist’s rights and priv-
ileges, and at the same time definitely
marks where these end and the possi-

bility of abuse thereof begins. We
want to commend, therefore, the mo-
tive actuating the druggists of New
Hampshire, who, we learn, are antici-
pating the passage of a bill which is
practically a copy of the Massachusetts
pharmacy law,and provides for the sell-
ing of liquor by registered druggists,
who shall be licensed for that purpose,
and who shall be liable to severe penal-
ties in case any liquor is sold for il-
legitimate uses. It also provides, and
this is an unique provision, stringent
punishment for persons who may pur-
chase liquors from druggists for use as
a beverage. We hope the druggists of
New Hampshire will secure an act
just and satisfactory in all its pro-
visions. This contemplated one may
not be all that is desired, but its pur-
pose is plain, and, therefore, to be
commended.

Manufacture of Cigar Ribbons an Im-
portant Industry.
Prom the New York Sun.

One New York firm alone turns out
yearly an average of more than $200,000
worth of cigar ribbons and on these
employs nearly 500 hands. Until 1868,
it is said, cigar ribbons were manufac-
tured here. The use of silk ribbons to
tie up cigars originated in Cuba. The
Spaniard's patriotism impelled him to
choose the national colors of red and
yellow, and at the present time these
two colors, separate or in combination,
are still the favorites. The first rib-
bons were made in Barcelona and were
the rich crimson-scarlet, known as the
Figaro, the vivid yellow of the Cabanas
and Partigas, and the red and yellow
of the Espafiola.

The first domestic ribbons made were
of cotton, ofa pale yellow with a brown
stripe running down the center, and these
were speedily followed by a ribbon made
wholly of silk. In 1868 a cigar manu-
facturer in this country conceived the
idea of having his name printed on the
silk ribbon, which had hitherto been
plain, and also the shape of the cigar.
This was at first done in black, then in
colors, and eventually in silver and
gold, with embossed work and coats of
arms. Then the name was woven into
the ribbon instead of being printed.
Many of these ribbons are still in use
on expensive goods. Woven libbon is
very valuable as a trade-mark, since it
is impossible to duplicate it in small
guantities.

In 1868 the first ribbon factory was
established in this country by a man
named Wicke, who established a small
factory near the East River. It was
operated by two Swiss. The demand
for the ribbon increased, and in 1870
the profits were so good that a four-loom
factory was started and operated by

Swiss weavers especially imported.
Only two widths of what is termed
“ Londres” ribbons were then made. In

1887 there were more ribbons used in
proportion to the total number of cigars
manufactured in this country than in
any other year, and since ‘then the
bundling of cigars has steadily de-
creased in favor of the system of pack-
ing twenty-five or fifty in a box without
ribbons; but so great has been the in-
crease In the number of cigars made,
now over 4,000,000,000 yearly, that the
ribbon business has not decreased, but
has steadily held its own.

The raw silk for the ribbons is im-
[la_orted direct from Japan and China.
here are ninety-four styles of cigar
ribbons made, varying in width from
one-eighth of an inch to an inch and
half. United States ribbons are sold in
Canada in preference to the English
make, although the duty on our goods

is heavier. Some of the machinery is
very interesting, especially that used
for weaving in the name of the firm in
black.

Some years ago the general public
was bitten by a cigar ribbon fad and
many ribbons were sold by cigar dealers
to make lambrequins, sofa cushions, etc.
A woman in New Haven made a table
mat of 450 separate ribbons and it
fetched $160, while a cushion made by
a cigar manufacturing firm as a com-
pliment to an actress, whose name was
used as a trade-mark, cost $250 simply
for the needlework and time expended
on it.

Saves His Snow.
From the Washington Evening Star.

“ 1 always save my snow,” said the
keeper of a downtown boarding house,
“ and have now on hand three barrels full.
That will last me until the next snow,
when | hope to pack away another sup-
ply. For freezing icecream, puddings,
Roman punch, and other things in that
line snow is much better than ice, for
the reason that it can be packed into
the freezer easier. It is also colder than
ice, and works much more rapidly than
ice, besides doing the same work with
half the quantity of salt and with much
less trouble. It may be a Yankee trick,
for I learned it up in Vermont, but it
is a good one, | assure you. | have al-
ways a humDer of empty barrels in the
cellar, and | get the men who come in
for a free meal to fill them. They are
always glad to do the work, and | am
glad for the result, for it saves me con-
siderable in my ice bill. When the
snow is put in barrels they should be
covered up to keep out the air as much
as possible. The temperature now is
such that there is not much melting.
Last winter my ice bill was so small in
comparison to what it otherwise would
have been that the iceman complained.
My boarders did not, however, for, as

the snow cost me but little, I could
afford ice cream oftener than other-
wise. ”

PATENT MEDICINES

Order jr.ur patent medicines from
PECK BROS.

HEW IKES

A Seed and Havana Cigar as nearly perfect
as can be made.

The filler is entirely lon
finest quality—with seﬁe}(/:ted gu

Regali nchas, 4% inch, $5800 M
R a}ﬁ L4 E .00 M.
Rofhrds ™ ik 5 M
All packed 50in a box.]
We invite trial orders.

Ulorrisson, Plummer & Co.

200 TO 206 RANDOLPH 8T .,

CHICAGO.

Havana of the
matra Wrapper.

MASTER”

YUMA"”

The best 5 cent cigars ever made. Sold by

BEST & RUSSELL CO.
.Represented In Michigan by J. A GONZALEZ, Grand Rapids.

C hicago.
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Acacia, lstplcked
Acacia, 2d picked..
Acacia, 3d picked..
Acaca, sifted sorts

Aloe, SogotW Eo
AMMONIAC..............
Assafcletlda... .

Anisum......... po.
gplélrrll (graveleons) D
I S. ile
)
A B i
gorlanbdru? 3 [:5)] X
aggﬁ.fﬁn ativa__ %% 1 gmcﬂomglne PG&W
inchonidine, Germ
Chenopodiu 3 33

Canada Malt
for Medicinal

only. In full

Whiskey
Purposes
16 ounce
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00
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o 6 O O3 Capsicum [50] Whiting, Paris £n
8 picic qumda. - 2 <Sfamon 5 Quinja, S.German.. 2 % 2D c_liff.g o 140
2 ﬂ PICIS qumda gal e 135 Gardamon uinia, 2. erman.. B 2 Tgrebenth Venice... ‘Zlg% 438 universa 115
e 1 Bic . BB 1% 82%3 i 1% ubia Tinctorum... %% 14 ya%?léom» 00@16 0y Varnish
N 2 65{%8% Ginchona.: _ _ "@ inci Stlph. arnishes
15%0 9® 109 &ineho 2C % Sanguis Draconis.  40® - 50 Oils No. lTurppCoach e 120
& ...25%7&0) Cllbena. B BEY) SAL, 29038
® % Cassia A %0 Sapo. G... 8 5 \Ii\g;alee\)l\(ltlpter ......... . 47150 No, 1 Turp E %8%%%
tedli ) xtra Turk Damar.
5 1) T 14019 Eﬂ,gﬁ,a(,\cut'fol Co @ Siediz M >@ 2 3 No. 1 ® 1 Jap. DryerNoTurp 700 7
Tmpe S 28 B a1 oo 3
Balsamum ; Gen
758 8 Potassium ) %
264% 0B
e 3 B g !
16®
5 # &R 8
2 Iodide.. 2900 300 3
18 Potassa Bitari, pure % M
% Potassa, Bitart, i %
12 Bo%gssmltras opt M 18 Opii, campharated:.. 0]
%20 Prussiate... % p|| deodorized 1%
ey " "1Canada J
Extractum %5 oAk D
Glycyrrhlza Glabra.  24® 25 )
Glycyrrhiza, po...... 280 30 %g 60
Hamatox, 15Ib box. 11® 5T
HIematox, i S ........... 13® 40
, &R
Femao M ﬁyv(fras{.s G o B o Sﬁl aus
drastis Can., po.. g Ether, S ts. Nit. 3 K]
cvonse ey, WRESI RS R B Ee s&s We: tM alt |
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uI hate, com’l ol 1
s blblh pter cwt.. % i ‘1(5) .
ulphate, pure....
Flora ﬁ;?grq}é l\rlr%Fras & ?g
o 12® § % alm Gi
58 er entarla....??f..?o Egjg}b‘rﬂ 8t.1llor % |
; alcium Chlor.
Barosma............ce... 150 g}m{gﬁx R,,ff'c'”a"s H %4 Calcium Chlor.! D
Ca55|aAcut|foI Tin- AU®. ... PO35 100 gantharlges RUS pfo 718
AT, 18® Sy |ocarpu5 Foen_ Capsml FrUCttUS a g
casia Aol Al 250 J“E ................. @ 2 Sabsicl Fructus, po.
Salwaofﬁcmalls |er|anaE 030 aphylius.. Op
lifa Urst. 1§<R®) aleriana, Géa % § %yhg Bottled b f
mi Zingiber j ::: 38 85F3A|ava AF : otte y us trom pure
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138 Y
5
3
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25
2
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SSEEEITNE Bw»&b@&'ﬁehﬁaﬁmﬁﬁ 0E AR RB©
m 00000000

V@ 2
reta Prep..ccevenens 5
% Creta, preci
b geta ubra: 3
Gam 0 e 4
Gualacg MR Cudbeai 2
Kino 4 n® C”p“ SU' i é
4 Spmtus Ether Sul h.. 7
2 Frumenti, W. D. Co 200® 2 Emer al numbers a
Eruments: D. F.R" 20002 ? po.. &
ti.... g g a 0% 3B
Herb« : l7% 5 5??
. 19002 & 9
Absmthlum .0z. pkg thle Galli....... 175®@ 650 Gelatin, Cooper.. .. ﬁeo
Batorlum .0z. pkg 'f to. 125@2 Gelatin, French...... 60
Maglrlgﬁi ..... oz Vini Alba... 25® 2 G assw?he flbnt box 60 1
Mentha Pi Sponges ue, brown 9®
Ment a Vir. OZ Florldasheeps wool 2500275 8lue, white %
----------------------------- cerine..
TanacetumVoz Bkg Nassau %199135 wiool Grgna Paradls' 5% 15
Thymus, V..oz. pky CAITIAge. ..ooiioovevece @ 2® Humulus,.............. 2 5
flagnes|a, VS\%SE extra Sheeeps @110 dygraa gmor (lé/lltG a g
Calcined, Pat........... 60 Extrayeﬁ?ows%e'é'ﬁs' Joraa R (..1
88 % Wwool, carriage @ & M ggmmoman 3 &
e, 2 25 Grass sheeps’ Woot, raa Un uentum
Carbonate, Jennmgs 35® 36 carriage ............. g 65 ;‘é rar% ......... %
Oleum Hard, for slate use.. ) thyo oIIa Am 1250 150
Yellow Reef, for 75010
Absmthlum . Og350 slate T ® 140 .3 390
Amygdal 20 4
Am dalae Amarae g? ?% 2 Z(-Q,
......................... a 0 ¢ 53]
Aurantl (CoiteX'"2 0w 2 2 B \X 2
o 2880 4
ajipu | 277
Car oph gg% % % quuor otassATsiit ]%
o 40 Magnesia, Sulgyhh 5
clibma o 1 Sl B e o
Oitronel 38® 40 Scill»... Menthol.. 50

bottles.

Price per dozen -
Price per case of 2 dozen

$4.00
7-50

Add a case to your next order.

Drug Co.

"Tmimmm il

Hazeltine & Perkins

GRAND RAPIDS, MICH. n

Imm N
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aROCERY PRICE CURRENT

The prices quoted in this list are for the trade only, in such quantities as are usually purchased by retail

They are prepared just before going to press and are an accurate index of the local market.

It is im-

possible to give quotations suitable for all conditions of purchase, and those below are given as representing av-

erage prices for average conditions of purchase.
those who have poor credit.

our aim to make this feature of the greatest possible use to dealers.

BAKING POWDER.
Absolute.

45
. &
150
45
Je)
. 100
10
Parity.
%]1b cans per doz 1%
|

8

Home.
X Ib cans 4 doz case
% |b cans 4 doz case........
Ib cans 2 doz case

85R

*

cans. 4 doz case
cans 4-0z case.
cans, 2 doz case

Our Leader.
an

Per doz.

25

175

30

350

400

500

250

ralde Sp |nt 30x16 400
. BATH BRICK.

.0

.80

CONDensCT)

6®Sg

1 0z. Counter Boxes.
0z. Cases, per gro.......
BROONS.
Carpet...
Carpet...

So.
No.

Fancy Whisk.
Warehouse

CAKE FROSTING.

Nacretoin, per doz
Two doz. in case assorted flav-
ors—lemon, vanilla and rose.

CANDLES.

::é

1

CHEESE.

. 10%

100 iﬂ/&g

0

§ 10%

g o

g 9X

[o 10%
am © M
Leiden.. © 19
Limburger . © b
Plneapp e. 43 &
Sap Sago.. . 8 18

Chlcory
Balk e 5
Red 7
CATSUP
Columbia, pints...... 425
Columbia, %pmts ...... 25
CLOTHES PINS
5gross boxes............. .. 4
COCOA SHELLS.
301b bags.. 0%
Less uantl%/

Pound package 4

CREAJ1 TARTAR.

Strictly Pure, wooden boxes. :5
Strictly Pure, tin boxes........

COFFEE.
Green.

Santos.

Prime..
Peaberry .

Mexican and Guatamala

In1

Imitation....
Arabian

Roasted.
'C:ZII trk Jewell WeIIsCo sBraaOnds
Jewell % “Rrabian Mocha 20
Wells’ Mochaand Java.=-26

Wells Perfectlon Java.

Worden Grocer Co.’s Brands
ua er Mande I|n Java. .3l
ava....2249

uaker Golden Santos.. .’
ate House Blend

Package.

Below are given New York
evrlces on packa?e coffees, to
the” wh esale dealer

adds the Iocalfrel from
New York to you sh pping
oint, glvmg you credit on the
nv0|ce for “the amount  of
freight buyer ﬁaxs from the
market in Which he purchases
to his shipping pomt |nc|ud|ng

A

wel ht o C 1b.
t e listis eir Ibs.
a ove e price in full cases.
Arbuckle 0]
Jersey....... 14 50
ncLaaghIIn aXXXX....o.. 14 50
Extract.
0,
HalE e gross -

a es ham of En
esfﬁe S Fsﬂw & Hmdtpioges 8
CHOCOLATE, i Knelpp Malt Coffee.
Gern\rlgr?léev{/esaker&co S, 1lb. packages, 50Ib. cases 9
Pre 5 1lb. packages, 1001b. cases 9
Break ast Cocoa 42  CONDENSED MILK.
CLOTHES LINES
Cotton, 40ft, per doz.........1 00 doz n S7‘35
Cotton, 50 ft, per doz... 120
Cotton, 60ft, per doz... 140
Cotton, 70ft, per doz... 160
Cotton, 80 ft, per doz 18
ute, 60ft, per doz I59)
Jute, 72ft, per doz % D

Cash buyers or those of strong credit usually buy closer than
Subscribers are earnestly requested to point out any errors or omissions, as it is

COUPON BOOKS. FARINACEOUS GOODS. PI'CdK'LES-
. riedium
Purina. Oval bottle, with corkscrew.
BUIK oo 3 Best in the world for the B bBicagcgunt
Grits. money. Small.
Walsh-DeRoo Co.%........ 225 Barrels, 2400 count..
Hominy. Régrlgclﬁr Half bbls, 1200coun
Barrels_.... .35 Lemon RICE.
Flake, 50T - 150 oz Domestic.
) Lima Beans. Carolina bead... siv
Tradesman Grade. Dried ..o 3t Carolina No. i
Maccaronl and Vermlcelll 2 4
50 books, any denom 150 Domestic, 101b. .
100 books, any denom— 250 [mported, 25 Ib. box . 250 Imported.
500 books, any denom i 50 Pearl Barle J No. 1 4
1,000 books, any denom_—20 00 y ) apan, No. ... il
Common... ix Japan. No,2__ c
Economic Grade. Chester Java, No. 1.0
Empire... % Tawe 5%
50 books, any denom 150 SALERATUS
100 books, any denom—2 50 0 ked 60 Ibs. in box
158599k any genom ™ % 7 church%® "33
32
1B .PAYTON.Oi
i 3@
Private brands, %bbl— 163
Universal Grade. Quaker, Cases............ow.. 320 GLUE.
50 books, any denom 150 German 4 Jackson Li uid, 10z
%ngﬁg g% ggﬂg% ]_12558 East India.. Whe 3% Jackson L |gmd 20z... Diamond Crystal
1,000 books, any denom—20 0 Cracked, bulk 5 Jackson Liquid, 30z %ases1 24130I0b kg)?t);(%s ; %%1
arrels ags...". .
Superior Grade. 2421b packages.. 240 GUNPOWDER. Ea{{ﬂ&%“i% s Ib ags. 53
50 ootﬁs an}// genom 150 Rifle—Dupont’s. BHnSF' 20 141 a ag 3 &)
%books an Genom— £ Fish. m@Butter 2%01b bbls. 250
1,000 _books, any denom—20 00 Common Grades. 5
Coupon Pass Books, Georges cured... © 4
P Ge rges genuine © 4% %1bcans. '
Can be madeto represdent any Georges Selected ©5
denomlnatlon from 810down. Strips or bricks.. 508 Choke Bore—Dupont S.
- 100 Halibut K
. e s
: %Chunks ........................... 0 H
65 9 lir)arter
mHuthu?k g NS
... 1/s0Holland w| 00ps ke s
Crodit Chook Holland white hoops bb 800 Eagle Duck—Dupont’s.
redit Checks. orwegian
Round qO:) 250 Warsaw
500, any one denom’n 300 Round 40 130 o
2556-1b dair ri]] bags......
21(%) g%’/ 823 3228% R 3% d u 45 28—lg gafr In ?H” Bags ...... %
Steel ptnch ' No. 11001 nw ~ Ashton.
DRIED FRUITS—DONESTIC  No. 1°401 4P 56-Ib dairy '&."”?QSS“"S- - 0
Apples. No. 2 100! ) B s5bdairy ih 9950%acks. 60
....................... No. 2 401 30 Solar Rock
Evaporated 507" boxes. 84 E‘gmznyl&h % Madras. 5 | = 36-1b sac(l:<s ------ 2
California Fruits. Family 101 S E}: razs and 5 Ib bb‘;;'é's""' 50 Saginaw.. ° an
A ricots. 1%@ . Manistee Qo
Blackberr Russian kegs 55 JELLY. .
Nectarines. 6 t Anise u
Peaches.. L T%@ 9 No. 1 1001%% 0 ana
Eltted"CH'ernes N No. 2,"1001b. bales.. % Sara 16
Prunnelles..... . Trout. Cardamon Malabar
Raspberries.... s LYB. 4
California Prunes. Congenseg, 2 goz
10092025 I boxes. Condensed, 4 doz....
$102 |k poxes. A LICORICB.
Q- 2% L Scotch, in bladders
%: %N 25 Maccaboy, in Jars
20- 7% 18 French agpee InS{a
X 1t FLAVORING EXTRACTS. MINCB MBAT. lsaice “VTOIE Sifted. o
Raisins. ;eg”\'/r;?j”'a Ideal, 3doz. in Case............. asssrfgcch‘.‘ﬁg{'.‘ﬁ'ﬁig{g'""i‘[!|o
London Layers 3 Crown. 160 - Cassia, Batavia In bund...
London La¥er550rown 250 20z7......120 HATCHES. Gi ssla Sgncﬁ;on In rol LIls
Dehesias.... 350
Loose Musc rown  bx Dlamolnthatch Co.’s brands Cloves, Zan2|bar
Loose Muscate‘s 3Crown 93/0 ﬁl ace, Ba}aw ..S0
Loose Muscate rown % Anchor arlor.. utmegs, fanc ?o
No. 2 Home... utmegs, No. .10
FOREIGN. Export Parlor.. zmyutmegs No. 2 4@3
epper, Singapore,
Currants. nOLASSBS. Eger Swgagore Whlte %
New Orleans.  Pepper, shot...".... .
Pure around In Bulk.
Allspice °
assja, Bafavi %
assla, Salgon
ool b Eloves, pmbayn 2
Citron American 10lb bx @14 .
Lemon American 101p bx % Ginger,” African.
Orange American 101b bx Ginger, Cochin.. -2
Ginger, Jamaica. %
Raisins. 3 M?Jset"ard altz?rwaan' 20
Ondura 28 1b boxes ....... 870J/£ Mustard; Thikste. 25
S @9 No. 2T. & POTASH. PeptgergSmg Black " D4
9% No. 3T.I 35  sgcans |y case. Pe er, Sm . WhiteT-15@18
Sultana 4 Crown... Do No. 4T.I 50 Babbitt’s BB enne. ()
Sultana 5Crown 0% Penna Salt Co.s.. S
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SOAP. STOVE POLISH. H . ..
Laundry. Candies. Grainsand Feedstuffs Provisions. Crockery and
A Armour’s Brands. Stick Candy. . ift & Compan t
rmour's Fam|g . 5 Is Wheat fo \3’\;\15 ompany quote as Glassware.
Armour’s Laun - 3 Epnam eidn sBI. Standard................ ; Wheat <)
Armour's Comfor 280 A 18 Bj Standard " H.H BH@ 7V NEAL s Barreled Pork. o /) RON STONEWARE
ﬁrmoursWhrte, 100 625 tandard Twist . Winter Wheat Flour. g-ﬂ:, :
rmour's White, 50s. 3 Cut Loaf Local Brand Butters.
Armour’s Woodchuck 2’55 ocal Brands. 89 sgal, per doz...
Armour’s Kitchen Brown. 2 00 Extra H.H.. 80 5%?0 6ga?. per g
Armour's Mottled German 2 40 Boston Cream ________ LR B8gal, pefgal
ixed Candy 90 B a, er al ﬂ
Competmon : 8 B g .
Standard... %B)gal meat tubs, per gal.. g
Sln 2%No 4, 3doz in case 5 al. meat-tubs, pergal
gle No. 6, 3doz in case onserve o 250al. meat-tups, al.. 10
e SUGAR ovel B B RHIE S B
Ribbon Iour in bbls., 25 per bbl. ad Er%oked rieats. Churns
M. 3 HK3 @D Below are grve{r Nehw hYOhk (%Lrl(t)klfgaf ditio Hgmé 14lb SQ/’SFa e . 44() Zto 6gal ﬂ S
rices on sugars, to which the ; — 4 Ehurr Dashers. per doz.
American Family, wrp'd....3 3 \F/)vholesale A921ot adds the local  English Rock 8 ﬂrde@grocer Co.'s Brand. , ijams’ 161b avera%e ...... &g Churn Dashers, per doz... &
American Family, unwrp'd'3 27_freight from New York to your indergarten 4 Ouaker M g4 atams, 01p av]erage ------ 4 Milkpans.
Dom .. .33%hipping point, giving “you renc rea uaker' .. am dri g al. flat or rd. hot., doz. 60
s o b BN e ¥ Spring Wheat Flour.  Baat, tlegt ¢ e s il
570 from- the market in which Ne aneg—ln Bulk. oobring Wheat Flour. m_, Fine Glazedrl]\/lllkpaﬂs
; ;300 purchases tohlsshlp |n]g point, Lozenges plain...... 84 Cerosord, Sepgal. flatorrd. hot. doz. €3
Blue india..... mcu ? pounds for the Lozenges, B”med %14 Sresota; '4 164 1gal. flator rd. hot, each 54
Kirkoline 375 the barrel. TOpS.......... Ceresota 78 Stewpans.
Ebs 365 hoc Monumentals 4 Compoun 3% a| fireproof, aII
B all- abl Puggan s Brﬁ% Kettle............... 000 ;15‘1‘8 fireproof, lEJa'I 07 ?8
me &rang Republlc 45y FBlpTubs Jugs.
f\:/?;?‘s’&u?s" Grand Republic, % A% %EE-}—F&S % 54ga| per doz. Q0
LaNOTeE' Grocer Co.'s Brand. ZOIE gails 2 7 Sgﬁerge?rzgal %4
Henry Passolt’s Brand. 43850ur Drops Laure é? . 5ib Pails ‘Sdvance % Tomato Jugs. )
. 4388%%@8[’?'”1 Ir%lnosps Laurel, 4%31b Pails .advance Sgal., perdoz bio)
H. M. Choc. Drops.. Bg;tlrsolgrﬁ \}Vheeler Co.’s Bra d. 5 gal., 37)
Gum Drops............ Corks or54 al.
Licorice Dro Parisian, Ms. h ¥or 18 | B 30

Single boX.......ooceeeucnns
box Iots delivered..
box lots, ge jvere

"«ts dplivorp

Thompson A Chute’s Brand.

Q.

S.

Wolverme Soap Co' s Bran

Single b
box ots delivered .
box lots, delivered 28

Allen B. Wrisley’s Brands.

Qld Country, 80 1-Ib bars ..2
Good ](&) -Ib b ars__

DoII 10010-02 bars
Scouring.

Sapolio, kitchen, 3doz
Sapolio, hand, 3'do

SODA

Kegs Englrsh
STARCH.

Kingsford’a Corn.

1-Ib packages
11b packages....

Klngsford s Silver Gloss.
0

D

Cora.

=S

B85

Parisian. 5%

No. A. B. Licorice Drops
No Lozenges, plain..
No. Lozeng f “”tEd BOIted...c.oocoommrrrrrrnsirrrieeinns 8
0. Granulated
o Feed and Millstuffs.
o, asse d C . Eltocla&Feed [51053 ned_]% 700
0. NG ade LJeams. & Unbolted Corn Meal......... 925 10 00
o P ain creams........ 0 Winter Wheat Bra 9@ 10 00
0. 11, e 220 SHANG ROCK. e Winter Wheat Mid 0@ @
o. Burnt Almonds...... 125 Screenmgs .. 8 . 190
0. Wlntergreen Bernes The E| rown Mill Co. . 280
0. gr%s quotes as follows:
0 Nﬂolxvevéapped N 120
o. 2306 N Oy Car lots.... . B
No. 1wra ed, 3 Ib. W
TABLE SAUCES. N es"?"')“a“”z”ib Less than > 2m
L ea &Perrin’s, large.. .4 75 % Wra???... 1 B
zi&Pernus smal .25 Carlos cli pil
Halford, large.. . .3h Less than gaﬁ' Iots 3
Halford sma -2 25 Fresh Meats
balad Dressing, Iarge.. .45 o imotl carlots 950
Salad Dressing,small.. ..2 & Beef. NS 4 motﬂ tonlots ‘11 oo
TOBACCOS. -~ . 2407
! . 4@6
Cigars. Fruits.

G. J. Johnson Cigar Co.’s brand.

Corned beef
Corned beef,

Oranges.
California geedlings. sgﬁg bgﬁﬁ
112 %% Potted ham,
Bevnletcji lﬂam
30  potted. tongue
@325 Ppotted tongue 54s.
@4 00
................................ SS - Hides and .
G V<\§ILP Birlig €. sbrandesgg Spring Larib. ST @8 A @450 perkins A Hess : eas“fsol
(Q,Iark Jeyv"I'I"\'/'\'/'é'l'l's"b'i)'"s'"b'r nd. Carnass ........... ....6 @8 Stnctly chmcené%Os 0 lows: pay
New ﬁ .......................... H0 Strlct \ %l&orce 300s.. 580
VINEGAR. Crackers. Ex Fancy 30'(')'5'1.'31131 325@8 50 Part cured..
Leroux Cider,.. .10 o uII Cured..
Robinson's Cid in.."10 TThe N. Y. Biscuit Co. quotes A def|n|te pr|ce is hard t RKins gree
Robinson’s Cider, 50grain. .12 as follow name, fas it varies %ccordmg to ID’S green
WICKING. frait. bunc quality of l??skms green
No. 0, per gross i Medium bunches.. 125 gzl Calfskms cured— .. 774® 9
No. 'per ross. Large bunches...... 00 Deaconskins_.... 7o "25 @3
No. 2, ross. ﬁ %n Dried Fru|ts 5
No. 3, per gross. Fi s C e Layers @0 25)%
Figa N “Smyrna 4
Soda XXX
Fish and Oysters 86 )8% gl;l 33?:%1
Fresh Fish. .. 4D
er Ib Egﬁhyé‘?étnd Wafers. @8 Muskrats, Spring_ 19©

afersollb carton ..
y
Square Oyster) XXX
IUBVs XXX

cases
Dates, Persians,G.M.

w&@s o

X. 11b carton. K., cases, new

..... F%rma Cé%_ster XXX Datés, Sairs 60 Ib

L'Vf &Ob ter 1 An|m OOODS—BOXeS.  CaSES ...ccceevrererenes
BOI ed Lobster. Be, tsCoId Water.

Belle Rose.......... Nuts.

Col oanut Taff .
Colgfee Cakes...y
Frosted Honey...
Graham Crackers _,
Ginger Snaps,

G!nger Snaps, XXX cit

Gin. 8nps, XXX home m%d‘é :
Gin. Snps. XXX scalloped.. Walnuts, Grenobles
Gmger Vanilla.. Walnuts, Calif No.

Im Walnuts, soft shelled

l
|

Mzei{sh allow Creams.....  Pecans, Med...............
Pretze Ette(s L|tH]eGer'rn'ah Sgaﬂé X arg"mT

Oysters in Bulk. chhory Nuts per bu.,

= PN = 00
54836'588 REEBSNNE BBEE® 0B

u tanas 10, NEW,....oocvvc
Sear Cocoanuts full sacks
Sears Zesnhyrette Butternufs per bu
Vanilla Square Black Walnuts perbu
Vanilla Wafers. eanufs.
Pecan Wafars.. Fancy, U. P Game
1 Fruit Coffee, COGCKS s
-~ @ 15 MixedPicnj Fancy, H B Elags
Shell Goods. Cream Jumbles. Roasted.......c.........
o per 15 ) ERORCHN e [ B
Pams per 100......... %00 Pineapple Glace F?c;ggteld o oS,

Mléskrats winter ..

ROCESESeSEREEINRESRs i8S

@6 . et
.25@5
. 300@5
. %50 2
&1
i ¥
2 6
r 150
r 100 12%
Washed Wool 10 @16
Unwashed... .5 %2
flrscellaneous
% Tallo %
tche: :
évi\ﬂsengs.... 2 nr
?7&) Oils.
75 Egcene B.arrels.
W.W.Mic ?1
W W Michigan
4M High Test 7
@ S. Gas...... 8
Deo, Naptha
4M Cylinder... ’ﬁo
ngine......
@54 Ia%k,wm

Preserve Jars and Covers

% gal., stone cover, doz... &
1gal stone cover, doz...I @
Sealing Wax.
5Ibs in package, perlb... 2

LAMP BURNERS.

go
LAMP CHIMNEYS- Common
Per box of 6(10;5

8
Sun 0
F|rst Quality.

No. Sun, cr|mi) top,
Wrafped and labeled ' 210
wragpesd and IabePed 225
wrapped and IabeFed 3%

XXXFImt

No. P op,
wra ped and Iabe ed 2%
No. cri mlp
Wragpeél and labe ed 25
wrapped and Iabeﬁad 37

CHIMNEYS—Pearl Top.
? 1 su , wrapped and

? ZSlén wrapped and

No. 2Hi "d470
0. inge.
Iabel g 488

or Globe Lamps.. )

La Bastie.
No. 1Sun. plain bulb, per .

o0z
N% 2 Sun, plain bulb, per

(O
D.

843 W

No. 1Cr|mp per doz
No. 2 Crimp, per doz

Rochester.

O Pdn 4>-4>w
ﬁ 83 388

e (@der)
OIL CANS.
tin cans with spout..
galv iron with spout. 165
galv tron with spout. 2 87
galv Iron with spout. 4 00
galv iron with spout. 5
g}alv |ron W|th faucet 6
ting 99

galvrron Nacefas
Pump Cans

Peii

m 9

stead st
% W 10

a n n OVG

38 8588

@ists
Bag

>
S

SISy

No'.

)

B3

lé‘
LA TERN GLOB S.
.OTUBIL” I, casesl 0z.

ubular,

cases 1 doz. each... .
LAMP WICKS
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Hardware

The Hardware Market.

General trade continues quiet, al-
though for February we see no special
cause of complaint. Dealers in certain
localities are buying quite freely and in
a majority of cases are placing liberal
orders for spring shipments. Collec-
tions are not as good as could be wished,
but dealers are doing the best they can,
and are pushing collections in their re-
spective localities. If we could have
plenty of good sleighing, both trade and
collections would be much better all
around.

Wire Nails—There is no special
change to note in this line, but manu-
facturers have evidently got enough and
are refusing to name as low prices as
they did in January. It is believed that
an advance will take place at any mo-
ment.

Barbed Wire— A great many orders
have been placed for spring shipment
and the mills are all running night and
day to fill orders. It is believed that
prices will soon advance in this line and
the dealers who have placed their orders
will be glad to see it come.

Window Glass—The market is firm
and an advance is noted for March i.

Lead Pipe----- Has advanced 25c,
caused by an advance in pig lead. It is
said an advance in shot no doubt will
soon occur.

Sheet Iron—But little moving and no
effort by the mills is being made to urge
buying.

Bar Iron—Firm.

Gas Pipe—No change to note.

Have You Any ofthese “Competitors?”

The retailer who uses the coarsest sort
of straw paper finds a competitor in the
dealer who uses high grade and sightly
paper.

The retailer who uses cheap stationery
and sends in bills irregularly in an un-
tidy envelope finds a strong competitor
in the man who uses attractive bill-
heads, neat envelopes, and who does
everything connected with the book-
keeping systematically, regularly and
in style.

The retailer whose assistants make
errors, delay in deliveries, make mis-
statements, has no show alongside of a
competitor who is noted for correct deal-
ing, promptness and truthfulness.

The retailer whose clerks are untidy
in personal appearance has a strong
competitor in the store where the boys
always wear polished shoes, have a
clean collar, a coat free from grease,
hands clean and finger nails tidy.

The retailer who economizes in gas or
illuminating oil is not in the race with
the brilliantly-lighted store.

The retailer who is ignorant of the
nature of the goods he sells cannot com-
pete with the man who knows all about
them.

The retailer whose clerks make mis-
takes in giving change cannot keep
abreast of the store where no such errors
occur.

The retailer whose clerks forget to
enter goods sold a credit customer is
sure to be outdistanced by the one
whose system prevents such costly care-
lessness.

The retailer who neglects his front
window and counter display helps along
the business of his competitor who
challenges attention by new, tasty,
fresh and novel displays.

The retailer who keeps behind in the
procession and lets other merchants try
new goods is always chasing to catch
up with the competitor who keeps up
with the times.

The retailer who never reads a trade
journal goes rapidIP/ to seed, as com-
pared with the fello
who is always posted.

The retailer who never advertises is
the one who contradicts his neighbor

w across the way j
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that there
business.

The retailer who overbuys, who fails
to overhaul the stock frequently, is
badly handicapped, as compared” with
the other chap who buys frequently and
always turns the stock over often enough
to keep it bright and fresh.

The merchant who offers good goods,
gives effective, prompt and polite serv-
ice, conducts his business in relation
with his customers methodically and
satisfactorily, can always charge a frac-
tion more and retain his trade as com-
pared with the merchant who does not
meet these requirements. It is not so
much what is charged, within reason-
able limits, as the quality of the goods
and the method of handling them that
bring the most desirable custom. What
is desirable custom? The custom that
buys intelligently and critically and
pays promptly, and a few cents this
way or that makes little difference to
such custom.—Brains.

is money to be made in

Some Business Philosophy.
Cecil Bradford Winsborough in Furniture News.

Never doubt, for in it is the element
of failure.

You may be the world’s creditor, but
it is going to hustle you to keep your
accounts collected.

The world never stops rotating and
unless we keep pace with it, we slide
down and off of it into oblivion.

Genius is a rare thing—so rare, in-
deed, that it does not in a natural state
exist. Hard work is the mother of
genius.

Envy not the man who has made a
success. It profits you nothing. Rather
take him as an example and do like
wise.

Determination, when backing a motive
not wholly right, often wins overa more

just one because its defenders lack
courage.

Make the world your friend by being
cheerful at all times and in a little

while the necessity for following this
rule will have been obviated.

Don’t be deluded by the thought that
your neighbor is better off than your-
self. Remember that you have never
seen into his closets.

Be considerate, but not bashful.
Don’t be afraid of yourself, for you are
then Kour worst enemy. There are
enough fighting upon the other side.

The man who is ever diffusing upon
the impending collapse of the universe
is so near-sighted that he cannot see
beyond the confines of his own abode.

The man who is really great is his
own ancestry. So waste no time in
worshipping the achievements of your
forefathers, for upon their merits you
are to win no battles.

Discontent with your condition will
never alter it. Get on good terms with
yourself and your environment and then
go to work calmly to pull yourself out
of the mire.

Bear in mind that you are a part of
this world; that you have the same
rights as every individual, and are priv-
ileged to accept of every opportunity
that God has bestowed upon man.

There is no degree of success impos-
sible if you possess ability and are
willing to pay the price in endeavor
necessary to obtain it. Remember
others are bidding against you.

“ He awoke to find himself famous,”
so says the daily press. But in a
lengthy article we find no mention of
the morning this same individual awoke
to find that he had to cook his own
breakfast.

A bill has been introduced in the
Connnecticut Legislature providing that
the only constituents of beer shall be
hops, barley malt and water, that each
package shall bear a certificate to that
effect, and that health officers shall have
purview of the matter.

William Waldorf Astor is said to own
4,000 houses in New York City, and his
estimated yearly income is $6,000,000.

About 10,000 bales of tobacco are now
stored in the bonded warehouses at
Tampa.

Half Rate Excursions to Detroit.
The Grand Trunk Railway System
will sell excursion tickets to Detroit and
return, good going February 22 and 23,
valid to return on all trains up to and
including Feb. 24, on account of the
Michigan Club annual meeting, Michi-
gan League of Republican Clubs, Re-
publican State Convention. For full
particulars apply at D. & M. depot or
at the city office, 23 Monroe street.
Jas. Campbell, City Pas's. Agt.

Easily Altered.

Lady of a Certain Age:. “ I like this
dress, but it doesn’t match my com-
plexion.”

Candid Clerk: “ Oh, that's but a
trifle; you can alter your complexion
to suit!”

A movement has been started in St.
Louis with a view to the separation of
the liquor saloons from the groceries in

®

. . ®
SAP PAILS .. .

That will hold Sap
AND

SYRUP CANS..

Which do not Leak.

Our sad) ?alls are full size and
are guaranteed not to leak.
They are made almoststraight,
Har;ng enough to pack con-
veniently. OUr syrup cans are
double seamed, both top and
bottom, with packed screws,
Prices lower than_ever. Send
for special quotations.

WM. BRUMMELER & SONS,
Manufacturers and Jobbers of
_Pieced and Stamped Tinware,
Dealers in Rags, Rubbers and Old Metal,
208. lonia St., Grand Rapids.
Telephone 640.

that city. 1 ®
I mMmMMMMMMM— MM—tMMMMM — — — — M «
...:.:: 9.0.(;((
Dre &
Seeq
»*0nN® Il;:;‘««
°n0<<<33‘
152300 :I’?O?»
S I snos.
*No..
-+H °no«.*
-+H o
"H *NO«.-
—e oNHHH<*
*No««
-+H enoa..
H e
ee H cno*
R “Now
wHY e
*NO«»
-eH *NO«K»
-eH * N0O-
CeH *Nn00—
—oH *N0«.-
-*H *N0««
-eH *NOK»
-eH *No—
= o>
I_H i sno«w»
=:H “noe—
> N
::1_'. :R%<<(<«—'
i e
- *No«
Sy iR
'H We carry in stock all sizes of Cauldron M«ex
oo . . *NOo«K—
: Kettles, including: nocc
1 <|£|H€ .rqg_
- . «
—eH | . *No«—
‘oo ] 3, 5, 6 and 8 Pails *NOe®
> o
g 22, 30, 45, 60 and 90 Gallons *No«—
-eH | *NOKK
»eeee *NOo«K—
yeeott eN0«—
»eeee . *NO««*
seH The Kettles we handle are superior 2no«—
Koons to many as to smoothness, weight Iﬁé’ﬁ;
i .. . ) *No«—
eH and finish. We are making special S
MU Jow prices, which will b d iy
ow prices, which will be quoted up- sno«—-
it on application, stating how many .9”8‘17_
oo . «K—
»eond and what sizes are wanted. o
«eke Sno«-
>(>(0|:|-1 :no«—
— >f N0
<Hi o
ZH e
) nes
<1 ] b oo
-eH *NOK—
»H I *NO«K—
e e
L e eeeeecccccccsssssseeccccssssssssneesss PGS
;;:&#é%QQQQQQ9QQQQ9999@0DQDDOODDPDDPPDDPQPPPPDﬁDQ 2?2(2.('(2(2*



HARD TO PLEASE.

Pen Picture of an Experience Com-
mon to Every Merchant.
Written for tne T radesman

She was a small, dried-up, freckle-
faced woman with scraggly, sandy hair
twisted into a mean little knot at the
back of her head, and she wore one of
those black straw things about the size
of a dollar bill, by courtesy called
* bonnets. "’

Evidently the fickle goddess had not
smiled on her for some time and she
looked as though she was experiencing
a protracted run of hard luck.

She entered the store as one who is
momentarily expecting to be accosted
by confidence men, and who courts
rather than avoids such an experience.

At the time of her visit | was quite a
prominent feature in the store, for |
stood squarely in the middle of the
room and there was not another soul in
sight, but the lady studiously avoided
seeing me. She seeemed to be inter-
ested in the contents of the ribbon case
and | hastened in that direction, but
had no sooner approached the locality
occupied by the article in question than
she was suddenly called across the room,
attracted by a beautiful display of laun-
dry soap. 1'd rather sell ribbon than
soap any day, but one mustn't be too
particular in dull times, so | walked
over to the grocery counter and was just
making a laudatory remark anent the
particular brand of soap which we were
most anxious to dispose of when her eye
caught the gleam of polished steel in
the cutlery case and she instantly be-
came absorbed in the contents thereof.
Acting under the impression that she
might be in need of a good (we keep
none other) pair of scissors, |1 ambled to-
ward the hardware end of the institu-
tion, determined to make a sale.

But just then the lady started for the
shoe department, and as there is only
a narrow aisle leading thereto, | got
her safely cornered.

“ Something in shoes, ma’am?”

“1d'no. Guess not. 'S that all the
shoes you got?”
“Well, no. We're just getting in

some new goods in that line, but we
have an excellent stock now. What
sort of shoes would you like to see?
Something for yourself?”

“ 0O, you needn't bother. I just
thought I'd come over an’ see what
kind of a town this was, but | don't see
's it’'s anything great. Guess I'll wait
an’ git my shoes to East Jerdan. That’s
where | most alles trade.”

“ There's a splendid wearing shoe,”
said 1, making a selection that I knew
a judge of shoes would be pleased with.
“It's first class in every respect, and
I’'m sure it would please you.”

“ How much?”

**Two dollars. ’’

“Two dollars!” she exclaimed,
scarcely looking toward it, “why we

buy them same shoes in East Jerdan fer
a dollar an' a half. That's an awful
price fer them shoes, but I s’pose you
think you wouldn’t git it ef you didn’t
ask it.”

“ Perhaps this is more like the East
Jordan shoe,” | ventured, showing a
very fair, low priced-article.

“Them? Huh! How much d'ye
p'tend to ask fer them?”

“ One fifty."”

This time she displayed a little more
interest; but just as I had begun to
think that perhaps she was going to buy
something after all, she remarked :

“ Them's the same blamed shoes Boos-
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inger sells fer 89 cents on his cheap
counter.”’

Of course | tried to make her under-
stand that she was mistaken; but she
wouldn’t have it that way and at length
she asked :

“ How much be ye payin’
'n eggs?”

“ Eighteen for butter and thirteen for
eggs.”

“ Is that all?”

“Yes'm.”

“ Cash, eh?”

“ No. All trade.”

“ Why can’t you pay as much as they
do in East Jerdan?”

“Don’t know. That's every cent
they’'re worth at present. Have you
some to sell?”

fer butter

“No. | hain’t got none to-day, but |
thought 1'd ask. Someone might want
to know. ”

“You were looking at the soap.

Wouldn’t you like some of that?”

“1d’'no. Do you trust?”

“No. That's out of our line nowa-
days. Everybody pays when he buys.”

She gave a snort of disapproval,
turned her back to me and went on sur-
veying the goods on the shelves. Then
she began a running fire of query and
comment:

“ Got any suits o’ close?”

“ No'm, we don’t handle clothing.”

“ Then you ain’t got none?”

“ No. "

“ Huh! 1 thought you p’tended to keep
everything. Got any bunnets?”

“ No, we don’t carry milliners’ goods,
either. You'll find those at Sander-
son’s.”

“ They hain't no bunnets, neither. |
s'pose you've got tincture of rhuberb?”

“No'm. That's drugs. You'll find
it at Vaughn’s.”

“ No rhuberb an’ no bunnets an’ no

suits o’ close! How much is chop a
hunderd?”

Chop, '’ | think, is a Canadian word.
It means ground feed, and is an ab-

breviation of “ chopped stuff.”

“ Well, we don’t sell that, either, so |
don’t know the price. They have plenty
of it at Walbrecht's grist mill.”

“ No chop, no rhuberb, no bunnets an’
no suits o’ close! Got any barb wire?”

“No, ma’'am, we haven't. Fisk
Brothers keep a beautiful line of barbed
wire and | am sure they have just what

you want. Their store is right over
there.’’

“No barb wire,” said she, medita-
tively, “an’ no chop, an’ no rhuberb,

an’ no bunnets, an’ no suits o’ close, an’
they won't trust!
body wants to trade here fer.”

| had been getting pretty tired of the
conversation, especially of the latter
part of it, so when she finally enquired
if we had any first-class salt pork my
spirits began to revive.

“ 0O, yes. Lots of it,” I replied.
“ Any flour?”
“Yes'm.”’

“ An’ codfish an’ crackers an’ cheese
an’ onions?”

“Yes, got 'em all.”

“ An’ beans an’ corn meal an’ pepper
sass?”

“Yes 'm. Plenty.”

“ Well, then, if | was you 1I'd go to
work an’ eat up a lot of 'em an’ see if
| couldn’t get fat.”

Geo. L. Thurston.

It is rumored that a Russian govern-
ment commission is elaborating a
statute whereby the working day will be
fixed at ten, eleven or twelve hours, ac-
cording to circumstances, and at nine
hours for night work. The regulation
is to apply to the whole of Russia.,,

I don't see what any- W

Hardware Price Current.

AUGURS AND BITS

?enn ngs, genuine
Jennlng ?mrEtatnlo
AXES
First Quality, S. B. Bronze
First Quality, D. B. Bronze..
First Quality. 8 B. S, Steel..
First Quality, D. B. Steel

BARROWS

Railroad
Garden

BUCKETS
Well, Plain ..o $325
BUTTS, CAST
Cast Loose Pin, figured.
Wrought Narrow 9 ;81%8
BLOCKS
Ordinary Tackle.........cccocoevnnee 70
CROW BARS
Cast Steel.....cvvveeveiiciiceinn per Ib 4
perm 6
erm %
Ber m 35
- perm @0
CARTRIDGES
Rim Fire. . . 50* 5
Centra 25* 5

CHISELS

Socket Firmer o)
SOCKEE Framing......ccoveuveieerernieeinrnicienisiennenns Qo
Socket Comer. by
Socket Slicks go

DRILLS

Morse’s Bit Stocks
Ta er and Stral%
rse’s Taper S

Com. 4 piece, 61n...
Corrugated...
Adjustable...

Heller’s Horse Rasps.
GALVANIZED IRON

Nos. l6t020 2and 24; 25and 26; 27 2
List 12 14 15 iy
Dlscount 15

GAUGES .

Stanley Rule and Level Co.s.......cccccvveurnnne 60*16
KNOBS—New List

Door, mineral, jap. trimmings... 0

Door, porcelain, jap. trimmings... 80

MATTOCKS

Adze Eye ...$16 00, dIs 60*10

Hunt Eye 15 00, dIs 60*10

Hu ~$18 50, dis 2010

Coﬁee Parkers CO.’S..osivesieni Q0

fg Co.’s Malleables 40

* W,
Coffee Landers, Ferry * Clark’s.
Coffee, Enterprise
MOLASSES OATES
Stebbin’s Pattern...
Stebbin’s Genuine..
Enterprise, self-measuring
NAILS
Advance over base, on both Steel and W"i

20 . . Bas
10to, 16advance..
8advance..

Fine 3advance..
Casmg 10advance..

Casing 8advance
Casm 6advance
|n|sﬂ 10advance

SRS HESERE 8

PLANES

Sandusky Too'i'
Bench, firstqua
Stanley Rule and

Eaans :eqaea

{evel Co.’s wood...
PANS

60*]78’: 1(%

Iron and Tinned
Copper Rivets and Burs....
PATENT PLANISHED IRON
“A” Wood’s patent planished, Nos. 24 to 27
“B” Wood’s patentg)lanlshed Nos. 25to 27
Broken packages %c per pound extra.
HAMMERS

©B
B8 33

Ma dole* Co.’s, new list déSS
Yerkes'&'ﬁi"'r'n'b"m" . dis40

Mason’s Solid Cast Steel.. 30c lis
Blacksmith’s Solld Cast Steel Hand 30c I|st40*10

HOUSE FURNISHING GOODS
Stamped Tin Ware...
Ja]p ned Tin Ware.

Granite Iron Ware

HOLLOW WARE

Po ts 1
ttles *%
p| ers
HINGES
Gate Clark’, 1,2, 3.. dls 60*10
State...ooceieeiiins ...perdoz.net 250
WIRE GOODS
FIGNT. o w
SCIEW EYES....c.vcviiiiieiiiseieieseseesnis o))
0k’S........ S0
Gate Hooks and Eyes... 80
LEVELS
Stanley Rule and Level Co.’s................. dls 70
ROPES
Slsal * inch and larger.. 8
nilla
Steel and_lron.... 80
Try and Bevel
Mitre
Nos. 10to 14 g 40
Nos. 15t0 17.... "3 40
Nos. 18to 21. 34 60
Nos. 22 to 24. 3% 0
Nos. 25 to 26 30 0
Allzshe ts No. 18 and lighter, 38030 | %1%
wide not less than 2-10exti ? over nehes
SAND PAPER
List aect. 19, 786........ccccevrrverrrenes dls
. SASH WEIGHTS
SOlid EYES....coviiicciecceeies per ton 20 00
Steel, Gam 60*10
50

Onelda Communlty, Newhouse S.
Oneida Community, Hawley * Nor
Mouse, choker
Mouse, delusio

rton’s 70%10*10
.. per doz 5
.. per doz 1%

WIRE

Bright Market.... %
Annealed Marke

Cormuered Marke 70*10
Tinned Market...... 62§)
Coppered Spring Steel...

Barbed Fence, galvanized 210
Barbed Fence, painted 15

HORSE NAILS

30

Coe’s Ge ............................. 50
Coe’s Patent Agrlcultural wrought 80
Coe’s Patent, malleable..........0occcoien 80
0

0

&

50*10*10

50

600 ound casks *
Perpo g

*
%e prices of the many othergualitiesof’ sotldzer
in the market mdmatedyby private brands vary
according to composition

TIN—Mern Grade

10x14 IC, Charcoal. 57
14x20 IC, Charcoal 575
20x14 |X, Charcoal . 700

Each additional X 'on this grade, $1.25.

TIN—Allaway Grade
500
500
6 00
6 00

ROOFING PLATES

arcoal, Dean
arcoal, D

h

h

harco

ﬂarcoal Allaway Grade..
h

arcoal, Allaway Grade..
arcoal, Allaway Grade..
harcoal, Allaway Grade

BOILER SIZE TIN PLATE

for No. 8 Boilers,
for No. 9 Boilers,

585588

-
=
[}
(=)

14x56 1X,
14x56 1X,

©

per pound...

WM BRUMVELER & SONS, GRAND RAPIDS,
Pay the highest price in cash for

MIXED RADS,
RUBBER BOOTS AND SHOES,
OLD IRON AND nETALS.

20?tffereonapostal “Any Old Thing.”

Every Dollar

Invested in Tradesman Com-
pany’'s COUPON BOOKS
will yield handsome returns
in saving book-keeping, be-
sides the assurance that
no charge is forgotten.
Write

Jadesman Company,

GRAND RAPIDS.
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FORCE OF FOLLY.

Futility of Attempting to Limit Profits
by Law.
Matthew Marshall in New York Sun.

The principal feature of last week
stock market was the drop in American
sugar, attributed to the investigation of
the company’s affairs now making by ;
committee of the New York Legislature
and the resulting fear of hostile legis
lation. It would be uncharitable to as
sume that any member of the com
mittee, or that any of the editors of the
newspapers which are egging it on, i
speculating in sugar stock for a fall
and the onslaught on the company may
therefore, be presumed to be one of
those unreasoning outbursts of journal
istic animosity against successful enter
prises, of which we have seen so many
during the past few years. The Ameri
can Sugar Refining Company is not
“trust,” nor is it a confederation of
several corporations. It is a singl
concern, incorporated in the State of
New Jersey, and it conducts its business
strictly according to law. Whether the
profits of that business be great or small
may be an interesting subject of en
quiry, but it certainly cannot be madi
the basis of legislation by the State of
New York.

The burden of the clamor against the
Sugar Refining Company, as it is of
that against all the other so-called
“ trusts,” which are at present the ob
jects of vituperation by the press, is not
that the price it obtains for its product
has been artificially forced up above
natural level, but that its protits are, in
the opinion of its assailants, greater
than it should be permitted to make
Retined sugar has never been so cheap
as it is now, nor has the excess of the
price obtained for it over the cost of the
raw material ever been so small. Yet,
because of the enormous transactions oi
the company, its aggregate profits are
correspondingly great, and for this rea
son alone the demand is made that
something shall be done to reduce
them. Precisely how the reduction is to
be attained nobody has suggested.
Breaking up the company and compel-
ling it to scatter its business among a
number of smaller concerns might effect
it; but this would also increase the cost
of its product, and, necessarily, the
price paid for it by the consumer.

In the case of the gas companies the
reduction of their profits is sought by a
compulsory reduction of the price
charged by them for their gas. The
fact that the Legislature cannot fix the
wages of the laborers nor the cost of
the materials employed by the compan-
ies in their operations is not consid-
ered as having any bearing on the ques-
tion. The price of gas is to be estab-
lished by law and the companies must
do the best they can with their employes
and the furnishers of the materials they
use. That since they first began opera-
tions the price at which they have sold
their product has steadily diminished
from $10 per i.000 cubic feet to $1.25
per 1,000 cubic feet, while their plant
represents investments worth many mil-
lions of dollars more than their original
cost, is used as an argument against
them. The newspaper decree has gone
forth that they are making too much
money and that they must be compelled
by law to make less.

Fortunately, or unfortunately, for the
other great industrial enteiprises, the
stocks of which are dealt in by specu-
lators, their profits are not as yet large
enough to excite the animosity of dema-
gogues. The American Cordage Com-
any, after two reorganizations, is bare-
y maintaining its existence. The
Whisky Trust, the Cotton Oil Com-
pany, the American Tobacco Company,
the Lead Company, the General Elec-
tric Company, the Leather, the Rubber
and various similar combinations are
earning small dividends or none at all.
Coincident with these failures to secure
great profits we have had lately an-
nouncements of the dissolution of the
Nail Trust, of the Bolt Trust, of the
Glass Trust, and, this last week, of the
Steel Rail Trust. It appears, there-
fore, that these supposed monstrous and
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oppressive monopolies are more danger
ous to those who embark money in them
than they are to the public.
Conceding—which is doubtful—that
legislation can, in_ all instances, as it
indisputably can in that of gas, sue
cessfully reduce the price paid by the
consumer for any article of large con-
sumption, the™ exercise of the power is
still_wrong in principle and impolitic
in effect. The right to forbid the com-
bination of capital in large masses for
business purposes is ostensibly derived
from the old common law against con-
spiracies in restraint of trade. In the
dark ages, when transportation was diffi-
cult and costly, and when the purchase
of the entire supply of food in any spe-
cial locality was easily effected, the
civil authority intervened, and, by de-
claring monopolists criminals, protected
the poor against their exactions. The
reason for this interference has long
since passed away, and now the rule
can justly be defended only on the broad
ground that, whenever people think that
the price of any article is extortionate,
they have the right to reduce it by legal
enactment. Putting the matter on this
basis, it follows not only that the prices
charged by corporations and combina-
tions of individuals may rightfully be
regulated by law, but that those made
by individuals and partnership firms
should be subject to similar control.
Thus it has been shown, incidentally,
in the course of investigating the affairs
of the American Sugar Refining Com-
any, that the roasting of coffee is a
usiness which yields enormous profits.
Coffee is certainly an article of as gen-
eral consumption as gas is, and if the
price of gas is to be fixed by law, that
of roasted coffee should be fixed by law
also.  Newspaper publishing is also
very profitable. The proprietor of one
of the journals most conspicuous in de-|
manding a reduction in the price ofé;as
boasts of an income of a million of dol-
lars a year and that the daily circulation
>f his paper is more than 500,000 copies.
Surely the law ought to interfere here il
anywhere, and cut down his profits, as
well as those of the gas companies, for
the benefit of his readers and his adver-
tisers.
Legislative limitation of the profits of
a business, whether conducted by cor-
porations or by private individuals, is,
therefore, an  arbitrary exercise of
power, resting solely upon the principle
that might makes right. In the contest
between producers and consumers the
power of numbers is thrown in favor of
the consumer and against the producer,
and the producer must submit to what-
ever the consumer demands, unless his
business is such that he can withdraw
capital from it without loss, and
cease to carry it on, where, however,
as in the case of a gas company or other
owner of a factory that is valueless for
my purpose but that for which it was
uilt and equipped, he must make the
best of the situation that he can, and
take the small profit graciously allowed
im rather than none at all. That this
3 tantamount to confiscation without
compensation need not be demonstrated.
The policy of limiting profits by law
to the amount that will satisfy, not
those who embark their capital in un-
dertakings which minister to the wants
of the community, but their customers,
tends to discourage such undertakings
and thus to deprive the community of
the benefits it would derive from them.
Say what we will of the sordidness of
the love of ?ain, it is the force that has
produced all the great commercial and
financial improvements of civilized na-
tions. But for it, Columbus would
never have discovered America, these
United States would never have been
settled by European emigrants, and our
railroads, telegraphs, steamers, manu-
factories, and all our other wealth-pro-
ducing agencies would never have come
into existence. While some of these
agencies have enormously enriched
their owners, multitudes of them have
had the opposite effect. We see the
successes; but the failures are out of
sight and out of mind. If, now, the
principle is to be established that busi-
ness success shall be restricted within
the limits prescribed by hostile legis-

latures, while for failures no compen-
sation is to be made, the average gain
will become too small to tempt men in-
to ventures involving any risk of loss.
If the public is to share in all the gains,
while the individual is to bear all the
losses, the partnership will be too oner-
ous for any one to enter into it. For
the same reason, improvements in in-
dustries already established will come
to an end. Now, every manufacturer is
constantly on the alert to reduce the
cost and to improve the quality of his
product, in the reasonable expectation
that he is to be rewarded for his pains
by an increased profit. Let it once,
however, be understood, that if he in-
crease his profit he will be robbed of
the greater part of it by legislation, and
he will make no effort to obtain the
crease.

Were it not for the passion and the
Brejudice that have been enlisted in its
ehalf, the proposition that the legis
lature should interfere between buyers
and sellers, and, while leaving the
buyer free to buy or not as he pleases,
should compel the seller to sell at the

buyer’'s price, would be scouted

grossly contrary to justice. No one will
contend for a moment that the seller of
groceries, dry goods, horses, cattle,
land, houses, stocks, and bonds should
not be permitted to ask what he pleases
for what he has to sell, and to accept or
reject the buyer’s offer as he may judge
best. Yet this privilege, which is
granted to all other dealers, is to be
withheld from the sellers of sugar and
gas on the ground that these articles
cost much less than is asked for them
and, therefore, should be sold for less,
If the same principle were applied
universally, there would be an end of
ill trading. If the attempt should be
made to force a man who bought Chem
cal Bank stock twenty years ago at
$i,000 per share to sell it at $1,100 a
share, on the ground that $100 per share
was a reasonable profit, we should all
condemn it as monstrous. Or, if be
cause a lot in Broadway cost its owner
originally but $10,000 he should be com
pelled by law to rent it for $1,000 per
year, because 10 per cent, per year

reasonable return on his original in-
vestment, that, too, would be scouted as
unreasonable. Yet we have a legisla-
tive committee enquiring into the orig
inal cost of gas and gas plants and of
sugar refineries and refined sugar with
the view of limiting the profits that gas-
makers and sugar refiners shall be al-
lowed to derive from their business
The force of folly can no further go.

Flour and Feed.

The enquiry for flour during the
past week has been good and a fair
volume of business has been booked.
Prices are ruling relatively low, as
compared with the supply of cash
wheat, of which there seems to be but
little in farmers’ hands, 2nd they are
slow to part with the cereal until some-
thing definite is known in regard to the
crop now in the ground. Purely specu-
lative influences are dominating the
market and its course up or down of a
few cents is very uncertain for the next
few weeks. Ultimately, a strong de-
mand will, no doubt, put prices on a
higher level. Pure winter wheat flour is

now in good demand and the city mills
are in a position to make all the wheat
they can secure into flour.

Bran and middlings are in good de-
mand at higher prices. Feed and meal
are in good demand with prices ruling
low. WM N. Rowe.

WANTS COLUMN.

BUSINESS CHANCES.

Advertisements will be Irﬁerﬁgd under this
heg for two cents \%yord the first insertion
and one cent a word for each subsequent in-
sertion. No advertisements taken for less than
25cents. A&/ance payment.

T?0R SALE—A GOOD ESTABLISHED BAK-
JT ery and grocery business at Traverse City.

Owing to othe{ business interests | will sell my
entire stock o f%rocerleé, bal erey business, etc.,
in exchange for good residence

g property in
'I'\'/L%%erse City, Mich. Geo. Gaue, Traverse élgy

710R SALE—LIVERY BARN. AND STOCK, A

" store with agricultural implements and
harness shop; 10 per cent, off for cash. -
dress No. 218, care Michigan Tradesman. 216

ANTED--—-STOCK OF . GROCERIES OR

me«chandise. In writinﬂﬂgive full partic-
H]Iggs. Address No. 214, care Michigan regllis-

PRACTICAL MAN WITH CAPITAL WILL

find good investment in a well-established
business by addressing P. P.

uskegon, Mich. 203

A

wholesalée grocel

Misner, Agent.
eal estate in_ this city warth
,000 to exchange for stock of _gr_ocerles or
?eneral merchandise; difference paid in cash or
aken_ In _mortg%ge on_property. Address_W.,

care Carrier 26, Grand Rapids. 209
ANTED-A SMALL STOCK OF GOODS,
shoes or. hardware greferred. Address

No. 205, care Michigan Tradesman. 205

ood opening eor a metal worker
with some c?gltal. | offer tt]? plant, %ooﬁ]s,
machinery, catalogues, good will, etc., of the
Metal Stamping & Spinning Co., for sale orrent.
Would retain an interest in_the business with

the E'%ht man. _Franklin B. Wallin, Treasurer
Wallin Leather Co., Grand Rapids. 206

JMIR SALE, CHEAP—NEW LAMB KNIT-
X tlng machine but little used. Does_splen-
did work. Cost $0. Address Lock Box H,
Latty, Ohio. 04

'T'O. EXCHAI}IGE.—HFAXY. HARDWOOD
X timber and farming land; title perfect, and
00ds.  Address 208, 2coailgre

cash to exchange for
Michigan Tradésman

ARE OPPORTUNITY F%)R AWYER AND

cabinetmaker. Mill and other machinery

set. Home market for product. Timber cheaper

than ever known. H. G. Cady, Pine Bluff, Ark.
210

xchan for liverystock- Gbacres
g} f excglfent land neglr_ LaFontaine, Ind.
ease It any time for oil an Ogas. Lar%'e
wells near by.” Price, $6000. Address N. H.
Winans, 3and 4 Tower Block. 200
IrtOR SALE:STOE_K F GENERAL MEK-
1 chandise, including drugs. Only drug store
in town, M H. McCoy Est.; Grandville, I\]g:h.

?0R SALE AT A BARGAIN—A WELL-KEPT
* stock of general merchandise in a very good

town Address A B., Grant Station, Mich. ~ 1%
IiMIR SALE —STOCK OF GROCERIES IN-
volcing ahout $1000, in a live Michigan

i
town. Good trade, nealrgly all cash. Good reasons
mgnselllng. Address 197, care Michigan Trahgﬁs—

IpOR SALE OR EXCHANGE-FOUR MODERN
cottages in good repair—three nearly new,
all rented—for sale, or will exchange for clean
stock of er g[oods. Address Jaester & Co., 211
North lonia street. Grand Rapids. jie7}
ljlOR SALE CHEAP—GOOD 00 ACRE FRUIT
1 and grain farm, seven miles from Allegan;
good buﬂdlng{s; dandy location. Or will” ex-
change for a stock of rg/ goods. Address_No.
185 care Michigan Tradesman. 18
Ij\/)R SALE OR EXCHANGE FOR STOCK OF
érberchandlse—FortP/_ acre farm near Hart,
ood buildings, 900 bearing fruit trees. ~Address
0. 179, care Michigan Tradesman. 1R
XK SALE FOR . CASH—STOCK GROCERIES
U_and crockery invoicing between $3000 an
500; good location; good choice stock. Will
sell ¢ ea&). Good chance for imeone. Ad-
dress!). Carrier No. 4, Battle Creek, Mich. 17/
ubber stamps and kubber TYPE.
Wﬁl J. Wel?er,pMuskegon, Mich. 160
TOR SALE—AT A BARGAIN THE WAT-
rous’ drug stock and fixtures, located at
Best location and stock in _the town,
Icl-rllazeltme &Perkins Drug Co., Ggggd
I? R SALE—MPROVED 8) ACRE FARM IN
1 Oceapa county; or would exchange for
¢ Address 380 Jefferson Avenue,
110

Newaygo. .
o

merchandise.
Muskegon.

LDOR EXCHANGE—WO FINE. IMPROVED
X farms for stock of _merchandise; sgi_lendld

location.  Address No. 73, care Michigan raq{ess»
u.

MISCELLANEOQOUS.

WANTED—% ELM, 1 OAK CHAIRS, 80
feet of settees, 6Rochester ,Iamqs, 24 win-

dow shades, cargetm and matting ‘lor a hall
20x55.  Geo. E. Bliss. Maple Rapids,” Mich. 217
WANTED—POSITION BY REGISTERED
pharmacist; _weg;es mo_dera%e; strlctlay
temperate; can furnish erX beit references as
}\91'6 aracter, a&ulm/, etc. Address No. 211, care

ichigan Tradesnian. 21
|POR RENT—A MODERN BRICK STOKE
room, one of the best corners in city of
0,C00.. Two-story and basement, 26x140, occu-
glled since built as a fir. —clasg drK goods store;
ways successful, ~ Address Sarah E. Kygerzéls

North Hazel St., Danville, 111.

ANTED—POSITION AS SALESLADY BY
oung woman of seveial years’ experi-

ence. 'Expertin furand cloak business. Wi
work for moderate salar)ﬁ MJS. Fannie Parrish,

330 No. lonia St., Grand Rapids. 213
ALESMEN WANTED —GOOD, GROCERY
salesmen to sell a rattling good specialty as

sideline. G%od saIesan make 0
e o el PRESHiars S
count (s:o., E mlrefef\l. Poe: ]

WV /erieneed Stenoutaphiar and ook keeper.
Addre%s. B.C E., Bo >7?l\/?usl§egon. Mich. 2%% ’
ANTED—SITUATION AS CLERK

clothing, furnishings and shoe trade, or
traveling salésman, by married man of 27, with
six years’ experience in business. Address No.
187, care Michigan Tradesman. 187

ANTED TO CORRESPOND WITH SHIP-

ers of butter and eqgs and other season-
able pl?oduce. R. H?rt, %%\%arket street, Detéglit.



Our celebrated

Thin Butter Crackers

will be trade winners for the
merchants who know them.

FOR

1 59 7 1
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Christenson Baking Co.,

f We solicit correspondence In-

..niXED CARS...

FLOUR, FEED and MILL STUFFS

GUARD, FAIRFIELD & CO., Allegan, Mich.

JESS DESS

PLUG AND FINE CUT

TOBACCO

‘Everybody wants them.” "You should carry them in stock.” For sale

only by

WSEIL RO )
JESS © JESS

Our New Spring Fabrics

Are now ready for inspection.

WASH GOODS of all kinds from the cheapest 5¢c Ginghams to
fine grades as high as 20c.

PRINTS, Hamilton, Windsor, Pacific, Gamer, American, Simp-
sons, Allens, Cocheco, Merrimack and Washingtons in all
new colors and designs.

DRESS GOODS, Plaids, Mixtures, Coverts, Plain and Fancy

Weaves at from 7% to 42%c. per yard.
Be sure and see our line before buying.

P. STEKETEE & SONS,

Wholesale Dry Goods.

GRAND RAPIDS.

Our traveling salesmen are now showinga
complete line of

Men's
Furnishings

Special attention given to all mail orders.

VOIGT, HERPOLSHEIMER & CO,

Wholesale Dry Goods,
GRAND RAPIDS, MICH.

CHARLES riANZELHANN

MANUFACTURER OF

BROOMS AND WHISKS

DETROIT. MICH.

J. A. MURPHY, General Manager.

The Michigan Mercantile Agency

SPECIAL REPORTS. LAW AND COLLECTIONS.
Represented in every city and county in the United States and Canada.
Main Office: Room 1102, Majestic Building, Detroit, Mich.
romptness guaranteed in every way. All claims systematically and per5|stently

handled untll collected.” Our fa |I|t|es are unsurpassed for prompt and efficient service. Term
and references urnlshed on application

|Mnl v|U3n OA. VET&AL)% H Cadts {3“59% u

FLOWERS, MAY & MOLONEY, Counsel.

elﬁ%tr gv P%; sending or-

BARCUS BROTHERS, flanufacturers and Repairers, Muskegon.

IF VOU AIMTO GET

THE- BEST-
YOU WILL HIT

by abandoning the time-cursed credit system, with its
losses and annoyance, and substituting therefor the

which enables the merchant to place his credit trans-
actions on a cash basis. Among the manifest advant-
ages of the coupon book plan are the following:

No Forgotten Charge.

No Poor Accounts.

No Book-keeping.

No Disputing of Accounts.

No Overrunning of Accounts.

No Loss of Time.

No Chance for Misunderstanding.

We are glad at any time to send a full line of sample
books to any one applying for same.

Tradesman Company,

Grand Rapids.



GROCERS!

Please remember this: More than twice
as much

Fnamelirte

The Modem STOVE POL'SH

is sold each year than of any other brand of Stove
Polish on earth. Why? Because it's

THE BEST.

TIME IS MONEY
LIFE IS SHORT

And Rapid Transportation is
a Necessity ...

To secure the most prompt delivery of goods at the least ex-
gendlture of time and money it _is esséntial that toe mer-
chant have a delivery wagon of the rlﬁh'[ sort. We make
just that kind of a wagon and sell it as cheaply as is consist-
ent with good work. For catalogue and quotations address

BELKNAP WAGON CO.,

GRAND RAPIDS, MICH.

Warning!

All persons are warned against using any infringement on Weighing and Price Scales,
and Computing and Price Scales. The simple using of infringing scales makes the
user just as liable to prosecution as the manufacturer or selling agent.

We Own All the Foundation Patents on Computing or Price Scales, and
Have Created and Established the Market and Demand for such Scales.

Consult Your Attorneys

Before buying scales not made by us; you will save yourself much ligitation and ex-
pense by consulting us or your attorneys respecting the question as to whether such
scale is an infringement on our patents. We will be pleased to furnish you or your
attorneys with more specific information on the question of infringement when you in-
»l ? form us what kind of machine you are offered.
Respectfully,

The Computing Scale Co.,

Dayton, O., U. S. A.

We have Important Infringement Suits Pending in the United States Courts Per IraC. Koehne, Attorney,
in Differentparts of the Country, against Manufacturers and Users of In- Washington D. C. and Dayton. O.
fringing Scales, and We wi ill soon bring Other Suits. !



