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If your trade demands good rubbers,
sell them Beacon Falls.

They are a sterling, dependable article, not made to “sell at a

price,” and can be relied on to give satisfaction. They fit, look

and wear well, and cost no more than many other lines much

inferior in point of quality. Drop us a card and we will be glad
to send samples prepaid.

the Beacon Tails Rubber $boe Co.

Factory and General Offices, Beacon Tails, Conn.

Branch Stores
Cbicago«*207 Iflonrce Street. new Vcrk>»!0Ob Duane Street. Bo$ton»«I77*I181 Congress Street.

Out of the Crust.
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The Balke Manufacturing: Company,
Sole Manufacturers of the

BALKE Combined Davenport, Pool The UtmOSt Care

and Billiard Tables.

Your investments should be made with

much care. . . . consult only those hav-
ing an intimate knowledge of high grade
securities. . . . whose recommendations

are based on thorough investigations and

the choice quality of every investment

they offer. . . *in whose judgment you
i can place all confidence.

Such are the services we tender you.
FOR THE HOME.

There Is Nothing jlore Enjoyable for indoor amusement than a game of billiards or pool.

The great majority of homes are debarred from the king of games on account of lack of room,

and i% many cJasesyon account of the great expense of trg\,e old style table. E M Deane C O Ltd

We have overcome aU obstacles. We offer you a perfect and complete Pool or Billiard " - " -

Table, with full e(1mpment, at an extremely moderate cost, while at the same time giving you Municipal, Corporation and Railway Bonds

a mggmflcen&ful{ engtg couch, _StLrllltab|e Iforth_(:tbest room Ilrg) any h%use_, and adapted to” be !

used In a moderate sized room, eitner parior, sitting room, liorary or dining room. - _ H H H
We hare a large lineof children’s tables for Jic to'fat.'and regular tables at $50 to $200. 211-213-215 M IChIgan TrustB Idg’ Grand Raplds

Catalogue on application. References: Old National Bank Commercial Savings Bank

The Balke Manufacturing Company, | W. Bridge Street.



Sunlight

A shining success. No other Flour so
good for both bread and pastry.

OJalsfcDcRoo milling Co.
Rolland, Itlicblflan Fruit

Flavor

IEAGLE?«?LYE | OUR

Strrdof X% parity. Pwdrd ted Poriom

s New Deal This Is the

one easily cut
and theother re-

Popular Flake Food

washing.cleans-

ing. diinfect Retailer

Established 1870 Water, etc.. etc.

Fall directions s . . . _

canwrapper. Write forbookietofval- vy  Ipis Deal is subject to withdraw With the masses. Delicious, palatable, nourishing and eco
Or spraving trees, anv time without further notice : . .

qual nomical. Liberal discounts to the trade. Order through your

Absolutely Free ol all Charges jobber. Write for free sample and particulars.

One Handsome Giant Nail Puller Globe Food Company, Limited

to anv dealer I|:glacin an order for a 5 whole case deal of
EAGLE BRAN US POWDERED LYE.
318 Houseman Block,

HOW OBTAINED

Place vour order through your jobber for 5 whole cases (either one or assorted size.s% G rand Rap |dS, M |Ch-
Eagle Brands Powdered Lye. With the 5 case shipment one whole case Eagle Lye wil
come shipped FREE. Freight paid to nearest R. R. Station. Retailer will please send
to the factory jobber’s bill showing purchase thus made, which will be returned to the Distributors: Judson Grocer Company, Worden Grocer Co., Musselman
retailer with'our handsome GL\hT NAIL PULLER, all charges paid. ! . !

Grocer Co., Grand Rapids

Eagle Lye Works, Milwaukee, Wisconsin

The Popular S i m p I e

Ocean Wave Washers

-
Once Sold, They NEVER Come Back, AC C O l I I It F I I e
Because

THEY WASH CLEAN

A quick and easy method of

" ht fldl t keeping your accounts. Es-
—Ig US = pecially handy for keeping ac-
. . count of goods let out on ap-
Qunnlng able proval, and f~r petty accounts
with which one does not like to

encumber the regular ledger.

10
_| d . By using this file or ledger for
an - ng charging accounts, it will save
one-half the time and cost of keeping a set of books.
Some or

Charge goods, when

purchased, directly
LOW on file, then your cus-
tomer’s bill is always

Durame Speed o i

can be found quickly,
SOLD ONLY TO ONE DEALER IN EACH TOVWN on account of the

Write for particulars special index. This
f C saves you looking over several leaves of a day book if not posted,
VOSS B rOS . I\/I g . O_ when a customer comes in to pay an account and you are busy wait-
ing on a prospective buyer.
1326 to 1332 West 3d St., Davenport, lowa

TRADESMAN COMPANY, Grand Rapids
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We Buy and Sell
Total Issues
of

State, County, City, School District,
Street Railway and Gas

BONDS

Correspondence Solicited.

NOBLE, MOSS & COMPANY

BANKERS

Union Trust Building, Detroit, Mich.

Commercial
Credit Co., M

Widdicomb Building, Grand Rapids
Detroit Opera House Block, Detroit

Good but slow debtors pay
upon receipt of our direct de-

mand letters. Send all other
accounts to our offices for collec-
tion. *

William Connor Co.
Wholesale Ready-Made Clothing

Men’s, Boys’, Children’s
Sole agents for the State of Michigan
for the
S. P. & A P. Miller &Co.'s
famous line of summer clothing, made in
Baltimore, Md., and many other lines.
Now is the time to buy summer clothing.
28-30 South lonia Street

Grand Rapids, Mich.

Collection Department

) R G DUN & CO. .

Mich. Trust Building, Grand Rapids
Collection delinquent accounts; cheap, efficient,
responsible; direct demand system. Collections
made everywhere—for every trader.

n. R. MncrRONK. Manager.

ANOTHER

DOUGLAS, LACEY
& COMPANY
ENTERPRISE

at 74c per share, untilJune 30, 1903. All
subscriptions over 1,000 shares subject to
allotment,and u™der that amount tilled in full.
Full information furnished upon applica-
tion, and make all drafts or money orders
payable to

CURRIE & FORSYTH.
1023 Mich. Trust Bldg., Grand Rapids, Mich.

IF YOU HAVE MONEY

and would like to have it
EARN MORE MONEY,
write me for an investment
that will be guaranteed to
earn a certain dividend.
Will pay your money back
at end of year If you de-
sire it.

Martin V. Barker
Battle Creek, flichlgan
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IMPORTANT FEATURES.

2. Pleasing the People.

3. Parent of the Trusts.
4. Around the State.

5. Grand Rapids Gossip.
6. Gneis Work.

7. Associated Effort.

8

. Editorial.

9. Editorial.
10. Dry Goods.
12. In New Home.
14. Tom Murray.
18. Clothing.
20. Shoes and Rubbers.
23. Gentle Woman and Her Ways.
24. Woman’s World.
26. Saved by Advertising.
27. The Rock of Credit.
28. Hardwar**.
32. Rill Black’s Errand.
34 Clerk Outwitted Millionaire.
36. Poultry.
38. The New York Market.
39. Fourth of duly.
40. Commercial Travelers.
42. Drugs and Chtmical*.
44. Gr«*cery Price Current.
46. Special Price List.

GENERAL TRADE REVIEW.

When the new low level of the
stock market decline was reached a
week ago, there was a strong senti-
ment that the extreme of depression
was past and that a revival must be
immediate and rapid. Buyers weie
in evidence to a degree that gave
prices a sharp upward movement, but
the strength of the bear element had
not been fully discounted. The re
sistance to the advance this week,
aided by the OIld World political
troubles, gives a wide fluctuation of
values, many properties suffering se
vere declines. On the whole there
seems to be more confidence in the
situation and many anticipate thatin
the see-sawing the average will con-
tinue upward.

Meanwhile general industrial con-
ditions continue very satisfactory.
The ending of the long drouth in the
East brings those sections into the
buying and distributing field again
and the stoppage of forest fires ends
the serious threats as to the future
of the lumber market. The disturb-
ances of floods and storms are still
a factor in the West, but as the ex-
tent of damage is always so obvious
they bring no elements of uncertain-
ty to affect the situation elsewhere
Labor uneasiness is not so serious as
there seems to be a recognition of the
fact that the unanimous front of em-
ployers’ organizations is effectual to
meet the onset of unwarranted and
unjust demands. There is much
promise in this development of the
labor and capital war that when an
industry is threatened with destruc-
tion through the raising of wage
scales so far above a parity as to
prevent competing in any market
a halt may be called without precip
itating an earthquake.

Payments through the clearing
houses of the country, in spite of the

.MA%WAMMMW/\WAMMAMA/ small volume of speculative trading,

exceeds that of a year ago by 18
per cent. And it is significant that
this is distributed evenly in all the
important cities of the country. Of
all manufacturing returns footwear
factories still make the most satis-
factory exhibit. Forwardings from

Boston for the last week were 25000
cases larger than in the same week
last year, and for the year to date
surpass the previous high record by
50,000 cases. There is a vigorous en-
quiry for all standard styles, for
which producers are able to secure
full prices. There is also a strong
tendency*in leather, and arrivals of
foreign dry hides are promptly ab

¢orbed, while the Chicago slaughter
hides market holds its recent ad-
vances. Cotton goods are demoral

jzed by the sensational position of
raw material, and buyers hesitate to
pay the small advances asked by the
mills. Consequently business is
small, especially for future delivery.

There is also somewhat of a tendency
to await developments as to woolens
and worsteds, although the raw ma-
terial of this industry is also in a
strong position.

Hides, Pelts, Tallow and Wool.

The hide market remains firm at
late advances but buyers hesitate
and follow the hand-to-mouth tac-
tics to keep running. The uncer-
tainty of the result of wet hides from
Kansas and St. Louis affects the mar-
ket. Heavies are no higher.

Pelts are in small supply and there
is a good demand at high values.

Tallow shows a stronger feeling,
with few sales. Any advance is
hard to obtain, as soapers are well
supplied.

Wool is some stronger West, in
spite of the depressed market East.
A slight advance has been paid the
past week to move some bunches.
-Manufacturers resort to substitutes
for wool rather than pay prices that
are forced at the West. Many buyers
have left the state and trade is more
quiet. Bunches are strongly held
above Eastern ideas of value.

Wm. T. Hess.

Claude Cole, of the firm of Cole
Bros., grocers and produce dealers,
and Bowerman & Cole Bros., grain
and feed dealers, at Kalkaska, was
in town very early in the week with
his wife and thirteen young ladies
who are members of his Sunday
school class. They attended church
and the Mel Trotter mission Sunday
and visited numerous places of in-
terest Monday, returning home on
the late train.

Petoskey—The New Era Rug Co.,
Ltd., has filed papers with the Reg-
ister of Deeds.
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Pays Its Compliments To the Gov-
ernor.

At the regular meeting of the Grand
Rapids Credit Men’s Association,
held at the Peninsular Club last even-
ing, the following resolutions were
unanimously adopted:

Whereas— Governor Bliss saw fit
to veto the sale-in-bulk bill in the
face of an overwhelming vote in its
favor in both branches of the Legis-
lature; and

Whereas— The veto is to be at-
tributed solely to the personal vin-
dicativeness of the executive toward
the Senator who championed the bill;
and

Whereas—The veto was accom-
panied by absence of candor on the
part of the executive, while the
reasons given for the veto were
puerile and evasive; therefore

Resolved—That we condemn the
action of the Governor as unfair to
the business interests of the State and
tending to perpetuate fraudulent sales
by dishonest debtors;

Resolved—That our hearty thanks
be tendered Senator Brown and Rep-
resentative Scott for their painstak-
ing efforts in behalf of the measure;
also to the Michigan Knights of the
Grip for the time and money they
expended in the endeavor to secure
the enactment of the bill.

The Boys Behind the Counter.

Grand Ledge— Claude Jarman, for
some time past head clerk for J. E.
Niles, is now behind the counter for
Hixson & Bromley.

Hillsdale— Robt. Tyler, for several
years a clerk at Lawrence’s hardware
store, has taken a position with the
Granger Hardware Co., at Albion.

Bay View—Clyde Baer and Miss
Tnda Martin are clerking in J. F
Martin’s new grocery store.

Escanaba—While Miss Mary Ho-
gan was engaged in doing some work
about Hogan’s fruit and confection-
ery store her dress became entangled
with a large box containing twenty-
four packages of torpedoes of the
largest size. The box rested upon
another box and when dragged from
its place fell to the floor with such
force that the torpedoes wfre explod-
ed. The force of the explosion tore
the box apart and scattered its con-
tents in every direction and for a time
there was a scene of wild excitement
The young lady escaped with a bad
fright.

G. R. Ferguson, Secretary of the
Oxford Pure Food Co., Ltd., was in
the city last week and placed Ox-
ford Flakes in the hands of the Jud-
son Grocer Company, Worden Gro-
cer Co., National Grocer Co. and
Clark-Jewell-Wells Co.
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PLEASING THE PEOPLE.

Feature Which Equals Advertising
in Importance.

It would seem that in cities of
metropolitan proportions, where the
competition in mercantile circles is
sharp and where the public is more
exacting than it is in smaller commu-
nities, merchants would make it a
rule to employ, so far as possible,
only competent salespeople. It is
¢epparent that much of the success of
a store depends upon the faithful ap-
plication of the people who do the
selling, who come in direct contact
with customers. The buying pub-
lic judges the store by the manner in
which the clerks look after its in-
terests, and so it will be seen that
no matter how good are the inten-
tions and aims of the management of
a mercantile institution there is li-
able to be trouble of a nature most
damaging if these people who have
in charge the work of disposing of
the goods are at fault in carrying out
the intentions of the proprietors.

We see every day in towns of re-
spectable size illustrations that tend
to create a feeling not favorable to
a certain class of salespeople often
found in stores that claim to be up-
to-date in every particular. A man
with an eye trained to the observa-
tion of things around him has but to
enter the average retail establishment
and keep on a lookout for develop-
ments a few minutes to discover that
the public often has just cause for
complaint against the treatment ac-
corded by clerks of a mediocre make-
up. If one will take a trip through
the stores of a city of 15,000 popula-
tion for the purpose of watching the
ways of clerks, he will discover much
that will be of interest, especially if
he is in any way connected with the
mercantile trade. It is possible for
the stranger to discover the state
of affairs in a store much easier than
it is for the manager, from the fact
that when the head of the house is
present the salespeople are generally
on their good behavior.

Not long ago | chanced to be
standing in a large store that adver-
tised to supply nearly all the wants
of mankind. It also stated in its
newspaper announcements that pa-
trons were also treated with the
most devoted service on the part of
the people in the various depart-
ments. As | stood watching the
throng of people coming and going,
I chanced to notice in particular a
lady who. entered the place. Her
dress was not the most fashionable
and it was evident from her general
makeup that she was not of the ultra-
swell type that is seen all too often
in the cities. Two or three clerks
were grouped about the end of a
show case as she entered. As she
came through the door, they began
snickering in a manner that would
naturally indicate that they were
greatly amused at the way the lady
was attired. It was with seeming re-
luctance that one of the party ap-
proached the lady to ascertain her
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wants, and during the time she stood
at the counter the others looked on
with increasing merriment. | noticed
that now and then they nudged each
other in the ribs and winked slyly at
the customer, while the one who was
trying (or pretending to try) to
make a sale found it difficult to keep
from laughing aloud. The lady was
not slow in noticing the actions of
the clerks, and after looking over
a few pieces of cloth, left the place
without buying anything. As she
passed out | noticed a look of disgust
on her face.

By this time, my curiosity was
somewhat aroused and | made it a
point to drop into the next store she
entered and look over some articles
at a counter nearby where she stop-
ped. | noticed at once that a dif-
ierent class of clerks were employed
here. There was no giggling or
winking back and forth across the
room. Everybody seemed bent on
giving satisfaction and there was not
the slightest indication anywhere that
the clerks were in a hurry to get rid
of patrons. | watched the move-
ments at the other counter as closely
as possible without making myself
conspicuous, and noted that the lady
felt more at ease here than in the first
place she entered. The clerk was
very attentive and before she left she
purchased $25 worth of merchandise
and paid for it from a fat pocket-book
that indicated prosperity.

Another illustration of the way
things are done may not be out of
place in this article. Two ladies en-
tered a big grocery store in a bust-
ling city a few days ago. They de-
sired to purchase several articles and
were in somewhat of a hurry, as it
was nearly supper time. There were
four or five clerks in the place atthe
time, but only one was busy. He was
waiting on customers, but the rest of
the force was in the rear of the
room conversing with the lady book-
keeper. The two ladies stood pa-
tiently by the counter and waited for
someone to come and inquire re-
garding their wants, but the several
young men seemed too busily en-
gaged to care if customers were
looked after or not. The clerk who
was busy tried to attract their atten-
tion but to no avail, and after wait-
ing several minutes the ladies turned
to leave. Then one of the clerks
came rushing up to ask if they
wanted anything, but they told him
they would call again. It is needless
to say, however, that they never came
back.

Now these illustrations are not in
the least exaggerated. @ They have
been given with careful regard for
the truth, and while it seems strange
that such people are allowed to hold
positions in places of business, it is
nevertheless true that they are to be
met with wherever you go. Without
doubt the management of these
stores is not aware of the existing
state of affairs, but in all business
undertakings it should be the aim of
the guiding head to keep in close
touch with every department and

every person employed. From this
it is easy to see why some people
who enter the store business always
remain clerks. They are fit for noth-
ing better—in fact some are not
qualified to hold any position in a
store.

Notwithstanding all this, it is no
uncommon thing to hear clerks com-
plaining because they do not get
wages enough. They grumble be-
cause they have no opportunities to
advance, instead of trying to make
themselves more agreeable to cus-
tomers and more proficient in the art
of selling goods, in a majority of
cases, the person who everlastingly
kicks because he has no chance to
get up in the world is the one who
does the least to deserve promotion.
There is a general law governing af-
fairs in all lines of business to the
effect that those who deserve reward
shall receive it. Too many clerks are
like the yokels who get buncoed at
country fairs—they want something
for nothing.

But it would seem that merchants
could profit from a better understand-

ing of matters between themselves
and their clerks. While the time will
probably never come when every

store will have none but competent
clerks to look after customers, much
good might come from a free inter-
change of ideas on the matter of
pleasing the people. It is a study
which equals advertising in import-
ance. Raymond H. Merrill.

Excellent Examples of Abuse and
Sarcasm.

A certain advertiser who is now
running a small card in the country
papers of Michigan recently asked a
bucolic publisher to send him dupli-
cates of certain issues which he had
not received, resulting in the follow-
ing response:

“Some two weeks ago | sent you
a bill for $3.60 for advertising in my
paper, to which you have not re-
sponded except by sending a cheap
excuse. | am dead onto your scheme.
Now you have worked me six months
for nothing. It will do you no good
from now on. | printed your adver-
tisement for 26 weeks exactly as con-
tract called for, one in each week. |
don’'t care how much you lie about
the advertisement. It was started on

Dec. 5 and continued to May 29, and
| sent you a paper containing the
advertisement each week. Now |
can not guarantee the delivery of the
paper to your door and engage some-
one to point out the advertisement
to you. | have the files in my office

to show that your advertisement was
run exactly as contract called for. If
I thought you or your firm was worth
the price and had the honor to return
them, | would send you the 26 pa-
pers with the advertisement in each
one if you would return them; but
if you would beat me out of $3.60,
you would also purloin the files. |
refused one advertisement in your
line because | did not want to con-
flict with yours, but had | accepted
it, I would now be considerably ahead
instead of your being six months’
valuable advertising to the good. If
you continue to think it is just the
thing to dead-beat me, do not answer
this, but if you have the least sem-
blance of manhood and desire to do
right, answer this letter, accompany
it with a check or money order for
the amount you certainly owe us—
$3.60—and I will not ask you to re-
new the contract. | thought you
men were all right and have recom-
mended you highly, but it is all off
now.”

The reply the advertiser made to
this letter was as follows:

“Herewith find New York draft for
$360 to pay our account to date.
Kindly receipt and return the en
closed bill.  Your three sheets of
abuse came during my absence from
the city and hardly deserve notice.
We dislike to have the ill will of even
you, but will try to worry along as
we did before you came to our notice.
While we do not ask your good
wishes, we do not merit your abuse.
A man who would write the letter
you did with as little provocation as
you had can have but little respect
for himself and none for decency or
courtesy in correspondence. What
you may think of me or our company
makes but little difference. Where
we are known your opinion won't
hurt, and where you are known it
won’t count. When you write again
try to be a gentleman. The effort
will do you good, even if you don't
succeed.”

Our Carload of

Carrara Paint

has arrived and we can fill orders for No. 104
or any other color promptly,

W orden Q rocer (ompany

Grand Rapids, Mich.



PARENT OF THE TRUSTS.

Organization of the Standard Oil
Combination.

Look at the real nature of this
Standard alliance in 1881. At its
head was the Standard Oil Company
of Ohio, a corporation with a nomi-
nal capital of $3,500,000, which in
seven years has increased by undi-
vided profits to an acknowledged sum
of $35000,000. Now this Standard
Oil Company owned by direct pur-
chase made in 1874, the important
works of Pratt of New York, Lock-
hart of Pittsburg, and Warden of
Philadelphia. These plants, run un-
der their own names, had brought in
large numbers of neighboring plants
—sometimes the purchase had been
complete; often it had been of only
a percentage which was held in the
name of some stockholder of the
Standard concern, the original own-
ers not wanting to sell to the Stand-
ard, and not understanding the re-
lation to that concern of these ap-
parently independent purchasers.
There were a number of companies
not covered by Standard Oil stock
though Standard concerns; that is,
they had been organized under sepa-
rate charters by Standard men, and
were run according to the Rockefel-
ler idea. Such was the Acme Oil
Company of Titusville. In all there
were fourteen companies owned and
controlled entirely by the Standard
group, doing business under separate
names, and having separate legal ex-
istences.

But in this Standard alliance there
were twenty-six other companies,
only a portion of the stock of each
of which was owned by the Standard.
These were companies which it had
been found necessary to control or
influence in order to achieve the great
purpose. In most of these the Stand-
ard owned a majority stock, though
there were a few in which they had
been able so far to secure only a
minority.

The individual holdings in these
forty companies were scattered in
a way most bewildering to an out-
sider. A man may have owned a
large block of the Ohio Standard Oil
Company stock, shares in the United
Pipe Lines, in the Vacuum Oil Com-
pany of Rochester, in the Maverick
Oil Company of Boston, in an oil
producing concern like the Producers’
Consolidated Land and Petroleum
Company, in an oil selling concern
like the Chess Carley Company of
Louisville, in a dozen other compan-
ies. He may have been a director of
the Standard Oil Company, the man-
ager of the Pratt Manufacturing
Company, director in a dozen other
companies, and to the outsider each
of these interests was separate. The
public did not recognize the corpor-
ate value of the man’s holdings. If
he died and his estate was settled up
the real market value of his property
was lost, for there would be only fif-
teen or sixteen men in the world who
appreciated fully its value and would
be eager to secure it. It was appar-
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ent then to the Standard stockholders
for the safety of their own personal
estates, for the sake of their wives
and children, they must get their
property into a more tangible shape.

But how was it to be done? These
forty partnerships and corporations
were scattered over many states. The
United States does not recognize a
federal industrial corporation. Busi-
ness is supposed to be organized un-
der the law of the state in which it
operates. If it overlaps it, it is by
the courtesy of the state into which
it goes. When its operations become
interstate, then the federal govern-
ment has a right to regulate its op-
erations. How unite these widely
spread interests into a compact legal
form?

The answer came only after much
deliberation into which one by one
all the leading men of the company
were brought. Several forms of
agreement were laid before the con-
ferences. Finally one prepared by
the company’s counsel, Mr. S. C. T.
Dodd, who from the first had had
the problem in charge, was presented.
It was the famous trust agreement
—the Parent of the Trusts—and cer-
tainly it is an innocent and candid
looking document to have raised the
bother it has. Briefly stated, this
agreement, accessible to all who wish
to examine it in detail, provided that
in each state where the Standard op-
erated largely, as in Ohio, Pennsyl-
vania, New York, a company should
be organized to be known as the
Standard Oil Company of that state,
and that into it all of the properties
in that state controlled entirely by
the Standard combination should be
placed. Nine trustees were then ap-
pointed, and the stock of each of
these companies was to be turned
over to them, they giving in return
what were called trust certificates to
the individual stockholders.

All of the property held in the
twenty-six companies which were
only partially owned by the Stand-
ard was to be turned over to the
trustees in the same way, and the
owners were to receive trust certifi-
cates. As soon as any one of these
companies came into Standard con-
trol its property was to be conveyed
to the Standard Oil Company of the
state to which it belonged. The
trustees were charged with full con-
trol of the property.

As soon as this agreement had
been adopted, an inventory of the ac-
tual property was made. The inven-
tory was made in the most conserva-
tive way, by practical men familiar
with refineries, pipe lines, and all
kinds of oil property. Every foot of
pipe was measured—every inch of
brickwork was considered. The cost
of laying pipe and bricks, etc., was
not taken into account. Only actual
values were included. It was be-
lieved by those best fitted to know
that the estimate of property result-
ing was under rather than over the
value. It amounted to $56,000,000 in
actual money property and assets.
The new organization was capitalized

at $70,000,000, and at the start its nasium department of the Y. M.
shares sold at 80. C. A.

The agreement which unified the A woman of 81 sued a man of 27
Standarq alliance, made'lt tangible to for breach of promise of marriage.
the public, and safe for its stockhold- She asked for $50000 as salve for
ers, was signed on January 2, 1882. nhor wounded heart, which she insist-
Just ten years before, on January 2, ed peat as fondly in age as in youth.
1872, the Organization of the South The young man said the woman was

Improvement Company had been crazy and the court evidently took
completed—an organization which that view for her suit was dismissed.
had enabled Mr. Rockefeller, in The case is interesting as revealing

three months, to wipe up almost the that there is no immunity from the

entire independent oil interests of darts of love this side the grave.
Cleveland, Ohio, and increase his . ., yjunimmumiiviiiuiinmimun t
da||y reflnlng capacity from 1,500 to «iftiinivEV iV v iy T inviiL
10,000 barrels. It was on this good- «

sized foundation that Mr. Rockefeller
had reared in ten years the Standard

Oil Trust with a capitalization of Torpedo 1
$70,000,000— Ida M. Tarbell in Mc- Canes, 8§
Clure’s. Flags, |
and all qr
A Chip of the Old Block. .
. Celebration!
Wm. Henry Jennings, Jr., was Good
born Sept. 16, 1880, his father being 00as
The largest
the well-known extract salesman line in
Michigan

who has sold goods out of this mar-

ket for upwards of thirty years. His Wﬁgjﬁflsgéffg%ﬂ,

mother is a Rhode Island Yankee. with a complete
. . line of samples.

Mr. Jennings attended the public W y

schools of this city and began his speciarty of

business career selling scissors sharp- Public

eners, traveling with his father. He Exhibitions

then covered the outside trade for
one year for A. Kuppenheimer, after
which he traveled another year for
the Bradley Cigar Co. Deciding to ! tativeson the road.

see something of the world, he made i FRED BRUNDAQE

a three months’ trip to Texas and S 32-34 West\glrrrlwokesgl.e Drlkjllgugsiliggon,Mkh.
Mexico and, on his return to this

city, he enlisted in the Navy. He is
now stationed on the Franklin at
Norfolk, Va., in the capacity of ship
stenographer and correspondence
clerk. He receives and reads all of
the letters written to and by the
seamen on shipboard and drills nine-
ty men at regular intervals. So ef-
ficient is he in his work that he has
received a third promotion since he
enlisted. He is a thorough disciplin-
arian, having served several years
in the local militia and having been
prominently connected with the gym-

and can supply on short notice displays for
any amount.
LET US FIGURE WITH YOU

! Special Notice to the trade: Fred A. Casten-
! nolz and R. F. Strong are my only represen-

Flags
Torpedo Canes
Base Ball Supplies
Hammocks

Complete line of Stationery and
Wrapping Papers

Grand Rapids Stationery Co.
29 N. lonia St., Grand Rapids, Michigan

Qur great prize offer!

In every IS cent package of this
delicious, ready-to-eat breakfast
food is a numbered booklet. In
every one hundred thousand
of these is a booklet for which
we will pay $25, and there
are others for which we pay
$10, $2 and $1. If you will use
this food continually you will be al-
most sure to win some of
these cash prizes.

Voigt Cereal Food Co., Ltd
Grand Rapids, Mich.

( ream Flakes



Around the State

Movements of Merchants.

Carsonville—John A. Miller, baker,
has sold out to C. H. Skeels.

Yermontville—Jas. Fleming has
sold his boot and shoe stock to Chas.
Fleming.

Corunna—Geo. N. Bignall has pur-
chased the boot and shoe stock of
Perry Duffy.

Escanaba—The Delta
Co. has increased its capital
from $50.000 to $100,000.

Detroit—Schrader & Bickel have
purchased the grocery stock and
meat market of Michael Rontain.

Hillsdale—The report that the gro-
cery firm of Briggs & Jones has dis-
solved is denied by both partners.

Detroit—The style of the furniture
and carpet house of John Brushaber
has been changed to J. Brushaber
Sons.

Three Rivers—Solomon Friedman
succeeds Friedman & Co. in the dry
goods business at this place and also
at Mendon.

Cassopolis—H. C. French has re-
moved to South Bend and purchased
an interest in the hardware stock of
A. K. Keltner.

Ithaca—\Ym. D. Iseman has taken
a partner in his dry goods and gro-
cery business under the style of Ise-
man & Barber.

West Bay City—W. E. McKittrick,
formerly buyer for Jay Thompson
& Co., has opened a new grocery
store at this place.

Macon— Cotton Bros, continue the
general merchandise business form-
erly conducted under the style of
the Estate of W. P. Cotton.

Reed City—The sale of the P. P;
Hoonan drug stock to C. E. Arm
strong fell through, owing to the dis-
inclination of the purchaser to com-
plete the deal.

Marquette— Louis Grabower will
take C. W. Hall as partner in his dry
goods business and after July 6 the
business will be conducted under the
style of the Grabower-Hall Co.

Carleton Center—John W. McCon-
nell has sold his general stock to W.
D. Reynolds, formerly engaged in
the grocery business at Coopersville.

Monroe—The Geo. Hurd Co., Lim-
ited, dealer in hay, grain and coal,
and John Wahl, dealer in hay and
grain, have merged their business
under the style of the G. R. Hurd
Co.

Clarksville—L. A. Scoville has sold
his grocery stock to Dr. C. I. Taylor
and W. A. Cummings, who will con-
tinue the business under the style of
Taylor & Cummings. The new firm
will add a dry goods stock.

Barryton—Skelton & Laflin have
purchased the grocery and confec-
tionery stock of Isanhart & Denno
and added it to the stock in their
big store. The latter have engaged
m the real estate business.

Fennville—R. W. Harrold has sold
his drug stock, which he has con-
ducted under the style of E. A. An-
drews & Co., to W. H. Fouch and M.
B. Moore, who will continue the busi-

Hardware
stock
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ness under the style of W. H. Fouch
& Co.

Shepherd—J. Major Lemen has
moved his drug stock into a new
brick block, added eight show cases,
a new soda fountain and fixtures and
now has one of the finest and most
complete stores to be found in this
part of the State.

Onavvay—The Onaway Limestone
Co. has been established with a cap-
ital stock of $100,000. The stock-
holders are E. J. Lobdell, Onaway,
5000 shares; W. L. Churchill, Bay
City. 2,500 shares, and H. D. Church-
ill. Alpena, 2,500 shares.

Traverse City—J. W. Slater, furni-
ture dealer at this place, has pur-
chased the undertaking business of
C. O. Smith, at Thompsonville, and
added lines of furniture, stoves and
house furnishing goods. This makes
three stores owned by Mr. Slater.

Battle Creek—Fred Sterling has
purchased an interest in the depart-
ment store stock of A. E. Poulsen
and will assume the active manage-
ment of the business. Mr. Poulsen
will devote a portion of his time to
the American Stone & Construction
Co.

Alpena— Rogers Bros, who en-
gaged in the elevator business here
two years ago, are preparing to erect
a new elevator, 40x130 feet in dimen-
sions, three stories and basement.
The building will be of brick and
stone and will be completed in time
to take care of the fall business.

\ psilanti—Don Lawrence and Fred
Horner have formed a copartner-
ship under the style of Horner &
Lawrence and will engage in the
clothing, men’s furnishing good,
and shoe business about Sept. 1, tak-
ing the store building now occupied
by Horner Bros, as a shoe store.

Yermontville—Charles Hull has
sold his interest in the drug business
of C. & F. B. Hull to his son, F. B,,
who will continue the business in
his own name. Charles Hull came
to this place in 1866 and has been
engaged in business here continuous-
ly ever since, with the exception of
three months in 1874 while he was
in the West.

Pontiac—Turk Bros, have sold
their crockery stock to Wigg Bros.
Harry E. Wigg has been connected

with the crockery department of
Turk Bros, for the past fourteen
years and has also spent one year
:n the wholesale crockery house of
George Bowman & Co., of Cleve-
land. Osmond Wigg has been with
Church & Linabury, of this city, for
the past seven years, with the ex-
ception of the past year, which was
*pent in the store of Marshall Field
& Co., of Chicago.

Ovid—The shoe and grocery firm
of J. A. & J. A. Rose has dissolved
partnership, the elder member re-
moving to Lansing to engage in
the shoe business with Jos. H. Bur-
ton, formerly of Ovid, but for the
past few years employed in the shoe
department of Newcomb, Endicott &
Co., of Detroit Rose Bros, have
been in partnership at this place for

eighteen years and are the oldest
business firm in town. James A. Rose
will continue the shoe and grocery
business in his own name.

Benton Harbor—Jesse Puterbaugh,
Charles Wm. Weaver and M. j.
Rogan have formed a copartnership
under the style of Puterbaugh, Weav
er & Co. to engage in the clothing
business here about Aug. 15. Mr
Puterbaugh was a member of the
former firm of Hipp, Enders & Puter-
baugh, retiring three years ago on
account of ill health, since which
time he has resided on his farm. Mr.
Weaver has clerked for Enders &
Young eight years. Mr. Rogan is
the well-known traveling representa-
tive for Solomon Bros. & Lempert
The new house will carry lines of
hats, caps and furnishing goods, a,
well as clothing.

Manufacturing Matters.

Carrollton—The capital stock of
the Valley Sugar Co. has been in-
creased from $300,000 to $500,000.

Bronson—The Bronson Neckwear
Co. has been recently established at
this place. Fred D. Jones is at the
head of the new enterprise.

Detroit—The style of the Casket
Hardware Manufacturing Co. has
been changed to the Casket Hard-
ware Manufacturing Co., Limited.

Elk Rapids—The EIk Rapids lIron
Co. has secured the services of E. G.
Rust to succeed H. B. Lewis as gen-
eral manager of its interests at this
place.

Reading—The Reading Creamery
Co. has been formed to engage in
the butter manufacturing business.
It is capitalized at $500 and held in
equal amounts by G. E. Crane, Z. G.
Culver, H. F. Doty and G. E. Tea-
pening.

Hillsdale—The Hillsdale Elgin
Creamery Co. has been organized
with capital of $10,000. The principal
stockholders are Geo. E. Walworth,
5 shares; M. G. Mosher, 10 shares;
C. M. Betts, 10 shares; L. H. Treus-
dorf, 5 shares, and S. H. Smith, 5
shares.

Vicksburg—A new enterprise has
been established at this place under
the style of the Vicksburg Grain Sep-
arator Cleaner Co. The authorized
capital stock is $5,000, held as fol-
lows: Wm. H. Dir, 54 1-6 shares; C.
J. Dir, 54 1-6 shares; L. C. Best,
116 1-3 shares; Geo. W. Rawson,
83 2-3 shares, and Carson Durkee,
191 2-3 shares.

For Gillies’ N. Y. tea, all kinds,
grades and prices, Visner, both phones

ceeo/TAOV/ces

U3Li ecfONSAHO]j
s . /r/CAr/m

WIDDICOMB BLDG.GRAND RAPIDS,
DETROIT OPERA HOUSE BLOCK,DETROIT.

ye fU"IRGtecT io « ~ S Tecck,ms
AND COLLECT ALL OTHERS

Better Than Beefsteak

No
No
No
No
No

Bone
Gristle
Fat
Waste
Spoilage

No Loss

e-----VEGE=MEATO-------

Purely vegetable, of delicious flavor, and sold at

popular prices—15 and 25c per can.
Send for samples and special

to the Retailer.
introductory prices.

Good profit

The M. B. Martin Co., Ltd.
Grand Rapids, Mich.
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The Grocery Market.

Sugars—The raw sugar market
remains practically unchanged from
last week, quotations on 96 deg. test
centrifugals being the same. Refin-
ers were not particularly anxious
buyers, even at quotations, and offer-
ings were only moderate. Importers
are not generally disposed to sell
even at present values, preferring to
store their product and await higher
prices. The refined sugar market
shows considerable activity, there be-
ing quite a good demand and with
the advance of the season demand is
expected to show considerable in-
crease. Arbuckle Bros, have advan-
ced their prices five points, but the
other refiners have made no change
as yet.

Canned Goods—The canned goods
market continues very active, with
numerous enquiries for several lines
Tomatoes are very firm and some
packers are asking an advance of
2j/$c. Sales, however, are small, as
stocks are light and holders are not
at present very anxious sellers. There
is nothing new to report in corn.
There is almost none to be had and
orders have to be turned down for
this reason. Not much regarding the
new crop is known as yet. Peas are
scarce and very firmly held. Con-
siderable interest is displayed in the
new pack in this section of the
country, but little definite information
has been received as yet. There con-
tinues a very good demand for gal-
lon apples from all sources and stocks
will soon be all cleaned up. Three
pound apples are all closed out and
gallons are moving out very fast at
slightly advanced prices. The de-
mand for Michigan pie peaches has
been unusually good the last few
weeks and still continues so that now
there are practically no three pounds
left and gallons are selling at an ad-
vance of about 25c. The pack in
Michigan this coming season will not
be very large. On account of the
short crop, prices will be prohibitive
for canners. Considerable interestis
manifested in the small fruits, which
will be a very short pack this year
and, consequently, bring high prices,

particularly for strawberries and
cherries. The demand for salmon
continues good. The feeling is

strong and so long as demand con-
tinues on the present basis there will
be an upward tendency. The run on
the Columbia River is reported to be
somewhat better now. Sardines are
firmly held, but with no change in
price.

Dried Fruits—Trade in dried fruits
continues very satisfactory for this
season of the year and the general
tendency of prices is rather higher
than otherwise. The present con-
sumptive demand is rapidly reducing
stocks of all lines and it is believed
there will be scarcely enough in some
lines to last the remainder of the sea-
son. On account of the short crop
of the early fruits it is thought there
will continue to be a very good de-
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mand for dried fruits for some time
yet, thus carrying this business later
into the summer season than is usu-
ally the case. Prunes continue in very
good demand at the advance noted
last week. Stocks are moderate and
although the warm weather is at
hand there is no anxiety felt on the
part of holders as they expect to
move all their stock at good prices
before the new crop comes in.
Raisins while not quite as active as
prunes, are moving out very satis-
factorily for this time of the year.
Stocks are not large, but are firmly
held, with no immediate prospects of
any lower prices being made. Apri-
cots are held steadily, but the out-
look now favors a larger crop than
was expected at first and this has a
tendency to reduce the demand.
Peaches are very quiet, with but little
trading done in this line. Stocks,
however, are not large and it is be-
lieved will all go into consumption
before the new crop. Currants show
some improvement in demand and
prices have advanced J*. There is
nothing to be said about figs and
dates, as trade on these articles dur-
ing the warm weather is very light
and the goods are now in cold stor-
age for the summer season. There
continues to be quite a good demand
for evaporated apples, which along
with other articles in the dried fruit
line are having a good trade much
later in the season than usual. Prices
show no change but the tendency is
upward.

Rice—Trade in rice is very good
with quite an active demand from all
sources. Prices are very firmly held.
No new developments were reported
from the South, where attention is
now being given to the growing crop.
While its progress is backward for
this season of the year, it is generally
believed that there will be a moderate
crop to market. There are now only
a few small remaining lots in the
hands of Southern mills and they are
apparently not very anxious to move
them.

Molasses—There is practically no
change in the molasses market. There
is almost no trade at all. Stocks are
limited and are very firmly held, with
dealers very firm in their views and
buyers anticipating higher prices
when they come into the market
again after the warm weather.

Fish—Trade in fish is quite good,
with prices showing an upward ten-

dency, particularly on mackerel,
which has advanced $1 per barrel.
Nuts—Trade in nuts is about as

usual at this season. There is some
business being done in walnuts at
firm prices and almonds also show
some little activity. There is some
enquiry for pecans, but trade is not
very heavy. Peanuts are selling well
at full prices, with no prospect of
any lower quotations.

Rolled Oats— Owing to the strong-
er oat market, rolled oats are ver/
firm and prices have advanced 20c per
barrel, 10c per case on competitive
cases and 20c per case on Banner
oats.

The Produce Market.

Asparagus—50c per doz. bunches

Bananas— Good shipping  stock,
$1.25(3)2.25 per bunch.

Beeswax— Dealers pay 25c for

prime yellow stock.

Beet Greens—50c per bu.

Beets—40c per doz.

Bermuda Onions—$2 per crate.

Butter—The market is steady and
without particular change from a
week ago. Local handlers quote 12
@I13C for packing stock, 14@i5c for
choice and i6@17c for fancy. Fac-
tory creamery is steady at 22c for

choice and 23c for fancy. Receipts
of dairy grades have improved in
quality during the past week.

Cabbage— Mississippi fetches $3.25
per crate; Cairo commands $1.25 per
crate.

Carrots—40c per doz. for new.

Cherries— Sweet, $1.75 per crate of
16 gts.; sour, $1.50 per crate of 16
qgts.

Cocoanuts—$3.75 per sack.

Cucumbers—50c per doz. for home
grown.

Dates— Hallowi, 5J7c; Sairs, s%c

Eggs—The market is stronger and
higher than a week ago, local dealers
paying 13@i4c for case count and
I5@i6c for candled. Receipts ar®
not large and all arrivals are moved
as fast as they come in.

Figs—90c per 10 Ib. box of Cali-
fornia.

Green Onions—12c per doz. for sil
ver skins.

Green Peas—$1.25 per bu. for home
grown.

Honey—White stock is in moder-
ate supply at 15@i6c. Amber is ac-
tive at 13@i4c and dark is moving
freely on the basis of 12@i3c.

Lemons— Messinas  range from
$4-50@5- Californias command $3.75
@4-25-

Lettuce— Leaf, 6¢ per tb.; head, 10c
per tb.

Maple Sugar—ioj~c per th.

Maple Syrup—$l per gal. for fancy

Nuts— Butternuts, 50c; walnuts,
50c; hickory nuts, $2.35 per bu.

Onions— Louisianas in 65 tb. sacks,
$2.
$2.50@2.75. Navels, $3-50@4 for fan-
cy. Mediterranean Sweets, $3@3-25.

Oranges — California  Seedlings,

Pieplant—$L per 50 Ib. box.

Pineapples— Cubans command $2.25
per crate of 24s or 30s. Floridas
fetch $2.50 per crate.

Plants— Cabbage, 75c per box of
200; tomato, 75¢ per box of 200;
sweet potato, 90c per box of 200.

Potatoes—New have advanced to
Si.85 per bu. Old stock is higher and
stronger, country buyers having ad-
vanced their paying prices to 60@
65c.

Poultry— Dealers now confine then-
purchases to live fowls on about the
following basis: Spring broilers.
20@22c; yearling chickens, 9@ioc;
old fowls, 8@gc; white spring ducks.
12/2@i5c; old turkeys, 9@ric; nes-
ter squabs, $1.75 per doz.; pigeon.,,
50c per doz.

Radishes— China Rose, 15¢c per
doz.; Chartiers, 14c; round, 12c.
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Spinach—50c per bu. for spring
stock.

Strawberries—$i@i.20 per 16 qt.

crate.
well.
Tomatoes—3$3 per 6 basket crate.
Wax Beans— Have advanced
$2.50 per bu. box.

The members of the Grand Rapids
Retail Grocers’ Association, at their
regular meeting Monday evening, de
cided to close their stores all day
July 4, the experience on Decoration
day having convinced most of the
grocers that there is no money in
keeping open on a holiday when it
comes on Saturday. The meeting
was well attended and the pro-
gramme announced in the daily pa-
pers was carried out.

The local crop is holding out

to

Grant—The business men of this
place and vicinity have organized a
stock company to engage in the can-
ning business and will erect a $7,000
factory, which will be completed in
about forty days and will furnish em-
ployment to about one hundred per-
sons.

P. Doyle, whose store building was
destroyed during the recent fire at
Boyne Falls, was in town last Mon-
day and purchased a new grocery
stock of the Clark-Jewell-Wells Co.
and a new dry goods stock of the
Grand Rapids Dry Goods Co.

Wilbur Burns, who owns forty
acres of land on Crystal Lake, is
platting ten acres of it into resort
elots, opposite Beulah, and is erecting
a summer cottage for himself. He
has also purchased a one-half interest
in a steam yacht.

C. C. Follmer of C. C. Follmer & Co.
and the Follmer & Stowe Co., Ltd.,
has been elected President of the
Bank of Northern Colorado at Wind-
sor, Colo. The Cashier is C. S. Har-
ley, a former Grand Rapids boy.

Evert J. Zevalkink, dealer in dry
goods and groceries at 182 Butter-
worth avenue, has sold a half interest
in the stock to John Ampoelink. The
new firm will be known as Evert J.
Zevalkink & Co.

Taylor & Cummings, who recently
purchased the L. A. Scoville grocery
stock at Clarksville, has added a
line of dry goods. P. Steketee &
Sons furnished the stock.

Jurgens & Nylaan is the style un-
der which the jewelry and bazaar
business of Ede Nylaan, at 277
Grandville avenue, will be continued.

The capital stock of the Michigan
Stove & Caster Co. has been in-
creased from $50,000 to $100,000.

LaSalle—S. P. Tinsman has pur-
chased the cheese factory here from
Charles E. Kirby.

PILES CURED

DR. WILLARD M. BURLESON
Rectal Specialist
103 Monroe Street Grand Rapids, Mich.
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GUESS WORK.

Unable To | ocate Weak Places in

the Store.

How many of you grocers know
the inventory value of your stock, or
at least know what the value was
within six months?

How many of you know what your
delivery service costs and what pro-
portion of the total expense of the
business it represents?

How many of you know how much
money you lose in a year from goods
that go bad on you—goods that you
can not throw back on the jobber?

How many of you know how much
money you are worth at the present
minute?

How many of you who maintain
different departments, such as tobac-
co, candy or liquor, know whether
each department is paying or not;
and if so, how much?

| am not a rich man, but | will bet
$10,000 that not one grocer out of a
thousand can answer all of these
questions definitely.

These questions are not unusual
or radical in any way. Any grocer
ought to be able to answer them.
Every grocer must be able to answer
them if he is to understand the con-
dition of his own business.

T had a long talk with a grocer and
general storekeeper the other day.
He has a good store in a city of
12.000. He is passed for a prosper-
ous man—owns some property in the
place, some railroad stock, keeps a
couple of horses, has a son at col-
lege and gives all the outward marks
of being well-to-do.

I congratulated him the other day
on the fact that he had never seemed
to have any trouble to .get along. His
business went  ahead, seemingly
without much pushing, and he always
seemed to have plenty of money to
do what he pleased with.

He received my congratulations un-
enthusiastically.

“Oh. | don't know,” he said, “I do
not believe | am making any money.”

“Don’t believe!” | repeated; “why,

don't you know whether you are
making any or not?”
“No,” he answered, “I do not, to

tell the truth. | never seem to have
any surplus. The business goes on.
T draw out what money | need every
week, but to save my sou! | do not
know whether | am taking away cap-
ital or profits. Sometimes | think
my system is wrong.”

“Wrong!” | ejaculated, “well, you
can just bet it is wrong! You can
thank your lucky stars, old man, that
you are not bankrupt. It is only be-
cause you have done a good business
that you are not.

“How often do you take stock?”
| asked.

“Never took it since
in business,” he replied.

“Great Jehoshaphat!” said 1. “You

I have been

are certainly a wonder! Why don't
you take stock?”
“Oh, what's the use? It is a lot of

trouble, particularly when you have
as big a stock as | have, and | can
not see any substantial benefit from
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it. So long as the business keeps
above water I know | am all right.”

“But you yourself admitted only
five minutes ago,” | said, “that you
did not know whether it was above
water or not. | will tell you what
I will do,” I continued, “l will bet
you a good dinner that if you would
rout through your stock you would
find at least $2,000 worth of stuff
pushed to the background—the accu-
mulation of years—odds and ends in
corners, all of which represents
locked-up profit. If you had taken
stock regularly, that stuff would not
have piled up. You would have found
a case of this or that and would have
brought it out and worked it off. As
it is now, | will bet your cellar is
loaded to the muzzle 1 with old stuff
and every other corner of your store,
too.”

He smiled a sheepish smile and |
knew 1 had hit him all right.

“1 will tell you what is the truth,”
I went on; “you will wake up some
morning and find yourself in bad
shape. You live pretty well; your ex-
penses are heavy—how do you know
they are not heavier than the busi-
ness can stand? You can not tell
so long as you are going along as
you are now. Are there not any
weak places in your business at all—
are all your departments paying?”

“l guess so,” he answered.

“You guess so!” | said. “Do you
mean that you do not know?”

“l believe they are,” he said eva-
sively.

“Do you know at the present min-
ute whether your shoe department
made or lost money last year?” |
pursued.

“No,” he said, and he had to make
the same answer as | went over the
whole store and took the depart-
ments one by one. He *“thought”
most of them were paying, if not
all, but he could not tell which.

“My dear man,” | said, “you are
doing business with your eyes shut,
and it is only by good luck that you
have not stubbed your toe long ago.
I will tell you what is probably the
matter here. Some of your depart-
ments are paying and some are not.
The good ones are carrying the poor
ones, and it is a heavy load. All this
you would find out if you systema-
tized the business, and you could then
use the necessary remedy— either cut
out the unprofitable spots or give
them an extra boost and make them
pay.”

The grocer chewed his mustache
and sat in ruminative silence. He
is a type of business man that is con-
tinually hovering over thin ice. He
is doing a good business, at a profit,
yet he never seems to move ahead.—
Stroller in Grocery World.

Government by Consent.

The Englishman—1 understand
you Americans elect all your rulers
by ballot.

The American—Yes; all but our
wives.

A young man sometimes gets a
plump refusal from a slender girl.

Statement of Condition of Grand
Rapids Banks.

Comparisons can not be made be-
tween the bank statements just pub-
lished and those of April 9 or of
June a year ago, for the reason that
upon both these occasions the State
banks were passed. The best com-
parison under the circumstances is

with the statements of Nov. 25,
1902, representing practically six
months’ business. There were five

National and four State banks then
with a total capital of $2,650,000; now
there are five National and five State
banks, with a total capitalization of
$2,850,000. The new State banks’ en-
tire capitalization has not yet been
paid in, but the capitalization may
be put down as given. To this total
may be added $200,000, representing
the capitalization of the Michigan
Trust Company, making the aggre-
gate bank capital $3,050,000.

The loans and discounts in No-
vember were $15,117,576,77; now
they are $15,477,350.91, an increase of
about $360,000. The stocks, bonds
and mortgages then were $3,843-
383.39, and now are $3,998,626.98, an
increase of $155,000. The National
banks in November carried $1,429,-
81250 in Government bonds and
$923,000 circulation; now they have
$2,367,115.76 bonds and $1,796,450 cir-
culation, an increase of $938,000 in
bonds and $873,000 in circulation.
The quick assets, that is, due from
reserve and other banks, cash and
cash items in November were $3-
842,411.03; now they are $4,009,074.50,
an increase of $156,500.

The surplus and undivided profits
in November were $1,195,605.20; now
they are $1,236,136.24, an increase of
$40,500. The commercial deposits
then were $6,754,300.34; now they are
$7,297,297.05, an increase of $543,000.
The certificates and savings were
$11,322,609.93; now they are $11,274,-
'61.48, a decrease of $48500. This
decrease is caused by a slump in the
certificates carried by the National
banks amounting to $212,000. The
savings banks show an increase of
$165,000. The total deposits in No-
vember were $20,122,821.78; now they

are $20,715,971.72, an increase of
$593,000.

Since the April 9 statement the Old
National Bank has increased its

Government bond holdings by $400,-
000 and now has $800,000 circulation,
the full amount of its capital stock
and all that it can take out under
the law. The Fourth and Fifth Na-
tionals have hit their limits of $300,-
000 and $100,000 respectively. The
National City could take out $250,000
more than it is now carrying and
the Grand Rapids National could add
$150,000 to its line.

Some natural interest was taken
in banking circles to the first state-
ment of the Commercial Savings
Bank, the latest addition to the local
list. The Commercial Savings began
business May 4 and the statement
covers about five weeks’ business.
Its loans and discounts are $264,-
059.81; bonds, mortgages, etc., $7,000;

commercial deposits $107,063.13; sav-
ings and certificates $94,207.81 and
total deposits $226,619.88. This may
be regarded as an excellent showing.
The State Bank of Michigan, begin-
ning business June 25, 1892, had
$268,246.16 loans and discounts on
Sept. 30, or three months afterward,
and its total deposits on that date
were $193,615.49. The Peoples Sav-
ings Bank, opening Dec. 23, 1890, did
not reach $200,000 total deposits un-
til July, 1892, or a year and a half
later, and it was a full year before its
loans and discounts reached $250,000.
In view of these comparisons the
new bank has no occasion to be
ashamed of its first showing.

The banks are carrying a larger
amount of ready cash on hand than
usual. The total cash and cash items
is  $1,572,890.67, which is $260,000
more than in November, and $130,000
more than in February. No bank
statement issued shows such a total
as now carried. The reason for this
probably is that the banks have been
getting in shape to handle the fruit
crops, which will be coming on very
rapidly now. It is, of course, the
peach crop that calls for the big wads
of greenbacks, but the small fruits
and berries and the garden truck
make an appreciable difference in the
volume of business.

The Kent Savings Bank has long
had a big lead over the other State
banks in the matter of deposits, but
the June 9 statement shows that the
State Bank of Michigan is giving it
a close run. The Kent's total de-
posits was $2,584,864.38, while the
State Bank’s was only $61,000 be-
hind. This is the nearest approach
the Kent has yet had to being head-
ed. Among the Nationals, the Old
still maintains its lead over all rivals.
If the individual deposits and cer-
tificates, representing in a large de-
gree the purely local business, be
considered alone, the OIld National
has $3,610,056.36; the National City
comes second with $1,772,568.04, then
the Fourth National with $1,724,-
494.84 and the Grand Rapids National
with  $1,634,051.86. In totals the
Fourth comes second on the list, its
big line of country bank deposits
and $450,000 Government deposits
swelling its average.

The Drug Market.

Opium—On account of lack of de-
mand, is weak and declining, al-
though very firm in primary market.

Quinine—Is weak. Much depends
upon the bark sale at Amsterdam on
the 18th inst. as to the future of the
market.

Cocaine—Is very firm. An ad-
vance is probable.

Haarlem Oil—Owing to competi-
tion among manufacturers, has de-
clined.

Rochelle Salts—Have been ad-

vanced by manufacturers.
Seidlitz Powder— Is also higher.
Gum Camphor—Is very firm. An
advance is looked for.

It is the silent man that is usually
worth listening to.



ASSOCIATED EFFORT.

It Has Benefited the Retail
Grocer.*

How

Organization is the result of prog-
ress. When the country was new
competition was not so strong, but
as we progress population increases
and competition becomes fiercer
consequently evils creep in and sur-
round our business and it is to sup-
press and wipe out, if possible, these
evils there are calls for organization;
you know as well as | that, as indi-
viduals, we can accomplish little, bu*
as an organization of retail grocers,
working harmoniously together, ask-
ing only for that which is right and
.ust and fighting courageously on un-
til we gain our point, great benefits
will be the result. Our business will
be put on a better paying basis and
enable us to lay up a competency for
old age, which is sure to come to the
retail grocer if he sticks to it. You
can not all trade horses, so it looks
as though you would have to stick.
After reading the constitution and
by-laws of the Retail Grocers’ Asso-
ciation, you will see that the objects
of the Association are well directed.
Object No. 2, which reads to foster
acquaintanceship, is to my mind a
great benefit for getting to know
each other, promotes good fellowship
and drives out the greatest serpent
the human mind is possessed of, jeal-
ousy. How often you have seen two
competitors in the same neighbo--
hood go along for years, not on the
best of terms, when finally they are
induced to join the grocers’ associa-
tion. The result is as they come to
know each other better and under-
stand each other, they stop price cut-
ting, close up their stores at the same
time, observe the Sabbath and Na-
tional holidays, get to be fast friends
and are sorry they had not known
each other better long ago. This is
another great benefit of organization
The cost of belonging to this Asso-
ciation is nominal and should not
keep out any grocer, and | do not
think it does, but some say they do
not have time to attend the meet-
ings. Take the time, brother. You
know the man who kicks because he
is taxed to death and declares the
Government is going to pieces and
politics are rotten, still never goes
to the caucus to nominate good men
for office, neglects his civic duty and
is unworthy of being called a good
citizen. | say a grocer who Kkicks
about the evils surrounding his busi-
ness and does not join this Associa-
tion and take an active part in pro-
tecting his business, but stands in
the rear and criticises and declares
there is no benefit in organization,
while he may have been successful
in the past, he will find in the fu-
ture that his business is slipping
away. Just as though weeds grow
and crowd out the flowers, so the
evils will grow and crush out our
business. To those gentlemen who
are not members, | say, join us and
help get the benefits, for you know

+ Address by FredJ. Ferguson at last meeting of
Grand Rapids Retail Grocers* Association.
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in union there is strength. United we
stand, divided we fall.

What are the evils? | will mention
a few of the many: First, the huck-
ster stealing your business without
standing his portion of the burdens
imposed on the merchant; second,
the credit business, which is a hard
problem to solve; third, the whole-
sale merchant infringing on our le-
gitimate retail trade. These are a
tew of the many evils. What bene-
fits have we derived from this Asso-
ciation? | will name a few: First,
the huckster pays $25 license, where
formerly he paid practically nothing;
second, the credit business has been
cut down by advising our members
to be more careful and to become
members of the Commercial Credit
Co.; third, the wholesale merchant
has been requested not to retail
goods and | think they live up to
their promises, as a rule. These are
a few of the many benefits, time and
space not allowing me to talk longer
on this part of the subject.

There are benefits to be derived
from organization in an educational
way, for show me a man who be-

longs to this Association, and attends
the meetings regularly, who will say
he does not learn something by
meeting and talking over with his
brother grocer things pertaining to
his business. We have two meetings
a month and | look forward to these
meetings with pleasure. After the
business part of the programme, we
have an open meeting for the discus-
sion of things for the good of the As-
sociation and our business, and you
can not help but learn and get next
to some things you had not known
before from such men as J. Geo.
Lehman, B. S. Harris and F. J. Dyk,
old members of this Association who
have made a success of the grocery
business and are not slow in giving
to us younger members the benefit
of their experience. They arc men
of good morals and sound judgment
and | think 1 voice the sentiment
of this Association when 1 say they
are invaluable to us and long may
they live to counsel and advise us.
Another benefit of this Association
is the food and industrial show given
last April and which we inttnd giv-
ing next year. It was a benefit to

every grocer by increasing the sale
of goods exhibited. It was a benefit
to the public, our customers, by edu-
cating them up to the standard of
pure foods and the Association got
richer by $34849. A great success
crowned our first effort. 1 have not
forgotten some funny things that
happened at that show: Homer Klap
making announcements of another
cake walk by request at a turn to
be done by the comedians in his
earnest, convincing manner still rings
in my ears, and the city salesmen
digging down in their pockets for
money to vote for the most popular
lady clerk was very amusing. When
Frank Rathbun got his money ready
to vote for his candidate he got his
mouth open five minutes to eleven
and never closed it until time was
called and forgot to tell which girl
he wanted to vote for. Frank take
some gum the next time and keep
your jaws limber, so you can talk.
I thought you had the lockjaw. John
Witters’ and Frank Merrill's goo-goo
eyes at the lady demonstrators made
me think that they had better bring
their wives next time to take care
of them. Another funny thing that
happened was Fred Ferguson win-
ning the vote on the most popular
grocer, but it is expensive to be pop-
ular. | had to give a supper to the
defeated candidates. It took place
at my house and when that bunch
got squared away to eat | thought
they would put me out of business,
but I enjoyed it and, as the years
roll by, the happy evening spent to-
gether will be a pleasant memory
of thé past, and | hope it will not be
the last.

The social benefits of this organi-
zation which serve to bring us to-
gether for recreation and a good time
are the annual picnic, the half hol-
iday during July and August and the
annual banquet. All who have at-
tended these social affairs look for-
ward to them as very happy times.
Just think of picnic day, going to
Grand Haven, meeting brother gro-
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cers from Jackson and Kalamazoo,
leaving behind the huckster yelling
berries 5 cents a quart, when you
are asking 10 cents a quart; also the
chronic kicking customer and all the
rest of your troubles and having a
royal good time coming home, feel-
ing tired but glad you went, because

| you had recreation and you are bet-

ter fitted for the duties of the com-
ing days. Don’t forget the half holi-
day commencing the second Thurs-
day in July, with horse races down
on the programme. What a time
Bill Andre will have trying to beat
Fred Ferguson to get even on the
race last winter, and the novelty race
will be worth going miles to see, for
if the boys and horses get out alive
it will be a miracle.

The last annual
fresh in our minds. It was well at-
tended and enjoyed by all. The fea-
ture of the evening was radical, Dan
Viergiever alias officer O’Hollihan,
collecting the fines imposed by
Toast Master Klap. The boys paid
up because they had to. You all
know Dan is a good collector and
when he comes after you and gives
you the strong arm you will know
there is something doing, so don't
be slow, boys; settle or move out.

The benefits of organization is a
subject which has a broad field to
talk upon. | might go on indefinite-
ly, but as my time is up I will close
my address by making an appeal to
the grocers who are not members
to join us and to those who are
members to attend the meetings
more regularly and take an active
part in trying to get the benefits this
Association can get if we have the
majority with us.

banquet is still

The Indiana union coal miners who
quit because a driver was discharged
for beating a mule have returned to
work. The committee appointed to
investigate the matter found that the
allegations against the union driver
were sustained by the facts. The re-
sult is a complete victory for the
mule.

When You See This Trade Mark

on a Base Ball, Glove, Mitt, or any other article in the Athletic Goods line
you will know that it is by about 20 per cent, the best value on the market.
The D. & M. line of Base Ball Goods, Tennis Goods, Foot Ball Goods,
Boxing Gloves, Striking Bags is the most up-to-date to be had. They sell

on their present merit rather than their past reputation.
the progressive, money-making merchant to tie to.

ple books of base ball uniforms.

Itis the line for
Get catalogue and sam-

W. B. Jarvis Co., Limited

Distributors for Michigan and Indiana
45 rionroe St., Grand Rapids, Mich.
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?Iease

STATE OF MICHIGAN j
County of Kent |

John DeBoer, being duly sworn, de-
poses and says as follows:

I am pressman in the office of the
Tradesman Company and have charge
of the presses and folding machine in
that establishment. | printed and
folded 7,000 copies of the issue of
June io, 1903, and saw the edition
mailed in the usual manner. And
further deponent saith not.

John DeBoer.

Sworn and subscribed before me, a
notary public in and for said county,
the thirteenth day of June, 1903.

Henry B. Fairchild.
Notary Public in and for Kent coun-
ty, Mich.

DIGESTION AND DIET.

While science is teaching us how
to use steam, electricity, mechanism
and chemistry in the various proc-
esses of our daily business, so that
economic science is being taught in
our universities to the disregard of
many other matters once considered
of great importance, we find that
our science has been grossly neglect-
ful in teaching people how and what
to eat.

It seems ridiculous, in the opinion
of many persons to make such a
statement. They are ready to say:
“We know how and what to eat well
enough. The only care we have is
to get what we want.”

This is not at all to be disputed,
but, nevertheless, the fact remains
that human beings eat and drink with
little care for health, and this is
largely due to ignorance, although
not entirely so. It is commonly held
that gout, Bright's disease, the va-
rious forms of dyspepsia and dis-
eases growing out of derangement
of the digestive organs are primarily
due to improper eating.

The processes of digestion, which
are but little understood, are ex-
tremely complicated. They include
every act that takes place in the liv-
ing body from the moment food is
put into the mouth until it is con-
verted into the various bones, mus-
cles, nerves and other tissues that
make up the structure of a living
creature. By what wonderful chem-
istry and other processes of conver-
sion a quantity of apparently inert
matter is changed into all the parts

1

;tilled waters.
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and organs of a most elaborate ani-
mal mechanism, with their multifa-
rious and peculiar functions, is en-
tirely beyond the reach of our discov-
eries; nevertheless, physiology has
taught us something, and it should
give us a great deal more.

Among the facts that have been
made known to us are that the food
of the human race necessary to main-
tain it in ordinary life and vigor has
been classified under three heads—
proteid or albuminous, such as meat,
eggs, casein of milk, gluten of bread
and various vegetable proteids; car-
bohydrates, as sugar and the starches
of cereals, and fats, including those
of both animal and vegetable origin.
The proteids are characterized by
containing nitrogen, while the fats
and carbohydrates contain only car-
bon, hydrogen and oxygen.

These are not all the substances
that go to make up the structure
and material of the body. There is
required a great deal of earthy mat-
ter, chiefly lime, to make up the bony
frame, and this is obtained from wa-
ter that contains mineral matter in
solution, from most of the vegetables
and from animal food. Of course,
there is no lime in cistern or dis-
Moreover, there is a
quantity of phosphorus, some sul-
phur, a little iron and other minerals

what are these substances and what
is the quantity or proportion of each,
but by no process of science known
to us can be recompounded those
bodies into a beefsteak. There are
forces at work in the animal body
and also in the living vegetable that
have the power to select from the
food in their reach whatever they re-
quire, and to reject that which they
do not need, and these processes
can not be performed by any other
means known.

Here come in several considera-
tions which are not given the atten-
tion they deserve. The various food-
stuffs must be masticated and car-
ried through all the processes of di-
gestion before the various organs
and parts which are to be replaced
can select and appropriate their re-
spective shares of the supply. The
thoroughness with which foods are
digested and utilized in the body
must therefore count for a great
deal in determining their dietetic or
nutritive value. Moreover, it is easy
to see how an excess of any sort of
food will inflict extra work if no
other injury to the system.

According to the physiologists, an
excess of proteid food will give rise
to a large proportion of nitrogenous
waste matter, which, floating through
the system prior to excretion, may

which are extracted by nature’s won- jby acting on the nervous system and

derful chemistry from various food
substances.

The human body, when once
brought to a state of maturity in
health and vigor, does not remain
so. but is constantly being worn out.
Every part of it suffers more or less
loss, and in the process parts of tis-
sues and organs actually disappear,
and serious consequences would en-
sue but for the fact that all the parts
so lost through wear and tear are
replaced out of food taken into the
body. This daily loss and replace-
ment go on without ceasing as long
as the subject is in a state of health.

Of course, nature knows how to
elaborate and select out of the mate-
rial presented just what is required
to repair every loss. Proteid foods
have a particular function to per-
form. viz., to supply the waste of
proteid matter from the active tis-
sues of the body, and this function
can be performed only by the proteid
foods, hence the later are essential
foodstuffs without which the body
can not long survive. Fats and car-
bohydrates, on the other hand, are
mainly of value for the energy they
yield on oxidation, that is to say, the
fats and sugar are burned up, per-
forming two purposes, one of which
is to sustain the normal degree of
animal heat, and the other is to furn-
ish carbon, which is a very large
constituent of the body.

It is plain that there are processes
at work in the replacement of the
lost atoms of the body that are more
than mechanical or chemical. We
can separate a beefsteak into all the
proximate principles or into the ele-
mentary substances of which it is
compounded, and know precisely

other parts of the body produce dis-
agreeable results. A mere excess of

food, even of the non-nitrogenous

variety, must entail a large amount
of unnecessary work, thereby using
up a proportional amount of energy
for its own disposal, since once intro-
duced into the body it must be di-
gested and absorbed, otherwise itun-
dergoes fermentation and putrefac-
tion in the stomach and intestines,
causing countless troubles. When
absorbed in quantities beyond the
real needs of the body, it may be
temporarily deposited as fat in quan-
tities beyond the limits of health and
comfort.

Pension Commissioner Ware re-
cently received an application for a
pension from a civil war veteran re-
markable for its display of frankness.
When requested to specify the cir-
cumstances under which he incurred
physical disabilities he sent the fol-
lowing detailed explanation: “The
way | got my war ingery was a
ketchin of a hog. The hog war a
sow hog and our captain wanted her
for forege. He was chosen the sow
and she crawled threw a hoal in a
rale fence. It war a big hoal and |
thot | war about the sis of the hog
and tried to crawl threw, but | stuk
and trin’ to wigle out | throde the
poles off and one hit me on my hed
and nocked me senseless. | do not
think the sow pig had nothing to
do with my line of duty, for 1| did
not kech the hog. Wich she never
war caut.” Mr. Ware is of opinion
that such candor as this should en
title the writer to unusual considera-
tion.

Positive, bet; comparative, better
superlative, better not.

HOW WOMEN CARRY MONEY.

Women have a constant fear of
being robbed of their money and as
1a consequence exercise their ingenu-
ity in discovering places in which
they can conceal it about their per-
son in places where a thief would
never think of looking for it.

The most common place for a wo-
man to carry greenbacks is in her
stockings. Since the days when Eve’s
daughters began to wear this article
of dress it has been a favorite safe
deposit vault. It is safe to say that
three out of every ten shoppers in a
city store will have a little roll of
money tucked away in her stocking,
and when she decides to make a
large purchase she will seek a se-
cluded spot and dive down for the
money.

When a woman is calling she usu-
ally carries a little change in her card-
case, especially if she is obliged to
ride on the street cars. If she is
traveling she wears a tiny chamois
skin bag about her neck for the pur-
pose of safeguarding her money and
jewels. The glove is a favorite place
for carrying money, especially on
Sunday, when the hands are busy
taking care of the prayer-book and
the train of a Sunday-go-to-meeting
gown. The little space between the
glove and the palm of the hand holds
just enough for the offering and car
fare. The schoolgirl carries her
change wrapped up in the corner of
her handkerchief. There it remains
until noontime or recess, when she
unties the knot and buys her lunch,
candy, chewing gum or a lead pencil.

Now that the sleeves resemble
nothing so much as a good sized
satchel they are used for carrying
money tied up in handkerchiefs. The
full-front shirt waist is a convenient
hiding place for money and other
feminine belongings. A petticoat
pocket often is used by women for
their valuables. They know this
pocket is an impossible thing to find
and would as soon think of having
the garment made without a band as
without a pocket.

Many girls wear little finger purses
and tiny silver bags suspended from
chains to carry their change. A
bracelet purse of leather or silver is
worn by the fad-loving maiden, but
no one would ever suspect that there
was money in it. Perhaps the girl
who carries her car fare in her mouth
is the least common of all but she
exists.

When a member of a naval crew
exposes himself to contagious dis-
ease such as small-pox, it is custom-
ary, it seems, to shave his entire
body, as a sanitary precaution. This
is the reply of the officers of the bat-
tleship lowa who are threatened by
Arthur B. Weetkamp with a suit for
damages because he was treated to
this process. Weetkamp went ashore
at Montevideo, Uruguay, where
small-pox was epidemic, and did not
return for several days, and is now
awaiting sentence under court mar-
tial findings. He insists that the
shaving was an outrage and he is
especially aggrieved because the
naval barbers cut him in several
places. Shaving at sea is apt to be
rather rough at times.



COMMERCIAL PROGRESS.
In the Contemporary Review of

June appears an article on “The
Trade of Great Nations,” in which
the writer expresses the singular

opinion that “in the case of nations
which are not living upon their capi
tal a comparison of the total trade
(foreign) vyields the best evidence of
commercial progression.” This is
the Cobdenite view, but it ought not
to be difficult to prove its fallacious-
ness. If it were sound it would have
the remarkable effect of discrediting
the figures of production and con-
sumption, which have hitherto been
regarded as the most trustworthy
guides in determining commercial
progress.

Unless it be assumed that no trad-
ing other than that between foreign
nations is to be considered com
merce, than the volume of production
must be accepted as the gauge for
measuring its extent. Mark Warren,
the writer of the article in the Con-
temporary Review, does not narrow
his definition of commerce to the
extent suggested in set terms, but
the figures he uses are, in every in-

stance but one, those of foreign
trade, and it is from these that he
draws the conclusion that Great

Britain still holds the record as the
most progressive commercial nation
on the globe.

In the one case in which Mr. War-
ren departs from his rule of consid-
ering external trade as the only trade
which deserves the name of com
merce he makes the blunder of com-
paring the aggregate of the trade o.
Great Britain and her dependencies
with the foreign trade of the United
States and other nations. Obviously,
a comparison of this character must
be wholly misleading. If for pur-
poses of making a record the domes-
tic interchange of the constituent
parts of the British empire is to be
taken into consideration, the inter
nal trade of other countries ouglt
to be treated in the same way. It is
true that the political subdivisions
of the American Union are united in
closer bonds than those of the Brit
ish empire, but that does not alter
the nature of the commerce of the
former or make it less profitable
than that of the latter. The trade
between the people of New York
and those of California is fully as
valuable, volume for volume, as that
between New York and England, or
California and France.

It is astonishing that it should be
so difficult for some people to realize
that this is the case and that the re
moteness of peoples from each other
or the fact that they live under dif-
ferent forms of government does
not enhance the value of their ex-
changes or make the commerce be-
tween them more important than
that which goes on between men who
may live next door to each other. If
John Jones digs copper ore out of a
mine in Houghton county in this
State and sends it to Baltimore to
be smelted, and employs the money
he receives for it in buying Mich*
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gan or Pennsylvania products, the
trading transactions are fully as im-
portant, commercially, as if Mr.
Jones shipped his ore to Swansea.
Indeed, they are more important in
one sense because they are likely to
be more profitable, for the nearer
people who trade in things are to the
base of production the less they
waste in the process of bringing pro-
ducer and consumer together, which
is the prime object of commerce.

Under the circumstances, we may
well take issue with Mr. Warren’s
assumption that the tables of foreign
trade are the best evidence of com-
mercial progression. The proof of
that is to be sought elsewhere. It
will be found in the facts which bear
upon the productive development of
a nation and in a study of their re-
sults. Primarily, it must be sought
for in production. The nation which
produces most has, undoubtedly, the
most to sell, and those who sell the
most in the nature of things buy the
most, and the sum of the two, of the
buying and the selling, tells the story
of the extent of their trade.

It is impossible to successfully
deny the soundness of this assump-
tion. To do so would involve the
person making the attempt in a
maze of contradictions. If Mr. War
ren asserts that Great Britain has
made greater commercial progrés-:
than the United States because Brit-
ish imports are larger in volume than
those of this country, his assertion
will be met with the rejoinder that
we do not buy so much abroad be-
cause our productivity enables us to
obtain at home much which the Brit
ish are compelled to obtain in for-
eign markets. Great Britain is an
importer on a vast scale of raw cot-
ton, iron ores, copper and foodstuffs.
All these things, however, are pro-
duced in large quantities within our
borders, but they are nevertheless
bought and sold, and the act of buy-
ing and selling constitutes as active
a commerce as that which British
purchases from Americans or other
peoples foreign to them represent.

The real test of commercial prog-
ress must be sought, as we have
said, in the statistics of production.
If production is on a large scale it
may be assumed with certainty that
buying and selling and transportation
will have large proportions. Meas-
ured in this way, our commerce may
be said to be moving with “seven
leagued boots.” In 1880 the total
capital invested in manufactures in
the United States was $2,790,000.000,
and the output of our factories was
valued at $5369,000,000; now the
capital invested is $10,000,000,000 and
the value of factory products is over
$15,000,000,000. In 1880 we made
3.000.000 tons of pig iron; now we
produce 17.500,000 tons annually, and
that tremendous quantity does not
satisfy the omnivorous demand of
the American people, nearly 1,000.-
000 tons additional being annually
imported to meet our wants.

Rev. Andrew Jones, who claims to
be the champion negro prophet of

the world, and who asserts that he
predicted the Charleston earthquake,
the Johnstown floods, the St. Louis
cyclone, the coal strike, the New
York earthquake and a number of
other horrors from five weeks to
five years before they occurred, has
bobbed up in Philadelphia with new
visions of calamity. This is his
dream: “There’ going to be a food
famine—fearful, terrible and every-
body's going to starve. Peary Mor-
gan, Johnny Rockefeller, Andy Car-
negie and all those fellows are going
to have their pockets full and their
stomachs empty.Money won’'t be any
good and millionaires will be offering
automobiles and brownstone houses
for ham sandwiches and nobody will
be able to take them up. Oh, I tell
you, it's going to be awful.”

The Russian press manifests sor-
rowful concern because the Ameri
can press has spoken in denunciation
of recent events in Russia. The
American people, it fears, have been
misled and the aid of Russia to this
country in times past forgotten. It
is proposed a statement of the rela-
tions between Russia and the United
States shall be prepared by the Rus-
sian foreign office and copies for-
warded to three thousand newspa-
pers. The proposition is not impor-
tant except as it reveals the Russian
desire to secure American favor
That is a good sign. One trouble
with the Russian government hereto-
fore has been its tendency to ignore
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the opinion of the outside world re-
specting its performances.

Charles Alden, of Dorchester.
Mass., has developed a device simi-
lar to the wireless telegraph by
means of which he can control a
boat far out on the water while sit-
ting on the shore. By means of a
transmitter he sends wireless im-
pulses to the boat and is able to make
it weigh anchor, cast off, go ahead,
back water and perform all other
movements of a real vessel. It is
anticipated that the device will be of
value in the life-saving service. It
may also recommend itself to par
ents who are apprehensive when
their children venture upon the wa-
ter.

Mrs. Hetty Green, “the richest
woman in America,” has obtained
from the New York police depart-
ment a renewal of her permit to car
ry a pistol. She stated that she of
ten carried large sums of money and
feared that she might be molested
in the streets. So she was told she
might keep her gun and fight for her
worldly goods in case of need. The
incident shows the woman’s charac-
ter. She possesses nerve. Not one
woman in a thousand would carry a
revolver under any conditions. N
one doubts that Hetty Green knows
how to handle a gun. Those that
tackle her will discover that she is
“quick on the trigger.”

Blood will tell, but the more brains
a man has the less he tells.

This Space

(6 inch double column)

For

Sale

at a

Bargain

Address

Perfection Biscuit Co.

Fort Wayne, Indiana
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Dry Goods

Weekly Market Review of the Prin-
cipal Staples.

Staple Cottons—The majority of
buyers are reported as very conserv-
ative in their purchases when tak-
ing what they need for present re-
quirements.  Still for a few weeks
past there has been enough buying
for the future to cover quite a period.
Up to within a few days brown goods
have been bought quite freely. Print-
ers have not bought any very heavy
supplies and do not seem interested.
Southern print cloth yarn cottons
are considerably higher and the
whole market shows an advancing
tendency, although sales have been
small under these conditions. Ticks
are commanding some interest.
Ducks are moving moderately at the
recent advance, but the sales of
bleached goods have fallen off some-
what, although here and there a con-
tinuation of good business is re-
ported.

Prints and Ginghams—The general
lines of fancy woven wash goods
have been held back and only a few
lines have been openly shown and
prices quoted. A good many others
have been quietly exhibited and or-
ders have been taken. Staple ging-
hams will not be shown for a month
or six weeks, although a few orders
have been taken quietly. Shirt man-
ufacturers still demand the dark
grounds, and their purchases of these
and jacquard effects are increasing.

Wool Dress Goods—The initial
dress goods market presents little
that is new in connection with the
development of fall business. The
current throw of business on both
domestic and foreign lines is of an
unsubstantial character, albeit that in
some directions a number of very
fair reorders are noted. The dupli-
cate season can not be said to be
fairly and generally under way, the
buying that is now being done ema-
nating from the early factors. The
early jobber appears to have made
a fair showing on fall business, hav-
ing secured orders from retailers on
staple fabrics principally, such as
broadcloths, zibelines, cheviots, Ve-
netians, twine constructions, basket
weaves, whipcord effects, thibets
cheap tricots, cashmeres, etamines.
As a consequence of this business
fair duplicate orders are forthcoming.
Sellers of cheap zibelines report a re-
turn business of considerable propor-
tions on goods priced around 32V2C,
principally for plain effects, but in-
cluding also a fair representation of
dotted effects and neat stripes. The
duplicate demand also extends in a
fair way to medium and better grade
zibelines. The cutter-up is also a
factor in the placing of duplicate
business, he who sells to the jobbing
trade being the most noticeable oper-
ator. In some cases sellers report
some very fair duplicate orders for
skirtings around the dollar mark—
goods running all the way up from
12 or 14 ounces to 22 ounces in a
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few cases. These are to go into gar-
ments for sale to the jobbing trade.
The cutter-up is also taking cheviots,
zibelines and other plain effects. The
impression finds frequent expression
that mannish fabrics, such as Scotch
mixtures and tweed effects, will play
a strong part in the suit trade. The
price situation on fall dress goods
continues to be well sustained.
Underwear— Fleeced goods for fall
are already well sold up and can
only be promised for late deliveries
and at stiff advances in price. One
of the largest jobbers has sold out
his entire early purchases and has
been in the market looking for more,
but without any great success. At
least he does not find them at the
price he wants, nor are they prom-
ised for delivery at the time he
wants. According to statements by
prominent knit goods agents, the
conditions of the fall underweai
business that exist to-day were never
before known in this trade; early sell-
ing, big sales and high prices. There
is little doubt that the high price of
cotton has governed this to a consid-
erable extent, but the buyers also
realize that the consumption of
fleeced underwear has steadily in-
creased every winter and that the
manufacture of the goods has notin-
creased in proportion. In fact, on
account of the small prices that have
prevailed and the correspondingly
small profits, there has been less
manufactured by many mills than
heretofore, consequently the buyers
expected something of a scarcity.
The outlook for the spring of 1904
is somewhat puzzling; of course it
is a question of price mainly.
Whether the prices will get so high
or the quality drop so low that it
will be difficult to secure business is
a question, but the agents are afraid
of one or the other and the jobbers
also fear the same thing. The job-
bers are now making offers for
spring, 1904, delivery at present fig-
ures and even at small advances
without any takers. It will be some
little time before the lines are act-
ually ready and by then the atmos-
phere may have cleared so that the
prices will not be so high unless, af-
ter all, competition steps in as usual,
and keeps things at least on a mod-
erate basis. There is a continued
and steadily increasing demand for
sweaters for men and boys, also for
women, particularly in the higher
grades. The consumers must be
realizing that cheap sweaters are use-
less after once or twice wearing.

Hosiery—The hosiery market ic
upset at present over the strike in
Philadelphia. Perhaps the manufac-
turers themselves are not altogether
sorry, because it is pretty well known
that many of them would not make
contracts at prices that at best meant
no profit and furthermore there j«
great difficulty in securing the mate-
rial for manufacturing. Take it all
in all, according to agents, the strike
could not have occurred at a better
season for them.

Carpets—The carpet situation in

TRADESMAN

general continues along the same ac
tive lines that have been experienced
since the opening of the new season
over a month ago. With the excep-
tion of the Philadelphia mills, a ma-
jority of which are closed on account
of labor difficulties, the various plants
throughout the country are working
to their utmost capacity in their ef-
forts to turn out the heavy orders
that have been coming in with
marked regularity from day to day.
A good, healthy demand prevails in

R U G S CARPETS

THE SANITARY KIND

We have established a branch factory at
I Sault Ste Marie, Mich. All orders from the
Upper Peninsula and westward should be
sent to our address there. We have no
agents soliciting orders as we rely on !
Printers’ Ink. Unscrupulous persons take
advantage of our reputation as makers of
*Sanitary Rugs” to represent being in our |
employ ﬁ/urn them down). Write direct to
us at either Petoskey or the Soo. A book-
let mailed on request. |

Petoskey Rug MFg. & Carpet Co. Ltd.
Petoskey, Mich. 1

— OUR LINE OF — a

WRAPPERS

in the latest styles and dainty
patterns is very complete. First-
class workmanship, reliable goods,
and perfect fit.

PRINTS, PERCALES, LAWNS. DIMITIES
$7.50 to $15.00 per Dozen.

Freight or express prepaid on all
mail orders, So Order by Mail. Sam-
ples cheerfully furnished free. A
trial order will convince you that we
have the right goods at right prices.

LOWELL MANUFACTURING CO.
91-3 Campau St., GRAND RAPIDS, MICH.

« | i*

HOSIERY

One of the most essential things ina dry
goods stock is a good line of Hosiery.
We carry an immense line of Gents',
Ladies’, and Children’s Hosiery in plain
black, plain co’ors, split soles, moca foot,
fancy stripes, drop stitch, and in tact,
anything to be had in the Hosiery line.
We have them at all prices. Ask our
agents to show you their line.

P. STEKETEE & SONS

Wholesale Dry Goods

Miller & Teasdale Co
Wholesale Brokerage and Commission.
FSUTTS. NUTS. PRODUCE

Dimthtt Agcotv utaj Califor-rﬂ,E VC00as.
SOUTHERN CALIFORNIA FEUTT EXCHANGE. |

ST. LOUIS.

Mr. E. A Stott,

Edltor IHohlran Tradesman,
Grand Rapids, Mloh.,

btutsmets"oE tAh il IfII' Sdergi u8inB (-ijr P»Par M » oadiwn for advert|5|rw our
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Yours truly,
Miller & Teasdale Co.

Die. E.P.T.
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the carpet market, and is as far*
reaching as the country is broad. The
Pacific, Middle West and Southern
buyers were never more hungry for
carpets than they are now, a fact
which is fully corroborated by the
orders that have been and are being
placed for the cheaper grades of car-
pets, as well as the best three-quar-
ter goods. The labor disturbances
which have affected the Philadelphia
manufacturers to the extent of en-
tirely closing down their mills prom-
ise to be adjusted in the not far-off
future, although their effects will
likely be felt throughout the entire
season. The tremendous demand for
carpets with the anxiety of buyers to
have deliveries made at the quickest
possible moment came at a time
when conditions were not as favora-
ble to the Philadelphia manufacturer
as to the manufacturers in other sec-
tions of the country. With the pos-
sibilities of a prolonged strike among
the Philadelphia mills, which would
necessitate making deliveries of goods
uncertain, there is no question that
a good deal of business that other-
wise would have come into their
hands has found its way into other
channels. Nevertheless the Philadel-
phia manufacturers report that the
number of orders on their books are
very heavy, and that business is
finding its way into their hands every
day. As soon as a satisfactory ad-
justment of the labor difficulties can
be made, which it is anticipated will
not be long, the resumption of turn-
ing out goods will at once be made
with more vigor than usual because
of the time that has been, and is now
being, lost. The effects upon the
jobbers, who have charge of the sell-
ing of the Philadelphia productions,
have not as yet been noticeable, but
within the next week or two there
is no doubt that complaints without
number will be forthcoming from
this direction. The jobbing trade are
pretty much over their spring trade,
and have been for some time. Sales-
men report that retailers throughout
the country have experienced a very
good spring business, and that there
is considerable more to expect yet.
Stocks everywhere promise to be
very well cleaned out by the time it
becomes opportune for retailers to
look towards the replenishment of
goods for their fall needs, and it is
just this point that the jobbers have
been emphasizing and showing their
anticipations by going in heavy at
the opening.

Rugs—The rug trade is in an ex-
cellent condition as far as business
is concerned, and with the advanced
prices things are in a very favorable
light. Outside the Philadelphia weav-
ers, mills are very busy on rugs of
every character. Materials are very
high, especially jute yarns, and the
advances made do not make the mar-
gin between the maunfactured cost
and the selling price any wider than
in the past when conditions were
different. Fine Wilton and Brussels
rugs of the carpet size, 9x12 feet, are
in excellent demand, and some mills
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are pretty well filled up for the sea-
son. In Smyrna rugs there is a good
request for the smaller sizes, but
large rugs are only in fair demand.
Art squares are in moderate request
for the Western trade.

Curtains.—Lace curtain manufac-
turers are beginning to receive their
fall business in good amounts. Or-
ders call for cheap and medium-
priced goods in Nottingham effects.
Designs point largely to Arabian.
Tapestry curtains of the cheap and
medium-priced order are in fair re-
quest.

Do It Now.

Now is the appointed time, the
only time you will have in which to
do anything. Now is the time in
which you live; yesterday has gone—
to-morrow has not come. Now is
the face of the die that stamps its
character upon events. Do not idle,
nor shrink, nor procrastinate.

Aspiration for good work and con-
centration of the mind upon it are
the things which count most in the
making of a man. Next to his wife
a man ought to love his work, for
only love brings out the fine touches
that differentiate the creation of the
master from the bungler’s job.

Blankets and Quilts.

Blankets and quilts are no excep-
tion to the general story of firm
prices all around. While the supply
of wool goods in these lines will
probably be sufficient to meet the
demand there may not be such a lib-
eral supply of cottons. The sale of
quilts for summer use—made of dim-
ity and similar materials—has been
good.

Marshall Field, the great Chicago
merchant, says that unless the indus-
trial troubles are soon settled, the
prosperity of the country will end
He thinks the labor organizations
have become unreasonable in their
demands and that employers have
about reached the limit of conces-
sions.

THE OLDSMOBILE

Is built to run and does it.
S650

Fixed for stormy weather—Top $25extra.

More Oldsmobiles are being’ made and sold eveg
day than any other two makes of autos in the world.
ore Oldsmobiles are owned in Grand Kapids
than an%other two makes of autos—steam or gas*
oline. One Oldsmobile sold in Grand Rapids "last
ear has a record of over Sooo miles traveled at
ess than $20expense for repairs. If you have not
read the Oldsmobile catalogue we shall be glad to
send you one. i i .
We also handle the Winton gasoline touring
car, the Knox waterless gasoline car and a large
line of Waverly electric vehicles. We also have a
few good bargains in secondhand steam and gaso-
line machines. We want a few more good agents,
and if you think of buying an automobile, or Know
of any one who is talking of buying, we will be
glad to hear from you.

ADAMS A HART
12 WestBridge Street» Grand Rapids, Mich.

A
Good
Time

to place an order for
soft shirts is today.
Hot weather will move
them at a lively rate,
and you may have
trouble later on secur-

ing the sizes wanted

The big lot just re-
ceived by us contains
several choice styles
Prices without collars,
$425, with separate
collars, $4.50 per

dozen.

Special attention given
to mail orders.

Grand Rapids
Dry Goods
Co.

Orand Rapids, filch.
Exclusively Wholesale
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Everybody
Enjoys Eating
Mother’s Bread

Made at the

Hill Domestic Bakery
249*251 S. Division St.,
Cor. Wealthy Ave.,

Grand Rapids, Mich.
The Model Bakery of Michigan

We ship bread within a radius
of 150 miles of Grand Rapids.
A B Wik

Little Gem
Peanut Roaster

A late invention, and the most durable, con-
venient and attractive sprm? power Roaster
made. Price within reach of all. - Made of iron,
steel, German silver, glass, copper and brass.
Ingenious method of dumping and keeping
roasted Nuts hot. Full description sent on
application. i i

Catalogue mailed free describes steam,
spring and hand power Peanut and Coffee

oasters, power and hand rotary Corn Pop-
ggrs Roasters and Poppers Combined from

75 to $200.  Most complete line on the mar-
ket. Also Crystal Flake (the celebrated Ice
Cream Improver, ~ Ib. sample and recipe
free), Flavoring Extracts, power and hand Ice
Cream Freezers; lce Cream Cabinets, Ice
Breakers, Porcelain, Iron and Steel Cans,
Tubs, Ice Cream Dishers, Ice Shavers, Milk
Shakers, etc., etc.

Kingery Manufacturing Co.,
131 E. Pearl Street,
Cincinnati, Ohio
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IN NEW HOME.

Gradual Growth of the Grand Rap-
ids Medical College.

The seventh regular session of the
Grand Rapids Medical College will
begin on Monday, September 14
1903, and continue until the middle
of April, 1904.

The past year has been one of
prosperity to the college and it>
next session will be held in a build-
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gency, when a cool head and firm
lhand are needed.

The moderate size of the classes
lenables the teacher to give valuable
personal attention to individual stu
dents, encouraging the diffident
bringing out all that is best in each.

Friendships and interests are cul
tivated and promotion of personal
progress is aroused in each student
in the College.

The faculty are confident that thi->

ing of its own, larger and more com- jCollege offers facilities and opportu

modious, situated in the heart of the

nities to acquire a medical education

city Qnly ;1 few steps from; the pub jequal to those of any institution iu

lic buiidint;s, This building; has been
purchaised of If. A. Stowe, editor of
the Michigjan Tradesman, on such
lavorable terms that the officers feel
no hesitaloon in expressing the belief
iliat tliieir action will meet with the
hearty endorsement of the faculty,
students and alumni.

The builtling is of brick, well light-
ed anil veintilated. There are three
fine lecuire; amphitheaters, conuorta-
bly seiated. The acoustic->are fine
and evcry student is within easy
heariiijf aind seeing of the lecturer.

One entire floor is devoted to the
laborat:orie: chemical, physiological,
bacteriological, pathological and an
atomy. The Museum of Anatomy
contains the famous Fuller collection
of casts, probably the most complete
collection of brain casts and dissec
tion in the world.

The aim of the college and the
policy it has pursued since its organ-
ization is to make it an anatomical
and physiological school. Anatomy
and physiology are the groundwork
studies and these branches are spe-
cialized, and the curriculum for the
four years is so arranged and each
branch so adjusted to these subjects
that the groundwork for a rational
treatment is at last evolved. In this
way, and no other, can a practitioner
of medicine have a reason for the
faith that is in him in his struggle
with pathological conditions or that
thing called disease.

It is not necessary for the student
to have studied medicine before en
tering the college. He is placed i
classes where all are beginners, and
where anatomy is taught from the
cadaver by -demonstrations which, in
connection with text book reading,
followed by quizzing, familiarize the
student at once with the knife, with
healthy and diseased tissues, and the
best methods of finding the vessels
and structures under discussion. In
this way the student does not have
to spend his first year unlearning
many things he has been compelled
to learn in his previous reading.

The student is thus guided step bv
step, learning to apply the knowledge
he has acquired to his later studies
logically, reasonably and practically
I'inally, he is taken into the presence
of the living subject, taught to use
his powers of observation and rea-
son and is fitted, so far as possible,
to grapple with disease in all its
manifold manifestations, and above
all and beyond all to keep his nerve
and head in the presence of emer

the country.

Besides the free clinics in the Col-
lege building, the student has access
to the wards and operating room of
the U. B. A. Hospital with sixty beds,

and of St. Mary’s Hospital with forty
beds, where many operations and pa-
tients are treated by the faculty. An
amphitheater has been erected in St.
Mary’s Hospital in connection with
the fine operating room, where oper-
ations can be witnessed and studied
by each student.

It will readily be seen that this
city offers exceptional facilities to
study emergency cases. It is the
center of varied manufacturing enter-
prises in wood and iron, machinery
and building. An army of workmen
are at all times employed in the fac-
tories, on the railways, street and
interurban lines; many accidents and
cases of sickness occur and the hur
rying clang of the ambulance gong
is a familiar thing to the medical
man.
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The medical education of to-day
is along broader lines than in the
past generation, where the physicien
who could use the microscope was
considered accomplished. In fact, the
microscope and other means of pre-
cision were of little use to our fath-
ers. They began the practice of med-
icine after two terms in college, in
which about all that was taught was
by didactic lectures on descriptive
anatomy, surgical anatomy, chemis
try, obstetrics and the theory and
practice of medicine. No prelimin-
ary education was required and,
while many eminent men were so ed-
ucated, the requirements are changed
now, a preliminary education is de-
manded, the college year has been
lengthened—number of years in-

creased. Laboratory work is taking
the place of the didactic lectures, inu
struments of precision in diagnosis
are taught and demonstrated to the
student and he is put in possession
of the workings and technique to
make the practice of medicine one
of the exact sciences.

By noting the schedule of lectures,
recitations and laboratory work it
will be seen that the student has
rare opportunity to study anatomy
and surgery. One hour each day
during the entire college course of
four years is devoted to the study of
surgical anatomy under the immedi-
ate instruction of Professor Fuller in
his laboratory on the cadaver espe-
cially prepared by him.

Clarence H. White,
Dean Grand Rapids Medical College,

None So Blind As Those Who Will
Not See.

With 183,000 men idle in New
York and with 47,000 men idle in
Chicago, all striking for the recogni-
tion of the wunion—which means
merely the stultification of the work-
er to the rank of serf and the exalta-
tion of the walking delegate to the
rank of tyrant—and with this condi-
tion repeated in nearly every city in
the country, it is plain to foresee
that within a few months at most the
present prosperity of the country wiU
be at an end; that an overproduc-
tion of manufactured goods will nec-
essarily follow; that the men who
erect buildings and turn out manu
factured goods will tire of being
made the puppets of venal and un-
scrupulous labor leaders and shut up
shop; that the insolent and unreason-
able demands of the incompetent
shirks who constitute the member-
ship of the labor unions will fade
away in the universal clamor for
something to do, for employment of
any kind at any rate of wages which
Iwill stem the tide of starvation and
ruin.

History repeats itself, but union
adherents appear to be unable to
judge the future by the past or read
the signs of the times. Ten years
ago this spring thousands of union-
ists at work on the World’s Fair
| buildings forced the price of their
jlabor up to 60 cents an hour, but be-
fore the “cold gray dawn of Novem-
ber” the same men were hanging
around the free soup houses of the
Windy City, which nearly bank-
|rupted itself in doling out food and
fuel and shelter to the families of the
very men who throttled the indus-
tries of the city only a few months
before.

While it is deplorable that 80,000,-
000 people should have to suffer be-
cause of the temporary madness of
2,000,000 union men, the latter are
more to be pitied than condemned,
because they constitute the ignorant
class and are thus easily led astray
by the passionate appeals to preju-
Idice and class hatred constantly reit-
|crated by the walking delegates and
|district organizers in such alluring
terms that they are completely tak-
|en off their feet and are led into ex-
cesses of thinking and acting which
they would not indulge in if guided
by reason and common sense.

Frank Stowell.

The cause of clean streets has be-
come so popular in New York that
the official in charge of the street
cleaning department can get almost
anything he wants. The other day
Dr. Woodbury asked for $395,000 to
erect a building in Brooklyn as a
stable for the department horses and
to provide baths and other accommo-
dations for the men. He showed
plans for the building and was
laughed at because it looked like a
handsome chateau. But he insisted
that a city building ought to be hand-
some and the appropriation was
| granted.
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RUBEROID ROOFING

FOR ALL CLASSES OF BUILDINGS

H. M. REYNOLDS ROOFING CO.,
GRAND RA IDS. MICH.

Ready for BlAness

On account of installing new machinery and
erecting a modern refrigerating plant, together
with an unprecedented demand for our Choco-
lates, there has been, during the past few weeks,
an unavoidable delay in filling orders.

We are pleased to state that the work is
completed and we are again in position to make
prompt shipment of all goods.

Awaiting your kind favors, we are,

Yours respectfully,

Putnam Factory

National Candy Company

Grand Rapids, Mich.
R R Bean, Manager

P. S. There is just one exception to the
above —our “A. A. Chocolate Sticks”—orders for
which may be delayed a day or two as the de-
mand is so very great.

© O © -
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PAPER. BOXES

We manufacture a complete line of
MADE UP ami FOLDING BOXES for

Cereal Food, Candy, Shoe, Corset and Other Trades

When in the market write us for estimates and samples.
Prices reasonable. Prompt, service.

GRAND RAPIDS PAPER BOX CO., Grand Rapids, Mich.

Are You Skeptical

You need not be. We have thousands of
N tnobth”™

., aoiLk. investors in Michigan in the
N capaw N .
) Great Northern Oil Company

°J of Detroit. This iS @ retiabte Michigan
Co. operating in the Kentucky oil field.
We have over 6,000 acres. Have let con-
tract for drilling 50 wells. 6 producing
wells complete near pipe line. Buy your
stock now before the next raise 35 cents
per share in lots of 100 shares Capital
stock $600,000. Par value $1 per share.
For full particulars drop a postal card to

F. G. Friend

Branch Office Room 5, 74 Monroe St., Grand Rapids, Mich.
Citizens Telephone 1515

Grocers

A loan of $25 will secure a $50 share of the fully-
paid and non-assessable Treasury Stock of the
Plymouth Food Co., Ltd., of Detroit, Mich.

This is no longer a venture. We have a good
trade established and the money from this sale will
be used to increase output.

To get you interested in selling our goods we
will issue to you one, and not to exceed four shares of
this stock upon payment to us therefor at the rate of
$25 per share, and with each share we will GIVE you
one case of Plymouth Wheat Flakes

The Purest of Pure Foods
The Healthiest of Health Foods

together with an agreement to rebate to you fifty-four
cents per case on all of these Flakes bought by you
thereafter, until such rebate amounts to the sum paid
by you for the stock. Rebate paid July and January,
1, each year.

Our puzzle scheme is selling our good. Have
you seen it?

There is only a limited amount of this stock for
sale and it is GOING. Write at once.

Plymouth Food Co., Limited

Detroit, Michigan
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TOM MURRAY

Attributes His Success Entirely To
Advertising.

| am a Canadian by birth, raised
in a little bit of a village named
Brooklin. The town is made up prin-
cipally of one store, one tavern and
a blacksmith  shop. My father
“passed out” when | was about two
years of age, leaving my mother with
two small children and a legacy in
the way of poverty. About as poor
as anyone could be, but that is no
disgrace. “Proof,” | have a good
many highly respectable friends to-
day. My poverty, however, obliged
me to leave school when | was thir
teen years of age. At that time |
was in business for myself. My first
business venture. “A merchant at
twelve.” Had been in business about
a year peddling apples Saturdays and
holidays. One day the gentleman
who owned the only store in the vil-
lage offered me a position. He took
a notion to me, evidently. He was
so liberal and kind-hearted that he
paid me the enormous salary of $25
a year, and | boarded at home. |
often wonder if | will meet him in
heaven. My doubt is on his side
I fully expect to be there myself. My
religion is to use every man better
than | would my pet dog or horse,
and that is good treatment. My age
and poverty obliged me to work for
this man four years; not every year
for $25. At about seventeen years
of age | came to lllinois; have never
had any trouble making money, but
find it hard to keep. For a number
of years before the panic of 1893 my
salary was $10,000 a year.

The panic put my firm to sleep,
financially. They retired, not for the
night, but forever. My great mis-
take at the time was, | had too many

“wooden sticks” in the fire. About
everything went. From 1894 to 1897
I sold goods on commission. | can

well remember a twenty-day stretch
Tn the first month 1 did not sell ?
dollar’'s worth of goods—did not
make a penny. Twenty-seven days
in the third month with the same re
suit, mind you, working faithfully,
showing my samples a goodly num-
ber of times each day. Did | give
up? No, no! | looked smiling and
prosperous just the same. Take my
advice, always look prosperous. Have
a smile on your face, not in you*
face. By looking prosperous you
will be respected, providing you are
respectable. Everybody does not
know you. A well-dressed man com
mands respect. November 1, 1897,
less than five years ago, | opened
the business I am now engaged in
and am still in the same location, a
location everybody condemned. All
said | would drop my money; in fact,
no one had ever succeeded in any line
of business in this same block. The
store was opened with a capital of
about $2,600. 1 lost it the first year.

During the first year my furnishing
goods store was managed by two
competent men, yet it lost money. |
concluded to give up my commission
business, although it was at the time
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making me a good living, but | did
not want to take down “that name”
from over the door, | was so proud
of it. | saved the name. In less than
four years the business has grown to

nearly a quarter of a million a year,
and making money, considering that
the first year’s business amounted to
$28,000, and lost money. This in-
crease is not doing so badly. | still
have “the keys.” There must be a
reason for this. | am often asked
what is the reason. My way of think-
ing is this: A man is a fool who
nowadays rents a store, hires help
and does not figure on advertising
He had better figure rent first, then
advertising, and his help expense
afterward. If he does not advertise
it won't be long before he will not
need help. He can help the credit-
ors to settle up his affairs. Had it
not been for advertising | would have
been cut out of the business the sec-
ond year. Look around you, who are
the men that succeed? Are they not
the advertisers? Make yourself the
talk of your town. | have, you can.
After spending your money and ener-
gy to get your customers, do not de-
ceive them. Never advertise any-
thing at a special price unless it be
true. If you sell a garment and it
does not give satisfaction, the cus
tomer will no doubt make complaint.
Make him a walking advertisement
for you. Satisfy him. Don’t do it
as the saying is, by “chewing th*

rag.” Pardon me for using it, | never
do in my business. Give him satis-
faction. Be liberal about it. Make

him think you are the nicest man he
ever traded with. In order to buy
good merchandise and also receive
clever treatment in case you should
want a favor from your creditors at
any time, select houses to trade with
who are above suspicion, known to
be honest and honorable in their
dealings. An honest firm will give
>ou more favors if you need them
than a dishonest one. The dishonest
firm, the minute they do not get
their money promptly, are far more
apt to suspect and lose confidence in
you than the honest one, and last but
not least, you may get to be a suc-
cessful merchant and build up an im
mense business, and wake up som*
day with the realization that you are
fast losing it, and wonder why, in
spite of the fact that you are still
doing your same hard work. Don’t
overlook this. You are not alone in
business, you have partners. Don't
make them too silent. | refer to your
employes. It may be possible you
have in your employ someone who
has more brains than you have__a
future merchant prince. Encourage
him.  Give him a chance. Let him
tell you once in a while what he
thinks. If his ideas are good don’t
be ashamed to adopt them. To hold
your trade you must have employes
who are civil. Civility is cheap. Civ-
il service is the rule in my store. If
you can show me a man in my em-
ploy who is not polite and civil |
will raise him—raise him out of the
door. You can not expect an em-
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investment.
with our present facilities.
weeks.
HOT AIR or BLUE SKY about this, but solid facts.
make an investment with an established, growing company, one that
will return the principal in a short time in dividends, investigate the

Did You Take Advantage of
Our Special Offer Yet ?
If Not, WHY?

Give us your reason and we will endeavor to prove to
you that there need be no hesitation in ordering a

Wireless Sun Glow Battery

at our introductory price of

.00

to subscribers and readers of the Michigan Tradesman.

We positively guarantee the batteries to cure or
refund your money. NOTHING FAIRER. We
could not afford to make this offer but for the fact that
we know what the batteries will do, and therefore don’t
hesitate to stake our money and reputation on same.

WHY SUFFER from headache, neuralgia, tooth-
ache, sleeplessness, mental fatigue, rheumatism, gout,
biliousness, bowel trouble, cancer or paralysis when
$5.00 will procure a battery that will positively cure you?

You take no risk whatever. Order a battery now,
or write for our valuable little book— it’s free.

References as to our responsibility and integrity:
Bradstreet’s Commercial Agency, Old Detroit National
Bank, Peninsular Savings Bank, Commercial Credit
Co., all of Detroit; also Commercial Credit Co., of
Grand Rapids, Mich.

If in doubt, write them.

The Wireless Sun Glow Battery Co., Ltd.
603-5 Majestic Bldg., Detroit, Michigan.

Reliable Agents Wanted Everywhere—-Good Inducements

For Nothing ?
No

But we have a proposition that will pay you a good big interest on your
Our business is growing faster than we can take cate of it
We are OVERSOLD and have been for
We are working 24 hours a day trying to keep up. There is no
If you want to

National Pare Food Co., Limited
Grand Rapids, Midi.
Makers of Cera Nut. Flakes—The Good Food

are manufactured by us and all Sold on the same basis,
irrespective of size, shape or denomination. Free
samples on application.

TRADESMAN COMPANY, Grand Rapids, Mich.
NMMMtNMNIMMMMNMNMMNMINM ]



ploye to be civil to customers if you
are not civil to him. If you do not
feel well, if you are cross, and can
not come to your place of business
and meet your help with a pleasant
“good morning” and remain so all
day, you had better stay away for
the day. They can run your busines
far better for that day without you
Stay home, play golf, play anything
but the fool that a man is to misuse
liis help. Cross words and stern
looks are like yellow fever and small
pox. They are catching. Your em
oloyes are apt to meet and use you
customers in the same way that you
treat them. Pretty hard for a man
to be clever and obliging right after
you have “combed him down.” My
help would rather have me at home
than in Europe. | often tell my boy
that more than half of my future
success depends on them. That they
can make me or break me. | try to
furnish the right kind of merchandise
and do the advertising, but they mus
wait on customers so that they will
come again. Take my advice and be
kind to your employes. You may
not feel like it, you may be a born
crank. The good Lord may have
given you a very high temper. Try
to control it. By doing so you can
better control your employes. Be
civil to all men. Put yourself out
to speak to a man who is not wort-
a dollar far more than you would to
the millionaire, as the latter will not
feel offended if you do not recognize
him.  His money and conceit take
care of the slight.

I can not be otherwise than a great
believer in advertising. Window ad-
vertising has been with me one of
my greatest successes. Up to this
year | never have spent more than
$2,000 a year in advertising my busi-

ness. | will give you a sample of
how effective judicious advertising
is.

After my store had been running
about a year | found myself in the
position of having a big stock of
goods, not paid for, and no money-
in sight to pay my creditors. Bad
box. No doubt the sheriff could have
made a successful sale and turned
the merchandise into cash and “Tom"
into the street, but such services are
expensive, so | thought I would use

his name without his services. | did
it in this way: | had a sign made
large enough to cover the whole

front of the store, excepting the door.
The announcement read: “Closed,
but not by the sheriff.” “This store
will be open to-morrow at 9.” The
“closed by the sheriff” were the only
large, bold letters on the sign. The
words “but not” in very small letters.
The words “this store will be open
to-morrow at 9” in just fair-sized let-
ters. Next morning at nine the store
was packed. This ended in one of
the most successful sales | ever had.
Succeeded in getting out the goods
and in the money.

I find | get splendid results from
what are known as “blue pencil ad-
vertisements” in my window; also in
the street cars. They originated in
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this way: About three years ago, af
ter trimming a window, | found | did
not have any printed or painted show
card to advertise goods and prices
With me it is necessary that every
window must have some kind of an
advertisement in it. | would nor
give the snap of my finger for any
window, it matters not how beauti-
fully it is dressed, unless there is

some kind of printed or written ad-
vertisement in it. In this instance,
as it would take time to have a card
painted, | sent out for a carpenter’s
blue pencil and wrote the first blue
pencil advertisement ever written
My! how it did take. Wrote some
more, six or eight of them. Put them
all in one window. All day long
twenty- five to fifty people were read-
ing them. | have been writing them
ever since. Instead of writing them
for one window my business has
grown so that I am now obliged to
write them for twelve windows. Af-
ter adopting this method of window-
advertising for a few months, mer-
chants would come in and want to
buy them after | had used them. |
saved them, and after a year’s time
| issued a book, copyrighted, known
as “Tom Murray’s Book of Blue Pen-
cil Ads.” This book has been sold
in every town of any size in America,
a number of times in England, Aus
tralia and South Africa, and once in
Colombo, Ceylon, Trinidad and Hon-
olulu. 1 also have a good many sub-
scribers for duplicates of advertise-
ments that appear in any window
during the month, which I mail to
them the first of each month.

After the experience | have had,
nd what advertising has done for
me, you can not blame me for being
a great believer in advertising, and
I find that as a man gets into writ-
ing advertisements the more he does
t the easier it comes to him, and
many a man who may think he can
not write advertisements is mistaken.
If he would have a little nerve he
might soon find that he had some

r

manufactured by the Incandescent Light and Stove Co., Cincinnati, O.
use attest its superiority and popularity over all other systems.
generous offer during the next 30 days.
It isa GREAT OPPORTUNITY.

P. F. Dixon, Indiana State Agent, Ft Wayne, Ind.

surely interest you.

Dixon & Lang, Michigan State Agent*. Ft. Wayne, Ind.
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advertising brains that he does not
know of.

My parting advice to you is: Do
not go into business unless you in
tend to advertise. Do not engage in
business unless you can be civil and
obliging. Ever keep in mind that
the time may come, be you ever so
successful at present, when you may,
by reverses in life, sometime be an
employe again. Tom Murray.

False Financial Statement Made to
an Agency.

The Supreme Court of Georgia
held, in the recent case of Mashburn
et al. vs. Dannenberg Company, that
false representations as to the finan-
cial standing of a merchant contained
in a statement made by him to a mer-
cantile agency, to be used as a basis
of credit, will constitute a fraud up-
on any subscriber to such agency
acting upon the statement, although
the merchant did not know when he
made the statement that such person
was a subscriber to the agency. The
court further held that whether such
a time has elapsed after a statement
to a mercantile agency of a person’s
financial ability that no one should
act thereon as a basis of credit can
not be fixed by any arbitrary rule,
but must be determined in each case
according to its circumstances, and
where several such statements were
made, and at the time the credit was
extended some of them were too old
to be acted on and others were not,
but credit was extended to each, in
order to reclaim the goods sold it
was incumbent on the seller to show
that they were sold on the faith of
the statements which had not become
stale.

QUICK MEAL

Gasoline, Wickless Stoves
And Steel Ranges

Gas,
Have a world renowned reputation.
Write for catalogue and discount.

D. E. VANDERVEEN Jobber
Phone 1350 Grand Rapids. Mich

16
SHERWOOD HALL CO., LTD.

Saddlery Hardware

Manufacturers of Fine Hand Made
Harness.

Full line of Nets and Dusters.

Comer lonia and Louis Streets
Grand Repids, Mich

IdfAf

Summer School; Sommer Rates; Best School

100 STUDENTS

of this school have accepted per-
manent positions during the past
four months. Send for lists and
catalogue to

D. McLACHLAN CO.
19.25 S. Division St. GRAND RAPIDS,

BRUMMELER
& SONS

WM.

/lakers of

Good Tinware
Grand Rapids, Mich.

Send For Catalogue.

DO YOU NEED C\
A BETTER LIGHT ft
IN YOUR STORE

If you do, and want one that you KNOW is all

right and can

be depended on all the time, you want to get the
**E, PL”

Write us about it.

If you want a good

25,000 plants now in

We are making an unusually

light it will



16

Clothing

Style Tendencies in Little
Wearables.

Folks’

Business in juvenile and youths’
clothing for fall is of satisfactory
volume. Retailers had good business
last year and pretty effectually
cleaned up their heavyweight stocks,
so that the absence of accumulations
would in itself improve the seller’s
chance to book orders. Full orders
are being placed, and although cir-
cumstances would seem to warrant
big ones, buyers are following a
conservative course which meets
with' the approval of wholesalers.

It should be borne in mind, in
considering boys’ and children’s busi-
ness, that orders are placed in many
instances by buyers, and not by the
proprietors themselves. Take the
large department stores and the big
clothiers and the proprietors have
in some instances instructed their
buyers not to order freely for the
future because of the fear of tight
money, and other bugaboos, which,
like Banquo’s ghost, will not down,
influencing fall business. It is, how-
ever. always good to be conserva-
tive, for to be forewarned is to be
forearmed, and, with every prospect
of good crops, there is no reason
why the class of buyers mentioned
should not later come into the mar-
ket with generous orders. Men’s
lines are not so much affected in this
way as youths’ lines.

Salesmen who have been in the
flood districts in the West have
changed their routes to other sec-
tions, and it is believed that some or-
ders, placed by merchants in the sec-
tions affected by the inundations will
be canceled. It is hoped that with
the indefatigable energy, which is a
strong trait in the character of Weést-
ern people, they will quickly recover
from the devastation spread in their
midst and become well established
again in time for fall business. Most
of the leading manufacturers of
boys’, youths’ and young men’s cloth-
ing had representatives in or near
the flooded towns at the time of the
catastrophe. AH were doing an ex-
cellent business for fall, but the man-
ufacturers believe that, owing to the
severe straits in which the merchants
have been placed, their earlier orders
will be revised or canceled.

The styles of the season’s clothing
have not undergone any very radi-
cal changes, excepting in novelties
for children and boys. In these lines
manufacturers have striven for indi-
vidual effects which differ from the
things brought out by each other,
and as a result greater variety has
been imparted to suits and overcoats
for the little fellows.

With buyers the Russian, or Pa-
risian, blouse, as it is called by some,
is the most favored in small sizes.
Plain and mixed fabrics have been
selected, neat mixtures being prefer-
red. In boys’ suits, choice appears
to lean most to double-breasted
sacks, with a fair amount of atten-
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tion given to the belted sack or Nor-
folk in narrow and wide pleats. For
older boys the single-breasted sack,
fashioned like men’s garments, is in
the lead. In boys’ and youths’ wear
both two and three piece suits are
selling. Suitings run mostly to neat
mixtures on dark grounds and blue
without color. The fabrics selected

are cheviots, cassimeres and wor-
steds, ranging in the order named.
Considerable life and character

have been given to overcoats, in all
sizes, by the introduction of novel-
ties in reefers for children in various
styles of tailoring, with and without
sailor collars, chevrons and button
and soutache ornamentations. Some
of the long double-breasted coats for
children are Russian in style, with
astrakan collars and cuffs, and look
very attractive.  They are being
bought by the fine trade. The pale-
tot has also been ordered in young
boys’ sizes, and is considered a very |
smart garment. In the small as well
as large sizes the belted back, very
long, full, swagger overcoat in fancy
cloths has taken quite a hold on the
trade, and it will undoubtedly vie for
leadership with the long Chesterfield
or fly front coat. For youths and
young men the smart paletot or frock
and also the belted back, double-
breasted, full bell-skirted overcoats
are featured by the best manufactur-
ers, who report that retailers are se-
lecting them in both plain and fancy
fabrics in greater numbers than were
expected when these styles were be-

ling designed in the workrooms.

The efforts of manufacturers to
keep within the bounds of modera-
tion in styling, and the class of fab-
rics selected, have met with the gen-
eral approval of intelligent buyers,
who believe that while the season
will develop more color in clothes,
modest effects will prove the most
successful sellers.—Apparel Gazette.

Between Twilight and Dawn.

A trip across Lake Erie, via the
steamers  “Eastern  States” and |
“Western States,” operated daily be
tween Detroit and Buffalo, is a lux-
ury in modern travel to be enjoyed
at a moderate outlay. These fresh
water leviathans are conceded to be
the most intelligently designed and
perfectly executed examples of mar-
rine architecture in existence for a!
night passenger route. This line is
famed for the courteous treatment
extended its patrons and the abso-
lute wholesomeness of the entire ser-
vice.

The two hundred and eighty-five j
miles between the two cities are
traversed in fourteen hours, and af-
ter a dusty and tiresome rail ride
the change to comfort and pleasure
amid the invigorating lake breezes
is a boon to the weary traveler.

Steamers leave daily from Detroit |
at 4 p. m. and Buffalo at 530 p. m..
arriving at their destinations the fo*-
lowing morning at 7.30.

Lives of grocers all remind us
They can make their starch half lime
And with sugar wholly blind us,
Putting sand in all'the time.

CLAPP CLOTHING CO.

Men’'s Working Clothing

Barnhart Building
Grand Rapids, Mich.

C. J. CLAPP, Pres.
H. A. DeLANO. Vlce-Pres.

JOHN B. HUTCHINS, Secy.
H.J, VINKBMULDER, Trees.

To The Trade:

When our representative calls on you look at his
line of Fall and Winter Overcoats and Suits—
medium and fine goods equal to custom work.

M. I. SCHLOSS

Manufacturer of Men’s and Boys’ Suits and Overcoats
143 Jefferson Ave., Detroit, flich.

% $ €€E€E

W illiam Connor, President Wm. Alien Smith, Vice-President.
M. C. Huggett, Secretary and Treasurer.

Wholesale Clothing
Che tUilliam Connor Co.

2S and 30 $. lonia St., Brand Rapids, mid).

We show everything that is made in Ready-to-Wear Clothing from the smallest
child to the largest and heaviest man; also union made suits. Men's suits, beginning at
#l-*5and run up to $2500. Pants of every kind, $2.00 per dozen pair and up. Serge suits;
alpaca and linen goods. White and fancy vests in abundance.

Mail orders receive prompt attention. Open daily from 7:30a. m. to 6 p. m., except
Saturdays, then close at i p. m.

I

Account* Files

DIFFERENT STYLES VARIOUS SIZES
We are the Oldest and Largest Manufacturers.

The Simple Account Ffle Co., 500 Whittlesey Street, Fremont, Ohio



Window Cards for Clothing Stores.

The forming of groups by classify
ing like qualities will give greater tone
to the effectiveness of the display as
well as prevent the patchy appear-
ance produced by the use of a multi
plicity of cards. Some retailers man-
age in this way to get along with
three or four cards and succeed in
making their windows beautiful and
interesting.

Because a window card is a good
thing to use in its proper place, it
does not follow that the good they
do is increased by their great multi-
plicity. A little poison taken in prop
er doses may prove a good medi
cine, but when the doses are augment
ed by multiplicity it is sure to Kill.
This is true of window cards in gen
eral. A few judiciously used in a sin-
gle display will stimulate attention to
activity and interest, while their pro
fuse use destroys the effect intended
by leading to a confusion of ideas.

In passing by a retail store a few
days ago, we noticed a neat card at
tached to every card in the window.
The cards were all of light pink color,
and of an oval shape, about three
inches wide, and from four to five
inches long. The arrangement of the
goods displayed was such as to allow
about nine inches between the cards.
There were forty of these cards in
the window, but only three deviations
in price—that is, it took forty cards
to make emphatic three different
prices. In other respects, the shape,
color and printing were the same.

It is sometimes thought that much
repeating gives strength to what is
said, but it is just as apt to become
monotonous and tiresome. When the
mind comprehends one or two of a
series of things alike in composition
and make, the whole series is under
stood without further mental reflet:
tion upon the objects. To avoid a
thing of that kind, and concentrate
the attention to the many garments
or pieces of goods by means of
cards, the cards must show variation
in form, color and lettering. Many
articles to be sold at one price each
may have similar figures on each card,
provided the shape, color, and letter-
ing are different.

The attractive features of a card lie
in its form and facial appearance, tin-
price being the connecting link be-
tween it and the goods, which also
institutes comparisons in quality. It
may be more troublesome to give
each card an individuality of its own.
but it is a kind of trouble that pays,
provided one is specially anxious to
get the attention of people upon each
article of goods displayed. Where
prices agree, it is presumed the quail
ty is about the same, in which case
few cards can be made to serve a good
purpose by grouping like qualities of
goods and attaching one card to the
group. This method will be a saving
in cards, while increasing the econ
omy of time and attention of the
passer-by.

Gradgrind and Pinchbeck.
I called upon a man last week who
has all the elements of growth and
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expansion. His business is small, but
it has a future. His capital is lim- S
ited, but every cent of it is used |
shrewdly and wisely and not hoarded !
like that of the unwise steward of
ancient history.

It is good to meet and talk with i
men of push and progress. They give |
out a feeling of magnetism which is |
infectious and which urges all who
come in contact with them to give |
a helping hand.

To him that hath shall be given.
The man who advertises to the world
his determination to succeed attracts
success. We all like to be with sue- j
cessful persons. There is a selfish i
pleasure in keeping close to a grow- j
ing concern, so that when there are J
favors to be given out we shall be |
within call. ‘

The Gradgrind and Pinchbeck kind |
of men are fortunately few and far |
between. The supreme wish of their j
lives is to be able to get a quart out:
of a pint measure. They skimp in,
all directions. The broad business |
men who work on the policy of give
and take and who give business fav- j
ors knowing they will be reciprocated
some time have little use for thej
Gradgrinds.

Mr. Gradgrind often as not has aj
good business because he is usually
a judge of quality and shrewd enough
to give full value for money received.
His neighbors are equally alert in
this direction, but they are also will- !
ing to spend money in various ways 1
to call attention to their products, j
and their activity results in benefits j
direct and indirect.

There is little room in the business j
world for narrow-gauged men. Some
of them manage to keep in line with
the procession, but their growth is!
like that of plants without sunlight.

The small-bore men have a nasty j
habit of keeping apart from their
fellows. They appear to live under |
the impression that what they know |
is too valuable to be told to outsid-
ers and that outsiders can not have |
much of importance to tell them.
Gradgrind and Pinchbeck are perpet- I
ually growlers at the lack of profit in j
business, quite forgetting that they |
may possibly be on the wrong road j
to permanent success.

It is pathetic to see business men j
throwing away opportunities for ad- |
vancement and expansion because j
of narrow and obscured vision.

Traveler.

The Open Sesame.

Publicity is the open sesame in]
any sort of trade, it matters not what
it may be. When a man becomes a i
hermit, shutting himself off from his j
fellows, the sun of his influence has
set. This truth is applicable with |
greater force to the man who has
something to sell. Life is a battle
for place. Competition is on every
hand, and those who do not use j
strenuous effort survive but a short
time. Time was when dealers con-
fined their efforts to the employment j
of criers, or “barkers,” before their !
doors, but the newspapers and other J
periodicals have made possible the
widest publicity. The man who has
something to sell and fails to aprre-
ciate this fact is a back number.—
Printers’ Ink.

This cut represents our

Dickey Kersey Coat

of which we are large manufacturers

THE

R -

WHOLESALE MANUFA C TURERS.
Grand Rapids, Mich.



18

Art in Window Dressing for Cloth-
iers.

The window trim may be likened
to architecture, in which the reali-
zation of beauty is subordinated to
an end of outward utility, or it may
partake of the nature of landscape
gardening, which, primarily, con
cerns itself in laying out grounds,
and, secondly, in treatment of those
grounds by culture, and investing
them with such forms as beauty and
utility may prescribe. Its spring, like
architecture, is in human necessity,
but in the supply of this want, in-
viting decoration. The beautiful in
a window trim should comprise all
that excites emotions of the glad-
some, placid kind, similar to the
pleasurable emotions arising from
the contemplations of the beautiful
in nature.

Taste is variant. The odor of the
rose or the softness of velvet exer-

cises a certain degree of taste
through the senses of smell and
touch. The pleasure, however, de-

rived through these senses is of a
lower degree than that dependent
upon the senses of hearing and see-
ing. The love of song, the pleasures
of music, are due to the quick reac
tion of the faculty of taste to the no-
tices of the ear. The feelings of
ecstasy produced by the reading or
an exquisite poem are due to the
play of the recipient faculty pro-
duced through the senses of hearing
and seeing. The highest degree of
pleasure for the love of the beauti-
ful is reached in this way, and hence
music and poetry rank with the fine
arts.

The pleasures derived from a fine
work of art displayed in the make-up
of a window trim, are due to the ac-
tivity of mind excited by the sense
of seeing. The enjoyment of the
beautiful in architecture and land-
scape gardening has its source in
similar operations of the mind, pro-
duced by excitant objects appealing
to the eye. The pleasure derived
from the beautiful in form leads the
sculptor to chisel from the rough
block of marble before him his ideal.
The result of his labor is a master-
piece of fine art, which embodies his
ideal of the beautiful. The world
beholds, admires and becomes im-
bued with feelings similar to those
that prompted the sculptor to place
before its vision an object of the
beautiful in form.

These facts tend to show how
closely the pleasures derived from
certain of the fine arts are related
to those growing out of a perfect
window trim. The trim must have
symmetrical form; there must be
something in its make-up to impart
harmony to decoration. The love of
the beautiful in form has its culmin-
ation in statuary. In architecture
and landscape gardening the beauti-
ful in form is strengthened by the
beautiful in decoration. In all these
the pleasures are derived through the
sense of seeing. The pleasures af-
forded may not be equally intense,
but the difference is one of degree
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and not of kind. All persons are
not endowed with an equal of sensi-
bility for the appreciation of the
beautiful in art. Were it not so,
many of the so-called window trims
would appear puerile—a mere daub
on canvas.

Without taste there can be no ap-
preciation for the beautiful in any of
its aspects. Where native taste pre-
vails only, the beauty appreciated
will be crude—often fantastic. Be-
tween this native taste and the taste
manifested in the appreciation of the
highest forms of the beautiful in the
fine arts, there are many variants
depending upon the degree of sensi
bility developed through culture.
The Ilimbs of the body are made
strong by use and exercise; the seu-
ibilities that respond to the beauti-
ful in objects of sight and of hearing
are made more responsive and more
sensitive by culture. It is due to
culture that the taste of to-day may
not be the taste of to-morrow, or that
the taste of a past age has become
hideous in this age.

The beautiful in window trims will
not rise to the pleasures generated
by the beautiful in the fine arts until
the art of window trimming becomes
a fine art. The present state of the
art is far from a fine art, and it is
apt to remain for a long time a great
distance from it by reason of the
lack of higher ideals. It is an art
that combines the useful with the
beautiful. So are the arts of archi-
ecture and landscape gardening. But
out of the utility and the beautiful in
architecture and in landscape gar-
dening comes the pleasure afforded
by the appreciation of the grand and
sublime in art and in nature. This
lement of pleasure will always be
wanting in window trims from the
very nature of things, but since a
window trim can not reach the beau
tiful afforded by an appreciation of
the grand and sublime in certain of
the fine arts and in nature, it does
not follow that any kind of a window
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trim affords the greatest
pleasure known to its art.

The window trimmer must have
taste; not native taste only, but a
cultivated taste. He should be able
to discriminate between what is ugly
and what is beautiful; his perception
should be quick to respond to the
niceties in his art; his sensibilities
fine and delicate, to appreciate the
higher forms of the beautiful. He
can never hope to become an artist
without the factors and qualities nec

DONKER BROS.
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29 and 31 Canal Street,
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Citizens Telephone 3440.
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MILWAUKEE, WI1S.
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essary to the making of an artist. If
he is without taste, or has a taste of
low development, his work will put
forth a taste to correspond. If his
appreciation for the beautiful is lack-
ing, there will be nothing of the
beautiful in his trim. He can do
nothing more toward exciting the
pleasures for the beautiful in others
than he himself can put into his
work. Art is great and sublime
when the soul-spirit of the artist, in
its highest flight, imparts a sort of
divineness to his work.

Thus it is that every window trim
reflects the kind of mind behind it
It shows him a man either of native
taste only, or of a low order of de-
veloped taste, or one possessing to a
high degree the love of the beauti-
ful in art. The higher his taste for
the beautiful, the more of his soul!
spirit will shine through his art.
Here we find a law of intelligence
that separates the window hang from
the window trim. It is the distinc-
tion between the work of native
taste and that of a cultured taste.
The window hang shows itself as
being principally the outgrowth of
native taste. The window trim, on
the other hand, is the outgrowth of
cultured taste which rises to a high
appreciation for the beautiful in form
and decoration. Little skill or train-
ing is required to produce a window
hang, while the window trim de
mands artistic taste of a high order
and an appreciation for the beauti-
ful in art.

Although the art of window trim-
ming is yet in its infancy, it has
great possibilities, which time, train-
ing and culture will unfold. Be-
cause the art has not yet been re-
duced to scientific formula, there is
no reason why it should not have

its science. The philosophy of art
takes root in scientific principles.
Science unfolds what there is to

know and art what there is to do.
Things knowable and things doable
are science and art. To know the
principles that should govern in mak-
ing up a good window trim is to
know its science; the doing the thing
in accordance with these principles
is the art of it.

Window trimming is daily becom-
ing more popular, owing to the pleas-
ure it affords, as well as its useful-
ness as an advertising medium.
These facts of themselves are suffi-
cient incentives to make the trims
the best possible. If the highest
ideals of what a trim should be can-
not be attained at once, the time will
come when they can be attained,
provided the work is studied in all
its details from a scientific stand-
point. Some may say to attempt a
trim upon scientific principles would
surely fail. That may be true, but
it does not prove that science will
have no place in the art in the fu-
ture to come.—Clothier and Furn-
isher.

How It Travels.
“How did Jones ever manage to
catch typhoid fever?”
“Oh, he caught it on the fly.”
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The Original Philosopher.

Never put off until to-morrow any
one whom you can do to-day.

The gasoline stove is one of the
principal recruiting agents for the
sweet by and by.

The person who has no new things
for Easter rejoices when the weather
is bad so the others can not go out
with their finery.

Stinginess is a fungus that springs
out of prosperity.

The successful candidate is the one
who has things to say about vox
populi being related to vox Dei.

The ocean in summer is constantly
taking perfectly strange girls into its
arms, and yet it is never even sus-
pected of getting fresh.

If you conquer the world and the
flesh, the devil will send in his surren-
der by telegraph.

The man who most readily admits
his own success is the one who could
most easily be proved innocent if he
didn’t choose to confess.

The strongest logical argument
against a literal hell is its superfluity
to the man who has been up against
the hard knocks of life.

The man who makes a fuss over a
trouble that is certain to result in
making his condition not only no
better but worse, is a fool. Which is
only another way out of saying that
all men are fools.

Spirit To Be Deplored.

Just where honorable industry ends
and avaricious piling up of treasure
begins no one can take it upon him-
self to say. The spirit, however, that
impels a young man to sacrifice all
the nobler aims of life in order to
turn a liberal competence into wealth
too great to be spent (and the giv-
ing away of which, unless carefully
regulated, is a doubtful good) is cer-
tainly to be deplored.

A Safe Place

foryour monej

No matter where you livi
you can keep your monej
safe in onr bank, and yot

. . can get it
immediately and ‘easily
when yon want to use it.

Any person living with-
in the reach of a Post
Office or Express Office
can deposit money with
ns without risk or trouble.

Our _financial responsi-
bility is

si,960,000

There is no safer bank
than ours. Money intrust-
ed tous isabsolutely secure
and draws

3% Interest

Your dealings with usare
perfectly confidential.

“Banking by M all”

is the name of an interest-
ing book we publish which
tells how anyone can do
their banking with us by
mail; how to send money or
make deposits by mail;
and important things
persons should know
whowant to keep their
money safe and well
invested. It will be
sentfree upon request.

Old National

Bank,
armnd mapldm. Mloh

Wall Papers
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Newest Patterns
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Grand Rapids
Bark and Lumber Co.

Hemlock Bark, Lumber, Shingles, Railroad
Ties, Posts, Wood. We pay highest market
prices in spot cash and measure bark when
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Michigan Trust Building, Grand Rapids, Mich.

IV. A. Phelps, President.
D. C. Oakes, Vice-President.
C. A. Phelps, Secretary and Treasurer.
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Shoes and Rubbers

Unusual Slowness Where Swiftness
Is Expected.

We have always been so stuck on
ourselves in here that we someway
got a notion that there wasn’t a thing
or a scheme about the shoe trade that
we did not know.

Really, you know, down in our
hearts, we knew a blamed sight bet-
ter, but | suppose it was always be-
cause we were so blooming anxious
to be close to the grand stand fence
that it comes to us with a sort of a
shock sometimes when an old scheme
finally percolates to us and seems
new.

This is the one: George Stark was
in here selling us a bill of goods the
other day. George had his hat on
just as he always wears it, and was
just as sassy as ever. He also brag-
ged just as much. He was just as
sanguine that everything that he had
in his case was better than any simi-
lar article offered by any shoe sales-
man in the world.

When he snatched a sample out of
the tray, peeled the cover off from it
and took hold of the top with one
hand and the sole with the other and
jerked it straight he held it straight
out in front of him and looked at it
with more admiration in his face than

MICHIGAN TRADESMAN

going to sell it at just $1.85 a pair
net thirty days.’

“ ‘It can not be done,” he says.

“‘It can,’ | says, and | went over
the costs with him and the best |
could do it figured $1.76 with nothing
added for packing or cartage. It was
stiller than 1 thought, but I wouldn’t
cheapen it any and finally the old man
let me bring it out because he was
sort of stuck on the sample himself,
and there it is. It's a shoe you'll never
have a chance to mark P. M., | can
tell you that, although | suppose that
fact won't please the boys much.”

“‘F- M./ ” says Mr. Laster, “that’s
a new one on me, what does it mean,
Post Master,” or ‘Past Master,” or |
Path Master,” or ‘Past Meridian,’ or j
‘Pock Marked,” or what?”

“Why, *P. M.;’” says Stark, “why
'P. M’—why—it just means ‘P. M.
Everybody knows what ‘P. M." means,
but for the life of me | can not just
think for the moment just what the
letters stand for, ‘Price Mark,” maybe,
or something like that. | supposed
every up-to-date shoe man used that
idea. Honestly, don’'t you understand
‘P. M.’s?”

We told him we didn’t, as we didn't,
maybe some of you do not.

Well, a ‘P. M.;’” said Stark, “is a
shoe that should be sold. A shop
keeper, a shelf warmer, a narrow toed
shoe when everybody is wearing

old man Laster has in his when the jbroad toes, a congress when only lace

Widow Dough goes by.

When George peeled this particular
shoe out and held it up for admiration
he remarked “Now, there’'s a shoe
that | designed myself. I've wanted
just that shoe in my case for two
years and when | was in last January
| says to the old man, “There’s this
about it, Sam, | know what | want
and if | don’t get it I know where
they’ll put me up just the samples I
want.”

“You don’t call your employer
‘Sam,” do you?” said Sizer.
“Do | call him ‘Sam?" Well, if I

called him anything else he wouldn'r
answer me. Of course | call him
Sam and he calls me George, just
as he used to when we were growing
up together in the business. He and
I are no different just because I've
lost my pile two or three times and
he’s never done anything but keep
doubling his. ‘Well,” he said, ‘George,
if you want something different why
go ahead and get it up,’ and | put
a straight two weeks in the factory
getting up that shoe and putting the
samples through the shop.”

Can you really do work in a fac-

tory?” asked little Sizer. “Do you
really know the trade?”
Stark gasped a little. “Do 1?” he

queried, “can 1? Well, if there is a
bench in any shoe factory in America
that | can not hold down, or if there
is a machine that | can not run, or a
hundred skins that | can not cut to
as good advantage as any man in the
business I'll make your firm a present
of the bill you're going to buy. Now
this shoe I'm showing you | got up
myself. When 1| carried it in to the
old man he admitted it was a corker
but, he says, ‘we can not put it out
for a cent under $2.25 in case lots.””

“‘If 1 sell that shoe,” I says, ‘I'm

is in request, a russet when all the
feet are in mourning.”

Little Sizer had gone quietly into
the back part of the store and he re
turned now bearing a shoe in his
hand. He threw it to Mr. Stark, “Is
that a P. M.?” he asked.

Stark turned it over and over in his
hands with a grin on his face and say-
ing to himeslf very softly, “Well, by
----- ” something or another. It was
a buttoned shoe for a woman, of
heavy curacoa kid and was size 3 C.
The toe was round and plain and
there was a hard little piece of sole
leather sticking up inside the end of
the toe. The vamp was very short
and the beaded upper was well over
the vamp. The soles were machine
sewed and exceedingly stiff. The sock
lining was of cloth and the top of the
shoe was trimmed with bright pink
kid. The button fly was made of
French kid, which had turned quite
blue in spots and two of the button
holes were badly torn out where some
salesman had vainly tried to get the
shoe together over a high instep. “Is
that a P. M.? asked little Sizer again.

“l couldn’t,” replied Mr. Stark,
give you a better definition in a
thousand words. That is a sure

enough P. M. Now what did that
shoe cost away back in the '80’s when
you could sell that kind of a shoe
without a permit from the mayor?”

“The cost mark is nearly rubbed
out,” replied Mr. Sizer, “but | think
it reads Phy., which being interpreted
menas $2.50.”

And you would be glad, wouldn’t
you,” queried Stark, “to get a single
cart wheel for it?”

“We would,” said Mr. Laster.

Would you take 90 cents, spot
cash?”’

“We would,” said Laster.
want it?”’

“Do yjn

Something New
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“1 do not,” said Stark, “but it isaP.
M. all right and I'll mark it for you
if you say so.” He took a bit of blue
crayon from his pocket and marked
it as follows:

P. M.

10010

“That means,” he said, “that the
clerk who sells that for $i gets a ten
cent commission on it. Funny you
never have done this. | know a lot of
stores where there are a number of
salesmen who do it right along. Go
right through your stock and remark
the P. M.'s with either a special com-
mission on each pair to the salesman
who gets rid of it, or a straight io
per cent, on all P. M.s sold at the
mark. You will find it is the greatest
thing to get old stock closed out that
you ever saw.”

Stark sold his usual bill and went
on along, but little Sizer and Hi Ball
would not let us forget it, and, as a
result, Mr. Laster and | have been
through the stock and marked a
whole lot of shoes for the boys to
make a little sale on. Last week Hi
Ball cleaned up $3.45 scale and Sizer
touched off P. M.'s to the extent of
$4.60. We consider it a great suc-
cess and shall keep it up. Funny we
never got onto it before.

Do any of you fellows know what
“P. M.” stands for?— Ike N. Fitem in
Boot and Shoe Recorder.

Would Rather Fight It Out.

In my travels | have run across
quite a number of exclusive shoe deal-
ers who were sour on the way the
department stores are cutting into
their business.

Yet they would rather fight it out
than adapt themselves to the new con-
ditions.

| said to one man who was the sole
representative of the exclusive busi-
ness left in the town: “I notice most
all of your stores carry shoes.”

“Yes,” he said, “the butcher and
the night watchman are the only par-
ties left who don’t carry them, and if
it wasn't for the repair shop | couldn't
make a living.”

“Why don’t you put in some other
lines and buck them at their own
game?” | asked him.

“I'll quit first,” he said.

An article that appeared recently in
one of the magazines on the subject
of “adapting yourself to changed con-

ditions” seems appropriate and |
quote as follows:
Do not imagine that everything

which means progression for the
many will prove an evil to you, unless
you permit it by refusing to progress
with the times.

A man had carried the mail once a
day to a suburban town for twenty
years with his horse and cart. Now
the trolley brings it three times a day,
and the man is bitter with resentment
toward the people who sent the peti-
tion to Washington for the new
method.

He feels that “a poor man’s bread
has been taken from his mouth.”

That is what the old stage drivers
thought when the railroads first came
through the land.
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But the hundreds of thousands of
poor men employed by the railroads
thought differently.

The weary stage horses no doubt
thought differently.

Each new invention means new avc
nues and industries to the progressive
and up-to-date man and woman.

Be ready, therefore, to fit yourself
to new conditions.

Be active, alert, expectant and alive
to the spirit of change and invention
which is in the air.

If you're in the electric car or auto-
mobile or steamship line, be eager to
interest yourself in air ships when
they come into use!

Do not for one instant believe tha-
air ships can make you a bankrupt.

Your present business may become
obsolete, but you can not be obsolete
unless you choose to turn into a fos
sil. If you become a fossil, with no
thought beyond your present condi-
tion and employment, do not suppose
you can stop the progress of the
whole world to suit your notion.

It will roll its wheels over you and
grind you to powder unless you see
fit to move along with it.

Machinery never yet pauperized the
best workman in any business.

The men who carried messages av
relays of equestrians were not quick
to welcome the telegraph.

The sailing vessel was the enemy
of the steamship, and the gas com
pany did not enthuse over the intro-
duction of the electric light.—Shoe
and Leather Gazette.

Shoes For Dogs.

Rubber boots, tennis shoes and
calf-skin boots all enter into the par-
aphernalia of the modern dog who
is fortunate enough to be born
with a silver spoon in his mouth. His
dogship’s footwear is not designated
by his bootmaker in just this way,
but the animal actually wears all
these various kinds of shoes.

In the windows of the saddlemak-
er's there are to be seen, exhibited
with dog collars of all kinds, differ-
ent patterns and sizes of shoes. The
most expensive are made of the sad-
dlemaker's own particular leather,
pigskin. A set of four shoes of this
leather, which is soft and pliable,
have corrugated rubber soles and are

laced up around the ankles with
leather thongs. These sell at $5 a
pair. Calfskin shoes are made on

the same last style in black, and have
light colored heavy leather soles.
These shoes cost $4.50 a pair and
others of morocco which are recom-
mended as being the best liked by
the elite of dogdom cost the same.
Rubber boots are not jis much used
in this country, but are worn by the
French dogs with their rubber blan-
kets on stormy days.

Dog boots are only expensive at
first cost. It is never necessary to
half sole them, and as a matter of
fact, they never wear out. The dog
is light on his feet and he does not
feel ashamed of going barefooted at
any time, although he may have a
valuable collection of shoes in his
wardrobe.
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We Know

how a shoe ought to look
to fit the foot properly and
how it should be finished to
give it the elusive quality
called style.

You will find our line of
men’s Goodyear Welts all
we claim—the best at the
prices money, brains and
experience can produce.
Rindge, Kalmbach, Logie

8b Co.
Grand Rapids, Mich.
(mml
comForT SHOES
Embrace every feature that goes to make
style, comfort and durability. Our gored shoes run just a little
ahead of anything made by our competitors. The goring used
in the production of these shoes is the very best made and will
retain its strength until the shoe is worn out. All styles and
grades. Dealers who handle Mayer’s Shoes have the advantage
of handling a product that is backed by a liberal advertising ap-
propriation. For prices aud particulars address
F. MAYER BOOT SHOE CO,,
MILWAUKEE. WIS.
Now have samples of shoes for fall with them, among

which are some of the best this or any other house has
ever put out for the money.

6eo0. fi. Reeder $

Grand Rapids, micb.
We have a catalogue—send for it.
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Method For Treating Kickers.

To keep the kickers from my
prospective c tstomer the clerks are
instructed to usher them silently into
my den, which has been dubbed the
“Kicker’s Parlor.” It is there, gen-
tlemen, that my hair grows silently
gray. | investigate and adjust, and
do all that | can to retain the good
will of that man or woman. | very
often stretch a point to do so.

While you permit the returning of
worn-out shoes, and | know my com-
petitor is privileged in that direction,
you must not ask me to quit. And
anyway, what are you kicking about?
You fire them back on the manufac-
turer; he is the man that suffers, and
as he is the original offender he is
the man that ought to suffer. You
would not have so many worn-out
shoes come back on you if you grant-
ed a more liberal policy of discre-
tion to the' retail man.

When the man with the kick comes
into the retail store, as a rule, he
has the shoes on his feet, the matter
must be settled then and there, and
must be settled promptly to accom-
plish any good. The case could very
often be adjusted by repairs being
made, or by making an allowance
on a new pair of shoes. This you
won’t stand for; you say you must
see the shoes. Now you have no
right to expect the retail shoe man
to board and lodge his kicking cus-
tomer while you are adjusting his
kick with your manufacturer. Be
more liberal in allowances of this
sort. Instruct your customers ac
cordingly, and 1 believe the evil will
be lessened. In my personal case, |
find this course is satisfactory in
most cases. | never did believe a
man should be given one or two
months’ wear free of cost. He ought
to settle for what service he has had,
and | insist that he does. The extent
to which this evil of guaranteeing
shoes has grown is indeed alarming

I hold in my hand, at this moment,
a postal received from a man who
purchased a pair of my shoes. This
postal | sent out with a circular let-
ter enclosed to each and every cus-
tomer whose name and address we
have. The postal reads: “Did you

enjoy wearing those shoes? Wer-
they comfortable? Did they give
you satisfactory service?” | asked

them to fill out this card, which is
addressed to me, and to drop it in
the nearest mail box. A man replies
to my three questions, “No, no, no,”
and writes that, “They were all right
for a short while.” He purchased
this pair of shoes December 24,
1901. They came back with his Kirk
January 15, 1903. About thirteen
months’ actual service, and the shoe
looked it. Worn through the worst
part of two New England winters
This, of course, is an exaggerated
case. He is indeed an unreasonable
man; and he was told so, and got
nothing. | mention it simply to
show what the customer expects
from shoe leather to-day. Don’t
think that this man is alone. He has
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a lot of friends that think as he does.
John Hogan.

Recent Business Changes Among
Indiana Merchants.
Batesville— The general merchan-
dise business of H. B. Greenman &
Co. is continued under the style of

H. B. Greenman’s Store.
Franklin—C. M. McCool has pur-

chased the grocery stock of I. M
Thompson.
Ladoga— Rose Bros. & Gill con-

tinue the grocery business of Rose
Bros.

Lagro— Knipple & Pavey, hard-
ware dealers, have dissolved partner-
ship.

Lewis Creek—W. J.
discontinued the general
dise business.

Madison—W. R. Clements has pur-
chased the stock of the Madison
Stove Co.

Montpelier—E. A. Smith & Co

Morris has
merchan-

are succeeded by the Montpelier
Milling Co.
North Vernon—Chas. H. Everett,

dealer in queensware, has taken a
partner under the style of Everett
& Beck.

Rochester— Chas. A. Kilmer con-
tinues the grocery business of Mrs
I- V. Kilmer in his own name.

Terrre Haute—J. T. Champer has
sold his grocery stock to E. H. Red-
man & Co.

Whitestown—J. H. Laughner &
Son have closed out their general
merchandise stock and retired from
trade.

Simple Exercise.

One exercise, repeated fifty or a
hundred times a day, requiring no
more than ten minutes altogether, is
of the greatest advantage, and can
be done out of doors as well as in,
at almost any season of the year. It
consists in inhaling through the nos-
trils a deep breath, retaining it afew
seconds, and then, with the lips ad-
justed as if one intended to whistle,
expelling it slowly through the con-
tracted orifice. There is no physio-
logical objection to exhaling through
the mouth; there are no muscles
whereby the course of the breath can
be restrained through the nostrils,
but the lips contain sufficient muscu-
lar strength for this purpose. If stu-
dents would rise from their studies,
book-keepers from their desks, wom-
en from their sewing or reading, two
or three times a day and take from
fifteen to thirty such breaths the re-
sult would surprise them.

Shoe Homs in Demand.

Shoe dealers can sell handsome
nickel-plated shoe horns if they will
put them in their findings case or
in their window. Oxfords are sell-
ing rapidly now, and every oxford
owner must own a shoe horn. Young
men often present elaborate shoe
horns to their women friends. Many
dealers give away a shoe horn with
each pair of oxfords sold. Such a
horn, bearing the name of the store,
makes a good and lasting advertiSe-
ment. Now is the proper time to
put tehm in—both those for sale, and,
if you please, those to advertise your
name.

Oh! when you fish in waters clear,

W ear rubber boots made by Goodyear;
Buy Gold Seal boots to fish for trout,
And they will keep the water out.

You’'ll find them light and of good make
And you can then your pleasure take;
No aching bones or feet all wet,

For Goodyear’s are the best, you bet.

GOODYEAR RUBBER CO., Milwaukee, Wis.

Looking For a Good Line of Women’s Shoes
To Retail at $1.50?

If so, order sample dozens of
following:

No.
entTip

No.

No. 2440 Misses’

ent Tip, Fair Stitch,
Heel, 12}; to 2............

No. 2340 Child’s

ent Tip, Fair Stitch,
Heel, Sl4to 12

. 2240 Infants’

ent Ti
Heel, 6
No. 244S Misses’
ent Ti
Heel, 1

No. 234S Child’s

ent Tip, Fair Stitch
Heel, S54t0 12 ...

224S Infants’
ent Tip, Fair Stitch,

No.
Heel, 6

5}%

754 Women's Dongola Lace,Pat-

, Fair stitch, 2% to S, $1.10

. 75° Women's Dongola Lace,Pat-
ent Tip, Fair Stitch,
Heel, 2% t0 6....coceeeveveeeeees i

Low

7546 Women's Dongola Lace, Pat-
ent Tip, Single Sole, 2% to

1.1I0

Dongola Lace, Pat-
Low
go

Pat-
Low

Dongola Lace,
.So
Dongola Lace,
p, Fair Stitch,
toS
Dongola Lace,
Fair Stitch,
10 2

Dongola Lace,

Dongola Lace,

10 Serie 60

Hirth, Krause & Co0., Grand Rapids, Michigan

How About Your Credit System ?

Is it perfect, or do you have trouble with it?

for handlin

catalogue No.

Wouldn't you like to have a
system that gives you at all
times

An Itemized Statement
of each Customer’s
Account ?

One that will save you dis-
putes, labor, expense and
losses, one that does all the
work itself—so simple your
errand boy can use it?

"N3 See These Cats? W
They represent our machines

credit_accounts perfectly. Send for our
2, which explains fully.
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THE JEPSON SYSTEMS CO., LTD., Grand Rapids, Michigan

UK

Fins Cutand Plug

THE BEST.

Ask for it

iV TBE NEW SCOTTEN TOBACCO Q0.

AOAIHST THE TRUST. See Quotations in Price Current.
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Gentle Woman and Her Ways.

Once there was a woman who
never discussed her husband’s faults
with other women. This is not a
fairy tale—the woman was deaf and
dumb.

It need not necessarily be infer-
red that the woman who dons open-
work lace hose and a low-cut waist
in order to take a sun bath of three
hours’ duration on the beach, never
entering the water, is immodest. It
may be that she feels she is too mod-
est, and is but disciplining herself in
order to overcome the fault.

Petticoats prove little concerning
the femininity of the wearer. She
may be “emancipated.”

It is the unattainable ideal that
causes grief. For instance, the men
who wear their hair long and the
women who wear theirs short, the
men who don corsets and the women
who array themselves in frock coats
and cravats, forever must keenly feel
that something still is lacking.

It is generally admitted that woman
is gentle; still, did you ever notice
her at a “special sale?”

The married man who lies awake
of nights to think and think is the
man who called his sweetheart an
angel before he married her.

However, if women were angels,
they would be entitled to our respect-
ful sympathy—they marry us.

There once was a beautiful woman
who never suspected it. She was
blind.

Man—crude man, who does not
know whether his own sister wore a
red dress or a gray at the dinner par-
ty—fondly imagines that woman
clothes herself charmingly in order
to win his admiration. Being wise,
she does nothing of the kind. She
flashes forth in brilliant array mere-
ly that she may catch the undertones
of what the other women say about
it.

Somebody has said that woman is
but an adjunct of man. So are its
wings an adjunct of a bird, but the
creature would not be a bird without
them. However, it should be admit-
ted that man would be a “bird” with-
out his feminine partner.

Suppose the women all were trans-
ported to Mars, while the men re-
mained here, how long do you sup-
pose it would be before the much-dis-
cussed message from Mars would be
received? And it is five to one that
it would read: “Did you order those
groceries, John?”

The sewing circles have gone out

of vogue. The women discovered that |
they could without them find oppor-
tunities to talk; the men realized it
even sooner.

.In the numeral system of the fam-
ily many a woman is the cipher that
multiplies a man’s worth by ten.

There is no essential relation be-
tween the size of the waist and that
of the brain, but it is not particularly
strange that, after carefully studying
women as they appear on the street,
some men have concluded that there
is.

Many men feel sorrowful because
their wives do not like to keep house.
Will such men as would like the job
please to stand? Don’t all rise at
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once; probably all who are very de-
sirous can be gratified.

Man never attains a height of be-
nevolence equal to that on which gen-
tle woman feels that she stands when
she pays another woman’s fare on a
street railway.

The greatest man that ever lived
probably lacked several degrees of be-
ing as great as his mother imagined
him to be.

The most bitter opponent of decol-
lete costume that | ever knew was a
woman who was 5 feet 9 inches tall
and weighed 103 pounds. | used to
feel a vast amount of respect for her
moral convictions.

A house without a closet is con-
ceivable, but a house without a mir-
ror, never.

It is difficult to imagine what some
men would do with the large sums of
money they make were it not for
some gentle, loving, faithful little
woman who earnestly helps them to
spend the coin.

A bird in a milliner’s show window
is worth about 2,000 in the bush.

There is a justifiable inference that
the man who vilifies womankind must
have been unfortunate in the selection
of a mother.

The church without women is situ-
ated on the bank of the lake without
water.

Nothing is more beautiful than a
maiden’s blush—and everybody ad-
mits, too, that it is cheap at 25 cents
a box.

Tell a blind man how high madam
lifts her skirts on the street and he
can form a fairly safe estimate wheth-
er she has on her prettiest hose or
one of the other pairs.

To be sure, Eve did give Adam a
bite of the apple, but who dares to
doubt that he was hanging around
and looking wistfully at it?

The boy who was beaten in school
by the girls is easily discoverable a'
ter he has attained manhood. He
always insists that woman is man’s
mental inferior.

Alfred Waterhouse.

Economy is a most excellent and
necessary practice in business, but it
is dangerous when carried to the ex-
treme. Every expense should be care-
fully considered, and if there is a rea-
sonable chance of obtaining a profit
from the investment make it, and then
economize by devoting your best ef-
forts towards the success of the ven-
ture.

Get our prices and try
our work when you need

Rubber and
Steel Stamps
Seals, Etc.

Send for Catalogue and see what
we offer.

Detroit Rubber Stamp Co.
PN Griswold St. Detroit, Mich.
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Grand Rapids Fixtures Co.

One of

our

Leaders

in

Cigar
Cases

Write us

for

Catalogue

and

Prices

Shipped

Knocked

Down

Takes

First Class

Freight

Rate

No. 52 Cigar Case

Corner Bartlett and South lonia Streets, Grand Rapids, Michigan
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Cheap as Dirt, Almost

50,000

DUPLICATE ORDER SLIPS

Only 25 Cents per Thousand

Half original, half duplicate, or all original as desired.
Larger quantities proportionately cheaper.

THE SIMPLE ACCOUNT FILE CO.
500 Whittlesey St., Fremont, Ohio

Every Cake

COMPRESSED A
YEAST

of FLEISCHMANN & CO.’S
YELLOW
yeast you sell not only increases

LABEL COMPRESSED

your profits, but also gives com-
plete satisfaction to your patrons.

Fleischmann & Co.,

I Detroit Office, in W. Lamed St.

Grand Rapids Office, 29 Crescent Ave.

“BEST OF ALL”

Is what thousands of people are finding out and saying’ of

DR. PRICE'S TRYABITA FOOD

The Only Wheat Flake Celery Food

Ready to eat, wholesome, crisp, appetizing,

delicious.

The profit is large— it will pay you to be pre-
pared to fill orders for Dr. Price’s

Tryabita Food.

Price Cereal Food Co., Battle Creek, Mich.

J
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Woman’s World

Difference Between An Egotist and
a Door Mat.

A Frenchman who has just gone
back to Paris, after a visit to this
country, has done what no American
man would be bold enough to dare
He has written a book in which he
claims that the American woman is
the very quintessence of selfishness.
He calls attention to the fact that she
spends her husband’s hard-earned
money in adorning herself like Solo-
mon in all his glory; that she belongs
to clubs that are neither more nor
less than mutual admiration societies,
and, crowning iniquity of all, that in
summer she gayly packs her trunks
and hies off to the lake shore or sea-
side. there to enjoy herself, while
hubby is left at home to toil in the
heat, get his meals where and how
he can, with no reward save an oc-
casional letter from his better half
telling how cool and delightful it is
where she is. If this is not unadul-
terated, unalloyed, ingrained selfish-
ness, our French critic would like to
know what it is, that is all.

So many years has self-sacrifice
been woman's chief forte that it is
easy to see why any defection from
her accustomed course is bound to
arouse comment. She has led every-
body to expect her to make a martyr
of herself whenever she got a chance.
Unselfishness with her has been <«
cult and she has worn it with osten-
tation in a vague belief that it would
atone for all of her other shortcom

“Business Has Increased”
Kansas City,
Xational Cash Register Co.
Since buying your register,
my business has increased far beyond my

Gentlemi:n!

expectations.
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ings. She has accounted it unto her
self for righteousness to do the things
she did not want to do, and leave un-
done the things she hankered to do
She has taken a stand on a platform
of selflessness and, now when she
wants to come down and off her ped-
estal and give other people a chance
to practice the virtue they admire so
much, she is cruelly misjudged and
maligned.

It must be admitted that this atti-
tude of self-sacrifice for which men
have praised her so much is one that
they have seldom tried to emulate.
Men have always taken a saner view
of life than women, and in nothing
have they shown their good sense
more than in this very matter of self-
sacrifice. A woman will do a thous
and little things she hates to do.an 1
make herself uncomfortable in a hun
dred ways that do not count, but
when a man makes a sacrifice for
some one there is some reason in It
and it is big with heroism. A woman
thinks she is being good when she is
miserable. A man knows that you
are much more apt to be good when
you are happy. No man with a full
purse and a full stomach ever hated
his kind. Instead, he feels philan-
thropic to the world.

A reasonable amount of self-sacri-

ce is, of course, not only right, but
necessary. It is the justice with which
we recognize other people’s rights;
t is the love which makes us prefer
mother before ourselves; humanita-
rianism that makes one grasp the
whole brotherhood of man, instead

the narrowness of the individual,

but this is as far as possible from the
weak and backboneless giving away
before everybody and everything
that women have made a fetich of.

Instead of being criticised for be-
ing selfish, there is no other quality
that women need to cultivate more
than a proper self-love and determin-
ation to have their share of the
world’s blessings. A woman’s nat-
ural impulse is one of absolute self-
abnegation, and it has always gotten
her into trouble from the time of
our first mother down to the present
day. It was Eve’s fatal and mistaken
unselfishness that was at the bottom
of the disaster in the Garden of
Eden. If only she had gobbled down
that apple by herself, and said noth-
ing about it, as a man would have
done, it might have made no differ-
ence. But no. It was such a good
apple—no need to say it had a most
peculiar and engaging flavor, being
so forbidden and so wicked—and
Eve, with the dear unselfishness of
her sex, had to save the biggest bite
for Adam. “And he did eat, and in
Adam we did all fall.”

You would think that this might
have been a warning to woman, but
it has not. She has gone blundering
along doing the same kind of things
ever since and with the best motive
in the world, she has done more harm
in a minute than malice could devise

a year. She it is who is responsi-
ble for developing more tyrant hus-
bands and raising up more ungrateful
and undutiful children than all othe-
influences combined.

That is not a poetic view to take

of a creature who has been sung in
song and story, and whose virtues
men have delighted in idealizing, but
it is the truth straight off of the bat.
Moreover, no other creature has been
so praised and so illy used, for the
millennium is still a considerable way
off and the unselfish woman, like the
remainder of us, is called upon to
reap what she has sown. She has
made other people think that she is
of no consequence and they trample
upon her; she has let other people
have the reserved seats and she finds
herself crowded back into the gallery;
she has never asserted herself and
she is snubbed even in her own
household, for this is a horribly logi-
cal world, my sisters, and we get
precious little that we do not ask for.

Those who rail against the selfish-
ness of the modern woman are fond
of drawing a comparison between her
and the unselfish woman of the past.
Ah, they cry, there was a woman for
There was unselfishness in all

you!
its beauty and purity! She never
spent her time chasing around to

clubs or going off to summer resorts
or wasted money in going to beauty
culturists. Never, never! It has tak-
en the modern woman to think of all
this iniquity of self-indulgence.

It is true. The unselfish woman
was content to work herself to death
and leave her children to the tender
mercies of a stepmother. She did
not care if she got old before her
time and haggard and ugly or grew
dull and stupid bending over her sew-
ing machine and cooking stove, pro-

ded her children had as many tucks

They Say It Increases Sales

\Ye print below the testimony of nine storekeepers, showing that a National Cash Register increases sales.
A\ e have hundreds of other letters showing equally convincing increases.

Mo.

Xational Cash Register Co.
register is a trade-pro-
| have found it a very profitable way

Gentlemen: The
ducer,

of soliciting trade.

| attribute the increase almost entirely to
the check system used on your machine.

“$10 a Day Increase”

Xational Cash Register Co.
My register has benefited me
to the amount of about Sioaday increase

Gentlemen :

\V. E. Cary.

Denver, Colo. .
Gentlemen :

of cash sales since | put it in.

D. E. Wheeler.

Clerks Hustle

I am
interested

in knowing
how a National
Cash Register 0
will increase my !
sales. Please send y
me a copr of your book
“Best Way to Increase

Your Cash Sales,” as per adi

Michigan T radesman.

Mail Addres

New Castle, Ind.
Rational Cash Register Co.
Gentlemkn:
are well pleased with the
register, and hustle
for cash sales.

Gentlemen :
Our clerks

the machine.
Wright Bros.

“A Trade-Producer”

“A Trade-Winner”

Xational Cash Register Co.

| consider the machine not
only an ornament to my store, but a great
money-saver and trade-winner as a result of
the complete system employed in manipulating

Concord, N. H.

Gentlemen:

An Increase of Fifty Per Cent.

Chattanooga, T enn.

Xational Cash Register Co.
The register has increased
my cash sales fifty per cent., besides being a

great benefit to me in making a record of each

Arthur Booth. day's business.

John C. Griffiss, Jr., & Co.

"Increased My Cash Sales”

W ardner, W ash.

Xationai Cash Register Co.

The register has reduced my
credit losses to a minimum, and has increased
my cash sales to a gratifying extent.

Gentlemen:

L. A. Smith.
always busy.

Nocatee, Fla.

f*me*

Gentlemen:

Xational Cash Register Co.
I have noticed a decided in-

“Draw Customers”

W heeling, W. Va.

Aational Cash Register Co.
| employed one clerk in my
store when | purchased your register, and did
not have much to do.

Today | employ three clerks, and they are
The checks that we give out
draw customers and advertise at the same

John C. Medick.

“A Decided Increase”

Pa.

Defiance,

crease in my cash sales since putting in this

W. G. Welles. register.

J. H. Little, Jr.

We believe that a National Cash Register will increase the sales of every storekeeper

who reads this advertisement.

popular machines.

to us the attached coupon.

We have a handsome book that tells all about these
A copy of this book will be sent free to anyone who will return

National Cash Register Co., Dayton, O.



and ruffles on their clothes as other
children and her husband got the pud-
ding he liked for dinner. Of course
in a little while she became nothing
but a household drudge.

As for clothes, any old thing would
do for her, provided Sallie had fin-
ery; so mother turned her old black
dress and retrimmed her last year’s
bonnet, while Sallie walked in silk
attire. Of course, mother was too
unselfish to make Sallie help with the
work, so Sallie performed upon the
piano in the parlor, while mother per-
formed on the dishes in the kitchen
sink. As for pleasure, nobody ever
thought of her and enjoyment in the
same connection. She had so com-
pletely effaced herself, so utterly de-
nied her tastes and longings, that
nobody remembered that she had
any.

In all the world there is nothing
so pitiful as the fate of the self-sacri-
ficing mother. Think of years of
toil, of privation, of constant putting
another before yourself, and for re-
ward children who have a scorn of
mother’s opinion, who do not even
respect her, who are ungrateful, un-
appreciative and only too often, God
knows—ashamed of her. Surely that
is the bitterest draught that is ever
held to a woman’s lips, but it is the
one that fate inexorably forces the
unselfish mother to quaff. Sometimes
after such a woman is dead her chil-
dren awake to the tardy knowledge
of what she has been, and then they
write beautiful obituaries and pile
marble over the broken mother heart,
but is is doubtful if this post-mortem
love and appreciation do any good.
There is no other place on earth so
full of biting sarcasm as a graveyard.

It is the observation of all thinking
people that what are called the best
mothers have the worst children, and
vice versa. This is because the wom-
an who has sense and backbone
enough to refuse to sacrifice herself
needlessly for her children makes
them behave. She does not let a
high-tempered baby keep her awake
all night when one good spanking
would send it to sleep. She knows
that Sallie will make a better woman
all the days of her life for being made
to help about the housework instead
of sitting up reading novels and man-
icuring her nails while her mother
slaves in the kitchen. She knows that
there is just as much exercise for
Tommy in splitting wood as there is
in playing football and that he will
be a manlier man for bearing his part
of the family burdens, instead of
shunting them off on his mother. She
arrogates to herself a certain dignity
and authority and her children grow
up to respect her for it. Heaven
knows the term “selfish” when ap-
plied to a mother is a relative one.
Every woman with children has plen-
ty of opportunity for self-sacrifice
without going out of her way to hunt
for it.

The same thing may be said of a
woman'’s attitude towards her hus-
band. The wife who makes a slave
of herself gets a slave’'s pay in con-
temptuous indifference. No man has
ever yet cared for the thing he could
trample on, and those women have
been best loved who have stood up

MICHIGAN TRADESMAN

at every turn of the matrimonial
journey and boldly fought for their
rights. It is the theory of the unsel-
fish wife that she must bear every-
thing without complaint. She must
put up with drunkenness, tyranny,
ill-temper and abuse, and not a mur-
mur must pass her lips.

Thus she becomes the foster moth-
er to vice. There is not a domestic
evil that women suffer from that they
do not encourage by this supine at-
titude. A drunken wife reeling
home is no more disgusting than a
drunken husband. A bullying wife is
not harder to bear than a bullying
husband. It can be no more galling
to a man to ask his wife for money
than it is to her to beg every cent of
him. The only difference between
the two is that men will not stand for
the injustices of married life and the
shame and disgrace of improper con-
duct and women do. When the day
comes that women demand the same
conduct of men that men do of wom-
en, the greatest reform of the world
will be inaugurated. The woman who
is imposed upon has only herself to
blame, and the self-sacrificing woman
blocks the way of progress of her sex.

In spite of the French critic, it is
not true that American women are
monsters of selfishness. They have
found out that there is a middle
ground between being an egotist and
a door mat for everybody to walk
over, and on that they propose to take
their stand. That is all.

Dorothy Dix.

Baked Apple Dumplings.

Peel and core as many apples
As your appetite may wish—
Six ofr eight, perhaps &dozen.
That would be a generous dish,
Make a dough like cracker biscuit,
Roll it thin, with skill and care,
Place an apple lightly on it,
Take your knife and cut it square—
Large eno_u%h to fold your fruit in.
Then, within the vacant place
Of the core, a bit of butter,
Cinnamon and sugar place;
Draw ¥Iour square up well together,
Pinch It gently on the top,
So your dough will be protected,
L'est the cooking juices pop.
When your apples all are covered
Take’a fork and prick them through,
"Twill prove better in the baking—
Half a dozen times will do.
Bake them slowly, and, while cooking,
Take of sugar just a cup
And a modest lump of butter
And with light hand cream them up,
Adding extract, and your hard sauce
Seton ice to harden more.
Lift your apples from the oven
And vour labors will be o’er.
Serve them hot—the sauce adds flavor—
And each dumpling firm and brown,
Is a practical achievement,
Adds a jewel to your crown.

The Michigan Central has just
published a quaint souvenir of the
Boston N. E. A. Convention, contain-
ing interesting accounts of Boston
from Morary’s Distionary, 1694;
Morse's Gazetteer, etc., and illustrat-
ed with fac simile cuts from the New
England Primer, Goodrich’s History
of the United States, Snow’s Boston,
etc. They send it for a red stamp,
while the edition lasts. It will be
highly prized by teachers, whether
they attend the Boston Convention

or not. O. W. Ruggles, G. P. & T.
A., Chicago.
C. F. Bollacker, dealer in men’s

furnishings and boots and shoes,
Reed City: Your paper is the best
among the trade journals | receive
every week, and no Michigan mer-
chant should be without it.
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WHY?

They Are Scientifically

139 Jefferson Avenue
Detroit. Mich.

113.115.117 Ontario Street
Toledo. Otalo

The most brilliant and reliable light can be hadtby
using a

Safety Incandescent
Qas Machine

A few features of it are: Its wondrous brilliancy, perfect safety,
great economy and simplicity of operation. A chiid can operate it
with perfect safety. Without question the most wonderful system
of illumination ever offered to the public. Strongest testimonials
on the market, including two from railway corporations in Michi-
gan. Write for our large catalogue. It is free for the asking.

Frank B. Shafer & Co., State Agents

Box 67, Northville, Mich.

Good agents and salesmen wanted. Extra fine proposition.
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SAVED BY ADVERTISING.

Experience of a Merchant Who Was
Desperate.

Some six or seven years ago | was
pretty hard pushed. A new store
with the most modern of modern
methods had been opened in my vi-
cinity. | concluded it was bound to
ruin me financially and 1 might as
well pull up stakes and move else-
where before | was quite cleaned out.
so | began to cut down my advertis
ing expense. And why is it, 1 won-
der, that the first thing the average
retailer does when times are hard is
to invite them to be still harder by
cutting down the advertising or half
killing the goose that is laying the
golden eggs, so it can not begin to
lay even half as many when more are
most needed? But that is a digres-
sion. The reduction had been going
on for some time and | was running
further and further behind my usual
sales when one Saturday night, in
thinking the matter over, 1 grew
thoroughly angry. I suppose the
old fashioned country people would
have expressed the mental condition
I was in by stating that I had my
“dander” or “Ebenezer” up.

I finally decided, for all the time
I was laying the blame on my com-
petitor, who, | thought was just
throwing money away and must have
a lot to burn, that if it made me a
bankrupt | would have the fun of
beating him once on his own ground
and die game. So | outlined quite
an elaborate plan of advertising. |
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concluded to use up all the money |
had laid aside for new goods that
should be brought in within the next
three months, for | was sufficiently
conservative to plan my business in
that way—always have a three
months’  purchasing fund ahead,
something very few merchants do,
except a small amount that I would
use to buy some of what a certain
important wholesale house might
call “trade bringers,” small articles
such as are generally wanted and for
which any one and every one has io
or 15 cents to spare. | did not ex-
pect to make a cent on the sale of
these articles, but thought | would
rig up attractively some tables in the
store and display these goods so as
to outdo my competitor and give
people something to talk about be-
fore | failed, as | expected to do. 1
thought this move would simply has-
ten the coming of that day. | rushed
an order to the city and spent an
entire day in preparing some circu
lars and general advertising matter
for the local papers. In fact, in this
respect | decided to branch out a lit-
tle and insert advertisements in two
papers several miles distant that had
never before been patronized by
either of us, as we had not supposed
any trade could be attracted from
their centers. It was just the mean
spirit of rivalry that prompted me,
and the reward was far better than |
merited.

By the time the goods were re-
ceived | was sufficiently enthusiastic

to send for some window display fix-
tures, reasoning that a few dollars
more or less would not then make
any difference, and for once, so long
as | had started in, the thing should
be well done. | see now, though, that
even the preparation for this haa
aroused a little dormant enthusiasm
and | was myself becoming interest-
ed. My circulars were neat, my
newspaper  advertisements good,
those sale tables | made just as at
tractive as possible, and in order to
give an appearance of prosperity to
the whole affair | hired for the three
days’ sale | had announced two pret-
ty salesgirls and one serious looking
business woman. Those circulars
were mailed, not delivered—for | did
not propose to lose the chance of
any being thrown away—to every
one within a radius of ten or a dozen
miles in every direction.

When | opened my store doors
that morning, people from the sur-
rounding country were even then
driving into town to “see what was
going on” at my store. By afternoon
| was desperate. The goods were not
going to hold out much beyond that
day. | was so determined to die
game that | telephoned for another
lot of table bargains and ordered
some shipped by express, with, of
course, a preference in the selec-
tion of lightweight articles, and or-
dered the others rushed by fast
freight. Luck, if there is such an in-
dividual, was on my side then, and
you would have smiled to see how

quickly all those goods came sailing
into my store. Explaining my situa-
tion, so far as the necessity for haste
was concerned, the New York house
made a special drive and enough
goods to tide me over were rushed
out by that night’s express and were
in my store early enough the next
morning to meet demands. The peo-
ple did not cease coming for a week.
Fresh orders were placed, new goods
rushed forward, the sale repeated i.i
another month, and by practicing the
lesson then learned 1 consider my
self, for a country merchant, making
good money. The receipts of that
one week were out of all proportion
to anything | had ever before im
agined it possible to have in that
town even during the holiday sea-
son. Go thou and do likewise.
M. M. Wood.

Little Millionaires.

Twenty little millionaires
Playing: in the sun;

Millionaires |n mother love,

Millionaires in fun

M|II|ona|res in Ielsure hours,
Millionaires in joys,

Millionaires in hopes and plans
Are these girls and boys.

Millionaires in health are they
And in dancing bloo
Millionaires in shells and stones,
Sticks and moss and mud;
Millionaires in castles
In the air, worth
Quite a million times as much
As castles on the earth.

Twenty little millionaires

Playln |n the sun;
how Fy they must be,

Every single one.

Hardly any years have they,
Hardly any cares

But in even,’ Iovely thing
Multimillionaires.

The Improved Perfection Gas Generator

This is only one of the thousands of testimonial letters we have received
Muskegon, Feb. 28—With the greatest of satisfaction it becomes our privilege to inform you that, after using the Perfection Gas Gen-

erator for a sufficient length of time to give it a thorough test in every respect, there is nothing left for us to say aught against.

is otter than we ever had.

to us for all the information they may desire.

Perfection Lighting & Heating Co.
24 Michigan St, CHICAGO, ILL

The lighting

The expense is about 75 per cent, less and we are more than pleased and will be glad to have you refer any one

p g BALDWIN & CO

p, p. hunt, Michigan Agert,

17 south Division Street, GRAND RAPIDS, MICH.



THE ROCK OF CREDIT.

Why One Succeeded and Another
Failed.

The man who would be a success-
ful storekeeper, especially in the.
country, must do a great deal of
hard thinking. If he finds that he
can make more money selling for
ready cash let him do it; but if he
finds that, by combining the cash and
the credit systems he can sell more
goods and at the same time not be
exposed to any considerable losses,
then let him try that plan.

To illustrate different methods of
doing business, | will speak of two
men whom | knew some years ago:

John Burnham lived in a hamlet
in Northern New York, and there
were a number of well-to-do farmers
who traded at his store. There were
also many poor men who made a
practice of paying their bills when
they could not help it. This was
many years ago, when the system of
barter prevailed to a large extent
and when it sometimes happened
that a man had hard work to get
enough to pay his taxes. If he
wanted a pair of boots he bartered
with the shoemaker for them. Again
he would take a few bushels of
wheat or corn or oats to the store
and trade for what he wanted. The
economical mother of a family
would bring eggs or butter or even
mittens and socks to that same coun-
try store and exchange them for
some of the storekeeper’s goods.
Sometimes a man would bring axe-
helves or brush brooms or hand-
made shingles. In this way, years
ago, much of the country trade was
carried on. Those were days of
work, and more especially for the
farmer’s wife. She would do her
own cooking and housework, and,
perhaps about nine o'clock in the
morning, she would ascend to the
second story of the house and begin
to spin flax or work up a lot of wool
into yarn for socks and other arti
cles of clothing.

In such a community as this Mr.
Burnham had a general country
store, where he kept various kinds
of hardware and calicoes, besides
sugar, coffee, tea and, in fact, almost
anything that he could get hold of
which he thought would be bought
by his customers. For a while he
made money; but it seemed that he
wanted to get rich too fast. He
would trust the poor man as well as
the rich. After a time some of his
friends warned him against doing so
much business on credit.

“Oh! they will pay me, they will
pay me,” would be his reply. But
he soon found, to his cost, that t
great many poor men did not or
could not pay him for his goods. In
a faw years he had to assign all his
property for the benefit of creditors.
If he had always done business on
a strictly cash or ready pay basis he
might have made money to the end
of his life. It was not the fault of
the little village people, for a mer-
chant who preceded Mr. Burnham
did a thriving business, taking care
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to sell his goods to parties who would
be sure to pay for them.

Years afterwards | was teaching
school in the southern part of New
Jersey, ten miles from Atlantic City,
and boarded with James Smith, the
head trustee of the school district.
He kept a fine country store, but
had to wagon all his goods from the
railroad station ten miles away. This
man was a close buyer, as was
proved by the fact that he would go
to Philadelphia, buy his goods and
take them by rail and by wagon to
his place, where he sold almost
everything at much lower prices than

storekeepers did who lived right
alongside the railroad. This man
made money. How? He was care-

ful what he paid for goods, careful
whom he trusted and had a kind, gen-
tlemanly and cordial manner that
made him friends everywhere.
Contrast the two stores | have
mentioned and the men who owned

them and the reason for failure and
the reason for success will be ob-
vious. H. M. Coburn.

Never Mind 'Em.

If a competitor slaps you in his ad-
vertisement, uses sarcasm and rail-
lery and ridicule concerning your
store, do not hit back. Just turn the
other cheek.

Everything that is said about you
by your competitor is taken by the

people with a grain of salt, as it
were. You can hear them say,
“There is Jones fighting Smith

again,” and they pass it over with
a laugh.

If such a course on Jones’ part
causes comment at all, it is merely
amusement, and a sort of contempt.
If you reply to such attacks, you
meet with the same sneer.

Whereas, if you maintain a digni-
fied silence, not noticing the little-
ness and the meanness of your com-
petitor, you gain a reputation for be-
ing above fly-bites like this, and you
gain in the opinions of the right sort
of people.

It may hurt your vanity and self-

esteem to let imputations on your
business go unnoticed, but it will
disturb your fighting competitor

more to let it appear to him that you
are above his misstatements. And
the more he talks about the matter
the more it advertises you and hurts
him, so you can afford to sacrifice
your feelings in the matter.

Grocery Window Displays.

While the retail grocer of the big-
ger towns is making window displays
of fresh fruit and vegetables, the
dealer in the smaller town who does
not handle that class of goods should
be giving considerable attention to
dried fruits and canned goods. It
will not be long before the heavy
summer demand will begin, and the
dealer should educate the trade to
come his way. A grocery window
made of canned goods and dried
fruits will do business.

F. J. & W. F. Dowland, dealers in
dry goods, Hart: The paper is cer-
tainly the best thing ever put in
print and no merchant should be
without it.
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Retailers

-

Our experience in acting
as assignees is large and
enables us to do this work
ina way that will prove
entirely satisfactory. Our
records show that we do
the work economically and
in a business-like manner,
with good results.

Put the price on your goods.
SELL THEM.

Merchants’
Quick Price and

Sign Marker

Made and sold by

DAVID FORBES

*The Rubber Stamp Man”

34 Canal Street»
Grand Rapids, Michigan

The Michigan
Trust Co.

Oleomargarine Stamps a specialty. Get GgAND RAPIDS, «ICH.

our prices when in need of Rubber or

Steel Stamps, Stencils, Seals, Checks,
Plates, etc. Wkite for Catalogue.
UEEESIMT :
Handsome
e e Book Free

5 TINES More Light

than Acetylene.

6 TINES Nore Light

than Electricity,

10 TINES Nore Light

than Kerosene,

100 Times Nore Light

than a Candle.

It tells all about the most
delightful places In the
country to spend the
summer—the famous
region of Northern Mich-
igan, Including these
well-known resorts:

Petoskey Mackiaae Island
Each Lamp Makes Bay View Traverse City
and Burns its own Gas. Wegquetensint Neahfawanta
Hang or set it any- . .
where. A pare white, Harbor Paint Omeita
steady light.
NoOdor!  No Wick!

Send 2c. tocover postage, mention this magazine,
andwe will send you this 52-page book, colored
cover, 200 picturés, list and rates ofall hotels, new
1903 maps, and_ Information

about the train service on the

Grand Rapids ft
Indiana Railway

(The Fishing Line)

‘Through sleeping cars dally for the North from
Cincinnati, Louisville, St. Louis, Indianapolis, via
Penna_ Lines and Rlchmond and from Chicago
via Michigan Central R. R.and Kalamazoo; low
rates fromall points.

Fishermen will be Interested |n our booklet,

Where to Go FIShIn% mailed fre

. LOCKWOOD, Gen'l PassengerAgent
Grand Raplds Mich.

NoOreas«! No Pmeke!
Little Heat! safe*

Over 100 Styles for In-
door and Outdoor Use.

AGENTS WASTED

Exclusive Territory

The Best Light Co.,
8a E. 5th St., Canton. O.

BHSHESL

Far Generous Nourishment
there's no Food made
that equals

CbreavoiarWWheaxfcocA
IMUdbtfalCueAlSuryriit

There*« Vim, Vigor, Endurance in
every grain of it. Best food for ath-
letes on account of quick assimila-
tion and great “ staying ” power.
Speedily builds np the weak.
Ready cooked— always crisp and
sweet. Buy a package today

and look for "benefit” coupon.

Proprietors’ and clerks’ premium
books malled on e}ggllcatlon
D CO., Ltd.,

Joseph Mich.
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Hardware

Disappearance of the Steel Range
Peddler.

The various state conventions of
hardware merchants are over and
their deliberations on trade topic*
are a matter of history. A glance
over the various matters of trade n-
terest discussed discloses the fact
that in no convention were any pa-
pers read on ways of combatting
steel range peddlers nor was any
question pulled out of the variou*
guestion boxes bearing on this sub-
ject. Three years ago, or five years
ago, the convention without a care-
fully prepared paper on the range
wagon was something like the play
of Hamlet with Hamlet omitted.

This abandonment of this topic
shows that the roaming range sales
man is about to follow the aborigine
and the buffalo. Like Lo and the
bison, the range peddler needs vir-
gin territory. As long as there were
hundreds of counties peopled with
guileless farmers whose ideas of
“Home Comfort” consisted in lying
on the lounge in the living room and
reading the local news in the weekly
paper, just so long could the range
peddler scheme flourish like a green
bay tree. But once a range was lo-
cated in a neighborhood and the
high-handed methods in collecting
accounts so characteristic of some
of this firm’s agents were employed,
or the price of the range was com-
pared with that of better goods on
the floor of the local hardware deal-
er, or repairs for worn-out parts
were bought a few times, and there
was about as much chance of a ped-
dler getting business out of that
township as there is of a lumberman
getting logs from a field of stumps.

This concern who have in past
years been inundating the country
with peddlers, despoiling the retailer
of the steel range business of h's
locality and inducing farmers to hold
the bag for their fly-by-night agents,
have found themselves in the pas:
year or two up against a losing busi-
ness. The dissemination of informa-
tion as to their methods in those
great educative centers, the state
hardware associations and the conse-
quent adoption of energetic method«
in place of plaintive apathy have
made new territory harder to work.
Then, too, new territory is growing
scarcer for these people.

In order that their mechanical fa-
cilities designed for the business of
their palmier days might be utilized,
the main squeeze of this concern
evolved from his inner consciousness
the brilliant idea of making these
ranges under another firm name and
selling them to the retail trade. The
fact that they have to use a part jf
their factory to make ranges to sell
to dealers demonstrates that their
business is falling off, as they are
not increasing their capacity for new
business.

. The dealers who have attended ex-
ecutive sessions of the various state
hardware associations have had this
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little scheme of their old enemy very
thoroughly exploited and when the
traveling salesmen of this new Si.
Louis steel range company come to
see them, the Association member
is a good deal more likely to reach
for a good hickory-handle ax than
he is to give an order for a sample
or two. If he is of an oratorical
turn of mind he will descant on the
brazen effrontery of a manufactur-
er who will use a pitiable subterfuge
to hoodwink the trade into buying
goods made by a concern whose
agents stock talk for years has been
vitriolic abuse of the legitimate
dealer.

Then, too, the dealer who is coz-
ened into handling these goods not
only helps keep range peddler com-
petition alive, but he makes an ad-
mirable target of himself for com-
peting dealers who handle goods
made by manufacturers who do not
make fish of one and flesh of an-
other.

All the technical flaws in construe
tion, non-durability of parts, extrav-
agant use of fuel and other sins of
the peddler’'s range will form splen
did trade ammunition for the othei
dealer.

“We have done others and would
like to do you, too,” may be a pleas-
ant business rule for people of a cei-
tain callousness as regards morality
to follow, but 1 would hardly care
to be an enterprising hardware man
who helped them live up to this mot
to.—Sidney Arnold in American Ar-
tisan.

Got in the Oil Business.

Thirty years ago Mr. Rockefeller,
now one of the richest men alive, was
a poor merchant. It was then that
he took his first great plunge in oil,
and he took it literally, for, while
out in Western Pennsylvania, he one
day was immersed to the waist in a
mixture as black as pitch and as evil-
smelling as a gas retort.

It happened thus:

At the time Mr. Rockefeller was
an agent for a small oil company,
and, ever on the lookout for methods
of making money, he decided to visit
the oil wells himself, and see the
possibilities of starting a small busi-
ness.

Together with a friend, Frankew
Breed, he journeyed to Titusville by
train, and from there by saddle horse
to Petroleum Centre, where the wells
were at that time in operation, and
which place was little better than a
wilderness. The two men alighted
from their horses where the road be-
came impassable, and preferred to
take a foot-path for the last quarter
of a mile.

But before they reached the mills
a gully lay before them, across which
was a narrow wooden log for a foot-
bridge. Beneath lay the refuse from
the oil wells, consisting of every-
thing that goes to make petroleum
unpleasant—dank black oil water. In
crossing this Mr. Rockefeller’'s foot
slipped, and falling in he was im-
mersed to the waist.

Breed,” said he, turning to his
friend, “I guess you've got me in the
oil business now, hand and foot.”

BENENT

PALACE
STEEL
RANGE

Soarama:

Aesthetically correct

We would like to explain to you our
the
Write us about it.

plan for helping dealer sell Palace

Ranges. Ask*for large

colored lithograph.

F ftements Mons

fansina Michigan.



Wheels Which Have Rolled Through
the Misty Past.*

Fortunately or unfortunately, as
the case may be, I am not like the
Irish pugilist | heard of who forget
the important word “sufficient.” It
happened that this fistic artist had
a discussion with a negro of the
same profession over their respec-
tive pugilistic ability. The argument
grew so hot that they decided to
fight it out on the spot; and, not
having a referee at hand, they agreed
that the man who felt worsted should
cry “Sufficient,” and the other fellow
would let up on him. After they had
gotten pretty well mixed up, the
negro made decidedly the best show-
ing and lampooned the Irishman
good and plenty, but, although he
was very groggy, Mike kept in the
game until the negro spent the best,
part of his strength, and by some
lucky fluke the Irishman fell against
the negro’s solar plexus and floored
him. The darky cried, “Sufficient.”
“Oh, ye black divil,” cried the Irish-
man, “that is the word | have been
trying to think of for the last hour.”

Sufficient is a good word to forget
at times, but is well to be remem-
bered at others.

After devoting forty-odd years to
studying all that has been said and
written on the historic wheels and
the wheels of the present—some-
times called “the best wheel on
earth—1 came to the conclusion
that it might be, if not sufficient, at
least well to dwell a while on the
wheels of the times.

Now, it is a long jump from the
log wheels of the ancient Aryan races
to the “best wheel on earth” of to-
day, and in studying the mechanical
perfections or imperfections of tlie
wheels of the times in the various
past ages, and comparing them with
the degree of scientific construction
displayed in other fine arts of the
various periods, | was most forcibly
impressed with the backwardness or
the vehicle wheel, from the stand-
point of mechanical perfection, in al
ages, and never more than at the
present time.

The shaft of stone used by thv
ancients for a battering ram, mount-
ed on log wheels, was more symmet-
rical and workman-like in construc-
tion than the clumsy wheels which
bore it, and | believe that many car-
riage builders of to-day will agree
with me that in only too many cases
at this time the body and gear ar*
in design, for strength and durability,
far in advance of wheels on the job.
It was this line of thought that put
me into the wheel-making business
Being equipped with years of exp*
rience in various lines of mechanical
engineering and construction, | de-
cided that I was qualified to embrace
the opportunity offered in the car-
riage wheel business.

In every age there has been a
wheel peculiar to the time, just as
there have been houses, clothing,
arms and implements of every degree
of utility of the time, at every period

*Response by Sidney B. Whiteside at recent ban-
quet of the Cincinnati Carriage Makers’ Club.
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of history. We are just now passing
largely from a wood to a metal
period, and, as all radical changes
come of necessity, there is, happily,
in our great world of plenty always
a fitting substitute for every thin?,
or substance that outlives its useful
ness or becomes extinct, and in the
case of wheels, wood is both becom
ing extinct and, to a large extent
outliving its usefulness.

| have a personal friend who is a
well-known designer of fine racing
yachts, whom | heard laugh heartily
some fifteen years ago at the me:;
suggestion of a steel mast for afast-
sailing boat. Some two weeks ago |
recalled this incident as | read of the
steel mast and spars of the world
renowned vyachts, with their metal
hulls and tubular steel masts and
spars, compared with which the wood
construction of the very recent pas
for these craft now strikes us as far
cical.

The modern steel construction of
the fire-proof sky-scraper makes pos
sible the only feasible architecture
to meet the requirements of our time
in the great modern cities.

| can cite at least one incident to
show that in this age of trolleys, au-
tomobiles and other modern perils
of the highway, steel in the carriage
wheel meets the exigency of the time
to fully as great an extent as in the
building, the ship or any other line

Each new idea is suggested by
some precedent, and steel wheels for
carriages and wagons, as they have
been recently constructed, were sug-
gested by the bicycle wheel. Now,
from a mechanical standpoint, the bi-
cycle wheel has reached a high de-
gree of perfection, but it is still a bi-
cycle wheel, and is in no sense a
carriage or wagon wheel; hence, in
following the idea of the bicycle
wheel too closely in adapting the
similar wheel for use on four-wheel-
ers, we are apt to get a thing which
will be part wagon and part bicycle,
and obviously the requirements of
the two are quite different.

On the carriage and wagon we re-
quire, first of all, a wheel that is in
harmony with the body and gear and
matches up the design of the job,
for to be unsightly, a thing is sure
to be unsalable.

Then come a number of mechani-
cal requirements. As a chain is only
as strong as its weakest link, it fol-
lows that a carriage is only as strong
as the wheel, and if there is any dif-
ference in the strength and durabil-
ity of any part of a job, certainly the
weak spot should not be the wheel.

One of the first and basic laws of
mechanics is to get a perfect distri-
bution of weight and strength. For
instance, if we have in a wheel arim
too heavy for the spoke, or vice ver-
sa, or any part in weight out of pro-
portion to the other parts, the heavy
part, in the action of the vibration
that will develop, will dominate and
destroy the weak part; and, again,
a perfect distribution of stock is im-
perative in a vehicle wheel in order
to distribute the strain or burden to
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WE HAVE A FULL LINE OF

Peerless, Iceland,
White Mountain,
Freezo and Arctic

FREEZERS

Poultry Netting and Wire Cloth, Eave
Trough and Conductor Pipe, and Seasonable
Hardware.

Orders shipped same day as received.
Michigan agents for Doty Cream Separators.
We solicit your mail orders.

FLETCHER HARDWARE CO.

DETROIT, MICH.

Buckeye Paint & Varnish Co.

Paint, Color and Varnish Makers
Mixed Paint, White Lead, Shingle Stains, Wood Fillers
Sole Manufacturers CRYSTAL-ROCK FINISH for Interior and Exterior Use
Comer 15th and Lucas Streets, Toledo Ohio
CLARK-RUTKA'WEAVER QO, Wholesale Agents for Western Michigan



which the wheel is  subjected
throughout the entire structure. It
is not enough to have a few spokes
at the point of contact strong enough
to withstand all the shock to which
the wheel is subjected; but, to be me
chanically correct, any shock must
call forth an instant response from
every part of the wheel. To do this
the principle of construction must
provide for the distribution of the
burden on all parts of the wheel; or
in other words, if four tons weight
is carried on a wagon with four
wheels, and there are twenty-six
spokes in each wheel, then each wheel
must carry one ton, and every spoke
in each wheel must carry one-twen-
ty-sixth of a ton.

Now, in the distribution of weight
and strength, the starting point in
the calculation is with the question,
What burden is this wheel to carry?

If it is one ton, then the mathemat-
ical calculation must be based on
that requirement, and all parts of
the wheel must be constructed with
a view of carrying this burden, and
not only carrying it, but carrying it
with ease over all kinds of roads and
under all circumstances.

The question of vibration, which
crystallizes all metal, is one of most
vital importance in the construction
of a metal vehicle wheel. All me-
chanics know that vibration is con-
centrated in weak spots and angles or
where a connection is made and
where there is no fillet to dissipate
it; and there is no form of metal
where vibration gets in its work so
surely as at the threaded end of a
rod, such as a wheel spoke; therefore,
wheel spokes should not be threaded
at all.

Another bad feature of a thread
on a wheel spoke is that it cuts
through the best vitality of the ma-
terial necessary in a wheel spoke—
the enameled surface that is obtained
in the finishing process of manufac-
ture. And, again, every mechanic
knows that where a connection is
made with a nut and thread, the nut
will move when subjected to an al-
ternating strain, and when a nut
moves on a wheel spoke, the weak-
est part of the wheel, the threaded
portion of the spoke, is exposed to
corrosion, for | believe it is not cus-
tomary to paint or otherwise pro-
tect with any sort of finish the
threaded end of a rod or bolt under
the nut.

The connection of the spoke with
the hub is a detail of vital impor-
tance in a metal wheel. First, a con-
nection should be made between
spoke and hub that will admit of a
good, substantial coat of paint, and
a connection of such positive nature
that vibration will not develop a par-
ticle of movement in the joint to
break the finish and admit moisture
to rust the stock, and should be such
a connection as will form a contact
back of the hook, head or shoulder,
which holds the spoke in the hub,
and thus prevent vibration from
reaching such a hook, head or shoul-
der, which must necessarily be the
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point at which crystallization would
be developed, and we know that a
spoke must vibrate.

Now, when a contact is made at
any point on the string of a violin
or banjo, the vibration of the string
terminates at such point of contact
hence the vital part at the end of
our spoke can be protected from vi-
bration by forming a rigid contact
with the spoke at a point some dis
tance from the end.

Another important feature in the
metal vehicle wheel is to construct
it on a principle that will admit of
storing a surplus tension sufficient
to take up any lost motion that will
be developed from the wear and tear
that may increase the length of the
spokes, thus avoiding the necessity
of readjustment from time to time,
which is a nuisance to the consumer
and the manufacturer alike.

Another great feature which 1, in
the light of my experience in the
metal wheel business, am convinced
is obtainable, is a sufficient elastic-
ity to dissipate every shock from
rough streets before it reaches the
gear or the body of the job. This
elasticity not only makes the job
easier riding than could possibly be
made with any sort of spring, but if
sufficient and proper elasticity is de-
veloped in the wheel, it will increase
the life of the gear, the body, the
harness, and it is perhaps not going
too far to say that it will increase
the life of the man and the horse.

Another feature of the metal wheel
that Tam convinced is entirely feasi-
ble is to make it well-nigh indestruc-
tible; to build it so tenacious that the
vehicle may be skidded up the street
in collision with a trolley car or in
other accidents, and while the wheel
may bend, buckle and lose its shape,
it will remain upright and servicea-
ble, and a man can drive home ~fter
a collision that would cause a wood
wheel to literally go to pieces. This
is a very important feature of the
steel wheel.

I spoke a few moments ago of be-
ing able to cite at least one instance
where the steel wheel was capable
of meeting the requirements of the
times fully as well as steel has done
in other branches of mechanical con-
struction. The incident that | had
reference to was where a gentleman
was driving on a city thoroughfare
with a set of steel wheels, construct-
ed along the lines which | have de-
scribed, and his vehicle was struck
by a traction car and skidded over
the block street for a considerable
distance. The wheels bent and yield-
ed to the shock where something had
to yield, but they would not go
down, and the rider, who was an el-
derly gentleman of lifelong experi-
ence with vehicles of every descrip-
tion, declared that if his buggy had
been equipped with the ordinary
wood wheels, they would have gone
to pieces, and the occupants of the
buggy thrown in front of the car
and probably killed. Instead of this,
the vehicle remained upright, the
wheels were not “put out of busi-

DON'T ORDER AN AWNING

Until yon get our prices on the Cooper
Roller Awning, the best awning on the
market No ropes to cut the cloth.

We make all styles of awnings for stores
and residences. Send for prices and direc-
tions for measuring.

CHAS. A. COYE
1l and 9 Pearl 8treet
Grand Rapid«, Michigan

White Seal Lead

and

Warren Mixed Paints

Full Line at Factory Prices

The manufacturers have placed us
in a position to handle the goods to
the advantage of all Michigan custom-
ers. Prompt shipments and a saving
of time and expense. Quality guar-
anteed.

Agency Columbus Varnish Co.

113115 Monroe Street, Grand Rapids, Mich.

WHEN IN NEED OF

VEHICLES

OF ANY KIND

investigate our line before

going elsewhere. They are

built on the principle that it
is better to have merit than cheapness in price.

Wood’'s VEHICLES are Stylish, Strong and Durable
CHARGES WITHIN REASON.

\Vrite for our illustrated Catalogue and Price List—A pleasure to send you one, so write.

ARTHUR WOOD CARRIAGE CO.,
Grand Rapids, Mich.

BAKERS®
OVENS

All sizes to suit the
needs of any grocer.
Do your own baking
and make the double
profit.

Hubbard Portable
Oven Co.

182 BELDEN AVENUE. CHICAGO



ness,” and the riders were able to
drive home after the accident

While I do not wish to become
tiresome in the technicalities of metal
wheel construction, there are a few
minor points which 1 should like to
bring out for instance, such as the
proper spread of spokes at the hub.
This should be regulated not by
guess, or to cater to this, that or the
other application of wheel, as on bi-
cycles, machine pulleys or otherwise;
but, after the strength of the wheel
that is required has been obtained,
and the spokes have been appor-
tioned in weight and strength, then
the leverage required, as indicated by
the angles of the two sets of spokes
to carry the burden, should accurate-
ly fix the necessary spread of the
spoke. If this is not closely fol-
lowed, when there is not the full
burden in the wagon, and the spread

is greater than necessary, the wheel
will ride too stiffly, will have no elas-
ticity, just the same as a spring that
is made too stiff. On the other
hand, if the spread is not sufficient,
the wheel will vibrate too much at
all times, and will not have sufficient
strength to carry the full burden.

Another minor point that must be
kept in mind in the construction of
metal vehicle wheels is to obtain a
design that will not be too radical
a departure in appearance from the
wheel to which the consumer has
been accustomed, and the wheel must
not have any lumps, lugs or bumps
on the surface of its hub or rim, be-
hind which mud can hide, making it
difficult to wash, but must present a
clean-cut, smooth, as well as symmet-
rical appearance.

One of the points that | believe is
most interesting to the manufactur-
er, not alone in wheels, but in every
accessory, is to obtain the wheels
from the wheel manufacturer as
nearly ready to deliver to his custom-
er as possible, and to so construct
the wheel that the manufacturer of
the job can have as little to do as
possible, and so that in adopting it,
it will not be necessary for him to
re-educate his force or change any
of the methods of his factory.

Thoughts About Work.

There is a vast difference between
doing work and simply getting work
done.

There is a vast difference between
having simply a superficial knowl-
edge of work and having a thorough
understanding of it.

There is a vast difference between
merely seeing what needs to be done,
and actually taking notice of it.

A man who has a personal attach-
ment for his superior—a feeling of
loyalty—will be of better service to
him than one who works for him
simply because he is paid for it.

Stupidity is not a very desirable
element in the character of an em-
ploye, but it is often a relief to have
a workman who is just stupid
enough to do things as he is told to
do them.

A man who is incapable of giving
advice about his daily occupation is
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not the man to select to direct the
labors of others therein.

Subordinates, even of the lowest
rank, are occasionally called upon
to act independently in matters which
seriously affect the interests of their
superiors. It is therefore wise for
those in authority to seek, now and
then, the opinions of those under
them, not so much for advice, al-
though advice of a very high order
sometimes comes from unexpected
quarters, as to ascertain the capacity
for original judgment possessed by
those who may at any time be forced
to use it in the interest of their em-
ployers.

Who Is Who?

“You know how embarrassing it
is,” said the man with the red nose,
“to meet a man you think you know
and yet not to be able to name him.
Going from Cincinnati to Chicago
last week | had just such an adven-
ture. A man came to me in the par-
lor car and shook hands and asked
after my health and then sat down
for a three-hours’ conversation. |
tried my hardest to remember his
name and | noticed that he never
used mine. When he got up at last
| determined to take the bull by the
horns, and therefore said:

“‘Excuse me, but your
slipped my memory.”

“Just what | was going to say to
you,” he replied.

“You can’t be Jones?”

“And | don't believe you
Brown?”

“My name is Johnson.”

“And mine is Peters.”

“l never heard of you before.”

“Nor | you.”

“Who did you take me for?”

“Durned if I know. Who did you
take me for?”

“Same durned if | know, but I've
got a flask, and | guess we’d better
take a nip.”

name has

are

Substitute For Rubber.

John Muir, of John Muir & Sons,
Beith, Scotland, claims to have in-
vented a process for tanning hog
hides so as to render them a sub-
stitute for rubber in cushion tires for
vehicles of all kinds. The process
makes the skin harder, more durable
and equally satisfactory. Muir sold
the American rights to his invention
to a wealthy syndicate.

A demonstrating plant will be
erected immediately and all parties
interested will be invited to investi-
gate. A factory will then be built
to supply the demand. Similar rights
have already been sold for Germany,
Austria-Hungary, Switzerland and
other European countries. Mr. Muir
is confident of immediate and gener-
al recognition of his invention.

The substitute which he offers is,
he says, superior and cheaper than
rubber. The price of rubber, mean-
while, is necessarily increasing, ow-
ing to decrease of rubber trees and
the long time required to grow
others.

How to Achieve Fame.

“How can | secure a niche in the
Hall of Fame?”

“Invent a furnace that will burn
snow.”

METAL POLISH

:leaning brass,copper.tin
ICKEL AND STEEL.
EMOVES ALL RUST. <

PLY WITH SOFT CLOTH.WIPE OFF/
ITH DRY SOFT CLOTH OR CHAMOIS/

DIRECTIONS:

MANUFACTURED BY
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Search

The Metal Polish that
cleansand polishes. Does
not injure the hands.
Liquid, paste or powder.
Our new bar polish (pow-
der) in the sifter can is a
wonder. Investigate.

Send for free sample.
See column 8 price cur-
rent.  Order direct or
through your jobber.

McCollom
J Manufacturing Co.

Chamber of Commerce,
Detroit, Mich.

WE WANT YOU

to have the agency for the best line of
mixed paints made.

Forest City Mixed Paints

are made of strictly pure lead, zinc
and linseed oil. Guaranteed not to
crack, flake or chalk off. Fuirr U.
S. Standard Gallon. Our paints
are now in demand. Write and se-
cure agency for your town. Liberal
supply of advertising matter furnished.

TEe FOREST CITY PAINT & VARNISH CO.
CLEVELAND, OHIO

Established 1865.

USE OUR BRILLIANT GAS LAMPS

Halo 500Cand

Makes the best Gasoline Gas Plant on the market to-day.
Three years on the market.

loss.

and cut down your expenses.

One lamp will make a

25-foot room BRIGHT AS DAY. The average expense
of a 100Candle Power Lightis

Less than one*half a cent a day.

One quart gasoline will go farther than 9 quarts of ker-
osene; give more light than S or 10 ordinal lamps.
Better than gas or electric light at % the cost.

can use them.

Itis the one gasoline lamp that

never fails to give satisfaction or to do as rep-

resented.

lamp guaranteed.
100,000 sold during the last five years.

Every

Over
Don't

be persuaded to try imitations- they are risky

and expensive in the end.
with the BRILLIANT.

Everybody pleased
Write for catalogue.

BRILLIANT GAS LAMP CO.

le Power.

42 State St., CHICAQO.

too Candle Power.

M. B. ALLEN
Successor to M. B. Allen Gas Light Co.,

Never has bad a fire
Write for further light

Responsible agents wanted in every town to handle the Allen Light.
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BILL BLACK’S ERRAND.

A Tragic Romance of Frontier Store
keeping.
1.

“They told me | was a {pol when
I built this place,” North said, .after
the storekeeper had entered and
greetings, tinged with some surprise
on North’s part, had been exchanged
“and | told the people in town that
they were living in a false security
So we lost nothing in this exchange
of compliments.”

“Perhaps this is only a scare, after
all,” said Lawton. “The reds have
been decent for years.”

“The calm before the storm;
North replied. “You can always lo-
cate a noisy Indian; it is the quiet
Indian you want to watch.”

The storekeeper paid little heed to
the conversation. He could not
drive from his aching head thoughts
of the errand on which he had come
He studied closely North and Rose
and Lawton and the two or three
ranch hands lounging in the room
All were still in a more or less ex-
cited frame of mind because of the
news of the Indian uprising that had
been brought by courier three hours
before. Added to this, Rose showed
a kind of wonder at Bill Black’s
presence that was even more evident
than North’s surprise. Her womanly
intuition told her something was
wrong, although she was far from
divining the truth.

The affair of the Indians bothered
the storekeeper least of all. It sim-
ply annoyed him because it inter-
fered with his plans. North might
refuse to fight until the business in
hand of protecting his property was
disposed of and any immediate dan-
ger unlikely. The presence of Rose
was awkward. His determination to
do this thing quietly and regularly
instead of brutally kept him from
meting out to North the fate of Riz-
zio, the favorite of Mary, Queen of
Scots. He offered no explanation of
his presence except that he had come
on business.

No one thought of sleep. Outside,
two of North’'s men, gun in hand,
kept guard. The little garrison, for
such it might be termed, numbered a
dozen men. An attack was hardly
expected that night, if any came at
all. But no vigilance was relaxed nor
precaution left untaken.

The storekeeper came to the con-
clusion it was time he said something.
“They say this place is a regular fort,”
he began, addressing no one in par-
ticular.

“Not quite as good as that,” said
North laughingly, “but better, |
guess, than most ranch houses. While
the fence out there wouldn’t keep
the reds out we ought to be able to
pick a few off while they are getting
over. | may be able to give you a
little gun practice before you get
away.”

“Perhaps.”

“Do you really think there is any
danger?” hurriedly enquired Rose.

Both men regretted having said
anything to frighten the woman they
loved.

“My dear girl,” said North quick-
ly» “you needn’'t worry. We can
stand off anything that will come
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down this valley. These young bucks
that are on the warpath now are out
to steal cattle rather than Kkill people.
By midnight every man within forty
miles will be warned and by daylight
there will be blue uniforms chasing
the reds back to their villages. While
we are not in a fort, we are better
fixed than many a man who has kepi
twenty reds out of his dooryard with
a single rifle.  The windows and
doors are barred and | have given

orders, as you know, to burn no
lights but this small one in this
room. Outside | have two men

standing guard like they would at
an army post.”

When North addressed the girl the
storekeeper rose and stepped into the
adjoining room. It made the blool
course hotly in his veins for he de
tected the tenderness in his rival'-*
voice that had come unconsciously
under the stress of danger. North
joined him a moment later.

“There is no use frightening the
girl, Bill,” North said, when they
were alone, “but | wish | was sur«
they knew at the fort that the reds
were up in this valley. 1 do not know
but they do, but, even then, the
Colonel may not think we are in any
real danger. | almost wish | had sent
a man, although it would be a hard
night’s ride and God knows when he
might stumble on those red devils,
had to send one man to town with
the news and | hated to risk another.
The man who brought the news fror
up the valley I am keeping here. 1
hope we don’t have to route him out
to-night, for he is dead tired.”

Something urged the storekeeper
to say, “I will go,” as he thought of
Rose in the other room. But he
fought down the good intention when
he remembered his errand. “If any-
one had been going he ought to have
gone long ago,” he said. “It would
be hard getting a man out of that
gate if once the reds did show up.”

“1 arranged for that when | built
the place,” said North, with a little
show of pride in his voice. “There
are two strongly built sheds on the
north side of the house which serve
as store-rooms but are really inten I-
ed to be one of the defenses of the
ranch. One connects the big outside
kitchen with my private stable. The
other runs from the stable to the
fence. It would take a close sight
by daylight even, to find any en
trance in the wall to this shed furth-
est north, but it is there and | can
push out a section of it to let ou<
not only a man but a horse, if neces-
sary. There is little chance of the
reds finding the spot and | have the
secret very nicely to myself. But as
an extra precaution | have built,
where this outer shed joins the sta-
ble, a big door that a man could not
break through in a day. This is ar-
ranged so it will only open outward
and yet will only fasten on the inside.
The more it is pressed upon from the
outside the closer is it jammed into
place.”

North had no more than finished
peaking when one of the men who
had been outside walked quietly into
the room. He spoke in a low voice
and with no show of agitation, but
his face was white. “I think there*
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something movin’ out there in front,”
he said.

“You
North.

“l guess not.
sure before | come in.
ty Injuns out there
place.”

“Are they mounted?”

“1 think they left their horses down
by the cottonwoods along the river.
All we can see is something dark in
the grass. If the moon would come
out we could get a good look at 'em.”

“Well,” and North turned to the
storekeeper, “l guess we're in for it.”
He smiled slightly, but there was a
troubled look about his eyes. “We
must get the men all up but do it
quietly. Bill, you've got a good eye;
step out and see if you can see any-
thing.”

The three men filed out of the
room. North paused to speak aword
to Rose. “You mustn’t be frightened,”
he said, trying to laugh lightly, “but
I guess we have some visitors out in
front. 1 hardly think they will dare
to come at us, but perhaps it would
be well for you to step into this

may be mistaken,” said
Hank and me made
There’s thir
watchin’ the

other room. Your father will stay
with you.”
“Very well,” said Rose calmly,

“but father must go with you. He
can do nothing here and you may
need him out there.”

There was no time to praise the
girl for her bravery or to offer ob-
jection to the arrangement. North
dispatched the two other men in the
room to quietly arouse their com-
rades. One of the first men to spring
up gun in hand was the messenger
who had brought the news of the up-
rising. In his flashing eye and alert
pose there was evidence of that cour-
age that had sent him out that day
to warn his fellows of impending
danger. Douglas Malloch.

(To be continued.)

How Women Court Death.

“It is marvelous,” said the retired
merchant, who has plenty of time to
go about studying human nature,
“that we never hear of a woman be-
ing choked by a pin in her windpipe.

“l went with my wife the other
day to pick out her new spring coat.
She gave me the old jolly about my
having such excellent taste, you
know. Well, they called a fitter to
make some alterations, and the first
thing she did was to fill her mouth
with pins. Then she and the sales-
woman and my wife held a triangu-
lar debate as to whether the should-
ers should be taken up or the sleeves
ripped apart instead, and my word
for it, the fitter was in the thickest
of the fray, and came off victorious
without swallowing a pin.

“Next day my wife had a little
seamstress in to help alter her sum-
mer gowns. She was not a full-
fledged dressmaker, only a tyro at
$1 per day and car fare, but already
she had acquired the pin-in-mouth
habit, and had a pleasing little trick
of her arm in addition that was quite
as exciting. Whenever she broke or
mislaid a needle she would squeeze
her gown until she felt something
pricking her fingers. Then, when
she had a good purchase, as the coun-
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try folks say, she would seize the
needle point with her teeth and draw
it forth triumphantly. Never a
thought of fear that it might slip
down her throat.

“And the very same evening ma-
ciame showed me a number of little
cloth cornucopias she had made to
put over the tips of the pencils 1
carry in my vest pocket, point up-
ward. She said she had been think-
ing over the subject, and if | was to
fall from the top of the stairs one of
the points might break and enter my
heart or pierce my lungs. She re-
marked, as a clincher, that ‘men were
a reckless set, anyhow, and seemed
to delight in courting danger,” after
which she stuck in her mouth the
needle with which she had been mak-
ing the safeguards and went down-
stairs singing.

“Aren’t they wonders?”

The Latest Health Prescription.

Drink water and you get typhoid.
Drink milk and you get tuberculosis.
Drink whisky and you get the jim-
ljams. Eat white flour and you get
appendicitis. Eat soup and get
Bright's disease. Eat beef and en-
courage apoplexy. Eat oysters and
acquire toxemia. Eat meat of any
kind and get indigestion or some
kind of disease. Eat vegetables and
weaken the system. Eat deserts and
take paresis. Smoke cigarettes and
jdie early. Smoke cigars and secure
a nice catarrh. Drink coffee and
tea and obtain nervous prostration.
Drink beer and have dyspepsia.
Drink wine and get the gout. In
.order to be entirely healthy one
must eat nothing, drink nothing,
smoke nothing and even before
breathing one should see that the
air is properly sterilized.

Fine feathers often make sorry jail-
birds.

GOOD BARGAINS 1IN
H A ND

SECOND

AUTOMOBILES

No. i. 1900 model Locomobile 5 h. p.
steam, cost 850, in A-i condition
throughout, ail thoroughly overhauled
and repainted with red'and black trim-
mings, looks good as new, with new
burner and chain which cost $30,
also four new tires which cost $50.
Has detachable Dos-a-Dos rear seat,
new carpet and high new dash. Itisa
quiet and easy running steamer and
worth fully , which will sell for
$3*5 spot cash, first $25 deposit received
will get it.

No. 2. Mobile 1901 pattern 5h.0p. steamer
bought new in > for $750, used in
City only, new boiler, has just been
thoroughly overhauled and refinished
by us at acostof $55 It is finished in
red with black trimming, has new chain
and is in A-i condition. Has extra
Dos-a-Dos rear seat and is worth $450.
Owner will sell for $350 as he has
ordered a new machine.

No. 19. Another 1seat Mobile in good
condiUon except needs painting, at $275.

Get our complete list

MICHIGAN AUTOMOBILE CO.

ORAND RAPIDS, MICH.

GOOD MERCHANTS

OUR
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WE CALL ATTENTION TO OUR
SPLENDID LINE OF

LIGHT AND HEAVY

" HARNESS

O WN MAKE

We fully guarantee them.
Also remember our good
values in HORSE COLLARS.
Our line of Lap Dusters, Fly
Nels, Horse Sheets and Cov*
ers is complete. We give
special attention to Mail
Orders.

BROWN & SEHLER
Grand Rapids, Mich.

Can recommend to their customers and friends

MEYER’S
Luncheon Cheese

Red Seal

A specially prepared Cheese with just enough spice to
make it delicious. It sells on sight and every sale
makes a regular customer. It is all ready for a_rarebit
V\H_thout addition, and for sandwiches ‘it is just the

thing.

This Elegant Display Case, filled with
dozen 10 cent packages,

One dozen packages for refilling case cost only 90 cents.
Free Advertising Matter, etc, on request.

J. W. MEYER,

assortment— it pays well.

rtanufacturer of

Red Seal Brand Saratoga Potato Chips

N

ia

Order a tria

137 E. Indiana St.
CHICAGO

IF A CUSTOMER

asks for

and you can not supply it, will he
not consider you behind the times?

HAND SAPOLIO is a special toilet soap—superior to any other in countless ways— delicate
enough for the baby’s skin, and capable of removing any stain.

Costs the dealer the same as regular SAPOLIO, but should be sold at 10 cents per cake.
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How Clerk in General Store Outwit-
ted Millionaire.

It seemed to be a case of mutual
dislike—the reverse of “Love at first
sight,” if you please. Jim Strome
was not the best fellow in the world
to get along with and when for that
reason Art Bainbridge put in an ap-
pearance after Jim was “all tuckered
out” and so ready to put up with any-
body, it did not take the storekeeper
a great while to let the young fellow
“see what he could do” at fair enough
wages. One would have thought that
for a time at least the hot-headed
Jim would have tried to be decent,
for Art was not a fellow to shirk
and he was not a green hand at the
business; but Strome was Strome and
the first day’s trial showed the new
clerk that his toughest time was to
be not with the work but the master

Art was a Bainbridge, however
and he had come to stay, and those
who knew the Bainbridges knew, too,
that that fact settled it—stay h
would and did; and it became a mat
ter of conjecture how long it woul
take Jim to give in.

Had it been a matter for muscl
to settle three good minutes would
have done the work, for the young
man was of the Bainbridge build an
the type was large and well-propor
tioned and sinewy. This condition
had its influence, for the first dai
showed that while the boy was good
natured enough there are limits to
good nature and that once reached
the man that went too far was “fix
ing up a job for the surgeon.” $
Strome, with commendable discre
tion, kept within the danger line an™
made up for it by turning over to
the young blood the tough customer
and by finding all manner of faul
if things did not go exactly to sui
him.

Mrs. Jane Draper was a case i,
hand. She was a woman of smal
things and always afraid of gettin:
cheated. Pickles or potatoes or cal
ico.it made no difference what, she'd
spoil the goods by overhandling ant
then keep them for a day or two
bring them back to find fault be
cause they were not what they had
been represented to be and declare
with stinging tongue and flashing
eyes that the goods would be taken
back or her trade would go some-
where else. To Art's credit and
Strome’s utter astonishment Mrs.
Draper stopped her foolishness and
got equal with Jim by refusing tj
trade with him and telling Art in the
storekeeper’s presence that if he
wanted to succeed in business in Try-
onville he’d have to “git rid o’ Jim
Strome!”’

After that the storekeeper began
to let up a little. He found himself
at odd times “looking the feller over.”
He really found the clerk much to
his liking. The sound of his voice
had a tone in it that the storekeeper
liked to hear. He found, too, that
Bainbridge was not built on the up-
to-date order. He had a civil tongue
in his head. Much provocation as
he himself had given, he was forced
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to say that there had never been any
rough answering back. When th
time came for a stop, the Bainbridg
eye would look into Strome’s face
with an expression that the party
most interested understood and th

settled it. The store was well taken
care of. Jim had never been noted
for his neatness and his astonishment
was great when the store floor after
a vigorous sweeping was treated to
as vigorous a mopping by that stren
uous Arthur Bainbridge. These were
influences which Tryonville matron
appreciated and they were not back
ward in showing this appreciation, so
that the storekeeper had another rea
son, in his increasing custom, for
looking kindly on his clerk; and yet
and yet. he refused to recognize and
acknowledge the treasure that had
come to him.

“One good thing about it,” re
marked a Bainbridge admirer when
“Strome’s meanness” was the topic
of a lively conversation, “Jim Strom
is going to get the worst of it am
the longer he holds out the worse it’
going to be for him. Art cares fo
him as for the idle wind,” and si
to the outsider it seemed. To the
clerk, however, Jim Strome was not
all bad. He early saw that the hu
man chestnut bur was full of the fat
test nuts and he was willing to wait
for the timely frost which would give
him the meat in due season without
damaging his temper or his fingers
So the two men lived and worked to
gether as they would be working to
this day had not Jim made up his
mind to 'play it just one more game,’
just to see what would come of it

Once a year the honorable Archi
bald Kenington, multi-millionaire
comes to pass a few weeks at his es-
tate in Tryonville, and if there is
anybody in this wide world that Jim
Strome hates it is “Old Arch. Ken.'

He’'s too stingy to breathe. He’l
come in here with his money bulging
his pockets and haggle half an hour
over the half-cent. He’ll buy a pound
and a quarter of cheese, or anything
else, so there’ll be a fraction to fight
over and he’ll have the whole thing
every time: and then he’ll tell how
he helps my trade by trading here!
and this was the man that was to
ettle Arts fate. “If he can only
make that man with his millions feel
ike thirty cents I'm his man forever-
more.”

He began at once.

“Art, Kenington has come to town
nd you've got to dicker with him. |
won't. | don’t care a snap for his
trade and if the worst comes to the
worst | just as soon see you kick him
out the store as anybody else—a little
rather, in fact. You're bigger’n he is
and can do it, only I want to be
around when it's done. [I'll see that
ou re well paid for the job, so you're
ot to worry any on that account.
He 11 start in with you the very first
thing and he’ll get the best of you
you don't look out. ‘Forewarned
fore-armed;’ now go ahead.”
That very afternoon the music be-
gan. About two o’clock Archibald

Kenington walked down the main
street of Tryonville as if the town
belonged to him. Jim Strome saw
him coming and barricaded himself
in his chair at his desk behind a
newspaper. Art Bainbridge stood
behind the cigar showcase and looked
the hearty greeting he was eager to
extend. Pomposity advanced to the
showcase until his spotless duck vest
almost touched it. He scanned crit-
ically the contents of the case.

“1 don’t see my favorite brand here,
young man—the Imperator. | won-
der that Strome doesn’t keep them.
He knows | never smoke any other
unless | have to. Let’s see what we
have here.”

“None that you like, I'm certain.
How’s this?” the young fellow said
as he reached under the counter and
took out a new box of Imperators.
‘You see, Mr. Kenington, it isn't
everybody that can afford to smoke
that grade of cigar. It isn't quality
that the Tryonvillian cares for and
fifteen cents is too much for a smoke.
*ou see, | heard you were coming
and Mr. Strome knows your taste and
brand and the rest was easy. | urged
him to load up. Will you take one
box or more?”

“Lord bless you, no! Cigars by the
box always dry up. No; I'll take
mine as | smoke them—one at a
time. Fifteen cents, though, is too
much for that cigar. | won’t give
it.”

“You're right. That's the way |
feel about it. We can afford for the
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Alabastine Company
Grand Rapids. ITich.
and 105 Water Street, New York City

Overhead Show Case and Counter Fixture

for displaying merchandise.

Write for com-

plete catalogue of window display fixtures
and papier mache forms, also wax figures.

WESTERN MANUFACTURING CO.. Milwaukee, Wi*.

Patent applied for

306-308.BroadwaV.

calelsi?:

S
- ARfLYHIE" STANDARD FOK .
Accuracy' Durability & Super tor Workmanship’

or your Jobber.Insist upon cctUn« the Pelouze make

AS SHOWN_ 24. Lh»

N7 E
5% G scor

REL QUAE SSALE & ML

Only One Cent

If invested in a postal card

May Make You Many Dollars
Address one to the
TANNERS’ SUPPLY CO., LTD.

asking for prices on

HEMLOCK BARK

Ten tanneries represented.

C. F. YOUNG, MANAGER, GRAND RAPIDS, MICH.
Widdicomb Building



sake of having your custom, Mr. Ken-
ington, to put them to you for two
for a quarter. | can afford to pay
that for them myself and have ever
since | knew you were smoking them.
| was saying to Mr. Strome when he
filled the order that with two such
good customers as we are he ought
to expect to make some reduction.
Between us both we can easily make
the brand a fad here and that it would
pay to make the price au fait. | sup-
pose you’'ll take two—that's my hab-
it.” He pushed the freshly opened
box towards his customer.

Kenington glared over his eye-
glasses at the impudence before him.

“1 don't know who you are, young
man, and | don’t want to know and
I don’t want any of your airs and fa-
miliarity. | said | wa'n't going to
pay no fifteen cents"—the man’s
early grammar forced itself to the
surface under excitement—“nor no
two for a quarter rate; d' ye hear
that?”

“That’s what the old man said
when the kid asked him if he heard
the thunder-clap that ripped off the
shingles over their heads; so that’s
settled. Now about the cigars. Do
you know I'm mighty glad to hear
you say that. I'll tell you what we’ll
do. It's worth twelve and a half
cents to me to smoke the mate with
a millionaire who knows a good cigar
and can't afford to smoke it. 1I'd like
to have it to tell to some of the fel-
lows of this town who'd give all they
have to do the same thing. So, Mr.
Kenington, just light up at my ex-
pense and give me something to crow
over. Every cigar we smoke to-
gether in that way is worth a half
a dollar to me. Have a match?” The
article mentioned was struck and ex-
tended to the customer, the clerk
having already bitten off the end of
his own, which was waiting in his
mouth for a light from the same
blazing match.

“Well, I be—" the millionaire did
not say what. “Words had lost their
power. Rhetoric was vain.” Throw-

ing down a quarter with a force that
would have broken the case-cover
had it not been a superior article he
took a couple of the Imperators and
walked out of the store, a very dig-
nified and a much-offended man.
Then Art Bainbridge bent prone up-
on the counter and laughed until his
muscles were sore and Jim Strome
did his best to keep up with him.
When the paroxysm had subsided
Strome went over to the box, took
one of the cigars, lighted it, held the
blazing match to Art’s cigar thatwas
still in his mouth and dropped back
into his chair, and for the next five
minutes they talked “ the thing” over
with a heartiness and a comradery
that neither had felt for the other be-
fore; and when the cigars were fin-
ished each felt that he knew his man.
“Now, then, Art,” Strome said as
he threw away the stub, “I've got
something to say to you. | made up
my mind when you came in here that
I hadn’'t any use for you and | guess
I've acted pretty ornery a good many
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times on that account. I've changed
my mind and | want you to know
it. 1 think you're a mighty likely fel-
low and just the one | want in here
with me. Your doing up old Ken.
fixed that. | told you I'd pay you
if you came out ahead and I'm go-
ing to. I'll take you in and give you
half of the net profits if you say so.
Do you say it?”

“Here and now, yes; but | can’t
let the chance go by without telling
you that I didn’t fall in love with you
the first six weeks. After that | got
on to you and found out that your
bark was only that and that you did
not have any teeth! Put your hand
there, Jim; and if | ever go back on
you | hope it'll drop off. Let’s have
an Imperator on it. | believe it'll
do us both good.”

The beginning of the next month
the partnership of Strome & Bain-
bridge was announced and when the
people of Tryonville got over their
surprise they wanted to know what
under the sun they called the store
the Tmperator for and were mad be-
cause the firm wouldn’t tell them.

Richard Malcolm Strong.

Does Not Pay To Be Brash.

One of Rochester’s “old boys on
the road,” a short time ago, in ex-
changing experiences with some of
his acquaintances of the trade, re-
lated his initial experience when he
carried out his first line of shoes. It
was twenty years or so ago.

“We carried our samples in satch-
els in those days,” he said, “and it
wasn’t necessary to have one or two
double trunks, as it is now. Well,
the first town 1 struck | walked up

the main street, and, on reaching
an inviting shoe store, | got my
courage up and | braced in. | met

a clerk who told me the proprietor
was in his private office in the rear
Without knocking, | opened the
door to the private office, and met
two men—one in business dress at
his desk and the other with overcoat
on and hat in hand, who was evi-
dently a caller.

“‘I'm Mr. So-and-So,” | blustered
out, ‘and | represent the firm of
Blank & Blank, of Rochester. I've
got a full line of the new samples
with me and | would like to show
them to you,” at the same time start-
ing to open my satchel.

“‘You'll pardon me,” said the pro-
prietor, who was the man at the
desk, ‘but I am engaged at present,
but if you will wait outside a few
moments | will talk with you.

“1 thought that a chilly reception,
but I changed my mind after the pro-
prietor talked to me—and he talked
plain. Before looking at my sam-
ples he asked me if I wasn’'t a new
man on the road. | had to admit
that | was and that his was the first
store that | had been to. He said
that he thought as much and that he
would have dismissed me from the
store on account of my intrusion had
| not appeared in earnest and had
a face that pleased him. He gave
me a good talk on etiquette of the
office and cautioned me never again
to break into a conversation, but
await my turn to talk and then intro-

duce myself by word of mouth, at the
same time handing my card. Well,
I sold that man a big order, as or-
ders went those days, and | received
advice worth many dollars to me. If
that man had not possessed a kindly
heart | would have been bounced, or
probably would have quit my job in
disgust. It doesn’'t pay to be brash.
The salesman who makes friends of
his customers is the one who suc-
ceeds and always holds down a good
job at a good salary.”

The Hand That Used to Spank My
Pa.

When | go down to grandma’s, where
There’s always lots of rake and pie,
| spread mv bread with jelly there
And stuff up till | nearly die!
The greatest run you ever saw
Is slidin' down their steep roofed-shed,
And the hand that used to spank my pa
Is the hand that pats me on the head.

I tear around and yell and make

All kinds of noise, and they don't mind;
They have no baby there to wake.

And both of them are awful kind.
The goodest man | ever saw

Is gtrandpa with his hair all gray,
And the hand that used to spank my pa

Sews up my trousers every day.

S. E. Kiser.

Things We Sell

Iron pipe, brass rod, steam fittings,
electric fixtures, lead pipe, brass
wire, steam boilers, gas fixtures,
brass pipe, brass tubing, water
heaters, mantels, nickeled pipe,
brass in sheet, hot air furnaces,
fire place goods.

W eatherly & Pulte
Orand Rapids. Mich.
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By using a
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S. F. Bowser & Co. Ft Wayne, Ind.
They Save Time

r Barlow'S"
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[shipping blanks
~parlow 9ro$ 1 Cash

hTpRANO RAP|Ds
Get oar Latest Price«

Fire Insurance Co.
| Hartford.

National

W. Fred McBaia,

. The Leading Ajeacy,
Orand Repich. Mich g Aeacy

Gas or Gasoline Mantles at
50c on the Dollar

GLOVER’S WHOLESALE MDSE. CO.
Manufacturers, Importers and Jobbers
of GAS AND GASOLINE SUNDRIES
Grand Baotda. Mksti.

PRINTING

It’'s as much a necessity in your

business as the

goods you sell!

Get the right kind— neat, tasty,

up-to-date printing.

Tradesman

Company furnishes this kind, at

right prices.

Send us your next

order—no matter what it is, large

or small.

careful attention.

It will have prompt,

TRADESMAN COMPANY

25-27-29-31 North lonia Street,

Grand Rapidfe, Mich,



Poultry

How Poultry Fattening Can Be
Made Profitable.

The principal business of the stock
raiser is to send the greatest weight
to market on each individual animal.
When he buys a thin steer, he buys
an opportunity to convert grain into
meat. The greater the number and
variety of these opportunities, the
greater the income. Why not take
the same advantage of the opportu-
nity his poultry presents and con-
vert grain into flesh in less time and
at a greater percentage of profit than
in the four-footed animals? Let us
figure for a moment what the losses
and gains are. Suppose the produc-
er goes to market with a coop of
three- pound chickens and they bring
thirty cents each, or ten cents a
pound. A three-pound pullet off the
farm carries about six ounces of bone
and eighteen ounces of offal, and af-
ter cooking there are about thirteen
ounces or 28 per cent, of edible meat
left. The consumer is therefore pay-
ing 23 cents per ounce for edible
meat, or 36.8 cents per pound or
more than meat of this kind and
quality is worth. Now, instead of
marketing this bird in this condition,
let him put it in the fattening coop,
and he can, after expending eight
cents more in feed on it, increase its
weight from two to three pounds
in twenty-one days, and say it gains
two and one-half pounds, he can go
to market with the finest quality of
meat, which, even if it brings no
more per pound will fetch him fifty
cents instead of thirty cents, as be-
fore; but it does and will sell for
three to five cents more per pound,
for quality and appearance always
have, and will, govern the price. The
bird now, after cooking, gives us
forty ounces of edible meat, or three
times as much as other, and if the
consumer is able to buy it at the
same price per pound he is only pay-
ing 13 cents per ounce for it. or
twenty-two cents per pound of meat.
This is certainly economy for the
buyer, and he is not slow to per-
ceive it, but if he is willing to pay
36.8 cents per pound for edible meat
on a thin chicken, he should be, and
is willing to pay the same or a high-
er rate for the fattened one, which
it is easily figured would amount to
seventeen cents per pound alive, or
ninety- two cents for the bird. This
is perhaps based on more than the
maximum average gain in weight
that would be attained, but an aver-
age close to two and one-half pounds
can be had when feed and conditions
are what they should be. This sure-
ly exceeds anything that can be
done with beef or pork, and where
it is not followed there is just that
much opportunity wasted. There
may be some who can figure a pro-
fit in raising two or three-pound
chicks at thirty cents each, and where
they are turned out to rustle for
their own living there no doubt is,
but admitting it to be all profit, why
not make a new investment at this

MICHIGAN THADESMAN

period? The frame then costs noth-
ing; take it and fill it out, and all it
fetches when finished is profit except

eight cents expended in extra feed,
or nearly 200 per cent, profit. If this
looks big, cut it in two, and then

show me where or in what other bus-
iness you can make 100 per cent, pro-
fit in twenty-one days.

There are two factors that the
fattener must keep in mind and
shape his ends accordingly. The

breed employed must be the one most
suitable and adapted to taking on
flesh and showing the best shape and
form when dressed. The second is
the production of meat of the best
quality. The foundation of the busi-
ness is proper feed. If this is com-
posed of proper material in such pro-
portions as to be readily digested and
assimilated without disturbing the di-
gestive organs or their functions, the
laying on of flesh will proceed rapid-
ly. It matters not how it is fed,
whether from a trough or by a ma-
chine, but where the maximum is de-
sired the machine is indispensable,
for the reason that after a week or
ten days of trough feeding the bird
does not eat so greedily; its wants
are less and more quickly satisfied.
It being capable of digesting twice as
much as it would not eat of its own
inclination, the machine compels its
doing so. It must not be understood
that a machine is used to overload
the crop, but simply to fill it to its
normal capacity.

The best season for this work is
as soon as the chicks reach two and
one-half or three pounds in weight;
they will then under this system take
on flesh at a rapid rate. We prefer
the American breeds for this pur-
pose, although a cross in which there
is some Asiatic blood is very sat-
isfactory and makes a fine carcass,
and the Dorking-Brahma cross is su-
perior to any. There will always be
found a difference in the ability of
some of the same lots of birds to take
on flesh. We are unable to explain
this; they differ as individuals do,
there being an inherited tendency in
some families and no doubt he-
redity has much to do with it.

The poultry farmers who have run
in one groove for many years have
vainly imagined they were getting all
the profits there were in the business
and have been content with the sit-
uation. The big packing houses who
are engaged in supplying the world
the meat food naturally discovered
the fact that poultry as well as beef
is demanded by the same consumer
They had every facility for buying in
the cheapest markets and selling ir.
the highest; why should they not
combine the two lines? They felt
their way gradually until to-day they
are the largest handlers in the coun-
try. The next question that con-
fronted them was quality. Here, too,
they saw an opportunity to take the
frame they had bought from the
farmer and put the quality on it, and
the days of the “grass-fed” chicken
are numbered, so far as their filling
market requirements are concerned

E GG S

We are the largest egg dealers in Western Michigan We have a
reputation for square dealing. We can handle all the eggs you
can ship us at highest market price. We refer you to the Fourth
National Bank of Grand Rapids. Citizens Phone 2654.

S. ORWANT Si SON, grand rapids, mich.

We Have Been In This Business
For 38 Years

And have a long line of customers (both wholesale and retail) who depend
upon us for their daily supply. Our sales are always at best prices obtainable.
Personal attention is given each and every shipment We do the best we can
with what you send us. The better the quality and packing the better the price.

L. O. Snedecor & Son
EGO RECEIVERS

36 Harrison Street, New York

Reference: N. Y. National Exchange Bank

THE VINKEMULDER COMPANY

Car Lot Receivers and Distributors
Strawberries, Pineapples, Oranges, Lemons, Cabbage,
Bermuda Onions, New Potatoes
Our Weekly Price List is FREE
14-16 Ottawa Street, Grand Rapids, Michigan

We buy Potatoes in Car Lots. What have you to offer for prompt shipment?

SHIP YOUR
BUTTER AND ECCS

and be sure of getting the Highest Market Price.

We are also in the market for some Red kidney Beans

G ARDEN S EEDS

All orders filled promptly the day received. Prices as
low as any reputable house in the trade.

ALFRED J. BROWN SEED CO.

GRAND RAPIDS. MICH.

WE HAVE MOVED

Our office to our new brick warehouse on Second avenue, Hilton street, Third ave-
nue and Grand Rapids & Indiana and Pere Marquette Railroads, between South
Division St. and Grandville avenue. Reached by either South Division street or
Grandville avenue cars. Get off Second avenue in either case.

MOSELEY BROS.

SEEDS. BEANS. POTATOES. FRUIT GRAND RAPIDS. MICHIGAN

6qqQgs ttlanted

In any quantity. Weekly quotations and stencils furnished
on application. )
£D SEh ., Bad=ock

Wholesale Dealer in Butter, €gqs, Traits and Produce
Both Phones 1200



The packers are improving the qual-
ity so far as weight and appearance
go, but they can’t get away from the
grease, no matter how they try; at
least, they have not been able. They
are very desirous of supplying the
English markets, and when they can
furnish the quality demanded they
will have a big outlet. One firm in
Kansas City is killing ten thousand
fowls per day, and their manager
stated recently that in less than two
years they would be killing two hun-
dred thousand per day. This will
stimulate the poultry production at
an enormous rate, and the business
generally should be benefited. They
will place on sale in Eastern markets
finished fowls that will supplant the
average home-grown chick. They
will sell at top prices, and the second
grade will sell for what it will fetch.
They hold the beef trade securely in
hand in every market of any conse-
quence, and when they display the
best poultry they will control that
also. These packers are establishing
the machine feed at all of their buy-
ing stations scattered throughout
Missouri, Kansas, Texas, Oklahoma,
Indian Territory and Arkansas. One
firm alone has sixty of these stations,
where they pick up the opportunity
the farmer throws away and make
twice the profit on each bird in
twenty-one days that the man did
who raised it. Last December they
were paying him six and one-half
cents per pound for pullets, and on
the same day the birds they fattened
sold for eighteen cents per pound on
the butchers’ stalls.

Where They Eat Horse Meat.

Not only in Berlin, but in almost
all the great cities of Europe, horse
meat is eaten by the lower classes.
There are great slaughter houses in
Paris which Kkill thousands of horses
every year. In Vienna more than
25,000 horses and a number of don-
keys annually are killed, and Berlin
eats horse meat by the thousands of
pounds every day. Such horses are
inspected both before and after Kill-
ing, and every piece of meat must be
stamped as healthful by the inspec-
tors. Have you ever seen a piece
of horse flesh? It is redder than
beef and looks for all the world like
venison and tastes not unlike it
There are 200 butcher shops in Paris
which sell nothing else.

One of these shops which 1 visited
in the poorer quarters of Berlin had
steaks, roasts and soup bones nicely
dressed and ready for sale. The meat
was black where it had been ex-
qgosed to the air, but red when fresh
cut. Upon the wall hung horses'
sides half cut up, and on hooks from
the ceiling hung horses’ hams,
smoked and dried. On one wall were
long strings of little sausages, black
as ink, speckled with bits of white
fat. Each string weighed a pound,
and the bare-armed butcher behind
the counter told me that it was
made of ground horse flesh, and
sold for twelve cents a pound. He
said a good loin roast cost eight
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cents, and the best steak ten and
twelve cents. He showed me a pile
of Hamburger horse steak at a lower
price, and also some yellow horse
fat,which he says the poorest classes
use as cooking butter. He says that
horse fat is as good as goose grease
to cure a cold, and that horse oil is
excellent for rheumatism.

This man’s family was at dinner
when | called, and upon my asking if
he ate horse meat himself, he took
me into his dining-room, where his
wife and children were devouring
plates of soup made from horse bones
The children looked healthy, and he
told me their bodies were lagely made
of horse flesh. He asked me to sam-
ple a bit of the meat, and | did so
It tasted like tough deer, with a light
gamy flavor. | don't like it, but that
may be owing to prejudice, or it may
be that the bite | took was from an
ordinary old street-car plug, tougher
than ordinary.

I have visited several of the horse
slaughter houses. The first one was
like a big barnyard surrounded by low
stables and fenced in at one side with
long buildings of red brick. At the
right of the gate stood a group of
butchers, their shirt sleeves rolled up
above their elbows and their bare
brawny arms covered with blood
Each butcher had a leather apron, well
spattered, and looked altogether
rather repulsive than otherwise. |
had a permit to see the establishment,
and in addition gave a small fee to
one of these men so that everything
was thrown open to me. The first
room we entered contained the horses
that had been killed that morning.
There were several score of them
hung like beeves from the rafters,
with their heads downward. A splen-
did bay horse which had just been
killed was being dressed on the floor,
a white horse was being skinned, and
an inspector was going over the vari-
ous cuts of those hung from the raft-
ers and stamping them.

.Frank Carpenter.

Improved Service to Michigan Sum-
mer Resorts.

The floating palaces of the Detroit
and Cleveland Navigation Companj
are more beautiful than ever this
season and have many added conve-
niences. The parlors and staterooms
are newly furnished, and traveling is
made delightful over this popular
route. Their service has been im-
proved and now make good connec-
tions with all railroads at each of
their ports. Send 2c stamp for illus-
trated pamphlet. Address

A. A. Schantz, G. P. T. Mgr.,
Detroit, Mich.

We Fit the Hard to Fit

There are old feet and young feet,
And little feet and Igreat;

Pretty feet and homely feet,
Ana feet that do not mate.

There are tender feet and tough feet,
Narrow feet and wide;

Short feet and long feet
And feet you'd like to hide.

It is quite a feat to cover feet
In style and comfort, too,

And if'this is what you want.
1'll tell you what to do.

Take your feet to Egelhoff's store,
And fit them in his shoes;

Your corns will never bother you,
And you'll never have the bines.

Geo. E. Egethofr.

Butter

| always
want It.

E F. Dudley

Owosso, Mich.

CROHON & CO.

DEALERS IN

HOS, Wob, LRSS, TALOYW
AD HLTS

26-28 N. MARKET ST., GRAND RAPIDS, MiCH.
Highest market prices paid. Give us a trial. Always in the market.

BOTH PHONES

Hay or Straw

W e are in the market for both and are
prepared to pay the highest market price.
Write and let us know what you have.

We job extensively in PATENT STEE - WIRE BALE TIES. Guaran-
tee Prices.

SMITH YOUNG ®, CO.,
1019 Michigan Avenue East, Lansing, Michigan

References: Dun’s or Bradstreet’s and City National Bank, Lansing.

E. S. Alpaugh & Co.

Commission Merchants

16 to 24 Bloomfield St. 17 to 23 Loew Avenue
West Washinftoo Market

New York

Specialties: Poultry, Eggs, Dressed Meats and Provisions.
The receipts of poultry are now running very high. Fancy goods of all
kinds are wanted and bringing good prices. You can make no mistake in
shipping us all the fancy poultry and also fresh laid eggs that you are able
to gather. We can assure you of good prices.

References: Gansevoort Bank, B. G. Dun & Co., Bradstreet’s Mercantile Agency, and
upon request many shippers In your State who have shipped us
forthe last quarter of a century.
Cold Storage and Freetiog Rooms Pst«hH«tiej |gd4

Printing for Produce Dealers
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The New York Market

Special Features of the Grocery and
Produce Trades.
Special Correspondence.

New York, June 13—In the market
for coffee the prevailing dulness is
accentuated and there is absolutely
no interest felt in the situation un-
less it be to know how low the arti-
cle can go. The week has been sim-
ply a repetition of previous ones in
that the demand has been for only
small lots—just enough to get along
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ciable extent. Extra creamery is
worth 22%@22}/2c; seconds to firsts,

ELLIOT 0. QROSVENOR

Late State Food Commissioner

Buyers and Shippers of

I9H@22c. Not much butter is be- advisory Counsel to manufacturersand P O T A T O E S

ing stored, as the supply already
stored is more than can be immedi-
ately disposed of “in case of need”
and, upon the whole, the immediate
outlook is in favor of the buyer. Imi-
tation creamery, i/@i9c; factory,
15@i7c; renovated, 15@i8j~c, latter
for extra.

The cheese market is without
change. Full cream of large size is
in rather moderate supply and prices

with and both buyer and seller seem jare fairly well sustained. The range

to realize that there is nothing to do
but to drift. At the close Rio No. 7
is worth 5Jic. In store and afloat
there are 2,351,692 bags, against 2-
508,283 bags at the same time last
year. Mild grades have been very
slow all the week. Stocks are ample,
seemingly, and importers might make
some concession. Some good Bogo-
tas sold at iiA@ii&c; good Cucu-
tas, 8%@8yZc.

So far as the tea market is con-
cerned, it partakes with coffee in the
prevailing dulness, and from one end
of the market to the other the same
report is heard of the smallest possi-
ble sales. Prices are practically with-
out change and seem to be pretty
well maintained, while dealers profess
to have confidence in the future.

Withdrawals of sugar on contract
show a steady enlargement, as might
be expected at this season, while
there is also a much better showing
of new business. Upon the whole,
the tone is strong with prices well
sustained.

There is a fair degree of activity
in rice and the demand seems to be
steadily improving. Orders have
come in from both local and out of
town trade and in the aggregate the
sales have been very satisfactory.
Stocks are becoming depleted and
the situation generally is in favor of
the seller.

Spice stocks generally are rather
light and quotations are well sus-
tained. Pepper, especially, is well
held. The demand is of an average
character and not much business can
be expected at this time of year.

While prices are firm for molasses,
the market is dull, although not more
so than can be expected in midsum -
mer. The better grades are most
sought for and stocks are light. Quo-
tations are practically  without
change. Syrups are in moderate sup-
ply and steady. Refiners are not dis-
posed to make any concession.

About the only business that has
been done in canned goods is in the
line of high-grade peas, the supply
of which is seemingly going to be
very short. Corn is firmer and the
same is true of tomatoes. Maine
corn, $1.25(0)1.30: New Jersey toma-
toes, 9oc@$i. The copious rains will
relieve the situation in New York
State and have been of inestimable
value to canners.

The butter market is hardly as
strong as last week, although quota-
tions are not changed to any appre-

for full cream is from io}4@iol4dc
Exporters are picking up about all
the large size cheese and would prob-
ably take more if they were to be
found.

There is something of a scarcity of
desirable eggs and the market is very
firm. A large part of the arrivals
show effects of heat and a good many
eggs have to be worked off for what
they will bring. Extra Western
fresh-gathered, i8@i8¥2c; firsts, i6@
17c; seconds, 15c¢, and so on down to
n@i2c, with No. 1 candled about 14c.

The Hot Foot Bath.

The old housewives and nurses
were fully aware of the remarkable
efficacy of the hot foot bath in reliev-
ing pain and bringing about recov
ery. It is strange that so simple a
thing should have been so uniformlv
forgotten. When a person comes
home at night with a feeling of dis
comfort all over, bones aching, no
appetite for supper and a general
feeling of discomfort, including a
headache, in nine cases out of ten
there will be prompt relief if no sup-
per is taken except some hot drink,
and the hot foot bath is used for halr
an hour before bedtime. The feet
may be inserted in water as hot ai
can be borne, to which more hot water
is added at regular intervals, keep-
ing the temperature always at the
utmost degree of heat that is beara-
ble. In a little while a feeling of
well-being suffuses the whole body,
the blood is drawn from the aching
head, which is relieved almost by
magic. The perspiration starts from
the pores and after a good rubdowr.
and a change of underwear the pa-
tient is prepared for a most refresh-
ing night’s sleep and awakes in the
morning feeling like a new person
Drugs are powerless to effect such
prompt results without unpleasant
after effects.

In Chicago, which is a recognized
center of knowledge on the subject,
it is stated that married people get
along better together in winter than
in summer. Hot weather makes them
irritable. Neighborhood quarrels,
too, are more numerous. People sit
out of doors and gossip ensues, and
the end of gossip is anger. So ifyou
would avoid appearing in the divorce

court or the police court try to keep
cool.

The best efforts of the chairmaker
are constantly being sat upon.

jobbers whose interests are affected by
the Food Laws of any state. Corres-
pondence invited.

m33a najestic Building, Detroit, nicta.

MOORE & WYKES

MERCHANDISE BROKERS
3 North lonia St., Qrand Rapids, Mich.

ASK YOUR JOBBER FOR
Snowdrift

Compound Lard

Cleaner, purer and sweeter than hog lard.
Will please your customers better and make

3 youa profit.

DIOIOIOTOXXC

HERE'S THE

in carlots. Write or telephone us.

H. ELMER MO8BELEY A CO.
GRAND RAPIDS, MICH.

Fresh Eggs

Ship To
LAMSON & CO., BOSTON
Ask the Tradesman about us.
You ought to sell

LILY WHITE

“The flour the best cooks use”

VALLEY CITY MILLING CO..
GRAND RAPIDS. MIOH.

D-AH

Ship COYNE BROS., 16l So. Water St., Chicago, Il

And Coin will come to you.

Fl

Just

preserves. Fruit, Pickles, Butter and Cheese

Car Loti Potatoes, Onions. Apples, Beans, etc.

int Glass Display Jars
And Stands.

what you want for displaying your fine stock of
/ They

increase trade wonderfully and give your store a neat

earance.

lin

_We are the largest manufacturers of
t Glass Display Jars in the world, and our jars are

the onlg kind on the market and our prices are very
r

low.
and

Order from your jobber or write for Catalogue
Price List.

Thé Kneeland Crystal Creamery Co.

For

72 Concord St., Lansing, Mich.
sale by Worden Grocer Co. and

Lemon & Wheeler Co., Grand Rapids, Mich.

*

'

Cbe

K K

John 6. Doan Com’y

Manufacturers’ Agent
for all kinds of

Fruit Packages

Bushels, Half Bushels and Covers; Berry Crates and Boxes;
Climax Grape and Peach Baskets.
Write us for prices on car lots or less.

Warehouse, Corner €. Fulton
Citizens P

BRUNSWICKS ~ - . -
EasybriM ii

/;CLEANER

Cleans Everything.

TRAOC M m e

retails for 25 cents will clean forty yards of carpet

and Terry Sts., Qrand Rapids
hone, 1S8I

Housecleaning

The spring house, store and office
building cleaning season is now with
us, and all retailers will find a good de-
mand for Brunswick's Easybright.
This is a combination cleaner that will
clean all varnished and painted wood-
work and metals, as well as cloth fab-
rics, carpets, rugs, lace curtains, etc.
It is a cleaner and polisher superior to
any and all others now on the market.
all other cleaners. A quart can that

All retail merchants will find it to

their interest to put a case of each size of these goods in stock, The free samples and

circulars packed ineach
case, if passed outtoac-
quaintances, will make
customers and friends.
For sale by all jobbers.



FOURTH OF JULY.

Some Thoughts On the Approaching
National Holiday.

The Fourth of July is near at hand,
a time of the year when everybody’s
patrotism suddenly bursts forth. Pa-
triotism is sort of a general quality; if
charity covers a multitude of sins so
does patriotism. There are men up-
on the Fourth of July who assimu-
late liquor of a pyrotechnic brand and
imagine that they are patriotic. There
are other men who throw cannon
crackers under the feet of skittish
horses and call that patriotism, al-
though it endangers the lives of wo-
men and children. There would be
more patriotism in refraining from
these things than in doing them. If
they are proud of their citizenship, it
is a good time for them to demon-
strate it by abstaining from this kind
of actions. They will generally say
that it is due to the exuberance of
their patriotism, whereas as a matter
of fact this very patriotism should
have made them good citizens on
their nations natal day.

The other day | heard Senator Bur-
rows say: “It does not cost any-
thing to be patriotic in time of peace.
It doesn’t cost us down in Congress
anything, but instead we get $5,000 a
year for it. What tests a man’s pa-
triotism is to have the nation say,
‘will you come?’ to face 10,000 men
drawn up in line of battle, each of
them shooting with the intention of
killing you.”

This is quite different patriotism
from that of the cannon cracker and
the muslin flag.

Patrick Henry once made a cele-
brated remark when he said: “If this
be treason, make the most of it!” So
I would say to the merchant, if this
be patriotism, make the most of it.
Catch the spirit of the occasion and
be prepared for the man who wants
to be patriotic in this way. | would
not dampen his exuberance. Patriot-
ism is like some men’s religion, it only
conies to the surface under the stress
of unusual circumstances. It needs
some public demonstration to bring
it forth, but the fact that it comes
forth proves that it is there all the
time. Let us assist all we can the
people who want to be patriotic at
this time of year, especially if it is
all grist for our mill.

This is also the time of year when
the Fourth of July Committee passes
the hat around to raise funds for the
grand Fourth of July celebration in
the town. The argument of course
is that the merchant ought to chip in
from patriotic motives and incident-
ally because this patriotism will yield
him a large dividend in Fourth of
July business. | would not say any-
thing to dampen the ardor of the
Fourth of July Executive Committee,
or to lessen the success of its efforts,
but I am not so sure as to the value
of the Fourth of July celebration to
the merchant. | am always in some
doubt whether the merchant does
not value the Fourth of July celebra-
tion too much.
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There is one thing certain, as
every merchant who has been invei-
gled into an active part in a Fourth
of July celebration can testify, that
is, it is very hard to satisfy the peo-
ple. The reason is simple: No mat-
ter how good your celebration may
be—and the better it is, the more this
is true—people are sure to grow tired
by sunset and when people are tired
they are fretful and very particular.
The man or woman who makes a
long trip on a dusty excursion is
apt, when he or she gets home, to
feel that after all it was not worth
while, no matter how good your cel-
ebration may have been.

There seems to be some argument,
and it is the best argument, in the
question of keeping your own people
at home. In that regard the Fourth
of July celebration is undoubtedly a
good thing. It may be said in reply
to this that the only extra financial
returns available to the merchant are
those produced by bringing other
people to the town to spend their
money; but this is not entirely true
as anything which tends to make
your home people spend a little
more freely is surely just as advan-
tageous as the money which comes
from abroad.

I do want to ask the Fourth of
July Committees in Michigan who
have charge of celebrations this year
to omit the neck-breaking exhibi-
tions from their programmes. If |
were a member of the Legislature, |
would endeavor to have enacted a
law to absolutely prohibit this kind of
exhibitions in Michigan. Not but
what | believe if a fool wants to
break his neck he should be permit-
ted to do so, but because in doing it,
or in attempting to do it, he is apt
to inspire other people of better men-
tal balance to do the same thing. |
have seen a man whirled 1,200 feet
to death in the eyes of thousands of
horrified people and this may have
something to do with my positive
opinions on the subject. It was a
sight never to be forgotten, one
which sickened women and shocked
men and certainly had a bad moral
effect upon their children. Where is
there a merchant in Michigan who
would want such a scene enacted in
his own city?

There are better ways of celebrat-
ing the Fourth than that. If you
are going to have a municipal cele-
bration, why not make it as home-
like as possible, one in which your
own people would feel the greatest
interest, an intermingling of the com-
munity such as is the design of all
holidays. In the smaller towns a
good old fashioned picnic with plen
ty of music and lemonade | am sure
would leave a much better feeling
in the community and a much better
name for the town than any para-
chute drop or slide for life or other
silly exhibition. In such towns as
Greenville and Big Rapids and Beld-
ing and lonia and a dozen other good
Michigan towns | could name, they
like nothing so well on the Fourth of
July as a good fast base ball game

where they can get out and root en-
thusiastically for the home team.
That is a good sensible way of cele-

brating the Fourth and more patriot- gccasion of

ic than tempting some man of mental

irresponsibility to act a neck-break -

ing performance, the moral effect of
which is bad.

In the columns of the Tradesman j

before, as a matter of private opin-
ion, 1 have taken occasion to com-
mend the Merchants’ Picnic for the
actual merit which it possesses as a
local holiday. | believe it is com-
ing more and more to supplant the
public demonstration of a Fourth of
July celebration in popular favor. It
seems to be a solution of the Fourth
of July question and many towns
are getting to celebrate the Fourth
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quietly as far as circumstances and
the small boy will permit, and then
having a rousing good time upon the
the merchants’ annual

blow out. Charles Frederick.

The Way to the Valley of Rest.

The way is long to the Valley of Rest,

Down the dim, uncertain years,
But we'll reach the Valley when God thinks best.
And enter its shadows, sweet and blest,

Where is never a rain of tears!

We'll forget the gloom of the weary way
Where the thorns grew red along,

With answers sweet to the prayers we pray,

The Slplrltof Peace will speak that day,
Ancl the sigh will be the song.

And deep in the beautiful Valley of Rest
We shall pass from the storm-swept sod;

With tired hands folded above the breast.

We shall say to the silence how God knew best,
And dream in the light of God.

What some people don’t know they
are always talking about.

IDEAL 5c CIGAR.

Highest in price because of its quality.
G. J. JOHNSON CIGAR CO., M'F’'RS, Grand Rapids, flich.

COUu

B O O

Are the simplest,

PON

K S

safest, cheapest

and best method of putting your
business on a cash basis. * *

Four kinds of coupon are manu-
factured by us and all sold on the

same basis,

T R A D E
c O M P

GRAND RAPIDS,

irrespective. of size,
shape or denomination.
ples on application. *

Free sam-

wr * *6 *6 to
S M A N
A N Y
MICH.
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Commercial Travelers

Ikkim tiigficti «ftre
President, B. D. Falhsb, _St.a’gohns; Sec-
retary, M. S. Brown, Saginaw; Treasurer,
H. E’Brai'nex, Lansing.

Baited Csuemal Trawlers of Miehigsa
Grand Counselor, J. C- Emery, Grand Rapids;
Grand Secretary, W. F. Tract, Flint.

. éreedb te Cowdl Is. 1II, 0. G T,
Senior Counselor, W. B. Hoi.den; Secretary
Treasurer, L. . Baker.

One Should Not Go
Alone.

I don't know why it should be so,
hut it is a fact that ever since 1 was
a little shaver people have made me
the custodian of their personal
troubles. My mother (blessings on
her sainted memory!) used to say |
was always of such a sympathetic
nature that “folks just couldn’t help
it.” If bad boys mauled a little girl's
pet cat around | was the boy she se-
lected to champion her cause. If a
boy with right on his side was get-
ting the worst of it in a hand-to-hand
encounter with a playmate | sailed
in and licked the other feller. As |
grew older I was always being im-
portuned, if not for actual assistance,
at least for advice and counsel. Per-
haps one reason for my popularity
in this regard has been owing to the
fact that | was always a good listen-
er, and, as almost everybody likes
to air his own grievances rather than
to have another recount his, | can't
remember the time when | wasn't
made the recipient of trials and trib-
ulations galore.

I am a traveling salesman for a
large specialty manufacturing house
of Chicago. Of course, in this capac-
ity 1 meet all sorts and conditions of
humanity, and scarce ever does the
sun set in the west that it hasn’t
seen your humble servant brought
face to face with the things that
grieve, harass and torment other peo-
ple. Sometimes | think | hear more
than my share of 'em, but it’ll be all
the same a thousand years from
now.

One rainy Saturday morning, not
long ago, | had dispatched my busi-
ness with my last customer and was
packing up my sample case prepara-
tory to leaving in an hour for the
next town | was to make, when the
last customer placed a detaining hand
on my arm.

“Don’t be in a hurry, Z—” said he,
“don’t be in a hurry. | feel despond-
ent this morning, | can’'t bear to be
left alone when it's gloomy like this.
Wait, anyway, until some one else
comes in—perhaps it won’t be long.”

At this unusual request | paused in
the arrangement of my grip and
glanced at the speaker’'s face. The
day was cold and dismal and the
look in his face seemed in keeping
with the dreary elements outside.

The “last customer” is, | should
judge, a man of some 60 odd winters,
thickset, with the fat drooping
shoulders common to men of his phy-
sique. Usually his face was round
and red, but to-day, as | say, all the
lines were drooping and his coun-
tenance had assumed the hue of
ashes. His hair, originally a nonde-

by Exterior

jsprinkled with gray, giving
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script drabish brown;
it thej
appearance of greasy, dirty wetj
snow, if you can imagine such a
thing. His eyes, always inclined to
be watery, are what you might term
a buttermilk blue. When he walks
he shuffles along as if he were afraid
|to pick his big fat feet off the ground
for fear he might fall. His clothes,
if they were ever new, never give |
evidence of the fact. His trousers

are always bagging at the knee. His

coat invariably hangs up behind and

down in front and the pockets are

generally bulging with sundry knob-

by little packages. You know, there

are some people whom you never see

on the street with a bundle; others

seem to have been born with 'em—you

wouldn’'t know them if they were

not lugging around their unsightly

accompaniments. %

Taking it all in all, the “last cus-
tomer” belongs to the unstylish va-
riety and, to look at him, you would j
think him the last person in the
world to indulge in sentiment.

I have known Uncle Sammy for
years.
little way-back village that | occa-
sionally make, and that is as next to
nothing as a village can well be, and
be a village at all. Whenever | am |
there and the townspeople drop inj
they call my “last customer” “Uncle j
Sammy.” His store is such a miser-
able little hole in the universe that |
always have “piked out” as soon as
my business with its owner was fin-
ished.

As it happened, | had not stopped j
off at the town for over a year. |
had heard, however, that Uncle Sam-
my had lost his wife since my last j

trip, and that he “took it hard,” as 1

the saying is.

And now, on my return, on this
particular Saturday morning, |
gotten through with Uncle Sammy j
bright and early. 1 say “bright and
early.” The “early” part was all

true enough, but not by any stretch |

of the imagination could the day be
called “bright.” The morning had j
begun with lowering clouds and was
developing into a nasty “gray day”
—just the sort | abominate. Uncle
Sammy must have felt the depres-
sion, also, when he said, “Don’t go
just yet, Z—

“All right,” 1 acquiesced, “I might
just as well be waiting here as over
lat the hotel or depot—it lacks just
an hour until my train-time.”

Uncle Sammy pulled out his watch j
in his slow ungraceful way. “My
daughter,” said he, “will be down
just about that time and then we are
going out to the cemetery.”
| He paused and | threw a furtive
glance in his direction. He had set-
tled down in his chair, with his dull
old eyes fixed on the smouldering
fire. His head rested on one pudgy
|hand, while the other nervously
grasped the arm of the old wooden
chair that usually served the purpose
lof supporting the store loafer.

“It’s just a year ago to-morrow
that she died—my little

is plentifully |

He keeps the one store in a |

had [

lassie’s J

pEOPLE say, “Ceresota is high,” in

fact, higher than others. RIGHT.
Why? Because it costs more to make it,
consequently it cannot be sold at the
price of other flours. It is better and
more economical to use even at the
higher price. Ask the bakers—they
know. Would we pay the mill and you
pay us more for Ceresota than for other
flours unless it was more economical to
use? Hardly. Why does a nice brick
house cost more than a frame one? Be-
cause it is better, it will last longer and
give more satisfaction all the time  Just
the same with Ceresota. If the amount
of bread made from a barrel of Ceresota
counts for anything it is the cheapest you
can buy—that's right.

Judson Grocer Company

Distributors
for Western Michigan

Grand Rapids, Michigan
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I A FEW POINTERS

Showing the benefits the merchant receives
by using the
Kirkwood Short Credit
System of Accounts
It prevents forgotten charges, it makes
disputed accounts Impossible. It assists In
making collections. It saves labor In book-
keeping. It systematizes credits. It estab-
Ushes confidence between you and your cut-

tomer. One writing does It all. For full
particulars write or call on

A. H. Morrill, Agent
1 (6 Ottawa St., Ormnd Rapid*. Mich.

Manufactured by Cosby-Wibth Printing
CO,, St Paul, Minn.

Beware of Imitations

The wrappers on lots of Caramels are just as good as the S. B.
& A, but the proof of the pudding is in the eating. Insist on
getting the original and only

6enuine Full £ream Caramel
Made only by

Straub Bros. $ Jimiotte

traverse Citv, Itlich.
S. B. & A. on every wrapper.

on the market.

\



mother,” he began, with trembling
voice, and the old eyes were so brim-
ming with tears that you forgot
their homeliness and thought only of
the desolate old man’s sorrow.
Moved by a thrill of pity, | reached
over and touched his hand. Quick
as thought he grasped mine tightly
and kept it on the arm of the chair.
“Just a year ago to-morrow since she
died—it seems only yesterday that
they laid her away out of my sight
forever. And do you know,” he went
on, catching his breath and swallow-
ing a hard lump in his throat, “it's
just thirty-five years ago to-morrow
that we were married—and that
makes it all the harder, that she died
on our wedding anniversary. Think
of it! Could you bear that?”

The vision of a dark-eyed, dark-
haired girl that I'm to marry this
month floated before me and I, too,
swallowed hard and | felt my eyes
growing dim.

“Yes,” continued the old man, “it’s
just exactly thirty-five years ago to-
morrow that we were married. 'Twas
the prettiest day you ever saw—noth-
ing like this,” and Uncle Sammy
shuddered as the wind moaned in the
tops of the cypress trees that grew
at the side of the store. Who ever
invented such lonesome trees any-
way? The man that would plant
'em next to a store where traveling
men come ought to get haunted by
a ghost all the rest of his natural
life—and longer. | hate graveyard
trees with all my soul!

“The day was not like this,” he re-
peated. “The sun shone all day long.
Oh, | miss her, how | miss her! |
can't have it so,” and he almost broke
down. “They told me, | suppose to
comfort me, that 1I'd get over it a
good deal in a year; that time would
heal the wound, and all that. That's
a lie!” he cried, vehemently, “a dam-
nable lie! I'll never get over miss-
ing and longing for her. Every
night since she died 1 wake, and
wake, and wake. At first, when |
open my eyes on the darkness, |
don’t know where I am, and | don’t
know what it is that makes me feel
so sad. | lie still and think a minute
and then it all comes back to me
with such awful force—how some
one rushed into the store and told
me my wife was dying—think of it
—dying! And she hadn’t been sick
a minute. When | got over home—
I never knew how | reached there—
her eyes were set, and she never
even spoke to me—I can't bear it
oh, I can’t bear it!”

Here Uncle Sammy broke into
such a paroxysm of weeping as may
I never look upon again as long as
I live. | put my other hand gently
on his and held it close; but I could
not say a word. After a while he
shook less violently and the sobs be-
came quieter and he went on:

“She was always so sweet, so lov-
able. Never one harsh word did |
ever hear her utter, either to myself
or the children, during all the years
of our married life; she was always
just so pleasant. In the summertime,
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whenever | came home, she would
always come running out on the
porch to met me and would put her
arms around my neck and tenderly
kiss me. Oh, how happy | was, how
happy | was! But I did not know,
I did not know. When | am at my
work here in the store | don't have
so much time to think, but when I
go home at night the evenings are
so long, so long, that it seems as if
they would never end. And then
when | go to bed I lie and toss and
toss and can't get to sleep. And
then 1 call out her name in the dark
—her dear name—and she doesn't
sleep with her head pillowed on my
arm. If | do get to sleep, I am al-
ways waking, and then 1 miss the
pressure of her head on my arm, and
I reach my hand over in the darkness
and she is gone—gone forever—gone
forever,” and the last words ended
in a wail.

Who shall say that love does not
last in the human heart for aye, or
that the unlovely exterior does not
hold a devotion to the object of its
affection as deep and sincere as is
given to man to feel? Z. Z.

Quincy—F. A. McKenzie, who has
operated the Quincy Roller Mills for
the past ten years, has organized the
McKenzie Food & Milling Co. with
a capital stock of $150,000. The new
company will assume control of the
business of the Quincy Roller Mills,
including the Pillsbury agency, at
Erie, Pa., and the recently organized
Quincy Supply Co., the latter hand-
ling coal, salt and other supplies.
The concern will make the manufac-
ture of flour and package goods a
specialty, including a new brand of
breakfast flake food, and will also
push the manufacture of Salus and
Self-Rising buckwheat. The officers
are F. A. Roethlisberger, Hillsdale,
President; Richard Coward, Bron-
son, Vice-President, and F. A. Mc-
Kenzie, Secretary and Treasurer.

Muskegon— Samuel Cohen, mana
ger of the Boston Clothing & Dry
Goods Co., recently had an emphatic
“set to™ with a couple of gentlemen
who were sent by his partners in De
troit to take possession of the stock
As Mr. Cohen and his wife claim to
own three-quarters of the stock of
the company, they objected to being
dispossessed without due process of
law and, on the advice of their at-
torney, they asserted their rights in
American fashion—Mr. Cohen with

a hammer and Mrs. Cohen with her
tongue. At last accounts the Cohens
were in undisputed possession of the
store and stock, with every indica-
tion of being able to “hold the fort”
indefinitely.

Grant— Representatives from the
Heinz Pickle Co. have been canvass
ing the farmers of this vicinity with
a view to establishing a pickle fac-
tory here and have succeeded in con
tracting for about 200 acres. A site
has been furnished by the business
men and a factory building will be
erected at once.

Gripsack Brigade.

Lansing Republican: Peter Rog-
ers, late of the firm of Rogers, Gid-
dings & Co., has accepted a position
with the Smithmade Suspender Co.
as traveling salesman.

The traveling men connected with
the local wholesale houses have
formed an association for the pur-
pose of discussing matters of mutual
interest to themselves and their em-
ployers.

John M. Fell has been engaged by
the Manistee Shoe Manufacturing
Co. as general purchasing and sell-
ing agent. He is now in New Eng-
land for the purpose of looking up
new styles and lasts.

Abram Jennings, formerly on the
road for the Lemon & Wheeler Com-
pany, but for the past year connected
with the merchandise brokerage
house of Hastings & Remington, has
taken the position of house salesman
for the Judson Grocer Company.

While Wm. B. Holden (Grand
Rapids Dry Goods Co.) was in Lake-
view last week, he accepted an invi-
tation to take a sail with Peter Skal-
lerup. A squall capsized the boat
and both sailors were drenched to
the skin. Holden says the next time
he goes out in a sailboat he is going
to select an experienced helmsman.

The industrious salesman enters
new territory and by faithful efforts
secures trade for his house. Trip af-
ter trip he greets the new customers,
adjusts little differences that may
arise, explains this or that, and wins
the confidence and friendship of his
trade. On account of this a mail or-
der is sent the house, many times a
few days before the salesman is due,
and some houses refuse to credit
such orders to the salesman. At the
end of the year the next year’s sal-
ary is based on the last year’s sales
regardless of the mail orders re-
ceived. This custom is unjust and
not observed by first-class houses.
Let every jobber give his salesmen
justice, because the boys earn every
dollar they receive.

Detroit News: Capt. J. T. Me
Adam tells a tale of woe about his
experience as traveling representa-
tive for the Nutrine Food Co., of De
troit, and has backed his story by
obtaining a judgment in Justice
Lemkie’s court for $320, for services
and expenses while acting in that ca-
pacity in New York. The Captain
says the company made a contract
with him last December to go to
New York to introduce Nutrine, and

then to go to Cuba and act as resi-
dent agent at Havana. No salary
was specified, but he was to be paid
liberally for his services and the com-
pany was to keep him supplied with
money for expenses. This was all
verbal, but the Captain produced
documentary evidence in court in the
shape of letters received from the
company, to prove that such was the
understanding. McAdam went to
New York Dec. 31, but found that
introducing a new food was a hard
proposition. He decided to return
home, and drew on the company for
$15. In a few days the draft returned
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dishonored. On March 9, he received
a letter, informing him that the com-
pany had not considered him in its
employ since Feb. 28 so he re-
turned to Detroit, and after trying
to get a settlement, brought suit for
$100 a month and expenses, and got
judgment.  Still other troubles are
threatening the company. Last Jan-
uary it purchased from Joseph Lau

hoff a flouring mill at 1300 Gratiot
avenue on a contract, the considera-
tion being about $15000. Mr. Lau

hoff says that the terms of the con-
tract have not been complied with
and that he has notified the company
that it must pay up or he will fore

close. In the meantime the manufac-
turing operations have been suspend-
ed. The employes, with the excep

tion of the engineer, miller and offic ¢
stenographer, were laid off three
weeks ago, and those retained say
they have had no pay for five weeks.
The miller, the engineer and the ste-
nographer were holding the fort this
morning, with nothing to do but to
kill time and hope for their salaries
George Matthews, another traveling
representative for the company, who
advertised and worked up business
in Detroit and Buffalo, obtained judg

ment in Justice Lemkie’s court, last
Friday, for $165 unpaid salary. Some
other smaller judgments have also
been taken. The company took an
appeal in the case of Capt. McAdam.
Shelley B. Hutchinson, President of
the company, is reputed to be worth
half a million or more, and the cred

itors are puzzled to know why he
does not come to the rescue.

West Bay City—John G. Frank,
whose flouring mill was destroyed
by fire about a'week ago, will short-
ly begin the erection of a larger and
more modern plant.

Monroe—Jos. S. Hoffman, for
many years engaged in the clothing
business here, has sold his stock to
Fred Kull, Wm. Stum and Frank
Stum.

Never attach more importance to
money itself than to the things that
money can buy for you.

The Warwick

Strictly first class.

Rates t2 per day. Central location.
Trade of wvisiting merchants and travel-
ing men solicited.

A. B. GARDNER. Manager.

For a nice, quiet, home-like place
the

Livingston Hotel

will meet with your hearty approval.

None better at popular prices.

First-class service in eve respect.  Central
Location. GIVE US A TRIAL.

Cor. Fulton & Division Sts., Grand Rapids. Mich.
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Drugs—Chemicals

mlchlIfu gtkt* Board of Pharmacy

. Term expires
dott, Detroit. . . Dee. 81, 19f8
B. Stoddard, Monroe Dee. 811904
Dee. 81,199:0%

MKT p.

Clarence \

John d. Muir, Grand Rapids

Arthur H. Webber, Cadillac Dee. 81,

Henry Hrim, Saginaw Dee. si, 1957
President, Henry Hum , Saginaw.
Secretary, John B Muir, Grand Baplds.
Treasurer, W. P. Doty, Detroit.

Examination Sessions.

Star Island, June Iftand 16.
Houghton, Aug. 25and 2s.

mfleh. State Pharmaceutical Association.

President—Lou G. Moor*, Saginaw.
Secretary—W. H. Burkr, Detroit.
Treasuréer—C. F. Huber, Port Huron.

Next Meeting—Battle Creek, Aug. 18, 19 and 2o.

Acquiring Habits of Cleanliness and
Industry.

Next to courtesy and popularity,
perhaps a clean and neat store is the
best drawing card a pharmacist pos-
sesses. J have seen this exemplified
so often. Here is a man on one cor
ner with a store always in spick-and-
span order, with windows shining,
with show-bottles singing their own
praises, with show-cases free from
spots and dirt inside and out, and
with everything, indeed, telling the
one story of cleanliness. Down the
street a block or two is another
store where the windows have not
been washed in a month or two,
where everything within the window
is covered with flyspecks and dust,
where the cases in the salesroom are
almost smoky with accumulated in-
crustations, and where all things with
one voice tell the story of uncleanli-
ness. Which of these stores will the
people flock to? Need | say?

We do not realize how much we
are all judged by externals. Neither
do we appreciate the strength of the
relation which really .exists between
external and internal characteristics.
If our store is dirty people uncon-
sciously assume that we are dirty in
our prescription work, that our uten-
sils are not clean, that our drugs are
old, musty, and worm-eaten; and in
most cases they are not far from
wrong. | want to be honest with
you. | do not want to practice any
deception. | know there have been
unclean and ill-kept drug stores
where a good business was done—
where courtesy and skill and ener-
getic commercial methods have pre-
vailed. | have known of two or three
such stores myself. But they are the
exceptions. The handicap is so great
that it is not often overcome. No
one can afford to hang this millstone
about his neck. It would be suicidal.

Therefore, | say, cultivate assidu-
ously the habit of cleanliness. Tol-
erate no weakness of easy-going in
yourself. Keep your store constant-
ly up to the highest pitch of neatness.
Have your windows, your show-bot-
tles, your show-cases, your counters
—have all things as clean as they
can be made. Buy handsome fixtures
if you can afford them. Make your
store as elegant as your means will
permit. And do not overlook your
person. Keep yourself as clean and
neat as your pharmacy. Do not hes-
itate to use the whisk-broom and the
blacking brush. Do not try to keep
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your laundry bills down. Do not
wait upon customers in your shirt-
sleeves. Do not smoke a cigar in the
sales-room. Keep yourself and your
store immaculate, and if you are a
clerk you will soon find that your
services are in good demand, while if
you are a proprietor you will make
the gratifying discovery that you are
giving your neighbor down the street
a “fine race for his money.”

The Habit of Industry—This vir-

tue is dinned into one’s ears from
the cradle to the grave. At the
grammar or “district” school our

writing books have injunctions re-
garding its practice; at our gradua-
tion commencement orators elo-
quently beseech us to listen to its
teachings; and when we get older we
read biographies which point out its
supreme importance in the race for
success. We hear so much indeed
about the value of industry that we
are always in danger of getting un-
utterably weary of the whole sub-
ject and throwing it aside in disgust.
But we should remember that the
really important things in life are
and must be always with us; and we
should school ourselves against feel-
ing that contempt or that indiffer-
ence which too often springs from
close familiarity.

What | shall have to say about in-
dustry will not occupy much space.
I can sum my message up in these
four words: “Don’'t Waste Your
Time!” There are few men in the
world who know how to use their
time to good advantage—very, very
few. They waste precious hours and
minutes without knowing it, and
their familiar remark is, when asked
why they do not perform this duty
or that, “I haven’'t time for it; | am
too busy.” They do have the time,
but they do not know how to use it.

Particularly is this true of the
druggist. His is a peculiar business.
Instead of having, as men of most
occupations have, a certain number
of prescribed hours—seven, or eight,
or nine—during which he is continu-
ously occupied at his calling each
day, he fills in the whole span from
rising to retiring; and his period of
daily leisure, instead of coming al-
together in the evening, is scattered
throughout the day, with five minutes
here and ten minutes there. These
bits of leisure lend themselves to
profitable employment; they are full
of possibilities; but I venture to say
that seven out of ten druggists un-
thinkingly permit them to go to
waste.

Now there are a number of these
five and ten minutes periods in a
day; and every one of them is an op
portunity! Every one of them is a
precious stone that should be hus-
banded with great care. In the ag-
gregate they mean wealth—wealth
of time, wealth of achievement,
wealth of possibility. Don’t waste
them. Don’t allow them to flit by
unemployed. Use them—grasp them
—seize upon them! It is not for me
to suggest what may be done dur-
ing such intervals. There are always

hosts of things to do. The store
must be kept neat and in order; th;
shelf bottles must be kept filled;
manufacturing operations must keep
pace with demand; vigorous adver-
tising methods must be employed;
new schemes must be evolved; the
book-keeping must be kept up to the
minute; certain goods must be kept
put up in five and ten-cent packages;
the drug journals must be carefully
read; books and periodicals must be
perused in order that one may be an
intelligent man in the community;
one must keep up his scientific and
professional studies; and he must do
the things which make him more
competent and more indispensable
in his calling. All these things, to-
gether with many others that might
be mentioned, take time, and they
can all be done if the precious min-
utes of. opportunity are seized upon
as fast as they appear.

I would advise you earnestly to
adopt the rule of doing something
every time an instant offers, no mat-
ter how short it is, or how slight the
opportunity may seem to be. Follow
this rule out faithfully and continu-
ously; keep everlastingly at it; and
in time you will successfully culti-
vate the precious habit of industry.
You will then find yourself naturally
and unconsciously turning at every
bit of leisure to some duty; and you
will discover that if you do not do
this you will feel the natural discom-
fort which comes from violating a
law of your nature. When that
period is reached the habit of indus-
try will have been formed, and you
will have equipped yourself with an
instrument which will be like unto
Excalibur, the magic sword with
which King Arthur achieved such
remarkable things.

Harry B. Mason.

What Becomes of American Gold?
Some idea of the magnitude and
complexity of the task of financing
this nation may be gathered from a
presentation of some of the salient
facts and figures of the National
Treasury’s operations. Nearly one
thousand, three hundred tons of gold
lie to-day in the vaults of the Treas-
ury of the United States—the great-
est hoard of the yellow metal ever
gathered in the history of the world.
Four hundred tons of this gold are
piled, like bags of salt, within the
four walls of the sub-treasury in Wall
Street, New York. Outside the
Treasury hoard, there is in circula-
tion through the country a nearly
equal amount of gold coin, making
more than two thousand, five hun-
dred tons of gold in the United
States bearing the imprint of the
eagle. The value of this coin is
more than one billion, two hundred
and sixty million dollars, and the
hoard is increasing every day. This
wealth of the yellow metal is the
backbone of a complex currency sys-
tem that supports the country.

One of the remarkable things
about this gold is that, despite the
fact of its forming one-half of the

country’s circulating money, it is
rarely seen in the course of ordin-
ary business. One may live in New
York or Chicago or San Francisco
without seeing a single gold coin for
a year. This is in striking contrast
to conditions abroad, where gold is
everybody’s coin. The gold sover-
eign of England is as current as the
five dollar silver certicate of this
country. There, a man with a small
income may not have a piece of pa-
per money (the five pound Bank of
England note is the smallest) in his
hinds for months. What becomes
ot all our American gold? The
mines of Colorado, California, Alas-
ka, and other gold-producing regions
of the West and eighty million dol-
lars a year to our hoard of gold, and
three-fourths of this output goes to
the mints. The yearly coinage of
gold actually approaches in value the
ent're circulation of silver dollars.

The Treasury holds in trust,
against outstanding gold certificates,
foui hundred million dollars in gold
coin. These gold certificates range
from twenty dollars to ten thousand
dollars. They are issued from the
Treasury in exchange for gold coin
or bullion, and are just as good as
gold. The Englishman wears his
pockets out carrying gold coin
around with him; the American pre-
fers to have his money in the form
of representative paper that can be
folded compactly in his waistcoat
pocket. In the sub-treasury at New
York, recently, | picked up a hand-
ful of gold certificates of the value
of three million, six hundred thous-
and dollars; the bundle could be
stowed away in one’s hip pocket, but
it represented seven tons of gold.
Stored in the vaults of the building
at the time was a hoard of gold coin
of the value of two hundred million
dollars. In one vault, no larger than
the bedroom of a New York flat, was
an aggregate of seventy-eight mil-
lion dollars in gold. This was stored
in little bags in scores of steel boxes,
covering the four walls of the vault
from floor to ceiling. Every box
was sealed, and some of the seals
were dated several years back. The
first thought, at sight of this gold
hoard, is that it is idle money, but
it should be recalled that all of it
is in circulation by proxy in the form
of gold certificates. The pile of sil-
ver dollars in the same sub-treasury
nearly equals the quantity in circu-
lation  throughout the country.—
Frank Bryant in Success.

Needed Curing.
The physicians were holding a
consultation beside the cot of the
man supposed to have appendicitis

I concealed about his person.
“l believe,” said one of the sur-
geons, “that we should wait and let

him get stronger before cutting into
him.”

Before the other prospective oper-
ators could reply, the patient turned
his head and remarked feebly:

“What do you take me
cheese?”

for—a
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ZA. DRUG PRICE CURRENT

Conium Mao 800 90 Solll» CO..
Copaiba... 1 180 |26 Toluten.. .
Cuoebae.... 1800 136 Prunus virg.. .
Exlechthltos 1 5%) I160 Tincture
Laeron. L% 512 Aeonjturn Napellls B
gfﬁggﬁﬁ{agunce_j‘_ 2 80(8 247% Aconlltum Nagellls F
Goulppll,'8em. gai..  60® 60 ﬁ}oes i
Hedeoma.. .. 1800 |88 7oesan
.IJ_unI era, o 800 200 ﬁsrsglf%gi"
Cimonis.. Tk 2% Atrope Belladonna.
i urantl Cortex........
Mentha Pip .A83ogc<>é® ggg Benzoin
5

Mentha Verid.
hi gal

Cassia Acutlfol Go...

Digitalis.

Ergot .
Q1

]‘ Ferrl Chlorldum....
6% % Gentian.... .

Hyoscyamus.
lodine’ ..

OBIi,”Eb'H'ibhprated'.'.
Optl, deodorized.......

Bhel.......
ﬁ?torgéurn. s Sanguinar|
Anchusa.. Serpentarla

é;ﬁla?r]m?so Toluten
Gentlana........ po. 16 valetrlan
Glychrrhlza.. .pv. u Z.era'gum
Hydrastis Canaden. ingiber.... .

Hydrastis Can., po..
II-IeIIebore, Alba, po

Ipecac,

Atther, Spts. Nit.t F
-Ether. Spts. Nit. 4F

] po 2 A lumen....
Iris plox...po. 36@38 Alumen, g
Jalapa, pr... Annatto.
Mar Antlmon

anta, M )
Podophyllum,”po’.. Antlmonlet Potass T
Bhel Antlpyrin.... .
Antlrébrin... .
Argentl Nltras, 0z...
Arsenicum
18 Balm Gilead Buds..
Bismuth 8. N......
Calcium Chlor., is...
40 Calcium Chlor., Ms..
6 Calcium Chlor., Mi->
Cantharldes, Bus PO

S}gﬂgloc Capsid Fructus.a
us, po. ga sid Fructus, po.
Valeriana,Eng. po. 30 aB5|d Fructus6, po
Valeriana, Gérman. Caryophyllus. .po. 15
Zingiber a ... Carmine; No. 48 .......
Zingiber | Cera Alba. .

Semen

etaceum..
hloroform. .
hloroform

Foenlculum
Paenugreek, po..
Linl

elia....
Pharlarls Canarian..
apa....

a
Stngpls Alba..
Stnapls Nigra

Spirttl'i's

Frumentl, W. D. Co. 260
Erument!, D. F. R.. 25 Emeny.aln
Frumentl................. 160 E o¥é
Junlperls Co. O. T... i2M Flake W
Junlperls Co - 1 76® 360 Galla
Saacharum N.E__ 190® 2 10 Sambier
{S}Jt. VInl Gain. 176® 6 80 Gglatin Cooper
Inl Oporto -~ 128® 200 Gejatin, French.......
Vinl Alba.... - 1260200 Glassware, flint, Box
Sponges Less than box.......
Florida sheeps’ wool
rriage......... o 2 60® 2 76
Nassau Sheeps’ wool
carriage.................. 2 60® 276
Velve} extra sheeps’ Hydrarg Chior it
wool, carriage....... ® 16 Hydrarg Chlor Cor..

Extra yellow sheeps’
wool, carriage.......

® 126 Hydrarg Ox Bub’m.
Grass sheeps”

—|ydrar8 Ammonlatl

carriage... ® 100 HydrargDnguentum
Hard, for sla ® 76 Hydrargyrum........
Yellow Reef, for

chthyoboUa, Am...

slate use.......cco....... ® 140
& &

® 60 a

« 80 Liquor Arsen et Hy-

60 drar%lod ............ .

60 LlquorPotassArsinit

60® 60 Magnesia, Sulph
Sene_gia 50 MagnFya Sulph,bbl
Halil»...____ ...... A 19 Mannla, S, 1 --,, ...

DIptenE( Odorate___ cocaine.........coc.eve. 4

Miscellaneous

M

46%
2

«
12®

©
66®

squibbs  w .
hloral Hyd Crst.... 1§6® 1

38®
®

76 ft

S
533HEH

=

43

Menthol..........c..e... 7 50® 22 Linseed, pure raw... 46 48

Morphia, 8., P.ft W. 2 26® 18 Linseed, Dolled 46 49

Morphia, 8..N.V. Q. 2 25® 80 Neatsfoot, winter str 60 66

Morphia, Mai 2 26® Spirits Turpentine.. 68 66

Moschus Canton. 4

R‘/Iyrli}tca,_No. | 41 bbi. L
ux Vomica...po. 16 n .

(p)S Septé‘ """" prp Ig{) geczﬂr;/eneeiltéan Mars IIg(( % %el
epsin Saac, H. ft P. , w .

S ® 2 Ochre, ¥el|ow Ber... 1X2 03
5 Putty, commercial.. 214 2H08
4 Putty, strictl 2M 2X03
® 2V ! .
®2 66 er 13® s
60® 66 Vermilion, En 790 78
©2 oo Green, Pari 14 O 18
Green, Penin 180 _16
Lead, r 8V% 7
i % S Lead 6X0O 7

Pulvls Ipecac et Oﬂt 1598 160 Pal . Whi © 9N

Pyrethrum, boxes H. S rlyohnla CrYsta ~.._90®I is Whitin ® %
ft P. D. Co, doz... Sufphur, 8ubl....... 2M® 4 White, . 012

Pyrethrum, pv. 26® £ Sulphur, BoU.. M Whiting, Paris, Eng.

*Uassiae 8® 10 Ta 10 cli 0 14«
ulnla, S. P. ft W... 76® % Tere Universal Prepared. 110® |
ulula, 28R Theol {omae.
ulnteN. Y.......... 26® 36 Vanilla....
ubta TInctorum___ ZlInd Sulph.

Saccharam Lactls pv No. 1 Tur| 1 io(% 120

Salaoln........ccceceeveeee. Extra Turp 1 80® 1 79

Sanguis Draoonls... i 2780 8 09

Sapo, W Whale, winter . p . 00® 1 10

SaBo M Lard, extra. Extra Turk Da 1860 18

Sapo G Lard, No. 1. J 70®

Seasonable

PARIS GREEN

LONDON PURPLE

INSECT POWDER

NAPHTHALINE BALLS
NAPHTHALINE FLAKES

PO. WHITE HELLEBORE
CARBOLIC ACID ai crapes

SLUG SHOT

WB OFFER AT BEST MARKET PRICE

Hazeltine & Perkins U

Drug Co.

Wholesale Druggists
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GROCERY PRICE CURRENT

These quotations are carefully corrected weekly, within six hours of mailing gt «'af?_ Marstqmallllow Crelams ------- 16 Pork
and are intended to be correct at time of going to press. Prices, however, are lia 7%?- 3 Mg@ Ann o Walnuts.... 16 Eressed 7.0 TH
ble to change at any time, and country merchants will have their orders filled g ) M:i‘f%fslccﬂ,l sl 08
market prices at date of purchase. Cotton Victor Molasses Cak i % 8M
P - 80 Molasses Bar. o Leaflard 09
L L Sig &/Iosst\]elly Bar.. i2H c Mutton
. ewton........... 12 arcass. N 07
Ff\EVﬁNC-ED DECLINED \ Cotton Windsor 12 ga{meal s\;'afckers g Lambs...
ake Hominy Empire Pearl Barle atmea’ vy arers 12
Rolled Oats Cheese ’ 18 Sranesrey 3 Carcass
Sal Soda T8 penny Cake 8 GELATINE
Pilot Bread, XX 7H Knox’s Sparkling.............

i XXX. B
Pretzelettes, hand made. 3 Knox’s Sparkling,pr gross 14 00
Pretzels, hand made 3 Knost%ld gc? g

o g s | SRS . KIpAclstGpie s &
100 Sugar Cake., 8  Plymouth Bock
Index to Markets No. 19, eachCngCftolong 210 3nkr Blscun Square 8 y’ S, %0
5y ol g Sinsae o SR g
y columns AXLE GREASE Peas s Yutt] Frli't'U' i d !
doz gross Marrowfat . ool 36 Vanilla Wafers.. ie GRAIN BAGS
) arly June... . 2001 Vienna Crimp.... 8  Amosheag, 100 Inbale . 16H
7% Early June " Sifted’. 1 ps DRIEAD FlRUITS Amoskeag, less than bale. 16K
4 Plums 12 pples GRAINS AND FLOUR
.15 900 Sundrled.........c..cocooinne
IXL Golden tin boxes 75 9 oo : yan Hgb‘%gﬂ V|_ 2 Evaporated, 50b. boxes6v4g7 Wheat. Vheat 1s
Alt Brick. . 'BATH BRICK Grated 1 2602 75 A Houten, "is. 72 California Prunes Winter Wheat Flour
Broom*.... 1! 135Q2 55 (PR E TS : o : Local Brands -
Bufter Coio t l rs Wilbur, '\(A:%)COANUT @
Candles.... it 255
Candle*. | as
ga?ned Goo | Standard ... 15 B g A
asup. - 3 Ru55|an Carter 0
8|a1r on & 3 '(:tgnmcn;o\?Vhwlstlllsk 3 2%5| 141b. cans’ 0 10. DAGS, e 2H COISICAN. oo ublject to usual cash dIS
CheES_E‘ 2 \Warehouse 390 HIb,cans 7 00 : Currants Flour Inbbls., 25c per bbl. ad-
Ch?cvgqu/g 2 BRUSHES Lib. can I%Bgﬁgé’&a‘ﬁp“kage g ditional.
e : salmon = COFFEE  Importedbalk............ e Word G
Scrub Columbia Elver, tails v g 2 rocer Co’s Brand
Cloctges Llnes :2% Solid Back, s In 45 Columbia Elver, flats Lemon American 101b. bx..13 ker
Coooantt. 3 Solid Back, 11 in 9s Bed Alas Orange American 10 1b. bx...13
Cocoa Sheils 3 Pointed Ends P AIaSkal’ London Layers 2 Crown.
Slleei s omestc 3 Jy Lpneenlaeicom g o
. ! 75 Bgmgsstlg HMustar 3 9 Loose Muscatels2 Crown 7 ';
. . 1 al orn|a s Loose Muscatels s Crown  7/H 5 St Hes o
Dried Fruits.....ccooooomrmereevvveeees 4 4 Ug - &aliforn Loose Muscatels4Crown 8~ Fijspury.s Besth [
Shoe French 143. Seeded 1 . 99 9 Plllébul':yg Best HS baper. :
french, 145 L M. Seeded ury's Best Hs paper. 4 1o
Farinaceous Goods. 4 '11%8 " Shrimps gullganas bUIllé Lemon & Wheeler Co. bBr:ingO
10 Standard.................. ultanas, package. -
4 FARINACBEOnUS GOODS 2 (758
T4 BUTTER COLOR i Dried LiMma.......ccoccooesccveins Judson Grocer Co.’s Bl’and
1 R. &Co.’s, 15csize__ e |l%/led|um}_|HIaI1nddP|cked % w0 ggg;g%g nas 4
W R &Co.'s, 25 size — |10 B > Ceresota Hs.
Gelatine 5 CANDLES 1 241 Ib. packages. . I_Wonrden Grocer Co.’s Brand
Beniitc 2 Baiphei B LA ‘o
Grains and F e Of©1- (&3 . Flake, 601, lominy IEaureI Ha..
Paraffine, 12s. cy 12 Arabian. . Pearl, 200 Ib. bbl. aurel Ha al
Woklnt GallonsCARBON oILS ° % NeV\'/:?(cokrligBeaals Plslaa{(lac?roolr?l saﬁ?clj( Verm |ce|l| Bolted
I CANNEDIeGSOODS Barrels Arbuckle . Erc])mersitlg 1706|Itb) b eo Granulated. 260
_ 31b. Standarde "o Eocene ©is Dllworth POt el BOXI 2 Feed and Millatoffls
T[T 5 Gallons, standards . 2 0002 25 Perfection o012 Jersey Common. or Bariey o St CarFeedscreened.... 21 00
Blackb Diamond White. 011v( Lion.. Choamon... -2 No. 1 Com and Oats........
Standards-® erries g D. 8. Gasoline.. . _o1s McLaughiin’s"KXXX Chester.. 221 Com Meal, coarse.
Jelty - HndaAN Deodorlzed Naphtha.. _ 014v4 _ McLaughlin's XXXX sold to p 321 Winter Wheat B
Beans Cylinder 29 034  retailers only. Mall all orders Green, Wi b Winter Wheat Mlddlmgs 20 OC
Baked........ovcveeeerens direct to W F. McLaughlin & isconsin, bu 85 Cow Feed...
5 Bed Kidney Co., Chloago. Srleenlgcotch bu 9  Screenings.
s 750 8 Copumbia, 5 b Extract - led Oats
........................... olumbia, 25 pints .
Meat Extracts 5 plaeberries gOIclijbla 0 t: pints gt‘%'ée%ﬁve"a bbsl 7 car fote C orn ...........
acts. nider 100
Metlal tract g Standard.r..[.J.é)..k....{}.{.}.iJIt 120 Snldergqlijgtrs - Monamn’ bblb : 2o Com, ear Iots ..................... 51
olasses Smders plnts 13 onarch, 90 Ib. sacks 40 ay
21b. cans, S |ced .................... CRACKERS
Mustard. . 5 p me 19 AL COFFE National Biscuit Co.’s brands Quaker, cases h Hg lﬂm?ﬁﬂy %ar IOES .
N Little Neck, § Ib . 1000l ;s CErE Kofa 4P |kag BDars Batt 90 ! yion 0ts.... 15 00
NUES coovrreeimereeeereesnieeneens 1 Little Neck! 2 1b.. L & For sale by all job ers ngr}nlgnd' EIN HERBS
Clam Boulllon CHEESE German, %roEen package..’
) o Burnham’s. Vi pint.. g
OliVeS...iiscnisieis 6] Burnham's, pints.. » Flak b apioca
P Sk Gl i Fle s
herries 7
glic;)kelgo g Red. Standards.... ... 81?4 Soda, Gity. s Pearl, 241 Ib. packages.......
Playing 6 V\ﬁ’]lte OH  Long Island Wafer. 13 W heat
otash S Corn §ff Zephyrette. ig  Cracked, bulk
6. 1. Round 24 2 |b. packages 51D. pals..
; 301b palls...

alo* fsq”‘ﬂe )
ault.

ExtraFarina LICORICE

18014 SaltlneOyster

V\{eet Goods—Boxes

FISHING TACKL
Htoh Mo AL

RiICE .o, 9 nch peas
8 Sur Extra Flene

Salad Dressing. 7 EiRg* FIneeins 50075 Anim L
............ 3
Saleratus 7 Moyen 020 Assorted Cake 10
7 : GUM Belle Ros LYE
7 Gooseberries e 55 DBelle Rose...... g
7 i Standard so Bent’s Water ig g{ nd
3 ominy ssGimpamon Sat : gy £ PoutErta e
) 10
7 {Standard............. & <Coffee Cake, Java... 10 10c size, g doz cans percase 3 so
55Cocoanut Macaroons.. uantity deal.
%%) gsgasrertggeath Perfume,. 1 OOSSCocoa Bar.....o. 1510 *3. rﬁ)per case, wt?lth | case free
Cocoanut with every 5cases or % case free
g| Plonic Tall«. 240 55Crackne|ls-|.—ftfy 1i2g V\élthd casés g °
5  Creams, Iced. 8 ondensed, 2 doz 120
S}Mﬂg{g{g 21b.. %% Re I gr%am risp w; Condensed, 4 doz 2 25
........ 11
usads %H% PEY Currant Eru 10 Armours 3 oz 4 45
8 Tomato, 1 b 80 Franck’s Frosted Hone 12 Armour’s. 4 0z 820
8 Tomato, 21b.. 38 Schener’i. Frosted Crea g Liebig’s, Chicago, 218
9l Mushrooms CHOCOLATE Ginger Gems Prgeorsm II 8 Liebig’s, Chical 0,4 07. 5 60
Hotels Walter Baker & Co.%s. G|n er Snaj .B.C... M Poles Liebig’s, Imported, 20z... 4 55
18020 %I to TPI’? taS Bamboo, 14; 0z.... . Liebig’s, Imported, 40z... 8 bo
Vi 22025 : ran A Cakes. o> Bamboo, 16 ft 0z, p
inegar @ o granam C\;&a?kers s Bamboo. 18ft., per doz MOLOASISES
raham Wafers 12 rleans
Washin Powder 1 Grand Rapids Tea.. ie FRESH MEATS Faney Open Kettle........ 4
WICKING.. s . Poge Flngecrs.. 12 Carcass 6*© a &
Woodenwar«.. E0 %0 ced Foney Cru 10 Eorequarters. 6 Oa
60 ft, 3 thread, Imperials. Good... e E
Wrapping Paper.. 501 8 21t 3 thread, §§§F§ 1% Jumbles, o Mindquarters. 8HOLO “Half-barreis 20 extra”
joo «0ft'3 thread extr 170 Lady Fingers. 12 Bips.. § 015
Teas! (‘aka 60 ft’ 6tn ead, extr 129 Lemon Snaps.. 12 RD
1* |72t 6 thread! extra” Lemon Wafers.. i Chucks s as Horse Radlsh 1 doz ........... 175
Marshmallow.... I3 Platés. 8% Horse Radish, 2 doz s as

Bayie's Gel**y,. Set ~ N
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METAL P
Search Brand.
Paste ch Brand
paste: 39z pox. per doz purbaLAD DRESSIN
Liquid o box: per doz.... 76 Durkees, large, 1 doz G
Cidoid W5 e 22, 155 3ni ee’s, small, 2 doz. 450 Scouri
Claid: % Bt Can: g doz- 1 oo Snider s 1arge, 1oz 3% Sapollosr Morgan® Son
Liduid s bt can,per doz. 2 6 Jipr e s Fine C
Liduie. Hf g8 can, per oz 2% aLERATUS Sapolio, half gross lots 9,00 ut
AR puothiTie, SRl ot 2 P
and’s ammer.3 16 2% &  Kclipse paten
Lo Rwight's Cow. B BOXeSiL Pa & No'gommon Washed, fine. *"
8 I egs, En y Car.. & No,z2pate Washed, medi
& ,_3215 , English.. &B} Prairie Rose & 12, COtto?qt brush holder 76 naShed, meditm @20
80 ) ..3£ Scotch, | SNUFF %% Protection ... % 1dealNo.7 mop heads.......1 ?66 HwashRs" fine..... fig
2 % SAL 300 Macca n bladders ' 37 0 it #28
48 Granulated b DA Fronch Raopae. in’ - 2 Palls CONF
7 % Era”U|ated’ loollsb' ................. % appee. In'Jars.. 386 g 2 Sti ECTIONS
| 2 Lump, pred, 1001 Cases T % wiPIcEs . 48 3 ﬂgop standard..| 60 ick Candy
o e i p. l%lb,skeg's': 50 égssspicc _____ ole 8plces . 2-wire, Cable2P 2fandard 165 Standard bbls. alls
ay, No : ALT ia, China In mats. U Ced ire. Cabie ... 160 '
Slay, No 218,y Diam Cassia, Inmats... 8 edar, all , Cable.....
gl 1o, i csine Teble Gaien, 43 I boes | Easie, Son brokcn. % g Fibn U s ol o
D e . barre . Doxes..  Zaigon, hi. B feiegeoiing o Te - -
PICKLES W T2 B:;“,'ssl %s%"&'bb'é’ﬁgé’é% Cioves. Q?TI‘ Soyna. ° & é;’%g?aﬁ%%av ' ¥ Tootn Z s
4 . barrels, 407 Ib. 00 Mace. anzibar... 1 pear Head, 0z picks ©
Barr Meditm Butter, bal Ib. ba g r 7 ead, 80 4 Hard Bos ) It
Barrels 23 GoU... .7 50 BUKGT Farrh S b0 R — ofwood ZhEC
s ; - ! sacks, ) bags.2 8 Old nquet. . " . «
Ei%ﬁ%%,zv“ooscoﬁm 43 BUIen saeks 2 [0S0 20 Nutmegs, 116 20, y JToddy?.'?eSty" 2 Idea 216 Groceri M xed Candy 6>
BBl 1200 o _9m " om b 18 B Sl T g Traps Sompefition. ... 6
No o St AR S loog gl 20y o A Fer Sgpebore e 2 Bt B Mouse oot hotes Conear oK
9 Steamboat...... " sacks 1 spica und In Bu [k} v Dip T 78 e, wood, 4 .. ayal.
N Las %0 ice..... ulk Mo 4 hol o
Ne- 20, over, ssorted., . 120 : g Cassia Batavia... 5 Gadillac B Mos foog @ holes. Biobon. © g
EoSRls - Boamge. g ]oRgseE il 0
0. If, - 175 loves, Zanzibar... s Nickel Twi English Bo
No- 506, Bicyde 3B & war 16 ginger. A Foan s WISt 0 English Bock.. © 8tt
Tou 2 Ib. d saw ger, C S 60 der
s S T 28 gk En gt 2 Sser Samani. i syt cors 11 e s s
cans Inc rill bags.. .. ace... ar y  i5inen. Standard French Cream © gt
Babbitt’s ase. Sola 720 Mustar 2% GreatNav 39 Inch, Stand 'No. I......7 andy Pan 09
Penna Salt 86 Ib. sacks r Rock Pepper, Si 6 Warpa y 16-Inoh, Stal dardx No. 2. GCO Hand’ Made
Co’s 4w T bepper. gingapore b 18 Bamb 3 soinch. Cabl ard, No. 8 0 _mi € o0
S 4Q  common g Bepper, Singapore, lack. 0o, 166z inch, Cable, 1§80 | premion
provisions " Granulated2mmmeon pepper, gindapore, white: 71X 8 2 15nch Cable, B 200 | Premio”Cream mix
Barreled Pork Vet Fine. 75 ) 7 EOneglg%ZWpaHS_ % £h, Cable: No. & 80 oFH Fancy—n Pan 12t
- STARC old Block.... orehound °
115 SA H ck 36 946 Pony H nd Dro
%ﬁ Eg Large wh |LEOEISH Common Gloss 33;3 396 COC%/BOﬁaéBSHS i 1?50'
> ole. w
1 Small ash B 2
%08 i L Bricics o3 ¥ Bronze Globe. oards 2
@16 75 ollock . 7 @9 38 DOub?eyA- ..... C 119
1950 © Bt A single Acme glarlight K 1
@18 01 5 Common Corn % Bbobie Poer 2765an Bias Cleses 0
Ol-Ib. packa 2 Single Peerl Cozenges, plain...
. 3 eo1-Ib pack ges.... 3 No eerless 56 Lozenges, plain... 12
T TR Pacsy g Lo At LY
R whi ex.. 605CH ate
ﬂgms, lszrl%ogveedraggeats 10& pg”gﬂg wEE%g Rgggghggll- 10 60 2 8?1?\%'?3%?‘(- 5 7%00 Hei‘rqtsgttcehé)ﬁg(l;ates.., %I\litt
s . ; whi ) mpion. Gum Dps
Hams, jblp: average. 6B Ng'r'&,”edWh'ﬁg hoop' mes. 5D 1olb. can 3 Window CI w2 Blg BEope. ot e3
Hamségg'db-gveragg‘ cn g o s & ?t'tb-,gags,’l i doz Incase.. 160 % eaners o o3
s an eet .o 313 " cans, 2 doz. | 1 80 36 .18
Eac_on‘ Clizé(il;"Y-Cut) :g 5% 2 % ir. Pare Ca%gase"' 180 20 -1 8 (glzg
Cafifornia haris. . ¢ 13 £ u 3 Wood B 2 0 2030 R,
Boiled Hams e 3% 20 2 un Butler owls DS Chews, i a
B P pra 8% su > 2 Rin Butter s GolenWaRiEs 1
Berlin Ham pris'd.  9x43 T4t GAR % 13 in Butter o FaHCy_:es" .
,,,,,,,,,, . . n
© »k ) 70 % E% Rs!a_g-rtBeLétterm o 7517ellsgmon Sours ffIb. Boxes
@M Mess ‘to1be. ® Powderéd s % ASricd 16173 ﬁ%ﬁh%@%@@é”é%?s N ¥
" Tub “advance it 3# Mess 10Ib§” 168 %) %g(a)l?e Powdered 6 12 WRAPPING ~300H, '\M/I SROC. Drops..
- Tubs. advance Mess 8 1bs. 3 H X Powdered 5 ic Common Str PAPER Dl Nhog,, Lt. and
ol FaR - avancs & RS TID S A 235 Malt White Wine, 40 Eiber Ma”":mv(/hite .l S“P'Erdplsz c fRe®
10 Ib. Palls.. ce t -1 60 16 00 520 Malt White Wine, 40 grai N anila, colore 3K Loze icorice” Dirops e
g b. Palls.. advance it No-1olb 80 5 20 White Wine. 80 grain. g ,No. 1 Manila ored. 3K Lozenges, plai rops
10 s.. advanc I No'1 gl 0 Pure Cide ‘@grain.a Lgream a..... Cosongss. printed.
b Palls. advance e 18 620 pure Clder, B it & brand. I Gream Maniia 3 frozendey, printed...— fi*
Sausa N S A 506 P ¢ Cider, Robi ap ond: b Wax Butt nila.. i Mottoes.... L
ges 0.1 No.2 Fam I, Columbia A 506 Pure Cider, Robinson........ 11 Wax Butter, short count & Cream Ba
- 3% No . Windsor A 28 o WASHING -1 Wax Butter, short count. 13 Molass ar.
382 No ' Ridgewood A e Diamond FI POWDER r, rolls........ . Hand ,\EAS Bar... ©56
5 No. 6 E 0RNIX A oo 4 & Gold Brick ake 576 i VEAST CAKE 15 Cream B?ﬁ% Creams. 80 @g5
8 & No. g Emire A 4 % Gold Dust, regui 3 i KE g Wit eP: 0
) aoe Gold Dust couar- -3 " sunlight, &doz o Wing Bock.
e ) a{ ‘e gearlmr;e’ 2441b. ”43080 ¥eas' Pitr'el% dsoé" 6(,)00 Intergreen %go
BOnﬂesgess" '8. 4 89 N 275 east Foam, 3 dOz,_ 00Map|e J Fop Corn
Bump, New Hem - 1'do 4% G et Foam, itt o 1 ake, per case
’ kil¢o) Mlxeg,g_us ian 0 4 375 100 FRUITS 300
‘{tlgbls., 40P|E)gss o @i1 00 ird.. l.l44n ........... %‘3‘3% § € \whit FRESH FISH Foreign -IrDSried
Bbi SO T ' % % o i el Cats oo
B CO al. Dkg, 10 ncy..
776 4 alibut 11 Ext 10 Ib._bo
Hal dSHOE BLAC : JTEA ® No.o WICKING 378 1Glscoes % % 0 1b. h0)|<ce, Ture-sx g 0
70 Haﬂdy Box, large KING sundrled. m apan No. t per gross.... Li eflsh 0 5 Fana/, r?(S ......... k @
125 Blixhy's Koy small; G 6o 2undrled, yedium. N 3 bor dross: 20 1B Lobster 10 12 DORES,. 1 [b.
12 Blxby's Royal Pali 280 Sun rleg. ¢hoice 24 -2, per gra +20 1Boiled Lobste @ pulled, 6ib. boxes... 2
Miller’s Crown Iglollsihh © 128 Regular fancy 20  No.8 per ross. ) obster.. & 367 Naturals IhttJ)OXes.“ @14
sho Reguiar, meditm WO 8 Haddgck, »inbags....
26 Johnson S 80AP % Regular, choice DENWARE N ock a 10 D S
e " Silver Ki%ap Co. brands— LBagke?r'- fancy Bask P'Okl Pick g F& ates
-f y ike.. rds In 1
cn é% galumet F%mil 3 66 Basket»fﬂgg’ medium M Sercn . C?) st Eards |n88|lg‘ boxes © B
_Cncolore cotch mily. Basket-fi " choice . arket Smok : allowl . cases. tt
Sol dB Fam 2 sket-fired choice... .88 Splint larg ed W & L iy case
Bols, Gairy atterine a8 . 2 R e e ik e O L s e 5 @stt
BO“S’ Iry. 2 8 Slftlng ol River Salmo s 8 alrs, 60 Ib. cases...
Bolle, purity.. lt@12tt o Pannigs... I hackerelomon- 1B G % nors e
i . L e wh
Corned ganned Meats u 0z sgg Moyune, medﬁ,lon‘quer OYSTERS Almonds, T: ole
Corned bSS{v ﬂb_ rex2 i M%HH& oholoe..... Bradley R 00 Cans ﬁlmondsj Iofoalona
L o ey e 218 e e neate 7" Exdta et L
Potied ham: 1t 29 1o PIngauey, oholoe.... 21b. size, 18 1n Sase-m 2 Ot Brazils ' sar
Potted fam. tts 45 . White Cl 10 PIngsuey, f oe- Db 5z 12in ca 68 Perfecti i Filberts” 6
Deviled ham, tts & La loud 15 , fancy.. Olb. ilze, S ction Stand \valn '
Deviled ham, tts-.- e B”igAB"OS- W scbranast. @ Ehoice Voting Hyson But6 incase & Sind e Wainuts, sofdhelled bie
Potied tonhe’ g:-; % Big Master g 00 Fancy.. No.1 Qval tter Plates ards.... - T(E\ﬁ“' N 5 shelled 6
. n e -2 0val. . H - a i
caroin pROIECT B Riersatk it o Formosa, fancy No 380l mhin cale g MIDES[ND PELTS Focana. Med 0 o
arolina head eetie e 005 Bars 45 70] Amoy, i -5 0val, 260 In orate.. 60 Green No laes Pocans, Ex. Large... 610
Carofina No. L 7 AC(meO);(L(Ijg_tf( ) e with g’ Amoy, ofigloe.. . Barrel, 5 Churns 60 |8reen NP ©7 Hickon f\‘“mbﬂsg..::f o
e\ proE’{’X 10 Ibbars single g'ediunquISh Breaktas ¥ Earrel’ 3 gaelxsl's' egChh"' Cﬂgg NO' 1 % 6 COhio,ynel\il\}s per bu. o12
or &G .3 hoice.... el ool sach: ) Gured No. 2... §  cocoauuts, faiisacks
joct 3 . " B5gals., eac alfskins ¢h s, fall sack
IVO&X@O 73 w0 Fancy. Bound heag Bes P?Hs - i%%l?:{é-'”sigiggn N\ S’ s per bu @
schuley &Co o0 Seylon, oholoe. Bound head: e ox— % Salkinecured No 3 o 8w Dpanish D s
2 e 76 - " ad, cartons......... 8 Steer hides redNo.2 =~ © by hecan ),Peanuts. .. Bit
8 Kinmpty DUm t;ates Cow bides 60 "l)tés'o?,r over % ,\:’Vamut Halves §4Stt
Fort ar. Dl‘ulg o No. ZVCO%TJIIDeIEee 2% Pelt over B Alicante AlmoRs.. 3
Our lﬁ;l]gn;—eéler S bran%% Cork lined ba 18 Oc!:ldiQIOOI" ? Jordan A"Inrgggds"' 338
Quinteueg r w3 o Egﬂéunedlgm: 6 Sheariings Fan Peasma @0
AL - & Ne. lcake CBqa’Sted,,,P" e 4K@ b
u Nol L.l Choice, H.B". Jumbo 8 gt
Boasted.... y'?].Umbo @7tt
......... . @stt
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SPECIAL PRICE CURRENT

AXLI ORKAS8I CLEANER ft POLISHER

NACRino EXTMC®

Folding Boxes )
Lemon D. C. Vanilla
0

6 0z. can, per doz.............. 133
Quart can, per doz.............. 225

: tin boxet. Taper Bottles
E%i’ca{;(brlln oxet . Lemoné %D (o Va;llla

BAKING POWDER Gallon can, per doz............ 7 80

Sampletand Circulars Free. 180 42
JAXON COFFEE Fall Measure
D. C. Lemon D. C. Vanilla
% Ib. cant, 4 doz. cate Roasted z . 0z

MIb. cant, 4 doz. cat 88 Dwinell-Wright Co.’s Brandt. % N %@
1 Ib. cant, a doz. cate........1 s0
Royal Tropical Extracts

10ctlze 90 20Z. ;u“ measure, IEemon.. 1 gg

— 4 0z. full measure, Lemon..
41b. cant 1 38 20z. full measure, Vanilla.. = 90
60z. cant. 1 90 40z. full measure. Vanilla.. 180
H Ib. cans 2 so

ft Ib. cant 3 75 RICE
1 Ib. cant. 4 80

IRiOitflks 3H. cans 13 00
5Ib. cant. 21 80

BLUING

Arctic, 4 0z. ovals, per gross 4 0o
Arctic, 80z ovals, per grosse 00
Arctic'1s 0z. round per grots 9 oo
White House, 11b. cans.......
White House, 2 Ib. cans.......
Excelsior, M. ft J. 1 Ib. cans
Excelsmr M. &J. 2 Ib. cans
Tip 0\5) M. &J., 11b. cans.
Royal Ja
Royal Java and M
Java and Mocha Blend
Boston Combinatiol
Distributed by Judson Grocer
Co., Grand Rapids: National
Grocer Co , Detroit and Jack
son; B. Desenberg ft Co,, Kal-
amazoo, S mons ros. ft Co,
Saginaw; ei & Goeschel,
Bay City; Flelbach Co., Toledo

CONDENSED MILK
4 doz In case.

Sutton's Table Rice, 40 to the
bale, 2% pound pockets.... 754

Small size, per doz..
Large size, per doz..

BREAKFAST FOOD

Tfcva ILeaAy CcctoA

Girfe2ua2jpwraafoc&
A btAi~btful CarcAl Surprise

Cases, 24 11b. packages.......2 70

Oxford Flakes. Gail Borden Eagle

Crown

Pl
3

quaadTaa J
R RRBBB3°

est grade Imported Japan,
3bp0|und pockets, 33 to the 6

o E
ets only Me more than bul
SOAP

Beaver Soap Co. brands

Plymouth
Wheat Flakes

Case of 36 cartons............... 400j
each carton contains 1lift

TRYABITA

Peptonized Celery Food, 3
1 .4 08 Perfec
. 9% !Florodora Cookies, c’se.2 QO

Hulled Com, per doz

Grits gubtjgcgto Ilbgléaladlsco%%tm&;%g
ins es
Walsh-DeBoo Co.’s Brand. [ine of hlgh%rade Cyackereand

sweet goods  Perfection Bis- |, cakes, large size....
cuit Co,, Ft. Wayne, in 8o cakes. large size.

Our Catalogue is

‘Our Drummer”

It lists the largest line of gen-
eral merchandise in the world.

Itis the only representative of
one of the six largest commercial
establishments in the United States.

It seUs more goods than any
four hundred salesmen on the road
—and at 1-5 the cost.

It has but one price and that is
the lowest.

Its prices are guaranteed and do
not change until another catalogue
is issued. No discount sheets to
bother you.

It tells the truth, the whole
truth and nothing but the truth.

It never wastes your time or
urges you to overload your stock.

It enables you to select your
goods according to your own best
judgment and with freedom from
undue influence.

It will be sent to any merchant
upon request. Ask for catalogueJ.

Butler Brothers
230 to 240 Adams St.,
Chicago
W& Sell at Wholesale only.

not in Che Crust.

Don’t
Forget

that about this time of
the year your customers
will want some of those
delicious

Package
Sweet Goods

which we put up especial-
ly for picnics and outings.
They are money makers
for the grocer, and ready
sellers.

G. 1 Kruce $ €o.

manufacturers of
Standard D Crackers
and
Sweet Goods

Comat, thdo

Wonderful Bargains

Letter Heads
Bill Heads
Statements

Envelopes

Frelght allowance made on
all shipments of 100 Ibs or more
where r. teéjoes not exceed 40c
der hundres

FLAVORING EXTRACTS
FOOTE & JENKS’

JAXON

CIGARS Highest Grade Extracts.
G. J. Johnson Cigar Co.’s brand. Vanilla (-i*mon
z fu

Cases, 342 Ib. packages....... 303

1ozfulmlzo 10; I'm. 80
20zfullm210 2ozfullm | 28
No.Sfanv.S 16 No.8fany.i 78

Panel .120 2ozpanel. 78
oper..2 00 «oztaper..160

100 cakes, small size
80 cakes, small size...

Single box
8box Iota delivered..
10 box lots, delivered..

TABLE SAUCES

LEA &
PERRINS’

SAUCE

The Original and
Genuine
Worcestershire.
Lea ft FF:errln’s, ints........ 6 00
errin’s ints...
I:Ia?for |’arg?I . P . §';:

Halford, sma! 393

For the next thirty days only

It will pay you to write to us to-day for
particulars.

Tradesman Company, Grand Rapids, Mich.
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Listen!

In hot

weather

there’s lots

of comfort

in a fan.

There is

no

advertising

you can

put out

just now so

appro-

priate as a

neat fan.

Write for prices of the hand-
some fans we can supply you.
Write to-day!

Tradesman Company
Grand Rapids, Mich.
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Advertisements

subsequent continuous insertion.

BUSINESS CHANCES.

SNAP—A TON OF FKUIT JAB BUB-
._ bers, 15cents per gross; cartons free; cash
with order; sample dozen for 2.cent stamp.
Write Forbes, 229 Sheriff St., Cleveland Ohl2.70 -

1 POKNITUKK  STOKK BUILDING AND
| . stock for sale, Splendid chance for under-
taking (I am_not an undertaker). Centrall
located on main street in a good lire town o
1,200in . Southern Michigan. “Address No. 469,
care Michigan Tradesman. «69

I pOR SALE—HARDWARE. HARNESS AND
. Implement stock in the best agricultural
district in Northern Michigan. Good reason for
selling. Address No. 46S, care Michigan Trigses—
man.

00D 80 ACRE FARM, GOOD IMPROVE-
ments. also good business block In city to
exchange for stock of goods. Clark's |
Estate Exchange, Grand Rapids, Mich.
iHIR SALE CHEAP—ALL THE SIDE WALL
and cross partition fixtures now in my dru
store (about 80 feetj; also two perfume or” toile
]goods cases and a sponge case. Will be read
or delivery not later than Oct. 1. B. Sehrouder,
37 Monroe St., Grand Rapids, Mich. 457
TOK SALE—WE HAVE A STOCK OF
dry goods that inventories $3,000. Will re-
uce to 35000. We are doing a business of
325,000 per annum.  Stock is new and up to date.
Business . is success_féll in_ever w%_ We are
engaged.in an outside enterprise which takes
all’odr time 1s our only_reason for selling. This
ity Is _growin ver¥ fast. We hare tne bes
ocation, the most prominent corner. A gran
opportunity for anyone wishing to engage In the
dry goods business. Trades will _not be con-
sidered. Watson Dry Goods Co., Grand
Haven. Mich. 456

L'OK SALE —LIGHT MANUFACTURING
X business on good paying basjs. Business
pays about 8i,5u0 per year now and is not bein
Push_ed. It can be made to twice as mucl
he first year with a little effort. One man can
run the office end of It and have time to oversee
the shop work. Goods are staple and an excel-
lent line of Jlgbbers are now handling them.
Will sell at slight advance over invoice price.
Good reason for selling. Address No. 452, care
Michigan Tradesman. 452
XIR_SAEE—CLEAN, UP-TO-DATE STOCK
of general merchandise, iocated in hustlin
town of 500 in the Thumb.
about $3,uco. Owner has manufacturin
ests to look after. Address A. , care
Michigan Tradesman. 450

th(P SALE OR EXCHANGE—ONE HUN-
_dred twenty acre farm. Wexford county,
Mich., two good orchards, seventy-two acres
under cultivation; about forty acres good wood
timber, large cuts; half mile from™ Harletta;
three miles from Boon; both thriving villages on
the T. & A, A. R K, and a No. 1 farm.” Will
exchange for stock_ shoes, clothing, dryl\}%oods.
o

Address R. R. Jamieson, Traverse City,

IiTO? SALE—A SMALL STOCK CROCtit-
les and meat_market; store and dwellin

combined, near Olds Motor Works, Lanmw, i

Mich. Alexander Bell, 617 St. Joseph s‘t'zget,

f*OR SALE—GENERAL STOCK OK HARD-
ware and J)ros erous C[‘)_Iumb_mr‘(i; business.
Whiting & Bushnell, St. Clair, Mich. 447

TXTANTED—SECOND-HAND SHORT DIS-

v tance telephone. S. 8. Burnett, Lake
Ann, Mich. 4«g
usiness houses _handlinlg up-to-
date_kitchen utensils sell Helling’s Pat-

ent Pot Cover rapidly. They are wanted in
every household. 'Send for price list; sam%g3
20 cénts. U. S. Patent Pot Cover Co.,,
Broadway, Alameda, Call. 415
iTOR SALE—GROCERY STOKE, INVOICE
$4.000; best goods and best trade. Seven
years. _Chance to make money.
ness; write quick. Address E. W.
Paducah, Ky.
TJOR SALE—ON ACCOUNT OF POOR
J1 health, a stock of groceries In the best city
of 10,000 in the state: doing a good business.
Address J. B., care Michlg-n Tradesman.

TXTANTED—AGENTS TO HANDLE SIDE
vt line. Address Box 527, Kalamazoo, l\élsigh.

TITANTED—PARTY WHO CALLS ON
vv drygoods trade to carry ladles’ muslin
underwear on commission. Kalamazoo Under-
wear Co., Kalamazoo, Mich. «60

TXTANTED—A GROCERY STOCK IN A
vv _good thriving country town. J. M. Wing,
6222 Randolph St.. Oak Pars, IlI. «63

tpOR KENT—BRICK STORE IN TOWN OF
three thousand. Center of very large
country trade. Fine location for Dazas
gf_eneral stock. Address No. 462, care Michigan
radesman 462
WR SALE —GENERAL MERCHANDISE
stock, $4,000, In Western Michigan town.
Good farming trade. Good. location for business.
Address No. 261. care Michigan Tradesman. 461
iM>K SALE—SODA AND ICE CREAM PAR-
lors, confectionery, cigars and taobacco.

Bockman.
444

AJé}ls Is_worth looking at.” Reason, 11 healtthokj & Copper Co.,

ess Box 210, St. Charles, Mich, 437

Stogk will in\_/entgryCan be reduced to %9, [
inter-~ Only one other stock of dry goods in town.

Mean busi

MICHIGAN TRADESMAN

BUSINESS-WANTS DEPARTMENT

inserted under this head for two cents a word the first

No charge less

WANTED—TO TAKE PARTNERSHIP IN
vv hardware or general merchandise.
Would accept clerkship with view to partner-
ship.  Small town preferred. Address Box 71,
Brook, Ind 439

l'_f>(]2 SALE—TO CLOSE ESTATE, DRUG
stock, fixtures and a successful business
established in 1877. Best location In city o
,000. No_ cut prices. Mary McDanald,” cor.
Main and Burdick Sts., Kalamazoo, Mich. 435
TXTANTED —CLOTHING A SALESMAN TO
m  take orders by sample for the finest_ mer-
chant tailoring produced; good opportunity to
grow Into a splendid business and be_your own
*sboss*. Write for fu 1Iinformitlon. E. L. Moon,
Gen'l Manager, Station A. Columbus, O. 458

SPLENDID OPENING FOR GROCERY;
l_ fine room; good location in Charlotte,
Mich. 438

A. M. Lockard.

rocery business fob sale in

Allegan. Mich. County seat, about 3.000
population. ~Will Invoice about $1,200. Clean
stock, established trade, central location. Ad-
dress G. M. Wirick, Allegan. Mich. 434
VXTE MAKE A BUSINESS OF BUYING
vv  out stocks of general merchandise for
cash. _Address The Globe, 118 Front St., Trav-
erse City, Mich. 433

than 25 cents.

Ii'OR SALE—A BAZAAR AND FANCY
goods store, located In a pretty town of
2,500." Write for particulars. Address No. 403,
care Michigan Tradesman. 403
HE BEST CHANCE YET, IF YOU WANT
> tostep into a well eatab ished business in a
fine new store and a_good thriving town <n
Northern Michigan. General stock Invoices
about $3,000. Will sell stock and rent building or
will sell all at a bargain. 1 wish to sell on~ac-
count of poor health. Write at once to No 416,
care Michigan Tradesman 416
»OR SALE-GENERAL MERCHANDISE
stock in live little town located In fine
farming country; good potato market. Address
S. A, care Michigan Tradesman. 405
IjK)B SALE-MEAT MARKET IN TOWN
of 1,200 Inhabitants; one of the best business
towns in the state; first-class in every respect; It
will pay r)1/_0u to Investigate. Address No. 400,
care Michigan Tradesman. 400
dh500 FOR BUILDING AND VARIETY
dP stock in booming town of Constantine,
Mich. WillH Lamb. 412
)R SALK—THE WKLL-KNUWN GEN
eral store business of J A. Shathick & Co.,
Newberry, Mich  Annual sales, ,000. Con-
ditions are favorable to trade and Newberry Is
reckoned one of the best towns In the Upper

. Peninsula Reasons for selling, forty years In
OR SALE—HARDWARE STOCK. LOCAT- the store business and do not cre 10 be burled
ed In Northern lllinois prospe '0US, Manu- there. 308
facturing and farming center; profitable propo- ELD FOR IMMEDIATE SALE. A LIMIT-

gltIOE; invoices 32.800. Hardware, 55 Stephe&on

t, Freeport.

jdu.000 WILL BUY CIGAR FACTORY IN
best town la Michigan. Business and trade

established seven years Will go out and sell to

old trade for purchaser for _three months. Ad-

dress Cigar, care Michigan Tradesman. 431

L?OR SALE—A SMALL WELL-SELECTED
and exceptionally clean stock of general
merchandise In one of the best growing towns of
Southern Michigan. _Persons expectlng to buy
for 50 or 60 centS on the dollar need not sppb;,
nor those wishing to trade other property.
Lack of time to devote to the business reason
for selling. Address X Y. Z, care Michigan
Tradesman. 430

1J70R SALE AT 90 CENTS ON THE DOL-
o= lar—Finest stock of dry goods in the state
of Its size. Ina town_of 1. with Af f*rm n
country around It. Stock Invoices about $13.

030 or $ 0,000 if desired.

Good school and churches. " An ideal home.
Inheritance of large holdings of timber lands in
the West through death of a relative only reason
for selling. = Will not sell after July 1. ‘Address
| 429, care Michigan 7 radesman. 429
pOR SALE—OIL AND GASOLINE PED-
dling outfit and route In prosperous city of
119,000 population. Large gallonage and good
profits. health = reason_for “selling. ~ Ad-
Idress A. B. C., care Michigan Tradesman. 4/7
I'_n—UB SALE—FIRST-CLASS MILLINERY
Il\llesrtf;lbllshment In good city In Southwestern
ichigan.

Iposal. sold at once grand bargain awaits
urchaser. Address No. 426, care Michigan
I'Tradesman. 426

OR SALK AT A GREAT BARGAIN, THE
finest %ranlte quarry In America, near
| Richmond, V».:

portation; dark blue, takes higfg_ polish; high
ildi

grade for monumental and building /{)urposes;

Iquarry now In operation. Write” Alfred _S.

1 Emerson. Murphy, N. C. 425
erchants, turn old Ac-

our
counts Into cash; we coYIect quick; enclose
Istamp for terms.  Merchants' Collection Agency,
{Wapello, lowa. 424
»*r|""HE  SCHEMER,” ALLIANCE. OHIO.
with Its 40 pages each month of practical
I'schemes, business starters, agency tips, mail
i order pointers, etc,, helps Its readers coin money
i by keeping them posted on the newest and best
S-getters out; only 50 cents a year, or three
months on trial for a dime. 422
i VXTANTED—SHOES, GROCERIES OR GEN-
rT eral stock. Must be In first-class shape
and a spot cash price. Box 37 or phone
183, Eaton Rapids. Mich. 420
E A MIXER; PUT UP AND SELL YOUR
own flavoring extracts, polishes, perfumes,
soaps.proprletary preparations; toilet requisites,
Iconfectionery, etc.; we have processes for _mak-
ilog them all; lists free. Wheaton & Co., Form-
| ula Makers. New Bedford. Mass. 419

! 1«K)B SALE—GOODBAZAAR STOCK; FINE

X “location; well established; stock Invoices
|?\5|’°Lr'f $800. Address Box 232, W'“'amifl%n’
ic

RUG STOCK FOR SALE-INVENTORIES
| $1,80(|), 10 per cent, off for all cash. Only
one In

T*OR SALE—$4,500 GROCERY AND = MAR-
ket; well located In Northern lllinois min-
IIng town; annual sales ) dress No. 393

icare Michigan Tradesman 393

ITXTE WANT AGENTS TO SELL FIRST-
| vv class cumulative preferred copper mining
;stock, Arizona. First-class ropert&/. Company
ank references. ‘Address Cedar Forest
034 and 635 Bradbury ?;IBCk'

and
Los Angeles, Call.

Other interests compel quick dis;,Of .reasons for selling” Address No.

ood country town. Chas. Maynard.
azaarg orBritton, Mlch.g Y y415

ed riluwtzfr of shares of stock In
established company doing large
Increasing business; value promiseS_to double
within six months; great opportunity for In-
vestor. ~Address af once 610-U Majestic Bldg.,
Detroit, Mich. 343

R SALE—A FIRST-CLASS SHINGLE
mill, engine_ 12x16, center crank, ample

and_cut-off saws, summer, dra? saw. endless log

chain, elevator, all good belts, four good shlnglIQe

Saws, everythlng2 I'Eft-dasii Address A. R.
apids. Mich. 369

WILL

Morehouse, Big M
I "HAVE- SOME~CITY- REALTY* ]
trade for stock of general merchandise.
Address No. 751, care Michigan Tradesman. 751
j'OB SALE-CLEAN. UP-TO-DATE HARD-
ware and Implement stock:; will Invoice
between $4000and $5,000: yearfg
best of reasons for selling.” Addr
care Michigan Tradesman.
db5,000WILL BUY LOT 34, COMMERCE ST.,
gP opposite Union Depot, only $100 per front
foot. Good 13 room brick house thrown in.
Worth $150 per front foot for bare lot. House
rents tOéJ_Tsly good Interest on Investment. Edwin
Fallas, Citizens Phone 614, Grand Rapids. l\glscsh.

ess No, 387,
337

or sale ok rent- meat market in
town of 400; aver:il\ﬂ_e sales, $600&)er month.
ddress No. 397. cure Michigan Tradesman. 397
'OR SALE—CLEAN STOCK OF GROCER-
les In town of 1,500; good resort trade; best

Michigan Tradesman.

BARG 4IN—A NICE. = NEW, CLEAN

B drug stock for sale In Michigan Fruit_Belt

for $1,800: In railroad town. Address G, W.
care Michigan Tradesman. 360

also fixtures. = Must be sold soon,
. G.. care Michigan Tradesman.

1r*CK SALK—$1,000 GENERAL STOCK AND

two railroads and water _transI i'OR SALE—A SMALL STOCK OF DRUGS,
J

Address
S

$2,000 store and residence, all for $2000 If
o1, care Mighigan%g?gsged ata low

taken at once. Address No. 3
Tradesman.

TREAT OPENINGS FOR BUSINESS OF
all kinds; new towns are being _opened on

sion. __For “particulars addre(sjs E "B. MagUl
Mgr. Townslte Dept- Fort Dodge. la. 80

[MB SALE — WELL-SELECTED _DRUG
Tt stock, about $2.000: good prescription and
armers’ trade jestablished at Bay City 1885, two-
story frame building, stone foundation, cellar
floof cemented ; occupied as a drug store and
dwelling; stock and building sold ~together or
separate, latter cheap, easy terms; reéason, re-
tiring from business.  Werner Von Walthausen,
1346 Johnson St., Bay City, Mich. 311

a well-. .Sv._m
and rapldhgs had ex
agement o

3%, care
3%

the Chicago. Great Western Ry. Omahﬁ\/I exL}en—

insertion and one cent a word for each
Cash must accompany all orders.

fes—ew and second-hand fire

and burglar proof safes. Geo. M. Smith Wood
1& Brick Bundl_r&g Moving Co., 376 South lonia
ISt.. Grand Rapids. 32

rpWENTY-THRKE HUNDRED DOLLARS
buys a grocery stock, fixtures, horse and
wagon and “good ‘will. Cash trade, per
week. None'need reply except those who have
money and mean business. "Address No. 370,
care Michigan Tradesman. 370
WILL SELL MY LOT, 34 IONIA STREET,
opposite Union Depot, dirt cheap If taken
atonce. If you want a block In the 'most con-
spicuous_ place on the street, look this up.
dwin Fallas, Grand Rapids, Mich. Citizens
Phone 614. 21

MISCELLANEOUS

NER WANTED-A STEADY JOB AND
good wages to an_all-round tinner; must
understand biCycle repalrmgt, pump, furnace and
galvanized Iron work, Mustbe good mechanic
sober and reliable. ' Address W. J. and H. D.
Powers, Grand Rapids, Minn. 467]
\A/ANTED—REGISTERED ASSISTANT
vv pharmacist. A. W. Olds, Sub Station No.
9. Grand Rapids. Mich. 465
ANTED—POSITION BY DEPARTMENT
vv _store manager, buyer, ad. writer, decora-
tor; first-class man; best of references. Ad-
dress 454, care Michigan Tradesman. 451
XX7ANTED —FIRST-CLASS SHOE SALEH-
an. experienced stock keeper, one who
erience Inbuying, to take the man-
a men's shoe department Ina_cloth-
Hnlgastore. Address Men’s Shoes, care Mlchlllgan
desman. 1

mpoSITI >N WANTKD AS CLERK IN A
X' general store. References furnished. Ad-
dress No 459, care Michigan Tradesman. 459

rpiN
X

boiler room, Perkins machine knot saws, boltet cAPABLE MAN WHO HAS BEEN IN

ix the dry goods and kindred lines for four-
teen years, now filling position as traveling
salesman, wants to change.  Has had seven
years’ experience as buyer-and manager of good
store. Tnoroughly posted on merchandise and
up-to-date methods.  Can systematize a business.

nderstands office and financial part of store
thoroughly. Exceptionally good references as
to character, habits, ability, etc. Correspond-

sales $18600;enced invited. Address No 464, care Michigan

Tradesman.

\XTANTED —POSITION AS CLERK IN
11 general merchandise or hardware store;
four years’ experience: best of references. Ad-
dress R. Box 16, Colonvllle, Mich. 441

WANTED-A YOUNG MAN OF GOOD
vv habits to cut meats and assist as clerk_In
eneral store. ~ Address Haak Lumber Co.,
aakwood, Mich. 428

WANTS

HARMACIST, REGISTERED.
position; first-class references: 15 years
experience. Address F. W. R., Money, &h.
JANTED—A YOUNG MAN WHO THOB-
oughly understands stenography and ty?e— i
writing “and who has a fair_ knowledge of office
work. Must be well recommended, strictly tem-

perate and not afraid of work. Address Stengg-
Frapher. care Michigan Tradesman. 62

AUCTIONEERS AND TRADERS

TIMULATE YOUR BUSINESS, AND GET
rid of old stock at the same time. You
mark the goods, I do the rest. My sales are
always a success. Stocks bought, sold or ex-
er cent. | have few open
Write now for terms, dates, etc. Honest
John, Auctioneer and Salesman, care Michigan

Tradesman. 453

TJVERRY & WILSON MAKE EXCLUSIVE
r business of closing out or reducing stocks of
merchandise In any part of the country, With
our new Ideas and methods we are making suc-
cessful sales and at a profit. Every sale per-
sonal y conducted. For_terms and” dates, ad-
dress 1414 Wabash Ave., Chicago. 317
E E.JETER & CO, 609, 175 DEARBORN
.+ St., Chicago., 111, conduct special and
closm% out sales by their new methods and guar-
antee the merchant a profit above all expenses
connected with the sale. Write them for tegenas.

Our mail is crowded with testi-
monials certifying to the value of

advertising under the headings on

this page. Send in a trial advt.,
and you will be a patron for all
time. Try it once.



MAPLE JAKE every day
Meets you with a smile.
MAPLE JAKE everywhere
Eat him all the while.

Maple Jake

The New Sensation

The best seller in the market

A few more shares for sale at 25c on the dollar
in limited amounts only

Highest Award GO L D M E DAL Exposition

The full flavor, the delicious quality, the absolute PURITY of LOWNEY'S COCOA
distinguish it from all others. Itiis a URAL product; no “treatment” with alkalis or
other chemicals; no adulteration with flour, starch, ;round cocoa shells, or coloring matter;
nothing but the nutritive and digestible product of the CHOICEST Cocoa Beans. A quick
sellerand a PROFIT maker for dealers.

Grand Rapids Pure Food Co. Ltd
Grand Rapids, Mich.

WALTER M. LOWNEY COMPANY, 447 Commercial St., Boston, Mass.

HOURS

GRAND RAPIDS

TO

and think a moment, Mr.
N EW YO R K Merchant, what a great
amount of time, trouble and
money you might save if
you put your business on a
cash basis by the use of our
coupon books. Time saved
by doing away with book-
keeping. Trouble saved by
not having to keep after
people who are slow pay.
Money saved by having no
unpaid accounts. We have
thousands of customers who

Ichigan
Central =@

Leave Grand Rapids, 12:00 noon other way.

Arrive New York, « 10:00 a. m. We make four kinds of cou-
pon books at the same
price. We will cheerfully
send samples free on appli-

cation.

Cafe Car Serves Meals to
Detroit a la Carte.

Through Pullman
Sleeping Car.

For information and reservations apply to

W. C. BLAKE,
Ticket Agent, Union Station.

Tradesman Company,
Grand Rapids



Oxford Hiakes -

BEAUTIFUL PACKAGES
3SIZES

READY

TO

SERVE
stiiiiua

AT ALL JOBBERS.

Retail at ioc, 15c and 25c per package.

Maintains your profit. Mr. Retailer, buy them. X

Oxford Pure Food Co.,

Limited |

Detroit, Mich., U. S. A. t

I
+
I

MILLS AT OXFORD, OAKLAND CO., MICH.
wwWAWW

MICA
AXLE

has oecome known on account of its good qualities. Merchants handle
Mica because their customers want the best axle grease they can get for
their money. Mica is the best because it is made especially to reduce
friction, and friction is the greatest destroyer of axles and axle boxes.
It is becoming a common saying that “Only one-half as much Mica is
required for satisfactory lubrication as of any other axle grease,” so that
Mica is not only the best axle grease on the market but the most eco-
nomical as well. Ask your dealer to showyou Mica in the new white
and blue tin packages.

ILLUMINATING AND
LUBRICATING OILS

PERFECTION OIL IS THE STANDARD $
THE WORLD OVER

HIRHBBT PHIOB PAIO POR RMPTY OARBON AND OASOLINB BARRILO

STANDARD OIL CO.

A _50% WNCREAS
K0

is not an idle dream with our “ premium dinner set” as a draw-
ing card, but an estabtished fact.

What it has done for others it will do for YOU.

Why not give it a fair trial ?

Our Premium Dinner Set Plan

is far better than the “Trading Stamp Concerns” offer you.
Our plan costs you only half as much and is without any objec-
tionable features You can keep the business in your own
hands and save the tremendous profits you have to pay them.

A Small Investment of only $10.85
will secure everythlng nec to start you, viz :

1 A 100-piece semi-porcelain dinner set of first quality, beautifully
hand decorated and gold stippled, worth $15 at any retail store. 2 A set
of placards in colors explaining the plan to your customers, to be kept in
sight around your store and in the windows. 3. 500 illustrated circulars to
be distributed in your community. 4 5,000 Coupons to be given to your
customers with each purchase of ioc or nore.

Our Chinaware is so attractive that a custormer once started will never
be satisfied until she has a complete set, and as it will be absolutely with-
out cost to her she is sure to spend her money in your store. Read what
our customers say.

From a Grocer—“ Your premium plan is a success with me right from the start. New peo-
ple are coming in_to see the dishes.”

From a Hardware Dealer— My trade has increased over ten thousand dollars in the past
twelve months, and as | have pushed the dish premium plan all the time | attribute it

prlncgiqallyt at.”
Fro eael’—ldropped all other advertising plans when | commenced giving
chinaware as premiums ana know that m\ trade has increased 5° per cent.”

Any amount of ware may be had at same prices and just as wanted.
Terms 30days or 2 per cent, in 10 days.

Order an outfit today on your letter head and we will do the rest.

Or write today for full particulars.

H LEONARD & SONS

Grand Rapids, Michigan

Have You

Are you tired of 3% or 6% interest? Do
you want your money to earn something?

Idle

If you are, write for “A Messenger from
Mexico” to M exican Mutual M ahogany
762 to 766 Spitzer Bldg.,

Toledo, Ohio.

oney

& Rubber Co,



